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Past President Jonathan Morrow has often said,  
“While we are not the best in sales techniques, delivery 

systems or technology, we are the best in dismantling vehi-
cles.” Our industry has been processing vehicles for over 
100 years, evolving slightly to meet environmental require-
ments and machinery advancements. You’d think that we 
would have the market cornered and have a bullet proof 
business model; after all, we are the best in processing end-
of-life vehicles. Let’s take a look at history. 

Sears and Roebuck was an innovator in sales way before 
Amazon. In the late 1890s, they published a 500-page 
catalogue enabling rural families the purchase of lower-cost 
merchandise that included delivery. They took advantage of 
mass production techniques and sold over 75,000 pre-fab-
ricated kit homes by mail order. As Americans started living 
in more urban areas, Sears opened their first brick and 
mortar store in 1925. They even built the world’s tallest 
building in Chicago. They were innovators and considered 
the best in selling products … What could go wrong? 

Our industry is going to encounter a disruption when 
electric vehicles containing lithium ion batteries hit our 
dismantling bays. The OEMs and battery manufacturing 
companies are already planning for this future and our 
industry is nothing more than an afterthought. They are 
proposing policies that potentially could restrict our ability 
to sell electric vehicle batteries. Seems like they are aban-
doning their single-use part manufacturing policy when 
there is an opportunity for profits. I’ve said it before, the 
OEMs are not driven by safety or recycling, they look at 
one thing – profits. If they had concerns for safety, thou-
sands of lives could have been saved by recalling the GM 
ignition switch defect. It was cheaper to settle the claims 
than fix the defect. Profits over safety. Leopards don’t 
change their spots.

Electric vehicles have significantly less moving parts 
than an internal combustion vehicle, thus requiring less 
maintenance, lower probability of part failure and longer 
use before end of life. Most of our business models depend 
on the sale of recycled original equipment parts, of which 
the top two part types are the engine and the transmission.  
Well, guess what? Those are gone with the electric vehicle. 

What component from electric 
vehicles will replace our top 
selling products? My bet is on 
the battery. 

Dismantling an electric vehicle and storing an EVB is 
another major disruptor. I remember when we encountered 
the unibody design vehicle along with front-wheel drive 
and engine sub frames. We had to adapt to handle this new 
design in our dismantling techniques. Instead of a walk 
off nose, we had to invest in cutting saws to remove the 
front clip. Many thought that these vehicles would be too 
complex to fix, and body shops had to invest big money on 
frame machines and measuring equipment. 

Electric vehicle batteries come in all shapes, sizes and 
composition. Some are the entire floor pan, others are 
compact, and at the same time advancing technology will 
see different composition. Are our dismantling lifts capable 
of conforming to every electric vehicle design? An oil spill 
can be cleaned up, a mistake with an electric car is deadly. 
How and where you can store an EVB is another dis-
ruptor. I’m sure it’s going to be different than motors and 
transmissions. 

We can overcome this disruptor through training and 
protocols. ARA has recognized the need for both with 
electric vehicles and we began last year by commissioning 
Andy Latham to update our electric vehicle guide. Once 
complete, we will move this to an electronic platform on 
ARA University. I am directing the ARA Certification 
Committee to focus on developing facility and training 
protocols for electric vehicles. These protocols will lead to 
facility certification and employee certification in electric 
vehicle dismantling. I believe that both are essential to our 
industry remaining relevant in end-of-life electric vehicle 
recycling. Ignoring this disruptor will not keep it away, 
we need to recognize it, implement a plan and adapt for 
survival.

Our industry has many different business models and 
ARA represents all of them in negotiations with other 
industries and legislators. Every day, we legislate, educate 
and advocate for auto recyclers around the world. It’s our 
duty to inform the industry, it’s your responsibility to put it 
into action. Working together we will stay relevant into the 
era of the electric vehicle.  

By Scott Robertson Jr.
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I remember when we encountered the unibody design  
vehicle along with front-wheel drive and engine sub frames.  
Many thought that these vehicles would be too complex to fix.





ADAPT. That’s what our industry does best. We find 
creative ways to do the business of auto recycling 

that is full of a long history of ups and downs. I believe we 
will play a key role in how the world learns to adapt to 
this supposed “new normal.” We must be ready to accept 
the fact that some of what we are currently facing will 
effect a permanent change in our lives. Those who have 
been able to successfully create new ways of keeping their 
operations running will have the opportunity to further 
develop the changes made as “essential” businesses.

Some have struggled more than others, yet there are les-
sons learned for everyone. The future will require all of us 
to take stock and reevaluate whether they can and should 
be going back to the old way of doing things. 

So where do we go from this point in time? Let’s start 
by reviewing what changes in process you made. Did the 
changes accomplish what was needed to keep your busi-
ness open? Do they have value to continue doing? 

I like to look at the bright side and think of all this pan-
demic has taught us. There is no doubt that we will learn 
from this and hopefully come back stronger.

Remember, we know how to look at problems and  
find solutions … we are literally in the solution business. 
We see the good where others see bad, profit where others 
see loss. We think on our feet and that’s what makes us so 
different than other industries. We take chances and if it 
doesn’t work, we keep plugging away until it does.

Auto recyclers will need to continue to monitor, eval-
uate, communicate, and engage entire teams involved 
in the process. Some of what you do may not meet your 
expectations the first time, but don’t give up until you find 
what works.

For those who had to reduce your workforce, there may 
be struggles to fill vacant positions or you may find an 
opportunity to use more remote workers. Only you will 
know how best to approach this going forward. 

I suggest the industry continue to experiment with new 
ways to get the job done, and share their successes with 
others to learn from. For instance, we may see more shift 
work, where there are fewer employees in the building at 
the same time. Do those employees whom you sent home 
to work remotely really need to be on site now? 

Those remote sales people who are producing well 
should be in the last phase to return to the office, if at all. 
If you continue to work some of your team remotely,  
you have to continue to nurture a sense of closeness and 

loyalty to your company that 
you hopefully have fostered 
these last few months. There is 
no one right answer for everyone – be flexible to try new 
things to find the right solution for your operation. 

We also have to listen, now more than ever, both to 
our employees and our customers. We are all learning to 
adapt to many changes in our everyday lives – not just our 
work lives. Get ongoing feedback from your employees on 
what’s going on outside of work. What they share will be 
the same things your customers are facing. There’s a lot of 
stress and we have to be cognizant of this, and not place 
unrealistic demands on our teams and customers. 

Your business will not survive without your team.  
Consider them first and develop your plan with your cus-
tomers’ needs also in mind. If you engage your team in  
the planning process, they will be more willing to embrace 
the new normal. Empower them to share ideas and con-
tinue to get together with video meetings and chats. 

Beyond your four walls and acres of inventory is an 
industry that depends on you in many ways. Do more than 
the minimum required by your state or community. Stay 
in contact with your industry at both a state and national 
level. There are many people working behind the scenes to 
assure you have resources and information available. 

Many industry members have shared some great ideas 
that you can embrace. You see them all over social media. 
Some things work better in different environments, but 
never stop seeking out new ideas. Change is tough and 
especially when it is forced on us. Never stop looking for 
that rainbow – look for the benefits that have resulted 
from all the changes over the last several months. You may 
have just found a better way to do something and other 
things may gradually return to how you operated before 
the pandemic. I’m really hoping that you give change a 
chance to show you a new path to success.

Ultimately, the best path to success is accepting change 
and challenges that throw you off kilter with a sense of 
knowing that you can and will survive – and even come 
back stronger than before with a new positive outlook.  
Give yourself permission to innovate and adapt at your 
own pace. I see opportunity ahead for our industry and  
I hope that you do too! 
Reach Sandy Blalock at sandy@a-r-a.org. Share your thoughts 

pertaining to the advancement of professional automotive recycling. 

Your letter could be published in an upcoming issue.

By Sandy Blalock • ARA Executive Director

Horizon
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Mistakes, you say? Well. I prefer to call 
them opportunities to learn. And maybe 
you’ve had some of those opportunities 
lately amid the chaos and worry of the 
global pandemic. Anything you had put 
off or not done well was probably brought 
to light in the last few months. A crisis has 
a way of presenting us with all the messy 
coulda-woulda-shouldas of life and busi-
ness. Thankfully, for your business, you will 
get an opportunity to learn from others’ 
teaching moments in a few short months. 

ARA is on track to bring high-quality 
speakers to present the best programming 
you have come to expect as they plan for 
RENO2020 – the 77th Annual ARA  
Convention & Expo, Nov. 11-14 in Reno, 
Nevada. Read the highlights on page 28. 

While the convention theme is  
“Edge Above the Rest,” I can sum it up  
in TWO words: CRUSH ADVERSITY. 

Everyone has been thrown a curveball 
this year – no one was spared and every 
contingency plan has been tested. What 
better way to wrap up 2020 than to share 
and learn from each other on what worked, 
what didn’t and how to improve. 

You don’t even have to wait until the con-
vention to start crushing on your 2021 plan 
of attack. This is the topic of ARA’s ongoing 
“Facebook Live” events with retired Navy 
Seal officer Jason Redman, who is coming 
back again as the ARA Keynote Speaker 
in Reno. Each month until the convention 
is a series of four Facebook Live events 
(see ARA’s Facebook) that set the stage for 
rocking 2021 with a purpose and a plan. 

For the rest of this issue, you will see a 
theme of improving operations. There is no 

Best Niche Association Magazine

By Caryn Smith • Editor 

time like now to be evaluating efficiency, 
process and production. I’ve seen some 
comments (on Facebook in the Profes-
sional Salvage Yard Information Forum) 
that things are picking up for some in the 
recycled original parts world, which is good 
news. Still, others may be experiencing an 
ongoing lag. Either way, taking a look at 
equipment that might improve bottlenecks 
or profits (p. 35) or dismantling best prac-
tices (p. 42) or looking at photos of proud 
facility owners on their organization and 
cleanliness (p. 51) are good ways to make 
sure your operation is in tip-top shape. 

We hope all this is helpful.
And speaking of tip-top shape, our 

insightful article on OSHA regulations  
(p. 54) is sure to make you pull out the 
checklists to ensure post-COVID best prac-
tices are in place at your facility. No one 
wants to be on the wrong end of OSHA 
fines or claims by disgruntled employees 
who turn up sick and blame the workplace. 

In the current state of the world’s nega-
tivity, I appreciate the level of can-do resil-
ience that the automotive recycling industry 
exudes. Nothing gets you all down for too 
long, and those who set their minds to it will 
prevail. Maybe that is because recyclers help 
other recyclers to be successful – it is just 
what you do. That kind of karma and good 
will goes around and comes around.

As always, we appreciate our readers 
and if you feel led, email your thoughts to 
ARAEditor@comcast.net.  

Editor’s Note: For current news and info 
regarding business, safety, workforce, and 
more, visit the ARA COVID-19 DASHBOARD 
found on www.a-r-a.org.

“It’s all about learning from the best,” says an Inc. magazine article on why it is 
important to attend conferences.“No entrepreneur, no matter how talented, 

can know everything about everything. ... Attending a conference with talented, 
experienced speakers can give you a chance to learn from those who have already 
made a lot of mistakes. They can tell you how to avoid making those same mistakes 
and escape the consequences if you’ve already made those mistakes.”





ARA has congratulated 
SpaceX on its historic  

May 30th mission that suc-
cessfully launched two NASA 
astronauts into space, drawing 
parallels between the company’s 
commitment to reutilization to 
that of the automotive recycling 
industry. The launch was the first 
time a private company has sent 
astronauts into orbit.

“This is a proud moment for 
the American people,” said ARA 
President, Scott Robertson, “as 
well as for the professional automotive 
recycling industry. I commend SpaceX 
in the reutilization of rocket boosters for 
interplanetary transit and on the develop-
ment of reusable rocket systems – a focus 
on recyclability that is proven to dramat-
ically reduce costs and enable the United 
States to compete in space exploration.” 
Since 2017 the aerospace manufacturer 
and space transportation services company 
has launched multiple attempts into space 
using recycled, gently used rockets. “Our 
profession is built upon that same focus of 
recycling genuine original equipment man-
ufacturer (OEM) automotive parts to bring 
cost savings to consumers and keep vehicles 
on the road.”

ARA believes that vehicle manufacturers 
should emulate SpaceX in promoting the 
reutilization of their product to reduce 
costs by supporting the reutilization of 
recycled parts in vehicle repairs. Single-use 
manufacturing is self-serving, intention-
ally forcing consumers to overspend on 
repairs to their vehicle. Presently OEM 
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ARA Congratulates SpaceX on Successful Commercial  
Space Launch; Applauds Commitment to Reutilization

position statements and procedures only 
allow for new OEM manufactured parts 
in vehicle repairs. “If we can reuse parts to 
launch man into space, we can surely reuse 
parts to repair our vehicles,” emphasized 
Robertson.

“For decades, our members and their 
employees have efficiently removed and 
reutilized genuine OEM automotive 
parts,” said ARA Executive Director, Sandy 
Blalock. “The value that safe, reliable, 
recycled OEM parts have in today’s auto-
motive marketplace has never truly been 
recognized – in large part due to misinfor-
mation campaigns by the automobile man-
ufacturers. Recycled original equipment 
automotive parts are manufactured by the 
OEMs and built to meet their requirements 
for fit, finish, durability, reliability, and 
safety. To see the investment that SpaceX 
has made in recycling their aerospace 
products and how proud the company is 
to tout the cost-savings and other advan-
tages of using recycled products is to be 
applauded.”

On June 1, 2020, ARA submitted com-
ments to the Environmental Protection 

Agency (EPA) on their draft general permit 
for stormwater discharges associated with 
industrial activity. The stormwater permit-
ting program began in 1992 and requires 
automotive recyclers to have a stormwater 
permit that will be renewed every five 
years. After each five-year period, the EPA 
will reauthorize and review the permitting 
guidelines and propose a new rule that 
incorporates any changes.

This year, the EPA has taken unprece-
dented steps to strengthen the permitting 
requirements. For the past 30 years, the 
EPA has only made incremental changes 
to the permitting requirements. However, 
the EPA was recently sued for not prop-
erly exercising their statutory authority, 
which caused the EPA to take dramatic 
action in strengthening the existing permit 
requirements. 

After reviewing the EPA’s proposed 
stormwater permit, ARA identified two 
main issues: 

(1) that the proposed stormwater permit 
displayed a clear lack of understanding for 
the automotive recycling industry; and 

(2) that the EPA had appeared to over-
step its authority by addressing issues 
not relevant to stormwater runoff and 
pollutants. 

Automotive recyclers in every state 
should be aware (in the likelihood that the 
final EPA stormwater permit requirements 
will be stricter than they have in years past) 
that they will likely be impacted by the new 

ARA Submits Comments 
to the Environmental  
Protection Agency on  
Stormwater Permitting
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permit changes. Recyclers in every state 
will most likely be impacted because each 
state will have to use the new EPA rules as 
a baseline for compliance. 

To address the concerns of the automo-
tive recycling industry as they pertain to the 
EPA’s stormwater permit, ARA continues 
to participate in the Federal Water Quality 
Coalition – a group of industrial companies 
and trade associations directly affected by 
regulatory requirements imposed under the 
Clean Water Act. While working with this 
group, ARA was able to represent the inter-
ests of the automotive recycling community. 

Importapart, LLC

Keystone Alliance Insurance Services

North Smithfield Auto Recycling

Select Auto Parts & Sales, Inc.

Spartan Autoworx, LLC

WBI Midway Automotive LLC

Yes Unlimited LLC DBA-Nissan 
Unlimited/DBA-OEM Unlimited

ARA Welcomes  
Our Newest 
Members!

Ford Motor Company’s Termination of Lighting and Bumper 
Core Program Highlights Lack of Commitment to Recycling

The Federal Water Quality Coalition, on 
behalf of its members, submitted comments 
addressing issues with the proposed EPA 
stormwater permit requirements. 

Independent of working with the Fed-
eral Water Quality Coalition on this issue, 
ARA also worked with groups such as the 
Institute of Scrap Recycling Industries, Inc. 
and the National Salvage Vehicle Reporting 
Program. While ARA worked with several 
groups and industries, ARA submitted 
comments independently on behalf of its 
membership and the automotive recycling 
industry. 

