








If you attended the Pumper & Cleaner Environmental Expo International 
at the close of February, it’s time to pause, take a deep breath, and start 
capitalizing on the knowledge you gained in Indianapolis as you prepare 

for the busy 2012 season.
Many lessons learned during Expo Education Day this year focused on 

onsite septic system construction, operation and maintenance, editorial 
themes for this issue of Pumper. Because of a growing inventory of aging 
septic systems and tightening e�  uent regulations across the country, onsite 
system construction and maintenance are especially timely topics. 

Whether pumping is your sole stock in trade or you also install and 
repair systems, I’m con� dent you’re going to hear more about maintenance 
contracts, point-of-sale inspections and regulatory changes in the months 
and years ahead. So we want to piggyback on the information you gathered 
at the Expo with helpful content about the system beyond the tank you pump.

Here’s a rundown on a few stories in this issue meant to raise awareness 
about septic system construction and care:

Onsite product roundup
From septic tanks to outlet � lters to lids and risers, our product roundup 

this month recaps industry o� erings you’ll need to repair, replace or refresh 
a customer’s treatment system. If you saw many of these products at the 
Pumper & Cleaner Expo, this will be a handy reminder of ways you can 
enhance the performance of an older system, replace a deteriorating original 
part with something modern and long-lasting, or add to the safety and 
convenient future service of a system. A certain percentage of the tanks you 
open this summer will need some sort of upgrade. Our roundup list is aimed 
at helping you stock the right parts for the job.

Would you like a maintenance contract with that system?
New York-based pumping company Charlton Septic Service rolls up the 

revenue by o� ering to install outlet � lters and then come back to clean and 
inspect the � lters every six months. It’s a menu o� ering veteran contractors 
Kevin and Wendy Loukes added to both boost pro� ts and help customers 
keep their systems humming along. 

Kevin Loukes also has added real estate inspection expertise, and those 
inspections now make up about 10 percent of Charlton Septic’s billings. 
“We get a lot of repeat business from inspections. We have established 
many relationships with local real estate brokers who refer us,’’ Loukes told 
writer Ken Wysocky in the Contractor Pro� le story. “Once we complete an 
inspection, nine out of 10 times the new homeowners will call us back for a 
maintenance pumping or other repairs.”

A Canadian town embraces system inspections
In the Canadian town of Huron-Kinloss, Ontario, waterfront residents 

were receptive to a $55 increase in their local taxes to pay for periodic septic 
system inspections. In our Pumper Interview story, local environmental 
planner Matt Pearson explains the successful program to writer Scottie 
Dayton. � e town works with � ve pumpers to record repair and replacement 
data, and enjoys an excellent response rate from homeowners. In 2011,
75 percent of residents contacted made appointments for the inspections. In 
the � rst four years of the program, 4 percent of the systems were found to 
need replacement.

“After the inspection, we mail a package with educational materials and 
an aerial photo showing the location of the onsite system,’’ Pearson says. 
“Homeowners really like that.” ■
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GOING BEYOND THE PUMP-OUT

By Jim Kneiszel,
Editor

Contact us: Pumper strives to serve the liquid waste industry with interesting
and helpful stories. We welcome your comments, questions and column suggestions

and promise a prompt reply to all reader contacts. Call 800/257-7222; fax
715/546-3786; email Pumper editor Jim Kneiszel at editor@pumper.com.













































Computers used to be a convenient aid to business. Now they’re a 
necessity, saving a great deal of time and money by allowing us to 
quickly communicate and handle large amounts of information. 

� ink about all the critical business information your computer stores: 
customer lists, billing information perhaps including credit card numbers, 
work orders, your � nancial accounts, and that list of people who still owe 
you money. What would you do if your computer crashes, is damaged in a 
� re or is stolen? 

You can see the need to have backup copies of all your business 
information. A backup copy ensures your business will remain operational 
after a disaster instead of being knocked down for weeks while you try to 
reconstruct records.

� ere is no single solution to backing up information because individual 
situations are too di� erent. You may have only one computer in a home 

o�  ce, while another business may have two trucks carrying laptops and a 
third computer back in the shop. Despite these di� erences, there are general 
points to consider. 

