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it is more important now than 
ever to closely guard your 
converters. The length these 
crooks will go is incredible. 
Recently a friend/yard owner 
told me about thieves who 
got into his yard at 3:30 in the 
morning. They stole all high 
dollar converters and left the low 
dollar units. The surprising thing 
was that they actually removed 
the units from cars in the yard. What they did was get a yard 
vehicle running, then attach the converters to the running 
vehicle and tear them out! This obviously took some time, but 
they went undetected because the crooks were savvy enough 
to avoid most of the security cameras and avoid detection. 
This suggests that vehicles should be processed as soon as 
possible, removing converters from the yard. Many suppliers 
are shipping their converters to us weekly, eliminating the 
exposure of their valuable converters which, if left on their 
property, would be subject to theft. Certainly, the risk factor 
for each yard is different as some are much more at risk than 
others. Just do not be complacent! It seems that every week 
we hear of a yard being hit for the first time. We will do all we 
can to help. Consider planning weekly pickups or shipments 
and let’s work together to stop these thieves! 
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Can Converter Prices 
Remain This High?
By Don Belisle, Sr.
The main precious metal used in today’s 
gas-powered cars is palladium (PD). In 
January of 2016, the price of PD was 
$316.00 per ounce and today it is in 
the range of $2300.00 per ounce!!! That 
is an increase of over 600% in under 
5 years!!! Converter prices during this 

same time have about tripled in value. Looking forward and 
trying to predict what the price will be in the coming years 
has always been difficult at best. However, we can take a 
look at a few things. The forecasts for both the supply and 
demand of PD are expected to remain balanced. The supply 
is expected to drop about 15% and the demand should be 
down about the same - still in deficit as it is now. There are 
no plans to reduce PD metal content in converters in favor of 
cheaper PT (platinum) for a number of reasons, not the least 
of which is that it will not meet the tough emission standards 
of today.  We all know that emission regulations worldwide 
are not going to ease up and that, if anything, they will get 
tougher each year. So barring an invention of a process to 
treat auto exhaust with something other than the chemical 
reaction of PGM’s (platinum group metals), converter prices 
(should) remain strong. This does not take into effect the fear 
factor. Fear drives the market as much as supply and demand. 
The effects of fear are usually somewhat temporary, but not 
always. Metal price swings based on fear provide opportunities 
to capitalize if you are paying attention. For this reason, we 
provide price hedging services to our suppliers and this way 
we can take advantage of fear-based price increases.
So, with all the variables involved in determining today’s 
converter prices and the prices where they are today, the 
time to sell is now! I get calls all the time asking whether 
a supplier should sell or hold their converters. With today’s 
prices, I think it quite foolish to hold. You know what they 
say about dealing with the commodity markets: Bears make 
money, Bulls make money, and Pigs get slaughtered! Don’t 
be a Pig, cash in now.
With the increase in converter value the thieves are out in full 
force. Every week we get calls from different law enforcement 
agencies asking us to be on the lookout for certain stolen 
converters. Unfortunately, most of the time the thieves do not 
get caught and keep on stealing. As I said in a recent column, 
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Be Kind to Your Mind By  D.J. Harrington

