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The evolution of the automotive recycling industry has 
begun to speed up. Google the definition of evolution 

… “the gradual development of something, especially 
from a simple to a more complex form.” As much as we 
all sell used auto parts and scrap, none of us do it exactly 
the same way and we have all perfected our own business 
models that optimize profits. Therefore, this evolution 
will impact everyone differently, but none of us will be 
immune from it altering our business models.

 Mary Barra, CEO of General Motors, has said that 
there will be more change to come in the next 5 to 10 
years than in the previous 50 years in the automotive 
industry. Our Industry is not far behind. When you 
encounter an affecting change, you can either adapt or 
resist. Those that adapt usually survive, while others that 
resist often end up becoming obsolete over time. 

 By now you must be wondering what is going to 
cause this change in the automotive world … the electric 
vehicle. There are many people who doubt the viability  
of global adoption of this technology, and I’ve heard  
most of the rebuttals. Tesla proved that EV’s can be mass 
produced, if you don’t believe me, look at their share 
price and market cap, it takes a lot of believers to reach 
those levels. 

 Engines and transmissions are our top selling parts, 
and both are missing from Electric vehicles. I’ve read and 
heard others claim that the battery and electric motors 
being developed will last a long time … like 1 million 
miles. Engines and transmission engineering has come 
a long way, but most of the better ones will only last 
250,000 miles while many fail within 100,000 miles.  
EVs have far fewer moving parts and requires a fraction 
of the maintenance of their ICE counterparts. You’ve 
taken away our top selling items and replaced them with 
items that do not break ... what are we to do?

 A far more serious problem we will encounter is  
EV dismantling and handling of high voltage batteries, 
which, when improperly done, can cause electrocution 
and facility fires. Andy Latham has been traveling the 
world educating our industry on proper EV dismantling 
and handling, but he only scratches the surface of those 
that could potentially process these vehicles. ARA’s certifi-

cation committee is finalizing a High Voltage Vehicle  
Dismantling Protocol (HVVDP) for ARA’s Certified Auto-
motive Recycler (CAR) program. 

If we do not set the dismantling standards on EVs, we 
leave it up to other parties that will tell us how to run our 
business. California and Massachusetts legislators are 
setting up study groups to investigate how EVs are pro-
cessed and what happens to the EV battery. Our industry 
needs representation in these groups that will write the 
laws that affect all vehicle dismantlers.

EV batteries are mostly composed of rare earth ele-
ments, which are mostly mined in countries that are not 
too friendly with the United States. While EV battery 
engineering continues to evolve in an effort to lower the 
production cost and extend the longevity of the charge, 
everywhere I read says the future relies on recycling 
the EV battery. These batteries will not only be in your 
vehicle, but possibly storing the power for residential 
houses and businesses. The Department of Defense is 
also looking in to these rare earth elements in developing 
products to keep our country safe. We need to protect our 
ability to harvest these EV batteries and not get cut out of 
the closed loop recycling process. 

I haven’t even touched on other disruptors to our 
industry. Collision avoidance systems, autonomous  
vehicles, less miles driven by people working from home, 
subscription services, OEM insurance policies, single use 
part engineering, certified repair facilities, OEM repair 
procedures, our shrinking pool of employees, consolida-
tion and attrition within our industry … the list grows 
every year. But don’t jump out of the window, we will 
adapt and thrive. ARA is here to make sure this industry 
is essential and relevant for many years into the future. 

By Scott Robertson Jr.
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Automotive Recycling on Adrenaline





The professional automotive recycling industry is  
experiencing large-scale rapid shifts from our busi-

ness models, acquiring inventory, customer expectations 
and more. It is going to be how we as an industry respond 
to these challenges that will determine the future of auto 
recycling and the many opportunities it presents.

It’s not about whether electric vehicles will impact the 
auto recycling industry. Rather, it’s about how much and 
how fast it will grow and whether our industry will be 
ready for it. Electric vehicles will cause a disruption within 
our industry unlike anything we have seen in the past.  
We can ease that disruption by being prepared and ready 
to face it head on rather than waiting for it to hit us.

Projections are all over the place, but the truth is by 
2030 the potential for EV growth could mean that there 

will be 18 million EVs on U.S. 
roads a staggering jump from the 
estimated 1 million currently on 
our roads today. The early pre-
dictions that electric vehicle sales 
would be down due to the pan-
demic proved to not be true. Elec-
tric car sales in the U.S. increased 
last year, according to the new 
registration data from Experian, 
despite the overall market signifi-
cantly decreasing. The number of 
all-electric car registrations in 2020 
amounted to 252,548 (up 11.1 

percent year-over-year, from 227,161 in 2019). In compar-
ison, the overall vehicle market sales were down 15 per-
cent for the same time period.  

ARA is highly focused on assuring that auto recyclers 
have all the tools, training and resources readily available 
to them to make sure they can safely and profitably process 
electric vehicles at the end of their road life. I have heard 
that many recyclers are still skeptical about how electric 
vehicles will affect our industry. The fact remains that in 
less than 10 years, electric vehicles have the potential to 
reach a 60 percent market share of all new vehicle sales 
and that is something we all should be paying attention  
to now.

ARA is evaluating opportunities these vehicles will 
present and also the many challenges auto recyclers will 
face when EVs become more prevalent and move into their 
end of road life. We have to be ready and that starts now.   

Our work to assure the industry has all the resources 
they need, including education, is our highest priority. 
ARA University will serve as our hub to prepare recy-
clers now and in the future. We have been engaged with 
many strategic partners including OEMs and battery 
manufacturers to garner both information, resources and 
educational materials. Thanks to Andy Latham, we now 
have a full course on electric/hybrid vehicle safety and 
dismantling training. Along with this we have resource 
guides on electric and hybrid vehicle technology and an EV 
battery database, all available on https://arauniversity.org/
electric-hybrid-vehicle-technology-guide.

Our other concerns are making sure that our certifica-
tion program addresses the need for high voltage aware-
ness and protocols for safe electric and hybrid vehicle 
processing and dismantling. Our ARA Certification com-
mittee has been working diligently to integrate protocols 
into the program. It will require all ARA Certified Auto-
motive Recycler (CAR) members to complete the training 
and utilize the resources on ARA University for electric 
and hybrid vehicles to assure they are meeting the highest 
industry standards set forth in the program.

We will continue our work to assure you have every-
thing you need to handle electric vehicles safely and prof-
itably. Our goal is to make sure auto recyclers continue to 
be recognized as the professional industry that should be 
processing electric vehicles at end of life just like we have 
always done with the internal combustion engine vehi-
cles.  There will be many opportunities and new products 
for auto recyclers to sell from these new vehicles that will 
replace the profit centers lost from engines and transmis-
sions. Our job at ARA is to make sure all our members 
are prepared for the future and to assure your success and 
continued profitability. The future is not too distant and 
for many it is here now.  

By Sandy Blalock • ARA Executive Director

Horizon
 – Recycled Original Equipment ®

®

6 //  March-April 2021 Automotive Recycling

Challenges and Opportunities of  
Electric and Hybrid Vehicle Recycling

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.

It’s not about whether 
electric vehicles will 

impact the auto recycling 
industry. Rather, it’s 
about how much and  
how fast it will grow  

and whether our industry 
will be ready for it. 
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This issue highlights two topics that 
most auto recyclers should be consid-

ering often: How to safely and efficiently 
dismantle vehicles to make the most money, 
and how to safely process electric vehicles 
once they start flooding your inventory. 

Let’s start with dismantling. 
On page 48, you’ll get insider tips from 

a progressive facility with processes to be 
admired. Jeremy Barnett of Snyder’s Certified 
Auto and Truck Parts shares tips on disman-
tling for cores, a current hot commodity. 

One of the key components of a suc-
cessful core program occurs when com-
modities are identified pre-dismantling 
during the inventory process. “This is very 
important,” says Barnett. “Your inventory 
technician is the one driving the bus on 
what you are inventorying. ... The com-
modity determination is based on internal 
inventory recommendations, product 
quality and value.” This one is a must read.

On page 46, we remind you that ARA 
University (arauniversity.org) is a member 
benefit dedicated to training. While it is 
free, it is invaluable as a resource. There is 
an updated course and a new course for 
dismantlers. The recently-updated Lead 
Acid Battery & Mercury Switch Depollu-
tion module outlines current best practices, 
industry standards, and regulations. And, 
the brand new Fluid Depollution Training 
module outlines the best practices for fluid 
removal, including fuel, oil, and other 
petroleum-based fluids, and antifreeze. 

Switching gears to electric vehicles.
Highlighted on page 46, ARA University 

is setting the bar high with resources for 
handling electric and hybrid automotives. 
An all-new Hybrid and Electric Automo-
tive Technology training is ARAU’s newest 
8-module certification course. It is designed 
to prepare your employees to safely handle 
high-voltage vehicles and decrease the risk 
of accidents.  

By Caryn Smith • Editor 

The recently-updated ARA Electric and 
Hybrid Technology Guide is a 150+ page 
comprehensive guide to safely handling 
highly-charged batteries from end-of-life 
vehicles. (Download at arauniversity.org/
electric-hybrid-vehicle-technology-guide.) 

Along with the Guide, the ARA EV 
Battery Database contains OEM-specific 
information from an analysis of over 1,650 
models from 65 vehicle manufacturers, 
with over 7,700 batteries identified. This 
information alone is worth the price of ARA 
membership. The proper dismantling of 
electric batteries can mean the safety of your 
team and the security of future profits. 

While we are talking about electric bat-
teries, the article on page 34 shares how 
several commodity companies are working 
to give electric batteries a second (profit-
able) life. Their work is groundbreaking!

Being curious, I dug into the history of 
the electric vehicle. According to the U.S. 
Department of Energy, electric cars were 
invented over 100 years ago due to collec-
tive inventions of many! Who knew!

Cars powered by electric and gas com-
peted for marketshare in the early 1900s 
(sound familiar?). Electric cars were easier 
to operate, especially for women, whereas 
gas powered cars needed considerable 
manual effort, were noisy and smelled  
badly from the exhaust. 

Henry Ford dealt a 100-year blow to 
the electric car, ignited by cheaper more 
available gas. Introduced in 1908, by 1912 
the Model T made gasoline-powered cars 
widely available and affordable at $650 
(versus an electric roadster at $1,750). 

Affordability and convenience of gas 
won the day, and left the budding electric 
vehicle struggling to get footing ... until 
now. In our pro-climate economy, electric 
is here to stay, finally. But in an industry as 
old as the Model T, the real question is:  
Are YOU ready?  

You Can Blame (or Thank) Henry Ford 
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Wheel
News, Trends & Reports from the Automotive Recyclers Association

Lorem ipsum

After a brief hiatus, ARA’s Technical Advisory Committee (TAC) 
was recently re-constituted under the leadership of Committee 

Chair Emily Yancey, Yancey Auto Salvage, Perry, MO. The Com-
mittee is working to enhance the capacity of all ARA members to 
sell more Recycled Original Equipment (ROE) parts that currently 

have no interchange or adequate description to allow integration 
into quotes and/or listings. Committee members include automotive 
recyclers, inventory management software providers, electronic com-
merce platforms, as well as some body shop representation. If you 
would like to participate in TAC work, please email staff@a-r-a.org.

ARA’s Technical Advisory Committee Resumes Work

ARA Releases  
Second Virtual  
Facility Tour

ARA is excited to share  
a brand new, four-part  

virtual facility tour featuring 
ARA member facility, Wilbert’s 
U-Pull-It of Williamson, New York! Building on the success of the virtual 
facility tour with B&R Auto Wrecking that aired during ARA’s EDGE 2020  
Virtual Convention, ARA is pleased to offer this informative and engaging  
series of online events.

The tour of Wilbert’s U-Pull-It focused on four particular segments of the 
business: purchasing, processing – broken into two segments – and retail.  
Immediately following the presentation of each segment, Eric Wilbert, President 
of Wilbert’s U-Pull-It, joined Vince Edivan and ARA Past President Jonathan 
Morrow live on ARA’s YouTube and Facebook platforms to answer members’ 
questions (visit ARA’s Facebook page to see the Q&A segments). The virtual 
tour covers such operational topics as: purchasing inventory, branding, mar-
keting, depollution, tools and PPE, facility equipment, retail sales, and safety. 

Please visit ARA University at https://arauniversity.org/facility-tours/ to view 
the recorded tours – and stay tuned for more virtual tours coming in 2021!

Featured Webinar Resources 
on ARA University

ARA is continuing to grow the library 
of online learning resources available 

to the membership. Along with that effort, 
ARA University is presenting a monthly 
featured webinar, along with a coordinated 
Facebook Live event. 

ARA University now features fellow 
automotive recycler Tim Wall’s talk about 
the “Expectations of Body Shops.” Wall is 
President of TNT Auto Body Repair and 
Service Centers in Glade Hill, Virginia, and 
was a speaker during ARA’s EDGE 2020 
Virtual Convention. He is no stranger to 
the collision repair industry, having spent 
30+ years as a technician, painter, manager, 
estimator and shop owner. He is passionate 
about the intersection of the automotive 
recycling and collision industries as well as 
helping others along the way.

A second featured webinar – “Electric & 
Hybrid Vehicle Dismantling,” presented by 
Andy Latham, Managing Director of Sal-
vage Wire – is now available to view. Andy is 
also responsible for the updated Electric and 
Hybrid Training Manual and a new course 
available on the topic, found at ARAU. 

More webinars specific to automotive 
recycling will roll out throughout the year 
on demand at https://arauniversity.org/
resources/industry-training/.
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WELCOME NEW AND 
RETURNING MEMBERS

CashforKeyless

Caterpillar, Inc. - Building 
Construction Products Division

Clarks Auto

Complete Recycling Group LLC

eBay, Inc.

Eifert, French & Ketchum 

Elite Auto Parts Co

Gagel's Auto Parts, Inc.

Geartronix Auto Parts

Holly Oak Towing & Service 
Center, Inc.

Junk Car Buyer Academy USA LLC

R & J Pickup Truck Parts

SmartCycle

Superior Recycling Solutions

The Melbourne Hotline

Titan Advanced Energy  
Solutions, Inc.

ARA President Scott Robertson 
along with ARA Executive Director, 

Sandy Blalock, testified before the New 
Hampshire Commerce and Consumer 
Affairs Committee on February 10, 2021 
regarding ARA’s opposition to OEM repair 
procedure legislation in the state. House 
Bill 310 would have required conformance 
with automotive manufacturer recom-
mendations or specifications for scan and 
calibrations in vehicle repair. Along with 
ARA, many other sectors of the replace-
ment parts market testified in opposition 
to the bill and HB 310 subsequently failed 
to pass out of Committee. It is one of sev-
eral pieces of OEM repair procedure leg-
islation that ARA has been tracking and 
advocating against this year and legislators 
in Nebraska, Illinois and Texas continue to 
debate the issue.

ARA Advocates on Behalf of the Recycled Parts Market  
and Consumer Choice

ARA supports that 
industry standards for auto-
motive repairs should be 
well defined as to the pro-
cess necessary to assure the 
vehicle is returned to pre-
loss condition as closely 
as possible. However the 
Association does not sup-
port repair procedures 
that disallow the usage of 
OEM recycled parts or 

denies the consumer choice of what parts 
are used in the repair of their vehicles. 

