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ship of the Missouri Auto & Truck Recycler Association

Super Legacy: Solving Family
Business Issues Leaves a Strong
Legacy

By Michelle Keadle-Taylor

May 1, 2013 - According to the Fam-
ily Business Institute in Raleigh, North
Carolina, approximately 30% of family
businesses in the U.S. will survive into
the second generation. Only 10-13%
of all family businesses are successfully
transferred to the third generation and
for fourth generation the number drops
even further to a mere 3%.

“Succession planning is a big issue
in the industry right now as many busi-
ness owners are nearing retirement and
wanting to pass on the family business
to the third generation,” said Eric Schulz,
co-owner of AAA Auto Salvage in Min-
nesota.

Published by popular web magazine
Company Founder, www.companyfound-
ercom, their article “10 Key Family Busi-
ness Issues” highlights some of the core
family business concerns that also mirror
ones those when it comes to succession
planning.

Some of these issues include:

* Lack of well-trained and well-quali-
fied future leaders.

*  Poor communication between gener-
ations and branches of family mem-
bers.

* No plan for exit and, if not for exit,
for effective succession.

» Lack of interest in the family business
from future generations.

» No clear-cut mission statement that is
understood and bought in on by all
family members.

* No representation from manage-
ment outside of family.

The National Federation of Indepen-
dent Business (NFIB) suggests that the
earlier you start planning for your succes-
sion the more chance of success you will
have. They recommend starting at least
10 years before you plan to retire.* They
give the following tips for successful suc-
cession:

* Decide on a Viable Successor.
Just because you want your son or
daughter involved in the family busi-
ness doesn’t always mean it’s the best

Super Legacy...continued on page 7
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Seamless management, workflow control and beyond!

$599 / month includes

e Checkmate — Full-featured management system includes ¢ Bidmate — Integrated buying tool

QuickBooks® integration, Real time eBay®, Real Time Barcoding, ¢ Partmate — Portable inventory tool

Images, Checkmate Workstation & more! ¢ Partmate Desktop Review

e Car-Part Gold Package including: e Order Trakker — Integrated production processing

Basic Web Service ¢ Roundtable Reports

Trading Partners e Car-Part Exchange yards (3)

*Setup fee & AlphaCom® required. Up to 7 users.
Training available. Advanced Bidmate, Crashlink,
Pro Brokers & ecommerce extra. Ebay charges also apply.

Car-Part Pro — upsell services to professional repairers & appraisers
Real Time Part Verification
Car-Part Messaging — Communicate in real time

For more info, call your friendly Car-Part salesperson at

Another innovative pPr oduct {?ﬂ% 859-344-1925 or visit http://products.Car-Part.com
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See http://products.Car-Part.com/training for more information!
Recycler
Management System

[¥] Check Management Sy
Checkmate Workstation

provides single screen access to Checkmate features including:

# Checkmate Image Tool — Vehicle and Part image
processing in Checkmate, Car-Part Pro™ and
eBay®.

# eBay high volume listing tool with images and
deletion upon sale

i Checkmate Dashboards — Real time snapshots of
your business'’s daily progress

# Salvage buying with Bidmate™, now with Car-Part
marketplace data representing $2.3 billion of

searches per month
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# Partmate™ inventory tool now with Desktop Review

— Managers easily review inventory before
displaying it in Checkmate

# QuickBooks® Graphical Accounting Integration

& Order Trakker™ production software with real time

barcoding for automatic processing

i Checkmate Roundtable Reports

859-344-1925

http://products.Car-Part.com




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: jheiman8912@att.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)
Mack’s Auto Parts
295 River City Blvd.
St. Louis, MO 63125
Phone: (314) 638-5422
Email: twinzen@aol.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@rich-industries.com

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 please 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
Lynn Thompson
Layout & Design

Executive Director

Newsletter content and association membership
inquiries should be directed to:

Randy J. Scherr
i 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 rights 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 its 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, commercial products, or techniques does not constitute endorsement or recommendation for use.




p—

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 laws and proposed rule
(573) 636-2822 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 MAIR 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: 1) Applicant must be any individual, corporation, firm, partnership, incorporated or unincorporated associa-
tion or any other legal or commercial entity with ownership interest in an automobile and truck recycling business operated within the State
of Missouri, 2) holds a valid Missouri salvage dealers license, and 3) derives a substantial portion of the income from the dismantling, and
sale and/or 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
and would otherwise qualify for membership, 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:

J Regular Memb 400.00
cguiar Member ¥ Make check payable to:
3 Associate Member $275.00 MATR
PO. Box 1072
Additional Locations are charged $200.00 annually Jefferson City, MO 65102-1072

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

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

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
0-K Auto Parts, LLC
(314) 652-1144
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 qsﬁﬁn\& at

www.matronline.com
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MATR Annual Meeting
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By Mark Baumgarten, Mack’s Auto Parts

Well, it’s that time of year again. It’s time to plan to
attend the MATR 2013 Annual Convention. Although
most of you reading this article have not attended this
event in years, this year would be a great opportunity
to come back. You will be able to reunite with fel-
low recyclers and members you haven't seen in years
and enjoy a yard tour of one of the most innovative
recyclers in our state. We will be visiting ].C. Auto and
Truck Parts for a behind the scenes tour and lunch.

Becky Thatchers House

Joining us for this short, fun filled, weekend is also
a great reminder of why we are and should remain
members of MATR. During some recent research, |
found that in Missouri there are over 1,500 registered
salvage dealers but only 53 regular MATR members.
Attending this convention would be a great opportu-
nity to preview what our association means to all of us
and give anyone interested in joining an opportunity
to do that also.

In conclusion, I am planning ahead to attend the
convention and looking forward to seeing old friends,
meeting new ones, and having a great weekend. | have
attended this event for the past 18 years with the same
core group of people. Every year we have some differ-
ent attendees and hopefully this year we will have even
more. The dates of this year’s convention are October
25-27, so don't delay and please plan on attending. Ev-
eryone, including our vendors, would be thrilled to see
some fresh faces and I'm sure you will be glad you came.

I would like to wrap up by giving a special “Thank
You” to our President, Brad Schwartz and all the board
members for their work this past year and into the future
and to Randy Scherr and his team for making MATR a
great organization and one we are all proud to be a part of.

See you in October, Mark

Hannibal might well have been just another medium-
sized river settlement, had not Samuel Langhorne Clemens
spent his boyhood here (Clemens renamed himself Mark
Twain). Although Hannibal does have other industries,
downtown is little more than a Twain theme park of muse-
ums, period buildings, and wax displays.

Hannibal’s riverside location and historical buildings
make it almost disturbingly picturesque. Squeezed be-
tween two steep bluffs, the once-busy community is now
quiet. Hannibal, known as Americas Hometown, keeps
the days of Mark Twain alive.

Tour Twain’s home, cruise the Mighty Mississippi, ex-
plore the cavesfrom Mark Twain’sbooks, visithistorichomes,

or attend one of the many festivals and relive the magic

of Tom and Huck.

Special Points of Interest

573-221-1656
573-221-1656

Mark Twain Cave:
Cameron Cave:

Mark Twain Riverboat

Dinner Cruise 800-979-3370

Mark Twain Boyhood
Home and Museum 573-221-9010
Becky Thatcher’s House 573-221-9010

Lover’s Leap (Hannibal
Parks and Recreation)

Specialty Shopping

573-221-0154
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Super Legacy...continued from cover

option. They suggest you try to remain impartial
and ask yourself if he or she is really interested in
taking over the business and also if he or she is re-
ally qualified.

* Mentor your next leader.

*  Keep employees in the loop. Make sure you
communicate clearly your succession plans and
even include some employees in the planning pro-
cess where needed.

* Create a clear timetable for succession. Some
dates to nail down include when you will retire
and when you will transfer ownership shares.

* Settle on a post-retirement role.

* Coordinate estate planning goals with the suc-
cession plan.

Ladies of the Automotive
Recyclers Association (LARA) Offers
Platform to Discuss Family Issues

The reported figures may be a little depressing but
ARA members have already shown that they are among
those businesses that not only survive a succession but
thrive following one. Many of ARA's members are sec-
ond generation successful business owners, who have
not only successfully taken over from their fathers, but
increased and expanded the business in the process. In
addition, LARA has taken an active role in forming a
family network group that offers an informal platform at
each convention to address family business issues.

