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Year        Tank       Gallons     Chassis        Price* 

2015         Alum    1175      Ford        $79,027

2015         Steel    1250      Ford        $88,572

2014         Alum    450      Slide-in $10,920

2015         Alum     2150      Hino         $114,197

2014         Steel     950      Dodge       $74,267

2014         Steel          950      Dodge       $74,267

2014         Steel     400      Slide-in      $8,532

2015         Steel           950      Ford        $70,212

2015         Steel      950      Ford        $76,350

2015         Steel     950      Ram        $77,593

2015         Steel     1250      Ford        $88,572

2015         Steel     1250      Hino        $95,393

2015         Steel     1600      Ford  $94,890

2015         Alum          3600        Kenwth       $144,444

2015         Steel          3200        Pete           $162,711

2015         Steel           4000        Pete           $138,439

  

Why Wait for a New Truck
When We Already Have it Built?

3200
36003600**3600
3200
3600
320032003200  3200* Prices do not include FET or shipping FBO MN

www.satelliteindustries.com             800-328-3332

http://www.satelliteindustries.com
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gag-simtech.com
888-999-3290

The Last Line of Defense 
for Pressurized Distribution Systems

NO VAULT PUMP FILTER

THE STF-100 SERIES PRESSURE FILTER WILL:

GRAVITY FLOW BRISTLE FILTERS FOR 
RESIDENTIAL OR COMMERCIAL  
SYSTEMS, SEPTIC TANKS, ONSITE  
SYSTEMS, OR EVEN YOUR POND!

»  The Original Orifice Protector
»  Sturdy design for all appli-

cations  
» Easy to position 
»  Will not fill with gravel in any 

position 

»  Large discharge area that 
does not clog 

» Large open area 
» No moving parts to stick 
»  Will remain in place, even 

without glue 

» Easy adjustments 
» No tangled wires 
» No float hang-ups 
» No straps to break 

» No entering tank 
» Easy pump repairs 
» Very affordable 

ORIFICE SHIELDS 

FLOAT TREE ACCESSORIES

»  41% open area (139 square 
inches of open area on the 6" x 
18" screen model)

»  Fits most turbine pumps (also 
known as deep well pumps)

»  Adds only 1/4" of height to 
pump making it easy to retrofit to 
existing systems

»  Has 3" sludge shield at the 
bottom of the filter

»  Disassembles for thorough  
cleaning if needed

» Easy to clean surface
»  Made of PVC plastic so will not 

corrode
» Self adjusting seal
»  Very light in weight so it does not 

make pump insertion or removal 
difficult

»  Screen available from 18" to 
42" long

»  Also available with 316L stainless 
steel screen

»  Lower total suspended solids 
(TSS) 

»  Protect with low head-loss 
(.5002 ft) 

»  Extend the life of the distribution 
field 

»  Filter to .062", .024", .007", or 
.004" 

»  Pass up to 83.8 gallons per 
minute @ 1PSI 

»  Allow for easy installation and 
service 

»  Protect from improper system 
maintenance 

» Protect from system abuse 
» Satisfy your customers

Very effective at filtering tissue, hair, lint, and  other 
solids common to waste water. And flexible enough 
to fit just about anywhere, most common appli-
cations are standard “tees” and square concrete 
baffles as shown below. 

Can be used in 
a manifold to 
handle almost  
any flow-rate

The 7" filter in  
a 5" square 
concrete baffle. 

The 4" 
filter in a 
4" Tee. 

Sizes: 
4" yellow 
6" white 
7" red 
8" blue

US Patent# 5,885,452 
CAN Patent# 2,237,751 

Check Out Our Other Quality Solutions!  
Risers, Security Nets, Clean-Out Sweeps, etc.

Patent# 
6,811,692 

Thanks For 
Visiting Us

4" to 12" 
Male Coupler

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

6" and 8" 
Aluminum Weldon

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

SUPERIOR “QUICK” CONNECT 
VACUUM AND PRESSURE COUPLINGS

BANDLOCK 
Reducers

4" to 12" 
Female Coupler

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

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

Standard & International
EZ Lift Clamps 4" to 12"

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

BANDLOCK “Y”’sBANDLOCK “Y”’s

Aluminum & Steel PipeAluminum & Steel Pipe

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

Rubber GasketsRubber Gaskets

Special “Y” ReducersSpecial “Y” Reducers

4" to 12" 
Male Coupler

Abrasive Bulk Nozzles

6" and 8" 
Aluminum Weldon

BANDLOCK 
Reducers

4" to 12" 
Female Coupler

EZ Lift Clamps 4" to 12"
Standard & International

800.721.7270           bandlock.com

THANKS
FOR 

VISITING US

Bio-Products, Packaging and Marketing Experts

1-800-223-3083

FREE Private Labeling  •  Root Control
Septic Solutions  •  Grease Solutions  •  Drainfield Solutions

Or text to 920-288-2847  

Click on Contractors Page:
www.lenzyme.com

THANK
YOU

Customers Love
Simple, Easy, Clean 

Packets

http://www.lenzyme.com
http://www.simtechfilter.com
http://www.amesburytruth.com
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www.transwaysystems.com
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Hinckley, Minn., is not the nation’s icebox, but it’s darn 
close. Husband and wife team Ardell and Janelle Kick share 
how they cope with the deep freeze and seasonal business 
fluctuations.

ON THE COVER: In Hinckley, Minn., the Kick family has built its septic service 
marketing on a bold color choice. Purple Pumper LLC serves an area subjected 
to frigid winter temperatures between the Twin Cities and Duluth, Minn. Ardell 
Kick is shown with the company’s all-purple truck, a 2005 Sterling built out by 
Imperial Industries. (Photo by Lisa Timm)

18
Pumping in Cold Country

  - Peter Hildebrandt

10  Reading Between the Lines: 
To Serve and Protect
An Ohio pumper says he’d rather turn in his hauling 
license than report the condition of customers’ septic 
systems to local authorities. Where would you stand?

- Jim Kneiszel, Editor

14  @Pumper.com
Check out the latest online-only content at the 
Pumper website.

28  Building the Business: 
Don’t Neglect Your Customer Base
Struggling to dig up new prospects? Established 
customers are a mother lode waiting to be mined.
- David Frey

34  Rules & Regulations 
County ban on land application overturned in 
Washington state.
- Doug Day

38  An Ounce of Prevention
Oklahoma’s Irwin Septic promotes the long-term 
health of onsite systems by stressing routine 
maintenance and pumping.
- Peter Kenter

46  Overheard Online: 
Using Referral Websites
A poster wonders about the effectiveness of paying 
to include his pumping business on Angie’s List. 
Readers weigh in.

50  After Hours: 
This Charity Event is a Blast
Louisiana pumper Chad Boudreaux launched 
a sporting clays fundraising shoot to thank his 
community and help its suffering children.
- Patrick Durkin

56  State of the States: 
Moving Ahead on Long Island
Wastewater contractors are setting new standards 
for professionalism in this densely populated area of 
suburban New York City.
- Doug Day

66  Money Manager: 
The Dash for Cash 
Experts in the fine art of accounts receivable share 
the latest tips and techniques for getting paid now.
- Erik Gunn

70  Septic System Answer Man: 
Time to Pump?
Help your customers decide on a septic tank 
pumping interval that will keep their systems 
working properly for years to come.
- Jim Anderson, Ph.D.

74  Classy Truck of the Month
We feature Kensington Septic Service Inc., 
Kensington, Prince Edward Island, Canada.

78  NAWT News
EPA MOU is raising awareness about decentralized 
wastewater benefits, improving training 
opportunities.
-Dhru Bhatt

82  Product Focus:
Onsite Septic Systems and Maintenance
- Craig Mandli

94  Product News
Product Spotlight: Clear mats provide vehicle access 
without depriving landscaping of sun.
- Ed Wodalski

95  Industry News

104  Associations List
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A recent newspaper story out of Ohio raised an ethical question for 
septic service providers: When you find an onsite system that’s not 
performing at an acceptable level, is your loyalty only to the cus-

tomer who may not want to pay for repairs or to the general public that 
may have concerns about the impact of a failing system in the neighbor-
hood?

The owner of a pumping company railed against Ohio onsite waste-
water rules that were updated for the first time since 1977. Joining a grow-
ing number of jurisdictions across the country, Ohio this year enacted a 
requirement for pumpers to report the condition of septic systems they 
service.

In Wisconsin, where I live, this is nothing new. Pumpers keep service 
records for their customers and file reports with the county health depart-
ment regarding the condition of septic systems. Maintenance is required 
every three years and reporting is required.

But the Ohio pumper said he would rather stop pumping than be 
forced to report the condition of a customer’s older system to the govern-
ment. He said he was not going to renew his hauling license because of 
this change.

“We must be able to provide undivided loyalty to our customer. The 
reporting requirement places this loyalty in question by creating a conflict 
of interest, which cannot be resolved. Our customers are our friends and 
neighbors. We cannot and will not operate under these conditions,’’ he 
told the newspaper.

The pumper further objected to becoming “the agent for the health 
department.’’ He contended that whether a system is aging or predates a 
permitting process is not important and its performance shouldn’t need 
to be reported. “Just because a system is old and doesn’t have a permit 
doesn’t mean it isn’t doing the job. The only problem a homeowner has 
is if the effluent is going off site. If it’s not leaving the site, it’s not an envi-
ronmental issue.’’

 
DON’T ASK, DON’T TELL?

Of course pumpers feel a loyalty to customers. But the question is: 
How do you serve your customers’ best interests? Is it by taking a pump-
and-run attitude, assuming the customer only wants to be told the system 
is “working’’ and would prefer to avoid detailed records and accountabil-
ity because this may result in expensive repairs or replacement down the 
road? 

Or is it in the best interest of everyone in the community – including 
your customers – to establish a baseline condition report for every system 
and then set up a routine schedule to monitor and pump systems to en-
sure proper performance?

I believe this pumper doesn’t have a clear view of the big picture. He 
doesn’t recognize that as a pumping professional, he has a higher calling 
to the community, the environment and the wastewater industry whenev-
er he pops a lid and cleans out a tank. And by living up to that professional 
responsibility, he is also serving his customers.

Widespread under-reporting of the condition of septic systems can 
have many negative impacts. Here are a few:

 
Tainting groundwater and drinking water supplies
Look the other way when you find one poorly performing septic sys-

tem and run the risk of compromising a well or the water trickling into a 
stream or lake. Ignore the problems of several systems in need of upgrad-
ing and you’re threatening the environment of a neighborhood. If all the 
pumpers in your area would let questionable systems slide over months 
and years, there could be a devastating impact on a life-sustaining re-
source for all: a clean water supply.

 
Turning onsite repairs into system replacements
What is the result if you don’t tell customers when they should in-

crease the frequency of pumping or fail to strenuously advocate for neces-
sary system upgrades? Systems will become overwhelmed and drainfields 
and components will be damaged. So rather than paying for an additional 
pumping or a small repair now, customers may face a catastrophic failure 
in a few years. Providing homeowner education and being willing to de-
liver the bad news when necessary is the pumper’s responsibility. Report-
ing to your health department plays a role in the ongoing wellness of all 
septic systems.

Reading Between ThE LiNES

(continued)

  
To Serve and Protect
An Ohio pumper says he’d rather turn in his hauling license than report the condition 
of customers’ septic systems to local authorities. Where would you stand?  By Jim Kneiszel, Editor

Customers look to their professional septic 
technician to provide a thorough service, follow 
all laws and regulations, and level with them when 
maintenance, repairs and system replacement are 
needed. Those who want to play by a different set of 
rules are probably making a good decision by getting 
out of the wastewater business.
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Contact Jim with 
your comments, 
questions and 
opinions at  
editor@pumper.com. 

 *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.

mailto:editor@pumper.com
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 Damaging the reputation of the wastewater industry
Building respect for the decentralized wastewater industry is a chal-

lenge. We know that a few instances of pumpers who act unscrupulously 
or refuse to follow the rules can have a devastating impact on the thou-
sands of professionals in the pumping community. We’ve seen the set-
backs when headlines scream of a pumper who’s been caught up in an 
illegal dumping scandal. Groups like the National Association of Waste-
water Technicians, along with many dedicated professional pumpers, 
promote and work hard to follow acceptable environmental rules. Pump-
ers who fight against environmental protection and new wastewater tech-
nologies set the industry back.

 
GET WiTh ThE PROGRAM

I’d like to return to the Ohio pumper’s statement that no environmental 
issues exist unless effluent is running off the customer’s property. Really? Is 
he saying untreated sewage coming to the surface of the drainfield is a prob-
lem if it reaches a neighbor’s property, but it’s OK if it stays in the customer’s 
yard? An attitude of indifference can put a customer’s health at risk.

An important trust exists between pumpers and their customers, and 
proper and safe sanitation is on the line in this relationship. Customers 
look to their professional septic technician to provide a thorough service, 
follow all laws and regulations, and level with them when maintenance, 
repairs and system replacement are needed. Those who want to play by a 
different set of rules are probably making a good decision by getting out of 
the wastewater business. ■

THANKS
FOR 

VISITING US

mailto:sales@stampworks.net
mailto:sales@stampworks.net
www.septiconline.com
www.kentuckytank.com
http://www.stampworks.net
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2006 STERLING ACTERRA
New 2500 Gal. US. Tank, Jurop R-260 Pump, Low Miles!  

6 to Choose From, $53,000

2006 FREIGHTLINER M2
New 3,200 Gal. Tank, Jurop R-260, 20k Lift Axle, 52k 

GVW, 100K Miles, Automatic. $74,000

2005 GMC C7500
Under CDL! CAT Power, New 1800/400 Gal. Tank, Allison 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

2007 Freightliner Columbia
4000 Gal. Dump Tank,475 HP Jakes,425 CFM

$96,000

2016 Kenworth T-800
In Stock!

New 5000 Gal. Tank, Cummins 485HP, 18 SPD, Full Lockers 
Call For Price!

3 - 2006  Sterling Acterra
New 3600 Gal. Tank, Jurop R-260 Pump

Factory Double-Framed $69,000

 2007 International 8600 
New 4000 Gal. Tank, Cummins ISM 425 hp,  

10 spd., Jake Brake. Call For Price!

NEW

2007 Freightliner Columbia
475 Hp New 5000 Gal. US tank,425 CFM Pump

$98,000

Tank Trouble

add-ons 
prevent 
disaster

A vacuum tank will hold vacuum 
without all the accessories. You 

can hook up a vacuum pump 
to a vacuum tank, evacuate the 
tank and have yourself a strong 
vacuum. Without the accessories, 
however, it is very likely that the 
tank will collapse because there is 
no control over how much vacuum 
is being created. Read on about 
how a better understanding of 
your system will lead to increased 
profitability.

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!

      Employees need to know what 
kinds of behaviors you wish for them 
to exhibit, and which to avoid — and 
penalizing them for misunderstanding 
your expectations is unfair unless 
you’ve translated those expectations 
into official policies.

- That Employee Handbook Won’t Write Itself
pumper.com/featured

aCCounTng Cleanup

clean slate
It’s the best time of year to 
clean up and streamline your 
financial system. Simplifying 
your recordkeeping leaves you 
and your team more time to 
work on growing your business. 
A business expert gives you 
foolproof tips to revamp your 
bookkeeping.

pumper.com/featured

be CompeTiTive

google search secrets
If you want to stay competitive, you need to ensure your business is on 
the list of local Google search results. Google has shifted toward local 
search in recent years for one simple reason: It’s a reflection of how 
most of us use the Internet. How can you make sure your company 
shows up on the list of local companies? Here are some tips to help 
with local search visibility.  pumper.com/featured

  geT ouT of Town

recharge 
your batteries
Studies show that your brain and body perform 
better when you take a break once in a while. A 
vacation is not an indulgence but a key strategy —  
a way to come back to work with fresh energy and a 
fresh perspective. Not convinced? Read more about 
why vacations are good for you and your business. 

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. 

http://www.facebook.com/PumperMag
www.pumper.com/featured
www.pumper.com/featured
www.pumper.com/featured
www.pumper.com/featured
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Introducing the newest weapon in the war on roots.

THIS CHANGES EVERYTHING.
Once again, RootX® has changed the game of root control. 
Introducing the FDU 300 applicator— better in every way and 
engineered to make applying RootX® to mainlines faster, easier, 
and more effective than ever. It works with your existing jetter 
equipment, so there is no expensive equipment to buy, no costly 
upgrades, and no waiting to get on a contractor’s schedule. 
 

Within a month after applying RootX®, roots are dead and decaying — keeping your lines flowing
for up to 36 months. Guaranteed.*

Now, more than ever, RootX® is the Right Solution. Right Now.

*visit www.rootx.com/municipalities/guarantee for details.

THE RIGHT SOLUTION. RIGHT NOW.

www.rootx.com

Now, more than ever, RootX® is the Right Solution. Right Now.Now, more than ever, RootX® is the Right Solution. Right Now.

THE RIGHT SOLUTION. RIGHT NOW.THE RIGHT SOLUTION. RIGHT NOW.

www.rootx.com

To � nd out how you can put the FDU 300 into your root control arsenal, visit 
www.RootX.com, or talk to your RootX® representative at 1-800-844-4974.
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Guzzler.com • 800.627.3171

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 
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Hinckley, Minn., is not the nation’s 
icebox, but it’s darn close. Husband 
and wife team Ardell and Janelle 
Kick share how they cope with the 
deep freeze and seasonal business 
fluctuations.  By Peter Hildebrandt

Purple Pumper owners Ardell 
and Janelle Kick pose with their 
sons, Benton, 4, and Liam, 5, 
in front of their newest purple 
truck built by Imperial Industries. 
(Photos by Lisa Timm)
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HURRY – PRICES GOOD
THROUGH APRIL 30, 2015

INCLUDES 
FITTINGS!

MORO PUMPS

DRIP
OR AUTO

LUBE

DRIP
OR AUTO

LUBE

MEC8000
VACUUM
PUMP
• 3" Connections

SHOW PRICE

Drip Lube $1,905.00
Auto Lube $2,025.00

MEC5000
VACUUM
PUMP
• 3" Connections

SHOW PRICE

Drip Lube $1,575.00
Auto Lube $1,675.00

PATRIOT 300
VACUUM PUMP

SHOW PRICE

Auto Lube $2,495.00
Mu�  er Pack $3,450.00

Max Pack $4,400.00

HOSE HEADQUARTERS

TIGER TAIL
COUPLED MXF QUICK CONNECT

2" X 25' 2" X 30' 2" X 35' 2" X 40'

$99.75 $113.00 $129.75 $145.50

$78.45 $94.07 $109.73 $125.44

EBH PORTABLE TOILET HOSE

2" X 25' 2" X 30' 2" X 35' 2" X 40'

$53.93 $64.71 $75.50 $86.29

$50.33 $60.40 $70.47 $80.53

BRASS LEVER VALVES
SHOW PRICE ON RIV ONLY -

MZ AVAILABLE

RIV BRASS
VACUUM
RELEASE

VALVES

RIV BRASS
PRESSURE VALVES

See all our
show specials
in our catalog 
on pg.

UP TO
20%OFF

UP TO
10%OFF

FOR 1,500 – 5,000+ GAL TANK

FOR 1,500 – 3,000 GAL TANK FOR 2,000 – 6,000 GAL TANK

AUTO
LUBE

285 CFM

195 CFM

3" Connections

285 CFM

3" Connections

285 CFM

363 CFM

WE HAVE LEVERS & METAL GOODS IN STOCK!

CrAzY PricE
$895

CrAzY PricE
$2100

COMPLETE
WING

NUT KIT
Wing Nut

w/ Washer,
Eye Bolt,
Clevis &

Roll Pins

CrAzY PricECrAzY PricECrAzY PricECrAzY PricE

UP TO
30%OFF

CrAzY PricECrAzY PricECrAzY PricECrAzY PricE

UP TO
30%OFF

2"
$2600

3"
$8300

3"
$9500

1 1/4"
$240024"

$1475
3"

$8700

4"
$11900

4"
$13300

1 1/2"
$290036"

$1575
4"

$12000

6"
$23000

6"
$27000

2"
$3400

CrAzY PricE

CrAzY PricE

CrAzY PricE

CrAzY PricE

BRASS
BALL
VALVES
SHOW PRICE
ON RIV ONLY -
MZ AVAILABLE

UP TO
22%OFF

CrAzY PricECrAzY PricECrAzY PricECrAzY PricE

UP TO
22

CrAzY PricECrAzY PricE

UP TO
22%OFF

BRASS
LEVER
VALVE
COMBO
SHOW PRICE
ON RIV ONLY -
MZ AVAILABLE

Includes Brass
Lever Valve,
Type "F" Male Adapter by Male
Thread and Dust Cap.