USING HARD DRIVES
� e simplest solution is an external hard drive with a cost of about 

$100. Keep your business documents in a single folder on your computer. 
At the end of every day, drag the folder onto the external hard drive, click 
the button to replace all � les, then unplug the palm-sized drive and take it 
home. If your shop and computer are destroyed by a tornado or � re, all your 
information is safe on the hard drive. If your house is damaged, information 
is secure on your o�  ce computer. 

� ere are three problems with this method. First, backups must be 
done manually. Forget to make one, and your information is at risk. Second, 
this won’t help if your computer crashes. If your machine crashes just after 
lunch, before you’ve done the daily backup, you lose the billing information 
input during the morning. � ird, if the business folder on your computer is 
large – for example if it contains a bunch of pictures for brochures – that daily 
backup can take some time.

� e next step up is dedicated backup software. You don’t have to 
remember to do the backups; they’re done for you automatically and at set 
intervals, such as every hour. Also, backup software typically copies only � les 
that have changed so there’s little time involved. 

Newer versions of the Windows and Macintosh operating systems 
come with basic backup software built in. � ese and some third-party 
software allow you to encrypt information. In other words, the information 
is scrambled and can be read only by people who know the password. � e 
advantage is that a thief who breaks into your shop or house and steals 
your backup disk cannot simply plug it into another computer and read 
the information on it. Forget that encryption password, however, and your 
backup drive is a nice doorstop. 

� e problem with external drives is that you’re still vulnerable to loss 
of information even if you store that backup disk in a � reproof box. If a � re 
breaks out in your shop in the middle of the day, a backup drive connected 
to your computer will be lost. A tornado may take out your shop, your house, 

The Data Dilemma
WHETHER IT’S CARRYING A PORTABLE HARD DRIVE FROM THE SHOP TO YOUR HOUSE OR 
JUMPING ON THE ‘CLOUD,’ EVERY SMALL BUSINESS NEEDS TO FIND A PRACTICAL WAY TO 
SAVE VITAL FINANCIAL AND OTHER BUSINESS INFORMATION
By David Steinkraus

David Steinkraus is a freelance 
business writer in Racine, Wis. 

   

building  the
BUSINESS

ONLINE CLOUD STORAGE HAS GREAT BENEFITS. BUT THE 
SILVER CLOUD HAS A DARK LINING. AMONG COMPUTER 
SECURITY EXPERTS, THE CONSENSUS IS INFORMATION 
STORED ONLINE WILL BE COMPROMISED AT SOME POINT.

(continued)

©
 2

01
1 

RB

  *Based on National Sales
**RID-X® U&A Report 2007













































www.pumper.com • Since 1979    March 2012      49

Nose rings and other facial piercing can be a turno�  for some customers. 
Ditto for extreme hairstyles or strangely colored hair. Especially if your 
employees meet the public, you might consider a dress and grooming code.

 But you may be hesitant to take that step. It’s reasonable to wonder about 
potential legal problems. Fortunately, you have a largely free hand in controlling 
your employees’ appearance while they’re at work. � e key is to have a legitimate 
business reason for your rules.
 For example, Widget Manufacturing Co. has a rule requiring all of its 
assembly workers to wear pants – no skirts or dresses allowed. � e reason: to 
avoid having fabric get caught in the company’s machinery. � is is a proper 
reason and unlikely to lead to a legal challenge.
 Still, there are some limits to what you can require. You can’t have a dress 
code that discriminates against employees because of their race, color, religion, 
national origin or gender. And you need some � exibility for employees who have 
a disability. Let’s start with a look at how the anti-discrimination rules apply. 
� en we’ll get to some speci� c tips for creating and enforcing your dress and 
grooming code.

NO DISCRIMINATION
 In some cases, you can run afoul of federal civil rights laws. � ose laws ban 
discrimination in the workplace. � ey basically apply to employers who have 15 
or more employees. Several states, however, have laws with similar provisions 
that cover smaller employers. Here are the three main areas in which a dress and  
grooming code can become legally i� y.

