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I  t’s late May and I wonder what the new normal will 
become, how it will affect my family, friends and busi-

ness. The COVID-19 pandemic is the greatest economic 
and social disruptor of our lifetime. Eighty years ago,  
Winston Churchill led the United Kingdom through World 
War II, another massive economic and social disruptor to 
affect most of civilization. The quotes in this article are all 
from Winston Churchill. Sometimes you need to get inspi-
ration from the past to tackle the present.

“Never, never, never, never give up.”

We, the Automotive Recycling Industry, are survivors. 
Unlike other industries, we can change our business models 
adapting to market trends. We will survive attacks from the 
OEM’s that restrict the ability to utilize the parts we sell 
in repairs. We will survive unfair regulations that environ-
mental groups try to implement on our industry. We will 
survive unlicensed recyclers that operate under the radar 
and tarnish the name of our industry. We will survive lim-
ited interchange for the product we sell, which is discrimi-
natingly withheld from us. We will survive COVID-19 and 
the new normal ahead.

“If you have knowledge, let others light their candles 

with it.”

ARA is the automotive recycling industry’s eyes, ears, 
and voice. ARA represents all businesses, including their 
owners, employees and families that rely on auto recycling 
to support their way of life. It goes way beyond our mem-
bers and carries a huge responsibility. 

ARA’s duty is to accumulate information and distribute 
it to the automotive recycling industry. We have stepped up 
our game during the COVID-19 crisis and will continue 
to implement new correspondence methods for the future. 
Check out ARA’s COVID-19 Dashboard (www.a-r-a.org/ 
covid-19-dashboard.html) for all the latest news. 

Vince Edivan, ARA’s director of member relations, has 
communicated through Zoom, Facebook and YouTube 
with short video updates, webinars and Executive Com-
mittee Town Halls (all of which can be seen as recorded 
videos on our Facebook page). Vince has great ideas, he’ll 
be promoting and informing our industry in some sur-
prising ways throughout the summer. 

Our ARA staff has scoured the news and leaned on 
resources to prepare and distribute daily COVID-19 email 
updates. It seems like the world was changing daily, if not 
hourly, and we wanted to keep everyone informed. 

This is ARA’s responsibility and duty for our industry.  

After that, it is up to individuals 
to open and read the emails, go 
to the website, watch the web-
casts and EC Town Halls, ask questions, and implement 
that knowledge into your business model.

“If you are going through Hell, keep going.”

We know that many of you today are struggling to pay 
bills and keep the doors open. Not every business received 
the taxpayer PPP assistance money, and those of us who 
did should be grateful for the life line thrown to us. ARA, 
through a very generous donation from Car-Part.com, 
created the ARA COVID-19 Relief Fund. AB CatTech 
and Rebuilders Automotive Supply quickly stepped up, 
donating money that triggered matching funds from  
Car-Part. Since then, others have donated and today it 
totals $65,000 – all to benefit auto recyclers and their 
employees and family. If you have a need, from help paying 
rent to bringing back a furloughed employee, apply at 
www.a-r-a.org/ara-covid-relief-fund.html. 

Auto recyclers help auto recyclers. Just look at the Profes-
sional Salvage Yard Information Facebook Forum, started 
by Greg Condon, which boasts 2,500 members. I remember 
when recyclers were combative towards each other, highly 
protective of their customer base, etc. Today, cooperation is 
seen through the ARA Mentoring Program, trading part-
ners, cross docks and consulting groups. We ask each other 
questions and openly answer them. In many cases, we are 
each other’s best customer.

“I was not the lion, but it fell to me to give the lion’s 

roar.”

This was not my year to be President of ARA, but the 
obligation landed on me to take the wheel and steer the 
ship. Sometimes, the order of events takes a detour and 
your name is called to step up early. Luckily, the ARA EC 
is transparent regarding ARA’s direction and industry 
information so that any team member, be it Jono, Marty 
or Shan, could have taken the wheel before their planned 
time. The New England Patriots have a slogan “Next Man 
Up.” When a team member falls, another takes their place. 
No player is bigger than the team. 

When I joined the EC, I pledged to work every day 
and give my best representing the Automotive Recycling 
Industry.  Thank you for giving me the opportunity. 

By Scott Robertson Jr.
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While we all deal with the economic upheaval of the 
COVID-19 pandemic as it rages around the world, 

leaving everyone with a feeling of helplessness, vulnera-
bility, and dread regarding the changes that it will bring I 
encourage you to know that there’s still value in thinking 
on the bright side, and keeping your spirits up. 

Survival strategies that small businesses need to manage 
an economic slump differ from those that large companies 
can put in place because small businesses have limited 
resources in terms of human capital, money, and time. 
Large companies usually focus on macro-level strategic 
actions such as economic indicator trends and downturns. 
Small business strategic choices should focus on micro-
level indicators that consider small low-cost incremental 
strategic actions guaranteed to yield better results, impact, 
and return on investments. 

I think that you have to have some strategy perspec-
tives from which to choose in order to begin developing 
strategic actions. Primarily I think you need to look at 
your facility management, resources, knowledge as well 
as external and internal business operations. For the most 
part for small businesses right now, you will need to con-
centrate on implementing cohesive, low-touch solutions.  

One of the most important strategies will be your  
revenue. Strong emphasis on cash flow statements are an 
indicator for what is currently happening to your compa-
ny’s cash inflow. This allows recyclers to primarily focus 
on strategies that are cash inflow-oriented because this is 
what is likely to keep them in business during the course 
of the economic slump. 

How well is your revenue diversified? You will want 
to hone in on revenue generation strategies, not revenue 
reallocation strategies. Revenue downsizing will work to 
a point, but it is not the only way for small businesses to 
save their companies in an economic slump. Cutting costs 
should be considered a “maintenance” strategy – measure 
for recycling the same money already in the business so 
that you can direct it to priority areas or appropriate bud-
gets so that you can stay in business.

Review your overall market, services, and products to 
help you reassess your business objectives that would help 
the business adjust to the prevailing economic conditions. 
There are many alternatives a business can pursue in this 
strategy such as looking at some older products or ser-
vices that you previously offered but may not be a good 
fit in today’s marketplace, look for new products/services 

you’ve never offered and make 
sure you are fully tapped into 
the complete open market for 
both retail, wholesale and Internet-based sales.

Now is the time to do a complete assessment of how to 
get your products and services to a larger buying group. 
One advantage of smaller recycling operations is that they 
can quickly shift and respond to external changes like an 
economic slump. This is a huge advantage. Therefore, it is 
very important to align the business structures, processes, 
performance measures and/or incentives with internal 
changes as well as external economic forces. 

Focus energy on the internal and external operating 
structures of your facility and how they impede or enhance 
efficiency and effectiveness. Really dig deep and see how 
your business configuration and bottlenecks can be modi-
fied without compromising your core business model. 

Review processes that increase your cost of doing busi-
ness; modify and streamline to reduce expenses. Review 
what aspects of processes can be outsourced rather than 
maintained in-house. Eliminate “red tape” general and 
technological procedures, for example, that do not increase 
your product(s) value to your customer(s).  

Measuring performance is huge in eliminating redun-
dant processes. Focus on time management, employee rate 
of productivity and efficiency, and the impact of business 
processes and procedures. Performance analysis informa-
tion should always inform decision making. 

Negotiate with your employees for incentives like flex-
time if you cannot afford financial compensation; focus 
on greater role clarification; look at each employee’s 
resume and review to identify training, skills and experi-
ences you can leverage and cross training of employees. 
Negotiate with suppliers and clients. Communication is 
key in managing your employee and vendor capital.  

You have heard me say This Too Shall Pass and it is 
true. We have seen many ups and downs in our industry 
and one thing we know for sure, business is a cycle. Some-
times it’s booming and other times it’s not, but neither 
state is permanent. The difference is that while business 
is booming, your biggest concern is meeting the needs 
of your customers. When things are not, you may be 
scrambling to keep everything on track. With time on 
your hands, have you kept in touch with your customers? 
Many of them are in the same boat as you, so give them 

By Sandy Blalock • ARA Executive Director

Horizon
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a wellness call and check up on them out of genuine con-
cern. Whatever you do, I implore you not to start lowering 
your prices and start playing the race to the bottom. This 
strategy is hard to reverse once sales get back to normal. 

Make reductions wisely as you review budgets. Your first 
instinct may be to cut back on staffing, distribution, or cus-
tomer service. These are short term changes, and they may 
cause you to lose clients in the long run. Drastic changes 
can cost you customers rather than maintain or gain them. 

Two things determine customer satisfaction: quality and 
quantity. In cutting corners to save money, you may be 
tempted to make changes in these two vital areas, but you 
should never skimp on quality! Instead, get a jump start on 
business as usual by polishing up quality standards now. 

People like to do business with those who are successful. 

Therefore, if you approach potential customers with the 
air of desperation in your voice, you are more likely to 
scare them away than to encourage them to continue your 
business relationship. Stay positive and optimistic, nothing 
attracts business like a good attitude. 

So, my last piece of sage advice for what it’s worth: 
While we recover from this pandemic, look at processes 
and get your house in order to be ready for the impending 
economic ramp up. Make this your mantra: “You may see 
me Struggle but you will NEVER see me Quit!” 

Recycle on my friends – we are #inthistogether.  

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.

Continued

Horizon  – Recycled Original Equipment ®

®

Whatever you do, I implore you not to start lowering your prices and start playing  
the race to the bottom. This strategy is hard to reverse once sales get back to normal. 





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

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

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

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

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

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

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

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

DIRECTOR OF GOVERNMENT RELATIONS
Emil Nusbaum, Emil@a-r-a.org

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

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

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

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

EXECUTIVE DIRECTOR,  
EDUCATIONAL FOUNDATION 
Ginny Whelan, (239) 362-1283 
vwhelan99@gmail.com

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

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

www.a-r-a.org

“The best way out is 
always through,” a 

famous quote from a Robert 
Frost poem, would be appro-
priate for the times only if we 
knew what we were going 
through! For many of us, 
we are living in the shadows 
of uncertainty on how a 
global economic shutdown 
can wind itself back up into 
business as usual. The way 
through is dark. Very, very dark. We are 
planning for alternate contingencies like 
what is business as usual going to actually 
look like, or for mine, what if our kids don’t 
go back to regular school in the fall, a legit-
imate concern for every working parent in 
America, and their employers. There is no 
experience to fall back on to predict any 
outcome or consequence of this global  
decision to put the world on hold. 

Yet, the ability to harness hope is always 
a tool in our toolbox in order to make our 
way “through.” We control our levels of 
hope, faith and perseverance. Consider a 
different quote from Jimmy Dean, “I can’t 
change the direction of the wind, but I can 
adjust my sails to always reach my desti-
nation.” If we can stay flexible, and change 
our course where we see opportunity arise, 
we have an excellent chance of seeing our-
selves through to the new, dare I say better, 
normal.

These are my thoughts on this crisis for 
now. I’ll wrap up my semi-motivational 
talk, because there are way smarter people 
you need to pay attention to who contrib-
uted to this insightful issue. 

Just read the columns from Scott Rob-
ertson Jr. (p.4) and Sandy Blalock (p. 6) for  
their thoughts on where we are today. Their 
insight will surely add some hope, faith and 
perseverance if you are lacking.

On p. 30, writer Maura Keller explores 
what it takes to manage a remote sales force. 

Best Niche Association Magazine

By Caryn Smith • Editor 

Never more timely than 
now, employing a work-
force that is not housed at 
your location is often a risky 
proposition to most business 
owners. Yet, the time is now 
if you are looking for alter-
natives to expand your busi-
ness. Just think of the tal-
ented sales people out there 
whom you could employ 
that do not live in your geo-

graphic area. The sky becomes the limit! 
In the story on trading groups on p. 36, 

writer Leona Dalavai Scott interviews the 
experts to provide an entrée into how they 
work and the benefits for automotive recy-
clers to be a part of one. In this new normal 
of business, it might be a great option to 
consider for the right auto recyclers.

Then on p. 40, we have coverage of the 
COVID-19 crisis that you can only find 
here. The thoughts of your fellow auto 
recyclers will bring you to the realization 
that you are not alone as they express their 
impressions of this crisis. Then, an article 
by Phillip Perry gives insight into how our 
federal government has provided opportu-
nities for relief.

Finally, the “How To” column, p. 53, gives 
you insider tips on selling parts with eBay. If 
you have not gotten onto eBay yet, maybe 
now is the time to consider expanding your 
digital footprint. 

As always, we appreciate you reading our 
pages. If something inspires you or you have 
thoughts to add to our coverage, please send 
an email to ARAEditor@comcast.net to 
share your thoughts. 

Editor’s Note: For current news and info 

regarding business, safety, workforce, and 

more, and to access links to relief sources, 

visit the ARA COVID-19 DASHBOARD at 

www.a-r-a.org/covid-19-dashboard.html.
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Economic 
Injury Disaster 
Loan. Emil 
has also been 
keeping ARA 
membership 
apprised with 
what busi-
nesses may 
expect in future 
COVID-19 fed-
eral legislation. Additionally, Emil has also 
worked on opposing Subaru’s anti-compet-
itive repair procedures.

Going forward, Emil is looking forward 
to working with ARA members and stake-
holders to push the industry forward.

12 // May-June 2020 Automotive Recycling

Wheel
News, Trends & Reports from the Automotive Recyclers Association

Lorem ipsum

On April 7, 2020, the Automotive Recy-
clers Association (ARA) announced the 

establishment of a COVID-19 Relief Fund. 
The goal of the fund is to distribute seventy- 
five $1,000 grants to ARA direct members. 
A recipient of a grant has the flexibility to 
use grant funds either to help their business 
or employees. ARA has started the process 
of reviewing grant applications and has 
already distributed grants to ARA direct 
members. 

ARA Executive Director, Sandy Blalock 
stressed the need for the relief fund as fol-
lows, “everyone is being impacted by the 
coronavirus. Professional automotive recy-
clers are no different. Our industry rep-
resents thousands of businesses in all shapes 
and sizes, and thousands of employees. 
Many of our members are also fami-
ly-owned businesses, often second or third 

with the impact of this global pandemic.” 
ARA’s COVID-19 Relief Fund will help our 
members during these times of uncertainty 
and reflects ARA’s dedication to our fellow 
recyclers. 

ARA appreciates those who have 
donated to the COVID-19 Relief Fund 
and who have made this program possible. 
ARA would like to thank Car-Part.com, 
Rebuilders Automotive Supply, AB CatTech, 
Robertson’s Auto Salvage, Northlake Auto 
Recyclers, Reitman Auto Parts, We Buy Key 
Fobs, and VET Environmental Engineering 
for their generous contributions.

To apply for a grant from the fund, go 
to ARA’s website www.a-r-a.org and find 
information on the fund on the homepage. 
Information on the application that would 
identify the applicant is removed before it is 
sent to reviewers for approval.

ARA COVID-19 Relief Fund Begins Distribution of Grants

generation. We are fortunate in that auto-
motive recycling businesses are recognized 
as essential businesses and can continue to 
remain open to provide safe, quality recy-
cled OEM parts to consumers. However, 
many of our members are struggling to cope 

On April 15, 2020, Emil Nusbaum 
joined the Automotive Recyclers Asso-

ciation (ARA) as the new Director of Gov-
ernment Relations. Emil will be stepping 
into the role previously held by Delanne 
Bernier and will be focusing primarily on 
federal legislative and regulatory issues. 

Emil is an attorney licensed to practice 
in the state of Maryland and is a graduate 
of the University of Maryland Francis 
King Carey School of Law. Prior to joining 
ARA, Emil served as Policy Counsel to the 
Chairman of the National Vehicle Service 
where he conducted research and advised 
on issues related to federal and state pri-

vacy laws impacting driver data. His past 
experience also includes working for the 
National Salvage Vehicle Reporting Pro-
gram and working in personal member 
and committee offices on Capitol Hill in 
Washington, DC. 

Since joining ARA, Emil has been 
working on state and federal issues par-
ticularly as they relate to the COVID-19 
crisis. Earlier this month, Emil participated 
in two panel discussions with the Carolina 
Auto Recyclers and ARA where he dis-
cussed federal COVID-19 relief programs 
available to businesses such as the Pay-
check Protection Program and the  

ARA Announces New Director of Government Relations
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A s COVID-19-related legislation is 
being considered on both a state and 

national level, some states have dramati-
cally amended their workers’ compensation 
laws. Last month, the Automotive Recyclers 
Association (ARA) issued a press release 
opposing California’s executive order that 
created a presumption that an employee 
working for an essential business who 
contracts COVID-19 contracted the virus 
at their place of work. The creation of such 
a presumption makes it virtually impossible 
for a business to prove that an employee 
did not contract COVID-19 at their place 
of work. California’s presumption will also 
wind up costing business significantly more 
in payroll costs in the years to come. Recy-
clers in California need to be extremely 
concerned by this development.

Under California’s presumption, busi-
nesses will likely be forced to pay more in 
payroll costs due to increases in workers’ 
compensation premiums over the next 
several years. California’s executive order 
will cost businesses because the executive 
order does not prohibit insurers from cal-
culating COVID-19-related claims in their 
experience ratings when determining pre-
mium rates. While California’s executive 
order expires after 60 days, it is possible 
that California will extend the presumption 
due to the ongoing pandemic. California’s 

ratemaking industry, the Workers Compen-
sation Insurance Rating Bureau estimates 
that employers and insurers may end up 
having to pay up to $33.6 billion as a result 
of the presumption the executive order cre-
ated – however, estimates range from $2.2 
to $33.6 billion depending on how many 
workers contract COVID-19.

Fortunately, for ARA and its members, 
of the seventeen states that are considering 
or have made changes to their workers’ 
compensation laws to address frontline 
workers and COVID-19, only California 
has successfully created a presumption 
that any essential worker who contracted 
COVID-19 did so at their workplace. In 
contrast, Illinois was forced to repeal a 
workers’ compensation law that functioned 
similarly to California’s after retailers 
and manufacturers protested. Finally, it 
is important to note that most states that 
have changed their workers’ compensation 
laws to address COVID-19 only provide a 
presumption that an employee contracted 
COVID-19 at their place of work if they 
are employed as a healthcare worker or as 
a member of emergency services. There-
fore, while ARA continues to monitor state 
and federal developments, most recyclers 
are not presently at risk but they should 
remain vigilant for these types of changes to 
workers’ compensation laws in their states.

The Changing Legal Landscape and Workers’ Compensation 
in the Age of COVID-19

ARA Websites Meet  
the Growing Demands  
for Information

During the early days of the 
current COVID-19 crisis, 
it became clear to the 

leadership of ARA that the information 
coming from the Federal and State 
governments that affected business 
was coming as rapid-fire bulletins that 
often contradicted prior statements. 

ARA took the initiative to use the 
www.a-r-a.org website, and targeted 
emails to create daily “COVID-19 
Recycler Updates,” as well as revitalize 
the website content to be of better help 
to auto recyclers as they navigate the 
times. As a result, the ARA website is 
now updated weekly, if not daily, with 
information and data on COVID-19 and 
other vitally important topics.

ARA Online Buyer’s Guide  
for Industry Vendors

ARA has also identified that industry 
service and product providers are 
missing out from canceled events that 
put them in front of the industry and 
their customers. They  saw a need for 
a more visible presence of automotive 
recycling suppliers on the ARA website. 

