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800-328-3332
www.satelliteindustries.com

2011 International /2500 gallon Steel Tank/Aluminum Trays
2011 International /4000 gallon Aluminum Tank
2011 Ford F550/1175 Aluminum Portable Service Unit
2011 Ford F450/1000 gallon Aluminum Portable Service Unit
2011 Dodge 5500/1175 Aluminum Portable Service Unit (Complete by 12/22)

Many tanks available for slide-in, restroom and septic.  Give us a call for 
more details.

Available  Inventory

Fast Delivery - Custom Made
Septic and Restroom Trucks

4000 Gallon Aluminum Septic Tank with Masport 
HXL400WV water cooled vacuum pump mounted 
to a 2011 International 7500 6X4 with a MaxForce 
10 - 350 HP engine, a Fuller 8LL 10 speed manual 
transmission and full locking differentials.

$127,078 
    Plus delivery, registration & F.E.T.

SEPTIC, RESTROOM
AND SLIDE-IN UNITS
READY FOR DELIVERY!

Starting at:  

$59,095
The newly designed MD950 
with reinforced skirting, greater 
visibility, more catwalk space, 
stronger cabinets and added strength 
and stability on the unit hauler will 
provide years of excellent service. 

SLIDE-IN UNITS
STARTING AT 
$

 6,995

Building trucks for the restroom industry for 5o years.

1-800-292-1305 
www.polyjohn.comwww.polyjohnjohncanada.ca www.polyjohnjohndemexico.com

Become a SUPER SAVER at polyjohn.com!  
Download your coupons today.
PolyJohn’s full line of portable restrooms, sinks, hand sanitizers, and tanks are an INVESTMENT  

in your ability to earn more, sell more, and service better. Talk to one of our Area Business  

Managers today to find out how we can help you increase your ROI.
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1-800-223-3083
Call Today for Your FREESample

Discover Marketing Secrets to More Pump-Outs

Solutions for All Waste & Grease Problems

Thanks For
Visiting!

ALL NEW!
Private Labeled

EASY DISPENSE BOX
• Customers Love It

• English & Spanish

• Simple to Use

4" to 12" 
Male Coupler

4" and 6" High4" and 6" High
Abrasive Bulk Nozzles

6" and 8" 
Aluminum Weldon

Male and FemaleMale and Female
4” to 12” End Plugs4” to 12” End Plugs

Irrigation fittings are for irrigating – NOT vacuum.
How many dollars are you spending

 SUCKING AIR?
Industry-proven, quality vacuum couplings from Bandlock will put money into your pockets.

1-800-659-2978
www.bandlockcouplers.comBANDLOCK

Corp.

Download Catalog
From Our Web Site!

MADE IN THE U.S.A.
Superior “Quick” Connect Vacuum And 
Pressure Couplings And Accessories
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Steel
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and 8"
Press
End

Steel
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360° Injected
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Profile Gaskets (Safety)
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Recognized
as the
#1

Relief Valve
in the World
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Fittings Bring 

“Safety” To Your 
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visiting us

Almost every day I have an occasion to look at the website of a septic 
service or portable sanitation company. And as I review the text, 
photos or other content at these companies’ online homes, one 

message is clear to me: Not all websites are created equal.
 On one end of the spectrum you have the website of Pump That Sep-
tic of Cassopolis, Mich., a company featured in a contractor profi le in this 
issue of Pumper. Owner Dervin Witmer would be considered Web savvy, 
and his site, www.pumpthatseptic.com, employs many of the latest tech-
niques aimed at identifying and landing customers.
 Witmer uses educational videos, compelling graphics, social media 
sites, online coupons and other tricks of the digital trade to lure new busi-
ness. To learn a little more about Witmer and equipment, check out our 
new video profi le feature on his company at www.pumper.com.
 For every updated, professional-looking website like Witmer’s, many 
septic service company sites fall short of their marketing potential. Fre-
quently I see pumping company websites that were obviously produced 
several years ago and have remained an afterthought by the business 
owners. Or they are sites with just a few pages of content slapped together 
using a quick-and-easy Web template and serve little purpose beyond be-
ing an online business card.
 If your company has an outdated or unsophisticated website, it’s 
understandable and you’re clearly not alone. Many service providers in 
any industry are lagging behind the times with their Web presence, either 
due to fi nancial constraints or a lack of time. It’s easy to justify putting off 
improving your website if you’re busy making money pumping tanks or 
servicing portable restrooms. 
 But at the same time, I hear more and more pumpers say they get the 
lion’s share of their new business from customers who fi nd them on the 
Web. They are often surprised by this development. But they learn from it 
as well, and savvy ones like Witmer at Pump That Septic start concentrat-
ing their marketing budgets on a stronger Web presence.
 A website is a relatively inexpensive marketing tool when you com-
pare it to placing ads in several telephone directories each year. But while 
there is little cost in launching a simple website and keeping its domain 
name alive, time and money are required for optimizing the site with valu-
able content and making sure prospective customers fi nd it when they 
perform an Internet search.
 That’s where this month’s Pumper Interview story comes in. In this is-
sue dedicated to offi ce technology and software, writer Paul Holley talked 
to digital strategy consultant James Davidson about ways pumping com-
panies can get their tired old websites fi ring on all cylinders and generat-
ing lots of new customers.
 Davidson shares a host of valuable techniques, from using social 
media sites like Facebook and Twitter to tapping into the latest trend of 
online couponing via “deal of the day’’ websites like Groupon and Living-
social. He explains how pumpers can begin to tackle the important task 
of search engine optimization, or SEO, which is the art of landing your 
website at the top of search lists.
 While the prospect of retooling your website might be daunting, it’s 
probably necessary — and may be long overdue — if you want to compete 
as more and more consumers search for services via the Internet. ■

  Reading Between the Lines

Have You Checked 
Your Website Lately?
By Jim Kneiszel, Editor

Toll-Free  800-263-4508
Tel. (905) 578-1000
Fax (905) 561-9176

314 Lake Ave. North
Hamilton, Ontario L8E 3A2

CUT OUT THE MIDDLE MAN – BUY DIRECT FROM THE MANUFACTURER

D E L I V E RY  S E RV I C E
AVA I L A B L E

• Caterpillar C13 (430 Hp) Pre-emission
• Fuller 8LL 10-speed
• 20,000 fronts 46,000 rears on air-ride
• Jake Brake - AM/FM/CD stereo
• Polished Everything ! Power windows,

locks & mirrors
• 4200 US gallon capacity

• TSI 500 pump (396 cfm) gearbox drive

• Two (2) 3/8" thick anti-surge baffles
• 20" top & rear man-way
• Heavy-duty stainless steel primary
• Polished aluminum toolbox
• 6" Discharge & 4" intake
• Five (5) 5" sight glasses
• Full-length hose trays.

* Lift axle Extra

• Automatic
• Maxxforce 10 (350 Hp & 1150 lb-ft)
• Allison 3000 RDS 6-speed automatic
• 18,000 lb front & 40,000 lb rears
• Air ride susp., factory air conditioning
• VGT engine brake
• Full-locking differential
• 3600 US Gallon capacity

• TSI 500 pump (396 cfm)
• Two (2) 3/8” thick anti-surge baffles
• 20” top & rear man-way
• Heavy-duty stainless steel primary shut-off
• Polished aluminum toolbox
• 6” discharge & 4” intake
• Three (3) sight glasses or Sight tube
• Full-length hose trays

• Maxxforce 10 engine (350 Hp & 1150 lb-ft)\
• 2010 Pre-emission engine
• Allison 3000 RDS 6-speed automatic
• 18,000 lb front 40,000 lb rears
• Air-ride suspension, factory air-conditioning
• Polished rims all around 
• Full-locking differential
• 3300 US gallon capacity
• TSI 500 pump (396 cfm)

• 36" rear sideswing man-way
• 25 ton telescopic hydraulic hoist
• Garnett digital indicator
• 7" color LCD back up camera
• 20" top man-way
• Full diamond plate treatment all around
• Four sight glasses
• Polished aluminum toolbox- full length hose trays

$129,900 US FUNDS

U S  F u n d s  –  F O B  B u f f a l o ,  N Y
Many options available. Detailed specifications on request.

$139,900.00
U S  F u n d s  –  F O B  B u f f a l o ,  N Y

Many options available. Detailed specifications on request.

$119,900.00

www.transwaysystems.com

2011 INTERNATIONAL NAVISTAR 7500 AUTOMATIC

D I S T R I B U T O R

AVAILABLE IMMEDIATELY

AUTOMATICAUTOMATIC

Booth Numbers

4198, 4199



Almost every day I have an occasion to look at the website of a septic 
service or portable sanitation company. And as I review the text, 
photos or other content at these companies’ online homes, one 

message is clear to me: Not all websites are created equal.
 On one end of the spectrum you have the website of Pump That Sep-
tic of Cassopolis, Mich., a company featured in a contractor profi le in this 
issue of Pumper. Owner Dervin Witmer would be considered Web savvy, 
and his site, www.pumpthatseptic.com, employs many of the latest tech-
niques aimed at identifying and landing customers.
 Witmer uses educational videos, compelling graphics, social media 
sites, online coupons and other tricks of the digital trade to lure new busi-
ness. To learn a little more about Witmer and equipment, check out our 
new video profi le feature on his company at www.pumper.com.
 For every updated, professional-looking website like Witmer’s, many 
septic service company sites fall short of their marketing potential. Fre-
quently I see pumping company websites that were obviously produced 
several years ago and have remained an afterthought by the business 
owners. Or they are sites with just a few pages of content slapped together 
using a quick-and-easy Web template and serve little purpose beyond be-
ing an online business card.
 If your company has an outdated or unsophisticated website, it’s 
understandable and you’re clearly not alone. Many service providers in 
any industry are lagging behind the times with their Web presence, either 
due to fi nancial constraints or a lack of time. It’s easy to justify putting off 
improving your website if you’re busy making money pumping tanks or 
servicing portable restrooms. 
 But at the same time, I hear more and more pumpers say they get the 
lion’s share of their new business from customers who fi nd them on the 
Web. They are often surprised by this development. But they learn from it 
as well, and savvy ones like Witmer at Pump That Septic start concentrat-
ing their marketing budgets on a stronger Web presence.
 A website is a relatively inexpensive marketing tool when you com-
pare it to placing ads in several telephone directories each year. But while 
there is little cost in launching a simple website and keeping its domain 
name alive, time and money are required for optimizing the site with valu-
able content and making sure prospective customers fi nd it when they 
perform an Internet search.
 That’s where this month’s Pumper Interview story comes in. In this is-
sue dedicated to offi ce technology and software, writer Paul Holley talked 
to digital strategy consultant James Davidson about ways pumping com-
panies can get their tired old websites fi ring on all cylinders and generat-
ing lots of new customers.
 Davidson shares a host of valuable techniques, from using social 
media sites like Facebook and Twitter to tapping into the latest trend of 
online couponing via “deal of the day’’ websites like Groupon and Living-
social. He explains how pumpers can begin to tackle the important task 
of search engine optimization, or SEO, which is the art of landing your 
website at the top of search lists.
 While the prospect of retooling your website might be daunting, it’s 
probably necessary — and may be long overdue — if you want to compete 
as more and more consumers search for services via the Internet. ■

  Reading Between the Lines

Have You Checked 
Your Website Lately?
By Jim Kneiszel, Editor

Toll-Free  800-263-4508
Tel. (905) 578-1000
Fax (905) 561-9176

314 Lake Ave. North
Hamilton, Ontario L8E 3A2

CUT OUT THE MIDDLE MAN – BUY DIRECT FROM THE MANUFACTURER

D E L I V E RY  S E RV I C E
AVA I L A B L E

• Caterpillar C13 (430 Hp) Pre-emission
• Fuller 8LL 10-speed
• 20,000 fronts 46,000 rears on air-ride
• Jake Brake - AM/FM/CD stereo
• Polished Everything ! Power windows,

locks & mirrors
• 4200 US gallon capacity

• TSI 500 pump (396 cfm) gearbox drive

• Two (2) 3/8" thick anti-surge baffles
• 20" top & rear man-way
• Heavy-duty stainless steel primary
• Polished aluminum toolbox
• 6" Discharge & 4" intake
• Five (5) 5" sight glasses
• Full-length hose trays.

* Lift axle Extra

• Automatic
• Maxxforce 10 (350 Hp & 1150 lb-ft)
• Allison 3000 RDS 6-speed automatic
• 18,000 lb front & 40,000 lb rears
• Air ride susp., factory air conditioning
• VGT engine brake
• Full-locking differential
• 3600 US Gallon capacity

• TSI 500 pump (396 cfm)
• Two (2) 3/8” thick anti-surge baffles
• 20” top & rear man-way
• Heavy-duty stainless steel primary shut-off
• Polished aluminum toolbox
• 6” discharge & 4” intake
• Three (3) sight glasses or Sight tube
• Full-length hose trays

• Maxxforce 10 engine (350 Hp & 1150 lb-ft)\
• 2010 Pre-emission engine
• Allison 3000 RDS 6-speed automatic
• 18,000 lb front 40,000 lb rears
• Air-ride suspension, factory air-conditioning
• Polished rims all around 
• Full-locking differential
• 3300 US gallon capacity
• TSI 500 pump (396 cfm)

• 36" rear sideswing man-way
• 25 ton telescopic hydraulic hoist
• Garnett digital indicator
• 7" color LCD back up camera
• 20" top man-way
• Full diamond plate treatment all around
• Four sight glasses
• Polished aluminum toolbox- full length hose trays

$129,900 US FUNDS

U S  F u n d s  –  F O B  B u f f a l o ,  N Y
Many options available. Detailed specifications on request.

$139,900.00
U S  F u n d s  –  F O B  B u f f a l o ,  N Y

Many options available. Detailed specifications on request.

$119,900.00

www.transwaysystems.com

2011 INTERNATIONAL NAVISTAR 7500 AUTOMATIC

D I S T R I B U T O R

AVAILABLE IMMEDIATELY

AUTOMATICAUTOMATIC

Booth Numbers

4198, 4199



6     Pumper • March 2011

In This Issue        March 2011

ARTICLES

REGULAR FEATURES

16
Profi le:
Small Company, 
Big Image 
- Paul Holley

Michigan’s Pump That Septic aggressively 
markets to spur growth and educate consumers. 
On the cover, owner Dervin Witmer is shown fi lm-
ing a video for his website on the benefi ts of adding 
septic tank risers and lids. (Photo by Ben Bredeweg)

4
Reading Between the Lines: 
Have You Checked Your Website Lately?
- Jim Kneiszel

14
Rules & Regs: 
Illinois Drafts Standards for 
Direct Discharge 
- Scottie Dayton

30
Building the Business: 
Seven Ways to Fail
When there are too many competitors and not 
enough work orders to go around, company 
owners can lose their focus and make business-
busting decisions.
- George Hedley 

36
Profi le: 
Pros at Perseverance
Multiple bouts with cancer and wild economic 
ride can’t keep hardworking Colorado pumpers 
Kevin and Cindy Sullivan down.
- Paul Holley

46
Product Roundup: 
Software: Faster, Smarter, Greener
Software solutions help you go paperless, speed 
up service calls and track service technicians in 
the fi eld for the ultimate in effi ciency.
- Ed Wodalski

52
Safety First: Staying Road Ready
A new video aimed at cargo tanker drivers offers 
helpful safety reminders for liquid waste carriers as 
well. 
- Jim Kneiszel

58
Pumper Interview: 
Time for a Website Makeover?
Digital strategy consultant James Davidson shares 
tips to rev up your small business Internet presence 
to attract more customers.
- Paul Holley

64
Legal Advisor: Clamp Down on Cell Phones
Now that every worker has a phone glued to his or 
her hip, consider practical constraints your com-
pany should put on rampant usage. 
- Fred S. Steingold

68
Money Manager: Armor Yourself
To protect against calamities that could cripple 
or ruin your business, consider insurance that 
goes beyond the obvious coverage.
- Kenneth Stubbe

72
Reader Pipelines: 
How Do You Handle Truck Maintenance?
Spring has sprung and it’s time to roll up the 
garage doors and get your rig ready for the road. 
How do you handle keeping your fl eet in tip-top 
shape?
- Mary Shafer

76
Septic System Answer Man: 
Venting About a Vent Problem
An unpleasant buildup of sewer gases surprise a 
winter visitor to his northern lake cottage.
- Roger E. Machmeier

78
Classy Truck of the Month
We feature Tillman Septic Pumping Services, 
Jacksonville, Fla.

80
Industry News

84
Product News

86
Association News, Calendar, Training and 
Education

90          
NAWT NEWS: Required Septic Inspections 
Are a Good Thing
- Tom Ferrero

 Coming in APRIL

SPECIAL ISSUE: 
Expo Recap & Portable Sanitation 

 ■   Contractor Profi le: West Virginia pumpers 
buy existing business, also start one from 
scratch

 ■  Pumper Interview: Veteran restroom  
     contractor looks to the busy season

 DEDICATED TO THE LIQUID WASTE INDUSTRY

 www.pumper.com
 Published monthly by

 COLE Publishing Inc.
1720 Maple Lake Dam Rd.

PO Box 220
Three Lakes, WI 54562

© Copyright 2011 COLE Publishing Inc.
No part may be reproduced without permission of the publisher.

In U.S. or Canada call toll-free 800-257-7222 
Elsewhere call 715-546-3346

E-mail: info@pumper.com
Web site: http://www.pumper.com

Fax: 715-546-3786

Offi ce hours 7:30 a.m.-5:00 p.m. Central Time, Monday - Friday

SUBSCRIPTION INFORMATION: A one year (12 issue) subscription to Pumper in the 
contig uous 48 U.S. states costs $16 (24 issues for $26; 36 issues for $36). Sub scrip-
tions to Canada or Mexico cost $28 per year (24 issues for $54). Subscriptions to all 
other foreign countries cost $82 per year. Subscribers are guaranteed monthly delivery 
of the magazine. To subscribe, send company name, mailing address, phone number 
and check or mon ey order (U.S. funds payable to COLE Publishing Inc.) to the address 
above. MasterCard, VISA and Discover are also accepted. Supply credit card informa-
tion with your subscription order.

Our subscriber list is occasionally made available to carefully selected companies 
whose products or services may be of interest to you. Your privacy is important to us. If 
you prefer not to be a part of these lists, please contact Nicole at nicolel@colepublish 
ing.com.

CLASSIFIED ADVERTISING: Rate: $1 per word, per month. Minimum of 20 words or 
$20. All classifi ed advertising must be paid in advance. DEADLINE: Classifi ed ads must 
be received by the fi rst of the month for insertion in the next month’s edition. PHONE-
IN ADS ARE NOT ACCEPTED. Fax to 715-546-3786 only if charging to MasterCard, 
VISA, Discover or Amex. Include all credit card information and your phone number 
(with area code). Mail with check payable to COLE Publishing Inc. to the address above. 
CLASSIFIED ADVERTISING APPEARS NATIONWIDE AND ON THE INTERNET. Not 
responsible for errors beyond fi rst insertion.

DISPLAY ADVERTISING: Call 800-994-7990 and ask for one of our sales staff listed 
below. Publisher reserves the right to reject advertising, which in its opinion is mislead-
ing, unfair or incompatible with the character of the publication.

OUR SALES STAFF:

CIRCULATION: 2010 circulation averaged 25,496 copies per month. This fi gure in-
cludes all circulation regions (nationwide) and international distribution.

REPRINTS AND BACK ISSUES: Visit www.pumper.com for options and pricing. To or-
der reprints, call Jeff Lane at 800-257-7222 (715-546-3346) or e-mail jeffl @colepublish 
ing.com. To order back issues, call Nicole at 800-257-7222 (715-546-3346) or e-mail 
nicolel@colepublishing.com.

Kim McGee Jim Flory Winnie May Jim Koshuta Kayla Wilkowski

2012  PUMPER & CLEANER 
ENVIRONMENTAL EXPO INTERNATIONAL

 Education Day: February 27, 2012

Exhibits Open: 
February 28 - March 1, 2012

Indiana Convention Center,
Indianapolis

 www.pumpershow.com

Pumper®

“ O v e r  5 0  y e a r s  o f  s e r v i c e  a n d  h e r e  t o  s t a y ! ”

MORO + YOU
• New Product Design
• Competitive Pricing
• Exceptional Service

• Require Quality
• Require Service
• Can’t Afford Down Time

800-383-6304 • fax 412-269-4172 • www.morousa.com • sales@morousa.com 

= • More Stops In A Year
• More Customers ServedYOUR BOTTOM LINE!

PUMP REBATES
UP TO $500

Trade in your old pump 
and receive a trade-in 
allowance towards your
pump purchase! 

*  Limited time program. 
Offer good on PM-A and PM-W series only.

BOUNTY PROGRAM:BOUNTY PROGRAM:
COMPLETE HYDRAULIC and GEAR BOX DRIVE KITS

Thanks for
visiting us

in
Louisville!

PM80A

PM100T
PM100W

AIR, FAN OR WATER-COOLED PUMPS

VALVES

C-faced Adapter
Allows user to convert to 

a Moro pump and use 
existing stand.

VACUUM PUMPS



In This Issue        March 2011

ARTICLES

REGULAR FEATURES

16
Profi le:
Small Company, 
Big Image 
- Paul Holley

Michigan’s Pump That Septic aggressively 
markets to spur growth and educate consumers. 
On the cover, owner Dervin Witmer is shown fi lm-
ing a video for his website on the benefi ts of adding 
septic tank risers and lids. (Photo by Ben Bredeweg)

4
Reading Between the Lines: 
Have You Checked Your Website Lately?
- Jim Kneiszel

14
Rules & Regs: 
Illinois Drafts Standards for 
Direct Discharge 
- Scottie Dayton

30
Building the Business: 
Seven Ways to Fail
When there are too many competitors and not 
enough work orders to go around, company 
owners can lose their focus and make business-
busting decisions.
- George Hedley 

36
Profi le: 
Pros at Perseverance
Multiple bouts with cancer and wild economic 
ride can’t keep hardworking Colorado pumpers 
Kevin and Cindy Sullivan down.
- Paul Holley

46
Product Roundup: 
Software: Faster, Smarter, Greener
Software solutions help you go paperless, speed 
up service calls and track service technicians in 
the fi eld for the ultimate in effi ciency.
- Ed Wodalski

52
Safety First: Staying Road Ready
A new video aimed at cargo tanker drivers offers 
helpful safety reminders for liquid waste carriers as 
well. 
- Jim Kneiszel

58
Pumper Interview: 
Time for a Website Makeover?
Digital strategy consultant James Davidson shares 
tips to rev up your small business Internet presence 
to attract more customers.
- Paul Holley

64
Legal Advisor: Clamp Down on Cell Phones
Now that every worker has a phone glued to his or 
her hip, consider practical constraints your com-
pany should put on rampant usage. 
- Fred S. Steingold

68
Money Manager: Armor Yourself
To protect against calamities that could cripple 
or ruin your business, consider insurance that 
goes beyond the obvious coverage.
- Kenneth Stubbe

72
Reader Pipelines: 
How Do You Handle Truck Maintenance?
Spring has sprung and it’s time to roll up the 
garage doors and get your rig ready for the road. 
How do you handle keeping your fl eet in tip-top 
shape?
- Mary Shafer

76
Septic System Answer Man: 
Venting About a Vent Problem
An unpleasant buildup of sewer gases surprise a 
winter visitor to his northern lake cottage.
- Roger E. Machmeier

78
Classy Truck of the Month
We feature Tillman Septic Pumping Services, 
Jacksonville, Fla.

80
Industry News

84
Product News

86
Association News, Calendar, Training and 
Education

90          
NAWT NEWS: Required Septic Inspections 
Are a Good Thing
- Tom Ferrero

 Coming in APRIL

SPECIAL ISSUE: 
Expo Recap & Portable Sanitation 

 ■   Contractor Profi le: West Virginia pumpers 
buy existing business, also start one from 
scratch

 ■  Pumper Interview: Veteran restroom  
     contractor looks to the busy season

 DEDICATED TO THE LIQUID WASTE INDUSTRY

 www.pumper.com
 Published monthly by

 COLE Publishing Inc.
1720 Maple Lake Dam Rd.

PO Box 220
Three Lakes, WI 54562

© Copyright 2011 COLE Publishing Inc.
No part may be reproduced without permission of the publisher.

In U.S. or Canada call toll-free 800-257-7222 
Elsewhere call 715-546-3346

E-mail: info@pumper.com
Web site: http://www.pumper.com

Fax: 715-546-3786

Offi ce hours 7:30 a.m.-5:00 p.m. Central Time, Monday - Friday

SUBSCRIPTION INFORMATION: A one year (12 issue) subscription to Pumper in the 
contig uous 48 U.S. states costs $16 (24 issues for $26; 36 issues for $36). Sub scrip-
tions to Canada or Mexico cost $28 per year (24 issues for $54). Subscriptions to all 
other foreign countries cost $82 per year. Subscribers are guaranteed monthly delivery 
of the magazine. To subscribe, send company name, mailing address, phone number 
and check or mon ey order (U.S. funds payable to COLE Publishing Inc.) to the address 
above. MasterCard, VISA and Discover are also accepted. Supply credit card informa-
tion with your subscription order.

Our subscriber list is occasionally made available to carefully selected companies 
whose products or services may be of interest to you. Your privacy is important to us. If 
you prefer not to be a part of these lists, please contact Nicole at nicolel@colepublish 
ing.com.

CLASSIFIED ADVERTISING: Rate: $1 per word, per month. Minimum of 20 words or 
$20. All classifi ed advertising must be paid in advance. DEADLINE: Classifi ed ads must 
be received by the fi rst of the month for insertion in the next month’s edition. PHONE-
IN ADS ARE NOT ACCEPTED. Fax to 715-546-3786 only if charging to MasterCard, 
VISA, Discover or Amex. Include all credit card information and your phone number 
(with area code). Mail with check payable to COLE Publishing Inc. to the address above. 
CLASSIFIED ADVERTISING APPEARS NATIONWIDE AND ON THE INTERNET. Not 
responsible for errors beyond fi rst insertion.

DISPLAY ADVERTISING: Call 800-994-7990 and ask for one of our sales staff listed 
below. Publisher reserves the right to reject advertising, which in its opinion is mislead-
ing, unfair or incompatible with the character of the publication.

OUR SALES STAFF:

CIRCULATION: 2010 circulation averaged 25,496 copies per month. This fi gure in-
cludes all circulation regions (nationwide) and international distribution.

REPRINTS AND BACK ISSUES: Visit www.pumper.com for options and pricing. To or-
der reprints, call Jeff Lane at 800-257-7222 (715-546-3346) or e-mail jeffl @colepublish 
ing.com. To order back issues, call Nicole at 800-257-7222 (715-546-3346) or e-mail 
nicolel@colepublishing.com.

Kim McGee Jim Flory Winnie May Jim Koshuta Kayla Wilkowski

2012  PUMPER & CLEANER 
ENVIRONMENTAL EXPO INTERNATIONAL

 Education Day: February 27, 2012

Exhibits Open: 
February 28 - March 1, 2012

Indiana Convention Center,
Indianapolis

 www.pumpershow.com

Pumper®

“ O v e r  5 0  y e a r s  o f  s e r v i c e  a n d  h e r e  t o  s t a y ! ”

MORO + YOU
• New Product Design
• Competitive Pricing
• Exceptional Service

• Require Quality
• Require Service
• Can’t Afford Down Time

800-383-6304 • fax 412-269-4172 • www.morousa.com • sales@morousa.com 

= • More Stops In A Year
• More Customers ServedYOUR BOTTOM LINE!

PUMP REBATES
UP TO $500

Trade in your old pump 
and receive a trade-in 
allowance towards your
pump purchase! 

*  Limited time program. 
Offer good on PM-A and PM-W series only.

BOUNTY PROGRAM:BOUNTY PROGRAM:
COMPLETE HYDRAULIC and GEAR BOX DRIVE KITS

Thanks for
visiting us

in
Louisville!

PM80A

PM100T
PM100W

AIR, FAN OR WATER-COOLED PUMPS

VALVES

C-faced Adapter
Allows user to convert to 

a Moro pump and use 
existing stand.

VACUUM PUMPS



8     Pumper • March 2011

Thanks for visiting us!
27th Trucks Inc. ..................77

A
A Corp/Rooter-Man .............62

Abbott Rubber Co. Inc. .......26

Abernethy Welding & Repair 73

Acro Trailer Company .........75

Amazing Machinery Inc. .....24

American Machine 
 & Tool Co. .....................85

Amthor International ...........53

Aqua Ben Corporation ........64

Aqua-Zyme Disposal Sys. ..28

Arcan Enterprises Inc.. .......74
Arctic Blasters .....................70

ARMAL Inc. ........................63

Armstrong Equipment ......... 11

Art’s Truck & Equipment .....50

Atlanta Rubber 
 & Hydraulics Inc............73

B

Badger Vacuum Trucks ......70

Bandlock Corp. .....................4

Best Enterprises Inc. ..........65
Blowertech LTD ..................50

Brenlin Company Inc. .........48
Brenner Tank LLC ...............43

C

Cam Spray ..........................78

Cape Cod Biochemical Co. 69Cape Cod Biochemical Co.

Chandler Equipment Inc. ......9

Chempace Corporation 14, 80 

Clear Computing Inc. ..........71

Comforts of Home Services 85

Crust Busters/
 Schmitz Bros. LLC ........54 

E

Ecological Laboratories Inc. 71

Elastec/American Marine ....77

Elmira Machine Industries ..39

EMI Sales LLC ....................60

Envirotub ............................79
Erickson Tank & Pump .......54

F

F. S. Solutions .....................34

Fergus Power Pump Inc. ....76

Flo Trend Systems Inc. .......54

Fruitland Tool & Mfg. ...........74

G

GapVax Inc. ........................49

Granite Leasing Co. ............62

Green Way Products 
        by PolyPortables Inc. ..57

H

Hannay Reels .....................81

House of Imports ................66

I

Imperial Industries Inc. .35, 81

K

KeeVac Industries Inc. ........33

Kentucky Tank Inc. .............75
Key Commercial Corp. .......83
Kroy Industries ....................71
Kuriyama of America Inc. ....42

L

L.C. Tanks ...........................59

L.M.T. Inc. ...........................91

Lane’s Vacuum Tank Inc. ....82

Lely Manufacturing Inc. ......44

Lenzyme Inc. ........................4
Longhorn Tank & Trailer .....66

M
Magnets by Stamp Works ..30

Marsh Industrial ..................56

Masport Inc. ..........................3

McKee Technologies Inc./
      Explorer Trailers ...........39

Mid-State Tank Co. Inc. ......62

Milwaukee Rubber Prod. ....91

Moro USA Inc. ......................7

N

National Vacuum Equipment 67
NAWT Inc. ..........................82

NuConcepts ........................83

Nuhn Industries LTD ...........32

O
Operasoft ............................28

P

Pik Rite Inc. ........................50

PolyJohn Enterprises ..........99
Polylok Inc. .........................98

PolyPortables Inc. ...............23
Porta Pro Chem Co. ...........59
Presby Environmental Ind. .79

Pressure Lift Corporation. ...82

Presvac Systems Ltd. .......100

Progress Tank .....................10

R

Ritam Technologies LP .......72
Robinson Septic Service ....70

RotoSolutions Inc. ..............34

Rush Refuse Systems ........37

S

Safe-T-Fresh .......................31
Sanitation Insurance Svcs ..29

Satellite Industries Inc. 2, 12-13
 

Septic Services Inc.

Septic Services Inc. ............32

Slide-In Warehouse ............33
Southwest Products ............25

Specialty B Sales ................26

Stahly Applicators ...............81
Super Products LLC ...........27
Supervac 2000 ...................17
Sweet Septic Systems ........56

T

T&T Tools Inc. .....................60

TankTec ..............................55

Toico Industries Inc. ......24, 74
Tracker Solutions ................56

Transport Truck Sales ........21

Transway Systems Inc..........5

Tri-State Tank .....................83

TSF Company Inc. ..............19

Tuf-Tite Inc. .........................41

V

Vac-Con Inc. .......................61

Vacutrux Limited .................39

VAR Co. ..............................15

W

Water Cannon Inc. ..............51

Webster Capital Finance. ...44

Wee Engineer Inc. ..............85

Westmoor Ltd./Conde .........45

Classifi eds .........................94
Marketplace .......................88
Truck Stop .........................92

A D V E R T I S E R

index......
March 2011

REGIONAL
ADVERTISERS

Midwest Supplement

Eastern Supplement

 (after page 66)

Advance Pump & Equip. .......1
B2 Business Brokers ............6

D & W Diesel Inc. .................8
Dave Syverson Truck Cntr. ...2Dave Syverson Truck Cntr.

Heritage Truck Equipment ....4

Marengo Fabricated Steel ....5
Pat’s Pump & Blower LLC ....2

R.A. Ross & Associates NE ..4
Rider Agri Sales & Svcs ........7

T-Line Equipment Inc. ...........8

V&H Inc. ...............................2

 (after page 66)

 
Advance Pump & Equip ........1

Andert Inc. ............................3
B2 Business Brokers ............6

Crescent Tank Mfg. ...............3

D & W Diesel Inc. .................8

Heritage Truck Equipment ....4
Manchester Hose 
 & Coupling ......................8

Marengo Fabricated Steel ....5
Pat’s Pump & Blower LLC ....2

R.A. Ross & Associates NE ..4
TSITSITANK SERVICES, INC

TSITSI
TANK SERVICES, INC

TSITSITANK SERVICES, INC

TSITSI
TANK SERVICES, INC

TSI Tank Services Inc. ..........4

V&H Inc. ...............................2

Vacuum Sales Inc. ................7



Thanks for visiting us!
27th Trucks Inc. ..................77

A
A Corp/Rooter-Man .............62

Abbott Rubber Co. Inc. .......26

Abernethy Welding & Repair 73

Acro Trailer Company .........75

Amazing Machinery Inc. .....24

American Machine 
 & Tool Co. .....................85

Amthor International ...........53

Aqua Ben Corporation ........64

Aqua-Zyme Disposal Sys. ..28

Arcan Enterprises Inc.. .......74
Arctic Blasters .....................70

ARMAL Inc. ........................63

Armstrong Equipment ......... 11

Art’s Truck & Equipment .....50

Atlanta Rubber 
 & Hydraulics Inc............73

B

Badger Vacuum Trucks ......70

Bandlock Corp. .....................4

Best Enterprises Inc. ..........65
Blowertech LTD ..................50

Brenlin Company Inc. .........48
Brenner Tank LLC ...............43

C

Cam Spray ..........................78

Cape Cod Biochemical Co. 69Cape Cod Biochemical Co.

Chandler Equipment Inc. ......9

Chempace Corporation 14, 80 

Clear Computing Inc. ..........71

Comforts of Home Services 85

Crust Busters/
 Schmitz Bros. LLC ........54 

E

Ecological Laboratories Inc. 71

Elastec/American Marine ....77

Elmira Machine Industries ..39

EMI Sales LLC ....................60

Envirotub ............................79
Erickson Tank & Pump .......54

F

F. S. Solutions .....................34

Fergus Power Pump Inc. ....76

Flo Trend Systems Inc. .......54

Fruitland Tool & Mfg. ...........74

G

GapVax Inc. ........................49

Granite Leasing Co. ............62

Green Way Products 
        by PolyPortables Inc. ..57

H

Hannay Reels .....................81

House of Imports ................66

I

Imperial Industries Inc. .35, 81

K

KeeVac Industries Inc. ........33

Kentucky Tank Inc. .............75
Key Commercial Corp. .......83
Kroy Industries ....................71
Kuriyama of America Inc. ....42

L

L.C. Tanks ...........................59

L.M.T. Inc. ...........................91

Lane’s Vacuum Tank Inc. ....82

Lely Manufacturing Inc. ......44

Lenzyme Inc. ........................4
Longhorn Tank & Trailer .....66

M
Magnets by Stamp Works ..30

Marsh Industrial ..................56

Masport Inc. ..........................3

McKee Technologies Inc./
      Explorer Trailers ...........39

Mid-State Tank Co. Inc. ......62

Milwaukee Rubber Prod. ....91

Moro USA Inc. ......................7

N

National Vacuum Equipment 67
NAWT Inc. ..........................82

NuConcepts ........................83

Nuhn Industries LTD ...........32

O
Operasoft ............................28

P

Pik Rite Inc. ........................50

PolyJohn Enterprises ..........99
Polylok Inc. .........................98

PolyPortables Inc. ...............23
Porta Pro Chem Co. ...........59
Presby Environmental Ind. .79

Pressure Lift Corporation. ...82

Presvac Systems Ltd. .......100

Progress Tank .....................10

R

Ritam Technologies LP .......72
Robinson Septic Service ....70

RotoSolutions Inc. ..............34

Rush Refuse Systems ........37

S

Safe-T-Fresh .......................31
Sanitation Insurance Svcs ..29

Satellite Industries Inc. 2, 12-13
 

Septic Services Inc.

Septic Services Inc. ............32

Slide-In Warehouse ............33
Southwest Products ............25

Specialty B Sales ................26

Stahly Applicators ...............81
Super Products LLC ...........27
Supervac 2000 ...................17
Sweet Septic Systems ........56

T

T&T Tools Inc. .....................60

TankTec ..............................55

Toico Industries Inc. ......24, 74
Tracker Solutions ................56

Transport Truck Sales ........21

Transway Systems Inc..........5

Tri-State Tank .....................83

TSF Company Inc. ..............19

Tuf-Tite Inc. .........................41

V

Vac-Con Inc. .......................61

Vacutrux Limited .................39

VAR Co. ..............................15

W

Water Cannon Inc. ..............51

Webster Capital Finance. ...44

Wee Engineer Inc. ..............85

Westmoor Ltd./Conde .........45

Classifi eds .........................94
Marketplace .......................88
Truck Stop .........................92

A D V E R T I S E R

index......
March 2011

REGIONAL
ADVERTISERS

Midwest Supplement

Eastern Supplement

 (after page 66)

Advance Pump & Equip. .......1
B2 Business Brokers ............6

D & W Diesel Inc. .................8
Dave Syverson Truck Cntr. ...2Dave Syverson Truck Cntr.

Heritage Truck Equipment ....4

Marengo Fabricated Steel ....5
Pat’s Pump & Blower LLC ....2

R.A. Ross & Associates NE ..4
Rider Agri Sales & Svcs ........7

T-Line Equipment Inc. ...........8

V&H Inc. ...............................2

 (after page 66)

 
Advance Pump & Equip ........1

Andert Inc. ............................3
B2 Business Brokers ............6

Crescent Tank Mfg. ...............3

D & W Diesel Inc. .................8

Heritage Truck Equipment ....4
Manchester Hose 
 & Coupling ......................8

Marengo Fabricated Steel ....5
Pat’s Pump & Blower LLC ....2

R.A. Ross & Associates NE ..4
TSITSITANK SERVICES, INC

TSITSI
TANK SERVICES, INC

TSITSITANK SERVICES, INC

TSITSI
TANK SERVICES, INC

TSI Tank Services Inc. ..........4

V&H Inc. ...............................2

Vacuum Sales Inc. ................7



866-789-9440
Kevin Keegan
Denver, CO

www.keevac.com

888-281-9965
Phil Hodes

Kansas City, KS
www.tristatetank.com

888-428-6422
Steve or Andy Nelson
Minneapolis, MN

www.tanktec.biz

800-692-5844 
Jeff Hurst

Ceres, CA 
www.west-mark.com   

2011 Ford 550XL 18,000 lb. G.V.W.R. 
300 H.P., auto transmission, gasoline or diesel
AM/FM/CD, A/C...more!

1200 Gallon  Aluminum 
ʻBright Finishʻ 300 Fresh / 900 Waste
Masport HXL4 Pump – 160 C.F.M.  
Direct drive
P.T.O. w/control in cab
12-Volt water pump

w/ 50’ garden hose
30’ x 2” Tiger tail hose
Unit hauler & hitch.

BEST VALUE. BEST PRICE.
Complete Units... from STOCK!
Prices start as low as...

60% Lighter Than Steel.
18% Greater Payload.
No Paint. No Rust.
Better Fuel Economy.
Extended Chassis Life.
All backed by the 

5 Year ‘No Leak Tank’ Warranty!

A NEW BREED OF PRT!

INDUSTRIES

The

The Performer is available on the Ford 450XL or 550XL,
gasoline or diesel, and the Dodge 5500 Series chassis.

NO COMPROMISE
 At Armstrong Equipment, we believe life 

and business require certain compromises, but not on those 

things on which your business and family depend. A beautiful, 

new and shiny vacuum truck with a burned out pump is nothing 

more than uncomfortable transportation at four miles per gallon.

Your customers depend on you! Your employees depend on 

you! Your family depends on you!

We think you should be able to depend on us! That is why we sell 

the most dependable vacuum pumps, parts, valves and tank 

components available. When it comes to quality and reliability in 

the tools that make your business successful, there should be:

“No Comprom ise.”

We proudly stock Masport, Jurop, NVE, Condé, Fruitland and 

G-D Wittig vacuum pumps, Sutorbilt blowers, Garnet Instruments 

SeeLevel gauges, Clearfl ow Heavy Duty valves and most other 

vacuum truck components and accessories. We can also 

provide replacement pumps and repair kits for most major 

brands.  For more information call us toll free at 800-699-7557.

HXL400WV

RCF500F

RFL100

4M

506

R260

 800-699-7557
11200 Greenstone Ave. • Santa Fe Springs, CA 90670

562-944-0404 • Fax: 562-944-3636
www.vacpump.com

Hablamos Español

NO COMPRONO COMPRO

RCF500F

We proudly stock Masport, Jurop, NVE, Condé, Fruitland and 

G-D Wittig vacuum pumps, Sutorbilt blowers, Garnet Instruments 

SeeLevel gauges, Clearfl ow Heavy Duty valves and most other 

vacuum truck components and accessories. We can also 

provide replacement pumps and repair kits for most major 

brands.  For more information call us toll free at 

R260
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The Illinois Environmental Protection Agency drafted a general 
NPDES permit to set water quality and management standards 
for direct discharge from 1,500-gpd buried or recirculating sand 

fi lters, waste stabilization ponds, and aerobic treatment plants listed by 
NSF for Class I effl uent. If the state does not adopt the standards, the 
legislation will prohibit direct discharge from these systems on Jan. 1, 
2013. 
 Direct discharging represents more than 40 percent of annual state 
onsite permits, and estimates place the number of existing systems at 
more than 150,000. 

COLORADO
 The Gilpin County Board of Health adopted new onsite regulations 
requiring more thorough site characterizations for system designs and 
time-of-sale pumping and inspection of systems more than fi ve years 
old. Inspectors must be National Association of Wastewater Transport-
ers-certifi ed or equivalent, and violations must be corrected before 
closing. That includes abandonment of cesspools and straight pipes 
when found. Extensive outreach is under way to inform local engineers 
and real estate associations of the new requirements.

FLORIDA
 The state legislature passed a bill delaying implementation of Sen-
ate Bill 550 from Jan. 1 to July 1. The bill would require all of the state’s 
estimated 2.6 million septic tanks to be inspected every fi ve years and 
brought into compliance with health department regulations by 2016. 
The decision also delays the Department of Health mandate to test wa-
ter tables as part of the inspections. Some lawmakers are fi ghting to re-
peal the measure, saying it’s extreme and costly to homeowners.

SOUTH DAKOTA
 The Rapid City council proposed changing the city’s onsite system 
inspection program to mirror the one in Pennington County, eliminat-
ing the overlap in city and county jurisdiction. If approved, the frequen-
cy of inspections and permit costs for onsite systems would be lowered 
to match those in the county. 
 The city operating permit fee is $125 with inspections every three 
years. Outside city limits, the fee is $20 with inspections every six years. 
The city also charges $150 to permit new systems and $125 to repair 
systems, compared with the county’s $300 per system. The city oversees 
3,150 onsite systems. If approved, the changes would go into effect 20 
days after publication. 

NORTH CAROLINA
 The state Environmental Management Commission approved 
regulations to reduce nitrogen and phosphorus pollution in Falls Lake, 
Wake County’s largest source of drinking water. The law, which took ef-
fect Jan. 15, covers new and existing development with sewer and onsite 
systems discharging to the watershed. The two-stage program will put 
the lake in compliance within 30 years, time enough for local govern-
ments to determine whether the rules work as designed.