Religious Discrimination
 Be careful if your dress code con� icts with an employee’s religious beliefs 
or practices. You need to make a reasonable accommodation to those beliefs or 
practices – but not if the accommodation would place an undue hardship on 
your business. You don’t need to make an exception to your dress code if doing so 
causes more than a minor cost to your business. Similarly, you needn’t make an 
exception if doing so would create safety problems or interfere with the rights of 
other employees. 
 If an employee balks at your dress code for religious reasons, be sure you can 
document your reasons for not making an exception for the employee.
 � e bottom line: If your dress code prohibits head coverings or hats, you 
may need to accommodate a Jewish employee’s request to wear his skull-cap, or a 
Muslim employee’s request to wear her headscarf – unless you can show it would 
be a hardship for your business to allow the request.
 In one case, retailer Costco had to defend its rule that employees could not 
come to work with “facial jewelry” other than earrings – a rule based on some 

customers’ discomfort with body piercings. Costco had � red a cashier who saw 
customers every day.  She had refused to remove her facial jewelry, claiming that 
she belonged to the Church of Body Modi� cation. She said her religion required 
members to participate in piercing, tattooing and branding.
 When the employee sued, the court upheld Costco’s rule, saying the 
company had a legitimate need to deliver a professional image to its customers. 
It would have imposed an undue hardship on the company to accommodate the 
cashier’s request for an exception to the rule. An exception would adversely a� ect 
Costco’s public image.

Racial and Disability Discrimination
 Some physical appearances may be related to a medical condition. If so, the 
laws for dealing with a person’s disability may apply. 
 Suppose your dress and grooming code says “no facial hair” is permitted. 
You may need to make an exception for African-American employees who have a 
skin condition that makes it di�  cult for them be clean-shaven at work. Otherwise, 
you could be cited for violating the Americans with Disability Act – or a similar 
state law.
 What’s more, strictly enforcing your “no facial hair” rule may have a 
particularly harsh impact on one minority group. � is can violate the laws against 
racial discrimination. In the absence of a strong business reason to apply the rule 
to all employees, it would be prudent to make an exception for employees with a 
skin condition that makes shaving di�  cult.

Sex Discrimination
 Generally, you can have di� erent dress codes for men and women. Be 
careful, however, if your policy places a greater burden on women. Avoid a policy, 
for example, that requires women managers to wear suits, but allows men to wear 
T-shirts and jeans.
 A dress code that conforms to social norms is OK even if it applies to just one 
sex. You’re unlikely to get into trouble if you require men to wear their hair short, 
but you don’t have a similar requirement for women.

Drafting and Enforcing Your Dress Code
 Here are some tips for staying out of legal trouble:

• Have good business reasons for your rules. Explain the reasons in your code 
so workers know you’re not being arbitrary or unfair. Your reasons might 
include maintaining your company’s image, promoting a productive work 
atmosphere, or addressing health or safety concerns.

• Start with simple requirements. Specify that your employees must have 
a well-groomed appearance. � en go on to identify clothing that isn’t 
appropriate. � is might be items such as sweat suits, shorts, jeans or 
� ip-� ops.

• Spell out the consequences of not complying. You can state the consequence 
in your company’s handbook in the same section that contains the rules.

• Have employees acknowledge new policies in writing. � en an employee 
can’t later complain that he or she wasn’t properly informed about what 
was expected.

• Apply your rules uniformly. But, as noted above, there may be individual 
cases where you need to make an exception to the rules. ■

    

IS YOUR DRESS CODE LEGAL?
FOLLOW THESE TIPS TO CRAFT RULES ABOUT EMPLOYEE APPEARANCE THAT STAND UP TO SCRUTINY
By Fred S. Steingold

ADVISOR
Legal

Fred S. Steingold practices law in Ann 
Arbor, Mich. He is the author of Legal 

Guide for Starting and Running a Small 
Business and � e Employer’s Legal 

Handbook, pub lished by Nolo.

