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the site. There were huge concrete blocks blocking both 
entrances. It was obvious the site had not been used for at 
least a couple of years. Apparently, the town had taken the 
property from the previous owner for nonpayment of real 
estate taxes and was now putting it out for sealed bids. Long 
story short, the town approved my bid and intended use. 
Great news! Now the work began. We received approval 
to build an additional building, install a 70’ truck scale, 
and a concrete pad for the storing of flats. Engineering and 
the various approvals took an incredible amount of time 
and effort. Fast forward - The project is now completed, 
we are moved in, and are up and running.
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Recore’s New Digs 
By Don Belisle, Sr. 
The search started over 7 years ago, 
trying to find a location that would 
allow all the things Recore does 
to be built in one spot proved to be 
daunting. My plan was to get or 
build a larger warehouse/converter 
production facility and have an area for 
the loading and unloading of crushed 

cars. Not only were these places impossible (nonexistent) 
to find, but the site would also need to be in an area that 
allowed the various uses I had in mind. Over the years, 
I looked at hundreds of sites for sale online and toured 
dozens of them in person. The very few sites that seemed 
to fit the bill would not have proper zoning or some other 
disqualifying items. I was beginning to think the place I 
wanted only existed in my imagination. Then in the spring 
of 2017, I got a call from one of the many commercial 

realtors I had been working with who told me about a new 
listing a site in Hudson NH on Route 111. He went on to 
say that it was being sold by sealed bid! When I viewed 
the site online I knew right away that I had been there 
before. About 5 years earlier, I bought a Mack tractor from 
the previous owner. At the time, I said to myself “What 
a nice piece of property!” So I immediately drove by 
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Front of our new building with entrance

Suzanne Champagne, office manager at Recore Trading Company

“I was beginning to think  
the place I wanted only existed  

in my imagination.”{ {
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Recore’s New Digs   Continued from Page 1

The ability to now sell flats to the highest bidder makes a 
huge difference. With our volume, we are able to negotiate 
higher prices for us and our suppliers. This, along with the 

improved converter production, is a win/win for all of us. 
Take a look at the pictures We are very proud of our new 
Recore Trading facility.

OUR DOCK IS 
OPEN MONDAY 

THROUGH FRIDAY
Recore Trading’s dock is 
open Monday through 
Friday from 7:30 AM 
to 4:00 PM for drop off 
with professional buyers 
available for immediate 
cash payment. 

New scale at our Hudson facility

Winner of 
Gas Station Contest

The winner of the gas station contest in our July newsletter 
is Helen Torres of 495 Truck & Auto Recyclers. She 
correctly identified the location of the gas station.  Briland 
On the Go is located on Colebrooke St., Harbor Island, 
Bahamas. Congratulations to Helen and thanks to all who 
entered the contest.

I remember 25 years ago when Jeff Kantor of Car 
World proactively reached out to NH DES. I recall 
his reasoning feeling that at some point, they were 
coming. He felt that perhaps we could work together 
to establish a relationship, and collectively reach the 
goal of compliance and reasonable legislation. A lot of 
us thought he was nuts! He proved us all wrong. Jeff 
worked with Pam Hoyt and together they developed 
one of the best salvage yard /DES relationships in the 
country. For years we have enjoyed mutual respect 
and cooperation which in turn yielded everything 
Jeff and Pam wanted to do. When Pam Hoyt-Denison 
turned the program over to Tara Albert all the good 
things continued. Yards were cleaner, legislation was 
reasonable and we all worked together. Jointly we 
developed the “Green Yard” program where yards 
that went above and beyond were awarded the state 
recognition of “Green Yard”. This in turn allowed them 
to advertise the fact that they went above and beyond 
being environmentally friendly. Well, like many good 
things, times have changed. Tara has moved on to 
manage the Solid Waste Training Program at DES and 

NH DES - Not What It Used To Be!  By Don Belisle, Sr. 

