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Dynacorn Classic Bodies makes a bold new move…!

That’s right. Dynacorn Classic Bodies 
has opened an assembly division in 
Camarillo, California, actually, right 
across the street from our corporate 
facility. In that assembly facility, one will 
find two assembly tables complete with 
welders and two seasoned assemblers 
headed up by Justin Thompson with Max 
Steidinger rounding out the personnel.
 
Currently, the bodies being assembled 
are the 67-70 Mustang Fastbacks, the 
65-6 Mustang fastback and convertible 
are coming in shortly along with the 
67-68 Mustang convertibles. Add to that 

line up, the 70-74 Challenger and we’ll have quite the busy facility. Eventually, our plan is to build 
all of our body shells domestically right here in Camarillo. That would include, Chevelles, Camaro, 
Firebird and Nova. Right now, they tell me they are building about 6-7 weeks out, so plan early.

It promises to be quite the banner year for Dynacorn Classic Bodies. If you’re looking for a bit 
more information, feel free to call James Liapis, Classic Bodies Sales at 800-766-5894 ext. 103 and 
I’m sure he will be more than able to enlighten you further.

Dynacorn International Inc.
4030 Via Pescador
Camarillo, CA   93012

Our Quarterly Quiz...

Inside This Issue

The Newsletter 
of the Restoration 

Parts Industry

1 “To Kill a Mockingbird” was filmed in what year?        

2 Kevin Kline, Scott Glen, Danny Glover and Kevin Costner starred in what movie?  

3 Plymouth Barracuda premiered in what year?   

4 How many remakes of “Mutiny on the Bounty” have there been?  

5 “An Affair to Remember” starred Cary Grant and…?     

6 Tony Curtis’ real name was...?       

7 Who owned the St. Bernard named Neil?  

8 Who owned the little dog named Asta?

9 “Yours Truly;……….?   

10 The Lone Ranger’s nephews’ horses’ name is...?     

                                                 As always…good luck to all of you

Given the quickness of some of the customers we have that think they are knowledgeable…we have 
amended the quiz to include car stuff, non car stuff and just general information…be careful when you 
answer, we are going to get tricky..  You have to get ‘em all right, and 9 out of ten still ain’t a winner. 
The winner gets a genuine, totally authentic Dii “T Shirt”  
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● Larry Speaks...
● From the Trenches...Camarillo
● ...Rise of the SPAM Machine (reprint)
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The Meteoric rise of the SPAM Machine reprint from summer of 2008
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Is it possible the Spammers on my 
email think I really believe the garbage 
they send me by the thousands count 
each day? Well, the short answer is, 
yes. The long answer is, they hope 

you are going to be an ignoramus and accept 
everything in your email as truth. Do they 
do any harm? Some do. Some carry viruses 
from a heinous bunch of individuals that 
take glee in getting into your computer and 
screwing up your stuff. Now, for the life of 
me I can’t figure out why. Some are just a 
come on from a group that actually think that 

you are going to go to their web site and buy cheap Viagra, go check out hot babes doing whatever
 to each other, or buy a college degree from some backwater Podunk place that turns them out in 
the gazillions.  Still others are from people you know wanting you to forward this ‘internet angel’ 
to 15 of your best friends because if you don’t, some awful thing will befall you and your feet will 
fall off the first time you try to roller skate.

Our friends can be our worst enemies when dealing with Spam because they honestly think 
what they are doing is sending you something to make you think of them, and somehow be a 
bigger friend to them than you already are. For those, I have a plan. A simple solution to 
their sending me things that, supposedly, Ronald Reagan, George Carlin, Jay Leno or a 
host of other individuals said or wrote essays about, stupid things that they forward because 
they have nothing better to do with their life. How about you check it out first. Make sure 
it’s something that is accurate, interesting and something that I would want in my in box. 

Most of the time, it won’t be and most of the time it should have been deleted.  Snopes.com 
is an outstanding source to check this stuff out.  There are a lot others, but the point is, don’t 
forward it to me. I don’t want it. I don’t care what George Carlin said. I don’t want to know 
how many people were saved by sending an ‘internet angel’ across the universe, and I certainly 
don’t want to hear about the 7 year old boy dying in Alabama whose last wish is to get a business 
card from everyone in the US when in reality he has been cured since 1994.

