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Being the Boss, Actions Speak Louder than Words

I have been in the automotive recycling industry for most 
of my life. I have seen it all and, quite frankly, at times 

it is challenging as a woman auto recycler. I love this 
industry with my whole heart. Those who serve alongside 
me throughout the years will tell you of my dedication to 
empower ALL of us to achieve our goals. Since this issue 
is dedicated to women in the industry, I appreciate Scott 
Robertson offering me this platform to share my thoughts 
on being an industry woman in leadership.

Lead for Impact
I truly believe most auto recyclers – no matter who – 

are doing their very best. Most people do not intention-
ally set out to diminish the opposite sex in the workplace. 
Yet, for women, being in a male-dominated industry 
has challenges that need to be directly addressed. I will 
attempt to share what I have learned, although this 
column probably isn’t enough space.

Unfortunately, society still imposes an underlying 
code of expectations into certain business environments, 
like the automotive sector. Without real efforts towards 
change, we default to predictable roles.

Women sparingly receive the credit we have earned 
and deserve. I must be blatantly honest: as women, our 
male customers, employees, vendors, and peers are still 
challenged to accept that ‘she’s the boss,’ ‘she’s the deci-
sion-maker,’ and ‘she’s the leader.’ I’ve experienced this time 
and time again. Most of the time I get a chuckle from it; 
but on a rare occasion it can be completely offensive. 

In my career, I have had to make hard decisions to posi-
tion myself so that it is not confusing to others who is the 
boss. Men do not have to position themselves as a leader, 
or even worry about being aggressive or competitive – 
people expect it. Yet, I have had to temper my positioning 
so that it isn’t off-putting.

When it comes to earning respect, my brother used to 
say to me, “Don't tell me about the pain, show me the 
baby!” He encouraged me to prove myself by doing. So, 
I encourage you also to do your best. You won’t always 
succeed, but often you will. You earn others’ trust in your 
leadership by showing them the baby you are building! 
That baby you worked so hard on, gave it life, made it 
happen!

My brother is right. My facility is my ‘baby.’ I do think 
you show people who you are by your actions, not by 
your words. People trust you when you lead with purpose 
and integrity. This is a relationship-dependent business, 
not authoritarian. 

Ask for What You Want
There are so many women in our industry who have 

been designated for the office or bookkeeping roles 
merely because that’s historically what we did – what 
we were deemed “best suited” to do. Many women in 
our industry enjoy it and thrive in those roles. Hey, that’s 
where I started – but for me it was not by choice. 

I was working with my dad in the office, learning sal-
vage operations – which was what I really enjoyed and I 
should have focused on – when, after a family meeting, 
“we” decided that I would oversee the accounting depart-
ment, while my brother managed operations.  

At the time, I was agreeable to do whatever was best 
for my family. As women do, we tend to put other’s needs 
before our own. It was a real mistake for me personally 
to leave the hands-on learning of operations to take on 
the accounting role without voicing my true wishes to 
my family. I learned a valuable lesson: Ask for what you 
want, you may not get it, but at a minimum you voiced it.

Thankfully, I got the opportunity to move to operations – 
many years later – when my father wanted to retire, and my 
brother had other interests to pursue. I took an active role 
on the front lines, eventually taking over the business com-
pletely. In the beginning, was it intimidating? Yes, to say the 
least. But ultimately, I feared regret more than failure. 

Continue to educate yourself. Be involved. Build rela-
tionships. The road is not always easy. There is still a degree 
of “good ‘ole boys club” operating. But as next-generation 
leaders come on board, this will surely diminish. 

To all the fathers, brothers, uncles – look around! You 
may have the one that can lead your business to the next 
level right under your roof! As women, we often don’t ask 
for the opportunity because we don’t feel it’s even a possi-
bility. It may be that you have not cracked open that door 
for your company’s women leaders. Your exit strategy may 
not be to sell but utilize a capable second- or third-genera-
tion woman family member!           Continued on page 6.
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Problem-Solve Resistance
I want to see more women raise their hand to lead. We 

all add value in different ways to the team dynamic. There 
is plenty of room for you. Will it be easy? No. Will you be 
accepted? Sometimes yes, sometimes no. Will you be one of 
the guys? Probably not. You may be part of a tight community 
of leaders or a force to be reckoned with, but as a woman, you 
will be viewed as a woman. Does this diminish the respect you 
attain or the accomplishments you may achieve? Absolutely 
not. Don’t let this hinder you – instead, acknowledge it and 
move on to do great things.

In my years of service at the state level, and now the national 
level with ARA, serving alongside so many capable male 
leaders whom I respect and admire, I have found that there is 
sometimes a “brotherhood” aspect that has been challenging 
to work around. It is something that naturally occurs when 
guys hang out together (which women together also form). 

Yet in the bonds that male peers share, at times it can leave 
women out of conversations that pertain to what we are doing 
as leaders of the association. It is certainly never intentional, but 
I’ve reluctantly had to share with peers how it impacts me as a 
leader and a person. Ultimately, I would find myself behind the 
curve, not knowing what’s happening or what’s being decided. 

I’ve worked hard to have a seat at the table. I want to do my 
best. It was important to learn how to summon my fiercer side 
without coming across as bitchy. (Yep, that can be a struggle.) 

Embrace Growth
On my leadership path, I have had to get over the feeling of 

loss of control in situations where I would not consider myself 
an expert on the subject. I have accepted that I don’t have to 
know everything! I have also come to understand that no one 
else is an expert on everything, either.   

Sometimes I still wonder, though, “What in the world am 
I doing here and am I really good enough?” Those times are 
fewer and farther between now as I’ve built strong relationships 
over many years (it takes time) with many kinds of people in the 
industry who mentor me, encourage me, and guided me.  

You may be asking, “How do I get started on my own leader-
ship path?”

Get involved in our associations – go to meetings and volun-
teer for committees. Don’t be intimidated by what you don’t 
know. Growth and comfort do not co-exist. Be your authentic 
self. Be your best self. Don’t let people walk over you. Do 
your homework. Surround yourself with those who build you 
up. If you want to be taken seriously, act accordingly. Try, try 
again… Take your seat at the table when you’re invited, and if 
you’re not invited, pull up a chair.

The bottom line is we need more women leaders in automo-
tive recycling. We bring something very different and highly 
valuable to the table. You, too, will have your own lessons to 
learn. But in learning them, you become more confident in 
yourself and more accepting of others’ inefficiencies – which in 
my book makes you a great leader, period.   







By Sandy Blalock • ARA Executive Director

Horizon
 – Recycled Original Equipment ®

®Look for “Great” When Hiring Employees

Doing due diligence when searching for solid employees can result 
in an exceptional team who can help your business succeed.

Finding employees often starts, not with a job posting 
or a help wanted ad, but with making sure people 

will understand your business. Think about what your 
business culture has to offer employees because that will 
be your message. Not sure how to answer that? Ask your 
employees why they work for you and what they enjoy 
most about working for you. Your company culture is the 
answer to the question, “Why would someone want to be 
part of my team?” 

So, before you hang that sign in the window, take a few 
minutes and craft your business identity. When you’ve 
done that, be sure to convey that culture in whatever 
method you choose to find employees for your business. 

Some methods that have been successfully used are job 
board websites, maybe one managed by the state unem-
ployment office. It may seem old-fashioned, but they still 
are the go-to sources for both employees and businesses. 
Keep in mind that posting an ad, no matter where, can 
quickly (hopefully) bring in many responses so I would 
recommend setting up a separate email account just for 
this purpose. Also be sure to not list your phone number.

Another more unique way to find employees includes 
taking a page from your nearby college, tech school or 
university playbook and organize a career day. This will 
give potential candidates an opportunity to visit your 
business, talk with your team and experience your com-
pany culture, along with learning about the potential 
careers your business may offer. If hosting at your facility 
does not appeal to you then look at ways to partner with 
other businesses. I have seen many communities orga-
nizing career days so jump at the opportunity to be part of 
one of those programs.

Remember, your local community college or university 
also often has career centers with dedicated staff to help 
their students find jobs near graduation time. In many 
instances, the career center will have its own job board 
and email distribution list for promoting employment 
opportunities that might appeal to its alumni. Getting 
your job included in this resource is a powerful way to 
reach a large number of individuals quickly and, often, 
without cost. They may even host an annual career fair.

Another idea might be asking your customers for poten-
tial leads. Include a referral form, which includes an area 
for a name, phone number and/or email address, on the 
bottom of your receipts.

Look to current employees – maybe post the job listing 
on your employee bulletin board. They understand your 
business and culture so take full advantage of this, first 
and foremost. Not only is there the potential that you 
have an employee who can fill an opening, but they can 
also spread the news that their company has job openings.

The best thing about any method you will use to finding 
employees is that you don’t have to constrain yourself to 
just one. Try two, three, or all to find out what works best 
for your business. If posting flyers didn’t bring you viable 
candidates but you saw some success with Craigslist, then 
maybe next time start with Craigslist. 

Whether you’re trying to find employees or manage the 
ones you’ve got, it takes organization. And, to conduct a 
new employee search simply boils down to scheduling. 
Don’t wait for a free moment that never comes. Find 
the right tools and carve time out of your busy day to sit 
down and focus on perfecting your employee search.

Since you will most likely always be looking for new 
talent, create a “careers” page on your company’s website. 
Even if you currently don’t need someone in a specific 
role, it’s a good idea to keep job postings on your site. If 
someone is interested enough to look up your company 
and find the job posting, you know they are already one 
step ahead of the game when it comes to being a player. 
Plus, it can turn up in the search results if someone is 
actively looking for jobs online.

Regardless of what channel you use to find employees, 
always be on the lookout for “great” rather than “experi-
enced.” As a business owner, you may be operating with 
the belief that experience trumps everything. Unfortu-
nately, I believe many have found this not to be true and 
may not be the best fit for your business. So, find great 
people and give them the experience they need to suc-
ceed. We as an industry have a lot to offer in the way of 
careers so let’s all look to hire “great” people and take this 
industry into the future.   

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.

Automotive Recycling  July-August 2021 // 9



10 // July-August 2021 Automotive Recycling

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

1ST VICE PRESIDENT
Martin “Marty” Hollingshead 
Northlake Auto Recyclers 
Hammond, IN  
martyh@narparts.com

2ND VICE PRESIDENT/TREASURER
Shan McMillon 
Cocoa Auto Salvage 
Cocoa, FL 
shan@cocoaautosalvage.com

SECRETARY
Nick Daurio 
Daurio Auto Truck 
Pueblo, CO 
nick@daurioauto.com

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

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

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

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

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

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

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

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

MEETING PLANNER
Kimberly Glasscock, (615) 476-4501 
kglasscock@awardwinningevents.com

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

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

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

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

www.a-r-a.org

T his issue is dedicated to “Women in Automotive Recycling,”(p. 40), with the stories of 
trailblazers in the industry and those who followed. They share lessons for everyone.

Women have always been involved in the industry, which is rooted in family-run businesses. 
You can’t tell me a wife or daughter didn’t pull a part, send an invoice or make a sale until 
recently. While “a woman’s place was in the home” until the 1960s, I speculate that earlier his-
torical events ignited the automotive recycling industry forward – and a woman’s place in it. 

In 1941, the federal government froze the making of new automobiles and transferred 
resources to make WWII war crafts. And, over six million women took wartime jobs in facto-
ries, while men were off at war. Surely, this work experience and need for spare parts inspired 
a whole host of women to help their families build their auto recycling empires.

Fast forward to the 1990s. In my tenure with ARA, I am proud to have served alongside 
all of the incredibly smart, forward thinking, “glass tapping” women who became the first 
women presidents of ARA. It took until 1999 (56 years into ARA’s operations) for my friend 
Ginny Whelan to be named President. She was followed by Sandy Blalock in 2007, and Linda 
Pitman in 2008. After 13 years, Shan McMillon is set to be president in 2022.

This leads me to share my own industry story, which many may not know. In 1990-93,  
I had the fortune of being the Art Director at a small graphic design studio in Fairfax, Va.  
One of their clients was ARA! There, I led the rebranding effort of the magazine from then-
named “Dismantler’s Digest” to Automotive Recycling magazine, to make a better image for 
the industry. In 1993, I left that job and ARA behind to move up the ladder in publishing.

Fast forward to 1999, I launched my company, Suko Creative Communications (Suko was 
my maiden name), which I renamed to Driven By Design after I got married. I sent marketing 
letters to former association clients to announce my company, and Tammy Haire, ARA’s com-
munications person, called me in for an interview. The rest, they say, is history. 

I started back with the magazine’s design and production during the tenure of Bill Steinkuller. 
My first issue was November/December 1999, ironically during Ginny’s presidency. 

I then served with Executive Director George Eliades, who empowered me to add the editor 
and advertising sales to my duties when Kristen Patterson left those positions. My first issue 
in those additional roles was the November/December 2004 issue. George also sent me to my 
first ARA show, the 62nd Annual Convention & Exposition in Tucson, AZ, in 2005. 

Best-in-class editorial has always been my priority in order to help recyclers thrive and stay 
abreast of trends and to give advertisers a place to shine. At a convention, Gary Beagell, then 
an ARA board member, brought it to my attention the magazine budget was not at break 
even. To be honest, at that time, I didn’t even know the magazine even had a budget!

I immediately got a copy of it and set out to make the magazine profitable. Within a year 
or so, it was at break even, and since then sales have increased almost every year – by about 
400%. I am proud to help ARA communicate with members, with a positive cash flow.

Under Michael Wilson, we added a print Buyer’s Guide, special reprints, and enhanced the 
Membership Directory to add ways for vendors to reach members. Under Sandy Blalock’s 
leadership, we have expanded digital communications for members in too many ways to list 
here, including the first-ever industry virtual convention, which was a huge success.

During my tenure, I have produced approximately 143 issues of this magazine. I attended  
the very first and subsequent LARA meetings (Ladies of the ARA). I got married. Moved from 
Virginia to Florida. Had children (my daughter and son have seen me advocate for recyclers 
their entire lives). I have even been on a couple “ARA President’s Trips,” and what a blast they 
were! I love this industry and appreciate the opportunity to serve you and call you my friends.   

By Caryn Smith • Editor 

Women were There the Whole Time
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Wheel
News, Trends & Reports from the Automotive Recyclers Association

Lorem ipsum

 – Recycled Original Equipment ®

®

WELCOME NEW AND 
RETURNING MEMBERS

All Auto Parts, Inc.

Assured Auto Parts

TDA Metals LLC

ARA Testifies Against Legislation Targeting Used Parts

ARA President Scott Robertson and 
Association Executive Director 

Sandy Blalock joined several Rhode Island 
automotive recyclers in testifying against 
harmful legislation in the state that would 
place severe limitations on the utilization 
of ROE – Recycled Original Equipment® 
auto parts. Senate Bill 869 and its com-
panion, House Bill 6325, were introduced 
in early May and propose several discrim-
inatory and baseless restrictions on the 
utilization of ROE parts for automotive 
repairs in Rhode Island. Restrictions such 
as requiring that the used part be sourced 
within a 50-mile radius of a location that is 
not specified in the bills. 

Blalock’s testimony both before the 
House Corporations Committee on May 
20th and the Senate Judiciary Committee 
on June 3rd pointed out that one might 
interpret the point of origin as the center 
of Rhode Island, which measures 48 miles 
north to south and 37 miles east to west. 
Therefore, the bill could very easily be 
interpreted as an outright ban on the use of 
used repair parts from any entity outside 
of Rhode Island. Discriminating against 
forms of commerce from other states and 
only permitting insurers to source used 
parts from businesses within Rhode Island 
is a violation of interstate commerce law. 

Another proposed limitation put for-
ward in the bills would limit a vehicle own-
er’s choice to used OEM parts harvested 
from a vehicle of the same year or newer. 
Blalock testified that this is impractical 
and demonstrates a lack of understanding 
about the many replacement part options 
available to vehicle owners today. ROE – 
Recycled Original Equipment® parts in the 

same vehicle model series should always be 
allowed. For many used parts the mileage 
of the vehicle from which the part was 
disassembled has no bearing on the func-
tionality or condition of the part, such 
as body or cosmetic components. Using 
real-life examples from her own vehicle 
history, Blalock asked why good, quality 
parts from the same model series should 
be excluded from consideration in vehicle 
repair.

ARA President Scott Robertson focused 
on the positive environmental impact 
that the industry has and fielded multiple 
questions from interested members of the 
House and Senate Committee members. 
Robertson referenced the 2017 study by 
Worcester Polytechnic Institute in Massa-
chusetts that measured the environmental 
impact the automobile recycling industry 
had in Massachusetts. WPI’s study verified 
that auto recycling is carbon negative and 
reduced Massachusetts carbon footprint. 
Robertson also pointed out that on April 
10, 2021, Rhode Island Governor Dan 
McKee signed the Act on Climate into law, 
environmental legislation with the goal of 

reaching climate emissions to net zero in 
2050. He emphasized that if passed, the 
restrictions on used auto parts outlined in 
SB 869/HB 6325 will increase the carbon 
footprint of every automotive repair per-
formed in Rhode Island – the exact oppo-
site of what was signed into law with the 
Act on Climate. 

Several members of the Automotive 
Recyclers Association of Rhode Island, an 
ARA affiliate chapter, testified and engaged 
in focused grassroots action by placing 
phone calls and sending emails to their 
state legislators about the bills. 

While the intent of this legislation may 
be to ensure a safe and quality repair, it 
demonstrates a lack of understanding 
about the sophisticated quality control 
processes that many professional automo-
tive recycling facilities employ to ensure 
that the used parts they provide meet the 
grade and condition requirements that 
their body shop customers have come to 
expect. ARA and ARA-RI are continuing 
to work with stakeholders to vigorously 
oppose the bills. 