we have a new person to deal with. My reasoning in 
writing about this is to warn yard owners in NH that 
things are drastically different. Gone is the mutual 
respect. Gone is the spirit of cooperation. What we 
have now is an environment where the new sheriff 
seems out to make our lives miserable. The sheriff will 
smile to your face and pat you on the back but then 
turn and send very damaging and incorrect reports to 
other DES agencies and your town engineer! When 
asked to come out again to correct his report he 
refuses! In my yard I will not allow this sheriff on the 
property unless I have my own engineer and lawyer 
present. It is that bad! Yes, I know I will probably face 
repercussions for reporting this, but I feel the yard 
owners must know what we are now dealing with. I 
strongly discourage any yard from becoming a “Green 
Yard” because the last thing you need is this sheriff 
on your property making false reports. Save yourself a 
giant heap of aggravation. Don’t let this guy in without 
your own engineer on site. And don’t ask for any more 
inspections than you absolutely must have.

Huge volume of flattened car bodies
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By  D.J. Harrington 
In my last month article, Leadership 
from Within, I referenced two leaders, 
Jim Butler and Shannon Nordstrom from 
our industry.  Jim Butler of Butler’s Auto 
Parts is in Pensacola, Florida and their 

newest yard is in Milton, Florida. The Milton location 
used to be an old Lumber 84.    I met Shannon Nordstrom 
many years ago when I had plenty of brown hair. So, 
I’ve known Shannon a very long time.  Nordstrom’s is 
a gold seal, certified auto recycler in Garretson, South 
Dakota, located just north east of Sioux Falls.

Last month, when I spoke about their leadership qualities, 
it was my intention to highlight 
leadership I’ve discovered within 
our industry.  These two guys are 
real leaders.  Both are second 
generation locations, and both 
have multiple locations with 3 or 
more now.  Time usually brings 
change.  For Shannon Nordstrom, 
change has been good.   

Shannon and the boys can be 
heard every week on over 225 
radio stations across the country. 
Their radio show is called “Nordstrom’s, “Under the 
Hood”.  In Atlanta, where I live, Shannon’s show is 
found on Saturday morning on station, WGAA 1340AM 
at 10:00a.m.  Check your local area to see if you can 
get it or go online to find out.

Before, I get sidetracked, let me revisit my “Leadership” 
topic.  I am proud of Shannon and Jim for their ability 
to be successful leaders.  Everyone’s leadership ability 
directly impacts their team - positively or negatively.  
Remember, if a leader doesn’t continue to grow and 
develop his or her leadership abilities, it will hinder the 
development of those below. I personally believe your 
leadership ability always determines your effectiveness 
and can have a positive or negative impact on your 
organization.

Both Shannon and Jim are church going leaders. I am 
not saying that a person who doesn’t go to church can’t 
be an effective leader.  What I am saying is they take 
care of and respect their employees as treasures of 
the business.  Shannon and Jim have an “open-door” 
policy and know everyone on a first name basis. They 
know what makes their employees tick and what they 
need to perform their best work.  The attitude of the 
leader affects the working atmosphere of the salvage 
yard or business.  If as an aspiring leader, you desire to 
add value by serving others, you will become a better 
leader.  With your trickle-down leadership skills, your 
people will achieve more, develop more loyalty, and 

have a better time getting things done than you ever 
thought possible.

At URG last year, I told everyone in my audience, 
“You need to have a servant’s attitude if you want to 
become a leader.”  Leaders should spend most of their 
time working in areas of great strength.  Occasionally, 
however, it is good to get out of your comfort zone.  
Always, remember to delegate stuff you are not the best 
at.  Surely, someone on your team can do a whole lot 
better at it than you.

Both businesses have what I call, The Big Mo.  I’m 
referring to Momentum.  Both of their families started 

it, and then Shannon and Jim 
continued the momentum.  
I visited Butler’s location 
last month and will be at 
Nordstrom’s next month.  A 
recycling center with the 
appropriate momentum is like 
a speeding train that’s moving 
sixty-five miles per hour.  If 
it slows down even a little, 
it can’t reach the next stop 
on time.  Momentum is often 

the ONLY THING between winning and losing. Having 
momentum makes leaders look better than they are, and 
at the same time helps team members perform better.  
The right momentum is the most powerful change agent 
a leader can possess.