Therefore, the ARA Buyer’s Guide 
is going digital in June, along with its 
annual print version that is mailed with 
this May-June issue. 

Look for ARA’s launch of the online 
Automotive Recycling Products and 
Services Guide, a virtual trade show, 
designed to help auto recyclers build  
a better business. Visit the site at  
autorecyclingbuyersguide.com. 

AB CatTech
ABC Auto Salvage, Inc.

Aesop Auto Parts
Auto World Salvage & Sales

BASF
Butler Auto Recycling
Catalysts Corporation
Circle Auto Recycling

Garry’s Auto Salvage, Inc.

Davis Recycling, Inc.
Murray’s Auto Recycling
Sims Metal Management

Used Auto Parts, Inc. -  
Berkley Used Auto Parts

VET Environmental Engineering, LLC
Wilbert’s U-Pull-It, LLC
Wise Counsel Group

ARA Welcomes  
Our Newest Members!
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It is mind blowing to consider where we 
are today. Not just as an industry, but as 

individual communities, states, a country, 
and even the world. We are in unprece-
dented times. But in the midst of crisis, 
there is great opportunity.  

Walt Disney Productions was incorpo-
rated in 1929, right at the beginning of the 
Great Depression. Salesforce, Google and 
Facebook were all launched right before 
major economic meltdowns. And several 
of the companies completely changed their 
business model to become successful. 

In her book Founders at Work, author 
Jessica Livingston interviewed PayPal 
founder Max Levchin. “PayPal was orig-
inally envisioned as a cryptography com-
pany, and then later as a means of trans-
mitting money via PDAs. Only after several 
years of trial and error (and overcoming 
user fraud that almost destroyed the com-
pany) did PayPal find its sweet spot as the 
default online payment system of millions.”  

Google floundered without a profitable 
business model for years, until 2003 when it 
launched its Adwords program, creating tar-
geted advertising based on the users search 
topics. Facebook, Apple, and YouTube are 
all examples of companies that had to rein-
vent themselves before finding success. 

There are several local restaurants that 
have shifted their business model to com-
pletely curbside, and/or delivery. They no 
longer require the staff they once did, they 
are leveraging heavily their social media 
presence, and there are days when they 
have to stop taking orders because the 
demand is too great. 

These shifts are taking place every-
where, in almost every industry. Ours is no 
different. 

Three months ago, my role at ARA was 
largely in-person, face-to-face relationship 
building, with social media comprising a 
small part of my responsibilities. When a 
travel ban was enacted, I had to quickly 

Pulse
By Vince Edivan

Opportunity in Crisis

Vince Edivan is ARA’s Director of 

Member Relations. In his role, he 

represents ARA at state industry 

events, working to connect with 

current and potential members. Since 2006, 

he has worked in the wholesale auto auctions, 

vehicle remarketing, and the salvage industries.  
Views expressed here are those of the author and do 
not necessarily reflect the opinions or position of the 
Automotive Recyclers Association.

pivot and figure out what is the best way to 
bridge that gap. So, for the time being, until 
we see what the new normal looks like in 
business travel (I’m hoping for an ARA RV 
road trip) my role had turned into almost 
all social media. This means I’ve had to 
learn how to make videos, and livestream, 
and graphics, and more! 

So, the good news for me is, that even 
after the current environment begins to 
return to (the new) normal, I will have 
learned some new useful skills. 

ARA reaffirmed our important role as the 
Voice for the Industry. We discussed very 
early on in this situation that we needed to 
re-address as an organization how we pro-
vide information for the industry, and how 
often to share it.

In the beginning when information 
was changing by the hour, we created a 
COVID-19 landing page for our daily 
updates on the ARA website. I even pro-
vided periodic short Facebook and live 
video updates, as well. 

We’ve ramped up our Twitter, and 
LinkedIn presence. We knew that we had 
to take each piece of information and 
distribute it a few different ways in order 
to meet people where they are at. Some 
people will read several paragraphs, while 
some want it boiled down into a video. 
Some only want to read 280 characters. 

I’ve heard it said that the greatest failure 
in communication is assuming it has 
already happened. We want to be sure that 
we don’t assume that just because we post 
a blog on our website, that everyone sees it. 

What does all this mean going forward? 
Will I be back on the road? 100%, yes. 
But I think the quarantine has given ARA 
the opportunity to take a look at what we 
were and were not doing and emerge to 
serve the industry even better. And there’s 
no going back from that. 

But the question is, how are you shifting? 
What new skills are you learning to better 
help your business? 

Hopefully each of you have been able to 
find areas within your organization where 
you are able to learn, change, invent, and 
reinvent in order to better serve your cus-
tomers, and employees. 

As always, we want to hear from you 
on how we’re doing and what we can do 
better for you!  
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C CC found repair costs, non-driveable 
vehicle proportions and total losses 

climbed in March compared to prior years, 
potentially as a result of altered traffic 
during the COVID-19 pandemic.

The estimating service reached its conclu-
sions in part using data from the 10th-14th 
full weeks of 2018, 2019 and 2020 (in 2020, 
that’d be the four weeks starting March 8). 
These trends likely continued into April and 
will continue to impact collision repair busi-
nesses until states, businesses and citizens 
ease up on COVID-19 precautions.

Using data from Geotab and  
various media outlets, CCC director and 
analyst Susanna Gotsch demonstrated how 
reduced traffic meant motorists could drive 
faster and get into worse crashes.

An April 6 Geotab analysis of seven major 
U.S. cities found commercial vehicles able 
to achieve higher average speeds, with New 
York City seeing average road speeds up 20 
percent. The vehicles spent less time stuck 
in intersections nationwide, and the con-
cept of New York rush hours disappeared 
after March 15, according to Geotab. The 
telematics company also found more “harsh 
driving” by New York City truck operators, 
though it’s interesting to note this trend 
didn’t exist in other commercial vehicles.

“There is also a rise in vehicle speed and a 
slight increase in instances of harsh braking 
and hard cornering,” Geotab wrote. “Drivers 
familiar with driving in congested cities are 
now more liberated in these very same areas, 
so fleets should carefully monitor driving 
behavior during this time to help ensure the 
safety of their employees on the road during 
this unprecedented time.”

Such driving behavior might have increas- 
ed the odds a crash left your customers’ vehi-
cles non-driveable or an outright total.

“Analysis of collision and liability auto 
insurance claims processed by CCC on 
behalf of its insurance customers from  

mid-March by week over the last three years 
reveals an increase in the percent of overall 
claims flagged non-driveable as well as 
increase in the percent of claims flagged total 
loss,” Gotsch reported.

Preliminary estimates to fix the average 
non-driveable vehicle climbed to around 
$5,000 by the week of March 29, and the 
average initial estimate for driveable vehicles 
climbed as well.

“Overall vehicle repair costs are climbing 
and climbing faster than in prior years,” 
Gotsch wrote. “A comparison of the pre-
liminary estimate amount (before any addi-

tional costs from supplements factored in) 
illustrates the increase in both driveable 
and non-driveable appraisals for CY 2020 
claims versus both prior years. And while 
the average amount fluctuated up and down 

between weeks in CY 
2018 and CY 2019, the 
average estimate amount 
steadily increased each 
week in CY 2020.

“The average estimate 
amount is up across all 
vehicle types as well. 
Even when normalized 
for the increased share of 
light trucks in CY 2020 
(52 percent versus 48 
percent in CY 2018), the 
average estimate amount 
is trending higher for the 
most current five-week 
period versus same period 
in the prior two years.”

And remember, that’s 
before auto body shops 
discovered additional 
damage and submitted 
it to the customer and 
insurer with supplements.

“With both the percent 
of claims with at least 
one supplement, and 
the supplement share of 
overall cost growing each 
year, overall loss costs for 
CY 2020 will trend even 

higher over time,” Gotsch wrote.
Given such data, direct repair program 

shops also might be unable to meet KPIs 
on severity – through no fault of their own. 
This might be something to address with an 
insurer sooner rather than later. It’ll also be 
important for both repairers and insurers to 
manage vehicle owners’ expectations. Based 
on CCC’s data, it’s increasingly likely the ini-

Trending
CCC Explores, Predicts COVID-19 Impact on Severity, Total Losses
Continuing trends could bring favorable conditions for automotive recyclers in repairables and total loss inventory

By John Huetter

CCC found non-driveable vehicle claims climbed in the four weeks 
starting March 8, 2020, over weeks 10-14 of the prior year. This 
might have been driven by the COVID-19 response clearing roads 
and permitting higher speeds. 
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tial estimate has missed something and must 
be supplemented.

Vehicle Prices and Totals
CCC offered interesting context from 

last decade’s recession to examine how the 
COVID-19 slump could increase the value 
of used cars, slow the increase of severity, 
and ultimately boost total losses further.

“During the Great Recession, auto sales 
went from a 10-year run of 16.7M annual 
new vehicle sales, to roughly 20 percent 
sales declines in (2008 and 2009),” Gotsch 
wrote. “With fewer new vehicles added to 
the vehicle fleet, the fleet skewed older – we 

will certainly see the same occurring again, 
particularly as the U.S. already had seen 
growth in share of older model year vehi-
cles. A comparison of current to three-year 
old vehicles’ share of overall non-compre-
hensive appraisal volume for weeks 1 to 15 
between CY 2003 to CY 2020 to the change 
in U.S. new vehicle sales reveals just how 
quickly the claims vehicle mix is impacted. 
In fact, claim count share for vehicles cur-
rent to three-years of age for weeks 1 to 15 
fell 0.9 percentage points between CY 2007 
and CY 2008, and have fallen already 1.3 
percentage points for the same weeks 1-15 
between CY 2019 and CY 2020.

“With fewer newer vehicles among the 
mix, increases in vehicle repair costs will 
likely slow in coming years. But while 
average repair costs actually declined 
between 1-2 percent in the aftermath of the 

Great Recession, the five-year run of 17 mil-
lion plus new vehicle sales in the U.S. means 
there are still a lot of newer vehicles on the 
road, where additional part replacements, 
additional labor, and new costs for things 
like scan and calibration will keep repair 
costs elevated. Fewer auto sales will slow 
the gradual decline in the average age of 
vehicles on the road. And, as we saw during 
the Great Recession, people may hold onto 
vehicles longer, leading to higher total loss 
percentages in the coming quarters.”

J.D. Power on April 16 predicted used 
vehicle prices would fall 7 percent year-
over-year through June 2020 but ultimately 

only be down 1.7 percent 
on the whole for 2020. 
Kelley Blue Book on 
Friday announced the 
average vehicle sold for 
$38,060 in April, with 
new vehicle prices actu-
ally up 2 percent year-
over year.

“Although auto sales 
are expected to drop 
more than 50% in April, 
average transaction prices 
held steady from the 
earlier months of the year 
and rose by 2% year-
over-year, likely helped 
by the abundant incen-
tive offers enacted by 
automakers and finance 

companies in March of this year,” Kelley 
analyst Tim Fleming said in a statement. 
“We observed a bit of a shift in the data this 
month as more price conscious segments 
increased more than normal. Car segments 
that were flat earlier this year showed 
increases across the board in April. At the 
same time, luxury segments took a dive, 
down nearly $1,500 from this time last year, 
as buyers shied away from these fast-depre-
ciating models.”

“Retail used prices on older units may 
hold their values better, since there were 
already fewer of them due to the sales 
drop-off during the Great Recession, and 
historically higher demand for lower-cost 
vehicles during recessionary periods,” 
Gotsch predicted. “Additionally, fewer new 
sales in CY 2020 means fewer used vehicles 
available for sale 2-3 years out. This is what 

happened during the Great Recession, and 
by CY 2011, used vehicle prices increased 
sharply. So, while total loss costs may see 
some short-term decline, over time, costs 
can be expected to rise again.”

Frequency, Severity and the Bill
It’s interesting that despite the elevated 

severity Gotsch observed, insurers have 
offered to credit billions in premiums 
to consumers in a nod to reduced travel 
nationwide. (And therefore a reduced risk of 
crashes and claims.)

Citing statistics from Streetlightdata.com, 
the University of California, Davis’ Road 
Ecology Center estimated as of April 30 that 
miles traveled had fallen 71 percent nation-
wide. “All states had >60% reduction in 
local travel, suggesting that the majority of 
people were taking guidance about staying 
at home seriously,” the UC-Davis center 
wrote. It also estimated as of April 15 that 
Democratic Gov. Gavin Newsom’s shelter-
in-place order had cut crashes in half on 
highways statewide.

This suggests that higher repair bills might 
not be enough to protect collision repairers 
from a reduction in revenue if volume falls 
below a certain point. In that sense, the 
COVID-19 slump might give repairers a 
dry run of a future in which ADAS signifi-
cantly eats into frequency but potentially 
adds severity and complexity to repair bills. 
That said, ADAS’ impact on frequency isn’t 
going to be anywhere near the consequences 
of governors directly or indirectly banning 
most U.S. miles driven. But that “tipping 
point” might still arise.

On the plus side, there’s always a chance 
for nature to throw repairers a bone during 
the pandemic or during a more ADAS-prev-
alent future – as UC-Davis noted had 
occurred during the COVID-19 response.

“Total and injury/fatal crashes increased 
during and following heavy rains, primarily 
in Southern California,” the Road Ecology 
Center wrote in highway data referenced by 
Gotsch. “Even though traffic volumes did 
not change during these times, injury/fatal 
crashes briefly returned to their ‘normal’ 
levels of 1,000-1,500 crashes per day.” 

John Huetter is the Editorial Content Director of 

Repairer Driven News. This article was reprinted with 

permission from www.repairerdrivennews.com. 
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Metal
By Robin Wiener

Scrap Metal Market in the Wake of COVID-19

A s with other industries, the global 
COVID-19 pandemic is heavily 

impacting every segment of the scrap recy-
cling and manufacturing supply chains. 
Across the ferrous supply chain, the col-
lection and processing of obsolete iron 
and steel scrap has been impacted by shut-
downs, along with the generation of new 
(prime) scrap and demand from end-use 
sectors including transportation, energy, 
and households. As layoffs across the 
country continue, there is also a growing 
concern about personal consumption 
trends and the generation and availability 
of a number of scrap commodities. In addi-
tion, travel and transportation restrictions 
are impacting the ability of scrap recyclers 
to get their material to scrap consumers 
such as steel mills and foundries. 

As economic activity in response to the 
pandemic has contracted sharply, steel 
and metal production has also been shut-
tering, with serious implications for scrap 
demand. The American Iron and Steel Insti-
tute reports that the U.S. steel mill capacity 
utilization rate plunged to 56.1 percent for 
the week ending April 11, 2020, down from 
a utilization rate of 81.3 percent one year 
prior. Steel mills in both the United States 
and around the world have had to shut 

down production capacity in response to 
the pandemic, reducing both domestic and 
overseas demand for scrap. 

Similarly for nonferrous metals, both 
availability and prices are down following 
primary metal price drops as global 
demand is decreasing due to the economic 
contraction. However, the flow of old alu-
minum and copper scrap, particularly at 
retail operations, has dropped significantly 
as well. As a result scrap spreads haven’t 
widened as much as they otherwise would 
have, although there is a good amount 
of variation in prices and availability by 
region and commodity. For example, the 
UBC market has been particularly hard hit 
by reduced collections.

ISRI has been actively supporting our 
members during this difficult time through 
our advocacy, EHS, communications, and 
market information outreach. We have held 

a series of Town Hall meetings and webi-
nars for our members including how the 
COVID-19 pandemic is impacting recy-
cling, government assistance programs such 
as the Paycheck Protection Program and 
other SBA-related programs, developments 
in the international trade arena, and how to 
handle EHS issues during the pandemic. 

In addition to ISRI’s successful advocacy 
for the recycling industry’s recognition as 
an essential industry and frequent updates 
on state and local issues, ISRI has also 
provided a wide range of resources in order 
to help member companies navigate this 
unprecedented period, including a Recy-
clers Guide for Safe Operations, State & 
Local Policy Dashboard, and Resources 
from Federal and State Governments, along 
with CDC and OSHA resources on pro-
moting physical and mental health.

Looking forward, as with practically all 
industries today, the depth and duration of 
the current economic contraction stemming 
from the COVID-19 pandemic remains 
the key uncertainty for scrap processors, 
brokers, and consumers. The International 
Monetary Fund, for example, is now pre-
dicting a 3 percent downturn in the global 
economy this year. As a result, even under 
relatively conservative estimates, ISRI esti-
mates that ferrous scrap recyclers could 
see a loss in economic output of more than 
$2 billion in 2020. While the duration of 
this downturn is still uncertain, we expect 
the recycling industry to emerge from this 
pandemic as a vital source of economic 
and sustainable economic growth going 
forward, and ISRI is here to provide our 
members with all available resources to 
help them through this transition and to 
promote recycling’s numerous economic, 
environmental, and trade benefits.  

ISRI estimates that  
ferrous scrap recyclers 

could see a loss in economic 
output of more than  
$2 billion in 2020. 

Robin Wiener is the President of 

the Institute of Scrap Recycling 

Industries.
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By Becky Berube from the  
“United Catalyst Corporation  
60-Second Morning Report”

From Johnson Matthey Morning 
Report

• This morning, South Africa published 
safety rules for mines operating amidst 
the COVID-19 pandemic. 

• Oil prices seem to be recovering, 
with WTI futures trading above $32 per 
barrel. This is more than a 70% increase 
in price this month as demand for 
energy picks up.

• As of today, in the US, all 50 states 
have partially reopened to some degree, 
with rules differing across the country. 

• Platinum continues its ascent this 
morning with offers for the metal now at 
$876.

• Similarly, palladium price has 
increased almost $30 since yesterday 

morning. The metal is trading at $2092. 
Rhodium base price has increased to 
$8575.

From BMO Capital Metals & Mining 
Snapshot

• LME metal prices were mixed vs. 
previous close. Copper +0.04% to $2.43/
lb; aluminum -0.20% to $0.68/lb; nickel 
-0.06% to $5.64/lb; zinc -1.06% to $0.91/
lb; lead flat at $0.76/lb; gold +0.27% to 
$1,749.78/oz; silver +0.81% to $17.49/oz; 
platinum +1.08% to $846/oz; palladium 
+2.32% to $2,071/oz.

• Steel, US: On Tuesday, US HRC prices 
were largely stable. Fastmarkets’ US HRC 
index was -0.3% d/d to $496.20/st, while 
Platts TSI US HRC index was +0.1% d/d 
to $498.25/st (+0.2% w/w, +4.0% m/m). 
Meanwhile, in its weekly price assessment 
Tuesday night, Steel Market Update 
assessed sheet prices as follows: HRC 

+2.1% w/w to $480/t; Cold-rolled 
flat w/w at $675/t; Galvanized -2.2% 
w/w to $660/t; and plate flat w/w at 
$590/t. (Source: Platts, AMM, Steel 
Market Update).

From United Catalyst Corporation

Price indications are as follows:
Pt $830s
Pd $2000s
Rh $7900 - $8000s
For daily news and pricing subscribe 

to the United Catalyst Corporation 
60-Second Morning Report, email us  
at sales@unitedcatalystcorporation.com 
or call us at 864-834-2003. 

Becky Berube serves the recycling community 
as President of United Catalyst Corporation, 
Member of the Automotive Recycling 
Association’s Educational Programming 
Committee, and is Vice President of the 
International Precious Metals Institute. 

