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pay for every gram of metals you brought us. That’s right. 
At Recore, you get the best code/category pricing AND 
assay results. If you are selling elsewhere, you are selling 
for less. 

NH DES Passing the torch
For many years NH recyclers have enjoyed a great 
relationship with the Department of Environmental 
Services. This all started when Jeff Cantor (owner of Car 
World) and Bob Phelps (owner of Central Auto) initially 
reached out to Pam Hoyt Dennison in the DES in an effort 
to establish a good working relationship and to jointly work 
toward effective and reasonable regulations. The common 
goal was to establish practices and regulations that protect 
the environment and are reasonable for the salvage yard. 
This is exactly what happened. The yards and DES saw 
each other as partners rather than adversaries. DES often 
reaches out to yards to get their input on what should be 
effective procedures and regulations going forward. And 
the process really works! We are always asked for input on 
upcoming regulations and practices. A lot of great things 
have come out of this relationship started by Jeff, Bob and 
Pam, such as the Best Management Practices Booklet, 
the Green Yards Program and New Hampshire’s practice 
of furnishing yards with equipment that helps keep our 
environment clean. 
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Getting the Most for 
Your Converters
By Don Belisle, Sr.
Every time the converter market 
spikes, the industry gets saturated with 
dozens of new converter buyers. Now 
is no exception. If anything, it’s worse 
than I have ever seen in all my years 
in this business. It’s really no surprise 
as the converter market is higher than 

it’s ever been and there are more Johnny Come Lately 
converter buyers than ever. Every yard owner I speak 
with says the same thing – that they get 4 or 5 buyers 
who stop by every day plus countless emails all claiming 
that “We pay the most.” This year, we even have buyers 
from foreign countries setting up here. (It must look easy!) 
The yard owners tell me these new buyers are relentless 

and extremely pushy and that often times they have to be 
thrown out of the yard to get them to leave. These newbies 
must think the yards are pushovers and easy targets, but 
most are not! In a few instances, the yards tell me they 
showed the newbie their converters and had them price 
a few. As expected, they were high on a few and low on 
most. Most owners are smart enough not to sell to these 
guys; however, after showing where their converters were 
located, a few days later they were mysteriously stolen! 
That really sucks. When you think about it, how can they 
expect you to believe that this new to the business buyer 
can pay more than the established companies that have 
been doing this for decades? These new guys are just 
reselling your converters to a mid-level processor and 
making a quick buck on your hard-earned product. Please 
don’t be fooled and cheated! The markets are changing 
daily. If a new guy has higher prices than the last time 
you sold, he is just taking advantage in market spikes and 
is nowhere near as high as we are at Recore. Our policy 
is that we will not be beaten on price - period! We will 
beat any price list out there (code category, whatever), pay 
you that amount up front, then assay your converters and 

Newsletterer

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

continued on page 2

Don Belisle, Sr.
Owner of

Recore Trading 
Company, L.L.C.

STRONGEST BUYER OF CATALYTIC CONVERTERS



continued on page 3

2

The Best Management Practices (BMP) is a guidebook 
that describes the best ways to recycle autos and keep 
our environment clean. The procedures are spelled out in 
detail and give the yards guidance in what is the right way 
to do things. The Green Yard Program sets the bar a bit 
higher where if a yard meets even higher standards, they 
can be labeled a “Green Yard”. This shows the public that 
this yard goes above and beyond the regulations to keep 
our planet clean. 

The Equipment Program is a real gem and here  
is how it works:
Years ago, the state filed a lawsuit against a major gasoline 
company for polluting the ground with gas. The state won 
several million dollars from their suit. In their wisdom they 
decided to use these funds for the prevention of further 
ground pollution rather than put the money in their general 
fund. This was brilliant and effective in reducing further 

pollution. The state gives the yards equipment which is free 
of charge and helps prevent ground pollution when they 
recycle cars. This includes but is not limited to gas tank 
drills and gas buggies and engine/transmission disassembly 
carts and even concrete pads in the disassembly area to 
prevent leaks from going into the ground.

As of this writing, Pam is retired. We sincerely thank her 
and wish her well. Job well done! Pam will be missed. She 
certainly leaves big shoes to fill. I have reached out to the 
department through Tara Albert (Director of Training) and 
asked that she and Pam’s replacement Laurel Pushee  write 
us an article to introduce herself and lay out goals for the 
future. Laurel is not new to the state she has worked for 
DOT for years. When I spoke to Pam today she said that 
we will be in good hands with Laurel. I will print Laurel’s 
and Tara’s article next month. 

