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Looking at these price increases, one can easily see that 
prices are anything but stable.  At Recore, we hedge our 
metal prices at least weekly and more often if need be 
because when we see a price spike, we can take advantage 
of that. We are always on top of market prices. In fact, 
the market pricing is running constantly on at least three 
stations here at Recore at ALL times.
In the recent past, a couple of our regular suppliers got 
caught in Johnny’s trap. They thought they were selling for 
more when in fact they were selling for less. This bothers 
me to see hard working yard owners lose money they could 
have earned by selling to Recore. And I hate to lose product 
to anyone - especially Johnny! Our upfront pricing beats all 
competitors and the extra you receive from assay results is 
an even bigger bonus. We will do whatever it takes to pay 
the yard the absolute most. We will pay by cash or check, 
we will pick up or you can deliver.  Don’t be fooled! 
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Don’t Be Fooled!   
By Don Belisle, Sr.
The past year has seen PGM (platinum 
group metals used in converters) 
prices shoot up through the roof. 
As usual when prices spike, all of a 
sudden every Johnny Come Lately is 
a converter buyer who by his own 
words “pays more than anybody”. 
Here is what happens: Johnny pulls 

into a yard and presents the owner with seemingly good 
prices. The owner pulls out the buy sheet from the last 
time he sold to his regular buyer and compares. Yes, 
Johnny’s prices are better than I received last month or 
longer ago so I’ll sell him a load. Big mistake! The market 
is changing so fast that comparing Johnny’s prices to the 
dated buy sheet from your regular buyer is definitely not 
a fair comparison, even if the buy sheet is only one week 
old.  
Let’s take a look at the market prices 
over the past month and year.
Last month platinum went from 
$750.00 per oz to $900.00, an 
increase of 33%.
Palladium went from $1400 per oz 
to $1560.00, an increase of 11%.
Rhodium went from $3500.00 per 
oz to $4500.00, an increase of 28%.
In the past year Platinum went 
from $777.00 per oz to $900.00, an increase of 17%.  
Palladium went from $972 per oz to $1600.00, an 
increase of 64%! ******
Rhodium went from $2200.00 per oz to $4600.00, an 
increase of 110%! *****
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30 Years--Where Has the Time Gone?   By Don Belisle, Sr.
It was September, 1989. I spent the two years since selling 
my body shop managing core and commodity sales at a 
large salvage yard. Since being in business for myself was 
something I had always done, I decided it was time to 
go back to working for myself. In the past I spent many 
years working in my family’s salvage yard. I owned a body 
shop for 20 years where I would buy, rebuild and re-sell 

auction cars and I was a core and commodity specialist. 
The big question was “What business should I pursue 
now?  Involvement with cars was in my blood for my 
whole life so something automotive related was a natural.  
The precious metal recovery and recycling of catalytic 
converters was also very intriguing to me.  I had the 
automotive background. I had the mechanical engineering 
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30 Years, Where Has the Time Gone?   Continued from Page 1

background and I wanted to be involved with recycling. 
So, I started Recore Trading Company where we would 
recycle all types of automotive related commodities.
As with most new businesses, it was a struggle in the 
beginning. Being the new buyer in town, it was very 
difficult getting yards to sell to me. My plan each day was 
to call on as many as ten yards and not come home until 
my truck was full. Some days this worked. Some days it 
didn’t and I came home less than full. On many days if I 
was far from home and not full, I would spend the night in 
a motel and continue the next day. Yard owners are a tough 
group to crack. Most did not trust the “new guy” trying to 
buy their material. I learned early on that trust was very 
hard to earn and once established, must be treasured and 
not take any chance of losing.
In the early days, the product I bought the most often was 
scrap transmissions (trannies). Trannies were heavy and 
always leaked oil and most core buyers did not want to 
handle them. This was my “in.” I could buy a nuisance 
product that no one else wanted, handle it cleanly and 
treat the yard fairly. This was the product I specialized in 
at the beginning.   I used a grapple truck with an oil tight 
body and this worked pretty well, I could pull into a yard, 
load up 100 trannies and be out in an hour or so. In just 
a few years, Recore was the largest recycler of aluminum 
trannies in the northeast. While at the yards, I could also 
buy the converters and cores and put them in drums, 
loading them in the front of the body.
A few years in, a local metals dealer who had installed an 
auto shredder approached me with a proposal. He said 
“You go into most yards in the northeast and you have 
a good relationship established. While there, you could 
broker the sale of crushed cars (flats) to us.” This worked 
out quite well. In fact, we booked so many loads that the 
shredder operator could not keep up! I started getting calls 
that loads were not getting picked up when they were 
supposed to. This created problems for the yard since in 
many cases they were depending on the proceeds of the 
flats sales. So, I decided to buy our first semi-truck to haul 
flats. This way we could ensure the loads were getting 
picked up when promised. We also instituted a policy that 
the yard would get a check hand delivered every Friday (or 
sooner if needed) for the sale of the flats. We also said that 

