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guessed the product is the scrap catalytic converters you 
sell every month. I have been in the converter business 
continuously since the beginning of the business. 
And even with:
  • The knowledge that comes with buying thousands of   
     converters every week
  • Having a state-of-the-art precious metals lab in house
  • Having state-of-the-art converter processing production    
     (that we invented)
We cannot go into your yard and price your converters on 
the spot accurately. No one can!
The ONLY way to get the maximum return is to process 
your converters and lab analyze the results, period. 
Converters cannot be priced by looks, code, condition, or 
computer apps. I have been preaching this for years, now 
most of the largest processors in the country finally agree 
with me. 
So what is a yard to do? Recently we have seen a lot of yards 
averaging prices to try to get the most for their product. 
In theory this would at least provide some comparative 
data. But this is what we saw recently from one of our 
semi regular suppliers I have not printed his name but it is 
available on request. We recently went into the yard and 
bought the man’s converters. When our buyer presented 
the paper work the owner quickly tallied the number of 
pieces then divided the total received by the quantity. He 
came back and said your average is 
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The More You  
Think You Know... 
By Don Belisle, Sr.
So a local rebuilder calls looking for 
a front clip for a 2014 Cadillac SRX4. 
You check inventory realize you have 
one in perfect condition and quote it 
at $4200.00 delivered. A repair shop 
then calls looking for a 5.3 engine for 
a 2015 Silverado. You check inventory 

realize you have one that runs good with 80K on it. You 
quote it out at $1950.00 
delivered. Next a body shop 
calls looking for a 2013 
BMW X5 LF door. Again 
you check inventory realize 
you have one with 2 hours 
damage, you quote it out 
at $450.00 delivered. The 
first rule of business applies 
in all the scenarios above. 
You knew the product you 
had for sale, you knew 
the market, and you knew 
the availability. All really 
essential bits of knowledge 
to run a successful and more 
importantly profitable business. Now what if you had a 
product that you sell every month that was worth more 
than the total of all three of the parts you quoted above? 
What if you had this product for sale every month and you 
did not know what it was worth, or what the market was 
at the time of sale? This puts you the seller in a tough spot. 
Now what if the entity wanting to buy this product had all 
kinds of claims that he paid the most for your product but 
in reality he did not know its actual worth. Holy cow! This 
would be a terrible situation for you the seller, you would 
not have any idea if you were getting close to the most 
you could for your product! The buyer didn’t know the 
worth of the product either but he knew enough to leave 
himself some room to make a profit. As you probably have 
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The More You Think You Know...    Continued from Page 1

off. The last guy in here was 
$20.00 a piece higher. Our 
buyer asked “Was the box 
you store the cats in at the 
same level as it was today.” 
He answered that it was 
nearly identical. Our buyer 
asked what the previous 
buyer had for a count, the 
yard owner said 83. Our 
buyer counted 121! Our 
total was also $3,100.00 
higher, but on paper the 
other buyer had a higher 
average price. In reality our 

As Proud as I Can Be  By  D.J. Harrington
President of ARA was named to that 
position, I said, “Now, we’re talking!”  
David is a type of guy that could head 
up a Fortune 500 Company but is a gift 
of all gifts.  Our current president of ARA 
through 2019 is Jonathan Morrow of 
M&M Auto Parts which is in Stafford, VA.  
Jonathan is someone that I would follow 
ANYWHERE because he and his family 
are what all recyclers should be.  They 
are true recyclers in every way.  Follow 
Jonathan around for a spell, and you’ll see what I mean.  
You, too, will be successful in life, family, and industry.
What about Marty, you ask?  Marty Hollingshead is very 
successful and outspoken.  Don’t ask his opinion if you 
want someone to sugar-coat the answer.  Marty’s down-to-
earth and he reminds me of a famous Georgia preacher.  
Known for his tall, lanky stature and strong spiritual words, 
everyone referred to Nelson Price as, “a man’s man” or “a 
great man of God”.  If Nelson thought you were not in-
step with the Church or with God, he didn’t mix words.  
Marty Hollingshead doesn’t mix words either.  He will tell 
it like it really is because he feels that knowing the truth 
is important.  Marty brings decades of experience to this 
industry and the association’s executive committee.  Marty’s 
industry journey has lasted 45 years which includes 34 
years as President and Owner of Northlake Auto Recyclers, 
one of the industry’s leading facilities.  There isn’t room 
enough in this article to name all the awards Marty and his 
team have received through the years. However, in 2016, 
they earned the ARA Certified Automotive Recycler of the 
Year award. 

