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We are your solution

992 E Texas Avenue, Rayne, LA 70578
phone: 337-334-3322  fax: 337-334-0013

RotatingSolutions.net

ELECTRIC PRESSURE WASHERS
STANDARD AND CUSTOM FABRICATED EQUIPMENT

» Explosion proof
» Electric hot/cold
» Diesel hot/cold

» Offshore ready
»  Single & double 

trailer mounted

»  Skid mounted
»  Up to 5000 PSI

»  Additional fl ows 
and pressure 
available

»  Solids separation/
reclamation

»  Reduce water 
disposal fees

»  Ruggedly built to 
withstand industrial 
solids control

»  Meets discharge 
requirements in 
environmentally 
sensitive areas

»  Corrosion resistant 
materials provide 
long service and low 
maintenance cost

»  Powerful
»  Heavy duty

»  Sucks up mud, 
dirt, and liquids 
of every variety

»  Cold weather 
units

»  Continuous or 
reversible fl ow

FULL PARTS REPLACEMENT AND SERVICE AVAILABLE FOR ALL EQUIPMENT 24/7

CENTRIFUGES

ELECTRIC PRESSURE WASHERS
ELECTRIC PRESSURE WASHERS
ELECTRIC PRESSURE WASHERS

DIESEL PRESSURE WASHERS

explosion 
proof

VACUUMS

Bio-Products, Packaging and Marketing Experts

1-800-223-3083

Septic Solutions - Grease Solutions - Drainfield Solutions

FREE Private Labeling

Learn more at:
www.lenzyme.com

What is a  
Septic Kit?PROVEN

BIOSOLIDS APPLICATORS

7,000 gallons per 
acre at 9 mph

Bloomington, IL
1-800-678-2459

Rehab & 
Consignment 
Options

2,500 to 6,000 gallon injection or broadcast

Trailer models
also available
liquid or dry

www.stahly.com
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baffle inspection a priority
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J.L. Bishop co-owner Bill Keller operates a 
pumping company by profession, but has a 
lifelong passion for flight. He is shown in the 
pilot’s seat of the Breezy airplane he built 
himself, along with J.L Bishop co-owners Robbie 
Leonard, left, and Dick Nance at New Kent County 
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a 4,000-gallon Progress Vactruck tank built by 
Transway Systems Inc. (Photo by Joe Mahoney)
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 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.
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P umping professionals frequently talk to me about the challenge of 
maintaining the customer service values of a bygone time in today’s 
harried business environment. They say nothing replaces face-to-

face contact with customers, on-time delivery of service and sharp-looking 
technicians and trucks when it comes to business retention.

Can these old-school service practices survive in a new-technology 
world? Can all the computer software, communications gadgets and other 
technology products available be used to enhance, rather than detract from 
personal contact with your customers?

The stories in this issue of Pumper go a long way to answering that 
question. And I argue the answer is a clear and resounding “yes.’’ Turn inside 
and you’ll find these examples of how traditional – but forward-thinking – 
contractors can benefit from the exciting technology driving and improving 
small business performance today:

 
Works hard, looks good

Jason LaChance, owner of Small Town Septic in Granby, Conn., 
is happy to be considered an owner-operator, working with customers 
one-on-one and making sure they receive consistently good service. At 
the same time, he and fiancee Sara Sabbagh realize the latest technology 
and marketing play a role in personal service, too. A good example is 
the appearance of their equipment, starting with the company’s truck, 
emblazoned with a professional logo decal. Another example is in the 
investments LaChance has made in camera inspection systems and a 
favorite tool, the Crust Buster.

But the focus always comes back to the customer, Sabbagh tells writer 
Ken Wysocky in our Cover Story. “We don’t focus on other companies … We 
don’t want to lose sight of who we should be focusing on – our customers 
and how to attract new ones.”

 

accentuate the positive
Providing personal service is one thing, but letting everyone know 

you’re doing it is another. And technology can help you spread the word, 
as pumpers Dave McGregor and Katy Bailey of Northern Disposal and 
Sanitation, Katrine, Ontario, Canada, have learned. In our Pumper Interview 
story, the couple explains how they employed Facebook and a smartphone 
to broadcast word they’d won a regional Young Entrepreneur award.

“We were driving home [from the awards ceremony] and I used my 
smartphone to start Googling the media contacts in our area,’’ Bailey told writer 
Peter Kenter. “And I began to phone them to tell them what we had achieved 
with the award that was just presented.’’ Bailey said the award pushes them to 
improve their personal service. “Receiving an award also makes you want to 
live up to that award. It drives us every day and makes us want to achieve more.’’

 something old, something neW
Judge Berk prides himself on being an old-school pumper. The owner 

of Judge’s Sanitation and Excavation LLC in Westerville, Ohio, believes in 
avoiding debt, handshake deals and keeping his equipment clean at all 
times. But he also quickly adapted to GPS truck routing and embracing a 
Super Service award he won from the Internet site Angie’s List.

In a Contractor Profile story, Berk explains that maintaining a technology 
edge serves his customers with the same attention that he’s provided for 
many years. “If you go out on a job with a ratty-looking truck, people don’t 
want that,’’ he says. “But if you go out with upgraded equipment and modern 
technology, it’s very impressive.”

 the latest and greatest found here
New software technology is at the root of an efficiency revolution for 

pumping and any other small business sector. Without finding better, 
faster ways to route trucks, bill customers, track equipment maintenance 
and get accounting practices in order, small business owners will have an 
increasingly difficult time competing in a crowded marketplace.

That’s why our Product Focus feature this month is so important. Craig 
Mandli has gathered information on a variety of pumper-specific technology 
products aimed at helping contractors raise their bottom lines and serve 
customers better and faster. ■

Reading Between the lines

  
Enroll in the New School
Pumpers we feature this month take pride in old-school customer service, but also realize 
the need to keep up with new technology  By Jim Kneiszel, Editor

Without finding better, faster ways to route trucks, 
bill customers, track equipment maintenance and get 
accounting practices in order, small business owners 
will have an increasingly difficult time competing in a 
crowded marketplace.
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opinions at  
editor@pumper.com. 
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C’MON DOWN!

the price is right
How do you price a system installation? 
Avoid costly errors by following these helpful 
tips from septic system expert Jim Anderson. 
Visit www.pumper.com/online_exclusives 
for more.

DEAL’S DEAL

he paid what?!
Find out why Jimmie Deal, a 
Hearne, Texas, pumper, paid 
$100,000 for this amazing 2007 
Ford Mustang. Visit Jim Kneiszel’s 
blog at www.pumper.com/
blog, and you’ll see why there 
wasn’t a dry eye in the house 
after the auction.

NEW PRODUCTS

more load, 
less road
Get the details on vacuum 

trucks from Vac-Con, 
including how a 16-yard 
debris body means fewer 
trips to dump debris and 
increased productivity 
for you. Visit www.
pumper.com/online_
exclusives for more 

on Vac-Con’s innovative 
technologies.

CONNECT WiTh US

want more?
Find us on Facebook at 
www.facebook.com/PumperMag
or Twitter at twitter.com/PumperMag

OvERhEARD ONLiNE

      Whatever happened, it happened. 
So own it and get out in front of the 
story as quickly as possible.

– Don’t Shy Away from a Crisis
www.pumper.com/online_exclusives

emails and alerts
Visit Pumper.com and sign up for newsletters and alerts. 
You’ll get exclusive content delivered right to your inbox, 
and you’ll stay in the loop on topics important to you!

Pumper.com
Visit the site daily for new, exclusive content. Read our blogs, 

find resources and get the most out of Pumper Magazine. 
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We offer a vast selection of Pumper & 

Cleaner products to meet 

your specifi c 

needs.

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

Special Packaging
Fabrication 

Custom Assembly Work
On-Site Troubleshooting

Value Adding 
Services:

KANAFLEX HOSE SPECIAL
3" x 25' Green Black Septic Suction Hose -

• Kanafl ex® Hose • Quick Coupling Adapters • Brass Valves • Flanges • Jetting and Sewer Hose • Safety Products • Gloves • Rain Suits • Boots • Eyewear • Threaded Couplings •

• Kanafl ex® Hose • Quick Coupling Adapters • Brass Valves • Flanges • Jetting and Sewer Hose • Safety Products • Gloves • Rain Suits • Boots • Eyewear • Threaded Couplings •

3" x 25' Green Black Septic Suction Hose -

$97
3" x 25' Green Black Septic Suction Hose -3" x 25' Green Black Septic Suction Hose -

$$$$$

ON
LY 9797 ( Coupled M X F Aluminum 

Quick Couplings)

800-421-7545 • ThompsonTank.com

Leading Technology

DOT Inspections 
and Certifications 

DOT 407/412 & 
Non-Code Tank 
Trucks & Trailers

Complete Parts & 
Service Department

Thompson Vacuum 
Pressure Pumps:  
    J-292, VC-454, 

VC-565

Rotary Vane Pumps  
     Challenger 

Fruitland 
Wittig/GD

US MADE

J-292
VC-454

VC-565

Building Quality Since 1950!
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 Hometown

PRoUD

OWNERS: Jason LaChance and 
Sara Sabbagh

FOuNdEd: 2009

EmplOyEES: 2
SERVICE AREA: 30-mile radius 
around Granby

SpECIAlTIES:  Septic pumping, repair, inspections and installation

WEBSITE: www.smalltownseptic.com

A s the construction industry suffered in 2009, 
it pulled Jason LaChance and his excavation 
company right down with it, forcing him to 

reconsider his career options. Already experienced in 
doing excavation and septic-system repairs, he decided 
to become a septic pumper and founded Small Town 
Septic LLC in Granby, Conn. 

What unfolded over the next four years is a classic 
story of a hardworking contractor who rebuilt a business 
from the ground up, relying on a reputation for honesty, 
an emphasis on professionalism and customer service, 
a grassroots marketing plan and diversified service 
offerings – plus a strong sense of community service for 
good measure.

That’s not to say it was easy when LaChance’s 
largest customer, a construction contractor, went out of 
business in those tough times. LaChance had invested 
in excavation equipment as his business with the 
contractor steadily increased, so it was a blow when the 
company went under.

Small Town Septic owners Jason 
LaChance and Sara Sabbagh stress 
the importance of doing a good job 
for customers, who they consider 
friends and neighbors.
(Photos by Avital Greener)

Connecticut

H

Connecticut pumper Jason 
LaChance relies on personal 
service and efficient equipment 
to build a reputation with friends 
and neighbors By Ken Wysocky

Profile
Small Town Septic llC
Granby, Connecticut
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GORMAN-RUPP engine-driven trash pumps 
are the perfect solution for sewage bypass 

operations, construction site dewatering, 
hydraulic fracturing and all your other 

tough pumping applications. 

Gorman-Rupp’s priming-assisted pumps 
feature a positive priming and sealing 
system that virtually eliminates leaks, 

reducing environmental concerns and allows 
these pumps to run-dry indefinitely. For 

positive, reliable priming time after time,  
you can count on Gorman-Rupp pumps.

 A DiVerSifieD APProACH
“It was a really rough time,” says his fiancee, Sara Sabbagh, who handles 

marketing, legal and administration duties for Small Town while also 
working full time as an attorney for an insurance company. “But we just 
started brainstorming and tried to figure out how to go up from there.

“Jason had done septic repairs and excavating for a local guy … so 
he decided to do this all the way – get licensed as an installer [which also 
covers pumping in Connecticut] and go for it,” she recalls. “We figured it was 
a service that people need to have done, so we came up with a company 
name, designed a logo and thought about marketing.”

Today, Small Town Septic thrives despite working in a competitive 
marketplace. LaChance now does septic installations, repairs, tank pumping 
and inspections. He started out with a 1986 Ford L8000 vacuum truck and, 
as revenue increased, upgraded to a 2006 Mack Granite CV713 truck with a 
3,200-gallon steel tank, built by Joe’s Welding Supply and equipped with a 
HXL400 pump (394 cfm) from Masport Inc.

The company also owns a 1992 Ford L8000 dump truck, a 2000 John 
Deere 120 excavator, a 2008 Volvo EC55 mini-excavator, a 2004 Bobcat T300 
skid-steer, and a 12-ton flatbed trailer built by CAM Superline Inc.

The Mack truck was a display model with only 400 miles on it. The rig 
had been in storage for six years, and LaChance says he paid substantially 
less for it than what a new truck would have cost. The truck was originally 
built to haul water for oil- and gas-well operations in Kentucky and West 
Virginia. He made some modifications, such as changing the rear discharge 
from a 3-inch to a 6-inch valve for faster dumping, and converting three 
inlet valves from 3 to 4 inches. He also added heated collars to avoid winter 
freezing and an oil-catch muffler.

 
MArKeTiNG MATTerS

Topped off with a crisp, distinctive red-and-white paint scheme, the 
truck serves as a rolling marketing machine and enhances productivity. 
“It’s pretty and eye-catching,’’ Sabbagh says. “We showcase it at town 
celebrations. People usually think septic-pumping trucks are unsightly, but 
not this one.”

A good marketing campaign helped get Small Town off to a fast start. 
Sabbagh says she has no formal marketing training, but enjoys taking a 
creative approach to promoting the company. She prides herself on looking 
at the business from a customer’s point of view – figuring out what motivates 
them to use one company over another.

Initially, Small Town took out ads in local newspapers and set up 
booths at local celebrations, where they gave away Small Town T-shirts 
and other small promotional items. “We always try to give away something 
with our name on it,” she says. The company also used coupons that offered 
customers initial price discounts.

“But the one thing that really got the word out there is that Jason is 
deeply rooted here,” Sabbagh points out. “He’s lived here all his life and 
knows everyone, and has a great reputation.” 

Pure chance played a role, too. There already was an established 
pumper in Granby for whom LaChance did septic repairs; he figured he’d 
try to buy the business when the owner retired. But when the opportunity 
arose, LaChance decided against making a bid, figuring that a newer truck 
was a higher priority than buying the competing business.

We’re dealing with waste. Who wants someone 
who shows up with dirty equipment? When they see 

a clean professional with clean equipment, people 
figure he’s going to pay attention to details and leave 
their yard looking nice.

                                                 — Sara Sabbagh

Jason LaChance checks the connections 
before pumping out a customer’s tank.

Above: LaChance 
arrives at a pumping 
job at a local orchard.

Left: LaChance 
connects vacuum 
hoses to get a job 
underway at a local 
orchard.

(continued)
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can easily spend two or three hours looking for 
a tank. The other day, I used the sonde to find a 
tank that was 8 1/2 feet down in the ground, with 
no riser. I don’t know how I would’ve found it 
without the sonde.”

LaChance also bought a John Deere 120 
excavator, which offers more digging capacity 
than his Volvo mini-excavator. The increased 
productivity makes system installations more 
efficient. “I just did a job in one day that otherwise 
would’ve taken two days,” he notes.

But one of his favorite pieces of equipment 
is a Crust Buster tank agitator, made by 
Schmitz Brothers LLC, which he uses on tanks 
with particularly thick solids. It’s especially 
useful because Connecticut law requires two-
compartment septic tanks, and solids build up 
faster in the smaller compartment, he explains.

“As a result, I can spend quite a bit of time 
backwashing to get all the solids to liquefy,” 
LaChance says. “I might have to backwash three or 
four times. But the Crust Buster stirs it all up into 
a nice slurry, which can save me up to 25 minutes 
per job. Plus backwashing is a lot of work – it’s hard 
on your back.’’

 
eMPHASiZiNG QUAliTY

Low-ball pricing is a periodic issue for Small 
Town, but the company contends with it by 
emphasizing quality customer service and local 
ties.

“Jason stresses that we’re local and not 
going anywhere,” she says, adding that they’re 

willing to provide local references to customers 
with questions. “He also explains that going with 
the cheapest price is not always the best route.’’

Though Small Town won’t always win 
the pricing challenge, Sabbagh says they are 
competitive because they’ve kept the business 
small and don’t have a lot of overhead costs. They 
don’t have a big building or a lot of employees that 
would raise costs that would have to be passed on 
to their customers.

“We’re also successful because we don’t 
focus on other companies,” she adds. “We don’t 
want to lose sight of who we should be focusing on 
– our customers and how to attract new ones.” ■

       MORE INFO

CAM Superline Inc.
800/378-7623
www.camsuperline.com

Crust Busters/Schmitz Brothers, LLC
888/878-2296
www.crustbusters.com
(See ad page 104)

Masport, Inc.
800/228-4510
www.masportpump.com
(See ad page 3)

RIDGID
800/769-7743
www.ridgid.com

Jason LaChance is shown with his fiancee Sara 
Sabbagh and daughters Naiya, 6, and Genevieve, 20 
months, in front of their 2006 Mack built out by Joe’s 
Welding Supply.

“So someone else bought the company, but then moved it out of town, 
leaving us as the only Granby-based pumper,” Sabbagh says. “It turned into a 
really good outcome. We knew we had to buy a truck because that first truck 
wasn’t going to last another year.’’

 
looKiNG SHArP

Professionalism also drives Small Town’s growth. LaChance washes 
his truck a couple times a week and wears a uniform every day: a clean 
pair of blue jeans with a red shirt (matching the new truck) that bears the 
company’s logo.

“Jason always wants things presentable and looking nice, and I know 
our customers appreciate that,” Sabbagh says. “I mean, we’re dealing with 
waste. Who wants someone who shows up with dirty equipment? When 
they see a clean professional with 
clean equipment, people figure he’s 
going to pay attention to details and 
leave their yard looking nice.

“People think their yards are 
going to be trashed when they get a 
septic system installed, but they’re 
not,” she continues. “Jason puts 
things back together exactly the way 
they should be.”

Expanded services also 
have been instrumental to Small 
Town’s success. By focusing on 

installations, repairs, pumping 
and inspections, LaChance 
positioned the company as a 
one-stop shop for all septic-
related services – an attractive 
point of differentiation for time-
pressed customers.

Time-of-sale real estate 
inspections are particularly 
critical because they get Small 
Town’s name in front of new 

homeowners even before they move in. Sabbagh says it took a long time 
and a lot of persistence – and LaChance being available for inspections at 
inconvenient times – to develop relationships with real estate agents. But 
it was well worth the effort, she says, because it often leads to repair and 
pumping work.

 
eQUiPPeD for effiCieNCY

Selective investments in more efficient machinery and technology help 
LaChance stay competitive in a crowded market, as well as improve profit 
margins. As a one-man operator, he says he has to make sure equipment 
provides a good return on investment.

An example is the RMX 200 pipeline camera inspection system made by 
RIDGID, which improves the quality of septic system inspections. It includes 
a built-in sonde, which allows him to more easily map a septic system.

“I also have a RIDGID locator with a flushable sonde,” he says. “It helps 
me to more quickly locate tanks, which can sometimes be rather tricky. You 

At Small Town Septic in Granby, Conn., owner Jason LaChance and his fiancee, 
Sara Sabbagh, strongly believe in community service. That passion for helping 
others spurred the creation of an annual Take Away Hunger campaign that benefits 
both customers and disadvantaged people locally.     

Here’s how it works: Any customer who donates two food items (either 
spaghetti noodles, jars of sauce, Parmesan cheese, Italian salad dressing or 
brownie mix) for the yearly food drive (which started in 2009), gets $50 off their 
tank pumping. The company starts soliciting donations in September.    

In January, the couple and like-minded customers gather at a homeless 
shelter about 15 miles from Granby to prepare and serve a full spaghetti dinner 
for a few hundred people.           

The program is an extension of the couple’s other volunteer efforts. LaChance 
has been a Salvation Army volunteer for 15 years, and he and Sabbagh deliver 
meals for the organization during the Thanksgiving and Christmas holiday season.           

“We wanted to do something through the business and have a greater impact 
on less fortunate people – and get our customers to feel they’re part of that effort,” 
Sabbagh explains. “After each meal, we run a big ad in two local newspapers, 
thanking people for their help. Last year we had so much food that there was 
enough left for the shelter to prepare two more meals.”   

“We supply whatever additional food items or drinks we need and we don’t 
write off the discount to our customers [as a business expense],” she adds. “The 
only [reward] we get from it is that we’re doing something good.”

A Concerned Pumper 
Takes on Hunger

Jason stresses 
that we’re local 

and not going anywhere. He 
also explains that going with 
the cheapest price is not 
always the best 
route.

                    — Sara Sabbagh

Sara Sabbagh handles marketing, 
legal and administration duties for 
Small Town Septic. The company 
promotes itself widely throughout the 
local community.

LaChance guides the hose 
during a pumping job.
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ContraCtor Profile

Ohio’s Judge Berk provides old-fashioned 
customer service, but employs the latest 
technology to ensure a job well done 
By Ken Wysocky

B y his own admission, Judge Berk is an old-school septic pumper 
– the kind of guy who prefers to avoid debt by paying cash for 
equipment and still believes in sealing a deal with a handshake.

Yet along with his wife, Juanita, he operates Judge’s Sanitation 
& Excavation LLC in Westerville, Ohio, with a decidedly modern-day 
mindset, centered on diversified services that generate multiple revenue 
streams and help keep cash flow consistent; GPS units on trucks that save 
fuel and maximize income tax deductions; and a variety of equipment 
that improves productivity and enhances customer satisfaction.

At the end of the day, Berk believes a strong, old-fashioned work 
ethic and common courtesy for customers counts just as much as the 
GPS units, the pipeline inspection camera and the nicely lettered and 
painted vacuum trucks that help him do his work every day.   

Tried 
and True

Judge’s Sanitation 
& Excavation LLC 
Westerville, Ohio

OwnEr: Judge Berk

FOundEd: 2000

EmpLOyEES: 4

SErviCE arEa: 50-mile radius around Westerville

SErviCES: Septic service, repair and installation

wEbSitE: www.judgessanitation.com

Ohio

The Judge’s Sanitation and Excavation 
team includes (from left) Judge Berk, 
Juanita Berk, Patty Hubbard, Jeremy 
Hubbard and Jeff Berk. 
(Photos by Abigail Saxton)

(continued)

1994 White GM with Cusco 3,150 gal. Vacuum Truck
$39,500

Cat 3306 @ 305 hp., 9 spd., dbl. frame, 16k/40k axles, Hendrickson 
spring/beam susp., 220" WB, 1994 Cusco 3,150 gal. full opening/
dumping tank, Farid M9 hyd. driven pump, 22.5 rubber

2000 International Vactor 2100 Series Combo Unit
$95,500

Cat dsl., automatic, Hendrickson susp., 20k/46k rating, 238" WB, AC, 
cruise, power divider, 4 freshwater tanks, Vactor model 2115-36,  
SN:00-01-7131, full opening/dumping tank, NEW Roots 824 RCS rotary 
blower, jetter reel, remote, tele boom, dbl. frame, 22.5 rubber on steel

1996 International with  
Hazardous 3,200 Gal. Keith Huber Vac Truck

$79,500
Detroit 60 Series @ 330 hp., 10 spd., International air ride, 12K/40K axles, 
power divider, cruise, ac, 2000 Keith Huber Dominator, full opening/
dumping tank, DOT 412 with pop offs and grounding cable, emergency 
shut off, hose tray, hyd. driven Wittig pump, 22.5 on steel rims, battery 
monitoring system, block heater, tool box, 217” WB, 3,292 hours showing

715-546-2680 • www.threelakestruck.com • skeeter2680@frontier.com

2007 International 9400I Sleeper with Vac Unit
$49,500

Cat C 13, 10 spd., front and rear air ride, jake, 244" WB, 60" sleeper, alum. 
front rims, Challenger 607 pres/vac unit with 4" fittings, 326K miles 
showing, unit has a ProHeat system on it

2002 Mack CH613 with Marsh 2,300 Gal. Hazmat Tank
$52,500

Mack E-7 @ 400 hp., 9 spd., air ride, jake, cruise, AC, susp. dump, power 
divider, heated mirrors, elec. windows and doors, hub piloted steel rims, 
22.5 tires 2001 Marsh Dot 407-412 coded tank, pop off, grounding cable, 
air controls to rear, 20" manway, catwalk, 12k/38k axles

Vac Master Hydro Excavation Trailer
$16,500

200 gal. freshwater, 500 gal. spoils, tandem, cante lever susp., 20" manway, 
dumping, Kohler Pro 25 gas driven, Roots blower, pintle hitch, 9.50-16.5 
tires, beacon lights

1992 Kenworth T600 Hazardous Material Vacuum 
Transfer Truck

$49,500
Cat 3406B @ 330 hp., 10 spd., diff lock, chemical circulation system, 
Reyco susp., dual air operated tanks w/Fluid King mechanical sealed 
pump, Batts Industry Coated Tanks, catwalk, roll over protection

1998 Ford with Keith Huber King Vac Hazardous  Unit
$119,500

Cummins 8.3 @ 300 hp., 8LL trans., Hendrickson spring/beam susp.,  
power divider, Keith Huber King Vac with Kaiser 3,700 CFM liquid ring 
pump, 3,000 gal., 20" top manway, full opening/dumping tank, 6" 
discharge valve, high pressure jetter system, fresh water compartment 
in spoils tank, 48 hours showing on jetter, 2,251 hours showing on vac 
unit, aux. pres/vac pump, rollover protection, hazardous tank, 22.5 rubber, 
16,500 front/46k rear

2003 Cusco 2,700 Gal. Hazardous Vacuum Tank
$29,500

400 gal. freshwater, 2,300 spoils, full opening/dumping tank, hazardous 
407/412 coded, SN:T03134, pop offs, air valves, last inspected 8-10

FINANCING AVAILABLE THROUGH AGSTAR FINANCIAL • WARRANTY PROGRAM & DELIVERY AVAILABLE

Price Reduced

Price Reduced
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• Simple to install
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“I’m old school, all right,” Berk says. “Every day, you go out and treat 
people right, work hard, come home and relax, then go out and do it again 
the next day.

“In this line of work, you can’t just go buy a vacuum truck and start 
pumping out tanks. You’ve got to know how to find the tanks, pump them 
efficiently and treat people well,” he continues. “People think they’re going 
to buy a truck and make millions of dollars. But in a way, it’s like being a 
doctor … there’s way more to it than the average person can ever imagine.”

 
STArTeD SMAll

Berk, 56, spent the first 26 years of his career as a route driver for a 
septic pumper in Columbus before branching out on his own in 2000, doing 
mostly excavation work. In 2011, he fulfilled a longtime goal – expanding 
his services – by buying the septic-pumping accounts and two vacuum 
trucks owned by a company called All-American Sanitation, whose owner 
was retiring.

Today, Berk’s business volume is about 75 percent residential pumping 
(with approximately 1,000 accounts) and about 25 percent commercial 
work, including cleaning grease traps and car-wash catch basins.

Disposal costs are higher for grease-trap waste, which he says reduces 
his profit margins. “But when the phone rings, you have to go and do it – or 
someone else will,” he says. To make up for the higher disposal fees and 
cover wear and tear on the trucks, plus fuel and labor expenses, he charges 
a minimum fee for pumping less than 500 gallons of grease. “It ain’t really 
worth doing it without a minimum charge,” he says.

Berk’s first pump truck was a 1967 Chevrolet 60 with a 1,250-gallon 
steel tank. Things have changed dramatically since then; today, Berk 
estimates that he owns about $250,000 worth of equipment.

The roster of equipment includes: a 2005 Sterling truck with a 
2,500-gallon steel tank; a 1987 Ford LN-8000 with a 2,000-gallon steel tank; 
a 2002 Ford Economy cargo van; a 1987 GMC box truck (used to carry 
everything from pipes and fittings to sump pumps); a 1987 Ford stake-
bed truck (for carrying pipe and pulling excavation equipment); a 2012 
Caterpillar mini-excavator; a 1986 Case 1840 skid loader; a 1995 Chevrolet 
pickup truck; two drain cleaning machines from Spartan Tool LLC – one 
for 1 1/2- to 2-inch-diameter pipes and a bigger unit designed to handle 2- 
to 6-inch-diameter pipes; and a Viztrac AM200 pipeline inspection camera 
system.

I just plan to keep being nice to people.  And be 
honest. And do a job and do it right – give customers 

their money’s worth. You can never forget that it’s 
the customer that puts bread and butter on the table.

                                                                             - Judge Berk

Judge Berk has worked in the industry for 40 years 
and opened his own septic service company 11 years 
ago. Berk credits technology improvements and good 
customer service for his company’s growth.

A video feature
with Judge Berk of 

Judge’s Sanitation is 
posted online at

www.pumper.com

(continued)
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“I’m old school, all right,” Berk says. “Every day, you go out and treat 
people right, work hard, come home and relax, then go out and do it again 
the next day.

“In this line of work, you can’t just go buy a vacuum truck and start 
pumping out tanks. You’ve got to know how to find the tanks, pump them 
efficiently and treat people well,” he continues. “People think they’re going 
to buy a truck and make millions of dollars. But in a way, it’s like being a 
doctor … there’s way more to it than the average person can ever imagine.”

 
STArTeD SMAll

Berk, 56, spent the first 26 years of his career as a route driver for a 
septic pumper in Columbus before branching out on his own in 2000, doing 
mostly excavation work. In 2011, he fulfilled a longtime goal – expanding 
his services – by buying the septic-pumping accounts and two vacuum 
trucks owned by a company called All-American Sanitation, whose owner 
was retiring.

Today, Berk’s business volume is about 75 percent residential pumping 
(with approximately 1,000 accounts) and about 25 percent commercial 
work, including cleaning grease traps and car-wash catch basins.

Disposal costs are higher for grease-trap waste, which he says reduces 
his profit margins. “But when the phone rings, you have to go and do it – or 
someone else will,” he says. To make up for the higher disposal fees and 
cover wear and tear on the trucks, plus fuel and labor expenses, he charges 
a minimum fee for pumping less than 500 gallons of grease. “It ain’t really 
worth doing it without a minimum charge,” he says.

Berk’s first pump truck was a 1967 Chevrolet 60 with a 1,250-gallon 
steel tank. Things have changed dramatically since then; today, Berk 
estimates that he owns about $250,000 worth of equipment.

The roster of equipment includes: a 2005 Sterling truck with a 
2,500-gallon steel tank; a 1987 Ford LN-8000 with a 2,000-gallon steel tank; 
a 2002 Ford Economy cargo van; a 1987 GMC box truck (used to carry 
everything from pipes and fittings to sump pumps); a 1987 Ford stake-
bed truck (for carrying pipe and pulling excavation equipment); a 2012 
Caterpillar mini-excavator; a 1986 Case 1840 skid loader; a 1995 Chevrolet 
pickup truck; two drain cleaning machines from Spartan Tool LLC – one 
for 1 1/2- to 2-inch-diameter pipes and a bigger unit designed to handle 2- 
to 6-inch-diameter pipes; and a Viztrac AM200 pipeline inspection camera 
system.

I just plan to keep being nice to people.  And be 
honest. And do a job and do it right – give customers 

their money’s worth. You can never forget that it’s 
the customer that puts bread and butter on the table.

                                                                             - Judge Berk

Judge Berk has worked in the industry for 40 years 
and opened his own septic service company 11 years 
ago. Berk credits technology improvements and good 
customer service for his company’s growth.

A video feature
with Judge Berk of 

Judge’s Sanitation is 
posted online at

www.pumper.com
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On a similar note, Berk says he used to rent 
drain cleaning equipment, but couldn’t make 
enough profit on it. So he saved up money and 
bought his own machines. “Now when I go out 
on a job, I can pump out the tank, clean the lines 
and use a camera to show customers what’s 
wrong,” he says. “And I can charge customers an 
extra hourly rate when I use the drain machines 
or the camera.”

The Viztrac pipe camera has been an 
especially valuable tool because it provides 
visual proof for skeptical customers that a 
problem – a broken line or tree roots, for instance 
– really does exist in a drainline. “They can see it 
for themselves, and it’s way better than me just 
taking a guess at what the problem might be,” 
Berk points out. “Customers get a big kick out of 
it because they can actually see what’s going on 
under the ground.

“It also helps me retain customers,” he adds. 
“If you go out on a job with a ratty-looking truck, 
people don’t want that. But if you go out with 
upgraded equipment and modern technology, 
it’s very impressive.”

 
MAKe A GooD iMPreSSioN

In that vein, Berk says he makes it a point to 
keep equipment clean and well maintained, and 
he doesn’t mind paying extra to make his trucks 
look good with nice paint jobs and graphics. In 
addition, he bought chrome inserts for his truck 
wheels instead of aluminum wheels, because 
they “look a little fancier – they’re eye-catchers,” 
he says. “It dresses ’em up a bit. I’m also a bear 
on maintenance. If trucks go down, it’s not 
cheap. So I keep them maintained.”

Given his old-school mentality, it should 
come as no surprise that Berk prefers to pay cash 
for his equipment. “I never did like getting billed 
for things,” he says. “If you spend the money that 
comes in, sometimes there’s no money left by 
the time the payment is due. It’s just a company 
policy of mine. It’s the way I started out, and I 
won’t have it any different. It’s easier on me and 
easier on my bookkeeper.”

The only exception in 13 years was the 
Caterpillar mini-excavator. Berk says he 
couldn’t resist the zero percent interest rate on a 
three-year financing plan – especially when the 
monthly payment was the same amount he was 
paying to lease the machine.

“That’s free money,” he says. “Instead of 
putting money in someone else’s pocket, I’m 
putting it in mine.”

 
HoNeSTY – THe BeST PoliCY

Looking ahead, Berk says he still loves his 
work because he gets to meet a lot of nice people 
every day and enjoys talking with them. He says 

he’s content to maintain his current client base 
and not grow significantly.

“I feel pretty comfortable where I am right 
now,” he says. “I just plan to keep being nice to 
people. And be honest. And do a job and do it 
right – give customers their money’s worth. You 
can never forget that it’s the customer that puts 
bread and butter on the table.” ■

 MORE INFO

Amazing Machinery, Inc.
800/504-7435
www.amazingmachinery.com
(See ad page 89)

Insight Mobile Data, Inc.
301/866-1990
www.insightmobiledata.com

Spartan Tool, LLC
800/435-3866
www.spartantool.com

 
CUSToMer-DriVeN eQUiPMeNT CHoiCeS

For a brief time, Berk tried to boost productivity by purchasing a 
larger, 3,400-gallon, tandem-axle truck. But he quickly sold it after too 
many customers complained the much-heavier vehicle left marks on their 
asphalt driveways, especially in summer.

A bigger truck isn’t an absolute necessity for Berk because there are 
three municipal waste treatment plants within a reasonable drive from 
Westville – in Newark, Johnstown and Columbus. Besides, he says he 
usually averages about 1,500 gallons per disposal trip.

“I might hit 2,000 gallons every now and then,” he says.
Berk says customer demand for services has dictated his equipment 

purchases. His reasoning: If he doesn’t do the work customers ask him to 
do, someone else will  – and would reap the profits.

“I want to be able to perform the services my customers need,” 
he explains. “For example, sometimes people just want their drainline 
cleaned, not the tank pumped. It’s all part of providing good service. If I 
didn’t do it, they’d call someone else to do it. Why not put that money in 
your own pocket?”

Veteran pumper Judge Berk, owner of Judge’s Sanitation & Excavation 
LLC in Westerville, Ohio, doesn’t care one bit if people think he’s an old-school 
operator. But he also doesn’t mind shattering a few stereotypes along the way, 
as evidenced by his use of GPS technology and familiarity with Angie’s List, 
the popular website that allows consumers to rate businesses.

Berk says better business expense tracking – not concerns about his 
route drivers – led to his purchase of Garmin GPS units for his trucks.

“Sure, I can tell you when a truck stops and for how long, and how fast 
it’s driving,” Berk says, noting he uses fleet-tracking software made by Insight 
Mobile Data. “But I know my drivers aren’t out there messing around.

“I mainly use it for the income tax write-off for business mileage,” he 
continues. “The mileage has to be accurate or you get audited. Every year, I 
can tell exactly how many miles each truck traveled. The 55 to 60 cents a mile 
write-off is better than a depreciation write-off on the trucks.”

Berk also points out the GPS units increase profitability because he can 
more efficiently reroute drivers when service calls come in during the day. 
That saves the company money on fuel and labor expenses, and increases 
customer satisfaction because drivers can respond quickly to emergency 
calls. 

Providing great customer service is a high priority for Berk and his wife, 
Juanita. So the couple is justifiably proud that Judge’s Sanitation recently won 
a Super Service award from Angie’s List, which enables consumers to rate 
companies’ performance, report card style, on things such as price, quality, 
responsiveness, punctuality and professionalism. 

Berk has embraced the award and has started advertising on Angie’s 
List, offering customers a $10 discount if they call Judge’s Sanitation via a 
referral from the website.

newest technology Helps 
old-Schooler Make the Grade

Left: Technician 
Jeff Berk runs a 
line to a septic tank 
while pumping at a 
local residence in 
Johnstown, Ohio.
 
Below: Judge Berk 
and technician Jeremy 
Hubbard prepare to 
pump a septic tank.
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come as no surprise that Berk prefers to pay cash 
for his equipment. “I never did like getting billed 
for things,” he says. “If you spend the money that 
comes in, sometimes there’s no money left by 
the time the payment is due. It’s just a company 
policy of mine. It’s the way I started out, and I 
won’t have it any different. It’s easier on me and 
easier on my bookkeeper.”

The only exception in 13 years was the 
Caterpillar mini-excavator. Berk says he 
couldn’t resist the zero percent interest rate on a 
three-year financing plan – especially when the 
monthly payment was the same amount he was 
paying to lease the machine.

“That’s free money,” he says. “Instead of 
putting money in someone else’s pocket, I’m 
putting it in mine.”
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Looking ahead, Berk says he still loves his 
work because he gets to meet a lot of nice people 
every day and enjoys talking with them. He says 

he’s content to maintain his current client base 
and not grow significantly.

“I feel pretty comfortable where I am right 
now,” he says. “I just plan to keep being nice to 
people. And be honest. And do a job and do it 
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can never forget that it’s the customer that puts 
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CUSToMer-DriVeN eQUiPMeNT CHoiCeS
For a brief time, Berk tried to boost productivity by purchasing a 

larger, 3,400-gallon, tandem-axle truck. But he quickly sold it after too 
many customers complained the much-heavier vehicle left marks on their 
asphalt driveways, especially in summer.

