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the rep could price them according to his list of grades! 
WOW! There is so much wrong with this that it’s hard to 
find the place to start. The customer said “I’m a sport so 
I’ll let you grade some.” The rep lined up a few units, got 
out his trusty cell phone and started shooting his video. 
After doing 4 units it was obvious this system had big 
problems. The supplier had seen enough. The 20 minutes 
it took to grade 4 converters had the far away expert get 3 
of the 4 converters wrong and the expert then tried to BS 
his way to credibility by touting make, model and engine 
size. Unfortunately for him, he was wrong on every count. 
This further alienated the supplier. He told the rep to hit 
the road! As we all know, converters cannot be fairly field 
graded and priced using visual clues/codes and price lists. 
Not even in person! There are not 2 which are alike value 
wise! Visible ID puts the advantage to the buyer not the 
supplier and in a big way. The expertise to be able to pay 
a supplier for every gram of precious metals found in his 
converters is a science in itself. It is not something that can 
be done by cell phone video and price lists, it’s laughable. 
At Recore we have proved time and again that our system 
of grouping similar metal content converters together 
then processing them in our in-house production and lab 
facility gives the best results to the supplier by far. If you 
need a laugh, let an amateur video your converters and 
see what happens. If you want the absolute best price, sell 
them to Recore.
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The Latest Converter 
Gimmick! 
By Don Belisle, Sr. 
Recently our road buyers encountered 
something new to the converter market 
when a couple of our suppliers told 
our buyer they had been approached 
by a representative of a large metals 
company saying that they are now 
buyers of catalytic converters! This 

rep went on to describe their buying “program”. The rep 

admitted from the onset that he knew absolutely nothing 
about buying converters, but that he had someone who 
did. The rep explained that he would line up all the units 
and take a video of each converter, then send it to his 
“expert” in another part of the country! The “expert” 
would then grade the converters based on the video so 
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“As we all know, converters cannot 
be fairly field graded and priced using 

visual clues/codes and price lists.”{ {
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The Markets and Rule Number One   Continued from Page 1

In my most recent articles, I have broken my own number 
one rule! I have written in specifics about the markets. The 
problem is that I must write these articles about 30 days 
before you receive them in your mail box. Obviously, a lot 
can happen in 30 days and the last couple of months have 
shown exactly that. I will, however, make some general 
observations about the markets and the trends I see. First 
off, all the metal markets, especially the precious metal 
ones, are driven more on fear and speculation than they are 
by supply and demand. Recent 
months have produced much 
fear and wild headlines that truly 
send the markets radically in both 
directions (usually down). Once 

the headlines settle down and the tariffs are worked out, 
I believe the markets will return to stability and growth. 
How long this takes is any one’s guess. In the mean time, 
we are forced to try to hedge on our perception of the 
highs and try to avoid the lows. This is not as easy as it 
sounds. It is not uncommon to lock in where you feel is 
a good number only to see the market run up more for a 
couple of days. This is not an environment for the faint 
of heart! Rest assured, we at Recore are doing our very 

best to get you - our suppliers - 
the best prices we possibly can. In 
the mean time if anyone has a flux 
capacitor for a crystal ball, I could 
use it since our unit is inop!

2 Awards to 2 Friends

GET PAID FOR YOUR CATALYTIC 
CONVERTERS LIKE THE BIG GUYS DO!!

We pioneered small lot assay based 
converter processing so our suppliers 
could get paid the same as those 
processing 1,000’s of cats.  With 
our exclusive in-house process, you 
get paid for every gram of precious 
metals.  No waiting on your money 
and much higher returns=WIN/WIN!!  CALL US TODAY WITH 
ANY QUESTIONS OR CONCERNS, WE’RE HERE TO ANSWER 
YOUR QUESTIONS!