Ford Motor Company terminated 
its lighting and bumper fascia core 

recovery program on June 1st, a move 
that ARA responded to and characterized 
as a lack of commitment to recycling. 
Ford stated that it was ending the core 
recovery program, which has been in 
place for several years, due to the admin-
istrative burden it created for dealers and 
collision repairers.

“ARA is concerned about the environ-
mental impact that the termination of 
this core program will have, however, we 
are confident that the replacement parts 
market will find a solution to appropri-
ately recovering and recycling these com-
ponents,” said ARA Executive Director, 
Sandy Blalock, in a press release.

A 2012 statement attributed to Ford 
Recycling and Remanufacturing Manager, 
Kim Goering, promoted that the program 
demonstrated the automaker’s com-
mitment to doing “whatever we can to 
extend the life of these components. Even 
more important, however, is that Ford 

strongly believes it’s just the right thing to 
do from an environmental perspective.” 
That same statement acknowledged a 
desire by the automaker to cut into the 
remanufacturing sector of the aftermarket, 
a motive that ARA maintains is just one 
example of the company’s efforts to stifle 
competition and raise the cost of repairs. 

“It’s clear that over the past several 
years, Ford and other auto manufacturers 
have taken aggressive steps to push the 
automotive recycling as well as remanu-
facturing and aftermarket industries out 
of the market,” said ARA President, Scott 
Robertson. “I find it highly suspect how 
in 2012, Ford can publicly acknowledge 
that their original equipment manufac-
turer (OEM) parts still have a lot of life 
left, yet they’ve taken every position to the 
contrary when it comes to the recycled, 
genuine OEM parts sold by our members. 
The professional automotive recycling 
industry is the true champion of recycling 
here, and I think Ford’s termination of 
this program shows that.”

Registration Now Open 
for ARA’s 77th Annual 
Convention & Exposition

ARA announced on June 8 the 

opening of registration for 

the 77th Annual Convention 

and Exposition taking place in 

Reno, Nevada on November 11-14. 

The registration launch follows the 

Association’s announcement that 

retired Navy SEAL Jason Redman 

will provide the meeting’s Keynote 

Address.  

“We fully realize that this year’s 

Annual Convention will not look  

like our previous annual gatherings,”  

said ARA Executive Director,  

Sandy Blalock. “But we are committed 

to providing the critical, industry-

specific educational content that our 

membership needs while at the same 

time, working diligently behind the 

scenes to ensure a safe and positive 

experience for all attendees.” 

The 77th Annual Convention will 

take place at the Peppermill Reno 

Hotel Resort and Casino. 

“ARA is coordinating with staff 

at the Peppermill Resort Spa & 

Casino to ensure that all appropriate 

measures are taken to address 

concerns related to COVID-19. This 

includes temperature checks, physical 

distancing, face coverings, and hand 

sanitizing stations,” said ARA President 

Scott Robertson. “This will be a safe, 

high-quality educational experience 

that will empower auto recyclers with 

the skills and mindsets to succeed 

during these challenging times.” 

For more details on the convention 

agenda or to register, please visit 

www.a-r-a.org.  
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The quarantine has been a significant 
disruption in our lives leaving many of 

us feeling isolated, both personally and pro-
fessionally. ARA has been working hard to 
be here for you. As we all have experienced 
recently, being connected to a supportive 
and responsive community of professionals 
is an important way to overcome feeling like 
you’re alone. A good community functions 
well when its members are connected,  
active and involved. ARA offers a place  
for our community to engage. As we emerge 
from this season, we want to encourage 
you that if you have not already become 
a member of ARA, please consider it now. 
Join online at https://web.a-r-a.org/join-us/
application.aspx.

Available to any automotive recycler is 
our “COVID-19 Dashboard” on ARA’s 
website (a-r-a.org). This webpage continues 
to be updated with need-to-know informa-
tion that can help you make decisions for 
your business and employees as this pan-
demic lingers on. It is important that we all 
work together to represent the interests of 
all automotive recyclers, and be a helping 
hand to those who need our help.

We have also been busy providing the 
industry with the most current and relevant 
information possible by publishing through 
our Facebook page and YouTube channel 
(search “ARA Automotive Recyclers Asso-
ciation.”) We have produced an abundance 
of videos and posts addressing the current 
events and how they are impacting the 
industry. All are available to view on our 
social media channels.

Follow the New Series
Our current series is a four-part interac-

tive discussion with motivational speaker 
Jason Redman, a retired Navy SEAL officer. 
We have conducted two of the discussions 
on how to survive a disruptive ambush and 
steps to formulate an action plan for 2020-
2021. This series is empowering for anyone 

Pulse
By Vince Edivan

Finding Your Community in the Chaos

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.

New Dismantling Training for 
ARA University in Editing Stage! UARA

NI V ERSIT Y

Training
���
Automotive 
Recyclers

UARA
NI V ERSIT Y

Recently, we began filming the first two segments of our new ARA 

University Depollution Training Module. We covered batteries, mercury 

switches, and several fluids – fuel, oil, coolant, etc. We worked closely 

with the ARA Certification Committee chair Shannon Nordstrom, as well as Sue 

Schauls, consultant, to advise on safety and compliance issues. Part of the goal is 

to mirror the CAR certification requirements. The final product will have a video 

component paired with an online test. The training is in post-production/editing 

and is scheduled to be ready by November on ARA University (arauniversity.org).

who participates and is especially helpful for 
those who feel ambushed by the COVID-19 
crisis. Redman will conclude the series as 
the Keynote Speaker for the 77th Annual 
ARA Convention in Reno, NV.

The next two discussions will address 
Leadership. They are scheduled for: 
• Aug. 13 @ 1:00 Eastern - Lead others 
• Sept. 17 @ 1:00 Eastern - Lead always  
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I was clicking through automotive arti-
cles online the other day and found a 

flurry of comments about a wrecked 2020 
Porsche Taycan Turbo for sale at one of 
our New Jersey facilities. Even if you’re 
not buying electric 
Porsches, I wanted 
to let you know that 
more common hybrid 
and electric vehicles 
continue to roll in. 
I’ve written a series of 
articles on electric vehicle (EV) trends, and 
every time I sit down at my computer to 
write another one, I find a new statistic that 
surprises me. I am trying to stay on top of 
this trend, so I end up learning new things 
every day. I’ll do my best to continue to pass 
that information along to you. 

Check out this crazy stat – as I write 
this article, 14 percent of model year 2020 
automobiles for sale in our California yards 
are hybrid or electric. Let that sink in for a 
moment. Your first reaction might be “that’s 
ok, I buy older cars in another part of the 
country.” Well so do I, if you look at the per-
sonal vehicles I’ve driven over the years. But 
as much as I wish the gas-powered 2007 

Mustang sitting in my garage right now 
would live forever, that’s not very realistic 
for a daily driver. Even if I live in the glo-
rious rust-free south and know where to get 
the very best used auto parts. 

If you want to play around with the data, 
go to our website Copart.com and start 
filtering by location and fuel type. You can 
see in real-time what the numbers look 
like in your area. I have lived in Iowa, Cali-
fornia and Texas, so I know that things are 
different all over the country. Rural areas 
are a lot different than urban areas, as well. 
Growing up in a small town, I had never 
even seen a BMW or Mercedes in real life 
until I left for college in So Cal. Fast forward 
to today, and it’s not really that surprising 
if I pull up beside a Lambo on the way to 
work in Dallas.

There are a few articles out there that 
are predicting huge drops in EV sales this 

year, but upon further research, I found 
that a lot of it has to do with the decline in 
overall new car purchases due to COVID-
19. Indeed, it is tough to say how the cur-
rent environment will impact new car sales, 
vehicle miles traveled or fuel prices in the 
long run. 

According to Ars 
Technica, “This year’s 
Super Bowl featured 
three advertisements for 
new electric vehicle (EV) 
models, matching the 
total from all previous 

Super Bowls combined.” Doesn’t the Super 
Bowl seem like it happened a thousand 
years ago? Anyway, the article also notes 
that “dozens of new passenger EV models 
will hit the U.S. market in the next two to 
three years. These are finally addressing 
the light truck, SUV, and crossover markets 
in large numbers, including much-hyped 
offerings from Rivian, Ford, and Tesla. 
COVID-19 has impacted some delivery 
schedules, but these delays are marked in 
months, not years.”

Then there’s the battery technology side 
of things. On May 19, GM stated that it’s 
“almost there” in terms of developing an 
electric vehicle battery that lasts a million 
miles (current EV batteries last 100-200k 
miles). According to BloombergNEF, 
“Average battery energy density is rising 
at 4-5 percent per year, and new chemis-
tries are hitting the market. Maximum EV 
charging speeds are also rising.” Lithium-ion 
battery prices are following a familiar trend 
for any new technology – they fell 87 per-
cent from 2010 to 2019, and it’s estimated 
that EVs will reach price parity to internal 
combustion vehicles by the mid-2020s.

The next time I need to schedule some 
home improvements, I think I’m going to 
ask my contractor how much it would cost 
to install an EV charging port in my garage. 
I’m curious to see how he reacts and what 
the price might be. When I get around to 
it, I’ll report back to you with the results. 

Charged
Copart Sightings of the EV Kind

By Amanda Zmolek

GM stated that it’s “almost there” in terms of developing  
an electric vehicle battery that lasts a million miles  

(current EV batteries last 100-200k miles).

All electric cars  
have so many  
components that you  
wonder if it will come alive as 
a Transformer named Elector.



Amanda Zmolek is the industry 

relations analyst for Copart, an 

online vehicle auction with more 

than 125,000 salvage and clean  

title vehicles available to bid on each day. 

She started her career with GreenLeaf Auto 

Recyclers in 2006 and has a marketing degree 

from San Diego State and a marketing MBA 

from UT Arlington. Amanda joined Copart in 

2015 and is proud to serve as the Copart account 

representative for auto recyclers. Contact Amanda 

at (972) 391-5759 or amanda.zmolek@copart.com.
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IAA Reports on EVs at Auction

In the U.S. in 2019, alternate fuel vehicles made up just over 2 percent of 

all new vehicle sales. As sales of these vehicles increase and the overall 

population of these vehicles grows, IAA does see more alternate fuel vehicles 

being assigned to sell. We have also seen a steady increase in their sale prices as 

a percentage of ACV from 2016 to 2019. Our largest buyer population are licensed 

dealers and rebuilders, followed by exporters. In terms of where in the U.S. these 

alternate fuel vehicles are located, California has the most volume, followed by 

Florida and New Jersey.

For further background, as a matter of practice IAA considers electric vehicles as 

an alternative fuel vehicle. An alternative fuel vehicle is a motor vehicle that runs 

on a fuel other than traditional petroleum fuels (petrol or diesel); and also refers  

to any technology of powering an engine that does not involve solely petroleum 

(e.g., electric cars, hybrid electric vehicles, solar powered.)

I’m not really a fan of hybrids, but maybe 
someday if I could have a cheap old gasoline 
car in one half of the garage and a plug-in 
electric car in the other, I think that might 
suit me just fine. Got to keep the neighbors 
guessing, right?  
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Recycler
By Marty Hollingshead

Endangered Species: The Commission-Based  
Salesperson in Automotive Recycling

Let’s discuss the future role of commis-
sion-based salespeople in our industry. 

One of the byproducts of the COVID-19 
pandemic is how it has accelerated the shift 
to internet/e-commerce purchases. With the 
advances in information and technology 
that we have, anyone can find almost any-
thing online in short order. There are usu-
ally many choices available to them. What 
does this mean for our business and for our 
employees? The obvious answer is, that we 
will all have to make changes in our busi-
ness model. So the next question is what 
kind of employees will we now need?  

My Definition of a Salesperson
One question I would put to everyone 

would be, do you have actual salespeople, 
or are they order takers? In my opinion, 
a salesperson will qualify a customer, get 
all of the proper information to ensure 
the accuracy of what the customer needs, 
communicate and set realistic expectations, 
as well as make a fair deal for all parties 
involved. This person would also have the 

experience and the knowledge to know 
when to pass on a deal that he feels is going 
to go bad. 

The bottom line here is that this person is 
smart enough to be able to nip a problem in 
the bud. This person will also have a higher 
close-rate and a much lower return and 
discount rate than an order taker. 

So, if your commission-based salespeople 
are order takers, aren’t you basically just 
paying them a commission to process an 
order? 

One of the things I always tell my people 
is that no two deals are alike, and the 
number one rule is that you have to know 
your customer. With this being said, the 
decisions being made depend on the situa-
tion at hand. 

The Future Undefined
I have been lucky to have had some very 

smart people take me under their wing and 
advise and mentor me when I was new to 
being an owner. One big piece of advice 
that I remember was, “Sometimes it is 

smarter, and you can make more money, by 
saying no.” 

So, this will bring us to the present with 
what the future has in store, how we can 
keep these salespeople employed and what 
their new role will be. 

If you look at your call volume, you will 
notice that it is trending downward. The 
amount of phone calls that you are receiving 
are probably decreasing, but the quality of 
the phone calls is actually going up. The 
quantity is down, but the quality is up. The 
obvious reason for this is that people have 
already sourced your part online and they 
are calling to verify availability and condi-
tion, as well as ask any other questions. 

I had one real good vendor salesman that 
works for a national company that was told 
by his bosses that they are changing their 
model so the customers can directly order 
the parts online. He is obviously concerned 
if he is going to be put out of work because 
of this. I also remember one large recycler 
telling me that he wanted to get his e-com-
merce store up so that he could cut costs on 
sales commissions. I found this curious for 
the following reason: how do you expect 
to keep someone working for you if they 
are now going to be making less? A smarter 
approach would be to repurpose these 
salespeople to become technical advisors 
and customer service representatives. 

Curse and Blessing of Technology
Technology is great. It has created more 

opportunities than ever before, but it also 
brings its own share of issues. The smart 
businesses will use technology combined 
with a human to ask questions, advise, 
qualify, and ensure a great customer expe-
rience. What this will mean for these busi-
nesses will be greater profits, less returns, 
and a brighter future for repeat customers. 
The thing to remember here, especially with 
e-commerce, are the transaction and trans-
portation costs associated with the sale. 

The advice being given is to “bake” these 
costs into the e-commerce sale price. This iS
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Martin “Marty” Hollingshead 

is President of Northlake Auto 

Recyclers, Hammond, IN, and is 

the First Vice President of the 

Automotive Recyclers Association.

could be a challenge to remain compet-
itive with your prices. Another thing to 
remember is that from a profit standpoint, 
it will be crucial to qualify your customer, 
especially with high dollar drivetrain com-
ponents to ensure that they have the tools 
and the knowledge to properly install these 
items. Returns are the silent thief. We still 
have all of the cost as well as double trans-
portation to return and not sell the part.

So, how can we keep these people and 
how should we pay them? The best way to 

keep good employees is to pay them what 
the job is worth. These people are your 
greatest asset and you will not be able to 
retain or attract good employees if you 
have a culture of “every man for himself” 
and you put your employees in an unsecure 
situation. By the way, isn’t this the defini-
tion of pay for performance? I don’t feel 
that this is a good model for our industry. 

A better idea would be: pay an ample 
base for what the job is worth, and have 
a team-based bonus based on whatever 

If your commission-based salespeople are order takers, 
aren’t you basically just paying them a commission to 
process an order? 

quota or parameters that you would want 
to use. This would reward your people for 
making decisions and doing things that 
will make the company better and they 
will be rewarded in the process. This will 
help to promote a culture of teamwork 
and everyone working together. Just don’t 
set the bar too high. Be realistic with your 
expectations because once you put some-
thing on the table, you cannot take it off. 

Always remember, good help ain’t cheap, 
and cheap help ain’t good. Your employees 
are a company’s greatest asset.  
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There’s no denying a societal crisis, espe-
cially a global one is a game changer 

in many ways, especially in the business 
community. 

Plenty of business people – entrepreneurs 
and otherwise – are dealing with real pain 
and life- and business-threatening situations. 
You can only hope for the best.

Yet business owners, especially those 
whose current and future prospects aren’t 
completely bad off, have the ability to take 
advantage of whatever opportunities have 
arisen in these strange times.