A bigger truck isn’t an absolute necessity for Berk because there are 
three municipal waste treatment plants within a reasonable drive from 
Westville – in Newark, Johnstown and Columbus. Besides, he says he 
usually averages about 1,500 gallons per disposal trip.

“I might hit 2,000 gallons every now and then,” he says.
Berk says customer demand for services has dictated his equipment 

purchases. His reasoning: If he doesn’t do the work customers ask him to 
do, someone else will  – and would reap the profits.

“I want to be able to perform the services my customers need,” 
he explains. “For example, sometimes people just want their drainline 
cleaned, not the tank pumped. It’s all part of providing good service. If I 
didn’t do it, they’d call someone else to do it. Why not put that money in 
your own pocket?”

Veteran pumper Judge Berk, owner of Judge’s Sanitation & Excavation 
LLC in Westerville, Ohio, doesn’t care one bit if people think he’s an old-school 
operator. But he also doesn’t mind shattering a few stereotypes along the way, 
as evidenced by his use of GPS technology and familiarity with Angie’s List, 
the popular website that allows consumers to rate businesses.

Berk says better business expense tracking – not concerns about his 
route drivers – led to his purchase of Garmin GPS units for his trucks.

“Sure, I can tell you when a truck stops and for how long, and how fast 
it’s driving,” Berk says, noting he uses fleet-tracking software made by Insight 
Mobile Data. “But I know my drivers aren’t out there messing around.

“I mainly use it for the income tax write-off for business mileage,” he 
continues. “The mileage has to be accurate or you get audited. Every year, I 
can tell exactly how many miles each truck traveled. The 55 to 60 cents a mile 
write-off is better than a depreciation write-off on the trucks.”

Berk also points out the GPS units increase profitability because he can 
more efficiently reroute drivers when service calls come in during the day. 
That saves the company money on fuel and labor expenses, and increases 
customer satisfaction because drivers can respond quickly to emergency 
calls. 

Providing great customer service is a high priority for Berk and his wife, 
Juanita. So the couple is justifiably proud that Judge’s Sanitation recently won 
a Super Service award from Angie’s List, which enables consumers to rate 
companies’ performance, report card style, on things such as price, quality, 
responsiveness, punctuality and professionalism. 

Berk has embraced the award and has started advertising on Angie’s 
List, offering customers a $10 discount if they call Judge’s Sanitation via a 
referral from the website.
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Since the introduction of AfterShock soil absorption restorative in 2009, drain fields all 
across America have been remediated by this great product.

Jeff Nest, a contractor in Maine went so far as to say, “I’m going to sell my backhoe and 
use AfterShock all the time instead.” (He was joking about the backhoe, but he loves 
the job done by AfterShock.)

A contractor in Pennsylvania gushed, “I’ve been waiting for this product my whole life!”

A contractor in Ontario says, “AfterShock is working great in the tile bed that receives 
our portable restroom waste.”

Over 275 systems have been saved in New England alone. New York 125. Illinois same. 
Over 100 in PA. 

Too cold in Alaska? Not for AfterShock. Too hot 
in Hawaii? AfterShock is doing great there too.

Coast to coast and in Canada, AfterShock is 
saving homeowners thousands in replacement costs.

Call us today to learn more about this revolutionary 
bacteria/oxidizer product. 

Your cuStomerS will thAnk You.

                                   – Rick Howe, President

Cape Cod Biochemical Co.

800-759-CCLS
www.SepticOnline.com
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best portable sanitation equipment in the world.  
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J ohn, a seasoned manager, is growing weary of receiving daily email 
complaints from employees and occasionally a customer. They are 
not ordinary complaints. These are complaints about an employee 

who meets the expectations of the job but is described as “bullying,” 
“intimidating,” “inappropriate” and even “terrorizing.”

The harsh reality is that workplace bullying is more common than many 
think. This should not be too surprising; it’s a troubling topic for parents of 
school-age children. People don’t grow out of bullying. Bullies, in fact, can 
be very intelligent, get good grades and then get hired by companies based 
upon their knowledge and skills. Often they are also skilled in hiding any 
signs of bullying until they’re on the job. This is often the time when the bully 
comes out of the closet seeking a victim, or pairs up with another bully at 
work to seek victims. 

 
CheCk out these faCts 
about workplaCe bullying:

According to a 2010 Workplace Bullying Institute Survey, slightly more 
than one out of three (35 percent) U.S. workers have been bullied at work.

Victims of workplace bullying suffer from psychological and physical 
symptoms such as sleep disturbances and stress.

 Victims of workplace bullying are more likely to skip work, decrease 
their performance and seek employment at a psychologically and physically 
safer place.

Victims of workplace bullying will file lawsuits against their employers 
and managers for discrimination under Title VII and Occupational Safety 
and Health Administration violations. 

Can your business afford this happening? If you’re a manager, can you 
allow this to occur? Clearly, the answer is no. You have to do something. 
There are five concrete actions you must take to prevent workplace bullying 
when it occurs:

 
1. Adopt a workplace bullying policy.
The purpose of such a policy is to formally establish the “rules of the road” 

regarding inappropriate behavior at work. Harassment and safety policies 
usually do not address workplace bullying. The contents of a workplace bullying 
policy should spell out which behaviors will not be tolerated (physical abuse, 
verbal abuse, email stalking, etc.) and identify how incidents are to be reported 
and how they will be handled by the company. A workplace bullying policy 
must also align with existing company policies so workers are not confused 
or do not play one policy against the other. An attorney must review the policy 
before it is finalized to be sure it agrees with federal, state and local laws and 
regulations. Do not minimize the unnecessary legal, regulatory and public 
relations risks of failing to attend to workplace bullying in a serious fashion.

2. Communicate and educate the workforce about the policy.
It is crucial that, once approved, the policy is effectively communicated. 

Simply slapping it on an intranet site, Website or bulletin board is not sufficient. 
It should be presented in person to the entire staff to signal its importance and 
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incorporated into orientation sessions for new employees. Larger companies 
should design classes on preventing and addressing workplace bullying, 
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interaction, even in the age of the Internet.

3. Set expectations that the policy will be followed without exception.
A policy without consequences, positive or negative, is like a dog 

without teeth. You are familiar with the saying, “All bark and no bite.” Be sure 
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For instance, align the bullying policy with the company’s discipline policy.

 
4. Establish a process to field complaints.
Do not make targets of workplace bullying victims twice, first for being 

a victim of such behavior and second for reporting such behavior. It is 
important that employees are able to report incidents of workplace bullying 
to a neutral third party — outside their chain of command, if possible — 
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even have a hotline. Whatever mechanism you use for reporting, it should 
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These five actions to prevent workplace bullying make good business 
sense. They also represent ways to make your workplace psychologically 
and physically safer for all employees. Beyond workplace safety, a work 
environment free of harassment, intimidation, threats and harm allows 
workers to focus on their work. ■
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end fittings.

T he Rhode Island “setback” bill (5425-A) seeks to standardize wetlands 
and onsite system regulations by authorizing the state Department of 
Environmental Management to establish them. It also would require 

municipalities to ensure their standards do not exceed those set by the state. 
The bill also creates a task force to draft the legislation.

A proposed bill being studied by the Committee on Environment and 
Natural Resources would require property owners to replace cesspools with 
onsite systems or sewer tie-ins within one year of the properties’ sale. ■ 

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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This feature in Pumper reports noteworthy conversations that take place 
at the Pumper Discussion Forum, an online forum for industry professionals 
found at www.pumper.com. Pumper Discussion enables exchange of 
information and ideas on septic and drainfield installation and maintenance, 
trucks and equipment, portable sanitation, chemical and additives and 
much more. Information and advice in “Overheard Online” is offered in good 
faith by industry professionals. However, readers should consult in depth 
with appropriate industry sources before applying such advice to a specific 
business situation.

Question:
What are your thoughts on my current truck setup, and any 

ways that might improve my suction/speed of pumping? I have a 
1,000-gallon tank on my truck that uses a Conde Super 6 pump. I 
pump tanks with a 3-inch hose connected to a brass 3-inch gate valve 

on the bottom back end of my tank. A very basic setup, but I was just 
pondering the thoughts of boosting my vacuum pull a bit. 

I pondered the idea of hooking up the suction hose near the top 
of the back of my tank rather than the bottom. That way when I’m 
pumping a tank, it doesn’t have to get pulled through the stuff already 
in the tank, so in a sense it would be sucking unrestricted air until the 
tank is almost full. Does this make sense?

Answer:
What you suggest is what I do with my tank, except the valve is at the 

bottom of the tank and I put a pipe inside the tank on an angle that stops 
about 6 inches from the top of the tank. This is so I still have easy access to 
the valve and there are no external pipes to get caught on anything.

The only downside is you lose some lift, which is the height of that 
internal pipe. It’s only a problem if you are trying to suck from deep wells 
or up a hill. One other thing you could try is using larger hoses. I have found 
using 4-inch hoses is a lot better than 3-inch; I reduce the last section to 3 
inches and make the majority of the hose run 4 inches. With this method, it’s 
easy to find and clear blockages too.

I just looked up your pump. The Conde Super 6 pump is rated at 70 
cfm free air. With a 1,000-gallon tank and 3-inch hoses you are asking a lot 
of that little pump. Make sure you have no leaks. Any little leaks will cause 
problems. Also check your pump speed. The Conde Super 6 pump is rated 
70 cfm at 1,750 rpm, but only 48 cfm at 1,200 rpm. As much as you probably 
don’t want to hear it, you may need a bigger pump.

Question:
I’ve just purchased a used tanker with a 2,600-gallon tank. The 

tank has no baffles. Do I need some? It appears that the tank has 
never had any since [it was] new. My trucks are all 3,000-plus gallons, 
so maybe my experience is a little different. I would say yes, though. 
It’s much safer.

Answers:
I used to drive a 6,500-gallon milk tanker. It had no baffles. Food grade 

tanks never have baffles. It’s not that bad. Just take it easy. 
 

◆  ◆  ◆
 
Internal tank baffles not only provide stability during transport, they 

make your tank longer-lasting by protecting it from vacuum damage as the 
tank gets older and more prone to [collapse]. ■

I Need More Suction
A poster says he isn’t getting enough pumping power from his service truck and asks for help

Overheard Online

Baffling Situation

2006 FREIGHTLINER M2
New 2500 Gal. U.S. Tank, Cat, 6 Spd., 363 CFM 

$49,500, 3 In Stock

2005  
INTERNATIONAL 8600

New 4000 Gal. U.S. Tank, 425 HP  
Cummins, 10 Spd. 425 CFM

$75,000

2007 PETERBILT 386
New 4000 Gal. U.S. Tank, 425 CFM, 300K Miles, Cat, 475 HP

Several  
UnitS  

in Stock

2007 INTERNATIONAL 4300
New 2200 Gal. Dual Comp. (1800W/400F),363 CFM, Auto

UNDER CDL, 5 In Stock

2006  
FREIGHTLINER  

COLUMBIA
New 4000 Gal. Dump Tank,  

10 Spd., 475 HP, Detroit

1-YEAR, 100,000 MILE ENGINE WARRANTY NATIONWIDE - 5-YEAR WARRANTY ON TANKS 
TANK, ENGINE & PUMP WARRANTY INCLUDED IN PRICE

2007 MACK CX VISION
New 4000 Gal. U.S. Dump Tank, Jurop LC420

$92,000

2005  
STERLING A9500

New 4000 Gal. U.S. Tank,  
Cat 410 HP, 10 Spd., 341K Miles

$75,000

2007 MACK CX VISION
New 4000 Gal. U.S. Tank, Low Miles, 425 CFM, 

$87,500

 NEW 2014 KENWORTH T-80
5000 Gal. U.S. Tank, Cummins 485 HP, 18 Spd, Full Lockers, 2 In Stock
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much more. Information and advice in “Overheard Online” is offered in good 
faith by industry professionals. However, readers should consult in depth 
with appropriate industry sources before applying such advice to a specific 
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pumping a tank, it doesn’t have to get pulled through the stuff already 
in the tank, so in a sense it would be sucking unrestricted air until the 
tank is almost full. Does this make sense?

Answer:
What you suggest is what I do with my tank, except the valve is at the 

bottom of the tank and I put a pipe inside the tank on an angle that stops 
about 6 inches from the top of the tank. This is so I still have easy access to 
the valve and there are no external pipes to get caught on anything.
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www.MilwaukeeRubber.com 
CALL TO ORDER  800-325-3730

Hose | Couplings | Valves | Pumps | Vacuum Accessories | Rubber Products | Safety Equipment 

we sell hose & equipment

www.fast-vac.com 
21209 Durand Ave., Union Grove, WI 53182
800.558.2280 • 262.878.0756 • f: 262.878.4019

 »200-500 Gallon Water
»Articulating Boom

»Aluminum Pipe

»Complete Safety Package
»Sound Enclosure

»Many Options Available

THE RIGHT SOLUTION. RIGHT NOW.

www.rootx.com

“ ROOTX
JUST
WORKS.”

There was a time when Don Bennett and the Public Works crews in Corvallis, Oregon, did all 
their root control with mechanical cutters — but the roots just grew back bigger and tougher. 

Then they discovered RootX, the proven root killer used by municipal sewer departments
and plumbing contractors nationwide. Now, RootX gives the crews in Corvallis a smarter 
solution. Within a month after application, roots are dead and decaying — and the lines 
keep flowing for up to 36 months.  Guaranteed.*

           Ready to find out more? Email us at rootx@rootx.com, or give us a call at 1-800-844-4974.

Don Bennett
City of Corvallis, OR
Public Works Department

           Ready to find out more? Email us at rootx@rootx.com, or give us a call at 1-800-844-4974.
*visit www.rootx.com/municipalities/guarantee for details.
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W inning an award often culminates in a presentation ceremony 
after which the certificate or statuette is placed inside a cabinet to 
collect dust. Dave McGregor and Katy Bailey, owners of Northern 

Disposal & Sanitation, have discovered that winning an award and making 
that award work for them are two different matters entirely.

Established in 2007, the family-run business is located in Katrine, 
Ontario, Canada, in the heart of the Muskoka tourist region, about 150 miles 
north of Toronto. The business offers septic pumping, septic system repair 
and maintenance, portable restroom rentals and refuse containers.

Northern was recently named 2011 
Young Entrepreneur of the Year at the 
Northern Ontario Business Awards. The 
award recognizes businesses that contribute 
to economic growth and development, while 
serving as positive role models for future 
entrepreneurs. Earlier, the company also 
took home the 2008 New Business of the 
Year Award from the Huntsville/Lake of Bays 
Chamber of Commerce.

 
Pumper: What was involved in the award 
application process?
Bailey: Part of it was simply telling our story. 
We explained how starting this business as a 
family put all of our resources on the line, 
and how we felt that entrepreneurship could 
give us a feeling of accomplishment and 
contribution to the community. We explained that, no matter how tough 
entrepreneurship can be, being young makes it all that much tougher.
McGregor: We also had to provide financial information on our business, 
and had to share our business plan with them, including a list of everything 
we believed we’d accomplished. Applying for the award required a significant 
investment of time.

 
Pumper: What sort of media attention did you receive from the award 
event?
Bailey: Northern Ontario covers a huge expanse of territory. The award 
event was held in Sudbury, which is about a two-and-a-half-hour drive from 
home. In Sudbury, the awards were broadcast on local television. It was big 
news and received a lot of additional exposure on television and radio news 
and through newspaper coverage.

 
Pumper: What was the reaction of the media closer to home?
Bailey: That was the tough part. Muskoka sees itself more as part of Central 
Ontario and that determines a lot of the news the media covers. We realized 

that there wasn’t any local media present at the awards and that the only way 
we could get that local media coverage was to arrange it ourselves.

 
Pumper: What was your media strategy?
Bailey: We were very proud and wanted the whole world to know. To be 
honest, we were driving home and I used my smartphone to start Googling 
the media contacts in our area and I began to phone them to tell them what 
we had achieved with the award that was just presented.

 
Pumper: What sort of media coverage did you generate locally?
Bailey: We were featured in The Almaguin News, a nearby paper, who came 
out to the business and photographed us. We were also featured in the local 
paper, The Huntsville Forester.

 
Pumper: How did the business capitalize on the award?
McGregor: We placed the award at the office reception desk, front and 
center. We have it mentioned on the website with a full page devoted to 

the award. It’s mentioned in the 
signatures of our emails and it 
appears on our Facebook page 
and on any promotional or 
advertising material we send out. 
It’s everywhere we are. As part of 
the awards show, they sent a media 
crew to film us and got testimonials 
from people we had worked with. 
Those videos are also featured on 
the website.

 
Pumper: Has the award made 
any measurable difference to your 
business?
McGregor: The articles appeared 
in the local paper, and immediately 

after we were receiving calls from people who had never been customers 
who wanted to try us out. When I’m out working in the field, people have 
walked up to me and mentioned the award. Whenever you receive a 
testimonial from a third party, it makes people believe in what you believe. 
An award is a high-level testimonial that makes you instantly reputable to 
customers.
Bailey: Receiving an award also makes you want to live up to that award. It 
drives us every day and makes us want to achieve more. 

 
Pumper: Can you share any examples of how you’ve been inspired to 
improve your business as a result of winning the award?

PumPer IntervIew 
 
The Rewards of Awards
Winning a regional young entrepreneur award was an honor, but Canada’s Northern Disposal & Sanitation 
was determined to use the recognition to build business  By Peter Kenter

Dave McGregor and Katy 
Bailey hold the hardware they 
took home from the Northern 
Ontario Business Awards.
(Photo by Westmount Photography)

        We’re a family
        owned and operated 
business, but prior to 
the rebranding, we were 
conveying more of an 
image of a mom-and-pop 
shop. The new image has 
a professional edge that 
still says family.

              - Dave McGregor

Bailey: It’s taken us almost five years to understand the full value of 
advertising, but the award inspired us to begin a new branding exercise. I 
didn’t go to school for marketing, but when you start up, you tend to do a lot 
of things on your own. Hiring someone with marketing expertise makes a 
huge difference. We combine septic pumping, portable restrooms and waste 
disposal under one banner, so we wanted a clean look that we could use for 
all the aspects of the business.
McGregor: We’re a family owned and operated business, but prior to 
the rebranding, we were conveying more of an image of a mom-and-pop 
shop. The new image has a professional edge that still says family and it’s 
being incorporated into our new print materials, business cards, rack cards, 
presentation folders and a new website. We’re even working on creating 
our first highway billboard, because a lot of our potential customers on the 
septic side are cottagers who may not yet be aware that we service their area.

 
Pumper: Have the awards opened any other doors?
Bailey: As award winners we perform public outreach by speaking regularly 
to other young entrepreneurs about starting a business, growing a business 
and preparing themselves for the way their lives will change when they take 
on the challenge. We encourage them to put a good business plan together 
and get all their ducks in a row before starting out. ■
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didn’t go to school for marketing, but when you start up, you tend to do a lot 
of things on your own. Hiring someone with marketing expertise makes a 
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disposal under one banner, so we wanted a clean look that we could use for 
all the aspects of the business.
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the rebranding, we were conveying more of an image of a mom-and-pop 
shop. The new image has a professional edge that still says family and it’s 
being incorporated into our new print materials, business cards, rack cards, 
presentation folders and a new website. We’re even working on creating 
our first highway billboard, because a lot of our potential customers on the 
septic side are cottagers who may not yet be aware that we service their area.
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A Drainfield Restorative

RCS II, Inc., PO Box 4743 
Queensbury, NY 12804

Aerratech, LLC, Box 532 
Stockbridge, Mass 01262

www.septicdrainer.com
518.812.0000

Septic Drainer and Terralift  
a combination made for each other

John Van Zandt President on left of photo holding Septic Drainer

Manufacturer of Portable Restoom, Septic/Grease, 
Slide-Ins and Custom Vacuum Tanks.

306 Runville Rd, Bellefonte, PA 16823

800-252-3848
info@robinsontanks.com
www.robinsontanks.com

ALUMINUM IN PROGRESS

  Delivery Available Anywhere in the Lower 48!!TransportTruck.com

 2005 International 4300, NON CDL, DT-466E 210 HP,  
6 spd, low miles, new 1850 gallon steel vac tank,  

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

2-YEAR 100,000 MILE DRIVE TRAIN WARRANTY

What Does It 
Take To Be A

“Qualified 
Chassis”?

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

4  Pass a D.O.T.  
certified inspection!

4  Pass the warranty 
inspection!

What Does All This 
Do For You?

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

4  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!

2004 Freightliner Columbia, CAT 380 HP, 10 spd, jakes, 
double framed, low miles, new 3360 gallon steel vac tank, 

new Liquid cooled Masport 400 HXL vac pump.
Call For Pricing!

2-YEAR 200,000 MILE DRIVE TRAIN WARRANTY

 2006 International 4300, NON CDL, DT-466E 210 HP, 
6 spd, only 98K miles!, new 1850 gallon steel vac tank,  

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

2-YEAR 100,000 MILE DRIVE TRAIN WARRANTY

2008 Mack CXU613, 485 HP, 18 spd, jakes, 14,600 fronts, 
46# rears, lift axle, new 4200 gallon steel vac tank,  
new Masport 400 HXL liquid cooled vac pump.

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

2007 Peterbilt 385, C-13 Cat 430 HP, 13 spd, jakes, AC,  
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

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

2007 Ford F-750, NON CDL, Cat 230 HP,  Allison auto, 
new 1850 gallon steel vac tank, new Jurop PN-84 Vac pump.

Call For Pricing!
2-YEAR 100,000 MILE DRIVE TRAIN WARRANTY

TRANSPORT TRUCK SALES, INC.
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Professionals in the Vacuum Tank & Trailer Industry

Contact: Jerry Blake  
Toll Free: 866-720-4999

or: Mike Morong  
303-591-7230

Aluminum Slide-In Units  
500-1,000 gal.s, 1 or 2 compartment 

select a pump package and engine HP. 
Standard units “Always in Stock” all 

light weight aluminum, many available 
options. Call for Pricing

Eastern Region Sales Office, Cranston, RI  •  Email: jerry@tankservicesinc.com  or  
Western Region Sales Office, Denver, CO • Email: mike@tankservicesinc.com Web site: www.tankservicesinc.com

USED TRUCKS

TSITSITANK SERVICES, INC

TSITSI
TANK SERVICES, INC

TSITSITANK SERVICES, INC

TSITSITSI
TANK SERVICES, INC

TSITSITSITANK SERVICES, INC

TSITSI
TANK SERVICES, INC

Cell: 401-688-0043 

NEW ENGLAND 
DISTRIBUTOR

NEW 9000 Gal.  
Aluminum  

Vacuum Trailer
Air ride suspension (tri-axle), 
pump platform, bright finish, 

LED lights, Betts valves, ON THE 
GROUND READY FOR DELIVERY.

Roll Off Vacuum Tank

Call Today For Super Savings

IN STOCK

SHINE ON Products From

SHINE ON Products From

3-2000 International 2764  
Cummins ISM 400hp, Fuller 8LL trans., 300K-
360K miles, 4,000/200-gallon vac tank, Wittig 

RFL100 vac pump, jetter.

Self Contained Unit, 
600 gal. steel tank, 

33.5 HP Kubota diesel 
engine, 200 gal. poly 
tank, 6 gpm 3,000 psi 

jetter.

We offer Aluminum, Stainless Steel and Carbon Steel tanks for septic,  
grease trap, waste fryer oil collection and portable restroom service trucks

1999 Peterbilt 33,000 
GVWR 300HP, 10-speed 

waste fryer oil collection 
truck with 150-250 gallon 

containers

21' Steel Lumber-PRT Body

2007 Biodiesel Plant

Ace Roto-Mold Products.indd   1 1/14/13   8:46 AM
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I f you own a business and have children, sooner or later you, your spouse 
and your kids will have to face a complex decision: How and when will 
you pass your enterprise on to the next generation?

That question has two dimensions. One is about money; the other is 
about management. Both are critically important.

And before you even consider the mechanics of passing on a business, 
you’ll need to ask some other hard questions: Does your child even want to 
take over the business? And is he or she capable of doing so?

It’s never too soon to start thinking about any of these issues.
“The biggest mistake that I’ve seen owners make is that they look 

at succession as an event rather than as a process,” says Matthew Allen, a 
professor at Babson College – a small college in Wellesley, Mass., that builds 
its entire curriculum around entrepreneurship. “They’re thinking about that 
moment in time when they choose to step down and their son or daughter 
takes over.”

The real groundwork should be laid long before, when the child is in 
high school, or even middle school, Allen says.

Chances are, the youngster’s first job will be in the family business’s 
office or workshop. But don’t just assume that experience will be enough 
preparation to take the reins as an adult.

 
Talk abouT iT

Which leads to what Allen calls the second most common mistake he 
sees: The failure of parents who own the business to talk about it with their 
kids.

Patrick J. Howley, a partner in the law firm of Shulman Rogers in 
Potomac, Md., agrees. “A lot of parents don’t want to talk to their kids about 
this – even the kids who are working in the business every day,” Howley says. 
“They get very secretive. It’s an uncomfortable conversation.” 

Sometimes, Allen says, parents are thinking so much about the business 
on their own that they mistakenly believe their kids know a lot more than 
they do.

“Parents think that they’ve been very clear about what the expectations 
are and what the opportunities are, but the younger generation doesn’t have 
any idea what their parents are thinking,” Allen says.

More than once, he’s asked business owners, “So have you talked to 
your children about succession plans?” The answer he typically gets is “All 
the time” – but when he talks with the adult children himself, he learns that 
they’ve heard virtually nothing. 

Parents instead need to talk openly about the business and how it 
works. They also need to listen, so that members of the next generation have 
the space to express their own feelings about going into the business – or 
not, if that just isn’t where their ambition lies.

More than once the time has come to hand over the business to a son 

or daughter who’s been working there for years, only to get unexpected 
disappointment in return.

“The parents have been surprised to find the kid has no interest in the 
business – even though they think they do, because they’ve been coming to 
work every day,” Howley says.

 
Go ouT? or sTay home?

A key turning point in any succession is the grown child’s first full-time 
job, probably after high school or college. Even when children are interested 
in the business, the standard recommendation is to send them out into the 
world first, into jobs with outside companies that may offer some preparation 
but also provide a new vantage point.

“They get to go out and prove themselves when they’re not in the 
shadow of their parents,” Allen says. “They get to develop their capabilities 
and their talents without someone looking over their shoulder.”

The experience can also build their credibility when they return to the 
family business, putting to rest the assumption that they were hired because 
they were the owner’s son or daughter. 

Some family business owners take a very systematic approach. They 
might send one of their adult children off to work in a specific area of 
business in which they’re interested in expanding their own firm in the 
future, or in a related industry that can offer important insight into their 
own business issues and practices. And they might also require that the 
youngster demonstrate concrete success – staying on the job for so many 
years and earning promotions there along the way.

But sometimes bringing the children up in the business from the start 
is the best option. Allen says that’s especially true if the business is in a 
distinctive sort of trade with skills that don’t easily translate from other lines 
of work.

In that case, it’s almost always best to bring Junior in on the ground floor, 
treating him or her like any other employee. “You don’t want to put the kid 
in the position where they’re essentially the enemy of the other employees – 
not trusted, or creating the feeling that they’re not having to earn their keep,” 
Howley says.

With any key employees, a formal employment agreement is highly 

MOney Manager

Is Junior Taking Over?
Handing the family business over to the next generation of pumpers requires careful planning 
and expert guidance  By Erik Gunn

You don’t want to put the kid in the position where 
they’re essentially the enemy of the other employees 

– not trusted, or creating the feeling that they’re not having 
to earn their keep.
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Erik Gunn is a business 
writer in Racine, 
Wis. Readers may 
direct inquiries to him 
by contacting this 
publication at 800/257-
7222 or e-mailing 
editor@pumper.com.

recommended, he adds. “And don’t treat your child differently when it 
comes to that, because the other employees are going to know.”

 
money maTTers

When it comes to the financial side, Howley notes, many business 
owners have a lot of mistaken ideas about how to transfer ownership.

“The tax laws are way more favorable than they’ve been in the past in 
terms of transitioning wealth,” he says. At the same time, issues of timing, of 
who really controls the company even after ownership has been transferred, 
and how much is being transferred at a time all make it impossible to take a 
“one-size-fits-all” approach.

For that reason, it’s important to get competent professional advice 
when you begin to think about succession in a family business. And as 
good as your regular lawyer might be for your everyday affairs, Howley 
urges finding someone who is much more versed in the details of business 
inheritance laws and related topics.

It’s worth the expense, he notes, to get an expert appraisal of the 
business when valuing it for a transfer to the next generation. And because 
the child’s interests are going to be different from those of the parent in any 
deal, each side of the transaction – even when it’s in the family –  should have 
a lawyer.

Even outside the financial realm, in considering the “softer side” 
of bringing family members into the business, there are professional 
consultants skilled in the subject, and it’s worth your time, energy and 
investment to seek their guidance.

There are few legacies you can give your heirs that compare with a well-
run and promising family business. By taking the time to prepare, thoroughly 
communicating with your kids and hiring expert help for every facet of the 
process, you can help maintain that legacy at its highest potential. ■
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DOT Units

Portable Toilet Units

Check Out Our Updated Website: www.marshind.com

             Check out the Marsh Industrial facebook page.
See the progress of some of our units in the making.

650/300 Portable 
Toilet Restroom 
Service  
Units.

Vacuum Septic Units

Aluminum Or 
Steel Tanks In 
A Variety Of 
Capacities
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From Wyoming For 
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More 3300 
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Units.

Mini Vac Trailers

 Industrial Units  
DOT Code &  
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Slide-In Units

IN STOCK! 300 gal waste/ 
100 gal fresh skid unit.
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take over the business? And is he or she capable of doing so?
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any idea what their parents are thinking,” Allen says.
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the time” – but when he talks with the adult children himself, he learns that 
they’ve heard virtually nothing. 

Parents instead need to talk openly about the business and how it 
works. They also need to listen, so that members of the next generation have 
the space to express their own feelings about going into the business – or 
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future, or in a related industry that can offer important insight into their 
own business issues and practices. And they might also require that the 
youngster demonstrate concrete success – staying on the job for so many 
years and earning promotions there along the way.

But sometimes bringing the children up in the business from the start 
is the best option. Allen says that’s especially true if the business is in a 
distinctive sort of trade with skills that don’t easily translate from other lines 
of work.

In that case, it’s almost always best to bring Junior in on the ground floor, 
treating him or her like any other employee. “You don’t want to put the kid 
in the position where they’re essentially the enemy of the other employees – 
not trusted, or creating the feeling that they’re not having to earn their keep,” 
Howley says.

With any key employees, a formal employment agreement is highly 

MOney Manager

Is Junior Taking Over?
Handing the family business over to the next generation of pumpers requires careful planning 
and expert guidance  By Erik Gunn

You don’t want to put the kid in the position where 
they’re essentially the enemy of the other employees 

– not trusted, or creating the feeling that they’re not having 
to earn their keep.
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Erik Gunn is a business 
writer in Racine, 
Wis. Readers may 
direct inquiries to him 
by contacting this 
publication at 800/257-
7222 or e-mailing 
editor@pumper.com.

recommended, he adds. “And don’t treat your child differently when it 
comes to that, because the other employees are going to know.”

 
money maTTers

When it comes to the financial side, Howley notes, many business 
owners have a lot of mistaken ideas about how to transfer ownership.

“The tax laws are way more favorable than they’ve been in the past in 
terms of transitioning wealth,” he says. At the same time, issues of timing, of 
who really controls the company even after ownership has been transferred, 
and how much is being transferred at a time all make it impossible to take a 
“one-size-fits-all” approach.

For that reason, it’s important to get competent professional advice 
when you begin to think about succession in a family business. And as 
good as your regular lawyer might be for your everyday affairs, Howley 
urges finding someone who is much more versed in the details of business 
inheritance laws and related topics.

It’s worth the expense, he notes, to get an expert appraisal of the 
business when valuing it for a transfer to the next generation. And because 
the child’s interests are going to be different from those of the parent in any 
deal, each side of the transaction – even when it’s in the family –  should have 
a lawyer.

Even outside the financial realm, in considering the “softer side” 
of bringing family members into the business, there are professional 
consultants skilled in the subject, and it’s worth your time, energy and 
investment to seek their guidance.

There are few legacies you can give your heirs that compare with a well-
run and promising family business. By taking the time to prepare, thoroughly 
communicating with your kids and hiring expert help for every facet of the 
process, you can help maintain that legacy at its highest potential. ■
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435 Gallon “SpaceSaver”435 Gallon Rear Engine

www.slideinwarehouse.com

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

Available in 300, 450 & 600 Gallon Capacities
Call For Our Price & Availability!

Electric Start 5.5 HP Honda
Conde Super 6 vacuum pump w/ 4-way
valve 30’ x 2” Tiger Tail inlet hose w/stinger,
washdown system w/50’ hose, 3” discharge,
12V battery & work light.

450 Gallon Aluminum Slide-In
300 Gallon Waste / 150 Gallon Fresh

Call Us Today Toll-Free: 888-445-4892 SIW1013

Atlanta, GA • Bellefonte, PA • Dallas, TX
Denver, CO • Los Angeles, CA • Mauston, WI

THE SLIDE IN WAREHOUSE

Not all models available at all locations.

•

6Your purchase automatically enters you in a drawing to
win an iPad from Keevac Industries.

Keevac will draw the winning customer’s name from
the last 5 slide ins sold. Offer good until further notice.

1in 5
WINS

an
iPad

•
Buy a Slide-In ...Win an iPad!

Authorized Factory Master Distributor

Stocking Locations

‘Coast to Coast’

PROSLWH01013:Layout 1 9/18/13 1:33 PM Page 1

800-589-5254

Manufacturing 
Vacuum Trailers for the 

Liquid Transportation Industry

Parts  •  Repair
Complete Pumping Systems

www.acrotrailer.com  •  417.862.1758  •  Fax - 417.862.8084  •  2320 North Packer Road  •  Springfi eld, Missouri 65803

Seasons Change - Dedication Doesn’t
Stainless Steel  •  Aluminum  •  Code & Non-Code
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Expo Spotlight

Pumpers Get Up-close 
Look at Latest Fleet 
Management Technology
By Ed Wodalski

U S Fleet Tracking’s return to this year’s Pumper & Cleaner Environ-
mental Expo International provided an opportunity to introduce 
visitors to its live GPS tracking system.

“We had a good response. We were very pleased with the show itself,” 
says Richard Banks, national sales director for US Fleet Tracking. “We were 
very well received. We’ve written quite a bit of business.”

The Web-based interface updates every 10 seconds and can be used on 
any mobile device – Android, iPhone, iPad, Kindle – or Web-enabled PC.

Using the program, a fleet owner can have a host of reporting functions: 
stop-start, aggressive driving, excessive idling, Banks explains. “We have 
preventive maintenance systems built into it that allow you to schedule for 
oil changes and tire rotations, so it’s a complete package.”

The system can monitor any number of vehicles. There’s no software to 
install or service contract to purchase. “We don’t lock customers into a long-
term commitment.” he says.

Text alerts and email reports provide fleet managers with at-a-glance 
updates on unauthorized movement, excessive speed and geo-fence alerts. 
It also can be used to guide drivers through unfamiliar routes.

The software keeps 90 days of history. “We can keep up to a year at no 
additional cost,” Banks says. “It allows you to go back and look at your fleet 
two months ago, where somebody was, what they were doing; or if there 
were some billing issues, you can see how long they were at the job site.”

The system also ties into the National Weather Service. An overlay 
provides a comprehensive look at current and approaching weather 
conditions, enabling drivers to take evasive action. Another feature includes 
live traffic data that warns drivers and dispatchers of traffic delays and road 
closures. 405/749-1105; www.usft.com. ■

Richard Banks, national sales director for US Fleet Tracking, guides an Expo visitor 
through the key features of the Web-based GPS system.

Financing the Liquid Waste Industry Since 1998

OAKMONT CAPITAL SERVICES, LLC
www.oakmontfinance.com • 877.701.2391

We’re Working for You!
When You Need Equipment Finance,

Call us to help you expand today!

“ Thank you for all your assistance in the financing of our four 
Kenworth Hydrovac Trucks. Financing can be challenging in this 
day and age, and I appreciate all of the hard work and support 
you gave during that process. It has been a pleasure working with  
you again and we look forward to working with you on future 
expansions for Rockies.”

Sincerely,
Curt Spurgeon, Owner, Rockies Construction
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Using the program, a fleet owner can have a host of reporting functions: 
stop-start, aggressive driving, excessive idling, Banks explains. “We have 
preventive maintenance systems built into it that allow you to schedule for 
oil changes and tire rotations, so it’s a complete package.”

The system can monitor any number of vehicles. There’s no software to 
install or service contract to purchase. “We don’t lock customers into a long-
term commitment.” he says.

Text alerts and email reports provide fleet managers with at-a-glance 
updates on unauthorized movement, excessive speed and geo-fence alerts. 
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The software keeps 90 days of history. “We can keep up to a year at no 
additional cost,” Banks says. “It allows you to go back and look at your fleet 
two months ago, where somebody was, what they were doing; or if there 
were some billing issues, you can see how long they were at the job site.”
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Kuriyama of America, Inc.  
360 E State Parkway  |  Schaumburg, IL 60173
847.755.0360  |  fax: 847.885.0996
email: sales@kuriyama.com  |  www.kuriyama.com

Tigerfl ex™ Amphibian™ AMPH™ Series 
Heavy Duty Polyurethane Lined Wet 
or Dry Material Handling Hose
•  High Abrasion Resistance - polyurethane 

liner specially designed to resist internal 
wear, especially in the hose bends, leading to 
less down time and lower operating costs.

