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Being a Member Has its Benefits!

sLegislative Power

Become part of a
dynamic organization
of your friends in
the business.

FADRA,

making a difference in the
automotive recycling industry.

Call Kim Today 407-614-8354

*Industry Information
*Business Opportunities
eConnectivity

*Annual Convention
*Education Sessions
*Scholarships

*Coupon Book worth up
to $9000
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PRESIDENT'S MESSAGE

Forrest Gump sure had it right when he said, “Life is like a box of chocolates; you
never know what you're going to get.”

As | reflect upon this year, that saying comes to mind. We make plans, put into action
what we think will be the best strategies for ourselves and our businesses, but you never re-
ally know how things will turn out. Sometimes you just have to do the very best you can do
- what do they say? Give it that ole college try and then accept the outcomes even when they
aren’t what we expect or what we want, or sometimes they may not even make any sense or
be fair.

For me this year, I'm very humbled and pleased to say, | was able to accomplish a major
professional milestone that has significant personal meaning to me. I've worked in the family
business since the 1980s. In 2004, my grandfather, Asa McMillon, and father, Milton McMil-
lon, allowed me to purchase stock in the family business. Although both worked and were
very hands-on in their day, my grandfather essentially retired his work boots in the ‘80s and my father hasn’t actively
participated since 2004, although he has continued to hold shares of stock in the business. | was able to purchase the
last of those shares this year, making me the sole shareholder in the business. I've worked hard throughout the years,
been dedicated, made sacrifices, and it is really a great, satisfying feeling. So, yes, I'm proud of this and | wanted to
share it with you. But I'm not blind to the fact that the outcome could have been different, delayed, unforeseen.

Tim McMiillon
M&K Auto Recycling

My wish for you as we embark upon a new year, is that your best laid plans, the ones you work so hard for day
in and day out, come to fruition. That health, happiness, and prosperity are all yours in 2016. But if you do get that
one chocolate, you know the really gross one that no one will eat...chew it up, force it down, and wash it away with
something strong. Then try something else in the box - they’re not all bad, right?

Merry Christmas and Happy New Year to all!
Tim McMillon, FADRA President

—— Calendar \

January 26-27, 2016

4 FADRA Legislative Days
At thie Holiday Seagon, our thoughte turn gratefully to our memberg il -
for their cupport and dedication to FADRA over the past 40O Years. ‘ April 2-7, 2016

ISRI Convention & Expo

[n warm appreciation of our agsociation, | Las Vegas, NV
we extend our Begt Wigheg for a )
Merry Chrigtmag and Happy New Year April 28-30, 2016
filled with Peace, Joy and Succegs. URG Training Conference

Hyatt Hill Country Resort

The FADRA Board of Directorg San Antonio, TX

July 28-31, 2016

FADRA Annual Convention
Hilton Lake Buena Vista, Or-
lando FL

October 26-28, 2016
ARA 73rd Annual Convention
Baltimore Convention Center
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BEHIND THE WHEEL: EXECUTIVE DIRECTOR'S REPORT

By Kim O’Dell, CMP O’Dell Group Management, FADRA Executive Director

myself.

| hope you are enjoying the holiday season and not too stressed out about getting the
right presents and working on your year-end processes for your business. | always treasure
this time of year, but sometimes it can make you pull your hair out. This issue is devoted to
articles that help you take stock of the future, protecting your assets or making the transition
to new ownership, either a family member or someone else. This is a time when we reflect on
what we have, what we want, what we treasure, and what we can do without. What can we
change, and what can we do better in the coming year. I'm trying to figure those things out

As for FADRA, we're going to hit the ground running in 2016, beginning with our Legis-
lative Days on January 26-27. The session starts early this year, and we're going with the flow

and getting in to see our legislators early on to talk about our key issues. FADRA broadly represents the state’s auto
recyclers, but it's the individual members who make an impact by coming to Tallahassee to speak in person to legisla-
tors. Please take the time away from your business and you will be rewarded many times over.

Below, please find a continuation of our series on FADRA history. Merry Christmas and Happy New Year!

1991

e Crow-Segal added a FAX machine to its
office equipment and a full-time editor
for the FADRA News.

¢ Although the Insurance Trust had been
dissolved, an outstanding claim for a se-
rious injury that had not been paid elic-
ited a lawsuit against the trust, FADRA,
and FADRA trustees and management.
The suit was ultimately dismissed,
though not without significant legal
fees for FADRA.

e Three regional meetings of FADRA
members were held to build interest in
and support for the association. Atten-
dance was high.

e |t was agreed to grant a discount on
dues to multi-yard owners whose yards
join FADRA.

e A subcommittee was formed to study
Workers Compensation insurance, with
Steve Holland as Chairman.

e Freon certification and recycling became
a major issue as further Freon produc-
tion was banned by the U.S. govern-
ment because it contributes to ozone
destruction.

e Annual Convention: Daytona Beach
Marriott, Daytona Beach, FL

1992

e FADRA became the first association to
hold a “Train the Trainer” electronics
seminar.

e Storm Water Runoff Certification was
required by the EPA and Florida DEP.

e FADRA sent a letter of support to Ben’s
Auto Parts in Homestead, whose yard
was destroyed by Hurricane Andrew,
one of the worst in Florida history

e Strong convention income greatly im-
proved FADRA's financial stability, rising
to $11,518.32 in total assets from less
than $2000 the previous year.

¢ Annual Convention: Sheraton Sand Key
Resort, Clearwater Beach, FL

1993

¢ ADRA (The Auto Dismantlers and Recy-
clers Association) formally changed its
name to ARA (Auto Recyclers Associa-
tion). FADRA retained its traditional
name.

¢ FADRA ranked fifth in the nation in pre-
mium collected by the CAN insurance
program, with rebates paid annually to
participating members.

e FADRA' total cash assets reached
$29,400.28.

¢ Annual Convention: Sheraton Sand Key
Resort, Clearwater Beach, FL, in a joint
meeting with SARCATS

1994

¢ Southeast Long Line (SELL) and the
Southern Elite Line merged.

¢ FADRA participated in a program with
Special Olympics that would donate
proceeds from donated severely dam-
aged cars to the program.

e FADRA entered into an agreement with
AT&T that encourages members to use
AT&T phone services on a discounted
plan, in return for an annual $1000
payment to the association.

e Annual Convention: Sheraton Sand Key
Resort, Clearwater Beach, FL

1995

e ADP Hollander purchased Auto Info,
Compass, and Orion, bringing upon
itself antitrust action by the federal
government and a lawsuit by ARA that
was settled.

e Led by Karen Chapman, FADRA inves-
tigated creating a self-funded Workers’
Comp insurance program, but deter-
mined it was unfeasible.

e The Florida DEP worked with FADRA to
create a “Best Management Practices”
document.

e Annual Convention: Daytona Beach
Hilton, Daytona Beach, FL. ARA met in
Tampa, FL.

1996

¢ National title reform legislation pro-
posed by ARA was introduced for
the first time, HR 2900 and SB 2030,
although it did not pass.

® Bo Wroten organized meetings be-
tween auto recyclers, body shop own-
ers, and insurers to discuss problems
concerning use of LKQ parts, ghost
inventory, and accountability.

® Mark Schwab of Auto & Parts created
the first FADRA Web site.

e Annual Convention: Hilton Oceanfront
Resort, Daytona Beach, FL.

1997

e A new Workers’ Comp Committee was
formed to try to change the classifica-
tion of auto salvage yard workers.

¢ Total assets were $30,169.20, a new
high.

¢ Annual Convention: Sandestin Beach
Hilton Golf & Tennis Resort, Destin, FL

www.fadra.org
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Car-Part.com Announces Part Images in
Search Results, MyPartsApp for Recyclers

Online customers can now see recyclers’ Part Images while
shopping in the Car-Part Pro marketplace. Part Images are also avail-
able in search results on Car-Part.com, Trading Partners, and recycler
websites, as well the new MyPartsApp, which provides customized
apps for recyclers. Jeff Schroder, CEO of Car-Part.com, unveiled these
features recently at the Car-Part Industry Conference and the Auto-
motive Recyclers Association (ARA) Annual Conference/Expo.

