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STRONGEST BUYER OF CATALYTIC CONVERTERS

“I’m in the converter
business, too! Take a
look at my price list!”
By Don Belisle, Sr.
As we all get used to, but maybe not
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happy with, the current lower value of
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scrap converters, certain adjustments
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have become necessary. Probably the
most obvious change is the money you receive for the sale
of your converters. With precious metal prices down from
the highs of this past summer, your receipts for converter
sales have followed. There is just no way around it. When
PGM (platinum group metals) prices drop, converter prices
drop. After all, that is what you are selling when you sell
your converters.
This year’s previously unmatched converter prices have
controlled the scrap car bids. With prices of converters
dropping, the price our suppliers are paying for scrap cars to
be recycled certainly must drop as well. We constantly hear
about the bidding wars our suppliers are forced to endure
just to get scrap to recycle. You are not only competing
with fellow recyclers, but also dealing with exporters. They
often look at what we call a scrap car and consider it to be
a used car with higher values in the countries they feed.
With converter prices dropping, the scrap car price vs the
exporter used car price differential is becoming weaker. The
sky-high converter prices of the recent past certainly not
only contributed to but also, for the most part, controlled
what yards were able to pay for scrap.
The other thing that changes when converter prices are
high is the number of players who are now “converter
processors.” It seems every industry related to scrap
recycling has now become a converter processor! They
all have great price lists with numbers that clearly only
represent the highest value converters. Rarely do their
price lists tout the value they are paying for the “common”
converters -you know - the ones most yards produce. The
fact is that if you want to get the most for your converters
you should sell them based on the precious metals they
contain - period. Comparing price lists, computer apps and
code numbers is not the way to maximize your returns. It is
an exercise in frustration. Price lists and such are the tools
with which the Johnny Come Lately Converter Buyer tries
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to fool you and it’s how he gets to make money from your
converters.
Over 10 years ago I developed the process where we could
purchase a supplier’s lot of as few as 100 pieces and pay
them based on the actual content of the precious metals their
converters contained. Before this process was developed, a
supplier would need at least 1,000 converters to be able to be
paid based on the return of precious metals and the supplier
would have to wait 90-100 or more days to be paid. Most
yards could not produce this kind of volume. Now a yard
with 100 or more converters can be paid an up-front initial
on delivery payment then in two weeks or less receive the
additional assay-based payment on the content of precious
metals contained in their converters. This can be done this
quickly since we have our own on-site lab that analyzes
your product in house and can get your material paid for
very quickly. This is the absolute best way to maximize what
you get for your converters.
The funny thing is that every single one of these Johnny
Come Lately “converter processors” who tout these pie-inthe sky price lists resell your converters based on the assay
of the precious metals contained! They don’t sell by price
lists or computer apps. Hmmm, that doesn’t sound right
since the price lists were great when they were buying but
not when selling. The salvage yard bought the car, paid his
help to dismantle it, complied with ALL the municipal and
continued on page 2
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I’m in the converter business, too!
Continued from Page 1

environmental laws, paid his overhead, and on and
on. Why shouldn’t the yard get the long dollar for the
converter?
At Recore, I think they should. I worked in my family’s
salvage yard for many years. I have been everything
from dismantler to ramp truck driver to counter person
just as you have. I know what it takes to run a salvage
yard and I want yards to be as successful as possible.
After the sale of my family’s yard 32 years ago, I started
Recore Trading Company, LLC and have been in the
converter business ever since. We know how to get the
most from converters.

Before I Die

By D.J. Harrington
Yes, all will die sometime. Whether
sooner or later, it’s all in God’s time.
According to the aging process put into
place by our Creator, my time might be
closer than yours. So, please read this
article as it comes from my heart.
For a while now, I have been thinking
about starting an “Ambassador Club” for
the URG Scholarship Foundation. Every year URG gives
away scholarships to children of people that work within
our recycling industry. These deserving students need
a chance. With the cost of rising tuitions nationwide,
sometimes they need a help a second time with funding
their college or trade school. Anyone who would like to
become an ambassador can pledge $11.00 per month
or $132.00 a year. For more information about the URG
Scholarship, please go online to the URG website located
at www.U-R-G.com to sign up. Or you can make your
check to the URG Scholarship Foundation and send it
directly to URG at the address listed on their website.
Starting in January 2022, I will be listing names of the
Ambassadors on the URG Podcast and one day will list
everyone in my article in the Recore Newsletter. My hope
is that everyone will have a feeling of giving, and nothing
would make me happier than to list your name alongside
mine and others.
One day, many years ago, I wrote about Does Giving
Make You Happier or Do Happier People Give? Giving to
a charity like the URG Scholarship Foundation, which is a
tax-deductible, 501c3 makes us happier, especially when
we freely choose to give, whether we have little or lots of
money. True happiness depends on how we choose to
spend it.
Year-after-year, I’ve seen plenty of wealthy folks within
URG give at the Annual Scholarship Foundation Auction.
And they do it without a blink of an eye. The Cowboy
hat that I spoke about in the URG commercial went for
$2500, and I paid just under $200 for that hat. It’s not the
idea of the item itself but what the money spent on the
item is going toward.
The Ambassador Club is for the little guy. It’s for the parents