For the past three years, ARA has 
opposed state legislation introduced on 
behalf of the OEMs that would require 
automobile repair businesses to conduct 
repairs in accordance with the procedures, 
recommendations, specifications, direc-
tives of the original equipment manufac-
turer. Such legislation would have serious 
negative anti-competitive consequences 
for consumers, professional automotive 
recyclers, and independent collision repair 
professionals. 

It is fair for automotive manufacturers to 
require collision repairers to follow a spec-
ified process or set of standards to struc-
turally repair a vehicle. It is with regards to 
documents promoting a specific part type 
utilization that ARA is concerned.  

ARA members from across the country have been meeting 
weekly since January to share information and stay informed 

about legislation impacting the recycled parts market at the state 
level. Open to all ARA members, the weekly conference calls are 
an opportunity to discuss proposed legislation, strategies, talking 
points, and share information. Recently, ARA members have 
engaged on topics such as catalytic converter theft, state budgets, 
salvage vehicle thresholds, consumer privacy, illegal dismantling and 
chronic violators of environmental regulations, OEM repair proce-

dures, and more. Legislation seeking to mandate adherence to OEM 
repair procedures, specifications, directives, or other documents – 
which are often biased and make unfounded claims about the safety 
of using ROE–Recycled Original Equipment® auto parts – has failed 
to advance in multiple states this year.  Bills are still pending in 
Texas (HB 1131) and Illinois (HB 3133), and are being closely mon-
itored by ARA and automotive recyclers in those states.

 As a reminder, the weekly calls are open to all ARA members.  
Contact Jessica Andrews (Jessica@a-r-a.org) for more details. 

State Legislative Round-Up
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On January 27, ARA invited a group of 
employees from General Motors to 

tour Fox Auto Parts in Belleville, MI just 
outside of Detroit. Executive Director Sandy 
Blalock, President Scott Robertson and I, 
along with Fox Auto Parts General Man-
ager Larry Williams hosted the group.  
We held two tours of the facility. Each hour 
and a half tour walked the guests through 
the entire process of inventorying, dis-
mantling, storage, sales, shipping and even 
crushing end-of-life vehicles.

As Larry walked us through the entire 
operation at Fox, it was interesting to 
listen to what the GM employees keyed in 
on. Their questions continued to focus on 
sustainability and how they can minimize 
waste when designing vehicles. Several of 
the GM guests commented how fascinating 
it was to see how much of the vehicle was 
recycled and resold, and one guest com-
mented, “It makes our job to focus on the 
areas that we can do better. Throughout the 
whole tour I was thinking of ways that we 
could design up front to make things easier 
to disassemble … what’s in that ‘fluff’ that 
we could start to eliminate.” 

The visit was inspired by an ongoing 
conversation between Blalock and Sophia 
Borroni-Bird, sustainability lead at General 
Motors. Borroni-Bird is also the General 
Motors’ representative within The Supplier 
Partnership for the Environment, a group 
of OEMs and their suppliers working 
together to develop industry ideas and plans 
to advance environmental sustainability 
through the automotive supply chain.

Following the tour, I spoke to Borroni- 
Bird on the experience:

How was the experience of touring  
the auto recycling facility?

It was a great experience. I think it was 
really insightful, too, with how unique each 
facility is. They stressed that this is how  
this facility works, and the top compo-

Pulse
By Vince Edivan

GM Facility Tour nents that they have the ability to resell and 
recycle, but it is not the same at all facilities. 
I think that was one of the most interesting 
insights that I personally took from the 
experience – the complexity of the recycling 
and dismantling aspect and how unique  
it is to each facility.

What impressions did you take away?
There were several key takeaways. 
One is how dependent members of the 

Automotive Recyclers Association are on 
internal combustion engine vehicles and 
how the majority of revenue they generate  
is from ICE products. 

Another takeaway is how auto recyclers 
are pivoting to manage the processes in the 
future and looking at creative ways to make 
sure that electronics can be safely recycled 
to generate similar revenue streams. I think 
that this would be interesting to look into, 
as well, because you know that’s something 
that we’re all thinking about and it’s not 
something that just one team will solve.

In what way did what your experience 
impact what you do?

One member of our design team sent  
me a message after the tour that said,  
“That was one of the coolest things I’ve 
done in the past six months.” 

For me, my takeaway is that we have a 
lot of steps in between when we deliver a 
vehicle to a dealership and when that vehicle 
ends up with members of the ARA. We have 
a lot of similar data from our dealerships, 
such as on recalled parts. We probably get 
the data faster, but I’m wondering if there 
are areas that we could benefit from on the 
information that recyclers glean. Such as 
taking into consideration how our prod-
ucts are developed that take into account 
the way they are dismantled, which is very 
different information from what dealerships 
provide. In the future, is there opportunity 
to tie end-of-life management with the 
initial design with our suppliers and our 
product engineering team as we look more 

and more into life cycle analysis? I think  
this relationship will be interesting to see 
how it can potentially be leveraged. 

We are aware that there used to be a 
partnership between GM, Ford and ARA 
around 2007. At that time, we had engi-
neers investigating end-of-life management, 
which is something that has not been con-
sidered for a while. 

So, I think OEMs recognize that there is 
an opportunity to learn from your industry.

Were there things you saw that would help 
the design phase to help mitigate waste?

Yes, and there’s an entire team just 
focusing on this. Our design, color and  
trim team is looking at this information  
and I’m sure they’re taking that into 
account. I’m not privy to those conversa-
tions, but I will say I was really impressed 
to learn that even the “fluff” is used in a 
productive way by being landfill covering. 
I think that the communication that your 
team has around how they are able to cre-
atively make use of most of the materials 
was inspiring to the GM team.

What future opportunities do you envision?
I lead The Supplier Partnership for the 

Environment with representatives from 
Toyota, Honda, and Ford. Sandy did a pre-
sentation to attendees at our last meeting. 
That has spurred some good conversation, 
so throughout the industry group we can 
see if there is some guidance that we can 
distribute or even work with your team to 
create some industry definitions.

This was a great experience for everyone 
and we hope to expand on this idea by 
inviting other design teams to tour auto 
recycling facilities.  

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. 
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Wayne Colonna has been with the 

Automatic Service Group for over 

30 years. As President of ATSG and 

Director of Quality at ETE REMAN, 

Wayne is helping to usher the transmission 

industry to the highest of standards. When he’s 

not at ETE in Milwaukee, he can be found with his 

wife in Miami taking her out to eat, playing Spanish 

guitar, or maybe enjoying a bottle of fine wine.

remained free of codes and the engine ran 
smooth. Of course we couldn’t road test the 
vehicle with the hood open. Once the cor-
rect battery was installed, the intermittent 
shift complaints were resolved, but then a 
P0733 gear ratio suddenly emerged. 

Intermittent electrical codes, battery 
voltage low codes, harsh shifts, engine flare 
during a shift, and rough idle are just some 
of the issues we have encountered that were 
all resolved by replacing a bad battery. It 
doesn’t require much time to do a visual 
of the battery (Figure 5), clean connections 
(Figure 6), make an open post battery check 
(Figures 7 and 8) and perform a load test 
(Figure 9). It took me longer to write this 
article than to perform these simple basic 
procedures. It may come as a surprise as to 

the amount of issues that can be resolved 
by starting your diagnostics at the battery. 
By making this procedure a habit, you will 
eliminate an important aspect of the vehi-
cle’s operating system as the cause of an 
issue should you be dealing with a real odd-
ball problem. Don’t go “mental” forgetting 
the fundamentals!  

A pproximately 300 calls a day come 
in on ATSG’s technical hotline with 

various automatic transmission problems 
to be resolved. The type of problems we 
encounter today is so dramatically different 
compared to the early 90’s when I started 
with ATSG. 

To diagnose a transmission with an 
intermittent shift shuttle complaint by the 
driver (3-4-3-4-3), only to discover that 
the problem occurred when the driver’s 
cell phone rang, or that he passes by high 
tension power lines the same place every 
day on his way to work, causes one to 
forget the fundamentals. As a result, we 
are always looking for the odd ball cause 
to a malfunction, while forgetting the 
fundamentals. I call being misguided like 
this the “forgetamental” syndrome. You 
simply forget the fundamentals and you go 
“mental” trying to fix an elusive problem. 
There will be plenty of occasions to look 
for the odd ball cause, but never at the 
expense of bypassing the fundamentals 
first. Many odd ball issues are resolved at 
the fundamental level.

We all should know by now that every-
thing starts with the battery. Without a 
properly working power source, computer 
modules produce issues not found in any 
diagnostic tree. This short series of “Fun-
damentals or Forgetamentals” will include 
short articles looking at of some of the 
problems we have encountered that were 
due to power or grounds issues.

It is not difficult to open a vehicle hood 
and do a quick visual inspection of the bat-
tery. You may be surprised as to what you 
may find – as Figures 1 through 4 reveal. 
In this case, the vehicle owner changed the 
battery himself with an incorrect applica-
tion. The vehicle (a Ford Focus) exhibited 
intermittent shift complaints and the engine 
had a stumble to it. Several P0600 codes 
related to the PCM were stored. Clearing 
the codes with the hood open, the system 

Expert
Fundamentals or Forgetamentals
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By Wayne Colonna       ATSG President

We all should know by now that everything starts with the 
battery. Without a properly working power source, computer 

modules produce issues not found in any diagnostic tree.

Figure 1

Figure 9

Figure 2 Figure 3

Figure 4 Figure 5 Figure 6

Figure 7 Figure 8
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By the time you read this article, I will 
have celebrated my one-year anniver-

sary as an industry consultant (I prefer 
“coach”). I am very happy to be still actively 
working with salespeople, managers and 
owners, remaining somewhat connected 
to the day-to-day work. The number one 
hurdle I still see is the same hurdle I faced 
everyday as a manager – communication.

Poor communication directly affects the 
culture which bleeds negatively into the 
staff. This is where the “blame game” starts 
between departments and the words of  
“if only” or “at least” start the blame. 

We need to recognize that the language 
that each facility speaks is a bit different by 
location and the average year of product. 
Part of the potential miscommunication 
starts with how we train new staff. As man-
agers, do we give all of our new staff a list 
of our codes so they can speak the same 
company language as the rest of the team? 
NIQ, CNS, X, LWC, 329 are just a few 
small examples of codes I have used but 
may mean nothing to your new employees. 

When an employee starts a new job, it is 
uncommon for the new person to raise their 
hand and say, “I don’t understand.” Rather 
the most likely response is a shake of the 
head “yes,” as if they know what you are 
saying. We must make it acceptable to ask 
questions, but also educate our team so that 
they won’t need to do so.

Where It Starts
In order to get everyone on the same 

page from the start, we have to begin with 
detailed job descriptions, training guides, 
and standard operating procedures. These 
need to be constantly updated and all 
updated procedures covered in continuous 
training. Once this process is established, 
we can confidently obtain, train and eval-
uate new staff without uncertainty. 

We all settle for c-grade employees, intim-
idated by the process of interviewing and 

training multiple applicants to get just one 
that might be suitable. It is possible that this 
can be minimized with better processes.

Once you have all these systems in place, 
all departments should be on the same 
playing field. Now, it becomes the job of 
the management to consistently keep the 
lines of communication open. It begins with 
goals and how each department is to do 
their part to achieve that goal. Everyone 
from the top to the bottom needs to be a 
part of the success and be rewarded for 
achieving those goals. The goals need to 
start with buying, units inventoried and dis-
mantled, sales, and return percentage. They 
continue with part quality goals, delivery 
efficiencies, housekeeping, paperwork 
accuracies, cut off times and anything that 
makes you achieve your goals. 

Costs Transparency
Transparency allows a team to put in per-

spective the investment and risk involved to 
operate the company. It can start with daily 
operating costs that are shared along with 
the cost to pull and deliver a part. You can 
share the cost differences from being a part 
of a trading network or trucking system, 
as well as the difference in a part that is 
shipped direct or delivered. Everyone wants 
to understand why a process is accom-
plished this way and what is it we want to 
achieve. 

The goal should be that everyone can go 
home each day knowing that if they did 
what was expected, the result is beneficial.  
If there is no expectation or measurement 
then it is inconsequential if they met goals. 

Unity Creates Clarity
We need to have all departments repre-

sented at every meeting to communicate 

goals and the expected path to get them 
done. There is often a divide between 
departments that creates an unproductive 
culture and kills teamwork. It only accel-
erates the “blame game.” Who is really at 
fault and how do you know – is it sales 
staff, production, drivers or others? All the 
blame game does is paint a terrible picture 
of the company to your customers. 

Inventory accuracy is a group effort and 
needs to be the number one priority of the 
whole company. There is no individual or 
department to blame for this, everyone has 
skin in this game. Remarks such as, “the 
lazy salesmen sits in the air conditioning,” 
“the inventory person is blind in one eye 
and can’t see out of the other,” “what is the 
driver doing out there all day,” and “that 
yard guy breaks more than he pulls,” are 
all poison. These types of remarks are what 
build the divide and create a poor culture. 

Do a job swap for a day and let them 
walk in the shoes of the person that they 
complain about! We need to work together 
with strong compassionate leadership 
working towards a goal of teamwork. If 
your company or staff is lacking, there is 
only one person to blame. You must have 
the same respect for your coworkers as you 
expect them to have in you. The change 
starts with YOU, the leader.  

Sales
By Rob Rainwater

The Blame Game – How to Keep the Team a Team

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

Transparency allows a team to put in perspective the 
investment and risk involved to operate the company. 
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Coaching
Have you ever dreaded having a conver-

sation with an employee who wasn’t 
meeting performance expectations? Maybe 
you avoided it, hoping it would improve 
on its own? If so, you are not alone.

Most managers would agree that one 
of their least favorite tasks is talking to an 
employee about poor performance. When 
performance conversations are ignored, 
success is left up to interpretation. This can 
only result in conflict because everyone has 
different perceptions. 

When an employee’s failures can no 
longer be avoided, too many managers say 

in frustration, “They should have known!” 
And the good-intentioned employee who 
thinks they are knocking it out of the park 
is shocked when they finally find out they 
are barely getting by. 

Addressing performance issues can be 
unpleasant and stressful. To avoid this 
discomfort, some managers ignore the issue 
and hope the situation improves on its own. 
Avoiding difficult discussions leads down 
dead-end roads:

1) High stress levels. There are enough 
things in life to stress out about and dis-
cussing performance doesn’t need to be 
one of them. Stress is serious business. 
It accounts for 67 percent of all illness 
according to one study.

2) Poor morale. One of the fastest ways 
to demotivate a team is to ignore poor 
performers. The rest of the team can see 
what’s going on and they are looking to the 
manager to address it. When the manager 
doesn’t deal with the problem, it can result 
in negative attitudes. Bad attitudes are con-
tagious and soon there are bigger issues to 
deal with than one person’s performance.

3) Low-performing teams. People  
will perform to the standard that’s allowed.  
A manager who doesn’t hold people 
accountable sends the message that it’s 
okay to deliver less than what’s acceptable.