MICHIGAN
 City of Grand Rapids commissioners compromised with eight sub-
urbs after consulting with onsite installers and well drillers. Instead of 
requiring residents within 200 feet of a municipal water and sewer line 
to hook to it if their well or onsite system failed, they now have the op-
tion to replace systems if they fi t on the property. The Utility Advisory 
Board also approved the rules. Installers and drillers objected to the 
original version, saying it would cost homeowners up to $30,000 to tie 
into the city system.

MARYLAND
 In response to a Rules and Regulations item in the January issue, 
the Maryland Department of the Environment has clarifi ed that a one 
year ban on drip irrigation systems applies to large, land applications 
systems and not residential systems. The clarifi cation comes from Ste-
ven Krieg, a sanitarian in the MDE On-Site Systems Division in an e-
mail to several installers in the state. ■

           Rules & Regs

Illinois Drafts Standards For Direct Discharge 

By Scottie Dayton

 

Rules and Regs is a monthly feature in Pumper. We welcome 
information about state or local regulations of potential broad 
interest to onsite contractors. Send ideas to editor@pumper.com.

Thank you
for visiting us!
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The Illinois Environmental Protection Agency drafted a general 
NPDES permit to set water quality and management standards 
for direct discharge from 1,500-gpd buried or recirculating sand 

fi lters, waste stabilization ponds, and aerobic treatment plants listed by 
NSF for Class I effl uent. If the state does not adopt the standards, the 
legislation will prohibit direct discharge from these systems on Jan. 1, 
2013. 
 Direct discharging represents more than 40 percent of annual state 
onsite permits, and estimates place the number of existing systems at 
more than 150,000. 

COLORADO
 The Gilpin County Board of Health adopted new onsite regulations 
requiring more thorough site characterizations for system designs and 
time-of-sale pumping and inspection of systems more than fi ve years 
old. Inspectors must be National Association of Wastewater Transport-
ers-certifi ed or equivalent, and violations must be corrected before 
closing. That includes abandonment of cesspools and straight pipes 
when found. Extensive outreach is under way to inform local engineers 
and real estate associations of the new requirements.

FLORIDA
 The state legislature passed a bill delaying implementation of Sen-
ate Bill 550 from Jan. 1 to July 1. The bill would require all of the state’s 
estimated 2.6 million septic tanks to be inspected every fi ve years and 
brought into compliance with health department regulations by 2016. 
The decision also delays the Department of Health mandate to test wa-
ter tables as part of the inspections. Some lawmakers are fi ghting to re-
peal the measure, saying it’s extreme and costly to homeowners.

SOUTH DAKOTA
 The Rapid City council proposed changing the city’s onsite system 
inspection program to mirror the one in Pennington County, eliminat-
ing the overlap in city and county jurisdiction. If approved, the frequen-
cy of inspections and permit costs for onsite systems would be lowered 
to match those in the county. 
 The city operating permit fee is $125 with inspections every three 
years. Outside city limits, the fee is $20 with inspections every six years. 
The city also charges $150 to permit new systems and $125 to repair 
systems, compared with the county’s $300 per system. The city oversees 
3,150 onsite systems. If approved, the changes would go into effect 20 
days after publication. 

NORTH CAROLINA
 The state Environmental Management Commission approved 
regulations to reduce nitrogen and phosphorus pollution in Falls Lake, 
Wake County’s largest source of drinking water. The law, which took ef-
fect Jan. 15, covers new and existing development with sewer and onsite 
systems discharging to the watershed. The two-stage program will put 
the lake in compliance within 30 years, time enough for local govern-
ments to determine whether the rules work as designed.

MICHIGAN
 City of Grand Rapids commissioners compromised with eight sub-
urbs after consulting with onsite installers and well drillers. Instead of 
requiring residents within 200 feet of a municipal water and sewer line 
to hook to it if their well or onsite system failed, they now have the op-
tion to replace systems if they fi t on the property. The Utility Advisory 
Board also approved the rules. Installers and drillers objected to the 
original version, saying it would cost homeowners up to $30,000 to tie 
into the city system.

MARYLAND
 In response to a Rules and Regulations item in the January issue, 
the Maryland Department of the Environment has clarifi ed that a one 
year ban on drip irrigation systems applies to large, land applications 
systems and not residential systems. The clarifi cation comes from Ste-
ven Krieg, a sanitarian in the MDE On-Site Systems Division in an e-
mail to several installers in the state. ■

           Rules & Regs

Illinois Drafts Standards For Direct Discharge 

By Scottie Dayton

 

Rules and Regs is a monthly feature in Pumper. We welcome 
information about state or local regulations of potential broad 
interest to onsite contractors. Send ideas to editor@pumper.com.
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With a colorful, informative web-
site and professionally pro-
duced marketing materials, you 

wouldn’t know that Pump That Septic con-
sists of owner Dervin Witmer and a couple 
of part-time employees. That’s exactly what 
Witmer, 33, strives to accomplish.
 “I want our image to be of a clean ser-
vice company,” he says. 
 The positioning — and name — for 
Pump That Septic came from a brainstorm-
ing session between Witmer and his broth-
er-in-law, Ben Bredeweg, a graphic designer 
and marketing consultant.
 “I kept running into homeowners 

who didn’t have a clue about how their 
septic system worked or what to do with 
it,” Witmer says. “I felt like a focus on edu-
cation was really needed. Ben and I kicked 
that around and came up with ‘Pump That 
Septic.’ In marketing, you’ve got three sec-
onds to identify a problem and create a 
solution.”
 The brainstorming didn’t stop with 
the name. Witmer and Bredeweg selected 
blue as a background color because they 
felt it conveys a clean, environmental feel. 
Bredeweg created the Pump That Septic 
logo, a smiling, hose-carrying service tech-
nician that appears on the service truck, 

COVER
STORY

Michigan’s Pump That Septic aggressively 
markets to spur growth and educate consumers

Dervin Witmer, owner of Pump That 
Septic, is ready to empty a customer’s 
tank. (Photos by Ben Bredeweg)

By Paul Holley

continued

Pump That Septic, 
a subsidiary of Dig-It Excavating Inc. 
Cassopolis, Mich.

Owner: Dervin Witmer
Founded: 2005
Employees: 3
Service area: 30-mile radius of 
Cassopolis
Services: Septic service, lift station 
maintenance, septic system design and 
installation, excavation
Associations: Michigan Septic Tank 
Association
Websites: www.pumpthatseptic.com, 
www.digrdone.com

Profi le

★

MICHIGAN

Small Company
BIG IMAGE
Small Company
BIG IMAGE
Small Company
BIG IMAGE
Small CompanySmall Company
BIG IMAGE

_ Debris tank 2400 gallons (us), carbon steel
_ Hydraulic dump, full opening rear door and hydraulic door lock
_ Water tank 1500 gallons (us), carbon steel part of main debris tank
_ High Vacuum pump (positive displacement) 3800, 27"Hg., driven by transfer case
_ Secondary (cyclone type), tertiary (cartridge filter) filtration stages
_ Heavy-duty water pump 2000, 65 gpm, driven by transfer case
_ Hose reel capacity 500', 1" diameter hose, front mounted, hydraulically driven, rotate 180 degree
_ Auxilary hose reel capacity, 50 ft x 1/2 diameter hose
_ Heated Winter circulation system
_ 180 degree, Heavy duty Hydraulic rotating boom, telescopic 8', with aluminium extension

Toll free : 1 866 839-5702 - Fax : (418) 839-1816
1043, rue Renault, St-Jean-Chrysostome, Quebec (Canada), G6Z 1B6

Supervac 2000

Engineered for High Performance

 ad-supervac.indd   1 11-02-15   14:58
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website, brochures, promotional fl iers and re-
frigerator magnets.

Roots in eXCaVation
 Witmer is a Pennsylvania native who re-
located to southern Michigan after marrying 
his wife, Kari. While doing general excava-
tion work in 2005, he got the opportunity to 
market his services to owners of recreational 
properties in Porter Township, Mich., where 
the local municipality had constructed a 
new treatment plant. The new system, which 
serves about 1,500 customers, was created to 
improve the overall water quality of fi ve area 
lakes by replacing septic systems.
 For the better part of a year, Witmer went 
door-to-door to about 200 individual property 
owners who hired him to pump out the exist-
ing tanks, crush the lids, fi ll the tanks with sand 
and reroute service lines to the new system.
 Initially, he paid a third party to do the 

pumping. Then, another opportunity came 
knocking.
 “One day, I dropped by a well-digger 
friend who told me about a used (vacuum) 
truck for sale. I thought about it for a minute 
and bought it,” Witmer says. “I thought the 
businesses would complement each other.”
 Witmer obtained the necessary state li-

cense and was soon pumping septic tanks with 
a 1986 Chevy carrying a 2,000-gallon tank. As 
the conversion project work wound down in 
late 2006, Witmer marketed septic tank pump-
ing along with his excavation business. 
 Pump That Septic is set up as a subsidiary 
of his Dig-It Excavating Inc., which offers wa-
ter and sewer line installation, septic system 
installation and general excavation.

VaRietY of eQUiPMent
 The 50-50 split between septic system 
maintenance and excavation work, means 
that Witmer runs a variety of equipment.
 The septic service work is handled by a 
2002 International 7400 built out by Imperial 
Industries Inc. with a 3,200-gallon steel tank 
and a NVE (National Vacuum Equipment) 
Challenger pump, heated collars and alumi-
num hose trays. The rig was acquired in March 
2010 to replace Pump That Septic’s original 
truck.
 Imperial produced the new rig’s distinc-
tive two-tone design on the tank, and a local 
body shop matched the look on the truck cab. 
The large logo on the tank was produced on 
four-color vinyl by a local sign shop.
 The excavation side of the business is 
handled with a 2008 Kobelco 80 CS excavator, 
a 2007 Takeuchi TL 140 skid-steer and a 1990 
Peterbilt 378 tandem dump truck. The exca-
vator and the skid-steer are transported on a 
1994 20 DT tag-along low boy from Interstate 

Dervin Witmer (left) makes sure he explains the advantages of using of using effl uent fi lters. At right, Witmer 
demonstrates Prototek underground location equipment. 

continued

“We’Re tRYing to 
Do eVeRYthing in a 

CLean, enViRonMentaL 
WaY. PRoPeR sePtiC 
MaintenanCe is a 

PUbLiC heaLth issUe, 
not a Joke. i feeL gooD 

aboUt that.”
 

Dervin Witmer

Witmer pumps a tank at an 
apartment complex. About half of 
his workload is in septic system 
pumping and maintenance.

Thanks for 
visiting us
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   Delivery Available Anywhere in the Lower 48!!

 Ask for Scott or Frank – 888-395-7551
After hours call Scott at 816-590-4076

 2005 Freightliner M2, C-7 Cat 210 HP, Auto, 
AC, NON CDL, new 1850 gallon steel vac tank, 

new Jurop PN-84 vac pump.
Call For Pricing!

2-YEAR 100,000 MILE DRIVE TRAIN WARRANTY

  2004 Freightliner Columbia,  Detroit 430 HP, 
10 spd, jakes, AC, low miles, double framed, 

new 3360 gallon steel vac tank, 
new liquid cooled HXL-400 Masport vac pump.

Call For Pricing!
2-YEAR 200,000 MILE DRIVE TRAIN WARRANTY

   1998 Kenworth T-300,   Cummins 250 HP, 6 spd, AC, 
2000 gallon hoist vac tank, NVE 367 Challenger vac 

pump 36” rear door, jetter pump and reel.
Call For Pricing!

2005 Sterling LT9522, Cat 350HP, 10spd, 20# fronts, 
40# rears on Hendrickson, AC, double framed, new 
4000 gallon steel vac tank, new liquid cooled HXL 

-400 Masport vac pump.
Call For Pricing!

2-YEAR 200,000 MILE DRIVE TRAIN WARRANTY

  2005 Freightliner M-2, Cat 210HP, 6spd, 
AC, 33# GVW, new 2300 gallon steel vac tank, 

new Jurop PN-84 vac pump. 
Call For Pricing!

2-YEAR 100,000 MILE DRIVE TRAIN WARRANTY

 2004 Freightliner Columbia,  Detroit 430 HP

2005 Freightliner M2, C-7 Cat 210 HP, Auto, 

 What Does It 
Take To Be A
“Qualifi ed 
Chassis”?

✔  Pass our 12 point 
checklist.  (We send this 
out with every quote!)

✔  Pass a D.O.T. 
certifi ed inspection!

✔  Pass the warranty
inspection!

What Does All This 
Do For You?

✔  Nationwide drive train 
warranty for 
2 years/ 200K miles!
(restrictions apply)

✔  A tough truck that is
ready to work as hard 
as you do!

YOUR TRADES 
ARE WELCOME!

Searching For 
A Brand New 

Chassis?
We Have Them 

In Stock!

TRANSPORT TRUCK SALES, INC.

  1998 Kenworth T-300,   Cummins 250 HP, 6 spd, AC,   1998 Kenworth T-300,

 IN PROGRESS IN PROGRESS IN PROGRESS  IN PROGRESS IN PROGRESS IN PROGRESS

 2007 Freightliner M-2, Cat 300 HP, 9 spd, 
AC, 33# GVW, new 2300 gallon steel vac tank, 

new Jurop PN-84 vac pump.
Call For Pricing!

2-YEAR 100,000 MILE DRIVE TRAIN WARRANTY

2007 Freightliner M-2, Cat 300 HP, 9 spd, 2007 Freightliner M-2,

Trailers Inc. A 2003 Dodge Ram pickup, 
equipped with a snowplow and fuel tanks, 
rounds out the equipment roster.

Witmer says the rubber-tracked excava-
tor and skid-steer minimize landscaping dis-
turbance — a selling point he mentions to 
property owners.

Making the Most of the Web
While the creation of the Pump That 

Septic name may have been a quick hit of in-
spiration, Witmer makes the most of it as an 
online marketing device. A big plus, he says, is 
that “pump” and “septic” are among the words 
people type in when using a search engine, 
like Google, to find information about septic 
service.

“When Ben (Bredeweg) and I came up 
with the name, we checked right away to see if 
the (website) domain name was available. We 
bought it right on the spot,” he recalls.

Bredeweg, who also created the Dig-It 
Excavating site, started with a simple website 
and gradually made improvements to pro-
duce something that both educates and sells. 
Witmer says the latest version of the site was 
completed in the spring of 2010.

 The Pump That Septic website (www.
pumpthatseptic.com) contains detailed ex-
planations of septic system maintenance and 
installation and offers discount coupons for 
inspections, new systems or risers. The site also 
includes short videos that illustrate how a sep-
tic system works, demonstrate system mainte-
nance and explain system replacement.
 Witmer hired a production company to 
create two of the videos. The videos feature 
Witmer in the field talking about septic sys-
tem maintenance and installation. Witmer 
acquired the rights to a third video that was 
produced by a Michigan county health de-
partment.
 “The videos were a lot of fun to produce 
and a lot of work, too,” he says. “Explaining 
what you do to an audience really helped me 
to think hard about how to explain it in a sim-
ple way.”
 Witmer says the $4,000 in production and 
licensing costs for the videos helped meet his 
goal of having a user-friendly, educational 
website. In addition, the presence of video 
boosts the site’s visibility on search engines 
like Google. 
 Witmer cross-promotes Dig-It Excavating 

and Pump That Septic on respective websites.  
For example, visitors to the Dig-It site (www.di-
grdone.com) can view the same informational 
videos that are on the Pump That Septic site. 
 “It gives us double the exposure,” he says 
of the interconnected websites. “We want to 
be an in-house solution to whatever needs 
people may have.”
 Witmer has doubled what he spends on 
marketing during the past couple of years to 
develop a solid Web presence. The company’s 
overall marketing budget, including the web-
sites, Internet search engine products, Yellow 
Pages ads and other promotional materials, is 
8 to 10 percent of annual gross income, com-
pared with previous spending of 4 to 6 percent.
 The online push has been effective, Witmer 
says. Website traffic has averaged 120 visits per 
month in 2010. In July, nearly 45 percent were 
first-time visitors. It costs about $2,000 annu-
ally to maintain and update the site.
 At Bredeweg’s suggestion, Witmer re-
duced the size of Yellow Pages ads in his ser-
vice territory and applied the money toward 
Web-based marketing. Bredeweg also recom-
mended that a photo of Witmer appear in the 
Pump That Septic phone book ads. The think-

Witmer (above) reviews a video about his 
company before it’s posted to his website. 
Above (left) is a screenshot from the Pump 
That Septic website. At right, Witmer consults with a customer.

Being the nice guy has benefits
 “Excavators can be a tough bunch,” says Dervin Witmer, owner of 
Dig-It Excavating. “There’s an underlying animosity between contractors 
and health departments because they’re the authority.”
 But, Witmer has resolved to break that stereotype. By doing so, he’s 
able to use a more efficient material in septic system installation.
 “My approach is to get the inspector’s cell phone number and then 
stay in touch,” he says. “My message is, ‘I respect your authority and I 
want to work with you.’ ”
 Witmer’s service territory is concentrated within three counties 
in southern Michigan and one northern Indiana county. Most of his 
excavation work involves installing water lines, sewer lines and septic 
systems.
 Witmer doesn’t hesitate to call an inspector with a question or to ask 
permission. He’ll also call to keep inspectors posted on a project’s status.
 “We have a good reputation with the health departments,” he says. 
“I’m at a point where they like the work we do.”
 Developing good working relationships with county health 
department personnel has helped Witmer earn inspector approval to use 
shredded tire material instead of stone aggregate in many septic system 
installations during the past two years. The recycled tire material is used 
as fill around drywell systems, in the beds of mound systems and to line 
trenches for pipes. Witmer has two suppliers within about 15 miles of his 
Cassopolis, Mich., base.
 Witmer points out that the rubber is an environmentally sound re-use 
for old tires and is slightly cheaper than aggregate. But the real benefit is 
at the jobsite.
 “We like to use rubber. It’s lightweight, we can carry more of it in the 
dump truck and it’s easier to handle,” he says.

continued
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   Delivery Available Anywhere in the Lower 48!!

 Ask for Scott or Frank – 888-395-7551
After hours call Scott at 816-590-4076

 2005 Freightliner M2, C-7 Cat 210 HP, Auto, 
AC, NON CDL, new 1850 gallon steel vac tank, 

new Jurop PN-84 vac pump.
Call For Pricing!

2-YEAR 100,000 MILE DRIVE TRAIN WARRANTY

  2004 Freightliner Columbia,  Detroit 430 HP, 
10 spd, jakes, AC, low miles, double framed, 

new 3360 gallon steel vac tank, 
new liquid cooled HXL-400 Masport vac pump.

Call For Pricing!
2-YEAR 200,000 MILE DRIVE TRAIN WARRANTY

   1998 Kenworth T-300,   Cummins 250 HP, 6 spd, AC, 
2000 gallon hoist vac tank, NVE 367 Challenger vac 

pump 36” rear door, jetter pump and reel.
Call For Pricing!

2005 Sterling LT9522, Cat 350HP, 10spd, 20# fronts, 
40# rears on Hendrickson, AC, double framed, new 
4000 gallon steel vac tank, new liquid cooled HXL 

-400 Masport vac pump.
Call For Pricing!

2-YEAR 200,000 MILE DRIVE TRAIN WARRANTY

  2005 Freightliner M-2, Cat 210HP, 6spd, 
AC, 33# GVW, new 2300 gallon steel vac tank, 

new Jurop PN-84 vac pump. 
Call For Pricing!

2-YEAR 100,000 MILE DRIVE TRAIN WARRANTY

 2004 Freightliner Columbia,  Detroit 430 HP

2005 Freightliner M2, C-7 Cat 210 HP, Auto, 

 What Does It 
Take To Be A
“Qualifi ed 
Chassis”?

✔  Pass our 12 point 
checklist.  (We send this 
out with every quote!)

✔  Pass a D.O.T. 
certifi ed inspection!

✔  Pass the warranty
inspection!

What Does All This 
Do For You?

✔  Nationwide drive train 
warranty for 
2 years/ 200K miles!
(restrictions apply)

✔  A tough truck that is
ready to work as hard 
as you do!

YOUR TRADES 
ARE WELCOME!

Searching For 
A Brand New 

Chassis?
We Have Them 

In Stock!

TRANSPORT TRUCK SALES, INC.

  1998 Kenworth T-300,   Cummins 250 HP, 6 spd, AC,   1998 Kenworth T-300,

 IN PROGRESS IN PROGRESS IN PROGRESS  IN PROGRESS IN PROGRESS IN PROGRESS

 2007 Freightliner M-2, Cat 300 HP, 9 spd, 
AC, 33# GVW, new 2300 gallon steel vac tank, 

new Jurop PN-84 vac pump.
Call For Pricing!

2-YEAR 100,000 MILE DRIVE TRAIN WARRANTY

2007 Freightliner M-2, Cat 300 HP, 9 spd, 2007 Freightliner M-2,

Trailers Inc. A 2003 Dodge Ram pickup, 
equipped with a snowplow and fuel tanks, 
rounds out the equipment roster.

Witmer says the rubber-tracked excava-
tor and skid-steer minimize landscaping dis-
turbance — a selling point he mentions to 
property owners.

Making the Most of the Web
While the creation of the Pump That 

Septic name may have been a quick hit of in-
spiration, Witmer makes the most of it as an 
online marketing device. A big plus, he says, is 
that “pump” and “septic” are among the words 
people type in when using a search engine, 
like Google, to find information about septic 
service.

“When Ben (Bredeweg) and I came up 
with the name, we checked right away to see if 
the (website) domain name was available. We 
bought it right on the spot,” he recalls.

Bredeweg, who also created the Dig-It 
Excavating site, started with a simple website 
and gradually made improvements to pro-
duce something that both educates and sells. 
Witmer says the latest version of the site was 
completed in the spring of 2010.

 The Pump That Septic website (www.
pumpthatseptic.com) contains detailed ex-
planations of septic system maintenance and 
installation and offers discount coupons for 
inspections, new systems or risers. The site also 
includes short videos that illustrate how a sep-
tic system works, demonstrate system mainte-
nance and explain system replacement.
 Witmer hired a production company to 
create two of the videos. The videos feature 
Witmer in the field talking about septic sys-
tem maintenance and installation. Witmer 
acquired the rights to a third video that was 
produced by a Michigan county health de-
partment.
 “The videos were a lot of fun to produce 
and a lot of work, too,” he says. “Explaining 
what you do to an audience really helped me 
to think hard about how to explain it in a sim-
ple way.”
 Witmer says the $4,000 in production and 
licensing costs for the videos helped meet his 
goal of having a user-friendly, educational 
website. In addition, the presence of video 
boosts the site’s visibility on search engines 
like Google. 
 Witmer cross-promotes Dig-It Excavating 

and Pump That Septic on respective websites.  
For example, visitors to the Dig-It site (www.di-
grdone.com) can view the same informational 
videos that are on the Pump That Septic site. 
 “It gives us double the exposure,” he says 
of the interconnected websites. “We want to 
be an in-house solution to whatever needs 
people may have.”
 Witmer has doubled what he spends on 
marketing during the past couple of years to 
develop a solid Web presence. The company’s 
overall marketing budget, including the web-
sites, Internet search engine products, Yellow 
Pages ads and other promotional materials, is 
8 to 10 percent of annual gross income, com-
pared with previous spending of 4 to 6 percent.
 The online push has been effective, Witmer 
says. Website traffic has averaged 120 visits per 
month in 2010. In July, nearly 45 percent were 
first-time visitors. It costs about $2,000 annu-
ally to maintain and update the site.
 At Bredeweg’s suggestion, Witmer re-
duced the size of Yellow Pages ads in his ser-
vice territory and applied the money toward 
Web-based marketing. Bredeweg also recom-
mended that a photo of Witmer appear in the 
Pump That Septic phone book ads. The think-

Witmer (above) reviews a video about his 
company before it’s posted to his website. 
Above (left) is a screenshot from the Pump 
That Septic website. At right, Witmer consults with a customer.

Being the nice guy has benefits
 “Excavators can be a tough bunch,” says Dervin Witmer, owner of 
Dig-It Excavating. “There’s an underlying animosity between contractors 
and health departments because they’re the authority.”
 But, Witmer has resolved to break that stereotype. By doing so, he’s 
able to use a more efficient material in septic system installation.
 “My approach is to get the inspector’s cell phone number and then 
stay in touch,” he says. “My message is, ‘I respect your authority and I 
want to work with you.’ ”
 Witmer’s service territory is concentrated within three counties 
in southern Michigan and one northern Indiana county. Most of his 
excavation work involves installing water lines, sewer lines and septic 
systems.
 Witmer doesn’t hesitate to call an inspector with a question or to ask 
permission. He’ll also call to keep inspectors posted on a project’s status.
 “We have a good reputation with the health departments,” he says. 
“I’m at a point where they like the work we do.”
 Developing good working relationships with county health 
department personnel has helped Witmer earn inspector approval to use 
shredded tire material instead of stone aggregate in many septic system 
installations during the past two years. The recycled tire material is used 
as fill around drywell systems, in the beds of mound systems and to line 
trenches for pipes. Witmer has two suppliers within about 15 miles of his 
Cassopolis, Mich., base.
 Witmer points out that the rubber is an environmentally sound re-use 
for old tires and is slightly cheaper than aggregate. But the real benefit is 
at the jobsite.
 “We like to use rubber. It’s lightweight, we can carry more of it in the 
dump truck and it’s easier to handle,” he says.

continued
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ing was that the owner’s photo delivers cred-
ibility and personalizes the business.
 “Ben noticed that pictures of (service) 
trucks are what usually appear in the ads, so 
we used my picture to set us apart. I wasn’t 
looking for attention, but I have to say that 
people notice my picture,” Witmer says. 
 Witmer also believes that the Pump That 
Septic website will someday be a stronger 
marketing tool than increasingly costly phone 
book ads. He gauges the site’s effectiveness by 
e-mails received and coupon usage.
 “We fi nd the Yellow Pages still brings us 
a fair amount of work, but the website is get-
ting more and more attention,” he says. “We 
wanted to be ahead of the curve with it.”

VaRieD MaRketing tooLs
 Witmer likes to use a variety of marketing 
tools for his business. Examples include:
 • Riser lids sold to homeowners em-
bossed with the Pump That Septic logo and 
phone number help ensure Witmer gets fu-
ture service calls. He bought a supply of lids 
from Rotational Molding Technologies Inc. 
(RomoTech)
 • The Pump That Septic service truck ap-
pears in area parades where Witmer, his wife, 

and their fi ve children toss candy to 
spectators.
 • Sponsorship of a youth soc-
cer team that included giving a draw-
string backpack with the company 
logo to all players.
 • Blanketing neighborhoods 
with fl iers reminding homeowners 
of the need to have their septic tanks 
pumped and serviced on a routine 
basis. 
 A promotional idea in the works 
involves handing out numbered lot-
tery-style tickets. Participants will be 
required to visit the company website 
and register their ticket number and 
e-mail address. The winner gets a free 
pump-out while Pump That Septic builds an 
e-mail list of prospective customers.
 “It’s important to reach people and you 
have to do it a lot of different ways,” he says.
 Regardless of what’s in the marketing mix, 
Witmer is dead serious about professionalism 
and avoids funny slogans on his equipment 
and materials.
 “We’re trying to do everything in a clean, 
environmental way,” he says. “Proper septic 
maintenance is a public health issue, not a 
joke. I feel good about that.”
 Witmer also credits a solid, three-year re-
lationship with Bredeweg’s marketing consul-
tancy for producing a consistent brand image.

What’s aheaD?
 “I call myself the reluctant successful 
businessman,” Witmer says with a chuckle. 
That’s because he wants to keep growing with-
out losing the personal touch he can give his 
customers.
 However, within a year, Witmer plans to 
add a full-time technician to the service truck. 
At present, a part-time laborer helps with ex-
cavation projects and occasionally distributes 
advertising fl iers. A retiree is available to drive 
the service truck or the dump truck.
 “My long-term goal is for the company to 
not have to completely rely on me,” he says.
 Witmer also expects the septic service will 
likely grow from the present 50 percent to as 

much as 70 percent of his business volume 
within the next couple of years. He believes 
Pump That Septic’s continued Web presence 
will produce more opportunities for residen-
tial septic system maintenance.
 There is an economic factor as well.
 “The economy has people wanting to 
preserve and protect what they have,” Witmer 
says. “A $200 pump-out looks a whole lot bet-
ter than a $10,000 replacement.” To help grow 
that part of the business, he’s considering the 
purchase of a jetter and septic fi eld restoration 
equipment. 
 “ W e ’ r e 
going to con-
tinue to mar-
ket ourselves 
as a clean 
solution,” he 
says. ■

“MY aPPRoaCh is to get the insPeCtoR’s CeLL 
Phone nUMbeR anD then staY in toUCh. MY 
Message is, ‘i ResPeCt YoUR aUthoRitY anD 
i Want to WoRk With YoU … We haVe a gooD 

RePUtation With the heaLth DePaRtMents. i’M 
at a Point WheRe theY Like the WoRk We Do.” 

 
Dervin Witmer

 Cape Cod Biochemical Co.
800/759-2257
www.SepticOnline.com
(See ad page 69)

Imperial Industries Inc.
800/558-2945
www.imperialind.com
(See ad page 35, 81)

 National Vacuum Equipment 
Inc. (NVE)
800/253-5500
www.natvac.com 
(See ad page 67)

Prototek Corp.
800/541-9123
www.prototek.net 

RomoTech (Rotational Molding 
Technologies Inc.)
574/831-6450
www.romotek.com

More Info

Witmer is in front 
of the camera, 
explaining when 
septic system 
additives from 
Cape Cod 
Biochemical Co. 
are benefi cial for 
customers. 

Witmer uses an Apple iPhone to 
stay in touch with his business 
while on the road. Here he calls a 
customer to give an arrival time.

Listening. Learning. Delivering. Since 1972

That’s why we have a love-hate relationship with them.
We love them because they last so long. We hate them for
the same reason. All PolyPortables’ toilets are built for the
long haul. (Always will be.) You can only imagine how many
weddings, music festivals, park & rec seasons, backyard
parties and boiling summer days on construction sites this

Jon’s Johns unit has seen. And marvel at how many more
it can handle. 

You can build a business with us.

USE YOUR
BLUEBUCKS

ON ANY
POLYPORTABLES’

PRODUCT

* We often see older units in action. However, this was one unit that could be given the day
off for a photo shoot.

POLYPORTABLES’ TOILETS ARE BUILT FOR THE LONG HAUL

99 Crafton Drive, Dahlonega, GA 30533 USA • Phone (800) 241-7951 or (706) 864-3776 • Fax (706) 864-8111 • www.polyportables.com

All Green Way Products' deodorizers, cleaners and air fresheners are high-performance products developed and manufactured

in our facilities in Dahlonega, Georgia specifically for portable restroom operators. They are all environmentally safe.

P O RTA B L E  TO I L E T S  • H A N D WA S H  S TAT I O N S  • D E O D O R I Z E R S  • C L E A N E R S  • T R U C K S
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Locators

Only

As Low As

$895

$399

$419

$16.95

No Compromise 
Best Service/Best Price

2288 Gunbarrel Rd, Ste. 111-151 • Chattanooga, TN 374212288 Gunbarrel Rd, Ste. 111-151 • Chattanooga, TN 37421

Celebrating 15 years

1-800-504-7435
Complete Details At

www.AmazingMachinery.com
36 Models To
Choose From

Conversion
Kits

Video
Online

Convert A 
Pressure
Washer 

To A Jetter 

Generators / Air Compressors / Pressure Washers / Trash Pumps

Jetters

Jetter Hose Sale

Jetter Nozzles

Custom Drilled 2-25 Orifices

Cable Machines

3/4 hp

1/8" Hose: 50' $39.95 / 100' $64.95

1/4" Hose: 100' $89.95 / 200' $169.95

3/8" Hose: 150' $199.95 / 250' $329.95

1/2" Hose: 200' $409.95 / 400' $689.95

Starting At

From

$8695
Starting At

Up to 4000 psi
& 12 gpm

1/3 hp

Your Equipment SUPERSTORE Since 1995

$1499

Up To 4000 psi
& 22 gpm

$279

Plus
Leak Detectors

Split Box Locators
Transmitters

512 Hz

Cameras

Celebrating 15 years

1-800-504-7435
Complete Details At

www.AmazingMachinery.com

$1499
“I’m thrilled to see Jerry Kirkpatrick now working at Southwest Products.  Jerry has 
built and serviced trucks for us for over 15 years and has done an outstanding job 
that we’ve come to rely on.  We’re excited about the enhanced resources and 
capabilities of this new partnership.”

Josh  Butcher  -  Owner/President – Emergency Pumping

Southwest Products Welcomes

Jerry Kirkpatrick and crew

A state-of-the-art tank facility for all of your needs!AA tt tt ff tthh tt tt kk ff iilliitt ff llll ff dd !!
Southwest Products Corporation, a specialty vehicle builder for 
over 40 years, is pleased to announce the addition of a complete 
line of Vacuum trucks and trailers to its Hanco Specialty Vehicle 
label.  The Vacuum and tank manufacturing division will be headed 
up by Jerry Kirkpatrick, a 20 year veteran in the production of 
vacuum trucks, trailers and general purpose tanks including UL
and DOT certifications.

See us at Con Expo booth #C-7401

5143 West Roosevelt, Phoenix, AZ 85043 602-269-3581
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Pump Rebuild Kits In Stock

DISTRIBUTOR
Call Today For
Information
Or Prices On
Tanks, Pumps
And All Parts

BATTIONI
BOWIE
FRUITLAND

JUROP
MASPORT
MORO

PUMP

2100 EAST BOOTH ST. • SEARCY, AR 72143
501.279.0003 • sbs@cdlworld.net800.364.7307

Sight Glasses, Valves & CouplingsSecondary Shutoffs

12” Primary Shutoffs

21” & 36” Manways

TANKS SHIPPED TO YOUR LOCATION

B A S E  TA N K  P R I C I N G

BASE TANKS INCLUDE:
1/4” Thick Steel  • Pipe Reinforced Baffles • Primary Shutoff

Flanged and Dished Heads • 21” Top and Rear Hatches
Full Length Under Carriage on Bottom of Tank

2100 GALLON .............$5800
2500 GALLON .............$6740
3000 GALLON .............$7575

3360 GALLON .............$8140
3570 GALLON .............$9000
4000 GALLON .............$9920

STAINLESS STEEL & STEEL UNITS -
CALL FOR INFORMATIONTANKS BUILT TO YOUR DESIGN

Thanks for
visiting us

TOUGH DAY AT WORK?
Super Products can make your job easier

Whatever challenges you encounter throughout the day, meeting them 
is easier with Super Products in your corner. In addition to offering the
industry’s most effective and easy-to-use
equipment, the product support and training
our experienced, responsive staff provides 
is second to none. And to help you reduce
equipment downtime and keep your crews 
on the job, we offer an extensive inventory 
of parts, accessories and consumable items.

Living up to our name!

800.837.9711 • www.superproductscorp.com

Welcome to Super Products

SP FINAL Trade Ad 1.5.11:Layout 1  1/6/11  10:23 AM  Page 1
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Draining Down

Filter Box Interior

Aqua-Zyme 
Disposal 
Systems

Aqua-Zyme 
Disposal 
Systems

The ADS Dewatering System
is built by a pumping company for pumpers. You are welcome to come
and watch the 30 yard box dewater 20,000 gallons of grease trap waste
and/or septic tank waste in only 2 hours!

By using the ADS dewatering system along with our Compost Facility,
we have turned our disposal costs into a profitable venture!

Call 979-245-5656 for Info!
$ Financing Available $

“From the Grease Trap to the Garden” 
– Dewatering & Composting –

#1 Box on the market!

P.O. Box 489, Van Vleck, TX  77482 • www.aqua-zyme.com
1-979-245-5656 • zymme@aqua-zyme.com • U.S. Patent # 6,364,122

Thank 
you for 
visiting 

us

The majority of insurance 
brokers don’t know your 
business as well as we do.

With an estimated 26 million septic 
systems serving U.S. residences, there’s 
a considerable amount of work in the
pipeline for septic contractors. However,
until now, septic contractors haven’t had
an all-lines insurance solution that would
cover all of their business exposure from
design and installation to the rental of
portable toilets.

To address this need, Sanitation Insurance
Services specializes in offering a compre-
hensive insurance program specifically for
septic contractors and portable restroom
operators. While some policies provide
coverage for pumping or portable toilet
rental, our program addresses design, 
installation, inspection, service and repair,
vandalism as well as pumping and
portable toilet rental.

You need an insurance program that 
addresses the specific exposures you face,
such as errors and omissions (E&O) cover-
age for the various services you provide.

WE HAVE YOU COVERED. 
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portable toilets.

To address this need, Sanitation Insurance
Services specializes in offering a compre-
hensive insurance program specifically for
septic contractors and portable restroom
operators. While some policies provide
coverage for pumping or portable toilet
rental, our program addresses design, 
installation, inspection, service and repair,
vandalism as well as pumping and
portable toilet rental.

You need an insurance program that 
addresses the specific exposures you face,
such as errors and omissions (E&O) cover-
age for the various services you provide.

WE HAVE YOU COVERED. 
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           Building the Business

Everything is changing in the business world today. The new 
reality of too much competition and too little profi t has become 
an ongoing challenge. As you get tossed around on this sea of 

constant change, basic business fundamentals never change. Here are 
seven sure-fi re ways to fail in business if you don’t make the right moves 
fast.

1Stay busy. (No written plan!) 
Trying to stay busy or keep your crews working is not a plan for 
success. Neither is jumping from one strategy to another. During 

roller-coaster times, moving forward without a written plan is like 
building a house without blueprints. What’s your plan to stay in business 
and make a profi t over the next three years if your workload shrinks by 
25 or 50 percent or more? No plans? You might as well burn your cash 
to keep warm.  

2 Compete on price. (Nothing differentiates us!) 
Companies that try to do anything and everything for every 
available customer spread themselves too thin and can’t make 

any money. They are in the “yes” business, as in: “Yes, we can do that!” 
Would you go to any doctor for heart surgery? When you claim to be 
good at anything, you’ll only win jobs by being the lowest bidder by a 
large margin. Customers pay more for expertise or specialists. What is 
your company known for? Why should customers pay more for your 
product or service?

3 Hire cheap. (We can’t fi nd any good people!) 
It is tempting to hire cheap labor. But when you hire less-
experienced, less-qualifi ed, and low-paid employees, you’re 

kidding yourself. Cheap people make more mistakes and require more 

supervision. This takes you away from making your business profi table. 
When you spend all your time checking and helping junior people learn, 
you’re not spending your time where the money is made: with customers, 
looking for opportunities, inspiring and motivating your crews, and on 
the bottom line. Better people require little or no supervision and will 
allow you to do more business and make more money.

4Do it yourself. (No written systems – It’s all in my head!) 
It’s easier to do everything yourself than to teach employees 
how to do it for you. This management style requires you to be 

everywhere to make sure everything gets done perfectly. This also holds 
your company and people back from reaching their maximum potential. 
Replace yourself with checklists and systems to improve productivity so 
you can focus on your top business priorities.

5 Let someone else manage your money. (Too busy to mind the 
store!) 
Most small business owners don’t know their numbers or have 

fi nancial targets. They work real hard and hope their numbers work out. 
Or they let someone else worry about the fi nances. The purpose of your 
business is to make a profi t. But with your head focused 100 percent on 
getting work done, you’ll never make any money. Get focused on your 
sales revenue, overhead, job costs, job profi ts and company profi ts.

6 Too big, too fast, with no cash. (Not enough working capital!) 
The No. 1 reason small companies go broke is they outgrow their 
cash reserves. Before you take on more work than you can handle, 

make sure you’ve got the capital resources to do the work. You would 
never start a donut store without at least $250,000 in the bank. Plan 
to have plenty of cash on hand for three to six months of overhead, 
personnel, and equipment required to get paid in a normal timeframe. 
Keep adequate reserves on hand in case payments get delayed. 

7 Go with the fl ow. (No marketing or sales plans!) 
Companies without a specifi c written marketing and sales plan 
tend to bid on jobs or do whatever work comes in the door. This 

is a reactive approach and will not take your company where you want 
it to go. Successful companies have an ongoing approach to sales and 
methodically approach the markets and customers they want. Identify 
your top customer targets and make them a priority.

A FINAL THOUGHT
 The choice is yours. Strive to thrive or fail and bail! Consider these 
seven factors to chart your future in any business climate. ■

SEVEN WAYS TO FAIL
When there are too many competitors and not enough 
work orders to go around, company owners can lose 
their focus and make business-busting decisions

By George Hedley

George Hedley, owner of Hard-
hat Presentations, is a business 

coach, speaker on business-
building topics and is the author 
of  Everything Contractors Know 
About Making A Profi t! To reach 

him, call 800/851-8553 or visit 
www.hardhatpresentations.com.

Refrigerator 
Magnets 
Work!!

As Low As

35¢ Call For Details

Thanks for 
visiting us
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NUHN INDUSTRIES LTD
www.nuhn.ca     877.837.7323
NUHN INDUSTRIES LTD
www.nuhn.ca     877.837.7323

Check Valve/Filter
With Flush Port

2 Gal. Oil Tank

OEM & Distributor Inquiries Welcomed

Magnum 600 CFM

Magnum 400 CFM

4” Dual Ports

High Performance 
Cooling Fan

Precision Metered 
Automatic Oiling

Magnum 600 CFMMagnum 600 CFMMagnum 600 CFMNEW

Thanks for 
visiting us

Magnum 400 CFMMagnum 400 CFM

Thanks for 

Check Valve/Filter
With Flush Port

Large Capacity 
Oil Tank

Internal 3” 
Dual Ports

High Performance 
Cooling Fan

� e Magnum Series rotary vane vacuum pumps incorporate incredible 
performance with dependability. � ey produce unprecedented air evacuation 
at cooler operating temperatures due to the dual porting design. State-of-the-
art carbon vanes, that wear 4 times better than Kevlar vanes, with 1/2 the oil 
consumption. 

� e uncomplicated design focuses on performance and strength, with no extra 
moving parts. � e Magnum Series pumps are strong and durable enough to be 
used in the most demanding applications.

Thanks for Visiting 
Us in Louisville!

AERATOR

REDESIGNED
Flagg-Air

Model 340HP

• Low 
1750 
rpm

• High 
torque

• Enclosed 
motor 
w/handle

• Stainless
steel 
shaft

• Improved 
high 
impact
plastic 
parts

• 2-yr. 
warranty

• Fits in 
place 
of most 
original
manufacturers’ units

• Replacement
parts 
available

R-5760 Blower
57 cfm.....$375

BULLET 
High Head

Filtered
Effluent
Pumps

BP12...12gpm
$235

BP20...20gpm
$255

P101-FA-2
24-Hour

Timer
w/mini breaker &

warning light 
increment setting

15 minutes

MEDO Piston

LA-60 
LA-80B 
LA-100
LA-120 

SECOH Diaphram

EL 60
EL 80

EL 100
EL 120

0523
1023

Rotary Vane 
Compressor

R3105-12
Blower

Regenair® Hydromatic,
Zoeller, ABS,

Liberty &
Myers
Pumps

Units available
20 to 

180 cfm

Conde SDS 6
Engine Driven

Moro Pumps: from 176 to 1642 cfm

Moro PM80
Turbo 350 cfm

New
Item!

HAS BEEN SOLD 
NATIONALLY SINCE 1992
AND HAS A REPUTATION

AS THE LEADER IN 
AERATION!

TM

CARRIES A 2-YEAR WARRANTY 

Best

Value!

Improved

Design!

$350
The Flagg-Air 340HP does not carry
the NSF seal. Check local and state

regulations for approval in your area.

TM

STA60 - STA80 - STA100
Are specifically designed for years of

trouble-free service and are a superior 
replacement for all 60-80-100 Model

pumps on the market. 
Available with hose bib for low 

pressure alarm connection.

STA60...$220 STA80...$250 STA100...$340

Septic Services, Inc.

toll free 1-800-536-5564 • local 636-583-5564 • fax 636-583-6432
sales@septicserv.com • www.septicserv.com

FINANCING  DELIVERY  CUSTOM BUILDS

3 STYLES
8 Capacities

IMMEDIATE ‘Coast-To-Coast’ DELIVERY

435 Gallon “SpaceSaver” 435 Gallon Rear Engine 450 Gallon ʻTank In A Tankʼ

Available in...
300, 450 & 600 Gallon Capacities
Call For Our Prices!