That’s not to say you should prey on the 
misery of others, but there are some things 
you should be doing at this point that could 
pay off in the future.

Here are five things to consider.

1Restructure any debt you already 
have. 

Ideally, you don’t want to be taking on 
any more debt these days if you can help 
it – and that might be a big “if” for a lot of 
businesses. Still, there’s plenty of opportu-
nity to reduce your monthly payments.

Considering how life is always changing, 
your business might be viewed vastly dif-
ferently now by lenders. For example, per-
haps you’re generating increased amounts 
of collateral, cash flow or credit. Even with 
a pandemic slowdown, maybe your prod-
ucts or services are still in demand.

Refinancing should be on your table. 
Just by shaving a percentage point or two 
is going to cut your monthly debt service, 
which will put more money in your cof-
fers. And in these troubled times, cash is 
king more than ever.

2The SBA works.
Unlike in the past, you might now 

be eligible for a Small Business Admin-
istration-backed loan – or a better con-
ventional bank loan. The SBA got a lot of 
attention because of the CARES Act and 

the Payroll Protection Program, but 
it’s the agency’s regular lending programs 
that should interest you. Do note that in its 
regular programs, the SBA doesn’t make the 
loans – it only backs them for a select group 
of lenders.

The flagship 7(a) program offers low 
rates and fees, comes with counseling 
and education if so desired and generous 
repayment terms. In addition, lower down 
payments, flexible requirement regarding 
overhead and no collateral may also figure 
into the equation.

3Loyalty is nice when it comes to 
dogs, but necessarily for lending. 

At the very least, you need to conduct a 
debt review to consider financing options 
as they stand now.

That said, you have to be careful. Your 
current lender won’t want you to go, 
especially if the current arrangement is 
lucrative in their favor. They may try scare 
tactics, claiming you’ll lose flexibility if 
you change lenders or that you may risk 
running out of money.

Resist that pressure. Think of it this way: 
What’s more important – your business or 
your lender? Your lender is certainly looking 
out for itself first. You must, too.

And remember, it’s always possible your 
lender could rework your deal, which 
could save you from awkward moments.

4Loans (and loan restructuring) 
aren’t always the answer.

More capital isn’t always the answer. 
Sometimes, it’s better to make do with less.

Entrepreneurs generally don’t want to 
scale back their operations because they’re 
too worried about growth. But few busi-
nesses grow in a straight line. There are ups 
and downs along the way and now you 
might just want to minimize the damage.

Steps you might take include deferring 
capital expenditures or deferring or  

 
reducing lease payments and non-critical 
vendor payments, if possible. By reaching 
out proactively to landlords, vendors and 
other contractor holders, you might be able 
to craft some breathing ground.

On the unpleasant side, you could think 
about furloughing some employees or even 
pay cuts (if you choose the latter, make sure 
you cut your pay as well).

5Give yourself some credit. 
This advice – which isn’t heeded 

nearly often enough – applies for both 
when your company is doing well and 
when it’s struggling.

You should open a line of credit.
A credit line gives you peace of mind 

because you have a ready reserve to tap. 
And it gives you a great deal of flexibility. 
Say you get a short-term opportunity to 
buy a stockpile of a key raw material at a 
ridiculously low price. With a credit line, 
you can take advantage of it.

Remember that you only pay interest on a 
credit line if you borrow from it – and there’s 
no requirement that you do that. The credit 
line can sit there untouched, if need be.

In summary, now’s a time when your goal 
may well be simply to ride out the next few 
months. That’s fine. Yet riding out the next 
few months isn’t the same as doing nothing. 
By being proactive, you can not only make 
the most of a bad time, but position your-
self for the inevitable rebound.   

Finance
By Ami Kassar

Take Advantage of the Current Financial Mess

Ami Kassar is the founder and chief 

executive officer of Multifunding 

LLC, speaker, and author of The 

Growth Dilemma. He has advised 

the White House, The Treasury Department and 

The Federal Reserve Bank on the state of the 

financing markets. He is a nationally-recognized 

expert in helping raise business capital for over 

1,000 entrepreneurs. For more info, please visit 

www.AmiKassar.com.  
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Why is it that some people seem to 
weather any business storm or crisis 

without appearing to break into a sweat? 
How is it that they always seem able to 
recover from a stumble and move on to 
even greater success? Are they immune to 
failure because they have won the Success 
Lottery? No. Those who achieve success 
during turbulent times do so because they 
have an EDGE to their approach to leader-
ship: They understand the value of external 
information. They establish a framework 
for their decision-making. They develop 
goals to provide a focus for accountability. 
They also take advantage of outside experts 
to provide them with additional insight.   

External Information is Essential
n  Leaders who have an EDGE in 

achieving success no matter the  
situation understand the value of  
using external information. 
They know it is vital to understanding 

what is going on with the target markets 
they serve, especially when they are in a 
distressed situation. These leaders continu-
ally reassess their assumptions about their 
circumstances and they look for deeper 
insights to help them understand the com-
plexity of the distressing situation. 

EDGE leaders focus their time and 
energy on asking the hard questions that 
help them go deeper into understanding the 
alternatives available for resolving their sit-
uation. They do not hide in their office with 
the door closed when they are working 
through a challenging situation. They get 
out of their day-to-day bubble and look 
outward to gain new ideas. 

EDGE leaders leverage abundant 
external information to provide them 
with insights to use for reviewing their 
own situation. This external information 
is often the catalyst for a new beginning. 
They adapt and take advantage of evolving 
circumstances and emerging opportunities 

to provide a foundation for even greater 
future success. 

Decisions Use a Framework  
of Critical Criteria 
n  Leaders who have an EDGE always 

develop a solid framework for making 
critical decisions. 
They understand that this framework 

will help them manage their emotions as 
they deal with the anxiety and pressure 
brought on by a business crisis. A solid 
decision framework provides focus for the 
criteria that they will use to evaluate their 
options. They also use their decision frame-
work to consider the implications of each 
choice available to them. 

Leaders with an EDGE use the ques-
tions they asked during the information 

gathering phase to ensure they consider 
a wide range of alternative solutions. Yet 
they drive their decision-making by using 
their decision criteria to help them estab-
lish a framework for their priorities. They 
are attentive to the nuances each option 
provides. They prioritize the value of each 
element of their decision criteria. They use 
their decision framework to determine 
what they need to do to reclaim their suc-
cess as they sort through their various deci-
sion options. Knowing the boundaries for 

their decision-making gives 
them a more objective sense 
of how to evaluate their 
options. It moves them to a 
more detached and impar-
tial view as they go through 
their evaluation process. 

These leaders do not 
avoid making decisions. 
They use decision criteria to 
control their emotions and 
stay focused on the most 
critical decisions that need 
to be made. They consider 
the consequences of imple-
menting each option and are 
laser-focused on the ele-

ments that matter the most to resolving the 
critical issues. 

Goals Focus on Daily Accountability
n  Leaders who have an EDGE set high 

goals for themselves. 
When circumstances collide to put up 

barriers to their achievements, they reassess 
their goals and then create new ones. Their 
goals stretch their leadership capability and 
provide them with clarity for their ongoing 
learning to expand their excellence. They 
establish metrics to measure their goal 
achievement. They use data and informa-
tion to measure their performance. 

Everything they do is focused on moving 
through the tough time to seek out options 
for resolving the situation. Yet these leaders 
take it further by pushing themselves to 

Coaching
By Jill J. Johnson 

Maintaining a Leadership EDGE in Turbulent Times

Leaders do not avoid 
making decisions.  

They use decision criteria to 
control their emotions and 
stay focused on the most 

critical decisions  
that need to be made.
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Jill J. Johnson is the President & 

Founder of Johnson Consulting 

Services, an accomplished speaker, 

an award-winning management 

consultant, and author of the bestselling book 

Compounding Your Confidence. Jill helps her clients 

make critical business decisions and develop market-

based strategic plans for turnarounds or growth.  

For more info, please visit www.jcs-usa.com.  

achieve even more. They view a difficult 
time as something that tests their abilities. 
They embrace the challenge this provides 
and they trust themselves to succeed by 
using thoughtful processes. They know 
they have the tenacity and focus to reach 
their goals each day and throughout their 
careers. 

EDGE leaders view their role as one in 
which they need all hands-on deck to solve 
the problem.  They share accountability 
with other members of their team which 
helps to deepen team bonds while creating 
stretch challenges for them too. The best 
EDGE leaders hold their teams accountable 
but they never abandon their team or the 
challenge. They work collaboratively to 
resolve it.

Experts Provide Additional Insight
n  Leaders who have an EDGE use  

outside advisors to augment their 
understanding of their options and to 
serve as an objective sounding board. 

The best advisors are the ones that chal-
lenge the leader’s thinking and help move 
them beyond the status quo. Seasoned 
advisors have seen challenging situations 
like this countless times. These leaders 
take advantage of outside expertise to gain 
deeper insight and move more quickly to 
understand and implement their available 
options. 

Outside advisors may bring forward 
alternatives that had previously been dis-
missed because they were not fully under-
stood or how to tweak them for effective 
implementation. Once the array of options 
is on the table, working with outside advi-
sors helps EDGE leaders assess the real 
benefits of each alternative while sup-
porting them as they deal with the overload 
and pressure of a distressing situation. 
These leaders don’t feel so alone or iso-
lated from deeper insights. Outside experts 
also provide a buffer so they can maintain 
their leadership authority in front of their 
employees. 

Final Thoughts
Using the leadership EDGE to achieve 

success in turbulent times is not easy. It 
requires discipline, laser focus and daily 
effort. Those who continue to achieve 
success even after surviving a crisis recog-
nize that they have to change and adjust 
to the evolving situation. When they do, 
they create opportunities to develop a real 
strategy for enduring success. When you 
thoughtfully look at your own circum-
stances, you can develop your own leader-
ship EDGE to evaluate your situation and 
chart a course for ongoing success.  

DO YOU OWN 10-20 ACRES OR MORE 
of California Real Estate that is zoned 
for Automotive Recycling? 
My clients will pay TOP rental prices or purchase  
your land. Check out these actual recent transactions:

n  INLAND EMPIRE-SOUTHERN CA—$130,000 P/MO
n  POMONA CA—$35,000 P/MO+
n  SOUTH BAY AREA—$51,000 P/MO
n  SOUTH LA—$130,000 P/MO
n  STOCKTON—$20,000 P/MO
n  FRESNO—3.5M FOR 16 ACRES
n  BAKERSFIELD—4.5MILL FOR 16 ACRES
n  SOUTH LA—21MILL FOR 11 ACRES

IF YOU OWN THIS 
KIND OF LAND, 
CALL ME! 
I will get you real offers 
that may exceed what 
you’re making on the 
business now without 
having to risk capital 
or work the hours!

LAND ZONED 
FOR 
AUTOMOTIVE 
RECYCLING

Indevor Industrial Real Estate, Inc.
Reach TIFFANY KLAUER at

Phone: 831.325.7737
Email: tiffany@luminaconsults.com

DRE# 01896492

Indevor Industrial Real Estate, Inc.
Reach TIFFANY KLAUER at

Phone: 831.325.7737
Email: tiffany@luminaconsults.com

DRE# 01896492

IF YOU OWN
MULTIPLE  

SELF-SERVICE  
OPERATIONS

in the United States,  
we have liquidity  
solutions for you!

Check out these actual recent transactions:
n 

MID-WEST FIRM WITH  
TWO STORES—$11,000,000

n 

EAST COAST FIRM WITH  
FOUR STORES—$21,000,000

CONTACT TIFFANY KLAUER
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Dashboard

Creating a Climate for Potential Leaders 

You will not grow your company – 
especially in chaotic times like today – 

unless you are able to grow people. As you 
reevaluate your workforce, possibly after 
laying off or firing employees due to the 
current crisis, it is critical you have people 
who will grow with your business. Even if 
you are to go into the 
marketplace to hire 
an experienced man-
ager/leader you will 
still need to provide 
a climate and culture 
that allows them to 
grow into their new 
position. The author John Maxwell put it 
this way – The only thing leaders do is to 
influence.  

Your climate or culture is created by 
your leadership model. You may not be 
able to describe your culture, but make no 
mistake about it, you have a business cul-
ture either by design or by default. If your 
desire is to have a certain business culture 
or climate the best way to do that is to 
live it. Other leaders in your business will 
follow what you do, not what you say.

Look for the Gold and Not the Dirt
What you have to do when developing 

future leaders in your business is look for 
the potential in those people and empha-
size the strengths you see. They should 
also be a good performer in their area and 
show that they are on board with where 
the company is trying to go. Another thing 

is to look for is with 
whom they spend the 
most time. Who are 
their influencers?

A good test for 
people you see as 
future leaders is to 
give them opportuni-

ties to lead. It could be as simple as coming 
up with a better procedure that requires 
them to include others in their team to con-
tribute and implement. Are they able to get 
others to follow their lead?

If you have leaders in place now make 
sure that they are developing future 
leaders. You can only grow so far with 
your present group. If you want to con-
tinue to grow and take advantage of future 
opportunities or obstacles you need to be 
prepared. In mature businesses people do 

retire, or get ill and leave employment. 
Other times people leave for another 
opportunity. In either case having someone 
groomed and ready to plug in keeps the 
business moving forward.

Take Ownership
The leader must own everything in his or 

her world. There is no one else to blame. 
When you ask a leader, manager, team 
leader what went wrong they do not imme-
diately place blame. They acknowledge a 
mistake was made. They take ownership 
and they develop a plan to win the next 
time. If you expect perfection and you go 
ballistic when mistakes happen you are 
going to be a very unhappy owner.

This is incredibly difficult to do, but nec-
essary if you are going to develop leaders 
that will do more than just play it safe. To 
maximize growth, you must have some 
risk and risk does not come without the 
chance of failure. Most new enterprises fail 
many times before they ultimately succeed. 
Likewise, most new managers who are 
go-getters will make mistakes. For the right 
manager and owner this is a great time for 
growing their leadership skills. 

No Success without a Successor
One final thought. One of the things I see 

is that many owners are still trying to do 
a major task such as buying. You cannot 
achieve your ultimate growth goal because 
you cannot focus on both buying and 
leading the company forward. If you can’t 
develop someone in your company to do 
the buying, how are you going to develop 
someone to help the company grow?  

By Chad Counts

Leadership and Growth Counts Now Even More

A good test for people you 
see as future leaders  

is to give them 
opportunities to lead.

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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Work-life has become more complex 
caused by COVID-19. Managers 

and supervisors must now take better care 
when handing employees who are worried 
about their health, dealing with sick family 
members, childcare issues, or other fallout 
from the ongoing pressures. There is also 
heightened concern among auto recycling 
facilities about employee retention. This 
study proves that improving the training 
for management to be more supportive to 
employee concerns drastically improves 
retention, moral and even employee safety, 
especially in the current workplace climate.

Teaching managers to be more sup-
portive of their direct reports’ work/life 
issues can be a simple and effective route 
to improving employee health and satis-
faction, according to our multiyear study 
of hundreds of frontline workers and 
dozens of supervisors in middle-America 
supermarkets.

Supervisors are eager for such help: 
Many want to be supportive, but with 
companies cutting training budgets, they 
haven’t been taught basic management 
skills. Worse, it’s common for firms to 
reward supervisors for making their num-
bers, regardless of the human cost. That’s 
a particularly shortsighted policy when 
it comes to low-wage workers, many of 
whom struggle with family and personal 
needs and may not see eye-to-eye with their 
managers on the primacy of work.

To increase supervisors’ sensitivity to – 
and ability to handle – employees’ work/
life issues, we ran small sessions on how 
to plan coverage and deal with employees’ 
scheduling conflicts. They consisted of 
onetime, self-paced 30-to-45-minute com-
puter tutorials followed by 75-minute 
face-to-face discussions. The training 
focused on four kinds of actions: providing 
emotional support – that is, acknowledging 
employees’ sometimes extensive respon-
sibilities outside work; providing struc-

tural support by working with employees 
ahead of time to resolve scheduling 
conflicts; modeling healthful behavior by, 
for example, showing that it is acceptable 
to occasionally attend important family 
functions during work hours; and part-
nering with other managers to strategically 
address work/life issues through initia-
tives like interdepartmental cross-training, 
which increases coverage options.

