












tion like this. I’m also 
working with them on 
developing a shredder 
for the gift cards. John 
is always coming up 
with machines to shred 
things you wouldn’t 
even think of shredding. 
It’s the kind of people 
they are.

It’s John’s com-
mitment to exceed the 
customer’s expectation 
that permeates the com-
pany – it’s what runs his 
motor! Some companies 
build a business just on 
sophisticated marketing, 
while Allegheny is just 
really good at building 
shredders! And while 
lots of companies in high 
production are trying to 
cut cost to make more 

profit, John’s about making it right.
There is an intrinsic value in an Allegheny 

that I have not found in other machines.

Q: Any advice for newcomers to the 
industry? 

A: The financial obstacles are huge, due to 
competition. But in our company, service is 
the way we differentiate ourselves, and we 
do it by hiring the right people and treating 
them fairly. We put as much attention on 
retaining and servicing existing customers 
as we do on attracting new ones. 

Q: Ron, do you have any parting words 
for the newsletter?
A: Just that I would not take the time to talk 
to you if Allegheny equipment were not the 
product that it is. By keeping our operating 
costs down and eliminating downtime, it’s 
been a key to our success. We own several 
million dollars worth of equipment in our $10 
million a year company – copiers, computers, 
balers, bobcats, shredders, forklifts, and so 
on – but I don’t have a single piece of equip-
ment as reliable as my Allegheny shredder.

Ron Mason is president of Shred Right in  
St. Paul, Minnesota. He can be reached at 
(651) 647-1300. E-mail: ron@rohnind.com
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Q: Do you see docu-
ment destruction 
becoming more wide-
spread? How’s the 
industry changing?

A: Shredding is becom-
ing a significant opera-
tions cost for many 
companies. It’s not just 
done in accounting 
departments anymore – 
for most of our current 
clients, we shred every-
thing for them. And as 
the volume goes up, so 
does cost. Productivity 
is the way we keep costs 
down. Allegheny shred-
ders perform in excess of 
35,000 pounds per hour 
– a volume unheard of 
in the rest of the shred-
ding industry. 

Q: How fast is your company growing, 
and what direction do you plan to move?

A: Currently we’re growing at a rate of 
18-25% a year. Right now our advertis-
ing and marketing dollars are going into 
establishing ourselves as one of the premier 
product destruction facilities in the upper 
Midwest. There isn’t another facility within 
500 miles that can do the product destruc-
tion we can. We’ll probably upgrade and add 
additional equipment to destroy non-paper 
products, such as plastic gift cards. For 
shredding paper, the system we have now 
should never need to be upgraded. 

Q: You mentioned mobile shredding. 
What’s the future for that segment of the 
industry?

A: Five years ago, there were 3 shredding 
companies in town, and today there are 17 
or 18. Of those, 15 are mobile shredding 
businesses!  Although mobile has seen the 
biggest influx recently, I believe that ten 
years from now, it will be a small segment 
of the industry. 

Why? Costs to run mobile units are 30% 
to 100% higher than costs for plant-based 
shredding. With more volume to shred, large 
companies can’t afford to pay for mobile 

shredding. In my opinion, off-site shredding 
is also the most secure way to go. 

Q: How did you get started in docu-
ment destruction?

A: We were actually the first company 
in Minnesota to enter the business, 22-23 
years ago. I had a small recycling company. 
I would pick up heavy loads of paper for 
free, with my 2-wheeler. One day I did an 
attic pickup and saw two piles of boxes – I 
was to take the one on the left. “The one on 
the right is confidential,” the man said. “We 
PAY to get rid of that.”  I was just smart 
enough to figure out that getting paid for 
something beats doing it for free!

Q: You’ve mentioned before that 
Allegheny has exceeded your expecta-
tions, both in its equipment and its     
service. Could you elaborate?

A: John Wagner and his sons understand 
how to run a business. They understand 
that a sale doesn’t stop once you own the 
equipment - they continue to be involved 
with you. For example, someone will have 
8 semi-loads of material for us to destroy, 
and we can send samples to Allegheny 
and ask how we should approach a situa-

Ron Mason of Shred Right
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NAID was founded about 14 years 
ago to confront a number of industry 

challenges.  For one, information destruc-
tion was largely an unknown concept to 
most businesses. To make matters worse, 
many of the companies in the industry 
were disreputable. The solution to both 
problems was education. NAID provided 
the industry a key voice to provide that 
education.

Although NAID was formed as an indus-
try trade association, it has operated more 
like a consumer protection organization. 
By educating government and business on  
their responsibility to destroy discarded 
information, it has protected consumers 
from the hazards of negligent information 

disposal. By impressing upon businesses the 
importance of selecting a qualified service 
provider, NAID has protected companies 
from fraudulent providers. 

NAID’s premise - what is best for the 
client is best for the industry - has served 
us well.  As a result, we have earned the 
credibility to be a trusted advisor to policy 
and decision makers around the world. Now 
NAID needs to build on the solid foundation 
it has established.

The new NAID Information Destruction 
Compliance Toolkit does exactly that. In 
developing the Toolkit, the association has 
used its knowledge of regulatory require-
ments, consumer survey results, and its 
hard-earned reputation for trustworthiness. 

Building on NAID’s Foundation
NAID’S new Compliance Toolkit takes the Association’s 
Reputation for Credibility to a New Level
By Bob Johnson, Executive Director of NAID

	  Once NAID members are using the 

Toolkit to help them better comply 

with information destruction 

regulations, NAID will be in an 

even stronger position to help its 

members be successful. 

The resulting product is being called by 
some records management and security pro-
fessionals ‘the most comprehensive resource 
for information destruction policy develop-
ment ever created.” The Toolkit not only 
capitalizes on NAID’s existing credibility; 
in the long run, it will further increase it.  

Once NAID members are using the 

Toolkit to help them better comply with 
information destruction regulations, NAID 
will be in an even stronger position to help 
its members be successful. Informed NAID 
members will then welcome educated cus-
tomers who know what questions to ask 
when selecting a service provider.  

Bob Johnson and his staff at NAID  
can be reached at (602) 788-6243. 
E-mail: exedir@naidonline.org

enough to make a major purchase,” she said. 
“I plan to be here at Allegheny for a long 
time.”

Leslie Herrod works in the Sales  
Department at Allegheny. She can be 
reached at (800) 245-2497. E-mail:  
lherrod@alleghenyshredders.com
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