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It Won’t Happen to Me

F ire! Fire! Run!” That was the cry of an employee 
in the dismantling area of one of my sites on a cool 

March morning of 2009. The improper handling of  
gasoline coupled with a fellow dismantler working to  
cut a core support off of a vehicle resulted in a fire that 
ultimately forced us to rebuild the entire building. I never 
thought we would have a fire of this magnitude and  
had done nothing to pro-actively safeguard us from  
the possibility.

“Your Files Have Been Encrypted”
It’s Monday morning and this message appears on 

the screens of every workstation and the YMS Server. 
Your heart races and you are thinking, “Do we have a 
backup?” You are the victim of a ransomware attack that 
results in five days of lost sales, a draw on your Line of 

Credit at the bank in order to make payroll, and 
two salespeople threatening to quit because their 
commission pay was low. Are you prepared for 
an attack like this?

Proactive versus Reactive
After multiple fires in the industry throughout 

the year of 2019, the ARA Annual Conven-
tion Educational Program Committee decided 
that we should hold two sessions related to fire 
safety during the ARA Convention in Charlotte. 

The same group decided to bring in an IT professional 
who actually works on top-secret technology in Wash-
ington, D.C. to lead a session related to ransomware and 
cybersecurity. 

Both safety sessions and the ransomware session were 
very sparsely attended. Why? Why didn’t many of us 
attend these sessions after learning about the fires and 
ransomware attacks over the past six months? Why do 
we have a mindset of “it won’t happen to me?”

As an industry, we are reactive to some of the most crit-
ical issues when we should be proactive to known threats 
and concerns. (Read the article on page 30 on how to go 
from reactive mindset to proactive.)

I know that the fear of being able to make payroll this 
week is the primary concern for many facilities. I know 
that we are paying more for cars today than we have paid 
in the past. I know that scrap prices are the lowest we’ve 
seen in years. I know that it’s easy to let the day-to-day 

“fires” of running an automo-
tive recycling facility encom-
pass our very existence. I know 
that I have chosen to neglect my 
family in order to get the pricing or inventory work done.

It is Time to Wake Up 
The day has come where outside forces can put us out 

of business in a matter of minutes. It’s time to open our 
eyes, see how the industry is changing, and make changes 
to our own operations in order to remain viable. It’s time 
to set up a fire-prevention plan, set up a plan to overcome 
a ransomware attack, and set up a cybersecurity policy.

It is imperative that we find solutions to the daily, 
internal issues of our operations – like meeting payroll, 
pricing parts, and keeping trucks running – so that we can 
have an extra five hours per week to educate ourselves. We 
need to make time to learn what our industry is facing. We 
need to read the articles in industry publications. We need 
to have knowledge of what might happen next month and 
next year. We need to know what dangers are lurking and 
properly prepare for them. We need to visit other salvage 
yards – and ask tough questions of one another – in an 
effort to make our operations better.

Proverbs 27:17 sums it up: “As iron sharpens iron, so 
one man sharpens another.” Seek out a fellow auto recy-
cling facility owner and set up recurring meetings with 
them to share information and gain perspective on your 
own operation and the industry.

The opportunity for today’s recycler is great. We are 
seeing record prices on cars. We have opportunities to 
sell parts that we have never sold before. The OEMs are 
starting to realize they need our help – and we are starting 
to work with them. Our industry is known for being able 
to adapt to change. We are able to overcome obstacles 
that would cripple others. However, without the knowl-
edge of what is coming, many of us may run out of time 
to adapt and overcome. Do your part – get involved, stay 
involved, and prepare for the future like you prepare for 
tomorrow. Stay focused, driven, and thrive.  

By Chad Counselman • ARA President
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 Chad Counselman
 2019-2020 ARA President

  Very respectfully,

It’s time to  
open our eyes,  
see how the 
industry is 
changing, and 
make changes  
to remain viable. 





If you missed Jason Redman speak at the ARA Conven-
tion in Charlotte, you missed a great opportunity to hear 

about one man’s journey to overcome not only the chal-
lenges of his combat injuries, but his personal and profes-
sional life as well. (Read his story on page 30.)

How do we apply the lessons Jason shared to our 
industry? Be engaged and focused on the industry beyond 
just your business! I know that sounds like a lot, but how 
many of you know about the battle we faced last year in 
14 states where we combated a movement that would 
have impacted a recyclers ability to sell recycled original 
equipment parts? 

The truth is many of your fellow recyclers participated 
to testify against these bills and we were heard. We suc-
cessfully conquered this legislation in several states that 
would have severely crippled our industry and will face 
even more of that same legislation this year. 

The original equipment manufacturers (OEMs) have 
pushed legislation in many states to lock down repair pro-
cedures that require repair facilities to utilize OEM repair 
procedures. I think most of you know that our products 
are not the first choice in those documents. The year 2020 
has already started off with a rash of the same bills that 
we will, once again, fight for the benefit of all recyclers.  
Visit OEM1Stop.com to see just what the OE’s say about 
our industry and our products. It is not pretty and it’s time 
we fought back for the respect I think we have earned.  

We all must be ready to speak up for our industry. We 
need more recyclers who are willing to stand up for their 
right to be treated fairly in the marketplace. I see this chal-
lenge facing our industry today as more significant than 
all the environmental and other government oversight that 
has had momentous influences on the legitimate profes-
sional automotive recycler for decades.  

We cannot afford to sit back and hope this will go away.  
Why aren’t more recyclers engaged on these important 

business-changing policies that are being literally shoved 
down our throats? One answer is the average auto recy-
cler simply does not understand what she or he can do.  

We need more leadership in our states and communities 
that can help work on those issues with us. But it will not 
happen if you think that focusing only on what happens 
daily in your facilities is enough. There is a much bigger 
threat out there today that will most likely determine 
whom will survive and whom will find themselves looking 
for new avenues for job security.  

I know you have heard 
me say this many times but, 
people, get out of your office, 
attend your state and national 
association meetings and get up to speed with what is hap-
pening. Don’t just pay your dues; get on board and make 
something happen! Make your voice heard and be part of 
the solution. The few professional auto recyclers fighting 
on your behalf deserve to know that they are backed up 
by the strength of numbers in our industry. If you look at 
the faces fighting on your behalf – they are just like you.  

WE ARE ONE – despite differences in the size of our 
facilities or ownership status, we cannot afford to let out-
side influences divide us. If we allow this, they will con-
quer us, and as in all of history, the weakest of us will fall 
first. Stop believing the stories that the big corporate recy-
clers are sucking up and are behind these changes because 
it is simply not true. Some of the changes that have hap-
pened have hurt all recyclers – big, medium, small, full- 
service, self-service or hybrid.

Let’s circle our wagons and start believing in our col-
lective mission once again. Stop complaining – that is 
not going to make change happen. Start working on the 
issues and help find the solutions. If you do not see prog-
ress, demand to know why right now! Leaders are only 
as effective as those willing to work with them, and if you 
can’t be one of them then you need to ask yourself why. 

Our industry can no longer afford to bear the rising 
costs without some respect on the flip side of that coin.  
We deserve to be treated fairly for our efforts to produce 
better and higher quality recycled original equipment 
parts that meet the ever-changing repair market. Profes-
sional automotive recycling plays a vital role in the auto-
motive repair cycle, yet we are not doing enough to pro-
tect that ever-shrinking percentage.  

Find your allies and support them with everything you 
can because it may mean the difference between your 
survival and your extinction. More importantly, find your 
voice and let it be heard. Cause great things to happen for 
you, your business and your industry because you dare to 
challenge and offer better solutions. You will never know 
what impact you can have unless you try.  

Reach Sandy Blalock at sandy@a-r-a.org. Share your thoughts 

pertaining to the advancement of professional automotive recycling. 

Your letter could be published in an upcoming issue.

By Sandy Blalock • ARA Executive Director

Horizon

6 // January-February 2020 Automotive Recycling

 – Recycled Original Equipment ™

™





8 // January-February 2020 Automotive Recycling

ARA Officers
PRESIDENT
Chad Counselman 
Counselman Automotive Recycling, LLC 
Mobile, AL 
chad@counselmanauto.com

1ST VICE PRESIDENT
Scott Robertson Jr. 
Robertson’s Auto Salvage, Inc. 
Wareham, MA 
jr@robertsonparts.com

2ND VICE PRESIDENT/TREASURER
Martin “Marty” Hollingshead 
Northlake Auto Recyclers 
Hammond, IN  
martyh@narparts.com

SECRETARY  
Shan McMillon 
Cocoa Auto Salvage 
Cocoa, FL 
shan@cocoaautosalvage.com

IMMEDIATE PAST PRESIDENT 
Jonathan Morrow 
M & M Auto Parts, Inc. 
Stafford, VA 
jonathan@mmauto.com

ARA Executive Staff & Contractors
ARA Headquarters • (571) 208-0428

EXECUTIVE DIRECTOR
Sandy Blalock, Sandy@a-r-a.org

SENIOR DIRECTOR FOR ASSOCIATION  
OPERATIONS; DIRECTOR OF STATE  
GOVERNMENT AND GRASSROOTS AFFAIRS
Jessica Andrews, Jessica@a-r-a.org

SENIOR DIRECTOR OF MEMBER SERVICES  
& CERTIFICATION PROGRAM 
Kelly Badillo, Kelly@a-r-a.org

VICE PRESIDENT, GOVERNMENT RELATIONS
Delanne Bernier, Delanne@a-r-a.org

DIRECTOR OF MEMBER RELATIONS
Vince Edivan, vince@a-r-a.org 

MEETING PLANNER
Kimberly Glasscock, (615) 223-6656 
kglasscock@awardwinningevents.com

ADMINISTRATIVE ASSISTANT
Maria Miller, Maria@a-r-a.org

ACCOUNTANT
John Caponiti, John@a-r-a.org

EXECUTIVE DIRECTOR,  
EDUCATIONAL FOUNDATION 
Ginny Whelan, (239) 362-1283 
ginny@araeducation.org

EDITOR, ART DIRECTOR, ADVERTISING SALES 
AUTOMOTIVE RECYCLING 
Caryn Smith 
Driven By Design LLC 
(239) 225-6137 
ARAEditor@comcast.net

For all ARA advertising, editorial or production  
information, e-mail ARAEditor@comcast.net  
or call (239) 225-6137.

www.a-r-a.org

“W isdom is not a product of 
schooling but of the lifelong 

attempt to acquire it.” – Albert Einstein 

ARA is in the unique position of influence 
across the world as the international associ-
ation for the industry. Therefore, choosing 
a conference keynote speaker isn’t done 
lightly. This year, Jonathon Morrow, Imme-
diate Past President, and his wife Ruthie 
made a unique suggestion to bring in a non- 
industry speaker to offer a big dose of 
reality and motivation. The bold move paid 
off and speaker Jason Redman made a true 
impact on the attendees of the 76th Annual 
ARA Convention & Expo. 

Redman is an ex-Navy SEAL with a story 
of tough life lessons that came in the form 
of “Life Ambushes,” his name for those 
times in life where you are blindsided by  
circumstance, imposed or self-made.  
He urged the crowd to “get off the X” of 
impact and move toward solutions to the 
problem at hand. This talk hit home with 
recyclers working to make next-level goals, 
struggling to make changes, or paralyzed by 
situations. Read his story on page 30, you 
won’t be sorry.

Other stories inside follow similar 
themes, like Rob Rainwater’s “Do’s and 
Don’ts of Automotive Recycling,” page 56, 
and the “Business Tune-Up: Convention 
Highlights,” page 36. Both articles highlight 
easily-implementable ideas to improve busi-
ness as usual. The challenge always remains, 
will you read the articles; then will you 
follow-up on any ideas you glean?

Why is it that ideas are entertained, but 
we don’t “get off the X” and do something 
about them even if we know they will help?

In an article in Harvard Business Review, 
writer Rosabeth Moss Kanter suggests,  
“If change feels like walking off a cliff 
blindfolded, then people will reject it. 
People will often prefer to remain mired in 
misery than to head toward an unknown. 

Best Niche Association Magazine

By Caryn Smith • Editor 

Gears
As the saying goes, ‘Better the devil you 
know than the devil you don’t know.’ To 
overcome inertia requires a sense of safety 
as well as an inspiring vision. Leaders 
should create certainty of process, with 
clear, simple steps and timetables.”

That statement is so true ... and hard! 
Inspiring vision ... safety ... certainty of 
process ... clarity ... timetables. You may be 
saying, “Look, I can’t even make payroll, 
and I am not inspiring or inspired!”

To quote a very wise man, my Dad, he 
always says, “How do you eat an elephant? 
One bite at a time.” He’s 92 and has said 
that almost weekly in my presence – to me, 
the grocery clerk, random people, it was 
embarrassing. Yet, that means I have heard 
it probably 20,000 times in my life, and it 
is just sinking in. I hated it. Really Dad, the 
world is crumbling and that’s all you’ve got? 
Well, older-wiser me knows he is right.

Maybe we are looking at the problems we 
face from the wrong perspective. Instead of 
focusing on the 12,000 lb. problem, what 
if we focused on one small piece. In other 
words, pick one thing that would make an 
impact on your business today that is one 
step toward fixing your bigger issues.

One auto recycler I follow on Facebook 
seems to be doing this. Every week, I see 
one thing he is doing, just a small pur-
poseful effort in the right direction to be 
better. Last week, he posted a new “parts 
photography booth” he built so his parts 
images would be better and more consis-
tent. Just three walls and floor, probably 
plywood, all painted white. One small step 
to a better business, and a way to get off 
the X and headed toward your WHY!

Look, the auto recyclers you admire – the 
ones on panels at ARA conventions – they 
started where you are. I know, because 
after 20+ years of being in this industry, I 
remember them then. The only difference 
between them and you is wisdom and effort.

Are you willing to take a bite?  
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Wheel
News, Trends & Reports from the Automotive Recyclers Association

Lorem ipsum

ASSOCIATE MEMBER NEWS

Mercury Switch  
Collections Continue 

While collection of mercury 
switches has diminished  

significantly since inception of the 
ELVS program, there was a small 
spike in collections in December 
2019 which reflects the need to 
keep this issue on the minds of 
recyclers that are still dealing with 
older vehicles.  The December ELVS 
bucket assessment showed that 
16,325 mercury switches were col-
lected – as compared to 12,011 for 
November 2019. According to ELVS 
the remaining universe of switches is 
1,418,000. At the height of the pro-
gram, in May 2009, 123,889 were 
collected. 

LEGISLATIVE NEWS

Weekly State Legislative 
Update Calls Resume 

ARA’s weekly state legislative 
update calls have resumed.  

The calls are open to all ARA 
members and will take place every 
Monday afternoon at 3:00pm 
Eastern through the month of May. 
Call topics will include relevant state 
legislation impacting the professional 
automotive recycling industry. 

To participate please contact  
Jessica Andrews at Jessica@a-r-a.org 
to join the distribution list.

ARA was invited to participate and 
provide a keynote presentation at 
the Argonne National Laboratory 

symposium on hybrid and lithium-ion 
batteries in late November. The two-day 
event, entitled the ReCell Center Industry 
Collaboration Meeting, included over one 
hundred participants from science, aca-
demia, automakers, suppliers, govern-
ment, ISRI and other stakeholders.  
Marty Hollingshead, ARA’s Second Vice 
President/Treasurer, and Delanne Bernier, 
Vice President of Government Relations, 
presented the opening keynote address 
on how electric vehicle batteries will 
impact automotive recyclers, how these 
batteries are handled during dismantling 
and the impact on the end-of-life system.

ARA’s presentation addressed the 
challenges recyclers face including safety, 
training, education, environmental, 
storage, disposition, transportation, cost 
recovery and consistency of manufacturer 
involvement. The reception to ARA’s 

presentation was overwhelmingly 
positive. Participants from each discipline 
reached out during breaks and lunch to 
further discuss the issues and challenges 
presented. Additional invitations to 
speak in related conferences were also 
extended. Extensive follow-up will occur 
with dozens of participants. Thanks 
to Andy Latham of SalvageWire and 
Ginny Whelan for providing important 
information and data for the presentation.

While much of the conference focused 
on the chemistry behind lithium-ion 
batteries, the ReCell Center’s Director 
wanted the focus to be on how to 
promote recycling and reuse and make 
it profitable. Subjects discussed by 
other speakers and during break-out 
sessions included the use and recovery 
of rare earth materials, chemical studies, 
projected annual battery demand, the 
national security aspects, improvements 
in battery pack designs, standards, and 
“design for recycling.”