Our study showed that prior to the 
training, employees who perceived their 
managers as unsupportive had significantly 
worse job attitudes, blood pressure, heart 
rates, sleep quality, and general overall 
health, and were less likely to be with the 
company a year later. After supervisors 
went through the training, workers’ per-
ceptions that their supervisors were sup-
portive on work/life issues had improved 
significantly. This had important additional 
consequences in employee health, satisfac-
tion, and safety.

Once they viewed their managers as 
being more supportive, employees reported 
improvements in general overall health as 
measured by such factors as pain and psy-
chological problems. This effect was most 
pronounced among employees who pre-
viously had the highest levels of work/life 
conflict – for example, a frequent need to 
change their hours to accommodate chil-
dren’s schedules.

Employees of the trained supervisors 
also were more satisfied in their jobs than a 
control group of workers whose managers 
did not undergo training. The employees of 
the trained supervisors had a lower inclina-
tion to seek jobs elsewhere than the control 

group and reported a greater willingness to 
comply with safety programs.

To reinforce the training and ensure that 
it was implemented, we asked all trained 
supervisors to set individual goals for 
using what they had learned (for example, 
increasing the number of times they asked 
employees about their families or sched-
uling needs). We also asked them to record 
their supportive behaviors on index cards 
for the next few weeks. After this stage 
of the training, a perceptual gap between 

managers and employees had closed: 
Before the training, one-third of employees 
had rated their managers as much less 
supportive than the managers rated them-
selves, but afterward, the ratings were in 
close agreement for most trained pairs.

Both the training and the follow-up ini-
tiatives were simple and inexpensive – but 
they paid off handsomely by improving 
employee motivation and decreasing the 
risk of costly health problems. The study 
provides proof that small interventions can 
have a big impact throughout an organiza-
tion.  

People
By Ellen Ernst Kossek

    & Leslie B. Hammer

Supervisor Work/Life Training Gets Results

Ellen Ernst Kossek is a professor of 

human resource management and 

organizational behavior at Michigan 

State University’s School of Labor 

& Industrial Relations in East Lansing and coauthor 

of CEO of Me: Creating a Life in the Flexible Job Age 

(Wharton School Publishing, 2008). 

    Leslie B. Hammer is a professor 

of psychology at Portland State 

University in Oregon and coauthor 

of Working Couples Caring for 

Children and Aging Parents (LEA Press, 2007). 

Kossek and Hammer codirect the Center for Work-

Family Stress, Safety, and Health in Portland. 

The employees of the trained supervisors had  
a lower inclination to seek jobs elsewhere than the 

control group and reported a greater willingness  
to comply with safety programs.
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Videos are a popular marketing tool 
cropping up everywhere. They are 

easy to produce and a great way to pro-
mote business. Use them to welcome folks 
to your website. Use them to demonstrate 
products and services. Place them free on 
YouTube. I made one recently while sitting 
in my backyard. If I can do it, you can too!   

Smart Phones and Video Cameras
You can walk around with your smart 

phone camera on a selfie-stick as many do. 
Or place it in on a tripod camera stand in 
your office or shop as you speak. If you 
want better quality than available on your 
smart phone, you can use a video camera. 
They produce better quality video than a 
smartphone or webcam and can be found 
on Amazon starting at around $50. 

Editing Your Video
You can edit your video easily with 

free software that comes with most smart 
phones. There are also editing apps avail-
able from your App Store. Read reviews 
before you buy. You can add all kinds of 
bells and whistles to your videos such as: 
splashy intros, banners, headlines, bullet 
points, photos, graphic illustrations, video 
insertions, fade-ins and fade-outs, and 
sounds. Keep in mind, 
you only want to 
enhance your message, 
not muddy it up or over 
produce it. There are 
free videos on YouTube 
showing you how to 
edit.

Hire Someone
You can hire someone 

to produce a video for 
you but be careful! There 
are lots of bad videos 
produced by so called 
self-appointed “experts.”  

Always ask to see some examples of what 
they have done for others. 

Tips for making your video more pow-
erful and effective:

1. Personal Appearance. How you 
look and what you wear in your video 
sends a subliminal message, both positive 
or negative. If you are dirty, frumpy, sloppy, 
or poorly dressed, viewers will decide 

how you think of them or yourself. Your 
appearance tells viewers about: your atti-
tude, intelligence, expertise level, opinion 
of your audience and respect for your audi-
ence. They intuitively pick up on whether 
you like your audience. Do not overdress, 
but dress in at least business casual. The 
number one rule is, be clean and neat. 
Remember, you never get a second chance 
to make a good first impression.

2. Speak to just one person. Look into 
the camera and speak as though you are 
talking to just one person. 

You will find people will respond better to 
your message. This is a tried and proven 
communication technique used by profes-
sional speakers. This was part of the suc-
cess of old timers like Arthur Godfrey, Bob 
Hope, Jimmy Durante, and Red Skelton. 
Carol Burnett said she performed as if she 
was doing it only for her grandmother. 

3. Use good lighting. Keep your presen-
tation from looking dark and foreboding. 
Have the front of your face and eyes well lit. 

4. Clean, uncluttered background. 
Whether recording in your living room, 
yard, or office, make sure clutter and other 
distractions are cleared out of the camera’s 
view. 

5. Avoid background noise and dis-
tractions. Barking dogs, children, noisy 
traffic, people talking, and even the wind 
blowing, will take your viewer’s attention 
away from your presentation. 

6. Keep the camera focused on your 
face and eyes at all times. No side 
angles! Talk directly to the camera as 
though you are talking eyeball-to-eyeball 
to someone. Don’t shift your eyes else-
where. Zooming in to speakers at different 
angles is distracting to viewers and inter-
rupts the personal connection. If you hire 
someone to record your presentation, don’t 
let them record you from different angles 
and zoom in and out a lot. Insist that all 
camera shots be focused on your face. Any 
zooming in and out should focus on your 
face, with your eyes continuing to look 
into the camera. When they zoom out, they 
should zoom to your full body with your 
eyes still looking forward into the camera 
to keep your eye connection with the 
viewer from being broken. 

Marketing
How to Make a Powerful Video Presentation

By Mike French

With all the new video making technology,  
it’s very easy to make your video presentation  

look overdone and like a commercial.
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Mike French, president of Mike 

French & Company, Inc., can be 

reached at 800-238-3934, or  

visit his company’s Web site at 

www.MikeFrench.com. Check out the new  

ToolBox Virtual Auto Recycler Trade Show™  

at www.RecyclerShow.com.

7. Don’t be glued to your notes.  
Even if you are presenting an educational 
or training seminar, don’t look at your 
notes too much. Professional speakers are 
careful about this. Looking down at your 
laptop or notepad too much breaks the 
viewer focus on you and your message.  
If you must refer to your notes because  
of outline or bullet points, do it without  
it being a distraction. Have notes or bullet 
points appear on the viewer’s screen at 
the same time you’re reading them. Edit 
this into your presentation. Or print these 
points on a white board or easel tablet.  
Or have your notes on a teleprompter or 
monitor screen near the camera. This way, 
you can look into the camera and see your 
notes at the same time.  Always keep your 

eyes forward toward the camera. It takes  
a little practice to keep from breaking your 
eye contact with the viewer. 

8. Music. Don’t add music to your video 
if you don’t own the rights to it. You may 
run into copyright issues. There are lots of 
music providers available online for a fee. 
But background music can be annoying to 
viewers and distract from your message. 
Most of the time it is best to go without it. 

9. Keep it simple. With all the new 
video making technology, it’s very easy to 
make your video presentation look over-
done and like a commercial. People will 
stop watching if they think they are being 
“sold” to. Remember, it is about a personal 
message from you to them! Keep it simple, 
with the focus on you and your message. 

10. Include a Call to Action. When a 
viewer watches your video, what do you 
want them to do? Encourage them to call 
you, sign up for a newsletter or blog, or 
visit your website. 

Now go make great videos. If your video 
content is appropriate for the auto recycling 
industry, post them for free at the virtual 
Automotive Trade Show which is open 
24/7: www.recyclershow.com/ 
submissions. 
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OVERCOME
 ADVERSITY            “Edge above the rest” with the advantage of the industry’s  

high-powered info-packed annual think tank – ARA’s 77th Annual 

Convention & Expo. Join ARA to crush your goals in 2021. 

By Caryn Smith  

T his is not your  
typical “convention 
preview” article, 
but then it is not 
your typical year. 
2020 has certainly 
delivered plenty  
of uncertainty, 
inconvenience  

and, for some, unexplainable heartache. 
Business has been less than predictable. 
Compassion and empathy have become 
the two most needed assets a business owner and leader 
should possess to successfully manage their teams. Strong 
financial management is no longer optional. Finding new 
ways to leverage sales is a must. Marketing online is essen-
tial. There is no getting around these facts. 

Yet, with all that, the resilience of the automotive recy-
cling community has stood strong. The beacon that shines 
light on the path forward for most auto recyclers has been 
the support they’ve received from their peers and profes-
sional organizations. The increased popularity of Face-
book groups and live events, as well as Zoom and Go-To 
meetings, tell the story of automotive recyclers connecting, 
learning, sharing and empathizing together – electronically 
– more now than ever. 

Thankfully, the Automotive Recyclers Association (ARA) 
has taken a leading role to find ways to help auto recyclers 
take advantage of opportunities for support, as well as  
decipher information and regulations from governments 
and regulators. A quick look at the ARA Facebook page, 

ARA website or your email reveals need-
to-know information, especially through 
the COVID-19 Dashboard on a-r-a.org. 

“ARA leadership saw early on that we 
needed to pull together resources and 
information that auto recyclers could use 
to make their way through this crisis,” 
says Sandy Blalock, ARA Executive 
Director. “We scoured the news, CDC, 
OSHA, SBA and federal government 
websites, and reviewed legislation coming 
out at rapid fire to pull together the ARA 

COVID-19 Dashboard and weekly email updates. Now, 
looking towards our Annual Convention, we will continue 
to deliver the tools and education that recyclers will need 
to excel in 2021.”

Back Together Again
Bringing all the recent ARA efforts back to building an 

excellent in-person event, ARA’s 77th Annual Conven-
tion & Expo is planned for Nov. 11-14, in Reno, Nevada. 
This pinnacle meeting is one of the industry’s largest, 
which brings auto recyclers and supporting businesses 
from across the globe together under one roof to learn, 
network, celebrate, demonstrate, and more. (At this time, 
there are no plans to cancel this much-needed event.)

“We believe this year, more than ever with the cancel-
lation of so many state and industry events that we need 
to bring our industry back together if we can do it safely,” 
says Blalock. “Auto recyclers do better together, and this 
event allows them to take the needed time out to focus 
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on their business. It also allows them to see so many great 
ideas presented by our expert speakers and panelists, as 
well as vendor and sponsor industry partners.”

The annual event boasts many of the activities attendees 
enjoy: The annual Awards Dinner with a Gold-Rush 
theme; Yard Tour; Past President’s Reception & Exposition 
Opening, a favorite of almost everyone; and more.

“While we won’t jeopardize the health and well-being 
of anyone,” says Kim Glasscock, ARA meeting planner, 
“we continue to plan this event with high hopes we can 
bring everyone to Reno, utilizing safe event practices.  
Our hotel property is also committed to diligence in 
cleaning and sanitizing for the safety of our attendees.”

Rest assured, ARA leadership understands the unpredict-
ability this year has delivered. They are not only building 
an excellent “Plan A,” they are also co-developing a  
“Plan A-lternative” just in case scenario, to guarantee auto 
recyclers will have the tools they need to succeed in 2021. 

Crushing Adversity 
The ARA Annual Convention Educational Program- 

ming Committee is still formulating the agenda (see page 
31) and promises quality programming. The goal is to give  
you the “edge above the rest” experience, assembling the 
industry’s finest speakers, panelists, and experts.

The biggest news is the return of Jason Redman as the 
2020 Convention Keynote Speaker. In fact, ARA named 
Redman its “2020 Industry Coach.” As a decorated retired 
Navy SEAL officer who was severely wounded in Iraq in 
2007, Redman went on to use his experience to become a 
New York Times bestselling author, speaker and coach. 

 WITH THE ARA 

ADVANTAGE
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He is currently presenting a Facebook  
Live sessions each month for ARA leading up 
to the Convention, titled “Crush Adversity,” 
to help participants redirect the current chaos 
into an actionable plan for profitable results. 
(Recorded sessions are accessible on ARA’s 
Facebook page.) His focus on leadership  
and teamwork, and the use the principles 
associated with the “Overcome Mindset” 
helps individuals, teams and companies  
to “GET OFF THE X”™ effectively after 
“Life Ambushes.” 

Redman’s keynote will bring together 
the action items from the four online ses-
sions and convention attendees will walk 
away with clear goals and a plan for 2021. 
Last year, Redman spoke (looking back, 
almost prophetically) about getting off the 
X of conflict and moving forward. Then, 
COVID-19 – the ultimate X – happened. His 
message this year is especially insightful, and 

for some, it will be just what they need to get past current 
roadblocks. 

“2020 has been crazy,” says Redman, “but it has also 
enabled me to put my content to work and validate it. 
ARA will be one of the first to receive newly-developed 
information on several critical concepts I knew from my 
military career, but have now witnessed its effectiveness 
during this COVID crisis. We will look at how elite level 
organizations define their mission, set a course and swiftly 
and efficiently execute with maximum impact and minimal 
risk despite uncertainty. Ultimately, action is the answer!”

Reflecting on the resilience of the automotive recycling 
community, Redman says, “I think resilience is the ability 
to endure hard and uncertain times, but also to recognize 
opportunity within them. When I first spoke to ARA, pre-
COVID,  the members were dealing with the industry’s 
evolution, technology and challenges from outside forces. 

“With COVID, the resilience needed is born more from 
sheer necessity, yet also from tremendous opportunity. 
Current economic conditions and unemployment means 
people are looking for ways to save money. The option 
of recycled auto parts is a great way to do just that. Resil-
ience will be expressed by leveraging new marketing 
opportunities to leverage these new opportunities.”

“I think that getting off the X, outside of your comfort 
zone, constantly challenging your beliefs, and striving for 
small gains every day are what we need to be focusing 
on with full force. So many of us have had a cataclysmic 
change in life and business. We need to understand that the 
world may not go back to normal and that the new virtual 
world we live in will continue into the future. Put the focus 
on small incremental changes to make sure we are always 
moving the needle in our life and business forward.”

“I met so many good down-to-earth people at the ARA 
event last year, who, like me, want to have a successful 
business. Most people and businesses have great hopes, 
dreams, and plans, yet so many fail to execute sufficiently 
because they wait too long for the perfect plan, take half 
steps, or fail to act due to uncertainty and lack of informa-
tion. I want to encourage all of you to take action in 2021; 
that an imperfect plan ferociously executed is far better 
than a good plan never used!”

We will look at how elite  
level organizations define  

their mission, set a course and 
swiftly and efficiently execute 

with maximum impact and  
minimal risk despite  

uncertainty. Ultimately,  
action is the answer!

Jason Redman returns 
as ARA’s 77th Annual 
Convention & Expo  
Keynote Speaker.
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Your Edge Starts Here
To help you develop your 2021 plan of action, sessions at ARA’s 77th Annual 

Convention & Expo in Reno, NV will deliver on actionable content and 
information. The full agenda is available on www.a-r-a.org/2020-reno-agenda.
html. Some sessions include: 

Opening Keynote – THE DOUBLE WIN with Speaker Blake Stratton
In this signature talk from Michael Hyatt & Co., you will learn the 4-step system  
for growing your business while working less. Following this process has resulted 
in clients growing their business an average of 67 percent in their first year,  
while cutting an average of 11 hours from their work week. This message will 
equip you to start winning at work and succeeding at life.

Getting the Most from Social Media
Learn the importance to your overall business strategy to be present on social 
media and why you should leverage various platforms and why you shouldn’t 
approach them all the same. Discover the basics about the who, what, where,  
why and when to post on social media.