THE COURT UPHELD COSTCO’S RULE, SAYING THE 
COMPANY HAD A LEGITIMATE NEED TO DELIVER A 
PROFESSIONAL IMAGE TO ITS CUSTOMERS. IT WOULD 
HAVE IMPOSED AN UNDUE HARDSHIP ON THE COMPANY 
TO ACCOMMODATE THE CASHIER’S REQUEST FOR AN 
EXCEPTION TO THE RULE.
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Looking at algae blooms washing ashore reminded residents of Huron-
Kinloss, Ontario, of when Lake Huron was pristine. � ey didn’t like 
seeing the mucky mess and the health department closing beaches to 

swimmers. � ey demanded action from the Township Council.
O�  cials turned to their civil engineering � rm, B.M. Ross in Goderich, 

to design a septic inspection program. Although the � rm had 10 years 
of water quality data showing onsite systems and agriculture were equal 
polluters, it focused on septic tanks after researchers found high E. coli 
levels in a stream not connected to farming and running through the 
middle of Point Clark. 

“We concluded that the cause was probably partially remediated 
septage leaching into the sandy soil and the high water table � ushing it 
out,” says environmental planner Matt Pearson.

� e community accepted the responsibility of owning sewage 
treatment plants in their back yards and endorsed the inspection program 
voluntarily. It was recognized at the 2011 State of the Lakes Ecosystem 
Conference for protecting the quality of the Great Lakes.

Pumper: How many onsite systems are in the township?
Pearson: We have 2,800 systems serving 6,500 permanent residents 

and 3,500 seasonal ones along 12 miles on or near the southeastern side 
of Lake Huron. Our densest populations are in Point Clark at the south 
end of the lake and near the town of Kincardine at the north end. Lucknow 
and Ripley, serviced by sewers, are the largest inland towns. � e rest is 
farmland and wooded areas.

Our septic scene has changed over the last 20 years. Many retirees 
have converted seasonal cottages to year-round homes and developers 
built large subdivisions near the lake. � e Ministry of Environment was 
concerned about pollution from the onsite systems, so we did a risk 
assessment of continued development. � e systems seemed to be working. 
� e caveat is once they are approved, no authority checks that they are 
being maintained.

Pumper: What are the most common types of onsite systems?
Pearson: Most are traditional septic tanks with stone beds. About 1 

percent have been replaced with peat moss bio� lters. New construction in 
clay soils favors raised mounds with leach � elds.

Pumper: What were the parameters of the inspection program?
Pearson: � e idea was to have everybody in the township participate, 

including the 35 percent who are seasonal. We planned the program over 
seven or eight years to ensure that inspections were done correctly. We also 
change the target locations every year so people recognize the program and 
associate it with our advertising.

If communities do something like this, it’s important to change 
people’s attitudes from “I’ve gone 10 years without a pump-out and 
probably don’t need one” to “I need to have the tank pumped.” Education 
is always part of the plan because homeowners should understand what is 
happening and why.

Communities also must identify barriers that will prevent people 
from participating. � e biggest one is usually money, followed by the fear 
of having their yard torn up. Handing homeowners a $400 inspection bill 
is sticker shock, so we proposed and they accepted a $55 increase in their 
annual township taxes to cover the cost of the program.

Pumper: How did you implement it?
Pearson: We began in 2007 with 400 inspections. � e key was 

involving people by mailing noti� cation letters that asked them to call for 
an appointment. Fifty percent responded. � e letter also explained that the 
inspector needed to see inside the tank and that required calling a pumper 
– and they did.

Because it’s an important job, we hired an inspector from our Grey 
Bruce Health Department. We wanted a quali� ed person interacting with 
the public, and most inspectors are environmental technologists from 
colleges or universities.

During the inspection, they remove the lid and examine the tank with 
a camera, take a history of the system and family practices, and try to � nd 
the drain� eld. Ontario didn’t begin issuing Certi� cates of Approval until 
1976. B.M. Ross worked with health o�  cials to match upgraded systems 
with original certi� cates and to spatially map them.

After the inspection, we mail a package with educational materials and 
an aerial photo showing the location of the onsite system. Homeowners 
really like that. � e package also includes the inspection report, a risk 
rating, a pump-out log, and a copy of the original Certi� cate of Approval, 
if we found it. We also tell them to leave the package for the new owners if 
they sell the property.