Using real-life examples 
from her own vehicle 

history, Blalock asked  
why good, quality parts 

from the same model 
series should be excluded 

from consideration in 
vehicle repair.
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ARA members know that being part 
of this Association is an investment 

in your future. Whether it be the access 
to up-to-date safety and environmental 
resources, unparalleled educational oppor-
tunities, mentorship and networking, advo-
cacy at the local, state and federal level, or 
exclusive business solutions and savings, 
the benefits available to ARA members are 
designed to help grow and protect your 
business. 

With ARA’s year-over-year membership 
renewal retention rate of consistently 90 
to 95 percent, ARA leaders and staff thank 
YOU for your continued involvement. This 
summer, we are asking for your help in 
spreading the word about ARA!

Beginning July 1, ARA is launching a 
membership drive with amazing raffle 
prizes available to those who sign up the 
most new members. Have a colleague 
that’s not yet an ARA member? Get him 
or her to join as a member and you’ll be 
entered into the raffle! 

Prizes include:
•  A Complimentary Annual Convention 

Registration
•  One Year of Association Dues
•  A Grand Prize of a $1,000 Gift Card. 
Sign up as many new members* as 

you can for additional raffle entries and 
increase your chances of winning. 

*You must notify ARA Director of 
Member Services, Kelly Badillo, of your 
referral in order to receive raffle entries.  
Please encourage your referral to list your 
name in the Sponsor field of the member-
ship application. 

Right to Repair Trial Concludes in Massachusetts

A s ARA members will recall, Massa-
chusetts voters approved a ballot 

measure in November 2020 that would 
provide vehicle owners with broader access 
to and control of the diagnostic and repair 
for their vehicle, including telematics 
information. The ballot was approved by 
a 75-25 percent margin. The vehicle man-
ufacturers trade group, Alliance for Auto-
motive Innovation, promptly filed a law-
suit in Federal Court to overturn the ballot 
question citing cyber security concerns, 
insufficient time to comply with the data 
access requirements for model year 2022, 
as well as the argument that the ballot 
initiative is preempted by federal law. The 
trial began in Federal Court mid-June. 

Aaron Lowe, Auto Care Association 
senior vice president of regulatory and gov-

New Open Groups Added to MyARA Online Community

You might still be wondering: “What exactly can I do in this online 
space?” ARA recently added several new open discussion 

groups for family-owned 
business, certified automotive 
recyclers, the Ladies of Auto-
motive Recyclers Association 
(LARA), facility owners, and 
more. These groups are open 
to all members and here are 
just a few of the ways you can 
participate:

•  Ask Questions of Your 
Peers. Start discussions with 
fellow ARA members by 
creating posts that your peers can provide 
their thoughts on.

•  Share Important Resources. Have a document that you think others in 
the community would benefit from? The online community is a perfect 
place to share it.

•  Get and Give Answers. See a question that you know the answer to?  
You can use the ARA community to provide your thoughts! Access the 
platform via the MyARA button on the ARA homepage. 

Join these groups or create a new one!

ernment affairs, testified during the trial 
that the technology needed to ensure the 
cyber-secure transmission of data already 
exists, and the implementation of the new 
law was critical to the future of the inde-
pendent auto care industry. He explained 
that failure to allow car owners to control 
their own data will mean that manufac-
turers will become the gatekeepers, pro-
viding them with the ability to determine 
who repairs vehicles. Lowe testified that 
the law was crucial to ensuring that con-
sumers continue to have a choice on where 
they have their vehicles repaired.

ARA and many others in the automotive 
aftermarket industry as well as consumer 
advocates will be closely monitoring devel-
opments. ARA has been a member of the 
Right to Repair Coalition for several years.

ARA Summer  
Membership Drive:   

Together We Succeed
July 1 – September 1
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Advocating for ROE Parts  
as Average Age of Vehicles 
in Operation Increases to  
12.1 Years

ARA issued a press release in June 
calling on vehicle owners, repair facil-

ities and insurance companies to increase 
utilization of ROE – Recycled Original 
Equipment® automotive parts as the 
average age of light vehicles in operation 
rises to 12.1 years.

In response to new research from IHS 
Market, a research firm that delivers an 
annual report on the age of vehicles on the 
road in the United States, ARA Executive 
Director, Sandy Blalock took the opportu-
nity to remind consumers that they have a 
choice when it comes to how their vehicle 
is repaired. “The age of vehicles on the 
road is at an historic high, increasing from 
11.9 years in 2020. Professional automo-
tive recyclers play a vital role in keeping 
these vehicles in road worthy condition,” 
stated Blalock. IHS cites the impact of 
the 2020 COVID-19 pandemic and the 
resulting reduction in new vehicle sales as 
well as an increase in vehicle scrappage as 
primary factors in driving up the average 
age of light vehicles. The shortage of new 
cars and increasing value of used cars pres-
ents an opportunity for the recycled parts 
market. 

“ROE parts can meet the demand for 
quality, safe replacement parts as these 
older vehicles are maintained,” said ARA 
President, Scott Robertson Jr. “In many 
cases, new OEM parts 
may not be available 
either because the auto-
maker stopped manufac-
turing the parts or disrup-
tions in the supply chain 
linger. Even before COVID, the average 
age of vehicles on the road has been 
trending up. Every day over 500,000 ROE 
parts are sold to consumers who want to 
protect the residual value of their vehicle. 
ROE parts are the smart choice in today’s 
replacement parts market.”

Recycled Parts Promotional 
Flyer for Collision Repairers

Are you looking for resources to use 
when promoting your business to 

local collision repairers? ARA supports 
ARA member businesses in their important 

role in today’s vehicle 
supply chain as 
the best choice for 
replacement parts  
in the competi-
tive collision and 

mechanical repairs marketplace. Down-
load this informational flyer for your 
customers to better understand the impor-
tance of automotive recycling in collision 
repairs. The flyer is also available on this 
page of the ARA website: www.a-r-a.org/
auto-recycling-in-collision-repair.html.

Have You Visited  
the MyARA Savings  
Marketplace Yet?
You can save BIG on everyday products 

and services for your business simply 

by belonging to ARA! Access the 

MyARA Savings Marketplace right on 

the ARA homepage which offers a 

wide range of discounts to help save 

you money. Some of the programs 

most popular with ARA members 

include ADP, Staples and Unifirst.

For a complete list of discounts and 

information on how to enroll, please 

visit the MyARA Savings Marketplace. 

Stay tuned in the coming weeks for 

member testimonials telling you how 

easy it was, and is, to save!

ARAU Featured Webinar Added – 
HR: Finding and Developing the Right People  

Are you attracting the right 
people? And if you are, are they 

staying? Or do you find that you 
have untapped talent around you that 
is simply waiting to be developed? 
Regardless of your answers to these 
questions, this session is for you. 
Together, let us uncover the basics 
of finding and developing the right 
talent. You will hear from three well-
known recyclers, Shannon Nordstrom, 
Nordstrom’s Automotive, Dan Snyder, 
Snyder’s Recycled Auto and Truck 
Parts & Wrench -A- Part and Ryan 
Falco, Midway Auto Parts, Inc. Each owner will describe challenges they have faced 
in this area and the actions they continue to take to find and develop the right people. 
Additionally, Rietje Lulsdorf, HR Coordinator for United Catalyst Corporation will 
share basic principles, tools, and resources to ensure you walk away from this session 
knowing which war on talent you are fighting and how to ensure you win.   

This informative session is available NOW on ARA University:  
https://arauniversity.org/resources/industry-training/.  

"Even before COVID, the average age of vehicles on  
the road has been trending up. Every day over 500,000 

ROE parts are sold to consumers who want to protect  
the residual value of their vehicle."

– Scott Robertson Jr.
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As the world slowly returns to the new 
normal, I am excited to look at my 

calendar, and see it filling up with shows, 
events, and meetings. At the time of this 
writing, I thoroughly enjoyed attending 
FADRA in July, and also hosting ARA’s 
first networking event in well over a year. 
ARA on the Road – Tampa took place in 
the days leading up to FADRA in, yes, you 
guessed it, Tampa! 

This newest ARA event offers a unique 
opportunity for “up and comers” to meet 
and spend time with seasoned veterans 
of the industry and tour some of our 
best facilities. Each planned event will be 
attended by at least one of our Executive 
Committee members. 

Don’t worry if you missed this one!  
We hope to host several of these events 
each year and we believe these will be 
excellent opportunities for learning, net-
working and fun!

During the last week of July, myself and 
the entire Totaled Treasure crew filmed 
yet another episode at a secret location! 
We can’t wait to bring our unique brand 
of infotainment to everyone. This Internet 
show has done way better than we even 
anticipated, and we’re excited to be sched-
uling more episodes, as well. If you have an 
interest in hosting and sponsoring an epi-
sode, don’t hesitate to reach out!

Earlier this year, ARA hosted a team 
from the General Motors Future of Sus-
tainability group on a tour of Fox Auto 
Parts in Belleville, MI. Well, they loved it 
so much that they reached out and asked 
if we could arrange a tour of a shredder 
facility. 

“Many of us commented that we focus 
so much on the ‘assembly’ of vehicles, it 
opened our eyes to spend a day focused on 
observing the end-of-life ‘disassembly’ of 
our vehicles!” said Suzette Malek, General 
Motors, Global Research Manager, Global 
Societal Trends & Innovation Insights.

Pulse
By Vince Edivan

So, at the end of July, we will return to 
the Detroit area to host the group on a tour 
at OmniSource. Stay tuned for pictures and 
a follow-up story.

Also planned, ARA will soon be releasing 
our third installment of our Virtual Facility 
Tours featuring Nordstrom’s Automotive, 
in Garretson, SD. In this four-part series, 
we are looking at Nordstrom’s process for 
purchasing, grading, inventory, depolluting, 
sales, shipping and receiving. 

Led by Shannon Nordstrom, who is the 
chairperson for ARA’s Certification Com-
mittee, and Jonathan Morrow, Immediate 
Past President of ARA, this is a fascinating 
tour of one of the most advanced auto 
recycling facilities around. The focus of this 
tour is not only on how Nordstrom’s oper-
ates, but we will also show how they have 
incorporated ARA’s CAR program into 
every aspect of their operation. Watch for 

Full Speed Ahead

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. 

our announcement of when you can expect 
to see these tours, as well as a live Q&A 
with Shannon and Jonathan.

For now, here are just some of the 
events and shows I will be attending in the 
coming months:

• URG – August 5-8 in Dallas, TX
• ARNE/ARANY – Sept. 23-25 in 

Albany, NY
• PARTS – Oct. 1-2 in Pittsburgh, PA
• ARA’s 78th Annual Convention & 

Expo – Nov. 10-13 in Dallas, TX
I’m very much looking forward to seeing 

you all out on the road!   

Attendees of the “ARA on the Road 
– Tampa” facility tours (top) had 
a great day prior to the opening 
of FADRA, below. Conference 
attendees filled the conference 
room of the first big event of the 
season, eager to get back together 
to learn and network.
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This causes the High/Low Reverse Clutch 
to slip, affecting the second to third shift. 
It could also cause it to continue to slip 
throughout third, fourth and fifth gears. 
A reverse delay and/or slip complaint will 
accompany these complaints. 

If an application chart is consulted, it 
shows that this clutch is also applied in first 
gear. This causes many to overlook this area 
as there are no problems being exhibited 
with first gear. The reason for this is, the 
clutch is used for engine breaking in first 
gear. It does not complete the drivetrain to 
produce first gear. If it never applies, first 
gear will still function due to the sprags. 

After rebuilding an RE5R05A transmis-
sion an engine flare up through the 

third to fourth shift is observed followed 
by a neutral or slipping condition in fifth 
gear. Oftentimes this condition is accompa-
nied with fourth and fifth gear ratio codes 
P0734 and 735.

One common cause for this complaint 
has to do with poor sealing ring pressure 
retention for the Input Clutch circuit on 
the turbine shaft (Figure 1). The OE rings 
are plastic in style with internal scallops 
to assist the oil to get under the ring and 
expand it (Figure 2). This style ring is not 
the easiest of rings to get onto the shaft. If 
the ring is spread open too far, the spine 
part of the ring kinks, causing it to be 
deformed. Once the ring is deformed, it 
can no longer conform to the inside of 
the pump stator to adequately seal Input 
Clutch pressure. 

The same damage occurs with the  
rings on the sun gear shaft (Figure 3).  

Expert
Nissan’s RE5R05A: Flare 3-4 No 5th Gear
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By Wayne Colonna       ATSG President

Figure 1 Figure 2 Figure 3

Figure 4 Figure 5 Figure 6

Figure 7

When making corrections by carefully 
replacing the rings, be sure to also inspect 
the sleeve area of the pump that it is 
not grooved (Figure 4), and the support 
bearing is good (Figure 5). Air test the 
Input Clutch to be sure the piston seals 
are good (Figure 6). 

Note: Some techs have chosen to use 
aftermarket Teflon rings on the Turbine 
Shaft from those used in the VW 09G 
transmission (Figure 7). For the sun gear 
shaft, the nickel plated rings from Ford’s 
4R70W are being used.  

Wayne Colonna has been with the 

Automatic Service Group for over 

30 years. As President of ATSG and 

Director of Quality at ETE REMAN, 

Wayne is helping to usher the transmission 

industry to the highest of standards. When he’s 

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

wife in Miami taking her out to eat, playing Spanish 

guitar, or maybe enjoying a bottle of fine wine.
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Over the past 20 years, auto manu-
facturers have been utilizing a larger 

volume of lightweight materials as a more 
significant percentage of an assembled 
vehicle’s dry weight in order to increase fuel 
economy and improve crash worthiness. 
Automakers are relying on high strength 
and ultra-high strength steels, aluminum, 
composites, carbon fiber, and magnesium 
to take the place of traditional mild steels 
to accomplish these goals. IHS Markit fore-
casts that high strength steels will eclipse 
mild steel by the year 2031 and that overall 
steel utilization based on tonnage will 
contract at a rate of -0.71% CAGR (Com-
pound Annual Growth Rate) during that 
same time period1. 

This shift in OEM materials strategies 
means that recyclers must be ready to 
understand shifting market dynamics sur-
rounding replacement crash parts and be 
prepared to both price parts competitively 
and care for their inventory in a more rig-
orous fashion.  

For recyclers, the most common parts in 
inventory where the shift toward lighter 
substrates is most evident are fenders, 
hoods, doors, and deck lids (includes tail-
gates, liftgates, etc.). Each of these major 
component part types has seen a growth in 
the percentage of replacement parts that are 
identified as lightweight substrates (Figure 
1). We expect to see this trend continue if 
not accelerate due not only to increasing 
usage by OEMs but also due to the fact that 
such materials are inherently less repairable 
and in many instances not repairable at all. 
When analyzing the rate of repair for each 
of these part types over the past 18 months, 
we found that the mild steel parts had a 
higher repair percentage than those clas-
sified as being constructed of lightweight 
materials (Figure 2).

The replacement of more parts means 
more potential sales opportunities for 
recyclers and in many cases, at a premium 

Trending
Identifying Parts Sales Opportunities for Lightweight Substrates

By Ryan Mandell - Report from Mitchell International

1  Pope, Edwin (June 14, 2021).  US Automotive Lightweight Materials.  Automotive Lightweight Materials USA 
Conference 2021, Detroit, Michigan.

2  Lightweight substrates (materials) refers to parts categorized in the Mitchell Estimating database as Aluminum, 
HSS, UHSS, Composite, Magnesium, Dual Phase Steel, Laminated Sheet Metal, and Carbon Fiber. 
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Ryan Mandell is Director of 

Performance Consulting at 

Mitchell International. He engages 

with auto insurance carriers to 

analyze claims data and identify opportunities 

for performance improvement. He also works 

with claims executives to develop action plans to 

optimize such opportunities and see them through 

to fruition, and provides continuing consultation to 

insurance carriers on the most up-to-date trends 

in the automotive industry. Prior, he worked at 

Autowrecking.com/B&R Auto Wrecking and with 

Precision Collision Auto Body.

when compared to mild steel parts. While 
the average price for new OEM mild steel 
replacement parts is often comparable to 
lightweight substrates, deck lids are an 
example of one specific part type where 
manufacturers are charging a premium 
when an alternative to mild steel is applied 
(Figure 3). A prime example of this behavior 
is the second generation Nissan Rogue 
(2014-19) that employed composite for the 
construction of the liftgate compared to the 
mild steel composition of the first genera-
tion (2008-2013) liftgate. This shift in mate-
rials resulted in a single part weight savings 
of 30% but with double the price tag.

A closer analysis of deck lids in partic-
ular shows that the same price gap between 
mild steel and lightweight material parts 
that exists in the OEM channel (37%) is 
not equaled in the recycled channel (24%)  
suggesting that recyclers are potentially 
leaving some profits on the table for deck 
lids constructed of materials such as alu-

minum and composites to be more in 
line with manufacturer pricing structures 
(Figure 4). 

Deck lids and door shells represent a 
more captive alternative parts market for 
recyclers, as very little competition exists 
from the aftermarket. However, the same is 
not true for fenders and hoods where after-
market parts tend to be the replacement of 
choice often due to wider availability and 
higher profit margins for repairers. That 
being said, aftermarket part utilization for 
lightweight substrate fenders in particular 
is lagging that of mild steel fenders for the 
last 18 months, yet the selection of recy-
cled fenders is at parody for both mild steel 
and lightweight materials (Figure 5). The 
data suggests an opportunity to fill the gap 
left by the aftermarket where replacement 
fenders either are not yet available or are 
not cost effective. 