My business email is for business, get it? Occasionally a joke is okay if it’s really funny.  But day 
after day I have to wade through the hundreds of bogus emails to find one that might be legitimate. 
I think Spam filtering companies create them so you have to buy their product. Okay? Now I have 
said it… I know because now I am getting emails from companies that are addressing the email, 

“Hi FAQ.” Now that is funny right there.

If I have offended any of you at all…I apologize, however, I can send you a good healing ‘internet 
angel’ someone just sent me. 

 

Larry Speaks!As I See It by Joe Parts

20 1 5 …
where the 
hell did 
this come 
from?

Pondering my 
navel and pluck-
ing lint from 
same, it suddenly 
dawned on me 

one morning last week, “Holy crap! It’s 2015,” 
I thought. “2015, now what the hell am I 
supposed to do with that?” “Easy,” said Mrs. 
Parts, stroking my brow. “It will be fine, want 
more coffee?”
 

“Coffee,” I said incredulously. “Coffee doesn’t 
fix the fact that I am now, well… old,” I said 
with a sigh.”
 

“Revel in the fact that you are revered in your 
industry, looked up to by thousands,” said Mrs. 
Parts.
 
That’s when I fell out of the chair laughing and 
broke my leg. This column is being written from 
my hospital room and that friends, is another 
story altogether.

 Happy 2015 and we’ll be talkin.’

That’s as I see it;

Joe Parts

So I’m driv-
ing along …
traffic is 
light, but my 
hearts a bit 

heavy. I got the word 
that yet another restau-
rant in the little town 
that I live in has decided 
to close. Now I realize 

that food shops come and go, but this is the 
third one closing that has had more than two 
generations of the same family that owned and 
ran the restaurant. The kicker is that it wasn’t 
competition that made them each decide to shut 
down. It’s because the next set of kids didn’t 
want to be in that business. Chatting with one 
of the owners, I was told that the customers 
were too difficult when it came to their meals 
for the kids (OK, out of college young adults) 
to handle the service side of the business. Oh, 
I guess I didn’t mention that none of these 
restaurants had a drive through.

That conversation got me thinking. Comparing 
and contrasting the service ethic for food 
service compared to our industry. There are 
many things that we could learn from this. 
First, that there are several choices that the 
customer can make when it comes to what 
he wants. Second, their experience each time 
will make them decide if they will come back 
next time. Third, a happy customer will lead 
other customers to you. Also, the ranting 
of Mr. or Miss Unhappy will taint the 
opinion of those who haven’t tried you 
yet. Now the big question: what does the 
restaurant do to keep the customer happy? Is it 
that much different than what we do to keep our 
customers happy?

Okay, I don’t usually drop a grand at a 
restaurant. Shoot, it’s not real often that I’ll drop  

Joe Parts



From The Trenches…Leetsdale

There have been some changes 
over the last several years. 
As many of you know, the 
PA facility has turned into a 
shipping center. We now focus 

on shipping your order out as quickly 
as we can, once we receive it. We are 
dedicated to trying to ship your order 
quickly, damage free and at the lowest 
cost possible. Many of our body parts are 
inspected twice before leaving our 
facility, to help reduce the chance 
of damages.
 
If you have questions or a request concerning your order, please contact your salesmen at our 
corporate office. They will work with us to handle your needs and concerns, and will be more 
than happy to answer any questions. If there are any problems with your order, please contact our 
customer service representative at our corporate office. The PA facility can assist you with stock 
checks during those times when our website is not available.
 
We are working to ensure quality, reliable service from a professional staff. Thank you for 
allowing us the opportunity to supply your business needs.

Sincerely,
The staff at Dynacorn International Inc, Leetsdale, PA

Mike Jones                               Doug Dillon
Facility Co-Manager                Facility Co-Manager
In charge of shipping   In charge of receiving
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Larry Speaks! continued from page 2

half-a-hundred on a meal. But my expectations are higher for a place that wants me to drop more 
ducats in their cash box. So are my expectations for the service that comes with it. Now let’s scale 
that up to what we are looking at in our industry and compare it to food service.

More often than not, our customers are of the “To Go” variety. They are out to get their goods and 
take them home. And like the restaurant, we expect the customer to know that the sauce goes on 
top, it’s easier to put the big things on the plate first, and there might be some seasoning needed to 
make it just right for your taste. See, building a car is a bit like putting together a meal. You expect 
someone who takes it home with them to have an idea of what they are doing. 