As I sat in my seat and continued to listen 
to the names that were going to serve on 
this board, I realized that every one of 
them was a specular pick and that ARA 
was quite fortunate to have all of them 
serving at the same time.  As the day 
progressed, it just kept getting better and 
better for ARA.  I am pleased and proud 
of the 1st V.P., Chad Counselman from 

Last year while attending the ARA 
Convention and Exposition in Florida, I 
discovered that Marty 
Hollingshead was to 
be confirmed by the 
Board of Directors as 
the next Association 
Secretary.  As an 

outstanding individual himself, Marty 
will be joining an outstanding team.
While seated in the audience listening 
to the award winner announcements, 
my mind began to wonder as I reminisced on how many 
great leaders have filled the leadership chairs at ARA. All 
of them coming from great recycling families, this year’s 
Board of Directors are outstanding leaders in their own 
rights.  They know the recycling business, first-hand, inside, 
and out.
When RD Hopper, past President of ARA and Chairman 
of ARA’s nominating committee, announced that Marty 
Hollingshead from Northlake Auto Recyclers in Hammond, 
Indiana was accepting a position on this outstanding Board, 
I reminded myself that RD was also a fantastic leader and 
then finished my thought with, “This just keeps getting 
better.”  Perhaps the person sitting next to me was validating 
my thoughts.  You see, when David Gold, Immediate Past 

continued on page 3

buyer was paying much more.  Don’t fall for the “Average” 
Game, sell to someone who can get the most from your 
converters and treat you fairly. Good luck out there.   

SELL YOUR CATALYTIC CONVERTERS  
AS PRECIOUS METALS

Recore Trading has the experience, the knowledge, the 
equipment and the people for buying and processing 
catalytic converters for maximum return.  Selling 
to us cuts out all of the middlemen and we sell our 
finished product 
to an automobile 
manufacturer.  Call 
us today!  Get 
MORE at RECORE! 

Marty Hollingshead

David Gold

Chad Counselman



Mobile, Alabama and 2nd V.P. Scott 
Robertson, from Wareham, MA.  With 
the VP duo of Chad and Scott on the 
team, ARA has assembled a wonderful 
team of servants for 2019. But, could it 
happen again in 2020?  Possibly.
Please reflect on all the people who have 
served on this board. Peruse the list of 
past presidents of ARA, including gifted 
leaders like R.D. Hopper.  I’ve always 
wanted to know who persuaded Ricky Young from North 
Carolina, as successful and busy as he is, to serve ARA for 
five years.  Ricky has given so much to this association too.  
It’s in the books that ARA has assembled a great team for 
2019. I ask again, could it happen in 2020?  
Later in the day, another member and I were discussing the 
unveiling of the 2019 Board Members, and he revealed his 
feelings. “This is quite unusual”, he said, “but it probably 
won’t happen like this again.”  That could be true…maybe, 
just maybe it could happen again.  Together as a group, we 
are stronger when we help other members.  When they 
grow, we grow, and when we grow, ARA grows.  Reflect 
on the individuals of this ARA team and what got them 
there?  This board is filled with good, informative, mentoring 
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On Your Mark, Get Ready, Don’t Go!  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.
I get a few calls a month from “I want to be an entrepreneur, 
and this is my business idea”. 
My investor friends tell me that the world is full of great 
ideas, and the world is awash with money to fund them. 
There are very few people that can connect 
the ideas and the money and find success. 
Actually, it’s by far and away the most 
important ingredient, being able to make 
things happen and connect the dots. 
Now back to that budding entrepreneur. 
Just the thought of being an entrepreneur is 
exciting. And it’s reasonably easy to come up 
with an idea for a business, or copy someone 
else’s. But in most cases, the person I’m talking 
to is woefully unprepared. Usually they are 
looking for an investment, and excited to 
share their idea. How do I know they are unprepared? I 
asked them to define their customer. I usually get a blank 
stare or a lame attempt to answer.  I ask them for their 
business plan. How many widgets? Price? Expenses? Just 
a simple p&l for the first 2 years. How about a marketing 
plan? A distribution plan? How much money will they 
need? Now some of these items may indeed require help 
to create, and I encourage everyone to find a consultant to 
help backfill their weaknesses. I always use a consultant 

