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International: 1-321-800-5763 ext.115

YEARS OF 
SERVICE

P umping industry pioneer Tom Ferrero 
recalls something his father told him when 
he was a young man just entering the 

workforce in about 1970: “You better get yourself 
a job. In five years we’ll be out of business 
because there will be sewer everywhere,’’ the 
elder Ferrero warned. Tom chuckles today when 
he tells the story. So many years later, that grim 
forecast for the liquid waste-hauling industry 
couldn’t be more wrong.

“My son is 45 years old, and we just do more 
and more work and there is no end to it,’’ Ferrero 
says today. His son, also named Tom, has 
continued to enjoy double-digit growth at Franc 
Environmental in Pennsylvania – even through 
the tough economic times of a few years ago.

The business growth leaves Ferrero, and 
others in the industry bullish about the future. 
And I have to say I feel the same way.

 
CHANGE IS GOOD

When I noticed the 35th anniversary of 
Pumper magazine on the horizon (the first 
issue was published in June 1979), I decided 
to call a few friends in the pumping industry. I 
wanted them to reflect briefly on the growth and 
maturity of the industry and, more important, 
take a look forward at what the trade magazine 
might be writing about 35 years into the future. 
It was amazing to consider how far we’ve 
come since the days of cesspools, rudimentary 
vacuum trucks and relatively little government regulation. But it was 
fascinating to think about the seemingly limitless possibilities that will face 
the next generation of pumpers. 

From early in my tenure as editor at Pumper, I’ve seen a lot of reason 
for enthusiasm for this industry. Hardworking contractors are performing 
a valuable, necessary and environmentally important service. Attending 
many years of the Pumper & Cleaner Expo – now being rebadged the Water 
& Wastewater Equipment, Treatment and Transport (WWETT) show – I’ve 
watched as the tools of the pumping trade have become better and better. 
I’ve witnessed the exploding professionalism of the small-business people 
who keep this industry humming along.

But this forward-looking exercise – as much as any of those developments 

– makes me hopeful for the future. We are working 
in a dynamic environmental services industry. With 
a growing drumbeat for a cleaner environment, the 
need for drinkable water sources and the demand for 
development, the outlook for more work – creating 
family-supporting jobs for pumpers – is off the charts. 
Companies that can pump, haul and treat liquid 

waste will simply be in demand 
across North America.

It was gratifying to hear 
industry veterans explain how 
Pumper has helped them over 
the years. Just like our featured 

cover story contractor this month – John Simison of 
Bouse House Enterprises – contractors tell me they 
read the magazine cover-to-cover and then file it 
away for future reference.

 
BOOST PROFESSIONALISM

Gretchen Hole, owner of Swanky Restroom 
Trailers in Holly, Mich., told me she’s made all of her 
equipment vendor contacts through the magazine 
and trade show. The magazine is part of the reason 
she feels fulfilled by her 15-year career in portable 
sanitation. 

“I love my profession. I love my business,’’ she 
says. Profession is the key word for Hole, who has 
changed her company name and focus to land high-
end wedding clients and a string of contracts with 
movies and television show locations. “I wanted to 
bring in more money for my trailers, and I wanted to 

create an image that I’m worth it. And I am worth it.’’ 
Kenney Lee, owner of Metro Septic in Cartersville, Ga., keeps all of 

his Pumper issues on a bookshelf and returns to them often to reference a 
helpful contractor profile story or look over the ads. He’s bought two vacuum 
trucks out of the classifieds and made numerous equipment purchases 
based on Pumper ads. A 2011 article Lee read about the dewatering facility 
in California – at Sweet Pea Septic Services owned by Dean Trevaskis – has 
cemented his long-term goal to develop his own disposal plant.

“Reading how he went about processing was a pretty neat story,’’ Lee 
says. “Being able to have that openness about what companies do in other 
parts of the country, having that networking opportunity available is helpful.’’

Reading Between THE LINES

(continued)

  
A Look in the Crystal Ball
It’s fun to reflect on the past 35 years of Pumper magazine, but it’s even more intriguing 
to think about where the wastewater industry will be 35 years from now  By Jim Kneiszel, Editor
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was profiled with his 
crew at Metro Septic 
in a 2012 feature 
story in Pumper. 

If I could build my own plant, 
I would be able to control my 

own costs. It would be wonderful to 
pull into the shop at the end of the 
day, dump my truck and get back on 
the road in the morning.
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Lee says having his company featured on the cover of Pumper in 2012 
brought a great deal of respect his way from other local pumpers.

“I had a lot of people in the industry locally who credited that to us 
being a better company out there. I pride myself on that and I think that, 
too,’’ Lee says.

 
FUTURECASTING

That’s enough pats on the back. Let’s talk about 
the future. I invited Ferrero, Hole and Lee, along with 
our Septic System Answer Man, Jim Anderson, to 
predict the biggest trends they expect in the pumping 
industry over the next 35 years. From our discussions, 
I’ve come up with this short list for your consideration:

 
In 35 years, more septic systems
Contrary to what you might hear from city planners, there will be 

more onsite systems to pump in 35 years, not fewer. As Ferrero explains, 
the percentage of homes with septic systems dropped to 25 or 26 percent 
with the real estate downturn a few years ago. But currently 30 to 35 percent 
of new housing starts feature decentralized wastewater systems. “And that 
percentage is going up. There’s just going to be more of them,’’ Ferrero 
contends. Why? A lot of people still want to live away from congested cities 
and have bigger lots. Also, as onsite technologies advance, more properties 
with borderline soils can be developed at a reasonable cost. As a smaller 
percentage of the cost of a new home, onsite systems are becoming a bigger 
bargain all the time, he says. The price has come down for advanced systems 
and, with care, they figure to last much longer.

 
An explosion of onsite and service technology
Onsite systems have gone from clay tiles and concrete pipes to 

sophisticated treatment systems in a very short time, says Anderson, so 
there’s reason to think more amazing treatment solutions are on the horizon. 
“We started with cesspools and look where we are now in terms of different 
types of systems,’’ says Anderson. “And your systems are going to need an 
expanded amount of care so they can last longer.’’ That means a burgeoning 
O&M business added to the pumping and installing specialties. And vacuum 
trucks? Anderson sees more technologies for onboard separation of solids 
and liquids, and returning cleaner water to the tank for dispersal.

 

Pumpers take control of disposal
As municipal treatment plants continue to discourage accepting 

septage and states and provinces close the loop on land application, 
pumpers will take control of their destiny and find creative ways to process 
wastes. As Ferrero explains, his business started out dumping loads for free 
through suburban manhole covers in the early days, and then cities started 
implementing small fees. But now, disposal costs are a serious issue for most 
pumpers. Ferrero and Anderson have already observed the emergence of 
a variety of dewatering technologies aimed at serving small and medium-
sized pumping operations.

“I hope it goes to individual systems tailored to individual pumpers,’’ 
Anderson says. “Our guys need to embrace those concepts. It’s not enough 
to put it on the truck and show up at [the municipal plant’s] doorstep and 
figure they’ll take [the waste] at a good price forever into the future.’’

There is no doubt private disposal is already a growth area. Just ask Lee, 
who is contemplating starting his own dewatering operation. “Everybody is 

talking about how to get rid 
of septic. The municipalities 
don’t want it,’’ Lee says. “If I 
could build my own plant, 
I would be able to control 
my own costs. It would be 
wonderful to pull into the 
shop at the end of the day, 
dump my truck and get back 
on the road in the morning.’’

 
Portable sanitation 

moves upscale
We see it already. A 

smattering of construction 
customers are asking for 
hand-wash sinks and hand 
sanitizers. Wedding parties 

are calling for VIP trailer units in the backyard. Special events order some 
standard units along with more upscale facilities for VIP users. Hole has built 
her new business on these heightened expectations. “I expect a big change, 
that people want more than a standard unit. They want something nicer,’’ she 
says. “And money-wise for events like weddings, you make a lot more money 
for a lot less work.’’ Look for portable sanitation providers to mine upscale 
markets and promote better sanitation standards in general.

 
Better oversight, stronger regulations for a cleaner environment
Systematic regulation and education standards may seem scattered and 

a long time in coming for pumpers, but progress is being made, Ferrero says. 
“Think about 35 years ago, every pumper was on an island unto his own.’’ 
There really wasn’t any effort toward continuing education; contractors did 
their own thing with inferior tools. Without locators, cameras and jetting 
equipment, “If we didn’t find a tank, we just started digging,’’ Ferrero recalls. 
But he and Anderson have witnessed the growth of trade associations, 
participation in events like the Pumper & Cleaner Expo Education Day, and a 
handful of states taking on service standards and professional credentialing. 
There’s a long way to go, but the industry will get there. “I have a sense the 
industry is getting better and smarter and is providing better service to the 
customer,’’ Ferrero says.

 
SEE YOU IN ANOTHER 35

Will we realize fantastic dreams, like efficient ways to convert waste 
to energy and better systems that will make water-quality concerns a thing 
of the past? Ferrero won’t bet against it. “Look what you and I have seen 
in our lifetime. We can’t be so cocky to think that what we’ve done in our 
generation, what we’ve done in 50 years, that nobody will have that steep 
a curve in the future,’’ he says. “They keep inventing stuff all the time and it 
keeps getting better.’’

What do you think? Are there trends you think we left off the list? Send 
me an email at editor@pumper.com and we’ll include your opinions in an 
upcoming article. I invite you to file away this column for the next 35 years, 
and then pull it out to see if our predictions hit the mark. ■

We can’t be so cocky to think that what we’ve done 
in our generation, what we’ve done in 50 years, that 

nobody will have that steep a curve in the future. They keep 
inventing stuff all the time and it keeps getting better.

                            Tom Ferrero

Gretchen Hole, right, 
owner of Michigan’s 

Swanky Restroom 
Trailers, is shown 

being helped by her 
mother, Cheryl.



Lee says having his company featured on the cover of Pumper in 2012 
brought a great deal of respect his way from other local pumpers.

“I had a lot of people in the industry locally who credited that to us 
being a better company out there. I pride myself on that and I think that, 
too,’’ Lee says.

 
FUTURECASTING

That’s enough pats on the back. Let’s talk about 
the future. I invited Ferrero, Hole and Lee, along with 
our Septic System Answer Man, Jim Anderson, to 
predict the biggest trends they expect in the pumping 
industry over the next 35 years. From our discussions, 
I’ve come up with this short list for your consideration:

 
In 35 years, more septic systems
Contrary to what you might hear from city planners, there will be 

more onsite systems to pump in 35 years, not fewer. As Ferrero explains, 
the percentage of homes with septic systems dropped to 25 or 26 percent 
with the real estate downturn a few years ago. But currently 30 to 35 percent 
of new housing starts feature decentralized wastewater systems. “And that 
percentage is going up. There’s just going to be more of them,’’ Ferrero 
contends. Why? A lot of people still want to live away from congested cities 
and have bigger lots. Also, as onsite technologies advance, more properties 
with borderline soils can be developed at a reasonable cost. As a smaller 
percentage of the cost of a new home, onsite systems are becoming a bigger 
bargain all the time, he says. The price has come down for advanced systems 
and, with care, they figure to last much longer.

 
An explosion of onsite and service technology
Onsite systems have gone from clay tiles and concrete pipes to 

sophisticated treatment systems in a very short time, says Anderson, so 
there’s reason to think more amazing treatment solutions are on the horizon. 
“We started with cesspools and look where we are now in terms of different 
types of systems,’’ says Anderson. “And your systems are going to need an 
expanded amount of care so they can last longer.’’ That means a burgeoning 
O&M business added to the pumping and installing specialties. And vacuum 
trucks? Anderson sees more technologies for onboard separation of solids 
and liquids, and returning cleaner water to the tank for dispersal.

 

Pumpers take control of disposal
As municipal treatment plants continue to discourage accepting 

septage and states and provinces close the loop on land application, 
pumpers will take control of their destiny and find creative ways to process 
wastes. As Ferrero explains, his business started out dumping loads for free 
through suburban manhole covers in the early days, and then cities started 
implementing small fees. But now, disposal costs are a serious issue for most 
pumpers. Ferrero and Anderson have already observed the emergence of 
a variety of dewatering technologies aimed at serving small and medium-
sized pumping operations.

“I hope it goes to individual systems tailored to individual pumpers,’’ 
Anderson says. “Our guys need to embrace those concepts. It’s not enough 
to put it on the truck and show up at [the municipal plant’s] doorstep and 
figure they’ll take [the waste] at a good price forever into the future.’’

There is no doubt private disposal is already a growth area. Just ask Lee, 
who is contemplating starting his own dewatering operation. “Everybody is 

talking about how to get rid 
of septic. The municipalities 
don’t want it,’’ Lee says. “If I 
could build my own plant, 
I would be able to control 
my own costs. It would be 
wonderful to pull into the 
shop at the end of the day, 
dump my truck and get back 
on the road in the morning.’’

 
Portable sanitation 

moves upscale
We see it already. A 

smattering of construction 
customers are asking for 
hand-wash sinks and hand 
sanitizers. Wedding parties 

are calling for VIP trailer units in the backyard. Special events order some 
standard units along with more upscale facilities for VIP users. Hole has built 
her new business on these heightened expectations. “I expect a big change, 
that people want more than a standard unit. They want something nicer,’’ she 
says. “And money-wise for events like weddings, you make a lot more money 
for a lot less work.’’ Look for portable sanitation providers to mine upscale 
markets and promote better sanitation standards in general.

 
Better oversight, stronger regulations for a cleaner environment
Systematic regulation and education standards may seem scattered and 

a long time in coming for pumpers, but progress is being made, Ferrero says. 
“Think about 35 years ago, every pumper was on an island unto his own.’’ 
There really wasn’t any effort toward continuing education; contractors did 
their own thing with inferior tools. Without locators, cameras and jetting 
equipment, “If we didn’t find a tank, we just started digging,’’ Ferrero recalls. 
But he and Anderson have witnessed the growth of trade associations, 
participation in events like the Pumper & Cleaner Expo Education Day, and a 
handful of states taking on service standards and professional credentialing. 
There’s a long way to go, but the industry will get there. “I have a sense the 
industry is getting better and smarter and is providing better service to the 
customer,’’ Ferrero says.

 
SEE YOU IN ANOTHER 35

Will we realize fantastic dreams, like efficient ways to convert waste 
to energy and better systems that will make water-quality concerns a thing 
of the past? Ferrero won’t bet against it. “Look what you and I have seen 
in our lifetime. We can’t be so cocky to think that what we’ve done in our 
generation, what we’ve done in 50 years, that nobody will have that steep 
a curve in the future,’’ he says. “They keep inventing stuff all the time and it 
keeps getting better.’’

What do you think? Are there trends you think we left off the list? Send 
me an email at editor@pumper.com and we’ll include your opinions in an 
upcoming article. I invite you to file away this column for the next 35 years, 
and then pull it out to see if our predictions hit the mark. ■

We can’t be so cocky to think that what we’ve done 
in our generation, what we’ve done in 50 years, that 

nobody will have that steep a curve in the future. They keep 
inventing stuff all the time and it keeps getting better.

                            Tom Ferrero

Gretchen Hole, right, 
owner of Michigan’s 

Swanky Restroom 
Trailers, is shown 

being helped by her 
mother, Cheryl.



14     Pumper • June 2014

We own the name.  

You’ve earned the name.

Since 1979

2006-07 INTERNATIONAL 4300
New 2500 Gal. US. Tank, DT-466, 6 SPD, Jurop R-260  

9 to Choose From, $53,000

2006-07 INTERNATIONAL 4300
Under CDL! New 1800/400 Gal. Tank, Jurop R-260  

Starting at $53,000

2005 GMC C7500
Under CDL! CAT Power, 130k Miles, New 1800/400 GAL. Tank, 

Alison Auto, $49,000

1-YEAR, 100,000 MILE ENGINE WARRANTY NATIONWIDE - 5-YEAR WARRANTY ON TANK

9750 N.W. 27th AVE. | MIAMI, FL 33147 | www.nationaltruckcenter.com  H TRANSPORTATION AVAILABLE NATIONWIDE

2006 Freightliner M2
New 3600 Gal. Tank, CAT 300 HP, 9 SPD, Jurop R-260

$72,000

 NEW 2015 Kenworth T-800
5000 Gal. U.S Tank, Cummins 485 HP, 18 Spd, Full Lockers 

$176,500

2006 INTERNATIONAL 8600
New 4000 GAL. Tank, Cummins ISM 425 HP, Jurop LC-420 
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Your Equipment SUPERSTORE Since 1995

Complete Details At

www.AmazingMachinery.com

»  7" Flat Screen LCD in ABS Case

»  Records to SD card (NOT INCLUDED)

»  High Quality Color Camera

»  1-3/8" Diameter Camera Head

»  512 Hz Sonde Transmitter (8'-15')

»  Stainless Steel Camera Body With  
Sapphire Lens

»  Water Resistant Camera Head

»  9 White LED Lights w/Dimmer

»  12" Steel Spring Leader

»  130' long, 3/8" Super Slick Push Cable

»  20" Storage Reel

»  Operates On 120 Volt Electricity

»  Two Year Mfg. Limited Warranty

SYSTEM INCLUDES

130'  
SEWER  

CAMERA  
with  

512HZ 
SONDE

SALE Price

$1995.00

$499.00

Add This Locator
to Any Camera!

Only 

2160 S Lee Hwy. • Cleveland, TN 37311
1-800-504-7435

PumPer rewind

entrepreneurial 
risk-taker 
We featured 
Coats & Coats 
on the pages 
of Pumper 10 
years ago. Now, 
we revisit the 
portable restroom, 
pumping and drain 
cleaning company to 
see how it has fared in the past 
decade. After weathering the 
recession, a divorce and major 
operational changes, owner 
Darin Coats and his business 
have come ahead even stronger. 
Find out how this entrepreneurial 
risk-taker beat the odds.  

www.pumper.com/featured

ConneCt with us

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

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!

      It’s a big 
community. That’s 
what I love about 
associations. It’s a 
world within a world.

— Top 3 Benefits of State Association Membership
www.pumper.com/featured

restroom renewal

white-glove 
test anyone?
Are your restrooms fresh as 
the morning dew — fully 
stocked, white-glove clean 

and odor-free? If your portable 
restrooms are looking worn-out 
and reek of overuse, perhaps 
it’s time to breathe new life into 
them. We cherry-picked these 
air fresheners, deodorizers and 
cleaning solutions to help you 
take the stink out. 

www.pumper.com/featured

start Your engines!

custom 
chopper 
unveiled
What do you get 
when you combine 
an industrial vacuum 
truck manufacturer 
and famed fabrication 

shop Orange 
County Choppers? 

Answer: an eye-
catching custom 
motorcycle that 
debuted at 2014 
Pumper & Cleaner 
Environmental 
Expo (now the 

WWETT show). 
Tune in as the 

manufacturer and 
OCC founder Paul 
Teutul Sr. discuss the 

collaboration, and watch as attendees get a first look 
at the specialized custom chopper. 
www.pumper.com/featured

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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Who knew your best
business partner would be

a truck?

It takes more than just steel 
to create the toughest industrial vacuum truck in the business, it takes the same grit you’re made of to 
give it all, day after decade.  So every Guzzler® is built with the reliability you need in a business partner.  
Not the kind that wears a suit, but the kind that thrives on getting dirty and getting things done. This 
machine is built for the long haul, easy to operate and even easier to clean and maintain. So you’ll never 
have to doubt that your investment gave so much more in return.

Because around here, we don’t just build trucks. We build tough.
©2013 Guzzler Manufacturing
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cancer and help Bouse House 
Enterprises ride the wave of a 

growing economy
  By Ken Wysocky

OWNER: John Simison
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SERVICE AREA: Cape Cod and Boston
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John Simison, owner of 
Bouse House, has served the 
Cape Cod region for 30 years, 
providing septic service and 
portable sanitation. 
(Photos by Dave Hansen)

W hen John Simison went to see a doctor in September 
2012 for severe mid-back pain, he figured it was just 
a backlash from a summer of full-bore, hard work 

at Bouse House Enterprises, the septic service and portable 
sanitation business he cofounded in 1983. 

Unfortunately, his self-diagnosis was woefully incorrect. 
An MRI scan revealed a crushed lumbar vertebra and a 
fractured sacrum, significant injuries in and of themselves. 
But the cause of the injury was exponentially more serious: 
The bone was weakened by multiple myeloma, a blood 
cancer that affects plasma cells in bone marrow. 

So instead of actively managing operations throughout 
the company’s Cape Cod service area, Simison found himself 
in a struggle for survival. As hard as it was, Simison, age 61, 
was forced to put the Sandwich, Mass.-based company’s 
operations on the backburner while he underwent treatment. 

As many pumpers get older, the odds increase that 
they, too, will face similar situations. Simison learned how 
difficult it is for a hands-on business owner to step away and 
delegate tasks to others. But his story also demonstrates how 
taking a step back from the hectic pace can provide valuable 
new perspectives on business and life.

 (continued)
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With its unique patented V-Slice® 
cutter technology, the Omnivore® 

literally devastates anything 
unfortunate enough to enter into 

its vicious vortex.

U.S. Patent No. 7159806

Copyright © Liberty Pumps, Inc. 2014  All rights reserved.

MAKiNG CHANGeS
“It definitely was an adjustment because I was working all the time, 

seven days a week,” says Simison, referring to his absence from the business 
from October 2012 to June 2013. “If there was an emergency, I was first one 
to jump in a truck. Whatever the company needed, I’d go get it done. Now I 
stay in the office … and I come in late and go home early.” 

Simison says his wife, Nancy, stepped in to help run things and oversaw 
the process of hiring a manager, Mark White, who greatly relieved the work 
burden. “He’s been doing very well,” Simison says. “He came from the septic 
industry, so he fit right in and took things over right away. He’s a very good 
manager of people.” Simison also credits his employees for carrying on, as 
well as the support he received from many friends and colleagues. 

The first step in Simison’s treatment was an operation to repair the 
crushed vertebra, which was filled with plastic to reform the bone. Then 
he endured radiation and chemotherapy treatments. Then he underwent a 
stem-cell transplant, which involved an 18-day hospital stay. 

Simison’s cancer is in remission. But because his immune system 
remains weakened, he’s barred from 
any contact with wastewater, which 
essentially restricts him to the office.

 
Golf CArTS
To VACUUM TrUCKS

Simison moved to the 
wastewater industry after he lost 
his manager job for a golf cart 
manufacturer. A friend, Paul 
Bousefield, approached him about 

becoming a partner in a business he was starting up, and Simison agreed. 
“It looked like it had a lot of potential for growth,” Simison says. 

“Construction on the Cape was booming so it sounded like a very good 
business proposition. And it proved to be just that.” 

Simison became the sole owner in 1995. “Things took off like crazy 
in the 1990s,” he recalls. That growth ended briefly with the economic 
recession several years ago. Overall sales dipped 25 percent by 2009. Income 
from the septic side of the business helped slow the financial bleeding, but 
Bouse House also took a hit from new portable restroom competitors whose 
strategy was to buy market share through low-ball pricing. 

“You go backwards for a while when guys are always low-balling you,” 
Simison says. “Sometimes we’d match a [lower] price and other times we’d 
bite our tongue and let the customer go. But lately a lot of them have come 
back, especially this year, because they’ve found we provide great customer 
service.” 

Simison takes pride in quality service, which he says is a key 
differentiator in a competitive market. To assure good communication with 
customers, Bouse House route drivers are trained to talk regularly with job 
site supervisors to understand their needs. This helps resolve small problems 
before they become issues that could spur customers to change vendors.

 
DeNSe roUTiNG

Bouse House uses a GPS system for routing, but Simison notes it’s not 
as beneficial as it may be to other wastewater contractors. That’s because 
customers on Cape Cod tend to be densely grouped and routes are easy to 
plan. “An average restroom truck does 20 to 30 stops a day in winter and 60 
to 80 a day in summer,’’ he says. “We can cover a lot of ground in a day. 

(continued)

Simison uses a Caterpillar forklift to 
move a load of Satellite Industries 
Maxim 3000 restroom units around 
the Bouse House yard.

The cancer kind of 
grounded me …  

both literally [being office-
bound] and figuratively. It 

was a very good lesson 
for someone who always 

thinks they can do it all. My 
advice for others is don’t 

always try to do everything 
… and take time to
enjoy what

you have.

—  John Simison
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seven days a week,” says Simison, referring to his absence from the business 
from October 2012 to June 2013. “If there was an emergency, I was first one 
to jump in a truck. Whatever the company needed, I’d go get it done. Now I 
stay in the office … and I come in late and go home early.” 

Simison says his wife, Nancy, stepped in to help run things and oversaw 
the process of hiring a manager, Mark White, who greatly relieved the work 
burden. “He’s been doing very well,” Simison says. “He came from the septic 
industry, so he fit right in and took things over right away. He’s a very good 
manager of people.” Simison also credits his employees for carrying on, as 
well as the support he received from many friends and colleagues. 

The first step in Simison’s treatment was an operation to repair the 
crushed vertebra, which was filled with plastic to reform the bone. Then 
he endured radiation and chemotherapy treatments. Then he underwent a 
stem-cell transplant, which involved an 18-day hospital stay. 

Simison’s cancer is in remission. But because his immune system 
remains weakened, he’s barred from 
any contact with wastewater, which 
essentially restricts him to the office.
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wastewater industry after he lost 
his manager job for a golf cart 
manufacturer. A friend, Paul 
Bousefield, approached him about 

becoming a partner in a business he was starting up, and Simison agreed. 
“It looked like it had a lot of potential for growth,” Simison says. 

“Construction on the Cape was booming so it sounded like a very good 
business proposition. And it proved to be just that.” 

Simison became the sole owner in 1995. “Things took off like crazy 
in the 1990s,” he recalls. That growth ended briefly with the economic 
recession several years ago. Overall sales dipped 25 percent by 2009. Income 
from the septic side of the business helped slow the financial bleeding, but 
Bouse House also took a hit from new portable restroom competitors whose 
strategy was to buy market share through low-ball pricing. 

“You go backwards for a while when guys are always low-balling you,” 
Simison says. “Sometimes we’d match a [lower] price and other times we’d 
bite our tongue and let the customer go. But lately a lot of them have come 
back, especially this year, because they’ve found we provide great customer 
service.” 

Simison takes pride in quality service, which he says is a key 
differentiator in a competitive market. To assure good communication with 
customers, Bouse House route drivers are trained to talk regularly with job 
site supervisors to understand their needs. This helps resolve small problems 
before they become issues that could spur customers to change vendors.
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Bouse House uses a GPS system for routing, but Simison notes it’s not 
as beneficial as it may be to other wastewater contractors. That’s because 
customers on Cape Cod tend to be densely grouped and routes are easy to 
plan. “An average restroom truck does 20 to 30 stops a day in winter and 60 
to 80 a day in summer,’’ he says. “We can cover a lot of ground in a day. 
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… and take time to
enjoy what

you have.
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“In summer, traffic congestion is an issue,” he 
adds, as the region’s population almost triples on 
summer weekends. “But we know a lot of roads that 
tourists don’t know about, which helps the drivers 
quite a bit. And we try to make runs early in the 
morning and late at night. Some drivers start at 4:30 
a.m. and make deliveries until 7 or 8 p.m.” 

Today, about 75 percent of Bouse House’s gross revenue comes from 
portable restroom rentals and about 25 percent from septic service. On the 
restroom side, about 75 percent of the volume comes from construction and 
the balance from special events. 

Bouse House also performs septic system inspections, a requirement 
when homes are sold in Massachusetts. The inspections serve as a marketing 
tool because the technician leaves behind a flyer and a diagram of the septic 
system, with the hope that Bouse House will have an edge when it’s time for 
the new homeowner’s first pumpout.

 
eQUiPMeNT CorNer

The company has about 3,000 
restrooms, including roughly 25 
handicapped-accessible units and 
75 that comply with the Americans 
with Disabilities Act. Most units are 
made by PolyJohn Enterprises and 
Satellite Industries. The company also 
owns three restroom trailers used for 
special events. 

A fleet of vacuum trucks include, 
on the septic side, a 1990 Mack with a 
3,500-gallon steel tank built by Shorey 
Manufacturing and a 2003 Mack truck 
with a 4,500-gallon aluminum tank 
built by Progress VacTruck. Both 
rigs are equipped with Masport Inc. 
pumps.

For restroom service, the 
company runs trucks from three builders. From Keith Huber are a 2012 
Mitsubishi Fuso FE160 with a 650-gallon waste/400-gallon freshwater 
steel tank; a 2006 GMC C5500 with a steel 650-gallon waste/400-gallon 
freshwater tank; a 2006 Isuzu NRR with a steel 800-gallon waste/300-gallon 
freshwater tank; a 2007 Isuzu NRR with a steel 800-gallon waste/400-gallon 
freshwater tank; a 2008 Mitsubishi FE180 with a steel 650-gallon waste/350-
gallon freshwater tank; and a 2008 Mitsubishi FE145 with a steel 650-gallon 
waste/300-gallon freshwater tank. From Progress VacTruck is a 2014 Hino 
with an aluminum 800-gallon waste/450-gallon freshwater tank; Crescent 
Tank Mfg. provided a 2012 Mitsubishi Fuso FG140 with a steel 550-gallon 
waste/250-gallon freshwater tank. All the trucks use Masport pumps.

 
BeTTer TiMeS AHeAD

As for the future, Simison predicts growth for Bouse House. Because 
of his health, he says he’s not interested in growing the company through 
acquisitions at this point, but doesn’t rule it out in the future. 

But he also expects to continue spending less time on the job. His 
cancer is in remission, but doctors tell him it’s something that will always 
be present in his body; medication is expected to keep it at bay. And his 
immune system will always be somewhat compromised. All that gives 
Simison plenty to reflect on, and there’s no doubt he has newfound 
perspective on work and life. 

John Simison has a unique way of spelling success: PSAI.
Simison is a longtime member of the Portable Sanitation Association 

International (www.psai.org) and served on the group’s board of directors until 
last year, when illness forced him to resign. The owner of Bouse House Enterprises 
in Sandwich, Mass., firmly believes the organization is a valued business partner 
for portable restroom operators.

Every Bouse House employee receives PSAI training and certification, which 
gives the company a powerful marketing edge, Simison says. “Those certifications 
assure our customers that our employees have the minimum level of industry 
knowledge and know what needs to be cleaned and how to do it,” he explains. 
“It’s another way to get our foot in the door with customers.”

Proper training also gives Bouse House route drivers the confidence to 
tactfully tell customers when they need either more units on a job site or more 
frequent service. “Our people watch out for customers so they don’t get reported 
to a local board of health,’’ Simison says. “If drivers see toilets overused and dirty, 
they report it to a job supervisor.”

But don’t site supervisors resist the suggestion and see it as self-serving for 
Bouse House? Sure, sometimes they do, Simison says. But PSAI training gives the 
drivers the confidence to broach the subject in an objective, knowledgeable way.

 
CONFIDENCE BUILDER
Through relationships with fellow PSAI members, Simison says he also gains 

valuable tips and advice that even friendly local competitors won’t divulge for fear 
of giving away a business advantage. When Simison started Bouse House with a 
partner in 1983, there were only two or three competitors; now there are eight – 
and up to 20 within a 75-mile radius.

“So we keep emphasizing service and work as hard as we can with the people 
we have,’’ Simison says. “And the knowledge you gain from other PSAI members 
sure helps … you can try little tweaks, like how to make your bids more effective.” 

PSAI membership also yields another benefit: It gave Simison the knowledge 
and confidence to educate the dozens of local boards of health in and around Cape 
Cod about the portable sanitation industry, and to lobby for regulations requiring 
minimum numbers of restrooms for construction sites and special events, based 
on numbers of workers or attendees.

“We’re always sending boards information,” Simison says. “It didn’t happen 
overnight, but eventually they realized that job sites and special events needed 
minimum levels of portable restrooms. PSAI taught us how to educate both 
customers and town officials.”

Involvement in a trade group 
fuels company growth

You go backwards for 
a while when guys 

are always low-balling you. 
Sometimes we’d match a 
[lower] price and other times 
we’d bite our tongue and let 
the customer go. But lately a 
lot of them have come back 
… because they’ve found 
we provide great 
customer service.

—  John Simison

In the yard at Bouse 
House, most of the 
inventory of 3,000 

restrooms are 
produced by PolyJohn 

Enterprises and 
Satellite Industries.
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“Being sick made me realize that work isn’t everything,” he says. “I 
should have hired a manager years ago. The cancer kind of grounded me 
… both literally [being office-bound] and figuratively. It was a very good 
lesson for someone who always thinks they can do it all. My advice for 
others is don’t always try to do everything … and take time to enjoy what 
you have.” ■

       MORE INFO

Crescent Tank Mfg.
585/657-4104
www.crescent-tank.com

Hino Motor Sales U.S.A., Inc.
248/699-9300
www.hino.com
(See ad page 27)

Isuzu Commercial Truck of 
America
866/441-9638
www.isuzucv.com

Keith Huber Corporation
800/334-8237
www.keithhuber.com

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

PolyJohn Enterprises
800/292-1305
www.polyjohn.com
(See ad page 107)

Progress VacTruck
www.progressvactruck.com

Satellite Industries
800/328-3332
www.satelliteindustries.com
(See ads, pages 2, 49)

Shorey Manufacturing
508/432-0596
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Aluminum Tanks      •      Full Open Door Hoist Tanks 

Call for Pricing!
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•  Carbon steel and aluminum available

• A tradition of reliable service

•  Large range of sizes  

(400 - 6000 Gal.)

• Complete line of parts
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• Heavy Duty Toilet Carrier

• Trailer Hitch

•  Spring Rewind Reel  

(Optional Dual Service)

• 2" Bucket Quick Fill

• Driver Side Work Station

• Dual Side Tool Box

•  Electric Water Pump 40 PSI 6 GPM 

(Air Pressurized Optional)

• Coated Water Compartment

• Full Set of Working Lights

• Truck-Lite Lights

• 50 ft. Water Hose with Nozzle

• Vacuum and Pressure Relief Valve

Stock Tanks 
Available

Put Our Experience to Work for You

LELY Commercial 
Wastehandling 
Equipment

Portable Toilet Trucks
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adds, as the region’s population almost triples on 
summer weekends. “But we know a lot of roads that 
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restroom side, about 75 percent of the volume comes from construction and 
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eQUiPMeNT CorNer

The company has about 3,000 
restrooms, including roughly 25 
handicapped-accessible units and 
75 that comply with the Americans 
with Disabilities Act. Most units are 
made by PolyJohn Enterprises and 
Satellite Industries. The company also 
owns three restroom trailers used for 
special events. 

A fleet of vacuum trucks include, 
on the septic side, a 1990 Mack with a 
3,500-gallon steel tank built by Shorey 
Manufacturing and a 2003 Mack truck 
with a 4,500-gallon aluminum tank 
built by Progress VacTruck. Both 
rigs are equipped with Masport Inc. 
pumps.
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BeTTer TiMeS AHeAD
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Wee Engineer
WITH IMAGINATION Call us for a quote

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

877.296.2555   
Phone: 765.296.2027   

Fax: 765.296.3027
www.wee-engineer.com

Join us on Facebook!
Thank you Johnny on the Spot for purchasing two more units.

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 ea.

• Industry Finance Specialists

•  Industrial and Commercial  
Equipment Financing

• Manufacturer Programs Available

• Acquisitions Financing

A Premier Commercial 
Finance Company that 
specializes in financing  

& leasing equipment  
in the Waste &  

Environmental Industries

SERVING THE NEEDS OF  

THE WASTE INDUSTRY FOR  

OVER 20 YEARS 

People’s United  
Equipment Finance Corp.

 A subsidiary of People’s United  
Bank

PLEASE CONTACT YOUR LOCAL REPRESENTATIVE

John Moore
Cell: 720-315-5700

Area: CA, NV, CO, ID, MT, 
WY, UT, AZ, NM, NE, KS

Kevin Parry
Cell: 704-650-2635
Area: NC, WV, SC,  

Western VA, Inside Sales

Gerald Hargrave
Cell: 713-898-0531

Area: TX, OK, LA, NM

Bob Pritchett
Cell: 205-999-4214

Area: GA, FL,  
AL, MS, AR

Kevin Steier
Cell: 502-741-7524
Area: TN, KY, OH,  

WV, MO, IN

Perry Siler
Cell: 231-745-3495

Area: MN, WI, IL, IN, 
MI, OH, 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
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A s of February, new or replacement surface discharge septic systems 
in Illinois require a general permit from the U.S. Environmental 
Protection Agency if they discharge to the “waters of the United 

States,” to conform to national standards. The EPA says its definition of the 
term includes “among other things, traditional navigable waters, tributaries 
of traditional navigable waters, and wetlands that are adjacent to traditional 
navigable waters or their tributaries.” Anyone not eligible for the general 
permit may apply for an individual permit from the state EPA.