Getting the Most for Your Converters   Continued from Page 1

A Podcast Just for You  By  D.J. Harrington

Saying that 2020 was a tough year is putting 
it mildly.  When Don Porter of URG took my 
advice about doing a podcast to promote 
his upcoming 2021 conference, here is 
what happened.  For over 10 years, I had 
been using the TV studios located in Dallas, 
Georgia.  Without fail upon my arrival 

there, I would pull behind the building and walk through 
the basement door to shoot my Car-part.com videos, ARA 
or state association messages and all the U-R-G short clips. 
Every trip there went like clockwork.   
My trips there changed when I met Brandon Camp, the 
Associate Artiste reporter, who has interviewed and filmed 
lots of political people.  Needless to say, Brandon has 
spoken with well-known people such as Donald Trump and 
some of his family and with President Biden and Kamala 
Harris as early as last month when they visited Georgia after 
the attack on Asian women and massage parlor businesses. 
Brandon let me know that his father, Chuck Camp, would 
rather be there in the radio station then be down in the 
basement filming little message for websites and your Lyft 
commercials.  I was surprised to hear that was the case, but 
I honestly believe Brandon knew what his father enjoyed 

doing the most. 
After that revelation, URG and I started working with the 
former radio disc jockey and announcer, Chuck Camp 
and it’s been wonderful ever since.  The URG podcast is 
up and running and doing great.  Every week different 
episodes are released from names you know, such as 
Ryan Falco from Midway and Mike Kunkel from Profit 
Team Consulting.  All of us know Bo Wroten, Tom Bessler 
and the list goes on.  Each have been wonderful and 
informative and can be heard on Spotify, iTunes, Pandora, 
Google Play, iHeart Media, Stitcher, Amazon or wherever 
you get your podcasts.
The URG podcasts have gone well, so we have added 
Eagle Auto Parts in Martinsburg, West Virginia.  As Doug 
Williams, their GM, aptly stated, “It’s like having a little 
radio show every week just about us.”   
A fellow speaker in Wisconsin let me know that she has 
always wanted a podcast but did not have the money to 
pull it off.  Upon first consideration, she was told $4,000 
for the first 4 weeks and $895 a month.  After hearing that 
her aspiration of a podcast had faded, I described it this 
way. “Supposed for a moment there was a way you could 
have a podcast of your own for a lot less, in your opinion 
do you feel that a podcast would help drive your business 
to the next level?”  If after knowing what I told her and you 
agree it would benefit you too, then you will love talking 
with Chuck Camp about what we can do for you.
Chuck has all the equipment.  He has been around radio 
stations for decades and can edit and produce better than 
anyone I know.  Plus, Chuck is low-cost friendly and does 
all the intro and outro music, the show and episode format, 
audio recording and any editing, and final submission to 
all podcast platforms like iTunes, etc.  Plus, Chuck will 
provide you with extra promotional tips.  Where could 
you get another offer that good?  Call me if you want a 
turnkey for your program.  However, first listen to URG on 

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.
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A Podcast Just for You  Continued from Page 2

the Go or Eagle Auto Parts on the Go and then ask yourself if 
you really want to improve your bottom line.
Oh yes, we also do the weekly podcast of Power Pack 
Promises by Mike French. All of us know Mike from Tool 
Box Magazine. If you have heard any of those podcasts, you 
know Mike’s power-packed promises help with daily living.  
And yes, we will be hosting a NEW Profit Team Consulting 
podcast with Mike Kunkel, Lee Worman and Rob Rainwater.  
These groups have their own equipment for recording. We 
will do their music editing and platform placement while 
keeping everything archived.  So, they get a better price.  
As you can see, you have some choices on how much you 
want done.  
Give me a call at 770-301-4122 and let’s talk about your 
future.  I cannot promise you that 30 years from now, you will 
be like Nordstrom’s “Under the Hood” podcast.  However, 
you will never know until you try.  Shannon, Russ, and Chris 
are now heard on over 240 Radio Stations with 1,000s of 
listeners each day.  One month, I need to do a story on 

Nordstrom because they just built a new radio broadcasting 
studio located at Nordstrom’s 2.0 and Easter weekend was 
their 9th week in their new studios. If not listening already, 
that is another podcast that you should not miss.  See you 
next time.
D.J. Harrington can be reached at 800-352-5252, email: 
dj@djsays. com, website: www.djsays.com.