realize is that project is helping me cope with this NEW 
NORMAL.  That belaboring project is strictly mental health 
for me.
I have found that picking 
up the telephone and 
talking to my loves one 
can help me too.  In 
some cases, I have not 
been aware of their 
needs as I should have 
been, particularly those 
that are isolated due 
to this pandemic.  Since I am one of 12 children and have 
siblings at different levels of financial security, we as a family 
have been helping one of my sisters whose going through a 
very tough spot in her life.  She lost too much weight, and 
her regular doctor sent her to two different specialists, and for 
now they believe it is all in her head.  
My sister has worried incessantly that anyone or anything 
could give her the virus.  So, we can say, this virus threat 
has affected her mind.  Maybe that is why I have titled this 
article, “Be Kind to Your Mind”.  The whole Harrington 
family has pitched in and are coming together to help my 
sister through this difficult time.   If you or someone that you 
care about have been feeling overwhelmed with emotions, 
such as sadness, depression, or anxiety or just want to harm 
yourself or others, please seek professional help.  It is the 
right thing to do.  
For me, I talk to friends who have their heads on straight.  
Since I have more time on my hands now, I spend one extra 
hour per day reading a good Christian and a self-help book.  
I thank God for all the many blessings that he has given me 
and my good friends in the auto recycling industry. I also 
thank all my friends at Car-part.com and all readers of the 
Recore Magazine.
It is important to remember that tough times usually do 
not last but tough people do. There is another encouraging 
quote that many people reference during difficult times.  
“This too shall pass” is a famous line often quoted by many 
people during tough situations.  While many people use 
this phrase and attribute it to the Word of God, the reality 
is that this line is never spoken of in the Bible.  There is no 
exact verse that says, “This too shall pass” in any chapter 
of the Bible. However, God does promise to be with you 
during good and bad times of your life.
Thanks for reading my article this month.  See you next 
time. P.S. God answers prayers!  If you read this article and 
you want me to pray for something special for you, your 
business or a loved one in your life, then text, email or call 
me with your request.  It certainly would be my pleasure to 
lift prayers on your behalf. 
D.J. Harrington can be reached at 800-352-5252, email: 
dj@djsays. com, website: www.djsays.com

Before writing any article, I ponder 
whether it would benefit me rather than 
helping everyone else. Usually, it is self-
help for me. I must ask if COVID-19 has 
been getting to you.  It has me.  Have you 
been drinking, smoking, or eating more 
than usual?  I have, and I have also been 

having too much ice cream at night.  Do you have difficulty 
sleeping at night or been grouchier or more argumentative 
than usual?  I have!  Did a close friend or relative die due 
to coronavirus?  Sadly, I can Yes to that!  Have you watched 
more television than you did before March 15th, 2020.  
That’s a YES for me!  The reason I can say yes to these 
questions is because there have not been any conventions 
at which I would be speaking.  How about this question.  
Do you have more financial problems since COVID-19 
arrived?  I know I do.  If you have answered “YES” to any 
of the above questions, then this article, “Be Kind to Your 
Mind” was written especially for you.  
During these last months, I started taking deep breaths to 
slow down my breathing.  I also started to learn ways to cut 
down stress.  Maybe what I am about to share will help you 
too.  Some suggestions are taking more walks and while 
walking you should meditate.  I am a Christian, so I have 
been praying more while I walk the neighborhood and 
reading good, Christian books while inside.  Yes, I do pray 
for my fellow recyclers every day.  Even though I might not 
know specific struggles each of you have, I also pray for 
everyone living in each home as I walk past them.  One 
of my dearest recycler friends was recently diagnosed with 
cancer, and it’s not an easier cancer to manage.  It’s a bad 
cancer.  I check on this friend once every two weeks, just to 
let him know that I am praying for him and what challenges 
I should address each time I pray for him now.  
Here’s what some of you have said when you’ve called to 
check on me., “I was thinking of you, DJ.  How have you 
been?”  Other relaxing techniques or suggestions to destress 
could be listening to favorite music or other activity that you 
have always enjoyed.    
Today, my son-in-law informed me that the project located 
in my backyard is costing me too much time and money to 
complete.  That is okay with me because what he does not 
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CATALYTIC 
CONVERTER 
EXPERTISE

Recore Trading 
Company has been in the catalytic converter business since 
the very beginning of catalytic converter recycling.  With over 
30 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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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.

You have sat in class after class, talked to other yard 
owners about switching over to paying employees for 
performance, and you are still paying them hourly, 
thinking all your employees will walk out or that making 
this change might cause chaos in the business.  

Yes, just like you, I was slow to change to pay for 
performance. I had all the excuses you are making, all the 
reasons why I should not disrupt my employees, because 
they were giving me all they had, but was I wrong!  I 
still remember the day Keith and I changed to a pay-for-
performance system for our employees... In 1998 our 
delivery driver was having trouble making all the stops. 

We soon found out why. He was going to his girlfriend’s 
house and taking naps and we were paying him for 
it! We changed his hourly pay immediately to pay for 
performance (pay per stop) and he erupted. He quit on 
the spot, but we kept going and hired someone else with 
the new pay plan and have never looked back. The new 
person thought incentive pay was great because he didn’t 
have the “baggage” of the former employee. 

