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Our industry has an identity problem. Most of the 
general population has little knowledge of the ben-

efits we offer and has preconceived notions about auto 
recycling. We are the most misunderstood industry in 
the world. Unfortunately, many of the first auto recy-
clers began as an offshoot from an unrelated business 
plan – some were rag merchants, others paper and some 
scrap dealers. There were very little, if any, standards of 
environmental or quality control. We were the place that 
collected junk, hence the name “junkyard.” 

During World War II, all manufacturing was geared 
toward the production of war support products. The only 
place to buy replacement repair auto parts was at a junk-
yard, but we never improved our image. People started to 
buy our products more and more, but we never improved 
our processes. Recycling end-of-life vehicles was a 
time-consuming, dirty process mostly done by hand. Just 
imagine chopping up a car with a hatchet by hand, not 
paying too much attention as to where the oil, gasoline 
and other fluids flowed. We were on par with the trash 
dumps, but handling old abandoned vehicles. 

There are many auto recycling facilities that never 
evolved into the modern professional auto recycler of 
today. These facilities most likely are not computerized, 
do not follow environmental protocols and are an eyesore 
to their neighbors. The unknowing consumer might think 
that all auto recyclers operate and look the same. 

Most of these operators die off when new generations 
inherit the junkyard, while some are newly formed as 
illegal operators working out of chop shops or tow yard 
locations. Whatever the case, we are often judged by 
the lowest common denominator. Often we have long-
standing customers who forget about the many great  
parts we supplied to them and latch onto the one part  
that failed after installation. 

We do a pretty good job in promoting our industry 
to those who know about us, including fellow recy-
clers, insurance companies, and body and mechanical 
shops. The problem here is that in most instances we are 
preaching to the choir. Body and mechanical shops have 
a love/hate relationship with us – they hate us when our 
parts are mandated and love us when they are fixing 
their own vehicle and want to save money. Lots of times 

the consumer formulates their opinion of our parts from 
a shop writing the estimate. Our parts are classified 
as “junk” and why would you take the chance with a 
worn-out part. Some even have signs saying they don’t 
perform repairs with junkyard parts. We have allowed  
the industry that installs our parts to formulate the  
consumer’s perception of our product. 

In the past, every time you saw a salvage yard in the 
movies, there was a drug deal or someone was being shot 
and thrown into the trunk of a car. Unfortunately, movies, 
TV shows and the media can formulate people’s opinions 
for the good and bad. It seems like after getting a bad 
reputation, it takes forever to make it good. I don’t think 
we have a bad reputation, just a misunderstanding of the 
benefits of our industry. Next time you take an Uber, ask 
the driver if they would utilize our parts in repairs. Better 
yet, ask a waiter their opinion, but be ready to explain 
why our parts are good for their wallet and the environ-
ment. An educated consumer is our best customer. 

Just imagine if every salvage yard around the world 
started promoting the benefits of our industry to the con-
sumer and the “not yet” consumer. Ideology is formatted 
early in life, let’s reach out to the younger generation. 
They might not own a car, but they are zealot environ-
mentalists, the perfect match for our industry. 

We must be viewed as stewards of the environment as a 
carbon-negative industry, not as the polluters that our fore-
fathers portrayed. We should all be utilizing social media 
in promoting our industry, it’s cheap and far-reaching. 
Call your local news media and offer a tour and story on 
the benefits of our industry. Do the same with your town 
leaders and planners. Maybe we could all offer public  
tours on World Auto Recycling Day on September 18th! 

Perceptions are easy to form but difficult to change.  

By Scott Robertson Jr.

 – Recycled Original Equipment ®

®

Direction

Scott Robertson Jr.
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Auto Recycling – A Misunderstood Industry

This article originally ran in AutoRecyclingWorld.com on 
January 11, 2021.





The events of 2020 forced us to seek out opportuni-
ties in order to better communicate and engage with 

our members. We had to dig deep and in time make some 
drastic changes for the better. I believe that our industry 
relies on ARA to take the leadership position to guide, 
inform, represent, and protect to assure the continued 
success of our members and the auto recycling commu-
nity. 2020 is now in our rear view mirrors but the lessons 
learned will continue to serve us well in the future. We will 
proceed with hope and the knowledge that our industry is 
indeed vibrant and sustaining.

One of the lessons ARA learned during 2020 was that 
we had to engage and find appealing outlets to communi-
cate with our members without overwhelming them with 
the daily “doom and gloom” that was 
often surrounding them. For the most 
part, we wanted to assure that recyclers 
had information that was very specific 
to our industry to keep them apprised of 
what was happening that might affect them specifically. 
No one needed daily reminders of the growing number of 
COVID-19 cases, but recyclers certainly needed to know 
the impact to their very specific businesses as it was all 
transpiring and changing.

One of the most encouraging things that I saw during 
this pandemic was the dynamic changes happening  
within auto recyclers’ businesses as they, without second  
guessing, embraced the necessary adaptations to their  
business models to continue to serve their customers,  
while protecting them and their most valuable assets – 
their employees. I know it has not been easy and some  
still may struggle but let’s all learn from this and look for 
the good that might come from having gone through this 
in our lifetimes.

We are all certainly hoping that there really is a light 
at the end of the tunnel in 2021 and much of the worst 
is behind us. So how do we assure that 2021 gets off to 
a good start and we have learned lessons from last year?  
I would like to share some ideas that might help assure 
success in 2021.

Make effective communication priority one. When 
change is imminent, cynicism can arise from a lack of 
communication. Whether it’s through weekly, biweekly 

or monthly meetings or shared calendars, do your part to 
make sure that your team and employees are in tune with 
workplace happenings. Keep information about change 
a collective event, as private conversations run the risk 
of being inconsistent or building fears. Group meetings 
and open communications serve to build trust and form a 
bond rooted in effective communication as you model to 
your team the importance of talking things out.

Make sure your team is always part of the discussion. 
Part of being in management involves bringing about 
change, even if that change doesn’t make everyone happy. 
While decisions are made from the top, and often without 
employee input, engage and include your team members 
where you are able. Take the time to explain the necessity 

and reasoning behind the change to your team members. 
Give the staff an opportunity to pose questions and share 
their concerns. This allows your employees to be brought 
into the equation, even though they aren’t the ones doing 
the decision-making. Don’t just hear them out. Take seri-
ously their concerns and suggestions. Don’t be blind to the 
possibility that others might have some meaningful insight 
you may not have considered.  

As many of us have learned over the past year, change 
is a part of growth. It allows us to develop into more 
complete individuals and businesses to help or serve more 
people. Yet as much as we appreciate the growth, knowl-
edge and opportunity that change affords us, it can still 
feel challenging and scary. To keep your team and business 
healthy, communicate openly and provide clarity. Openly 
share information, offer reasons, listen for concerns and 
provide an explanation when needed. When you do, you 
and your team can overcome the challenge of change. 
Never lose sight of hope. It will be your ally for life.  

By Sandy Blalock • ARA Executive Director

Horizon
 – Recycled Original Equipment ®

®
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Seek Opportunities for Success

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.

“When you’re at the end of your rope, tie a knot and hold on.” 
—Theodore Roosevelt
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I n this issue, we are pleased to share six 
independent voices who offer thoughtful 

views on the state of the collision repair 
industry – most likely the #1 customer of 
every person reading this issue. They share 
some of the same struggles you all have, and 
some unique to their business models. Your 
finger on the pulse of the future of collision 
repair could make you a better business 
operator or employee. But, knowing is  
90% of the battle; the last 10% is acting 
upon knowledge to make a difference. 

I would say this might be the most 
important issue we have done in a while. 
Why? If you read the articles (and I sure 
hope you read more than that), you will 
gain insight into what your customers do 
every day. A few contributors even offer 
their frank opinion of recycled auto parts, 
and, well, let’s just say there is work to do. 
The articles start on page 34. 

I’d really like to hear your thoughts on 
them. Send me an email at ARAEditor@
comcast.net if you care to respond. 

Along the lines of “there is work to do,” 
ARA is now accepting auto recyclers into 
the Peer-to-Peer Mentoring Program, either 
as mentors or mentees. If you have a heart 
to help others or a desire to be helped, this 
program is for you. 

The success that the auto recyclers who 
have completed the program see is remark-
able. The assistance is there for you to take 
advantage of – and it is free ... and confiden-
tial if you wish. If you missed ARA’s recent 
live Facebook event on the program, head 
over to ARA’s Facebook page to view it. 

And, you can read the “Level Up” column 
on page 16 to learn more. The only thing 
keeping you from the next level is your time, 
attention and action!

Now, for an important update! Sadly,  
one of our industry giants is retiring!  
Mike French, of Mike French & Com-
pany, has decided to move on to his next 

By Caryn Smith • Editor 

adventure. He is not leaving the industry, 
but is redirecting efforts to things that are 
important to him to accomplish. No doubt 
you will see him at industry shows, but it 
won’t be as the front man of MF&CO or 
Auto Recyclers Toolbox®. 

Mike is a stellar human being, an amazing 
advocate of the industry, and I admire him 
greatly. He has a heart to help every auto 
recycler, no matter how big or small. In fact, 
the survival of smaller recyclers is why he 
started Toolbox in the first place.

Now, you would think that since I pro-
duce an industry magazine and he produced 
an industry magazine that there would be 
some rivalry, but that is far from true, even 
though we often shared writers and adver-
tisers. Both publications serve a needed 
niche in the industry. 

Now, the best form of flattery and show 
of confidence to me is a call to service. When 
someone asks me to lend a hand, work 
towards a goal, get involved or (if they dare) 
share an opinion, to me, that is honoring. 

What Mike did once he announced his 
retirement was extremely honoring to ARA 
and, quite frankly, to me. Mike decided to – 
NO-STRINGS-ATTACHED – donate the 
Auto Recycler’s Toolbox® and associated 
websites to ARA to produce as ARA wishes! 
As administrator of ARA’s publishing pro-
gram, I was floored by his generosity. He 
could have sold it, closed it, or other things. 
And he entrusted a part of his work-life 
legacy to ARA ... WOW!

So you are now asking: what is ARA 
going to do with it? We are going to do 
what Mike did: produce the best “Trade 
Show in Print” possible! If we are successful, 
readers won’t even notice a difference. The 
addition of the Toolbox to ARA enhances 
the association’s vision that no recycler go 
without the help they need to succeed. After 
all, when one rises, we all rise. 

We hope to make Mike proud.   

Knowledge is Power – If You Dare to Plug In
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Wheel
News, Trends & Reports from the Automotive Recyclers Association

Lorem ipsum

Under the Families First Coronavirus 
Response Act (FFCRA) passed in 

March 2020, the federal government 
required employers with less than 500 
employees to provide up to two weeks (or 
80 hours) of paid sick leave to employees 
for COVID-19 related issues. The FFCRA 
also contained provisions extending paid 
family and medical leave. However, these 
provisions of the FFCRA expired on 
December 31, 2020. Employers are no 
longer required to provide paid leave 
under the FFCRA.

The new COVID-19 relief bill did not 
extend the requirement that employers 
provide paid leave after December 31, 
2020. However, the new COVID-19 relief 
bill does provide employers with the ability 
to voluntarily extend paid leave as it 
existed under the FFCRA and still be eli-
gible for the FFCRA applicable tax credit 
through March 31, 2021. 

For a good FAQ on the FFCRA,  
visit http://bit.ly/FFCRAUPDATE.

Paycheck Protection Program:
Congress has appropriated more funds 

for the Paycheck Protection Program 
(PPP). It will permit businesses that have 
not received a PPP loan to apply for their 
first loan and also permits businesses to 
apply for a second loan (under certain con-
ditions). Not all banks will be participating 
in the process again so if you or your busi-
ness are considering applying for a PPP 
loan, contact your bank as soon as possible 
and ask if they are participating.

COVID Update: What You Need To Know

The PPP program has reopened and 
the Small Business Administration (SBA) 
is now starting to accept applications 
for first draw and second draw PPP 
loans. For more information http://bit.ly/
PPP2NDDRAW. 

Businesses looking for capital should 
take advantage of this program made 
available by the federal government. So far, 
the SBA has forgiven loans from 85 percent 
of the 1.3 million forgiveness applications.

Employee Retention Tax Credit:
The Employee Retention Tax Credit, 

which is a refundable payroll tax credit for 
eligible payroll costs of certain employers 
negatively impacted by COVID-19, is now 
available to businesses that have taken Pay-
check Protection Program (PPP) loans.

Department of Labor:
The Department of Labor (DOL) 

announced a final rule that clarifies the 
standard for employee versus independent 
contractor under the Fair Labor Standards 
Act. The rule will go into effect on March 8, 
2021. According to the new rule, which will 

be published in the federal register today, the 
test for whether an individual is an indepen-
dent contractor or employee is as follows:

Primary Analysis: Is the individual in 
business for him or herself (independent 
contractor) or is economically dependent 
on a potential employer for work (FLSA 
employee)?

To determine whether a worker is eco-
nomically dependent on someone else’s 
business or is in business for him or herself 
look at: 

     (1) the nature and degree of control 
over the individual’s work; and 

     (2) the worker’s opportunity for profit 
or loss based on initiative and/or 
investment.

Three Other Factors that can Help Deter-
mine if an Individual is an Independent 
Contractor or Employee

1.  The amount of skill required for the 
work.

2. The degree of permanence of the 
working relationship between the 
worker and the potential employer.

3. Whether the work is part of an inte-
grated unit of production. 

The new COVID-19 relief bill does provide employers  
with the ability to voluntarily extend paid leave as it 
existed under the FFCRA and still be eligible for the  
FFCRA applicable tax credit through March 31, 2021. 

Expiration of Paid Leave for Employees that Contract COVID-19
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COVID-19
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ARA Peer to Peer Mentoring Program

VIRTUAL CONVENTION1 including a facility tour of B&R Auto Wrecking in Corvallis, Oregon

INDUSTRY
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SHOW
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100,000+
(and counting)

459  Registrants
   53  Speakers

   20  Sessions
      6  Tech Talks
    from Technology Providers

   35  Vendors
   23  Sponsors

$41,000 in 
scholarships distributed to 

40 students

20  Live Updates
   9  Panel Discussions
   5  Virtual Town Halls

,
NEW FOLLOWERS
ON FACEBOOK

63 NEW MEMBERS

O V E R 1,000 TOTAL

MEMBER COMPANIES
160OVER
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$78,700
total raised in 

COVID-19 Relief 
Grants distributed
47  Individual Facilities received $47k

14   Affiliate Chapters received $31.7k

L I V E
SESSIONS4

CRUSHING ADVERSITY

INDUSTRY
COACH1

JASON REDMAN



12 // January-February 2021 Automotive Recycling

In late December, ARA Past President 
Jonathan Morrow presented to a gov-

ernmental task force in California about 
future challenges presented by electric 
vehicles. The presentation emphasized the 
value that Recycled Original Equipment® 
(ROE) parts play in today’s replacement 
parts market and why reuse is the purest 
form of recycling. Morrow detailed ways 
in which the industry is adapting to meet 
the increasing sales of hybrid and electric 
battery vehicles, including more training, 
specialization, and increased professional 
standards. The presentation provided an 
overview of the tools and PPE that recy-
clers are using to recover, transport, dis-
mantle and process the batteries.  

Morrow also shared results of a survey 
that took place in the summer of 2020 that 

Electric Vehicles & the Future Challenges for Auto Recyclers

ARA Invests in New  
Member Engagement  
Platform, Tradewing

Building on the success of the virtual 
Annual Convention that took place 

last year, ARA is excited to announce the 
debut of a new member engagement plat-
form, Tradewing. Tradewing is the leading 
community and video platform for asso-
ciations designed as an all-in-one engage-
ment community, offering virtual meetings, 
collaborative chat capabilities, virtual trade 
shows, and more. The platform will be 
rolled out to various ARA communities 
and committees this spring. 

Be Part of the 2021  
ARA Annual Convention –  
Submit Your Idea Today!

The 2021 ARA Annual Convention 
Educational Programming Committee 

is now soliciting presentations for the 78th 
Annual Convention and Exposition, sched-
uled for November 10-13 at the Sheraton 
Hotel in Dallas, TX. 

collected feedback from the ARA member-
ship about what information they needed 
about EV batteries. Safety issues dominated 
the members’ concerns.

An ARA webinar on this topic is cur-
rently planned for March and will coin-
cide with the release of new resources and 
training from ARA.

The Committee aims to develop a strong, 
comprehensive educational program to 
appeal to the many aspects of the auto-
motive recycling industry, addressing the 
immediate needs of the profession as well 
as providing opportunities to discover and 
discuss upcoming trends, techniques, best 
practices, issues, etc.  

Submissions may be for in-person or vir-
tual content as both formats are expected 
to take place. Proposals are due to Kim 
Glasscock (kim@a-r-a.org) as soon as 
possible.

ARA Resumes Weekly State 
Legislative Update Calls

ARA is pleased to continue, as one of its 
member benefits, a weekly conference 

call open to all members interested in state 
legislation impacting the recycled parts 
industry. Taking place every Monday after-
noon at 3pm Eastern, the calls resumed in 
late January and will go until late April or 
early May. These calls are vital to keep the 
industry updated on all legislative hurdles.

The impact of a global pandemic pres-
ents several challenges for both state legis-
lators and those seeking to influence legis-
lation this year. While a few state capitals 
are open to the public, many are shortening 
their legislative calendar and conducting 
business remotely – meaning hearings 
and public testimony are taking place via 
Zoom. Some have limited legislation to 
priority issues dealing with COVID-19 
and state budgets. Others are fast tracking 
legislation that was pending in 2020 before 
legislatures adjourned due to the pandemic.  

Issues expected to dominate the 2021 
state legislative season are efforts to 
combat catalytic converter theft, OEM 
repair procedures and consumer choice, 
workers’ compensation, stormwater, 
autonomous vehicles, right to repair, just to 
name a few. 

Make it your goal to stay in the know this 
year! To participate in the calls and be added 
to the email distribution list, please contact 
ARA Director of State Government Affairs, 
Jessica Andrews at jessica@a-r-a.org. 
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WELCOME NEW MEMBERS

Caterpillar, Inc. - Building Construction 
Products Division

Crossroads Auto Recycling

Elite Auto Parts Co

Hemminger Auto and Truck Parts

Holly Oak Towing & Service Center, Inc.

Papio Valley Auto Parts

Pieces d’autos Fernand Bégin

On 2019, the National Highway Traffic 
Safety Administration (NHTSA) 

published a new regulation extending the 
coverage of vehicles subject to the federal 
odometer disclosure requirements from 
10 to 20 years. The new regulation went 
into effect on January 1, 2021. The new 
regulation restores the intent of the original 
NHTSA rule that required all motor vehicle 
transfers to be recorded up until 25 years of 
the vehicle’s life at the time of transfer. This 
rule change was enacted with strong sup-
port from law enforcement, state depart-
ments of motor vehicles, and consumer 
groups. 

The federal odometer disclosure require-
ments require the recording of the following 
information from sellers and purchasers of 
vehicles (in many cases, this information is 
recorded on the physical title of the vehicle):

1. Odometer reading at time of transfer 
(obligation of the transferor to record 
on vehicle title certificate or odometer 
statement)

2. Date of transfer (to be recorded by 
both transferor and transferee)

3. Transferor’s printed name and current 
address  

4. Transferee’s printed name and current 
address 

5. Identity of the vehicle including, make, 
model, year, body type, and VIN 

The new regulation’s language states 
in 49 CFR 580.17(a)(4),“(i) A vehicle 
manufactured in or after the 2011 model 
year that is transferred at least 20 years 
after January 1 of the calendar year corre-
sponding to its designated model year; or 
(ii) Example to paragraph (a)(4): For vehicle 
transfers occurring during calendar year 
2031, model year 2011 or older vehicles 
are exempt.” This is the language contained 
in the Code of Federal Regulations that 
extends coverage of vehicles subject to fed-
eral odometer disclosure requirements from 
10 to 20 years. 

Update to Federal Odometer Disclosure Requirements  
on Vehicle Transfers

While NHTSA’s new odometer disclosure 
rule extends the coverage of vehicles subject 
to the federal odometer disclosure require-
ments from 10 to 20 years, it does not 
retroactively make vehicles manufactured 
in 2010 or older subject to odometer dis-
closure requirements – they are still exempt. 

