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OSHA Goes Global

By Recycling Today Staff

OSHA Aligns with United Nations for Globally Harmonized System
of Safety Data Sheets via Hazardous Communication Standard.

Monthly Safety Training

Safety and Pollution Prevention train-
ing have become an integral part of the
automotive and collision repair industry.
S/P2 (www.SP2.0org), the “preferred” e-
learning program developed by CCAR-
GreenlLink, addresses key safety and pol-
lution prevention issues for automotive
and collision repair professionals with
many uses for keeping current with regu-
latory requirements including use as the
MONTHLY safety training material.

Safety training should not have a be-
ginning and an end, but represent an ongo-
ing effort that continually promotes a safe
working environment.

Monthly “Safety Meetings” including
training topics are an important and required
part of OSHA compliance. Providing train-
ing topic each month can be a challenge but
should not be used as an excuse to become
non-compliant.

Safety Supervisors are encouraged
to present the material to employees at
monthly safety meetings. Following the
presentation of the training topic, have
each employee sign the training log. A
sample log can be downloaded at http://
www.ccar-greenlink.org/EmployeeSafe-
tyTrainingLog.pdf.

Keep the monthly Safety Training Record
on file in the event of an OSHA inspection.

The U.S. OSHA has agreed to the United Nation’s standard for Globally Harmo-
nized System (GHS) of Classification and Labeling of Chemicals. This simply means
that the material safety data sheet (MSDS) for chemicals will look the same in all na-
tions across the globe. An existing rule called the Hazard Communication Standard
was updated to accommodate the global standardization.

The Hazard Communication Standard has always been the rule that requires employ-
ers to provide training and chemical hazard information to their employees. The require-
ment of maintaining an inventory and the material safety data sheets (MSDS) for chemical
found in the workplace is the most commonly know portion of the rule. Having a Safety

OSHA Goes Global on page 6
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provides single screen access to Checkmate features including:

# Checkmate Image Tool — Vehicle and Part image # Partmate™ inventory tool now with Desktop Review
processing in Checkmate, Car-Part Pro™ and — Managers easily review inventory before
eBay®. displaying it in Checkmate

& eBay high volume listing tool with images and # QuickBooks® Graphical Accounting Integration
deletion upon sale
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your business'’s daily progress
i Checkmate Roundtable Reports
# Salvage buying with Bidmate™, now with Car-Part
marketplace data representing $2.3 billion of

searches per month .
Car=Part.com : 859-344-1925
h‘.ﬂ - -

\-(9-/ http://products.Car-Part.com

car-Part Industry
. . . onference
See Products.Car-Part.com/training for more information! P gust8-10, 2013
open to all auto
recyclers

o [Part.c0Mm

Lar=- o—r—
’ -

ossional repairers

f
e sa\es to pl’o

wvery times t0 sho

° PrOVide deli

° \ncr

s on Car-Part.com
iltin

. . ‘
ded warranty sales with price bui
nde . :
ity by listing certifications and na
i

o Broker parts to shop

. | and pri
¢ Boost exte ional, loca

o Promote your qual

{-igurec\-
'\l get You con
dwellig 559-34 4-1925

Car-Part Prois p2




Missoun Auto & Truck Recyclers News

MATR’s 2012-2013 BOARD OF DIRECTORS

Officers

Brad Schwartz, President
Liberty Auto Salvage
3628 Cass Ave.
St. Louis, MO 63113
Phone: (314) 531-4141
Email: autotheatrics@aol.com

Dean Yancey, Vice-President
Yancey Auto Sales
24067 Highway J
Perry, MO 63462-2017
Phone: (573) 565-3508
Fax: (573) 565-3613
Email: dean@yanceyauto.com

Joseph Heiman, Secretary
Al's Foreign Auto Salvage
6710 St. Charles Rock Rd.

St. Louis, MO 63133
Phone: (314) 382-5404
Email: jheiman@charter.net

Brent Baumgarten, Treasurer
Countryside Auto & Truck Parts
392 Zoar Church Road
Wright City, MO 63390-1612
Phone: (636) 928-6792
Email:
brent@countrysideautoparts.com

Out State

Miles Fanning (2014)
43 Auto Recycling
5394 Hwy 43
Joplin, MO 64804
Phone: (417) 781-7904
Email: miles@43auto.com

Dennis Roberts, Jr (2013)

County Line Auto Parts

641 N.W. 1801 Road

Kingsville, MO 64061

Phone: (816) 697-3535

Fax: (816) 697-3350

Email:
dennis@countylineautoparts.com

J.C. Shoemyer (2015)

J.C. Auto & Truck Parts

901 County Lane Road

Monroe City, MO 63456

Phone: (573) 735-4800

Fax: (573) 735-2581

Email: jshoemyer@)jcautoparts.com

Randy Smith (2015)

Archway Auto Salvage

4140 Gravois Rd.

House Springs, MO 63051
Phone: (636) 671-1120

Email: archwayautosalvage@
sbcglobal.net

Jason Tourville (2013)

Hwy 160 Import Salvage
1421 S. Main St.