In order to capitalize on these oppor-
tunities, recyclers must first be able to 

identify the material composition of major 
component parts to be able to properly 
care for them and to commoditize unsold 
or damaged parts at end of life, such as in 
the case of aluminum. Many lightweight 
substrates such as aluminum, carbon fiber, 
and composites are much less repairable (as 
seen above) and thus must be treated with 
additional care during dismantling, order 
fulfillment, quality control and delivery 
than components constructed of mild steel. 
These materials have very different proper-
ties than mild steel which help them absorb 
crash energy more efficiently but also 
means that they are more prone to cracks 
rather than deformations or dents, inher-
ently limiting repair potential. Parts made 
of magnesium and UHSS must be especially 
cared for since ANY damage to such com-
ponents is not considered repairable and 
would ultimately deem such part to be con-
sidered “Not Insurance Quality” (NIQ).

Recyclers have an important role to play 
in the collision repair ecosystem, especially 
as automotive complexity continues to 
increase and vehicle construction trends 
toward lighter weight, mixed materials 
strategies. Understanding the material 
composition of parts in inventory will 
help businesses better price and protect 
parts constructed of advanced lightweight 
materials and achieve healthier down-
stream profits through appropriate com-
modity compensation. As mild steel slowly 
fades into the background of automotive 
construction, awareness of the suite of 
materials utilized in modern vehicles will 
necessarily take a more central role in auto-
motive recycling. 
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Coaching
A “Big Fish” is anyone who is of a 

higher stature than you normally play 
with, and if you land them, it will move 
you into a whole new level of clientele. 
When you think about Big Fish for your 
business, who comes to mind? What is 
stopping you from fishing for them? 

They may be spending bigger money and 
as a result, they will expect that you have 
the professionalism to satisfy their needs. 
Yet Big Fish have so many people who 
want to work with them that they are often 
even more demanding than most people 
anticipate when they are trying to reach 
this level of client. 

Managing the Big Fish Sales Process
So how do you manage a Big Fish sale? 

Keep in mind that this is often going to be 
a much more complex sale than where you 
have an initial meeting with the client, and 
then they quickly say “yes.” Big Fish sales 
are rarely rapid, unless there is an excep-
tionally dire situation and they know you 
are the one they need to help them solve it. 

In Big Fish selling there are typically 
many decision influencers working behind 
the scenes who are trying to bring in their 
own vendors. Always remember that your 
prospect is also dealing with an internal 
power structure. Be on the lookout for 
those people on the inside of your pros-
pect’s organization who may help you 
better understand what it will take to close 
the deal. They may be able to give you the 
fundamental insight that will help you reel 
the Big Fish in to close the deal. 

Most importantly, in any complex sales 
situation with a Big Fish prospect, your 
primary goal is to keep moving the ball 
forward toward an agreement on a deal 
that works for both of you. The secondary 
goal for your meeting is to try to close a 
part of your proposal. Something that will 
give you a smaller toe in the door to help 
them understand the value you bring and 

By Jill J. Johnson, MBA

The Secrets to Attracting Big Fish

to convince them that you can handle the 
bigger deal. The ultimate goal is to close 
the whole deal. If they coalesce, it will be 
wonderful, and then you need to celebrate 
your win.

Never lose sight of that primary goal in a 
complex sale with a Big Fish. You need to 
stay in the game. But by having multi-level 
goals, you will have several ways you can 
“win” – and then not show disappoint-
ment or convey anything other than com-
plete professionalism if you don't get all 
that you wanted.  

Focus on Their Needs
Remember, at its core a Big Fish sale 

is just like any other sale. This is always 
about the client. Keep your focus on that. It 
is all about their needs, desires, and prob-
lems. Focus on how working with you will 

solve their critical issues within a budget 
amount that works for both of you. 

Pay attention to interviews the Big Fish 
has done with the media. Today you can 
access print and television media inter-
views easily. But don’t forget to access 
other information such as interviews with 
industry publications or podcasts where 
they have been a guest. You do need to 
actually read or listen to them. Bluffing to 
pretend you understood their point of view 
will lose credibility with them. Yet if you 
actually dive deep into the content they 
have appeared in, you will gain enormous 
insight into their pain points, concerns 
and view of the future. All of this insight 
is essential to your understanding the 
nuances of how to best position your prod-
ucts or services to meet their unique needs. 

Often Big Fish want to test you first 
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with something that is a smaller part of 
your overall proposal. That is why having 
the secondary goal is so critical in selling 
to this type of client, and it can be the key 
that gets you to your first “yes” with a 
client. Frankly, getting the smaller first sale 
is often the tipping point that gets you the 
bigger deal and longer-term money. If you 
can, break your proposal down into several 
component parts or additional optional 
services. Give them choices in how to work 
with you. 

 
Manage the Process … and Yourself

When you are selling as part of a team, 
it is vital for both of you to be in the same 
game. Use your time wisely to prepare 
while you are in the car driving to the 
meeting or preparing to go on Zoom. 
Determine who needs to reinforce what 
message and when it will be key to tag 
team to reinforce your potential value 
to the client. Think about how you will 

Jill J. Johnson, MBA, is the 

President of Johnson Consulting 

Services, a highly 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. Her consulting 

work has impacted more than $4 billion worth of 

decisions. For more information on Jill J. Johnson, 

please visit www.jcs-usa.com.

respond to objections and who will  
handle it. 

It is often extremely intimidating to try 
selling to a Big Fish. Look for ways to give 
yourself a mental boost to help you stay 
grounded in the moment when you are 
up close and personal. This is especially 
helpful if they get terse with their tone, 
questions or response to your pitch. 

Big Fish are extremely pressed for time 
and they do not have the time to care 
about your feelings. Take care of yourself. 
Reach out to a trusted friend and ask for a 
pep talk before you pitch. Write a note to 
yourself that only you can see with three 
or four phrases. These should be positive 
in nature and serve as reminders to you. A 
few examples of good reminder notes are: 

1)  They already like you (or you would 
not be in the room)

2)  They want to work with you some 
day even if today is not your day, and 

3) Breathe!

Final Thoughts
When the day comes and the Big Fish 

finally says “yes,” be sure to do your scream 
and happy dance in the nearest bathroom 
– just do not do it in front of them! You do 
not want them to know that you cannot 
believe you finally got them to a “yes!” You 
want them to only think of you as belonging 
in the room – not that it might be the first 
time you ever were there!  
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My comments here are very philo-
sophical and general in nature, but 

because I get so many inquiries on this 
topic, I thought it might be good to discuss 
it. Most, if not all, of the principles here 
apply to most any business, not just recy-
cling businesses. 

I have been hired many times to 
help determine the value of a yard (not 
including real estate), in cases ranging 
from contract disputes, tax cases, condem-
nations, and assisting buyers and sellers. 
I have never heard of a salvage yard (not 
including real estate) selling for more than 
one times annual sales, and most often it 
sells for much less.

Typically, the sales price for the business 
is a multiple of earnings (about four times 
earnings), which need to be legitimately 
recast to correct errors. Another method is 
to use the value of the assets. An operation 
with significant upside can be worth more 
than four times earnings. 

It’s funny, most sellers are “just turning 
the corner on earnings” and nearly always 
see significant upside, even though they 
have been in the used parts business for 
decades. These numbers are very much 
estimates, and rely on many factors. For 
instance, if all your equipment is worn out, 
expect to get dinged for at least part of that 
cost taken off of the indicated price as a 
multiple of earnings. 

In asset discussion, the value of used  
parts inventory always comes up. Typically,  
it can’t be worth more than about three 
months sales (from that inventory, not 
including brokered parts or car sales). 

Many folks think because their ware-
house is bursting at the seams, with hun-
dreds of engines, that the inventory is worth 
a ton. INVENTORY IS ONLY WORTH 
WHAT IT CAN PRODUCE IN SALES. 
Maybe it won’t surprise you, most recyclers 
are pack rats and save way too many parts, 
that are unlikely to ever sell. Yep, squeeze 

Opinion
By Ron Sturgeon

What is My Business Worth, Ron? 

Ron Sturgeon, speaker and author,  

regularly shares his expertise in 

strategic planning, capitalization, 

growing market share, and more, 

providing his field-proven and high-profit best 

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

or email RonS@MrMissionPossible.com.

that last nickel of revenue, but spend a dime 
to do it pulling and saving parts. 

The earnings used for the multiple must 
include fair market value rent (which will 
drive the land value), and compensation for 
the owner. 

The land may be worth more for other 
uses, and if so, sell it for those uses and 
close the yard. Also, a typical well-run 
yard shouldn’t need more than 10 acres 
(many do well with three to seven acres), 
so I suggest you sell the yard with the land 
currently being utilized, not to exceed 10 
acres, and sell rest of the land to another 
user who can pay top dollar. No need to 
buy a shopping center to get a store, from 
the buyer’s perspective. 

The land value for the wrecking yard 
should be driven by the rent payment being 
made, using a 8%-10% or so return on 
investment. A typical real estate investor will 
want a higher return due to environmental 
risk. Obviously, an ex-operator could settle 
for less of a return, as they are more com-
fortable with the risk. So, your P&L should 
show the rent, before net earnings. If the 
rent is say, $3,000/mo., or $36,000 per year, 
on a triple net lease (where the tenant pays 
insurance, taxes and most other expenses), 
the land is worth about $400,000 for the 
yard use (give or take some, but not much; 
I’m using a 9% return).

If you aren’t paying yourself enough rent, 
why not? Why do you care, you keep the 
profits? If your land is worth more than 
$400,000, you’re not paying enough rent. 
Many operators, who think they are making 
money, aren’t making anything because they 
aren’t paying themselves enough rent. 

If, after rent ($36,000), and adequate 
compensation to owner (at least $50,000), 
cost of goods sold and other expenses,  
you still have earnings, of say, $35,000 
(10% of sales), the business is worth 
a maximum of $140,000 (four times 
earnings), and the land is worth about 
$400,000 based on the rent being paid. If 
the rent isn’t market rate, or there has been 
significant development in the area, the 
land could be worth more of course, per-
haps much more. Obviously if the earnings  
are more and can be proven, the business 
could be worth more. 

My experience is that owners hardly pay 
themselves anything, and rent isn’t being 
paid, or is not at market rates. Once the 
rent is adjusted to the right rate and the 
owner is paid a reasonable amount, the 
earnings are negative – which means the 
whole enterprise is worth commensurately 
less, if anything, and it is likely time to liq-
uidate, sell the land, and retire.  

Ninety percent of people that contact me 
are unrealistic about the value of their busi-
ness. Their savior is that their land is worth 
more for other uses. If you are looking to 
sell your business, be sure to find out what 
the land is worth – it may be time to close 
or move the business and realize the value 
of the land.

I look forward to seeing old friends and 
making new ones at this year’s ARA Con-
vention in November in Dallas. 

Remember only you can make business 
great!  

Inventory is only worth 
what it can produce  

in sales.
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People
By Kate Zabriskie 

I’m Stuck in Weeds and Can’t Get Out: 
The Micromanager’s Recovery Guide

Regardless of their intentions, people who 
micromanage often create an environ-

ment of fear, mistrust, and disengagement. 
The constant oversight, checking in, and 
nitpicking wears down even the strongest 
employee. Turnover goes up, engagement 
goes down, and all the while, the managers 
who micromanage may not even know 
they’re the source of the problem.

The good news? With a little self-aware-
ness and some hard work, micromanagers 
can learn to let go.

STEP ONE: 
Recognize the Behavior Pattern

Your employees don’t take initiative and 
wait for you to micro-delegate. You may 
have created a culture where they don’t feel 
comfortable taking the next step without 
your say so. 

More signs? If you find yourself redoing 
work, checking and rechecking assign-
ments, insisting you be copied on every-
thing, chances are you have some micro-
managing tendencies.

STEP TWO: 
Think About the Consequences 
Micromanagers Eventually Face

Micromanagers exact control. In the 
short term, they have command of the 
future. Long term, however, many micro-
managers find themselves stuck in roles, 
unable to take vacation without calling in, 
and essentially tied to their jobs.

employees deliver great work. What 
exactly does great work mean? Good 
question! If the micromanager has not 
explained what makes an A an A, how can 
that person possibly expect employees to 
produce a stellar work product with any 
regularity? Take the time to be complete, 
and you may be surprised at your team’s 
ability to rise to the occasion.

STEP FIVE: 
Work on Accepting  
Different Approaches

Old habits die hard, and change takes 
time without some help. A little narra-
tion can go a long way toward steering 
the brain in the right direction. “James is 
not me, and I am not James. It’s okay that 
we don’t work the same way.” A mantra 
such as this can serve as a gentle reminder 
and help the micromanager recalibrate. 
Eventually, these new mental tapes will 
start to replace old thinking patterns. With 
hope, the updated mental map will posi-
tively influence the manager’s choices and 
behaviors.

STEP SIX: 
Perform the Goldilocks Test 

Recovering micromanagers aren’t 
mind readers, so it’s important that they 
get comfortable with feedback. A multi-
ple-choice approach is often the best way 
to encourage candor. For instance, “I’d 
like to get some feedback from you about 
how you like to work. Am I too hands on, 
too hands off, or just right? I’m asking 
because everyone operates differently, and 
it’s important to me that we work well 
together.” 

A word of caution: even with the Gold-
ilocks approach, if you’ve micromanaged 
your team for a long time, it may take a 
while for them to give you frank feedback. 
Check in often and get specific. “Chuck, 
let’s talk about this last assignment. Do you 
feel we got the delegation balance right or 
do we need to make some adjustments?”

Recovering micromanagers have a better 
change of self-rehabilitation when they 
know how they will benefit from changing 
their behavior. Ask yourself: Where do 
you want to be in year? How about three 
years? Do you have a replacement identi-
fied? Is that person ready to take over for 
you? If not, there is work to do if you plan 
to move on or at some point have a life 
outside the job.

STEP THREE: 
When Delegating, Ask Yourself 
If “How” Is Important

Once the recovering micromanager 
recognizes the problem and knows why 
change is important, it’s time to get prac-
tical and start focusing on “what” instead 
of “how.”

In other words, if how something is done 
doesn’t matter, treat people like the adults 
they are, and let them complete work in a 
way that works for them.  

In cases where how something is accom-
plished matters, explain why that is. For 
example, if you work in a lab, explain the 
importance of the work instruction and 
why the person performing the work must 
do so in a specific way.

STEP FOUR: 
Show People What A-Grade  
Work Looks Like

Recovering micromanagers will reduce 
their propensity to backslide if their 

“He gives me an assignment and tells me to do it my way. I only wish he meant it. My way 
doesn’t seem to hit the mark. He changes the smallest details. I dread getting new work.”

“I’ve had this job for six years. At this point, I think I understand how it works.  
It’s so frustrating to be treated like someone who just walked in the door.”

“Yesterday, I found her checking my spreadsheets when she thought I was at lunch.  
It feels terrible not to be trusted. I need to look for a new job.”
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Kate Zabriskie is the president 

of Business Training Works, 

Inc., a Maryland-based talent 

development firm. She and her 

team help businesses establish customer service 

strategies and train their people to live up to 

what’s promised. For more information, visit  

www.businesstrainingworks.com.  

STEP SEVEN: 
Don’t Argue with the Feedback

When someone gives you feed-
back you don’t like or don’t agree 
with, don’t argue. Your employee’s 
perception is the reality you must 
work with. So instead of fighting 
or withdrawing, ask questions. For 
example, “What I’m hearing is you 
would like me to focus less on how 
you run the lab tests and more on 
the number you complete each day. Do I 
understand correctly? If I explained why in 
this case the process matters, do you think 
you might feel differently?”

STEP EIGHT: 
Look for Ways to Let Go  
and Take on New Tasks

Leaving the micromanaging lifestyle 
behind is a process and not an event. 

Self-development requires regular assess-
ment and planning. In addition to asking 
for feedback, pay attention to where you 
spend your time that you shouldn’t and 
where you could that you don’t. Are you 
working on strategic initiatives or navi-
gating deep in the weeds? Are you devel-
oping people or hoarding work? Are you 
controlling or empowering? The questions 
are numerous and important to ask.

To sum it up, any activity that requires 
change can be hard work and at times even 
a little scary. For micromanagers, this can 
be especially true. Nevertheless, as most 
rehabilitated micromanagers will profess, 
it’s a lot more productive and rewarding 
to work in a place where people have the 
freedom to do their best work. If you’re a 
micromanager or think you might be, now 
is the time to do something about it.  
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Belanger Converter Recycling

BCR HISTORY: We began 
our business in 2002, 

cutting catalytic converters off 
vehicles for auto salvage and 
towing yards. It quickly grew as 
businesses began calling us to 
come cut off their converters and pick them up. In 2005 we 
continued to grow with two trucks and trailers traveling and 
buying in ten states. With building our own de-canner and 
starting to decan the converters, the company grew rapidly 
over the following years. Today we have three trucks and four 
de-canners running. We also receive shipped items by mail 
from individuals and Gaylord boxes from companies.

BCR CUSTOMERS: We believe in our customers. We 
want them to succeed as much as we have over the last two 
decades. BCR strives to give each customer the best price 
available.

BCR EDUCATION: Education is also very important to 
us. We help teach our customers what to look for and give 
them the tools they need to buy successfully. Our converter 
app gives the most current pricing of converters, whether 
buying or selling. The app is constantly being updated with 
the most current converters as they come available on the 
market.

BCR FUTURE: Business continues to grow with the 
start of another 15,500-sq. ft. facility that will house a new 
state-of-the-art assay lab. One of the main focuses will be on 
improving grading speed for our customers.

Belanger Converter Recycling is a processor of catalytic 
converters that offers global refining services. Getting you 
the most from your converts with a process you can trust.  > 
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AB Cattech 

AB Cattech is the 
brand you can trust 

in the catalytic converter 
industry. AB Cattech 
offers on-the-spot pricing with complete transparency with 
core buyers nationwide and processing locations located 
in Wisconsin, Georgia, Florida and Arizona. Our reach 
throughout the United States is vast and our customer 
service is top notch. 