of the students who got $4,000 this year towards a higher
education. Mom or Dad could give $11.00 a month.
Sometimes it’s matter of passing on one stop at Dunkin
or Starbucks on the way to work. It’s for the counter guy,
who doesn’t have a child yet in high school, but one day
might, please give $11 a month to help someone else’s
child who is. If you help now, there’s something in store
for you next year.
At the convention in New Orleans, being held April
7th – 9th, 2022 at the Hyatt Regency, anyone who has
already joined the Ambassador Club will have a special
Ambassador Name badge. We need you, to become an
ambassador, whether a yard person, dismantler, forklift
driver, or office person. As a reminder, this coming January,
applications will become available for the following fall
semester. Award winners are announced at the URG
Annual Training Conference in New Orleans. Remember,
owners, their relatives and those owning over $100,000
in stock in the employing yard are not eligible for any
scholarship money.
Ok, so the rest of you are eligible, and we need to hear from
you. If you have a student that could use some financial
help with their tuition for college, trade, or vocational
school, go online at www.u-r-g.com and learn more about
applying. Please pray on it and join me in launching this
Ambassador Club so we can keep our country growing.
As I get closer to the “recycling center-in-the-sky”, I want
that simple, “Feel-good attitude of giving because it leads
to a feeling of self-worth knowing I have offered much
needed resources to others.” If you get involved in this
important cause, you and your loves ones can also feel
good about giving back to others. Make sure they know
you’re a URG Ambassador.
For over 10 years, I have written for this newsletter and
never asked for compensation. I sure could use your help
now. Make me proud that you will partner with me in this
cause. I love you, and I love our future leaders too because
our country needs more educated people. Let’s start with
our own. Give back to this great industry by becoming an
Ambassador of the URG Scholarship Foundation. It’s my
hope that you won’t remember me as a “GO-GETTER but
as a “GO-GIVER”. See you next time.

