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It is a simple supply and demand situation. We have been 
through this before and we will go through it again. As far 
as scrap converter values are concerned, it is very difficult 
to predict but many in the industry feel converter prices will 
remain relatively strong. There will be minor fluctuations 
over the next few years, but converters should remain a 
strong source of income for the recycler. 
Converter theft continues to be a big problem nationwide. 
This has gotten the attention of both trade organizations and 
legislators who are working together as you read this to make 
new laws regarding how we conduct converter business. As 
you would expect, new regulations are in the works and 
are close to realization. There has been a lot of talk about 
the need to be a licensed recycler to be able to sell or buy 
converters. Most feel this type of regulation will probably 
not pass. The regulation which is more likely to come down 
is the requirement that all converters must be paid for by 
check after a holding period. Cash purchases will be strictly 
outlawed! The laws are most certainly aimed at stopping the 
thieves and eliminating the many converter cash sales going 
on in Walmart parking lots. When the new laws come out, 
I will report them.
At Recore, our concern is more with the smaller producers 
who sell at our door. We do everything we can to ensure 
that we know who is selling us what. Yes, we buy from 
many collectors and for the most part they are honest, hard 
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Precious Metals 
Conference
By Don Belisle, Sr.
As I write this column, I have just 
returned from the annual precious 
metals conference in Reno, NV. This 
is a gathering of many of the biggest 
players in the business. Jon Ingalls, 
Recore’s manager, and I attended 

every presentation that related to the recycling of catalytic 
converters. 
Here are a few of our takeaways:
With the rise in recent years of the price of PD over the 
price of PT and the increased requirements of the volumes 
of metals to meet emission standards, the converter 
manufacturers are looking to make converters as cost 
efficient as possible. Remember that PT and PD will both 
have the same chemical reaction with exhaust gasses, but 
they just require somewhat different quantities and metal 
placement in the converter. The first switch began about 
fifteen years ago when PT was the primary metal used in 
the manufacture of converters. As the price difference grew 
between the metals, with PT being the higher priced, the 
manufacturers decided to switch to using PD as the primary 
metal and save themselves some money while still meeting 
emission standards. This process has continued today where 
PD is now twice as expensive as PT!  So, the obvious solution 
is in the works as the manufacturers are gearing up to switch 
back to PT as the primary metal used in the manufacture of 
new converters. This process will be gradual over the next 
few years. What we can expect as the demand switches is 
for the price of PT to increase and the price of PD to drop. 
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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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working people like you and me. However, over the years, 
on more than one occasion we have been instrumental in 
catching thieves who were stealing converters from their 
local salvage yard which, in some cases, was their employer! 
Anyone selling at our door must produce a picture ID every 
time they sell to us. We then put the PO number on the 
converter which ties the ID to the person and the converter. 
Our security cameras also capture the entire transaction 
which includes the number plate on their vehicle. Our job 
is to protect the salvage yard. They are our suppliers and we 
want to work with them - NOT with the thieves. 

Single Cat Assays
Over the years, we have done thousands of single cat assays. 
These results are what keep us all informed as far as what 
the individual converters are worth. If any of you have a very 
new/specialty or oddball converter that we have not seen 
before we offer a (free) single cat assay. We will assay the 
converter and tell you exactly what it contains and what it 
is worth. We will then send you payment along with the 
information. Several of our suppliers who deal in specialty 
type vehicles have used this service to give them great 
information going forward.

Precious Metals Conference   Continued from Page 1

Hopefully, everyone has read the 
Automotive Recycling Magazine for July 
– August 2021.  Featured on the cover of 
that publication was my friend, Amber 
Kendrick, and you will see why she was.  
Amber is the owner of Pete’s Auto Parts in 
Michigan. 