if for any reason 
we could 
not pick up 
your load as 
promised, we 
would pay the 
yard anyway 
and work out 
the details later. 
This was and is (we still have this policy) very comforting 
to the yard, knowing they would be paid every Friday 
for the flats they produced that week. As the years went 
by, the converter part of the business really grew and the 
trannies faded.
Being a good converter recycler involves a constant 
evolution. Being at the forefront of converter recycling 
technology changes by leaps and bounds every year. The 
converters themselves have changed completely from 
the units we bought in 1989. The contents of converters 
must constantly change to meet the ever-changing 
emission standards and the constant improvement of 
engine technology. The processes involved to efficiently 
extract every gram of precious metals from converters are 
constantly being changed and improved. Here are some 
of the things in which we have invested to get the most for 
converters:
• Hydraulic shears to decann converters
• Latest technology dust collection to capture every grain 

of material
• Magnetic and rare earth magnetic metal separation 

procedures
• In house laboratory analysis of precious metals
• In house development of single cat and large lot 

processes
• Design build and institute dedicated “one off” 

processing equipment
But by far the biggest and best thing Recore has pioneered 
and developed is the process where a supplier can have 
a lot as small as 100 pieces and take advantage of assay-
based settlement for the precious metals he supplies in his 
converters. This is truly 
game changing since 
finally the yard can now 
get treated just like the 
big guys. Before we 
invented this process, a 
supplier needed 1,000 
pieces to get assay-
based payment, plus he 
had to wait 30-45 days 
for results and payment. 
Now the supplier gets 
estimated payment up front and the balance in 10 days 
netting 10% to 40% better results! Recore was the first 
company in the country to develop and offer this benefit 
to yards. It has been an exciting three decades and I have 
loved nearly every minute!

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! 
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How to Get an MBA?  By  D.J. Harrington

evaluate success.  Success shouldn’t be defined on paper 
as the bottom line of a budget or quarterly profit margins.  
When a company is truly successful, the employees are 
committed to their leader and the company’s vision.  
Their customers are well treated, and the profit margin is 
attained.  
Let me back-track as to why I circled the topic, Mop Bucket 
Attitude. While speaking to groups of employees at a 
business in Macon, Georgia, I became more aware of their 
thoughts for others.  The group was quite impressed with a 
resume filled with education, accolades and qualifications 
of a person applying for a job at their company.  Let’s be 
honest with ourselves.  Instead of looking beyond what’s 

written, sometimes embellished with 
unachieved character traits, our society 
has become accustomed to seeking 
approval of others to achieve personal 
success.  Case in point, social media. 
On social media, we constantly post 
things to get people to “LIKE” our day’s 
activity or family fun-time.  We want 
to be important, appear successful, be 
respected, and seem perfect. Don’t tell 
me about success, show me! Sometimes 
what’s posted is to get attention.  So, 
what does it take to have true success? 
An M.B.A. moment!  Whether early on 
or late in life, truly successful people 
have had their Dave Thomas, M.B.A. 
moment. They’ve discovered that 
they’re not more important than others 

within the organization and they work that way day in and 
day out.  Everyone can achieve an M.B.A. if they’re willing 
to do the right activity with people.  When you’re dealing 
with people at work, adopt the Mop Bucket Attitude, a 
mindset of a servant who’s willing to do anything that will 
minister to and build up others, and you’ll see an elevation 
in your personal and business success.  And you know 
what?  You’ll feel better about yourself too.
See you next time. 
D.J. Harrington can be reached at 800-352-5252, email: 
dj@djsays. com, website: www.djsays.com.