Now, my second friend is Jim Taylor.  The National 
Independent Automobile Dealers Association honored a 
pioneer in accessing motor vehicles data.  Jim Taylor, the 
Founder and President of Auto Data Direct, was named 
into NIADA’s Ring of Honor during the Association’s 
recent convention.  NIADA’s Ring of Honor recognizes 
allied industry leaders who have contributed to the 
professionalism and growth of the automobile industry 
through outstanding performance and leadership. That 
statement exemplifies Jim Taylor.  Here’s why Jim was 
selected for the Ring of Honor award.
Back in 1999, Jim Taylor started his business to help 
others.  Jim wanted to give Florida dealers real-time access 

to the state’s motor vehicle database.  Maybe  
a challenge, but if anyone could make it 

happen…. Jim could.  That amazing 
idea grew many times over because it 
provided vehicle information and other 
services for so many people located 
across this nation. 

In 2009, the U.S. Department of Justice 
reported that Auto Data Direct became the 

FIRST APPROVED PROVIDER of consumer data 
and corporate access to the NMVTIS. What a huge 
accomplishment in only ten years of business!  Amazing!
Here’s why Jeff and Jim earned these awards.  They have 
something that some business owners don’t have. They have 
passion and the respect of their employees and customers, 
so they can do the best job possible for consumers. The 
American Philosopher, Ralph Waldo Emerson said it best, 
“Nothing great was ever achieved without enthusiasm.”  
You can see Jeff and Jim have electric enthusiasm and are 
always excited about what they’re doing.
I’m proud of these guys!
See you next time.
D.J. Harrington can be reached at 800-352-5252, email: dj@djsays.
com, website: www.djsays.com.

By  D.J. Harrington 
Last month, two friends of mine received 
two different awards.  It’s my privilege to 
give each of them accolades and to reveal 
why they’re deserving of their awards.
First person is none other than Jeff 
Schoeder, CEO of Car-part.com.  Jeff 

received the NACE Automechanika at the Expo held in 
Atlanta, Georgia this past August.  The NACE award for 
Innovation Winner went to Car-part.com because of their 
“NEW” integrated Car-part Pro (IPRO), which I might add, 
was the hit of the NACE show.   
If you have CCC software, you can get Car-part.com same 
time. While I was in the Car-part.com booth, all three 
days of the show, we had more people from 
all over the auto repair industry coming 
by and taking a demo ride on the IPRO 
platform. What a help it is to those 
people that use IPRO.  Go Jeff and Go 
Car-part.com!
Talking about Car-part.com . . . remember 
ARA is coming up in November in beautiful 
Orlando, Florida.  Mark your calendar on 
November 3rd that Car-part.com will put on their world 
tour training.  It’s being held from 10:00a.m. to 5:30p.m.  
I hope to see you at Walt Disney World Dolphin Resort.
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15 more ways to make your advertising more productive and 
affective   Part 2    By  Mike French

As I mentioned last month, 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. 
Last month I included 15 ways to 
make it happen and here are 15 more 
ideas.  

16.  Ask for referrals from your 
best customers. Contact referrals 
immediately and introduce 
yourself. Tell them who referred 
you to them, and ask if they need 
anything. 

17.  Call old customers who haven’t bought from you 
for a while and tell them you miss them. This will help 
you discover and fix problems that may have caused 
them to leave. 

18.  Do a mailing beyond where you are currently doing 
business and include money-saving coupons to attract 
new business.

19.  Update your mailing list often. Buy a fresh mailing 
list from a list supplier twice a year rather than using the 
same list for an entire year like most companies do. This 
way you get the new startup businesses more often than 
your competitors.

20.  Collect email addresses from customers and 
send special offers to them. Have your staff ask every 
customer for them. Have a place on your website where 
customers can sign up. Give them a reason for signing 
up by telling them they will receive special offers and 
savings on offers just for them.

21.  Make it possible for customers to order parts directly 
from your website 24/7. Even though this may seem like 
an expensive thing to do, it is really not. Customers 
will be able to order anytime online and it’s like having 
another salesman for free. Besides, more and more folks 
prefer buying this way.

22.  Write a column for your newspaper and/or your 
state association. Most papers are looking for freelance 
articles.  This will give you free publicity.

23.  Upgrade or improve your business signage and 
delivery truck look. Make sure your business name, parts 
slogan, phone number and website are prominently 
seen. 

24.  Use QR (quick response) codes everywhere and 
on everything. It’s the new way for people to instantly 
access your website or watch a YouTube video on their 
smart phone about your business.