“The Family Network Group was birthed after
an ARA member suggested we address not just the
women issues in recycling, but issues that affect the
entire family; in particularly the generational issues that
arise,” said Fran Reitman, President of ARA’s Educa-
tional Foundation. “There are always issues going on
in the family business, especially with retirement and
passing on to the kids.

The Family Network Group made their debut at
ARA’s 2012 Annual Convention in Orlando. Ginny
Whelan and Fran and Randy Reitman facilitated the
session, spiked with lively conversation about the chal-
lenges members were facing in their business.

[ [ “mjlﬂel’
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Leading by Example

Fran and Randy Reitman are one of the examples
of a family business that beat the odds and prospered
in its third generation and now they are preparing for
the future for a fourth generation transfer.

“Randy is the third generation of Reitman Auto
Parts and one of the main reasons the business grew
and prospered was due to his passion for the industry
and his relentless hard work,” said Fran. “We currently
have two of our sons working in the business with us
which gives us a lot to think about as we start early to
prepare for passing the business to the fourth genera-
tion.”

Reitman says that the Family Network Group aims
to provide a networking system to provide support as
future generations run into challenges.

“For us, during our transition time of taking over
the business, one of the biggest hurdles we faced was
the computerization of all of our business,” said Reit-
man. “The electronic age really transformed this indus-
try and we can run our business through our comput-
ers in areas we couldn’t before — like buying and selling
cars, parts, training, inventory and the list seems to go
on and on. | wonder what the next hurdles will be for
the next generation?

“I feel that another reason this Family Network
Group is important is because we need to keep our
industry alive,” said Reitman. “Many yards either
close or sell to a large consolidator when they are
ready to retire because their children are not inter-
ested in the business and there is no one to hand the
baton to.”

No-Heir Apparent

Cheryl Rash and her husband, Dan, have a long
time until they plan to retire but this is one of the chal-
lenges facing them. They have two children, who, for
the moment anyway, have chosen other careers.

Although the Rashs are first generation salvage
owners, their business grew out of the business they
purchased from Dan'’s father. Blue & Gold Auto Sal-
vage, Goose Creek, SC, started as an auto storage facil-
ity providing long- and short-term storage to military
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personnel, mainly Navy sailors. Dan ended up being
the son who willingly stayed behind and ran the busi-
ness for his Dad and other siblings while they were out
golfing and doing other hobbies.

“My husband started tinkering with cars when
business would slow down in between the time the
ships would come in,” said Rash. “One day my father-
in-law (lovingly) told my husband to either clean up all
the cars he was fixing and get them out of there or buy
the business. So, my husband bought the business from
him and the salvage yard started to grow.

“Eventually, as the Navy presence in Charleston was
reduced, the auto storage business wound down and
the auto parts salvage business increased,” said Rash.

“Today, we have successfully grown to 25 acres and
we have a business that we want see continue to future
generations. However, we also want it to be something
our children desire to do if they take the business over,
not just because it’s their parents’ business.”

Communication Crisis

Besides a lack of interest in the business by future
generations, another key family business issue is poor
communication between family members or branches
of the family. Often, this is accompanied by a lack of
clearly defined job descriptions, no exit strategy, and

August/September 2013
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no communicated mission statement to speak of that
is understood by all members of the family.

“Good communication is the starting point to all
said Jim Counts.
“The success of any business starts with clear and good

success in family business issues,”

communication that all family members and employ-
ees can clearly understand and also feel that they have
been able to voice their opinions and be heard. This
makes it much easier for everyone in the business to
enthusiastically be on the same page when it comes to
the direction of the business.”

Neil Nissenbaum, of Nissenbaum’s Auto Parts,
Inc., in Somerville, Massachusetts admits that clear
communication is something that their family busi-
ness has to continually work on.

“I feel like our biggest challenge with the family
business is getting everyone to talk together and re-
solve certain issues,” said Nissenbaum. “We can talk
about anything else without problem, but when it
comes to the business it seems like often we just can't
agree on anything. “

Nissenbaum'’s Auto Parts, Inc., established in 1910,
is currently in its fourth generation owned by Neil's
father and uncle. Neil represents the fifth generation to
be passionately involved in the family business.