New Design! ‘TANK IN A TANK’
Offers improved weight distribution!

2011 Ford 550XL 18,000 lb. G.V.W.R.
300 H.P., gasoline or diesel, auto transmission, 
AM/FM/CD, A/C, chrome bumper.
1200 Gallon ʻBright Finishʻ Aluminum 
Two compartment 300 / 900, Masport HXL4 Pump – 160 C.F.M. 
Direct drive, hot shift P.T.O. with 
control in cab,
12-Volt water pump, 
30ʼ Tiger tail hose,
Unit hauler & hitch.

The New...

www. slideinwarehouse .com Toll-Free : 888-445-4892

$59,900

$144,950 Plus F.E.T.

Your Single ‘Coast to Coast’ Supplier for Vacuum Slide In Units

Priced From..

Denver, CO   •   Bellefonte, PA   •   Kansas City, MO          
3100 Cherry Creek S. Dr. Unit 704 Denver, CO 80209  •  125 Rockrimmon Dr. Bellefonte, PA 16823

1201 W. 31st St. Kansas City, MO 64108

www.keevac.com
••

•
KeeVac Industries

As Featured On... 

5500 Gallon Aluminum  - New! 2008 Freightliner CL120 Columbia
(6) Manways on top between each baffle. C-15 CAT - 475 HP, 20,000
lb. front axle, Eaton/Fuller Ultra Shift transmission. 

NEW!

CHASSIS & TANK

IN STOCK! Thank you
for visiting us!

Thank you
for visiting us!
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IN STOCK! Thank you
for visiting us!

Thank you
for visiting us!
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Introducing The Most Durable & Economical Septic Lid On The Market
Buy Direct from the Source  – No Middleman!

800.868.0973 www.RotoSolutions.com

- Durable & Lightweight Polymer
- WILL NOT Crack Like Concrete!
- Easier to Handle & Transport
- 12”, 18” & 24” Available
- Easy Installation
- Optional Sand Fill
-  Have It Customized 

(Name, Number or Logo)
- Green or Black
- Foam Filled (Optional)
- Hardware Included
-  18” or 24” 

Adapters Available

Cost Effe ctiv e6 PackShip pin g

12”

Customize It!

18”

24”

Your Name
Your Number 

Your Logo

- Foam Filled (Optional)

Now Offering18” & 24”CustomLids

Thanks for 
visiting us
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ALSO AvAiLAbLe
POrtAbLe Service UnitS -tOiLetS - SinKS - SAnitAtiOn StAndS

800-558-2945
www.imperialind.com

the PrOUd trAditiOn cOntinUeS...

Allen Luebbe
800-236-2044 ext. 4104

allenl@midstatetruck.com
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In January 2010, Cindy Sullivan 
was diagnosed with cancer — 
for the third time in her life. 

By June, she was back in the of-
fi ce full time handling permits, 
bidding, ordering materials and 

coordinating with customers and 
inspectors for Sullivan Septic & 
Excavation of Longmont, Colo., 
the 16-year-old business she co-
owns with husband, Kevin.
 Quitting was never an op-

tion. “Kevin and I have worked 
too hard to get where we are to 
stop now,” she says. “You just go. 
You stumble through it.”
 Cindy, 54, learned she had 
thyroid cancer after noticing a 
persistent lump in her throat. 
Surgical removal of her thyroid 
in March was followed by ra-
diation treatments. Cindy had a 
brief scare when doctors initially 
thought the cancer had migrated 
to her liver. Fortunately, the can-

cer hadn’t spread and doctors 
regulated her thyroid functions 
with medications. She was able 
to return to work part time by 
May.
 “It was a rough six months,” 
Cindy says. “It’s very hard when 
you’re a husband-and-wife team 
and one of you gets sick.”
 Adds Kevin: “Mom-and-
pop operations have it tough. 
Customers aren’t going to wait 
around.”

PROS AT
Multiple bouts with cancer and a wild economic 
ride can’t keep hardworking Colorado pumpers 
Kevin and Cindy Sullivan down      
By Paul Holley

“IT WAS A ROUGH SIX MONTHS. IT’S VERY 
HARD WHEN YOU’RE A HUSBAND-AND-

WIFE TEAM AND ONE OF YOU GETS SICK.” 
 

Cindy Sullivan

Cindy Sullivan (left) talks 
about the placement of a 
lift station at a construction 
site with Sullivan Septic 
workers (from left) Jeremiah 
Reh, Pablo Mendez, Chris 
Longly and project engineer 
Jake Wichmann. Below, 
Kevin and Cindy Sullivan. 
(Photos by Jenn LeBlanc)

PROS ATPROS AT
Perseverance
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877-661-4511
Refuse Sales Team:  Gregg Wilkinson  |  Jason Guzauskas  |  Jesse Fullilove  |  Ryan Johle  |  Art Lasanta 

refusesales@rush-enterprises.com  |  8810 IH-10 East  |  San Antonio, TX  78219

When it comes to refuse trucks,
no one offers you more.

NEW AND PRE-OWNED SALES  |  RENTAL  |  LEASING  |  PARTS  |  SERVICE  |  BODY SHOP  |  FINANCING 

Peterbilt 340 Standard with 3600 Gallon Vacuum Trucks
Automatics and standards in stock. Non-code 3600 gallon, Pik-Rite tank. Masport HXL400WV 

liquid cooled pump, aluminum hose trays, internal primary to secondary piping for clean mount. 
10 yr tank warranty standard. Options can be added before delivery. Call for pricing.10 yr tank warranty standard. Options can be added before delivery. Call for pricing.

2011 Peterbilt 348 with 4000 Gallon Aluminum Vacuum Tank
Automatic or standard transmission. 4000 gallon aluminum tank.  Liquid cooled pump.  Aluminum 

hose trays.  Options can be added before delivery.  Two stage engine brake included.  Call for pricing.

2011 Peterbilt Models 365 and  
388 with 110 - 120 BBL  
4700-5000 Gallon Water Trucks

New triaxle, CAT C13 470HP, Fuller 
RTO16908LL, Peterbilt Air Trac suspension.   
Pik Rite 110BBL 4700 gal steel vacuum 
tank, Jurop LC420 liquid cooled pump.   
Aluminum hose trays.  Options can be 
added before delivery.  Call for pricing.

1731-1010 Pumper MAR 2011 ad.indd   1 2/18/2011   3:32:34 PM
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KEEPING THE 
BUSINESS GOING
 For the Sullivans, keeping 
the business going meant put-
ting in longer hours and work-
ing around doctor appointments 
and recuperation time. Soon af-
ter they learned of Cindy’s latest 
illness, the couple discussed how 
they would operate the business 
in her absence.
 “The best thing for a hus-
band and wife to do is to talk it 
through — about how you’ll keep 
it going,” Kevin says. “You both 
have to be on board.”
 Because Kevin handles septic 

service work himself (pumping 
seven to 10 tanks a day), as well 
as overseeing septic system in-
stallation projects, Cindy would 
be home by herself during 
much of her recovery.
 “She was well aware that 
she’d be alone. And, there 
would be some times when I 
couldn’t work because I need-
ed to be with her,” Kevin says.
 During the time Cindy 
was sidelined, her daughter, 
Kelly Harris, picked up much of 
the paperwork duties. Kelly has 
managed scheduling and billing 
for the business for seven years.     

Another daugh-
ter, Krystal, started 
working part time 
in the offi ce since 
graduating from 
Colorado State 
University.
 While having 
family members 
available to pick up 
the workload is im-
portant, Cindy says 
that maintaining a 
positive attitude is 
a key in overcoming 
cancer. She’s had 
plenty of experi-
ence. She survived 
cervical cancer 10 

years ago and successfully went 
through breast cancer surgery 
eight years ago.
 “I still remember coming 
back after the breast surgery, 
sitting on the couch and going 
through the bills,” Cindy says. 
“You have to have that drive to 
keep going.”

A SCRAPPY UPSTART
 A drive to succeed was be-
hind the start of Sullivan Septic 
& Excavating, located about 30 
miles north of Denver.
 Kevin Sullivan, now 47, 
moved to Colorado from his na-
tive New Jersey in the 1980s after 
dropping out of college where he 
studied forestry.
 In Colorado, Kevin worked 
in construction and drove semi 
trucks. He eventually became an 
owner-operator and met Cindy, 

who had run several businesses 
including a janitorial service and 
a donut shop.
 The couple was familiar with 
septic service through the experi-
ence of Cindy’s farm family, who 
lived in the area. “We believed the 
area needed good service and we 
could provide it,” Kevin says.

Sullivan Septic & 
Excavating LLC
Longmont, Colo.
Owners: Kevin and Cindy Sullivan
Founded: 1994
Employees: 6
Service area: 50-mile radius of Longmont
Services: Septic pumping and maintenance, 
sewer lining, onsite system repair, septic 
system design and installation, excavation
Associations: National Association of 
Wastewater Transporters Inc.
Website: www.sullivanseptic.net

Profi le

Colorado

★

Growth Plan: Meet Bigger Challenges
 When a collapsing residential construction market sapped the demand for 
new septic systems, Kevin and Cindy Sullivan, co-owners of Sullivan Septic & 
Excavation, just worked that much harder.
 “Things were just roaring here. We topped out at 154 installs in 2005,” 
Kevin says of his suburban Denver territory.
 New system installations have leveled off at 80 to 90 in each of the past 
two years. “I’d say we’re holding our own,” he says.
 To keep their excavation crew working, the Sullivans have promoted their 
company’s technology and haven’t shied away from challenging jobs. The 
company’s website (www.sullivanseptic.net) lists its camera inspection, pipe 
bursting and inspection services. Kevin says word has gotten out that he and 
his crew like challenges.
 “Municipalities and businesses come to us with diffi cult situations because 
they know we’ll take them on,” he says.
 One particularly challenging job involved using his pipe-bursting machine 
to update a 203-foot-long, 4-inch-diameter clay pipe sewer line beneath a major 
thoroughfare, where a mistake would have meant a disruptive excavation.
 Kevin also is proud of a 160-foot-long sewer line replacement that 
resembled “threading a needle” around a pair of 24-inch water mains, a 
high-pressure gas main and a communications cable. He says two other 
underground contractors declined the project. Sullivan used his sewer 
inspection camera to follow the line through the maze to eventual success.
 “You’ve got to think these things through from an engineering standpoint. 
You defi nitely want to keep track of all the details,” he says. Kevin adds 
that system upgrades and remodeling are on the upswing as new system 
installations have remained fl at.
 “People recognize that it’s important to 
upgrade or maintain their systems because 
they want to be in good shape when real 
estate rebounds here,” he says.

Technician Jeremiah Reh 
uses a Bobcat excavator to 
work up an area to be used 
for a replacement drainfi eld in 
a restricted space in Colorado. 

Cindy and Kevin Sullivan consult with 
employee Jeremiah Reh on how to best 
place a drainfi eld on a mountainside 
slope.
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 In 1994, the Sullivans took 
out a second mortgage on their 
home to buy a used vacuum 
truck. Kevin continued to moon-
light as a truck driver the fi rst two 
years. The couple worked side-
by-side to get the business start-
ed. “She was right there shoveling 
rock with me,” he says.
 “Pumping was good but it 
wasn’t full time,” Kevin says. “We 
found out early on that we had to 
offer installation and other ser-
vices.” That included adding in-
spection cameras, a backhoe and 
other equipment.
 Within two years, the 
Sullivans hired an employee and 
Kevin went full time with the 
business.
 Today, Sullivan Septic & 
Excavation is a full-service con-
tractor with a 50/50 mix of ser-
vice and installation work within 
a 50-mile radius of Longmont. 
Kevin drives the service truck 
while three other employees han-
dle installations. In addition to 
handing bids and permits from 
the offi ce, Cindy is in the fi eld 
overseeing installation projects 
with Kevin.
 “For the fi rst seven years, we 
were working seven days a week. 
Now, we’ve structured things so 
we take Sundays off,” Kevin says. 
“Cindy and I do like to work – 12- 
to 14-hour days are the norm for 
us.”
 The Sullivan installation 

crew works Monday through 
Friday. That leaves Saturdays 
for Kevin to wrap up septic ser-
vice calls and then sit down with 
Cindy to plan ahead for the com-
ing week.
 For a time, Kevin had a side-
line of building service trucks in 
his own shop using components 
purchased from various manu-
facturers. “Interestingly enough, 
we didn’t sell any for septic use. 
It was all for the (natural) gas 
fi elds,” he says, adding that a re-
gional drilling boom spurred a 
demand for vacuum trucks to re-
move water and drilling mud that 
lubricates the drill bits. Kevin 
dropped the truck fabrication 
work as he got busier keeping up 
with demand for new septic sys-
tem installations. 

BUILT IT HIMSELF
 Kevin’s pride and joy is a 
2006 Kenworth T-800 service 
truck that he built out in his shop. 
The vehicle, which was a Pumper 
Classy Truck of the Month in Classy Truck of the Month in Classy Truck of the Month
2007, was custom-ordered with a 
400-hp Cummins power plant, a 
10-speed Eaton Fuller transmis-
sion, double frame and drive-axle 
lockers that keep the truck mov-
ing as long as a wheel is on solid 
ground.
 Kevin added a 4,200-gallon 
steel tank purchased from LMT 
Inc., a 500-cfm liquid-cooled 
Wallenstein pump and custom 

tool boxes on 
both sides of 
the truck.
 Sullivan’s 
e x c a v a t i o n 
equipment in-
cludes a 2005 
Ford 675d 
loader/back-
hoe, a 2003 
John Deere 
410G loader/
backhoe, a 
2006 Bobcat 
430 mini-ex-
cavator, a 2008 
Yanmar SV100 
excavator and a 2001 Vermeer 
RT70 trencher. The company also 
uses an M20 jetter from MyTana 
Mfg. and a J-2512 Typhoon 
trailer jetter from General Pipe 
Cleaners.
 A Vermeer PB30 pipe-burst-
ing machine is available for sewer 
system retrofi tting projects. The 
company uses lining systems 
from PrimeLine Products Inc. 
The gear is hauled on a 2007 Pace 
American cargo trailer, a 2010 
PJ Trailers tilt trailer and a 2003 
Eager Beaver UT2 construction 
trailer.
 Also in the fl eet are a 2009 
Dodge Ram four-wheel-drive 
pickup, a 2009 Dodge Ram quad 
cab four-wheel-drive pickup, a 
2004 Ford E350 service van and a 
2000 Ford F-150 pickup.
 Sullivan Septic has been a 

long-time user of sewer inspec-
tion cameras. Presently, the com-
pany has two RIDGID SeeSnake 
models. Kevin says the cameras 
are good to have for warranty 
work. In addition, municipal 
customers prefer DVD records of 
sewer lining work.

EXPANDED OPPORTUNITY
 Although Sullivan Septic 
started as a septic service and 
installation business, Colorado’s 
strict wastewater discharge 
guidelines have created a de-
mand for fl ow meters at commer-
cial customers.
 Kevin Sullivan says these 
installations include resorts and 
lodges with private septic or la-
goon treatment systems as well 
as industrial customers served by 
municipal treatment plants.

“PEOPLE 
RECOGNIZE THAT 
IT’S IMPORTANT 
TO UPGRADE OR 
MAINTAIN THEIR 

SYSTEMS BECAUSE 
THEY WANT TO BE 

IN GOOD SHAPE 
WHEN REAL ESTATE 
REBOUNDS HERE.”

 
Kevin Sullivan

Kevin Sullivan pumps a tank 
at a home in Mead, Colo. 
Sullivan built out his own 
vacuum rig, a 2006 Kenworth 
with a tank from LMT Inc.
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Applications:
• Septic handling • Liquid and dry chemical & fertilizers
• Construction • Sewer cleaning, water jetting leader hose 

NEW! Tiger™ TRF
• Heavy duty rubber blend suction hose for septic use.

Tiger™ Green/Tiger™ Red/Tiger™ Yellow/Tiger™ Blue
• Superior EPDM compounds - longer life; more durable; superior chemical resistance.
• Superior Flexibility - 22% more flexible! Easier to handle off trucks, especially in 

cold weather!
• UV and weather resistant exterior.
• Specially designed abrasion-resistant helix – slides over and around objects;

easier to handle and work with.

NEW! Piranha® Slither® Jetting/Lateral Line Hose
• Ultra Slick polyether-urethane cover design.
• Maneuvers around and through difficult bends.
• Makes lateral line sewer cleaning jobs easier.

Slither® Sewer
Jetting Hose

Thanks for
visiting us

Contact: Doug Ewert

608-847-2804
email: djewert@brennertank.com
Tel: 608-847-4131 / Fax: 608-847-2213

Single compartment and custom sizes available.
Capacity options include 300, 450 and 600 gallons. Additional pump options are available.

450 Gallon Capacity
300 Gallon Waste / 150 Gallon Fresh

12 Volt battery 

Electric Start 4.8 HP Honda Conde Super 6 
vacuum pump w/ 4-way valve

3” Discharge 

12 Volt washdown system w/50’ hose.

Lightweight Aluminum  •  Self-Contained Pumping System  •  Easily Maneuvered, Skid Mounted Slide In 
Suitable for use in...   Standard Pick-Up  Bed  - Towed Trailer  -  Marine Service

The New Portable Portable
A portable vacuum pumper built to service portable restrooms.

$7,995
F.O.B. Mauston, WI

The same superior quality and craftsmanship that has always been a part of
every Brenner tank and trailer is now available in a competitively priced
portable restroom service vacuum slide in unit.

Work Light

30’ x 2” Tiger Tail inlet  hose w/stinger

www.brennertank.com

The Brenner Tank Company
N3760 US Highways 12 & 16, Mauston, WI 53948
a division of Walker Group Holdings, L.L.C.

  He generally installs fl ow 
meters from Elster Metering.
 “If we can help them (cus-
tomers) prove that their fl ows 
are lower than the municipality 
believes, they’ll save money. Or, 
we’ll work with them to reduce 
their fl ows,” he says.
 Local regulations within 
their service territory also have 
helped the Sullivans capitalize 
on their expertise. For exam-
ple, Boulder County (one of the 

state’s most-populated counties) 
requires septic system inspec-
tions prior to property transfers. 
Both Kevin and Cindy are NAWT-
certifi ed inspectors.
 “We live in a unique area 
where the environment is taken 
very seriously,” Kevin says.

SETTING PRIORITIES
 Refl ecting on the past year, 
Cindy says she’s learned more 
about herself. In the midst of 

her recovery, she saw a daughter 
graduate from college and wel-
comed the arrival of her second 
grandchild, Madison Harris.
 “Each time you get sick, you 
try to learn something,” she says. 
“This time, I really looked hard 
at striking a balance. I’ve always 
known that family is super im-
portant and that time away from 

the business is valuable. There is 
life outside as well.
 “And, I recognize how lucky 
I’ve been.” ■

The Sullivan Septic offi ce (above). At right, Cindy Sullivan with daughters Kathy Harris 
(holding her daughter Madison) and Krystal Sullivan. Both daughters work for the 
business.

 General Pipe Cleaners
Div. of General Wire Spring
800/245-6200
www.drainbrain.com

LMT Inc.
800/545-0174
www.tanksandpumps.com
(See ad page 91)

MyTana Manufacturing Co. Inc.
800/328-8170
www.mytana.com 

PrimeLine Products Inc.
877/409-7888
www.prime-line.net

 RIDGID
800/769-7743
www.ridgid.com

 Vermeer Manufacturing Co.
 888/837-6337
www.vermeer.com

 Elmira Machine Industries
800/801-6663
www.wallensteinpumps.com
(See ad page 39)

More Info
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Available On All Models
• Hot Shift PTO with Automatic Transmission
• Balanced PTO Axle
• Heavy Duty Toilet Carrier
• Trailer Hitch
• Spring Rewind Reel (Optional Dual Service)
• 2" Bucket Quick Fill
• Driver Side Work Station
• Dual Side Tool Box

• Electric Water Pump 40 PSI 6 GPM 
(Air Pressurized Optional)

• Coated Water Compartment
• Full Set of Working Lights
• Truck-Lite Lights
• 50 ft. Water Hose with Nozzle
• Vacuum and Pressure Relief Valve

Put Our Experience to Work for You

2010 International

Portable 
Toilet 
Trucks

• Standard and custom tanks
• Carbon steel and aluminum available
• A tradition of reliable service

• Large range of sizes 
(400 - 6000 Gal.)

• Complete line of parts

LELY
Commercial Wastehandling Equipment

Call for Special Pricing!

Stock Tanks Available

Financing Available

Stimulate Your Business With

Webstercapitalfinance.com NYSE:WBS*

SM

New and Used Equipment Financing• 

Competitive Rates and Terms• 

Direct Lender/No Hidden Costs• 

EAST COAST/WEST COAST  
Robert Marino
800.344.2224
rmarino@webstercapitalfinance.com

MID-ATLANTIC
Jim Ellixson
800.344.2224
jellixson@webstercapitalfinance.com

NEW ENGLAND
Andy Stephanou
800.478.8882
astephanou@webstercapitalfinance.com

SOUTHERN/SOUTHWEST U.S.
George Passarelli
800.585.9038
gpassarelli@webstercapitalfinance.com

All credit products subject to the normal credit approval process.
* 

Webster Capital Finance offers equipment leasing 

and financing services tailored to the unique require-

ments of the waste management and environmental 

industries. 

Unlike many traditional lenders, our sales team has 

expertise in both financing and waste management. 

We understand the kind of payment plans that make 

sense for your industry, the equipment, and day-to-

day business issues you face. 

When you work with Webster Capital Finance, you’re 

teaming up with professionals who understand your 

business and what it takes to help it grow.       

The NYSE ticker symbol of WBS is assigned to Webster Financial Corporation and does not constitute an 
offer to buy or sell securities by the Company, its subsidiaries or any associated party and is meant purely 
for informational purposes.  

Webster  Capital Finance is a service mark of Webster Financial Corporation. The Webster Symbol is registered 
in the U.S. Patent and Trademark Office. Webster Capital Finance is a subsidiary of 
Webster Bank, N.A. Member FDIC.  

EQUIPMENT FINANCING SOLUTIONS

Thanks for 
visiting us
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software roundupsoftware roundupsoftware roundup

By Ed Wodalski

DesertMicro
RouteManager from DesertMicro 
integrates routing, dispatching, billing, 
customer management, inventory 
control and document management. 
Available for the single user or for use 
in a multi-user, multi-location envi-
ronment, the software tracks service 
and schedules follow-ups for restroom 
and septic service. GPS and hand-held 
driver terminals capture activity and 
service information updated to the dis-
patch offi ce for an up-to-the-minute 
view of work progress. The program’s 
online billing and payment system 
allows customers to request or change service, receive, view or pay 
their bill online. RFID tracking options for managing containers and 
inventory are available. 800/547-7082; www.desertmicro.net.

Software solutions help you go paperless, speed up service calls and 
track service technicians in the fi eld for the ultimate in effi ciency

Faster, Smarter, Greener

Ritam Technologies LP
The Summit Profi t Builder from Ritam Technologies LP provides thorough 
customer accounting and operations management. Features include individual 
and batch e-mail of invoices and statements, integrated credit card processing, 
service reminder cards for pumping or inspections, auto-repeat jobs for contract 
work, maintenance agreements (automated billing with periodic service sched-
ules), diagrams and site photos (tied to job history), route optimization, street-
level mapping, GPS/AVL integration, customer accounting and credit control, as 
well as driver/technician effi ciency tracking. The system can be customized to 
match business policies and in most cases data can be imported from old pro-
grams. 800/662-8471; www.ritam.com.

Whether it’s locating a buried septic 
system, providing on-site data or 
backtracking a portable restroom 

route, today’s GPS-enhanced software 
can help minimize mistakes and maximize 
profits, eliminating piles of paperwork in the 
process. Customizable electronic forms and 
hand-held devices make it possible for driv-
ers and technicians to locate tanks, provide 
site maps, add photos to inspections and 
update restroom inventories faster than 
ever. From route mapping to work orders, 
job summaries, invoices, payment remind-
ers, customer history, vehicle and employee 
records, today’s sophisticated software can 
seemingly do it all — and in real time. That 
leaves more time for you and your team to 
do what they do best: build your business 
and provide the best service possible.
  Here are some of the latest technol-
ogy products designed for the liquid waste 
industry:

Clear Computing Inc.
Stop-by-stop real-time profi t and loss reporting from 
Clear Computing’s 
Total Activity Control 
tracks costs at the 
completion of each 
job. The “loss leaders” 
feature is part of the 
program’s cost-saving 
package, designed 
to reduce operating 
costs by 15 to 25 per-
cent by implementing 
paperless invoicing, 
smart phone commu-
nications and prepay-
ment for services. 
888/332-5327; www.clearcomputing.com.

Linko Data 
Systems Inc.
The Remote Inspec-
tor computerized 
inspection form from 
Linko Data Systems 
Inc. eliminates paper 
forms in the fi eld. 
The system includes 
a tablet-PC with 
company inspection 
forms users select and 
fi ll out on the screen. Entered data is immediately available at 
the offi ce for billing or customer follow-up. The tablet enables 
the user to take photos and include them with the inspection 
or service report as well as digitally capture signatures. Re-
ports can be printed in the fi eld or e-mailed to the customer. 
877/546-5699; www.linkodatasystems.com.

POSM
Panomorph pipeline 
inspection system soft-
ware from POSM (Pipe-
line Observation System 
Management) offers 
simultaneous forward 
and unwrapped video 
footage. The program 
offers precise, auto-
matic measurement and 
distance recognition 
for optimal observation and defect coding. The software is 
compatible with all RS Technical inspection systems, captures 
up to 70 feet per minute (30 fpm recommended for high-
est quality) and offers accurate measurements from X and Y 
axis for lateral, joint and crack measurement. All data can be 
uploaded to a POSM server and linked to GIS. 859/274-0041; 
www.posm.us.

EZTrakR Systems Inc.
EZTrakR with PulseStar download reader and iButton memory chip technology 
from EZTrakR Systems Inc. is designed to record portable restroom services, track 
employee productivity, provide visual mapping and routing and one-touch service 
route scheduling, as well as offer daily updated inventory control and one-touch bill-
ing integrated with QuickBooks. Each download records time and date of delivery, 
pickup or service. Customer accounts are updated with time and date of service after 
each download. The program can create service routes with an exact time log for each 
stop. Missed stops are immediately available for viewing. The program automatically 
updates yard and delivered units inventory. 866/529-1938; www.eztrakr.com.

Operasoft
Sanitation Management Software from Operasoft uses Microsoft Dynamics CRM 
technology. The system requires no on-site installation and can handle order taking, 
dispatching, GPS tracking, invoicing, and integrates with many accounting systems. 
The onboard touch-screen shows drivers a job list and prints receipts on site, while 
dispatchers can track progress in real time and receive job completion information. 
A biometric pay terminal eliminates punch cards and manual calculation. Fleet 
maintenance is managed by creating and tracking repair orders for mechanics be-
fore the driver returns from the route. 888/986-7372; www.operasoft.ca.

From route mapping to work orders … today’s sophisticated software can seemingly do 
it all — and in real time. That leaves more time for you and your team to do what they do 
best: build your business and provide the best service possible.

RouteOptix Inc. 
 RouteOptix vehicle routing and mapping software from RouteOptix Inc. uti-
lizes Microsoft MapPoint software for an interactive visual interface, providing 
customer information, routing, dispatching, asset tracking, reporting as well as 
customized forms, general ledger integration, billing and accounts receivable. 
866/926-7849; www.routeoptix.com.
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The Summit Profi t Builder from Ritam Technologies LP provides thorough 
customer accounting and operations management. Features include individual 
and batch e-mail of invoices and statements, integrated credit card processing, 
service reminder cards for pumping or inspections, auto-repeat jobs for contract 
work, maintenance agreements (automated billing with periodic service sched-
ules), diagrams and site photos (tied to job history), route optimization, street-
level mapping, GPS/AVL integration, customer accounting and credit control, as 
well as driver/technician effi ciency tracking. The system can be customized to 
match business policies and in most cases data can be imported from old pro-
grams. 800/662-8471; www.ritam.com.

Whether it’s locating a buried septic 
system, providing on-site data or 
backtracking a portable restroom 

route, today’s GPS-enhanced software 
can help minimize mistakes and maximize 
profits, eliminating piles of paperwork in the 
process. Customizable electronic forms and 
hand-held devices make it possible for driv-
ers and technicians to locate tanks, provide 
site maps, add photos to inspections and 
update restroom inventories faster than 
ever. From route mapping to work orders, 
job summaries, invoices, payment remind-
ers, customer history, vehicle and employee 
records, today’s sophisticated software can 
seemingly do it all — and in real time. That 
leaves more time for you and your team to 
do what they do best: build your business 
and provide the best service possible.
  Here are some of the latest technol-
ogy products designed for the liquid waste 
industry:

Clear Computing Inc.
Stop-by-stop real-time profi t and loss reporting from 
Clear Computing’s 
Total Activity Control 
tracks costs at the 
completion of each 
job. The “loss leaders” 
feature is part of the 
program’s cost-saving 
package, designed 
to reduce operating 
costs by 15 to 25 per-
cent by implementing 
paperless invoicing, 
smart phone commu-
nications and prepay-
ment for services. 
888/332-5327; www.clearcomputing.com.

Linko Data 
Systems Inc.
The Remote Inspec-
tor computerized 
inspection form from 
Linko Data Systems 
Inc. eliminates paper 
forms in the fi eld. 
The system includes 
a tablet-PC with 
company inspection 
forms users select and 
fi ll out on the screen. Entered data is immediately available at 
the offi ce for billing or customer follow-up. The tablet enables 
the user to take photos and include them with the inspection 
or service report as well as digitally capture signatures. Re-
ports can be printed in the fi eld or e-mailed to the customer. 
877/546-5699; www.linkodatasystems.com.

POSM
Panomorph pipeline 
inspection system soft-
ware from POSM (Pipe-
line Observation System 
Management) offers 
simultaneous forward 
and unwrapped video 
footage. The program 
offers precise, auto-
matic measurement and 
distance recognition 
for optimal observation and defect coding. The software is 
compatible with all RS Technical inspection systems, captures 
up to 70 feet per minute (30 fpm recommended for high-
est quality) and offers accurate measurements from X and Y 
axis for lateral, joint and crack measurement. All data can be 
uploaded to a POSM server and linked to GIS. 859/274-0041; 
www.posm.us.

EZTrakR Systems Inc.
EZTrakR with PulseStar download reader and iButton memory chip technology 
from EZTrakR Systems Inc. is designed to record portable restroom services, track 
employee productivity, provide visual mapping and routing and one-touch service 
route scheduling, as well as offer daily updated inventory control and one-touch bill-
ing integrated with QuickBooks. Each download records time and date of delivery, 
pickup or service. Customer accounts are updated with time and date of service after 
each download. The program can create service routes with an exact time log for each 
stop. Missed stops are immediately available for viewing. The program automatically 
updates yard and delivered units inventory. 866/529-1938; www.eztrakr.com.

Operasoft
Sanitation Management Software from Operasoft uses Microsoft Dynamics CRM 
technology. The system requires no on-site installation and can handle order taking, 
dispatching, GPS tracking, invoicing, and integrates with many accounting systems. 
The onboard touch-screen shows drivers a job list and prints receipts on site, while 
dispatchers can track progress in real time and receive job completion information. 
A biometric pay terminal eliminates punch cards and manual calculation. Fleet 
maintenance is managed by creating and tracking repair orders for mechanics be-
fore the driver returns from the route. 888/986-7372; www.operasoft.ca.

From route mapping to work orders … today’s sophisticated software can seemingly do 
it all — and in real time. That leaves more time for you and your team to do what they do 
best: build your business and provide the best service possible.

RouteOptix Inc. 
 RouteOptix vehicle routing and mapping software from RouteOptix Inc. uti-
lizes Microsoft MapPoint software for an interactive visual interface, providing 
customer information, routing, dispatching, asset tracking, reporting as well as 
customized forms, general ledger integration, billing and accounts receivable. 
866/926-7849; www.routeoptix.com.
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Septic Tracker  
The Septic Tracker 
software manage-
ment system can 
schedule routes, 
map disposal sites, 
update customer 
accounts and send 
service reminder 
cards. The pro-
gram offers customizable company information, generates 
pump-out, delinquent customer, dispatching, holding tank and 
income reports. It also can generate work orders with a calen-
dar scheduler, provide vehicle service reports, import fi les from 
other programs and track employee data. The software works 
with Windows 2000, Windows XP, Vista and Windows 7 operat-
ing systems. 888/308-0651; www.septictracker.com.

SuccessWare Inc. 
SuccessWare21 from SuccessWare Inc. manages jobs from 
phone call to 
dispatch, invoice 
completion and 
payment process-
ing. Purchasing, 
inventory and 
payables are inte-
grated in the job 
process. Features 
include an ac-
counting package 
generating full ledger reporting, sales force management and 
detailed customer management. The program manages ser-
vice and maintenance agreements and enables technicians to 
access customer history. 716/565-3500; www.successware21.
com.

Westrom Software
The Service Program from 
Westrom Software is a Quick-
Books add-on that tracks 
restroom rentals and sends 
them to QuickBooks for in-
voicing. The program creates 
routes and verifi es units are 
being cleaned. It also works 
with MapPoint and MapQuest 
for mapping and routing, as 
well as iPhones and Androids. 
The program can create work 
orders for septic tank, holding 
tank and grease trap pump-
ing, as well as log gallons 
dumped, dump locations, time 
pumped/dumped, and record 
dump fees by county, permit or tax key. It also tracks tank and 
rental locations and can link drawings to customer records. 
866/480-1879; www.theserviceprogram.com. ■

software roundupsoftware roundupsoftware roundup continued

SAFE Software  
The SAFE Software Program from SAFE Software organizes 
routes, schedules service calls and creates work orders, invoic-
es, contracts, 
inspection 
and vehicle 
maintenance 
documents. The 
program also 
tracks expenses, 
customer in-
ventory, rentals 
and monitors 
alarms. Docu-
ments, such 
as invoices, 
contracts and work orders, can be e-mailed 
from current Outlook or Windows Live Mail 
accounts. Reminders and follow-up e-mails 
can be sent with a personalized message. 
The program also can create online customer 
maps that can be viewed using a smart phone 
or PC with Internet access. 800/604-7351; 
www.thesafeprogram.com. 

maps that can be viewed using a smart phone 

BrenLin Company, Inc
Manufacturers of Seal-R™ Products

Herman, MN
888-606-1998

Fax: 320-677-3001 • E-mail: brenlin@frontiernet.net
www.seal-r.com

For more information, call us today!

NEW
Seal-R Ring 

Sizes:

12", 15"
& 36"

Thanks
for 

visiting
us
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1996 Ford L8000 Combo Sewer Truck, 
Cummins 8.3L Diesel, Allison MD3060 
Auto Trans., A/B, Vac-Con V390 THA 
Sewer Cleaner, 3 Fans, 9 Yd. Debris 
Tank, JD Rear Diesel, 51,458 Miles. Lot 
#2815802 - $45,500

2000 INTL 2554 Combo Sewer Unit, Int. 
Dt530e  Diesel Engine, Automatic Trans., 
A/B, Vac-con V350sha, Hydrostatic Drive, 
3 Vacuum Compressor Fans, Bean 50 Gpm 
Pump, 6 Ft. Tele Boom, 5 Yd. Debris Tank, 
Articulating Hose Reel, Rear Cummins Diesel,  
97,137 Miles. Lot #3016450 - $69,500

 1999 Volvo WG64 Combo Sewer 
Truck, Diesel Engine, Allison 3560 
Auto Trans., A/B, Vac-Con V309 
TAS, 3 Fans, 9 Yd. Debris Tank, 6 Ft. 
Teleboom, J.D. Rear Diesel Engine, 
Bean 40 GPM Pump, 55,604 Miles. Lot 
#2815680 - $55,500

 1994 Ford Combo Sewer Truck, 
Cummins 8.3L Diesel, Standard 
Trans., A/B, Vactor 2103 Sewer Unit, 
18,854 Miles, Ex-Municipal Truck, Lot 
#2915929 - $45,500

 PORTABLE TOILET 
SERVICE UNITS

SLIDE IN UNITS

HOISTED UNITS

ROLL OFF UNITS

CUSTOM UNITS
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 Now Available 
IN ALUMINUM, 

Thanks everyone for visiting 
at the 2011 Pumper Show!

Western Canada’s Leading 
Blower & Pump 
Repair Centre

Full Service Machine Shop

>  Certifi ed factory-trained technicians bring over 
45 years of total experience servicing blowers 
and pumps

> Provide fast, quality service at competitive prices

>  Offer six-month warranty on remanufactured 
units built to factory specifi cations

>  Machining and Millwright work for such indus-
tries as vacuum trucks, service rigs, fabrication, 
manufacturing, agriculture and municipalities

>  Manufacture and repair industrial gearboxes

Authorized Hibon & BORA Warranty Depot

Hibon

Bora

Fruitland

Ingersoll Rand

Robuschi

Roots

Tuthill

Wittig

Blowertech Ltd.
2010 - 80 Avenue NW, Edmonton, Alberta, Canada T6P 1N2

Phone: 780-466-4716   Toll Free: 1-866-466-4716 

www.blowertech.ca
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Call or go to www.watercannon.com and mention Promotion 105
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 Think about when you were a kid competing in an egg relay race 
at summer camp. You were never so careful about carrying any-
thing as you were holding that raw egg gingerly on a spoon as you 

lurched toward the fi nish line.
 Now that you’re grown up and making a living operating a vacuum 
truck or supervising an entire fl eet of pumpers, you probably don’t com-
pete in many egg relay races. But doesn’t it stand to reason that you’re 
probably a safer driver day-to-day if you imagine you’re always carrying 
a precarious load down the road?
 That’s what the producers of a new safety video aimed primarily at 
drivers hauling big liquid loads believe. They say you’ll gain potentially 
life- and load-saving advice by viewing the video, “Cargo Tank Driver 
Rollover Prevention,’’ produced jointly by the National Tank Truck Car-
riers and the American Trucking Association in cooperation with the 
Federal Motor Carrier Safety Administration.
 You can see the video at www.fmcsa.dot.gov/about/outreach/
cargo-tank-video.aspx. It’s also free to download and show to drivers as 
part of a safety-training program.

MUST-SEE VIDEO
 As part of his work with the NTTC, Steve Niswander, vice president 
of safety policy and regulatory regulations for Groendyke Transport Inc., 
Enid, Okla., envisioned this video for tanker drivers to help reduce dan-
gerous rollovers. Groendyke runs about 1,000 semi tractors 70 million 
miles annually hauling mostly liquid hazardous materials.
 Niswander argues the new video — the latest component of a na-
tional anti-rollover campaign — is a must-see safety tool for drivers who 
pull trucks with fi xed tanks or semi rigs with tank trailers. Any pumper 
who hauls an unstable load or a load with a high center of gravity will 
benefi t from the tips shared in the video.

 In 2005, a committee including Niswander was formed to build a 
safety-training program for liquid load haulers. Including safety spe-
cialists from several trucking companies, the group began by producing 
monthly workplace posters sharing safety tips. Then they designed skill 
cards covering a variety of safety topics that go out with many over-the-
road drivers’ paychecks. To date, 180 companies, representing 10,000 
drivers, have signed on to the program.
 Though it was initially designed for over-the-road semi drivers, com-
panies transporting septage or running portable sanitation routes can 
participate in the safety program, which costs an average of $11 per driver 
per year. To learn more, go to the NTTC website, www.tanktruck.org.

TIPS & TECHNIQUES
  The video features several truck drivers who have been involved in 
rollover crashes, and their stories carry a lot of weight with professional 
haulers, says John Conley of NTTC. Interspersed with the compelling 
driver stories, the video covers four major areas of risk for dangerous 
rollover accidents: vehicle design and performance, load effects, high-
way factors and driver factors.
 Using video graphics, the video shows the impact of sudden move-
ments and tripping the wheels over the shoulder when carrying an un-
stable load. It explains how dangerous liquid slosh and surge can result 
from driving too fast for conditions, by squaring off the turning radius 
and by sudden braking or other maneuvers. 
 It goes on to explain that drivers are ultimately responsible for 
many of these factors. It stresses that drivers need to do extensive route 
planning if they’re carrying a load more prone to rollover risk. And the 
video shares a variety of tips that would be helpful to any hauler:

Know your limitations.
 Be aware of how loads with a high center of gravity will react when 
you turn, hit a ramp or execute a braking maneuver. And understand that 
a full load is actually safer to transport than a partial load. The vast ma-
jority of rollover crashes (94 percent) occur in rigs carrying partial liquid 
loads — as they are more susceptible to extreme sloshing and surging.

Manage your speed.
 Remember that speed limits and guidelines at curves are meant for 
general motorists in good weather conditions, not for drivers pulling 
unstable loads. Fleet experts say truck drivers should maintain a speed 
at least 10 mph below the posted limit on curves. The faster you go, the 
more risk you have that a sudden adjustment will cause a rollover.

Maintain your rig, route.
 Always perform thorough vac truck pre-trip inspections to make 
sure brakes, tires and suspension will operate safely. And before you 
take the wheel, identify the higher risk sections of your route. As you are 
able, pinpoint stretches with soft shoulders, downhill grades, limited 
visibility and twisting turns. Know these risks well ahead of time so you 
can slow your reactions and maintain control.

Watch for driver fatigue.
 It’s always a bad idea to drive when you’re tired, but it’s doubly dan-
gerous when pulling a top-heavy or liquid load. Stay sharp by eating 
right, stopping frequently to stretch, getting plenty of sleep. Be mindful 
of clues that you need to take a break, including daydreaming, frequent 
yawning, heavy eyelids and head bobbing or drifting from your lane. 

LISTEN TO THE PRO
 In the video, 33-year veteran driver G. Wayne Matheson sounds the 
safety watchword for fellow liquid load haulers:
 “Anytime you speed up, you’re subject to mess up,’’ Matheson 
warns. “When you get so comfortable and think that you’ve been driv-
ing so long and you have so much experience … that it all comes natu-
ral to you, you’re gonna mess up. Because something’s going to get you 
when you’re not expecting it.’’ ■

Let’s Be Careful Out There
NEW VIDEO AIMED AT CARGO TANKER DRIVERS OFFERS HELPFUL SAFETY REMINDERS 

FOR LIQUID WASTE CARRIERS AS WELL

        Safety First By Jim Kneiszel

WHEN YOU GET SO COMFORTABLE AND THINK THAT 
YOU’VE BEEN DRIVING SO LONG AND YOU HAVE SO 
MUCH EXPERIENCE … THAT IT ALL COMES NATURAL TO 
YOU, YOU’RE GONNA MESS UP. BECAUSE SOMETHING’S 

GOING TO GET YOU WHEN YOU’RE NOT EXPECTING IT.
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Schmitz Brothers L.L.C.
PHONE 763.878.2296
FAX 763.878.2299

ASK ABOUT OUR
“BUSTER BRACKETS”
FOR TRUCK MOUNTING

WWW.CRUSTBUSTERS.COM • 888.878.2296

Schmitz Brothers L.L.C.
PHONE 763.878.2296
FAX 763.878.2299

ASK ABOUT OUR
“BUSTER BRACKETS”
FOR TRUCK MOUNTING

Thanks For
Visiting!

Tanks and trucks to fit your needs!

Check Our Web Site
for Current Inventory!

TANDEM PUMPERS
WITH DROP AXLE

TRAILER MOUNTED VAC/PRESSURE TANKS

PUMPERS UNDER 26,000# 

Thanks for visiting us!



Thanks for visiting us!
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Check out the Marsh Industrial facebook page.
See the progress of some of our units in the making.

SWEET SEPTIC SYSTEMS, INC.
5701 Mother Lode Drive • Placerville, CA 95667

Fax: 530-622-1087

“DON’T BE EMBARRASSED AGAIN!”
HOW AWFUL…

HOW WONDERFUL…
SWEET AIR™ FILTERING DEVICE
PAT PENDING

800-622-8768
sweetair.com

UPC Approved

Listening. Learning. Delivering. Since 1972

You’ll earn 5 Blue Bucks for every $100 you spend on
Green Way Products’ deodorizers and cleaners – even
on special offers. That’s five times more than you’ll get
from our competitors.(If you get anything at all.) That’s
why,“Blue Bucks are Big Bucks”. They mount up fast. 

•You can use them towards the purchase of ANY 
PolyPortables product – not just a few.  All toilets, 
hand wash stations, even accessories and parts like 
mirrors and dispensers.

