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Growing up attending school in Massachusetts, I was 
taught about Paul Revere’s midnight ride to alert colo-

nial militia of British forces. Today, I wonder what would 
have become of our nation if our forefathers did not act 
and were unprepared for arrival of the mightiest army in 
the world. Fast forward 245 years; our industry needs to 
be rallied, just as were the revolutionary forces, in order to 
be prepared to fight for the rights of ROE–Recycled Orig-
inal Equipment® auto parts in vehicle repairs.  

ARA, recognized as the eyes, ears and voice of the auto-
motive recycling industry, is in constant communication 
with Federal and State government agencies, other trade 
associations, industry standards groups, political groups, 
and recycling industry committees to protect the rights 
of businesses that offer ROE–Recycled Original Equip-
ment®. It seems like daily, ARA’s Executive Director Sandy 
Blalock and the ARA staff listen to meetings, take notes, 
give input, and answer questions about our industry. Some 
days we get hit on all sides, other days it is smooth sailing, 
but often it seems like we run from fire to fire.  

One of ARA’s strategic pillars to serve the auto recycling 
industry is to provide leading-edge training so that com-
pany’s that sell ROE may remain in good standing with 
regulatory obligations and utilize best business practices. 
This is not only accomplished through ARA University 
(arauniversity.org) – ARA’s premier training platform for 
workforce advancement – but also through ARA commit-
tees, such as the ARA Certification Committee, and our 
annual ARA Convention & Exposition.  

This year, we saw widespread cancellation of all 
in-person industry shows across the U.S., and the 
world for that matter, due to COVID-19. Recently, we 
announced that the ARA in-person event, Reno 2020, was 
also subject to the times. Yet, the show must go on. 

We have quickly redirected our efforts to EDGE 2020, 
77th Annual ARA Convention & Expo, the first-ever 
global 100 percent virtual automotive recycling conven-
tion – occurring over the same dates, Nov. 11-13! Since 
you cannot come to us, ARA will come to you! It will 
include the exceptional sessions you expect from ARA, 
as well as an interactive Expo experience as if you are 
standing with the vendor in their physical booth talking 
shop.  REGISTER TODAY at https://s3.goeshow.com/
ara/edge/2020/registration_form.cfm.

It’s all hands on deck, with every ARA staff member 
tasked with making this first-of-its-kind show a huge success.  

And now, with no travel time 
or expense, you really have no 
excuse not to attend or not to 
involve your team in the experience, as well. We are making it 
very cost-effective to do so!

As an auto recycler, many of us are fortunate to have 
a state association, or if you are outside of the USA, a 
regional and national association, to represent our best 
interests. These groups rely heavily on expos to fund their 
budgets in an effort to keep membership dues low. Oper-
ating an association is not cheap, it takes real money to 
pay overhead and expenses to properly represent mem-
bers. ARA recognizes the damage COVID-19 imposed on 
the budgets of our state affiliates. Therefore, there will be 
fundraising activities during Edge 2020 to help affiliates 
who have lost income from canceled events.  I am per-
sonally asking that if you can dig deep into your pocket, 
please help. They are the “eyes” of the industry for poten-
tial issues that could become national ones if not addressed 
at the state level. I will even go as far to say that if your 
paycheck relies on the sale of ROE parts, please consider a 
donation when asked. 

Just imagine not having an industry association … it’s 
not easy to go it alone. We would no longer have represen-
tation at conferences and government agency meetings. 
We would no longer have input on how proposed regula-
tions affect our businesses. Each of us will be left standing 
without a ticket to the show or a seat at the table while 
others carelessly dictate our fate. I can’t even imagine what 
would become of our industry. We are far better off with a 
unified representation and working together on all levels in 
bettering our own industry. 

Let’s circle back to look at American history. 
The signal was posted through Boston’s North Church 

and Paul Revere carried the message of invasion to our 
forefathers – and they won their independence. Be on the 
lookout, ARA is our Paul Revere. The message to you 
right now is to get engaged to improve our industry and 
actively defend your ability to sell original equipment 
parts. Without sounding too trite, the message for today 
could simply be, “The OEMs are coming, the OEMs are 
coming.” Are you ready?  

By Scott Robertson Jr.
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What our industry and the world is facing today is 
not something most of us have ever faced in our 

lives. We have had a lot thrown at us in this first half of 
2020 and with an uncertain future it sometimes appears 
that it’s never going to end. But this too shall pass, and our 
tenaciousness will get us through this too. Recyclers are a 
committed bunch that constantly fight for what we believe 
in and never give up on the fact that we have a right to do 
business just like everyone else.  

We pick ourselves up and dust ourselves off, then 
quickly get going again knowing we have learned a little 
more today than we did before this began. Tenacity is 
probably the single most important trait of an entre-
preneur. It’s the person who never gives up – who never 
accepts “no” for an answer. 

I’ve heard many stories from recyclers on how they 
adapted to this new environment and am always 
impressed with how open to new ideas everyone of you 
are because you want to keep learning and building your 
businesses. As leaders, tenacity allows us to seek new 
opportunities, then lead our teams towards a new purpose 
even if that means taking a completely different path than 
you were on before all this began.

Tenacity is being flexible, not being stubborn, because 
it allows you to change your views and adjust your route. 
Take a look around you and always remember ideas do 
not work in isolation. Communicate with your team and 
know when to share your vision. Once you have made a 
decision on the direction you plan to take, be crystal clear 
about what the purpose of your actions and the expected 
outcome. 

For instance, is your new purpose or plan focused on 
company growth and employee security and wellbeing? 

Remember to be flexible but clear about what your pur-
pose is in making changes.  

Don’t be afraid to address contrary views of your plan 
and remember to listen and learn. Sometimes we have 
to admit there may be better ideas that will help you get 
what you want sooner and easier. Always keep in mind the 
benefits of what you plan and remember you can inspire 
your team to see your vision if you have built the trust that 
is so important for every successful organization. We can 
focus on the fears that come up and let them drown us, 
preventing us from stepping forward and acting. Don’t 
let procrastination and excuses be your protector from all 
of your fears. Focus on all of the possibilities that could 
become a reality if you just stick to your plan and keep 
taking steps forward one day at a time. 

Keep focused on your “why,” because tenacity is about 
acting with a strength of purpose. There are many ways 
you can train your brain to focus on the positive outcomes 
that you are striving to achieve. Where is the vision for 
your business on display in your workplace? Think about 
using vision boards or making sure that you verbalize your 
ideas with your team. Delegating tasks among employees, 
asking for help from neighbors or friends when you need 
it, or even leaning on them when you are feeling down, 
and talking through your concerns. We all have people on 
whom we can rely to help when we need it most, some-
times the hardest part is putting up our hand to ask for it. 

Tenacity will help you face the challenge because 
without challenge how do we learn to adapt in order to 
succeed. Always, look beyond an obstacle and treat it as 
an opportunity to improve. Never stop learning and never 
stop yearning to face every challenge head on with pur-
pose and drive to seek out solutions.  

By Sandy Blalock • ARA Executive Director

Horizon
 – Recycled Original Equipment ®

®
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Tenacity

“Never confuse a single defeat with a final defeat.”
– F. Scott Fitzgerald

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.

“The most difficult thing is the decision to act, the rest is merely tenacity. 
The fears are paper tigers. You can do anything you decide to do. You can 
act to change and control your life; and the procedure, the process is its 
own reward.”  

– Amelia Earhart
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Recently, I have been looking at what has 
gotten me to this point in the year. It 

seems like the longest year ever, and yet at 
the same time, just yesterday it was March.  

Through this COVID-19 ordeal, my 
workload tripled combined with working 
at home. I’ve had kids at home with me 
struggling to learn virtually, and then being 
extremely bored during the summer. I’ve 
navigated the care of my 92-year-old father 
and his wife in assisted living, and my dis-
abled sister. Oh, and I moved into a new 
house! Then, my son had to cancel his wed-
ding (now scheduled for October, sadly, as 
a smaller affair) and I have only been able 
to see my new grandson a handful of times, 
even though they live nearby. 

The bright spot is my youngest son some-
what resumed baseball in May and is now 
in full-swing on his new travel team. I just 
love “managing” his baseball career! And 
both kids are now back at in-person school.

What got me here – still productive, 
still hopeful, still focused? Looking back, 
somehow, I’ve managed to stay grateful. 

I knew that, even though my life seemed 
chaotic, others had deeper struggles. The 
loss of a parent, sibling and friend, and no 
funeral to mourn. Business shut down and 
closure. Sickness. Mental health struggles. 
Financial hardship. There, but for the grace 
of God, go I.

I would imagine that you, just like me, 
have your own list of struggles. Yet, as how 
it is done in this industry, we push forward. 
It is what I admire most about automotive 
recyclers – you are one tough bunch.

It is called resilience – the capacity to 
recover quickly from difficulties; toughness. 
Resilience is the process of adapting well 
in the face of adversity, trauma, tragedy, 
threats, or significant sources of stress – 
such as relationship, health, or workplace 
and financial stressors.

Best Niche Association Magazine

By Caryn Smith • Editor 

People who share a bond of resilience 
transcend being just a peer. In this industry, 
it is reflected by how a competitor will 
stop to help another recycler when called 
upon, or how the Professional Salvage Yard 
Information Forum on Facebook is full of 
helpful posts, questions, kudos and jokes to 
lighten the day. 

Resilient people have focus, self-esteem, 
optimism, hope, gratitude and appreciation. 
At the heart of resilience is a belief in oneself 
– yet also a belief in something larger than 
oneself, such as identifying as a member of 
an amazing industry like this one.

In this issue, you will read the first-hand 
accounts of several very resilient automotive 
recyclers who represent all definitions of the 
word. They experienced business catastro-
phes – their accounts are on pages 44 and 
50 – and rebuilt their businesses using the 
lessons they learned along the way. 

And, speaking of resiliency, your Associa-
tion refused to accept the idea of canceling 
the 77th Annual ARA Convention & Expo. 
They pivoted to a VIRTUAL event (page 
34) because the show must go on! 

“EDGE 2020” is a powerful three days 
designed to strengthen your resilience! 
Register at https://s3.goeshow.com/
ara/edge/2020/registration_form.cfm.
With low registration rates, expert speakers 
and quality vendors, you will miss out by 
not attending and registering your team. If 
you’re leery of the virtual experience, read 
the thoughts of ARA Director of Member 
Relations Vince Edivan on page 14.

This issue reminds you that safety best 
practices (page 32) are an essential measure 
of company-wide protection so that your 
resilience isn’t tested by easily-preventable 
workplace accidents. You’ll also learn how 
Fenix re-imagined their safety program for 
overall consistency and are having great suc-
cess (page 59). Happy reading! 

Building Your Resilience Muscles with Appreciation



Pinnacle Yard ManagementTM will help you get the most from your salvage yard.

Get more revenue from your yard with Pinnacle Yard Management.

Visit cccis.com/pinnacle for more information.

Display real-time parts inventory & pricing to 25,000+ Repair Facilities

Improve your vehicle bidding with data analytics

Track sales & trends with reporting to improve operations

© CCC Information Services, Inc. All rights reserved.

Connect & Sell Parts 
to Collision Repair Shops Near You

20M 
PARTS QUOTED

DAILY
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Wheel
News, Trends & Reports from the Automotive Recyclers Association

Lorem ipsum

A s announced in July, professional 
automotive recycler Nick Daurio of 

Daurio Auto Truck Inc. in Pueblo, Colo-
rado, has been nominated to join the ARA 
Executive Committee (EC) as Secretary for 
2020-2021.“It is my extreme pleasure to be 
nominated to serve ARA as incoming Secre-
tary,” said Daurio. “I am very humbled and 
honored to be nominated to such a great 
team of leaders in the recycling industry.” 

Daurio Auto Truck has been part of the 
Pueblo, Colorado community since 1957, 
when Nick’s father, John Daurio, entered 
the automotive business. In the fall of 1970, 
Daurio Auto Truck ventured into the auto-
motive recycling industry. Nick started 
working full-time in 1975, joined five 
years later by his brother Michael, and the 

Nick Daurio Nominated to Join Executive Committee  
of Automotive Recyclers Association

brothers continue to work together daily. In 
2014 Nick’s son, Greg, joined the business 
as a third-generation recycler. 

“At Daurio Auto Truck, Inc. our focus has 
always been teamwork,” said Daurio. “This 
approach is how we accomplish our goals. 
As an EC member, I may be the face of our 

company, but our entire staff is excited and 
ready to learn and contribute to the pro-
cess.” Daurio will be formally confirmed by 
the ARA Board of Directors and Member-
ship during the ARA’s virtual 77th Annual 
Convention and Exposition – EDGE 2020. 

“It has been a privilege getting to know 
Nick and his family over the years,” said 
Jonathan Morrow, chairman of ARA’s 
Nominating Committee. “His integrity, 
work ethic and problem solving will be a 
valuable strength to our team.”

“Nick, like many of our members, liter-
ally grew up working in his multi-genera-
tional family business,” added ARA Execu-
tive Director, Sandy Blalock. “I have worked 
with Nick both at ARA and the Colorado 
Auto Recyclers. His insights from many 
years of experience working in our industry 
will be an asset to the leadership and mem-
bers of ARA.” 

SAFE TO WORK Act Support

In September, ARA joined over 480 trade 
groups from a broad range of industries 

to urge Congress to support the business 
liability protections contained in the SAFE 
TO WORK Act (S. 4317). It will help essen-
tial businesses that have remained open to 
stay open and help other businesses reopen 
safely and without fear so that American 
workers can earn paychecks. 

The proposed legislation will also provide 
uniformity and predictability for businesses 
that implement COVID-19 workplace 
protections while ensuring that bad-faith 
actors are held accountable for COVID-19-
related injuries. Throughout the pandemic, 
ARA has worked with the U.S. Chamber of 
Commerce’s COVID Liability Coalition to 
educate Congress on such matters. 

New Auto Recycling Buyer’s Guide Website Connects Industry 
Suppliers to Auto Recyclers

The Auto Recycling Buyer’s Guide (https://autorecyclingbuyersguide.com), ARA’s newest 
online marketplace, is designed to equip automotive recyclers with 24/7 access to 

leading industry suppliers, consultants and more to advance their recycling business with 
technology, recycling programs, machinery, parts, tools, apps and other needed products 
and services. Expanded vendor profiles, supplier news, special offers and contact informa-
tion are provided for ARA’s associate 
member companies and ARA’s loyal 
advertisers in a platform that serves 
more like a virtual trade show.

The printed ARA Buyer’s Guide has 
been a mainstay of ARA’s member benefits package for many years, as it provides valuable 
information to assist the decision-making process when shopping for products and services. 
This new companion format allows supplier companies and auto recyclers to quickly estab-
lish a dynamic business relationship. ARA is often asked for recommendations and with  
the extended reach that an online format affords, it offers unlimited potential for informa-
tion sharing. To advertise, please visit https://autorecyclingbuyersguide.com or  
contact Caryn Smith at ARAEditor@comcast.net or (239) 225-6137. 
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WELCOME NEW MEMBERS
Accurate Converter Recycling, LLC

DC Tricore, Inc.
U-Pull-&-Pay, LLC Louisville

Vander Haag’s, Inc.

ARA Members Represented 
at Industry Meetings

ARA participated in several virtual 
industry events in July, such as the 

Suppliers Partnership for the Environment 
3rd quarter meeting. The Partnership is a 
forum for those involved in the automotive 
value chain to collaborate on cutting edge 
industry issues such as sustainability and 
electric vehicle batteries. 

Automotive recyclers were well repre-
sented during the virtual Collision Industry 
Conference, where ARA staff participated 
in several committee meetings and recently 
joined the Insurer-Repairer Relationship 
Committee.

Also in July, Executive Director Sandy 
Blalock presented to NATTBatt, an advo-
cacy group working for advanced battery 
technology and manufacturing in North 
America. She shared a summary of automo-
tive recycler feedback and concerns about 
electric and hybrid vehicles. She partici-
pated along with ISRI, which shared feed-
back from the scrap recycling industry.  

ARA Updates Strategic Plan

Following a Strategic Planning retreat 
earlier this year, a new Association 

Strategic Plan was adopted by the Board 
of Directors in July. The plan represents a 
direction that will guide current and future 
work over the next three years.

“2020 has been a game changer,” says 
ARA President, Scott Robertson. “During 
these challenging times and given the 
unprecedented impact that a global pan-
demic is having on all businesses and indus-
tries, the direction outlined in this plan will 
help ARA continue to move forward. A 
lot of strategic thought went into this plan, 
designed to promote the professional auto-
motive recyclers and their businesses for 
many years to come.”

ARA’s Strategic Plan is grounded in the 
Association’s mission to advance the auto-
motive recycling industry and promote its 
beneficial effects on society. It identifies 
four strategic initiatives that are the means 
through which ARA plans to translate its 
vision into practice. The initiatives focus on 

branding, non-dues revenue, government 
advocacy, and education/certification/com-
pliance. With each initiative is a series of 
implementation strategies the define ARA 
commitment of resources, as well as goals 
that measure progress and future success. 

“This Plan is a representation of ARA as 
the eyes, ears and voice of the professional 
automotive recycling industry,” said ARA 
Executive Director, Sandy Blalock  “With 
the direction and guidance the Strategic 
Plan provides, and the support of our ARA 
volunteer leaders and members, I am confi-
dent that ARA is well equipped to meet any 
challenge that comes our way.” 
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Recycler
By Marty Hollingshead

ROI: Realizing Organizational Importance

I want to talk about the importance of 
safety and compliance and its return on 

investment, as well as the cost and potential 
liabilities. Let’s start off with the question 
of what exactly does compliance mean for 
the automotive recycler? For this article, we 
will talk about two main areas of compli-
ance, the first being safety, and the second 
being environmental. 

Compliance Illustrated
So, what does compliance mean for the 

automotive recycler? I will use two exam-
ples here. We will call them “Recycler A” 
and “Recycler B.” 

SAFETY: Recycler A realizes the impor-
tance of operating in a safe manner. He has 
processes and rules in place and gives his 
employees the training, tools, and resources 
needed to do their job safely and prop-
erly. He is aware of all of the hazards that 
are always present in his business and has 
taken a proactive approach to avoid these 
hazards, and keep his employees and his 
business out of harm’s way. He knows that 
processes evolve and he makes changes as 
needed to improve his processes. He also 
keeps his employees trained on newer and 
better methods to do their job safely and 
more efficiently. 

Recycler B does just the opposite of Recy-
cler A. He is not concerned about operating 
in a safe and compliant manner. His pro-
cess consists of the “fly by the seat of your 
pants” approach, and he basically goes 
from one crisis to another. He feels that 
doing things properly is too much work, 
and costs too much money. He has a hard 
time hiring and retaining good employees, 
and because of his actions, he has a hard 
time making ends meet. 

ENVIRONMENTAL: Recycler A also 
realizes the importance of being environ-
mentally compliant and does this using the 

best management practices. He also keeps 
his business clean, neat, and organized. He 
does a good job of removing fluids, bat-
teries, and freon from the vehicles, and he 
takes his time to do the job properly. He 
is aware of current environmental regu-
lations and does his best to be compliant 
with them. He does regular inspections to 
make sure that everything is by the book. 

Recycler A enjoys peace of mind in 
knowing that he is doing things right. He 
does not have to sweat getting a visit by 
regulators, whether it is the EPA, OSHA, 
law enforcement, or even the usual insur-
ance inspection. 

Recycler B does not believe that being 
environmentally compliant is important. 
Again, this requires three things that he 
does not like to give: time, work, and 
money. His approach is to manage by crisis. 

What are the Costs and Benefits? 
As long as there are vehicles, there will be 

a need for automotive recycling. The differ-
ence in results is in the approach.

We have all visited other recyclers and 
we have seen the good, the bad, and the 
ugly. One thing is for sure, we always learn 
something from these visits. From Recy-
cler A, we learn new and better ways to 
improve our business. With Recycler B, we 
learn what not to do. 

So, what do these examples mean for the 
rest of us? Yes, doing all of these things does 
require a commitment of time, work, and 
money. The smart approach here is to think 
of this as an investment in your business. 
You only get out of something what you 
put into it. One thing I can say for certain 
is this: the responsible and compliant oper-
ators are always the most profitable. They 
are good stewards of the environment and 
they care about their employees, as well as 
the community in which they do business. 

ARA has a lot of great resources avail-

able for the best ways to operate your busi-
ness, as well as employee training.

There is the Certified Auto Recycler 
(CAR) Program that is offered through 
ARA. The ARA Certification Committee 
has done a great job in creating this pro-
gram. It consists of great, practical stan-
dards that we all need to use as a guide for 
how we operate our businesses. 

There is also the ARA University – a free 
ARA Member Benefit! This is a fantastic 
training tool for business owners as well as 
their employees. It has great content and is 
a great resource for training and education 
available to all ARA members. 

Your State associations are also a great 
resource. For instance, my home state of 
Indiana offers the great, practical, and 
proactive INCARES program. This hybrid 
environmental/safety program was created 
in 2014 by VET Environmental with the 
input and help of our State association.  

What’s holding you back?
For all of us, no matter how good we are, 

there is always room for improvement. 
We all need to strive to be the best that 

we can be and eliminate the negative junk-
yard perception of our industry. In the 
words of Mike Swift, “Let’s Make Auto 
Recycling Great Again.”

We all need to support and be a member 
of our State and National Associa-
tions. Support ARA, support your State 
Associations. 

We are not junkyards! We are Automo-
tive Recyclers.   

Martin “Marty” Hollingshead 

is President of Northlake Auto 

Recyclers, Hammond, IN, and  

is the Second Vice President/

Treasurer of the Automotive Recyclers Association.

One thing I can say 
for certain is this: the 

responsible and compliant 
operators are always the 

most profitable. 
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As ARA made the decision to take our 
77th Annual ARA Convention and 

Expo to a completely virtual format, I was 
like a lot of other people who was not only 
disappointed, but a bit skeptical about the 
how successful this could be. Shortly after 
this decision, I got to attend my first fully 
virtual conference. Within 10 minutes, I 
went from being a skeptic to a believer. 
So much so, that I would not be surprised 
to see many traditionally 100 percent live 
events become either fully virtual going 
forward or at least a hybrid of both virtual 
and live content. 

One of the advantages we have discov-
ered is the ability to “produce” the sessions. 
Previously our speaker would take the stage 
and deliver their content, and sometimes be 
accompanied by a slide deck, or perhaps a 
video clip or two. This year we will have the 
opportunity to pre-record sessions. From a 
participant’s perspective, this will create a 
much more interactive environment. 

Have You Ever Wished ...
Have you ever been sitting in a con-

ference, or seminar, and the speaker said 
something that made you think of a ques-
tion? In a traditional live environment, 
there are several reasons why you may not 
get the opportunity to ask that question. 
No time for Q&A at the end. Too many 
people surrounding the speaker after the 
session. You get distracted or begin talking 
with someone else. 

This is where the virtual event will actu-
ally be more intimate. If at any time during 
a speaker session you have a question, 
you will be able to use the chat feed to 
ask. Each session will have a live chat feed 
running and will be monitored by a live 
person. And although much of the content 
will be pre-recorded, all of the sessions will 
have a live component, such as a live Q&A 
with the session presenter. This is where 
the moderator will be able to curate all 

Pulse
By Vince Edivan

Yes, We are Going Virtual!