•  Extremely Flexible - convoluted cover and 
“Cold-Flex” materials resist hose kinking and allow the hose to remain 
fl exible in sub-zero temperatures.

•  Oil & UV Resistant  - won’t dry out and crack from oil and UV exposure 
like similar rubber hoses.

Thermoplastic Industrial Hoses

Anniversary
2013

45th
1968

 Secondary  Secondary PUMPPUMP
DISTRIBUTORDISTRIBUTOR

 Secondary Shutoffs

 2100 EAST BOOTH ST. • SEARCY, AR 72143
Fax: 501.279.0003 • E-mail: sbs@cdlworld.net

 12" Primary Shutoffs

 21" & 36" Manways

 Sight Glasses, Valves & Couplings

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

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

� BATTIONI
� CHALLENGER
� FRUITLAND

� JUROP
� MASPORT
� MORO� FRUITLAND � MORO

 Pump Rebuild Kits In Stock

 800.364.7307

 BASE TANKS INCLUDE:
1/4" Thick Steel  • Pipe Reinforced Baffl es • 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

 TANKS TO YOUR DESIGN  TANKS SHIPPED TO YOUR LOCATION
 STAINLESS STEEL & STEEL UNITS - 

CALL FOR INFORMATION
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CALL TO ORDER TOLL FREE 866-872-1224
www.varcopumper.com

SOURCE KEY
10P13

Manassas
Virginia

Fayetteville
Arkansas

NOW 2 LOCATIONS FOR FAST,
EASY SHIPPING TO YOUR DOOR!

HATCHED FROM AN IDEA…
BUILT TO OUT-PERFORM!

PATRIOT 300

Diesel Flush- 
Finally a 
convenient 
place to � ush 
your pump!

4 Point Oil Pump-
    provides 4 points of lubrication
        as opposed to 2

Stepped Shaft-
Use a pulley
or gearbox
with no
tools!

Auto Lube of Front 
Bearings- no more 
rebuilds because
you forgot to
lube them!

DEPENDABILITY FROM
A COMPANY YOU TRUST.

JUST

$2,59500External Oil Tank- Tired of 
checking the oil- see your 

levels with one glance!

NEW!

10P13.indd   1 9/13/13   12:37 AM

 The Pressure Lift Power Booster increases vertical lift and 
distance capabilities when pumping any range of material, 
from water to drilling mud, heavy sludge or waste.  

Solid engineering coupled with rugged, lightweight 
construction make the Power Booster™ the ultimate 
pumping solution. Unsurpassed execution in highly 
viscous applications.

APPLICATIONS:
Refi neries  

Construction
Environmental

Mining
Leachate Collection

Marine
On/Offshore Drilling

Liquid Waste
Lift Stations

Septic Pumpers

PATENTED TECHNOLOGY FOR PUMPING

!

pressurelift.com 
 972.355.0550 Proudly made 

in the USA

         Power Booster Sizes: 

3, 4, & 6 inch

!

PUMP DEEPER
PUMP FASTER

“Septic Drainer and Terralift  
a  combination made  

for each other”
John Van Zandt President of Terralift

Stockbridge, MA

Aerratech, LLC

PO Box 39, Dayton, IN 47941
Toll-Free: 

877.296.2555   
Phone: 765.296.2027   

Fax: 765.296.3027
www.wee-engineer.com

Wee Engineer
Call us for a quote

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

Join us on Facebook!

Wee thank Service Sanitation for 
purchasing 2 34-foot trailers that hold 
about 18 toilets each. Their continued 
trust in our work is greatly appreciated.

Wee thanks Gary Bright of Bright’s Septic for 
purchasing this custom 2500-gallon carbon steel 

tank.  Wee mounted it on his truck

2003 Sterling Cat engine; 170,000 miles, 
2003 Wee Engineer 2500-gallon tank. 

2003 NVE 367 Vacuum pump. $43,500

<Trade-in>

HEATED COLLARS 
Preventing your valves 

from freezing will help 
your profits during the  
winter months.   

Installation kit and 110 volt 
heater kit available

 1.5-2" ........$110
 3" ..............$165
 4" ..............$198
 6" ..............$297



CALL TO ORDER TOLL FREE 866-872-1224
www.varcopumper.com

SOURCE KEY
10P13

Manassas
Virginia

Fayetteville
Arkansas

NOW 2 LOCATIONS FOR FAST,
EASY SHIPPING TO YOUR DOOR!

HATCHED FROM AN IDEA…
BUILT TO OUT-PERFORM!

PATRIOT 300

Diesel Flush- 
Finally a 
convenient 
place to � ush 
your pump!

4 Point Oil Pump-
    provides 4 points of lubrication
        as opposed to 2

Stepped Shaft-
Use a pulley
or gearbox
with no
tools!

Auto Lube of Front 
Bearings- no more 
rebuilds because
you forgot to
lube them!

DEPENDABILITY FROM
A COMPANY YOU TRUST.

JUST

$2,59500External Oil Tank- Tired of 
checking the oil- see your 

levels with one glance!

NEW!

10P13.indd   1 9/13/13   12:37 AM



66     Pumper • October 2013

D uring the 2013 Pumper and Cleaner Environmental Expo in February, 
Bruce Fox, of Allied Septic Services, gave a presentation on the 
challenges of land application. He talked about allowable application 

rates based on the type of crop grown. Someone in the audience asked how 
the rate was established. Fox responded that his firm hired a professional 
crop consultant to establish the accepted rate of application. 

The audience member followed up, wanting to know the precise 
method of calculating the application rate. The questioner talked about 
the need for a nutrient management plan. I thought it would be a good 
idea to explore the development of a nutrient management plan and all 
that is involved, and hopefully clear up how rates are established for land 
application of domestic septage.

According to the federal Natural Resources Conservation Service 
(NRCS) nutrient management practice standard 590, the purpose of such 
a plan is to “manage the amount [rate], source, placement [method of 
application], and timing of plant nutrients and soil amendments.” In Fox’s 
discussion he said that the land-applier should act and think like a farmer. 
Farmers understand and use nutrient management plans.

 
SETBACKS & EROSION CONTROL

In addition to establishing rates of application, nutrient management 
plans include other elements important to properly managing the 
application of nutrients to a crop. The criteria required of land application 
sites includes observance of setback distances for lakes, streams, 
drainageways, other buildings, roads, etc. Additional requirements 
establish runoff and erosion control measures to eliminate the impact 
on surface waters. And other conservation practices may be required and 
incorporated into the plan.

In terms of establishing the rate of nutrient application, standard 
590 states “At a minimum, determination of rate must be based on crop/
cropping sequence, current soil test results, realistic yield goals, and NRCS-
approved nutrient risk assessments.” To make these determinations, most 
state land grant universities provide a crop and nutrient guide including 
established rates of application. So if you are interested in the nutrient 
recommendation for a given crop, this guide is the one to be consulted for 
your area.

Recommendations vary from state to state based on soil, climate and 
crop conditions, so what may be true for your location may not hold true in 
another region. Fox and I actually found this to be true for our two states, 
Pennsylvania and Minnesota. Pennsylvania does not allow application 
of nitrogen to alfalfa since it is a legume and has the ability to fix its own 

nitrogen. In Minnesota, nitrogen application is allowed since, if nitrogen is 
available, the alfalfa will use that input rather than fix its own, resulting in 
higher yields.

There are other good reasons not to land-apply to alfalfa, as the 
plants don’t stand up to traffic and have a susceptibility to frost heave 
problems. But this is a good example of differences between university 
recommendations.

The first step toward establishing a nutrient application rate is to 
determine a realistic yield goal. Realistic yield goals must be established 
based on historical yield data, soil productivity information, climatic 
conditions, nutrient test results, level of management and local research 
results considering comparable production conditions. Estimates of yield 
response must consider factors such as poor soil quality, drainage, pH, 
salinity, etc.

 
STATE RULES VARY

This was a part of the question from the audience because the expected 
yield on the grass crop was not what the questioner thought. As I just 
explained, the expected yield in Pennsylvania may be very different from 
Indiana or Minnesota. Other aspects that need to be addressed in terms of 
application rate are the source of the nutrients, how they are applied and the 
timing of the application to correspond with when the crops are able to use 
the nutrients.

Another feature considered the amount of residual nutrients available 
from previous years’ application. This is important for land application 
because as a biosolid is being applied, not all of the nitrogen becomes 
available the first year. So for succeeding years the residual needs to be 
considered as a part of the application program.

For land application, according to the federal 503 guidelines, nitrogen 
is the nutrient used to determine how much septage can be applied. So once 
the Maximum Allowable Nitrogen Application (MANA) rate is determined 
in pounds per acre per year for the specific crop, the amount of septage 
applied is determined by the following equation:

Maximum allowable septage application rate (gallons/acre/year) = 
MANA divided by 0.0026

0.0026 is a constant based on an average amount of nitrogen per gallon 
of septage as determined by the U.S. Environmental Protection Agency.

Hopefully from this discussion you see that the nutrient management 
plan needs to be developed for your specific location and crop, in accordance 
with your state and local requirements, and that what is appropriate for 
another state will probably not apply in your state. ■
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Jim Anderson, Ph.D., is an emeritus professor 
at the University of Minnesota Department 
of Soil Water and Climate, education 
coordinator for the National Association of 
Wastewater Technicians, and recipient of the 
pumping industry’s Ralph Macchio Lifetime 
Achievement Award. Email Jim questions 
about septic system maintenance and 
operation at editor@pumper.com.

Determining 
Land Application Limits 
A well-designed nutrient management plan will help you spread an acceptable amount of septage 
and keep your state and local regulators happy  By Jim Anderson
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590 states “At a minimum, determination of rate must be based on crop/
cropping sequence, current soil test results, realistic yield goals, and NRCS-
approved nutrient risk assessments.” To make these determinations, most 
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of nitrogen to alfalfa since it is a legume and has the ability to fix its own 

nitrogen. In Minnesota, nitrogen application is allowed since, if nitrogen is 
available, the alfalfa will use that input rather than fix its own, resulting in 
higher yields.

There are other good reasons not to land-apply to alfalfa, as the 
plants don’t stand up to traffic and have a susceptibility to frost heave 
problems. But this is a good example of differences between university 
recommendations.

The first step toward establishing a nutrient application rate is to 
determine a realistic yield goal. Realistic yield goals must be established 
based on historical yield data, soil productivity information, climatic 
conditions, nutrient test results, level of management and local research 
results considering comparable production conditions. Estimates of yield 
response must consider factors such as poor soil quality, drainage, pH, 
salinity, etc.
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This was a part of the question from the audience because the expected 
yield on the grass crop was not what the questioner thought. As I just 
explained, the expected yield in Pennsylvania may be very different from 
Indiana or Minnesota. Other aspects that need to be addressed in terms of 
application rate are the source of the nutrients, how they are applied and the 
timing of the application to correspond with when the crops are able to use 
the nutrients.

Another feature considered the amount of residual nutrients available 
from previous years’ application. This is important for land application 
because as a biosolid is being applied, not all of the nitrogen becomes 
available the first year. So for succeeding years the residual needs to be 
considered as a part of the application program.

For land application, according to the federal 503 guidelines, nitrogen 
is the nutrient used to determine how much septage can be applied. So once 
the Maximum Allowable Nitrogen Application (MANA) rate is determined 
in pounds per acre per year for the specific crop, the amount of septage 
applied is determined by the following equation:

Maximum allowable septage application rate (gallons/acre/year) = 
MANA divided by 0.0026

0.0026 is a constant based on an average amount of nitrogen per gallon 
of septage as determined by the U.S. Environmental Protection Agency.

Hopefully from this discussion you see that the nutrient management 
plan needs to be developed for your specific location and crop, in accordance 
with your state and local requirements, and that what is appropriate for 
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at the University of Minnesota Department 
of Soil Water and Climate, education 
coordinator for the National Association of 
Wastewater Technicians, and recipient of the 
pumping industry’s Ralph Macchio Lifetime 
Achievement Award. Email Jim questions 
about septic system maintenance and 
operation at editor@pumper.com.
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Land Application Limits 
A well-designed nutrient management plan will help you spread an acceptable amount of septage 
and keep your state and local regulators happy  By Jim Anderson
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Industries

Authorized Factory Master Distributor

Denver, CO • Bellefonte, PA • Kansas City, MO
www.keevac.com

KV1013

1200 Gallon Aluminum ‘Bright Finish‘
300 Fresh / 900 Waste, Masport HXL4 Pump – 160 C.F.M.
Direct drive P.T.O. w/control in cab,12-Volt water pump.
30’ x 2” Tiger tail hose. Unit hauler & hitch

2013 Ford 550XL Call for Special Pricing!
19,500 lb. G.V.W.R. , 300 Horsepower, Automatic

2013 Ram 5500 Call for Special Pricing!
19,500 lb. G.V.W.R., 6.7L 16 Cummins,  Automatic 

18% Greater Payload • 60% Lighter Than Steel • Rustproof Aluminum 

Complete Units... from STOCK!

IRS Section 179:  

TAX DEDUCTION!

Write Off You
r Full 

Purchase
 Price 

In 2013! 

Don’t W
ait Until Time 

Runs Out!

Order Yo
ur New Truck Now. 

Offer Ex
pires 12

/31/13 

(Consult your tax professional)

Introducing...

Ask us for details on 
how to get started 
with your own 
business today!

•
• •

A service business opportunity 

The

Choice of Chassis...

kv1013:Layout 1  9/17/13  1:39 PM  Page 1

 • Lowest Interior Floor Height in the Industry
• ADA wheelchair accessible units.
• Unlimited Floor Plans from 8' to 53' Trailers
•  Rigid Steel Shell Construction from top to 

bottom to resist rot and warping.
•  Specializing in Customizing trailers to 

fi t your needs.
• Easy Fold-Up Steps & Door Handles
•  24/7 Tech Support for the best customer 

service available.
• Free Nation Wide Lead Program for our customers.
• Large Capacity Waste Tanks
•  High Privacy Partitions are Standard for 

Added Comfort
•  Rigid Platform, our smallest wide body trailers 

start out with Dual 10" ASTM I-Beams.

 8' 2-Station
w/A/C & Heat • 300 gal waste

  20' 6-Station
w/A/C & Heat • 600 gal waste

 See our website for more layouts and options.

 12' 2-Station Combo
 w/AC & Heat - 450 gal waste 

Includes Showers

  24' 7-Station ADA
w/A/C & Heat • 750 gal waste

 See our website for more layouts and options.

 info@cohsi.com • 630.906.8002 • www.cohsi.com
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I n February 2014, the National Association of Wastewater Technicians  
(NAWT) will present the prestigious NAWT Excellence in Service Award 
to an individual or company that has shown exceptional accomplish-

ments through service to the community and to the wastewater profession. 
This award, introduced in 2011, is presented annually at the Pumper and 
Cleaner Environmental Expo International. The desired candidate is 
an individual or company that attains or embodies the highest level of 

professional excellence, has devoted time and energy toward commendable 
service that benefits the community or wastewater industry and – through 
exceptional leadership – provides inspiration to others.

The NAWT Excellence in Service Award recipient will be selected from 
nominations and we need your help in identifying potential candidates from 
among NAWT members or NAWT-sponsored individuals or companies. 
Within your organization there are undoubtedly individuals who are 
outstanding professionals and leaders. All nominations must be postmarked 
by Oct. 31, to be considered by the Excellence in Service Award Committee. 
We encourage you to contact the NAWT office at 800/236-6298 to obtain a 
nomination form to let us know who they are.

Through this program, we hope to build awareness and honor the 
valuable contributions being made by women and men in our business and 
professional community. We are looking forward to a successful celebration 
and we welcome your participation!

 
Get Covered with SeptiCover’S inSuranCe proGram  

SeptiCover is NAWT’s preferred Property and Casualty Insurance 
program for its members nationwide. Members can benefit from the 
tailored coverage package SeptiCover offers to the septic industry. 
SeptiCover, the insurance program for septic haulers, pumpers and portable 
sanitation companies, has been providing coverage to the septic industry 
for more than 15 years. Please contact Jim Tyrrell at 617/235-6142 for more 
information about the program, which includes insurance-related service 
designed especially for the wastewater industry.

 
•  Auto, general liability, pollution, property, crime, inland marine, 

workers’ compensation and errors and omissions coverages
•  Deep underwriting expertise in septic operations
•  Timely claims processing
•  Risk control services for their policyholders
•  Standalone errors and omissions policy is available for designers 

and installers ■
 
Rob Patterson is executive director of the National Association of 

Wastewater Technicians. 
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1901 N. Roselle Rd., Schaumberg, IL 60195 • 1-800-236-NAWT (6298) • Fax 847-885-8393 • www.nawt.org

    Upcoming Training & EvEnTs
yoUr soUrcE
For rEal lEarning

Inspector traInIng  
& certIfIcatIon:
november 14-15, 2013 - lakewood, co
 Colorado Professionals in Onsite Wastewater
 Kate Carney at (720) 626-8989, cpow@cpow.net
november 15, 2013 - arlington, TX
 RETS - Real Estate Training Systems,  
 RETS at 817-861-9998, rets@rets-llc.com
February 5-6, 2014 - Eugene, or
 Onsite Wastewater Association (O2WA) 
 Belinda Rasmussen - More info at o2wa.org
February 22-23, 2014 - indianapolis, in
 NAWT Pre-Expo 2014 - More info at nawt.org

operatIon & MaIntenance  
traInIng certIfIcatIon:
December 4-5, 2013 - napa, ca
 COWA & NAWT - Evelyn Rosefield at 
 (530) 513-6658, evelyn@cowa.org

ceUs for recertIfIcatIon:  
october 17, 2013 - sonora, ca
 COWA System Controls, Evelyn Rosefield at   
 (530) 513-6658, evelyn@cowa.org
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 Soil & Site Evaluation for OWS, Univ. Of AZ, 
 Janine Lane at (928) 782-5882,   
 janinel@cals.arizona.edu
november 12-13, 2013 - santa rosa, ca
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 Evelyn Rosefield at (530) 513-6658, evelyn@cowa.org

desIgn coUrses:  
February 22-23, 2014 - indianapolis, in
 NAWT Principles of Design - NAWT Pre-Expo   
 2014 - More info at nawt.org 

www.nawT.orgFor more information call:

800-236-6298

–– watch the nawT website and industry publications for updates ––
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 Global Vacuum Systems, Inc.
15431 State Hwy 6 • Navasota, TX 77868
Toll Free: 800-843-0866 • Phone: 936-825-2000
Email: info@globalvacuumsystems.com 
Web: www.globalvacuumsystems.com

 Call for quotes

 ASME DOT 407/412 Code Units
Mounted on a new or used chassis

Tanks can be shipped

 Manufacturer Of ASME DOT 407/412 Tanks & Trailers

    Trailers & 

Bobtails In Stock!
 “Built to do the work for you.”

FULL 
Product Line

Personal Customer  
Service 

 Factory Direct To You!

CABLE MACHINES      JETTERS     PUSH CAMERAS FOR MAIN LINES & DRAIN LINES          LOCATORS        RELATED PARTS     ACCESSORIES

Contact us for your  
 FREE full line catalog today!

800.328.8170     
fax: 651. 222.1739 

www.mytana.com
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Classy TruCk Of The MOnTh

Cumberland, Rhode Island

Coia Sanitation LLC

O wner Bobby Coia added this red, black and white 2012 Peterbilt 
337 septic service truck to serve his small family-run pumping 
company. The truck was built out by Andert Inc. with a 2,000-gallon 

steel tank, Masport Inc. 400 WV pump, heated valves, stainless steel 
hose racks, strobe and LED lights, site tube and polished stainless steel 
components throughout. The truck is powered by a Cummins 300 hp 
engine tied to an Allison six-speed automatic transmission, Coia’s first 
auto shift, and has a fully equipped luxury cab. Comfort features include 
power heated mirrors, power windows, air conditioning, CD stereo and 
air-ride seat. Bold graphics were by Delaney Signs. The truck is shared by 
Coia and his son, Steven. ■

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, compa-
ny 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 efficient and more profitable. Email your materials  
to editor@pumper.com or mail to Editor, Pumper, P.O. Box 220, Three Lakes, WI 
54562. We look forward to hearing from you!

Show uS yourS! 

DEODORIZING • ODOR CONTROL • CLEANING SOLUTIONS

CHEMPACE HAS MANY STRATEGIES 
FOR EXPANDING YOUR BUSINESS!

PRIVATE LABELING 
OPTIONS!

TIRED OF GIVING AWAY  
YOUR PROFITS TO OTHERS?

Increase your profits every time you pump  
with bioForce Packets – Septic Tank Treatment

Make an additional $20.00-$40.00 profit at every service call! 
Private labeling available at no charge.Private labeling available at no charge

800.423.5350www.Chempace.com
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auto shift, and has a fully equipped luxury cab. Comfort features include 
power heated mirrors, power windows, air conditioning, CD stereo and 
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your submission to one truck only.
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to editor@pumper.com or mail to Editor, Pumper, P.O. Box 220, Three Lakes, WI 
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Does your price for toilet paper 
seem too good to be true??

FULL SERVICE DISTRIBUTOR OF 
JANITORIAL SUPPLIES AND CLEANING PRODUCTS

Call Steve today!

… Maybe it is!

250 Old Marlton Pike • Medford, New Jersey 08055

800-699-9903    www.delvel.com

Regular Core – 1500
1 Ply, 1500 sheets/roll

Small Core – 2500
1 Ply, 2500 sheets/roll

Clear Computing 
(888) 332-5327 

www.clearcomputing.com

• Go Green – Save Money 
• TAC Online 
• Paperless Invoicing 
• Write-On Work Orders 
• Write-On Maps 
• Secure Credit Card Processing 

Rent or Buy  
 Call for Internet 

Demo

The 
Johnny 
Mover
715-723-4450

800-498-3000 
www.cesspoolcleaners.com
troyd@cesspoolcleaners.net

This System 
Eliminates 
the need  
to strap 

down each  
individual 

unit!

We Have A  
Johnny-Mover That 

Fits All Of Your 
Needs! Smallest To 

The Largest!

The Best Trailer  
For All Of Your  
Portable Toilet 
Transport Needs

Stardusk Truck & Equipment
2513 County Hwy OO

Chippewa Falls, WI 54729
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Talk to us about buying or selling your vacuum trucks, and equipment!

www.usedvacuumtrucks.com

Call Toll Free: (888) 432-9070



Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck
Sell Your Truck

Talk to us about buying or selling your vacuum trucks, and equipment!

www.usedvacuumtrucks.com

Call Toll Free: (888) 432-9070
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WORKMATE TRUCKS
A Division of FMI Truck Sales & Service

Portland, Oregon
1-800-927-8750  

Ask for JOHN BARRETT or go to www.fmitrucks.com

WORKMATE
Portable Toilet Trucks t Septic Service Trucks 

Slide-In Unitst Vacuum Truck Parts & Accessories

WorkMate Portable Toilet Service Truck
t Equal Weight Distribution of Tank extends Brake Life
t Two Food Grade Poly Water Tanks
t 60 Cubic Feet of Storage Space
t Ergonomic Design
t 4 Toilet Capacity
t Masport Components

ALUMINUM t CARBON STEEL t STAINLESS STEEL

ALL STAINLESS STEEL
12V DC Washdown Pump

For More Information, Call 630-552-4115 ext. 2,
Email Pumper@MTHPumps.com, or 
Visit Us Online www.MTHPumps.com

Manufacturing Pumps

 in the U.S. for 

over 50 Years!

• 100% Solid Stainless Steel Pump Components 
No Rusty Pump • No Plastic • Freeze Tolerant

• Open Face Impeller Design
Allows Debris to Pass

• 1 HP Totally Enclosed Motor
No Fan Problems

• Long Lasting Dry-Run Seal
• Flow Rates to 25 GPM
• Pressure to 40 PSI
• End Suction with Top, Bottom,

or Side Discharge
• Available for Quick Factory Shipment
• Can Handle Liquids to 230°F

• Industry Finance Specialists

•  Industrial and Commercial 
Equipment Financing

• Manufacturer Programs Available

• Acquisitions Financing

A Premier Commercial 

Finance Company that 

specializes in fi nancing 

& leasing equipment 

in the Waste & 

Environmental Industries

SERVING THE NEEDS OF 

THE WASTE INDUSTRY FOR 

OVER 20 YEARS 

PLEASE CONTACT YOUR LOCAL REPRESENTATIVE

John Moore
Cell: 720-315-5700

Area: NV, CO, WY, UT, 
AZ, NM, NE, OK, MO

Kevin Parry
Cell: 704-650-2635

Area: NC, SC, 
Inside Sales

Gerald Hargrave
Cell: 713-898-0531

Area: TX, LA

Bob Pritchett
Cell: 205-999-4214

Area: GA, FL, 
AL, MS, AR

Jay Felizzi
Cell: 704-576-9210

Area: IN, OH, WV, KY, 
TN, Western VA

Ozzie Merino
Cell: 714-351-4798

Area: CA, OR, WA, ID

Perry Siler
Cell: 231-745-3495
Area: MN, WI, IL, 

MI, IA, ND, SD

JD Magness
Cell: 804-694-6183
Area: Eastern VA, 
MD, DC, NJ, DE

Robert “Bob” Marino
Cell: 215-360-1776
Area: PA, NY, CT, RI, 

MA, NH, VT, ME

People’s United 
Equipment Finance Corp.

A subsidiary of

Bank

People’s United 
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Stock your equipment with the right parts to get the job done.
Think of FS Solutions® as your personal Parts Supplier for all makes and models of  

Industrial Vacuum Loaders, Vacuum Excavators and Waterblasters.  

7 locations - same day shipping - huge inventory - competitive prices - expert technical and application advice.

fssolutionsgroup.com • (800)822-8785

©FS Solutions Group, 2013

Don’t show up to a job 
unprepared.

 BILLING
 

Online 
web access
With TAC Online Web 
Access from Clear 
Computing, customers 
and company staff can 
access selected company 
information online. The 
program offers customers 
and staff access from 
a Web browser on any 

device, anywhere, to view, edit or add selected information. On www.tac-
sales.com, sales staff can edit and add notes and work orders. With www.
tac-orders.com, drivers see route and work order information and can 
update an order status. On www.tac-service.com, drivers see stops, units, 
quantities, etc., for service routes, including status updates and customer 
service completions. On www.tac-customer.com, customers can view work 
orders and service history, scheduled service, balances and payments. With 
www.tac-sites.com, company staff can look up information on customers, 
locations, scheduled service, work orders, invoices and payments. 888/332-
5327; www.clearcomputing.com.

 

One-tOuch billing technOlOgy
The iButton technology from EZTrakR Systems tracks 
every service, delivery or pickup completed for 
each unit. It allows technicians to quickly 
access customer history to see when a 
driver was on site to verify billing 
discrepancies. The bundled 
software system offers service 
validation, route optimization, 
inventory control, missed 
service reports and employee 
productivity. It also offers a simplified one-touch billing process integrating 
with QuickBooks for easy and automated invoicing, including 28-day, 
advance or arrears, and monthly billing options to satisfy any customer 
request. It includes different rates, delivery and pickup fees, damage waivers 
and other miscellaneous fees itemized on each invoice. 866/529-1938; 
www.eztrakr.com.

billing 
management 
system
The Summit Service 
System, Version 5, from 
Ritam Technologies, 
has been updated with 
a slicker look and feel, 
easier job management, 
and built-in reminders 

and auto-repeat features, letting users retain business that would previously 
get lost. With one-click text message reminders, tasks are better organized 
and may be communicated to the field with smartphone and tablet device 
dispatch management, including iPhone and iPad. Credit cards can be 
swiped in the field or processed in the office. The flexible computer setup 
includes cloud-based remote solutions, local area network or single PC with 
optional home access. Choose monthly pricing or one-time licensing with 
optional continuity plan. 800/662-8471; www.ritam.com.

 FLeet MaNaGeMeNt

call mOnitOring sOftware
CallSource software can monitor every inbound call to track the number 
of potential buyers that don’t 
receive appointments. It can 
send an alert via email and 
text to the business to notify 
them of a missed opportunity 
within an hour. The alerts 
include the caller’s phone 
number, name of the call 
handler and actual recording 
of the conversation, offering 
built-in accountability. 866/939-3079; 
http://homeimprovement.callsource.com.

Office Technology and Software
New technology can help pumping contractors streamline billing, fleet management and routing. 
Here are several billing, fleet management, routing, insurance and financing products and services 
that will help save time and money. By Craig Mandli

Product Focus

(continued)
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New technology can help pumping contractors streamline billing, fleet management and routing. 
Here are several billing, fleet management, routing, insurance and financing products and services 
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Product Focus

(continued)



82     Pumper • October 2013

 FLeet MaNaGeMeNt

business 
management 
prOgram
FoundOPS allows business owners 
to keep track of all client information 
and service history, and create service 
schedules. Users can dispatch their 
team by dragging and dropping jobs, 
or let the program’s routing algorithm 
figure out the most efficient routes. 
The program can wirelessly send job 
information and updates to field technicians’ smartphones or tablets. Tech-
nicians can also get turn-by-turn directions, access client information and 
then record a service report. Meanwhile, business owners can keep tabs on 
their progress and GPS location. Once the job is completed, an invoice is 
automatically created in the company’s QuickBooks account, with all billing 
information already filled in. The system is securely hosted in Microsoft’s 
Cloud, meaning that all users need is a Mac computer or PC with Web ac-
cess. 765/688-0006; www.foundops.com.

 
gps fleet tracking sOftware

Manageit from Ituran 
USA is designed for fleet 
managing and dispatch-
ers, and contains instant 
and accurate GPS fleet 
tracking, personalized re-
porting, recovery services, 
geofencing technology, 
real-time notifications via 
email/SMS, landmark re-
port, Driver ID capabilities 
and PTO alerts, along with 

other features. The software provides customers with 24/7/365 live recov-
ery assistance for both emergency and technical support. 866/543-5433; 
www.ituranusa.com.

 
gps tracking device
The VT310 from Meitrack USA is a GPS tracker with 
five discrete inputs and outputs, and two analog 
ports. Among its features, the VT310 tracks 
vehicle window status, door status, en-
gine status, temperature and tank 
fuel level, and is widely used in 
truck tracking applications. It 
features a 4 MB logger, motion 
sensor and backup battery. It al-
lows technicians to track on demand 
or by time interval. It has an internal 4 MB 
memory for logging, a tremble sensor and alarms 
for SOS, geofence, GPS blind area, low battery, speeding and external power 
cut. 626/448-8785; www.meitrackusa.com.
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case study: Fleet tracking program 
leads to Fuel savings

Problem: Valet Waste faced fleet challenges that required a more advanced GPS 
tracking system to solve. Nick Choma, Regional Manager for the company’s office 
in western Florida, sought a sole provider to affordably increase efficiency and 
monitor driver behavior.
 
Solution: Looking for a fleet management software product that allowed for 
customization, Choma chose the GPS Insight Fleet Tracking Solution. The 
features and flexibility of the 
software includes reporting 
on the amount of time 
spent inside and outside of 
landmarks, such as customer 
locations.
 
Result: Valet Waste has 
seen its fuel card bill drop 
16 percent in the first two 
months of using the new software, which represents a 168 percent return on 
investment in fuel savings alone. “We require our employees to visit our clients 
routinely, and GPS Insight has been able to confirm those visits and track the 
frequency of those visits, to help ensure our promise of customer service was 
being upheld,” says Choma. “Now we can validate ‘how’s my driving’ complaints by 
pulling up Google Earth and focusing in on the time, day and vehicle. It is difficult to 
exonerate or punish an employee based on hearsay, and GPS Insight provides the 
proof.” 480/663-9454; www.gpsinsight.com.

case study: septic pumper uses 
soFtware to increase Fuel economy
 
Problem: It was a hot day last June, and Judy Malone with A & M Septic in 
Valley View, Texas, was making her typical round of service calls. She had used 
an entire tank of gas in her 
Chevy pickup and realized 
she would need to fill up 
before heading home. With 
fuel prices creeping higher, 
she began to look for ways 
to save.
 
Solution: Malone decided 
to call Jon Denney with 
SAFE Software and see if there was a way to utilize the mapping portion of the 
program to reduce her driving and fuel consumption. Denney showed her how 
to export her scheduled inspections to a Microsoft Excel spreadsheet and then 
upload it into a website that would create an interactive Google Map. 
 
Result: After doing this for a week, Malone cut her fill-ups in half, while seeing 
three more customers per day. 800/604-7351; www.thesafeprogram.com.

Case studIes
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gps tracking 
device
The AT-X5 live GPS tracking device 
from US Fleet Tracking is com-
pact, discreet and easy to install. It 
assures turn-by-turn monitoring of 
mobile assets, and features 5- and 
10-second tracking, historical play-
back and virtual fences. It comes standard with weather overlay and traffic 
features for safety and efficiency, plus the ability to create and edit up to 20 
different logs while in the field. The Web-based system is compatible with 
every mobile platform. 405/749-1105; www.usft.com.

 
cOmplete OperatiOnal sOftware

Evolution software from WennSoft 
delivers asset management, main-
tenance agreements, simple and 
segmented work orders, field ser-
vice, advanced dispatching and 
scheduling, mobile solutions for 
field technicians, quotes, purchas-
ing and invoicing, and includes 
Microsoft Dynamics CRM. It can 
operate as a stand-alone solution, 
or integrate with Microsoft Dynam-
ics ERP products or other business 
application software and services. 

It accurately tracks all tools, equipment and assets to promote efficiency 
throughout a company. 888/936-6763; www.wennsoft.com.

 RoutING soFtwaRe

rOuting 
OptimizatiOn sOftware
The routing optimiza-
tion feature in Route-
Optix software pro-
vides a benchmark for 
how route time can be 
improved and com-
pared against routes 
prior to running. De-
tailed route profitability 
information, including 
prorated revenue, service revenue, disposal cost, disposal revenue, driver 
cost, fuel cost and vehicle costs are captured, giving a clear picture of overall 
profit on each route. Integration to NexTraq, a GPS/fleet tracking compa-
ny, offers customers an enhanced paperless routing solution by uploading 
routes directly from the software application to a Garmin portable naviga-
tion device in the driver’s vehicle. When calls are completed, a live date and 
time stamp is provided, which feeds production statistics and reporting in-
formation for management. 866/926-7849; www.routeoptix.com.

(continued)

 FLeet MaNaGeMeNt

fuel management sOftware
Fuel management software 
from NexTraq includes free 
integration with the Universal 
Premium FleetCard Master-
Card, as well as fuel reports 
including fuel slippage, fuel ef-
ficiency and International Fuel 
Tax Agreement to better track 
fleet fuel spending and usage. It 
provides a full range of features 
to improve efficiencies, reduce waste, account for fuel purchases and im-
prove buying behavior. Alerts can be set to eliminate wasteful practices such 
as excessive speeding and idling. Vehicle maintenance reporting ensures op-
timal fleet care and fuel efficiency. The driver safety scorecard report ensures 
fuel-efficient driving behaviors, and efficient route planning cuts down on 
mileage. 800/724-5261; www.nextraq.com.

 
barcOde scanning 
sOftware
Barcode Scanning Software from Street Eagle 
GPS provides fleet owners and operators the abil-
ity to manage assets and equipment in the field. 
By integrating with wireless barcode scan-
ners from Motorola, the software transmits 
all scanned information in real time. The 
driver quickly scans the barcode on each 
asset when servicing, delivering or picking 
up. Managers track assets in the field, with 
each scan providing location, date/time and ser-
vice verification. The software provides the actual location of each vehicle/asset 
and tracks pickup, delivery and servicing of mobile assets. Managers can verify 
that all assigned assets were serviced on the most optimized route for fuel and 
time savings. Automated and printable reports ensure proof of service for cus-
tomers and efficient inventory management to schedule deliveries, prevent loss 
and allocate resources. 301/866-1990; www.streeteaglegps.com.

 
OrganizatiOnal sOftware

The PortaTracker program from 
Tracker Solutions provides cus-
tomer information, including 
site and mailing address, phone 
number and history on one navi-
gational page. The calendar fea-
ture enables users to schedule 
drop-offs, pickups and service as 
well as view each day’s schedule 
by service or area. Dispatches can 

be added to each day’s schedule. Driver, truck number and jobs are entered 
from a drop-down list. A reference sheet, featuring directions, number and 
type of units, as well as address and phone number, can be printed out for 
the driver or office staff. The program also can create invoices and service 
reminders, and tracks credit and delinquent customers. 866/834-1551; 
www.septictracker.com.
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 INsuRaNCe

cOntractOrs insurance prOgram
The Septic Contractors Insurance Program from The Hartford provides 
coverage for installation, design, service, repair and pumping contractors, 
inspection service contractors and portable restroom rental companies. 
Coverage includes design and installation errors and omissions, septic in-
spection service errors and omissions, and extra expense coverage for un-
intentional handling of hazardous waste. The program includes loss control 
services to help minimize and lower the frequency and severity of accidents 
particular to the septic industry, including slips and falls, collisions and ve-
hicle overturns, and damage to business or customer property. Direct billing 
is offered through a total account billing system, with affordable payment 
options and an XactPAY workers compensation payroll billing option to help 
cash flow. 800/533-7824; www.thehartford.com/septic.