The federal permits, issued under the National Pollutant Discharge 
Elimination System, also set discharge limits (1,500 gpd) and require 
inspection, reporting and effluent monitoring by a qualified person every six 
months and visual inspection by the property owner twice a year (including 
a log of inspection dates and findings). Connection to a sanitary sewer 
system is required if it is less than 300 feet away from the property.

It is the homeowner’s responsibility to make the determination if the 
system requires a permit. Violations would be subject to enforcement action 
under the Clean Water Act. Guidance provided in an FAQ document posted 
by EPA Region 5 indicates that most newly installed systems, at least during 
exceptionally wet periods, would meet the requirements for a permit.

There are also requirements for notifying the EPA if the property 
changes hands so a permit can be issued to the new owner.

 
Alabama

Illegal septic systems and other problems are forcing about 80 families 
out of their mobile homes at Pleasure Point Park and Marina on Lake Martin 
in Dadeville. The property is owned by Alabama Power, which was cited last 
summer for 19 violations, including unpermitted and illegal septic systems 
and graywater discharges from the homes. 

For almost 50 years, the company has been leasing 37 acres to Pleasure 

Point, which then subleases the lots to individual homeowners. Canceling 
the lease with Pleasure Point means all the homeowners must move 
their mobile homes by June 30. While most are vacation homes, some are 
permanent residences.

Alabama Power says it could cost up to $1 million to remove all the 
illegal systems and clean up the property. The tenants claim a community 
onsite system could be built for about $300,000, but the power company says 
a remedy could cost up to $2.5 million.

 
Kansas

The Kansas Department of Health and Environment has issued 
specifications county health jurisdictions can use if they want to allow 
graywater reuse in their communities. It is not a rule, and local officials 
are free to decide whether or not to allow graywater reuse, according to a 
February memo from the department.

“The local authorities responsible for enforcing County Sanitary Codes 
have always and still have the ability to adopt local graywater rules and 
regulations as part of their approved Sanitary Code, in order to allow or 
prohibit graywater use and reuse,” the memo states. “Local authorities may 
also approve graywater systems as a variance to existing codes. We want to 
make it clear, it is not mandatory that local authorities allow graywater reuse. 
However, if a local authority wishes to pursue reuse, they may.”

KDHE has also offered technical assistance to local officials should 
residents request permission to reuse graywater. The specifications apply 
only to single-family homes; graywater reuse from any other source is 
prohibited.

According to the department, interest in graywater reuse is on the rise 
due to drought conditions. A bill that would have required KDHE to develop 
rules and regulations died in committee in 2013, but the department 
was tasked with drafting specifications, “that would meet the needs of 
Kansas residential constituents, while protecting public health and the 
environment,” according to the memo.

 
Maryland

Even proponents say there’s not much chance of them passing, but two 
bills in Maryland would have the state reimburse people for lost property 
value due to the Sustainable Growth and Agricultural Preservation Act of 
2012. The law restricts the use of septic systems in residential subdivisions 
across the state, among other things.

One proposal, House Bill 576, would require payments to landowners 
from the state for lost property values based on the average of three 
appraisals. Senate Bill 176 calls for income tax credits. The Republican bills 
have little chance of passing the Democrat-controlled legislature. A GOP bill 
to repeal the septic law last year died in committee. ■

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.

Rules & Regs

Illinois Sets Surface Discharge 
Permit Requirements
By Doug Day and Sharon Verbeten
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only to single-family homes; graywater reuse from any other source is 
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Since 1976, Pumpers have been carrying the 
premier line of biological treatment products from 
Cape Cod Biochemical Company for septic tanks, 

grease waste systems, and for restoring drainage 
to soil absorption systems.

Cape Cod Biochemical Co.

800-759-CCLS
www.SepticOnline.com

Green Products for 
Septic Professionals 
Since 1976

CCLS: USDA-Approved liquid bacteria/enzyme product for residential and commercial septic 
tank maintenance. This is the answer to the question, “Is there anything I can put in my tank…?”

BIO-REM E-D: extremely high-count, USDA-Approved granular bacteria/enzyme product with 
very good grease capability, for use in small grease traps and to help restore drainage to sluggish 
drain fields and leaching structures.

DrainMaster: liquid bacteria-enzyme concentrated drain cleaner removes buildup and has good 
grease capability for automatic injection into larger grease waste systems.

AfterShock: oxidizer-enhanced bacteria bioremediation restorative. The best of our products at
restoring clogged drain fields and leaching structures. Amazing performance.

For details on these products, as well as our program of “Better Business Through Customer 
Education” please call us at 1-800-759-2257. We’ll send you our catalog–including prices 
and  all educational materials–or visit us at www.SepticOnline.com. Thank you.
    

–Rick Howe, President

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

info@cohsi.com • 630.906.8002 • www.cohsi.com

• 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 fit 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.

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:  
VC-454, VC-565

Rotary Vane Pumps  
Challenger 
Fruitland 

Wittig/GD

US MADE

VC-454
Side 

Mounted 
VC-454

VC-565

Building Quality Since 1950!

Happy Father’s DayHappy Father’s Day
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O On January 15, 2009, US Airways Flight 1549 was on its way to Charlotte, 
N.C., when, two minutes after takeoff, a flock of Canada geese flew 
into the aircraft causing both engines to fail. The passengers braced 

for impact. As the plane fell from the sky, the freezing waters of the Hudson 
River came into view and Flight 1549 hit the water at 150 mph. 

Dave Stockton, a businessman on the plane, said later in a television 
interview, “When you think you’re going to die, you start thinking about 
your life … your family, Little League baseball, things like in a movie.” All 156 
passengers survived the crash in the 36-degree water, and their lives were 
changed forever.

This was a totally unexpected occurrence in everyone’s life that 
morning. But what was a sure disaster became a much different story than 
anyone could have imagined. The pilot of the plane, Capt. Chesley “Sully” 
Sullenberger, said in a news interview that, while this emergency was 
unexpected, he was not unprepared:

“One way of looking at this might be that for 42 years I’ve been making 
small regular deposits in this bank of experience, education and training. 
And on January 15, the balance was sufficient so that I could make a very 
large withdrawal,’’ he explained.

What was evident to everyone on Flight 1549 was that this captain had 
spent sufficient time preparing himself for the unexpected. The unexpected 
occurs every day in our business and personal lives. Those who are wise 
always expect the unexpected and prepare accordingly. How do you prepare 
for the unexpected? Here are a couple of thoughts consider where it concerns 
your business:

 
Value experience
Every business has a number of experiences – personal and 

professional, positive and negative – in its history. It is impossible to 
run a business without facing and overcoming difficulty. The collective 
wisdom learned should be shared. Rather than forgetting and burying 
past mistakes, those who are wise will take the time to review and discuss 
past solutions and new ways to confront problems should they, or similar 
problems, surface again. This is not about assigning blame; it’s about 
discovering what went wrong and why. Reviewing problems can help 
prevent them in the future. Sullenberger’s experience made the difference 
in the lives of everyone on board.

 
Rethink training
In the archives of every business, whether it is small and family owned 

or a large corporation, events have occurred that need to be discussed and 
reviewed with an emphasis on discovering answers to past problems. This 
is exactly what Sullenberger’s training was all about. He had investigated 

accidents in the past and understood the fatal flaws that resulted in tragic 
consequences. Training is not just a special class or attending a seminar. 
Training takes place every day in how we view and carry out our tasks and 
responsibilities. Safety training, for instance, is not simply where to find the 
fire extinguisher, but what fires were caused in the past and why.

 
Educate everyone
It is important to remember that Sullenberger was not selected for 

singular education in flight safety but was included in a number of flight 
safety training programs held throughout his career. What if his age, his 
background or his previous educational experiences had disqualified him 
from training, or what if he had decided it was unnecessary at his level of 
experience? Training everyone is in the best interest of every business.

 
Make regular deposits
Every day your business has an opportunity to train, motivate and 

recognize employees. Helping everyone do the best in any job should be the 
function of every manager.

Unexpected events do not always occur when the boss is around to 
make a decision. They can occur on a residential pumping job or when 
setting up portable restrooms on a construction site – and that’s often the 
time and place to act. It is those everyday occurrences where being confident 
and prepared can make a difference in the outcomes that affect employees, 
clients, management, products and the well-being of the business. The 
unexpected can come from anywhere, at any time.

 
LITTLE DETAILS

Who could have expected and prepared for a flock of Canada geese 
to bring down a modern aircraft? Sullenberger responded by trusting his 
experience, education and training to guide him in wise and thoughtful 
action.

Taking care of the little details, learning to be observant, and openly 
discussing problems and issues without fear is a trait of being successful. 
Training and experience help everyone prepare for the unexpected so that 
when a major crisis comes, a safe landing can be made.  ■
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Stan Craig is a financial 
planner, executive coach, 
speaker and the author of 
ForeTalk: Taking Care of 
Tomorrow Today. 
For more information, visit 
www.ForeTalkSeminar.com.
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2013 PETERBILT 337
• C300 Horsepower PX 9

• Air brakes
• 33,000 GVW

• 6 Speed transmission
• Rear Locker

• Air Ride Suspension
• T 5454 Marine Grade Aluminum

• 2,500 gal. Robinson aluminum tank
• Single compartment t, 2500 waste

• NVE primary moisture trap
• NVE 20" top man way

• Full length hose trays both sides
• 4" Inlet, rear • 4" Discharge

• Anti-surge baffles

Industries,  Inc.

It has a 
Cummins!

$112,835

$99,950

2013 FREIGHTLINER M2 112 
• 450 Horsepower DD13
• 10 Speed transmission

• Jacobs engine brake
• Aluminum wheels• Power mirrors
• 3600 gal. steel hoist & door tank

• NVE primary moisture trap

• NVE 20" top man way
• Aluminum Hose trays

• 4" waste discharge line with 
valve, adapter, and cap

• Anti-surge baffles
• (2) NVE sight eyes

$149,900

$106,900
• Cummins 240 HP engine

• Allison 2500 6-speed RDS automatic
• Air brakes • 25,999 GVWR
• 2,000 gal. aluminum tank

• Two compartment tank, 500 fresh 
water/1,500 waste

• NVE primary moisture trap

• NVE 20" top man way
• Full length hose trays both sides and 

across rear
• 4" waste discharge line with valve, 

adapter, and cap
• Anti-surge baffles

• Heavy duty toilet carrier with trailer hitch

• 1,200 gal. aluminum tank  
900 waste/300 fresh

• Two compartment tank
• Masport HXL4

2014 PETERBILT

2013 FORD F550

2014 INTERNATIONAL 4300 

2014 PETERBILT

2006 INTERNATIONAL 4300 

NEW TANK & PUMP

2014 PETERBILT

• 260 HP Cummins Turbo Diesel
• Air brakes

• 33,000 GVW
• Rear differential locker
• 6 Speed transmission

• 2,500 gallon steel septic truck
• Jurop RV 360 vacuum system

• One tool box
• Two work lights (at rear )

• Heavy duty bumper

• 350 HP Cummins Turbo Diesel
• 10 Speed transmission

• 3,600 gallon aluminum septic 
truck

• Jurop NVE 866 vacuum system
• One tool box

• Two work lights (at rear )
• Heavy duty bumper• 245 HP Cummins Turbo Diesel

• Air brakes
• 33,000 GVW

• Auto transmission
• 2,300 gallon steel septic truck

• Jurop PN84 vacuum system
• One tool box

• Two work lights (at rear )
• Heavy duty bumper

• 300 HP Cummins Turbo Diesel
• Air brakes

• 33,000 GVW
• 6 Speed transmission

• 2,500 gallon aluminum septic 
truck

• Jurop PN84 vacuum system
• One tool box

• Two work lights (at rear )
• Heavy duty bumper

$90,495

$134,620
$59,750

$112,575
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• Allison 2500 6-speed RDS automatic
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• 2,000 gal. aluminum tank

• Two compartment tank, 500 fresh 
water/1,500 waste

• NVE primary moisture trap
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• Full length hose trays both sides and 

across rear
• 4" waste discharge line with valve, 
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• Anti-surge baffles
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2014 INTERNATIONAL 4300

$77,950



O On January 15, 2009, US Airways Flight 1549 was on its way to Charlotte, 
N.C., when, two minutes after takeoff, a flock of Canada geese flew 
into the aircraft causing both engines to fail. The passengers braced 

for impact. As the plane fell from the sky, the freezing waters of the Hudson 
River came into view and Flight 1549 hit the water at 150 mph. 

Dave Stockton, a businessman on the plane, said later in a television 
interview, “When you think you’re going to die, you start thinking about 
your life … your family, Little League baseball, things like in a movie.” All 156 
passengers survived the crash in the 36-degree water, and their lives were 
changed forever.

This was a totally unexpected occurrence in everyone’s life that 
morning. But what was a sure disaster became a much different story than 
anyone could have imagined. The pilot of the plane, Capt. Chesley “Sully” 
Sullenberger, said in a news interview that, while this emergency was 
unexpected, he was not unprepared:

“One way of looking at this might be that for 42 years I’ve been making 
small regular deposits in this bank of experience, education and training. 
And on January 15, the balance was sufficient so that I could make a very 
large withdrawal,’’ he explained.

What was evident to everyone on Flight 1549 was that this captain had 
spent sufficient time preparing himself for the unexpected. The unexpected 
occurs every day in our business and personal lives. Those who are wise 
always expect the unexpected and prepare accordingly. How do you prepare 
for the unexpected? Here are a couple of thoughts consider where it concerns 
your business:

 
Value experience
Every business has a number of experiences – personal and 

professional, positive and negative – in its history. It is impossible to 
run a business without facing and overcoming difficulty. The collective 
wisdom learned should be shared. Rather than forgetting and burying 
past mistakes, those who are wise will take the time to review and discuss 
past solutions and new ways to confront problems should they, or similar 
problems, surface again. This is not about assigning blame; it’s about 
discovering what went wrong and why. Reviewing problems can help 
prevent them in the future. Sullenberger’s experience made the difference 
in the lives of everyone on board.
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In the archives of every business, whether it is small and family owned 

or a large corporation, events have occurred that need to be discussed and 
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function of every manager.

Unexpected events do not always occur when the boss is around to 
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time and place to act. It is those everyday occurrences where being confident 
and prepared can make a difference in the outcomes that affect employees, 
clients, management, products and the well-being of the business. The 
unexpected can come from anywhere, at any time.

 
LITTLE DETAILS

Who could have expected and prepared for a flock of Canada geese 
to bring down a modern aircraft? Sullenberger responded by trusting his 
experience, education and training to guide him in wise and thoughtful 
action.

Taking care of the little details, learning to be observant, and openly 
discussing problems and issues without fear is a trait of being successful. 
Training and experience help everyone prepare for the unexpected so that 
when a major crisis comes, a safe landing can be made.  ■
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Portable Restrooms | Hand Wash Stations | Restroom Trailers | Deodorizer Products | Service Trucks | Support Products | Accessories

The Summit
Wheelchair Accessible & Family Portable Restroom

�e NEW Summit is the perfect alternative to the larger 
ADA compliant restroom. It is smaller and easy to 
maneuver with one person. �e Summit is wheelchair 
accessible or can be used as an oversized restroom when 
extra space is needed. Available in 40 and 74 gallon con�gurations.

Summit 
Portable Restroom

SERIES
Mobile Restroom 
TRAILERS

Enjoy comfort and convenience in our NEW 
Select Series mobile restroom trailers featuring simple 
styling, quality interior �nishings and advanced 
exterior construction. Available in 8’, 10’ and 13’ con�gurations.

Manufactured by 
Black Tie Products 
for Five Peaks

40 Gallon Tank 74 Gallon Tank Shown: Select 13

Built Rock Solid. 
Introducing... The Summit and Select Series Mobile Restroom Trailers

NEW!

To place an order or for more information please contact us:

Five Peaks    231.830.8099      866.293.1502       231.739.2131

   fivepeaks.net  |  info@fivepeaks.net  |        Follow us on facebook        

We offer a vast selection of Pumper & 
Cleaner products to meet  
your specific 
needs.

1000 Marble Mill Circle, Marietta, GA 30060
Toll Free: 800-241-2680   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 -

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

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

$97ON
LY

( Coupled M X F Aluminum 

Quick Couplings)

Telephone: 800-722-8384

ARTHUR CUSTOM TANK
MID-STATE TANK
ARTHUR CUSTOM TANK
MID-STATE TANK

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

Sullivan, IL 61951

Fax: 217-728-8384

www.midstatetank.com

A.S.M.E. Certi�ed / D.O.T. Approved
 UL-142 Listed Tanks for your Business

Contact: 
Gene for a quote or check on stock tanks

Manufactures of dependable stainless steel and 

aluminum pressure / vacuum tanks and trailers 

for the septic, industrial and portable trucks.

Arthur Custom Tank is a subsidiary of Mid-State Tank
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We bring all makes and models of  industrial vacuum loaders, vacuum excavators and waterblasters back to life.

So they run like they used to. Think of  FS SolutionsSM as your truck’s performance enhancing agent.

MAKE YOUR TRUCK PERFORM LIKE IT USED TO.

A proud member of the Federal Signal Family.
© 2014 Federal Signal Corporation

www.fssolutionsgroup.com    1.800.822.8785

Francis and Estelle Overmars, of Bio-Liquid Waste 
Disposal, are shown with a Peterbilt vacuum truck with 
a tank from Vacutrux. The couple has built a thriving 
pumping business in Nova Scotia, Can., including its own 
dewatering operation. (Photos by Warren Robertson)

ContraCtor Profile

OWNER: Francis Overmars

FOuNdEd: 1987

EmplOyEES: 5
SERvicES: Septic service and 
repairs, pumping catch basins and 
grease traps, portable sanitation, 
graywater tank rentals

SERvicE AREA:  
Northeastern Nova Scotia

AFFiliAtiONS: 
Waste Water Nova Scotia

WEBSitE: www.bio-liquidwaste.ca

Bio-liquid Waste disposal
Antigonish, Nova Scotia, Canada

Nova
Scotia

H

Transformers

Canadian farmer Francis Overmars moves 
from feeding cows to dewatering septage 
to build a profitable business that promotes 
a cleaner environment  By Peter Kenter

C onstantly eyeing industry technology advances 
and government regulation of liquid waste 
haulers, Francis Overmars has transformed a small 

Canadian dairy heifer farming operation into a vital, 
diversified wastewater services provider.

Over the course of nearly 30 years, Overmars moved 
from scratching out a living in farming to a more profitable 
venture in Bio-Liquid Waste Disposal, Antigonish, 
Nova Scotia. Along the way, he’s creatively addressed 
challenging disposal issues and built a family operation he 
one day hopes to pass down to the next generation.

“I was raised on a dairy farm,” says Overmars. “When 
my brother took over the farm, I bought the 150-acre farm 
next door, where we raised 120 dairy heifers. When they 
reached two years of age, the heifers were returned to my 
brother as dairy cows.” However, Overmars found he was 
working long hours for minimal returns. He branched out 
into pumping residential septic tanks in 1987 based on a 
perception that the area required better septic service.

(continued)Profile
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(continued)Profile



iNCUBATiNG THe BUSiNeSS
Overmars’ story began with an undersized vacuum truck, which 

he soon replaced with a new 1,900-gallon steel tank from Husky Farm 
Equipment outfitted with a Jurop vacuum pump. “We started slowly, mostly 
pumping one or two residential tanks in the evenings for a couple of hours a 
day,” he says. “Three or four years later, we hired our first driver to handle the 
expanding business so I could keep working the farm.”

Septic tanks are emptied into the farm’s sewage lagoon, which is kept 
separate from animal waste. Once processed, the material is applied on the 
farm as fertilizer for crops to be consumed by farm animals – grasses, hay or 
corn, for example.

In 1992, Overmars and other 
septic pumpers formed the Septic 
Pumpers Association of Nova 
Scotia, which later merged with 
the Waste Water Nova Scotia 
Society. The association is devoted 
to improving customer service 
and updating members on the 
latest industry technologies and 
techniques. 

“It’s a heavily regulated 
industry,” notes Overmars. 
“Membership gives you a voice 
in helping to influence those 
regulations.” 

That same year, the business 
expanded to include portable 
restroom rentals, offering four 
used units from PolyJohn Canada. 

Today, the company offers 150 
PolyJohn restrooms, including 
four white wedding units, an 
Ultralav II wedding trailer from 
Wells Cargo, and a brand new 
Explorer II trailer from McKee 
Technologies, purchased 
at the 2014 Pumper and 
Cleaner Environmental Expo 
International.

 
BUilDiNG THe fleeT

Company growth prompted 
an expansion of the service fleet. 
In 1997, the company sold its 
original truck and bought a used, 
single-axle 1995 International 
with a 2,500-gallon steel tank 
and Wallenstein pump (Elmira 
Machine Industries) built out 
by Vacutrux, the company’s 

provider of tanks from that point on. In 2003, Overmars purchased a 1999 
tandem axle Sterling, featuring a 4,000-gallon steel tank and 120-gallon 
polyethylene freshwater tank and Fruitland Manufacturing pump. The 
vehicle is still in use today. 

“In 2006, we bought a new chassis from Peterbilt and outfitted it with 
the 2,500-gallon tank and pump from the 1995 International, which we 
converted to a dump truck,” says Overmars.

More recent acquisitions include a 2008 Sterling Bullet with a 
Wallenstein pump and a three-compartment (720-gallon waste/dual 
150-gallon freshwater) steel tank. The freshwater compartments are front 
and rear, with the waste tank in the center.

(continued)

The Bio-Liquid Waste Disposal team includes, from left, 
Troy Myles, Andy Ledrew, Tony Giesbrecht, Francis and Estelle 
Overmars, Mark and Maureen Overmars, and Bailey Hayne.

Right: Technician Tony Giesbrecht 
pumps a tank using his 2006 Peterbilt 
truck. The tank was built by Vacutrux.

Below: Office manager Bailey Hayne 
starts her day answering emails and 

phone messages, then planning drivers’ 
routes for septic service, portable 
sanitation and mobile dewatering.
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advertising is radio active
An active advertising program is one of the ways in which Bio-Liquid Waste 

Disposal stands out in the community.
“We do a lot of advertising,” says owner Francis Overmars. “In fact we seem 

to be the only company in our market that advertises and we certainly benefit 
from it.” 

The company’s most pervasive form of advertising is a website. The site 
describes the company’s range of services in addition to providing educational 
resources for customers. The offerings are mirrored on its Facebook page.

The company also advertises in the local newspaper, frequently reminding 
customers it’s time for septic tank service or offering portable restroom rentals.

However, one of Bio-Liquid Waste Disposal’s best promotional buys has been 
radio advertising on two local stations.

“Sometimes we sponsor the weather report and other times they’re complete 
20-second or 30-second ads, which are quite affordable,” says Overmars. “We 
generally come up with the ideas and the station’s advertising agency put the ads 
together for us.”

The company generated considerable returns on a Christmas season 
advertisement – a poem written by one of the staff members and set to music by 
the station’s advertising staff.

“It was extremely popular,” says Overmars. “The radio station told us that it 
was the first time in its history that people phoned 
in requesting to hear an advertising jingle.”

“We like this tank design, because we found that with just one freshwater 
compartment, you started your morning with a full load of water in front that 
dwindled as the waste increased, so the load wasn’t well balanced for most 
of the day,” he says. “Keeping the waste compartment in the middle between 
the front and rear axles makes for better weight distribution as we maintain 
balance in the front and rear freshwater compartments.”

In winter, the rear freshwater tank is filled with brine for recharging 
portable restrooms in freezing temperatures.

The newest vehicle is a 2009 Chevy Silverado 3/4-ton pickup. It’s paired 
with a slide-in steel 300-gallon waste/150-gallon freshwater tank and 
Wallenstein pump.

The trucks pull three portable restroom transport trailers: a 12-unit 
carrier from McKee Technologies, and two built in-house, one with room 
for six units and another for 10. Two Kubota mini-excavators round out the 
fleet: a U35 and a KX121.

 
PHASiNG oUT HeiferS

Overmars phased out his dairy heifer operation three years ago. 
“Farming was 80 percent of the work and none of the profits, and my knees 
were wearing out,” he explains. “All that’s left of farming is growing crops.”

Today, Bio-Liquid Waste Disposal employs five people: Bailey Hayne 
works in the office, while Troy Miles and Andy LeDrew perform field duty. 

Francis’ son Mark, 28, recently returned from 
Halifax with his family to join the business.

The company covers a service area of 
about a 65-mile radius from Antigonish. 
Revenue for the business is split almost evenly 
between septic and other pumping work and 
portable sanitation. Aside from traditional 

Francis Overmars, right, and his son, 
Mark, inspect solids during dewatering. 

The company uses geotextile dewatering 
tubes supplied in Canada by Syn-Tex and 

Terratube for the job. The tubes are 45 
feet in diameter and 80 feet long.

Technician Andy Ledrew dumps a 1999 
Sterling vacuum truck, built out by 
Vacutrux, into a settling lagoon. Settled 
solids are transferred to geotextile 
dewatering tubes each fall, shown in the 
background.
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advertising is radio active
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septic service, the company offers septic inspections, cleans catch basins 
and grease traps, and rents out graywater tanks.

Portable sanitation work includes year-round construction and road-
building, weddings and area summer events, such as the Evolve music 
festival, the Stan Rogers Folk Festival and races at the local James River 
International Speedway. Overmars is looking to buy at least one additional 
wedding trailer to meet the demand from discerning special-event 
customers. 

“We really like the ease of setup, versus delivering and setting up four 
separate restroom units,” he says. “And with 
white plastic, it’s often very difficult to keep 
them free of handprints and dirt.”

 
ProMoTiNG THe SePTiC SiDe

Overmars is working hard to promote and 
expand the septic side of the business. One 
service advertised prominently to homeowners 
is installation of septic tank risers and lids, 
which are provided by Tuf-Tite Inc. Customers 
benefit from this service, saving the cost of 
digging out tank lids moving forward and 
pumpers also appreciate the easier tank access.

“That’s where the mini-excavators are useful,” says Overmars. “A lot 
of the septic tanks have 3 feet of soil on top of them, so we try to convince 
customers that it’s more convenient both for them and for us to install risers 
than to dig up their property each time.”

The company maintains an on-site welding and repair facility for trucks 
and equipment. 

“We don’t take engines apart, but we grease, oil, paint and do general 
repairs,” says Overmars. “Having the shop is as much about keeping the guys 
busy so we can keep our trained staff employed all year.”

Septage land application regulations have been tightening, an issue 
that Overmars has to stay out in front of. Provincial rules require companies 
that land-apply to organize a meeting in the community each year, seeking 
consensus prior to applying for a permit.

“We make sure that the premises are as presentable as possible,” says 
Overmars. “We don’t want to give anyone an issue regarding the permit. 
The whole farm is neat and organized and we even mow around the sewage 
lagoons. Some community members are shocked at how well we maintain 
the acreage.”

 SlUDGe To ferTiliZer
In a dewatering process, Overmars creates 

a Class B compost fertilizer product that he 
hopes will continue to meet with community 
approval. He uses geotextile dewatering tubes 
supplied in Canada by Syn-Tex of Winnipeg, 

Manitoba, and Terratube of Saint-Romuald, 
Quebec, for the job. The tubes are 45 feet in 
diameter and 80 feet long.

“We empty the lagoons into the dewatering 
bags in October when the weather cools down,” 
he says. “We fill them to 7 feet high and add a 

polymer chemical and by the next day they’ve reduced to 16 inches of sludge. 
We continue to refill them as they dewater, over about three years. Once the 
bags are full, we split them open and the result is dewatered sludge, suitable 
for spreading.” 

Nova Scotia wastewater treatment plants won’t accept sewage from 
pumpers, largely because of its highly concentrated nature and the presence 
of aerobic bacteria, which may conflict with anaerobic sewage treatments. 
Overmars hopes to offer the dewatering service to other customers looking 
for a more efficient way to dispose of waste. 

“We’ve done some dewatering for the town of Antigonish, and have had 
several pumping companies in our business express interest in it,” he says. 
“We supply the bag and quipment. Everything fits conveniently into a cargo 
trailer, which makes things portable and easy to transport.”

 
MoNiToriNG NeW TeCHNoloGY

Overmars attends the Water and Wastewater Equipment, Treatment 
and Transport (WWETT) show (formerly the Pumper & Cleaner Expo) 

A lot of the septic tanks have 3 
feet of soil on top of them, so we 

try to convince customers that it’s more 
convenient both for them and for us to 
install risers than to dig up their 
property each time

— Francis Overmars

Left: Bio-Liquid Waste Disposal encourages 
homeowners to install risers and lids to 
systems for more convenient pumping and 
inspection. Andy Ledrew is shown loading a 
truck for delivery.

Below: Technician Troy Myles secures a 
PolyJohn restroom to his Sterling Bullet 
service truck, built out by Vacutrux.

(continued)

CALL TO ORDER TOLL FREE 866-872-1224 • www.varcopumper.com SOURCE KEY
6P14

BRASS LEVER
VALVE COMBO
Brass Lever Valve
Combination Deals
Include Lever Valve,
Type "F" Male
Adapter by Male
Thread and Dust Cap.

3" 4" 6"

$121.00 $175.00 $350.00

DUTY FLEX HOSE
COUPLED HOSE STARTING AT

$2847
100 FT. BULK SAVE!

2" 3" 4"

$1.59 ft $2.79 ft $4.95 ft

TIGER FLEX HOSE
COUPLED HOSE STARTING AT

$2847
100 FT. BULK SAVE!

1½  " 2" 2½  "

$1.49 ft $1.79 ft $2.99 ft

3" 4" 6"

$2.99 ft $5.25 ft $11.49 ft

PORTA-GREASE OIL 
RESISTANT HEAVY 
DUTY CORRUGATED 
PVC SUCTION HOSE
COUPLED HOSE STARTING AT

$4855
100 FT. BULK SAVE!

2" $3.67 ft

TIGER FLEX HOSE
COUPLED HOSE STARTING AT
TIGER FLEX HOSETIGER FLEX HOSE

BRASS LEVER VALVE
Our Brass lever valve is made
of solid brass and has a quick opening lever. Full 
port allows for easy � ow. Female NPT threaded.

2" 3" 4" 6"
MZ - $121.50 $182.50 $316.50
RIV $65.00 $108.00 $152.00 $299.00

MZ
BRAND RIV

BRAND

BRASS LEVER
VALVE COMBO

Thread and Dust Cap.

Combination Deals
Include Lever Valve,

BRASS LEVER
VALVE COMBO

Include Lever Valve,

Buy a Combo
& SAVE MONEY!

BATTIONI PUMPS
FROM

$1,24000
VARCO 
PATRIOT 
PUMP

310 CFM JUST

$2,59500

MAX PACK
$4,549.95

MUFFLER PACK
$3,849.95
PUMP STAND

RIGHT ANGLE PACK:
$3,499.95

JUROP PUMPS
FROM

$1,39500

VARCO 
PATRIOT 

MAX PACK
$4,549.95VARCO MAX PACK

200 ft 300 ft

1⁄8" $48.60 $66.88

¼  " $107.77 $150.52

3⁄8" $215.06 $304.05

JETTER-
FLEX 
LATERAL 
LINE HOSE
VARCO
Branded & 
MADE IN
THE USA

RUBBER
PROTECTION
SLEEVES FOR
PUMP COUPLINGS
ITEM # SIZE PRICE BUY 2+

1005-0033 #6 $15.95 -
1005-0032 #7 $19.95 -
1005-0010 #8 $23.95 $22.50
1005-0019 #9 $39.95 $26.47
1005-0040 #10 $43.95 $37.06

KITS FROM

$13100
INDIVIDUAL

NOZZLES
FROM

$3300

JETTER NOZZLE KITS

Look in this
Pumper Magazine
on page ____ for
our FREE Catalog!

6P14.indd   1 5/15/14   10:55 PM



septic service, the company offers septic inspections, cleans catch basins 
and grease traps, and rents out graywater tanks.

Portable sanitation work includes year-round construction and road-
building, weddings and area summer events, such as the Evolve music 
festival, the Stan Rogers Folk Festival and races at the local James River 
International Speedway. Overmars is looking to buy at least one additional 
wedding trailer to meet the demand from discerning special-event 
customers. 

“We really like the ease of setup, versus delivering and setting up four 
separate restroom units,” he says. “And with 
white plastic, it’s often very difficult to keep 
them free of handprints and dirt.”

 
ProMoTiNG THe SePTiC SiDe

Overmars is working hard to promote and 
expand the septic side of the business. One 
service advertised prominently to homeowners 
is installation of septic tank risers and lids, 
which are provided by Tuf-Tite Inc. Customers 
benefit from this service, saving the cost of 
digging out tank lids moving forward and 
pumpers also appreciate the easier tank access.

“That’s where the mini-excavators are useful,” says Overmars. “A lot 
of the septic tanks have 3 feet of soil on top of them, so we try to convince 
customers that it’s more convenient both for them and for us to install risers 
than to dig up their property each time.”

The company maintains an on-site welding and repair facility for trucks 
and equipment. 

“We don’t take engines apart, but we grease, oil, paint and do general 
repairs,” says Overmars. “Having the shop is as much about keeping the guys 
busy so we can keep our trained staff employed all year.”

Septage land application regulations have been tightening, an issue 
that Overmars has to stay out in front of. Provincial rules require companies 
that land-apply to organize a meeting in the community each year, seeking 
consensus prior to applying for a permit.

“We make sure that the premises are as presentable as possible,” says 
Overmars. “We don’t want to give anyone an issue regarding the permit. 
The whole farm is neat and organized and we even mow around the sewage 
lagoons. Some community members are shocked at how well we maintain 
the acreage.”

 SlUDGe To ferTiliZer
In a dewatering process, Overmars creates 

a Class B compost fertilizer product that he 
hopes will continue to meet with community 
approval. He uses geotextile dewatering tubes 
supplied in Canada by Syn-Tex of Winnipeg, 

Manitoba, and Terratube of Saint-Romuald, 
Quebec, for the job. The tubes are 45 feet in 
diameter and 80 feet long.

“We empty the lagoons into the dewatering 
bags in October when the weather cools down,” 
he says. “We fill them to 7 feet high and add a 

polymer chemical and by the next day they’ve reduced to 16 inches of sludge. 
We continue to refill them as they dewater, over about three years. Once the 
bags are full, we split them open and the result is dewatered sludge, suitable 
for spreading.” 

Nova Scotia wastewater treatment plants won’t accept sewage from 
pumpers, largely because of its highly concentrated nature and the presence 
of aerobic bacteria, which may conflict with anaerobic sewage treatments. 
Overmars hopes to offer the dewatering service to other customers looking 
for a more efficient way to dispose of waste. 

“We’ve done some dewatering for the town of Antigonish, and have had 
several pumping companies in our business express interest in it,” he says. 
“We supply the bag and quipment. Everything fits conveniently into a cargo 
trailer, which makes things portable and easy to transport.”

 
MoNiToriNG NeW TeCHNoloGY

Overmars attends the Water and Wastewater Equipment, Treatment 
and Transport (WWETT) show (formerly the Pumper & Cleaner Expo) 

A lot of the septic tanks have 3 
feet of soil on top of them, so we 

try to convince customers that it’s more 
convenient both for them and for us to 
install risers than to dig up their 
property each time

— Francis Overmars

Left: Bio-Liquid Waste Disposal encourages 
homeowners to install risers and lids to 
systems for more convenient pumping and 
inspection. Andy Ledrew is shown loading a 
truck for delivery.

Below: Technician Troy Myles secures a 
PolyJohn restroom to his Sterling Bullet 
service truck, built out by Vacutrux.

(continued)

CALL TO ORDER TOLL FREE 866-872-1224 • www.varcopumper.com SOURCE KEY
6P14

BRASS LEVER
VALVE COMBO
Brass Lever Valve
Combination Deals
Include Lever Valve,
Type "F" Male
Adapter by Male
Thread and Dust Cap.