Vince Edivan is ARA’s Director of 

Member Relations. In his role, he 

represents ARA at state industry 

events, working to connect with 

current and potential members. Since 2006, 

he has worked in the wholesale auto auctions, 

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

the questions that come in and address the 
speaker. So, your question won’t be missed!

Have you ever been to a conference 
and then returned home and wished you 
would have taken better notes? Well, as an 
attendee to our virtual EGDE 2020 – 77th 
Annual ARA Convention and Expo – you 
will have access to all of the content for a 
while after the conference is over. No more 
wishing you could remember that idea, or 
suggestion that you heard. Simply pull up 
the session and re-watch it on demand!

Have you ever attended a conference and 
wished you could attend two or more ses-
sions at the same time? Well now you can ... 
kinda! Because each session will be recorded 
and available on demand, you don’t have to 
worry about missing one session so you can 
attend another. My suggestion is to attend 
the one you think you might have the most 
questions so that you can participate in the 
live chat and the Q&A. But, even if you are 
watching an on-demand session after the 
conference, you will still be able to see all 
the chat that was recorded during the ses-
sion. So it’s likely that your question may 
have been asked and answered!

Super Expo
If you’re wondering what a virtual  

Expo Hall will look like, keep an eye on 
our social media for teasers and images to 
help give you the look and feel of what you 
will be experiencing. Vendors will have the 
opportunity to show product and promo-
tional videos, provide informational docu-
ments, have one-to-one live video interac-
tions, and can even present a webinar! 

You have the ability to set appointments 
with exhibitors of choice, initiate interactive 
live video chat, grab videos or materials in 
an “eBag” to review later, and ultimately 
spend quality time getting the information 
you need without the distractions of the 
trade show floor. Traditionally, the Expo 
is where you’d discover ideas that provide 

ROI through efficiency, innovation and 
added value. This year is no different.  
Take advantage of this great opportunity!

Speaking of distractions, everyone enjoys 
the time at live events spent talking in the 
halls, at the bar, in the lobby. We will all miss 
those in-person discussions. The next best 
thing is we will have individual chat rooms 
set up just for this. There will be discussions 
by topic so you can drop in, read, interact, 
network and share ideas. Of course, you 
should bring your own beverage!

Get Registered
Event registration is now open, and you 

can enroll yourself and your whole team 
very easily! Closer to the event you will see 
more details on social media on what to 
expect. Just think – no travel expenses.  
No hotel expenses. No food expenses 
(other than splurging for lunch for your 
team on site). These cost-savings will allow 
you to register more of your staff as a 
great team-building experience for your 
company! REGISTER TODAY at https://
s3.goeshow.com/ara/edge/2020/ 
registration_form.cfm.

Over the next several weeks we will be 
working diligently with all our speakers, 
sponsors, and exhibitors to build what we 
believe will be a fantastic, dynamic, interac-
tive, and educational convention. We look 
forward to “seeing” you there and being 
able to interact. You will be surprised how 
much you are going to feel like you are actu-
ally physically together with your peers. 

REGISTER TODAY AT:
https://s3.goeshow.com/ara/ edge/2020/

registration_form.cfm
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We are not sure about you, but we are 
amazed that we are already heading 

into fall, and three-quarters through 2020! 
Despite the crazy year we’ve all experi-
enced, we have managed to make it to 
facilities across the country for annual com-
pliance audits. Therefore, we want to share 
some key safety and compliance items we 
look for during our audits. 

1Emergency Contacts
Every facility should have a list of 

emergency contacts readily accessible for 
employees. This contact list should include 
the state regulatory agency, the applicable 
United States Environmental Protection 
Agency (USEPA) regional office, local 
fire department, local police department, 
nearest hospital with an emergency room, 
and any on-site personnel to contact in case 
of an emergency.  

This list should be posted in the main 
office to ensure easy access for employees 
and customers. Employees should be 
trained on when to contact authorities 
regarding spills, leaks, potential contamina-
tion, and other emergencies. Reviewing this 
list during training will give employees the 
tools needed to alert the relevant authorities 
of an emergency.

2 Spill Kits 
Every facility needs to have spill kits 

readily accessible throughout the facility. 
VET recommends keeping fully stocked 
oil spill kits in the dismantling, large core 
storage, parts storage, fluids storage, and 
engine/transmission storage areas. This 
allows employees to cleanup oil spills and 
leaks on occurrence. 

Additionally, facilities should obtain 
a mercury spill kit and battery spill kit. 
Facilities can create their own battery spill 
kit with baking soda to neutralize spilled 
acid, gloves, safety glasses, and contain-
ment for batteries with cracked or broken 

housings. These particular kits provide the 
specific materials necessary for addressing 
spills from mercury switches and lead acid 
batteries.

3 Spill Prevention Control  
and Countermeasure Plan 

A Spill Prevention Control and Counter-
measures Plan (SPCC) is a site-specific plan 
that the USEPA requires many industrial 
facilities to implement. An SPCC establishes 
procedures, methods, equipment, and other 
requirements to help prevent oil and petro-
leum product discharge from a facility and 
to promote appropriate response to spills. 
Non-transportation related facilities storing 
at least 1,320 gallons aggregate capacity of 
oil or petroleum products aboveground, on 
site (or 42,000 gallons aggregate capacity 
below ground, on site) are required to have 
an SPCC in place.  

VET’s SPCC plans outline the necessary 
steps to take in response to a reportable 
spill, provides site-specific strategies for 
reducing the potential for spills, and pro-
vides necessary reporting and inspection 
forms to maintain compliance. This is an 
area of concern as we often see facilities 
with an aggregate storage capacity over 
1,320 gallons without an SPCC plan. 

4 Safety Training
All facilities need to have a safety 

program in place with regularly scheduled 
meetings. During our audits, we review 
each facility’s safety program including 
topics covered and recordkeeping prac-
tices. We always recommend employees are 
trained annually on Fire Safety, Back Injury 
Prevention, Mercury Safety, Cutting Torch 
Protocol, and the Hazard Communication 
Standards (Hazcom).

Forklift operators should be trained every 
three years. Records of training attendees 
and topics covered should be maintained  
on-site with employees’ signatures. Imple- 

menting a safety training program ensures 
that employees are knowledgeable about  
specific safety protocols and provides tools  
to avoid potentially dangerous situations.  

5 Essential Safety Items
When visiting a facility, we always 

check for essential safety items such as fire 
extinguishers, 15-minute emergency eye-
wash stations, fully stocked first aid kits, 
personal protective equipment (PPE), Safety 
Supervisor information, and necessary 
safety postings. 

• We check to make sure fire extin-
guishers have current certification and that 
the facility has adequate supply in case of a 
fire. It is crucial that fire extinguisher certifi-
cations are up to date and are re-certified or 
replaced as necessary. 

• Eyewash stations and first aid kids 
should be fully stocked in readily accessible 
locations in case of emergency. 

• Employees should have PPE available 
for use at all times, such as PPE steel-toed 
boots, safety glasses, hard hats, and gloves. 

• Your facility’s Safety Supervisor should 
be posted in a place visible for customers 
and employees. This allows any immediate 
safety issues to be brought to the supervi-
sor’s attention and provides their contact 
information in case of an emergency.  

We hope this information provides an 
overview of safety and compliance items 
necessary for all facilities. We want to help 
our clients prepare for emergencies, and 
maintain compliance. If you have any ques-
tions, contact VET at (812) 822-0400.  

Green
By Sara Hamidovic and Elizabeth Grubb

Audits – Keeping Your Facility Safe and Compliant

Sara Hamidovic is President/

Principal Engineer of VET 

Environmental in Bloomington, 

Indiana. She is a Licensed 

Professional Engineer (PE) in the State of Indiana 

and a Certified Hazardous Materials Manager 

(CHMM). 

    Elizabeth Grubb, MS, MPA is the Storm 

Water Program Manager at VET Environmental 

Engineering, LLC.
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I  continue to hear from folks who say their 
business is tougher than it has ever been.  

I always chuckle when I hear from a recy-
cler that business in his area is off, after  
I’ve just spoken with another recycler in the 
same area who is having record sales and/
or profits. How can this be?

First, it is tough. I am not in denial.  
Cost of goods is continuing to rise, and  
I think if you are buying the same way  
you were a year ago, it has likely increased 
5 percent. Some folks have made changes 
in their buying, but most haven’t. And, 
sadly, because folks haven’t cut their 
expenses, a similar percentage of their 
profit has gone away. 

Most affected are those who are buying 
5 year and newer vehicles, especially if the 
average cost is more than $2,200 or so per 
vehicle. 

The reality is that gross margins have 
declined for many reasons. It won’t do me 
any good to go over the reasons because we 
can’t change most of those factors. 

The Solution?
Here is the solution. You simply have to 

understand what is selling. You must know 
which parts to inventory and pull and how 
to price your parts competitively. Also, 
maintaining your margins on the best parts 
must be protected. Your yard management 
system will provide you with information  
in these areas, with the level of details 
depending on your platform. You simply 
must sit down and review your buying 
practices. 

You need a good level of confidence in 
your pricing; don’t cut prices when it isn’t 
warranted but slash them when appro-
priate. In the past, we made these decisions 
off the seat of our pants, but that just 
doesn’t work anymore. You MUST have 
your buyers go over the cars carefully and 
reconcile the potential purchases with your 
demand. 

Recyclers who are using the tools they 
have are protecting and even lowering their 
costs, while increasing turns and cash flow. 
Don’t kid yourself – while you are wringing 
your hands, one (or more) of your compet-
itors has figured it out, and they are slowly 
getting traction and market share at your 
expense. 

The Coronavirus Impact
I know many of you are reeling from the 

current crisis caused by Coronavirus. I hope 
that you have taken these two steps: 

1.  Applied for your PPP Loan through 
your bank.

2.  Applied for your SBA Disaster Assis-
tance loan.

I’ve talked to lots of business folks who 
were already not as profitable as they 
should be. Right now, the smallest of recy-
clers are dropping like flies. I have 11 sal-
vage yard tenants, and in the last 20 years, 
there has been almost no turnover until  
the last 6 months. In that recent period,  
3 have closed. 

They were still relying on retail and the 
phone calls, and missed their turn on sev-
eral occasions to change their business 
– such as put their employees on pay for 
performance, advance in computer use and 
skills, and more. 

Many of these folks are going to say coro-
navirus did them in, but I believe they were 
already on the edge. Some of you whom I’ve 
spoken with have made deep cuts, which 
are likely well-thought out, yet could also be 

a potential issue. My old friend Greg Win-
field, who is a corporate restructuring guy, 
says, “Cuts are needed, but don’t cut into 
the bone.” Make cuts wisely. 

For instance, one facility owner laid off 
or cut the wages of almost every employee. 
And because he needed to pause buying 
cars, he laid off his buyer. The take-away is – 
never forget how many years it took you to 
find and train key employees. Your compet-
itors would love to have those folks. Also, 
since buying is a core competency, which 
likely affects close to 50 percent of every 
dollar we bring in, losing that person and 
having to retool to buy cars is much more 
key than, say, training a new dismantler. 

With the PPP program, keeping every 
employee working at full salary, or paying 
them to go home, positions you to be one 
of the first to spring back and be at full 
speed with your top folks. And the govern-
ment forgives the loan if you do it properly. 
Losing people is just short sighted and 
unnecessary in my opinion. Be thoughtful. 

If you are a smaller facility, hunker down, 
weather the storm, and promise yourself 
that you will make significant changes in 
how you operate when this is over. Follow 
through and become a change agent or find 
someone in your organization who can fill 
that role. 

Maybe it is really time to put your son or 
daughter in charge!  

Opinion
By Ron Sturgeon

My Business Is Down & Then There’s Coronavirus – What Do I Do?

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.

Recyclers who are using 
the tools they have are 

protecting and even 
lowering their costs,  

while increasing turns  
and cash flow.
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The level of distress that many leaders 
experience during a crisis is unsettling 

but normal. When many are displaced 
from their work and income, it can be 
comforting to just hide because you are so 
overwhelmed. Yet those who will recover 
demonstrate resilience. They catch their 
breath and then move forward to adapt, 
retool, and recover. 

The necessity to replace lost cash flow 
requires the flexibility to search for new 
ways to make money. The shifting of how 
customers are willing to shop may necessi-
tate learning how to leverage online plat-
forms to take your business virtual. 

Once the initial shock of an economic 
slowdown abates, you still need to be real-
istic. Any distressed economic situation 
will not resolve quickly. So put your “long 
game” into play. The “long game” is your 
Resilience Strategy. 

Here are seven ways to start planning 
your next steps with a more emotionally 
settled approach while harnessing your 
inner strength to rebound. 

1. Take an Inventory: Focus instead on 
what you still have, not on what you have 
lost. You still have your skills and knowl-
edge. This is valuable. Is there some other 
way to use your talents that you have not 
previously considered? Can you subcon-
tract to others who are getting work to 
pick up a little cash flow? Can you convert 
what you do or know to help others? That 
help might not pay bills, but if you are wise 
about how you frame it, this could be the 
new foundation for your long-term future. 

2. Cut Costs: Be brutal about cutting 
costs to conserve cash. Review all credit 
cards for any automatic payments and 
ask if you really still need them. Don’t 
just focus on the monthly charge. Convert 
those monthly charges to their equivalent 
cost for a full year. The annualized number 

is what you should consider. Can you 
pay more important bills if you let them 
go? The same thing holds true for your 
cash expenses. Can you ask employees 
to shorten hours so you don’t need to lay 
people off or take a modest short-term 
pay cut? Ask vendors to lower their costs. 
Review your phone bills to see if there are 
savings by switching carriers. The same 
goes for insurance and utility bills. 

3. Access Resources: Your industry 
association can be an exceptionally valu-
able partner to you in a time of crisis. The 
value they offer in access to information, 
member benefits and discounted services, 
peer networking and education can make 
an incredible difference to optimize your 
survival potential. Look for changes to 
government programs or new funding 
alternatives that become available to see 
if you now qualify. You might have more 
options available to you than you realize. 
But beware of falling prey to charlatans 
who are offering to “solve” all your prob-
lems for a small (or not so small) fee. Vet 
them carefully. 

4. Connection: If your customers are 
impacted by the crisis too, evaluate options 
you have to connect with them and/or sup-
port them in what they need. Keep in touch 
with customers when they’re not buying so 
they’ll remember you when they can buy. 
When they reach an interim “new normal,” 
are they ready now for your connection? 
You must be sensitive to your clients. Do 
not force the issue. Focus your energies on 
what you can do for them. Even if it is not 
for a fee. Think about how communication 
you employ right now can play out over 
the long term. 

By Jill J. Johnson

Seven Strategies to Boost Your Business Resilience and Weather the Storm

Put your “long game” into play. ... Make the decision 
that you will survive this unprecedented crisis situation 

through your own grit, determination and effort.
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Your industry association can be an exceptionally valuable partner to you in a time of crisis. ARA's 
EDGE 2020 Virtual Convention and Exposition is November 11-13, 2020 will be packed with resources 
that can make all the difference to your business in the coming year. See page 34 for more details.
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5. Use your network: Explore the 
power of partnership and collaboration 
through the community you have built. 
You can often find a tribe of like-minded 
people online. Your industry associations 
are also full of people in the same situation 
as you. Coming together to brainstorm 
ideas for new approaches and to share 
news about resources is a powerful way to 
focus your energies on recovering from this 
tough situation. Set up a regular call with 
your peers or allies. It might be each night 
at a designated time or on a weekly basis. 
Focus your conversations on resolving 
problems and forward thinking. 

6. Be Realistic: No one ever wants to 
consider permanently closing their business. 
But, if the crisis is such that there is no way 
to recover your current book of business, 
you might have to face the inevitable. Per-
haps you can just shift to a temporary hiatus 
or scale your operations and employment 
back to a more modest level. This does not 
mean your business is closed. You would 
just be temporarily focusing on imple-

menting a pragmatic solution. This could 
take some of the financial pressure off of 
you. Don’t let your pride get in the way of 
taking advantage of a temporary opportu-
nity to get some cash coming in your door. 
While this can be exceptionally difficult to 
execute, it may give you the breathing room 
you need to ultimately recover.

7. Focus Your Mindset: Make the deci-
sion that you will survive this unprece-
dented crisis situation through your own 
grit, determination and effort. Try to find 
music, activities or people that will sup-
port your positive mindset to be resilient 
and mentally tough. Determine to keep 
focusing on solutions. Give yourself some 
grace. Trying to navigate through a crisis 
is exceptionally difficult for everyone, no 
matter their experience level. Be compas-
sionate with yourself just as you would to 
a dear friend you care about. Find healthy 
ways to cope with the stress as you move 
through this time of great adversity. Take 
care of yourself physically, emotionally and 
spiritually.

Jill J. Johnson is the President & 

Founder of Johnson Consulting 

Services, an accomplished speaker, 

an award-winning management 

consultant, and author of the bestselling book 

Compounding Your Confidence. Jill helps her clients 

make critical business decisions and develop market-

based strategic plans for turnarounds or growth.  

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

FINAL THOUGHTS: 
Over the decades, businesses have weath-

ered recessions, natural disasters, terrorist 
events and strategic failures. They sur-
vived and even thrived afterwards due to 
the choices they made and the focus they 
developed to adapt to the changing cir-
cumstances. They focused their mindset on 
making choices each day that were laser-fo-
cused on their short-term survival and their 
intention to achieve long-term success. They 
leveraged unexpected opportunities into 
cash-flow, connections and tactics to survive 
and even thrive. You can do the same!  
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Nothing like billowing black smoke  
at the top of the 11 o’clock news.  

Several recent fires in New York, near 
Toronto, in San Diego (costing $150,000) 
and in northern Michigan (video at www.
mlive.com/news/grand-rapids/2016/04/
video_shows_massive_fire_teari.html) had 
one thing in common – they were from auto 
recyclers who used oxy-acetylene torches to 
remove parts from vehicles.

Preventing disaster requires that you put 
in place yard fire safety best practices. One 
best practice recognizes that you no longer 
need to use a potentially dangerous torch 
to remove parts. Acetylene is an extremely 
flammable gas, is unstable and pollutes by 
emitting toxic fumes. 

Ryan Fogelman, vice president of stra-
tegic partnerships for fire safety solutions 
company Fire Rover, has a broad view of 
fires throughout the waste and recycling 
industry. “We see a lot of fires that start 
from embers that will shoot off during hot 
work,” such as the use of torches, he said. 
“You can have a spark on the floor and you 
don’t see it. And on at least one occasion, 
one of the embers has flown up above the 
sprinkler system” and couldn’t be reached 
by the system’s water. 

There is an Alternative
After 28 years as a collision repair tech-

nician, in 2000 I founded Induction Inno-
vations, the Elgin, IL-based manufacturer 
of induction heater tools for vehicle and 
equipment repair (www.theinductor.com). 
I’ve pioneered the use of induction heating 
to create flameless tools for auto repair, 
agricultural equipment repair and recycling. 

Many recyclers already use induction 
heating – Invisible Heat® – instead of tradi-
tional knives and wires to remove glass with 
the Inductor® Glass Blaster induction heater. 
The Glass Blaster removes windshields intact 
for resale – in a fraction of the time it takes 
using wires or any other method. 

Today auto recyclers are also applying 
induction heating for quick (up to 75-90 
percent faster than torches), safe, consistent 
and controlled removal of stuck, seized or 
frozen nuts, bolts and fasteners that secure 
bumpers, O2 sensors, brakes, suspensions 
and hundreds of other parts.   

The Induction Innovations line of Mini-
Ductor® hand-held portable induction heater 
tools removes these parts from used vehicles 
without damage, increasing productivity and 
profitability. The process maintains parts 
in their original condition so that they can 
retain their value and be sold for reuse. 

How Induction Heating Works
Induction heating generates a high fre-

quency magnetic field that can travel 
through a few inches of space, plastic, glass 
or any non-metallic material. The magnetic 
field encounters an auto part made of fer-
rous metal – one with a significant amount 
of iron in its composition. Because ferrous 
metal has magnetic properties, a circulating 
current is created. The current combines 
with resistance in the metal to generate heat. 
The greater the resistance, the greater the 
heat produced. 

The Mini-Ductor line comes with different 
types of bendable coils that attach to the unit 
to fit the problem part. These are shaped 
to flex around corners and fit into hard-to-
reach crevices and tight spots a flame cannot. 
The Mini-Ductor heats a ¾-inch or 19-mm 
nut red hot in 15 seconds, but the coil itself 
does not get hot. The heat expands the nut 
to break the bond of corrosion or sealer 
between it and the bolt. 

Since induction heat is localized on 
the part and not the surrounding area, it 
leaves nearby paint, plastic, rubber or glass 
unscarred, with no need to remove or shield 
adjacent parts, as required with a torch.

Cost savings from not using oxy-acety- 
lene is striking. On average, insurance 
premiums can be reduced 10-30 percent, 

Expert
Combine Fire Safety & Savings in Your Operation
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Add to that the savings from not spending 
$250-$300 a year to rent a gas bottle. 

Fogelman sees the potential for the Mini-
Ductor® to help prevent fires: “If you’re 
able to heat something without burning it 
or causing it to throw off sparks, it’s going 
to reduce fire risk.” (Watch demo at www.
youtube.com/watch?v=K5EcZ3exRY8.)

One Mini-Ductor® user that has found 
it “tried and true” for salvaging clips and 
components is Ill.-based Marengo Auto 
Body and Glass. Owner Steve Wallace Jr.  
says his shop has used the Mini-Ductor® 
instead of torches for eight years. “The 
Mini-Ductor® is obviously a safer and 
quicker process,” he says. “We just grab it 
and go. We don’t have to worry about (acet-
ylene) gas (expense and storage) either.” 

Sample Codes for Fire Safety
While the role of the Mini-Ductor® is 

significant, there is much more to overall 
salvage yard fire safety. Many jurisdictions 
in the U.S. and Canada have detailed fire 
codes for auto recycling facilities. One 
comprehensive example is the Ontario 
Fire Code for salvage facilities (oara.com/
wp-content/files/Fire-Code-illustrated-com-
mentary.pdf).The code spells out helpful 
procedures:

•  Drain and ventilate gas tanks on vehi-
cles to be salvaged.

•  Make certain all areas are accessible to 
fire department vehicles.

•  Keep water barrels close to all parts of 
the yard. 

•  Have portable extinguishers in each 
building.

•  Have private hydrants close to fire hose.
•  Permit smoking only in areas far from 

flammable materials.
•  Post “No Smoking” signs, fire depart-

ment telephone number and location of 
nearest telephones conspicuously.

•  Keep piles of combustible salvage sepa-
rated by clear lanes.

•  Store tanks or drums in piles separate 
from piles of other materials.

•  Store piles of containers with metal 
shavings, turnings and dust in an area 
separate from other salvage materials 
and identified with warning signs.

•  Don’t put storage piles beneath elec-
trical power lines.

By Tom Gough           Induction Innovations®
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Tom Gough, Founder and 

President, Induction Innovations®, 

founded the firm in 2000 following 

28 years as a collision repair 

technician. With a strong desire to find easier 

and better repair procedures, Gough taught 

himself induction heat theory and adapted it to 

many applications in the automotive repair and 

recycling industries. 