The Part Images feature is a natural complement to the ARA
part grading and detailed part descriptions that recyclers already
provide in Car-Part.com marketplaces. When a customer searches for
a part, available Part Images are automatically included in the part
description, right where they’re needed. Part descriptions include
thumbnails of the primary Part Image, and clicking a thumbnail
opens a gallery of all available photos for that part. Part Images pro-
vide customers additional verification of a recycled part's quality and
the accuracy of its listing. For customers, it's the next best thing to
seeing the part in person!

Part Images are also live in MyPartsApp, a new service by
Car-Part.com providing individual recyclers with their own mobile
apps for smart phones and tablets. With MyPartsApp, a recycler’s
app helps customers search the recycler’s inventory, and even scans
the VIN barcode to search by VIN! MyPartsApp not only provides a
customized downloadable app, but it also includes a bonus mobile
search page at no additional charge. MyPartsApp features the same
streamlined, user-friendly interface as the newly redesigned Car-Part
Pro and Car-Part.com apps, which have been optimized with an
enhanced workflow for multi-part searches.

Jeff Schroder, CEO of Car-Part.com, said:

“We are constantly striving to give recyclers more ways, and bet-
ter ways, to sell parts. That's why we're so excited about these new
features! We've proven the success and impact of Part Images with
collision customers in Car-Part Pro, and are proud to bring this tech-
nology to other marketplaces like Car-Part.com, Trading Partners,
and recycler websites. These Part Images are powerful selling tools
when combined with ARA part grading, giving customers yet anoth-
er way to verify a part’s quality, and making them more comfortable
with their decision to buy a recycled part. And we're equally excited
to announce MyPartsApp, which allows recyclers to take advantage
of our mobile-friendly part search workflow for their own individual
businesses.”

For more information about Part Images, visit http:/Products.Car-
Part.com/Images. For more information about MyPartsApp, visit
http://Products.Car-Part.com/MyPartsApp.

FADRA Members Attend ARA

Several FADRA members joined auto
recyclers from throughout the country at the
2015 ARA Annual Meeting on October 7-10
in Charlotte, NC. Mike Gagel, Steve Holland,
Gary Lindros, Jr., Jason Grady, Bob Eubanks,
and Billy Glueck, Jr. represented our associa-
tion at this premier industry event.

“The ARA Convention was outstanding
this year,” Steve said. “Some of the speakers
blew my mind. Bobby Triesch, VP of Opera-
tions with Newell Recycling talked about the
world scrap industry and the falling prices.
He said that scrap prices are the lowest
they’ve been since the 1960s. He provided a
lot of fascinating information.”

“I went to ARA with a different attitude
this year,” said Mike Gagel. “I've gone so
many times and I've always attended the ses-
sions, but often because you're supposed to
and not always paying the kind of attention |
should. But my bottom line hasn't been what
it should be the past couple of years and |
think I had gotten a little complacent. So |
went to FADRA and ARA determined to learn
as much as | could from the seminars. And |
really did. The speakers were excellent and |
brought back some good ideas | could use.”

|
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Junior Wilkerson Hits 40 Years in the Industry

Steve Holland reported that General Manager Junior
Wilkerson celebrated his 40™ anniversary working in the
auto salvage industry. Johnny Castellano first hired him
at American Auto Salvage in Riverview. He then went to
Adams Auto Parts in Tampa, owned by Jack Nosbush,

(a non-FADRA member), before joining Brandon Auto
Salvage in October 1980.

“Steve gave me two cakes to celebrate my anni-
versary,” Junior said. “They were trying to kill me with
sugar.”

“I'm very excited about [the anniversary],” he said.
“I don't plan to quit until I can't work anymore.”

“Much of the success of Brandon Auto Salvage has come
from with the dedication that Junior holds in his heart for
people and our business,” said Steve Holland. “Whether
he is serving a customer or encouraging an employee to
be the best in life that he or she can be, Junior is a pillar
of support. He and his family are like kin to the Anderson
and Holland families. They have taken care of our kids
when we would attend conventions or other occasions.
Junior is a special individual who you can depend on
when in need.”

Jim Kincaid of Loetscher’s Auto Parts shared a
memory. “The first memory | have of Junior was when
| was roughly four years old. We were at a salvage Yard
and Junior poked his head through the passenger side
window of my parents’ car and said, ‘So this is the little
cowboy.” Not that that is pertinent but | wanted to illus-
trate that the first memory | have of him was at a salvage
yard. That was almost 40 years ago.

“We live in a fast-paced society where people
change jobs at a rapid rate,” Jim said. “This is either be-
cause of business closures or a sense of instability within
a company that causes employees to search elsewhere
for more stable employment. Junior has worked in this
industry for four decades and weathered three major
recessions. He has shown that this industry is stable
enough to weather hard times and changing economic
climates. He is partly why | am currently working in the
salvage industry.”

Junior joined the business somewhat reluctantly,
and remembers that auto salvage yards had a rather low
reputation when he got started, both for the people who
worked in them and the customers. “Junk yards were

looked at as a low-food-chain world. People didn’t real-
ize how much wealth was in salvage yards—more than
today in some ways.

"| started with American Steel and then American
Can. My wife's father was an executive with American
Can and we moved briefly to Mississippi before moving
back to Riverview. Johnny Castellano lived there and kept
coming by my house to ask me to work for him. | wasn't
interested at first—I wasn't a car person and not that
interested in cars—but | kept getting laid off at American
Can and | finally gave in. | became the first customer ser-
vice representative—what we now call outside sales—in
the area. After a short time | replaced a guy as a man-
ager.

“Johnny was a visionary in the industry; he was
extremely organized and had every car completely inven-
toried on cards before it entered the yard. We did that
every day. He used to hand out brochures to customers
about saving electricity and about how much energy was
saved by recycling auto parts. That was also unusual back
then. He helped me a lot. | was just talking to Johnny
recently and told him he forced me into the business.”

After a year, Junior joined Jack Nosbush and Adams
Auto Parts on Highway 301. “Jack is a very independent
person and also a very good recycler. | got in when he
just bought the place, with a check he had to ask the guy
to hold for two weeks. In four years, we built it up to a
$100,000 a year business. | promised him I'd stay a year,
and ended up staying for four. | used to meet Steve Hol-
land at the Sadisco auctions and we became friendly, and
| saw an opportunity with him to help another business
build from the ground up, so | started there in 1980.

“Probably the biggest change in the business I've
seen is when we went to computers and what we need
to do now to pull people in for sales. If you don’t show
them a part on the computer, they won't call us. It's
harder for smaller companies to compete. A lot of con-
sumers don’t know that we can find something that fits
their needs that may not be listed. Dealing with people,
though, isn't that much different. The dollar value of
parts now makes them more careful and want to be
handled differently.”

www.fadra.org



"DORMAN: STOCK UP NOW

NEW SINCE 1918 on the latest products from Dorman

Interchange No.
560-8075

PRODUCT OFFERINGS:

Steel Wheels
Over 30 part numbers including:
+939-101 covering Malibu 08-12 17, fits interchange # 560-8075

N p A
Center Console Lid Repair Kits 7 <
Over 6 part numbers including: Dorman No. ~

+924-811 covering GM Trucks 01-07 and 07-13, 3 colors, 2 models 924811

Remanufactured Hybrid Drive Batteries

Over 10 part numbers including:

+ 587-001 covering Toyota 04-09 Prius featuring all pre-programmed plug and |
play electronics, fits interchange # 600-103 .

Control Arms
Over 50 part numbers including:

+521-880 covering Ford Five Hundred, Ford Freestyle, Mercury Montego
Interchange No.

Handles 600-103
Over 3,300 part numbers including:

+ 80374 covering GM Silverado 07-11, a kit which allows you to replace
inside handle

Spare Tire Hoists u
Over 18 part numbers including:
+ 924-510 covering GM Trucks 03-13 000

o000
e
L L L

And More somanti

Interchange No.
512-1449R

Dorman No.
924-510

visit

DORMANPRODUCTS.COM

for complete details!