PORTABLE TOILET HOSE

Actual Colors May Not Match Photo

Actual Colors May Not Match Photo Green & Black, Yellow & Black, Red & Black, Blue & Black , Black & Black

Green & Black, Yellow & Black, Red & Black, Blue & Black 

5 COLORS- SAME LOW PRICE!

4 COLORS- SAME LOW PRICE!

EBH PORTABLE TOILET HOSE

square outer helix
for increased durability

and flexibility

UP TO
25%OFF

NEW!

HOSE BREAKING OFF
AT THE TRUCK? TRY THIS!AT THE TRUCK? TRY THIS!

VARCO FLEXI-JOINT

3" diameter $39.99 ea.

SAVE
25%

PRESSURE VALVESPRESSURE VALVES

UP TO
28%OFF

UP TO
25%OFF

UP TO
22%OFF

UP TO
42%OFF

3 SHAFT
GEAR BOXES

1"
200 Series

$150
1 ¼  "

500 Series 

$250
WAS

$185.00
WAS

$245.00
WAS

$24.50

CrAzY PricE

$1995 $11695
CrAzY PricE

VACUUM
PUMP OIL

MANHOLE HOOKS

REG.
$21.95

6 GAL.
CASE

PUMP OIL

MADE IN
USA

SAVE
15%

SAVE
35%35%

CrAzY PricECrAzY PricE

SAVE
3535
SAVE
353535

AUTO
LUBE

363 CFM

425 CFM

R260 VACUUM PUMP
• 18" Continuous Duty
• Ballast Port Lubrication 
• 3" Connections

425 CFM425 CFM

AUTO
LUBE

LC420 VACUUM PUMP 
• 29 PSI • Water Cooled
• Cont. Duty At Deep Vacuum

$1450doz.

BLACK PVC 
ROUGH

GRIP GLOVE
$2795doz.

BLACK PVC
 “ROCK CHIP”
GRIP GLOVE

$525box

BLUE
NITRILE
GLOVES

PM70A PM80W

MANHOLE HOOKSMANHOLE HOOKS

24"24"
14147514751475

36"36"
$$1515157515751575

36"36"

90°

Regular

FOR 1,500 – 3,000 GAL TANKHOSE HEADQUARTERS

DUTY-FLEX™ EPDM HOSE Designed by Pumpers for Pumpers

COUPLED HOSE PRICE INCLUDES M X F QUICK CONNECTS 100 FT.
BULK
SAVE!20' 25' 30' 33'

2" $38.35 $45.86 $53.36 $57.86 $1.40ft

3" $60.22 $72.02 $83.82 $90.90 $2.25 ft

4" $112.91 $135.51 $158.11 $171.67 $4.29 ft

REAL TIGERFLEX® EPDM SUCTION HOSE
COUPLED HOSE PRICE INCLUDES M X F QUICK CONNECTS 100 FT.

BULK
SAVE!20' 25' 30' 33'

2" $39.99 $48.01 $56.03 $60.84 $1.55 ft

3" $67.44 $81.08 $94.72 $102.91 $2.50 ft

4" $118.28 $142.44 $166.60 $181.09 $4.69 ft

UP TO
25%OFF
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equipped him well for educating customers. 
He explains how septic systems work and he 
performs basic maintenance and repairs. They 
are a two-truck, one-driver family operation. 
Janelle, in addition to running their home office, 
also raises their two young sons until dad gets 
home at night.

“It can clearly be a plus and a minus 
sometimes dealing with two rambunctious kids 
while you are trying to talk to customers,’’ she 
says. “But it’s been fun having a lot of our return 
customers – who have been with us a while and 
have kids of their own – now ask how our kids are 
doing.”

Though the Kicks have just started their 
website marketing, they still rely mostly on 
word-of-mouth and their purple truck to draw 
customers. Aside from typical residential work, 
they pump a lot of tanks at summer cabins and 
campgrounds.

Purple Pumper land-applies all the septage 
they collect as the local municipal treatment 
facilities will not take the loads. To ensure 
enough farmland for the inputs, they contract 
with several farmers for spreading and also use 
Ardell’s family’s farm.

 
BACKUP TrUCK iS CriTiCAl

The Kicks attended the 2014 Pumper & Cleaner Environmental Expo 
International (now called the Water & Wastewater Equipment, Treatment & 
Transport Show), where they shopped the exhibit floor for a service truck. 
They made a connection with Imperial Industries and had a used truck built 
to ensure they will always be ready to respond to customers during the busy 

summer. Without two solid trucks on the road, a breakdown could 
mean significant lost revenue, according to Janelle.

“We can’t be shut down because we have winter to contend 
with,” she says. “We work from April to December as hard as we 

can and then we are essentially off for the winter. If you don’t work in the 
sunshine and make your money, you struggle. It benefits us greatly to have 
two trucks.”

Ardell has been pumping with a 1998 Sterling truck with a 3,500-gallon 

(continued)

Kick land-applies 
septage on a farm 
field using the Sterling 
truck that was outfitted 
with a new Imperial 
Industries tank in 2014.

right: Ardell Kick hooks 
the spreader attachment 

to the discharge valve 
before dumping a load.

Below: It’s wintertime 
and there’s snow on the 
ground, but that doesn’t 

keep Kick from answering 
customer calls. Here he 

uses a Crust Buster tank 
agitator to mix a tank 

before pumping.

There sits your truck full of septage 
in someone’s driveway when it’s -10 

degrees. This is not something workers 
have to deal with in warmer regions.

 — Ardell Kick
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equipped him well for educating customers. 
He explains how septic systems work and he 
performs basic maintenance and repairs. They 
are a two-truck, one-driver family operation. 
Janelle, in addition to running their home office, 
also raises their two young sons until dad gets 
home at night.

“It can clearly be a plus and a minus 
sometimes dealing with two rambunctious kids 
while you are trying to talk to customers,’’ she 
says. “But it’s been fun having a lot of our return 
customers – who have been with us a while and 
have kids of their own – now ask how our kids are 
doing.”

Though the Kicks have just started their 
website marketing, they still rely mostly on 
word-of-mouth and their purple truck to draw 
customers. Aside from typical residential work, 
they pump a lot of tanks at summer cabins and 
campgrounds.

Purple Pumper land-applies all the septage 
they collect as the local municipal treatment 
facilities will not take the loads. To ensure 
enough farmland for the inputs, they contract 
with several farmers for spreading and also use 
Ardell’s family’s farm.

 
BACKUP TrUCK iS CriTiCAl

The Kicks attended the 2014 Pumper & Cleaner Environmental Expo 
International (now called the Water & Wastewater Equipment, Treatment & 
Transport Show), where they shopped the exhibit floor for a service truck. 
They made a connection with Imperial Industries and had a used truck built 
to ensure they will always be ready to respond to customers during the busy 

summer. Without two solid trucks on the road, a breakdown could 
mean significant lost revenue, according to Janelle.

“We can’t be shut down because we have winter to contend 
with,” she says. “We work from April to December as hard as we 

can and then we are essentially off for the winter. If you don’t work in the 
sunshine and make your money, you struggle. It benefits us greatly to have 
two trucks.”

Ardell has been pumping with a 1998 Sterling truck with a 3,500-gallon 
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Kick land-applies 
septage on a farm 
field using the Sterling 
truck that was outfitted 
with a new Imperial 
Industries tank in 2014.

right: Ardell Kick hooks 
the spreader attachment 

to the discharge valve 
before dumping a load.

Below: It’s wintertime 
and there’s snow on the 
ground, but that doesn’t 

keep Kick from answering 
customer calls. Here he 

uses a Crust Buster tank 
agitator to mix a tank 

before pumping.

There sits your truck full of septage 
in someone’s driveway when it’s -10 

degrees. This is not something workers 
have to deal with in warmer regions.

 — Ardell Kick
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customer’s problems and quick response from 
Ardell translates to customer satisfaction.

“Janelle has a good memory and we get 
quite a few regulars who call, so that memory 
can come in handy,” says Ardell. “All I can say 
is that personal attention on the phone really 
helps our business, any business. Being on the 
phone and having excellent records is important 
so that you are not losing any customers due to 
their frustration in attempting to make phone 
contact.

“When you have too many customers you 
can be too busy and client service may start to 
suffer,’’ he continues. “We try our best to take care 
of people who have been loyal to us. You always 
want to keep your core customers.”

If customers are home when he arrives to 
pump a tank, Ardell takes time to educate them 
on how the system works. He tells homeowners 
what their tanks should look like and shares 
maintenance tips. He knows customer education 
is another key in providing good service and 
keeping septic systems in top shape.

 
looKiNG forWArD

The Kicks have thought about expanding 
by adding another technician, but inconsistent 
workload throughout the year is a challenge to 
growth.

“We have the potential to have enough work 
for an additional employee, but not always on 
a regular basis as we pretty much shut down 
during the winter; so you would have to lay that 
person off,” Janelle says. “Also, working from 
home, I wouldn’t be able to handle running two 
schedules if we got an employee, so we are OK 
with the size of our business.”

“Right now we have plenty of business to keep 
us busy for our size,’’ Ardell adds. “But I also don’t 
want to sugarcoat things. This is tough, grueling 
work. Lifting equipment and hoses on and off the 
truck all day is not for the faint-hearted.’’

It’s hard work, but pumping is a gratifying 
business for this husband-and-wife team. At the 
end of a long day of service calls, they feel like 
they’ve helped people and made a good living for 
their family.

“You have to have a good attitude,’’ Ardell 
says. “Be realistic, practical and always know 
each day when you go out there that this is tough, 
challenging and important work that needs to be 
done.” ■

  MORE INFO

Crust Busters/Schmitz Brothers, LLC
888/878-2296
www.crustbusters.com
(See ad page 89)

Electric Eel Mfg.
800/833-1212
www.electriceel.com
 
General Pipe Cleaners
800/245-6200
www.drainbrain.com
 
Goulds Water Technology - a xylem brand
866/325-4210
www.goulds.com
 
Imperial Industries, Inc.
800/558-2945
www.imperialind.com
(See ad page 41)

Jurop/Chandler
800/342-0887
www.chandlerequipment.com
(See ad page 49)

Stamp Works
800/758-2743
www.stampworks.net
(See ad page 12)
 
Zoeller Pump Company
800/928-7867
www.zoeller.com

steel tank and a Jurop/Chandler R260 pump. The older rig will now be 
relegated to a backup service role. Imperial recently built out a 2005 Sterling 
chassis with a 3,600-gallon steel tank and a Jurop/Chandler LC420 pump 
that will become the go-to truck for the upcoming season.

Purple Pumper also has a power jetter and line-cleaning machines they 
keep in an enclosed trailer. They are a J2900 General Pipe Cleaners Jet Set, 
an Electric Eel Model C and an Electric Eel Model D-5. They also use a Crust 
Buster tank agitator. 

In addition to pumping, the company performs minor tank repairs and 
upgrades, such as adding concrete risers and lids 
from Knife River Corporation or replacing lift pumps 
with models from Zoeller Company or Goulds. But 
Ardell says he stops 
short of digging up 
drainfields. Ardell 
has a cooperative 
agreement with onsite 
installers, sending 
referrals back and forth 
as needed. “I used to 
do installations,” says 
Ardell. “So I know all 
the guys and I work 
with them all the time, 
pumping tanks out 
for them. I refer work 
to a couple of them 
depending on where the job is located.’’

 
WiNTer 
WoNDerlAND

A deep snow cover in their territory 
during the cold snap of 2013-14 was a 
blessing, providing insulation for septic 
systems. In many Minnesota regions, 
however, there wasn’t enough snowfall 
to prevent freeze-ups and there were 
many emergency calls for pumpers when 
temperatures hit below zero for more than 
50 days.

Winter is the roughest time of the year 
to run a septic service business, the Kicks 
agree. While work slows considerably in 
the first few months of the year, Purple Pumper is busy in December as 
customers want to get work done before the holidays.

Despite the cold, Ardell must have the flexibility to move while he’s 
working, especially in the clothes he wears.

“I don’t wear anything special for the cold; in fact, I try to dress as lightly 
as possible. I usually wear hunting boots as they are basically a waterproof 
hiking boot. I also wear regular jackets.’’

The cold can make work uncomfortable and it also poses dangers. 
Ardell recalls an incident working in temperatures at -10 degrees that left 
him with a broken finger and a stranded truck.

“I got a rock stuck in my hose. Because I could no longer feel my fingers, 
I could not feel the rock as it was slipping out of the hose,’’ he explains. “It 
nearly took my finger off when it finally came out. Trying to get obstructions 
out of pipes or equipment is one way to easily break fingers.’’

And that’s what happened. Ardell had to go to the emergency room.  

“There sits your 
truck full of septage in 
someone’s driveway 
when it’s -10 degrees. 
This is not something 
workers have to 
deal with in warmer 
regions,” he says.

Because Ardell 
had a cast on his arm that day and was unable to drive the truck, his father, 
Dennis, had to move the truck. Ardell has also had days when it took him 
three to four hours to get home when it should have taken an hour due to 
freezing rain on the roads or other extreme weather. On days where he’s hit 
with treacherous weather, Ardell finishes only two to three jobs when he’s 
used to pumping 10 to 12 tanks on a good day. 

 
SiMPle MArKeTiNG, GooD SerViCe

The Kicks employ a number of marketing techniques to build their 
rural business. For one, they leave refrigerator magnets promoting the 
business with everyone they meet. These are produced by Stamp Works. 
The Kicks have yet to see a huge response from the website they developed, 
but it is still fairly new. For their situation, a phone book ad, word-of-mouth 
recommendations and the distinctive truck are the best advertising.

“I feel that our personalized service, getting a live voice on the phone 
rather than waiting for a callback, is a big plus,” says Janelle. “Giving people 
that personal connection is the thing that we especially like to focus on.”

Janelle takes the majority of the calls. Her ability to get to the root of the 

Taking over an established business can be a blessing or a curse, according to 
Ardell and Janelle Kick, the fourth owners of Purple Pumper in Hinckley, Minn. When 
buying an existing business, the Kicks say it’s important for that business to have a 
well-known name, but a long history of quality service is critical for success.

“Purple Pumper has been established here for almost 30 years now,” explains 
Janelle. “Having a history is unquestionably a plus for an area business. But when 
we purchased the business it was also definitely needing some TLC.’’ 

When the Kicks purchased the business, previous owners had benefited from 
limited competition in the market, Janelle says. Since that time, more septic 
service providers have emerged, necessitating an aggressive plan to improve 
customer service.

“We wanted to do what it would take to make it a booming business once 
again,’’ she recalls. ”We definitely had to step things up.”

Janelle says she learned that previous response to customer calls was spotty. 
That type of situation can call into question the quality of some of the names on the 
customer list that came with the business purchase, she asserts. Had some of those 
customers moved on to another provider? 

“At first when we bought the business, we weren’t doing any work,’’ adds Ardell. 
“The previous owner had been so busy but people quickly abandoned the company 
because the customer service just wasn’t there.”

It took five years for the Kicks to put the business on solid footing. At this point 
they are happy to have a full and satisfying workload at Purple Pumper.

A service reputation 
is key to success

Ardell Kick uses an 
Electric Eel machine 
to clear a customer’s 
floor drain.

You have to have 
a good attitude. 

Be realistic, practical 
and always know 

each day when you go 
out there that this is 

tough, challenging and 
important work that 

needs to 
be done.

— Ardell Kick

Janelle Kick works 
in the Purple Pumper 

home office.
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customer’s problems and quick response from 
Ardell translates to customer satisfaction.

“Janelle has a good memory and we get 
quite a few regulars who call, so that memory 
can come in handy,” says Ardell. “All I can say 
is that personal attention on the phone really 
helps our business, any business. Being on the 
phone and having excellent records is important 
so that you are not losing any customers due to 
their frustration in attempting to make phone 
contact.

“When you have too many customers you 
can be too busy and client service may start to 
suffer,’’ he continues. “We try our best to take care 
of people who have been loyal to us. You always 
want to keep your core customers.”

If customers are home when he arrives to 
pump a tank, Ardell takes time to educate them 
on how the system works. He tells homeowners 
what their tanks should look like and shares 
maintenance tips. He knows customer education 
is another key in providing good service and 
keeping septic systems in top shape.

 
looKiNG forWArD

The Kicks have thought about expanding 
by adding another technician, but inconsistent 
workload throughout the year is a challenge to 
growth.

“We have the potential to have enough work 
for an additional employee, but not always on 
a regular basis as we pretty much shut down 
during the winter; so you would have to lay that 
person off,” Janelle says. “Also, working from 
home, I wouldn’t be able to handle running two 
schedules if we got an employee, so we are OK 
with the size of our business.”

“Right now we have plenty of business to keep 
us busy for our size,’’ Ardell adds. “But I also don’t 
want to sugarcoat things. This is tough, grueling 
work. Lifting equipment and hoses on and off the 
truck all day is not for the faint-hearted.’’

It’s hard work, but pumping is a gratifying 
business for this husband-and-wife team. At the 
end of a long day of service calls, they feel like 
they’ve helped people and made a good living for 
their family.

“You have to have a good attitude,’’ Ardell 
says. “Be realistic, practical and always know 
each day when you go out there that this is tough, 
challenging and important work that needs to be 
done.” ■

  MORE INFO

Crust Busters/Schmitz Brothers, LLC
888/878-2296
www.crustbusters.com
(See ad page 89)

Electric Eel Mfg.
800/833-1212
www.electriceel.com
 
General Pipe Cleaners
800/245-6200
www.drainbrain.com
 
Goulds Water Technology - a xylem brand
866/325-4210
www.goulds.com
 
Imperial Industries, Inc.
800/558-2945
www.imperialind.com
(See ad page 41)

Jurop/Chandler
800/342-0887
www.chandlerequipment.com
(See ad page 49)

Stamp Works
800/758-2743
www.stampworks.net
(See ad page 12)
 
Zoeller Pump Company
800/928-7867
www.zoeller.com

steel tank and a Jurop/Chandler R260 pump. The older rig will now be 
relegated to a backup service role. Imperial recently built out a 2005 Sterling 
chassis with a 3,600-gallon steel tank and a Jurop/Chandler LC420 pump 
that will become the go-to truck for the upcoming season.

Purple Pumper also has a power jetter and line-cleaning machines they 
keep in an enclosed trailer. They are a J2900 General Pipe Cleaners Jet Set, 
an Electric Eel Model C and an Electric Eel Model D-5. They also use a Crust 
Buster tank agitator. 

In addition to pumping, the company performs minor tank repairs and 
upgrades, such as adding concrete risers and lids 
from Knife River Corporation or replacing lift pumps 
with models from Zoeller Company or Goulds. But 
Ardell says he stops 
short of digging up 
drainfields. Ardell 
has a cooperative 
agreement with onsite 
installers, sending 
referrals back and forth 
as needed. “I used to 
do installations,” says 
Ardell. “So I know all 
the guys and I work 
with them all the time, 
pumping tanks out 
for them. I refer work 
to a couple of them 
depending on where the job is located.’’

 
WiNTer 
WoNDerlAND

A deep snow cover in their territory 
during the cold snap of 2013-14 was a 
blessing, providing insulation for septic 
systems. In many Minnesota regions, 
however, there wasn’t enough snowfall 
to prevent freeze-ups and there were 
many emergency calls for pumpers when 
temperatures hit below zero for more than 
50 days.

Winter is the roughest time of the year 
to run a septic service business, the Kicks 
agree. While work slows considerably in 
the first few months of the year, Purple Pumper is busy in December as 
customers want to get work done before the holidays.

Despite the cold, Ardell must have the flexibility to move while he’s 
working, especially in the clothes he wears.

“I don’t wear anything special for the cold; in fact, I try to dress as lightly 
as possible. I usually wear hunting boots as they are basically a waterproof 
hiking boot. I also wear regular jackets.’’

The cold can make work uncomfortable and it also poses dangers. 
Ardell recalls an incident working in temperatures at -10 degrees that left 
him with a broken finger and a stranded truck.

“I got a rock stuck in my hose. Because I could no longer feel my fingers, 
I could not feel the rock as it was slipping out of the hose,’’ he explains. “It 
nearly took my finger off when it finally came out. Trying to get obstructions 
out of pipes or equipment is one way to easily break fingers.’’

And that’s what happened. Ardell had to go to the emergency room.  

“There sits your 
truck full of septage in 
someone’s driveway 
when it’s -10 degrees. 
This is not something 
workers have to 
deal with in warmer 
regions,” he says.