Our history at AB Cattech can tell you that we’ve been 
known to form excellent relationships with our customers 
and have continued those relationships from a small town 
processor to what is now a nationwide business. We have 
applied the technological advancements in our industry 
towards our business and have introduced state-of-the-art 
milling processes at our headquarters location in Burlington, 
WI. Not only did we implement new milling processes, but 
we’ve also created a mobile app where users can obtain 
on-the-spot prices with an OEM database containing over 
10,000+ OEMs to help identify catalytic converters. 

Are you interested in working with a core buyer who cares 
for their customers’ needs and facilitates the demands of 
new technology in an ever-changing industry? Reach out to 
AB Cattech at www.abcattech.com or call our office at  
(262) 716-5773. SEE AD ON THE INSIDE BACK COVER.

 

 CORE 
 PROFIT

Automotive Recycling 
magazine’s roundup 
of core companies  
at your service!
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To learn more about selling converters by the piece or selling 
on assay, email us at wayne@belangerconverterrecycling.
com or call us at 877-935-0330. Wayne Belanger serves as 
President and owner of Belanger Converter Recycling and  
is a member of Automotive Recyclers Association.

Contact Belanger Converter Recycling at (270) 265-9057 or 
(877) 935-0330; Email wayne@belangerconverterrecycling.com; 
or check out www.belangerconverterrecycling.com. 
SEE AD ON INSIDE FRONT COVER.

Bishop International

Since 1950, Bishop 
International has 

been helping automotive 
recyclers around the country maximize their profits through 
powertrain core purchasing. Easy pickup coordination, timely 
payment, and fast, detailed check-in procedures make Bishop 
International the most convenient core buyer in the industry 
to partner with. 

Please contact us with any questions you may have at 
(800) 843-5068 ext. 1170 or visit bishopcore.com. Our 
pricing is also available through the United Recyclers Group 
Core Program as well as Car-Part.com.

Blackburn OEM Wheel Solutions

Since 1983 Blackburn 
OEM Wheel Solutions 

has been a big buyer of OEM 
alloy and steel wheel. The 
products we purchase are 
2011 or newer overstock or excess OEM wheels, discontinued 
OEM wheels, factory take-off wheels, used OEM wheels and 
core OEM wheels. In addition, we purchase factory original 
hubcaps. Our purchasing team will buy multiple skids at 
a time. We will arrange freight for pick up once your core 
wheels are staged on 4 to 6 skids. 

When the products are received at our facility, we will take 
inventory and provide a check-in manifest with a total sale 
amount. Payment for that load will be received within 1 to 
2 weeks. Another way to sell, create an inventory list of any 
alloy and steel wheels you would like to sell and email the list 
to us. Then we can review and provide a price for each wheel 
we want to purchase. Excel spreadsheet is preferred.  

Blackburn is continually looking nationwide for new 
suppliers – become one today! For additional information, 
questions or to arrange for product pick up contact Bob Pasal 
at (800) 981-8321 ext. 127 or bobp@blackburnwheels.com. 
Or visit the “We Buy” tab on www.blackburnwheels.com. 
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Carolina Wheel Cover

Core Hubcap 
Program –  

We pay $5.50 
each for used OEM Wheel Covers (2005 and newer). Dirty, 
scratched, peeling paint – it doesn’t matter. Everything we buy 
will be reconditioned and repainted. They just need to be 100% 
structurally sound. Fill a gaylord box or 2 (or 12) and ship to our 
facility in SC. Once received, we will inspect and communicate 
back to you the total number of pieces in the shipment and the 
total number of good OEM cores. 

You can expect a check within two weeks of sending! 
We work with dozens of auto recycling facilities around the 

U.S. Our clients see $1,000s per year in bottom line revenue 
from used wheel covers that used to end up in the crush 
pile. If you’re not making good money off used wheel covers, 
now is a great time to reach out and get involved in our Core 
Hubcap Program. We look forward to working with you and 
helping add some cash to your bottom line!

Please visit our website at www.WeBuyUglyHubCaps.
com where you can see more details about our Core Hubcap  
Program and get in touch using our “Contact Us” link. Or you can 
reach out directly by calling Chris at (803) 548 -7188 or sending 
us an email at carolinawheelcover@gmail.com. Carolina Wheel 
Cover began in 1996 and we are celebrating our 25th year in 
business. We are also a proud member of the ARA. Reach out 
and let’s get started today! SEE AD ON PAGE 37.

Cash for Keyless

Cash for Keyless is a 
U.S.-based company 

that specializes in purchasing keyless entry remotes. We 
were proud to join ARA this last spring, and we look forward 
to serving ARA member companies for years to come.

We buy any kind of car keyless remotes: New, Used, 
Domestic, Import, Aftermarket, Old Style Remotes, Smart Keys, 
Remotes with keys, Worn remotes — We buy them all! We also 
buy certain auto owners manuals. It's as easy as 1, 2, 3: 

1. Mail us your remote collection. We will send you prepaid 
shipping label and our packaging. (You can also send remotes in 
your own box & get reimbursed for shipping expense).

2. Select how you want to get paid: Company check or 
PayPal. Check will be mailed within 1 business day. PayPal 
transfer is instant.

3. Send us more remotes! We are always looking for long 
term suppliers, looking forward to doing business with you now 
and in future. Minimum purchase amount is 10 remotes, and 
there is no maximum amount. Send them all! 

Call us at (727) 667-6157; Text to (727) 667-6157; Email 
info@cashforkeyless.com; Visit https://cashforkeyless.com. 
SEE AD ON PAGE 39.





get it back, they have the information to make a decision. 
We have always had a network of dismantlers that we 

bought from. The biggest advantage is our current suppliers 
can now better identify what we want. This increases the 
quality of the load we are receiving. The URG program puts 
our pricing in front of hundreds of additional dismantlers. 
This has allowed us to bring on more suppliers. Just like in 
the dismantling business, if we can’t buy it we can’t sell it. 

Contact Scott J. Stolberg, sjs@EngineQuest.com, call 
(800) 426-8771 ext. 202 or visit www.enginequest.com.

PGM of Texas, LLC

PGM of Texas is one of the 
largest and oldest catalytic 

converter processors in North 
America. As the industry leader 
with decades of experience in recycling and processing 
catalytic converters, we specialize in the recovery of precious 
metals like platinum, palladium, and rhodium. We have the 
capacity to process over one million catalytic converter and 
process more than two million pounds of automotive catalyst 
monthly.  

PGM offers three transparent service options for your 
catalytic converters needs:

1.  BUYING BY THE PIECE – we offer same-day service 
and same-day payment by evaluating each catalytic 
converter for the best daily market price.

2.  XRF ANALYSIS SERVICE – this service is ideal for 
customers with small lot(s) needing fast payout on reliable 
analytical results. Advance payment can be made at 
the time of delivery. XRF results and final payment are 
completed within five days of delivery.

3.  ASSAY-BASED REFINING – this toll refining service 
is ideal for customers with large quantities needing an ICP 
assay-based analysis. Advance payment can be made at 
the time of delivery. ICP assay-based analysis is generally 
within 15 days. Early settlement and final payment can be 
made at the time of ICP assay results.

4.  ADVANCE HEDGING is available for all three service 
options.   

Since the announcement of the PGM of Texas and Elemental 
Holding, S.A. strategic partnership, PGM has continued its 
robust growth in the U.S. market. Amid our continual growth, 
PGM is very excited that soon, we’ll be offering the following 
transparent processing services: 

•  Metallic-foil catalytic converter processing    
•  Oxygen sensor processing
For all your catalytic converter recycling needs and to help 

with any questions, please contact Steve Contreras, PGM of 
Texas, LLC, 2809 S. Interstate 35, San Marcos, TX 78666,  
(512) 410-9039 (cell), (512) 829-4194 (business),  
steve@pgmoftexas.com, www.pgmoftexas.com.  
SEE AD ON PAGE 29.
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Custard Core Supply

Custard Core Supply in Dallas, TX is 
fast, fair and flexible! We buy gas 

and diesel engine and transmission 
cores from sellers – both big and 
small. Whether you are selling a 
pickup load or a truckload, Custard Core will treat you right. 
We support the top remanufacturers and OE programs by 
dealing with top automotive salvage and recycling yards all 
over the U.S. 

The best way to connect with us is through the U-R-G. Our 
prices are updated weekly as well as our buy list. We process 
loads fast and pay faster without unreasonable deductions. 
Contact us today to bid your load or request a visit. 

Contact Matt Beddoe, Custard Core Supply, Dallas, TX, by 
calling (214) 631-4344 or email cores@custardcore.com.

Davis Recycling

Davis Recycling Inc. (DRI), 
is a full-service catalytic 

converter recycling center. It takes a 
recycling company with specialized 
equipment to extract and separate the platinum from the 
catalytic converter’s internal honeycomb. Catalytic converters 
may contain platinum or rhodium – valuable precious metals – 
so the trading on them is more volatile than other scrap metals 
you will find in your yard.

Paying top dollar is a win-win for both DRI and our 
partners. Paying top dollar increases volume and therefore, 
we can offer the best price for your used catalytic converters. 
If you are an auto parts recycling yard, DRI is your answer for 
dependability, consistency, professionalism and profit pricing. 

Give us a call or simply bring your ‘cat load’ to one of our 
warehouses. We weigh on the scale – sort – and pay quickly 
and efficiently. Partner today with Davis Recycling. Give us a 
call if you have questions or thoughts. Call (423) 926-3699 or 
visit davisrecyclinginc.com. SEE AD ON PAGE 37.

EQ Cores & Recycling

URG’s core program has changed 
the way cores are bought 

and sold permanently. Before 
the program was available, core 
suppliers and auto dismantlers often 
spoke two different languages. Now core suppliers are able 
to communicate using IC#, which tells the auto dismantlers 
exactly what we are looking to buy and what we can pay. 
This allows the dismantler to decide if getting a core return is 
necessary and if it is worth the time and effort to get it back. 
If the value is high enough, even if they have to pay freight to 
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Phoenix Automotive Cores

For over 25 years Phoenix 
Automotive Cores 

has been a partner to the 
progressive automotive 
recycler despite the numerous ups and downs in the industry. 
And the core market has been no exception. Even when faced 
with one of the most challenging years to date, we have 
managed to continue being a strong partner for recyclers 
nationally.  

What sets Phoenix Automotive Cores apart is that we 
have devoted time and energy into listening and learning 
what recyclers need to make their business more efficient. 
PAC strives to meet those needs by developing proprietary 
applications focused on providing free online solutions for 
the recycling industry, expanding product lines, partnering 
with Car-Part, and U-R-G programs, and providing top notch 
service. PAC is proud to be a customer-driven catalytic 
converter processor and core supplier. 

We aim to be transparent, honest, and reliable by providing 
competitive pricing for catalytic converters and automotive 
cores on a variety of platforms that cater to every recycler’s 
operation. Whether it is refining, selling your converters outright, 
selling old core stock, core returns, or dismantling, PAC has a 
way to serve you. Selling your catalytic converters or automotive 
cores should not be a headache. It should be easy, and that 
is why we encourage you to let PAC work for you. Once you 
have your converters and/or cores invoiced, and packaged, we 
take it from there. We arrange for your material to be shipped, 
processed, and paid in a timely manner.

Please reach out to our online department today for more 
information about partnering with PAC to increase your sales.  

Contact the PAC Online Core Department: Rachael O’Rourke, 
Rachael@phxautocores.com, (877) 749-2673 ext. 3422,  
www.phxautocores.com.

PMR Catalytic Converter Recycling

At PMR we aren’t just 
interested in receiving your 

converters, we are interested 
in helping you succeed at every 
stage of the converter recycling process. This is why PMR 
provides all suppliers with access to an online Supplier 
Services Platform (SSP) that delivers extensive support in 
purchasing, evaluating and monitoring catalyst material. 
These complimentary support tools offered by PMR can be 
divided into three categories:

· REFERENCING – Understand what material is in your 
possession and how the PGM market fluctuates. Identify per 
unit national averages, access refined value ranges by serial 
numbers and inventory your converters by unit and value.

· PURCHASING & MANAGEMENT – Have the 
confidence to buy competitively and profitably with photo-
grading and remote video grading while managing your 
inventory.

· TRACKING – Track your material as it moves between 
processing phases and access your year-to-year converter 
statistics.

 For more information about the specific tools available, 
please visit https://pmrcc.com/platform/. Dominating 
in converter recycling means understanding how converter 
tools, tailored processing and market timing all work together 
to enable strategic and successful results. Partner with a 
processor that is committed to growing with you and for you.

Melissa Sullivan, Business Development Manager,  
1-(855)-901-5050 ext. 202, https://pmrcc.com.  
SEE AD ON PAGE 31.

RAS

Have you heard of bar rescue? 
Instead of rescuing struggling 

bars, this information attempts to 
give hope for those struggling to 
harvest more revenue from their 
non-part revenue and new ideas for those who have a steady 
core revenue stream but would like to improve this part of 
their business. RAS generates revenue for recyclers in three 
areas: Cores, Recalls, and Converters.

PEOPLE, PROCESS, PERSISTENCE: Successful 
Core programs require people, process, and persistence. 
Owners need to champion this effort and provide adequate 
space, software training, and a tracking system to make more 
CORE $$. Our RAS Team is here to help you with training on 
demand.

SOFTWARE PLATFORMS: RAS provides a robust 
mobile and web software platform for cores. That platform 
starts once the VIN is entered and provides a process to 
remove, save, and invoice. RAS also has data relationships 
with Buddy Software, Hollander, and URG so that cores can 
be managed profitably from their software.

CUSTOM SEARCH: One of our more effective tools 
is RASBid, where your inventory is accessible by you to 
search by location, minimum core values, days on hand, part 
grade, or location. Keep in mind that you have three pools of 
inventory: incoming vehicles, loose stock on the shelf, and 
existing vehicles on the backlot.

BOTTOM LINE: RAS can help you turn excess or aged 
inventory into CASH so you have the capital to buy more 
Vehicles. 

Paul D’Adamo is Recall Yard Manager at RAS, a major  
core supplier to global remanufacturers. He can be reached 
at pdadamo@coresupply.com. Visit our virtual website 
www.rasvirtual.com. SEE AD ON PAGE 33.
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We Buy Key Fobs 

We Buy 
Key Fobs 

is a proud supporter of ARA. So much so that in 2017, we 
teamed up to create a donation program that rewards ARA 
members for doing what they do best: recycling automotive 
parts. Specifically, car key fobs. Key fobs are a bit of a gray 
zone for automotive recyclers for a couple of reasons: 1) on 
their own, key fobs aren’t worth much and 2) selling key fobs 
takes time. The thing about key fobs is, yes, on their own 
they aren’t worth much. But when you collect piles of key 
fobs, that’s when you see your earnings pile up as well. As for 
the time piece, We Buy Key Fobs isn’t the industry leader in 
key fob recycling for nothing. We’ve streamlined our selling 
process to near perfection. Selling is as easy as 1, 2, 3. One: 
request a prepaid shipping label. Two: mail us your key fobs. 
Three: get paid! We even pay you fast. We Buy Key Fobs 
customers can receive payment in as little as 2 business 
days. And remember that donation program we mentioned? 
For every key fob sold to us by an ARA member, We Buy 
Key Fobs makes a donation to ARA. Request a quote on our 
website today to find out how much your key fobs are worth.

Reach us at customerservice@webuykeyfobs.com or call 
(402) 260-5889. Find us online at webuykeyfobs.com. 
SEE AD ON PAGE 37.  
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United Catalyst

At United Catalyst we say that 
you need a process, a program, 

and a partner you can trust, and you 
need the power of education. 

A PROCESS. With UCC, you 
will sell on assay instead of selling by-the-piece. You will be 
paid on a sample and assay that is scientific, accurate, and 
verifiable.  

A PROGRAM. You will get money when you need it to 
run your business. You do not have to wait until you have a 
truckload or can hold out for three months to get paid. You 
only need 100 converters and can take payment as early as 
the first week of arrival. 

A PARTNER. Selling on assay eliminates grading 
problems because there is a verified test result that is the 
basis for the sale. With UCC, you get a partner that you can 
trust. One that gives you verified weights, results, and metal 
prices. 

THE POWER OF EDUCATION. We take a complex 
process and make it understandable and easy to use. We 
know that once you learn about your converters and your 
yard profile, you will increase your profits, and no one will ever 
be able to take advantage of you again.

United Catalyst Corporation is a processor of scrap 
catalytic converters that offers global refining services. 
To sell your converters on assay, to subscribe to our daily 
e-newsletter, or get Platinum Group Metal prices texted daily 
to your phone, TEXT Daily to (864) 834-2003. You can also 
email us at sales@unitedcatalystcorporation.com.  
Visit our website at unitedcatalystcorporation.com.  
SEE AD ON PAGE 39.
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For a comprehensive buyer’s guide of industry vendors, you can 
visit ARA’s online guide at https://AutoRecyclingBuyersGuide.com.
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Today’s automotive 
recycling industry is 

teeming with women 
who are making a 

difference by taking 
the road less traveled. 
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ARA 
Presidents: 

Linda Pitman, 
Sandy Blalock, 
Ginny Whelan
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Destined for Firsts:
Ginny Whelan
To look back on the series of events that occurred  

22 years ago that carried me along to become the  
first woman president of the Automotive Recyclers  
Association (ARA) and lay claim to it in perpetuity is 
to invite endless ongoing of memories and 
thoughts that reside in my mind. 

So many influences – all men – that carried 
my name to be nominated. To be in the room 
five years with Greg Freeman, Don Cowell, 
Norm Wright, Mark Buessing and Herb  
Lieberman. To be mentored by Don Beagell 
Jr. and Bob Griggers.  It took 57 years for 
ARA to select a women president – ME.  