•You can use them toward the purchase of ANY Green
Way products deodorizers and cleaners.

•You can even apply them to your existing account.

The choices are yours. 

Blue Bucks. Bigger bucks, more options, less
restrictions.

99 Crafton Drive, Dahlonega, GA 30533 USA • Phone (800) 241-7951 or (706) 864-3776 • Fax (706) 864-8111 • www.polyportables.com

All Green Way Products' deodorizers, cleaners and air fresheners are high-performance products developed and manufactured in our facilities

in Dahlonega, Georgia specifically for portable restroom operators. They are all environmentally safe.

P O R TA B L E  TO I L E T S  • H A N D W A S H  S TAT I O N S  • D E O D O R I Z E R S  • C L E A N E R S  • T R U C K S
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 Websites seem to be like noses and opinions — 
everybody has one! 
According to Netcraft, an Internet services com-

pany that has tracked website activity for nearly 15 years, 
there were approximately 255.3 million websites in De-
cember 2010. That’s a far cry from the 18,957 websites re-
ported by Netcraft back in August 1995.
 It’s a safe assumption that pumpers — like most small 
business operators throughout the world — use websites 
to help market their services. But, quite frankly, the huge 
number of websites clamoring for attention makes it a 
challenge to get noticed.
 For advice on cutting through the cyberspace clutter, Pumper 
turned to James Davidson, vice president of digital strategy and a part-
ner at 7Summits (www.7summitsagency.com), a social business agency 
in Milwaukee. In his career, Davidson has applied expertise in market-
ing via interactive technology for organizations ranging from small to 
mid-sized businesses to Fortune 500 companies.

Pumper: What can a small business do to optimize its established 
website?

Davidson: Start by making sure your website has visibility for 
search engines like Google, Bing and Yahoo so people can fi nd you. The 
fi rst thing someone from my generation (Gen X) and the next generation 
(Gen Y) will do when they are looking for a service is to go to a search 
engine. We’re also seeing the previous generation — the baby boomers 
— becoming more dependent on the Internet as a primary source of 
information. 

Pumper: With the Internet rapidly overtaking telephone direc-
tories as an advertising information source, how can a small business 
keep from getting overlooked?  

Davidson: You really need to own your business listing online. 
Google, Yahoo and Bing all offer local search capability with business 
listings. Any of these search providers offer local businesses the ability 
to claim their listing and update information like telephone numbers, 
e-mail address, website and hours of operation. If you’ve been in the 
Yellow Pages, there is a good chance that your business is already listed 
on one or more of these search engines. That’s because they leverage 
existing business directory databases to populate their local search.
 You can start the process of claiming or adding your business to 
these online directories by going to the following links of three ma-
jor search engines and searching for your business name. From there, 
you’ll be directed as to how you can add your business name if it isn’t 
already present. 

 Local business directories for three major search engines are:
 Google: www.google.com/local
 Bing: www.bing.com/local
 Yahoo: http://local.yahoo.com

Pumper: Please briefl y explain search engine optimization (SEO) 
and why it’s important.

Davidson: SEO is the process of improving the visibility of your 
website and its content on search engines like Google, Yahoo or Bing. 
SEO is extremely important for small businesses because, when done 
right, it essentially provides free and very targeted advertising of your 
business. Basically, search engines look for relevant keywords that are 
on your website. For example, if a potential customer types the words 
“septic pumping” into a search engine, a business with those keywords 
on its website will show up in the search results.

Pumper: How can or should social media (like Twitter, Facebook, 
etc.) fi t in to marketing a business through a website? 

Davidson: From a marketing perspective, social media is the per-
fect complement to having a website to promote your business. Get-
ting involved with social media is a wise move as consumers shift their 
time and focus to sites like Twitter and Facebook. Additionally, search 
engines are integrating heavily with social media sites as they look to 
make their offerings more relevant to online users.
 An interesting — and relevant trend — is that word-of-mouth is mi-
grating to the Internet. Consumers trust recommendations and opin-
ions from other consumers. Today, they are using social media review 
sites like Yelp, Angie’s List, Service Magic, as well as major social media 
sites, like Facebook and Twitter, to locate and research products and 
services.
 You should recognize that some of your customers will share their 
experiences with your business whether good or bad. As a business own-
er, social media is an important source of feedback. You can embrace 
this feedback by having a dialog with your customers or prospects. The 
very real upside to investing the time and effort in social media is having 
contact with very qualifi ed prospects and customer referrals.

Pumper: What sorts of things might be attractive to consumers 
who look to the Internet for a service provider? What about coupons, 
video?

Time For a Website Makeover?
DIGITAL STRATEGY CONSULTANT JAMES DAVIDSON SHARES TIPS TO REV UP YOUR 

SMALL BUSINESS INTERNET PRESENCE AND ATTRACT MORE CUSTOMERS  

        Pumper Interview
By Paul Holley

“THE PROCESS OF GETTING A WEBSITE 
ONLINE QUICKLY IS SIMPLE. THE CHAL-
LENGE IS MAKING A SITE LOOK GOOD 
AND PRODUCING CONTENT THAT WILL 
ENGAGE USERS AND BE OPTIMIZED FOR 
SEARCH ENGINES AND SOCIAL MEDIA.’’

James Davidson

Davidson: Online coupons are exploding right now given the re-
cent success of “deal of the day” sites like Groupon and Livingsocial. 
Sites like these are a great way to expose your business to a large net-
work of savvy consumers looking for special offers and can generate an 
immediate return on your investment. 

Adding pictures and video can definitely make for a richer, more 
engaging website experience where appropriate. A visual portfolio that 
highlights recent work is always a good idea.

Pumper: Can you share some ideas that would prompt a custom-
er to refer your site to others?

Davidson: Ultimately I think referrals are based on great customer 
service. That being said, there are free online services, like www.addthis.
com, that can be included on your website to make it easy for people to 
share your site with others via social networking sites, like Twitter and 
Facebook, or via e-mail. Including customer testimonials on your web-
site is always a good idea.

As I mentioned earlier, having good visibility on search engines like 
Google is key. Consumer review sites, such as Yelp, and business listing 
sites, like ServiceMagic, can also generate referrals.

Pumper: What kinds of website strategies can small business op-
erators do on their own and which strategies are best left to experts?

Davidson: It all depends on your budget. Thanks to do-it-yourself 
website templates from providers like Google Sites and GoDaddy, the 
process of getting a website online quickly is simple. The challenge is 
making a site look good and producing content that will engage users 
and be optimized for search engines and social media. You should con-
sider hiring professionals to assist with the development of your web-
site from both the design and content perspective. n
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VISIT US AT CCOUNTRYSUPPLY.COM 

Email: Cam.Giusti@gmail.com  
 

 

 

DEODORIZERS PAPER PRODUCTS  
TOILET PAPER DEGREASERS 
URINAL BLOCKS  HAND SANITIZER     
SAFETY PRODUCTS SOAPS  
DRAIN OPENER AND GREASETRAP TREATMENTS  

10% OFF
Any item purchased for the first time

A One Stop Shop For All Of Your Portable
Sanitation And Septic Service Needs

V

Toll Free: 888-673-5846
Fax: 856-665-2648

Local: 856-665-8282
Cell: 856-889-0804

A One Stop Shop For All Of Your Portable
Sanitation And Septic Service Needs

L.C.TANKS
Toll-Free: 1-888-848-3727

email: lctanks@bellsouth.net 
fax: 270-898-4055 

175 Cascade Drive, Paducah, KY 42003

1200 Gallon Restroom Service
Aluminum tank, Masport HXL4 vacuum pump - 160 CFM, Hot Shift PTO
washdown system, 30’ Tiger Tail hose, toilet carrier, storage cabinet. 

2011 Ford 550XL 18,000 GVW  - Gasoline or Diesel
300 Horsepower, automatic transmission, air conditioning, AM/FM/CD.

Self-Contained  • Skid Mounted   • Lightweight Aluminum 
Easily Maneuvered  • Fits Standard Pick-Up 

450 Gallon Slide In
300 Waste / 150 Fresh

Electric Start 4.8 HP Honda Conde
Super 6 vacuum pump w/ 4-way valve

12 Volt battery 
12 V washdown system w/50’ hose

30’ of 2” fill hose 
3” Discharge 

LaVerne Charlet

The

1200 Gallon Aluminum Tank • Masport 160 CFM Pump
300 Horsepower • Automatic Transmission

Priced As Low As...
$59,900

BEST 

PRICE!

Plus 
Freight

800 Gallon Combo Tank
500 Waste/300 Fresh
Standard pumping system, dual service, 
dual controls, dual reels. 
10’ bed w/hydraulic liftgate.
New! 2008 GMC 7500
Auto trans., hydraulic brakes.
7.8 liter Isuzu, dual fuel tanks.

$80,820
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EMI

STAINLESS STAINLESS 
STEEL

EMI 877.500.3993 • 785.325.2000 www.emisales.net
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ALUMINUM

Our company is customer driven; we offer 
consulting with orders to assist in the right 
truck and system for the right job. All our 
systems can be ordered in kits if the cus-
tomer chooses to install, and we also locate 
new and used trucks for our customers.

All our systems are blueprinted for duplica-
tion ability and we offer rendered drawings 
before we build to assure exactly what our 
customers want.

110 bbl vacuum tank, 2 top 
20” manways, 1 rear 25” 
manway, Work light on 

each corner, rear sight eyes, 
84” diameter tank, ¼” wall 

and head thickness, mounting hardware included, and 
LED lighting DOT. Powder painted black. Price $30,450

2011 Peterbilt 348,PX-8 350 hp engine, manual 
10 spd 8 LL, #20,000 steer axle, #40,000 rears on 
air ride, factory double frame. Body: New CUSCO 
3150 gallon DOT code 407/412 vacuum system full 
open rear. Dump tank with MORO PM100 460 CFM 
vacuum system. Price with FET $186,750

Triple axle 150 bbl aluminum vacuum 
trailer, In production, call for pricing

3) 2007 Peterbilt 340 tandem 
axle trucks. Mileages are 18,000, 

19,000 and 
33,000 miles, 
equipped with 

Cummins ISC 315 hp engines, 
jake brakes, Fuller 8LL 10 

spd manual transmissions, power steering, AC, 
Hendricson pad suspension and air brakes. Wheel 
base is 205”. Rear axle ratio is 5.29. GVW is 58,000# 
(18,000# FA and 40,000# RA ). Body: New CUSCO 
3150 gallon DOT code 407/412 vacuum system full 
open rear. Dump tank with MORO PM100 460 CFM 
vacuum system. Price with FET $155,000

Cusco 3150 gallon industrial code 
vacuum system. We offer these on 
new or used chassis.

We service Sewer, Septic, Environmental, All Vacuum Needs, Oil/Natural Gas Customers.

»DOT 407/
412 

Vacuum Tank 
Systems

»Dump Tank 
Systems

»Non DOT 
Steel 

Vacuum 
Systems

»Full Open 
Rear Systems

Vacuum Tank 

EMI
STEEL

ALUMINUM

STAINLESS STAINLESS Our company is customer driven; we offer STAINLESS 

ALUMINUMALUMINUM

STEEL 110 bbl vacuum tank, 2 top 
20” manways, 1 rear 25” 
manway, Work light on 

each corner, rear sight eyes, 
84” diameter tank, ¼” wall 

and head thickness, mounting hardware included, and 
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3150 gallon DOT code 407/412 vacuum system full 
open rear. Dump tank with MORO PM100 460 CFM 
vacuum system. Price with FET 

vacuum system. Price with FET $186,750

3) 2007 Peterbilt 340
axle trucks. Mileages are 18,000, 

19,000 and 
33,000 miles, 
equipped with 

Cummins ISC 315 hp engines, 
jake brakes, Fuller 8LL 10 

2000 VAC-CON V312LHA

• 2001 IH 2554
• IH 530E 330 HP / 10-SPEED
• 80 @ 2000 / CUMMINS 130 HP
• Mileage: 50,000

$98,000

2004 VAC-CON V312SHA

• 2004 Sterling LT7501
• CAT 275 HP / Allison MD3060
• 80 @ 2000 / DEUTZ 138 HP
• Mileage:  41,000

< Sold >

2006 VAC-CON V312LHAD 2006 VAC-CON VPD4212LHAE

2001 VAC-CON V312LHAD/1300

• 2001 Sterling LT9501
• CAT 380 HP / 10-Speed
• 80 @ 2000 / Cummins 110 HP
• Mileage: 73,000

RECONDITIONED $185,000

2004 VAC-CONV311LHAD

2000 VAC-CON VPD3609SHA

2005  VAC-CON V321LHAD

• 2005 IH 7600
• CAT C-13 380 HP / 10-SPD
• 50 @ 3000 / DEUTZ 138 HP
• Mileage: 31,000   

$195,500

• 2004 Sterling LT7501
• CAT 275 HP / Allison MD3060
• 65 @ 3000 / DEUTZ 138 HP
• Mileage: 88,200  

RECONDITIONED $195,000

2001 VAC-CON VPD3611SHA/1300

• 2002 INTERNATIONAL 2654
• 275 HP / ALLISON MD3060
• 60 @ 2000 / CUMMINS B3.9
• Mileage: 33,000

RECONDITIONED $165,000

• 2006 IH 7400
• IH 285 HP / Allison 3000RDS
• 80 @ 2000 / DEUTZ 138 HP
• Mileage: 82,000km

RECONDITIONED $205,000

• 2007 STERLING LT7501
• CAT 275 HP / Allison 3000RDS
• 50 @ 3000 / DEUTZ 138 HP
• Mileage: 23,000

$209,500

• 2001 IH 2654 
• 275 HP / Allison MD3060
• 60 @ 2000 / John Deere 4045T
• Mileage: Approx 45,000

$145,000

Thank You
for Visiting!
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MID-STATE TANK

Mid-State Tank Co., Inc.
P.O. Box 317

Sullivan, IL 61951
Telephone: 800-722-8384

Fax: 217-728-8384
www.midstatetank.com

A.S.M.E. Certified / D.O.T. Approved
 UL-142 Listed

Tanks for
your Business

Mid-State Tank manufactures dependable 
stainless steel and aluminum pressure / 
vacuum tanks for the septic and portable 
trucks. Semi trailers are a recent addition
to our fine line of tank models.

Contact: 
Don or Gene for a quote or check on 
stock tanks

Thank 
you for 
visiting 

us

“THE SOLUTION TO ALL YOUR FINANCING NEEDS.”

We’ve Got the Money!
...And We Are Here For You.

Chuck Territo

Thank you
for visiting us!
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Fred S. Steingold practices law in Ann 
Arbor, Mich. He is the author of Legal 
Guide for Starting and Running a Small 
Business and The Employer’s Legal 
Handbook, published by Nolo.

           Legal Advisor

Y
ak, yak, yak. These days, people are talking on cell phones 24/7 
— or so it seems.  And if they’re not on the phone, they might be 
texting or sending e-mails. This can be a problem if your employ-

ees are overdoing their personal communications while they’re at work. 
So what’s an employer to do? Actually, you have a lot of options.
 Here are some things to consider if your employees are using cell 
phones and other communication devices excessively for non-business 
matters. 

IMPOSING LIMITS
 Your business could completely ban the use of cell phones and oth-
er devices in the workplace, but that might put a damper on employee 
morale. On balance, however, it’s probably better to impose some rea-
sonable limits rather than ban cell phones completely.
  You might, for example, tell employees that they’re expected to use 
common sense and discretion in using cell phones. You can ask them to 
leave their personal phones in their purse or a desk drawer. Advise them 
to let personal calls go to voice mail, and to return those calls only dur-
ing breaks.
 Take extra precautions when employee cell phones contain cam-
eras — as many of them do. Tell workers that they can take pictures on 
the job only if they get prior permission from a supervisor. And let them 
know that cameras are never allowed in private areas. You certainly 
want to avoid being sued for allowing an invasion of privacy.  But you 
also may be concerned that photos could compromise your trade se-
crets or other sensitive information.
 Workers have been known to claim sexual harassment when they’ve 
been photographed at work without their consent.
 Safety is another major concern. Instruct employees that they are 
not to use cell phones while driving on company business. Tell them 
that they are required to pull off the road if they need to use a cell phone. 

Obviously, if your employee’s use of a cell phone is implicated in a seri-
ous accident, your company may have to pay for injuries to others and 
damage to their property.

OTHER DIGITAL DEVICES
 Employees can misuse cell phone cameras, as noted earlier. But 
other digital gadgets can also cause problems for your company. You 
should inform workers that they are not to save company information 
on their iPods, iPads, fl ash drives or other digital devices. In fact, you 
may want to completely ban the use of any devices that could be used 
for industrial espionage or to copy company fi les.

ADOPT WRITTEN POLICIES
 If your business has an employee handbook, use it to post your pol-
icies regarding cell phone and other electronic devices. If you haven’t 
developed an employee handbook yet, now may be a good time to do it. 
Typically, you’ll use the handbook to inform workers about a wide range 
of matters, such as holidays, sick leave, vacation pay, sexual harassment 
prohibitions.  
 You can also use the handbook to remind employees that they’re 
employed at will — that you reserve the right to terminate the employ-
ment at any time with or without a good reason. (That said, except in 
extreme cases, fi ring an employee shouldn’t come as a surprise. If an 
employee isn’t performing to your expectations, it’s almost always best 
to let the employee know that his or her job is on the line if there’s no 
improvement.)
 A key point in using an employee handbook is to have each em-
ployee acknowledge in writing that he or she has received a copy of it. 
If you’re adding a cell phone policy to an existing handbook, have em-
ployees acknowledge receipt of that policy.
 Putting together an employee handbook — to cover cell phone 
usage and other workplace issues — may seem like a daunting task. It 
really isn’t. You can, of course, hire a consultant to help you but, these 
days, that’s unnecessary. There’s excellent software available to help you 
prepare a professional quality handbook on your own. ■

Clamp Down on Cell Phones 
Now that every worker has a phone glued to his or her hip, consider 
practical constraints your company should put on rampant usage 

 By Fred S. Steingold

You might tell employees they’re expected to use common 
sense and discretion in using cell phones. You can ask them 
to leave their personal phones in their purse or a desk drawer. 
Advise them to let personal calls go to voice mail, and to return 
those calls only during breaks.

Save Money • Save Time • Save Polymer

Celebrating

33 years
in business

Coagulants and Flocculants
for Septic, Grease, Municipalities and Industry

• Dewatering polymers for all   
dewatering equipment

• All forms: Dry and Emulsion
• Variety of packaging sizes to  

meet customer needs
• Both East & West coast

shipping points
• Expert technical staff
• Specific solutions for our 

customers

Call Toll-free:
877.771.6041

Aqua Ben Corporation
1390 N. Manzanita St. • Orange, CA 92867

www.aquaben.com • sales@aquaben.com
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  You might, for example, tell employees that they’re expected to use 
common sense and discretion in using cell phones. You can ask them to 
leave their personal phones in their purse or a desk drawer. Advise them 
to let personal calls go to voice mail, and to return those calls only dur-
ing breaks.
 Take extra precautions when employee cell phones contain cam-
eras — as many of them do. Tell workers that they can take pictures on 
the job only if they get prior permission from a supervisor. And let them 
know that cameras are never allowed in private areas. You certainly 
want to avoid being sued for allowing an invasion of privacy.  But you 
also may be concerned that photos could compromise your trade se-
crets or other sensitive information.
 Workers have been known to claim sexual harassment when they’ve 
been photographed at work without their consent.
 Safety is another major concern. Instruct employees that they are 
not to use cell phones while driving on company business. Tell them 
that they are required to pull off the road if they need to use a cell phone. 

Obviously, if your employee’s use of a cell phone is implicated in a seri-
ous accident, your company may have to pay for injuries to others and 
damage to their property.

OTHER DIGITAL DEVICES
 Employees can misuse cell phone cameras, as noted earlier. But 
other digital gadgets can also cause problems for your company. You 
should inform workers that they are not to save company information 
on their iPods, iPads, fl ash drives or other digital devices. In fact, you 
may want to completely ban the use of any devices that could be used 
for industrial espionage or to copy company fi les.

ADOPT WRITTEN POLICIES
 If your business has an employee handbook, use it to post your pol-
icies regarding cell phone and other electronic devices. If you haven’t 
developed an employee handbook yet, now may be a good time to do it. 
Typically, you’ll use the handbook to inform workers about a wide range 
of matters, such as holidays, sick leave, vacation pay, sexual harassment 
prohibitions.  
 You can also use the handbook to remind employees that they’re 
employed at will — that you reserve the right to terminate the employ-
ment at any time with or without a good reason. (That said, except in 
extreme cases, fi ring an employee shouldn’t come as a surprise. If an 
employee isn’t performing to your expectations, it’s almost always best 
to let the employee know that his or her job is on the line if there’s no 
improvement.)
 A key point in using an employee handbook is to have each em-
ployee acknowledge in writing that he or she has received a copy of it. 
If you’re adding a cell phone policy to an existing handbook, have em-
ployees acknowledge receipt of that policy.
 Putting together an employee handbook — to cover cell phone 
usage and other workplace issues — may seem like a daunting task. It 
really isn’t. You can, of course, hire a consultant to help you but, these 
days, that’s unnecessary. There’s excellent software available to help you 
prepare a professional quality handbook on your own. ■

Clamp Down on Cell Phones 
Now that every worker has a phone glued to his or her hip, consider 
practical constraints your company should put on rampant usage 

 By Fred S. Steingold

You might tell employees they’re expected to use common 
sense and discretion in using cell phones. You can ask them 
to leave their personal phones in their purse or a desk drawer. 
Advise them to let personal calls go to voice mail, and to return 
those calls only during breaks.
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Thank you
for visiting us!

2006 
peterbilt 385
475 H.P., New 4500 Gal.
Tank, C15 Cat Engine, 
New 427 CFM Pump

$115,000

2007 
peterbilt 379
450 H.P., 10 Spd., Jake Brake,
Cummins 15x, 530 CFM
Pump, New 5000 Gal. Tank

$120,000

2005 
international
200 H.P., 6 Spd., Air, 
Aluminum Wheels, 367 CFM
Pump, New 2500 Gal. Tank

$48,000

2007 
peterbilt 379
450 H.P., 10 Spd., Jake Brake,
Cat Engine, 530 CFM Pump,
New 4500 Gal. Tank.

$120,000



 Add Jetting 
To Your 

Pump Truck or 
Tanker Trailer

 Toolbox Jetter JT530
 Call For A Quote Today!

www.AdvancePump.com

 Toolbox Jetter JT1030 Toolbox Jetter JT530

 $4,500
 Toolbox Jetter JT1030

 $5,995

3200 Gallon Painted Aluminum, w/ 607 “Max Pack” Pump System3200 Gallon Painted Aluminum, w/ 607 “Max Pack” Pump System3200 Gallon Painted Aluminum, w/ 607 “Max Pack” Pump System3200 Gallon Painted Aluminum, w/ 607 “Max Pack” Pump System

6000 Gallon Aluminum 2 Comp. Short Tanker 
w/ NVE 866 “Max Pack” Pump System

4000 Gallon Aluminum 2 Comp Tandem Axle Hoist Unit4000 Gallon Aluminum 2 Comp Tandem Axle Hoist Unit

4500 Gallon Aluminum Tri Axle 
w/ NVE “Pro-Pack” Blower System

1250 Gallon Three Comp. Stainless Steel Toilet Service

3500 Gallon Aluminum Hoist & Rear Door w/ NVE 
“Pro-Pack” Blower System
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FINANCING
AVAILABLE

 DELIVERY
AVAILABLE

 Contact Adam Clarey at Email: adam@davesyverson.com or

712.253.6952 • www.syversontruck.com

  2006 FORD E-350
 Ford E-350, 5.4L Triton, Automatic 
Transmission, 9,600 GVWR, 138” 

Wheelbase, 110,000 Miles.
Also, 2005 w/51,000 Miles.

 Only 
$9,995!

Non CDL

2006 FREIGHTLINER M2
  Mercedes MBE900 250 Hp, Turbo 
6-Spd Transmission, 12,000 Front/

21,000 Rears, A/C, 270” Wheelbase, 
335,000 Miles.

 Call for 
Price

2002 KENWORTH T300
Cummins ISC 8.3L 315 Hp, Turbo, 10-Spd 

Transmission, A/C, 162” Wheelbase, Air-ride 
Suspension, Cruise Control, Heated Mirrors,

Power Steering, 235,000 Miles.

 Only 
$22,900!

 Only 
$5,995!

Non CDL

 1992 FORD CARGO
 Ford 6.6 185 Hp, Turbo, 6-Spd Transmission, 

26,000 GVWR, A/C, 229” Wheelbase,  
91,000 Miles. WILL REMOVE BODY.

 2002 STERLING ACTERRA  Caterpillar 3126 
250 Hp, Turbo, 10-Spd Transmission, 16K 
Front/40k Rears w/Lockers, 12k Tag Axle, 

A/C, 228” Wheelbase, 119,000 Miles. Double 
Frame, Power Windows & Locks, Visor.

 Only 
$36,900!

1998 FORD F800
 Cummins 5.9 175 Hp, 6-Spd Transmission, 
7,000 Front/15,440 Rears, A/C, 171” Wheel-

base, AM/FM Radio, Under CDL, 162,000 
Miles. WILL REMOVE BODY.

 Only 
$8,995!

Non CDL

#1 Pump 
& Blower
Specialist

ToolBox  

Jetter Package

1111JE
$3,635
1113JE
$4,335 800-359-7867

www.patspump.com

 INC.
TRUCKS

HV &

 2003 Sterling: 
Cat, 6 spd, A/C, cruise, heated 
mirrors, tilt wheel, am/fm, pwr 
windows, 144,000 miles, 2500 
tank with alm hose trays, Masport 
pump, 3” & 4” valves, work lights. 
Call for price.

  2011 Freightliner: 

 18/40, air ride suspension and cab, 
ISC 330 HP, 10 spd, A/C, cruise, pwr 
windows/locks, full diff lock, 3600 
aluminum tank, Jurop R260 Plug 
& Play package, 4” and 6” valves, 
work lights, toolbox. Call for price.

 STEEL & ALUMINUM TANKS

NEW & USED TRUCKS

ALL BRANDS

Brian Stroetz

 800-826-2308  
b.stroetz@vhtrucks.com
www.vhtrucks.com

 TRADE INS AVAILABLE

COMPLETE FINANCING

OVER 100 TRUCKS IN STOCK

 2003 Sterling: 

ALL BRANDSALL BRANDSALL BRANDSALL BRANDSALL BRANDSALL BRANDS

  2011 Freightliner:



www.pumper.com • Since 1979    March 2011     Midwestern Supplement      3



4     Pumper • March 2011     Midwestern Supplement

10280 Brecksville Rd. • Brecksville, OH 44141
TOLL FREE 1.800.678.4581 PHONE 440.546.1190 FAX 440.546.1188

EMAIL RAROSSNE@RAROSSNE.COM WEB SITE WWW.RAROSSNE.COM

INDUSTRIAL & TRUCKING BLOWERS • VACUUM PUMPS • SALES, SERVICE & INSTALLATION

Vacuum Pumps • Components • PTO’s • Hydraulics • Valves • Manways
Gear Boxes • Mufflers • Silencers • Gauges • Camlocks • Hose

We have a FULL SERVICE REPAIR SHOP capable of servicing and repairing a wide variety of differ-
ent makes and models of blowers and vacuum pumps from all your top manufacturers including: 

Tuthill/MD • Roots • Hibon And Screw Style Blowers
Fruitland • Moro • Masport • NVE Challenger • Jurop • Battioni • Presvac

Thanks 
for 

visiting 
us

Go to pumper.com to view the e-zine.

 Call today… we take the time to listen!

 THE STANDARD OTHERS COMPARE TO!

 • Quick Delivery
• Custom Built
• Quality Craftsmanship

• Affordable Prices
• Parts & Service
• Consulting
• User Friendly Trucks

• Post Sale Customer Support
• Experienced Engineer •on Staff
•  30 Years Experience 

in the Septic Service Industry

 TANKS AVAILABLE IN ALL 
SIZES TO MEET YOUR 

NEEDS

and many more!

Thank you Walter Bevans-Bevans Sanitation!

Toll-Free: 800-919-2652
P.O. Box 179 • Marengo, OH 43334 Fax: 419-253-2120 E-mail: mfsltd@bright.net Web: www.mfsltd.com
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and many more!

Thank you Walter Bevans-Bevans Sanitation!

Toll-Free: 800-919-2652
P.O. Box 179 • Marengo, OH 43334 Fax: 419-253-2120 E-mail: mfsltd@bright.net Web: www.mfsltd.com



 Trying To Sell Your Business?

Listings

 {  } We can effectively market your business to more than 60,000 
potential buyers in the liquid waste industry, your local 
markets, and other venues. No upfront fees – you don’t pay 

anything unless your business sells. To learn more about 
brokering your business through B2, call 800-257-7222.

 LOOKING TO BUY?
Call us, and we can add you to our VIP Buyer List

Established portable restroom and septic service business located in central Virginia. 

Excellent gross each of the past 3 years with no decline in revenue makes this business recession-proof. 

Steady work including many contracts and repeat customers. Extensive equipment inventory, good revenue, 

and owner willing to train. Great opportunity for expansion or a new career. Asking price $775,000. 

Successful business with a large amount of equipment and inventory. Profi table sewer 

and septic business in central Pennsylvania. Increasing revenue over the past 3 years and a large amount 

of equipment and inventory. Equipment is a mix of old and new, but all is working and making money. 

Selling price $349,000.

Well-Established and Profi table Texas Septic, Sewer & Installation Business For Sale. 

Price reduced. Grossing in excess of $600,000 annually, customer list of nearly 2,000 accounts and 

430 contracted customers. Includes nice late model equipment, most are 2007, 2008 model years. Owner 

retiring after nearly 40 years in business. Real estate available upon request. Reduced to $450,000.

New Jersey VIP Restroom/ Portable Toilet Business. Servicing Metro Philadelphia and South-

west New Jersey with VIP restroom trailers and portables. Many late model assets including 2 nice service 

trucks, 1 back-up service truck, pick-up truck, 4 VIP restroom trailers, nearly 300 restrooms, sinks, holding 

tanks, slide-in unit, 2 forklifts, and more. Assets worth over $300,000 - priced to sell at $399,000. 

Chicago-Area Biosolids,     Land Application,     Dredging and Industrial Services Business. 

Established in 1985,     owner is retiring. Reputable business includes real estate servicing the entire Chicagoland 

area with sludge and biosolids disposal and treatment services. Real estate and shop included with sale valued 

at $750,    000,     business grosses in excess of $3 million annually,     $6.3 million in equipment and assets including 

several TerraGators,     Vac Trailers,     dump trailers,     loaders and much more. $4,    900,    000. Huge potential,     good 

profi t and priced right. Non-disclosure Agreement required,     all P&L statements,     list of assets,     and fi nancials 

available to qualifi ed buyers.

WANTING TO PURCHASE. Serious buyer looking to purchase portable restroom and/or septic busi-

nesses in the North NJ or Hudson Valley NY area. All inquiries are kept confi dential. (C611) 

New Jersey/Pennsylvania drain cleaning and pipe service business has all the 

elements for an ample start to a new foundation or an addition to your existing 

business. Established in 1994, well-rounded client base, customer contracts, and owner is willing to train. 

Modern equipment and inventory. Real estate optional. Reasonably priced at $425,000.

Amarillo, Texas sewer, drain & plumbing business established in 1976. Owner wants to 

retire, so take the keys to a 2004 Sprinter outfi tted with all of the equipment you’ll need to run this busi-

ness. Price includes real estate with 80x100 shop/offi ce on two city lots. Good gross, good profi t, fi nancials 

available with signed non-disclosure. Offered at $495,000. 

WANTED. Very serious and well qualifi ed buyer looking for sewer, septic or industrial business in Dallas, 

Texas area. Must be grossing between $500,000-$1,000,000. All inquiries are kept confi dential. 

Dallas/Fort Worth Texas Area Sewer/Rehab Business For Sale. Drain Cleaning, TV inspection, 

Pipeline & Manhole Rehab/Relining, Municipal Cleaning and Maintenance business for sale. Excellent 

opportunity to expand or start your own business. Good revenue history and priced to sell. Includes all 

equipment to get started. Asking $195,000.

 www.btwo.biz • jeffb@colepublishing.com • 800-257-7222

Marketing & Brokering



www.pumper.com • Since 1979    March 2011     Midwestern Supplement      7

 Trying To Sell Your Business?

Listings

 {  } We can effectively market your business to more than 60,000 
potential buyers in the liquid waste industry, your local 
markets, and other venues. No upfront fees – you don’t pay 

anything unless your business sells. To learn more about 
brokering your business through B2, call 800-257-7222.

 LOOKING TO BUY?
Call us, and we can add you to our VIP Buyer List

Established portable restroom and septic service business located in central Virginia. 

Excellent gross each of the past 3 years with no decline in revenue makes this business recession-proof. 

Steady work including many contracts and repeat customers. Extensive equipment inventory, good revenue, 

and owner willing to train. Great opportunity for expansion or a new career. Asking price $775,000. 

Successful business with a large amount of equipment and inventory. Profi table sewer 

and septic business in central Pennsylvania. Increasing revenue over the past 3 years and a large amount 

of equipment and inventory. Equipment is a mix of old and new, but all is working and making money. 

Selling price $349,000.

Well-Established and Profi table Texas Septic, Sewer & Installation Business For Sale. 

Price reduced. Grossing in excess of $600,000 annually, customer list of nearly 2,000 accounts and 

430 contracted customers. Includes nice late model equipment, most are 2007, 2008 model years. Owner 

retiring after nearly 40 years in business. Real estate available upon request. Reduced to $450,000.

New Jersey VIP Restroom/ Portable Toilet Business. Servicing Metro Philadelphia and South-

west New Jersey with VIP restroom trailers and portables. Many late model assets including 2 nice service 

trucks, 1 back-up service truck, pick-up truck, 4 VIP restroom trailers, nearly 300 restrooms, sinks, holding 

tanks, slide-in unit, 2 forklifts, and more. Assets worth over $300,000 - priced to sell at $399,000. 

Chicago-Area Biosolids,     Land Application,     Dredging and Industrial Services Business. 

Established in 1985,     owner is retiring. Reputable business includes real estate servicing the entire Chicagoland 

area with sludge and biosolids disposal and treatment services. Real estate and shop included with sale valued 

at $750,    000,     business grosses in excess of $3 million annually,     $6.3 million in equipment and assets including 

several TerraGators,     Vac Trailers,     dump trailers,     loaders and much more. $4,    900,    000. Huge potential,     good 

profi t and priced right. Non-disclosure Agreement required,     all P&L statements,     list of assets,     and fi nancials 

available to qualifi ed buyers.

WANTING TO PURCHASE. Serious buyer looking to purchase portable restroom and/or septic busi-

nesses in the North NJ or Hudson Valley NY area. All inquiries are kept confi dential. (C611) 

New Jersey/Pennsylvania drain cleaning and pipe service business has all the 

elements for an ample start to a new foundation or an addition to your existing 

business. Established in 1994, well-rounded client base, customer contracts, and owner is willing to train. 

Modern equipment and inventory. Real estate optional. Reasonably priced at $425,000.

Amarillo, Texas sewer, drain & plumbing business established in 1976. Owner wants to 

retire, so take the keys to a 2004 Sprinter outfi tted with all of the equipment you’ll need to run this busi-

ness. Price includes real estate with 80x100 shop/offi ce on two city lots. Good gross, good profi t, fi nancials 

available with signed non-disclosure. Offered at $495,000. 

WANTED. Very serious and well qualifi ed buyer looking for sewer, septic or industrial business in Dallas, 

Texas area. Must be grossing between $500,000-$1,000,000. All inquiries are kept confi dential. 

Dallas/Fort Worth Texas Area Sewer/Rehab Business For Sale. Drain Cleaning, TV inspection, 

Pipeline & Manhole Rehab/Relining, Municipal Cleaning and Maintenance business for sale. Excellent 

opportunity to expand or start your own business. Good revenue history and priced to sell. Includes all 

equipment to get started. Asking $195,000.

 www.btwo.biz • jeffb@colepublishing.com • 800-257-7222

Marketing & Brokering

 2, 4, 5 & 10 GALLON
SECONDARY 
SHUTOFF
•  Available with 1-1/2”, 

2” or 3” openings

  LOW-PROFILE
PRIMARY SHUTOFF
 • 6” Stainless Steel ball
• Stainless Steel Ball Cage

   UPRIGHT OIL 
CATCH MUFFLER
  • 130, 400 or 600 cfm
•  Available with 2”, 3” 

or 4” fi ttings

MANWAY
 •  12”, 17”, 20”, 21”,  

25” or 36” diameter
• Neck lengths of 6” or 12”

 JUROP PNR155
VACUUM PUMP

 • 538CFM • Built-in oil reservoir
• Automatic Lubrication
• Continuous duty pumping @ 21”
• Ballast port cooling
• Heat resistant Kevlar vanes

JUROP VACUUM PUMPS
 For Standard Duty Applications

Model CFM At Free Air CFM At 15”
PN23 92 74
PN33 127 102
PN58 230 205
PN84 317 252
PN106 388 311

• LC-300 300 CFM  
• LC-420 425 CFM
• 27” Continous Duty
• 29 PSI
• Automatic Oil Lubrication
• Built-in Final Filter

 UNMATCHED PERFORMANCE

JUROP R260
VACUUM PUMP

  • Automatic lubrication 
• Built-in oil reservoir
•  Ballast port cooling - Brings 

fresh air directly into the pump 
housing for internal cooling

• 92% vacuum effi cient
• 304-364 cfm range

 12 GALLON CYCLONE
VERTICAL SECONDARY
  • Up to 700 cfm
• 3” or 4” plumbing
• 2” drain valve

  RV360 360 CFM
RV520 520 CFM
 • 24” Continuous duty
•  Hi -effi ciency dual 

fan air cooled
• Automatic lubrication
• Independent side mounted oil tank
• Integrated 4-way valve manifold

   HORIZONTAL
SECONDARY SHUTOFF
  Available in
• 10 gallon x 400 cfm
• 14 gallon x 700 cfm
• 3” or 4” plumbing
• 6” stainless steel ball
• 1” drain valve

    LEVER 
VALVE
 3”, 4” 
& 6”

     PISTON 
VALVE
  4”, 6” 
& 8”

 WE CARRY 
ALUMINUM FITTINGS

JUROP 
LIQUID 
COOLED 
VACUUM 
PUMP

 JUROP PNR155

 PUMP 

REBUILD KITS 

IN STOCK

-RIDER-
 1-800-521-1338

7716 Greenville-Celina Rd. • Greenville, OH 45331
Phone: 937-548-2080 • Fax: 937-547-0818

4” 3”

One Complete Package
p u m p e r . c o m

o n s i t e i n s t a l l e r . c o m

m s w m a g . c o m

c l e a n e r . c o m

p r o m o n t h l y. c o m

g o m c m a g . c o m

t p o m a g . c o m

p u m p e r s h o w. c o m

p u m p e r t r a d e r . c o m

s e p t i c y e l l o w p a g e s . c o m

s e w e r p a g e s . c o m

COLE Publishing | 1.800.257.7222 | 715.546.3346

NEW
in 2011
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 NEED REPLACEMENT PARTS?
 - pumps & replacement parts -

- connect/disconnect 
coupling products -

- sight eye replacement parts -
- piston & lever valves -

- fl anges -
- air cylinders -

- relief and pressure valves - 
- gearboxes -

- Woods couplers -
- nipples, fi ttings -

- hose barbs, clamps -
- variety of small fi ttings -

- hoses shipped direct to you -

 All components to build a tank. 

DAILY SHIPPING FROM T-LINE “We Service What We Sell”

 Manufacturers of 
Custom Vacuum/ 
Pressure Tanks

The Highest Quality
Truck & Tank 
Refi nishing

 T-Line Equipment will build to your specifi cations including 
your color choice — T-Line will build and paint your tank to 

match your truck on site.

 ON DUTY WEEKENDS & EVENINGS FOR PARTS AND SERVICE

WE STOCK A FULL LINE OF PARTS, YOU NEED IT 
— WE HAVE IT!

 17308 Slager Rd. • Reedsville, WI 54230 
920-864-4444 • Fax: 920-864-4446 888-518-8500 17308 Slager Rd. • Reedsville, WI 54230 

To
ll-

Fre
e:FAMILY OWNED - DON & MARY TORP -

“OUR CUSTOMERS ARE NUMBER ONE”

 D I S T R I B U T O R  F O R D I S T R I B U T O R  F O R

 MANUFACTURER & DISTRIBUTOR OF QUALITY WASTE HANDLING EQUIPMENT
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           Money Manager

All business people know they need insurance. But once you have 
the usual bases covered — property, vehicles, life, health — are 
you “bulletproof” against calamities?

 Not likely. All manner of misfortunes can strike without warning 
at your business and your livelihood. The good news is that you can 
protect your business and those who rely on it with a comprehensive 
suite of insurance coverage that provides the fi nancial means to survive 
almost any form of bad luck.
 While the types of important coverage are easy to list, the detail of 
insurance plans can be daunting, especially in the insurance-speak of 
many advisors. Business policies contain many complicated variations 
and levels of coverage. They may also lack important areas of coverage 
you need for your business to survive a catastrophic loss or claim of 
liability. 

PREVENTION PLANNING
 The prudent business owner develops a well-thought-out loss 
prevention plan and works with a trusted and knowledgeable insurance 
professional. The best insurance people are knowledgeable in many 
areas of business. Particularly important is knowledge about business 
operations and fi nance — not just insurance.
 “Small business owners are busy running their businesses, trying 
to earn a profi t, and grow,” says Steve Ford, a State Farm agent in 
Manitowoc, Wis., and a consultant for many small-business owners. 
 “They need to form a partnership with a knowledgeable insurance 
professional who can educate them on the risks they face and the 
options they have to address them. The owners also need to perform due 
diligence in checking out the company that is making them promises 
in the form of an insurance policy. Know the company you are doing 
business with, not just the agent.” 
 Don’t buy on price alone. Check www.ambest.com or your library 
for the insurance provider’s standing with A.M. Best, a company 
that rates insurers. Search the Internet for more small-business 
insurance information. A good place to start is www.iiaa.org, site of the 
Independent Insurance Agents & Brokers of America.
 Shop around. Ask several agents to evaluate your insurable risks, 
and listen to their ideas. It helps to arm yourself with an insurance 
checklist as you do this. Listed below are a series of insurance needs 
you may have, as compiled by the U.S. Small Business Administration 
and professional advisors. You can use it as a start to assessing your 
company’s insurance needs.

General liability
 Many business owners buy general liability (umbrella liability) 
insurance to cover legal hassles from claims of negligence. These help 
protect against payments that may result from claims of bodily injury, 

property damage, medical expenses or other losses connected in some 
way to your business.
 The insurance can also cover the cost of defending you in lawsuits, 
and the costs of settlement bonds or judgments required during an 
appeal procedure. Make sure your protection includes coverage for 
claims of wrongful employee termination.

Home-based business insurance 
 Homeowners’ insurance policies do not generally cover home-
based business losses. If you operate from your home during your start-
up phase or for the long term, you probably need additional insurance 
for business property, professional liability, personal injury, advertising 
injury, loss of business data, crime, theft, and disability.

Product or services liability 
 Virtually every product is capable of infl icting some type of personal 
injury or property damage. Companies that manufacture, wholesale, 
distribute, or retail a product may be liable for its safety. Additionally, 
every service rendered, including advice given, may be capable of doing 
injury in some form. 
 Businesses are considered liable for negligence, breach of an 
express or implied warranty, defective products, and defective warnings 
or instructions. You may not need anything like the malpractice 
insurance your doctors carry, or errors and omissions insurance an 
engineer should have.
 But that doesn’t mean you’re immune to liability related to your 
professional conduct. Suppose a long-time customer wants to cut the 
cost of a project by doing some of the work himself. Wanting to help him 
out, you ask an employee to show how to use one of your waterjetters. 
Then the worst happens: The customer hurts himself and an employee 
bystander. Your business could be held liable. 
 This may be an extreme example (you may not be foolish enough to 
let an untrained customer use one of your machines) — but the risk of 
liability remains real.

Worker’s compensation 
 Required in every state except Texas, worker’s compensation 
insurance pays for employees’ medical expenses and missed wages 
if they are injured while working. The amount of insurance you must 
carry, the rate of payment, and the types of employees you must cover 
vary depending on the state. 