These are dead-ends to career growth,  
for both the employees and managers, and 
can affect the organization as a whole, so 
they must be avoided.

Luckily, there is a better way but first  
let’s look at some things that don’t work.  
At some point, every manager is tempted  
to take the softer, easier approach. Here  
are some methods that have been tried:

Generic Email Blasts 
Avoid the temptation to send a generic 

email to the whole team to address an indi-
vidual performance issue. The person who 
caused the problem doesn’t know you are 
talking to them because they aren’t inten-
tionally doing anything wrong. Or, they 
know the manager is talking about them 
but they aren’t going to change because 
they know they won’t be held accountable. 
It’s a no-win situation.

Posting Signs  
‘Sign, sign, everywhere a sign
Blockin' out the scenery, breakin'  
my mind
Do this, don't do that, can't you read  
the sign?’
 – Five Man Electrical Band
The answer to the question “Can’t you 

read the sign?” is “No.” Check out the 
common areas in your workplace like the 
copier and breakrooms. You might find 
a sign similar to “Clean up after yourself, 
your mother doesn’t work here.” Or, “Put 
all items back where you found them.” 

Despite the signs, the problems persist. 
Signs generally don’t work because no 

one reads them, no matter how large or 
bold the font.

Employee Handbook Updates 
Another common method some  

managers try is asking HR to update  
the employee handbook. This method is 
probably the least effective of the three. 
The reality is that most employees don’t 
read the handbook – sorry HR! In fact, one 
survey revealed that 61 percent of millen-
nials did not read any or all of the employee 
handbook. These methods don’t work. Let’s 
look at a simple 3-step solution that does: 

1) Set clear performance expectations; 
2)  Communicate the performance 

expectations; 
3)  Meet regularly to discuss performance 

progress. 
 

Set Clear Expectations 
You can only hold people accountable 

when they know what’s expected of them. 
When performance expectations have been 
clearly defined it’s easy to measure achieve-
ment and give feedback. The key is to 
define the expectation in black and white so 
there is no room for ambiguity. A manager 
needs to understand what is important to 
measure and how to measure it.

One company improved their order entry 
accuracy rate from 65 percent to 99 per-
cent after they defined the expectation for 
completion. The low completion rate was 
a result of the team leaving a field on the 
order form blank. They weren’t lazy they 
just didn’t understand why the field needed 
to be completed and the manager had never 
defined the expectation. 

Communicate Expectations 
Communicating performance expecta-

tions before there is a problem is the key to 
no-stress conversations later on. 

By Liz Uram

Bad attitudes are contagious and soon there are bigger 
issues to deal with than one person’s performance.

Employees Not Measuring Up? Do’s and Don’ts of Improving Performance



Liz Uram is a nationally-recognized 

speaker, trainer, consultant, and 

author. She equips leaders with the 

tools they need to communicate 

like a boss so they can make a bigger impact, get 

better results, and motivate others to do their best.  

With 20 years of experience, she’s developed 

systems that work. Uram’s written four books 

packed full of strategies leaders can implement 

to get real results, real fast. For more information, 

please visit www.lizuram.com.
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Most people want to do a good job and 
will rise to the expectations when they 
know what they are. Don’t assume that 
people know. One survey revealed that 50 
percent of employees don’t know what is 
expected of them at work.

Meet Regularly 
Meeting regularly with people individu-

ally to discuss their progress creates a cul-
ture of trust. Document the expectations 
and share them with new employees right 

away so they are set for success from the 
start. 

 How often you need to meet with people 
varies but a good rule of thumb is to meet 
at least once a month. If you defined and 
communicated the expectations in advance, 
there won’t be any surprises. The employee 
will know exactly how they’re doing. If 
they are falling short you can turn it into a 
positive to help them get back on track.

When these three simple rules are fol-
lowed, performance discussions are easy, 

transparent, and positive. The manager 
earns a good reputation, the team is moti-
vated, and there is less conflict. Those are 
great benefits that result in successful teams 
and organizations that are able to fulfill 
their mission and purpose.  

iStockphoto.com/andrewgenn
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A re you really on your game on the 
Internet, or did your cousin Vinnie 

put up your bargain website for only $250, 
when you found a place to host it for free 
eight years ago. Oh, and you have a Face-
book account for the business. Today, it is 
simply not enough to claim you have a real 
web strategy. 

Here are some best practices and tactics 
that will get your ranking a little closer to 
the top for the terms your customers use to 
find what you sell. You don’t have to do all 
of these, but you should understand that all 
the pieces support each other.

A good website with a strong SEO 
strategy. Define what terms you want to 
be found for before you started building 
the site. Do a keyword analysis to deter-
mine what terms have the highest search 
volume but low competition.

a. File named pages for each of your 
chosen terms. Most businesses, even 
small ones, should have at least 50 
such pages.

b. A current site map.
c. Google analytics installed, so you  

can get monthly reports.
d. A current Contact Us page.
e. No blog, unless you are going 
f. \to post to it at least once weekly. 

A blog with a last entry from three 
years ago hurts you because it looks 
like nothing is happening. Commit  
to having a blog because Google 
loves fresh content added to your site 
and rewards it with better rankings. 
Hire a freelance writer to do it if you 
don’t have the time to do it yourself. 
There are lots of sites to find them, 
Fiverr, etc. 

g. Icons and links for Facebook, You-
Tube, Instagram, and Twitter.

h. All images are sized and optimized 
for web display, and all of them have 
alt tags using your chosen search 
terms.

Opinion
By Ron Sturgeon

Real Best Practices for Your Web Strategy

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.

i. Content should 
include all of 
these:
i. References or 

testimonials.
ii. Call to action 

on every page. For example, “con-
tact us now to discuss your needs.”

iii. Remember to use your key-
words throughout any content.

i. Your site should be optimized for 
mobile browsing because most 
people are likely to visit from their 
phone or their tablet rather than a 
desktop in many cases. 

Social Media Provides Reach
It is a good idea to have a person ded-

icated to your social media, adding fresh 
content regularly. It should include:

 Instagram account with some pictures 
tagged using your best terms; post a new 
one at least weekly.

Facebook account that you post to at 
least weekly.

Twitter account that you use 
periodically.

Yelp account where you ask for reviews. 
While Yelp does not want you to solicit 
reviews, you can do it subtly with a sign 
that says, “Find us on Yelp” and a reminder 
to those customers who have had a great 
service experience.

YouTube account with some videos 
posted using your keywords as tags. 

Google My Business page.
Once you have these set up, ask for 

reviews for your Facebook, Google and 
Yelp accounts. Make sure you deliver the 
kind of service that will get people talking 
in a good way. 

Issue a few press releases, using your key 
terms with links to the keyword named 
pages specific to that term. You can always 
find something to announce. Link keywords 
to the page for that keyword.

Each page needs a meta title and descrip-
tion using the main keyword for the page. 
Don’t duplicate titles or descriptions.

Make each page easy to read, use sub-
headings (H2, H3), use bulleted lists, add 
white space and avoid pop ups.

Get backlinks from good sites that 
Google trusts. Even though many links 
are not followed, links still help estab-
lish authority for your site and trust with 
Google that translates into better rankings. 

Pages and posts do better with longer 
content. Now the standard is approxi-
mately 1,000 words. However posts with 
3,000 words rank much better. At least 
have a few longer content articles. If you 
don’t have someone to write them, get a 
freelancer to do it so that you are getting 
organic traffic and ringing the cash register.

When you’ve worked through this list, 
you can say you have a robust web strategy 
or at least a running start toward having 
one. Make sure you post at least weekly 
on all the social media pages, new pictures, 
blog, etc.  As you get better results from 
these efforts, be sure to put some of that 
money back into Internet marketing, SEO 
and your business’ online presence.

Remember only you can make business 
great!  
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The growth of the electric vehicle 
(EV) segment presents specific 

challenges for the collision repair 
and insurance industries as EVs 
require additional labor for the man-
agement of the high voltage battery 
system and also are typically con-
structed using a higher percentage of 
lightweight materials which makes 
repair of major components more 
difficult. With new vehicle models 
constantly becoming more com-
plex, EVs are often considered to 
be among the most complex in the 
collision repair industry. 

By analyzing data from Mitchell’s 
estimating database as well as data 
produced by Mitchell Diagnostics 
scan tools, we set out to examine 
the level of complexity involved in 
repairing EVs to bring greater visi-
bility to the industry.

Diagnostic Requirements
When comparing EVs and ICEs 

across all model years and all 
methods of inspection, we find that 
EV estimates contain some kind of 
diagnostic scan 49.57% of the time 
while ICE estimates contain a scan 
only 38.6% of the time. However, 
considering the fact that most EVs 
are newer model year vehicles, the 
disparity between the numbers shrinks 
significantly when we analyze 2015 and 
newer vehicles only and find a diagnostics 
rate of 50.6% for EVs and 48.75% for 
ICEs (Figure 1). At first blush we may be 
tempted to jump to the conclusion that 
the diagnostic needs of EVs are on par 
with ICEs and that there is little difference 
in the technological challenges present in 
repairing both kinds of vehicles. 

Conversely though, the validity of this 
narrative fails to hold water when exam-
ining the average number of fault codes 
present on a typical scan for EVs and ICEs. 

For scans completed in 2020, based on 
data compiled using the Mitchell Diagnos-
tics scan tool, EVs produced an average 
of 12.58 fault codes per scan while ICEs 
only produced an average of 8.51. Even 
when narrowing the findings down to 2015 
model year and newer vehicles, ICE fault 
codes only increased to 8.83 while EVs 
rose to 13.26 (Figure 2). It is arguable that 
EVs should be receiving diagnostic scans 
at a significantly higher rate than their 
ICE counterparts based simply on the fact 
that when EVs are scanned, 50% more 
fault codes are surfaced to the technician. 

So while diagnostics are rapidly 
becoming necessary operations in 
the course of collision repair, the 
necessity is even more apparent 
when it comes to EVs. 

Construction Considerations
The primary reason for construc-

tion differences between EVs and 
ICEs has to do with light weighting. 
EV average curb weight is approx-
imately 200kg greater than the 
average ICE (Figure 3). According to 
Global Vehicle Transport Company 
Kar-Tainer, “this relates mainly to 
the relatively low energy density of 
lithium ion batteries as opposed to 
petrol fuel.”

Manufacturers must find ways of 
offsetting the greater weight require-
ments of the high voltage battery 
systems by utilizing lightweight 
materials such as aluminum, ultra-
high strength steel (UHSS), compos-
ites, and carbon fiber for a greater 
percentage of the vehicle’s over 
construction. As mentioned earlier, 
these materials can be considerably 
more difficult to repair or in some 
instances, such as with some forms 
of UHSS like Boron Steel, the mate-
rial properties may actually prohibit 
a repair altogether. To illustrate this 

point we analyzed five major component 
parts (hoods, fenders, door shells, deck 
lids, and quarter panels) and the repair 
frequency of each for both ICEs and EVs 
and found that for four out of the five part 
types, it was less likely to be repaired on  
an EV than on an ICE (Figure 4). 

Thus, it is important to for repairers to 
understand the composition of EV parts 
and review associated OEM repair pro-
cedures to ensure that a proper and safe 
repair will be executed. Recyclers must also 
take notice that a gap exists when it comes 
to EVs that the aftermarket has been unable 

Trending
Repairing Today’s Complex Vehicles

By Ryan Mandell - Report from Mitchell International
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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.

Clearly, the differences between EVs and 
ICEs go way beyond the method of propul-
sion.  EVs truly are a different breed that 
come with their own specific set of require-
ments and exemplify the changes in com-
plexity seen in the automotive industry over 
the past decade. Recyclers have a unique 
opportunity to fill a hole in the alternative 
part supply chain when it comes to EVs and 
provide insurers and repairers alike with 
cost and time effective replacement part 
options for a growing segment of the car 
parc. 

1    Based on Mitchell 2020 YTD estimate data
2  Based on Mitchell 2020 YTD estimate data
3   https://www.kar-tainer.com/post/container-

transport-electric-vehicles-vs-ice-vehicles

to fill. The percentage of alternate parts uti-
lized for fully battery electric vehicles is far 
below that of both mild and plug-in hybrid 
vehicles (Figure 5). 

Cycle Time
With vehicle complexity on the rise, cycle 

time is of utmost importance to insurers 
and repairers alike. Increasing diagnostics 
and calibrations requirements, coupled 
with repair challenges associated with light-
weight materials and potential COVID-re-
lated supply chain challenges mean that it 
is much more difficult to complete a repair 
in the same amount of time as a compa-
rable labor hour repair even just a few years 
ago. As discussed earlier, EVs represent the 

leading edge of automotive technological 
advancements. We can see this materialize 
in analyzing the average number of labor 
hours for repairs of both EVs and ICEs. 
In 2020, the average EV repair estimate 
contained 4.04 more labor hours than the 
average ICE repair estimate (Figure 5; body 
and refinish hours only). When we examine 
keys to keys cycle time differences between 
EVs and ICEs, we find a striking differ-
ence with the 2020 YTD average for EVs 
coming in at 10.7 days and ICEs at 9.5 days 
(Figure 6). Even if we normalize the data 
to only look at repairs with final estimate 
totals under $2,000, we find a similar delta 
with ICEs taking 5.5 days to repair and 
EVs taking 6.6 (Figure 7, 8).
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Safety
COVID-19 vaccines are here, and while 

many people have waited impatiently 
for their turn to get the “jab” of one of the 
three vaccines now approved by the US 
Food & Drug Administration under their 
Emergency Use Authorization (EUA) rules, 
nearly as many people are resisting getting 
vaccinated for a variety of reasons: reli-
gious, health-related, political, or wariness 
about the safety of these fast-tracked med-
ications. Some of these vaccine resisters 
may work for you (or be you)?

What are the employer’s rights and 
responsibilities concerning mandated 
COVID-19 vaccination programs in the 
workplace? What rights do employees have 
if they refuse to undergo vaccinations that 
may be a term and condition of employ-
ment? What does it really mean to be “fully 
vaccinated”? It’s complicated. 

Moreover, because the three products 
approved under the EUA rules are “emer-
gency” drugs, employer mandates will 
likely be found invalid – at least outside 
of the healthcare and emergency services 
sectors – and even the military cannot force 
vaccines due to provisions in the Geneva 
Convention.

Worker Rights on Getting Vaccinated
At the present time, there is no federal 

COVID-19 standard, although the Occu-
pational Safety & Health Administration 
(OSHA) is scheduled to make a decision 
in March 2021 on whether to proceed 
with an Emergency Temporary Standard 
(ETS) that OSHA could enforce and fine 
employers up to $136,532 per affected 
employee. Currently four “state plan 
states” – Virginia, Michigan, Oregon and 
California – have enforceable COVID-19 
ETSs, and Virginia’s became permanent in 
January 2021, with all provisions in place 
by the end of March. 