Most everyone remembers Dave Thomas 
who was the Founder of Wendy’s.  We see 
his successful fast-food stores everywhere.  
However, some people do not know the 
complete story of Dave Thomas.  Dave 
Thomas may have become a wealthy 
man, but he was born an orphan and was 
adopted at 6 weeks of age.  This gracious 

man, who was not afraid of hard work, once appeared on 
the cover of a Wendy’s annual report dressed in a knee-
length work apron sporting a mop and a plastic bucket. 
When asked why he would do that, here’s how he described 
that picture. “I got my M.B.A. long before my G.E.D.  
At Wendy’s, an MBA doesn’t mean Master of Business 
Administration.  It means Mop Bucket 
Attitude.” He described his Mop Bucket 
Attitude as a mind-set of a servant who’s 
willing to do anything that will minister 
to and build up others. Unfortunately, 
some business owners haven’t adopted 
that same Mop Bucker Attitude.
Occasionally, I get a chance to visit 
yards or speak at a convention.  During 
that time, I try to uncover ways that will 
help build those people up rather than 
looking for ways to push them down.  
That was also Dave Thomas’ attitude, and 
he knew what it took to be successful.  
Dave led by example and never asked an 
employee to do what he wasn’t willing 
to do himself.  If a true leader is not 
willing to do something himself, then he shouldn’t ask his 
employee to do it either.  A leader should be the biggest 
team player, coach, and cheerleader on the team.  I had 
to add “cheerleader” because my two granddaughters 
are cheerleaders for their Kindergarten through 2nd grade 
football team. They’re learning what it takes to cheer 
someone down the field to the goal. It’s never too early to 
teach a young person to encourage others. 
As business owners and managers, we must come 
alongside those of whom we have administrative authority 
and explain that everyone is in it together.  NO job is too 
menial, and no position is least important in the overall, 
company scheme.  I truly believe that the janitor is just 
as important as the CEO, and a successful organization 
realizes every jobs’ importance and acts accordingly. This 
reminds me of the time when my daughter accompanied 
me on a speaking trip to Florida. 
Erin had just turned 5 years old.  When we stopped at a fast-
foods place for lunch, there was an older man cleaning the 
floor between the tables.  After watching him for a while, 
she asked if she could give a couple of her dollars to that 
man because he was working so hard at his job.  When Erin 
gave him her money, she also told him that he was doing 
a good job. My heart melted because she had encouraged 
him at her level.
Sometimes our ways of measuring success must change to 

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!
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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.

You Can Afford to Advertise    Part 2     By  Mike French

Continued from last month, here are 
some more little or no-cost advertising 
methods.  

Write Personal Letters. Don’t 
send form letters! Your letter has to be 
personal in order to work. The envelope 
must have a handwritten address - not 
a label! There must also be a first class 

stamp in the corner – not metered postage. Your personal 
name and return address must appear in the upper left hand 
portion of the envelope. Don’t use a professionally printed 
envelope or company label. It must look like, and actually 
be personal mail when it arrives in the mail. The inside of 
the letter must also be personally hand written or typed. The 
person’s name should be at the top and your signature hand 
signed at the bottom. Keep your letter short and to the point. 
You can say something like, “Dear Bill, I’m writing you a 
personal note to introduce myself.” The more personal it is, 
the better your response will be. If your letter looks like you 
simply did a mail merge and cranked out a bunch of them, 
you will NOT get the results you want! Incidentally, I know 
one company owner who used this approach, and he even 
included a hand-made savings coupon he personalized for 
the receiver, writing in their name, and putting his signature 
on the bottom of it. Everyone who got one thought they were 
the only person who did! He got more than a 90% response!

A Broadcast Fax can only be used to communicate to 
your own customers. You need to speak to your customers in 
advance to get their permission to receive faxed “customer 
only specials” from you. This is called “permission” or 
“friendship” marketing. It really improves your response 
rate when people welcome your offers. Always obey legal 
requirements when using this method. Never send spam! 
Be sure to include the date and time you sent your fax, your 
name/or the name of your business or organization, and the 
phone number of your fax machine. This needs to be on 
the first page of each transmission, or located in the top or 
bottom margin of every page you send. Be sure to put a 
note at the bottom giving them a chance to get off your list. 
You can check online at www.gpoaccess.gov for the current 
legal information.  Keep your fax simple.  If it is an easy, fast 
read, people are more apt to read it and respond. Don’t use 
a lot of graphics because graphics fax slowly and don’t look 