I was also glad to see Janice Schroder, the VP of Marketing 
at Car-part.com.  She is a fantastic person and leader.  All 
of us can be proud of what Janice and her family have 
accomplished for this industry. 
There were lots of others like all the three past presidents 
of ARA who were also women.  Ginny Whelan, who was 
the first President of ARA.  Sandy Blalock was the second, 
and Linda Pitman was the third President of ARA.  Soon 
to be the 4th women President of ARA in 2022-2023 is 
Shan McMillion, owner of Cocoa Auto Salvage, in Florida.  
Shan’s article on Page 4 of that same edition is wonderful, 
and you need to read it if you have not. 
While thinking about the significant impact that women 
have made on this industry, I made another list of those I 
feel who have also contributed and deserve recognition.  
Our thank you is overdue to the following women who 
have given so much of their time, energy, and talent.  
Additionally, it is also through the efforts of these ladies 
that we have gotten better at what we do.  I certainly 
cannot list all the women from the industry in this article, 
so I’ll list a few in no special order.
For the last 25 years, Barbara Utter has served as the 
Executive Director of ARM (Auto Recyclers of Michigan) 
and replaced her husband at the helm of ARM upon his 
passing.  Watching her husband manage ARM, Barbara 
stepped in, and the association has done very well since she 
took over.  She has proven that obstacles are opportunities 
to make oneself better.  If you know her personally, you 
will probably agree that she is one of the finest people 
anyone could ever meet.
Another woman who deserves recognition is Marie 
Nordstrom, the mother of Shannon and wife of Art 
Nordstrom.  As the matriarch of the Nordstrom group of 
business, Marie and Art started Nordstrom Auto Parts in 
1969.  It was the same agenda every day...milk cows in the 
morning and sell parts in the afternoon.  Tenacious efforts 
by the Nordstrom team have now created a “state-of-the-

Other Women in the Industry  By  D.J. Harrington
art” recycling center in Garretson, South Dakota. 
I certainly cannot omit adding Fran Reitman to my list.  
Reitman Auto Parts & Sales Inc. is in Melbourne, Kentucky.  
Fran and her late husband, Randy (also a Past President 
of ARA) helped many people in our industry grow as 
recyclers and being a better person.  I am a more caring 
person because I have a friend in Fran Reitman. 
As the Past President of FIADA and owner of Rigsby Auto 
Parts of Zephyrhills, Florida, Rachel Rigsby-Lare showed 
us how one can create a growing business with barely 
used parts. Wonderful things happen at “IT” Conventions, 
and that is where I met another talented woman.  Since we 
have so many veterans at those conventions, Bill Weaver 
needed someone to sing, “God Bless America.” Rachel 
had graduated from Juilliard with a voice degree.  Rachel 
commanded everyone’s attention with a voice like Celine 
Dion. Even though she runs a wonderful business, Rachel 
maintains a full voice studio in her home.  Sometime soon, 
ARA should take advantage of Rachel’s singing talent and 
have her warmup the convention.  
How about this woman who has a sales and training 
background?  Theresa Colbert.  Theresa is a sales and 
training specialist with Car-part.com.  Not only does 
Theresa know sales and training, but she is a wonderful 
speaker who writes for our trade papers.  I learn something 
every time she speaks. Finding the correct product to fit 
each customer’s needs and making sure they’re trained to 
use it is Theresa’s goal.
Kelly Roepke.  Kelly is the President of Y-Yard Auto & Truck.  
With over sixty acres to work from in Effingham, Illinois, 
Y-Yard has a massive inventory to help their customers.  
With all that inventory, I doubt they get many calls for 
something they do not have.  Y-Yard is blessed to have 
Kelly leading their business.
Marcy King of Rebuilders Automotive Supply is another 
woman that I must mention.  Back in 1983, Marcy and her 
husband, Steve joined the leadership team at Rebuilders.  
They do a thorough job collaborating with customers. If 
you have dealt with the team at “R.A.S.,” you have dealt 
with Marcy. 
Lisa Jordan.  Jordan Auto Parts began in 1986 in Dilliner, 
Pennsylvania. Their business started with 2 salvage trucks, 
a small pole building and a dream.  Today, Lisa, her 

continued on page 3
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How do you sell your converters? Who 
are you selling your converters to? Are you 
paying attention to the market? These are 
all questions you should be asking yourself.  
No matter if you are new to this industry 
or not, asking yourself those questions and 
having a good understanding of the answers, 
is crucial.