3" 4" 6"

$121.00 $175.00 $350.00

DUTY FLEX HOSE
COUPLED HOSE STARTING AT

$2847
100 FT. BULK SAVE!

2" 3" 4"

$1.59 ft $2.79 ft $4.95 ft

TIGER FLEX HOSE
COUPLED HOSE STARTING AT

$2847
100 FT. BULK SAVE!

1½  " 2" 2½  "

$1.49 ft $1.79 ft $2.99 ft

3" 4" 6"

$2.99 ft $5.25 ft $11.49 ft

PORTA-GREASE OIL 
RESISTANT HEAVY 
DUTY CORRUGATED 
PVC SUCTION HOSE
COUPLED HOSE STARTING AT

$4855
100 FT. BULK SAVE!

2" $3.67 ft

TIGER FLEX HOSE
COUPLED HOSE STARTING AT
TIGER FLEX HOSETIGER FLEX HOSE

BRASS LEVER VALVE
Our Brass lever valve is made
of solid brass and has a quick opening lever. Full 
port allows for easy � ow. Female NPT threaded.

2" 3" 4" 6"
MZ - $121.50 $182.50 $316.50
RIV $65.00 $108.00 $152.00 $299.00

MZ
BRAND RIV

BRAND

BRASS LEVER
VALVE COMBO

Thread and Dust Cap.

Combination Deals
Include Lever Valve,

BRASS LEVER
VALVE COMBO

Include Lever Valve,

Buy a Combo
& SAVE MONEY!

BATTIONI PUMPS
FROM

$1,24000
VARCO 
PATRIOT 
PUMP

310 CFM JUST

$2,59500

MAX PACK
$4,549.95

MUFFLER PACK
$3,849.95
PUMP STAND

RIGHT ANGLE PACK:
$3,499.95

JUROP PUMPS
FROM

$1,39500

VARCO 
PATRIOT 

MAX PACK
$4,549.95VARCO MAX PACK

200 ft 300 ft

1⁄8" $48.60 $66.88

¼  " $107.77 $150.52

3⁄8" $215.06 $304.05

JETTER-
FLEX 
LATERAL 
LINE HOSE
VARCO
Branded & 
MADE IN
THE USA

RUBBER
PROTECTION
SLEEVES FOR
PUMP COUPLINGS
ITEM # SIZE PRICE BUY 2+

1005-0033 #6 $15.95 -
1005-0032 #7 $19.95 -
1005-0010 #8 $23.95 $22.50
1005-0019 #9 $39.95 $26.47
1005-0040 #10 $43.95 $37.06

KITS FROM

$13100
INDIVIDUAL

NOZZLES
FROM

$3300

JETTER NOZZLE KITS

Look in this
Pumper Magazine
on page ____ for
our FREE Catalog!

6P14.indd   1 5/15/14   10:55 PM



42     Pumper • June 2014

whenever he can, as much to keep on top 
of new industry technologies as to network 
with other professionals. 

“When you run into someone who has 
already solved a problem you’re facing and leave 

with some new revenue-generating ideas, it’s a good investment,” he says.
Mark and his wife Maureen both attended the Expo in 2014. Being new 

to the industry, they say they both benefitted greatly from the networking 
opportunities.

“Prior to attending the show, almost all of my knowledge of the industry 
has come from working with our business exclusively,” Mark says. “After 

meeting new people in the same industry and understanding how they 
approach similar challenges, it has really broadened my perspective. I hope 
to go again next year.”

With his son now on board, Overmars is gradually formulating a 
succession plan for the business.

“He’s only been with us for part of a year, but it’s something we’re now 
working toward,” says the elder Overmars. ■

       MORE INFO

Elmira Machine Industries/ 
Wallenstein Vacuum
800/801-6663
www.wallenstein.com
(See ad page 14)

Fruitland Manufacturing
800/663-9003
www.fruitlandmanufacturing.com
(See ad page 44)

Husky Farm Equipment
519/846-5329
www.huskyfarm.ca

Jurop
www.jurop.it/eng

Kubota Tractor Corporation
310/370-3370
www.kubota.com

McKee Technologies - Explorer Trailers
866/457-4525
www.explorertrailers.com
(See ad page 56)

PolyJohn Canada
800/465-9590
www.polyjohncanada.com
(See ad page 52)

Syn-Tex, an ITW Company
800/677-0241
www.syntexgeo.com

Tuf-Tite, Inc.
800/382-7009
www.tuf-tite.com

Vacutrux Limited
800/305-4305
www.vacutrux.com
(See ad page 44)

Wells Cargo, UltraLav
877/301-3837
www.ultralav.com

           Prior to attending the [Pumper & Cleaner Expo] almost
           all of my knowledge of the industry has come from 
working with our business exclusively. After meeting new people 
in the same industry and understanding how they approach 
similar challenges, it has really broadened 
my perspective. I hope to go again next year.

— Mark Overmars

Technician Andy Ledrew clears pores in a Syn-Tex 
geotextile tube to speed the dewatering process. 
The bags are pumped full of sludge and a polymer 
is added to trap 99 percent of the solids in the bag. 
(Photo by Maureen Overmars)

Above: Polymers are used 
to separate solids from 
wastewater, as shown 
in this beaker. (Photo by 
Maureen Overmars)

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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Fruitland® 
GREEN™

Biodegradable Vacuum Pump Oil

FRUITLAND®

324 Leaside Avenue, Stoney Creek, Ontario, L8E 2N7

905-662-6552
Toll Free: 1-800-663-9003

www.fruitlandmanufacturing.com/pumper

True Colors
The Color of 
RESPONSIBILITY

The Color of
PERFORMANCE

FRUITLAND'S NEW 
100%  BIODEGRADABLE OIL
is designed specifically for use with Fruitland® vacuum pumps. 
The viscosity of our new environmentally safe oil is highly stable 
within extreme temperature ranges  compared to that of 
conventional pump oils. It also helps reduce emissions and is 
non-toxic, protecting both the operator and the environment. 
Fruitland has developed this oil to respect and protect our 
shared environment while keeping productivity and reliability 
at the forefront of our customers objectives.

Fruitland® “blue” is recognized around the 
world as the color of premier commercial 
heavy-duty pumps and has become 
synonymous with reliability, efficiency 
and performance.   

EVERY JOBSITE BEGINS 
AND ENDS WITH THE FX50.

The FX50 can tackle every phase of your project, from damage prevention to cleanup of all 

types of spills, HDD fluids, and jobsite debris. Optional reverse flow makes it easy to offload 

spoils, and standard hydraulic tank doors simplify operation. You can even customize your 

FX50 for municipal projects such as exercising valves. On every jobsite, beginning to end, 
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Rise And Shine
For the successful contractor, the morning comes 

early, the work’s not easy and every dollar counts. 

At Vac-Con, we build machines to help make your 

job easier and save money by designing efficiency 

and building quality into every machine.

Contact us Today! 
888.491.5762 or  

go to www.vac-con.com

We will listen because we know that 
you don’t want to burn daylight.

Scan the QR code 
to view a  

combination  
machine product 
demonstration.

EXPERTISE. TECHNOLOGY. RESPONSIBILITY.

969 Hall Park Road • Green Cove Springs, FL 32043 • Tel: 904.284.4200 • Fax: 904.284.3305 • vns@vac-con.com
Vac-Con is a subsidiary of Holden Industries, Inc., a 100% employee-owned company

Expo Spotlight

Improving Tank Access
The Claw from Amthor International is designed to make locking rear-opening 
vacuum tanks safer and more efficient  By Craig Mandli

O pening the rear door on vacuum trucks often puts pumpers in 
a precarious position, balancing on a small and often slippery 
pedestal to unlock several clasps around the diameter of the tank. 

Not with the Claw. 
The Claw, unveiled by Amthor International at the 2014 Pumper and 

Cleaner Environmental Expo International, is a series of hydraulic arms 
to open and close the rear door on vacuum trucks, eliminating the use of 
wing nuts along the top and sides. Designed for safety and efficiency, the 
mechanism is Amthor’s response to customers asking, simply, is there a 
better way?

“No longer does the driver have to climb 13 feet on top of the tank to 
tighten down the rear door,” says Butch Amthor, the company’s executive 
vice president. “All he has to do is pull a lever and the arms extend and reach 
out to release or pull the door tight.” 

Amthor’s Claw design can be used on any code or non-code vacuum 
tank. It increases driver safety and saves money on unnecessary tank repairs 
due to incorrect operation. “It can be retrofitted on all our tanks already 
out on the market,” says 
Amthor. “We designed it 
to be installed on any rear-
opening vacuum tank.”

The hydraulic lever 
on the back of the vacuum 
truck is easy to latch and 
unlatch, and achieves a 
strong, tight seal on the 
tank. “It’s a much tighter 
seal than any human can 
provide manually,” says 
Amthor. “The Claw locks 
past center and even if pressure is lost 
or the cylinder fails to operate, the latch 
will not be loosened.” 

The idea was launched about six 
months before the Expo, in response to 
customer recommendations. Amthor 
heard so many stories of pumpers 
losing their balance and falling off 
trucks while unlocking or locking their 
vacuum tanks. He decided it was time 
to come up with a solution to combat the problem. In addition to the safety 
and efficiency benefits, the Claw is constructed in accordance with ASME 
DOT 407/412 code for highway travel.

“These workers operate in some very slick conditions when they’re on 
the job site, and they take a risk every time they climb up and down the rig,” 

says Amthor. “The Claw eliminates a lot 
of that risk, because the operator can 
stand on the ground and operate the 
system with one lever. He doesn’t have 
to climb anywhere.”

The company decided to unveil 
the new product at the 2014 Expo in 
large part because of the huge target 

demographic walking the show floor. Amthor says he was able to talk to 
hundreds of potential customers that were impressed with the company’s 
products and focus on worker safety.

“The Expo is the perfect place to roll out a product like this; where else 
are you going to be able to get it in front of thousands of customers?” he says. 
“We have marketing ready to send out to our existing customer base saying 
that the Claw is available on all new vacuum tanks and can be retrofitted to 
the tanks they already have. I’m very optimistic that this will be accepted by 
the industry.”

As for future shows, Amthor says he’s already working on some new 
products and innovations to bring back to Indy in 2015, when the Pumper 
and Cleaner Environmental Expo International becomes the Water & 
Wastewater Equipment, Treatment and Transport (WWETT) show.

“This year the Claw was something we came up with that was completely 
different for the industry,” says Amthor. “My mind is thinking about this 
24/7. There are already some ideas kicking around.” 800/328-6633; 
www.amthorinternational.com.  ■
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Looking Back: 
From newsprint to the digital age

35 years ago …
The first issue of Midwest Pumper is mailed from Three Lakes, 
Wis., in June 1979, with eight pages of tabloid-size newsprint. A 
front-page mission statement notes that 85 percent of pumpers 
surveyed said there was a need for a trade publication. Pete 
Lawonn pledges to provide small business and industry news, a 
question and answer column and pertinent industry advertising. 
Each one-year subscription to the new publication includes a 
free classified ad.
 

30 years ago …
The headline in the Midwest Pumper for June 1984 promotes 
the International Liquid Waste Haulers Equipment & Trade 
Show (later called the Pumper & Cleaner Environmental Expo, 
and now the Water & Wastewater, Equipment, Treatment and 
Transport show, or WWETT). The 1985 show would include 
100,000 square feet of exhibit space. Stories in the newspaper 
reflect the emerging concern about environmental issues, 
touching on U.S. Environmental Protection Agency Superfund 
legislation, hazardous waste spills and management, and the 
use of formaldehyde-based chemicals in portable restrooms.

 

25 years ago …
Building editorial content to serve the pumping industry, the 
June 1989 cover story in Pumper is a recap of a survey to gather 
information ahead of proposed EPA standards for disposal of 
sewage sludge. In the survey, pumpers report handling an 
average of 1.55 million gallons of septage annually. Based on 
survey results, nearly 74 percent of the septage is disposed 
by land application. About half of the respondents say they 
aren’t allowed to take septage to a municipal treatment plant. 
Of those pumpers who used municipal plants, they paid in a 
range of $4 to $105 per 1,000 gallons to dump. Other stories 

touch on quality customer service and how to explain septic system operation to homeowners.
 

20 years ago …
In the July 1994 issue, a few editorial features appear that 
become a staple of the magazine over the years. There is a 
contractor profile on Ruidoso Septic Tank Service and Plumbing 
in New Mexico. Owner Bruce Haynes reports that his septic 
pumping rates ranged from $90 to $120, and disposal at a 
municipal plant is getting expensive, going from a prior fee as 
low as $1.25 per load to $252 for dumping a 3,600-gallon tank. 
The cover story explains how Northwest Cascade Inc. produces 
a nutrient-rich landscape compost from dewatered septage. 
And another regular feature starts by that time, the Septic 
System Answer Man column by Roger Machmeier, who went on 
to answer pumpers’ technical questions for more than 20 years.

15 years ago …
By June 1999, the magazine becomes a more colorful trade 
publication. Better printing and computer technology means 
readers see color photos of trucks advertised for sale. The 
same is true for ever-expanding editorial content, as profile 
stories are accompanied by color photography. Popular 
features that continue today, including a rules and regulations 
column, have debuted, giving Pumper a broader educational 
appeal. And a new way of communicating emerges: A story 
promotes the use of the Internet for business building, 
explaining to readers how to access government regulations 
and supplier websites with a few clicks of a computer mouse. 
In the same issue, an ad promotes the Pumper website.

 

10 years ago …
The June 2004 Pumper shows a new level of maturity. 
Refined graphic design, ever-better photography and a 
serious approach to its education mission has made Pumper 
an attractive must-read tool for the industry. Editorial content 
includes the first of a special series of articles profiling 
industry pioneers. In the cover story, Idaho pumpers LaVar 
and Cathy Hunter, of Parker’s Septic Tank Service and 
Portable Toilet Rental, explain how they devised a cost-
effective dewatering solution to combat rising septage and 
grease disposal costs.
 

5 years ago …
A June 2009 profile of contractor Bob Conrad, of Tennessee’s 
Mid-South Septic Service explains how small-scale private 
dewatering is becoming an effective disposal strategy for his 
company. This trend would continue in ensuing years as more 
dewatering solutions are promoted to let pumpers process 
their own waste stream and avoid rising prices and dwindling 
capacity at municipal plants. A Money Manager story explores 
ways to counteract ever-rising health care costs, expenses that 
threatened profitability of pumping businesses. The Pumper 
Interview story outlines how a Michigan landfill converts 
septage into energy through use of a bioreactor, pointing to 
another trend in alternative energy.  ■

W ho knew the germ of an idea shared between a pumping contractor 
and a truck manufacturer in 1979 would grow into an enduring 
trade publication and the flagship title for a growing northwoods 

Wisconsin company, COLE Publishing? 
During a chance conversation between Pete Lawonn, who had a spare 

vacuum truck to sell, and the late John DiVall, who owned Jay’s Waste 
Equipment, DiVall remarked that the septic service industry needed a trade 
magazine. Lawonn, 27, discussed the idea with his partner in two businesses 
at the time, Bob Kendall, 24, and the pair soon launched COLE Publishing 
and the Midwest Pumper.

It’s hard to say who benefited more from the technology booms of 
the ensuing 35 years, the world of trade publications like Pumper, or the 
pumpers the magazine has served. Certainly, septic service contractors have 
enjoyed many advances in the trucks and tools of their trade since the 1970s. 
Vacuum pump technology and truckbuilding techniques have matured, and 
computers have changed many pumping processes for the better.

 
IN LIVING COLOR

At the same time, advances in publishing took Pumper from a 
rudimentary newspaper to a glossy full-color magazine, then onto the 
Internet. It’s gone from the mailbox to the mobile device contractors carry 
with them in the truck, still giving that wonderful legacy reading experience 
in print as well as instant news and advertising updates online. 

“Thirty-five years ago, a good typewriter was our main tool. We wrote 
articles, collected classified ads and made up the address labels all with a 
typewriter,’’ recalls Kendall. “The big shift for the publishing industry came 
with the introduction of the Apple computer and the beginning of desktop 
publishing. The ease of starting a publication today compared to 1979 is like 
night and day.’’

Kendall – who continues as COLE founder while Lawonn has moved 
on to other business ventures – compares the way technology boosted 
publishing to how advanced engineering and entrepreneurial ideas have 
made the equipment pumpers use better, faster, stronger and more reliable.

A shift occurred when the industry started using vacuum pumps 
instead of trash pumps to clean septic systems. “It was such an advance for 
the industry, as it made cleaning a tank much easier,’’ Kendall recalls. “The 
[early vacuum] trucks were nothing compared to some of the units built 
today, but at the time they pointed the way to the future.’’

 
ON THE GROW

The magazine was successful almost immediately. The hunch Lawonn 
and Kendall had was proven to be right on, as contractors discovered an 
effective market for buying and selling equipment. Product manufacturers 

joined in with advertising, and the magazine and the industry enjoyed solid 
growth.

A year after the launch of the magazine, COLE started a fledgling 
trade show for pumpers, which grew into the largest exhibit of equipment 
for environmental services professionals. The show became the Pumper & 
Cleaner Environmental Expo International, which is transforming into the 
broader-based Water & Wastewater Equipment, Treatment and Transport 
show for 2015.

COLE hasn’t stopped with the Pumper title. It has added several other 
magazines serving aspects of the wastewater and environmental services 
industries. The other publications are Cleaner, Treatment Plant Operator 
(TPO), Onsite Installer, Portable Restroom Operator (PRO), Municipal Sewer 
& Water (MSW) and Gas, Oil & Mining Contractor (GOMC), all based in 
Three Lakes, Wis.

Each of the magazines is published monthly in print form and with an 
online program updated with news, information and advertising on a daily 
basis. Readers still look forward to getting their hands on the print version of 
the magazines, passing them around the office to their crews, while they also 
enjoy the immediacy of new content received on their computers, tablets 
and smartphones. The old and new ways of publishing will continue to be 
popular, according to Kendall.

“Many predicted the demise of print publications, but I believe the 
future will be a combination of online and print for many reasons,’’ Kendall 
says. “Business is about individuals, about relationships and about doing 
the best job you can for your customers. Our advertisers are able to reach a 
very specific, targeted market and can focus readers’ attention on products 
and equipment to help build their businesses.’’

 
ONWARD AND UPWARD

Kendall looks to a bright future for the wastewater industry and 
believes COLE Publishing will continue to play an important role in bringing 
pumping professionals together for education and commerce.

“There’s no more cleaning a septic tank with a bucket. The industry has 
been around a long time and continues to change for the better. Our role in 
that continues to be one of providing a source for equipment, the knowledge 
of what’s new and changing, and the information service providers need to 
run their businesses safely and profitably.

“Changes will continue to be made, but our goal of understanding and 
respecting the work of pumping professionals does not change,’’ Kendall 
adds. “We will continue to serve the industry to the best of our abilities 
through print, online and at trade shows.’’

Here’s a condensed history of Pumper magazine:
 

PumPer: 35TH YEAR

  
Celebrating Milestones
The 35-year partnership between Pumper magazine and septic service professionals has helped many small 
businesses thrive and promoted a cleaner, healthier environment for future generations  By Jim Kneiszel
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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.” 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.
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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

oN locAtIoN

“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

Taking
           a Bow

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 
the Internet speed.

- Jeff Rachlin

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.

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. The same thing is 
true with septic systems. Once they’re 
educated, customers will follow 
up with service intervals.

                              - Jeff Rachlin

Check out a video with Jeff Rachlin 
talking about the OnSite Management 

operation at www.pumper.com
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Selling customers on the idea of 
regular maintenance is easier if they’ve 
just incurred a major expense, like a 
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“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 
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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.

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.

- Jeff Rachlin
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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 
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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)

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.”

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 

COVER
STORY

PUMPER PROFILE

(continued)

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., 
Pro� lePro� lePro� lePro� lePro� lePro� lePro� lePro� le

EYE
A Watchful

EYE
A Watchful

EYE
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

Personal customer attention 
drives Alberta Septic Systems
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Behind every product we sell is a hardworking,
dedicated Canadian committed to delivering the
best portable sanitation equipment in the world.  

It is this dedication that has allowed us to become
Canada’s largest portable sanitation equipment

manufacturer. With four distribution centers across
the country, we are committed to working  

even harder to ensure Canadians get the service  
they deserve and the products they need.  

That’s a promise.

705-325-4200 | 800-465-9590 | polyjohncanada.ca

PRODUCTS BUILT 
BY CANADIANS FOR CANADIANS

P J  U S A  |  P J  C A N A D A  |  P J  I N T E R N A T I O N A L  |  P J  S O U T H  A M E R I C A  |  P J  M E X I C O
POLYJOHN.COM POLYJOHNCANADA.CA POLYJOHN.CO.UK POLYJOHNSA.COM.BR POLYJOHNDEMEXICO.COM

www.MilwaukeeRubber.com 
CALL TO ORDER  800-325-3730

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

we sell hose & equipment
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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:

I have an aluminum tank with four large support ribs 
around the outside. In cases like this, is it better to vinyl-wrap 
or paint? It looks good now but the design of the paint job 
would bring in a lot of new business.

Answers:
Because aluminum is a polished surface, it needs to be prepared for 

paint to adhere to it. Etching primers are used for this. Over the years, I’ve 
done lots of vinyl wraps. The polished aluminum surface is ideal for vinyl 
graphics wraps to stick to as long as the surface is clean and degreased by 
wiping with a solvent. Also, if you peel the vinyl off years down the road, the 
aluminum will still look brand new underneath.

 
◆  ◆  ◆

 
It won’t have any glue residue stuck to the tank? Will I have to go around 

the whole thing with Goo Gone to get rid of it, like when you peel letters off 
a truck? Will it rip real easy when backing into a customer’s driveway and 
tree limbs hit it?

 
◆  ◆  ◆

 
I wrap my trucks and have a lot of aluminum to cover, so it’s rather 

expensive, about $5,000. My guys are not very careful so the trucks take a lot 
of abuse. My oldest truck, which was done in 2007, is getting close to time to 
recover. If it was paint, it wouldn’t have made it near this long.  

Question:

I know valves aren’t supposed to leak but is it normal for 
septic truck tank valves to drip slightly when the rig is loaded? 
I know to keep dust caps on it to control spillage.

My truck also has a front 3-inch valve on the end of about 
3 feet of iron pipe with an elbow before it reaches the tank. If I 
park it loaded and in freezing temperatures overnight, is it likely 
the pipe or valve will rupture?

Answers:
The valves tend to collect grit and don’t always shut tight. Flush the 

valve before you close it and that will help.

 
◆  ◆  ◆

 
Your pipe will freeze and could break if you leave waste in it. I have heat 

tape attached to mine permanently for this reason. ■

Wrap or Paint?
What’s the best way to add snappy graphics to a new aluminum vacuum tank?

Overheard Online
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NEW FOR 2014 
INTRODUCING GENERATION II

Liquid LeveL Monitoring and ControL SySteM
 One year limited warranty on parts and operation. Refer to the Depth Ray manual for details.

The Depth Ray System does not require floats, rods or interior components and 
it is not affected by rags, hair, strings, grease or other debris.  
Ø  NO CONFINED SPACE ENTRY, all necessary work is performed on the exterior of the tank.
Ø  TWIST LOCK CONNECTIONS, three simple, no question weather tight stainless steel connectors.
Ø  WEATHER PROOF DISPLAY ENCLOSURE, component ratings: NEMA 4X/I.P.65 / Rust and Corrosion 

Proof.
Ø  DIGITAL DISPLAY, Indicates choice of gallons, barrels, inches, imperial gallons.
Ø RELAY POINTS, can control lights, alarms, pumps and valves.
Ø  VALVE - CONTROL FEED BACK OPTION, provides confirmation of valve - control system activation
Ø  AUXILIARY INPUT OPTIONS, can be used for On-Board- Scale or other 12 volt control systems.
Ø LOW POWER DEMAND, 12 Volts, 3 Amps
Ø  READS TO WITHIN 1" OF FULL IN ¼" Increments, depending on mounting height.
Ø  D.O.T. AND NON-DOT TANKS, exceeds Department of Transportation requirements for MC407 / 412 tanks.
Ø LARGE RED LED DISPLAY, clear night time viewing
Ø  MULTI-COMPARTMENT TANK DISPLAY and CONTROL, accepts input and displays levels for (4) 

compartment tanks
Ø  SOLAR / BATTERY POWER SYSTEMS, for mobile storage tanks in remote locations.
Ø  WIRELESS HAND HELD / CAB REMOTE CONTROL UNIT, Displays tank levels and valve controls from 

job site.

Available from Distributor, Original Equipment Manufacturers.
For more information contact the manufacturer of the system:

NEW Depth Ray Generation II system offers many options:
3  Wireless,  Battery Powered Hand Held /  Cab Remote Control Unit  
3  Valve Control with Confirmation Lamp  /  Warning Light Controls
3 Auxiliary / On-Board-Scale Input Control Option
3 Solar Power For Mobile Storage Tank Monitoring

Phone: 800-220-2052
610-430-3988
www.depthray.com
www.eldredgeequipment.com

cole-mart.com/pumper

T-shirts
Colors: 
-Gray/Red (shown)
-Navy/White

Hoodies
Colors: 
-Black/Red
-Gray/Navy (shown)

T-shirts

Hoodies
Colors: 
-Black/Red
-Gray/Navy 
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We run the course twice a year and have certified about 105 people. We 
promote to the public that if you are going to have an evaluation, you really 
should have it done by a certified evaluator.

 
Do you lobby at both the regulatory and legislative level?
Hinds: We monitor all legislative and regulatory activity weekly and report 
to our Legislation and Rules Committee. The information is sent out to all 
members weekly and it is posted on our website. 

If we are watching a bill, we’ve already talked to DES about their take on 
it. A lot of times, we go in united with them so that we’re on the same page 
whether we are going to support or oppose the bill.

One bill we’re [concerned about] would allow someone who isn’t 
certified in the industry to install systems. For instance, if your brother-in-
law doesn’t work in the industry but thinks he can install a septic system, the 
bill would allow him to install it if he doesn’t get paid. That’s a real strange 
bill so we’re against it, obviously, and we expect it will die.

Two years ago there was debate about whether you could replace a 
failed system with the same kind of a system without getting a permit. That 
was being pushed by the Realtors so homeowners wouldn’t have to wait to go 
through the permitting process before selling a house. We lobbied against it.

But we also got together with the DES and the New Hampshire 
Association of Realtors and came to a compromise on a rule change. We 
went in together and everyone was pretty much happy with the outcome. 
We also kept the matter in the rules rather than making a law. If you want 
to change a law, you have to go back through the legislature. If you want to 
change a rule, we can go directly to the regulators and tweak it.

But what really came out of it is that we now have a mechanism to go 
back and forth and talk with the Realtors. We were able to educate them 
about the rules and once we did, they backed off on a lot of things. Now we 
have communication between the two groups that we never had before.

 
Do you do anything to make such connections with the public?
Hinds: We do classes for people like Realtors, lakes associations or any group 
who wants to hear us. It’s really well-received. They seem to be shocked by 
how septic systems treat wastewater; they think once you flush, it goes into 
the ground and disappears. We’re continually educating people about what 
they should and should not do with their septic systems.  ■

T he Granite State Designers and Installers Association (GSDI) is one 
organization in New Hampshire working to protect the state’s water 
resources. Besides providing education and information to its 400 

members, the group is closely connected to other organizations with similar 
roles, according to outgoing chairperson Deb Hinds of Hinds Septic Design 
Service.

Hinds has just ended her second two-year term leading GSDI and is 
being succeeded by John Ohler of J.W. Ohler Inc. 
She says building professionalism is at the heart of 
everything the organization does.

 
What is the primary role of the organization?
Hinds: The services we provide our members 
help increase the professionalism of our industry, 
including education, keeping them informed on 
changes in the industry, and advising them on what’s 
going on at the state and local levels.

We represent about 25 percent of those in the 
industry in New Hampshire; I wish everyone were a 
member. I really think you have to have some kind of 
connection to keep up with the changing technology 
and regulations.

If this is truly your career, I can’t imagine not being a member of an 
organization because it’s so valuable. It’s just something you really need to do.

 
Who does GSDI represent?
Hinds: We represent designers, installers, pumpers, evaluators and 
maintenance personnel, along with others related to the industry, including 
local regulators. On our board of directors we have a vice chairman of 
installers, vice chairman of designers and a vice chairman of pumpers.

State regulators are associate members, including those in the DES 
[state Department of Environmental Services] Subsurface Systems Bureau 
and the Wetlands Bureau. They get our newsletter, are invited to our board 
meetings and events, and get all the benefits.

State officials have an open door for us; we can stop in or call anytime. 
They make time for us and have been really good at listening and working 
with us. The last time we went through a rule change, they came to us and we 
went through rule by rule to provide our comments.

 
How are you connected with other groups with similar goals?
Hinds: There is a smaller group, the New Hampshire Association of 
Septage Haulers [NHASH], which represents those involved in pumping, 
maintenance, installation and repair. A lot of their members are members 

of our association. We have a representative from the NHASH board of 
directors on our board. Their members also get our newsletter, so we have 
good contact back and forth.

I am also the GSDI representative to the New Hampshire Water Council, 
which advises the director of the Water Division, reviews all proposed rules 
and hears appeals on department decisions. In addition we have board 
members who serve on the Shoreland Advisory Committee, the Nitrogen 
Sources Collaborative Advisory Board and on the Non-Point Sources 
Management Plan.

 
What is your most important way to connect with members?
Hinds: We had our 27th annual conference and expo in March; it expanded 
to a two-day event about five years ago. It is open to everyone whether 

they are a member or not. We 
get more than 500 people from 
New Hampshire and surrounding 
states: designers, installers, 
pumpers, local and state officials, 
and health officers.

It offers up to six continuing 
education credits approved by 
the DES Subsurface Systems 
Bureau that people need to 
continue their designers, installers 
and evaluators certifications, 
and also for wetland and soil 
scientists. We also offer credits for 
other states: Massachusetts soil 
evaluators and system inspectors; 
Maine evaluators, installers and 
inspectors; and Vermont designers. 
We also offer continuing education 
programs throughout the year.

We upgraded our website 
about five years ago and it has a lot of information. With our blogs, we are 
able to get information out to members quickly, such as updates to legislation 
and getting their professional opinions on how we should react to bills.

In 2005, GSDI started the Granite State Certified Septic System 
Evaluator Program to teach people how to evaluate systems using standard 
procedures. It is voluntary; there is no standard for evaluators in New 
Hampshire. What was happening with real estate deals was people with no 
background with septics were going in and deciding if a system was failed 
or good.

State of the state 
 
Solid Like a Rock
New Hampshire’s Granite State group promotes a unified front for wastewater professionals 
when it comes to new regulations and training requirements  By Doug Day

Deb Hinds can 
be reached at 
603/934-3113 or 
at www.gsdia.org.

             If your brother-in- 
             law doesn’t work 
in the industry but thinks 
he can install a septic 
system, the bill would 
allow him to install it if 
he doesn’t get paid. 
That’s a real strange bill 
so we’re against it, 
obviously, and we 
expect it will die.

                       - Deb Hinds
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Do you do anything to make such connections with the public?
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who wants to hear us. It’s really well-received. They seem to be shocked by 
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Secondary PUMP
DISTRIBUTOR

Secondary Shutoffs

2100 EAST BOOTH ST. • SEARCY, AR 72143
Fax: 501.279.0003 • E-mail: sbs3647307@gmail.com

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

M BATTIONI
M CHALLENGER
M FRUITLAND

M JUROP
M MASPORT
M MORO

Pump Rebuild Kits In Stock

800.364.7307

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

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

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

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

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

CALL FOR INFORMATION

T he Granite State Designers and Installers Association (GSDI) is one 
organization in New Hampshire working to protect the state’s water 
resources. Besides providing education and information to its 400 

members, the group is closely connected to other organizations with similar 
roles, according to outgoing chairperson Deb Hinds of Hinds Septic Design 
Service.

Hinds has just ended her second two-year term leading GSDI and is 
being succeeded by John Ohler of J.W. Ohler Inc. 
She says building professionalism is at the heart of 
everything the organization does.

 
What is the primary role of the organization?
Hinds: The services we provide our members 
help increase the professionalism of our industry, 
including education, keeping them informed on 
changes in the industry, and advising them on what’s 
going on at the state and local levels.

We represent about 25 percent of those in the 
industry in New Hampshire; I wish everyone were a 
member. I really think you have to have some kind of 
connection to keep up with the changing technology 
and regulations.

If this is truly your career, I can’t imagine not being a member of an 
organization because it’s so valuable. It’s just something you really need to do.

 
Who does GSDI represent?
Hinds: We represent designers, installers, pumpers, evaluators and 
maintenance personnel, along with others related to the industry, including 
local regulators. On our board of directors we have a vice chairman of 
installers, vice chairman of designers and a vice chairman of pumpers.

State regulators are associate members, including those in the DES 
[state Department of Environmental Services] Subsurface Systems Bureau 
and the Wetlands Bureau. They get our newsletter, are invited to our board 
meetings and events, and get all the benefits.

State officials have an open door for us; we can stop in or call anytime. 
They make time for us and have been really good at listening and working 
with us. The last time we went through a rule change, they came to us and we 
went through rule by rule to provide our comments.

 
How are you connected with other groups with similar goals?
Hinds: There is a smaller group, the New Hampshire Association of 
Septage Haulers [NHASH], which represents those involved in pumping, 
maintenance, installation and repair. A lot of their members are members 

of our association. We have a representative from the NHASH board of 
directors on our board. Their members also get our newsletter, so we have 
good contact back and forth.

I am also the GSDI representative to the New Hampshire Water Council, 
which advises the director of the Water Division, reviews all proposed rules 
and hears appeals on department decisions. In addition we have board 
members who serve on the Shoreland Advisory Committee, the Nitrogen 
Sources Collaborative Advisory Board and on the Non-Point Sources 
Management Plan.

 
What is your most important way to connect with members?
Hinds: We had our 27th annual conference and expo in March; it expanded 
to a two-day event about five years ago. It is open to everyone whether 

they are a member or not. We 
get more than 500 people from 
New Hampshire and surrounding 
states: designers, installers, 
pumpers, local and state officials, 
and health officers.

It offers up to six continuing 
education credits approved by 
the DES Subsurface Systems 
Bureau that people need to 
continue their designers, installers 
and evaluators certifications, 
and also for wetland and soil 
scientists. We also offer credits for 
other states: Massachusetts soil 
evaluators and system inspectors; 
Maine evaluators, installers and 
inspectors; and Vermont designers. 
We also offer continuing education 
programs throughout the year.

We upgraded our website 
about five years ago and it has a lot of information. With our blogs, we are 
able to get information out to members quickly, such as updates to legislation 
and getting their professional opinions on how we should react to bills.

In 2005, GSDI started the Granite State Certified Septic System 
Evaluator Program to teach people how to evaluate systems using standard 
procedures. It is voluntary; there is no standard for evaluators in New 
Hampshire. What was happening with real estate deals was people with no 
background with septics were going in and deciding if a system was failed 
or good.

State of the state 
 
Solid Like a Rock
New Hampshire’s Granite State group promotes a unified front for wastewater professionals 
when it comes to new regulations and training requirements  By Doug Day

Deb Hinds can 
be reached at 
603/934-3113 or 
at www.gsdia.org.

             If your brother-in- 
             law doesn’t work 
in the industry but thinks 
he can install a septic 
system, the bill would 
allow him to install it if 
he doesn’t get paid. 
That’s a real strange bill 
so we’re against it, 
obviously, and we 
expect it will die.

                       - Deb Hinds
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  Delivery Available Anywhere in the Lower 48!! TransportTruck.com

 2007 International 4300, DT-466E 210 hp,  AUTO,  
NON CDL, 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

ATTENTION  
CALIFORNIA  
OPERATORS,  

we want  
your trades!! 

We stock a  
wide variety of 

emission  
compliant  
chassis of  
all sizes!! 

We want to build 
your truck and  
take your non- 

compliant truck  
off your hands!!!

