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BY KEEPING IT CLEAN

he year 2025 has brought

forth many challenges we

had expected and plenty

we had not. Many profits

were met with matching
pitfalls. Always busy and seemingly
never ahead, but continuing to move
forward to make it happen. Per usual,
auto recyclers at large have persevered.
But many, if not most, have done so at
the cost of something else.

Have we put off projects of tomorrow
while prioritizing the possible proliferat-
ing profits of today? Or have we favored
fulfilling orders over the orderly need of
organization? Whatever the year has held
for you, as it closes out, now is the time to
reflect in anticipation of our next chapter.
Itis time to clean the yard and get our-
selves and the yard organized once again.

Tackling Pain Points

For those who continue to lead the way
for responsible recyclers, how do you do
it? How can we manage time and projects
well enough to ensure we are not com-
promising our operations and policies
in exchange for meeting sales & inven-
tory targets? Do we slow down, putting
operations over orders? Or do we make
additional time or take on additional help,
if that is available, to help us avoid falling
behind in any of these processes?

However you choose to do it, perhaps
the best method to combat these pain
points is to expect and plan for their
impact. By making cleaning, purging,
restructuring, and organizing the yard
a cornerstone and consistent part of our
daily routines, we can help eliminate the
pileup. We can transition from playing

catch-up and dealing with backlogs of
housekeeping projects to creating a new
game plan that positions us for organized,
profitable success.

Organization for Optimization

So what does this type of clean-up
involve, and how does yard organization
help optimize our processes? That loaded
question can be countered by defining
what type of yard you have. What is the
layout of your auto recycling operation?
Are you a self-service or full-service yard?
And are your vehicles dismantled, used
for rotating storage, or do you have more
parts and buildings than you have actual
vehicles? Understanding how you operate
will give you further insight into your
own operation’s choke points and chal-
lenges. If we combine this with the roots
of why clutter, damage, dishevelment,
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or disorganization come into existence,
it can help pinpoint the resources and
recourse needed to aid our problem-solv-
ing methods.

So, given your dynamic and the logis-
tical challenges you face, what does yard
cleaning mean to you? And why must yard
organization be prioritized to improve
the effectiveness and efficiency of your
operations’ flow?

The idea of cleaning up the yardisa
definite recurring burden we all face. But
we know a yard’s layout and the strength
of its strategy can go hand in hand with
how well we clean it and maintain it. If
we do not implement a program to keep
our setting and storage clean and orga-
nized, we begin to allow overcrowding,
damage, and inaccurate inventory. These
consequences we have all seen and may
have suffered. Usually, this results in
unsafe, littered conditions, which are
always unacceptable for a multitude of

Brian Bachand is a second generation auto recycler, who helps own and operate Westover Auto Salvage in Belchertown, MA. He is on the Board of Directors
for the Auto Recyclers Association of MA and a proud ARA Member. Brian has a Bachelor’s Degree in Accounting and paired with almost 25 years of auto

recycling experience, will continue to implement ARA Advocacy for being a leader in the auto industry.
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reasons. Safety must always come first,
and whether you run a U Pull It or your
staff pulls all the parts, we cannot risk
anyone getting hurt. That means proper
and compliant storage.

So, how we store our vehicles and parts,
down to how we keep these storage areas
clean, organized, and safe, will always
serve the ultimate purpose of keeping
everyone safe.

Balancing Act

How vehicles are being stored at each
facility is a dynamic that must be ana-
lyzed to see what works best for each
of us. Finding that balance between
optimizing space, guaranteeing inventory
control, and ensuring efficient opera-
tional flow is quintessential. We can not
have our team spending all day trying to
find a car or handling any vehicle more
than absolutely necessary. The same goes
for the parts on our shelves and racks.
Vehicle Storage layout, organization,
and accessibility can be determined by
several factors. Such things that dictate
the latter include the length of the forks
on our loaders.

Are we picking vehicles up from the
side or the long way? The other constraint
is the total available space for vehicle
storage and how much of that is allotted
to each vehicle section. What does the
terrain look like, and does the topography
of the yard play a role in where and how
we set our vehicles up? Think in terms
of runoff, such as where water pools.
How much space does each section have,
and are there rutted or rugged roadways
that are traversed? Does it make sense to
keep bigger or smaller vehicles closer or
farther from our buildings or perimeters?
And then there is the million-dollar ques-
tion of EVs and Hybrids. How and where
do we store them, especially when they
are new arrivals awaiting depollution and
deactivation? Store your vehicles safely
and wisely.

Optimizing Space in #1

The bottom line is we
need all the space we can
get, and how we utilize and
optimize it has the biggest
impact on our ability to
operate efficiently and
effectively. Optimizing
this space is integral to
how we facilitate the
flow of our operations. These factors
determine whether we have high or low
workload rows of vehicles. Limited space
tends to lead to higher inventory damage,
overcrowding, and high workloads
(Moving multiple vehicles to reach the one
you need). More space gives us a better
opportunity to work and to remain clean
and organized. So start figuring out how
to create more space and continue rotat-
ing vehicles in and around it. Whether it
is adjusting the timeline of your vehicles
throughout their life cycle at your facility,
or going so far as to create additional
actual space. This could look like any-
thing from rearranging and restructur-
ing, to rezoning or adding additional land
space for vehicle and part storage.

So when looking into organizing our
yards, we should all have at least a general
idea of what the flow chart and numbers
look like for the life cycle of vehicles
moving through our facility. This includes
knowing and understanding the numbers
and variables behind the following: how
many vehicles do we buy a month, how
many do we process/dismantle/put into
storage, how long do they stay in storage/
inventory and how often and how many
vehicles do we crush, and when do we
send them out. Understanding the life
cycle of your vehicles and the flow chart
that maps these logistics can help you
with yard organization and planning
for the inevitable cogs in this wheel. Log
jams, disorder, and inefficiencies create
these chokepoints within the flow. Unex-
pected increases in purchased vehicles,
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inventory backlogs, and the crush car
market downswings are the more fre-
quent variables that become limitations
on help and resources.

Storage Factors Into Quality

Once we have determined our real-time
available space given our limitations, how
can we then optimize the organization
of this presumed grid? Are we setting up
cars by an inventory number section,
or are we grouping them by make and
model? Do they have wheels on them,
or are they welding wheels or cutting
railroad ties? The types of vehicles you
are storing, and their condition, may also
factor into how we set up our vehicles
and how we navigate the flow of vehicles
throughout the storage area. If we are
not strategizing the most optimal output
given this data, we will continuously run
into future problems that will compro-
mise inventory control, sales numbers,
and environmental compliance.