There is even an example in 49 C.F.R. 
§ 580.17, which incorporates the rule 
change and shows that a vehicle older than 
2010 remains exempt. Under 49 C.F.R. § 
580.17(a)(3), “(i) A vehicle manufactured in 
or before the 2010 model year that is trans-
ferred at least 10 years after January 1 of 
the calendar year corresponding to its des-
ignated model year; (ii) Example to para-
graph (a)(3): For vehicle transfers occurring 
during calendar year 2020, model year 
2010 or older vehicles are exempt.” There-
fore, based on the information contained 
in the federal regulations, vehicles already 
exempted under the previous 10-year rule 
will remain exempted. 

To summarize, under NHTSA’s new 
regulations, vehicles with model years 2010 
or older have an existing 10-year disclosure 
requirement. For vehicles manufactured 
in 2010 or earlier, they have already been 
exempted on or before January 1, 2020. 
NHTSA’s new odometer disclosure regu-

lation goes into effect on January 1, 2021. 
Therefore, the new federal odometer dis-
closure requirements retain the exemption 
for these previously exempted vehicles to 
avoid creating a new retroactive liability. 
For vehicle model years 2011 or newer, 
these vehicles have not yet reached a period 
where they have already been exempted 
from odometer disclosure requirements. 
Therefore, the new regulation extends the 
existing disclosure obligations for vehicle 
model years 2011 or newer for 20- years. 

As a result of the federal change to odom-
eter disclosure requirements, ARA has been 
working with the American Association of 
Motor Vehicle Administrators (AAMVA) 
to ensure that state legislatures are mod-
ifying their motor vehicle laws to consis-
tently and correctly apply the new federal 
requirements. Particularly, ARA’s efforts 
have resulted in helping to ensure that state 
legislatures pass legislation that correctly 
reflects the new federal regulation. By doing 
so, ARA is protecting automotive recyclers 
from added liability by making sure that 
vehicles manufactured in 2010 or earlier 
continue to remain exempted and that they 
are not retroactively subject to odometer 
disclosure requirements. 

Under NHTSA’s new 
regulations, vehicles with 
model years 2010 or older 
have an existing 10-year 
disclosure requirement.  
For vehicles manufactured 
in 2010 or earlier, they have 
already been exempted on 
or before January 1, 2020. 
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cation platforms as 
we integrate them 
with the Associa-
tion’s overarching 
communications 
strategy to support 
automotive recy-
cling businesses, 
including services 

and suppliers to the industry, as well as 
promoting the use of Recycled Original 
Equipment® auto parts.”

MF&CO has operated since 1982 and 
launched Auto Recycler’s Toolbox® in 
2007 as “The Auto Recycler’s Trade Show 
in Print®,” which served as a cornerstone 
of MF&CO. French felt compelled to help 
auto recyclers who were disconnected from 
others with quality information to help 
them succeed. The publication quickly grew 
as a widely-read nationwide publication 
with the aim to deliver all the aspects of 

a trade show experience to those that are 
unable to attend in-person industry events. 
MF&CO then launched the Virtual Auto 
Recycler Trade Show™ in 2020, to offer 
more tradeshow-like experiences, such as 
video presentations, demos, and more.

“ARA’s current publishing program 
serves as exclusive ARA member bene-
fits,” says Caryn Smith, CEO of Driven 
By Design LLC, who has supported ARA’s 
publishing and communications efforts for 
over 20 years. “We are especially excited 
to assist ARA to publish the Toolbox® and 
associated websites that reach beyond the 
current ARA membership audience. With 
the support of loyal Toolbox® writers and 
industry suppliers, we want to continue to 
offer all automotive recyclers and suppliers 
on the mailing list with quality information 
that will help them thrive. Those to love 
the Toolbox® will continue to enjoy it as a 
quality industry resource.”  

AARA is honored to announce that 
longtime industry supporter and 

ARA Honorary Lifetime Member Mike 
French, who is also a longtime contributor 
to Automotive Recycling magazine, has 
generously donated the Auto Recycler’s 
Toolbox Magazine® and the Virtual Auto 
Recycler Trade Show™ to ARA. French will 
be retiring effective February 28, 2021 and 
announced the donation of his popular 
industry magazine and online trade show 
platform in a press release this week.  

“Mike and his family have been strong 
supporters of ARA and this industry for 
as long as I can remember,” said ARA 
Executive Director, Sandy Blalock. “Our 
leadership and staff is humbled that Mike 
would choose to transfer the Auto Recy-
cler’s Toolbox®, the online Virtual Auto 
Recycler Trade Show™ and accompanying 
website over to ARA. We are committed to 
preserving the integrity of these communi-

ARA Honorary Lifetime Member Mike French, Mike French & Company, Inc. Retires;
Donates Legacy Publications to the ARA 

Auto Recycler’s Toolbox Magazine® and Virtual Auto Recycler Trade Show™ Now Part of ARA Publishing Program

I want to talk about Mike French,  
Harmony, and their magazine, the 

Toolbox®. I remember way back at my pre-
vious employer, getting my first copy of this 
magazine. The content and the articles have 
always been interesting, and as time went 
on, the content became better and better. 

The nice thing about this magazine is 
that it was sent to all auto recyclers, and the 
content was targeted mostly to the “average 
Joe” recycler. I was so impressed with this 
magazine that I started writing articles for 
it several years ago, and I would get calls or 
comments from other recyclers on them – 
most of whom I was not familiar. This made 
me want to contribute more, and I also 
became an advertiser. 

This magazine always impressed me, 
and with every issue I found something of 
interest that I could use and apply to my 

business. This was a great forum. I think 
they did a great job with this. I wonder  
how much they profited from it? If I had  
to guess, I would say probably not much.  
I think Mike did it, not for the money, but 
for the passion that he had for this industry 
and all of us recyclers. 

So, it was a sad day when I got a call from 
Mike saying that he made the hard decision 
to retire. He wanted to pursue other inter-
ests and one of his passions is in the min-
istry. I told him that I am sad to see him go, 
but I understand and respect his decision. 

Then, he gave me some good news, that 
he was donating the Toolbox® to ARA. 

We have some big shoes to fill, for sure.  
I only hope that we can come close to doing 
the great job that he has done over the past 
40+ years in the industry and 13 years pub-
lishing the magazine. Our intent is to con-

tinue his legacy and make this publication 
available to all auto recyclers. Hopefully,  
we can continue to provide all auto recy-
clers, ARA or state affiliate members or not, 
with good, practical, and helpful informa-
tion that they can use and apply in their 
business, as always. 

To Mike and Harmony, thank you  
for all that you have done for this industry. 
Your great work has made a difference.  
I wish you folks well. I’m sure you are 
proud of what you have done for the 
industry. I know I am. We will do our best to 
continue your work and honor your legacy. 

At ARA, we represent the concerns and 
interests of all auto recyclers, members or 
not. Now we have another tool at our use, 
sorry …I mean Toolbox! 

Stay tuned for more information from the 
ARA on when to expect the next edition.  

– Marty Hollingshead

THE TOOLBOX®: A New Beginning: The Legacy Continues 





16 // January-February 2021 Automotive Recycling

Level Up

Martin “Marty” Hollingshead 

is President of Northlake Auto 

Recyclers, Hammond, IN, and  

is the First Vice President of the 

Automotive Recyclers Association.

The ARA Peer-to-Peer Mentoring Program
Do you have the right stuff? What it takes to be a MENTOR. By Marty Hollingshead

Back in 2018, ARA launched the Peer-to-
Peer Mentoring Program. RD Hopper 

was the founder of this program. His vision 
was to bring together some of the best auto-
motive recycling operators to act as men-
tors to those that were in need of help. The 
program’s main objective is to improve our 
industry one recycler at a time. The mission 
is to mentor those that were new to the 
industry, some that may be struggling, and 
lastly, some that simply wanted to improve. 

As we make our industry better as a 
whole as our main goal, and we all do a 
better job, the benefits will be access to 
greater opportunities, and hopefully we will 
erase negative stigmas of the past that our 
industry suffers.  

Now in our third year, we are looking 
for additional recyclers to be mentors who 
want to give back to the industry that ben-
efits them. And, with inquiries from across 
the pond, we are even looking to scale this 
into an international program. 

Mentoring Means Business
One of the great things about our 

industry and what sets it apart from others, 
is that even though we are competitors, we 
are always willing to share ideas and help 
one another. For those that are applying 
as mentors, obviously we are looking for 
the best. Usually, when someone is a good 
operator, they are also very busy with their 
own business. 

For those that are interested in becoming 
a mentor, you have to know and under-
stand this: This is a rigorous program and 
can have a positive or a negative impact 
on those looking for help. With that being 
said, it is a serious commitment from both 
parties. Everyone involved will have to hold 
up their end for their efforts to succeed. The 
bottom line is this: it will require hard work 
and an honest effort from all involved.  

Honestly, if you are not willing to invest the 
time and work required, this program is not 
for you. Yet if you are, this program will 
most definitely be a benefit to you, and also 
to those you are helping. 

Success Isn’t Cheap
Mentors must be willing to make sac-

rifices of their time, work, and resources 
to help others. This will require numerous 
phone calls with your mentee, as well as 
being able to do an evaluation on their 
business to understand their strengths 
and weaknesses, and to develop a plan of 
action. Obviously, there will be different 
methods, all depending on the needs of 
who you are mentoring. The focus will 
be on the three P’s – people, process, and 
product.

You will also need to find out what their 
goals are, short-term (within the next year), 
and long-term (their 5-year plan). You may 
have to help them set realistic expectations, 
as well as monitor their progress to keep 
them focused and on-track with the task at 
hand. Hopefully when travel restrictions 
ease, we can continue with site visits, but 
at the very least, you will have to be readily 
available for any questions or concerns that 
your mentee may have. 

The Rewards are Great
A good mentor is a combination of a 

coach, a counselor and, at times, a drill 
sergeant, but aren’t these all qualities we 
already have from managing our businesses 
and our people? You need to know when to 
teach, when to get tough, and when to be 
understanding and supportive. 

On a personal note, I can say firsthand 
that I have learned as much from the people 
that I have mentored as they have learned 
from me. You will develop long-term, 
lasting relationships with these people, 
and you will have a sense of fulfillment 
knowing that you are giving back and 
helping others. 

When this program began, RD told me 
that if we could save just one recycler, it 
will be a success. He also said, “Seeing 
people willing to give their time and 
resources to the ARA mentoring program; 
to selflessly invest in the future of other 
owners and this industry as a whole, has 
made me feel honored to be a part of ARA 
and this industry. This is a transitional time, 
and these mentors have shown me that those 
who are willing to adapt and improve their 
businesses will survive. I am grateful to those 
that have asked for help to improve, and for 
those volunteering to be mentors. They both 
have inspired me to do the same.”

I encourage anyone who feels that they 
have “The Right Stuff” to be a mentor to 
the industry to contact Jessica Andrews at 
jessica@a-r-a.org to apply. 

The ARA Vision: Train, Educate, Advo-
cate. Support your State and Local Associ-
ations! Support ARA! Most importantly, 
support our flag, our military, our frontline 
workers, first-responders, and our Amer-
ican values!  

A good mentor is a combination of a coach, a counselor 
and, at times, a drill sergeant, but aren’t these all qualities 

we already have from managing our businesses? 
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Partners in Progress
ARA’s mentor program offers a participating 
MENTEE the opportunity to receive ongoing 
knowledge and insight from a fellow recycler.  
By RD Hopper

ARA developed the Peer-to-Peer  
Mentoring Program to facilitate auto 

recyclers assisting fellow auto recyclers 
in reaching their goals. Recyclers helping 
recyclers is a longstanding industry heri-
tage, especially amongst the membership of 
the ARA. Two years ago, the ARA leader-
ship found this type of support, organized 
into in a more structured program, was 
needed and important enough to start the 
mentor program, which assists members in 
getting help to reach their current goals.

Getting the Most
For this process to be effective, the 

mentee needs to consider certain things 
before beginning the program:

GET MANAGEMENT BUY-IN: It is crucial 
that the management team of the mentee’s 
business be on board, as the only way to 
improve is to be able to agree on what 
needs improvement and tackle it. Manage-
ment must be willing to spend the time and 
effort it takes to achieve the desired results. 
Everything in business is a team effort. 
There are no easy buttons. If everyone is 
not pulling together in the same direction, 
it will be impossible to lead the team to 
achieve successful results.

BE OPEN TO NEW IDEAS: Auto recycling 
facilities come in all shapes and sizes with 
different business models, in different loca-
tions, using different operating software. 
There are different personalities with many 
philosophies on what a successful business 
looks like. There is no cookie-cutter way of 
managing a company that is going to work 
the same everywhere. No one person is 
going to show up and have the best answer 
for the situation every time. That being said, 
many successful people are very strong in 

different aspects of recycling. While funda-
mental truths apply across the board and 
there are common problems that all face, 
these can be successfully managed in many 
different ways. Everyone has learned from 
experiences that could help another facing 
the same problem.

FOLLOW THROUGH PUTTING INTO 

ACTION: Each recycler must develop the 
processes and the people to satisfy the needs 
in its market and satisfy customer expecta-
tions. In addition, this plan must cover over-
head and be profitable. Each recycler must 
measure each part of the process and people 
to evaluate changes and assess results. The 
processes must be “scalable,” and thank 
you Ron Sturgeon for that piece of advice. 
Each recycler must determine what is most 
important to their family at work and at 
home. Easy button? No. Hard work and 
opportunity? Yes. 

When the decision is made, everyone must 
be willing to devote the resources, time, and 

effort to work in the same direction. ARA 
will do its very best to help find a fellow 
recycler to share their insights and help 
another recycler establish key processes. 
Believe it or not, these mentors gladly help 
others and, at their own expense, to pay 
back the many people that have helped 
them along the way. If recyclers are willing 
to share, learn, and invest in the three P’s – 
people, process, product, as Marty Hollings-
head always says – then everyone wins.  

There are common 
problems that all face. 
Everyone has learned  
from experiences that 

could help another facing 
the same problem.

RD Hopper is the owner of Sonny’s 

Auto Salvage in Jacksonville, 

AK, the company he and his wife 

Jennifer bought in 1998. Hopper is 

also a past president of the ARA.

How do I Enroll in the Program?

PEER-TO-PEER MENTORING is offered through 

ARA’s effective empowerment program. 

Monitored by the ARA, mentoring is available 

to any auto recycling facility owner or manager 

who is looking for a fresh perspective on their 

business strategy and daily business operations. 

Mentors & Mentees are paired based on criteria 

developed to create a successful match. To enroll as a mentor or mentee:

1.  Email staff@a-r-a.org to receive more information on the program, as well as to 

request an application to mentor or be mentored.

2.  Return your application to enroll in the year-long program. You will be matched 

with a Mentor or Mentee. It is the responsibility of paired parties to develop 

communication systems that work for both parties. 
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A ccording to the marketing firm Yan-
kelovich, we were exposed to about 

5,000 ads per day in 2006. Today, those 
numbers range anywhere between 5,000 
and 10,000. The dramatic increase is pri-
marily the result of various social media 
platforms where we are constantly exposed 
to advertising without even realizing it. 
With so much exposure, it is harder to get 
ads noticed in the deluge. The following 
are some practical things you can do to 
improve your advertising response rate.

1Make sure your ad gets seen.  
You can have the most wonderful, 

tempting ad on the planet, but if it is not 
visible to the consumers who want what 
you have to offer, you will get no response. 
People can only respond to ads they see. 
The better you are at getting your ad in the 
right place, the better your response will be.

Identify who your best customers are 
– who purchases the most from you, and 
where they are located; then make sure you 
advertise in those places. For example, con-
sider the type of business they own, such as 
collision shops or auto repair shops. Think 
of the trade magazines they read, the radio 
stations they listen to, and the clubs and 
organizations they belong to. You can buy a 
targeted mailing list for their demographic 
and/or business type and mail directly to 
them. You can also reach specific target 
groups with demographic-focused social 
media platforms. 

2Develop strong customer relation-
ships. Most people prefer to buy from 

friends they know, like and trust. The better 
your relationship is with them, the better 
their response rate will be.  

Develop a good friendship with your 
top customers and get their permission to 
send them your best specials. This is called 
“friendship marketing” and it works very 
well. Studies show that 80 percent of a 

company’s revenues come from only 20 
percent of their customer base. Write notes 
to thank them for their business. Find out 
their birthdays and anniversaries and send 
them a handwritten card. Not many people 
do this, so you will stand out from your 
competitors. How do you get this informa-
tion? Just ask them for it during a purchase. 
These business friends will be the first to 
respond to your offers.

 

3Make it quick and easy to reach you. 
Have you ever tried to call a business 

when you needed something and hit a solid 
brick wall of resistance? You were told to 
select this or that number and were forced 
to listen repeatedly to an annoying recorded 
message. Or you were shuffled to an oper-
ator who was unable to help you. Or you 
were told to leave a recorded message. 

These situations send customers directly 
to competitors who are ready and waiting 
to help them. If you want a great response 
from your offer, make it easy for customers 
to get through to a friendly person who is 
ready to help them. 

4Have multiple ways to respond to 
your offer. Everyone has their favorite 

way to get what they need. Some people 
want to talk to a live person on the phone. 
Some want to go to a website to find it 
themselves and order online without having 
to speak with anyone. Some want to text 
their order, and some want to live chat. 
Then there are the “old timers” who just 
want to go to your location and purchase 
it now. The more ways you give people 
to respond to your offer, the better your 
responses will be. 

5Deliver fast and free. Amazon has 
changed people’s ordering and delivery 

expectations. People have been trained 
to expect Amazon’s delivery service from 
everyone else, including you. They expect 

to order it today and have it delivered 
tomorrow right to their door for free. 
That’s why your offers need to include  
fast and free delivery to get the response 
you want.

 

6Give secondary incentives to 
respond. A secondary incentive is a 

way to “sweeten the pot.” Many people 
call to get prices and other information 
so they can shop around. Little incentives 
added to your offer will help them decide 
to buy immediately from you rather than 
continue to check out your competition. 
Add things to your offer such as attractive 
money-saving coupons and/or match your 
competitor’s coupons plus provide an extra 
5 percent discount. Give them a free pro-
motional product with their purchase, free 
delivery, free curbside service, or free tech-
nical help for installation. 

7Offer strong guarantees and easy 
returns. Guarantee your customer’s 

100 percent satisfaction or give them their 
money back. Strong guarantees and no 
hassle returns take the fear out of buying. 
This is especially true in the purchase of 
used auto parts. Make sure your guarantees 
are up front and easy to see in your ads. 
This will improve your response rate over 
others who do not post strong guarantees 
and easy returns.  

Marketing
7 Ways to Improve Your Advertising Response Rate

By Mike French

Mike French, president of Mike 

French & Company, Inc., can be 

reached toll free at 800-238-3934, 

or visit his company’s Web site at 

www.MikeFrench.com.

The better you are at 
getting your ad in the right 

place, the better your 
response will be.
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These are the basic “rules” for  
being a good sales person, right?:

•  Selling is 60 percent listening  
and 40 percent talking. 

•  A sales message consists  
of two sentences. 

•  Customers care about their  
business, not about you. 

• Your reputation always precedes you. 
• Selling is all about relationship building.
While I do agree with these basic or 

classic rules of selling, it is important to 
note that times are changing. As I sat at my 
desk to write this article, I decided to play 
some background music to get me into the 
writing mood. Of course it was a classic 
rock station called, “Dad Rock,” LOL!  
As I started to listen, the first song was by 
Pearl Jam – when did Pearl Jam become 
classic rock? Well, I guess when it became 
25 years old ... just like some of these old, 
outdated sales principles.

Technology Evolution
We are in the middle of the technology 

generation, and while we may think dif-
ferently, e-mail and Facebook are old hat. 
(And if some of us are completely honest, 
we just embraced them). We need to 
learn from and surround ourselves with 
co-workers who understand today’s tech-
nology and the people using it. How can we 
use technology to our advantage and stay 
ahead of our competition? Today, every-
thing is about obtaining more information 
and understanding the people who use that 
information to make purchases. 