ARA Participates in Battery Symposium
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ASSOCIATE MEMBER NEWS 

CIECA Company 
of the Year

 

Jeff Schroder, President of Car-
Part.com, center, was presented 

CIECA’s Company of the Year award 
during the 2019 Collision Industry Red 
Carpet Awards held in conjunction with 
SEMA. Presenting were Clint Marlow, 
CIECA’s past Chairman, right, and Ed 
Weidmann, Executive Director, left. 
“This is the second year that we have 
received this award, and we’re honored 
to be recognized for our ongoing 
commitment to the collision repair 
sector!,” says Schroder.

The Collision Industry Electronic 
Commerce Association (CIECA) is the 
primary source of collision industry 
data communication standards. Their 
vision is for the collision industry to 
be eCommerce-enabled, allowing all 
industry segments to communicate 
electronically, independent of platform 
or software used.

ARA At SEMA!

In November, ARA was 
represented at SEMA 

and AAPEX shows by 
Executive Committee 
members Chad Coun-
selman, Scott Robertson, 
Shan McMillon, and 
Jonathan Morrow.  
Executive Director Sandy 
Blalock and Director of 
Member Relations Vince 
Edivan also made the 
trip. The ARA team had 
meetings with 22 organi-
zations that ranged from 
industry vendors to like-minded associations.

ARA President Chad Counselman said, “We found service providers that need to be 
serving our industry and invited them to exhibit at the ARA Convention in Reno. Also, 
during one of the many meetings, we learned that the OEMs are planning to launch legisla-
tion that could adversely affect the automotive recycling industry in 20 states in 2020.  
We met with a ride-share company and have started discussions with them in an effort to 

provide their drivers 
with parts from our 
industry.” 

The trip was well 
worth it – both in 
information gained 
and in information 
shared.
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INTERNATIONAL MEETING

Dismantling the Future
By Andy Latham

The first ATF Professional conference  
can be described as a major success. 

A full house of delegates heard from leading 
professionals about the future of vehicle 
dismantling and recycling. Speakers from 
Toyota, AXA Insurance, Warwick Univer-
sity, The Institute of Automotive Engineer 
Assessors, and others, spoke about a variety 
of subjects including high voltage vehicles, 
battery recycling, vehicle design and con-
struction, vehicle insurance and green parts.

The day was hosted by Haydn Davies, 
editor and owner of ATF Professional, and 
supported by a number of companies who 
all had stands around the conference venue.

The quality presentations gave attendees 
an opportunity to look at the future of the 
industry, the challenges and opportunities 
the future will bring, as well as time to 
meet and network.

Electric vehicles were high on the list of 
discussion points. Seminars included EV 
Safety hosted by Andy Latham of Salvage 
Wire. Alan Colledge of Cawleys Waste 
Management spoke about the recovery 
and recycling of high voltage batteries. He 
was followed by Sam Haig of Bruce Group 
who outlined the difficulties involved in the 
recovery of precious metals from vehicles 
and batteries. Sam highlighted that cur-
rently end of life vehicles have a positive 
value in the scrap market, but this may 
change in the next 15 years as the volume 
of plastics and composites increases; add in 
high voltage electrics and advanced elec-
trical components and end-of-life vehicles 
may have a negative value.

Caroline Guest of Warwick Manufac-
turing Group, part of the University of War-
wick, reminded us all that the high voltage 
battery will not be the only voltage com-
ponent in end of life vehicles in the future. 
The products available will include things 
such as electric motors, wiring, chargers, 

inverters, modules, ECU’s, and sensors. 
All this is over and above the traditional 
glass, lamps, metal, fixtures and fittings that 
are available now. Caroline ended with a 
reminder to everyone that “there are lots of 
other revenue opportunities in electric vehi-
cles,” and “don’t sell yourself short.”

Andrew Marsh of Auto Industry  
Consultants looked at current and future 
design trends from vehicle manufacturers,  
especially the reduction in vehicle platforms  
over the last few years along with a massive 
increase in the number of models available. 
For example, in 2010, BMW had five model 
platforms producing 9 different models  
with 17 body shapes (saloon, coupe, station 
wagon, etc.), yet in 2019 they have two  
platforms producing 19 models with  
26 different body shapes. Every other 
vehicle producer has seen similar changes  
in models and body styles.

Toyota was represented by Steve Hope 
who had flown in from their European 
office. He spoke about Toyota’s Environ-
mental Challenge 2050. Toyota aims to have 
zero new vehicle emissions, zero life-cycle 
emissions (raw materials, parts & manufac-
turing, use, recycling), zero plant emissions, 
and minimize and optimize water usage, 
establish a recycling based society and a 
future society in harmony with nature.

Toyota will achieve this with a number 
of initiatives, including hybrid, electric, and 
fuel-cell vehicles, technological development 
and collaboration to ensure zero life-cycle 
emissions, and vehicle and battery recycling.

The Institute of Automotive Engineer 
Assessors was represented by its Pres-
ident, Tony Simpson, who agreed that 
collaboration between all parties is essen-
tial for future cost-effective repair of 
accident-damaged motor vehicles – this 
includes the use of recycled original equip-
ment auto parts – a subject with which 
David Williams of AXA Insurance thor-
oughly agreed. As well as cost savings on 
vehicle repairs, green parts help vehicle 
insurers meet their environmental com-

mitments. Williams also compared vehicle 
parts to aircraft parts, noting that a quality 
assurance program for recycled vehicle 
parts will give vehicle insurers the confi-
dence they require to support their use.

Jason Cross of Synetiq finished the  
conference with a seminar on recycled orig-
inal equipment (ROE) auto parts. The auto 
recycling industry in the U.K. is “beginning 
to understand the importance of quality 
control, presentation and delivery.”

ROE parts can reduce the volume of 
written off vehicles, reduce average repair 
costs, reduce the average key-to-key time 
and reduce environmental impact of 
vehicle repairs. Cross noted that the future 
will bring further consolidation of the 
industry; partnerships between businesses; 
quality parts, service and delivery; possible 
mandated green parts use; an automated 
supply chain; efficient and speedy logistics; 
and a process that is simple to use.

The conference provided all attendees 
with a hefty dose of motivation to plan 
their future course with knowledge and 
confidence. 

Top: Andy Latham, Salvage Wire, LTD.; 
Bottom: Stephen Hope General Manager 
Environmental Affairs and Corporate 
Citizenship, Toyota



Automotive Recycling  January-February 2020 // 15

As it happens every three years, a group 
of ARA members, leadership and staff 

met in Nashville on January 7 to tackle 
updating ARA’s Strategic Plan. A larger 
group of ARA members also gathered the 
following day to participate in the annual 
Legislative Summit. Deep dives occurred 
on updating the “strategic pillars” to reflect 
growing and evolving industry challenges 
and opportunities. 

The Legislative Summit likewise focused 
on the federal and state legislative and 
regulatory threats that recyclers will face, 
and discussions occurred on the positions 
and resources the association will need to 
combat critical threats. While in the Nash-
ville area, many attendees were also able 
to tour the over 10-acre Nissan manufac-
turing facility.

The Strategic Planning meeting was an 
outcrop of previous meetings and focused 
on 4 main “pillars” covering 1) Branding; 
2) Non-dues revenue; 3) Government 
advocacy and 4) Education/Certification/ 
Compliance. Participants brainstormed 
methods to achieve the most member bene-
fits for each category and to pinpoint met-
rics for evaluation of goal achievement and 
what resources will be needed. 

Over 40 attendees participated in the 
Legislative Summit and representatives 
from the Auto Care Association and 
Copart joined recycler members from the 
U.S. and Canada. The group built on the 
previous day’s “Government Advocacy” 
pillar and explored the numerous chal-
lenges while trying to prioritize them and 
discuss tactics and strategies. The issues 
included OEM repair procedures, access 
to data and right to repair, batteries, recalls 
and NHTSA, licensing, unlicensed activity, 
tires, odometer disclosure, electronic 
filing process (titles), drugs found in cars, 
sales tax, carbon credits, trade/tariffs and 
stormwater. 

A select group of issues will be the focus 
of ARA’s forthcoming Hill Day to be held 
April 28-29 in Arlington, VA. 

ASSOCIATION STRATEGY

ARA Members Come Together to Brainstorm Strategic Planning and Legislative Summit
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2019 has been a challenging 
year for many sectors of 

the recycling industry. Pricing has soft-
ened considerably for many secondary 
commodities, and demand generally has 
weakened. 

For metals, the U.S. market has been 
flooded with supply in part because of the 
U.S.-China trade war and China’s changes 
to its scrap import policies. Domestic 
demand has been soft, and pricing for 
many grades has decreased as a result. 

Ferrous Pricing Declines 
While ferrous scrap recyclers dealt with 

little price volatility in 2018, that was not 
the case in 2019. 

At the end of 2018, a scrap processor 
based in the Mid-Atlantic told Recycling 
Today, “The year 2019 should start out 
strong; I feel good about the first quarter.” 
However, he added, “I do think the overall 
bull market and strong economy could 
start to peter out toward the second half 
of the year, especially if the tariff/trade war 
with China isn’t sorted out.” 

As it turned out, surveyed ferrous scrap 
pricing decreased in the January buying 
period. According to surveyed pricing from 
Fastmarkets AMM for the January buying 
period, pricing fell by $29 to $40 per ton 
(depending on the grade and region). Many 
scrap recyclers said unseasonably mild 
weather was a factor in that decrease. 

Following declines in pricing in January 
and February, March saw high-volume 
ferrous grades regain a few dollars per ton 
in most U.S. regions, according to Fastmar-
kets AMM pricing. Late winter weather 
and increased bids from overseas buyers on 
the West Coast helped provide a floor to 
scrap prices. 

In response to opportunistic buying after 
a slow start by overseas buyers in the first 
two months of the year, the Fastmarkets  
AMM West Coast export price also increas- 

ed in March by $17.50 per ton out of 
Southern California. 

However, with the exceptions of March, 
August and November (where pricing 
gained roughly $20 per ton across all fer-
rous grades), the trend in ferrous scrap 
pricing in 2019 was downward. According 
to Pittsburgh-based Management Science 
Associates’ Raw Material Data Aggrega-
tion Service (RMDAS), the average U.S. 
price for No. 1 heavy melting steel (HMS) 
started in January at $309 per ton. By 
November, pricing for that grade was 
$210; the prompt industrial composite 
price declined from $382 per ton in  
January to $255 in November; and No. 2 
shredded scrap fell from $333 per ton in 
January to $237 in November. 

The Mid-Atlantic recycler whom Recy-
cling Today spoke with in December 2018 
said at that time that barring geopolitical 
or U.S. economic events to disrupt demand 
for steel or ferrous scrap, “Structurally, the 
scrap business is in good shape, especially 
the shredders, who seem to be allowing each 
other to make a living and have recaptured 
decent workable margins from the peddlers 
and dealers over the last two years.” 

The recycler also expressed the same 
level of optimism about the health of the 
domestic steel industry. 

However, geopolitical issues did affect 
U.S. scrap dealers and the domestic steel 
industry, particularly integrated steel mills, 
this year. Regulatory measures and tariffs 
reduced China’s imports of ferrous scrap 
from the U.S. by 91 percent to 42,000 
metric tons. This was more than offset, 
however, by buyers South Korea, Malaysia 
and Vietnam. 

In the steelmaking sector, Pittsburgh- 
based integrated steelmaker United States 
Steel Corp. (U.S. Steel) reported a net loss 
of about $84 million in its third quarter 
compared with third-quarter 2018 net 
earnings of $291 million. U.S. Steel’s 

adjusted net loss in the third of quarter 
2019 was about $35 million, while 
adjusted net earnings for the third quarter 
of 2018 were $321 million. 

Electric arc furnace (EAF) steelmaker 
Steel Dynamics Inc. (SDI), Fort Wayne, 
Indiana, reported third-quarter net sales  
of $2.5 billion, while its net income was 
$151 million. The company’s net sales  
for the comparable quarter of 2018 were 
$3.2 billion, with net income of $398 mil-
lion. SDI’s sequential second-quarter 2019 
net sales totaled $2.8 billion, with net 
income of $194 million. 

Compared with prior-year results, the 
average selling price for SDI’s overall steel 
operations decreased $53 to $863 per ton 
as of the end of the third quarter. Its average 
year-to-date ferrous scrap cost per ton 
melted at its steel mills decreased $31 to 
$309 per ton in the quarter. 

SDI reported an $8 million decline in its 
third-quarter 2019 operating income from 
its OmniSource metals recycling operations 
compared with the second quarter. The 
company says the decline was primarily 
because of declining aluminum scrap 
demand and selling values. SDI shipped 20 
million fewer pounds of nonferrous scrap 
in the third quarter of 2019 versus the same 
time frame in 2018. 

Dull Nonferrous Markets 
An overhang of supply characterized the 

aluminum and copper scrap markets in the 
U.S. this year. 

Some scrap processors were optimistic 
about the outlook for copper scrap at the 
start of the year, despite oversupply. 

“1Q and 2Q of 2019 [are] seeing a larger 
supply of copper scrap when compared 
with demand, but scrap is still moving,” 
Michael Diehl, then the director of copper 
for Alpert & Alpert Iron & Metal Inc., 
a nonferrous scrap processor and trader 
based in Los Angeles, said in early January. 
“Prices to the supplier are affected to  
the lower side (compared with the last  

Trending
By DeAnne Toto

Saying Goodbye to a Difficult Year
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12 months), but dealers are still able to 
keep inventory moving.” 

He continued, “I see the dynamics 
changing for the second half of the year. 
As all the major smelters come back from 
scheduled maintenance, we should see the 
demand side outpace the supply side.” 

That, however, did not end up being the 
case, as red metals continued to struggle 
with excess supply throughout 2019. 

“There is a large amount of supply out 
there,” Randy Goodman, executive vice 
president of the brokerage company Green-
land (America) Inc., Roswell, Georgia, told 
Recycling Today in July. “But, at the same 
time, there is a limited amount of con-
sumption on certain grades of red metals, 
mostly No. 2 copper, but it also leaks into 

the other grades of copper and the brasses.” 
A Midwest-based broker said that as of 
the summer, “The need to buy or sell is not 
too great on either side of the equation.” 
He also noted that buyers were raising 
their quality standards given the amount of 
scrap available. 

The copper scrap market has not changed 
appreciably as of November, nor has the 
aluminum scrap market.

“Depressed” and “choppy” is how an 
aluminum scrap broker based in the South-
east described the aluminum scrap market 
as of mid-February. 

A Midwest-based processor said the 
overall volume of obsolete aluminum his 
company handles has declined in 2019, 
citing low pricing as a major factor. 

“Dealers and even large peddlers are not 
willing to sell” at the low prices that have 
characterized the market, he explained.

While his company traditionally did 
not export aluminum scrap, that changed 
this year: “We can find a sale that is a little 
better than here going export.”

An oversupply of automotive sheet 
scrap, which is displacing demand for 
other grades, has affected the domestic 
market. “Automotive scrap throws every-
thing off. It offsets the natural flow of 
other things,” a West Coast-based source 
said this summer.  

DeAnne Toto is editor of Recycling Today and can 

be contacted at dtoto@gie.net. Reprinted with 

permission from Recycling Today.

“I do think the overall bull market and strong economy could start to peter out toward  
the second half of the year, especially if the tariff/trade war with China isn’t sorted out.” 

– A Mid-Atlantic-based scrap processor in late 2018 regarding 2019.



Are you or your sales staff  
settling for “what is” instead 
of striving for “what can be?”

One of the most important factors for 
a growing company is maintaining 

the drive and motivation of the sales staff. 
Many sales professionals find themselves 
in a rut, losing focus or motivation, failing 
to reach new levels of success. This is a 
common phenomenon in sales and one of 
the primary reasons why sales managers  
are employed. 

Yet, if you were to look at the calendars 
of most sales managers in our industry you 
would rarely see time carved out for one-
to-one time with each member of the sales 
team. More often than not, the time of a 
sales manager is consumed by the problems 
of yesterday or today more than devel-
oping tomorrow’s success. We rob Peter to 
pay Paul as it were, leaving our sales teams 
often checked out, burnt out or on empty.

How do we re-balance these demands to 
stay on the road to growth?

