
The Harris Waste Manage-
ment Group Inc. has been 
the leading brand in recy-
cling equipment for decades, 
having pioneered hydraulic 

balers in the 1930s and hydraulic shears 
in the 1940s. The USA-based equipment 
maker is embracing its past and employing 
new methods as it undertakes a strategic 
investment program to secure its place as 
the manufacturer of  the balers, shears and 
shredders of  choice in the recycling and 
waste-management and energy sectors.

In 2014, Harris was acquired by the In-
diana-based Avis Industrial Corporation. 
“The Harris name has a strong legacy in 
the recycling industry, and we want to build 
on that tradition by manufacturing quality 
products, offering exceptional customer 

Harris, and King says he quickly demon-
strated his value after he joined Harris. 
“He has been able to rationalize what our 
distributor team should look like,” notes 
King. Holder, meanwhile, “has a strong 
ferrous scrap industry background” and 
quickly reconnected Harris with some of  
its key customers in the Western U.S.

King says the addition of  Ham and 
Holder to the existing valuable sales and 
leadership team has helped provide re-
newed energy to carry out his mission, and 
their presence also has allowed the compa-
ny to reassure its customers that the things 
they have always liked about Harris have 
not gone away. “The reality is these two 
guys in combination with the existing sales 
team are going to create a lot of  value from 
a legacy product line viewpoint,” he states.

key people join harris to help the company carry out its renewed
mission to build the world’s best material reduction equipment.

service, while at the same time focusing 
on innovation and new product develop-
ment,” Avis President Leland E. Boren 
stated at the time. 

Avis subsequently studied Harris’ pres-
ence in the marketplace carefully before 
hiring Greg King as Harris’ president in 
April 2016. King’s background was as an 
executive in the containerboard and paper 
recycling sector. King has been working 
closely with Avis to strengthen the Harris 
product line and the company’s commit-
ment to its customers.

In late 2016, Harris welcomed Jeff  
Ham as its director of  sales and then a 
few months later added Scott Holder as 
the sales director for the Western United 
States.

Jeff  Ham previously spent 20 years with 
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The mission that King has shaped in-
volves both that legacy and ushering in 
changes necessary to secure Harris’ place 
as “the leading designer and manufactur-
er of  material size reduction equipment 
for the recycling, waste management, and 
energy industries.” Adds King, “You have 
to commit to quality, but you also have to 
communicate it. We are striving for the 
highest level of  quality for our own sake 
and our customers’ sake.”

Harris is investing heavily to recapitalize 
its facilities, including new state-of-the-art 
CNC (computer numerical control) ma-
chinery and new, upgraded welding equip-
ment at Harris’ fabrication and assembly 
facilities in Cordele and Baxley, Georgia.

The ability of  Harris to manufacture 
what it designs and sells—essentially from 
start to finish—is a key trait that sepa-
rates Harris from its competitors. “Nearly 
all the brands we compete against largely 
outsource their manufacturing and as-
sembly,” says King. “Harris products are 
100% American-made. We build our own 
hydraulic cylinders. We start with raw steel, 
fully assemble our equipment and install it 
along with the customer until it’s ready to 
operate. That is something that is rare in 
today’s environment, where our competi-
tors simply seek low-cost production.”

Another focus of  King’s attention has 
been reducing lead times after orders are 
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placed. “We build some components and 
sub-assemblies to cut off  as much as 75% 
of  the former time between order and the 
delivery of  equipment,” he states. “That 
focus on lead times and delivery times has 
been very well received.”

Existing customers also have respond-
ed well to Harris’ renewed commitment 
to keeping critical components in invento-
ry for rapid replacement. “This improves 
our service execution by having things that 
would have been considered non-invento-
ry items now in inventory.”

King says he knows Harris is on track 
as of  mid-2017 with its renewed commit-
ments to design, manufacturing and service 
because customers have responded with 
significant orders for new Harris machin-
ery. “We sold nine two-ram balers in two 
weeks in late March and early April—we 

broke a record! We are doing that because 
we are re-establishing our connections in 
the market and regaining trust with clear 
communication as well as focusing on ser-
vice.”

King says the confidence and company 
culture now present at Harris means it is 
ready to tackle new challenges and market 
segments. “We now have teams focused on 
RDF (refuse-derived fuel) baling, and we 
are looking at alternative means of  strap-
ping and tying, which really feeds into that 
market. We are working on lighter shear 
alternatives to add to our existing ferrous 
portfolio. Harris is known for shears in 
the 1,000-tons-and-up range. Now we also 
are focusing on that 500-to-700-ton range 
and creating a lighter shear than is typically 
made by Harris. This market has tradition-
ally been dominated by imported models.

King says the new machine shop ad-
ditions at the Cordele facility could allow 
Harris to expand its line of  shredders. 
“We are looking at low-speed, high-torque 
shredders, and offering a USA-made mod-
el to compete with the many imported 
brands in that sector.”

There is renewed energy flowing 
through the offices and manufacturing 
plants of  Harris, says King, and it is lead-
ing to a company that is poised to compete 
in several industry sectors. “In terms of  
serving the ferrous and nonferrous pro-
cessing industry, as well as recovered fiber 
and waste-to-energy types of  processing, 
we are very focused on growth and being 
here for the long run. We are investing in 
the brand and are well on our way to taking 
back our leadership role in the industry.” n
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