before I start a business. 
The moral to the story is that if you want to be an 
entrepreneur, spend your energy getting the skills you 
need to have even a shot at being successful. If you went 
to college, great, you learned some things, but likely 
need much more. Read. A lot. Your speed and volume 
will depend on how much you want it. A book a month 
will get you pretty prepared in a few years. 24 books, 
on leadership, marketing, business plans, sales, finance, 
metrics, getting loans, to name just a few of the topics. 
Look at best sellers in these categories, you will be close. 
I think it’s more about marketing than most things, but 
that’s just me. Good products die all the time with bad 

marketing, mediocre products make it with 
good marketing. 
Good luck, I know you can do it if you 
want to. If you can’t get through 24 books 
(or more), then your odds of success are 
lowered dramatically. I’m over 60, and still 
reading and learning every day. 
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 

people who sacrificed so much of their family and work-
time serving on this board. Truly, selfless servants!  
I tip my hat to every one of them.  And now, you just placed 
on this exceptional board one more winner.  Buckle up 
ARA!  This team is getting ready to put Auto Recyclers on 
the map.  I’m so proud of every one of you!  Marty go get 
‘em! See you next time.
D.J. Harrington can be reached at 800-352-5252, email: dj@djsays.
com, website: www.djsays.com.

As Proud as I Can Be   Continued from page 2

ONLY AT RECORE TRADING COMPANY!! 
With our in house precious metals lab, over 5 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!

Scott Robertson
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How To Get Your Advertising Offer Chosen First    By  Mike French

When I was a kid, my school had a 
simple method for creating teams 
for games. Two captains took turns 
selecting team members - one at a 
time, back and forth, until every kid 
was chosen to be on a team. Kids 
waiting to be chosen jumped up and 
down, waving their arms and yelling, 

“Choose me! Choose me!” I hated this! I was always 
the last kid chosen. Even then, neither side wanted me 
on their team. It was probably because I was smaller 
than all the other kids. I also had vision problems and 
couldn’t see the ball very well, handicapping any team 
that was forced to have me. It was humiliating!

As the years went by, I worked hard to not be the last 
kid chosen for a team. I practiced playing better and 
got glasses to help me see the ball. And I grew bigger. 
Eventually it paid off and I wasn’t the last kid chosen 
anymore. Although this was an improvement, I really 
wanted to be the FIRST kid chosen!
Choose-me-first attitude
When I got into the advertisement business, I brought this 
“choose-me-first” attitude with me. I wanted the advertising 
I created for companies to work better than anyone else’s. 
I did research to find out what made consumers choose to 
buy products and services from one company over another 
and what made one advertisement stand out above the rest. 

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.those folks have any idea who he is? Or 
what he has to offer? What would be the downside to 
a nice handwritten note to each of them? How many 
of his peers have done that? THAT is a unique selling 
proposition, because no one else is doing it. He was too 
modest to talk about himself, so he didn’t send the notes. 
Of the 461 prospects, I bet not more than 20 have any 
idea who he is. Had he been willing to think differently, 
nearly all would know him in a way that would separate 
him from his more timid, traditional peers.
I teach a seminar on how to establish yourself as an 
expert and gain a unique selling proposition: Write a 
book. Who do you know who has done that? You can 
do a book and have 1,000 copies for less than $5,000, 
using what I teach and a ghost writer. Most won’t even 
read the book, but they will be honored that you chose 
them for an autographed copy. Are you an expert tailor? 

“10 Secrets Tailors Know about Getting the Perfect Fit.” Are 
you a blossoming contemporary artist? “Understanding 
Contemporary Art for a Novice.” Maybe you do asphalt 
work? “Understanding Asphalt Work and How to Get It 
Done on a Budget.” How many businesses will that open 
the door to, helping you get to bid on repaving their torn up 
parking lot? You think any other contractor will give them 
a book? 
Now, here’s a plan for my musician friend; there are only 
471 people to give a book to. Do 10 a week; in a year, you 
will be known by most of those prospects and be enjoying 
lots of work! “10 Trends in the Music Business Today.” Read 
my articles on prospect and customer acquisition cost, and 
read 5 good books on marketing, starting with Seth Godin’s 
The Purple Cow. You will be much smarter. But one thing is 
for sure, without a marketing plan and execution, it won’t 
matter even if you have a unique selling proposition, you’re 
a small fish in a big noisy sea, and the likelihood you will 
be noticed is remote. 
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.

