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The Assay Advantage
is Changing
By Don Belisle, Sr.
Most of our suppliers at Recore sell their
converters to us and get paid based on
Don Belisle, Sr.
assay results. They realize assay is the
Owner of
only true way to be paid fairly for every
Recore Trading
gram of precious metals contained in
Company, L.L.C.
their converters.
In the past, the assay advantage was somewhat predictable.
If the yard was basically a scrap yard, the assay advantage
would typically be 10%-17% better than piece pricing. If the
yard was a late model parts yard who specialized in foreign
cars, their assay advantage was typically 15% to 28% better
than piece pricing. Recently we have seen changes in these
results - mostly for the better.
At Recore, we have done individual assays in house of every
type of converter that comes through the door. This enables
us to have the most accurate piece pricing out there and
to accurately make initial payments to our assay suppliers.
Since many of our suppliers sell us less than 100 pieces at
a time, they must sell by the piece; however, our in-house
constant re-assaying of individual converters keeps their
prices up. Our re-assaying of converters also allows us to
monitor the trends in all individual converters and keeps our
data up to date.
What we are finding is that the metal content is changing in
converters - mostly for the better. We are seeing that setting
the price for converters based on metal content continues
to be a moving target! When we developed the process to
pay yards with as few as 100 pieces based on the return of
precious metals contained in their converters, our goal was
MARKET WATCH EMAIL ALERTS!

We keep an eye on the markets all day and when there is a
significant change, we will let you know! This information
can have a direct impact on your bottom line, so sign up
today. To get on our list, send an email to us at:
sales@recoretrading.com.
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to bring the assay advantage to the little guy as well as to the
big guy. We have done that and many yards have reaped the
rewards.
Before we developed this system, a yard would need 2000
pounds of material (approx. 1000 converters) to qualify for
assay-based payments. Now suppliers with as few as 100
pieces can get the advantage of being paid for every gram
of precious metals. Now more than ever, the advantage of
selling based on assay is the fairest way for you to get every
dollar you can for your converters. Our second-generation
redesigned converter processing line is completely enclosed
and recovers every bit of product in your converters. This
means more and better results of precious metals to the yard.
Market Jitters
Converter prices remain high although not as high as a
couple of months ago. At Recore we have seen tremendous
volumes of converters coming through the doors throughout
the year. It is always great to see yards cashing in and reaping
the rewards of high market prices.
Although the supply/demand forecast of pgms would
indicate prices continuing to increase, we are not seeing
that happen. At the moment (9/01/21), metal prices are
down slightly and seem to be somewhat volatile.
Here are some of the factors that affect the supply/demand
for pgms (platinum group metals used in converters):
continued on page 2
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Emission standards continue to get tougher worldwide.
This is especially true in China where they are catching
up to the rest of the world in controlling emission outputs
of new vehicles. The Chinese emission standards now are
not far behind the rest of the world. This, coming from the
country with the largest population in the world, certainly
affects the consumption of pgms to be used in catalytic
converters. Even with the computer chip shortage holding
back the production of new cars, demand forecasts for pgms
continues to increase. Combine this with the fact that mining
production of the virgin metals from the ground cannot
possibly meet the demands of forecasted auto sales and the
recipe is ripe for increased prices of recycled pgms.
Unfortunately, the metal market prices do not follow the

Learned a Lot at URG

Continued from Page 1

supply/demand scenario. Many try to predict where the
markets will go. Most fail and some get lucky. The truth is
that no one really knows where prices will be next week or
next year.
With converter prices being such a large percentage of the
worth of scrap cars, it has become inevitable that converter
prices now control the price paid for junk cars. This has
presented a serious problem for the online bidding of salvage
cars. We are hearing all too often that our suppliers bid cars
knowing the value of the converter only to get the car to
the yard and find that someone had removed the converter
before the car arrived at the salvage pool. This can be a big
deal if you bid that Prius knowing the converter to be worth
over a thousand dollars and then to find it has been removed!