25.  Create YouTube videos. Use them to introduce new 

products, to introduce your staff, or even to explain how 
to do proper installs. Post them on your website and let 
people know they are there.

26.  Email broadcast a list of your new arrival vehicles 
each week to your customers. This will act as a reminder 
to them that you are in business and may even get you 
some part orders. 

27.  Accept competitor coupons. Turn their coupon 
campaigns to your advantage. Sweeten the deal by 
adding, “PLUS 5% or 10% MORE!”  Advertise that 
you accept competitor’s coupons by posting it on your 
website and elsewhere. If you include coupons on your 
advertising materials, make one that says, “We Accept 
Competitor’s Coupons PLUS 5%!”

28.  Utilize secondary offers and freebies. Use a headline 
on your marketing materials that says, “Wait! There’s 
more!” to make fence sitters response positively and 
immediately to your advertising offers. Use nice T-Shirts, 
Quality Ball Caps, and other tie-in items for this. 

29.  Utilize unsold advertising space. Save money on 
your ads by always asking for “unsold” advertising space 
in publications that go to your marketplace. You can 
save up to half the normal ad cost by doing this. Have 
some ads created and ready to use for this purpose. Ask 
publications to let you know before they go to press that 
unsold space is available, then submit your ready to go 
ads. 

30.  Use Craig’s list. It’s a way to get almost instant 
results for free. 

You may not be able to use all of the above ideas and 
the ones from last month, but you should be able to use 
some of them to get and stay ahead of your competition. 
Finally, regarding your advertising, don’t ever be like Pa 
Kettle and say, “I’m gonna fix that one of these days”, 
but instead do something now!

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.

15 ADVERTISING IDEAS

BREAK THE BANK

that won’t

WE WANT TO EARN YOUR BUSINESS! 
Whether you have 10 catalytic converters, 100 or 1,000’s, 
Recore Trading Company is 
committed to and welcomes 
the opportunity to earn your 
business.  We’ve invested the 
time and in the equipment to 
make sure you maximize your 
profits.  You deserve this and 
nothing less!
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• We buy your catalytic converters as precious 
metals.

• Catalytic converter expertise, with over 28 
years of precious metals experience, we have 
assay based knowledge to group similar metal 
content cats together and process that way for 
maximum return.

• We pioneered assay based returns on small lots 
of catalytic converters.

• Everything done in house– precious metals 
lab, milling and sampling line, decanning and 
processing stations, and we sell our end product 
to an automobile manufacturer, cutting out all 
the middlemen.

• We offer roll off service.

• We loan our OverBuilt car crusher to yards or 
for a reasonable fee we will come in and crush 
your vehicles for you.

• Our dock at 4 Bridle Bridge Rd. in Hudson, NH 
is open Monday–Friday from 7:30 AM to 4 PM.

• We offer market watch updates via your email 
for FREE. As dramatic changes in any of the 
markets happen, we send out a blind group email 
with details.

• We offer prompt, courteous and friendly 
service with immediate cash payment.

• We are ready to earn your business! Whether 
you have 10, 100 or 1,000 catalytic converters, 
we are committed to and welcome the 
opportunity to earn your business. We have 
invested the time and the equipment to make 
sure you maximize your profits. You DESERVE 
this and nothing less!!

You Get More at Recore!

Just a few of the many services 
we offer throughout the 
Northeast and beyond...
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Tools for Success: Master Blocking and Tackling
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.

Stop looking for 
the Holy Grail. 
it doesn’t exist. 
And stop worrying 
about what your 
competitor is doing 
because it appears 
they are doing 
better than you. 
There are no secrets and no magic formulas. In most 
cases, you know what to do, but you aren’t doing it, 
so you’re looking for something that is new and better. 
I know, your competitor has a twitter account so you 
think that you should start to do that and to spend 
more on Facebook. But you haven’t even looked at 
your pitiful web page in 3 years since your cousin’s 
nephew put it up for you. 

You’re looking to expand your product line, but you’ve 
spent no time studying what sells and what doesn’t 
in your current product lines. You aren’t tracking any 
metrics, so all your actions are based on your gut 
instead of any real data or industry benchmarks.