A (Recent) Day in the Life of the Metals Market (at press time)
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Entrepreneurs, business 
owners, and company 

leaders in every industry 
are living in a state of over-
whelm right now. The rules 
of business have changed 
seemingly overnight, and 
many are struggling to 
adapt to the new normal 
of our current reality.  

The number of deci-
sions that business owners 
and leaders need to make 
daily is staggering. How 
do we communicate with 
customers? What do we 
do about orders put on 
hold? How do we keep our employees 
safe? What kind of infrastructure do we 
need to support our remote workers? And 
of course, the biggest decision of all, what 
steps must we take to ensure our business 
survives this crisis? 

Being a business owner or company 
leader requires you to be nimble and ready 
to react at a moment’s notice. But that 
doesn’t negate the fact that you’re feeling 
stressed and overwhelmed. Now more than 
ever you need to commit to your goals and 
squash any fears that may be holding you 
or your company back. 

The following five strategies will help 
you persevere through any challenge, stay 
on track with your dreams, and emerge 
from the crisis victoriously.

1Be tenacious. As an entrepreneur, 
business owner, or company leader, 

you likely made the decision to be tena-
cious long ago. After all, if you hadn’t, you 
wouldn’t be in the position you are today. 
Now is the time to double down on that 
commitment, not back away from it. Times 
of crisis demand boldness, innovation, and 
tenacity like no other. 

If you feel your tenacity wavering, pick 

a mantra that is powerful and motivating 
for you and have it play on a loop in your 
mind. Some common mantras leaders use 
to build their tenacity are “never give up,” 
“tough times don’t last; tough people do,” 
and “persistence breaks down resistance.”  
Pick a phrase that works for you and  
use it as your guide.

2Look to your past challenges and 
how you overcame them. We’ve 

all had to overcome challenges in the 
past. Whether it was a business failure, 
a job loss, the death of a loved one, or 
anything else, no one’s life is without 
obstacles. And, believe it or not, that’s a 
good thing, because by living and working 
through those setbacks, you learned some 
important and useful skills. 

Even though the current global challenge 
facing us may seem different than anything 
anyone has experienced in the past, the 
fact is that the skills you have honed over 
the years during other challenges are the 
same skills that will get you through the 
current crisis. Just as a skilled cyclist picks 
themselves up after a wipeout and can ride 
again, so can you if you focus on the skills 
you already have. 

3Get comfortable being uncomfort- 
able. During times of crisis, you will 

need to try new things – maybe even 
things you never imagined you’d do. 
Often, that means being uncomfortable. 
For example, many business owners are 
now doing live videos on social media to 
stay in front of customers and prospects. 
While they may be very comfortable 
giving scripted messages to the camera, 
talking off the cuff, in a casual setting 
(such as their home), is very different. 
During any crisis, “business as usual” 
isn’t enough. Therefore, think about what 
new, uncomfortable things you can do to 
keep your company top-of-mind for your 
customers. 

4Reinvent your message. If your 
sales have dropped or projects have 

been put on hold, taking a “wait and see” 
stance is dangerous. You need to keep 
your business profitable during the crisis, 
so you may need to reinvent or reposition 
your message and your offerings. 

The key is to find the pain your clients 
are having right now (which may be very 
different from the pain they were trying  
to address a mere three months ago),  

People
By Shelley Armato

Top 5 Business Strategies Leaders Must Adopt During Times of Crisis
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Shelley Armato is CEO at 

MySmartPlans, a provider of 

best-in-class SaaS construction 

technology that eliminates risk, 

creates transparency and protects the budget. 

She provides professional construction services  

to some of the most prestigious business owners 

in the healthcare, scholastic, government, and 

other commercial market sectors. Contact her  

at www.mysmartplans.com.  
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and then deliver solutions to meet their 
current needs. Realize that repositioning 
your offering often requires only a slight 
pivot, not a 180-degree change. Look at 
some examples currently occurring in 
communities across the country: restau-
rants offering grocery delivery services, 
distilleries making hand sanitizer, apparel 
and shoe makers adding face masks to 
their product line, etc. You already know 
how to reposition – you did it when you 
started your business or leadership posi-
tion. Simply put that skill to work again 
now. 

5Protect your company’s culture. In 
order for your business to survive and 

thrive during a crisis, you need to nurture 

and protect the company culture you’ve 
worked so hard to create. This requires 
you to model strength for your employees, 
and to communicate honestly and often 
with them. The goal is to keep fear at a 
minimum and to make your employees 
feel safe. Let them know that they are 
doing a fabulous job during all the 
changes. Listen to their ideas. Ensure they 
feel part of the team and valued. Above all 
else, make sure they know – both by your 
words and your actions – that you are 
going to lead them through the storm.

Embrace the Challenge
They say that necessity is the mother 

of invention. And it’s true! In fact, often 
the best innovations come during times 

of crisis. The key is for you to assess the 
situation, determine where your business 
can add value, and then take action using 
the strategies outlined here. When you do, 
you’ll find that your company can weather 
any obstacle and emerge as the market-
place leader.   
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With 10 years’ experience between the 
scrap recycling industry and con-

verter refining, the relationships I’ve devel-
oped with numerous converter collectors 
indicate that many still may lack essential 
information and knowledge. With that said, 
here are some expert tips for the handling 
and processing of your catalytic converters.   

Tip #1. Follow the correct market.  
As an automotive recycler, it is very 
important to know what kind of material 
you hold in terms of precious metal con-
tent. For instance, is your material Platinum 
or Palladium based? The answer to this 
question relies on the type of vehicles you 
salvage and recycle. 

Truck salvage yards produce diesel con-
verters that are primarily Platinum based 
with almost no Rhodium, compared to late 
model yards that are predominantly Palla-
dium based. 

Having this knowledge will help you 
follow the correct market and metal prices 
and will also allow you to better under-
stand how market value changes affect 
your converter values.  

Tip #2. Proper dismantling of mate-
rial. How you process and dismantle your 
converters can make a big difference on 
your bottom line. The value of any given 
converter is highly compromised when the 
converter biscuit is damaged or broken 
due to aggressive dismantling or improper 
cutting. For example, a Honda converter 
valued at $800 can significantly depreciate 
to as low as $200 if three quarters of the 
biscuit is damaged. Additionally, if more 
than 8 percent of your load is made up of 
partials, this is a definite indication that you 
must change how you cut and dismantle 
your converters to avoid continued lost 
profit from damages or lost material. 

Another way to maximize your profits 
during dismantling is by pulling your 

Oxygen Sensors. Buyers and processors 
will pay anywhere from $4-$6 per pound 
for O2 sensors and roughly six O2 sensors 
represent one pound. Therefore, pulling 
and collecting the O2 sensors from your 
converters will also help you generate more 
revenue. Lastly, by carefully trimming pipes 
closer to the shell, you will be able to fit 
more converters within a box which will 
result in cheaper freight.  

Tip #3. Know your count! Having a run-
ning count of your converters is extremely 
important. Unfortunately, many automo-
tive recyclers rarely keep updated counts of 
their material. An easy way to keep track 
is by utilizing a count system that can be as 
simple as adding tally marks by marker on 
the outside of your gaylord boxes. 

More advantageously, if you work with 
a processor that can also help you factor in 
partials (full versus partially full units) to 
your tally, you will benefit from the luxury 
of having more precise counts. With accu-
rate converter counts, some buyers/proces-
sors will allow you to hedge your material 
before shipping which can sometimes mean 
securing a higher market. The market can 
change rapidly in a matter of hours which 
can result in significant loses if material is 
unhedged (as we have recently seen and 
experienced this past March 2020).    

Tip #4. Assay is a must!  If you’re still 
selling your converters by piece, grade or 
code, it’s time for a change! All converters 
must be toll-refined and the more times 
they switch hands before assay, means 

more money being left on the table. With 
that said, it’s important to keep in mind 
that any core buyer or company that is still 
purchasing by the piece, is stockpiling and 
selling on assay recovery from their end. 

Outside of making anywhere from 10-30 
percent more profit on your material, a 
bigger advantage of assaying is having the 
flexibility to cash out your precious metal 
ounces at different dates. For example; if 
Palladium and Rhodium prices are at an 
all-time high, but Platinum is low, you can 
choose to bank or pool your Platinum 
ounces to sell in a better market at a later 
date while still cashing out the other metals.

Gone are the days where processors 
require large minimum shipments of 1000+ 
units with 60-90-day settlement times. 
Access assayed results with as low as 200 
lbs of ceramic with final settlement and 
results available in two weeks and advance 
payment upon receipt. Use a processor that 
can deliver quick results and assay returns 
for each material type. These methods best 
service any seller of catalytic converters.

Moving Forward 
Investing time in converters will do 

wonders for your bottom line. Recyclers 
can add extra revenue by working with a 
buyer/processor that offers education and 
data on their most valuable core. In 2020, 
information should no longer be hidden or 
secretive.  

Ryan Carafiello joined the 

PMR team over 5 years ago 

and has been successfully 

servicing converter recyclers 

ever since. Ryan best describes his role at PMR 

as a relationship builder. With an extensive 

background as a core buyer himself, Ryan has 

expert knowledge of converters which enables 

him to better serve his clients. He can be reached 

at 1-855-901-5050 x220 or ryan@pmrcc.com.

Expert
By Ryan Carafiello      PMR Inc.

Four Tips to Be Most Effective with Your Most Profitable Core
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Dashboard
Who knew that some of the old dogs 

were going to get to experience 
being home schooled? This pandemic 
has given many of us a newfound respect 
for teachers. From what I have heard, 
most parents and children can cover their 
assignments in about a third of the normal 
school day. You realize that other people 
are watching your children so you can go 
and spend time with other adults. In case 
you have forgotten – we call this WORK! 
How nice is that place going to look after 
you have been favored with the presence 
of your children 24/7 for months. Many of 
you miss that “pain in the neck” coworker 
or customer.  

Faith over Fear
Fear has a way of freezing us up and 

causing us to make poor or irrational deci-
sions. Fear is not something that I can build 
on – it is something I must move through. 
Faith, on the other hand, gives me hope 
that things will be better. 

Faith is usually built on some personal 
belief or experience that we can lean on to 
help us take the next steps. Fear is a neg-
ative reaction, while faith is positive. Fear 
causes me to think about what I can’t do or 
what I need to avoid. Faith helps me think 
about what I can do and opens me up to 
possibilities. 

Control What You can Control
It is frustrating not to be able to do what 

you are accustomed to doing. How many 
times can I take a walk through the neighbor-

hood? Countless it seems. And yet I can’t get 
a haircut, but my neighbor can get his dogs 
groomed. Who said a dog’s life was bad? 

I can’t control what the government 
decides to do, even if I disagree. But I can 
control how I respond. I can get angry, 
pitch a fit and talk about how unfair it is. 
I can also choose to continue to conduct 
my business as I did before, but in new and 
challenging ways. 

I know some of you were concerned 
about whether you should have customers 
in the showroom, or how parts were to be 
picked up and delivered. What I suggested 
to my customers was to take a cue from 
what the number one seller of auto parts 
(eBay) does, take the credit card and ship 
the part. Who cares if it is just around the 
corner? 

This season was not about making a 
profit. This season was about staying in 
business and covering as much overhead 
as you possibly could. That product still 
sitting on the car or on the shelf doesn’t do 
me as much good as it does when I sell it. 
It’s money that I have already spent buying 
and processing it. Get it back!

Visible and the Invisible
It is amazing that something so small, 

something we can’t see has upended what 
we can see. I can’t see the virus and in 
some cases I can barely see the faces of the 
people in store. But what I can see is my 
business, my employees, my customers, 

By Chad Counts

I’ve Been Home Schooled

That product still sitting on the car or on the shelf  
doesn’t do me as much good as it does when I sell it. 
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New Automotive-Recycling Sales-Driven Podcast Launches

 Counts Business Consulting has started a great new podcast called “Let Me Talk to My 
Customer,” presented by Chad Counts. The podcast is sales-centered for automotive 
recyclers, salvage yards, and wrecking yards. You can find it on any podcast platform, 
like iTunes or Spotify. A new podcast is added weekly on Mondays. 

Topics Include: Closing Time

Buying Reasons

Prospecting

COVID-19 Impact on 
Trading Networks 
with Jim McKinney

COVID-19 Impact in Canada 
with Steve Fletcher

COVID-19 Inventory and 
Supply with Racer Yoemans

The Mental Game, Part 1 & 2

CoronaVirus



Counts Business Consulting,  

experts on demand, offering 

consulting services to the 

automotive recycling & tow 

industries. Online all the time with the experience 

needed to increase your company’s performance. 

Contact Chad Counts at (512) 963-4626 or 

crcounts@countsbusinessconsulting.com.
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my family, my friends. Those are real and 
visible. Those are the things I need to focus 
on. I feel like much of our society has 
decided, when it comes to opportunity and 
the future, to choose to look through the 
wrong end of the binoculars. 

Normal is Just What You Knew
“I just can’t wait until things get back to 

normal.” So, whose normal are we talking 
about? If your normal was poor buying, 
sales and production, no thank you. I am 
not sure I want some of that normal. If 
you furloughed some employees that were 
marginal, maybe your new normal will not 
involve them. “I can get a 50% close rate 
when I need to.” Is this going to be your 
new normal?

As I have reviewed the CBCDashboard 
reports from the last six weeks, several 
things are apparent. 

1. Businesses have lowered their buying.
2.  In-stock sales have decreased accord-

ingly, but in-stock close rates have 
risen.

3.  Brokered sales have stayed somewhat 
steady or are off by a lesser margin 
than in-stock sales.

The companies that are showing the best 
results are those that maintained buying 
and leaned heavily on their trading part-
ners. The trailer systems have kept many 
afloat especially if ownership drastically 
reduced buying.

From what I know, there is one com-
pany that is still buying at or above their 

previous levels. This company will end up 
with a very high inventory value but  
also have parts that are going to be needed 
once people start going to work. This 
inventory should springboard them well 
into the 3rd and 4th quarters of this year 
and beyond.  
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We hope you are all staying healthy 
this spring! The Coronavirus Dis-

ease 2019 (COVID-19) has impacted busi-
nesses all across the country. Just like all of 
us, the way environmental regulators do 
their jobs has changed. In many states reg-
ulatory inspections have slowed down or 
completely stopped. As periods of isolation 
come to an end and folks return to their 
normal day-to-day routines, regulatory 
inspections are likely to start back up.  
We hope this information provides you 
with some helpful hints to come through 
your inspection smelling like a rose!

1Treat inspectors in a welcoming  
and professional manner.

It’s important to start off on the right 
foot and set the tone for a positive interac-
tion – shake off any anxiety, be confident, 
and be courteous! Welcome the inspector to 
your facility. Introduce yourself and other 
managers and employees nearby. Ask for 
the inspector’s name and the agency and 
department they represent (get a business 
card, if possible). 

After introductions, kick up a little small 
talk to ease any tension by asking how the 
drive was or what city they are from. When 
the clipboards come out and the inspec-
tion begins, don’t take offense to any noted 
deficiencies or recommendations. Be polite 
and accommodating to ensure the inspec-
tion goes as smoothly as possible and the 
inspector leaves on a positive note. 

2 Don appropriate PPE and provide  
it to the inspector, if necessary. 

Before you head out to working areas, 
be sure you’re wearing your PPE. For typ-
ical recyclers this may include a hard hat, 
steel-toed boots, safety glasses, gloves, and/
or reflective vest. The inspector should also 
wear PPE – keep a clean set (or two) in your 
office on the off chance a surprise inspector 
doesn’t have their own. We recommend 

having disposable gloves and masks on- 
hand to offer inspectors, employees, and 
customers. It is uncertain right now the 
requirements for such PPE moving forward, 
but this shows the inspector that you are 
dedicated to safety at your facility.

3 Take notes and be responsive.
It’s important to show the inspector 

that you value what they do and want to 
benefit from the inspection. Follow the 
inspector as they complete their inspec-
tion and answer any questions they may 
have. Provide honest and definite answers 
without adding extraneous information.  
Avoid speculation on anything you do not 
know for sure. If you cannot answer a ques-
tion, tell the inspector you will look into it 
and get back to them in a timely manner.  

Take notes on what the inspector 
observed and any comments made. If the 
inspector seems open to discussion, ask 
them if they have any tips or recommen-
dations and jot down any helpful notes.  
During the conclusion of the inspection 
ask the inspector any remaining questions 
you may have. At this time, it is a good idea 
to ask the inspector to summarize their 
findings.  

Please note that the inspector may not be 
obligated to provide you with an inspection 
summary before they leave and you may 
have to wait for a written report. In taking 
notes and being responsive, you show the 
inspector your willingness to improve and 
act on noted deficiencies.

4 Violations are fixable.  
An inspection will not lead  

to the downfall of your business.
Inspectors are human. Their goal and 

your goal are mutual: to fix the problem 
and move on. Regulators don’t expect 
businesses to be perfect all the time, and 
they don’t expect compliance to suddenly 
happen overnight. What they do expect is 

respect, an honest effort by your company 
to fix noted problems, and work toward 
compliance. Be sure to maintain communi-
cation with the agency throughout the pro-
cess and respond to all communication in a 
timely manner. Do NOT ignore them. They 
will not go away and ignoring them could 
result in fines or drawn-out enforcement 
action that was not originally intended. 
When you work with the agency instead of 
against it, it shows that you genuinely want 
to fix the problem and puts your business in 
a favorable light. 

5 Always be prepared. 
Keep records handy. You should be 

able to readily access certifications, training 
records, your company’s salvage license and 
business permits, your stormwater and spill 
prevention plans, and any records of waste 
material disposal. Not only is it beneficial to 
have these in a crisis, but it also shows the 
inspector that you care enough about your 
business practices to keep and maintain 
your records. This is a great time to make 
sure your facility’s paperwork is up to date!

Finally, you are never expected to go it 
alone. When in doubt, contact us. We can 
be reached by email at info@vet-env.com  
or by phone at (812) 822-0400.

Got Compliance?  

Green
By Sara Hamidovic and Elizabeth Grubb

Top 5 Tools For When a Regulator Shows Up

Sara Hamidovic is President/

Principal Engineer of VET 

Environmental in Bloomington, 

Indiana. She is a Licensed 

Professional Engineer (PE) in the State of Indiana 

and a Certified Hazardous Materials Manager 

(CHMM). 

    Elizabeth Grubb, MS, MPA is the Storm 

Water Program Manager at VET Environmental 

Engineering, LLC.
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If there is one thing about business that 
doesn’t change, it’s that business will 

always change – be it through the advent 
of new technology, loss of a key employee, 
new laws that govern the way your 
industry does business, or even a takeover 
by another company. No matter what the 
change may be, your team will need you 
to lead them through these changes with 
confidence.  

Employees and contractors may feel 
unsure and fearful about any new direction 
a business may be taking or change they 
are forced to deal with; so as their leader, 
their cues as to how to act and how to feel 
will come directly from you. As such, it is 
important that you have a solid action plan 
in place to deal with just such a scenario.

Below are keys to help you when leading 
your team through uncertain times:

Know that the path to the eventual 
goal is not always a linear one. As a 
team is dealing with change in the work-
place, it is not as simple as announcing it, 
adapting to it, and moving toward goals. 
Employees and even leaders may have 
changing feelings about the process and 
that is normal. Recognizing and addressing 
these concerns as they arise is a healthy 
way to deal with a situation that may feel 
full of turmoil or even traumatic at times. 