Nissenbaum says that clearly defined job roles

would help the situation and that

communication issues slow the

B S
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www.InsuranceConsultantsinc.com

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

overall growth of the business as
the industry goes into the future.

“] think that if we had set job
roles from the beginning that
would make things a lot easier,” he
said. “But, years ago when the busi-
ness started, very few, if any, busi-
nesses had clear-cut plans with job
descriptions. You just got in, rolled
your sleeves up, and started do-
ing whatever needed to be done.
The business just kind of evolved
around that.

“Today, although we each have
certain jobs we do, there is still

overlap, due to the nature of the
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business. I think it would be helpful if we had regular
meetings once per month instead of when issues come
up. This climate makes change and moving forward in
agreement difficult and | think that can slow the busi-
ness going forward.”

According to Jim Counts, having a third party me-
diator come in and mediate the discussions between
family members can be extremely helpful.

“Selling or transferring the business to the next gen-
eration is something that needs considerable thought
and planning,” says Counts. “Most people will only do
this once in their lifetime and have zero experience in
how to accomplish it. This is one area where what may
seem like costly advice may be cheap in the long run.”

Doing it Right

Kristin Allen of Grassy Auto Parts, says she thinks
that her great relationship with her father, and not hav-
ing any other siblings involved in the business, helps
their family business.

“I feel that my Dad and I have a great working rela-
tionship,” said Allen. “I understand him. I do also have
another sibling and she isn’t in the business. I think that
makes it easier because when you have siblings work-
ing together, no matter how close they are, the poten-
tial for fighting and power struggles increase greatly.”

Allen says that even with a great relationship and
good communication most of the time, sometimes oth-
er things can cause a lack of communication.

“I know when it is best to step back on certain issues
and when to let my Dad know how I feel,” said Allen.
“Sometimes we have trouble with our communication
because we get so comfortable with the things that we
do that we don't always fill the other one in and that is
just because of a lack of time. Although we work togeth-
er, there are days when we really only speak in passing!
We both have lots of work to be done!”

Weller Auto Parts, Inc. is in its 81st year of business
and fourth generation. Skip Weller and his three broth-
ers are co-owners of the business after purchasing the
business from their father. Skip says there are several
reasons for the success of their business and the fourth
generation succession.

“I think there are several reasons our business has

Jiss¢ III‘I
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experienced pretty aggressive growth and been suc-
cessful,” says Weller. “My brothers and [ each head up
different divisions of our business and, although they
complement each other and are part of the same com-
pany, we work in different locations. I don’t think it
would work if we were all under one roof.”

Weller says they have one common vision and
each division of the business works towards that com-
mon vision. They meet every Monday to discuss issues,
share insight with each other, share accomplishments,
and give input to each other.

Another key reason for the success of the business
has been the employees, says Weller.

“Our employees have played a big, big, part of
building our business,” said Weller. “It wasn't just the
family members building the business, believe me, it's
been the dedicated work of our employees!”

Perhaps one of the most important reasons the
business has thrived is the attitude that Weller and his
family possess.

“It's important to our family that we remain good
friends and have fun together outside of work,” said
Weller. “I'd walk away from the business if it's going
to jeopardize that relationship. My brothers and [ are
all about two years apart in age and we have a strong
family relationship that our family feels is important to
preserve. As we prepare the fifth generation, we are
working with succession advisors to ensure that our
children remain best friends and value that relationship
more than the business, as well.”

Weller says there are currently two of his sons and
two of his brother’s sons working fulltime in the busi-
ness. To those in the business who are in the stages of
preparing the next generation he suggests giving them
some room to run with something, starting small then
increasing the responsibility.

“I think that it is a good idea to delegate areas or
tasks to your kids and let them learn how to handle
those responsibilities,” said Weller. “I'm not talking
about giving them the whole enchilada all at once, just
a few chips to start with, then take it from there.

For me, it's difficult to let go. If you give them
a little bit at a time, it will help you to keep your
sanity. It's also important to let him or her come to
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you and ask for advice, before you give it. It's also
important to listen to their ideas because when you
have given them room to grow they might discover
a different path for the business that just might make
it more lucrative. If we don’t stay open-minded, then
we might miss a great opportunity for our business
going forward.”