Our commitment to “no surprises upon
delivery” is a credo that must definitively
define our dismantling. Once our parts
are inventoried, it is paramount that we
keep them in the same conditions in
which they were inventoried. Having a
transparent, highly accurate inventory,
teamed with correct ARA Damage Codes,
quality descriptions, and pictures, is the
major driver of our sales. If improper
spacing or storage is causing continuous
damage to the vehicles and surrounding
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vehicles, or if we are amass-

ing yard damage from our

forks, then we are just throwing money
away and wasting time.

Do not let laziness or lack of foresight
continue to damage your goods. This is
why accountability matters. And why
vehicle spacing, storage, and the cleanli-
ness of each vehicle’s area is something
that may seem underrated, butis an
absolute necessity.

Controlling the Controllables
Control and efficiency are what move
us forward. The way to maintain this is to

be proactive in problem-solving the yard
issues that arise within our operations. So
if we are talking money, think of all the
money that could potentially be lying on
the ground or being thrown away. Think
of the money saved with proper yard orga-
nization, and think of the found money
from keeping it clean. Where do you want
to see your money go and make it happen!
The parts that tend to pile between
vehicles all have value. Reuse and recycle
people! This is huge for accurate inven-
tory reporting. Making sure parts from
jobs or people are not finding their way
onto the ground or in a direction that
could lead to damage, or worse, MIA.
However, we all know this has always
been an issue with anything less than a
complete dismantling of the vehicle. The
way to capitalize on this recurring prob-
lem is to spearhead it.
Put protocols and people in a place

to deal with it. That means dismantling
further and thinking ahead. Start by
taking off straggling viable and junk parts
and putting them on the shelf or finding

~ 6 J1 svBRIANBACHAND AUTOMOTIVE RECYCLING

NOVAK AUTO PARTS

The idea of cleaning up the yard is a
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a core or scrap outlet for
them. The parts that fall off
or get thrown to the wayside need to be
picked up. This cleaning and picking up
should be part of our monthly, if not daily,
processes. Whether we reallocate help or
hire more, or empower our team to work
together to make this possible, it is a must.
We must make sure we are picking up the
parts, junk, and debris. Not only are we
ensuring our people’s safety, but also the
safety of our vehicles and parts.
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Sorting and Evaluating

With this act, we can sort through
this free and found money and recycle
the rest. Curtailing the volume of this
happening through protocol gives us the
opportunity to access an untapped reve-
nue stream that can strengthen our most
viable and profitable ones. Parts, metal,
junk, or debris. Scrap it, core it, or see if it
meets the acceptable weight for our crush
cars. All of the clutter and debris that
becomes scattered or littered about our
operations has value. It is time to capital-
ize on this conundrum.

The need to stay clean and organized
is imperative moving forward. From our
operations to each yard’s brand and on to
strengthening the image and reputation
of the industry at large. Making time to
clean up and catch up is not only about
safety and inventory control, but it is also
about doing our part to remain environ-
mentally conscious and compliant.

Stand Out as Stellar

For those out there not ARA Certified
Auto Recyclers (CAR), Iwould think now
would be an excellent time to review this

- definite recurring burden we all face. But
we know a yard’s layout and the strength
of its strategy can go hand in hand with
how well we clean it and maintain it.

advantageous accolade. This certification
contains a key part of the protocol to help
you stay clean and organized. This audit
and accountability of your operations are
not only manageable and achievable, but
their regulation can also promote and
motivate your business to reach the next
level. Not only are we creating cleaner,
better-organized operational flows, but
we are doing so with a bigger, greener
picture in mind.

As we review the merit and the math
behind cleaning and organizing the yard,
we are forced to ask ourselves the how
and why. The why seems to be simple.
The debris on the ground is money.

Pick up the money and cash it in. Turn
this problem into an all-encompassing,
profitable solution. One that not only
cleans the roadways and rows, but also
strengthens our organization, inventory
control, and operational flow. How this
cleaning up and organization, and maybe
even your reorganization, looks depends
on how you operate. Aerial views of other
auto recyclers’ facilities are just as useful
as reaching out to an ARA Mentor or
connecting with another ARA member to
bounce ideas around.

There is no one-size-fits-all solution
for the problems that drive the need for
cleanliness and organization. But these
potentially profitable and prospective
principles, when examined and imple-
mented, can be the catalysts that inspire
reason to make more green while keeping
it clean.

As auto recyclers know better than
most, “Stay committed to your decisions,
but stay flexible in your approach,” says
motivational guru Tony Robbins. T8






) BY LISA SAMUEL

AUTOMOTIVE RECYCLING

Smart Operational Moves
Auto Recyclers Must

Make Going Into 202

he auto recycling industry is
heading into 2026 with strong
demand—and very little
margin for error.

Remote buyers are up.
Card-not-present (CNP) transactions are
now routine. Disputes are no longer rare
events. Labor remains tight. Fraud is no
longer an edge case—it’s a predictable
cost of doing business.

Across the broader payments ecosys-
tem, more than 70% of all card fraud
now occurs in card-not-present trans-
actions, and global CNP fraud losses
are projected to reach nearly $30 billion
annually by 2026. Auto recyclers selling
high-ticket parts remotely are directly
exposed to this shift.

The yards that win in 2026 won't just
sell more parts. They’ll protect reve-
nue, reduce risk, and run disciplined
operations.

Here’s where smart recyclers are
focusing now.

1. Stop Treating Fraud
Like Bad Luck

Fraud is not random.

High-ticket parts, remote buyers,
delayed fulfillment, and digital pay-
ments create opportunity—and bad
actors know it. Engines, transmissions,
and electronics are frequent targets
not because recyclers are careless, but
because transaction values are high and
timelines are long.

Industry data shows that chargeback
volume is expected to grow by more
than 40% between 2023 and 2026, driven
largely by remote purchases and CNP
disputes.

Fraud prevention going into 2026
isn’t optional and it isn’t “extra.”
It’s revenue protection.

Strong fraud controls allow recy-
clers to approve higher-ticket sales
with confidence, reduce processor
scrutiny, spend less time fighting dis-
putes, and protect long-term processing
relationships.

Hope is not a control. If fraud preven-
tion today is informal or inconsistent, it
will cost you tomorrow.

2. What Recyclers Are
Seeing on the Ground

While industry-wide fraud statistics
specific to auto recycling remain lim-
ited, operational patterns across a broad
range of recyclers selling parts remotely
show a clear trend: card-not-present
transactions now represent a grow-
ing share of overall sales, and dispute
volume is rising alongside them.