Identify key leaders and stakeholders 
early in the process. As the process of 
change begins, it is important to identify 
those in your team who represent true lead-
ership qualities. They can be seen as stake-
holders in the process and support you in 
your efforts to lead the team through the 
change and onto greater success. These 
individuals will be crucial in helping 
to instill confidence and keep the team 
moving together toward the stated goals. 

Construct a solid plan. Even small 
changes need a plan. That plan should 
address changes in processes, products,  
and expectations of the people involved.  

If a change is drastic, you might have to 
construct an entirely new business plan. 
Creating a plan and sharing it with your 
team will go a long way toward giving 
them a feeling of stability in this new busi-
ness environment. 

Identify goals clearly. Failing to com-
municate clearly defined goals is one of 
the worst errors people can make when 
leading change. If employees don’t have a 
firm sense of what they are moving toward, 
they may end up just … moving. Clearly 
define objectives and how you will support 
your team in meeting them. Your key stake-
holders will play a vital role here as they 
lead by example in actions that support 
accomplishing these goals.

Continually define and redefine the 
change as necessary. During a time of 
uncertainly, rumors abound. When your 
team doesn’t know some aspect concerning 
the change at hand, they will begin to spec-
ulate. This can lead to confusion and pos-
sibly to employees looking elsewhere for 
employment. The best plan of action is to 
be upfront with any information you have 
as you get it. Simply knowing what is going 
on will instill confidence and quell fears, 
even if the information is not all that good 
to begin with.

Don’t discount the past. Oftentimes, 
new changes mean discarding the old ways 
of doing things, and projects once seen 
as vital are “kicked to the curb.” This can 
leave those team members who worked on 
such projects feeling slighted and that their 
contributions were worthless. An effective 
team leader will highlight such projects 
and give credence to past accomplishments 
as jobs well done, while at the same time 
leading the team into the new direction.

Don’t hide the challenges. There will be 
times when even an effectively created plan 
will hit a stumbling block, or even come 
to a screeching halt. Don’t hide challenges 
when they occur; instead, share them with 

your team. They may have valuable input 
and will feel more invested in helping to 
overcome any obstacles as you bring them 
into the discussion. 

Carefully listen to all concerns. One 
issue that many leaders fail at is truly lis-
tening to their team. A “this is the way 
it is now, so deal with it” approach can 
lower morale and make team members 
feel defeated in an already scary situation. 
Instead, make yourself available to and 
listen to your team. Sometimes, simply 
venting about the changing environment 
will do wonders to help someone deal with 
what is going on. And other times, their 
insight could be invaluable in helping you 
do your job as well. 

Clearly state new or adjusted perfor-
mance objectives. Of all the things that 
will affect the changing workplace environ-
ment, uncertainty among team members 
can be the greatest obstacle to overcome. 
One way to combat that early on is to 
clearly state any changes in performance 
objectives and reviews. Employees will 
want to know exactly how and when they 
will be reviewed and what criteria will be a 
factor as well. 

Change can be scary, full of surprises, 
and extremely challenging at times. But, 
if you have a plan of action, communi-
cate effectively with your team, and move 
towards new objectives with confidence 
and a team that is committed as well, you 
can survive and even thrive in the new 
adjusted business environment.  

Coaching
By Katie Zabriskie

Change Will Do You Good: Keys to Lead Your Team Through Uncertain Times

Kate Zabriskie is the president of 

Business Training Works, Inc., a 

Maryland-based talent development 

firm. She helps businesses establish 

customer service strategies and train their people 

to live up to what’s promised. For more information, 

visit www.businesstrainingworks.com. 
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REMOTE
Control

EMBRACING THE REMOTE SALES PROCESS  
CAN SEEM RISKY, BUT THE BENEFITS  

ARE WORTH CONSIDERING. 
By Maura Keller
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W hat makes the remote 
sales process a success in 
the automotive recycling 
arena? How do some 
salespeople consistently 
outsell their competition 
even during a recessionary 

economy? What are the best sales techniques to use during 
this unique time in our nation’s history? 

We’ve spoken to some key industry experts about the 
steps sales personnel need to take when working remotely 
and what recyclers should (and shouldn’t) do to enhance 
the sales experience. These individuals understand the 
nuances of remote sales techniques and how to most effec-
tively work during an economic downturn.

Take Rob Rainwater, for example. As owner of Rain-
water Consulting and strategic business interventionist at 
Profit Team Consulting, Rainwater has had remote sales 
staff working with him for seven years within two dif-
ferent facilities.

“Remote sales are not for everyone, but I feel it will 
work for most. I truly believe that once we get past the 
horrible coronavirus, the remote worker will be much 
more prevalent in the U.S. and the world,” Rainwater says. 

He stresses that the biggest benefit to establishing a 
remote sales process is the reduction in office distractions, 
allowing the sales professional to focus on their work. 

“Being comfortable in their own surroundings, having 
lunch from their own kitchen. They are so much more 
relaxed and have the ability to handle the grind of selling 
recycled auto parts,” Rainwater says. “With that said, 
the home office can also add its own distractions and be 
complicated.”

Indeed, as Chad Counts, owner of Counts Business 
Consulting and CBCDashboard Management explains, 
there are a lot of caveats to remote sales.  

“This is not a move I would make with any person 
who is not directly experienced in the salvage industry 
or particularly with the inventory management systems/

yard management systems (IMS/YMS) your company 
uses,” Counts says. “There are large hurdles that don’t 
lend themselves to remote work unless the person is 
experienced.”

There is also a loss of routine. There is rhythm and 
order to how we do work on the job and this can be a 
challenge for some to recreate at home. And when prob-
lems and questions arise it is not as convenient to get them 
answered. “This is why experience is an ally to a remote 
worker,” Counts says.

That said, the benefits of remote sales include fewer 
interruptions, less commute time, more comfort, and 
convenience. 

But to make it work, it is imperative that remote sales-
people make sure that they have the proper workspace 
at home. They need to be able to remove themselves 
from their family and all the distractions that are part of 
working from home. 

“They need to set their working hours with the house-
hold, so everyone knows that when the door is shut, they 
are working,” Rainwater says. 

As an employer, Counts wants to see the remote work-
space ahead of time – specifically where/how is a salesper-
son’s office going to be set up in their home.

iS
to

ck
ph

ot
o.

co
m

/R
id

of
ra

nz







34 // May-June 2020 Automotive Recycling

“This sounds commonplace but I would do this to a 
point of having a dry run the day before to make sure 
everything is in working order,” Counts says. “Set it up 
on a Saturday or Sunday and have an order saved from 
Friday to rerun through your process. Have some redun-
dancy, whether it is a backup headset, backup cables/
monitors, Wi-Fi and a hotspot. Assist the person working 
remotely in building a routine. Initially, you may need to 
have twice the interactions as normal to make sure this 
person stays in the loop.”

And be sure to evaluate your current company hand-
book. Explore and adopt policies that specifically address 
a remote workforce and review the limits and liabilities 
as an employer in this situation. Specifically, address data 
security, password hygiene, anti-virus requirements, con-
fidentiality, dress code, and workspace requirements.

“You also need to evaluate how engaged are they? 
How committed to their customers are they? If you had 
lukewarm or order-taking salespeople you likely are 
seeing large drop-offs,” Counts says. “The cream will rise 
to the top though. If you look at call outs and customer 
interactions, your best performers are going to drive 
whatever they can because they can’t help it. They have 
to talk to their customers and keep anything moving that 
they can. There are still sales to be had, and as long as 
that’s the case I expect it’s going to be the ‘best of the best’ 
that get more than their fair share.”  

Staying Connected
Todd O’Donnell, regional sales manager at Fenix Parts, 

has utilized remote salespeople for the past four or five 
years, so this mandatory work-from-home scenario is 
not new for them. In O’Donnell’s experience, remote 
salespeople are normally more focused because they have 
fewer distractions. 

“We have found that making them feel like they are 
part of the sales team is the most challenging part,” 
O’Donnell says. Communication with the remote sales-
person is certainly a challenge, but with Skype, VoIP 
systems and video conferencing, it just takes a bit of effort 
to keep everyone involved.  

That said, it is important to make sure home Internet 
connections have the capability to run a PC and Internet 
phone. 

“This has been challenging during the COVID-19 situ-
ation as Internet usage has put a lot of strain on the capa-
bilities of most work-from-home personnel,” Rainwater 
says. During the current climate there are often multiple 
people working from one household, with a lot of band-
width being used. 

“To make the remote selling situation work for all, it 
is vital that owners and managers communicate with all 
staff daily, making sure they understand what they are 
feeling,” Rainwater says. As an owner or manager, you 
need to be in tune with your staff and their understanding 
of what is going on with the company. The uncertainty 
of not knowing will be counterproductive and cause 
unneeded stress. 

“Make sure you have a plan and make sure you are 
ready for changes to that plan. Failing to plan is planning 
to fail,” Rainwater says.

O’Donnell agrees as he sees the biggest mistake being 
made with remote salespeople is not communicating 
enough. 

“You have to overcome the ‘out of sight out of mind’ 
mentality,” O’Donnell says. “With all the technology now, 
this is easy to accomplish. Establishing routine commu-
nication is just as important as spontaneous communica-
tion. You want them to have the same feeling toward you, 
they can reach out when they need you, not just when 
they are scheduled to.”

Unique Sales Techniques
Without question, the biggest challenge remote sales-

people face is letting their focus shift.  As Counts explains, 
there is absolutely nothing different about the objectives 
of a salesperson during client interactions. The goal is to 
meet the customer's needs by providing them a solution 
to their problems and landing the sale.   

“The right response is heightened attention and 
urgency to get deals done today,” Counts says. “I don’t 
control the call volume, customer requests or what in 
my state/market gets shutdown today or any other day. 
I don’t make any sales by focusing on the coronavirus. I 
don’t serve any customers by focusing on those external 
problems. All I control is showing up with purpose, duty 
and providing my absolute best performance. Find hope 
and  peace, and confidence in knowing you are able to do 
your job at a high level when many people are not even 
able to work and are fighting for their lives. You fight 
for your company. You fight for your customers. You 
fight for yourself.  We win these battles one sell at a time. 
We win these battles by not waiting on our heels and 
throwing up our hands. Pick up the phone and serve your 
customers. If your phone isn’t ringing or getting messages, 
then make someone else’s ring.”

During this time, it is important to develop multiple rev-
enue streams. If you hadn’t yet availed yourself of eBay or 
ecommerce you may be seeing the importance of these mar-
kets come to the forefront during this crisis (see p. 53). 

Find confidence in knowing you are able to do your job at a high level when 
many people are not even able to work and are fighting for their lives. You fight for 
your company. You fight for your customers. You fight for yourself.  S
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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.

“As best as I can, I want to equip myself with access to 
any revenue stream my inventory is desired,” Counts says. 
“Mechanical, collision, retail, wholesale, ecommerce – each 
of these sectors is impacted by economic changes differ-
ently. Having access to each of these customer bases brings 
a tremendous amount of resiliency to your company.”

In addition, continue to buy inventory, even during this 
pandemic. 

“What good would it do to make it through this pan-
demic and then have nothing to sell when the industry 
comes roaring back? Don’t survive the present at the 
sacrifice of your future,” Counts says. “You need to plan 
with foresight and as an inventory-based business we will 
always need more inventory. Giving in to fear by stripping 
yourself of inventory is undermining the foundation of 
your business.”

It’s also important for business owners and their remote 
salespeople to see their company as an asset-driven busi-

ness. From your employees to your crush pile, before this 
crisis, were you in a position to weather a storm?  

“My goal as a company is to grow my profit relent-
lessly,” Counts says. “Sacrificing reinvestment or realloca-
tion of resources elsewhere that is needed in my company 
to try to win the market is not my best option. If you can 
reinvest and all other needs are covered without needing 
to move your hard-earned savings, then and only then 
can you afford to play the market. Otherwise, be wise 
and reinvest – at least proportionally – what is needed to 
put the company in a position of strength with financial 
flexibility.”  

What good would it do to make it through this pandemic and then have 
nothing to sell when the industry comes roaring back? Don’t survive the 
present at the sacrifice of your future.
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SAY YES
to Sales
Most automotive recyclers 

have an idea about what 
trading groups are, but 
what is now understood is 
how they might help facil-
ities be more successful in 
their business operations 
and viability. Are they as 
good as their trade group 

members say they are? What are the drawbacks, if any? 
And, what are some things to consider before joining and 
making the full investment? 

We address all of these questions by going straight 
to the ARA members who are active in various trading 
groups throughout the country. We talked to members 
and organizers of some leading trading groups including 
Midwest Runner, PRP and Recyclers Cross Dock.

What is a trading group? Let’s start with the basics. An 
automotive recycling trading group is an organized net-
work structured for purchasing, selling and shipping 
parts between a group of strategic partner facilities, usu-
ally located in the same region. It has a manager who is 
not a recycler to administrate the group and handle issues 
that might arise. Member yards agree to adhere to a set of 
rules established by the group. Not abiding by the rules 
results in the removal of trading privileges in the group. 

What are the key advantages to trading group membership? 
There are plenty of compelling reasons why automotive 
recycling facilities are making the decision to join trading 

groups. Various reasons cited by current members were 
an increase in sales by up to 50 percent, saying “yes” 
more often to customers, getting daily support amidst 
times of crisis, and providing a succession plan. There 
are many more advantages to trading groups, and each 
business joins for specific reasons which are part of their 
overall goals or business plan.

Josh Robertson is in charge of marketing and customer 
relations for Midwest Runner, which is the largest trading 
group with 116 members. He says that along with more 
sales, the biggest advantage to belonging is the expanded 
opportunities it provides. 

“Stop sending your customers to a competitor,” says 
Robertson. “If brokering parts was not worth the money 
or time before, it is now! With Midwest Runner, you 
can fill orders in 1-2 days and turn your money on that 
investment in 30-60 days, at a fraction of the cost, while 
exposing your current inventory to more than 300 
salespeople.”

Mark Gamble is the executive director of PRP, which is 
the second largest trading group with 105 members rep-
resenting 145 facilities in 35 states. He says participating 
facilities generally see a 25-30 percent increase in sales 
within 18 months of joining.

“This is sustainable growth, and thereafter growth is 
measured on their individual commitment to growing 
their business into the future. These sales are measured  
in two ways: First, the sales to other members and second 
is a significant growth in the brokering.”

Leveraging more than your own inventory 
has its advantages for those who want new 
opportunities to say yes. Here are answers to 
frequently asked questions about trading groups.  
By Leona Dalavai Scott 
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Ron Wilbert, director of the PRP-NE 
group, sees the value of trading groups 
extending beyond the business realm to  
have more intrinsic value. 

“It is very gratifying to see all of our mem-
bers who have embraced our culture become 
so successful,” he says. “It has led to many 
family members solidifying their positions in 
the company or rejoining the company from 
other employment. We’re giving these thriving 
businesses the exciting possibility of a true 
family-owned succession plan.”

What are the requirements for joining a trading 
group? Requirements for membership in a 
trading group vary between each group.  
Usually the group sets up its own qualifi-
cations that keep the playing field level for 
all members. In most groups, you must be 
referred by several other members and voted 
in by an overwhelming majority. The refer-
ral-based membership results in attracting 
more quality recyclers, which strengthens  
the nature and accountability of the groups.

PRP-NE has an extensive six month to  
two-year vetting process before members join 
its group. 

What’s an ideal size for a trading group? Jim 
Butler of Butler Auto Recycling in Pensacola, Fla., says 
that Recycler’s Cross Dock is the first trading group that 

he has participated in. “Our size is limited 
only by the logistics of moving our parts in a 
timely manner. The further apart one is from 
the hubs, the harder it is to make the expected 
delivery,” he says. Robertson notes the scale of 
the group depends on the size and inventory 
of those who participate. Each facility within a 
trading group determines what works best for 
them. “A group with a mix of yards from large 
to small works best,” he says. 

The size of a group is also subject to the 
ability to move parts efficiently. Gamble says 
PRP is unique in that the majority of trading 
usually happens within 24-48 hours of their 
delivery network.

“However,” he says, “we also have the 
ability to source over a greater distance. That 
allows you to take advantage of pricing dif-
ferentials as well as regional advantages like a 
facility in the Northeast being able to purchase 
a sheet metal part without corrosion from a 
southern facility and still have it delivered in 
three days.”   

What are some disadvantages? While there 
are many advantages, there are also adjust-
ments to be made to be successful in a group. 
An automotive recycler must incorporate a 

group mindset into their way of doing business, and plan 
accordingly in their strategy. While it is a way to grow 

Josh Robertson
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sales, you often don’t make as much margin 
on the part as if you sold it directly. 

Trading groups focus on volume sales,  
not necessarily getting top dollar, which is a 
different way of thinking about selling parts. 
Butler advises that members need to “be open 
to change” in a trading group and be com-
fortable working with former competitors. 
In addition, he says, members must agree on 
things such as warranties, pricing and quality 
standards. “[Belonging] may not be for every 
operation,” he says.

What’s the ROI – does the cost outweigh the 
benefits? Members of the various trading 
groups we spoke with reported a sales 
increase of 20 percent to 50 percent due  
to the greater access to parts inventory. 

Robertson says that depending on the 
volume of sales bought and sold through a group, the cost 
ranges between 6 and 10 percent of the additional sales. 

Adds Butler, “ROI with any trade group would be con-
tingent on one’s ability to maximize the inventory of the 
group and its ability to inventory, price and grade their 
own inventory.”

Bo Wroten, organizer of Recycler’s Cross Dock, says 
that belonging to a group increases the likelihood of 
saying yes on jobs from 50 percent of the time to 80 per-
cent of the time. “That allows us to compete on a larger 
scale,” for example, he says.

What’s the future of trading groups?  
Gamble sees the value of trading groups only 
increasing.

“From an industry perspective, trading 
groups are essential to the survival of the 
independent auto recyclers,” he says. “We 
have always faced stiff competition against the 
OEM and aftermarket industries. This isn’t 
going to change and will only get tougher.

“Having these relationships and the ability 
to provide world-class customer service is how 
we continue to provide a successful outlet for 
our industry and also do what’s right in con-
serving our natural resources and making our 
planet sustainable for generations to come.”

Jim McKinney is the software developer 
behind EZ Suite, which powers the majority 
of trading groups. McKinney says he’s seen 

a “ton of growth,” lately and gets calls regularly from 
recyclers interested in starting trading groups. “They are 
all pretty good groups and getting better. I see more and 
more groups cross trading,” he says.

McKinney launched EZ Suite in 2011, and since then, 
the groups have benefited from the technology. The 
software plots the most efficient route possible to move 
parts, and parts inventory is tracked along every entry 
point and hub. A monthly subscription fee covers parcel 
tracking,  billing algorithms, access to cloud-based data 
and the management of returns.
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Know Before You Join

Shan McMillon, president of Cocoa Salvage in Cocoa, Fla., and ARA 

secretary, has lots of good advice for those thinking of joining 

a trading group. She is one of the founding members of the 

Recyclers Cross Dock, established in 2015 with six participating yards 

based in Florida. Over the years, the group has grown to 33 yards across 

Alabama, Mississippi, Tennessee and Georgia. Things to consider before 

joining include:

•  Understand group expectations – If possible, get a copy of the 

group’s expectations. If you can’t or won’t comply, then don’t join. 