Get with the Generation
Anyone born between 1981 and 1996 

(ages 25 to 40 in 2021) is considered a 
Millennial, and anyone born from 1997 
onward is part of a new generation –  
Gen Z. They are very different.

Millennials care about social issues.  
Civil rights/racial discrimination, healthcare 

(for themselves and their aging parents and 
grandparents), education and employment 
are the some of the key causes millennials in 
this country consistently care about. 

Gen Z’s care about the world – environ-
ment, human rights, poverty, hunger – and 
are the largest generation in history, with 
27 percent of the U.S. population. They are 
racially and ethnically diverse, and they are 
on track to be the most well-educated gen-
eration yet. They are digital natives with no 
memory of the world prior to smartphones.

Selling Standards
So what does this all mean? It means 

that the most basic sales rule is now more 
important than ever! It’s about under-
standing what your customers’ needs are 
– it has nothing to do with what you think 
is the best for them. We cannot go about 
the sales process in the same way as gener-
ations past. Rather, we need to take a dif-
ferent path. 

We need to understand how today’s 
customers want to be reached – via phone, 
email, or text? What information are they 
looking for and in what format? Should 
pictures be send via text? On what platform 
should video be sent? What information is 
most important to customers and how do 
they want it? 

In relation to the body shop or consoli-
dated collision repair facility, it is the same. 

Do you understand how they do their job 
or how they get paid? Do you know which 
insurance companies they work with and 
what parts regulations those companies 
have? Do you know what electronic plat-
forms they are using to locate their parts? 
Do you know how a supplement works for 
each of those companies? Do you under-

stand how they are graded by those com-
panies and that if they are below that grade 
they lose the contract? Do you know where 
you’re ranked and how your company is 
represented on the software they are using? 
Do you monitor the sales and growth 
for these shops or the returns and partial 
credits? Do you have a discount program 
based on sales growth and return rate for 
these customers? Do you have assigned 
sales professionals to only handle these 
customers?

These are questions that I hope you have 
some answers for. If not, it is never too late 
to develop a plan and put it into action. 
Start with the basics and remember that 
“slow and steady wins the race every time.” 
When it comes to selling, you cannot just  
sit back and do the same old thing. 

Ask yourself, “What did I do differently 
today that I didn’t do yesterday to do my 
job better?” You have to understand your 
customer, you can’t just do what’s in front 
of you. You have to find out how to satisfy 
your customers’ needs and the only way is 
to ask questions and listen. Do your home-
work and answer the questions above. 

Knowledge will be your power. If your 
plan is to sit back and just do what’s in 
front of you, you’ll will be classic rock.  
This is the age of technology. That same 
technology will take your job!  

Sales
By Rob Rainwater

5 Basic Principles of Selling – Relationship 101 with “The Body Shop”

With 30 years in automotive 

recycling, Rob Rainwater is a 

Strategic Business Consultant  

with the Profit Team Consulting. 

His talent lies in transforming industry businesses 

into multi-million-dollar companies. His focus is 

in the development of strong leaders, teams, and 

automatic profit centers. Rob can be reached at 

518-257-0663 or rainwaterrobert@gmail.com

The most basic sales rule is now more important than ever! 
It’s about understanding what your customers’ needs are – 
it has nothing to do with what you think is the best for them.
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It’s the same old story: how do we find 
good salespeople? First, let’s take a 

SWAG (sophisticated wild ass guess) at 
defining what a good one is. The following 
is a rough list of the attributes of good 
salespeople: 

1.  Sells at least $75,000 monthly (This 
can be much more if your average 
monthly invoices are high.) I have 
never seen a yard that is profitable 
if sales per salesperson is less than 
$35,000 per month. 

2.  Has happy customers, credits below 
the median, and writes credits in a 
timely manner.

3.  Has good attendance and a good 
attitude.

4.  Protects a company’s margins by not 
just selling on price.

5.  Is willing to train and mentor others.

Finding Super Salespeople
So how do we get one, train one, and 

keep one? Where do they come from? 
I have seen ex-shoe salespersons sell 
over $200,000 monthly, and others who 
appeared competent with good attitudes 
who, after a year of training, couldn’t sell 
$25,000 per month. 

I am firmly convinced that a sales-
person doesn’t have to come from within 
our industry. If you can hire a good sales-
person from within the industry, do so as 
you should always consider promoting 
from within. In all cases, some key cri-
teria should be used in hiring, training 
and evaluating.

If you don’t have written policies per-
taining to your sales process, consider 
putting some together for salespersons. 
Also, although I have seen strict sales 
scripting, and no scripting, I am con-
vinced that some folks have the gift 
needed for this job; others simply don’t. 

Please read Marcus Buckingham’s 
book, First Break All the Rules, which 

devotes an entire chapter to why scripting 
does and doesn’t work, and it will pro-
vide useful insights into why some folks 
have what it takes, and others don’t. The 
book is also helpful in understanding 
how to have happier employees and what 
that can mean to your profits. 

Make sure that you have a good job 
description, albeit brief, for all new sales 
applicants. Some folks use personality 
testing: I don’t have a strong opinion on 
its usefulness, however please send me 
info if you are using personality tests to 
successfully hire salespeople. 

Real Key to Hiring Solid Salespeople? 
Make sure that you have some reason-

able milestones for the new sales staff, 
following a week or so of training and 
tutorials with existing staff. I see people 
lingering with weak sales personnel 
six months after they have been hired, 
hoping they will improve. The gift of gab, 
quick thinking and other skills necessary 
to fill a sales position will present them-
selves within days, certainly within weeks 
of placement. 

If your goal is $100,000 in sales per 
month as a minimum level of accept-
ability, $15,000 in the first month simply 
isn’t going to make it. In the second 

month, use $26-$35k as a minimum 
requirement. Set your own minimum 
milestones and make sure the applicant 
knows those goals, in advance. 

I even prefer to break the goals into 
weeks as well. For instance, if the second 
month’s goal is $30k, make the first week 
$5,500, but the last week $8,500. There 
is no reason to keep a salesperson whose 
sales trend isn’t moving upward. When 
they stall at $30k, they can stay there for 
months, even years.

Make Changes When Necessary
I recently witnessed an owner of a new 

yard put someone in place as a sales-
person because he thought this person 
could do the job. After about six weeks, 
it became obvious that this person just 
didn’t have what it takes to succeed in the 
role. The owner got lucky and replaced 
the weak person with someone who 
could do the job and had three near-re-
cord days in a row. 

The moral: We lose a lot of poten-
tial sales fooling around with weak 
salespeople. 

Also, all of your salespeople should be 
on commission; the days of salary are 
gone. This is one of many areas where I 
help yard owners become more produc-
tive – using pay for performance.

Remember only you can make your 
business great!  

Opinion
By Ron Sturgeon

Finding the Best Salesperson – The Lifeblood of Successful Businesses

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.

The gift of gab, quick thinking and other skills necessary 
to fill a sales position will present themselves within 
days, certainly within weeks of placement.
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If you are reading this, you are very likely 
already a member of ARA. And you may 

even be well aware of the many member ben-
efits afforded you (check out page 26-27.)

What you might not realize as “benefits” 
are the things we do every day that you 
enjoy without realizing the effort it takes 
behind the scenes to make them available 
for your easy access. 

Here are some that are noteworthy.

Content is King
At ARA, we produce a lot of content that 

doesn’t cost anything. Some of it is even free 
to everyone (i.e.: non-members) to benefit 
from. This content is in the form of:

• Member-only “Recycler Update,”  
our email news that you should know 
to help guide business decisions;

• Automotive Recycling magazine –  
the #1 member benefit – with articles 
that share best practices or relevant 
stories of auto recyclers;

• Social media channels, which are filled 
with panel discussions and relevant 
articles about what is happening in our 
industry and what is likely to happen 
in the future;

• Legislative updates on PPP and other 
regulatory measures; and,

• ARA’s websites that contain valuable 
industry information, such as training 
resources that you’ll find on the public 
side of ARAUniversity.org or quality 
vendor information that you can use to 
shop for new or upgraded services on 
AutoRecyclingBuyersGuide.com.

There are so many more resources I could 
list, but I think you get the picture. We are 
constantly sharing info on something!

Socially Aware
I am especially proud that in the last 

year we’ve exerted a lot of work to build 
our social media platforms into valuable 
resources, and we will continue to develop 

Pulse
By Vince Edivan

The Intangible ARA Benefits that Help You Every Day

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. 

ideas and content that will make it even 
better. (If you haven’t already, you should 
check out ARA’s active Facebook page and 
our growing YouTube channel.) 

In 2020, we also developed a media plat-
form to reach “outsiders” in the creation of 
ARA’s internet reality show called Totaled 
Treasure. (Check it out, the show has its 
own Facebook page and YouTube channel.) 

Totaled Treasure is an exciting industry 
awareness “infotainment” piece – a literal 
treasure hunt inside salvaged cars – and 
projects a professional image of auto recy-
clers. It has the potential to change industry 
mis-perceptions, provide auto recyclers a 
unique way to highlight their business, and 
have some fun along the way!

Fighting for Your Rights
Now, would ARA continue to fight for 

your right and ability to sell recycled orig-
inal equipment even if you were not  
a member? The answer is yes. 

As hard-working entrepreneurial busi-
ness owners, you understand that when you 
receive a substantial benefit it should cost 
you something. We all agree that there is  
no such thing as a free ride. 

Yet, if you know that somebody is ‘out 
there’ working hard to prevent legislation  
or regulations that impede upon your ability 
to do business and you’re not supporting 
them – then you are riding on someone 
else’s dime. I know I’m preaching to the 
choir here. But it is important to remember 
that through its daily advocacy efforts, ARA 
represents the interests of professional auto-
motive recyclers on issues impacting the 
industry – in the halls of Congress, in all  
50 states, and globally. 

Training for Success
Anyone who wants it can receive access 

to quality industry training, 24/7. For those 
who are not members, it costs a yearly sub-
scription. For ARA members, it is free. 

ARA University is the industry’s only 
online training platform specifically for 
auto recyclers and their staff on safety,  
compliance, sales, technical processes,  
and more. 

We will have new courses added!  
Dismantling, Hybrid and Electric Battery 
Handling, and a growing library of video-
taped facility tours are being made available 
this year to honor our commitment to pro-
ducing new, updated and relevant training 
for you and your staff.

 
Mentoring is Free, and Priceless

As I write this, we are currently accepting 
applications for our ARA Peer-to-Peer  
Mentoring Program (see page 16). We 
believe when one rises, we all rise. Now, 
what other industry offers FREE mentoring 
from other successful members?  
That is insane. 

Mentoring is available to any ARA-
member auto recycling facility owner or 
manager who is looking for a fresh per-
spective on their business strategy and daily 
business operations. Mentors and mentees 
are paired based on criteria developed to 
create a successful match. 

The return on investment in your ARA 
membership dues could easily be met just 
by participating in this program. To apply, 
email Jessica@a-r-a.org.  

Share the Benefits
I bet everyone reading this knows at 

least one recycler who would benefit from 
a membership to ARA. And that recycler 
you’re thinking of right now would prob-
ably join if you asked them to. Pick up the 
phone and ask them to join. Consider it 
helping us help you! 
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Talking to a highly knowledgeable and 
respected electric and hybrid vehicle 

engineer recently got me thinking about 
the processes and procedures in place for 
working safely on electric and hybrid vehi-
cles. Have we been getting it wrong?

Not through any fault of our own, but 
as this type of vehicle technology, and espe-
cially the repair of these vehicles, is evolving 
so quickly, practices put in place a few 
years ago may now be superseded by new 
procedures and standards. It is incumbent 
on all leaders and managers to be aware of 
the changes and implement best practices 
that keep their employees, their customers’ 
vehicles and their businesses safe.

Steps to Take
Let’s say an electric or hybrid vehicle 

arrives at your facility; it could be accident 
damaged, flood damaged, or an end-of-
life vehicle. You have no knowledge of the 
history of the vehicle, the condition of the 
vehicle, if it is safe or not, and you need to 
inspect, assess and dismantle the vehicle.

Who has responsibility for the vehicle 
as it arrives on site? Is it the high-voltage 
trained technician, the recovery truck 
driver, the receptionist or the parts team? 

Roles and responsibilities need to be 
established, correct protocols set out and 
adhered to, and training given that aligns 
your team to one of these levels:

•  EVIP – Informed Person. Driver, 
receptionist, parts team, etc.

•  EVCP - Competent Person. Can work 
on the vehicles once they have been 
made safe.

•  EVAP - Authorized Person. Have 
completed EVCP training and is now 
trained and capable of “live” working, 
so they can make the vehicles safe and 
confirm the shutdown prior to vehicle 
storage and dismantling.

•  Senior EVAP - Senior Authorized 
Person. Has completed EVCP and 

EVAP training, can work on these vehi-
cles whether they are live or safe, can 
supervise the technicians as well as be 
the reference point for technical help 
and advice.

How many dismantlers have these proto-
cols in place? Do you allow an employee to 
work alone on these vehicles? 

Remember you don’t know any-
thing about the condition of the vehicle. 
What happens if something goes wrong? 
Whilst the vehicle is live, never allow lone 
working. When are you going to inspect 
the vehicle? Is it safe to do so? 

Remember you don’t know anything 
about the condition of the vehicle. Protect 
your team by using the best personal pro-
tective equipment that keeps them safe, 
also earth the vehicle – connect an earth 
lead between the vehicle and a suitable 
earth point so if the vehicle body is live, 
then there is protection in place. And check 
the earth lead with a voltage clamp to see if 
there is any current present.

Are you going to park it in the work-
shop overnight? Remember you don’t 
know anything about the condition of the 
vehicle.

I wouldn’t recommend this. What if it 
catches on fire? Park the vehicle in the yard 
with an exclusion zone around it so that if 
it does catch fire overnight, it will not cause 
any damage to adjacent buildings or vehi-

cles. I have seen one manufacturer quote 
a 5 meter (15 feet) exclusion zone, whilst 
another manufacturer states 20 meters (60 
feet). How many storage compounds have 
that much space? 

Alternatively use a vehicle fire blanket to 
cocoon the vehicle and then you don’t need 
the exclusion zone. If the vehicle does catch 
fire, a correctly utilized vehicle fire blanket 
will stop the fire from spreading.

When you dismantle the vehicle and 
remove the battery, where do you put 
the battery that has been taken out? Is it 
stored in a secure area away from the main 
building, with controlled access or put on a 
pallet and left in the corner of the disman-
tling bay?  

If you can give satisfactory answers to all 
of the above, then you have probably been 
listening to me for the last few years as I 
have spoken about the risks of high-voltage 
vehicles. If you cannot, then you need to 
consider completing training, investing in 
personal protective equipment and tools 
for your team and facility, and updating 
your procedures so everyone knows what 
to do when a high-voltage vehicle arrives at 
your business.

Your leadership in this area will keep 
employees and businesses safe, prevent 
accidents and failures and enhance skills 
and knowledge – activities that will raise 
staff performance, staff retention, effi-
ciency, safety and profitability at the same 
time.  

Charged
By Andy Latham

Andy Latham is Managing Director 

of Salvage Wire. His desire is to 

highlight the professionalism in the 

vehicle recycling industry, increase 

knowledge and understanding, and keep everyone 

safe, ethical and profitable.

Electric and Hybrid Vehicles – Have we been doing it wrong all this time?

Are you going to park it in the workshop overnight?  
I wouldn’t recommend this. What if it catches on fire? 
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ARA Benefits the Industry
ARA’s popular member benefits provide exceptional perks! 
Are you taking full advantage?

Do you have these benefits working for your business? 
Each one of ARA’s benefits below offer amazing 

potential to help auto recyclers in your daily business. If 
you are not taking advantage of these, they are at your 
immediate disposal. If you have any questions, simple 
email kelly@a-r-a.org, to get on board with ARA’s best-
in-class savings, expertise, and support!

Marketplace (Savings 4 Members)
• Real Savings on Items Purchased Regularly
• Savings Boosts Bottom Line
• Get New Services at Best Pricing
ARA’s buying group offers generous discounts on  

business services with world-class vendors of payroll  
processing, office supplies, package delivery, wireless ser-
vices, and more. The average savings on expenses is 20%. 
Visit https://ara.savings4members.com. 

ARA Convention, Networking  
& Exposition

• Savings on Attendee and Exhibitor Registrations
• Understand Current Trends from Experts Speakers
• Learn Best Practices and Network with Peers
• Discover New & Improved Products & Services
ARA’s 78th Annual Convention & Exposition is to be 

held in Dallas, Texas on November 11-14, 2021. It will 
offer one-of-a-kind opportunities to learn about new 
products and services at one of the largest expositions in 
the world, outstanding educational sessions and speakers 
and networking with colleagues! 

This favorite in-person event is sure to be a sell-out! 
You won’t want to miss it. 

For more information or to exhibit, contact Kim Glass-
cock at kim@a-r-a.org or stay tuned to www.a-r-a.org  
for more details in coming months! 

These other valuable ARA member benefits are at your fingertips!
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ARA Communications
n Automotive Recycling magazine is voted the  

#1 member benefit and where ARA members get market 
intelligence to plan their business strategies. The maga-
zine is now online at www.autorecyclingnow.com.

n Automotive Recycling Buyer’s Guide (online and 
printed) is the #1 industry resource that provides infor-
mation on leading suppliers to the industry. Visit www. 
AutoRecyclingBuyersGuide.com for more information.

n The ARA 360º eNewsletter is the monthy update 
to members only where ARA reports and analyzes 
important need-to-know information for auto recyclers!

n Recycler Updates are sent via email when important 
or breaking news comes available. During the COVID 
crisis, ARA sent daily and weekly updates in the crisis. 

Contact Caryn Smith for story ideas or to advertise by 
calling (239) 225-6137 or email araeditor@comcast.net.

ARA Advocacy
• Monitors National & State-wide Legislation
•  Represents the Interests of all Auto Recyclers as 

Members of Stakeholder Organizations
• Responds with Comments on Legislative Actions
•  Maintains an Active Government Affairs Committee

The ARA is dedicated to promoting and protecting  
the interests of professional automotive recyclers through 
legislative and regulatory efforts at the federal level, in all 
50 states, and around the world. Through its daily advo-
cacy efforts, ARA works to represent their interests on 
issues such as: 

• Salvage Vehicle Acquisition
• End-of-Life Vehicle Management
• Access to Automotive Parts Data
•  National Motor Vehicle Title Information System 

(NMVTIS)
• Small Business Market
• Commerce/Trade
• Metal Theft
For more information on any of these issues, or to join 

the committee, contact ARA staff at staff@a-r-a.org.

ARA Political Action Committee
ARA’s PAC provides contributions to Members of 

Congress or political candidates who demonstrate a will-
ingness to support the professional automotive recycling 
industry and ARA’s legislative initiatives. ARA’s PAC 
accepts personal contributions from individuals. To make 
a contribution, contact ARA staff at staff@a-r-a.org.  
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ARA makes history and gets high praise with 
the first-ever industry-wide international virtual 

automotive recycling convention & expo. By Caryn Smith 

THE ARA
EDGE 

EDGE 2020 was the automotive  
recycling industry’s very first virtual 
international convention and expo, 
and it was judged as a great success 
to bring education and connection 
to auto recyclers who are used to 
attending multiple in-person meet-
ings during the course of a year. 
COVID-19 obviously brought a  

halt to in-person gatherings, yet the Automotive Recyclers 
Association (ARA) felt the call to make something happen 
in light of canceling their ARA Annual 77th Annual  
Convention & Expo planned in Reno, Nevada. 

While it may seem like old news now, it is 
important to reflect on how important staying 
connected as an industry is, and how auto recy-
clers will likely see more of this in the future.

Committed to the Industry
“ARA felt a strong responsibility during the 

most challenging year in our history to provide 
access to training, information and a platform 
to provide networking with other recyclers, 
industry partners and vendors,” says Sandy 
Blalock, ARA Executive Director. “ARA Edge 

2020 addressed all those needs for our industry and will 
continue to be an asset to recyclers in the months to come 

as all training modules will become available to automo-
tive recyclers through ARA University and planned webi-
nars. ARA Edge 2020 met and exceeded all our expecta-
tions and more.”