So why risk the 
change?  As 
owners we have 
faith in our 
employees. We 
do not follow 
them around to 
see if they are 
spending their 
time efficiently 

or wasting our money. Instead of monitoring their work, 
we give them raises and hire more employees because 
“They just can’t get it done.”  If you are paying your 
employees hourly, take a day and just follow them 
around. You will be surprised at how much they don’t do. 

The switching to pay for performance will increase your 
bottom line.  How? It will reduce the number of employees 
while increasing productivity.  Pay for performance will 
weed out the under performers and you will be amazed 
by what your strong employees are capable of handling.     

The driver on pay for performance must keep accurate 
records for delivery time, miles, etc. Drivers will generally 
have to load and unload trucks.  

We have helped many yards implement pay for 
performance across their operations, including 
dismantlers, parts pullers, drivers, and salespersons. In 
fact, it’s one of the best ROI changes we teach owners, 
over and over, site by site. It’s not unusual to see clients 
get our fees back in a week or less with the changes they 
implement. 

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.

Tools for Success: Pay for Performance for Your Team By Ron Sturgeon

CALL US TODAY TO INCREASE  
YOUR BOTTOM LINE

Maximize your profits at Recore Trading Company!!  We 
do everything in house from de-canning, processing, 
milling and sampling, and precious metal lab analysis 
cutting out all of the middlemen.  We also sell our end 
product to an automobile manufacturer for the making of 
new catalytic converters.  Our customers are consistently 
seeing significantly 
higher returns for 
their product.   You 
will get paid MORE 
at RECORE!

Two hats were hanging on a hat rack in the 
hallway. One hat said to the other: 
‘You stay here; I’ll go on a head.’



continued on page 5

Keys for Achieving Success in everything you do (Part one)   By Mike French
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I was visiting with a businessman 
recently. In the conversation he said, “I 
just can’t seem to find true success in 
anything I do!” That was surprising to 
hear, since the guy had many positive 
talents and skills going for him. If 
he changed a few basic things in his 
attitude and approach, the sky would be 

the limit for him. 

What is success?
The dictionary defines success as the 
accomplishment of one’s goals, the 
attainment of wealth, position, honors, 
or the like. There are over forty-thousand 
business books published each month 
on the subject. Most are applicable to a 
specific business or trade. 

Over the years I have attended many 
conventions, events, and seminars about how 
to achieve success. I have discovered a few basic 
“success keys” that will work for anyone who applies 
them to any business or project. 

Start with a good plan
Having a plan is critical to success. Many businesses and 
projects fail because they have no plan in place. Benjamin 
Franklin said it best when he said, “If you fail to plan, you 
are planning to fail.” A plan is a guide which helps you 
know what to do next, how to make intelligent decisions 
and where to make corrections. A plan has a goal with 
steps to follow until the goal is reached. The following is a 
simple way to create a plan.

At the top of a sheet of paper, write the name of your 
project and its goal. Underneath, number the steps needed 
to reach the goal. Each step is a benchmark to be checked 
off and applauded when complete. Completing the last 
item on your list should mean the goal is achieved. If your 
goal is to refurbish your warehouse, write that at the top 
of the page. List everything that needs to be done, step 
by step, in logical order, until the final step is complete. 
This should mean you reached your goal of a clean and 
organized warehouse. Every project can be organized into 
steps toward a goal. A good business owner or manager 

creates plans for everything. 

Do the most important things first
I learned another key from a book by business success 
guru, Charlie “Tremendous” Jones. In his book, “Life is 
Tremendous”, he described his “$10,000 Idea.” He said 
a business tycoon friend of his (yes, they called them that 
back then) was frustrated that he could not get things done 
and it caused him to miss many critical deadlines. He 
asked Charlie for a solution to this problem. Charlie wrote 

an idea down for him and said, “Try 
this for a month and send me a check 
for what you think this plan is worth 
to you.” The following month Charlie 
received a check for ten thousand 
dollars. That was a lot of money in 
the early 1940’s when this incident 
took place. The following Is Charlie’s 
$10,000 plan. 