Inventory Acquisition: The Single Most Important Thing You Do
Full-service auto recyclers spend more money on inventory than any other item. 
It’s the single most important factor in maximizing profitability. Discover why 
inventory acquisition is so important yet so challenging. Leave this session  
with the information needed to thrive during this time of opportunity.

How to Kick A** at a Self-Serve Auto Facility – Nuts & Bolts Business
Open panel discussion on the key focus areas of running a successful self-service 
or hybrid facility. Topics will include stocking, sales and customer service.  
We will also highlight scrap material harvesting.

High Altitude, High Expectations
Now more than ever, the association sees the need for 

auto recyclers to connect. While November 11-14th is a 
few months away (and in the shadow of the COVID time-
line, each month is like a year, isn’t it?), ARA is expecting 
that members will attend this educational event as they 
always have. Registrations are already coming in, and you 
too can register now at www.a-r-a.org. 

The event offers a much-needed respite from COVID-19 
– a mountain refresher that rejuvenates the weary or 
recharges those who powered strong through 2020.  
Whatever you need, this host city and property has it all.

The exciting city of Reno, Nevada and the stellar  
Peppermill Resort Spa Casino serve as hosts to the ARA.  
If you have not checked out the Peppermill’s video on 
ARA’s convention webpage, you need to see it for yourself.

The “Biggest Little City in the World” got its name as 
a result of the wide range of cosmopolitan amenities in 
a city of its relatively small size. It has a small-town feel, 
with small-town friendliness, yet has so many big-city 
activities to offer you’ll want to extend your stay.

Reno is just 22 miles from Lake Tahoe and sits in a high 
desert river valley at the foot of the Sierra Nevada at an 
elevation of about 4,400 feet above sea level. It is steeped 
in the rich American history of gold mining travelers who 

Edge Above the Rest 
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trekked through the area on the California Trail to find 
their fortunes in the Gold Rush of the 1800s. Then, roads 
and railroads through the region established the town of 
Reno in 1868. The city took a tourist leap forward when 
the state of Nevada legalized gambling  
in 1931, making Reno a hub of entertainment.

Something for Everyone
For those who enjoy the great outdoors, Reno has been 

called “magical” in the winter months, with snowfall usu-
ally light to moderate. While the weather will be chilly 
in November – in the 60s by day and 30s by night – the 
location brings so much outdoor activity to life due to its 
proximity to Sierra Nevada, Lake Tahoe and numerous ski 
resorts, you’ll want to bring your family. Wintery highlights 
include Tahoe skiing and snowboarding, backcountry 
skiing, snowmobiling, sleigh rides, ice skating and more.

For those who are put off by the cold weather, you don’t 
even need to leave the hotel property to get the most from 
Reno. Experience the eco-conscious Peppermill Resort Spa 
Casino, a Premier AAA Four Diamond property, boasting 
1,621 luxurious guest rooms including the 600-room all-
suite Tuscany Tower. ARA has arranged accommodating 
price points for your stay, with North/West Wing at $89 
per night, Peppermill Tower at $119 per night and the 

Tuscany Tower at $139 per night (make reservations from 
the hotel link on ARA’s Convention webpage). 

Those who love the good life indoors can embark 
on a luxurious journey at the remarkable three-story, 
33,000-square-foot Spa & Salon Toscana featuring  
24 treatment rooms. Enjoy Northern Nevada’s only  
Caldarium with indoor pool, sun deck and enjoy full- 
service salon services. Other amenities include a posh 
9,900-square-foot fitness center; two beautiful outside 
pools and three outdoor jetted spas, heated with on-site 
geothermal energy. Boutique shopping is available, too, 
along with free WiFi Internet access for all guests. 

Of course, the Peppermill delivers on the slots, table 
games and poker in the 82,000-square-foot casino you’d 
expect from the other city that doesn’t sleep. 

Finally, gourmet food is at your fingertips with an 
exciting assortment of bars and lounges, including the 
iconic Fireside Lounge; and nine award-winning restau-
rants offering authentic Chinese, inspired Italian, steaks 
and chops, seafood, deli and café dining. 

Visit www.peppermillreno.com to view all the amenities 
available and www.visitrenotahoe.com to check out all 
the activities of the area. 
Caryn Smith is the editor of Automotive Recycling magazine, and 

has covered the industry for over 20 years.

    POWERED   
  TOOLS

Supporting 
State Auto 
Recycling
This year, as most 
industry events 
were cancelled, 
ARA was mindful 
of the impact 
this has on the 
already limited 
budgets of ARA 
Affiliate Chapters. 
Therefore, 
ARA’s Annual 
Fundraiser will 
benefit the ARA 
Affiliate Chapters.
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The right equipment powers a company’s efficiency and profitability. 
Here is a quick guide to ARA’s associate members and advertisers 
who provide you with heavy equipment promising big returns. 
By Leona P. Dalavai Scott  

A
utomotive recyclers 
rely on big equipment 
to move, dismantle and 
crush their inventory 
with efficiency. While it 
is a huge expense, con-
sidering a purchase in the 
current economy might 
be a quandary – to do or 
not to do is the question. 
Do you have bottle necks 
in production? Is there a 

piece of equipment that can help your workers dismantle 
more vehicles? Is there a way to squeeze more profit from 
current processes? 

These kinds of questions might help to determine if you 
should make purchasing equipment decisions and find 
improved solutions to boost bottom line returns. 

In a quick Facebook poll of participants in the Profes-
sional Salvage Yard Information Forum, a majority of 
respondents had no plans to make big purchases in 2020. 
A little over one-quarter of the respondents had already 
bought equipment this year and a quarter of respondents 
wanted to, but with COVID-19 had budgeting concerns. 

With recyclers watchful over the bottom line, is there 
a light at the end of the tunnel for companies working to 
lure auto recyclers to consider big equipment purchases? 

The big equipment manufacturers that we’ve talked to 
seem to think so. Whether the manufacturers are based 
internationally, such as Holmatro, or domestically, they 
are weathering the COVID-19 storm by learning to adapt. 
They are working hard to keep their pricing competitive, 
are offering financing solutions and using their warranties 
as a draw. 

Holmatro, a company dedicated to providing inno-
vative hydraulic equipment for industrial applications 
worldwide, such as hydraulic cutters, has instituted these 
company-wide changes to make sure they are staying 
competitive in the marketplace: 

•  When product marketing, focusing on added-value 
offerings with improved customer service and 
more quality parts and systems to offset the pricey 
investment.

•  Emphasizing multi-year warranties, in order to steer 
customers toward replacing units that are old and 
unreliable with an investment in more dependable, 
durable equipment.

The team at LEFORT America, manufacturer of scrap 
metal recycling equipment (balers, shears & shredders), 
can accommodate any operation from the small to the 
largest scrap yard facilities. With an industry-leading 
product, they will help bring success and growth to an 
auto recycling business. They noted that as the economy 
recovers from the impact of COVID-19, minimizing 
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costs by maximizing productivity and efficiency, as well 
as maximizing the value of transportation dollars, will 
be key to the automotive recyclers’ ability to regain and 
improve their financial health. 

Whether you’re looking to replace your equipment or 
want to make it stretch a little longer with smart main-
tenance and upkeep, our Equipment Roundup Resource 
provides you with some information to make the best 
decision for your automotive recycling facility. 

Check it out, along with tips to preserve your equipment 
for the long term (see box on page 38).

Equipment Roundup Resource
Here is information on associate members of the  

Automotive Recyclers Association who support the 
industry with equipment products. Note: These companies 
responded to our requests for information, and their sub-
missions were provided by the companies. ARA does not 
endorse any company over any other. In addition to those 
that participated, additional ARA Associate Members who 
offer equipment are listed on p. 40 and all ARA Associate 
Members are included in AutoRecyclingBuyersGuide.com.

Holmatro, Inc.
Holmatro’s hydraulic equipment are used for indus-

trial applications around the world. Holmatro designs, 
develops, manufactures, and tests tools in-house. Our 
experience with high-pressure hydraulics enables us to  
test the boundaries of what is technically possible. The 
CAT Cutter® by Holmatro is the industry’s preferred  
catalytic converter removal tool. www.holmatro.com; 
(410) 768-9662.
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The KOBELCO SK140SRD and SK210D Multi-Dis-
mantling Machines are purposely-built for auto disman-
tling and recycling – not just an excavator with an after-
market kit welded to it. With the strongest nibbler tool 
in the industry and exclusive, multi-directional movable 
clamp arms, these machines can pick apart a car with 
pinpoint precision and power.

The KOBELCO SK140D and SK210D Multi-Disman-
tling machines allow customers to process more vehicles 
per day and get a higher return per vehicle; they eliminate 
some of the cost and liability of having multiple workers 
on the ground, and put the operator in a safe, protected 
and comfortable environment. Because the KOBELCO 
dismantling machines boast superior power, some yards 
are pulling and separating more ferrous metal (suspen-
sion and frames) to further increase their revenue stream 
per vehicle.

With the KOBELCO SK140D and SK210D, customers 
can increase their recovery rate of copper and aluminum 
and eliminate the cost of manual labor on the ground, 
which turns into more revenue per car. When more vehi-
cles become available, these machines can increase the 
number of vehicles that can be processed per day leading 
to even more potential revenue. Plus, since new machines 
come with 3-year/3,000-hour factory warranty, you also 
eliminate some of the expenses of repairing older unreli-
able machines.

Designed from the factory to remove engines, copper, 
aluminum and other precious metals from cars and 
trucks before they go to a shredder, they can also be used 
for recycling household appliances, vending machines, 
and sorting waste at facilities. Factory guarding and cab 
interference device prevents the machine from getting 
damaged and keeps the operator safe. kobelco-usa.com; 
(281) 888-8430.

LeFort America
LEFORT America is the North American subsidiary of 

LEFORT, which has been dedicated to the development, 
design and production of state-of-the-art scrap metal 
balers, shear balers and shears since 1947. 

Located in Sunrise (Fort Lauderdale) FL, LEFORT 
America is dedicated to providing equipment, repair 
parts, and technical and maintenance support for 
all LEFORT customers in North America and the 
Caribbean. 

LEFORT offers equipment including high-speed balers, 
shear balers and shears ranging from 660 tons to 1,750 
tons of shearing force. LEFORT also offers the machines 
on tracks, enhancing scrapyard mobility to maximize 
efficiency. 

LEFORT equipment, with high-speed cycle times and 
enhanced mobility coupled with remote operability and 
online connectivity are the perfect resources to improve 
the bottom line. 

ARA launched a Facebook group for those 

looking to buy or sell used equipment that 

is still viable. To have a greater reach, the 

group is partnering with the Professional Salvage 

Yard Information Forum, which is comprised of more 

than 2,500 automotive recycling professionals.  

If you need to buy or sell equipment, check out this 

new resource. The only restriction to this Facebook 

group is the selling of recycled auto parts or 

anything related to recycled parts inventory. 

You can find the Facebook group by searching for 

“ARA Buy/Sell Group.” The link is www.facebook.

com/groups/195026301813701/.

Check out ARA’s Buy/Sell Used 
Equipment Facebook Group
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A
dam Lindley is president of SAS Forks, a 

manufacturer of forklifts and auto salvage 

equipment. The company began in 1972 as 

a late model auto salvage yard, and over the decades, 

has evolved into a full-line attachment manufacturer. 

Lindley grew up working in his family business of semi-

tractor/trailer repair, specializing in tank trailers. He 

is an authority on maintaining and servicing heavy 

equipment, having traveled to customers’ yards assisting 

with equipment installation, training and repairs as well 

as forklift training for groups and tradeshows. In addition, 

Lindley is at the forefront of the industry – having 

developed eight patents on heavy equipment, with more 

to follow. 

Over the years, he’s formulated some maintenance 

standards, which can help auto recyclers to avoid 

breakdowns and secure their equipment investments 

for many years. He believes a successful maintenance 

program is key to the survival of tools and equipment. 

Lindley recommends three key strategies to 

enhance the longevity of equipment: 

• Invest in good tools and equipment

• Utilize an inspection checklist 

• Conduct daily inspections of equipment

Investing in good tools and equipment from the 

beginning will make jobs easier, faster and less labor 

intensive. For example, if a wheel loader is prone to 

breakdowns, then it makes life difficult for employees. 

Not only will they be frustrated in working with broken 

equipment, jobs will always take longer. And more 

time is more money, which will cut into potential profit 

margins. 

Also, develop an inspection maintenance checklist 

and use it often. Managers need to be proactive about 

developing maintenance checklists for equipment that 

they can go through daily. A checklist creates a process  

for daily care and attention to equipment. 

The daily checklist should include all of the things 

required to maintain equipment such as oil changes, 

greasing machines and repairing even the smallest 

problems. When equipment is checked daily, you are 

more prone to noticing wear and tear on the equipment 

that can be addressed immediately, rather than 

addressing later when it could be too late – and  

more costly.

Keep machines running smooth by checking 

lubricants daily. Machines need lubricants to live.  

They are the lifeblood of your business. Every machine 

has special requirements as to the type of oil, grease 

and other fluids it uses. In the long run, using the correct 

fluids will make equipment last longer and perform better. 

Oils are designed specifically for engine clearances and 

temperatures. Using 5w30 where it is not called for can 

result in catastrophic engine failure. Using a grease that 

isn’t designed for a high heat application will result in a 

dry surface and eventual part failure. Read the manual, 

have the correct fluids on hand and use them. Different 

equipment have different requirements so contact your 

lubricant supplier if you’re unsure.

Finally, pay close attention to the inspection 

sheets. The best way to tell if you’re going to have 

an equipment issue is to predict it. Inspection sheets 

will give you clues. Most managers never look at the 

inspection sheets unless an issue comes up. By reviewing 

inspection sheets often, you will notice any small or 

minor changes to the equipment that can be addressed 

immediately. 

For example, if fluid levels are continuously dropping, 

the equipment needs maintenance. If the right rear 

tire is low every day, it needs to be inspected. Evaluate 

the inspection sheets and make a spreadsheet of the 

observations. Soon you will begin to notice patterns and 

can begin to predict the best times for maintenance to 

avoid high cost repairs. You will catch minor problems 

before they become major issues.

Through daily inspection and maintenance of 

equipment, you can be proactive in taking care of 

your facility’s largest and most expensive investments. 

Following these guidelines will make managing equipment 

easier and your recycling facility will be more productive 

and well managed in the long run. 

Should You Repair or Replace  
Your Equipment During Uncertain Times?

An industry veteran weighs in on his tips for best practices. 
By Adam Lindley
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Benlee
Brian Sides
(734) 722-8100
brian.sides@benlee.com
www.benlee.com

Bud Roberts Co., Inc.
Bud Roberts
(678) 546-8691
bud@budrobertsco.com
www.budrobertsco.com

R. M. Johnson Co.
Dave Van Vleet
(320) 274-3594
davev@ezcrusher.com
www.ezcrusher.com

Shear Core
(715) 395-3715
www.shearcore.com

Sierra International 
Machinery, LLC
(661) 327-7073
info@sierraintl.com
www.sierraintl.com

Supershear, Inc.
Larry DeMik
(480) 789-3893
ldemik@supershears.com
www.supershears.com

Volvo Construction 
Equipment
Marcus Menough
(281) 728-7439
marcus.menough@ 
     volvo.com
www.volvo.com

Additional ARA Associate 
Members to Consider  
Who Sell Equipment

LEFORT America is currently offering special 
COVID-19 discounts on machines ordered through  
Q3 2020, and is working with customers to help them 
find the best possible financing options to meet their 
needs. www.lefortamerica.com; (954) 916-7379.

OverBuilt
The OverBuilt Car Crusher: In 1992, Dick and Scott 

Rink were given a request by some of their scrap yard 
friends: “Build a crusher that is higher to handle more 
cars, faster for increased production and longer to accom-
modate the larger equipment coming on the market at 
that time.” Shortly after that, the first OverBuilt High-
Speed Model 10 Car Crusher was rolling off the line. 