Because Ardell 
had a cast on his arm that day and was unable to drive the truck, his father, 
Dennis, had to move the truck. Ardell has also had days when it took him 
three to four hours to get home when it should have taken an hour due to 
freezing rain on the roads or other extreme weather. On days where he’s hit 
with treacherous weather, Ardell finishes only two to three jobs when he’s 
used to pumping 10 to 12 tanks on a good day. 
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The Kicks employ a number of marketing techniques to build their 
rural business. For one, they leave refrigerator magnets promoting the 
business with everyone they meet. These are produced by Stamp Works. 
The Kicks have yet to see a huge response from the website they developed, 
but it is still fairly new. For their situation, a phone book ad, word-of-mouth 
recommendations and the distinctive truck are the best advertising.

“I feel that our personalized service, getting a live voice on the phone 
rather than waiting for a callback, is a big plus,” says Janelle. “Giving people 
that personal connection is the thing that we especially like to focus on.”

Janelle takes the majority of the calls. Her ability to get to the root of the 

Taking over an established business can be a blessing or a curse, according to 
Ardell and Janelle Kick, the fourth owners of Purple Pumper in Hinckley, Minn. When 
buying an existing business, the Kicks say it’s important for that business to have a 
well-known name, but a long history of quality service is critical for success.

“Purple Pumper has been established here for almost 30 years now,” explains 
Janelle. “Having a history is unquestionably a plus for an area business. But when 
we purchased the business it was also definitely needing some TLC.’’ 

When the Kicks purchased the business, previous owners had benefited from 
limited competition in the market, Janelle says. Since that time, more septic 
service providers have emerged, necessitating an aggressive plan to improve 
customer service.

“We wanted to do what it would take to make it a booming business once 
again,’’ she recalls. ”We definitely had to step things up.”

Janelle says she learned that previous response to customer calls was spotty. 
That type of situation can call into question the quality of some of the names on the 
customer list that came with the business purchase, she asserts. Had some of those 
customers moved on to another provider? 

“At first when we bought the business, we weren’t doing any work,’’ adds Ardell. 
“The previous owner had been so busy but people quickly abandoned the company 
because the customer service just wasn’t there.”

It took five years for the Kicks to put the business on solid footing. At this point 
they are happy to have a full and satisfying workload at Purple Pumper.

A service reputation 
is key to success

Ardell Kick uses an 
Electric Eel machine 
to clear a customer’s 
floor drain.

You have to have 
a good attitude. 

Be realistic, practical 
and always know 

each day when you go 
out there that this is 

tough, challenging and 
important work that 

needs to 
be done.

— Ardell Kick
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home office.
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Thanks For 
Visiting Us

THANKS FOR 
VISITING US

WA dealer #1812SEE OUR LIST OF EQUIPMENT ON WEBSITE

Others Available, Check Our Website

Northwest Cascade 
in Puyallup, WA

A BIG Thank You

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

2005 GMC C8500, Cat 230HP, 6spd, low miles, new 
2400 gallon steel vac tank, new Jurop PN-84 Vac pump.

Call For Pricing!
2-YEAR 100,000 MILE  

DRIVE TRAIN WARRANTY

2009 Sterling LT-9513, Cat 350 HP, jake, 10 pd, 20# 
lb fronts, double framed, Full lockers, new 4200 gallon 

Alum. vac tank, new Masport 400 Vac pump.
Call For Pricing!

2-YEAR 200,000 MILE  
DRIVE TRAIN WARRANTY

2007 International 9200, Cummins 435 HP, 18 spd,  
14# lb fronts,  low miles, new 3360 gallon steel vac tank,  

new Masport 400 vac pump.
Call For Pricing!

2-YEAR 200,000 MILE  
DRIVE TRAIN WARRANTY

 2009 International 4300, DT 245 HP, AUTO, NON 
CDL, AC, 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

 NEW 2015 Dodge 5500, Cummins 325 HP, Auto, 
new 1250 Gallon portable toilet tank, new Jurop PN-33 

Vac pump.
Call For Pricing!

2007 International 9200, Cummins 435 HP, 18 spd,  
14# lb fronts,  low miles, new 3600 gallon Alum. vac tank,  

new Masport 400 vac pump.
Call For Pricing!

2-YEAR 200,000 MILE  
DRIVE TRAIN WARRANTY

2007 Mack CX613, AC-380 HP, jakes, 10 spd, 13,200 
fronts, 44# lb rears, double framed, new 3360 gallon steel vac 

tank, new Masport 400 vac pump
Call For Pricing!

2-YEAR 200,000 MILE  
DRIVE TRAIN WARRANTY

2007 International 4300, DT 210 HP, 6 spd, NON CDL, 
new 2000 gallon Alum. vac tank, new Jurop PN-84 Vac pump.

Call For Pricing!
2-YEAR 100,000 MILE  

DRIVE TRAIN WARRANTY

NEW 2015 Kenworth 270, PX-7 240 HP, Auto, Ex-
haust brake, Alum. wheels, new 2000 Gallon Portable toilet 

tank, new Masport HXL-4 Vac pump, toilet carrier.
Call For Pricing!

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

TRANSPORT TRUCK SALES, INC.

NEW NEW

www.mightyprobe.com
www.ericksontank.com
www.ritam.com


www.pumper.com • Since 1979    March 2015      25
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tank, new Masport 400 vac pump
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DRIVE TRAIN WARRANTY

2007 International 4300, DT 210 HP, 6 spd, NON CDL, 
new 2000 gallon Alum. vac tank, new Jurop PN-84 Vac pump.

Call For Pricing!
2-YEAR 100,000 MILE  

DRIVE TRAIN WARRANTY
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tank, new Masport HXL-4 Vac pump, toilet carrier.
Call For Pricing!
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After hours call Scott at 816-590-4076

TRANSPORT TRUCK SALES, INC.

NEW NEW

http://www.pumper.com
www.transporttruck.com
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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

Thanks for 
Visiting Us

EV
ER
YO
NE

NE
ED
S

AR
MA
L

AR
MA
L

ex
al

ta
st

ud
io

.c
om

Arm
al 

INC 

12
2 H

ud
so

n I
nd

us
tria

l D
riv

e 

Griffi
 n,

 GA 3
02

24
 USA

Ph
on

e: 
+1 7

70
 49

1 6
41

0 

To
ll f

ree
: 8

66
 87

3 7
79

6

www.ar
mal.

biz

VISIT US 
AT 

PSAI
BOOTHS 

T18 & 192
Thanks For 
Visiting Us

http://www.itimfg.com
www.presbyenvironmental.com
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A client of mine in the spa and pool industry expressed concern that 
his sales had grown stagnant. He was still advertising and working on 
lead generation, but new customers had slowed to a trickle. I asked 

him, “As a percentage of your marketing efforts, how much is devoted to new 
customer acquisition and how much is devoted to current customer sales?”

“What do you mean current customer sales?” he asked. “Once we sell a 
spa to a customer, that’s it. They’re not going to come back and buy another 
spa one week later. A lot of our customers come in to buy chemicals and ac-
cessories, but that’s all. All of our efforts are focused on finding people who 
want to buy a new spa or pool.”

 
GOLD TO BE MINED

Unfortunately, my client didn’t understand the value of his custom-
er base. There is gold in your existing customer base waiting to be mined. 
Many retailers focus on the first or “front-end” sale and spend a dispropor-
tionate amount of time looking for new customers when the real gold mine 
lies in “back-end” sales or continuing stream of sales.

You’ve probably spent a lot of money acquiring customers. When you ig-
nore them, not only do you miss out on potential revenue, but you also flush 
your return on the investment made in acquiring them right down the toilet.

If you have convinced people to do business with you, it means they 
have already given you a vote of confidence. If you’ve provided good service 
and met (or exceeded) their expectations, it’s likely they would give you a 
second vote of confidence or third or fourth. You may even get their lifetime 
vote of confidence.

 
CAPTURE THE CONTACTS

You must be able to contact your customers in order to market to them. 
That’s why one of the first pieces of advice I give my clients is to capture their 
customers’ contact information at the point of sale.

If you have ever purchased an item at Radio Shack, you know that the 
clerk always asks for your name, address and phone number. They don’t 
even give you a reason; they just ask for it. They assume you will give it to 
them, and you know what? Some 98 percent of Radio Shack customers do, 
without question. It’s so automatic customers feel giving their contact infor-
mation is just part of the purchasing process.

Every small business in America should be doing the same thing. But 
to go one step further, you should also be capturing your customers’ email 
address. This is the “holy grail” of marketing because you can market to 
your customer again and again at no cost.

If customers are reluctant to give you their email address, offer them 
a coupon or something else of value. The effort to obtain your customer’s 
email address will be repaid many times over.

 THE LOST 20 PERCENT
Depending on your business, a large majority of your customers lie 

dormant, having only transacted business with you once or twice. Your 
remaining customers are those who are loyal to you and from whom your 
profits can be significant.

Though it may vary for your septic service or portable sanitation busi-
ness, the average number of customers a business loses is about 20 percent 
annually. The average business spends six times more to attract new cus-
tomers than it does to keep old ones. A survey on “Why customers quit” 
found these reasons for not coming back:

• 3 percent move away
• 6 percent develop other business contacts
• 9 percent leave for competitive reasons
• 14 percent are dissatisfied with the product or service
• 68 percent quit because of an attitude of indifference toward them by 

the company
So 82 percent of the customers who stop doing business with you are 

unhappy. Unfortunately, unhappy customers don’t usually complain. A 
study from the Research Institute of America says the average business will 
hear nothing from 96 percent of unhappy clients who experience rude or 
discourteous treatment.

Not only is having unhappy customers driving up the cost of customer 
acquisition, but it is also costing you potential lost sales. The same study 
found that unhappy customers tell their experience to at least nine other 
people, jeopardizing additional potential sales.

So what do you do to get these people using your business again? You 
assume the statistics are right and that you did something to offend them.

Tell them the truth – that they haven’t been buying products or services 
from your firm for quite a while and you sense something is wrong. Make 
sure you communicate this in a way that conveys genuine concern for their 
well-being. Believe it or not, this simple approach has a magical effect on 
inactive customers.

 
IDENTIFY UNMET NEEDS

Let’s go back to my client who mentioned that he didn’t know what 
more to sell his customers after they purchased a spa, a one-time purchase. 
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David Frey is a small-
business marketing 
consultant and author 
of The Small Business 
Marketing Bible. 
Reach him at www.
marketingblogger.com.

Building The Business

 
Don’t Neglect Your Customer Base
Struggling to dig up new prospects? Established customers are a mother lode waiting to be mined.
By David Frey

Depending on your business, a large majority of your 
customers lie dormant, having only transacted business 
with you once or twice.

He couldn’t sell them much more than chemicals and accessories, but he 
could provide complementary products and services that might interest his 
customers.

How? I advised my client to meet with the owners of other businesses 
that provide complementary products and services and strike up a commis-
sion or referral deal. This way he could still benefit from his relationships 
with his customers and also provide them with other products and services.

To maximize this strategy, you might consider asking your customers 
what they are lacking and then find out how to solve it. As the saying goes, 
find a need and fill it.

Virtually every successful small-business person will tell you that find-
ing and fulfilling unmet needs is the name of the game when it comes to 
winning customers. The better you do this, the more customers you’ll win. ■

http://www.marketingblogger.com
http://www.marketingblogger.com
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THANKS FOR 
VISITING US

DEWATERING BELT PRESSES
CENTRIFUGES

Mobile

Self-Contained

Tech. Support

 Fergus 
Power 
Products

sales@ferguspowerproducts.com
www.ferguspowerproducts.com
(800) 243-7584

SALES • LEASING • RENTALS

A client of mine in the spa and pool industry expressed concern that 
his sales had grown stagnant. He was still advertising and working on 
lead generation, but new customers had slowed to a trickle. I asked 

him, “As a percentage of your marketing efforts, how much is devoted to new 
customer acquisition and how much is devoted to current customer sales?”

“What do you mean current customer sales?” he asked. “Once we sell a 
spa to a customer, that’s it. They’re not going to come back and buy another 
spa one week later. A lot of our customers come in to buy chemicals and ac-
cessories, but that’s all. All of our efforts are focused on finding people who 
want to buy a new spa or pool.”

 
GOLD TO BE MINED

Unfortunately, my client didn’t understand the value of his custom-
er base. There is gold in your existing customer base waiting to be mined. 
Many retailers focus on the first or “front-end” sale and spend a dispropor-
tionate amount of time looking for new customers when the real gold mine 
lies in “back-end” sales or continuing stream of sales.

You’ve probably spent a lot of money acquiring customers. When you ig-
nore them, not only do you miss out on potential revenue, but you also flush 
your return on the investment made in acquiring them right down the toilet.

If you have convinced people to do business with you, it means they 
have already given you a vote of confidence. If you’ve provided good service 
and met (or exceeded) their expectations, it’s likely they would give you a 
second vote of confidence or third or fourth. You may even get their lifetime 
vote of confidence.

 
CAPTURE THE CONTACTS

You must be able to contact your customers in order to market to them. 
That’s why one of the first pieces of advice I give my clients is to capture their 
customers’ contact information at the point of sale.

If you have ever purchased an item at Radio Shack, you know that the 
clerk always asks for your name, address and phone number. They don’t 
even give you a reason; they just ask for it. They assume you will give it to 
them, and you know what? Some 98 percent of Radio Shack customers do, 
without question. It’s so automatic customers feel giving their contact infor-
mation is just part of the purchasing process.

Every small business in America should be doing the same thing. But 
to go one step further, you should also be capturing your customers’ email 
address. This is the “holy grail” of marketing because you can market to 
your customer again and again at no cost.

If customers are reluctant to give you their email address, offer them 
a coupon or something else of value. The effort to obtain your customer’s 
email address will be repaid many times over.

 THE LOST 20 PERCENT
Depending on your business, a large majority of your customers lie 

dormant, having only transacted business with you once or twice. Your 
remaining customers are those who are loyal to you and from whom your 
profits can be significant.

Though it may vary for your septic service or portable sanitation busi-
ness, the average number of customers a business loses is about 20 percent 
annually. The average business spends six times more to attract new cus-
tomers than it does to keep old ones. A survey on “Why customers quit” 
found these reasons for not coming back:

• 3 percent move away
• 6 percent develop other business contacts
• 9 percent leave for competitive reasons
• 14 percent are dissatisfied with the product or service
• 68 percent quit because of an attitude of indifference toward them by 

the company
So 82 percent of the customers who stop doing business with you are 

unhappy. Unfortunately, unhappy customers don’t usually complain. A 
study from the Research Institute of America says the average business will 
hear nothing from 96 percent of unhappy clients who experience rude or 
discourteous treatment.

Not only is having unhappy customers driving up the cost of customer 
acquisition, but it is also costing you potential lost sales. The same study 
found that unhappy customers tell their experience to at least nine other 
people, jeopardizing additional potential sales.

So what do you do to get these people using your business again? You 
assume the statistics are right and that you did something to offend them.

Tell them the truth – that they haven’t been buying products or services 
from your firm for quite a while and you sense something is wrong. Make 
sure you communicate this in a way that conveys genuine concern for their 
well-being. Believe it or not, this simple approach has a magical effect on 
inactive customers.

 
IDENTIFY UNMET NEEDS

Let’s go back to my client who mentioned that he didn’t know what 
more to sell his customers after they purchased a spa, a one-time purchase. 
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David Frey is a small-
business marketing 
consultant and author 
of The Small Business 
Marketing Bible. 
Reach him at www.
marketingblogger.com.

Building The Business

 
Don’t Neglect Your Customer Base
Struggling to dig up new prospects? Established customers are a mother lode waiting to be mined.
By David Frey

Depending on your business, a large majority of your 
customers lie dormant, having only transacted business 
with you once or twice.

He couldn’t sell them much more than chemicals and accessories, but he 
could provide complementary products and services that might interest his 
customers.

How? I advised my client to meet with the owners of other businesses 
that provide complementary products and services and strike up a commis-
sion or referral deal. This way he could still benefit from his relationships 
with his customers and also provide them with other products and services.

To maximize this strategy, you might consider asking your customers 
what they are lacking and then find out how to solve it. As the saying goes, 
find a need and fill it.

Virtually every successful small-business person will tell you that find-
ing and fulfilling unmet needs is the name of the game when it comes to 
winning customers. The better you do this, the more customers you’ll win. ■

http://www.pumper.com
http://www.ferguspowerproducts.com
www.amthorinternational.com
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www.MilwaukeeRubber.com 
CALL TO ORDER  800-325-3730

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

we sell hose & equipment

Thanks for 
Visiting Us

Odor Control…Guaranteed!

877.764.7297 | safetfresh.com | facebook.com/safetfresh

beyond the 

BLUE
ROI

REWARDS

Every product you purchase
from Safe-T-Fresh earns you
additional points in our exclusive
ROI Rewards program.

Along with tank deodorizers, Safe-T-Fresh has a wide 
variety of cleaning products, fragrance enhancers, 
urinal blocks, scent disks and graffiti remover to 
keep your equipment in excellent condition.

With each purchase you’ll earn valuable points to 
redeem for FREE restrooms, holding tanks, 
handwash stations and other great products.

Turn your deodorizer expenses into additional profits 
today when you order Safe-T-Fresh products.

PO Box 39, Dayton, IN 47941

Toll-Free: 877.296.2555   

Phone: 765.296.2027 

Fax: 765.296.3027

www.wee-engineer.com

Wee Engineer
WITH IMAGINATION

Call us for a quote

Thanks For 
Visiting Us

Join us on Facebook!

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.

2006 Freightliner M-2
210 HP Cat C-7, 6 speed Manual, Air Brakes, Painted White, 33,000 
GVW, PS/AC, 161,500 miles, With a new 2500 gallon Carbon Steel 
Tank, and new MEC 8000, Battioni VacuumPump. Price: $47,900

HEATED COLLARS 
Preventing your valves from freezing will 
help your profits during the winter months.

Installation kit and 110 volt heater kit available

 1.5-2" ..... $110
 3" ........... $165

 4" ........... $198
 6" ........... $297

http://www.MilwaukeeRubber.com
http://www.wee-engineer.com
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ROI Rewards program.
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variety of cleaning products, fragrance enhancers, 
urinal blocks, scent disks and graffiti remover to 
keep your equipment in excellent condition.
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redeem for FREE restrooms, holding tanks, 
handwash stations and other great products.

Turn your deodorizer expenses into additional profits 
today when you order Safe-T-Fresh products.

www.safetfresh.com
www.safetfresh.com
www.facebook.com/safetfresh
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DON’T JUST ORDER PARTS
GET THE KNOWLEDGE & ADVICE THAT WILL HELP COMPLETE THE JOB AS WELL

Santa Fe Springs, CA
562-944-0404 

Fax: 562-944-3636
800-699-7557

www.vacpump.com
Hablamos 
Español

Like us on  
Facebook

At Armstrong Equipment, we believe life and business require cer-
tain compromises, but not on those things on which your business 
and family depend. A beautiful, new and shiny vacuum truck with a 
burned out pump is nothing more than uncomfortable transportation 
at four miles per gallon.

Your customers depend on you! Your employees depend on you! 
Your family depends on you!

We think you should be able to depend on us! That is why we sell the 
most dependable vacuum pumps, parts, valves and tank compo-
nents available. When it comes to quality and reliability in the tools 
that make your business successful, there should be:

“No Comprom ise.”

We proudly stock Masport, Jurop, NVE, Condé, Fruitland, Moro and 
G-D Wittig vacuum pumps, Sutorbilt blowers, Garnet Instruments 
SeeLevel gauges, Clearflow Heavy Duty valves and most other 
vacuum truck components and accessories. We can also provide 
replacement pumps and repair kits for most major brands.  For more 
information call us toll free at 800-699-7557.

HXL400WV

RFL100

4M

RCF500F

866 DC10 356U

R260

All 304 Stainless Steel

Best Enterprises, enjoyed seeing all 
our friends and loyal customers at 
the WWETT show. We hope every-

one made their  journey back home 
safely and will have a prosperous 
year. Please remember for all your 

Pumping and Troubleshooting 
needs, call BEST.   

Gayle Humphries, President/Owner. 

BEST  ENTERPRISES, INC.

Best Enterprises, Inc.
Located in Cabot, Arkansas  

501-988-1905   800-288-2378  
www.bestenterprises.net  

www.youtube.com/bestentinc

Building quality Stainless Steel Tanks since 1972

“New Years”  
STOCK Slide-ins  

on Sale.