« Search for Non-Interchange Parts by Year, Make and Model - 24/7 Online Ordering Available
- Same Day Shipping on Orders placed by 4:30pm EST « Now Open 8am-6pm EST

Corporate Office and Customer Service: 1-800-848-4850

New Product Idea Hotline: 1-800-336-3575 WWW. Dorma n Prod u ctS.com

© 2015 No reproduction in whole or in part without prior written approval.




LEGISLATIVE UPDATE

By Steve Holland, Brandon Auto Salvage, Legislative Chairman

FADRA is gear-
ing up for a very
active Legisla-
tive Session in
January 2016.
| hope you
plan to attend
our Legislative
Days on Janu-
ary 26-27. We
use your time
as efficiently as possible so you're not
gone from your business too long and
you will be doing an invaluable service
to the industry. We also have a lot of
fun, believe it or not. It is truly an ex-
perience worth your time visiting our
state capital and meeting your legisla-
tors. Please contact Kim at the FADRA
office and make plans to come with
us.

This year, we are working on
several Bills that affect our future and

can benefit us. The first is an adver-
tising bill promoted by the Profes-
sional Wreckers of Florida (PWOF) that
regulates who can place advertising
for and purchasing of salvage vehicles
other than a personal and private
sale. Rep. Bob Cortes (R-Altamonte
Springs), who has owned Cortes Tow-
ing since 1990, will file this bill, which
takes aim at the unlicensed people
who post signs advertising “We Buy
Junk Cars.”

This bill will require “that a
person or entity that advertises the
purchase, sale, transport, delivery,
removal, or receipt of a salvage, der-
elict, junk, or wrecked motor vehicle
obtain a National Motor Vehicle Title
Information System [NMVTIS] regis-
tration number and a motor vehicle
dealer license or a secondary metals
recycler registration before posting
or displaying such advertisement.” It

also prohibits salvage and scrap yards
from securing the services of a tower
to collect such vehicles from persons
who lack the proper licensing, and as-
sesses criminal and financial penalties.

The second bill (SB 566) is pre-
sented by LKQ for the purpose of
enabling a third party to create a
DMV database of names of persons
or businesses that purchase or sell sal-
vage vehicles in Florida. DMV's com-
puter systems are woefully behind the
times and law enforcement isn’t able
to access all NMVTIS data, so we'd
like to The NMVTIS reporting process
has been in Georgia since 2012 and
working great for them.

If you hear of any bills that affect
our industry, please contact me at
813-685-0375 or steve@brandon-
auto.com immediately. Sometimes
the Legislature moves fast, so time is
important.

CORE
Management —
Solutions




Lobbyists and
Governmental Consultants

Business and Commercial
Litigation

Insurance Law and Litigation

Insurance Compliance and
Regulatory Law

Transactional and Business Law

Employment Law

Administrative Law

s
A\

COLODNY FASS

Proudly Representing the
Florida Auto Dismantlers
& Recyclers Association
to Florida Government

“From the Capitol to the Courthouse”™

For More Information, Please Contact:
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LEGISLATIVE SESSION REPORT

Inside Scoop on the 2016 Florida

Legislature

By Trevor Mask, Colodny Fass

The 2016 Florida Regular Legislative
Session will begin earlier than usual.
Normally, session begins in early
March and concludes in early May.
This year, however, the Session

will begin on January 12 and
conclude on March 11 thanks to
legislation passed in 2014. Florida’s
constitution requires the session
start in March in odd-numbered
years but leaves it up to the legislature to establish the
dates in even-numbered years. Leading up to the Session,
the legislature has been holding and will continue to hold
interim committee meetings. During these meetings, the
legislators will begin to shape the agenda for the Session.
Some of the issues are beginning to crystallize, while
others are less certain.

Before previewing the 2016 Session, let's take a brief look
back at 2015. The 2015 Session came to an abrupt end-
ing as the House adjourned three days early, leaving many
bills pending and ultimately dying. The legislature failed
to reach a deal on the budget during the Regular Session,
which is the one bill that is required to pass. As a result,
the legislature convened a three-week Special Session in
June to work exclusively on the budget. They ultimately
approved a $78.8 billion budget.

The legislature held two additional special sessions on
redistricting. In July, the Florida Supreme Court ruled that
eight Congressional districts must be redrawn because, in
part, the maps violated the Fair Districts amendment to
the Florida Constitution. This decision also prompted the
state Senate to redraw their maps. Following each special
session on redistricting the House and Senate were unable
to agree on the same Constitutional map. The result was
due in large part to the political dynamics and ideology on
what is constitutional. As a result of the inaction by the
legislature, the Courts will draw the maps. At the time of
this writing, the outcome of what the maps will look like
is unknown. How they are drawn could change the party
make up in both Congress and the state Senate. It seems
likely the map issued by the Court in the Florida Senate
will favor the Democratic Party leading them to pick up
additional seats. Currently, the Senate is comprised of 26

Republicans and 14 Democrats. The Florida congressional
delegation is comprised of 17 Republicans and 10 Demo-
crats.

Recently, a four-year battle for the Senate Presidency for
the 2017-2018 term was resolved. Senators Joe Negron
and Jack Latvala each held a large block of Republican
pledges that sharply divided the Senate. Senator Latvala
finally conceded to Senator Negron in early November,
months after Senator Negron announced he had secured
a majority of the pledges need to win the Presidency.
Out of the deal, Senator Latvala will chair the powerful
Appropriations Committee. The resolution of this contest
should ease the political tension the Senate has been
under, which has led to more gridlock than usual.

2016 marks the final Regular Session for House Speaker
Steve Crisafulli and Senate President Andy Gardiner. The
state budget will again be a major focus of the Session.
Governor Rick Scott has proposed a $1 Billion tax cut
package. He is seeking to permanently repeal the cor-
porate income tax, reduce the sales tax on commercial
leases, repeal the sales tax on equipment purchased

by manufacturers, provide a 10-day sales tax holiday

for back-to-school items and nine-day holiday for hur-
ricane supplies, and extend the sales tax on college text
books for one year. It is unlikely the legislature will pass a
budget including all the tax cuts he is seeking, but he will
likely get something.

Speaker Crisafulli continues his focus on a statewide
policy to preserve Florida’s water and natural resources.
One measure moving through the legislative process
(House bill 7005 by Representative Caldwell) does just
that. Critical provisions in the bill have garnered support
from key House and Senate members as well as Agricul-
ture Commissioner Adam Putnam and other interested
parties. The bill addresses public lands, Florida Springs,
the Everglades, water conservation and supply, and other
environmental issues.

President Gardiner continues his support for persons with
disabilities. Several bills he strongly supports are moving
through Senate committees leading up to Session. These
legislative proposals recognize businesses that employ
persons with disabilities, create a financial literacy pro-

www.fadra.org
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grams for persons with disabilities, and require inter- Be on the lookout for legislative alerts this Session as we

agency cooperative agreements to ensure a long-term will call on YOU to participate in our grass roots activities
commitment to improve employment opportunities for when issues impacting our industry are addressed.
persons with disabilities. Thank you for your involvement in FADRA and your par-
Your FADRA legislative team is preparing for a very busy ticipation in the legislative process. Your input and voices
and productive Session. We expect to see several pieces are critical to the success of our industry in Tallahassee.

of legislation affecting the automotive recycling industry.

Make Your Presence Felt in Tallahassee!

SIGN UP NOW FOR FADRA LEGISLATIVE DAYS

When legislation affects our industry, it's vital to have an existing
relationship with legislators. For the last seven years, members have
gone to Tallahassee to meet with legislators in their offices, and it has
helped us in so many ways. We make this event informative, social,
and efficient as we work to use our limited resources to protect your
business. This annual personal touch has tremendous value, and it's
designed not to take you our of the office for very long.

Please email kim@fadra.org to let her know you plan to attend
FADRA Legislative Days. We have a Tuesday evening dinner and social
sponsored by Auto Data Direct, then we visit legislative offices on
Wednesday from 8:30 to about 1:30.