 LeasING & FINaNCING

residential septic and 
wastewater financing
Admirals Bank focuses on financing for the residential septic and waste-
water industry, assisting homeowners with purchasing septic system 
installations, any necessary repairs, and city and town connections. 
It offers homeowners non-equity-based financing for up to $25,000 
for residential septic and wastewater systems in the U.S. 401/248-7352; 
www.admiralsbank.com.

vehicle financing and 
leasing prOgram
The “A” Credit Tier Vehicle Financing and Leasing Program from Advan-
tage Funding is designed to offer bank rate financing to new and existing 
well-qualified customers. For 16 years, Advantage Funding has serviced 
the commercial transportation and vocational truck industries with experi-
enced specialists on staff. 866/392-1300; www.advantagefund.com.

 
cOmmercial financing services
Oakmont Capital Services provides a variety of commercial financing 
products to clients in all 50 U.S. states and Canada. To complete most financ-
ing requests, clients submit a one-page credit application and an equipment 
quote. Requests of up to $300,000 can generally be approved within just a 
few hours. With scanned documents, the funding process can take less than 
one day. 877/701-2391; www.oakmontfinance.com.

 
capital lOans and financing
Working capital loans and financing for new and used equipment 
are available from Priority Capital. Programs can be customized to meet 
specific business needs. Flexible financing is available. 800/761-2118; 
www.prioritycapital.com. ■

 case study: insurance brokerage 
Finds savings For large portable 
restroom operator

Problem: Bill Malone of A Royal Flush Inc., of Bridgeport, Conn., a large portable 
restroom operator, was searching for a better value in insurance coverage. He 
contacted Heffernan Insurance Brokers.
 
Solution: Heffernan Insurance Brokers performed a complete review of 
the company’s current policy coverage, and the exposures of the business. 
Several areas of concern were found and addressed. The policy was rebuilt from 
scratch, and coverage was put in line with the needs of the business. Additional 
coverage was added in some areas, including pollution coverage, and coverage 
on trailers and equipment, and an umbrella was added to increase overall limits. 
The review also revealed an incorrect class code had been used on the workers’ 
compensation policy. 
 
Result: The wrong class code was removed from the workers’ compensation 
policy. Even after increasing limits and coverage to be in line with business needs, 
cost was reduced. Malone felt relieved with the correct coverage and savings. 
800/208-6912; www.heffins.com.

Case studY

Toll-Free: 1-888-848-3727
email: ltetanks@yahoo.com • fax: 217-268-4705

PO Box 106, 106 N. US Hwy 45, Arcola, IL 61910

web: 

ltetanks.net
Custom, Quality Tank Assembly and Repair

Mike Kauffman

2,200 Gallon 
Stainless Steel Tank
Mounted on your chassis
350 CFM Pump
48 in. Cabinet
Tank, equipment & labor $33,500

2,500 Aluminum  
1 Compartment Tank
4" Inlet/6" Discharge

NVE 607 Max Pak
2013 International  

4300 Chassis
Maxx Force DT Diesel

Auto Transmission
$129,000

IN STOCK!

IN STOCK!

800.338.3155  |   WWW.WALEX.COM

Porta-Pak sells the most because of
advantages the competition can’t match!

See for yourself why Porta-Pak is the #1 best 
selling portion control product worldwide!

Get Unsurpassed Performance
with the Best Deodorizer

Money Can Buy

PORTA-TAB® 
Quick-Dissolve Holding Tank
& Waste Treatment Tablets
(Available in standard
and Porta-Tab XL sizes)

BIO-PAK®

Natural Enzyme
Holding Tank Deodorizer
& Waste Digester

STHE STRONGEST ODOR CONTROL.
Powered by advanced WAVE2 Technology developed

by the Walex R&D Group, delivering customer satisfaction
around the world. 

SNON-STAINING COLOR.
Deep, dark EVERBLUE color that never stains surfaces

– beware of cheap, staining dyes in other products.

STHE SAME GREAT PRODUCT EVERY TIME.
Our manufacturing process ensures product consistency,

so you always know you’re getting the best for your money.

THE # 1BEST SELLERTHE # 1BEST SELLERTHE # 1BEST SELLER

PORTA-PAK®

                           

Week-Long Odor Control
for Mild Climates

Other Great Portion Control Products from Walex



 INsuRaNCe

cOntractOrs insurance prOgram
The Septic Contractors Insurance Program from The Hartford provides 
coverage for installation, design, service, repair and pumping contractors, 
inspection service contractors and portable restroom rental companies. 
Coverage includes design and installation errors and omissions, septic in-
spection service errors and omissions, and extra expense coverage for un-
intentional handling of hazardous waste. The program includes loss control 
services to help minimize and lower the frequency and severity of accidents 
particular to the septic industry, including slips and falls, collisions and ve-
hicle overturns, and damage to business or customer property. Direct billing 
is offered through a total account billing system, with affordable payment 
options and an XactPAY workers compensation payroll billing option to help 
cash flow. 800/533-7824; www.thehartford.com/septic.

 LeasING & FINaNCING

residential septic and 
wastewater financing
Admirals Bank focuses on financing for the residential septic and waste-
water industry, assisting homeowners with purchasing septic system 
installations, any necessary repairs, and city and town connections. 
It offers homeowners non-equity-based financing for up to $25,000 
for residential septic and wastewater systems in the U.S. 401/248-7352; 
www.admiralsbank.com.

vehicle financing and 
leasing prOgram
The “A” Credit Tier Vehicle Financing and Leasing Program from Advan-
tage Funding is designed to offer bank rate financing to new and existing 
well-qualified customers. For 16 years, Advantage Funding has serviced 
the commercial transportation and vocational truck industries with experi-
enced specialists on staff. 866/392-1300; www.advantagefund.com.

 
cOmmercial financing services
Oakmont Capital Services provides a variety of commercial financing 
products to clients in all 50 U.S. states and Canada. To complete most financ-
ing requests, clients submit a one-page credit application and an equipment 
quote. Requests of up to $300,000 can generally be approved within just a 
few hours. With scanned documents, the funding process can take less than 
one day. 877/701-2391; www.oakmontfinance.com.

 
capital lOans and financing
Working capital loans and financing for new and used equipment 
are available from Priority Capital. Programs can be customized to meet 
specific business needs. Flexible financing is available. 800/761-2118; 
www.prioritycapital.com. ■

 case study: insurance brokerage 
Finds savings For large portable 
restroom operator

Problem: Bill Malone of A Royal Flush Inc., of Bridgeport, Conn., a large portable 
restroom operator, was searching for a better value in insurance coverage. He 
contacted Heffernan Insurance Brokers.
 
Solution: Heffernan Insurance Brokers performed a complete review of 
the company’s current policy coverage, and the exposures of the business. 
Several areas of concern were found and addressed. The policy was rebuilt from 
scratch, and coverage was put in line with the needs of the business. Additional 
coverage was added in some areas, including pollution coverage, and coverage 
on trailers and equipment, and an umbrella was added to increase overall limits. 
The review also revealed an incorrect class code had been used on the workers’ 
compensation policy. 
 
Result: The wrong class code was removed from the workers’ compensation 
policy. Even after increasing limits and coverage to be in line with business needs, 
cost was reduced. Malone felt relieved with the correct coverage and savings. 
800/208-6912; www.heffins.com.

Case studY

800.338.3155  |   WWW.WALEX.COM

Porta-Pak sells the most because of
advantages the competition can’t match!

See for yourself why Porta-Pak is the #1 best 
selling portion control product worldwide!

Get Unsurpassed Performance
with the Best Deodorizer

Money Can Buy

PORTA-TAB® 
Quick-Dissolve Holding Tank
& Waste Treatment Tablets
(Available in standard
and Porta-Tab XL sizes)

BIO-PAK®

Natural Enzyme
Holding Tank Deodorizer
& Waste Digester

STHE STRONGEST ODOR CONTROL.
Powered by advanced WAVE2 Technology developed

by the Walex R&D Group, delivering customer satisfaction
around the world. 

SNON-STAINING COLOR.
Deep, dark EVERBLUE color that never stains surfaces

– beware of cheap, staining dyes in other products.

STHE SAME GREAT PRODUCT EVERY TIME.
Our manufacturing process ensures product consistency,

so you always know you’re getting the best for your money.

THE # 1BEST SELLERTHE # 1BEST SELLERTHE # 1BEST SELLER

PORTA-PAK®

                           

Week-Long Odor Control
for Mild Climates

Other Great Portion Control Products from Walex



88     Pumper • October 2013

Contact us at either location

SubSurface Locators Inc.
toll free: 877-778-0763

www.subsurfacelocators.com

SubSurface Instruments Inc.
toll free: 855-422-6346
www.ssilocators.com
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Pipe & Cable 
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Reliable Locators Don’t Have to be Expensive
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Single Frequency 
Pipe & Cable 
Locator
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The Hartford Septic Insurance

Choose The Hartford to protect your unique exposures with specialized insurance solutions for septic contractors.

To learn more or fi nd an agent, go to thehartford.com/septic or call 1-800-533-7824.

Insurance is provided by the property and casualty insurance companies of The Hartford Financial Services Group, Inc., Hartford, CT. © 2012 The Hartford Financial Services Group, Inc., Hartford, CT 06155. All Rights Reserved.

General Liability • Auto • Workers’ Comp • Property • Umbrella

Depend on The Hartford to protect your business.

MANUFACTURER OF QUALITY PORTABLE RESTROOMS AND SINKS

Dual VIP Restroom Trailer

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)

After Hours

Send us a note to editor@pumper.com. 
We look forward to hearing from you!

What do you do when you’re not holding 
the working end of a vacuum hose? 

Our After Hours feature explores the personal stories 
behind the pumper, talking about what you do in your leisure 
time, your personal interests and hobbies, your charitable 
pursuits or community involvement. 

Pumper welcomes story ideas If you take part in something 
interesting outside of work, or if you know someone in the 
pumping business who does.



www.pumper.com • Since 1979    October 2013      91

ARMAL INC.
122 Hudson Industrial Drive

Griffin, GA 30224 USA
Phone +1 770.491.6410 Fax +1 770.491.9458

Toll free 866.873.7796
www.armal.biz armal-inc@armal.biz

Hannay Reels handle  
 the toughest treatment. 

Made in
U.S.A.

You face severe conditions every day. We build custom reels that 
perform even in the harshest environments.

•  Built to spec for washdown, jetting, pipeline inspection and more
•  Heavy-duty design and construction
•  Standard reels ship within a week

Let us solve your reel issues, so your crew 
can get back to business.

Find your reel solution: hannay.com or 877-467-3357

 the toughest treatment. 

Made in
U.S.A.

HNY37349 PumperCleanerAdCleanerQPV_012013_V1.indd   1 12/4/12   2:30 PM
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Product News

(continued)

The Greasezilla grease-separating unit, made by 
Downey Ridge Environmental Co., enables grease-
trap pumpers to reduce and better control waste 
disposal and fuel expenses, create a new revenue 
stream and run a more eco-friendly operation. And it 
produces its own fuel: brown grease, a byproduct of the 
separation process.

The system requires about 1,000 square feet of 
indoor space. It’s designed for pumpers who clean 
a considerable number of grease traps, but it’s also 
suitable for use by municipal treatment plants, says 
Ron Crosier, president of Downey Ridge and the owner 
of Crosier’s Inc., a portable restroom and grease-and-
septage pumping operation in Lansing, W.V. 

“You need to collect at least 100,000 gallons of 
grease per month for Greasezilla to be cost effective,” 
he says. “The more you spend on grease disposal, the 
more sense it makes.”

Here’s how the system works: Pumpers first let 
gravity separate the water and the grease, then drain 
the water into a municipal sewer drain. Then they either 
pump or gravity-feed the remaining grease and sludge 
into a 10,000-gallon Greasezilla tank. Grease traps 
typically have a water-to-sludge ratio of 3:1 or 4:1 and 
brown-grease content of 3 to 5 percent.

Then a boiler heats the tank contents to a 
temperature of about 160 degrees. After about 24 
hours, the contents separate into four distinct layers: 
rich brown grease, an increasingly valuable commodity 
in some regions (used for biofuel or animal-feed stock); 
debris; water; and food particles. The brown grease can 
be pumped out and sold, typically for $1.50 to $2 per 
gallon; the remaining content, which is pasteurized and 
nearly oil free, can be land-applied or discharged into a 
sewage treatment facility, Crosier says.

“You can process about 1,000 to 2,000 gallons of 
marketable grease in 24 hours,” he says. “That, in turn, 
can generate $2,000 to $4,000 for very little labor and 
less than $100 worth of electricity, depending on your 

electricity rates. And there are no chemicals to add at 
any time during the process and no labor required to 
clean up in between batches.”

Moreover, the Greasezilla unit runs on brown grease; 
about 5 percent of the brown grease produced in each 
batch is pumped back into the system and used as fuel.

A typical Greasezilla setup includes dual 
10,000-gallon, double-wall, insulated steel tanks. Two 
tanks increase efficiency because trucks can dump 
grease in one while the other is processing a load. A full 
tank weighs about 95,000 pounds, so any commercial 
building with a concrete slab should be able to handle 
the weight. The unit requires no special electrical 
upgrades, he says.

Greasezilla eases the financial sting of increasing 
disposal fees, labor costs and transportation expenses 
associated with trips to waste treatment and water 
treatment plants. In addition, it helps pumpers generate 
another revenue stream by selling brown grease and/
or processing grease for other pumpers, Crosier says. 
The unit also appeals to customers who prefer to use 
vendors they perceive as environmentally sensitive, 
Crosier says.

304/658-4778; www.greasezilla.com.

Stellar Sliding-job hooklift
The Slider20-S hooklift 
from Stellar Industries 
has a 20,000-pound 
capacity, 72-degree 
dump angle and can 
handle container vari-
ations of 10 to 14 feet 
and up to 16-foot flat-
beds. Hook height op-
tions include fixed 35.63 inches, fixed 54 inches and hydraulically adjustable 
35.63 to 54 inches. Other features include hexagonal boom for added strength, 
zinc-plated pins to prevent corrosion, bushings, grease zerks at all pivot points 
and secure hose track. 641/923-4248; www.stellar-industries.com.

           in the
SPOTLIGHT

By Ken Wysocky

The Greasezilla unit requires 
1,000 square feet of space to 
separate brown grease from the 
grease trap waste stream.

One of the two tanks used in a Greasezilla 
processing unit is loaded and ready for shipment. 
Two 10,000-gallon tanks are used to process at least 
100,000 gallons of grease monthly.

Greasezilla unit 
increases disposal 
efficiency and recycles 
brown Grease as a fuel 
source

Water Cannon 
preSSure 
WaSher 
pump
The Cat 67DX se-
ries pressure washer 
pump from Water Cannon is an 
enhanced version of the 4,200 psi tri-
plex pump. Features include an adjustable 
unloading bypass system, chemical soap injectors, inlet 
adapter with stainless steel filter washer and thermal relief overheat sensor. 
800/333-9274; www.watercannon.com.
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Do it ONCE! 
      Do it BRIGHT! 

Grease Trap     Septage 
        Industrial Waste

GOT SLUDGE??
Dewatering made Simple

Call today for more information 800-253-0532! 

127 N. Water St., Hopkins MI 49328
P) 269-793-7183 F) 269-793-4022

Made in the USA

www.brightbeltpress.com 

GOT SLUDGE??
Dewatering made Simple
GOT SLUDGE??
Dewatering made Simple
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(continued)

Subaru 
Centrifugal 
pumpS
The PKX line of centrifu-
gal pumps from Subaru In-
dustrial Power Products included 
self-priming 2-, 3- and 4-inch models. The 2-inch 
PKX201 pump is powered by the EX13 4.5 hp Subaru 
engine and delivers 158 gpm. The 3-inch PKX301 is powered by a 6 hp EX17 
engine and delivers 256 gpm. The 4-inch PKX401 pump is powered by a 9 hp 
EX27 engine and delivers 356 gpm. 800/277-6246; www.robinamerica.com.
 

neWSon gale hoSe Continuity teSter
The OhmGuard hose continuity tes-
ter from Newson Gale is designed to 
continuously ensure that a string of 
assembled hoses are safely ground-
ed to the transferring vehicle dur-
ing operations involving potentially 
combustible gas, vapor or dust. If 
the total electrical resistance is be-
low the accepted standard of 100 
ohms for multi-segmented hoses, a 

green LED mounted on the OhmGuard clamp will pulse. If there is break in 
continuity, pulsing will cease, warning the driver of danger from static elec-
tricity. Models are available with 32- or 50-foot Hytrel 1 core spiral cable, 
with either an LED indicator clamp or optional permanent junction box. 
732/961-7610; www.newson-gale.com.
 

rom Combination high-preSSure, 
vaCuum unit
The SmartCombi PRO com-
bination high-pressure and 
vacuum unit from ROM 
bv is designed to unblock 
and clean house connec-
tions and sewers, as well 
as suction grease traps and 
gullies. The system delivers 2,900 psi and 19 gallons of flow up to 2,175 psi 
and 26 gallons of flow. The vacuum system is available with a conventional 
vacuum pump or advanced thrust jetter (up to 1,087 psi). A Kubota turbod-
iesel engine is optional. www.rombv.com.
 

loWell valve key 
SoCketS
The three-size valve key sockets kit 
from Lowell Corp. can handle from 
1 13/16-inch Boston gate nuts to 
2-inch standard square nuts. It in-
cludes a compact case, attachment 
plate and 3-inch screw for mount-
ing the socket on any standard key. 
800/456-9355; www.lowellcorp.com.

ditCh WitCh 
ride-on trenCher
The RT30 ride-on, dedicated trencher 
from Ditch Witch has a 24.8 hp Kubota 
diesel engine and can dig a trench up to 8 
inches wide and 42 inches deep. The 42-
inch boom provides a 36-inch cover depth. 
800/654-6481; www.ditchwitch.com.
 

pagoda ornamental 
SeptiC ventS
Ornamental septic vents from Pagoda Vent Co. 
are made from recycled materials and manufac-
tured using non-VOC paints and zero-emission 
coating processes. Vents are available in moss, 
bark and granite and a variety of heights. A car-
bon filter cartridge is optional. 888/864-1468; 
www.pagodavent.com.

 

lunarglo Solar-
poWered reStroom 
lighting
Solar-powered LED portable restroom light-
ing from LunarGlo uses a lithium-ion battery 
to provide up to 80 hours of light on a single 
charge. The light resists high-pressure wash-
ing and UV radiation. It contains no moving 
parts and installs in minutes using a drill. 
574/294-2624; www.lunarglo.com.
 

hemCo emergenCy 
ShoWer
The emergency shower from HEM-
CO is designed to protect individuals 
working with hazardous chemicals. 
Constructed of one-piece fiberglass 
composite, the showers are fully as-
sembled and ready for installation to 
water supply and waste systems. The 
unit includes a pull-rod activated 
shower and push-handle eye/face 
wash for immediate drenching of 
personnel who have been exposed 

to harmful chemicals. Options include grab bars, and hand-held body 
wash and curtains. The unit is ANSI and OSHA compliant. 800/779-4362; 
www.hemcocorp.com.
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 Portable Restroom Trailers

 LANE’S VACUUM TANK, INC.
 3133 VANZORA RD.  •  BENTON, KY 42025

800.592.3308 • 270.527.9945

 Polished Aluminum 
Skirting and 
Tool Boxes

 SLIDE-IN UNITS & USED TRUCKS AVAILABLE / MASPORT, JUROP & CONDE VACUUM PUMPS
CHECK OUR PRICES

 RODNE Y LANE ’S CELL 270.832.3793

    8 Restroom ...$4500
 10 Restroom ...$5000
 12 Restroom ...$5300
 14 Restroom ...$5600
 16 Restroom ...$5900
 20 Restroom ...$7000

 Portable Restroom Trailers Portable Restroom Trailers

 13" Tires
23" High

 •  2014 International 
Terastar, 1000 Waste, 
400 Fresh ...........$73,000

•   2013 Ford F-550, 
900 Waste, 300 Fresh, 
Gas .....................$61,000

 SLIDE-IN UNITS & USED TRUCKS AVAILABLE / MASPORT, JUROP & CONDE VACUUM PUMPS SLIDE-IN UNITS & USED TRUCKS AVAILABLE / MASPORT, JUROP & CONDE VACUUM PUMPS

 Trailer Mount 
Slide-in Tank

600 gallons waste/
200 gallons fresh water.

 SLIDE-IN UNITS & USED TRUCKS AVAILABLE / MASPORT, JUROP & CONDE VACUUM PUMPS SLIDE-IN UNITS & USED TRUCKS AVAILABLE / MASPORT, JUROP & CONDE VACUUM PUMPS

Slide-in TankSlide-in Tank
200 gallons fresh water.200 gallons fresh water. $15,000

 Call about our new design to haul handicaps Used trailers 
also for sale

 •  2014 International 
Terastar, 1000 Waste, 
300 Fresh ............$69,000

•   2013 Ford F-550, 
900 Waste, 300 Fresh, 
Gas ......................$58,000

 Polished Aluminum 
Skirting and 

 Polished Aluminum  Polished Aluminum 
Skirting and 
Tool Boxes

 Polished Aluminum 
Skirting and 
Tool Boxes

Steel Tanks
 Polished Aluminum  Polished Aluminum 

Aluminum Tanks

•  2013 Dodge 5500, 
900 Waste, 300 Fresh .. $70,500

•   2013 Dodge 5500, 
1000 Waste, 300 Fresh . $67,500

We work hard to get our customer’s credit approved. We have been involved in
the environmental and liquid waste industry for over 35 years. We understand

the competitive nature of your business and are prepared to act quickly.
If you are having difficulty getting the Credit you need call Jim Thomas.

Toll-Free 877-333-4539 • JimThomas@KeyCommercial.com

www.keycommercial.com

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

Commerical Equipment Financing

JIM THOMAS
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general pipe 
CleanerS pipe 
inSpeCtion SyStem
The Gen-Eye POD and MINI-POD video 
pipe inspection system from General Pipe 
Cleaners combine camera, reel and moni-
tor in one package. The system includes a 
7-inch, LCD color monitor with padded 
case, self-leveling camera and 200 feet of 
Gel-Rod for troubleshooting 3- to 10-inch 

drain lines. The MINI-POD carries 125 feet or 175 feet of pushrod and cam-
era for 2- to 4-inch lines. A video-out connect allows for recording to an ex-
ternal device. 800/245-6200; www.drainbrain.com.
 

d&C enterpriSeS 
porta-dry blade
The Porta-Dry blade from D&C 
Enterprises, in conjunction with 
OnePass Waterblade LLC; is de-
signed for drying portable rest-
rooms. With the unit cleaned and 
rinsed, the interior can be dried 
in approximately 15 seconds. The 11-inch silicon blade whisks away water, 
saving on towel usage. It won’t scratch plastic components or harbor bacte-
ria. 760/920-0434; www.portadryblade.com.
 

norWeSCo vertiCal 
Storage tank
The 20,000-gallon vertical poly storage tank 
from Norwesco won’t rust, corrode or become 
brittle. It also is lighter than most comparable 
steel and fiberglass tanks. 800/328-3420; 
www.norwesco.com.
 

jenny produCtS 
direCt-drive 
preSSure WaSherS
Steam Jenny direct-drive, cold-wa-
ter washers from Jenny Products are 
powered by 9 or 13 hp Honda GX 
Series engines and feature a triplex 
plunger pump. Four models are 
available with ratings from 3,000 to 
4,000 psi and flow from 3 to 4 gpm. 
Other features include thermal pump protection, unloader valve and high-
pressure relief valve. The washers automatically shut down if low oil levels 
are detected. 814/445-3400; www.steamjenny.com.

Sje-rhombuS 
induStrial-grade 
Control panel
The 32S control panel from SJE-
Rhombus is designed to control 
two three-phase pumps in in-
dustrial and commercial water 
and sewage systems. One panel 
handles three voltages and a va-
riety of pump motor amperage 

requirements by field installing overload modules, up to 32 amps each. Fea-
tures include padlockable, stainless steel NEMA 4X enclosure, single-point 
incoming connection and IEC hp rated motor starter (10 hp max at 208, 240 
and 480 volts). 888/342-5753; www.sjerhombus.com.
 

hino introduCeS 
preventive Care 
program
Hino’s two-year or 60,000-mile Hino-
Care preventive service program is avail-
able for all 2013 and 2014 model year 
195 and 195 double-cab trucks delivered 
between July 1 and March 31, 2014. The 
free program covers all standard checks 
and replacements, including engine oil, fuel filter, air filter, transmission 
fluid and differential oil. 248/699-9300; www.hino.com. ■
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195 and 195 double-cab trucks delivered 
between July 1 and March 31, 2014. The 
free program covers all standard checks 
and replacements, including engine oil, fuel filter, air filter, transmission 
fluid and differential oil. 248/699-9300; www.hino.com. ■

Pro Pumper 250

kentuckytank.com/pumper
Click or Call

1.888.459.8265

Waste Holding Tank

For  
Portable Offices
Construction Trailers

16 
Colors

Liquid Level System is the most advanced tank level system available for 
tank truck industry!  
The system was developed over years of operational testing for use in 

the liquid waste industry. It has been proven successful for use in the most 
difficult applications.  

The Depth Ray System does not require floats, rods or interior mounted compo-
nents. It is not affected by rags, hair, strings, grease, material density or other debris.
The Depth Ray system operates in full vacuum or under pressure.

Phone: 800-220-2052
610-430-3988
jeldredge@eldredgeco.com

Liquid Level System

Installation is simple:  
u  NO CONFINED SPACE ENTRY, all necessary work is performed on the exterior 

of the tank. A 2" threaded full coupling is welded into the top of the vacuum tank.
u TWIST LOCK CONNECTIONS, three simple, no question connectors.
u  WEATHER PROOF DISPLAY ENCLOSURE, component ratings, NEMA 4X /  

I.P.65 / rust and corrosion proof.
u  DIGITAL DISPLAY, Indicates choice of gallons, barrels, inches, imperial gallons  

at ¼" increments.
u TWO RELAY POINTS, can control lights, alarms, pumps and valves.
u LOW POWER DEMAND, 12 Volts, 3 Amps
u  READS TO WITHIN 1" OF FULL IN ¼" Increments, depending on  

mounting height.
u  D.O.T. AND NON-DOT TANKS, exceeds Department of Transportation  

requirements for D.O.T. and Non-D.O.T. tanks.

Available from Distributors and 
Original Equipment Manufactures.

For more information contact  
the manufacturer of the system:

 One year limited warranty on parts and operation. Refer to the Depth Ray manual for details.

 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
• Specifi c solutions for our 
  customers Save Money • Save Time • Save Polymer

1390 N. Manzanita St.  
Orange, CA 92867

www.aquaben.com • sales@aquaben.com

 Call Toll-free:
877.771.6041
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The Amazing

ARCTIC 
BLASTER

ARCTIC 
BLASTER

Thawing Device

 ARCTIC BLASTERS INC.  
SUNDRE, ALBERTA

PH: 403.638.3934 FAX: 403.638.3734

 > Thaws pipes above & 
below ground   

> Use on plastic, copper or ABS   
>Perfect for roof drains

 >  No piping changes or 
welding needed on 
your truck.   

>  For: 3", 4" or 6" 
MZ Lever Valves
And: 4" or 6" Betts Valves   

>  Developed by the inven-
tor of the Arctic Blaster

And They Work!

Valve Heaters for 
your Septic Truck

 Heat the Valve, 
Not the Sewage

 Arctic 
Valve 

Heaters

TANKHEADS EICA Tankheads Inc. custom 
manufactures Standard, 
A.S.M.E. Code and Oval 

Elliptical Transport Heads in 
a wide variety of types and 

confi gurations. We offer 
sizes up to 168" and 3/4" 

thick in carbon steel, 
stainless steel, aluminum 
and various other alloys. 

EICA Tankheads Inc.
1700 E. Hicks Field Rd.
Fort Worth, TX 76179
817.847.0917 – Phone
817.847.4853 – Fax
www.eicatankheads.com
dkerstine@eicatankheads.com

CALL 

US FOR A 

QUOTE

Deist Industries rebrands logos
Deist Industries began the launch of its rebranded logos and customer fo-
cused programs. The OEM truck body manufacturer’s brands include Bucks 
Fabricating, Roll-offParts.com, AmeriDeck and Switch-N-Go.
 
Franklin Electric rebrands Cerus Industrial
Franklin Electric rebranded its latest acquisition, Cerus Industrial, as Frank-
lin Control Systems. Based in Hillsboro, Ore., the company will focus on the 
design and production of electronic drives and controls for water pumping 
and industrial systems. Products made by Franklin Control Systems will car-
ry either the Franklin Electric or Franklin Control Systems brand.
 

Infiltrator Systems 
launches product 
website
Infiltrator Systems launched 
a new website, www.infiltra-
torsystems.com, featuring an 
easy-to-navigate mobile plat-
form, installation videos and 
product specifications.

 
Bio-Microbics acquires SeptiTech
Bio-Microbics acquired SeptiTech, manufacturer of PLC controlled, onsite 

wastewater treatment systems for residential and commercial applications.
 

Super Products
names industrial sales manager 
Super Products named Greg Yablonski industrial 
regional sales manager for the northeast portion of 
the United States.

Imperial Industries
names West Coast distributor
Imperial Industries selected Armstrong Equipment 

of Santa Fe Spring, Calif., to represent its self-contained, slide-in product 
group in the western portion of the United States, including portable rest-
room and grease units.

Southern Hydrovac founder
Tim Coleman passes away
Tim Coleman, founder of Southern Hydrovac in the Atlanta area, passed 
away Aug. 22 after a lengthy battle with cancer. Coleman, 55, was the subject 
of a Pumper contractor profile story in September 2012. He started Southern 
Hydrovac in 2000 and grew it to serve a wide variety of construction custom-
ers and utilities throughout the Southeast U.S. Coleman is survived by his 
wife, Tina Miller Coleman, sons Chris Shawn and Matthew Terry, daughter 
Rebecca Coleman Garner, a grandson, sister and twin brother.  ■

Industry News
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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.

Used by More Professional Pumpers
to Increase Their Business

Backed By Science � Proven with Experience � Many Satisfied Homeowners

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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form, installation videos and 
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Super Products named Greg Yablonski industrial 
regional sales manager for the northeast portion of 
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group in the western portion of the United States, including portable rest-
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Industry News
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VACTOR®, Vac-All®, & Guzzler® are the registered trademark of Vactor Manufacturing, Inc.

70-Degree
Vactor® Style 
Boom Elbows

90-Degree
Guzzler® Vac-All® / Jet-
Vac Style Boom Elbow

www.customboomelbowsbc.com 
Send us an email: mcraeway@hotmail.com

Call us at: 1-604-835-0199

• 8" 100% Canadian Steel Elbows
• Minimum 50,000 Yield 

• 1/2" Thick Walls 

• Heavy Duty Design 
• Flanged Ends

Heaviest 1/2" Walled 
Boom Elbows 

on the Market

Bionetix PRO BW-Ad_4x4875_2-6-2013-2.indd   1 2/6/13   12:38 PM

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.

From Our Web Site!

MADE IN 
THE U.S.A.

Superior “Quick” Connect Vacuum And 
Pressure Couplings And Accessories

BANDLOCK 
Reducers

4" to 12" 
Female Coupler

Steel
Crown
4", 6"
and 8"
Press
End

Steel
Crown
4", 6"
and 8"
Press
End

Standard & International
EZ Lift Clamps 4" to 12"

Wet Valve, 6",
360° Injected
Wet Valve, 6",
360° Injected

BANDLOCK “Y”’sBANDLOCK “Y”’s

Aluminum & Steel PipeAluminum & Steel Pipe

Hazardous Material 
Profile Gaskets (Safety)
Hazardous Material 
Profile Gaskets (Safety)

Rubber GasketsRubber Gaskets

Special “Y” ReducersSpecial “Y” Reducers

Recognized
as the
#1

Relief Valve
in the World

Close Tolerance 
Couplers And 
Fittings Bring 

“Safety” To Your 
Work Place. 

4" to 12" 
Male Coupler

Abrasive Bulk Nozzles

6" and 8" 
Aluminum Weldon

BANDLOCK 
Reducers

4" to 12" 
Female Coupler

EZ Lift Clamps 4" to 12"

Recognized
as the
#1

Relief Valve
in the World

Close Tolerance 
Couplers And 
Fittings Bring 

“Safety” To Your 
Work Place. 

Standard & International

www.bandlockcouplers.com

1-800-659-2978Download Catalog

BANDLOCK
AMESBURY GROUP

 Petersen

®
 Pipe Plugging Systems

 www.pipeplug.com

 Economical Hot Tap 
Plugging Systems

 Pipe Plugs and Packers for all 

your Pressure, Chemical, and 

Temperature Requirements.  

Call us to quickly customize a 

pipe plug or plugging system 

for your specifi c application.

 PHONE  800.926.1926  OR  262.692.2416   
FAX  800.669.1434  OR  262.692.2418

 PRODUCTS
COMPANY

 Serving Professionals Since 1916
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24"

18"

15"

•Long lasting durability
•On-site installation flexibility
•Custom logo option
•15", 18" and 24" 
   sizes designed 
   to fit standard 
   riser pipes 
•1/4" closed cell 
   gasket seals tight
•Ships with 2" Stainless Steel Fasteners

Water Tanks
Lids for Risers

RomoTech is a 
custom molder. 
See us for your 
new project. 
574.831.6450
www.romotek.com

 

Your Logo 
Here! 8 - 525 gallons.

Request a quote
for special sizes.
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Nov. 8 – Pumps: Installation, Maintenance and Repair
Nov. 13 – Risers, Baffles and Filters: Installation and Repair
Nov. 13 – Vacuum Truck Basics
Nov. 13 – Operation and Maintenance of Innovative and Alternative 

Systems
Nov. 14 – Aggregate-Free Alternatives for Onsite Disposal Systems
Nov. 15 – Pump Hydraulics
Nov. 20 – Alternative Treatment and Disposal Options for Wastewater 

Facilities
Nov. 22 – Onsite Control Systems
Nov. 22 – Submersible Pumps
Nov. 26 – Soils-Based Approach to Siting Wastewater Disposal
Nov. 27 – Replacement of Onsite Systems
Dec. 4 – Onsite 101
Dec. 5 – Biological Nutrient Removal Process Control
Dec. 12 – Soils
Dec. 18 – Tracking Water Movement Through Doppler and Transit Time 

Flowmeters
Call Hilary Valentine at 302/259-6384.

Georgia
The University of Georgia Center for Urban Agriculture is offering On-

site Wastewater Management classes:
Nov. 2 – Fulton
Nov. 16 – Brunswick
 
Contact the Continuing Education Center at 770/229-3477, conteduc@

uga.edu or www.ugaurbanag.com.

Iowa
The Iowa Onsite Waste Water Association has an Installation Overview 

with CIOWTS test Nov. 22-23 at Knoxville. Contact Alice Vinsand at 515/225-
1051, execdir@iowwa.com or visit www.iowwa.com.

Minnesota
The University of Minnesota Onsite Sewage Treatment Program has 

these classes:
•   Nov. 20-21 – General Continuing Education, St. Cloud
•   Dec. 9-11 – Introduction to Onsite Systems, Mankato
•   Dec. 12-13 – Installing Onsite Systems, Mankato
•   Dec. 16-17 – General Continuing Education, Brainerd
•   Dec. 18-19 – Installer Continuing Education, Mankato
•   Dec. 19 – Pipelayer Certification, Mankato
Call Nick Haig at 800/322-8642 or visit http://septic.umn.edu.

Missouri
The Missouri Smallflows Organization has these CEU courses:
•   Nov. 5-6 – Operations & Maintenance, Liberty
•   Nov. 25-26 – Operations & Maintenance, Springfield
•   Dec. 11 – Drip Irrigation, Camdenton
•   Dec. 12 – Pumps, Panels and Electrical, Camdenton
Call Tammy Trantham at 417/739-4100 or visit www.mosmallflows.org.

New England
The New England Onsite Wastewater Training Center at the University 

of Rhode Island in Kingston has these courses:
•   Nov. 5 – AutoCALCS - Automated Support Materials for Pump Timers, 

Tanks, Chambers, Bottomless Sand Filter Sizing and Buoyancy Cal-
culations

•   Nov. 14 – Identifying and Managing High Strength Wastewater
•   Nov. 21 – Rhode Island Regulatory Setbacks and Buffers
•   Dec. 5 – Nitrogen in the Environment and Onsite Wastewater Systems
•   Dec. 12 – Designing Nitrogen Removal Technologies
Call 401/874-5950 or visit www.uri.edu/ce/wq.

North Carolina
The North Carolina Septic Tank Association has these classes:
•   Nov. 11 – Installer/Inspector, Greensboro
•   Nov. 12 – Pumper and Land Application, Greensboro
Call 336/416-3564 or visit www.ncsta.net.
The North Carolina Pumper Group and Portable Toilet Group have an 

educational seminar on septage management and land application Dec. 14 
in Raleigh. Call Joe McClees at 252/249-1097 or visit www.ncpumpergroup.
org or www.ncportabletoiletgroup.org.

Oregon
The Chemeketa Community College in Salem has a Maintenance Op-

erator class Nov. 4-5. Call 503/399-5181 or visit www.chemeketa.edu/bus-
profession/ccbi/customizedtraining/deq/classes.html. ■

Pumper invites your state association to post notices and news items in 
this column. Send contributions to editor@pumper.com. 

MINNESOTA
MPCA videos help onsite training

The Minnesota Pollution Control Agency requires county, city and 
township onsite program administrators to receive basic training from 
agency staff. The training has progressed from workshops to a webcast to 12 
online videos of less than 15 minutes each. “Online training is best served 
in small doses,” says Gretchen Sabel, subsurface sewage treatment system 
coordinator. “This format makes it easier to find and view specific topics.” 
Each video segment includes a summary and quick quiz to help viewers un-
derstand and remember key issues. The videos are at www.pca.state.mn.us.

 
MISSOURI
Smallflows group names new board members

The Missouri Smallflows Organization announced that Kerry Clark of 
New Bloomfield and Tom Dewitt of Rogersville replaced board members 
Nancy Leighton, president, and Tracy Rank. Clark is working toward her 
Ph.D. in soil science; Dewitt is a professional soil scientist. The board elected 
Michael Bowers as president.

 
PENNSYLVANIA
Association supports land application practices

The Pennsylvania Septage Management Association joined 10 other or-
ganizations, including the Mid-Atlantic Biosolids Association and the Penn-

sylvania Water Environment Association, in filing a friend-of-the-court brief 
supporting a decision that land application of biosolids is a normal farming 
practice protected by the state’s Right-to-Farm Act. The issue is whether pri-
vate lawsuits can be brought against those who apply biosolids despite being 
compliant with state and federal requirements and protected by the law.