“Just one of the guys.” 
There I sat suffering total numbness of 

body and brain, no longer having to wonder 
what it might be like to be the first woman 
leading the automotive recycling industry, 
and to answer to everyone. Consider all the erratic 
changes that I caused by being the first, disrupting the 
decisions made in the “men’s” boardroom. 

Along with my peers, I faced mighty industry struggles, 
including a legal battle at the highest federal court to stop 
a monopoly of the Hollander interchange. ARA won 
and was awarded the Hollander license. Next up was 
modernization, including the introduction of automotive 
recyclers internet network to sell more parts. ARA also 
purchased computers to install in member yards with 
loaded network programs. Next up was the consolidation 
invasion – LKQ and Ford and two officers’ businesses 
are purchased. And in response, ARA developed a new 
membership category. Then came 2000 and Y2K; and a 
joke among the officers of me lapsing back into “girlish” 
behavior… “Wait ‘she’s the Man.’” 

I joined ARA to learn more about the industry beyond 
my backyard business. ARA was my educator and 
mentor. I joined every committee and became a regional 
director representing New Jersey and New York. As pres-
ident I traveled to 26 states to speak at meetings and state 

conventions. I was a novelty, a women president. Many 
came to hear if I knew about the auto recycling busi-
ness. I passed the test. Many brought their daughters to 
meet me. I traveled to eight countries as an invited guest 
speaker. I met hard-working auto recyclers and their fam-
ilies worldwide. 

I have a voice and it silences the rooms of auto recy-
cling. My message for ARA was clear: certification was 
the way to recognize a professional industry. And tech-

nology will drive every aspect of auto recy-
cling. Many recyclers pushed back. It did not 
stop me. I then pushed into a sister industry 
association. 

Back home, in addition to running a 
family auto recycling facility which gave me 
all the experience I needed to gain a presi-
dent’s view of ARA, I partnered with three 
recyclers, and we started a mobile crushing 
business and purchased a new site to start 
a self-service business. We later formed the 
first trading partners group with the vision 
of being a franchise. 

The real estate boom hit, and I was made 
an offer on the property of my business, so I sold and 
relocated the business. Two years later I sold both my 
business and the self-service business. I retired at age 55, 
but I received a call and a request from then-ARA presi-
dent Jim Watson to take over the ARA Educational Foun-
dation and to create a training video on parts grading. 
Education was my core passion; of course, I said yes.

We had $46 in the budget. I reached out to several 
friends with the idea for the first online training platform 
and the ARA University was founded and launched in 
2007. The rest is history. 

I have been an industry educator for over 15 years. My 
message is clear: education and training are the power to 
success. Never close a door and walk into every door to 
listen and learn.  

As I continue “tapping on the glass” as a woman in the 
automotive recycling industry; this quote plays in my head: 

“Tiny ripple of hope, crossing each other from a mil-
lion different centers of energy which sweep down daring 
those ripples build a current which sweep down the 
mightiest walls.”  – Robert F. Kennedy 

When you think of the women who work within the automotive recycling industry, what comes to 
mind? Knowledge? Certainly. Experience in their field? Definitely. Determination and fortitude in an 
industry that is still primarily male-dominated? Absolutely. To highlight some deserving women in 
the auto recycling industry, we wanted to recognize their efforts within the field by hearing about 
their career paths, roles in the industry and what they’ve learned along the way. They are sure to 
inspire all of us. Starting with the first three women presidents of the ARA.

Ginny Whelan
ARA President

1999-2000
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Challenge Taken: 
Sandy Blalock
I did not see myself like so many young women who are 

finding a career in the auto recycling industry, but here 
I am many years later and still loving every moment and 
challenge. It really all started in the mid-1980’s when my 
husband (Butch Capo) and my father-in-law (Jim Capo) 
decided they wanted to be in the auto recycling business. 
We bought a small family business from the wife of a local 
auto recycler shortly after her husband’s death. Butch and 
his dad started there and, in a few years, bought another 
piece of land and built a new facility. 

 I did what I could to help when needed, but at that 
time was busy in my career managing orthotic and pros-
thetic businesses around the state of New 
Mexico. Fast forward several years and 
Butch’s dad was nearing retirement and 
ready to move on to the next chapter. I found 
myself ready to do the same and decided my 
next career path was going to be auto recy-
cling. At the time, Butch was, for the most 
part, running his new parts business while I 
managed the auto recycling business. 

The early years of my career in auto recy-
cling were difficult to say the least. I found that 
my father-in-law was running it by the seat 
of his pants and had not invested in the busi-
ness for the future. We had to completely reorganize, clean 
up, restock and – wow – did we spend money doing that. 
Some days I just wanted to crawl into a corner and cry. 
One day the loader needed major repairs, next one of the 
lifts needed a part that was at least two weeks out. There 
were days I thought, “What have I gotten myself into?”

 I have to admit if it were not for our state association 
and ARA, I probably would have found my way back to 
orthotics and prosthetics. It was such a huge resource to 
me, someone who needed to learn everything about the 
industry. After my first ARA convention, I was in awe of 
everything that was available. I came back from it ener-
gized and ready to move forward. I simply wanted to be 
the best and I made that my mission. I did not need to run 
multiple locations or even need to be the biggest, but I 
was determined to be the best in our state.

Being a woman in the industry in the mid 1990s was 
tough. There were very few women working in our 
industry in New Mexico, and none were managing an 
auto recycling business. So I decided that I did not need 
to learn how to run a business, I already had years of 
experience doing that. I simply needed to learn everything 
about the industry using the business skills I had and 
understand what our customers needed; the rest would 
fall into place. 

 I still remember being the only woman at the salvage 
auction, working alongside my other woman sales-
person on the counter where we often were ignored by 
the male customers. Neither of us let that bother us – we 
just worked harder to earn their respect. I studied a lot 
about vehicles and parts, especially the ones that we got 
so many calls on, particularly engines and transmissions. 
It was not unusual to see me reading Transmission Digest 
or Engine Rebuilder.  I wanted to know why certain 
transmissions and engines failed and at what mileage that 
tended to happen so I could direct our buying to avoid 
certain mileage vehicles.  

I think one of the most important things I learned 
during my early years was listening carefully to cus-
tomers, as they have so much to teach you. I attribute my 
success to doing just that and all the dedicated employees 
that had never in their lives thought they would be 

working for a woman auto recycler. 
I had great support from my team and 

family including my two sons, Bill and 
Robert, who worked side-by-side with me 
once they were old enough. This teamwork 
and support allowed me to not only suc-
ceed in our business, but to be involved at a 
higher level at ARA. We all had the vision of 
owning and working in the best auto recy-
cling business in New Mexico. 

I was involved with several committees at 
ARA and learned so much from each and 

every one. I consider my involvement with 
recycling associations and committees paramount to my 
success in our industry. 

I was honored to be asked to serve on the ARA Exec-
utive Committee and later as President of ARA in 2007-
2008. This was a life changing time for me as I saw an 
even greater need for involvement in our industry in order 
to protect it in the future. 

My goal as the second woman president of ARA was 
to find a way for ARA to assist states with state legislative 
issues. In July 2008, ARA convened the 1st Annual State 
Legislative Summit that has been held every year since. 
We continue to assist in monitoring state legislation and 
work closely with our members in promoting positive 
legislation and fighting negative legislative attacks on our 
industry.

I don’t think anyone saw what the future held for me 
as I myself have been recycled throughout the industry 
– first as a woman operator, to industry advocate, and 
now Executive Director of ARA. But I can tell you that I 
am still up for the challenges our industry faces and will 
continue to fight for auto recyclers to be recognized as 
professionals who are doing a great job, providing safe 
and rewarding jobs to tens of thousands all the while 
protecting our communities and providing cost-effective 
products and services.
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Sandy Blalock
ARA President

2007-2008
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Paving the Way:
Linda Pitman
I grew up in the auto recycling industry and 

then after graduating college, I went back to 
work in the family business. It was only going 
to be for a few years (or so I thought), but I 
stayed for over 40 years.  

At that time, there were a few women in  
the industry mostly doing bookkeeping and/or 
answering phones. A lot of these women were 
either married to the owner or, like me,  
a daughter.

There were no computers, no Internet, and no 
“instant” answers to interchange. There were 
interchange books, though it took some time to look up 
a part and the interchange. My family had “sheet paper 
inventory” of each vehicle while some yards relied on 
counter people that kept inventory in their brain as to what 
parts were available. 

It was definitely a male-dominated industry. The  
customers who were calling or coming into the facility –  
99 percent of which were men – always seemed surprised 
if I offered to help them and that I was mostly able to 
help them with their questions. My least favorite com-
ment from so many, especially on the phone, was “I need 
to talk to a man.”

As time progressed, mostly due to circumstances, women 
became more involved in daily business activities. Other 
than with administrative duties, they began to work side-
by-side with their male counterparts. That can also be 
said of the customer database. We all began to have more 
women customers and I think they felt more comfortable 
when another woman was around. Women didn’t always 
know for sure what they needed since their husbands/boy-
friends usually sent them to pick the part up.

Women, I think, helped to “clean up” the industry.  
That applied to things like helping to keep areas of the 
facility clean, to, in some cases, cleaning up the language 
of men who were used to being around “just men.” 

That world changed and near the end of the time I 
was active in the daily business, we had a new brand of 
women customers that sometimes knew as much, if not 
more, about the auto problem they had than we did and 
what part they needed. We even reached one point in our 
business where I had a man taking care of the books, etc., 
and a female handling counter work and sales. 

Soon there were a lot more options for women to be 
involved in at their facility. Environmental requirements 
from the state and federal level had to be taken care of. 
There was a lot of paperwork and research of what was 
being required. It seemed almost every week the federal 
or state authorities found and established new require-

ments for the industry. These things were a lot of the time 
tedious and we, as women, had a little more patience for 
the “job.” Time moved on and a lot of women became 
more active in the day-to-day activities of their businesses 

and were more and more involved in working 
with things such as handling advertising, the 
new world of computers, and just keeping 
apprised of changes in laws and require-
ments, which was almost a full-time job. 

Some of us began to go to state and 
national conventions with husbands or 
other employees from our facilities. As time 
progressed, a lot of us became involved in 
industry association boards, foundations and 
committees. 

Women have now increased their involve-
ment with all aspects of the industry. There 

are women owners, managers, and employees. The road 
is open and none of us need to ever feel we aren’t appreci-
ated or very much needed. My career experience from the 
1970s has grown and progressed to today’s world where 
we are all needed to continue propelling the industry for-
ward to define what it believes in, what it stands for, what 
it does, and how it impacts the world.

I am always proud to attend the LARA (Ladies of the 
ARA) meeting at conventions. The women who attend  
are actively involved in their businesses – whether it be at 
home rooting their family member on or working daily 
in the business, or as a supplier to the industry. We now 
have vendor companies with dynamic women at the 
helm. Let us continue to let nothing stop our input and 
work, including everything from our local facility to the 
national and the international levels. So ladies, move on 
into the future with your heads up and continue to lead.  

  

Lean In:
Shan McMillon
Take a moment to read the “Direction” column on 

page 4, written by Shan McMillon, ARA’s 2nd Vice 
President/Treasurer. Shan is set to become the 4th woman 
president of ARA in 2022-2023, after a 13-year gap in a 
woman serving in that top role. 

As a young professional, an automotive recycling 
facility owner, a past state association president, and a 
woman, Shan’s perspective on leadership in this industry 
shows how far women in auto recycling have come, yet 
how far there is still to go. As more women enter the 
automotive industry, more will rise to the top of lead-
ership within ARA as they lean in and gain the respect 
they deserve. It is with hope and expectation that capable 
leaders, men and women, will lead ARA into its future.

Linda Pitman
ARA President

2008-2009
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Arianna Curro:
Working Hard to  
Make Dad Proud
AR: Tell us about your company. 

My father purchased the Wally’s Auto Inc. business 
and location in Beaver Dam, WI, back in 2008 (he had 
always been in the automotive recycling industry since he 
was 20 years old with various locations in Southeastern 
Wisconsin). We never changed the name from the orig-
inal owner of the business (Wally) as it was already an 
operating, profitable business. Specifics include:

• Size of facility: 20 acres
• Number of employees: 9
• Number of vehicles cars processed per year: 

2,000+
• Specialties: Late model auto salvage 
• On-site mobile car crusher
• Container service
• Towing
• Scrap metal recycling

What is your background? 
How did you get into 
automotive recycling?

My story is unique because 
I was thrown into automo-
tive recycling much quicker 
than I anticipated.  After 
graduating with a Bachelor’s 
Degree in Business Admin-
istration and History back 
in 2011, I was not having 
luck with finding a job that 
“clicked” or that I even 
wanted. That is until my 
father asked me to come on 
board for about two weeks 
to oversee the transition of 
a manager from a different 
location to this location. Two 
weeks, became two months, 
which became two years. 

I loved the hustle and the ability to learn daily as 
well as the fact that every day is different. In 2013, my 
father died of a massive heart attack unexpectedly at 
the age of 57. There I was, at 24 years old, taking over 
a successful business all while I struggled to grieve my 
father’s passing. I had lost a father, a boss, and a best 
friend.   

As a woman automotive recycler, what about your 
career or your business are you most proud? What 
has been your biggest obstacle?  

I am most proud of the respect I have gained and 
earned while being a female in this industry and a 
young one at that. My biggest obstacle at times has 
been people taking me seriously. I’ve had employees 
feel as though they don’t need to take orders from 
someone half their age, or a female at that (clearly they 
haven’t lasted long by me ... LOL).

Who are your heroes or mentors in the business 
who directly or indirectly impacted you during your 
career? And why?

I would definitely without a doubt have to say my 
father, Jon Curro. He was extremely successful and 
knowledgeable in this industry. I saw what he had 
obtained throughout his career and all the achieve-
ments and goals he crushed (literally) in life. I knew 
I wanted to follow in his footsteps while adding a 
modern flare to it. Plus, I get to continue his legacy 
daily which brings me a huge a sense of satisfaction. 

My sister, Alexandra Hartl, has also impacted my 
career. She joined our crew in 2016 with a role in the 

office. It’s a blessing and a curse working 
with family sometimes, but it brings me 
a lot of joy working side by side with my 
sister knowing we are making our father 
proud, while continuing to build our 
empire.  

What unique or significant changes have 
you made to improve your business 
and what compelled you to make these 
changes? 

Our social media presence has defi-
nitely increased by posting content that 
followers like to see, such as a video 
of us crushing vehicles, or our holiday 
décor that is made from repurposed tires. 
I believe it is important to educate the 
general public on both the importance of 
recycling, as well as about what it is that 
we do – from towing vehicles, to cleaning 
up your yard with our container service, 

to purchasing a used battery for half the price of a new 
one, etc. By engaging with our current customers or 
future customers, it helps to try and get rebranded into 
an automotive recycling facility versus the old way of 
thinking of a “junk-yard” or “bone-yard.” These vehi-
cles that we are purchasing from the insurance auctions 
are costing us quite a bit of money in order to stay rele-
vant in this industry, as well as competitive.     
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How has your experience 
as a member of the ARA and 
other industry organizations 
benefited your business?

I really appreciate the net-
working abilities and rela-
tionships that are formed 
along the way by meeting 
new people within these 
organizations that are all here 
for a common goal. We all 
might be in the same industry 
therefore we might be all 
“competitors” in a sense, but 
we all help each other along 
the way with our knowledge, 
lessons, etc. 

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

Well, this has definitely 
been difficult at times. During 
the pandemic, we closed our 
office to only allow curbside 
pickup and still operated. 
Our crew numbers did drop 
at times due to employees 
needing time with their families, or quarantining 
themselves. 

Personally, I have not been able to balance it perfectly 
myself. As bosses, we usually always jump in and pick 
up the pieces, so some days have been long and very 
trying at times. I do believe that this global crisis has 
definitely shown us auto recyclers just how important 
we all are to both the retail customer, small scale auto 
shop, as well as the big car dealership down the road. 
We know in this industry we were considered “essen-
tial” and at the end of the day, I believe that word itself 
shows just how important we really are.    

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

I had hope in our industry that we would come out 
of our low steel prices that we experienced in 2015, 
2016, and longer. I continued to purchase aggressively 
(beating out competition), while other yards were not 
buying at all; we continued to be a company our cus-
tomers could trust to still pay the current market rate 
on their vehicles and scrap metal. When the market 
increased consistently, we pieced out some volume, but 

not much. Toward the end of 
2020, we were able to unload 
significant volume, therefore 
definitely generating some 
more money with which to 
purchase new vehicles. This 
was a huge achievement in my 
eyes, as we had been able to 
hold out on selling while we 
were still buying quite of bit of 

volume (“money going out but not enough coming in” 
philosophy). 

Ultimately, we survived those low steel prices because 
we purchase scrap metal and are also an automotive 
salvage facility. Quite a few scrapyards around us that 
only relied on the metals market folded. It was sad to 
see as many of these businesses were family-run for 
quite some time. I am thankful for this accomplish-
ment, as it was trying at times, but we made it through 
and were able to achieve success.      

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

We always donate vehicles for extraction exercises to 
local fire departments and police departments. We also 
donate vehicles that were in accidents due to texting 
while driving, etc. to local high schools and companies 
that want to get their drivers and/or students informed 
of the repercussions of being distracted drivers. We also 
donate to many charitable organizations within Beaver 
Dam, as well as Dodge County (the city & county of 
our business).

