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y NAID involvement tie in nicely with Ac-
cuShred’s own business plan.

“Customers need a comfort level from 
us that we do things the right way,” says 
Segall. “Our AAA certification from NAID 
speaks to the fact that we take our business 
very seriously and can be that partner for 
education and compliance.”

The company’s resulting annual 
double-digit growth has allowed it to 
expand its shredding capacity and widen 
its service offerings to include electronic 
information destruction and computer 
recycling. “Although there are many tech-
niques available today for the destruction 
of electronic information, we felt that 
absolute physical destruction and complete 
recycling were the responsible choices to 
satisfy our clients’ needs,” says Segall.

In addition to providing plant-based 
destruction with a 75-hp shredder manu-
factured by Allegheny Paper Shredders, 
the company has also purchased a mobile 
shredding truck. “We bought a pre-owned 
truck made by UltraShred from a company 
out in California,” says Segall. “We had 
been getting enough calls asking about on-
site shredding that we decided we needed 
to address that market.”

AccuShred operates from an office and 
plant in a free-standing building located 
on the State Paper and Metal property. 
“We’re fortunate to have a separate secure 
building that is paid for and trailers we can 
use because of our State Paper and Metal 
roots,” notes Segall. “We have always had 
a focus on maintaining low overhead, 
which has allowed us to be value priced 
without compromising our security or 
service levels.”

AccuShred’s growth has allowed it to 
acquire its own additions to the fleet. “We 
now have a mixture of vehicles, including 
box trucks and a Dodge Sprinter van for 
the secure collection of materials as well 
as our mobile shredding truck for on-site 
destruction,” says Gudelman. “When 
needed, we also have access to tractor-
trailers through our parent company, 
which is a nice advantage.”

The duo is pleased with the Dodge 
Sprinter van, which can be driven by any 
licensed driver, gets good fuel mileage and 
still has significant storage room. “We can 
put about 10 totes or 6,000 pounds of 
payload in there,” says Segall.

AccuShred trucks also serve as “rolling 
billboards” to promote secure shredding. 
Its mobile shredding truck has a mural that 
displays file folders, a fierce looking croco-
dile and a pile of shredded paper combined 
with the wording, “Your documents. Our 
shredder. Any questions?”

MORE TO COME
The company’s growth has also meant the 
addition of team members, not just trucks 
and equipment.

AccuShred has added Chuck Small 

in a sales management role to help drive 
growth. Small has helped compile data-
bases and then target and follow up on 
AccuShred’s marketing to key customer 
sectors.

Like the company’s founder, he is 
dedicated to the marketing and education 
focus. “I would still say that 50 percent 
of the available market is not educated 
about our industry to any great degree,” 
Small says.  

By using its trucks as billboards, 
producing a monthly education-rich e-
newsletter called Data Destruction News, 
and urging customers to learn more at the 
NAID Web site, Small is optimistic that 
AccuShred can gain customers who will 
have an ongoing commitment to secure 
shredding.

AccuShred’s leaders are optimistic 
that more years of company growth lie 
ahead of them. The company’s location 
in Toledo near the crossroads of major 
north-south and east-west interstates 
provides one source of optimism. “I would 
say our fastest-growing market right now is 
Southeastern Michigan,” says Segall.

Owning a mobile shredding truck has 
also opened up a whole new market, says 
Small, citing government agencies as par-
ticularly receptive to on-site shredding.

Segall cautions, though, that prepar-
ing for change remains a reason to stay 
vigilant. “Strategic planning is a continual 
process for us.” 

At the same time, the company 
turns away from fast growth for the sake 
of hitting a higher number. “We love 
growth and have very high expectations, 
but we will never let it compromise our 
level of dedication to customer service,” 
says Segall.

Growing and evolving is important 
to AccuShred to the extent that some 
strategic planning must remain guarded. 
“Of course, we think we have some very 
innovative ways to add value, but we’ll 
keep those to ourselves for now,” Segall 
concludes. n

The author is editor in chief of Secure 
Destruction Business magazine and can 
be contacted at btaylor@gie.net.

SOFT (COST) SELL
Nate Segall has marketed the document shredding service pro-
vided by AccuShred, Toledo, Ohio, as one that allows clients to get 
the most of out of otherwise sidetracked employees.

“The challenge of building a positive attitude toward outsourc-
ing is considerable,” says Segall. “We are a soft-cost industry,” he 
continues, “which means that our service mostly replaces people 
doing the work themselves. The key is to get the owner/executive 
to recognize the value of focusing nurses, office managers, bank 
tellers or receptionists on using the skills and qualifications they 
were hired for rather than on the task of shredding documents.”

But when the light bulb goes on in the mind of a company 
manager or executive regarding the “soft costs” saved, the payoff 
can be a loyal customer.

“We actually had an accounting office that every year would 
rent equipment, completely shut down their office operations and 
have nine staff members do nothing but shred for two days,” says 
Segall. “We recycled their shreds one year and calculated what we 
would have charged them based on the weight of the documents 
they shredded, and it was approximately $200,” he recalls.

“After doing the math, it was a pretty simple decision,” Se-
gall says. “They became a customer a couple of weeks later and 
haven’t looked back since that day.”

AccuShred serves its clients with a range of vehicles, including a Dodge Sprinter van for in-plant 
customers and an UltraShred truck for on-site customers. 
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