Thanks for 
Visiting Us

H Application only to $300,000
H 100% Financing – No Money Down
H Interest Rates As Low as 3.99%
H 12 – 84 Month Terms
H Financing in the US & Canada

2015  
WWETT SHOW SPECIAL  
FINANCING EXTENDED:

Financing the Liquid Waste Industry Since 1998
www.oakmontfinance.com

877.701.2391
info@oakmontfinance.com

OAKMONT CAPITAL SERVICES, LLC

WE FINANCE:
SEPTIC TRUCKS

VACUUM EXCAVATION TRUCKS
JETTING EQUIPMENT

INSPECTION CAMERAS & TRUCKS
CIPP EQUIPMENT • DEWATERING TANKS

PORTABLE RESTROOMS  
(STAND ALONE & TRAILER)

Financing the Liquid Waste Industry Since 1998
Thanks for 
Visiting Us

http://www.vacpump.com
http://www.oakmontfinance.com
mailto:info@oakmontfinance.com
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Your Equipment SUPERSTORE Since 1995

Complete Details At

www.AmazingMachinery.com

• 4000 psi @ 4.0 gpm w/Pump
• GX390 Honda OHV Engine
• 150" x 1/4"" Hose w/Remote Hose Reel
• 3 Nozzles/Ball Valve/Aqua Pulse

$1895.00
FREE Freight

• 20" Reel w/ 100" of 3/8"" Cable
• 7"" Color LCD Display
• Heavy Duty Powder Coated Frame

$1895.00
FREE Freight

Viztrac® AM100-100 J/E4040HA-CKIT2

3807 Old Tasso Rd. • Cleveland, TN 37312
1-800-504-7435

$2895.00$2895.00
BUY BOTH

6 Months, No Interest!

Get 6 Months to Pay on Purchases of $99 or More.
Choose Bill Me Later® at Checkout. Subject to Credit Approval.

$1495.00
$1495.00ONLY

$1495.00$1495.00
ONLY

Thanks for 
Visiting Us

A Washington state appeals court has struck down a county’s ban 
on the land application of Class B biosolids. The state Legislature 
approved land application in 1992, but Wahkiakum County banned 

it in 2011 after neighbors objected to a farmer’s plan to spread biosolids 
from a local septic tank pumping company to help grow grass for his cattle.

The court ruled in favor of the Washington Department of Ecology 
that the county did not have the authority to ban something allowed by 
state law. The county plans to appeal the case to the Washington Supreme 
Court. Many farmers and sewer districts in Washington filed “friend of 
the court” briefs urging the court to overturn the ban. One of those was 
the county’s largest township, which currently pays to have its biosolids 
shipped outside the county for land application and hopes to save money 
by doing it locally.

More than 80,000 tons of Class B biosolids were land applied in Wash-
ington in 2013, according to the Department of Ecology.

 
Hawaii

A ban on cesspools is one change proposed by the Hawaii Depart-
ment of Health in planned revisions to its onsite wastewater rules. Hawaii 
has about 90,000 cesspools and approves an average of 800 new installa-
tions every year. Hawaii is the only state that still allows new cesspools. 
The proposed ban would prevent any new installations and require exist-
ing cesspools to be upgraded or the home be connected to a sewer sys-
tem within 180 days of the property being sold. Among other proposed 
changes:

•  Dewatering of sludge for new facilities with flows of more than 
100,000 gpd.

•  Prohibition on individual wastewater systems in developments 
with more than 15 subdivided lots.

•  Restrictions on the use of seepage pits as soil absorption systems.
•  Requirement to bring tank access to grade and secure lids.
•  Minimum maintenance contract requirements for aerobic treat-

ment units.
•  Prevention of direct discharge of effluent from an aerobic unit to 

groundwater.
•  Deletion of requirement for quarterly reports from pumpers.
•  Revised spill reporting requirements.
The revision process began Sept. 1.
 

Maine
A referendum in the Town of York that would have required septic 

system inspections at the time of sale failed in November. The controver-

sial measure calling for inspection by a licensed site evaluator or septic 
inspector failed 3,683 to 3,052 after spirited campaigning from opponents 
and supporters. The law would have required repair or replacement of 
failing systems.

 
 Wisconsin

The state Department of Natural Resources has added language to 
regulate the separation of private well waterlines from onsite wastewater 
treatment systems. The issue was not covered by regulations in the past. 
The new provisions became effective last October and are as follows:

The waterline may not be installed in, under or above a septic or hold-
ing tank, or any inground, at-grade or mound soil absorption unit, and the 
waterline must be separated at least 10 feet horizontally from components 
of an onsite treatment system.

 
Rhode Island

A $2 million house built on the wrong lot must be moved, a Superior 
Court judge in Rhode Island has ruled. The septic system and driveway 
must also be relocated. The 2,400-square-foot, three-story home in Nar-
ragansett was built on parkland by mistake, apparently because an offi-
cial survey was never conducted. The court order requires the home to be 
moved to the correct, adjacent lot or be demolished, and the parkland be 
restored.

 
Illinois

The owner of an Illinois sewer and water company was taken into fed-
eral custody for failing to correct serious trenching hazards and pay Occu-
pational Safety and Health Administration (OSHA) penalties. The Seventh 
Circuit Court of Appeals granted a state Department of Labor motion last 
October, citing a history of failing to comply with OSHA standards and or-
ders from the Occupational Safety and Health Review Commission. Mike 
Neri of Mike Neri Sewer & Water Contractor Inc., of Elk Grove Village, was 
held in contempt of court last summer for failing to comply with a 2013 
enforcement order. After failing to respond to the court, the U.S. Marshal 
was ordered to take him into custody.

The company had been issued several citations over five years, in-
cluding serious, repeat and willful violations of trenching regulations, 
failing to train workers, and not having a safety and health program. The 
company was placed into OSHA’s Severe Violator Enforcement Program. 
The court ruled that he remain in federal custody until he either complied 
with the enforcement order or proved that he could not. ■

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

County ban on land application 
overturned in Washington state
By Doug Day

mailto:editor@pumper.com
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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

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

THANKS FOR 
VISITING US
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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

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

Mike: 303.591.7230 or Amanda: 281.728.0714

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

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

Amanda Hensarling
Baytown, TX    
amanda@tankservicesinc.com

Call Today For SavingS

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

2015 Peterbilt 337 
300HP, Allison auto, NVE 607 Pak, 
2800 gal. alum tank. IN STOCK

Peterbilt  
4500 gallon stainless, hoist tank Peterbilt 337 

3600 gallon aluminum hoist tank

 Need Equipment? Contact Us We Can Get It. 866.720.4999

Conde

Conde

Used reconditioned Utile 625 
and 825 vacuum pumps

Used Pumps
For Sale

NEW ENGLAND 
DISTRIBUTOR

TANK DISTRIBUTOR FOR

2015 Kenworth, tri-axle 4200(200/4000) NVE 
Challenger 866, jetter system.

2015 Peterbilt 
2800 gallon tank

  4200 (200/4000) IN STOCK ready to 
mount your chassis or ours

SHINE ON Products From

SHINE ON Products From

Come see us at our NEW  
Install/Service/Parts Facility

8000 & 9000 Gallon Aluminum Tri-Axle Trailers,  
Air ride suspension (tri-axle), pump platform, bright finish, LED lights, Betts valves,  

IN STOCK

5000 Gallon 
Aluminum 
Tanks In 

Stock

1989 Mack DM  
20/44, 300 HP, 8 spd, Hibon blower, Presvac 3200 gal steel tank 

with dump, 300 gal wash tank and reel

(2) 5,000 gallon 
aluminum tanks 

IN STOCK ready to 
mount out chassis 

or ours.

http://www.arcan.com
www.polyjohncanada.ca
www.polyjohn.com
www.polyjohncanada.ca
www.polyjohn.co.uk
www.polyjohnsa.com.br
www.polyjohndemexico.com
www.rooterman.com


USED TRUCKS

US
ED

 T
RU

CK
S

TSITSITANK SERVICES, INC

TSITSI
TANK SERVICES, INC

TSITSITANK SERVICES, INC

TSITSITSI
TANK SERVICES, INC

TSITSITSITANK SERVICES, INC

TSITSI
TANK SERVICES, INC

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

Mike: 303.591.7230 or Amanda: 281.728.0714

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

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

Amanda Hensarling
Baytown, TX    
amanda@tankservicesinc.com

Call Today For SavingS

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

2015 Peterbilt 337 
300HP, Allison auto, NVE 607 Pak, 
2800 gal. alum tank. IN STOCK

Peterbilt  
4500 gallon stainless, hoist tank Peterbilt 337 

3600 gallon aluminum hoist tank

 Need Equipment? Contact Us We Can Get It. 866.720.4999

Conde

Conde

Used reconditioned Utile 625 
and 825 vacuum pumps

Used Pumps
For Sale

NEW ENGLAND 
DISTRIBUTOR

TANK DISTRIBUTOR FOR

2015 Kenworth, tri-axle 4200(200/4000) NVE 
Challenger 866, jetter system.

2015 Peterbilt 
2800 gallon tank

  4200 (200/4000) IN STOCK ready to 
mount your chassis or ours

SHINE ON Products From

SHINE ON Products From

Come see us at our NEW  
Install/Service/Parts Facility

8000 & 9000 Gallon Aluminum Tri-Axle Trailers,  
Air ride suspension (tri-axle), pump platform, bright finish, LED lights, Betts valves,  

IN STOCK

5000 Gallon 
Aluminum 
Tanks In 

Stock

1989 Mack DM  
20/44, 300 HP, 8 spd, Hibon blower, Presvac 3200 gal steel tank 

with dump, 300 gal wash tank and reel

(2) 5,000 gallon 
aluminum tanks 

IN STOCK ready to 
mount out chassis 

or ours.

mailto:jerry@tankservicesinc.com
http://www.tankservicesinc.com
mailto:mike@tankservicesinc.com
mailto:amanda@tankservicesinc.com
http://www.tankservicesinc.com
http://www.tankservicesinc.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
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Profile
Irwin Septic Tank Cleaning, 
Plumbing & Repair
Midwest City, Okla.

An Ounce 
Of PreventiOn

S hane Irwin is fighting a familiar battle to pumpers across 
the country. The third-generation owner of Irwin Septic 
Tank Cleaning, Plumbing & Repair in Midwest City, Okla., is 

constantly preaching the importance of septic maintenance and 
routine pumping, yet he often encounters woefully neglected tanks 
on his pumping rounds.

Taking the reins at the family business located near Oklahoma 
City in 2013, Irwin is making steady progress toward building the 
maintenance and repair portion of the 43-year-old pumping company. 
And he supports more thoughtful regulation of pumping and inspection 
to ensure homeowners get long and effective service out of their septic 
systems. But he admits that sometimes it seems slow going.

“Oklahoma is far behind a number of states in creating laws that 
require you to maintain or inspect any septic system,” says Irwin. “A 
lot of our jobs are emergency calls about systems that have gone way 
beyond saving through regular maintenance.”

(continued)

OwneR: Shane Irwin

FOunded: 1972

emPlOyeeS: 3

maRkeT aRea: Central Oklahoma

SeRvICeS: Septic service; septic tank 
installation and repair; general pumping

aFFIlIaTIOnS: Choctaw Chamber of 
Commerce, Business Network International 
Oklahoma, Oklahoma Acquired Business Connections

webSITe: www.irwinseptic.com

Oklahoma

Oklahoma’s Irwin Septic promotes 
the long-term health of onsite systems 
by stressing routine maintenance and 
pumping  By Peter Kenter

In 2013, Shane Irwin took 
over his family’s 43-year-old, 
three-generation septic service 
company in Midwest City, Okla. 
(Photos by Torrey Purvey)

http://www.irwinseptic.com
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THANKS FOR 
VISITING US

 
MoDeST BeGiNNiNGS

Irwin’s concern for preserving septic systems is born out of a long 
family history of customer care, going back to his grandparents, Orvil and 
Helen, who established the company in 1972.

“My grandpa was a truck driver for Wonder Bread for years and just 
wanted to do something different,” says Irwin. “Putting a tank in the back of 
a pickup truck was both familiar and different enough for him to get into the 
business and stick with it.”

Irwin’s father, Larry, had been an oilfield worker, but he preferred the 
steady rhythm of septic pumping to the market fluctuations of the energy 
business. He started working for the company in the mid-1980s and 
eventually took over operations in the 1990s. 

“I’ve been riding the truck from age 4 or 5 on,” recalls Irwin, 34. “I 
started driving for the family business 15 years ago. When my father offered 
the business to me, I was definitely excited.”

The business generally operates within a 50-mile radius of Oklahoma 
City. It employs two people full time. Patrick Lemmings is a driver and 
service technician who shares duties with Irwin, each covering half the 
territory on the day’s service calls. T.J. Wolford rides shotgun with either one 
and helps out as needed.

 looKiNG forWArD
Irwin’s wife, Reina, runs the office, making calls, taking orders and 

handling paperwork. They’re assisted by son Logan, 11, and daughter Emily, 
10, who often ride with their dad.

“I took a longer drive to Bristow, about a two-hour drive away, recently 
to do an emergency septic pumping job, in part because my son and I could 
enjoy the drive together,” says Irwin.

Septic systems remain common in the Midwest City area where only 
part of the city is served by sewers. The area is booming on the back of the 
oil and gas sector.

(continued)

Right: The Irwin Septic Tank 
Cleaning crew includes, from 

left, Patrick Lemmings, Shane 
Irwin and T.J. Wolford. The 
silver-flamed truck behind 

them is from Progress Tank and 
the second company rig is a 

GMC locally built by Standard 
Steel of Oklahoma City.

below: The Irwin Septic crew 
runs a long line of hose to 

reach a backyard septic tank.

 
According to Shane Irwin, owner of Irwin Septic Tank Cleaning, Plumbing 

& Repair, a company’s image is only as good as the condition of its trucks. The 
company recently jazzed up its 2002 International 4300 DuraStar to act as a rolling 
billboard.

“All of the trucks around here are white,” he says. “We wanted to do something 
really cool and remind people of the colors of the Oklahoma City Thunder basketball 
team.”

Irwin contacted Silsby Media in Midwest City to design a truck wrap, complete 
with blue and chrome flame decals.

“It looks just like a paint job and protects the truck as well,” says Irwin. “We 
went to VARCo for matching hoses. The color looked pretty good online, but when it 
arrived, it matched the truck perfectly. A few months ago we used our International 
to pull my daughter’s float at the Choctaw High School homecoming parade. With 
the chrome wheels, it turned a lot of heads.”

Refurbishing their 1995 GMC TopKick was more of a do-it-yourself project, 
completed with the assistance of family and friends.

“I repainted the entire truck, tank, bed and wheels in October 2013,” says Irwin. 
“I built a new front steel bumper with the help of my brother-in-law Sean Angle. My 
best friend Roger Saavedra helped me put on all the new decals after it was ready.”

Irwin employees also wear uniforms with logos to complete the company image.
“It’s an old saying, but you never get a second chance to make a first 

impression,” says Irwin.

Spit and polish
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and Lemmings the other. A 2002 
International 4300 DuraStar is outfitted 
by Progress Tank with a 2,200-gallon 
polished aluminum tank and Jurop/
Chandler R260 pump. The backup is a 
1995 GMC TopKick with a 1,300-gallon 
steel tank and Wallenstein pump built 
out by Standard Steel of Oklahoma City.

 
ProMoTe To SUCCeeD

Irwin promotes his business 
through his website and also advertises 
in the local newspaper. But the 
company inspires a lot of attention with 
its Facebook presence. The company 
Facebook page features educational 
information, extensive photo essays 
on individual projects and customer 
testimonials.

“The Facebook page isn’t only to show people our work; it also helps me 
remember everything we’ve done,” says Irwin. “It acts as a reference page 
that we can go back to if we want to remember how we handled a particular 
job. Whenever we get a new customer we ask them how they first heard 
about us so we know which of our advertisements are working best for us. 
We also do a lot of local sponsorships, like banners at baseball fields.”

He’s a member of both Business Network International Oklahoma and 
Oklahoma Acquired Business Connections.

“In both organizations, there’s one member per trade group,” says 
Irwin. “We’ve received a lot of referrals from members ranging from real 
estate agents to plumbers and builders. These groups represent a huge part 
of our referrals.”

The real estate referrals generally involve point-of-sale inspections. The 
company often gets the contract for the repair work as well. 

“We recently checked out a septic tank belonging to a homeowner 
who hadn’t had the tank inspected before the sale, six months earlier,” says 
Irwin. “When we went in, we saw that the sidewall of the concrete tank had 
collapsed. It could have been covered by the seller or reflected in the price if 
we’d gotten there earlier.”

 A BriGHT fUTUre
With many pumpers in the area nearing retirement age, Irwin is 

planning to expand the business. He’s looking to buy a bigger vacuum truck 
when the time is right to meet the demands of a growing urban area.

“We’re also looking to do more full septic tank installations and 
branching out into storm shelter construction,” says Irwin. “It’s an exciting 
time for our business.” ■

  MORE INFO

Franklin Electric
800/701-7894
www.franklinengineered.com

International Trucks
800/448-7825
www.navistar.com

Jurop/Chandler
800/342-0887
www.chandlerequipment.com
(See ad page 49)

Medo USA, Inc.
800/843-6336
www.medousa.com
 
Polylok, Inc./Zabel
877/765-9565
www.polylok.com
(See ad page 44)

Progress Tank
816/714-2600
www.progresstank.com
 
Tuf-Tite Inc.
800/382-7009
www.tuf-tite.com
 
VARCo
866/872-1224
www.varcopumper.com
(See ad page 21)
 
Wallenstein Vacuum Pumps - 
Elmira Machine Industries
800/801-6663
www.wallenstein.com
(See ad page 60)

Shane Irwin meets with a customer to hand 
off an invoice and discuss the pumping job. Sometimes it 

seems like we 
spend too much time 

on customer education. 
But most of them know 

absolutely nothing about 
their systems, and 

proper maintenance is 
as important as regular 

pumping. We try to show 
them what their system 
looks like when 

we uncover it.

— Shane Irwin

“Nearby Choctaw is one of 
the fastest growing cities in the 
state and 99 percent of the new 
housing construction is served 
by septic,” says Irwin. “About 
half the systems are traditional 
septic tanks. The other half are 
aerobic systems, which are 
installed because the houses 
are either built near a water 
feature or on almost solid clay soil that doesn’t work 
well for leaching.”

The aerobic systems feature three or four 
compartmentalized tanks and an aerobic treatment unit. Effluent is aerated 
and treated with chlorine or bleach. The treated water is then applied to 
lawns and gardens through sprinkler heads, employing a pump on a timer. 
The systems require more attention from homeowners, who need to add 
chlorine and visually inspect the system from time to time.

 
iMProVe reGUlATioN

Irwin Septic provides maintenance service contracts for aerobic 
systems, but many homeowners choose to go it alone – and fail miserably. 
Often pool chlorine, which can’t disinfect septic fluids, is substituted for 
the proper formulation. Irwin has also encountered aerobic systems with 
compressors burnt out from years of chewing on an overflow of sludge. 

Other systems haven’t been pumped for as many as a dozen years and are 
irrigating the lawn with sewage.

“Last year we received a call about a house with a regular septic tank 
that was having issues with backing up,” says Irwin. “The homeowner told 
us she hadn’t had it serviced in 15 years and wanted us to snake the line 
because it was blocked. We told her to go outside and remove the cap of 

the clean-out and not to flush the toilets, 
do the dishes or use any water until we 
arrived. She didn’t listen and by the time 
we got there, sewage had backed up into 
the stand-up shower.”

Irwin says he’d like to see tougher 
rules on both septic tank inspection 
and maintenance. In the absence of 
regulations, the company expends 
considerable effort educating its clientele 
on the proper care and maintenance of 
septic systems.

 
CUSToMer eDUCATioN

“Sometimes it seems like we 
spend too much time on customer 

education,” says Irwin. “But most of 
them know absolutely nothing about 
their systems, and proper maintenance 

is as important as regular pumping. We 
try to show them what their system looks 
like when we uncover it, what happens 
when they flush and demonstrate the 
importance of regular maintenance. We 
also like to build a reputation for being 
able to solve the tougher problems. If 
we can achieve that, it doesn’t matter if 
we stay a little longer than we think we 
needed to.”

Irwin Septic also offers system repairs 
from lateral lines to chamber systems, 
concrete tanks, tank risers and any 
component of an aerobic system, from 
control box to sprinkler heads. While the 
company sources parts from a range of 
vendors, Irwin orders risers from Tuf-Tite 
and Polylok Inc. Compressors are replaced 
by models from HiBlow or Medo USA Inc., 
while all aerobic pumps are supplied by 
Franklin Electric. The company rents a 

backhoe as needed for excavation.
“We’re seeing a lot of repairs to kinked and broken lines that I believe 

are caused by minor earthquakes,” says Irwin.
The company also offers a range of pumping services, from swimming 

pools to ponds, lagoons, lift stations, flooded basements, storm shelters, car 
wash pits, construction sites, restaurant grease traps and fish/koi ponds.

“A pumper is perfect for emptying a swimming pool filled with mud, 
leaves and debris,” says Irwin. “We recently pumped out a koi pond that 
the homeowner had entrusted to one of his friends while he was away. He 
neglected it and all the koi died. We pumped out three truckloads of pond 
water and dead fish.”