SUCCESSFULLY MANDATING INSPECTIONS
TO IMPROVE LAKE HURON WATER QUALITY, RESIDENTS OF A CANADIAN TOWN ACCEPT A NEW TAX AND 
COOPERATE FULLY WITH REQUIRED SEPTIC SYSTEM CHECKS AND MAINTENANCE 

By Scottie Dayton

Pumper
INTERVIEW

Matt Pearson may be reached 
at 519/524-2641.

“IN 2011, WE MAILED 800 LETTERS EXPECTING 400 
APPOINTMENTS, BUT 75 PERCENT RESPONDED. PEOPLE 
WERE SIMPLY WAITING THEIR TURN. WE DID 600 
INSPECTIONS, BREAKING OUR RECORD OF 470, BRINGING 
THE TOTAL TO 2,000.”

Matt Pearson

Pumper: How did you handle residents who didn’t make 
appointments?

Pearson: We sent a university student to their property the next year. 
If they weren’t home, she hung a reminder on the door. Half the people 
responded, giving us 75-percent voluntary compliance in two years. After 
that, students phoned, which meant �nding numbers because many 
owners lived out of the area.

Mainly, people didn’t participate because they set the notice aside and 
forgot about it or were away for the year. After �ve years, we have almost 
100 percent compliance in the early target areas without chasing too hard.

In 2011, we mailed 800 letters expecting 400 appointments, but 75 
percent responded. People were simply waiting their turn. We did 600 
inspections, breaking our record of 470, bringing the total to 2,000.

Pumper: What is the percentage of low-, 
medium-, and high-risk systems?

Pearson: From 2007 to 2010, inspectors rated 
59 percent or 1,652 systems at low risk, 37 percent or 
1,036 at medium risk, and 4 percent or 112 requiring 
replacement.

Pumper: What are the most common problems 
on mid-risk systems?

Pearson: Broken or missing out�ow ba�es and 
clogged e�uent �lters. Filters became mandatory 
in 2006, but most people don’t know they have one. 
We show them how to clean and replace the �lters. 
We �nd crumbled concrete lids and buildings, trees, 
and even a croquet court on the drain�eld. Risers 
weren’t popular until 10 years ago, so we suggest to 
homeowners that they have them installed – and 
they do, after we explain that spending $400 now can 
save them thousands of dollars later.

Pumper: What is your relationship with 
pumpers and installers?

Pearson: Solid. Early on, we met with the �ve 
pumping services – two also do installations – and 
gave them brochures about the program to hand 
to their customers. �ey lend components for us to 
show on demonstration days, and they have been 
very helpful informing us about their work. We’re 
tracking all repairs and entering them in a spatially 
mapped database. We’re also asking homeowners 
to send a copy of their repair bills, and compliance 
is high.

Pumper: What advice would you give 
communities wanting to start an inspection 
program?

Pearson: Keep it at the local level or risk 
bogging down in politics and going nowhere. �ere 
is no reason to make it bigger. Don’t waste the 
opportunity to gather all the information you can. 
Manage it with GIS connected to properties so you 
can use the data for other things.

What we’ve seen are small communities 
believing they can manage everything. In truth, they 
don’t have the resources. Hire the data management, 
the graphics, the marketing. Is it expensive? Yes, but 
consider this: We’ve been working with the same $55 
per property or $165,000 a year for �ve years. After 

the �rst year, the initial startup expenses were gone and we became 
 more e�cient.

Communities must think of onsite systems as assets. Ours are valued 
at $10,000 to $15,000 each or $20,000 if it’s a bio�lter. Multiply $15,000 times 
3,000. We’re spending $165,000 a year to maintain $45 million in assets 
or 0.33 of a percent on inspections. If everybody pumped their tank once 
during the program, we might have another 0.33 of a percent. Spending 
two-thirds of 1 percent a year to maintain an asset is pretty cheap.

�at’s the real key to this program. It’s not subsidized by anybody. You 
own this asset; it’s your responsibility to take care of it. ■
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