Sales managers will always find them-
selves dealing with customer service issues 
or answering questions from the sales 
team and that will never change. However, 
each of these instances should be viewed 
as teaching and training moments with 
the objective of equipping the sales 
professional to resolve these issues 
successfully on their own, or at 
least, setup for their manager to 
approve.

As these instances occur, examples should 
be utilized during weekly team meetings in 
order to train the rest of the staff on how 
things are to be handled. Rarely do we have 
new, unheard of problems on our sales 
counters, though they do happen. More 
often than not, they are repeated issues that 
can be trained, taught and executed.

As the saying goes “an ounce of preven-
tion is worth a pound of cure.”

Our first duty as sales managers is to 
alleviate the volume of daily headaches by 
developing sales professionals and systems 
of accountability. Sales professionals must 
be trained to handle the routine so that the 
manager can manage the exceptions. Any 
sales professional who cannot learn these 
routines will limit their own potential.

Ideally, every sales team member should 
meet individually with their sales manager 
each week, but absolutely no less than once 
per month. This provides time to assess 
performance, review commission or pay 
plans, set goals or resolve any ongoing 
issues. Best practices dictates more frequent 
coaching that targets specific opportunities 
for improvement. These sessions can be 15- 
to 20-minute reviews.

Monthly performance reviews allow us 
to identify ruts or any sales growth issues. 

Keep in mind, performance reviews should 
center around daily averages or year-over-
year numbers to avoid issues with seasonal 
sales changes.

These meetings should be dynamic and 
different for each salesperson. While there 
certainly will be similarities across meet-
ings, there should be professional develop-
ment, as well, that is specifically-designed 
for each individual sales professional. Some 
professionals need to target organizational 
skills while others work on prospecting. An 
effective sales manager is dynamic in their 
ability to engage and develop the individ-
uals under their watch.

As a company, we have enjoyed working 
in an ongoing sales manager capacity, as 
well as training many sales managers and 
salespeople in our industry. Each sales-
person comes with their own skills, chal-
lenges and motivations. We rarely use the 
same plan for each member of our team.

The goal remains the same, sell more. 
The pursuit of sales growth is unending 
and so should the pursuit of motivating 
and engaging our sales teams. 

Counts Business Consulting, experts  

on demand, offering consulting 

services to the automotive recycling 

& tow industries. Online all the time 

with the experience needed to increase your 

company’s performance. Contact Chad 

Counts at (512) 963-4626 or crcounts@

countsbusinessconsulting.com.
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By Chad Counts

Overcoming Sales Malaise
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Ideally, every sales team member 
should meet individually with  

their sales manager each week,  
but absolutely no less than  

once per month.
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High-performing employees are often 
the most valuable assets in companies. 

Customers, products, technology, inven-
tory, and many other assets come and go. 
A company that cannot hold onto its best 
employees, however, likely cannot grow. 
Yet ironically, few companies take any 
formal steps to minimize the risk of losing 
top employees. Sure, you pay your best 
employees well, and presumably have a 
great culture and work environment. But 
your competitors can offer the same incen-
tives. To truly hold onto your best people, 
consider tying them to your company with 
handcuffs made of gold. 

“Golden handcuffs” is a generic term 
describing a wide range of programs that 
share one core purpose – to incentivize top 
employees to stay with your company for 
the long term. There are many types of pro-
grams: incentive compensation plans, stock 
options, phantom stock, stock appreciation 
rights, synthetic equity programs, share 
bonus plans, and more. 

Making things even more confusing, 
each of these types of programs have vari-
ations in their design and operation. This 
complexity makes it difficult to approach 
these programs and select a plan design 
that best fits the situation. However, 
learning about golden handcuffs programs 
is worth the effort. They offer a unique 
combination of advantages and benefits 
that can help your company reduce risk, 
propel growth, and maximize value at exit. 

Companies that design and imple-
ment effective golden handcuff plans can 
accomplish the following seven important 
outcomes:

• Reduce risk that top employees 
leave prematurely or unexpectedly. 
Golden handcuff plans accomplish this 
by offering a future compensation payout 
that is partially or completely forfeit if 
the employee should terminate employ-
ment prior to an agreed-upon date (such 

as retirement age) or an event (such as 
the sale of the company). To create the 
desired impact, the potential compensa-
tion amount must be significant – typically 
several times the employee’s current annual 
income or more.

• Incentivize top employees to help 
create long-term, sustained company 
growth. The potential for a future com-
pensation payout orients the employee 
towards achieving the company’s business 
goals, especially if the payout amount is 
tied to long-term company growth. 

• Create incentives for top job can-
didates to join your company. A golden 
handcuffs program offered to a desired 
recruit – in addition to competitive pay 
and compelling career opportunities – can 
be the tipping point that convinces that 
important hire to join your organization. 

• Protect the company against losing 
customers, other employees, or trade 
secrets should an employee who has 
those relationships or information 
leave. Golden handcuff plans should 
include a legal agreement which commonly 
includes provisions such as non-compete, 
non-solicitation, and non-disclosure lan-
guage wherever possible. 

• Provide a way for business owners 
to create alignment with non-owner top 
employees around creating business 
value prior to exit. Many business owners 
are understandably concerned about dis-
cussing their future exit plans with their 
top employees who don’t have an equity 
stake in the company. In those situations, 
the owner’s future exit is a potential 
wealth-building event for him or her, but it 
presents career uncertainty and risk to the 
non-owner employee. Golden handcuffs 
plans build a bridge between owner and 
non-owner top employees, by including 
those employees in a wealth creation 
opportunity at exit and providing for their 
career stability. 

• Enhance business value at company 
exit, particularly upon sale of the busi-
ness. Your future business buyer will often 
see greater value in your company if a 
golden handcuffs plan has been effectively 
implemented, particularly when the plan 
includes “stay bonuses” which incent top 
employees to stay with the company after a 
sale, typically for one to two years.

• Thank top employees for their ser-
vice with the company. Most business 
owners want to thank high performing 
employees after they have given years 

Coaching
By Patrick Ungashick

7 Reasons to Put Golden Handcuffs on Your Best Employees
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Business owners and leaders need effective tools to 
motivate top employees, retain them for the long term, 

and drive company growth. 

Patrick Ungashick is the CEO of  

NAVIX Consultants, a celebrated 

speaker on executive and business 

owner exit planning, and the author 

of A Tale of Two Owners: Achieving Exit Success 

Between Business Co-Owners. With his wealth  

of knowledge on exit planning, Patrick has 

provided exit advice and solutions to business 

owners and leaders for nearly thirty years.  

For more information on Patrick Ungashick, 

please visit, www.NAVIXConsultants.com.

of effective service to the organization. 
While golden handcuffs plans are pri-
marily intended to incent and reward top 
employees, they can provide double-duty 
by also providing lucrative compensation 
awards in the future to the very same people 
you likely will want to acknowledge. 

Many business owners and advisors 
assume that a golden handcuffs plan 
requires sharing actual ownership interest 
with the employees who will be included 
in the plan. This not always true. Some 
programs such as stock options plans 

include the potential for actual ownership 
sharing. Other plan types such as phantom 
stock or executive bonus plans involve 
compensation and do not share actual 
equity. Sharing ownership with employees 
presents significant risks and downsides. 
Whenever possible, consider a golden 
handcuffs plan that pays out compensa-
tion to the employee rather than shares of 
actual company equity.

Business owners and leaders need effec-
tive tools to motivate top employees, retain 
them for the long term, and drive company 

growth. Few tools have the potential to 
address all of these needs simultaneously 
like a well-designed golden handcuffs pro-
gram. A little research here can go a long 
way to securing a bright future for your 
employees and your company. 



Let’s talk about your website. Hope-
fully, you have a great professional web 

person helping you, someone who under-
stands SEO, the psychology of how users 
interact with your website, and how to 
grab their attention, leading them to take a 
specific action. The next step to attracting 
online visitors is creating quality content to 
increase traffic to your site. Now, we can 
discuss how you convert newly-acquired 
traffic into leads and ultimately new  
revenue for your business.

Targeting the Right Traffic Will 
Increase Your Conversion Rates

Quality is more important than quantity 
in website traffic. It won’t help you to make 
money if you increase your website traffic, 
but all the new traffic comes from Europe 
or is made up of teenagers looking for 
pictures of imports. It’s more important to 
get the right people coming to your website, 
than getting a few more people coming.   
We want traffic from potential buyers.

So how do we target the right users? 
First, we research terms pertaining to 
your business. If you specialize in late 
model imports, then you want to do key-
word research focusing on terms like used 
Honda parts or used Mercedes engines.  
Next, you create a list of the phrases you 
think visitors would type into a search 
engine to find the products that your busi-
ness sells and import that list into Google’s 
keyword tool (https://adwords.google.com/
select/KeywordToolExternal). 

Ask it to return results that are similar to 
your terms, and you’ll get a report with not 
only your terms, but also new terms that 
Google suggests. This report uses real data 
from Google and will show you which 
terms get high search volume, which get 
low volume, and which are most relevant 
to your business. This expanded list will 
now serve as the basis for your content 

creation campaign (blog posts, 
articles, and so on).

Creating content around these terms 
will increase your chances of showing up 
in search results for those terms. We know 
that those terms get search volume, we 
know they’re highly relevant to your busi-
ness, and we know that once you begin to 
get traffic for those terms, that traffic will 
be more likely to convert into a lead.

Grabbing Attention and Converting 
Web Traffic into Money

After doing your research and creating 
good content that brings in targeted traffic, 
your next goal should be converting visi-
tors leads and sales. Converting a visitor 
can mean many things, but ultimately it’s 
getting the visitor’s  information – either 
by signing up for a newsletter, subscribing 
to your blog, following you on Facebook, 
filling out a contact form, making a phone 
call or buying a part online. Whatever the 
conversion that take place, you should rec-
ognize that getting his or her information is 
valuable, whether he or she is buying today 
or may need a part in the future.

How do we convert that user? You need 
to know how a user looks at and navigates 
your website. It’s important to direct the 
user’s eye where you want it to go. You’ll 
want to make sure you have a bold call to 
action as the primary focus of your page. 

If you’re trying to sell a part, use a 
button or graphic that says “Buy Now” 
and make sure the user can get to it in as 
few clicks as possible. If you are trying to 
get the visitor to subscribe to your blog, 
make sure you make it easy. Direct him 
to the right place to sign up, and make it 
happen in as few steps or clicks as possible.

Nurturing Your Leads
Some of your visitors may give you their 

information – an e-mail, phone number,  

 
 
 
etc., but may not purchase a part. Don’t 
forget these people. Your site converted 
them, and you want to make sure they 
eventually buy from you. Market to them 
and make sure you stay fresh in their 
minds. If they liked your page on Face-
book, make sure you are making posts, 
posting pictures of new inventory to 
Facebook, and so on. If you have their 
e-mail address, you should be sending out 
monthly newsletters or updates with new 
inventory and parts. Free or low cost CRM 
tools like Constant Contact, MailChimp, 
and others can help you create great 
e-newsletters and integrate them into your 
website.

Over time, you will add hundreds or 
maybe even thousands of people to your 
marketing lists, people who without your 
efforts to get them to opt in to your news-
letter or to like you on Facebook may have 
left your website and never returned to buy 
from you. Make sure you profit from mar-
keting to your lists.

If you don’t know how to write great 
content or have time to create a newsletter 
for your business, hire a professional mar-
keter. It is money well spent to continue to 
promote your business as the go-to experts 
to your customer base. 
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Opinion
By Ron Sturgeon

Ron Sturgeon, speaker and author,  

regularly shares his expertise in 

strategic planning, capitalization, 

growing market share, and more, 

providing his field-proven and high-profit best 

practices. Reach him at (817) 834-3625, ext. 232 

or email RonS@MrMissionPossible.com.

Converting Your New Website Traffic into Cash
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Automotive Recyclers Association 
(ARA) is pleased to announce the 

newly formed partnership between ARA 
and Worldwide Facilities, formerly known 
as GJS (G. J. Sullivan Co.). Worldwide 
Facilities is a national program manager, 
delivering innovative insurance solutions 
since 1970. 

The robust insurance product offerings 
available from Worldwide Facilities will be 
an immense benefit to ARA Members, with 
services ranging from exclusive, national 
programs through two “A” rated insurance 
companies for Scrap Metal, Automotive 
Dismantling & Recycling. 

Access to these exclusive insurance pro-
grams is one of the many benefits provided 
by ARA to its members. The programs 
have a long-standing reputation with ARA 
and the automotive recycling industry. 
Worldwide Facilities will also utilize their 
carrier partnerships to enhance and build 

upon the offerings available through  
“ARA University.” The endorsement by 
ARA also provides the opportunity for 
Worldwide Facilities to attend and exhibit 
at ARA’s Annual Convention and ARA 
Leadership Conference. 

Sue Scurti, CIC, Senior Vice President 
at Worldwide Facilities, says “We are 
proud to be a part of the ARA’s exclusive 
business solutions, providing resources 
and benefits for all of their constituents. 
We have over 30 years of experience in 
handling insurance coverage for the Auto 
Recyclers, Auto Dismantling, Self Service 

and Scrap industries, and we look for-
ward to our continued growth within this 
sector.”

Discover why clients have taken advan-
tage of these Scrap Metal, Automotive  
Dismantling & Recycling insurance solu-

tions. You can reach out to Sue Scurti for 
more information at sscurti@wwfi.com  
or (714) 221-9570. 

The insurance programs provided by  
Worldwide Facilities offer stability, afford-
ability and high-quality service. The 
specialized coverage available includes 
Liability, Property, Inland Marine, Crime, 
Auto, Conversion Coverage, Umbrella and 
Workers’ Compensation. 

Worldwide Facilities has dedicated 
claims offices to quickly and efficiently 
meet your coverage needs. Program high-
lights include personalized service, compet-
itive rates and broad coverage. Relation-
ships with stable and secure carriers allow 
Worldwide Facilities to provide higher 
limits and lower deductibles than many 
competitors. 

According to Hank Haldeman, President 
of Worldwide Facilities Programs, “We 
offer a wide range of insurance products 
to automotive recyclers and are confident 
that our endorsement with the ARA will 
be advantageous to their members and the 
sector as a whole.” 

Worldwide Facilities, formerly trading as 
G. J. Sullivan Co., will continue to under-
write and manage the Auto Recyclers, Auto 
Dismantling, Self Service and Scrap busi-
ness out of the Worldwide Facilities Ana-
heim, CA office. 

ARA Announces New Endorsed Insurance Company to Serve Members

Insured

Access to these exclusive insurance programs is one  
of the many benefits provided by ARA to its members.  

The programs have a long-standing reputation with  
ARA and the automotive recycling industry. 
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The team of Worldwide Facilities, formerly trading as G. J. Sullivan Co., gather at their booth at the 
76th Annual ARA Convention & Expo. They are ready to serve ARA in their endorsed vendor status. 
ARA members main contact, Sue Scurti, CIC, Senior Vice President, is second from left.

By Worldwide Facilities
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I have been in the wholesale auto auction 
industry since 2006. During the recession 

of 2007-2009, I watched as wholesalers 
and retailers in the industry closed their 
doors. Prior to that, anyone in the business 
would tell you that you could fall off a 
truck and make money doing it. 

When the recession hit, I remember 
thinking that those who are efficiently 
operating and willing to make additional 
adjustments for the market will survive and 
be even more successful when the recession 
ends. That is, of course, what happened. 
Smart, strategic, hard-working operators 
who remained students of the industry got 
through it. The rest left. 

I have spent much of my career strad-
dling two worlds; the whole car wholesale 
market and the auto recycling/salvage pool 
auction market. Along with remarketing 
tens of thousands of cars per year, I have 
also built and rebuilt end-of-life direct-sell 
networks to increase efficiency and profit-
ably all across the country. 

For the past two years, I had been 
working independently as a paid consul-
tant. I know, many of you read that and 
what you really think is “unemployed.” 

Yet, with the exception of about two 
months, I have remained steadily employed 
under one or more contracts. And I’m 
thrilled that as of January 1, 2020, ARA 
made the decision to convert my contract 
position to a full time employee position. 
This speaks to both their and my commit-
ment to the industry. 

Acknowledging the Gap
As I travel for the ARA, I am seeing sim-

ilarities to what I witnessed in the early 
2000s in the wholesale auto market. There 
is a widening chasm between progressive, 
evolving auto recyclers and those that are 
paralyzed by the changes in the industry. 
As I visit auto recyclers all over the country, 
there are almost only two stories being 

Pulse
told; one of those that are thriving, and  
one of those that are slowly dying.