Armor Yourself 
To protect against calamities that could cripple or ruin your business, 
consider insurance that goes beyond the obvious coverage

By Kenneth Stubbe

Kenneth Stubbe is a 
certifi ed Economic 

Development Finance 
Professional and a 

Certifi ed Economic 
Developer.

Shop around. Ask several agents to evaluate your 
insurable risks, and listen to their ideas. It helps 
to arm yourself with an insurance checklist as 
you do this.

 While you as the business owner may be exempt from such 
coverage, your employees must be covered. Likewise, people you hire as 
independent contractors could be treated like employees and therefore 
might need the insurance. Salaried professionals like a bookkeeper may 
not need to be covered. Here’s a case where advice from a professional 
is helpful.

Business interruption insurance 
 You may wish to carry insurance covering losses during natural 
disasters — fires, floods, tornadoes, hurricanes or other catastrophes 
that may force you to shut down for a significant amount of time. 
Consider protection against Internet vandalism from viruses and direct 
attack that could damage your website and databases.

Criminal insurance 
 No matter how tight security is in your company, theft and 
malicious damage are always possible. While the dangers that go with 
hacking, vandalism and general theft are obvious, embezzlement is 
more common than most business owners think. Criminal insurance 
and employee bonds can protect against losses from most criminal 
activities.

Key person insurance 
 Sometimes overlooked is protection of your business from loss or 
long-term illness of a partner or a key employee — someone who has 
special expertise that you or your customers depend on, and whom you 
cannot replace without great difficulty.
 Be sure to also insure yourself as a key person for both the business 
and your family income to safeguard your spouse and family. Develop 
a business continuation plan that outlines how your company will 
maintain operations in the case of the loss of a key person. Typically, 
this coverage consists of life insurance that names the company as a 
beneficiary if an essential person dies.
 A key person can also be disabled and therefore unavailable, and 
you should plan for that possibility, too. Disability is not covered by a 
life insurance plan. Ask your insurance advisor about options.

Health and life insurance
 You need to carry health insurance and adequate life insurance to 
protect your family. How much life insurance is a tricky question, and 
that’s an area where an unbiased professional can help.
 Your personal needs aside, there are sound reasons for small 
businesses to provide health and life insurance for employees. Offering 
a good term life insurance policy and comprehensive health insurance 
policy will help you recruit and retain good employees. It will also 
help employees stay healthy and productive. Healthy, worry-free and 
productive employees are vital to long-term profitability. 

FINAL THOUGHT
 It is important to plan for a broad range of insurance coverage, 
beyond the obvious items of vehicle and property insurance. Otherwise, 
a calamity can kill your business and the livelihood on which you, your 
employees and their families depend.
 Especially when you are expanding, you need to make sure to ask 
your agent if your policies need enhancing.
 Murphy said it best: “Whatever can go wrong will.” And, most often, 
at the worst possible time.  With a good insurance plan in place, you can 
be ready for it. n
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Independent Insurance Agents & Brokers of America.
 Shop around. Ask several agents to evaluate your insurable risks, 
and listen to their ideas. It helps to arm yourself with an insurance 
checklist as you do this. Listed below are a series of insurance needs 
you may have, as compiled by the U.S. Small Business Administration 
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every service rendered, including advice given, may be capable of doing 
injury in some form. 
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Then the worst happens: The customer hurts himself and an employee 
bystander. Your business could be held liable. 
 This may be an extreme example (you may not be foolish enough to 
let an untrained customer use one of your machines) — but the risk of 
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Certifi ed Economic 
Developer.
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and your family income to safeguard your spouse and family. Develop 
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maintain operations in the case of the loss of a key person. Typically, 
this coverage consists of life insurance that names the company as a 
beneficiary if an essential person dies.
 A key person can also be disabled and therefore unavailable, and 
you should plan for that possibility, too. Disability is not covered by a 
life insurance plan. Ask your insurance advisor about options.

Health and life insurance
 You need to carry health insurance and adequate life insurance to 
protect your family. How much life insurance is a tricky question, and 
that’s an area where an unbiased professional can help.
 Your personal needs aside, there are sound reasons for small 
businesses to provide health and life insurance for employees. Offering 
a good term life insurance policy and comprehensive health insurance 
policy will help you recruit and retain good employees. It will also 
help employees stay healthy and productive. Healthy, worry-free and 
productive employees are vital to long-term profitability. 

FINAL THOUGHT
 It is important to plan for a broad range of insurance coverage, 
beyond the obvious items of vehicle and property insurance. Otherwise, 
a calamity can kill your business and the livelihood on which you, your 
employees and their families depend.
 Especially when you are expanding, you need to make sure to ask 
your agent if your policies need enhancing.
 Murphy said it best: “Whatever can go wrong will.” And, most often, 
at the worst possible time.  With a good insurance plan in place, you can 
be ready for it. n

e have been formulating products exclusively for
septic contractors since 1976. Our products are

made to address the issues that you see on the job
every day. We have hands-on experience in the field;
and we speak your language. When you call us for
advice, we give you honest advice. We don’t just try to
sell you something.

Please consider these pumper-specific products to
enhance your capabilities and your bottom line:

CCLS: USDA-Approved liquid bacteria/enzyme 
product for residential and commercial septic tanks. 
This is the answer to the question, “Is there anything 
I can put in my tank…?”

BIO-REM E-D: extremely high-count, USDA-
Approved granular bacteria/enzyme product with 
very good grease capability, for use in small grease 
traps and to help restore drainage to sluggish drain 
fields and leaching structures.

DrainMaster: liquid bacteria-enzyme concentrated 
drain cleaner removes buildup and has good grease 
capability for automatic injection into larger grease 
waste systems.

AfterShock: oxidizer-enhanced bacteria 
bioremediation restorative. The best of our 
products at opening clogged drain fields and 
leaching structures.

These products have evolved in response to 
the needs of YOU, the septic contractor.

For details on these products, as well as our program
of “Better Business Through Customer Education”,
please call us at 1-800-759-2257. We’ll send you 
our catalog—including prices and all educational 
materials—or visit us at Expo Booth #3201 or at
www.SepticOnline.com.

Please call today. Your customers and your bank
account will appreciate it, and so will we! We hope to
see you in Louisville. Thank you.

––Rick Howe, President

W

EXCLUSIVELY FOR
PUMPERS
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If you are looking for a 
vacuum truck and you wantvacuum truck and you wantvacuum truck and you want

Stainless 
Steel or 
Aluminum, Aluminum, Aluminum, Aluminum, Aluminum, Aluminum, Aluminum, Aluminum, Aluminum, 

A Western 
Star built 
for power 
& payload, 
for power for power 
& payload, 

A 6 X 6 wheel 
drive with 
a hoisted 
tank, 

A 2300 
gallon on 
a single 
axle,

Badger Vacuum Trucks is the one 
stop source for trucks & tanks 

ready to go
 Call Us Today 
Toll-Free: 888-201-9166

 www.badgertruck.com
 Septic - Portable Toilet - Hoisted Vacuum - Slide-Ins

New Units Available / Trade-ins Accepted! 
Financing & Lease Plans

SIMPLE — EFFECTIVE — SAFE

Valve Heaters for your Septic Truck
“Arctic Valve Heaters”

Heat the Valve, Not the Sewage

No piping changes or welding
needed on your truck.

For: 3", 4" or 6" MZ Lever Valves
And Now: 4" or 6" Betts Valves

Developed by the inventor of
the Arctic Blaster

And THEY WORK!

ORDER NOW!
HAVE IT THE DAY

YOU NEED IT!

The Amazing

Thawing Device
ARCTIC BLASTERARCTIC BLASTER
>THAWS PIPES ABOVE

& BELOW GROUND
>USE ON PLASTIC,

COPPER OR ABS
>EXCELLENT MONEY

MAKER

ARCTIC BLASTERS INC.
SUNDRE, ALBERTA
403.638.3934 • Fax:
403.638.3734

ARCTIC BLASTERS INC.
SUNDRE, ALBERTA
403.638.3934  
Fax: 403.638.3734
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           Reader Pipelines

Anyone who depends on a 
vehicle for their livelihood 
knows it’s all about taking 

the time for a thorough check of the 
vehicle and all its systems, prioritiz-
ing needs and scheduling the work, 
then making sure it all gets done. 
 But the maintenance routine 
— springtime or any time — var-
ies from one pumping business to 
another. Some contractors prefer 
to have a mechanic on staff and do 
as many repairs as possible close to 
home. Others believe the best route 
is to hire a highly skilled outside 
mechanic to keep a constant watch 
on the service vehicles. 
 A few seasoned pumping con-
tractors refl ected on their prefer-
ences for keeping trucks main-
tained properly and ready for a full 
workload.
   

 Truninger Brothers owner Bill 
Truninger doesn’t think the se-
cret to happy trucks is a seasonal 
springtime maintenance routine, 
but rather a year-round dedication 
to the basics. He advocates a regular 
schedule of oil and fi lter changes, 
and checking fl uids daily.
 “For instance, with brakes,” he 
begins. “You check your brakes ev-
ery day before you go out. Chances 
are the brakes aren’t going to wear 
out, but you want to check those 
fl uids every morning because you 
don’t want to be going down the 
road and have the brakes go out be-
cause your fl uid got low. We check 
the fl uids, tires, everything before 
we leave.”
 Truninger says having an in-
house mechanic makes it easy 
to ensure this close, regular care. 
“Whether it’s spring, summer or 
whenever, our guy takes care of all 
our main service work,” he explains. 
“We have to have DOT inspections 
once a year, and you need to keep 
everything in good shape or you’re 
not going to pass those inspec-
tions.”
 Truninger says heavy engine, 
brake and compressor work goes 

to a regular shop that’s got the space 
and is well equipped to handle ma-
jor overhauls. 

 Tenney & Sons has several di-
visions, and Danny Tenney heads 
up the septic pumping part of the 
business. He says his company con-
tracts out all vehicle maintenance 
to a local shop. “Generally, when 
they do a service, they go over the 
whole truck. The little things they 
fi nd, they’ll let go. But the big things 
get fi xed.”
 He likes to feel confi dent about 
the stopping system on his heavy 
rigs. But the one thing he’s most 
concerned with, like Truninger, is 
fl uids.
 “The other day, I checked the 
oil in my front wheel bearings, and 
they were a little bit low. I’d been 
told (by the mechanic) I was sup-
posed to watch them and … I didn’t 
do that.” He knows the wheels could 
have seized because of a small over-
sight. “But I did manage to get some 
oil in them so they’d be all right.”
 It’s this kind of attention to de-
tail and clear communication that 
keep him going back to his outside 

mechanic. He says that over 30 
years, they’ve built a rapport that 
gives him confi dence that he’s roll-
ing safe and can concentrate on the 
pumping business.

 “Our trucks get done, bumper-
to-bumper, so nothing’s missed,” 
says driver Scott Colville. And it’s no 
wonder. With a mainly rural terri-
tory, Wilton Sanitation depends on 
its trucks not just for duty, but for 
safety. Being stranded on the road 
far from town is something no one 
wants to endure, and having it hap-
pen during a Canadian winter can 
be deadly.
 Colville says the company does 
very little in-house maintenance, 
due to limits on available staff time, 
resources and ability to handle the 
work. With a full schedule of septic 
pumping, portable rentals, roll-off 
and municipal trash service, it’s 
understandable that vehicle main-
tenance would be just too much 
to handle in this busy shop. Wilton 
instead jobs out all but the smallest 
repairs to a local garage that keeps 
the service trucks on the road and 
doing what they do best. ■

Showing Them the Money
Hourly, salary or commissions: Pumping contractors 
explain how they compensate the workforce

By Mary Shafer

 Comments may be directed to Mary Shafer 
in care of Pumper. You may also e-mail 

pipelines@pumper.com.

Name:
Danny Tenney
Company:
Tenney & Sons 
Inc.
Location:
Warsaw, Ind.
Employees: 4
Years in 
Business: 53

Danny Tenney

Name:
Scott Colville
Company:
Wilton Sanitation
Location:
Flesherton, 
Ontario, Canada
Employees: 5
Years in 
Business: 40

Scott Colville

Name:
Bill Truninger
Company:
Truninger 
Brothers
Location:
Pleasant Hill, 
Mo.
Employees: 2
Years in 
Business: 44Bill Truninger

“You check your brakes every day before you go 
out … You don’t want to be going down the road 
and have the brakes go out because your fl uid 
got low. We check the fl uids, tires, everything 
before we leave.”
Bill Truninger

Thank you
for visiting us!
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Thanks for 
visiting us

MARCH SPECIAL
3” x 25’ Green Black Septic Suction Hose -
ONLY $87.50
(Coupled M X F Aluminum Quick Couplings)

1000 Marble Mill Circle, Marietta, GA 30060
Toll Free: 800-282-6272   PH: 770-955-5225
FX: 770-955-2377   Email: sales@atlantarubber.com

Visit Our Online Store www.AtlantaRubber.com

We’ve Moved!

Last 
Chance!

 WE WILL CUSTOM BUILD YOUR 
TANK UP TO 5000 GALLONS!

600-1500 Gallon Portable Toilet Trucks: 
Our Truck or Yours

 TRUCK 
REFURBISHING 

AVAILABLE  www.abernethywelding.com

Thanks for 
visitng us

 ABERNETHY ABERNETHY
 WELDING & REPAIR INC.

1.800.545.0324
dweaver@abernethywelding.com

 Financing Available
 a u t h o r i z e d  d i s t r i b u t o r  f o r :

Thanks for 

We have been in Business since 1970, and 

we’re still building trucks.

 COMPLETE PARTS AND IN-HOUSE SERVICE

 Cook Compression Vanes • Moro • Battioni • Jurop • Masport Fruitland • NVE • Powerfl o • Plus many other brands

visitng usvisitng us
Thanks for Thanks for 

 NEW 2009 International, auto trans., 26,000 GVW, 1500 
gallon porta jon service unit, Masport HXL75V pump

  2011 International 4400E Series,  260 hp diesel DT 466 engine, 6-spd. trans. and 
world class auto, air brakes, 33,000 GVW, A/C, 2500 gallon tank, Masport HXL400 
pump Also, 2500 and 3500 gallon tanks
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1-888-935-1133
www.toico.com

WE CARRY A HUGE SELECTION OF 
ECONOMICALLY PRICED PRODUCTS FOR 

THE WASTE HANDLING INDUSTRY.

450 Gallon Capacity 
300 Gallon Waste / 150 Gallon Fresh

$7,995
F.O.B. Mauston, WI

Electric Start 4.8 HP 
Honda Conde Super 6 vacuum
pump w/ 4-way valve

3” Discharge 

12 Volt washdown 
system w/50’ hose.

Work Light

30’ x 2” Tiger Tail inlet 
hose with stinger

PORTABLE SLIDE - IN UNITS The Demonstrated Drainfield
Restoration/Maintenance Solution

Backed By Science � Proven with Experience � Many Satisfied Homeowners

Septic-Scrub™ is a superior product for 
the maintenance and restoration of 
septic system drainfields. Customers 
appreciate that it is environmentally 
safe, contains no organic 
chemicals and does 
not produce any 
toxic by-products. 
Most importantly, 
Septic-Scrub works. 
It breaks down sulfide 
buildup in the biomat 
and soil to allow for 
better water absorption. 

Learn more about 
Septic-Scrub at www.arcan.com.

For information on increasing
sales and providing a valuable
service to your customers, 
call Arcan Enterprises at 
888-35ARCAN (352-7226)

Septic-ScrubSeptic-Scrub™Septic-Scrub

P.O. Box 31057
Clarksville, TN 37040
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Thank You
for Visiting!

50
Celebrating

YearsYears

1-888-459-8265
Plastic Tanks and Accessories

www.kentuckytank.com

Distributor Since 1987

Nationwide Shipping Points

•

•

•

•

•

•

•

•

Bulk Storage and Transport Tanks

The All New PRO-PUMPER 
LOW PROFILE PORTABLE HOLDING TANK

ShurFlo Pumps
and Accessories

Thanks for
visiting us

MEGA Holding Tank

All Banjo Parts

50%
OFF
List

Call Today!

• Many color options - 
customize your tank with 
company or favorite color!

• 8 recessed threaded inlets

• Inter-lockable/Stackable 
for easy shipping and in-lot
handling.

• In-Mold Handle makes 
positioning and pumping easy.

• In-Mold Forklift Skids - 
No Pallet required!

• One 10in pump-out lid with
steal tether included.

• Can be heated - we carry
approved heaters.

16in X 46in X 93.5in
Tough 250 gal. Tank
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At a northern lakeshore home used intermittently during 
the winter months, some of the plumbing vents were re-
ported to be dry. This allowed septic tank gases to seep 
back into the house. This condition was detected when the 

house was opened for a chilly weekend visit. Why did it happen?

My friend and colleague, Jim Anderson, who recently retired from 
the University of Minnesota, reported this problem to me. After re-
tiring, Jim and his wife, Chris, spent much of their summer build-
ing a new year-round home by a lake in northern Wisconsin. The 

home required a septic system, so Jim designed a series of drainfi eld 
trenches using drop box or sequential distribution for the gravity fl ow 
of effl uent from the septic tank. (Obviously the result of good training!)
 To have gravity fl ow to the drainfi eld, the septic tank had to be high-
er than the drainfi eld. The basement sewage wastes fl ow into a sump, 
which contains a sewage ejector pump. This pump delivers the base-
ment wastes into the outlet sewer fl owing into the septic tank.
 The new furnace uses LP gas as the energy source. It is a condens-
ing furnace and does not need an exhaust pipe. The condensed liquid 
wastes from the furnace in the basement fl ow into the sump whenever 
the furnace runs to keep the house warm. When enough liquid wastes 
discharge to the sump, the fl oat mechanism triggers the pump into ac-
tion and the wastes are discharged to the septic tank.

VACUUM THE CULPRIT
 Why was there a problem with this? The weather had been cold and 
moisture vapor escaping from the house system up the plumbing vent 
began to freeze when it came into contact with the cold metal of the 
plumbing vent on the roof. 
 As you know, the plumbing vent on the roof is needed to supply air to 
the plumbing system so the use of one plumbing fi xture does not pull air 
from other plumbing traps inside the house, and possibly suck them dry. 
 The cold winter temperatures of northern Wisconsin caused more 

and more water vapor to be frozen on the inside and near the top of the 
rooftop vent. The vent fi nally was frozen shut. But why should this be a 
problem if the system isn’t being used?
 The sewage system was being used even when the Andersons were 
not there. When the sump pump kicked in and removed the liquid 
wastes from the sump, this created a vacuum condition in the sump. Un-
der normal operation, the air to relieve that vacuum would come from 
air fl owing down through the roof vent.
 But now the roof vent was frozen and could not supply the air need-
ed to eliminate the vacuum in the sump. As we know from basic physics, 
nature abhors a vacuum, so the air supply for the vacuum in the sump 
had to come from somewhere else. 
 Where, but through the other plumbing traps located in the house. 
And as air was sucked through those plumbing traps, they were left open 
and without a liquid seal. 
 Gases generated in the septic 
tank would normally exit through 
the plumbing vent on the roof. 
But now that vent was frozen 
shut. 
 As the septic tank gases built 
a slight pressure in the plumbing 
system, they could escape into 
the house through the plumbing 
traps, which were now open. This 
was not a good situation to be 
greeted with when opening the 
home for a winter vacation.

SOLVING THE PROBLEM
 The solution to the problem is obvious. The roof vent must remain 
open under all conditions. Perhaps an insulated or double-insulated 
roof vent is the answer. Perhaps the use of thermostatically controlled 
heating tape is the answer. In any event, the roof vent must remain open 
under all weather and use conditions.
 After Jim brought this problem to my attention, I recalled earlier re-
ports of non-insulated roof vents causing similar problems on homes 
that were occupied full time. Apparently severely cold weather can cause 
this issue on a non-insulated roof vent even when the house is being 
used. 
 It is always better to prevent a problem than to take steps to solve it. 
Particularly if the outside temperature is below zero! ■

 Roger Machmeier, Ph.D., P.E., retired as a 
professor and Extension Agricultural 
Engineer for the University of Minnesota 
and is a past recipient of the pump-
ing industry’s Ralph Macchio Lifetime 
Achievement Award. He answers reader 
questions regarding septic system 
operation and maintenance. Contact 
Machmeier through COLE Publishing by 
e-mail at editor@pumper.com, by fax at 715/546-3786; or 
by mail at P.O. Box 220, Three Lakes, Wis. 54562. 

           Septic System Answer Man

Venting About a Vent Problem
An unpleasant buildup of sewer gases surprise 
winter visitor to northern lake cottage 

 By Roger E. Machmeier

Q

A

The cold winter temperatures of northern Wisconsin caused 
more and more water vapor to be frozen on the inside and near 
the top of the rooftop vent. The vent fi nally was frozen shut.

What’s your solution? 
 Northern Wisconsin homeowner 
Jim Anderson is planning to address 
his problem with a frozen roof vent 
as he spends the coming summer at 
the lake home. If you live in a cold 
climate and have seen this issue be-
fore, how would you suggest he pre-
vent a frozen pipe in the future? We’ll 
share your suggestions in an upcom-
ing issue of Pumper. Send your ideas 
to editor@pumper.com.
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Owner Kathi Tillman uses this striking all-black 2005 Mack Vision 
from 27th Trucks Inc. to service residential and commercial 
pumping customers. Powered by a 380-hp engine and a 10-speed 

transmission, the truck carries a 4,000-gallon steel tank and Jurop 
LC420 425-cfm pump. The truck features a double frame, an automatic 
PTO, a 48-inch aluminum tool box, aluminum rims and a rear hose 
hanger. Inside, the truck has air conditioning, stereo and cruise control. 
The black paint job matches the trucks Tillman owns for a construction 
company. White and red graphics were added by Extreme Graphics in 
Jacksonville. ■

of the Month
Classy TruckClassy Truck

 SHOW US YOURS! 
 Got a truck with real WOW appeal? Show it off to Pumper 
readers! 
 Send photos of your truck after it has been lettered with your 
company name. Any industry-related truck is acceptable. Please limit 
your submission to one truck only.
 Your Classy Truck submission must include your name, company 
name, mailing address, phone number, and details about the truck, 
including tank size, cab/chassis information, pump information, 
the company that built the truck, and any other details you consider 
important. In particular, tell us what features of the truck help make 
your work life more effi cient and more profi table. E-mail your materi-
als to editor@pumper.com or mail to Editor, Pumper, P.O. Box 220, 
Three Lakes, WI 54562. We look forward to hearing from you!

Tillman Septic 
Pumping Services

Jacksonville, Fla.
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Federal Signal Names Dickens 
Midwest Sales Manager   
 Federal Signal’s Environmental Solutions Group  
appointed Randy Dickens sales manager for the Midwest Region of the 
United States for the group’s direct sales channel, operating out of Sen-
eca, Ill. He will be responsible for managing and overseeing growth of 
new unit sales for the Guzzler, Vactor HXX and Jetstream brands in the 
industrial, utility and construction markets in Illinois, Indiana, Iowa, 
Minnesota, Missouri and Wisconsin.

Waterless Celebrates 20th Anniversary   
 Waterless Co. Inc., maker of no-water urinal systems and other 
restroom products, including the soy-resin urinal, celebrates its 20th 
anniversary this year. The Vista, Calif., company was founded by Klaus 
Reichardt in 1991. 

Bear Onsite, Jackel Form BEAR-JACK Alliance 
 Bear Onsite LLC and Jackel Inc. have formed a strategic alliance to 
offer high-performance fi ltered basin assemblies for the onsite market 
under the BEAR-JACK brand. The six assemblies are designed for rain-
water harvesting, sanitary wastewater fi ltration and tertiary fi ltration 
following secondary treatment units.

Consortium Seeks U.S. Businesses 
for Global Projects Database  
 The Consortium for Global Development, through its Global Con-
tractors Library database, seeks to match U.S. companies with projects 
in the $130 billion global development market. The consortium is espe-
cially seeking small, medium and SBA 8(a) businesses. For more infor-
mation on available projects and the free database listing, go to www.
cfglobaldevelopment.com or www.global-contractors.com.

Vacuum Truck Rentals Names 
Gaff VP Sales and Marketing  
 Vacuum Truck Rentals and Vacuum Truck Sales 
and Service named Bill Gaff vice president of sales 
and marketing. Gaff brings 30 years experience in 
the industrial and municipal markets to his posi-
tion. He also serves as chairman of the board for 
WJTA/IMCA.

Ormson’s Fast-Vac, Multi-Vac Form Alliance  
 Ormson Corp., manufacturer of the Fast-Vac truck mounted indus-
trial loader, has formed an alliance with Multi-Vac, manufacturer of in-
plant, portable and stationary industrial vacuum loaders. The alliance 
enables Ormson’s sales division in Hartland, Wis., to concentrate on 
the truck-mounted loader and accessories and offer products from the 
Multi-Vac line. Ormson also moved its manufacturing division to Multi-
Vac’s facility in Union Grove, Wis.

SJE-Rhombus Hosts U.S. Senator  
 Sen. Amy Klobuchar (D-Minn.) visited the SJE-Rhombus head-
quarters in Detroit Lakes, Minn., in January to learn about the compa-
ny’s employee ownership program. Klobuchar’s visit was part of a tour 
across northern Minnesota.

KeeVac, ORI Featured on Modern Marvels  
 Portable restroom trucks from KeeVac Industries and the service op-
eration of ORI Portable Restroom of Blue Springs, Mo., were featured on 
the History Channel’s Modern Marvels American trucking episode Feb. 
4. The program can be viewed on the program’s website: www.history.
com/shows/modern-marvels/videos/playlists/full-episodes#modern- 
marvels-american-trucking. ■

Industry
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Sen. Amy Klobuchar 
of Minnesota visits 
with SJE-Rhombus 
employees.
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Bill Gaff
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WaSh Station
Sanitizer Stand

Safe-t-freSh

800-558-2945
www.imperialind.com

the proUd tradition ContinUeS..
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  In Stock!

*Tax-Title & Fees not included
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Unbelievable 

Price  
In Stock!

Call for

aSK aboUt oUr alUMinUM
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Pressure
Lift Corp

972 355 0550
pressurelift.com

See our video at www.PressureLift.com Call for a FREE Demo DVD

Perfect for Every Job!Vacuum Trucks Can
Compete with Combo Trucks

Power Booster™ Hazardous

Non-hazardous

Power Booster™

Power

Booster™

• Loading and Off Loading Barges
• Oil Spills & Chemical Releases
• Emergency Response
• Sewer & Septic
• Agriculture/Animal Byproducts
• Grease Traps/Grit Traps

Thanks for
visiting us

in 
Louisville

4 Inch
units

available 

NEW

Patented Technology for the Pumping Industry

8 Restroom . . $4500
10 Restroom. . . $5000
14 Restroom. . . $5600
16 Restroom. . . $5900
20 Restroom. . . $7000

Polished Aluminum Skirting and Tool Boxes

Steel Tanks

LANE’S VACUUM TANK, INC.
3133 VANZORA RD. • BENTON, KY 42025

800.592.3308 • 270.527.9945
RODNEY LANE’S CELL 270.832.3793

• 2011 Dodge, 4x4, 1,000 Waste, 
300 Fresh .........................$67,500

• 2011 Ford 550, 950 Waste, 
330 Fresh..........................$63,000

• 2011 Dodge 5500, 1000 Waste, 
300 Fresh ..New 4x2    $64,000

• 2004 International, 135,000 Miles,
2500 Gallon Tank .............$49,000

• 2001 International, New 2300
Gallon Tank.....................$37,500

NEW

NEW

NEW

SLIDE-IN UNITS & USED TRUCKS AVAILABLE / MASPORT, JUROP & CONDE VACUUM PUMPS
CHECK OUR PRICES

Portable Restroom Trailers

Trailer Mount 
Slide-in Tank

600 gallons waste/200 gallons fresh water.
$14,000

13" Tires
23" High

Call about our new design to haul handicaps
Used trailers also for sale NAWT Looks Forward

Request for Proposals
for an

Executive Administrator
This individual or firm should have the ability to manage the day to 
day business of NAWT and to take the lead in developing a member 

benefits program and growing membership.

The RFP can be downloaded from the  
NAWT website at www.NAWT.org

Proposals should be submitted to:
NAWT Executive Administrator Search Comm

Attn:  Roger Winter, President
336 Chestnut Ln

Ambler, PA  19002-1001

For more info please call (800)236-6298 or email info@NAWT.org
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2011 Ford 550XL 18,000 lb. G.V.W.R.
300 H.P. gasoline or diesel, auto transmission, 
AM/FM/CD, A/C...more!
1200 Gallon ʻBright Finishʻ Aluminum 300 / 900
Masport HXL4 Pump – 160 C.F.M. , Direct drive, 
P.T.O. with control in cab. 12-Volt water pump with 
50ʼ garden hose, 30ʼ x 2” Tiger tail hose, 
unit hauler & hitch.

Contact Phil Hodes

www.tristatetank.com 
Fax: 913-279-3151 • phodes@tristatetank.com

Prices start at $59,900

888-281-9965

The Performer is available on the Ford 450XL or 550XL,
gasoline or diesel, and the Dodge 5500 Series chassis.

Performance & Value

3500 Gallon Aluminum Septic Service
Masport HXL 400 Pump,  Toolbox
2009 Sterling 7500/8500 Series
56,000 G.V.W., 10-Speed, 300 H.P. Cummins 

$107,675 Plus F.E.T.

2000 Gallon Aluminum Restroom
600 Fresh/ 1600 Waste 
Masport HXL4 pump, dual service, 
Hannay reel, stainless  pump.
New! 2007 Freightliner M2 210 HP CAT diesel, 
Auto trans, air brakes, Power Group, dual fuel tanks. 

$84,650

IMMEDIATE
Delivery

FINANCING
Available

Thanks for visiting us!

Prompt, no nonsense financing designed to meet individual requirements.
Payment plans that are generally lower than other finance plans. With years

of experience, we understand the competitive nature of your business.
We’re prepared to act quickly and decisively!

Toll-Free 877-333-4539 • www.keycommercial.com

If you need equipment to grow
and your bank said "NO," 

call "JIM THOMAS"

We are not affected by the economy. Conserve your
working capital. Keep existing credit lines intact,

and enjoy the security of knowing financing is
there when you need it. We offer loan and 
leasing plans tailored to individual needs.

❖ Programs offer longer terms
for older equipment

❖ We do start ups
❖ 90 Day Delayed Billing
❖ Seasonal Payment Programs 

Available

• Portable Toilets
• Pumper Trucks
• Water Jetters
• Vacuum Trucks

• Sewer Equipment
• TV Inspection
• New and Used

Equipment

We Have Money To Loan
MANUFACTURER OF QUALITY PORTABLE RESTROOMS AND SINKS

Dual VIP Restroom Trailer
From $9,841

1737 S. VINEYARD AVENUE • ONTARIO, CA 91761
PHONE 909-930-6244 • TOLL FREE 800-334-1065 • FAX 909-930-6237

WWW.NUCONCEPTS.COM

Ideal for:
• Weddings / Parties
• Sporting Events
• Food Festivals
• Community Events
• Restroom Remodeling
• Movie Production

Features:
• Solar Powered
• Self-contained
• Flushing, china toilet
• Enclosed sink
•
•
• Interior Heater (option)
• Sink Water Heater (option)

Power Converter (option)
Air-conditioning (option)
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A dewatering system manufactured by 
Aqua-Zyme Disposal Systems Inc.    
removes about 80 percent of liquids 

from septic-tank and grease-trap waste, which 
potentially offers pumpers more disposal 
alternatives, reduced transportation fees and 
increased productivity, as well as the potential 
for a new revenue stream generated by pro-
cessing other pumpers’ waste.
 “Our standard fi ltration material is 330 
microns, which is a very tight weave,” says 
Suzetta Bonifay, sales manager for Aqua-

Zyme, based in Van Vleck, Texas. “This results 
in clearer effl uent because the fi lter traps 
more solids. This is important because some 
treatment plants stipulate how clear the effl u-
ent must be in order to accept it for disposal.”
 The system especially benefi ts pumpers 
who can dump fi ltered effl uent directly into a 
sewer system. And using a dewatering system 

allows a pumper to consolidate waste 
from more service calls before mak-
ing a trip to disposal or composting 
facilities to dump the solids or to 
land-apply solids. This means fewer 
disposal runs, boosting productivity 
and profi tability. 
 “You’re also in control of your 
own disposal costs and not under 
the thumb of wastewater treatment 
plants,” Bonifay says. “Sometimes 
their operating hours don’t match 

your hours, the disposal 
rates are expensive or the 
treatment plant is far away.
      “You can’t use your trucks to 
generate more business if you have to 
drive two hours one way for dis-
posal,” she adds. “To make money in 
this business, you have to keep your 
trucks rolling, not standing in line at 
a treatment facility.”
       The system primarily consists of a 
dosing unit and 15- or 30-cubic-yard 
dewatering roll-off boxes. They’re 
designed to process grease-trap 

waste, but can also handle waste from septic 
tanks and municipal treatment facilities. The 
system can be installed at a pumper’s facility, 
or utilized as a mobile unit, using a 16-foot 
utility trailer.
 On average, the 15-cubic-yard unit can 
process 10,000 to 12,000 gallons of waste a 
day, and the larger unit can handle 22,000 to 

25,000 gal-
lons per day. 
The 30-yard 
box can be fi lled in two hours. Then it takes 
about 24 hours for the effl uent to drain. “It has 
to do with the design of the fi ltration system,” 
Bonifay says.
 The system benefi ts pumpers in areas 
where grease-trap waste disposal is an issue 
because some facilities fi nd dewatered grease-
trap waste more acceptable, Bonifay adds.
 The dosing unit, two 30-yard dewatering 
boxes and ancillary equipment will fi t on a 40-
foot by 40-foot pad. If an operator also needs 
holding tanks to store liquid and solid waste 
until it can be hauled away, a half acre of land 
provides an adequate plant footprint, she says.
 The system is maintenance free, with 
fi ltration screens warranted for fi ve years. 
979/245-5656; www.aqua-zyme.com.

Product
NEWS

Dewatering System Tackles Grease-Trap, 
Septic Waste

lons per day. 

           in the
SPOTLIGHT

By Ken Wysocky

Ritam Releases Website Listing Service     
 Basic Boost top website listing, part of the Summit Array of software products from Ritam 
Technologies LP, uses search engine optimization (SEO) to provide a thorough analysis of an 
existing website, its internal structure, meta-tags, site competition and current popular searches 
according to Google for enhanced search engine results. The software’s Dominator service also 
provides a monthly boost to ensure client information dominates search results. 800/662-8471; 
www.ritam.com.

Lowell Scott Introduces 
PTO-Powered TrunkPump     
 The 3-inch, high-volume, PTO-powered 
model TP-3PTV TrunkPump from Lowell 
Scott Enterprises Inc. is designed for one-
person operation. The hydraulically powered 
dewatering pump is rated at 440 gpm and 
26,400 gph at 40 psi and 90-foot head. 910/463-
1282; www.trunkpump.com.

RIV Offers 
GLADIO Knife 
Gate Valve    
 The double-fl ange 
GLADIO knife gate valve 
from RIV features a solid 
AISI 316 stainless steel 
blade and unpainted 
fl ange threads for easy 
repair. Other features 
include self-cleaning 
housing, stainless steel 
screws and tie rods. The 
valve is available in 4-, 5-, 
6-, 8- and 10-inch sizes. 
www.riv-vg.com. ■
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 P.O. Box 39 Dayton, IN 47941   Toll-Free: 877-296-2555   Phone: 765-296-2027   Fax: 765-296-3027
www.wee-engineer.com

Best Heavy-Duty Portable 
Toilet Trailers on the Market

IN  STOCK
28 ft....$9,950
Has 4 center 
fold-down T-bars 

to accommodate handicap toilets. Our 
customers are pleased with the time 
they save loading and unloading toilets 
from our uniquely designed tie-down.

  SPRING MOUNTS 
 decrease fatigue on your tank 
frame, mounts to most tanks, 
easy bolt or weld-on style, 
heavy-duty stress relieved 
springs.   Mounts with 
springs..$82.00
Springs alone 

...........$11.00 each

   HEATED COLLARS 
 Preventing your valves from 
freezing will help your prof-
its during the winter months.    

  Installation kit and 110 volt 
heater kit available

  1.5-2”.............. $110
 3” .................... $165
 4” .................... $198
 6” .................... $297

 Call us for a quote

 2500 
gallon 
carbon 
steel tank 

Painted white, with top and rear 

manways, valves, and lights. 

Price............... $13,950

12 VOLT DC HIGH HEAD WASHDOWN PUMP
• 1 HP Washdown Duty Motor for

Severe Operating Conditions

• Investment Cast 316 Stainless Steel,
Cast Iron or Cast Bronze Construction

• All Models Equipped With High 
Efficiency Stainless Steel Impeller

• Discharge Port Rotates in 90°
Increments

• Four Front Drain Plugs

• Maximum Flow 56 GPM

• Maximum Head 80 Ft. (35 PSI)

• Maximum Temperature 200° F

The AMT 12 Volt DC Washdown Pumps are designed for pumper, septic service, OEM, and
marine applications requiring a DC motor. The motor has a one hour duty rating and is
furnished with a grade 303 stainless steel shaft. Washdown Duty Pumps are available in a
variety of construction and seal materials to meet your specifications. Pull-from-the-rear
design for easy servicing without disturbing piping.

Call us toll free at 888-268-7867 or visit our website
www.amtpump.com for more information. 

American Machine & Tool
A Subsidiary of The Gorman-Rupp Company

400 Spring Street
Royersford, PA 19468

A Subsidiary of The Gorman-Rupp Company TM

 • 300 gallon waste tank
•  130 Fresh water tank 

with Pump

• Hot Water
• AC and Heat
•  Steel Studs and 

fully welded design
• 3 year warranty
• 24/7 tech support
•  Free nationwide 

rental lead program

 CALL FOR MORE INFO AND ADDITIONAL OPTIONS
p: 877.382.2935 • email: info@cohsi.com • www.cohsi.com

 24’ 7-Station ADA
w/AC & Heat - 750 gal waste

 8’ 2-Station
w/A/C & Heat 300 gal waste

 20’ 6-Station
w/AC & Heat - 600 gal waste

 14’ 3-Station Combo
w/AC & Heat - 
450 gal waste 

 12’ 2-Station Combo
w/AC & Heat - 450 gal 

waste Includes Showers

 See our 
website for 

more layouts 
and options.

Specials On Loaded 2-Station
Light 
enough to 
tow with 
a small 
truck. Thank 

you for 
visiting 

us
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WISCONSIN: Guiding Code
   Wisconsin Onsite Wastewater Recycling Association board mem-

bers Todd Stair and Sue Schambureck represent the organization on 
the Private Onsite Wastewater Treatment System Code Advisory Coun-
cil. The state Department of Commerce convened the council because 
2010 legislation allows counties a two-year delay in implementing a 
POWTS inventory and maintenance-tracking program, thus requiring 
a code change to refl ect the new law. 
 Other items the council will consider for the code rewrite proce-
dure include the concrete tank corrosion issue, requiring time-of-sale 
evaluations, establishing a minimum size for septic tanks, determin-
ing education requirements for maintenance providers, and requiring 
deeds to indicate the system’s treatment capacity.
 WOWRA member Richard Otis of Madison was named president 
of NOWRA’s board of directors. WOWRA board member Tony Birrittieri 
of Petersen Supply in Fredonia also joined the national board. 

MICHIGAN: New Board Members
 The Michigan Septic Tank Association elected Joe Hall of Hall’s 
Serv-All in Posen as president. Elected to the board of directors were 
Ken Goike, Rick Throop, Keith Chamberlain and Walt Steuer.  
 Hall’s Serv-All helped police investigate the death of a boy who 
drowned after falling into an open septic tank on property owned by 
the boy’s grandfather. The tank had a screwed-on plastic cover that the 
owner removed when he experienced toilet problems. 
 “The screws were not attached, and we assume the boy stepped 
on the lid, which fl ipped, allowing the child to fall in and drown,” Hall 
says. He recommends that pumpers constantly enlighten customers 
about the safety defi ciencies in their systems, and to make sure all cov-
ers are adequately fastened.

CALIFORNIA: Freak Accident
 Four workers suffered fi rst-, second- or third-degree burns while 
decommissioning a septic tank in Camp Meeker. Two employees of 
Dale Homes Inc., a Redding general construction and demolition com-
pany, were trying to break the tank’s concrete fl oor from outside using 
a sledgehammer and steel pipe. One employee then entered the tank 
with a jackhammer, while the other stood outside and watched. Two 
employees from another fi rm also observed the workers’ progress. 
According to the California Department of Occupational Safety and 
Health, a jackhammer triggered an explosion caused by leaking pro-
pane pipes. The men were hospitalized, and one was transferred to a 
burn center. 

TEXAS: Conference at Risk
 The Texas Onsite Wastewater Association reports that it will lose 
its annual conference if the Sunset Advisory Commission disbands the 
11-member OnSite Wastewater Treatment Research Council. 
 The commission identifi es and eliminates waste, duplication, 

and ineffi ciency in government. Its staff recommended that the Texas 
Commission on Environmental Quality incorporate the council’s du-
ties, which include improving the state’s onsite industry, organizing the 
association’s annual conference, and providing low-cost continuing 
education credits.
 The TCEQ has a staff of three full-time and one part-time em-
ployees working in the onsite department. The advisory commission 
recommended that TCEQ sponsor the TOWA conference and consider 
combining it with TCEQ conferences. TOWA members began a letter-
writing campaign to oppose the action.

CONNECTICUT: Multiple Roles
 The Connecticut Onsite Wastewater Recycling Association elected 
Douglas DiVesta, P.E., of DiVesta Civil Engineering Associates Inc. in 
Roxbury to its board of directors. DiVesta also is on the state’s Code 
Advisory Committee and is a COWRA onsite installer instructor.

WASHINGTON STATE: Scholarship Winners
 The Washington On-Site Sewage Association awarded a $3,000 
scholarship to Kendra Phillips, daughter of Leonard Phillips of Span-
away. She attends George Fox University in Newberg, Ore., and will 
graduate this year with a degree in elementary education. 
 Paige Bronson, daughter of Greg Bronson of Graham, received 
a $2,000 scholarship. She attends the University of New Mexico in 
Albuquerque, is majoring in psychology and anthropology, and will 
graduate in 2013. Yuxuan Wang, the daughter of Menglou Wang of 
Seattle, received $1,100. She attends the University of Washington and 
will graduate in 2012 with a degree in civil engineering.

NATION: Updated Homeowner’s Guide
 NOWRA updated its Homeowner’s Onsite System Guide and Record 
Keeping Folder. The publication explains what an onsite system is and 
how it works, provides a list of dos and don’ts, and includes a place to 
keep all critical information on the system. A free download in PDF 
format is at www.nowra.org. Print copies are available. 

Arizona
 The Arizona Onsite Wastewater Recycling Association and the Uni-
versity of Arizona Onsite Wastewater Education Program have these 
classes:
 •  April 14-15 – Introduction to Designing Onsite Systems, Pinal 

County
 •  June 8 – NAWT Inspection Training and Recertifi cation, Radis-

son Suites Hotel, Tucson.
 Call Kitt Farrell-Poe at 520/621-7221 or e-mail kittfp@ag.arizona.
edu or visit http://ag.arizona.edu/waterquality/onsite.

California
 The California Onsite Wastewater Association is offering these 
classes: 
 •  April 8 – Onsite Controls, Citrus Heights
 •  April 18 – Principles of Plan Checking, Ventura
 •  April 18 – California Environmental Health Association Confer-

        Association News
By Scottie Dayton

Training & Education

ence Onsite Training Track: Biology of Wastewater Treatment, 
Ventura

 •  April 19-21 – Science of Soils, Operations and Maintenance, and 
Regulatory Update, Ventura

 •  April 21 – Science of Soils, Operations and Maintenance, and 
Regulatory Update, Ventura

 •  May 13 – Science of Soils, San Luis Obispo
 Call Kit Rosefi eld at 530/513- 6658 or visit www.cowa.org.

Georgia
 The Georgia F.O.G. Alliance has a training course for FOG inspectors 
April 27-29 at the Merle Manders Conference Center in Stockbridge. Visit 
www.georgiafog.com. 