•  Prohibit open air burning.
•  Have provisions for access to water 

tanker shuttle operations within fire 
department access routes. 

•  Have plenty of space between all 
storage piles.

Note: This code is provided as a sample, be 
aware of the fire codes in your jurisdiction. 

Combining the System
Expanding on such codes, Fogelman and 

Jim Emerson, fire engineering manager 
at Starr Technical Risks Agency, created a 
Combinational Approach™ that “involves 
use of the best people, equipment, commu-
nications and training in the right ways, 
in order to provide with its best chance of 
catching and extinguishing a fire before a 
major fire incident shuts down your busi-
ness.” Their recommendations that don’t 
duplicate the Ontario Code list are: 

•  Install thermal cameras to provide 
automatic thermal detection.

•  Have a working automatic sprinkler 
system and adequate water supply.

•  Have available a pre-wetting foam 
agent, configured for wide, obstruction- 
free application by twin water nozzles.

•  Ensure remote, human verified, manual 
control of the foam agent dispenser 
from a safe location. 

•  Don’t put employees at risk in an 
internally staffed fire brigade. It’s too 
risky and hard to put in compliance 
with Occupational Health and Safety 
Administration Requirements. 

•  Configure an emergency response such 
as providing a lancing nozzle, fire ser-
vice hose and a deck gun in order to be 
prepared for the fire response profes-
sionals’ arrival.

•  Train employees to start the fire pump 
and shut off the proper electric circuits 
to save time for the fire professionals. 

•  Have a trained bulldozer/loader oper-
ator with the proper equipment or 
make sure the fire department is trained 
on your equipment.

•  Have manually operable roof vents to 
let heat escape.

•  Inspect and test equipment regularly.
•  Have secondary rally points for per-

sonnel to remain and help the fire 
service.

•  Develop a rapport with the fire 
department.

Find full report at www.linkedin.com/ 
pulse/2019-report-annual-reported- 
waste-recycling-facility-fires-fogelman/.

I hope that these best practices for fire 
safety not only help prevent such night-
mares such as a facility fire but offer  
savings in time, money, property damage  
– and lives.  
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A recent report published by the envi-
ronmental group Pure Earth and the 

United Nations agency UNICEF showed 
800 million children around the world have 
dangerous volumes of lead in their blood 
streams.  The study cites a wide range of 
factors responsible for high levels of lead 
in children’s blood, from inadequate recy-
cling of lead-acid batteries and homes with 
peeling lead paint to lead-laced electronic 
waste dumps and food contamination due 
to lead-glazed pottery.  

In some developing countries with inad-
equate environmental regulations in place 
for the actual braking and smelting of lead 
batteries, lead levels in children are pretty 
high. A Global Alliance of Lead Battery 
Manufacturers and Recyclers urges atten-
tion to informal recycling.  The group, 
made up of representatives from The 
Battery Council International, the Inter-
national Lead Association, EuroBat (The 
Association of European Automotive and 
Industrial Battery Recyclers) and the Asso-
ciation of Battery Recyclers said in a state-
ment released on July 29, ““We want to 
see an end to all informal and unregulated 
recycling as documented by Pure Earth and 
UNICEF. This important report shines a 
spotlight on the problem, and we will con-
tinue to play our part in helping to eradi-
cate it.”  Interstate Batteries is a member of 
a couple of these organizations. 

In the United States and Europe, the 
formal recycling of lead acid batteries has 
been heavily regulated for many years. 
Interstate Batteries Recycling and other bat-
tery manufacturers and distributors collect 
billions of pounds of scrap lead batteries 
for recycling each year. The vast majority of 
those batteries are processed at secondary 
lead processors in the US, Canada and 
Mexico. 

Those lead processors meet stringent 

standards limiting the lead levels being 
released into the environment. “To deliver 
the acknowledged circular economy ben-
efits of using lead batteries it is important 
that only high-performing recyclers are 
involved,” the lead coalition statement 
emphasized. 

As a closed-loop process, the lead battery 
recycling process meets stringent transpor-
tation and EPA regulated requirements, so 
you know your lead batteries recycled with 
Interstate and other battery manufacturers 
are being handled correctly.  

“From the collection and storage of lead 
batteries, to our self-imposed Green Stan-
dard battery handling process, Interstate 
continues to lead the industry with how 
scrap lead batteries are recycled,” said Tod 
Lyons, Sustainability Program Manager at 
Interstate Batteries. “We do not ship our 
scrap batteries overseas.” Customers who 
recycle their scrap lead batteries with Inter-
state know the batteries are being used as 
raw material to make new batteries and 
that the process follows the strict federal 
guidelines.  

If you are not using Interstate Batteries 
Recycling to recycle your lead batteries, do 
you know where your batteries are going?  
If they are shipped offshore, it is possible, 
they could end up at one of the countries 
with inadequate or unenforced battery 
recycling regulations. According to the 
UNICEF report “Out of the 800 million 
children worldwide that are suffering from 
lead poisoning, nearly half of them are 

in South Asia.” One of those South Asian 
countries is South Korea. 

In a Korean Customs report published in 
2019, it shows that nearly 40 percent of the 
scrap and junk batteries they received are 
imported from countries around the world.  
Of that 40 percent, about 45 percent 
(nearly 246,000 metric tons or more than 
542 million lbs) was shipped by companies 
and battery brokers in the United States. 

To ensure your company is not contrib-
uting to the high lead levels in children 
overseas where environmental regulations 
are not as demanding as those in the U.S., 
please contact Interstate Batteries Recycling 
at (888) 872-4001 for more information 
about our highly successful scrap battery 
recycling program.  

Expert
By Tod Lyons        Interstate Batteries Recycling

Proper Battery Recycling Protects Children from 
Lead Contamination
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EDITOR'S NOTE: As we were going 

to press, it is with great sadness 

that we learned that our friend and 

colleague Tod Lyons has passed 

away of cardiac arrest on August 24. We thought 

it only fitting to publish this article, as well as the 

one on page 31, to reflect his work with Interstate 

Batteries Recycling in Dallas as Sustainability and 

Communications Manager and his overall work 

there for more than 11 years. His experience with 

environmental regulations and 20 years active 

duty in the U.S. Coast Guard allowed him to gain 

extensive knowledge of federal regulations for 

transporting hazardous materials, which includes 

regulations pertaining to proper handling of spent 

lead acid and other types of batteries. 

     He also served on the Battery Council 

International’s Communications Committee and 

was Chairman of Lithium Battery Awareness Sub-

committee educating people and businesses about 

lead battery sustainability and the proper handling 

of all types of scrap batteries. 

     He will be greatly missed.
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When the COVID-19 pandemic hit, 
it was no longer business as usual 

for a vast majority of businesses. Automo-
tive Recyclers reacted in different ways, 
depending on their location and their 
state’s emergency restrictions. Some com-
pletely shut down and sent their employees 
home. Others kept running with a skeleton 
crew. There were many unknowns to 
navigate through. No one knew 
how long restrictions would 
last or what they needed to 
do to adequately prepare for 
an extension of restrictions. 
Everyone was thrown into 
survival mode. A part of sur-
vival was to immediately cut 
back on all unnecessary expenses. 
That included things like advertising. 
As an advertising agency, our phones 
almost stopped ringing. Many advertising 
projects which were in process were imme-
diately placed on hold.  

When a crisis hits, cutting advertising 
isn’t necessarily the best strategy. Here are 
our suggestions on the best way to keep 
your name in front of your customer base.

What to Do 
Do not stop advertising completely.  

If you do, it could be a costly mistake. It 
will look like your business has dropped off 
the face of the planet. This would put you 
“out of sight, out of mind!” No one wants 
their customers going to a competitor, and 
never coming back.

Studies show that businesses who con-
tinue to advertise, and even step it up 
during crises periods and downturns, end 
up with the lion’s share of the business. 
Even during crises periods, people still 
need auto parts. Mechanical and collision 
repairers are still working, even if their 
business is also diminished. They will order 
from somewhere and it may as well be 
from you. 

Remember, consumers are more sensitive 
during these times about saving money 
and it’s a great advantage you have to offer 
them. Tell them, “With recycled parts, you 
will save 40 percent to 60 percent off the 
cost of buying new!”

How to Do It
Use free, or almost free, marketing 

methods:
• Email: It is a fast and easy way to stay 

in contact with your customers. You can 
begin by saying something like: “Dear 
(name), the next few weeks or months will 
be challenging. There is a light at the end of 
this tunnel. Our team is here and willing to 
assist you in any way possible. Call us. Let 
us help you start paving a road to success!”

• Phone: Call your top customers and 
ask how they are doing. Ask if they need 
anything. Even though this sounds too 
simple, it is highly effective. It has great 
impact. Studies show that business owners 
who call their customers increase their 
company’s income 20 percent to 30 percent 
without having to get new customers. 

• News release: This method is pow-
erful and free. Newspapers are always 
looking for interesting stories to fill space 
in the business section. Use releases to 
announce changes and plans for serving 

your consumers better. Be sure to stress 
your commitment to the environment. 
Think outside the box. Come up with ways 
to help consumers obtain parts easily and 
announce those ways in a news release. A 
couple of examples may be: Have people 
phone in their orders, pay by credit card, 
and you will bring their orders to their car 
or truck, so they don’t have to come inside 

your business. Or, just step up your 
delivery methods to include delivery 

to homes. 
• Social media: Write a blog 

using Facebook, LinkedIn and 
Twitter. You can instantly post 
photos of incoming inventory and 

other things you want to show. 
• Postcards: As things start roaring 

back, a postcard, a letter or a flyer, can 
put your business back on the road to suc-
cess. Direct mail has the highest response 
rate – higher than email, paid search, online 
display and social media combined. This 
marketing method has survived the test 
of time. It is still effective in reaching your 
customers and prospects. Sending a post 
card is a great way to get a message or offer 
into a customer’s hands quickly. Announce 
your business hours, delivery schedule, and 
staff contact information. Let them know 
how you plan to serve them better. 

It is All About Staying in Contact
The main thing to remember is, stay in 

contact with your customers and let them 
know you are available to help them. 
Check in on their well-being. When the 
economy finally recovers, they will be 
remembering your concern and communi-
cations.  

Marketing
Why and How to Advertise During a National Crisis

By Mike French

Mike French, president of Mike 

French & Company, Inc., can be 

reached toll free at 800-238-3934, 

or visit his company’s Web site at 

www.MikeFrench.com.
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Dipping a toe into the world of immersive 
reality, let’s see what that looks like.

The automotive industry is home to 
some of the most impressive and exciting 
technological advancements of the last 
century. But with each new feature and 
enhancement, the manufacturers repair 
procedures grow with complexity, and 
even the simplest of car maintenance tasks 
can be very overwhelming. Automotive 
professionals from all sides are looking for 
ways to absorb and apply vast amounts 
of information in the most effective ways. 
Immersive reality might offer a solution.

Augmented reality (AR) is the tech-
nology of the future. AR essentially adds 
computer-generated objects (CGI) to the 
real world we see around us. In order to 
“trick” the eye and make us believe that 
the CGI objects are really there in front 
of us, the augmented reality technology 
makes use of sound, video, graphics and 
haptic sensory inputs, as well as GPS loca-
tion data. With anticipated astronomical 
growth, mobile AR could become the 
primary driver of a $108 billion VR/AR 
market by 2021. 

Though the future is bright, we’ve 
already seen some unsuccessful jabs at 
augmented reality implementation that are 
important to consider. The highest profile 
(and earliest) attempt at AR implementa-
tion was the Google Glass. While the actual 
product could initially be considered a 
failure, it brought AR into the public lime-
light for the first time. After the project, the 
concept of everyday wearable devices for 
consumers became a matter for the future 
because of technological constraints. 

Instead, we have seen an interesting shift 
to AR integration in mobile devices. Popular 
early apps like Snapchat and Pokémon Go 
had thoroughly and seamlessly integrated 
AR technology. This said, mobile devices 
only provide part of the experience – the full 
AR experience is digital overlays on reality.

Auto Industry First in Line
So, what will be the first real, fully inte-

grated frontier of augmented reality? While 
many developers are currently reliant on 
mobile devices for AR products, the auto-
motive industry has already integrated AR 
into its operations.

Genesis Motors has made AR an inte-
gral component of its luxury consumer 
experience. Owners of its G80 and G90 
models are now equipped with AR owner’s 
manuals called Genesis Virtual Guide Aug-
mented Reality Manual. Owners down-
load an app and are then able to use their 
smart devices to point at areas of a car 

and receive information about it. If there 
are issues, they can access over 135 videos 
and twenty-five 3D overlays. Pointing at 
the engine generates comprehensive AR 
instructions on maintaining each part of it.

Porsche has equipped its auto-techni-
cians with “Tech Live Look” powered by 
AiR Enterprise Software. They officially 
launched in North American dealerships in 
2018. The glasses feature a small but high-
tech camera that shows minuscule details 
such as threading on a screw. They are also 
equipped with LED light to illuminate dark 
areas. 

There is a video conference capability so 
that technicians can connect with Porsche’s 
ATL support team as they work on issues. 
Teams can send technical service bulletins 
and instructions, and technicians can use 
the glasses to take screenshots of issues for 
future reference. All in all, the glasses have 
resulted in a 40 percent decrease in time 
necessary to resolve issues.

While easy to overlook, it appears that 
the automotive industry may well be the 
first major frontier for true AR experi-

ences. AR benefits the automotive industry 
from all ends, and these companies have 
invested heavily in integrating it into their 
business model and consumer experience.

Best of VR/AR Training
Virtual Reality (VR) can provide access 

to training environments which are either 
difficult to access or don’t exist, and Aug-
mented Reality can help provide digital 
assistance while performing a task. A new 
research project was launched to develop a 
revolutionary industry 4.0 training system 
for the automotive collision repair and 
service industry.

Tradiebot Industries explored the use 
of virtual and augmented reality tech-
nologies and how it can benefit the auto 
repair industry. The project will develop 
the industry’s first Virtual/Augmented 
Reality Training and Service Solution for 
the $7 billion automotive repair industry. 
Tradiebot Industries is advanced software 
company focusing on developing immer-
sive technology solutions for training and 
information delivery in the automotive and 
trade sectors.

The new technology redefines the way 
information, communication and training 
are delivered for existing repairers and 
those seeking a career in the industry.

The first announcement was made at 
Skills Show Australia 2018 in Sydney, 
where Tradiebot was exhibiting its trans-
formative projects for the first time. They 
say training using VR/AR technologies 
blurs the line between the physical world 
and the cyber world, creating a sense of 
immersion and bringing complex mod-
ern-day vehicle repair catalogs alive. Users 
can walk round, walk through, and even 

Educate
Driving Innovation Training and Disruption in a Time of Accelerated Change

Compilation by Ginny Whelan

What will be the first real, fully integrated frontier of AR? 
It might very well be the automotive industry.
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touch objects in the virtual world and test 
systems and products that are yet to be 
realized using virtual reality technologies.

The three primary factors that have con-
tributed to the rise of VR safety training 
in the workplace are increased knowledge 
retention, safe learning, and effectiveness 
and scale. Challenges associated with the 
technology are also issues to resolve.

Immersion Learning is the Future
The introduction of VR technology 

has changed the way employers train and 
improve the skills of their employees. The 
resulting experience is called immersive 
learning, as trainees are virtually immersed 
in a safe, instructive environment that 
allows them to practice their skills without 
causing harm to company property or 
themselves.

Training companies and the business 
community all over the world are devel-
oping training scenarios in VR to enhance 
employee productivity and learning reten-
tion. Most recently, a series of 360 video 
training modules were developed for a car 
manufacturer to train its frontline workers 
on safety protocols and procedures. 

Future apprentices and their parents 
attending the 2019 Skills Show were the 
first to experience Tradiebot Industries’ 
new 4.0 automated and virtual environ-
ments, including VR training for spray 
painting and AR training for auto repair. 
Dr. Ben Horan, Director CADET VR Lab 

at Deakin University, a partner in Tradie-
bot’s research, said, “Immersive reality, 
which encompasses VR and AR, provides 
a fantastic opportunity to help overcome 
some of the skills training challenges in 
sectors such as collision repair. 

“Virtual Reality can provide access to 
training environments which are either 
difficult to access or don’t exist, and Aug-
mented Reality can help provide digital 
assistance while performing a task. We 
have worked with many industry partners 
and applications to help translate these 
technologies into competitive advantage.”

Why can’t the automotive recycling 
industry work with industry partners to 
introduce VR and AR skills training for 
auto recycling training?

Serious Shortfall of Skilled Talent
Like many trades, our industry is facing 

a serious shortfall of skilled talent and an 
ever-widening skills gap as repair businesses 

Sources:
https://appreal-vr.com/blog/augmented-reality-car-repair/
https://arpost.co/2017/12/07/what-exactly-is-augmented-reality-technology/
https://arpost.co/2017/10/31/mobile-ar-expected-drive-108bn-vrar-market-2021/
https://arpost.co/2018/01/17/augmented-realitys-surprising-first-frontier-the-automotive-industry/
https://www.genesisnewsusa.com
https://www.forbes.com/sites/theyec/2019/12/02/the-future-of-safety-training-looking-at-vr-and- 
     immersive-learning/#42dc9085ce14
https://www.nationalcollisionrepairer.com.au/technology-collaboration-prepares-workers-for-the-future/
https://eservicesco.com/2019/12/03/the-future-of-safety-training-looking-at-vr-and-immersive-learning/
https://www.cbn.co.za/featured/five-main-trends-impacting-the-motor-body-repair-industry/?fbclid= 
     IwAR0ws46sk2EAwl2zv1s3c5nMKccyN4aIZ7YHAHVIrTns7sdSucS5bHrGbw4
http://www.bodyshopmag.com/2018/news/industry-4-0-training-system-launched/

struggle to keep up with the latest OEM 
repair methods and industry best practice.

Rather than wait for our technologies 
to hit the shop floor and face a productiv-
ity-sucking gap while talent is trained up 
to use them, “ARA Educational Founda-
tion and Tradiebot are partnering with the 
leading employers who will be deploying 
these technologies, and developing state of 
the art training solutions now to teach the 
skills that will be needed,” Ginny Whelan, 
ARAEF executive director.

Innovation is at the forefront on the 
ARA Educational Foundation mission, and 
more details will come from this innovative 
arm of the ARA.  

Ginny Whelan, an ARA Past 

President, is Managing Director of 

the ARA Educational Foundation. 

She founded the ARA Member 

Benefit, ARAUniversity.org – now the leading 

Web-based training resource in auto recycling. 
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“I am the god of hellfire! And I bring you 
Fire,” this is the opening line of the 

1968 chart hit Fire by The Crazy World of 
Arthur Brown (listen to it on your streaming 
platform). A bit later in the song you find 
the lyrics “Fire, to destroy all you’ve done. 
Fire, to end all you’ve become.” Lyrics that 
could perfectly describe the crazy world of a 
small number of automotive recycling busi-
nesses that don’t have any fire protection 
plans in place.

Fire protection plans become even more 
important when high voltage vehicles are 
factored in. Not because they are more 
likely to catch fire than conventional vehi-
cles, but the blaze could be much more 
severe if they are ignited.

There are a number of reasons for these 
fires, including:

•  External Factors – something else 
causes a fire.

•  Incorrect Handling – poor storage of 
vehicle or battery.

•  External Damage – due to an accident 
or incident.

• Overcharging or deep discharging.
• Internal fault in battery or vehicle.
These batteries can burn at very high 

temperatures, release highly toxic sub-
stances and require extreme volumes of 
water to put out and cool down. Fire ser-
vices I work with are advising a require-
ment for 10,000 liters of water (approx. 
2,500 gallons) for a single electric vehicle 
fire – the majority of this water is required 
to keep the battery cool after the fire has 
been stopped because there is a risk that 
the battery will re-ignite if it hasn’t been 
cooled down sufficiently.

In tests, temperatures between 700 and 
1000 C have been recorded when an elec-
tric vehicle battery has been on fire – you 
can only imagine the effect of this type of 
conflagration in a vehicle recycling yard 
or workshop, so updated fire protection 
plans are essential for all vehicle recycling 

and dismantling facilities to factor in high 
voltage vehicles and their components. It 
is suggested that the following additional 
processes are reviewed.

Vehicle Collection 
•  Assess the condition of the vehicle, 

check the possibility for thermal run-
away of the battery; if necessary, make 
the high voltage system safe by discon-
necting the 12v battery and removing 
the high voltage safety plug.

• Place HV warnings on vehicle.
•  Consider using a vehicle fire blanket 

over the vehicle whilst it is on the trans-
porter so if the vehicle does catch fire 
during delivery the resulting damage 
may be reduced.

Vehicle Receipt in Facility
•  Re-assess the condition of the vehicle, 

check the possibility for thermal run-
away of the battery; make the high 
voltage system safe by disconnecting 
the 12v battery and removing the high 
voltage safety plug.

•  If not done already, place high voltage 
warning signs on the vehicle.

•  You do not know what condition the 
vehicle is in; it may catch fire overnight 
so put the vehicle in a quarantined area 
until it can be dismantled – this is to 
ensure that if a fire occurs the vehicle 

will not create additional damage to 
surrounding vehicles or buildings. 
Alternatively, deploy a vehicle fire 
blanket over the vehicle so it is quaran-
tined but without the 5 meter (15 feet) 
open space around it. 

Vehicle Dismantling
•  Trained staff only working on the 

vehicle.
•  Store the battery in a secure, dry area 

and so that battery cannot be damaged 
whilst in store – fall off the shelf or 
have anything fall on it.

• Never stack the batteries.
• Never mix the battery chemistries.
• Restrict access to the battery store.

Battery Transportation
•  These batteries have to be transported 

following recognized local and interna-
tional standards, including UN Manual 
of Tests and Criteria; a battery can be 
transported by a trained person if it is 
properly packaged and insulated and 
has all the required labels, shipping 
marks and paperwork.

In the Crazy World of Arthur Brown, 
“You’re gonna burn;” in our world we 
have plans in place so that we don’t burn. 
If, by accident, the worst-case scenario 
does happen then the damage will not 
destroy all that we have built because we 
are prepared!

For more details on car fire blanket look 
at http://carfireblanket.ie. For a best man-
agement practice on electric and hybrid 
vehicles, refer to http://motorsalvage. 
blogspot.com/2020/05/electric-and- 
hybrid-vehicle-best.html.  

Charged
Hybrid Fire Hazards

By Andy Latham

Fire protection plans 
become even more 

important when high 
voltage vehicles are 

factored in ... the blaze 
could be much more severe 

if they are ignited.

Andy Latham is Managing Director 

of Salvage Wire. His desire is to 

highlight the professionalism in the 

vehicle recycling industry, increase 

knowledge and understanding, and keep everyone 

safe, ethical and profitable.
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Lead battery recycling is one of 
the biggest success stories of our 
generation. Ninety-nine percent 

of all lead batteries manufactured are 
recycled to make into new batteries. 
All elements of the lead battery can be 
recycled, including the sulfuric acid.

The same cannot be said about other 
battery chemistries. Though some other 
batteries like Nickel Cadmium (Ni-cd) or 
Nickel Metal Hydride (Ni-MH) can also 
be recycled, they need to be separated 
from lead batteries and shipped on 
their own. 