The association also submitted a letter opposing a petition from the 
Delaware River Riverkeepers to the state Environmental Quality Board. The 
letter suggested that the petition, if granted, would hamper economic devel-
opment in the middle and upper parts of the Delaware River and would pose 
difficulties in the installation of onsite systems, affect biosolids applications 
and increase costs to municipal wastewater treatment plants.

 
CALIFORNIA
November conference planned

The California Onsite Wastewater Association Integrated Water Tech-
nology Conference and Exhibition is a collaborative effort with the Ameri-
can Rainwater Catchment Systems Association, Graywater Alliance and 
stormwater interests. Held at the LEJ Eco Center in San Francisco on Nov. 
12-13, the event recognizes all onsite water resources and the benefits and 
effects they have on treating wastewater. Panels of industry experts and a 
regulatory representative will cover design, installation, operation and 
maintenance, and a concluding discussion on commonalities. 530/513-
6658; www.cowa.org.

Alabama
Licensing classes are the joint effort of the Alabama Onsite Wastewater 

Association and University of West Alabama. Courses are at UWA Livingston 
campus:

•   Nov. 6-8 – Advanced Installer II
•   Dec. 5-6 – Continuing Education
The first day of Continuing Education classes is for installers and the 

second day is for pumpers and portable restroom operators. Call the train-
ing center at 205/652-3803 or visit http://aowatc.uwa.edu.

California
The California Onsite Wastewater Association is offering these classes:
•   Nov. 12-13 – Integrated Water Technologies, Sacramento
•   Dec. 4-5 – National Association of Wastewater Technicians Opera-

tions and Maintenance Level 2, Sonora
Call Kit Rosefield at 530/513-6658 or visit www.cowa.org.

Delaware
The Delaware Technical Community College-Owens Campus has these 

courses: 
Online: Pumps, Motors and Controls – enrollment until 12/13
Nov. 7 – Innovative and Alternative Onsite Systems
Nov. 7 – DOT Regulations Review For Pumpers

AssociAtion NEwS By Scottie Dayton 

trAining & EdUCATION

Pumper invites your state association to post notices and news items in this column. Send contributions to editor@pumper.com.

Oct. 6-8  Virginia Onsite Wastewater Recycling Association Annual Confer-
ence, Sheraton Roanoke Hotel and Conference Center, Roanoke. 540/465-
9623; www.vowra.org.

Oct. 8-10  Onsite Water Protection Conference, Jane S. McKimmon Confer-
ence & Training Center, Raleigh, N.C. Contact Joni Tanner at 919/513-1678; 
soils_training@ncsu.edu, or visit www.cvent.com/events/29th-annual-
onsite-water-protection-conference/event-summary-733a0e99dfd84a8eb-
17f28e297bc425d.aspx.

Oct. 15-16  Delaware On-Site Wastewater Recycling Association, Harrington 
Raceway and Casino/Delaware State Fair grounds, Harrington. Contact Hollis 
Warren at 302/284-9130, Dan String at 302/854-9450, or www.dowra.org.

Oct. 31 - Nov. 2  Ontario Association of Sewage Industry Services Confer-
ence and Expo, Waterloo Inn Conference Hotel, Waterloo. 877/202-0082; 
http://oasisontario.on.ca.

Nov. 12-13  California Onsite Wastewater Association Conference, LEJ Eco 
Center, San Francisco. 530/513-6658; www.cowa.org.

Nov. 12-13  Trenchless Technology Road Show, Holiday Inn, Boxborough, 
Mass. http://trenchlessroadshows.com.

Nov. 17-20  National Onsite Wastewater Recycling Association Technical 
& Education Conference and Trade Show, Millennium Maxwell House Hotel, 
Nashville, Tenn. 800/966-2942; www.nowra.org.

CALENdAR of EvEnts
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•   Dec. 16-17 – General Continuing Education, Brainerd
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•   Dec. 11 – Drip Irrigation, Camdenton
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Call Tammy Trantham at 417/739-4100 or visit www.mosmallflows.org.

New England
The New England Onsite Wastewater Training Center at the University 

of Rhode Island in Kingston has these courses:
•   Nov. 5 – AutoCALCS - Automated Support Materials for Pump Timers, 

Tanks, Chambers, Bottomless Sand Filter Sizing and Buoyancy Cal-
culations

•   Nov. 14 – Identifying and Managing High Strength Wastewater
•   Nov. 21 – Rhode Island Regulatory Setbacks and Buffers
•   Dec. 5 – Nitrogen in the Environment and Onsite Wastewater Systems
•   Dec. 12 – Designing Nitrogen Removal Technologies
Call 401/874-5950 or visit www.uri.edu/ce/wq.
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The North Carolina Septic Tank Association has these classes:
•   Nov. 11 – Installer/Inspector, Greensboro
•   Nov. 12 – Pumper and Land Application, Greensboro
Call 336/416-3564 or visit www.ncsta.net.
The North Carolina Pumper Group and Portable Toilet Group have an 

educational seminar on septage management and land application Dec. 14 
in Raleigh. Call Joe McClees at 252/249-1097 or visit www.ncpumpergroup.
org or www.ncportabletoiletgroup.org.

Oregon
The Chemeketa Community College in Salem has a Maintenance Op-

erator class Nov. 4-5. Call 503/399-5181 or visit www.chemeketa.edu/bus-
profession/ccbi/customizedtraining/deq/classes.html. ■
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The Minnesota Pollution Control Agency requires county, city and 
township onsite program administrators to receive basic training from 
agency staff. The training has progressed from workshops to a webcast to 12 
online videos of less than 15 minutes each. “Online training is best served 
in small doses,” says Gretchen Sabel, subsurface sewage treatment system 
coordinator. “This format makes it easier to find and view specific topics.” 
Each video segment includes a summary and quick quiz to help viewers un-
derstand and remember key issues. The videos are at www.pca.state.mn.us.

 
MISSOURI
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Nancy Leighton, president, and Tracy Rank. Clark is working toward her 
Ph.D. in soil science; Dewitt is a professional soil scientist. The board elected 
Michael Bowers as president.

 
PENNSYLVANIA
Association supports land application practices

The Pennsylvania Septage Management Association joined 10 other or-
ganizations, including the Mid-Atlantic Biosolids Association and the Penn-

sylvania Water Environment Association, in filing a friend-of-the-court brief 
supporting a decision that land application of biosolids is a normal farming 
practice protected by the state’s Right-to-Farm Act. The issue is whether pri-
vate lawsuits can be brought against those who apply biosolids despite being 
compliant with state and federal requirements and protected by the law.

The association also submitted a letter opposing a petition from the 
Delaware River Riverkeepers to the state Environmental Quality Board. The 
letter suggested that the petition, if granted, would hamper economic devel-
opment in the middle and upper parts of the Delaware River and would pose 
difficulties in the installation of onsite systems, affect biosolids applications 
and increase costs to municipal wastewater treatment plants.
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The California Onsite Wastewater Association Integrated Water Tech-
nology Conference and Exhibition is a collaborative effort with the Ameri-
can Rainwater Catchment Systems Association, Graywater Alliance and 
stormwater interests. Held at the LEJ Eco Center in San Francisco on Nov. 
12-13, the event recognizes all onsite water resources and the benefits and 
effects they have on treating wastewater. Panels of industry experts and a 
regulatory representative will cover design, installation, operation and 
maintenance, and a concluding discussion on commonalities. 530/513-
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Alabama
Licensing classes are the joint effort of the Alabama Onsite Wastewater 

Association and University of West Alabama. Courses are at UWA Livingston 
campus:

•   Nov. 6-8 – Advanced Installer II
•   Dec. 5-6 – Continuing Education
The first day of Continuing Education classes is for installers and the 
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9623; www.vowra.org.

Oct. 8-10  Onsite Water Protection Conference, Jane S. McKimmon Confer-
ence & Training Center, Raleigh, N.C. Contact Joni Tanner at 919/513-1678; 
soils_training@ncsu.edu, or visit www.cvent.com/events/29th-annual-
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17f28e297bc425d.aspx.

Oct. 15-16  Delaware On-Site Wastewater Recycling Association, Harrington 
Raceway and Casino/Delaware State Fair grounds, Harrington. Contact Hollis 
Warren at 302/284-9130, Dan String at 302/854-9450, or www.dowra.org.

Oct. 31 - Nov. 2  Ontario Association of Sewage Industry Services Confer-
ence and Expo, Waterloo Inn Conference Hotel, Waterloo. 877/202-0082; 
http://oasisontario.on.ca.

Nov. 12-13  California Onsite Wastewater Association Conference, LEJ Eco 
Center, San Francisco. 530/513-6658; www.cowa.org.

Nov. 12-13  Trenchless Technology Road Show, Holiday Inn, Boxborough, 
Mass. http://trenchlessroadshows.com.

Nov. 17-20  National Onsite Wastewater Recycling Association Technical 
& Education Conference and Trade Show, Millennium Maxwell House Hotel, 
Nashville, Tenn. 800/966-2942; www.nowra.org.

CALENdAR of EvEnts
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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

E
xt

ra!
 E

xt
ra!

Get more news, 

more information, 

more features with 

Online Exclusives

Exclusive online content 
for Pumper

www.Pumper.com/online_exclusives

Want More Stories?

2004 Freightliner,  3250 gallon tank, 
Masport HXL400WV pump

2007 Ford, used Erickson 
500+190 tank, Masport M-2 pump

WA dealer #1812SEE OUR LIST OF EQUIPMENT ON WEBSITE

2006 Volvo, used 3100 gallon tank, 
new Masport HXL400WV pump

2004 Freightliner,  3250 gallon tank, 

2007 Ford, used Erickson 

2006 Volvo, used 3100 gallon tank, 

Others Available, Check Our Website
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309-932-3311

tanks • pumps • parts

ST2500

LMT, Inc. | Galva, IL vaxteel.com | 800-545-0174

BUILT TO ORDER. BUILT TO LAST.

Seal-R™ 
Sizes:

12", 15", 18", 
24", 30", 
36", 42"

 BrenLin Company, Inc
Manufacturers of Seal-R™ Products

888-606-1998 • www.seal-r.com

Dewaters Overnight
Consistent Results
Low Energy Use
Self-Cleaning

> All Stainless Steel & 
Plastic construction

>Roll-Off Frame

>Very Forgiving
>Amazing results

Patent Pending

If it will Floc, it will work.       ITRDewatering.com or call: 317-539-7304

Protecting septic haulers, pumpers 
and portable sanitation operators 
for over 15 years. 

For more information or to get a 
no-obligation quote, contact Jim Tyrrell at 
617 235 6142 or email jtyrrell@alterisus.com. www.septicover.com

Why the SeptiCover SM program?
• Availability through local brokers

• Financially secure, admitted carriers

• Highly experienced underwriting, claims and risk control sta�

• Endorsed property and casualty insurance program for the 
National Association of Wastewater Transporters (NAWT), 
which represents septic haulers, 

 pumpers, designers, installers and 
 others in the industry.
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1-877-NLB-7996
www.nlbcorp.com

 � Units from 4,000 to 40,000 psi, 
including convertibles

 � 60-600 hp, diesel or electric

 � Rent, buy or lease

 � 6 convenient branches: 
MI, IN, NJ, LA, TX, CA 

Water Jets 
        for rent

 TH
ESHADDIX COMPANY

 256-338-4987 or 
256-737-0051

Call Tommy for a quote!

We custom build forms to 
your state’s specifi cations

1000 gal. 2 
compt. refurb. 

excellent condi-
tion septic tank 
form $7,500

2004 
FL-70, 

w/tag axle 
& fl atbed. 
$16,000

16' reconditioned hydraulic operated septic 
tank delivery bed. Call Tommy. $15,000

The Proven Onsite  
Wastewater Solution

760.731.0745 
jscruver@aol.com

Made in 
the USA

Salcor Inc.  
UV DISINFECTION

 FIND LEAKS 
and Sources of OdorSources of OdorSources of Odor 

 

Fast • Inexpensive • Easy  
 

Superior 
®  5E 

Electric Smoker 
Using Superior ® Classic Smoke 

   800800--945945--TESTTEST  
www.SuperiorSignal.com 

Toll Free 888-999-3290

www.simtechfi lter.com

TruCore Sludge Sampler 

•  Quick & accurate sampling

•  Works in thick sludge

•  No mess release of sample

•  Simple straight-thru design 

•  Clear tube is made of 
Polycarbonate

•  Inside diameter of 1-3/8"

•  Extendable

Tired of taking multiple 
samples just to guess 
the sludge depth? 
Try our TruCore!

pumper.com
> Classifieds

> E-zines

> Product Categories

Marketplace Advertising

800.993.4660
www.universalsteel.com

• All Steel Frame & Sheeting
• EZ Plans & Instructions

• I-Beam Construction

52x90
$20,828

42x40
$9,992

Wehave

plants shipping 

in every region 

of U.S.

Shop • AG Storage • Facility

Step  By  Step  Assistance
25 - 30  Year  Warranty

E-Z  Build  Your  Own ... 

Manhole  
Rehabilitation  

Equipment

We have 
what you  

need.

Call us at 
(800)356-9023.

800.362.0240

O
NL

Y $2,995

www.mtechcompany.com

The best package on the 
market includes:

 (3 Year Sensor Warranty)

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

Biological Maintenance for Drain  
Lines, Grease Traps & Septic Systems

» Increase Profits 20%

» Professional Strength

» EPA Recognized

» Simple to Use

» Easy to Sell

Call Today  
For a  

FREE Sample
800.951.4246

www.1biotechnology.com

Recognized for 
Safer Chemistry

epa.gov/dfe

Hanson
International 
Of Western Colorado 

2001 Int’l 4800 4x4, DT 466 
turbo, auto trans., 210 HP, dbl 
frame, 1750 gal. LMT vac tank 
w/hyd. driven Jurop vac pump. 
With modifications, can be used 
for septic  $55,900.

800.274.7771
hansonequipment.com

TRUCK FOR SALE

Recycling Natures LightRecycling Natures Light

Startronics Solar Lighting has been 
building reliable solar charged portable 

restroom lights for over 17 years.

Call or Click 800.811.1985/  
Startronics-solar.com

On Sale For Only 
$29,995!

• 35 HP Vanguard
• 8.5 gpm @ 3600 psi

• 325-Gallon Tank • 300’ Hose
• General Pump

Fully loaded! Call for details!

1-800-213-3272

$29 995!
 8.5 gpm @ 3600 psi On Sale For Only

$29 995!
• 35 HP Vanguard

• 8.5 gpm @ 3600 psi

Xtreme Flow
Hot/Cold Jetter!

Technical Features:
• Self Priming
• Positive Displacement
• Pulsation Free
• Low Shear Operation
• Reversible Rotation
• Flows up to 5,000 usgpm
• MIP Design =
   Maintenance In Place

ROTARY 
LOBE 
PUMPS

612.435.7300
www.boerger.com

• Flows up to 5,000 usgpm
• MIP Design =
   Maintenance In Place

612.435.7300
www.boerger.com
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1-877-NLB-7996
www.nlbcorp.com

 � Units from 4,000 to 40,000 psi, 
including convertibles

 � 60-600 hp, diesel or electric

 � Rent, buy or lease

 � 6 convenient branches: 
MI, IN, NJ, LA, TX, CA 

Water Jets 
        for rent

 TH
ESHADDIX COMPANY

 256-338-4987 or 
256-737-0051

Call Tommy for a quote!

We custom build forms to 
your state’s specifi cations

1000 gal. 2 
compt. refurb. 

excellent condi-
tion septic tank 
form $7,500

2004 
FL-70, 

w/tag axle 
& fl atbed. 
$16,000

16' reconditioned hydraulic operated septic 
tank delivery bed. Call Tommy. $15,000

The Proven Onsite  
Wastewater Solution

760.731.0745 
jscruver@aol.com

Made in 
the USA

Salcor Inc.  
UV DISINFECTION

 FIND LEAKS 
and Sources of OdorSources of OdorSources of Odor 

 

Fast • Inexpensive • Easy  
 

Superior 
®  5E 

Electric Smoker 
Using Superior ® Classic Smoke 

   800800--945945--TESTTEST  
www.SuperiorSignal.com 

Toll Free 888-999-3290

www.simtechfi lter.com

TruCore Sludge Sampler 

•  Quick & accurate sampling

•  Works in thick sludge

•  No mess release of sample

•  Simple straight-thru design 

•  Clear tube is made of 
Polycarbonate

•  Inside diameter of 1-3/8"

•  Extendable

Tired of taking multiple 
samples just to guess 
the sludge depth? 
Try our TruCore!

pumper.com
> Classifieds

> E-zines

> Product Categories

Marketplace Advertising

800.993.4660
www.universalsteel.com

• All Steel Frame & Sheeting
• EZ Plans & Instructions

• I-Beam Construction

52x90
$20,828

42x40
$9,992

Wehave

plants shipping 

in every region 

of U.S.

Shop • AG Storage • Facility

Step  By  Step  Assistance
25 - 30  Year  Warranty

E-Z  Build  Your  Own ... 

Manhole  
Rehabilitation  

Equipment

We have 
what you  

need.

Call us at 
(800)356-9023.

800.362.0240

O
NL

Y $2,995

www.mtechcompany.com

The best package on the 
market includes:

 (3 Year Sensor Warranty)

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

Biological Maintenance for Drain  
Lines, Grease Traps & Septic Systems

» Increase Profits 20%

» Professional Strength

» EPA Recognized

» Simple to Use

» Easy to Sell

Call Today  
For a  

FREE Sample
800.951.4246

www.1biotechnology.com

Recognized for 
Safer Chemistry

epa.gov/dfe

Hanson
International 
Of Western Colorado 

2001 Int’l 4800 4x4, DT 466 
turbo, auto trans., 210 HP, dbl 
frame, 1750 gal. LMT vac tank 
w/hyd. driven Jurop vac pump. 
With modifications, can be used 
for septic  $55,900.

800.274.7771
hansonequipment.com

TRUCK FOR SALE

Recycling Natures LightRecycling Natures Light

Startronics Solar Lighting has been 
building reliable solar charged portable 

restroom lights for over 17 years.

Call or Click 800.811.1985/  
Startronics-solar.com

On Sale For Only 
$29,995!

• 35 HP Vanguard
• 8.5 gpm @ 3600 psi

• 325-Gallon Tank • 300’ Hose
• General Pump

Fully loaded! Call for details!

1-800-213-3272

$29 995!
 8.5 gpm @ 3600 psi On Sale For Only

$29 995!
• 35 HP Vanguard

• 8.5 gpm @ 3600 psi

Xtreme Flow
Hot/Cold Jetter!

Technical Features:
• Self Priming
• Positive Displacement
• Pulsation Free
• Low Shear Operation
• Reversible Rotation
• Flows up to 5,000 usgpm
• MIP Design =
   Maintenance In Place

ROTARY 
LOBE 
PUMPS

612.435.7300
www.boerger.com

• Flows up to 5,000 usgpm
• MIP Design =
   Maintenance In Place

612.435.7300
www.boerger.com
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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

Cost Effective6 PackShipping

Now Offering18” & 24”CustomLids

Now Of
18” &

The Most Durable & Economical

Septic Lid
The Most Durable & Economical

Septic Lid
- Easier to Handle & Transport Easier to Handle & Transpo
- 12”, 18" & 24" Available

- Durable & Lightweight Polymer
- WILL NOT Crack Like Concrete!
- Easier to Handle & Transport
- 12”, 18" & 24" Available
- Easy Installation

800.868.0973

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

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

Made for Grease Trap Haulers
by Grease Trap Haulers
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by Grease Trap Haulers

• Environmentally Responsible
• Competitive Edge
• Additional Revenue
• Increased Productivity
• Incredibly E�cient
• An option for POTW’s
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• Environmentally Responsible
• Competitive Edge
• Additional Revenue
• Increased Productivity
• Incredibly E�cient
• An option for POTW’s

304 658 4778
Downey Ridge Environmental Co.

www.greasezilla.com
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DowD ney Ridge Environmo ental Co.Co.
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304 658 4778
Downey Ridge Environmental Co.

www.greasezilla.com

Finally... a real 
solution for handling 

grease trap waste!

Finally... a real 
solution for handling 

grease trap waste!

Traps and Interceptors For 
Grease, Solids, Lint, Oil & Hair

Certified by U.P.C.,
IAPMO and P.D.I.

800-541-8004
PolyTraps@AshlandPolyTraps.com
www.AshlandPolyTraps.com

• NO Rust or Corrosion
• Lightweight
• Very Cost Effective
• Sizes up to 560 Gallons
• Made in the U.S.A.!

LIFETIME WARRANTY!

Trailer Jetters
Gas or Diesel

AmericanJetter.com

866-9HI-FLOW

More 
Power 

per 
GPM!

Gas or Diesel

Power 
per 

GPM!

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

Please visit us at www.amtpump.com

IndustrialOdorControl.com
8 6 6 - N O - S T I N K  ( 6 6 7 - 8 4 6 5 )

9 7 3 - 8 4 6 - 7 8 1 7

₪
₪

Patent # US 8,273,162

IndustrialOdorControl.com
8 6 6 - N O - S T I N K  ( 6 6 7 - 8 4 6 5 )

9 7 3 - 8 4 6 - 7 8 1 7

₪
₪

Patent # US 8,273,16622

HUGE
DISCOUNTS

ON NEW
TERRALIFT

MACHINES

Call John VanZandt
AerraTech, LLC

Parts, Sales & Service

1.888.298.4272

Under New Ownership

cole-mart.com/pumper
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EASILY MOVE RESTROOMS
Super Mongo 

Mover®

Hitch Hauler™

 • Move ADA Restrooms 
• Aluminum Frame
•  Available with 2, 4, 6 

or 8 wheels 
•  Easily Rides on Your Truck
• Ships UPS

 Carry A Restroom & Super 
Mongo Mover On Your 
Pickup or Sport Utility

Patented

 Toll Free: 866.599.3325
www.DealAssoc.com

EASILY MOVE RESTROOMS
Super Mongo 

®

•  Easily Rides on Your Truck

Patented

Super Mongo 
®

•  Easily Rides on Your Truck

Hitch Hauler

•  Easily Rides on Your Truck•  Easily Rides on Your Truck
• Ships UPS
•  Easily Rides on Your Truck•  Easily Rides on Your Truck

RLH Equipment Rental

Flat Rate!

• Vac Trucks • Waterblasters • Tankers •

Call: 888.551.1998

Marketplace Advertising

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

Cost Effective6 PackShipping

Now Offering18” & 24”CustomLids

Now Of
18” &

The Most Durable & Economical

Septic Lid
The Most Durable & Economical

Septic Lid
- Easier to Handle & Transport Easier to Handle & Transpo
- 12”, 18" & 24" Available

- Durable & Lightweight Polymer
- WILL NOT Crack Like Concrete!
- Easier to Handle & Transport
- 12”, 18" & 24" Available
- Easy Installation

800.868.0973

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

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

Made for Grease Trap Haulers
by Grease Trap Haulers

p Ha rsap Hau eMad ffoo re raMMa e fe re fe o Gre Te fe foro GreGreasease Trrapp uulerlerlHrr Trr HHrrfffMM aaa aadd aaa ap HaM GG ppGoo Gooo sd sdd uuoo pdd auuGG auGGa ass sdadad G ase ap H ere sHMMM oMade for Grease Trap Haulers
by Grease Trap Haulers

• Environmentally Responsible
• Competitive Edge
• Additional Revenue
• Increased Productivity
• Incredibly E�cient
• An option for POTW’s

ponsibley Res• v ronmentallyE tEnvironmentally Responsib et ll R bb
gepetitive • CComCompetitive Eompetitiv Edgegetiti Ed

venuevvonal• AddittAd ona Revenuediti
yyivit• ncreased Produuctiv• ncreased Pro ycc tyttncreasedncreased odPro uct ttti
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ption for POTW’for POT• AAn opn opttion for POTWOTWti f POTW’PO

• Environmentally Responsible
• Competitive Edge
• Additional Revenue
• Increased Productivity
• Incredibly E�cient
• An option for POTW’s

304 658 4778
Downey Ridge Environmental Co.

www.greasezilla.com

y Greasee Trrapa Haulerrsby Gby by GGrea ppyy re Trr Hau rrrease Trap HaulerrrG a a HaulGrease Trap HaulGGbbbbbb ppGGG s ap Hau sse Trap Haulersbbbb p Hauub auuGG s a ss syyyy ersrG Hby Grease Trap Haulers
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DowD ney Ridge Environmo ental Co.Co.

wwwwwww..gggrreeaasseezziiillllllaa..ccooommmm
304 658 4778
Downey Ridge Environmental Co.

www.greasezilla.com

Finally... a real 
solution for handling 

grease trap waste!

Finally... a real 
solution for handling 

grease trap waste!

Traps and Interceptors For 
Grease, Solids, Lint, Oil & Hair

Certified by U.P.C.,
IAPMO and P.D.I.

800-541-8004
PolyTraps@AshlandPolyTraps.com
www.AshlandPolyTraps.com

• NO Rust or Corrosion
• Lightweight
• Very Cost Effective
• Sizes up to 560 Gallons
• Made in the U.S.A.!

LIFETIME WARRANTY!

Trailer Jetters
Gas or Diesel

AmericanJetter.com

866-9HI-FLOW

More 
Power 

per 
GPM!

Gas or Diesel

Power 
per 

GPM!

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

Please visit us at www.amtpump.com

IndustrialOdorControl.com
8 6 6 - N O - S T I N K  ( 6 6 7 - 8 4 6 5 )

9 7 3 - 8 4 6 - 7 8 1 7

₪
₪

Patent # US 8,273,162

IndustrialOdorControl.com
8 6 6 - N O - S T I N K  ( 6 6 7 - 8 4 6 5 )

9 7 3 - 8 4 6 - 7 8 1 7

₪
₪

Patent # US 8,273,16622

HUGE
DISCOUNTS

ON NEW
TERRALIFT

MACHINES

Call John VanZandt
AerraTech, LLC

Parts, Sales & Service

1.888.298.4272

Under New Ownership

cole-mart.com/pumper

FILL a job opening

BID OUTan upcoming job

ANNOUNCE 
contracted services offered

SELL 
used equipment

OBTAIN  
a position wanted

FINd IT
CLASSIFIEDS!

IN
 T

HE

In Pumper magazine and on the web.
Pumper.com
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ADVERTISING

Sanitation RemindeR PoStcaRdS, 
BuSineSS caRdS, magnetS and 
cuStom decalS: We are your resource 
for marketing your business. Call 781-
844-8600 or visit us and see samples at 
www.onsitecompany.com (PBM)

AERAToRS

Blue Diamond heavy-duty linear dia-
phragm orange top air pumps $187.08. 
Clearstream, Delta, Hydroaction, Hoots, 
AquaSafe, Cajunaire, Nayadic Parts, Jet 
Aerator, Singular Aerator.

800-717-8807
www.Roland-Turbo-Aerator.com

PBM

Aerators: Multiflo alternative replace-
ment $295 + $25 shipping. Alternative 
replacement, NEW FILTER SOCKS, 30 
per case $295 + $25 shipping. Spring 
clips to hold filter socks in place, $3.86 
per clip. If light can be seen through your 
filter sock (filtration is under-performing) 
replacement is required. Type-in “Ro-
land turbo aerator” at Google, Bing, msn, 
Yahoo, YouTube  

Call us at 800-717-8807
or email us at fabulousfungi@

gmail.com.
www.Roland-Turbo-Aerator.com

PBM

BACTERIA/ChEmICAlS-
SEpTIC

Your name or service on the label! We 
print it in color! We make it look good! 
12 boxes to a case.

1-800-717-8807 PBM

BUSINESSES

Well-established portable toilet and septic 
installation business. In Texas. Loyal cus-
tomer base. Over 900K in revenue last year. 
With or without real estate. Serious inquiries 
only. 713-818-1889 (P10)

FOR SALE: One-year old portable rest-
room business serving Philadelphia, Bucks 
& Montgomery counties in Pennsylvania. 
Over 50 restrooms currently on sites. For 
more information please email Don at: 
vansantd@aol.com (P10)

For Sale: Well-established portable toilet 
and full-service septic pumping company. 
150+ units. Several commercial contracts. 
Equipment and vehicles included. Serious 
inquires only. 573-854-4377 (P10)

Northern California Septic/Grease Pumping 
Business for Sale. Turn key, established 29 
years ago. Owners retiring. $325,000/OBO. 
Call 831-440-0168 or email admin@a-
1septicserviceinc.com for details. (P10)

Florida state septic license available to qual-
ify your company. Reasonable terms. Contact 
Jake 352-200-1522. (PBM)

www.RooTERmAN.Com.  Franchises 
available with low flat fee. New concept. Visit  
website or call 1-800-700-8062 x26. (PBM)

National Grease Recycling Inc. Let us 
teach you how to recycle restaurant’s 
waste, fryer grease and oil (yellow grease) 
only. Big $. Over 30 years 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. References 
available. Dewey Walker, 813-752-9535 or 
813-758-2552. (PBM)

Business Opportunity: Thriving business. 
Established customer list. Numerous com-
mercial accounts. 815-871-8780 or 608-
751-6911 (P10)

CompUTER SoFTwARE
FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (P10)

DEwATERING
We have done our part to make Boxes, Belts, 
Bags and Beds obsolete! Now it's time you 
do your part! Check out our website and then 
call! It really is that easy! ITRDewatering.com 
317-539-7304 (P02)

4" Dia-Disk Double Diaphragm Pump: 5hp 
electric motor. Cost new - $17,000. Com-
pletely rebuilt. Variable flow, 0-200gpm, low-
stroke - won't shear polymer. PRICE $7,500. 
Pictures are available upon request. Please 
call 910-738-5311.  (PBM)

Containers — Dewatering; Vacuum; Gar-
bage: Build to suit. One box can be used 
for dewatering with insert or garbage w/o 
200-400 micron liners available. Starting at 
$16,995 J and D Containers 208-860-8033 
jdcontainers.jenna@gmail.com (P11)

Flo Trend Systems Model SM-15-0-WS: 
15-cubic-yard roll-off dewatering box. Can 
be used with a hook lift. Box only used 1.5 
years. Comes with rolling tarp. Does not 
include polymer injection system. $19,500 
OBO. 801-430-7287, UT (P11)

FKC Screw Press, Class 'A'; JWC Septage 
Receiving Station; Fulton Boiler; Spiroflow 
Bulk Dispenser; Xerxes Tanks and Gorman-
Rupp Pumps. For additional information 
contact John W. Campbell 231-547-4429 or 
jwc@bigfishenvironmental.com (P12)

Perrin (US Filter) 10-inch screw dewatering 
press, plate and frame filter presses, large 
lightning mixers and aerator drives, stain-
less tanks, pumps, strainers. Dorr Oliver, 
Barett centrifuges, K-S 1X3 rotary vacuum 
filter, Kason 18-inch vibratory screen. www.
warwickequipment.com 732-241-9263 (P02)

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. (PBM)

Terralift machines - 1996 and 1999. Low 
hours, excellent condition. Heavy-duty 
hammer. $12,000 each. 317-627-7033 or 
317-462-1948. Indiana  (P10)

For Sale - Used TERRALIFT Machine. 
Mint condition. $23,000. Call Dick @ 315-
843-5600.  (P10)

Terralift: Huge discounts on Terralift Ma-
chines. Call Dick Crane or John Vanzandt at  
800-223-2256 or 888-298-4272.  (PBM)

hAZARDoUS wASTE UNITS
 

2013 Freightliner/presvac 3,200-gal-
lon DOT 412 dump/door vacuum truck 
with carbon vapor recovery system. 
Cummins/automatic trans. Moro PM100 
470cfm vacuum pump. 46k rears, 18k 
front. Please call:

Klm Companies 
617-909-9044 PBM

Pre-owned Thompson Tank, 2-compartment 
2,200 U.S. gallon, 1,000/12,000 carbon steel 
vacuum tank mounted on a 1993 Freight-
liner FL70 cab and chassis and a Thompson 
Tank pump package. (Stock #7918C) www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

1993 Chevy Kodiak with a 2,300 U.S. gal-
lon Presvac, carbon steel, DOT certified, 
vacuum tank unit. (Stock #6615V) www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

2000 Gap Vax HG57  WET/DRY on Volvo 
WG64, 5,500 cfm, 27" Hibon blower, Cum-
mins engine, chassis tank and bag house, in 
good condition, ready for work. KLM Compa-
nies, 617-909-9044. (PBM)

2012 Western Star cab and chassis with a 
Power Vac 5300, 3,250 U.S. gallon, carbon 
steel, DOT 407/412 regulations, vacuum 
tanker with a Hibon PD blower, 5300 SCFM w/ 
vacuum to 28" mercury, dump type with full 
open rear door and a Presvac PVB 750 vacu-
um-pressure pump. (Stock #13518V) www. 
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

New 3,200 U.S. gallon, carbon steel, DOT certi-
fied, 407/412 vacuum tank, dump type with full 
open rear, door and a Presvac PVB 750 vacuum-
pressure pump installed on a 2014 Peterbilt 348 
cab and chassis. (Stock #13563 A-B) www. 
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

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

see photos in color at www.pumper.com

classif ieds

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

1997 Freightliner with Presvac 2,300-gallon 
DOT certified vacuum tank, Presvac PV750 
vacuum pump with new paint and tank inspec-
tions. KLM Companies, 617-909-9044. (PBM)

hYDRoEXCAVATING
EQUIpmENT

Hydroexcavators For Sale: Super Products 
Mud Dogs; 2009 International 10-yd body, 
27’ boom - $285,000; 2013 Peterbilt 10-yd, 
loaded, newest model  - $365,000; 2013 
Peterbilt 12-yd, loaded, newest model - 
$365,000. Call 219-937-8285 (P10)

2007 mud Dog hydro-Excavator on 
Sterling chassis. Model #LT9500. 87,396 
miles and 5,854 hours on truck. No me-
chanical issues. Contact TJ Morgan for 
more information.  ......................$175,000

317-284-1195, IN P10

JETTERS-TRAIlER

2001 US Jetter model 4018: 600-gallon 
water; 18 gallons per minute.  ......$16,500

801-209-3181, UT
rooterexpress@gmail.com P10

Xtreme Flow hot/Cold Jetter! Model 
#HJ2TA8536, tandem axle trailer, 35 hp 
Vanguard 8.5 gpm @ 3,600 psi, 325-gallon 
water tank, 300' hose, General pump. Fully 
loaded! List $34,995. On sale for $29,995.

800-213-3272,
www.hotjetusa.com PBM

1999 O’Brien Trailer Jet with 165 original 
hrs. 4-cylinder diesel engine, 800-gallon 
plastic water tanks, Myers 65gpm 2000psi 
pump, 500 feet of new jet hose, new white 
paint. Pictures at www.empireequip.com 
$23,500. 714-639-8352  (PBM)

JETTERS-TRUCK
2006 GMC TC6500 cab and chassis trunk 
mounted jetting unit, with JET EYE camera 
system, 3,000 psi @ 50 gpm, 1,000-gallon 
water, 600' of hose, 500 cfm blower and  
1/2-yard debris tank and attachments.  
$89,000/purchase price. (Stock #13234) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM) 

2001 Sreco water jet on an International 
4900 tandem axle. 100gpm, 2,000psi pump. 
3,000-gallon water tank. 600 feet of jet 
hose. Was a city-owned unit. Price $57,500. 
www.empireequip.com 714-639-8352. (PBM)

 JET VACS
1998 Vac Con V390SHA 1998 International 
Vac Con with 21,519 miles, 43,000 GVW. 98 
International engine, John Deere pony motor 
with only 753 hours. Three-stage fan unit, 
9-yard debris tank. 1,000-gallon fresh wa-
ter. 600 feet of 1" jet hose and an 80gpm @ 
2,500psi. Jeff Brooks 317-258-4900    (P11)

1999 Vactor model 2110: Freightliner 
FL80 chassis with Cat engine, 18K front, 
23K rear, Road Ranger transmission, 
John Deere auxiliary engine, single fan, 
extendable boom, 80gpm Rodder pump, 
1” hose, aluminum tool boxes, boom 
lights, air-purge system, etc... .. $65,000

914-739-3300, NY P11

2002 Vactor Model 2110PD on an Interna-
tional 7400. 61,650 miles. 80gpm, 2,500psi. 
Roots 824 blower. 600 feet of new jet hose. 
Was a city-owned unit. Price $120,000. 
Pictures at www.empireequip.com. 
714-639-8352.  (PBM)

2007 Vactor Model 2112 on a Ster-
ling LT7500. 50,876 miles. Two-stage 
fan. 65gpm, 2000psi pump. Was a city-
owned unit. Price $157,500. Pictures at 
www.empireequip.com. 714-639-8352. 
 (PBM)
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ADVERTISING

Sanitation RemindeR PoStcaRdS, 
BuSineSS caRdS, magnetS and 
cuStom decalS: We are your resource 
for marketing your business. Call 781-
844-8600 or visit us and see samples at 
www.onsitecompany.com (PBM)

AERAToRS

Blue Diamond heavy-duty linear dia-
phragm orange top air pumps $187.08. 
Clearstream, Delta, Hydroaction, Hoots, 
AquaSafe, Cajunaire, Nayadic Parts, Jet 
Aerator, Singular Aerator.

800-717-8807
www.Roland-Turbo-Aerator.com

PBM

Aerators: Multiflo alternative replace-
ment $295 + $25 shipping. Alternative 
replacement, NEW FILTER SOCKS, 30 
per case $295 + $25 shipping. Spring 
clips to hold filter socks in place, $3.86 
per clip. If light can be seen through your 
filter sock (filtration is under-performing) 
replacement is required. Type-in “Ro-
land turbo aerator” at Google, Bing, msn, 
Yahoo, YouTube  

Call us at 800-717-8807
or email us at fabulousfungi@

gmail.com.
www.Roland-Turbo-Aerator.com

PBM

BACTERIA/ChEmICAlS-
SEpTIC

Your name or service on the label! We 
print it in color! We make it look good! 
12 boxes to a case.