Minnesota
 The University of Minnesota Extension has these classes:
 • April 5-7 – Basic Design of Onsite Systems, St. Cloud
 • April 12-13 – General Continuing Education, Rochester
 • April 19 – Design Continuing Education, Hinckley
 •  April 19-20 – Design and Inspector Continuing Education, 

Hinckley
 • April 20 – Inspector Continuing Education, Hinckley
 • April 22 – Troubleshooting, St. Cloud
 • April 25-27 – Introduction to Onsite Systems, Grand Rapids
 • April 28-29 – Installing Onsite Systems, Grand Rapids
 • May 2-4 – Pumping and Maintaining Onsite Systems, Mankato
 • May 2-6 – Pumper/Maintainer/Service Provider, Mankato
 • May 3-6 – Service Provider, Mankato
 • May 10-12 – Basic Design of Onsite Systems, Mankato
 • May 18 – Soils Continuing Education, Farmington
 • May 24-27 – Advanced Design of Onsite Systems, Mankato
 Call Nick Haig at 800/322-8642 (612/625-9797) or visit 
http://septic.umn.edu

Missouri
 The Missouri Smallfl ows Organization is offering these CEU 
courses:
 •  April 5-6 – Operations and Maintenance, St. Clair
 •  April 12 – Media Filters, Camdenton
 •  April 13 – Aerated Treatment Units, Camdenton 
 •  April 26 – Selling Systems, Hannibal
 •  April 27 – Drainfi elds and Water Management, Hannibal
 •  May 10-11 – Operations and Maintenance, Springfi eld
 Call Tammy Yelden at 417/739-4100 or visit www.mosmallfl ows.
org.

New England
 The New England Onsite Wastewater Training Center at the Uni-
versity of Rhode Island in Kingston has these courses:
 •  April 14 – Designing Conventional Onsite Systems
 •  April 19 – All About Series: Septic Tanks
 •  April 21 – Bottomless Sand Filter Design and Installation
 •  April 27 – Conventional Onsite System Inspection 
 •  April 27-28 – Conventional Onsite System Inspection and Field 

Training
 •  May 5 – Functional Inspections
 •  May 12 – Innovative and Alternative Technologies
 •  May 19 – All About Series: Sand Media
 •  May 26 – Installing Conventional Onsite Systems
 Call 401/874-5950 or visit www.uri.edu/ce/wq.

New Hampshire
 The Granite State Designers and Installers Association is offering 
its Certifi ed Septic Evaluator Training Program May 3 in Bow and May 
7 in Rochester. Call 603/228-1231 or visit www.gsdia.org.

Virginia
 The Virginia Center for Onsite Wastewater Training has these 
classes at Pickett unless stated otherwise:
 •  April 25-29 – Onsite Design Camp I
 •  May 9-13 – Soils (Site Evaluation), Ashland
 •  May 23-27 – Onsite Design Camp II, Farmville
 Contact Lydia Shepherd at 434/292-3101, e-mail lydia.shepherd@
southside.edu, or visit www.southside.edu.

Washington State
 The Washington On-Site Sewage Association and Washington 
State Department of Health in cooperation with Washington State 
University are offering these certifi cation courses at the training center 
in Puyallup:
 •  April 6 – Maintenance Basics
 •  April 13 – Pumper Basics
 •  April 20 – Design of Subsurface Drip Systems
 •  May 3-4 – Basics of Electrical Applications in Onsite Systems
 •  May 11 – Basics of Installing, Part 3
 •  May 25 – Electrical Control Panels
 Call WOSSA at 253/770-6594 or visit www.wossa.org.

 Pumper invites your state association to post notices and news 
items in this column. Send contributions to editor@pumper.com. ■

March 11-12
Oregon Onsite Wastewater Association Conference, Valley River 
Inn, Eugene. Call 541/389-6692 or visit www.o2wa.org.

March 22-23
Pennsylvania Septage Management Association Annual Training, 
Crowne Plaza Hotel, Reading. Call 717/763-7762 or visit www.
psma.net.

April 3-5
Ontario Onsite Wastewater Association Conference and Exhibition, 
Deerhurst Resort, Huntsville. Call Denis Orendt at 905/372-2722 or 
visit www.oowa.org.

April 27-29
Georgia F.O.G. Alliance Conference and inspector training course, 
Merle Manders Conference Center, Stockbridge. E-mail Kemnetta 
Pillette at kpillette@atlantaga.gov or visit www.georgiafog.com.

 Calendar
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POWTS inventory and maintenance-tracking program, thus requiring 
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pany, were trying to break the tank’s concrete fl oor from outside using 
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with a jackhammer, while the other stood outside and watched. Two 
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Health, a jackhammer triggered an explosion caused by leaking pro-
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burn center. 
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scholarship to Kendra Phillips, daughter of Leonard Phillips of Span-
away. She attends George Fox University in Newberg, Ore., and will 
graduate this year with a degree in elementary education. 
 Paige Bronson, daughter of Greg Bronson of Graham, received 
a $2,000 scholarship. She attends the University of New Mexico in 
Albuquerque, is majoring in psychology and anthropology, and will 
graduate in 2013. Yuxuan Wang, the daughter of Menglou Wang of 
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format is at www.nowra.org. Print copies are available. 
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versity of Arizona Onsite Wastewater Education Program have these 
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 •  April 8 – Onsite Controls, Citrus Heights
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April 27-29 at the Merle Manders Conference Center in Stockbridge. Visit 
www.georgiafog.com. 

Minnesota
 The University of Minnesota Extension has these classes:
 • April 5-7 – Basic Design of Onsite Systems, St. Cloud
 • April 12-13 – General Continuing Education, Rochester
 • April 19 – Design Continuing Education, Hinckley
 •  April 19-20 – Design and Inspector Continuing Education, 

Hinckley
 • April 20 – Inspector Continuing Education, Hinckley
 • April 22 – Troubleshooting, St. Cloud
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 • May 18 – Soils Continuing Education, Farmington
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 The Missouri Smallfl ows Organization is offering these CEU 
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 •  April 5-6 – Operations and Maintenance, St. Clair
 •  April 12 – Media Filters, Camdenton
 •  April 13 – Aerated Treatment Units, Camdenton 
 •  April 26 – Selling Systems, Hannibal
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 •  April 21 – Bottomless Sand Filter Design and Installation
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 •  April 27-28 – Conventional Onsite System Inspection and Field 
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 •  May 5 – Functional Inspections
 •  May 12 – Innovative and Alternative Technologies
 •  May 19 – All About Series: Sand Media
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 Call WOSSA at 253/770-6594 or visit www.wossa.org.
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April 27-29
Georgia F.O.G. Alliance Conference and inspector training course, 
Merle Manders Conference Center, Stockbridge. E-mail Kemnetta 
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Employee
Retention and Recognition
EmployeeEmployeeEmployee
Retention Retention Retention andand

EmployeeEmployee
 Recognition Recognition Recognition Recognitionand Recognitionandand Recognitionand Recognition

Employee
 Recognition RecognitionRetention Retention andand Recognition Recognitionand Recognitionandand Recognitionand Recognition

Reward your employees, 
show your 

appreciation and inspire 
loyalty and motivation!

or call (612) 618-7547 or 

fax inquires to (763) 262-9938 
or email us at 

          info@award-a-choice.com

www.award-a-choice.com
For details and sample catalogs visit our WEBSITE at:

•Years of Service • Special Projects • Holidays

Join The Rooter-Man Team: www.RooterManFranchise.com

RESERVE YOUR EXCLUSIVE TERRITORY • Call 1-800-700-8062

Franchise Package $7,950
NO ROYALTY ON PERCENTAGE OF SALES

Join The Rooter-Man Team: www.RooterManFranchise.com

RESERVE YOUR EXCLUSIVE TERRITORY • Call 1-800-700-8062

Franchise Package $7,950
NO ROYALTY ON PERCENTAGE OF SALES

Thanks 
for 

visiting 
us

Waterblaster
Rentals & Sales

1K to 50K psi
60 hp to 1000 hp

Waterblasters & Accessories
Used Equipment Sales

713-641-6006
www.boatmanind.com

Houston, Texas

Boatman Industries

Carry A Restroom &
Super Mongo Mover
On Your Pickup or

Sport Utility

Hitch
Hauler

www.dealassoc.com

866.599.3325

•  Units from 4,000 to 
40,000 psi, including 
convertibles

•  60-600 hp, diesel  
or electric

• Rent, buy or lease

•  Branches in MI, TX,  
NJ, CA, LA

1-877-NLB-7996
www.nlbcorp.com

Units from 4,000 to 

Thank 
you for 
visiting 

us

www.flush-it.com
800-320-3685

> Easy monthly application,  
simply flush it, water soluble pack

> Wholesale prices available for 
distributors, call today for pricing; 
Custom Labeling Available (for resale)

> 8 strains of specialized naturally  
occurring bacteria

> Great for septic tanks, leach fields, 
wells, lagoons and ponds

Preventing tomorrow’s problems today

Provide your customers with a simple 
monthly maintenance product

Marketplace Advertising

Call  for  

FREE
offers!!!

• Service Records • 
• Portable Toilet Signs •

• Logo Signs •
• Signs (Plastic & Aluminum) •

• Gender Signs •

All types of custom printing
and sizes available!

Check out our great prices!

We Specialize in Waste 
Management Labeling Solutions

SOLUTION for 
   TRAP WASTE
SOLUTION for 
   TRAP WASTETTT

Consists of a 10,000 gal. tank with 
boiler burning 100% brown 
grease as fuel resulting in 

brown grease recovered 
and sold as a 

commodity.
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as fuel resulting in grease a
b grease recovered brown 

Consists of a 10,000 gal. tank with 
boiler burning 100% brown 
grease as fuel resulting in 

brown grease recovered 
and sold as a 

commodity.

LUTIONUTIONUTION forforfor

Patent 
Pending

1-304-658-4778

g
and sold as a 
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DREDGING & DEWATERING SERVICE

www.fluidtechnologyinc.com

(513) 241-1600

Fax (513) 756-1995
Fluid Technology, Inc.

• Municipal and Industrial • Digester and Lagoon Cleaning 

• Double Belt Filter Presses • Liner Repair & Replacement

ARE YOU
TIRED OF 
RAKING
AND SHOVELING?
You should try a HALL’S GRADE BLADE on your back-
hoe or excavator.
• 4 sizes available, 4' to 10', for excavators
• 5 different sizes for rubber tire backhoes and mini-excavators

If you would like to know more, call us toll-free at 
1.888.372.8933 • 319.470.3033
HALL’S GRADE BLADE, INC. • www.gradeblade.com

800.362.0240

O
NL

Y $2,995

www.mtechcompany.com

The best package on the 
market includes:

Add a Blower with 15’ of duct for only $350!
Add a 5 Minute Escape Respirator for only $500!

CONFINED 
SPACE 
ENTRY 

PACKAGE 

• 4-Gas Air Monitor 

• 7’ Tripod

• Work Winch

• Full Body Harness

• 3-Way Fall Protection 

SM

SM

Thanks for 
visiting us

RCS II, Inc.
518.812.0000
www.septicdrainer.com

»Easy to apply
»Restores soil failed 

drain fields
»Improves percability

NEW Drainfield Soil 
Retorative works 

on the soil 
NOT THE TANK!

Thanks for 
visiting us

Production
models may differ

from product shown.

NEW

HMWPE

Patent Applied for

POLYWICK  
DEWATERING 
CONTAINERS

™

Specializing in Industrial & Municipal 
Solids-Liquids Separation since 1992.

Crystal 
Environmental

1-800-328-9720
www.crystalenv.com



www.pumper.com • Since 1979    March 2011      89

 Marketplace 
     dvertising

rketplaceA

Go to onsiteinstaller.com
to view the e-zine.

.com

pumper.com
> Classifieds 
> Truck Stop Ads
> E-zines
> Product Categories

Employee
Retention and Recognition
EmployeeEmployeeEmployee
Retention Retention Retention andand

EmployeeEmployee
 Recognition Recognition Recognition Recognitionand Recognitionandand Recognitionand Recognition

Employee
 Recognition RecognitionRetention Retention andand Recognition Recognitionand Recognitionandand Recognitionand Recognition

Reward your employees, 
show your 

appreciation and inspire 
loyalty and motivation!

or call (612) 618-7547 or 

fax inquires to (763) 262-9938 
or email us at 

          info@award-a-choice.com

www.award-a-choice.com
For details and sample catalogs visit our WEBSITE at:

•Years of Service • Special Projects • Holidays

Join The Rooter-Man Team: www.RooterManFranchise.com

RESERVE YOUR EXCLUSIVE TERRITORY • Call 1-800-700-8062

Franchise Package $7,950
NO ROYALTY ON PERCENTAGE OF SALES

Join The Rooter-Man Team: www.RooterManFranchise.com

RESERVE YOUR EXCLUSIVE TERRITORY • Call 1-800-700-8062

Franchise Package $7,950
NO ROYALTY ON PERCENTAGE OF SALES

Thanks 
for 

visiting 
us

Waterblaster
Rentals & Sales

1K to 50K psi
60 hp to 1000 hp

Waterblasters & Accessories
Used Equipment Sales

713-641-6006
www.boatmanind.com

Houston, Texas

Boatman Industries

Carry A Restroom &
Super Mongo Mover
On Your Pickup or

Sport Utility

Hitch
Hauler

www.dealassoc.com

866.599.3325

•  Units from 4,000 to 
40,000 psi, including 
convertibles

•  60-600 hp, diesel  
or electric

• Rent, buy or lease

•  Branches in MI, TX,  
NJ, CA, LA

1-877-NLB-7996
www.nlbcorp.com

Units from 4,000 to 

Thank 
you for 
visiting 

us

www.flush-it.com
800-320-3685

> Easy monthly application,  
simply flush it, water soluble pack

> Wholesale prices available for 
distributors, call today for pricing; 
Custom Labeling Available (for resale)

> 8 strains of specialized naturally  
occurring bacteria

> Great for septic tanks, leach fields, 
wells, lagoons and ponds

Preventing tomorrow’s problems today

Provide your customers with a simple 
monthly maintenance product

Marketplace Advertising

Call  for  

FREE
offers!!!

• Service Records • 
• Portable Toilet Signs •

• Logo Signs •
• Signs (Plastic & Aluminum) •

• Gender Signs •

All types of custom printing
and sizes available!

Check out our great prices!

We Specialize in Waste 
Management Labeling Solutions

SOLUTION for 
   TRAP WASTE
SOLUTION for 
   TRAP WASTETTT

Consists of a 10,000 gal. tank with 
boiler burning 100% brown 
grease as fuel resulting in 

brown grease recovered 
and sold as a 

commodity.
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Consists of a 10,000 gal. tank with 
boiler burning 100% brown 
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brown grease recovered 
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commodity.

LUTIONUTIONUTION forforfor

Patent 
Pending

1-304-658-4778

g
and sold as a 
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gg
and sold as a and sold as a and sold as a

commodi .comcommodmodity.commodity.

DREDGING & DEWATERING SERVICE

www.fluidtechnologyinc.com

(513) 241-1600

Fax (513) 756-1995
Fluid Technology, Inc.

• Municipal and Industrial • Digester and Lagoon Cleaning 

• Double Belt Filter Presses • Liner Repair & Replacement

ARE YOU
TIRED OF 
RAKING
AND SHOVELING?
You should try a HALL’S GRADE BLADE on your back-
hoe or excavator.
• 4 sizes available, 4' to 10', for excavators
• 5 different sizes for rubber tire backhoes and mini-excavators

If you would like to know more, call us toll-free at 
1.888.372.8933 • 319.470.3033
HALL’S GRADE BLADE, INC. • www.gradeblade.com

800.362.0240

O
NL

Y $2,995

www.mtechcompany.com

The best package on the 
market includes:

Add a Blower with 15’ of duct for only $350!
Add a 5 Minute Escape Respirator for only $500!

CONFINED 
SPACE 
ENTRY 

PACKAGE 

• 4-Gas Air Monitor 

• 7’ Tripod

• Work Winch

• Full Body Harness

• 3-Way Fall Protection 

SM

SM

Thanks for 
visiting us

RCS II, Inc.
518.812.0000
www.septicdrainer.com

»Easy to apply
»Restores soil failed 

drain fields
»Improves percability

NEW Drainfield Soil 
Retorative works 

on the soil 
NOT THE TANK!

Thanks for 
visiting us

Production
models may differ

from product shown.

NEW

HMWPE

Patent Applied for

POLYWICK  
DEWATERING 
CONTAINERS

™

Specializing in Industrial & Municipal 
Solids-Liquids Separation since 1992.

Crystal 
Environmental

1-800-328-9720
www.crystalenv.com
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Last fall, the National Association of Wastewater 
Transporters Ethics Committee received two 
separate, unrelated complaints against an onsite 

inspector. The NAWT Board of Directors approved 
the Ethics Committee’s recommendation to give the 
individual six months to retake and pass our inspector 
training course. If he doesn’t comply, the board will 
consider pulling his NAWT inspector credential.
 When the committee studied inspection reports 
submitted to the state’s department of environmental 
quality, they showed that the inspector didn’t look 
closely enough at the systems. Although he raised 
issues with certain components, he checked the 
“functional” box in the system summary instead of the 
box for “functional with concerns.” The summary rates 
systems as functional, functional with concerns or not 
functional.
 The inspector had scored in the high 90s on his 
inspection exam, so it didn’t appear knowledge was 
the problem. What was it then? The fi rst possibility 
is under our noses every day. We’re always busy 
and pressed for time. If we can do a $100 job in fi ve 
minutes, that’s good. If it takes 90 minutes, that’s not 
so good. It’s human nature to rush through a task and 
justify the effort as good enough, but that’s not fair to 
the customer. 

 Another possibility is that the inspector may also 
have been the homeowners’ service provider. Many of 
us are in that situation and we don’t like being bearers 
of bad news. The majority of inspections are done 
by companies for their customers, and inspectors 
cross their fi ngers and pray that everything is working 
properly. Finding nonfunctional components or those 
with concerns refl ect badly on the service provider. 
 Long ago, I had customers say, “You’ve serviced 
my system for 10 years, and now you’re telling me it’s 
no good?” Hearing that often enough taught me the 

importance of telling them about impending problems 
sooner. Today, we use a checklist on regular service 
calls to determine if systems are functioning correctly, 
and tick off issues of concern, such as a high level in 
the septic tank or drainfi eld. 
 While waving these red fl ags in front of 
homeowners, we warn them that if they were to sell 
their home, the system wouldn’t pass inspection. This 
presents the opportunity to discuss solutions with them. 
Whether they take action is their decision, but we 
have met our professional responsibilities. That being 
said, I’ll be the fi rst to admit that labeling systems as 
noncompliant puts pressure on inspectors, and some 
can be coerced by customers who have also become 
their friends.

MANDATES AND FUNDING
 Each year, more municipalities across the country 
require periodic septic tank inspections. It hasn’t 
reached tidal wave proportions yet, but the trend is 
growing. 
 Not enough pumpers see this as a work 
opportunity. Instead, I hear them grumbling that no one 
is paying them to fi ll out the paperwork. Businessmen 
realize that since the reports must be done, they 
must pass on the expense to their customers. Some 

companies break out the cost 
as a separate item on invoices 
and reference the mandate, 
or include a copy of the report 
with the regulating body’s 
contact information. Many times 
homeowners are already aware 
of the mandate and are calling 

to have the report completed.
 If legislators are going to require us to do reports 
and require people to upgrade failing systems, then 
they have an obligation to help pay for or fi nance those 
repairs. The U.S. Environmental Protection Agency has 
said repeatedly that there are no restrictions on the use 
of state revolving funds when it comes to wastewater. 
Historically, states have spent it on sewers and 
treatment plants, but the federal agency says that the 
money is also for private onsite systems. Many service 
providers and regulators throughout the country are 

unaware of this.
 For example, Pennvest, a successful program 
managed by the Pennsylvania Infrastructure Investment 
Authority, selects state fi nancial institutions to manage 
the loans and deal with homeowners. Applicants must 
submit three repair bids and prove their fi nancial status 
to qualify. Interest rates are 1.75 percent for amounts 
up to $25,000 for a term of 20 years. Unfortunately, 
many service providers don’t know of the program’s 
existence.
 Remediating systems is expensive, but we’re 
blessed with all sorts of technological improvements 
we didn’t have 20 years ago. I’ve been hands-on 
in the industry for 40 years now and I look back and 
wonder how I could have done some of the things I did. 
Didn’t I know better? No, none of us did. We lacked 
the information or technology. We did what we thought 
would work from experience. 
 Not only do we have more options, but they have 
become more affordable. Does anyone remember the 
no-discharge greenhouse system for a family of four 
that appeared in the late 1970s or early 1980s? It sold 
for $85,000. That’s a far cry from the drip irrigation 
or mound system selling for $20,000 to $30,000 in 
Pennsylvania, or other less expensive options. People 
who develop onsite technologies realize they have to 
be affordable. 
 The major problem — and the EPA said this in 
its 1997 response to Congress — is state and county 
regulators and their regulations. Unless they have a 
pilot program for experimental systems or accept NSF 
certifi cation, they can be less than willing to approve 
new technology that enables us to install onsite systems 
almost anywhere, and do it economically.
 The only recourse to regulators tying our hands 
is to support your state onsite association and be 
involved in the legislative process. The EPA doesn’t 
have regulatory authority on septic systems. The states 
do. State associations must be involved to the point that 
when the Department of Environmental Protection or 
Department of Health wants to change the language, 
the fi rst call offi cials make is to that state onsite 
association for guidance. If your state doesn’t have an 
association, call NAWT at 800/236-6298 and we’ll help 
you establish one. ■

Complaints Offer an Important Reminder; 
Required Septic Inspections Are a Good Thing

By Tom Ferrero

While waving these red fl ags in front of homeowners, 
we warn them that if they were to sell their home, the 
system wouldn’t pass inspection. This presents the 
opportunity to discuss solutions with them.
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Last fall, the National Association of Wastewater 
Transporters Ethics Committee received two 
separate, unrelated complaints against an onsite 

inspector. The NAWT Board of Directors approved 
the Ethics Committee’s recommendation to give the 
individual six months to retake and pass our inspector 
training course. If he doesn’t comply, the board will 
consider pulling his NAWT inspector credential.
 When the committee studied inspection reports 
submitted to the state’s department of environmental 
quality, they showed that the inspector didn’t look 
closely enough at the systems. Although he raised 
issues with certain components, he checked the 
“functional” box in the system summary instead of the 
box for “functional with concerns.” The summary rates 
systems as functional, functional with concerns or not 
functional.
 The inspector had scored in the high 90s on his 
inspection exam, so it didn’t appear knowledge was 
the problem. What was it then? The fi rst possibility 
is under our noses every day. We’re always busy 
and pressed for time. If we can do a $100 job in fi ve 
minutes, that’s good. If it takes 90 minutes, that’s not 
so good. It’s human nature to rush through a task and 
justify the effort as good enough, but that’s not fair to 
the customer. 

 Another possibility is that the inspector may also 
have been the homeowners’ service provider. Many of 
us are in that situation and we don’t like being bearers 
of bad news. The majority of inspections are done 
by companies for their customers, and inspectors 
cross their fi ngers and pray that everything is working 
properly. Finding nonfunctional components or those 
with concerns refl ect badly on the service provider. 
 Long ago, I had customers say, “You’ve serviced 
my system for 10 years, and now you’re telling me it’s 
no good?” Hearing that often enough taught me the 

importance of telling them about impending problems 
sooner. Today, we use a checklist on regular service 
calls to determine if systems are functioning correctly, 
and tick off issues of concern, such as a high level in 
the septic tank or drainfi eld. 
 While waving these red fl ags in front of 
homeowners, we warn them that if they were to sell 
their home, the system wouldn’t pass inspection. This 
presents the opportunity to discuss solutions with them. 
Whether they take action is their decision, but we 
have met our professional responsibilities. That being 
said, I’ll be the fi rst to admit that labeling systems as 
noncompliant puts pressure on inspectors, and some 
can be coerced by customers who have also become 
their friends.

MANDATES AND FUNDING
 Each year, more municipalities across the country 
require periodic septic tank inspections. It hasn’t 
reached tidal wave proportions yet, but the trend is 
growing. 
 Not enough pumpers see this as a work 
opportunity. Instead, I hear them grumbling that no one 
is paying them to fi ll out the paperwork. Businessmen 
realize that since the reports must be done, they 
must pass on the expense to their customers. Some 

companies break out the cost 
as a separate item on invoices 
and reference the mandate, 
or include a copy of the report 
with the regulating body’s 
contact information. Many times 
homeowners are already aware 
of the mandate and are calling 

to have the report completed.
 If legislators are going to require us to do reports 
and require people to upgrade failing systems, then 
they have an obligation to help pay for or fi nance those 
repairs. The U.S. Environmental Protection Agency has 
said repeatedly that there are no restrictions on the use 
of state revolving funds when it comes to wastewater. 
Historically, states have spent it on sewers and 
treatment plants, but the federal agency says that the 
money is also for private onsite systems. Many service 
providers and regulators throughout the country are 

unaware of this.
 For example, Pennvest, a successful program 
managed by the Pennsylvania Infrastructure Investment 
Authority, selects state fi nancial institutions to manage 
the loans and deal with homeowners. Applicants must 
submit three repair bids and prove their fi nancial status 
to qualify. Interest rates are 1.75 percent for amounts 
up to $25,000 for a term of 20 years. Unfortunately, 
many service providers don’t know of the program’s 
existence.
 Remediating systems is expensive, but we’re 
blessed with all sorts of technological improvements 
we didn’t have 20 years ago. I’ve been hands-on 
in the industry for 40 years now and I look back and 
wonder how I could have done some of the things I did. 
Didn’t I know better? No, none of us did. We lacked 
the information or technology. We did what we thought 
would work from experience. 
 Not only do we have more options, but they have 
become more affordable. Does anyone remember the 
no-discharge greenhouse system for a family of four 
that appeared in the late 1970s or early 1980s? It sold 
for $85,000. That’s a far cry from the drip irrigation 
or mound system selling for $20,000 to $30,000 in 
Pennsylvania, or other less expensive options. People 
who develop onsite technologies realize they have to 
be affordable. 
 The major problem — and the EPA said this in 
its 1997 response to Congress — is state and county 
regulators and their regulations. Unless they have a 
pilot program for experimental systems or accept NSF 
certifi cation, they can be less than willing to approve 
new technology that enables us to install onsite systems 
almost anywhere, and do it economically.
 The only recourse to regulators tying our hands 
is to support your state onsite association and be 
involved in the legislative process. The EPA doesn’t 
have regulatory authority on septic systems. The states 
do. State associations must be involved to the point that 
when the Department of Environmental Protection or 
Department of Health wants to change the language, 
the fi rst call offi cials make is to that state onsite 
association for guidance. If your state doesn’t have an 
association, call NAWT at 800/236-6298 and we’ll help 
you establish one. ■

Complaints Offer an Important Reminder; 
Required Septic Inspections Are a Good Thing

By Tom Ferrero

While waving these red fl ags in front of homeowners, 
we warn them that if they were to sell their home, the 
system wouldn’t pass inspection. This presents the 
opportunity to discuss solutions with them.

Thanks for 
visiting us

P.O. Box 451 • Butler, WI 53007
N52 W13319 Falls Creek Ct. 
Menomonee Falls, WI 53051

Milwaukee Rubber Products, Inc.Call For Prices Toll-Free

1.800.325.3730
www.milwaukeerubber.com

PUMPS

KANAFLEX
HOSE

VALVES

220 RS
Low Temp Rubber

Water Hose

1-1/2", 2", 3", 4", 6"
Cut to Length

180 AR
Abrasion Resistant

Suction Hose

1-1/4", 1-1/2", 2", 
2-1/2", 3", 3-1/2", 4",
6", 8" Cut to Length

Rubber Hose
300 EPDM

All Weather Water
Suction Hose

1-1/2", 2", 2-1/2", 3",
4", 6" Cut to Length

Plastiflex Black/
Yellow Hi-Vac Suc-
tion Hose (Tigertail)

Sewer Hose Guides

1-1/2", 2", 3" Lengths: 20,
25, 30, 35, 40, 50, and 60
FT. W/Cuffs.

2" ID X 3' 
3" ID X 3' 

W/Cuffs, Clamp,
Rope & Ring

Green Monster
Vac Hose

Hose For All
Applications
Chemical Hose,

Water, Air, 
Septic, Oil Hose,

Compressor Hose,
Grout Hose, Sand-

blast, Hot Air, Hot Tar,
Asphalt Hose, Push-

On, Vac Hose. 
Call For Your 
Application.

2", 3", 4", 5", 6", 8"
50 ft Boom Hose, 
Cut Lengths availalable

Piranha Hose

Sewer Jetting Hose

Brass Lever Action 
Gate Valves

2", 3",
4", 6"

Piston Valves
Brass 4", 6", 8"
Flanged Brass
4", 6", 8"
Flanged X
Threaded Brass
4", 6", 8"

Double Acting
Pneumatic Actuator

4", 6" and 8" brass
piston gate valves

Non-Bolted Ball Valves

2", 3", 4"
sizes

Poly Pro Ball Valve 

Jurop

Moro

Betts Sliding Gate Valve

3”, 4”, 6"
sizes Flange X
Flange, and 
Flange X
Thread

Compact Pro 2"

Full Port 
1-1/2", 2", 3", 4"

90° With Handle 2"

180 HR
High Temp Suction

Hose

4", 6", 8" Cut to
Length

KANALINE SR
Suction & Discharge

Hose

1-1/2", 2", 3", 4", 6",
8", 10" Cut to Length

Thanks for
visiting us
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Brand New 2007 Sterling 360: 3-yr.
unlimited mile warranty, new Robinson
alum. tank, 600 waste/300 water, liftgate,
Conde pump, w/washdown unit.$49,500

Mike @ 303-478-4796 
or JR @ 720-253-8014

www.pumpertrucksales.com PBM

2007 Peterbilt 379: Cat C-15 475 hp, 13-spd.,
Jake brake, 460K miles, double-framed, 20K#
front axle, 20K# tag axle, new 5000 gal. US
tank, new Jurop LC420 liquid-cooled pump,
alum. wheels, all new tires. ..............$127,000

www.nationaltruckcenter.com
Office: 305-691-8407

Michael Vera: 786-554-0892
George Gonzalez: 954-558-0816 P03

2000 GMC: 750 gallon vacuum tank,
3,500# corner crane, 200 gallon water
tank, generator and welder. Electric co.
truck. Only 7,842 miles. ..........$29,900

814-696-1000 PA CP03

2005 International DT-466: 10-spd.,
134,000 miles, new 3600 gal. tank, 400
water-cooled Masport. ............$67,500

Rodney Lane 270-832-3793 KY P03

1995  International DT466: 1200 gallon
capacity, automatic trans., 100 gallon
fresh water compartment, PB10 pump
rebuilt in 2009, tires in excellent shape,
260,000 miles...............Asking $14,900

270-860-2106 KY P03

2004 Ford F550: 2004 Satellite tank,
auto, 650W, 300F, 2-unit carrier, 78,000
miles, complete drop in motor was
installed by 20,000 miles. ........$19,500

646-645-6794 NY P03

1998 International MOD 2554 6x4
Camel 200: Allison trans., engine 530,
275 hp, 74,243 miles, Roots 824 blower,
Myers 80 gpm @ 2000 psi, extendable
boom, front rotating reel. ........$58,000

559-276-0186 CA CP04

DEMO 35-Yd. Dewatering Filter Box:
Complete rollover tarp system, filter
media, 1 loading manifold, 5 drain ports,
2 washout ports, interior epoxy coated,
exterior polyurethane top coat. Call for
more info.

863-984-8994 FL CMP03

2006 International: Abernethy truck,
2500 gal. sewage, 100 gal. fresh water,
Masport water-cooled pump, Cat jetting
system, auto trans., 245 hp turbo diesel,
165K miles, 200' hose, chrome tool
boxes both sides. Just serviced, ready to
work. ........................................$60,000

850-305-6022 FL P3

1996 Peterbilt 385: 3200 gal. tank,
hoisted, heated valves, Fruitland 800
pump, M11 Cummins, Eaton 10-speed,
Jake brake. Excellent condition.$55,000

435-472-2580 UT P03

2007 Volvo GapVax Sewer Flusher &
Hydro Excavation Unit: 3750 cfm 27"
Hibon blower; 800,000 BTU burner;
Uraca pump and Giant pump; stainless
water and debris tanks; 26' boom; 500'
of flushing hose. Only 27,300 miles and
703 hours use. Many features.$295,000

905-680-6555 Can. P3

1998 Isuzu NPR: 115,000 miles, 2008
slide-in tank unit 300 waste/100 water,
liftgate, carries six portable toilets, used
daily. Will separate tank and truck.
........................................$14,500 OBO

270-828-3496 
or 270-998-0012 KY P03

1997 International 4700: DT466 engine,
2500 gal. tank. ........................$18,500
1996 Topkick, 1500 gal. tank, R260
pump, 85 gal. fresh water tank.$21,000

Call for more photos
314-614-7897 MO P03

2005 Peterbilt 379: Cat C-15 475 hp,
10-spd., 300K miles, 20K front, 20K tag,
new 4800 gal. US tank. In production.
................................................$124,000

www.nationaltruckcenter.com
Office: 305-691-8407

Michael Vera: 786-554-0892
George Gonzalez: 954-558-0816 P03

_

2000 Freightliner FL70: 33,000 GVW,
3126 Cat, 230 hp, 6-spd. Fuller trans.,
air, cruise, 140,023 miles, new 2300 gal.
vacuum tank, new Jurop PN84 pump.
..................................................$37,500

Jason @ 877-355-2924 WI P03

2007 Freightliner M2: Cat 3126, 6-spd.,
new 2200 gal. US tank, new Jurop R260
pump, all new accessories, new paint.
..................................................$49,800

www.nationaltruckcenter.com
Office: 305-691-8407

Michael Vera: 786-554-0892
George Gonzalez: 954-558-0816 P03
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2008 GMC C-5500: 47,000 miles, 1000
waste/350 fresh tank, still has warranty.
................................................$52,000

Rodney Lane
270-832-3793 KY P03

DEMO 20-Yd. Dewatering Filter Box:
Designed for hi-dump vacuum trucks,
complete fold-away tarp bow system, fil-
ter media, fill, drain and clean out ports,
rear door with quick release handle,
safety and quick close latch. Call for
more info.

863-984-8994 FL CMP03
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2006 Kenworth T-800: Cat C-13 475 hp,
300K miles, 8 LOLO, 20K front, 20K tag,
46K rears, new 5000 gal. US tank, new
Jurop LC420 pump. ................$128,000

www.nationaltruckcenter.com
Office: 305-691-8407

Michael Vera: 786-554-0892
George Gonzalez: 954-558-0816 P03

2007 Ring-O-Matic 750 High CFM Vac
Trailer: Cat 3024 @ 50 HP, 696 hours,
liquid-cooled, 750 gallon cap.,. 850 CFM
lobe style blower, 20,860# GVW.
..................................................$29,500

715-546-2680 WI CPBM

_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

STETCO BASIN CLEANERS: 4 in stock,
from city. They run and operate.
..................................$8,900 to $13,900

($8,900 has no clam shell)

Opdyke Truck Sales 
800-520-4704 PBM

2005 Freightliner Business Class M2:
Cat C7 engine, new 2300 gal. vac tank,
Masport W75 pump. ................$39,500

Mike @ 303-478-4796 
or JR @ 720-253-8014

www.pumpertrucksales.com PBM

2006 Hino 185 Pump Truck: White/grey,
auto, diesel, AC. Tank 1050 gallons built
in all stainless steel. 750 waste/300
water, Conde PTO driven pump. Brand
new condition w/150K miles. ..$35,000

Call 1-800-634-2085 NY P03

1999 Freightliner FL70: 33,000 GVW, 7-
spd., toilet carrier, Moro M10 pump,
1000 waste/450 fresh...............$21,500

Mike @ 303-478-4796 
or JR @ 720-253-8014

www.pumpertrucksales.com PBM

2007 Peterbilt 379: Cat C-15 475 hp, 10-
spd., Jake brake, 469K miles, double framed,
20K# front axle, 20K# tag axle, new 4800 gal.
US tank, new Jurop LC420 liquid-cooled
pump, alum. wheels, all new tires. $122,000

www.nationaltruckcenter.com
Office: 305-691-8407

Michael Vera: 786-554-0892
George Gonzalez: 954-558-0816 P03

2001 Peterbilt 379 Tri-Axle: 5000 gal-
lon steel tank, Demag RFL 100 vacuum
pump, heated valves (electric), Cat C15
475 hp, Fuller 8LL, double frame,
565,000 miles...........................$30,000

800-858-3111
C: 610-509-5070 PA P04

(2) 2006 Mitsubishi Fuso FE180s: (1)
101,850 miles, new auto trans. installed
April 2010. (2) 131,100 miles, new auto
trans. installed May 2009. Both have a/c,
power steering, power windows & locks.
17,995 GVW. PTO unit w/no bed; perfect
for adding pump unit. ..$16,995 OBO Ea.

Hays Rental 870-862-4935 AR P03

1992 GMC Topkick: 3116 Cat Diesel,
2100 gal. tank, 6-spd transmission, 250
cfm vac pump, Hydreco vac pump
hydraulic drive, Garnet See Level digital
gauge, 269,084 miles, runs great, selling
for bigger truck, well maintained, ready
to work ......................................$15,000

517-936-3000 MI P03

1998 Western Star w/8400 Gal. Tanker:
22.5 tires, 13-spd., 60 series Detroit 500
hp, 62,335 miles on new engine, Gardner
Denver Wittig 450 cfm pump, 1995 alu-
minum double conical trail master vacu-
um pressure tanker. ..................$54,500
Also 2001 Western Star day cab. Call for
more details ......................$32,500 OBO

Rich at 715-556-1106
porcupineenterprizellc@hotmail.com

P03

1996 International 9200 Pump Truck:
4000 gallon aluminum tank, total weight
52,000. In good condition, ready to work.
..................................................$39,000

Contact:
liana@chavarriasplumbing.com

or 956-726-9999 TX P03

(4) 2005 International 8600: Cat C-13
475 hp, 10-spd., 200-400K miles, 20K
front, 20K tag, new 4600-5000 gal. US
tanks.........................Starting at $98,000

www.nationaltruckcenter.com
Office: 305-691-8407

Michael Vera: 786-554-0892
George Gonzalez: 954-558-0816 P03

2007 Camel 200 Ejector Sewer/CB Vac
Unit on 2007 Sterling: Automatic trans.,
factory installed Hi-Rail and Creeper
mode. 1500 gal. water, 80 gpm/2000 psi,
25,000 miles...........................$174,999

chuckmott@earthlink.net
1-800-945-4081 P03
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Brand New 2007 Sterling 360: 3-yr.
unlimited mile warranty, new Robinson
alum. tank, 600 waste/300 water, liftgate,
Conde pump, w/washdown unit.$49,500

Mike @ 303-478-4796 
or JR @ 720-253-8014

www.pumpertrucksales.com PBM

2007 Peterbilt 379: Cat C-15 475 hp, 13-spd.,
Jake brake, 460K miles, double-framed, 20K#
front axle, 20K# tag axle, new 5000 gal. US
tank, new Jurop LC420 liquid-cooled pump,
alum. wheels, all new tires. ..............$127,000

www.nationaltruckcenter.com
Office: 305-691-8407

Michael Vera: 786-554-0892
George Gonzalez: 954-558-0816 P03

2000 GMC: 750 gallon vacuum tank,
3,500# corner crane, 200 gallon water
tank, generator and welder. Electric co.
truck. Only 7,842 miles. ..........$29,900

814-696-1000 PA CP03

2005 International DT-466: 10-spd.,
134,000 miles, new 3600 gal. tank, 400
water-cooled Masport. ............$67,500

Rodney Lane 270-832-3793 KY P03

1995  International DT466: 1200 gallon
capacity, automatic trans., 100 gallon
fresh water compartment, PB10 pump
rebuilt in 2009, tires in excellent shape,
260,000 miles...............Asking $14,900

270-860-2106 KY P03

2004 Ford F550: 2004 Satellite tank,
auto, 650W, 300F, 2-unit carrier, 78,000
miles, complete drop in motor was
installed by 20,000 miles. ........$19,500

646-645-6794 NY P03

1998 International MOD 2554 6x4
Camel 200: Allison trans., engine 530,
275 hp, 74,243 miles, Roots 824 blower,
Myers 80 gpm @ 2000 psi, extendable
boom, front rotating reel. ........$58,000

559-276-0186 CA CP04

DEMO 35-Yd. Dewatering Filter Box:
Complete rollover tarp system, filter
media, 1 loading manifold, 5 drain ports,
2 washout ports, interior epoxy coated,
exterior polyurethane top coat. Call for
more info.

863-984-8994 FL CMP03

2006 International: Abernethy truck,
2500 gal. sewage, 100 gal. fresh water,
Masport water-cooled pump, Cat jetting
system, auto trans., 245 hp turbo diesel,
165K miles, 200' hose, chrome tool
boxes both sides. Just serviced, ready to
work. ........................................$60,000

850-305-6022 FL P3

1996 Peterbilt 385: 3200 gal. tank,
hoisted, heated valves, Fruitland 800
pump, M11 Cummins, Eaton 10-speed,
Jake brake. Excellent condition.$55,000

435-472-2580 UT P03

2007 Volvo GapVax Sewer Flusher &
Hydro Excavation Unit: 3750 cfm 27"
Hibon blower; 800,000 BTU burner;
Uraca pump and Giant pump; stainless
water and debris tanks; 26' boom; 500'
of flushing hose. Only 27,300 miles and
703 hours use. Many features.$295,000

905-680-6555 Can. P3

1998 Isuzu NPR: 115,000 miles, 2008
slide-in tank unit 300 waste/100 water,
liftgate, carries six portable toilets, used
daily. Will separate tank and truck.
........................................$14,500 OBO

270-828-3496 
or 270-998-0012 KY P03

1997 International 4700: DT466 engine,
2500 gal. tank. ........................$18,500
1996 Topkick, 1500 gal. tank, R260
pump, 85 gal. fresh water tank.$21,000

Call for more photos
314-614-7897 MO P03

2005 Peterbilt 379: Cat C-15 475 hp,
10-spd., 300K miles, 20K front, 20K tag,
new 4800 gal. US tank. In production.
................................................$124,000

www.nationaltruckcenter.com
Office: 305-691-8407

Michael Vera: 786-554-0892
George Gonzalez: 954-558-0816 P03

_

2000 Freightliner FL70: 33,000 GVW,
3126 Cat, 230 hp, 6-spd. Fuller trans.,
air, cruise, 140,023 miles, new 2300 gal.
vacuum tank, new Jurop PN84 pump.
..................................................$37,500

Jason @ 877-355-2924 WI P03

2007 Freightliner M2: Cat 3126, 6-spd.,
new 2200 gal. US tank, new Jurop R260
pump, all new accessories, new paint.
..................................................$49,800

www.nationaltruckcenter.com
Office: 305-691-8407

Michael Vera: 786-554-0892
George Gonzalez: 954-558-0816 P03

TRUCK STOP
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2008 GMC C-5500: 47,000 miles, 1000
waste/350 fresh tank, still has warranty.
................................................$52,000

Rodney Lane
270-832-3793 KY P03

DEMO 20-Yd. Dewatering Filter Box:
Designed for hi-dump vacuum trucks,
complete fold-away tarp bow system, fil-
ter media, fill, drain and clean out ports,
rear door with quick release handle,
safety and quick close latch. Call for
more info.