Absent an enforceable rule, federal 

COVID-19: Vaccines & Workplace Safety

By Adele L. Abrams, Esq., CMSP

OSHA and the remaining state plan states 
have used the “General Duty Clause” or 
“GDC” (a gap filler where no standard 
applies, based on Section 5(a)(1) of the 
Occupational Safety & Health Act) or 
PPE/respiratory protection and sanitation 
standards as the citable regulations appli-
cable to COVID-19 workplace transmis-
sion hazards. OSHA is not using the GDC 
pertaining to any vaccination programs 
at this point, nor do any of the four state 
COVID ETS’ include any provisions con-
cerning vaccination, even in their “return 
to work” dictates. Therefore, the issue of 
mandating worker COVID vaccinations is 
largely governed by employment law and 
worker’s compensation considerations at 
this point – with a side order of tort law 
possible.

The four state plan states’ ETSs were all 
enacted before there were approved vac-
cines so this explains their silence on the 
issue and their focus on social distancing, 
different levels of face coverings or actual 
respiratory protection, doing an analysis 
of the workplace and triaging it into very 
high, high, medium, and low risk work 

sectors, and reliance on the hierarchy of 
engineering controls (ventilation, barriers), 
work practice and administrative controls 
such as remote work or staggered work-
shifts and breaks, worker training, written 
hazard control programs, and PPE/face 
coverings where other respirators are not 
already being worn.

OSHA as well as the Centers for Disease 
Control (CDC) suggest that employers 
should encourage worker vaccines and 
facilitate this where feasible, but they stop 
short of calling for mandated vaccine pro-
grams. Instead, their guidance outlines 
the potential benefits to both employers 
and to workers of offering free on-site 
COVID-19 vaccines at their business loca-
tions. While this may not be feasible for 
smaller employers at the present time, the 
approval of the Johnson & Johnson “one 
dose” vaccine – which also has more fea-
sible refrigeration requirements – makes 
on-site workplace vaccine programs easier, 
with the potential for mobile medical van 
administration in the future.

CDC/OSHA stress the following benefits 
to workplace vaccination programs:

OSHA as well as the Centers for 
Disease Control (CDC) suggest 
that employers should encourage 
worker vaccines and facilitate 
this where feasible, but they stop 
short of calling for mandated 
vaccine programs.
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n Potential benefits to employers:
•  Keep the workforce healthy  

by preventing employees from  
getting COVID-19

•  Reduce absences due to illness
•  Reduce time missed from work  

to get vaccinated
•  Improved productivity
•  Improved morale

n Potential benefits to workers:
•  Prevent COVID-19 illness  

(and potentially death or serious  
complications from “Long-COVID”)

•  Reduce absences and doctor  
visits due to illness

•  Offers convenience
•  Improved morale

On-site Vaccinations Protocols
Where it is not feasible for an employer 

to offer on-site vaccination clinics, 
employers can be a vital source of infor-
mation on where to get free vaccinations 
for workers, or even offer computer sched-
uling assistance for workers who may lack 
those resources at home or who may have 

language barriers when navigating phar-
macy or state websites.

Employers who decide to implement a 
vaccine program should ensure that they 
obtain input from legal, human resources, 
labor representatives and management 
reps (especially where work schedules may 
be affected either during vaccines or when 
anticipating possible side effects from the 
shots), and occupational health providers 
in the area. 

In a union workforce, employers cannot 
unilaterally impose vaccine requirements 
as these are a term and condition of 
employment that must be negotiated under 
the National Labor Relations Act. Other 
employment issues include payment for the 
time getting vaccinated, and also potential 
overtime issues if delays in administration 
at a public location or pharmacy push a 
non-exempt worker into more than 40 
hours in the workweek.

Worksite vaccine programs should 
include communication of vaccine infor-
mation, including a EUA factsheet that the 
CDC provides. Workers must be warned 
in advance that there may be side effects 

from the vaccination (especially with the 
second shot of the two-dose Moderna 
and Pfizer vaccines), and the importance 
of actually getting the second shot of the 
correct product if those vaccines are used – 
without it, the 90 percent effectiveness falls 
to around 50 percent, and patients should 
not “Mix and Match” their vaccines in 
terms of producer. 

Ideally, paid leave should be offered to 
workers who opt into vaccine programs 
but incur side effects that limit their ability 
to work for a day or two following their 
shots. This may help overcome resistance 
that might be wage-based for economi-
cally vulnerable workers. Finally, there will 
be state-by-state decisions as to whether 
vaccine complications will be compen-
sable under worker’s compensation law, 
and whether third parties (staffing agency 
temps, subcontractors) who are inoculated 
under a host employer’s program and 
develop side effects will have tort remedies 
for personal injury.

In summary, workplace policies and 
administration of COVID-19 vaccines are 
complex and will require involvement of 
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the safety officer, HR officer, and in-house 
or outside legal counsel, at a minimum. As 
an example, from the OHS professionals’ 
perspective, if a worker objects on safety 
grounds to getting the vaccine, this may be 
considered protected activity under section 
11C of the OSH Act. Work refusals based 
on safety concerns are protected, and Pres-
ident Biden’s executive order says that if a 
worker refuses a job due to health concerns 
(potentially arising from mandatory vac-
cines) the worker will be eligible for unem-
ployment insurance, on top of any relief 
they might obtain through the OSHA-com-
plaint process.

HR Perspective
From the HR professionals’ perspective, 

the analysis focuses more on the civil rights 
laws – Title VII (religious protections) 

and the Americans with Disabilities Act 
(ADA) concerning disability protections. 
If workers’ genetics put them at greater 
risk for vaccine complications, then in 
addition to the ADA, the Genetic Informa-
tion Nondiscrimination Act could come 
into play. Both religious refusals as well 
as those that are disability (or pregnancy) 
based may trigger “reasonable accommo-
dation” requirements, such as allowing 
the employee to work remotely until a safe 
vaccine is available for their needs or a suf-
ficient number of others are vaccinated to 
achieve “herd immunity” (typically 70-90 
percent of the population). Political objec-
tions to vaccines are not protected activity 
in private sector workplaces, where the 
First Amendment does not apply.

HIPAA issues may also surface if the 
employer is administering the vaccine on 

site and doing health screening directly or 
via a third party who shares the screening 
criteria with the employer. Currently, the 
EEOC says that employers can mandate 
vaccines, but that guidance was issued 
during the Trump administration and is 
subject to revision. The EEOC also says 
that unvaccinated workers are not auto-
matically a “direct threat to safety” to the 
extent that they could be excluded from 
the workplace solely on that basis. There 
also are medical ethics issues concerning 
“incentivizing” vaccines by paying a bonus 
or giving a gift card, although some gro-
cery chains and airlines are taking this 
approach. 

The efficacy of the vaccines, long-term, 
are also unclear give the mutations devel-
oping and spreading rapidly in the United 
States, and on February 8, 2021, the CDC 
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issued guidelines on what fully vaccinated 
persons should and should not do. Fully 
vaccinated means both shots of the two-
shot vaccines, plus a waiting period of  
14 days following the second shot. 

The CDC guidance states, for 
non-healthcare settings, that fully vacci-
nated people can:

•  Visit with other fully vaccinated people 
indoors without wearing masks or 
physical distancing;

•  Visit with unvaccinated people from a 
single household who are at low risk 
for severe COVID-19 disease indoors 
without wearing masks or physical 
distancing, and

•  Can refrain from any quarantine and 
testing following a known exposure if 
they are asymptomatic.

However a vaccine does not confer 

immunity and so fully vaccinated people 
should continue to:

•  Take precautions in public like wearing 
a well-fitted mask and physical 
distancing;

•  Wear masks, practice physical dis-
tancing, and adhere to other prevention 
measures when visiting with unvac-
cinated people who are at increased 
risk for severe COVID_19 disease or 
who have an unvaccinated household 
member who is at increased risk for 
severe COVID-19 disease;

•  Wear masks, maintain physical dis-
tance, and practice other preven-
tion measures when visiting with 
unvaccinated people from multiple 
households;

•  Avoid medium- and large-sized 
in-person gatherings;

•  Get tested if experiencing COVID-19 
symptoms; and, 

•  Follow guidance issued by their 
employers

For now, most workplace vaccine pro-
grams will remain optional due to the EUA 
status, but employers can play a vital role in 
helping to defeat this deadly pandemic.  
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Recently, I visited a vehicle repairer for 
a pre-arranged training day and was 

amazed as two of the candidates refused 
to start the training – one said that he 
didn’t want to do the training and the 
other claimed he was too busy. Even more 
amazing, the business owner accepted this 
and allowed them to not complete the 
training!

The training went ahead with the 
remaining candidates and it was soon 
apparent that this repairer did not have any 
best management practices in place, and 
any processes that were written down were 
only there to satisfy business requirements 
and audits and were, in reality, largely 
ignored during day-to-day operations.

When you are dealing with high-voltage 
vehicles, this lack of leadership is very wor-
rying, especially with the risks that these 
vehicles carry. Part of my role as a trainer 
is to highlight the need for senior people in 
the industry to take responsibility for the 
safety of themselves, their colleagues and 
the business; well written and consistently 
followed best management practices are 
essential, especially where high-voltage 
vehicles are concerned.

When building a best management prac-
tice for high-voltage vehicles there are four 
stages to consider, these are:

•  Vehicle collection/delivery
•  Vehicle receipt and assessment
•  Vehicle depollution and dismantling
•  Parts storage and shipping
We also need to outline the levels of 

training required, which are:
•  Electric Vehicle Informed Person (EVIP) 

– vehicle purchase, senior management, 
health and safety specialists, parts and 
shipping.

•  Electric Vehicle Competent Person 
(EVCP) – dismantling and vehicle 
collection.

•  Electric Vehicle Authorized Person 
(EVAP) – technician assessing condi-

Charged
By Andy Latham

Establishing Best Management Practices for High-Voltage Vehicles

Everyone dealing with these vehicles needs to 
be trained to the appropriate level, and also be 

equipped with all necessary high-voltage personal 
protective equipment and tools.

tion, powering down and removing 
high-voltage battery.

•  Senior Electric Vehicle Authorized 
Person (SEVAP) – senior technician 
who may strip high-voltage battery.

Vehicle Collection
Where is the vehicle coming from? Has 

it already been made safe? Are there any 
special instructions or detailed information 
that the collection driver needs to be aware 
of? Equally, if the driver is given any spe-
cific instructions about the vehicle when it 
is picked up, are these instructions given to 
the receiving yard? 

The driver will need to assess the vehicle 
prior to loading it onto the truck: 

•  Is the battery damaged?
•  Is there any risk the battery may catch 

fire during transportation?
•  Does the vehicle need to be made safe 

prior to loading?
Collection drivers training should be 

equivalent to EVCP with specific training 
for vehicle recovery or towing.

Vehicle Receipt and Assessment
Who is responsible for receipt of the 

vehicle? Are they qualified and do they have 
appropriate personal protective equipment?

High-voltage vehicles should be parked 
in a designated area until they have been 
assessed and powered down.

During the assessment the operator needs 
to determine the condition and health of 
the battery. Is it suitable for re-sale and 
re-use? Should it go into second use as a 
stationary storage device or it is only suit-
able for recycling? 

The vehicle should then be powered 
down and made safe prior to depollution 
and dismantling. All of this is “live” work 
and needs to be completed by a suitably 
qualified and experienced person – most 
appropriately, an Electric Vehicle Autho-
rized Person.

Vehicle Depollution and Dismantling
When powered down, or made safe, 

high-voltage vehicles have stored energy 
that is constrained within the high-voltage 
battery. This means that the rest of the 
vehicle can be depolluted and dismantled 
by suitably trained technicians, at minimum 
those being EVCP qualified.

Removing the battery becomes an EVAP 
operation because of the energy stored 
within this component.

Some vehicle dismantlers may want to 
further dismantle the high-voltage bat-
tery down to individual modules, and this 
requires SEVAP competency.

Parts Storage, Sales and Shipping
High-voltage parts, excluding the high-

voltage battery, can be stored in normal 
parts storage areas as the risk posed by 
these is no greater than any other com-
ponent. The high-voltage batteries are a 
completely different prospect, and you will 
need a specific storage area with restricted 
access.

•  Battery chemistry must be kept 
separate; 

•  Batteries need to be secure so they 
cannot fall or have anything fall on 
them;

•  Keep them dry; 
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•  Do not stack and follow manual han-
dling processes due to the weight of 
these components;

•  When shipping these components 
follow all rules and regulations that 
apply in the area you are operating as 
these components are considered to 
be dangerous or hazardous goods in 
almost all jurisdictions.

Whoever is responsible for battery 
storage, sales and shipping must be trained 
and qualified appropriately, and this will 
almost certainly be different from the 
training and qualification that is required 
for a vehicle dismantler or technician.

Everyone dealing with these vehicles 
needs to be trained to the appropriate level, 

and also be equipped with all necessary 
high-voltage personal protective equipment 
and tools, including, but not limited to:

•  High-voltage gloves
•  Insulated safety shoes
•  Face/eye protection
•  Safety rescue hook
•  Cat3, 1000v multimeter
•  High-voltage hand tools
•  Warning signs
The list above is not exhaustive and 

there could be additional elements that 
need to be considered, but it is incumbent 
on all businesses to put steps in place to 
keep their employees safe, build best man-
agement practices and use them. Also when 
scheduling training make certain all of the 

staff involved know what is happening, 
when it is occurring and why their involve-
ment is essential.

If any business would like help to design 
and build their own best management 
practice for high-voltage vehicles, please 
contact Andy Latham of Salvage Wire, at 
andy@salvagewire.com.  
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Electric vehicles have 
made their mark 
on the automotive 
industry and auto 
recycling companies 
are taking notice 
and evaluating 
what impact these 
vehicles, and their 
corresponding bat-
tery packs, will have 

on the industry in the near future. At ARA’s 
77th Annual Convention & Exposition, held 
virtually in 2020, Mark Caffarey, president 
of Umicore USA, Becky Berube, president of 
United Catalyst Corporation, and Dirk Spiers, 
founder of Spiers New Technologies presented 
their initiatives and insights in the inroads being made 
in the handling and recycling of electric vehicle batteries. 
Here is what they had to say.

What ways are Umicore, United Catalyst Corporation and 
Spiers New Technologies working together in evaluating 
the end-of-life issues surrounding electric vehicle battery 
packs? And why is this important?

“Throughout the whole supply and recycling chain, 
lithium ion batteries do not have high value as they  
don’t contain gold, silver or other precious metals,”  

says Mark Caffarey. “That is why we believe we have to 
try to optimize and maximize the second use opportunity 
in some of these devices. We are also looking for ways to 
responsibly recycle the battery pack that cannot be reused 
in a second life. We are doing this by teaming together to 
meet the Department of Energy Battery Recycling Chal-
lenge, which includes building a new supply chain from 
the electric vehicle revolution to end-of-life recovery.” 

According to the U.S. Department of Energy (DOE), 
currently automotive recyclers are ill-equipped to handle 
end-of-life EV lithium ion batteries, with only five percent 
of EV batteries being recycled. The goal is 90 percent and 

PRIZED  
EV BATTERY 
SOLUTIONS

Experts weigh in on approaches to end-of-life  
EV battery pack recovery. Hear what Mark Caffarey, 
Becky Berube and Dirk Spiers are working on at  
their companies to find solutions. By Maura Keller 
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so the DOE recognizes that the industry needs to gear 
up for the next five to 10 years to handle the increasing 
number of end-of-life electric vehicles and their batteries. 