The great training leader, Simon Sinek said, “Leadership 
is not a license to do less; it is a responsibility to do 
more. Leadership, true leadership, is not the bastion of 
those at the top. It is the responsibility of anyone who 
belongs to a group.”   Motivation is like food for the 
brain. You cannot get enough momentum in only one 
sitting.  It is a daily thing and must be continued each 
day.  Both men have it.  Leadership!

Thanks for reading.  See you next time!
D.J. Harrington can be reached at 800-352-5252, email: dj@djsays.
com, website: www.djsays.com.

Leadership from Within: Part 2

CATALYTIC 
CONVERTER 
EXPERTISE

Recore Trading 
Company has been in the catalytic converter business since 
the very beginning of catalytic converter recycling.  With over 
28 years of precious metals experience, we have assay based 
knowledge to group similar metal content cats together and 
process them that way for maximum return.
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Tools for Success: Inventory Turns and Purchasing
By Ron Sturgeon 
The first article in this series listed 
more than 25 tactics to increase your 
business success, all of them based on 
my experience. I started with nothing 
and didn’t get to college, so I know 
you can achieve maximum success, 

regardless of your education. E-mail me to get 
the first article (or any of the other articles) in the 
series. Each takes a closer look at one of the tactics 
listed in that first article.

When we sold Greenleaf to LKQ, I was In charge 
of legal items and environmental. After closing, 
they gave me a trophy tombstone labeled The 
Locksmith. They called me that because I was so 
good at pulling people through keyholes. 

To become a locksmith, you have to lead so that 
your people want to 
perform. When the heat 
is on, you need people 
to perform and not miss 
deadlines. 

Here are some of the 
ways you can get results 
from your team:

•	 You NEVER tell 
people the stick-in-
the-spokes deadline. 
You have a soft 
deadline and an early deadline and a final 
deadline. Not telling them the true deadline 
allows them to shine and makes you look good. 
It allows for inevitable missteps and still lets 
your team over deliver and be heroes. 

•	 Make sure they buy in to the goal. Let them help 
prepare the goal and the plan. 

•	 In my case, getting clean environmental phase 
ones was key to closing the transaction. I offered 
each site manager a $5,000 bonus if he got a 
clean report. You think they weren’t cleaning 
and preparing for that inspection?

•	 Give them the resources they need to deliver 
the goal. In most cases, you have to let them tell 
you what those are; it doesn’t do any good to 
demand results but withhold resources. 

•	 Make sure they’ve been taught your mantra of 
how to pull people through keyholes so that 
those they delegate to can make them look good 
by over delivering on the expectation. 

•	 Have a sense of urgency about everything. 
Sure some things are easy, but don’t slow down 
because you can. You will need that lost time on 
one of the steps that goes wrong!

•	 Perhaps most important to being able to pull 
people though the keyholes: your people have 
to like you. They have to want to perform and 
you have to lead by example. Is your car there 
before they arrive and after they leave, especially 

when a deadline 
looms?

Remember only 
you can make 
business great!
Ron Sturgeon, Mr. 
Mission Possible, 
has been a 
successful business 
owner for more 
than 35 years. As a 

small business consultant, he can deliver wisdom 
and advice gleaned from an enviable business 
career that started when he opened a VW repair 
business as a homeless 17-year-old and culminated 
in the sale of several businesses he built to Fortune 
500 companies.

Ron has helped bankers, lawyers, insurance agents, 
restaurant owners, and body shop owners, as well 
as countless salvage yard owners to become more 
successful business people. He is an expert in 
helping small business owners set the right business 
strategies, implement pay-for- performance, and 
find new customers on the web.

As a consultant, Ron shares his expertise in strategic 
planning, capitalization, compensation, growing 
market share, and more in his signature plainspoken 
style, providing field-proven, and high-profit best 
practices well ahead of the business news curve. 
Ron is the author of nine books, including How to 
Salvage More Millions from Your Small Business.