Call us today  
for details!!2005 Freightliner M2, Cat 210HP, 6spd, NON CDL, 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

2007 Freightliner M2, NON CDL, Cat 210 HP, 6 spd, low 
miles, new1850 gallon steel vac tank, new Jurop PN-84 Vac pump.

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

2007 Freightliner M-2, CAT 210 HP, 6 spd, AC, low miles,  
new 2300 gallon steel vac tank, new Jurop PN-84 vac pump.

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

 2009 Freightliner Columbia, Cat 430 HP, 10 spd autoshift, 
jakes, LOW miles, double framed, new 3450 gallon steel vac tank, 

new Masport 400 liquid cooled vac pump.
Call For Pricing!

2-YEAR 200,000 MILE DRIVE TRAIN WARRANTY

2008 Freightliner M2, Mercedes 250 HP,  AUTO trans, 
low miles, new 2300 gallon steel vac tank, new Jurop PN-84 

vac pump.
Call For Pricing!

2-YEAR 100,000 MILE DRIVE TRAIN WARRANTY

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

TRANSPORT TRUCK SALES, INC.

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.

THE SLIDE IN 
WAREHOUSE

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

6 Stocking Locations

‘Coast to Coast’
Atlanta, GA

Bellefonte, PA

Dallas, TX

Denver, CO

Los Angeles, CA

Mauston, WI

www.slideinwarehouse.com Call Us Today Toll-Free: 888-445-4892 SIW0314

Not all models available at all locations.

www.slideinwarehouse.com

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

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 SIW0114

Not all models available at all locations.

Side Engine Style

435 Gallon Rear Engine

Available from 300 to 1500 Gallon Capacities, Single & Multi-Compartment 
Call for Our Price & Availability!

300 Gallon Waste/ 
150 Gallon Fresh

‘TANK IN A TANK’
Offers improved 

weight distribution!

Electric Start 5.5 HP Honda
Condé Super 6 vacuum pump w/4-way 
valve 30'x2" Tiger Tail inlet hose w/
stinger, washdown system w/50' hose, 
3" discharge, 12V battery & work light

450 Gallon  
Aluminum Slide-In

www.slideinwarehouse.com Call Us Today Toll-Free: 888-445-4892 SIW0314

Not all models available at all locations.

SIW0414
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E stablished in 1989, the Lake Pontchartrain Basin Foundation faces 
a daunting task: to restore and preserve the water quality and 
habitat in the vast, 10,000-square-mile watershed surrounding Lake 

Pontchartrain, a shallow and brackish 629-square-mile inland bay that sits 
just north of New Orleans and drains into the Gulf of Mexico. 

The nonprofit foundation has identified several rivers that empty into 
the north end of the lake – where residential development has boomed in the 
wake of Hurricane Katrina – as key sources of pollution. In particular, results 
from water-quality tests conducted in Tangipahoa Parish revealed extremely 
high counts of fecal coliform bacteria in the 
Yellow Water River and Ponchatoula Creek.

The primary cause? Wastewater from 
many commercial and individual home 
sources, including residents who’ve been 
turning off pumps in their aeration waste 
treatment systems, which are commonly 
used in the region, says Andrea Bourgeois-
Calvin, the foundation’s water-quality 
program director. 

A comprehensive educational effort, 
funded by a state grant, is yielding positive 
results. But the group has a long way to go to 
achieve its goal of making local waterways 
that drain into the Lake Pontchartrain 
estuary safe for swimming and other 
recreational activities. What the foundation 
has learned from its educational efforts can 
benefit pumpers around the country who 
are interested in boosting their role as environmental stewards of their local 
waterways.

 
Pumper: How bad was the water quality in the Yellow Water River?
Bourgeois-Calvin: When we first started testing the Yellow Water River 
in 2006, we commonly found levels that exceeded 10,000 fecal coliform 
colonies per 100 milliliters of water. That’s considered not even safe for 
boating, much less swimming. Our goal is to reach a consistent level of 2,000 
colonies or less per 100 milliliters of water in a one-year period.

 
Pumper: How many homes are there in the two worst watersheds and what 
kind of waste treatment systems are used there?
Bourgeois-Calvin: There are 756 homes in the Yellow Water River 
watershed and 965 homes in the Ponchatoula Creek watershed. Aeration 
systems [pumping air into the waste tank to encourage the growth of bacteria, 
which subsequently break down the solid waste] are more common than 

traditional septic systems. After the waste is treated, the system discharges 
effluent into local ditches and streams.

Because we’re in the Mississippi River delta region, the soil here has a lot 
of clay, so there’s not enough soil percolation for traditional septic systems 
to work effectively. So people with older [conventional] septic systems have 
discharge pipes installed. Essentially, they discharge raw wastewater into 
ditches and streams. These types of failed systems will have to be replaced.

 
Pumper: How did you discover the aeration systems weren’t working and 
why weren’t they functioning?
Bourgeois-Calvin: We realized we needed to target residential homes to 
find out why the fecal coliform counts were so high. So we obtained a state 
grant that funded a systematic, door-to-door inspection and educational 
program. We started the inspections in January 2013.

Through June, we inspected 152 homes in Tangipahoa Parish, of which 
95 rely on aeration systems. Of those, 59 – or 62 percent – failed an inspection. 

Of those failed systems, 40 – or 
68 percent – weren’t working 
because the aerators were either 
not plugged in or not functioning. 
Biggest issue we see is people 
unplugging them because they’ve 
been told they’re expensive to run.

Another common issue is 
that ants build colonies in the 
aerators, which causes them to 
malfunction. In winter, ants build 
colonies in them because they 
offer a warm environment. So the 
systems need to be repaired or 
replaced.

 
Pumper: How can you convince 
residents to run the aerators?
Bourgeois-Calvin: To combat 
that mentality, we figured out how 
much it actually costs per month 

to run an aerator pump, which is $3.70 cents. That’s comparable to what 
people pay to light a 75-watt lightbulb for typical home use in a month.

This information is contained in a brochure that also explains other 
ways people can avoid problems with their system, like checking if it’s 
working after a bad storm, being careful about what they put down their 
drains and having their tank pumped every three years. We’ve found it’s best 
to keep the messages simple.

PumPer IntervIew

 

Water Woes in Cajun Country
Lake Pontchartrain watershed homeowners are ignoring septic tank cleaning and unplugging 
their aeration units in alarming numbers, raising pollution concerns  By Ken Wysocky

Andrea Bourgeois-Calvin is 
water-quality program director 
for the Lake Pontchartrain 
Basin Foundation. Reach her 
at 504/836-2235. 

          Of those failed  
          systems, 40 – or 
68 percent – weren’t 
working because the 
aerators were either 
not plugged in or not 
functioning. Biggest 
issue we see is people 
unplugging them because 
they’ve been told 
they’re expensive
to run.

– Andrea Bourgeois-Calvin

Most times, consumers are told to just plug in their system and it’ll work 
fine. But they’re more like a car; you need to do certain things to maintain 
them. And running them correctly is more cost-effective.

 
Pumper: What role can septic system pumpers and installers play in 
keeping waterways clean?
Bourgeois-Calvin: We’re trying to engage designers and installers now 
and tell them that the kind of systems they’ve been installing for years 
may not work any more. We’ve already had meetings with designers and 
installers to talk about systems that might meet the more stringent [water-
quality] goals we have.

They can also better educate homeowners on the front end … leave 
them with a simple, easy-to-read document. The brochure we put together 
is simple and gets the point across.

 
Pumper: Are your efforts yielding results?
Bourgeois-Calvin: Yes. Since we started, we’ve had to send only three 
cases to parish authorities because residents haven’t fixed issues. Over and 
over, we’ve found that the problems usually stem from a lack of education, 
whether it’s a commercial or residential system. Education goes a long way 
toward helping people avoid fines and other legal actions, as well as improve 
water quality.

We’re getting closer to our goals. Some sites in the upper Yellow Water 
River watershed are meeting the 2,000-count level in 75 percent of the 
samples taken within a year; we sample about 20 to 25 times a year. And 
from 2006 to 2012, 65 percent of the worst Yellow Water River sample sites 
met that goal, compared to 45 percent in 2006.

We’ve performed the same program in other watersheds and 
significantly reduced fecal-coliform counts. The area we’re currently 
inspecting [the Yellow Water River and Ponchatoula Creek watersheds] 
is very small compared to the entire 10,000-square-mile Pontchartrain 
watershed, but it’s an area that needs particular attention. 

One big problem is there’s a disconnect between the upper half of the 
watersheds, where the rivers are smaller and people view them more as 
ditches or some form of stormwater conveyance, and the lower half, where the 
rivers get larger and people use them recreationally for boating and fishing. 
Residents farther north are more isolated, so they don’t always realize that 
what they do affects the wetlands to the south, where people boat and fish. But 
we feel momentum is building … we’re seeing more and more participation.

 
Pumper: Where do you go from here?
Bourgeois-Calvin: We’re averaging 50 inspections a month in the Yellow 
Water River and Ponchatoula Creek watersheds; by the end of 2015, we hope 
to have inspections of all home systems completed in those two areas.  ■
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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

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

E stablished in 1989, the Lake Pontchartrain Basin Foundation faces 
a daunting task: to restore and preserve the water quality and 
habitat in the vast, 10,000-square-mile watershed surrounding Lake 

Pontchartrain, a shallow and brackish 629-square-mile inland bay that sits 
just north of New Orleans and drains into the Gulf of Mexico. 

The nonprofit foundation has identified several rivers that empty into 
the north end of the lake – where residential development has boomed in the 
wake of Hurricane Katrina – as key sources of pollution. In particular, results 
from water-quality tests conducted in Tangipahoa Parish revealed extremely 
high counts of fecal coliform bacteria in the 
Yellow Water River and Ponchatoula Creek.

The primary cause? Wastewater from 
many commercial and individual home 
sources, including residents who’ve been 
turning off pumps in their aeration waste 
treatment systems, which are commonly 
used in the region, says Andrea Bourgeois-
Calvin, the foundation’s water-quality 
program director. 

A comprehensive educational effort, 
funded by a state grant, is yielding positive 
results. But the group has a long way to go to 
achieve its goal of making local waterways 
that drain into the Lake Pontchartrain 
estuary safe for swimming and other 
recreational activities. What the foundation 
has learned from its educational efforts can 
benefit pumpers around the country who 
are interested in boosting their role as environmental stewards of their local 
waterways.

 
Pumper: How bad was the water quality in the Yellow Water River?
Bourgeois-Calvin: When we first started testing the Yellow Water River 
in 2006, we commonly found levels that exceeded 10,000 fecal coliform 
colonies per 100 milliliters of water. That’s considered not even safe for 
boating, much less swimming. Our goal is to reach a consistent level of 2,000 
colonies or less per 100 milliliters of water in a one-year period.
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kind of waste treatment systems are used there?
Bourgeois-Calvin: There are 756 homes in the Yellow Water River 
watershed and 965 homes in the Ponchatoula Creek watershed. Aeration 
systems [pumping air into the waste tank to encourage the growth of bacteria, 
which subsequently break down the solid waste] are more common than 

traditional septic systems. After the waste is treated, the system discharges 
effluent into local ditches and streams.

Because we’re in the Mississippi River delta region, the soil here has a lot 
of clay, so there’s not enough soil percolation for traditional septic systems 
to work effectively. So people with older [conventional] septic systems have 
discharge pipes installed. Essentially, they discharge raw wastewater into 
ditches and streams. These types of failed systems will have to be replaced.

 
Pumper: How did you discover the aeration systems weren’t working and 
why weren’t they functioning?
Bourgeois-Calvin: We realized we needed to target residential homes to 
find out why the fecal coliform counts were so high. So we obtained a state 
grant that funded a systematic, door-to-door inspection and educational 
program. We started the inspections in January 2013.

Through June, we inspected 152 homes in Tangipahoa Parish, of which 
95 rely on aeration systems. Of those, 59 – or 62 percent – failed an inspection. 

Of those failed systems, 40 – or 
68 percent – weren’t working 
because the aerators were either 
not plugged in or not functioning. 
Biggest issue we see is people 
unplugging them because they’ve 
been told they’re expensive to run.

Another common issue is 
that ants build colonies in the 
aerators, which causes them to 
malfunction. In winter, ants build 
colonies in them because they 
offer a warm environment. So the 
systems need to be repaired or 
replaced.

 
Pumper: How can you convince 
residents to run the aerators?
Bourgeois-Calvin: To combat 
that mentality, we figured out how 
much it actually costs per month 

to run an aerator pump, which is $3.70 cents. That’s comparable to what 
people pay to light a 75-watt lightbulb for typical home use in a month.

This information is contained in a brochure that also explains other 
ways people can avoid problems with their system, like checking if it’s 
working after a bad storm, being careful about what they put down their 
drains and having their tank pumped every three years. We’ve found it’s best 
to keep the messages simple.

PumPer IntervIew
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and tell them that the kind of systems they’ve been installing for years 
may not work any more. We’ve already had meetings with designers and 
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Bourgeois-Calvin: Yes. Since we started, we’ve had to send only three 
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over, we’ve found that the problems usually stem from a lack of education, 
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We’re getting closer to our goals. Some sites in the upper Yellow Water 
River watershed are meeting the 2,000-count level in 75 percent of the 
samples taken within a year; we sample about 20 to 25 times a year. And 
from 2006 to 2012, 65 percent of the worst Yellow Water River sample sites 
met that goal, compared to 45 percent in 2006.

We’ve performed the same program in other watersheds and 
significantly reduced fecal-coliform counts. The area we’re currently 
inspecting [the Yellow Water River and Ponchatoula Creek watersheds] 
is very small compared to the entire 10,000-square-mile Pontchartrain 
watershed, but it’s an area that needs particular attention. 

One big problem is there’s a disconnect between the upper half of the 
watersheds, where the rivers are smaller and people view them more as 
ditches or some form of stormwater conveyance, and the lower half, where the 
rivers get larger and people use them recreationally for boating and fishing. 
Residents farther north are more isolated, so they don’t always realize that 
what they do affects the wetlands to the south, where people boat and fish. But 
we feel momentum is building … we’re seeing more and more participation.

 
Pumper: Where do you go from here?
Bourgeois-Calvin: We’re averaging 50 inspections a month in the Yellow 
Water River and Ponchatoula Creek watersheds; by the end of 2015, we hope 
to have inspections of all home systems completed in those two areas.  ■
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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

PORTABLE TOILET  
SERVICE UNITS

SLIDE IN UNITS

HOISTED UNITS

ROLL OFF UNITS

CUSTOM UNITS

SCAN FOR  

FREE  
TANK  

MAINTENANCE 
GUIDE!

Call toll free at 
1-800-326-9763  

or visit  
pikrite.com/guide  

to get your  
free guide today!

1.800.326.9763 • pikrite.com



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
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Question: Why do I need a scope of services document?
 
Answer: Over the years I have come in contact with a number of very 

good service providers who also happen to be very good business people. 
One comment I always hear from these successful business owners is how 
important it is to be clear with clients about what work is going to be done, 
how it is going to be done, what the follow-up will be, and what will take 
place if something unexpected is found.

Even more important to any discussion is to make clear what will not 
be done. Most of my personal experience is connected with inspection 
or evaluation of systems, either as a part of a troubleshooting process or 
a real estate transfer inspection. Having a document you can leave with 
the customer explaining what will be done or not done is a good practice 
regardless of whether it covers an inspection, monitoring and maintenance, 
repair or installation.

A scope of services document does not need to be long or complicated, 
just specific and to the point about activities that will take place in the 
homeowner’s backyard. The document provides a way for the homeowner 
to revisit what you told them in the yard as their eyes were glazing over due 
to information overload on an unfamiliar topic. It also creates a comfort 
zone with what to expect during the process. In the end, it results in happy 
customers after the job is done. They feel they got value for the money they 
paid and have confidence that the work was done professionally. It brings 
them peace of mind and makes it more likely they will refer a friend or 
neighbor to your business.

 
PROMOTE YOUR PROFESSIONALISM

The following are some things to consider for your scope of service 
document. These comments have the inspection bias, but I think if you look 
at the general ideas they will apply to other activities as well.

If you have professional certifications and training, promote those up 
front. Point out that this is how you keep up with the most current information 
for onsite systems and provide the highest professional standards to your 
work. I am always impressed by the willingness of people in the industry 
to attend education events, glean what they can from the discussions, and 
practically apply that knowledge in the field. 

Tell customers that the results of your investigation and work will be 
summarized for them when the job is complete. 

For both maintenance and real estate transfers, the fieldwork starts 
with identification and location of all system components. For operation 
and maintenance agreements, the first activity is a thorough inspection or 
evaluation of the system. I like to say, “Inspection is the start of management.” 

Give the homeowner an idea of how this work will be performed. Will the 
drainfield be probed by hand? Will a camera be used to examine the sewer 
line from the house to the tank? In what situations will it be necessary to use 
a backhoe to access part of the system and what are additional charges for 
this work?

 
STEP-BY-STEP REVIEW

In the inspection and initial system evaluation, indicate that the septic 
tank will be opened, the contents of the tank will be evaluated for effluent 
level, scum thickness, sludge depth and signs of deterioration such as 
corroded baffles, cracked lids and – following the pumping – evidence of 
cracks or lack of watertightness in the tank. Make sure they know there is an 
additional pumping charge.

If the system includes pumps and pump tanks, indicate you will 
evaluate each pump for proper operation, check the integrity of the tank and 
evaluate the alarm circuitry. Detail how you will evaluate the condition of 
the drainfield, whether you will open and check the distribution box or drop 
boxes, and open evaluation ports and check effluent levels. Make sure they 
know each piece of the system will be evaluated and reported on in terms of 
operability and potential problems.

Detail what will be done to make their yard look the way it did when you 
arrived. Explain how the tank will be closed and backfilled. Indicate it will 
be seeded or sodded and that the area of excavation will be slightly raised to 
allow for normal soil settling.

Finally, consider adding a disclaimer to clearly spell out what the work 
does not provide. Guard against a perception the homeowner might have 
that once the system is inspected and has passed, it will function indefinitely. 
It should be stated that the inspection was an evaluation of the system’s 
present condition and operability. It is based on the evaluator’s experience 
and training. It does not warrant or guarantee proper functioning for any 
time in the future.

 
NOT A WARRANTY

If the work involves system maintenance, then a guarantee of the work 
for a specific time period is appropriate. For real estate inspections, it is 
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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. 

Spell It Out 
A written outline explaining your professional qualifications and scope of services 
will help build understanding and good customer relationships  By Jim Anderson

Guard against a perception the homeowner might  
have that once the system is inspected and has passed, 
it will function indefinitely.

important to highlight that due to factors beyond the inspector’s control, 
such as a new larger family, lack of future maintenance and the inability 
to monitor future use, there are no guarantees the system will function the 
same for any prospective buyer.

One additional disclaimer becoming more important in specific areas 
is that there was no evaluation of the system’s impact on groundwater or 
surface water unless that was actually part of the work. The system could be 
operating as it should but not meet stricter standards put in place in special 
management areas.

If you do not already have a scope of services document, hopefully this 
brief outline provides the motivation to create one. ■
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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

Question: Why do I need a scope of services document?
 
Answer: Over the years I have come in contact with a number of very 

good service providers who also happen to be very good business people. 
One comment I always hear from these successful business owners is how 
important it is to be clear with clients about what work is going to be done, 
how it is going to be done, what the follow-up will be, and what will take 
place if something unexpected is found.

Even more important to any discussion is to make clear what will not 
be done. Most of my personal experience is connected with inspection 
or evaluation of systems, either as a part of a troubleshooting process or 
a real estate transfer inspection. Having a document you can leave with 
the customer explaining what will be done or not done is a good practice 
regardless of whether it covers an inspection, monitoring and maintenance, 
repair or installation.

A scope of services document does not need to be long or complicated, 
just specific and to the point about activities that will take place in the 
homeowner’s backyard. The document provides a way for the homeowner 
to revisit what you told them in the yard as their eyes were glazing over due 
to information overload on an unfamiliar topic. It also creates a comfort 
zone with what to expect during the process. In the end, it results in happy 
customers after the job is done. They feel they got value for the money they 
paid and have confidence that the work was done professionally. It brings 
them peace of mind and makes it more likely they will refer a friend or 
neighbor to your business.

 
PROMOTE YOUR PROFESSIONALISM

The following are some things to consider for your scope of service 
document. These comments have the inspection bias, but I think if you look 
at the general ideas they will apply to other activities as well.

If you have professional certifications and training, promote those up 
front. Point out that this is how you keep up with the most current information 
for onsite systems and provide the highest professional standards to your 
work. I am always impressed by the willingness of people in the industry 
to attend education events, glean what they can from the discussions, and 
practically apply that knowledge in the field. 

Tell customers that the results of your investigation and work will be 
summarized for them when the job is complete. 

For both maintenance and real estate transfers, the fieldwork starts 
with identification and location of all system components. For operation 
and maintenance agreements, the first activity is a thorough inspection or 
evaluation of the system. I like to say, “Inspection is the start of management.” 

Give the homeowner an idea of how this work will be performed. Will the 
drainfield be probed by hand? Will a camera be used to examine the sewer 
line from the house to the tank? In what situations will it be necessary to use 
a backhoe to access part of the system and what are additional charges for 
this work?

 
STEP-BY-STEP REVIEW

In the inspection and initial system evaluation, indicate that the septic 
tank will be opened, the contents of the tank will be evaluated for effluent 
level, scum thickness, sludge depth and signs of deterioration such as 
corroded baffles, cracked lids and – following the pumping – evidence of 
cracks or lack of watertightness in the tank. Make sure they know there is an 
additional pumping charge.

If the system includes pumps and pump tanks, indicate you will 
evaluate each pump for proper operation, check the integrity of the tank and 
evaluate the alarm circuitry. Detail how you will evaluate the condition of 
the drainfield, whether you will open and check the distribution box or drop 
boxes, and open evaluation ports and check effluent levels. Make sure they 
know each piece of the system will be evaluated and reported on in terms of 
operability and potential problems.

Detail what will be done to make their yard look the way it did when you 
arrived. Explain how the tank will be closed and backfilled. Indicate it will 
be seeded or sodded and that the area of excavation will be slightly raised to 
allow for normal soil settling.

Finally, consider adding a disclaimer to clearly spell out what the work 
does not provide. Guard against a perception the homeowner might have 
that once the system is inspected and has passed, it will function indefinitely. 
It should be stated that the inspection was an evaluation of the system’s 
present condition and operability. It is based on the evaluator’s experience 
and training. It does not warrant or guarantee proper functioning for any 
time in the future.

 
NOT A WARRANTY

If the work involves system maintenance, then a guarantee of the work 
for a specific time period is appropriate. For real estate inspections, it is 
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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 
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Achievement Award. Email Jim questions 
about septic system maintenance and 
operation at editor@pumper.com. 

Spell It Out 
A written outline explaining your professional qualifications and scope of services 
will help build understanding and good customer relationships  By Jim Anderson

Guard against a perception the homeowner might  
have that once the system is inspected and has passed, 
it will function indefinitely.

important to highlight that due to factors beyond the inspector’s control, 
such as a new larger family, lack of future maintenance and the inability 
to monitor future use, there are no guarantees the system will function the 
same for any prospective buyer.

One additional disclaimer becoming more important in specific areas 
is that there was no evaluation of the system’s impact on groundwater or 
surface water unless that was actually part of the work. The system could be 
operating as it should but not meet stricter standards put in place in special 
management areas.

If you do not already have a scope of services document, hopefully this 
brief outline provides the motivation to create one. ■
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P.O. Box 1107 - 135 E Mile Road - Kalkaska, MI 49646 
p: 231.258.4870 - f: 231.258.2019 - sales@marshind.com

800.952.1537 - WWW.MARSHIND.COM

Industrial Vacuum 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.

DOT Code & 
Non-Code Hoist 

& Rear Door 
Options

Portable Toilet Hauler

Aluminum flatbed with  
lift-gate for portable toilet use. 
Thank you  Millikin Inc. from 

Grayling, Michigan. 

Mini Vac Trailers

 Industrial Units  
DOT Code &  
Non Code

Vacuum Septic Units

Aluminum Or 
Steel Tanks In 

A Variety Of 
Capacities

In Business Since 1959

The TSF Company Inc. 
2930 S St. Phillips Rd. | Evansville, IN 47712 

Toll Free: 1-800-843-9286 | 812-985-2630 | Fax: 812-985-3671
Email: rsitzman@tuff-jon.com | Website: www.tuff-jon.com

100 Gallon Fresh 
Water Supply Tank

TUFF-JON
Portable Toilets  |  Holding Tanks  |  Hand Wash Units  |  Accessories

•   Tank sizes 60,  
105, 225, 300 
and 440 gallons.

•  Standard holes  
are 2 - 3" holes 
with plugs

•  Can customize 
holes to match  
your specs 

•  Lifting Bracket 
Assembly

• Sky Heater

• Corner Shelf

• Towel Dispenser

•  Hand Washer 
Available For 
Both Styles of 
Tuff-Jon

TJ Shorty

TJ Kids
Tuff-Jon III

TJ Junior Single
Free Standing Sink

(16 gallons fresh water)

Tuff-Jon

90 Gallon  
Free-Standing Sink
(45 gallons fresh water)

Containment Tray

Interior View of TJ-III

TJ Handy Stand
Waterless Gel Touch 

Dispensers

60 Gallon Rinse Tank
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Alabama
Alabama Onsite Wastewater Association 
www.aowainfo.org; 334/396-3434

Arizona
Arizona Onsite Wastewater Recycling Association 
www.azowra.org; 928/443-0333

Arkansas
Arkansas Onsite Wastewater Association 
www.arkowa.com
 
California
California Onsite Wastewater Association 
www.cowa.org; 530/513-6658
 
Colorado
Colorado Professionals in Onsite Wastewater 
www.cpow.net; 720/626-8989
 
Connecticut
Connecticut Onsite Wastewater Recycling Association 
www.cowra-online.org; 860/267-1057
 
Delaware
Delaware On-Site Wastewater Recycling Association 
www.dowra.org
 
Florida
Florida Onsite Wastewater Association 
www.fowaonsite.com; 321/363-1590
 
Georgia
Georgia Onsite Wastewater Association 
www.onsitewastewater.org; 678/646-0379
 
Georgia F.O.G. Alliance 
www.georgiafog.com
 
Idaho
Onsite Wastewater Association of Idaho 
www.owaidaho.org; 208/664-2133

Illinois
Onsite Wastewater Professionals of Illinois 
www.owpi.net

Indiana
Indiana Onsite Waste Water Professionals Association 
www.iowpa.org; 317/889-2382

Iowa
Iowa Onsite Waste Water Association 
www.iowwa.com; 515/225-1051

Kansas
Kansas Small Flows Association 
www.ksfa.org; 913/594-1472

Kentucky
Kentucky Onsite Wastewater Association 
www.kentuckyonsite.org; 855/818-5692

Maine
Maine Association Of Site Evaluators 
www.mainese.com.  
 
Maine Association of Professional Soil Scientists 
www.mapss.org.

Maryland
Maryland Onsite Wastewater Professionals Association 
www.mowpa.org; 443/570-2029
 
Michigan
Michigan Onsite Wastewater Recycling Association 
www.mowra.org
 
Michigan Septic Tank Association 
www.msta.biz; 989/808-8648
 
Minnesota
Minnesota Onsite Wastewater Association 
www.mowa-mn.com; 888/810-4178

Missouri
Missouri Smallflows Organization 
www.mosmallflows.org; 417/739-4100
 
Nebraska
Nebraska On-site Waste Water Association 
www.nowwa.org; 402/476-0162
 

New Hampshire
New Hampshire Association of Septage Haulers 
www.nhash.com; 603/831-8670
 
Granite State Designers and Installers Association
www.gsdia.org; 603/228-1231
 
New Mexico
Professional Onsite Wastewater Reuse 
Association of New Mexico 
www.powranm.org; 505/989-7676
 
North Carolina
North Carolina Septic Tank Association 
www.ncsta.net; 336/416-3564
 
North Carolina Portable Toilet Group 
www.ncportabletoiletgroup.org; 252/249-1097
 
North Carolina Pumper Group 
www.ncpumpergroup.org; 252/249-1097
 
Ohio
Ohio Onsite Wastewater Association 
www.ohioonsite.org; 866/843-4429
 
Oregon
Oregon Onsite Wastewater Association 
www.o2wa.org; 541/389-6692
 
Pennsylvania
Pennsylvania Association of Sewage Enforcement 
Officers 
www.pa-seo.org; 717/761-8648
 
Pennsylvania Onsite Wastewater Recycling Association
www.powra.org
 
Pennsylvania Septage Management Association 
www.psma.net; 717/763-7762
 
Tennessee
Tennessee Onsite Wastewater Association 
www.tnonsite.org.

TRADE AssociAtions
If you would like your wastewater trade association added to this list, send contact information to editor@onsiteinstaller.com.

 
Serving the Industry 
Visit your state and provincial trade associations

Texas
Texas On-Site Wastewater Association 
www.txowa.org; 888/398-7188
 
Virginia
Virginia Onsite Wastewater Recycling Association 
www.vowra.org; 540/377-9830
 
Washington
Washington On-Site Sewage Association 
www.wossa.org; 253/770-6594  
 
Wisconsin
Wisconsin Onsite Water Recycling Association 
www.wowra.com; 608/441-1436
 
Wisconsin Liquid Waste Carriers Association 
www.wlwca.com; 608/441-1436
 

NATIONAL
Water Environment Federation 
www.wef.org; 800/666-0206
 
National Onsite Wastewater Recycling Association 
www.nowra.org; 800/966-2942
 

National Association of Wastewater Technicians 
www.nawt.org; 800/236-6298
 

CANADA

Alberta
Alberta Onsite Wastewater Management Association 
www.aowma.com; 877/489-7471

British Columbia
WCOWMA Onsite Wastewater Management of B.C. 
www.wcowma-bc.com; 877/489-7471
 
Manitoba
Manitoba Onsite Wastewater Management Association 
www.mowma.org; 877/489-7471
 
New Brunswick
New Brunswick Association  
of Onsite Wastewater Professionals 
www.nbaowp.ca; 506/455-5477

Nova Scotia
Waste Water Nova Scotia 
www.wwns.ca; 902/246-2131
 

Ontario
Ontario Onsite Wastewater Association 
www.oowa.org; 855/905-6692
 
Ontario Association of Sewage Industry Services 
www.oasisontario.on.ca; 877/202-0082
 
Saskatchewan
Saskatchewan Onsite Wastewater 
Management Association 
www.sowma.ca; 877/489-7471

Canadian Regional
Western Canada Onsite Wastewater 
Management Association 
www.wcowma.com; 877/489-7471
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To learn more about  
ITI Trailers and Truck Bodies, 

call  1-888-634-0080
or visit

www.itimfg.com

Stainless Steel Oilfield Truck Aluminum Septic TruckPortable Restroom Trucks

2 Compartment Tank Trucks

Custom Manufacturer of  
Vacuum Trucks & Trailers

We Manufacture & Ser vice What We Sell. ASME Certified       Building DOT 407/412 Equipment

ASME DOT 407/412
Double Drop Aluminum &  

Stainless Steel Tanker Trailers
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Georgia F.O.G. Alliance 
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Idaho
Onsite Wastewater Association of Idaho 
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www.owpi.net
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Indiana Onsite Waste Water Professionals Association 
www.iowpa.org; 317/889-2382
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Iowa Onsite Waste Water Association 
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Kansas
Kansas Small Flows Association 
www.ksfa.org; 913/594-1472
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Kentucky Onsite Wastewater Association 
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Maine Association Of Site Evaluators 
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Maine Association of Professional Soil Scientists 
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Maryland Onsite Wastewater Professionals Association 
www.mowpa.org; 443/570-2029
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Michigan Onsite Wastewater Recycling Association 
www.mowra.org
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New Hampshire Association of Septage Haulers 
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Serving the Industry 
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Alberta Onsite Wastewater Management Association 
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British Columbia
WCOWMA Onsite Wastewater Management of B.C. 
www.wcowma-bc.com; 877/489-7471
 
Manitoba
Manitoba Onsite Wastewater Management Association 
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New Brunswick
New Brunswick Association  
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Save Time
aNd moNey!

763-878-2296 or 888-878-2296
www.crustbusters.com

Backflushing a septic tank can cause 
   a loose septic hose to fly around 
      like a cobra spewing effluent all  
         over! Don’t get bit by this costly 
             and messy problem! Forget 
                 backflushing; use a Crust 
                    Buster septic tank agitator!

 *WARRANTY
  INFORMATION

• 2 year/100K mile warranty on engine, transmission 
   and rear end for Class 6 and Class 7 vehicles.

• 1 year/100K mile warranty included on engines for class 8 vehicles.

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

The Demonstrated Drainfield
Restoration/Maintenance Solution

Backed By Science � Proven with Experience � Many Satisfied Homeowners

Septic-Scrub™ is a superior product for 
the maintenance and restoration of 
septic system drainfields. Customers 
appreciate that it is environmentally 
safe, contains no organic 
chemicals and does 
not produce any 
toxic by-products. 
Most importantly, 
Septic-Scrub works. 
It breaks down sulfide 
buildup in the biomat 
and soil to allow for 
better water absorption. 

Learn more about 
Septic-Scrub at www.arcan.com.

For information on increasing
sales and providing a valuable
service to your customers, 
call Arcan Enterprises at 
888-35ARCAN (352-7226)

Septic-ScrubSeptic-Scrub™Septic-Scrub

P.O. Box 31057
Clarksville, TN 37040

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



 *WARRANTY
  INFORMATION

• 2 year/100K mile warranty on engine, transmission 
   and rear end for Class 6 and Class 7 vehicles.

• 1 year/100K mile warranty included on engines for class 8 vehicles.
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Classy TruCk Of The MOnTh

Atascadero, Calif.

Ingram & Greene Sanitation

R oger Greene upgraded his fleet with this white 2012 International 
4300 with a 2,800-gallon aluminum tank from Progress Vactruck, 
and a Fruitland RCF 500 vacuum pump. The truck is powered 

by a MaxxForce DT 260 hp engine tied to an Eaton Fuller six-speed 
transmission. The truck features rear sight glasses, top and rear manways, 
aluminum hose trays, 3-inch inlet and 6-inch dump valve, beacon lighting 
and white painted wheels. Graphics are from All Signs and Graphics. The 
truck is used mainly for residential septage and grease trap waste and the 
regular driver is Leonell Torres. ■

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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YOUR SOURCE FOR HOISTED TANKS
BUILT TO ORDER CAN BE AFFORDABLE.

Galva, IL     800-545-0174     309-932-3311 www.vaxteel.com

BUILT TO ORDER.
BUILT TO LAST.

n  Hoisted tanks with full open doors
n  Ready to ship tanks: 300, 1500, 2300,  

2500 & 3360 Gallon
n  Steel, Stainless and Galvanized
n  300 to 6000 gallons
n  Roll Off tank units
n  Tank kits shipped to your location
n  Installed on your new  

or used chassis
n  Project drawings  

available before  
production

n  Custom lettering  
& graphics

n  Dealer for 7 major  
vacuum pumps and blowers

You know your equipment needs better than anyone. 
At LMT, we listen to you and design and build exactly the tank you want.

VAXTEEL 4000 Gal. Tank
with Full Open Door

VAXTEEL 4100 Gal. Tank
with 36” Rear Open Door

We Have Money To Loan
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.

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.

• Portable Toilets
• Pumper Trucks
• Water Jetters
• Vacuum Trucks

• Sewer Equipment
• TV Inspection
• New and Used
   Equipment

v  Programs offer longer terms 
for older equipment

v We do start ups
v 90 Day Delayed Billing
v  Seasonal Payment Programs  

Available

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

Commerical Equipment Financing

www.keycommercial.com

JIM THOMAS

give me a call!

Biological Maintenance for Drain  
Lines, Grease Traps & Septic Systems

» Increase Profits 20%

» Professional Strength

» EPA, DfE 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
U.S.EPA DfE
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S ince 1995, the National Association of Wastewater Technicians has 
offered a course and certification for conducting an operating level 
inspection for septic systems at the time of property transfer. This 

course came about initially due to inquiries from real estate professionals 
about whether a standard could be created for these inspections. 

Recognizing that professionals in our industry are the best equipped and 
qualified to conduct these inspections, the program was begun. As a part of 
the program there is an expectation that professionals will take at least eight 
hours of continuing education units over the two-year certification period to 
ensure the inspector is keeping up with industry advancements. 

