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UPDATES

Acquisitions
BWastequip Ing., ‘
Beachwood, Ohio, has
expanded west with the
- purchase of McLaugh-
lin Refuse Equipment
Inc., Lockeford, Calif.
The company says that
MecLaughlin Refuse's
CUTTEnt MAnagement
will continue to lead
the company.

M Rice Lake Weighing
Systems, Rice Lake,
Wis., has purchased
assets of Powell All-
Steel Scales of Jasper,
Ala. Rice Lake will
manufacture and dis-
tribute Powell’s fuil line
of scales.

Recycling Rates Dip

Communities may need to promote pro'grgms mote.

TKE THOSE WHO invest in the stock marker,
recycling-industry members may look
iback at the 19905 with something of 3
wistful attitude. Two organizations recently

released aluminum can recycling rates that

represented significant declines from the pre-

vious decade. Additionally, new statistics show

that the percentage of glass bottles recycled in
California has declined since the 1990s.
According to the Aluminum Association,
Washington, D.C., the recydling rate for alu-
minum cans in the United States in 2003 was
50 percent, down from 53.3 percent in 2002.
Meanwhile, the nonprofit Arlington, Va.-
based Container Recycling Institute (CRI)
calculated the 2003 U.S. can recycling rate to
be 44.3 percent, a decline from 2002’ figure
of 48.4 percent. Both rates are a continuation
ofa general downward trend that began in the
early to mid-1990s. For example, in 1992, the

Alaminum Association caleulited a can recy-
cling rate of 67.9 percent, and CRI calculated
the rate to be 65 percent. ‘

There are numerous reasons why beverage
can recycling rates have declined, says Jenny
Gitlitz, research director for CRI, With the
scrap price for used beverage cans stagnat-
ing, there is 3 declining economic incentive
for individuals to callect cans, she says. Also,
increased away-from-home consumption
means that cans are Jess likely to end up in
zesidential curbside recycling programs, which
actually have tripled during the past 12 years.
Additional reasons include a decline in mobile
buy-back centers and decreased mainstream -
media coverage of recycling, Gitlitz says.

‘Robin King, vice president of public affairs
for the Aluminum Association, echoes many
of Gitlitz's sentiments. He adds that munici-'
palities often are not aggressively promoting
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-+ curbside recycling programs because their
states have created Jittle urgency to achieve or
exceed the 25 percent diversion rate goal set
by the Washington, D.C.-based U.S. Environ-
mental Protection Agency.

Gitlitz says one way to increase recycling

is for more states to pass bottle bills, which
require  refundable :

deposits ‘on beverage
containers, Ten states

Increased away-

that emphasize the value of cans and reéj?clablg
matetials, he sqys.

Meanwhile, California has revealed that its
glass container recycling rate for 2002 was 52
percent, down from 54 percent the previous
yearand 75 percentin 1993, Roughly halfthe
containers are consurned in restaurants and

: bars, and the major-
ity are beer bottles,
according to the state’s

currently have such laws from-home Department of Conser-
(Hawaii will become the consumptlon vation (DOC), The state
11th in 2005), and th ‘ is trying to help maore
have beverage c:c:z m_eans cans are less barsYangd restalzlrants
 tainer recycling rates hke‘v tﬂ end up in recycle.
that range from 70 to curbgide recvcling California has a bottle
95 percent, she says. programs. bill, and the state esti-
King says bottle bills, mates that the glass con-

_which typically offer

consumers a nickel deposit for each can
- recycled, overestimate the financial value of
¢ans, which he places at about one cent. The
Aluminum Association prefers aggressive
marketing of voluntary recycling programs

tainers going to landflis
each year are worth more than $70 million in
unclaimed deposits. While California’s glass
recycling rate has declined, it's still well abave
the national average, Gitlitz says, a dynamic
she attributes to the bottle bill. — 87
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Tougher trucks,
o wer headache

here are twa ways to keep downtime to 3 minimum in
- B arefuse fleet: First, buy the toughest, best designed

truck. Second, buy it from a company that backs it to the hilt.

Autocar wins on both counts.

You start with the durable, common sense design of the legendary Xpeditor with
sensibly-located service points and unequalled service access and diagnostics. But you also
 get the quick-response support of Autocar Solutions, the 24-hour-a-day squad of down--

time fighters that'll get your trucks up and running again in a-matter of hours, not days.

Any time you can't get an Xpeditor back on the street right away using local
resoyrces, call Solutions toll free at 877-973-3486 {Or click on the Solutions logo at

www.autocartruck.com.). We'l get right on it.

o TEader Setrvice No, &

or visit www.feeeproductinfo.net/waa
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Take it from
people who know.