It’s a two-truck business right now, with Irwin taking one truck 

Oklahoma is far 
behind a number 

of states in creating 
laws that require you to 
maintain or inspect any 
septic system. A lot of our 
jobs are emergency calls 
about systems that have 
gone way beyond 
saving through 
regular maintenance.

— Shane Irwin

above: After filling 
up the vacuum truck, 
Shane Irwin stops to 

dump a load.

Right: Shane Irwin 
checks the pH level of 

a sample and meets 
with a wastewater 

plant supervisor after 
dumping a load.
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• 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: 720-315-0959

Area: NV, CO, MT, WY, 
UT, 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

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

WV, MO

Bob Pritchett
Cell: 205-999-4214

Area: GA, FL,  
AL, MS, AR

Ozzie Merino
Cell: 714-351-4798

Area: CA, OR, WA, ID

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

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

MA, NH, VT, ME

Thanks for 
Visiting Us

THANKS FOR 
VISITING US

www.polylok.com
http://www.puefc.com
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Tired of playing “hurry up and wait” when you need 
genuine OEM parts? Well, your options for getting 
parts just got a whole lot better. With Go To Parts, 
you’ll not only get the right part, you’ll get it fast.

We’ve combined ultra-fast shipping with simple 
ordering and product-savvy customer service folks 
to provide the solution you’ve been clamoring for. 
Genuine OEM parts for tarps, hoists, compactors, 
vacuum trucks, containers, carts, and more.

Because it’s go time, not down time.

Toll Free: 844-GOTOPARTS 
www.gotoparts.com

TM

TM

PARTS?
NEED
hurry up. don’t wait.

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 am looking for feedback from anyone out there regarding 
Angie’s List [www.angieslist.com]. i am told i have been favorably reviewed 
but only picked up a few pumping jobs from that source in 2013 before i 
retired from the pumping business. now i am only performing inspections 
and small repairs. i could sign up to advertise with them, which would 
result in more jobs. But living in an area where over half of the homes are 
on municipal sewers and only 3 percent of homes are for sale and would 
require a septic system inspection – these are my prospective customers – i 
am thinking this is not the way to go.

AnsWeRs: This is almost funny. Angie’s List touts on TV how you have to 
earn being on their list and you can’t pay to get on their list. But then they 
solicit businesses to pay for their service. For that reason I’ve always been 
out. And on top of that, with all the reviews I’ve had on their site and the BBB 
(Better Business Bureau site), I haven’t received enough work from both of 
them put together to amount to much. If I had to choose between the two I 
would go with the BBB.

◆  ◆  ◆

I have been advised there is a new outfit called HomeAdvisor [www.
homeadvisor.com], which is about the same deal as Angie’s List except that it 
is free. I just got off the phone with the BBB before I turned on my computer 
this morning. I was with them for a couple of years about 10 years ago, but I 
only got a few jobs from that venue.

◆  ◆  ◆

I’ve been on HomeAdvisor for about two years. It works out well for me. It’s 
not free. They charge anywhere from $14 to $21 per lead. I close 95 percent of 
my leads. They have an app for your smartphone, which I like. ■

Using Referral 
Websites
A poster wonders about the effectiveness of paying 
to include his pumping business on Angie’s List. 
Readers weigh in.

Overheard Online

http://www.gotoparts.com
http://www.pumper.com
http://www.angieslist.com]
http://www.homeadvisor.com]
http://www.homeadvisor.com]
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It can be scary transporting environmentally damaging waste.

Any slip-up can hurt the environment – and your bottom line.  
You need to feel secure that your equipment does its job as well 
as you do. At Wastequip, we design and build sludge containers, 
vacuum boxes, dewatering containers; Galbreath hoists, trailers; 
and Pioneer tarping systems that perform like no others.

They’re the best products for the worst stuff on earth.

TO TRANSPORT
SOME OF THE

WORST STUFF
ON EARTH,
YOU NEED

SOME OF THE
BEST STUFF.

To �nd a dealer near you, visit 
www.galbreathproducts.com/dealer-locator
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result in more jobs. But living in an area where over half of the homes are 
on municipal sewers and only 3 percent of homes are for sale and would 
require a septic system inspection – these are my prospective customers – i 
am thinking this is not the way to go.

AnsWeRs: This is almost funny. Angie’s List touts on TV how you have to 
earn being on their list and you can’t pay to get on their list. But then they 
solicit businesses to pay for their service. For that reason I’ve always been 
out. And on top of that, with all the reviews I’ve had on their site and the BBB 
(Better Business Bureau site), I haven’t received enough work from both of 
them put together to amount to much. If I had to choose between the two I 
would go with the BBB.
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I have been advised there is a new outfit called HomeAdvisor [www.
homeadvisor.com], which is about the same deal as Angie’s List except that it 
is free. I just got off the phone with the BBB before I turned on my computer 
this morning. I was with them for a couple of years about 10 years ago, but I 
only got a few jobs from that venue.
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I’ve been on HomeAdvisor for about two years. It works out well for me. It’s 
not free. They charge anywhere from $14 to $21 per lead. I close 95 percent of 
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Using Referral 
Websites
A poster wonders about the effectiveness of paying 
to include his pumping business on Angie’s List. 
Readers weigh in.

Overheard Online

THANKS
FOR

VISITING
 US

http://www.galbreathproducts.com/dealer-locator
http://www.pumper.com
www.septicserv.com/store
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Thanks For 
Visiting Us

THANKS FOR 
VISITING US

www.hino.com
www.biobugs.com
www.crystalenv.com


THANKS FOR 
VISITING US

www.chandlerequipment.com


S hotguns and duck hunting are ingrained in the bayou culture of Cut 
Off, La., so when pumper Chad Boudreaux – owner of Joe’s Septic 
Contractors and Joe’s Environmental – conceived a fundraiser to help 

struggling children in his community, he basically yelled “Pull!” and then 
swung and fired.

And to ensure the event’s participants kept smiling in the process – as 
if anyone wouldn’t have fun shooting clay birds – Boudreaux also gave the 
fundraiser a name that makes everyone grin while thinking of his company: 
“Shooting Da Crap.”

Boudreaux holds the sporting clays shooting competition annually on 
the company’s 40-acre property in Cut Off, a town of nearly 6,000 about 60 
miles southwest of New Orleans. This year’s event was held Feb. 28. Open to 
four-person shooting teams, the competition has drawn more participants 
every year.

Boudreaux and his wife, Trixy, were inspired to launch the fundraiser 
after discovering their son Colt, now 7, needed therapy for a speech disorder 
called speech apraxia. Colt visits the Center for Pediatric Therapy in 
Thibodaux, La., four days each week, where he and the other patients from 
newborns to adolescents receive individual and group therapy.

A HELPING HAND
“Not everyone can afford the kind of special therapy the center provides, 

so our fundraiser pays for scholarships for kids who would never get this 
help otherwise,” Boudreaux says. “It helps five to 10 kids per year with 
scholarships. We hear from families who 
tell us it’s making a big difference in their 
kids’ lives. That’s always great to hear.”

The 2014 event attracted 160 
shooters and their guests, who combined 
to raise nearly $50,000. In addition, 
the fundraiser features raffles and an 
auction, and donates to the “Give Kids the 
World” charity, which sends terminally 
ill children to Orlando, Fla. While there, 
the kids and their families visit the area’s 
theme parks and stay at the charity’s 
village, a 70-acre resort with over 144 
villas. Since opening in 1989, the village has accommodated over 130,000 
families from all 50 states and 75 countries.

Likewise, Cut Off and surrounding communities have long supported 
Joe’s Septic Contractors and Joe’s Environmental. Boudreaux says without 
that support from Cut Off – and nearby Houma, Thibodaux and Bayou Cane 
– his family’s business wouldn’t have survived the past six decades.

Boudreaux’s dad started the business in 1965, and Joe’s Septic 

AftEr hours

This Charity Event is a Blast
Louisiana pumper Chad Boudreaux launched a sporting 
clays fundraising shoot to thank his community and help 
its suffering children  By Patrick Durkin

A competitor waits to shoot clays over a pond 
on the Joe’s Septic Contractors and Joe’s 
Environmental property. (Photos courtesy of Joe’s 
Septic Contractors and Joe’s Environmental)

Chad and Colt Boudreaux

Contractors thrives today under Boudreaux’s ownership 
as a multifaceted company that serves southern 
Louisiana’s communities and the Gulf Coast’s oil and 
gas industry.

The company provides everything from basic 
portable restrooms to specialized vacuum trucks for 
pumping offshore tanks, vessels or treatment plants. 
In fact, to service this hard-working region, Joe’s Septic 
Contractors operates 21 work trucks, with builders 
including Vacutrux Limited, Satellite Industries, Dyna-
Vac Equipment, KeeVac Industries and Progress Tank. 
Portable sanitation equipment 
is varied and provided by 
Armal, Five Peaks, Wells Cargo, 
PolyPortables Inc., Alpha Mobile 
Solutions, McKee Technologies, 
Rich Specialty Trailers and 
Advanced Containment Systems.

 
USES POrtABLE rEStrOOMS

Even with wide-ranging responsibilities, Boudreaux makes time to 
run the “Shooting Da Crap” competition and fundraisers. And he requires 
participants to make serious financial commitments. A basic four-
person team membership costs $500, and Boudreaux also sells platinum 
memberships for $5,000 and silver memberships for $2,500 to companies 
that sponsor teams.

“It’s not hard to find shooters and sponsors when they hear where their 
money goes,” Boudreaux says. “And if they ever visit the Center for Pediatric 
Therapy or the ‘Give Kids the 
World’ village in Orlando, they 
feel really good about it. They’re 
helping a lot of kids who need all 
the help they can get.”

As you might guess, 
the “Shooting Da Crap” 
competition isn’t held on your 
typical sporting clays course. 
Boudreaux’s good humor and 
marketing skills ensure no one 
forgets his company’s role in the 
event. All but one of the course’s 
10 shooting stations feature a 
gutted-out portable restroom modified to include a shooting window “out 
back” and side windows so shooters can spot the clay targets when they’re 
launched by two nearby throwers. 

The 10th shooting station is even more memorable. It’s a commode 
fastened to a wharf overlooking a canal, and shooters must “sit on the 
throne” when shooting at clay targets flying over the water.

“They get a kick out of it when they walk out there to shoot,” Boudreaux 
says. “People down here start hunting and fishing as soon as they start 
walking. Hunting is part of everyone’s heritage. They just laugh, sit down and 
go with the flow. Most of them are duck hunters, so they’re used to sitting on 
a bucket in a blind and shooting.”

 
SHOOtING SPOrtS

Of course, putting 40 teams through a 10-station course takes planning, 
coordination and help from about 85 volunteers, some of whom stay on the 
main grounds to staff booths, serve food and run raffles. Boudreaux divides 

the teams into two flights and sends one 
flight out at 8 a.m. and the other at 11 a.m. 
It takes the 20 teams in each flight about 
two-and-a-half to three hours to shoot 
their way through the 10 stations.

Two experienced throwers at each 
station launch the clay birds from separate, 

unknown locations to simulate a hunting scenario. Shooters must bring their 
own shotgun, shells and hearing protection, and a golf cart for navigating the 
course. Shooters under 16 can compete, but only if accompanied by an adult 
and with proof they passed a hunter-education program.

Boudreaux says the fundraiser meshes well with the region’s culture 
because most residents grew up hunting in nearby woods, marshes and 
bayous. “Duck hunting is huge around here,” he says. “I started fishing with 
my dad when I was about 5, and like everyone else, I’ve been duck hunting 
almost as long. It’s not as good as it used to be, but we still go a lot. I didn’t 
start deer hunting until I was 30. We have a deer camp over in Mississippi 
about three hours away. I go every chance I get later in the fall. If we aren’t 
hunting in the fall, we’re probably in New Orleans watching football. We 
have season tickets for the Saints’ games.”

 
EVErYONE PItCHES IN

Even so, like all business owners of robust companies, Boudreaux goes 
nowhere without his cellphone. “My phone is on 24/7,” he says. “I’m in the 
office every day from 7 a.m. to 5 p.m., and the phone never stops ringing. 
We’re in the septic business and we cater to the oilfields. When they need 
us, we have to be there. I’m just fortunate to have good people in the office 
who can run the business while I’m not there. When they need to talk to me, 
I have to be there for them.”

He sees the same kind of devotion in those who help at the sporting 
clays fundraiser. “We’re very blessed with the volunteers we get,” he says. 
“The people in these small communities really come together for each 
other.” ■

             It helps five to
             10 kids per year with 
scholarships. We hear from 
families who tell us it’s making 
a big difference in their kids’ 
lives.That’s always 
great to hear.
                     - Chad Boudreaux

Above: Chad Boudreaux, right, promotes 
the charity clay shoot with a local radio host 
broadcasting from the event.

Left: Chad and Trixy Boudreaux are shown with 
their sons, Mason (left) and Colt.

Teams face a variety 
of shooting challenges 

on the 10-station 
course. Here, a shooter 

stands in an improvised 
portable restroom to 

aim at targets.
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miles southwest of New Orleans. This year’s event was held Feb. 28. Open to 
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Boudreaux and his wife, Trixy, were inspired to launch the fundraiser 
after discovering their son Colt, now 7, needed therapy for a speech disorder 
called speech apraxia. Colt visits the Center for Pediatric Therapy in 
Thibodaux, La., four days each week, where he and the other patients from 
newborns to adolescents receive individual and group therapy.
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so our fundraiser pays for scholarships for kids who would never get this 
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tell us it’s making a big difference in their 
kids’ lives. That’s always great to hear.”

The 2014 event attracted 160 
shooters and their guests, who combined 
to raise nearly $50,000. In addition, 
the fundraiser features raffles and an 
auction, and donates to the “Give Kids the 
World” charity, which sends terminally 
ill children to Orlando, Fla. While there, 
the kids and their families visit the area’s 
theme parks and stay at the charity’s 
village, a 70-acre resort with over 144 
villas. Since opening in 1989, the village has accommodated over 130,000 
families from all 50 states and 75 countries.

Likewise, Cut Off and surrounding communities have long supported 
Joe’s Septic Contractors and Joe’s Environmental. Boudreaux says without 
that support from Cut Off – and nearby Houma, Thibodaux and Bayou Cane 
– his family’s business wouldn’t have survived the past six decades.

Boudreaux’s dad started the business in 1965, and Joe’s Septic 

AftEr hours

This Charity Event is a Blast
Louisiana pumper Chad Boudreaux launched a sporting 
clays fundraising shoot to thank his community and help 
its suffering children  By Patrick Durkin

A competitor waits to shoot clays over a pond 
on the Joe’s Septic Contractors and Joe’s 
Environmental property. (Photos courtesy of Joe’s 
Septic Contractors and Joe’s Environmental)

Chad and Colt Boudreaux

Contractors thrives today under Boudreaux’s ownership 
as a multifaceted company that serves southern 
Louisiana’s communities and the Gulf Coast’s oil and 
gas industry.

The company provides everything from basic 
portable restrooms to specialized vacuum trucks for 
pumping offshore tanks, vessels or treatment plants. 
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almost as long. It’s not as good as it used to be, but we still go a lot. I didn’t 
start deer hunting until I was 30. We have a deer camp over in Mississippi 
about three hours away. I go every chance I get later in the fall. If we aren’t 
hunting in the fall, we’re probably in New Orleans watching football. We 
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us, we have to be there. I’m just fortunate to have good people in the office 
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Imagine a 
portable restroom 

built with Swiss watch 
precision that’s 

affordable.

Follow us on facebook

The 
Five Peaks 
advantage.

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

231.830.8099      866.293.1502     fivepeaks.net
PORTABLE RESTROOMS  |  HAND WASH STATIONS  |  MOBILE RESTROOM TRAILERS

SERVICE TRUCKS  |  DEODORIZER PRODUCTS  |  SUPPORT PRODUCTS  |  ACCESSORIES

You can stop imaginging. 
At Five Peaks our manufacturing advantage 

begins with our ability to offer you more.  

With all these advantages, it’s time you became 
one of our many satisfied customers.  

EXCEPTIONAL QUALITY
Five Peaks has an unmatched history of producing high quality portable restrooms. 
We pioneered the inclusion of standard features others only offered as expensive 

add-ons such as mirrors, a hover handle and utility hooks.

BETTER PRICING
From our elegant design to our service, know-how and responsible manufacturing, 

it’s nice to know that Five Peaks products remain competitively priced. 
We offer quantity discounts as well as specials and sales events. 

SUPERIOR DEPENDABILITY
Five Peaks units are designed for years of maintenance free service. 
Durable enough to handle day-to-day service on construction sites 

yet elegant enough to turn heads at special events.

Glacier II

THANKS
FOR

VISITING
 US

Truck Mounted 
Tanks for Septic, 
Portable Toilets, 

Grease Traps, Etc.

Aluminum,
Stainless,
and Steel

Vacuum Trailers  
in any Size

www.LonghornTank.Com

Call or Email Us For a Quote Today

800-422-9840     sales@longhorntank.com
PO Box 1147  Gravette, AR  75736    Fax 479-787-6935

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.

Available from 300 to 1500 Gallon  
Capacities, Single & Multi-Compartment 
Call for Availability!www.slideinwarehouse.com Call Us Today Toll-Free: 888-445-4892 SIW0314

Not all models available at all locations.

SIW0315

300 Gallon Waste/150 Gallon Fresh
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

*Available on approvals from now until February 26, 2015. First payment of $99 in 30 days, followed by two additional $99 monthly payments. First full payment occurs in the fourth month 
and will include document fees. Total out of pocket of $297 in first 120 days. All applications are subject to final credit approval by Direct Capital. Available to U.S. base customers only.

450 Gallon  
Aluminum Slide-In

Side Engine Style

$16,495
$8395 $15,495$7995

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

Not all models available at all locations.

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

Not all models available at all locations.

NO MONEY DOWN* Offer Expires at Close  
of the PSAI Show

950 Gallon (350/300), Aluminum Slide-
in, Flanged and dished heads, Condé 
SDS6 (115 CFM), Honda 9 HP Elec-

tric start, 30" tiger tail hose with 
valve and wand, 50" wash down 
hose, COMPLETE AND READY 
TO WORK

To get preapproved go to  
https://keevacindustriesinc.directcapital.com

Thanks For 
Visiting Us 163-T10

https://keevacindustriesinc.directcapital.com
http://www.LonghornTank.Com
mailto:sales@longhorntank.com
http://www.SIW0315
http://www.slideinwarehouse.com
http://www.slideinwarehouse.com
http://www.slideinwarehouse.com
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Imagine a 
portable restroom 

built with Swiss watch 
precision that’s 

affordable.

Follow us on facebook

The 
Five Peaks 
advantage.

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

231.830.8099      866.293.1502     fivepeaks.net
PORTABLE RESTROOMS  |  HAND WASH STATIONS  |  MOBILE RESTROOM TRAILERS

SERVICE TRUCKS  |  DEODORIZER PRODUCTS  |  SUPPORT PRODUCTS  |  ACCESSORIES

You can stop imaginging. 
At Five Peaks our manufacturing advantage 

begins with our ability to offer you more.  

With all these advantages, it’s time you became 
one of our many satisfied customers.  

EXCEPTIONAL QUALITY
Five Peaks has an unmatched history of producing high quality portable restrooms. 
We pioneered the inclusion of standard features others only offered as expensive 

add-ons such as mirrors, a hover handle and utility hooks.

BETTER PRICING
From our elegant design to our service, know-how and responsible manufacturing, 

it’s nice to know that Five Peaks products remain competitively priced. 
We offer quantity discounts as well as specials and sales events. 

SUPERIOR DEPENDABILITY
Five Peaks units are designed for years of maintenance free service. 
Durable enough to handle day-to-day service on construction sites 

yet elegant enough to turn heads at special events.

Glacier II

THANKS
FOR

VISITING
 US

http://www.pumper.com
www.fivepeaks.net
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® Stock, Standard, and Custom Vaccum Trucks

602-501-3792
Trucks and Tanks in Stock and Ready to Go! 

2000 Gallon Aluminum
Dual-Side Service 
Vacuum Truck

Standard 3500 
Gallon Septic Truck

www.southwestproducts.com

1000/500 Gallon
Dual-Side Service
Hot Dog Style 
Vacuum Truck

2000 Gallon Aluminum

Standard 1000/500 Gallon 
Dual-Side Service 
Vacuum Truck

1000/500 Gallon
Dual-Side Service
Hot Dog Style 
Vacuum Truck

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

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

GS-07F-0236V

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

• 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.