In many cases, recyclers report
double-digit increases in disputes year
over year, driven less by stolen cards
and more by authorization claims,
misunderstandings, or frustration tied
to remote transactions. Disputes are
no longer rare exceptions—they are a
routine operational risk.

3. Capture Proof at the Moment

of Payment—Not After

Most disputes aren’t lost because the
recycler is wrong. They’re lost because
proof wasn’t captured when it mattered.

Too many teams waste hours playing
detective—digging through emails,
texts, call logs, and screenshots—
instead of ensuring the transaction
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itself proves who the buyer was and
what they agreed to.
What matters is being able to prove:
 The cardholder participated in the
transaction
 The customer knew exactly what
they were buying
« Pricing, terms, and policies were
clearly presented and accepted
If you can’t prove the customer knew
what they were paying for and agreed
to your terms and conditions, you are at
risk—even if the part shipped, arrived,
or was used.

4. Create Clear Accountability
for Every Transaction

Disputes thrive in gray areas.

When transaction records, documen-
tation, and customer communication
are fragmented, accountability disap-
pears. Staff spend time reconstructing
events instead of responding with
confidence.

Strong operations ensure every sale
has a clear transaction record, support-
ing documentation tied to that record,
and a consistent version of what was
promised.

This isn’t about more tools. It’s about
operational discipline.

If a transaction can’t be clearly
explained in minutes, it’s vulnerable.

Lisa Samuel is the founder of PayBuddy™ - the architecture and support behind leading industry integrations - and Sabhi™, two platforms built to serve

the real-world needs of the recycled partsindustry. With deep integrations into leading Yard Management Systems, she works with recyclers across North
America to streamline operations, reduce fraud, and scale smarter through technology. Lisa is passionate about empowering yards to take back control from
disconnected tools - and helping them thrive in a digital-first world.
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5. Replace Tribal Knowledge

With Guided Workflows

Most operational failures don’t
happen because employees don't care.
They happen because processes live in
people’s heads. Manual workflows rely
on memory and experience. They break
when someone is out, volume spikes, or
a new hire steps in.

Guided workflows enforce required
steps, standardize how remote buyers
are handled, reduce missed documen-
tation, and create consistent handoffs
across teams.

If your best employee is out tomorrow
and things fall apart, the workflow—not
the employee—is the risk.

6. Design for Smaller,

More Capable Teams

Labor remains tight, and replacing
experienced staff is costly.

The solution isn’t more headcount. It’s
simpler, repeatable operations.

AUTOMOTIVE RECYCLING

Al works best on high-volume, repeatable,
rules-driven tasks that demand consistency

more than judgment.

Well-designed systems shorten
training time, reduce errors, improve
consistency, and allow teams to handle
more volume safely as risk increases.

7. A Reality Check on Al

Going Into 2026

Artificial intelligence is dominating
industry conversations—and much of that
conversation is disconnected from reality.

Alis not a replacement for good oper-
ations. It does not fix broken processes.
And it does not remove risk on its own.

AT works best on high-volume, repeat-
able, rules-driven tasks that demand
consistency more than judgment. It
adds value only after strong fundamen-
tals are in place.

Al is not a strategy. It is a tool—and
tools only work when the foundation is
solid.

The Reality Going Into 2026

Demand for recycled parts remains
strong. But tolerance for operational
mistakes is shrinking.

With CNP transactions and dispute
volumes climbing year over year, recy-
clers who invest now in fraud protec-
tion, clear accountability, disciplined
workflows, and realistic use of technol-
ogy will enter 2026 with fewer surprises
and stronger margins.

The future belongs to yards that run
like modern commerce businesses—
not just parts sellers. T
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the Perfect

EV Dismantling Ba

Best Practices for the Modern Recycler

s electric and hybrid

vehicle volumes grow,

forward-thinking recy-

clers are redesigning their

facilities to safely and effi-
ciently process high-voltage machines.
Setting up a dedicated EV dismantling
bay isn’t just good practice—it’s becom-
ing essential. With the right layout,
tools, and protocols, recyclers can pro-
tect staff, recover more value, and stay
ahead of regulatory pressures.

A Dedicated Space for
High-Voltage Work

The first rule of EV dismantling
is simple: isolation.

Leading facilities now designate a
controlled, clearly marked area exclu-
sively for electric vehicles. Access is
restricted to trained staff—typically
those with Level 3 or higher high-volt-
age competency. Bright, unmistakable
signage alerts workers to the hazards,
while floor markings guide safe move-
ment and define the working envelope
around the vehicle.

This separation not only prevents
accidental exposure to high-voltage
components but also creates a profes-
sional environment that supports safe
workflow.

Modern EVs Introduce Unique
Risks—Especially Their lithium-ion
batteries

Well-designed bays avoid confined
spaces, relying on effective ventilation

or targeted extraction systems that
disperse heat and fumes should a
battery enter thermal distress. The
environment must also remain dry,
uncluttered, and temperature-stable—
conditions that reduce hazards while
making technicians’ work easier and
more consistent.

A well-organized bay gives technicians
room to work. Vehicles should be placed
so all sides are accessible, with non-con-
ductive flooring where practical. Clear
access to the 12V system, service con-
nectors, isolation points, HV Battery,
and charge ports ensures technicians
can quickly secure the vehicle before
dismantling begins.

Every EV dismantling bay needs its own
toolkit: 1000V-rated insulated tools, elec-
trical test equipment, class-appropriate
PPE, and high-voltage gloves. Keep-
ing these tools in a dedicated, locked

cabinet prevents misuse and maintains
a professional standard.

Fire safety is being redefined in the age
of EV recycling: Lithium-ion fire blankets
sized for vehicles, traditional extin-
guishers, and readily accessible water
supplies form the core of a modern
safety setup. Many operators now
supplement this with infrared cameras
to spot battery hot spots early. A single
emergency stop switch that kills power
to the bay rounds out the critical safety
infrastructure. Clear, visible emergency
procedures remind staff what to do
when seconds matter.

EV Batteries Demand Their Own
Secure Area, Once Removed

This storage zone should be cool, venti-
lated, and physically separated. Undam-
aged batteries sit on insulated pallets or
shelves, while suspect or compromised

Andy Latham is Managing Director of Salvage Wire. His desire is to highlight the professionalism in the vehicle recycling industry, increase knowledge and
understanding, and keep everyone safe, ethical and profitable. Book your complimentary one-hour consultation today at www.salvageinsight.co.uk.