Before you are seduced by what is new, work on your 
blocking and tackling. 

Work on the stuff you know works. Devote time to the 
fundamentals that you’ve been ignoring. You haven’t 
even bothered to measure anything in years. You 
haven’t reviewed your marketing, your production, 
your buying, or really much of anything. One thing 
is for sure, what you used to do isn’t good enough 
today. And you haven’t spent any time making sure it’s 
all happening like your expected. You haven’t looked 
for ways to improve any of the basics. When you start 
looking closely, you will be amazed by what you find. 

Want to cut expenses? Get serious about reviewing 
every financial decision. My boss at Ford, Dixon 
Thayer, gave us an idea. Look at every expense in the 
context of, if not done, would we go out of business? 
If the answer is no, then don’t do it. It’s easy to add it 
back later. 

Every business I’ve ever consulted for had too many 
employees. Most had been doing the same marketing 

stuff for years, with little or no thought about how their 
customers or products might have changed. Read my 
article about client and prospect acquisition cost and 
use it to think about your marketing. 

I am all about innovation, but the incremental effects of 
innovation are unlikely to make up for a poor execution 
of the basics. Never try to grow with a bad foundation; 
it’s a failed strategy. If you can’t do the blocking and 
tackling, you will struggle with innovation and growth 
in double digit percentages is hard to achieve if you 
aren’t on your game. Too often, I see businesses trying 
to borrow money to cover operating losses while 
they try to grow, but that’s a terrible mistake unless 
the owners are on the way to solving the fundamental 
underlying reasons for a lack of profitability. 

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.

ONLY AT RECORE TRADING COMPANY!!
With our in house precious 
metals lab, over 6 years ago we 
pioneered assay based returns on 
small lots of catalytic converters.  
Whether you have 1,000 pieces 
or 100 pieces, you can get paid 
for every ounce of precious 
metals your cats contain with 
final payment in 7-10 days.   
Get paid MORE at RECORE!
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Sandy Blalock Hired as Executive  
Director of ARA

ARA is pleased to announce that Sandy Blalock has been named the Association’s 
new Executive Director. Sandy has been serving as interim CEO for the past six 
weeks, working closely with ARA leadership and staff during the transition. 

“Over the past several weeks, it has been our priority to find the individual best 
suited to lead ARA given the many challenges facing the professional automotive 
recycling industry,” said ARA President David Gold. “During this period of 
transition, Sandy has proven herself to be a stable, unifying presence. She has 
moved quickly to implement efficiencies within ARA’s operational structure 
and continues to be a tireless advocate for ARA members and all recyclers. The 
ARA Board of Directors is confident that we have chosen the right leader to 
protect and promote the future of ARA and member businesses. I am delighted that she has accepted the position 
of Executive Director. What she brings to the table in terms of experience in the industry as a yard owner, Past 
President of ARA, and state association executive is a combination that is truly one-of-a-kind.”

Sandy’s tenure as Executive Director is effective immediately following unanimous approval from the ARA Board of 
Directors. A professional automotive recycler since 1993, Blalock joined the ARA Executive Committee in 2005 and 
previously served as President of ARA in 2007. She has served in a number of executive positions at the state level.

“I am excited to take on this new opportunity and continue to serve the industry that has already given me so 
much,” said Blalock. “I am committed to moving ARA forward in a collaborative, cohesive manner and to working 
with all stakeholders. I hope to see everyone at our 75th Annual Convention later this year!”

MARKET WATCH EMAIL ALERTS! 
As the ferrous and nonferrous markets change, we will keep you informed via a blind group email.  We 
keep an eye on the markets all day and when there is a significant change, up or down, we will let you 
know.  This information can have a direct impact on your bottom line, so sign up today.  It is absolutely 
free and there is no obligation.  

To get on our list, send an email to Pat at: sales@recoretrading.com.



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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WE WELCOME YOUR COMMENTS Please know that any article or information in our newsletter is the expressed opinion of the writer.  If you are enjoying our newsletter, 
we’d love to hear from you and if for any reason you are not, just let us know, and we will remove you from the mailing list.  Contact us at sales@recoretrading.com.

