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or scrap processors, sometimes when it
rains, it pours. Processors who have
enough equipment on hand to bale their
flow of scrap one month may find them
e selves short-handed the next month when
one or two major projects come their way.

Howard Lincoln of Lincoln Metal Processing, Erie,
Pa., has turned this challenge into a business opportu-
nity. Lincoln, along with business partner Roger Zurn,
founded National Recycling Services Inc. (NRS) to meet
the needs of the scrap recycler who is temporarily

overwhelmed with material; who doesn’t have a scrap
baler; or who is looking to replace or add additional
cquipment.

National sends out portable balers, with an operator,
to scrap yards and demolition sites for a limited period
of time to help complete large-scale processing tasks.

THE BIRTH OF AN IDEA
Lincoln was running his established scrap business in
Erie when a number of factors came together that would
jointly serve as the incentive to launch National Recy-
cling.

“The partnership bought a portable
baler that I was running between Erie
and Meadpville (Pa.), when someone saw
the phone number on the machine and
called andleased it for two entire months,”
says Lincoln. “They kept using it, and
paid us to keep leasing it. So the partner-
ship bought asecond machine, we placed
an ad and got another job. It just kind of
paid for itself and worked well,” he adds.

Lincoln has been pleased with how
National Recycling Services has caught
on, but says scrap industry observers
should not be surprised. “The idea just
kind of evolved,” he remarks. “The scrap
industry is full of thai—scrap dealers with
good ideas. The trade shows and conven-
tions have been great idea generators.”

Lincoln also credits trade magazine
advertising as a key part of the company’s
growth. “I can tell when my ad has ap-
peared in Recycling Today, because I'll get
several calls on the day the magazine
arrives on people’s desks,” he comments.
“When that ad appears, my phone will
ring for a week.”

CUSTOMERS LINING UP
Customers have come from a variety of
industries, including some of the nation’s



CoverStory

THE FLYING FISH

s Iayed on street corners and i in city parks to draw pedestri-

: proudly on Ene s major pubhc Iandmark on Presque isle Bay,

~ knoy as_‘-Debb s La di‘ngj"On:-downtOWn_Erie_"s‘ ma_ij‘

 fish) to work together to
~ make sure the fish—
~ which moves in harmony

many. Ktaes in the us., = e Pa., has used public artwork :

ansto the Cjty center While Ch:cago has offered cows and
{urnttu eas |ts amsts canvases Toronto has drsplayed moose :

with the winds along the
Iake—remams on publ:c:
display. '

“Peeple lovedthatfi sh

'It really gamed attention and drew posntNe ‘remarks from

peop}e says Llnt:oin “So we gave approval to the city fathers

ontinue displaying our ‘ﬂymg fish.” i
The fish is currently. still “flying” at its Dobbins Landing
locaho ,aithough some day it may be re!ocatedtogreetwsltors- i

: ta the Llncoln Metal Processmg facmty

largest ferrous scrap and stainless steel
scrap processing companies. Steel mills,
aluminum mills and smelters and manu-
facturing plants that generate scrap have
also taken advantage of the service of-
fered by National Recycling.

Demolition contractors involved in
large-scale projects (or a scr ap yard that
is handling material hauled in from a
nearby demolition site) have become
mainstays of National’s business. “We do
alot of demolition work, doing the rools
and the siding to make number onc
bales,” says Lincoln.

There are some truly unique reasons
why customers turn to National Recy-
cling Services. In 1998, an Atlanta area
scrap shredding facility was idled by an
Olympic Committee request to run its
yard more quietly during the Olympic
games. The answer turned out to be an
NRS leased baler that processed scrap
during the games.

The current customer base is a mix-
ture of repeat customers and new cus-
tomers who find themselves in need of
extra processing help for the first time.

Cohen Bros Inc., Middletown, Ohio,
has used National Recycling regularly,
according to Geoff Rosenberg, a scrap
buyer with the company. He says the
service has been especially uscful for
processing scrap atremotelocations away
from the large-tonnage balers Cohen
Bros. uses at its central facilities.

“The portable balers from National
have been tremendous at processing
materials at remote collection points that
are off the beaten path,” says Rosenberg,
who notes that large amounts of material
such as appliances and loose sheet can be
found at these locations despite their

distance from urban areas and the inter-
state highway system.

