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Make Your Next Repair Last  
By Repairing The Problem, 
Not Just The Symptoms.

Machines break, parts wear down. And it always happens at the worst possible time. Don’t gamble on a quick fix that only 

 patches the problem, it will end up costing you more money and opportunities in the long run. Our team of experts will repair 

or maintain your airmoving or waterblasting equipment (all makes–all models) quickly to keep you going strong for the long 

haul. Find the FS Solutions Service Center nearest you at www.fssolutionsgroup.com or call 1-800-822-8785.
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A 
few years ago, our annual Classy Truck roundup featured some out-
of-this-world rigs … What comes to mind were extreme use of chrome 
accents, way-out retro interiors and one service truck with a wild 

purple and yellow paint job and custom vertical-hinged cab doors. Some 
pumpers were tricking out their work trucks to the same detail that they 
restored that 1968 Pontiac GTO muscle car they prized for Sunday joyrides.
 Did the hot economy of the times play a role in how pumpers were 
speccing out their new trucks? Maybe. Riding the housing boom in the 
mid-2000s probably made the cool factor of those vertical doors a little 
harder to pass up. 
 For whatever reason, the theme for the 2011 crop of Classy Trucks 
could be called Bold and Basic. What these rigs may give up in bling they 
make up for in handsome detailing and pure functionality on a work site. 
� ey utilize the best in paint and graphics, as well as superior vacuum tank 
and pump technology to get the job done e�  ciently.

CHOOSE YOUR FAVORITE 
 Inside this issue, we’ve prepared the 6th annual Classy Truck of the 
Year competition, and we invite you to take part in the fun. Simply review 
all the photos and information about the 12 trucks, choose your favorite, 
and then go online at www.pumper.com and vote. Reader votes, along with 
judging from members of the COLE Publishing sta� , will be used to pick 
the winner.
 Just as in past years, the winning truck will be featured on the cover of 
the February 2012 issue of Pumper, which will be distributed at the Pumper 
& Cleaner Environmental Expo International in Indianapolis. It’s � tting to 
showcase the industry’s top truck at the Expo, where the concepts behind 
some of the best rigs are born.
 What is interesting is that even during what some still consider a 
lagging economy, we’re receiving more Classy Truck submissions than ever. 
I’m hopeful this is a sign that an economic recovery is indeed under way. I 
also think it’s a sign that, even in tough economic times, the work pumpers 
do is important and essential to a clean environment.
 Pumpers are seeing heightened demand for their services to justify 
replacing or refurbishing service trucks. � ey know rotating newer trucks 
into the � eet and rebuilding their rides regularly improves e�  ciency. � ey 
also know that good-looking service trucks are a sign of a successful and 
well-run company.

KEEP ’EM COMING
 Congratulations to all the pumpers who sent photos of their trucks 
over the past year. Your willingness to share the photos and details about 
what went into building the trucks serves to help raise the quality of septic 
service trucks nationwide. And thanks go out for all of the Pumper readers 
over the years who’ve taken the time to view the contest and vote for their 
favorite trucks.
 And for all of you who are planning on adding or rebuilding a truck 
in 2012, please consider sending photos of your new rig to be considered 
for the next Classy Truck of the Year contest. It’s as easy as snapping some 
photos and sending them, along with details of your latest truck, to me at 
editor@pumper.com. ■

Back to Basics 
FOR 2011, CLASSY TRUCK OWNERS RETURNED TO WHAT 
MADE THEIR BUSINESSES SUCCESSFUL IN THE FIRST PLACE: SOLID 
PERFORMANCE, RELIABLE VACUUM AND TRADITIONAL GOOD LOOKS

By Jim Kneiszel, Editor
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As a small business owner, you can � nd yourself wrapped up in day-to-day 
operational details – and overcoming day-to-day challenges. But what 
about issues like � nancing options, long-range planning, marketing strategy 

and developing new services? � ose e� orts might fall to the background because 
you don’t have time to handle them yourself, the funds to hire someone else to 
handle them, or even the connections to � nd someone quali� ed to help you.
 But there’s no reason for you to go it alone. Expert, free advice is available 
throughout the country from SCORE and SBDC.