1-800-717-8807 PBM

BUSINESSES

Well-established portable toilet and septic 
installation business. In Texas. Loyal cus-
tomer base. Over 900K in revenue last year. 
With or without real estate. Serious inquiries 
only. 713-818-1889 (P10)

FOR SALE: One-year old portable rest-
room business serving Philadelphia, Bucks 
& Montgomery counties in Pennsylvania. 
Over 50 restrooms currently on sites. For 
more information please email Don at: 
vansantd@aol.com (P10)

For Sale: Well-established portable toilet 
and full-service septic pumping company. 
150+ units. Several commercial contracts. 
Equipment and vehicles included. Serious 
inquires only. 573-854-4377 (P10)

Northern California Septic/Grease Pumping 
Business for Sale. Turn key, established 29 
years ago. Owners retiring. $325,000/OBO. 
Call 831-440-0168 or email admin@a-
1septicserviceinc.com for details. (P10)

Florida state septic license available to qual-
ify your company. Reasonable terms. Contact 
Jake 352-200-1522. (PBM)

www.RooTERmAN.Com.  Franchises 
available with low flat fee. New concept. Visit  
website or call 1-800-700-8062 x26. (PBM)

National Grease Recycling Inc. Let us 
teach you how to recycle restaurant’s 
waste, fryer grease and oil (yellow grease) 
only. Big $. Over 30 years 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. References 
available. Dewey Walker, 813-752-9535 or 
813-758-2552. (PBM)

Business Opportunity: Thriving business. 
Established customer list. Numerous com-
mercial accounts. 815-871-8780 or 608-
751-6911 (P10)

CompUTER SoFTwARE
FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (P10)

DEwATERING
We have done our part to make Boxes, Belts, 
Bags and Beds obsolete! Now it's time you 
do your part! Check out our website and then 
call! It really is that easy! ITRDewatering.com 
317-539-7304 (P02)

4" Dia-Disk Double Diaphragm Pump: 5hp 
electric motor. Cost new - $17,000. Com-
pletely rebuilt. Variable flow, 0-200gpm, low-
stroke - won't shear polymer. PRICE $7,500. 
Pictures are available upon request. Please 
call 910-738-5311.  (PBM)

Containers — Dewatering; Vacuum; Gar-
bage: Build to suit. One box can be used 
for dewatering with insert or garbage w/o 
200-400 micron liners available. Starting at 
$16,995 J and D Containers 208-860-8033 
jdcontainers.jenna@gmail.com (P11)

Flo Trend Systems Model SM-15-0-WS: 
15-cubic-yard roll-off dewatering box. Can 
be used with a hook lift. Box only used 1.5 
years. Comes with rolling tarp. Does not 
include polymer injection system. $19,500 
OBO. 801-430-7287, UT (P11)

FKC Screw Press, Class 'A'; JWC Septage 
Receiving Station; Fulton Boiler; Spiroflow 
Bulk Dispenser; Xerxes Tanks and Gorman-
Rupp Pumps. For additional information 
contact John W. Campbell 231-547-4429 or 
jwc@bigfishenvironmental.com (P12)

Perrin (US Filter) 10-inch screw dewatering 
press, plate and frame filter presses, large 
lightning mixers and aerator drives, stain-
less tanks, pumps, strainers. Dorr Oliver, 
Barett centrifuges, K-S 1X3 rotary vacuum 
filter, Kason 18-inch vibratory screen. www.
warwickequipment.com 732-241-9263 (P02)

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. (PBM)

Terralift machines - 1996 and 1999. Low 
hours, excellent condition. Heavy-duty 
hammer. $12,000 each. 317-627-7033 or 
317-462-1948. Indiana  (P10)

For Sale - Used TERRALIFT Machine. 
Mint condition. $23,000. Call Dick @ 315-
843-5600.  (P10)

Terralift: Huge discounts on Terralift Ma-
chines. Call Dick Crane or John Vanzandt at  
800-223-2256 or 888-298-4272.  (PBM)

hAZARDoUS wASTE UNITS
 

2013 Freightliner/presvac 3,200-gal-
lon DOT 412 dump/door vacuum truck 
with carbon vapor recovery system. 
Cummins/automatic trans. Moro PM100 
470cfm vacuum pump. 46k rears, 18k 
front. Please call:

Klm Companies 
617-909-9044 PBM

Pre-owned Thompson Tank, 2-compartment 
2,200 U.S. gallon, 1,000/12,000 carbon steel 
vacuum tank mounted on a 1993 Freight-
liner FL70 cab and chassis and a Thompson 
Tank pump package. (Stock #7918C) www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

1993 Chevy Kodiak with a 2,300 U.S. gal-
lon Presvac, carbon steel, DOT certified, 
vacuum tank unit. (Stock #6615V) www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

2000 Gap Vax HG57  WET/DRY on Volvo 
WG64, 5,500 cfm, 27" Hibon blower, Cum-
mins engine, chassis tank and bag house, in 
good condition, ready for work. KLM Compa-
nies, 617-909-9044. (PBM)

2012 Western Star cab and chassis with a 
Power Vac 5300, 3,250 U.S. gallon, carbon 
steel, DOT 407/412 regulations, vacuum 
tanker with a Hibon PD blower, 5300 SCFM w/ 
vacuum to 28" mercury, dump type with full 
open rear door and a Presvac PVB 750 vacu-
um-pressure pump. (Stock #13518V) www. 
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)

New 3,200 U.S. gallon, carbon steel, DOT certi-
fied, 407/412 vacuum tank, dump type with full 
open rear, door and a Presvac PVB 750 vacuum-
pressure pump installed on a 2014 Peterbilt 348 
cab and chassis. (Stock #13563 A-B) www. 
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM)
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see photos in color at www.pumper.com
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1997 Freightliner with Presvac 2,300-gallon 
DOT certified vacuum tank, Presvac PV750 
vacuum pump with new paint and tank inspec-
tions. KLM Companies, 617-909-9044. (PBM)

hYDRoEXCAVATING
EQUIpmENT

Hydroexcavators For Sale: Super Products 
Mud Dogs; 2009 International 10-yd body, 
27’ boom - $285,000; 2013 Peterbilt 10-yd, 
loaded, newest model  - $365,000; 2013 
Peterbilt 12-yd, loaded, newest model - 
$365,000. Call 219-937-8285 (P10)

2007 mud Dog hydro-Excavator on 
Sterling chassis. Model #LT9500. 87,396 
miles and 5,854 hours on truck. No me-
chanical issues. Contact TJ Morgan for 
more information.  ......................$175,000

317-284-1195, IN P10

JETTERS-TRAIlER

2001 US Jetter model 4018: 600-gallon 
water; 18 gallons per minute.  ......$16,500

801-209-3181, UT
rooterexpress@gmail.com P10

Xtreme Flow hot/Cold Jetter! Model 
#HJ2TA8536, tandem axle trailer, 35 hp 
Vanguard 8.5 gpm @ 3,600 psi, 325-gallon 
water tank, 300' hose, General pump. Fully 
loaded! List $34,995. On sale for $29,995.

800-213-3272,
www.hotjetusa.com PBM

1999 O’Brien Trailer Jet with 165 original 
hrs. 4-cylinder diesel engine, 800-gallon 
plastic water tanks, Myers 65gpm 2000psi 
pump, 500 feet of new jet hose, new white 
paint. Pictures at www.empireequip.com 
$23,500. 714-639-8352  (PBM)

JETTERS-TRUCK
2006 GMC TC6500 cab and chassis trunk 
mounted jetting unit, with JET EYE camera 
system, 3,000 psi @ 50 gpm, 1,000-gallon 
water, 600' of hose, 500 cfm blower and  
1/2-yard debris tank and attachments.  
$89,000/purchase price. (Stock #13234) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM) 

2001 Sreco water jet on an International 
4900 tandem axle. 100gpm, 2,000psi pump. 
3,000-gallon water tank. 600 feet of jet 
hose. Was a city-owned unit. Price $57,500. 
www.empireequip.com 714-639-8352. (PBM)

 JET VACS
1998 Vac Con V390SHA 1998 International 
Vac Con with 21,519 miles, 43,000 GVW. 98 
International engine, John Deere pony motor 
with only 753 hours. Three-stage fan unit, 
9-yard debris tank. 1,000-gallon fresh wa-
ter. 600 feet of 1" jet hose and an 80gpm @ 
2,500psi. Jeff Brooks 317-258-4900    (P11)

1999 Vactor model 2110: Freightliner 
FL80 chassis with Cat engine, 18K front, 
23K rear, Road Ranger transmission, 
John Deere auxiliary engine, single fan, 
extendable boom, 80gpm Rodder pump, 
1” hose, aluminum tool boxes, boom 
lights, air-purge system, etc... .. $65,000

914-739-3300, NY P11

2002 Vactor Model 2110PD on an Interna-
tional 7400. 61,650 miles. 80gpm, 2,500psi. 
Roots 824 blower. 600 feet of new jet hose. 
Was a city-owned unit. Price $120,000. 
Pictures at www.empireequip.com. 
714-639-8352.  (PBM)

2007 Vactor Model 2112 on a Ster-
ling LT7500. 50,876 miles. Two-stage 
fan. 65gpm, 2000psi pump. Was a city-
owned unit. Price $157,500. Pictures at 
www.empireequip.com. 714-639-8352. 
 (PBM)
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JET VACS

2003 Vactor 2110PD on a Sterling LT7500. 
Pump 80 gpm, 2,500 psi. Roots 824 blower. 
1,500 gallon water capacity. New paint. 
Was a city-owned unit. Pictures at 
www.empireequip.com. Price $129,900. 
714-639-8352. (PBM)

Vac-Con V390LHA combination unit with 
Roots 827 blower, 1999 International Mod-
el 2554 cab and chassis. (Stock #3918C) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

Jack Doheny Supplies Inc. offers a full range 
of late model combo units and DOT industrial 
vacuum loaders. Call us @1-800-3DOHENY. 
 (PBM)

2003-2005 Vac-Con V390lhAD, 
V311lhA: 7 Vac-Cons available: 
1) Unit 8841: V390LHAD single axle, 
2004 Sterling chassis, 82129 miles 
9-cubic-yard debris tank, 1,250-gal-
lon fresh water. $75,000. 2) Unit 8899: 
V390LHAD single axle, 2004 Sterling 
chassis, 82430 miles, 9-cubic-yard 
debris tank, 1,250-gallon fresh wa-
ter. $75,000. 3) Unit 8947: V390LHAD 
single axle, 2004 Sterling chassis, 
75,500 miles, 9-cubic-yard debris tank, 
1,250-gallon fresh water. $75,000. 
4) Unit 9060: V390LHAD single axle, 
2005 International chassis, 57,500 
miles, 9-cubic-yard debris tank, 
1,250-gallon fresh water. $75,000. 
5) Unit 9066: V390LHAD single axle, 
2005 Sterling chassis 45,000 miles, 
9-cubic-yard debris tank, 1,000-gal-
lon fresh water. $75,000. 6) Unit 8897: 
V311LHA tandem axle, 2004 Interna-
tional chassis, 49,800 miles, 11-cubic-
yard debris tank, 1,500-gallon fresh 
water. $95,000. 7) Unit 8898: V311LHA 
tandem axle, 2004 International chas-
sis, 58,000 miles, 11-cubic-yard debris 
tank, 1,500-gallon fresh water. $95,000. 
All Vac-cons have auto transmissions, 
Arrow Board or Light bars, strobe lights, 
telescoping booms, 80gpm @ 2,000psi 
jetter pumps, 1" rodder hose, and 
3-stage hydrostatically driven fans. All 
prices are negotiable and package deals 
are available.

901-377-3289 TN P11

1982 Ford l8000 Vactor 810: Combi-
nation jet vac. 3208 CAT and new Dae-
woo diesel pony. 2,000 psi pump at 60 
gallons per minute, 10-yd. debris. Oldie 
but goodie! Bought new truck. Reduced 
price of  ................................. $13,500

360-414-8655 wA P10

2006 International Vac-Con: 80 gpm, 
3-stage fan, 12-yard debris tank, 73,000 
miles. .................................. $135,000

Call 1-877-389-2227 IN P10

lEASE/FINANCING

western Equipment Finance, a subsidiary 
of Western State Bank, is committed to con-
tinuing to help you prosper. We have helped 
thousands of companies, large and small, 
with the most advanced finance options avail-
able. All Equipment Types, New or Used; we 
have the best rates and terms you deserve. 
Call the team you can TRUST, Jim Stekl at 
Western Equipment Finance 701-665-1647. 
jim.stekl@westernequipmentfinance.com 
 (P01)

Capital Connection is the leader in sanitation 
equipment financing. From Jetters to toilets, 
cameras to sewer trucks; we've been helping 
companies grow for over 23 years. Call today 
and let us help you acquire the equipment you 
need to grow your business. Jeff can help you. 
Pease call 808-214-4456.  (PBM)

North Star Commercial Credit: Commer-
cial loans for trucks or equipment, flexible 
purchase programs to fit your budget, 21 
years in the industry. Contact Tom myers,  
877-804-2274. (PBM)

mISCEllANEoUS

1990 Volvo Guzzler: Good to excellent con-
dition $21,500. Call 910-844-5855 or 910-
280-2769  (P11)

1987 International B10 Aqua Tech: Rebuilt 
motor and transmission. $7,800. Call 910-
844-5855 or 910-280-2769  (P11)

pADloCKS
PADLOCKS for portables and plenty other 
places. Fast. Good prices. Best service. Lock-
Masters USA, Inc. www.lockmastersusa.com; 
800-461-0620. (P10)

pIpElINE 
REhABIlITATIoN

CLEARLINE LASER PIPE PROFILERS: Two 
Models - LAS50 and LAS50T. Never used, 
must sell. Wesco Infrastructure Technolo-
gies, Ted Anderson, 310-808-1290 Ext. 304 
  (P10)

pIpE-BURSTING 
EQUIpmENT

Pow-r Mole PD-33 and accessories: 4" split-
ting expander; 4" eye; Power Unit 20hp en-
gine. 3000psi. 150' Rodder. Connectra 14M 
Butt Fusion, 1", 2" & 3" insert set. Used 6 
times. $13,500. 970-874-7920. (P11)

poRTABlE RESTRoomS
Up to 400 used teal Satellite units, in excel-
lent condition, in Central Florida. $200/each. 
Minimum purchase 50 units. 352-860-0195. 
 (PBM)

Synergy World High Tech 1, Brown / Grey, 
20 available, $279 each. Satellite Tuffway, 
Tan, 100 available, $279 each. 2004-2006 
models. Boise, ID carl@portapros.com, 
208-571-4068 (P10)

CONSTRUCTION GRADE Portable Toilets - 200 
available. Most are Synergy Hi Tech. Ready to 
go out on job sites. $200 ea. For questions or 
pics email patflynn2@aol.com  (P10)

poRTABlE RESTRoom 
TANKS

For Sale: Two (2) 600/300 porta-potty tanks, 
good condition, no pumps or hoses. $1,500 
each or $2,500 for pair. Call 606-439-4887 
  (P12)

poRTABlE RESTRoom 
TRAIlERS

3 Decons, 28' Tonto, 18' Royal, 2001 ASCI, 
16' Presidential, 26' Presidential, portable toi-
let hauler trailers. 315-437-1291, NY. (PBM)

Four (4) Ameri-Can Restroom Trailers: 824 
Oasis $10,900. 828 Royale $10,900. 816 
Trailer $3,000. 812 ADA Unit with men and 
women stall $9,000. Pictures and questions 
email patflynn2@aol.com (P11)

2003 Olympia 26' Executive Restroom Trailer. 
Heat and A/C. 3 urinals and 1 stall men's and 
3 ladies stalls. $14,500. Pictures emailed 
upon request. Call Rich 973-670-0454 or 
email rmwingle@embarqmail.com (P10)

53' shower trailer: 12 stations 6 & 6, 3 
sinks per side, heat, vent fans 500-gallon 
freshwater, $45,998. 18' JAG Custom Bou-
tique trailer, all custom, hands-free toilets. 
Flat-screen TVs, high-end beautiful luxury 
$44,995. 2006/2007 Wells Cargo restroom 
trailer $14,000. Good condition. Pictures 
available upon request. Contact Dylan 504-
450-5325 (P10)

poRTABlE RESTRoom 
TRUCKS

2002 International: Automatic, A/C, 
Masport pump, DT466 engine, 358,000 
miles. 400 fresh water, 1,100 waste tank. 
$18,500. 1997 Chevrolet: Automatic, 
A/C, Masport pump, CAT3116 rebuilt en-
gine - 69,305 miles. 334,623 miles, 400 
fresh water, 1,100 waste tank. $14,500

Contact Beth @ 
336-437-0534 x223, NC P10

Complete portable Toilet service 
truck mount units (turn-key), mount-
ed on your truck or ours. Tool boxes, 
dual work stations, dc10 washdown 
pump, reversible vacuum pump, hose 
reel, set up complete, toilet racks avail-
able. 1100 waste/400 fresh: $18,000, 
1700 waste/600 fresh: $21,000. Any 
custom options or sizes available!

Texla Services
936-641-3938

www.texlaservices.com P10
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2012 mitsubishi Fuso FG140: 4x4, 
10k miles with 2007 Crescent tank. 
Holds up to 6 std. units with power lift 
gate. 550/350. Downsizing to weekend 
rentals only.  ............................$64,000 

For more info, call Jodi at
978-386-9987 mA P10

portable Restroom Trucks for Sale: 
2012 international terraStar: 66,000 
miles, Crescent tank 750/350; 2007 
chevy 6500: 105,000 miles, Crescent 
tank 950/350; 2007 gmc topKick: 
135,000 miles, Flat tank 1,000/350; 
2001 Ford 350 Superduty: 235,000 
miles 300/150. All trucks ready for 
work. Call for pricing. CASH ONLY. 

 Call Jeff 585-303-6155 NY P11

2005 Ford F350, diesel, Satellite unit, 
400 waste, 200 water, M2 Masport. www.
pumpertrucksales.com. Call JR. @ 720-
253-8014, CO. $14,000 (PBM)

2002 International with a Coleman 600 
waste—250 water—100 chemical, stain-
less steel unit with a Utile pump. (Stock 
#TBD02In) VacuumSalesInc.com (888) 
VAC-UNIT (822-8648)                 (PBM)

2004 Ford F550: 6.0 diesel. 6-speed man-
ual. Zero miles on new rebuilt engine. 4x4. 
600 waste/300 water. www.pumpertruck-
sales.com. Call JR. @ 720-253-8014, CO. 
$21,000 (PBM)

1997 Ford F-Super Duty with 500/250 Pik-
rite tank. Truck has over 350k miles on it, 
but just over 100k on Ford reman. Runs and 
drives. Ready to work. Has Jurop PN33 with 
11hp. Honda. $13,500 OBO! Will email any 
pictures. 920-979-7711 (P11)

2007 Chevy C-7500 cab & chassis with a 
Presvac 2,000 U.S. gallons, 2-compartment 
600/1400 aluminum vacuum tank with a 
Moro M-3 vacuum pump. (Stock #2974C)  
VacuumSalesInc.com (888) VAC-UNIT 
(822-8648) (PBM)

2006 peterbilt 335: 33,000 GVW. Air 
Ride suspension, Allison auto, Cummins 
315, C-Series 8.3-liter pre-emission. 
Coleman stainless steel 3-comp body, 
400-drop, 1500 waste, 300 fresh wash. 
Dual side service. Excellent condition.  
.......... $58,000 or best reasonable offer 

518-441-7222 NY P10

TRUCKS, TRUCKS, TRUCKS! 1999 Ford F550 
$12,500; [2] 2000 Int. 4300 $22,500 each; 
2002 Int 4300 $25,000; 2003 Ford F650 
$27,500; 2007 Ford F550 "aluminum 1350 
tank" blown motor $20,000; 2003 Chevy 
5500 cab & chassis, blown motor; 2005 
GMC 4500 cab & chassis, blown motor. Also 
have [3] Olympic restroom trailers - CHEAP! 
Email or text for pics dlove285@gmail.com 
or 973-445-2285 (P11)

poRTABlE ShowER 
TRAIlERS

53' 22-stall mobile shower trailer. Chang-
ing room for each stall. Great for motorcycle 
rallies, NASCAR races, festivals, etc. Travel 
and be your own boss!! Comes with all ac-
cessories: waste bladder, generator, tables, 
chairs, fencing, skirting, carpet, & more. 
Available with or without contracts. Call, can 
email pictures. 800-498-3000. WI (P11)

poRTABlE SINKS

Satellite hand wash stations: 2 Breeze and 7 
Handiwash. $250 each. Very good condition. 
Spare pumps & kits available. Fort Collins, 
Colorado. Harry 970-215-3281 (P10)

poSITIoNS AVAIlABlE

Pipeline Inspection/Robotic Cutter Opera-
tors Wanted - NYC/Long Island based com-
pany seeking ambitious, energetic pipe 
inspection truck operators with a minimum 
of two years experience. Must have knowl-
edge of sewer systems, ability to read 
project prints and drawings as well as a 
strong understanding of computers. PACP 
credentials a plus. NYC/Long Island prevail-
ing wages paid. Please forward resume to: 
pipedr1@gmail.com. (P10)

Vactor Operators Wanted - Experienced 
pipe cleaning operators for NYC/Long Island 
based company. Must have knowledge of 
sewer systems with ability to read drawings 
& project prints. Mechanical background a 
plus. Clean CDL a must, tanker endorse-
ment a plus. NYC/Long Island prevailing 
wages paid. Please forward resume to: 
pipedr1@gmail.com (P10)
 
GapVax, Inc., a nationally recognized man-
ufacturing business, is seeking a talented, 
highly motivated individual to fill a full-time 
Sales Position in the Midwest (Iowa based 
preferred) region. GapVax is the leading 
manufacturer of industrial and municipal 
vacuum units and hydroexcavation units in 
the United States. We provide the most reli-
able, comprehensive, and efficient mobile 
vacuum units in the industrial and munici-
pal markets. Specifications of the position 
are listed on our website, www.gapvax.
com, click on the Now Hiring link in the left 
hand column. Send resumes to Lthomas@
gapvax.com or 575 Central Avenue, John-
stown, PA 15902. (CPMGBM)

pUmpS

Two (2) 4" Thompson Double Diaphragm 
Pumps: 5hp electric motor, single phase. 
Cost new - $9,000 each. Will sell both for 
$5,000 or sell individually for $3,000 each. 
Pictures are available upon request. Please 
call 910-738-5311. (PBM)

pUmpS-VACUUm

Broken Pumps?? Buying Fruitland RCF-
500, Masport HXL15WV and HXL20WV 
pumps. Price depends on condition. Con-
tact Bob at 402-429-5294. Email photos to 
rb82844@gmail.com for quick bid.  (P10)

Masport M2. New, still in crate. New clutch, 
oil trap muffler. $1,250. Two new pressure 
washers w/Honda electric start engine. Cat 
pumps. $300 each. Colorado. Call for pic-
tures. Harry 970-215-3281 (P10)

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.Vacuum 
SalesInc.com, (888)VAC-UNIT (822-8648).  
 (PBM)

pUmpS-wATER

New, never used Myers D65-20 water 
pump. List price: $17,992. Sell for $9,750. 
New Rockford power take-off part number 
4-11182 - $700. 714-381-4141.  (PBM)

RENTAl EQUIpmENT

Liquid vacs, wet/dry industrial vacs, combi-
nation jetter/vacs, vacuum street sweeper & 
catch basin cleaner, truck & trailer mount-
ed jetters. All available for daily, weekly, 
monthly, and yearly rentals. VSI Rentals, 
llC, (888)VAC-UNIT (822-8648) www.
vsirentalsllc.com. (PBM)

Roll-oFF TRAIlERS

2002 Int.: $27,500. 2000 Int.: $19,500. 1996 
Int.: $4,100. 1995 Int.: $16,500. 2000 Int.: 
$19,500.  2001 Int.: $21,500. 256-757-9900 
or www.pbsos.com. Equipment for sale. (PBM)

SEpTIC TRUCKS

2004 International 4300 DT-466: 
147,606 miles, Allison automatic trans-
mission with 2012 Imperial 2,500-gal-
lon tank. Heated, stainless-steel jackets, 
Masport HXL-400 pump, rear axle lock 
(Detroit locker), setup to pull trailers with 
electric trailer brake, aluminum rims, 
back-up camera, 35-gallon fresh-water 
tank. Only $59,900.

715-339-2180 wI P10

2002 Freightliner: One owner, vacuum 
pump truck for septic, grease traps, and 
storm drain service. 3,400-gallon alumi-
num tank with a 500-gallon fresh-water 
holding tank. Pressure jet & sewer jet 
capabilities. Masport vacuum pump, 
PTO drive, Caterpillar CFE3126 7.2L die-
sel engine, 300hp (Rebuilt July 2013). 
10-speed manual transmission. New 
tires. Truck runs great. Regular P&M 
serviced. 309,987 miles. $45,000 OBO. 
For additional information and serious 
inquiries contact:

305-257-1711 Fl
office@aaaaboveallsungold.com

PBM
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JET VACS

2003 Vactor 2110PD on a Sterling LT7500. 
Pump 80 gpm, 2,500 psi. Roots 824 blower. 
1,500 gallon water capacity. New paint. 
Was a city-owned unit. Pictures at 
www.empireequip.com. Price $129,900. 
714-639-8352. (PBM)

Vac-Con V390LHA combination unit with 
Roots 827 blower, 1999 International Mod-
el 2554 cab and chassis. (Stock #3918C) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

Jack Doheny Supplies Inc. offers a full range 
of late model combo units and DOT industrial 
vacuum loaders. Call us @1-800-3DOHENY. 
 (PBM)

2003-2005 Vac-Con V390lhAD, 
V311lhA: 7 Vac-Cons available: 
1) Unit 8841: V390LHAD single axle, 
2004 Sterling chassis, 82129 miles 
9-cubic-yard debris tank, 1,250-gal-
lon fresh water. $75,000. 2) Unit 8899: 
V390LHAD single axle, 2004 Sterling 
chassis, 82430 miles, 9-cubic-yard 
debris tank, 1,250-gallon fresh wa-
ter. $75,000. 3) Unit 8947: V390LHAD 
single axle, 2004 Sterling chassis, 
75,500 miles, 9-cubic-yard debris tank, 
1,250-gallon fresh water. $75,000. 
4) Unit 9060: V390LHAD single axle, 
2005 International chassis, 57,500 
miles, 9-cubic-yard debris tank, 
1,250-gallon fresh water. $75,000. 
5) Unit 9066: V390LHAD single axle, 
2005 Sterling chassis 45,000 miles, 
9-cubic-yard debris tank, 1,000-gal-
lon fresh water. $75,000. 6) Unit 8897: 
V311LHA tandem axle, 2004 Interna-
tional chassis, 49,800 miles, 11-cubic-
yard debris tank, 1,500-gallon fresh 
water. $95,000. 7) Unit 8898: V311LHA 
tandem axle, 2004 International chas-
sis, 58,000 miles, 11-cubic-yard debris 
tank, 1,500-gallon fresh water. $95,000. 
All Vac-cons have auto transmissions, 
Arrow Board or Light bars, strobe lights, 
telescoping booms, 80gpm @ 2,000psi 
jetter pumps, 1" rodder hose, and 
3-stage hydrostatically driven fans. All 
prices are negotiable and package deals 
are available.

901-377-3289 TN P11

1982 Ford l8000 Vactor 810: Combi-
nation jet vac. 3208 CAT and new Dae-
woo diesel pony. 2,000 psi pump at 60 
gallons per minute, 10-yd. debris. Oldie 
but goodie! Bought new truck. Reduced 
price of  ................................. $13,500

360-414-8655 wA P10

2006 International Vac-Con: 80 gpm, 
3-stage fan, 12-yard debris tank, 73,000 
miles. .................................. $135,000

Call 1-877-389-2227 IN P10

lEASE/FINANCING

western Equipment Finance, a subsidiary 
of Western State Bank, is committed to con-
tinuing to help you prosper. We have helped 
thousands of companies, large and small, 
with the most advanced finance options avail-
able. All Equipment Types, New or Used; we 
have the best rates and terms you deserve. 
Call the team you can TRUST, Jim Stekl at 
Western Equipment Finance 701-665-1647. 
jim.stekl@westernequipmentfinance.com 
 (P01)

Capital Connection is the leader in sanitation 
equipment financing. From Jetters to toilets, 
cameras to sewer trucks; we've been helping 
companies grow for over 23 years. Call today 
and let us help you acquire the equipment you 
need to grow your business. Jeff can help you. 
Pease call 808-214-4456.  (PBM)

North Star Commercial Credit: Commer-
cial loans for trucks or equipment, flexible 
purchase programs to fit your budget, 21 
years in the industry. Contact Tom myers,  
877-804-2274. (PBM)

mISCEllANEoUS

1990 Volvo Guzzler: Good to excellent con-
dition $21,500. Call 910-844-5855 or 910-
280-2769  (P11)

1987 International B10 Aqua Tech: Rebuilt 
motor and transmission. $7,800. Call 910-
844-5855 or 910-280-2769  (P11)

pADloCKS
PADLOCKS for portables and plenty other 
places. Fast. Good prices. Best service. Lock-
Masters USA, Inc. www.lockmastersusa.com; 
800-461-0620. (P10)

pIpElINE 
REhABIlITATIoN

CLEARLINE LASER PIPE PROFILERS: Two 
Models - LAS50 and LAS50T. Never used, 
must sell. Wesco Infrastructure Technolo-
gies, Ted Anderson, 310-808-1290 Ext. 304 
  (P10)

pIpE-BURSTING 
EQUIpmENT

Pow-r Mole PD-33 and accessories: 4" split-
ting expander; 4" eye; Power Unit 20hp en-
gine. 3000psi. 150' Rodder. Connectra 14M 
Butt Fusion, 1", 2" & 3" insert set. Used 6 
times. $13,500. 970-874-7920. (P11)

poRTABlE RESTRoomS
Up to 400 used teal Satellite units, in excel-
lent condition, in Central Florida. $200/each. 
Minimum purchase 50 units. 352-860-0195. 
 (PBM)

Synergy World High Tech 1, Brown / Grey, 
20 available, $279 each. Satellite Tuffway, 
Tan, 100 available, $279 each. 2004-2006 
models. Boise, ID carl@portapros.com, 
208-571-4068 (P10)

CONSTRUCTION GRADE Portable Toilets - 200 
available. Most are Synergy Hi Tech. Ready to 
go out on job sites. $200 ea. For questions or 
pics email patflynn2@aol.com  (P10)

poRTABlE RESTRoom 
TANKS

For Sale: Two (2) 600/300 porta-potty tanks, 
good condition, no pumps or hoses. $1,500 
each or $2,500 for pair. Call 606-439-4887 
  (P12)

poRTABlE RESTRoom 
TRAIlERS

3 Decons, 28' Tonto, 18' Royal, 2001 ASCI, 
16' Presidential, 26' Presidential, portable toi-
let hauler trailers. 315-437-1291, NY. (PBM)

Four (4) Ameri-Can Restroom Trailers: 824 
Oasis $10,900. 828 Royale $10,900. 816 
Trailer $3,000. 812 ADA Unit with men and 
women stall $9,000. Pictures and questions 
email patflynn2@aol.com (P11)

2003 Olympia 26' Executive Restroom Trailer. 
Heat and A/C. 3 urinals and 1 stall men's and 
3 ladies stalls. $14,500. Pictures emailed 
upon request. Call Rich 973-670-0454 or 
email rmwingle@embarqmail.com (P10)

53' shower trailer: 12 stations 6 & 6, 3 
sinks per side, heat, vent fans 500-gallon 
freshwater, $45,998. 18' JAG Custom Bou-
tique trailer, all custom, hands-free toilets. 
Flat-screen TVs, high-end beautiful luxury 
$44,995. 2006/2007 Wells Cargo restroom 
trailer $14,000. Good condition. Pictures 
available upon request. Contact Dylan 504-
450-5325 (P10)

poRTABlE RESTRoom 
TRUCKS

2002 International: Automatic, A/C, 
Masport pump, DT466 engine, 358,000 
miles. 400 fresh water, 1,100 waste tank. 
$18,500. 1997 Chevrolet: Automatic, 
A/C, Masport pump, CAT3116 rebuilt en-
gine - 69,305 miles. 334,623 miles, 400 
fresh water, 1,100 waste tank. $14,500

Contact Beth @ 
336-437-0534 x223, NC P10

Complete portable Toilet service 
truck mount units (turn-key), mount-
ed on your truck or ours. Tool boxes, 
dual work stations, dc10 washdown 
pump, reversible vacuum pump, hose 
reel, set up complete, toilet racks avail-
able. 1100 waste/400 fresh: $18,000, 
1700 waste/600 fresh: $21,000. Any 
custom options or sizes available!

Texla Services
936-641-3938

www.texlaservices.com P10
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2012 mitsubishi Fuso FG140: 4x4, 
10k miles with 2007 Crescent tank. 
Holds up to 6 std. units with power lift 
gate. 550/350. Downsizing to weekend 
rentals only.  ............................$64,000 

For more info, call Jodi at
978-386-9987 mA P10

portable Restroom Trucks for Sale: 
2012 international terraStar: 66,000 
miles, Crescent tank 750/350; 2007 
chevy 6500: 105,000 miles, Crescent 
tank 950/350; 2007 gmc topKick: 
135,000 miles, Flat tank 1,000/350; 
2001 Ford 350 Superduty: 235,000 
miles 300/150. All trucks ready for 
work. Call for pricing. CASH ONLY. 

 Call Jeff 585-303-6155 NY P11

2005 Ford F350, diesel, Satellite unit, 
400 waste, 200 water, M2 Masport. www.
pumpertrucksales.com. Call JR. @ 720-
253-8014, CO. $14,000 (PBM)

2002 International with a Coleman 600 
waste—250 water—100 chemical, stain-
less steel unit with a Utile pump. (Stock 
#TBD02In) VacuumSalesInc.com (888) 
VAC-UNIT (822-8648)                 (PBM)

2004 Ford F550: 6.0 diesel. 6-speed man-
ual. Zero miles on new rebuilt engine. 4x4. 
600 waste/300 water. www.pumpertruck-
sales.com. Call JR. @ 720-253-8014, CO. 
$21,000 (PBM)

1997 Ford F-Super Duty with 500/250 Pik-
rite tank. Truck has over 350k miles on it, 
but just over 100k on Ford reman. Runs and 
drives. Ready to work. Has Jurop PN33 with 
11hp. Honda. $13,500 OBO! Will email any 
pictures. 920-979-7711 (P11)

2007 Chevy C-7500 cab & chassis with a 
Presvac 2,000 U.S. gallons, 2-compartment 
600/1400 aluminum vacuum tank with a 
Moro M-3 vacuum pump. (Stock #2974C)  
VacuumSalesInc.com (888) VAC-UNIT 
(822-8648) (PBM)

2006 peterbilt 335: 33,000 GVW. Air 
Ride suspension, Allison auto, Cummins 
315, C-Series 8.3-liter pre-emission. 
Coleman stainless steel 3-comp body, 
400-drop, 1500 waste, 300 fresh wash. 
Dual side service. Excellent condition.  
.......... $58,000 or best reasonable offer 

518-441-7222 NY P10

TRUCKS, TRUCKS, TRUCKS! 1999 Ford F550 
$12,500; [2] 2000 Int. 4300 $22,500 each; 
2002 Int 4300 $25,000; 2003 Ford F650 
$27,500; 2007 Ford F550 "aluminum 1350 
tank" blown motor $20,000; 2003 Chevy 
5500 cab & chassis, blown motor; 2005 
GMC 4500 cab & chassis, blown motor. Also 
have [3] Olympic restroom trailers - CHEAP! 
Email or text for pics dlove285@gmail.com 
or 973-445-2285 (P11)

poRTABlE ShowER 
TRAIlERS

53' 22-stall mobile shower trailer. Chang-
ing room for each stall. Great for motorcycle 
rallies, NASCAR races, festivals, etc. Travel 
and be your own boss!! Comes with all ac-
cessories: waste bladder, generator, tables, 
chairs, fencing, skirting, carpet, & more. 
Available with or without contracts. Call, can 
email pictures. 800-498-3000. WI (P11)

poRTABlE SINKS

Satellite hand wash stations: 2 Breeze and 7 
Handiwash. $250 each. Very good condition. 
Spare pumps & kits available. Fort Collins, 
Colorado. Harry 970-215-3281 (P10)

poSITIoNS AVAIlABlE

Pipeline Inspection/Robotic Cutter Opera-
tors Wanted - NYC/Long Island based com-
pany seeking ambitious, energetic pipe 
inspection truck operators with a minimum 
of two years experience. Must have knowl-
edge of sewer systems, ability to read 
project prints and drawings as well as a 
strong understanding of computers. PACP 
credentials a plus. NYC/Long Island prevail-
ing wages paid. Please forward resume to: 
pipedr1@gmail.com. (P10)

Vactor Operators Wanted - Experienced 
pipe cleaning operators for NYC/Long Island 
based company. Must have knowledge of 
sewer systems with ability to read drawings 
& project prints. Mechanical background a 
plus. Clean CDL a must, tanker endorse-
ment a plus. NYC/Long Island prevailing 
wages paid. Please forward resume to: 
pipedr1@gmail.com (P10)
 
GapVax, Inc., a nationally recognized man-
ufacturing business, is seeking a talented, 
highly motivated individual to fill a full-time 
Sales Position in the Midwest (Iowa based 
preferred) region. GapVax is the leading 
manufacturer of industrial and municipal 
vacuum units and hydroexcavation units in 
the United States. We provide the most reli-
able, comprehensive, and efficient mobile 
vacuum units in the industrial and munici-
pal markets. Specifications of the position 
are listed on our website, www.gapvax.
com, click on the Now Hiring link in the left 
hand column. Send resumes to Lthomas@
gapvax.com or 575 Central Avenue, John-
stown, PA 15902. (CPMGBM)

pUmpS

Two (2) 4" Thompson Double Diaphragm 
Pumps: 5hp electric motor, single phase. 
Cost new - $9,000 each. Will sell both for 
$5,000 or sell individually for $3,000 each. 
Pictures are available upon request. Please 
call 910-738-5311. (PBM)

pUmpS-VACUUm

Broken Pumps?? Buying Fruitland RCF-
500, Masport HXL15WV and HXL20WV 
pumps. Price depends on condition. Con-
tact Bob at 402-429-5294. Email photos to 
rb82844@gmail.com for quick bid.  (P10)

Masport M2. New, still in crate. New clutch, 
oil trap muffler. $1,250. Two new pressure 
washers w/Honda electric start engine. Cat 
pumps. $300 each. Colorado. Call for pic-
tures. Harry 970-215-3281 (P10)

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.Vacuum 
SalesInc.com, (888)VAC-UNIT (822-8648).  
 (PBM)

pUmpS-wATER

New, never used Myers D65-20 water 
pump. List price: $17,992. Sell for $9,750. 
New Rockford power take-off part number 
4-11182 - $700. 714-381-4141.  (PBM)

RENTAl EQUIpmENT

Liquid vacs, wet/dry industrial vacs, combi-
nation jetter/vacs, vacuum street sweeper & 
catch basin cleaner, truck & trailer mount-
ed jetters. All available for daily, weekly, 
monthly, and yearly rentals. VSI Rentals, 
llC, (888)VAC-UNIT (822-8648) www.
vsirentalsllc.com. (PBM)

Roll-oFF TRAIlERS

2002 Int.: $27,500. 2000 Int.: $19,500. 1996 
Int.: $4,100. 1995 Int.: $16,500. 2000 Int.: 
$19,500.  2001 Int.: $21,500. 256-757-9900 
or www.pbsos.com. Equipment for sale. (PBM)

SEpTIC TRUCKS

2004 International 4300 DT-466: 
147,606 miles, Allison automatic trans-
mission with 2012 Imperial 2,500-gal-
lon tank. Heated, stainless-steel jackets, 
Masport HXL-400 pump, rear axle lock 
(Detroit locker), setup to pull trailers with 
electric trailer brake, aluminum rims, 
back-up camera, 35-gallon fresh-water 
tank. Only $59,900.