To do this, the DOE introduced the Lithium-Ion Bat-
tery Recycling Prize, which focuses on identifying inno-
vative solutions for collecting, sorting, storing, and trans-
porting spent and discarded lithium-ion batteries – from 
electric vehicle, consumer electronics, industrial, and 
stationary applications – for eventual recycling and mate-
rials recovery.

The Battery Recycling Prize is a $5.5-million phased 
prize competition designed to incentivize American entre-
preneurs to develop and demonstrate processes that, 
when scaled, have the potential to profitably capture 90 
percent of all discarded or spent lithium-based batteries 
in the United States for eventual recovery of key materials 
for re-introduction into the U.S. supply chain. 

What is the process of the DOE Battery Recycling Prize and 
who are the participants on your team? 

“The DOE Battery Recycling Prize process is composed 
of three phases. Phase One, which takes approximately 
six months, has been completed,” Caffarey says. 

“During this phase, Team Store Pack Umicore, which 
includes Umicore, Phoenix Group Metals, Spiers New 
Technologies, United Catalyst Corporation, Schnitzer, 
and Cox Automotive was responsible for submitting a 
business model and technology plan that comprised of 
concept development and incubation. The Team Store 
Pack Umicore is now applying for Phase II and recently  
submitted the Phase II proposal,”  he notes.

Phase II consists of developing end-to-end solution  
and partnerships, specifically through prototype and  
partnering. It will last approximately 12 months and  
the team will receive feedback and results from the 
DOE at the end of November 2021. Phase Three of the 
DOE Battery Recycling Prize consists of accepted teams 
designing a real-world pilot of the technology. This phase 
lasts up to 15 months.

What are the key challenges that Team Store Packs  
Umicore is evaluating as it relates to EV battery pack recy-
cling and what are the proposed solutions to those chal-
lenges that will ultimately impact automotive recyclers? 

The first challenge is the actual lithium ion battery 
collection. 

“We think electric vehicles are the way of the future. As an industry we have 
a commitment and responsibility to lead and come up with a solution to the 
battery pack recycling issue.” – Dirk Spiers, founder of Spiers New Technologies

iStockphoto.com/Irina Shibanova



36 // March-April 2021 Automotive Recycling

“Auto scrap yards are the missing link,” Caffarey says. 
“The solution is to create a national network to collect 
from auto scrap yards. Collectors and collection sites 
would be close to population centers and vehicle concen-
trations. The goal is to offer drop-off points for 10,000 
auto scrap yards. As part of this process, companies 
would comply with EPA, DOT and fire codes. In addi-
tion, companies would need to secure EPA ID numbers 
and store battery packs safely. Companies would handle 
shipping and receiving logistics.” 

Umicore is working with five partners to create a 
nationwide network of collection points for end-of-life 
EV battery packs. The networks target over 10,000 auto-
motive recyclers across the country which are the missing 
link in the battery recycling chain. The collection loca-
tions include Sacramento, CA; Phoenix, AZ; Houston, 
TX; Greenville, SC; Atlanta, GA; Oklahoma City, OK; 
and potentially Newburgh, NY. 

“Lithium ion batteries remain dangerous because of the 
high voltage and the chemistries that are inside the bat-
tery packs. We want to ensure that each site has all proper 
certifications and approvals to safely handle and store 
EV battery packs,” Caffarey says. Sites will need certifica-
tions from the EPA as well as be NFPA, DOT and IMDG 
compliant. 

“The process of obtaining these approvals is different 
for each state,” Caffarey says. “Each of our team mem-
bers are at different stages in the process. We will create 
a checklist of best practices to help others obtain these 
certifications in order to join our network.”

The second challenge involves battery sorting and 
evaluation.

“The proposed solution is to partner with experts  
in this field,” Caffarey says. “Spiers New Technologies  

is certified to handle, 
dismantle, test and 
evaluate  
batteries. They have 
proprietary evaluation 
technology to look at 
the second life of auto 
batteries including 
energy storage, 
charging stations and 
more with possible help 
from the national labs.”

When the sites collect 
enough batteries from 
automotive recyclers to 

meet the requirements for a full shipment, batteries will 
be shipped to Spiers New Technologies (SNT) for assess-
ment of the potential second life opportunities. “SNT will 
be key in determining if a battery can be repaired and 
reused for an automotive or other application, or if it has 
to be recycled for the recovery of the critical elements 
within,” Caffarey says. 

The third challenge is the proper end-of-life recycling of 
the EV battery packs.

Batteries that do not have second life potential will be 
sent to Umicore or another end refiner for recycling. SNT 
is an expert in handling, storing, and transporting lithium 
ion battery packs. They will set up a training program to 
share their expertise with the other team members.  

“The solution for end-of-life recycling is the high-value 
recovery of cobalt, nickel and lithium,” Caffarey says. 
“Umicore is leading the way toward a circular economy.”

So what benefits does winning Phase II of the DOE Battery 
Recycling Prize offer?

As Caffarey explains, winning Phase II will give Team 
Store Pack Umicore a $100,000 voucher to use within the 
American Made Network or at the U.S. National Labs. 
In addition the team would work with the Larta Institute 
to help create a business plan to make sure their idea is 
financially feasible. 

“SNT and Cox Automotive will work with Idaho 
National Lab to create a device that would measure the 
state of health of the EV battery packs. This device would 
tell us which batteries have second life capacity, and which 
need to be directly recycled for their material value,” Caf-
farey says. “This device could potentially save our team 
time and money by evaluating the battery as soon as it 
enters our network without having to dismantle it.” 

“Lithium ion batteries remain dangerous because of the high voltage and  
the chemistries that are inside the battery packs. We want to ensure that  
each site has all proper certifications and approvals to safely handle and 
store EV battery packs.” – Mark Caffarey, president of Umicore USA
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Can you tell us more about the drop-off points for EV  
battery packs that you envision 10,000 automotive  
recyclers will have access to? 

“Automotive recyclers have batteries that they don’t 
know what to do with, so we are here to help find a solu-
tion for the EV battery removal, recycling or reuse,” says 
Becky Berube. “What we are really focused on is how we 
can provide a way for automotive recyclers to dispose of 
them safely. I know a lot of you are storing them at your 
facilities. We want to be sure we can be a place where you 
can properly send the batteries, without liability. We are 
focused on determining how to get these batteries out of 
your facilities and into the recycling stream safely and 
effectively. And where there is a revenue model, as that 
develops, you will be connected with the right team at 
that point. Right now that is not known.”

What is the proposed process of determining the second 
life viability of lithium ion batteries? 

According to Dick Spiers, Spiers New Technologies is 
the leading service provider for repair, re-manufacturing, 
refurbishing and re-purposing for advanced battery 
packs used in hybrid and electric vehicles. SNT works to 
optimize the life cycle management of battery packs and 
maximize their value.

“Second life batteries can be used in many different 
ways,” Spiers says. “The industry believes that you recycle 
a battery pack for a different usage. If a battery pack 
comes out of an electric vehicle then you grade it to deter-
mine what you can build with it, as well as its value. And 
then it would be used in many ways. That is becoming 
increasingly difficult because of the UL certification 

which the National Fire Code is starting to demand, 
which is very expensive.” 

SNT has a proprietary computer program called 
ALFRED that tracks everything in the battery pack.  
“We expect to be able to scan the battery pack via the 
VIN number of the car or the serial number off the bat-
tery pack and we can tell you what to do with it and even 
what kind of battery it is,” Spiers says. 

Specifically ALFRED is a PHP/MySQL web application 
that collects, manages, and processes battery and battery 
related information. ALFRED receives input data from 
a wide variety of sources including SNT test equipment, 
SNT proprietary battery research equipment, production 
operators, Original Equipment Manufacturer (OEM) 
engineers and stakeholders, dealerships, logistics compa-
nies, and major shipping entities. 

What advice do you have for auto recyclers who are starting 
to see EV battery packs in their dismantling processes? 

Spiers advises auto recyclers to be very careful handling 
battery packs. “You don’t want to drop it. You don’t want 
to keep them in too warm of an environment. And don’t 
open it up. You have to treat it with respect,” Spiers says. 
“All these systems are high-voltage systems – ranging 
from 360v to 800v so you don’t want to mess with it.” 

What is the future outlook for this level of evaluation of 
battery packs? What are the next steps for the automotive 
recycling industry as it relates to EV battery pack disposal 
and recycling?

“Within a year, we are hoping to have remote ALFRED 
stations for grading battery packs. The first one will start 

We are focused on determining how to get these batteries out of your facilities and  
into the recycling stream safely and effectively." – Becky Berube, president of United Catalyst Corporation
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in November 2021,” Spiers says. “We, as an industry, need 
to come together and do what’s best for the industry. We 
think electric vehicles are the way of the future. As an 
industry we have a commitment and responsibility to lead 
and come up with a solution to the battery pack recycling 
issue. We want to come up with a widespread solution for 
the entire industry. ARA and ISRI are interested in long-
term solutions and working together to do this responsibly. 
The solutions are in place, we just have to do it.”

Caffarey adds that Team Store Pack Umicore is getting 
together U.S. partners to create drop-off points where 
auto recyclers can bring their battery packs and leave 
them at that location. Those locations will have various 
certifications to be able to safely handle, collect and store 
battery packs before they are shipped to determine if they 
have a second life. 

“From there, they will be shipped to Spiers in Oklahoma 
City for second life evaluation. Or if we know ahead of  
time that they are not reusable, the batteries will be ship- 
ped from those drop-off points to a battery recycler,” 
Caffarey says. 

According to Spiers, as this project advances Team 
Store Pack Umicore will have more and more companies 
interested in joining their efforts. 

“We have several trucking companies and logistics 
companies interested in offering solutions,” Spiers says. 
“That will be beneficial to the industry.”

Berube stressed that the team has a natural partnership 
with ARA and points out that auto recyclers are taking 
the time to learn how to protect their employees and 
themselves while they are dismantling automobiles and 
dealing with EV battery packs. “We are going to have 
a very good partnership with ARA and auto recyclers 
because both are being proactive,” Berube says. 

Caffarey also says that the DOE is keenly aware of the 
need for solutions to the battery pack issue facing the auto 
recycling industry. Our team is working hard to develop 
solutions and we want to partner with ARA to really pro-
vide a solution as soon as we can,” Caffarey says. “We 
will know more by the end of November. We will provide 
updates as soon as we have them. We are keen on edu-
cating recyclers and working together on solutions.”  

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.
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Blake Stratton, business consultant,  
provides the best ways to find success  

by stepping back to balance all aspects  
of life after a stressful year.

By Maura Keller

The 
Double 

Win
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W hen you consider the 
phrase, “How to win 
at work and succeed in 
life,” some of you may be 
skeptical – questioning 
whether this is even 
remotely achievable.  

Or perhaps you may chuckle in light of the past year 
that has been filled with a pandemic, political strife, and 
catastrophic weather events – all of which have brought 
trials and tribulations for companies within the auto-
motive recycling industry. Blake Stratton, business con-
sultant at Michael Hyatt & Co., shares his insights on 
ways in which individuals can achieve the “double win” 
of both winning at work and succeeding in life. But how 
exactly does one do this?

As Stratton explains, for many people, they feel that 
they must choose to be successful in life or in work,  
but certainly not both. 

“When you are faced with that choice people tend 
to do one of two things,” Stratton says. “They hustle 
harder, push more, keep grinding, move faster and get 
more done. Or they simply dial back or cut out ambi-
tions because they don’t want to risk losing what is most 
important to them, such as their relationships or their 
health.” 

In Stratton’s experience, he has interacted with many 
leaders who have been told that they have to choose 
between the two – work or personal life – but many  
find that they simply don’t know what to do.

But what if you don’t have to choose? What if leaders 
could win at work and succeed at life? What if their 
work and their home lives were symbiotic? What if their 
work life gives them confidence, joy and the financial 
resources to support their family? And what if their 
health, a happy home life and the thriving personal 
ambitions and hobbies help clear their mind, give them 
greater creativity and help them rest physically and  
mentally so that they can come to work rejuvenated? 
That’s what people should be seeking and striving for. 

“It may sound like a myth,” Stratton said. “But it’s  
our mission and we see it every day. It truly is possible  
to win at work and succeed in life.”

Steps to Take
During the last year of the pandemic, many people 

have faced a myriad of challenges in their home and 
work lives. From businesses grappling with financial 
constraints to people having to balance working from 
home with children distance learning, the incredible  
pressure many people have faced in the last 12 months  
is astounding. 

In times of stress, pressure or uncertainty, we can  
either bear down, dread the future and hope for the  
best, or we can create the future. 

“This is absolutely possible but it does require a 
new approach,” Stratton said. 
The four-step system that Stratton recommended 

includes planning, focusing, executing and scaling. 

Step 1: Plan
To begin, let’s acknowledge that doing more is not the 

answer. Simply hustling harder and harder doesn’t work. 
Rather, you have to change the trajectory of your work 
and life by pausing, specifically by pausing to plan. If you 
don’t stop to actually design your future, you will end 
up drifting to a destination that you never would have 
chosen for yourself. You need to have a plan. 

“Upgrading your planning can account for everything 
your organization is going through during this pandemic 
season,” Stratton said. “But how you plan or design your 
goals actually matters.”

Your goals need to be specific, measurable, actionable, 
risky, time-keyed, exciting and relevant. 

When establishing a goal, they need to be specific.  
A vague goal is simply just a wish. And your goals also 

Simply hustling harder and harder 
doesn’t work. Rather, you have to 
change the trajectory of your work 
and life by pausing, specifically 
by pausing to plan.
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need to be measurable. When in doubt put a number 
next to your goal – a dollar figure or a percentage, some-
thing to quantify what you are going after. Also make 
sure your goals are actionable. 

“And perhaps you’ve heard that you need to make 
your goals realistic,” Stratton said. “But if you make 
your goals realistic you are doing yourself a disservice.” 
Research shows that for people who set their goals 
within their comfort zone, they actually achieved less and 
are more likely to not meet that goal. Instead, if you set 
your goal in your discomfort zone or the goals are a little 
bit risky, research proves that you are 200 percent more 
likely to achieve those goals compared to those who 
stayed in their comfort zone. 

What’s more, while time-keyed goals have deadlines 
which are vital, goals that are exciting, allow you to be 
engaged and interested in your goal. Research again 
shows that goals that are considered exciting are also 
more readily achieved. Finally, relevant goals are those 
that are in alignment with each other. 

Step 2: Focus
For most of us, we have more tasks to do than time. 

Studies show that most people work between 50 to 70 
hours a week thanks in part to the digital age in which 
we live. We are constantly connected to our phones, 
email and other methods of communication with our 
jobs.  

“Most leaders are trying to figure how we can get 
more things done,” Stratton said. “But a better question 
that we should be asking is, ‘What is the best possible 
use of my time?’ With that lens, different daily priorities 
will naturally emerge. When you focus on work where 
you have passion and proficiency, you will have the most 
impact.”