WHAT ARE YOU WAITING FOR GIVE US A 
CALL TODAY!

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

Every person has a different perspective of 
the American Dream. For some, it’s going 
to school and getting a higher education, 
and for others, it’s starting a business from 
the ground up.  Neither one is easy, and it 
takes guts to do both of those.
For over 2 years I have had the pleasure 

of meeting with and talking to Recore’s suppliers.  I’ve 
gotten to hear their stories, and they inspire me.  In an 
age where we are told you “can’t”  (fill in the blank), they 
were able to do it.  They never listened to the excuses 
the world gave them.  They shut those voices out and 
started doing.
Every one of our suppliers has a different story and 
they are all badass.  One thing that I noticed they all 
have in common is the ability to overcome.  They never 
bought into the narrative that they “can’t’”.  If there was 
an obstacle to overcome, they overcame it.  If there 
was a barrier that needed to be broken through, they 
broke through it.  And that’s what winning and being 
successful is all about.  In the world we live in now, we 
need to hear more of these stories! Because it’s these 
people, the ones that overcame, the ones that started 
from nothing or the ones that worked their way up, the 
winners- these winners show the rest of the world what 
could be, instead of showing the world why they “can’t”.
One of our suppliers I was speaking with, dropped out 
of high school, got into some troubles, but decided he 
was going to leave all of that behind him and start a 
business. He worked every sort of job to save up to start 
his business… and whatever money he saved- he risked, 
he risked EVERYTHING.  During those couple of years 
of saving to invest, he would sleep on a lawn chair in his 
building and watch “the God channel” because that is 
all he had. He decided to live a few years of his life the 

Take a risk and overcome By Becca Skowyra

way most people would not want to…. so he could be 
able to live the rest of his life the way most people wish 
they could.  He did everything he could to make his 
business a success, even when everything was against 
him… and now I’m happy to report we are paying him 
tens of thousands of dollars a month just in converters 
alone. He is someone I consider a winner. 
These successful people that I look up to, our suppliers, 
all came from a place where they were uncomfortable.  
They didn’t try to avoid the struggle of owning a business. 
They made a conscious effort to forget the reasons why 
they couldn’t, and made the choice to just focus on the 
one reason they believed they could.  They knew that 
if they chose to avoid the pain and struggle, they were 
actively choosing to move further away from what they 
wanted in life.  And they learned that it takes that pain, 
that hardship and that struggle to get the skills to be a 
winner and a success in their life.
Something that I appreciate about business owners/our 
suppliers, is they show people what is actually possible 
when you put your mind to something.  We are all here 
for a reason, and it’s not to be a part of a group that did 
nothing and complain how unfair life is or what “should 
be”… They had a choice, they could play victim to 
their circumstances or they could overcome.  They all 
overcame.
My grandfather always used to say “this is where you 
separate the men from the boys!”. And that’s what I 
always think about when I hear their stories.   As I reflect 
back on years of hearing these success stories of our 
suppliers, I realize that it’s these men and women that I 
speak with daily, are the ones who took these risks and 
overcame these odds to achieve the American Dream.  
So keep trucking along! There are future/younger 
generations watching and taking notice.
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Adapt a Recycler’s Motto   By Sandy Blalock

Adapt that’s what our industry does best.  
We find ways to wend our way around 
the business of auto recycling with its 
long history of ups and downs.  I believe 
we will play a key role in how the 
world learns to adapt to this supposed 
“New Normal”.   We must be ready to 
accept the fact that some of what we are 
currently facing will effect a permanent 

change in our lives. The businesses that have been able to 
successfully create new ways of keeping their businesses 
running will have an opportunity to further develop those 
changes we made to keep our businesses open as essential 
businesses. 

Remember we know how to look at problems and find 
solutions… we are literally in the solution business.  We 
see the good where others see bad, profit where others see 
loss.  We think on our feet and that’s what makes us so 
different than other industries.  We take chances and if it 
doesn’t work, we keep plugging away until it does.

Auto recyclers will need to continue to monitor, evaluate, 
communicate, and keep your entire teams involved in 
the process.  Some of what you do may not be what you 
expected the first time around but don’t give up, keep 
plugging away until you find what works.