Coping with Holiday Stress at Work
By AMA Staff
Compared to the holiday-harried average worker, Santa
Claus has it easy. Jolly ol’ St. Nick might have to work roundthe-clock to meet those holiday production demands, but
at least he has a staff of well-trained professional elves to
help him along, not to mention a pretty cushy schedule.
Who wouldn’t love to work just one day each year?
If only everyone had it so good. Everyone is familiar with
the tension that the holidays can cause at home, but the
workplace can be similarly frantic and filled with anxiety
during the season. The added pressures of holidayshortened deadlines, end-of-year business demands, and
crazed customers, to name a few, takes a steep toll on
already frayed nerves. In a poll of 600 full-time employees,
Accenture’s HR Services found that 66% of the respondents
reported additional stress at work during the holidays. We
asked Performance & Profits readers to rank their greatest
sources of work-related holiday stress, and here’s what
they said:
The extra emotional baggage
many people carry with them
throughout the season, which
can range from mild stress to
debilitating depression, makes
work difficult enough. According
to experts, more people become
depressed or anxious during the
holidays than any other time of
year. Feeling overwhelmed by
responsibilities, disappointed by
unrealistic expectations and worried
about money are some of the chief symptoms of the holiday
blues. Many people also eat less than healthy foods as part
of festivities, compounding their emotional malaise. With
the season becoming longer and longer—it now begins as
early as October, at least at some retailers—fatigue also
begins to set in earlier.
At the office, the doldrums manifest themselves in various
forms, including a disengaged work force. A study by
staffing company Accountemps found that, according
to 44% of surveyed executives, productivity drops off
the week before the holiday. Some of that drop off in
productivity, of course, is caused by relaxed and carefree
employees getting into the spirit of the season. A good
portion of it, however, undoubtedly results from holiday
burnout.
How can organizations deal with the holiday blues? Giving
employees a more flexible schedule to accommodate
added burdens outside the office might help. The Accenture
study found that 54% of the surveyed workers reported
that flexible hours during the holidays would help alleviate
workplace stress, while 26% want to telecommute, at least
once in a while, until the seasonal rush passes.
“At our company, we provide a shopping day,” says Sandy
Lish, founder of public relations company The Castle
Group. “Each employee can take one day off between
Thanksgiving and Christmas to shop. We have found that
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just having that one day to get out there and shop or do
whatever one needs to do helps alleviate stress. There are
rules, of course, about first come, first served in requests,
making sure that all work is done before the day can
be taken, and so forth. But it’s a perk that many in the
company really appreciate.”
If you can’t afford to give employees extra time off,
consider allowing them to take care of their personal
business at work, provided that the policy isn’t abused.
Letting employees shop online during the workday can
help alleviate one of the major causes of holiday stress,
shopping for presents. Employers might even want to
consider going one step further, suggests Allison Schwartz,
an executive and life coach with Allium Coaching. “Think
about sending a newsletter to employees offering gift ideas
and where to purchase them online for their loved ones,”
she says.
Easing up on the dress code
around the holidays is another
way to help employees feel a
little more relaxed. “Even simple
acts such as a less formal dress
code help people loosen up a
little,” says Peg Buchenroth, a vice
president at Hudson, a staffing
and talent management firm. In a
similar vein, adding a little cheer
in the form of office decorations
can also help. PICA, a Columbus,
Ohio-based corporate security
and risk management firm, gives its employees a budget to
decorate their office for the holidays.
Finally, remember that once the holidays are over, that
doesn’t mean the blues will magically disappear. “There
is so much attention paid to the run-up to the holidays,
that when they’re finally over, it’s like letting the air out
a balloon,” says Frank Kenna III, president of workplace
communications firm The Marlin Company. “Take the
focus off the past and redirect it to the future by getting
employees involved in planning for the coming year. Get
them excited about how they can make a difference.”
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.
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Better Late Than Never. By Becca Skowyra
It’s hard to believe we are in the last month
of the year. This is a time where we do a
lot of self and business evaluation. We sit
down and look at our year to date… did we
hit our goal? Did we increase revenue by
__%? Are we able to expand? Sell? And then
there is the personal aspect too. As “mushy
gushy” as the topic may seem to talk about,
I am willing to bet every single business owner has had
these long, hard talks within themselves.  
Just last month I was on a call with a new supplier, he
had read an article in this newsletter which prompted
him to try us out. This man is part of the reason I chose
to write about this topic. Long story short, he is close
to retirement age, he has never sold his converters based
on assay. He always sold to the same “guy” that stopped
by “whenever”. He mentioned that he did not pay much
attention to the market or whomever was offering the best
pricing. Basically, if someone came by, he sold. I was
a bit surprised to hear this, however he went on to say
how he was not a fan of “googling” and sometimes there
was just too much information (analysis paralysis). He
was proudly old fashioned, which I found to be charming.
When I explained in detail everything we could do for him
and explained our process and pricing, etc I could hear
the regret in his voice for not doing it sooner. He took a
minute to think about everything and thought about how
he had been missing out. Now knowing he can’t turn back
time, he just chuckled and said “ugh shoulda, coulda,
woulda, but better late than never!”. I’d like to mention
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that by no means am I saying he never hit his goals. He
is successful and his yard isn’t his only business venture.
With that being said, based on our conversation about his
yard and how he looked back at the year, even career and
with the comments he made, it inspired me to write about
it.
I think it is fair to say that nothing great ever comes easy.
And usually when the year comes to an end, we see
whether all of our hard work in business or in personal life
has paid off. And depending on that outcome, we judge
how we are going to start next year. A lot of times if we
did not hit our goal, we usually, if we’re smart, change our
approach or see what caused us to fall short. Oftentimes,
if/when we miss the mark, it’s usually because we got
caught up in every little small thing that only mattered day
to day, but didn’t matter in the big picture. We sometimes
lose sight of our end goal and just push off pursuing it
until “tomorrow”. So many of us get bogged down in
the minutiae of everyday life that we may fail to notice
important opportunities.
As you are sitting down and doing your “evaluations”, just
remember that sometimes just changing one thing everyday
can get you further than making a drastic change. Maybe
just changing the structure in your daily routine can help
you focus more on your goals. Even something as simple
as, waking up 15 minutes earlier, writing down your goal
and evaluating every day/ week/ month to see if you have
made any progress. Sometimes it is better to just do it and
try it out. It is always “better late than never”.
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TAKE NOTE THIS CHRISTMAS:

Please be advised that all members planning to dash through the snow in
a one-horse open sleigh, going over the fields and laughing all the way are
required to undergo a Risk Assessment addressing the safety of open sleighs.
This assessment must also consider whether it is appropriate to use only one
horse for such a venture, particularly where there are multiple passengers.
Please note that permission must also be obtained in writing from landowners
before their fields may be entered.
To avoid offending those not participating in celebrations, we request that laughter is moderate only and
not loud enough to be considered a noise nuisance.
Benches, stools and orthopedic chairs are now available for collection by any shepherds planning or
required to watch their flocks at night. While provision has also been made for remote monitoring of
flocks by CCTV cameras from a centrally heated shepherd observation hut, all facility users are reminded
that an emergency response plan must be submitted to account for known risks to the flocks.
The angel of the Lord is additionally reminded that prior to shining his/her glory all around s/he must
confirm that all shepherds are wearing appropriate Personal Protective Equipment to account for the
harmful effects of UVA, UVB and the overwhelming effects of Glory.
Following last year’s well publicized case, everyone is advised that legislation prohibits any comment
with regard to the redness of any part of Mr. R. Reindeer. Further to this, exclusion of Mr. R Reindeer
from reindeer games will be considered discriminatory and disciplinary action will be taken against those
found guilty of this offence.
While it is acknowledged that gift-bearing is commonly practiced in various parts of the world, everyone
is reminded that the bearing of gifts is subject to Hospitality Guidelines and all gifts must be registered.
This applies regardless of the individual, even royal personages. It is particularly noted that direct gifts of
currency or gold are specifically precluded under provisions of the Foreign Corrupt Practices Act. Further,
caution is advised regarding other common gifts, such as aromatic resins that may initiate allergic reactions.
Finally, in the recent case of the infant found tucked up in a manger without any crib for a bed, Social
Services have been advised and will be arriving shortly.
Compliance of these guidelines is advised in order for you to fully participate with the festive spirit.
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Laughter is the Best Medicine
A Boy and his Train
A few days after Christmas, a
mother was working in the kitchen
listening to her young son playing
with his new electric train in the
living room.
She heard the train stop and her son said, “All of you sons
of b*tches who want off, get the hell off now, cause this is
the last stop!
And all of you sons of b*tches who are getting on, get your
asses in the train, cause we’re going down the tracks.”
The mother went nuts and told her son, “We don’t use
that kind of language in this house. Now I want you to go
to your room and you are to stay there for TWO HOURS.
When you come out, you may play with your train, but I
want you to use nice language.”
Two hours later, the son comes out of the bedroom and
resumes playing with his train.
Soon the train stopped and the mother heard her son say,
“All passengers who are disembarking from the train,
please remember to take all of your belongings with you.
We thank you for riding with us today and hope your trip
was a pleasant one. We hope you will ride with us again
soon.”
She hears the little boy continue, “For those of you just
boarding, we ask you to stow all of your hand luggage
under your seat. Remember, there is no smoking on the
train. We hope you will have a pleasant and relaxing
journey with us today.”
As the mother began to smile, the child added, “For those
of you who are pissed off about the TWO-HOUR delay,
please see the b*tch in the kitchen.

Three men died on Christmas Eve…
… and were met by Saint Peter at the pearly
gates.
“In honor of this holy season,” Saint Peter
said, “You must each possess something that
symbolizes Christmas to get into heaven.”
The first man fumbled through his pockets
and pulled out a lighter. He flicked it on. “It represents a
candle,” he said. “You may pass through the pearly gates,”
Saint Peter said.
The second man reached into his pocket and pulled out a
set of keys. He shook them and said, “They’re bells.” Saint
Peter said, “You may pass through the pearly gates.”
The third man started searching desperately through his
pockets and finally pulled out a pair of women’s panties.
St. Peter looked at the man with a raised eyebrow and
asked, “And just what do those symbolize?”
The man replied, “They’re Carol’s.”
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