At the close of each workday create a 
“to do” list for the following day. Assign 
each item on the list a number from 
most important to least important. The 

following morning do the most important item on the list 
until it is completely done. Then cross it off the list. Next, 
do the second most important item completely and cross 
it off the list. And do the same with the rest of the items 
on your list. At the end of the workday you will probably 
have some items left on your list to do, but you will have 
completed the most important things on your list each day. 
Repeat this process daily. 

Do everything with enthusiasm
Enthusiasm brings energy to any project, to yourself and 
to others! The word enthusiasm comes from the root 
word “Theos” which means “God”. The word enthusiasm 
literally means “God in you”. Enthusiasm exudes hope. 
It inspires, encourages, and motivates. Enthusiasm is a 
personal attitude choice. It is contagious and can be caught 
by others in its proximity. The last four letters in the word 
enthusiasm are IASM. That can be an acrostic for I Am 
Sold Myself. The wonderful thing about enthusiasm is - if 
you act enthusiastic you will be enthusiastic! Deliberately 
bring enthusiasm with you to your business and to every 
project you do.  

Do everything you do with excellence 
Do what you do with excellence. This is an essential 
ingredient for achieving success both personally and in 
business!

What is excellence? The word Excellence is defined as: 
“The quality of being outstanding or extremely good.” 
Business Excellence is defined as: “An integrated collection 
of proven practices for how a business should operate to 
become the best it can possibly be – i.e. world class.” 

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.  
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Ending on a High Note   By Sandy Blalock

2020 has been a year that has presented 
challenges not seen by our industry in 
the last 100 years.  We’ve fought through 
every obstacle put in our paths to assure 
the survival of our businesses.  Many 
did better than others, but all struggled 
at some point during the last 8 months.  
So now you have an opportunity to find 
and share new perspectives that can 

help you find a clearer path into 2021.

The ARA 77th Annual Convention and Expo will not be 
the same this year but we have high hopes that it will offer 
many more opportunities to a greater audience than ever 
as it goes virtual for the 1st time in its 77-year history.  
All recyclers worldwide will be able to participate in this 
year’s event where they will have access to everything a 
live convention and expo would offer while never leaving 
their home or office.  

EDGE 2020 offers opportunities to learn from industry 
experts, network with peers, and participate in a world-
class Expo boasting the latest in cutting-edge machinery, 
technology, products and services from forward-thinking 
experts in their fields that could transform your business.  

“For the first time, we have the capability to help and 
engage with more auto recyclers than ever through the 
top-notch virtual convention platform, and bring it right 
to their office and to their teams,” says Scott Robertson, Jr., 
ARA’s President, and owner of Robertson Auto Salvage, in 
Wareham, MA. “If ever there was a year to assist those who 
fall outside of the ARA fold, this is it. We hope recyclers of 
all kinds from all around the globe take advantage of the 
possibilities within EDGE 2020.”

If an auto recycler wants to connect with their peers, get back 
on their feet, stay ahead of trends, and take their business 
to the next level, we can help them accomplish that – 
which, in turn, is good of the whole industry, ARA’s mission 
is to protect the marketplace from detracting intruders, 
offer pathways to progress with industry education, 
certification, and recognition, and provide ways to connect 

recyclers to their 
peers and to the 
quality service 
providers who 
bring innovation 
to the industry.  
The industry 
missed so many 
oppor tun i t i e s 
to gather, 
learn and connect and ARA is hosting the best virtual 
experience possible so that you can get your EDGE and 
plan for success in 2021.”

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

The Virtual 77th Annual ARA Convention & Expo – “EDGE 
2020” – is the “Automotive Recycling Must-Attend Event 
of the Year.” 

Registration is now open and very affordable so plan to 
make it a company-wide training experience.  Remember 
no travel expenses or hotel costs so take advantage of a 
great opportunity. The registration fee is $199 per person. 
Register five (5) or more from the same company and 
receive $50 off PER REGISTRATION!  