In 2005, NAWT expanded the programs offered to include an Operation 
and Maintenance Certification and an Installer Certification with similar 
expectations for continuing education. In the past two years, NAWT has 
worked at providing a course and accompanying certification on Design 
Principles. These certifications have value for the participants to promote 
the industry and show they are professionals concerned with providing 
the best services to their customers. If you have an interest in any of these 
programs for your state or region, contact the NAWT office. 

NAWT Board members feel required continuing education is an 
important aspect of any certification program. The industry is rapidly 
changing and individuals and firms can fall behind in learning about new 
technologies and products available if they don’t periodically participate in 
education programs.

Currently, the continuing education requirement for each of the NAWT 
programs is eight hours every two years. We often get questions about 
how this stacks up with other industries. Recently we saw some articles on 
certification in the agricultural sector. In these articles it was highlighted 
that the average certification period is every two to three years; so it would 
appear that NAWT programs are on target with the time period. The average 
number of continuing education units required was stated as 15 hours. Here 
the NAWT programs are on the low side of requirements.

Many of the professionals we see in our programs earn many more 
than eight hours over the two-year period. They see the value of NAWT and 
other programs offered to keep current in their businesses. They recognize 
that growing their skills and knowledge gives them a competitive advantage 
as well as the best service possible to their customers. They realize that 
the minimum is not where they need to be. If someone is doing only the 
minimum they are probably falling behind and will not be one of the top 
professionals in their area. ■

Certification and continuing education 
show professionalism

By Dhru Bhatt

NAWT BOARD OF DIRECTORS:
Jeff Rachlin, President, PA
Jamie Miller, Vice President, VA
Ralph Macchio, Treasurer, NY
Tom Ferrero, Secretary, PA
Tom Frank, Past President, OH

NAWT EXECUTIVE ADMINISTRATOR:    Donn Lesko

Jim Anderson, MN
Gene Bassett, NM 
Jace Ensor, NM 
Tim Frank, PA
Larry Frost, ME

Bill Hall, CT
Tom Johnson, NY
Arthur Joubert, NH
Bob Kendall, WI 
Frank King, MA

Stuart Mead, IN
Kit Rosenfield, CA
Susan Ruehl, OH
Mark Scott, MI

3150 W Higgins Rd., Ste. 105, Hoffman Estates, IL 60169 • 1-800-236-NAWT (6298) • Fax 847-885-8393 • www.nawt.org

UPCOMING TRAINING & EVENTS
YOUR SOURCE
FOR REAL LEARNING

ARIZONA 
 One-day NAWT Onsite Installer 
 Certifi ed Professional Training
 August 23, 2014 - Payson, AZ

 The August NAWT Inspection Training & Certifi cation  
 class has been rescheduled to August 21-22, 
 still in Casa Grande

Contact Kit Farrell-Poe, Ph.D. - 520-626-9120 
or kittfp@ag.arizona.edu

TEXAS 
Inspector Certifi cation & Training
 La Quinta Inn & Suites
 Arlington North 6 Flags Dr
 825 North Watson Rd - Arlington, TX
 September 26 - 27, 2014
 8 am - 5 pm 
Contact Brian P. Murphy - 972-743-5588

OREGON 
Inspector Certifi cation & Training

Chemeketa Center for Business & Industry
626 High Street, Suite 302.

 Salem, OR 97301
 June 6 - 7, 2014

Contact Belinda Rasmussen - 541-389-6692
Fax 541-389-2832, Email info@o2wa.org

WWW.NAWT.ORGFor more information call:  800-236-6298
–– WATCH THE NAWT WEBSITE AND INDUSTRY PUBLICATIONS FOR UPDATES ––

SAVE THE DATES!
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APPLICATIONS:
Refineries  

Environmental

Mining

Marine

Onshore Drilling

Offshore Drilling

Municipal/Septic

Construction

PATENTED TECHNOLOGY FOR PUMPING

!

Proudly made 
in the USA

Discover how over 30 years industry experience 
and proven technology will increase your vacuum truck 
performance. By providing limitless vertical lift and 
distance capability, this unit will shorten project time.

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

         Power Booster Sizes:  

2", 3", 4", & 6"

pressurelift.com 
972.355.0550

2 inch
Now  

Available 

In A

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

Phone:269-793-7183 Fax: 269-793-4022
127 N. Water St., Hopkins, MI 49328

www.brightbeltpress.com

Sales, Rentals, 
& Leasing Options

Mobile Belt Filter Press with 
Operator Room 

Dewatering Solutions for
Bio Solids, Sludge & Slurries 

Do It Once!
    Do It Bright!
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TSITSITANK SERVICES, INC

TSITSI
TANK SERVICES, INC

TSITSITANK SERVICES, INC

TSITSITSI
TANK SERVICES, INC

TSITSITSITANK SERVICES, INC

TSITSI
TANK SERVICES, INC

SHINE ON Products From

SHINE ON Products From

Professionals in the Vacuum Tank & Trailer Industry
Contact: Jerry Blake, Toll Free: 866.720.4999

or: Mike Morong: 303.591.7230

P.O. Box 8136, Cranston, RI 02920     
Email: jerry@tankservicesinc.com   
Cell: 401-688-0043 
Web site: www.tankservicesinc.com

Mike Morong
Western Region Sales Office  
Denver, CO    
Email: mike@tankservicesinc.com

Call Today For Spring SavingS

Conde

Conde

Self Contained Unit  
600 gallon steel tank, 33.5 HP Kubota diesel engine (choice 

of pumps),  200 gallon poly tank, 6 gpm 3,000 psi jetter.

Slide-In Units  
500-1,000 gallons, 1 or 2 compartment; select a pump 

package & engine HP. Standard units “Always in Stock” all 
light weight aluminum, many available options.

Roll Off Vacuum Tank

1999 Peterbilt 33,000 GVWR 300HP, 10-speed waste 
fryer oil collection truck with 150-250 gallon containers

2003 FL-70  
Air Ride, 2,800 gal. single compartment, rebuilt 

meter, 230 HP Cat, 6-spd.

NEW 9000 Gallon Aluminum Vacuum Trailer,  
Air ride suspension (tri-axle), pump platform, bright finish, LED lights, Betts valves,  

ON THE GROUND READY FOR DELIVERY.

2014 Peterbilt’s In Stock

Peterbilt  
4500 gallon stainless, hoist tank

2014 Peterbilt 
2800 gallon tank

Peterbilt 337 
3600 gallon aluminum hoist tank

21' Steel Lumber-PRT Body

 Need Equipment? Contact Us We Can Get It. 866.720.4999

Used reconditioned Utile 625 
and 825 vacuum pumps

Used Pumps
For Sale

NEW ENGLAND 
DISTRIBUTOR

TANK DISTRIBUTOR FOR

2013 Peterbilt  
26,000 GVWR, auto transmission, 400/1100 stainless 

steel tank, Masport HXL4 pump, dual service-loaded.

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)

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

SOLD
Sell your equipment in Pumper classifieds

Reach over 25,000 potential buyers each month when you  

list your equipment in the classified section. Plus, your  

listing is placed automatically online at the Pumper website.  

In addition, your ad will be placed in the Pumper e-Trader,  

an electronic magazine that is e-mailed to readers.  

That’s three ways to move your equipment out of the yard!

Scan the 
code  

with your 
smartphone.

Why wait?  
Go to  

pumper.com/classifieds/place_ad
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overtime do so at their peril. While outside salespeople may be exempt 
from overtime requirements, other nonexempt employees who are paid 
commissions or nondiscretionary bonuses must have such payments 
included in their overtime calculation. That typically requires a difficult 
retroactive calculation, he says.

One way to avoid that recalculation on a year-end bonus is to pay 
the bonus as a percentage of the employee’s total annual compensation 
(including overtime).

Elliott says the FLSA requires that when nondiscretionary bonuses for 
hourly workers are calculated in terms of annual gross pay, overtime hours 
must be included, not just the straight time wages over the year.

 
PREVENTING DISASTER

So how do you avoid problems from overtime violations, or any other 
violation of the Fair Labor Standards Act?

Scullen recommends a proactive strategy for employers: Conduct your 
own audit of wage-and-hour compliance to identify and correct potential 
concerns before a lawsuit is filed or the Department of Labor knocks on your 
door.

A knowledgeable labor and employment lawyer can help you review 
compensation plans and employee classifications and guide you in their 
proper implementation. At the same time, working with legal counsel can 
help ensure that your internal audit is protected from easy discovery by a 
plaintiff’s attorney – because it will then be covered under the attorney-
client or attorney work-product privileges, Scullen explains.

The U.S. Department of Labor has numerous fact sheets and guidelines 
in the FLSA requirements, including a series of online tests you can run 

through to get a quick assessment of whether a worker’s circumstances 
or assignment qualifies that person as exempt under the federal law. You 
can find fact sheets at www.dol.gov/whd/fact-sheets-index.htm and one of 
those online tests at www.dol.gov/elaws/esa/flsa/scope/screen9.asp, along 
with links to other specialized tests.

And most of all, do your homework before trying to save money through 
a specious strategy.

“While you may save money on the short term,” Elliott says, “if it catches 
up to you, you’re going to pay through the nose on the back end.” 

And that’s the kind of nosebleed you’ll never want. ■

I t’s not an uncommon belief: If you put your employees on salary, you 
won’t have to pay overtime. Like a lot of seemingly simple solutions, it’s 
wrong. That doesn’t keep it from being widespread, however. 

“Many employers, even sophisticated employers, make the mistake 
that simply paying people on a salaried basis exempts them from overtime,” 
says Wisconsin labor and employment lawyer Sean Scullen. 

There may be good reasons for switching someone from an hourly wage 
to an annual salary, but there are also serious pitfalls that could put your 
business at risk. So if you want to make the change just to save money, think 
again – and read on.

 
EXEMPT, OR NOT?

The real difference in how employees are categorized isn’t between 
“hourly” and “salaried,” says Scullen, the National Chair of the Labor & Em-
ployment Practice Group of the law firm of Quarles & Brady, headquartered 
in Milwaukee with offices in Florida, Arizona and Washington, D.C. 

“Anyone can be paid on a salaried basis,” Scullen says. “The real question 
is whether employees are exempt from overtime requirements under federal 
or state law.”

The federal Fair Labor Standards Act requires employees to be paid 1½ 
times their “regular rate” (generally determined by dividing all compensation 
earned by an employee in a work week by the total 
number of hours worked) for every additional hour 
they work in one week over 40 hours – in other 
words, time and a half. 

To be exempt from that requirement, an 
employee must be paid on a salary of not less than 
$455 per week. But that alone doesn’t pass the test, 
Scullen points out. The FLSA also requires that 
an exempt employee’s duties fall within one of a 
limited group of exemptions. The most common 
are the so-called “white collar” exemptions 
involving “executive,” “administrative” or “professional” duties. 

“They’ll save money in the short term, but all it takes is an employee 
or two to complain to the Department of Labor,” says Bruce Elliott, 
manager of compensation and benefits at the Society for Human Resources 
Management in Arlington, Va.

 
COSTLY MISTAKE

Suppose you classify a particular employee as salaried, and a federal 
administrative law judge rules your decision was wrong. Further, let’s say 
the judge finds that your wrongly classified employee should have been paid 
for 100 hours of overtime work in the last year. You could owe the worker the 
equivalent of 150 times his or her regular rate. 

But it doesn’t stop there. You may be required to pay the employee’s 

attorney fees (as well as your own legal fees, of course). And the federal 
law also provides for an additional damage award of up to 100 percent 
of the unpaid wages – in this instance, another 150 times the employee’s 
regular rate. 

And don’t think that because your business is very small it isn’t governed 
by federal labor laws. Where the FLSA is concerned, very few businesses are 
immune, Scullen says. 

It can get even worse. “There are robust timekeeping regulations around 
hourly paid employees,” Elliott notes. Even if just one or two employees 
complain, that could trigger a full-blown audit of your entire operation by 
the labor department. If your timekeeping records aren’t in order to show 
you’ve paid hourly employees appropriately, including overtime when it has 
been worked, you could face additional penalties.

That also doesn’t take into account the cost of compiling the data you 
need to respond to an audit request. “And if the organization hasn’t kept 
timekeeping records, the burden of proof is on the employer to prove that 
the employees didn’t work overtime when they claim they have.”

           
EXCEPTIONS TO THE RULES

It is possible to put workers on a salary, but still keep the records so 
that they earn and are paid overtime when their workweek exceeds 40 hours. 

Elliott sees little point in that sort of arrangement, 
however, especially considering that even for those 
employees, you’ll need to keep accurate time 
records so that they’re paid overtime when they 
qualify for it. 

“It’s easier to categorize them as hourly-paid so 
you can reconcile hours worked to compensation,” 
Elliott says.               

But it bears repeating: To be truly exempt and 
therefore not eligible for overtime pay, a salaried 
worker must have duties that fall within one of 

the legal exemptions. Those include responsibilities for managing workers, 
performing administrative work as the exemption defines it, or performing 
professional duties: work that requires specialized knowledge typically 
acquired in a prolonged course of study, such as accounting or engineering.

 
BONUSES AND COMMISSIONS

Hourly or not, Elliott says bonuses and commissions can be a useful 
tool for motivating front-line workers, especially those whose jobs offer 
opportunities to sell an additional service or product to the customer.

Straight sales commissions can be easier to figure in this way, he points 
out. Annual profit-sharing or other forms of bonuses are another alternative. 

One caution, however, Scullen warns: Employers who fail to take 
nondiscretionary bonuses or commissions into account when calculating 

MOney Manager

The Salary Pitfall
Before putting front-line workers on salary, make sure you’re following the law  By Erik Gunn
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overtime do so at their peril. While outside salespeople may be exempt 
from overtime requirements, other nonexempt employees who are paid 
commissions or nondiscretionary bonuses must have such payments 
included in their overtime calculation. That typically requires a difficult 
retroactive calculation, he says.

One way to avoid that recalculation on a year-end bonus is to pay 
the bonus as a percentage of the employee’s total annual compensation 
(including overtime).

Elliott says the FLSA requires that when nondiscretionary bonuses for 
hourly workers are calculated in terms of annual gross pay, overtime hours 
must be included, not just the straight time wages over the year.

 
PREVENTING DISASTER

So how do you avoid problems from overtime violations, or any other 
violation of the Fair Labor Standards Act?

Scullen recommends a proactive strategy for employers: Conduct your 
own audit of wage-and-hour compliance to identify and correct potential 
concerns before a lawsuit is filed or the Department of Labor knocks on your 
door.

A knowledgeable labor and employment lawyer can help you review 
compensation plans and employee classifications and guide you in their 
proper implementation. At the same time, working with legal counsel can 
help ensure that your internal audit is protected from easy discovery by a 
plaintiff’s attorney – because it will then be covered under the attorney-
client or attorney work-product privileges, Scullen explains.

The U.S. Department of Labor has numerous fact sheets and guidelines 
in the FLSA requirements, including a series of online tests you can run 

through to get a quick assessment of whether a worker’s circumstances 
or assignment qualifies that person as exempt under the federal law. You 
can find fact sheets at www.dol.gov/whd/fact-sheets-index.htm and one of 
those online tests at www.dol.gov/elaws/esa/flsa/scope/screen9.asp, along 
with links to other specialized tests.

And most of all, do your homework before trying to save money through 
a specious strategy.

“While you may save money on the short term,” Elliott says, “if it catches 
up to you, you’re going to pay through the nose on the back end.” 

And that’s the kind of nosebleed you’ll never want. ■
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I t’s not an uncommon belief: If you put your employees on salary, you 
won’t have to pay overtime. Like a lot of seemingly simple solutions, it’s 
wrong. That doesn’t keep it from being widespread, however. 

“Many employers, even sophisticated employers, make the mistake 
that simply paying people on a salaried basis exempts them from overtime,” 
says Wisconsin labor and employment lawyer Sean Scullen. 

There may be good reasons for switching someone from an hourly wage 
to an annual salary, but there are also serious pitfalls that could put your 
business at risk. So if you want to make the change just to save money, think 
again – and read on.

 
EXEMPT, OR NOT?

The real difference in how employees are categorized isn’t between 
“hourly” and “salaried,” says Scullen, the National Chair of the Labor & Em-
ployment Practice Group of the law firm of Quarles & Brady, headquartered 
in Milwaukee with offices in Florida, Arizona and Washington, D.C. 

“Anyone can be paid on a salaried basis,” Scullen says. “The real question 
is whether employees are exempt from overtime requirements under federal 
or state law.”

The federal Fair Labor Standards Act requires employees to be paid 1½ 
times their “regular rate” (generally determined by dividing all compensation 
earned by an employee in a work week by the total 
number of hours worked) for every additional hour 
they work in one week over 40 hours – in other 
words, time and a half. 

To be exempt from that requirement, an 
employee must be paid on a salary of not less than 
$455 per week. But that alone doesn’t pass the test, 
Scullen points out. The FLSA also requires that 
an exempt employee’s duties fall within one of a 
limited group of exemptions. The most common 
are the so-called “white collar” exemptions 
involving “executive,” “administrative” or “professional” duties. 

“They’ll save money in the short term, but all it takes is an employee 
or two to complain to the Department of Labor,” says Bruce Elliott, 
manager of compensation and benefits at the Society for Human Resources 
Management in Arlington, Va.

 
COSTLY MISTAKE

Suppose you classify a particular employee as salaried, and a federal 
administrative law judge rules your decision was wrong. Further, let’s say 
the judge finds that your wrongly classified employee should have been paid 
for 100 hours of overtime work in the last year. You could owe the worker the 
equivalent of 150 times his or her regular rate. 

But it doesn’t stop there. You may be required to pay the employee’s 

attorney fees (as well as your own legal fees, of course). And the federal 
law also provides for an additional damage award of up to 100 percent 
of the unpaid wages – in this instance, another 150 times the employee’s 
regular rate. 

And don’t think that because your business is very small it isn’t governed 
by federal labor laws. Where the FLSA is concerned, very few businesses are 
immune, Scullen says. 

It can get even worse. “There are robust timekeeping regulations around 
hourly paid employees,” Elliott notes. Even if just one or two employees 
complain, that could trigger a full-blown audit of your entire operation by 
the labor department. If your timekeeping records aren’t in order to show 
you’ve paid hourly employees appropriately, including overtime when it has 
been worked, you could face additional penalties.

That also doesn’t take into account the cost of compiling the data you 
need to respond to an audit request. “And if the organization hasn’t kept 
timekeeping records, the burden of proof is on the employer to prove that 
the employees didn’t work overtime when they claim they have.”

           
EXCEPTIONS TO THE RULES

It is possible to put workers on a salary, but still keep the records so 
that they earn and are paid overtime when their workweek exceeds 40 hours. 

Elliott sees little point in that sort of arrangement, 
however, especially considering that even for those 
employees, you’ll need to keep accurate time 
records so that they’re paid overtime when they 
qualify for it. 

“It’s easier to categorize them as hourly-paid so 
you can reconcile hours worked to compensation,” 
Elliott says.               

But it bears repeating: To be truly exempt and 
therefore not eligible for overtime pay, a salaried 
worker must have duties that fall within one of 

the legal exemptions. Those include responsibilities for managing workers, 
performing administrative work as the exemption defines it, or performing 
professional duties: work that requires specialized knowledge typically 
acquired in a prolonged course of study, such as accounting or engineering.

 
BONUSES AND COMMISSIONS

Hourly or not, Elliott says bonuses and commissions can be a useful 
tool for motivating front-line workers, especially those whose jobs offer 
opportunities to sell an additional service or product to the customer.

Straight sales commissions can be easier to figure in this way, he points 
out. Annual profit-sharing or other forms of bonuses are another alternative. 

One caution, however, Scullen warns: Employers who fail to take 
nondiscretionary bonuses or commissions into account when calculating 
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 Sludge TreaTmenT
 

Skid-mounted 
decanter 
centrifuge 
SyStem
The ALSYS skid-mounted 
decanter centrifuge system 
from Alfa Laval can be trailer-
mounted for added mobility 
and flexibility. Automatic operation 
eliminates the need for continuous monitoring. 
A central control panel ensures trouble-free, safe operation. 
Pretested modules have rapid commissioning by Alfa Laval field service. The 
system features the ALDEC and G2 decanter centrifuge range, with custom 
sizes available. 866/253-2528; www.alfalaval.us.

 
Liquid Live bacteria

PRO-PUMP/HC liquid live bacteria from Ecological 
Laboratories are a blend of microorganisms selected 

for broad-spectrum application in industrial and 
wastewater treatment. The product contains more 

than 30 strains of bacteria to resolve problems 
in grease traps. It rapidly breaks down and 
removes fats, oils and grease that build up 
in drainlines and grease traps. The blend is 
a unique mixture of live bacteria, not spores. 
Regular treatment reduces trap surface 
solids, making pumpouts more cost-effective. 
800/326-7867; www.propump.com.

 
Lagoon agitator
The Lagoon Crawler from 
Nuhn Industries can be 
driven by remote control 
into a pit to perform 
agitation. There are two-
speed hydraulic wheel 
drives for transporting on 
land and crawling out of a 
lagoon. It is equipped with 
a Cummins diesel engine (John Deere available upon request) that powers 
10,000 gpm agitation. There are seven agitator jets; one on the front, two on 
the rear and four on the sides for steering. The agitation cuts through tough 
crusts. The pump is submerged in the lagoon so no priming is required. The 
header pump can build pressure and move high volumes. The 750 ft-lbs of 
torque and aggressive tire treads allow it to climb steep, slippery lagoon 
slopes. 877/837-7323; www.nuhn.ca.

 
WaSteWater inocuLant
Munox SR environmentally friendly wastewater 
inoculant from One Biotechnology contains 
healthy microbes that remediate fresh or 
weathered surface oil spills on water and land. The 
microorganisms in this product were extracted 
from once-contaminated sites. These pathogen-
free cultures convert metabolized petroleum into 
carbon dioxide and water, and are effective on a 
variety of petroleum products and byproducts such 
as bunker fuel, crude oil and gasoline. They are 
ideal in cases where petroleum hydrocarbon spills 

require prompt bioremediation. It is a versatile product that can also be 
mixed into soil or sand, or sprayed onto oily surfaces from a boat or aircraft. 
800/951-4246; www.onebiotechnology.com.

Septage Disposal Management
In an effort to control more aspects of wastewater treatment, many pumping contractors are setting up 
their own dewatering and disposal plants. If you’re considering this option, here are a number of equipment 
choices for sludge treatment, dewatering, land application, storage and transport of effluent and dried 
cake materials.  By Craig Mandli

Product Focus/Case studIes

(continued)
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Skid-mounted 
decanter 
centrifuge 
SyStem
The ALSYS skid-mounted 
decanter centrifuge system 
from Alfa Laval can be trailer-
mounted for added mobility 
and flexibility. Automatic operation 
eliminates the need for continuous monitoring. 
A central control panel ensures trouble-free, safe operation. 
Pretested modules have rapid commissioning by Alfa Laval field service. The 
system features the ALDEC and G2 decanter centrifuge range, with custom 
sizes available. 866/253-2528; www.alfalaval.us.

 
Liquid Live bacteria

PRO-PUMP/HC liquid live bacteria from Ecological 
Laboratories are a blend of microorganisms selected 

for broad-spectrum application in industrial and 
wastewater treatment. The product contains more 

than 30 strains of bacteria to resolve problems 
in grease traps. It rapidly breaks down and 
removes fats, oils and grease that build up 
in drainlines and grease traps. The blend is 
a unique mixture of live bacteria, not spores. 
Regular treatment reduces trap surface 
solids, making pumpouts more cost-effective. 
800/326-7867; www.propump.com.

 
Lagoon agitator
The Lagoon Crawler from 
Nuhn Industries can be 
driven by remote control 
into a pit to perform 
agitation. There are two-
speed hydraulic wheel 
drives for transporting on 
land and crawling out of a 
lagoon. It is equipped with 
a Cummins diesel engine (John Deere available upon request) that powers 
10,000 gpm agitation. There are seven agitator jets; one on the front, two on 
the rear and four on the sides for steering. The agitation cuts through tough 
crusts. The pump is submerged in the lagoon so no priming is required. The 
header pump can build pressure and move high volumes. The 750 ft-lbs of 
torque and aggressive tire treads allow it to climb steep, slippery lagoon 
slopes. 877/837-7323; www.nuhn.ca.

 
WaSteWater inocuLant
Munox SR environmentally friendly wastewater 
inoculant from One Biotechnology contains 
healthy microbes that remediate fresh or 
weathered surface oil spills on water and land. The 
microorganisms in this product were extracted 
from once-contaminated sites. These pathogen-
free cultures convert metabolized petroleum into 
carbon dioxide and water, and are effective on a 
variety of petroleum products and byproducts such 
as bunker fuel, crude oil and gasoline. They are 
ideal in cases where petroleum hydrocarbon spills 

require prompt bioremediation. It is a versatile product that can also be 
mixed into soil or sand, or sprayed onto oily surfaces from a boat or aircraft. 
800/951-4246; www.onebiotechnology.com.

Septage Disposal Management
In an effort to control more aspects of wastewater treatment, many pumping contractors are setting up 
their own dewatering and disposal plants. If you’re considering this option, here are a number of equipment 
choices for sludge treatment, dewatering, land application, storage and transport of effluent and dried 
cake materials.  By Craig Mandli

Product Focus/Case studIes
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 dewaTering equipmenT
 

mobiLe 
deWatering 
truck
The Mobile Dewatering Truck 
(MDT) from ABCO Industries 
Limited conditions incoming 
sludge with a polymer, while 
the onboard filter system 
separates solids and liquids. 
The solids are stored in a 
holding chamber on the truck, 
while the liquid filtrate – along with its useful bacterial cargo – is returned 
for normal on-site treatment. The solids on the truck can be disposed of at 
an approved composting or land application site. The truck can be outfitted 
with a high-pressure jetting system for clean-out applications and can also 
be used as a conventional vacuum truck. 902/634-8821; www.abco.ca.

 
booSter pump 
traiLer
The Booster Pump Trailer from 
Bazooka Technology is compact 
and has an integrated fuel tank 
to allow for easy mobility and 
transportation on and off the field. 
The single continuous fuel tank 
holds up to 250 gallons and can be 
filled from either side of the trailer. 

It is manufactured entirely from 5/16-inch steel, making it impervious to light 
and durable in harsh environments. The 10,000-pound Torflex axle option 
offers two super single tires for easy maneuverability and less compaction 
in the field. The 14,000-pound tandem spring axle option offers four high-
capacity 18-ply tires capable of accommodating 500 hp engines or larger. It 
is compatible with all sizes of John Deere and Fiat Powertrain Technologies 
engines. 800/775-7448; www.bazookatechnology.com.

 
mobiLe rotary 
Lobe pump
Mobile rotary lobe self-priming, 
valveless, positive-displacement 
pumps from Boerger are 
used for rapid deployment 
of floodwater, stormwater, 
domestic wastewater, industrial 
effluents and biosolids, spills, 
and digester and lagoon clean 
up. Twenty pump models in six 
series are offered with pulsation-free operation, fully reversible rotation, 
dry-run capabilities and flow rates to 5,000 gpm. All wear parts can be 
replaced through the front cover without removal of piping or drive systems. 
612/435-7300; www.boerger.com.

traiLer-mounted beLt fiLter preSS
The 1.7-meter, trailer-mounted belt filter press unit from Bright Technologies 
has an insulated control room for operator comfort and security. The 
control room offers insulated FRP walls, air conditioning, electric heat, a 
refrigerator, stainless steel desk, tool storage, locker, closed circuit TV and 
remote operator controls. The modular design allows the room to be custom 
manufactured to fit most single-drop trailers. Units are made for rapid setup, 
with folding conveyor and operator walkways. No special lifting equipment 
is required. 800/253-0532; www.brightbeltpress.com.
 

(continued)

 
Screw preSS replaceS dewatering 
SyStem deStroyed in fire
 
Problem: Tim Frank Septic Tank Cleaning Co. in northern Ohio began a 
dewatering operation in 1994, but a fire in 2007 destroyed the company’s 
dewatering building and press.
 
Solution: Having hosted 
a National Association of 
Wastewater Technicians waste 
treatment symposium before 
the fire, Tim and Tom Frank saw 
various dewatering technologies 
in operation. They installed a 
screw press from FKC Co. in the 
new dewatering facility.
 
Result: The screw press 
dewaters a mixture of septage and 
biosolids from small commercial 
treatment plants to about 30 
percent solids. The solids are 
landfilled or land-applied. Filtrate from the screw press is treated in lagoons 
and manmade wetlands before being spray-irrigated onto farmland growing 
giant miscanthus, which will be used as a renewable fuel. 360/452-9472; 
www.fkcscrewpress.com.

   CaSe STudY
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We do one thing to perfection — 
Dewater Liquid Waste!

»Pass the paint filter test in 24 hours
»No waiting, Equipment is in stock 

»Visitors welcome at our dewatering facilities

Don’t settle for less ... demand the best – ADS

AQUA-Zyme  
Disposal Systems

Call us at (979) 245-5656
zymme@aqua-zyme.com
www.aqua-zyme.com

DEWATERING
Dewatering Unit • Polymer Injection System  

Sludge Pump • Hoses • Working Platform • Hydraulic Trailer
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The solids are stored in a 
holding chamber on the truck, 
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replaced through the front cover without removal of piping or drive systems. 
612/435-7300; www.boerger.com.
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The 1.7-meter, trailer-mounted belt filter press unit from Bright Technologies 
has an insulated control room for operator comfort and security. The 
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refrigerator, stainless steel desk, tool storage, locker, closed circuit TV and 
remote operator controls. The modular design allows the room to be custom 
manufactured to fit most single-drop trailers. Units are made for rapid setup, 
with folding conveyor and operator walkways. No special lifting equipment 
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dewatering building and press.
 
Solution: Having hosted 
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HorizontaL SLudge-
deWatering SyStem
The horizontal sludge-dewatering 
system from In The Round 
Dewatering has a stainless steel 
drum with perforated plastic 
tile lining. The drum is mounted 
on a roll-off frame for easy 
transportation and unloading. Water trays have been configured to allow 
for containment of discharge water. A typical batch of sludge consisting of 
18,000 to 25,000 gallons is mixed with polymer before being filtered in the 
rotating drum. The drum is driven by a 1/2 hp variable-speed electric motor 
with a heavy-duty chain and sprocket. The turning eliminates crusting and 
wet pockets, producing uniform, consistent results. The dewatered material 
dumps easily and the drum is self-cleaning. The sludge is ready for disposal 
after one night. 317/539-7304; www.itrdewatering.com.

 
rotary fan preSS
The slow revolution of the Prime 
Rotary Fan Press from Prime Solution 
(1 to 2 rpm) minimizes the energy 
required during operation. Depending 
on the model, the system uses 0.75 to 
13 hp. The waterjet design of the filter 
screen minimizes blockage, reducing 
the amount of wash water required. 
Operating the self-cleaning feature 
once daily uses little wash water, 

resulting in additional cost savings. It reduces energy use, water consumption 
and hauling costs to minimize carbon emissions. It offers easy and fast 
startup and shutdown, and minimal operator attention. Pressure increases 
as biosolids move slowly through a tapered channel. Friction intensifies as 
the material compresses against two rotating filter screens. Filtrate drains 
through the screens. Cake averages 18 to 24 percent solids and reaches up to 
60 percent in some applications. 269/694-6666; www.psirotary.com.

 
receiving 
Screen SyStem
The high-capacity dual-screen 
receiving  system from Screenco 
Systems is constructed of aluminum 
with stainless steel screens. Its dual-
screen design has two screens on 
opposing angles, with a self-cleaning 
front screen. The stainless steel 
3/8-inch open bar screen has 19.5 square feet of screening area for cleaner 
biosolids. There are two models available – one sits over any open pit, while 
the standalone unit can be set up virtually anywhere. The system allows 
for gravity offloading at 500 gpm through the 4-inch dump hose that slides 
out of pivoting hose insert. The standalone unit has a 6-inch high-capacity 
outlet. A fan spreader deflects septage and grease interceptor waste down 
onto the screens. Raking trash onto the garbage drain tray for disposal is 
easy. 208/790-8770; www.screencosystems.com.

 dewaTering equipmenT

deWatering 
container 
fiLter
Sludge Mate container 
filters from Flo Trend Systems can dewater a variety of sludge and waste 
such as alum, ferric, lagoon and digested sludge, septic tank, grease trap and 
slaughterhouse waste, wastewater residual and sump bottoms. The closed-
system design provides odor control, no spillage, reduced maintenance, and 
weather independence. They have 10-gauge reinforced walls and a seven-
gauge steel floor. Options include peaked roofs with gasketed bolted-down 
access hatches, drainage ports, inlet manifolds, floor filters and side-to-
side rolling tarps. They dewater onsite, are available in roll-offs, trailer and 
tipping-stand mounted configurations, and have capacities of 5 to 40 cubic 
yards. 713/699-0152; www.flotrend.com.

 
rotary 
deWatering 
preSS
The rotary press from 
Fournier Industries uses 
two slowly rotating screens 
to create a 2-inch channel 
that the sludge passes 
through as it dewaters. A 
pressure restrictor on the 

outlet allows for the operator to vary the degree of cake dryness in the final 
product. It has few components and is designed for ease of maintenance. 
The totally enclosed design mitigates odors and allows for the operator 
to stay out of direct contact with the sludge. The control system allows for 
unattended operation, and it can be equipped with a single dewatering 
channel, expandable up to six channels on a single machine. It has low 
power usage, noise levels, and water use, along with a compact footprint. 
952/288-5771; www.rotary-press.com.

 
SubmerSibLe traSH pump
The S3T 3-inch hydraulic-drive submersible trash pump 
from Hydra-Tech Pumps fits into 12-inch openings for 
use where lightweight, high-volume trash pumps are 
needed. A small-hole water strainer is available for 
jobs with limited solids. When combined 
with HT11 to HT15 power units, the 
pump is capable of flows up to 380 gpm. 
The safe and variable-speed hydraulic 
drive can be used where electric power is 
hazardous or impractical. 570/645-3779; 
www.hydra-tech.com.
 

 land appliCaTion
 

Land appLication jet
The Super Pump MXjet from GEA Farm 
Technologies (Houle USA) offers ideal 
agitation power. The positioning of the nozzle 
on the directional valve gives access to the 
sludge in the agitation area, with minimal 
restriction, higher velocity and more power. 
It is offered in many configurations. 819/477-
7444; www.gea-farmtechnologies.com.

 
fLotation 
bioSoLidS 
appLicator
The Eliminator flotation 
biosolids applicator from 
Stahly Applicators is 
available for 2,500- through 
6,000-gallon vacuum tanks 
in steel, stainless steel or 

aluminum with a Moro or Borger pump and traditional four- or five-knife 
injector or up to 25-tine Kongskilde injectors. Biosolids applicators are 
available from a basic broadcast unit to a GPS-equipped auto steer “as-applied 
mapping” system on a choice of chassis. 800/678-2459; www.stahly.com.
 
 

 STorage TankS/TrailerS
 

Water Storage tank
Flowtite water storage tanks 
from Containment Solutions 
are watertight between the 
access collar and the access 
riser, eliminating infiltration 
and exfiltration contamination. The access opening is typically the most 
vulnerable entry point for contaminants into any water storage system. 
936/756-7731; www.containmentsolutions.com.

 
foLding frame tank
Folding Frame Tanks from Husky Portable Containment are available 
in steel or aluminum frames with size and material options (including 
EXLON). Easy-Lift Handles are installed on all liners, enabling easy and 
quick folding and easy removal of liquids. The folding frames are pinch-free. 
800/260-9950; www.huskyportable.com.
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Manufacturer of Portable Restoom, Septic/Grease, 
Slide-Ins and Custom Vacuum Tanks.

Slide Ins  
in stock starting at  

$7,500

2014 Peterbilt 337, with  
2500 gallon aluminum, 6-Speed,  

Jurop PN84. $111,895

306 Runville Rd, Bellefonte, PA 16823

844-393-1871
info@robinsontanks.com
www.robinsontanks.com

2014 Peterbilt 337,  
1500 x 500 Portable Restroom Truck.  

$105,495
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Portable Sanitation Association International

10 benefits 
to beIng A PSAI MeMber

1
2
3
4
5

Listing in our online  
member locator:
Your customers can easily find you
through our PRo Finder tool at  
www.psai.org/pro-finder

One-stop access to industry 
products and services:
Members receive a printed copy of 
the PSAI Industry Catalog so you can 
keep everything at your fingertips.