•  Get feedback from other group members – Talk with other 

members on the network and ask how it has impacted their business 

– both positives and negatives. 

•  Know the cost of the investment – Consider costs beyond just the 

dues. Keep in mind that there are additional expenses like overtime, 

fuel, tolls, additional vehicle for transport of parts and insurance. In 

addition, McMillon advises to ask yourself, “Are you in a financial 

position to cover added costs while you wait for the sales revenue to 

catch up?”  

•  Be on solid financial footing – “Does your cash flow allow you to 

pay your AP on time? If not, this would not work in our group,” says 

McMillon. 

•  Have a quality staff to back you up – Do you have a competent 

production staff? How about a QC program? Does your sales staff 

already know how to broker?

•  Be accountable – “Being involved in a group requires that you be 

open to following guidelines and practices set forth by the entire 

group, and be willing to agree even though you may not always 

agree or get what you want,” she says. 

      “For us, we have two face-to-face owner’s meetings each year 

where we have open discussion regarding how we want to handle 

things like core charges or packaging guidelines. We agree as 

a group and then that’s what we do. Everyone has to follow the 

guidelines that have been set for the partnerships to work. But 

everyone has a seat at the table and a vote. Show up, be part of the 

conversation and then get on board!”

•  Have the right infrastructure in place – Mark Gamble of PRP also 

stresses the importance of having the right infrastructure in place 

to support an increase in sales. “This doesn’t just mean your sales 

department. We’re also talking about your shipping and delivery 

departments,” he says. “Your entire business will see these growth 

pains, and you need to understand the impact it will have on your 

business so you can continue to service your customers with a 

high degree of quality and at the same time take advantage of the 

increased volume.”   

Jim Butler

Ron Wilbert
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How has business been affected by COVID-
19? During times of crisis like COVID-19, 
one of the advantages of belonging to a 
trading group is the support that members 
receive from one another. However, there’s 
no denying the virus has disrupted economic 
growth. Sales were down from 15 percent 
for some and up to 45 percent for others. 
But trading group members are all optimistic 
that it will get better.

“Most of our group has certainly had to 
deal with many challenges and some chal-
lenges are different depending on the area 
of the country in which you are operating,” 
says Gamble. “Overall, our group has seen a 
lesser degree of business sales drop compared 
to the industry average. I also believe we 
have already started to see a rebound as sales 
have been steadily increasing. Our main focus is to make 
sure we are ready to take advantage of the scenario when 
our economy opens back up and people return to work.” 

Shan McMillon of Cocoa Salvage, and ARA secretary, 
says her sales are down by 35 percent since early March 
and considers herself lucky. “This is a hiccup for ROE 
providers. We will come out on the other side of this 

Leona Dalavai Scott of JEP Marketing 

Communications is based in the Dallas-Fort 

Worth, Texas area. She provides content marketing 

solutions for associations and small businesses that 

drive customers to take a profitable action. She can be contacted at 

leona@jepmarcom.com. 

Shannon McMillon

Jim McKinney

pandemic even stronger as an industry. His-
torically, we have been a recession-resistant 
industry. We provide quality ROE parts at 
a fraction of OE prices, which are going to 
be in high demand. Now is the time to get 
ready.” 

The value of trading groups extends 
beyond just sales to being a part of a network 
that places a value on relationships. “There’s 
a type of synergy that is created when you 
become part of a trading network,” says 
McMillon. “In our industry, I believe rela-
tionships are at the core of everything we do 
– whether it’s with our customers, vendors or 
yard to yard. It’s those relationships that have 
helped me to grow.”  
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Stay the Course
Interview with Fran Reitman  
of Reitman Auto Parts  
by Leona Dalavai Scott

Fran Reitman of Reitman Auto Parts, 
Melbourne, Ky., recalls spending time 
with ARA executive director Sandy 
Blalock back in February when they 
were trying to forecast the impact of 
the coronavirus on business. 

“We were discussing what’s going 
to happen because it was an unknown 
thing,” recalls Reitman. “We’ve 

had other viruses come through before and we’ve lived 
through them, but we’ve never had this before and this 
kind of uncertainty.

“In talking with Sandy, we both came to the conclusion 
that auto recyclers are resilient.”

In fact, Reitman is tapping into her personal resiliency 
and banking on her decades of industry experience – 
combined with smart business planning – to weather the 
COVID-19 storm.

Reitman became involved in the family business after 
marrying her husband, Randy Reitman in 1976. Randy 
served as president of ARA from 2013-2014. 

After Randy passed away in 2015, Reitman took 
over the family business. She is now at the helm of the 
97-year-old business begun in 1927 as a livery stable.  
It then evolved into an auto repair shop before making 
the transition in 1964 to selling recycled auto parts,  
celebrating 56 years doing so.

Reitman’s leadership during this critical period may 
well define and secure Reitman Auto Parts’ future. 

As a result of diversifying her parts inventory, Reitman 
believes she is better equipped to service more customers 

during challenging times. “I have a vast range of auto 
parts comprising different years, makes and models, 
including sweet spot years from 2008-2011,” says 
Reitman. “When you go to new auto parts stores, they 
only go back a few years. And same for dealerships.

“This industry as a whole is so supportive of each 
other. So if I don’t have a part, all I have to do is get on 
the phone and call another salvage yard. And if they don’t 
have it, I can call another one. Or I will email somebody 
or I can use instant messaging or do parts searching 
through Car-Part.com. Within a short period of time, I 
can fulfill that order. Not a lot of places can say that. And 
not a lot of industries can say that about their willingness 
to share that information with each other.”

Another way Reitman is weathering the slow times is 
by keeping her staff of 11 employees (including two sons) 
busy, employed and working. With business down by 15 
percent compared to this time last year, she is thankful for 
her cash reserves. She sees these tough times as an oppor-
tunity to show loyalty to her staff for their faithfulness and 
service to her over the years. Her team is using this down 
time to get ready for the busier times ahead, such as:

• Cleaning out old lines of inventory.
• Organizing and clearing aisles in the warehouse. 
•  Doing inspections and repairs on equipment and 

safety measures.

 WEATHERING DIFFICULT TIMES
Resiliency, 
Preparation    
 Are Key
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•  Looking at how they can better improve their daily 
process.

Traffic patterns are down by 67 percent in her area. 
She believes that when the time comes for shelter in place 
orders to be lifted, business will pick up and get busier. 
More people will be driving, accidents will increase, 
which will create demand.

Reitman also recalls that in past economic downturns 
like the recession of 2008, she saw people investing in 
their existing cars with needed repairs rather than buying 
a new vehicle. This will in turn create many opportu-
nities to service garages and DIYers who make up her 
customer base.

She is also very thankful to ARA for its efforts to sup-
port their members during this tough time.

“They give us valuable info every day,” says Reitman. 
“They’ve also talked to vendors to give us virtual 
training. I don’t see this kind of support in other 
industries.”

She urges other recyclers to hang in there, work hard 
and use these slow times wisely. 

“We can’t get discouraged,” she says. “Stay your path 
and adjust as necessary. I believe that we will weather the 
storm. It’s only temporary, and it will get better.” 

Past COVID-19 –  
What will the New Normal be?
By Marty Hollingshead of
Northlake Auto Recyclers

Whether you are a small business owner, 
a fortune 500 company, or the average 
working person, this is the question that 
you are now pondering. This has hit us 

fast and hit us hard, and the unfortunate thing is that we 
are really not sure when it will end. Also when this is over 
what will the new normal be?

At the present time (April 13th), this is what we do 
know. By “social distancing” we seem to have flattened the 
curve. The flattened economy is basically in what can be 
referred to as a drug-induced coma. Unemployment is off 
the charts. People that are layed off are wondering if they 
will have a job to come back to, as well as knowing how 
they will make ends meet. These are anxious and uncertain 
times for sure. Business owners, both large and small, are 
wondering how and if they will come out of this. 

The bad thing is, this could very well be for our genera-
tion, the equivalent of World War II and the Great Depres-
sion rolled into one. The only good thing to say is, hope-
fully this will only last months and not years. 

There are some businesses that will never be the same. 
Some will not recover. The ones that will survive and 
thrive will be the ones that are able to change and adapt.

Travel, tourism, entertainment, or anything else for that 
matter that results in large gatherings of people, will prob-
ably never be the same. 

Will we ever shake hands again?
We in the automotive recycling business are fortunate, 

as we were determined to be an essential business. While 
things have changed for us in what we do and how we 
do it in regards to servicing our customers, we have been 
allowed to keep our doors open. The government has 
stepped up with the Payroll Protection Program (PPP). 
While this will definitely be a help to all businesses, it will 
probably only cover a portion of what we will all lose. 

In times of crisis, this is where good leadership is crit-
ical. Employees have to have confidence in the boss. The 
boss has to communicate the current situation honestly to 
his employees. Whether it is good or bad, popular or not, 
people need to know the truth and be treated with dignity. 
There have actually been companies that have laid people 
off via an e-mail.  

For us as auto recyclers, having to lay people off is 
one of the most difficult decisions that we would have 
to make. For some, unfortunately, there may be no other 
choice. I told my employees that I will keep all of them 
working as long as we remain an essential business. If we 
have to close our doors, I will continue to pay them.  
Our plan is to work on projects; get our house in order. 
Our goal is to hope to say when this does end that we kept 

How automotive 
recyclers and 
industry service 
providers are 
managing during 
the current crisis.
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our doors open, everyone worked, and we continued to 
service our customers.

As I said before this will affect us all. A/R aging will 
increase; it will take all of our open account customers, 
whether they are other recyclers or our shop customers, 
longer to pay their bills. We will need to be patient with 
them. My approach is this: for my open accounts that 
have a history of being current on their bill nothing has 
changed. We will continue to extend credit terms to them. 
For those that are slow pay, we will watch them closely. 
For those that we have to chase for our money, it will now 
be C.O.D or not at all. 

Know this: In times of crisis everyone shows their true 
colors. Do your very best to support and stand by those 
you employ as well as those you deal with. As bad as 
things may seem right now, it will pass. What you do or 
don’t do will be remembered long after this is over. Your 
employees are your company’s greatest asset, and we will 
all need them when this ends. 

One of the wisest persons in my life was Erwin “Bud” 
Zalon from C & J Auto Parts. I still remember back in 
1975 when I was only 19 what he once told me when 
he made a mistake on my paycheck in my favor. When I 
brought it to his attention, he said yes, he made a mistake, 
but then told me I could keep it (it was $200.00 which 
was about 900 bucks in today’s dollars). He told me,  
“In business, you should always take care of your help, 
your suppliers, and your customers.” I think of what he 
said every day. 

Back in 1943, ARA, your association, was formed out 
of adversity. We have survived for 77 years, and we will 
survive this. We are relevant, we are needed, and we are an 
important part of the automotive industry. We are “ROE”! 

Possibly after this is over, we will be recognized for all 
we do, and get the respect we deserve. Maybe the OEMs 
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will now realize that we are not their adversary, we are a 
viable partner. 

 This will be one for the history books, no doubt. 
Keep calm, don’t panic, and we will all get through this 

together. In these tough times we all have to put others 
ahead of ourselves, make sacrifices, and do what’s best for 
all. Remember the doctors, nurses, and first responders 
– these folks have put themselves in harm’s way to serve 
and help us all. In this crisis, they are the True Heroes!

Automotive Recycling During 
the COVID-19 Crisis 2020
By Mike Swift of Swift’s Trails End Auto Recycling

Just weeks ago, I was in Kearny, Nebraska with 
fellow auto recyclers to learn new and better 
ways to make more money and make sure we 
were all on the right path to increase sales and 

cut overhead.
Then weeks later, we are suddenly in survival mode, 

filling out applications for the PPP and other disaster relief, 
while talking to the banks to see if we can get any of the 
help being offered. I filed for disaster relief on April 6, 2020 
and the SBA gave us an application number. Only later did 
we, and everyone else, come to find out that the number 
given was not a traceable number. It is frustrating to be 
waiting, with no way to find out the status of the loan.

As Americans, we all watch the news now more than 
ever, not to discuss politics, but with hope to find out 
what we can do to fight off this pandemic. We hear con-
flicting information and a lot of do’s and don’ts, and 
changing advice. We went from don’t wear a mask to 
wear a mask in a matter of weeks. 

In our business, we have sign after sign to help everyone 
follow the guidelines. “Stay back 6 feet.” “Please call 
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before you enter the business,” and the like. We have sets 
of tires in front of the counter with a rope up to keep 
people back. We are just trying to do our part to keep 
employees and customers safe.

Sadly, we have noticed a 50 percent reduction in busi-
ness. We have seen a 75 percent drop in scrap prices and 
also precious metals. We are still processing vehicles and 
operating, but phone calls and customer orders are down. 

I can tell you, honestly, I have good days, I have bad 
days. I have good minutes and bad minutes. But, we are 
trying to keep things positive.

What I hate most about the world today – there is no way 
to plan. Everything is up in the air. There is no concrete way 
to figure out what can we do. It is hard to think ahead. I 
wish that we had a hard plan for when this war ends. 

Our biggest concern is that our employees get paid, 
that we can pay our bills – especially our payments to the 
bank, the Internet bill, the YMS bill – all the things we 
need to continue to operate.

The one thing we know is that we are not alone. I would 
encourage all owners to make sure that we are taking 
advantage of opportunities to listen to online training 
sessions and discussions from experts. It is vital to gather 
information as to how they see the industry and what 
they think will help us all stay in business and increase our 
business. ARA, URG and others are making sure that there 
are new things to learn and topics to help us through now 
and the future. Take the time to watch what they offer and 
make sure to include your employees.

I really wish I had answers but I am learning every 
moment of every day. I have hope that we all get through 
this and will see a vital future again in our lives and in our 
industry. I try to be positive and not to think negatively, 
but I am still very cautious about what this world will 
become and what the new normal will be. 

In my opinion, I think Zoom calls are the future. I think 
that travel will be down for years – I just don’t see the con-
sumer confidence coming back too fast. The things we did 
weeks and months ago are never going to be the same. 

Just think about 9/11 and how that changed things, 
like our experience at the airport. I have no idea what the 
change is going to be from this crisis. But, I pray for our 
leaders. All of them. I can’t imagine being in charge of a 
city, state or country.

Keep the faith.  Keep the hope.
When our Dad was going through a tough time, he 

would say what is now a family saying –“When the world 
says ‘GIVE UP,’ Hope whispers, ‘Try it one more time.’”

#KeepMoving
By Shannon Nordstrom  
of Nordstrom’s Automotive

W e are not setting any records, but we 
are staying busy. Our staff is complete, 
and we have a few folks coming and 
going to be cautious as situations arise, 

but as of now, we have had no positive COVID-19 cases 
among our employees.  

We had a meeting with staff early on guessing how 
this could go. We spread people out around the building, 
since we have the room now, and we canceled all face-
to-face meetings for the time being, even with staff. We 
have maintained, however, our annual review schedules 
to make sure we let the staff know our commitment to 
them has not changed. We have put in our barriers and 
limited the number of people in our offices at once, both 
at the full-service and Ewe Pullet Self-Service. 

We told our staff our goal, was to #KEEPGOING and 
that has been our hashtag.  I should add, with our sig-
nage and messaging to the customers, we are compelling 
them to be smart and help us stay open for them as an 
essential business for their essential parts needs. 

I put together a private Facebook group that I can 
record video messages and send out positive stuff. The 
staff has responded well to that forum to communicate 
more “big picture” information to the staff.

We just instituted our Nordstrom’s Team Funny Farm 
Stimulus program, giving every staff member an addi-
tional $200 dollars per week. They can use this money 
to help cover some of the rising costs of living. We are 
going to do that for 4 pay periods. All staff get the same 
amount; we are in this together.

We are looking at modifying what would normally be 
earmarked for part of the profit sharing for 401k, and 
putting it in people’s pockets now, when many need it to 
cover the rising cost of food, etc.

I told everyone, “We have not come this far, just to  
get this far, we have to do everything we can to safely  
#KeepMoving.”     

CANI is still our charge, it has not changed – Constant 
and Never-ending Improvement.  And in the end, I stand 
on our rock of faith, knowing there is a bigger picture, 
and we want to be a bright beacon for others.   

It is much easier to have this approach I am sure, in a 
state that has had executive recommendations, but never 
a mandatory shelter in place. This is our experience.

Do your very best to support and stand by those you employ as 
well as those you deal with. As bad as things may seem right now,  
it will pass. Your employees are your company’s greatest asset,  
and we will all need them when this ends. – Marty Hollingshead
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Tony Quarno, Quarno’s Auto Salvage:
We are still open for business. Only minor changes after some 

lengthy discussions with my guys and they were all ok with 

continuing to work. 

We are making sure customers are staying back away from 

the sales counter by stacking tires in front. These are good tires 

for sale so there is also a little marketing there. I have seen 

some recyclers put up Lexan or Plexiglas shields in front of their 

counters.

We are wiping down everything with bleach multiple times 

per day, however we have always had a morning cleaning 

routine. EVERYBODY cleans for the first half hour we open. 

Whether it be cleaning bathrooms or breakrooms, sweeping 

floors, wiping down counters and phones, or cleaning out 

buildings and dismantle bays. So the only real transition there 

was using more bleach. 

We are keeping hand sanitizer and Clorox wipes at the sales 

counter and clean the credit card machine after every use. That 

is the only real place we come in contact with the customer. 

That and cash, thus the hand sanitizer.

We have had several meetings about current updates from 

local, state, and federal authorities about social distancing and 

shelter-in-place orders. And I have been stern about them 

adhering to these rules whether you agree with them or not. 

I  explained that because it is difficult to distance at work, they 

would be putting everyone else at work at risk.

We have also notified our customers through social media 

and on call-in orders that we would prefer to have customers 

prepay for orders and we will have those orders ready for 

curbside pick up. We can leave them in a rack for customers to 

retrieve themselves or they can pull in and we can load them 

up without them even getting out of their vehicles. We have 

even pushed shipping options and I will likely offer discounted 

shipping rates, possibly free.

We have also notified wholesale customers that we can drop 

off orders outside their businesses with no need for them to 

sign for the delivery.

We have seen a small decline in sales. Maybe 10%. But my 

biggest concern is the effects on commodity markets. Prices 

were already low as a result of trade/tariff wars with China.  

But recently I have found that some of our scrap and core 

customers aren‘t buying at all. Furthermore, I don‘t expect some 

of these markets to recover for at least 6 months, maybe years. I 

am also concerned about the effect the CARES act will have on 

these markets. If the dollar is weakened, prices will continue to 

stay low if not fall further.

l
Steve Holland, Brandon Auto Salvage: 

My shipping office usually has 2 people in all the time, 

and we had a meeting and I said to only have one person at 

a time. They put up a chain in the doorway to help remember 

not to walk in there. We’re having people work at least 6 feet 

apart, but they’re human and they sometimes forget to stay 

far enough apart. My people are normally walking around 

working, whereas a few have decided to wear a mask. We 

roped off the front counter to keep customers 6 feet away.

I had 2 employees who thought they had coronavirus two 

months ago. It knocked them down in a bed for 2 days, and 

one guy came in to work but had to go back home. Fortunately, 

we still have customers walking in and calling us. 

l
Eddie Rodriguez, Branif Auto Salvage: 

We are doing well. We are still open but preparing for 

changes which may come. Sales have slowed but we are ready. 