By D.J. Harrington
For many years, I have attended the URG them and knew how they FELT, I explained all our benefits
Annual Conferences. During my first here, and how many customers we have helped in the
time there, I spent lots of time in the Car- past 20 years.” After a quick breath, continue with: “They
part booth. However, it wasn’t until this FOUND we were the best place to purchase from with
year’s annual conference that it hit me on good quality products and excellent service way after the
the head. I really didn’t know how many sale. We are working for customers for LIFE……. not just
recyclers also own an independent car lot a one-time shot.”
where they sell used or what I call “pre- You do not have to say my words exactly, unless they fit
owned” vehicles. I know lots of them sell “repairables,” your customer’s concerns. Basically with FEEL, FELT and
but here I am, after more than 40 years of training Chevrolet FOUND, you’re establishing a rapport with the customer
dealers in the United States, learning something new. Yes, so you can easily navigate any objections they might
and adding to my resume, I have also trained every BMW have. You’ve heard their objections and will use those
store in the UK and spoken in Australia to over 7,000 car objections when customizing wording that matches their
dealers, teaching them how to take the customer from specific concerns. Before you know it, you’ll be using the
their living room to the dealer’s showroom.
FEEL, FELT and FOUND technique with ease, and you’ll
The night of the URG Scholarship auction held at the sound natural too.
House of Blues, I could not believe what people were If after reading this article, you FEEL I can help, don’t
paying for a copy of one of my last books on “How to Sell hesitate to contact me. Even though I’m in my early 70’s,
a Used Car in the Todays Market.” The URG people are I have FELT that the last 40 years’ experience with Phone
always quite generous and the proceeds of that book sale Logic training helped me so much because I’ve FOUND
went to give others a huge “leg up”.
that “You can’t do today’s business with yesterday’s
Training really doesn’t stop in a successful industry. That’s thinking”. Without a doubt, I still tell counter sales people
why all of us need to be at ARA’s 78th Annual Convention & to tell the truth, no matter what. You don’t have the item in
Expo being held in Dallas, Texas on November 10th -13th. stock, tell them you don’t. It’s always easier to remember
To continue improving, recyclers who want to get better the truth then remember what you thought you told them.
and improve their bottom line will be those same people Since I’ve learned a lot, I want to pass along more helpful
who attend ARA in November. They want to hear what information to you. First, listen to URG-on-the-Go Podcast.
successful recycling yards are doing now in this market.
You can find it anywhere you get your podcasts, and it’s
While I was at the URG conference in August, I learned a lot. chocked full of tidbits to help your business. Second, if
One thing I want to do is go back and give away all my training you need more help, call me on my cell at 770-301-4122
on YouTube. Yes, there are lots of FREE training on that platform about training your people. Third, I am hopeful that I’ll
and from now on, during the URG podcasts every week, I will see you at the ARA Convention & Expo in November.
reveal tips to help you and your fellow recyclers to sell more. Remember successful people keep on learning. Fourth,
become a member of your state association because it’s
That brings an old sales technique to mind.
a “must-do” for anyone with our industry. As a life-time
Can you remember the FEEL, FELT, and FOUND technique?
member of ARA, I am proud to have been around so many
You can literally turn anyone around with FEEL, FELT
successful and caring business people. Not every industry
and FOUND. Our counter or selling person dealing
can say that. Again, if you’re not a member of your state
with repairables can use these words. To move the sale
association or ARA, start today. You’ll be glad you did.
along, you can say, “I know how you FEEL. I once had
a customer say those same words. But after I listened to See you next time.
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Hitting a Wall By Becca Skowyra
As we celebrated Labor Day recently,
I couldn’t help but think that some of
these people celebrating Labor Day aren’t
actually working… so what is there to
celebrate?! But for those actually working,
most of which have had to work overtime
just to compensate, they certainly enjoyed
and deserved the celebration!
It’s no surprise that there is a desperate need for employees
in just about every industry. I keep hearing about how
burnt-out people are, from both the business owners and
their employees.
It is not so much that they are “burnt out” in means of
boredom or in need of a career change (because none of
this burn out would have happened if it weren’t for our
current circumstances)… but they’re burnt out because
they are exhausted. Many of the employees are working
overtime to compensate for the lack of help. And many
business owners are doing jobs within the company that
they haven’t had to do in years, sometimes decades. They
are spending so much emotional/mental and physical
energy on things that they didn’t need to spend as much
energy on before… For many, it’s like they’re just starting
from scratch all over again.
For a lot of the business owners, this employee shortage
has prevented them from expanding and for some, they
have even lost business. So of course they are burnt
out, hitting a wall and feel like they are unable to move
forward. Hitting this wall can be devastating because
some of these businesses were just starting to see success!
We all know success doesn’t happen overnight, so just as
they began to see the light at the end of the tunnel- it got
turned off.
For these businesses and the people behind them, it’s
certainly painful hitting that wall.. So in times like these,
they have a choice to make. Some will choose to turn