Hotel Info:

Hilton Garden Inn Tallahassee Central

3333 Thomasville Rd., Tallahassee FL 32308

Phone: 850-385-3553

Identify yourself as a FADRA member to get the discounted room fee.

10 FADRA news
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Florida Auto Dismantlers and Recyclers Association .A. L L S T.A. RT E D

Ron Copher and his brother Richard were leading
auto recyclers in Florida beginning in 1969. They inherit-
ed the business from their father, who started it in 1948,
and their grandfather started an auto salvage yard in In-
diana in 1912, at the dawn of the auto industry. Ron was
a founding member of FADRA in 1975, became president
in 1977-78, and remained active for many years, serving
as Legislative Chairman for several years. Ron has come
to several FADRA conventions in recent years, even after
retirement, and he was
deeply moved by this year’s
40th Anniversary meet-
ing. He talked about how
FADRA came together all
those years ago.

“I didn’t want to be
in the auto salvage busi-
ness,” he said; "l wanted
to be an architect. But my
dad died when | was a se-
nior in high school, so my
brother and | had to pay
off some of his debts. He
owned East Tampa Motor
sales on US 41, which we
later sold to Marvin Green-
berg and became Trucks &
Parts. We bought the 30-acre yard in 1970 and opened
in 1971. We joined NATWA, which became ADRA and
then ARA, and in 1972-73 we went to their convention
in Miami and we won their Beautification Award. | was
only 22 or 23. They asked me to serve on their Beauti-
fication Improvements Award Committee, so people in
the industry knew who | was. | loved to visit the finalists,
partly to see that what they put on paper was accurate,
but mostly because it was a wonderful way to get new
ideas.

“One day, a man named Gordon Lawhorn, who
was the ADRA Regional Director for the South, walked
into my shop. He was from Virginia and had a voice like
Foghorn Leghorn, the cartoon character. He was a very
interesting fellow and he had the industry at heart. He
said to me, very bluntly, ‘My name is Gordon Lawhorn,

and you and | are going to start an association in Florida.’
Just like that. ADRA didn’t have any formal representa-
tion in Florida at that time. We started talking strategy
about who to approach and how to build the member-
ship across the state. The project really intrigued me.

“We put together a list of people who were Long
Line owners and people who were respected in the
industry. The first person | called was Hayden Haskins
in Ocala. He said he'd love to do it. Later on, he and |
spent so many hours fly-
ing around the country to
look at yards. He was a
wonderful man. Then we
contacted Vernon Mellette
in Daytona Beach. Then
Randall Spivey, who was
in Winter Haven, not far
from me, and owned a
Long Line. We contacted
Joe Mora in Jacksonville,
who we didn‘t know as
well but he had a lot of
contacts in that area. Bob
Werner from Miami got
involved early, then after a
couple of meetings he sent
his son Jeff, who became
a president of FADRA. Eliott Sharon in Bonifay, who also
owned a Long Line, came on board, and later Rich Benn
from Homestead.

“Hayden, Gordon, and | looked for people who had
good character and had Long Lines, which connected
them to many other recyclers. We met in 1974 and
talked about how to secure representation in Tallahas-
see. Vernon had a friend who was a former state Senator
and he agreed to serve as our lobbyist. Gordon showed
us some things we needed to do to make sure legislation
didn’t hurt our businesses. A lot of environmental legisla-
tion was coming down back then, though, looking back,
the industry definitely needed to be cleaned up.

“For our organizational meeting, we met at a Holi-
day Inn in Silver Springs outside Ocala. We didn’t even
have a meeting room; we met in a bedroom. We came

www.fadra.org
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together very quickly and grew our membership quickly,
reaching 150 members in a few months thanks to the
Long Lines. We were also wise to hire a management
company from the beginning, and were lucky to come
across the right management. We had a lot of good guys
who had good intentions and energy, but you need that
day-to-day management staff. People were eager to
learn and eager to help the industry. FADRA yards spon-
sored seminars at the convention, and when someone in
an area improved something, such as putting up fences,
and others would follow. The progress we've seen in this
state happened much faster because of FADRA.”

The early conventions were a bit different than the
ones today. “We got huge numbers of people from the
get-go,” Ron said. “We met in Florida in the winter, usu-
ally February, and we marketed to yard owners from all
over the country via the ADRA magazine. It was a great
opportunity for northern and Midwestern yards to visit
Florida during beautiful weather. We had seminars, and
all of us were involved in ADRA. We were all young guys
who were excited to be schooled by the national associa-
tion, and we brought it home.

“Then along came Jim Seamans in 1981 or so,
and he was the right guy at the right time. | had met
him when he was the Northeast Regional Director with
NATWA, but when he moved here he traveled to all the
yards selling the Hollander interchange manual. He was
an evangelist for the association, and helped us take it to

Leave your imprint
with our members

Advertise in the

FADRA NEWS
407-614-8354

the next level. We had great leadership from people like
Haydon, Vernon, Billy Glueck, Lenny Damron, Steve Hol-
land, and many others.

“When you look back in life and see how you were
surrounded by great people at a given time, people with
the right attitude and right purpose, you can see how
you became successful,” he said. “We had a wonderful
core of people who cared. A lot of us had started in the
business from the seat of our pants and we all wanted
to learn and improve. The people we contacted to start
FADRA turned out to be top-shelf people with the right
agenda in life. We were blessed.”

Copher Brothers sold their yards to Ford Motor Co.,
LKQ, and Schnitzer Steel in 1999 and beyond, but Ron
still has friends in the industry and has been known to
come to the convention on various occasions. Being able
to see fellow founders from 40 years brought forth pow-
erful memories.

“That last night, | could look at so many people
and think about how they contributed to FADRA. On
behalf of the other founders and myself, | want to thank
FADRA, its officers and management team and members,
for taking the time to recognize us and say thank you to
us. It's such a special moment. | was talking to the other
founders and we felt like FADRA is a child of ours. For
you to take the time after all these years to say thank you
was really, really special.”

aﬂ*@
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I’s Not a Feat of Science: Cloned Vehicles Are a Crime

The Facts

Enterprising criminals continue to invent new scams
to defraud insurers and consumers. One innovative
vehicle theft scheme involves copying a vehicle identifica-
tion number (VIN) from a legally owned and documented
vehicle sitting in a parking lot or vehicle dealership. The
VIN is then used as the basis to create counterfeit VIN

tags.

The next step in the cloning process is to steal a
vehicle similar to the one from which the criminal lifted
the legitimate VIN. The stolen vehicle’s legitimate VIN tag
is replaced with the counterfeit one. With this counterfeit
tag, the stolen vehicle is now a “clone” of the original
vehicle that was legally owned and innocently parked in
a lot. With the counterfeit VIN tag, the stolen vehicle can
easily be sold without detection by government agencies.

To complete the scenario, criminals will create
counterfeit ownership documents for the cloned vehicle
or obtain the ownership documentation under false
pretenses. They use this phony documentation to sell the
stolen vehicle to an innocent purchaser.

Vehicle cloning is a highly lucrative crime. Car
thieves often travel across state and international borders
to sell cloned vehicles at the highest prices. Most licens-
ing agencies do not check for duplicate ownership when
an out-of-state ownership document is surrendered, so
the odds of discovery are low. It is also easy to simultane-
ously insure the same VIN in different locations.

Fraud Prevention Tips

The National Insurance Crime Bureau suggests that
to avoid purchasing a cloned vehicle:

e Check the vehicle’'s VIN with appropriate government
agencies or your state bureau of motor vehicles.

¢ Analyze the ownership pattern for any new or late
model vehicle with no lien holder.

e Be careful about purchasing a used vehicle from an
individual running a newspaper ad and using a cell
phone number.

e Conduct a title search of the vehicle.

e |f possible, have your insurer inspect the vehicle prior
to purchase.

e Trust your instincts: If you don't like the answers or
the deal sounds too good to be true, walk away!