good. Instead use 
mainly text. Make it 
all about your offer. 
Have a powerful 
headline at the top 
such as, “These 
New Arrivals Are 
Just in!” or, “A 
Clearance Special 
For our Top Customers!” Then follow your headline with a 
great offer that is easy to understand and easy to respond 
to. The easier it is to respond and place an order, the better 
and faster the response will be. Make the fax ad itself an 
order form so they can simply check boxes, add their name 
to it and fax back to you. I have done this and have had a 
hand full of orders within minutes of faxing the offer to my 
best customers! For smaller campaigns, you can use simple 
in-house computer programs. But, if you are dealing with a 
large campaign, several hundred or more email addresses, 
you might consider using a professional broadcast service.
Send News Releases. This method is powerful and free. 
Your local newspapers are always looking for interesting 
news items to fill print space in the business section. Send 
announcements about your new staff additions, new 
buildings you’ve constructed, new specialized equipment 
you’ve purchased, or updates to your services or shipping 
methods or locations. You can announce important changes 
in the automotive recycling industry and how it will affect 
your business and your community. Always stress your 
commitment to the environment and what you’re doing to 
save the planet  - it’s the stuff they look for.
Use Social Media such as Blogs, Facebook & Twitter. 
There are many successful companies that use nothing but 
these free social media methods to advertise! Social media 
methods allow you to speak to a large group of people 
instantly. You can quickly communicate from just about 
anywhere using your laptop or smart phone. For instance, you 
can quickly post photos of your new arriving salvage vehicles 
or photos of other things you’ve gotten such as some take-off 
truck beds you want people to know you have in stock. 
Online Auctions, eBay, and Craig’s List: More free or 
inexpensive ways to quickly advertise electronically.  EBay 
has recently introduced a used auto parts section including 
special pricing options. Visit their site to find out more 
information. There is a lot of information available online 
about how to use these methods.
Sell Ad Space in Your Publication: There are some 
companies who are so successful at this approach that their 
entire publication is paid for by others! There are lots of 
non-competitors who would love to sell their products and 
services to the very same people you market to. Create ad 
space in your newsletter or marketing publication for them. 
So there you have it! You have learned that a slow economy is 
actually a great time to advertise your business. You are now 
armed with several no cost or low cost advertising methods 
you can immediately put to work for your business. 
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



If Your Sales Aren’t Going Up, Then They Are Going Down
Are You A Survivor? Or Are You Going Out Of Business?  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.
Not all businesses whose sales are going down go out of 
business. But all businesses that go out of business had 
sales going down. Think about it. Who is most at risk of 
closing? Yards with annual sales of less than $500,000 are 
almost certainly going to close in coming years, and yards 
from $500k to $1m are also at a greater risk. 
When your sales are below $40,000 per month, you are 
very fragile. All you need to do you in is one environmental 
rule to comply with, a windstorm that blows your fence 
down, a health issue, or the loss of a key employee. Retail 
and DIY are almost gone, and at the smaller sales volume, 
you can’t buy later model salvage and have a competitive 
growing robust business. 
It may be time to think about your future. One thing is 
almost a certainty, what you have been doing in the past 
is not going to work in the future. The exception is a very 
small operation in a small rural area, but even those yards 
are at a much greater risk of closing. 
As I visit smaller yards, I find stubborn operators who are 
undercapitalized and, frankly, just not up to the standards 
or challenges today presents. They don’t have any 
employees on pay for performance, and almost always 
have too many employees and or too much payroll. 
The owners don’t know what they don’t know. If they 
had been attending recycler conventions and using what 
they learned, they could have made many of the required 
changes. Most are not focused on buying the right cars; 
they just buy the cheap cars. This makes their inventory 
turns and cash flow too slow. 
They refuse to think differently about how they buy and 
refuse to make better data-driven purchasing decisions. 
Many of them don’t have a SWPPP or environmental 
controls, and since the government agencies only focus 
on those that have applied for permits, they are under 
the radar. And at risk. Yes, it’s true. There are a noticeable 
number of these small operators who don’t have any 
refrigerant machines and who don’t make any attempt to 
capture environmentally sensitive fluids. 
Many are operating on land that’s worth much more than 
their business, and they should sell the land (not the 
business, it’s likely worthless) and put the cash to work. 
In any case, if you are in the sales volumes mentioned, 
it’s time to reconsider the viability of your operation and 
if called for make an exit plan that maximizes the value of 
what you have for you and your family. 
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.
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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. 
Get paid MORE at 
RECORE.
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1994 3500 HD
with Jerr-dan aluminum body. 

 6.5 turbo diesel, 115k miles, looks and runs great.

$7500.00

Call 603-437-3000

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 time 
and money in the 
equipment to make 
sure you maximize 
your profits.  You 
deserve this and 
nothing less!  Get 
paid MORE at 
RECORE! 