The customer that comes and looks at the menu before sitting down, asks about the Chef’s Special, 
lets it be known that he prefers the meat rare, the pasta al dente, the vegetables cooked to submission 
with the sauce on the side is our favorite kind of customer too. They know what we do, ask what 
we do best and makes any expectations known right up front. He’s the kind of customer that’s 
happy to pay the bill and will tell his friends that they need to go and visit your place. This is the 

customer that brings in the car, understands the need 
to tear it down and find the rough spots and then, only 
then will the estimate for the job be accurate. I just love 
that guy.

I ain’t that guy either. But I’m also not the guy that will 
bring in his own eggs and bread, have you cook them 
for me then expect a discount on the breakfast special, 
then Tweet to all my friends that your skills are lacking 
because I’ve seen better posted on the internet. This 
type of customer seems to be much more common now 
that we live in a Post Overhaulin World. Just like the 
blogger that touts as a free-lance food critic, we have the 
free-range car guy. A few episodes of (insert car show) 
along with two or three (insert televised auction here) 
and we have the new paradigm of customers: the Flip 
This Car Guru. Wants to tell us how much, how long 
it will take and what it should be worth based on his 
vast knowledge attained by the fore mentioned episodic 
training and, “My buddy had a (insert desirable Muscle 
Car here) that (insert the “Who Cares?” story here) 
to this day!”

So give me a call and let’s swap stories. I want to explore this comparison a little deeper. Right now, 
I’m a little hungry and fighting the urge to slap someone.
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To all of our Dynacorn distributors........
welcome to 2015!!! 2014 was one 
heck of a ride, along with celebrating 

Dynacorn’s 30th anniversary, but we are looking 
forward to 2015 and helping all of you have 
a successful year!
 For those of you who didn’t already know this, 
our Sales Rep, Randy Greenfield, retired last 
June. He will be greatly missed!  But we all 
hope that he is enjoying his retirement gardening, 
golfing, and being with his family.

 But with every loss comes a gain.  The Sales Team would like to announce and welcome our new 
Sales Rep, Mario Quintero, who started shortly after Randy left.  Mario has been with Dynacorn 
now for 8 years.  We pulled him from the warehouse where he worked in our trucking department 
and has proven to be a great asset to the Sales Team and our distributors, especially with his 
added knowledge of shipping and working with trucking companies.  We look forward to seeing 
great things come from Mario.

 The Sales Team has gone to great lengths over the past few years to improve our communication 
and relationships with our distributors.  We have made a marked improvement in our attention to 
detail which is a vital key in keeping our error percentage down so that our distributors can get their 
product with minimal to no errors, and in a timely fashion, as well.  
 We have tightened up the communication between the Sales Team and Warehouse Teams so that 
all orders and shipments are moved out the door with, again, minimal to no error, making sure we 
get your parts to you as quickly as possible.

 We have also been ‘fine tuning’ the tools and resources that are at the Sales Team’s disposal 
so that we can work efficiently and accurately in order to provide quicker and better customer 
service to our distributors.  With that being said, we have also improved a valuable tool that is at 
our distributors’ disposal..............

 Our new website!  It has been restructured, redesigned, and is now offering new tools that can 
help you save time and get you the pertinent information you need with only a few clicks of your 
mouse.  Just to name a few of our main features: you can check stock in both of our warehouses, 
pricing, download our ‘Weights and Dimensions’, check your backorders, view your order history, 
and place an order online through the ‘Shopping Cart’!  All of this can be done exclusively through 
the ‘Dealer Door’, which is only available for our distributors and cannot be accessed by ‘John Q 
Public’.  Please contact us if you wish to have access to our ‘Dealer Door’ and one of our Sales 
Team representatives will set you up and walk you through the website, step by step.

Now, get out there and make big things happen!  
Always here to help,

                     The Dynacorn Sales Team:  John, Adrian, Mario, James, Larry and Jason

Receiving  Dept.
When parts arrive they are counted, inspected and packaged properly before they are stored and 
shipped to our customers. Our receiving dept. is trained to inspect parts making sure our customers 
get only the best possible quality parts. 