I saw Shan McMillion at Cocoa Auto Salvage last week and she 

was also in preparation mode. We agreed this will make us 

stronger and more efficient.

l
Leigh Ann Sharon, Landress Auto Wrecking: 

One of FADRA’s original members is still going strong, says 

Bobby Davis, and coping with the pandemic. “In response 

to the COVID-19, we set up a pavilion with table and chairs 

just outside of our office entrance for customers. They either 

place their orders by phone, or we have an attendant out 

front that serves them by taking their order and bringing out 

their part to them. If it is a larger item, such as an engine or 

transmission, he then directs them to the loading area. After 

he processes their transaction, of course. We have designated 

hours each day for this service. It is working nicely; customers 

appreciate the extra effort!”
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Automotive Recyclers & Suppliers 
Reflect on the Times
Responses compiled by Bobby Davis

Bobby Davis is an editor and writer who has worked 

in association management, including with FADRA, 

since 1987. He edits the FADRA News.
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Donna Spivey, Spivey’s Auto Salvage:
We are extremely proactive and buzzing in our 

customers in a controlled manner. Customers seem to 

be perfectly fine with that practice. We are fortunate 

to have a great facility for our employees and are 

distancing everyone’s work area. Sanitizing any 

communal areas after each use and simply enduring 

with as positive attitude as possible.

l
Jim Butler, Butler’s Auto Recycling: 

We’re blessed up here in [Florida‘s] Panhandle; as 

of today (March 27), none of our team or their families 

have been affected. We have a few already working from home 

and we have been taking a few extra precautions. 

1. Frequent wipe-downs of all the high-traffic areas. 

2. Constructing barriers to help with social distancing

3.  Providing our delivery drivers with PPE and changing how 

we handle payments. Customers place payments and are 

provided envelopes. We have suspended the practice of 

the customer signing the tablets. 

4. Rearranged the dining area to help with social distancing. 

5.  Asked for electronic payments as much as possible to 

reduce the need for touching cash, checks, or cards. 

l
Francine Ingui, 98 Auto Recyclers: 

We are trying to come up with ideas to keep business going 

and our employees gainfully employed and healthy. Of course 

this is a challenge!

We have locked our showroom and are requesting retail 

customers to call us ahead of time so that orders can be 

prepared, and we will call when ready. In the case that they 

haven’t called ahead or read the post on our Facebook page, we 

have signs on our door asking them to call from the parking lot 

and wait in their cars until the order is ready.

They can either prepay with credit or come in after the part is 

brought out to the vehicle. We are encouraging only necessary 

parts at this time; no window shoppers. If a customer needs to 

come in to pay, there is a “one person at a time” rule and we 

have made a barrier of tires and car seats leading up to the 

credit card terminal/sales area.

We are still delivering to wholesale customers, and of course 

we ship UPS daily nationwide as well as LTL freight. We are 

taking this very seriously and can’t stress enough the concern 

we have for our employees as well as patrons.

It is, however, disheartening to see many patrons annoyed 

and not taking this as seriously as they should. It is a battle we 

fight every day as we try to accommodate the public and keep 

ourselves and our employees safe without laying anyone off. 

Safety is our priority, as well as the well-being and job security 

of our employees.

Wishing our salvage community safety and good health in 

this unsettling time.

l
David Foster, Foster’s Auto Crushing: 

We are doing great personally, but business is super 

slow. Everything here [in Jacksonville] is basically shut down 

as well. It is getting crazier every day. On the other hand, we 

opened a new u-pull-it yard. It can be reached at alligatorrent@

outlook.com.

l
Maegan Quinn, Fenix Parts:

Being essential has essentially changed everything.

We are truly grateful to be open and deemed essential. 

However, being essential has brought with it some necessary, 

fundamental changes to the way we do business. Change is 

often difficult without a good reason. Fortunately, there are no 

better reasons than having a job and maintaining your health. 

First, we started by educating our teams about the virus, how 

to avoid getting it or spreading it to others. Our initial focus was 

personal hygiene and environmental cleanliness.  We held 
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training seminars and virtual meetings to review hand washing 

techniques, created rigorous cleaning schedules, and implement- 

ed protocols to hold each other accountable to the new standards. 

We posted the information to a shared internal folder. 

Next, we moved on to creating space between our employees.  

We closed our breakrooms and held meetings virtually, instead 

of face to face. Our salespeople and administrative staff were 

encouraged to work from home. We divided the onsite staff into 

“pods” of 4-6 people from different job types. Each pod stayed 

at least 6 feet from the other pods. Now, if someone gets sick in 

one of the pods, just that pod is quarantined instead of shutting 

down the entire site. 

We also implemented new procedures to create space with 

our retail customers. We closed our lobbies to the general public.  

Currently, all customer pick ups must be pre-paid and are 

available for curbside pick up only. For the sites in states that do 

not allow customer pick up of any kind, we direct ship or deliver 

to non-commercial residences. 

In order to create space between our drivers and commercial 

customers, we stopped offering the “Cash On Delivery” (COD) 

payment option for our local deliveries to minimize contact. Now, 

these customers are on a credit account, or prepay with a credit 

card. Customers are also not required to sign for deliveries. We 

might get the name of the person who accepted the order, but 

otherwise our drivers drop and go.

Of the changes we’ve made so far, our policies concerning 

customer pick-ups and COD orders have been the most 

beneficial for our business. Everything we pull gets picked up.  

Our drivers are spending between 5-10 minutes less per stop.  

No more waiting for someone to write a check, run to the ATM, 

or come up with an extra $15 when they’re short on an invoice. 

Can you image having no outstanding COD’s…? So, we take the 

good with the bad and move forward. 

None of the changes we’ve made would have been possible 

without consistent, transparent, and regular communication 

between our teams and customers. As I write this, we are 

changing our onsite procedures to include taking temperatures 

and wearing facemasks. I am sure by the time this article is 

published there will be several other changes… I might be 

writing part two from inside a bubble instead of a walk-in closet. 

As Theodore Roosevelt said, “Do what you can, with what you 

have, where you are.” Our next part in this series will continue 

our journey on doing just that. 

l
Marcin Ladowski, CarBrain: 

“At CarBrain, we help supply recyclers with inventory by 

buying damaged cars across the country. Normally we do this 

from our office based in Miami. However, like many businesses 

in the United States, we’ve been impacted by the coronavirus. 

“In order to protect the health of our employees, we have 

adapted our call center operations, enabling our staff to work 

from home without interruption. That means CarBrain operations 

have not been halted by the coronavirus. Instead, we continue to 

purchase vehicles on a daily basis. 

“We partner with local recyclers nationwide, helping 

businesses receive the inventory they need. We’ve moved our 

call center fully online and intend to continue working with our 

recycling partners moving forward.”

l
Car-Part.com: 

Roger and Jeff Schroder sent an email to all customers as the 

shutdown advanced over the country, says Bobby Davis. It said: 

“With the coronavirus (COVID-19) affecting communities, 

families, and people around the world, this is a difficult time for 

all of us. Our hearts go out to all those who have been affected. 

At Car-Part.com, our priority is the health and well-being of our 

employees and customers.

“We have taken several steps to help lessen the potential 

impact of COVID-19 on our communities and our business. In 

accordance with orders and other guidance from authorities, we 

have moved our entire workforce to working remotely. We have 

also instructed our sales and support teams not to visit customers 

in person at this time. In accordance with our own pandemic 

response plan, we are minimizing physical requirements at our 

two redundant Car-Part owned data centers and increasing our 

virtual/remote capabilities. 

“We have decided not to reduce our workforce at this time. 

Rather, we have made significant investments in equipment and 

technology so that we can continue providing our services and 

support while our teams work remotely. Our goal is to continue 

providing the industry-leading tools, training, and support that you 

need to maximize sales and efficiency during this difficult period. 

“We also realize that the COVID-19 pandemic has resulted 

in hardship for many of our customers. To help alleviate some of 

this hardship, we have adopted these COVID-19 relief initiatives:

• Temporary Reduction in Fees. Car-Part.com will provide 

part suppliers with a 10% discount on service fees during the 

months of April, May, and June 2020.

• Account Holds. From now until June 30, 2020, Car-Part.com 

will allow part suppliers to place their accounts on hold and 

remove their listings from our marketplace for up to 90 days (and 

any such accounts may be re-instated during this 90-day period 

without the normal activation/re-instatement fees).

• Free Upgrades of Select Tools and Services to Maximize 

Sales and Efficiency Opportunities. Car-Part.com is providing 

current auto recycling customers with free upgrades to certain 

products and services for a limited time. These upgrades are  

being offered to assist you in maximizing your part sales oppor- 

tunities and operational efficiency using your existing vehicles, 

parts, and people. Please contact your Car-Part sales rep for details.
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We are encouraging only necessary parts at this time;  
no window shoppers. – Francine Ingui
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“In addition, Car-Part.com is still providing our industry-

leading training at no charge to our customers. The current 

situation may provide an opportunity for you to catch up on 

training opportunities that you haven’t had time for yet.  

Our online training resources are available at http://products. 

car-part.com/webinars. If you are interested in training on  

tools or services that are not currently listed there, please contact 

your Car-Part sales or support rep. If you need help getting your 

employees set up to work remotely, or to update your Car-Part.com 

software, please call us.

“We are also working with industry organizations to help 

the auto recycling industry. We are donating up to $30,000 to 

an ARA COVID-19 relief fund (representing a $10,000 initial 

donation and up to an additional $20,000 to match donations 

from others). We are also donating up to $10,000 CAD to an Auto 

Recyclers of Canada (ARC) COVID-19 relief fund (representing a 

$5,000 CAD initial donation and up to an additional $5,000 CAD 

to match donations from others). 

“We are committed to supporting our customers, employees, 

and communities. We will continue monitoring the guidance 

provided by public health officials and governmental agencies, 

so we can be the best partner in finding solutions to problems 

arising from COVID-19. We will also strive to update you promptly 

with any updates to our relief initiatives. To follow future updates, 

visit our website at Car-Part.com or follow us on social media. 

We invite you to use the hashtag #RecyclersCare to join the 

conversation and share how you are helping in your community. 

 “Please take care of yourselves, and each other, and we will 

make it through this difficult time together.”

l
Betsy Finnell, Hotlines: 

Our Hotlines team has been working from home. So far, it’s 

been very productive for our whole team. In fact, we are going 

to keep everyone’s home office configuration in place once 

the stay-at-home orders are rescinded. This will give us the 

flexibility and responsiveness should we need to do this again in 

the future for either a resurgence of the virus or even for Midwest 

snowstorms.  

We have had a number of Hotlines members reach out 

to us due to concerns of shrinking local sales at their yards. 

Interestingly, these same members had extensive sales oppor- 

tunities in the form of Hotlines AutoMatches (other recyclers on 

Hotlines looking for parts in these members’ inventory). Many of 

these members had not been pro-actively responding to these 

Hotlines AutoMatch sales opportunities prior to this. When we 

pointed out these sales opportunities, many of them have started 
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taking advantage of these sales to supplement their reduced 

local sales. They are selling parts which were not moving 

locally at reasonable prices that they are happy with. Several of 

our members in harder hit areas are generating enough sales 

through Hotlines to keep their business running.

Additionally, more of our members are turning to Hotlines as 

a buying tool, purchasing parts from their exchange partners 

at better prices and giving those exchange partners sales 

opportunities that they wouldn’t have normally had.

Kirk Monger, Hollander: 
These are definitely strange times for all of us. 

Hollander started the week of March 9th having anyone that 

would be considered high risk to transition to working from 

home. As things started to escalate in the media that week, 

Hollander associates that were uncomfortable staying in the 

office and were able to work from home, were allowed to start 

working from home. Every day more associates transitioned to 

working remotely. March 18th Minnesota Governor Walz put a 

shelter-at-home order to take effect at midnight on the 20th.  

Since March 19th all Hollander associates have been working 

remote [until further notice]. 

Hollander (Solera) [at the time this was written] has not issued 

a blanket statement to our customers, but for the past few weeks 

we have been fielding calls from customers looking for help from 

us, and we are dealing with each customer individually according 

to their situation. Sales have been very slow. We recognize this 

is a time when customers need to be offering online selling, 

and we are offering a very aggressive campaign to help more 

sellers get set up and selling on eBay. We are also creating and 

posting eLink eBay training webinars, as well as Powerlink and 

Production Management webinars. 

l
Orlando Camacho, Manheim: 

At Manheim, our first priority is to keep all Manheim 

employees healthy and safe. Cox Enterprises has closed down 

the facility and has promised to pay all employees until May 1.  

We have been doing our auction sales via simulcast, with no 

buyers or sellers at the location. Manheim Central/Manheim 

Orlando has been communicating daily with our buyers 

and sellers, making sure they are connecting with them on 

everything we can to help them through this difficult time.

l
Caleb Lindquist, URG speaker, Alabama:

1: Added extra shifts working in rotation to limit group size 

in same areas. Zones are sanitized prior to next shift.

2: We ran double payroll this week in order to ensure 

employees had adequate cash on hand. Did estimated hours. 

We are just trusting employees will not abuse our generosity.

3: Gave “contingency” jobs to 30% of the staff. Tasks that 

they can handle from the home. Made sure they had “remote 

me in” software working from their side and knew specifically 

how to handle the tasks that they are to undertake in case we 

have to resort to this. Stressed the importance of “forwarding” 

our business even while in quarantine and that this is not 

vacation time.

4: Sat down with each employee one by one to ensure 

they really were personally prepared. Several somehow were 

overlooking crucial supplies to have on hand for their families. 

5: Conducted several firearms safety classes on site to brush 

up on safety, defense, and marksmanship. Additionally ensured 

adequate ammunition supply in homes. Hope it doesn’t get 

anywhere near this bad, however they will be prepared in 

worse case scenarios.

6: Double verified employees’ emergency contacts, phone, 

and any medical they wanted us to be aware of. It’s amazing 

how many are constantly changing their numbers.

l
Marcy King, RAS: 

As we all adapt to the “new” reality of the coronavirus, here 

is what is happening at Rebuilders Automotive Supply (RAS).

• Majority of office personnel is now working from home ... 

and it is working out great. Hours are the same 8:00 am to  

4:30 pm.

• Our Check-in Teams for COREs, CATs, and AIRBAGs 

continue to operate in our Production Area.

• For physical distancing, our Rhode Island warehouse staff 

has been divided into two shifts, 6:00 am to 12:30 pm and  

1:00 pm to 7:30 pm.

• Our facilities are staffed from 6:00 am to 4:30 pm with a 

Registered Nurse.

   n  All employees working will be subject to a DAILY 

temperature check prior to the start of their shift.

   n  All employees will be subject to a periodic medical 

questionnaire.

• Our Buy Door for local vendors is OPEN  - Visits by APPOINT- 

MENT ONLY. Regular business hours 8:00 am to 4:30 pm.

• All visitors, including vendors, suppliers, customers, 

truck drivers, delivery people, and any other person with a 

valid business reason to enter the facility will be subject to a 

temperature check and a medical questionnaire.

• All exterior doors will be closed and locked, and the 

entrance to the facility will be strictly through the main lobby.

• Signage indicating the traffic flow for employees to get to 

their workstation is posted.

• While a travel ban on flights has been implemented for 

trade shows, customer meetings, etc., we are still here on the 

phones, serving our customers every day.

• Road buying has been suspended.

• Freight continues to roll at RAS - inbound and outbound.

• Recalled airbags, cores, and converters continue to arrive 

at  RAS for processing.

• Payments are being dispatched as usual.

• For catalytic converters, our smelters and refiners are 

continuing operations.

Let’s all be safe! RAS values the health and safety of all!  

Please take care of yourself and your loved ones! Please 

exercise caution while out and about!   

W
E

IG
H

IN
G

 I
N



Automotive Recycling  May-June 2020 // 49

  THE COVID-19 CHALLENGE

Lifelines  
 of Relief
Businesses large and small, battered by 

the effects of the COVID-19 outbreak, 
are seeking assistance from all quar-
ters to deal with mandated closures 
and quarantines, growing employee 
illnesses, and reduced customer 
counts. Employees are also grasping 
for lifelines to deal with their own 

sickness or that of a loved one or child. 
Elected officials have rushed to the rescue. Federal, state 

and local governments are rolling out grants, offering low 
interest loans, funding sick pay, and beefing up unemploy-
ment insurance programs.

Family First
Of the many government assistance programs, per-

haps the most dramatic is the Families First Coronavirus 
Response Act (FFCRA), signed into law on March 18, 
2020 by President Trump and effective until the end of this 
year. The FFCRA helps employees weather the Covid-19 

Government 
agencies lend 
helping hands 
to struggling 
businesses and 
their employees. 
By Phillip M. Perry
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storm by mandating – and funding – sick leave over and 
above normal levels.

Two components of the law help workers affected by 
the COVID-19 outbreak. The first, the Emergency Paid 
Sick Leave Act (EPSLA) mandates and funds two weeks 
of paid sick leave. The second, the Emergency Family and 
Medical Leave Expansion Act (EFMLEA) expands the 
provisions of the Family Medical Leave Act (FMLA) to 
provide additional sick leave funding for employees under 
certain circumstances.

“The provisions of the FFCRA allow employers to 
keep their workers on payroll and ensure that they are 
not forced to choose between their paychecks and public 
health measures needed to combat the coronavirus,” 
says Bill Hagaman, CEO of Withum, an advisory and 
accounting firm. “The law applies to employers with 
fewer than 500 workers – effectively putting small and 
medium-size employers on the same footing as large ones 
who have already been providing similar paid leave to 
their employees.” 
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More Sick Leave
The FFCRA mandates two weeks (up to 80 hours) of 

paid sick leave for full-time employees. Part-time workers 
are entitled to paid leave based on the average number of 
hours they work in a given two-week period. 

“The employee needs to meet one of the designated sce-
narios to qualify for the emergency paid sick leave,” says 
Christopher H. Jison, an attorney at Wessels Sherman, 
Minneapolis. These conditions include being quarantined, 
experiencing COVID-19 symptoms, or caring for a quar-
antined individual or for a son or daughter whose school 
or childcare facility is closed due to COVID-19. “There 
is also a catch-all provision,” says Jison. “If a situation 
similar to these scenarios comes up, the employee is also 
entitled to sick leave.”

The sick leave is paid:
•  At the regular rate of pay for any employee quar-

antined or experiencing COVID-19 symptoms and 
seeking medical diagnosis.

•  At two-thirds of the regular rate of pay for any 
employee caring for an individual subject to quaran-
tine, or for a child whose school or child-care facility  
is closed because of COVID-19.

There are limits to the amount of paid sick time.  
The cap is $511 per day if the employee is quarantined  
or experiencing symptoms of the virus and limited to 
$200 per day if the employee is caring for a child whose 
school or childcare center has been closed due to COVID-
19, or caring for a quarantined individual. 

One final thing: “Employees who are able to work from 
home are not entitled to emergency sick leave,” says Jison. 