Sign Up Today at: https://s3.goeshow.com/ara/
edge/2020/registration_form.cfm 

To be successful with what you do, be known for excellence! 
It will set you apart from just about everyone else. Make it 
your standard!  

Mike French is an author, speaker, publisher, consultant, and 
owner of a successful business. Since 1982, Mike French and 
Company has offered 400,000 different promotional products, 
graphic design, all kinds of printing, direct mail services (lists 
and fulfillment), and publishes an industry trade magazine for 
automotive recyclers in North America: “The Auto Recycler’s 
ToolBox Magazine”. Contact: 1-800-238-3934 – mike@
mikefrench.com  – www.mikefrench..com

Keys for Achieving Success in everything you do   Continued from Page 4

COMMITMENT
Recore Trading Company is committed to and welcomes the 
opportunity to earn your business.  Whether you have 10 
catalytic converters, 100 or 1,000’s, you can sell your cats to us 
cutting out all of the middlemen.  Customer satisfaction is our 
utmost concern and we promise you prompt, courteous and 
friendly service based on our core values—honesty, trust and 
dependability.  You work 
hard and you deserve to 
maximize your profits so 
don’t settle for anything less; 
GIVE US A CALL TODAY! 

A sign on the lawn at a drug rehab center said: 
‘Keep off the Grass.’

The midget fortune-teller who escaped from 
prison was a small medium at large.
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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! 

Why Businesses Don’t Grow   By  Jim Counts

We are in an economic and business 
environment that makes it very hard for 
a small business to keep their profits 
stable, let alone growing.  Since our 
industry tends to be “mom and pop” 
businesses, we often have to deal with 
family dynamics and issues, as well as, 
all the other normal business pressures.

     While it’s certainly not impossible to be profitable and 
small, it is more difficult in many ways.  

1.  We often find that we have too many employees 
because we feel obligated to employ children and other 
relatives even though we may not need another person or 
the relative may not be qualified for the job.  When this 
happens, the business becomes the dumping ground to 
enable the family member(s), but the company has less 
money to invest in vehicles.  Since about fifty percent of 
our sales come from the vehicles we purchased in the last 
120 days, this is a VERY big issue. 

2.  We may have too many employees because we are 
trying to compete with the self-service recyclers’ prices by 
pulling parts for customers but selling the part for about 
the same price as what the self-service business charges.  
I don’t know of any way to make this work in the long 
haul.  If your parts sell for less at the same time you are 
providing services the competition does not have to pay 
for, they are going to be the winners.  When a U-Pull-It 
opened up down the street from one of our businesses, 
we had to change the type of vehicle we processed, or let 
the customer go pull their own parts.  We did both.  We 
started processing newer vehicles, more trucks than cars 
and let the customer pull the low-priced parts.  

3.  We think all those parts out on the shelf will sell; this 
gives us the illusion that we have plenty of inventory.  If it’s 
an engine or transmission, then we are probably correct.  
Other than those two part types, the chances of selling 
the parts drop extremely fast.  Remember, half of sales 
come from what we purchased in the last 120 days, and 
engines and transmissions usually account for 35-50% of 
our sales dollars.  

4.  We say “no” too often.  A lot of smaller recyclers 
don’t broker parts, sell extended warranties, etc. which 
means the vehicles we buy have to pay All the company 
expenses.  We have customers who cover up to $500 per 
vehicle processed of their overhead by selling brokered 
parts, extended warranties, collecting for freight and core 
charges.  This allows them to pay more for vehicles, which 
gets them more inventory to sell.  It also encourages the 
customer to call you next time since they had a problem 
and you made it go away, at a profit, of course.  

5.  This may be the most important reason small recyclers 
stay small; INCONSISTENT BUYING.  They stop paying 
bills so they can buy inventory, then the bills get behind so 
they stop buying so they can pay bills.  If this is happening, 
the recycler has too much overhead, which usually means 
too many employees.  I say again, HALF our sales come 
from the vehicles we purchased in the last 120 days.  