The virtual event, which spanned three days in 
November, delivered on the quality content that attendees 
have come to expect from ARA with two keynotes –  
Jason Redman, ARA’s 2020 Industry Coach and Retired 
Navy Seal, who helped attendees find that inner instinct to 
guide them through difficult situations, and Blake Stratton 
with the Michael Hyatt & Company, who spoke on 
accomplishing goals with laser focus. A special session on 
the Collision Industry Disruption Effects on Auto Recy-
cling with Frank Terlep was also a highlight. 

The first-ever digital Expo was a unique way to connect 
vendors with attendees in an actual (virtual) booth, com-
plete with live chat, videos, downloads, and more. The 
response from almost everyone was that while face to face 
is always preferred, this was the next best thing to find 
options to improve an auto recycler’s business.

Altogether, there were 459 registrants, 53 speakers, 35 
Expo vendors, 23 sponsors, 20 sessions, 6 tech talks from 
technology providers, and one amazing virtual facility 
tour of B&R Auto Wrecking in Corvallis, Oregon. The 
annual ARA awards were presented via video ceremonies 
and recipients were able to share the special moment with 
their teams. 
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The ARA Expo 
attracted top 
industry vendors 
who saw great 
value in supporting 
ARA’s event.

HR: Finding & 
Developing the 
Right People  
session was 
extremely well-
attended, with 
experts clockwise 
Dan Snyder, 
Reitje Lulsdorf, 
Shannon 
Nordstrom, 
and Ryan Falco 
weighing in on 
the topic.

Two esteemed recyclers were presented with the ARA 
Lifetime Achievement Award – Kenny Linder of Linder’s 
Inc. and Steve Holland of Brandon Auto Services, Inc.; 
the President’s Award was presented to Paul D’Adamo of 
RAS; the Member of the Year Award spotlighted Rodney 
Krawczyk of Gear Six Auto Parts, and the CAR Member 
of the Year was Wilbert’s, Inc. Two 
ARA Affiliate Chapters were given 
special recognition: Vehicle Recycling 
Forum Association of Poland and 
SCADA of California.

Take-Aways
“Overall, I thought it was great!” 

notes Shan McMillon of Cocoa Auto 
Salvage, Inc. and ARA’s 2nd Vice 
President/Treasurer. “The sessions 
provided the quality educational 
content that we have come to expect 
from an in-person ARA convention. 
The speakers did a great job adapting 
to the new format. Although most 
automotive recyclers have seen record 
sales and revenue in 2020, there have 
been many challenges and stressors 
that we’ve had to adapt to or deal with along the way. 
It’s important for us to stay connected in new ways until 
we can be together in person. Support, encouragement, 
understanding are probably as important to give and 
receive right now as anything else we could offer as we 
adjust to this new normal.”

McMillon’s favorite part was the video facility tour. “I 
thoroughly enjoyed the B&R facility tour. There were so 
many great nuggets! The one that stood out that I had not 
heard before was to offer buffing service for a fee. Not all 
shops want them buffed and others would be willing to 
pay to have it done. Great idea!”

Other recyclers weighed in.

Jim Butler of Butler’s Auto Recycling, says, “It was a 
whole new experience and one I’m sure we all will have 
to start getting used to. We set up a room in our facility 
just for attending these types of meetings, and it made a 
big difference in how much benefit we received from the 
experience. I know that without a place to get away from 

the daily challenges we all face, this format is much harder 
to learn in. My favorite session was the final keynote with 
the Navy SEAL (Jason Redman). He was the best.”

“I believe that some of the learning opportunities were  
as valuable, if not more so, due to the nature of being able  
to watch and interact again a second time,” says Greg 
Condon of Condon’s Auto Parts. “I find a two- or three- 
day conventions to be overwhelming at times and I lose 
track of everything I need or want to do when I get home. 
This way I could digest the information a second time and 
watch it a few days or few weeks later to revisit it.”

“We have some incredibly smart individuals in our 
industry that are leading us down a much more profes-
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sional path for the future,” notes Condon. “We need to 
embrace technology and change and ready ourselves for 
the tidal wave of car tech coming in the next 10 years.  
We are actively looking to train or hire employees that are 
more well versed in this space.”

Ryan Ossenkop of Northwest Auto Parts agrees, “ARA 
really went the extra mile to make it feel more like a tra-
ditional convention rather than just online lectures. The 
facility tour and award ceremonies were very well done. 
It would have been easy enough for ARA to just schedule 
some online lectures, have members watch a few videos 
and call it a convention. But that is not the ARA style, they 
really took it over the top!”

“I enjoyed being able to watch the sessions live and then 
being able to watch the ones I had missed,” says Steve 
Holland, Brandon Auto Services, Inc. “The number of 
great speakers and topics that were covered were impres-
sive. The Roundtable is my favorite session. So many 
topics are discussed.”

 “EDGE 2020 was done extremely well, and I’ve expe-
rienced a few virtual conferences this year,” Courtney 
Snow of Resource-One, an SES Company, says. “I was 
impressed with the collaboration among the industry. 
The chat options and the Edge 2020 App made it so con-
venient to network with fellow attendees and exhibitors. 

“We have some incredibly smart 
individuals in our industry that 
are leading us down a much more 
professional path for the future.  
We need to embrace technology  
and change and ready ourselves  
for the tidal wave of car-tech  
coming in the next 10 years.” 

– Greg Condon of Condon’s Auto Parts
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It also made it very simple to keep track of contacts and 
conversations in one place. I loved it.”

“I loved it,” says Anthony Wahl of Wahl to Wahl Auto 
Parts. “It was fairly easy to navigate and most of the 
sessions I attended were fantastic. It was well worth the 
money, and was also great saving money on travel and 
hotel expenses this year. I would like to see more virtual 
events from ARA. Ultimately, we are all going through the 
same struggles in this industry, and when we share ideas 
and work together, we all benefit. The sessions that stood 
out most for me were the ones on quality control, expecta-
tions of body shops, and the inventory acquisition. I found 
those to be great conversations and very informative.”

SPECIAL THANKS TO OUR SPONSORS
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auto recyclers should jump on board and hold on for an 
exciting ride! 

“With our programs and events, ARA is committed to 
making sure every auto recycler who wants it can access 
quality information and understand trends that affect 
their business. We want everyone to be operating at their 
very best,” assures Robertson. 
Caryn Smith is the editor of ARA’s Automotive Recycling magazine 

and has been covering the industry for almost 25 years. 

EDGE 2020 had all the elements of an in-person convention 
experience, including awards presentations and the 
presidential gavel passing. Sandy Blalock presented Scott 
Robertson Jr with the gavel via a clever video presentation. 

 
Being the Leader

Scott Robertson Jr, ARA president 
and owner of Robertson’s Auto Sal-
vage echoed Blalock’s sentiments on 
ARA’s responsibility to the industry.  

“One of ARA’s obligations to the 
recycling industry is education, and 
the best way to accomplish this is 
by bringing people together with 
events,” he says. “I always leave an 
ARA convention a little smarter than 
arriving, taking home new ways to improve my business 
procedures. While 2020 has been a struggle, the staff at 
ARA pushed harder than ever to host a virtual event to 
better individual auto recyclers and advance our industry. 
Our sponsors this year not only made the show a reality, 
but invested in auto recyclers as well as the entire auto 
recycling industry. Please thank them for the commitment 
to your business and our industry.”

Sites are set and hopes are high for an in-person 78th 
Annual ARA Convention and Expo in Dallas, Texas on 
November 10-13, 2021, but you can expect more digital 
programming from ARA throughout 2021 in the form 
of webinars, Facebook Live, and more. It is a brave new 
digital world of learning and connecting, so progressive 
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EACH YEAR, AUTOMOBILES GET MORE TECHNICALLY COMPLEX AND, THUS, MORE 
expensive to fix when involved in a collision. As such, more insurance companies  
are resolved to “total” today’s vehicles rather than repair them. In addition to the ever- 
increasing number of totaled cars, approximately 20 million automobiles each year 

reach the end of their useful life – most of which are an average of 10 years or older. 

Thanks to automotive recyclers, automotive vehicles are some of the most recycled  
products in the U.S., and increasing world-wide. But as the automotive industry  

continues to morph – especially as it relates to the nuances of the collision 
repair segments – automotive recyclers are being significantly impacted in 

their sale of recycled original equipment parts. What is in store for the 
collision repair segment and how can an auto recycler prepare for 

the new era of vehicles making their way off OEM assembly lines?

Automotive Recycling magazine reached out to industry 
experts to get their input on what is happening, what 

the future holds, and how to prepare for the collision 
of industries. 

INDUSTRIES AS THE PACE AND MAGNITUDE OF INDUSTRY-WIDE CHANGE CONTINUES 
TO MOUNT, THE COLLISION REPAIR INDUSTRY IS ALSO FEELING THE HEAT. 
EXPERTS SHARE THEIR THOUGHTS ON WHERE THINGS ARE HEADED AND 
HOW AUTO RECYCLERS CAN PREPARE FOR IT.

COLLIDE
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Auto Makers’ Use of Mixed Materials 
T Ryan Mandell, Mitchell International

The use of lightweight substrates has resulted in an increase in the percentage  
of parts being replaced as opposed to repaired after an accident.

COLLIDE
Over the past 20 years, the automotive 

industry has evolved from a seemingly tired 
segment of the global industrial complex to a 
vanguard of advanced digital and manufac-
turing technology. This rapid evolution has 

impacted the way insurers underwrite auto policies, how 
collision repair facilities fix today’s complex vehicles, and 
how auto recyclers manage their inventory and position 
themselves to capitalize on the advances that have already 
been made in the automotive industry as well as the 
changes that are just over the horizon. 

One trend that emerged in the 1990s, but has picked up 
significant momentum over the past decade, is the utiliza-
tion by automakers of advanced, lightweight substrates 
in the construction of their vehicles. Manufacturers are 
moving away from mild steel and toward things like plastic 
composites, carbon fiber, advanced high-strength steels, 
and aluminum. The research and consulting firm Ducker 
Frontier published a study in July 2020 that showed the 
average aluminum content in vehicles increased by over 
15% between 2015 and 2020 with an expected growth of 
almost 25% over the next ten years (Figure 1). 

OEMs are using this strategy for two primary reasons:
1)  Decreasing the weight of a vehicle in order to 

improve fuel economy; and 
2)  Improving the safety of a vehicle by increasing the 

crash energy absorption of structural and closure 
components. 

Driven by increasingly stringent US CAFE (Corporate 
Average Fuel Economy) standards, manufacturers began 
steadily improving the efficiency of new model year power- 
trains through greater reliance on turbochargers and new 
technologies like automatic cylinder deactivation. 

OEMs also began to reduce the overall curb weight of 
their vehicles, especially for light trucks and SUVs where 
improving powertrain efficiency becomes more limited 
(Figure 2). According to the U.S. Department of Energy, a 
reduction in a vehicle’s weight by 10% will result in a fuel 
economy savings of between 6-8%.1 Auto makers also 
found that they were able to improve crashworthiness 
at the same time as reducing curb weight. The American 
National Standards Institute found that aluminum actu-
ally absorbs twice the crash energy as mild steel2 and the 
manufacturing company SMI Composites reports that 
“carbon fiber has the highest strength and stiffness per 
density than metal or any other material.”3

The move towards a more mixed materials automotive 
strategy has several downstream effects for both the colli-
sion repair and auto recycling industries. Perhaps the most 
glaring impact has been the increase in the percentage 
of parts being replaced (as opposed to repaired) after a 
vehicle has been in an accident. In the U.S., the percentage 
of parts repaired fell from 20.66% in 2019 to 19.22% in 
2020 and the average number of parts replaced on an esti-
mate increased from 10.35 in 2019 to 10.82 in 2020.4 

While there are certainly several factors that contribute 
to this result, material construction is certainly one of the 
primary elements. The properties of the materials them-
selves result in far fewer opportunities for a collision repair 
facility to even be able to repair a given part. Aluminum is 
able to absorb twice the crash energy as steel is because it 
becomes brittle when impacted and is more likely to crack 
than deform the way steel does. On some materials, such 
as ultra high strength steel, even the smallest damage is not 
repairable due to the rigidity of the panel created by the 
high temperatures at which it is fired. 
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For auto recyclers, this scenario creates multiple 
opportunities to optimize inventory and increase rev-
enue. Having a greater percentage of parts replaced on 
an average repair results in increased sales opportunities 
for collision parts. Additionally, the competition from 
aftermarket producers is reduced when it comes to parts 
constructed of materials like aluminum, carbon fiber, 
and UHSS since manufacturing infrastructure has not 
yet caught up with demand. OEMs are also employing 
strategies such as patenting and visible branding to limit 
the scope of parts available to the aftermarket. As such, 
recyclers are in a unique position to provide an alternative, 
cost-effective option to repairers for such parts that likely 
doesn’t exist in any other segment of the parts ecosystem.

Additionally, the amplified reliance in lightweight  
substances, namely aluminum, means greater scrap rev-
enue opportunities when a vehicle reaches end of life.  

A vehicle with an all-steel construction is typ-
ically stripped of any cores and transferred to 
a crush pile immediately where it garners the 
prevailing scrap steel price per metric ton. How-
ever, a vehicle with a large number of aluminum 
components may now be carefully harvested in 
order to gain the higher scrap aluminum rate, 
which is typically at least 10x that of whole car 
bodies in the case of sheet aluminum and poten-
tially in excess of 15x for cast aluminum. 

While some recyclers may even consider 
taking the composition of potential salvage 
acquisitions into account at the time of pur-
chase, it would be beneficial for all operators 
to consider a vehicle’s composition at end of 
life to determine additional steps that may need 
to be taken before the vehicle is sent to crush. 
Such a process would ensure that the most valu-
able commodities are appropriately extracted, 
and thus guaranteeing the highest return on 

investment. 
The shift toward advanced lightweight substrates is 

poised to continue indefinitely, especially in light of the 
growing electric vehicle (EV) car parc. New EV sales made 
up roughly 2.5% of new vehicle sales in 2020 (about 
368,000 units), a relatively small number to be sure, 
but overall the segment saw a 4% year-over-year (YOY) 
increase while the rest of the automotive industry saw a 
15% decline YOY.5 In 2020 EVs accounted for just under 
1% of all repairable claims in the United States but that 
figure represents a 10% growth from 2019.6 

In a recent CNBC interview with Ola Kallenius, CEO 
of Daimler, the parent company of Mercedes Benz, said 
that Mercedes sales of electric vehicles tripled in 2020 
compared to 2019 and that Daimler was doubling down 
on electrification as we enter, “a transformative decade.”7 
Daimler is forecasting that electric vehicles will account 
for 13% of global vehicles sales in 2021, compared to the 
7.4% it achieved in 2020. 

Ashwani Gupta, the COO of Nissan, stated in December 
2020 that we had reached a turning point when it comes to 
electrification of vehicles and that growth was being driven 
by consumers, and enabled by the growth of infrastructure 
and government support for the reduction of carbon emis-
sions.8 To put this in perspective, the International Energy 
Agency produced a report that showed in 2009 there were 
about 17,000 electric vehicles on the roads globally. In 
2019, that number had grown to over 7.2 million. It there-
fore appears that the foundation is set for electric vehicles 
to occupy a much larger portion of the car parc, and subse-
quently, a larger portion of collision repairs.

EV’s are the greatest consumers of aluminum through- 
out the automotive industry, with 40% more gross alu-
minum weight per vehicles than internal combustion 
engine (ICE) vehicles (Figure 3). Consequently, the change 
in construction opportunities for recyclers will be magni-

Figure 1: North American Light Vehicle Aluminum Content. Source: Ducker Frontier.

Figure 2: 
Aluminum Pounds 
per Vehicle by 
Segment. Source: 
Ducker Frontier.
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fied as EV’s capture ever-greater market share. Addition-
ally, recyclers can expect to be faced with more frequent 
challenges in managing the high voltage battery system 
safely and effectively at the time of dismantle. 

The safety practices for the removal of high voltage bat-
teries have been well documented, but as EV’s become a 
more regular addition to recycler inventory, it will be nec-
essary to reevaluate the resources dedicated to the time 
and equipment needed for the safe removal of these valu-
able parts. Most manufacturer labor times for removal of 
the battery alone (without reinstallation) start at 1 hour 
and in some cases require more than one technician. 

The batteries are also extremely sensitive to internal 
damage and must be carefully stored to prevent the integ-
rity of the internal cells to prevent the electrolyte from 
leaking and causing internal corrosion. The electrolyte 
is also extremely flammable and can become explosive 
if damage is done to the battery. The safety surrounding 
high voltage battery management does not simply end 
when the vehicle is dismantled but must be continued all 
the way until the battery is no longer part of the recycler’s 
inventory. 

Fortunately, the high voltage battery is not just a pain 
point in the dismantling and continuous quality control 
processes, it also represents a significant revenue oppor-
tunity for recyclers. The recycling and remanufacturing 
industries for EV high voltage batteries are truly in their 
nascent stages and it stands to reason that both will 
flourish as manufacturers continue to invest heavily in 
electrification. Many startups such as Redwood Mate-
rials have positioned themselves to purchase the battery 
cells produced by EV manufacturers that fail to meet final 
quality control standards and use either pyro- or hydro-
metallurgy techniques to extract the valuable copper, 
nickel, or cobalt that resides within the cells in order to 
produce new high voltage batteries.9 

Companies that specialize in such processes are cus-
tomers that represent a captive market for auto recyclers 
especially for batteries that come from vehicles with 
severe damage where there is a high likelihood of internal 
damage to the high voltage battery. Continued growth in 
this sector is expected in the coming years especially due 
to the forecasted tight supply of the aforementioned raw 
materials; especially cobalt that has been receiving signifi-
cant negative press as of late due to the fact that almost all 
of the world’s cobalt is mined in the Democratic Republic 
of the Congo primarily by child laborers in exceedingly 

  1 https://www.energy.gov/articles/545-mpg-and-beyond-materials-lighten-load-fuel-economy
  2 https://blog.ansi.org/2017/11/ansi-h352-2017-aluminum-dimensions/
  3  https://smicomposites.com/why-carbon-fiber-car-parts-are-the-1-choice-in-auto-racing/#:~:text=Carbon%20fiber%20

has%20the%20highest,car%20experiences%20during%20a%20race.
  4 Based on Mitchell Repairable Estimating Data
  5 https://www.ev-volumes.com/
  6 Based on Mitchell repairable estimate data
  7 https://www.cnbc.com/2021/01/08/daimlers-mercedes-benz-triples-electric-car-sales.html
  8 https://www.cnbc.com/2020/12/08/weve-reached-turning-point-on-electrification-of-vehicles-nissan-executive.html
  9 https://www.wired.com/story/the-race-to-crack-battery-recycling-before-its-too-late/
10  https://www.mckinsey.com/industries/automotive-and-assembly/our-insights/second-life-ev-batteries-the-newest-value-

pool-in-energy-storage

deplorable working conditions. Recy-
cling of these rare elements thus pro-
vides not only an economic benefit to 
the EV industry but a human benefit 
as well.

The other side of the “post-first-life” 
EV battery coin is the remanufacturing 
industry. This segment of the high 
voltage battery market is still in a rela-
tively embryonic form but it is likely to 
blossom in the coming years not only 
to offer an alternative part source for 
EV battery replacement but also as a 
medium for stationary energy storage. 
McKinsey and Company estimates that 
“second life” EV batteries represent up 
to a 70% cost savings over new, unused 
counterparts.10 

This may, however, be an opportu-
nity that only exists for a finite period 
as that cost savings is estimated to 
fall to only 25% by 2040 as battery 
manufacturing technology becomes 
more sophisticated and overall costs per charging kilo-
watt-hour (kWh) continue to fall. Even with a finite 
timeline for maximum capitalization, recyclers are again 
presented with a captive market that is seeking to get 
ahead of the demand curve for when EV’s are even more 
common on our roads than they are today.

These trends embody only a portion of where the auto-
motive industry is headed in the years to come. Changes 
in construction and propulsion are critical to the evolution 
that automakers are undergoing. For better or worse, we 
will no doubt continue to see less use of traditional mild 
steel and less use of internal combustion engines as time 
moves on. In many ways, these trends signal a watershed 
moment for recyclers. Organizations that are able to adapt 
and change to meet a changing car parc will position them-
selves as best in class, with a diversified portfolio of revenue 
streams better able to adapt to any future uncertainty.  