To inquire about consulting or keynote speaking, 
contact Ron at 817-834-3625, ext. 232, rons@
MrMissionPossible.com, 5940 Eden, Haltom City, 
TX 76117. 

STATE-OF-THE-ART EQUIPMENT
Recore Trading Company is the only catalytic converter 
buyer throughout the 
Northeast and beyond 
with a state-of-the-art in 
house precious metals lab, 
milling and sampling line 
and de-canning stations. Selling to us cuts out all of the 
middlemen and you will maximize your bottom line.
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continued on page 6

Tools for Success: Inventory Turns and Purchasing
30 ways to make your advertising more productive 
and affective Part 1    By  Mike French

When I was a kid I loved to watch the 
old Ma and Pa Kettle movies about a 
backwoods family with 16 children. 
The father, “PA”, was a slow talking 
fellow who never seemed to fix 
anything  no  matter how urgent. If the 
roof sprung a leak, or the fence railing 
gave way, he would simply scratch 

his head and say, “I’m gonna fix that one of these days 
. . .” Of course he never actually got 
around to fixing anything, although 
his intentions seem to be sincere. 
I think his problem was he had so 
many kids and so much going on all 
around him he was distracted and 
overwhelmed by it all. He didn’t 
know what to do or where to start.

Many recyclers have the same attitude as Pa Kettle when 
it comes to their advertising. They’re “gonna fix it one 
of these days.” But, like Pa Kettle, they only have good 
intentions.  

Some recyclers tell me they don’t get their advertising 
done because they simply feel overwhelmed by it 
all. They don’t know what to do and where to start. 
Besides all the old advertising methods, there’s all the 
new electronic stuff including the many kinds of social 
media. But I think they are making it too hard. Here are 
a few things you can do.

1. Schedule uninterruptible time to plan your 
advertising. You will get more done and accomplish 
more advertising projects if you do. Do your planning 
away from the distractions of your normal work. One 
person I know goes to the public library and he leaves 
his phone in the car. 

2. Make all your advertising methods trackable and 
accountable to results. Don’t do any advertising projects 
you cannot measure!  This will help you spend your 
valuable advertising dollars the most wisely. 

3. Learn and do ONLY direct response type advertising 
methods! All advertising methods fall into two categories; 
Image Advertising and Direct Response Advertising. 
Know the difference between the two. Simply put, 
Image (non-selling) Advertising doesn’t ask the customer 
or prospect to do anything. There is no offer presented 
and it cannot be measured or held accountable for 
results. Direct Response (selling) Advertising, on the 
other hand, tells them what to do. It includes specifics 
about products/services and tells where/when/how to 
get them. The results can be measured. 

4. Brainstorm with your sales staff for new ideas. You will 
benefit greatly from taking advantage of their valuable 
observations and experience. Involving them will also 

create good will and enthusiasm by staff towards your 
marketing campaigns. 

5.  Monitor Recycler advertising.  Know what kind of 
advertising is currently being used in your area. Get 
on recycler lists so you will receive their mail-outs. 
How do you do this? Buy something from them, or get 
a family member or friend to do so and then give you 
what they receive.  Look at what they are doing with a 
critical eye and use what you learn to make yours better.. 
6. Do advertising projects more often than your 
competitors do. This will give you an edge. For instance,  
if they send a company newsletter once a month, send 
yours every three weeks. If they drop something into the 
mail twice a year, do yours three times a year. 

7. Use bounce-back offers to instantly sell again to those 
who have just made a purchase from you. This works 
because people who have just bought something are now 
predisposed to do so again. Prepare some small flyers 
featuring some specials to use for this purpose. Place 
them in your statement envelopes to ride along with 
customer receipts. Include one with every shipment and 
even to be hand delivered by your delivery drivers. Have 
your sales staff give one to each person they make a sale 
to at your store. 