HELP WANTED
Established in 1989, Recore Trading Company specializes 
in the buying and processing of catalytic converters.  We 
also buy aluminum rims, batteries, radiators, flattened car 

bodies and other automotive scrap.  

Because of our expansion and growth, we are looking for 
some good people to fill newly created positions for:

 • Warehouse workers • Catalytic converter buyers
 • Truck drivers  • Sales/Marketing

We are a family owned and operated company and  
a fast-paced innovative industry leader.  If you have the 

right enthusiasm, attitude and drive, we want you to  
join our team.  We treat all employees with dignity  

and respect and most of our people have been with us  
for a minimum of 8 years.  

Please submit your resume with cover letter to  
don@recoretrading.com or fax to 603-437-1313. 

   
Or call Jon at 603-437-3000.

15 Offbeat Holidays You Can Celebrate in October

October 1st: National Homemade 
Cookies Day 

October 2nd: National Name Your Car 
Day

October 4th: National Taco Day

October 6th: Mad Hatter Day

October 8th: Canadian Thanksgiving

October 12th: International Moment of  
Frustration Scream Day

October 14th: national lowercase day

October 15th: Global Handwashing Day

October 16th: National Dictionary 
Day

October 18th: National No Beard Day

October 19th: Evaluate Your Life Day

October 20th:  Information Overload Day

October 24th: National Bologna Day

October 26th (2012): Nevada Day

October 30th: Mischief Night

By  Laura Turner Garrison

Happy
Fall!



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!

Call on our Lid Grease 
Block Retro Kit!

OVERBUILT HIGH SPEED CAR CRUSHERS & BALER LOGGERS
We can convert your Diesel crusher To Electric. 

Call us for Details!
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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
Men Hate Shopping 
After I retired, my wife insisted that I accompany her 
on her trips to Walmart. Unfortunately, like most men, I 
found shopping boring and preferred to get in and get out. 
Equally unfortunate, my wife is like most women - she 
loves to browse.
Yesterday my dear wife received the following letter from 
the local Walmart
Dear Mrs. Woolf,
Over the past six months, your husband has caused 
quite a commotion in our store. We cannot tolerate this 
behavior and have been forced to ban both of you from 
the store. Our complaints against your husband, Mr. 
Woolf, are listed below and are “documented by our 
video surveillance cameras”:
1. June 15: He took 24 boxes of condoms and randomly 
put them in other people’s carts when they weren’t 
looking.
2. July 2: Set all the alarm clocks in Housewares to go off 
at 5-minute intervals.
3. July 7: He made a trail of tomato juice on the floor 
leading to the women’s restroom.
4. July 19: Walked up to an employee and told her in 
an official voice, ‘Code 3 in Housewares. Get on it right 
away’. This caused the employee to leave her assigned 
station and receive a reprimand from her Supervisor that 

in turn resulted in management 
getting involved causing 
management to lose time and 
costing the company money.
5. August 4: Went to the 
Service Desk and tried to 
reserve a bag of chips.
6. August 14: Moved a 
‘CAUTION - WET FLOOR’ sign 
to a carpeted area.
7. August 15: Set up a tent in the camping department 
and told the children shoppers they could come in if 
they would bring pillows and blankets from the bedding 
department - to which twenty children obliged.
8. August 23: When a clerk asked if they could help him 
he began crying and screamed, ‘Why can’t you people 
just leave me alone?’ Emergency Medics were called.
9. September 4: Looked right into the security camera and 
used it as a mirror while he picked his nose.
10. September 10: While handling guns in the Sports 
department, he asked the clerk where the antidepressants 
were.
11. October 3: Darted around the Store suspiciously 
while loudly humming the ‘ Mission Impossible’ theme.
12. October 6: In the auto department, he practiced his 
‘Madonna look’ by using different sizes of funnels.
13. October 18: Hid in a clothing rack and when people 
browsed through, yelled ‘PICK ME! PICK ME!’
14. October 22: When an announcement came over the 
loud speaker, he assumed the fetal position and screamed 
‘OH NO! IT’S THOSE VOICES AGAIN!
15. Took a box of condoms to the checkout clerk and 
asked where the fitting room was.
And last, but not least:
16. October 23: Went into a fitting room, shut the door, 
waited awhile, and then yelled very loudly, ‘Hey! There’s 
no toilet paper in here.’ One of the Staff passed out.

603-437-3000 • 855-647-3267 • Fax: 603-881-3900

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. Get paid 
MORE at RECORE! 