Expanded Family Leave
The second portion of the FFCRA mandates an addi-

tional 10 days of unpaid and 10 weeks of paid family and 
medical leave (at two-thirds of the regular rate of pay) 
for workers who must care for a child whose school or 
childcare center is closed due to COVID-19. Such individ-
uals are only covered if they have worked at their current 
employer at least 30 days. The law limits this additional 
leave to $200 per day and $10,000 total per employee. 
Again, part-time employees are entitled to paid leave 
based on the average number of hours they work in a 
given two-week period.

Here’s where some smaller businesses get a break. The 
FFCRA exempts employers with fewer than 50 workers 
from the need to provide extended leave due to school or 
child-care center closings, if doing so would jeopardize the 
survival of the business. 

Who decides whether such leave would, in fact,  
threaten the business’s future? The statute had stated that 
the Department of Labor would have the authority to 
decide on a case by case basis. “The DOL quickly realized 
that approving individual exemptions would be an  
insurmountable task,” says Robin Samuel, partner in  
the Employment Practice Group of Baker McKenzie’s  

Los Angeles office. “So the agency decided to put the 
burden on each company to certify that it meets the DOL 
exemption standards.”

Businesses may qualify themselves for waivers of the 
requirement to provide leave due to school closings or 
child-care unavailability if an authorized officer of the 
business has determined one of three conditions:

•  The requested leave would result in the small busi-
ness’s “expenses and financial obligations exceeding 
available business revenues and cause the small busi-
ness to cease operating at a minimal capacity.”

•  The absence of the employees requesting such leave 
“would entail a substantial risk to the financial health 
or operational capabilities of the business because of 
their specialized skills, knowledge of the business, or 
responsibilities.”

•   The business lacks “sufficient workers who are able, 
willing, and qualified, and who will be available at 
the time and place needed, to perform the labor or 
services” currently being provided by the employees 
requesting such leave, and these services are needed 
for the small business “to operate at a minimal 
capacity.”

“The rule notes that employers should document when 
they make this determination and maintain such informa-
tion in their files,” says Susan Gross Sholinsky, vice chair 
of the Employment, Labor & Workforce Management 
practice of Epstein, Becker Green in New York. “But 
employers are not required to submit such documentation 
to the Department of Labor.”

Financial Reimbursement
Providing sick leave is expensive, and that’s where the 

same legislation lends employers a helping hand. They 
qualify for dollar-for-dollar reimbursement for all quali-
fying wages paid under the FFCRA. 

When the statute was first passed many businesses 
were concerned that the time delay required to receive 
reimbursements would create cash flow issues. But in 
early April the federal government took steps to ease the 
burden. 

“Businesses can now use the money they have set  
aside for payroll taxes to pay for the leave,” says Samuel. 
“If they do not have enough cash on hand they can apply 
for an advance refund and receive the money in a couple 
of weeks.” (To receive this refund businesses should use 
“IRS form 7200, Advance Payment of Employer Credits 
Due to COVID-19.” The form can be filed as often as  
necessary to maintain sufficient cash flow.)

Many employers face a larger challenge: How can they 
survive without sufficient hands on deck? “In my experi-
ence, employers are less concerned with the costs of pro-
viding the paid leave than with the number of employees 
who will seek to take the leave and therefore be unavail-
able to work,” says Sholinsky. “This is particularly true 
for businesses exempted from shelter in place orders,  

C
R

IS
IS

 P
L

A
N

N
IN

G



Automotive Recycling  May-June 2020 // 51

so that some or all of the employees are required to come 
into the workplace.”

Too, as with any new law there is the inevitable con-
fusion about details and resulting administrative disrup-
tions. “The DOL and IRS have been issuing new guidance 
practically daily,” says Samuel. “Much of the language has 
been inconsistent, at times even contradicting the language 
of the statute itself. So employers are often confused as 
to whether they have to comply with the law, and exactly 
how to comply.”

Two more important points: Employers may not dis-
criminate or retaliate against workers taking leave under 
the law. And returning employees must be placed in the 
same or equivalent job positions. 

The above description is a capsule summary of the 
FFCRA, which has many important qualifications.  
Details are available on the website of the U.S. Depart-
ment of Labor, at dol.gov. Search for “Families First  
Coronavirus Response Act.”

Washington Cares
The federal government has introduced another 

response to the COVID-19 outbreak: The Coronavirus 
Aid, Relief and Economic Security Act (CARES). Signed 
into law on March 27, 2020, the legislation has received 
much press for its tax-free payments of $1,200 for single 
adults ($2,400 for married couples) and an additional 
$500 per child. A phase-out of the payments begins at 
adjusted gross incomes of $75,000 for single taxpayers 
and $150,000 for married couples.

But CARES also showers small businesses with funds. 
These include a $10 billion commitment to SBA Economic 
Injury Disaster Loans (EIDL), including emergency cash 
grants of up to $10,000 per business. There is also a huge 
outlay of $349 billion earmarked for forgivable SBA 7(A) 
Paycheck Protection Loans (PPP). 

In late April, Congress replenished funding for this pro-
gram with $310 billion. And by mid-May, the government 
was preparing to liberalize the terms of the PPP loans. 
Notably, businesses were expected to be given more flex-
ibility in spending the money obtained through the loans, 
removing the restriction that 75 percent of the funds be 
spent on employee salaries. Additionally, businesses were 
expected to be given more than the original two months to 
spend the money. 

“The CARES act attempts to ease the burden on busi-
nesses as revenues decrease from the pandemic,” says 
Daniel Mayo, national lead for federal tax policy at 
Withum. The funds are intended to provide the liquidity 
required to allow businesses to survive this economic 
downturn and helps keep people employed.

Loans and Grants
The $10 billion devoted to EIDL loans may be used to 

pay fixed debts, payroll, accounts payable and other bills 
that otherwise would go unattended to because of the 

disaster’s impact. They are available for businesses with 
under 500 employees. The maximum loan is $2 million, 
the term is up to 30 years and the interest rate is 3.75%. 
They can be approved based solely on credit score and do 
not require tax returns.

As for those cash grants, businesses can apply online 
and can roll the funds over into a PPP loan if desired.  
Businesses wanting to take advantage of the cash grant 
program can obtain more information from the U.S.  
Small Business Administration (sba.gov).

Finally, the Paycheck Protection Program (PPP) forgiv-
able loans are also available to businesses with under 500 
employees. “The whole purpose of these loans is to bring 
everybody back to work,” says Frank Boutillette, a partner 
in financial services at Withum. Loans must be obtained 
prior to June 30, 2020, unless the program is extended.

The PPP funds may be used for payroll costs of 
$100,000 in wages per employee per year, as well as for 
other uses such as: mortgage, lease and utility payments, 
state and local compensation taxes, parental, family, med-
ical or sick leave, group health care, and retirement ben-
efits. (Excluded are payments made to a business’s inde-
pendent contractors, who can nevertheless apply for their 
own PPP loans).

Each business can obtain a maximum loan amount of 
the 250% of the average monthly payroll costs incurred 
during the one-year period prior to the date the loan is 
made. The terms, identical for all applicants, are two years 
for repayment at an interest rate of less than one percent. 

Businesses can apply for forgiveness of the PPP loans 
(turning them into direct grants) if funds are spent for 
permitted purposes during the eight-week period after the 
loans are made. “Forgiveness is based on the employer 
maintaining or quickly rehiring employees and main-
taining salary levels – and at least 75% of the forgiven 
amount must be put towards payroll costs,” says Sholin- 
sky. The forgiveness is reduced if employers reduce head 
counts or wages by certain amounts. 
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put them in place, as well as making the terms of existing 
programs more attractive to employers.” 

Workshare programs have pitfalls of their own. “States 
often have restrictions on their use,” says Samuel. “For 
example, many states disallow use of the programs as 
transitions to layoffs. That presents potential problems, 
because many employers are trying to figure out what they 
are doing as they go along, and they know they might have 
to go to layoffs at some point down the road. So they fear 
being penalized if they utilize the workshare program.”

States and municipalities are also providing employers 
with low interest loans and outright grants to keep 
workers on the payrolls. “Many cities are enacting emer-
gency sick leave or granting stipends to employees who 
have been laid off,” says Samuel. To qualify, businesses 
must usually show that the pandemic is causing a demon-
strable reduction in revenue or serious business harm.

Things can get a little chaotic because all levels of gov-
ernment are trying to put their fingers in the dike and their 
efforts often do not match up very well, says Samuel. “It can 
be difficult for businesses to understand their obligations.  
It shows that sometimes rushed legislation can create bigger 
problems. But you can’t fault governments for trying.”

Lessons Learned
The federal government continues to introduce inno-

vative programs to mitigate the effects of the COVID-19 
outbreak. In April the Federal Reserve set up a “Main 
Street Lending Fund” to offer $600 billion of four-year 
loans through commercial banks to small and mid-sized 
businesses. Terms will be 2.5% to 4% above the current 
secured overnight funding rate, which is close to zero. Prin-
cipal and interest payments will be deferred for one year. 

Employers are learning important lessons that may help 
transform the future workplace. “The silver lining to the out-
break is that we have learned to use technology a lot quicker 
than we thought we would,” says Hagaman. “We have fig-
ured out how to be very productive working remotely.” 

The outbreak has also highlighted the importance of 
caring for one’s fellow human beings. “On the whole I have 
been impressed by how far companies are going to pro-
tect their workforces,” says Samuel. “It was a far different 
case in the great recession of 2008-2009, when everyone 
seemed to be calculating only how to reduce business 
expenses. Now the human angle is much more prominent. 
There is a feeling that we are all in this together.   

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.

“The Payroll Protection Program is expected to be 
oversubscribed so we advise our clients to get their appli-
cations in as soon as possible,” says Samuel. “The major 
banks are struggling to implement the loan process. They 
say they do not yet have enough guidance from the regu-
latory agencies.”

Finally, the federal legislation has not overlooked larger 
employers. “The CARES loan program for mid-sized 
employers (between 500 to 10,000 employees) will be 
administered by the U.S. Department of the Treasury but 
is largely undefined and having difficulty getting off the 
ground,” says Sholinsky.

Tax Credits
The CARES Act offers additional benefits to employers:
•  Businesses of all sizes can take employee retention tax 

credits equal to 50% of the qualified wages paid from 
3/13/2020 through 12/31/2020 for organizations 
either fully or partially suspended due to a COVID-19- 
related shutdown order; or which experienced a 
decline in gross receipts of more than 50% compared 
to the same period the previous year. The credit is 
capped at the first $10,000 of wages per employee 
(including health benefits), so the maximum credit is 
$5,000 per employee.

•  Employers may defer payment of their share (6.2%) 
of the Social Security payroll tax, and 50% of self-em-
ployment taxes, for taxes due from 3/27/2020 through 
12/31/2020. The deferred amounts must be repaid the 
following year.

•  Net operating losses in tax years 2018, 2019, and 
2020 can be carried back five years. Amended returns 
need to be filed.

Many of the above provisions have important quali-
fications so businesses should consult their tax advisors 
for details. Employers may also benefit from additional 
CARES provisions which modify various accounting rules.

Workshare Programs
State and local governments are introducing more com-

prehensive “workshare” or “employee retention” programs 
designed to help employers avoid layoffs by bolstering the 
amount of unemployment insurance available for workers 
whose hours have been reduced. The programs allow 
employees to collect such insurance even when their hours 
have not been reduced enough to take them below the stat-
utory maximum to collect traditional unemployment. 

“Workshare programs are intended to let businesses 
cut their labor costs without incurring the stigma and 
disruption of layoffs,” says Samuel. “The CARES Act 
incentivizes states that don’t have workshare programs to 
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“It can be difficult for businesses to understand their obligations. 
It shows that sometimes rushed legislation can create bigger 
problems. But you can’t fault governments for trying.” – Robin Samuel
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H.O.W. Practical Business Advice 
for Automotive Recyclers 

HELPING OTHERS WIN

First, you need to open an eBay 
account and get a store subscrip-
tion. I would start out with the 
“BASIC” store and work your 
way up to bigger stores as you 

get more listings. You get 250 free listings. 
You won’t need more than this since eBay 
is going to limit your listings when you are 
brand new.

Sign up for PayPal. Make sure you link 
the eBay account to your PayPal account.  
I would not use eBay “Managed Payments” 
at this time, as some of eBay’s programs 
don’t work with Managed Payments. Also, 
be sure to add a link to your eBay store on 
your website. A lot of people forget to do 
this. I call it “free advertising.” 

Go in with the right mindset. I am 
always asked: “Is eBay as terrible as people 
say it is regarding returns?” When I give a 
class on selling parts online or on eBay, I 
ask this question to the group: “Is eBay a 
BEAST or a BURDEN?” 

Usually, about half of the class says 
“burden.” Another group just shrugs. 
About 10% of us say “BOTH!” Hahaha! 
It is BOTH! But a lot of times the “burden” 
group just didn’t do well when they first 
tried eBay. There are a LOT of tips and 
tricks that you need to know and some you 
just learn as you go! 

Feedback is king on eBay! You do not 
want negative feedback! Test the parts that 
you say you tested. Understand that “free 
shipping” and “free returns” are part of 
eBay life, but also know that most of my 
yard customers have less than 5% returns 
on eBay. That’s far better than what they 
have on local sales. Yes, once in a while, you 
will feel like you got taken, but the same 
thing happens now when a shop buys an 

engine brain box only to find out 
that it wasn’t the problem – and 
then sends it back as “no good.” 
Do your best to be honest on eBay 
and you will find out that the 
customers are a lot more forgiving 
on things like “light scratch on fender” or, 
“headlight is faded” as long as you tell them 
about it when you list the parts. 

You will also need an eBay template. If 
you’re using Checkmate Listing Manager 
for eBay (Car-Part’s eBay tool), our web 
team can get you a really nice one for  
$50-$75. They have a sample called the 
“Theresa Template” that they can demo  
for you. 

The next big question I get: What 
parts should I start selling on eBay? 

A lot of consultants will tell you to start 
big, with engines or transmissions. But I 
have my yard customers start small! We 
start with a lot of parts that will get you 
good feedback – low return items and 
things that the customers need! 

Here are a few of my favorites:
Jack & Tool Kits – This is a great one 

as it’s probably not going to get damaged 
during shipping and it’s an item the cus-
tomer really needs if they don’t have one.

Sun Visors – Make sure that you list the 
trim code and the color. If a customer can’t 
see to get home from work at night because 
his/her visor is broken, this is a great “non 
return” item. Make sure you note any flaws. 

Fuel Tank Doors – Be sure to put paint 
codes on your listing on Car-Part.com, eBay, 
or anywhere else that you sell parts. Paint 
codes sell parts! I have said it a hundred 
times, and I will say it again. No matter 
where you list your parts, please include 
your paint codes and paint names where 
you can. 

I have a 2011 Sonata. We all call it Blue 
or BLU (which means nothing to an eBay 

Getting Started on eBay 
By Theresa Colbert

customer). 
Hyundai calls 
it “Z3 New 
Blue Gray 
Metallic” 
which is very 

different from the other 6 blue paint codes 
that they also put on the Sonata in 2011. 

In this example, you might currently be 
writing descriptions like: 4dr, BLU, 2D1 (to 
anyone not in the recycling industry, this 
makes no sense!) We need to write it so the 
end user understands it.

For example: 2011 Sonata Fuel Tank 
Door Gas Cap Lid Paint Code=Z3 New 
Blue Gray Metallic *Lite Scratches*

This brings me to my next pet peeve on 
eBay: Key words. Use keywords. eBay does 
not need complete sentences and punctu-
ation. You only get 80 characters, so you 
have to be picky with your words while 
making sure everyone understands them. 

Here is an example: 
You might be writing descriptions that 

say: 11 Sonata Fuel Door. As a matter of 
fact, when I was looking on eBay for this 
fuel door, there must have been 50 or 60 of 
them that only said this. No color, no paint 
codes. Not even BLUE was listed. I could 
not tell by the pictures which one was mine, 
as they are so much alike. 

But if you use the example as I stated 
above, this should help your listings sell.

This is just a quick reference to get you 
started. If you have any questions please feel 
free to email me at TheresaC@Car-Part.com 
or text/call me at (859) 802-2382.   

As a hands-on representative for 

Car-Part.com, Theresa Colbert 

works with automotive recyclers to 

fit products in the Car-Part suite to 

their needs and shows them how they can optimize 

their part listings for online sales. With over 25 

years of industry experience, she has seen the auto 

recycling world from almost every point of view. 
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When an auto recy-
cler is considering 
opening their busi-
ness up to the world 
of ecommerce, there 

is no better platform than eBay Motors. 
With over 16 million parts 
buyers, eBay Motors is 
the world’s largest online 
marketplace for used parts. 
Selling on eBay no doubt 
provides great growth 
potential, but to take advan-
tage of eBay’s full potential, sellers (new 
and experienced) must become educated 
on the rules of the platform as well as the 
ever-changing trends of ecommerce as a 
whole. Learning the rules, starting small 
and slow, implementing best practices and 
planning for growth are all key to ensuring 
your long-term success. 

Learning the Rules
Prior to opening an eBay store, it is 

important to become familiar with eBay’s 
policies. These policies change frequently, 
and it is the seller’s responsibility to know 
when the changes happen and adjust their 
processes accordingly. Remember: eBay 
is bringing buyers from around the world 
to view your inventory. The seller will 
usually pay a fee to list the item and final 
value fee once that item sells. In return, 
eBay will create and maintain the platform, 
pay for marketing to attract buyers to the 
site, research market trends, and provide a 
trusted marketplace where consumers can 
purchase with confidence. 

Starting Small and Slow
For auto recyclers with thousands of 

parts in their inventory, starting out can 
be an overwhelming experience. Having 
the right software can help mitigate this 
by making it easier to find, filter and list 

• Photos – Pictures are a key part of 
a consumer’s decision-making process. 
Taking clear photos of the part, high-
lighting any flaws, and using a white back-
ground will help increase your sales con-
versions and help to reduce returns.  

• Seller Level – eBay will assess your 
seller account on the 20th of each month 
based on the quality of service you provide 
to buyers. Your seller level will play a large 
role in how much visibility your listings 
will get in search results, and ultimately 
your sales. 

Planning for Growth
It’s important to remember the world of 

ecommerce is always changing. As eBay 
Specialists at Hollander, we understand 
every yard comes with a unique set of chal-
lenges and opportunities. What works for 
some may not always work for others. Our 
role is to understand your business goals 
and, with the help of our eBay partners, 
build a roadmap that will ensure long-
term sales growth for you on the platform. 
Happy selling!  
Amanda Urban & Ray Butler are eBay Sales 

Specialists with Hollander. They can be reached at 

ebay@hollanderparts.com.

eBay for Automotive Recyclers: 
Best Practices and Planning for Success 
By Amanda Urban and Ray Butler

hundreds or thousands of parts at once 
with just a few clicks. Even with the right 
listing tool in place, beginners need to 
start small and focus on growing your 
business methodically, one step at a time. 
Focus on improving your processes around 

the following three compo-
nents: Listing, Order Fulfill-
ment and Getting Paid. 

• Listing – Taking high-
quality photos, competitive 
pricing, writing good titles 
and descriptions with high-

volume keywords that buyers are likely to 
use in a search.

• Order Fulfillment – Communication 
with buyers pre- and post-sale, setting up 
your shipping policies and handling returns 
in a timely matter will be a continuous 
effort.

• Getting Paid – There are two ways to 
get paid on eBay, by setting up a PayPal 
account or using eBay’s new Managed 
Payments. Choose a payment method and 
consider re-investing some of your earn-
ings into additional marketing, staff and 
other avenues that will help grow your 
ecommerce. 