Why is that? Why is it that on the same 
street, not a half a mile apart, you have one 
recycler who is crushing it (pun intended) 
and one that is on life support. 

Just to be clear, the following is my per-
sonal opinion on the matter and may not 
represent everyone’s. 

Off Road Perspective
One of the most special and unique 

aspects of the auto recycling industry is 
also one of the things that is contributing 
to the shrinkage in the number of yards. 
Auto recycling is the most multi-genera-
tional business I have ever encountered. It is 
almost impossible to find an independent-
ly-owned facility that is not on its second 
generation. Third- and fourth-generation 
businesses are very common. 

I find this to be pretty cool. I’ve walked 
into businesses where three generations 
were all there working harmoniously 
together (I’m sure this doesn’t happen every 
day) and I’ve walked into businesses where 
family members working side by side 
cannot speak to each other. Guess which 
ones are thriving?

The dynamics of working so closely, 
day-in and day-out with your mother, 
father, sons, daughters, brothers, sisters, 
aunts and uncles is, no doubt, complex 
and emotional. Multiply that by decades 
and generations, and you have a pressure 
cooker for pride and conflict that can erode 
a family and a business over time. 

Some owners are resistant to change. 
Perhaps because there is a fear of making 
the wrong decision and losing what their 
father or grandfather started so many years 
ago. Perhaps it is because the technology is 
intimidating. In some cases, an owner has 
inherited a business that they really did not 
want or there was an underlying familial 
pressure to come back and help. 

The sad reality is that there is no standing 
still in business or life. You cannot maintain 
the status quo. What is true personally is 
true professionally. If you’re not evolving, 
adapting and moving forward, you’re 
going backward and you will be passed by. 

And yet, there are many of these 
multi-generational entrepreneurs who 
are thriving. So what are some of the key 
differences?

The Secret Sauce
I believe possibly that attitude and point 

of view could be determining factors. 
The recyclers whom I meet that are strug-

gling mostly complain about how every-
body is out to get them. eBay is the devil. 
The guy down the street lowered their 
prices and they can’t compete. The salvage 
pools are fee-ing them to death. They can’t 
make any money. Etcetera, etcetera. 

I’m not suggesting that any of these 
aren’t legitimate obstacles, but at some 
point you need to decide if you’re a com-
plainer or an overcomer. 

I was listening to an owner who was 
ranting about how state legislation is 
making it more and more difficult to do 
business. Although when asked, he had not 
voted in the past several local elections. 
Nor had he been active in any community 
boards or advisory panels. He has been in 
business for decades and told me directly 
that he predicts he will be out of business 
within 5 years. I believe him. He was sitting 
behind the counter of a small, cluttered, 
dirty showroom, next to a yard filled with 
the same cars he placed there 10 years ago. 
The kicker is that his location was less than 
a quarter mile from a thriving auto recycler. 
He told me he has no interest in attending 
industry events. “I used to go and they are 
a waste of time,” he said. I asked how his 
business was back then when he used to go, 
and he responded, “Good.” [Insert face-
palm emoji here.] 

By Vince Edivan

Straight Talk from the Road

Vince Edivan 
is on the road 
visiting auto 
recyclers for 
the ARA.
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This, unfortunately, is a familiar story. 
When I arrive in the parking lot of an auto 
recycler, I can almost judge a book by its 
cover. The sad part is to see so much missed 
opportunity. Tens of thousands of dollars in 
sellable parts and crushable vehicles stacked 
up and an owner who is struggling to keep 
the lights on, has no interest in ecommerce, 
and will not get involved in any industry 
associations. You reap what you sow. 

Progressive equals Profits
I have observed that auto recyclers who 

are thriving all have one thing in common: 
they remain students of the industry. They 
recognize how the industry is changing, 
and are constantly looking for new ways to 
evolve, adapt and overcome. It is inspiring 
to see owners who feed on industry 
information, data, and networking with 

their peers. It is no mystery why they are 
thriving: they are constantly looking to 
improve their business. They know their 
numbers (I cannot stress this enough). They 
are not afraid to make bold changes. And, 
they are deeply invested in the national and 
state associations that support them. 

What does the future hold? 
I predict that much like the wholesale/

retail car market of the early 2000s, the 
chasm will likely continue to widen. Small 
independent recyclers who maintain a 
doomsday outlook will fulfill their own 
prophesy, closing or selling for pennies. 

The auto recycler who continues to study 
his business, learns from his peers, and 
makes strategic changes to improve will 
grow in marketshare, size and profit. 

There is good news for the struggling 
recycler! Every day, that owner wakes up, 

they have the ability to change their out-
look, strategy, and approach. I dare say 
that I have not seen a single business that 
could not improve if the owner started to 
look at their business as a student. Reach 
out to your peers. Get help from ARA’s new 
Mentoring Program. Get involved in the 
association. Pride comes before the fall, and 
humility comes before glory. There’s a lot of 
wisdom there.  

Vince Edivan is ARA’s Director of 

Member Relations. In his role, he 

represents ARA at state industry 

events, working to connect with current 

and potential members. Since 2006, he has been 

worked in the wholesale auto auctions, vehicle 

remarketing, and the salvage industries.  

I have observed that auto recyclers who  
are thriving all have one thing in common:  

they remain students of the industry. 

Views expressed here are those of the author and do 
not necessarily reflect the opinions or position of the 
Automotive Recyclers Association.
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Do you always run out of money before 
all of your bills are paid each month? 

Do you fluctuate buying cars from month 
to month based on cash flow on the day 
of the auction? Does payroll dictate what 
types of cars you buy each week?

You are not alone. Many facilities face 
these exact issues every week, if not every 
day. The question becomes: What can you 
do to help mitigate these issues?

These issues are symptoms of a larger 
issue: cash management. As cars become 
more expensive, customers become pickier 
(is that possible?), and competition from 
the internet forces us to turn a lower  
gross profit per car than ever before, we 
must become keenly aware of our cost 
of goods, gross sales, returns, fixed 
expenses, variable expenses, and  
profit in order to stay in the game. 

But, what is the secret sauce? What is  
the secret mixture of cars that produces  
the highest net yield? These questions have 
different answers based on which facility  
is answering them. However, we all should  
be paying close attention to ratios that 
exist between certain elements of our  
Profit & Loss Statements.

By setting up our financial statements  
correctly, we can quickly look at ratios 
between two or three variables to evaluate 
the habits that are unique to our operations. 
Here are a few ideas that we have found to 
be beneficial for us:

1. Each General Ledger (GL) Income 
Account should have a corresponding  
Cost of Goods GL Account. For instance: 

 a.  In-Stock Sales should have a  
corresponding Cost of Goods  
for  Car Purchases.

 b.  Brokered Sales should have a  
corresponding Cost of Goods  
for Brokered Parts.

 c.  New Parts Sales should have a  
corresponding Cost of Goods  
for New Parts.

When you have the income accounts 
and Cost of Goods (COG) setup correctly, 
you can easily evaluate profitability by 
income segment. Are new parts making 
you money? With the correct setup, you 
can quickly determine exactly how much 
Gross Profit that new parts sales are gen-
erating for your business. What is your 
average markup percentage for brokered 
parts? With the correct data, you can make 
a decision to expand, modify, shrink, or 
eliminate a revenue stream. Be sure that 
your Income Accounts have corresponding 
COG GL Accounts.

2. Track ratios of Variable Expenses 
compared to Income Accounts. For instance:

 a.  Employee Payroll Expense  
versus Total Gross Income

 b.  Fuel Expense versus Total  
Gross Income

 c.  Freight Expense versus  
Freight Income

It’s the same idea here – if you are sepa-
rating the expenses correctly, you can com-
pare them to income accounts to deter-
mine the ratio that exists between the two. 
As you increase efficiencies, the ratios will 
decline. In the example of payroll, an inef-
ficient facility may run at 25% of Gross 
Income and an efficient operation may dip 
into the 18% range. By tracking the num-
bers correctly over time, you can easily 
identify changes in efficiency levels that 
affect profits, positively and negatively.

Although proper setup of your statements 
is crucial and it will help you identify areas 
of concern that influence profits, reducing 
expenses is the best solution to increasing 
profits. Each dollar of income costs your 
company about 40-50 cents to produce 
(assuming a 40% Cost of Goods and a 
40% markup on brokered parts). Con-
versely, every dollar of reduced expenses 
increases your profits by one dollar. 

Spend a few hours per month looking 
over your expenses in detail. Look for 
expenses that have increased over the past 
year – have vendors added fees or service 
charges? Is it time to renegotiate a contract? 
Is it time to change to a hosted VOIP Phone 
System? Can you swap your Line of Credit 
to another bank and save $5,000 this year?

Proverbs 10:4 reminds us to work hard: 
“Being lazy will make you poor, but hard 
work will make you rich.” Stay focused 
and diligently strive to put in a full day’s 
work, each and every day. 

Chad Counselman is a 27-year veteran 

of the automotive recycling industry 

with experience ranging from managing 

a single site to owning a multi-site 

operation with 75 employees. He is now serving as 

the President of ARA and the Alabama Automotive 

Recyclers Association where he devotes most of 

his time helping fellow recyclers. Reach him at 

(251) 391-6551 or ChadCounselman@gmail.com.

H.O.W. Practical Business Advice 
for Automotive Recyclers 

HELPING OTHERS WIN
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FINANCIAL STATEMENTS: Why do we run out of 
money before all the bills are paid? By Chad Counselman
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FROM X 
TO WHY

"The interesting  
thing about failure –  

you don’t have to work  
hard to achieve it."

STRATEGY FOR ESCAPING LIFE'S AMBUSHES WITH STRENGTH AND RESOLVE  



In almost any situation – business or life, you 
can expect certain challenges and plan for the 
usual worst case scenarios. In the business of 
automotive recycling, possibly you’ve built an 
emergency fund, updated your business plan, 
created a strategy for achievement, worked with 
mentors or joined a buying group. You are ready 
for things like a computer hack, a key employ-

ee’s departure, rigorous OSHA inspections, a cash-flow 
crunch, or loss of a contract. You think you’ve got it 
going on. In fact, you are sure you are on the right path.

One day while you are doing business as usual … 
boom. It hits. The thing you never thought would happen 
to you, and its huge. It is an all-out ambush and you are 
in the fight of your life. 

A recession hits. A flood wipes out inventory. Someone 
close is diagnosed with terminal cancer. You get sued.  
A fire consumes buildings and the business is without 
adequate insurance. An employee is seriously hurt or 
killed on the job. You are staring down hard at ultimate 
closure or bankruptcy. 

According to Jason Redman, keynote speaker at the 
Automotive Recyclers Association’s 76th Annual Con-
vention and Expo, in Charlotte, an ambush will interrupt 
everything. It jumps to the front line of your priorities.  
It shakes you to your core and threatens everything 
you’ve built and everything you believed. It will make  
you question everything.

What you do, where you turn, and how you respond  
is crucial.

He Should Know
Jason Redman is a retired Navy Lieutenant who spent 

eleven years as an enlisted Navy SEAL and almost ten 
years as a SEAL officer. He was awarded the Bronze Star 
with Valor, the Purple Heart, the Defense Meritorious 
Service Medal, the Navy Commendation Medal, the 
Joint Service Achievement Medal, five Navy Achievement 
Medals, Two Combat Action Ribbons and the U.S. Army 
Ranger Tab.  

Yet, these prestigious medals came with high price tags. 
In 2005, he made a bad leadership decision – one he 

confesses was based on his large ego – that almost cost his 
team their lives. He found himself facing demotion as an 

officer with possibility of being expelled from the SEALs 
altogether. He had a choice to endure the hardest physical 
and ego-busting training in the military … or go home. 
He chose the training and it changed his career. 

Then in 2007, he encountered an enemy ambush in 
Iraq that left him with critical injuries fighting for his life 
and questioning if he had what it takes to go on.

And yet, after being severely wounded, Redman 
returned to active duty before retiring in 2013, launching 
SOF Spoken LLC, a speaking and consulting company 
which uses his extreme experiences to focus on leader-
ship, teamwork and the “Overcome Mindset” to help 
individuals, companies and teams to “GET OFF THE 
X™” from “Life Ambushes” through his unique training 
and Overcome Army™ group coaching programs. 

He is also the author of the New York Times bestselling 
memoir The Trident, along with his new book Overcome 
which released in December 2019. (See box on page 36.)

When Everything Changes
Redman isn’t afraid to share his flaws. In fact, he uses 

them to help others see their own. He readily shares he 
suffered from “ego arrogance” that led to his first “life 
ambush.” He was pinned as a Navy SEAL at 19 and 
later went into officer training. Ten years into his career, 
he lost his mindset for the job. Solo ego and the SEAL 
tribal community don’t mesh well, added to the fact that 
Redman was numbing his personal pain with alcohol.  
He didn’t really know how to reach out for help for much 
of anything. He calls it the “perfect storm” of what was  
to happen next. 

In Afghanistan in 2005, he made a critical ego-based 
tactical error that left his team under enemy fire. His 
commanding officer was able to get them out of harm’s 
way. Redman says, “I made that tactical decision because 
I wanted to be in the field,” and putting himself before the 
team almost cost him his career. He was called in imme-
diately by his commander who questioned his leadership, 
tactics and operational abilities. He was to report back in 
the morning. 

At that moment, he thought, “I’m done, this is it.  
My life is over. It is the end.”

It took four years for Redman to earn his officer  
Trident, the pin that identifies U.S. Navy SEALs who  
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Jason Redman has encountered extreme adversity throughout his 
military and business career. His advice to anyone experiencing a 
business or life “ambush” is to get off the “X” and find your why in five 
key areas of your life. Here’s how to be proactive and ready for the 
storms, instead of reactive. By Caryn Smith
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have completed the grueling Basic Underwater Demolition/
SEAL training and SEAL Qualification Training, where 
about 1 in 4 candidates succeed. “I started with 140 guys, 
and there were 19 of us left at the end of training.” 

He thought about ending it all. “In the turmoil of sit-
ting in my room, thinking about what I did and what to 
do, a photo of my wife and three kids stopped me from 
ending it all. I sought out help from the base chaplain.” 
Then, he started to think there could be a different way. 
“For every moment that you think is the end,” Redman 
says, “it could be a new beginning. … If you are willing  
to seek out the ways.”

Getting a second chance in the SEAL program is rare, 
but Redman was offered an opportunity to redeem him-
self being sent to U.S. Army Ranger School. It is the most 
difficult 62-day leadership training program in the mili-
tary with 24/7 rigorous drills, sleep deprivation, imposed 
stress, and more, all designed to motivate people to think 
positively through chaos – directly related to units whose 
mission is to engage the enemy in close combat and direct 
fire battles. 

“I told myself to step up, because ultimately I had 
nowhere else to go,” says Redman, “and at Ranger  
School I learned the three rules to trust and credibility: 
Lead Yourself, Lead Others, Lead Always. Credibility is 
the currency of leadership, and I knew I had to earn back 
that trust.”

Fast forward to Iraq in 2007, Redman was given a 
command role in a unit, and ultimately led a mission that 
resulted in his second life ambush. This time it was major. 
It happened on September 13, 2007 outside 
of Fallujah, Iraq, and he was one week from 
going home. The mission was a kill or cap-

ture mission, a common tactic in the war to go after high 
level Al Qaeda. Lt. Redman’s Assault Team came under 
heavy machine gun and small arms fire. Redman was 
caught in the crossfire … and then it happened.  
The moment that changed everything. 

He was severely wounded in the ensuing firefight, 
when a bullet entered the back side of his head and exited 
through his nose area. “I felt overwhelming feelings of 
being trapped,” Redman recalls. “I wanted to call a time 
out, but life doesn’t work like that. Within 4 days, I was 
back in the United States at Bethesda Naval Medical 
Center, overwhelmed, and wanting to just get out of this 
situation. I thought it was the end. I thought, ‘how will  
I move forward?’”

“Here again, I was experiencing another moment of a 
new beginning, new opportunity,” says Redman. “I was on 
the ‘X,’ the point of ambush, and I had to get off of it.”