Nixa, MO 65714

Phone: (417) 725-2643
Email: jason@160auto.com

Vacant (2013)

St. Louis

Loyd Shantz (2014)
Modern Auto Parts
7908 Alaska Avenue
St. Louis, MO 63111
Phone: (314) 638-6040
Fax: (314) 638-7439
Email: loyd@modernimports.com

Tim Winzen (2014)
Northside Auto Salvage & Sales
7302 Bulwer Avenue
St. Louis, MO 63147-2624
Phone: (314) 382-8989
Email:
info@northsideautosalvage.com

Kansas City

Chris Richardson (2015)
Rich Industries, Inc.
4120 Winchester
Kansas City, MO 64129
Pone: (816) 861-3200
Fax: (816) 861-3246
Email: chris-richind@attglobal.net

Steve Shaver (2014)
Late Model
5420 East 10th Street
Kansas City, MO 64127-1848
Phone: (816) 483-8500
Email: steve@latemodelautoparts.com

At Large Members

Mark Baumgarten (2013)
Mack’s Auto Parts
295 River City Blvd.
St. Louis, MO 63125
Phone: (314) 638-5422
Fax: (314) 638-3162
Email:
sales@macksautoparts.com

Jack Sumner (2014)
Al's Auto Salvage & Sales
1610 Lucas & Hunt
St. Louis, MO 63133
Phone: (314) 382-6112
Fax: (314) 382-9583
Email: alssalvage@aol.com

Dan Richardson, (Ex-Officio)
Rich Industries, Inc.
4120 Winchester
Kansas City, MO 64129
Phone: (816) 861-3200
Fax: (816) 861-3246
dan@rich-industries.com

Associate Members

Marty Satz (2015)
Insurance Consultants
401 N. Lindbergh - Suite 322
St. Louis, MO 63141
Phone: (800) 449-1151
Email: mzsatz@swbell.net

Drew Van Devender (2015)
Car-Part.com
104 S. Pine St - Suite 2
Florence, AL 35630
Phone: (256) 765-2315
Email: drew@car-part.com

Publisher

For information on advertising pleas contact R.J. McClellan, Inc.:

R. J. McClellan, Inc.

445 Broadway Avenue #500

St. Paul Park, MN 55071
Phone: 651-458-0089
Toll Free: 877-525-4589
Fax: 651-458-0125

Email: newsletters@rjmc.com

Ron McClellan
Advertising Sales
Sheila Cain
Managing Editor
Ryan McClellan
Layout & Design

Executive Director

Newsletter content and association membership
inquiries should be directed to:

Randy J. Scherr
MATR Executive Director
P.0. Box 1072
Jefferson City, MO 65102
Phone: 573-636-2822
Fax: 573-636-9749

Email: rjscherr@swillc.us.com

Missouri Auto & Truck Recyclers News
Missouri Auto & Truck Recyclers News is a R.J. McClellan, Inc. Publication. All rightst Reserved. The Missouri Auto & Truck Recyclers News is published six
times per year for the Missouri Auto & Truck Recyclers Assosiation. None of the material in this publication necessarily reflects the opinion of MATR, its
officers, directors, staff, members or it's Publisher. Statements of fact and opinion are the responsibility of the author alone. Articles and letters suitable
for publication will be published in the next scheduled newsletter as space permits. Articles may be edited for length.

Throughout this issue, trademarked names are used. Rather than place a trademark symbol in every occurrence of a trademarked name, we state we
are using the names only in an editorial fashion, and to the benefit of the trademark owner, with no intention of infringement of the trademark. The
mention of trade names, commerecial products, or techniques does not constitute endorsement or recommendation for use.
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So, you bought a business....

By Eben Shantz

It wasn’t supposed to happen like this

Growing up in the family-run automobile re-
cycling business it was encouraged that we, the
younger generation, would work summers as gen-
eral help around the yard until the time came for us
to be whisked away by the world onto other ven-
tures. And, indeed, all that did come to pass. But
before you know it, fate would have its way with
you, and one day you wake up to find yourself sign-
ing on that foreboding dotted line that represents
your indentured servitude.

So, you bought a business...what
do you do now?

Loyd and Carol (the previous owners) had run the
business successfully and in very shrewd fashion for
many years, but now they are gone, so you are the
one now making the decisions. So where do you start?
| find it’s best to take measure of where you've been
before you can figure out where you'd like to go.

It didn’t take long for me to realize that running a
business is a lot like keeping a plate on top of a long,
pointed stick; you have to be constantly adjusting for
everything to remain balanced.

Most of us have Inventory system that have a
wealth of reporting capabilities in them.

Are sales down? Check. Is purchasing down?
Check. Is overhead going up? Check.

It’s laborious, but data mining and reporting is your
friend when you need to find out what is happening.

It's important to recognize trends and deter-
mine what is causing them and, most importantly,
what you can do to influence them. Unfortunately,
I found myself mired down in the daily operations
of the business and unable to make time to create a
concise plan on how to turn some of our trend lines
around. Everyone reading this knows how easy it
is to get sucked into our routines. You simply have
to make time, to make time. Make time for the

important stuff, for the big-picture, to make a plan
and stick to it.