When you ask yourself, “how am I selling my converters?”, 
you want to know, am I selling by the piece, or am I selling 
based on assay etc… which way is the best for me? We 
always encourage selling based on assay if you can, 
however we realize that isn’t possible for everyone. At 
Recore, we have a great mix of yards that sell per piece 
and by assay. As many of you know, when you sell to us 
based on assay, we pay per piece up front and then your 
assay payment is ready within 7-10 days. But for yards 
that can’t sell based on assay, we wanted to make sure we 
could give them the most accurate per piece pricing.  In 
order to do so, we have done individual assays in house 
of every type of converter that we’ve seen.“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.” - Don Belisle Sr, Recore Trading 
October 2021 article.  So whether you have to sell by the 
piece, or by assay, Recore makes it possible to get the most 
accurate and highest pricing per piece or initial grade. 
“Who am I selling to?” This is also important.  We get 
calls all the time from yards all over the country who 
have not been selling directly to the processor.  A mistake 
some people are learning the hard way.  We have been 
spoiled with the Platinum Group Metals (PGM) market, 
so a lot of “Johnny-come-lately” converter buyers have 
been out in full force, claiming to offer the best pricing 
etc.  But you need to ask yourself- what are they doing 
with my converters once I sell it to them?  Do they have 
their own processing center? Lab? Ask to see it! Majority 
(if not all) of the time, the “Johnny-come-lately” buyers 

“What Am I Doing?!” By Becca Skowyra
don’t have any of those. They just buy your converters, 
go to the next yard, buy those converters, then the next 
one and so on… but then they have to sell all of them to 
a processor.  In summary, they are making the money you 
should have made.  Think about it this way- you want to 
sell a converter, why sell it to someone who then has to 
sell to someone else? Doesn’t it make more sense to just 
sell direct? Why add another person to the mix if you don’t 
have to!  At Recore, WE ARE the processor, we are your 
one stop shop. We do everything in house, de-canning, 
milling, sampling and lab analysis of any size lot! Come 
see it for yourself! It doesn’t matter if you have 1 converter 
or 1,000 converters, we welcome the opportunity to earn 
your business. We eliminate the middleman, so you can 
maximize your profit.
“Am I paying attention to the market?” This is critical yet 
complicated. It is important to pay attention to Platinum 
Group Metals (PGM) market, Platinum (Pt), Palladium 
(Pd) and Rhodium (Rh).  While Rh is the most valuable 
precious metal, Pd is the primary precious metal used in 
converters.  Rh has a specific duty in catalytic converters 
and we see it in all converters; however, there is typically 
7 to 20 times as much Pd as Rh.  So I will be focusing 
on Pd for the moment.  As many of you are aware, there 
was a “drop” in mid September. As I write this, Pd has 
plateaued, slightly increasing. With that being said, it 
is good to keep perspective- just a couple of years ago 
everyone was ecstatic over the record breaking prices of 
Pd being at $1,800-$1,900. However over the past couple 
of years, we have been spoiled, with Pd reaching as high 
as $2,890.00. So recently when Pd fell to $1,800- $1,900, 
we were “disappointed” to say it politely.  But let’s go back 
to paying attention to the market- what you were getting 
for your converters in August is not what you were getting 
in late September.  That was across the board for everyone. 
So it is important to know/remember that the PGM 
market dictates the price of converters. At Recore, we are 
watching the market all day everyday. We keep everyone 
up to date when there is an increase and a drop.  We want 
to keep you “in the know” so there are no surprises. We 
have built our reputation on honesty, dependability, and 
trust. We know every single penny matters, so we treat 
our customers the way we would want to be treated.  We 
aren’t happy unless you are happy.

husband, Dave, and family have a “state-of-the-art” recycling 
facility on 70 acres with 8,000 vehicles and a 23,000 sq. 
ft. warehouse, complete with 10 dismantling bays and 36 
employees.  Lisa is a visionary with a great family.  
I certainly cannot forget Pat Finnell.  Many may remember 
Pat from her Parts Finder days.  For the past ten years, Pat 
served as the Editor of the Recore Newsletter, a monthly 
publication.  All who know Pat have had their lives enriched 
by her soft spoken and caring leadership in the industry.  I 
sure have.

Last, but certainly not least, Amanda Zmolek is an industry 
relations analyst for Copart.  A loyal friend to all in the 
industry, Amanda writes for the Toolbox Magazine and 
other trade papers.  As a staple in our industry, Amanda 
never misses a show or convention.  
There are so many women to be recognized for their 
addition to our industry, but I must close.  Many thanks go 
to these women who are leading our industry.  
See you next time.