ISTOCKPHOTO/EMIRHAN KARAMUK



TOOLBOX EDITION

units are housed in fire-resistant
containers. Temperature monitoring,
appropriate spacing, and clear labeling
help minimize risks and support simple,
repeatable inspection routines.

Top-tier recyclers rely on robust
Standard Operating Procedures: They
guide every step of the dismantling
process—from initial identification
through isolation, testing, removal, and
storage. Laminated posters in the bay
help ensure consistency and reduce
the chance of shortcuts. These clear
procedures also help new technicians
learn faster and make operations easier
to audit or certify.

Modern dismantling bays are increas-
ingly digital: Tablets or wall-mounted
monitors provide quick access to
OEM emergency response guides and
high-voltage component diagrams. This
reduces guesswork and ensures that
technicians proceed based on accurate,
manufacturer-approved information.

Well-designed bays
avoid confined spaces,
relying on effective
ventilation or targeted
extraction systems
that disperse heat and
fumes should a battery
enter thermal distress.

The best EV bays maintain order:
Dedicated benches for high-voltage
components, shelves divided into
“safe parts” and “quarantine,” and
tool shadow boards help technicians
work methodically. Some facilities
incorporate barcode or RFID track-
ing to simplify part identification and
inventory control. The result: smoother

13

workflows, fewer errors, and a more
professional operation.

As regulations evolve, recyclers must
stay ahead of requirements: These are for
hazardous waste handling, fire protec-
tion, environmental management, and
high-voltage safety. A properly designed
EV bay makes compliance easier,
improves insurer confidence, and pro-
tects long-term business viability.

Setting up a dedicated EV dismantling
bay requires investment, planning, and
a clear understanding of modern risks.
But the payoff is enormous: safer staff,
smoother operations, fewer incidents,
and a facility ready for the accelerating
shift toward electric mobility.

Salvage Wire can assist all vehicle
dismantlers and recyclers in building
their processes, equipping their shops,
and training their staff. Recyclers who
embrace these best practices aren’t
just keeping up—they’re leading the
charge. TB




The Real Cost of Turnover
in Automotive Recycling.
t's Not Just Labor.

It’s Knowledge, Safety,
and Trust.
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very automotive recycler
understands costs inti-
mately. You track scrap
prices, core values, inven-

tory turns, freight, and mar-
gins down to the penny. But there’s one

cost that rarely shows up cleanly on a
spreadsheet yet quietly drains
profit every single year:
employee turnover.

When someone leaves
your yard, it’s not just a
vacant position. It’s the
dismantler who knew where
the tricky fasteners were hiding.

The counter person who could spot

a mismatched part number before it
became a return. The yard employee
who understood your flow, your safety
shortcuts, and your customers’ expec-
tations without needing to be told.

That knowledge doesn’t transfer
neatly to the next hire. It walks out the
gate with them.

Here’s what I've learned after years
of working with industrial and skilled-
trades operations: most turnover in
automotive recycling isn’t caused by

 §

the work itself. This industry is
physical, dirty, and demanding;

people know that when they apply.
What pushes them to leave is what
happens around the work: how they’re
treated, whether they’re heard, and
whether they feel respected when
things get tough.

Turnover isn’t a staffing problem.

It’s a leadership and culture problem.

The Hidden Costs Recyclers
Feel Every Day

Let me walk you through what
turnover really costs an automotive
recycling operation, because I see
these patterns play out consistently.

N4

Lost productivity hits first. New hires
take weeks, sometimes months, to reach
full speed. During that ramp-up period,
mistakes happen. Wrong pulls. Missed
parts. Safety near-misses. And that slows
everyone else down because experienced
employees have to stop what they’re
doing to help, correct, or clean up.

Then there’s safety risk. I can’t over-
state this one. Experienced employ-
ees know the hazards instinctively.
They know which stacks shift, which
fluids spill, and where complacency
creeps in. New people, even with solid
training, are far more likely to get hurt
or cause damage simply because they
haven’t yet developed that sixth sense.

Lisa Ryan, MBA, CSP, helps leaders in manufacturing, construction, and skilled trades keep their best people by creating workplaces where employees feel
valued, connected, and inspired to stay. Her signature framework, The Six Gears of Grategy®, turns gratitude from a feel-good idea into a practical retention
strategy that works. Learn more at www.LisaRyanSpeaks.com.
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Customer impact is another big one.
When experienced counter staff leave,
customers feel it immediately. Service
slows down. Errors increase. Trust
erodes. In an industry built on repeat
business and word-of-mouth reputa-
tion, that erosion matters more than
most people realize.

And finally, there’s morale. When
good people leave, the ones who stay
start asking quiet questions: “Why
did they go? What do they know that
I don’t? Am I next?” That uncertainty
spreads faster than any policy change
you could implement.

Here’s the brutal truth: turnover
compounds itself. Each departure
makes the next one more likely.

Why Pay and Policies
Aren’t Enough

I often hear owners say they’ve
raised wages or tightened up their
policies to reduce turnover. Those
things help, don’t get me wrong.
Competitive pay matters. Clear
expectations matter. But they don’t
solve the deeper issue.

Raising wages temporarily fills the
gap, but it doesn’t build loyalty. Tight-
ening rules might improve consistency,
but it rarely creates commitment. Post-
ing more job ads fills seats, but it doesn’t
fill them with people who want to stay.

People stay where they feel valued,
not just paid.

That’s where leadership habits
make all the difference. I've seen this
pattern repeat itself across dozens
of operations: companies with lower
turnover practice consistent, everyday
behaviors that build trust and pride.
Not programs or initiatives that launch
with fanfare and fade after six months.
Habits. The small, unglamorous things
leaders do every single day.

Where Retention Really Starts
Retention begins with how you show
up on ordinary days, not just during
crises or company meetings.
When something goes wrong in
the yard, and something always goes
wrong, how do you respond? Do your
people see frustration and blame, or

calm problem-solving? Your reaction
in those moments becomes the model
everyone else follows. If you point
fingers when mistakes happen, guess
what your supervisors will do?

Do you notice good work, or only mis-
takes? Automotive recycling moves fast.
Parts need to fly out the door. It’s easy to
assume people “already know” they’re
doing a good job because you haven’t
said otherwise. But they don’t know.
Silence gets interpreted as indifference,
and indifference kills motivation.