The OverBuilt Model 10 Car Crusher boasts the highest 
lid opening at 10’ allowing for more cars in a single stack 
and more tonnage on the truck for transport. Until the 
market bounces back, crushing and stacking is the normal 
practice and six-car stacks will save you time. The compa-
ny’s High Speed Oil Bypass system cuts cycle time in half. 
20’3” is OverBuilt’s standard size charge box but the 22’ 
and 24’ models have become more popular with the larger 
cars, trucks and equipment available for scrap today. 
www.overbuilt.com; (605) 352-6469.
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Leona Dalavai Scott of JEP Marketing Communica- 

tions is based in the Dallas-Fort Worth, Texas area.  

She provides content marketing solutions for 

associations & small businesses that drive customers 

to take a profitable action. Contact her leona@jepmarcom.com. 

increase revenue by allowing users to gain access to valu-
able materials that would be labor intensive to do with 
manual labor. In a world where scrap is discussed in terms 
of pennies and pounds, any increase in recovery is an 
improvement. www.sasforks.com; (877) 727-3675.

Sellick Equipment
Sellick Equipment is a leading supplier of rough terrain 

forklifts to the auto salvage industry throughout North 
America. It offers special options for auto salvage yards, 
including mast hydraulic accumulators, engine shut down 
systems, long forks, special tires and optional quick attach 
hydraulic bucket for yard maintenance and snow removal.

Capacities are available up to 16,000 lbs. to handle 
larger SUV and pick-up trucks from the end. Sellick fork-
lifts are supported by more than 200 dealer locations 
throughout Canada and the U.S. www.sellickequipment.
com; (877) 735-5425  

SAS Forks
SAS Forks manufactures engineered tough solutions for 

severe duty applications in many industries including the 
auto salvage and scrap recycling markets. SAS offers solu-
tions to improve processing and recycling of automobiles 
at every stage throughout a facility. Whether a company is 
running a late model full-service or a self-service location, 
SAS can supply with correct fork or attachment to increase 
productivity and reduce overhead garnering higher profits. 

SAS strives to decrease downtime, costs and increase 
productivity by design, engineering and producing the 
highest quality products available. SAS Long Forks 
(10-18 ft.) are designed to move vehicles front to rear 
reducing damage; these forks are responsible for more 
than 16 million lifts a year. They are made to the highest 
quality standards and durability; these forks have been 
copied but never duplicated. 

SAS offers crushing forks that are specifically designed to 
live in the salvage and scrap yard. They are built to with-
stand lifting multiple autos as well as prying of engines and 
converters, along with many other operations needed in a 
facility. SAS offers products to improve revenue as well. 

The SAS Scorpion engine puller, designed for wheel 
loaders, and the Extreme Auto processor are designed to 
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Dismantling for end-of-life 
vehicles is part art, part science, 
and demands a streamlined, 
systematic process for the  
best results in environmental, 
safety and bottom-line 
profitability. By Maura Keller   
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PAM’S AUTO 
IN ACTION
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Historically speaking, in the past it was 
common to burn or bury end-of-life 
vehicles and hulls after removing 
valuable parts. These practices 
ceased due to the negative effects 
on the environment, development 
of environmental regulations, and 
gains were realized from increases in 

scrap metal prices. Today, compliance and profitability go 
hand-in-hand.  

“In our experience, a compliant operation is an efficient 
and profitable operation,” says Elizabeth Grubb, envi-
ronmental scientist at Vet Environmental Engineering. 
“Compliance and efficiency enable businesses to maintain 
a beneficial working relationship with regulatory stake-
holders thus enabling them to operate without fines and 
penalties resulting from noncompliance.”

Vehicle technology has certainly increased in recent 
years beyond airbags, navigation and back-up cameras. As 
Mike Meyer, founder of Pam’s Auto, Inc. explains, current 
production vehicles have more and more electronic com-
ponents which increase the potential profit of a vehicle. 
Examples include blind spot monitoring, lane keep assist, 
automatic braking, telematics, and Internet connectivity.  

“While the dismantling process may take longer because 
of additional parts, the sale of these components helps 
increase revenue,” Meyer says. “And while the increased 
revenue may not equal more profit, this revenue helps 
recover the increased investment to purchase the salvage.”

According to Shannon Nordstrom, vice president and 
general manager at Nordstrom’s Automotive, Inc. (see 
photos on page 53) – and chair of the ARA Certification 
Committee – as far as the actual dismantling of the cars, the 
biggest changes have been to the advent of the unibody car, 
where recyclers drop the entire drivetrain package out of the 
bottom, to be dismantled on a dismantling drain table. 

“The number of all-wheel drive cars has probably been 
another big change to adapt to, which was not much of 
an issue 10 years ago,” Nordstrom says. “The advent of 
the awesome rechargeable tools by makers such as Mil-
waukee and others, have given dismantlers huge time 
saving opportunities, by investing in the different options 
available. They are not tethered by an air hose any longer, 
other than for certain tasks.”

The assembly of the front end of cars, with plastic radi-
ator supports and large bumper facias, has also increased 
the challenge level of keeping these items undamaged 
during the dismantling process.

Technological Advancements
Of course, the technological prowess of today’s vehicles 

also adds another dimension to the dismantling process. 
Andy Latham, founder and CEO at Salvage Wire, says 
there are five key areas of dismantling technology that 
have evolved in recent years; these include equipment, 
knowledge, leadership, legislation and value. 

“Equipment has become more sophisticated, speeding 
up processes, reducing the effort required by staff and 
reducing levels of risk,” Latham says. “In the area of 
knowledge, the more we know the better we can become. 
The International Dismantling Information System (IDIS) 
system in Europe has enhanced the sharing of dismantling 
knowledge including depollution standards and types of 
material used in vehicles.” The Certified Auto Recycler 
program of the Automotive Recyclers Association (ARA) 
is also a great source for highest levels of dismantling 
standards in the United States, and other countries who 
use them as a basis.

The leadership of the dismantling team is also an essential 
area within the dismantling segment. Latham sees a lot of 
good leadership in sales teams or transport teams in recy-
clers he visits, but he sees less of this in dismantling teams. 

“Bringing structure with good leadership is essential,” 
Latham says. “Leadership that is there to help the team do 
the best job possible, safely and efficiently is critical.”

And in the area of legislation, as countries enforce envi-
ronmental standards this forces recyclers to dismantle 
more and promotes innovation that increases efficiency, 
and helps dismantlers to be smarter and safer.

“With the ever-increasing types of material used in 
vehicles it is important that the vehicles are dismantled in 
such a manner that the different metals can be sorted and 
sold for the best value,” Latham says. “As an example, 
there is no point putting all the aluminum into one pile 
because the different types of aluminum alloy achieve very 
different values in the scrap market, so knowing the dif-
ference could be very important for revenues.”

Wiley Wiltse, chief operating officer at Weller Auto 
Parts, says the single most important process change in 
his opinion is the link between buying and inventory. 
“Buying is where it all begins and without sales data 
determining what you buy and dismantle, you are run-
ning blind,” Wiltse says. Weller Auto Parts currently uses 
Inventory and Bid Buddy software systems, which have 
allowed the company to quickly inventory and price vehi-
cles and get them on the IMS – improving their break-
even days.  
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“We are inventorying more parts then ever and pulling 
more parts in the dismantling bays that are sold or going 
directly to core buyers,” Wiltse says. “All of this results in 
better ROI and faster turns.”

Best Practices 
In addition to embracing advancements in the disman-

tling process describe above, industry experts point to 
several dismantling “best practices” to further improve 
bottom lines. 

#1 Legislation – Latham says it is important that all 
end-of-life facilities are fully aware of the legislation that 
affects them and follow the guidance correctly. This will 
vary from country to country and state by state, and will 
detail which vehicle types are included in any legislation, 
the elements of the vehicle that are hazardous and need to 
be removed – fuel, oil, batteries, etc. and how to dispose 
of these elements correctly, and also who is responsible for 
compliance in the facility and enforcement activities. 

#2 Health and Safety – The health and safety issues  
surrounding the dismantling process is very legislation- 
driven, but the most important part is the health and 
safety of the team. As Latham says, the best practice will 
include knowledge of all legislation, assessing the risk 
and deploying appropriate control measures to prevent 
harm; daily considerations and checks; responsibilities for 
individuals and managers; training; and how to operate 
machinery safely. For operators in the U.S., a subscription 
to a safety, environmental and transportation compliance 
system may be one of the best options. 

Throughout Grubb’s travels to auto recycling facilities 
across the country, the most common issue she sees is 
storage of scrap engines and transmissions. These items 
are difficult to store because they are big, bulky, and oily.  
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“We often see facilities store scrap engines and trans-
missions in roll-off containers outside on pervious sur-
faces,” Grubb says. “This is problematic because the 
engines and transmissions can dent and poke holes in the 
roll-off container thus allowing oil to leak onto the sur-
rounding surface. The spilled oil then contaminates storm 
water and discharges to the surrounding environment. 
Our clients that store scrap engines and transmissions 
well have invested in a dedicated, indoor storage space. 
This protects the surrounding environment from potential 
contamination and eliminates exposure to storm water.”

#3 Strategic Purchasing & Inventory Management 
– Wiltse at Weller Auto Parts says recyclers should buy 
with a purpose – setting up a buying and inventory system 
correctly and to ensure they buy what they need.  

“Stop buying what you want, it may not be what you 
need,” Wiltse says. “And establish a buying budget based 
on where you want future sales and dismantling car 
counts to be. Dismantle by demand. Pre-inventory every 
vehicle within 48 hours of landing and let sales drive your 
dismantling schedule.”

Work hard to use your inventory information and 
reports to concentrate on dismantling the parts you have 
the best odds of selling, and having them prepared and 
ready to roll, leaving the slower moving parts on the hulk 
if that is possible at your facility.

Indeed, Meyer says that one of the biggest mistakes 
recyclers make is not taking the time to research the 
demand for a part before investing resources in saving, 
inventorying, and stocking the part. “Not everything 
sells,” Meyer says. 

#4 Pre-depollution – Before any activity occurs on the 
vehicle a few checks need to be made, including pre-use 
inspections of all equipment, tools and PPE, inspect the 

WELLER AUTO PARTS IN ACTION
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mounted in the loader, see a snap shot of the vehicle, and 
memorize the location of where they set it down, convert 
that location to their grid, and automatically update their 
Powerlink location table. 

“We know where every vehicle is at all times across  
64 acres and sometimes over 7,000 vehicles,” Nordstrom 
says. “This saves each of our outside dismantling team, 
each of them, over an hour a day, looking for that pesky 
lost vehicle, that had recently been moved.”

#7 Proper Handling of Unique Vehicles – Specialist 
training is required for the removal and disposal of LPG 
tanks and the gas. Once the tank has been removed it 
must be stored correctly and the gas recovered using 
appropriate equipment. Once the LPG system has been 
made safe the rest of the vehicle can be treated in exactly 
the same way as a conventional petrol or diesel vehicle.

 Specialist training is also required for electric and 
hybrid vehicles due to the risk of serious or fatal injury. 
Once the high voltage system has been made safe and the 
battery removed the vehicle can be treated as a standard 
vehicle.

The high voltage battery must be stored appropriately, 
keep them dry, never mix the chemistries and store them 
in the same orientation that they were in the vehicle.

 #8 Post Depollution – Latham says that once depol-
luted the vehicle is classified as non-hazardous and can 

vehicle and confirm the identification, check for any sharps 
or bio-hazards, and identify the fuel source(s) of the vehicle.

Nordstrom says it’s also important to look at the pro-
cess and try to eliminate any extra moves of a part. “Elim-
inate moves on and off pallets, eliminate moves that don’t 
take the part or the vehicle to the direction of its final 
destination, work hard to keep a part moving to its final 
destination, with as few hand offs as possible,” Nord-
strom says.   

#5 Use Best Equipment for your Operation – Wiltse 
says proper equipment for handling and dismantling is 
essential. “Competition at the auctions is at an all-time 
high and margins shrink with increased competition,” 
Wiltse says. “Make sure your transportation and disman-
tling equipment is updated and able to handle your valu-
able parts vehicles safely and efficiently. Damage in trans-
port or dismantling is a hit to your bottom line.”

#6 Embrace Technology – Embrace live scanning 
opportunities to track the parts though the facilities. If a 
part does stop, have a scan point with a location to keep 
everyone aware where every part is at all times, avoid 
“blank zones” where a part is between two locations, 
without a location change.  

Nordstrom’s Automotive installed WiFi throughout 
its entire facility, and invested in a system in which they 
can type the stock number of any vehicle into a tablet 
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then be recycled. All items removed during the depollution 
process are considered hazardous and need to be stored 
in suitable storage facilities that meet all regulations until 
treated, sent for recycling or disposal by a regulated waste 
management contractor. 

Following all of this activity the paperwork must be 
completed, including all vehicle records, waste check 
sheets, waste disposal records and certificate of destruc-
tion to name a few. Again, the regulations where you are 
will explain exactly what needs to be recorded.

“Concentrate on doing the job properly; rushing and 
arbitrary targets compromise quality and means items get 
damaged or missed, safety and environmental standards 
are ignored to the detriment of the staff and the business,” 
Latham says. 

ARA’s Oversight in Dismantling
ARA’s Certified Automotive Recycler (CAR) program 

addresses the best management practices of an auto sal-
vage facility through the storage and re-use of byproducts 
of dismantling recycled original equipment auto parts. 

As Sue Schauls, industry consultant, explains, in gen-
eral, the CAR program awards points for the removal and 
proper storage of core parts during the dismantling phase 
of the auto recycling process. Engine and transmission 
parts, whether for re-sale or core for remanufacturing, 
should be stored indoors or outside with cover and on  
an impervious surface. Spill supplies should be located 
nearby and the storage area should be free of spills or  
leaks on the ground. 

Batteries are another “waste” addressed in the CAR 
program but are actually a core part destined for reman-
ufacturing. The CAR program awards points for proper 
storage of batteries inside a covered storage area on an 
impervious surface and stacked no more than three high.

Tires are also addressed in the CAR program because of 

the state regulations governing their storage and disposal. 
The CAR program awards points for storing fewer than 
1,500 scrap tires on-site in a trailer or cage, not adjacent 
to buildings or perimeter of yard that is also in compli-
ance with state requirements. After, storage tires must be 
disposed of through a permitted tire hauler with disposal 
records available for the past three years or sent with 
crusher cars if allowable per state regulation.

Refrigerant is another waste that may have a double 
life as a usable product. Many auto salvage facilities 
re-sell or re-use this byproduct of the dismantling process. 
Refrigerants must be evacuated for recycling, disposal or 
re-use using approved operable refrigerant reclamation 
equipment. The recovered refrigerant must be recycled or 
disposed of through a permitted refrigerant reclamation 
company with records available for the past three years.

The CAR program awards points for proper removal, 
storage, and disposal of these “wastes” as well as used 
oils including brake, transmission, hydraulic and power 
steering fluids. Many auto salvage facilities re-use oil in an 
used-oil fired furnace for heating their shop in the winter 
months. This on-site energy recovery is EPA approved. 

Recovered fuel such as gasoline or diesel is another 
waste stream that is re-used in auto recycling directly as a 
fuel to run loaders or delivery vehicles. Antifreeze is also 
routinely re-used or re-sold as antifreeze for direct re-use. 
The CAR program awards point for the proper storage 
and labeling of these re-usable products. 

Safety in dismantling is also rewarded in the CAR pro-
gram. Spill supplies kept at strategic locations and clean-
liness of the dismantling and storage areas are awarded 
points. Having these supplies as well as personal protective 
equipment such as safety glasses and other safety measures 
like an eye wash station are other opportunities to score 
high in the CAR as well as in the dismantling shop with the 
inherit worker safety benefits. 
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Induction 
Innovations® 

Induction Innovations® 

is a family owned and 

operated manufacturer 

of high-performance 

induction heaters located 

in Elgin, IL. The company’s 

flameless heating tools 

have been designed to solve problems such as removing corroded 

parts and adhesives, auto glass, body moldings and more without the 

collateral damage that comes from using an open flame. 

Torches can be unreliable, time consuming and potentially 

dangerous. Using Invisible Heat®, Induction Innovations tools provide 

a much safer, faster and more reliable way of releasing those parts. 