Lessons from a Generational Co-
Owner

Eric Schulz of AAA Auto Salvage, Inc. became a
co-owner through his wife, Amy, when his father-in-
law, Jerry sold the business to Amy, her brother, Pete
Anderson, and her cousin, Chris Anderson.

Schulz says that hands down one of the best deci-
sions they've made was to hire a General Manager from
outside the family. Patrick McKinney is the General
Manager of AAA Auto Salvage, Inc. and all of the co-
owners report to him.

“Patrick keeps us on edge and moving forward —
he has been a Godsend to our business,” said Schulz.
“We still have weekly manager meetings that Patrick
runs. We also have owners meetings, that include Pat-
rick and some other employees, where we discuss the
direction of the business. We have found that by in-
volving non-family members we keep the communica-
tion clear between all of us and the employees.

Schulz says that as with most family businesses,
they too have had their share of challenges but work-
ing through it made them stronger.

“We went through some pretty serious growing
pains and lack of direction that put us in financial dif-
ficulty for a time,” said Schulz. “We were faced with
difficult choices and I think having worked together as
a family through it has made us stronger and now the
sky is the limit! We've really done an amazing job to
turn things around. We've had employees who have
stuck around with us during the last nine years and
played a huge part in the turn-around.

“l think that one of the things I have learned is
when you are in a family business, it’s really important
to share the load that’s weighing on your shoulders and
not try to do it by yourself. | had a tendency to take on
issues without sharing information. 1 felt like I had to
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do it all by myself. Now I've learned to share informa-
tion and the workload too.”

Schulz says that the challenges they have faced has
helped them learn on a business level too.

“The challenges we faced taught us to really moni-
tor our short- and long-term Key Performance Indica-
tors,” he said. “We have learned that a little correction
now can make a big difference later.”

Schulz offers another piece of advice. “Work to live,
don't live to work,” he urges. “As owners of business or
even as employees, there’s a scary number of people
who live to work. A lot of people are working too
much and don’t leave enough time for the things that
really matter, like our families. When you work a lot of
hours it's your family that suffers. Take time for yourself
and your family and nurture what really matters.”

Reprinted with permission from ARA. Michelle Keadle-
Taylor is a freelance writer in Northern Virginia and a requ-
lar contributor to Automotive Recycling magazine.
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Criticism Need Not Be Critical

How to “Correct” Employees
By Christine Corelli

There are times when every manager must con-
front an employee who has been displaying negative
behavior, made a costly error, or is simply not perform-
ing up to speed.

Dishing out criticism, (or for a better term, “cor-
recting” performance,) can be challenging. If you han-
dle it in the wrong way, however right you are - you
can damage your relationship with the employee per-
manently as well as your ability to help them improve.
So while you may get the behavior change you want,
the cost will come high-a breakdown in your manage-
ment/employee relationship and the employee may
never give you their best effort.

The key is to correct negative behavior or poor per-
formance and at the same time protect the ego of the
person involved. The following tips will help you correct
performance in a positive, non-threatening manner.

* Privacy please! No one likes to be corrected in
front of others. While this might seem too obvi-
ous and unnecessary to point out, some manag-
ers confront people in front of others-making ev-
eryone uncomfortable. Some even direct critical
comments while in a group setting such as a team
meeting. Instead, arrange to see the employee
alone and when it is not obvious to others.

* Nip problems in the bud, but preface it
with a positive statement first, unless the
employee’s behavior is completely unac-
ceptable. If you've attended my “Are You a
Boss or a LEADER” program, you may remem-
ber me stating that managers should always nip
problems in the bud. If you don’t, problems
fester. But if you begin a conversation with a
negative statement, you immediately invite the
person to put up their defenses. Talk to them

about what they are doing right. For instance, if
you begin a conversation with, “Why the heck
was that report late?” You will be intimidating.
Instead, try this: “Tom, I can always rely on you
and [ appreciate your hard work. When a re-
port comes to me with mistakes, I have to send
it back for corrections. Can you tell me what
happened on that last report?” (Listen) “Okay,
can | rely on you to double check your work
the next time? Thank you.”

e Strive to make the criticism impersonal.
Ciriticize the act, not the person. Unless the

Quick Pay & Top Prices
Since 1936

We Buy: All' Metals including...