Do your people feel comfortable
speaking up about problems, inefficien-
cies, or safety concerns? Most employ-
ees don'’t leave after one bad day. They
leave after months of feeling unheard,
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your mood or the pressure of the
moment, trust builds. When you admit
your own mistakes and follow through
on commitments, your credibility
grows exponentially.

Accountability done right doesn’t drive
people away. It gives them confidence in
the operation and in you as a leader.

The Legacy Problem

There’s another cost of turnover that
doesn’t get discussed much, but I think
it’s one of the most significant: the loss
of legacy and institutional knowledge.

Automotive recycling is built on
experience. Much of what makes a yard
efficient and profitable lives in people’s
heads, not in manuals or standard

“ Automotive recycling is built on experience. ...
It’s the dismantler who knows the quirks of specific
makes and models. It’s the yard manager who

can predict inventory needs based on seasonal
patterns. When experienced employees leave,

that knowledge disappears. ”

of raising issues that disappear into
the void with no acknowledgment or
action.

These things aren’t “soft skills.”
They’re operational fundamentals that
directly impact your bottom line.

Accountability Without Fear
One misconception I run into
frequently is that appreciation and
accountability are somehow opposites,
that if you're too supportive, standards
will slip, or if you hold the line on expec-
tations, people will feel beaten down.
That’s false. They work together.
Strong automotive recycling opera-
tions have crystal-clear expectations.
Safety standards matter. Accuracy
matters. Showing up on time matters.
Accountability keeps standards high
and protects everyone in the yard.
But accountability works best when
it’s consistent and fair. When people
know the rules won'’t shift based on

operating procedures. It’s the counter
person who remembers that certain
customers only want OEM parts. It’s
the dismantler who knows the quirks of
specific makes and models. It’s the yard
manager who can predict inventory
needs based on seasonal patterns.
When experienced employees leave,
that knowledge disappears. Training
becomes harder because there’s no one
left who truly knows the ropes. Consis-
tency drops. Culture thins out. You're
essentially starting over, and each time
you do, you lose a little more of what
made your operation run smoothly.

What You Can Do
Starting Tomorrow

The businesses that thrive long-term
aren’t just the ones with sound sys-
tems, though systems matter. They're
the ones that keep their people long
enough to pass knowledge down to the
next generation of employees.
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Here’s the good news: you don’t need
a big new initiative or a consultant

engagement to start reducing turnover.

You need better daily habits.

Start with these:

Acknowledge effort, not just results.
Notice when someone stays late to help
ateammate or takes extracareona
tricky pull. Those moments deserve
recognition.

Ask your team what slows them
down, then actually listen. Don’t just
collect complaints in a suggestion box.
Have real conversations. And when
someone brings you a legitimate issue,
do something about it.

Close the loop. When concerns are
raised, follow up. Even if you can’t fix
the problem immediately, let people
know you heard them and what you're
doing about it. Radio silence breeds
cynicism.

Recognize good work publicly when
it's appropriate. Some people prefer
private acknowledgment, but many
appreciate being recognized in front of
their peers. Learn what matters to each
person.

Follow through on what you promise,
every single time. Nothing destroys
trust faster than broken commitments.
If you say you’ll look into something or
make a change, do it. Your word is your
credibility.

These actions cost nothing. They
take minutes a day. But they change
everything about how people experi-
ence working for you.

Why This Matters Now

Margins in this industry are tight.
Good people are genuinely hard to find
and harder to keep. Training takes time
and money you don’t always have to

17

spare. You simply cannot afford con-
stant turnover.

When employees feel respected,
trusted, and valued, they stay. They
work more safely. They take owner-
ship of problems instead of waiting
for someone else to solve them. They
protect your reputation with custom-
ers. They help you build a business that
lasts beyond the next quarterly report.

Turnover isn’t inevitable. It’s a signal,
a signal that something in your culture
or leadership approach isn’t working.
And when you respond to that signal
intentionally, with consistent daily
habits that show people they matter,
you don’t just reduce churn.

You build continuity. You build pride.
You build legacy.

And in an industry where knowledge
and relationships are everything, that’s
how you win long-term. T8
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Lessons from Coca-Cola

oes anyone remember the
“cola wars?” Maybe I am
dating myself, but at
one time, it was hard
to believe that two

enormous companies (Coca-

Cola and Pepsi) spent so much

money and energy competing

with each other that their

marketing campaigns were

enough to actually change

an entire culture. If you were

around for the 80s and 90s, you

might remember it. Compe-

tition between the soft drink

giants was fierce, and they tried

anything and everything to beat

each other for market share.

At some point, Coca-Cola, which
already enjoyed a much bigger slice of
the market, decided to do the unthink-
able: change its recipe. They tried to
make it better.

Coca-Cola famously changed its
recipe with the disastrous launch of
“New Coke” on April 23, 1985, a sweeter,
smoother version that sparked massive
consumer backlash, leading to the rapid
reintroduction of the original formula
as Coca-Cola Classic just 79 days later
because people hated it.

People didn’t necessarily dislike it
because it was bad, but because the
flavor they had enjoyed for almost a cen-
tury had changed. Now I am sure that it
seemed like a good idea at the time, but
very quickly it became obvious that the
time-tested recipe, the formula that had
created the success they had achieved,
had stood the test of time, and nobody
wanted to see it change.

I really wonder whether we, as auto
recyclers, may face a similar situa-
tion. Not that we are so cutthroat that
we would make desperate business
decisions to one-up a competitor, but
that we run the risk of changing the
“recipe” that has brought us success in
the name of progress or improvement.
But I have been thinking a lot about
this as we navigate advances in technol-
ogy, changing consumer preferences,
and changes in the political landscape
that affect our business. Let’s take a
minute to look at this.

One of the topics that is front and
center as we enter the new year is Al
It is everywhere we look, and clear is
here to stay. Should we rush to imple-
ment this into our business as much as

possible? Should we reject it com-
pletely? Is it going to be more
complicated than it seems, or
less? The answer is simple:
I don’t know. Chances are,
neither do you. Not many
of us in this indus-
try have ever let the
unknown keep us from
success yet, and we will
not start now.
There are compa-
nies that have tools for
pricing and bidding on
salvage. There are appli-
cations that will improve
your inventory pictures,
help you prioritize your tasks,
and even answer your phones.
The list seems to go on and on. Is
this good?

I am inclined to think it could be, if
done well. The pros are the consistency
that an automated process can provide,
as well as the reliability we come to
expect. (Itis as good as our internet
connection and hardware anyway.) The
cons are that we may cause problems
due to incorrect settings, incorrect
data, and, most importantly, that if we
become dependent on the technology,
we will lose the “feel” for the business.
Knowing something is off because
you are in tune with your operation is
vitally important.