The purchase of induction heaters can help auto recyclers improve 

their business by saving time on tasks like removing auto glass, nuts, 

bolts and other fasteners. The company’s Inductor® line of products, 

such as the Pro-Max or Glass Blaster, provide a safer alternative to using 

an open flame by helping remove adhesives sealing auto glass without 

damaging paint, encapsulant and frit, parts near fasteners and also 

avoiding injuries. You can remove body side molding and pinstriping in 

seconds, quarter glass in less than three minutes and windshields in 

less than 12 minutes. www.theinductor.com; toll-free (877) 688-9633.

Lamb Fuels
Operating west of 

the Mississippi, Lamb 

Fuels specializes 

in the purchasing 

various types of 

clean recyclable 

fuels. They service hundreds of auto recyclers and scrap metal facilities 

for their fuel recycling needs with a highly trained professional staff 

that emphasizes safety, customer service, and timely service calls. 

With over 25 years of industry experience, we work with our 

customers to guide them with best management practices to ensure 

they are producing the cleanest fuel in the safest way. Each month, we 

purchase hundreds of thousands of gallons of clean, usable fuel that 

benefits our clients, the environment, and our community. Our core 

commitment is to guarantee safety, reliability, satisfaction, and another 

revenue stream to our clients making Lamb Fuels the first choice when 

selling recycled fuel. www.lambfuels.com; (619) 421-0805.

SEDA
SEDA develops and produces tools and equipment that set new 

standards in terms of safety, durability and efficiency. SEDA’s broad 

portfolio has constantly been optimized over time. When SEDA was 

founded in the United States in 1983, this was the beginning of a new 

era of clean, safe and efficient recycling, with innovative tools and 

equipment. SEDA has grown ever since, with its own facilities in key 

countries: The United States, the United Kingdom, the Netherlands, 

Austria, Turkey and Japan for optimal coverage and product support. 

Today, the company has further increased its network with 26 

distribution partners. Scrap dealers and car recycling companies are 

customers benefiting from SEDA’s competence.

When an end-of-life vehicle is scrapped, it is vital that it is 

drained, dismantled and recycled in an environmentally friendly, 

safe and efficient manner. It is a challenging process that SEDA helps 

optimize by concentrating on 

five different process steps 

including storage, preparation 

such as the removal of batteries 

and tires, and draining. Fluids 

such as gasoline, diesel, waste 

oils, coolant and brake fluid 

also need to be drained. 

In a further step, vehicles are completely dismantled and SEDA 

differentiates between valuable recyclable parts and others. In 

the case that parts can be reused, they need to be cleaned and 

catalogued. Engines, transmissions and alternators are often resold. 

And once all recyclable parts are sorted out, all that remains in the 

car body is crushed and shredded. www.seda-international.com/us/; 

(770) 681-0474.

Vortex De-Pollution 
Started in the UK in 1998, 

Vortex first produced vehicle 

draining equipment in 2004. 

In 2010, the company opened 

their facility in Denver, Colorado. 

Vortex manufactures vehicle drain 

systems – from single purpose 

equipment such as its mobile fuel tool to full systems with catwalks 

and under hood vehicle racks complete with tools.  

The company produces over 20 vehicle drain options and has recently 

launched its own fuel drill to give an additional option beyond  

Vortex punch tool for draining gasoline from tanks.

In addition, Vortex manufactures catalytic converter decanning 

machines with full dust collection and safety enclosures. The company 

is also a USA agent for McIntyre, Forrec, Roter, and MG Granulators, all 

brands that enable Vortex to add significant value to vehicle processing 

by supplying engine crackers, alligator shears, metal balers and 

shears, car balers, copper wire granulation systems, wire strippers and 

a whole range of shredders. 

At its core, Vortex’s goal is to help its customers to become more 

efficient, safer and more profitable using tried and tested equipment. 

www.vortexdepollution.com; (303) 900-4040
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Getting Equipped
These ARA Associate Member companies and advertisers help auto recyclers stay on  

the cutting edge of dismantling. Here is what they have to say about their services.
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WEN Industries
At WEN Industries, the focus 

is to always manufacture the 

highest quality, innovative 

products designed to make 

customers jobs easier, safer 

and more profitable. Located 

in Merrimack, New Hampshire, 

WEN industries has been 

a leader in the design, 

manufacturing and distribution 

of fluid-extraction equipment 

for the depollution of end of life 

vehicles since 1956. 

Today, WEN Industries offers 

a complete line of the highest 

quality end-of-life vehicle fluid 

extraction equipment to handle 

every type of automotive fluid. The company’s products are built to 

withstand the rigors of the most demanding environments. 

For gasoline extraction, the WEN TD Series Fuel Tank Drills safely 

evacuate fuel at up to 10 gallons per minute. Models are available  

with a sight glass and bad gas diverter to separate “good” gas from 

“bad” gas. WEN Industries Fuel Tank Drills can either be connected to a 

WEN Gas Buggy, or can pump fuel directly to a customer’s storage tank.  

WEN Gas and Diesel Buggies include a heavy-duty diaphragm air pump, 

complete filter assembly, dispensing hose and nozzle.

For refrigerant recovery, the WEN EV200 Series recovery machines 

are designed exclusively for auto and scrap recycling to withstand high 

volume and produce the fastest recovery rates in their class. Simple to 

operate, the EV200 only requires two hoses to be connected and a flip 

of the on/off switch to begin the recovery process. The EV200 Series is 

certified to recover both R134a and R1234yf (HFO).

For oils and antifreeze, WEN Industries’ industry-leading heavy-

duty double diaphragm airpumps offer a proven solution for speed and 

reliability. Different equipment options are available including WEN’s 

Antifreeze Piercing Rod with sight tube for puncturing the lower radiator 

hose to extract antifreeze.

Another popular option for customers to drain engines and 

transmissions with ease is WEN Industries Heavy Duty Mobile Drain 

Tables, which are available in multiple sizes and include heavy duty 

caster wheels to maneuver through dismantling bays.

And the company’s Autotron utilizes induction heating for safe 

flameless windshield removal, molding and other adhesive-bonded 

automotive parts. The Autotron will not burn or melt glass, paint, plastic 

or other non-metallic materials and also rapidly heats rusted fasteners, 

allowing work near plastic and other sensitive areas. www.gasbuggy.

com; (603) 883-7400.
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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.
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On the Horizon
As with everything, technological advancements will 

affect the way auto recycling facilities operate. It is possible 
that some operations, such as sorting or removing fluids, 
will become completely automated in the future. However, 
advancements in dismantling technology will hinge, in 
large part, on technological advancements in cars.  

As Grubb explains, the production of cars evolves and 
changes, and these changes will need to be mirrored in 
dismantling operations. “For example, batteries for hybrid 
vehicles must be handled differently than other car bat-
teries due to unique safety concerns and associated envi-
ronmental hazards,” Grubb says. “Auto recyclers have 
adapted and created systems to handle these differences. 
This innovation by auto recyclers will be key moving for-

ward in order to continue improving efficiency and  
to maintain environmental and safety compliance.”

Latham says more innovation in equipment, training 
and processes driven by environmental standards, legisla-
tion and enforcement are forthcoming for the dismantling 
industry. 

“Hopefully the industry will recognize the importance 
of correct and full vehicle depollution and dismantling, the 
technicians will be trained and have professional  
standards and the job will be completed to the highest 
standards using correct equipment that helps them do 
the best job possible,” Latham says. “This includes safely 
depolluting the vehicle, removing quality parts for re-use 
and dismantling the vehicle for best returns on product.”

A training tool to help ARA members to achieve this 
goal: The ARA University recently announced it is in final 
production of a dismantling training module for use in 
dismantler team development. It should release sometime 
this fall. 

Refrigerant is another waste that 
may have a double life as a usable 
product. Many auto salvage facilities 
re-sell or re-use this byproduct of 
the dismantling process. 



Automotive Recycling  July-August 2020 // 51

A picture is worth a thousand words.  
Check out these highly organized ARA member facilities. 
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This one takes some explaining! 
Nationwide Auto Recycling just completed roof 1 of 15 of solar-powered canopies. When completed they will have the largest covered, 
eco-friendly auto recycling facility, consisting of 15 canopies on about 8 acres under roof. They are putting cars and parts storage 
under the canopies once completed. They are all solar powered with a 5 mega watt system. All in, it is about a 12 million dollar project. 
They are hoping to be completed before the first snow. When the project is complete they will announce more details!
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 Nordstrom's Automotive, Inc. • Garretson, SD

”Nordstrom’s full-service and self-service ’twisted lifter‘ dismantling areas are pretty darn efficient,“ 
according to Shannon Nordstrom. ”Each dismantler has his own 1-ton bridge on the underhung crane 
system. SRS fluid extraction equipment is plumbed throughout the building. Antifreeze and oil together 
are drained to SRS Oil Antifreeze separator system, which separates it and automatically sends it off 
to the respective tanks, super simple other than watching filters! Each dismantler has a high lift rotary 
12,000 lbs lift that gives them great clearance underneath and allow for a open floor around them to work 
and open doors. The shop is cleaned every Friday, including pretreating the floor and going over it with an 
advanced riding floor scrubber. The twisted lifter from SRS allows us to tilt and dive the end-of-life cars 
to assure we get maximum fluid out of each. The pit below this, drains to the same separator. PS, our new 
lobby is pretty cool, too!“
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CRITICAL STEPS FOR COVID-19

Workplace   
Safety
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Best practices for a 
safe workforce, and 
fine-free future.
By Adele L. Abrams, Esq., CMSP

It’s been a wild ride. OSHA issued its initial 
COVID-19 guidance for employers in March  
(a 35-page booklet, fairly generic and based on 
initial CDC information and traditional industrial 
hygiene practices). However, the agency only set-
tled on enforcement, reporting and recordkeeping 
policy in mid-May 2020, and that policy consti-

tuted a backflip from the positions taken the month prior. 

Following the (Many) Rules
OSHA recently issued nearly a dozen sector-specific 

fact sheets on operations such as warehousing and trans-
portation, health care, manufacturing, meatpacking, and 
construction. 

Other new developments include the June 18, 2020, 
booklet on Guidance on Returning to Work (www.osha.
gov/Publications/OSHA4045.pdf) and June 10th guidance 
clarifying the distinctions between cloth face coverings, 
surgical masks and respirators (www.osha.gov/SLTC/
covid-19/covid-19-faq.html). Other relevant OSHA guid-
ance addresses the use of N95 respirators, use of non-U.S.-
approved KN95 respirators, reporting and recording of 
COVID cases, severe injury report investigations, manage-
ment of hazard and whistleblower complaints, and proto-
cols for onsite inspections. 

While most can rely on federal OSHA/CDC guidance 
in crafting their COVID-19 response and reopening plan, 
employers must also consider state (and county/municipal) 
orders for reopening (or potentially reclosing) based on 
COVID rates, and what types of employee screening may 
be required on a state-by-state basis. 

In addition, the 22 state-run OSHA agencies may have 
more stringent laws that apply. CalOSHA has an Aerosol 
Transmissible Disease rule (applicable to COVID-19), 
which can cover any industry designated by the state,  
and California adopted a presumption of work-related-
ness for COVID for worker’s compensation purposes,  
if the infection may have occurred at work. In June 2020, 

Virginia started the process to adopt a COVID-19 standard 
enforceable by its state OSHA agency.

Section 11(c) of the Occupational Safety & Health Act 
of 1970, and 29 CFR 1904.36 in OSHA’s recordkeeping 
rules, prohibit retaliation against workers who report 
an illness or injury, file a safety or health complaint with 
OSHA, or raise concerns with management internally. 
Work refusals are also protected activity if the employee 
has raised a concern about COVID-19 safeguards and 
the employer refuses to respond in accordance with best 
practices. 

Enforcement
On May 19, 2020, OSHA issued its latest enforcement 

guidance, which suggests that it will largely revert to the 
inspection and complaint investigation procedures set 
forth in OSHA’s 2019 Field Operations Manual. It will 
also resume more investigation of illnesses/injuries,  
hazard and discrimination complaints. The revised  
guidance is www.osha.gov/memos/2020-05-19/updated- 
interim-enforcement-response-plan-coronavirus- 
disease-2019-covid-19.  

OSHA will continue to provide some enforcement dis-
cretion, across all industry sectors, with respect to certain 
requirements that are a problem to meet due to travel or 
other restrictions (e.g., limiting the size of training classes, 
or prohibiting third party trainers or certification entities 
onsite). The complete guidance on enforcement discretion, 
dated April 16, 2020, is at www.osha.gov/memos/2020-
04-16/discretion-enforcement-when-considering- 
employers-good-faith-efforts-during.  

If OSHA finds that an employer was aware of a risk 
of transmission within its establishment (a “recognized 
hazard”), its employees were exposed to the hazard 
(which poses a risk of death), and there is a feasible 
method of abatement/mitigation (such as the procedures 
set forth in OSHA/NIOSH/CDC guidance for the par-
ticular industry), and failed to implement appropriate 
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The subject matter 
presented in this  
article is for infor-
mational purposes. 
It is the responsi-
bility of each busi-
ness to comply with 
applicable local, 
state, and federal 
guidelines govern- 
ing the facility.
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precautions, the agency can issue a civil penalty of up to 
$134,937 per affected worker under its “General Duty 
Clause” (Section 5(a)(1) of the Occupational Safety & 
Health Act of 1970). In addition, OSHA has the fol-
lowing codified standards that it can enforce relative to 
COVID-19 protections, including its regulations on gen-
eral use of PPE, respirators, sanitation, hazard communi-
cations and medical records access.

Recording & Face Coverings
OSHA guidance on recording of COVID-19 cases on the 

OSHA 300/301 logs has also changed. Employers must 
now record COVID illnesses if there is “objective evidence 
that a COVID-19 case may be work-related and the evi-
dence was reasonably available to the employer” and this 
is construed as requiring a due diligence investigation. 

If the employer has a severe illness occur that affects an 
employee – including a fatality due to COVID-19 or col-
lapse requiring hospitalization – the company must notify 
OSHA within 8 hours (for a fatality) or 24 hours (hos-
pitalization, as well as any amputation or eye loss cases). 
Failure to do so results in a mandatory minimum penalty 
of $5,000 per affected worker. 

With respect to PPE, OSHA’s latest guidance reminds 
employers not to use surgical masks or cloth face cover-
ings when respirators are needed, including for protection 
against air contaminants such as crystalline silica, lead, 
or asbestos. In addition, the guidance clarifies that social 
distancing measure (the “6-foot rule”) should be followed 
even when workers are wearing cloth face coverings. 
The CDC has guidance on washing face coverings that is 
cross-referenced by OSHA.

While most employers are familiar with respirators 
(which are governed by 29 CFR 1910.134 for both man-
datory and voluntary use), and surgical masks are nor-
mally limited to use in hospital or other healthcare settings, 
OSHA has tried to clarify any confusion concerning the 
“cloth face coverings” that are now being recommended 
for workers who do not have to wear tight-fitting respira-
tors. The key features of cloth face coverings are that they:

n   May be commercially produced or improvised (i.e., 
homemade) garments, scarves, bandannas, or items 
made from t-shirts or other fabrics.

n   Are worn in public over the nose and mouth to con-
tain the wearer’s potentially infectious respiratory 
droplets produced when an infected person coughs, 
sneezes, or talks and to limit the spread of COVID-19 
to others.

n   Are not considered personal protective equipment 
(PPE) – so 29 CFR 1910.134 does not apply.

n   Will not protect the wearer against airborne transmis-
sible infectious agents due to loose fit and lack of seal 
or inadequate filtration.

n   Are not appropriate substitutes for PPE such as res-
pirators (e.g., N95 respirators) or medical face masks 
(e.g., surgical masks) in workplaces where respirators 

or face masks are recommended or required to pro-
tect the wearer.

n   May be used by almost any worker, although those 
who have trouble breathing or are otherwise unable 
to put on or remove a mask without assistance 
should not wear one.

n   May be disposable or reusable after proper washing.