Insulated! Copper Wile
Alumlinum & Brassi Radiators
Alumlinum Wheels

Catalyticl Convelrters
Sitariters 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 |
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person is damaging employee morale, or caus-
ing problems with customers, don’t focus on a
personality trait. This requires that you report
what you see, rather than what you feel, or your
interpretation of events. Since you're looking
for a particular behavior change, focus the criti-
cism there. Avoid saying, “Joe, your constant
complaining is affecting everyone around you.”
Say something like, “Joe, we're all working hard
in this department. We need to be supportive
of each other. Can I rely on you to encourage
those around you and not discourage them?”
(Not your style to be so nice? People are frag-
ile - even tough guys. You will get better results
if you use tact and diplomacy.)

Supply positive feedback. A person needs to
see that if performance or inappropriate behav-

-
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vehicle reporting and more.

Free and Full Service NMVTIS reporting
Venhicle History Reports with Lien & Theft data
Owner/Lienholder search in 25 states

Enter Promo code RJMC13
to receive $50 off account activation.
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For additional information, visit ADD123.com
or contact us at salvage@addl23.com

i) AutoDataDirect,Inc.
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ior is corrected, you'll take notice. “Tom, great
job. It was a tough situation,” will give Tom posi-
tive motivation to perform well. If it doesn’t you
need to work harder to bring him around.

* Ask for, don’t demand it. Even if the per-
son you need to confront is a subordinate,
it's never wise to demand that they change
their behavior, unless of course, you have
had to confront them more than twice for
the same issue. “Beth, you took a two hour
lunch when we're swamped! Don’t ever do it
again.” You may be well within your author-
ity to demand someone change a behavior,
but by doing so, you will create more hostility
than you need to. “Can I rely on you to...” is

a phrase that works for most managers. For

example, “Beth, you came in two hours late

when we got really busy. Was there some
reason?” Then, always follow it with, “Can

[ rely on you to be on-time from now on?”

*  One “correction” to any offense. There may
be multiple problems associated with a particu-
lar act, but if you bring them all up at one time,
you're less likely to get the results you would
like to see overall. Pick the most important
behavior and work on that first.

* Finish in a positive manner. When you are
finished talking with the person, strive to main-
tain a positive working relationship. The indi-
vidual needs to be comfortable with you and
hopefully, not take issues between you person-
ally. End the confrontation with an expression
of faith and confidence in the individual. Do
everything possible to preserve the individual’s
self-esteem and self-image.

It’s not easy to correct performance with enough
firmness to elicit positive change and enough tact to
protect egos. It requires “people skills.”
rule of thumb to follow.

Whenever you need to correct someone, leave
them with the feeling that they have been helped.”

Here's a
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Need a consultant to assist you in these areas?
Call now: (847) 581-9968 or email me cc@christine-
speaks.com

© 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
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MEMBERS

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

Alter Metal Recycling
Council Bluffs, 1A
(712) 328-2601

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

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

Car-Part.com
Fort 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, IA
(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 y




No Thaw Yet
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The increased shredder population not only bites into flows but into
profitability as well, a recycler in the southeastern U.S. contends.

By Recycling Today Staff

MAY 6, 2013 - As March tured to April, ferrous
scrap recyclers hoping for renewed scrap generation or
a heating up of bidding for scrap were disappointed with
activity in the first half of the month.

“Scrap flows have been tight up until now—worse
than in previous years,” says a scrap processor in the east-
ern U.S. “With prices falling in April, I don't expect flows
to improve much even with the spring season.”

A ferrous scrap buyer in the Southeast paints a sim-
ilar picture. “Scrap is extremely tight” he comments.
“Spring is not bringing forth additional scrap as we had
hoped,” he says as of mid-April. “Obsolete scrap is in
very short supply.”

Making matters more difficult, he says, is an increas-
ing number of shredding plants in his operating region.
“Factoring in the new shredding capacity that has come

online since the fall of 2008, our average daily buy is off
over 50 percent compared to five years ago.”

The increased shredder population not only bites
into flows but into profitability as well, he contends.
“Add to that the margin squeeze we are in because of
that new competition, and we are finding it very dif-
ficult to turn a profit.”