Alkaline batteries can be recycled 
at a cost, but when it comes to lithium 
ion or other lithium-type batteries, very 
few can be fully recycled. And because 
there are so many different types of 
lithium batteries now coming to end of 
life, battery handlers need to be aware 
of the differences for properly disposing 
of or recycling the different types of 
batteries. 

Interstate Batteries Recycling recycles 
about one billion pounds of scrap lead 
batteries every year. The vast majority 
of what we recycle comes from car 
dealers, auto parts stores, the telecoms 
industry, scrap yards and battery 
specialists all across the country and 
in Canada who are looking to ensure 
their scrap lead batteries are properly 
handled. We process the batteries in 
full truck load quantities. The scrap lead 
batteries are raw material to make new 
lead batteries.

Recently, we have received a number 
of orders from our customers that 
included non-conforming batteries 
with lead batteries. Besides being a 
strict violation of DOT regulations, this 
could also create other issues such as 
personal injury or damage to smelter 
equipment if those batteries entered the 
battery breaker. 

The exemptions provided by the 

DOT were written specifically for 
lead batteries. If you include other 
battery chemistries on loads with lead 
batteries, the exemption disappears and 
now you have a hazardous materials 
load, not to mention opening the door to 
fines and expensive disposal charges. 

Educating battery handlers who 
accept batteries at their scrap yard or 
used auto parts business is the first 
step to ensuring that different battery 
chemistries are not included with lead 
batteries destined for recycling. 

First of all, separate the different 
battery chemistries. You cannot include 

Ni-cd, Ni-MH, alkaline or lithium 
batteries with a load of lead 
batteries. Battery packers need to 
be on the lookout for lithium auto 
batteries that very much resemble 
traditional lead acid auto batteries. 
They are almost identical to a lead 
acid battery in design except for 
some labeling and the diminished 
weight of the battery itself. Lithium 
batteries weigh about  
20 lbs less than a typical lead acid 
auto battery.

We’ve noted some customers 
seem to believe that if it’s a 
battery, they can just include it on 
a pallet of lead acid batteries for 
recycling. This is not the case. Non-
conforming batteries that come in 
with a load of lead batteries will 
be tracked back to the shipper and 
penalties or disposal costs will be 
assigned. 

For example, it you included 100 
lbs of lithium batteries with a load 
of lead batteries, you would be 
charged up to $500 by the smelter 
to have the lithium batteries 
properly disposed of. 

This includes any batteries sent 
back by you for recycling, even if 
you did not know that a lithium 
battery or other non-conforming 

scrap might be tucked away inside a 
pallet of lead batteries you sold to be 
recycled. The responsibility and cost 
recovery lies squarely on the shoulders 
of the shipper.

For more information on how to 
recycle different types of batteries, 
contact Interstate Batteries Recycling at 
888-872-4001.

See the Editor‘s Note on page 24.

Tod Lyons served as Sustainability and 

Communications Manager at Interstate 

Batteries Recycling Corporation. 

Not all Batteries Can Be Recycled the Same Way   By Tod Lyons

LI-Ion BMW battery, Gopher

Jaguar LiFePO4 battery

Some customers seem to 
believe that if it’s a battery, 
they can just include it on a 
pallet of lead acid batteries for 
recycling. This is not the case. 
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“D id you ever wonder if there was 
a master checklist of compliance 

issues facing the automotive recycling 
industry? The answer to your question 
lies within the ARA Certified Automotive 
Recyclers (CAR) program. 

Many of the qualifications take into 
consideration quality and safety issues that 
could cause detrimental outcomes should 
something happen if neglected. While there 
are no guarantees, it just makes sense to 
consider to be CAR to save dollars in poten-
tial consequences.

In 2020, ARA Certification has gone to 
an online system. Functionally, it is a check-
list for tracking compliance at a profes-
sional auto recycler’s facility. 

The value-added aspect of certification 
lies in the compliance verification and the 
continual improvement process! The des-
ignation as CAR Certified is the badge 
of honor those compliant members can 
proudly display to be recognized for their 
achievement.

Here are the qualifications needed, along 
with notations on photos or verifications 
required for certification. Some auto recy-
clers find it easier if a “library” of photos 
is placed in a single folder on their com-
puter prior to answering the questions. For 
some processes, proper documentation is 
required. This “library” proof of excellence 
also comes in handy for times when you 
could be required to show that the facility 
is operating within industry “best practices.”

Below is the list of standards to be met 
within the CAR Program:

General Business Standards 
1) Customer Parking – Is Customer 

Parking separate from the Vehicle Holding 
area with adequate Grading and Drainage? 
Photo Required

2) Sales & Reception area – Is this clean 
and organized? Photo Required

3) Department of Labor – Is the required 

Department of Labor Employee 
Information Signage posted? Photo 

Required

4) Building & Property Main-
tenance and Appearance – Are 
buildings and property well 
maintained? Photo Required

5) Salvage Vehicle Storage – Is Salvage 
Vehicle Storage Safe and Organized?  
Photo Required (Two Views)

Environmental Standards 
6) Fluid Removal & Dismantling Area(s) 

– Do all Designated Dismantling Areas have 
a Roof and an Impervious Surface? Photo 

Required (Two Views)

7) Are Used Oils Stored in a Secondary 
Containment area with Cover, or inside a 
Container in Good Condition? Photo Required

8) Is all Antifreeze Stored in a Secondary 
Containment area with Cover, or inside a 
building in a Container in Good Condition? 
Photo Required

9) Is all Fuel Storage located outside, 
away from structures (distance according 
to local fire code) with covered Secondary 
Containment in tanks in Good Condition? 
Photo Required

10) Are all Batteries stored inside a Cov-
ered Storage Area on an Impervious Surface 
and Stacked no more than Three (3) high? 
Photo Required

11) Are all Refrigerants evacuated 
for Recycling, Disposal or Reuse using 
approved operable refrigerant reclamation 
equipment? Photo Required

12) Are less than 1,500 scrap tires stored 
on-site in a trailer or cage(s), not adjacent 
to buildings or perimeter of yard, in compli-
ance with State requirements? Photo Required

13) Do Designated Core Storage Areas 
(Engines & Transmissions) have a roof and 
are they situated on an Impervious Surface? 
Photo Required (Two Views)

14) Are Fluids from Crushing Contained 
and Collected for Disposal? Photo Required

15) Is the Crusher 
Area free of any 
Spills or Leaks on the 
Ground? Photo Required

16) Is pressure/
power washing con-
ducted inside with 
overspray of oily 

wastewater lawfully discharged to sewer or 
contained and recycled or transported for 
allowable disposal for facilities with septic 
systems? Photo Required

17) Are Spent Solvents managed as  
Hazardous Waste and manifested with a 
Hazardous Waste Management company?   
Photo Required

18) Is wastewater lawfully discharged to 
sewer or contained and recycled or trans-
ported for allowable disposal for facilities 
with septic systems? Photo Required

19) Storm Water Pollution Prevention 
Plan (SWPPP) – Does the facility have a 
written and implemented Storm Water 
Pollution Prevention Plan (SWPPP) that 
includes employee training and logged 
inspections? Document Verification Required

20) Storm Water Sampling – Is Storm 
Water Sampling conducted at intervals 
required under the state permit such as 
annually, quarterly or per 5-year permit 
authorization or is not required by the 
state? Document Verification Required

21) Spill Prevention Control and 
Countermeasure – If site has more than 
1320 gallons of On-Site Storage for Petro-
leum Product (Oil and Fuel), is a Spill 
Prevention Control and Countermeasure 
(SPCC) plan written and implemented 
including regularly logged inspections? or 
<1,320 gallons of storage so No SPCC is 
required. Document Verification Required

Safety Standards 
22) OSHA Regulatory Review – Safety 

Data Sheets (SDS) – Are Workplace chem-
icals listed in an Inventory and the corre-

Certified
CAR Program Offers Compliance Assurance

Submitted by the ARA Certification Committee
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While there are no guarantees, it just makes sense 
to consider to be CAR to save dollars in potential 

consequences. … The designation as CAR Certified is  
the badge of honor those compliant members can proudly 

display to be recognized for their achievement.

sponding Safety Data Sheets (SDS) infor-
mation complete, up-to-date and easily 
accessible? Document Verification Required

23) Is basic Personal Protective Equip-
ment available and used when required? 
Photo Required

24) Is OSHA Approved 15-Minute Eye 
Wash Station readily accessible near all 
Fluid Evacuation Areas & near Corrosive 
Materials? Photo Required

25) Are Fire Extinguishers readily avail-
able, appropriately labeled and Fully 
Charged with appropriate inspection tag? 
Photo Required

26) Are First Aid Kits readily available 
to employees in close proximity to the dis-
mantling areas, and adequately sized for 
the number of employees in that area? Photo 

Required

27) Are Lock Out Tag Out (LOTO) sup-
plies, such as hasp locks and tags, available? 
Photo Required

28) Is the ARA Cutting Torch Use Edu-
cation and Orientation Protocol signed by 

all Employees using a Cutting Torch or has 
Cutting Torch been removed from facility? 
Document Verification Required

29) Are Spill Kits located throughout the 
facility Photo Required

30) Self Service Facilities Safety Signs – 
Are Safety Signs & Reminders posted and 
visible for Customers at Self Service facili-
ties and for Employees at all facilities?  
Photo Required

31) Shipping of Airbags – Does the site 
have Documentation of DOT Certification 
Training for Dangerous Goods shipping 
provided within the past three years for all 

Employees Associated with the Shipping 
of Airbags/Seatbelt Pretensioners/Hybrid 
Batteries or DO NOT ship HazMat from 
facility? Document Verification Required

32) Forklift Training – Does the site 
have Documentation within the past three 
years of Certification Training provided to 
all Forklift Operators? Document Verification 

Required

ARA Certification has a new website, 
at https://aracertification.com. For more 
information on becoming CAR Certified, 
email ARA at staff@a-r-a.org.  
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Gain keen insight and valuable business connections 
at the first-ever virtual automotive recycling industry 
event that could turn your possibilities into probabilities 
– without even leaving your facility! By Caryn Smith  

Do you want to rejuvenate your 
business, revive your business 
profits, reframe your current 
perspective, refresh your team’s 
skills, and recharge your personal 
energy?

It has been a long challenging 
year that has offered up unprece-
dented obstacles and unforeseen 

opportunities. It’s time to take a few days for yourself, 
your business and your employees, to reevaluate your 
mission, goals, strategies, profitability, processes, efficien-
cies, and more. Finding new perspective may be just what 
you need to go into 2021 with a clear plan of action and 
renewed energy … and a boost to the bottom line.

Look no further, the Automotive Recyclers Association 
(ARA) is offering this, and more, and encouraging partic-
ipation of the entire industry, not just its members. Access 
to valuable, business-changing information and services is 
going to be, literally, at your fingertips! 

In fact, you’d be crazy not to take advantage. 

What is the Opportunity?
ARA has just what you need in “EDGE 2020!” This is 

the first-ever virtual automotive recycling industry event 
that serves as ARA’s 77th Annual ARA Convention & 

Expo – happening over three days, November 11-13 –  
and it’s coming directly to you in the comfort of your 
home or office! Register now at https://s3.goeshow.
com/ara/edge/2020/registration_form.cfm.

EDGE 2020 offers opportunities to learn from industry 
experts, network with peers, and participate in a world-
class Exposition boasting cutting-edge products and ser-
vices from forward-thinking experts in their fields that are 
bound to revolutionize your business. 

There is even an APP for it, so you won’t miss anything!
While ARA’s best laid plans were to have attendees 

come to Reno, Nevada in November as an in-person 
convention and expo, the ARA leadership pivoted to bring 
the event TO auto recyclers in a virtual format as the best 
way to build up the whole industry with opportunities for 
growth, and quite frankly, a chance to regroup from a very 
stressful year. While other times in history have impacted 
auto recyclers in critical ways, never before has the entire 
world and the world-wide industry endured such a trial at 
the same time. 

“For the first time, we have the capability to help and 
engage with more auto recyclers than ever through the 
top-notch virtual convention platform, and bring it right 
to their office and to their teams,” says Scott Robertson Jr., 
ARA’s President, and owner of Robertson Auto Salvage, 
in Wareham, MA. “If ever there was a year to assist those 

EDGE 2020
V I R T U A L
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Virtual 77th Annual ARA Convention & Expo:

LEVERAGE 
Your EDGE
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who fall beyond the ARA fold, this is it. We hope recyclers 
of all kinds from all around the globe take advantage of 
the possibilities within EDGE 2020.”

What’s in Store?
ARA has assembled an expert line-up of speakers and 

peer-leader panels who will share strategies for growth, 
efficiency, productivity, and recovery from the most chal-
lenging year in modern history. Some sessions include:

•  Two Keynotes – “Working Less and Making More,” 
with Blake Stratton; and “Overcoming Adversity,” 
with Jason Redman 

• Surviving 2020
• Finding & Developing the Right People
• Electric & Hybrid Vehicles - A New Chapter
•  Inventory Acquisition: The Single Most Important 

Thing You Do
• Hybrid/EV Battery Recycling/Battery Safety
• Maximize Core and End of Life Revenue
• How to Kick A** at a Self-Serve Auto Facility
• The Future of Auto Recycling
• Engaging Sales Growth
• Are We Really Meeting Customers’ Expectations
• “Tech Talks” with technology companies

... And more!
ARA eagerly anticipates the return 

of Jason Redman (left) as the EDGE 
2020 closing keynote speaker. He is 
named as the “ARA 2020 Industry 
Coach,” and has already led four 
pre-convention “Facebook Live” 
events geared to help auto recyclers 

stay strong in the chaos and crush their goals (recordings 
are on ARA’s Facebook page). 

As a decorated retired Navy SEAL officer who was 
severely wounded in Iraq in 2007, Redman used his expe-
riences to become a New York Times bestselling author, 
speaker and coach, helping individuals and companies 
through adversity. Reflecting on the resilience of the auto 
recycling community, Redman says, “I think resilience is 
the ability to endure hard and uncertain times, but also to 
recognize the opportunities it presents. We will explore this 
and more, and convention attendees will walk away with 
actionable plans to implement following the event.”

Where’s the Innovation?
How often do you get – directly in your office – an 

abundance of industry suppliers who want to educate you 
on ways to innovate your business, all at your fingertips 
and all in one room? 

How many times do you get to connect your specific 
team members (who use the products and services every 
day) with the opportunity to talk directly to suppliers and 
gain information and data that will improve their skills or 
help make critical production decisions?

With this in mind, the virtual Exposition might be the 
most important aspect of the event for participants. Reg-
istered attendees go into the “Expo Hall,” and can imme-
diately see every company that is exhibiting at a glance. 
Then, attendees can:

•  Choose the vendor booths they want to connect with 
(just like a live trade show);

•  Set up a one-to-one appointment with the company to 
occur during a time-frame convenient to both;

•  Live video chat with a booth representative;
•  Learn about the company through their in-booth 

video or other in-booth options;
•  For participating exhibitors, watch an informational 

webinar in the booth, and ask questions right away;
•  Email the company questions and requests for  

follow-up later;
•  Download information, documents and videos into  

an attendee “eBag” for viewing later at their leisure. 
(This helpful feature allows attendees to grab the 
information they want to review later in more detail 
and share with their management or teams.)

This undistracted time with vendors is an efficient way 
to do business and get all the facts needed to find win-win 
opportunities. 

EDGE 2020 SPONSORS: Platinum – Hollander and 
IAA; Diamond – Car-Part.com, LKQ and URG; Gold – 
Brock Supply and Peddle; Silver – Copart, PMR, and RAS.  

Other companies already committed to the event, with 
more to come, are Advanced Remarketing Services, Brock 
Supply Co., Belanger Converter Recycling, Buddy Auto-
motive Innovations, Car-Part.com, CCC Information 
Services, Commercial Forms Recycler Supply, Copart, 
Crush/S3 Software Solutions, EZ-Suite, Hollander LLC, 
Mike French & Co., Inc./Auto Recyclers Toolbox, Peddle 
LLC, PMR Inc., Rebuilders Automotive Supply, Recycling 
Today Media Group, ScrapCATapp, Texn Rewards LLC, 
United Catalyst Corporation, United Recyclers Group, 
Vortex De-Pollution & Recycling Equipment, We Buy 
Key Fobs, Worldwide Facilities formerly GJ Sullivan Co. 
(Sponsor and Exhibitor list is as of 9/28/2020.)

EXPERT
SPEAKER 
LINE-UP

Blake Stratton

Andy Latham

Dalbert 
Livingstone

Don Porter

Gary Lindros

Jen Wilson



INDUSTRY RECOGNITION  
Automotive Recyclers 
Association Welcome & 
Ribbon Cutting.  
President Scott Robertson Jr. 
welcomes attendees.

Automotive Recyclers 
Association Awards &  
Gavel Passing Ceremony. 
See your peers get the 
recognition they deserve!

ENGAGEMENT CENTER   
Chat with your peers by topic  
or just hang out! 

LEARNING LABS
Tech Talks from:  Buddy 
Automotive Innovations,  
Car-Part.com, CCC, Crush, eBay 
and Hollander.

RESOURCE CENTER
B&R Auto Wrecking Facility 
welcomes attendees for an 
Insider Tour. Plus: Info you 
need to know is located in the 
industry resource center!

WELLNESS LOUNGE 
Enter the Wellness Lounge for a 
Brain Break and Wellness Check. 
Take advantage of what this 
lounge has to offer!
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What Can You Achieve?
“Recovery for the automotive recycler means rethinking 

everything going forward,” says Robertson. “No matter 
if business is going well, or if it is struggling, 2020 has 
changed the landscape of business. If you add in other  
factors, such as the OEMs infringement on the market-
place and the electric vehicle and technology gaining trac-
tion, automotive recyclers need to be smart about their 
decisions in 2021 and beyond.”

“If an auto recycler wants to connect with their peers, 
get back on their feet, stay ahead of trends, and take their 
business to the next level, we can help them accomplish 
that – which, in turn, is good for the whole industry,” says 
Sandy Blalock, ARA’s Executive Director. “Our mission 
is to protect the marketplace from detracting intruders, 
offer pathways to progress with industry education, cer-
tification, and recognition, and provide ways to connect 
recyclers to their peers and to the quality service providers 
who bring innovation to the industry.” 

“The industry missed so many opportunities to gather, 
learn and connect,” says Blalock. “ARA is hosting the best 
virtual experience possible so that you can get your EDGE 
and plan for success in 2021.” Don’t miss all EDGE 2020 
offers as the industry event of the year.  

Caryn Smith is the editor of ARA’s Automotive Recycling magazine 
and has been covering the industry for over 20 years. 

Sessions to  
Sharpen Your Edge 
(Highlights as of Sept 28, 2020)

Opening Keynote: THE DOUBLE WIN
Blake Stratton, Michael Hyatt & Co.

In this signature talk from Michael Hyatt & Co., you  
will learn the Four-Step System for growing your business 
while working less. Following this process has resulted 
in our clients growing their business an average of 67 
percent in their first year, while cutting an average of 
11 hours from their workweek. We've compressed and 
customized this message to equip you to start winning  
at work and succeeding at life quickly!

Powering the Auto Recycling Industry with 
Interchange

During this discussion, Hollander will review how they 
continue to power the industry with Interchange, their 
recent data center move and the long-term advantages for 
the auto recycling industry. Afterwards, Car-Part.com will 
address the enhancements they add to the Interchange 
and their commitment for the future.

Surviving 2020
Greg Daurio; Tom Andrade; Shan McMillon; Ryan Falco;  
Becky Berube, Moderator

The unforeseen challenges of 2020 have disrupted and 
changed our business world in more ways than any of us 
could ever imagine. Join our panel discussion with auto 
recyclers from across the country to review the impact of 
COVID-19 on auto recycling, crisis management techniques 
utilized, and how this has forever changed our business.

The Future of Auto Recycling
Don Porter with Q&A Discussion to include: Nick Daurio;  
Jim Watson; Doug Reinert

Turn the clock forward a few years and attempt to 
imagine the auto recycling industry of the future. What 
will it look like? How will we cope with advancements 
in vehicle design, advanced ADAS technology and push 
for Artificial Intelligent estimating applications? How will 
these innovations affect the way we do business, the 
vehicles we purchase, part types we sell, and how we 
market and sell our inventory? Who will be the consumer 
of tomorrow? Join us as we discuss the future of auto 
recycling.     

Electric and Hybrid Vehicles – A New Chapter
Andy Latham

Following the release of the latest updated and 
in-depth Electric and Hybrid Training Manual from the 
Automotive Recyclers Association, Andy Latham will discuss 
latest insights into the safe handling and recycling of high-
voltage batteries along with the steps taken to remove 
batteries from all vehicles prior to vehicle crushing and 
scrapping. Andy is one of the leading experts in the world 
on this subject matter, so you will want to take notes!

Jeremy Barnett

Justin Eves

Kelly Lawlor

Mike Kunkel

Mike Pierson 

BUT WAIT, THERE’S MORE

Registration is open  
and very affordable  
for a company-wide 
training experience. 

The registration fee is $199 per person. 
Register five (5) or more from the same company 

and receive $50 off PER REGISTRATION!  

REGISTER TODAY AT 
https://s3.goeshow.com/ara/edge/2020/registration_form.cfm
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November 11, 2020

u   Automotive Recyclers Association Welcome and Ribbon Cutting

u  B&R Auto Wrecking Facility Tour in Corvallis, Oregon – Part 1

u  Tech Talk:  Hollander

u   Tech Talk:  Car-Part

u   Tech Talk:  Crush
u   Exposition Open! Attendees are encouraged to enter the  

EDGE 2020 EXPO HALL, schedule vendor appointments, engage  
in live video or text chat with Booth Representatives, watch exhibitor 
videos and webinars, and download company information into your 
attendee eBag for future reference! This is your undistracted time to 
find valuable products, services and machinery from the industry’s 
forward-thinking companies, that could help you meet your goals 
towards a profitable outcome in 2021.

November 12, 2020

u   B&R Auto Wrecking Facility Tour in Corvallis, Oregon – Part 2

u   The Double Win – Opening Keynote with Blake Stratton

u   Powering the Auto Recycling Industry with Interchange

u   Surviving 2020

u   The Future of Auto Recycling

u   Tech Talk: eBay

u   Airbag Recalls 2020 – New Programs/Features  

for Maximum Profitability

u   HR: Finding & Developing the Right People

u   Electric & Hybrid Vehicles - A New Chapter

u   Things Your CPA May Not Know

u   Tech Talk: What’s New in Bid Buddy 

u   Tech Talk: What's New with CCC Pinnacle?