If you don’t believe that, think back
to when you put a portion of your oper-
ation into the hands of a manager and
then walked away for a year or more
without ever checking how they were
doing. I would be surprised if any of

Jake Nawrocki, with sister Katy Joles, own and operate Rocki Top Auto Recyclers in Glen Flora, Wisconsin. The company was formed in 1988, and Jake
and Katy took over operations in 2009. Since that time, they have been working both in and on the company, in a region that is economically challenged.

“Our goal is to make Rocki Top Auto a destination.” Contact Jake at 715-322-5774 or rockitopauto.com.
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One of the topics that is front and center as we enter
the new year is Al It is everywhere we look, and clear
is here to stay. Should we rush to implement this into
our business as much as possible? Should we reject it
completely?

us has ever
done that, and
for good rea-
sons. As leaders in
our companies, that is
our responsibility. I am concerned that
if we become dependent on AI, we will
lose that skill to a degree.
There is also the socio-economic
aspect. While we may use technol-
ogy to improve customer service and
profit margins, we do have to consider
that we may be eliminating positions
that could otherwise have supported

families and our communities directly.
Of course, the struggle to fill positions
with the right people is the counter to
that, but it should still be considered,
Ithink. As business owners, we have a
real privilege in what we can do for our
communities.

So, as we navigate all this, let’s make
sure we don’t completely overhaul and
end up doing something our customers
hate or haven’t even asked for.

Let’s not change the recipe if it has
driven a large share of your market to
you and made your customers love you.

Don’t mess with that. On the other
hand, maybe we can identify an ingre-
dient in our “recipe” that is outdated,
unnecessary, unsafe, or unhealthy.
While we protect what has gotten us to
where we are, let us also identify what
could make us better by removing it or
changing it.

I am so grateful to be part of an
industry that is always doing this, and
I am grateful to all those in it who have
helped me along the way. Let’s start the
new year off working together to get
even better! TB
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Shannon Nordstrom
Becomes President of the
Automotive Recyclers Association

rofessional automotive but we will do our best and we will all
recycler Shannon Nordstrom continue to grow and learn together. My
of Nordstrom Automotive in experience of my journey will be used
Garretson, South Dakota was to help lead the Executive Committee as
recently welcomed as the we work together for the best interest
new President of the Automotive Recy- of our members and the industry. I am
clers Association (ARA). Nordstrom prepared and ready to lead ARA for the
was formally confirmed as President next year.”
on October 17, 2025, during the Asso- Shannon is the Vice President and
ciation’s 82nd Annual Convention and General Manager of Nordstrom’s Auto-
Exposition in Birmingham, Alabama. motive Inc. He and his wife Tamie are
Nordstrom has been an active ARA the owners of the operation that has 80
volunteer for many years in his employees. Nordstrom’s has different
capacity as Chair of the Certification divisions including Full-Service Auto-
Committee and has served on ARA’s motive Recycling, Ewe Pullet Self-Ser-
Executive Committee since 2022. vice Used Auto Parts, Nordstrom’s
“I stand here tonight as one of you, Repairables, and Nordstrom’s Installa-
a proud automotive recycler,” said tion and Diagnostic Center.
Nordstrom in his first remarks as Nordstrom’s unexpected business
Association President. “I am someone was born on their family’s rural dairy
that has benefited from being part of the ARA community farm by Art and Marie Nordstrom, Shannon’s parents, who
since attending my first Convention in Denver in 1996. My were in attendance in Birmingham as their son began his
experience of growing our business with the help of many, tenure as Association President. The business was started
some that are in this very room tonight, inspires me to lead from the necessity to survive and guided by their family’s
and give back to the industry that I love. We are not perfect, hard work and newfound faith. Shannon joined his parents

full-time in 1988 with five employees.
Working together, they have been able
to learn and reach new goals every year.
The business is located on the same land
today and has grown to be a nation-

ally recognized Certified Automotive
Recycler.

Nordstrom’s Automotive, Inc. has
been members of ARA since 1983 and
Shannon has been Chair of the ARA Cer-
tification Committee since 2002. Nord-
strom’s is also a member of URG and a
proud member of Team PRP. Shannon
is one of the founders of the Nationally
Syndicated “Under the Hood Show with
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the Motor Medics” show on Radio, Podcast and just recently
adding video on YouTube. Nordstrom’s was the ARA CAR
Star award winner in 2018 and Shannon has twice been
recognized as ARA Member of the Year in 2015 and 2021.

“We started our improvements at Nordstrom’s Automotive
Inc. with the ARA Certification Program (CAR), and that’s
why I'm so passionate about it,” says Nordstrom. “My parents,
Tamie, and I, working alongside our dynamic team, have
transformed our small recycling junkyard built within the
family dairy farm, in the middle of nowhere, into one of the
more advanced facilities in the country. We utilized our rela-
tionships with ARA peers and mentors, as well as the knowl-
edge gained from the events. I did not do all this without ARA,
and I respect that, and I want to pay it forward.”

Nordstrom is helping to spearhead a new certification that
is a joint effort between ARA and URG. “ARA and URG are
working together on a quality assurance program to improve
upon the retiring ARA Gold Seal Program. Before the conven-
tion, we had our first marketing meeting for the new pro-
gram. It’s not officially named yet. The CAR Program signifies
that a facility has its brick-and-mortar in order, including
approaches to environmental responsibility, safety, curbside
appeal, licensing, insurance, etc.

This new, improved program is merging the best of the ARA
Gold Seal Program, URG’s standards, and ISO 7000/8000/9000
quality programs. We are now prototyping and seeking our
first members to walk through it with us. It is going to open
doors when it is released.

“I'm excited to take it to the next level, and with the com-
bined efforts of ARA and URG we will make sure to include all
the right elements. The vision for the program is to stay ahead
of potential trouble spots that could impede our members’
businesses.”

“Shannon’s passion and enthusiasm for the professional
automotive recycling industry is contagious,” said ARA Exec-
utive Director, Vince Edivan. “He is a born leader with the
skills to bring the best out of any team. He is diplomatic, opti-
mistic, and generous with his time and energy. I look forward
to having him at the helm of ARA and am excited about what
we will accomplish together over the next year.” TB
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One Team
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Left: ARA President Eric Wilbert
addresses attendees at the
ARA Awards Dinner.