Thanks 
for  

Visiting 
Us

http://www.southwestproducts.com
http://www.bionetix-international.com
http://www.cohsi.com


www.natvac.com
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Thanks For 
Visiting Us

I t’s the most populated island in the nation and one of the most pop-
ulated in the world. It may be surprising to learn that about half the 
people on Long Island, N.Y., the bustling suburb of New York City, are 

served by onsite wastewater systems.
While it technically includes Brooklyn and Queens, two boroughs of 

NYC, the common definition of Long Island is the area covered by Nas-
sau and Suffolk counties; nearly 3 million people packed into 1,200 square 
miles.

Most of Nassau County (population 1.3 mil-
lion) is sewered, but infrastructure growth didn’t 
keep up with population growth over the last few 
decades in Suffolk County. With 1.5 million people, 
it has more than 360,000 residential onsite waste-
water systems, according to the county’s Depart-
ment of Health Services. Studies have shown that it 
would cost billions of dollars to provide sewer ser-
vice to everyone in the county.

So there is a large onsite industry represent-
ed by the Long Island Liquid Waste Association. 
Started in 1974, its 75 members represent about 95 
percent of the septic companies on Long Island, ac-
cording to Executive Director Linda Perlow, who 
has held the post since 1992.

 
An association for just two counties seems unusual. So the obvious 

question is why?
Perlow: Long Island is different than the rest of New York; it’s almost 

like its own body. We don’t have the same geography; we have sandy soil 
so our septic systems are different, and we have a lot of onsite systems. 
There is a need for the large number of onsite professionals we have; they 
are busy.

While most of Nassau County is sewered, about 70 percent of Suffolk 
County uses onsite systems. We all know many systems are not serviced 
on a regular basis or are in need of upgrading. As responsible business 
people in our industry, we would like to change this for the better. The 
county is analyzing on a house-by-house basis which homes should be 
sewered, which need improved onsite systems and which can be a part of 
neighborhood cluster projects.

Long Island is also very vulnerable to nitrogen intrusion. So these are 
things we’re discussing with our local communities and organizations to 
find common ground.

 

How is LILWA contributing to finding solutions?
Perlow: Our members live on Long Island, so not only are we con-

cerned about our businesses, we’re concerned about the well-being of 
our families. We have to come to grips with the fact that our infrastructure 
is not adequate to deal with the rapid growth of eastern Long Island and 
adopt rational policies to deal with it.

We are cooperating with local groups that have received grant fund-
ing. The Coordinated Environmental Solutions for Septic Problems Oc-
curring on Long Island project [CESSPOOL] was funded by a Local Wa-
terfront Revitalization Program grant from the New York Department of 
State. The goal is to raise public awareness of the importance of regular 
inspections, maintenance and repairing and/or upgrading residential on-

site systems.
The Long Island Sound Study 

Futures Fund, a partnership of 32 
municipalities, sponsored a con-
ference for local officials to raise 
their awareness. And it sponsored 
free field training certification for 
onsite professionals, local gov-
ernment staff, consultants, engi-
neers, planners and state officials.

You look back 30 years ago, 
we didn’t have the kind of fantas-
tic relationship we have now be-
tween government and the onsite 
industry. It used to be rallying the 
troops and circling the wagons. 
Now we work well together; they 
come to us to sit down and talk 
about what we have to do.

 
What has LILWA done to im-

prove the industry?
Perlow: LILWA was very involved in getting our own septic license for 

Suffolk County, which is very important. Contractors who do work on sep-
tic systems have to be licensed through the county. At one point they were 
covered by a home improvement license. Onsite wastewater is a whole 
different ballgame than things like kitchens, bathrooms and roofs. Nassau 
County still does it that way [installers must also be licensed plumbers], 
but onsite systems aren’t as prevalent there.

State of the states

 
 
Moving Ahead on Long Island
Wastewater contractors are setting new standards for professionalism 
in this densely populated area of suburban New York City  By Doug Day

              You look back 
              30 years ago, 
we didn’t have the kind 
of fantastic relationship 
we have now between 
government and the 
onsite industry. It used to 
be rallying the troops and 
circling the wagons. 
Now we work 
well together.

- Linda Perlow 

(continued)

Reach Linda Perlow at 
the Long Island Liquid 
Waste Association Inc. 
at www.lilwa.org or by 
calling 631/585-0448.

http://www.lilwa.org
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ulated in the world. It may be surprising to learn that about half the 
people on Long Island, N.Y., the bustling suburb of New York City, are 

served by onsite wastewater systems.
While it technically includes Brooklyn and Queens, two boroughs of 

NYC, the common definition of Long Island is the area covered by Nas-
sau and Suffolk counties; nearly 3 million people packed into 1,200 square 
miles.

Most of Nassau County (population 1.3 mil-
lion) is sewered, but infrastructure growth didn’t 
keep up with population growth over the last few 
decades in Suffolk County. With 1.5 million people, 
it has more than 360,000 residential onsite waste-
water systems, according to the county’s Depart-
ment of Health Services. Studies have shown that it 
would cost billions of dollars to provide sewer ser-
vice to everyone in the county.

So there is a large onsite industry represent-
ed by the Long Island Liquid Waste Association. 
Started in 1974, its 75 members represent about 95 
percent of the septic companies on Long Island, ac-
cording to Executive Director Linda Perlow, who 
has held the post since 1992.

 
An association for just two counties seems unusual. So the obvious 

question is why?
Perlow: Long Island is different than the rest of New York; it’s almost 

like its own body. We don’t have the same geography; we have sandy soil 
so our septic systems are different, and we have a lot of onsite systems. 
There is a need for the large number of onsite professionals we have; they 
are busy.

While most of Nassau County is sewered, about 70 percent of Suffolk 
County uses onsite systems. We all know many systems are not serviced 
on a regular basis or are in need of upgrading. As responsible business 
people in our industry, we would like to change this for the better. The 
county is analyzing on a house-by-house basis which homes should be 
sewered, which need improved onsite systems and which can be a part of 
neighborhood cluster projects.

Long Island is also very vulnerable to nitrogen intrusion. So these are 
things we’re discussing with our local communities and organizations to 
find common ground.

 

How is LILWA contributing to finding solutions?
Perlow: Our members live on Long Island, so not only are we con-

cerned about our businesses, we’re concerned about the well-being of 
our families. We have to come to grips with the fact that our infrastructure 
is not adequate to deal with the rapid growth of eastern Long Island and 
adopt rational policies to deal with it.

We are cooperating with local groups that have received grant fund-
ing. The Coordinated Environmental Solutions for Septic Problems Oc-
curring on Long Island project [CESSPOOL] was funded by a Local Wa-
terfront Revitalization Program grant from the New York Department of 
State. The goal is to raise public awareness of the importance of regular 
inspections, maintenance and repairing and/or upgrading residential on-

site systems.
The Long Island Sound Study 

Futures Fund, a partnership of 32 
municipalities, sponsored a con-
ference for local officials to raise 
their awareness. And it sponsored 
free field training certification for 
onsite professionals, local gov-
ernment staff, consultants, engi-
neers, planners and state officials.

You look back 30 years ago, 
we didn’t have the kind of fantas-
tic relationship we have now be-
tween government and the onsite 
industry. It used to be rallying the 
troops and circling the wagons. 
Now we work well together; they 
come to us to sit down and talk 
about what we have to do.

 
What has LILWA done to im-

prove the industry?
Perlow: LILWA was very involved in getting our own septic license for 

Suffolk County, which is very important. Contractors who do work on sep-
tic systems have to be licensed through the county. At one point they were 
covered by a home improvement license. Onsite wastewater is a whole 
different ballgame than things like kitchens, bathrooms and roofs. Nassau 
County still does it that way [installers must also be licensed plumbers], 
but onsite systems aren’t as prevalent there.

State of the states

 
 
Moving Ahead on Long Island
Wastewater contractors are setting new standards for professionalism 
in this densely populated area of suburban New York City  By Doug Day

              You look back 
              30 years ago, 
we didn’t have the kind 
of fantastic relationship 
we have now between 
government and the 
onsite industry. It used to 
be rallying the troops and 
circling the wagons. 
Now we work 
well together.

- Linda Perlow 

(continued)

Reach Linda Perlow at 
the Long Island Liquid 
Waste Association Inc. 
at www.lilwa.org or by 
calling 631/585-0448.

http://www.pumper.com
www.transwest.com
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We have LILWA board members who sit on the advisory commit-
tee for Suffolk County, which meets once a month. We are now trying to 
evolve their license into one that is more specific to what people do, such 
as pumping or installing.

We also have had our own voluntary certification for more than 20 
years. LILWA certification is good for three years. It started with pumpers 
and maintenance technicians and has expanded to include installers. Suf-
folk County is starting to look at the feasibility of using our certification for 
their licensing. That would be down the road, but we don’t know how far.

Many of the systems we have on Long Island were built 40-plus years 
ago. A lot of them are septic with block cesspools serving as the leachfield, 
and we are starting to have problems with the cesspools collapsing. We 
are working with the civic and government organizations on an onsite in-
spection requirement, probably at the time of the sale of a house. It has to 
be addressed, but you can’t have everyone replacing their cesspools; the 
cost would be astronomical. Doing it as houses are sold would be more 
affordable.

 
What other issues are on your radar?
Perlow: Our latest is grease. There is no place to dispose of grease on 

Long Island. It is being trucked to plants in northern Virginia and upstate 
New York, on the Canadian border. The cost of shipping it hundreds of 
miles is adding substantial cost and is becoming prohibitive. If it contin-
ues, companies will simply stop servicing the grease traps, leaving their 
customers with no alternative but to turn to the illegal dumpers.

(continued)

Long Island Liquid Waste Association 
Certification Program
The voluntary certification offered by LILWA is good for three years. Besides 
training and a two-hour test, Service Contractor Certification requires:

• A county consumer affairs license.

• No open complaints with a consumer affairs department.

• Letters of endorsement from three customers.

• Documentation of proper waste disposal.

• Minimum of $1 million liability insurance.

• At least one supervisor responsible for ensuring compliance with 
standards.

• Use of certified service people and subcontractors.

• Five years’ experience in the liquid waste industry.
 
Along with training and testing by LILWA, the Service Technician 
Qualification requires:

• Application through a compliant member company.

• Certification of five years’ experience or a minimum of three months 
under the direct supervision of a service technician having at least 
five years’ experience.

• Screening for substance abuse.

• Completion of a driver’s safety training program recognized by LILWA.

• Attendance at all classes, seminars and meetings as required by the 
association.

www.pikrite.com
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www.satelliteindustries.com
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THANKS FOR 
VISITING US

More power to you in the form of on-line training. Helpful videos, graphics and 
tests that get you and your team up to speed on maintaining and operating 
a Vac-Con truck more effi ciently and safely.
www.vac-con.com

A subsidiary of Holden Industries, Inc., Vac-Con is a 100% employee-owned company.
©2014 Vac-Con, all rights reserved.

Safety. 
Eff iciency. 
Sustainability.
That’s why we’ve created the industry’s 
most powerful on-line training system. 

VAC[ColePublishing_9x10.875].indd   1 7/7/14   6:03 PM
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What do you see as the future of the onsite industry on Long Island?
Perlow: Much of Long Island uses onsite systems and due to eco-

nomic constraints, it will be that way for some time to come. It would be 
economically unfeasible to try to sewer all of Suffolk County. As time goes 
by, hopefully people will replace their systems. The septic industry on 
Long Island will be here a lot longer than me, and that’s why professional-
ism is so important. ■

Lottery to give away 19 septic systems 
in Suffolk County

Improving onsite wastewater management in Suffolk County on Long 
Island, N.Y., was the focus of two developments last fall. Within days, the 
county announced it would be giving away 19 septic systems and the state 
pledged funding for a septic research project.

Selected Suffolk County homeowners will get free septic systems, 
along with five years of monitoring and maintenance, through a lottery being 
conducted by the county’s Reclaim Our Water initiative. The systems and 
maintenance, worth about $15,000 each, have been donated by four national 
manufacturers: BUSSE Green Technologies, Norweco, Orenco Systems and 
Hydro-Action Industries. The companies were selected through a Request for 
Proposals process issued by the county.

According to Suffolk County, the four firms will also work with the 
county’s Department of Labor, Licensing and Consumer Affairs to develop an 
extensive job training program to bring more septic and wastewater employ-
ment opportunities and help to create a homeowner awareness program to 
provide information on proper septic system maintenance.

“This initiative is a giant step toward improving the handling of Suffolk 
County’s unique septic system issues,” says Joe Garbarino, president of the 
Long Island Liquid Waste Association. “Upgrading and replacing failing onsite 
systems in Suffolk County is long overdue.”

Homeowners were invited to register for the lottery through the 
county’s website or by mail. The free septic systems do come with some 
strings attached. Winners must agree to allow site visits on their property for 
group tours twice a month for the first six months for educational purposes, 
and less frequent visits after that. Sampling will also be conducted monthly 
for the first six months, then quarterly for two years. Due to access require-
ments, the systems must be installed in front yards. Homeowners will also 
have to file a covenant on the property requiring a septic maintenance 
contract after the free service expires. The covenant will remain in place 
even if the home is sold. 

There are also restrictions dealing with the property, which must be 
owner-occupied. They include family size (three to nine people), depth to 
groundwater (at least 10 or 17 feet depending on the system to be installed) 
and being located at least 100 feet from wetlands and surface water.

“Advanced wastewater treatment systems for homeowners are a vital 
part of the solution to our water-quality crisis,” says County Executive Steve 
Bellone. “While this is not the single solution, this is one of the initiatives we 
are doing to reclaim our water here in Suffolk County.”

Gov. Andrew Cuomo also announced the state is providing $2 million in 
seed money to establish a research project in Suffolk County in 2015. Stony 
Brook University will run the program aimed at developing and commercial-
izing septic systems that do a better job of reducing nitrogen from getting 
into the groundwater and tidal estuaries of Long Island.

www.wallenstein.com
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economically unfeasible to try to sewer all of Suffolk County. As time goes 
by, hopefully people will replace their systems. The septic industry on 
Long Island will be here a lot longer than me, and that’s why professional-
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Island, N.Y., was the focus of two developments last fall. Within days, the 
county announced it would be giving away 19 septic systems and the state 
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Long Island Liquid Waste Association. “Upgrading and replacing failing onsite 
systems in Suffolk County is long overdue.”

Homeowners were invited to register for the lottery through the 
county’s website or by mail. The free septic systems do come with some 
strings attached. Winners must agree to allow site visits on their property for 
group tours twice a month for the first six months for educational purposes, 
and less frequent visits after that. Sampling will also be conducted monthly 
for the first six months, then quarterly for two years. Due to access require-
ments, the systems must be installed in front yards. Homeowners will also 
have to file a covenant on the property requiring a septic maintenance 
contract after the free service expires. The covenant will remain in place 
even if the home is sold. 

There are also restrictions dealing with the property, which must be 
owner-occupied. They include family size (three to nine people), depth to 
groundwater (at least 10 or 17 feet depending on the system to be installed) 
and being located at least 100 feet from wetlands and surface water.

“Advanced wastewater treatment systems for homeowners are a vital 
part of the solution to our water-quality crisis,” says County Executive Steve 
Bellone. “While this is not the single solution, this is one of the initiatives we 
are doing to reclaim our water here in Suffolk County.”

Gov. Andrew Cuomo also announced the state is providing $2 million in 
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Aluminum Tanks      •      Full Open Door Hoist Tanks 

Call for Pricing!

• Standard and custom tanks

•  Carbon steel and aluminum available

• A tradition of reliable service

•  Large range of sizes  

(400 - 6000 Gal.)

• Complete line of parts

Available On All Models
•  Hot Shift PTO with  

Automatic Transmission

• Balanced PTO Axle

• Heavy Duty Toilet Carrier

• Trailer Hitch

•  Spring Rewind Reel  

(Optional Dual Service)

• 2" Bucket Quick Fill

• Driver Side Work Station

• Dual Side Tool Box

•  Electric Water Pump 40 PSI 6 GPM 

(Air Pressurized Optional)

• Coated Water Compartment

• Full Set of Working Lights

• Truck-Lite Lights

• 50 ft. Water Hose with Nozzle

• Vacuum and Pressure Relief Valve

Stock Tanks 
Available

Put Our Experience to Work for You

Portable Toilet Trucks & Trailers

THANKS FOR 
VISITING US

LELY Commercial 
Wastehandling 
Equipment

THANKS FOR 
VISITING US

www.lelyus.com
www.cpacex.com
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CRESCENT TANK MFG.
CRESCENT TANK MFG.

If It Doesn’t Say Crescent Tank…
It is not a Crescent Tank  

There are many imposters but…
ONLY 1 Crescent Tank

Crescent Tank is the Only Flat Vacuum 
Tank Manufacturer.
Check out our new Website!

crescenttank.com
Get an instant quote!

We Warrant & Service What We Sell!
Patent # 6598242B1

www.crescenttank.com  585-657-4104   
info@crescenttank.com

CRESCENT TANK MFG.

Like us on 
Facebook

866.789.9440
www.keevac.com

P0315

Denver, CO
Bellefonte, PA
Kansas City, MO
Orlando, FL

Quebec, PC
Ontario, ON
Calgary, AB
Moncton, NB

Industries,  Inc.

• 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

• 4" waste discharge line with valve, adapter, and cap
• Anti-surge baffles

• Heavy duty toilet carrier with trailer hitch

2015 PETERBILT

Heated bucket fill, heated dump,  

Wash down pump and hose reel in heated cabinet

• 280 HP Cummins
• Allison 3000 RDS automatic

• 2500 Gallon Aluminum Tank
• NVE 607  380 CFM

• 950 Gallon (650X300) steel restroom tank
• Conde SDS6  115 CFM

• Fold down toilet carrier 2015 INTERNATIONAL 4300

$79,995

KeeVac Industries is 

proud to announce  

Sturgeon Tank is  

now our authorized  

Canadian Distributor!

Ind u s tr ie s

$107,950

• Cummins 220 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

• 4" waste discharge line with valve, adapter, and cap
• Anti-surge baffles

• Heavy duty toilet carrier with trailer hitch

Thanks for 
Visiting Us 163-T10

Pick yours up at 

the PSAI Show

In Nashville!
2015 INTERNATIONAL 4300

300 Gallon Waste/150 Gallon Fresh
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

950 Gallon (350/300), Aluminum Slide in, 
Flanged and dished heads, Conde SDS6  
(115 CFM), Honda 9 HP Electric start,  

30" tiger tail hose with valve and wand, 
50" wash down hose,  
COMPLETE AND READY TO WORK

* Available on approvals from now until February 26, 2015. First payment of $99 in 30 days, followed by two additional $99 monthly 
payments. First full payment occurs in the fourth month and will include document fees. Total out of pocket of $297 in first 120 days. 
All applications are subject to final credit approval by Direct Capital. Available to U.S. base customers only.

450 Gallon  
Aluminum Slide-In

Side Engine Style

$8395 $15,495$7995

NO MONEY DOWN* Offer Expires at Close  
of the PSAI Show

$105,995 $99,950Show  
Price

To get preapproved go to  
https://keevacindustriesinc.directcapital.com

2015 DODGE 5500 4X4

$16,495

http://www.crescenttank.com
mailto:info@crescenttank.com
www.bucksfab.com
www.hedstromplastics.com
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Facebook

866.789.9440
www.keevac.com

P0315

Denver, CO
Bellefonte, PA
Kansas City, MO
Orlando, FL

Quebec, PC
Ontario, ON
Calgary, AB
Moncton, NB

Industries,  Inc.

• 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

• 4" waste discharge line with valve, adapter, and cap
• Anti-surge baffles

• Heavy duty toilet carrier with trailer hitch

2015 PETERBILT

Heated bucket fill, heated dump,  

Wash down pump and hose reel in heated cabinet

• 280 HP Cummins
• Allison 3000 RDS automatic

• 2500 Gallon Aluminum Tank
• NVE 607  380 CFM
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• Conde SDS6  115 CFM

• Fold down toilet carrier 2015 INTERNATIONAL 4300

$79,995

KeeVac Industries is 

proud to announce  

Sturgeon Tank is  

now our authorized  

Canadian Distributor!

Ind u s tr ie s

$107,950
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• NVE primary moisture trap
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• 4" waste discharge line with valve, adapter, and cap
• Anti-surge baffles

• Heavy duty toilet carrier with trailer hitch
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Pick yours up at 

the PSAI Show

In Nashville!
2015 INTERNATIONAL 4300
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Electric Start 5.5 HP Honda, Condé Super 6 
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Flanged and dished heads, Conde SDS6  
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COMPLETE AND READY TO WORK

* Available on approvals from now until February 26, 2015. First payment of $99 in 30 days, followed by two additional $99 monthly 
payments. First full payment occurs in the fourth month and will include document fees. Total out of pocket of $297 in first 120 days. 
All applications are subject to final credit approval by Direct Capital. Available to U.S. base customers only.