November 12, 2020 (Continued)

u   Getting the Most from Social Media

u   Inventory Acquisition: The Single Most Important Thing You Do

u   Engaging Sales Growth

u   Automotive Recyclers Association Awards & Gavel Passing 

Ceremony

November 13, 2020

u   B&R Auto Wrecking Facility Tour in Corvallis, Oregon – Part 3

u   Tech Talk:  Hollander

u   Tech Talk:  Car-Part.com

u   Tech Talk:  Crush

u   Sales for Self-Service – Thinking Outside the Box

u   Full-Service Session on Sales

u   2020 Managing Today‘s Virtual Workforce

u   Are We Really Meeting the Customers‘ Expectations

u   Hybrid/EV Battery Recycling/Battery Safety

u   From Order to Out the Door

u   Automotive Recyclers Association Mentor Program –  

Discussion with Q&A

u   Tech Talk: Inventory Buddy

u   Tech Talk:  CCC Parts & Pinnacle: Best Practices to Maximize Sales

u   Customer Expectations & Part Types

u   Maximize Core and End of Life Revenue

u   How to Kick A** at a Self-Serve Auto Facility

u   Recyclers Roundtable

u   Pointman in Business & Life – Closing Keynote with Jason Redman

Day by Day at a Glance
(As of Sept 28, 2020. Changes may occur up to event time.)

Inventory Acquisition:  
The Single Most Important Thing You Do
Stony Rutledge; Bill Stevens

Full-service auto recyclers spend more money on 
inventory than any other item. It's the single most 
important factor in maximizing profitability. Discover why 
inventory acquisition is so important yet so challenging. 
Leave this session with the information needed to thrive 
during this unique time of opportunity.

Sales for Self-Service –  
Thinking Outside the Box
Justin Eves 

Move beyond the social media and data-driven 
techniques of yesterday and into the future! In this 
session, you will learn how rapidly growing concepts 
such as geofencing and behavioral targeting can drive 
business your way. Empower your staff to correctly 
identify parts, appropriately charge for those parts, 
and how to improve tracking individual and team 
performance using a variety of KPIs.  

How to Kick A** at a Self-Serve Auto Facility
Tom Andrade; Michael Pierson II; Gary Lindros

Open panel discussion on the key focus areas of 
running a successful Self-Service or Hybrid Facility.  
Topics will include stocking, sales and customer service.  
We will also highlight scrap material harvesting.

Closing Keynote: Pointman in Business & Life
Jason Redman

The Pointman. The leader.  The navigator. The danger 
seeker. That legendary military individual who has nerves 
of steel, an inner compass and GPS rolled into one, and 
an unworldly 6th sense to detect dangerous ambushes. 
In my career, I was a Pointman. I also relied on Pointmen 
to navigate routes, identify the most efficient way to get to 
objectives, and detect danger. In our careers and personal 
lives, we seek a clear path to accomplish our goals. We 
want that uncanny awareness to detect obstacles. We 
desire to maintain the overcome mindset to stay the 
course. To do this, we must develop our own Pointman 
intellect! We will explore the tools you will need in order 
to become your own Pointman, to crush your goals. 

Russell Sewell 

Tim Wall 

Tom Andrade 

... AND MORE!
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Check out some of the industry vendors that are doing 
business with attendees in the ARA Virtual Expo!
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These quality companies are ARA’s Early Access Exhibitors as of September 28, 
2020. More companies are sure to join the Expo who did not make it into this printed 
guide. See the ARA website for a full list of industry partners you can visit during your 
virtual convention experience at www.a-r-a.org/annual-convention.html.

Level of Sponsor  Webinar In Booth     Giveaway In Booth

Advanced Remarketing 
Services
116 Johnny Cake Hill
Middletown, RI 02842
TEL: 877.709.2277
FAX: 401.247.0913
CONTACT:  Joseph Hearn
jhearn@arscars.com
www.arscars.com

Advanced Remarketing Services focuses 
on the entire vehicle life cycle.  Our core 
competency includes high value units, 
damaged vehicles, parts vehicles, low-value 
units and, in particular, end-of-life volume.  
These low value cars are often overlooked 
by other remarketing companies, but where 
others see difficulty we see opportunity.

Automotive Recyclers 
Association
9113 Church Street
Manassas, VA 20110
TEL: 571.208.0428
CONTACT:  Sandy Blalock
sandy@a-r-a.org
www.a-r-a.org

Since 1943, ARA has supported the 
interests of over 4,500 auto recycling 
facilities in the United States and fourteen 
other countries around the world. ARA 
works diligently on issues impacting auto 
recyclers on a daily basis, such as state 
and federal EPA and NMVTIS regulations, 
stormwater issues, OSHA regulations, and 
many other significant issues. Our members 
have a vested interest in the auto recycling 
industry – as independent business owners 
and large corporations actively involved 
in the multi-billion dollar annual business 
of recycling, reusing and dismantling 
automotive vehicles and parts.

Belanger Converter 
Recycling
2290 W. Jeff Davis Hwy.
Elkton, KY 42220
TEL: (270) 265-9057
FAX: (270) 265-9047
CONTACT:  Wayne Belanger
belanger.recycling@yahoo.com
www.belangerrecycling.com

We are a buyer and full service decanner 
of catalytic converters. We also buy 
aluminum wheels and auto batteries.  
We offer very competitive pricing.
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APPRECIATION TO  
OUR SPONSORS 

Platinum:  Hollander, IAA

                            
Diamond:  Car-Part.com, LKQ, URG

                        

Gold:  Brock Supply Co., Peddle

        

Silver:  Copart, PMR, RAS  

Bronze: Buddy Automotive 

EXHIBITORS AT A GLANCE!
Advanced Remarketing Services

Belanger Converter Recycling

Brock Supply

Buddy Automotive Innovations

Car-Part.com

CCC Information Services

Commercial Forms Recycler Supply

Copart

Crush/S3 Software Solutions

EZ-Suite

Hollander, LLC

Mike French & Co., Inc./ 
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Brock Supply
2150 East Rio Salado Pkwy
Tempe, AZ 85281
TEL: 480.968.2222
TOLL FREE: 800.528.4400
FAX: 800.889.0431
CONTACT:  Chris Walsh
cwalsh@brocksupply.com
sales@brocksupply.com
www.brocksupply.com

Provider of quality aftermarket auto parts 
and yard supplies since 1960. Same-day 
shipping, late cut-off times, and national 
distribution centers in Arizona, Texas and 
Virginia.

 
Buddy Automotive 
Innovations
16 Via Maria Theresa
Manitou Springs, CO 80829
TEL: 866.337.1177
support@buddyai.com
www.buddyai.com

Bid Buddy and Inventory Buddy software 
for the progressive automotive recycler. 
Proudly developed and continually 
improved by Mike Lambert and  
John Johnson.
CONTACT:  

East Sales  Julie Cain ext. 221
julie@buddyai.com

West Sales  Alyssa Guenther ext. 224
alyssa@buddyai.com

Support
Inventory Buddy ext. 7
Bid Buddy Support ext. 8

Car-Part.com
1980 Highland Pike
Ft. Wright, KY 41017
TEL: 859.344.1925
FAX: 859.757.0408
CONTACT:  Roger Schroder
sales@car-part.com
www.car-part.com

Car-Part.com provides software solutions 
covering an end-to-end auto recycling 
workflow. We help recyclers buy and sell 
parts and manage their businesses. The  
Car-Part Gold package includes part images, 
mobile listings and part listings on Car-Part 
Pro, the premier parts procurement solution 
for shops and insurers.

CCC Information Services
222 Merchandise Mart Plaza, Suite 900
Chicago, IL 60654
TEL: 888.751.2531
CONTACT:  Peter Bishop
pbishop@cccis.com
www.cccis.com

The CCC Pinnacle Yard Management 
Solution integrates all key components  
of yard management into one easy-to-use 
platform to help you increase your sales, 
streamline your business, give you better 
controls, and increase your inventory 
visibility.  It’s no wonder why leading 
recyclers choose CCC Pinnacle to run  
their businesses.

Commercial Forms 
Recycler Supply
P.O. Box 1859
Brighton, MI 48814
TEL: 810.494.0964
TOLL FREE: 800.233.0771
FAX: 888.441.6903
CONTACT:  Brian Collins
bcollins@commercialforms.com
www.commercialforms.com

Forms and supplies for the progressive 
automotive recyclers. Computer invoices, 
tags, a large variety of marking products, 
saw blades, caplugs, shipping supplies, shop 
and yard supplies. We specialize in custom 
printing your logo on just about anything!

Copart
14185 Dallas Pkwy, Suite 300
Dallas, TX 75254
TEL: 972.391.5759
TOLL FREE: 972.391.5400
CONTACT:  Amanda Zmolek
amanda.zmolek@copart.com
www.copart.com

Copart is an online vehicle auction with 
more than 125,000 salvage and clean title 
vehicles available to bid on each day.  
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CRUSH/S3 Software 
Solutions
2155 E 3300 S.
Salt Lake City, UT 84109
TEL: 801.355.3388
FAX: 801.913.5440
CONTACT:  Bill Short
bill@s3softwaresolutions.com
www.s3softwaresolutions.com

CRUSH is a one-of-a-kind yard 
management system designed specifically 
for U-Pull-It yards. CRUSH has incorporated 
many features to keep the flow of your 
operation efficient and profitable. CRUSH 
will keep record of your progress through 
a series of reports and even email you an 
overview of your daily sales and purchases!

EZ-Suite
1220 N Main St
Mansfield, OH 44903
TEL: 419.747.0100
CONTACT:  Alex Bechstein
alex@ez-route.com
www.ez-suite.com

Designed by industry experts,  
EZ-Suite provides software to recyclers 
to help them manage and grow their 
business. Specializing in delivery tracking, 
production management, group trading, 
and end customer experience our  
products EZ-Route, EZ-Runner, EZ-QC  
and EZ-Partner were built by recyclers,  
for recyclers.

   
  

Hollander, LLC
700 North 5th Street
Minneapolis, MN 55401
TOLL FREE: 800.825.0644
CONTACT:  Sales & Marketing
marketing@hollanderparts.com
www.hollandersolutions.com

Continuing an 80+ year tradition of 
innovating the auto recycling industry 
with forward-thinking solutions, Hollander 
solutions expand opportunities to benefit 
insurance providers, collision shops, the 
automotive aftermarket, as well as the 
individual auto parts consumer.

Mike French & Co., Inc./
Auto Recyclers Toolbox
1619 Front Street
Lynden, WA 98264
TEL: 360.354.8326
TOLL FREE: 800.238.3934
FAX: 360.354.3013
CONTACT:  Harmony French
harmony@mikefrench.com
www.mikefrench.com

Mike French and Company is your one-
stop shop for all your direct mail and 
promotional product needs. MF & Co is 
also the publisher of the Auto Recyclers 
ToolBox, a dynamic publication for the 
successful auto recycler.

Peddle LLC
111 W. 6th Street, #300
Austin, TX  78701
TEL: 877.275.9793 ext. 2
FAX: 512.309.5461
CONTACT:  Rob Bari
buyer@peddle.com
www.peddle.com

Peddle’s turnkey car buying tool to bid 
or buy instantly are unlike any other auction 
or car buying service. Skip the auction and 
high fees by buying directly from the seller. 
Thousands of vehicles across the country 
are available for sale every day.

PMR Inc.
4640 Grande Allee Blvd.
Boisbriand, Quebec J7H 1S7  CANADA
TEL: 450.420.7361
TOLL FREE: 855.901.5050
FAX: 450.420.0891
CONTACT:  Christian Thibault
chris@pmrcc.com
www.pmrcc.com

PMR is a full-service catalytic converter 
processor, committed to innovation. 
Partner with a processor that is 
revolutionizing the industry, offering assay 
results and full settlement in 10 business 
days. Our exclusive Supplier Services 
Platform offers our suppliers the ability to 
accurately evaluate, profitably purchase, 
and effectively manage all catalyst 
materials.

Rebuilders Automotive 
Supply
1650 Flat River Road
Coventry, RI 02816
TEL: 877.829.1553
FAX: 401.828.8488
CONTACT:  Marcy King
mking@coresupply.com
www.coresupply.com

The largest Independent Automotive Core 
Company in the Industry, RAS has over 40 
product lines, 180,000 part numbers, and 
over 3 million cores processed annually. RAS 
is the number one full-line core supplier to 
the largest remanufacturers globally.  

Visit the RAS immersive 360º Interactive 
to experience RAS offerings and for a 
chance to win an exciting RAS Giveaway.

Recycling Today  
Media Group
5811 Canal Rd.
Valley View, OH 44125
TEL: 216.393.0300
TOLL FREE: 800.456.0707
FAX: 216.525.0515
CONTACT:  Jim Keefe
jkeefe@gie.net
www.RecyclingToday.com

Publishers of Recycling Today, 
Construction & Demolition Recycling and 
Waste Today magazines, Recycling Today 
Global Report, affiliated websites and 
e-newsletters. Providing in-depth news and 
market insights for the scrap, recycling, 
demolition and waste industries. Producers 
of the Paper & Plastic Recycling Conference 
in North America and Europe.

ScrapCATapp
125 South Trevor Street
Anaheim, CA 92806
TEL: 714.618.5099
CONTACT:  Scott Vollero
scott@scrapcatapp.com
www.ScrapCATapp.com

AUCTIONS WORK!  ScrapCATapp is the 
Premier Online Auction Marketplace for 
scrap catalytic converter sales.  Auctions 
provide the perfect solution for converter 
Sellers by providing them with easy to 
understand “apples to apples” offers from 
multiple buyers.  MAXIMIZE your profit!  
MINIMIZE your risk!

Level of Sponsor  Webinar In Booth     Giveaway In Booth
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Texn Rewards LLC
5605 FM 423
Suite #500-341
Frisco, TX 75036
TEL: 888.688.8492  ext. 101
FAX: 888.512.6638
CONTACT:  Paul Mitchell
info@texnrewards.com
www.TexnRewards.com

Text message marketing for self-service 
salvage yards. Rewards Programs, Just-In 
Notifications, Liability Waiver, Check-In 
Manager, Reviews/Reputation Management, 
and MORE!

United Catalyst 
Corporation
100 Industrial Blvd
Fountain Inn, SC 29644
TEL: 864.834.2003
FAX: 864.286.3669
CONTACT:  Becky Berube
sales@unitedcatalystcorporation.com
www.unitedcatalystcorporation.com

United Catalyst Corporation offers global 
processing and refining of scrap catalytic 
converters, oxygen sensors, and electronic 
control modules. We get recyclers the 
most from their precious metals scrap with 
a process they can trust. Text 60-Second 
Report or Daily Double to 864-834-2003 for 
daily news and pricing.

United Recyclers Group
5353 Williams Drive, Suite 105
Georgetown, TX 78633
TEL: 303.367.4391
TOLL FREE: 888.874.3463
FAX: 303.367.4409
CONTACT:    Kristen Alexander  
 & Amanda Morrison
support@u-r-g.com
www.u-r-g.com

URG's mission is to lead the industry in 
providing superior products and services 
tailored to the operational needs of 
automotive recyclers. URG is focused on 
enhancing the ability of our members to 
improve business efficiencies, increase 
profit, improve parts data integrity and 
security and achieve long-term growth 
through technology and education.

Vortex De-Pollution & 
Recycling Equipment
12445 E. 39th Ave., Suite 506
Denver, CO 80239
TEL: 303.900.4040
CONTACT:  Nigel Dove
nigel@vortexdepollution.com
www.vortexdepollution.com

Efficiency. Safety. Maximized recovery.
Vortex De-Pollution & Recycling Equipment 
engineers, builds, and supplies end-of-life 
vehicle processing equipment to increase 
your profits, streamline your processes, and 
keep your team safe. Vortex equipment is 
manufactured in Colorado, USA. For more 
visit vortexdepollution.com. 

 
We Buy Key Fobs 
7929 Wakeley Plaza
Omaha, NE 68114
TEL: 402.260.5889
FAX: 402.671.5100
CONTACT:  Jason Feregrino
customerservice@webuykeyfobs.com
www.webuykeyfobs.com

We Buy Key Fobs is an industry leader 
in key fob recycling, paying you for your 
unwanted car remotes!  We proudly support 
the ARA by making a donation to the 
Association for every key fob purchased 
from an ARA member.  

Worldwide Facilities, 
formerly GJ Sullivan Co.
2400 East Katella Avenue, Suite 500
Anaheim, CA 92806
TEL: 714.221.9570
FAX: 714.876.2280
CONTACT:  Sue Scurti, CIC
sscurti@wwfi.com
www.wwfi.com/programs 

For over 30 years, Worldwide Facilities 
has been providing innovative, quality 
insurance programs that meet the 
specialized needs of Automotive Recycling 
businesses, with competitive rates and the 
highest level of service. Backed by TWO 
NEW “A” RATED CARRIERS, our program 
offers Liability, Property, Inland Marine, 
Crime, Auto, Workers Comp, Umbrella and 
more. Our experience is the difference!

r  Choose the Expo vendor booths 

that you want to connect with, 

just like a live trade show.

r  Book 1-to-1 appointments with 

company during event or after.

r  Videochat live with the 

company’s booth representative.

r  Learn more about the company 

through their in-booth video.

r  In participating booths, watch 

an informational webinar and 

ask questions to the booth staff 

right away.

r  Email the company 

questions and 

request a follow-up 

later.

r  Download info, 

documents, and 

even videos to your 

“eBag” to review 

at your leisure and 

share with your 

management or 

teams.

GET THE MOST FROM OUR EXPERIENCE AT  
THE 77TH ANNUAL ARA CONVENTION & EXPO
UNDISTRACTED TIME WITH VENDORS IS AN EFFICIENT WAY TO DO BUSINESS!

The EDGE 2020 app is full of valuable info and allows you 
to participate in the event from your phone or tablet. 

GET THE EDGE 2020 APP

ARA WOULD LIKE TO THANK 
THESE ADDITIONAL SPONSORS:

IAA
Fenix Parts
LKQ Corp.

Online Parts Depot
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When you experience a fire, you have many 
choices for recovery. Eco Green Auto Parts  
took a business approach to recovering  
from an all-consuming fire. By Carlos Barboza

In 2012 I took over a new 
challenge, a small salvage 
yard located in Orlando, 
Florida. Eco Green Auto 
Parts was focusing on what a 
regular salvage yard must do: 
inventory, dismantle and sell 
recycled original equipment 
auto parts in good condition 

every single day. 
In 2015 everything changed. A huge 

fire destroyed 90 percent of the build-
ings and 75 percent of the entire inven-
tory. Everything that I have done in 
three years was gone in three hours. In 
short terms, from the cradle to the grave 
in a bad way.

Fire is the Last Thing You Want to Hear
On Thursday, September 3, 2015, at around 12:50 

p.m., everything changed at Eco Green Auto Parts. A 
subcontractor dismantler I hired was dismantling a vehicle 
because my yard is quite small (2.5 acres) and I had more 
than 400 cars when normal capacity should be no more 
than 350. The dismantler followed the normal procedure 

to process a vehicle (remove battery, 
drain fluids, pull the engine, and so 
forth). 

You know there are two standard 
methods to remove the vehicle from the 
lift: one is you pick the vehicle under-
neath with the loader or use the forks 
of the loader going through the wind-
shield of the processed car. We always 
used the second choice. While the 
vehicle was being held by the loader, 
a spark came up in the air and a fire 
started up in the operational area. 

We could control the fire in the oper-
ational area because I had some fire 
extinguishers and floor dry available. 
Still, the subcontractor dismantler 
didn’t know much about this type of 

emergency. Unfortunately, he grabbed two gas buckets to 
try to get away from the fire, but he ran close to the fire 
and instead of running to the front area, he ran into the 
warehouse (keep in mind the old warehouse was mainly 
made of wood, and that building had more than 20 years 
on it, so you can imagine how flammable that wood 
would be.)
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Trials by   
                     
          Fire

Carlos Barboza, right, works to clear 
the rubble with help from his father, 
Eudio Omar Barboza.
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Insurance is Always Questionable
You know that all insurance coverage has small print 

letters. In this case, during the fire I called my insurance 
broker and she told me that nothing would be covered 
because I paid for a cheap policy (imagine hearing that 
news while you are watching your business burn down).  
I was devastated because all my savings were in my yard. 

Still, I didn't give up and I read the policy again and I 
discovered there was a fire policy that would cover up 
to $100,000. What really happened was the insurance 
broker was reading the 2014 policy and not the 2015 
policy. Always make sure they have your current informa-
tion when making a claim!

Still, that $100,000 only would cover part of the 
building and no new inventory. I really lost more than 
$500,000 for the building and inventory. Keep in mind 
that by September 2015 scrap metal prices were also sig-
nificantly dropping, as well.

What would I have done differently? Get a good insur-
ance policy. 

I suggest to all auto recyclers, read your policy and ask 
all the details about what is covered and what is not prior 
to any “it can’t happen to me” emergency.

Luckily the DVR of the camera’s surveillance was intact. 
The only area that didn’t get burned completely was my 
office. I’m telling you this because the video showed that 
the fire was an accident and not fraud. All our data was 
lost, and I didn’t care because 90 percent of my inventory 
was also gone. So, I had to completely start over.

Reopening is Risky Business
To be honest, I had no choice but to rebuild the busi-

ness, otherwise I could have lost more money. So I cut my 
losses; getting out was not an option. I gave my best effort 
to rebuild the business and learn from this experience.  
It took me 2-1/2 months to reopen the business full time. 

Prior to the fire I had nine employees. Post-fire, I only 
could keep two employees, one seller and one-part puller 
– plus myself. To keep the business open, I had to assemble 
an office at my salesperson’s home so he could take calls 
and print orders, meanwhile the dismantler had to pull 
parts with no power and water. I delivered the parts. 

On top of this, I also had to take care of all the issues 
that arose from detective inquiries, insurance, investi-
gations, fire marshal, and the Florida Department of 
Environmental Protection (FDEP).  I also dealt with the 
issue of an injured dismantler and the owner of the prop-
erty who wanted to do a foreclosure if I couldn't pay his 
monthly payments (so I paid them out of my pocket).

With the $100,000 insurance payout, I only had 
$30,000 remaining to buy inventory, so I had two choices: 
1) Buy 50 junk cars to keep doing scrap or 2) Buy 15-20 
late model cars and risk if I can sell them or not with my 
business partially open. I chose option 2. 

When we opened, I only had 15 cars to start. It was one 
of the best decisions of my life. After whatever money I 
took in, I reinvested, reinvested and reinvested again. Fast 
forward to today, we have returned to a more proficient 
team of nine employees.

Everything that I have done in three years was gone in three hours.  
In short terms, from the cradle to the grave in a bad way.L
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Left, Barboza 
works hard 
to clear the 
debris to make 
way to rebuild. 
Today, right, 
with lessons 
learns, things 
are looking great 
for Barboza and 
Eco Green Auto 
Parts.



Automotive Recycling  September-October 2020 // 47

The plan below is what we did to make a better 
business – literally from the ground up. It took me 
one week to re-organize everything “on paper” and 

then I worked to find a good crew who were better than 
we had before in each area (sales, inventory, dismantling, 
delivery). I’m still working on how to improve and inno-
vate my facility. I also made sure that all of my employees 
are multidisciplinary, that helps for everybody to under-
stand what each of us do in the yard.

1 – NEVER WASTE TO CRISIS
Although the fire devastated the buildings and inven-

tory, I had to keep up the Eco Green Auto Parts name. 
The best solution was to re-engineer all my processes of 
how I should operate the yard, that would allow me to 
start up from scratch to achieve a drastic change in the 
organization's performance.