As silly as is sounds, let’s define what a “plan
is. For our context, a plan is a series of actions (or
inactions) that need to be taken for an expected
outcome to occur. Additionally, a plan should have
measurable points in time (milestones) which are
observed to ensure that the goals desired contin-
ue to have the ability to be achieved. Historically,
I made a “plan” and just expected something to
happen without measuring anything. Typically (and
impressively) that still had somewhat of a decent
success rate, but I would never understand why
sometimes they would sometimes fail. It never oc-
curred to me that the very practice of measuring
goal sets and anticipating outcomes would make
the plans more successful simply from the fact that
more attention was being paid to them.

Of course if | didn’t make a plan [ would always hit
my goal, which is nothing, so nothing happened. How-
ever, | can tell you that in my brief travels in this indus-
try | have come in contact with very few other owners
who think their business is perfect and wouldn’t wish
to change anything.

I highly encourage everyone reading this article to
take a couple minutes, undistracted, to think where
their business is, what trends you are seeing in your
data, where you would like to see it go, and then make
a plan (with measurable goal sets) to correct anything
that doesn'’t align with your direction.

On a final note about purchasing the business,
one thing is for certain, I stand on the shoulders of
giants. Being shown the ropes by Carol and Loyd
gave me invaluable insight and a serious push in the
correct direction. I'm very grateful, and humbled, to
continue this business into its 4th generation of fam-
ily ownership.
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CCC and United Recyclers Group Sign Agreement

Relationship Delivers Recycled Parts Inventory to CCC ONE™ Estimating Customers

Chicago, IL January 24, 2013 — CCC Infor-
mation Services Inc. (CCC) and United Recyclers
Group (URG) announced today they have imple-
mented a parts listing service within CCC ONE™
Estimating, using parts data gathered by URG, which
works with more than 400 auto recyclers. The new
parts listing service provides CCC ONE Estimating
customers with direct access to a comprehensive re-
cycled parts inventory, and creates opportunities for
any auto recycler to present its parts and pricing to
CCC customers, who write 10 million repairable es-
timates each year.

“CCC is making significant investments in its
alternative parts solutions to improve the coverage
and availability of insurance-quality parts for our esti-
mating users,” said Jim Dickens, senior vice president
for CCC. “URG has created a dynamic organization
and a quality parts listing service that is open to all
recyclers looking to present their parts information
to auto repair professionals. The parts listing service
opens access to all recyclers to provide parts infor-
mation to CCC customers and is a great comple-
ment to our existing network of national, local and
independent recycled parts suppliers.”

URG'’s technology provides inventory and pric-
ing data to CCC ONE Estimating, giving users ac-
cess to recycled parts inventory and information as
estimates are being written. This direct access elimi-
nates the need for phone calls and reduces parts
backorders and delays which can slow cycle time.
Auto recyclers do not need to be a member of URG
to gain access to the new parts listing service.

“By entering into an agreement with CCC we're
providing auto recyclers access to CCC's vast net-
work of repairers and insurance claims adjusters,
who look for quality parts all day, every day,” said
Michelle Alexander, executive director, United Re-
cyclers Group. “We are impressed by CCC's lead-
ership and reputation as a trusted provider of data

and technologies to the industry which will help re-
cyclers become even more successful in presenting
and selling their quality recycled parts.”

Added Greg Wilcox, owner, Midway Auto Parts:
“The new parts listing service available within CCC
ONE Estimating will provide us with a cost-effective
way to present our parts inventory directly to a mo-
tivated audience of professional buyers. CCC has
the largest network of repairers and insurance carrier
customers so we're very excited to be part of the
program.”

Becoming a CCC recycled parts provider is free.
To learn more about how to become a recycled parts
provider, please visit www.ccc-one.com/parts.

Quick Pay & Top Prices
Since 1936

We Buy All Metals including...

Insulated Copper Wile
Aluminum & Brassi Radiators
Aluminum} Wheels

Catalytici Converters
Sitarters and Alternators
Scrap! lron & Siteel
Automoitive Casit! lron

P: 314.481.2800 * TF: 800.527.6865
F: 314.481.4703

Pick Up Service Available.

| 6400 South Broadway ¢ St. Louis, MO 63111 |

“mnler N



fissouri
Aulo&TrucqulecytIers N Ews S uarn

\ssﬂ““

OSHA Goes Global continued from cover

Supervisor, MSDSs, monthly training and a written Haz-
ard Communication Standard is the gist of the rule.

What is new is the format of the MSDS changing
to the global standard and becoming known as Safety
Data Sheets or SDS which look similar to MSDS and
contain the same information but will uniformly con-
vey that information in all languages augmented by the
use of universally accepted hazard pictograms.

By December 2013, employers that have chemicals
in the workplace must train employees on the updated
Hazard Communication Standard.

The Hazard Com-
munication  Standard
(HCS) is based on a
simple concept - that
employees have both
a need and a right to
know the hazards and
identities of the chemi-
cals they are exposed
to when working.