715-339-2180 wI P10

2002 Freightliner: One owner, vacuum 
pump truck for septic, grease traps, and 
storm drain service. 3,400-gallon alumi-
num tank with a 500-gallon fresh-water 
holding tank. Pressure jet & sewer jet 
capabilities. Masport vacuum pump, 
PTO drive, Caterpillar CFE3126 7.2L die-
sel engine, 300hp (Rebuilt July 2013). 
10-speed manual transmission. New 
tires. Truck runs great. Regular P&M 
serviced. 309,987 miles. $45,000 OBO. 
For additional information and serious 
inquiries contact:

305-257-1711 Fl
office@aaaaboveallsungold.com

PBM
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SEpTIC TRUCKS

(3) 2000 International 2764: Cum-
mins ISM 400hp, Fuller 8LL trans., 
300K-360K miles, 4,000/200-gallon vac 
tank, Wittig RFL100 vac pump, jetter.

866-720-4999
www.tankservicesinc.com PBM

2006 Freightliner m2-106 w/new 
Imperial 2,500-gallon tank, 350cfm 
pump, 260hp MBE diesel, Allison 3000 
automatic, engine brake, air ride, trac-
tion control. Fresh DOT and service. 
Stock# 365454.

800-553-3642 IA
www.truckcountry.com P10

2005 western Star w/5,000-gallon 
Imperial Tank, 515hp Detroit, 20/46 
axles, Air Ride, Jake Brake, full lockers. 
Stock# 301640.

800-553-3642 IA
www.truckcountry.com P10

1997 F-800, 33,000GVW, 6-spd, 5.9 Cum-
mins, 2,500-gallon Transway tank, TSI 250 
2-yr.-old pump, 186,000 miles, $17,500. 
315-773-4135. Runs/pumps great. Pics on 
request at mrsepticman@yahoo.com (P10)
  
2002 Kenworth T300 outfitted with 
2,500-gallon aluminum pressure/vacuum 
tank. Jurop r-200 vac/pressure pump. With 
established clientele in the San Antonio/Bex-
ar County area. Principle is retiring. $55,000. 
Also have plumbing & drain cleaning trucks 
for sale. Call for more info and photos: 210-
389-7185. (P10)

2006 International 7500-HT570: 10-spd. 
18K front 40K rear, 168K miles, 4,000-gallon 
aluminum tank built by Imperial. $125,000 
775-315-5140 (P11)

1999 Sterling: 3,100 gallon. New paint 
and TSI 500 pump. 300 CAT, locking rears. 
Heated valves, 140,000 miles. Nice truck. 
Can deliver. $37,500. 1999 Sterling: 33,000 
GVW.2,200-gallon. 3126 CAT 7-speed. Lock-
ing rear. Low miles. New paint. Jurop pump. 
$22,500. John 724-785-5892 (P10)

Great Buy for $29,500... 2000 Ford 
Sterling L7500 pumper truck, 2,000-gal-
lon tank, Jurop pump, 156,993 miles.

912-632-8883 GA
smcdispatch@accessatc.net P11

2008 Freightliner Columbia: 450hp 
Detroit, 10-speed transmission, Jake, 
A/C, cruise, Air Ride. New: 4,000-gal-
lon tank and Jurop LC429 vacuum 
pump. New paint and all accessories. 
Extremely clean truck!  ........... $65,000

740-988-7878 oh P10

 

2002 International 8100: ISM Cum-
mins 330hp, 9-speed, 52k GVW, with 
3,500-gallon vacuum tank. 208k miles, 
AC, PS, fleet maintained. DOT inspect-
ed with sticker. The pump is a Chal-
lenger 370 is air cooled, bidirectional 
and comes with a 2-year warranty. 
Sale Price ................................ $55,900

714-625-5348
www.globaltrucksales.net P10

 

2002 International 8100 with new, 
industrial 2,300-gallon vacuum tank. 
ISM motor @ 330hp, 9-speed trans-
mission, 33K GVW, air brakes, 11R22.5 
tires, double framed, PS, AC, 186k miles, 
fleet maintained. New industrial vacuum 
system with Jurop 350cfm air-cooled 
pump. Tank is 1/4-inch thick, verti-
cal baffled, 3-inch inlet, 6-inch outlet. 
Sale Price  ............................... $41,900

714-625-5348
www.globaltrucksales.net P10

 

2003 mack CV713 Granite vacuum 
truck; 400hp Mack engine with engine 
brake; Eaton Fuller 8 LL trans; double 
frame; Mack 44,000 Camelback sus-
pension; Heil aluminum 4,600-gallon 
two-compartment tank - 1,000 gallon 
water/3,600 gallon waste; Drum S440 
vacuum pump; Dayton 4,000psi pres-
sure pump.  ............................. $68,000

Robert @ 443-553-1517 P10

1995 Ford F450 Super Duty with 
1,000-gallon tank. 460 gas, 5-speed 
manual. Roots blower, Electra shift PTO. 
Starts easy, runs great. Non CDL. Great 
starter or back up .................... $10,000

903-456-0989 TX P10

2004 Peterbilt 340 pre-emissions: 3,600-gal-
lon Transway tank and pump, C-7 CAT en-
gine, 8LL transmission, 2004 stainless-steel 
chrome package, aluminum rims, air-ride 
suspension, air valve. 715-923-4127. (P10)

2001 Freightliner Fl80: ISC Cum-
mins, 10-speed transmission, 225,000 
miles. New tires, new 4,200-gallon Im-
perial tank, heated valves, Masport 400 
pump. Bought new, one driver. Well 
maintained. ....................$85,000 FIRM

815-871-8780 or  
608-751-6911 wI P10

2000 Sterling with 285 Cummins: Pre-
emissions, tri-axle with tag, all new tires, 
4,400-gallon T-Line tank, MEC 8000 pump, 
new paint, air valve, all new brakes, bushings, 
and leaf springs, nice truck. 715-923-4127. 
 (P10)

2006 Chevy C7500: Isuzu 7.8 Duramax 
turbo diesel engine, 230 hp, factory exhaust 
brake, Allison MD 3060 6-spd. auto. trans. 
33,000 GVW. New 2,500-gallon tank - you 
choose pump. www.pumpertrucksales.com. 
Call JR. @ 720-253-8014, CO. (PBM)

1997 International 4900, 210 hp, 5-spd, 
newer 1,500-gallon vacuum tank, Morrow 
M10 pump. www.pumpertrucksales.com. 
Call JR. @ 720-253-8014, CO. $17,000.(PBM)

2003 International 4300: Allison auto.,136k 
miles, new 1,850 gallon steel vac tank, under 
CDL; work in progress - you choose pump. 
www.pumpertrucksales.com. Call JR. @ 720-
253-8014, CO. (PBM)

2005 International 4300:  DT466, 245 
hp, 6-spd, 2,500-gallon Transway back 
tank,  TSI 500 back pump, PTO driven Giant 
jetter pump, 2,500 psi. www.pumpertruck-
sales.com. Call JR. @ 720-253-8014, CO. 
$46,000 (PBM)

2008 Ford F750: 7-speed, 260hp Cum-
mins, exhaust brake, rear lockers, new 
2,500-gallon steel vac tank - you choose the 
pump. www.pumpertrucksales.com. Call JR. 
@ 720-253-8014, CO. (PBM)

VARIOUS PUMPER TRUCKS FOR SALE!!! 94 
gmc 5-speed w/3200-gallon tank (147430 
miles) $10,000; 99 FReigHtlineR PTO driv-
en 5-speed R260 vac pump w/2200-gallon 
tank $30,000; 2003 F350 5-speed (needs 
work) 350 waste/180 fresh. Fully equipped 
(209201 miles) $14,000; 2007 F650 au-
tomatic transmission (rebuilt motor!) 800 
waste/450 fresh, fully equipped $48,000. 
GREAT STARTER TRUCKS!! For pictures 
please email us: info@brunsonpump.com. 
Brumson Pump  Service,  El Paso, TX 79928 
915-858-5511 (PBM)

Pre-owned Presvac, 5,000 U.S. gallon, car-
bon steel, vacuum-pressure tank. Mounted 
on 2004 Western Star cab and chassis with 
a Masport 20W vacuum pressure pump 
package. (Stock #3363V) www.Vacuum 
SalesInc.com, (888) VAC-UNIT (822-
8648). (PBM) 

Pre-owned Coleman 3,500 U.S. gallon car-
bon steel vacuum tank, mounted on a 1989 
Peterbilt 377 cab and chassis and a Thomp-
son Tank pump package. (Stock #9643C) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

New 4,600 U.S. gallon, carbon steel vacuum 
tank and a RCF 500 vacuum-pressure pump 
installed on a (1) 2012 & (4) 2013 International 
7600s cab and chassis. (Stock #13509 A-E) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM) 

(4) 2012 and (4) 2013 Peterbilt 388’s cab 
and chassis with a new 4,600 U.S. gallon, 
carbon steel vacuum tanks and RCF 500 
vacuum-pressure pumps. (Stock #13511 
A-J) www.VacuumSalesInc.com, (888) 
VAC-UNIT (822-8648). (PBM)

Pre-owned Progress 3,600 U.S. gallon, alu-
minum vacuum-pressure tank. Mounted 
on 2001 International 4900 cab and chas-
sis with a Demag Wittig RFL100 vacuum 
pressure pump package. (Stock #1587V) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

1995 International M11 Cummins die-
sel. 3,400-gallon aluminum tank with 
full-open rear hatch and hoist. Heated 
valves, 100-gallon onboard heated wa-
ter tank. 20,000 front axle, 44,000 rears. 
Daily user. 777,960 miles. . ...... $29,500

Call 507-828-7950 mN P10

1999 Sterling: 3,100-gallon tank, new 
paint! Septic truck with locking rears, 
140k miles. ................. Asking $53,000

Contact John at 724-785-5892 PBM

a

1986 Freightliner with a 1988 custom 
9,300-gallon tank trailer, tank has four 
compartments currently set up to haul 
waste water. Trailer is a tri-axle air down, 
spring up. Truck has a CAT 3406 motor, 
693,000 miles with a 9-speed transmis-
sion. New brakes and tires on the tractor, 
well maintained. $25,000 for both or will 
separate. Please call with questions.

207-322-4874 mE P10

2005 Sterling: 18/40s, MBE en-
gine, 10-speed, jake, air ride, full diff. 
lock, A/C, cruise, tilt, heated mirrors. 
178,000 miles. 3,600-gallon tank, 
HXL400 pump (new in 2012), 3” heat-
ed, 6” heated w/air control, work lights, 
toolbox. Call for price. 

800-826-2308 ext 6287
www.vhtrucks.com P10

2006 Sterling: CAT engine, 6-speed, 
A/C, cruise, 119,000 miles. 2,500-gal-
lon tank, HXL15 pump, 3" and 6" valves, 
work lights, toolbox. Call for price. 

800-826-2308 ext 6287
www.vhtrucks.com P10

1998 Mack tri-axle 5,000-gallon septic 
pump truck with Masport pump. 8LL Fuller 
transmission. Mack 350hp engine. Pictures 
available. $37,900. Call Frank 978-970-
5800 (PBM) 

1993 International 4900: DT466, 10-spd 
Fuller Road Ranger, 123,650 original miles, 
large toolbox, 2,000-gallon tank, 3" and 4" 
intakes, 6" dump. $23,500. 831-440-0168 or 
admin@a-1septicserviceinc.com.  (P10)

2007 Sterling lT9513: 18/46 axles, 
MBE 450hp, 10-speed, full diff. lock, 
jake, a/c, cruise, tilt, heated mirrors. 
4,600-gallon tank, HXL400 pump, (3) 
4" valves, work lights, approximately 
80,000 miles. Call for price.

800-826-2308 ext 6287
www.vhtrucks.com P10

Complete Vacuum Tank Units: 
3,200- gallon, unit mounted on your 
truck or ours; $19,000. 2,500-gallon 
truck units; $17,500. 2,000-gallon 
truck units; $16,500. Self-contained 
vacuum skids, 1,000-gallon; $10,500, 
and 1,500-gallon; $12,500, PortaPotty 
trucks and any custom options or sizes 
available!

Texla Services
936-641-3938

www.texlaservices.com P10

1992 International 4900: DT466 
Diesel, 7-speed synchronized transmis-
sion, double frame, newer front and rear 
springs, newer kingpins. Truck in good 
working order. 3,500-gallon carbon 
steel tank. Tank mounted with spring 
mounts. newer Manways, newer Bat-
tioni vacuum pump, 300cfm. Truck well 
maintained. Tires 80 percent all around. 
Truck comes with 5 hoses. Ready to 
work. GOOD STARTER TRUCK- North of 
Boston, MA  ............................  $23,500

Call Dustin 978-468-9001 P11

SERVICE/REpAIR

Dynamic Repairs - Inspection Cam-
era Repairs: 48 hour turn-around time. 
General Wire, Ratech, Ridgid, Electric Eel, 
Gator Cams, Insight Vision, Vision Intrud-
ers. Quality service on all brands. Rental 
equipment available. For more info call 
Jack at 973-478-0893. Lodi, New Jersey. 
 (PBM)

STREET SwEEpERS

2007 Tymco DST-4: Gutter broom drop 
down, dual-tilt hopper, deluge steel and poly 
brooms. Kubota 350 hrs. Isuzu NQR 10,000 
miles. 17,950 GVW. Load sensor. 6-cyl. en-
gine, automatic trans., A/C, foam-filled tires. 
$80,000. Jeff 317-258-4900. (P11)

TANKS

2007 700-gallon waste Crescent tank. 6-unit 
carrier. Lift gate. 220 gallon fresh water. 
Honda-powered Masport vacuum refur-
bished. $4,800. 337-315-0692 (P10)

Pre-owned petroleum, steel, 3,800 U.S. gal-
lon, carbon steel, vacuum pressure tank. 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM) 

Vacuum Tanks - New: Sizes from 1,900-
4,000 gallons. Great deals! Check us out: 
3,600-gallon for $14,000 and 4,000-gal-
lon for $15,000. All complete! Will make 
you a great deal! Delivery available. 
www.JEagleTanks.com. Contact Jerry: 
JEagleTanks@yahoo.com or 800-721-
2774. (PBM)

Pre-owned Coleman 3-compartment: 600 
waste, 250 fresh, 100 chemical, stainless 
steel vacuum tank with a Masport vacuum 
pressure pump package, tank only. (Stock 
#2282V) 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. (PBM)
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SEpTIC TRUCKS

(3) 2000 International 2764: Cum-
mins ISM 400hp, Fuller 8LL trans., 
300K-360K miles, 4,000/200-gallon vac 
tank, Wittig RFL100 vac pump, jetter.

866-720-4999
www.tankservicesinc.com PBM

2006 Freightliner m2-106 w/new 
Imperial 2,500-gallon tank, 350cfm 
pump, 260hp MBE diesel, Allison 3000 
automatic, engine brake, air ride, trac-
tion control. Fresh DOT and service. 
Stock# 365454.

800-553-3642 IA
www.truckcountry.com P10

2005 western Star w/5,000-gallon 
Imperial Tank, 515hp Detroit, 20/46 
axles, Air Ride, Jake Brake, full lockers. 
Stock# 301640.

800-553-3642 IA
www.truckcountry.com P10

1997 F-800, 33,000GVW, 6-spd, 5.9 Cum-
mins, 2,500-gallon Transway tank, TSI 250 
2-yr.-old pump, 186,000 miles, $17,500. 
315-773-4135. Runs/pumps great. Pics on 
request at mrsepticman@yahoo.com (P10)
  
2002 Kenworth T300 outfitted with 
2,500-gallon aluminum pressure/vacuum 
tank. Jurop r-200 vac/pressure pump. With 
established clientele in the San Antonio/Bex-
ar County area. Principle is retiring. $55,000. 
Also have plumbing & drain cleaning trucks 
for sale. Call for more info and photos: 210-
389-7185. (P10)

2006 International 7500-HT570: 10-spd. 
18K front 40K rear, 168K miles, 4,000-gallon 
aluminum tank built by Imperial. $125,000 
775-315-5140 (P11)

1999 Sterling: 3,100 gallon. New paint 
and TSI 500 pump. 300 CAT, locking rears. 
Heated valves, 140,000 miles. Nice truck. 
Can deliver. $37,500. 1999 Sterling: 33,000 
GVW.2,200-gallon. 3126 CAT 7-speed. Lock-
ing rear. Low miles. New paint. Jurop pump. 
$22,500. John 724-785-5892 (P10)

Great Buy for $29,500... 2000 Ford 
Sterling L7500 pumper truck, 2,000-gal-
lon tank, Jurop pump, 156,993 miles.

912-632-8883 GA
smcdispatch@accessatc.net P11

2008 Freightliner Columbia: 450hp 
Detroit, 10-speed transmission, Jake, 
A/C, cruise, Air Ride. New: 4,000-gal-
lon tank and Jurop LC429 vacuum 
pump. New paint and all accessories. 
Extremely clean truck!  ........... $65,000

740-988-7878 oh P10

 

2002 International 8100: ISM Cum-
mins 330hp, 9-speed, 52k GVW, with 
3,500-gallon vacuum tank. 208k miles, 
AC, PS, fleet maintained. DOT inspect-
ed with sticker. The pump is a Chal-
lenger 370 is air cooled, bidirectional 
and comes with a 2-year warranty. 
Sale Price ................................ $55,900

714-625-5348
www.globaltrucksales.net P10

 

2002 International 8100 with new, 
industrial 2,300-gallon vacuum tank. 
ISM motor @ 330hp, 9-speed trans-
mission, 33K GVW, air brakes, 11R22.5 
tires, double framed, PS, AC, 186k miles, 
fleet maintained. New industrial vacuum 
system with Jurop 350cfm air-cooled 
pump. Tank is 1/4-inch thick, verti-
cal baffled, 3-inch inlet, 6-inch outlet. 
Sale Price  ............................... $41,900

714-625-5348
www.globaltrucksales.net P10

 

2003 mack CV713 Granite vacuum 
truck; 400hp Mack engine with engine 
brake; Eaton Fuller 8 LL trans; double 
frame; Mack 44,000 Camelback sus-
pension; Heil aluminum 4,600-gallon 
two-compartment tank - 1,000 gallon 
water/3,600 gallon waste; Drum S440 
vacuum pump; Dayton 4,000psi pres-
sure pump.  ............................. $68,000

Robert @ 443-553-1517 P10

1995 Ford F450 Super Duty with 
1,000-gallon tank. 460 gas, 5-speed 
manual. Roots blower, Electra shift PTO. 
Starts easy, runs great. Non CDL. Great 
starter or back up .................... $10,000

903-456-0989 TX P10

2004 Peterbilt 340 pre-emissions: 3,600-gal-
lon Transway tank and pump, C-7 CAT en-
gine, 8LL transmission, 2004 stainless-steel 
chrome package, aluminum rims, air-ride 
suspension, air valve. 715-923-4127. (P10)

2001 Freightliner Fl80: ISC Cum-
mins, 10-speed transmission, 225,000 
miles. New tires, new 4,200-gallon Im-
perial tank, heated valves, Masport 400 
pump. Bought new, one driver. Well 
maintained. ....................$85,000 FIRM

815-871-8780 or  
608-751-6911 wI P10

2000 Sterling with 285 Cummins: Pre-
emissions, tri-axle with tag, all new tires, 
4,400-gallon T-Line tank, MEC 8000 pump, 
new paint, air valve, all new brakes, bushings, 
and leaf springs, nice truck. 715-923-4127. 
 (P10)

2006 Chevy C7500: Isuzu 7.8 Duramax 
turbo diesel engine, 230 hp, factory exhaust 
brake, Allison MD 3060 6-spd. auto. trans. 
33,000 GVW. New 2,500-gallon tank - you 
choose pump. www.pumpertrucksales.com. 
Call JR. @ 720-253-8014, CO. (PBM)

1997 International 4900, 210 hp, 5-spd, 
newer 1,500-gallon vacuum tank, Morrow 
M10 pump. www.pumpertrucksales.com. 
Call JR. @ 720-253-8014, CO. $17,000.(PBM)

2003 International 4300: Allison auto.,136k 
miles, new 1,850 gallon steel vac tank, under 
CDL; work in progress - you choose pump. 
www.pumpertrucksales.com. Call JR. @ 720-
253-8014, CO. (PBM)

2005 International 4300:  DT466, 245 
hp, 6-spd, 2,500-gallon Transway back 
tank,  TSI 500 back pump, PTO driven Giant 
jetter pump, 2,500 psi. www.pumpertruck-
sales.com. Call JR. @ 720-253-8014, CO. 
$46,000 (PBM)

2008 Ford F750: 7-speed, 260hp Cum-
mins, exhaust brake, rear lockers, new 
2,500-gallon steel vac tank - you choose the 
pump. www.pumpertrucksales.com. Call JR. 
@ 720-253-8014, CO. (PBM)

VARIOUS PUMPER TRUCKS FOR SALE!!! 94 
gmc 5-speed w/3200-gallon tank (147430 
miles) $10,000; 99 FReigHtlineR PTO driv-
en 5-speed R260 vac pump w/2200-gallon 
tank $30,000; 2003 F350 5-speed (needs 
work) 350 waste/180 fresh. Fully equipped 
(209201 miles) $14,000; 2007 F650 au-
tomatic transmission (rebuilt motor!) 800 
waste/450 fresh, fully equipped $48,000. 
GREAT STARTER TRUCKS!! For pictures 
please email us: info@brunsonpump.com. 
Brumson Pump  Service,  El Paso, TX 79928 
915-858-5511 (PBM)

Pre-owned Presvac, 5,000 U.S. gallon, car-
bon steel, vacuum-pressure tank. Mounted 
on 2004 Western Star cab and chassis with 
a Masport 20W vacuum pressure pump 
package. (Stock #3363V) www.Vacuum 
SalesInc.com, (888) VAC-UNIT (822-
8648). (PBM) 

Pre-owned Coleman 3,500 U.S. gallon car-
bon steel vacuum tank, mounted on a 1989 
Peterbilt 377 cab and chassis and a Thomp-
son Tank pump package. (Stock #9643C) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

New 4,600 U.S. gallon, carbon steel vacuum 
tank and a RCF 500 vacuum-pressure pump 
installed on a (1) 2012 & (4) 2013 International 
7600s cab and chassis. (Stock #13509 A-E) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM) 

(4) 2012 and (4) 2013 Peterbilt 388’s cab 
and chassis with a new 4,600 U.S. gallon, 
carbon steel vacuum tanks and RCF 500 
vacuum-pressure pumps. (Stock #13511 
A-J) www.VacuumSalesInc.com, (888) 
VAC-UNIT (822-8648). (PBM)

Pre-owned Progress 3,600 U.S. gallon, alu-
minum vacuum-pressure tank. Mounted 
on 2001 International 4900 cab and chas-
sis with a Demag Wittig RFL100 vacuum 
pressure pump package. (Stock #1587V) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

1995 International M11 Cummins die-
sel. 3,400-gallon aluminum tank with 
full-open rear hatch and hoist. Heated 
valves, 100-gallon onboard heated wa-
ter tank. 20,000 front axle, 44,000 rears. 
Daily user. 777,960 miles. . ...... $29,500

Call 507-828-7950 mN P10

1999 Sterling: 3,100-gallon tank, new 
paint! Septic truck with locking rears, 
140k miles. ................. Asking $53,000

Contact John at 724-785-5892 PBM

a

1986 Freightliner with a 1988 custom 
9,300-gallon tank trailer, tank has four 
compartments currently set up to haul 
waste water. Trailer is a tri-axle air down, 
spring up. Truck has a CAT 3406 motor, 
693,000 miles with a 9-speed transmis-
sion. New brakes and tires on the tractor, 
well maintained. $25,000 for both or will 
separate. Please call with questions.

207-322-4874 mE P10

2005 Sterling: 18/40s, MBE en-
gine, 10-speed, jake, air ride, full diff. 
lock, A/C, cruise, tilt, heated mirrors. 
178,000 miles. 3,600-gallon tank, 
HXL400 pump (new in 2012), 3” heat-
ed, 6” heated w/air control, work lights, 
toolbox. Call for price. 

800-826-2308 ext 6287
www.vhtrucks.com P10

2006 Sterling: CAT engine, 6-speed, 
A/C, cruise, 119,000 miles. 2,500-gal-
lon tank, HXL15 pump, 3" and 6" valves, 
work lights, toolbox. Call for price. 

800-826-2308 ext 6287
www.vhtrucks.com P10

1998 Mack tri-axle 5,000-gallon septic 
pump truck with Masport pump. 8LL Fuller 
transmission. Mack 350hp engine. Pictures 
available. $37,900. Call Frank 978-970-
5800 (PBM) 

1993 International 4900: DT466, 10-spd 
Fuller Road Ranger, 123,650 original miles, 
large toolbox, 2,000-gallon tank, 3" and 4" 
intakes, 6" dump. $23,500. 831-440-0168 or 
admin@a-1septicserviceinc.com.  (P10)

2007 Sterling lT9513: 18/46 axles, 
MBE 450hp, 10-speed, full diff. lock, 
jake, a/c, cruise, tilt, heated mirrors. 
4,600-gallon tank, HXL400 pump, (3) 
4" valves, work lights, approximately 
80,000 miles. Call for price.

800-826-2308 ext 6287
www.vhtrucks.com P10

Complete Vacuum Tank Units: 
3,200- gallon, unit mounted on your 
truck or ours; $19,000. 2,500-gallon 
truck units; $17,500. 2,000-gallon 
truck units; $16,500. Self-contained 
vacuum skids, 1,000-gallon; $10,500, 
and 1,500-gallon; $12,500, PortaPotty 
trucks and any custom options or sizes 
available!

Texla Services
936-641-3938

www.texlaservices.com P10

1992 International 4900: DT466 
Diesel, 7-speed synchronized transmis-
sion, double frame, newer front and rear 
springs, newer kingpins. Truck in good 
working order. 3,500-gallon carbon 
steel tank. Tank mounted with spring 
mounts. newer Manways, newer Bat-
tioni vacuum pump, 300cfm. Truck well 
maintained. Tires 80 percent all around. 
Truck comes with 5 hoses. Ready to 
work. GOOD STARTER TRUCK- North of 
Boston, MA  ............................  $23,500

Call Dustin 978-468-9001 P11

SERVICE/REpAIR

Dynamic Repairs - Inspection Cam-
era Repairs: 48 hour turn-around time. 
General Wire, Ratech, Ridgid, Electric Eel, 
Gator Cams, Insight Vision, Vision Intrud-
ers. Quality service on all brands. Rental 
equipment available. For more info call 
Jack at 973-478-0893. Lodi, New Jersey. 
 (PBM)

STREET SwEEpERS

2007 Tymco DST-4: Gutter broom drop 
down, dual-tilt hopper, deluge steel and poly 
brooms. Kubota 350 hrs. Isuzu NQR 10,000 
miles. 17,950 GVW. Load sensor. 6-cyl. en-
gine, automatic trans., A/C, foam-filled tires. 
$80,000. Jeff 317-258-4900. (P11)

TANKS

2007 700-gallon waste Crescent tank. 6-unit 
carrier. Lift gate. 220 gallon fresh water. 
Honda-powered Masport vacuum refur-
bished. $4,800. 337-315-0692 (P10)

Pre-owned petroleum, steel, 3,800 U.S. gal-
lon, carbon steel, vacuum pressure tank. 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM) 

Vacuum Tanks - New: Sizes from 1,900-
4,000 gallons. Great deals! Check us out: 
3,600-gallon for $14,000 and 4,000-gal-
lon for $15,000. All complete! Will make 
you a great deal! Delivery available. 
www.JEagleTanks.com. Contact Jerry: 
JEagleTanks@yahoo.com or 800-721-
2774. (PBM)

Pre-owned Coleman 3-compartment: 600 
waste, 250 fresh, 100 chemical, stainless 
steel vacuum tank with a Masport vacuum 
pressure pump package, tank only. (Stock 
#2282V) 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. (PBM)
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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.
granitestatecollectibles.com. (PBM)

TRAIlERS- 
VACUUm/TANKER

2011 Galyean Vacuum Tanker: This 
tanker is loaded with EXTRAS! Light kit, 
Air-ride suspension, aluminum wheels, 
NEW brakes, good tires, full-length side 
trays, 607 Challenger pump and SEVERAL 
different size hoses and fittings to start 
work right away. The tanker has gone 
through it's annual DOT inspection and 
then parked. Ready for sale.  ..... $40,000

nodtruck@aol.com
678-205-6959, oR P11

 

Imperial Vacuum Trailers: In stock, 
6000- and 6300-gallon aluminum single-
compartment Imperial vacuum trailers.

Call mike
800-558-2945 Ext. 328 PBM

2001 Brenner: Code stainless steel 
tanker, tri-axle, 6,000-gallon stainless 
steel tank, insulated. Weight: 16,420. 
Hendrickson Air Ride 80% brakes & 
tires, 43' length, 35 1/2 to king pin rat 
hole baffles.  ............................ $34,500

503-969-9545 or
503-682-8000 oR P10

New Presvac, 5,500 U.S. gallon, carbon 
steel DOT certified 412 vacuum pressure 
trailer with a front porch mounted PVB-750 
vacuum pressure pump, driven by a Deutz 
air-cooled diesel engine. (Stock #13525V) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

Cusco 5,500 U.S. gallon, carbon steel trailer, 
no pump package. (Stock #5352V) www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM) 

1994 Presvac 5,500 gallon non-code vacu-
um trailer, Reyco spring suspension, 80%+ 
brakes, tires. No rust on frame or suspen-
sion. KLM Companies 617-909-9044  (PBM)

1995 Ford L 9000 chassis. 3306 CAT diesel 
engine. 9-speed Fuller tran. Holmes 10x20 
R.B.S.T. 5000-cfm blower. 1645 VACTOR 
Spicer transfer case. $85,000. 734-722-
8922 (P10)

TRUCKS – Boom

2002 peterbilt 330 w/Fassi 160 crane. 
21' deck w/storage under. 119,147 
miles. A/C.  .............................. $56,000

riverside-septic@bellsouth.net
985-748-7554, lA P10

TRUCKS
(DUmp, mISC.)

1994 white/GmC pumper: Excellent 
condition - ready to work! 3,500-gal-
lon tank, R-260 pump, 100 feet of hose. 
Used daily.  .............................. $39,500

703-361-4517 VA P10

1990 Mack R Model. 350hp. Mack 9-spd 
Camelsback. Mack rears. 3,800-gallon vac 
tank. Hose, etc. Marcell, MN 218-244-0867 
$25,500 (P11)

2000 International Vac Truck, 3406 
CAT, 10-speed transmission, 46,000-lb. 
rears. $55,000. Also for sale: 1996 Volvo 
ACL64FT Vac Truck, 20,000-lb. front 
end, 8LL transmission, 435 ECAT engine, 
full locking rear, hoses included.

Call 570-549-2401 
or 570-418-0403 pA P10

20-unit toilet hauler $3,500. 2008 Ford 
F550 cab and chassis with 1998 Keith Hu-
ber 500/300 tank set up, truck has blown 
engine, clean body, 73k miles. $5,000 OBO. 
Buyer must pick up in Tonopah, NV. Please 
call 775-482-6841.  (P10)

2002 International 4900 pump truck. 
182,000 miles. Spicer 9-speed transmis-
sion. 3,300-gallon Heil aluminum tank. 
300-gallon freshwater tank. $44,500. Call 
815-693-0502.  (P12)

FOR SALE Heavy Spec Peterbilt Trucks: Mile-
age range 300,000 to 600,000. Vacuum 
pumps are on trucks. These trucks are ready 
to be sold and can be delivered to any place 
in the U.S. Several options to choose from. 
Also have vacuum trailers available - can be 
sold as a unit or individually. Please call Phil 
or Mary at 607-776-7997 for more details. 
Also 607-368-0543 Phil.  (P11)

2005 GmC: Cab & chassis, TV 500, 7.8 L, 
200 hp, Duramax, auto, under CDL. We have 
in stock both new aluminum and steel tanks 
from 850 to 4,200 gallons. www.pumper-
trucksales.com. Call JR. @ 720-253-8014, 
CO.  (PBM)

TV INSpECTIoN

Miscellaneous RST Inspection Equipment: 
Mainline cable reel; Mainline controller; 
Standard mainline transporter. OE II Cameras 
and other misc. items. Call for list: Jason 
317-557-4993 or Jeff 317-258-4900 (P11)

2005 RST CCTV inspection trailer. 14’ en-
closed RST camera system, refurbished. Ca-
ble reel, computer, new camera & 6-wheel-
drive tractor. Pricing based on equipment & 
tooling added. Call for quote. Jay 317-714-
1107 Jeff 317-258-4900  (P10)
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2005 CUES System: Mounted in a 2003 E450 
Ford diesel with Onan 7500 diesel genset. 
System includes (new in 2005) OZII camera, 
Ultra shorty crawler, steerable Mudmaster, 
DataCap 3.0, Cable reel, approx. 1500’ cable 
and monitors. System also includes a second 
OZ pan and tilt camera, manhole poles, and 
extras. System is mounted in a 16’ Supreme 
Box. System is working and ready to go. 
$54,900 FOB. Pasadena, Texas. Call Todd at 
800-231-6929 for more information. (P10)

VACUUm EQUIpmENT

2007 Conde Pro-Vac 60-gallon aluminum 
machine. Very little use. Custom trailer with 
ramp and winch for easy on and off. Lock-
able carry rack for machine and 225-gallon 
holding tank also. Good tires and custom 
wheels on trailer. $5,500 and you're King of 
the Food Court. Brian 901-461-8776 (PBM)

VACUUm loADERS

2005 Ford F650: CAT C-7 (210hp); 
6-speed; A/C; 26K GVW. Vacmaster 
VNDS4000 vacuum excavator; JD diesel 
(155hp); D+W blower; Boss air comp; 
450-gallon Spoil tank w/hyd. dump. 
Stock# 8364; 67,865 miles.  .... $79,500

800-520-4704 pA P10

1992 wet-Dry Vac white Volvo/GmC: 
Wet-Dry Vac Con, Newer tank & bag 
house.  ................................... $29,900

360-414-8655 wA P10

2013 Western Star cab and chassis with a Pow-
er Vac 5300, 3,250 U.S. gallon, carbon steel, 
DOT 407/412 regulations, vacuum tanker with 
a Hibon PD blower, 5300 SCFM w/ vacuum to 
28" mercury, dump type with full open rear door 
and a Presvac PVB 750 vacuum-pressure pump. 
(Stock #13518V) www.VacuumSalesInc.com, 
(888) VAC-UNIT (822-8648). (PBM)

2008 Sterling with a Guzzler wet/dry in-
dustrial vacuum loader, 18-yard debris 
body, dump type, carbon steel vacuum tank. 
(Stock #2347V) www.VacuumSalesInc.com, 
(888) VAC-UNIT (822-8648). (PBM) 

2006 mack CV713 Granite: 400hp, 
10-speed, 64,000 GVWR. 139k miles. 
Camel back. BRAND NEW LMT 3,360 
tank.  .................................... $108,000

Call 816-241-4888 mo P10

Immaculate 2008 International Guz-
zler Ace: 5,000 blower hours, 115,000 
miles. New front floater tires, sludge 
pump, wash-down system. New fil-
ter bags, REGEN warning system.  
............................................. $220,000

502-594-2101 SC P10

VANES
 

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)

Bullet proof your pump with Kevlar blades. 
Powerflo’s Dura Flo Vanes are premium qual-
ity, long lasting and heat resistant. Same day 
shipment on most models: Jurop, Battioni, 
Moro, Masport, Fruitland, Demag. Call Pow-
erflo Products 800-758-4788 or purchase 
online at www.powerflo.com. (PBM)

wANTED

Wanted to Buy: Vactor 2100s and late model 
Guzzlers. Cash. Phone 800-336-4369. 
 (CPBM)

WANTED: Olympic/Olympia restroom trailers. 
All sizes, all years wanted for immediate 
purchase. Call 1-800-634-2085. (P11)

wATERBlASTING

1997 Jetstream 3615D: UNx 23gpm, 
12k psi. Cummins 174hp, 2,095 hrs. 
................................................$20,500

563-388-9100 IA P10

WATER JETTING EQUIPMENT: We sell, repair 
and retrofit water blasters. Visit us at: www.
waterjettingequipment.com or phone 714-
259-7700. (PBM)

Gardner Denver T-375M: Bare Shaft pump. 
Gardner Denver T450M Bare Shaft pump 
NLB 20-200: 12 gpm @ 20,000 psi. Gardner 
Denver LC-1500: 390 gpm max, 15,000 psi 
max. NLB 36-200 6 gpm @ 36,000 psi. HT-
150S 25 gpm max 10,000 psi max, Shell Side 
Machine, Wheatley 165: 30 gpm @ 10,000 
psi, Wheatley 165: 17 gpm @ 20,000 psi. 
Wheatley 125 with aluminum bronze fluid 
end. Boatman Ind. 713-641-6006. View @
www.boatmanind.com. (PBM)

SUBMIT 
YOUR 

CLASSIFIED 
AD 

ONLINE at 
www.pumper.com

If you are using an 

800 NUmBER
in your ad, be sure it can be 

used in all areas nationwide.