8. Up-Sell. Studies have shown that people will generally 
say yes to an up-sell opportunity up to 20% above the 
cost of their original purchase. If they just spent $100 
with you, you can easily add another $20 to the sale by 
offering them at the point of purchase something else 
they need. Put up-sell products into place and train your 
sales staff how and when to present them to customers. 
For instance, if a customer just purchased an engine, the 
salesperson would say,  “Do you need oil, seals and belts 
to go with that?” Yes! You should sell things like fluids, 
belts, and specialized tools needed to help with the 
install! By making only 5 up-sell purchases of $25 per 
day, at the end of their year you have increased sales by 
$32,500! 

9. Read at least one good advertising book a 
month. This will help you stay informed of new 
and exciting advertising trends and methods.  
10. Attend an advertising/marketing class or conference 
at least once a year. 

PLATINUM GROUP METALS KNOWLEDGE
Recore Trading Company has spent 
years analyzing 1000’s of catalytic 
converters in our precious metals 
lab and have proven time and time 
again that no grading system will 
maximize a customer’s profits.   The value of just one cat 
from the same year, make and model vehicle can vary from 
$70 to $185 based on the precious metal content.
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30 ways to make your advertising more productive 
and affective Part 1 Continued from Page 5

19th Annual Tony Leone CAR Golf Tournament

11. Become “the” automotive recycling expert in your 
marketplace. This will make you the go-to-person by the 
media. When anything newsworthy happens, they will 
seek you out and interview you about it. To become the 
local expert, you simply proclaim that you ARE “the” 
expert and you add the title to all your advertising, “John 
Doe, The (city/county/state) Top Expert in Automotive 
Recycling!”  By the way, there can be only one so called 
top “expert” in any field per community and the title 
goes to the first one to proclaim, it no matter how young 
or old!

12. Use social media. There is Facebook, Twitter and 
LinkedIn, just to name three.  Learn and do one social 

media method at a time until you master it. There are 
many how-to books available and you can do research 
online to find them. 

13.  Hitch-hike your ads along with a non-competitor 
business who sells to your same marketplace. You 
may find some new clients among their customers 
and contacts that you have not reached. If they have 
a newsletter or do direct mail, ask to include an ad in 
it about your products and services.  Contribute to the 
costs and you both save money.

14.  Phone your customers. This has proven to increase 
sales up to 35% in one month.Call five of them per day 
and ask how they are doing and to check to see if they 
need anything.  You will catch some at their point of need 
and they will order something on the spot. 

15.  Send thank you notes to those who have made 
purchases from you and include a coupon good for 
savings on their next purchase. 

Stay tuned for 15 more ideas in next month’s newsletter.  

Used by permission, Mike French & Company, Inc. All rights 
reserved. Contact Mike French at 1-800-238-3934, or email 
at mike@mikefrench.com; or visit his website at www.
mikefrench.com.

Recore Trading Company was happy to support the CAR (Connecticut Auto 
Recyclers) Association and their 19th annual Tony Leone Golf Tournament 
with our golf cart and tee sponsorships.  
This year the tournament was held on Tuesday, July 31 at the Chippanee Golf 
Club in Bristol, CT.  The tournament is named after Tony Leone who was one 
of the founding members of the CAR association.
An avid golfer, Leone started the golf tournament and when he passed away 
in 2006, the C.A.R. association decided to rename the golf tournament in his 
honor.  Every year part of the proceeds from the tournament is donated several 
children’s hospitals, including Yale New Haven Children’s Hospital and Toy 
Closet, Newington Children’s Hospital and The Shiners’ Children’s Hospital. 

WHAT ARE YOU WAITING FOR GIVE US A 
CALL TODAY!

 The Recore Trading Company team 
is always looking for new, innovative 
ways to earn your business.  
Customer satisfaction is our utmost 
concern and we promise you prompt, 
courteous and friendly service based 
on our core values—honesty, trust and dependability.  After all, 
most of our customers have become our long lasting friends.  
So if you’ve been thinking about calling us, give us a call today!    

Recore Trading sponsors a cart.

All photos by Sara Bozzuto.

Right to left Mike Bozzuto of Sim’s Metal Mgt, Diane of Chuck & Eddies, and Sue & 
LuAnn Kassey of Terryville Auto Parts help with registration sign up.