450 Gallon  
Aluminum Slide-In

Side Engine Style

$8395 $15,495$7995

NO MONEY DOWN* Offer Expires at Close  
of the PSAI Show

$105,995 $99,950Show  
Price
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https://keevacindustriesinc.directcapital.com
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“T hanks so much! Great job! Send me your invoice and I’ll send you 
a check!” 

But when, exactly, will you get that check? And what to do 
if you don’t get it? Small-business experts can share their wisdom on that 
essential part of business: getting paid in our brave new world of clicks and 
tweets.

 
Delegate

First step: Remember that not everything is your job. “Have somebody 
whose job it is to manage accounts receivable, who feels good when the A/R 
is well managed and bad if A/R is hanging around. Measure that in collec-
tion days,” says Tim Berry, founder and chairman of Palo Alto Software and 
a business plan expert. And here’s another hint: If your business is really 
small, your collection person doesn’t have to be full-time. Try an account-
ing student from the local community college; verify credentials through the 
school career placement office.

But Berry also notes that sometimes an unpaid bill isn’t just an unpaid 
bill. “Don’t let yourself get cut off from the information that collection prob-
lems might give you.” Was there a problem? Some 
unhappy customers might just let the bill slide to the 
bottom of the pile rather than complain. So you and 
your collection person, Berry says, should “have 
safeguards and alerts to separate A/R problems 
from strategy.”

 
Digitize

Of course, to have accounts receivable, you 
need invoices. “Make it easy, as easy as possible,” 
Berry says. “Send your invoices electronically with 
a link to the payment facility. Keep it all clickable. 
The easier the credit card payment, the faster the 
cash flow.”

Maybe you’re still in the ink-on-paper world when it comes to the bills 
you hand out. But going digital can pay dividends.

For the ultimate in right-now invoicing, mobile card readers on smart-
phones or tablets can produce an invoice, process the payment and email a 
receipt right on the job site. Payment systems such as Square (www.squa-
reup.com) charge by the invoice like a credit card swipe fee, but also offer 
reports and can generate reminders. Square also offers appointment sched-
uling and sales reports with variable levels of access for different people in 
your business and integrates with certain bookkeeping systems. If you’re in 
the market for the organization and analytics Square offers, it might justify 

Square’s slightly higher per-transaction fee.
Intuit (www.intuit.com) offers point-of-sale transactions that tie into 

its QuickBooks bookkeeping system; the online payment tool PayPal (www.
paypal.com) provides a similar system. QuickBooks will also accept transac-
tions from Square and PayPal.

Amazon.com, the online retailer of absolutely everything (OK, maybe 
not a hydroexcavator), now offers its own point-of-sale system, Amazon Lo-
cal Register (localregister.amazon.com). All these systems – just like credit 
card processors – charge a per-transaction fee.

 
take plastic

Even without mobile card readers, credit card acceptance is just about 
essential. “The processing or handling fee for accepting payments by credit 
card is a small price to pay compared to writing off a bad debt and trying to 
recover from that loss,” says Kim R. Brown, a certified public accountant and 
principal at Mattina, Kent & Gibbons, P.C.

“The use of credit cards for receipt of payment has dramatically in-
creased, and for good reason. If you accept and process a credit card for pay-

ment, you know that if the charge on the card is ap-
proved you will receive payment,” Brown says.

With credit card acceptance comes inevitable 
security concerns; it’s hard to look at the credit card 
terminal the same way after reading about data 
breaches at major retailers like Target and Home 
Depot.

One route to increased safeguards for custom-
er data lies through EMV cards – short for Europay, 
MasterCard and Visa, a global standard for inte-
grated circuit cards or “chip cards,” as distinguished 
from the magnetic strip cards most of us have in our 
wallets. The major card companies now offer chip 

cards, usually as “chip and PIN cards,” requiring the customer to use a PIN at 
the point of sale rather than signing a receipt.

As an incentive for major banks to issue EMV cards and merchants to 
invest in the proper point-of-sale equipment to accept them, this October 
the card networks will institute a fraud liability shift. If a consumer’s card is 
involved in fraud, liability will fall on the party that didn’t upgrade to EMV: 
either the bank issuing the card or the merchant accepting it. For a FAQ on 
chip card technology, see https://www.chasepaymentech.com/faq_emv_
chip_card_technology.html.

MOney Manager

The Dash for Cash
Experts in the fine art of accounts receivable share the latest tips and techniques for getting paid now 
By Erik Gunn
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writer in Racine, Wis.

(continued)

Make it easy, as easy as 
possible. Send your invoices 

electronically with a link to the 
payment facility. Keep it all clickable. 
The easier the credit card payment, 
the faster the cash flow.

Tim Berry
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Thanks for 
Visiting Us

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

THANKS FOR 
VISITING US

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

NEW

•   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

Sink Lifting Bracket

TJ Handy Stand
Waterless Gel Touch 

Dispensers

60 Gallon Rinse Tank

In Business Since 1959

Interior View of Deluxe TJ-III
Thanks for 
Visiting Us

 

stay in touch
For regular customers who prefer to pay by check, Berry says, “Keep it 

on the surface in the relationship with customers and clients, up front, that 
you need working capital, and getting paid is related.” Prompt communica-
tion between your accounts receivable person and a customer lagging with 
a payment is essential.

“Accounts receivable needs to be monitored very closely,” says Brown. 
“Statements need to go out timely and communication with the customer 
needs to occur when payment terms have been exceeded.”

Berry adds: “Keep it in the context of a good relationship with client or 
customer. Nobody pays before a month. Watch for the normal pattern and 
worry about it when the normal pattern is broken.”

And when that pattern gets broken and your accounts receivable man-
ager reports that the customer is no longer taking calls and you’re consider-
ing staking out the customer’s house, Brown says, “Don’t kid yourself; if it is 
noncollectable, write it off. Carrying a lot of uncollectable accounts on your 
balance sheet distorts your financial condition.”

In these cases, again, regular communication with your accountant is 
critical. Brown notes that “if the business is on an accrual basis, you must 
attempt to collect prior to [any] write off for a tax deduction.”

As always, no single system is perfect for all businesses. Use what works 
well for your typical customer and your business style – and may all your 
customers pay in 15 days. ■

http://www.midstatetank.com
www.ospreybiotechnics.com
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QUESTION: When should I have my septic tank pumped?
 
ANSWER: In a previous column, I covered the information a service 

provider can give to homebuyers and homeowners, including a resource – 
The Homeowners Guide, which is available through the University of Min-
nesota Onsite Sewage Treatment Program and the Minnesota Extension 
Service – to help evaluate water-use patterns and determine septic tank 
pumping frequency.

A number of online columns by various “experts” of differing back-
grounds have been brought to my attention of late, pointing out that “When 
should I have my septic tank pumped?’’ is one of the most common ques-
tions homeowners ask.

In one of these columns, a building inspector – not a septic industry 
professional –  answered the question by saying pumping every one to two 
years was a waste of money, five-year intervals seemed to be a reasonable 
number, and if a homeowner has gone 12 years without a pumping, a “septic 
contractor” should be called as soon as possible to evaluate the system. The 
writer further stated that bacteria levels in the tank can be maintained by 
dumping a product down the toilet on a regular basis.

 
MONITOR SCUM AND SLUDGE

When a homeowner asks me these questions, this is how I answer 
them: A properly operating septic tank should have three distinct layers. 
There should be a floating scum layer on top that is made up of soap scum, 
oils and grease that float on the surface; a clear liquid zone where the efflu-
ent is taken to pass on to the next system component; and a black sludge 
layer composed of undigested solids.

When the sum of the depth of the scum and sludge layers exceeds 25 
percent of the operating depth of a tank, the tank needs to be pumped. So, 
for example, if the operating depth of a tank is 60 inches from the invert of 
the outlet to the bottom of the tank, a combination of sludge and scum layers 
measuring 15 inches or more indicates the need for pumping.

My discussion then turns to their water-use habits and patterns. I will 
point out that every family’s water usage is different. The number of residents 
in a home has an impact on how quickly scum and sludge layers accumu-
late. More people usually equates to more frequent pumping. Having water-
using devices such as washing machines, dishwashers, water softeners and 
garbage disposals points toward having the tank pumped more often.

 
SEEK PROFESSIONAL HELP

If homeowners don’t do full loads in the dishwasher or laundry, or if 
they use the toilet as a waste paper and cigarette butt receptacle, they will 

probably not only need to increase tank maintenance but also require in-
creased drainfield capacity to handle the additional water.

Regarding the comment about adding bacteria to keep the levels high 
in the tank, I would say the typical family adds bacteria through natural pro-
cesses. While bacterial additives don’t appear to harm septic systems, they 
may not be necessary either. My advice to homeowners who want to try a 
bacteria additive is to work with a septic service professional to choose the 
product and monitor its effectiveness.

Over the years I have heard that homeowners are advised to add other 
things to the tank to build beneficial bacteria, such as dead chickens, rotten 
beef and – my all-time favorite – horse manure. Hopefully we are all quick to 
dispel these notions!

Where I live, the county sends a form every three years for my service 
provider to fill out that says they have either pumped the tank or inspected 
the contents and determined that – based on the scum and sludge levels – it 
does not need to be pumped. At the sixth year, pumpout is mandatory. From 
my experience, at least in Minnesota, three years is an average number for a 
full-time residence with average water use. The inspection option is present 
because a number of the residences and systems are only used seasonally or 
intermittently which means accumulation may be slower.

 
EFFLUENT SCREENS

One development over the last decade or so is the requirement of ef-
fluent screens. These are very effective at making sure that larger solids, wet 
wipes and other foreign objects that may be flushed do not end up in other 
system components or the drainfield. If the homeowner does not have an 
effluent screen, hopefully we are all suggesting that this is a good idea and it 
should be added.

Along with this recommendation, it should be pointed out that if things 
are flushed or solids are moving, they will accumulate on the screen (this 
is its purpose, after all). This will cause a backup when the screen becomes 
fully plugged. Smaller screens will plug faster than larger ones. If they don’t 
want a high-water alarm installed in their tank, maintenance service inter-
vals should be shortened so the screen and tank can be inspected. 

When talking to a new customer or new homeowner, it’s a good time to 
suggest that regular visits on your part would ensure their tank continues to 
operate properly and give them peace of mind. Perhaps start with a visit after 
six months just to see what is happening, and then lengthening time frames 
after they learn about how fast the scum and sludge layers develop and how 
to deal with plugging issues relating to the effluent screen.

I welcome comments about how you answer the question, “When does 
my septic tank need pumping?’’ ■
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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. 

Time To Pump?
Help your customers decide on a septic tank pumping interval that will keep 
their systems working properly for years to come  By Jim Anderson, Ph.D.

mailto:editor@pumper.com
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are flushed or solids are moving, they will accumulate on the screen (this 
is its purpose, after all). This will cause a backup when the screen becomes 
fully plugged. Smaller screens will plug faster than larger ones. If they don’t 
want a high-water alarm installed in their tank, maintenance service inter-
vals should be shortened so the screen and tank can be inspected. 

When talking to a new customer or new homeowner, it’s a good time to 
suggest that regular visits on your part would ensure their tank continues to 
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I welcome comments about how you answer the question, “When does 
my septic tank need pumping?’’ ■
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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. 

Time To Pump?
Help your customers decide on a septic tank pumping interval that will keep 
their systems working properly for years to come  By Jim Anderson, Ph.D.

www.gapvax.com
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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

Join us on Facebook See the progress of some of our units in the making.

DOT Code &  
Non-Code  

Hoist & Rear 
Door Options

Mini Vac Trailers

Vacuum Septic Units

Portable Toilet  
Restroom  
Services  
Units.

Slide-In Units

Thanks  goes out to Bingmam  
On Site Portable from Florida  

for purchasing another  
Portable Restroom Service Unit.

Check out our website for more information: www.marshind.com

 Industrial Units DOT Code &  
Non Code

Aluminum Or Steel Tanks In A 
Variety Of Capacities.

Freeze-Up Problems?

Have freeze-up problems?
We’ve got the simple, low
cost ARCTIC BLASTER
THAWING DEVICE that
thaws pipes above and
below ground. The perfect
winter tool for: rental shops,
plumbers, battery opera-
tors, septic tank truckers,
farmers, feedlot operators,
native and remote housing,
mobile home parks, electri-
cal contractors, and more.
Use on plastic, copper or
ABS. Perfect for roof drains.

ARCTIC BLASTERS INC.
SUNDRE, ALBERTA
403.638.3934 • Fax: 403.638.3734 • www.arcticblaster.com

AUNTY SEPTIC SAYS...
“Invest in this little money-maker 
for excellent winter profits! 
Give your income a big boost!”

SIMPLE — SAFE — QUICK — CONVENIENT — ECONOMICAL

ORDER IT
TODAY!
It will probably pay for 

itself the 1st day you need it.

Get The ARCTIC BLASTER
THAWING DEVICE

Get The ARCTIC BLASTER
THAWING DEVICE

ARCTIC BLASTERS INC.
SUNDRE, ALBERTA
403.638.3934 • Fax: 403.638.3734 • www.arcticblaster.com

Bio-Plier 5500
CAT corporate special 
order model CT660L  
6x6 chassis with  
electrical specifications 
by Linco Precision.

5500 gal pressure/  
vacuum tank, 82" x 19', 
with 5/16" walls, and  
2 baffles.

Custom toolbar  
configurations to  
customer specifications.

Contact John Kelly for details at  
800-322-7156

Thanks for Visiting Us

THANKS
FOR

VISITING
 US

mailto:sales@marshind.com
http://www.marshind.com
http://www.arcticblaster.com
www.lincoprecision.com
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Classy TruCk Of The MOnTh

Kensington, Prince Edward Island, Canada

Kensington Septic Service Inc.

O wners Floyd and Dwayne Bryanton run this 1995 International 
4900 built out by previous owner Thomson Septic with a 
1,700-gallon steel tank and Wallenstein 402H pump. The truck 

is powered by a Navistar DT466 engine tied to an Eaton-Fuller seven-
speed transmission. The truck carries a rear-mounted backhoe built by 
the Bryantons to do light work like digging up tank lids. Under the tank 
is a repurposed scissor hoist to help with dumping. The truck features 
front and rear safety beacons, rear work lights, a rear 24-inch manway, 
4-inch inlet and outlet, steel wheels with rear chrome hubcaps and 
chrome horn. Graphics were provided by Dan’s Muffler and a fiberglass 
bug shield was fabricated in-house. Both owners drive the truck and 
perform residential septic service.  ■

Got a truck with real WOW appeal? Show it off to Pumper readers!
Send photos of your truck after it has been lettered with your  

company name. Any industry-related truck is acceptable. Please limit  
your submission to one truck only.

Your Classy Truck submission must include your name, company 
name, mailing address, phone number, and details about the truck,  
including tank size, cab/chassis information, pump information, the  
company that built the truck, and any other details you consider  
important. In particular, tell us what features of the truck help make  
your work life more 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! 

Thanks for 
Visiting Us

mailto:editor@pumper.com
www.chempace.com


www.pumper.com • Since 1979    March 2015      75

Classy TruCk Of The MOnTh

Kensington, Prince Edward Island, Canada

Kensington Septic Service Inc.

O wners Floyd and Dwayne Bryanton run this 1995 International 
4900 built out by previous owner Thomson Septic with a 
1,700-gallon steel tank and Wallenstein 402H pump. The truck 

is powered by a Navistar DT466 engine tied to an Eaton-Fuller seven-
speed transmission. The truck carries a rear-mounted backhoe built by 
the Bryantons to do light work like digging up tank lids. Under the tank 
is a repurposed scissor hoist to help with dumping. The truck features 
front and rear safety beacons, rear work lights, a rear 24-inch manway, 
4-inch inlet and outlet, steel wheels with rear chrome hubcaps and 
chrome horn. Graphics were provided by Dan’s Muffler and a fiberglass 
bug shield was fabricated in-house. Both owners drive the truck and 
perform residential septic service.  ■

Got a truck with real WOW appeal? Show it off to Pumper readers!
Send photos of your truck after it has been lettered with your  

company name. Any industry-related truck is acceptable. Please limit  
your submission to one truck only.

Your Classy Truck submission must include your name, company 
name, mailing address, phone number, and details about the truck,  
including tank size, cab/chassis information, pump information, the  
company that built the truck, and any other details you consider  
important. In particular, tell us what features of the truck help make  
your work life more 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! 

TREMCAR U.S.A. INC.
436, 12th Street N.E., Strasburg, OH   44680

Tel: 330-878-7708 • Fax: 330-878-5074
www.tremcar.com

NEW STOCK UNITS AVAILABLE
For details, please contact

PROFESSIONAL DESIGN   ADAPTED TO YOUR REQUIREMENTS

Vacuum DOT-412
Non-Code

Aluminium or
Stainless steel 

Truckmount
Semi-Trailer

with complete
pump installation

M. David Burke
(843) 290-5712

dburke@bostonsteel.com

Reggie Croteau
1-888-442-4888

croteaur@tremcar.com

THANKS
FOR

VISITING
 US

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.

http://www.pumper.com
http://www.tremcar.com
mailto:dburke@bostonsteel.com
mailto:croteaur@tremcar.com
mailto:editor@pumper.com
www.explorertrailers.com
www.amtpump.com
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©2015 Alpha Aromatics Inc.

DISCOVER OUR FULL LINE OF

Surco Products    290 Alpha Drive    RIDC Industrial Park    Pittsburgh, PA 15238

Look for the Metazene® logo for your assurance
of true molecular odor control technology

WARNING: Patent Pending

W
OW

!

Choose from a variety of scents!

2015 PRODUCT HIGHLIGHTS

THANKS
FOR

VISITING
 US

800-589-5254Manufacturing 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

THANKS
FOR

VISITING
 US

http://www.acrotrailer.com
www.pumperhose.com
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I n November 2011, the U.S. Environmental Protection Agency renewed a 
partnership through a Memorandum of Understanding with 16 public and 
private sector organizations in order to improve nationwide decentralized 

wastewater management. In November 2014, the partnership continued to 
grow with the addition of the International Association of Plumbing and 
Mechanical Officials, National Rural Water Association and the National 
Association of Home Builders. Since its creation in 2005, the partnership 
has generated many successes marked by better cooperation, collaboration, 
consultation and communication among the various organizations.

Last fall, the National Association of Wastewater Technicians and 20 
other public and private sector organizations and governmental agencies 
were represented at the EPA MOU renewal signing in Washington, D.C. 
Jeff Rachlin, NAWT president, NAWT Secretary Tom Ferrero and Bruce Fox 
attended the signing. Their presence represented the interest of wastewater 
technicians on Capitol Hill. NAWT has done a tremendous amount of work 
to educate both industry professionals and the public on matters related to 
wastewater, septic systems and their safety.

Some highlights of the efforts put forth by the MOU:
 
MOU Partnership papers
In 2012, the EPA Decentralized MOU Partnership developed four 

short papers for state, local and tribal government officials (which can be 
found at http://water.epa.gov/infrastructure/septic/Decentralized-MOU-
Partnership-Products.cfm) as well as interested stakeholders, which include 
information on the uses and benefits of decentralized wastewater treatment 
and examples of where it has played an effective role in a community’s 
wastewater treatment infrastructure. These papers include an introductory 
paper as well as three papers detailing the economic, environmental and 
public health aspects related to decentralized wastewater treatment.

 
Increased training and workshops
Attendance at training and workshops for installers and pumpers has 

increased noticeably over the past three years and feedback has been extremely 
positive. The partners have continued to collaborate on training efforts – relying 
on the combined strengths of each organization. Between 2012 and 2014, 
NAWT conducted training workshops in the areas of vacuum truck technician, 
installer and inspector/maintenance for 2,000 industry professionals.

Other EPA MOU highlights include: Installer Curriculum, Model 
Performance Code, MOU “Partnership Ally,” MOU Exhibit Booth, 
SepticSmart, SepticSmart Week, Webcast Services and Technology.

MOU Partners
The private sector organizations 

and governmental agencies represented 
at the EPA MOU signing and not 
mentioned earlier are the Agency of 
Toxic Substances and Disease Registry, 
Association of Clean Water Administrators, Association of State Drinking 
Water Administrators, Association of State and Territorial Health Officials, 
U.S. Centers for Disease Control and Prevention, U.S. Department of 
Health and Human Services, Ground Water Protection Council, National 
Association of Towns and Townships, National Environmental Health 
Association, National Environmental Services Center, National Onsite 
Wastewater Recycling Association, National Sanitation Foundation, Rural 
Community Assistance Program, State Onsite Regulations Alliance, Water 
Environment Federation and Water Environment Research Foundation.