863-984-8994 FL CMP03
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2006 Kenworth T-800: Cat C-13 475 hp,
300K miles, 8 LOLO, 20K front, 20K tag,
46K rears, new 5000 gal. US tank, new
Jurop LC420 pump. ................$128,000

www.nationaltruckcenter.com
Office: 305-691-8407

Michael Vera: 786-554-0892
George Gonzalez: 954-558-0816 P03

2007 Ring-O-Matic 750 High CFM Vac
Trailer: Cat 3024 @ 50 HP, 696 hours,
liquid-cooled, 750 gallon cap.,. 850 CFM
lobe style blower, 20,860# GVW.
..................................................$29,500

715-546-2680 WI CPBM

_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

STETCO BASIN CLEANERS: 4 in stock,
from city. They run and operate.
..................................$8,900 to $13,900

($8,900 has no clam shell)

Opdyke Truck Sales 
800-520-4704 PBM

2005 Freightliner Business Class M2:
Cat C7 engine, new 2300 gal. vac tank,
Masport W75 pump. ................$39,500

Mike @ 303-478-4796 
or JR @ 720-253-8014

www.pumpertrucksales.com PBM

2006 Hino 185 Pump Truck: White/grey,
auto, diesel, AC. Tank 1050 gallons built
in all stainless steel. 750 waste/300
water, Conde PTO driven pump. Brand
new condition w/150K miles. ..$35,000

Call 1-800-634-2085 NY P03

1999 Freightliner FL70: 33,000 GVW, 7-
spd., toilet carrier, Moro M10 pump,
1000 waste/450 fresh...............$21,500

Mike @ 303-478-4796 
or JR @ 720-253-8014

www.pumpertrucksales.com PBM

2007 Peterbilt 379: Cat C-15 475 hp, 10-
spd., Jake brake, 469K miles, double framed,
20K# front axle, 20K# tag axle, new 4800 gal.
US tank, new Jurop LC420 liquid-cooled
pump, alum. wheels, all new tires. $122,000

www.nationaltruckcenter.com
Office: 305-691-8407

Michael Vera: 786-554-0892
George Gonzalez: 954-558-0816 P03

2001 Peterbilt 379 Tri-Axle: 5000 gal-
lon steel tank, Demag RFL 100 vacuum
pump, heated valves (electric), Cat C15
475 hp, Fuller 8LL, double frame,
565,000 miles...........................$30,000

800-858-3111
C: 610-509-5070 PA P04

(2) 2006 Mitsubishi Fuso FE180s: (1)
101,850 miles, new auto trans. installed
April 2010. (2) 131,100 miles, new auto
trans. installed May 2009. Both have a/c,
power steering, power windows & locks.
17,995 GVW. PTO unit w/no bed; perfect
for adding pump unit. ..$16,995 OBO Ea.

Hays Rental 870-862-4935 AR P03

1992 GMC Topkick: 3116 Cat Diesel,
2100 gal. tank, 6-spd transmission, 250
cfm vac pump, Hydreco vac pump
hydraulic drive, Garnet See Level digital
gauge, 269,084 miles, runs great, selling
for bigger truck, well maintained, ready
to work ......................................$15,000

517-936-3000 MI P03

1998 Western Star w/8400 Gal. Tanker:
22.5 tires, 13-spd., 60 series Detroit 500
hp, 62,335 miles on new engine, Gardner
Denver Wittig 450 cfm pump, 1995 alu-
minum double conical trail master vacu-
um pressure tanker. ..................$54,500
Also 2001 Western Star day cab. Call for
more details ......................$32,500 OBO

Rich at 715-556-1106
porcupineenterprizellc@hotmail.com

P03

1996 International 9200 Pump Truck:
4000 gallon aluminum tank, total weight
52,000. In good condition, ready to work.
..................................................$39,000

Contact:
liana@chavarriasplumbing.com

or 956-726-9999 TX P03

(4) 2005 International 8600: Cat C-13
475 hp, 10-spd., 200-400K miles, 20K
front, 20K tag, new 4600-5000 gal. US
tanks.........................Starting at $98,000

www.nationaltruckcenter.com
Office: 305-691-8407

Michael Vera: 786-554-0892
George Gonzalez: 954-558-0816 P03

2007 Camel 200 Ejector Sewer/CB Vac
Unit on 2007 Sterling: Automatic trans.,
factory installed Hi-Rail and Creeper
mode. 1500 gal. water, 80 gpm/2000 psi,
25,000 miles...........................$174,999

chuckmott@earthlink.net
1-800-945-4081 P03
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 ADVERTISING

SANITATION POSTCARDS & BUSINESS 
CARD MAGNETS: Remind your customers 
and prospects with color postcards and mag-
nets. Economical marketing tools. Tradeshow 
handouts as well. Call 781-844-8600. Visit 
www.sanitationpostcards.com. (PBM)

BLOWERS

VFC200P-5T, FUjI Pumps, Regenerative 
Blowers, Ring Compressors. All models, ac-
cessories. Authorized distributor. Authorized 
parts and repair center. Call 888-227-9822. 
www.carymfg.com. (PBM)

•  Blowers  •  Vane Pumps  •  Water Pumps  
•  Transfer Cases  •  Vactor  •  Guzzler  •  And 
Superproducts Parts. www.powervacinc.com. 
262-542-8989. Call now. (PBM)

BUSINESSES

Portable Toilet Company for sale in Suffolk 
County, NY. 2 porta-pottie trucks (service & 
delivery), 2 trailers (10 units & 12 units), 75 
portable toilets, 5 handicap units, 2- 4 person 
handwash stations, 300 gallon holding tank. 
Asking $95K – serious inquires only. Call 631-
472-1487. (PBM)

Amarillo, Texas sewer, drain & plumb-
ing business established in 1976. Owner 
wants to retire, so take the keys to a 2004 
Sprinter outfi tted with all of the equipment 
you’ll need to run this business. Price includes 
real estate with 80x100 shop/offi ce on two city 
lots. Good gross, good profi t, fi nancials avail-
able with signed non-disclosure. Offered at 
$495,000. E-mail jeffb@colepublishing.com 
or call 800-257-7222 and ask for Jeff Bruss 
for more details. A B2 Business Brokerage 
Listing - www.BTwo.biz. (PBM)

Porta Potty Business for sale near Austin Tex-
as. Live and work in the Live Music Capital of 
the World. 250 +- toilets, 3 trucks & holding 
tanks. We have great accounts!!! 512-788-
1500. (P03) 

Family owned portable toilet business. Owner 
with health issues forces sale. 500+ units, 4 
service trucks, located in beautiful Sacramen-
to, Calif. area. 16 years established business, 
loyal customers. Serious inquiries only. Leave 
message; will return calls. 916-343-3326.
 (PBM)

BUSINESSES

Incident Support Business in Central 
Oregon, established 1998. Has Oregon State 
septic pumper license. Also an agreement 
with the USFS for two more years which can 
be renewed for local, regional and national 
emergency situations such as hurricanes, 
forest fi res, or other disasters. Consisting 
of three potable water trucks, one septic 
pumper, mobile on-site laundry complete with 
support truck and 25KW generator,  one 11-
unit hand washing station, one 12-unit hand 
washing station, four 2-sink units with trailer, 
offi ce/bunkhouse trailer, and two pickups. 
Owner is retiring. Serious inquiries only. Will 
train. $250,000. 541-923-0411. (P03)

Dallas/Fort Worth, Texas Area Sewer/
Rehab Business For Sale. Drain Cleaning, 
TV inspection, Pipeline & Manhole Rehab/ 
Relining, Municipal Cleaning and Mainte-
nance business for sale. Excellent opportu-
nity to expand or start your own business. 
Good revenue history and priced to sell. In-
cludes all equipment to get started. Offered 
at $195,000. E-mail jeffb@colepublishing.
com, visit www.Btwo.biz or call 800-257-7222 
and ask for Jeff Bruss for more details. A B2 
Business Brokerage Listing. (PBM)

Well-Established and Profi table Texas 
Septic, Sewer & Installation Business 
For Sale. PRICE RECENTLY REDUCED. 
Grossing in excess of $600,000 annually, 
customer list of nearly 2,000 accounts and 
430 contracted customers. Includes nice late 
model equipment, most are 2007, 2008 model 
years. Owner retiring after nearly 40 years in 
business. Real estate available upon request. 
Reduced to $450,000. E-mail jeffb@colepub 
lishing.com or call 800-257-7222 and ask for 
Jeff Bruss for more details. A B2 Business 
Brokerage Listing - www.BTwo.biz.
 (PBM)

Established portable restroom and sep-
tic service business located in central 
Virginia. Excellent gross each of the past 
3 years with no decline in revenue makes 
this business recession-proof. Steady work 
including many contracts and repeat custom-
ers. Extensive equipment inventory, good 
revenue, and owner willing to train. Great 
opportunity for expansion or a new career. 
Asking price $775,000. E-mail jeffb@colepub 
lishing.com or call 800-257-7222  and ask for 
Jeff Bruss for more details. A B2 Business 
Brokerage Listing. www.BTwo.biz.
 (PBM)

BUSINESSES

Successful business with a large amount 
of equipment and inventory. Profi table 
sewer and septic business in central Penn-
sylvania. Increasing revenue over the past 3 
years and a large amount of equipment and 
inventory. Equipment is a mix of old and new, 
but all is working and making money. Selling 
price $349,000. E-mail jeffb@colepublishing.
com or call 800-257-7222 and ask for Jeff 
Bruss for more details. A B2 Business Bro-
kerage Listing - www.BTwo.biz. (PBM)

SEPTIC PUMPING BUSINESS FOR SALE 
IN COLORADO: Steady, recession-proof 
35 year-old company in Denver/Colorado 
Springs with current owners retiring. Strong 
brand recognition with over 3,000 residen-
tial and commercial customers and 75% 
recurring sales. Meticulously maintained 
equipment including 3500 and 2500 gallon 
late model septic trucks. Asking $350,000. 
Call Matt at 888-891-0097 or email info@ 
independencegroup.com. (P03)

New jersey VIP Restroom/ Portable Toi-
let Business For Sale. Servicing Metro 
Philadelphia and Southwest New Jersey with 
VIP restroom trailers and portables. Many late 
model assets including 2 nice service trucks, 
1 back-up service truck, pick-up truck, 4 VIP 
restroom trailers, nearly 300 restrooms, sinks, 
holding tanks, slide-in unit, 2 forklifts, and 
more. Assets worth over $300,000 - priced 
to sell at $399,000. E-mail jeffb@colepublish 
ing.com or call 800-257-7222 and ask for Jeff 
Bruss for more details. A B2 Business Bro-
kerage Listing - www.BTwo.biz. (PBM)

ESTABLISHED BUSINESS FOR SALE IN 
WASHINGTON: TP Re-Roller Co. Turns 
waste paper into profi ts! Patented. Serious 
inquiries only call Milton Foss at 360-385-
1333. (PBM)

PORTABLE TOILET BUSINESS FOR SALE. 
Central Wisconsin. 377 portables, 6 trailers, 
3 trucks, spare parts, complete turnkey op-
eration. Motivated seller! $249,000. 715-833-
1510. (P03) 

Chicago-Area Biosolids, Land Applica-
tion, Dredging and Industrial Services 
Business. Established in 1985, owner is 
retiring. Reputable business includes real 
estate servicing the entire Chicagoland 
area with sludge and biosolids disposal and 
treatment services. Real estate and shop 
included with sale valued at $750,000, busi-
ness grosses in excess of $3 million annually, 
$6.3 million in equipment and assets includ-
ing several TerraGators, Vac Trailers, dump 
trailers, loaders and much more. Offered at 
$4,900,000 - huge potential, good profi t and 
priced right. Non-Disclosure Agreement re-
quired, all P&L statements, list of assets, and 
fi nancials available to qualifi ed buyers. E-mail 
jeffb@colepublishing.com or call 800-257-
7222 and ask for Jeff Bruss for more details. 
A B2 Business Brokerage Listing - www.
BTwo.biz. (PBM)

BUSINESSES

Established restroom business for sale, Cen-
tral Massachusetts. All equipment, customer 
list. Will help with transition period. Serious 
inquiries call 508-341-3559. (P05) 

ARE YOU MOVING TO FLORIDA? Would 
you like to start a septic and sewer cleaning 
business? I have license - will sponsor. For 
more information call Larry at 931-277-5541 
or 931-248-1284. (CPBM)

PORTABLE TOILET/SEPTIC PUMPING 
BUSINESS FOR SALE IN FRESNO, CA: 60 
double trailers, 10 single trailers, 5 triple trail-
ers, 60 skid units, 55 skids w/sink, 4 handicap 
units, 2 holding tanks, 7 free standing sinks. 
All blue/white PolyPortables. 2003 Interna-
tional 1500 gallons, 2004 Chevy 3500 450 
gallons, 1991 Chevy delivery truck, and 3 
delivery trailers. Also willing to sell equipment 
individually. For more information please call 
Leo at 559-269-3270. (PBM)

BUSINESS OPPORTUNITIES

 National Grease Recycling Inc. Let us 
teach you how to recycle restaurant’s waste 
fryer grease and oil (yellow grease) only. No 
trap grease. Big $. Over 30 yrs. experience. 
Will guide you through complete process from 
collection to processing to marketing to end 
users. Don’t lose your trap business to com-
petitors that offer both services. We also buy 
cooking oil, unprocessed, anywhere in the 
country. Call for information. Dewey Walker. 
813-752-9535 or 813-758-2552. (PBM)

Attention Polyjohn Owners: Receive a 
free CD-Rom of our products to use in your 
company marketing efforts. Ask your Poly-
John business coach in your area to send you 
this material today. 1-800-292-1305 Kell.
 (PBM)

W W W . R O O T E R M A N . C O M .
Franchises available with low fl at fee. New 
concept. Visit web site or call 1-800-700-
8062 x26. (CPBM)

Looking to sell your business? We can ef-
fectively market your business to more than 
100,000 potential buyers in the liquid waste, 
portable sanitation, and sewer & drain indus-
tries, as well as your local markets, the Inter-
net and other venues. No upfront fees — you 
don’t pay unless your business sells. To learn 
more about brokering your business through 
B2 Business Brokers powered by Pumper,
call 800-257-7222. (PBM)

BUSINESS WANTED

Serious buyer looking to purchase portable 
restroom and/or septic businesses in the 
North NJ or Hudson Valley, NY area. All in-
quiries are kept confi dential. If you’re thinking 
of selling, please call Jeff at 800-994-7990 or 
e-mail jeffb@colepublishing.com for more in-
formation. (P06) 
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BUSINESS WANTED

WANTED: Looking to acquire septic busi-
nesses in Massachusetts. All inquiries will be 
confidential. 508-868-7627. (PBM)

COMPUTER SOFTWARE

Pumper Plus Billing Software: Regularly 
$795. Mention this ad in Pumper.com and 
purchase for only $595. Pumper Plus is a bill-
ing software package from Galaxy Systems, 
www.galsys.com/pumperdemo.asp, that 
handles billing for septic pumping and por-
table toilet service-type companies. Inquire at 
solutions@galsys.com or call 800-985-3029.

(PBM)

DEWATERING

BUY - SELL - LEASE - TRADE: Clarifiers, 
Filter Presses, Belt Presses, Vacuum Filters, 
Filter Cloth, Dewatering Bags, Tanks, Mixers 
and more! Call Waste Treatment Equipment 
Specialties at 440-808-8844. www.wesco 
equip.com. (P12)

2007 New Tech NT-4000E dewatering unit 
mounted on a 10-ton capacity trailer for sep-
tic and grease traps. It is equipped with 750 
micron filter screens and is a diesel/hydraulic 
powered system with 3” pump, 132 gpm poly-
mer mixing device. $45,000. 928-300-0583 
AZ.  (P04) 

Belt Press 2000 Stainless 1.5 meter. Mix tank 
variable speed drive motor, polymer unit, 5 
hp electric motor for spray bar. 3000 gal. per 
hr. EXCELLENT CONDITION. 20 yrs. experi-
ence, will help set up. Part trade. Steve 503-
577-7223 OR.  (P05)

2000 1.5 Meter Belt Press, variable speed, 
complete, excellent condition, 20 yrs. in 
pumping business. $27,500. Call Steve @ 
503-577-7223. Portland, Or.  (P05) 

2006 Ashbrook 2.0 Meter Dewatering Klam-
press Machine with 1,100 hours and Polymer 
mixing pump on portable trailer with conveyor. 
$185,000. 901-493-6968 TN. (P05) 

22-yard dewatering box w/steel rolling tops. 
Does not include filter media or polymer injec-
tion system. Asking $23,000. 770-917-0377 
GA.  (PBM)

4-year-old (2006) Lely Maximizer in great 
shape with 2 screens. $24,000. Call 1-866-
362-7687 for more info. GA. (P03)

DRAINFIELD RESTORATION

DO YOU OWN A TERRALIFT MACHINE? 
We have the beads in stock and we also have 
heavy duty 6’ probes. Wanted: Used Terralift 
machines, working or not. Toll Free 1-888-
252-1006. (P07)

DRAINFIELD RESTORATION

Soil Shaker 2000. Universal skid steer at-
tachment for drainfield restoration. Buy fac-
tory direct $6,250. www.soilshaker.com or call 
320-293-6644. (P1-12)

2009 Terralift TL-2000 Style w/PS 180 Ham-
mer in new condition. A new trailer with stain-
less steel tool box is included. $45,000. 828-
696-3370 NC.  (P04)

DRAIN/SEWER CLEANING 
EQUIPMENT

2002 MyTana portable jetter. 3000 lb. @ 4 
gpm. 13 hp Honda. In great shape, used very 
little. 9 years old. Asking $3,200. Call Chuck 
515-321-2366 IA. (P03)

HAZARDOUS WASTE UNITS

2000 Mack RD6885 cab & chassis with a 
4,000 gallon, C/S, DOT certified vacuum tank 
unit with PV750 pump. (Stock #1460V) www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

1997 Freightliner with Presvac 2300 gallon 
DOT certified vacuum tank, Presvac PV750 
vacuum pump with new paint and tank in-
spections. KLM Companies, 617-909-9044.
 (P03)

1993 White GMC vacuum truck, triple axle, 
2875 gal. tank, 176,585 miles. $32,000 OBO. 
Lenny 818-612-5148 CA. (PBM)

2011 Freightliner M2 with a new Presvac 
3200 gallon carbon steel, DOT 407/412 cer-
tified full open rear door, dump-style unit. 
PVB750 vacuum pump. (Stock #13444E) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

2011 Freightliner M2 with new Presvac 3,200 
gallon stainless steel DOT certified dump and 
door vacuum tank. 900 CFM blower, 330 HP. 
KLM Companies, 617-909-9044. (P03)

HYDROEXCAVATING
EQUIPMENT

This is a 2000 Western Star 49645X (445,000 
kilometers) which is about 250,000 miles. w/
CAT C12, 410 HP, engine brake, Fuller 18-
spd., beam suspension, 20,000 fronts and 
42,000 rears. 286 inch wb. Pro Vac tank 
(2,870 gal) w/Fraserwoods vac pump (S1AV 
822). 8 ‘ section hose boom. Asking price 
$120,000. For more information please con-
tact me, Sergio, at 361-318-4459 TX. (P03)

jETTERS-TRAILER

SECA trailer jet model 747, diesel with 394 
hours, 35 gpm, 2000 psi, 500 feet new hose. 
Was city owned. $13,500. Pictures at www.
empireequip.com. 714-639-8352. (CPBM)

jETTERS-TRAILER

Xtreme Flow Hot/Cold jetter! Model# 
HJ2TA8536, tandem axle trailer, 35 HP Van-
guard 8.5 gpm @ 3,600 psi, 325 gal. water 
tank, 300’ hose, General pump. List  $27,995. 
Sale only $22,995. Fully loaded! 800-
213-3272; www.hotjetusa.com. (CPBM)

2 SECA trailer jets. Both have Myers 35 gpm, 
2000 psi pumps. New paint on both. Located 
in Dallas. 972-938-1905. www.empireequip.
com. (CPBM)

jETTERS-TRUCk

2008 Peterbilt 367 Jetter. Front axle: 20,000 
lbs. Rear axle: 46,000 lbs. Cummins ISX 475 
HP motor. 10-speed Eaton Fuller transmis-
sion. $297,900. 310-354-9999 CA. (P03) 

2006 GMC TC6500 cab & chassis truck 
mounted jetting unit with Jet Eye camera 
system, 3,000 psi @ 50 gpm, 1,000 gallons 
water, 600’ hose, 500 cfm blower, 1/2-yd. 
debris tank and attachments. $149,000 
purchase price! (Stock #13234) www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

1992 Ford L8000 cab and chassis with an 
enclosed Sewer Equipment Co. jetting unit 
with a Myers D-65 hydraulically driven water-
cooled pump. (Stock #1505C) www.Vacu 
umSalesInc.com, (888) VAC-UNIT (822-
8648). (PBM)

2001 Vac-Con water jet on an International 
model 4700, 50 gpm, 3000 psi, 1600 gallon 
plastic water tank. Was city owned. $24,500. 
Pictures at www.khtrucks.com. 972-938-
1905. (CPBM)

jET VACS

Mini Jet “N” Vac/Hydro Excavators. Perfect 
for: Vertical Hole Drilling/Pot Holing/Vacuum-
ing. For details call 1-800-213-3272; www.
hotjetusa.com. (CPBM)

Jack Doheny Supplies Inc. offers a full range 
of late model combo units and DOT industrial 
vacuum loaders. Call us @1-800-3DOHENY.
 (CPBM)

LEASE/FINANCING

North Star Commercial Credit: Commer-
cial Loans for Trucks or Equipment. Flexible 
purchase programs to fit your budget. 21 yrs. 
in the industry. Contact Tom Myers - 877-
804-2274. (CPBM)

Excel Commercial Leasing: Did you find 
something you liked at the Pumper show? 
And, not sure of the best way to put that 
equipment to work for you or your company! 
Let Excel Commercial Leasing’s profes-
sional staff, with over 65 years of industry 
experience, find you a leasing solution today. 
1-855-54E-XCEL (3-9235). (P03)

MISCELLANEOUS

New custom built rotary screen for process-
ing/screening septic or grease trap waste, 
also other liquid material. Originally construct-
ed to screen waste prior to land application, 
7’X16’ containment box, 12’X3” rotary screen. 
Works extremely well based on 7 years op-
erating experience. $30,000. Call JD 775-
825-1595 or email jd@watersvacuum.com for 
pictures. (P04)

Finally! One-man septic lid lifter. Lifts lids with 
incredible ease. Free shipping, lifetime war-
ranty. Send check or money order for $230.00 
to Brindlee Mtn. Rooter, 130 Co. Rd. 1829, 
Arab, AL 35016. 256-586-5948. (P03)

PARTS & COMPONENTS

PARTS & SERVICE for vacuum pumps and 
vacuum tanks. Vacuum pumps also in stock. 
Chambersburg, PA. 717-709-0000. Ask for 
Ken or Randy. (PBM)

PORTABLE RESTROOMS

40 Five Peaks, about 2 years old, lightly used, 
still new condition. $350 each. 402-217-1118 
NE. (P03)

Brand new Imperial portable toilets for sale. 
Units include hand sanitizers installed. Many 
still in shrink wrap. Delivery possible. $450 
each. Discounts for larger orders. 715-685-
2222 WI.  (P04)

Up to 300 used Teal Satellite units in excellent 
condition located in Raleigh, NC. $250 each 
minimum purchase of 26 units and shipping 
can be arranged. 1-919-954-8585. (P03)

20 unused toilet lift racks. $75.00 each. 816-
238-3000 MO. (PT03)

30 Aqua PolyPortable Integras, excellent con-
dition, less than five years old, used mostly 
for special events and not construction. $350 
each. Western Montana. Call 406-728-3533 
for more information.  (P03)

LIQUIDATING BUSINESS - TOILETS: 9 
special event, 130 construction, 5 execu-
tive. HOLDING TANKS: 4. 1999 International 
pump truck. $22,000 for package. Call for 
details and pics. 704-867-7245. Mooresville, 
NC. (PT05)

Up to 400 used teal Satellite units in excel-
lent condition in Central Florida. $200 each. 
Minimum purchase 50 units. 352-860-0195.
  (PBM)

Used portable toilets for sale. $250 and up. 
Brown/Green Satellite Tuftway units, Lime 
Green PolyPortables Integras, PolyJohn PJ3 
Light Blue, Brown/Green Synergy units and 
more. Visit us at www.donsjohns.com/used-  
unit-sales for more info. 703-273-7100 or 
sales@donsjohns.com. (P03)
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 ADVERTISING

SANITATION POSTCARDS & BUSINESS 
CARD MAGNETS: Remind your customers 
and prospects with color postcards and mag-
nets. Economical marketing tools. Tradeshow 
handouts as well. Call 781-844-8600. Visit 
www.sanitationpostcards.com. (PBM)

BLOWERS

VFC200P-5T, FUjI Pumps, Regenerative 
Blowers, Ring Compressors. All models, ac-
cessories. Authorized distributor. Authorized 
parts and repair center. Call 888-227-9822. 
www.carymfg.com. (PBM)

•  Blowers  •  Vane Pumps  •  Water Pumps  
•  Transfer Cases  •  Vactor  •  Guzzler  •  And 
Superproducts Parts. www.powervacinc.com. 
262-542-8989. Call now. (PBM)

BUSINESSES

Portable Toilet Company for sale in Suffolk 
County, NY. 2 porta-pottie trucks (service & 
delivery), 2 trailers (10 units & 12 units), 75 
portable toilets, 5 handicap units, 2- 4 person 
handwash stations, 300 gallon holding tank. 
Asking $95K – serious inquires only. Call 631-
472-1487. (PBM)

Amarillo, Texas sewer, drain & plumb-
ing business established in 1976. Owner 
wants to retire, so take the keys to a 2004 
Sprinter outfi tted with all of the equipment 
you’ll need to run this business. Price includes 
real estate with 80x100 shop/offi ce on two city 
lots. Good gross, good profi t, fi nancials avail-
able with signed non-disclosure. Offered at 
$495,000. E-mail jeffb@colepublishing.com 
or call 800-257-7222 and ask for Jeff Bruss 
for more details. A B2 Business Brokerage 
Listing - www.BTwo.biz. (PBM)

Porta Potty Business for sale near Austin Tex-
as. Live and work in the Live Music Capital of 
the World. 250 +- toilets, 3 trucks & holding 
tanks. We have great accounts!!! 512-788-
1500. (P03) 

Family owned portable toilet business. Owner 
with health issues forces sale. 500+ units, 4 
service trucks, located in beautiful Sacramen-
to, Calif. area. 16 years established business, 
loyal customers. Serious inquiries only. Leave 
message; will return calls. 916-343-3326.
 (PBM)

BUSINESSES

Incident Support Business in Central 
Oregon, established 1998. Has Oregon State 
septic pumper license. Also an agreement 
with the USFS for two more years which can 
be renewed for local, regional and national 
emergency situations such as hurricanes, 
forest fi res, or other disasters. Consisting 
of three potable water trucks, one septic 
pumper, mobile on-site laundry complete with 
support truck and 25KW generator,  one 11-
unit hand washing station, one 12-unit hand 
washing station, four 2-sink units with trailer, 
offi ce/bunkhouse trailer, and two pickups. 
Owner is retiring. Serious inquiries only. Will 
train. $250,000. 541-923-0411. (P03)

Dallas/Fort Worth, Texas Area Sewer/
Rehab Business For Sale. Drain Cleaning, 
TV inspection, Pipeline & Manhole Rehab/ 
Relining, Municipal Cleaning and Mainte-
nance business for sale. Excellent opportu-
nity to expand or start your own business. 
Good revenue history and priced to sell. In-
cludes all equipment to get started. Offered 
at $195,000. E-mail jeffb@colepublishing.
com, visit www.Btwo.biz or call 800-257-7222 
and ask for Jeff Bruss for more details. A B2 
Business Brokerage Listing. (PBM)

Well-Established and Profi table Texas 
Septic, Sewer & Installation Business 
For Sale. PRICE RECENTLY REDUCED. 
Grossing in excess of $600,000 annually, 
customer list of nearly 2,000 accounts and 
430 contracted customers. Includes nice late 
model equipment, most are 2007, 2008 model 
years. Owner retiring after nearly 40 years in 
business. Real estate available upon request. 
Reduced to $450,000. E-mail jeffb@colepub 
lishing.com or call 800-257-7222 and ask for 
Jeff Bruss for more details. A B2 Business 
Brokerage Listing - www.BTwo.biz.
 (PBM)

Established portable restroom and sep-
tic service business located in central 
Virginia. Excellent gross each of the past 
3 years with no decline in revenue makes 
this business recession-proof. Steady work 
including many contracts and repeat custom-
ers. Extensive equipment inventory, good 
revenue, and owner willing to train. Great 
opportunity for expansion or a new career. 
Asking price $775,000. E-mail jeffb@colepub 
lishing.com or call 800-257-7222  and ask for 
Jeff Bruss for more details. A B2 Business 
Brokerage Listing. www.BTwo.biz.
 (PBM)

BUSINESSES

Successful business with a large amount 
of equipment and inventory. Profi table 
sewer and septic business in central Penn-
sylvania. Increasing revenue over the past 3 
years and a large amount of equipment and 
inventory. Equipment is a mix of old and new, 
but all is working and making money. Selling 
price $349,000. E-mail jeffb@colepublishing.
com or call 800-257-7222 and ask for Jeff 
Bruss for more details. A B2 Business Bro-
kerage Listing - www.BTwo.biz. (PBM)

SEPTIC PUMPING BUSINESS FOR SALE 
IN COLORADO: Steady, recession-proof 
35 year-old company in Denver/Colorado 
Springs with current owners retiring. Strong 
brand recognition with over 3,000 residen-
tial and commercial customers and 75% 
recurring sales. Meticulously maintained 
equipment including 3500 and 2500 gallon 
late model septic trucks. Asking $350,000. 
Call Matt at 888-891-0097 or email info@ 
independencegroup.com. (P03)

New jersey VIP Restroom/ Portable Toi-
let Business For Sale. Servicing Metro 
Philadelphia and Southwest New Jersey with 
VIP restroom trailers and portables. Many late 
model assets including 2 nice service trucks, 
1 back-up service truck, pick-up truck, 4 VIP 
restroom trailers, nearly 300 restrooms, sinks, 
holding tanks, slide-in unit, 2 forklifts, and 
more. Assets worth over $300,000 - priced 
to sell at $399,000. E-mail jeffb@colepublish 
ing.com or call 800-257-7222 and ask for Jeff 
Bruss for more details. A B2 Business Bro-
kerage Listing - www.BTwo.biz. (PBM)

ESTABLISHED BUSINESS FOR SALE IN 
WASHINGTON: TP Re-Roller Co. Turns 
waste paper into profi ts! Patented. Serious 
inquiries only call Milton Foss at 360-385-
1333. (PBM)

PORTABLE TOILET BUSINESS FOR SALE. 
Central Wisconsin. 377 portables, 6 trailers, 
3 trucks, spare parts, complete turnkey op-
eration. Motivated seller! $249,000. 715-833-
1510. (P03) 

Chicago-Area Biosolids, Land Applica-
tion, Dredging and Industrial Services 
Business. Established in 1985, owner is 
retiring. Reputable business includes real 
estate servicing the entire Chicagoland 
area with sludge and biosolids disposal and 
treatment services. Real estate and shop 
included with sale valued at $750,000, busi-
ness grosses in excess of $3 million annually, 
$6.3 million in equipment and assets includ-
ing several TerraGators, Vac Trailers, dump 
trailers, loaders and much more. Offered at 
$4,900,000 - huge potential, good profi t and 
priced right. Non-Disclosure Agreement re-
quired, all P&L statements, list of assets, and 
fi nancials available to qualifi ed buyers. E-mail 
jeffb@colepublishing.com or call 800-257-
7222 and ask for Jeff Bruss for more details. 
A B2 Business Brokerage Listing - www.
BTwo.biz. (PBM)

BUSINESSES

Established restroom business for sale, Cen-
tral Massachusetts. All equipment, customer 
list. Will help with transition period. Serious 
inquiries call 508-341-3559. (P05) 

ARE YOU MOVING TO FLORIDA? Would 
you like to start a septic and sewer cleaning 
business? I have license - will sponsor. For 
more information call Larry at 931-277-5541 
or 931-248-1284. (CPBM)

PORTABLE TOILET/SEPTIC PUMPING 
BUSINESS FOR SALE IN FRESNO, CA: 60 
double trailers, 10 single trailers, 5 triple trail-
ers, 60 skid units, 55 skids w/sink, 4 handicap 
units, 2 holding tanks, 7 free standing sinks. 
All blue/white PolyPortables. 2003 Interna-
tional 1500 gallons, 2004 Chevy 3500 450 
gallons, 1991 Chevy delivery truck, and 3 
delivery trailers. Also willing to sell equipment 
individually. For more information please call 
Leo at 559-269-3270. (PBM)

BUSINESS OPPORTUNITIES

 National Grease Recycling Inc. Let us 
teach you how to recycle restaurant’s waste 
fryer grease and oil (yellow grease) only. No 
trap grease. Big $. Over 30 yrs. experience. 
Will guide you through complete process from 
collection to processing to marketing to end 
users. Don’t lose your trap business to com-
petitors that offer both services. We also buy 
cooking oil, unprocessed, anywhere in the 
country. Call for information. Dewey Walker. 
813-752-9535 or 813-758-2552. (PBM)

Attention Polyjohn Owners: Receive a 
free CD-Rom of our products to use in your 
company marketing efforts. Ask your Poly-
John business coach in your area to send you 
this material today. 1-800-292-1305 Kell.
 (PBM)

W W W . R O O T E R M A N . C O M .
Franchises available with low fl at fee. New 
concept. Visit web site or call 1-800-700-
8062 x26. (CPBM)

Looking to sell your business? We can ef-
fectively market your business to more than 
100,000 potential buyers in the liquid waste, 
portable sanitation, and sewer & drain indus-
tries, as well as your local markets, the Inter-
net and other venues. No upfront fees — you 
don’t pay unless your business sells. To learn 
more about brokering your business through 
B2 Business Brokers powered by Pumper,
call 800-257-7222. (PBM)

BUSINESS WANTED

Serious buyer looking to purchase portable 
restroom and/or septic businesses in the 
North NJ or Hudson Valley, NY area. All in-
quiries are kept confi dential. If you’re thinking 
of selling, please call Jeff at 800-994-7990 or 
e-mail jeffb@colepublishing.com for more in-
formation. (P06) 
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BUSINESS WANTED

WANTED: Looking to acquire septic busi-
nesses in Massachusetts. All inquiries will be 
confidential. 508-868-7627. (PBM)

COMPUTER SOFTWARE

Pumper Plus Billing Software: Regularly 
$795. Mention this ad in Pumper.com and 
purchase for only $595. Pumper Plus is a bill-
ing software package from Galaxy Systems, 
www.galsys.com/pumperdemo.asp, that 
handles billing for septic pumping and por-
table toilet service-type companies. Inquire at 
solutions@galsys.com or call 800-985-3029.

(PBM)

DEWATERING

BUY - SELL - LEASE - TRADE: Clarifiers, 
Filter Presses, Belt Presses, Vacuum Filters, 
Filter Cloth, Dewatering Bags, Tanks, Mixers 
and more! Call Waste Treatment Equipment 
Specialties at 440-808-8844. www.wesco 
equip.com. (P12)

2007 New Tech NT-4000E dewatering unit 
mounted on a 10-ton capacity trailer for sep-
tic and grease traps. It is equipped with 750 
micron filter screens and is a diesel/hydraulic 
powered system with 3” pump, 132 gpm poly-
mer mixing device. $45,000. 928-300-0583 
AZ.  (P04) 

Belt Press 2000 Stainless 1.5 meter. Mix tank 
variable speed drive motor, polymer unit, 5 
hp electric motor for spray bar. 3000 gal. per 
hr. EXCELLENT CONDITION. 20 yrs. experi-
ence, will help set up. Part trade. Steve 503-
577-7223 OR.  (P05)

2000 1.5 Meter Belt Press, variable speed, 
complete, excellent condition, 20 yrs. in 
pumping business. $27,500. Call Steve @ 
503-577-7223. Portland, Or.  (P05) 

2006 Ashbrook 2.0 Meter Dewatering Klam-
press Machine with 1,100 hours and Polymer 
mixing pump on portable trailer with conveyor. 
$185,000. 901-493-6968 TN. (P05) 

22-yard dewatering box w/steel rolling tops. 
Does not include filter media or polymer injec-
tion system. Asking $23,000. 770-917-0377 
GA.  (PBM)

4-year-old (2006) Lely Maximizer in great 
shape with 2 screens. $24,000. Call 1-866-
362-7687 for more info. GA. (P03)

DRAINFIELD RESTORATION

DO YOU OWN A TERRALIFT MACHINE? 
We have the beads in stock and we also have 
heavy duty 6’ probes. Wanted: Used Terralift 
machines, working or not. Toll Free 1-888-
252-1006. (P07)

DRAINFIELD RESTORATION

Soil Shaker 2000. Universal skid steer at-
tachment for drainfield restoration. Buy fac-
tory direct $6,250. www.soilshaker.com or call 
320-293-6644. (P1-12)

2009 Terralift TL-2000 Style w/PS 180 Ham-
mer in new condition. A new trailer with stain-
less steel tool box is included. $45,000. 828-
696-3370 NC.  (P04)

DRAIN/SEWER CLEANING 
EQUIPMENT

2002 MyTana portable jetter. 3000 lb. @ 4 
gpm. 13 hp Honda. In great shape, used very 
little. 9 years old. Asking $3,200. Call Chuck 
515-321-2366 IA. (P03)

HAZARDOUS WASTE UNITS

2000 Mack RD6885 cab & chassis with a 
4,000 gallon, C/S, DOT certified vacuum tank 
unit with PV750 pump. (Stock #1460V) www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

1997 Freightliner with Presvac 2300 gallon 
DOT certified vacuum tank, Presvac PV750 
vacuum pump with new paint and tank in-
spections. KLM Companies, 617-909-9044.
 (P03)

1993 White GMC vacuum truck, triple axle, 
2875 gal. tank, 176,585 miles. $32,000 OBO. 
Lenny 818-612-5148 CA. (PBM)

2011 Freightliner M2 with a new Presvac 
3200 gallon carbon steel, DOT 407/412 cer-
tified full open rear door, dump-style unit. 
PVB750 vacuum pump. (Stock #13444E) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

2011 Freightliner M2 with new Presvac 3,200 
gallon stainless steel DOT certified dump and 
door vacuum tank. 900 CFM blower, 330 HP. 
KLM Companies, 617-909-9044. (P03)

HYDROEXCAVATING
EQUIPMENT

This is a 2000 Western Star 49645X (445,000 
kilometers) which is about 250,000 miles. w/
CAT C12, 410 HP, engine brake, Fuller 18-
spd., beam suspension, 20,000 fronts and 
42,000 rears. 286 inch wb. Pro Vac tank 
(2,870 gal) w/Fraserwoods vac pump (S1AV 
822). 8 ‘ section hose boom. Asking price 
$120,000. For more information please con-
tact me, Sergio, at 361-318-4459 TX. (P03)

jETTERS-TRAILER

SECA trailer jet model 747, diesel with 394 
hours, 35 gpm, 2000 psi, 500 feet new hose. 
Was city owned. $13,500. Pictures at www.
empireequip.com. 714-639-8352. (CPBM)

jETTERS-TRAILER

Xtreme Flow Hot/Cold jetter! Model# 
HJ2TA8536, tandem axle trailer, 35 HP Van-
guard 8.5 gpm @ 3,600 psi, 325 gal. water 
tank, 300’ hose, General pump. List  $27,995. 
Sale only $22,995. Fully loaded! 800-
213-3272; www.hotjetusa.com. (CPBM)

2 SECA trailer jets. Both have Myers 35 gpm, 
2000 psi pumps. New paint on both. Located 
in Dallas. 972-938-1905. www.empireequip.
com. (CPBM)

jETTERS-TRUCk

2008 Peterbilt 367 Jetter. Front axle: 20,000 
lbs. Rear axle: 46,000 lbs. Cummins ISX 475 
HP motor. 10-speed Eaton Fuller transmis-
sion. $297,900. 310-354-9999 CA. (P03) 

2006 GMC TC6500 cab & chassis truck 
mounted jetting unit with Jet Eye camera 
system, 3,000 psi @ 50 gpm, 1,000 gallons 
water, 600’ hose, 500 cfm blower, 1/2-yd. 
debris tank and attachments. $149,000 
purchase price! (Stock #13234) www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

1992 Ford L8000 cab and chassis with an 
enclosed Sewer Equipment Co. jetting unit 
with a Myers D-65 hydraulically driven water-
cooled pump. (Stock #1505C) www.Vacu 
umSalesInc.com, (888) VAC-UNIT (822-
8648). (PBM)

2001 Vac-Con water jet on an International 
model 4700, 50 gpm, 3000 psi, 1600 gallon 
plastic water tank. Was city owned. $24,500. 
Pictures at www.khtrucks.com. 972-938-
1905. (CPBM)

jET VACS

Mini Jet “N” Vac/Hydro Excavators. Perfect 
for: Vertical Hole Drilling/Pot Holing/Vacuum-
ing. For details call 1-800-213-3272; www.
hotjetusa.com. (CPBM)

Jack Doheny Supplies Inc. offers a full range 
of late model combo units and DOT industrial 
vacuum loaders. Call us @1-800-3DOHENY.
 (CPBM)

LEASE/FINANCING

North Star Commercial Credit: Commer-
cial Loans for Trucks or Equipment. Flexible 
purchase programs to fit your budget. 21 yrs. 
in the industry. Contact Tom Myers - 877-
804-2274. (CPBM)

Excel Commercial Leasing: Did you find 
something you liked at the Pumper show? 
And, not sure of the best way to put that 
equipment to work for you or your company! 
Let Excel Commercial Leasing’s profes-
sional staff, with over 65 years of industry 
experience, find you a leasing solution today. 
1-855-54E-XCEL (3-9235). (P03)

MISCELLANEOUS

New custom built rotary screen for process-
ing/screening septic or grease trap waste, 
also other liquid material. Originally construct-
ed to screen waste prior to land application, 
7’X16’ containment box, 12’X3” rotary screen. 
Works extremely well based on 7 years op-
erating experience. $30,000. Call JD 775-
825-1595 or email jd@watersvacuum.com for 
pictures. (P04)

Finally! One-man septic lid lifter. Lifts lids with 
incredible ease. Free shipping, lifetime war-
ranty. Send check or money order for $230.00 
to Brindlee Mtn. Rooter, 130 Co. Rd. 1829, 
Arab, AL 35016. 256-586-5948. (P03)

PARTS & COMPONENTS

PARTS & SERVICE for vacuum pumps and 
vacuum tanks. Vacuum pumps also in stock. 
Chambersburg, PA. 717-709-0000. Ask for 
Ken or Randy. (PBM)

PORTABLE RESTROOMS

40 Five Peaks, about 2 years old, lightly used, 
still new condition. $350 each. 402-217-1118 
NE. (P03)

Brand new Imperial portable toilets for sale. 
Units include hand sanitizers installed. Many 
still in shrink wrap. Delivery possible. $450 
each. Discounts for larger orders. 715-685-
2222 WI.  (P04)

Up to 300 used Teal Satellite units in excellent 
condition located in Raleigh, NC. $250 each 
minimum purchase of 26 units and shipping 
can be arranged. 1-919-954-8585. (P03)

20 unused toilet lift racks. $75.00 each. 816-
238-3000 MO. (PT03)

30 Aqua PolyPortable Integras, excellent con-
dition, less than five years old, used mostly 
for special events and not construction. $350 
each. Western Montana. Call 406-728-3533 
for more information.  (P03)

LIQUIDATING BUSINESS - TOILETS: 9 
special event, 130 construction, 5 execu-
tive. HOLDING TANKS: 4. 1999 International 
pump truck. $22,000 for package. Call for 
details and pics. 704-867-7245. Mooresville, 
NC. (PT05)

Up to 400 used teal Satellite units in excel-
lent condition in Central Florida. $200 each. 
Minimum purchase 50 units. 352-860-0195.
  (PBM)

Used portable toilets for sale. $250 and up. 
Brown/Green Satellite Tuftway units, Lime 
Green PolyPortables Integras, PolyJohn PJ3 
Light Blue, Brown/Green Synergy units and 
more. Visit us at www.donsjohns.com/used-  
unit-sales for more info. 703-273-7100 or 
sales@donsjohns.com. (P03)
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PORTABLE RESTROOMS

CLOSING BUSINESS. Event quality 60 Poly-
John PJ3s @ $300 and 10 Comfort Inns @ 
$900. Blue. Most used one season. 360-357-
4338 WA.  (P04) 

Over 600 PolyJohn units 1-2 years old. Start-
ing at $300 each. Minimum purchase of 26 
units. 772-562-4604. kim@reliablepolyjohn. 
com. (PBM)

FOR SALE: Construction condition $75-$150 
ea; special event units $150-$225 ea; half 
units $175-$250 ea; handicaps $600 ea. All 
PolyPortables, PolyJohns, Five Peaks, Satel-
lites MUST GO!  Also handwash sinks, $175 
ea. Contact Manuel @ 305-970-9837 or email 
greenpro10@yahoo.com. (P03)