Redman spent a grueling time enduring 40 surgeries to 
recover from this major life ambush. He had the choice to 
throw a pity party and play the victim, yet instead he chose 
positivity. He even placed a manifesto-style letter on his 
hospital door warning any negative people to stay out of 
his room nor anyone to talk negatively about his situation 
(see box on page 36). 

His letter was posted on social media by hospital 
attendees and it went viral.

Once he was healed enough, he returned to active duty 
until 2013, when he retired to pursue other endeavors.  
He has since used his life lessons to help others, including 
other injured soldiers, to get off the X.

The X Message
“Ultimately,” he says, “I have found that 

in life there are three kinds of life ambushes. 
A major ambush involves the mental, emo-
tional and physical self, and leaves behind 
big scars, such as how I found myself injured 
in a mission. A mini ambush is a schedule 
disruptor and creates a negative twist in 
your mindset, such as my being called out 
and sent to Ranger school. A micro-ambush 
is where you question your abilities, you are 

on the ‘X’ more so in your mind and have feelings of low 
self-worth or an inability to see a way out. This happens 
more often to most of us. From my experience, in all of 
these cases you must remember there is always a way out.”

As a result of his experiences, Redman developed a 
system that helps any person get out of a life storm with 
strength and resolve. He doesn’t promise anyone a mir-
acle, but instead he offers hope and a strategy that is 
life-changing if used wisely. The best advice he offers is to 
be prepared. “I believe the average person faces 5 major 
ambushes in their life,” Redman says. “Be proactive and 
ready for them – because they will come – instead of 
being reactive and blindsided in a weak state.”

“It is never too late to get off the X,” says Redman. 
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Jason Redman during military duty, right, 
and below after his injury. Redman, inset, 
at the Combat Support Hospital in Baghdad 
on Sept 13, 2007 – after emergency surgery, 
following the firefight that almost took his life. 
(Photos from Jason Redman)
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Automotive Recycling: What led you from wounded 
Navy SEAL to author and speaker?

Jason Redman: It definitely wasn’t a planned path, 
and don’t get me wrong, I have always liked to write, but 
never once thought it was on my bucket list that I would 
like to write two books. In some ways my first book 
wrote itself, because when I was injured, I had a trache-
otomy for seven months and two days, so in the beginning 
I was unable to talk. The only way I could communicate 
was by writing.

Everyone wanted to know what happened, so it got to 
the point I finally just wrote out step by step the events 
of the firefight. As people would ask questions, I would 
hand that to them. I then started reflecting on some of the 
other missions and began writing about those. Recovering 
over several years and 40 surgeries gave me a lot of time 
to write. 

I was still active duty military at the time. I went to 
my commander, showed him my writing, and said some 
people thought there might be something to my story.  
He really liked the humble nature and felt like it was a 
good leadership story and he gave me the go ahead to 
pursue. I brought in a cowriter who gave the story some 
structure. From there I started speaking to groups, like the 
wounded warriors and trauma victims. I enjoy speaking 
as it has a cathartic side to tell my story and to help others 
overcome.

AR: What does your basic message of “overcoming” 
mean to you?

JR: Everyone will encounter life storms. Most people 
average 5 major life ambushes. Most people waste a lot 
of time focusing on the past and what they have lost, 
the pain, what caused it, who they can blame, instead of 
moving forward out of it.

For me, it was my trident leadership failure, the enemy 
ambush on the battlefield in Iraq, and later, after I had 
left the military, the ambush came through a frivolous 
business lawsuit against a former business I owned. My 
levels of anxiety and stress, feeling overwhelmed, constant 
anxiety, I understand what you’re dealing with and the 
major life disruption it causes. I applied the principles I’ve 
described in the book Overcome where I teach people a 
step-by-step process – something I call the REACT Meth-
odology. With my system, someone can immediately start 
looking forward and start focusing on how they get out of 
that storm.

The REACT Methodology for success is:
R –  Recognize your reality: you are in a crisis. Admit it. 

This is the most important and hardest part.
E –  Evaluate your assets. Education or technology are 

examples of assets. Look at what you have and gain 
the knowledge you need and do it quickly. Don’t 
hesitate.

A –  Access possible assets. If I use my assets, how will 
it unfold. Don’t take the easy route. Plan for the 
long-term.

C –  Choose direction and communication. Most of the 
time you are not the only one on the X. Who else 
is being affected? Communicate the plan and bring 
them along with you on the way.

T –  Take action and execute. Make a decision and do it.
I believe we need to be proactive for future life 

ambushes; whereas most people are reactive. We all pro-
crastinate or flat out ignore immediate needs to take care 
of ourselves or to create a balance in family life. When a 
crisis-point comes, you’d better be prepared.

The first thing in the REACT Method is that you've got 
to recognize you’re in a crisis. This is probably the one 
thing that most people delay the longest.  No one wants to 
admit it. As a matter of fact, as human beings we have this 
natural desire to just kind of wish it'll go away on its own. 

Many in the automotive recycling industry are in real 
firefights. Recyclers should be embracing technology and 
staying current on trends and techniques. If they don’t 

Q&A In an interview with Automotive Recycling 
magazine, Jason Redman reveals more 
on his journey to overcome life’s ambushes 
and how others can do the same.
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Get Moving with Jason Redman 

Retired Lieutenant Jason Redman 

spent eleven years as an enlisted 

Navy SEAL and ten years as a 

SEAL Officer. On September 13, 2007, 

outside of Fallujah, Iraq, Lt. Redman’s 

Assault Team came under heavy machine 

gun and small arms fire, and he was 

severely wounded in the ensuing firefight. 

While recovering at Bethesda Naval 

Medical Center, LT Redman wrote and 

hung a bright orange sign on his door, 

which became a statement and symbol for 

wounded warriors everywhere. 

He was awarded the Bronze Star Medal 

with Valor, the Purple Heart, the Defense 

Meritorious Service Medal, two Combat 

Action Ribbons and the U.S. Army Ranger 

tab along with numerous other personal 

and unit awards. Lt. Redman is the 

author of The Trident: The Forging and 

Reforging of a Navy SEAL Leader, which 

details lessons learned in leadership and 

overcoming adversity throughout his Navy 

SEAL career, his service in Afghanistan and 

Iraq and his personal journey with his wife 

Erica and their three children. 

His new book Overcome: Crush Adversity with the Leadership Techniques 

of America's Toughest Warriors was released in December 2019 and 

divulges how to triumph over adversity using proven Special Operations 

habits and mindsets.

“From: The Management”

“If you are coming into this room 

with sorrow or to feel sorry for my 

wounds, go elsewhere. The wounds 

I received, I got in a job I love, doing 

it for people I love, supporting the 

freedom of a country I deeply love.  

I am incredibly tough and will make a 

full recovery. What is full? That is the 

absolute utmost physically my body 

has the ability to recover. Then I will push that about 20% further through 

sheer mental tenacity. This room you are about to enter is a room of fun, 

optimism and intense rapid re-growth. If you are not prepared for that, go 

elsewhere. From: The Management” 

–Written by Jason Redman and hung on his hospital room door.

know how, then seek out a mentor who can help. Yet, 
people hunker down and just stick their head in the sand 
hoping that, you know, with a little bit of time this crisis 
will just go away on its own. Well, that virtually never 
happens. Too often, it actually grows and gets worse and 
people live in denial. As humans looking to avoid the pain, 
we also have a tendency to self-medicate, with alcohol 
being one of the biggest problems, and some go even fur-
ther into drugs and other risky behavior. The reality is they 
never address the real problem in the beginning. 

Business owners tend to avoid acknowledging that there 
is a problem or bring their teams in to say, “Hey guys, we 
are in crisis mode, let’s work together to figure it out.” So, 
the most critical thing is getting people to recognize that 
they are in a crisis to get moving forward. The other steps 
are vitally important, but I would definitely say the ability 
to quickly recognize the crisis has the greatest impact to 
get off the X.

AR: What does it mean to “Get Off the X?”
JR: Getting off the X is a military term; the “X” is 

the point of attack, where you are receiving gunfire and 
explosions. An “X” in life is the point of an incident – 
divorce, sickness, lawsuit, accident, trauma, bankruptcy – 
you are on the X in that moment. 

To survive, you have to move. In the military, we call it 
“immediate action principles:” I am going to do option 
B to counteract bad thing A. Develop the mindset that 
you need to get off X immediately and start moving for-
ward as quickly as possible, even if it is painful. We have a 
saying in the military that “those individuals who get off 
the X the fastest not only survive, they thrive,” and even 
achieve elite status.

AR: The automotive recycling industry is in a bit of 
chaos right now, and some business owners feel stuck, 
don’t know what to do, or are really feeling alone. What 
is your advice?

JR: Build yourself up in key areas, what I call the  
“Pentagon of Peak Performance,” to be ready for any 
ambush or life challenge: Emotional, Spiritual, Mental, 
Physical, Social. There are no excuses. Refuse to have the 
pity party, and be the victor not the victim. These 5 key 
areas can help to find that balance in the middle of chaos.

It’s much better to be proactive and balanced for the 
ambushes that come; yet, understand and recognize when 
you are in a crisis it is not the time to be working on these 
key areas. 

The Pentagon includes leadership in the following areas: 
•  Physical – get in shape, get good sleep, watch what 

you eat and drink. This is always a good thing.
•  Mental – educating ourselves, pushing outside of our 

comfort zone, finding a good mentor, looking for pos-
itivity in the face of negativity.

•  Social – who do we surround ourselves with? The goal 
is to build our social circle and teams before the crisis 
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to seek guidance in the crisis … but it is never too late. 
No man is an island, and you are not unique. Many 
times, people isolate because they think their crisis 
is unique. The reality is that many people you know 
have experienced the same thing.

•  Emotional – clean up your emotional garbage. Don’t 
let past disappointments hold you back. Let them go 
so you can move forward.

•  Spiritual – focus on something that is outside of you. 
A faith, a charity. Many people have bigger problems 
than you. Helping them makes you feel better.

AR: Tell us about a pivotal time in your career, other 
than what we’ve already discussed, that awoke you 
from flawed thinking and made you change directions.

JR: After my military career, I started a business and 
found myself in a lawsuit.  I wished it would go away, and 
it didn’t and only got worse. As I dealt with the stress and 
anxiety, I sat on the X for a little while, looked for others 
to blame. I wasn’t making healthy choices. 

During this time, I went to the doctor and he said I 
needed to make some major health changes, or I would 
die of a heart attack. I have a family history of heart dis-
ease. It was a real wake up call for me. So, I acknowledged 
I was on the X. I knew I needed to take care of my health. 

I worked my way forward. The lawsuit was frivolous, 
it was dismissed, but I look back and see there were  
mistakes I made and things I procrastinated on and 
ignored that resulted in the suit. Eighty percent of life 
ambushes we find ourselves in, we participated in.  
We procrastinated; we didn’t deal with something.  
The anomalies, of course, are unexpected illness or injury, 
sexual trauma or loss of life. On all the other levels, there 
is something we could have done.  And that is hard to 
admit.

Ultimately, I knew I needed to apply the principles I am 
talking about. Interestingly, I hadn’t quite fully developed 
all this when this happened, and I was able to document it 
in the Overcome book.

AR: How does someone identify their weaknesses 
that hinder professional or personal success?

JR: Go ask other people, ask your friends. Find out  
in my business, am I a hot head? Am I micromanaging?  
Ask people their opinions. Come to grips with who you 
are and then amplify your strengths. My Overcome book 
helps people with this.

It is human nature that no one wants to acknowledge 
we have a flaw. Yet, it is our failures that makes who we 
are, not our successes. 
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AR: How do you shift from a perceived “my life is 
over” mentality to a “new beginning” mentality?

JR: Do something differently. Make some changes.  
Find new things. 

For automotive recyclers, technology is driving things in 
the industry. Embrace technology, collaboration, leverage 
resources together. It is incredibly difficult to “overcome” 
all by yourself. I could not have survived the enemy 
ambush by myself. Tom Brady cannot win a Super Bowl 
by himself. Leverage technology, leverage people and 
leverage strategies. 

If you focus beyond the storm, you’ll see that there is a 
way out. It may not be the end state that you thought it 
would be, and that is where it gets hard, but what is sup-
posed to be will unfold out of the darkness.

AR: During your injury, you posted a proclamation 
of positivity on the door of your hospital room that 
went viral on the internet. Do you think it is helpful for 
people to have some kind of symbolic statement? 

JR: I think it is; it is a proclamation of where you are 
going to go. Those who say, “I am going to be out of 
business in 5 years,” you will be. You are driving people 
away saying or thinking that. I personally want to hang 
out with those guys who are driven to go down fighting. 
We will do research, figure new ways to do business and 
create new paths. I call it a “mission statement.” It gives 
you something to rely on and to focus staying on track on 
a forward path.

AR: Do you have any final thoughts?
JR: The interesting thing about failure – you don’t have 

to work hard to achieve it.  

Caryn Smith is the editor of Automotive Recycling magazine, and 

covering the industry for over 20 years.

Embrace technology, 
collaboration, leverage 
resources together.  
It is incredibly difficult to 
“overcome” all by yourself.  
I could not have survived  
the enemy ambush myself. 
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BUSINESS    
 TUNE-UP

Current automotive recycling busi-
nesses are struggling, while others 
are booming. The Automotive 
Recyclers Association is tackling 
this widening gap of reality head 
on, and asking ARA members to 
join the effort. As part of the effort 
to help all recyclers, an emphasis 

on trust, unification, education and elevation of the 
industry were themes running through ARA’s 76th 
Annual Convention & Expo in Charlotte, North  
Carolina in October 2019. Marty Hollingshead, 
ARA’s Executive Committee 2nd Vice President,  
says it all starts with trust. “Communication is the 
Foundation of Trust,” he says, and when trust is 
present, all parties who participate thrive.

To build trust in the ARA in 2019, the leadership 
increased open communication, either through the 
monthly Town Halls, new initiatives like the FLARES 
(Future Leaders of Automotive Recycling Educational 
Summit), Mentoring Program, and offering ARA Uni-
versity as a member benefit, and increased the quality 
of information coming from the home office.

During the Convention & Expo, communication 
generously flowed. The convention backdrop was 
Charlotte’s NASCAR fast-track, but the queen of the 
city for ARA was empowerment. The convention 
was filled with so much information presented over 
45+ sessions, panels, keynotes and discussions that 
it definitely provided attendees with the educational 
wow-factor. The Expo was packed with almost 100 
vendors who brought their expertise and initiated as 
many one to one discussions with auto recyclers that 
could be packed into two-and-a-half days of show.

In the annual Affiliate Chapter committee meeting, 
then-President Jonathan Morrow said to state 
leaders, “You are the eyes and ears of your people, 
and we want to make sure all lines of communication 
are open with us in order to move the industry  
progressively forward.” Scott Robertson Jr., ARA  
1st Vice President, said of ARA’s desire to help initiate 
changes for the industry, “it is easier to make change 
happen on the state level, and we are committed to 
help you with that.” 

Following are select excerpts and photos with infor-
mation you can implement from the Convention. 

With more sessions and less fluff, attendees got right down to business 
at Accelerate! – ARA’s 76th Annual Convention & Expo in Charlotte, 
North Carolina. Here are some highlights! By Caryn Smith

PRACTICAL INFORMATION TO BOOST YOUR BUSINESS STRATEGIES.
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A ttaining unification is an issue for the 
industry, which is fragmented at times due  
to many factors. A refreshed and revived 

ARA Certification Program is an effort with hopes 
to bring consistency across all levels of the business, 
something that professional automotive recyclers 
often battle in their day to day operations. While 
the industry is inherently entrepreneurial and full of 
diverse business models, the bottom line is every auto 
recycler sells Recycled Original Equipment auto parts. 
A dynamic discussion is in motion on what certifica-

tion could be easily implemented and attainable for 
recyclers, as well as credible and recognizable outside 
the industry. With the exit of NSF from automotive 
recycling, the ARA is hoping to replace that program 
with their own multi-level program.

“We are looking for opportunity inroads to rela-
tionships with the OEMs,” says Shannon Nordstrom, 
Chair of the ARA Certification Committee. “They 
have a need to be serviced and we have a need for 
partners.” Certification being a buzzword in the OEM 
world could be the common ground to meet upon. 

Talk About Trade Groups:
All for One, One for All

One revitalized movement that has brought con-
sistency between sectors of industry businesses 
are the re-emergence of trading groups. Gone 

are the days of the phone-party-line cattle call for a 
recycled auto part, and come are the times of profes-
sional automotive recyclers join together through a 
common agreement and network, organized into an 
efficient, quality-driven and quick delivery focused 
network so no customer is ever told “no.”