See more photos of Wally’s Auto on page 66.
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Sandra Adams
Manager
Cocoa Auto Salvage
By Sandy Blalock

Sandra Adams began her career in auto recycling as a 
title clerk at Cocoa Auto Salvage. Having previous 

experience working for the Department of Motor Vehi-
cles (DMV) gave her a good background for the posi-

tion. A few years later she 
moved into the accounting 
office and was given 
Cocoa Auto Salvage’s 
bookkeeping to learn. She 
noted, “this training could 
be compared to a college 
curriculum!”  

Eighteen years later and 
Sandra still feels blessed to 
be a part of the amazing 
team at Cocoa Auto Sal-
vage. She worked for 10 
years as the bookkeeper 
and would later start 
learning about proce-
dures and processes. She 
attended seminars and 
tried to absorb all the 
information she could 
learn about this awesome 
industry.  She soon found 
herself moving out of the 
bookkeeping and into the 

production side where she soon became the production 
manager. After a few years of experience as the produc-
tion manager, she quickly moved up to the position of 
manager of Cocoa Auto Salvage, managing her amazing 
team of 20 people.

Sandra wants women to know that you can work in 
our industry without a great deal of knowledge of auto 
recycling because of the changes in the industry software 
that allows anyone who can type to sell or lookup parts 
for customers, all the while learning what those parts are 
and intuitively understanding customer needs.

“When I first started, I was a bookkeeper – not even on 
location, we had one salesperson and a driver who were 
female,” Sandra says. “Back then I rarely spoke with cus-

tomers, only to the bookkeepers.” She said that even now, 
some of the customers are still condescending because 
she’s a woman. She still feels some men do not want to 
speak with a woman for a resolution.  

“The Cocoa team is great, as they all work together 
to solve all problems for which I’m extremely grateful,” 
Adams says. She can only recall having a couple problems 
with former employees who were not a fan of a woman 
in her management position.

Sandra shared that the highlight of her career in auto 
recycling has definitely been watching the company grow. 
“We have an amazing leader who has led her team to 
grow the company in so many ways.  I have learned so 
much about the industry in the past six years that I could 
never have envisioned when I took a job with this com-
pany 18 years ago.”  Shan McMillon puts the employ-
ee’s safety first and foremost, assuring that Cocoa Auto 
Salvage is one of the top tier professional auto recycling 
facilities not only in Florida but nationwide, and is rec-
ognized as a Gold Seal Certified Automotive Recycler by 
ARA. 

“I have worked for Shan for 18 years. She is a great 
leader. Shan has encouraged and put trust in me that has 
allowed me to grow to be where I am today,” Adams 
says. “She works hard to make sure that our team has the 
tools they need to complete their job efficiently and effec-
tively. She spends time mentoring and supplying me with 
resources to help me do my job and educate myself. Shan 
truly loves this industry and what she does, and her pas-
sion is contagious.” 

So what does Adams feel women have to offer the 
industry? “Leadership. I believe that women have natural 
instincts and have the ability to balance compassion and 
intensity. I personally think we are a little more organized. 
Organization, is important to maintain all of the com-
pliance record keeping in this industry while juggling the 
everyday challenges in our fast-paced business.” 

Adams added that women should not feel that they 
are working in only a man’s world. She personally strug-
gled with this after she left her comfortable bubble of 
bookkeeping and ventured into supervisory roles prior to 
management. Her advice to women who might consider 
an auto recycling career, “Do it! This is a very rewarding 
industry, not limited to men. Find a mentor who is willing 
to teach you. Start out in a sales position if the oppor-
tunity presents itself. Tour the other departments and 
understand what it takes to make those sales happen.  
Women can succeed and even lead in this industry.
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Women In the Industry: 
Making An Impact
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Michelle Smith
Plant Manager
LKQ Pick Your Part - Southeast 

Michelle Smith 
didn’t always 

want to work in the 
auto recycling industry. 
Rather, her career was 
in retail. She moved to 
North Carolina and 
started worked at LKQ 
in 1994. 

“I did title work and 
inventory,” Smith says. 

“Eight years later LKQ purchased the business and I stayed 
on with them and quickly advanced to management. I am 
proud of the work I do – being able to answer questions 
about parts and helping customers to find what they need 
amazes them that a lady knows so much about cars.

The lessons Smith has learned throughout her time 
in the industry include learning a lot about car parts, 
learning the value that a vehicle has after it is brought 
from LKQ and understanding the process of harvesting 
the vehicles properly to make every part turn into money. 

So what advice would Smith give to other women 
entering the industry?

“Take your job to heart. Be proud of what you can do 
and teach others what you know and be willing to learn 
from others,” Smith says. “Work with your employees 
and don’t be afraid to get dirty with them when they need 
help. They will appreciate you more.”

Katie Kinnard
Welder Fabricator
SAS Forks, LLC

Katie Kinnard always wanted to be a 
cosmetologist through high school 

and after she graduated she had her 
first son. “I wanted something more 
to provide for my family so I became a 
welder,” Kinnard says. “About two years 
ago, a friend of mine worked at SAS 
Forks and told me that they were hiring. 
That’s how I got my current position.”

Kinnard’s career path started about 
13 years ago, her oldest son was going 
into school and she wanted to provide 
better for her family. When Kinnard first started welding 
at a different company, she had no experience. On her 
third day of working, she was told by a male coworker 
to ‘go home’ and that she ‘shouldn’t be in this workforce’ 
which only pushed her further to show that she could do 
it despite his comments. 

“I had no experience. But, I worked five years into 
welding and worked my way to becoming a leadman and 
then a foreman,” she states.

“After my last pregnancy, I took a year off of work to 
collect my thoughts and to decide what I wanted to do 
in life. And that’s where I decided I just wanted to weld. I 
take pride in what I do.”

“It hasn’t been an easy road to get to where I am. You 
get a lot of pushback from the men that work beside you, 
but you just have to make sure you’re proving it to your-
self and not them,” Kinnard says. “I’m proud of myself 
for following this dream and for never letting negative 
comments stand in my way.”

So what are the three big-
gest lessons Kinnard has 
learned during her time in the 
industry? 

1.  Safety should be your #1 
priority. You want to go 
home to your family. 

2.  Be comfortable. When 
you’re welding, you have 
to be comfortable. 

3.  Be proud of what you’re 
putting down as your 
work. When you’re done 
welding, look it over. 
I always double check 
everything that I do. 
The next person that 

looks at it is going to see you in your work. You’re the 
face behind your work. You want to be proud of what 
you do.

She also advises women interested in the industry to 
develop tough skin. “In this industry, that means setting 
boundaries. Set the line of comfortability. Talk to that 
person before it goes too far. Better to do it one on one,” 
Kinnard says. “Men in this industry don’t always have 
a filter so it’s a good and a positive thing to make them 
aware of the weight of their words. Mutual respect goes 
a long way.”

What makes Kinnard really excited about the future 
of this industry is the upcoming generation of women 
coming into this industry. “When I started there were 
two women out of 3,000 men that I worked with so it’s 
nice to see new faces coming through and younger faces 
– women that know that they can do this job,” Kinnard 
says. “I come into work every day and I’m proud of  
what I do.”
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Michelle Safieh
Owner/Operator
Elite Auto Recycling

Michelle Safieh first started in the auto recycling 
business about 10 years ago as her husband had 

been in the industry since he was a baby in diapers. Most 
recently she and her husband purchased the current loca-
tion of Elite Auto Recycling five years ago to continue his 
family legacy, but also for their children’s future. 

“We have put into our little place a lot of hard work, 
sweat and tears to make Elite Auto Recycling what it is 
today,” Safieh says. 

The industry is ever-changing which means the Safieh’s 
business is required to also change with the times. 

“We are a small location with less than 10 employees 
but we work hard every day Monday to Saturday to 
grow our business,” Safieh says. “We have a lot of loyal 
local customers who have been coming to this location 
for more than 30 years.” 

Rebecca Skowyra
Sales and Marketing
Recore Trading Company

Rebecca Skowyra is slightly 
embarrassed to admit it, but 

when she first started at Recore 
Trading, she did not know a single 
thing about converters or even 
automotive recycling.  

“I have learned so much now 
and it’s always a bit satisfying 
when I get to be the one to teach 
some of the yards about converter 
processing and the importance of 
selling direct,” Skowyra says.  

 Part of Skowyra’s job is building 
relationships with salvage facilities 
and getting them top dollar for 

their converters. What she has found interesting is how 
so many yards do not know to sell direct to the converter 
processor. 

“I get to teach them about the process and tell them 
how much more money they will make. I never in a mil-
lion years thought I would ever teach any man about 
anything automotive related!” Skowyra says. 

During her time in the automotive recycling industry, 
Skowyra has learned to not assume people know what 
you are talking about. 

“There have been plenty of occasions where I have 
been talking to yards about selling direct and being paid 
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Today, as a member of ARA, Safieh has stepped up her 
company’s requirements to meet today’s standards and 
continues to do so. 

“The advice I would give to other women is that any-
thing is possible – as my dream to own and operate an 
auto recycling facility came true, so can theirs with hard 
work and dedication,” Safieh says. “There are no limita-
tions and I think women deserve more recognition in the 
industry.”

based on assay – and some of the facility personnel did 
not know what assay meant or that they could sell direct 
to the processor,” Skowyra says. “As I mentioned before, 
I knew nothing about anything automotive related when 
I first started. So I thought everyone would know what I 
was talking about when I called them.”

“I’ve also learned that there is a lot of competition in the 
industry. A lot of our suppliers say they have buyers calling 
them nonstop. So I learned that it’s important to keep track 
of the markets and to not keep our suppliers waiting.”

Before Skowyra started working for Recore Trading, she 
worked as a medical coder – a female-dominated industry. 
It has been interesting for her to see the differences between 
working with all women versus working with mostly men.  

“It was a little intimidating going in and having to be 
taught everything from my peers. I didn’t want to come off 
as weak. But my coworkers at Recore were very patient 
with me,” Skowyra says. “They were lighthearted about 
any mistakes I made as I was learning, and they are always 
willing to help.”

 Outside of the co-worker experience she was nervous 
about calling some of the men in the industry (again, she 
didn’t want to come off as weak). But she realized they did 
not care that she was a woman so that settled the nerves.

“At the end of the day, they just want to make money 
and they don’t care if it is a man or woman who get them 
it. It is exciting to teach the guys about new technology 
or revolutionary methods. More recently, I had to inform 
some of our new suppliers about our enclosed system, and 
how that will increase their profits even more! Some have 
never heard about it. So it is very fun and exciting to be 
the one teaching them!”
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Mitzi Waterbury
President
Sandhill Auto Salvage 
By Sue Schauls

Stepping into the family business by marriage is 
always a challenge as many women in the industry 

know firsthand. Sandhill Auto Salvage was born out of 
the desire to offer better parts and better prices to local 
parts customers in Iowa. Over two generations, Sandhill 
built an excellent reputation by focusing on those goals 
daily. Owners Mike and Mitzi Waterbury are a husband 
and wife team that bring hard working family values to 
work every day. They are hands-on working along with 
the rest of the Sandhill team to offer guidance and focus 
on what Mitzi says is “the most important parts of our 
company; our customers, our parts and our staff family.” 

Surprisingly, the best use of Mitzi’s social work degree 
is providing legendary customer service to used auto parts 
customers. That experience also helped shape the automo-
tive salvage business as Mitzi carried that philosophy to 
the human resource side of the business, providing a ben-
efits package to employees. Taking care of the team that 

cares for the business is important. 
“Our entire team works together 
to ensure that no detail is over-
looked when it comes to our 
customers and our parts,” Water-
bury says. 

The advice Mitzi offers others 
is that maintaining the profes-
sionalism as auto recyclers will set 
you apart from the competition 
and help to quell the stigma in the 
industry. 

“Understanding that customers 
are reaching out to you to solve 
a problem with a vehicle or to 
complete a repair job is an oppor-
tunity to provide customer satis-
faction, so Sandhill Auto Salvage 
does everything in their power 
to make the parts buying process quick and pleasant,” 
Waterbury says. “Offering quality parts with a warranty 
is too. Like any profession, as auto recyclers we must 
stand behind the sale with outstanding parts warranties 
and follow up customer service. It is not about selling a 
part, it’s about gaining a lifelong customer.”
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Rhonda Fanning
Co-owner
43 Auto Salvage

In 1977, Rhonda Fanning’s husband wrecked her 1968 
Opal Cadet and the couple bought a complete car to 

repair it.  
“My dad told us we should do this and save some 

money since he was a novice body man and mechanic 
(really a minister). One car leads to two, three, four, and so 
on, much like many other yards’ humble beginnings. After 
that we started a body shop, then 
small salvage facility, which grew 
into today’s larger yard.  I left my 
design job to join my husband in 
1979 and he told me, ‘You can’t do 
this type of work because women 
don’t do this.’ I told him I was 
pretty sure I could!”

Fanning’s most unique role in 
the industry was probably being 
the only female salvage buyer  
back when she faced hurdles  
from every angle.  

“Auctioneers would ignore 
my bid, use me as the auctioneer 
entertainment fodder, and other 
buyers would ask me why I was 
there and if I knew what I was 
doing,” Fanning says. “Sometimes I didn’t, but I never 
admitted it because I figured they learned the same way 
I was learning. I am most proud that I did not let the 
naysayers keep me out of an exciting business. I learned 
quickly that even though those in charge wanted to shut 
me out because I was a novel threat to the guys, that 
money would talk! Good business acumen with the right 
funding will win every time. The industry finally had to 
let me play when I could pony 
up the most money for their 
product. Money was the tool 
that finally leveled the playing 
field for me.”

Through her experience in 
the auto recycling industry 
Fanning has learned that, first 
and foremost, a woman must 
know what she is worth in any 
industry. 

“One very snowy morning 
all five yard guys called in saying they couldn’t get to 
work because of heavy snow. I made it in my 2WD and 
was the only one in the office, as well. A tall imposing 
cowboy customer came in with his big boots and hat 
looking for truck parts. I gave him the price quote,  

but he wanted to see the truck first,” Fanning says.  
“I explained that I couldn’t leave the office to show him 
otherwise no one would be in the office to answer the 
phone. He insisted, but I kept refusing. He finally said, 
‘Little lady, I am going to go run some errands and when I 
come back maybe one of the men will be here that knows 
something, and we can make a deal.’ I politely walked 
from behind the counter to meet him head on. 

“Sir, run your errands, then come back. You will have 
to deal with me now or then because if the guys do come 
in, I am going to fire them for not coming to work in the 
first place.’ His expression and stammering were priceless. 

He did buy the parts.”
Fanning points out that the 

biggest hurdles for women in a 
male-dominated industry is often 
themselves. “Think you can and 
then go for it! And regardless of 
your position in this industry, 
owner or employee, dedication 
and work ethics are the key as in 
any other industry,” Fanning says. 
“There are resources out there to 
teach you the trade, but you bring 
the work ethic and dedication to 
the table. Always think bigger than 
you think you can do. Ask tons of 
questions, learn from the best, and 
jump in. Don’t be afraid because 
you have little to lose!”

Fanning admits that she would love to have entered this 
industry at today’s level of acceptance. Where money was 
the leveler between the sexes when Fanning started in the 
industry, today it is the Internet. 

“Women have all the same exposure to buying, 
selling, and all business interactions as men through 
the Internet,” she says. “The type of industry is not as 
important as how you present and sell yourself to that 

industry. I think today, with 
all the new technology in 
automobiles, a woman would 
benefit from training on what 
a recycler will be facing with 
the new hybrids and electric 
vehicles. If she excels quickly 
on the new electric car front 
she can be way ahead of the 
game, regardless of gender.”

Fortunately, Fanning’s 
advice for a woman today 

going into the salvage industry would not be any different 
than going into any other industry.  

“Those of us that trailblazed the way years ago, along 
with national changes, made it easier for woman today. 
Just bring your best stuff and you can do it.”
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The industry finally had to 
let me play when I could 
pony up the most money for 
their product. Money was the 
tool that finally leveled the 
playing field for me.
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Amanda James
Manager (by end of 2021)

Empire Abbotsford Recycled 
Auto & Truck Parts

Amanda James has always wanted to work for her 
family’s company, however she never had any back-

ground in the automotive industry. Five years ago, when 
she got an opportunity to work in the facility, she immedi-
ately said “yes.”

“When I started, I knew very little about car parts.  
I started in the back inventorying cars, processing vehi-
cles and then pulling parts,” James says. “I knew in order 
to make my way up in the company I had to know all 
aspects of the yard. I had to work harder than all the guys, 
in order to gain the respect and prove that even without 
background experience, with hard work and determina-
tion, I can make my way up to the counter, and down the 
road I can one day run the place.”

James has recently been accepted into B.C. Automotive 
Recyclers (B-CAR) Executive Committee, to follow her 
father’s footsteps. In 2013, her father, Neil James, Empire 
Abbotsford’s President received the inaugural Green 
Leader Award from the City of Abbotsford and the Rotary 

Club for his work in creating the policies and procedures 
that were used by the B.C. Automotive Recyclers (B-CAR) 
as their basis in developing an Environmental Code of 
Practice that was completed in 1995.

“Being a woman and the youngest of a crew of grown 
men has been a challenge, learning each personality and 
how to work with each individual 
has been an obstacle,” James says.  
“I have had to learn to not take  
anything personally. My advice  
is to take all advice you are given.  
I have learned to desensitize myself to 
criticism and only filter through the 
positive advice in order to gain more 
knowledge. You need to have thick 
skin. Working in an environment 
where the men are tough on you, in 
my experience, is the best thing for 
your ego and career, in making you 
stronger.”

So what is James most excited 
about in the future? “I’m excited to 
start running the store, changing the 
way men see women in this industry. 
I have big shoes to fill following my father’s footsteps, 
and I will stop at nothing, until I have achieved that.”
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Becky Berube
President 
United Catalyst Corporation

Becky Berube co-founded United Catalyst Corpo-
ration nearly 30 years ago with her husband, Tim 

Berube. The company offers the industry global pro-
cessing and refining services for their scrap catalytic 
converters, oxygen sensors, electronic control modules 
(ECUs), and hybrid batteries. 