Here’s why: Passion is what you love to do. You 
enjoy it and it gives you energy. Proficiency is what you 
are good at and what drives results in your business. 
This concept comes to life in what Stratton calls “The 
Freedom Compass.” One key component of this “com-
pass” is the Desire Zone – where passion and profi-
ciency meet. So what is in your Desire Zone – where do 
you have the most passion and proficiency? Opposite of 
the Desire Zone within the “compass” is what is called 
the Drudgery Zone – those areas that you are neither 
passionate about or proficient in doing? Evaluate how 
much time in the last week you’ve spent in both the 
Desire Zone and the Drudgery Zone.

“We encourage our clients to spend 80% of their time 
in their Desire Zone,” Stratton said. “The more you can 
focus on that Desire Zone, the higher the impact will be. 
Once you determine what your Desire Zone should look 
like, then you are ready for step three.” 

Studies show that most people  
work between 50 to 70 hours a  
week thanks in part to the digital  
age in which we live. We are 
constantly connected to our  
phones, email and other methods  
of communication with our jobs.  
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Step 3: Execute
In order to get the “double win” you actually have  

to achieve the right things based on executed goals.  
So why is the step of executing goals difficult for many 
people? As Stratton explained, many people are good 
at defining goals and dreaming big but when it comes 
to the day-to-day tasks, they feel lost, overwhelmed and 
stressed. The key is to connect your big goals to everyday 
tasks.

To achieve this, Stratton recommends using what 
he calls, the “3x3 Achievement System.” Here’s how 
it works: It starts with establishing three big quarterly 
goals. The power is in narrowing your focus. Each week 
identify three big objectives that move you incrementally 

closer to your quarterly goals. This, in turn, will guide 
you to establish three big daily tasks. That’s right, only 
three. 

“Effective leadership isn’t about getting more things 
done, it is about getting the right things done,” Stratton 
said. “It’s time to reinvent how we design our days. 
Remember 20% of the efforts drives 80% of the results. 
What are the 20% of the goals today that are going to 
drive 80% of the results at your company? When you 
narrow your focus, you increase your effectiveness.” 

In a time of chaos, such as the ongoing pandemic, this 
is even more important to connect your goals with your 
everyday tasks. Once you have established this rhythm  
of execution, you are ready for step 4.

Passion is what you love to do. You enjoy it and it gives you energy. 
Proficiency is what you are good at and what drives results in your 
business. “ ... The Desire Zone is where passion and proficiency meet. 
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Step 4: Scale
This is when it all comes together. To scale your busi-

ness you have to scale yourself. If you can’t do that, then 
the business will grow beyond your personal capacity. You 
may grow your revenue and you may grow your staff, but 
you personally won’t get the double win. You will still be 
way too busy. You’ve got to learn to scale yourself first. 
One of the key steps in doing this is by leveraging the tal-
ents of your team. 

“If your dream doesn’t require a team, your dream isn’t 
big enough,” emphasizes Stratton. “If your company can’t 
run without you, then you don’t have a business. You just 
have a job.”

The only way for you to survive and your business to 
thrive is by delegating. Unfortunately, when attempting 
to delegate, today’s business leaders often make three key 
mistakes. The first mistake being hesitation. 

“Maybe you think it will take too long to explain it to 
someone else, and think ‘I may as well just do it myself.’ 
Or maybe you think it is too important, so I’ve got to do it 
myself. These are examples of ways business leaders hes-
itate when delegating. These are limiting beliefs that need 
to be squashed,” Stratton said. “What does it say to your 
team when you delegate tasks? It shows trust, it brings 
strength and it calls out their best. Isn’t that what you 
want in your team?” 

Another mistake company leaders make in the delega-
tion process is abdicating. They simply release tasks to 
people with no clear plan or with poor communication. 
The tasks then don’t get done correctly or they don’t get 
done at all. That’s why you need to have a clear plan and 
the key tools in place. Don’t simply abdicate.

The third mistake leaders make is by suffocating their 
employees through micromanaging, which kills morale. 
When you suffocate your team, you end up spending 
more time on those tasks that you supposedly delegated. 

“Effective delegation is critical to ‘double win’ success,” 
Stratton said. “Freedom is on the other side of effective 
delegation. You also need to level up your leadership.  
If your business is going to grow, you must grow.”

Leveling up your leadership starts by taking an honest 
assessment of where your business is right now. 

“You actually have to commit and design your future,” 
Stratton said. “To do this you need to connect with the 
right business coach. Doing this gives you an edge and 
fills in the gaps in your knowledge, while providing reg-
ular opportunities to work on your business rather than 
just in your business.”

When looking for the right coach ask: 
Do they have the right experience? 
Some business coaches have never run a business so make 

sure you find a coach who’s “been there and done that.” 

The only way for you to survive and your business to thrive is by delegating. 
Unfortunately, when attempting to delegate, today’s business leaders often 
make three key mistakes. The first mistake being hesitation. 
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Blake Stratton Knows 

Blake is one of Michael Hyatt & Company’s business 

consultants and trainers. He helps business owners 

discover how they can achieve the “Double Win,” and 

teaches them how to apply productivity tools like the  

Full Focus Planner on a corporate level.

Before joining the team at Michael Hyatt & Co., Blake served small business 

owners as an independent marketing consultant and copywriter. His working 

life changed dramatically once he discovered and implemented the Full Focus 

Planner (https://fullfocusplanner.com).

Blake says, “The first thing that changed when I started using Michael’s system 

was my sleep. I used to wake up at 3 am, stressed and out and worried about 

how I was going to build my business. Soon after using the Full Focus Planner, 

I began to sleep through the night and become more present with my family at 

home. It was a game-changer.”

If you’re curious how Michael Hyatt & Company’s resources could help you 

reach your business goals while creating the home life you desire, contact  

Blake directly at blake@businessaccelerator.com.

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.

Do they get the right results? 
Look at their client results. Can you see yourself in their 

clients’ stories? 
Do they offer the right format? 
While one-on-one coaching is great, there are other for-

mats that could be even more advantageous such as group 
programs. 

“Imagine a day when your business is growing expo-
nentially but you are working less hours than you are 
today. Imagine if getting to where you want to go in your 
business is going to require less hours. And imagine when 
you are working, you are in your ‘desire zone’ – you are 
getting results and your enjoyment and fulfillment are at 
an all time high. You feel energized rather than drained,” 
Stratton said. “Now imagine taking time off, being com-
pletely unplugged and when you return your business 
has continued and perhaps even grown without you. You 
don’t drift to that reality, you have to design it. Starting 
today, you can change the trajectory of your future.” 

To access your company’s strengths and vulnerabilities, 
visit businessaccelerator.com/automotive to determine 
exactly where your business is at and the next steps you 
can take to achieve the “double win.”  
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L ike every industry, the automotive recy-
cling industry has come a long way in the 
past 100 years. As the industry continues 
to evolve faster and faster, so too must the 
modern-day auto recycler to thrive. The 
focus on training and certification con-

tinues to increase every day. ARA’s Government Affairs 
Committee is constantly reviewing proposed bills, both 
on the Federal and State level, that impact the auto recy-

cling industry. What they see is a 
growing effort to include certifi-
cation language into these pro-
posed legislations. 

ARA believes that whether it is 
mandated or not, it is paramount 
for every automotive recycler and 
all their employees to be properly 
trained and certified on disman-
tling vehicles. As the vehicles 
become more complex, ARA 
believes it is the Association’s 
responsibility to take the lead 
provide members with current, 

relevant training and certification programs. We are driven 
to help auto recyclers responsibly and safely sell high-
quality ROE–Recycled Original Equipment® auto parts.

Training in the Portal
As a part of our ongoing efforts to improve the training 

available to automotive recyclers, ARA recently updated 
the Battery/Mercury Switch, and Fluid Depollution 
Training modules on ARA University. 

In the Lead Acid Battery & Mercury Switch Depollu-
tion module, current best practices, industry standards, 
and regulations for Lead Acid Battery & Mercury Switch 
Depollution are outlined. Whether you are removing your 
10,000th battery or handling your first mercury switch, the 
module reviews what dismantlers need to know to safely 
identify, remove, and store lead acid batteries, and mercury 
switches. Also included is information about eye wash sta-
tion and spill kits, various Personal Protective Equipment 
(PPE), and the tools necessary to complete the job.

Developed in 2020, the Fluid Depollution Training 
module outlines the best practices, industry standards, and 
regulations for fluid removal, including fuel, oil, and other 
petroleum-based fluids, and antifreeze. In this module, we 
discuss what a safe dismantling area should be like, as well 
as proper processes, equipment, PPEs, storage, spill mitiga-
tion and clean up, and much, much more. 

Furthermore, this new module follows the Certified 
Automotive Recycler (CAR) guidelines. This means that 
if you want to pursue certification, you can follow this 
training module as a way to achieve that. The new online 
courses, combined with the completely overhauled and 
fully digital CAR application and renewal process, makes 
becoming a Certified Auto Recycler the smoothest pro-
cess it has ever been. 

New Electric and Hybrid Training
The automotive industry is going electric. We all see  

it coming and there is no avoiding the trend anymore.  
To get your team more prepared to safely and efficiently 
handle these vehicles in their end-of-life phase, the  
Hybrid and Electric Automotive Technology module  

DEPOLLUTION & EV/HYBRID  
TRAINING, EV BATTERY RESOURCES, 
WEBINARS AND TOURS!
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ARA University expands its offerings with two new training 
modules, a new EV/hybrid battery manual, plus new monthly 
featured webinars that include Facebook Live Q&A sessions!

The new ARA 
Electric and 
Hybrid Vehicle 
Technology 
manual is a 
comprehensive 
guide to safety 
in handling the 
highly-charged 
batteries salvaged 
from end-of-life 
vehicles.
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is ARA University’s newest 8-module certification course. 
Presented by Andy Latham, his teaching prepares your 
company and employees to safely handle high-voltage 
vehicles and decrease the risk of accidents.  

As an accompanying facility resource, the revised  
ARA Electric and Hybrid Technology Guide is a  
comprehensive 150-page guide to safety in handling the 
highly-charged batteries salvaged from end-of-life vehi-
cles. It is available for download now at arauniversity.org/ 
electric-hybrid-vehicle-technology-guide/. 

Also as a resource, the ARA EV Battery Database con-
tains OEM-specific information from an analysis of over 
1,650 models from 65 vehicle manufacturers, where 
over 7,700 batteries have been identified that need to be 
removed from vehicles and properly recycled. ARA has 
acquired this information to assist automotive recyclers 
with identifying and removing batteries from all vehicles. 
In some cases, the data includes optional information that 
may not be applicable to the vehicle being dismantled, 
or there may be country specific batteries included in the 
data that are not on the vehicle being dismantled. Best 
efforts were made to provide full and accurate data, how-
ever the ARA cannot be held responsible for errors and/
or omissions. 

Where the data is not complete and there are gaps, 
work with vehicle manufacturers is continuing and the 
data will be updated as new information is made avail-
able. The OEM-specific battery information documents 
can be found at https://arauniversity.org/resources/ 
ev-battery-data-base/. 

What's New at ARAU
ARAUniversity.org continues to roll out  

new resources to new and updated pages!  
Under RESOURCES tab, you can check out  

these new quality training information:

Facility Tours

Industry Training

Safety Webinars

Electric and Hybrid Vehicle  
Technology Guide

EV Battery Data Base

Facility Tours
ARA has also launched a series of Facility Tours,  

that began with a tour of B&R Auto Wrecking that aired 
during the ARA EDGE 2020 Virtual Convention, and 
now can be viewed in the ARA University Resources 
tab, on the “Facility Tours” page. Joining the tours is a 
series from Wilbert’s U-Pull-It (see page 10), which is a 
four-part overview looking at different aspects of their 
business model. If you are interested in having your facility 
featured in a tour, reach out to Vince@a-r-a.org for details! 

Training Resource for Impact
These new ARAU training modules, helpful guides, and 

insightful tours are just the beginning of ARA’s mission to 
provide the most up-to-date, relevant information to our 
members. Be sure to review all of the new content featured 
on ARA University, and check back monthly for new con-
tent that is scheduled for debut. If you need any assistance, 
or have any questions, comments, or suggestions, please 
don’t hesitate to reach out to staff@a-r-a.org.  

ARA University 
offers “Monthly 
Featured 
Webinars” in the 
resources section 
of the website. 

Recyclers can 
watch the video  
of the month,  
and ask questions 
they have for 
the presenter 
during a monthly 
Facebook Q&A 
Live event. 

Watch the ARA 
Facebook page 
for these live Q&A 
events or to see 
past Live event 
recordings.
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A sk any automotive recycler what 
are two areas of the dismantling 
and recycling process that seems to 
require a lot of their attention and 
many would answer the proper han-
dling of vehicle commodities and the 
end-of-life process for autos deemed 

to be crushed. Jeremy Barnett, Operations Manager at 
Snyder’s Certified Auto and Truck Parts in Holland, TX 
shares his insights during a video presentation, “Maximize 
End of Life Process and Crush/Core Revenue,” that pre-
miered at ARA’s EDGE 2020. 

Commodity Identification,  
Storing & Handling

How you apply the concepts that Barnett shares 
depends on how your processes are set up and who does 
the inventorying and the dismantling. The examples that 
he uses focus on the successes and failures at Snyder’s that 
have proven to be beneficial to the company and their 
bottom line. 

One of the key components of the commodity identifi-
cation process, he explains, occurs when commodities are 
identified pre-dismantle during the inventory process. 

“This is very important. Your inventory technician is 
the one driving the bus on what you are inventorying,” 
Barnett stresses. Internally at Snyder’s they have predeter-
mined rules of what to inventory that coincide with the 
preconfigured algorithms that are part of their yard man-
agement system. 

“The commodity determination is based on internal 
inventory recommendations, product quality and value,” 
Barnett says. Some examples include scrap aluminum, 
scrap wire, rebuildable cores, precious metals found in 
catalytic converters, as well as product recycling of petro-
leum, oils and lubricants.

The majority of these commodities need to be harvested 
during dismantling because that is the most efficient stage 
in which to do so. To further streamline the process,  

collection points of the commodities should be oriented in 
such a way that allows for easy flow of the products. 

Recyclers also have to determine what they are going 
to do with these materials until they have secured a buyer 
and set up temporary storage. 

“At Snyder’s, our inventory rules circumvent the default 
status recommendations and stock levels in our yard man-
agement system, which is Pinnacle Professionals. We have 
found in the past that for falloff cores – such as compres-
sors, alternators, and starters – if there’s activity on those 
parts, you tend to tag them and stick them on the shelf,” 
Barnett says. “But what do you do if there is no activity? 
Are you still coring it and putting it on the shelf or are you 
inventorying it and leaving it in the car to harvest it later?”

To determine the best approach for Snyder’s, Barnett  
did an experiment. By going against the algorithms in the 
Pinnacle system that pertained to the typical falloff prod-
ucts, Snyder’s overstocked these items by two. 

“I marked those parts so that I could do a product check 
on those that we overstocked to see how successful they 
were. Some of them went to the shelf and others went to 
the car. After about nine months, I came back and looked 
at the items that we overstocked and was pleasantly sur-
prised at the result: 60 percent of those items that we 
would, in the past, have normally cored, actually sold,” 
Barnett said. 