Trading groups allow recyclers to connect within a 
region, typically about 4 hours apart for best results 
and establish a delivery route to efficiently move 
parts. Connecting through software, this kind of 
group allows auto recyclers to sell more parts (instead 
of keeping parts on a shelf for 6 months before you 
get a call for it), therefore creating cashflow to then 
purchase more cars. It takes about 4-6 auto recyclers 
to start a group and agree to terms of doing business, 
with someone to manage it as a neutral party.

CAR Update – Working to Unite the Industry Together
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New Hire Success Tips
“Are you hiring or are you building a team?”  
– Shannon Nordstrom 

• Treat every new hire as a treasure.
• Ask the input of your people as part  

of the intake process of a new hire.
• Get them quickly engaged. They are your 

opportunity to grow your company.
• Give reviews of the employee, talk to them  

about their future. Build them up and identify  
goals in their area. Check in on them in intervals. 
Review and repeat info.

• People deserve to know where they stand.  
Tell them what they need to know. Then,  
they won’t be surprised when they get fired.

• Provide every employee with an annual review. 
Make it special, such as take them to coffee or 
lunch. It is invaluable time to also get their  
feedback, too.

• Schedule department and team meetings a month 
ahead. Something will always come up,  
don’t cancel them.

• Hold annual company events, like picnics,  
parties or a family day.



“In the body shop sales scenario, the car 
owner says, ‘I want new parts,’ while the 
insurance company says, ‘Buy the cheapest 

parts to lessen repair costs.’ In between these two 
parties is the body shop owner working to make both 
happy,” says Tim Wall, owner of TNT Auto Body 
Repair & Service Center, Glade Hill, VA.

“Automotive recyclers are a part of the claims 
industry supply chain,” says Jeff Schroder, President 
of Car-Part.com. He stresses that while so much of 
the industry is now done digitally and online, rela-
tionships are still important. Although the insurance 
companies are making decisions on using recycled 
auto parts, you can push “labor time” to insurers as 
a benefit. On a recycled part, adding labor still will 
save the insurers money most of the time. Labor time 
is also the way a body shop can make up for any lost 
margin earned from buying that premium new part.  

In the use of quality used auto parts, there is no 
such thing as a perfect part, but there is a perfectly 
described part. To finding your path to success, Wall 
says you must, “Describe accurately; educate body 
shops; and don’t be the cheapest guy.” Use technology 
when there is a discrepancy between the part descrip-
tion and the part you are shipping to avoid surprises 
at the customer’s office. A photo of the part can easily 
be sent within an hour to confirm part order and 
increased labor expectations with the shop.

Wall suggests buying the body shop lunch and go 
talk to them about their business and their issues 
with parts, and explain how your business can help 
theirs. Be a part of the solution to their problem. The 
bottom line to selling to body shops: “Be consistent 
every time in order to be their preferred professional 
automotive recycler to your network of body shops,” 
says Schroder. 

Making the Most of Body Shop Relationships
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Tips to Optimizing eBay Sales
• Customers are typically excited to work with you on eBay.
• Don’t get hung up on the small stuff.
• Keep return rate between 3-7%.
• Be VERY transparent about product in your presentation.
• Use all parts codes with key words so your parts are easily 

found.
• Photograph a part as if it had no description.
• Describe a part as if it had no photo.
• Take photos of the part ON the car.
• Make sure your vehicle or part is well-lit.
• Clean the car before photographing.
• Be honest and sell with integrity.
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K risten Kingsley, Director of Safety, of the  
Alliance of Automobile Manufacturers –  
an association of 12 of the largest car manu-

facturers, and the leading advocacy group for the auto 
industry  – represented the organization in a session  
on vehicle safety and improvements. “I am here to 
build a relationship between the organizations,” she 
said. “I personally understand the importance of recy-
cling for sustainability of our earth and we cannot 
have cars sitting and rotting. I also own a 2007 car  
and appreciate you because they don’t make new 

OEM parts for my 
car.” With that said, 
she could not make 
any official com-
ments on the OEM 
Position Statements 
or Repair Proce-
dures reflecting 
badly on recycled 
original equipment 
auto parts. 

In opening remarks, Immediate Past President Jon-
athan Morrow stated the importance of having a rep-
resentative from the Alliance presenting at the ARA 
Annual Convention, and noted this is a large first step 
towards continued relationship-building with the only 
trade association that includes 13 of the major vehicle 
manufacturers as members.

Kingsley’s safety talk highlighted the OEMs efforts to 
comply with regulatory and watch dog organizations on 
implementing safety features to their makes and models. 
“There are 32,000 deaths a year in car accidents,” says 
Kingsley. “We are seeing an uptick in motorcycle and 
pedestrian fatalities. Also, 1 in 3 deaths are alcohol 
related. And, notably, 1 in 5 vehicles are operating with 
an open recall. NHTSA can’t get to 100% remedy of 
this, but we want to get to 100% accountability.”

The process to manage recalls at the automotive 
recycling facility was discussed. Kingsley noted the 
“parts lookup tool” freeautorecallsearch.org through 
Carfax that allows multiple VINs to be searched at 
one time. She also referenced EVSafetytraining.org for 
resources on hybrids and electric vehicles.

First Steps to Forging an Auto Alliance
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Congratulations to the
2019 STAR Award Winners! 
The 2019 STAR Awards were presented during ARA’s 
76th Annual Convention in Charlotte. Congratulations to 
all our award recipients noted below!

• Affiliate Chapter of the Year:  
Connecticut Auto Recyclers Association

• Certification Member of the Year:  
Pam’s Auto

• Member of the Year: Greg Condon (see page 49)
• President’s Award: Andy Latham
• Lifetime Honorary Members:  

Jim Counts, Mike James, DJ Harrington
• Apple Award: Ginny Whelan 

• Special Recognition Award: Becky Berube, 

Theresa Colbert, Amanda Zmolek
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As a new initiative launched in 2019, ARA pro-
vides an opportunity for ARA member auto 
recyclers to achieve next-level goals in their 

business and gain perspective from a fellow auto recy-
cler who has achieved similar success. The program is 
taking off and ARA is currently enrolling mentees for 
2020. This is an effort by the ARA to close the wid-
ening gap between top tier auto recyclers and those 
who might need a refresh, recharge, or revamp.     

The 2019 mentors and mentees gathered at the ARA 
Convention to discuss their year together. Most of the 
mentors and mentees spoke on the phone at least once 
a month, if not more, and most traveled to each other’s 
sites at least once. In an effort to keep those relation-
ships private, we won’t disclose the mentors or mentees 
names. 

Here are some of the results shared:
Mentor: “As we toured our mentee’s facility, we made 

notes of things to review or consider changing. The 
time spent was intense, and actually was an opportu-
nity for growth for me as well.” 

Mentees (brothers in business): Brother 1: “We are a 
second generation automotive recycler, working by the 
‘way we’ve always done it’ approach. We spent two 
days at our facility with our two mentors [business 
partners] who gave us 100 percent of their attention. 
We dove into the operation; things we never thought 
of before. Their experience puts them echelons above 
us, so the one-to-one time was invaluable. They had 
different skill sets, so as a family business, it helped us 
see how to work together better. The process was very 
interactive.” Brother 2: “We attend peer-to-peer meet-
ings, etc., but this is a rare opportunity. We have a big 
to-do list that resulted from our participation in this 
program and are still working through it. Their effort, 
patience and time is really appreciated.”

Mentee: “We are building a new building. With  
our mentors input, we built an outside area for fluids,  
big building for storage, shipping and recovery, and 
washer area.”

Mentee: “I am a third generation auto recycler buying 
the business in January. I was able to get advice on the 
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Automotive Recycling: Going  
into the mentoring experience,  
what were your expectations? 

Mike Meyer: We were hoping to 
help another owner with unique ideas 
or a new outlook to grow their busi-
ness. For us, it was about supporting another recycler  
in a positive way.

 
AR: In the end, how was the experience different 

than what you expected?
MM: We learned that talking through the “why”  

of our process actually helped us improve our facility. 
We had an incredible experience because our mentees 
were engaged and eager to implement new ideas.

 
AR: How were you able to help your mentee?  

What issues were they looking for guidance on?
MM: Business direction and business focus. Our 

mentee used the information from the mentor program 
as one source for making decisions. This experience, in 
combination with other input from the industry, helped 
them make the best decisions. Our mentor/mentee rela-
tionship developed into a sounding board to talk about 
many viewpoints and help in decision making.

AR: How did you meet together,  
and what do you suggest is a good 
system for this kind of relationship?

MM: Monthly conference call which 
would last 90-120 minutes. Multiple 
emails monthly. Facility tour at both  
the mentor and mentee yards.

 
AR: Did you learn anything from  

the mentee or from the experience? 
MM: We learned that explaining the 

“why” behind our policy and procedure will sometimes 
uncover areas for improvement. It’s too easy to have a 
procedure because it’s the “way you always did it.”  
In our industry, we need to be constantly asking our-
selves and each other, why do you do it that way?  
This is a powerful business development question.

 
AR: Why do you believe that mentoring  

is a valuable ARA Program? 
MM: The mentoring program provides a platform 

for automotive recycling facilities that are in any stage 
of business to have a powerful resource for decision 
making. The program used in combination with other 
industry resources can have significant positive influ-
ence on a frustrated owner/facility.

If you are interested in more information on becoming a mentor 

or being mentored in ARA‘s 2020 Mentoring Program, contact 

staff@a-r-a.org.

Q&A With Mentor  
Mike Meyer,  
PAM’s Auto, Inc.

Dive into ARA's Mentoring Program
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direction we are headed and on how my buying the 
business would work. Things are flowing a lot better.”

Mentee: “After thirteen years in business, there was 
always a problem with payroll. I thought maybe we 
have to refocus, maybe this could be the end. We 
wondered how this could help, and how it worked.  
When our mentor flew to our facility, I told my guys, 
‘He’s here, what are we going to do? What’s he going 
to do here?’ We showed him around, and he took 
some notes. Later, we flew to his facility. We saw one 
thing immediately that we were doing wrong. We buy 
[inventory] to get the deals. We didn’t have a system 
or know our numbers. Our mentor is focused on the 
numbers when he buys. We saw a difference imme-
diately in four to five months. Now we know how 
much we can make from a car. You gotta buy sales, 
not deals.”

Mentor: “In this program you are only successful if 
you put the work into it. It’s up to you to roll up your 
sleeves and do the work. It’s not easy, but it’s a great 
industry.”
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Expo: Exhibits & Expertise

The annual gathering of the automotive recycling 

industry‘s finest did not disappoint service 

vendors, consultants, shipping reps, machinery 

manufacturers, software providers, and others, who 

were on hand to discuss with attendees all their 

advantages to an automotive recycling business. 

Paul Mitchell, president of Texn Rewards, summed 

up the whole convention and expo as, ”One of the 

best conventions yet. From the programming to 

the exposition, ARA did a top notch job. I am really 

impressed and glad to be a part of it.“

The Expo is a highlight of ARA‘s efforts because it 

affords attendees the chance to meet and mingle at one 

of the largest expos for this industry in the world.
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Greg Condon of Condon’s Auto Parts (Westminster, 
Maryland) was proactive to inspire automotive recyclers 
to communicate with each other for everyone’s benefit 
in the “Professional Salvage Yard Information Forum” 
setting. He is an inspirational figure in automotive 
recycling, with a knack to bring people together. 
Automotive Recycling Magazine interviewed Greg  
to find out more about him and his idea to bring auto 
recyclers together through Facebook.

Our story is much like many other salvage 
yard families. My grandfather, Ralph 
Condon, started the business in 1954 as an 
auto repair facility that slowly accumulated 
cars and started selling parts off those cars. 

My father, Jerry Condon bought the facility in 1978 with 
three employees. 

In 2005, I graduated college and started selling parts 
on the front counter the next day. I have worked every 
position in the company other than vehicle dismantler. 
Honestly, I am not that great of a mechanic and would 
probably do more harm than good tearing cars apart! 
When I moved into general manager role in 2010, we had 
18 employees. We currently have 38. 

I was always interested in expanding the business, just 
as my father had done after purchasing from his father. In 
2017, we joined PRP-NE in an effort to have better access 
to quality recycled parts to feed the need of our growing 
customer base. Through the partnership with fellow recy-
clers and Team PRP, we have been able to expand rapidly 
in the past two years. Ten of those 38 employees have been 
added in the last 24 months. 

Automotive Recycling: How did you get into the 
industry? 

Greg Condon: In high school, I took a few AutoCAD 
and drafting classes. I have always and still do have a huge 
interest in housing, construction and real estate. I was 
thinking of becoming an architect, but after visiting and 
being accepted to several colleges I decided that a business 
track was better suited for me. In 2005, I graduated on 
Sunday and was selling parts on Monday. I haven’t turned 
back since. 

AR: What attracted you to the business?
GC: I have pride in our family business and everything it 

has provided for our family and the families of all our great 
employees. While I have been told many times over by the 
“old-timers” that this business is not as easy or good as it 

      Recycler to Watch

        Greg Condon

used to be, I see some real potential for small- and medi-
um-sized family businesses to succeed for years to come. 

AR: Who are your “heroes” in the business who 
directly or indirectly mentor you or whom you follow? 
And why?

GC: The obvious answer here would be my father and 
grandfather. Both of those men have and had work ethics 
that rival anyone I know. They positioned the company 
perfectly for me as the third generation to get it to the 
next level. But both my mother and grandmother were a 
huge part of their strength in the business. The fact that 
they were there to keep the family together and going in 
the right direction is a huge part of why my father and his 
father were successful. 

I would be remiss not to mention my wife along with 
the rest of my family. She is a fantastic wife and mother to 
my two amazing daughters. Her help allows me to work 
some crazy hours and vent about the pressures that my 
work life puts on me sometimes. 

There are dozens of people in the industry that I look to 
with great respect. It would be impossible to name them 
all in one article. I have learned so much from some of the 
smartest minds in the business. Many of them are techni-
cally my competitors, but still they openly share thoughts 
and ideas that help us all grow. That is really one of the 
biggest reasons that the Facebook page has been so suc-
cessful.  Just scan through the posts in the group and take 
a look at how competitors will openly give away secrets 
they have learned over the years to help others. 

As far as mentors are concerned, I have almost too 
many to list whom I know I can call with questions and 
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problems. I have gained most of these connections from 
attending industry conventions like ARA and URG.  
Also, participating in consulting peer groups has given me 
insights that I could have never stumbled on by myself. 
The members of those groups are competitors, but they 
understand that a rising tide raises all ships. If we work 
together, we are all better for it. 

Outside of the industry, 
I have a group of guys in 
my hometown that I regu-
larly meet with as part of an 
accountability group. We are 
not all business owners, but 
are all highly motivated to 
make ourselves better men, 
husbands, fathers and people. 
I highly suggest finding or 
creating a group like this for 
yourself. Make it diverse. 
Reach outside of your comfort 
level when creating the group. 
Do not make it with just your 
friends, but all of you will end 
being great friends. 

The last heroes who do 
not get enough credit are the 
people that keep the busi-
ness running every day. Our 
employees are heroes as well. 
Without a good team; none of 
our companies would be able 
to do what we do. Owners and 
managers need to be there to 
steer the ship, but there would 
be no ship without the team. 

I struggle on a daily basis to give enough recognition to 
those around me that help me accomplish most of the 
crazy ideas that pop out of my brain. 

AR: What things have you learned recently that have 
helped your business

GC: Business is simpler than most of us understand. 
In today’s world there is an app for everything, and that 
makes us spend too much time learning and not enough 
time doing. I am constantly seeking out learning oppor-
tunities. But I also have learned to stop, take some time 
to digest what I have learned, and figure out how to put 
it into use in my company. There is no benefit to learning 
anything new if you can’t find practical application for 
that knowledge. 

At one time or another everyone has heard of KISS 
(Keep it Simple, Stupid). If we are constantly finding solu-
tions to all the fires that we put out every day instead of 
finding the source of the flames, we will end up with an 
intricate maze of systems developed to fix the symptoms 
and not the source of the issues.

AR: Why did you start the Professional Salvage Yard 
Information Forum on Facebook?