Identify Responsible Staff by designating a Safety
Supervisor. Hazard communication is an ongoing
program in the facility. In order to have a successful

April/May 2013
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program, it is necessary to assign responsibility for
both the initial and ongoing activities that have to be
undertaken to comply with the rule.

The Standard requires a list of hazardous chemicals in
the workplace as part of the written hazard communication
program. The list will serve as an inventory of everything
for which a MSDS/SDS must be maintained. The best
way to prepare a comprehensive list is to survey the work-
place. Purchasing records may also help. Employers should
establish purchasing procedures that result in MSDS/SDSs
being received before a material is used in the workplace.

Check your files against the inventory of chemicals
in the workplace to ensure that an MSDS/SDS exists for

each potentially hazardous chemical. If

AUTO 6 TRUCK PARTS
800-678-4900
www.jcautoparis.com

A

Foreign & Domestic

. Over 35 Acres of Late Model Salvage
Aftermarket Sheet Metal, Cooling & Lighting

Remanufactured Engines and Transmissions
901 County Line Rd * Monroe City, MO 63456

g

any are missing, contact the supplier
and request one. As chemical manu-
facturers convert their existing MSDSs
to GHS SDS format, GHS labels will
accompany these new SDSs.

Begin using the term HAZARD
COMMUNICATION STANDARD
along with the more familiar MSDS.

All workplaces where employ-
ees are exposed to hazardous chem-
icals must have a written plan which
describes how the standard will be
implemented in that facility. The
plan does not have to be lengthy
or complicated. It is intended to be
a blueprint for implementation of
your program-an assurance that all




April/May 2013

aspects of the requirements have been addressed. Keep

a copy of this written plan in the MSDS binder or read-

ily available in case of an OSHA inspection.

Present the Hazard Communication Standard to em-
ployees as this month’s Safety Training topic and/or have
the employees review the S/P2.org module on Hazard
Communication. Following the presentation, have each
employee sign a training log. A sample log can be down-
loaded at www.ccar-greenlink.org. Keep the monthly
Safety Training Record on file (such as in the RED MSDS
binder) in the event of an OSHA inspection.

Get started on a compliant Safety Program with
www.SP2.org and some simple steps:

1. Use a RED three-ring binder to keep all Safety
Training & MSDS/SDSs;

2. Create a written Hazard Communication Plan us-
ing the information in this article;

3. Keep logs of monthly Safety Training assigned to
employees such as using SP2.org modules or hav-
ing monthly safety meetings.

Employee training on Hazard Communication will be
a key factor in the success of your organization’s implemen-
tation of GHS. The end result will be improved safety for
workers via their awareness of the pictograms and other in-
formation provided on manufacturers’ GHS SDSs and la-
bels, in particular the necessary steps to protect people and
the environment when responding to a chemical hazard.

Monthly Safety Training Using S/P2

Providing training topic each month can be a chal-
lenge but should not be used as an excuse to be non-
compliant. Encourage those employees using the S/P2
Program and those that are not such as office personnel
to use the on-line program to augment the brief meeting.

Safety training should not have a beginning and an
end, but represent an ongoing effort that continually
promotes a safe working environment.

The S/P2 safety training is based on U.S. Depart-
ment of Labor, Occupational Safety and Health Admin-
istration (OSHA) standards, which require that person-
nel be trained on safety and environmental regulations
at the beginning of their employment, and at least an-
nually thereafter. Completion of the S/P2 course is one
great way to meet this requirement with confidence.

Some basic topics to cover throughout the year include:

Personal protective Equipment (PPE)

Fire Extinguisher Safety

Spill Clean Up Procedures

Welding & Cutting Torch Use

Blood-borne Pathogens

First Aid Kit

Eye Wash

Forklift Operation

Lifts and Hoists
. Fire Escape Route
. Safety Awareness Signs

S/P2 is made available with an annual subscription
and licensed on a “per roof” or per facility basis. The initial
price of a subscription is $299.00 each, which allows the
shop unlimited access for the 12-month period. Under
this set-up, new employees may be added to the system
and trained immediately at no additional charge. Each
employee is assigned a unique PIN to go along with the
shop’s account ID and password, and the training is avail-
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able 24/7, so each person may train at the time of day
that best suits their needs.

The S/P2 program consists of three courses [Collision
Safety course, Collision Pollution Prevention course, Su-
pervisor’'s coursel. CCAR recommends that, in addition
one employee at the facility completing all three courses,
all others in the shop complete the Safety and Pollution
Prevention courses. ALL training is covered under the sin-
gle annual subscription payment. Certificates of comple-
tion for all S/P2 courses are valid for one year from the
date upon which the final exam is completed.

OSHA has concluded that effective management
of worker safety and health protection is a decisive fac-
tor in reducing the extent and the severity of work-
related injuries and illnesses. Effective management ad-
dresses all work-related hazards, whether or not they
are regulated by government standards. As always, S/
P2 is there to meeting your safety training needs.