IF YOU SUSPECT INSURANCE FRAUD OR THEFT, SPEAK
UP! CALL THE NICB TOLL-FREE HOT LINE...1.800.TEL.
NICB (1.800.835.6422). YOUR CALL IS FREE. YOUR CALL
CAN BE ANONYMOUS. YOU COULD BE ELIGIBLE FOR A
REWARD.

Source: National Insurance Crime Bureau (NICB)

Hollander/GBC Dashhoard Working Together

Hollander, LLC, a business unit of

that analyze the performance of an

them to streamline every facet of their

Solera Holdings, Inc., has completed
a reseller agreement with CBCDash-
board Management, LLC to provide
the most sophisticated business ana-
lytical tools available in the recycling
marketplace.

CBCDashboard, developed by
Robert Counts and Chad Counts of
Counts Business Consulting, LLC,
combines automated and manual
entry data collection with algorithms

auto recycler’s business. This em-
powers auto recyclers with data to
monitor the company health and to
plan and manage the growth of the
business. Robert spoke at the 2015
FADRA Convention.

Hollander will pair CBCDash-
board with its own reporting tool,
Powerlink Ad Hoc Reporting, to give
auto recyclers an enhanced view of
their business operations, allowing

operations - from buying inventory to
managing day-to-day operations to
part sales and more. With integration
to Hollander’s yard management sys-
tem Powerlink, CBCDashboard adds
the industry’s most comprehensive
analytics tool to the most complete
solutions package offered in the recy-
cling industry.

www.fadra.org
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Proposed Changes to Federal Overtime Pay

The United States Department of Labor (USDOL) recently re-
leased a proposal to increase the number of “white collar” employ-
ees eligible to receive overtime pay. Right now, employees whose job
duties meet certain tests and who make $23,660 annually are ex-
empt from overtime pay. The USDOL's proposed change would raise
the minimum salary to $50,440 annually, meaning that all employees
who are currently not eligible for overtime pay would have to be paid
overtime if their annual salary is less than $50,440.

This proposed rule, which would take effect in 2016, would also
apply to employees who are considered exempt computer employ-
ees and outside salespeople. Under the current provisions of the Fair
Labor Standards Act (FLSA), employers are required to pay employees
working more than 40 hours in a work week overtime pay at the
rate of 1 and one-half times their hourly wage rate. This applies to
both salaried and hourly employees, unless the employees fall under
specific exemptions.

The most common exemptions from overtime pay are for em-
ployees employed in an executive, administrative or professional
capacity. If an employee is (1) a salaried employee; (2) earns more
than $23,660 in salary each year; and (3) meets all the duties tests
in the regulations defining executive, administrative or professional
employees, that employee is exempt from receiving overtime pay.

By increasing the salary threshold to $50,440, workers currently not
receiving overtime pay would have to be paid overtime if their salary
is less than $50,440.

We have detailed information from the federal government
about the exemptions from overtime pay on our website. Please visit
FUBA.org and look for Fact Sheet 17A under the Small Business Alert
section on the left-hand side of our home page. FUBA will continue
to monitor this proposal and provide you additional information as it
moves through the process.

Source: FUBA

Beware “Ghost” Freight

Trucks

At a FATIU meeting in October, Steve
Holland was informed of a problem con-
cerning “Ghost"” Freight Trucks, where
thieves are faking the picking up of custom-
er freight and the merchandise disappears.
Businesses are placing for bid the movement
of freight on message boards. Fake drivers
are arriving early to pick merchandise up
with fake documents. Then, the scheduled
driver arrives to find that a fake driver has
already taken the business merchandise. The
business then has no real information or
identification from the fake driver.

Law Enforcement says several ways to
protect against this kind of thief is to use a
security word in the transaction and docu-
ment vehicle information.

Did You Know?

Despite the fact that the number of
licensed drivers has more than doubled
and annual vehicle miles traveled have
more than quadrupled since 1960, fa-
talities and serious injuries resulting from
motor vehicle crashes in the U.S. are at
their lowest level in 60 years and down
25 percent since 2005.

Source: Alliance of Automobile Manu-
facturers

Visit your association Website!

www.FADRA.org
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We’ll Put You ln The Winners Clrcle' October’s Issue Highlights ...
See Us At The
ARA Convention &
Exposition,
October 7-10 in
Charlotte, NC!

Stop By Our Booth #204
FOR A GHANCE TO WIN

-_ Convention&.Expo beat:-‘:‘soloz

I.lMlTED SPACE! Z’Z’L";;’\; 2ND Avilable 24 hoursa-day,
CALL TODAY!

MARKETING. 7 daysa-week!
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* Rear Axle Shafts: Over 200 part numbers
— over 14,000 sold in 2015

e Front and Rear Differential/Axle
Assemblies: Chevy, GMC, Hummer,

Dodge, Ford, Jeep Make More Money!
We have all the
components available
if you want to rebuild
your own cores.

e Manual Transmissions and
Transfer Cases: Most light
nd mea_lum'd'uty trucks,

clutch and flywheel klts, too!

e Clutch Kits
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* Front Driveshafts
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TRUCK & AuTo papTs & ["&" @ parts@kabele.com « www.kabele.com




SELLING YOUR AUTO

SALVAGE YARD PART 2

By George Metos, GM Consultants

How would you go about selling
your yard if you were to retire, or to
sell for any reason? In the last issue,
George reviewed how to under-
stand the market for selling your
yard and developing a plan to sell
it, and how to establish the sales
price. He continues by explaining
how best to present your yard to
potential buyers and how to handle

the negotiations.

Developing the Marketing Literature

A comprehensive marketing package is the best way
to convey the information about your yard. This is com-
prised of financial information, discussion of the busi-
ness, pictures, and deal terms.

It is important to state the facts. There are many full
service auto salvage and scrap yards available these days,
mostly due to the difficul-

to consider getting that going right away so that there
is a bit of history by the time of the sale. Include some
reference of your clean yard in the literature.

You may take the opportunity to spell out the asking
price and give financial information. Or you may decide
to write this document in a way that requires a non-dis-
closure for those additional details. You want to convey
enough information to get potential buyers interested,
but not so much that you're disclosing too much before
you know the buyer is serious.

Selling the Yard

The person you've decided to do the selling must
get prepared. It could be you the owner, a family mem-
ber, your attorney, or a business broker.

You may be the most informed about the yard, of
course, but you may be an emotional negotiator and
become impatient easily. You may also be busy running
the operation, and cannot be distracted. A trusted family
member could be a good

ties in the industry. Buyers
get approached all the time
with offers. You'll want to
compare favorably with
them, and be truthful and
fair at the same time.

Most people are visu-
ally oriented. Pictures that
give a clear understanding
of the facility can be very
helpful. You'll want to tidy
up the yard and warehouse
first, and keep it clean until
it is no longer yours. Show

choice if he/she has the
right skills of presentation
and negotiation. Attorneys
tend to be stiff and conser-
vative, but some of them
have quite a lot of talent.
A business broker has the
advantage of having the
perspective of knowing
many similar businesses,
and by hiring one you're
telling potential buyers that
you are serious. Potential
buyers also tend to be will-

the sales counter and dis-

mantling areas. Buyers want

to know whether the operation is up to date, or if it
needs work. Pictures are no substitute for a physical visit,
but they are a good start.

Buyers also want to know that the ground is en-
vironmentally sound. Get your records together. If you
don’t have an environmental consultant, you may want

ing to point out what they

don't like about a deal to
a business broker. In any case, deciding who will sell the
yard is important.

You can imagine how the process goes. Potential
buyers are contacted, confidentiality agreements are
signed, presentations are made using your marketing
materials and phone skills, and a fraction of them are
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interested enough to visit the yard. Honest feedback by the tenant. Buyers are many times happy to lease be-

from potential buyers ought to affect your presentation, cause it allows them to leverage their cash for inventory

your valuation, and your materials. Use this to refine the or another yard.