Above: ARA Certification
Member of the Year—U-Pull-It
Auto Parts, Inc. (Pasco, WA)

The power of teamwork was celebrated as ARA gathered auto recyclers from across the globe
in Birmingham, Alabama, to celebrate that every member matters toward industry success.

he ARA 82nd Annual Convention

& Expo leveraged the Alabama’s

deep roots in sports at all levels,

particularly as the headquarters of

the Southeastern Conference (SEC).
This inspired the convention theme, “Game On,
Winning Together.”

Over 700 attendees, with 90+ exhibiting com-
panies, enjoyed ARA committee meetings, two
keynotes, three days of exposition hours, four
social gatherings, and over 35 sessions in which
auto recyclers learned about AI and customer
service, employee retention, accounting, self-ser-
vice insights, leadership, and more. Tech Talks
from Car-Part, Hollander, Power DB/eBay, URG,
Auto Value Al, EZ-Suite, VIN Match Pro, and
Buddy Automotive brought next-level data to
improve day-to-day operations for tech users.

Retaining Your People

After ARA’s Committee Meetings—which
are open to all attendees—and prior to the
President’s Reception and Exposition Ribbon
Cutting, always a highlight, Keynote Lisa Ryan
spoke about Revving Up Retention: Keeping
Your Best People from Becoming Someone
Else’s. She spent the hour emphasizing the
importance of creating a positive workplace
culture to retain employees. Gallup’s research
shows that employees need recognition and
praise every 7 days to feel valued, akinto a
dopamine hit, and that this is a key factor
in maintaining employee motivation and
satisfaction.

Ryan advocates for ‘stay interviews’ to understand what
keeps employees and suggests proactive measures to improve
retention. In an average company, Gallup noted that 30% of
employees are actively engaged, 20% are disengaged, and 50%
are neither engaged nor disengaged. The 50% is where there

Lifetime Achievement
Member—Bill Tolpa

President’s Award—
Lance Thomas

ARA Member of the Year—
Amber Kendrick

is room for improvement, and stay interviews
can help determine how to positively engage
the 50%. She also notes:

« Employees are more likely to stay if they
have a close relationship with a colleague.

« The dopamine effect is highlighted as a key
factor in maintaining employee motivation
and satisfaction.

+ Engaging employees includes lunch-and-
learns, training sessions, and interactive
exhibits.

+ The goal is to provide employees with the
tools they need to become rock stars within the
organization, and celebrate the unsung heroes
of the business. The importance of listening
to employees and providing opportunities for
growth and development is emphasized.

The second keynote was a recycler interview
with JC and Holly Cahill, who have built mul-
tiple successful automotive recycling indus-
try businesses as a power couple, with the
most recent being VIN Match Pro. Starting as
automotive recyclers, they are applying their
knowledge to help recyclers. In the session,
they discussed Family Business strategies.

The basis of all their business dealings is a
healthy perspective on decision-making: “We
made decisions that were good or bad,” said
JC. “You can have all the rights. You can do all
the research, do all the planning, and you say,
this is going to win and right and the reverse of
that, and you can just make a quick decision.
We never went backwards and said, ‘Boy, we
really messed that one up.” We just worked on
what was needed to fix the problem.” Furthermore, he said,
“We both weren't afraid to try something different and literally
change a whole department up and turned things around back-
wards, and I mean literally upside down and backwards. And
sometimes that created some really cool things.”
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Special Recognition

At the Annual Awards Dinner, with
a fun sports-themed event, industry
members were honored for their excel-
lence in playing their part in industry
success.

ARA President Eric Wilbert, of
Wilbert’s U-Pull-It, LLC in Williamson,
NY, announced Bill Tolpa as the Lifetime
Achievement Award recipient. Tolpa is
the owner of Tolpa’s Auto Parts in Remsen, NY. His accomplish-
ments are many, and include being an ARA Past President and
Co-Founder of the United Recyclers Group (URG). “This year, we
felt it was not only appropriate, but absolutely necessary, to rec-
ognize someone who has done more for this association and the
automotive recycling industry than most could accomplish in a
lifetime,” said Wilbert. “Bill Tolpa has worn many hats within
ARA throughout his career, serving in advising and leading in
numerous capacities over the years. His influence continues
to shape our Association’s direction and inspire its leadership,
even from afar. His vision, dedication, and wisdom have left
an undeniable mark on all of us, many of whom have benefited
directly or indirectly.”

The 2025 Presidential Award was given to Lance Thomas.
This award is selected each year by the ARA president for an
individual who is significant to them. “Lance is dedicated to the
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ARA session
speakers brought
a wealth of information
to packed room
of attendees.

self-service sector and has contributed through the years to the
greater automotive recycling industry. He is a trusted resource
for me and many others in the self-service community, contin-
ually demonstrating his passion, leadership, and commitment
to advancing this industry. Earlier this year, he joined us in
Washington, DC, for Hill Days for the very first time, and truly
made an impact to the event. His dedication and drive truly
embody the spirit of what this award represents.”

The ARA CAR Award was presented to U-Pull-1t Auto Parts,
a family-owned business in the Pacific Northwest region,
by incoming ARA President and CAR Committee Chairper-
son Shannon Nordstrom, Nordstrom’s Automotive. The CAR
Winner receives the Randy Reitman Memorial traveling trophy
to display in their business for one year. Owner Mark Forcum
and his son, Mitchell, who is General Manager, accepted the
award. “U-Pull-It Auto Parts is a family-owned business that
recently opened its third location in Washington State, with
locations in Pasco, Yakima, and Kennewick,” said Nordstrom.
“Owner Mark Forcum has been in the salvage business for over
four decades,. Mark opened the self-service business in 2013
in Yakima, in Pasco in 2016, and now in Kennewick. Mark is a
member of the ARA Certification Committee and was recently

MINNESOTA
SALVAGE YARD FOR LEASE

Zoned for salvage yard, used car sales
or auto repair.

Located within 30 minutes to
75,000 people.

Located within 45 minutes to over
200,000 people.

Located within 30 minutes to
Copart and TAA.

7 Acres.

Contact Rick Sonsteby
763-360-6885
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JC and Holly Cahill with ARA Executive Director Vince Edivan.
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appointed to the ARA Board of Directors. Mark and his son
have unique operations that combine elements of full-service
and self-service. Their operations are beautiful and a superb
example of the best in our industry.”