“Because it’s a haler with a crane
situation, you can become a direct-to-
mill shipper at these remote sites,” he
remarks. “You can cut a couple of steps
out of the equation using the National
Recycling service.”

Rosenberg cites National Recycling
in particular for the quality of its baler
operators and its prompt shipment of
balers to the site. “What Howard does
nicely is work with you,” says Rosenberg.
“If you can repair something quicker,
that’s fine. He'll let us do it and we'll
settle it [financially] later.”

AddsRosenberg, “The operators have
always been very good, which is crucial.
It’s all about tonnage,” he continues.
“The operators are there on time and set
the balers up quickly. It's not a situation
where two or three days later you're still
waiting for the machine to be up and
running.

FINE-TUNING THE FORMULA

The success of National Recycling Ser-
vices has not been a completely smooth
road, Lincoln acknowledges. There were
lessons to be learned early on in terms of
making the enterprise profitable, and
anyone who wishes to copy the National
Recycling Services formula should think
long and hard about how to find the right
workers to accompany the portable bal-
ers, Lincoln warns.

“Originally, we charged by the ton,
but what would happen is we would be
kept waiting at other locations while our
crew member was on the payroll,” says
Lincoln. “So now we charge by the hour
and day,” he notes. “It’s similar to hiring

a crane—you pay by the hour.”

Those ubmg the service gain several
benefits from it, says Lincoln. “The ad-
vantages for them are that they have aset
cost they can figure into their budget;
they don’t have to be short-handed; and
they don’t have to pay for a machine that
they would otherwise only nced maybe
three months out of the year while it sits
idle the rest of the time.”
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There are occasions when regular
customers discover that they can usc the
added baler more often than they ex-
pected. Lincoln says that can work out
well for both parties also. “Thave sold 12
used machines over the years, and alot
of them have been to customers,” he
remarks. “A used machine, kept up
well, will be just as good as a new
machine.”

Lincoln is aware other companies
are competing with him in providing
balers with a crew member, and that
others may do so in the future. But he
credits the workers he can find in north-
western Pennsylvania as being an ad-
vantage for National Recycling Ser-
vices that others will have difficulty
replicating.

“The hard part of this is the people,”
says Lincoln. “Other companies may
have the problem of sending out people
they can’t trust on the road. My guys
take care of themselves."

Lincoln adds, “They tend to come
from rural areas and they like to work
with machinery. If they have to replace
an engine, they candoit. I treat them well
and pay them well and give them extra
benefits and health care. For that, in
return, we get good people.”

At times, another advantage Na-
tional Recycling can offer is the ability
to send areplacement machine if a unit
goes down. However, this advantage
can disappear when business is too
good, Lincoln admits.

“There are times when we have three
or four customers clamoring for ma-
chines, and we don’t have them [avail-
able]. When the market is depressed
we have the luxury of having a back-up
unit or two.” '

As of mid-2002, National Recycling
Services can place five portable balers at
job sites, and is fielding calls from cus-
tomers throughout the country. To date,
NRS has served customers from coast to

coast in more than a dozen states.

Butbeyondagoodidea, Lincoln cred-
its persistence as a reason why National
Recycling has capitalized on an idea that
others may have struggled with. ““I hate
to lose. I see other people who succeed,
and I figure if they can do it, I can too,”
he remarks.

In his years in the industry, Lincoln
has successfullystarted upabrass foundry,
traded precious metals when prices were
riding high in the 1980s, and established
his successful scrap yard and National
Recycling operation.

“I've been through tough times in
the industry,” he states. “But hard work
and not quitting can pull you through
alot of crises. Why do some people get
ahead and others don’t? Probably be-
cause they don’t quit,” says Lincoln. RT

The author is editor of Recycling Today
and can be conlacted via e-mail al
bmylur@Re(y{:l;ingToday.w-m.

Reprinted with the permission of Recycling Today Magazine, October 2002.

Why BUY? RENT THIS BALER ON YOUR SITE
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Increase Scrap Profits up 10 50%

- START IMMEDIATELY Portable Baler & Operator arrive at your site ready to work.
- PRODUCE BALES OR LOGS Steel, Aluminum, Stainless, White Goods, etc.

Sell baled scrap for more $ and reduce hauling cost.

Call today for details and brochure: 1-800-503-9111
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