“If you are anything like me, I much prefer retail sales 
over core values. While I stress the importance of max-
imizing core revenue, I also don’t want you to lose the 
opportunity for retail sales.” That’s why it is important to 
set the rules for your inventorying process – some of which 
may go against the prescribed algorithms of the yard man-
agement system your company is using.

Core Deposits
Commodities are more in demand than ever. As such, 

there is some real value in these commodities and Barnett 
says recyclers need to get the cores back from the customer 
if it makes financial sense. That’s why one of Barnett’s key 

The importance of commodity handling and proper end-of-life 
systems for today’s vehicles, according to Jeremy Barnett of  

Snyder’s Certified Auto and Truck Parts.
By Maura Keller
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Getting to   the Core
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recommendations is that the salesperson must charge for 
the core on the invoice. 

Here’s why: At Snyder’s, historically 30 percent of the 
cores are not returned, therefore the core deposit is not 
refunded. “The great thing about this approach is that 
you don’t have to handle it, you don’t have to process 
the return and you don’t have to pick it up. It is straight 
profit to your bottom line,” Barnett says. “Keeping the 
core deposit is more efficient than refunding the core 
deposit and having to handle the physical core when it is 
returned.” 

To coincide with this strategy, it is vital that inventory 
managers present minimum core values by part type in 
your yard management system. “And you need to hold 
sales staff accountable for charging pre-determined core 
values on every part identified as having a core value,” 
Barnett says. 

Another key strategy surrounding core deposits is the 
analysis of value and disposition prior to pick-up. As Bar-
nett explains, when customers are calling in to get their 
core picked up so they can get their core credit, Snyder’s 
instituted a process that will individually look at each one 
of these requests. 

“We ask ‘is this core cost effective to pick up?’ You have 
to evaluate all of the labor, delivery fees or cost involved 

in sending a truck to a shop to pick this core up as well as 
the labor involved in handling it and potentially draining 
it when it comes back,” Barnett said. “So right now our 
overhead per stop, specifically sending a truck, is about 
$28 - $29. Does it make sense to send that truck to pick up 
a $50 core part. I’m going to tell you it’s not. By the time 
you pick it up and handle it. There’s no money to be had 
there anymore. If it is a $100 core, I may venture off to go 
get it.”

Proper handling of all cores is also vital. Barnett said 
that it’s important to determine, before a core is picked up, 
where this core is going before it comes back. That means 
that the driver, upon returning, can look at the notes and 
see if the core needs to be drained and put into a specific 
customer’s core box. Limiting the amount of handling of 
the core, by establishing a streamline process will lessen 
the likelihood that the core will be damaged, and will help 
improve the efficiency of business. 

“Process the core immediately and get it in the correct 
box to avoid handling it twice,” Barnett said. “A ‘one piece 
flow’ is how we like to do things at Snyder’s. Keep the pro-
cess going. Don’t stop as any stop in the inventory process 
results a huge inefficiency.”

Automotive Recycling  March-April 2021 // 49

Getting to   the Core

P
ho

to
 C

ou
rt

es
y 

of
 A

B
 C

at
te

ch



50 // March-April 2021 Automotive Recycling

Jeremy Barnett is currently the Operations 

Manager at Snyder’s Certified Auto and Truck 

Parts in Holland, TX. He began his career 

with Snyder’s as an Automotive Dismantler in 

2009. After his time as a Dismantler he has also served as 

an Inventory Technician, Receiving Technician, Dismantling 

Manager, Inventory Manager, and Commodities Manager. 

The Age-Old Question:  
Who Do I Sell My Cores To?

One of the key questions that many recyclers ask per-
tains to the actually selling of cores. Unfortunately, there 
is simply no perfect answer, as it depends on many factors 
including the size of a recycler’s inventory as well as the 
identification of the ideal buyer. In that case, recyclers need 
to consider such things as the value to be offered for the 
core, the shrinkage rate, the distance a potential customer 
is from your facility and payment history. 

“It is going to be up to you to determine what works 
best for you,” Barnett said. “One of the biggest issues is 
their payment history. How long does it take to get paid? 
Your decision should be based on cash flow. Also is a 
potential customer the highest payer but will they take the 
longest to pay? Or are they paying the same as everyone 
else but they will pay faster? Are they net 30 or net 60  
or are they paying at the time of pickup? Are they paying 
cash? All of these factors play a big part in identifying the 
key person to sell cores to.” 

To further enhance the core selling process, Barnett 
recommends recyclers consider using the URG Sales Sup-
port tool, which allows a recycler to create a customized 
pre-dismantle core report using information such as the 
year, make and model of the vehicle, interchange, stock 
number and VIN. “If you are a URG member and your 
data feed is going through URG, the following day after 
you inventory that vehicle, you can type in your stock 
number and it will generate a core report showing, by core 
buyer, who is paying for that interchange part and the 
amount they are paying,” Barnett said. 

If you are doing your initial core analysis, either pre-  
or post-inventory or even right before or during dismantle, 
Barnett suggested thoroughly selecting buyers to expand 
the opportunity of finding the ideal buyer that matches 
your established criteria. 

Core Storage
Of course, while selling cores as soon as possible is the 

ideal avenue to take, oftentimes recyclers need to store 
cores until the ideal buyer comes along. That’s where 
proper core storage comes into play. Once the vehicle 
enters the dismantling process it is really important for the 
cores, and the boxes in which the cores will be placed, to 
be in close proximity. You don’t want dismantlers to be 
crossing the shop or facility carrying the cores. 

Barnett recommends looking at your shop from an over-
head perspective and identify your resources and evaluate 
how many actual steps your employees are taking to do 
the tasks you want them to do. 

“If you can get those resources closer to your disman-
tling bay and keep that dismantler in his bay as long as 
possible, you will naturally start to see an increase in pro-
duction,” Barnett said. “Anything you can do to expedite 
the process and make it more efficient, will result in an 
improvement in production.”

And remember, properly storing your cores is just as 
important as properly identifying them and getting them 
pulled. If you don’t store them properly you’ll do more 
harm than good. Make sure you put “like” materials 
together and any soft products should be wrapped and 
packaged well for delivery.

End of Life Process & Vehicle Crushing
Another key question that Barnett often hears asked 

from others in the field is, “when should I crush a vehicle? 
Or “what metric should I be considering as it pertains to 
crushing vehicles?”

When determining the end-of-life vehicle to be crushed, 
Barnett said it will vary from facility to facility. For some 
recyclers, it may be based on the percent gained of pre-
dicted sales. Other considerations may include yard size 
constraints as well as scrap metal market increases. 

“For us, we now have five individual yards so we crush 
one yard at a time,” Barnett said. “We don’t have a choice 
when we have to crush one, get all the cores out of there, 
clean it up and prepare it for fresh vehicles. If we don’t do 
it, we run out of room.”
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It’s important to determine, before a 
core is picked up, where this core is 
going before it comes back. That means 
that driver, upon returning, can look 
at the notes and see if the core needs 
to be drained and put into a specific 
customer’s core box.
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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.

Of course it’s paramount that you harvest valuable  
commodities prior to crushing, including aluminum, wire, 
and rebuildable cores.  

“In our case, for some of the overstocks that we estab-
lished as part of our inventory process, we decided against 
stocking the small cores on the shelf,” Barnett said. “That 
way we didn’t have to spend any time, labor or effort on 
that core part until it sold. On those specific overstocks, 
we leave them tagged and unbolted in the vehicle. So they 
are there and available during the entire life of the vehicle 
and if they don’t sell before the car is being decommis-
sioned and crushed, then I send my general labor out 
to collect them all. It’s a whole lot cheaper to do it this 
way than to have them sit on the shelf for a year and pay 
someone to go up there and remove them off the shelves. 
And remember that some of the values of the cores is so 
small it may not even be worthwhile to get them.”

Once you’ve identified and harvested the cores that 
are deemed lucrative, you need to build the process of 
crushing vehicles which will include crushing vehicles to 
ship, cleaning up the yard as cars are being crushed, as 
well as preparing the yard for new vehicles. 

“The crushing process is a mess, as we all know, so it 
is really important to streamline the cleanup process of 
your yard, which will involve conducting repairs, grading, 

rolling out, spraying with an herbicide and remarking  
sections,” Barnett said. 

You also need to evaluate the equipment you have, the 
labor that will be required and the time it will take to do 
the crushing. Evaluate your processes and the equipment 
that will help the crushing process become more efficient. 
Not every recycler can invest in some of the equipment that 
will streamline the entire crushing process, but Barnett said 
that the equipment he recommends includes a skid steer 
with magnet, grapple bucket for the skid steer, and a rake 
to help level the yard prior to using a roller. In addition, a 
mobile crusher can be very beneficial for larger yards. 

Yard organization is also key for inventory accuracy. 
“We have one individual taking vehicles out to the yard, 

for organization and cleanliness,” Barnett said. “Clean-
liness and a well-organized yard make the parts pullers’ 
lives easier and when it is time to crush, it is just that much 
simpler.”   
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Insurance 
TIGHTROPE

COVID-19 has left companies walking a 
fine line with a myriad of risks and has 

forced some to take a new look at  
policies and retooling the rules. 

By Phillip M. Perry
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If you are wondering if this is a real “thing” 
with which to be concerned, Google “COVID- 
related lawsuits” and check out the latest head-
lines. More than 6,000 coronavirus-related 
complaints have been filed across the country. 
While some states, like Florida, are enacting 
legislation to protect employers, other states 
are leaving employers more vulnerable.

Some headlines that stand out, “Employers 
Should Think Twice Before Denying Virus- 

Related Leave Requests as COVID-19 Lawsuits Increase,” 
“All In The Family? Employee’s Wife Brings Suit Against 
Employer After Alleged Workplace COVID-19 Exposure,” 
and “Promises Made, Promises Not Kept: Salesperson 
Terminated Due to Pandemic Alleges Firm Reneged on 
Promise Not to Enforce Non-Compete.” 

Risk is Everywhere
The COVID-19 pandemic has increased the risk of 

financial losses from causes such as injuries to customers 
and vendors, increased workers’ compensation premiums, 
and lawsuits from unintentional discrimination when 
returning workers from furlough. While businesses rely on 
their insurance policies to reimburse such costs, in many 
cases coverage is uncertain because of the nature of the 
COVID-19 pandemic. A review of current policies can 
determine the best way to handle uncovered risks.

Businesses face many questions about insurance cov-
erage for the costly damages incurred by the COVID-19 
pandemic. What unexpected exclusions are only now 
becoming apparent? What litigation should be expected? 
And how can businesses retool their policies to reflect the 
increased risk in the months and years ahead?

The risk of legal action is very real. “There will no doubt 
be lawsuits alleging liability against businesses where cus-
tomers, vendors or employees contract COVID-19,” said 
C. Thomas Kruse, Partner & Chair of the Litigation Prac-
tice Group for Texas in the Houston office of Baker McK-
enzie. These risks are expected to remain high as the long-
lasting effects of the pandemic continue to be felt.

So, what are the most important concerns in the areas of 
Commercial General Liability (CGL), workers’ compensa-
tion, and Employment Practices Liability Insurance (EPLI)? 
Expert attorneys and insurance consultants weigh in.

CGL Insurance
A business may be sued by customers, vendors, or vis-

itors who contract COVID-19 while visiting a facility. 
“The next step in lawsuits will likely be third parties on 
the premises who contract COVID-19, especially if the 
business has not followed all guidelines for protecting 
against the disease from the Centers for Disease Control 
and Prevention (CDC) or State and local authorities,” 
said Kruse. Such guidelines can include the availability of 
masks, maintaining social distancing, provision of hand 

sanitizer and related gear. “Indeed, such lawsuits are 
already starting to pop up around the country.”

Suppose you are sued and lose: Will your damages be 
covered by your Commercial General Liability (CGL) 
policy? Such policies are intended to cover bodily injury 
and property damage caused to third parties on an 
insured’s premises. “Provided the particular policy does 
not exclude coverage for virus exposure, it is conceivable 
that a CGL policy could provide bodily injury coverage 
for liability arising from the infection of a customer or 
vendor,” said Robert M. Travisano, an attorney in the 
litigation practice of Epstein Becker Green.

If that “conceivable” word raises alarm bells in your 
mind, you are not alone. For more than one reason, 
uncertainty surrounds this topic. One problem is that in 
many policies the onslaught of a virus is either carved 
out or requires a specific endorsement. Another problem 
is that legal liability is required to trigger coverage. The 
infection must have arisen from some breach of care on 
the part of the insured business. And what constitutes 
such negligent conduct is still somewhat unsettled.

“There are numerous lawsuits boiling up as to what 
actions or inactions could possibly lead to legal liability 
due to the coronavirus,” said Tony Sardis, president of the 
management consulting firm Withum. He points to the 
following possible business scenarios:

1) Remaining open following an order by a civil 
authority to close. 

2) Failure to adhere to required health and 
prevention guidelines.

3) Allowing an employee who is known to be 
infected with the virus to continue working.

4) Not screening or refusing service to customers 
with the virus.

Whatever the nature of the negligent conduct, it must 
be the actual cause of the injury to the third party for 
insurance to kick in. And that brings up yet another 
problem: The difficulty of proving causation.

“It may be extremely difficult to prove the virus was 
contracted at any one site or location and that it arose 
out of the insured’s operations,” said Sardis. “The infected 
individual would need to prove that he or she only went 
to that location over the past five to 14 days (based upon 
today’s knowledge of the infection transmission), prove 
it was something the business should have known about 
and should have taken some preventive measures.” Con-
tract tracing or other means of establishing the spot of 
infection may be extremely difficult. 

Whatever the nature of the negligent conduct, it 
must be the actual cause of the injury to the third 
party for insurance to kick in. And that brings up yet 
another problem: The difficulty of proving causation.
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Businesses can defend themselves from such lawsuits if 
they can show that they did, in fact, provide reasonable 
care to third parties. “These businesses will claim that if 
they comply with the applicable guidelines, such as the 
CDC protocols, they exercised ordinary care and should 
be immune from suit,” said Kruse.

As the above remarks suggest, much of the law is 
currently unsettled. “Given the unique predicament we 
now find ourselves in, there isn’t a whole lot of law sur-
rounding the nature of the duty of care to a customer or 
vendor for corona virus exposure,” said Travisano. “We 
can expect that CDC guidelines will fill in the blanks for 
such duties until the law becomes more defined as more 
lawsuits work their way through the pipeline.”

Workers’ Compensation
Workers’ compensation insurance generally com-

pensates employees for medical costs and lost wages in 
case of injury or illness which arose as a direct result of 
employment. Will such insurance cover employees injured 
on the job by a COVID-19 infection? The answer is yes, 
at one level of analysis. “If someone can show they have 
been infected at the workplace, then worker’s compensa-
tion is probably their remedy,” said Bob Gregg, co-chair 
of the Employment Practice Law Group at Boardman 
and Clark LLC, Madison, WI. 

That word “if” suggests the sticking point. Just how 
would causation be proven? “The hardest part is the 
employee showing that COVID-19 was actually con-
tracted while at work and not, for example, during the 
commute or going to the grocery store,” said Emily P. 
Harbison, a partner in the Houston office of Baker McK-
enzie. Workers’ compensation does not cover routine 
community-spread illnesses like a cold or the flu because 
they usually cannot be directly tied to the workplace.