We have to listen more now than ever before both to our 
employees and our customers.   Remember we are all 
learning to adapt to many changes in our everyday lives 
not just our work lives.  There’s a lot of stress that everyone 
is dealing with and we have to be cognizant of that and 
not make it worse by placing unrealistic demands on our 
teams and customers.  Make sure you are getting feedback 
from your employees not just about work but what’s going 
on outside of work because in reality that is the same thing 
many of your customers are facing.

Your business will not survive without your team so 
consider them first and develop a moving forward plan 
for them and then tweak it for what your customers need.  

If you engage your team you can ensure they are more 
willing to embrace your business’ new normal. 

 If you see a need to continue working some of your team 
remotely you have to assure a sense of closeness that you 
hopefully fostered these last few months.  Work hard not 
to slip back into your old way of thinking but keep in mind 
you may have to experiment to find the right path moving 
forward.  You will need to empower your employees more 
now than ever and that’s a good thing.  Share ideas and 
continue keeping your team together with video meetings 
and chats.  

Look beyond the expectations and do more not just the 
minimum required by your state or community. Stay in 
contact with your industry at both a state and national 
level.  There are many people working behind the scenes 
to assure you have resources and information available.  
Our industry members have shared some great ideas so 
embrace some of them and do not be afraid of failing as 
some things just work better in different environments.  
Never stop seeking out new ideas.

Change is tough and especially when it is forced on us 
like this pandemic has done this year.  Never stop looking 
for that rainbow.  Look for the benefits that have resulted 
from all the change over the last several months, some will 
become a permanent fixture in your life simply because 
you may have just found a better way to do something, and 
some may gradually return to how you operated before 
the pandemic.  I’m really hoping that you continue to 
experiment and give change a chance to show you a new 
path to success.

Remember the best path to success is accepting change 
and challenges that throw you off kilter with a sense of 
knowing that you can and will survive and possibly come 
back stronger than before with a new positive outlook 
brought about by giving yourself permission to innovate 
and adapt at your own pace.  I see opportunity ahead for 
our industry and I hope that you do too!

FOR SALE
 

2008 Mack Live Floor Trailer
Excellent condition

$13,000.
If interested please call 

Recore Trading Company 
at 603-437-3000
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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.

Chapter 2 of my book, How to Salvage Millions from 
Your Small Business, discusses making a plan and 
understanding your customer. It’s funny how we wave 
our arms in the air (figuratively speaking) and talk about 
what we are going to do, but never get around to putting 
the plan on paper. Equally humorous is how later we 
have selective memory and justify our lack of success 
by remembering only what we want to recall from that 
plan. 

There is no substitute for putting the entire plan on paper 
for these reasons:

•  With the plan on paper, you can show it to key 
employees for comments and ultimately use it to get 
their buy-in. 

•  You can show the plan to your banker and gain great 
respect. You may want to “dial it back” for the bank so 
that you can always exceed the banker’s expectations. 

•  In the process of putting it on paper, you will find 
many assumptions you thought you understood but 
which don’t play out as anticipated. 

•  Putting it on paper will force you to go back and look 
at prior periods to “test” your assumptions. You will 
learn a lot from this exercise. 

•  You will probably realize, as a result of putting it 
on paper, that you haven’t been gathering all the 
operating information and metrics necessary to make 
fully informed projections.

Setting goals on paper will also allow you to set 
milestones. In other words, if you are now at $100,000/
mo. in sales, and you are predicting that you will be at 
$135,000/month in 12 months, it’s easy to see that you 
need to have one or more milestones along the way. 

Although you may not have achieved 50% of the 
forecasted increase in 6 months, it’s reasonable to 
assume that you will have achieved, say, 40% of the 
goal. If at that point you haven’t achieved the milestone, 
you need to figure out how to get back on track. Don’t 
wait until year-end to adjust. 

When I do consulting, I frequently find the lack of 
operating metrics and no written plan to execute against. 

Tools for Success: Make a plan and know your customer. By Ron Sturgeon

Know your customer. Meet with your staff, and decide 
who your core customer is. Following that, in every 
planning meeting, make sure you are matching your 
product, warranty and service level to that customer. 
Recyclers, I believe, have tried to be too much for too 
many for too long. Many of us believe anyone driving a 
vehicle (regardless of age, whether it’s import or domestic, 
customer’s location, wholesale or retail purchaser, or 
type of part needed) is our potential customer. To thrive, 
and achieve significant success, you simply must decide 
who your core customer is and act accordingly.