2 – MANAGEMENT APPROACHES
Luckily, before running a facility I had a very good busi-

ness management education. Therefore, I started to apply a 
modern management method that is useful for improving 
or transforming a business. The biggest contribution to 
re-engineer from the beginning was the business model 
CANVAS. It is a simple and organized scheme to create or 
improve the mechanisms of a business, integrating them 
and make them competitive. This model is easy to under-

stand and participatory, as it requires the intervention of 
key company personnel, like me or you as an owner.

The Pareto Chart, or what is called the “80-20 rule,” 
is a simple statistical and amazing tool, which we use for 
analysis of sales and revenue history. For the monitoring 
of results and corrective actions of objectives and strate-
gies, we use strategic planning as a management tool.

3 –  HOW WE IMPLEMENTED 
MANAGEMENT APPROACHES

• We focus on European, Luxury, Hybrid and Electric 
cars. In order for a regular salvage yard to perform its 
day-to-day operations (inventory, storage, and opera- 
tions) properly, it should have about eight acres and up to  
run smoothly. My business only has 2.5 acres of property,  
so wasted space is a luxury I can’t afford. Using your 
space with good and rare inventory will optimize your 
business and increase your income too. 

• Define your customer, and your policy to attract and 
retain them. We build databases of our frequent cus-
tomers, volumes and frequencies of purchases, follow up 
calls, quick delivery of the product, personalized atten-
tion between client and seller, and know their satisfaction 
expectation.

• Specify your value proposal to your customers: 
Quality parts, right inventory, low prices, fast delivery  
and follow up calls.

OUR BUSINESS APPROACH FOR SMALL SALVAGE YARDS
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Carlos Barboza is the owner of Eco Green Auto Parts, 

Orlando FL. Their website is https://ecogautoparts.

com and they can be found on Facebook @

ecogreenautoparts.

• The most important business processes are studied 
and defined individually, then we integrate all processes. 
All business processes are linked: Dismantling, quality 
inspection, inventory and storage are interdependent pro-
cesses. Every day you need to improve your processes and 
think “out of the box” to optimize your time and costs. 

• Love the Earth. Environmental regulations are not 
only a matter of strict compliance, they are also part of 
our ecological responsibility, and as a salvage yard we 
must be proud that we create a positive impact to our 
country.

• The more you describe your inventory; the less curb 
return you’ll have. Adding a part in your inventory is not 
enough, take your time for photos, price, condition, and 
talk to the customer before sending the part. The average 
percentage of returns in our industry is around 20 percent, 
ours is eight percent.

• Image sells. We look into appearance and quality of 
each part. The way you clean, package and deliver your 
part means a lot to your customers. 

• Communicate with your customer. We make sure that 
the customer is buying the correct part and do not over-
promise a delivery part if you can’t make it. For those cus-
tomers who have a regular return habit, we talk to them 
to find out how to improve our performance.

• We focus on parts that make the greatest benefits 
without neglecting the rest of them. From our statistical 
analysis of sales history, I detected that of all parts we’ve 
sold in the last eight years, 15 percent of them make 80 
percent of the income (Pareto Rule). The larger auto sal-
vage facilitates generally take out 45 pieces from each car, 
we take out the ones that matter the most, no more than 
20. This method reduces the storage volume, increases the 
speed of processing the cars and simplifies the work for 
inventory department. 

The rest of the parts are included in the inventory and 
remain in the vehicle. We have found that it is not prof-
itable to save so many parts in the warehouse. I’m not 
saying don’t hold your old inventory, but sometimes there 
are parts that just don’t sell. Remember, cash flow is King.

• Our work team has special skills, and they are multi-
functional, too. This serves a dual role as a cost strategy 
and always having your team busy and learning new 
skills, too. 

• Incentivize your staff by production. Commissions by 
production and sales goals increases the efficiency of the 
company, the sense of belonging, and motivation of each 
employee.

• Don’t keep cars for too long in your yard. Once the 
vehicle meets a certain time period or has already met the 
profit goal, send it to the crushed pile and buy new cars. In 
my case, I don’t keep any car more than 45 days.  

• Online platforms and information systems are essen-
tial. Digital platforms such as Hollander, Car-Part, eBay, 
Facebook Marketplace, Craigslist, and social medial are 
fundamental tools of the company. Utilize them.

• Innovation. Each business must find ways to innovate 
its processes. Here are just some examples we are working 
to improve our skills: batteries for electric cars, Takata 
airbag recalls, dismantling of vehicles, disposal of fluids, 
how to package a truck bed to arrive in good condition to 
California, and so forth.

• Once the business is optimized, we look for new 
related businesses. Once you are good at what you are 
doing, you will be ready for new projects. Our future proj-
ects include creating new business units, taking advantage 
of the synergy of operations, such as a mechanical work-
shop for integral services, export, remanufactured engines 
and transmissions to add more value to base products.

RESULTS?
Our current sales are three times higher than pre-fire 

sales. We have new buildings, equipment, specialized staff, 
committed and oriented to customer service, defined busi-
ness processes, an environmentally clean business with 
sustained and profitable growth.

Final Words of Advice
Watch every day what each employee does, follow up 

the procedure and rules (I have learned a lot from Auto-
motive Recycling magazine about prevention), keep in 
each employee’s mind that their workplace is their second 
home so everybody must be diligent and care about the 
business.

I also suggest that any auto recycler separate all your 
departments as far as possible. Even though my facility is 
small, I separate all departments. For instance, I have an 
office trailer for sales, one main warehouse for engines, 
another building for small parts, and the operational area 
where vehicles are dismantled are totally separated from 
the office trailer and warehouse.  
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I suggest all auto recyclers read your 
policy and ask all the details about what 
is covered and what is not prior to any  
“it can’t happen to me” emergency.
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Deck 
By Maura Keller
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P erhaps no other single issue 
stands out in an automo-
tive recycler’s mind more 
than the safety and security 
of employees and clientele. 
Unfortunately every year we 
learn of devastating fires in 
businesses that result in deaths 
of people trapped inside.  

Considering the amount of combustibles involved 
and the spark-producing dismantling equipment 
being used, automotive recyclers need to be serious 
about fire safety. Many more need to be proactive in 
providing safety training so that their employees can 
identify hazards and prevent catastrophic outcomes 
during an emergency. 

That’s the exact scenario that Bill Tolpa and his 
employees at Tolpa’s Auto Parts in Remsen, NY faced 
during a fire that resulted in a total loss of equipment, 
parts, and building. 

On a cold, wet, icy day in February 2018, Tolpa’s 
shop had five lifts in which cars were housed about 40 
feet apart. One employee was cutting out a car part in 
a lift bay with a cutout wheel and sparks were flying. 
At the same time, another employee who was situated 
about 40 feet away was dropping a gas tank down on 
the drain table. 

“While we typically don’t do that, with this particular 
car it required us to take the gas tank out to cut it,” says 
Bill Tolpa. As the gas tank landed on the drain table, the 
fumes from the gas tank drifted down to the bottom of 
the shop floor, traveled across the shop floor and the 
sparks from the nearby dismantling bay lit it on fire. 
The flame traveled across the floor, up the drain table 
and into the gas tank. What followed was a horrifying 

Risen from   
      the Rubble

experience that no shop owner or their employees ever 
want to experience. 

“There was an explosion and there was a dismantler 
trapped behind the gas tank – between the gas tank, the 
flames and the wall. There were two other guys in the 
shop at the time. These guys grabbed fire extinguishers 
and they beat down a path for the guy in the back to get 
out. All three of the guys 
got out of the shop and no 
one got hurt,” Tolpa says. 
Because the trapped dis-
mantler had gas spilled on 
him during the ordeal, his 
clothes did catch on fire 
but they were able to extin-
guish his clothes quickly 
and with no harm to him.

Salt on the Wound
After the three employees emerged from the building, 

the fire spread very quickly. Simultaneously, the fire 
alarm went off so the nearby fire department was 
immediately notified about the blaze. Unfortunately, 
winter road conditions, including freezing rain, pre-
vented the fire trucks to gain traction on the rural road 
on which Tolpa’s Auto Parts is situated. Because of the 
glare ice, a sanding truck had to be called to sand the 
road all the way to the facility to allow the fire truck to 
gain traction and get to the fire. 

“Our warehouse and dismantling shop were in the 
same building so the fire quickly spread to our ware-
house,” Tolpa says. “By the time the fire department 
arrived, a half an hour later, our parking lot was also 
glare ice. They had to also call a tanker truck to put 
water on the fire. But it was a total loss by that time.” 

Bill Tolpa (far left) 
watches the fire 
at it consumes his 
main building on 
Feb. 18, 2018.

Tolpa (above) on 
a happier day in 
July 2020 at the 
grand opening  
first annual 
“Tolpa’s Yard 
Fest,” which drew 
a large crowd 
from the local 
community, and 
included vendors, 
food and tours 
with information 
about auto 
recycling. 

Tolpa‘s Auto Parts catastrophic fire threatened to end the company. 
Instead of accepting defeat, they came back stronger on the shoulders  
of its dedicated owner and the company’s loyal employees. By Maura Keller
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They lost all of its inventory, racking, dismantling 
equipment, tools, lifts, shop equipment, carts, every motor, 
transmission and body part – everything that was in the 
warehouse, which was equal to about $2 million in inven-
tory, parts and equipment. 

“We had a couple of flare ups over the two days after 
the fire, which the fire department put out, but we started 
cleaning up a couple of days after getting a quote from the 
insurance company,” Tolpa says. “We couldn’t save one 
item out of the building, including the floor. The fire was 
so hot it ruined the concrete floor.” 

Employing Resilience
When Tolpa prepared to rebuild the building, they 

essentially started from scratch. Within only a day or so of 
the final hot spot being extinguished, the company began 
housing its dismantling shop and team in a temporary 
building, but only doing a fraction of the business that 
was being done in the five lifts prior to the fire.

“It was better than nothing as it was under cover, but it 
was tough,” he says. “We worked on the new building for 
five weeks and then on the fifth week from the day of the 
fire, we had our new dismantling shop up and running.” 

Throughout this ordeal, Tolpa was determined to keep 
all of his team members employed. The day after the fire, 
he rounded all of his employees up because they were all 
fearing that they were going to lose their jobs. 

“I told them we weren’t going to lay anyone off. We 
would keep everyone on staff. They may have slightly 
different jobs for the time being, but we were determined 
to keep everyone working,” he says. And while some 
employees suggested he simply take the insurance money 
and retire and not rebuild, Tolpa said he simply couldn’t 
do that to his employees.

“I could have retired comfortably, but at that time we 
had about 20 employees and I just couldn’t do that to 
them. That’s just not the type of person I am,” Tolpa says. 
A year-and-a-half after the fire, he still has the same team 
working for him. 

“Even the guys who were in the fire are the same three 
guys with us now and they are working in the new dis-
mantling building,” he says. 

Training Minimizes Outcome
A little over eight years ago, Shannon Nordstrom, vice 

president and general manager of Nordstrom’s Automo-
tive, Inc. in Sioux Falls, SD, also experienced a tragic fire  
at his facility. Nordstrom is also chair of the ARA Certifica-
tion Committee, and long-time advocate of the program.

“During our fire, we handled it well,” Nordstrom says. 
“Being an ARA Certified Auto Recycler (CAR), we had 
proper and well-stocked fire extinguishers, and our staff 
was trained. We had trained folks who sprang into action 
and were able to keep things under control, until the  
fire department got here, to save our entire structure.” 
While Nordstrom’s did lose a substantial area, they could 

L
E

S
S

O
N

S
 L

E
A

R
N

E
D

Tolpa‘s Auto Parts rebuilding efforts .
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have lost everything if it was not for the staff’s prepared-
ness and training. 

“I would hate to think of what the outcome would have 
been without trained staff,” Nordstrom says. “When our 
original facility was built, we had the correct firewalls in 
place, to act as fire breaks, between our dismantling and 
storage areas. Also, being part of the CAR program, and 
making our staff aware and training them, had us in a 
good place at the time of crisis.”

In addition to extensive training and having the proper 
fire extinguishers in place, Nordstrom strongly recom-
mends getting gas out of any building. 

“When handling the fuel tank removal, use only hand 
tools, pneumatic tools, or now, the new brushless tools. 
Bottom line, do not use anything that generates a spark 
near the fuel tank, or when working on the fuel tank,” 
Nordstrom says. “Our fire was started by a ¼ inch 
DeWalt rechargeable impact. With spilling and fumes, 
and a flash point that is crazy for gasoline, stay out of 
that situation. Get the fuel out of the building. That is 
what we did with our new facility, Nordstrom’s 2.0.”

With the complexities of vehicles and dangers in dis-
mantling, it is important as well to regularly review 
processes. 

Another Element to Wreak Havoc – Water

For Billy Roberts, owner of Roberts Salvage in Moffett, 
Oklahoma,and past president of ARA, his company's 

catastrophic experience was the result of an extreme flood 
of his building in May 2019, when the U.S. Army Corps of 
Engineers released record amounts of water from the dams 
on the Arkansas River. Those releases created the worst 
flooding on the Arkansas River from Tulsa to Little Rock in 
recorded history. 

“The result was seven feet of water in our main offices 
and warehouses for 10 days,” Roberts says. “We had about 
three days warning and evacuated our computers, office 
equipment, some records, rolling equipment and some 
vehicles. We moved some inventory and equipment to higher 
elevations within the property but unfortunately, because of 
the record flood levels, that was not high enough.”

Roberts spent most of the remainder of 2019 in clean-up 
mode – having to demolish and rebuild the company’s main 
building and warehouse. They moved their call center and 
business office to another city a few miles away to answer 
customer calls and conduct sales.  

“The rebuilding of our main building is ongoing at this 
time,” Roberts says. “We received no assistance from any 
local, state or federal agencies nor any coverage from our 
insurance carrier because we did not have ‘flood insurance.’”

As it pertains to flood issues, Roberts says auto recyclers 
should be aware that if your potential loss could occur 
because of “rising water,” you probably need specific flood 
insurance. 

“All of our recovery and rebuilding efforts are self-
supported and help from our dedicated employees, 
customers and friends,” Roberts says.

Things take shape at Tolpa‘s. See page 70 for more photos.
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Based in Minneapolis, Minnesota, Maura Keller is  

a seasoned writer, editor, and published author, with  

more than 20 years of experience. She frequently  

writes about recycling and business-related topics  

for various regional and national publications.

Lessons Learned
One thing that Tolpa learned through his company’s 

fiery ordeal is how complicated insurance is in the times of 
destruction and crisis. Luckily, having business interrup-
tion insurance saved his company and provided the neces-
sary proceeds to rebuild. As Tolpa explains, the company’s 
sales volume went down 50 percent overnight, due to no 
longer having a warehouse of parts, and thus the business 
was significantly “interrupted.”

“We had really good insurance on the building and 
racking, although we didn’t insure the inventory such 
as the motors and transmissions, but we did insure the 
offices and computer equipment,” Tolpa says. Luckily, 
the company’s main building, which houses the com-
pany’s servers and computers was spared from the fire, 
so the company’s data was untouched. The loss of com-
puters was specifically in the dismantling and warehouse 
building. Thankfully, each month Tolpa has invested in a 
service from Pinnacle in which he has immediate backup 
service in case of a disaster, so even if the office building 
had been lost in the fire, the company’s data would have 
been backed up via Pinnacle. 

“That’s one of my recommendations for other business 
owners, consider paying a little extra every month for an 
emergency data backup system like Pinnacle,” he says. 

Today, Tolpa’s new building is completely redesigned 
and reorganized to enhance productivity and function-
ality. “It is 100 percent different from what we had before 
and it is very, very efficient,” he says. “We took the time to 
bring the building up to today’s standards as the former 
building was 20 years old. We designed it so that the flow 
works better – from the dismantling to the warehouse 
to our wash bay to production and loading dock.” Since 
the fire, Tolpa’s business is up approximately 50 percent, 
which Tolpa attributes to the new building’s significant 
efficiency.

If there is one piece of advice Nordstrom can bestow on 
others in the industry, it is worth repeating: Get the gaso-
line out your dismantling areas. “Don’t use spark emitting 
devices near your fuel my industry friends,” Nordstrom 
says. “This also was the impetus for us to begin the plan-
ning for Nordstrom’s 2.0, where we planned for flow and 
safety from the ground up.” 
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TITAN ADVANCED ENERGY 
SOLUTIONS announces an 
exciting new program that 
could bring a circular-economy 
solution to electric vehicle 
batteries, as well as potential 
income to auto recyclers. 
By Flavia Calvar

Building New Demand: 
Monetizing EV Battery 
Repurposing

A utomotive recyclers are 
innovators and leaders 
in repurposing, with the 
automobile as the most 
recycled product in the world. 
About 12 million end-of-life 
vehicles are recycled in the 
U.S. every year. The industry 
should be proud that automo-

tive recycling is the 16th largest industry in the country, 
employing hundreds of thousands while mitigating 
the environmental, economic, and social impact of our 
growing demands.  

Recycling practices are invaluable to our growing global 
economy, turning waste into new potential and creating 
opportunities for the entire supply chain as a significant 
part of the circular economy – from manufacturer to 
consumer and back again. As new vehicle technologies 
emerge, auto recyclers are on the forefront of reuse pos-
sibilities, and are dedicated to exploring the value that 
automotive innovations offer to ultimately benefit their 
business, the consumer and the environment.

The automotive recycling industry has come far, rich 
with the entrepreneurial spirit, in its over 77 years of expe-
rience, developing new and advanced methods of sorting, 
managing and shipping waste to optimize the full recy-
cling process.
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The Next Frontier
With the world shifting towards electrification and 

widespread use of clean energy sources, we are seeing the 
shift towards electric mobility become more apparent. 
According to Bloomberg, by 2022, an electric vehicle’s 
cost will drop to match their internal-combustion engine 
counterparts, and that’s when demand will start taking 
off, as you can see in Figure 1 (see next page). Just a few 
short years away, there is still much to figure out to fully 
utilize the EV as an end-of-life product. 

Driven primarily by the growing demand for electric 
vehicles, the demand for lithium carbonate equivalent 
will increase seven-fold by 2030. The supply of raw mate-
rials may or may not be prepared for this exponential 
growth, making the industry heavily reliant on efficient 
recycling and repurposing processes. Over 70 percent of 
that demand will be coming from electric vehicle manu-
facturers as shown in Figure 2 (see next page).

In 2018, the Edison Electric Institute, an association that 
represents all U.S. investor-owned electric companies, cel-
ebrated one million EVs on U.S. roads , that means there’s 
one million electric vehicles that will approach their end-
of-life at any point during the next six to eight years.  
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Fully Mining the Gem of the Road 
“Used EV batteries pose a rapidly growing opportu-

nity for automotive recyclers. I expect to see first-movers 
capturing significant market share by training their work-
force on how to safely handle batteries and measure their 
state-of-health to determine value,” says Shawn Murphy, 
CEO at Titan Advanced Energy Solutions, a company 
that develops ultrasound-based technology and advanced 
algorithms that measure and evaluate the health and 
charge of lithium-ion batteries in real time.

To understand the potential monetization, we have to 
first evaluate the current marketplace.

Battery Electric Vehicles (BEVs) are fairly simple and 
easy to operate. The core architecture consists of a high 
voltage battery pack, an electric motor with power elec-
tronics controller and a speed gearbox. The battery is the 

Figure 2. Will the Real Lithium Demand Please Stand Up?, Bloomberg.

heaviest and most valuable gem within the vehicle, posi-
tioned very low providing a lower center of gravity and 
improved vehicle stability. The battery holds the electric 
energy that enables propulsion and is controlled by a Bat-
tery Management System (BMS). 

While the entire vehicle could be retired at any point 
due to various reasons, battery manufacturers warrant an 
electric vehicle’s battery for eight years or 100,000 miles, 
whichever comes first. At this time, batteries are normally 
retired due to faded capacity that no longer meets the 
needs of automotive consumers. According to IDTechEx 
research, by 2030 there will be over six million battery 
packs retiring from electric vehicles per year. 

Today’s default option is to recycle these batteries to 
extract raw materials for sale. However, less than six 
percent of the original battery value is recovered through 
recycling in this way. That means 94 percent of an EV 
battery’s potential value is left on the table. Furthermore, 
used EV batteries retain up to 80 percent of the original 
capacity that can be further utilized for second-life appli-
cations such as stationary commercial/residential energy 
storage.

A simple analogy to convey the value of a battery is 
that of a 1950 Corvette. If you bring an antique car such 
as this to an auto recycler, you may get some value for 
the steel, materials, and maybe a rare car collector’s part 
needs – but the vehicle is worth as much as the sum of 
its parts. Yet, if you bring this car to an auction house, 
you will be compensated for an antique, an exponential 
increase over the value of its parts. 

As with antiques, there is a shortage of EV batteries. 
The current market supply cannot meet demand, 
increasing prices and limiting supply to Tier-1 players 
who can withstand the price increase. Used batteries are 
a readily available source of supply that can be easily and 
economically repurposed, as long we can easily and accu-
rately measure the battery’s State of Health (SoH). 

How Do We Measure A Battery’s SoH?
Currently, after retiring the vehicle, removing the bat-

tery pack and disassembling the pack into modules, the 
only way to measure a battery’s SoH reliably is using Bat-
tery Cyclers. Battery Cyclers are heavy lab testing units, 
about the size of a small refrigerator, that require high 
voltage and specialized labor. 

Since neither auto manufacturers nor recyclers do bat-
tery cycling, they would have to ship them to a company 
that does. That whole process is not only time-consuming 
and brings a level of risk in the transport of EV batteries, 
but also energy-consuming, labor-intensive, very expen-
sive and not scalable. This painful process is why end-of-
life processors would rather assume that all batteries are 
bad and ready for material recovery instead of attempting 
to repurpose them for secondary (profitable) applications. 

But wait – assuming we can (somehow) determine 
some of them are good, what are the possibilities?

Figure 1. Randall, T. Here's How Electric Cars Will Cause the Next Oil Crisis, 
Bloomberg.
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Missed Fortunes:  
Money Lost in Recycling Too Soon

Being the most expensive part of the electric vehicle, 
there’s actually much more money to be made from 
reselling a used EV battery for second-life applications 
than in retrieving its raw materials. 

Reusing Lithium-ion batteries in second-life applica-
tions will delay their end-of-life, buying some time for 
the recycling industry to optimize material recovery for 
EVBs. Meanwhile, aggregators, recyclers, and repurposers 
could make a fortune testing, sorting, and selling those 
batteries for Energy Storage Systems (ESS) integrators, 
integrated solar solutions – or even 7-Eleven. According 
to Bloomberg Businessweek, “The first batches of bat-
teries from electric and hybrid vehicles are hitting retire-
ment age, yet they aren’t bound for landfills. Instead, 
they’ll spend their golden years chilling beer at 7-Elevens 
in Japan, powering car-charging stations in California 
and storing energy for homes and grids in Europe.”

A growing realm of applications is emerging, and auto 
manufacturers are taking the lead.

What’s the Missing (Innovative) 
Element? 

The bridge to reduce EVB waste and increase their 
profitable and sustainable 2nd-life opportunities is accu-
rate, fast, and reliable SoH measurements– conducted 
conveniently in an auto 
recycling or scrap processing 
facility. 