Sue Schauls is an independent environmental consultant
with automotive expertise. She is the Environmental & Safety
Consultant for CCAR-GreenLink the EPA automotive com-
pliance assistance center. She is the Executive Director & regu-
latory consultant for the lowa Automotive Recyclers (IAR),
she developed and implements the lowa — Certified Auto
Recyclers Environmental (I-CARE) Program. She contributes
articles to several trade publications and is a member of ARA
Technical Advisory and Certified Auto Recyclers Committees.
Sue has a bachelors of Arts degree in Science: Environmental
Planning from the University of Northern lowa, 1996.

MATR Dates of Interest

October 2013

17-19 NACE Expo
Las Vegas, NV

25-27 MATR Annual Meeting

Hannibal, MO

November 2013

6-9 ARA Annual Convention & Expo
Phoenix, AZ
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MATR ASSOCIATE
MEMBERS

Advantage Metals Recycling, LLC
Kansas City, MO
(816) 861-2700

Alter Metal Recycling
Council Bluffs, IA
(712) 328-2601

American Pulverizer Co.
St. Louis, MO
(314) 781-6100

Barrie Pannett, CPA, P.C.
Chesterfield, MO
(636) 733-2327

Becker Iron and metal
Venice, IL
(314) 382-3800

Car-Part.com
Ft. Wright, KY
(859) 344-1925

Company Wrench
Carroll, OH
740-654-5304

Grant Iron & Motors
St. Louis, MO
(314) 421-5585

Grossman Iron & Steel
St. Louis, MO
(314) 231-9423

Hollander, A Solera Company
Plymouth, MN
(763) 519-3231

Insurance Consultants, Inc.
St. Louis, MO
(800) 449-1151

PSC Metals, Inc.
St. Louis, MO
(314) 231-6077

Southern Metal Processing
St. Louis, MO
(314) 481-2800

Vander Haag's Inc.
Spencer, 1A
(712) 262-7000

~\

BE SURE TO CONSIDER OUR ASSOCIATE MEMBERS
FIRST FOR YOUR BUSINESS NEEDS
VISIT OUR WEBSITE FOR FULL CONTACT INFORMATION

www.matronline.com
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The ARA University Training on Parts Grading

By Ginny Whelan, ARA Educational Foundation

The ARA Parts Grading and Description Guidelines
are standardized part descriptions that the recycling in-
dustry identified and are approved by ARA (Automotive
Recyclers Association) and CIECA (Collision Industry Elec-
tronic Commerce Association).

The ARA University provides online training on parts
grading and standards & codes.

COURSE: THE CODE MASTER

Inventory Specialist: Code Assignment & Parts
Grading for the individual responsible for the ve-
hicle inventory process and has knowledge of ve-
hicles, vehicle systems, components and parts. The
ability to identify parts assesses damage or condi-
tion with the use of the ARA damage codes for
the identification of parts descriptions, code assign-
ments and parts grading.”

Code assignments and parts grading are intended to
improve communication between recyclers and their col-
lision repairer, mechanical repairer and insure customers.
Many customers cannot decipher the codes used to de-
scribe the conditions and options of a recycled part. The
results are part sales go to another vendor or the green
recycled part is returned because it did not meet the cus-
tomer's expectations.

To be the “code master” every auto recycler that is
describing damage and grading parts must have the ARA
Damage Locator (see figure) posted and Be Train to Use it!

Every employee that is processing, selling and deliv-
ering, green recycled parts must know how to read and
describe the codes and grade.

Damage should be described using a 3 digit code;
the first digit is the location as shown on the chart be-
low, the second digit is the type of damage as shown
under Damage Types, and the third digit is the units
of damage with a unit being damage not exceeding

the surface area of a standard size credit card.

Example: a front door with a parking lot ding in the
center with | unit of damage should be described as 5P1.

Body Part Grading is based on any necessary repair
time required to make the panel “Clean and Undamaged.”

A Grade Body Parts: “A” grade recycled green parts are
1 unit or less of repair necessary. The front door with the
code 5P1 is an “A” Grade part.

The complete Parts Grading Guidelines are available at
www.a-r-a.org, Standards & Codes. Pocket guide books will
be distributed at the IJAR Summer Outing in Tama, lowa
June 10-11, 2011 during the Parts Grading Workshop!

You must educate your customers on the Parts Grad-
ing Codes. Many recyclers use their company web site to
provide Grading information. Others are ordering bulk
copies of the ARA Recycled Parts Standards and Codes
, printing there company information on the back(ARA
offers a discount for volume printing with your company
info) and distributing them to their collision and mechani-
cal repair customers.
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The Beginning of the Next Era in Catalytic

Converter Recycling:

By Legend Smelting and Recycling Inc.

Over the last thirty years, Legend Smelting and Recy-
cling has been acquiring as well as processing catalytic con-
verters. As stated by Charles Darwin, “It is not the strongest
of the species that survive, nor the most intelligent, but the
one most responsive to change”. In relation, change is an
inevitable attribute that is applicable to the maintenance of
a successful business. Therefore, at the beginning of 2013,
Legend Smelting will be making modifications that pertain
to the purchasing strategies of catalytic converters. Never-
theless, [ initially desire to share how this industry began,
and how this industry has evolved thus far.