GC: During and after college, I participated in numerous 
online forum websites related to my hobbies and ATV 
racing. There were 100’s of posts every day and I actually 
got to meet and become friends with many of the mem-
bers of those forums. The wealth of knowledge and will-
ingness to help was amazing to me. I thought that maybe  
I could bring some of that to our industry. Not everyone  
is able to attend meetings and conferences. 

When I started the Facebook group, my intention was 
to create a similar environment, but without spending the 
money to start a new website. I also knew that with the 
short attention spans of people today, getting them to go 
to another website every day was probably going to be 
hard. Most people already have a Facebook profile for 
themselves or work, so they would already be logging  
into Facebook each day. 

AR: How do you think it helps others?
GC: I started the page with the intention of only the  

best of the best being allowed to join the page at first.  
I wanted to keep the content strong and truly only contain 
ideas that is what the best really should be doing. This was 
short-sighted and probably limited its growth in the first 
year. After the page got some traction, I allowed all sorts 
of facilities to contribute what they thought was positive, 
and let the masses sort out the quality information. 

What happened was, members of the Forum have held 
each other accountable. When someone posts something 
of questionable character, or a “junkyard” mentality, 
many of the members are quick to question them and raise 
counter points as to why they believe that information to 
be less effective or less positive. This has opened the eyes 
of many members as to what a truly professional recycling 
facility really should be and how one really should be 
operating. 

Just today, a conversation about ECM’s and return  
policies was questioned. Some good points were brought 
up on both sides and not everyone will always agree.  
But if we want our industry to progress, doing it as we 
always did probably isn’t the quickest way forward. 

I also wanted to spread information to make all  
recycled original equipment auto parts businesses better.  
This included some that might not be considered “pro-
fessional” or up-to-standard of where the industry is cur-
rently headed. But without a place to gather some edu-
cation about how the best in the industry are doing what 
they do, how can we help those operations improve? 

I have been told many times by some operators from 
“junkyards” that they want to get better, but didn’t know 
how to take the first few steps. It’s not like many local 
community colleges offer degree programs in Salvage Yard 
Management. I hope the page can continue to be a good 
resource to learn from those who were in that junkyard 
mentality and now operate first-class recycling facilities. 
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Greg Condon, left, is a third generation 
automotive recycler and founder of the 
Professional Salvage Yard Information Forum 
on Facebook. His father Jerry Condon, right,  
is owner for 40 years of Condon’s Auto Parts  
in Westminster, MD.
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Get in the Forum
To join the Professional Salvage 
Yard Information Forum go to 
https://www.facebook.com/
groups/PSYIF (when requesting 
to join, please answer all three 
questions, it helps keep members 
known to be in the industry.)

AR: Has the Forum lived up to your expectations?
GC: It has far exceeded my expectations. In today’s 

world of 6-second click-through rates on YouTube videos, 
the fact that so many people keep coming back every day 
is impressive. I have had many people tell me that the  
only reason they still have a Facebook account or come  
to Facebook every day is to check in on the Forum.  
There have been requests to branch the Forum out in 
several different ways. I and other members have started 
other pages, some with more success than others.  
But it goes back to my simplicity comment from before.  
It’s impossible to be good at every great idea. 

AR: What other thoughts do you have to share with 
your fellow automotive recyclers?

GC: I will wrap up with a few quick comments. We are 
all in this fight together. While we are competitors, we also 
need to be allies. As with all businesses, there are constant 
struggles that we will face, and as a united front we will 
be much stronger. The more professional we all operate, 
the better our image will be with the consumer. Stop deliv-
ering parts not as they were described in our Yard Man-
agement Systems. Stop delivering dirty greasy motors and 
not standing behind our warranties when we do have a 
failure. The better everyone does the better we all do. 

With the complexity of 
today’s vehicles, getting the 
right part to the consumer the 
first time is paramount in our 
industry doing well in the next 
evolution of our businesses. 
Help ARA fight for VIN-level 
build data on cars to match 
the proper part to the order 
the first time every time. This 
helps the insurance company 
save time and money, and the 
weekend repair warrior not 
getting frustrated when the 
“junkyard” sent him another 
wrong part and then orders a 
new aftermarket part instead. 

We are all in this fight 
together. There is a lot of good 
still to be had in this industry. 
I’m going to steal a line I saw on Facebook from Mike 
Kunkel the other day. “Let’s make these the days the ones 
that the next generation looks at in 20 years and calls the 
‘good-ole-days.’” Thank you for taking the time to read 
this and I hope to see you in the Forum. 
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Medical  
Marijuana

Corporate America was rocked by a 
recent decision in Arizona, where 
Walmart – one of the nation’s largest 
employers – lost a discrimination case 
involving medical cannabis. The ruling 
was remarkable insofar as Walmart 
had been the successful defendant-em-
ployer in one of the first, landmark, 

federal cases after medical marijuana became legal in a 
number of jurisdictions. 

That case, Casias v. Walmart, was decided in the U.S. 
Court of Appeals and held that Walmart did not need to 
accommodate employee Casias’ off-duty use of medical 
weed (which was legal under his state’s medical cannabis 
law) under the Americans with Disabilities Act (ADA) 
because the drug remained illegal at the federal level. 
Marijuana has long been classified as among the worst 
illegal drugs, under the federal Controlled Substances Act. 
The new Arizona case, as discussed below, was among 
a number of new decisions across the U.S. where appli-
cants and employees are starting to prevail in their cases 
– either because their state’s medical cannabis law confers 
employment protections, or because they are suing under 

a state disability protection law that is interpreted more 
liberally than its state analog.

Medical marijuana is now legal in 34 states plus the 
District of Columbia, and recreational marijuana is now 
legal in 10 states plus D.C. The vast majority of American 
workers, consequently, live in states where use is legal  
(at least off-the-job). But while use may be legal, and 
impairment may be fleeting, positive drug tests linger 
… in some cases for weeks or even more than a month 
depending on a variety of factors (frequency of use, 
amount of use, sex, and even weight and metabolism). 

Another complication is that a half-dozen states now 
require employers to reimburse workers for the cost of 
medical cannabis, if it is used for treatment of worker’s 
compensation injuries. This creates a situation where the 
employer may end up firing a worker who tests positive 
upon return to duty, because of cannabis the company 
bought for him weeks earlier! Other states are holding 
that, if a cannabis card holder tests positive but is not 
impaired, and is fired anyway, it is not disqualifying  
“misconduct” under state unemployment insurance laws.

Further complicating the argument for the ADA 
employer defense of “direct threat to safety” regarding 
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Medical marijuana laws prompt 
changes to HR & safety policies. 
By Adele L. Abrams, Esq., CMSP

And      The Workplace
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hiring or retention of a cannabis 
patient/employee, is a report 
showing workplace fatalities are 
down by an average of 19.5 
percent in the 29 states and 
D.C. studied where medical 
cannabis has been legalized. 
The study, published in the 
International Journal of Drug 
Policy, may seem counter-in-
tuitive, but has forced consid-
eration of whether workers 
who can legally use medical 
cannabis are turning to that, 
rather than alcohol or opiates, 
to deal with chronic pain. Nor 
was this finding an anomaly:  
the strength increased over time, 
with mature medical marijuana law 
states (5 or more years legal) experi-
encing a 33.7 percent reduction in the 
expected number of workplace fatalities. 

In federal news, the Congressional Research 
Service (CRS) has issued a report showing that 
the presence of THC in the blood is not a consistent 
predictor of either driver impairment or performance. 
Researchers wrote: “Studies have been unable to consis-
tently correlate levels of marijuana consumption, or THC 
in a person’s body, and levels of impairment. Thus some 
researchers, and the National Highway Traffic Safety 
Administration, have observed that using a measure of 
THC as evidence of a driver’s impairment is not sup-
ported by scientific evidence to date.” 

The CRS further stated that data is conflicting as to 
whether cannabis use plays a role in traffic accidents, con-
sistent with prior NHTSA studies. Six states now impose 
various per se THC limits (IL, MT, NV, OH, PA and WA) 
for impaired driving, while 10 states impose zero toler-
ance per se standards (AZ, DE, GA, IN, IA, MI, OK, RI, 
SD, UT). Colorado infers impairment at 5 ng/ml. 

Another issue confronting employers is the proper 
cutoff level for THC used for testing. Other than where 

prescribed by law (e.g., for Commercial Drivers under 
federal DOT laws), or by contract, there is no require-
ment for employers to test for marijuana – much less is 
there a gold standard for the correct cutoff level or for 
gauging actual impairment versus recent use (within past 
24+ hours). 

Too low a cutoff, or confirmatory level, and you may 
capture individuals as “positive” who have not used mari-
juana in days and have no psychoactive impairment. This 
can have consequences, of course, if the test is conducted 
post-accident (where worker’s compensation coverage 
may be denied by the insurance company) or when it 
is used to terminate employment. In a recent accident 
case, the employee tested negative at the 50 nanogram 
threshold but positive at the 15 nanogram confirmatory 
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level used by the employer. As a result, his 
employment was terminated notwithstanding 
his outstanding worker’s comp claim. 

Another confounding factor is the growing 
popularity of (legal) use of CBD, a derivative 
of the hemp plant, which can be sold over the 
counter or internet for pain relief, insomnia, 
and a variety of other purported health 
claims. It is also increasingly being infused 
into foods and even coffee. The problem is, 
legally CBD oils or products can contain up 
to 0.3% THC. This is a level that will not 

cause any impairment or create safety issues. However, 
the federal Food & Drug Administration (FDA) has yet 
to regulate CBD – it only became legal last year as part 
of the federal farm bill allowing hemp cultivation and 
product production on a wide scale. 

At a recent FDA hearing, it was revealed by researchers 
that, out of 18 CBD products tested that were sold over-
the-counter, only one of them actually contained the 
amount of both CBD on the label and the legal amount  
of THC. Some products contained far more THC than 
was legal, which would easily cause a user to inadver-
tently flunk a drug test even without signs of impairment.  

Some products contained too little CBD, or even synthetic 
substitutes (dextromethorphan was found in one) that 
could cause unwanted health effects. 

So, unless a CBD product is purchased through a legal 
cannabis dispensary (where all products must be grown 
locally, manufactured locally, tested and labeled as to 
components), it is a gamble when buying CBD – whether 
online or at a retail store in the local mall. For employers, 
this means that employees who test positive for THC 
but do not show signs of impairment may have a legit-
imate defense that they have not smoked pot, but only 
used CBD. Employers will need to determine whether to 
raise cutoff test values, or change policies in light of this 
development.

It is critical for employers to understand that old, 
generic zero tolerance policies that do not take impair-
ment into account may lead to new legal exposure. 
Newer medical cannabis laws are building in protections 
for workers and applicants that can force employers to 
consider whether to permit off-duty use for medical treat-
ment, just as they would allow off-duty use of prescribed 
sleep or pain medication. This year has yielded a bumper 
crop of new laws affecting the legal use and the rights of 
medical cannabis workers as well. 

It is critical for employers to understand that old,  
generic zero tolerance policies that do not take impairment  

into account may lead to new legal exposure. 
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Resources
For information on your 

state‘s laws and other 

resource articles pertaining 

to medical marijuana, visit 

National Conference of State 

Legislatures website at 

www.ncsl.org/research/

health/state-medical-

marijuana-laws.aspx
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Adele L. Abrams is an attorney and safety professional 

who represents companies in litigation with OSHA 

and also provides safety training and consultation. 

Sarah Korwan is an attorney who handles cannabis, 

employment and safety law in WV. The Law Office of Adele L. 

Abrams PC has three offices: Beltsville, MD; Denver, CO; and 

Charleston, WV. They may both be reached at www.safety-law.

com or (301) 595-3520.

The following are a few new legal developments to be 
aware of, as you effectively design and administer sub-
stance abuse prevention programs. 

• ARIZONA: In the latest Walmart case, the retail giant 
recently lost in AZ. In Whittier v. Walmart, the court ruled 
for the employee who was fired after testing positive in a 
post-accident drug test. The court held Walmart did not 
provide proper expert testimony to show that the worker 
had a sufficient amount of THC in his system to support 
termination. AZ has one of the country’s most liberal med-
ical cannabis laws in terms of protecting workers’ rights. 

• ILLINOIS: Illinois became the latest state to legalize 
recreational marijuana. Its law includes broad employer 
protections to restrict on the job cannabis use, to dis-
cipline workers who violate “reasonable” policies that 
govern use, and storage and smoking of cannabis in the 
workplace. Recreational cannabis will go on sale there in 
January 2020, but it will only be legal to smoke in one’s 
home or onsite at some cannabis-related businesses. Use 
is prohibited in public, including in motor vehicles. The 
legislation also provides for expungement of old criminal 
convictions for possession unrelated to any violent crime. 
Current Illinois Law considers drivers with 5 nanograms 
or more THC blood concentration guilty of driving 

while impaired, but a DUI Task Force is considering best 
methods for roadside testing. 

• NEW YORK: While legislation to legalize recreational 
marijuana statewide never made it to the finish line this 
year, Gov. Andrew Cuomo is a strong supporter, and this 
will no doubt re-emerge in the next session. The pro-
posed 2019 recreational pot measure would also place 
the burden on employers to establish that a worker was 
“impaired” on the job. At the municipal level, New York 
City enacted an ordinance banning employers from con-
ducting pre-employment tests for medical marijuana. 

More state law changes are coming and employers with 
multi-state operations would be well served to review their 
policies on this subject and related drug testing programs, 
in light of this evolving area of employment law.   
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Whether you’ve been in 
business for five years 
or 50, the nuances of 
managing a successful 
automotive recycling 
business are ever 
changing. That’s why 
Automotive Recycling 

Magazine recently interviewed Rob Rainwater, general 
manager of Cornell’s Auto Parts (Queensbury, New York) 
on the “Do’s and Don’ts of Running an Automotive  
Recycling Facility.” This was a session he presented at  
last year’s ARA 76th Annual Convention & Expo.

Automotive Recycling: What are the three biggest 
mistakes made? And how do you correct them? 

Rob Rainwater: I have been in the automotive recycling 
business for more than 30 years. I was at one company  
for a long time and I left and went to a much smaller com-
pany and I was able to turn that company around in three 
years. Then I left there and went to the current company 
that I’m at, which is a much smaller company and I have 
helped turn this company around. 

Through my experience of working at these various 
companies, one thing I saw is that they never had plans  
or goals. They had nothing they were trying to achieve.  
So one of the biggest mistakes that I see companies make 
is having no goals. 

When running an operation, every company needs to 
focus on answering the questions of “What is our com-

pany? What are we about? Are we about selling newer 
parts for cars? Older parts on cars? Who is our customer 
base? What are our goals and how are we going to 
achieve those goals?”

Re-evaluating and watching your goals and your bud-
gets should be done weekly and quarterly and reassessing 
them frequently. For example, if I have a sales goal and in 
the first quarter of the year, I end up hiring a new sales-
person and that person’s level of experience means the 
sales goal is being met sooner. I may need to readjust the 
sales goal for the year or we are just going to blow them 
out of the water. That’s why the goals across the company 
need to be re-evaluated, monitored and communicated 
frequently. 

Most of the people come into this industry and they 
simply follow what their father or their grandfather did 
and there was never any plan or any goal. Remember  
a goal without a plan is just a wish. 

Another mistake I see companies make is having a sense 
of complacency as it relates to employees. I didn’t grow 
up, go to high school and attend the few years I spent in 
college, thinking, “I want to go work at the junk yard.” 
A lot of people don’t understand this industry and what 
it’s about, so it is very hard for us to find good employees. 
And when we get them, a lot of times we settle with,  
“Hey, Joe shows up every day and he’s a really good guy. 
But his production level of work isn’t up to par with what 
we really need.” 

But we settle because it is hard to find a replacement 
and it is cumbersome for us to train them. Let’s be honest, 

Do’s and Don’ts of 
Running an Automotive 
Recycling Facility: 

A Q&A with Rob Rainwater, 
General Manager of Cornell’s 
Auto Parts. By Maura Keller 
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a lot of us just work throughout our lives. We didn’t go  
to school, we didn’t learn how to be leaders, and we 
didn’t learn how to interview or even how to lead teams. 
There is a lot of complacency that I see because we settle. 
Over and over I see people in this industry settle for 
sub-par work.

To offset this complacency, training is vital. We don’t 
train well enough. We simply don’t have good enough 
training programs. The way you are going to get great 
employees or team members is by training them to 
become great team members. Set expectations and estab-
lish measurements and consequences. You need to com-
municate to employees what is expected of them and 
how you are measuring their success at meeting these 
expectations.