“In truth, as a young woman in my twenties, I was  
not drawn to recycling. I was an accountant for a mutual 
fund company in Boston. My path was a winding 
one, like many women, with seasons in and out of the 
industry. I always maintained a financial role in our  
company until I left to work for a global refiner,”  
Berube says. 

In 2011, Berube began traveling North America to 
work with recyclers and everything changed. It was then 
that she truly began to understand the auto catalyst recy-
cling supply chain and developed a passion for helping 
recyclers get the most from their catalytic converters 
with the scientific method of determining the precious 
metals content inside of them, a process called assay. 
Two years after serving in this role, she was hired back 
to United Catalyst to serve as its President, and brought 
assay-based selling directly to automotive recyclers with 
100 or more converters to recycle.

Becky is not one to sit still. Along with president of 
UCC, Becky also adds to her leadership in the industry 
in the following roles: Immediate Past President of the 
International Precious Metals Institute; Member of the 
Automotive Recycling Association’s (ARA) Educational 
Programming Committee; and Member of the Institute 
of Scrap Recycling Industry’s (ISRI) Auto Recycling 
Committee. 

 There are many aspects of the company’s program 
and Berube’s role in the industry that are unique. First, 
at United Catalyst Corporation all converters are sold 
on recovery or assay, they do not purchase whole-units. 
They believe this is the best process and the only way to 
recycle converters. 

“Second, our process is completely scientific, and our 
results are validated through a third-party end-refiner 
or laboratory. Third, I am very proud of our ethical and 
internal processing standards which make us balance all 
the weights in and out of our facility for each recycler lot, 
and do not allow for dust loss or assay skimming which 
takes away money from the recycler,” Berube says. Finally, 
United Catalyst’s program is easy and accessible to all recy-
clers regardless of their size with the same scientific pro-
cess. You only need 100 converters to sell on assay.

 “I think my role as one of the first female presidents of 
a recycling company and an international association has 
been unique, but thankfully, it is becoming less so. I stand 
side-by-side with so many great women in our industry, 
Robin Wiener, Sandy Blalock, Fran Reitman, Gloria 
Mann, Shan McMillon, Natalie Miller, Theresa Col-
bert, Amanda Zmolek, Kim Glasscock, Jessica Andrews, 
Caryn Smith, all the ARA Staff, the Ladies of the Auto-
motive Recycling Association (LARA), and ARA State 
Association Directors,” Berube says. “Forgive me if you 
are reading this and I left your name off. These are the 
women that I travel and work with most of the year.”

Ten years ago, Berube was the only woman in her 
own organization. Today, she is proud to say that six out 
of 10 people in her office are women: Rietje Lulsdorf, 
account executive; Matelyn Harris, senior customer 
success rep.; Angela Samuel, staff accountant; Kaleigh 
Davidson, customer success rep.; Elaine Berube, lab 
assistant; and Summer Cooper, office administrator. 

“I am very excited about the future of our industry 
for everyone. I believe the recovery of critical technology 
materials from automobiles is on the rise for the foresee-
able future,” Berube says. 

“I believe the future of auto recycling will be more 
complex but present greater opportunities. I believe 
young professionals have a great career ahead of them in 
this industry. Most of all, I have learned from Winston 
Churchill and Ken Blanchard that it is always too soon 
to quit, and that none of us is as smart as all of us.” 
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Janice Schroder
Vice President of Marketing
Car-Part.com 

As a teenager, Janice Schroder was often visiting local 
“junk yards,” as they were called in the day, looking 

for car parts for her ‘64 Buick Wildcat. Her “gearhead” 
friends and Janice would make a weekend of fixing  
their cars. 

“By buying those less expensive recycled parts, we’d 
have some money left over for beer, making the tasks at 
hand much more enjoyable,” Schroder says. 

In 1996 Schroder became involved with the auto 
recycling industry on a different level. Management sys-
tems were proprietary, so recyclers on different systems 
couldn’t view each other’s inventory, making trading 
parts prohibitive. 

“Our brand new company, Car-Part.com, came up with 
a solution. We loaded inventory from various manage-
ment systems onto the web, and created a platform where 
recyclers could trade with each other independently of 
management system constraints,” Schroder says. 

Attending trade shows, Schroder learned a lot about 
recyclers. Made up mostly of family-run businesses, 

they were “down to earth” 
people who she quickly 
developed a deep respect for. 

“It was a pleasure to offer 
software that helped them 
become more productive 
and profitable,” Schroder 
says. “Female mentors were 
pretty much nonexistent. 
I found the skills I devel-
oped long ago hanging 
with my ‘gearhead’ friends, 
which helped me feel fairly 
comfortable within this 
male-dominated industry. 
You can always dig back into your past to deal with 
what’s thrown at you now, or in the future.”

When asked what advice Schroder would give other 
women in the industry, she says, “Don’t focus on being 
one of a small group of women. People are people, the 
industry simply resembles life. Make the best of your nat-
ural skills, listen and learn, consider others’ perspective, 
be respectful and empathetic, try to solve problems in 
lieu of complaining about them, and focus on doing your 
best. And if all else fails, sit back and enjoy a beer.”
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Jen Wilson
Owner
Jencey Consulting

Jencey Consulting provides training and consulting on 
Pinnacle Professional and speak on business topics at 

industry conferences. “As the owner, I had no idea where 
I’d end up in this industry. I bought parts from a salvage 

yard in high school when I bent 
a wheel, but did it on the advice 
of my shop teacher, as I took 
auto shop for basic vehicle main-
tenance,” Jencey (Jen) Wilson 
says. “Evidently it was a pre-
cursor to future events.” 

Wilson was initially hired 
by Actual Systems of America 
(ASA) to do installations and 
training for their Pinnacle 
Classic product. She always felt 
there was a need for a better 
way for users in the industry to 

have some focused time learning their systems and so she 
decided to pursue those avenues. 

“I built a training and consulting business, established in 
2006, to help new hires and established yards gain more 
from their yard management system. Along the way I’ve 
been able to help some software vendors train their new 
customers and I’ve also made plenty of good relationships 
in this industry where I get invited to speak at state confer-
ences, ARA and URG,”  Wilson says. “Basically, just as our 
industry has its own unique niche I made one as well.”

In fact, being able to use the knowledge she’s acquired to 
be considered a ‘fixer’ at the user/software intersection has 
allowed Wilson to be able to help individuals and yards 

IN
D

U
S

T
R

Y
 P

E
O

P
L

E

Angelimar Abreu
Assistant Manager
LKQ Pick Your Part

LKQ Pick Your Part’s assistant manager Angelimar 
Abreu never imagined that she would be working in 

this industry and actually enjoying it like she does. 
“I got to my current position by working hard, chal-

lenging myself every day, learning and absorbing every-
thing anyone wants to teach me,” Abreu says. “I also take 
advantage of every opportunity I get.”

For Abreu, her career path has looked like a “surpris-
ingly fun and big gift” full of many different kinds of 
obstacles that she’s been able to overcome in a lot of dif-
ferent areas of her life. “I don’t consider I’ve done anything 
unique… yet. But I am proud of everything I’ve accom-

plished so far personally and with my team,” Abreu says. 
“I’m always aiming for more!”

“Working hard and always enjoying what you do pays 
off,” Abreu says. “And remember, not everything is black 
and white, there’s always more colors and options.”

Abreu also says one of the largest obstacles women in 
the automotive recycling industry face is fear and paying 
attention to the bad comments or vibes, which isn’t going 
to take you anywhere. She says it is important for women 
to never pay attention when someone tells you that you 
won’t be able to do something just because you have never 
done it before or for any other reason. 

“It feels so good to prove them wrong and also to your-
self,” Abreu says. “I get excited every day. I think it’s also 
exciting knowing that there are so many women interested 
or open to learning different things in this industry and 
keep growing.”

make the most of their businesses by finding those efficien-
cies with their YMS system. 

“The thing I’m most proud of is the growth and sustain-
ability that has been created in many of my clients’ busi-
nesses where I got to play a small but integral role in their 
success,” she says.    

She also always longed for a culture and industry that 
accepted her for who I am, quirks and all, and the automo-
tive recycling industry was it. 

“We are an ‘industry full of stubborn people and we are 
all right’ is one of the phases I say to clients and others, and 
frankly – we are,” Wilson says. “There are so many smart 
and talented people – from part pickers to the big boss – 
that it is fascinating how everyone’s business has grown 
with each facilities unique culture.”

Advice Wilson gives other women entering the industry: 
“Tough it out! There will always be the initial barriers to 
prove oneself – it happens everywhere a woman goes. Just 
know that if you make it through the initial growing pains 
– your gender no longer matters – you are a voice like any 
other person and you have a place like everyone in this 
eclectic group of characters,” Wilson says. “There is value 
in knowing that you can have a place and not be judged 
based on gender.” 

“This will accelerate as younger generations take over 
businesses, those ‘bromance’ relationships dissipate and 
women have a stronger stance. They will no longer be rele-
gated to the sidelines or a desk job,” Wilson says. “We run 
businesses. We tend to be rather process driven and analyt-
ical in nature where, despite the stereotype of the ‘emotional 
woman,’ auto recycling is already uniquely passionate and 
women can often be a calming force. It’s finding facilities 
that embrace what women bring to the table and finding a 
balance to those contributions. It is not a man’s world by 
default – it’s OUR WORLD and we all make it what it is – 
so stand up and stay strong.”
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Dee Adkins
Sales
M&M Auto Parts

Dee Adkins has been a part of 
the M&M Auto Parts team for 

over 35 years, starting from when she was still in high 
school. “I didn’t yet have my driver’s license so I actu-
ally rode here on a school bus, which dropped me out 
front. I had to run in here without being caught, because 
apparently you weren’t supposed to be dropped off in the 
middle of Route 1,” Adkins says. 

At the time, Adkins was the only person to apply for her 
entry level position so she got the job. “I applied wearing 
a dress but soon found out that I didn’t need that dress 
because it was all men, all day, every day,” Adkins says. 

At the time, in the Washington, D.C. area, there were 
only four to five women in the industry. 

“The guys gave me a hard time, a really hard time. But 
Mrs. Morrow, who was an owner, didn’t put up with a 
lot of stuff from the men or from customers who treat the 
women here in the wrong way. Eventually they became 
my buddies and my friends.” 

When Adkins began at M&M Auto Parts she knew 

very little about the industry. She had learned about cars 
from her dad who would have Adkins change parts as 
needed on their automobiles. “I would help with brakes 
and he made sure I knew how to change a flat tire, drive  
a stick shift and get around on my own,” Adkins says. 

“We recycle everything at M&M and although now 
recycling is now considered ‘cool,’ I’ve been a green  
collar worker since 1985. 

Working here has been quite exciting. I never intended 
for this to turn into a full-time job, but I’ve stayed here 
because of the people I work with. Everything I have is 
because of this place. I’ve been able to do everything I’ve 
wanted to do here. It’s never a boring day at M&M.”  

This interview was 
transcribed from a 
“Totaled Treasure 
Employee Highlight“ 
video from M&M 
Auto Part’s episode. 

See it in full at  
www.youtube.
com/c/Totaled 
Treasure/videos.
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Justin Eves, manager at U Pull and Pay, as 
well as a board of director at Colorado 
Automotive Recyclers Association, knows 
how automotive recyclers have to get 
creative in operating a business efficiently 
to contribute to a company’s bottom line. 
In his 2020 virtual talk at ARA’s EDGE 

2020, he goes into detail on “Sales in Self Service,” sharing 
ways he has discovered new business with outside the box 
thinking.

Customer Types 
When starting any conversation about sales, Eves 

likes to begin by highlighting the various customer types 
within the automotive recycling industry. Overall, U Pull 
and Pay has gathered key demographic information on 
general customers and have learned that approved 82% 
of customers in the automotive recycling industry are 
male; 17% are female; 30% have some college experi-
ence and 30% have earned a bachelor’s degree, and the 
average age is 43. 

As far as the type of customers that engage with auto 
recyclers, these include: 

B2B, Reputable Mechanics Shops: These are the indi-
viduals coming into shops knowing the business inside 
and out. Their needs normally consist of speed and effi-
ciency. They want to get in and get out and have few prob-
lems. They also most likely will join a business’ rewards 
program. At the end of the day, unless you’ve done some-
thing to completely alienate them, they will want to come 
and shop from you, especially if you don’t have a ton of 
competition in your general area. 

DIY or Hobbyist: These are customers that have dif-
ferent needs. They have to have the information and 
comfortability to want to come to your establishment 
and shop. That’s why you need to have strategies in place 
to bring them in the door and help them understand the 
service and value you provide the industry. 

Shade Tree Mechanics: These individuals come out 
and shop for other individuals. They are familiar with 
your facility. And they know what they want to accom-
plish and auto recyclers should not get in their way. 

Exporters: These are individuals there a few times a 
year for large volume purchases such as glass, rack and 
pinions, and brake hydro boosters. 

How to Engage Customers
In the past, discussions surrounding the best ways to 

market to customers focused on such avenues as radio 
and television advertising. While these techniques still may 
work for some automotive recyclers, the future is in digital 
marketing. 

 As Eves explains, digital marketing includes a com-
pany web site as well as social media. In addition, digital 
marketing also involved behavioral targeting and geo 
fencing, which allows an auto recycler to direct market to 
customers when they are onsite at your facilities in order 
to drive revenue growth. Loyalty programs also are strong 
marketing tools as they offer incentives for returning cus-
tomers via email and SMS notifications. 

Website: These days nearly everyone uses a mobile 
device. As a result, today’s web sites must be mobile 
friendly. In regards to the site traffic at U Pull and Pay, 80 
percent of the site visits originate from mobile devices. 

OUTSIDE THE BOX
of SALES in
SELF-SERVICE

Building the bottom line with targeted ideas..
By Maura Keller

This information 
was originally 
presented by 
Justin Eves at 
the 77th Annual 
ARA Convention 
& Expo’s “EDGE 
2020” virtual 
event.
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A well-functioning web site for an automotive recycler 
should showcase facility information including a yard 
map, store hours and location, and facility rules and poli-
cies. “If you have a well-structured, easily navigable yard, 
it’s important to share it on the web site to alleviate some 
of the concerns of self-service customers,” Eves says. “It is 
not only a safety concern but also a way to further provide 
solid customer service.” 

And remember that the automotive recycling industry 
is very unique. The multi-facets of the business and the 
various elements being dealt with on a regular basis 
require facility rules and policies be put in place. This not 
only protects a business and its employees, but it ensures 
customers are not being put in harm’s way, as well as 
improving loss prevention processes. 

Another key attribute of a web site should include 
inventory. While some recyclers are concerned that once 
they post their inventory online, walk-in customers will 
go away. However as Eves explains, we live in a genera-
tion where consumers are looking for information. And 
while you may alienate some of those who are more apt to 
simply walk into your facility and make an impulse pur-
chase, at the end of the day, you will bring in a lot more 
customers, allowing you to increase your percent pur-
chased dramatically.

“These customers know what they want, they know the 
vehicle is there, and they know what they are looking for,” 
Eves says. “While you may have less foot traffic you will 
have more determined buyers because they know what 
you have.”

When including inventory on a site, remember the more 
detail the better and be sure to include ample images to 
help customers see what the condition of the item is. This 
is going to go a long way into bringing in customers as 
they will know you have the car they need. 

Social Media: Some key things to post on a company’s 
social media include inventory, sales, videos and photos, 
contests, humor, and bilingual posts. And be sure to post 
information weeks or months in advance. To help with 
this, it is vital to create a content calendar. 

“An important aspect of social media is consistency. Use 
the content calendar to be consistent and offer structure to 
your company,” Eves says. 

Behavioral Targeting: Behavioral targeting involves 
personalized marketing using consumer behavioral data. 
Marketing is changing and behavioral targeting is the 
future of marketing. In the past, marketing strategies 
relied on broad demographic targeting through radio and 
television. 

“While there was some data involved in this strategy, 
rather than throwing a broad net into a pond, now we are 
using real fishing rods and we are actually tracking the 
individual fish. It is a whole different thing in how we can 
market to the customer,” Eves says. 

The behavioral data collected includes searched key-
words, browsing and purchase history and customer loca-

tion based on IP. Depending on the apps being used, many 
consumers are giving full access to their information when 
using these apps. 

Geofencing: This is still relatively new but it involves 
the utilization of GPS and RFID to create a virtual 
boundary around a business. It is essentially loca-
tion-based marketing. Let’s say a customer has your app 
and they enter your facility. You can immediately do some 
direct marketing, including specific pop-up offers geared 
toward that customer that show up on their phone upon 
entering your establishment. 

Key geofencing applications include customer engage-
ment while at the facility, receiving instant customer feed-
back and offering exclusive pop-up sales that are tailored 
to each customer. 

“At the end of the day, we are always focused on 
improving our customer experience, so if you can get 
that feedback immediately after they’ve just been to your 
facility, it’s a great way to determine the areas of improve-
ment and put direct actions in place to improve the cus-
tomer experience,” Eves says. 

Loyalty Program: Loyalty programs are a key way to 
collect customer data. Of course any loyalty program 
relies on the procurement of customer data including their 
name, age, phone number, email address and location (zip 
code). If a customer is willing to provide their email, this 
allows an automotive recycler to deliver direct marketing 
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via email and SMS notifications. A loyalty program can 
drive foot traffic into your facility and also can allow the 
earning of rewards points that can help incentivize repeat 
business. 

“As they gain points it will be incentivizing the customer 
to come out and get more points or to spend those points 
at a facility,” Eves says. “There is not a lot of demographic 
data in our industry which is why is important for us, as 
an industry, to gather that data.”