Realizing the need to fix 
scalability and cost issues, 
Titan Advanced Energy 
Solutions pioneered an 
innovative solution: using 
ultrasound and advanced 
algorithms to quickly, accu-
rately and efficiently measure 
a lithium-ion battery’s SoH. 
Their patented technology 
comes to life through Scor-
pionTM, a portable, table-top 
device that is user-friendly 
and easy to operate with the 
press of a button. This inno-

Figure 3. How do all electric cars work, U.S. Department of Energy.

Figure 4. Where All Electric Vehicle Batteries Will Go When They Retire, 
Bloomberg.

In 2018, The Edison Electric Institute 
celebrated one million EVs on U.S. 
roads, that means there’s one million 
electric vehicles that will approach 
their end-of-life at any point during 
the next six to eight years.  

vative device can measure the SoH of a used EV battery 
in less than five seconds and is accurate to 99 percent. 
Potentially, it can provide Battery Health Certification for 
use in the process of resale and reuse. As the upper arm is 

lowered on the battery, the 
Scorpion sends ultrasound 
pulses and quickly displays 
a battery’s SoH on its front 
screen, as shown below.

Capturing the  
New Demand

As society moves towards 
a more sustainable future, it 
is imperative that auto man-
ufacturers design vehicles 
from a “cradle to cradle” 
perspective to ensure they 
can be easily repurposed, 
recycled and reused for 
all stakeholders– people, 
planet, profit. Ultimately, 

Figure 5. Titan’s ScorpionTM Product For Accurate, Fast and 
Efficient SoH Battery Testing. Titan was awarded a portion 
of the ”Battery Recycling Prize” given by U.S. Department of 
Energy to companies who had innovative ideas to contribute 
as part of DOE’s “Research Plan to Reduce, Recycle,and 
Recover Critical Materials in Lithium-ion Batteries.” The goal, 
potentially, is to provide Battery Health Certification for the 
resale and reuse of EV batteries.
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that’s how we enable an economically sustainable circular 
economy. 

However, it is equally important that we fully capture 
the value of existing vehicles and their batteries, using 
innovative technologies and business models such as 
those brought to light by the Titan’s Scorpion and other 
innovative technologies. Recycling companies have kept 
up with growing pace of waste. Now it’s time for aggre-
gators, repurposers and middle-men to join in capturing 
the growing potential and demand for second-life battery 

products by fully utilizing those valuable electric vehicle 
batteries in second-life applications once an EV is sent for 
end-of-life recycling.

Reliance on EVs will only continue to rise. There’s a 
massive opportunity – both environmental and financial 
– to give the EVB a second-life. They offer the potential 
for reliable, inexpensive energy for other uses. Titan has 
big dreams to make energy cleaner, safer, and cheaper. 
We look forward to working closely with our strategic 
partners, including auto recyclers, to make these dreams 
a reality. 

Flavia Calvar is the Head of Operations and 

Communications at Titan Advanced Energy 

Solutions. Driven by her passion to build sustainable 

systems and purpose-driven organizations, she 

takes pride in working alongside entrepreneurs to build and 

scale powerful ideas. Flavia’s engineering background allows 

her to play a multifaceted role at Titan, leading internal and 

external communications and enabling organizational health and 

operational success. 

Titan is seeking forward-looking auto 
recycling partners to collaborate as beta testers 
for their innovative Scorpion technology. Join 
our ambitious quest to repurpose used EVB and 
maximize the value of your battery inventory. 
You can find us at 2Lmarket@titanaes.com  

Titan Seeks Auto Recycler 
Partners for New Program
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1-2-3's OF A
Safety Program

Creating and managing an effective auto recycling safety program 
can be daunting. Yet with the right support, the investment  

can pay dividends in morale, efficiency and savings.  
By Caryn Smith 

CASE 
STUDY
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C reating a company-wide safety 
program is tedious work, but if 
you multiply the effort by multiple 
locations, the challenge is greater. 
Often times, just the idea of how 
much work, money and time it 
takes keeps a company from imple-
menting needed protocols. Yet, 
ignoring the issue brings on poten-

tial consequences that in one fell swoop can be more 
detrimental.  

Fenix Parts, Inc. had adequate safety and compliance 
systems in place at each of their locations, yet each one 
was managing it their own way – mainly according to 
when they were an independent facility. About a year ago, 
the need for system-wide accountability was acknowl-
edged by the company’s management, and their journey 
toward overall cohesive practices began.

The lessons they learned along the way are inspiration 
for any one facility or multiple location company working 
to get to the next level of safety compliance.

Top Down Approach
Fenix Parts has 15 locations in its 

system (16 if you count its hub in 
Binghamton, NY) and lacked a cohe-
sive safety program across the network 
of facilities. The facilities were still 
operating primarily independently to 
meet OSHA and DOT guidelines. It 
became apparent by management that 
more effort was needed to unify the 
locations and increase their depth of 
safety measures.

“It’s really not difficult to get your 
head around this. The fact is we work 
in a dangerous environment – most of 
us have done it so long we are com-
pletely blind to it,” says Bill Stevens, 
CEO. “The most important asset small 
business owners have is their human 
capital, the team makes or breaks the business. It’s so hard 
in today’s job market to find good people which makes it 
easy to embrace the thought of sending your staff home to 
their family in the same condition they arrived. When you 
come to this realization, it’s easy to invest time and money 
to keep your employees safe.”

With that in mind, alone, the employee wellness aspect 
is a return on investment to having an effective and con-
sistent safety program. Yet it also provides other rewards. 
“Safety makes good financial sense,” says Chris Peracchi, 
Chief Financial Officer at Fenix. “Research has demon-
strated that companies can see a positive return on invest-
ment (ROI) when they continually identify, analyze and 
evaluate risks, evaluate existing controls and execute 
needed improvements.” 

S
A

F
E

T
Y

 F
IR

S
T

He notes that tangible ROI is generated from lowering 
the frequency and extent of injuries through:

• Reduced costs – lower medical and employee-related 
costs.

• Increased operational efficiency – minimize down-
time and increase production efficiency.

• Enhanced workforce – reduce employee turnover and 
increase employee satisfaction.

Step-by-Step Automotive Recycling EHS
There is a method to any program roll-out that 

increases measures of success. Certain best practices 
emerged through the experience at Fenix that can help 
any auto recycler in their efforts. Here are some of their 
findings.

Identify a Point Person. Last year, Fenix hired Jolynn 
Audas as their new Employee Safety and Health (ESH) 
Coordinator, tasked with the job to bring all the pieces of 
the plan together. Health and safety coordinators develop 
procedures and design systems to prevent people from 
getting sick or injured and to keep property from being 
damaged. 

When Audas was hired to run this program, she jumped 
right in using OSHA and DOT standards and mandates 
to identify information that different positions within an 
auto recycling facility would need to have training. In the 
beginning she developed an ambitious and comprehen-
sive program that was built on the concept of “too much 
rather than not enough” when developing the courses 
within the overall safety training program. 

Choose a Method of Delivering Information. It was 
important to Fenix to partner with a source to deliver the 
information across the network. With those requirements, 
the initial safety program was developed using a technol-
ogy-driven educational platform, specifically eComply. As 
development progressed, they utilized the platform’s appli-
cable training, and even tasked eComply to create custom-
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ized training from what the company identified  
most important, such as back injury prevention. 

Introduce the Program with the Right Support.  
To roll-out the program, Audas met with those who ran 
the “group training” at each facility to share the new pro-
gram with the facilities. She quickly found out this was  
not enough. After months of curating an abundance of 
quality safety training, in the beginning, the program  
was not widely embraced. 

“I didn’t have enough cheerleaders out there helping 
create momentum,” admits Audas. “Then, Joey Cox of 
Cox Truck and Van Inc. – from our Georgia location –  
got on board to help rally the other locations to use the 
program. Once Joey and also our Regional Vice Presidents 
(RVPs) began backing the training program, more loca-
tions got on board with using and, more important  
to Fenix, reporting through our new system.”

She needed that support from influential leaders to meet 
the safety program goals, and they are seeing the results 
now, a year later. “Our momentum has always been high; 
this definitely makes it much more exciting when you 
know they are starting to buy into the program,” says 
Audas. 

Adapt as You Go. In the next phase of rollout, Audas is 
working on plans for the fall to conduct regular meetings 
with the RVPs every 90 days and with General Managers 
once a month to continue to gather feedback on the pro-
gram to quickly make ongoing improvements. “When 
you have the GMs and managers sold on the program, 
ongoing discussion helps them and the people that report 
below them recognize that this is not a fad, or topic of the 
month, this is staying and will help us all get home to our 
family and friends the same way we went to work.”

Once Fenix facilities started using the program, feed-
back came back that the amount of training available was 
too much for most employees to absorb at once. It was 
decided to pare back the first level of required training to 
focus on critical measures, such as successful employee 
onboarding and orientation, and DOT certifications and 
requirements. 

The idea of reordering a robust training program was 
not easy. Fenix looked at the what was necessary versus 
what was desirable. “Joey Cox and I outlined what 
OSHA-mandated trainings are necessary,” says Audas, 
“and then identified the dangers of each job role and 
assigned trainings as needed.”

Now, an employee who has met the initial training 
requirements that were determined as essential could 
move to the new levels of safety training as continuing 
education. The results were outstanding.

Monitor Success. Employee onboarding training was 
one area that has significantly improved as a result. In the 
beginning of the new program, there were 24 videos a new 
employee was to watch. Realistically, when a person is 
hired, they need to get working as fast as possible – safely. 
With the goal being that every new employee was to have 

the onboarding training, it was determined that these 
many videos weren’t necessary for onboarding. 

With the adaptions Audas and Cox made, the focus 
became on only courses that got them ready for their 
new position from an OSHA/DOT certification perspec-
tive. After the person had gotten into the position, and 
working, they would then be required to continue to be 
educated.

Track Improvement. An example of significant 
improvement for Fenix was evident in their delivery driver 
onboarding. It is now a requirement that all drivers need 
to carry their medical cards at all times, using MVRs as 
the baseline standard. Drivers also have to be approved 
by Fenix corporate – not just the location – who will run 
extensive background checks for that position. This is a 
huge improvement in tracking that all safety is in place 
and running according to the DOT regulations, should 
there be an accident. 

Another improvement is that an increase in “near 
misses” is now being reported on a more regular basis 
company wide. This means that those in charge of a 
location’s program has safety top of mind. Creating 
more awareness and instilling more of a consistent safety 
mindset were goals of this new program, and reporting 
numbers are an indication that each facility is taking their 
safety programs to the next level.

Use Failure as Teaching Moments. In regard to “near 
miss” and other reporting, the company uses this informa-
tion to send reminder emails to facility managers about 
important safety protocols to keep top of mind. The com-
pany can see trends or issues that locations are experi-
encing to help prevent accidents. For instance, in the fork-
lift operations, the company is seeing that managers are 
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taking the time to write-up their employees who improp-
erly operate a forklift, which then requires that employee 
to retake all the forklift safety training. 

Facility teams are also taking advantage of eComply’s 
“Toolbox Talks,” which offer short bits of information 
that can be used for teaching moments during the regular 
staff or training meetings. 

“We are seeing that safety is on people’s minds, which is 
yielding good results,” says Audas. 

Always Be Improving & Training. Audas suggests that 
consistency and, even more, communication are critical to 
a program’s success. “Setting up proper policies and proce-
dures ensures everyone knows what to do in all scenarios 
of our jobs. I have always kept an open line of communica-
tion to the employees and distribute my contact informa-
tion in every facility so our employees know they can call 
me if they need anything at all, especially for safety.”

There are also plans for a more uniform schedule for 
weekly safety topics for managers to discuss with their 
employees, that’s 52 more times per year that managers 
are educating employees about safety. Employees who 
hear management constantly talk about the importance of 
safety understand how important safety is to Fenix.

Create Training Expectations. Employees at Fenix 
can complete the training on any device they choose to 
complete it on. When hired, they are given access to the 

training tools, along with expectations for completion. 
Current employees are provided with the same infor-
mation. The credentials are accomplishments of the 
employee, which boosts morale, confidence and pride in 
their achievement. 

Fenix pays for employees to complete the training, and 
when it is successfully completed, the system allows the 
employee to print a certificate. The system also stores 
all the information should Fenix need record of training 
completion.

 
Build It and They will Do It

Creating a successful safety program is a never-ending 
process, but with concerted effort can make your business 
better, more efficient, and less likely for consequences like 
accidents or fines. Indirect benefits can be seen in insur-
ance costs, worker’s compensation claims, and more.

“It’s really a great thing to watch this grow,” notes 
Audas. “I told everyone that this is our ‘safety baby’ and 
we need to raise it the right way. We have learned to roll 
over and it just started walking and talking. It’s only going 
to get better. Our safety baby is finally a safety toddler, yet 
we’ve still got a long way to go.”  

Caryn Smith is the editor of Automotive Recycling magazine, and 

has covered the industry for over 20 years. 

For recyclers who want to build or 

refresh their own safety program, 

the ARA University (arauniversity.

org) is a resource that has been used by  

top auto recyclers to train their teams for 

over 15 years. It is the premier learning 

platform for automotive recyclers that 

trains your employees, tests their retention of the coursework, 

and even certifies them in certain courses that will help your 

company with compliance.

The tried and true platform, free to ARA members and their 

employees, offers excellent courses and certifications that 

help develop a safety mindset in employees and satisfy OSHA 

and DOT requirements.

The automotive recycling industry has become more 

complex as vehicles become more advanced. As a result, 

the demand for training that increases safety, efficiency, 

and profitability has become a vital need. Here are several 

reasons to bring ARA University to your company.

Convenient Access: Join courses from any Internet-

enabled computer and most mobile devices allowing for 

flexible training 24 hours a day, 7 days a week.

Compliance Training: Environmental and regulatory 

compliance training, which includes storm water 

management and mercury switch removal.

Highest Levels of Safety: Courses 

that governmental safety training 

mandates create a safe and reduced risk 

workplace, saving money on insurance 

and fines.

Skills-Specific Education: Training 

applicable to an employee’s job functions, 

such as the required Forklift Training certification, plus Sales 

Associate, Inventory Specialist, Dismantlers, Management 

and more!

Accountability: Management tracking reports that allow 

your company’s ARAU administrator to see each employee’s 

efforts and progress.

Fast & Easy Registration: Enroll is fast and easy. 

Just click on the button at the top of this page. Complete 

your company and employee information on the required 

enrollment forms. Then, class is in session!

ARA University offers training for Inventory Specialists; 

Plant Production; Sales; Health, Safety & Compliance; Buyers; 

Management; Owner/CEO Training; Automotive Career 

Path; Industry Partner Training; and Webinars. There are 

Dismantling courses in production that will be introduced in 

the fall.

As an ARA Direct member, you can enroll your company by 

visiting www.arauniversity.org/enroll/.

SAFETY STARTS WITH TRAINING
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Providing a productive  
workplace in the 

COVID world is vital  
to your employees… 

and to your business. 
By Phillip M. Perry

W ith the easing of restrictions sur-
rounding the COVID-19 outbreak, 
businesses are starting to return 
furloughed workers and restore 
full-time status to those with 
reduced work hours. A successful 
re-entry program will ensure the 
safety of company personnel and 
the public, obviate charges of dis-

crimination, and avoid actions that inadvertently violate federal, state and 
local employment laws. Employers should set a positive tone to motivate 
their personnel in a difficult environment.

As businesses return to normal following a period of reduced activity 
caused by the COVID-19 outbreak, employers are starting to end furloughs 

Safe + Sound
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and to rehire laid off workers. People who had been 
assigned reduced hours are returning to full-time status.

Those are all hopeful actions, and many employees 
will doubtless be eager to return to work. Yet challenges 
remain. The first has to do with staff performance: Super-
visors may need to deal effectively with employees who 
may not perform at their usual level of productivity. 
That condition might be due to a weariness about the 
COVID-19 outbreak, fear of contracting the illness, or a 
general uncertainty about the future.   

“Many people are still scared, and their fear is valid,” 
says Bill Hagaman, CEO and Managing Partner of 
Withum, a management consultancy. “The risk of the 
virus impacting someone at any moment continues to 
be very real.” Anxiety makes people see everything in 
the light of their fear – and fearful people often perform 
poorly. The energy that would normally go to their work 
goes instead toward worrying about the health and finan-
cial survival of their families and themselves. 

A second problem has to do with safety of the physical 
facility: Employers must institute procedures and mod-
ifications to ensure no one contracts the virus while at 
the workplace. “As employers put in place their return to 
work programs, they must address legal issues concerning 
the safety of employees, vendors, suppliers, clients, and 
customers,” says Paul Evans, a partner in the Employ-
ment and Compensation Practice Group in Baker & 
McKenzie’s New York office.

The risks exist on numerous fronts. Employees may 
charge that the business is failing to provide a safe work-
place as defined by the Occupational Safety and Health 
Administration (OSHA) or similar state laws. Workers 
who contract COVID-19 on the job may file workers 
compensation claims or lawsuits. Customers and vendors 
may also institute legal action if they contract the virus 
while visiting the business facility.

In fact, a July 30th Wall Street Journal article reported 

on 69 current lawsuits launched against employers. The 
headline of the article says it all: “Families File First Wave 
of COVID-19 Lawsuits Against Companies Over Worker 
Deaths – Coronavirus victims and their families allege 
workplaces failed to protect them.” The implications 
of these kinds of suits remain unknown as they work 
through the court system.

Stay Well with Procedures
It stands to reason that every business will need to 

take steps to keep everyone safe – and that starts with 
the physical facility. “The facility must be thoroughly 
cleaned,” says Richard Avdoian, an employee develop-
ment consultant in Metropolitan St. Louis. “Attention 
must be paid especially to the common areas, restrooms, 
chairs and desks. Sanitizing gels should be made available 
throughout.”

The business may need to modify some long-standing 
operating procedures. Equipment and workstations may 
need to be sanitized when one employee takes over from 
another. Conference room chairs might be removed so 
people can sit far enough from one another. Hallways 
might be turned into one-way corridors. The job of 
turning on the lights might be assigned to one person, 
and a single serve machine might replace a group coffee 
maker.

Signs posted throughout the facility should remind 
everyone to maintain proper social distancing, keep 
washing their hands and wear their masks. “Employers 
should ensure their workers refrain from unnecessary 
touching or congregating, including in cafeterias and con-
ference rooms,” says Susan Gross Sholinsky, Vice Chair of 
the Employment, Labor & Workforce Management prac-
tice of Epstein, Becker Green in New York.

In deciding what to do and not to do with their work-
places, businesses can obtain guidance from the govern-
ment. State and local authorities are issuing discretionary 
guidelines and mandatory directives. Some are very 
detailed, limiting the number of people permitted in a 
workspace, for example, to 25 percent or 50 percent of a 
room’s normal capacity. At the federal level, OSHA and 
the CDC are issuing regulations and return to work advi-
sories ranging from social distancing to the ventilation of 
workspaces to health screenings for employees. 

For links to these agencies see the Sidebar, “Govern-
ment Resources for Re-Opening.” You can also visit 
ARA’s COVID-19 Dashboard on a-r-a.org for more 
industry-specific information.

Temperature of the Situation
Federal and state authorities are also offering advice 

on a popular method for reducing the risk of infection: 
taking the temperatures of arriving employees. “The pre-
vailing guidance from the Centers for Disease Control 
and Prevention (CDC) is that any temperature above 
100.4 degrees warrants sending the employee home for 

Employers looking to create a safe and efficient workplace can obtain help 

from these federal agencies.

The Centers for Disease Control and Prevention (CDC) offers guidance 

on cleanliness, disinfection, and on reducing the transmission of infection 

among employees. (Navigate to cdc.gov, then click on “Learn More About COVID-

19” and then “Businesses and Workplaces.”)

The Occupational Safety and Health Administration (OSHA) offers 

guidance on how COVID -19 spreads, how to assess potential hazards, and how 

to control the risks to workers. (Navigate to osha.gov, then click on “Coronavirus 

resources” then “Control and Prevention.”)

State and local agencies also maintain websites with helpful materials. 

ARA’s COVID-19 Dashboard and COVID-19 Blog are excellent 

industry-cultivated resources and contains need to know information for all auto 

recyclers and salvage businesses. 

Government Resources for Re-opening
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the day,” says Evans. “If the temperature is above normal, 
but below 100.4 degrees, then the guideline is to wait 15 
minutes and take the temperature again to see if it goes up 
above 100.4.” Advisories are also available from local and 
state authorities at various levels of detail. “Temperature 
checks may be more important in hot spots than else-
where,” says Evans.

Health procedures of any kind can pose legal issues. 
“Taking temperatures as people come into the workplace 
starts to raise wage and hour questions if people must 
stand in line,” says Bob Gregg, Co-chair of the Employ-
ment Practice Law Group at Boardman and Clark LLC, 
Madison, WI. “Employers need to ask, ‘How many min-
utes are workers standing?’ And ‘Should they be paid for 
those minutes?’”

Privacy issues may also arise. “What do you do if a 
person has a fever?” poses Gregg. “How do you respond 
in a way which does not single them out? You don’t want 
a gong to go off or to let others see you shuttle them to a 
holding pen. You want to handle things in a way that does 
not violate privacy.”

If doorway health inspections help boost morale, 
employers should realize they are not sure things. “An 
individual can be infected with COVID-19 without 
having a fever,” says Evans. “However, the medical com-
munity still seems to think of temperature checks as 
important tools for ensuring workplace safety.”

No safety plan can succeed if too many people crowd 
into work areas, placing themselves and others at risk. 
Many businesses are moderating the flow of arrivals by 
bringing back people in stages, even going so far as to 
require eager volunteers to obtain clearance from their 
supervisors before returning. Others are separating their 
staffs into two or more teams and allowing one group back 
at a time. 

“Employers should consider the feasibility of staggering 
employee shift times or of establishing an alternating 
workday or workweek schedule,” says Sholinsky. “They 
should be flexible and creative in developing policies that 
maximize productivity and ensure the highest levels of 
safety.”

Playing Fair
Employers need to avoid intentional or nonintentional 

discrimination in selecting people to return to work, either 
part or full time, after a furlough or layoff. “Keep in mind 
that when everyone is not recalled, someone is laid off,” 
says Gregg. “The demographics of the exceptions should 
be worked through.” There should be no pattern by age, 
disability, race or gender.

The law explicitly prohibits adverse actions against 
anyone who has taken time off as a direct result of the 
COVID-19 outbreak. “Employers may be subject to retal-
iation claims when employees are terminated or otherwise 
subject to adverse employment actions after they have 
taken sick leave, a leave of absence under the Family and 

Equipment and workstations may 
need to be sanitized when one 
employee takes over from another.

Medical Leave Act (FMLA), or under a COVID-19-spe-
cific law such as the Families First Coronavirus Response 
Act (FFCRA),” says Sholinsky.

Particular care should be taken if someone in a mana-
gerial role is overheard saying the pandemic has created 
a golden opportunity to not bring back a “difficult” 
employee. “You have to take a step back and figure out 
why the employee is labeled difficult,” says Gregg. “Is 
it because of poor performance, or because they have 
spoken up on protected matters concerning safety or 
employment?”

The Americans With Disabilities Act (ADA) and equiv-
alent state and local laws create an especially hazardous 
legal terrain. An employer should not deny a request for 
a workplace modification to obviate infection if such a 
modification would be a reasonable accommodation for a 
medical condition or other Covid-19 related disability.