ARA Member of the Year was presented to Amber Kendrick,
Pete’s Auto Parts in Jenison, Michigan. “The Member of the
Year is not only an active participant in ARA meetings but also
someone who engages deeply with the organization — offering
valuable feedback, constructive insights, and thoughtful ideas
before, during, and after discussions,” Wilbert commented.
“This requires significant time, energy, and heart—a true
reflection of one’s passion for both the association and the
broader industry we serve. Amber serves as an active member
of the ARA Board of Directors and, this year, stepped into the
role of Chair of the ARA Awareness Committee, elevating her
work through her leadership, creativity, and unwavering com-
mitment to collaboration and progress. Anyone who has served
in any capacity with Amber knows that she comes prepared
and takes the Association’s work seriously.”

Professional automotive recyclers are invited to the next
ARA gathering in Atlanta, October 14-17, 2026, at the Cobb Gal-
leria Centre, in Atlanta, GA. The theme is Driving Connections,
Fueling Growth. T8
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Lwe Like Youre Dying

n October, I had just returned

home from the ARA Convention

feeling healthy, strong, and ready

for whatever came next. Then,

without warning, I got a stom-
ach ache. At first it seemed minor—but
within minutes it intensified, growing
worse by the moment, until I collapsed
onto the floor in excruciating pain.

My son, Matthew, picked me up, put
me in his truck, and rushed me to the
emergency room. From there every-
thing moved fast. I was taken straight
into surgery, where doctors removed my
gallbladder in a three-hour operation.
Later, the surgeon told me something
that stopped me cold: my condition
had become life-threatening, and I was
very close to death. If Matthew hadn’t
gotten me to the hospital when he did, I
wouldn’t have survived.

Then came the complications.

I contracted two serious hospital
infections that were difficult to treat.
One affected my lungs so severely that
doctors had to insert a drain tube. I
became critically ill and spent nearly a
month in and out of the hospital. Today,
I'm home, receiving in-home nursing
care and continuing my recovery.

So why am I telling you all of this very
personal information?

Because until this happened, I felt
invincible. I traveled often. I attended
recycler events alone. I felt fine. Strong.
Capable. Independent. Then this hap-
pened—and it was a rude awakening.
One of my doctors looked me straight
in the eye and said, “Mike, you are
elderly. And you must start acting your
age.” Yikes! I don’t think of myself as
old, but at 79, I suppose the calendar
doesn’t lie.

This whole experience reminded me
of a song by Tim McGraw called “Live
Like You Were Dying.” It tells the story
of a man who receives the shocking
news that he doesn’t have much time
left. Faced with that reality, he chooses
to live differently—to live intentionally.

He says: “I went skydiving, I went
Rocky Mountain climbing. I went two
point seven seconds on a bull named
Fu Man Chu. And I loved deeper, and I
spoke sweeter, And I gave forgiveness
that I'd been denyin’.”

Then he says something even more
powerful: “Some day I hope you get the
chance To live like you were dyin’.”

Therefore, what would you do if you
thought you was dying?

Here are a few things I thought of
when I asked myself that question.

« I'would forgive—completely and
without conditions. Not because others
necessarily deserve it, but because for-
giveness frees the soul that gives it. Old
grudges suddenly seem heavy, unneces-
sary baggage when time feels short.

« I'would write letters—real ones—to
people I'love and to people who have
helped shape my life along the way. I
would tell them thank you, I love you,
and you mattered more than you know.

» I would write down my life story as
best as I could remember it—the wins
and the failures, the lessons learned the
hard way, the moments of grace that
only make sense looking back. Not to
impress anyone, but to leave a trail of
truth behind.

« Iwould go to that place I've always
dreamed about but kept postponing.
The place I said I'd visit “someday.”
Because someday is not a guarantee—
it’s an assumption.

«Iwould spend less time rushing and
more time listening.

«Iwould spend less time accumulat-
ing and more time appreciating.

‘I would spend less time worrying
about what’s next and more time being
present with who’s right in front of me.

Why wait! And somewhere in the
middle of all those thoughts came a
realization that stopped me cold: Why
wait until you think you’re dying to live
this way? The truth is, none of us knows
how much time we have. The hospi-
tal just made that truth impossible to
ignore. I didn’t get a countdown clock—
I got a wake-up call. I walked out of that
experience determined not to waste it.

So now I am determined to live a little
differently.

Iwill try to forgive faster. And try to
say the important things sooner. I will
try to hold plans loosely and people
tightly. Because maybe the goal isn’t to
live like you’re dying once—maybe the
goal is to live like you've finally remem-
bered what matters.

So let me ask you...

What would you do if you thought you
were dying? And more importantly...
what’s stopping you from doing some of
it today? TB

Mike French is retired after 39 years of business in the automotive recycling industry. He is an author, publisher, consultant, and speaker. Mike is the founder
and executive director of the Christian Auto Recyclers and Vendors Association (CARVA) and will be at upcoming recycler trade shows and events. Mike is
available to speak at your group, conference, or event. He loves to share inspirational stories that demonstrate how the Word of God actively changes lives.
He can be reached at mike@carva.group. Visit www.CARVA.group and/or www.PowerPackedPromises.com.
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Making Christian Connections in the
Automotive Recycling Industry

or many years, [ worked in the automotive

recycling industry as a business owner. Most

people knew me for my products and services, but

few realized I was also a local pastor. I kept those

roles separate. In business, I was Mike the recycler;
at home, I was Pastor Mike. Over time, I discovered there were
other believers in the industry, but like me, most kept a low
profile. Unless faith came up in conversation, you’d never know.
It felt like we were part of a “secret service” of Christians.

That’s when I realized how valuable it would be to create a way
for believers in our industry to connect, encourage, and support
one another.

The Birth of CARVA

After retiring, I started the Christian Auto Recyclers & Vendors
Association (CARVA), a non-profit 501(c)3 organization. Some
questioned it at first, asking, “Why do we need a religious group
in this industry?” My answer: “Why not?” Christians in other
fields gather for fellowship - the Fellowship of Christian Athletes,
Evangelical Christian Publishers Association, Christian Educators

Association, and many others. It made sense for us, too.
Honestly, I'm surprised it didn’t happen sooner.

What CARVA Does

CARVA’s purpose is simple: connect believers in the auto-
motive recycling industry for fellowship and encouragement.
We help each other represent Jesus well in both business and
life. We provide gospel tracts and tools like our “People Can
Be Recycled Too!” booklets and host early morning prayer
meetings at trade shows and recycling events.

Join Us

If you’re a believer in this industry, we’d love to connect.
Visit www.carva.group, fill out the contact form, and stay

in the loop on upcoming events. And if you're at a trade show,
stop by and say hello!

Mike French — CARVA Founder & Chaplain
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