Ryan Mandell is Director of Performance Consulting 
at Mitchell International. He engages with auto 
insurance carriers to analyze claims data and identify 
opportunities for performance improvement. He also 

works with claims executives to develop action plans to optimize 
such opportunities and see them through to fruition, and provides 
continuing consultation to insurance carriers on the most up-to-date 
trends in the automotive industry. Prior, he worked at Autowrecking.
com/B&R Auto Wrecking and with Precision Collision Auto Body.

The properties of the materials themselves 
result in far fewer opportunities for a 
collision repair facility to even be able 
to repair a given part. For recyclers, this 
scenario creates multiple opportunities to 
optimize inventory and increase revenue.

Figure 3: EV vs 
ICE Aluminum 
pounds per 
vehicle. Source: 
Ducker Frontier.
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Darrell Amberson has been in the auto repair 
industry for over 40 years. In 1999 he became 
president of an MSO, Lehman’s Garage, 
and served in that role for 13 years. In 2012, 
Amberson became the current president of 

operations for LaMettry’s Collision, an MSO in the Min-
neapolis area. LeMettry’s has 10 locations and holds 14 
authorized collision repair center certifications from OEM 
manufacturers, including but not limited to Nissan, Kia, 
Ford, Porsche, Mercedes-Benz and Tesla.

Through the years, Amberson became involved in colli-
sion industry events and served in a number of volunteer 
roles, including a number of advisory councils and com-
mittees. He has been on the Automotive Service Associa-
tion board of directors for 12 years, including 2 years as 
chairperson. He served as the chair of Collision Industry 
Conference’s (CIC) governmental and legislative com-
mittee, and is now the 2021 chairperson of CIC. He is also 
active in CIECA, serving as its chair of the Calibration 
Committee.

The collision industry is seeing a significant shift in 
how they do business, with regard to insurance relation-
ships, OEMs, consumers, technology and consolidation. 
Automotive Recycling magazine spent some time with 
Amberson to get his take on the industry, the future of 
repairs, and other factors.

Automotive Recycling: How are things going?  
How are you conducting business?

Darrell Amberson: Well, it is not a typical week 
without four to five Zoom meetings. Overall, we are 
in virtual communication mode. All insurance is done 
electronically. Photos are digital. Training is online. In 
Minnesota, we had a second round of lock downs over 
the holidays. It was just eased a couple weeks ago, and 
now we are seeing an increase in traffic. I don’t think 
we will see some normalcy return for some time. People 
have a lot of pent up emotions – they want to get out.

AR: In regards to COVID, what has been happening 
business-wise in the industry this year? 

DA: I can speak to our business. We were fortunate to 
have a busy winter, as many in the industry had, which 
carried us for 6 weeks or so into COVID. Then when work 
eased up, we rolled up sleeves, followed CDC guidelines, 
and did a lot of marketing and promotions. Relieved 

restrictions through 
summer brought us up to 
80-90% of normal busi-
ness, but then we took 
a drop again with the 
recent shut-downs. 

Conditions vary 
throughout the country. 
Some rural areas are 
doing just fine. Other 
areas are harder hit. I 

know some major consolidators that are reporting they are 
only down about 14% for the year, all things considered.

AR: What has been the biggest industry challenge in 
the last year?

DA: I would say staffing and the marketplace. While we 
have not had many positive COVID cases, yet we struggled 
with employee’s children being exposed causing quaran-
tines. Door traffic was a definite challenge. Our certifica-
tions have helped us a lot to maintain a level of business. 

There are a lot of changing technologies in the insurance 
world that takes a year or two to work out. I have heard 
where insurers are helping some shops economically. But 
overall, insurers are squeezing shops in these tough eco-
nomic times by not paying for some things they had in the 
past. For instance, scans and scan pricing. They have min-
imized their pricing and are even questioning the need for 
it, even though OEMS say it is required. 

There is one insurer who will only pay a “prevailing 
rate” in a certain area, so if one shops accepts less, they all 
must do the same. As an industry we are reluctant to pass 
these costs on to customers. But I have to wonder if we are  
headed in that direction.

Another factor, say 10-20 years ago, when the check 
engine light comes on, the insurance company said we are 
not going to pay for  the diagnosis cost, but will pay for 
the diagnosis and repair if there is  something found  that 
is loss related. Now the manufacturers are requiring cer-
tain after-repair diagnostics on parts of the vehicle that did 
not have direct impact in the collision, like alignment of 
wheels and tires. The manufacturer says they need to be in 
spec, and that you should calibrate the system. Doing this 
is good for the customer. But, unless you can prove it was 
part of the direct loss, insurance will not pay for it. That is 
how many policies are being written. 

Quality is Job #1
T  An Interview with Darrell Amberson, president of LeMettrey’s Collision  

and chairman of CIC

The collision repair industry struggles to make adjustments as shops grapple with 
employee issues, OEM procedures, and tighter insurance margins. By Caryn Smith
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AR: What are your biggest concerns about the future?
DA: I am very optimistic in a lot of ways. But I do think 

there will be a frequency decline due to new technologies, 
like ADAS systems. We will eventually see severity going 
from 4K to 6K, which will change our industry. Smaller or 
weaker players will not be able to handle the technology 
and training required, impacting their general survival.

Calibration scan tools and access to repair procedures 
are important. Repairers are required to use factory tools, 
or similar aftermarket tools, and they are expensive. This 
will cause collision repairers to become more specialized 
going forward, perhaps focusing on automotive brand 
trends in their areas. Vehicle owners of other brands may 
have to go out of area for service.

AR: What is the relationship like between 
repairers, insurance and the OEMs?

DA: OEM communication with collision 
repairers has increased, which is a good thing. 
But we need the insurance and OEMs talking 
more to each other when the insurance com-
pany questions a repair procedure I don’t have 
the expertise to say if the OEM is overreaching 
or not. Because of vehicle complexity I have no 
choice but to trust and use vehicle manufac-
turer repair procedures. We are in the middle 
of the issue with the responsibility to provide 
safe and proper repairs. 

AR: How do you see re-calibration being embraced 
with all these complex systems and parts in the 
collision repair process. Who will take ownership of that 
process?

DA: In today’s world – the shop would be responsible. 
Based on what I hear, we are lagging behind as an industry 
on this. Our company is very compelled to do the right 
thing and embrace technology. Others in industry are 
perhaps not as much. That is concerning. Recalibrate or 
not do it? That is a risk. But, say, if there was a situation of 
a significant loss where air bag deployed, perhaps attribut-
able to a faulty collision repair. How many are really being 
investigated if they were recalibrated? How many not 
doing it are going undetected? If there is an incident that 
is proven to be related to a faulty repair , it can be cata-
strophic in many ways, including for the shop 

AR: How do you view OEM repair procedures? 
DA: OEM repair procedures are worth their weight in 

gold. As collision repairers, we are more and more depen-
dent upon them. OEMs are the ones with the expertise. As 
collision repairers in the past, we were trained on generic 
processes. Today that is gone. Different high-tech systems 
and technologies require more specific insight. You have 
to use factory repair information to diagnose and repair. 
Vehicles are too complex and risks are too high to do 
otherwise.

AR: What do you think of the OEM Repair Procedure 
Bills and Right to Repair legislation in light of your 
industry?

DA: I have mixed feelings. Access to repair informa-
tion is important. But when a regulation is established 
it has to be very well thought out. If a manufacturer is 
required to provide certain data or do certain things, 
it only stands to reason that is what they will do to be 
in compliance, nothing more. I would like to see all the 
stakeholders come to agreement, short of legislation, but 
sometimes you just can’t get to that point. As repairers, as 
an industry we pale in comparison to the power of man-
ufacturers and insurance companies. The insurers have 
immense lobbying power.

AR: How do you or the industry view recycled auto 
parts? 

DA: Auto recyclers offer quality parts solutions. We 
use quite a few in cases where it makes all the sense of 
the world. We have high expectations on the quality we 
receive. For about 10 or so years, the automotive recycling 
industry has marketed higher quality, but unfortunately 
they are not always delivering on those expectations. 

I remember days when insurer would pay for some clean 
up time, but not anymore. The expectation now is that we 
shouldn’t have to do any clean up, but the reality is we do.

I have seen better service from CAR and Gold Seal cer-
tified auto recyclers. We are inclined to deal with them 
more. But I prefer the business model where I use our 
proven local vendors to shop for needed parts around the 
country. They are the best judge of their peers and who the 
best automotive recyclers are to work with and the quality 
we will receive. I am not against buying from a smaller 
facility farther away, but if I don’t know them it makes it a 
difficult decision because of our experience with inconsis-
tent quality. We like to build trusted relationships. 

It makes clear sense to get a recycled door that comes 
with components, for instance. Yet with changing technol-
ogies, how will recycled parts fit into parts needs on some 
of these more sensitive parts that need re-programming or 
different handling. All these processes need discussions to 
be figured out.
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insurer managing the relationship with traditional KPAs 
around alternative parts usage, what is the best way for 
recyclers to still provide parts in the repair process?

DA: I think each repair should be looked at on its own 
merit. Just like any other business, the automotive recycling 
industry needs to give us a reason to use them. What is the 
reason – cost, convenience, quality parts, service, trust? As 
I said earlier, there is a big variability between auto recy-
clers. Some are far more reliable than others. We have good 
salvage parts vendors; we prefer to just work with them 
for everything. It really shouldn’t be the job of the collision 
repairers to figure out which ones are good. Again as a 
personal opinion, a local yard is best preference. General 
concerns in using a part from an unfamiliar auto recycling 
facility are the distance, administrative issues like getting a 
refund, unknown quality standards, issues like that.

AR: What is the value of professional Certified Auto 
Recycler (CAR) or Gold Seal certifications?

DA: It is always a good idea to have whatever accredita-
tion that makes sense in any industry. I think in the future 
with ADAS and other technology, we will see more and 
more certification required. But for now, it all helps attract 
business. Having a way to readily identify quality certified 
recyclers helps the decision-making process. 

AR: How will the electric vehicle impact the industry? 
How is CIC ramping up for this trend?

DA: We are pleased with the work of the CIC Emerging 
Technologies Committee. There are some fresh perspec-
tives from new members on the mechanical side and I am 
excited about that. There are high caliber people on the 
CIC Future Disruptions Committee. These committees are 
tracking trends and making recommendations. More and 
more, we need to educate the industry to stay on the fore-
front of these new trends – how we ALL need to adapt. 

We need standards and understanding of what to do 
with salvage EV batteries. It is looming concern. Right 
now it is kind of a wild west, but work at entities such as 
CIECA will help to standardize terms and best practices. 

AR: What is the best way for auto recyclers to continue 
to have a place at the table on larger developing issues?

DA: Volunteer. Get involved and attend CIC. Look on 
the website for the committee chairs and reach out to 
volunteer to be on a committee. All are welcome. Listen 
in to the conference calls. Be engaged. Most of our CIC 
meeting agenda is based on committee reports, but we do 
offer opportunities for special presentations. Develop one 
to educate attendees at our meetings. Whatever you can do 
to get yourself engaged, that is the best way to have a say. 
Don’t wait for someone to do it for you.  



The collision repair industry continues to work 
through its challenges as technology, systems, 
and demands from controlling players put 
pressure on shops as they work to perform 
to expectations. Automotive Recycling mag-

azine looked to Mike Anderson, the president and owner 
of Collision Advice – a consulting company for the auto 
body/collision repair industry – on his thoughts the cur-
rent landscape. 

For nearly 25 years, 
Anderson was owner of Wag-
onwork Collision Center, an 
OEM-certified, full-service 
auto body repair facility in 
Alexandria, VA. He has held 
positions and memberships 
in many industry organiza-
tions, such as the Mitchell 
Advisory Board, ASE Test 
Review committee, ASA 
Operations Committee, CIC, SCRS, CAPA, and NABC. 
Mike also serves as a facilitator for Axalta Coating Sys-
tems highly recognized Business Council 20 Groups in 
both the U.S. and Canada, as well as facilitates numerous 
courses for Axalta Coating Systems’ Educational Series.

Automotive Recycling: With regards to collision repairers 
and COVID, what has been happening this year?

Mike Anderson: COVID first hit in March, where 
many shops already had work on the books, so they 
didn’t feel pinch immediately. In April, they began to 
feel the impact, and some areas were hit worse than 
others. Certain rural areas of the country were literally 
unaffected. But, major metropolitan areas like New 
York, Washington D.C., etc., really felt the impact until 
about the middle of May. From May to July, things got 
better as people began driving on vacations, doing more 
outside the home, and state’s restrictions loosened. 

States hit hardest, like Michigan, New Jersey and Penn-
sylvania, claims were down 40-55%. Other areas not  
hit as bad were 25-30% down. Most repairers ended the 
year about 20-25% down. We are now seeing COVID 
surge again, with states imposing new restrictions, and 
we will see what happens. What really impacted business 
was workforce-related. Employees got COVID or were 
quarantined due to exposures. Some had challenges with 
children at-home learning. 
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What I think is interesting is that COVID has given us 
insight into the future. Trends on ADAS predict claims 
will be reduced by 30-35%. This shows us what our 
industry could be like 15 years from now. For now, 
people were avoiding public transportation which 
brought a rise in new car purchases, now on road now. 
This should keep collision repairers busy until ADAS 
really makes the projected impact.

Collision repairers also woke up a bit during COVID. 
Where before they could afford to not follow up on 
repair estimates written but not captured, now every 
estimate counts. 

AR: In working with your clients, what has been the 
biggest challenge in the last year?

MA: No cars coming in the doors. When they did  
have work, staffing issues prevailed. A lot of shops had 
to reexamine expenses and cut non-essential items from 
their budgets. I have heard of some shops closing, mostly 
the smaller ones. Some decided to go ahead and retire 
early. The Payroll Protection Program (PPP) saved many. 
If they had not gotten it, more would have closed their 
doors. It saved a lot of business lives.

AR: How are collision repairers keeping up with all the 
changes coming into the industry? 

MA: Collison repairers are networking a lot more than 
they used to and reaching out to colleagues. They are 
paying more attention to information through industry 
publications. It is vital to their business. 

Technology is the Way
T  An Interview with Mike Anderson

Well-known industry consultant speaks with Automotive Recycling magazine on 
the challenges of 2020 for collision repairers and future issues. By Caryn Smith
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AR: What are their biggest concerns about the future?
MA: Staffing issues. There is a lot of employee transi-

tion. Shops that laid people off tried to rehire them, and 
many had already gone to work in another industry.  
We need to bring more women and military into the 
industry. We need more structured training programs  
for young people. 

Costs of repairs is the single biggest friction – including 
the OEM requirement for third party inspections on some 
work performed. Pre-COVID, insurance companies paid 
for these and other things. But they are leveraging the 
COVID situation that is impacting repairers. Now they 
are not paying for inspections and things they deem over-
reaching in repair standards. For instance, OEMs safety 
inspections require that you inspect air bags and measure 
the steering column. Insurance doesn’t want to pay for 
that. The shop has to pay for it. If the shop doesn’t do it, 
then it is a liability to not comply with OEM repair pro-
cedures. Some are getting the consumer to pay for it.  
They can’t do it for free. 

AR: What is the relationship like between repairers, 
insurance and the OEMs?

MA: The relationships with the shops and OEMS are 
good. But shops and insurers are very frictional right now. 

AR: How do you view OEM repair procedures? 
MA: I think we have to follow them, not doing it is not 

an option. They are like building codes for the construc-
tion industry. They keep everyone on the same page in a 
repair and understanding what it takes to do a repair on a 
particular car. You may not agree with it or understand it, 
but you have to do it. 

We have to continually educate all the stakeholders, so 
they do not have unrealistic expectations. I do estimating 
training for several OEMs. Just on a quarter panel repair, 
there are 192 pages of documents to review, but there 
are still old school expectations on repairers. The OEMs 
need to join with repairers to educate insurers. Insurers 
requiring shops to write an estimate within a 2 hour time 
frame is not sufficient anymore. 

Same with consumers. The average customer has an 
accident every 7-10 years. We have to educate the cus-
tomer on the current process. One way is to use their 
vehicle’s owner’s manual to show them the complexity of 
a car repair to gain their trust and confidence. 

Also, ADAS calibrations are an ongoing issue. They can 
be very expensive to perform for collision repairers. They 
take specialized tools and training. Collision repairers 
are focusing on certain makes, and they’ll need to tell the 
consumer that there are some cars they just cannot fix. 

AR: What do you think of the OEM Repair Procedure 
Bills or the proposed “Right to Repair” legislation?

MA: I think the information should be available to 
anyone. Everyone should have the same access to the 

tools and equipment. But I believe there should be some 
limitations to allow only qualified professionals to access 
the information. Just because you have the information 
doesn’t mean you have the credentials to repair the car.  
I think we owe that to the consumer.

AR: What about OEM repair procedures and recycled 
parts?

MA: There is a place for used auto parts, for sure in spe-
cific instances. I don’t think the welded parts are a viable 
or safe repair option. Recycled Parts can be a viable option 
with out-of-warranty makes and models where the parts 
are not readily available.  But I would like to see OEM-ap-
proved salvage facilities, where parts are approved for use 
by the OEM. We all want to be greener. But there needs to 
be consistency in quality, a real collaborative effort where 
quality is top standard. 

AR: What about certifications – how does that play a 
role in your industry?

MA: Some collision repairers are becoming certified for 
the OEMs. But there is still a long way to go because it is 
cost prohibitive. Less than 20% have one OEM certifica-
tion, less than 10% have multiple or high-end European 
ones. In some instances it takes a collision repairer about 
$300,000 to $500,000 to buy the equipment alone. 

AR: Can collision repairers keep up with all the 
technology it will need to repair the cars of the future? 

MA: It is an issue. We will definitely need to hire tech-
nology gurus. 

For instance, take a simple windshield replacement. My 
83-year-old dad had his replaced, and the technician didn’t 
tell him that it needed to be recalibrated, and he failed to 
do it in the repair. My dad called to tell me that his car 
wasn’t acting properly. I scanned it only to find it had not 
been done. Did the tech not know to do it, or did they fail 
to follow directions? This will be a problem going forward.

I have always thought of electric as the diesel of the 
future. Historically, electric vehicles have not gotten a lot of 
traction. It will be interesting to see what happens. The U.S. 
government has been able to keep gas prices down. But we 
are seeing a generational shift. It now has a chance to grow 
in market share, especially with plans from OEMs to focus 
on this and also the direction of the current leadership of 
our Country under the Biden Administration. 

Electric vehicle repairs have different precautions/ 
concerns for repairs than gas-powered cars. For example, 
the cure temperature when painting the vehicle is different 
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for an EV than gas vehicles. And if the smart key fob is left 
in the car in this process, the fob is damaged by the heat. 

AR: How do you or the industry view recycled auto parts? 
MA: For industry views, from my perception, if I can be 

candid:
1) The collision repairers use OEM parts first with after-

market parts as a secondary option. Recycled auto parts 
are the third option for multiple reasons. They are the 
least profitable. For OEM new parts, the profit markup 
is 25-35%. For aftermarket it is 45-55%. On a used part, 
insurance only allow you to mark it up 20-25 % which 
is only a 17% to 20 % Gross Profit Margin. Also, in a 
majority of shops, the DRP/insurance dictate to repairers 
the mark-up allowance. 

2) For the aftermarket part, it won’t usually fit and, yes, 
repairers finagle it. For used parts, we know there is stan-
dard, such as ARA’s Gold Seal and CAR. We know there is 
a grading system, such as “A” graded parts. Yet, every sal-
vage facility interprets the grading differently. A mechanical 
part is different, but for a structural part, it can be bent or 
chipped, such as in a door, and still be described as an  “A” 
part. There may also be additional paint issues on the door. 
Unfortunately, we encounter those auto recyclers who get 
an attitude when we call them about the part’s undescribed 
damage. We all know a majority of parts have damage, but 

we expect honest communications and consistent adher-
ence to the standards. 

3) Another issue is the insurance companies. They want 
the highest price for salvage, etc. on one end, but pay the 
lowest price for salvage parts on the other. Insurance com-
panies are double dipping, it is wrong. They are artificially 
inflating prices. The model is broken. 