Thirty years ago, the industry used a compressed pric-
ing structure in order to entice wrecking yards to save all
of their catalytic converters for recycling. While certain con-
verters commanded prices higher than their net value, oth-
ers were lower than their total value. The previously stated
tactic was utilized in order to discourage auto recyclers
from strictly assembling valuable converters. Moreover, in
the early days, the shipments of the precious metals were
financially lower in cost and the infrastructures of the low
grade substrate collections were new in development as
well as refiners necessitating the need for stock volume.

As time lapsed, the EPA. increased its standards on
smog emissions and the shipments of the popular metals
increased within the business of converters. The usage of
particular metals evolved as a result of the demand, the ne-
cessity of performance, and the cost of the various metals
that were embedded within the converters. Extraordinarily,
rhodium hit a high of $10,000 per ounce and marked a
historic expansion in the catalytic converter industry.

Furthermore, as the industry grows, the compe-
tition increases as well. The shared knowledge of
converter values instigated a cherry-picking mental-
ity, consequently collectors originated and dissected
converter stockpiles to sell off to different processors.
Unfortunately, the previously mentioned technique
failed to work sufficiently for processors that use an

element of converter averaging in their pricing struc-
ture. Therefore, refiners that unsuccessfully processed
specific converters with profitably began reselling en-
tire converters back into the market. In essence, Leg-
end Smelting and Recycling calls for a revolution in
the world of catalytic converters.

As of January 1st, Legend Smelting and Recycling
will be using its knowledge of converter values to estab-
lish, to expand and to restructure converter categories
along with pricing on the basis of individual values. Se-
lected converters will possibly be paired with converters
that were purchased in separate categories prior to the
2013 alterations. The new categories will shrink the dis-
parity in values between individual converters in their
assigned categories and will close the ability for “cherry-
picking”. Elimination of the “shell game” on the street
will generate further balance as well as equality within
the industry. With this understanding, if a seller is quoted
a price that is too good to be true, then it probably is too
good to be true. We believe that individuals that contin-
ue to attempt beating the system will plausibly emerge
holding an assortment of converters that they may only
be able to sell at a loss.

We believe this change will be for the betterment of
the industry, and we are ready to help in any way to facili-
tate this change and transition into the new era.

WELCOME NEW
MEMBERS

LKQ Four States
Rick Patrick, Joplin, MO
(417) 624-8016
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EPA Finalizes Rules Affecting Boilers

By Recycling Today Staff

NHSM revisions aimed at providing clarity and flexibility on secondary

materials used in boilers.

The U.S. Environmental Protection Agency
(EPA) has announced finalized changes to Clean Air
Act standards for boilers and certain incinerators.
The agency says the changes have been designed
to achieve extensive public health protections by
slashing toxic air pollution, including mercury and
particle pollution while at the same time addressing
feedback provided by industry and labor groups. As
a result of the changes, 99 percent of the approxi-
mately 1.5 million boilers in the U.S. are not covered
by or can meet the new standards by conducting
periodic maintenance or regular tune-ups, according
to the EPA.

The final adjustments to the standards are based
on what the EPA calls an extensive analysis of data
and input from states, environmental groups, in-
dustry, lawmakers and the public. “As a result of
information gathered through this review, including
significant dialogue and meetings

sion limits for less than | percent of boilers—those
that emit the majority of pollution from this sec-
tor, according to the EPA. For these “high-emitting”
boilers and incinerators, typically operating at refin-
eries, chemical plants and other industrial facilities,
EPA is establishing what it calls more targeted emis-
sions limits to “protect public health and provide in-
dustry with practical, cost-effective options to meet
the standards.”

EPA has also finalized revisions to the Non-Haz-
ardous Secondary Materials (NHSM) Rule designed
to provide clarity on what types of secondary ma-
terials are considered nonwaste fuels and provide
greater flexibility in rule implementation. This final
rule classifies a number of secondary materials as
categorical nonwastes when used as a fuel and al-
lows for operators to request that EPA identify spe-
cific materials through rulemaking as a categorical

with public health groups, indus-

try and the public, the final rule
dramatically cuts the cost of im-
plementation by individual boil-
ers that EPA proposed in 2010,
the EPA states in a Dec. 21, 2012,
news release. “At the same time,
these rules will continue to deliv-
er significant public health ben-
efits. EPA estimates that for ev-
ery dollar spent to reduce these
pollutants, the public will see $13
to $29 in health benefits, includ-
ing fewer instances of asthma,
heart attacks as well as premature
deaths.”
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I c l Insurance Consultants, Inc.’

Insuring the Salvage & Recycling Industry Since 1976

Competitive Quote and ask Our Clients
about our Exceptional Service

401 N. Lindbergh Blvd., Suite 322, St. Louis, MO 63141
ph:314.994.1151 | tf: 800-449-1151 | fax: 314.994.7494
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Choice®

Please contact us for a

800-449-1151

www.InsuranceConsultantsinc.com

The rules set numerical emis-
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nonwaste fuel.