Social Distancing
On May 28, 2020, OSHA issued general “social dis-

tancing” guidance that will apply in most work environ-
ments (e.g., those for which more stringent sector-specific 
guidance has not been developed by OSHA or NIOSH). 
See www.osha.gov/Publications/OSHA4027.pdf. The new 
guidance consists of seven steps to reduce exposures:

1. Encourage workers to stay home if sick.
2.  Isolate any worker who begins to exhibit symptoms 

until they can go home or seek medical care.
3.  Establish flexible worksites (telecommuting) and 

work hours (staggered shifts) where feasible.
4.  Where customers are present, mark six-foot distances 

with floor tape where lines form, use drive-through 
or curbside pickup, limit # of customers inside.

5.  Stagger breaks and rearrange seating in common 
break areas to maintain physical distance between 
workers.

6.  Move or reposition work stations to create more dis-
tance, and install plexiglass partitions.

7.  Encourage workers to bring any safety and health 
concerns to the employer’s attention.

OSHA has continued updating its best practices recom-
mended for manufacturing operations. The most recent 
interim guidance notes that manufacturing facilities are 
an integral part of the U.S. supply chain, and some may 
fall within the U.S. Department of Homeland Security and 
CDC guidance for critical infrastructure workers who can 
continue employment even after COVID-19 exposure  
(see protocols noted). All manufacturers are urged to 
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work directly with state and local public health officials 
and OHS professionals, incorporate the relevant aspects 
of CDC guidance, and consider the distinctive risk factors 
in manufacturing: 

n   Distance between workers.
n   Duration of contact.
n   Type of contact (respiratory droplets from cough/

speech versus contaminated surfaces).
n   Common practice such as ride-share vans or 

employer shuttles.

Plan of Action is Best Practice
OSHA also urges employers to create a COVID-19 

assessment and control plan, implement engineering and 
administrative controls, cleaning, sanitizing and disin-
fecting protocols, educate and train workers and supervi-
sors on how to reduce COVID-19 spread, screen and mon-
itor workers (OSHA uses a temperature of 100.4 degrees 
or greater as a basis for denying entry – some states may 
use a lower temperature reading), manage sick workers 
through isolation, address return to work programs, pro-
vide appropriate personal protective equipment, and advise 
workers of their rights under Section 11(c) of the OSH Act.

For production facilities, OSHA also recommends:
n   Encourage workers to stay home if they are sick. 
n   Establish flexible work hours (e.g., staggered shifts), 

if feasible. 
n   Practice sensible social distancing and maintain  

6’ between co-workers.
n   Where social distancing is a challenge, limit duration 

of these activities, move or reposition workstations to 
create more distance or install barriers.

n   Monitor public health communications about 
COVID-19 recommendations for the workplace and 
ensure that workers have access to information.

n   Train workers to properly put on, use/wear, take-off, 
and maintain protective clothing and equipment. 

n   Allow workers to wear masks over their nose/mouth.
n   Encourage respiratory etiquette, including covering 

coughs and sneezes. 
n   Discourage workers from using other workers’ tools 

and equipment. 
n   Use EPA-approved cleaning chemicals from List N or 

that have label claims against the coronavirus. 
n   Promote personal hygiene, access to soap and water 

or alcohol-based hand rubs. Provide disinfectants or 
disposable towels to clean work surfaces.

The manufacturing sector guidance is at www.osha.gov/
Publications/OSHA4002.pdf. Also, on June 19, the CDC 

issued a 9-page facility assessment for manufacturing, 
downloadable at www.cdc.gov/coronavirus/2019-ncov/ 
downloads/php/Manufacturing-Checklist.pdf. This should 
be reviewed by employers and modified to be site-specific. 

Dock & Warehouse Regulations
On June 2, OSHA issued revised guidance for warehouse 

and loading dock workers (www.osha.gov/Publications/
OSHA4029.pdf) that are worthy of review. They specify 
best practices for warehouse and display restocking, limit- 
ing store capacity, customer contact, and coordinating with 
vendors and delivery personnel to minimize the need for 
these workers to have contact with delivery drivers. 

In May, the CDC issued guidance for critical infra-
structure and essential workers who have been exposed 
to COVID-19 but will need to remain on the job as long 
as they are not experiencing symptoms. Those within the 
“essential” supply chain can fall in this category. The pre-
cautionary steps for workers with known exposures include:

•  Pre-screening: Employers should measure workers’ 
temperatures and assess symptoms prior to starting 
work (before entering facility).

•  Regular Monitoring: As long as no temperature within 
parameters or COVID symptoms are present, the 
exposed worker should self-monitor under the supervi-
sion of the employer’s occupational health program.

•  Wear a Mask: Exposed workers should wear a face 
mask at all times in the workplace for 14 days after 
their last known exposure (the employer can issue or 
approve employee-supplied face coverings).

•  Social Distance: Workers should stay 6 feet away 
from others “as work duties permit.”

•  Disinfect & Clean Work Spaces: Employers should 
routinely clean all areas such as offices, bathrooms, 
common areas, shared equipment. And,

•  If the exposed worker becomes sick during the day,  
send them home immediately and clean their workspace.

Employers will then need to compile information on 
persons having contact with the ill worker (during time of 
his/her symptoms and two days prior). Others who were 
within six feet of the ill worker during this time should be 
considered exposed and treated accordingly.

Remember that the government guidance is not work-
place-specific, and there may be other routes of expo-
sure not accounted for. Effective employer reopening 
and ongoing exposure control plans developed do need 
to reflect actual working conditions and the worst-case 
scenarios. There should also be a competent person des-
ignated to oversee implementation of the plans and plans 
should be reviewed and revised as conditions change, such 
as new disease clusters.  

For more information or assistance with COVID-19, 

contact Adele L. Abrams, Esq., CMSP, Law Office of  

Adele L. Abrams PC, at safetylawyer@gmail.com or  

301-613-7498. 
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There should be a competent person designated 
to oversee implementation of the plans and plans 
should be reviewed and revised as conditions 
change, such as new disease clusters.
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      Recycler to Watch

        Chris Mantas

T ear A Part was founded by Pete Mantas 
and his sons Bill Mantas and Chris 
Mantas. The company’s first location 
was established in 2001 and is located in 
Salt Lake City, UT. In 2015, Tear A Part 
expanded its operations by establishing 

a second location located in Ogden, UT. Combined, 
Tear A Part operates on 24 acres of land, and employs 
over 70 employees. They process on average about 
24,000 vehicles. Chris Mantas, President, took time out 
from the busy operation to tell Automotive Recycling 
magazine more about his experiences in the industry.

What is your background and how did you get into 
automotive recycling?

Chris Mantas: My passion for the automotive 
industry began at a young age as I grew up helping my 
father, Pete Mantas, work on vehicles in our garage.  

I learned by watching my father “turn wrenches,” and 
his passion for vehicles quickly developed into my own. 
We would rebuild multiple vehicles and discovered a 
demand in the marketplace for the leftover used auto-
motive parts. We also recognized the value of creating 
a business centered around recycling and environmen-
tally conscious practices. This was the turnkey which 
ignited our vision of creating an automotive recycling 
yard for car enthusiasts like myself and my father to be 
able to find recycled parts for projects of their own. 

This led to the creation of P&M Truck Parts in 1982 
and All Truck and Car in 1990, two very successful 
full-service automotive recycling facilities. In 2001,  
we built a state-of-the-art self-service facility called 
Tear A Part located in Salt Lake City, Utah. After 14 
years of success and customer satisfaction at the Salt 
Lake location, I made the decision to create another  
Tear A Part facility located in Ogden, Utah in 2015. 

Chris Mantas,  
car enthusiast and 
owner of Tear A Part in 
Salt Lake City, UT with 
one of his treasures. 
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Who are your “hero(es)” or mentor(s) in the business 
who directly or indirectly impact(ed) you during your 
career? And why?

Mantas: My hero and mentor who directly impacted 
me during my career was my father. He was an honest, 
hard-working businessman with a dream. Immigrating to 
the United States in 1947 from Greece, with only seven 
cents in his pocket, he built a legacy that many remember 
him for to this day. My father’s expertise in the automo-
tive industry helped develop my vision for our company 
and expand it to what it is today. I have shaped our 
brand, our mission, and our vision around the lessons 
and values he taught me, which has led to our success in 
the industry. 

 
What unique or significant changes have you made to 

improve your business and what compelled you to make 
these changes? 

Mantas: In our constant quest for progress, we noticed 
our company was a three-legged stool looking for a 
“fourth leg.” It soon became evident that our “fourth leg” 
was in the area of advanced software. As we grew in size, 
our current software became limited and was unable to 
fulfill our needs. Realizing that the market offered no 
other suitable options or upgrades, we seized the oppor-
tunity and began to develop our own industry-specific 
software, guided by us – individuals who know the 
industry, its needs, and its operations. In 2008, we created 
S3 Software Solutions, an advanced software company 
that provides customized software to industry-specific 
businesses. 

This was the dawn of CRUSH. This software package 
has been able to provide our company, as well as hun-
dreds of others in the U.S. and Canada, with detailed 
reporting with regard to goals and controls. The custom-
ized reports have allowed management at Tear A Part to 

regularly evaluate the flows of our operation and to set 
goals to constantly track and increase productivity. The 
intuitive nature of the software has alerted our facility of 
financial theft and productivity setbacks. Since its instal-
lation, productivity at Tear A Part has sharply increased. 
It is apparent that CRUSH has provided the edge that 
the automotive recycling industry has been missing. We 
have been able to encompass demands from all levels of 
the industry, from your small mom and pop shops to the 
publicly traded DOW industrial entities.

How has your experience with ARA benefited your 
business? 

Mantas: The ARA has provided me with the opportu-
nity to network and connect with many professionals in 
the industry. This has led to valuable relationships and 
friendships, for which I am grateful to this day.  

How are you balancing work and life in this time of 
global crisis? How have you led your team to navigate 
these times?

Mantas: In the beginning of this pandemic, my first 
concern was the well-being of my employees, as my 
people are my greatest asset. Though there are challenges 
that come with this global crisis – our people, commu-
nities, and customers are resilient. This global crisis has 
given us the opportunity to truly appreciate those around 
us and help those in need. These times have reaffirmed 
how much I value the time spent with my family. I make 
the most of each minute we have together. 

To me, my family also extends to my employees and 
their families. I recognize the sacrifices they all make each 
day. We have enforced best management practices within 
all of our companies to ensure the safety and well-being 
of our team, customers, and community. This has always 
been a priority of mine. We have also made the most of 
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this time by reassessing our strategies, operations, and 
seeking out areas to make an impact. I am confident that 
together we can get through this unprecedented time. 

What is your one 
achievement you are 
most proud of and 
why?

Mantas: My greatest 
achievement is my 
beautiful wife of  
12 years and my four 
amazing children.  
They are the reason 
why I do what I do 
each day. I want to give 
them the opportunity to follow in my footsteps. My hope 
is to for them to continue our family legacy by improving 
the environment and serving our people and our commu-
nity. I also am extremely proud of my executive team and 
the success we have achieved.

What is one goal you are working towards for your 
business?

Mantas: Growth. Growth within our employees, 
operations, and community outreach. My goal for 
Tear A Part is to continue to ensure that our people are 
excited to come to work each day, our customers have 
the best experience and selection of automotive parts, 
and our communities are positively influenced by our 
contributions. 

What does it mean to you to operate with excellence?
Mantas: I have worked in each role and I have worn 

every hat in all of my companies. Operating with excel-
lence means that no job is too small. You must recognize 

that each team member plays an integral role in the col-
lective operation and ensure that the team is supporting 
each other in reaching a shared goal. It is about taking 
the bull by the horns and not being afraid to take risks. 

It is taking ownership 
of your career and 
accountability for your 
decisions. Strong opera-
tional excellence means 
understanding the value 
of upholding the safety 
and well-being of my 
employees and cus-
tomers, while also being 
able to provide world-
class service. 

I recognize the importance of providing resources to 
my companies which is why I established Genos Capital, 
a shared service team, to provide oversight functions such 
as corporate accounting, human resources, operations 
management, and safety/environmental compliance to 
our portfolio companies. At the end of the day, I believe 
that you must be passionate about the business you are in 
to succeed long term. 

How do you contribute to your community or to the 
auto recycling industry that is rewarding to you?

Mantas: Some of the most rewarding experiences of my 
professional and personal career have been the opportu-
nity to contribute to my community. My companies sup-
port many local low-income schools, shelters, the Utah 
Food Bank, Sub-For-Santa, and local churches. I strive to 
instill the importance of giving back to our community by 
having our teams at Tear A Part collect the coins out of 
the vehicles and allowing them to pick a charity/cause of 
their choice to donate to each year.  
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Grid
Across 
1. Roadmaster and Riviera brand

4. Racer’s brief pause (3,4)

8. Trade-in value factor

9. Vehicle registration name

10. ‘69 chopper movie, “____ Rider”

11. Certain routes

13. ‘91-’09 GM brand

15. Long-term car rentals

18. Reduced speed track sections

19. Test drive ride, briefly

22. Road irregularities

23. SD biker rally city

24. DIY auto paint container

25. 10-Across star Fonda

Down
1. Front and rear body parts

2. Wastes fuel, in a way

3. Dodge Aries or Plymouth Reliant (1,3)

4. Toyota’s Sienna predecessor

5. Race winners’ prizes, perhaps

6. CB radios, in trucker slang (3,4)

7. Performs a parallel procedure

12. “The Natural State” plates’ home

14. Auto upholstery specialist

16. Company name on race car

17. Targa top ‘90s Honda (3,3)

18. Carroll Shelby’s muscle car

20. Common hot rod cylinder count

21. Evel Knievel specialty

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 
ATSG ............................................................................................atsgtechsupport.com ..................................................13
Belanger .....................................................................................belangerconverterrecycling.com ............................IFC
Buddy Automotive Innovations ..............................................buddyai.com ......................................................... 32-33
CCC ..............................................................................................cccis.com/get.pinnacle.com ......................................19
Carolina Wheel Cover ..............................................................ineedahubcap.com .....................................................40
Car-Part.com ..............................................................................car-part.com ............................................................. OBC
Copart ..........................................................................................copart.com/autorecyclers .......................................... 17
CRUSH/S3 Software Solutions, LLC .......................................s3softwaresolutions.com ..........................................15
Dorman Products, Inc. ..............................................................dormanproducts.com ................................................... 5
ETE Reman .................................................................................etereman.com ..............................................................37

Indevor Industrial Real Estate, Inc.  ...................................... tiffany@luminaconsults.com .......................................21
Induction Innovations ..............................................................theinductor.com ..........................................................45
Lamb Fuels .................................................................................lambfuels.com .............................................................47
MarkingPenDepot.com .............................................................markingpendepot.com ...............................................49
Moley Magnetics .......................................................................moleymagneticsinc.com ............................................40
PGM of Texas .............................................................................pgmoftexas.com ..........................................................25
PMR..............................................................................................pmrcc.com ...................................................................... 7
Rebuilders Automotive Supply ...............................................coresupply.com ............................................................. 9
SAS Forks ....................................................................................sasforks.com ................................................................39
Sellick Equipment .....................................................................sellickequipment.com ................................................41
Supershear .................................................................................supershears.com .........................................................50
United Catalyst Corporation ....................................................unitedcatalystcorporation.com ................................34
United Recyclers Group ...........................................................u-r-g.com .....................................................................27
Vander Haag’s, Inc. ...................................................................vanderhaags.com .......................................................61
Vortex ..........................................................................................vortexdepollution.com ...............................................49
Worldwide Facilities, Inc. (Formerly G.J. Sullivan Co.) ......gjsullivan.com .............................................................23

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
Glendale Auto Wrecking and Auto Parts  

– Vintage Americana

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.

When you first arrive at  
Glendale Wrecking and 

Auto Parts in Glendale, AZ, it’s a 
little like walking back into time. 
Their immaculate curb appeal and 
lobby area with a vintage take 
on auto parts recycling and reuse 
definitely makes for a conversation 
starter. You may see parts used in 
unconventional ways around the 
property, but looking at their inven-
tory and offerings online, this auto 
recycler is planted firmly on the 
cutting-edge side of the business. 
You can find out more about them 
at https://glendaleparts.com. 



REGISTRATION & HOTEL BLOCK IS NOW OPEN! 
Visit https://www.a-r-a.org/annual-convention.html



9113 Church Street
Manassas, VA  20110-5456 USA

 – Recycled Original Equipment ®

®