I would like to see list prices, where profit for the shop 
is built in. There needs to be some kind of OEM quality 
control initiative. Another issue will be that parts are pro-
grammed specifically to a car. How will that be handled?

Be aware that repair shops are frustrated by 10 different 
software programs they have to use to repair 10 different 
vehicles. Some software locates recycled parts three states 
away, where they don’t have a trusted vendor relationship 
with a recycler. There is a lot to consider – trust, customer 
service, parts as described, ease of return. It is a risk. 

AR: Are you familiar with the ROE–Recycled Original 
Equipment® trademark for recycled auto parts? 

MA: ROE® may be an attempt at image repair. But it 
won’t be successful if it isn’t a makeover from the heart.  
If you truly want to change the image, then be open to 
criticism. I am not trying to be mean spirited but take 
constructive criticism to heart and make necessary changes 
across the industry.  
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V ehicle Miles Traveled (VMT) continues to 
be of high interest as it is a bellwether for 
aftermarket activity – maintenance, repair 
and accessory purchases correlate posi-
tively with VMT. Based on national VMT 

data from Arity, 2020 total VMT for light vehicles was 
13.1% lower than in 2019. This metric is influenced by 
a number of connected and interdependent factors – we 
saw VMT plummet by nearly 50% in the early stages of 
the pandemic (April 2020), then gradually rise throughout 
the balance of the year. But here we are in 2021 and many 
adults are still working from home, and many children 
are still attending school virtually. The nation has been 
awaiting the arrival of the COVID-19 vaccine and its cor-
responding deployment. Since vaccine distribution is being 
phased in a gradual manner throughout the nation, we 
expect that return to offices and schools will correspond-
ingly be more like a dimmer switch than an on/off switch. 

Assuming a gradual return to pre-COVID travel, we con-
tend that service and repair facilities will likely see similar 
patterns in activity as they have in the past six months: 
less frequent visits from vehicle owners, but perhaps more 
comprehensive, and often ahead of longer road trips as 
many have swapped airline boarding passes for their car 
keys. 

Industry experts hypothesize that with the change in 
the type of miles driven (e.g., office workers not sub-
jecting their vehicles to harsh commuting patterns, but 
rather for more recreational and errand-related driving), 
not only might the type of service required change, but 
the types of vehicles purchased may also change. For 
example, professionals who moved from big cities into 
the suburbs (or further away to smaller cities) may trade 
in their commuting sedans for larger SUVs or sports 
coupes that align with their recreational activities. 

The vehicles in operation (VIO) mix will also be inter-
esting to watch. With the increase in used car sales and 
lower mileage on vehicles throughout 2020, will the 
proportion of older vehicles increase as owners keep 
them longer? This could be a boon for independent repair 
shops while new car dealers promote new vehicle sales as 
well as promote “all makes all models” marketing cam-
paigns to keep their service shops busy. 

In addition, as newer vehicles continue to become more 
technologically advanced, the cost of repairs for minor col-
lisions has risen, largely attributed to costs associated with 
vehicle sensors and electronics. This, combined with Right 

to Repair data access issues, will continue to be under close 
watch throughout the industry to ensure that consumers 
have the choice to bring vehicles to their shop of choice. 

Other trends we are watching include consumer pur-
chase habits regarding channel (e.g., fulfillment of parts 
purchase via e-commerce) as well as electric vehicle (EV) 
adoption. The former speaks to a larger trend of con-
sumer purchase habits throughout the pandemic and 
arguably before (think Amazon), the latter encompasses a 
number of subtopics (renewable energy, emerging policy) 
and related implications (frequency of repair shop activity 
and corresponding parts and service). 

These are just a few of the data points that the industry 
will watch throughout the year.

Auto Care Association 
Government Affairs 
Priorities for 2021
T  Tom Tucker, senior director,  

state affairs, Auto Care Association

Last year ended with the voters in the Common-
wealth of Massachusetts overwhelmingly (75-25%) 
approving a ballot referendum that would require 

vehicle manufacturers to equip their 2022 and later vehi-
cles with an open access platform capable of securely 
transmitting repair and diagnostic data. Supported by 
the Auto Care Association, the new law provides vehicle 
owners with control of their mechanical data and would 
allow them to directly share that data with their trusted 
independent repair shop. 

The need for the new law is highlighted by the fact that 
nearly all new vehicles have the ability to transmit data 
wirelessly, permitting only the vehicle manufacturers to 
access that data. Further, a growing number of manufac-
turers are directly limiting access to on-board diagnostic 
ports. Taken together, these two developments have the 
potential of making the car companies the sole gate-
keepers for access to the in-vehicle data needed to diag-
nose and repair late model vehicles. 

In late November, the manufacturers filed suit in federal 
court seeking to overturn the Massachusetts ballot initia-
tive. The suit makes many allegations including claiming 
that the new Massachusetts law would create cyber secu-
rity concerns and that it is preempted by federal emissions 

Auto Care Association: 
Trends Watch
T  Michael Chung, director, market intelligence, Auto Care Association
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and vehicle safety standards. The case is scheduled for 
trial in June and the Auto Care Association is working 
with the Attorney General (AG) for Massachusetts to 
help defend the lawsuit.

In addition to assisting the Massachusetts AG, the 
association is also focusing significant resources in 2021 
to build on the Massachusetts ballot question victory, 
seeking to ensure that the entire U.S. aftermarket will 
have direct access to in-vehicle data to compete with the 
manufacturers authorized repair network. Specifically, 
the association will be working with other aftermarket 
trade groups to obtain passage in Congress of legislation 
that would:

•  Ensure direct and real-time access by aftermarket to 
vehicle repair data;

•  Mandate that car companies make information,  
software and parts available to aftermarket;

•  Prohibit OE action that would prevent use of after-
market products; and

•  Establish on-going stakeholder advisory committee 
to work with Federal Trade Commission to address 
vehicle manufacturer anti-competitive actions.

Because we expect that the manufacturers will con-
tinue their strong efforts to undermine competition in the 
vehicle repair market, the data access effort in Congress 
will be difficult. Therefore, the Auto Care Association 
intends to reach out to the entire industry to ensure con-
sumers can continue to have choices when it comes to 
repair and maintenance of their vehicle.

At the state level, the association is concerned about 
OEM Repair Procedure legislation that we anticipate 
in multiple states. Our concern is this bill would allow 
vehicle manufacturers to make changes in the OEM 
repair procedures to require or promote the use of their 
own OEM parts for all repairs. This would change the 
competitive balance in the repair industry. Not only 
would this legislation create higher priced repair costs 
for consumers but would threaten an industry that 

generates $381 billion in annual sales and employs 4.6 
million people across the country while contributing 2% 
to GDP. 

Additionally, there is no body of research, individual 
study, or any data to support the implication that after-
market parts are inferior to OE parts. In fact, they are 
often produced by the same company that produced the 
original equipment (OE) part but may come in a different 
box. The only difference is the OE part often costs more 
than the non-OE branded equivalent, meaning increased 
repair and insurance costs for consumers. Further, after-
market companies can observe the OE part in use, and 
aftermarket companies often are able to correct prob-
lems with the component/part that were discovered after 
the vehicle was on the road. Such actions translate into 
the ability of aftermarket parts to provide motorist with 
improved vehicle reliability and safety.

Additionally, COVID-19 is still a major issue for our 
association membership. While we have been an essen-
tial industry during the pandemic, there are still major 
concerns: the effects of the economic shutdown, vaccine 
distribution and business liability protections. Each of 
these issues can have a long-term effect on the fiscal sta-
bility of the industry and the overall economy. The eco-
nomic shutdown has compelled consumers to postpone 
scheduled auto repairs. The vaccine distribution has been 
inadequate with limited supply to inoculate workers and 
their families. Yet business liability protections must be 
addressed to shield companies who follow pandemic pro-
tocols and guidelines.  

As the New Year begins, it is time for auto care industry 
workers to use their voice to educate policy makers on 
their industry, their company and how these issues will 
impact operations, jobs and consumers. This year will be 
full of activity and many of these issues could harm after-
market businesses. It is time to get in the game make your 
voice heard and be an industry advocate. Your voice and 
active participation are needed now more than ever!  
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T he collision repair industry, like all indus-
tries, experienced a tumultuous 2020, and 
is hoping for a better year in 2021. The 
COVID-19 pandemic and the resulting 
shelter-at-home directives, led to significant 

declines in driving and congestion, and a decline of over 
20 percent in non-comprehensive automotive vehicle 
claims in 2020 versus 2019. Repair volumes also declined 
substantially, with volumes in late spring and early 
summer particularly impacted.

At the start of 2021, with several vaccines finally avail-
able, we can start to think about what we might expect in 
our post-pandemic world.

Collision Repair Industry Experiences 
Growth, Change

At the beginning of CY 2020, there were an estimated 
41K body shops in the U.S. – roughly 35K were inde-
pendent body shops, and the remainder were dealers 
operating on-site body shops. In recent years, the number 
of independent body shops had grown nearly 3 percent 
annually as economic recovery, miles driven, extreme 
winter weather, and improved new vehicle sales began 
to support increases in auto accident frequency. Overall, 
however, growth within the segment over the last fifteen 
years had seen a compound annual growth rate of -0.5 
percent. The Paycheck Protection Program and other 
assistance as part of the CARES Act, as well as the des-
ignation of repair facilities as essential business, helped 
many locations through the most challenging early weeks 
and months of the pandemic. In 2021, repair volumes 
impacted by both the pandemic and more advanced 
driver assistance systems will require body shops to be 
nimble and find new ways to be as efficient as possible.

These independent repairers and dealer body shops 
completed an estimated $41B in collision repair work in 
2019, a number which is anticipated to be down between 
10 and 15 percent for CY 2020. According to surveys 
conducted by CollisionWeek in CY 2020, the percent of 
responding shops reporting sales were lower ranged from 
92.3 percent in May to 65 percent in September, and 74 
percent in October, reflecting the impact of the numerous 
waves of the pandemic throughout the year. 

The Romans Group estimates 89 percent of the overall 
collision repair revenue is insurance paid, while 11 per-
cent is consumer paid. Analysis of both bodies of work 
during the pandemic by CCC reflects the decline in 

repairs from COVID, as well as some differences among 
markets based on their COVID-19 shelter-art-home 
restrictions. Repair order counts for states with minor 
restrictions saw a -17.4 percent drop in all repair orders 
the week beginning March 15, 2020 versus the prior 
week, followed by a -22 percent drop the next week. For 
states with major restrictions, repair order counts overall 
fell further: -24 percent drop in the week beginning 
March 15, 2020 versus the prior week, followed by a -29 
percent drop the next week. For all states, repair order 
counts then climbed back up again through May and 
June but remain down between 10 and 15 percent from 
pre-COVID levels coming into CY 2021.

Analysis of the auto claims processed by CCC on 
behalf of its customers reveals the percent of repairable 
appraisals generated at a shop on behalf of an insur-
ance company was 47 percent for CY 2020 through 
November, up considerably from 41.7 percent in 2013 
(see Figure 1). These would include both Open Shop 
and DRP methods of inspection (MOI). DRP share of 
repairable appraisal volume grew to 41.9 percent for 
CY 2020 to Nov, up from a low of 37.4 percent in 2018, 
and the largest share seen in nearly 10 years. Staff share 
of method of inspection has seen the largest decline over 
that same time period, from a high of 47 percent in CY 
2013 to 27.6 percent for CY 2020 to Nov, as more car-
riers also expand their method of inspection options for 
customers to methods like photo/virtual estimating. 

Data from The 2020 FenderBender Industry Survey 
reports 65 percent of responding shops generate some 
share of their sales from DRP. Other data from a “Who 
Pays for What?” survey conducted summer 2020 reveals 
17 percent of shops over the past year increased the 
number of DRPs in which they participate; 16 percent 
had fewer DRPs than during the prior year; and 29 per-
cent said they have not had any DRPs at their location for 
a year or more. 

Despite an increase in the overall share of repairable 
appraisal volume with an estimate MOI of DRP or Open 
Shop, the average number of insurer Open Shop and DRP 
programs in which repairers participate has fallen slightly 
over the last year, from 7.95 insurers in CY 2019 to 7.06 
insurers in CY 2020 to Nov. (see Figure 2). Of note is 
the decline in the average number of insurance DRPs 
between CY 2019 and CY 2020 to Nov. after increasing 
in the six prior years for all shops except National MSOs 
and dealerships (see Figure 3).

Collision Repair Industry:  
A Post-Pandemic Look Forward
T Susanna Gotsch, Director, Industry Analyst, CCC
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Analysis of annual uploaded DRP appraisal volume 
reveals national MSOs also continue to see significant 
growth in share industry DRP volume. Between CY 2000 
and CY 2020 to Nov the share of overall repairable DRP 
appraisal count going to national MSO’s quadrupled, 
growing from 5.8 percent to 37.6 percent (see Figure 
4).  Share of DRP appraisal volume going to dealers 
reached nearly 5 percent in CY 2018, although in CY 
2020 through November volume share has fallen. With 
OEMs increasingly pursuing growth of their own cer-
tified collision repair networks, dealer share of volume 
may grow. Additionally, data from Vince Romans’ Virtual 
MSO Symposium presentation in Nov 2020 shows five 
dealership groups were among the top 10 largest repair 
organizations in the U.S. in CY 2019 versus only 3 in CY 
2017, suggesting share of overall U.S. repair volume for 
dealerships continues to grow.

Opportunities and Challenges  
Facing Collision Repairers 

In 2021, operators will continue to face decisions that 
have been around since before COVID-19. For instance, 
repairers must still decide which and how much invest-
ment should be made in the numerous tools, training, and 
certification programs now available to address advances 
in the vehicle fleet. The availability of quality labor/tech-
nicians has been identified as a challenge for the industry 
in surveys conducted by Raymond James and Supplement 
Advisory going back to CY 2019.

A survey conducted by IMR Inc. of independent repair 
shops heading into CY 2020 reported the top challenges 
faced by their technicians were finding time for hands-on 
training and staying up to date with advances in diagnos-
tics. When asked to identify the top challenges technicians 
would face when IMR Inc. conducted the survey again 
in May 2020, several new concerns rose to the top (see 
Figure 5), although finding time for training and keeping 
up with advances in diagnostic training remained. And 
while many of these were repairers within the mechanical 
arena, the same challenges from the changing vehicle fleet 
are faced by those within the collision repair space.

Prepared to Repair  
New Vehicle Technologies

As of Q3 2020, over 40 percent of all vehicle appraisals 
processed by CCC for its customers included an entry 
with a dollar amount for a pre-, in-process, and/or 
post-repair scan. Producing a scan however is the just 
the start. Understanding what the various diagnostic 
trouble codes mean, and how to repair the vehicle and 
subsequently clear those codes is more complex, often 
necessitating dynamic and/or static calibration proce-
dures that vary dramatically among the OE’s as well. 
With nearly 50 percent of all vehicles minimally equipped 
with automatic emergency braking for model years 2017 
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to 2020, collision repairers will begin to see more vehicles 
requiring challenging diagnostics.

Survey results from the 2020 FenderBender Industry 
Survey: Tech + Tools Report revealed 33 percent of shop 
respondents had only one OEM scan tool, while 41 per-
cent had two or more. The survey also reported 70 per-
cent of shop respondents only 30 percent of shops utilize 
a third-party service for scanning services, suggesting 
training of these capabilities is even more critical.

36 percent of repair-
able vehicle appraisals 
processed in CY 2020 
by CCC on behalf of its 
customers were vehicles 
of MY 2017 to MY 
2020, where 50 percent 
were likely minimally 
equipped with AEB. 
Over 4 percent of these 
appraisals included 
estimate lines for oper-
ations like calibration, 
reflash, aiming cameras 
or distance sensors. The 
percent was higher for 

European vehicles (8 percent), while Asian vehicles saw 
5.2 percent including calibration operation, and Domestic 
vehicles only 2.5 percent. According to a recent article 
published by MOTOR, the equipment to perform ADAS 
calibrations also varies across vehicle manufacturer. Asian 
vehicles require targets for both radar and camera cali-
brations; European vehicles vary in terms of dynamic and 
static/target calibrations; and domestic vehicles largely 
offer dynamic calibration strategies. Repairers must also 
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ensure their facility itself is set up to properly calibrate 
vehicles, with requirements regarding overall space, floor 
slope and condition, and more also varying by vehicle 
manufacturer. Subsequently repairers in CY 2021 will have 
further decisions to make regarding investments in tools 
and even facility space.

Whether or not CY 2020 will truly be a year of recovery 
remains to be seen. Many of the challenges in place pre-

COVID still exist. Understanding their individual market 
conditions, and the potential requirements specific to the 
vehicles they are most likely to see, and deciding where to 
invest in training, tools, and more has become more chal-
lenging. Those best positioned to thrive in 2021 are those 
who have remained focused not only on the pre-COVID 
challenges, but also adapted their businesses to address the 
demands brought by the pandemic. 
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The far-reaching impact of today’s innovative 
and evolving collision industry. By Maura Keller

Frank Terlep, CEO of Auto Techcelerators and 
author of Auto Industry Disruption: Who 
and What is Being Disrupted and What to Do 
About It, has been actively involved within 
the automotive industry for decades – sharing 

his insights and vision about automotive and collision 
technologies. Auto Techcelerators, LLC was created to 
help automotive businesses accelerate their business 
results through the use of technology and business pro-
cess synchronization.

During last year’s virtual EDGE 2020 – ARA’s 77th 
Annual Convention & Expo – Terlep hosted a session on 
collision industry disruptors entitled “Collision Industry 
Disruptions: What They Are and How They Will Disrupt 

the Industry” in which he discussed the collision repair 
industry and how, during the next five years, this industry 
could see more change than it has seen during the last  
50 years. 

One key area that Terlep focused on during his pre-
sentation pertained to the growth of electric vehicles and 
the potential disruption these vehicles may have on the 
collision and repair industry. Not only do electric vehicles 
require fewer parts and components relative to internal 
combustion engines, but repairing these types of vehicles 
require the use of such technology as AI, digital “first 
notice of loss” information, and even augmented reality. 
All of this technological innovation will have far-reaching 
effects on the entire automotive industry, including the 
recycling arm of the industry.

Automotive Recycling spoke with Terlep to learn more 
about his insights and what he sees as the biggest changes 
facing the auto recycling industry and the sale of ROE–
Recycled Original Equipment® auto parts in coming years. 

Automotive Recycling: First of all, congrats on your new 
book. What was your vision with writing this book? What 
do you hope to instill in readers with this book? What are 
the key ’takeaway’ insights from your book? 

Frank Terlep: To be honest, I did not have a “vision” 
when I started to write the book. Having been involved 
in automotive software design and development since the 
mid-80’s, I have always worked on and with the newest 
technologies as well as researching potential new tech-
nologies that would or could improve and change the 
industry. iS
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During my time as the CTO of asTech between 2017 to 
2019, I realized that the automotive industry was going 
through a similar disruption as PCs, smart phones and 
software disrupted the business and consumer world. 
And so I started to speak and present my thoughts on 
disruptions the collision industry might experience. As I 
researched these disruptions it became obvious to me that 
the entire automotive “ecosystem” would be disrupted 
and I decided to write the book. 

AR: Can you explain how you went about researching 
the book?

FT: As you might expect, my research included, but was 
not limited to, speaking with industry leaders, conduction 
Internet research, reading lots of “white papers” as well 
as studying how other industries were disrupted by digital 
technology. 

AR: What was the most surprising thing you learned 
about the auto industry when writing the book?

FT: The most surprising thing I came away with during 
my research and after completing the book was how big 
of a disruption the industry was going to experience. It is 
my belief the disruption the industry is experiencing has 
just started. 

AR: How has the automotive recycling industry evolved 
in recent years and what are the biggest issues facing the 
industry that industry players need to pay attention to?

FT: While I am not an expert on the automotive recy-
cling industry, from my perspective some of the challenges 

the industry needs to keep their “eyes on” include new 
insurance processes and technologies, connected cars and 
big data, as well as artificial intelligence. 

In addition, the industry needs to pay attention to bat-
tery electric vehicles, virtual and augmented reality and 
consolidation and specialization.  