Process. Expect to sign a non-compete agreement, based on
Along the way, patience is the watchword. If you a radius around the yard location. The parameters of this

want to sell from a position of strength, you will continue  non-compete are negotiable.

to operate the yard as you always have. This is good for There will be a closing date set, just as there is in

your emotional well being as well as indicate confidence
to potential buyers. They can sense weakness, and this
may cost you dearly. Low inventory is easy to spot, and
buyers will wonder if they'll have to invest into additional
inventory in addition to the purchase price. If you badger

the sale of a home. Any debts will be paid off at closing.
Equipment and inventory will be legally transferred from
seller to buyer.

Then you can go play, or do it all over again !

these potential buyers, they will think less of you as well George Metos is a business broker specializing in full-

as the yard. Remember how certain salesmen or buyers service automobile salvage and U-Pull-It yards. He owns
have hounded you, and how that affected your view of and operates Salt Lake City, Utah-based GM Consultants.
them. Badgering will not speed up the process, but will He can be reached at 8071-953-1003 or GeorgeMetos@
cost you money. aol.com.

Eventually you may get to the point of serious dia-
log with a potential buyer. This is a good time for your
financial specialist to be re-engaged in the process to
shape the structure of your deal to your advantage. This
is especially true for taxes. If the deal changes late in the
game because you got your professional advice late, you
will offend the buyers, who will rightfully accuse you of

HELPING YOUR YARD

GROW

See why everyone is talking about Panhandle Converter
Recycling. Innovative technology, business management
solutions and #l in customer service. [

853.7502.0333

panhandlegafverters.com

changing the deal.

Some yard owners want to retain long term income
by leasing the property to the buyer. This would be an
annuity for the seller, or benefit their family members.
Just be careful about environmental contamination done

converter « s recycling

www.fadra.org




Auto Data Direct is
your source for salvage
vehicle reporting and
so much more.

All businesses that handie five

or more junk, salvage or total

loss vehicles per year are required
to report to the National Motor
Viehicle Title Information System
(NMYTIS) database,

Enter Promo code
FADRA1Y to receive $50
off account activation.

ADD’s easy-to-use tools
make federal compliance
as easy as 1-2-3!

Free and Full Service MMWVTIS
reporting accounts
Knowiledgeable, live customer
Support

Guaranteed confidentiality—
MO data sharing or re-selling
Full record archive with
printable confirmation receipts*
Management system
compatibility*

Bartch repaorting options®

AutoDataDirect,Inc.

Only ADD offers:

= Vehicle History Reports with
lien and national theft data

» DMVI23 real-time owner/
lienholder search in 32 states

= DirectPost-Office electronic
certified mail

For additional information,
please visit ADD123.com
or contact us at salvage@add] 23.com

“Apailabie with Full Service acoounts only

entered by the user. This allows anal

Daily Updates « Benchmarki

CBCDASHBOARD

WHAT IS CBCDASHBOARD?

CBCDashboard is a Business Management System tool that automatically pulls data
from PINNACLE and POWERLINK users’ database daily. It combines the IMS database
information with personnel (number of employees), facilities and financial information

ysis on every aspect of your operation.

ng - Consulting

WHY CBCDASHBOARD?

»

MAKE MORE MONEY by spending your time planning
your future and focusing on every aspect of your
business. CBCDashboard provides greater access

and more data points than your IMS system.

CBCDashboard provides the most sophisticated analysis in
the automotive recycling industry and offers daily updates.
CBCDashboard uses the IMS database and user submitted
information combined with our formulas to provide
important numbers like adjusted overhead per vehicle, days
to break-even, change in inventory and much more.

CBCDashboard has two tiers of data: KPI Graphs and
Reports. The KPI graphs examine the most important
numbers and the reports go in-depth. The reports
cover 7 categories: Personnel, Buying, Inventory,
Income, Sales Activity, Operations and Financials.

CBCDashboard is a valuable tool for your management team.
It costs less than $8 a day. This is less than an hour of work from
your cheapest employee. This tool never calls in

sick, never has a fight with family or employees, and

never comes in hung-over. Now that’s a deal!

CBCDashboard helps me stay on top of
my business. | can look at my numbers
every day from any device. It lets me adjust
and make needed changes right away.
Bryan Minchew,

Owner University Auto Recyclers, Inc., Florida

Wow ... Wow ... Wow ... Very cool.

I have run comparisons and analysis and
| am very amazed and fascinated
with the results and insights.
Leroy Liebermann,

Owner Eagle Auto & Truck Parts, Arizona

Because it is so streamlined and simple to get,
I now have much more information regarding
every aspect of my business that allows me
to look at the “big picture” and make better-
informed decisions regarding my business.
Scott Paine,

Owner Buckeye Auto Parts of Columbus, Inc., Ohio

CBCDashboard provides a view of the
business that helps me stay focused.

The ability to see all the information without
having to run multiple reports is really helpful.
Zane Malcom,

Owner H&H Auto Parts, Nebraska & Colorado

Stopworkinginyour business.
Startavorkingonyou

nAT&mﬂr[ﬁn:m:p .'i.nat-_.-md_n-EE
;'M"Pi-l- AH oy Devices (-

AN

Chad Counts
512-963-4626

crcounts@countsbusiness
consulting.com

Robert Counts
512-653-6915

robert@countsbusiness
consulting.com

For a demonstration visit our
website, call or email us:
www.cbcdashboard.com




By Chad Counts and Robert Counts

“You will have an exit from your
business. The question: Is it
planned?”

A couple of years ago | was in a
seminar (yes | do attend seminars)
on succession planning. This was a
dyed-in-the-wool business consul-
tant who specializes in succession
planning. Since we get involved
many times with succession plan-
ning | thought it would be a
good idea to hear someone else’s
thoughts on the issue. | am not
sure that the quote above is verba-
tim but the sentiment it expresses is
accurate.

Family businesses by their nature
can and do outlive the original
owners. But the outcomes for the second generation
may be better or worse. Much of that depends on the
native intelligence of the person(s) taking over the busi-
ness and many times it is under what conditions they
take over the business.

Conditions for successful succession
1. Evaluation of the value of the business.

| personally know of parents who have unfairly
burdened their children with an inflated value of the
business. As a parent | don’t understand this. In some
cases they want to have the children struggle to make it,
like they struggled to start the business, or they have not
prepared themselves for life after their business and see
their children as their retirement plan.

| recommend both parties get a fair market evalua-
tion of the business. This brings an independent reality
check into the discussion before any final value is agreed
to.

2. Evaluation of the talent that is going to own
the business

This needs to begin 5 or more years before the
event, and includes an outside opinion of the strengths
and weaknesses of those that are purchasing the busi-
ness. Evaluations should be very practical and include:

* Decision making both on personnel and on process
and procedures.

e Experience in all facets of the business from the back
to the front.

e \Work ethic: Do they come early and stay late or do
they come late and leave early?

® Baggage: How successful are they in their personal
life?

3. Roles post succession

What role will the parents perform, if any? Too many
times, parents give up financial responsibility for the busi-
ness, but not the decision-making.

If there is more than one child, what role do each as-
sume? This is where it is really important to have a third
party help in the decision process of which child is better
gifted or prepared to be the CEO. Too many times | see
one of the partners (children) invest a lot of energy and
effort while another shows up and performs a singular
task in the business. Age or birth order is irrelevant.

4. Other things to consider

Practice makes perfect. The parent needs to give
increasing responsibility on key decisions prior to them
exiting the business. This allows time and opportunity
to see how well the future owner will do in maintaining
the business. In most cases, these decisions are going to
be ones that the future owner will have to live with long
after the present owners exit the business.

Specifically in this category | would include facility
and personnel decisions. If the business needs or could
use improved or new facilities make sure that both par-
ties agree and that the business growth expected from
these facilities is needed and can be paid for.

Personnel decisions are some of the most diffi-
cult decisions that many owners face. The new owners
should not be required to inherit employees that are
dysfunctional or refuse to listen to the heir(s) apparent.

Key employees should be kept informed on what
the future holds. Good people are hard to find. Losing
them during a transition is not what either party should
want.