their power down and go back. They have defeated
themselves in their minds and they said “I can’t do it, I
give up”…
But then there’s a small number of people that when they
hit that wall they think to themselves ”wait a minute…
I’m supposed to be on the other side of this wall!”, this
small number of people refuse to be denied. They refuse
to pay attention to the pain that comes with the struggle.
They keep hitting this wall again, again, and again and
eventually they break through. This tenacity is what gets
people to succeed.
Unfortunately for now, we live in a society where we
are incentivized to remain unemployed, and where we
almost encourage defeat… we focus so much on “do
what makes you comfortable” or “why struggle when
you don’t have to”. I believe this is a major contributing
factor to the employment issues. As a society, we are
getting far too comfortable not challenging ourselves,
that nothing is motivating the unmotivated. We make it
too easy to not have to work. It almost seems as though
we discourage hard work, discipline and perseverance.
So, it’s no wonder why we are in the circumstances we
are in.
I am hoping that sooner rather than later, people will no
longer be “incentivized to remain unemployed”, and that
these businesses that are struggling to stay afloat because
of it, will be successful again. Burn out/hitting the wall is
only temporary. I can’t say for sure that I know what is
still causing this employee shortage, I have my thoughts,
but I can’t imagine it can continue on forever.
So, for the businesses that are struggling to keep their
doors open, just remember how far you have come.
You’ve achieved success before, you can achieve it again.
This madness is temporary. When you’re exhausted from
having to pick up the slack, just remember to keep hitting
that wall and eventually you will break through.

GIVE US A CALL TODAY!
The Recore Trading Company team is always
looking 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. If you’ve been
thinking about calling us, why not call today!
4 Bridle Bridge Rd, Hudson, NH

603-437-3000
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Risk Tolerance
By Ami Kassar, CEO

MultiFunding.com, @amikassar

Given the unsettled business, political
and social landscapes, it’s not surprising
that many of our risk tolerances have
shifted in a more conservative direction.
Whether that’s permanent or just
temporary is still to be determined, but
risk tolerance plays a huge role in how
we run our businesses.
As entrepreneurs, we all have varying risk tolerances
and that tolerance changes over time - even when not
pandemic-driven - depending on a variety of factors. Yet
have you ever taken a look into your risk tolerance? Not
to mention, what drives it? If not, you should.
There tend to be three primary influences when it comes
to risk tolerance.
First, how bullish are you about your business? If you’re
thinking favorably about your future prospects, you’re
more likely to take risks that will help grow your business.
Conversely, if you have worries about the months and
years ahead, your interest in risk-taking is likely to be
minimal.
Second, how do you feel about what’s happening in the
world these days? Optimists convinced that normality or a new normal -- is around the corner see pandemiccaused disruption as an opportunity for growth. But
pessimists who believe things may still get worse (or hold
course for a while) probably just want to stay hunkered
down for now.
Third, where does your personal financial situation
stand? Some feel a rush when they put everything on the
line. More conservative folks will want to protect their
assets. Plus, there are plenty of people with a diminished
financial condition these days.
Remember, there are no wrong answers, so honestly ask
yourself what’s driving your mindset today.
In my day-to-day dealings, I talk to a lot of business
owners and recently surveyed a group about whether
their risk tolerate was higher or lower now compared to
before Covid-19.
The results were concerning: It seems that many of us have
lost our mojo. Too many of us have become directionless.
Many of you reading this are longtime entrepreneurs who
started their companies (or multiple companies) many
years ago. I want you to think back to those days.

Do you remember your naïveté, determination, stubbornness
and willingness to put it all on the line? Do you remember
people telling you that you weren’t going to succeed - and
simply ignoring them and succeeding anyway? Do you
remember the long hours you put into your company to
get things off the ground? Did you do things like finance
the company via your personal credit card? If you did,
you’re far from alone.
Some of you might long for those days again, while
others are shuddering at the mere thought of that time.
But whatever your emotions are now, that time was real and vital to your current success.
The challenge we now face is to reignite the
entrepreneurial flame we had when we started.
That will enable us to re-emerge better and more robust
than we were before March 2020. We need to lead with
the same guts and -- in many cases -- foolishness as when
we started.
There has to be some level of risk we all take. Therefore,
we have to embrace all of the unknowns and uncertainties
in today’s world. We must be determined that we are right
-- even though, deep down, we know that we possibly
might not be.
So, how do you get your mojo working again? That might
require a deep inner conversation.
Or maybe you need to find a young entrepreneur to
mentor. You can do that via a pitch competition found
online or in your community. Go and listen and absorb
the ideas and the energy.
Then offer a helping hand. Remember that students
sometimes are our best teachers by reminding us of
what’s important in the first place. And they often have
the energy that jaded professionals lack.
Ami Kassar, founder and CEO of MultiFunding and author
of The Growth Dilemma, has earned a national reputation
as a thought leader in business finance.
An in-demand speaker and trusted advisor to growthfocused business leaders, Ami has helped thousands of
business owners achieve ambitious growth goals through
creative and personalized funding solutions. His work
has helped create tens of thousands of jobs.