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 by selling your 
cats as precious metals. Get paid MORE at RECORE.



Our specialized customer service team 
offers broad, comprehensive insurance  
coverage from “A” rated carriers for:

  Program Administrators of the Auto Recycling Program

• Garage Liability 

• General Liability 

• Property 

• Inland Marine 

• Crime

• Physical Damage 

• Umbrella 

• Workers’ Comp

With higher limits and lower 
deductibles, we offer you more. 

Call today.
 (610) 792-5353

KEYSTONE 
ALLIANCE 
INSURANCE SERVICES, LLC

www.keystonealliance.net

Member  of  the  Sullivan  Group

Insurance Services

D I S M A N T L I N G  •  R e c y c L I N G  •  S c R A p  M e T A L 
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I discovered two things 
I did a lot of research for answers. I thought cost or 
money would be the biggest deciding factor in buying 
decisions but that wasn’t it! It was other things, such as 
the item’s popularity, its availability in the marketplace, 
how attractive it was in the ad, or how well it was 
described that determined success way ahead of the 
cost. If the consumer was persuaded by the ad copy and 
illustrations, price didn’t matter! That 
explains why so many Americans 
have so much debt for buying things 
like fancy cars, expensive smart 
phones and big TVs. They want the 
items based on the ads, no matter the 
cost.

Sometimes consumers will make 
buying decisions for ridiculous 
reasons when they are not given a solid reason to 
respond to an advertisement. By ridiculous reasons I 
mean, they may buy one item over another because it 
costs one penny less. The product was $9.99 in once 
place and $10.00 in another ad on the same page. The 
one for $9.99 won because it was not about the penny, 
but about making a buying decision, and one cent was 
the deciding factor for the choice.

Many ads look alike
Auto recycler ads, especially in group-ings like in 
magazines or The Yellow Pages, tend to look alike so 
consumers can’t decide who to call. I have written about 
this many times in the past, but the problem still persists. 
Most recycler ads have the name of their company, 
such as “XYZ’s Auto Parts” at the top. They may have 
a picture of an engine or transmission, their address, 
phone number, and logo. That’s it! There are no selling 
headlines or offers to respond to. There is no call to 
action, no reason to call. When someone looks at the 
page of ads, they don’t know who to call based on this 
information. This is unfortunate because when someone 
goes to the yellow pages, they are ready to buy and don’t 
know who to buy from.

Buyers need clear reasons to respond
How can you get people to respond to your advertisement 
first? The answer is really simple. Give them clear reasons 
why they must respond to you first. The more reasons 

The Metamorphosis of a Display Ad   Continued from page 4
you give them, the more powerful your ad will be! Each 
reason should clearly answer the customer’s biggest 
question, which is, “What’s in it for me?” List as many 
reasons as you can and tell them boldly to call you first! 
Say something like: “These are the reasons you should 
call us first!”

To get your creative juices flowing, here are some things 
you can include in your ads to get people to respond to 

you first. 

Show that you are EASY to do business 
with! 

Convenience trumps price when it 
comes to what consumers value. Here 
are some ideas: You are easy to find. It’s 
easy to buy from you. It’s easy to pay. 
You are open longer hours. It’s easy 
to find parking. It’s easy to get repairs, 

updates, and modifications. It’s easy to get delivery or 
installation. It’s easy to get related parts, supplies, and 
answers. It’s easy to get expert advice or assistance. It’s 
easy to find products and to select what you want.  