Implementing Best-Practices
What makes a successful eBay listing? 

What will it take to have higher rankings 
and come up #1 in search? We could write 
pages on best practices for Search Engine 
Optimization (SEO), however, the core 
fundamentals have always remained the 
same: 

• Titles – Use keywords that buyers will 
use in a search. AVOID USING ALL CAPS 
ON EVERY WORD and avoid using spe-
cial characters (!?$#@^&). 

• Description – Clearly describing the 
part, along with any flaws, will help estab-
lish trust with your buyers and reduce 
potential returns.  

H.O.W.
HELPING OTHERS WIN

Learning the rules,  
starting small and slow, 

and planning for growth are  
all key to ensuring your 

long-term success. 
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      Recycler to Watch

        Anthony Wahl

Humble Beginnings

Wahl To Wahl Auto Parts 
was founded by my father, 
Andrew Wahl, in 1991.  
It started out as a few junk 
cars in a field in the middle 
of nowhere in Cooperstown, 

NY. He started collecting them for parts for his own 
cars, and gradually started 
collecting enough to start 
selling parts to his friends. He 
collected so many, the town 
stepped in and told him he had 
to get rid of all of the cars to 
comply with the new zoning 
laws, or get a dismantler license. He got the license, and 
Wahl To Wahl Auto Parts was born. 

The company grew very grass roots, with my father 
dragging cars in with a rope or chain. His first office was 
an old school bus with a desk, phone, and a woodstove 
to keep him warm. Over the years, he added a small car 
dealership and a garage. When I got out of the Navy, I 
started working at the business part time during sum-
mers and breaks during college. After I graduated from 
college in 2008, I started working full time with my 
father. I became the owner after my father passed  
unexpectedly in January 2011.

The Business
Size of facility: We have 34 acres of property, but 

about 20 of it is used for the salvage yard. We used to 
have over 2,000 cars when my father was running it, 
but now keep closer to around 600 cars on hand. 

Number of employees: We have 9 employees right 
now and are in process of hiring another. This number 
has fluctuated greatly over the years. When my father 
passed there were two employees, and we grew to 12 
at one point. With all of the new technology we use, 
machines, tools, and a higher skill level team, we are 
able to do more with less. We run more efficiently with 
less people. 

Number of vehicles cars processed per year: This 
depends greatly on the year and market prices and con-
ditions. On average, I’d say about 400 a year.

Specialties: I wouldn’t say we have any specialties. 
We used to be the old-school style yard that had all 
the old stuff. My father was into old cars and some of 
them that I crushed had been sitting in the same spot 
for 25+ years with trees growing through the middle of 
them. I have taken it in another direction and moved 
away from older stuff and have moved toward late 
model cars. We buy a mix of auction vehicles and local 
cars from individuals and shops. Subarus are big in our 
area, so we deal with a lot of Subarus and usually have 
a plenty of those for parts. 
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Getting Down to Business  
How did you get into automotive recycling? I got my 

degrees in economics and business because I wanted to 
work on Wall Street or do something with investments. 
The year I graduated, 2008, was not the best year to start a 
career in that industry. So, I decided to go help my dad out 
with his business until I figured something out. I’m still here.

Who are your “heroes” in the business who directly or 
indirectly mentor you or whom you follow? And why? 
First would be Ron Matthews from Car-Part.com. When 
I started at Wahl To Wahl Auto Parts full time, we had no 
inventory system, no computer, no Internet, no shipping, 
no credit cards, and no deliveries. It was a pretty bare 
bones old school style yard as you can think of. One of 
my first projects when I got there was to get a computer 
and an inventory management system. That led me to 
meeting Ron Matthews, as he was my area’s sales rep for 
Checkmate. 

He highly encouraged me to attend my first ARANY 
convention and check out all of the systems and he would 
show me Checkmate. I went and learned a lot, and had a 
great time. Ron introduced me to tons of people at the con-
vention and really made me feel welcomed, even though 
I didn’t know a single person there. He took the time to 
introduce me to people from other yards and vendors. 

Ever since then, we have been friends and every time we 
are at any convention or meeting together, he always goes 
out of his way to introduce me to people in the industry 
or people he thinks I should meet. I truly believe that if 
Ron Matthews had not taken so much time to talk to me 
about auto recycling and make me feel welcomed in the 
beginning, I would not be in the industry today. We need 
more people like Ron in this industry. 

Second would be my Car-Part round table groups. 
One of the biggest professional mistakes I made was not 
joining a roundtable group my first year as an owner. I 
inherited a big messy old junk yard and I wanted to turn 
it into a modern day auto recycling facility. There were 
hundreds, if not thousands, of things I knew I had to 
do. Some of them very basic like inventory cars into my 
system, and infrastructure. 

In 2017 when I went to my first roundtable meeting, 
I realized that I wasted a lot of time and money trying 
to do a lot of wrong things the right way. I realized that 
I was doing many things just because that is what my 
father always did, and might not be the best things to get 
me to my goals. At that time, I had only seen a couple 
other yards in my whole life, so I really had no idea how 
differently other recyclers did things. 

After my first meeting, I came back with a completely 
new vision for the company, and began making major 
changes in everything that we did and how we did it. 
After my second meeting, I did it again. To this day, on 
my way home from any group meeting, I make a list of 
things I learned, ideas and changes I am going to make 
when I return back to work. When the group came to my 
yard a year and a half ago, I made a list of 30 changes to 
make when they left based on all of their suggestions. We 
completed them all in six months. 

Now, the only constant in my company, is change. 
Third, I would say my current ARA mentor Dan 

Marks, from Marks Auto Parts. During the ARANY con-
vention last year I asked him if he would be my mentor 
this year. I don’t think he had any idea what he was get-
ting himself into ... haha. In the very beginning, I sent him 
a pretty detailed list of what I wanted from him as my 
mentor that including weekly Zoom meetings, monthly 

Meredith Rider and Anthony Wahl welcomed baby Stella to the Wahl to Wahl Auto Parts family during the COVID-19 chaos.
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9113 Church Street
Manassas, VA 20110
(571) 208-0428
staff@a-r-a.org
www.a-r-a.org

PEER-TO-PEER MENTORING is offered through 
ARA’s newest empowerment program. Monitored by the ARA, 
mentoring is available to any auto recycling facility owner  
or manager who is looking for a fresh perspective on their 
business strategy and daily business operations. 
     Mentors & Mentees are paired based on criteria developed 
to create a successful match.  

BECOME A MENTOR OR BE MENTORED:   Email staff@a-r-a.org to receive more information and to request  
an application. FILL OUT an application to enroll in the year-long program. You will be matched with a Mentor or Mentee.  
It is the responsibility of the paired parties to develop communication systems that work for both parties.  

ENROLL TODAY!

“As an industry, we have to  
get past the idea that we have  
the secret sauce to success.  
There are others who are probably 
doing what you are doing.    
     Sharing your current processes 
and standards gets you to think 
about what you are doing, and 
gives you a chance to look at other 
ways to do it.  
    I am a firm believer that if you 
are the smartest person in the room, 
then you are in the wrong room.”       

    –  Chad Counselman, 
Counselman Auto Recycling

When one rises, we all rise. The most current data that we have shows that automotive recyclers are failing at a rate of  
6 percent per year. ARA is working to do everything possible to slow, stop, or reverse this trend.
ARA is working to identify leading-edge facility owners who want to mentor those who want to advance their skillset, and 
adapt to change. Facility owners who have seen success in recent years bring fresh insight into business practices to others. 
Any owner or general manager interested in being a mentor or mentee should reach out to any member of the ARA Executive 
Committee or email staff@a-r-a.org for more information. 
ARA will pair facilities that are not competitors, yet have similarities as in YMS, buying practices, and other factors to provide the 
best experience possible for both parties.

ARA MENTORS THE INDUSTRY

NOW ACCEPTING MENTEES & MENTORS

report meetings, and an 
alternating yard visit every 
quarter. 

I also gave him a big list 
of all my goals this year 
and asked him to help me 
accomplish them. He’s been 
a great mentor to me, and 
asset to my company. His 
suggestions and guidance is 
helping me stay on track this 
year to hit all of my goals. 

Another person I follow 
and look up to is Todd Ensworth, of CarEggs. I feel 
like every time I read or listen to something he says, I’m 
learning. I think he has a unique perspective on things 
and has a wide range of knowledge. He has given me 
many suggestions that ended up being pretty significant, 
and sometimes completely changed my thinking on some-
thing. He is great with book recommendations as well. I 
consider him an unofficial mentor, as in, he doesn’t know 
he’s my mentor. 

What things have you learned recently that have help- 
ed your business? I am in a constant state of learning.  
I schedule a lot of learning time into my daily routine. 

Last year, I set a personal 
goal of reading 50 books, 
and read 51. In this ever 
changing world, knowl-
edge and utilizing your 
access to information is 
a key to being successful, 
I believe. With that being 
said, I try to apply every-
thing I learn into action-
able changes to improve 
myself, and my company.

What changes have you made to improve your business 
and why did you start making these changes? We look 
for ways to make improvements every day. It is now a 
defining part of our company culture. I’ll mention a few 
recent changes that have made a positive impact recently. 

One is automating credit card orders. We no longer  
fax anyone a credit card form, or take credit cards over 
the phone and manually enter them. We text or email  
our customers a link, and they do it all themselves.  
That has saved us a lot of time in processing orders. 
It’s been really helpful for customers that don’t speak 
English very well. 

A late seasonal snow covers the inventory – hazards of the region.
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Another is pre-dismantling vehicles. I know many yards 
have been doing that for a long time, but it’s new to us. 
We just put in two new lifts to dismantle cars, and it’s 
helped a lot. 

The last thing I will mention here is our new drive-thru 
window we put in for customers picking up parts. We did 
this when New York shut down due to COVID-19. That 
is here to stay now. And we are still deciding if we are going 
to let customers in the office again. 

Has the work you’ve performed on your business lived 
up to your expectations? What benefits have you seen? 
I don’t know yet. Can we do a follow up to this interview 
in 10 years from now?

How has your experience with ARA benefited your 
business? It’s benefited my company in many ways. I went 
to my first ARA Convention in 2018 and have decided I 
am going to try to make them all from now on. It’s a great 
reminder that you don’t know what you don’t know. I love 
meeting the vendors and talking with people from other 

yards and in the industry. I have gotten a lot out of the 
ARA mentorship program as well. I hope to be a part of it 
every year. As a mentee, or as a mentor is fine with me,  
I will learn either way. 

How are you balancing all around life in this time of 
global crisis? It has been a ride, that is for sure. NY was 
one of the first states to shut down and business slowed 
way down real quick. At the same time, we had a water 
leak in our living room and had to have our house  
gutted and put in a new living room, and buy new 
furniture. 

And, our baby that was due April 30th came on April 
4th in an emergency C-section. Having a baby when your 
state is shut down and you are basically confined to your 
hospital room with no visitors, and you can only see the 
baby one parent at a time, was not the ideal experience 
that we wanted. But we got through it, and learned from  
it, and it made us stronger. 

Baby Stella Wahl is doing great, by the way, and she says 
hi to everyone reading this article.  

Top: Always thinking, Wahl installed the new drive-thru window as a COVID-19 solution to social distancing. Bottom left: Wahl 
to Wahl has been recognized by Google as a highly rated “Veteran-Led” business on Google search and maps. Bottom right: New 
inventory rolls into the facility on a regular basis. Check out @wahltowahlautopage Facebook feed to see some of the recent buys.
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The Automotive Recyclers Association has made it a priority 
to connect and align with other organizations on legislative 

matters of mutual interest and benefit to both organizations. 
Collaborating in this way provides their members a larger voice 
on the issues. One organization ARA is actively working with is 
the Auto Care Association. ACA President & CEO Bill Hanvey, 
MAAP, shares his view on the working relationship and similar 
interests to ARA.

Who do you represent and what are their interests?
The Auto Care Association is a national trade association 

comprised of more than 3,000 member companies and affili-
ates that manufacture, distribute and sell motor vehicle parts, 
accessories, services, tools, equipment, materials and supplies 
to independent repair shops. There are 4.7 million people 
employed in the $405 billion auto care industry (and growing). 
From the independent repair shops on Main Street to the  
Fortune 500 companies on Wall Street, we represent the  
entire supply chain of the auto industry.

What are some common interests between the members 
of the Automotive Recyclers Association and Auto Care?
•  Real-time and direct access to in-vehicle diagnostic/repair data
•  Access to automotive parts data/embedded software
•   Open and fair commerce/trade
•  Opposition to anticompetitive legislation requiring  

OEM repair procedures
• Consumer choice of auto parts

What are some of the key strategic issues facing  
your members today?

• Access to in-vehicle data known as telematics
•  OE technology aimed at increasing the market  

for OE replacement parts
•  Global supply chain stability in the face of  

trade wars and pandemics
•  Attracting and promoting the next generation  

industry leaders

ARA is a strategic partner with Auto Care on some 
legislative issues. Why is it important that ARA and  
Auto Care work together to the benefit of both industries?

ARA and the Auto Care Association are aligned on many 
legislative issues. It is important that our organizations work 
together because our industry has been under assault. From 
legislators who don’t understand the aftermarket/recycling 
industry to the manufacturers who insist on consumers only 
using OEM-branded parts to the franchised dealerships who 
would like to capture all of the pre- and post-warranty repairs. 
Collectively, we are fighting legislative initiatives that would 
limit consumer choice, restrict the use of both aftermarket and 
recycled parts and inhibit access to diagnostic and repair data.

What is the most concerning or alarming trend that you 
see potentially in the future that would negatively impact 
the automotive sector from your members’ perspective?

Our ability to stay ahead of the technology curve and our 
ability to stay in the game itself is being threatened by the OEM’s 
attempts to limit access to diagnostic and repair data trans-
mitted wirelessly through telematics. The good news is you can 
do something about it through our Your Car. Your Data. Your 
Choice.™ initiative. Visit yourcaryourdata.org to get educated 
on the issue, join the movement and take action by signing 
the petition to protect consumers’ and our industry’s access to 
vehicle data.

Any other thoughts?
The legislative and regulatory initiatives under consideration 

by state governments can have a big impact on our members and 
their businesses. Our industry is undergoing substantial trans-
formation and our work at all levels of government to address 
these initiatives can either revolutionize the industry or disrupt 
it. We have been successful in our efforts to preserve and protect 
our industry because we have stood together, fought the battles, 
educated officials and mobilized our members to be effective 
advocates. We have been effective because of our shared mission 
to ultimately defend the consumer’s right to choose – whether it’s 
new, re-manufactured or recycled automotive parts. 

Find out more on ACA at www.autocare.org. 

Keeping the Parts Moving  
with the Auto Care Association

Bill Hanvey 
President & CEO
Auto Care Association
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Grid
Across 
1. Little old Pasadena lady’s car

4. NASCAR warm up circuit (4,3)

8. ‘94 slow chase celebrity O.J.

9. “The Machine” AMC model

10. Limo glass feature

11. ‘80s compact Cadillac

13. Techs’ work areas (7,4)

17. Sedan style (4,4)

18. Drag race assoc., briefly (1,1,1,1)

21. “Old gold Chevy” singer John

22. Gasoline additive, often

23. Manhattan avenue crossers

24. Banked tracks, often

Down
1. ’29-’61 Chrysler Corp. brand

2. ‘70s Dodge with devil logo

3. It’s right on the map

4. Fiero and Firebird (7,6)

5. Car wax base, perhaps

6. ‘02-’12 Jeep compact SUV

7. Orange traffic control devices

12. Skid mark, at crash scene

14. Nissan-built Suzuki pickup

15. Auto auction bids

16. Big D, to truckers

19. Gold Wing bike brand

20. “Birthplace of Aviation” tags state

Answers on page 61.

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

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

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

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

Advertiser’s Index
Company .....................................................................Website .............................................Ad Pg. No.

ARA 77th Annual Convention & Expo .............................. a-r-a.org ...................................................................IBC 

ARA Benefits the Industry ................................................... a-r-a.org ...................................................................... 8 

ARA Mentors the Industry ................................................... a-r-a.org .................................................................... 57 

Belanger ................................................................................. belangerconverterrecycling.com ........................ IFC

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

CCC .......................................................................................... cccis.com/get.pinnacle.com .................................... 7

Carolina Wheel Cover .......................................................... ineedahubcap.com .................................................. 47

Car-Part.com .......................................................................... car-part.com .......................................................... OBC

Copart ...................................................................................... copart.com/autorecyclers ...................................... 27

CRUSH/S3 Software Solutions, LLC ................................... s3softwaresolutions.com ....................................... 21

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

Lamb Fuels ............................................................................. lambfuels.com .......................................................... 13

MarkingPenDepot.com ......................................................... markingpendepot.com ........................................... 47

PGM of Texas ......................................................................... pgmoftexas.com ...................................................... 17

PMR.......................................................................................... pmrcc.com ......................................................... 24, 25

Rebuilders Automotive Supply ........................................... coresupply.com ........................................................ 15

SAS Forks ................................................................................ sasforks.com ............................................................. 11

Supershear ............................................................................. supershears.com .....................................................39

United Catalyst Corporation ................................................ unitedcatalystcorporation.com .............................35

United Recyclers Group ....................................................... u-r-g.com ..................................................................23

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

Worldwide Facilities, Inc. (Formerly G.J. Sullivan Co.) .... gjsullivan.com ........................................................... 9

To Place a Digital Ad through ARA,  
contact Caryn Smith or Jay Mason at 

(239) 225-6137 or email ARAEditor@comcast.net! 
Act now to reserve your spots! 

You’ve Asked for It, 
We’ve Listened!

Digital Opportunities are Here!

R each ARA Members who are trend setters 
on ARA DIGITAL PLATFORMS with your 
awesome products and services!

A-R-A.ORG OFFICIAL WEBSITE
Recently enhanced, ARA’s website reaches automotive 
recyclers seeking critical information, news, business 
building ideas, online member directory, and more. 

ARA 360° MONTHLY E-NEWSLETTER
ARA’s monthly e-Newsletter provides a way to keep 
your brand fresh in the minds of people of influence. 

NEW! CUSTOM E-BLASTS
ARA offers only Associate Members the opportunity 
to reach the entire ARA Membership at once with a Custom e-Blast 
from your company to ARA’s email list. Ask us about this special offer!

NEW! 
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SnapSh   t
Thorough COVID-Safety at  

Nordstrom’s Automotive

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

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

What does “thought of almost everything” look like at an automotive recycling business when it comes to COVID-19 precautions?  
One only needs to make a stop at Nordstrom’s Automotive in Garretson, SD to see. Here are a few of their current projects.  

Above, the Nordstrom’s counter team (L to R) 
Dustin Hawbecker, Randy Uken, and Keith 
Dickson are playing it safe behind a tire wall.  

Left: Cleaners are hard to come by, but most janitorial 
supply companies or uniform companies like Cintas have 
on-site dilution units you can install and fill your own 
spray bottles. That is what Nordstrom’s did here. They 
can now easily have neutral spray disinfectant in many 
places with no worry of running out. 

Above, Jay Krueger, repairables and purchasing 
manager, has his own personal barrier to keep 
socially-distant on the job.

A clever way 
to open a 
bathroom 
door without 
touching it!
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