Other Women in the Industry  Continued from Page 2
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When we’re counting our blessings this Thanksgiving, work 
will probably not make the list for most of us. If we think 
about it at all, the only association we’ll draw between 
Thanksgiving and the workplace is to be thankful for the 
time off that the holiday allows. Certainly, compared to the 
far more important things that we’ll give thanks for—our 
families and friends, our health, our overall well being—
work seems like a distant part of our lives.

Yet it’s worth noting that the origins of Thanksgiving are 
rooted in work. In its earliest incarnations, it was a day 
to celebrate the hard-earned bounty of the harvest. And 
the very first Thanksgiving feast in America came about 
when the Pilgrims wanted to express their gratitude to 
the Wampanoag Native Americans who had helped them 
survive their first year in their new home. So in a very 
real sense, the tradition of Thanksgiving began as a way 
of celebrating the timeless workplace values of hard work 
and cooperation.

There’s no better time, then, to consider what we’re 
grateful for at work. We put the question to Performance & 
Profits readers, and here’s what they said made them most 
thankful at work:

First on the list was “the professional satisfaction it provides 
me.” This is an appropriate topic for Thanksgiving, since 
the satisfaction of a job well done is a sentiment that the 
hard-working Pilgrims would surely have identified with. 
There is perhaps no more lasting source of pleasure than 
the inner fulfillment that comes from the feeling that one 
has done one’s best.

It comes as no surprise that “my co-workers” came in 
second. Personal relationships play an important role 
in our happiness at work. Indeed, for many of us, the 
workplace is where we form some of our closest and most 
enduring friendships. Having friends at work helps us deal 
with job stress and gives us a wider perspective on our 
lives inside and outside the office. Interoffice friendships 
are beneficial from the organization’s perspective as well, 
according to Tom Rath. In his book Vital Friends (Gallup 
Press, 2006), Rath finds that people who have a best 
friend in their workplace are seven times more likely to be 
engaged in their work, and they’re also more likely to have 

satisfied customers and to innovate and share new ideas.

Based on years of research by Gallup, Vital Friends 
also reports that when asked if they would rather have 
a 10% pay raise or a close friend at work, respondents 
overwhelmingly chose the close friend. That’s a powerful 
testimonial to the priority that we place on friendship 
in the workplace. Yet how many workplaces encourage 
employees to befriend each other, aside from throwing the 
occasional obligatory office party?

Of course, there’s really only so much an organization 
can do to promote friendship in the workplace; ultimately, 
people become friends for reasons of their own. Many 
workplaces also are reluctant to encourage personal 
relationships—even nonromantic ones—for fear of the 
messy situations that such relationships can provoke.

Yet it may be worthwhile for organizations to take that risk, 
for friendships can facilitate professional development and 
learning, as the Human Resource Institute’s Jo Averill-Snell 
points out in her article “The Virtues of Informal Learning.” 
They can also help reduce turnover and boost productivity, 
according to Rath.

“My boss” ranked third on the list. Almost as important 
as feeling good about the kind of work we do is feeling 
good about the person we do it for. Contrary to popular 
opinion, it doesn’t take much to earn the thanks of the 
people who report to you—show them that you’re grateful 
for their efforts, and they’ll repay the gratitude.

On the other end of the scale, it’s both challenging and 
encouraging to find that among the choices, “my salary” 
ranked lowest. Challenging, because salary is the easiest 
tool to use for organizations who are trying to increase 
their employee’s satisfaction and earn their gratitude. 
Encouraging, because if money was the only thing that 
secured gratitude, work would be hollow.

As our poll illustrates, we come to work for much more 
profound reasons than a paycheck—a point for which we 
should all be thankful.   Are you unsatisfied with your job 
or your role at work? Learn how to find your passion and 
be happy at work with this free AMA webcast.

About The Author(s)

American Management Association is a world leader 
in professional development, advancing the skills of 
individuals to drive business success. AMA’s approach to 
improving performance combines experiential learning—
“learning through doing”—with opportunities for ongoing 
professional growth at every step of one’s career journey. 
AMA supports the goals of individuals and organizations 
through a complete range of products and services, 
including seminars, Webcasts and podcasts, conferences, 
corporate and government solutions, business books and 
research.