Show clearly what you provide. 
List clearly the products and services you provide. List 
the benefits of doing business with you. Here are some 
ideas: You provide free parking. You provide free pick 
up or delivery within a certain area and time frame. You 
provide multiple ways to deliver. You have a secure, 
guarded location. You accept competitors’ coupons. 
You are open 24-hours a day. You are open weekends. 
You have a round-the-clock mechanic on site. You have 
express check-in or check-out. You have a frequent 
buyer program. You make walk-ins welcome. You give 
free demonstrations. You offer free on-site assistance 
and free technical support. You offer a list of convenient 
locations. You offer a free newsletter and easy online 
24/7 shopping. Your staff is trained and/or certified and 
list what kind it is. Identify yourself to those who require 
extra attention or have special requirements: You have 
a smoke free environment. You have someone on staff 
to pull all your items for you. You have elevator access. 
You have sign language available. You have staff who 
speak the following languages (list them). Your facilities 
are wheelchair accessible. Pets are welcome. You have 
senior discounts. You have rides available upon request. 
You have motorized scooters available. 

List CAUSES you support or care about. 
Your products are made in your country. You give a 
percentage of every sale to (list cause). You collect for 
charity with all proceeds for (list charity); you support the 
local high school band (or other cause).
There you have it! Now you can put together an ad that 
will get people to respond to you first!
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

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!



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!

Lock Out and Grease 
Retro Kits Available!
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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.
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WWW.RECORETRADING.COM

Laughter is the Best Medicine
Double Martini On the Rocks 
A businessman enters a tavern, sits down 
at the bar, and orders a double martini on 
the rocks. After he finishes the drink, he 
peeks inside his shirt pocket, then orders the 
bartender to prepare another double martini. 
After he finishes it, he again peeks inside 
his shirt pocket and orders the bartender to 
bring another double martini. The bartender 
says, “Look, buddy, I’ll bring ya’ martinis 
all night long - but you gotta tell me why you look inside your 
shirt pocket before you order a refill.” The customer replies, “I’m 
peeking at a photo of my wife. When she starts to look good, I 
know it’s time to go home.”

Painting the Porch 
A hobo comes up to the front door of a neat looking farmhouse 
and raps gently on the door. When the farm owner answers, the 
hobo asks him, “Please, sir, could you give me something to eat? 
I haven’t had a good meal in several days.” 

The owner says, “I have made a fortune in my lifetime by 
supplying goods for people. I’ve never given 
anything away for nothing. However, if you 
go around the back, you will see a gallon 
of paint and a clean paint brush. If you will 
paint my porch, I will give you a good meal.” 

So the hobo goes around back and a while 
later he again knocks on the door. The owner 
says, “Finished already? Good. Come on 
in. Sit down. The cook will bring your meal 

right in.” The hobo says, “Thank you very much, sir. But there’s 
something that I think you should know. It’s not a Porsche you 
got there. It’s a BMW.” 

Pool Full of Alligators 
Once there was a millionaire, who collected live alligators. He 
kept them in the pool in back of his mansion. The millionaire 
also had a beautiful daughter who was 
single.One day, the millionaire decides to 
throw a huge party, and during the party 
he announces, “My dear guests, I have a 
proposition to every man here. I will give 
one million dollars, or my daughter, to 
the man who can swim across this pool 
full of alligators and emerge unharmed!” 
As soon as he finished his last word, there 
was the sound of a large splash in the pool. The guy in the 
pool was swimming with all his might, and the crowd began 
to cheer him on. Finally, he made it to the other side of the 
pool unharmed.The millionaire was impressed. He said, “That 
was incredible! Fantastic! I didn’t think it could be done! Well, 
I must keep my end of the bargain. Do you want my daughter 
or the one million dollars?” The guy catches his breath, then 
says, “Listen, I don’t want your money! And I don’t want your 
daughter! I want the asshole who pushed me in the pool!”

Fishing With Jesus 
Two guys and a union worker were fishing on a lake one 
day, when Jesus walked across the water and joined them 
in the boat. When the three astonished men had settled 
down enough to speak, the first guy asked humbly, “Jesus, 
I’ve suffered from back pain ever since I took shrapnel in the 
Vietnam war...could you help me?” “Of course, my son”, 

Jesus said, and when he touched the 
man’s back, he felt relief for the first 
time in years. The second man, who 
wore very thick glasses and had a 
hard time reading and driving, asked 
if Jesus could do anything about his 
eyesight. Jesus smiled, removed the 
man’s glasses and tossed them in the 
lake. When they hit the water, the 
man’s eyes cleared and he could see 

everything distinctly. When Jesus turned to heal the union 
worker, the guy put his hands up and cried defensively, “Don’t 
touch me! I’m on long term disability.”
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