AR: What are the top DO’s when running an operation 
and why are they important?

RR: One of the most important “do’s” is catching 
people doing something right. Don’t waste your time 
walking around looking for all the things that are wrong. 
We don’t spend enough time walking around and telling 
people they’ve done something good. A lot of us try 
and catch people doing something wrong. Rather than 
walking around all day looking for the bad, walk around 
and look for the good. Tell someone, “Great job. You 
are doing that right.” You will get a lot more from your 
employees with that technique. 

I also stress that recycling companies need to treat  
their business like a factory and maximize it’s efficiency.  

I consider a salvage yard or recycling center a factory.  
We bring in raw material, we run it through the factory 
and we produce things to resell or recycle. But what hap-
pens is that people simply aren’t maximizing their factory. 
For instance, they may have three lifts but only use two. 
Or they have three lifts with sub-par employees that are 
not maximizing the factory to run at its full potential. 
So any factory that runs at 50 percent is going to have 
50 percent of the output. 
Evaluate your business as 
a factory and determine 
how to make it as efficient 
as possible.

AR: What are the top 
DON’TS when running  
an operation?

RR: One of the top 
“don’ts” is hiring friends 
and family. Another top 
“don’t” is ignoring technology. I think many people  
are running with technology and others are ignoring it. 
This includes the internet, car parts, computer systems, 
work order management and all the electronic data 
matching issues that can happen. If you are ignoring  
technology, you can really be behind the times. You are 
just not going to be successful. 

This leads into the other issue to avoid: being so afraid 
to fail that you never make changes. Some people are 
in the mindset of “we do it this way because that’s the 

To offset complacency, 
training is vital. The way  
you are going to get great 
employees or team members  
is by training them to become 
great team members. 
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way we’ve always done it.” If you aren’t evaluating your 
company goals and strategies that means that you aren’t 
changing. I don’t mean to sound cliché but the definition 
of insanity is “doing something the same way over and 
over and expecting different results.” Owners and man-
agers run their yards the way they always have from 1962 
and then they expect to keep getting better, but it’s not 
going to. Learn new skills. Learn Excel and how to do 
spreadsheets. Attend industry meetings and continue to 
educate yourself in order to stay current.

AR: Tell us about your back-
ground and your experience?

RR: I started as a part-time 
driver in 1988 and started full 
time in sales in 1992. I have had 
the pleasure of being a sales man-
ager and general manager at three 
facilities. I had successfully been 
a part of building Jerry Brown’s 
Auto Parts, Bishops Auto Parts 
and most recently, Cornell’s Auto 
Parts. I have managed yards from 
10 employees to 60 – you could 
say all shapes and sizes. I have sat 

on PRP and PRP National and URG boards and com-
mittees on a state and national level. I also have been 
consulting and teaching in the recycling industry for the 
last 17 years throughout the U.S. and Canada. Automo-
tive recycling is all I know. I am very passionate about the 
industry and so proud to be a small part of it.  

AR: What was one pivotal DON’T that you learned 
from your business experience?

RR: I’ve learned that you can never have enough com-
munication. It is important to learn how to communicate 
with people to get the most out of them. This is priceless. 

One tool that I use is called DISC. DISC is a behavior 
assessment tool based on the DISC theory of psychologist 
William Moulton Marston, which centers on four dif-
ferent personality traits, which are currently Dominance, 
Influence, Steadiness, and Conscientiousness. Knowing a 
person’s personality traits and patterns of behavior allows 
you to understand how they approach work and respond 
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to communication. And it is important to communicate 
with your entire organization at different times and in 
different ways. 

For example, in addition to communicating about 
the goals of the company, it is important that everybody 
understands what the cost is every day to open up the 
door. Everyone in the company needs to understand 
what it costs us to sell one part. They need to understand 
what the overhead is, what the payroll is, and understand 
where we are. I also share what we invest back into the 
company and what type of return I expect to have on that 
investment. 

AR: How did being a part of PRP help you in business 
and do you recommend participation in buying groups?

RR: I cannot say enough about being a part of a group! 
Being able to learn from a group of your peers and help 
others is priceless. You can never have enough parts and 
having access to more parts is the backbone to being suc-
cessful. It can be a small group or large group, a round 
table group, or profit team. It starts with being a part of 
ARA at a state level and making sure you’re up-to-date 
with legislative issues and all the changes happening. You 
can never stop trying to learn. As soon as you stop, you die.  

AR: Does making mistakes make you a better  
businessperson or hinder attempts at growth?

RR: If you are not making mistakes and failing then 
you’re not trying to be better. Better does not mean 
wealthier, it means growing as a person, owner, manager 
or co-worker. Strive to be the best in class and having a 
company that people want to work for. Life is too short to 
sweat the small stuff. I want to go to work each day with 
a smile on my face. 

AR: Do you think having a mentor is helpful and why? 
Did you have a mentor and what was your experience?

RR: Yes. You always need someone to look up to and 
someone to talk to. I have been so lucky to have worked 
with and known so many great people over the last  
32 years that I don’t know where to start. 

The first person I have to mention is Larry Brown.  
He gave me a chance and I took that chance and ran with 
it. Mike Colsten from Don’s Automotive Mall was my 
mentor for many years. I learned so much from Mike and 
I will be grateful to him forever. A few others I have to 
mention are Jerry Brown and John Cahill Sr. – these two 
grumpy old men taught me some very valuable life les-
sons. Lastly, my wife Clare has taught me how to be kind 
and care for people and care about myself.  

If you are not making  
mistakes and failing  
then you’re not trying  
to be better. Better does 
not mean wealthier, 
it means growing as a 
person, owner, manager  
or co-worker. 

Based in Minneapolis, Minnesota, Maura Keller is  

a seasoned writer, editor, and published author, with  

more than 20 years of experience. She frequently  

writes about recycling and business-related topics  

for various regional and national publications.

Rob Rainwater presents 
his session on the 
“Do‘s and Don‘ts of 
Automotive Recycling” 
at ARA‘s recent 
convention.
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Automotive recycling is driven by inventory derived from 
totaled vehicles obtained mostly through auctions and pri-

vate sellers. Vehicle acquisition now happens online in real-time. 
Even though this not new technology, it is not as straightforward 
as it was when you could kick the actual tires and bidders were 
all in the same room. Now, you also must master managing the 
auction’s platform and compete for vehicles in a much larger 
buying pool that includes international buyers.

For over a year, IAA has been rolling out a new platform 
design that started in Canada and now is released in the U.S. 
John Kett, CEO and President of IAA, recently spoke to Auto-
motive Recycling to share his thoughts on their progress.

The New Platform: AuctionNow™ was developed over sev-
eral years. We are listening to our buyers. We spent a significant 
amount of time researching and interviewing buyers, and what 
they want and need as they buy vehicles. The new digital plat-
form brings with it significant enhancements and the overall 
response has been tremendous. We deployed it in Canada several 
years ago, and now it is rolling out in other markets, like the U.S., 
with the overall feedback being positive from our perspective.

Platform Changes: We made it more flexible for buyers to 
arrange the platform the way they like to participate. The new 
version is very intuitive. It can show 12 auctions simultaneously, 
and is built for efficiency. We added a search function where 
buyers can search for specific vehicles. We’ve seen increased 
engagement resulting from this. And, in addition, we’ve added a 
lot of information to help buyers adapt, along with a great cus-
tomer service team who speaks 12 languages.

We have all web-cam auctions, there are no downloads 
required. And it is usable on any platform, including mobile 
devices. We also offer multiple digital channels and timed auc-
tions. Before a live auction, we have published predetermined 
prices for pre-bids. 

In-Person vs. Digital Experience: We have auctions running all 
across the United States. A number of those locations still hold 
live in-person auctions with an auctioneer because they are large 
markets for us, and we don’t want those buyers to disengage 
from the marketplace. They tend to be in southern United States, 
along the coast near ports. 

But, eliminating the auctioneer is something we are consid-
ering. It may take some time to determine the impact of that 
decision, but we are looking at it.

Automotive Recyclers: We estimate that auto recyclers are 
about half of our bidding community, depending on the license 
they hold – recycler or re-builder. We have over 200 facilities 
throughout the U.S., Canada and the United Kingdom, each 
hosting one sale bi-weekly or weekly. Automotive recycling is 

a really efficient market. Recyclers, as buyers, 
know the parts they need. 

New Technology Vehicles Total Loss: The cost 
of technology is affecting what vehicles are clas-
sified as total losses. Plus, the cost of the repairs 
and labor rates – these factors are driving higher 
percentage of cars to be declared a total loss 
where the damage isn’t otherwise significant.

With the emergence of electric vehicles, our 
inventory for those is below 5% in the single 
digits. The battery has salvage value, not as a 
part, but in expensive metals. It will take time 
for the market to really define the recycle-ability 
of those cars. There is an increasing availability 
of ADAS vehicles, and a lot of value in those 
vehicle components, as well. 

But still, the age of cars keeps getting older.  
We feel its going to be a slow penetration of 
electric and advanced systems vehicles. 

Expansion in International Auctions:  
We have a really significant international 
buyer base, with buyers located throughout 
130 countries. Our main markets are the U.S., Canada and the 
U.K. Now that we are a publicly-traded company, international 
growth is part of our strategy, and we are continuing to assess 
opportunities. We might find significant opportunities there.  

A vehicle’s status as a “pure” sale or “on approval” is not 
known until purchase and makes for precarious budgeting. Are 
there plans to make this information available prior to bidding?

As we shift to a more digitally focused auction platform, we 
are incorporating alerts that will indicate if a unit has a reserve 
as well as when the reserve is met. We expect this enhanced 
functionality to be available by the end of the first quarter.

Is there opportunity for an organization, like ARA, to benefit 
from a buyer’s discount to help recyclers reinvest in more salvage?

Auction integrity is a critical component of IAA’s healthy 
marketplace. We consistently work and collaborate with buyers 
and buyer organizations to vision out products that support 
their success and continue to be open to new, beneficial ideas.

The CarFax report is free to preview, yet the buyer is charged 
for it at the time of sale. For buyers purchasing hundreds or more 
cars per year, this is a large budget item. Could this change?

In response to significant feedback that we provide VIN infor-
mation, we offer an AutoCheck report and pass the cost along to 
the winning bidder who benefits from this information. We are 
certainly open to ideas in how to better address the buyer’s need 
and request for this information. 

Ten Minutes with John W. Kett:
Driving Progress with Digital Experiences

By Caryn Smith

Views expressed in a Sponsored Content section are those of the author and do not necessarily reflect the opinions or position of the Automotive Recyclers Association.

John W. Kett is  
CEO and President 
of IAA, Inc. In his 
14 years with IAA, 
John has played a 
variety of executive 
roles, helping 
IAA become an 
independent public 
company reaching 
over $1.3 billion in 
annual revenue and 
selling more than 
2.5 million vehicles. 
During his tenure, 
IAA has become a 
global frontrunner 
in technology 
innovation, 
customer-centric 
analytics and 
operational 
execution.
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Grid
Across 
1. Speed trap souvenirs

5. U Pull It enterprise offerings

8. Goodyear’s airborne icon

9. Stop sign shape

10. Emptied the tank, in a way

11. Car collecting celebrity Jay

13. Joined the freeway’s flow

14. Miracle fuel saver, usually (3,3)

17. RPM meter, briefly

19. Continentals and Town Cars

22. One way out street (4,3)

23. ‘80s Olds’ X-car

24. Palindromic brake component

25. Uplifting motorcycle stunt

Down
1. Car tire inserts, once

2. ‘40s and ‘50s Packard model

3. Ford mid-size SUV

4. Trans Am movie “____ and the Bandit”

5. Trackside service areas

6. Rambler and Nissan model

7. Overhead opening, often

12. “Working at the Car Wash Blues”  

      singer (3,5)

13. ‘70s AMC mid-size

15. Engine incontinence inhibitor (3,4)

16. ‘63 Corvette split ____ coupe

18. Roll in neutral

20. Trunk tire

21. White tail road hazard

Answers on page 61.

By Murray Jackson
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Advertise!
Contact Caryn Smith  
and Jay Mason for your  
complimentary Customized 
Marketing Plan to reach  
ARA Member decision- 
maker automotive recyclers 
with your advertising! 

Call (239) 225-6137 or email 
ARAEditor@comcast.net. 

360 Calendar
Send Your Event Info  
to Maria@a-r-a.org!

Visit www.a-r-a.org 
to save the date for  
the industry’s hottest  
must-go-to events! 

Advertiser’s Index
Company .....................................................................Website .............................................Ad Pg. No.
ARA 67th Annual Convention & Expo .............................. a-r-a.org .................................................................... 13 
ARA Educates the Future (Scholarship Foundation) ...... a-r-a.org .................................................................... 17 
AutoDrain ............................................................................... autodrain.net ........................................................... 27
Belanger.................................................................................. belangerconverterrecycling.com ........................ IFC
Buddy Automotive Innovations .......................................... buddyai.com ...................................................... 32-33
CCC .......................................................................................... cccis.com/get.pinnacle.com ..................................23
Carolina Wheel Cover .......................................................... ineedahubcap.com ..................................................55
Car-Part.com .......................................................................... car-part.com .......................................................... OBC
Copart ...................................................................................... copart.com/autorecyclers ...................................... 37
CRUSH/S3 Software Solutions, LLC ................................... s3softwaresolutions.com ....................................... 47
Dorman Products, Inc. .......................................................... dormanproducts.com ................................................ 5
Induction Innovations .......................................................... theinductor.com .......................................................43
Kobelco ................................................................................... kobelco-usa.com ....................................................... 7
Lamb Fuels ............................................................................. lambfuels.com ..........................................................29
MarkingPenDepot.com ......................................................... markingpendepot.com ...........................................55
PGM of Texas ......................................................................... pgmoftexas.com ........................................................ 9
PMR.......................................................................................... pmrcc.com ...............................................................IBC
Rebuilders Automotive Supply ........................................... coresupply.com ........................................................ 11
SAS Forks ................................................................................ sasforks.com ............................................................. 19
Sellick Equipment ................................................................. sellickequipment.com ............................................44
Supershear ............................................................................. supershears.com ..................................................... 51
United Catalyst Corporation ................................................ unitedcatalystcorporation.com ............................. 15
United Recyclers Group........................................................ u-r-g.com .................................................................. 21
Vander Haag’s, Inc. ............................................................... vanderhaags.com .................................................... 61
We Buy Key Fobs ................................................................... webuykeyfobs.com .................................................38
Worldwide Facilities, Inc. (Formerly G.J. Sullivan Co.) .... gjsullivan.com .........................................................25
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SnapSh   t
Ladies of the 

Automotive Recyclers Association

Share your business, people, industry or historical photo!  
Email ARAEditor@comcast.net with your photo(s) as high resolution JPG format, along with a description  

or identification of the people/things included. A good cell phone camera usually takes a great photo.

Ladies of the Automotive Recyclers Association 
(LARA) is comprised of women in the automotive 

recycling industry, either as a recycler or a vendor.  
This year, Michelle Coffino was the featured luncheon 
speaker. She owns Queen City Metal Recycling and 
Salvage in Charlotte, North Carolina and spoke about 
making a difference with your business. She has bene-
fited her community by employing individuals in need 
of a second chance who are incarcerated or released 
from incarceration. She even took it further, founding 
Moving Mountains, a 501c-3 sister company that 
supports, educates and contributes to a second chance program to 
highlight the need for prison reform, housing and employment. 

The annual photo of Ladies of the Automotive Recyclers Association (LARA) at their luncheon held during the 76th Annual Convention & Expo. Below: 
Michelle Coffino speaks at LARA, top, and her employee James Russell, who says “she saved my life” by giving him employment after his incarceration. 

“We all want to make a difference,” Coffino says. 
While second chance employees get a viable source of 
income, security, and self-esteem through meaningful 
work, she also gets business benefits, such as a $2,400 
tax credit per employee and special salvage contracts.

“New hires go through a rigorous training and get  
a lot of on the job support, including mentoring.  
Most are on monitored probation, getting random 
drug testing, and more, so they make great employees. 
My turnover is at 1%.” But this is not what ultimately 
drives Coffino, even though it is good for business. 

“Usually attached to these employees are children and families. 
Their employment makes a difference in the life of those kids.”  
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