And the ADA legal coin has an obverse side. “Some 
employers may decide to keep people with underlying 
conditions, the at-risk folks, out of the office,” says Gregg. 
“The fear is that if they come back, they will be more sus-
ceptible to catching the virus with a more serious result.”

Yet excluding at-risk people can be tricky. “Who is at 
risk?” poses Gregg. “Anyone over the age of 60. So, the 
employer is tempted to say, ‘Older people cannot come 
back.’ Well, that means they cannot earn money and that 
can create an age discrimination issue.”

The decision to exclude people from a back to work 
program must be based on more than a stereotypical pre-
sumption, says Gregg. The ADA’s “direct threat standard” 
states that employers can exclude workers only when 
there is actual evidence that they pose direct threats to 
themselves or others – perhaps because they have told the 
employer they have an underlying condition or they have 
a relevant symptom. 

The need for a direct threat extends to a requirement 
for a medical examination. “The employer cannot send 
someone to the doctor to validate that they are okay to 
come back to work, if that same requirement was not 
made for everyone else,” says Gregg. “There needs to be 
more than a perception of a disability to send a person to 
the doctor.”

Attorneys caution that pay equivalency is not a defense 
against discrimination in these cases. “Even if the salary 
would be the same, the individual who has been denied 
full employment may lose out on valuable perks of actu-
ally working at the office,” says Gregg. “These might 
include client contacts, important sales meetings, or just 
generally being ‘in the know.’ They might even miss out on 
promotions: If you are not seen, you are not considered.”
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The considerations mentioned apply to employers of 
all sizes: While the ADA only covers businesses with 15 or 
more workers, most states have similar laws for smaller 
organizations.

Answering Questions
Creating a safe workplace is one thing. Building the 

trust of employees is another. People must understand 
that everything possible has been done to protect their 
health and safety. Open communication can go a long 
way toward calming employee jitters. “Transparent 
communication is critical right now,” says Hagaman. 
“Employers need to prevent confusion among their teams 
by answering their questions before they re-enter the 
workplace.” 

Not the least of challenges is that of communicating the 
panoply of new procedures to employees who may feel 
overwhelmed by a long list of to-dos and do-nots. Some 
employers are sending email broadcasts with answers to 
such questions. Others are posting informative signs in the 
workplaces. And others are packing personal protective 
gear into “goody bags” and handing them out to returning 
employees. 

Employees concerned about the virus may be asking 
questions such as, Is my job safe? Will the business sur-
vive? How will the pandemic affect the economy? Can I 
believe what the bosses are saying? These questions and 
others reflect a good deal of uncertainty, and uncertainty is 
always a challenge to motivation.

“The source of anxiety for people is often fear of the 
unknown,” says Martha Forlines, president of Belief 
System Institute, Ellijay, Georgia. “Employers need to con-
tinually remind their charges about the safety precautions 
taken to keep everyone safe. These can include disinfection 
of the office, assuring the availability of face masks, and 
the alteration of seating arrangements to maintain social 
distancing.”

While some of the COVID-19 fears are obvious, others 
may not be. Supervisors should encourage two-way com-
munications with employees to uncover unanticipated 
fears. “Ask employees what they need to make them feel 
motivated and good about their working conditions,” says 
Forlines. “Their answers will take the guess work out of 
the equation.”

The problem of anxiety is made worse by the insecurity 
of supervisors themselves. “Because managers in many 
cases do not know what's going on, they do not have a 
way to comfort the employees with information,” says Dr. 
Karlyn Borysenko, Principal at Zen Workplace, a con-

Award-winning journalist Phillip M. Perry 

has published widely in the fields of business 

management, workplace psychology and 

employment law. A 20-year veteran, Perry is 

syndicated in scores of magazines nationwide.

sulting firm outside of Boston. Winging it, while tempting, 
can only make matters worse. “If you are not sure about 
something, you should communicate that fact,” says Bory-
senko. “Don't hesitate to say you don’t know. Then follow 
up that statement with something like, ‘As soon as I do 
know, I will tell you.’”

The goal of all of the above is to assure people that 
management will respond quickly and conscientiously 
to new information as it is discovered. In the meantime, 
people should know the business will reduce the risk of 
harm by taking extraordinary safety measures. 

As careful as an employer may be in designing a safe 
and effective back to work program, it’s likely that not 
everyone will be pleased. “Employers should put mech-
anisms in place to deal with complaints about working 
conditions, including practices such as social distancing to 
ensure the safety of the work environment,” says Evans. 
“Some employees may feel the employer has not gone 
far enough or has not enforced the rules appropriately. 
Employers need to be ready to make necessary changes 
and ensure there is no retaliation against people who file 
complaints. This is important from the standpoint of both 
employee relations and whistleblower laws.”

Managers and supervisors, too, should receive special 
training on the new workplace rules and how to respond 
if anyone complains about them or refuses to cooperate. 
A point person can help. “One way to minimize risks is to 
establish a reopening coordinator who understands all of 
the moving parts of a back to work program,” says Evans. 
“It’s good to have someone who makes sure people under-
stand the rules and their responsibilities.”

Staying Positive
Given the negative emotions that have surrounded the 

COVID-19 outbreak, employers should try to present 
their communications in a forward-looking spirit. 
“Employers might create a return-to-work rally with a 
positive tone, applauding the performance of the staff 
in light of everything that has happened,” says Avdoian. 
“And as things move forward one way to encourage good 
morale is to ask for volunteers to serve on a committee 
that addresses staff concerns.”

The pandemic itself might present businesses with the 
opportunity to retool their operations, finding ways to 
work more productively and to utilize technology more 
efficiently. “We should create new policies and procedures 
in response to the pandemic as we do when faced with 
any obstacle or challenge in the business world,” says 
Avdoian. “We are always looking for ways to enhance our 
services. This is another opportunity to do so.”  

The law explicitly prohibits adverse 
actions against anyone who has 
taken time off as a direct result  
of the COVID-19 outbreak.
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H.O.W. Practical Business Advice 
for Automotive Recyclers 

HELPING OTHERS WIN

Text marketing is an expense 
that sometimes is looked as 
lacking return on investment.  
If you view it at as building 
a relationship with your cus-

tomers, and communicating with them, 
then it is an investment in future sales. Here 
are some tips from Paul Mitchell of Texn 
Rewards on the best use of text marketing 
for self-service facilities.

What are the best offers to send out 
via text? 

The best offers are between 20 percent 
– 50 percent off and on items such as tires/
wheels, engines, transmissions, or any 
part which has high volume. Free Entry 

weekend is a successful offer as well. Occa-
sionally, all inventory in the yard is good if 
you want to drive in a lot of traffic. Salvage 
facilities often come up with creative sales 
such as Spin the Wheel, Find the Special 
Ticket, or All You Can Carry which are 
consistently successful campaigns. Smaller 
salvage yards can use 10 percent to 15 
percent and see results with text marketing.  
With COVID-19 making it more difficult 
to find inventory, Ca$H For Junk Car cam-
paigns are popular right now.

 
How often should a company send 
text offers?

Once per week, bi-weekly, or monthly 
depending on how often you want to 

Text Marketing Gets Results for Self-Service Facilities
By Paul Mitchell

run sales. It is best to send a text out on 
Thursday to notify customers of a sale from 
Friday – Saturday or Friday – Sunday if you 
are open on Sundays.   

How many text messages should a 
company send out every month?

It is smart to budget your advertising 
spending and start small while you build 
your database of subscribers. Your monthly 
advertising spend is positively correlated 
with your monthly message volume no 
matter which vendor you use for mobile 
marketing. As you grow your subscriber 
base, then you may need to increase your 
monthly message volume in order to send 
the message to all of your subscribers. 

More text message offers usually cor-
relate positively with success for your text 
marketing campaign. Another option is to 
set a firm budget for your monthly adver-
tising spend and create target list groups 
to stay within your required budget. For 
example, if you have 1,000 subscribers and 
want to send a weekly offer to every sub-
scriber then you will need 4,000 messages 
per month for offers. If your monthly offer 
budget is 2,000 messages, then you will 
need to create a target list which identifies 
only 500 subscribers per week who will 
receive the message instead of all 1,000.  

The target list could be something like 
“Only customers who have checked in 
within the past month,” “Only customers 
who have not checked in for two months,” 
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Texn Rewards User Shares Secrets to Success:

We designed a 18-week program of different specials and car buying ads. On average we 

send over 30,000 texts once a week to our VIP Customers. I like Texn Rewards because 

their system takes care of all the legal requirements, and all the customer does is sign in and it 

authorizes us to text them. If a customer has not checked in during the last five months, the system 

removes them from our VIP rewards program. 

Every week, I have a different special that goes out, such as 15 percent off cooling system 

parts. The text goes out Thursday evening and the special is good for Saturday and Sunday.  

We also offer specials, like Free Entry weekends, where we get lots of responses.

Marketing is always changing, as there are always new ways to market a business. We’ve 

been doing text marketing for about five years. Prior to working with Texn Rewards, it wasn’t very 

successful. With their program, it is the best customer engagement I’ve done. 

The only thing I don’t like with text message marketing is you can’t track results to get an 

accurate return on investment. I can send out those 30,000 texts and 40-50 customers a weekend 

redeem the discount. I used to get very frustrated over trying to track the ROI, and then I just 

decided to view it as constantly keeping customers engaged. Keeping us fresh in the customers 

mind is one of the big things with any advertising we do. They don’t always need a part this week 

or next, but in a month, they might and if we’re keeping them engaged, there is a good possibility 

they will visit us first.   

– Lloyd Welty, General Manager, Pick-N-Pull, in San Antonio, Texas



Paul Mitchell is President at Texn 

Rewards, offering auto recyclers 

mobile marketing products, 

including  “Just In” Inventory 

Management Software to notify customers 

when inventory is made available that matches 

their preferences, and other mobile marketing 

solutions. 
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H.O.W.
HELPING OTHERS WIN

or “Only customers who have checked in at 
least three times.”

 
How much work is it to start a mobile 
marketing campaign for your business?

It is simple to find a vendor for mobile 
marketing and you can find hundreds 
of vendors with a quick Google search. 
One key distinction you will find when 
researching mobile marketing companies is 
whether they are self-service or full-service.  
Self-service is the “do-it-yourself” approach 
and full-service is the “set it and forget it” 
approach. 

Full-service usually requires occasional 
email or phone correspondence with your 
vendor, but there is someone who does the 
work for you and it can save time. Usually 
full-service companies allow customers 

to do it themselves if they prefer to as 
long as they follow all TCPA and Carrier 
regulations. 

Another key distinction is how customers 
join the campaigns. Some mobile marketing 
companies offer Text2Join only where cus-
tomers have to text in to join. Other mobile 
marketing companies offer Text2Join and/
or the ability for customers to join by 
entering their number in on a tablet inside 
your business. 

How can your product connect  
customers with product?

We can include a link in your text offers 
which will make it easier for customers to 
access pages on your website such as Just In 
Notifications, Search Inventory, Parts Price 
List, or Sell Your Car. For more informa-
tion, please contact Texn Rewards at  
(888) 688-8492.  

More text message 
offers usually correlate 
positively with success 
for your text marketing 
campaign. 



      Recycler to Watch

        Rob Smith

Founded by the Clarke family in 1958, Erin 
Auto Recyclers in Erin, Ontario has made a 
name for itself within the automotive recy-
cling community. For nearly 62 years, the 
company has operated on approximately 
five acres of land just north of Brampton, 

Ontario and is currently owned by Rob Smith, Elayne 
McSkimming (both pictured above) and their two sons. 
Today, this family-owned and operated entity strives to 
recycle vehicles in a safe, proper and environmentally 
friend manner. 

In fact, Erin Auto Recyclers has been recognized 
by the Clean Air Foundation as the first in Canada to 
recover mercury switches from ABS breaking assem-
blies, which, along with recovering convenience lighting 
switches, is a vital achievement. Not only do these 
assemblies take a concerted effort to locate and remove, 
but these types of assemblies often contain three mer-
cury switches that together contain over 2.5 grams of 
mercury, a harmful neurotoxin. Together, Rob, Elayne, 
their sons and their employees continue to strive to 
improve all facets of automotive recycling in order to 
have a positive effect on the environment. 

With such a long-standing company history, do you 
have any interesting historical company stories of its 
founding and ongoing success?  

Rob Smith: Our yard was founded by the Clarke 
family back in 1958. Local folklore says that the man 
who ran the yard, Norm Clarke, was quite a char-
acter and a poster child of what a wrecking yard was 
at the time. The yard was named Erin Township Auto 
Wreckers and it remained that way even after it was 
sold in about 1982 to my wife’s parents, Rod and 
Evelyn McSkimming. Fast forward to 2003 and this is 
where my wife and I decide to get into the auto recy-
cling business. I’m not sure what kind of drugs we were 
on at the time to take over a family business (laughing), 
but there we were and here we are.

What type of experience did you and your wife have 
prior to taking over the family business? 

I have been an entrepreneur since I started working 
for myself when I was 19 years old. But my interest in 
entrepreneurial activities actually stared much earlier 
when I was a kid. I would pick through people’s gar-
bage on a Thursday night and have a “garage sale” on 
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Saturday morning. I still get a kick where that one ended 
up, turning one person’s junk into another man’s gold. By 
trade I’m a tool and die maker, mainly in the auto parts 
industry, and my wife was in ground logistics for an inter-
national freight company. When we bought the business, 
neither of us had any experience with auto recycling. In 
fact, despite my wife’s parents owning  the company she 
had no real interaction in their business. 

Can you describe what Erin Auto Recyclers looked like 
in the “early years” after you and your wife purchased 
it? And what process do you go through to transform the 
yard to what it is today? 

Initially, the yard was everything you would expect a 
“wrecking yard” to be – dog and all. This is where the 
transformation starts. The first order of business was to 
rebrand and take the business out of the Stone Age so to 
speak. That’s when Erin Auto Recyclers was born. This 
started the journey of gaining knowledge about the auto 
recycling industry, community  involvement, resources, 
rules and regulations and the local government. 

How did the community react to the new ownership of 
the company and your eagerness to transform and update 
the business?

When we started dealing with new customers there 
seemed to be a common theme and that was “we never 
knew you were here.” I thought, “How could this be?” 
This place has physically be here since 1958. This need for 
awareness set the stage for involvement within the local 
community and beyond to promote us.

What type of challenges did you initially face when you 
began to reintroduce the company to the community and 
potential customers and obtain more exposure for the 
business?

As we started out dealing with the town’s regulations, 
it became obvious to us that some people didn’t want us 

here and that was due to the stigma that our industry has 
had to endure. Well that was about to change – for our 
town, anyway. When we were  researching who could 
help us, the Ontario Automobile Recyclers Association 
kept coming up. We were not members of the association 
and we felt very intimidated by how far behind the times 
we were. In a way, we were afraid to ask for help from 
them. During our time of researching, we came upon the 
mercury switch issue and started pulling them out. We 
also started pulling the ABS switches and were recognized 
by the switch out program as being the first in Canada to 
submit them to the program. 

During this time we launched our first website and we 
also came out of the Hollander “Stone Age” books – out-
dated books at that because they were cheaper to buy. We 
also bought a server and stations to begin doing inventory 
online, which we expanded on with a yard-to-yard pro-
gram and car part software. 

How have you become engaged within the community 
to help further your company’s growth? 

I became a founder of the local chamber of commerce, 
as none had existed prior to this. I was also accepted as 
a member of the environmental committee for the town 
of Erin and the community involvement continued as we 
started sponsoring local events. We ended up winning an 
award of distinction from the Credit Valley Conservation 
Authority for our efforts to protect the town’s drinking 
water. And we became members of OARA and partici-
pated in the programs that they were doing, notably the 
Sunshine Foundation tire drive. We were consistently in 
the top ten spots and in 2013 I was asked to help do a 
dream flight to Disney World and it was one of the most 
meaningful things I had ever done. In 2018, we were the 
winners of the tire drive, which just goes to show per-
sistence pays off. 

Of course, I’ve never been one to give up, but that 
doesn’t mean I need to be first. Rather just knowing I’ve 
done my best has served me well. Winning is sometimes 
just a bonus. In 2014 I really got involved in our com-
munity and ended up getting elected in our town to serve 
the community and in 2018 I was re-elected to serve 
another four years. In 2019 we were given an award by 
our fire department for continuously helping out their fire 
training program as we supply cars to all surrounding fire 
departments. 

Through all of your efforts, how has the company 
grown? 

We now employ four full-time staff, which includes my 
wife and I, as well as two part-time staff. We process about 
1000 cars each year. We were re-zoned to allow car sales 
and we are an OMVIC used car certified site. We also run 
a “car angel” program to help the East Wellington Com-
munity Services – similar to what the Car Heaven pro-
gram does. This all brings us to where we are now. 
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What do you attribute to your success? 
I wouldn’t have known all this could be done without 

the help and resources of our association. In the end, our 
fears of being “less” than at the beginning of our journey 
were quickly put to rest as there were many people who 
helped us along the way. With people like Steve Fletcher 
and a great board of directors watching out for us and 
helping us stay ahead of the curve – even during these 
trying times of COVID, with resources and tips to help 

navigate through this pandemic.  And all the members that 
treat each other with respect, I would like to take this time 
to thank all off them too. 

How has the COVID-19 pandemic altered your busi-
ness or the way you see the future of your company? 

When this first started happening, my reaction defaulted 
to October 2008. What did I learn and what was I going 
to use from that crisis this time around? Well, much like 
2008, there was some reflecting on what was working 
and what was not working, as well as who was working 
and who was not. Sometimes you are so busy all the time 
that the trees get in the way of the forest. You can choose 
to be scared or you can be energized by the unknown. I 
choose the latter. Most of us already know the answers to 
solutions and this seems like the time the world pushed us 
to make a move. Clean up, reorganize, re-tool or just plain 
rethink succession planning. My point is this:  Look for 
the dollar in the junk that life just gave us – after all, it’s 
the foundation of our business. 

One man’s garbage is another man’s gold! We will be 
looking at a more ecommerce-based platform to take us 
into the future. This is one of our biggest failures to not be 
there yet, but I have no regrets on how far we’ve come.  
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Grid
Across 
1. Exhaust converter type

6. School kids’ ride

8. Mercury’s Ford Torino cousin

9. Batmobile occupant

10. Palindromic horn honk

11. Annual Rose Parade place

13. Hudson, AMC, Wolseley model

14. Racy paint feature

17. Nissan luxury line

19. Car design detail, briefly

22. “Put the ____ to the metal”

23. Porsche model

24. Racy ‘90s Acura, reborn ‘16 (1,1,1)

25. Chopper passenger backrests (5,4)

Down
1. Mercury’s Maverick clone

2. Cop car radio words (3,4)

3. Lender’s car claim

4. Traffic type, typically (3,3)

5. Recyclers’ inventories (3,5)

6. Motel room find, frequently

7. Hyundai showroom SUV (5,2)

12. “Bandit” Trans Am driver Burt

13. Terrifically tight turn

15. Subaru showroom selection

16. Big rig exhausts, slangily

18. White truck courier

20. Auto paint layers

21. ‘60s A&W window attachment

Answers on page 73.

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

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

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

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

Advertiser’s Index
Company .....................................................................Website .............................................Ad Pg. No.
AB Cattech ..................................................................................www.abcattech.com .................................................... 7
Belanger Converter Recycling ................................................belangerconverterrecycling.com ............................IFC
Blackburn OEM Wheel Solutions ...........................................www.blackburnwheels.com ....................................49
Buddy Automotive Innovations ..............................................buddyai.com .........................................................38-39
CCC ..............................................................................................cccis.com/get.pinnacle.com ........................................ 9
Carolina Wheel Cover ..............................................................ineedahubcap.com .....................................................71
Car-Part.com ..............................................................................car-part.com ............................................................. OBC
Commercial Forms Recyclers Supply ....................................www.commercialforms.com .................................. IBC
Copart ..........................................................................................copart.com/autorecyclers ..........................................58
CRUSH/S3 Software Solutions, LLC .......................................s3softwaresolutions.com .......................................... 11
Dorman Products, Inc. ..............................................................dormanproducts.com ................................................... 5
Induction Innovations ..............................................................theinductor.com ..........................................................23
Lamb Fuels .................................................................................lambfuels.com .............................................................13
MarkingPenDepot.com .............................................................markingpendepot.com ...............................................71
Moley Magnetics .......................................................................moleymagneticsinc.com ............................................54
PGM of Texas .............................................................................pgmoftexas.com ..........................................................15
PMR..............................................................................................pmrcc.com .................................................................... 17
Rebuilders Automotive Supply ...............................................coresupply.com ...........................................................19
SAS Forks ....................................................................................sasforks.com ................................................................25
Supershear .................................................................................supershears.com .........................................................21
United Catalyst Corporation ....................................................unitedcatalystcorporation.com ................................33
United Recyclers Group ...........................................................u-r-g.com .....................................................................68
Vander Haag’s, Inc. ................................................................... vanderhaags.com .......................................................73
Vortex De-Pollution & Recycling Equipment............................www.vortexdepollution.com ...................................... 54 
Worldwide Facilities, Inc. (Formerly G.J. Sullivan Co.) ...........gjsullivan.com/wwfi.com .............................................27

To Place a Digital Ad through ARA,  
contact Caryn Smith or Jay Mason at 

(239) 225-6137 or email ARAEditor@comcast.net! 
Act now to reserve your spots! 

You’ve Asked for It, 
We’ve Listened!

Digital Opportunities are Here!

R each ARA Members who are trend setters 
on ARA DIGITAL PLATFORMS with your 
awesome products and services!

A-R-A.ORG OFFICIAL WEBSITE
Recently enhanced, ARA’s website reaches automotive 
recyclers seeking critical information, news, business 
building ideas, online member directory, and more. 

ARA 360° MONTHLY E-NEWSLETTER
ARA’s monthly e-Newsletter provides a way to keep 
your brand fresh in the minds of people of influence. 

NEW! CUSTOM E-BLASTS
ARA offers only Associate Members the opportunity 
to reach the entire ARA Membership at once with a Custom e-Blast 
from your company to ARA’s email list. Ask us about this special offer!
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Tolpa’s Auto Parts 2020

Share your business, people, industry or historical photo!  
Email ARAEditor@comcast.net with your photo(s) as high resolution JPG format, along with a description  

or identification of the people/things included. A good cell phone camera usually takes a great photo.

When a devastating fire 
destroyed a large por-

tion of Tolpa’s Auto Parts 
(Remsen, NY), they did not 
spend too much time feeling 
sorry for themselves. As leaders 
of the industry (owner Bill 
Tolpa is a past-ARA president 
and board member), they flexed 
their resilience muscles to begin 
planning for Tolpa’s next gener-
ation facility. 

The result is this stunning, 
incredibly safe and environ-
mentally-efficient facility which 
was unveiled to the public in 
July. They held their first-annual 
Tolpa’s “Yard Fest” that drew a 
great crowd, hosted 30+ ven-
dors and was a ton of fun!  
Cars were crushed to the 
delight of everyone, live music 
to soothe the soul and plenty  
of food was served up. 

Bill “The Man” Tolpa con-
ducted yard tours both days 
and they were pleased to report 
that “people learned a thing or 
two about auto wrecking!”  

Tolpa’s Landscape – Before and After

SnapSh   t
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