Industry-specific information:
PSAI is exclusively dedicated to our 
industry by providing answers to all 
your portable sanitation questions on 
our website at www.psai.org.

Networking:
PSAI workshops, conventions, and 
trade shows are great places for  
members to meet business contacts 
whether you’re buying or selling.

Certification:
this PSAI-sponsored credentialing 
program has set the official skill and 
knowledge standard for professionals 
in the industry since 1992.

6
7
8
9
10

Standards:
With PSAI – the recognized expert on 
issues related to portable sanitation –
members help create, clarify and raise 
standards that benefit the industry.

Scholarship fund:
each year, PSAI awards at least  
eight scholarships to eligible PSAI 
member company employees and 
their families.

educating consumers:
the PSAI website, global education 
initiative, and convenient decals 
help assist members in educating 
consumers about portable sanitation.

reward program:
the PSAI may pay a $100 reward 
for information leading to the arrest 
and conviction of anyone caught 
damaging a portable restroom.

Current news in 
portable sanitation:
Monthly online publications 
and email newsletters keep 
members up-to-date.

Portable Sanitation Association International

7760 France Avenue · 11th Floor 
Minneapolis, Mn  55435
Toll Free:  800.822.3020 

www.psai.org

 STorage TankS/TrailerS
 

aLuminum 
vacuum traiLer
MRK6000 Series aluminum 
vacuum trailers from Im-perial Industries 
come stand-ard with a 6,000-gallon aluminum tank (6,300-gallon units 
are available). They feature full-length aluminum hose trays, external 
ribs, three topside 20-inch aluminum manways, a 12-inch primary with a 
4-inch air line, a 4-inch intake and 6-inch discharge, LED running lights, a 
Henderson INTRAAX AAT 25K suspension, leveling height control, an air-
ride suspension, Haldex slack adjusters and optional full-length catwalk 
with hand rails. 800/558-2945; www.imperialind.com.

 
poLyetHyLene 
Water tank
Polyethylene water tanks from 
Romotech have gallon indicators and 
translucent walls for level viewing. 
Larger rounded tanks are equipped with 
molded-in legs for tank support. Tank 
sizes range from 8 to 525 gallons. They 
are made from FDA-approved natural 

polyethylene material that is UV-stabilized for outdoor storage. All tanks 
have slots for tie-down straps (straps not included), and are equipped with 
a 3/4-inch bulkhead fitting. All 8- to 125-gallon tanks are equipped with a 
5-inch lid, while 325- to 525-gallon tanks are equipped with a 12-inch lid. 
574/831-6450; www.romotek.com.

LoW-profiLe 
tank
Low-profile Dominator 
tanks from Snyder 
Industries can be buried 
without water being used for ballast and strength, and can be backfilled 
with native soils as long as those soils are trash-free and free-flowing. 
The tanks can also be used as holding tanks, and pump tank versions 
are also available. They are one piece, with no seams that might leak or 
structurally fail after installation. They are available in 750-, 1,000-, 1,250- 
and 1,500-gallon sizes, as one- or two-compartment tanks. The monolithic 
structural design provides ideal top load strength, and a manway isolation 
design keeps manholes from distorting during backfill and pumpouts. They 
are also available as 1,200- and 1,700-gallon water cisterns. 402/467-5221; 
www.snydernet.com.

 roll-offS
 

open-top roLL-off 
deWatering unit
The ADS 30-yard dewatering unit from 
AQUA-Zyme Disposal Systems can be 
filled with 22,000 to 25,000 gallons of 
liquid waste at 1 to 2 percent solids in about two hours. After draining for 
24 hours, the unit can be hauled to a landfill or other permitted facility for 
disposal. Sludge volume can be reduced by 80 percent with reductions to 98 
percent in BOD, COD, FOG and TSS. Effluent is clear and sewerable. The unit 
has few moving parts and includes a roll-over tarp system; sliding aluminum 
splash guard; side, floor and center screens; 1/4-inch floor plate; seven-gauge 
side plates; four door binder ratchets; eight drain ports; two inlet ports; and a 
long-handle scraper. It can be hauled using a standard-capacity roll-off truck. 
It is also available in a 15-yard size. 979/245-5656; www.aqua-zyme.com.

 
        tWo-box roLL-off traiLer

The Two-Box Roll-off Trailer from Benlee is 
designed to carry two 24-foot sludge, vacuum 

or other style roll-off containers 
with a gross vehicle weight 
rating of 80,000 pounds. The 

main frame is manufactured from 
80,000-pound minimum yield material, and rides on 25,000-pound 102-inch-
wide axles, 11R22.5 steel-belted 16-ply tires and an air-ride suspension. The 
hydraulic system utilizes 1-inch-diameter 3,000 psi hoses along with heavy-wall 
1-inch Chromium Trivalent-plated tubing for anticorrosion and fast hydraulics. 
A toolbox with a step, LED lighting, aluminum fenders, a secondary in-line 
ABS secondary filter, spring-loaded brake control and “Wheel Check” lug-nut 
indicators come standard. 734/722-8100; www.benlee.com.

roLL-top roLL-off 
SLudge container
Roll-top roll-off sludge containers from 
Custom Manufacturing store and trans-
port a wide variety of waste. They have 
continuously welded seams, a fully gas-
keted rear door, a knife-edge seal, adjustable hinges, ratchet binders, second-
ary release grab handles located on the bottom side of the door, and 3/16-inch 
walls and floor. Each lid measures 5 by 7 feet, with a 1- by 2-inch closed-cell 
gasket. One lid rolls to the bulkhead end and one rolls to rear door end, leav-
ing access to the center of the container. Units can be customized with either a 
top- or side-hinge rear door. 405/692-6311; www.custommanufacturing.us.

 
configurabLe roLL-off traiLer

The A5-200 Series roll-off trailer from Galbreath, a Waste-
quip brand, has a container size capacity of 26 

feet and can handle payloads from 
33,000 to 39,000 pounds. The trailer 

is available in outside rail, extend-
able tail, inside/outside rail and 

deadlift configurations. It includes 
two telescoping cylinders that handle up to 60,000 pounds. Options include 
tarping systems, aluminum hubs, aluminum or poly fenders, work lights, in-
side cab controls, automatic grease systems and toolboxes. 877/468-9278; 
www.wastequip.com. ■
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Vanair rotary screw 
air compressor
The Viper diesel 80 cfm at 100 psi rotary 
screw air compressor from Vanair 
Manufacturing is designed to operate 
90-pound jackhammers, as well as 
1½-inch impact wrenches and piercing tools. Features 
include automatic variable throttle control to minimize fuel consumption, 
48 cfm at idle, auto engine-off and restart based on air demand, Tier 4 
certified Kubota engine and access to air power and restart based on air 
demand. 800/526-8817; www.vanair.com.
 

FranKlin electric 
constant pressure pumps
SubDrive QuickPAK constant pressure pump 

systems with TRI-SEAL hydraulics 
from Franklin Electric use variable-
frequency technology to deliver 
constant water pressure while 
performing multiple tasks, such as 
running a dishwasher and watering the 

lawn. Systems include submersible pump, NEMA 1 and NEMA 4 enclosure 
options, radio frequency interference shielding and ease of installation. 
Able to work with small or large pressure tanks, the systems offer built-in 
protection from harsh water conditions. Applications include residential 
water, landscape irrigation, water treatment and geothermal systems. 
260/824-2900; www.franklin-electric.com.
 

clarus centriFugal 
step system
The centrifugal STEP (septic tank effluent pump) 
system from Clarus Environmental is designed to be 
used as an alternative to a separate pump tank. The 
system fits into most septic tanks with no separate 
chamber required. It can be used in new construction 
or repair sites when gravity flow is not an option, as 
well as low-pressure pipe applications. Equipped 
with a control panel, the system can be used in either 
demand dose or timed dose applications. 800/928-
7867; www.clarusenvironmental.com.

 

reelcraFt stainless steel 
hose reel
The hand-crank HS37000 L hose reel from 
Reelcraft holds 100 feet of 1-inch hose. Made 
of corrosion-resistant 304L grade stainless 

steel, the 500 psi-rated reel features a stainless 
steel brake, welded drum and vibration-
proof fasteners. Two motor-drive models are 

available (12-volt DC explosion proof, 115-volt 
AC). 800/444-3134; www.reelcraft.com.

 

coxreels Full-Flow 
Fluid path
Model 1175 and 1185 Series reels from 
Coxreels have a swept outlet riser for maximum 
full-flow fluid path. Other features include one-
piece, all-welded A-frame base designed to 
handle 1- and 1½-inch I.D. hose. 800/269-7335; 
www.coxreels.com.
 

optronics combo lamp
The 9-inch, ½-inch-thick STL68 Combo Lamp from Optronics International 
is a combination LED stop, tail, turn and backup light that mounts to the 
vehicle surface. 800/364-5483; www.optronics.com. ■

(continued)

Product News

Vac-con gasoline 
auxiliary engine
The gasoline auxiliary engine option 
from Vac-Con is a less expensive, lighter 
weight and quieter alternative to a Tier 
4 diesel engine in the company’s two-
engine combination machine. The Ford 
V10 gasoline engine meets horsepower 
requirements for all water systems, 
delivering from 30 gpm to 120 gpm and up to 3,000 psi, yet weighs less than 
a comparable diesel engine. It also can be modified to run on compressed 
natural gas (CNG). 888/491-5762; www.vac-con.com.

 
Komatsu 
intelligent machine 
control dozer
The D51EXi/PXi-22 intelligent 
Machine Control dozer from 
Komatsu America Corp performs 
both automated rough dozing and 
finish grading. Designed for the 
North American market, the dozer 

features fully automatic blade control. Long track-on ground standard (EX) 
and low ground pressure (PX) models are available with flotation and weight 
distribution options. Operating weights range from 27,381 to 29,057 pounds, 
with a net 130 hp at 2,200 rpm. When rough dozing, the automatic blade 
control monitors blade load and adjusts blade elevation to minimize track 
slip. As work progresses closer to the target finish grade, the automatic blade 
control adjusts accordingly for a precise finish grade. 847/437-5800; www.
komatsuamerica.com.
 
sJe-rhombus 
duo alarm system
The Tank Alert DUO alarm system from SJE-Rhombus 
monitors two level conditions in lift pump chambers, 
sump pump basins, holding tanks and sewage. The 
alarm has red and yellow LED beacons for easy 
identification. Under high water conditions the alarm 
buzzer will sound and the red beacon will activate. For 
alarm two, the buzzer and yellow beacon will activate. 
The alarm automatically resets when the condition is 
cleared. The system meets Type 3R watertight standards and can be used for 
high level, low level or filter alarms. 888/342-5753; www.sjerhombus.com.

 
hi-Vac o’brien 
7000-t hydroJetter
The O’Brien 7000-T hydrojetter from 
Hi-Vac Corp. is designed for truck-
mounted applications. Features 
include flow ranges of 18 to 65 
gpm, 2,000 to 4,000 psi, 700-gallon 
polyethylene water tanks, triplex 

pump, hydraulic driven reel with variable-speed control. The hydrojetter is 
powered by a water-cooled diesel engine with 17-gallon fuel tank. 800/752-
2400; www.obrienmfg.com.

Sealed, waterleSS 
SyStem uSeS Solar heat 
to break down waSte

The Enviro-Loo waterless sanitation system, made in South Africa and 
imported to the United States by ESNA (Environmental Service North America), 
uses heat from the sun to create air currents that evaporate liquids and reduce 
solids to a dry material. The odorless system works without deodorants, additives 
or infrastructure.

Waste drops onto an inclined, perforated drying plate, while liquids pass 
through the plate to the tank below. The solids, aided by gravity, move to the 
collection area, where dehydration and evaporation reduce the waste to a 
stabilized material, approximately 5 percent of its original volume.

Negative pressure – created by air trapped under the inspection cover and 
warmed by the sun’s heat – draws in fresh air continuously through the sealed 
system via the ceramic toilet bowl and side inlet pipes. The air flows over waste on 
the drying plate. Air from the side vents evaporates the liquid. Odors exit through 
the vent stack. The combination of heat and water deprivation destroys pathogens 
and stabilizes remaining solids. An enzyme starter and forced aeration encourages 
the formation of aerobic bacteria, which aids in breaking down the waste.

Unlike septic systems, the Enviro-Loo has no drainfield and requires minimal 
maintenance beyond removal of the dry material every three to five years (at full use).

“What makes it unique is it is not a composting toilet,” says Michael Lynn, ESNA 
managing partner. “With a composting toilet, you rely on moisture and bacteria to 
decompose the waste. But even when it’s decomposed, it’s not really rid of bacteria 
and viruses. To get rid of the bacteria and viruses, you have to stabilize it with lime 
or some other process [while the waterless system does not].”

Made of black polyethylene plastic, the waterless toilet (approximately 6 feet 
long, 30 inches wide and 42 inches tall) is designed for permanent placement 
in parks, golf courses, recreation areas, hunting and fishing cabins, camps, 
along trails, shoreline settings and other areas where traditional waste treatment 
systems are not practical or desirable.

“We also see it being used as a zero-discharge septic system,” Lynn says. 
“We’re working on approvals to evaporate graywater as well as waste.”

Available in three sizes, the residential model handles 20 uses a day (a family 
of four to five); the commercial model handles 60 uses a day, while the largest 
system, with a concrete storage tank, is rated at 100 uses per day.

Several units can be installed within the same footprint if the setting requires 
men’s and women’s restrooms. The system can be installed above or below 
ground level. 571/292-3106; www.enviroloo.biz.

           in the
SPOTLIGHT
             By Ed Wodalski
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Vanair rotary screw 
air compressor
The Viper diesel 80 cfm at 100 psi rotary 
screw air compressor from Vanair 
Manufacturing is designed to operate 
90-pound jackhammers, as well as 
1½-inch impact wrenches and piercing tools. Features 
include automatic variable throttle control to minimize fuel consumption, 
48 cfm at idle, auto engine-off and restart based on air demand, Tier 4 
certified Kubota engine and access to air power and restart based on air 
demand. 800/526-8817; www.vanair.com.
 

FranKlin electric 
constant pressure pumps
SubDrive QuickPAK constant pressure pump 

systems with TRI-SEAL hydraulics 
from Franklin Electric use variable-
frequency technology to deliver 
constant water pressure while 
performing multiple tasks, such as 
running a dishwasher and watering the 

lawn. Systems include submersible pump, NEMA 1 and NEMA 4 enclosure 
options, radio frequency interference shielding and ease of installation. 
Able to work with small or large pressure tanks, the systems offer built-in 
protection from harsh water conditions. Applications include residential 
water, landscape irrigation, water treatment and geothermal systems. 
260/824-2900; www.franklin-electric.com.
 

clarus centriFugal 
step system
The centrifugal STEP (septic tank effluent pump) 
system from Clarus Environmental is designed to be 
used as an alternative to a separate pump tank. The 
system fits into most septic tanks with no separate 
chamber required. It can be used in new construction 
or repair sites when gravity flow is not an option, as 
well as low-pressure pipe applications. Equipped 
with a control panel, the system can be used in either 
demand dose or timed dose applications. 800/928-
7867; www.clarusenvironmental.com.

 

reelcraFt stainless steel 
hose reel
The hand-crank HS37000 L hose reel from 
Reelcraft holds 100 feet of 1-inch hose. Made 
of corrosion-resistant 304L grade stainless 

steel, the 500 psi-rated reel features a stainless 
steel brake, welded drum and vibration-
proof fasteners. Two motor-drive models are 

available (12-volt DC explosion proof, 115-volt 
AC). 800/444-3134; www.reelcraft.com.

 

coxreels Full-Flow 
Fluid path
Model 1175 and 1185 Series reels from 
Coxreels have a swept outlet riser for maximum 
full-flow fluid path. Other features include one-
piece, all-welded A-frame base designed to 
handle 1- and 1½-inch I.D. hose. 800/269-7335; 
www.coxreels.com.
 

optronics combo lamp
The 9-inch, ½-inch-thick STL68 Combo Lamp from Optronics International 
is a combination LED stop, tail, turn and backup light that mounts to the 
vehicle surface. 800/364-5483; www.optronics.com. ■

(continued)

Product News

Vac-con gasoline 
auxiliary engine
The gasoline auxiliary engine option 
from Vac-Con is a less expensive, lighter 
weight and quieter alternative to a Tier 
4 diesel engine in the company’s two-
engine combination machine. The Ford 
V10 gasoline engine meets horsepower 
requirements for all water systems, 
delivering from 30 gpm to 120 gpm and up to 3,000 psi, yet weighs less than 
a comparable diesel engine. It also can be modified to run on compressed 
natural gas (CNG). 888/491-5762; www.vac-con.com.

 
Komatsu 
intelligent machine 
control dozer
The D51EXi/PXi-22 intelligent 
Machine Control dozer from 
Komatsu America Corp performs 
both automated rough dozing and 
finish grading. Designed for the 
North American market, the dozer 

features fully automatic blade control. Long track-on ground standard (EX) 
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with a net 130 hp at 2,200 rpm. When rough dozing, the automatic blade 
control monitors blade load and adjusts blade elevation to minimize track 
slip. As work progresses closer to the target finish grade, the automatic blade 
control adjusts accordingly for a precise finish grade. 847/437-5800; www.
komatsuamerica.com.
 
sJe-rhombus 
duo alarm system
The Tank Alert DUO alarm system from SJE-Rhombus 
monitors two level conditions in lift pump chambers, 
sump pump basins, holding tanks and sewage. The 
alarm has red and yellow LED beacons for easy 
identification. Under high water conditions the alarm 
buzzer will sound and the red beacon will activate. For 
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high level, low level or filter alarms. 888/342-5753; www.sjerhombus.com.

 
hi-Vac o’brien 
7000-t hydroJetter
The O’Brien 7000-T hydrojetter from 
Hi-Vac Corp. is designed for truck-
mounted applications. Features 
include flow ranges of 18 to 65 
gpm, 2,000 to 4,000 psi, 700-gallon 
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Sealed, waterleSS 
SyStem uSeS Solar heat 
to break down waSte

The Enviro-Loo waterless sanitation system, made in South Africa and 
imported to the United States by ESNA (Environmental Service North America), 
uses heat from the sun to create air currents that evaporate liquids and reduce 
solids to a dry material. The odorless system works without deodorants, additives 
or infrastructure.

Waste drops onto an inclined, perforated drying plate, while liquids pass 
through the plate to the tank below. The solids, aided by gravity, move to the 
collection area, where dehydration and evaporation reduce the waste to a 
stabilized material, approximately 5 percent of its original volume.

Negative pressure – created by air trapped under the inspection cover and 
warmed by the sun’s heat – draws in fresh air continuously through the sealed 
system via the ceramic toilet bowl and side inlet pipes. The air flows over waste on 
the drying plate. Air from the side vents evaporates the liquid. Odors exit through 
the vent stack. The combination of heat and water deprivation destroys pathogens 
and stabilizes remaining solids. An enzyme starter and forced aeration encourages 
the formation of aerobic bacteria, which aids in breaking down the waste.

Unlike septic systems, the Enviro-Loo has no drainfield and requires minimal 
maintenance beyond removal of the dry material every three to five years (at full use).

“What makes it unique is it is not a composting toilet,” says Michael Lynn, ESNA 
managing partner. “With a composting toilet, you rely on moisture and bacteria to 
decompose the waste. But even when it’s decomposed, it’s not really rid of bacteria 
and viruses. To get rid of the bacteria and viruses, you have to stabilize it with lime 
or some other process [while the waterless system does not].”

Made of black polyethylene plastic, the waterless toilet (approximately 6 feet 
long, 30 inches wide and 42 inches tall) is designed for permanent placement 
in parks, golf courses, recreation areas, hunting and fishing cabins, camps, 
along trails, shoreline settings and other areas where traditional waste treatment 
systems are not practical or desirable.

“We also see it being used as a zero-discharge septic system,” Lynn says. 
“We’re working on approvals to evaporate graywater as well as waste.”

Available in three sizes, the residential model handles 20 uses a day (a family 
of four to five); the commercial model handles 60 uses a day, while the largest 
system, with a concrete storage tank, is rated at 100 uses per day.

Several units can be installed within the same footprint if the setting requires 
men’s and women’s restrooms. The system can be installed above or below 
ground level. 571/292-3106; www.enviroloo.biz.

           in the
SPOTLIGHT
             By Ed Wodalski

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

13" Tires
23" High

•  2015 International  
Terastar, 1100 Waste,  
400 Fresh ...........$76,000

•   2015 Ford F-550,  
950 Waste, 300 Fresh,  
Gas .....................$63,000

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

•  2015 International  
Terastar, 1000 Waste,  
300 Fresh ............$72,000

•   2015 Ford F-550,  
900 Waste, 300 Fresh,  
Gas ......................$60,000

Steel Tanks Aluminum Tanks

•  2014 Dodge 5500,  
900 Waste, 300 Fresh .. $72,000 
4x4 ............................... $74,500

•   2014 Dodge 5500,  
1000 Waste, 300 Fresh . $69,000 
4x4 ................................ $71,500
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Thanks to Bob Schoonover and Cari Cotton from Central 
State Sanitation, Auberry, CA, for their recent purchases.

WA dealer #1812SEE OUR LIST OF EQUIPMENT ON WEBSITE

Others Available, Check Our Website

Baldwin Filters names director
of financial reporting
Baldwin Filters promoted Tawnia Wood from controller 
to director of financial reporting and analysis.

Hino delivers 10,000th truck to Penske
Hino Trucks commemorated delivery of the 10,000th Hino truck to 

Penske Truck Leasing at Hino’s plant in Williamstown, W.Va. The 2015 mod-
el 168A is part of Hino’s Class 6 and 7 conventional truck line.

 
Franklin Electric names chief executive officer

Franklin Electric named Gregg C. Sengstack chief executive officer. He 
replaces R. Scott Trumbull, who retired in May. Trumbull will remain the 
company’s nonexecutive chairman.

 
Continental names managers

Continental Tire the Americas appointed a new management team to 
its commercial vehicle tire group. Federico Jimenez will be responsible for 
managing sales and marketing. Marco Rabe was named director of truck 
tire technologies. Terry Smouter will manage business development in the 
truck tire group. James Matarelli was appointed Western regional manager 
for truck tires, replacing David Gibson, who moved to Continental’s north 
region. Mat Livigni, previously north region manager, will head the Cana-
dian market.

 
Armstrong names global
marketing manager

Armstrong Fluid Technology named Wayne Rose 
global marketing manager - pumps. He will be respon-
sible for Suction Guides and Flo-Tex valves, as well as 
Armstrong’s portfolio of pumps, with an emphasis on the 
company’s Design Envelope pump models.

 
Isuzu marks 30th anniversary in U.S. market

Isuzu Commercial Truck of America celebrates 30 years in the U.S. mar-
ket. The KS22, the first Isuzu truck in America, arrived at the Port of Jackson-
ville, Fla., in November 1984. ■

 

Industry News

Wayne Rose

Tawnia Wood

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.

pumper.com
> Classifieds 
> Articles
> E-zines
> Product Categories

Scan the code with your smartphone.
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Industry News

Wayne Rose

Tawnia Wood

It’s 2014. When was the last time someone under the 

age of 40 actually used the phone book to find your business?

We can build your site … for FREE*

*Monthly hosting and maintenance fees apply. Starting at only $59/month.

Powered by: 

SepticPages.com
800.257.7222  

info@septicpages.com

» Mobile Optimized

» Tablet Optimized

»  Custom URL

»  Listed at SepticPages.com

» SEO-Friendly

» Updates Included

‘02 Volvo VHD 
4500 gal.

46 lock rears 217k miles!

»  New Tanks, Pumps, 
PTO’s & Paint

»  Fully Tig-welded 
insides

»  Rubber spray lined 
tank bottoms

»  All LED lighting

»  Factory heavy spec 
Trucks!!  
No hack jobs here

ALSO  
n Rolloffs
n  Debris/Grapple 

Truck Beds
n Dump Beds
n Vacuum Tanks

Complete Trucks
Jurop Pumps/Rebuild kits

Valves
 Pump oil

‘02 KW T800 
4400 gal.

C12 Cat Power

‘07 Peterbilt 335  
2500 gal.

‘06 Int.  
2500 gal.
33K GVW DT466

$86,000

Jonathan Stephenson

$86,500

$55,000 

ALL YOUR VAC 
TRUCK NEEDS

$51,000
 n 620-423-0170 n arfab@wavewls.com

NORTH AMERICA

Chris Imhoff 
Sales Manager
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Marketplace Advertising

HUGE
DISCOUNTS

ON NEW
TERRALIFT

MACHINES

Call John VanZandt
AerraTech, LLC

Parts, Sales & Service

1.888.298.4272

Under New Ownership

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

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!

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

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

Sludge  
Judge®

HeavyDutySupplies.com

888.745.7775

Accurate Readings  
of settleable solids  

to any depth.

SAVE 10%

Use PROMO Code P614

The

facebook.com/PumperMag
twitter.com/PumperMag

plus.google.com
youtube.com/PumperMagazine

linkedin.com/company/pumper-magazine

SociallyAccepted

Marketplace Advertising

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!

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

Trailer Jetters
Gas or Diesel

AmericanJetter.com

866-9HI-FLOW

More 
Power 

per 
GPM!

Gas or Diesel

Power 
per 

GPM!

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!

Systems
ScreencO

SEPTIC  
RECEIVING SCREENS

Aluminum &  
Stainless Construction

208-790-8770
www.ScreencoSystems.com
screencosys@gmail.com

n Affordable n No Moving Parts  
n Screens That Really Work 

n Gravity Off-Load At 500 GPM

.  .  .  .  .  .  . 

NEW Stand Alone Screen  
Set it up anywhereTechnical 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

We can build your site … for FREE*

» Mobile Optimized
» Tablet Optimized
»  Custom URL
» SEO-Friendly

» Updates Included
»  Listed at Septic 

Pages.com
*Monthly fees apply. 

Starting at $59/month.

Powered by: 

SepticPages.com
800.257.7222 • info@septicpages.com

It’s 2014.  
When was the last time someone 

under the age of 40 actually used the 
phone book to find your business?
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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!

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

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

Sludge  
Judge®

HeavyDutySupplies.com

888.745.7775

Accurate Readings  
of settleable solids  

to any depth.

SAVE 10%

Use PROMO Code P614

The

facebook.com/PumperMag
twitter.com/PumperMag

plus.google.com
youtube.com/PumperMagazine

linkedin.com/company/pumper-magazine

SociallyAccepted

Marketplace Advertising

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!

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

Trailer Jetters
Gas or Diesel

AmericanJetter.com

866-9HI-FLOW

More 
Power 

per 
GPM!

Gas or Diesel

Power 
per 

GPM!

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!

Systems
ScreencO

SEPTIC  
RECEIVING SCREENS

Aluminum &  
Stainless Construction

208-790-8770
www.ScreencoSystems.com
screencosys@gmail.com

n Affordable n No Moving Parts  
n Screens That Really Work 

n Gravity Off-Load At 500 GPM

.  .  .  .  .  .  . 

NEW Stand Alone Screen  
Set it up anywhereTechnical 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

We can build your site … for FREE*

» Mobile Optimized
» Tablet Optimized
»  Custom URL
» SEO-Friendly

» Updates Included
»  Listed at Septic 

Pages.com
*Monthly fees apply. 

Starting at $59/month.

Powered by: 

SepticPages.com
800.257.7222 • info@septicpages.com

It’s 2014.  
When was the last time someone 

under the age of 40 actually used the 
phone book to find your business?
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ADVERTISING

Sanitation RemindeR PoStcaRdS, 
BuSineSS caRdS and cuStom 
coloR 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 E T P 80 heavy-duty linear 
diaphragm air pumps $187.08. 800-717-
8807 www.Roland-Turbo-Aerator.com  
www.whiteseptic.org  (P06)

Aerators: Multiflo alternative replace-
ment $250 + shipping. Alternative re-
placement, NEW FILTER SOCKS, 30 per 
case $250 + shipping. Spring clips to hold 
filter socks in place, $3.86 per clip. al-
ternative Jet aerator available $250. 
Call us at 800-717-8807 or email us at 
fabulousfungi@gmail.com. www.Roland-
Turbo-Aerator.com. Multi-Flo® and NAYAD-
IC® are registered trademarks of Consoli-
dated Treatment Systems, Inc. used here for 
reference purposes only.   (P06)

BUCKET MACHINES
Flexibles. Gas engines. Two sets w/buck-
ets, brushes and swabs. $11,000 OBO. Call 
Terry 734-365-4035 or 231-325-0052 (P06) 

BUSINESSES

Turnkey grease trap/commercial septic 
pumping/lift station/sewage ejector cleaning 
business for sale in the Los Angeles area. Es-
tablished for 22 years with excellent reputa-
tion with loyal scheduled customers. 4 semi 
tractor/trailers, 3-axle pump truck, F450 
flatbed with tank along with portable pump 
machine, 800-gallon trailer for underground 
pumping & hard to get to jobs. Serious in-
quiries only, please. $800,000. Retiring. 
etpumping1@gmail.com (P06)

Business for Sale: Hide Your Hiney porta-
bles - $100,000. Included is a 2006 F-450 
dually, 6.0 Powerstroke diesel with 130,000 
miles with pumping unit that holds 800 gal-
lons waste and 400 gallons fresh water. 
Truck holds 2 units on back. One slide-in 
unit for another truck - 350 gallon fresh 
water and 350 gallon waste. 100 standard 
units, 3 handicapped units, 3 sinks, 6 tanks, 
and the business name. Please call Becky at 
412-370-0865 with inquires  (P06)

Septic Tank Service for Sale - South Atlanta, 
Georgia. Established family business. Owner 
of 50 years wishes to retire. Profitable turn-
key business includes loyal customer base, 
1990 GMC Topkick pump truck, trailer and 
tractor. $85,000. Please contact Valorie 
Rylander at 404-663-1408. (P06)

Septic tank Service Business for Sale, 
northeast Florida. Owner wishes to retire. 
Callahan area north of Jacksonville, a fast-
growing area in Florida. Profitable, turnkey 
business. 29 years in business with loyal 
customer base. Two pump tuck operation: 
(1) 1996 International 4900: DT466, 5-speed 
transmission, 2-speed axle. 2,500-gal-
lon capacity. 297,000 miles. Good tires, 
excellent condition. (2) 2000 Freightliner 
FL70: 8.3 Cummins, 6-speed transmission. 
2,400-gallon capacity. 195,000 miles. Good 
tires, excellent condition. Business includes 
complete onsite lime 20,000-gallon stabili-
zation plant in Northeast FL. Owner will train 
and assist with licensing. Call for more in-
formation. Kenny Farmer 904-879-4701 or 
904-545-0357.  (P06)

State-permitted private wastewater facility 
in Metro Atlanta. Concrete basins with sewer 
discharge permitted for septic and grease. 
Large portfolio of existing customers. Great 
location close to major highway in industrial 
park. Lots of newer equipment in place (Lab 
equipment, DAF, Press, Covered discharge 
area) and much more. 678-772-4590 or 
Craig@aedisposal.com (P06)

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)

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

Septic/grease trap pumping business of 
25 years in north Louisiana for sale. Includes 
4 vacuum trucks and 1 tractor trailer. Over 
600 scheduled accounts serviced. Owner 
retiring. rsd9441@yahoo.com (P06)

FOR SALE: Small family owned and oper-
ated 350-unit portable restroom com-
pany. Serving the local areas west of 
Colorado Springs, Colorado. $379,499. 
ColoradoBusiness4Sale@aol.com  (P07)

Turnkey septic and storm shelter company. 
Forms, trucks, equipment and inventory, 3.5 
acres, newer metal manufacturing build-
ing and office. $1,700,000. 575-756-9990 
or nancy.klemp@yahoo.com. Listed by EZ 
Realty, LLC.  (P06)

Turnkey septic pumping and sewer and drain 
business of 30 years on the Western Slope 
of Colorado for sale. Includes pumper truck, 
sewer van with all equipment. Advertising 
and customer base over 5 counties. e-mail: 
seweranddraincleaningforsale@gmail.com 
  (P06)

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

CoMPUTER SoFTwARE

FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (P06)

DEwATERING

Flo Trend dewatering box mounted on 
a dumping trailer. 2003 Model 04-40-C 
WS-TM. 30-yd. box, comes with chemi-
cal feed injection system. Used less than 
6 months. Perfect for onsite dewatering. 
Located in Phoenix, AZ . ........... $29,500

Contact Alan 623-271-0630 P06

Complete mobile dewatering unit. Box, fil-
ters, trailer and polymer system. Easy to 
transport. $18,500 OBO. Call Stan for more 
info @ 989-733-2840 (P07)

Septic Receiving Screens: Dual-screen de-
sign, affordable, high capacity. Two mod-
els: One sits over any open pit and the all 
new stand-alone unit - use it anywhere. 
208-790-8770. screencosys@gmail.com 
www.screencosystems.com (P06)    

2007 NT-4000E trailer-mounted dewater-
ing system with diesel-powered pump dos-
ing plant. Portable unit. Asking $60,000. 
Call 301-502-1606.  (P06)

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 (P08)

DRAINFIELD RESToRATIoN
Soil Shaker 2000. Universal skid steer at-
tachment for drainfield restoration. Buy fac-
tory direct. $6,250. Check us out on YouTube 
or call 320-293-6644. (PBM)

New and used terralifts for sale starting at 
$20,000 used and $38,000 new. Financing 
available. Call Dick Crane 800-223-2256.  
 (PBM)

Terralift Model 2000: Excellent condition. 
$25,000 or best offer. Pictures available 
upon request. 315-843-5600 or email  
aalco@tds.net (PBM)

EXCAVATING EQUIPMENT
1996 Kenworth Guzzler with knuckle boom: 
Cummins, 10-speed, 20,000 front. $79,000. 
Call 503-969-9545 (P07)

GREASE UNIT

Pre-owned 2007 Peterbilt 340 cab and chassis 
with a 3,000 U.S. gallon carbon steel vacuum 
tank unit with drum holder behind cab. (Stock# 
6641CC) www.VacuumSalesInc.com (888) 
VAC-UNIT (822-8648)  (PBM)

HAZARDoUS wASTE UNITS

1997 Freightliner with Presvac 2300 
gallon DOT certified vacuum tank, Presvac 
PV750 vacuum pump with new paint and 
tank inspections.  ........................ $26,500

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)

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
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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 #13577 A-D) www. 
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648) (PBM)

HyDRoEXCAVATING
EQUIPMENT

a

2011 Freightliner Business Class 
M2 12-yd. Hydrovac F4 Tornado that 
has been rolled, Roots blower rebuilt 
less than a year ago. Transfer case 
and Hi-Pressure pump. All hydraulics 
in good shape. Would like to sell com-
plete or part out! It's in Odessa, Texas. 
Call for prices and more information. 
............................... $50,000 cash OBO

432-967-0961, TX P08

2005 Sterling AquaTech hydroexcavation 
truck: 624 Roots blower, 35gpm @ 2,000psi, 
10-yard debris body, factory frame-mount-
ed generator, 28,153 miles. khtrucks.com 
972-938-1905  (P07)

JETTERS-TRAILER

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

JETTERS-TRUCK
2001 Vactor Ramjet Jetter: 60gpm pump. 
Loaded with many options. Rebuilt and ready 
to go by authorized Vactor dealer. Call Jim 
916-806-6224. (P06)

1984 Vactor 850 Jet Rodder: 40K miles on 
truck, less than 1,000 hours on pump. In-
cludes nozzle assortment. $16,500 OBO. Call 
Terry 734-365-4035 or 231-325-0052  (P06)

1999 Ford E-350: 7.3 diesel, auto., 
tires 60%. 2007 Camspray jetter, Hatz 
3.0 litre diesel auxiliary w/separate fuel 
tank, 550 hours. General Industrial pump 
(4,000psi @ 18gpm). Hydraulic-con-
trolled Hannay reel with 500’ 1/2” hose 
and nozzles. 200’ 3/8” on reel with gun 
for wash down etc. 325-gallon poly tank. 
Reel with garden hose for filling unit with 
water.  ..................................... $21,000

Phil LaRoche 
507-291-0192, MN P06

2013 o’Brien Model 7040-SC Hydro-
jetter with 197 hours. Truck has 700-gal-
lon tank, 40gpm @ 2,000psi Triplex 
pump, 500’ x 3/4” sewer hose, 65hp 
Cummins diesel engine. Completely 
loaded. Priced to sell at  ............$35,500

Terry 800-860-7800 P06

1994 Topkick Camel Jet: Auto, Myers 65gpm 
pump, Perkins diesel rear engine, 3/4 in. 
hose. khtrucks.com 972-938-1905 (P07)

 JET VACS

2110 Vactor Fan Unit: Doheny reman-
ufactured unit - gently used. 80gpm @ 
2,500psi. 210hp diesel w/Allison auto. 
transmission. 1,000-gallon fresh water, 
10-yard body. Everything works. Locat-
ed in Nashville, TN. Great deal! Will go 
quick!  ..................................... $75,000

Call Brien for info:
615-843-6828, TN P06

2007 Aquatech B10/1500: CAT 335hp 
(EPA 04) with Allison automatic transmis-
sion. 88,000 miles. 1,400 hours. Roots 
624 blower, 8" x 19' extendable boom, 
pump-off option, internal tank flush, 
6-function joystick. Excellent condition.