Robert Counts, robert@countsbusinessconsulting.com,
512-653-6915

Chad Counts, crcounts@countsbusinessconsulting.com,
512-963-4626

www.fadra.org
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PROTECTING AGAINST

LAWSUITS

By Rick Weber, Trailer Body/Builders

Asset-protection expert gives tips that serve as preventive
legal work by taking the legal threat away

THIS is a litigious society.

The United States has only 4% of the world’s popu-
lation, but accounts for 90% of the lawsuits, according
to Larry Oxenham, senior advisor for the American So-
ciety for Asset Protection. He
said there are over 100 million
lawsuits currently pending in
the United States, and it is es-
timated that a lawsuit is filed
every 30 seconds.

“We are the only country
that says to the attorney, ‘Just
go for it—there’s no penalty
if you fail,” ” he said. “Some
of them sue by zip codes,
because they know just the
threat of a lawsuit gets you to
pay.

“Qut of 835,000 attor-
neys surveyed by the Ameri-
can Bar Association, only 615
said they specialize in asset
protection. That means that fewer than one in one thou-
sand attorneys has any clue about how to protect you. If
only one in a thousand attorneys knows how to protect
you, what are the rest of them up to? They spend every
day of their working life on strategies to take what you
have.”

And that’s a dangerous thing for anybody who has
something.

Larry Oxenham, The American Society for Asset Protec-
tion, in his presentation, “How Trailer Dealers & Manu-
facturers Can Save Thousands in Taxes and Become
Invincible to Lawsuits,” presented material he said was
not available from accountants and not taught in school,
and was all supported by the IRS tax code. His presenta-
tion was designed to be preventive legal work by taking
the legal threat away.

He said attorneys are looking for two things:

e How much insurance do you have?

“More and more, they're looking at insurance,
because if they can get a check from an insurance
company, it saves them all the time and hassle of
going to court. A lot of law firms just don’t go to
court anymore.”

e How do you own your as-
sets?

“The first thing they look
at is your home. If you live in
Florida or Texas, you can’t lose
your home in a lawsuit. A lot
of people put their home in a
living trust, which is fine. The
second thing is investment
properties. Maybe you own
land with a business partner.
You always have to say to
yourself, ‘If something hap-
pens to my business partner,
does it carry over to me?"”

Oxenham presented
three problems—Iawsuits,
taxes, and probate and estate
taxes—and provided solutions to each of them.

Oxenham said many advisors recommend their clients
operate as a sole proprietorship because of the simplic-
ity—you simply have to report the business on Schedule
C of your tax return.

But while a sole proprietorship allows a person to
deduct most business expenses, there are tax deductions
and tax reduction strategies that apply to S-corporations
and C-corporations that can’t be used by a sole propri-
etor.

And there’s also the problem of liability. A sole pro-
prietorship provides zero protection against lawsuits. If
your sole proprietorship is sued, all of your business and
personal assets can be taken.

“The most dangerous thing you will ever do in
America is to own a company jointly,” he said. “Create
a corporation that will manage the business, but you
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should not own anything in that corporation. Take own-
ership of everything out of your name and put it in your
spouse’s name because she has nothing to do with the
business. That way, if you get sued and you lose, you got
a couple of million dollars of insurance, but they can’t
get your assets.

“There are only two reasons in America to have a
corporation: Corporations are for taxes and manage-
ment, never ownership of assets. Donald Trump, the
most in-your-face money guy in America, never gets
sued. He owns 60 million square feet of real estate. He
says you have to control everything but not own any-
thing.”

He said the idea of a Limited Liability Company (LLC)
was to solve the problems created by S-corporations.

“If it was 20 years from now, | bet we'd all have
nothing but LLCs, and S-corporations would just disap-
pear,” he said. “The LLC is a spectacular tool. LLCs are
great for real estate. The assets you're worried about
losing should be put in the LLC.”

He said the Limited Partnership has been around since
1916, has been involved in all meaningful cases in asset
protection, and has been upheld in all 50 states.

“If you have a properly structured limited partner-
ship, you have absolutely bulletproof protection in all 50
states,” he said. “The biggest difference between an LLC
and a Limited Partnership is that a Limited Partnership
has to file a tax return every year. Use limited partner-
ships for personal assets that are valuable to you. Let the
corporation manage and provide tax advantages. Let the
LLC protect real estate. The LP is for personal assets."”

He said the Limited Partnership and LLC were set up
similarly to have someone in charge: a managing partner
or general partner. The general partner is always 100%
in charge, even if he/she has only 1% equity. Limited
partners never have any control.

“Before you decide who gets to be limited partners,
know that the IRS says limited partners do not have to
be human,” he said. “It could be any other legal entity
you have: a kid, your corporation, or you. You can be
a general partner and limited partner. The purpose of a
managing partner is control. It's the corporation you use
for control, so you're going to make the corporation your
managing partner. And everything else you have that you
could lose in a lawsuit is the limited partner.

“If you were to go to court today and the judge said

‘quilty,” does it mean you did anything wrong? It just
means your attorney lost. They issued a judgment and
once it's issued, attorneys get a document called writ of
attachment, and that’s their permission to take every-
thing. Everyone in this room is basically one judge’s bad
decision from starting over, which makes no sense at all.
However, with a properly structured limited partner or
LLC, the judge can still say, ‘quilty.” They can never take
assets from a limited partnership. But they can take all
net earnings.

“But in 1961, there was a clause that became one
of 25 clauses that changed the game. We're going to
give you the authority or power to make some decisions.
Paragraph 2.9 says, ‘'The managing partner or general
partner reserve the right to withhold all distributions of
profit.” How much of your hard-earned money do you
want to pay to an attorney and his clients? How about
zero?”

He said that in 1977, the IRS issued Revenue Rule
77-137, which prompted The Wall Street Journal to write
that the “Limited Partnership is now the only A+ asset
protection tool in America.”

“Under this, the IRS said if there’s profit, we (the IRS) get
paid,” he said. “Who wants to pay the IRS? The exact
words of the IRS: The creditor now must pay income
taxes even if no income is distributed by the partnership
or LLC. If you sue me and win, you get my tax bill.”

Then there’s the issue of probate, with fees that can
run between 2% and 12% of the value of the estate.

“The first thing you want to do is eliminate probate.
You eliminate delay, costs, and what | call ‘the probate
chaos.’ It's also probate attorney welfare. It's just basically
guaranteed income for the legal profession.”

To do that, he said a living trust is set up between
husband and wife. With a revocable trust, there must be
one for the husband and one for the wife. “The living
trust wants to know: Who are you? What is the stuff?
And who do you want to give it to? When you're done
with it, stick it in a drawer. It does not have to be filed.
What's the one thing you need immediately? It's the
living trust. That is the greatest protection tool for your
family.”

www.fadra.org
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IADRA
IS GIVING
AWAY

UP TO

The Florida Auto
‘G Dismantlers & Recyclers
\\) Association is awarding up to
five $1,000 scholarships in 2016.
This is a great opportunity.

FADRA wants to help you achieve your goals.

e DON’'T LETTHIS
OPPORTUNITY PASS.

Applying is simple. Visit FADRA.org or call 407-614-8354.
You must apply before May 1, 2016!

$1,000 COULD BE YOURS!

VISIT FADRA.ORG OR CALL 407-614-8354 FOR MORE INFORMATION

Don’t think that it can’t be you or your w
children. Your employer’'s membership in t \
o <

FADRA gives you and your children this
amazing opportunity. Applying is simple

and free. Recipients will join us to be "
acknowledged at the Annual Convention ;:

Banquet. Florida Auto Dismantlers & Recyclers Association




MORE THAN JUST INSURANCE!

By Bill Velin, Wells Fargo

The new insurance program en-
dorsed by ARA offers much more
to ARA members than “just insur-
ance.” Not that the comprehensive
insurance policies and coverages
being offered are anything less than
superior, but coverage gaps and
“misunderstandings” somtimes
occur in the automotive dismantling
and recycling industry.