Pay for Performance – Learn to Lead, Manage & Inspire or Close
By Ron Sturgeon
I often hear theories about why pay for
performance doesn’t work in the auto
recycling business. In my 25+ years of
consulting, I’ve heard more reasons than
I can count. In that same 25 years, I can
honestly say that I haven’t seen any yard do
it that didn’t get large increases in both sales
and profits while paying their staff more.
Over the years, I’ve heard many operators say they just
couldn’t do it. Sadly, most of them are gone.
I am one of the “old timers”, that saw gross margins of
90% and costs of goods of 10% move to gross margins of
45% and costs of goods of 55%. Imagine, at one time, for
every dollar you spent on cars, you got ten dollars in sales.
Spend $20,000, and get $200,000 in sales. Those are real
numbers from 1980. Today, for every $5,500 in purchases,
you will get $10,000 in sales if you are handling late
model cars.
This article is about that compression in costs and profits,
and how we have evolved and survived in a business that
is far different from what it was in 1980.
Making the change to pay for performance takes guts and
perseverance but it is worth it.
Some of the pros and cons of pay for performance.
Salespeople
PRO - Sales will go up. When I first introduced sales
commissions, many of my salespeople were anxious.
Over a 90-day period in 1985, our sales (which had never
been above $100k in a month), went to $140k the second
month and doubled to $200k in month 3. We had 7 sales
persons, and 3 of them had left (the ones that couldn’t
sell enough to make their prior salary). In those days,
everyone made at least $700 per week, regardless of what
they sold. All made considerably more, and I didn’t care!
Our percentage of returns did not change after we moved
to pay for performance.
CON - Sales persons sell things that only benefit them,
for prices that make the product move. Well, yes, of
course, if you let them. This isn’t a pay-for-performance
comment; it’s a lack-of-management issue. In the old days,
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we let the salesperson guess or rely on their intuition to
set prices. Today, YOU have to set prices and hold people
accountable.
Dismantlers
PRO - When we started paying by the car, production
increased 80%. We designed the plan where our
dismantlers made a fair amount per car (much less than
our unit cost under our old plan), and they dramatically
increased the number of cars they processed. Forty percent
of the dismantlers quit, but the ones who stayed zoomed
to $900 per week, double what they had been making.
They loved it.
CON - Quality will suffer. Of course, it did. For a month.
Then we did what leaders do. We instituted a penalty if
parts were damaged. They hated it, but we explained why
quality was important, and we bought another forklift, so
our dismantlers didn’t have to wait to use one, and we
built carts and equipment that made storing, moving and
stocking the parts faster and reduced the chance of them
getting damaged. The ones that stayed were in love with
the new compensation program.
Delivery Drivers
PRO - When you pay by the stop, you get more stops. This
was in the mid-1990s.
CON - Drivers will be rude and damage parts, and not be
willing to wait at the customer’s shop. Again, we installed
measures to prevent these things from happening. We had
different rates for different routes because some routes had
more traffic or windshield time than others. The staff loved
it. If they finished all their deliveries, they got to go home
early, and if they had enough parts to work them for the
full day, they made a LOT more money. This one is far
from anecdotal. When Ford bought my yard, I had pay per
stop, but none of the other 25 locations that Ford owned
did. I was asked to roll it out to the rest. After almost a year,
the task was complete. The jury was in! Average stops per
driver at 24 locations, 22 per day. At the one location in
Detroit, where the union would not allow pay by the stop,
it was 13.
The increased productivity and revenue that pay for
continued on page 6

OUR DOCK IS OPEN
Our dock is open

7:30 AM to 4:00 PM
Monday through Friday
Drop off with professional buyers available for

immediate payment.