6.  We keep vehicle hulls too long so we can milk another 
$100 out of them.  Right now that hull is worth about $250-
$300.  Crush those old vehicles, and buy fresh inventory.  
If you crush 10 hulls, you have at least $2,500 to invest, 
which should produce at least $5,000 in sales.  If you keep 
those 10 hulls and they do, in fact, produce another $100 
per vehicle, then you only get $1,000 instead of $5,000.  
For me, the math makes the decision pretty easy.

7.  We do the same thing over and over, and expect the 
results to be different.  If what you are currently doing 
is not producing the results you want, then something is 
wrong.  It may be time for some good advice.

Bottom line:  It’s not going to get easier to run the business 
unless something changes, and the longer we wait to make 
the needed changes, the harder it is to get the business 
back on track.  

Jim Counts, Counts Consulting WWW.CountsConsulting.
com, jimcounts@USA.com or phone 817-238-9991. 
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Three Ducks
This guy walks into a quiet bar. He 
is carrying three ducks, one in each 
hand, and one under his left arm. He 
places them on the bar. He has a few 
drinks and chats with the bartender. The bartender is 
experienced, and has learned not to ask people about the 
animals that they bring into the bar, so he doesn’t mention 
the ducks. They chat for about 30 minutes before the guy 
with the ducks has to go to the restroom. The ducks are 
left on the bar. The bartender is alone with the ducks. 
There is an awkward silence. The bartender decides to 
try to make some conversation. “What’s your name?” 
He says to the first duck. “Huey” replies the first duck. 
“How’s your day been, Huey?” “Great. Lovely day. Had 
a ball. Been in and out of puddles all day.” “Oh. That’s 
nice,” says the Bartender. Then he says to the second duck 
“Hi, and what’s your name?” “Dewey,” came the answer. 
“So how’s your day been, Dewey?” “Great. Lovely day. 
Had a ball. Been in and out of puddles all day. If I had 
the chance another day I would do the same again.” So 
the bartender turns to the third duck and says, “So, you 
must be Louie.” “No,” growls the third duck, “my name is 
Puddles, and don’t ask about my day.”
First Football Game
A guy took his blonde girlfriend to her first football 
game. They had great seats right behind their team’s 
bench. After the game, he asked her how she liked the 
experience. “Oh, I really liked it,” she replied, “especially 
the tight pants and all the big muscles, but I just couldn’t 
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understand why they were killing each 
other over 25 cents.” Dumbfounded, her 
date asked, “What do you mean?” “Well, 
they flipped a coin, one team got it, and 
then for the rest of the game, all they kept 
screaming was, ‘Get the quarterback! Get 
the quarterback!’ I’m like, hello? It’s only 25 cents!”
Genesis 3:10
A new pastor was visiting the homes of his parishioners. 
At one house it seemed obvious that someone was at home, 
but no answer came to his repeated knocks at the door. 
Therefore, he took out a card and wrote “Revelation 3:20” 
on the back of it and stuck it in the door. 
When the offering was processed the following Sunday, he 
found that his card had been returned. Added to it was this 
cryptic message, Genesis 3:10.” 
Reaching for his Bible to check out the citation, he broke 
up in gales of laughter. 
Revelation 3:20 begins “Behold, I stand at the door and 
knock.” Genesis 3:10 reads, “I heard your voice in the 
garden and I was afraid, for I was naked.”
$1000 bet
The local bar was so sure that its bartender 
was the strongest man around that they 
offered a standing $1000 bet. The bartender 
would squeeze a lemon until all the juice 
ran into a glass, and hand the lemon to a patron. Anyone 
who could squeeze one more drop of juice out would win 
the money. Many people had tried over time (weight-lifters, 
longshoremen, etc.) but nobody could do it.
One day this scrawny little man came into the bar, wearing 
thick glasses and a polyester suit, and said in a tiny squeaky 
voice “ I’d like to try the bet” After the laughter had died 
down, the bartender said OK, grabbed a lemon, and 
squeezed away. Then he handed the wrinkled remains of 
the rind to the little man.

But the crowd’s laughter turned to total silence as the 
man clenched his fist around the lemon and six drops fell 
into the glass. As the crowd cheered, the bartender paid 
the $1000, and asked the little man “what do you do for 
a living? Are you a lumberjack, a weight-lifter, or what?” 
The man replied “I work for the IRS.”