With over 30 years of experience insuring firms in
your industry, we have learned to look for these gaps in
coverage and how to avoid or eliminate them. However,
offering a superior product being sold by an agency that
has over 30 years of experience properly insuring busi-
nesses just like yours is not the only advantage of the new
ARA insurance Program. There are many other advantag-
es that add substantial value to your business.

Firstly, the ARA did not endorse an individual insur-
ance company to handle the insurance program when
they endorsed us at the beginning of 2010. Instead they
endorsed Wells Fargo Insurance Services USA, Inc. to
handle the program. We are NOT an insurance company;
we are an insurance broker. We represent most of the
major insurance companies in the country as well as many
regional insurance companies.

This means that, unlike your previous programs that
were limited to only having one insurance company to go
to to access the program, by endorsing a broker instead
of an insurance company, you now have access to many
carriers that routinely write insurance for your industry.
We are currently able to access many carriers to quote
your business, including but not limited to Travelers,
Chubb, CNA, General Casualty, Western National, Secura,
Allied, Harleysville, Cincinnati, Navigators, and ACE.

Additionally, we are constantly in discussions with
other insurance companies that have expressed an inter-
est in participating in the program. If one of our compa-
nies decides they no longer want to participate, we have
a full complement of other companies to fill the void.

Another advantage of endorsing Wells Fargo In-
surance Services USA, Inc. is that we entered into a
contractual agreement with ARA to provide premium
and loss data on the “program” on an annual basis.
With past program carriers, when the Program changed
carriers(either voluntarily or involuntarily), ARA could not
get premium and loss data from the carrier to make it

easier to roll the program to another carrier. This made

it very difficult to find another carrier that may be inter-
ested in taking over the program since there was no way
to know with any degree of certainty how much written
premium was in the program, what the claim experience
was, etc. It forced the program to start from scratch and
write each member one at a time. That will not happen
with the new endorsement, since we are contractually
obligated to provide this information to the ARA.

Yet another advantage of the new ARA Program is the
size and experience of Wells Fargo Insurance Services USA,
Inc. as well as the diversification of services available to ARA
members. In addition to our exceptional access to carriers
with broad and varied solutions to the insurance problems
you face every day, we also offer a wide range of products
and services that bring additional value to you day in and
day out. Some of these products and services are:

* Professional Risk Group — we are experts in the area
of Directors and Officers Liability Insurance and Em-
ployment Practices Liability Insurance. It has been our
experience that it is not a matter of “if” you are going
to be sued for an employment-related wrongful act,
but “when” it will occur. We have noted that the vast
majority of the ARA members we speak with do NOT
have this coverage.

* Employee Benefits — we are one of the largest health
insurance brokers in the country. We are all aware of
the problems small businesses are facing in the area of
employee benefits, and we have answers!

¢ Risk Management and Loss Control — Wells Fargo
Insurance Services USA, Inc. is one of the few brokers
nationally that has a “back room"” of Risk Management
and Loss Control professionals. These are employees of
our company who are trained to provide assistance to
our customers in the areas of safety, loss control, build-
ing replacement cost analysis, claims follow-up, and
OSHA training. They are currently working closely with
ARA 1o assist in the development of training modules
for ARA University.

There are many other benefits available to ARA and
their members as a result of the partnership between ARA
and Wells Fargo Insurance Services USA, Inc. which we
will be discussing in future issues of Automotive Recycling
Magazine.

For ARA membership information, call Kelly Badillo, 571-
208-0428 x26.

www.fadra.org
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Ron Sturgeon’s Tools for Success

Learn to

ThinkStrategically

By Ron Sturgeon, RDS Investments

The first article in this series listed
more than 25 tactics to increase
your business success, all of them
based on my experience. | started
with nothing and didn’t get to
college, so | know you can achieve
maximum success, regardless of
your education. E-mail me to get
the first article or any of the other
articles in the series. Each of the
articles after the first takes a closer look at one of the
tactics.

This article is about thinking strategically. | know it
sounds easy, and we presume that we always do this, but
that’s not the case. There are books on the subject, and
training courses. Many folks just don’t think like this.

| call one of my tools the upside downside test. It
sounds easy, but it takes discipline to pause for a mo-
ment to consider the upsides and downsides of a posi-
tion or plan. Sometimes you can do the tests in your
brain in seconds, but sometimes you are forced to pause
as you don’t have all the information to make an in-
formed decision. When you see boards in action, or serve
on one, you see a lot of this.

Another tool | use is to pause and think what the
ultimate goal of my action or plan is. Again, this can take
a lot of discipline, and may require information from
others. It can be as simple as defining IN ADVANCE how
you will define success, versus just doing something and
then trying to justify why it was successful. Once you
understand the ultimate goal is, you can think about the
steps and likely bumps along the way. Understanding the
“bumps” can help you plan.

For instance if your ultimate goal is to get rid of
Johnny Smith, your delivery driver, think about how to
get there. How will he respond to a written warning?

Will he quit? (likely a good thing) or will he find a way
to worm out of the issue, if that's how you think he will
react, then it can affect how you word the first warning,
so that he can’t get away from a second warning.

Defining success in advance is a must for many
items. For instance if you are going to exhibit at a trade
show, what will you get out of that effort that will make
it a success, and justify the cost and effort. How many
prospects do you want to gather contact info from? How
many actual sales (if any) do you want? What will your
prospect acquisition cost be? And your customer acquisi-
tion cost? Or are you just going to do it and hope for the
best, and then justify why it was a good deal. Involving
employees in this planning gets them focused on how to
make the event is a success, and if it's a failure, next year
everyone won't be asking you to do it again.

You simply must build a discipline to stop and think
before virtually every decision or action, how will this
decision affect the next thing? And then what will hap-
pen? Then what will happen? ...then what will the result
be? Is that the result | want? If not how can | influence
it NOW with strategic planning instead of having to deal
with it later?

Remember only you can make business great!

Ron Sturgeon, Mr. Mission Possible, has been a success-
ful business owner for more than 35 years. As a small
business consultant,

Ron shares his expertise in strategic planning, capitaliza-
tion, compensation, growing market share, and more in
his signature plainspoken style, providing field-proven,
and high-profit best practices well ahead of the business
news curve. Ron is the author of nine books, including
How to Salvage More Millions from Your Small Business.

To inquire about consulting or keynote speaking,
contact Ron at 817-834-3625, ext. 232, rons@MrMis-
sionPossible.com, 5940 Eden, Haltom City, TX 76117.
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) ? USED AUTO PARTS
\. AT SUPER LOW PRICES!

" BRING YOURTOOLS
PULL YOUR PARTS & PAV

i3 THAT EASY'

ORLANDO, FL WEST PALM BEACH, FL
1157 Jetstream Dr 551 Benoist Farms Rd
407.816.9696 561.793.3808

OPEN 7 DAYS A WEEK

IASK HOW WE CAN ‘
| TURN YOUR CAR "%

_'www upullandpay com




Introducing

k4 Checkmate Sales Pro!

Completely redesigned graphical sales workflow!
Lightning fast and simple to navigate!

/ Customer Relationship Management - view your customer’s sales,
open quotes, returns, credits, and payment history while making your sale

/ Easily sell multiple parts at once

/ Includes the industry’s most advanced interchange:
e Car-Part Interchange Plus - new interchange for 24 additional parts
e SmartVin and Smart Interchange eliminates non applicable choices
* Alternative Vehicles - body style lookups for non-interchange and non-inventoried parts
* Alternative Parts - body style lookup for non-interchange and inventoried parts
* User Interchange so you can have it your way

/ Fully customizable results screen with vehicle and part images,
and Car-Part request data

/ Create Quotes, Work Orders, Invoices, Credits, and Returns with one
click or keystroke

/ Purchase Orders are automatically created
/ Email barcoded Invoices

/ Switch between tasks in a snap!
* Order Trakker (production management)

« eBay (drag and drop images, including fitment; parts sold on eBay automatically marked as
committed in Checkmate; parts sold at your location, immediately delisted off eBay)

* QuickBooks
e Car-Part reports

Call your friendly Checkmate salesperson

Lar-Part.com for more info 859-344-1925
“©~