Shipping  Dept.
We quote every LTL shipment to make sure the customer gets the best rates possible and to get the 
freight delivered in a timely manner. Every shipment is palletized, banded to the pallet and then 
shrink wrap is added to keep the freight secure and safe.              
Small packages [Ups/FedEx]                                                                                                                     
We have a large variety of boxes and shipping materials we use to help keep shipping cost down 
and to protect parts from getting damaged in transit.                                                                                            
Will Call                                                                                                                                        
Our Will Call area is set up to help customer that prefer to pick their parts up. This is unique, as 
our warehouse staff gets to know some of our customer and is able to help them first hand.

Returns Dept.
Customers note on our Return Form reason’s why they are returning a part. We take every cus-
tomers concern seriously, so when parts are returned, they are carefully inspected and all of the 
customer’s issues are addressed.

SUMMARY
The Warehouse staff is here for you, the customer. We work hard at getting the best quality product 
to you safely and cost effective. Keeping our customers happy is our #1 priority   
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Larry Speaks! continued from page 2

half-a-hundred on a meal. But my expectations 
are higher for a place that wants me to drop 
more ducats in their cash box. So are my 
expectations for the service that comes with it. 
Now let’s scale that up to what we are looking at 
in our industry and compare it to food service.

More often than not, our customers are of the 
“To Go” variety. They are out to get their goods 
and take them home. And like the restaurant, we 
expect the customer to know that the sauce goes 
on top, it’s easier to put the big things on the plate 
first, come and look at the menu before sitting 
down, asks about the Chef’s Special, lets it be 
known that he prefers the meat rare, the pasta 
al dente, the vegetables cooked to submission 
with the sauce on the side is our favorite kind of 
customer, too. They know what we do, ask what 
we do best and makes any expectations known 
right up front. He’s the kind of customer that’s 
happy to pay the bill and will tell his friends 
that they need to go and visit your place. This is 
the customer that brings in the car, understands 
the need to tear it down and find the rough 
spots and then, only then, will the estimate 
for the job be accurate. I just love that guy.

I ain’t that guy either. But I’m also not the guy 
that will bring in his own eggs and bread, have 
you cook them for me then expect a discount 
on the breakfast special, then Tweet to all my 
friends that your skills are lacking because I’ve 
seen better posted on the internet. This type 
of customer seems to be much more common 
now that we live in a Post-Overhaulin’ World.
Just like the blogger that touts being a free-
lance food critic, we have the free-range car 
guy. A few episodes of (insert car show) along 
with two or three (insert televised auction here),  

 and we have the new paradigm of customers: 
the Flip This Car Guru. Wants to tell us how 
much, how long it will take and what it should 
be worth based on his vast knowledge attained 
by the fore mentioned episodic training and, 

“My buddy had a (insert desirable Muscle Car 
here) that (insert the “Who Cares?” story here) 
to this day!”

So give me a call and let’s swap stories. I want 
to explore this comparison a little deeper. Right 
now, I’m a little hungry and fighting the urge to 
slap someone.  



The Meteoric rise of the SPAM Machine reprint from summer of 2008

2 7

Is it possible the Spammers on my 
email think I really believe the garbage 
they send me by the thousands count 
each day? Well, the short answer is, 
yes. The long answer is, they hope 

you are going to be an ignoramus and accept 
everything in your email as truth. Do they 
do any harm? Some do. Some carry viruses 
from a heinous bunch of individuals that 
take glee in getting into your computer and 
screwing up your stuff. Now, for the life of 
me I can’t figure out why. Some are just a 
come on from a group that actually think that 

you are going to go to their web site and buy cheap Viagra, go check out hot babes doing whatever
 to each other, or buy a college degree from some backwater Podunk place that turns them out in 
the gazillions.  Still others are from people you know wanting you to forward this ‘internet angel’ 
to 15 of your best friends because if you don’t, some awful thing will befall you and your feet will 
fall off the first time you try to roller skate.

Our friends can be our worst enemies when dealing with Spam because they honestly think 
what they are doing is sending you something to make you think of them, and somehow be a 
bigger friend to them than you already are. For those, I have a plan. A simple solution to 
their sending me things that, supposedly, Ronald Reagan, George Carlin, Jay Leno or a 
host of other individuals said or wrote essays about, stupid things that they forward because 
they have nothing better to do with their life. How about you check it out first. Make sure 
it’s something that is accurate, interesting and something that I would want in my in box. 