6

Pay for Performance – Learn to Lead, Manage & Inspire or Close

continued from page 5
performance produces has been documented over and
over. It’s the only way to go. I wish I had kept the charts
and math from all my clients.
Some have suggested that you must learn how to motivate
and reward people without pay for performance, and
then you can get the same results. Nothing could be
further from the truth, at least in our industry. The shift to
performance-based pay is just one more change that has
come to our industry, and must be done IN ADDITION to
proper leadership.
To find and keep great employees, you must:
• Recognize and reward people for doing a great job.
• Offer fair compensation (Pay for performance will pay
your people more than the normal rate, allowing you to
attract the best employees)
• Make your employees feel relevant and appreciated.
• Provide training, resources, tools and whatever else
they need to be their best.
A deal isn’t always a deal - You should be continually fine
tuning your programs, especially sales programs, to get the
best results. When you couple those changes with good
leadership and treat everyone like a king or a queen, you
will indeed have a loyal crew. These insights are based on
my own experiences implementing pay for performance
with a company that grew dramatically year over year and
from my consulting experience helping dozens of clients
achieve similar results. There simply isn’t any other way
to overcome the margin loss and price compaction we’ve
endured over the last 40 years.
Get off the nickel. I am astounded when I get a consulting
assignment and the yard is on its knees about to close,
but the owner is still paying salaries to salespersons for

mediocre results. In fact, many times the owner has
stopped drawing a check so he can still make payroll.
Recognize your responsibility. For every employee you
have there is probably a child and a spouse. Triple your
head count. That’s how many people are really counting
on you to do the right thing and keep the business open
and profitable. Of course, it’s hard. That’s why many don’t
make this needed change and eventually get to the bottom
of the hill. Remember, coasting will only get you to one
place: the bottom of the hill.
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
businesspeople. He is an expert in helping small business
owners set the right business strategies, implement payfor- performance, and find new customers on the web.
Ron’s upcoming and last book is titled Homeless to $100
Million. He has been giving business advice for years, but
he has 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.

CATALYTIC CONVERTER
EXPERTISE
Recore Trading Company has
over 31 years of assay based
knowledge to group similar
metal content converters together.
and process them that way for
maximum return. Additionally, our
in-house constant reassaying of
individual converters keeps their
prices up.

Still Building the Best Selling
High Speed Car Crushers and
Baler Loggers in the Industry
Email service@overbuilt.com
or call 605-352-6469

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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Laughter is the Best Medicine
$800 And A Wife
A man is getting into the shower just as
his wife is finishing up her shower, when
the doorbell rings.
The wife quickly wraps herself in a
towel and runs downstairs.
When she opens the door, there stands
Bob, the next-door neighbor.
Before she says a word, Bob says, ‘I’ll give you $800 to
drop that towel.’
After thinking for a moment, the woman drops her towel
and stands naked in front of Bob, after a few seconds, Bob
hands her $800 and leaves.
The woman wraps back up in the towel and goes back
upstairs.
When she gets to the bathroom, her husband asks,
‘Who was that?’
‘It was Bob the next door neighbor,’ she replies.
‘Great,’ the husband says, ‘did he say anything about the
$800 he owes me?’
Moral of the story:
If you share critical information pertaining to credit and
risk with in time, you may be in a position to prevent
avoidable exposure.”
I need a Push
A man and his wife were awakened at
3:00 am by a loud pounding on the door.
The man gets up and goes to the door
where a drunken stranger, standing in the
pouring rain, is asking for a push.
“Not a chance,” says the husband, “It is
3:00 in the morning!” He slams the door
and returns to bed.
“Who was that?” asked his wife.
“Just some drunk guy asking for a push,” he answers.
“Did you help him?” she asks.

“No, I did not, it is 3:00 in the morning and it is pouring
rain out there!”
“Well, you have a short memory,” says his wife. “Can’t
you remember about three months ago when we broke
down, and those two guys helped us?
I think you should help him, and you should be ashamed
of yourself!”
The man does as he is told, gets dressed, and goes out
into the pounding rain.
He calls out into the dark, “Hello, are you still there?”
“Yes,” comes back the answer.
“Do you still need a push?” calls out the husband.
“Yes, please!” comes the reply from the dark.
“Where are you?” asks the husband.
“Over here on the swing,” replied the drunk.
“Oh Jesus Christ, ye thick sod, take the No. 14 and we’ll
walk from the roundabout”.
Mick & Paddy
Two Irishman, Mick and Paddy
were walking home from the pub
after drinking late one night.
Mick says to Paddy, “I can’t be
bothered to walk all that way.”
“I know,” says Paddy, “But we’ve
no money for a cab and we’ve
missed the last bus home.”
“We could steal a bus from the depot,” Mick suggests.
They arrive at the bus depot and Mick tells Paddy to go in
and get a bus while he keeps a look-out…
After shuffling around for ages, Mick shouts, “Paddy, what
are you doing? Have you not found one yet?”
Paddy shouts back, “I can’t find a No. 91…”
“Oh Jesus Christ, ye thick sod, take the No. 14 and we’ll
walk from the roundabout”.
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