Some might view this as unfair, feeling that in many cases 
employees will be contracting the disease at work even if 
it cannot be proven. “Some states, such as California, are 
enacting legislation that provides a presumption that an 
employee was infected with COVID-19 at work and puts 
the burden on the employer to avoid workers’ compen-
sation liability,” said Paul Evans, a partner in the Employ-
ment and Compensation Practice Group in Baker & McK-
enzie’s New York office. Some state laws require that the 
employee be diagnosed within a certain number of days of 
performing work outside of the home.

In those cases where a direct linkage can be found 
between the workplace and the COVID-19 infection, 
workers’ compensation insurance would be in effect. 
Employer negligence would not normally be considered. 
“Generally speaking, workers' compensation is a no-fault 
system,” said Harbison. “In other words, it doesn’t matter 
whether the illness was caused by the negligent acts of the 
employee or the employer, the employee would still be enti-
tled to receive benefits as long as the illness occurred while 
performing the job.”

Intentional acts, on the other hand, may be a different 
matter. If the employer commits a gross act that deliber-
ately puts people at risk, such as hiding important health 
information, workers’ compensation might not reimburse 
the employee. “If it is determined that the illness is not 
covered by workers’ compensation, then the employee 
can pursue tort causes of action against the employer,” 
said Harbison. Yet, there are exceptions, which vary  
by state.

Employment Practices Liability Insurance
When bringing employees back from furlough, or 

rehiring fired workers, businesses need to avoid unin-
tentional discrimination by any category protected by 
federal, state and local laws. These include age, race, sex, 
religion, and national origin. The same discriminatory 
caution applies to decisions granting or withholding 
leave for reasons related to the COVID-19 pandemic. 

Unintentional discrimination can occur for a variety 
of reasons. Suppose a well-intentioned employer decides 
that people who are at special risk of serious effects  
from a COVID-19 infection should be told to remain 
home rather than return to work. That group includes 
the older employees. Those individuals may have a 
cause of action against the employer – either because 
they are not paid an amount equivalent to younger 
people as a result of their failure to be brought back to 
the workplace, or because they lack the opportunities 
for advancement that can only be enjoyed by a physical 
presence at work.

The costs incurred by such discrimination may well 
be covered by Employment Practices Liability Insurance 
(EPLI). Such insurance is intended to cover employers 
against lawsuits brought by employees under Title VII 
of the Civil Rights Act of 1964 and other employment 
related statutes. “Most EPLI policies include coverage 
for discrimination based on certain prohibited categories 
such as age, race and sex,” said Harbison. 

One caveat: Many insurance policies will not cover 
damages that are incurred by intentional acts that exhibit 
“wanton, willful, reckless, or intentional disregard” for 
the law. That can present a problem in the case of law-
suits. “Discrimination claims are usually based on inten-
tional conduct,” noted Harbison. “And such claims may 
not be covered by insurance.”

Exclusions typically found in EPLI policies include 
violations of the wage and hour provisions of the Fair 
Labor Standards Act, National Labor Relations Board 
decisions, the costs of complying with accommodations 
mandated by the Americans with Disabilities Act along 
with claims arising out of facts or circumstances that are 
known by the employer prior to the effective date of the 
policy. Also likely not covered by the typical EPLI policy 
are violations of The Worker Adjustment and Retraining 
Notification (WARN) Act or similar state laws which 
require advance notices for mass closings. 
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Award-winning journalist Phillip M. Perry 

has published widely in the fields of business 

management, workplace psychology and 

employment law. A 20-year veteran, Perry is 

syndicated in scores of magazines nationwide.

EPLI policies also do not provide coverage for viola-
tions of the Family and Medical Leave Act (FMLA) or 
of the provisions of the Occupational Safety and Health 
Administration (OSHA). Employers should take partic-
ular note of the latter exclusion. 

“Resulting from COVID-19, thousands of OSHA 
claims have already been filed across the United States 
with employees alleging their working conditions are not 
safe due to a lack of precautions taken by their employer 
against the coronavirus,” said Sardis. These precautions 
typically include the establishment of hand-washing sta-
tions, provision of ample room to work and to maintain 
social distancing, and a supply of sanitizers/protective gear.

While claims such as these are unlikely to trigger 
coverage under the standard EPLI policy, the extent 
an employee refuses to go to work as a result of poor 
safety conditions and as a result is discriminated against, 
harassed, terminated or otherwise retaliated against, cov-
erage would likely be triggered. 

These guidelines offer some insight into the usual  
EPLI coverage, which can vary widely among insurers.  
“I would advise all employers to document their rea-
soning behind their hiring and firing decisions,” said 
Sardis. “Employers should also consult with their EPLI 
carrier prior to any major staffing decisions to ensure all 
proper steps are followed.”

Review and Renew
The interpretations herein are based off what is typically 

seen in standard policies. Many carriers enhance, reduce 
or even eliminate coverages often found in such poli-
cies. “Insurance policy terms and conditions vary greatly 
from carrier to carrier and even the lines of coverage with 
‘standardized’ terms often have the meaning of key terms 
changed by endorsement,” said Sardis. “There is no hard 
and fast rule as to whether any particular type of claim will 
be covered.”

Given the fluid nature of the risks posed by COVID-19, 
employers need to take a fresh look at their insurance cov-
erage. “Moving forward, business owners should consult 
with knowledgeable insurance professionals to understand 
what is and what is not covered in their policies,” said 
Sardis. “Then they will have to make decisions whether to 
retain uncovered risks within their organizations, transfer 
those risks to another insurance product, or manage them 
with another method such as contractually.”  

The information in this article should not be construed as legal 
advice. Readers should consult with qualified processionals.



IN
T

E
R

V
IE

W

      Recycler to Watch

       Chris Lindquist
       Bow Auto Salvage

F ounded in 1986 by Allen Lindquist,  
Bow Auto Salvage in Bow, NH began 
with simply one bay garage and 
office, and no inventory. Eventually 
Lindquist purchased a wrecker and 
starting buying used and junk vehicles 
throughout town and keeping inven-

tory in a notebook. Fast forward to today where Bow 
Auto Salvage is a thriving family-owned professional 
auto recycler focused on the future. We spoke to recy-
cler to watch Chris Lindquist on their business.

Growing Bow
As Chris Lindquist, owner and general manager at 

Bow Auto Salvage, notes, the first inventory system his 
father Allen bought was Auto Info when he discovered 

the system at an industry convention. While there, he 
also met some great people who turned him onto the 
Automotive Recyclers Association (ARA), as well as 
URG and some consulting groups.  

“It was his thirst for learning and willingness 
to try new ideas that helped the business progress 
throughout the years,” says Chris. Today Allen, along 
with his wife Sue, and sons Kevin and Chris all are 
owners of Bow Auto Parts.   

Bow Auto Salvage’s humble beginnings are a far cry 
from the size of the facility now, which includes 20 
acres with over 22,000 square feet of warehouse/ 
dismantling space, a separate 4,000 square foot office 
building and numerous outside rackings. The com-
pany also has grown to include 50 employees and 
processes approximately 3,200 vehicles per year. 
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Recycler to 
watch Chris 
Lindquist out in 
the facility.
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“One thing that makes us different than a lot of yards 
is that we don’t save the bodies,” Lindquist said. “We do 
a full dismantle and the vehicle gets crushed. All the parts 
inventoried get racked and shelved.”

Both Chris and Kevin grew up in the business and 
as young kids they would work after school doing odd 
jobs such as cleaning and sweeping. Then in the summer, 
and as they got older, they would do more tasks such as 
breaking down wheels and tires, throwing out old parts 
after a shakedown, stocking aftermarket radiators and 
lamps, etc. 

“I worked my way through the different departments 
such as delivery driver, shipping department and made 
my way up to sales after I graduated from college. I 
worked in every department besides dismantling and my 
brother worked in every department besides sales,” Lind-
quist said. “One rule that our father had made was that 
we would each have to go and get a job for at least two 
years working for someone else and we did. I went and 
worked for Enterprise Rent A Car in their management 
program. After six months I was promoted to assistant 

branch manager and then after another six months I was 
managing my own store. After my two years with Enter-
prise, I had learned a lot and I was ready to come back to 
Bow Auto Salvage.”  

Mentoring Matters
So who are Lindquist’s heroes or mentors in the busi-

ness who directly or indirectly impacted their career? 
“My mentor has always been my dad. This business was 

his baby and I’ve seen all the hard work and dedication 

Bow Auto 
Salvage, in  
New Hampshire, 
is a family run 
business for over 
30 years.
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he’s put into it right from the beginning. He would attend 
all the URG conferences, ARA shows, peer groups and 
soak up as much knowledge as possible and then bring 
it back to the business,” Lindquist said. “He was never 
afraid to try anything and that’s what he taught me. In fact 
there’s been many times where I had an idea and he would 
let me try it and learn from it even though it was some-
thing he already tried and knew it didn’t work. His hard 
work and determination have rubbed off on me and that’s 
been my motivation to make sure we stay successful.”

What Changed
Since its inception, Bow Auto Salvage has undergone 

a myriad of changes. Lindquist said the most significant 
change they made was joining PRP-NE nine years ago. At 
that time, Bow Auto Parts only had nine employees, two 
delivery trucks and processed about 70 vehicles a month.  

“We already had some great relationships with some 
of the members but relied on getting parts back and forth 
to each via freight truck which meant two to three days,” 
Lindquist said. “We were getting pushed by guys like Rob 
Rainwater to join the group. At the time the hub was 

in Binghamton, NY so logistically we were right on the 
border of being legal with the drive time. It was also going 
to be very costly to get set up. We weighed all the pros and 
cons, and as a family we decided that we needed to join 
PRP and it has been the best decision we have ever made. 
We now have 50 employees, eight delivery trucks, one 
tractor trailer and process over 3,200 vehicles a year.”

Stay Focused
Today’s economic conditions have been challenging for 

many automotive recyclers. So what advice can Lindquist 
others within the industry who are eager to experience 
similar growth as Bow Auto Parts? 

“Don’t stop buying vehicles no matter how difficult it 
becomes,” Lindquist said. Find a way to hit your buying 
goal. You can’t sell what you don’t have. This month’s 
buying is going to affect your sales for the next three 
months. The second most important piece of advice is stay 
up on your pricing. We look at and update our prices on 
every ‘in stock’ part every 90 to 100 days. This doesn’t 
mean you have to change them, but look at them. Don’t 
miss that window of opportunity.”  

Find a way to hit your buying goal. You can’t sell what you don’t 
have. This month’s buying is going to affect your sales for the next 
three months. 
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At Bow Auto Salvage, quality is their number one goal 
and they are most proud of being awarded PRP’S North-
east Region’s Team Excellence Award for Highest Quality 
for the last three years in a row. As Lindquist explained, it’s 
something that the company strives for and it’s rewarding 
to be recognized for it.  

“It means a lot for our employees to see that their hard 
work is being recognized. We also would have to give 
credit to our partners for always pushing us,” Lindquist 
said. “They are truly the greatest trading partners and 
what I would call friends.”   

Allen Lindquist, 
along with his 
wife Sue, center, 
and sons Kevin 
(left) and Chris 
(right) all are 
owners of Bow 
Auto Salvage.   

From the very beginning Allen Lindquist’s mission has 
been to run a clean facility. “I always say he was ‘clean and 
green’ before being ‘clean and green’ was a thing,” Lind-
quist said. “It’s been our family’s mission to be different 
from what the rest of the world perceives in this industry. 
Quality has always been our number one goal and is a 
major reason why customers love us. To succeed in this 
industry, the next generation of auto recyclers need to stay 
ahead of the game. This industry is constantly changing. 
Be ready to adapt. Always stay hungry and play well with 
others.”  
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Grid
Across 
1. Sally’s Wilson Pickett song ride

5. Motel room find, frequently

8. Change gears

9. First word, right side mirror message

10. Plymouth’s Dodge Shadow clone

11. Boxy Kia hatchback

13. ‘95-’02 Suzuki model

15. Drive thru brew

18. Fuzzy mirror danglers

19. ‘55-’70 Ford

22. Far north seasonal route (3,4)

23. “Le Mans” star McQueen

24. Mr. Musk’s electric car

25. Race interruption

Down
1. Confident used car ad words (4,3)

2. ‘03-’16 Toyota-made brand

3. Truck slang, sloped nose tractor

4. Cornering or acceleration sensation (1,5)

5. ‘03-’06 Subaru car/pickup

6. Increase following distance (4,3)

7. Short-lived ‘50s FoMoCo brand

12. Rent-a-car pilots, perhaps

14. Speed trap souvenirs

16. Think-inside-the-box Honda (‘03-’11)

17. Obligatory body shop tool

18. Sideways power slide

20. Zamboni driver’s workplace

21. ‘50s “The Corn State” plates’ home

Answers on page 61.

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

ATSG ............................................................................................paypercall.atsg.us/rcy_ara ....................................... 17

Autodrain ....................................................................................autodrain.net ...............................................................28

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

Buddy Automotive Innovations ..............................................buddyai.com ......................................................... 32-33

CCC .......................................................................................... cccis.com/get.pinnacle.com .................................. 11

Carolina Wheel Cover ..............................................................ineedahubcap.com .....................................................38

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

Cash for Keyless ........................................................................cashforkeyless.com ....................................................31

Copart ..........................................................................................copart.com/autorecyclers ..........................................21

CRUSH/S3 Software Solutions, LLC .......................................s3softwaresolutions.com ..........................................59

Davis Recycling, Inc.  ...............................................................davisrecyclinginc.com ...............................................38

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

Eifert, French & Ketchum ........................................................efk.com .........................................................................55

Equipment International .........................................................equipint.com ................................................................43

Lamb Fuels .................................................................................lambfuels.com ............................................................... 7

MarkingPenDepot.com .............................................................markingpendepot.com ...............................................61

PMR..............................................................................................pmrcc.com ...................................................................... 9

Rebuilders Automotive Supply ...............................................coresupply.com ...........................................................23

SAS Forks ....................................................................................sasforks.com ................................................................13

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

Texn Rewards ............................................................................texnrewards.com/2020-virtual-ara-reviews .......45

United Catalyst Corporation ....................................................unitedcatalystcorporation.com ................................29

United Recyclers Group ...........................................................u-r-g.com .....................................................................19

Vander Haag’s, Inc. ................................................................... vanderhaags.com .......................................................61

Worldwide Facilities, Inc. (Formerly G.J. Sullivan Coº.) ...........gjsullivan.com/wwfi.com ............................................ 15
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Humble Beginnings to Great Things

Send your photo(s) as high 
resolution JPG format, 

along with a description  
or identification of the 

people/things included to 
ARAEditor@comcast.net. 

Snyder’s Certified Auto and Truck Parts, Holland, TX, opened its doors for business on August 10, 1988. That day was a realization  
of a goal for Ralph Snyder who had dreamed of owning a salvage yard since he was a teenager. Today, the family-run business, 

with siblings Dan, Andy, Bonnie and Travis now carrying on their father’s legacy, is devoted to being at the forefront of the industry 
by staying abreast of new technologies that lead to successful frontiers within their enterprise. 
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