PORTABLE
RESTROOM TANkS

Single or multiple compartment tanks. 
Choose mild, stainless, or galvanized steel. 
Capacities from 100 to 6000 gallons, any di-
ameter. Parts and accessories to build your 
own and save money. 800-545-0174. www.
tanksandpumps.com. (PBM)

300 gallon, 225 waste/75 water, brand new, 
Battioni pump. $5,500. 315-375-7867. (PBM)

PORTABLE
RESTROOM TRAILERS

10x32 or 10x42 special event trailers, like 
new. AC, heat, etc. $19,500 each. 816-238-
3000 MO. (PT03)

2 and 4 unit NuConcept (VIP) trailers w/
portable. See link for video of trailer and 
VIP portables: http://www.youtube.com/
watch?v=0MLrImUp6J4. Joe: 818-355-0253 
CA. (P04)

New and used RESTROOM TRAILERS avail-
able immediately. 8 to 34 foot luxury trailers. 
Comforts of Home Services Inc. 877-382-
2935. (PBM)

PORTABLE
RESTROOM TRUCkS

2006 Ford F450 4X4, 600 waste/275 water, 
Imperial aluminum tank. Excellent shape. 
563-924-2225 IA.  (P03) 

2001 Dodge 3500, Satellite 550-300 tank, 
156,00 miles, Cummins diesel, new trans, 
brakes. $13,000. 806-7621066. (P03) 

2008 Dodge 5500, Cummins, automatic, 
50,000 miles, 1000 waste, 300 fresh, under 
warranty, $52,000. 2008 Ford 550, diesel, au-
tomatic, 64,000 miles, 950 waste, 300 fresh, 
still has warranty, $47,000. Rodney Lane cell 
270-832-3793. (PBM)

PORTABLE
RESTROOM TRUCkS

2002 Chevy HD 4x4, 300/100, wash down 
pump, Conde pump, lift gate, hauls 6 units. 
Truck is in great working condition. $16,500. 
989-845-6280 MI.  (PT04)

Pre-owned 325 US gallon vacuum tank with 
two (2) 75 gallon poly water tanks mounted 
on a 2007 FML Fabforn Trailer model FMI12-
10K Workmate. (Stock #0477) www.Vacu 
umSalesInc.com, (888) VAC-UNIT (822-
8648). (PBM)

2000 International 4700, Allison auto trans, 
260,000 miles. 1100 waste, 400 fresh Pres-
vac tank with hydraulic PTO, Jurop vacuum 
pump. $15,400.00 Nice truck, very depend-
able & no CDL required. Call 800-273-5409 
or email bruce@aaasanitation.net. WI. (P04)

2005 Ford F550, 4 wheel drive, 600 gallon 
tank, 210 fresh water, Moro 210 pump with 18 
hp pony motor. $19,500. 970-725-0126 CO.
 (P03)

2004 4300 International, 25,500 GVW, 
DT466, Allison, A/C, airbrakes, 3-compart-
ment aluminum tank (450/1400/250), M-10 
water-cooled pump, spot lights, 2 Burk wa-
ter pumps for fill and spray down, restroom 
carrier. Pictures www.acoinc.com/classified. 
Location Phoenix, AZ and Las Vegas, NV. 
$30,000. 208-362-3193. (P03)

2007 International 4100, 109k miles, 350 
fresh/750 waste Crescent tank, dual side 
service, carries 8 toilets, pressure washer, lift 
gate, new Masport pump, excellent condition. 
$46,000. www.pumpertrucksales.com. Call 
Mike @ 303-478-4796 or JR. @ 720-253-
8014.  (PBM)

2004 F-550 Satellite toilet truck. Auto, die-
sel, w/MD950 vac tank. 2-unit toilet carrier. 
$25,000. Excellent shape. www.pumpertruck 
sales.com. Call Mike @ 303-478-4796 or JR. 
@ 720-253-8014. (PBM)

2009 Ford F750 1100-400 stainless tank. 
Less than 10,000 miles. Brand new truck 
used for 1 city project, no off road. $78,500 
new, now $65,000. 251-490-5611 AL.  (P03)

1994 International 4700 with 2003 Keith Hu-
ber 1100 US gallon waste, 400 US gallon 
water, 2-compartment, carbon steel vacuum 
tank, with Masport H7.5V vacuum pump. 
(Stock #6499C) www.VacuumSalesInc.
com, (888) VAC-UNIT (822-8648). (PBM)

For Sale: 1989 Chevrolet, one-ton, automatic, 
454 gas, 4wd, Satellite slide-in unit, tank is 
275/125. $3,500. 715-853-5447 WI. (P03) 

1999 International 4700, 6-speed transmis-
sion, 268,000 miles, 1200 gallon waste/350 
gallon fresh. Non-CDL. $15,000. Call John 
610-705-5555 or e-mail les@pottyqueen. 
com. (PBM)

PORTABLE
RESTROOM TRUCkS

2005 Ford F-550 with 950/350 capacity. Built 
by Lane Co. Truck in good condition and 
used every day. Diesel/auto trans. with A/C. 
155,000 miles. $25,500. 859-255-6605 KY.
  (P04) 

2000 International 4700, 7-speed transmis-
sion, 278,800 miles, 1000 gallon waste/400 
gallon fresh, Non-CDL. $16,000. Call John 
610-587-8879 or e-mail les@pottyqueen. 
com. (PBM)

GOING OUT OF BUSINESS: Aluminum 
portable toilet tankers: ‘03 Inter., $32K; ‘04 
Inter., $34K; ‘05 Inter., $39K.  Contact Manuel 
@ 305-970-9837, or email malonso@port-o-
tech.com. (P03)

2002 Int. 4300, $27,500; 2001 Int. 4700, 
$27,500; 2000 Int. 4700, $25,000; 1998 Int. 
4700, $17,500. 200 restrooms, $125 - $300 
each. Call 256-757-9900 or visit www.pbsos. 
com for more info and pictures. (PBM)

POSITIONS AVAILABLE

ADVANCED WASTE SERVICES is seek-
ing Journeyman-Level Mechanics to add to 
its New Castle, PA, Portage, IN, Milwaukee, 
WI, and Ohio locations. Primary duties will in-
clude all aspects of repair on Semis, Straight 
Trucks, Tankers, Vacuum Trucks, Heavy 
Equipment, Forklifts and Plant Equipment 
consistent with a Water Treatment Operation. 
Qualified candidates will be skilled at Cutting, 
Welding, Fabricating, Hydraulics, Electrical 
Diagnosis and Repair. Experience with Vac-
uum Equipment (Trucks, Tankers and Plant) 
is a must. 8+ years of experience required. 
Class A CDL mandatory within 90 days of 
hire. E-mail your resume and letter of intro-
duction to: hr@advancedwasteservices.com.
 (P07)

PUMPS-VACUUM

Masport water-cooled 15 vacuum pump. All 
worn parts and machine work new and pro-
fessionally assembled. $2,500.00 exchange. 
John 541-501-3861 OR.  (P03) 

New Masport and jurop vacuum pumps. 
Serving the industry since 1980. Compare our 
price before you buy. W-K Machine & Supply 
Co. Call 1-800-633-8947. Distributor. (PBM)

Need a vacuum pump for your portable 
pumper? Try our new 30 cfm, 12 volt system. 
Less noise, no fuel. Automatic oiling, cheaper 
than a gas engine. 800-545-0174. www.tank 
sandpumps.com. (PBM)

Buy & Sell all makes and models, new & 
used vacuum pumps & high pressure water 
pumps, and good used replacement parts. 
Call for an inventory sheet and save. www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

PUMPS-VACUUM

New water end barrel for Vactor water pump, 
$1,250.00. 714-381-4141. (CPBM)

Vacuum Pumps – New, used, or rebuilt. 30 to 
900 cfm. All major brands; air, water, or fan 
cooled. Rebuild specialists - rebuilt PB, M3, 
M10, and others available. 800-545-0174. 
www.tanksandpumps.com. (PBM)

Masport rotary vane vacuum pump HXL400W 
+ all the hardware to hook it up to a truck. 
$3,500. 503-680-9388 Joe, Oregon. (P03)

RENTAL EQUIPMENT

Steel storage containers for sale: 8’ x 20’ and 
8’ x’40’ lengths. We can fill these containers 
with used portable toilets @ special prices. 
Why ship an empty box. Container prices 
starting @ $1,850. Also used mobile offices 
for sale. Lexington, Ky. 866-488-2699. www.
a1portables.com. (P03)

Liquid vacs, wet/dry industrial vacs, combi-
nation jetter/vacs, vacuum street sweeper & 
catch basin cleaner, truck & trailer mounted 
jetters. All available for daily, weekly, monthly, 
and yearly rentals. VSI Rentals, LLC, (888)
VAC-UNIT (822-8648) www.vsirentalsllc.
com. (PBM)

ROLL-OFF TRUCkS

1998 Volvo WG64 quad axle roll-off truck with 
auto tarp and 75k hoist. Cummins 400 HP. 
All new tires, brakes. In excellent condition. 
80,000 GVW. Must see. 617-909-9044. KLM 
Companies. (P03)

SEPTIC TRUCkS

1997 Freightliner FL70, new 2300 gal. vac-
uum pressure tank, Cummins diesel, 6-spd., 
AC. Great condition, clean, dependable, 
ready to work. $35,000 OBO. 845-863-6080 
NY. (P03)

2005 International DT-466, 90,000 miles, 
2500 gallon tank, 395 cfm pump, auto trans., 
Transway built system. $35,000. Call 860-
628-7355 CT.  (P03) 

1998 Mack RD6885 with a 3,200 US gal-
lon stainless steel vacuum tank unit. (Stock 
#6653V) www.VacuumSalesInc.com, 
(888) VAC-UNIT (822-8648). (PBM)

2004 Mack, 4200 gallon tank, Demag-Wittig 
pump, 18-speed transmission, custom cab, 
air conditioned, good condition, 162,000 
miles. $75,000. Call 717-637-5630  PA.
  (P03) 

1995 International 4900, 2500 gal. vac tank, 
new R-260 pump, good condition, work ready. 
Asking $20,000. Call 440-466-4406 (OH) or 
email neseptic@windstream.net. (P03)
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SEPTIC TRUCkS

RETIRING: 1984 Freightliner, Cummins, 
4-axle, vacuum truck. Thompson pump, 
Thompson 3800 gal. tank. $18,000 OBO. Jim 
951-545-9604 CA. (P03)

1996 International: 3200 gal. tank w/Masport 
pump. Very low miles and extremely clean. 
GREAT FOR HOUSE WORK! Wrap around 
hose tray and heated valves. Pics and more 
info. upon request $25,000 OBO. Contact: 
973-252-8400; aws8247@aol.com. Ask for 
Steve. (P03) 

2004 Intl. DT-466, 130,000 miles, new 2300 
gal. tank, $47,000; 2005 Intl. DT-466, 119,000 
miles, 1500 waste, 300 fresh, set up to pump 
septics or toilets, $47,000; 2001 Intl. DT-466, 
new 2300 gal. tank, $37,500. Rodney Lane 
cell 270-832-3793. (PBM)

1985 Ford F800 septic truck, 2500 gal. tank, 
Masport pump, manways top and back, 
5-speed, air brakes, good tires, new white 
paint. Truck is in good condition. Asking 
$19,500 OBO. Call Barry 256-832-7867 AL.

 (P03)

1999 Peterbilt 379, Cummins N14, 435 hp, 
15-spd., 3365 gallon LMT vac tank, tank 
approx. 4 years old, Masport H15W pump. 
$45,000. www.pumpertrucksales.com. Call 
Mike @ 303-478-4796 or JR. @ 720-253-
8014. (PBM)

2006 Chev  C7 2500 gal. septic truck, 
6-speed, AC, air brakes, air ride seat, 83,523 
miles new paint, very nice truck, manway top 
and back, Masport pump, ready to go. Asking 
$45,000 OBO. Call Barry 256-832-7867 AL.

(P03)

2010 Peterbilt 348s with new Presvac 3,600 
US gallon aluminum vacuum pressure tanks 
with Masport HXL400WV vacuum pressure 
pumps. (Stock #8807 & 8808) www.Vacu 
umSalesInc.com, (888) VAC-UNIT (822-
8648). (PBM)

2001 International 4000 Series pump truck, 
160,000 miles, 2500 gal. tank, jet with hose 
reel and water tank, well maintained. $35,000. 
770-222-3333 GA. (P04)

2010 Peterbilt 348 with a new Presvac 3,600 
US gallon carbon steel vacuum pressure 
tank with a Masport HXL400WV vacuum 
pressure pump. (Stock #8806) www.Vacu 
umSalesInc.com, (888) VAC-UNIT (822-
8648). (PBM)

Pre-owned 2500 US gallon, carbon steel, 
vacuum tank only. (Stock #0001V) www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

Need a tank and truck, any size, any make 
truck? Let us help you get the best deal. Cus-
tom built to your specs. For information and 
a price quote call 800-545-0174. www.tank 
sandpumps.com.  (PBM)

SEPTIC TRUCkS

1997 Mack CH613 with a pre-owned Quality 
3500 US gallon vacuum tank, NVE 367 vacu-
um pressure pump package. (Stock #4289V) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

For Sale in Wyoming: 1980 3208 Cat diesel, 
Top Kick w/2,000 gallon tank. Please call 
Ryan 307-367-2767. (P03)

SERVICE/REPAIR

Dynamic Repairs - Inspection Camera 
Repairs: 48-hr. turn-around time. General 
Wire, Ratech, Ridgid, Pearpoint, Electric Eel, 
Gator Cams, Insight Vision, Vision Intruders. 
Quality service on all brands. Rental equip-
ment available. For more info. call Jack at 
973-478-0893. Lodi, New Jersey. (PBM)

SLIDE-IN UNITS

Imperial Industries 2-year-old, lightly used. 
Asking $6,500 OBO. 402-217-1118 NE.
 (P03)

TANkS

1100 gallon vacuum pressure tank, bare, 1/4” 
steel. $1,000. 845-863-6080 NY. (P03)

Balzer 800 gallon vac tank and Battioni Mec 
5000 pump, used very little, good shape. 
$2,500. Contact Mark 765-396-9080 IN.
 (P03) 

Vacuum tanks, 100 to 6000 gallons. All op-
tions available; hatches, primary, second-
ary, valves, catwalks, ladders, etc. Every-
thing needed to build your own septic truck. 
Choose mild, stainless, or galvanized steel. 
Ask about full open doors. 800-545-0174. 
www.tanksandpumps.com. (PBM)

4000 gallon vacuum pressure tank w/3" 
pump. 5 heated valves, 6” dump valve, hose 
trays, 5” site glasses. Complete w/bumper. 
Looks great; excellent condition. Ready to 
mount. $7,500. 845-863-6080 NY. (P03)

New 4000 gallon tank, 20” manway top, 
25" manway bottoom, 3” intake, 6” dump, 
hose trays, valves, painted. $14,000. Many 
sizes in stock. Delivery available. www.
jEagleTanks.com or 800-721-2774. (PBM)

3500 gallon tank with hydraulic pump. Tank 
made to fit on roll-off truck and connect to its 
hydraulics. Double your business. $9,000. 
Call for details 251-490-5611 AL. (P03)

Pre-owned Presvac 5,000 US gallon, carbon 
steel, vacuum pressure tank. (Stock #5673V) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

TOOLS

Crust Busters - Portable, lightweight ma-
chine guaranteed to mix up septic tanks and 
grease traps! Save time and money! www. 
crustbusters.com, 1-888-878-2296. (PBM)

T&T Tools: Probes, Hooks. Probes feature 
steel shafts with threaded and hardened tips. 
The insulated Mighty Probe™ tested to 
50,000 volts. Top Poppers™ open manhole 
covers easily. Free catalog.  www.TandT 
tools.com. Phone 800-521-6893. (CPBM)

TOYS

Septic pumper and vacuum die-cast toy 
trucks in your choice of colors and logos. 
Several cabs available. Call 877-450-2100, 
write to Granite State Collectibles, PO Box 
440, New Ipswich, NH 03071; or www.gran 
itestatecollectibles.com. (PBM)

TRAILERS: VACUUM/TANkER

2007 Dragon - 6300 gal. aluminum vacuum 
trailer. Air ride, rear sight glasses, 2 - 20’ hose 
trays, 2 - 4” load/dump valves, straight bar-
rel, air bag dump valve, work lights, baffles 
and alum. toolbox. LIKE NEW! $34,000 OBO. 
For more info and pics contact 973-252-8400; 
aws8247@aol.com. Ask for Steve. (P03) 

RETIRING: 1984 Peterbilt w/7500 gallon alu-
minum semi trailer. Transport or store grease 
or septic. $25,000. Jim 951-545-9604 CA.
 (P03)

TRUCkS, MISC.

1998 Chevrolet C7500. Caterpillar 3116, 2500 
gallon with a Masport H400W. Onboard jetter, 
hoses. Strong truck! 191k miles. $35,000. 
678-520-6161 GA.  (P04)

1984 Autocar Conventional tractor, 511,000 
miles, 3406 DI 400 Cat, 13 speed transmis-
sion, tag axle. $30,000. Call JD at 775-825-
1595, email jd@watersvacuum.com.  (P04)

TV INSPECTION

14’ High Cube TV Truck, RST Omni 3 cam-
era, 2 tractors, many extras, excellent value, 
ready for work. $38,500. Oregon. Call Joel @ 
541-396-6414 or jklein@munisupply.com.
 (P04)

2002 Ford E-450 Cube Van, V-10, 57,500 
miles, Onan generator, Omni III Camera pan/
tilt with zoom, dual monitor, POSM software. 
$50,000. Call JD at 775-825-1595 or jd@ 
watersvacuum.com for photos. (P04)

VACUUM EQUIPMENT

3-1994 Freightliner 70 BBL vac trucks, Proco 
tanks, 500 Fruitland pumps, 350 Cat engines, 
9-spd. transmissions, air ride suspensions. 
$39,950 each. www.infinityequipment.com. 
Blake 713-206-2540 or Raul 713-675-6969 
TX. (P03)

VACUUM LOADERS

1999 International heavy spec with Guz-
zler ace wet/dry industrial vacuum loader. 8” 
top load boom truck is in excellent condition! 
(Stock #7390V) www.VacuumSalesInc.
com, (888) VAC-UNIT (822-8648). (PBM)

VANES

We are looking for a reasonably price, used 
Wells Cargo Comfort Elite II in good working 
condition.  Please email details, location, and 
asking price. david@exorents.com.  (P03) 

Dura Comp 535, high-quality non asbestos 
vacuum pump vanes. Good to 400°F. Buy 
factory direct and save. Same day shipment 
on most models. Jurop, Battioni, Moro, Ma-
sport, Fruitland, Demag. Long lasting Dura-
Comp 535 pump vanes carry a “Money-back” 
guarantee. Call us today. Powerflo Products 
800-758-4788 or 562-997-0720. (PBM)

American Industrial Components: Our vanes 
are manufactured from the highest quality 
laminated materials available and are fabri-
cated to exact tolerances and specifications. 
800-272-7557.  (PBM)

WANTED

Serious buyer looking to purchase portable 
restroom and/or septic businesses in the 
North NJ or Hudson Valley NY area. All in-
quiries are kept confidential. If you’re thinking 
of selling, please call Jeff at 800-994-7990 or 
e-mail jeffb@colepublishing.com for more in-
formation. (P06) 

Wanted to Buy: Vactor 2100s and late model 
Guzzlers. Cash. Phone 800-336-4369.
 (CPBM)

Very serious and well qualified buyer looking 
for sewer, septic or industrial business in Dal-
las, Texas area. Must be grossing between 
$500,000-$1,000,000. All inquiries are kept 
confidential. Call Jeff at 800-257-7222. 
 (PBM)

WATERBLASTING

Gardner Denver T-450 VSDT 60.6GPM 
max 10K max. Gardner Denver T-450 w/
Jetstream fluid end transmission 10K @ 
40GPM. THE-500UH 50K bareshaft pump. 
Boatman Ind. 713-641-6006. View @ www.
boatmanind.com. (CPBM) 

2005 NLB 10-150 fluid end. (0) hours on fluid 
end. With bypass and water tank. $17,500. 
KLM Companies, 617-909-9044. (P03)

WATER JETTING EQUIPMENT: We sell, 
repair and retrofit water blasters. Visit us at: 
www.waterjettingequipment.com or phone 
714-259-7700. (P03)
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PORTABLE RESTROOMS

CLOSING BUSINESS. Event quality 60 Poly-
John PJ3s @ $300 and 10 Comfort Inns @ 
$900. Blue. Most used one season. 360-357-
4338 WA.  (P04) 

Over 600 PolyJohn units 1-2 years old. Start-
ing at $300 each. Minimum purchase of 26 
units. 772-562-4604. kim@reliablepolyjohn. 
com. (PBM)

FOR SALE: Construction condition $75-$150 
ea; special event units $150-$225 ea; half 
units $175-$250 ea; handicaps $600 ea. All 
PolyPortables, PolyJohns, Five Peaks, Satel-
lites MUST GO!  Also handwash sinks, $175 
ea. Contact Manuel @ 305-970-9837 or email 
greenpro10@yahoo.com. (P03)

PORTABLE
RESTROOM TANkS

Single or multiple compartment tanks. 
Choose mild, stainless, or galvanized steel. 
Capacities from 100 to 6000 gallons, any di-
ameter. Parts and accessories to build your 
own and save money. 800-545-0174. www.
tanksandpumps.com. (PBM)

300 gallon, 225 waste/75 water, brand new, 
Battioni pump. $5,500. 315-375-7867. (PBM)

PORTABLE
RESTROOM TRAILERS

10x32 or 10x42 special event trailers, like 
new. AC, heat, etc. $19,500 each. 816-238-
3000 MO. (PT03)

2 and 4 unit NuConcept (VIP) trailers w/
portable. See link for video of trailer and 
VIP portables: http://www.youtube.com/
watch?v=0MLrImUp6J4. Joe: 818-355-0253 
CA. (P04)

New and used RESTROOM TRAILERS avail-
able immediately. 8 to 34 foot luxury trailers. 
Comforts of Home Services Inc. 877-382-
2935. (PBM)

PORTABLE
RESTROOM TRUCkS

2006 Ford F450 4X4, 600 waste/275 water, 
Imperial aluminum tank. Excellent shape. 
563-924-2225 IA.  (P03) 

2001 Dodge 3500, Satellite 550-300 tank, 
156,00 miles, Cummins diesel, new trans, 
brakes. $13,000. 806-7621066. (P03) 

2008 Dodge 5500, Cummins, automatic, 
50,000 miles, 1000 waste, 300 fresh, under 
warranty, $52,000. 2008 Ford 550, diesel, au-
tomatic, 64,000 miles, 950 waste, 300 fresh, 
still has warranty, $47,000. Rodney Lane cell 
270-832-3793. (PBM)

PORTABLE
RESTROOM TRUCkS

2002 Chevy HD 4x4, 300/100, wash down 
pump, Conde pump, lift gate, hauls 6 units. 
Truck is in great working condition. $16,500. 
989-845-6280 MI.  (PT04)

Pre-owned 325 US gallon vacuum tank with 
two (2) 75 gallon poly water tanks mounted 
on a 2007 FML Fabforn Trailer model FMI12-
10K Workmate. (Stock #0477) www.Vacu 
umSalesInc.com, (888) VAC-UNIT (822-
8648). (PBM)

2000 International 4700, Allison auto trans, 
260,000 miles. 1100 waste, 400 fresh Pres-
vac tank with hydraulic PTO, Jurop vacuum 
pump. $15,400.00 Nice truck, very depend-
able & no CDL required. Call 800-273-5409 
or email bruce@aaasanitation.net. WI. (P04)

2005 Ford F550, 4 wheel drive, 600 gallon 
tank, 210 fresh water, Moro 210 pump with 18 
hp pony motor. $19,500. 970-725-0126 CO.
 (P03)

2004 4300 International, 25,500 GVW, 
DT466, Allison, A/C, airbrakes, 3-compart-
ment aluminum tank (450/1400/250), M-10 
water-cooled pump, spot lights, 2 Burk wa-
ter pumps for fill and spray down, restroom 
carrier. Pictures www.acoinc.com/classified. 
Location Phoenix, AZ and Las Vegas, NV. 
$30,000. 208-362-3193. (P03)

2007 International 4100, 109k miles, 350 
fresh/750 waste Crescent tank, dual side 
service, carries 8 toilets, pressure washer, lift 
gate, new Masport pump, excellent condition. 
$46,000. www.pumpertrucksales.com. Call 
Mike @ 303-478-4796 or JR. @ 720-253-
8014.  (PBM)

2004 F-550 Satellite toilet truck. Auto, die-
sel, w/MD950 vac tank. 2-unit toilet carrier. 
$25,000. Excellent shape. www.pumpertruck 
sales.com. Call Mike @ 303-478-4796 or JR. 
@ 720-253-8014. (PBM)

2009 Ford F750 1100-400 stainless tank. 
Less than 10,000 miles. Brand new truck 
used for 1 city project, no off road. $78,500 
new, now $65,000. 251-490-5611 AL.  (P03)

1994 International 4700 with 2003 Keith Hu-
ber 1100 US gallon waste, 400 US gallon 
water, 2-compartment, carbon steel vacuum 
tank, with Masport H7.5V vacuum pump. 
(Stock #6499C) www.VacuumSalesInc.
com, (888) VAC-UNIT (822-8648). (PBM)

For Sale: 1989 Chevrolet, one-ton, automatic, 
454 gas, 4wd, Satellite slide-in unit, tank is 
275/125. $3,500. 715-853-5447 WI. (P03) 

1999 International 4700, 6-speed transmis-
sion, 268,000 miles, 1200 gallon waste/350 
gallon fresh. Non-CDL. $15,000. Call John 
610-705-5555 or e-mail les@pottyqueen. 
com. (PBM)

PORTABLE
RESTROOM TRUCkS

2005 Ford F-550 with 950/350 capacity. Built 
by Lane Co. Truck in good condition and 
used every day. Diesel/auto trans. with A/C. 
155,000 miles. $25,500. 859-255-6605 KY.
  (P04) 

2000 International 4700, 7-speed transmis-
sion, 278,800 miles, 1000 gallon waste/400 
gallon fresh, Non-CDL. $16,000. Call John 
610-587-8879 or e-mail les@pottyqueen. 
com. (PBM)

GOING OUT OF BUSINESS: Aluminum 
portable toilet tankers: ‘03 Inter., $32K; ‘04 
Inter., $34K; ‘05 Inter., $39K.  Contact Manuel 
@ 305-970-9837, or email malonso@port-o-
tech.com. (P03)

2002 Int. 4300, $27,500; 2001 Int. 4700, 
$27,500; 2000 Int. 4700, $25,000; 1998 Int. 
4700, $17,500. 200 restrooms, $125 - $300 
each. Call 256-757-9900 or visit www.pbsos. 
com for more info and pictures. (PBM)

POSITIONS AVAILABLE

ADVANCED WASTE SERVICES is seek-
ing Journeyman-Level Mechanics to add to 
its New Castle, PA, Portage, IN, Milwaukee, 
WI, and Ohio locations. Primary duties will in-
clude all aspects of repair on Semis, Straight 
Trucks, Tankers, Vacuum Trucks, Heavy 
Equipment, Forklifts and Plant Equipment 
consistent with a Water Treatment Operation. 
Qualified candidates will be skilled at Cutting, 
Welding, Fabricating, Hydraulics, Electrical 
Diagnosis and Repair. Experience with Vac-
uum Equipment (Trucks, Tankers and Plant) 
is a must. 8+ years of experience required. 
Class A CDL mandatory within 90 days of 
hire. E-mail your resume and letter of intro-
duction to: hr@advancedwasteservices.com.
 (P07)

PUMPS-VACUUM

Masport water-cooled 15 vacuum pump. All 
worn parts and machine work new and pro-
fessionally assembled. $2,500.00 exchange. 
John 541-501-3861 OR.  (P03) 

New Masport and jurop vacuum pumps. 
Serving the industry since 1980. Compare our 
price before you buy. W-K Machine & Supply 
Co. Call 1-800-633-8947. Distributor. (PBM)

Need a vacuum pump for your portable 
pumper? Try our new 30 cfm, 12 volt system. 
Less noise, no fuel. Automatic oiling, cheaper 
than a gas engine. 800-545-0174. www.tank 
sandpumps.com. (PBM)

Buy & Sell all makes and models, new & 
used vacuum pumps & high pressure water 
pumps, and good used replacement parts. 
Call for an inventory sheet and save. www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

PUMPS-VACUUM

New water end barrel for Vactor water pump, 
$1,250.00. 714-381-4141. (CPBM)

Vacuum Pumps – New, used, or rebuilt. 30 to 
900 cfm. All major brands; air, water, or fan 
cooled. Rebuild specialists - rebuilt PB, M3, 
M10, and others available. 800-545-0174. 
www.tanksandpumps.com. (PBM)

Masport rotary vane vacuum pump HXL400W 
+ all the hardware to hook it up to a truck. 
$3,500. 503-680-9388 Joe, Oregon. (P03)

RENTAL EQUIPMENT

Steel storage containers for sale: 8’ x 20’ and 
8’ x’40’ lengths. We can fill these containers 
with used portable toilets @ special prices. 
Why ship an empty box. Container prices 
starting @ $1,850. Also used mobile offices 
for sale. Lexington, Ky. 866-488-2699. www.
a1portables.com. (P03)

Liquid vacs, wet/dry industrial vacs, combi-
nation jetter/vacs, vacuum street sweeper & 
catch basin cleaner, truck & trailer mounted 
jetters. All available for daily, weekly, monthly, 
and yearly rentals. VSI Rentals, LLC, (888)
VAC-UNIT (822-8648) www.vsirentalsllc.
com. (PBM)

ROLL-OFF TRUCkS

1998 Volvo WG64 quad axle roll-off truck with 
auto tarp and 75k hoist. Cummins 400 HP. 
All new tires, brakes. In excellent condition. 
80,000 GVW. Must see. 617-909-9044. KLM 
Companies. (P03)

SEPTIC TRUCkS

1997 Freightliner FL70, new 2300 gal. vac-
uum pressure tank, Cummins diesel, 6-spd., 
AC. Great condition, clean, dependable, 
ready to work. $35,000 OBO. 845-863-6080 
NY. (P03)

2005 International DT-466, 90,000 miles, 
2500 gallon tank, 395 cfm pump, auto trans., 
Transway built system. $35,000. Call 860-
628-7355 CT.  (P03) 

1998 Mack RD6885 with a 3,200 US gal-
lon stainless steel vacuum tank unit. (Stock 
#6653V) www.VacuumSalesInc.com, 
(888) VAC-UNIT (822-8648). (PBM)

2004 Mack, 4200 gallon tank, Demag-Wittig 
pump, 18-speed transmission, custom cab, 
air conditioned, good condition, 162,000 
miles. $75,000. Call 717-637-5630  PA.
  (P03) 

1995 International 4900, 2500 gal. vac tank, 
new R-260 pump, good condition, work ready. 
Asking $20,000. Call 440-466-4406 (OH) or 
email neseptic@windstream.net. (P03)

P L A C E  Y O U R  A D  O N L I N E  A T  w w w . p u m p e r . c o m  –  I T ’ S  A L W A Y S  T H E R E  T O  M E E T  Y O U R  B U S Y  S C H E D U L E P L A C E  Y O U R  A D  O N L I N E  A T  w w w . p u m p e r . c o m  –  I T ’ S  A L W A Y S  T H E R E  T O  M E E T  Y O U R  B U S Y  S C H E D U L E

SEPTIC TRUCkS

RETIRING: 1984 Freightliner, Cummins, 
4-axle, vacuum truck. Thompson pump, 
Thompson 3800 gal. tank. $18,000 OBO. Jim 
951-545-9604 CA. (P03)

1996 International: 3200 gal. tank w/Masport 
pump. Very low miles and extremely clean. 
GREAT FOR HOUSE WORK! Wrap around 
hose tray and heated valves. Pics and more 
info. upon request $25,000 OBO. Contact: 
973-252-8400; aws8247@aol.com. Ask for 
Steve. (P03) 

2004 Intl. DT-466, 130,000 miles, new 2300 
gal. tank, $47,000; 2005 Intl. DT-466, 119,000 
miles, 1500 waste, 300 fresh, set up to pump 
septics or toilets, $47,000; 2001 Intl. DT-466, 
new 2300 gal. tank, $37,500. Rodney Lane 
cell 270-832-3793. (PBM)

1985 Ford F800 septic truck, 2500 gal. tank, 
Masport pump, manways top and back, 
5-speed, air brakes, good tires, new white 
paint. Truck is in good condition. Asking 
$19,500 OBO. Call Barry 256-832-7867 AL.
  (P03)

1999 Peterbilt 379, Cummins N14, 435 hp, 
15-spd., 3365 gallon LMT vac tank, tank 
approx. 4 years old, Masport H15W pump. 
$45,000. www.pumpertrucksales.com. Call 
Mike @ 303-478-4796 or JR. @ 720-253-
8014. (PBM)
 
2006 Chev  C7 2500 gal. septic truck, 
6-speed, AC, air brakes, air ride seat, 83,523 
miles new paint, very nice truck, manway top 
and back, Masport pump, ready to go. Asking 
$45,000 OBO. Call Barry 256-832-7867 AL.
 (P03)

2010 Peterbilt 348s with new Presvac 3,600 
US gallon aluminum vacuum pressure tanks 
with Masport HXL400WV vacuum pressure 
pumps. (Stock #8807 & 8808) www.Vacu 
umSalesInc.com, (888) VAC-UNIT (822-
8648). (PBM)

2001 International 4000 Series pump truck, 
160,000 miles, 2500 gal. tank, jet with hose 
reel and water tank, well maintained. $35,000. 
770-222-3333 GA. (P04)

2010 Peterbilt 348 with a new Presvac 3,600 
US gallon carbon steel vacuum pressure 
tank with a Masport HXL400WV vacuum 
pressure pump. (Stock #8806) www.Vacu 
umSalesInc.com, (888) VAC-UNIT (822-
8648). (PBM)

Pre-owned 2500 US gallon, carbon steel, 
vacuum tank only. (Stock #0001V) www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

Need a tank and truck, any size, any make 
truck? Let us help you get the best deal. Cus-
tom built to your specs. For information and 
a price quote call 800-545-0174. www.tank 
sandpumps.com.  (PBM)

SEPTIC TRUCkS

1997 Mack CH613 with a pre-owned Quality 
3500 US gallon vacuum tank, NVE 367 vacu-
um pressure pump package. (Stock #4289V) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

For Sale in Wyoming: 1980 3208 Cat diesel, 
Top Kick w/2,000 gallon tank. Please call 
Ryan 307-367-2767. (P03)

SERVICE/REPAIR

Dynamic Repairs - Inspection Camera 
Repairs: 48-hr. turn-around time. General 
Wire, Ratech, Ridgid, Pearpoint, Electric Eel, 
Gator Cams, Insight Vision, Vision Intruders. 
Quality service on all brands. Rental equip-
ment available. For more info. call Jack at 
973-478-0893. Lodi, New Jersey. (PBM)

SLIDE-IN UNITS

Imperial Industries 2-year-old, lightly used. 
Asking $6,500 OBO. 402-217-1118 NE.
 (P03)

TANkS

1100 gallon vacuum pressure tank, bare, 1/4” 
steel. $1,000. 845-863-6080 NY. (P03)

Balzer 800 gallon vac tank and Battioni Mec 
5000 pump, used very little, good shape. 
$2,500. Contact Mark 765-396-9080 IN.
 (P03) 

Vacuum tanks, 100 to 6000 gallons. All op-
tions available; hatches, primary, second-
ary, valves, catwalks, ladders, etc. Every-
thing needed to build your own septic truck. 
Choose mild, stainless, or galvanized steel. 
Ask about full open doors. 800-545-0174. 
www.tanksandpumps.com. (PBM)

4000 gallon vacuum pressure tank w/3" 
pump. 5 heated valves, 6” dump valve, hose 
trays, 5” site glasses. Complete w/bumper. 
Looks great; excellent condition. Ready to 
mount. $7,500. 845-863-6080 NY. (P03)

New 4000 gallon tank, 20” manway top, 
25" manway bottoom, 3” intake, 6” dump, 
hose trays, valves, painted. $14,000. Many 
sizes in stock. Delivery available. www.
jEagleTanks.com or 800-721-2774. (PBM)

3500 gallon tank with hydraulic pump. Tank 
made to fit on roll-off truck and connect to its 
hydraulics. Double your business. $9,000. 
Call for details 251-490-5611 AL. (P03)

Pre-owned Presvac 5,000 US gallon, carbon 
steel, vacuum pressure tank. (Stock #5673V) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

TOOLS

Crust Busters - Portable, lightweight ma-
chine guaranteed to mix up septic tanks and 
grease traps! Save time and money! www. 
crustbusters.com, 1-888-878-2296. (PBM)

T&T Tools: Probes, Hooks. Probes feature 
steel shafts with threaded and hardened tips. 
The insulated Mighty Probe™ tested to 
50,000 volts. Top Poppers™ open manhole 
covers easily. Free catalog.  www.TandT 
tools.com. Phone 800-521-6893. (CPBM)

TOYS

Septic pumper and vacuum die-cast toy 
trucks in your choice of colors and logos. 
Several cabs available. Call 877-450-2100, 
write to Granite State Collectibles, PO Box 
440, New Ipswich, NH 03071; or www.gran 
itestatecollectibles.com. (PBM)

TRAILERS: VACUUM/TANkER

2007 Dragon - 6300 gal. aluminum vacuum 
trailer. Air ride, rear sight glasses, 2 - 20’ hose 
trays, 2 - 4” load/dump valves, straight bar-
rel, air bag dump valve, work lights, baffles 
and alum. toolbox. LIKE NEW! $34,000 OBO. 
For more info and pics contact 973-252-8400; 
aws8247@aol.com. Ask for Steve. (P03) 

RETIRING: 1984 Peterbilt w/7500 gallon alu-
minum semi trailer. Transport or store grease 
or septic. $25,000. Jim 951-545-9604 CA.
 (P03)

TRUCkS, MISC.

1998 Chevrolet C7500. Caterpillar 3116, 2500 
gallon with a Masport H400W. Onboard jetter, 
hoses. Strong truck! 191k miles. $35,000. 
678-520-6161 GA.  (P04)

1984 Autocar Conventional tractor, 511,000 
miles, 3406 DI 400 Cat, 13 speed transmis-
sion, tag axle. $30,000. Call JD at 775-825-
1595, email jd@watersvacuum.com.  (P04)

TV INSPECTION

14’ High Cube TV Truck, RST Omni 3 cam-
era, 2 tractors, many extras, excellent value, 
ready for work. $38,500. Oregon. Call Joel @ 
541-396-6414 or jklein@munisupply.com.
 (P04)

2002 Ford E-450 Cube Van, V-10, 57,500 
miles, Onan generator, Omni III Camera pan/
tilt with zoom, dual monitor, POSM software. 
$50,000. Call JD at 775-825-1595 or jd@ 
watersvacuum.com for photos. (P04)

VACUUM EQUIPMENT

3-1994 Freightliner 70 BBL vac trucks, Proco 
tanks, 500 Fruitland pumps, 350 Cat engines, 
9-spd. transmissions, air ride suspensions. 
$39,950 each. www.infinityequipment.com. 
Blake 713-206-2540 or Raul 713-675-6969 
TX. (P03)

VACUUM LOADERS

1999 International heavy spec with Guz-
zler ace wet/dry industrial vacuum loader. 8” 
top load boom truck is in excellent condition! 
(Stock #7390V) www.VacuumSalesInc.
com, (888) VAC-UNIT (822-8648). (PBM)

VANES

We are looking for a reasonably price, used 
Wells Cargo Comfort Elite II in good working 
condition.  Please email details, location, and 
asking price. david@exorents.com.  (P03) 

Dura Comp 535, high-quality non asbestos 
vacuum pump vanes. Good to 400°F. Buy 
factory direct and save. Same day shipment 
on most models. Jurop, Battioni, Moro, Ma-
sport, Fruitland, Demag. Long lasting Dura-
Comp 535 pump vanes carry a “Money-back” 
guarantee. Call us today. Powerflo Products 
800-758-4788 or 562-997-0720. (PBM)

American Industrial Components: Our vanes 
are manufactured from the highest quality 
laminated materials available and are fabri-
cated to exact tolerances and specifications. 
800-272-7557.  (PBM)

WANTED

Serious buyer looking to purchase portable 
restroom and/or septic businesses in the 
North NJ or Hudson Valley NY area. All in-
quiries are kept confidential. If you’re thinking 
of selling, please call Jeff at 800-994-7990 or 
e-mail jeffb@colepublishing.com for more in-
formation. (P06) 

Wanted to Buy: Vactor 2100s and late model 
Guzzlers. Cash. Phone 800-336-4369.
 (CPBM)

Very serious and well qualified buyer looking 
for sewer, septic or industrial business in Dal-
las, Texas area. Must be grossing between 
$500,000-$1,000,000. All inquiries are kept 
confidential. Call Jeff at 800-257-7222. 
 (PBM)

WATERBLASTING

Gardner Denver T-450 VSDT 60.6GPM 
max 10K max. Gardner Denver T-450 w/
Jetstream fluid end transmission 10K @ 
40GPM. THE-500UH 50K bareshaft pump. 
Boatman Ind. 713-641-6006. View @ www.
boatmanind.com. (CPBM) 

2005 NLB 10-150 fluid end. (0) hours on fluid 
end. With bypass and water tank. $17,500. 
KLM Companies, 617-909-9044. (P03)

WATER JETTING EQUIPMENT: We sell, 
repair and retrofit water blasters. Visit us at: 
www.waterjettingequipment.com or phone 
714-259-7700. (P03)



Thank you
for visiting us!
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800-328-3332
www.satelliteindustries.com

2011 International /2500 gallon Steel Tank/Aluminum Trays
2011 International /4000 gallon Aluminum Tank
2011 Ford F550/1175 Aluminum Portable Service Unit
2011 Ford F450/1000 gallon Aluminum Portable Service Unit
2011 Dodge 5500/1175 Aluminum Portable Service Unit (Complete by 12/22)

Many tanks available for slide-in, restroom and septic.  Give us a call for 
more details.

Available  Inventory

Fast Delivery - Custom Made
Septic and Restroom Trucks

4000 Gallon Aluminum Septic Tank with Masport 
HXL400WV water cooled vacuum pump mounted 
to a 2011 International 7500 6X4 with a MaxForce 
10 - 350 HP engine, a Fuller 8LL 10 speed manual 
transmission and full locking differentials.

$127,078 
    Plus delivery, registration & F.E.T.

SEPTIC, RESTROOM
AND SLIDE-IN UNITS
READY FOR DELIVERY!

Starting at:  

$59,095
The newly designed MD950 
with reinforced skirting, greater 
visibility, more catwalk space, 
stronger cabinets and added strength 
and stability on the unit hauler will 
provide years of excellent service. 

SLIDE-IN UNITS
STARTING AT 
$

 6,995

Building trucks for the restroom industry for 5o years.

1-800-292-1305 
www.polyjohn.comwww.polyjohncanada.ca www.polyjohndemexico.com

Become a SUPER SAVER at polyjohn.com!  
Download your coupons today.
PolyJohn’s full line of portable restrooms, sinks, hand sanitizers, and tanks are an INVESTMENT  

in your ability to earn more, sell more, and service better. Talk to one of our Area Business  

Managers today to find out how we can help you increase your ROI.



4131 Morris Drive
Burlington, Ontario, Canada L7L 5L5
Fax: 905-681-0411

Nationwide Sales & Service

800-387-7763 • 905-637-2353
www.presvac.com

Bright Finish Aluminum Tanks 
for the Septic Pumping Industry

Hydro-Trencher
5300 CFM air flow/28” HG vacuum 
with 8” hydraulic actuated boom, 3000 
U.S. gal. stainless debris tank, 1000 U.S. 
gal. stainless water tank, 9 G.P.M. water 
pump with pressures to 5800 p.s.i.

Powervac 5300  
for Wet/Dry Operation

5300 CFM air flow/28” HG vacuum, 
Dump chutes extended to rear of truck, 
Stainless steel 316, DOT 407/412

Liquid Truck -  
DOT 407/412

Designed for industrial  
liquid applications

Thanks for visiting us!