Thanksgiving at Work  
By AMA Staff  Jan 24, 2019
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Has the Money Truck Hit You? LKQ and Other Consolidators are Out There 
By Ron Sturgeon

Over the last 20 years, I have consulted 
for and watched as my friends and myself 
sold out to the consolidators. I’ve also given 
presentations at ARA conventions on what 
the consolidators are looking for and how to 
value your yard. At this year’s ARA convention 
in Dallas on November 12th, Friday, at noon, 
I am speaking on “Succession, Sales and 

Yard Valuation.” I hope you can attend. Here’s a summary 
of my presentation:
All of us are getting older and it’s happening at the same 
rate! Eventually, it will be time to hand your auto recycling 
operation to the kids, or sell it to them, or sell it to others. 
How do we value all this blood, sweat and tears? The 
trickiest thing is the inventory value, but there are many 
other factors to consider, including tax consequences. 
Also, if you don’t have kids or obvious buyers, how do 
you find a buyer, and what can you expect to get from the 
sale of your business? Finally, how do you prepare so that 
you maximize your return and minimize taxes? 
ABOUT THAT MONEY TRUCK!
What is the money truck? In the investment world, it’s the 
moment when the bank wire comes. YOU’VE CLOSED! 
Getting to the point when it is time to back up and unload 
the money truck is arduous, but, when you do, suddenly 
all the things you were arguing and negotiating for don’t 
seem to matter so much. You didn’t get the $200,000 back 
that you just spent on the new loader, but you did get 
$350,000 for the equipment you bought 20 years ago. Let’s 
keep it real. That new loader was only worth that to you 
and maybe to the operator. And now that you’ve closed, 
you smile and say to yourself that most of the equipment 
was pretty worn and you couldn’t have hoped to sell it for 
the amount you fought for. 
How do you make the decision to start down the sales 
path? Will you give the kids some of the money? If you 
have no kids, the decision is much easier. You’ve been 
busting your ass for 20 years or more, and frankly, you’re 
tired, but you still love what you do. Most yards haven’t 
been tremendously profitable in any given year, but over 
time, the yards have made a small fortune. If you were a 
consulting client of mine, I advised you to invest and not 

to put all your eggs in one basket. Hopefully, even if you 
were not, that’s what you did. 
Of course, the single biggest part of selling the business 
is determining what the sale price should be. Sellers 
always say “Oh, that’s not enough,” and yet, if a fortune 
teller had told you last year that you were going to come 
into millions, maybe tens of millions, you would have 
scoffed, right? But it’s real. This could happen. Perhaps 
you are saying to yourself “Why should I sell now? I’m 
doing well, and the money is good.” Many yard owners 
are making (and paying taxes on) incomes from $500k to 
millions. They are doing quite well, thank you. A potential 
buyer comes along and says the place is worth about 4- 
or 5-times earnings. You think they’re crazy! You can just 
work 4 or 5 more years and have that. Well, just pause. 
Take a deep breath. Let’s talk about the MONEY TRUCK. 
On the morning you wake up, maybe in your 50’s, and you 
check your bank balance: $6 million dollars. You just stare. 
How can this be true? Screw the new loader, momma and 
me are going on a cruise. YOU WON’T BELIEVE HOW 
YOU FEEL, AND YOU WILL HAVE A NEW FOCUS! 
I sold to Ford in 1999 for $14.1 million and paid off all 
those hungry lenders. I was 48. Many would have gone 
home, but I had a lot of energy and was very competitive. 
Now I wanted to make money, not run a salvage yard. With 
$10 million, after paying off lenders and losing $1million 
in the stock market, (never again will I do that!), at a 75% 
loan-to-value, you can control $40 million of real estate. I 
am stupid. I laid it on the line, borrowing against it to start 
down the new road. 
Oh, and I’ll be cashing those $12,500 rent checks for the 
land, it wasn’t in the sale price and they didn’t want to 
own it. 
Now I am a landlord. Not buying and selling, just renting. 
In ten or 15 years, it will double in value. Do the math. 
Now, let’s keep it real, right? When were you going to ever 
have $40 MILLION OR $80 MILLION? Huh? That can’t be 
right, can it? How many more years will you need to work 
at the yard to make that? How much will the yard be worth 
in 10-15 years? Is that what you want to do for 15 more 
years? Or, er, er, just 5. 