According to the EPA, implementing these stan-
dards will avoid up to 8,100 premature deaths, pre-
vent 5,100 heart attacks and avert 52,000 asthma
attacks per year in 2015.

In a separate EPA action in late December 2012,
to meet a court deadline, the agency issued final
amendments to the 2010 clean air standards for the
cement manufacturing industry. The final amend-
ments maintain the significant emission reductions
from the 2010 standards, “while providing industry
additional time to implement the revised rules,” ac-
cording to the EPA.

Reprinted with permission of the Recycling Today
Media Group, www.RecyclingToday.com
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Are You a Boss or a Leader and Why You Should
Establish a Zero Tolerance For

Bad Bosses Policy

Christine Corelli

In far too many businesses leadership has fallen by
the wayside. The economy, rising costs, fierce competi-
tion has caused most owners to have little, if any, time
to think about their ability to lead. While many busi-
ness owners are seeing some improvement, most are
trying to stay afloat. Those fortunate business owners
who are experiencing strong growth in spite what is oc-
curring are focused on continuing to grow and prosper.
Rarely do they stop and think about how much more
productive and profitable they could be if they stopped
and paid more attention to this critical area of business.

Smart owners however, have recognized that suc-
cess starts and stops with an organization’s leadership.
They know that no matter how smart their competi-
tive strategy may be and how creative their marketing,
advertising and promotions are, they can never accom-
plish their goals without a highly motivated staff. They

run their business on a basic business fundamental that
many business owners seem to forget: employee per-
formance is the key to success and long- term business
growth. Within the motivated employee are ideas, so-
lutions to problems and the ability to make customers
happy and keep them coming back to you.

Employee Motivation

In an ideal world, every person you hire is self-
motivated. The reality is that today people are working
longer hours and there may be little opportunity for ad-
vancement or an increase in pay. Thus, self-motivation
is scarce. It's up to you and your entire management
team to keep employees motivated to sell exceptional-
ly well and deliver the highest level of customer service
each day. This is not an easy task, and much depends
on how employees feel about their boss.
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The Boss vs the Manager vs a
Dynamic Leader:

Although these three roles are supervisory in na-
ture, they are distinctly different. Which one are you?

Boss

Simply put, a boss is someone who owns the busi-
ness or someone with a title who tells people what to
do. They pass out orders as easily as salespeople pass
out business cards. “Get those delivered!” “Take care of
that customer!” This approach is not very effective in
today’s world.

A boss is simply that. A boss. Interestingly, the
Number One cause of job dissatisfaction and demoti-
vated employees in America is working for a bad one!
Bad bosses micromanage people, show favoritism, talk
down to their staff, and shoot down ideas. They are
closed minded and their doors are closed to new ideas
and new ways of doing things. They don't care about
people, they only act as if they care, and their employ-
ees see right through them. There should be a policy
of “Zero-Tolerance for Bad Bosses” in every company.

Manager
A manager directs, decides, and interacts with his
or her staff to oversee operations,

that because they have a title, they don’t automati-
cally get respect. They have to earn it.

They earn it by demonstrating the core values of
honesty, integrity, respect, excellence in all they do,
and by appreciating people. They are fair and sup-
portive of their team. They care about their employ-
ees as much as they care about their best customers.
Asking questions and listening to employees is how
they keep them involved and engaged. They know
how to make their team feel as if they are working
with them and not for them. Any type of disrespect
is not tolerated. They also demand that all of their
managers are true leaders and lead in the same way,
regardless of the size of their company.

There are many essential facets to leadership excel-
lence. For now, answer these two questions:

1. Are You a Boss or a Leader?

2. Would you want to work for you?

If you have interest in leadership training, call
(847) 581 9968.

© Copyright, Christine Corelli & Associates, Inc. Offer-
ing Keynotes, Seminars, and Consulting on Topics for “Sales-
Service Excellence.” She has worked with numerous retail
organizations and is a popular speaker at retail industry con-
ferences. 10 learn more, call (847) 581-9968, or visit www.
christinespeaks.com

make sure customers are happy.
Regardless of what type of busi-
ness they work in, managers are ac-
countable to executives for results.

Dynamic Leader

A dynamic leader has a vision
of where he or she wants their
business to go. They eloquently
communicate their vision and
have an innate ability to moti-
vate, inspire, and influence their
staff to do what needs to be done
- and do it well. Smart business
owners practice dynamic leader-
ship and insist their managers do
the same. They also recognize

The best value. The best price. The best service.
When you need quality used auto & truck parts,

1600 NE 44th Avenue ¢ Des Moines, IA 50313

Phone: 515-265-5696

Toll Free: 800-717-6505
Fax: 515-265-0817

look no further than Trails End.

www.trailsendauto.com

Mike Swift « Steve Swift




MISSOURI AUTO & TRUCK RECYCLER
MEMBERSHIP APPLICATION

- 2 Why Should You Join?