Advertise
Advertise
Advertise
Advertise
SOLD

Reach over 25,000 pro-
fessionals each month 
and sell your equipment 
in the classified section. www.Pumper.com
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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.
granitestatecollectibles.com. (PBM)

TRAIlERS- 
VACUUm/TANKER

2011 Galyean Vacuum Tanker: This 
tanker is loaded with EXTRAS! Light kit, 
Air-ride suspension, aluminum wheels, 
NEW brakes, good tires, full-length side 
trays, 607 Challenger pump and SEVERAL 
different size hoses and fittings to start 
work right away. The tanker has gone 
through it's annual DOT inspection and 
then parked. Ready for sale.  ..... $40,000

nodtruck@aol.com
678-205-6959, oR P11

 

Imperial Vacuum Trailers: In stock, 
6000- and 6300-gallon aluminum single-
compartment Imperial vacuum trailers.

Call mike
800-558-2945 Ext. 328 PBM

2001 Brenner: Code stainless steel 
tanker, tri-axle, 6,000-gallon stainless 
steel tank, insulated. Weight: 16,420. 
Hendrickson Air Ride 80% brakes & 
tires, 43' length, 35 1/2 to king pin rat 
hole baffles.  ............................ $34,500

503-969-9545 or
503-682-8000 oR P10

New Presvac, 5,500 U.S. gallon, carbon 
steel DOT certified 412 vacuum pressure 
trailer with a front porch mounted PVB-750 
vacuum pressure pump, driven by a Deutz 
air-cooled diesel engine. (Stock #13525V) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (PBM)

Cusco 5,500 U.S. gallon, carbon steel trailer, 
no pump package. (Stock #5352V) www.
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648). (PBM) 

1994 Presvac 5,500 gallon non-code vacu-
um trailer, Reyco spring suspension, 80%+ 
brakes, tires. No rust on frame or suspen-
sion. KLM Companies 617-909-9044  (PBM)

1995 Ford L 9000 chassis. 3306 CAT diesel 
engine. 9-speed Fuller tran. Holmes 10x20 
R.B.S.T. 5000-cfm blower. 1645 VACTOR 
Spicer transfer case. $85,000. 734-722-
8922 (P10)

TRUCKS – Boom

2002 peterbilt 330 w/Fassi 160 crane. 
21' deck w/storage under. 119,147 
miles. A/C.  .............................. $56,000

riverside-septic@bellsouth.net
985-748-7554, lA P10

TRUCKS
(DUmp, mISC.)

1994 white/GmC pumper: Excellent 
condition - ready to work! 3,500-gal-
lon tank, R-260 pump, 100 feet of hose. 
Used daily.  .............................. $39,500

703-361-4517 VA P10

1990 Mack R Model. 350hp. Mack 9-spd 
Camelsback. Mack rears. 3,800-gallon vac 
tank. Hose, etc. Marcell, MN 218-244-0867 
$25,500 (P11)

2000 International Vac Truck, 3406 
CAT, 10-speed transmission, 46,000-lb. 
rears. $55,000. Also for sale: 1996 Volvo 
ACL64FT Vac Truck, 20,000-lb. front 
end, 8LL transmission, 435 ECAT engine, 
full locking rear, hoses included.

Call 570-549-2401 
or 570-418-0403 pA P10

20-unit toilet hauler $3,500. 2008 Ford 
F550 cab and chassis with 1998 Keith Hu-
ber 500/300 tank set up, truck has blown 
engine, clean body, 73k miles. $5,000 OBO. 
Buyer must pick up in Tonopah, NV. Please 
call 775-482-6841.  (P10)

2002 International 4900 pump truck. 
182,000 miles. Spicer 9-speed transmis-
sion. 3,300-gallon Heil aluminum tank. 
300-gallon freshwater tank. $44,500. Call 
815-693-0502.  (P12)

FOR SALE Heavy Spec Peterbilt Trucks: Mile-
age range 300,000 to 600,000. Vacuum 
pumps are on trucks. These trucks are ready 
to be sold and can be delivered to any place 
in the U.S. Several options to choose from. 
Also have vacuum trailers available - can be 
sold as a unit or individually. Please call Phil 
or Mary at 607-776-7997 for more details. 
Also 607-368-0543 Phil.  (P11)

2005 GmC: Cab & chassis, TV 500, 7.8 L, 
200 hp, Duramax, auto, under CDL. We have 
in stock both new aluminum and steel tanks 
from 850 to 4,200 gallons. www.pumper-
trucksales.com. Call JR. @ 720-253-8014, 
CO.  (PBM)

TV INSpECTIoN

Miscellaneous RST Inspection Equipment: 
Mainline cable reel; Mainline controller; 
Standard mainline transporter. OE II Cameras 
and other misc. items. Call for list: Jason 
317-557-4993 or Jeff 317-258-4900 (P11)

2005 RST CCTV inspection trailer. 14’ en-
closed RST camera system, refurbished. Ca-
ble reel, computer, new camera & 6-wheel-
drive tractor. Pricing based on equipment & 
tooling added. Call for quote. Jay 317-714-
1107 Jeff 317-258-4900  (P10)

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

2005 CUES System: Mounted in a 2003 E450 
Ford diesel with Onan 7500 diesel genset. 
System includes (new in 2005) OZII camera, 
Ultra shorty crawler, steerable Mudmaster, 
DataCap 3.0, Cable reel, approx. 1500’ cable 
and monitors. System also includes a second 
OZ pan and tilt camera, manhole poles, and 
extras. System is mounted in a 16’ Supreme 
Box. System is working and ready to go. 
$54,900 FOB. Pasadena, Texas. Call Todd at 
800-231-6929 for more information. (P10)

VACUUm EQUIpmENT

2007 Conde Pro-Vac 60-gallon aluminum 
machine. Very little use. Custom trailer with 
ramp and winch for easy on and off. Lock-
able carry rack for machine and 225-gallon 
holding tank also. Good tires and custom 
wheels on trailer. $5,500 and you're King of 
the Food Court. Brian 901-461-8776 (PBM)

VACUUm loADERS

2005 Ford F650: CAT C-7 (210hp); 
6-speed; A/C; 26K GVW. Vacmaster 
VNDS4000 vacuum excavator; JD diesel 
(155hp); D+W blower; Boss air comp; 
450-gallon Spoil tank w/hyd. dump. 
Stock# 8364; 67,865 miles.  .... $79,500

800-520-4704 pA P10

1992 wet-Dry Vac white Volvo/GmC: 
Wet-Dry Vac Con, Newer tank & bag 
house.  ................................... $29,900

360-414-8655 wA P10

2013 Western Star cab and chassis with a Pow-
er Vac 5300, 3,250 U.S. gallon, carbon steel, 
DOT 407/412 regulations, vacuum tanker with 
a Hibon PD blower, 5300 SCFM w/ vacuum to 
28" mercury, dump type with full open rear door 
and a Presvac PVB 750 vacuum-pressure pump. 
(Stock #13518V) www.VacuumSalesInc.com, 
(888) VAC-UNIT (822-8648). (PBM)

2008 Sterling with a Guzzler wet/dry in-
dustrial vacuum loader, 18-yard debris 
body, dump type, carbon steel vacuum tank. 
(Stock #2347V) www.VacuumSalesInc.com, 
(888) VAC-UNIT (822-8648). (PBM) 

2006 mack CV713 Granite: 400hp, 
10-speed, 64,000 GVWR. 139k miles. 
Camel back. BRAND NEW LMT 3,360 
tank.  .................................... $108,000

Call 816-241-4888 mo P10

Immaculate 2008 International Guz-
zler Ace: 5,000 blower hours, 115,000 
miles. New front floater tires, sludge 
pump, wash-down system. New fil-
ter bags, REGEN warning system.  
............................................. $220,000

502-594-2101 SC P10

VANES
 

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)

Bullet proof your pump with Kevlar blades. 
Powerflo’s Dura Flo Vanes are premium qual-
ity, long lasting and heat resistant. Same day 
shipment on most models: Jurop, Battioni, 
Moro, Masport, Fruitland, Demag. Call Pow-
erflo Products 800-758-4788 or purchase 
online at www.powerflo.com. (PBM)

wANTED

Wanted to Buy: Vactor 2100s and late model 
Guzzlers. Cash. Phone 800-336-4369. 
 (CPBM)

WANTED: Olympic/Olympia restroom trailers. 
All sizes, all years wanted for immediate 
purchase. Call 1-800-634-2085. (P11)

wATERBlASTING

1997 Jetstream 3615D: UNx 23gpm, 
12k psi. Cummins 174hp, 2,095 hrs. 
................................................$20,500

563-388-9100 IA P10

WATER JETTING EQUIPMENT: We sell, repair 
and retrofit water blasters. Visit us at: www.
waterjettingequipment.com or phone 714-
259-7700. (PBM)

Gardner Denver T-375M: Bare Shaft pump. 
Gardner Denver T450M Bare Shaft pump 
NLB 20-200: 12 gpm @ 20,000 psi. Gardner 
Denver LC-1500: 390 gpm max, 15,000 psi 
max. NLB 36-200 6 gpm @ 36,000 psi. HT-
150S 25 gpm max 10,000 psi max, Shell Side 
Machine, Wheatley 165: 30 gpm @ 10,000 
psi, Wheatley 165: 17 gpm @ 20,000 psi. 
Wheatley 125 with aluminum bronze fluid 
end. Boatman Ind. 713-641-6006. View @
www.boatmanind.com. (PBM)
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PORTABLE RESTROOM OPERATOR

TM

“The very day we found out we’d have to move our shop, somebody 
came through the door and said, ‘Do you want to buy Buck’s back?’ It 
was really a door closing, door opening, all in the same day.” They quickly 
jumped at the chance.

Today their business is exclusively portable restrooms, serving the 
100-mile-wide Willamette Valley. They’ve got about 1,500 Satellite Industries 
units — gray Tufways and Maxims (and a few white ones for weddings, and 
green units for their University of Oregon tailgating; “quack shacks,” they call 
them after the Oregon Ducks mascot), several ADA-compliant Freedoms 
and wheelchair-accessible Liberties — an Ameri-Can Engineering Crowd 
Pleaser restroom trailer, and two smaller Comfort Station trailers from 
Advanced Containment Systems, Inc. About 50 percent of their work is 
special events, including, in 2012, the U.S. Olympic track-and-field trials.

 

Making connections

The Welds live in Sweet Home so they’ve always had the hometown 
advantage for the Jamboree and Buck’s has done it since its beginning in 
1996. They feel confident they’ll retain the work as long as they provide good 
service and a reasonable price.

 

the Main event

In the early ’90s, when Sweet Home came up with an idea to help 
fund civic projects, this little town asked a big star to perform at their first 

country music festival. Surprisingly, Wynonna Judd said yes and the festival 
has attracted top talent ever since. In 2012, the 9,000 residents welcomed 
40,000 visitors August 3-5, most of whom camped out. Judd was back to help 
celebrate the Jamboree’s 20th anniversary, along with Rascal Flatts, Dierks 
Bentley, the Charlie Daniels Band, and enough performers for 22 shows on 
two stages. Other attractions included beer and wine gardens, merchandise 
booths and a kids’ zone. The event is held in a no-facilities, 20-acre park-like 
setting near the edge of the picturesque town.

 

By the nuMBers

The company brought in 265 units (20 Maxims, 10 Freedoms, 20 
Liberties, one Standing Room Only urinal unit, and the balance Tufways), 
three restroom trailers, and 73 hand-wash stations (half Satellite Industries 
Waves from the company’s inventory, the rest PolyPortables, Inc. Tag Alongs 
rented from a colleague).

Some 115 units, including five handicap-accessible, were set up at the 
main venue — a few at bus stops, the hospitality center, and parking lots, 
but the bulk in large banks, along with six to eight hand-wash stations, were 
placed at the four corners of the facility. The crew placed the ACSI trailers 
near the stage for the performers and the Ameri-Can Engineering trailer in 
the food court/beer garden, along with the urinal unit.

Thirty units and six hand-wash stations were arranged in two banks 
at a smaller, adjacent venue. The rest of the inventory was taken to 23 
campgrounds. Thirteen units were rented to individual campsites.

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

<<< The Buck’s team includes, from 
left, Milah Weld, Susie Sieg, Josh 
Wooley, Sten Weld, Scott Weld and 
Eric Brownrigg.

(continued)

the teaM

Lisa and Scott Weld, owners of Buck’s 
Sanitary Service in Eugene, Ore., have a 
staff  of 10 — an offi  ce worker, yard worker, 
part-time mechanic and seven drivers. 
Lisa works in the offi  ce answering phones 
and managing the creative and marketing 
side while Scott fi lls in on everything 
from management to running routes to 
maintenance. Five people worked on the 
Oregon Jamboree along with the Welds 
and their three children, Maren, 9; Milah, 
13; and Sten, 17; who are accustomed to 
helping out at events.

 

coMpany history

In April 2012, Lisa and Scott Weld 
bought Buck’s — for the second time. Th eir 
fi rst crack at it was in 1995 when Scott’s 
father heard the 20 -year-old business was 
having problems. Th e family made an off er 
to the founder and operated it for four 
years as an add-on to their trash and septic 
service business. In 1999, when Weld’s 
father retired, they sold it to a national 
solid waste company. Weld went to work 
for that company, then 10 years later tried 
his hand again at self-employment in the 
trash business. A few challenges cropped 
up, but they turned out to be fortuitous, 
says Lisa Weld.

(continued)

<<< Susie Sieg, of Buck’s Sanitary Service, 
unloads a Satellite Industries Maxim 3000 

restroom at the Oregon Jamboree.
(Photos by Peter Krupp)

tHe JoB: Oregon Jamboree
locAtIoN: Sweet Home, Ore.
tHe PRo: Buck’s Sanitary Service

tHe JoB: Oregon Jamboree
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“The very day we found out we’d 
have to move our shop, somebody 
came through the door and said, 
‘Do you want to buy Buck’s back?’ 
It was really a door closing, door 
opening, all in the same day.”
Scott Weld
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At the oregon Jamboree 
music festival, the crew 
at Buck’s Sanitary Service 
provides service that singsprovides service that sings
BY BettY dAGeFoRde

 Let’s roLL

Eight times, Sunday through Wednesday, a caravan of three trailers 
made the hour-long drive up Interstate 5 from the company’s yard to the 
Jamboree site to deliver units. Two of their 15-year-old company-built 
trailers held 16 units each and a third trailer carried 20 (also company-built, 
using an Explorer receiver from McKee Technologies, Inc.). The company 
used service vehicles to pull the trailers.

Weld tried a new approach for the removal process. Sunday night 
and continuing Monday, the team pumped and moved all units to a single 
staging area, which he felt simplified the job. “It’s easier to send a driver to 
pick up toilets if they’re all in one spot,” he explains. “I probably spent a little 
bit extra labor, but at least you don’t have to send somebody with a map to 
go to this campground, get these six, go to another campground, get these 
eight. Then you start leaving sinks behind and the (handicap unit) doesn’t 
fit. It’s just a logistics nightmare trying to get the loads to work out.” During 
the week, they grabbed units as schedules permitted.

 

keepin’ it cLean

Jamboree organizers required someone be on site and available by 
radio at all times so Weld, his son and another member of the team stayed in 
a motor home at one of the campgrounds.

Venue units were serviced each night from 11 p.m. to 2 a.m. At 6:30 
a.m. they started in on the campground units, finishing around 9:30 a.m. 
During the day, they pumped out 20 RVs and 19 holding tanks — 10 at the 
two shower facilities and the balance for the food vendors.

Five service vehicles were used: A 2010 Peterbilt 335 and a 2008 
International 4300, both built out by Progress Vactruck with 1,500-gallon 
waste/500-gallon freshwater aluminum tanks; a 2001 Isuzu FTR from 
Workmate/FMI Truck Sales & Service with an 850-gallon waste/350-gallon 
freshwater steel tank; and two 2000 International 4700s built out by Lely 
Manufacturing Inc. with 750-gallon waste/350-gallon freshwater steel tanks. 
All have Masport pumps.

Waste was transported to the company’s yard each night and transferred 
to a 20,000-gallon tank. From there, another pumping contractor picked up 
the waste and disposed of it by land application.

 

saMe But different

In one sense, Weld was an old pro at this event, so it was “pretty much 
business as usual,” he says. On the other hand, the size and scope had 
changed significantly over the years — their first year, they brought in 60 
units for one venue and four campgrounds. “That was the most difficult 
thing for me,” he says. “So I had to get my act together.” He quickly got his 
arms around it. “You’ve got to just scratch your head and kick it in gear and 
go. We didn’t stop moving all weekend.” ■

Advanced Containment 
Systems, Inc.
800/927-2271
www.acsi-us.com

Ameri-Can Engineering
574/892-5151
www.ameri-can.com

Lely Manufacturing, Inc.
800/334-2763
www.lelyus.com

Masport, Inc.
800/228-4510
www.masportpump.com

McKee Technologies - 
Explorer Trailers
866/457-5425
www.mckeetechnologies.com
(See ad page 46)

PolyPortables, Inc.
800/241-7951
www.polyportables.com
(See ad page 33)

Progress Vactruck
800/467-5600
www.progressvactruck.com

Satellite Industries
800/328-3332
www.satelliteindustries.com
(See ad page 27)

Workmate/FMI Truck  
Sales & Service
800/927-8750
www.fmitrucks.com

MORE INFO

^^^ Milah Weld helps out her father’s crew, keeping restrooms and hand-wash 
stations stocked with soap and paper products at the Oregon Jamboree, includ-
ing these Wave sinks from Satellite Industries.

^^^ Satellite Industries Tufway restrooms are lined up and ready to go before the 
Oregon Jamboree, complete with lighting strung in the front of the units.
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T o improve cash � ow, operate more e�  ciently, 
lower prices, and boost customer loyalty while 
fending o�  competitors, OnSite Management Inc. 

in West Chester, Pa., employs a simple and inexpensive 
tool: maintenance contracts.   

Je�  Rachlin, who owns OnSite Management along 
with partners Bud Baroni and Derald Hay, says the 
company has been using maintenance contracts for about 
10 years. Slightly more than 20 percent of the company’s 
5,000 or so accounts have signed maintenance contracts, 
and that number continues to grow.

“� e rest of our customers just haven’t reached that 
teachable moment yet, where they’ve just had a major 
repair or watched the previous homeowner go through 
a $10,000 to $40,000 system replacement,” Rachlin says. 
“� ey � gure ‘If it ain’t broke, don’t � x it.’ Everyone learns 
di� erently … but usually, cost is a big in� uence.”

OnSite Management – which tests, designs, 
inspects, installs and services septic systems  in a four-
county area in southeastern Pennsylvania – markets the 
contracts to new customers after installing a system, and 
to existing customers, but only after their system passes 
an inspection.

Rachlin says maintenance agreements bene� t both 
customers and the company.

For customers, regular inspections save money in 
the long run by detecting small problems before they 
lead to costly system failures. And customers appreciate 
making smaller quarterly payments instead of receiving 
one large pumping bill. � e contracts e� ectively enable 
them to amortize the cost of tank pumping over the life of the contract, 
which runs for three years. Furthermore, they end up paying less for service 
because the company can schedule pumping routes more e�  ciently.

For OnSite Management, quarterly contract payments generate more 
consistent cash � ow, as opposed to one pumping fee charged every several 

FOUNDED: 1997
OWNERS: Jeff Rachlin, Bud Baroni and Derald Hay
EMPLOYEES: 9
SPECIALTIES: Testing, designing, inspecting, 
installing and pumping septic systems
SERVICE AREA: Southeastern Pennsylvania
AFFILIATIONS: Pennsylvania Septage Management Association, National 
Association of Wastewater Technicians
WEBSITE: www.onsitemgt.com

OnSite Management Inc., West Chester, Pa.
Pro� le

★★
Pennsylvania

EYE 
A Watchful

By Ken Wysocky

Pennsylvania’s OnSite Management grows its 
maintenance contract business to provide quality, 
routine care for customers’ septic systems and build 
a more consistent revenue stream

Owner Jeff Rachlin records data
from the Jet Inc. control panel

on a drip dispersal system.
(Photos by Jack Ramsdale)

years. In addition, contracts give customers a built-in motivation to stick 
with the company. (If a customer moves, the contract is transferable to the 
new homeowner; if the new owner doesn’t want it, the old owner may get 
a credit for work not performed, or might owe the company money if the 
payments made don’t equal the value of the work performed.)

“It takes them out of the market,” Rachlin explains. “When they have a 
problem, they know they can call someone who’s familiar with their system, 
instead of looking through the Yellow Pages or going on the Internet to 
� nd someone. Plus, it keeps their price down because the biggest cost for 
us is getting out to a job and back. So if we can schedule, say, six houses at 
a time, it helps us be more e�  cient, and we can pass those savings on to 
the homeowners.”

COMMON-CENTS STRATEGY
Rachlin says he settled on the idea for maintenance agreements when 

an HVAC contractor tried to sell him a maintenance plan on a new system in 
his home. “I � gured if they can do it, why can’t we?” he says.

Here’s how the contracts work: In 
exchange for quarterly payments, OnSite 
Management performs two inspections a 
year, which includes a pumping, if needed. 
� e technician checks the solids level 
and the structural integrity of the tank above the liquid level, cleans � lters, 
� ushes the laterals, and hydro-pressurizes the system once a year. If a tank is 
emptied, a technician also checks its structural components.

“Early on, we were going to do maintenance intervals three to four times 
a year, but we’ve found that twice-a-year intervals are more cost-e� ective,” 
Rachlin says.

As a bonus, homeowners that sign maintenance contracts get billed at 
regular hourly rates for after-hours emergency calls, Rachlin says.

Technicians � ll out and leave behind a copy of a checklist so the 
homeowner knows when the inspection occurred, the condition of system 
components and whether repairs are needed. If it’s a serious issue, sta� ers 
send out a letter and/or make followup phone calls.

Rachlin declined to disclose the price of the quarterly contract fees, 
but notes it’s a direct function of how much time technicians spend on-
site – a � gure the company got a better handle on over time. “Our customer 
checklists show us solids-content trends … which help us better predict 
when a tank will need to be pumped,” he says. “� at, in turn, allows us to 
schedule visits to other nearby customers, which boosts e�  ciency.”

EQUIPPED FOR THE WORK
Technicians use the company’s four Ford pickup trucks to do 

inspections, and they can perform minor repairs during the inspections. 
Along with the pickup trucks, OnSite Management owns a 2007 Volvo truck, 
built by Advance Pump & Equipment, Inc. and equipped with a 4,000-gallon 
aluminum tank and a Demag-Wittig  RFL-100 pump made by Gardner 
Denver; a J-3000 Jet Set portable pipe cleaner made by General Pipe 
Cleaners/General Wire Spring; a GenEye pipeline inspection and locating 
system, also made by General Pipe Cleaners; a RIDGID SeeSnake pipeline 
inspection camera; and a RIDGID NaviTrack Scout sonde pipe locator.

� e company also relies on a 2007 Volvo tri-axle dump truck, a Mack 
single-axle dump truck, a 25-ton trailer made by Eager Beaver Trailers, a 25-
ton trailer made by Rogers Brothers Corp., a 2011 PC 160 excavator made by 
Komatsu Ltd., a CT322 compact track loader made by Deere & Co., a 420D 
backhoe/loader manufactured by Caterpillar Inc. and a 2012 E35 compact 
excavator made by Bobcat Co.

(continued)

The paper trail used to bog down some aspects of operations at OnSite 
Management Inc. in West Chester, Pa. But that changed dramatically when 
the company went to cloud-based data storage, which greatly improved 
productivity by providing companywide access to documents – even for 
employees on remote work sites, says Jeff Rachlin, one of the company’s 
co-owners.

As an example, septic system inspection reports that used to be 
available only in paper form are now scanned as digital .pdf � les and 
posted on a remote server employees can access via home computers, 
laptops and smartphones. The company pays a minimal monthly fee for 
the service, he says.

“It really helps after normal 
business hours or on weekends,” 
Rachlin says. “If I need records, I don’t 
have to run back to the of� ce and get 
information. Plus, it helps me talk more 
intelligently to customers if they call me 
after hours.”

As another example, Rachlin 
cites something as simple as a 
materials list for a septic system 
installation. Rachlin puts it on the 
server where it’s easily accessible 
to a work crew. So if a crew � nishes 
a project early, they can access the 
materials list for the next job and get 
started instead of coming back to the 
of� ce to retrieve a hard copy.

“It’s hard to quantify (productivity and pro� tability gains),” he 
continues. But he says the crew no longer has to spend valuable time 
searching for records.

“With 5,000 customers, and sometimes working on 10 to 20 accounts 
at a time, the cloud makes information management much easier and 
convenient,” he concludes. “I used to � gure that if you could access any 
information within two minutes, you were pretty ef� cient. (Cloud computing) 
knocks it down to literally seconds, depending on the Internet speed.”

Cloud Computing
Raises Productivity Sky-High

Field services technician Dave 
Burgess gets ready to measure 
the solids level in a residential 
septic tank.

I used to � gure that if 
you could access any 
information within two 
minutes, you were 
pretty ef� cient. (Cloud 
computing) knocks 
it down to literally 
seconds, depending on 
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PROFESSIONAL BACKGROUND HELPS
� e company developed its own contract and inspection forms. � e 

latter task wasn’t as daunting as it may sound, Rachlin says, because of his 
involvement with professional organizations and networking with others 
in the industry. He belongs to the Pennsylvania Septage Management 
Association, sitting on the organization’s education committee. He 
also teaches courses technicians take to become certi� ed septic system 
inspectors. In addition, he’s a member of the National Association of 
Wastewater Technicians.

“Being a (certi� cation) instructor allows me to stay on top of the latest 
inspection techniques, and belonging to NAWT keeps me abreast of things 
going on nationally,” he says. “Our forms continue to evolve over time as new 
technologies emerge and employees – and even customers  – 
suggest changes. For example, the frequency of our visits (for 
maintenance intervals) changed because of customer input.”

Selling customers on the idea of 
regular maintenance is easier if they’ve 
just incurred a major expense, like a 
system replacement, or heard someone 
else’s story of problems uncovered in a 
time-of-sale septic system inspection.

“� e bottom line is that 
maintenance is cheaper compared to 
replacing a system,” Rachlin says. “If we 
replace a system during a real-estate transaction, the buyer 
sees what the seller is going through – it’s a great teaching 
point,” he says. “� ey can see that with a maintenance 
contract, they don’t have to worry about that any more. It’s as 
close to � ush and forget as you can be.”

It also helps that consumers are becoming more aware 
of the importance of septic system management, especially 
as more municipalities and/or states require septic system 
inspections before a home is sold.

 
CUSTOMER EDUCATION

Rachlin adds that educating customers is an 
important part of the company’s marketing and 
contract sales e� orts.

“After we install a system, we go out and do 
an orientation,” he says. “� e more they know, 
the better o�  we both are in terms of prolonging 
the life of the system. If it’s designed, installed 
and maintained properly, we believe it should last 
inde� nitely. And the more con� dence they have in 

us, the more likely they’ll continue to be our customer in the future. It’s all 
about building trust and relationships.

“Basically, I’ve found that it’s like a car, in that if you’re educated and 
you know it needs oil changed at certain intervals, you’ll do it,” he adds. “� e 
same thing is true with septic systems. Once they’re educated, customers 
will follow up with service intervals.”

After pumping a tank and performing a 20-point inspection for a new 
customer, technicians leave behind a completed inspection checklist, 
a thank-you bag with a company refrigerator magnet that displays 
essential contact information, a brochure that explains how to take care 
of a septic system, and another brochure that provides details about the 
maintenance contracts.

Vacuum truck operator Dave Wilkerson (left) and 
technician Dave Burgess return hose onto the company’s 
2007 Volvo vacuum truck, built out by Advance Pump & 
Equipment Inc., after pumping a septic system.

Owner Jeff Rachlin 
(right) prepares to 

inspect a septic 
tank as vacuum 

truck operator Dave 
Wilkerson evacu-
ates the contents.
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years. In addition, contracts give customers a built-in motivation to stick 
with the company. (If a customer moves, the contract is transferable to the 
new homeowner; if the new owner doesn’t want it, the old owner may get 
a credit for work not performed, or might owe the company money if the 
payments made don’t equal the value of the work performed.)

“It takes them out of the market,” Rachlin explains. “When they have a 
problem, they know they can call someone who’s familiar with their system, 
instead of looking through the Yellow Pages or going on the Internet to 
� nd someone. Plus, it keeps their price down because the biggest cost for 
us is getting out to a job and back. So if we can schedule, say, six houses at 
a time, it helps us be more e�  cient, and we can pass those savings on to 
the homeowners.”

COMMON-CENTS STRATEGY
Rachlin says he settled on the idea for maintenance agreements when 

an HVAC contractor tried to sell him a maintenance plan on a new system in 
his home. “I � gured if they can do it, why can’t we?” he says.

Here’s how the contracts work: In 
exchange for quarterly payments, OnSite 
Management performs two inspections a 
year, which includes a pumping, if needed. 
� e technician checks the solids level 
and the structural integrity of the tank above the liquid level, cleans � lters, 
� ushes the laterals, and hydro-pressurizes the system once a year. If a tank is 
emptied, a technician also checks its structural components.

“Early on, we were going to do maintenance intervals three to four times 
a year, but we’ve found that twice-a-year intervals are more cost-e� ective,” 
Rachlin says.

As a bonus, homeowners that sign maintenance contracts get billed at 
regular hourly rates for after-hours emergency calls, Rachlin says.

Technicians � ll out and leave behind a copy of a checklist so the 
homeowner knows when the inspection occurred, the condition of system 
components and whether repairs are needed. If it’s a serious issue, sta� ers 
send out a letter and/or make followup phone calls.

Rachlin declined to disclose the price of the quarterly contract fees, 
but notes it’s a direct function of how much time technicians spend on-
site – a � gure the company got a better handle on over time. “Our customer 
checklists show us solids-content trends … which help us better predict 
when a tank will need to be pumped,” he says. “� at, in turn, allows us to 
schedule visits to other nearby customers, which boosts e�  ciency.”

EQUIPPED FOR THE WORK
Technicians use the company’s four Ford pickup trucks to do 

inspections, and they can perform minor repairs during the inspections. 
Along with the pickup trucks, OnSite Management owns a 2007 Volvo truck, 
built by Advance Pump & Equipment, Inc. and equipped with a 4,000-gallon 
aluminum tank and a Demag-Wittig  RFL-100 pump made by Gardner 
Denver; a J-3000 Jet Set portable pipe cleaner made by General Pipe 
Cleaners/General Wire Spring; a GenEye pipeline inspection and locating 
system, also made by General Pipe Cleaners; a RIDGID SeeSnake pipeline 
inspection camera; and a RIDGID NaviTrack Scout sonde pipe locator.

� e company also relies on a 2007 Volvo tri-axle dump truck, a Mack 
single-axle dump truck, a 25-ton trailer made by Eager Beaver Trailers, a 25-
ton trailer made by Rogers Brothers Corp., a 2011 PC 160 excavator made by 
Komatsu Ltd., a CT322 compact track loader made by Deere & Co., a 420D 
backhoe/loader manufactured by Caterpillar Inc. and a 2012 E35 compact 
excavator made by Bobcat Co.

(continued)

The paper trail used to bog down some aspects of operations at OnSite 
Management Inc. in West Chester, Pa. But that changed dramatically when 
the company went to cloud-based data storage, which greatly improved 
productivity by providing companywide access to documents – even for 
employees on remote work sites, says Jeff Rachlin, one of the company’s 
co-owners.

As an example, septic system inspection reports that used to be 
available only in paper form are now scanned as digital .pdf � les and 
posted on a remote server employees can access via home computers, 
laptops and smartphones. The company pays a minimal monthly fee for 
the service, he says.

“It really helps after normal 
business hours or on weekends,” 
Rachlin says. “If I need records, I don’t 
have to run back to the of� ce and get 
information. Plus, it helps me talk more 
intelligently to customers if they call me 
after hours.”

As another example, Rachlin 
cites something as simple as a 
materials list for a septic system 
installation. Rachlin puts it on the 
server where it’s easily accessible 
to a work crew. So if a crew � nishes 
a project early, they can access the 
materials list for the next job and get 
started instead of coming back to the 
of� ce to retrieve a hard copy.

“It’s hard to quantify (productivity and pro� tability gains),” he 
continues. But he says the crew no longer has to spend valuable time 
searching for records.

“With 5,000 customers, and sometimes working on 10 to 20 accounts 
at a time, the cloud makes information management much easier and 
convenient,” he concludes. “I used to � gure that if you could access any 
information within two minutes, you were pretty ef� cient. (Cloud computing) 
knocks it down to literally seconds, depending on the Internet speed.”

Cloud Computing
Raises Productivity Sky-High

Field services technician Dave 
Burgess gets ready to measure 
the solids level in a residential 
septic tank.
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T o improve cash � ow, operate more e�  ciently, 
lower prices, and boost customer loyalty while 
fending o�  competitors, OnSite Management Inc. 

in West Chester, Pa., employs a simple and inexpensive 
tool: maintenance contracts.   

Je�  Rachlin, who owns OnSite Management along 
with partners Bud Baroni and Derald Hay, says the 
company has been using maintenance contracts for about 
10 years. Slightly more than 20 percent of the company’s 
5,000 or so accounts have signed maintenance contracts, 
and that number continues to grow.

“� e rest of our customers just haven’t reached that 
teachable moment yet, where they’ve just had a major 
repair or watched the previous homeowner go through 
a $10,000 to $40,000 system replacement,” Rachlin says. 
“� ey � gure ‘If it ain’t broke, don’t � x it.’ Everyone learns 
di� erently … but usually, cost is a big in� uence.”

OnSite Management – which tests, designs, 
inspects, installs and services septic systems  in a four-
county area in southeastern Pennsylvania – markets the 
contracts to new customers after installing a system, and 
to existing customers, but only after their system passes 
an inspection.

Rachlin says maintenance agreements bene� t both 
customers and the company.

For customers, regular inspections save money in 
the long run by detecting small problems before they 
lead to costly system failures. And customers appreciate 
making smaller quarterly payments instead of receiving 
one large pumping bill. � e contracts e� ectively enable 
them to amortize the cost of tank pumping over the life of the contract, 
which runs for three years. Furthermore, they end up paying less for service 
because the company can schedule pumping routes more e�  ciently.

For OnSite Management, quarterly contract payments generate more 
consistent cash � ow, as opposed to one pumping fee charged every several 

FOUNDED: 1997
OWNERS: Jeff Rachlin, Bud Baroni and Derald Hay
EMPLOYEES: 9
SPECIALTIES: Testing, designing, inspecting, 
installing and pumping septic systems
SERVICE AREA: Southeastern Pennsylvania
AFFILIATIONS: Pennsylvania Septage Management Association, National 
Association of Wastewater Technicians
WEBSITE: www.onsitemgt.com
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EYE 
A Watchful

By Ken Wysocky

Pennsylvania’s OnSite Management grows its 
maintenance contract business to provide quality, 
routine care for customers’ septic systems and build 
a more consistent revenue stream

Owner Jeff Rachlin records data
from the Jet Inc. control panel

on a drip dispersal system.
(Photos by Jack Ramsdale)

REPRINTS years. In addition, contracts give customers a built-in motivation to stick 
with the company. (If a customer moves, the contract is transferable to the 
new homeowner; if the new owner doesn’t want it, the old owner may get 
a credit for work not performed, or might owe the company money if the 
payments made don’t equal the value of the work performed.)

“It takes them out of the market,” Rachlin explains. “When they have a 
problem, they know they can call someone who’s familiar with their system, 
instead of looking through the Yellow Pages or going on the Internet to 
� nd someone. Plus, it keeps their price down because the biggest cost for 
us is getting out to a job and back. So if we can schedule, say, six houses at 
a time, it helps us be more e�  cient, and we can pass those savings on to 
the homeowners.”
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Work with us ... We listen!
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Suck-N-Dump

>  500 Gallon Water
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>  5300 CFM Blower
>  27" HG Vacuum
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Jetter
>  940 CFM

> 27" HG Vacuum
> 300 Gallon Water

> 3000 Gallon Debris Tank
> Water Pump: 20 GPM @ 2000 PSI
> Boom: 4" Hose x 20'  Telescoping