Volunteers Mike Bozzuto of Sim’s 
Metal Management, Diane Eitvydas 
of Tom’s Foreign Auto Parts and 
Angela Kucharski



OverBuilt High Speed Car Crushers
Only Overbuilt offers the Highest Opening in the Industry 
at 10’ and the Patented High Speed Oil Bypass System  
minimizing costs and maximizing production. 

800-548-6469    605-352-6469
www.OverBuilt.com 

sales@overbuilt.com
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Call us for details 
on our Hydraulic 
Tank Filter Retro Kit!
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Laughter is the Best Medicine
28 Years A Monk!  Submitted by Stephen Malizia
A man wanted to become a monk so he 
went to the monastery and talked to the 
abbot (the head monk). The abbot said, 
“You must take a vow of silence, live a life 
of solitude and prayer, and can only say two 
words every seven years.” The man agreed.
After the first seven years, the abbot came to 
him and said, “What are your two words?” 
“Food cold!” the man replied. The abbot made sure the meals 
are not cold. Seven more years went by and the abbot came 
to him and said, “What are your two words?”
“Robe dirty!” the man exclaimed. The abbot ordered his robe 
be washed. Seven more years went by and the abbot came to 
him and said, “What are your two words?” “Bed hard!”. The 
abbot made sure the mattress got re-stuffed.
Seven more years went by and the abbot came to him and 
said, “What are your two words?” “I quit!” said the man. 
“Well,” the abbot replied, “I’m not surprised - you’ve done 
nothing but complain since you got here and I’m sick of your 
bitching!”
Submitted by Stephen Malizia, Town Administrator, Hudson, NH.

Question for the doctor?
A pregnant woman with her first child, paid a visit to her 
obstetrician’s office. After the exam, she shyly said, “My 
husband wants me to ask you...”, to which  the  doctor 
replies “I know...I know...” placing a reassuring hand on her 

shoulder. “I get asked that all the time. Sex is fine until late 
in the pregnancy.” “No, that’s not it,” the woman confessed. 
“He wants to know if I can still mow the lawn.”

What’s for dinner?
A hunter kills a deer and brings it home. 
He decides to clean and serve the 
venison for supper. He knows his kids are 
fussy eaters, and won’t eat it if they know 
what it is - so he does not tell them. His 
little boy keeps asking him, “What’s for 
supper?” “You’ll see”, says his dad. They start eating supper 
and his daughter keeps asking what they’re eating. “Ok,” says 
her dad, “here’s a hint, it’s what your mother sometimes calls 
me.” “We’re eating asshole!!”, she screams.

You do the math!
A 54-year old accountant leaves a letter for his wife one 
Friday evening that reads...
Dear Wife,
I am 54 and by the time you receive this letter I will be at 
the Grand Hotel with my beautiful and sexy 18-year old 
secretary.”
When he arrived at the hotel there was a letter waiting for 
him that read as follows...
Dear Husband,
I too am 54 and by the time you receive this letter I will be at 
the Breakwater Hotel with my handsome and virile 18-year 
old boy toy. AND, you, being an accountant, will appreciate 
that 18 goes into 54 many more times than 54 goes into 18.”

You’ve got mail!
One day a blond went out to check her mail box. There was 
nothing in it. Her neighbor who was also out there gives 
her a weird look. An hour later she goes back out to her 
mailbox and goes back in because there was nothing in it 
and her neighbor goes “What the hell is she doing?” An hour 
later she goes back outside and looks in the mailbox again 
and there is nothing in it. Finally the neighbor gets curious 
enough to ask her what she is doing. The blonde says, “My 
stupid computer keeps saying “you’ve got mail.”

ROLL OFF CONTAINER AND PICK UP SERVICE
Recore Trading Company offers roll off container and pick 
up service throughout the 
Northeast for all automotive 
scrap they purchase.   They 
provide prompt, courteous 
service with immediate 
cash payment by some of 
the best people within the 
industry.  