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.

His upcoming and last book is titled Homeless to $100 
Million. I’ve been giving business advice for years, but 
have never advised on how to build wealth, with an 
actionable road map. The mantra of the book is to build 
wealth, not income, because they are not the same. 

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

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! 
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www.recoretrading.com

Get paid for every gram of 
precious metals in your 
converters!

Over 25 years experience in the 
metals business and every Recore 
Trading supplier has seen higher 
returns!

Cut out all of the middlemen—we 
decann, mill sample and lab 
analyze all in house, maximizing 
your profits!

Give us a call today; we are ready to earn your business!

603-437-3000     855-647-3267     Fax: 603-437-1313

Maximize your profits by getting paid for every gram of precious 
metals your catalytic converters contain.  Our exclusive ability to 
group like metal bearing cats together, then de-can, mill, sample 

and lab analyze all in house any size lot, is a proven winner.  

Recore Trading has been in the 
precious metals business since the 
beginning of catalytic converter 
recycling.  With everything being 
done in house, we are your direct 
connection to higher returns on 

converters – period.  

We pioneered small lot assay 
based converter processing so our 
customers could get paid the same 
as those processing 1,000’s of cats.  
So give us a call today, no waiting 
for your money and much, much 

higher returns =WIN/WIN!!  

www.recoretrading.com

Get paid for every gram of 
precious metals in your 
converters!

Over 25 years experience in the 
metals business and every Recore 
Trading supplier has seen higher 
returns!

Cut out all of the middlemen—we 
decann, mill sample and lab 
analyze all in house, maximizing 
your profits!

Give us a call today; we are ready to earn your business!

603-437-3000     855-647-3267     Fax: 603-437-1313603-437-3000   •   855-647-3267   •   Fax: 603-437-1313

www.recoretrading.com

It’s Time You Sold Your Catalytic Converters 
as PRECIOUS METALS



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

Untitled-1.indd   1 3/7/2017   12:07:39 PM

Email service@overbuilt.com  
or call 605-352-6469

Still Building the Best Selling 
High Speed Car Crushers and 
Baler Loggers in the Industry
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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

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

A guy sends a text to his next-door neighbor 
“Bob, I’m sorry. I’ve been riddled with guilt and I 
have to confess:”
“I have been helping myself to your wife when you’re 
not around, probably more than you. It’s been so 
incredible and fun, I’ve not been able to stop myself.
Sometimes it goes on for hours and hours.”
“I know it’s no excuse but I don’t get it at home. I 
can’t live with the guilt any longer. I hope you’ll 
accept my sincerest apology. It won’t happen again.”
Feeling outrage and betrayed, Bob grabs his gun, goes 
into the bedroom, and without a word, shoots his 
wife.
Moments later the guy gets a second text:
“Bloomin’ auto-correct, it’ll be the death of me! I 
meant to say ‘wifi’”

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. 

Help Make a Decision
A man wakes up in the hospital 
bandaged from head to foot.
The doctor comes in and says, 
“Ah, I see you’ve regained 
consciousness. Now, you probably 
won’t remember, but you were 
in a huge pile-up on the freeway. You’re going to be okay, 
you’ll walk again and everything, however, your penis 
was severed in the accident and we couldn’t find it.”
The man groans, but the doctor goes on, “You have $9000 
in insurance compensation coming and we now have the 
technology to build a new penis. They work great but 
they don’t come cheap. It’s roughly $1000 an inch.”
The man perks up. So, the doctor says, “You must 
decide how many inches you want. But understand that 
you have been married for over thirty years and this is 
something you should discuss with your wife. If you had 
a five incher before and get a nine incher now she might 
be a bit put out. If you had a nine incher before and you 
decide to only invest in a five incher now, she might 
be disappointed. It’s important that she plays a role in 
helping you make a decision.”
The man agrees to talk it over with his wife. The doctor 
comes back the next day, “So, have you spoken with your 
wife?”
“Yes I have,” says the man.
“And has she helped you make a decision?”
“Yes,” says the man.
“What is your decision?” asks the doctor.
“We’re getting granite counter tops.”

STRONGEST BUYER OF CATALYTIC CONVERTERS