PROUD MEMBERS OF:

Newsletter
WWW.RECORETRADING.COM

Laughter is the Best Medicine
Little Johnny’s halloween
Little Johnny was on a park bench 
stuffing all of his Halloween candy in 
his mouth. An old lady came over and 
said. “Son, don’t you know that eating 
all of that candy will rot your teeth, give 
you acne, and make you sick?” “My 
grandfather lived to be 105 years old!” 
replied Johnny. “Did he eat five candy 
bars at a sitting?” the old lady retorted. “No,” said Johnny, 
“but he minded his own freakin’ business.”

Sorry Folks—More Blond Jokes!
One day 3 women went to the top of a water flume in a 
swimming pool. There was a black haired, brown haired, and 
a blonde-haired woman. When they got to the top a genie 
appeared from nowhere and said “when you’re going down 
the flume shout out the one thing that you want and you will 
land in it at the bottom. So the black haired woman went 
down and shouted “money” and landed in a load of cash, 
the brown haired woman went down and shouted “gorgeous 
men!” and landed in a pile of men. The blonde woman wasn’t 
listening to the genie so she went down shouting weeeeeee.
A blonde decides to learn and try horseback riding unassisted 
without prior experience or lessons. She mounts the horse 
with great effort, and the tall, shiny horse springs into motion. 
It gallops along at a steady and rhythmic pace, but the blonde 
begins to slip from the saddle. Out of sheer terror, she grabs 
for the horse’s mane but cannot seem to get a firm grip. She 

tries to throw her arms around the horse’s neck, 
but she slides down the side of the horse anyway. 
The horse gallops along, seemingly oblivious 
to its slipping rider. Finally, giving up her frail 
grip, she leaps away from the horse to try and 
throw herself to safety. Unfortunately, her foot 
has become entangled in the stirrup. She is now 
at the mercy of the horse’s pounding hooves 
as her head is struck against the ground again 
and again. As her head is battered against the 
ground, she is mere moments away from unconsciousness or 
even death when Frank, the Wal-Mart manager runs out to 
shut the horse off.

Did you hear about the blonde who got into the taxi, and the 
driver kept the “Vacant” sign up?

Three women are about to be executed. One’s a brunette, one’s 
a redhead and one’s a blonde. The guard brings the brunette 
forward and the executioner asks if she has any last requests. She 
says no and the executioner shouts, ‘’Ready! Aim!’’ Suddenly 
the brunette yells, ‘’EARTHQUAKE!!!’’ Everyone is startled and 
throws themselves on the ground while she escapes. The guard 
brings the redhead forward and the executioner asks if she 
has any last requests. She says no and the executioner shouts, 
‘’Ready! Aim!’’ Suddenly the redhead yells, ‘’TORNADO!!!’’ 
Everyone is startled and looks around for cover while she 
escapes. By now the blonde has it all figured out. The guard 
brings her forward and the executioner asks if she has any last 
requests. She says no and the executioner shouts, Ready! Aim!’’ 
and the blonde yells, ‘’FIRE!!!’’’

A blonde came home from school one day 
and said to her mom, ‘’I can count higher than 
all the kids in my second-grade class, do you 
think it is because I am a blonde?’’ Her mother 
replied, ‘’Of course it is, dear.’’ The next day, 
the blonde said, ‘’I can say the alphabet higher 
than anyone in my class, do you think it is 
because I am a blonde?’’ Her mother replied, 
‘’Of course it is dear!’’ The next day the blonde 
came home from her gymnastics and asked her 
mother, ‘’I have a larger chest then all the kids in my class, do 
you think it’s because I am a blonde?’’ Her mother replied, 
‘’No dear, I think it is because you are eighteen years old.” 

PRECIOUS METALS 
KNOWLEDGE 

MEANS MORE CASH
Recore Trading Company 
has spent years analyzing 
1,000’s of cats in their 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 as much 
as 150% based on the precious metals content and on the PGM 
market when it was manufactured.  Maximize your profits, sell 
your cats as precious metals, and get paid MORE at RECORE.