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. 

continued on page 6
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Pay for Performance – Learn to Lead, Manage & Inspire or Close 
continued from page 5
On this morning, with $6 million in the bank, you will go in 
and start inventorying cars and helping the buyer. It’s going 
to be the same, right? Nope. Never again. You’re bright, 
and with lots of life left in you. If you’re a fool for work 
like I am, go open or invest in a few businesses. Mentor. 
Take momma on a cruise. (The food is quite good). Tell 
him, momma, you are ready to pack! Tear this article out 
and show it to him. When you were building your yard, he 
wouldn’t even take one whole weekend off. 
How did it go? Today, I have more than 1,500 tenants 
paying rent, including 9 salvage yards. I’m 68 years young. 
And maybe, just a little slowing down, with the best girl 
in town. Headed on an around the world cruise, our 275th 
trip. We’re keeping it real, right? It wasn’t going to happen 
running the yard. And by the way, now you have a new 
problem. Are really going to leave the kids all that money?
The money truck has hit you or it may soon if that’s the 
right decision for you. 
Your head is clear, and you are off on to your next adventure! 
This one will be different; you won’t worry about how to 
pay the auction next week ever again. (See quotes from 
sellers below)
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 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.
Quotes from sellers:
“LKQ was the best business decision of my life. Over 2 
decades ago I was approached by both Ford and LKQ. I 
liked the business model that LKQ had developed with 
much more growth potential for my business and my 
investment.
I took a large portion of the deal in LKQ stock, which also 
had better tax consequences for the sale. 
There were 2 main reasons for doing a deal when I did. 
First was that I did not want my business to get left behind. 
Second was that I was getting burned out from working my 
ass off in my business for 25 years. They allowed me to do 
as much or as little as I wanted. Perfect fit for me. 5 years 
later I called it quits. I was able to spend lots of quality time 
with my girls, watching them grow up. Their mom and I 
see them almost every day as adults now. Investment wise 
it turned out very good. As the stock increased in value, I 
sold off shares a little at a time. Still have a nice chunk of 
stock. Made several investments in land and commercial 
real estate. Also allowed me to invest in my passion and 
hobby, muscle cars and sports cars. We have spent the 
last 12 years in Florida during the winter months and back 
home during the summer.”

~ LKQ Seller, requested anonymity
“I loved that the money truck hit me, but I am young and 
ambitious, so stayed and still love working at FENIX more 
than I ever did. I have invested my money, certainly have 
more peace of mind, but I am now looking for the mother 
of all money trucks. I am blessed to have a great family, 
and with the sale, I feel my future is more secure and I 
know I can spend more time with them.”

~ P. Delaney

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.
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A boy is invited to Thanksgiving 
dinner at his girlfriend’s parent’s 
house so that they can meet him.
They’ve been together a while but 
haven’t had sex yet.
His girlfriend tells him that after 
he meets her parents they can “get 
intimate”. So in preparation, he 
decides to get some condoms at the local drugstore.
As this will be his first time, he doesn’t know anything 
about condoms and so he asks the pharmacist what he 
should buy.
The pharmacist explains all about the differences between 
the brands and after a long chat the boy decides on a large 
box of “ribbed for her pleasure”.
The time comes for the Thanksgiving dinner and the young 
couple are seated at the dinner table with the girl’s parents.
The girl is surprised to see the boy has his head bowed 
down apparently deep in prayer.
She whispers to him, “I didn’t know you were so 
religious!”
He whispers back, “I didn’t know your father was a 
pharmacist.””

A man called up his adult daughter and 
told her the bad news: He and his wife 
were getting a divorce. “But why, dad? 
What happened?” the daughter asked. 
“I’ve been miserable for years and I just 
can’t take it anymore. I’ve packed my 
bags and I’m leaving tonight!” the father 
replied.
“Wait, dad! Don’t do anything drastic. I’m coming over to 
talk to you guys. Can you at least wait until tomorrow?” 
asked the daughter. “OK, why don’t you bring John and 
the kids, too. I’m sure your mom will want to see them,” 
the dad said. “OK,” said the daughter. “See you then.” The 
man hung up the phone, then said, “Honey! The kids are 
coming over for Thanksgiving!” 
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