Most of the time, it won’t be and most of the time it should have been deleted.  Snopes.com 
is an outstanding source to check this stuff out.  There are a lot others, but the point is, don’t 
forward it to me. I don’t want it. I don’t care what George Carlin said. I don’t want to know 
how many people were saved by sending an ‘internet angel’ across the universe, and I certainly 
don’t want to hear about the 7 year old boy dying in Alabama whose last wish is to get a business 
card from everyone in the US when in reality he has been cured since 1994.

My business email is for business, get it? Occasionally a joke is okay if it’s really funny.  But day 
after day I have to wade through the hundreds of bogus emails to find one that might be legitimate. 
I think Spam filtering companies create them so you have to buy their product. Okay? Now I have 
said it… I know because now I am getting emails from companies that are addressing the email, 

“Hi FAQ.” Now that is funny right there.

If I have offended any of you at all…I apologize, however, I can send you a good healing ‘internet 
angel’ someone just sent me. 
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industry, looked up to by thousands,” said Mrs. 
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That’s when I fell out of the chair laughing and 
broke my leg. This column is being written from 
my hospital room and that friends, is another 
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 Happy 2015 and we’ll be talkin.’
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So I’m driv-
ing along …
traffic is 
light, but my 
hearts a bit 

heavy. I got the word 
that yet another restau-
rant in the little town 
that I live in has decided 
to close. Now I realize 

that food shops come and go, but this is the 
third one closing that has had more than two 
generations of the same family that owned and 
ran the restaurant. The kicker is that it wasn’t 
competition that made them each decide to shut 
down. It’s because the next set of kids didn’t 
want to be in that business. Chatting with one 
of the owners, I was told that the customers 
were too difficult when it came to their meals 
for the kids (OK, out of college young adults) 
to handle the service side of the business. Oh, 
I guess I didn’t mention that none of these 
restaurants had a drive through.

That conversation got me thinking. Comparing 
and contrasting the service ethic for food 
service compared to our industry. There are 
many things that we could learn from this. 
First, that there are several choices that the 
customer can make when it comes to what 
he wants. Second, their experience each time 
will make them decide if they will come back 
next time. Third, a happy customer will lead 
other customers to you. Also, the ranting 
of Mr. or Miss Unhappy will taint the 
opinion of those who haven’t tried you 
yet. Now the big question: what does the 
restaurant do to keep the customer happy? Is it 
that much different than what we do to keep our 
customers happy?

Okay, I don’t usually drop a grand at a 
restaurant. Shoot, it’s not real often that I’ll drop  
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Dynacorn Classic Bodies makes a bold new move…!

That’s right. Dynacorn Classic Bodies 
has opened an assembly division in 
Camarillo, California, actually, right 
across the street from our corporate 
facility. In that assembly facility, one will 
find two assembly tables complete with 
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Steidinger rounding out the personnel.
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line up, the 70-74 Challenger and we’ll have quite the busy facility. Eventually, our plan is to build 
all of our body shells domestically right here in Camarillo. That would include, Chevelles, Camaro, 
Firebird and Nova. Right now, they tell me they are building about 6-7 weeks out, so plan early.

It promises to be quite the banner year for Dynacorn Classic Bodies. If you’re looking for a bit 
more information, feel free to call James Liapis, Classic Bodies Sales at 800-766-5894 ext. 103 and 
I’m sure he will be more than able to enlighten you further.
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9 “Yours Truly;……….?   

10 The Lone Ranger’s nephews’ horses’ name is...?     

                                                 As always…good luck to all of you

Given the quickness of some of the customers we have that think they are knowledgeable…we have 
amended the quiz to include car stuff, non car stuff and just general information…be careful when you 
answer, we are going to get tricky..  You have to get ‘em all right, and 9 out of ten still ain’t a winner. 
The winner gets a genuine, totally authentic Dii “T Shirt”  

● Dynacorn Classic Bodies...
● Larry Speaks...
● From the Trenches...Camarillo
● ...Rise of the SPAM Machine (reprint)

● Joe Parts: As I See It
● California Warehouse
● From the Trenches...PA
● Our Quarterly Quiz...
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