KLM Companies
617-909-9044 PBM

1996 International Jet Vac: Excellent 
condition. Pressure washing and vac 
unit. 95,917 miles. Garage kept since 
new.  ....................................... $58,000

814-574-6605 P06

2001 Vactor 2110 27" PD Sewer 
Cleaner. CAT engine with in frame and 
blower rebuild just done. Runs excel-
lent with new federal DOT inspection.

KLM Companies
617-909-9044 PBM

2001 Vactor Model 2110-16 combination 
machine: International Model 2554 chassis, 
10-yard debris body, 80gpm @ 2,500psi 
water system, Roots Model 824PD blower. 
Includes all jetting and vacuuming attach-
ments for use on truck. Selling for $80,000. 
Contact 732-887-2988.  (P06)

2004 Vac-Con combo sewer cleaner: 11-
yard debris body, 80gpm pump. Extremely 
low hours/miles. Ex-municipal owned. 
Rebuilt and ready to go. Priced to sell this 
month. Call Andy 312-706-9692. (P06)

2007 International Vactor 2112: 12-yard 
debris body, 1,200-gallon water capacity. 
PD vacuum blower, new trash pump, 
77,144 miles. $165,000. khtrucks.com 
972-938-1905 (P07)

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
www.opdykes.com PBM

2001 Peterbilt 320/Vactor 2100 
Series Combo Unit: 20k/40k rating. 
4 freshwater tanks. Low miles, 61,477 
& low time 2,450 hrs. City owned 
and maintained. Records & manuals. 
.............................................  $119,500

503-663-7200, oR
www.chamberstrucks.com P06

2012 Vactor 2100 Plus vacuum truck, 
hydro-excavating, drain line cleaning. 
48-inch line/cleaning head. 355 blower 
hours, 14,353 miles. Call for more info.

410-679-2662, MD P06

2004 Sterling Safe Jet Vac by Clean Earth. 
Roots blower, Myers 80gpm water pump. 
Dump body. $89,000. 559-276-0186  (P07)

2009 Vactor 2115: 15-yard debris body, 18” 
blower, 80gpm water. Fully loaded with op-
tions. Low hours and miles. Call Joe 312-
208-6373. (P06)

2000 International 2674 jet vac truck with 
36,055 miles. Runs great. CAT C12 diesel 
engine, Fuller stick transmission. 16 yard. 
Roots Dresser blower, Myers pump. $25,000. 
Pictures available via email. Contact 8 am - 4 
pm ET. Ask for Donnie 770-942-7446.  (P06)
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ADVERTISING

Sanitation RemindeR PoStcaRdS, 
BuSineSS caRdS and cuStom 
coloR 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 E T P 80 heavy-duty linear 
diaphragm air pumps $187.08. 800-717-
8807 www.Roland-Turbo-Aerator.com  
www.whiteseptic.org  (P06)

Aerators: Multiflo alternative replace-
ment $250 + shipping. Alternative re-
placement, NEW FILTER SOCKS, 30 per 
case $250 + shipping. Spring clips to hold 
filter socks in place, $3.86 per clip. al-
ternative Jet aerator available $250. 
Call us at 800-717-8807 or email us at 
fabulousfungi@gmail.com. www.Roland-
Turbo-Aerator.com. Multi-Flo® and NAYAD-
IC® are registered trademarks of Consoli-
dated Treatment Systems, Inc. used here for 
reference purposes only.   (P06)

BUCKET MACHINES
Flexibles. Gas engines. Two sets w/buck-
ets, brushes and swabs. $11,000 OBO. Call 
Terry 734-365-4035 or 231-325-0052 (P06) 

BUSINESSES

Turnkey grease trap/commercial septic 
pumping/lift station/sewage ejector cleaning 
business for sale in the Los Angeles area. Es-
tablished for 22 years with excellent reputa-
tion with loyal scheduled customers. 4 semi 
tractor/trailers, 3-axle pump truck, F450 
flatbed with tank along with portable pump 
machine, 800-gallon trailer for underground 
pumping & hard to get to jobs. Serious in-
quiries only, please. $800,000. Retiring. 
etpumping1@gmail.com (P06)

Business for Sale: Hide Your Hiney porta-
bles - $100,000. Included is a 2006 F-450 
dually, 6.0 Powerstroke diesel with 130,000 
miles with pumping unit that holds 800 gal-
lons waste and 400 gallons fresh water. 
Truck holds 2 units on back. One slide-in 
unit for another truck - 350 gallon fresh 
water and 350 gallon waste. 100 standard 
units, 3 handicapped units, 3 sinks, 6 tanks, 
and the business name. Please call Becky at 
412-370-0865 with inquires  (P06)

Septic Tank Service for Sale - South Atlanta, 
Georgia. Established family business. Owner 
of 50 years wishes to retire. Profitable turn-
key business includes loyal customer base, 
1990 GMC Topkick pump truck, trailer and 
tractor. $85,000. Please contact Valorie 
Rylander at 404-663-1408. (P06)

Septic tank Service Business for Sale, 
northeast Florida. Owner wishes to retire. 
Callahan area north of Jacksonville, a fast-
growing area in Florida. Profitable, turnkey 
business. 29 years in business with loyal 
customer base. Two pump tuck operation: 
(1) 1996 International 4900: DT466, 5-speed 
transmission, 2-speed axle. 2,500-gal-
lon capacity. 297,000 miles. Good tires, 
excellent condition. (2) 2000 Freightliner 
FL70: 8.3 Cummins, 6-speed transmission. 
2,400-gallon capacity. 195,000 miles. Good 
tires, excellent condition. Business includes 
complete onsite lime 20,000-gallon stabili-
zation plant in Northeast FL. Owner will train 
and assist with licensing. Call for more in-
formation. Kenny Farmer 904-879-4701 or 
904-545-0357.  (P06)

State-permitted private wastewater facility 
in Metro Atlanta. Concrete basins with sewer 
discharge permitted for septic and grease. 
Large portfolio of existing customers. Great 
location close to major highway in industrial 
park. Lots of newer equipment in place (Lab 
equipment, DAF, Press, Covered discharge 
area) and much more. 678-772-4590 or 
Craig@aedisposal.com (P06)

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)

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

Septic/grease trap pumping business of 
25 years in north Louisiana for sale. Includes 
4 vacuum trucks and 1 tractor trailer. Over 
600 scheduled accounts serviced. Owner 
retiring. rsd9441@yahoo.com (P06)

FOR SALE: Small family owned and oper-
ated 350-unit portable restroom com-
pany. Serving the local areas west of 
Colorado Springs, Colorado. $379,499. 
ColoradoBusiness4Sale@aol.com  (P07)

Turnkey septic and storm shelter company. 
Forms, trucks, equipment and inventory, 3.5 
acres, newer metal manufacturing build-
ing and office. $1,700,000. 575-756-9990 
or nancy.klemp@yahoo.com. Listed by EZ 
Realty, LLC.  (P06)

Turnkey septic pumping and sewer and drain 
business of 30 years on the Western Slope 
of Colorado for sale. Includes pumper truck, 
sewer van with all equipment. Advertising 
and customer base over 5 counties. e-mail: 
seweranddraincleaningforsale@gmail.com 
  (P06)

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

CoMPUTER SoFTwARE

FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (P06)

DEwATERING

Flo Trend dewatering box mounted on 
a dumping trailer. 2003 Model 04-40-C 
WS-TM. 30-yd. box, comes with chemi-
cal feed injection system. Used less than 
6 months. Perfect for onsite dewatering. 
Located in Phoenix, AZ . ........... $29,500

Contact Alan 623-271-0630 P06

Complete mobile dewatering unit. Box, fil-
ters, trailer and polymer system. Easy to 
transport. $18,500 OBO. Call Stan for more 
info @ 989-733-2840 (P07)

Septic Receiving Screens: Dual-screen de-
sign, affordable, high capacity. Two mod-
els: One sits over any open pit and the all 
new stand-alone unit - use it anywhere. 
208-790-8770. screencosys@gmail.com 
www.screencosystems.com (P06)    

2007 NT-4000E trailer-mounted dewater-
ing system with diesel-powered pump dos-
ing plant. Portable unit. Asking $60,000. 
Call 301-502-1606.  (P06)

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 (P08)

DRAINFIELD RESToRATIoN
Soil Shaker 2000. Universal skid steer at-
tachment for drainfield restoration. Buy fac-
tory direct. $6,250. Check us out on YouTube 
or call 320-293-6644. (PBM)

New and used terralifts for sale starting at 
$20,000 used and $38,000 new. Financing 
available. Call Dick Crane 800-223-2256.  
 (PBM)

Terralift Model 2000: Excellent condition. 
$25,000 or best offer. Pictures available 
upon request. 315-843-5600 or email  
aalco@tds.net (PBM)

EXCAVATING EQUIPMENT
1996 Kenworth Guzzler with knuckle boom: 
Cummins, 10-speed, 20,000 front. $79,000. 
Call 503-969-9545 (P07)

GREASE UNIT

Pre-owned 2007 Peterbilt 340 cab and chassis 
with a 3,000 U.S. gallon carbon steel vacuum 
tank unit with drum holder behind cab. (Stock# 
6641CC) www.VacuumSalesInc.com (888) 
VAC-UNIT (822-8648)  (PBM)

HAZARDoUS wASTE UNITS

1997 Freightliner with Presvac 2300 
gallon DOT certified vacuum tank, Presvac 
PV750 vacuum pump with new paint and 
tank inspections.  ........................ $26,500

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)
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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 #13577 A-D) www. 
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648) (PBM)

HyDRoEXCAVATING
EQUIPMENT

a

2011 Freightliner Business Class 
M2 12-yd. Hydrovac F4 Tornado that 
has been rolled, Roots blower rebuilt 
less than a year ago. Transfer case 
and Hi-Pressure pump. All hydraulics 
in good shape. Would like to sell com-
plete or part out! It's in Odessa, Texas. 
Call for prices and more information. 
............................... $50,000 cash OBO

432-967-0961, TX P08

2005 Sterling AquaTech hydroexcavation 
truck: 624 Roots blower, 35gpm @ 2,000psi, 
10-yard debris body, factory frame-mount-
ed generator, 28,153 miles. khtrucks.com 
972-938-1905  (P07)

JETTERS-TRAILER

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

JETTERS-TRUCK
2001 Vactor Ramjet Jetter: 60gpm pump. 
Loaded with many options. Rebuilt and ready 
to go by authorized Vactor dealer. Call Jim 
916-806-6224. (P06)

1984 Vactor 850 Jet Rodder: 40K miles on 
truck, less than 1,000 hours on pump. In-
cludes nozzle assortment. $16,500 OBO. Call 
Terry 734-365-4035 or 231-325-0052  (P06)

1999 Ford E-350: 7.3 diesel, auto., 
tires 60%. 2007 Camspray jetter, Hatz 
3.0 litre diesel auxiliary w/separate fuel 
tank, 550 hours. General Industrial pump 
(4,000psi @ 18gpm). Hydraulic-con-
trolled Hannay reel with 500’ 1/2” hose 
and nozzles. 200’ 3/8” on reel with gun 
for wash down etc. 325-gallon poly tank. 
Reel with garden hose for filling unit with 
water.  ..................................... $21,000

Phil LaRoche 
507-291-0192, MN P06

2013 o’Brien Model 7040-SC Hydro-
jetter with 197 hours. Truck has 700-gal-
lon tank, 40gpm @ 2,000psi Triplex 
pump, 500’ x 3/4” sewer hose, 65hp 
Cummins diesel engine. Completely 
loaded. Priced to sell at  ............$35,500

Terry 800-860-7800 P06

1994 Topkick Camel Jet: Auto, Myers 65gpm 
pump, Perkins diesel rear engine, 3/4 in. 
hose. khtrucks.com 972-938-1905 (P07)

 JET VACS

2110 Vactor Fan Unit: Doheny reman-
ufactured unit - gently used. 80gpm @ 
2,500psi. 210hp diesel w/Allison auto. 
transmission. 1,000-gallon fresh water, 
10-yard body. Everything works. Locat-
ed in Nashville, TN. Great deal! Will go 
quick!  ..................................... $75,000

Call Brien for info:
615-843-6828, TN P06

2007 Aquatech B10/1500: CAT 335hp 
(EPA 04) with Allison automatic transmis-
sion. 88,000 miles. 1,400 hours. Roots 
624 blower, 8" x 19' extendable boom, 
pump-off option, internal tank flush, 
6-function joystick. Excellent condition.

KLM Companies
617-909-9044 PBM

1996 International Jet Vac: Excellent 
condition. Pressure washing and vac 
unit. 95,917 miles. Garage kept since 
new.  ....................................... $58,000

814-574-6605 P06

2001 Vactor 2110 27" PD Sewer 
Cleaner. CAT engine with in frame and 
blower rebuild just done. Runs excel-
lent with new federal DOT inspection.

KLM Companies
617-909-9044 PBM

2001 Vactor Model 2110-16 combination 
machine: International Model 2554 chassis, 
10-yard debris body, 80gpm @ 2,500psi 
water system, Roots Model 824PD blower. 
Includes all jetting and vacuuming attach-
ments for use on truck. Selling for $80,000. 
Contact 732-887-2988.  (P06)

2004 Vac-Con combo sewer cleaner: 11-
yard debris body, 80gpm pump. Extremely 
low hours/miles. Ex-municipal owned. 
Rebuilt and ready to go. Priced to sell this 
month. Call Andy 312-706-9692. (P06)

2007 International Vactor 2112: 12-yard 
debris body, 1,200-gallon water capacity. 
PD vacuum blower, new trash pump, 
77,144 miles. $165,000. khtrucks.com 
972-938-1905 (P07)

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
www.opdykes.com PBM

2001 Peterbilt 320/Vactor 2100 
Series Combo Unit: 20k/40k rating. 
4 freshwater tanks. Low miles, 61,477 
& low time 2,450 hrs. City owned 
and maintained. Records & manuals. 
.............................................  $119,500

503-663-7200, oR
www.chamberstrucks.com P06

2012 Vactor 2100 Plus vacuum truck, 
hydro-excavating, drain line cleaning. 
48-inch line/cleaning head. 355 blower 
hours, 14,353 miles. Call for more info.

410-679-2662, MD P06

2004 Sterling Safe Jet Vac by Clean Earth. 
Roots blower, Myers 80gpm water pump. 
Dump body. $89,000. 559-276-0186  (P07)

2009 Vactor 2115: 15-yard debris body, 18” 
blower, 80gpm water. Fully loaded with op-
tions. Low hours and miles. Call Joe 312-
208-6373. (P06)

2000 International 2674 jet vac truck with 
36,055 miles. Runs great. CAT C12 diesel 
engine, Fuller stick transmission. 16 yard. 
Roots Dresser blower, Myers pump. $25,000. 
Pictures available via email. Contact 8 am - 4 
pm ET. Ask for Donnie 770-942-7446.  (P06)
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JET VACS

t

2007 GapVax 1312 (064): 18" 5,000 
cfm blower. New blower installed 7,000 
hrs. 80gpm water pump @ 2,000psi. SS 
water tank & debris body. 6-speed Alli-
son transmission. PX8 Cummins 330hp. 
Wireless remote. 131,000 miles. 9,300 
hrs on PTO. Excellent condition. Call 
Shawn Perry at Kline's Services for pric-
ing & availability

717-587-1927 P06

1984 Vactor 810 International: DT466, 5+2 
speed, 24,320 miles. Ford diesel powers fan. 
Rust-free cab. All manuals included. $7,500. 
508-341-3559  (P06)

1998 International Vac-Con: 9-yard de-
bris tank, 3-stage fan, Bean 80gpm pump, 
1,100-gallon water capacity. khtrucks.com 
972-938-1905  (P07)

Jack Doheny Supplies Inc. offers a full range 
of late model combo units and DOT industrial 
vacuum loaders. Call us @1-800-3DOHENY. 
 (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)

Pre-owned 2002 Sterling LT 9500 cab 
and chassis with a Clean Earth Safe Jet 
Vac 1015 combo unit. (Stock #3876C) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648) (PBM)

2002 Vactor 2100: 10-yards debris body, 
60gpm pump, Holmes HR80 blower. Com-
pletely rebuilt by authorized dealer and 
priced to sell. Call Jim 916-806-6224. (P06)

2008 Ford PipeHunter: 1/2" hose, 700-gal-
lon tank, Giant pump, 14.2gpm @ 4,000psi. 
Tuthill blower. John Deere rear engine. 294 
hours. khtrucks.com 972-938-1905 (P07)

2009 Sterling Vac-Con: 54,587 miles, 3,975 
hours. 1,500-gallon water capacity, 80gpm 
pump, Roots 824 blower. 16-yard debris 
tank. khtrucks.com 972-938-1905 (P07)

2004 Sterling Vac-Con: 9,533 main en-
gine hours, 1,224 rear engine hours. Roots 
824, 80gpm pump, 9-yard debris tank. 
khtrucks.com 972-938-1905 (P07)

2003 Vactor 2100: 10-yard debris body, 80gpm 
pump. Extremely low hours/miles. Rebuilt and 
ready to go. Call Jim 916-806-6224. (P06)

LEASE/FINANCING
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)

PIPELINE
REHABILITATIoN

t

PoSITIoN AVAILABLE! Hydro-Klean 
has a long established reputation of 
providing superior customer service to 
industrial and municipal customers and 
is looking for a detail-oriented, driven 
individual to join their team focusing on 
Pipeline Rehabilitation and CIPP to man-
age projects in the field. This position is 
based in South Dakota. This position will 
work with other managers to support 
the services offered to our customer and 
is responsible for ensuring the efficient 
daily operations through proper schedul-
ing of requested activities. Clean driving 
record a must. 4 years CIPP experience 
required. Email resume to:

khenderson@hydro-klean.com
P06

PoRTABLE RESTRooMS

300 Tan PJN3 units for sale. Most units look 
like new. $200 - $325. Call Bill at 715-613-
5929 or Jamie at 715-613-5836, WI  (P06)

Olympic fiberglass flush units with sinks. 
Good condition, clean. Rented weekends 
only! NY/CT state line. $250 each. Call 203-
748-6906. (P06)

PoRTABLE RESTRooM 
TRAILERS

2009 AMS/Wells Cargo restroom trailer. 
10 individual stalls, 4 sinks on rear. Jets 
VOD vacuum system. Low hours, HVAC, 
everything works, clean trailer. Trailer 
lowers to ground level. $25,000. Call Jeff 
512-590-2163  (P08)

2009 ACSI 24' high end trailer. Solid wood 
doors, Kohler toilets (can be removed) and 
vanities, wood floors. Excellent condition 
with low hours. Has a 500-gallon fresh water 
tank, 1,000-gallon waste. Propane-powered 
generator or shore power hook up. Heat, AC 
and stereo. $37,000. 631-447-5216  (P07)

2 Decons, 28' Tonto, 18' Royal, 2001 ASCI, 
16' Presidential, 26' Presidential, portable toi-
let hauler trailers. 315-437-1291, NY. (PBM)

PoRTABLE RESTRooM 
TRUCKS

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: $19,000, 
1700 waste/600 fresh: $20,500. Any 
custom options or sizes available!

TexLa Services
936-641-3938

www.texlaservices.com P06

2013 International Terrastar: 1,000- 
gallon waste/400-gallon fresh. Alumi-
num tank. 54,000 miles with a 200,000 
extended warranty included.  ... $63,500

Rodney Lane
270-832-3793 P06

2006 Satellite Ford F-550: 100,500 miles. 
Runs daily. White Satellite toilet truck with no 
lettering. Auto/Air. New rear tires and good 
front tires. First $23,000. 216-990-6658. 
Mike@Arisrentals.com  (P07)

1994 Dodge: Cummins, automatic, 500 
waste/300 fresh. $10,500. 1999 Ford Su-
per Duty: Diesel, automatic, 500 waste/300 
fresh. $12,500. Also 1,200-gallon alumi-
num holding tank on wheels. Will separate. 
937-674-7288 (P06)

t

2007 International 4200: 2007 Prog-
ress tank (1,500/500), Masport HX4, 
DC10 washdown pump, dual service, 
great shape. On 2007 International 
4200, auto, air brakes, non-CDL, good 
tires, motor shot.  ..............$19,000 OBO

225-937-9416, LA
info@tigertoilets.com P06

Selling 3 well-maintained trucks: 1999 In-
ternational 4700 w/lift gate (1,100/400 tank) 
$23,000. 1995 Isuzu Cab over (600/250 
tank) $13,000. 1992 UD Cab over w/16’ 
flatbed w/lift gate, carries 8 toilets (300/100 
tank)$15,000. Plus 150 blue good construc-
tion toilets Polyjon & Poly Portables at $200 
each. Will sell any item separately or pack-
age deal. Contact Wiley at 336-669-1356 or 
reddijon5@gmail.com  (P06)

2005 Chevy WD4500: Has 118k miles with 
a mounted pressure washer and vacuum 
pump. It has a 600-gallon collection tank and 
a 300-gallon water tank. Brand new brakes, 
wheel assembly, 100 ft. of hoses, valves and 
filters. The vacuum has been rebuilt and has 
a 6-month warranty still on it. This vehicle 
has automatic transmission and is operable. 
Tire condition is good. The truck was sand 
blasted and repainted over a year ago. It 
has a platform that can be used to haul and 
deliver containers. Has a Keith Huber tank 
(www.keithhuber.com). A new tank with all 
the options is $39K. Call Chris today with any 
questions. $15,000. 727-643-2220. (P06)

2005 Ford F550, 4-wheel drive, 600-gal-
lon Coleman tank, 210 fresh water. Moro 
210 pump with 18hp pony motor. $9,500. 
970-725-0126. Colorado. (P06)

2000 Int 4700 - $17,500; 2002 Int 4300 - 
$23,500; 2006 Int 4300 - $39,500; Roll-off - 
$23,500. Restrooms - $150. 256-757-9900 
or www.pbsos.com. (PBM)

Pre-owned Coleman 2-compartment, 
1,800 U.S. gallon, 1,000 waste / 800 wa-
ter stainless steel, portable toilet vacuum 
tank. Mounted on 2005 International 
4300 cab and chassis  with a Masport 
HXL 3V vacuum pump. (Stock# 8085V) 
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

2004 Ford F550: Diesel, automatic trans-
mission. New 600-gallon waste/300-gallon 
water tank. New Jurop vacuum pump. 
www.pumpertrucksales.com. Call JR. @ 
720-253-8014, CO. (PBM)

2005 Freightliner Business Class: C-7 
CAT, 6-speed. New 1,200-gallon waste/400-
gallon water tank. New Patriot 300 vacuum 
pump. www.pumpertrucksales.com. Call JR. 
@ 720-253-8014, CO. (PBM)

PoSITIoNS AVAILABLE
Help Wanted - Vacuum truck salesman 
for septic and portable restroom trucks. 
Minimum 10 years industry experience. 
Work from home. Nationwide sales ter-
ritory. All enquiries will be confidential. 
vacuumtrucks@gmail.com (P07)

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)

Seeking Asst. Operations Manager: Sewer 
cleaning & inspection company seeks a 
hands-on Asst. Operations Manager with 
the following skill set: Project Management, 
Equipment Operation & Troubleshooting, 
PACP certified, People Development, Safety 
Program, etc. We operate in the greater 
southeast and are based in Nashville, TN. We 
provide a competitive salary and full benefits. 
Relocation considered. Please send a resume 
to info@sani-techservices.com  (P07)

PUMPS-VACUUM
New, used and rebuilt vacuum pumps and 
tanks. Most major brands. Parts in stock. 
Quick turnaround. 20 years experience. 
866-735-7327 (P03)

Conde Vacuum Pump: Under hood belt driv-
en. Mount for 7.3 Ford. $250. Ask for photo. 
920-979-7711 Brad  (P06)

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 $8,850. 
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

 

2008 Benlee/Teamco Super Mini/Full-
Open Rear Door: 2008 Benlee Super 
Mini drop deck rolloff trailer, with a 2006 
Teamco roll-off 3500 carbon tank with 
full-open rear door. Trailer has aluminum 
wheels and fenders, in new condition. 
Tank has 700cfm hydraulically-driven 
Walle pump. $57,000. Will separate. 
$25,000 for tank, $32,000 for trailer.

Call 208-955-8514, ID P06

SEPTIC TRUCKS

a

2007 Freightliner M2-112: 450hp 
Mercedes, 211,000 miles. 8LL trans-
mission, 5,000-gallon carbon tank. De-
Mag 150 water-cooled vacuum pump. 
Centrifugal pump w/irrigation gun. Will 
deduct w/o pump and gun. One owner. 
 ..............................................  $97,500

stevebyrne@bytecinc.net
608-328-8200, wI P06

1990 Hino: 2,800 gallon. 152K miles. New 
pump, tires and brakes. Perfect for grease 
traps/tanks. $35,000. 301-418-3724 (P08)

a

1996 International 10-speed, engine 
break. Pintle hook, '92 Petro tank. New 
paint. Email for more info or call after 
6 pm ............................... $45,000 OBO 

631-219-3299, Ny
dma1371@aol.com P06

a

2000 Sterling: Rebuilt CAT power 
2009, 8LL, locking rears, air ride, a/c, 
p/w, air seat. 8 new rear recaps, 14,600 
front/40,000 rear, Tare documented. In 
2006 truck outfitted with new 3,650-gal-
lon Vacutrux steel tank & new Wallen-
stein 500cfm V/P pump. 4" rear & side 
mount, 6" rear discharge heated valves, 
stainless catwalks, aluminum tool box, 
rear bumper tool tray. Frame sandblast-
ed & painted, complete custom paint job, 
Betts LED lights, 160 ft. 3" hose.

Call Bud 978-559-6419
bud465@comcast.net P06

2002 IH Navistar 5600i Eagle: CAT 
Engine, 380,000 miles, 20k front, 46k 
rear. Air ride, all aluminum wheels, 
10 new tires. 4,550-gallon aluminum 
hoisted tank, De-Mag 150 water-cooled 
pump.  ..................................... $67,500

608-328-8200, wI
stevebyrne@bytecinc.net P06

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.  (PBM)

 

2002 Sterling Acterra w/3,600-gallon 
painted Jay’s aluminum tank. 111,000 
miles. 3126 CAT, Allison, dual locks, air 
ride. 18k front axle, PW, PL, H/M, See 
Level Gauge, RFL100 vacuum pump. 
...............................................  $79,500

Call Rick @ 319-350-5742, IA P06

 

1995 FordL8000 with a 1999 3,000- 
gallon Lely model tank and Jurop R260 
pump. New stear tires. Runs great, I just 
no longer need it.  .........Asking $31,500

205-500-9855, AL P06

Retiring after 30 years. Two (2) nice Tran-
sway-built vacuum trucks. Original owner. 
1. 1999 international: 2,500 gallon, two 
axle, low miles. $39,000 OBO. 2. 2000 Sl80: 
3,600 gallon, three axle. $45,000 OBO. 
Clean, well-maintained California trucks. 
Call for photos and details. 949-701-2687 or 
949-307-0933 (P06)

2010 International Durastar 2,500-gallon 
pump truck, DT466 6-speed Allison auto-
matic, 15,000 miles. Imperial tank. Lift axle. 
$88,000. Call 301-502-1606.  (P06)
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JET VACS

t

2007 GapVax 1312 (064): 18" 5,000 
cfm blower. New blower installed 7,000 
hrs. 80gpm water pump @ 2,000psi. SS 
water tank & debris body. 6-speed Alli-
son transmission. PX8 Cummins 330hp. 
Wireless remote. 131,000 miles. 9,300 
hrs on PTO. Excellent condition. Call 
Shawn Perry at Kline's Services for pric-
ing & availability

717-587-1927 P06

1984 Vactor 810 International: DT466, 5+2 
speed, 24,320 miles. Ford diesel powers fan. 
Rust-free cab. All manuals included. $7,500. 
508-341-3559  (P06)

1998 International Vac-Con: 9-yard de-
bris tank, 3-stage fan, Bean 80gpm pump, 
1,100-gallon water capacity. khtrucks.com 
972-938-1905  (P07)

Jack Doheny Supplies Inc. offers a full range 
of late model combo units and DOT industrial 
vacuum loaders. Call us @1-800-3DOHENY. 
 (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)

Pre-owned 2002 Sterling LT 9500 cab 
and chassis with a Clean Earth Safe Jet 
Vac 1015 combo unit. (Stock #3876C) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648) (PBM)

2002 Vactor 2100: 10-yards debris body, 
60gpm pump, Holmes HR80 blower. Com-
pletely rebuilt by authorized dealer and 
priced to sell. Call Jim 916-806-6224. (P06)

2008 Ford PipeHunter: 1/2" hose, 700-gal-
lon tank, Giant pump, 14.2gpm @ 4,000psi. 
Tuthill blower. John Deere rear engine. 294 
hours. khtrucks.com 972-938-1905 (P07)

2009 Sterling Vac-Con: 54,587 miles, 3,975 
hours. 1,500-gallon water capacity, 80gpm 
pump, Roots 824 blower. 16-yard debris 
tank. khtrucks.com 972-938-1905 (P07)

2004 Sterling Vac-Con: 9,533 main en-
gine hours, 1,224 rear engine hours. Roots 
824, 80gpm pump, 9-yard debris tank. 
khtrucks.com 972-938-1905 (P07)

2003 Vactor 2100: 10-yard debris body, 80gpm 
pump. Extremely low hours/miles. Rebuilt and 
ready to go. Call Jim 916-806-6224. (P06)

LEASE/FINANCING
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)

PIPELINE
REHABILITATIoN

t

PoSITIoN AVAILABLE! Hydro-Klean 
has a long established reputation of 
providing superior customer service to 
industrial and municipal customers and 
is looking for a detail-oriented, driven 
individual to join their team focusing on 
Pipeline Rehabilitation and CIPP to man-
age projects in the field. This position is 
based in South Dakota. This position will 
work with other managers to support 
the services offered to our customer and 
is responsible for ensuring the efficient 
daily operations through proper schedul-
ing of requested activities. Clean driving 
record a must. 4 years CIPP experience 
required. Email resume to:

khenderson@hydro-klean.com
P06

PoRTABLE RESTRooMS

300 Tan PJN3 units for sale. Most units look 
like new. $200 - $325. Call Bill at 715-613-
5929 or Jamie at 715-613-5836, WI  (P06)

Olympic fiberglass flush units with sinks. 
Good condition, clean. Rented weekends 
only! NY/CT state line. $250 each. Call 203-
748-6906. (P06)

PoRTABLE RESTRooM 
TRAILERS

2009 AMS/Wells Cargo restroom trailer. 
10 individual stalls, 4 sinks on rear. Jets 
VOD vacuum system. Low hours, HVAC, 
everything works, clean trailer. Trailer 
lowers to ground level. $25,000. Call Jeff 
512-590-2163  (P08)

2009 ACSI 24' high end trailer. Solid wood 
doors, Kohler toilets (can be removed) and 
vanities, wood floors. Excellent condition 
with low hours. Has a 500-gallon fresh water 
tank, 1,000-gallon waste. Propane-powered 
generator or shore power hook up. Heat, AC 
and stereo. $37,000. 631-447-5216  (P07)

2 Decons, 28' Tonto, 18' Royal, 2001 ASCI, 
16' Presidential, 26' Presidential, portable toi-
let hauler trailers. 315-437-1291, NY. (PBM)

PoRTABLE RESTRooM 
TRUCKS

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: $19,000, 
1700 waste/600 fresh: $20,500. Any 
custom options or sizes available!

TexLa Services
936-641-3938

www.texlaservices.com P06

2013 International Terrastar: 1,000- 
gallon waste/400-gallon fresh. Alumi-
num tank. 54,000 miles with a 200,000 
extended warranty included.  ... $63,500

Rodney Lane
270-832-3793 P06

2006 Satellite Ford F-550: 100,500 miles. 
Runs daily. White Satellite toilet truck with no 
lettering. Auto/Air. New rear tires and good 
front tires. First $23,000. 216-990-6658. 
Mike@Arisrentals.com  (P07)

1994 Dodge: Cummins, automatic, 500 
waste/300 fresh. $10,500. 1999 Ford Su-
per Duty: Diesel, automatic, 500 waste/300 
fresh. $12,500. Also 1,200-gallon alumi-
num holding tank on wheels. Will separate. 
937-674-7288 (P06)

t

2007 International 4200: 2007 Prog-
ress tank (1,500/500), Masport HX4, 
DC10 washdown pump, dual service, 
great shape. On 2007 International 
4200, auto, air brakes, non-CDL, good 
tires, motor shot.  ..............$19,000 OBO

225-937-9416, LA
info@tigertoilets.com P06

Selling 3 well-maintained trucks: 1999 In-
ternational 4700 w/lift gate (1,100/400 tank) 
$23,000. 1995 Isuzu Cab over (600/250 
tank) $13,000. 1992 UD Cab over w/16’ 
flatbed w/lift gate, carries 8 toilets (300/100 
tank)$15,000. Plus 150 blue good construc-
tion toilets Polyjon & Poly Portables at $200 
each. Will sell any item separately or pack-
age deal. Contact Wiley at 336-669-1356 or 
reddijon5@gmail.com  (P06)

2005 Chevy WD4500: Has 118k miles with 
a mounted pressure washer and vacuum 
pump. It has a 600-gallon collection tank and 
a 300-gallon water tank. Brand new brakes, 
wheel assembly, 100 ft. of hoses, valves and 
filters. The vacuum has been rebuilt and has 
a 6-month warranty still on it. This vehicle 
has automatic transmission and is operable. 
Tire condition is good. The truck was sand 
blasted and repainted over a year ago. It 
has a platform that can be used to haul and 
deliver containers. Has a Keith Huber tank 
(www.keithhuber.com). A new tank with all 
the options is $39K. Call Chris today with any 
questions. $15,000. 727-643-2220. (P06)

2005 Ford F550, 4-wheel drive, 600-gal-
lon Coleman tank, 210 fresh water. Moro 
210 pump with 18hp pony motor. $9,500. 
970-725-0126. Colorado. (P06)

2000 Int 4700 - $17,500; 2002 Int 4300 - 
$23,500; 2006 Int 4300 - $39,500; Roll-off - 
$23,500. Restrooms - $150. 256-757-9900 
or www.pbsos.com. (PBM)

Pre-owned Coleman 2-compartment, 
1,800 U.S. gallon, 1,000 waste / 800 wa-
ter stainless steel, portable toilet vacuum 
tank. Mounted on 2005 International 
4300 cab and chassis  with a Masport 
HXL 3V vacuum pump. (Stock# 8085V) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648)  (PBM)
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2004 Ford F550: Diesel, automatic trans-
mission. New 600-gallon waste/300-gallon 
water tank. New Jurop vacuum pump. 
www.pumpertrucksales.com. Call JR. @ 
720-253-8014, CO. (PBM)

2005 Freightliner Business Class: C-7 
CAT, 6-speed. New 1,200-gallon waste/400-
gallon water tank. New Patriot 300 vacuum 
pump. www.pumpertrucksales.com. Call JR. 
@ 720-253-8014, CO. (PBM)

PoSITIoNS AVAILABLE
Help Wanted - Vacuum truck salesman 
for septic and portable restroom trucks. 
Minimum 10 years industry experience. 
Work from home. Nationwide sales ter-
ritory. All enquiries will be confidential. 
vacuumtrucks@gmail.com (P07)

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)

Seeking Asst. Operations Manager: Sewer 
cleaning & inspection company seeks a 
hands-on Asst. Operations Manager with 
the following skill set: Project Management, 
Equipment Operation & Troubleshooting, 
PACP certified, People Development, Safety 
Program, etc. We operate in the greater 
southeast and are based in Nashville, TN. We 
provide a competitive salary and full benefits. 
Relocation considered. Please send a resume 
to info@sani-techservices.com  (P07)

PUMPS-VACUUM
New, used and rebuilt vacuum pumps and 
tanks. Most major brands. Parts in stock. 
Quick turnaround. 20 years experience. 
866-735-7327 (P03)

Conde Vacuum Pump: Under hood belt driv-
en. Mount for 7.3 Ford. $250. Ask for photo. 
920-979-7711 Brad  (P06)

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 $8,850. 
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

 

2008 Benlee/Teamco Super Mini/Full-
Open Rear Door: 2008 Benlee Super 
Mini drop deck rolloff trailer, with a 2006 
Teamco roll-off 3500 carbon tank with 
full-open rear door. Trailer has aluminum 
wheels and fenders, in new condition. 
Tank has 700cfm hydraulically-driven 
Walle pump. $57,000. Will separate. 
$25,000 for tank, $32,000 for trailer.