Another ferrous scrap buyer with accounts
spread throughout the southeastern and southwest-
ern U.S. reports mixed results. “As far as the spring,
the best description is mixed,” he comments. “There
are some [generators] who are steady but not sig-
nificantly ahead of average. There are other manu-
facturers who are at slightly below-average produc-
tion and not expecting much improvement in the
months ahead.”
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The regions he serves with an active
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Scrap shippers contacted

energy sector seem to be faring a bit bet- APRIL 2012 AMM by AMM described domestic mill demand as

ter. “Oil and gas customers are among the MIDWEST SCRAP off by from 10 to 20 percent in early April

exceptions, as they are quite busy,” he says. INDEX PRICING compared with March. Those same shippers
Another southern recycler, this one in No. 1 Heavy looked at soft export demand (caused in part

the Carolinas, also is concerned about scrap Melting Scrap by a strengthening U.S. dollar) and concluded

flows. “Obsolete scrap flow is just about ob- $359.59 that prices were not likely to improve because

solete,” he says. “It is very slow on the retail No. 1 Busheling of the lack of bidding between export brokers

side, and we are starting to see a slow decline 939715 and domestic mill buyers.

on the industrial side right now also,” he re- Shredded As ferrous scrap recyclers and steel mill

ported as of mid-April. $388.89 buyers were negotiating in early April, fig-
As is typically the case in such a market, ures from the American Iron and Steel Insti-

his company is going farther afield for scrap. APRIL 2013 AMM tute (AISI), Washington, D.C., showed that

p . . U.S. FERROUS . . .

We are managing to stay busy with a lot more domestic steel output rose slightly in the

. . . SCRAP EXPORT .

work and going out farther to get it. Margins INDICES first full week of April.

are slimmer also because of the competition According to AlS], for the week ending

and everybody fighting for any tons they can EI'::;SCL?";_ Apiril 6, 2013, domestic raw steel production

get their hands on right now,” he continues. s was nearly 1.86 million net tons, representing

: L $375.58 L :

I'm glad I don't own a shredder in this part a capability utilization (capacity) rate of 77.6

of the country,” he adds, hinting that the pres- HMS 1 & 2,, percent. That represented an increase of 2.1

. . West Coast . .
sure to keep a shredder fed is considerable. $374.83 percent from output in the previous week

North of the Mason-Dixon line, an Ohio
ferrous scrap buyer chimes in with a similar
report, but also a little bit of optimism as the

(ending March 30, 2013), when production
was 1.82 million tons and the capacity rate
was 75.9 percent.

While this ideally represents a positive trend, the 1.86
million tons produced the first full week of April 2013 are
less than the 2.01 million net tons made in the compa-
rable week (ending April 6) in 2012. That drop represents
a 7.7 percent decrease year on year and a capacity rate
drop from 80.9 percent in 2012 to 77.6 percent this year.

Reprinted with permission of the Recycling Today Media
Group, www.Recyclingloday.com.

Midwest tries to leave winter behind. “Scrap flow has
been very slow—very,” he reports in mid-April. “We see
with the weather getting better that flows are picking up,
so I'm very encouraged.”

Early April pricing, unfortunately for processors, re-
flects a demand scenario that was as lackluster as the sup-
ply picture. American Metal Market (AMM) reports in April
that export buying off the East Coast was “at a standstill”
as “Turkish mill buyers failed to return to the docks,” even
after ferrous prices fell by some $20 per ton.

Pacific Coast bulk exporters did have a few orders
to fill, according to AMM, with one exporter sending a
bulk load to South Korea and a second vessel to Malaysia.
Each of those buyers reportedly paid more than $400 per
ton for mixed loads of No. 1 and No. 2 heavy melting
scrap (HMS).

AMM's Midwest Ferrous Scrap Index pricing, re-
flecting domestic steel mill transactions, fell by about
$20 per ton for No. 1 busheling, shredded scrap and
No. 1 HMS.
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Join noted industry, technology and Hollander experts and peers for
two-and-a-half days of learning, networking and business building.

Choose from more than 25 information-packed sessions across four learning tracks:

- Industry and technology trends - Maximizing profitability
- Growing your business - Practical applications
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SpOT TODAY!

TO REGISTER, VISIT [follandcrParts ...
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