AR: What are the biggest issues that today’s auto recy-
clers face as it relates to their relationships with OEMs?

FT: I think the biggest issue recyclers are going to have 
is selling parts to repairers that are not certified to repair 
that OEM’s vehicles. 

Another issue I think recyclers will have is parts/ 
assemblies being tied to specific VIN numbers. 

AR: OEMs have established position statements  
about the usage of car parts. Do you think OEMs  
can win the battle of restricting parts usage provided  
by auto recyclers?

FT: Yes, OEMs can win the battle if they connect the 
sale of specific part types to certified repair networks.  
As mentioned previously, as more and more parts and 
assemblies are tied to VINs it will become more difficult. 

AR: Auto recyclers are the largest provider of OEM 
parts. What can auto recyclers and those within the  
collision repair industry do to offset any restrictions  
on the part of OEMs?

FT: If the OEMs restrict part sales to shops that are not 
part of their certified repair networks, recyclers should 
still be able to sell parts to those certified repairers. 
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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.

The industry needs to pay attention to battery electric vehicles,  
virtual and augmented reality and consolidation and specialization. 

AR: Do you see OEMs eventually creating their own 
insurance and repair programs?

FT: Some OEMs are already 
offering insurance today. Going 
forward, the consumer will pur-
chase insurance at the time a 
vehicle is purchased. The insur-
ance the OEMs offer will be UBI 
(user-based insurance), PAYD (pay 
as you drive), PHYD (pay how 
you drive) through the vehicle’s 
telematics platforms. I also believe 
the OEM-certified repair programs 
that exist today will continue to 

grow and will play a major role in the claims and repair 
processes. 

AR: What do you envision the relationship between the 
auto industry and auto recycling industry will look like in 
the future? What do industry professionals need to focus 
on? And how can they continue to educate themselves?

FT: I believe the relationship between the auto industry 
and auto recycling industry will become more important, 
especially as the world continues to push “green” initia-
tives. As the world becomes “greener” it will expect the 
automobile to be “recyclable” which will lead to the auto 
recycling industry becoming even more important than it 
is today. 

Vehicle electrification also will create an opportunity for 
the auto recycling industry to profit from battery recycling. 
Because of this, industry professionals need to continue 
studying and learning. They also need to stay abreast of 
and implement processes and technologies that can help 
their business and give them a competitive advantage while 
learning about and understanding technologies that are or 
will be installed in today’s and tomorrow’s vehicle.  
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T he term “quality control” 

has been bandied about for 
decades and for good reason. 
Quality control is a vital 
component for delivering 
products that meet the expec-
tations of the consumer. Not 
only do solid quality control 
processes ensure the effi-
ciency of a business by mini-
mizing waste and increasing 

productivity, but they also enhance customer satisfaction 
levels and brand loyalty. 

Quality is a big trump card in the auto recycling 
industry today. And one of the ways that auto recyclers try 
to differentiate themselves is by consistently providing a 
quality part. In order to achieve this, there are a number of 
things that need to happen to ensure that when the sales-
person sells the part, auto recyclers are in fact, delivering 
what the customer expects.

At the recent virtual EDGE 2020 – 77th Annual ARA 
Convention & Expo – Lee Worman, Mike Kunkel, and 
Rob Rainwater, consultants with Profit Team Consulting, 
provided insights into the steps auto recyclers should take 
to provide quality parts to their customers.

Importance of Embracing Quality Control
No two auto recyclers are alike but they all can strive 

for better quality control.   
That said, all quality control has to do with the culture 

of the company. 
“Quality comes from a culture not an individual. We 

are talking about consistently supplying a quality part” 
says Lee Worman. “Auto recyclers can take a series of 
steps once the vehicle gets to their facilities, comes off of 
the truck and the vehicle is under their control.”

Four
 Steps
       TO QC 

Consistently supplying a quality part is the only way  
to meet customer expectations. Mike Kunkle, Lee Worman  
and Rob Rainwater share their thoughts on best practices.

Lee Worman, Mike Kunkle and Rob Rainwater of Profit Team 
Consulting.
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The first step in providing quality parts starts with 
the check-in process and how much information an 

auto recycler is getting initially on the car. Worman says 
it is vital recyclers make sure the car’s information is 
correctly in their system so that the information may be 
available to a salesperson at a later date. 

“Once we are doing the inventory, it’s got to start with 
accurate interchange,” Worman says. “You can’t sell a 
customer something that doesn’t fit, that doesn’t work. 
You can’t make that stick. That’s always going to be a 
return when it comes to three R’s: return, replace and 
repair. So we have to start with accurate interchange on 
our items. It’s simple, but it’s always not that easy.”

Worman recommends auto recyclers make sure 
that they are also using every tool, including all of the 
VIN decoders that they have confidence in and make 
sure their employees are going the extra mile to verify 
things, which may actually occur during the dismantling 
process. 

Another key step in consistently supplying a quality 
part is making sure the entire staff is using current, cor-
rect and consistent terminology throughout the lifecycle 
of the part being in your inventory. 

As Mike Kunkel explains, the auto recycling industry 
needs to have good quality parts. Is it usable to the cus-
tomer? Be sure to use the private notes section within the 
database for accurate descriptions. 

“As more and more of our parts are electronically 
located, the term that we are coining for it is the ’ELP,’” 
Kunkel says. “But as more electronically located parts 
come into play, the more the description needs to be 
generic so that we don’t convince the customer that what 

we have is not saleable because of a bunch of sneaky 
codes that are written there that don’t mean anything to 
anybody. Is it a good quality usable part, or not?” 

And auto recyclers need to ensure that everybody 
through the company who handles the part has the 
correct, actual description in front of them – using lan-
guage and descriptors that are understood by all.  “They 
have to be able interpret the same thing the same way,” 
Kunkel says. 

In addition, everyone within a company needs to be 
familiar with the inventory process, including exactly 
how the inventory process works. 

“While we go through that on a daily basis – when we 
are selling parts or doing whatever our particular job is 
within the company – everybody needs to understand 
the perspective of the inventory guy,” Worman says. “It’s 
all about consistency and understanding throughout the 
whole team.”

Selling a part and having to make adjustments on it 
based off conditions, parameters or a customer’s percep-
tion is a part of doing business. That said, it is important 
to thoroughly research a part to ensure the level of 
quality you are dealing with. 

Rainwater adds that there may be a little damage on 
a quality part, but the key is ensuring it is accurately 
described. 

“There should be no surprises. As long as the cus-
tomer is aware of getting it,” Kunkel says. “These are 
used parts, after all. They are not going to be perfect. 
You walk through any parking lot and look at cars, you 
can pick out damage on just about every single car that’s 
in the grocery store parking lot. That’s our inventory.”

The dismantling process plays a huge role in main-
taining the quality of products being sold. As Worman 

explains, once the inventory has been set and it’s been 
established that these are all sellable parts, and all parts are 
described accurately, the dismantling process begins. 

Dismantling is the second step of a multi-step quality 
control program. Kunkel stresses that quality control is 
part of a company’s culture, it’s not an individual posi-
tion. Everybody in a company has a hand in it. 

“As we stated, the first step of the quality control 
program is the inventory guy accurately inventorying the 
quality part. The second step is the verification by the 
dismantler that the quality and accuracy of the inven-
tory was there. The dismantler is in a position to closely 
examine some of the parts that are hard to see when the 
inventory person is taking it,” Kunkel says. This includes 

identification numbers and OEM part numbers, which 
need to be researched during the dismantling process. 

“At this point, speed is of the essence, but the accuracy 
and product quality are of even greater importance,” 
Kunkel says. 

During this stage, dismantlers should carefully remove 
all parts needed as well as verify the interchange and 
description accuracy of each part. The parts that remain 
on the vehicle still need to be verified for correct inter-
change and descriptions as well. 

“People often let their dismantlers skate a little bit 
on this side of it,” Worman says. “But you need enough 
time to verify that everything is accurately described and 
the interchange is right on those parts as well.” And the 
dismantler’s accuracy needs to be checked before each 
vehicle leaves the dismantling bay, if possible. 

FIRST STEP: Inventory Management & Using Current, Correct and Consistent Terminology

SECOND STEP: Dismantling Impacts Quality
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STEP THREE: Fulfillment

You’ve got the car. It’s inventoried, dismantled and 
warehoused. You’ve examined the parts, and said, 

“Here you go. Let’s get the car located for order fulfill-
ment for when they might need a part at a later point.”

“Step number three in our multifaceted quality con-
trol program is handled by the order fulfillment team,” 
Kunkel says. “It’s the third person to look at the part. It 
is important to explain and educate the order fulfillment 
employees about your specific guidelines and expecta-
tions of a quality part. 

“You need to have an order fulfillment person who 
understands what you are expecting of your parts when 
they go to pull them, and thoroughly reviews the paper-
work,” Worman says. “If you train them on all of this –  
your expectations, how to look at a work order, then 
you’re in good shape with a team that can help you later.” 

When a part is pulled, you want to provide the fulfill-
ment person with an effective way to keep the part in 
good shape to get it to a prepping area. So what is the 
first thing we need to do? You’ve got to clean the parts. 

“We need to understand that the best way we could 
look professional as a company is by giving the cleanest 
product possible,” Worman says. “Do some of the 

products offer a challenge on that? Yes. That’s why we 
say clean the parts within reason. Get as close to clean 
without damaging a part. This is also another opportu-
nity to check quality paperwork after cleaning. Things 
can look different once you wash them off. There are all 
kinds of things that can lead to those parts being really 
messy. And you may not be able to see every part of the 
it until you get it clean. This is absolutely a must. Even if 
the same person that pulled it is the same person prep-
ping it, they have to understand that if anything changes 
in the scenario, they want to check the quality of the 
part. This is probably one the most skipped steps.”

Another time to inspect the part is when packing the 
item or when the parts are transported between prep-
ping and packing, Worman explains. This is important 
because the part moved. Any time a part moves, it can be 
damaged. Or it may be sitting on a shelf, but other parts 
around it are handled – that can also cause damage to 
the other nearby parts if they are bumped, etc. 

“I’ve seen many times where somebody picked up a 
suspension and turned around and they don’t even realize 
the suspension hits a door,” Worman says. “Any time 
parts are moved and transported to another area, we 
want to inspect the part again at some point or another.”
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STEP FOUR: Delivery

As part of the delivery process, it is important to 
make sure your drivers understand what your 

expectations are as it relates to delivering a quality 
product. They have to understand what your product 
descriptions mean. And they have to be aware that they 
are a part of your business’ quality control process. In 
addition, drivers should always verify that all of the 
paperwork they have matches every detail: damage 
descriptions, stock numbers, etc.

“When they take a good part, and then a customer 
picks it apart, they should be very aware of exactly that 
customer and their expectation,” Worman says. “The 
driver is our last line of defense.”

Rainwater also recommends that after going through 
the elaborate steps of cleaning, prepping, and packaging 
a product, it is important to ensure auto recyclers are not 
going through all of those steps only to put the part in the 
back of a truck that has an open box. 

“If you are using an open body truck, make sure that 
you’re at least bagging the parts and making sure that 
they stay clean on the ride there,” Rainwater says. 

All of these processes are relatively simple, easy to 
implement, but none are effective without some level of 

accountability. You can tell your employees what you 
want, but if you don’t hold them accountable to do it, it’s 
not going to work. How are you holding your inventory 
personnel accountable? How do you make sure your dis-
mantlers are following the best dismantler processes and 
doing resolution and qualifying the parts? How about 
your parts pullers? 

“All of this. It’s simple. Go through the steps and ask 
how am I correcting their behavior if it’s not what we 
want from a quality perspective?” Worman says. “The 
other thing you could do is add pictures throughout the 
whole process that adds some level of accountability 
because then you can see what the part looked like 
through the different phases of the process.”  
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You can tell your employees 
what you want, but if you don’t 
hold them accountable to do it, 
it’s not going to work. 
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Scholarship Application Deadline is March 15, 2021.  
Download an application from ARA’s website at   

www.a-r-a.org/ara-foundations.html
or contact Kelly Badillo directly at  (571) 208-0428 Ext. 2 or 
kelly@a-r-a.org  to receive an application by mail or e-mail.

T he ARA Scholarship Foundation, Inc. 
provides a rare opportunity to give 
something from your business that 
can directly reward the workforce that 
supports this industry. At the same time, 
you contribute to the growth and devel-
opment of our youth. Your support of 

the ARA Scholarship Foundation does exactly that.
The ARA Scholarship Foundation is a non-profit orga-

nization whose purpose is to promote education through 
the awarding of scholarships based on scholastic achieve-
ment. The funds are available only to ARA members’ 
employee’s children for post-high school educational pur-
suits. Scholarships are funded through contributions from 
people like you, who care about the future of our children. 
Each year, the Foundation awards approximately $30,000 
- $50,000 to deserving students. 

We appreciate all of you who generously contributed to 
this effort.   

Funded by generous donations from ARA Member Automotive Recyclers, the 
Scholarship Foundation provides financial gifts to children of automotive recycling 
working families. This is a real return on investment for their future – and ours. 

ARA SCHOLARSHIP FOUNDATION 
RECIPIENTS ACADEMIC YEAR 
2020-2021

For the first time ever, this year the Scholarship Foun-
dation will do a drawing of the approved scholarship 
applicants to win a trip (airfare, lodging and registration) 
to ARA’s 78th Annual Convention in Dallas, Texas in 
November. “We are excited to give a worthy student an 
opportunity to see a glimpse of our industry in person,” 
says Scholarship Foundation President Doug Reinert.

The drawing will take place on September 1, 2021. 
Also, this year the committee increased the dollar 

amount for a Technical/Trade School scholarship.  
Students will receive a $1,500 scholarship, an increase of 
$500. This change reflects the Foundation’s strong sup-
port of students who are pursuing a career in the trades.
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ELVIS MUNTZ MEMORIAL 
SCHOLARSHIP

HALLE ANDRINGA
South Dakota State 
University, Brookings, SD
MEMBER: Vander Haag’s Inc, 
Spencer, IA
PARENT:  Shawn Andringa

ASHLEY GEIGER MEMORIAL 
SCHOLARSHIP

KAMERON ASQUITH
State Technical College  
of Missouri, Linn, MO
MEMBER:  Yancey Auto 
Salvage, Perry, MO
PARENT:  Timothy Asquith

TERRY GRAY HONORIAL 
SCHOLARSHIP

MEGAN BARTZ
University of Nebraska - 
Lincoln, Lincoln, NE
MEMBER:  Kramer’s Auto Parts 
& Iron, Grand Island, NE
PARENT:  Timothy Bartz

SKIP WELLER HONORIAL 
SCHOLARSHIP

JADEN BRAATEN
University of South Dakota, 
Vermillion, SD
MEMBER:  Nordstrom’s 
Automotive Inc.,  
Garretson, SD
PARENT:  Tim Braaten

REGION IV ARIZONA & NEW 
MEXICO SCHOLARSHIP

ALYSSA BUETTNER
Cuyahoga Community 
College, Cleveland, OH
MEMBER:  LKQ, Maple 
Heights, OH
PARENT:  David Buettner

NEW YORK ASSOCIATION 
OF AUTO DISMANTLERS 
SCHOLARSHIP

LAUREN CLARK
Castleton University, 
Castleton, VT
MEMBER:  Jerry Brown’s Auto 
Parts, Queensbury, NY
PARENT:  Frederick Clark

WANDA LINDEMAN 
MEMORIAL SCHOLARSHIP

MICHAELA CLOYD
Texas Woman’s University, 
Denton, TX
MEMBER:  Snyder Salvage, 
Holland, TX
PARENT:  Jeff Cloyd

JOHN ANSPACH MEMORIAL 
SCHOLARSHIP

MADISON 
CUNNINGHAM
Kutztown University, 
Kutztown, PA
MEMBER: Chuck’s Auto 
Salvage, Douglassville, PA
PARENT:  Deanne Leech

MARY BUESSING & 
ROSE KELLY MEMORIAL 
SCHOLARSHIP

LARAMIE DICKSON
Southeast Technical 
Institute, Sioux Falls, SD
MEMBER:  Nordstrom’s 
Automotive Inc,  
Garretson, SD
PARENT:  Keith Dickson

CAR-PART.COM 
SCHOLARSHIP

MORIAH FLANAGAN,
South Dakota State 
University, Brookings, SD
MEMBER:  Nordstrom’s 
Automotive, Inc.,  
Garretson, SD
PARENT:  John Flanagan

 

SANDY ANDERSEN 
MEMORIAL SCHOLARSHIP

LISSETTE GARZA
Minnesota State University - 
Mankato, Mankato, MN
MEMBER:  Nordstrom’s 
Automotive, Inc.,  
Garretson, SD
PARENT:  Ricardo Garza

 

RICHARD J. CASSIDY 
MEMORIAL SCHOLARSHIP

COURTNEY HOLT
SUNY Oneonta, 
Oneonta, NY
MEMBER: Dutcher’s Inc,  
Morrisville, NY
PARENT:  Jeffrey Holt
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BILLY STANDRIDGE 
MEMORIAL SCHOLARSHIP

CHAPMAN JOHNSON
Mississippi State University, 
Mississippi State, MS
MEMBER:  Auto World Salvage 
& Sales, Mobile, AL
PARENT: Bryant Johnson

 

EZ CRUSHER SCHOLARSHIP

DAWSON JOHNSON
Augustana University,  
Sioux Falls, SD
MEMBER:  Vander Haag’s, Inc., 
Sioux Falls, SD
PARENT: David Johnson

 

RUBY GRIGGERS 
MEMORIAL SCHOLARSHIP

ASHLEY KING
University of Oklahoma,  
Norman, OK
MEMBER: B&B Auto 
Recyclers, Oklahoma City, 
OK
PARENT: Donny King

 

DICK & DOROTHY MERRELL 
HONORIAL SCHOLARSHIP

CHRISTOPHER 
LAWSON
Arizona State University,  
Tempe, AZ
MEMBER: LKQ Central 
California, Bakersfield, CA
PARENT: Sean Lawson

 

BOB PHELPS MEMORIAL 
SCHOLARSHIP

JILLIAN LAWSON
Oklahoma State University, 
Stillwater, OK
MEMBER:  LKQ Central 
California, Bakersfield, CA
PARENT:  Sean Lawson

 

GERALD C. SHEFTEL 
MEMORIAL SCHOLARSHIP

HAILEY LINDSLEY
Fort Lewis College,  
Durango, CO
MEMBER:  Knik Towing & 
Wrecking, Wasilla, AK
PARENT:  Kenneth Lindsley

 

KATIE & ALEX LIEBERMAN 
FAMILY MEMORIAL 
SCHOLARSHIP

JULIE MALDONADO
University of Wyoming,  
Laramie, WY
MEMBER: U-Pull & Pay,  
Aurora, CO
PARENT: Rubin Malonado
 

 

BILL WEAVER HONORIAL 
SCHOLARSHIP

ALEXIS MORRIS
Longwood University,  
Farmville, VA
MEMBER: Cunningham 
Brothers Used Auto Parts, 
Rustburg, VA
PARENT: Stephanie Williams

 

FRANK NICASTRI 
MEMORIAL SCHOLARSHIP

NICOLE MOTZ
University of Minnesota -  
Twin Cities, Minneapolis, 
MN
MEMBER: U Pull R Parts, 
Rosemount, MN
PARENT: Kathy Motz

 

CAROL PHELPS MEMORIAL 
SCHOLARSHIP

TERRA MUNNS
Eastern Washington 
University, Cheney, WA
MEMBER: Spalding Auto Parts, 
Inc., Spokane Valley, WA
PARENT: Nathan Munns

 

DONALD ROUSE 
HONORIAL SCHOLARSHIP

JOHN O’LAUGHLIN
Missouri S&T, Rolla, MO
MEMBER:  JC Auto & Truck, 
Monroe City, MO
PARENT: Randy O’Laughlin

 

AL-JON SCHOLARSHIP

JILLIAN PANKO
Iowa State University,  
Ames, IA
MEMBER: Vander Haag’s, Inc.,  
Des Moines, IA
PARENT: Matt Panko
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VIRGINIA WHELAN 
HONORIAL SCHOLARSHIP

HAILEY PIEPER
University of South Dakota, 
Vermillion, SD
MEMBER: Nordstrom’s 
Automotive, Inc.,  
Garretson, SD
PARENT: Scot Pieper

 

DON COWELL HONORIAL 
SCHOLARSHIP

ISAAC PINGEL
Morningside College,  
Sioux City, IA
MEMBER: Vander Haag’s, Inc., 
Spencer, IA
PARENT: Kari Pingel

 

RANDY REITMAN 
MEMORIAL SCHOLARSHIP

TAYLAR REITMAN
Gateway Community 
and Technical College, 
Edgewood, KY
MEMBER: Reitman Auto Parts, 
Melbourne, KY
PARENT: Nick Reitman

SUSAN WEAVER MEMORIAL 
SCHOLARSHIP

CAMERON RILEY
Longwood University,  
Farmville, VA
MEMBER: Johnson’s Mustang 
& Truck Parts, Chesapeake, 
VA
PARENT:  Tamera Carter
 

 

HARRY RUBIN MEMORIAL 
SCHOLARSHIP

JACK ROUSH
Iowa State University,  
Ames, IA
MEMBER: Swift’s Trails End 
Auto Recycling, 
Des Moines, IA
PARENT: Wendi Roush

 

STUART SPITZ HONORIAL 
SCHOLARSHIP

ALEXANDRA SHUBERT
Millersville University,  
Millersville, PA
MEMBER: Fenix Parts – 
Binghamton, NY
PARENT: Scott Shubert

 

 

EDYTHE CLELAND 
MEMORIAL SCHOLARSHIP

REAGAN SHULTZ
Missouri Western State 
University, St. Joseph, MO
MEMBER: Yancey Auto 
Salvage, Perry, MO
PARENT: Kenneth Reynolds

 

CLAUDE A. MILLER, JR. 
MEMORIAL SCHOLARSHIP

PATRICK SMITH
Kansas State University, 
Manhattan, KS
MEMBER: LKQ Mid-America, 
Topeka, KS
PARENT: Earl Smith

 

LINDA PITMAN HONORIAL 
SCHOLARSHIP

MOLLY SNOW
University of Wisconsin - 
Madison, Madison, WI
MEMBER: Bay Auto Parts,  
Green Bay, WI
PARENT: Jay Snow
.