Call 208-955-8514, ID P06

SEPTIC TRUCKS

a

2007 Freightliner M2-112: 450hp 
Mercedes, 211,000 miles. 8LL trans-
mission, 5,000-gallon carbon tank. De-
Mag 150 water-cooled vacuum pump. 
Centrifugal pump w/irrigation gun. Will 
deduct w/o pump and gun. One owner. 
 ..............................................  $97,500

stevebyrne@bytecinc.net
608-328-8200, wI P06

1990 Hino: 2,800 gallon. 152K miles. New 
pump, tires and brakes. Perfect for grease 
traps/tanks. $35,000. 301-418-3724 (P08)

a

1996 International 10-speed, engine 
break. Pintle hook, '92 Petro tank. New 
paint. Email for more info or call after 
6 pm ............................... $45,000 OBO 

631-219-3299, Ny
dma1371@aol.com P06

a

2000 Sterling: Rebuilt CAT power 
2009, 8LL, locking rears, air ride, a/c, 
p/w, air seat. 8 new rear recaps, 14,600 
front/40,000 rear, Tare documented. In 
2006 truck outfitted with new 3,650-gal-
lon Vacutrux steel tank & new Wallen-
stein 500cfm V/P pump. 4" rear & side 
mount, 6" rear discharge heated valves, 
stainless catwalks, aluminum tool box, 
rear bumper tool tray. Frame sandblast-
ed & painted, complete custom paint job, 
Betts LED lights, 160 ft. 3" hose.

Call Bud 978-559-6419
bud465@comcast.net P06

2002 IH Navistar 5600i Eagle: CAT 
Engine, 380,000 miles, 20k front, 46k 
rear. Air ride, all aluminum wheels, 
10 new tires. 4,550-gallon aluminum 
hoisted tank, De-Mag 150 water-cooled 
pump.  ..................................... $67,500

608-328-8200, wI
stevebyrne@bytecinc.net P06

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.  (PBM)

 

2002 Sterling Acterra w/3,600-gallon 
painted Jay’s aluminum tank. 111,000 
miles. 3126 CAT, Allison, dual locks, air 
ride. 18k front axle, PW, PL, H/M, See 
Level Gauge, RFL100 vacuum pump. 
...............................................  $79,500

Call Rick @ 319-350-5742, IA P06

 

1995 FordL8000 with a 1999 3,000- 
gallon Lely model tank and Jurop R260 
pump. New stear tires. Runs great, I just 
no longer need it.  .........Asking $31,500

205-500-9855, AL P06

Retiring after 30 years. Two (2) nice Tran-
sway-built vacuum trucks. Original owner. 
1. 1999 international: 2,500 gallon, two 
axle, low miles. $39,000 OBO. 2. 2000 Sl80: 
3,600 gallon, three axle. $45,000 OBO. 
Clean, well-maintained California trucks. 
Call for photos and details. 949-701-2687 or 
949-307-0933 (P06)

2010 International Durastar 2,500-gallon 
pump truck, DT466 6-speed Allison auto-
matic, 15,000 miles. Imperial tank. Lift axle. 
$88,000. Call 301-502-1606.  (P06)
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SEPTIC TRUCKS

Turn-Key Vacuum Tank Units: 3,600- 
gallon, unit mounted on your truck 
or ours; $20,000. 3,200-gallon truck 
units; 19,500. 2,500-gallon truck units; 
$18,000. 2,000-gallon truck units; 
$17,000. 1,500-gallon truck units; 
16,000.Self-contained vacuum skids, 
1,000-gallon; $10,500, and 1,500-gal-
lon; $12,500, PortaPotty trucks and any 
custom options or sizes available!

TexLa Services
936-641-3938

www.texlaservices.com P06

 

2001 Sterling Acterra: 2,500-gallon 
tank, 250hp Mercedes, 226,000 miles. 
Truck in great condition.

Call 330-525-7319 
or 330-428-0185, oH P06

 

2007 Peterbilt 335: 315 Cummins, 
Allison auto., 3,600-gallon 304 stainless 
tank, NEV 866 pump and heated valves. 
.............................................. $105,000

715-829-7400, wI P11

1990 International 4900: Septic pumper. 
1,800-gallon sewage 200-gallon water. 
DT 466, 5+2 transmission. Masport XL20 
pump. Well maintained. Ready to continue 
working. California says sell!  Asking $19,500. 
Call Lee 530-241-4287. (P07)

1986 Mack R-Model Tandem. 350hp en-
gine, 12-speed transmission, good tires. 
2,500-gallon vacuum tank with newly rebuilt 
Moro pump. $15,000. 540-672-3361 (P06)

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, IL P07

2008 Sterling LT9500: Mercedes 6- 
cylinder (450hp). Fuller 8LL. Aluminum 
wheels, A/C, power locks & windows, 66k 
GVW.  Dickirson Septic Truck, 3,000 gal-
lon, steel tank. Masport PTO-drive pump. 
149,278 miles. Stock# 8405  .... $79,500

866-250-8260, PA
www.opdykes.com PBM

1993 International 4900 septic truck, 
2,500-gallon tank.  ................... $22,000

304-887-2316, wV P07

1993 Ford L-9000 septic truck. CAT 3176, 
new turbo, clutch fan, starter. 3,600-gallon 
tank, Fruitland pump, 3" valves. New driv-
ers, good front tires. Good truck. $18,000. 
406-581-5692  (P07)

1997 Kenworth T-800: Truck equipped with 
a Masport 400 pump, Eaton Super 10-speed, 
aluminum rims, 75% rubber. Engine has 
32,000 miles since rebuild. Air ride suspen-
sion. Needs paint. Asking $42,000. Truck lo-
cated in California. 916-726-5150.  (P06)

2007 Freightliner M2 - New 2,400-gal-
lon tank and motor on the truck. Only 
10 hours of use on equipment. Truck is 
excellent! Call 705-271-7165 or email 
s.s_services@hotmail.com. Asking $55,000 
or best offer.  (P06)

2000 IH DT-466 2700 Series: 2,300-gal-
lon, HD Allison automatic, 30,000 GVW. Air 
brakes, air cond., cruise control. Tank and 
pump new in '09. Masport pump 350cfm. 
Asking $35,000. 815-935-0973  (P06)

Twelve great older pump trucks - 
$35,000 each. Big power. Jake brakes. 
3,365-gallon vacuum tanks, Masport pumps. 
All makes & models. www.pumper-truck.
com. Call JR @ 720-253-8014, CO. (PBM)

1987 Kenworth T600A: CW CAT 6-cylinder. 
Eaton-Fuller 15-speed. 8-bag A-R suspension. 
3,365-gallon vacuum tank, Masport 75 pump. 
$31,000. www.pumpertrucksales.com. Call 
JR. @ 720-253-8014, CO. (PBM)

2003 International 4300: DT466, Al-
lison auto., 136k miles, used 1,200 gallon 
steel vac tank, PV3 vac pump, under CDL. 
www.pumpertrucksales.com. Call JR. @ 
720-253-8014, CO. (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)

1996 western Star: Detroit Series 60, 
18-speed transmission. Hendricks suspen-
sion. 3,365-gallon vacuum tank, Masport 
400 pump. www.pumpertrucksales.com. 
Call JR. @ 720-253-8014, CO. (PBM)

1994 Peterbilt 377: Detroit Series 60, 
10-speed transmission. 3,365-gallon vacu-
um tank, Masport HXL pump. www.pumper-
trucksales.com. Call JR. @ 720-253-8014, 
CO. (PBM)

2006 Freightliner: CAT engine, 6-speed. 
New 2,500-gallon aluminum tank, new 
Jurop PN84 vac pump. www.pumpertruck-
sales.com. Call JR @ 720-253-8014, CO. 
 (PBM)

Pre-owned Progress 4,400 U.S. gallon, alu-
minum, vacuum-pressure tank. Mounted 
on  1995 Peterbilt 377 cab and chas-
sis with a Masport HXL400WV vacuum 
pressure pump package. (Stock #8258V) 
www.VacuumSalesInc.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 Interna-
tional 7600s cab and chassis. $169,900 each 
includes 12%^ F.E.T. (Stock #13509 A-E) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648) (PBM) 

SERVICE/REPAIR
Dynamic Repairs - Inspection Camera 
Repairs: 48 hour turn-around time. Gen-
eral Wire, Ratech, Ridgid, Electric Eel, Gator 
Cams, Insight Vision, Vision Intruders. Qual-
ity service on all brands. Rental equip-
ment available. For more info call Jack at 
973-478-0893. Lodi, New Jersey. (PBM)

SLIDE-IN UNITS

For sale: Slide-in unit, 190/waste, 75/
fresh. Conde six vacuum only/5.5 Honda. 
Call for price.

Randy 315-375-7867 P06

2008 Marsh Industrial slide-in unit: 800 
waste, 200 water. MEC 4000, Honda motor, 
hose reel. Only used a couple of times a year. 
$9,500 OBO. Call Bill 715-613-5929, Jamie 
715-613-5836 WI  (P06)

2006 Best stainless 400/150: Honda mo-
tor, Conde pump. $6,900. Ready to work. 
231-250-1483 (P06)

900-gallon slide-in unit, fits F450 Ford. 
600/300 split, refurbished, new paint. 
Various vacuum pumps available. $5,000. 
337-315-0692 (P06)

Imperial 300/150. Nice shape, complete. 
Also Best 300/110 stainless. Needs wash-
down pump. Fits pickup/flatbed. $6,000 
each. Older Richmac 300/100. Fresh wa-
ter tank leaks. $2,000 OBO. Call Chris at 
866-672-4339  (P06)

700-gallon flatbed slide-in unit, 500/ 
200 split, refurbished, new paint. Vari-
ous vacuum pumps available. $6,200. 
337-315-0692 (P06)

STREET SwEEPERS
2006 Sterling Schwarze A7000 sweeper, 
dual steer, dual gutter brooms, water sys-
tem, John Deere rear engine. khtrucks.com 
972-938-1905  (P07)

TANKS
Pre-owned petroleum, steel, 3,800 U.S. gal-
lon, carbon steel, vacuum pressure tank. 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648) (PBM) 

Balzer 3,350-gallon vacuum tank 
with new, never used barrel. 3-unit disc 
on rear. 6” suction hose. Tires 90%. 
1,000 PTO. Hydraulic top hatch. MEC 
6500 vacuum pump. Repacked bear-
ings, rebuilt vacuum pump, new hoses, 
new paint. Stored inside.  ......... $21,500

Phil LaRoche 
507-291-0192, MN P06

Progress aluminum vacuum tank: 
3,600 gallons, $21,000. Savings of 
$12,500 off new. 

931-227-7780, TN P06

22,500-gallon storage tanks: Two 
available. Approved for septage waste-
water storage. 4" inlet and outlet valves. 
Sight glasses. Staircase breaks down for 
transport. Can deliver.  .....$14,500 each

920-655-7065, wI
vps2000@msn.com P06

NEW 3,500-Gallon Vacuum Tank: Ready for 
immediate delivery! 1/4" steel shell and 
heads, 2 tab-mounted baffles, primary shut 
off, 20" top manway, 36" rear manway, 4" 
inlet with valve, 6" discharge with valve, 3 
sight glasses, lined hose trays, boxed frame 
rails, rear bumper, 400cfm liquid cooled 
vacuum pump with secondary shut off and 
oil catch muffler, LED light package. $29,500. 
Call 734-731-5256 ask for Dave.  (P06)

Pre-owned 3,000 U.S. gallon carbon vac-
uum tank unit. TANK ONLY - NO PUMP. 
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)

TANK TRAILERS
1975 Fruehauf 10,000 gallon, 3-axle tanker. 
Used to haul septage to Shelton, Washington. 
$19,000 OBO. Call Randy 360-301-0249 or 
e-mail foresthillfarm@yahoo.com (P06)

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)

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
2002 Explorer toilet transport trailer: Trans-
ports up to 20 toilets. Triple axle, bumper 
pull, 40ft. Rarely used, good condition, pulls 
nice. $6,000 OBO. Call Chris @ 505-870-
4216.  (P07)

TRAILERS- 
VACUUM/TANKER

1994 Presvac 5,500 gallon non-code vacu-
um trailer, Reyco spring suspension, 80%+ 
brakes, tires. No rust on frame or suspen-
sion. $16,000. KLM Companies 617-909-
9044  (PBM)

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)

Imperial Vacuum Trailers: In stock, 
6000- and 6300-gallon aluminum single-
compartment Imperial vacuum trailers.

Call Mike
800-558-2945 Ext. 328 PBM

TRUCKS - BooM

2005 Peterbilt 335 boom truck: 21,000 
miles, Cummins 6-speed, NON-EMISSIONS. 
Will sell with or without bed. Go to the photo 
gallery at www.septictankfixer.com to see 
the truck on the job or we will send pictures 
upon request. $65,000. 770-562-9473 (P06)

1987 Ford F700 Series crane truck: Gross 
weight - 26,000 lbs. Large hauling space in 
bed area. 5-ton crane with 40 ft. reach. Sell-
ing for $8,000. Contact 732-887-2988. (P06)

TRUCKS - 
MISCELLANEoUS

2006 T800 Kenworth pre-emission 
550 CAT, 18 speed, 46k full-lock rears. 
Recent engine work, New 5th wheel 
plate, NVE blower. Clean rig! 

Jim 608-769-2182, wI P06

a

2000 International: 3406 CAT en-
gine, 10-speed transmission, 46,000 lb. 
full locking rears. Challenger vacuum 
pump, heated valves, storage boxes, 
hose trays complete with hoses, and 
work lights.  ............................ $35,000

570-549-2401 or 
570-418-0403, PA P06

2012 E350 Ford Econoline utility van with 
enclosed utility box and tool cabinets. Selling 
for $36,000. Contact 732-887-2988.  (P06)

2004 Chevy 5500 Portable Toilet Hauler/
Pump Truck: Gas, manual transmission, 
500-gallon vacuum tank, 350-gallon wa-
ter tank. Storage boxes, open deck to haul 
6 portable toilets, lift gate, trailer hitch, 
LED lighting, Honda-powered remote elec-
tric start pump, 12v pressure washdown. 
$17,500. 217-562-2012  (P06)

1991 IHC 4900: DT466, 110k, 10k on over-
haul. Automatic transmission, 810c Vactor 
Cummins, newer paint. Unit works good. Call 
Jeff for details 309-275-3793. $28,800 OBO  
 (P06)

TV INSPECTIoN
2003 Ford F350 sewer line inspection truck: 
Auto, a/c, Onan generator. Aries equip-
ment with two cameras. khtrucks.com 
972-938-1905 (P07)

Envirosight Rovver system: CCU, cable reel, 
keyboard. Price under $12,000. Call Andy 
312-706-9692. (P06)

2000 Aries Saturn 111 Model CCTV inspection 
system: CCTV equipment only, enclosed trailer 
not included. $5,000. Contact 732-887-2988. 
  (P06)
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SEPTIC TRUCKS

Turn-Key Vacuum Tank Units: 3,600- 
gallon, unit mounted on your truck 
or ours; $20,000. 3,200-gallon truck 
units; 19,500. 2,500-gallon truck units; 
$18,000. 2,000-gallon truck units; 
$17,000. 1,500-gallon truck units; 
16,000.Self-contained vacuum skids, 
1,000-gallon; $10,500, and 1,500-gal-
lon; $12,500, PortaPotty trucks and any 
custom options or sizes available!

TexLa Services
936-641-3938

www.texlaservices.com P06

 

2001 Sterling Acterra: 2,500-gallon 
tank, 250hp Mercedes, 226,000 miles. 
Truck in great condition.

Call 330-525-7319 
or 330-428-0185, oH P06

 

2007 Peterbilt 335: 315 Cummins, 
Allison auto., 3,600-gallon 304 stainless 
tank, NEV 866 pump and heated valves. 
.............................................. $105,000

715-829-7400, wI P11

1990 International 4900: Septic pumper. 
1,800-gallon sewage 200-gallon water. 
DT 466, 5+2 transmission. Masport XL20 
pump. Well maintained. Ready to continue 
working. California says sell!  Asking $19,500. 
Call Lee 530-241-4287. (P07)

1986 Mack R-Model Tandem. 350hp en-
gine, 12-speed transmission, good tires. 
2,500-gallon vacuum tank with newly rebuilt 
Moro pump. $15,000. 540-672-3361 (P06)

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, IL P07

2008 Sterling LT9500: Mercedes 6- 
cylinder (450hp). Fuller 8LL. Aluminum 
wheels, A/C, power locks & windows, 66k 
GVW.  Dickirson Septic Truck, 3,000 gal-
lon, steel tank. Masport PTO-drive pump. 
149,278 miles. Stock# 8405  .... $79,500

866-250-8260, PA
www.opdykes.com PBM

1993 International 4900 septic truck, 
2,500-gallon tank.  ................... $22,000

304-887-2316, wV P07

1993 Ford L-9000 septic truck. CAT 3176, 
new turbo, clutch fan, starter. 3,600-gallon 
tank, Fruitland pump, 3" valves. New driv-
ers, good front tires. Good truck. $18,000. 
406-581-5692  (P07)

1997 Kenworth T-800: Truck equipped with 
a Masport 400 pump, Eaton Super 10-speed, 
aluminum rims, 75% rubber. Engine has 
32,000 miles since rebuild. Air ride suspen-
sion. Needs paint. Asking $42,000. Truck lo-
cated in California. 916-726-5150.  (P06)

2007 Freightliner M2 - New 2,400-gal-
lon tank and motor on the truck. Only 
10 hours of use on equipment. Truck is 
excellent! Call 705-271-7165 or email 
s.s_services@hotmail.com. Asking $55,000 
or best offer.  (P06)

2000 IH DT-466 2700 Series: 2,300-gal-
lon, HD Allison automatic, 30,000 GVW. Air 
brakes, air cond., cruise control. Tank and 
pump new in '09. Masport pump 350cfm. 
Asking $35,000. 815-935-0973  (P06)

Twelve great older pump trucks - 
$35,000 each. Big power. Jake brakes. 
3,365-gallon vacuum tanks, Masport pumps. 
All makes & models. www.pumper-truck.
com. Call JR @ 720-253-8014, CO. (PBM)

1987 Kenworth T600A: CW CAT 6-cylinder. 
Eaton-Fuller 15-speed. 8-bag A-R suspension. 
3,365-gallon vacuum tank, Masport 75 pump. 
$31,000. www.pumpertrucksales.com. Call 
JR. @ 720-253-8014, CO. (PBM)

2003 International 4300: DT466, Al-
lison auto., 136k miles, used 1,200 gallon 
steel vac tank, PV3 vac pump, under CDL. 
www.pumpertrucksales.com. Call JR. @ 
720-253-8014, CO. (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)

1996 western Star: Detroit Series 60, 
18-speed transmission. Hendricks suspen-
sion. 3,365-gallon vacuum tank, Masport 
400 pump. www.pumpertrucksales.com. 
Call JR. @ 720-253-8014, CO. (PBM)

1994 Peterbilt 377: Detroit Series 60, 
10-speed transmission. 3,365-gallon vacu-
um tank, Masport HXL pump. www.pumper-
trucksales.com. Call JR. @ 720-253-8014, 
CO. (PBM)

2006 Freightliner: CAT engine, 6-speed. 
New 2,500-gallon aluminum tank, new 
Jurop PN84 vac pump. www.pumpertruck-
sales.com. Call JR @ 720-253-8014, CO. 
 (PBM)

Pre-owned Progress 4,400 U.S. gallon, alu-
minum, vacuum-pressure tank. Mounted 
on  1995 Peterbilt 377 cab and chas-
sis with a Masport HXL400WV vacuum 
pressure pump package. (Stock #8258V) 
www.VacuumSalesInc.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 Interna-
tional 7600s cab and chassis. $169,900 each 
includes 12%^ F.E.T. (Stock #13509 A-E) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648) (PBM) 

SERVICE/REPAIR
Dynamic Repairs - Inspection Camera 
Repairs: 48 hour turn-around time. Gen-
eral Wire, Ratech, Ridgid, Electric Eel, Gator 
Cams, Insight Vision, Vision Intruders. Qual-
ity service on all brands. Rental equip-
ment available. For more info call Jack at 
973-478-0893. Lodi, New Jersey. (PBM)

SLIDE-IN UNITS

For sale: Slide-in unit, 190/waste, 75/
fresh. Conde six vacuum only/5.5 Honda. 
Call for price.

Randy 315-375-7867 P06

2008 Marsh Industrial slide-in unit: 800 
waste, 200 water. MEC 4000, Honda motor, 
hose reel. Only used a couple of times a year. 
$9,500 OBO. Call Bill 715-613-5929, Jamie 
715-613-5836 WI  (P06)

2006 Best stainless 400/150: Honda mo-
tor, Conde pump. $6,900. Ready to work. 
231-250-1483 (P06)

900-gallon slide-in unit, fits F450 Ford. 
600/300 split, refurbished, new paint. 
Various vacuum pumps available. $5,000. 
337-315-0692 (P06)

Imperial 300/150. Nice shape, complete. 
Also Best 300/110 stainless. Needs wash-
down pump. Fits pickup/flatbed. $6,000 
each. Older Richmac 300/100. Fresh wa-
ter tank leaks. $2,000 OBO. Call Chris at 
866-672-4339  (P06)

700-gallon flatbed slide-in unit, 500/ 
200 split, refurbished, new paint. Vari-
ous vacuum pumps available. $6,200. 
337-315-0692 (P06)

STREET SwEEPERS
2006 Sterling Schwarze A7000 sweeper, 
dual steer, dual gutter brooms, water sys-
tem, John Deere rear engine. khtrucks.com 
972-938-1905  (P07)

TANKS
Pre-owned petroleum, steel, 3,800 U.S. gal-
lon, carbon steel, vacuum pressure tank. 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648) (PBM) 

Balzer 3,350-gallon vacuum tank 
with new, never used barrel. 3-unit disc 
on rear. 6” suction hose. Tires 90%. 
1,000 PTO. Hydraulic top hatch. MEC 
6500 vacuum pump. Repacked bear-
ings, rebuilt vacuum pump, new hoses, 
new paint. Stored inside.  ......... $21,500

Phil LaRoche 
507-291-0192, MN P06

Progress aluminum vacuum tank: 
3,600 gallons, $21,000. Savings of 
$12,500 off new. 

931-227-7780, TN P06

22,500-gallon storage tanks: Two 
available. Approved for septage waste-
water storage. 4" inlet and outlet valves. 
Sight glasses. Staircase breaks down for 
transport. Can deliver.  .....$14,500 each

920-655-7065, wI
vps2000@msn.com P06

NEW 3,500-Gallon Vacuum Tank: Ready for 
immediate delivery! 1/4" steel shell and 
heads, 2 tab-mounted baffles, primary shut 
off, 20" top manway, 36" rear manway, 4" 
inlet with valve, 6" discharge with valve, 3 
sight glasses, lined hose trays, boxed frame 
rails, rear bumper, 400cfm liquid cooled 
vacuum pump with secondary shut off and 
oil catch muffler, LED light package. $29,500. 
Call 734-731-5256 ask for Dave.  (P06)

Pre-owned 3,000 U.S. gallon carbon vac-
uum tank unit. TANK ONLY - NO PUMP. 
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)

TANK TRAILERS
1975 Fruehauf 10,000 gallon, 3-axle tanker. 
Used to haul septage to Shelton, Washington. 
$19,000 OBO. Call Randy 360-301-0249 or 
e-mail foresthillfarm@yahoo.com (P06)

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)

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
2002 Explorer toilet transport trailer: Trans-
ports up to 20 toilets. Triple axle, bumper 
pull, 40ft. Rarely used, good condition, pulls 
nice. $6,000 OBO. Call Chris @ 505-870-
4216.  (P07)

TRAILERS- 
VACUUM/TANKER

1994 Presvac 5,500 gallon non-code vacu-
um trailer, Reyco spring suspension, 80%+ 
brakes, tires. No rust on frame or suspen-
sion. $16,000. KLM Companies 617-909-
9044  (PBM)

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)

Imperial Vacuum Trailers: In stock, 
6000- and 6300-gallon aluminum single-
compartment Imperial vacuum trailers.

Call Mike
800-558-2945 Ext. 328 PBM

TRUCKS - BooM

2005 Peterbilt 335 boom truck: 21,000 
miles, Cummins 6-speed, NON-EMISSIONS. 
Will sell with or without bed. Go to the photo 
gallery at www.septictankfixer.com to see 
the truck on the job or we will send pictures 
upon request. $65,000. 770-562-9473 (P06)

1987 Ford F700 Series crane truck: Gross 
weight - 26,000 lbs. Large hauling space in 
bed area. 5-ton crane with 40 ft. reach. Sell-
ing for $8,000. Contact 732-887-2988. (P06)

TRUCKS - 
MISCELLANEoUS

2006 T800 Kenworth pre-emission 
550 CAT, 18 speed, 46k full-lock rears. 
Recent engine work, New 5th wheel 
plate, NVE blower. Clean rig! 

Jim 608-769-2182, wI P06

a

2000 International: 3406 CAT en-
gine, 10-speed transmission, 46,000 lb. 
full locking rears. Challenger vacuum 
pump, heated valves, storage boxes, 
hose trays complete with hoses, and 
work lights.  ............................ $35,000

570-549-2401 or 
570-418-0403, PA P06

2012 E350 Ford Econoline utility van with 
enclosed utility box and tool cabinets. Selling 
for $36,000. Contact 732-887-2988.  (P06)

2004 Chevy 5500 Portable Toilet Hauler/
Pump Truck: Gas, manual transmission, 
500-gallon vacuum tank, 350-gallon wa-
ter tank. Storage boxes, open deck to haul 
6 portable toilets, lift gate, trailer hitch, 
LED lighting, Honda-powered remote elec-
tric start pump, 12v pressure washdown. 
$17,500. 217-562-2012  (P06)

1991 IHC 4900: DT466, 110k, 10k on over-
haul. Automatic transmission, 810c Vactor 
Cummins, newer paint. Unit works good. Call 
Jeff for details 309-275-3793. $28,800 OBO  
 (P06)

TV INSPECTIoN
2003 Ford F350 sewer line inspection truck: 
Auto, a/c, Onan generator. Aries equip-
ment with two cameras. khtrucks.com 
972-938-1905 (P07)

Envirosight Rovver system: CCU, cable reel, 
keyboard. Price under $12,000. Call Andy 
312-706-9692. (P06)

2000 Aries Saturn 111 Model CCTV inspection 
system: CCTV equipment only, enclosed trailer 
not included. $5,000. Contact 732-887-2988. 
  (P06)
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VACUUM EQUIPMENT

2011 International Navistar: Auto-
matic, 77,000 miles. 4,000-gallon tank 
(3,700 waste/300 fresh water). Jetter 
system, (250'x 3/8" hose). Hoist hydrau-
lically operated 3-stage. Full-open rear 
door. Blower pump (Robuschi RB-DV 65, 
950cfm). Like new  ................ $155,000

715-874-5274, wI P06

2001 Guzzler XCR 4816 TC: 27" Hg 
blower with 5,340 hours, 16-cubic-yard 
debris, air cannon, tank vibrator, half 
door. International chassis with 83,963 
miles.  ..................................... $84,999

901-377-3289, TN P08

1993 Mack Presvac: Wet/Dry unit, 27" 
Hibon blower with offloading pump. New 
cab paint. Ready to work.  ........ $60,000 
Additional questions?

Call 606-465-7955, Ky P08

Guzzler rear-mounted cyclone. Crane- 
mounted behind cab. Dual-mode opera-
tion wet/dry (Babhouse isolation). Truck 
is 1996 Kenworth T800B, Cummins 
M11-370E engine, 253,000 miles. Full-
er RTX1470B 10-speed transmission. 
Asking  .................................... $85,000

For more information, call:
503-969-9545, oR P07

VACUUM LoADERS

1994 Cusco/Volvo Mastervac wet 
Dry DOT/312 3,000-gallon carbon steel 
vacuum truck. 27' Hibon blower with 
Moro off-loading pump. CAT engine with 
Fuller transmission.

KLM Companies 
617-909-9044 PBM

1995 Ford LTS9000 Supersucker: 
27" blower, 3,000-gallon tank, 9,575 
miles. Completely refurbished, ready to 
go.  .......................................... $69,000

617-212-0162, MA P06

2009 IHC-7500: 3,200-gallon Cusco 
liq-vac. 117,182 miles, 4,457 en-
gine hours. 547cfm, M9 Moro pump 
 ............................................. $125,000

Call 205-910-7577, AL P06

2001 Gap Vax HG57  WET/DRY on Vol-
vo WG64, 5,500 cfm, 27” Hibon blower, 
Cummins engine, chassis tank and bag 
house, in good condition, ready for work.

KLM Companies 
617-909-9044 PBM

1998 Volvo Guzzler: Wet/dry industrial air 
mover, 27" Roots blower, 18-yard debris 
body. Refurbished by FS Solutions in 2011. 
khtrucks.com 972-938-1905 (P07)

1998 Mack Keith Huber King Vac Liquid Ring 
wet/dry vacuum truck, 2,800-gallon tank, 
full-open rear door/dumping tank, 92,000 
miles. khtrucks.com 972-938-1905  (P07)

1999 Freightliner Clean Earth Safe Vac: 27" 
Roots blower, stainless steel tank, 18-yard 
debris body. khtrucks.com 972-938-1905 
  (P07)

1998 International Guzzler ACE: Wet/dry 
vacuum, 27" Roots blower, detachable cy-
clone, 18-yard debris body. khtrucks.com 
972-938-1905  (P07)

2000 Ford UltraVac Model T-475: Roots 
2,150cfm PD vacuum blower, wet/dry ca-
pability, bag house, 4-yard debris body. 
khtrucks.com 972-938-1905 (P07)

2000 Sterling Clean Earth SafeVac: 
Roots 1024 27" blower, stainless steel 
tank, 18-yard debris tank. khtrucks.com 
972-938-1905 (P07)

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) 

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)

wANTED

Wanted to Buy: Vactor 2100s and late model 
Guzzlers. Cash. Phone 800-336-4369. (PBM)

wATERBLASTING

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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VACUUM EQUIPMENT

2011 International Navistar: Auto-
matic, 77,000 miles. 4,000-gallon tank 
(3,700 waste/300 fresh water). Jetter 
system, (250'x 3/8" hose). Hoist hydrau-
lically operated 3-stage. Full-open rear 
door. Blower pump (Robuschi RB-DV 65, 
950cfm). Like new  ................ $155,000

715-874-5274, wI P06

2001 Guzzler XCR 4816 TC: 27" Hg 
blower with 5,340 hours, 16-cubic-yard 
debris, air cannon, tank vibrator, half 
door. International chassis with 83,963 
miles.  ..................................... $84,999

901-377-3289, TN P08

1993 Mack Presvac: Wet/Dry unit, 27" 
Hibon blower with offloading pump. New 
cab paint. Ready to work.  ........ $60,000 
Additional questions?

Call 606-465-7955, Ky P08

Guzzler rear-mounted cyclone. Crane- 
mounted behind cab. Dual-mode opera-
tion wet/dry (Babhouse isolation). Truck 
is 1996 Kenworth T800B, Cummins 
M11-370E engine, 253,000 miles. Full-
er RTX1470B 10-speed transmission. 
Asking  .................................... $85,000

For more information, call:
503-969-9545, oR P07

VACUUM LoADERS

1994 Cusco/Volvo Mastervac wet 
Dry DOT/312 3,000-gallon carbon steel 
vacuum truck. 27' Hibon blower with 
Moro off-loading pump. CAT engine with 
Fuller transmission.

KLM Companies 
617-909-9044 PBM

1995 Ford LTS9000 Supersucker: 
27" blower, 3,000-gallon tank, 9,575 
miles. Completely refurbished, ready to 
go.  .......................................... $69,000

617-212-0162, MA P06

2009 IHC-7500: 3,200-gallon Cusco 
liq-vac. 117,182 miles, 4,457 en-
gine hours. 547cfm, M9 Moro pump 
 ............................................. $125,000

Call 205-910-7577, AL P06

2001 Gap Vax HG57  WET/DRY on Vol-
vo WG64, 5,500 cfm, 27” Hibon blower, 
Cummins engine, chassis tank and bag 
house, in good condition, ready for work.

KLM Companies 
617-909-9044 PBM

1998 Volvo Guzzler: Wet/dry industrial air 
mover, 27" Roots blower, 18-yard debris 
body. Refurbished by FS Solutions in 2011. 
khtrucks.com 972-938-1905 (P07)

1998 Mack Keith Huber King Vac Liquid Ring 
wet/dry vacuum truck, 2,800-gallon tank, 
full-open rear door/dumping tank, 92,000 
miles. khtrucks.com 972-938-1905  (P07)

1999 Freightliner Clean Earth Safe Vac: 27" 
Roots blower, stainless steel tank, 18-yard 
debris body. khtrucks.com 972-938-1905 
  (P07)

1998 International Guzzler ACE: Wet/dry 
vacuum, 27" Roots blower, detachable cy-
clone, 18-yard debris body. khtrucks.com 
972-938-1905  (P07)

2000 Ford UltraVac Model T-475: Roots 
2,150cfm PD vacuum blower, wet/dry ca-
pability, bag house, 4-yard debris body. 
khtrucks.com 972-938-1905 (P07)

2000 Sterling Clean Earth SafeVac: 
Roots 1024 27" blower, stainless steel 
tank, 18-yard debris tank. khtrucks.com 
972-938-1905 (P07)

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) 

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)

wANTED

Wanted to Buy: Vactor 2100s and late model 
Guzzlers. Cash. Phone 800-336-4369. (PBM)

wATERBLASTING

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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Work with us ... We listen!

4131 Morris Drive
Burlington, Ontario, Canada L7L 5L5
Fax: 905-681-0411

Nationwide Sales & Service

800-387-7763 | 905-637-2353 | www.presvac.com

Powervac 3800  
w/ Jetting Package

> DOT 407/412 Code Tank  
> 3800 CFM Blower
> 27" HG Vacuum

> Acoustic Enclosure
> Waste Tank: 15 Cubic Yard SS 316
> Water Tank: 600 US Gallon SS 316
> Water Pump: 10 GPM @ 4000 PSI

Dump Trailer /  
Tractor Combo  

Stainless Steel 316
> DOT 407/412 Code Tank 

> 900 CFM Blower
> 27" HG Vacuum

> 7800 US Gallon Tank
> Axle Spacing & Tank Size  

Configured To Your  
State Regulations

 Rest Room Service
> Alum. 5454 Bright Finish

> 2 Compartment,  
Both 2000 US Gallon

> PV 750 Vacuum Pump
> 27" HG Vacuum

> Wash Pump: 3 GPM @ 2000 PSI
> Transfer Pump: 30 GPM

> Heated Valves & Cabinets
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