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Ok, here's how scrap yards operate. 
They collect, separate, and resell metals that can be reused in  manufacturing operations. Some also process glass, plastics, electronics and paper. 

A typical scrap yard has $2 million of annual revenue and 10 employees, and may sell 10,000 tons of product per year.

Many scrap yards deal mainly with ferrous metals, iron and steel,  recovered from old cars, construction beams, machinery, and appliances. Large pieces of metal are cut into smaller pieces with giant shears, then processed into fist-sized pieces by shredding machines. Iron and steel are separated from other metals by magnets.

Materials are bought from junk yards, used car auctions, demolition companies, and municipal recycling facilities. Major customers for ferrous metals are steel mills that use electric-arc furnaces. Scrap yards may sell directly to end-users or to brokers. Inventories are equal to less than 30 days of sales. 

Prices are based on regional spot markets, and might be 20 cents per pound for scrap iron, or $400 per ton.

Here are some strategic things you should know.

There are many grades of scrap, especially for iron and steel: such as HMS #1, heavy melting scrap; or white goods: which are appliances. Prices are usually higher the more finely sorted the product is.

Prices for scrap can change sharply according to demand, sometimes by 50 percent within six months. That's why scrap yards don't like carrying big inventories. Big scrap exports to China can drive prices up.

Machinery for processing scrap metals is getting more sophisticated, including 10,000 horsepower mega-shredders, and sorting equipment that uses, magnets, x-rays, and color identification systems.

Scrap glass, plastics or paper can more easily be shipped large distances than scrap metals, which are therefore more likely to be sold to local and regional customers. On the other hand, metals usually have a higher value because they're need by electric-arc steel mills.
Here are some good talking points.
What are their major products?

How many tons of product do they sell in a typical year?

What are their major sources of supply?

How large an inventory do they keep, in days sales?

Do they process their scrap before resell it?

Who are their major types of customers?

How far do they normally ship products?

How much have prices changed in the past year?

How much were they affected by the recession?

And finally, how do they see their business changing in the future?

Now, you're ready.