 

LKQ CORP. SCHOLARSHIP

TREVOR SOYK
University of Wisconsin - 
Milwaukee, Milwaukee, WI
MEMBER: LKQ Smart Parts, 
Hustisford, WI
PARENT: Gary Soyk

 

MARK T. SPEARS HONORIAL 
SCHOLARSHIP

CLAIRE STACK
University of Illinois at 
Urbana - Champaign, 
Champaign, IL
MEMBER: City Auto Wreckers, 
Aurora, IL
PARENT: Gene Stack

 

NAN TODER MEMORIAL 
SCHOLARSHIP

ABIGAIL STEINBECK
Westminster College,  
New Wilmington, PA
MEMBER: Stoystown Auto 
Wreckers, Stoystown, PA
PARENT: James Steinbeck
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SOL & LIN TODER 
HONORIAL SCHOLARSHIP

JACOB STEINBECK
Westminster College,  
New Wilmington, PA
MEMBER: Stoystown Auto 
Wreckers, Stoystown, PA
PARENT: James Steinbeck
 

DONALD E. & BERNICE 
L. BEAGELL MEMORIAL 
SCHOLARSHIP

CODY UKEN
University of South Dakota, 
Vermillion, SD
MEMBER: Nordstrom’s 
Automotive, Inc., Garretson, 
SD
PARENT: Randy Uken

JAN SORENSON MEMORIAL 
SCHOLARSHIP

MAKENNA WEDDLE
Indiana State University, 
Terre Haute, IN
MEMBER: Bill Smith Auto 
Parts, Danville, IL
PARENT: Frank Weddle

 

JOHN VANDER HAAG 
HONORIAL SCHOLARSHIP

COLTON WILINSKI
Iowa Central Community,  
Fort Dodge, IA
MEMBER: Vander Haag’s, Inc., 
Spencer, IA
PARENT: Keith Echtenkamp

 

NORMAN DULANEY 
MEMORIAL SCHOLARSHIP

MYRA WILLIAMSON
University of Texas - 
Arlington, Arlington, TX
MEMBER: Pick-n-Pull, Inc., 
San Antonio, TX
PARENT: Lloyd Welty

HOW CAN YOU HELP?

The ARA Scholarship Foundation, Inc. provides a rare opportunity 

to give something from your business that can directly reward 

your employee, and his or her family. At the same time, you 

contribute to the growth and development of our youth. Your support  

of the ARA Scholarship Foundation does exactly that. We appreciate  

all of you who generously contributed to this effort.  

The ARA Scholarship Foundation, a non-profit organization, promotes 

higher education through the awarding of scholarships based on 

scholastic achievement. The funds are available only to ARA members’ 

employee’s children for post-high school educational pursuits.

Scholarships are funded through contributions from people like you, 

who care about the future of our children. Each year, the Foundation 

awards approximately $30,000 - $50,000 to over 40 deserving 

students.

HOW CAN YOU HELP? Please consider a tax-deductible donation  

in any amount or a named scholarship to honor a person of your  

choice, with a $1,000 donation for one year. For a $10,000 donation,  

a permanent scholarship may be named. Contributions may be made  

by cash, check, MasterCard, Visa, or American Express.

To make your donation to the ARA Scholarship Foundation,  

please contact ARA Director of Member Services, Kelly Badillo  

at (571) 208-0428 or via email at kelly@a-r-a.org. 
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      Recycler to Watch

        Rodney Krawczyk
Gear Six Auto Parts

ARA awarded several outstanding 
automotive recyclers with awards 
during the 77th Annual ARA Con-
vention & Expo, EDGE 2020 vir-
tual event. This year’s ARA Member 
of the Year is our Recycler to Watch. 

Rodney Krawczyk was chosen for the work he’s 
accomplished for the industry over the last three years, 
but what some don’t realize is that this work is a lot 
more years in the making. 

Long Way Around
Ace Auto Wreckers was started in 1965 by John 

Gwaldis, Krawczyk’s grandfather. “I grew up there in a 
play pen. I literally grew up in a junkyard atmosphere. 
At age 12, I was running machines. The business –  
Ace Auto Wreckers in East Brunswick, NJ – was very 
old school,” says Krawczyk. As the years progressed 
being around it, he was taking mental notes.

“My first ARA convention was in Baltimore. I was 
18,” says Krawczyk. “It was a real eye-opener. I came 
back with so many ideas that my grandfather didn’t 
want to implement, so I ended up going out on my 
own and we bought a facility in Lakewood, NY – 
Tilton Auto Parts – in 1990. My mother, Ann, father, 
Ziggy, and myself ran it.

“In a turn of events, my grandfather passed away 
and my mother inherited the Ace location. My father 
wasn’t that interested in the business – which is the 
current facility we are at now. So, my mom ran Ace, 
and I bought out my mom from the Tilton location 
and ran that myself until 2002.”

“Eventually I sold the Lakewood property in 2002 
and vowed never to be in this industry again. I was 
burnt out,” says Krawczyk. With some earnings from 
the sale, Krawczyk took a couple years off from auto 
recycling and became a real estate agent. 

In 2006, he got back into the “car” space with a 
used car lot in Trenton, NJ. All was going well until 

October 2008, which can be described in one word – 
“recession.” “We lost all our lenders overnight,” says 
Krawczyk. “Working to recover, I asked my mother  
if she wanted to make a go of it with me at the Ace 
Auto Wreckers location, improving the operation.  
She said ‘yes.’” 

By December 1, 2008, Krawczyk closed the car lot 
and joined his mother back at Ace.  The rest has been  
a ten year run toward professionalism.

Now rebranded as Gear Six Auto Parts, the facility 
consists of 7.5 acres with 22 employees, and 850 cars 
processed a year. Krawczyk’s five year goal is to double 
that. Automotive Recycling asked Krawczyk to share 
thoughts on his ongoing industry journey. 

Automotive Recycling: What about your career and 
business are you most proud?

Rodney Krawczyk: Coming back to Ace was like 
starting over. Business was marginal. So, I am very 
proud of taking a facility from nothing and raising 
the level of business to become a rising upper tier auto 
recycler in the New York, New Jersey, Pennsylvania 
region over the last ten years.

Interview by Caryn Smith
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AR: What are your thoughts on being awarded Member 
of the Year from the ARA?

RK: Member of the Year – wow, I felt I didn’t do any-
thing to deserve it. I was told I received it for the level of 
involvement that I brought about in my state from dor-
mant to active. I have been with the Auto Recyclers Asso-
ciation of New Jersey for three years as a board member 
for two and president for one year. I just wanted to make 
a difference and didn’t see anything happening in my area, 
so I got involved.

I feel the pathway to the level of business I want to 
achieve includes service to the industry. ARA has been a 
tremendous help. We’ve developed a relationship with 
Auto Recyclers Association of New York and partnered 
with Sandy Blalock at the Pennsylvania Automotive Recy-
cling Trade Society (PARTS) convention. We are hoping to 
strengthen relationships from a regional perspective.

Our chapter also was able to revive our annual meet-
ings. We had our first one before COVID hit where we 
had 50-60 people attend, and it included a yard tour and 
some great conversations. We also had a four-person 
meeting with a legislator to introduce ourselves on 
December 19, 2019. 

Being involved in the ARA and the affiliate chapter 
opened my eyes and energized my business. I am a com-
petitive person by nature – I want to catch those ahead of 
me. Being around our industry’s excellent business leaders 
has made me a better auto recycler and better person. Our 
ARA leadership, members and industry vendors are abso-
lutely fantastic.  

ARA is the key to inspiration. 

AR: Who are your heroes or mentors in the business 
who have impacted you? 

RK: I am very observant and I copy, borrow and modify 
things from many auto recyclers whom I aspire to be like. 

I watch what the top tier recyclers are doing all the time. 
In 2019, PRPNE graciously let my general manager and 
I visit a majority of their member facilities over a two-
week period. This was an absolutely fantastic educational 
experience to interact and learn from these recyclers. The 
amount of time they spent with us was a game changer. 
We spent about five hours with Bill Tolpa – his depth of 
knowledge was insightful. 
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I have basically modeled myself after what another recy-
cler was doing. I looked at their quality, how they treated 
team members. If I was going to be someone – that is who 
I wanted to be.

AR: What significant changes have you made to improve 
your business and what compelled you to make them? 

RK: We have made a lot of progress. I have large goals.
We rebranded the company from Ace Auto Wreckers 

to Gear Six Auto Parts in order to distance ourselves from 
the wrecking stigma. We redid our website and are still 
transitioning many things.

Having inventory is very important to us, we are an 
inventory-driven yard. We are processing more into the 
car now. We scaled back our prior buying (before, we were 
mostly an end-of-life facility, doing 1,500 cars a year) and 
focus now on increasing the quality of vehicles we get. We 
are now processing about 850 cars a year.

Before, we were a one-lift, one-overhead-door facility 
with no warehouse, no racking, no YMS, no phone 
system. We actually had a payphone on a wall that was 
our main phone line.  

We determined the level of growth we could have with 
our current configuration. Then we reinvested as we grew, 
and are now adding the 25,000-square-foot warehouse 
that will house our shipping, receiving and quality control 
departments.

Our sales team – well, we have a sales staff of three 
full-time and one part-time, which we didn’t have before I 
came back to the business. 

We reconfigured our complete dismantling area. We 
knocked down a 100-foot wall, put in five bay doors and 
five lifts, an overhead crane system, and a dedicated wash 
area on overhead crane system. We became up-to-date on 
systems and safety.  

We purchased a foam machine for our shipping depart-
ment so that parts leave here in boxes properly packaged. 
Our doors are shipped clean and polished. People deserve 
a quality clean auto part. If you are a tier one supplier, and 
you don’t give them a part the way they want to get it, you 
won’t do business.

We had no training early on, and it wasn’t until I got 
involved in ARA that it exposed me to training and what 
progressive auto recyclers are doing. We invest a lot in 
training and ARA University is a great resource.

AR: What is one business goal you are working towards?
RK: Getting my new building up. We’ve been working 

on its construction for five years now; we’ve gotten 
delayed by various things. I am really excited about that 
because it allows us to become even more efficient. We feel 
that is important in the future to be more efficient, work 
more with less, and be more competitive. 

Actually, we already put the racking up for the building 
because we really needed it, and are building the ware-
house around it (pictured on page 65).

AR: What do you see in your future and in the future of 
the industry?

RK: Quality control is critical. We are in a large area of 
PRPNE and the level of quality is very high to compete.  
It is a real focus for 2021. 

I want to see standards in the industry that all recyclers 
will embrace. We are CAR Certified with a goal for 2021 
to work on the Gold Seal certification. I think what ARA 
did with ROE – Recycled Original Parts® is brilliant. We 
sell OEM parts built to all standards and need to empha-
size this as an industry.

Moving toward the future, from my viewpoint, we 
might be a re-manufacturer and re-conditioner; where 
auto recyclers learn how to recondition existing parts to 
bring them up to “like new” condition and standards – 
not just taking a spray bottle to clean a part.

AR: How are your operations during COVID?
RK: We saw a short decrease in sales at the end of 

March, down 30 percent for three weeks. And then, it just 
took off. We had our best May to August that we have 
ever had. We can’t understand why. 

I think those that focused on inventory had similar 
months. It has leveled off a bit and is more manageable 
now. 
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In February, the cars were relatively cheap, so we pur-
chased almost triple the amount of cars than we normally 
do. We’ve had to be more aggressive, and pay more for 
vehicles to get more out of them. You can’t sell from an 
empty shelf. 

We had our best eBay month ever in August. We have 
a three-member dedicated team and a system to cleaning, 
taking pictures and listing eBay parts. This has really 
grown into an important part of our business. In fact, 
we have doubled it over the last six months and buy cars 
specifically for eBay. 

AR: What is one failure that defined a turning point in 
your business?

RK: One huge failure – our facility in Lakewood burnt 
to the ground from a series of events that can never be 
duplicated. It was the most trying time in my life, with a 
95 percent loss. We relocated to an office trailer and tem-
porary structure to take cars apart while trying to make 
the best of it. We were insured and valued correctly, and 
rebuilt. 

My advice to everyone is get educated on your insur-
ance, now, before a fire. Ask about co-insurance – under-
stand your entire policy on the front end, and it will pay 
off should you need it. 

AR: Why is it important to get involved in the industry?
RK: I didn’t learn until later in life that successful recy-

clers were always really, really involved in industry mat-
ters. I know its echoed in articles and off of platforms, but 
it didn’t resonate with me until I got involved. 

When I was younger watching older recyclers, I wanted 
to get involved. But like some, I thought I didn’t know 
enough yet or I was too young. My recommendation is 
don’t wait, truly get involved no matter what stage you 
are at. The leadership of ARA is very inclusive. They have 
made a huge impact on me personally. 

AR: What is your advice for the next generation?
RK: Do the same thing the same way, every day. Get 

your parts cleaned, boxed, and ready to get to customers 
before the sale, if possible. At my shop, engines and trans-
missions are individually palletized and wrapped ready to 
ship because of weather. (Racks of inventory are currently 
out in the elements, waiting for the building completion.)

Find a mentor or an industry peer to help you if you 
need it. For example, Paul D’Adamo of RAS helped me 
at my first ARA Hill Day. I was so nervous and he let 
me shadow him at his meeting so I would know how 
to handle the meeting with my legislator. I’ll always be 
grateful for it.  



68 // January-February 2021 Automotive Recycling

Grid
Across 
1. Legendary British 4x4 brand (4,5)

6. Auto auction offer

8. Harley-Davidson engine (1,4)

9. Tourists’ trunk items

10. Motorcycling apparel

11. ‘82 F1 champ Rosberg

13. Flip-down components

14. Hitchhiking digits

17. ‘95-debut Dodge/Plymouth compact

19. Lone Star State oil well output (5,3)

22. Pre-owned vehicle (4,3)

23. ‘60s 8-track player button

24. Auto club since 1902, briefly (1,1,1)

25. ‘94 slow chase Bronco passenger 

(1,1,7)

Down
1. Oil ____, dipstick reading

2. Showroom vehicles (3,4)

3. Ford’s El Camino competitor

4. Plymouth’s Dodge Aspen clone

5. Aggressive driver’s road emotion

6. Radiator fan component

7. Mack motors

12. Mr. T’s GMC van TV series (3,1,4)

13. ‘70s Pontiac and L.A. freeway

15. Meguiar’s and Turtle competitor

16. Mercedes-Benz cargo/passenger van

18. Oldsmobile’s Chevy Citation clone

20. 007’s “Goldfinger” car, ____ Martin

21. Toyota Yaris predecessor

Answers on page 69.

By Murray Jackson
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Advertise!
Contact Caryn Smith  
and Jay Mason for your  
Customized Marketing Plan  
to reach ARA Member  
decision-makers 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 Membership Benefits.......................................................a-r-a.org .......................................................................26

AB Cattech ..................................................................................abcattech.com ........................................................... IBC

Autodrain ....................................................................................autodrain.net ...............................................................57

Belanger Converter Recycling ................................................belangerconverterrecycling.com ............................IFC

Brock Supply Company ............................................................brocksupply.com .........................................................33

Buddy Automotive Innovations ..............................................buddyai.com ......................................................... 36-37

Carolina Wheel Cover ..............................................................ineedahubcap.com .....................................................69

Car-Part.com ..............................................................................car-part.com ................................................................BC

Copart ..........................................................................................copart.com/autorecyclers ..........................................54

CRUSH/S3 Software Solutions, LLC .......................................s3softwaresolutions.com ..........................................42

Davis Recycling, Inc.  ...............................................................davisrecyclinginc.com ...............................................58

Dorman Products, Inc. ..............................................................dormanproducts.com ................................................... 5

ETE Reman .................................................................................etereman.com ..............................................................15

Induction Innovation ................................................................theinductor.com ..........................................................45

Lamb Fuels .................................................................................lambfuels.com .............................................................19

MarkingPenDepot.com .............................................................markingpendepot.com ...............................................58

Pemberton ..................................................................................pembertonattachments.com .....................................50

PMR..............................................................................................pmrcc.com ....................................................................23

Rebuilders Automotive Supply ...............................................coresupply.com ............................................................. 7

SAS Forks ....................................................................................sasforks.com .................................................................. 9

Sellick..........................................................................................sellickequipment.com ................................................67

Supershear .................................................................................supershears.com .........................................................51

United Catalyst Corporation ....................................................unitedcatalystcorporation.com ................................32

United Recyclers Group ...........................................................u-r-g.com .....................................................................21

Vander Haag’s, Inc. ................................................................... vanderhaags.com .......................................................69

Worldwide Facilities, Inc. (Formerly G.J. Sullivan Co.) ...........gjsullivan.com/wwfi.com .............................................31
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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.

SnapSh   t

TOTALED TREASURE – “It’s Infotainment!” 
This new internet reality show that 

highlights the experiences of Vince Edivan 
– ARA‘s Director of Member Relations – and 
Aaron Stone (production company) as they 
travel the country visiting professional auto 
recycling facilities and searching through 
scrap vehicles to see what they can find! 

At each stop, Vince and Aaron introduce  
a new recycler, their team, their story and,  
often, their family to the viewers. Through 
storytelling, high-quality video production, 
and a bunch of laughs, TOTALED TREASURE 
takes the viewer on a 10 - 20-minute journey 
to have fun, find cool stuff, and learn about 
people, places, and an industry they may not 
have never heard of.

ARA views TOTALED TREASURE as a 
critical component of their new awareness 
campaign strategy, to create a broader and 
more educated understanding of the auto 
recycling industry.

In the latest episode, the team visited  
M&M Auto Parts, Inc., in Fredericksburg,  

VA! Check out the full episode, and others,  
at www.youtube.com/c/TotaledTreasure/.

If you have any questions or would like 
more information about TOTALED TREASURE, 
Sponsorship or Partnership opportunities, 
please reach out to us at vince@a-r-a.org. 

LOOK WHAT WE FOUND!
A full eagle costume ...

... 3 electric scooters ... 

... rolex or not? ... 
Sorry, you have to watch to find out!

... golf clubs! 
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