Please Return to:
P.O. Box 1072 * The MATR retains the services of legislative counsel in Jefferson City
Jefferson City, Missouri 65102-1072 to monitor proposed new laws, changes in current laws and new
(573) 636-2822 regulatory proposal and rules changes.
Fax: (573) 636-9749 * The MAIR publishes a newsletter 6 times a year at no charge with
www.matronline.com the latest information on business tips on subjects ranging from
\. J insurance, to updates on new products and services and more.

*  The MATR maintains a worldwide web site at www.matronline.com featuring information about the industry
for consumers, a membership and associate member on-line roster with direct links to their web sites.

* The MAIR produces an annual convention & trade show featuring exhibitors showing off their latest

* The MATR maintains an office reachable 24 hours a day, 7 days a week by phone or fax

All this and more for only $400.00 a year!

Date of Application: New Member OJ Renewal O

Company Name:

Mailing Address:

City: State: Zip:

Business Phone: Fax:

Owner/Key Contact

E-Mail:

Active/Regular Membership: Ownership interest in an automobile and truck recycling business operated within the State of Missouri
and deriving a substantial portion of income from the sale and exchange of used automobile and truck parts provided, however, that a person,
who does not possess an ownership interest in an automobile and truck recycling business operated within the State of Missouri but who is
engaged as the full-time manager of such a business, shall with the written consent of the owner thereof not be denied membership.
Associate Membership: Any entity or person not meeting the eligibility requirements for active membership as herein above provided shall
upon the approval of the Membership Committee be eligible to become an Associate Member of the Association.

Please check one:

0 Regular Member $400.00 Make check payable to:
MATR
J Associate Member $275.00 PO. Box 1072

Additional Locations are charged $200.00 annually Jefferson City, MO 65102-1072

Signature: Date:

Thank you for your support!




MATR Regular MEMBERS

4-Auto Parts, LLC
(816) 256-4479

A1 Auto Recyclers
(573) 442-4343

Al's Auto Salvage & Sales
(314) 382-6112

Al's Foreign Auto Salvage & Sales, Inc.
(314) 382-5404

All Star Auto Salvage
(816) 921-9999

Archway Auto Salvage & Sales, Inc.
(636) 671-1120

Auto Parts Company
(636) 366-4966

B & B Import Auto
(417) 725-5296

B & W Truck Repair, Inc.
(573) 393-2357

Car Tech Advantage, LLC
(417) 862-1641

County Line Auto Parts
(816) 697-3535

Countryside Auto & Truck Parts
(636) 928-6792

Davis Auto Wrecking
(816) 229-3432

Delta Auto Parts & Salvage, Inc.
(573) 379-5438

E & J Auto Salvage
(636) 479-4132

Fierge Auto Sales
(800) 252-9025

Forty Three Auto
(417) 781-7904
Frontier Auto & Truck Parts

Higbee Auto Service
(660) 456-7201

Highway 160 Import Salvage, Inc.

(417) 725-4061

Hillsdale Auto Parts
(877) 385-9950

J.C. Auto & Truck Parts
(573) 735-4800

Jack’s Auto Salvage
(636) 947-6005

Johannes Auto Sales, Inc.

(573) 243-3506

Keystone Kansas City
(LKQ Corporation)
(816) 921-8929

Keystone Springfield
(LKQ Corporation)
(417) 582-1995

Keystone St. Louis
(LKQ Corporation)
(314) 298-7766

Late Model Auto Parts
(816) 483-8500

Liberty Auto Salvage, Co.

(314) 531-4141

LKQ Four States
(417) 624-8016

Mack’s Auto Parts, Inc.
(314) 638-5447

Meadows Auto Inc
(417) 491-4934

Midway Auto Parts, Inc.
(816) 242-0100

Modern Imports, Inc.
(314) 638-6040

Mott Auto

Nuelles 4x4 Salvage
(660) 584-7989

0-K Auto Parts, LLC
(314) 652-1144

Perrigo Body Shop
(660) 397-2195

Pick-n-Pull Auto Dismantlers
Kansas City
(816) 231-1618

Pick-n-Pull Auto Dismantlers
St. Louis
(916) 681-3463

Rascal Flats, INC.
(660) 388-6389

Rich Industries
(816) 861-3200

Rogers Wrecking & Salvage
(417) 532-3731

Sapulpa Auto Pool of Kansas City, LLC
(816) 380-5151

Sorrels Auto & Truck Parts
(573) 445-4451

Springfield Iron & Metal
(417) 869-7373

St. James Auto & Truck Parts, LLC
800-264-3294

T & L Auto Sales Salvage, Inc.
(816) 630-7530

Thompson's Auto Sales
(573) 223-7338

Trump Trucks
(660) 727-2387

West 7th St. Salvage
417-623-3255

Yancey Auto Sales & Parts
(573) 565-3508

(660) 359-3888 (417) 532-3914
Northside Auto Salvage & Sales
(314) 382-8989
Join us and just see

what we can accomplish together!

BE SURE TO CONSIDER ALL OF OUR DIRECT MEMBERS
FIRST FOR YOUR BUSINESS NEEDS
VISIT OUR WEBSITE FOR FULL CONTACT INFORMATION
www.matronline.com

Visit usi@nline at

www.matronline.com
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