Retail KPIs
Most automotive recyclers are tracking key perfor-

mance indicators (KPIs), but Eves points out the impor-
tance of understanding three main KPIs that every busi-
ness should be aware of. 

“We want to increase retail revenue,” Eves says. “So 
I always look at the number of admissions (the number 
of people who entered your facility), times the percent of 
purchase (the percentage of those people who actually 
purchased something) times the amount per transaction. 
I’ve been able to gain a lot of insight on my business by 
looking at these three aspects.”

To increase the number of admissions or the number 
of people entering your facility, branding and marketing 
techniques are required. Automotive recyclers also need to 
make sure they have the best inventory that not only gets 
customers in the door, but also results in a sale. 

To increase the percent purchased it is important to 
have that detailed inventory online. Customers will be 
coming out on a mission to purchase the parts they have 
seen on the online detailed inventory. 

And how can auto recyclers improve the dollar amount 
per transaction? One key way is associate training and 
making sure associates are charging for all the parts 
appropriately and correctly. This means the associates 
need solid parts knowledge. Eves suggests using a wheel-
barrow test filled with various unique parts to help train 
associates to be educated about differentiating these 
unique parts and charging the appropriate amount. Or do 
a parts test with associates reviewing photos of various 
parts and trying to identify them. 

Another way to improve the dollar amount per trans-
action is in the area of loss prevention. It is vital to have 
retail checklists in place to avoid such things as fictitious 
returns and voids. To help offset any loss prevention, Eves 
recommends implementing controls such as daily cash 
reconciliations and daily returns checklists. 

Customer Service
Exceptional customer service can also affect the three 

main KPIs identified above. It’s important to remember 
that new customers are easily intimidated by the auto 
recycling industry. That’s why recyclers need to thor-
oughly explain the process and gain the trust of these new 
customers. Associates should take the time to explain the 
facility and your processes to new customers who walk 
through the door.

“A great customer experience is what is going to make 
or break your business at the end of the day,” Eves says. 
“Word of mouth is key as is having a strong reputation 
within the community. Represent yourself professionally.” 

In addition, inventory accuracy, yard housekeeping and 
safety also can affect the customer service experience and 
need to be “top of mind” for all employees at a company. 
“I focus on having good housekeeping in the yard by 
eliminating trip hazards and making sure we have a clean 
environment for injury prevention,” Eves says. 

And as with any industry, there are many times you or 
your associates may have to deal with difficult customers. 

“We find ourselves negotiating a lot. There are obviously 
tons of different makes and models of the products we 
have. When any issues arise, we focus on deescalating these 
types of customers,” Eves says. “I recommend approaching 
these customers in a professional, calm manner in order to 
not damage the word of mouth reputation.” 

Industry Branding
Every facility needs to help brand the automotive recy-

cling industry. As Eves explains, as being essential mem-
bers of our communities, auto recyclers are environmental 
stewards, recycling educators, and we provide low cost/
high value ROE® to customers. 

“We also provide vehicles for training of first responders 
though Jaws of Life programs,” Eves says. “We are inno-
vative, creative and a sophisticated multi-faceted industry. 
From the retail to operations to commercial aspects of 
the industry, there are so many things we have to focus on 
each day. It’s very impressive and should be communicated 
through the industry’s brand.” 

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.

To increase the percent purchased it is important to have that detailed 
inventory online. Customers will be coming out on a mission to purchase the 

parts they have seen on the online detailed inventory. 
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      Recycler to Watch  
Amber  
Kendrick

Pete’s Auto Parts was founded by  
my grandfather, Pete Elenbaas.  
My grandpa Pete was farming on 
this land, and struggling to make 
ends meet, so he started towing at 
night while farming during the day, 
and he ended up with a motley col-

lection of cars from his towing operation. He got into 
the salvage business because he had these unwanted 
vehicles and people kept coming around trying to buy 
parts off of them, but he continued towing for years. 

Eventually the vehicle business took over the farm, 
and the yard took over the towing. My dad, Ron 
Elenbaas, bought the business from him, and I bought 
it from my dad. I had the pleasure of working with 
my grandpa Pete for many years before his passing 
this last October. We currently have 8 acres,  
30 employees and process 1,500 cars per year.

Like many in our business, I was born into it. But, 
there were some years where I didn’t want anything 
to do with auto recycling. I grew up working odd jobs 
at Pete’s Auto Parts, and I really didn’t latch onto any 

The owner of  
Pete’s Auto Parts 
has been a familiar 
face in the industry 
through the years.

We asked her to 
give us a run down 
on the business 
and introduce us  
to some of her  
team members.
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of them, so I didn’t think I had a future with the com-
pany. I was an English major in college and had dreams 
of writing; after graduation I got a job in condominium 
management and I fell in love with growing a small busi-
ness. I surprisingly enjoyed the accounting and budgeting 
side of it. It wasn’t long before I came into the family 
business in the office. 

As a woman automotive recycler, what about your 
career or your business are you most proud?

Implementing and then expanding paid maternity and 
paternity leave in my business made me extremely proud. 
We have someone out on paid maternity leave right now. 
I’m working on paid sick leave for 2022. I think I’m most 
proud of the way Pete’s provides employment – from 
our matching retirement fund program to our free health 
care, to the way we calculate bonuses. We try really hard 
to be a great place to work and to take care of people so 
they want to come to work and do their best. 

Who are your  mentors in the business who directly or 
indirectly impacted you during your career?

I’ve been so fortunate to have so many mentors in this 
industry. I had the incredible opportunity of doing some 
consulting work a few years back and I got to tour so 
many different yards. I met unique owners and oper-
ators and many of them opened their facilities to me 
and shared their best practices. I think it is so amazing 
and wonderful how people will help each other in this 
industry. The accountability groups I have been part of, 
led by Robert and Chad Counts and also led by Mike 
Kunkel, have been instrumental in my success over the 
years and have introduced me to countless heroes and 
mentors. I’ve always looked up to women in the industry 
and try to learn from them whenever I get the chance. 

What unique or significant changes have you made to 
improve your business and what compelled you to make 
these changes?

When I first bought the business in 2016, I ramped up 
production considerably, buying more cars, turning the 
inventory over faster. We did 2,400 vehicles in one year, 
on our 8 acres, up from 1,700 the year before I bought 
the business. But we found we were doing so much more 
work for not that much more money. So we scaled it back 
down, and evaluated where are we the most efficient, and 
where can we make the most amount of money. Instead 
of trying to process as many cars as we can, now we try 
to maximize profits. 

How has your experience as a member of the ARA and 
other industry organizations benefited your business?

I’ve always been a big believer in “better together,” 
because my dad taught me that our fellow recyclers are 
not our true competition, the aftermarket/remanufac-
turers/OEM are our competition – when recyclers are 
strong, we all win. That is so true in West Michigan. 
There are so many quality recyclers all servicing the same 
small area with less than a million people! 

I have learned so much from my fellow recyclers and 
much of it has been through ARA and other industry 
organizations. I love going to conferences and gaining 
knowledge from other operators, not just in the seminars 
but also in the hallways, bars and tradeshow areas. 

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

I am really blessed to have such an incredible team;  
I can really lean on my people. I have really strong man-
agers who have been in the business for a long time. One 
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THREE YEARS AGO:
Amber Kendrick with her 
grandpa Pete Elenbaas, 
founder of Pete’s Auto Parts. 
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thing we all value is time with family. No one at Pete’s Auto 
Parts works more than 50 hours a week. People regularly 
work 40 or 45 hour weeks, but it’s pretty rare anyone goes 
over that. 

When the pandemic closed down our front office and we 
were forced to do curbside pickup, we had pickup hours 
from 9am to 4pm. It worked so well to serve customers for 
those hours that we never went back to our old extended 
hours for the office, even when we reopened. We realized 
we didn’t really need to have people available for customer 
pickup from 7:30am to 5:30pm. There have been little 
blessings that have come out of the pandemic and that is 
definitely one of them. 

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

I am working to pay off the business. I am hoping to 
do that this year or next year. I also have a goal of hitting 
25% brokered sales. Pete’s Auto Parts has always been a 
“feeder” yard, about half of all of our sales are to other 
automotive recyclers, and our brokering numbers have 
always been low compared to a lot of other yards. The 
year before I bought the business we averaged 8% bro-
kered sales; we’ve doubled that now and brought it up to 
19%. We’ve broken into 20% but never hit 25% before. 
I would love to see a quarter of our business come from 
brokering.  

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

The year 2017 was full of painful but important lessons 
that have had ripple effects through the following years. 
We had a huge disaster at Pete’s in October of 2017, 
when a neighbor parked their vehicle on our property, 
and it caught on fire. It burned down one of our ware-

houses full of engines and transmissions. Although I had 
requested that exact building be added to our insurance 
the year before when I bought the business, the contents 
were added but the building was not. I unfortunately 
signed off on the insurance paperwork without reading 
the fine print and I missed that the building itself had not 
been added to the insurance. 

This was a devastating loss. We had to rebuild the 
building to uphold the terms of our lease to maintain the 
property, and you can’t just get a loan to build a building 
on property you don’t own, because you can’t use the 
property as collateral. As hard as the situation was, my 
team all rallied around and we found a way to get through 
the catastrophic loss of almost half of our engines and 
transmissions, which are our number one and number two 
selling parts, and we came out stronger on the other side. 

We have seen you transform personally in the last few 
years. What did you do to make changes in your life and 
how have they benefited you, and your work?

I was always a big drinker; I liked to think I worked 
hard and played hard. But in 2017 when we had that fire, 
I started using my drinking to try to cope with the stress 

NOW:
Amber with some  
of her sales team. 
Lindsey Rice (left) 
has been with 
Pete’s Auto Parts  
for two years and 
Jen Lila (center)  
for three years.

I can really lean on my people. I have 
really strong managers who have 

been in the business for a long time. 
One thing we all value is time with 

family.  No one at Pete’s Auto Parts 
works more than 50 hours a week. 
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I was experiencing; and when 2018 brought even more 
stress, I spiraled pretty hard into depression and anxiety. 

In July 2018, I quit drinking and right away a lot of 
things got a lot better, a lot easier, just because I wasn’t 
going through life with a hangover. But I was still physi-
cally and mentally sick. I was obese and a nervous wreck; 
I was estranged from my parents and struggling with 
suicidal thoughts. I finally made a doctor’s appointment 
for the physical side of things, and I discovered that I had 
diabetes, PCOS, stage 3 chronic kidney disease, and met-
abolic syndrome. All diseases of insulin resistance. I read 
everything I could get my hands on about diabetes and 
insulin resistance, I got a continuous glucose monitor, and I 
worked really hard to get my health back. 

With the help of my grandpa Pete, I also started a 
12-step program. Although I had done therapy before, 
for me, the recovery program made all the difference in 
the world for my mental health. Now I take time to med-
itate and pray every day. I do recovery readings, I practice 
yoga, I attend 12-step meetings, and I spend time with 
others in recovery, and I do still go to therapy. 

For my physical health, I am super particular with 
my diet (focusing on tight blood sugar control). I work 
really hard to get seven to eight hours of sleep every 
night. I use stress and anxiety reduction techniques like 
tapping and four-square breathing. I try to move my 
body every day. 

My grandpa Pete really inspired me to learn to live in 
the present, and to stop obsessing over the past or wor-
rying about the future. Instead I embrace today for what 
it is, to try to live this life today on life’s terms. 

What does it mean to you to operate with excellence 
and how is that reflected in your business?

I think in the past there was a sort of badge of honor 
for owners who worked long hours and took a lot on 
themselves, they were invaluable in their business, and 
their knowledge was vast. But many of us have moved 
away from that model, and now I measure my success as 
an operator not by how much I am needed in the busi-
ness, but by how NOT needed I can become; how well 
things can run without me. I can take a two-week vaca-
tion and I’m hardly missed. Everyone just handles things 
with ease while I am gone. 

Dan Wimbush is in sales and celebrates six years with Pete’s “this time around.” He also worked in dismantling for three years in 
2010-2013. He then moved to Colorado to be a mechanic, but returned to Pete’s in 2015. Amber notes that Dan ”brings so much to 
the sales team with mechanical and production knowledge from his background and prior positions.”

Amanda Ashby (left) is in accounting and has been with Pete‘s Auto Parts for three 
years. In the background, Tommy Atwood is part of the sales team and is coming up 
on his one-year anniversary.
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I was given room to make mistakes, and I must give my 
people room to make their own mistakes and learn from 
them and change from them, which makes them better 
people and makes the business better. 

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

I’m a CASA volunteer (court appointed special advo-
cate) in the foster care system, which is something 
very special to me and close to my heart. I get to know 
these kids and then give them a voice in court. It’s been 
amazing to me to see the resilience and strength of kids 
going through so much. 

What is your advice for the next generation of auto 
recyclers?

I have a friend that likes to say “change is inevitable; 
either go along with it or prepare to be dragged.” It’s taken 
me a while to learn how to really change and go with the 

flow. I was always good at implementing the changes that 
I myself dreamt up – it was much harder to accept changes 
that weren’t my ideas. But embracing collaboration and 
change has brought better results. So my advice is to go 
with the change and embrace other people’s ideas! 

Any other thoughts you’d like to share?
Since this is for the women’s issue… I love that there 

are so many women in the industry today, many more 
than there were 15 years ago when I started working 
full time at Pete’s Auto Parts. Sometimes customers will 
call and say, “Oh I don’t know who I spoke to, it was a 
woman,” and we have to laugh, because there are six of 
us right now: the owner, the general manager, the office 
manager, the accounting person, and two salespeople. 
And we’ve had more – at one time we had more female 
salespeople than male, and we’ve had women delivery 
drivers and shippers, too. I love seeing women succeed in 
the industry.  

I was always good at implementing the changes that I myself dreamt up –  
it was much harder to accept changes that weren’t my ideas.  

But embracing collaboration and change has brought better results. 
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Grid
Across 
1. Ford’s Escort replacement

4. Hyundai luxury brand

8. Road ____, Wisconsin track

9. Wire wheel component

10. Bowtie brand Ranchero counterpart (2,6)

11. GM-owned (‘29-’17) European brand

13. “Think Feel Drive” slogan user, once

14. Foot control, sometimes

17. Limo occupants, often (1,1,1,1)

19. Family haulers, frequently

22. New car ____ or buy decision

23. ‘60s Harley-Davidson Topper

24. Gasoline additive

25. Drag race venue

Down
1. Hot rod paint feature, perhaps

2. Four door pickup (4,3)

3. Accident scene evidence (4,4)

4. “Beverly Hillbillies” truck rider

5. ‘53 Statesman and Ambassador brand

6. Air intake on hood

7. Sporty ‘90s Dodge import

12. “Land of Lincoln” plates home

13. ‘76-’04 Cadillac

15. Farm vehicle

16. Big rig fuel

18. Georgia plates fruit

20. Car’s ultimate fate, sometimes

21. Jan’s “Dead Man’s Curve” partner

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

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

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

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

Advertiser’s Index
Company ........................................................................................................Website .........................................................................Ad Pg. No.
AB Cattech ..................................................................................abcattech.com ........................................................... IBC

ATSG ............................................................................................atsg-support.com ........................................................19

Autodrain ....................................................................................autodrain.net ...............................................................49

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

Brock Supply Company ............................................................brocksupply.com .........................................................27

Buddy Automotive Innovations ..............................................buddyai.com .........................................................34-35

Carolina Wheel Cover ..............................................................ineedahubcap.com .....................................................37

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

Cash for Keyless ........................................................................cashforkeyless.com ....................................................39

CCC Information Services ........................................................cccis.com/recyclers ...................................................... 7

Copart ..........................................................................................copart.com/autorecyclers ..........................................55

CRUSH/S3 Software Solutions, LLC .......................................s3softwaresolutions.com ..........................................23

Davis Recycling, Inc.  ...............................................................davisrecyclinginc.com ...............................................37

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

Eifert, French & Ketchum ........................................................efk.com .........................................................................51

GJS Insurance, an Amwins company .........................................gjsullivan.com/wwfi.com ...............................................8

Inductor .......................................................................................theinductor.com ..........................................................53

Lamb Fuels .................................................................................lambfuels.com ............................................................. 11

MarkingPenDepot.com .............................................................markingpendepot.com ................................................. 6

PGM of Texas .............................................................................pgmoftexas.com ..........................................................29

PMR..............................................................................................pmrcc.com ....................................................................31

Rebuilders Automotive Supply ...............................................coresupply.com ...........................................................33

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

Supershear .................................................................................supershears.com .........................................................63

United Catalyst Corporation ....................................................unitedcatalystcorporation.com ................................39

United Recyclers Group ...........................................................u-r-g.com ..................................................................... 17

Vander Haag’s, Inc. ................................................................... vanderhaags.com .......................................................65

Vortex ..............................................................................................vortexdepollution.com ....................................................6

We Buy Key Fobs...........................................................................webuykeyfobs.com ...................................................... 37

Worldwide Recovery Systems .....................................................www.86690waste.com .............................................. 25

Make Plans to Attend!

Visit www.a-r-a.org/convention.html for all the details and to register. 
Sign up to exhibit at www.a-r-a.org/ara-78th-annual-exposition.html.
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Send your photo(s) as high 
resolution JPG format, 

along with a description  
or identification of the 

people/things included to 
ARAEditor@comcast.net. 

Wally’s Auto Inc.
“I do believe that this global crisis has definitely shown us auto recyclers just how important we all are to both  

the retail customer, small scale auto shop, as well as the big car dealership down the road. We know in this industry  
we were considered ‘essential’ and, at the end of the day, I believe that word itself shows just how important we really are.” 

– Arianna Curro, Owner   
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