LEARNING THE SCORE
 SCORE is a nonpro� t association in which more than 11,200 retired and 
working business professionals volunteer to help entrepreneurs. SCORE was 
started in 1964 as the Service Corps of Retired Executives. Today, its name 
and acronym are one in the same, and the organization operates 370 o�  ces in 
cooperation with the U.S. Small Business Administration.
 SCORE counselors come from varied backgrounds and real-world 
experience. Some have been executives or managers at major corporations 
while others have owned their own businesses. Areas of expertise include 
� nance, accounting and sales. All have been trained by the organization. SCORE 
volunteers donated more than 1.4 million hours to serve 444,723 new clients in 
the � scal year ending in September 2010.
 So, how does this work?
 Let’s say you’ve had success with septic service or industrial cleaning 
and you’d like to diversify into portable sanitation or pipe-bursting. Trouble is, 
you’re not sure if you can take the � nancial leap to get the equipment and sta�  
necessary to add new services.
 � rough SCORE, you can arrange a face-to-face session with a counselor for 
advice on things like cash � ow management and � nancial projections. You also 
can submit questions via the organization’s website (www.score.org) where they 
will be reviewed and answered by an expert within 48 hours. � e service is free 
and all information discussed is strictly con� dential.

OTHER OPPORTUNITIES
 In addition to counseling, local SCORE o�  ces host workshops and seminars 
aimed at new and existing small businesses. Fees are generally $20 to $75. � e 
programs, scheduled throughout the year, cover an array of topics. For example, 
the Western Massachusetts SCORE o�  ce held a workshop on “Business Planning 
and Cash Flow.” Meanwhile, Portland, Ore., SCORE workshops covered time 
management, website marketing and � nding new customers.
 SCORE also has an online community (www.scorecommunity.org) to 
bring together small business operators. Participants can join discussions, post 
business opportunities, search for vendors, read how-to articles or list their 
information in a business directory.
 More than 2,000 pages of content, including business articles, templates, 
workbooks and other self-help tools are available on the SCORE website. To � nd 
a local SCORE o�  ce, call 800/634-0245, visit www.score.org or email the name of 
your city and state to contact.score@sba.gov.

TO SCHOOL WITH SBDC
 Small Business Development Centers (SBDC) are hosted by colleges, 

universities and state economic development agencies. � e 1,000 centers located 
in all 50 states provide free business consulting and low-cost training. Overall, 
SBDC o�  ces serve a million small business owners each year. 
 Your local SBDC is a good place to turn if you’d like help writing a business 
plan, locating new sources of capital or getting details on your state and local 
business regulations.

 For example, if you’re considering expansion through o� ering a new service 
or acquisition of a company, you can schedule a free face-to-face meeting with 
a local SBDC sta�  member. � e SBDC sta� er can suggest strategies you can use, 
put you in touch with experts who have faced the same challenges as you, or 
recommend courses or workshops.
 SBDC focuses on education. Seminars and workshops on many topics are 
o� ered through the SBDC o�  ces. Prices for half- and full-day seminars generally 
run from $40 to $100. 
 A recent review of local SBDC calendars includes a construction cost 
seminar in San Antonio, Texas; a QuickBooks workshop in Duluth, Minn., and 
a workshop on marketing and networking strategies in Lewisburg, Pa. � e 
seminars and workshops are held on campuses, at government o�  ces and other 
easily accessible locations. 
 � e SBDC education focus carries through to its national website (www.
asbdc-us.org) where visitors can read the Small Business Digest containing 
articles by business experts, view webinars and � nd links to dozens of business-
related websites. From the main page, click on “Resources.” 
 American’s Small Business Development Center Network is the starting 
point for developing working relationships with all local o�  ces. Visit the SBDC 
website and enter your ZIP code to locate an SBDC near you.

GETTING STARTED
 Of course you can’t present a SCORE volunteer or SBDC sta�  member with 
a laundry list of business chores and expect to tackle them all at once. Select one 
long-range issue – a company marketing strategy, for example – and present it 
to a representative from one of these organizations. � ey will guide you through 
the process and once the goal is met – and you know how you will be spending 
your advertising dollars for the next three years – you’ll feel such a sense of 
accomplishment and relief you’ll have them bookmarked as your go-to team for 

answers to all your long-range planning issues. ■ 

Some Good Letters to Remember
SCORE, SBDC PROVIDE VALUABLE FINANCIAL ADVICE AND BUSINESS 
PLANNING SERVICES TO SMALL COMPANY OWNERS
By Paul Holley

 Paul Holley is a business writer in Racine, 
Wis. Readers may direct inquiries to him by 

contacting this publication at 800/257-7222 or 
emailing editor@pumper.com.

   

building  the
BUSINESS

THROUGH SCORE, YOU CAN ARRANGE A FACE-TO-
FACE SESSION WITH A COUNSELOR FOR ADVICE 
ON THINGS LIKE CASH FLOW MANAGEMENT AND 
FINANCIAL PROJECTIONS. YOU ALSO CAN SUBMIT 
QUESTIONS VIA THE ORGANIZATION’S WEBSITE 
(WWW.SCORE.ORG) WHERE THEY WILL BE REVIEWED 
AND ANSWERED BY AN EXPERT WITHIN 48 HOURS.






















































































































































