2016 NAWT Excellence in Service Award
The deadline is fast approaching for NAWT’s 2016 Excellence in Service 

Award. All applications must be completed and postmarked by Nov. 2. Any 
applications received after the deadline will be placed on file for the next 
calendar year.

 
2016 NAWT Hapchuk Scholarship
The deadline for the 2016 NAWT Hapchuk Scholarship must be received 

or postmarked by Jan. 1, 2016, to be considered for the scholarship.
For more details regarding NAWT’s 2016 Excellence in Service Award or 

Hapchuk Scholarship please visit the NAWT website (www.nawt.org). If you 
have questions regarding NAWT please feel free to contact us at 800/236-
6298 or info@nawt.org. ■

EPA MOU is raising awareness about decentralized 
wastewater benefits, improving training opportunities

By Dhru Bhatt

NAWT BOARD OF DIRECTORS:
Jeff Rachlin, President, PA
Gene Bassett, Vice-President, NM
Ralph Macchio, Treasurer, NY
Tom Ferrero , Secretary, PA
Tom Frank, Past President, OH
Jim Anderson, Ed. Comm., MN

NAWT EXECUTIVE ADMINISTRATOR:    Donn Lesko

John Creed, IN
Jace Ensor, NM
Bill Hall, CT
Mitch Okerstrom, MN
Kit Rosefield, CA

Susan Ruehl, OH
Mark Scott, MI
Hollis Warren, DE
Roger S. Winter, ON, Canada

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

Jeff Rachlin, NAWT president (front 
row, fourth from right), took part in 
the renewal ceremonies for the U.S. 
Environmental Protection Agency 
decentralized wastewater partnership 
with many organizations.

http://www.nawt.org
http://water.epa.gov/infrastructure/septic/Decentralized-MOU-Partnership-Products.cfm
http://water.epa.gov/infrastructure/septic/Decentralized-MOU-Partnership-Products.cfm
http://water.epa.gov/infrastructure/septic/Decentralized-MOU-Partnership-Products.cfm
http://www.nawt.org
mailto:info@nawt.org
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Systems
ScreencO

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 anywhere

PORTABLE SEPTIC  
RECEIVING STATIONS

Aluminum & Stainless Construction

Thanks For Visiting Us

We own the name. 

You’ve earned the name.

Since 1979

http://www.ScreencoSystems.com
mailto:screencosys@gmail.com
www.vacutrux.com
http://www.ScreencoSystems.com
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 AlArms

SJE-RhombuS PS PatRol SyStEm
The PS Patrol pedestal-style high-water alarm sys-
tem from SJE-Rhombus provides a location to con-
nect all wiring required for a pumping station appli-
cation. It employs a receptacle to accept a 120-volt 
pump and piggyback pump switch. The sleek Type 
3R enclosure includes a removable cover for easy 
access for field wiring. All internal components are 
protected from the elements. Red LEDs illuminate 
the top of the cover in an alarm condition for 360-degree visual identifica-
tion. The controller accepts a 5-inch-square plastic post or 4-inch pipe/con-
duit for mounting. The system has automatic alarm reset, green power-on 
indicator and a flush mount horn silence/alarm test switch. Auxiliary con-
tacts are included for easy attachment of remote devices. 888/342-5753; 
www.sjerhombus.com.

 ATUs

advancEd dRainagE 
SyStEmS gEo-flow
The GEO-flow HDPE pipe-leaching sys-
tem from Advanced Drainage Systems pro-
motes an oxygen-rich environment for increased bio-
mat activity. It is composed of a 10-inch-diameter, single-wall high-density 
polyethylene corrugated pipe surrounded in a polypropylene grid, both 
encased in geotextile fabric. This design creates equal distribution and en-
hances the biological reduction of wastewater before it leaves this gravelless 
pipe system. According to the manufacturer, it has a test-proven treatment 
capability that supports the system sizing reductions of many state health 
departments. 419/424-8275; www.ads-pipe.com.

hydRo-action 
induStRiES SEt-n-go
The Set-N-Go onsite wastewater treatment 
unit from Hydro-Action Industries utilizes 
an activated sludge treatment process that 
adds oxygen to wastewater where aerobic 
bacteria metabolize the waste. Then it sepa-
rates in a clarification chamber without the 
use of media filters or carbon additives. The three-tank 
combination operates as a single unit offering pretreatment, aerobic treat-
ment and a pump tank. Systems are available as 72-inch-tall standard and 
52-inch-tall low-profile models. They are NSF Standard 40 and 245 Nitro-
gen Reduction approved with testing results of an average CBOD5 of 4 
mg/L (98.5 percent reduction), TSS 9 mg/L (95.25 percent reduction) and 
5.1 mg/L dissolved oxygen. Nitrogen reduction averages less than 10 mg/L 
TN and 79 percent reduction in total nitrogen removal. 800/370-3749; 
www.hydro-action.com.

 FIlTErs

anua comPact 
monafil
The Compact Monafil zero-energy 
biofiltration system from Anua 
uses specialized media for the re-
moval of odors, VOCs, sulfur and nitrogen-based compounds. The proper-
ties of the granular high-density peat media have proven to be a key factor 
in achieving high-performance removal and extended media life, according 
to Anua. It also uses recycled shell-based media to maintain a neutral pH 
within the prepackaged biofilter. The peat and shells ensure optimal odor 
control while simplifying operation and enhancing system reliability. It is 
based on technology used successfully for more than 20 years in odor con-
trol applications. 800/787-2356; www.anua-us.com.

Onsite Septic Systems 
and Maintenance
By Craig Mandli

Product Focus

(continued)

http://www.sjerhombus.com
http://www.ads-pipe.com
http://www.hydro-action.com
http://www.anua-us.com
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Jerry Kirkpatrick
&

Richard Auerbach

Tank World Corp

New Trucks
Refurbish Old Trucks
Dewatering Boxes
Vacuum Trucks
Parts for pumps
Rebuild Kits in Stock
Rebuild pumps
Custom Jon Carriers
Standard Jon Carriers

Jerry’s cell 623-680-2037
jkstanks1@gmail.com
Office 623-536-1199
tankworld01@gmail.com

Think Tanks

12007 W. Peoria Ave
El Mirage, Az 85374
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Onsite Septic Systems 
and Maintenance
By Craig Mandli

Product Focus

(continued)

http://www.pumper.com
mailto:jkstanks1@gmail.com
mailto:tankworld01@gmail.com
www.fssolutionsgroup.com
www.propump.com


84     Pumper • March 2015

 FIlTErs

ElJEn coRPoRation gSf
The Geotextile Sand Filter advanced 
wastewater treatment and dispersal sys-
tem from Eljen Corporation provides 
treatment and dispersal in the same footprint 
while keeping installations easy and maintenance 
minimal. Eljen cites independent testing showing that its performance is 
compliant with NSF/ANSI Standard 40 Protocol, and provides advanced 

treatment of septic tank effluent to better than secondary 
levels. 800/444-1359; www.eljen.com.

 
Polylok EffluEnt filtER
Effluent filters from Polylok are easy to install, clean and 
service, prolonging the life of a septic system and leaching 
field. They can be used for residential and commercial ap-
plications ranging from 800 to 10,000 gpd, with filter alarms 
available to notify the owner when servicing is required. 
855/893-5461; www.polylok.com.

 
PREmiER tEch 
aqua Ecoflo 

coco filtER
The NSF International-certified Ecoflo 
Coco Filter from Premier Tech Aqua 
is designed to protect ecosystems using 
a natural coco-husk-fragment-based 
filtering media that biologically treats pol-
lutants and acts as a barrier to retain sol-
ids. The natural organic filtering media allows for recycling of the spent fil-
tering media to produce renewable energy or compost for soil amendment. 
It offers a large, compact filtering media surface and uses no energy to treat 
wastewater. According to the manufacturer, the filtering media is capable 
of sustaining a 40 percent increase of treatment capacity. 800/632-6356; 
www.premiertechaqua.com.

 
SEPtitEch StaaR
STAAR (Smart Trickling Anaero-
bic/Aerobic Recirculating) filter 
systems from SeptiTech, a subsid-
iary of Bio-Microbics, use an en-
hanced, unsaturated media filter 
technology for the equalization and 
clarification process to treat high or-

ganic loads that integrate with other technologies and accessories. They are 
designed to maintain low levels of Nitrate-N, with all below-grade compo-
nents that fit in available concrete, plastic or fiberglass tanks. The smart con-
troller recognizes situations dealing with peak, low, intermittent or no-flow 
conditions, allowing the system to go into a sleep mode that will dial down 
activity and eventually shut all power off until normal flow conditions are 
detected. This allows the system to achieve lower operating costs and power 
requirements. 800/318-7967; www.septitech.com.

 lIds

bREnlin comPany SEal-R
Seal-r septic tank lids from BrenLin Company 
create a strong seal between the septic tank and 
the riser, designed to eliminate water infiltration 
between the riser and the tank. They are made of 
durable materials, range from 12 to 42 inches, and 
can be personalized with a service provider’s com-
pany information. The 42-inch lid meets growing demand for bigger risers to 
accommodate new technology equipment. 888/606-1998; www.seal-r.com.

 
oREnco SyStEmS 
duRafibER lid
The 24-inch DuraFiber Lid from Orenco 
Systems is made of resin-infused fiberglass 
fabrics for durability and damage resistance 
with breaking strengths in excess of 20,000 
pounds. It fits most ribbed PVC and HDPE 
riser pipe and weighs 11 pounds. It has a flat-
style flange, allowing flush-to-grade installa-

tion; a cored centering ring, providing an easily aligned, snug fit; and a soft 
urethane gasket to help provide a watertight seal. Lids include four 5/16-
inch stainless steel flathead screws and a hex wrench. Optional 2- or 4-inch 
insulation is available, which can be preinstalled at the factory or installed 
on site with a hardware kit. They have a nonskid surface with customizable 
center insert, along with a molded-in “Caution” statement. In addition to 
the standard green color, they’re available in three landscape patterns – 
grass, river rock and bark. 800/348-9843; www.orenco.com.

 
RotoSolutionS 
Roto-moldEd tank lid
RotoSolutions roto-molded septic tank lids 
are manufactured out of lightweight and dura-
ble polymers for easy handling and transport. 
They come with hardware kits that include 
stainless steel components. Lids are sold in 
boxes of six and are made to fit 12-, 18- or 24-
inch I.D. corrugated pipe. They can be filled with sand for added security. 
They are easy to ship and install. 800/868-0973; www.rotosolutions.com.

 
Sim/tEch filtER 
locking RiSER lid
Locking riser lids from Sim/Tech Filter 
are mainly for use on frequent access 
systems. Instead of screws, there is a 
six-point locking web engaged and dis-

engaged with the use of a push release tool. The web locks and 
holds the lid in place in the same motion, eliminating the problems 

of missing screws and worn-out screw holes. It is fast and easy to access the 
tank, while impossible for young children to remove. The lid is designed to 
fit 24-inch-diameter Sim/Tech risers, or double-wall corrugated or ultra-rib 
pipe. 888/999-3290; www.simtechfilter.com.
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Portable Restroom Trailers

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

800.592.3308 • 270.527.9945

Polished Aluminum Skirting and Tool Boxes

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

Rodne y Lane ’s CeLL 270.832.3793

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

13" Tires
23" High

•  2015 International  
Terastar, 1100 Waste,  
400 Fresh ...........$79,000

•   2015 Ford F-550,  
950 Waste, 300 Fresh,  
Gas .....................$64,000

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

•  2015 International  
Terastar, 1000 Waste,  
300 Fresh ............$75,000

•   2015 Ford F-550,  
900 Waste, 300 Fresh,  
Gas ......................$61,000

Steel Tanks Aluminum Tanks

•  2015 Dodge 5500,  
900 Waste, 300 Fresh .. $75,000 
4x4 ............................... $78,500

•   2015 Dodge 5500,  
1000 Waste, 300 Fresh . $72,000 
4x4 ................................ $75,500

PATENTED TECHNOLOGY FOR PUMPING

Proudly made in the USA

POWER BOOSTERS:
Have no moving parts
Require no gas or maintenance
Attach to the end of the hose, no heavy 
equipment to hold
Feature rugged lightweight construction, the 
3 Inch unit only weighs 10 lbs.

Now you will BUST IT UP/MIX IT  
              UP and PUMP IT UP IN  
                       RECORD TIMEpressurelift.com 

972.355.0550

Thanks For 
Visiting Us

GET STRAIGHT ANSWERS TO ALL YOUR  
QUESTIONS AND WATCH THESE UNITS IN ACTION

WHY A POWER BOOSTER?

Power Booster Sizes:  

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

Decrease pumping time/Increase profits
Get the competitive edge – Be the 
company who gets the job done where 
others have failed
Conquer deep lifts and long hose runs
Reduce work load on equipment/Keep 
the pump cooler

 FIlTErs

ElJEn coRPoRation gSf
The Geotextile Sand Filter advanced 
wastewater treatment and dispersal sys-
tem from Eljen Corporation provides 
treatment and dispersal in the same footprint 
while keeping installations easy and maintenance 
minimal. Eljen cites independent testing showing that its performance is 
compliant with NSF/ANSI Standard 40 Protocol, and provides advanced 

treatment of septic tank effluent to better than secondary 
levels. 800/444-1359; www.eljen.com.

 
Polylok EffluEnt filtER
Effluent filters from Polylok are easy to install, clean and 
service, prolonging the life of a septic system and leaching 
field. They can be used for residential and commercial ap-
plications ranging from 800 to 10,000 gpd, with filter alarms 
available to notify the owner when servicing is required. 
855/893-5461; www.polylok.com.

 
PREmiER tEch 
aqua Ecoflo 

coco filtER
The NSF International-certified Ecoflo 
Coco Filter from Premier Tech Aqua 
is designed to protect ecosystems using 
a natural coco-husk-fragment-based 
filtering media that biologically treats pol-
lutants and acts as a barrier to retain sol-
ids. The natural organic filtering media allows for recycling of the spent fil-
tering media to produce renewable energy or compost for soil amendment. 
It offers a large, compact filtering media surface and uses no energy to treat 
wastewater. According to the manufacturer, the filtering media is capable 
of sustaining a 40 percent increase of treatment capacity. 800/632-6356; 
www.premiertechaqua.com.

 
SEPtitEch StaaR
STAAR (Smart Trickling Anaero-
bic/Aerobic Recirculating) filter 
systems from SeptiTech, a subsid-
iary of Bio-Microbics, use an en-
hanced, unsaturated media filter 
technology for the equalization and 
clarification process to treat high or-

ganic loads that integrate with other technologies and accessories. They are 
designed to maintain low levels of Nitrate-N, with all below-grade compo-
nents that fit in available concrete, plastic or fiberglass tanks. The smart con-
troller recognizes situations dealing with peak, low, intermittent or no-flow 
conditions, allowing the system to go into a sleep mode that will dial down 
activity and eventually shut all power off until normal flow conditions are 
detected. This allows the system to achieve lower operating costs and power 
requirements. 800/318-7967; www.septitech.com.

 lIds

bREnlin comPany SEal-R
Seal-r septic tank lids from BrenLin Company 
create a strong seal between the septic tank and 
the riser, designed to eliminate water infiltration 
between the riser and the tank. They are made of 
durable materials, range from 12 to 42 inches, and 
can be personalized with a service provider’s com-
pany information. The 42-inch lid meets growing demand for bigger risers to 
accommodate new technology equipment. 888/606-1998; www.seal-r.com.

 
oREnco SyStEmS 
duRafibER lid
The 24-inch DuraFiber Lid from Orenco 
Systems is made of resin-infused fiberglass 
fabrics for durability and damage resistance 
with breaking strengths in excess of 20,000 
pounds. It fits most ribbed PVC and HDPE 
riser pipe and weighs 11 pounds. It has a flat-
style flange, allowing flush-to-grade installa-

tion; a cored centering ring, providing an easily aligned, snug fit; and a soft 
urethane gasket to help provide a watertight seal. Lids include four 5/16-
inch stainless steel flathead screws and a hex wrench. Optional 2- or 4-inch 
insulation is available, which can be preinstalled at the factory or installed 
on site with a hardware kit. They have a nonskid surface with customizable 
center insert, along with a molded-in “Caution” statement. In addition to 
the standard green color, they’re available in three landscape patterns – 
grass, river rock and bark. 800/348-9843; www.orenco.com.

 
RotoSolutionS 
Roto-moldEd tank lid
RotoSolutions roto-molded septic tank lids 
are manufactured out of lightweight and dura-
ble polymers for easy handling and transport. 
They come with hardware kits that include 
stainless steel components. Lids are sold in 
boxes of six and are made to fit 12-, 18- or 24-
inch I.D. corrugated pipe. They can be filled with sand for added security. 
They are easy to ship and install. 800/868-0973; www.rotosolutions.com.

 
Sim/tEch filtER 
locking RiSER lid
Locking riser lids from Sim/Tech Filter 
are mainly for use on frequent access 
systems. Instead of screws, there is a 
six-point locking web engaged and dis-

engaged with the use of a push release tool. The web locks and 
holds the lid in place in the same motion, eliminating the problems 

of missing screws and worn-out screw holes. It is fast and easy to access the 
tank, while impossible for young children to remove. The lid is designed to 
fit 24-inch-diameter Sim/Tech risers, or double-wall corrugated or ultra-rib 
pipe. 888/999-3290; www.simtechfilter.com.

(continued)

Thanks For 
Visiting Us

FIND OUT HOW.
FREE subscription at digdifferent.com

Beyond 
buckets 
and blades.

www.pressurelift.com
http://www.lanesmobilejohn.com/
www.septicdrainer.com
www.digdifferent.com
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aShland PumP EP50
The EP50 effluent pump from Ashland Pump has a 
continuous-duty rated, energy-efficient 1/2 hp PSC mo-
tor with performances reaching 105 gpm and 53 feet of 
head pressure. It is constructed of heavy-duty cast 
iron with a cast iron impeller capable of passing 3/4-
inch solids. It is available in 115-volt with a wide-
angle piggyback switch and also in 230-volt manual 
versions. 855/281-6830; www.ashlandpump.com. 

 
chamPion PumP comPany 
cPEh5
The CPEH5 from Champion Pump Company is 
designed to pump through a long run of pipe or 
high static heads. The cast iron 3/4-inch solids-
handling effluent pump has a 65-foot shut-off 
head. It will pump effluent through the equiva-
lent of 5,200 feet of 2-inch pipe (based on a 5-foot 
static head). The 35-pound unit has an internal 
seal and secondary V-cup exclusion seal. The 
rotating components of the seal are in the mo-

tor housing lubricated by the effluent. The high-efficiency 115-volt (or op-
tional 230-volt) PSC motor with upper and lower ball bearings is protect-
ed by a thermal overload switch. Power cords are available up to 100 feet. 
800/659-4491; www.championpump.com.

 
EnviRonmEnt onE coRPoRation 
ExtREmE
The Extreme grinder pump from Environment One 
Corporation has 185 feet TDH capability, corrosion 
protection and expanded communication capabilities. 
It requires no preventive maintenance and is available 
in prepackaged wet well/dry well, wet well, indoor and 
Gatorgrinder stations. It is configured for aftermarket 
upgrades. The grinder pump station collects all of the 
wastewater from the home, grinds up any solids and 
then moves the effluent through a 1 1/4- to 4-inch pipe 
to treatment. It can be used on geotechnically challenging sites such as 
rocky, hilly and wet terrain. 518/346-6161; www.eone.com.

 
fRanklin ElEctRic fPS nc SERiES
Submersible centrifugal FPS NC Series non-clog pumps from 
Franklin Electric are available in 3- and 4-inch 125 ANSI flange 
discharge connections in 3, 5, 7.5 and 10 hp models with heads 
up to 66 feet and flows up to 610 gpm. They can pass up to 
3-inch solids, retrofit to any standard rail system and contain 

replaceable internal components. Ductile-iron-casted im-
pellers provide added corrosion resistance and handle 
rigid debris. A Fluoroelastomer motor enclosure sealing 
system improves chemical and temperature resistance, 
while a double-row ball lower bearing offers ideal load-

ing and wear characteristics. It has a field-adjustable wear 
plate. 800/701-7894; www.franklinengineered.com.

godwin 
dRi-PRimE nc150
The Dri-Prime NC150 sewage pump 
from Godwin, a Xylem brand, of-
fers flows to 1,767 gpm and discharge 
heads to 195 feet. It has Flygt N-tech-
nology with a hard-iron (60 HRC) self-
cleaning non-clog impeller and insert ring. The Dri-Prime automatic self-
priming system primes and re-primes from dry to 28 feet without operator 
assistance. It has a dry-running high-pressure oil bath mechanical seal with 
highly abrasion-resistant silicon carbide faces. Its close-coupled centrifugal 
pump allows for easy pump end or engine/motor changeover in the field. It 
can be customized with a diesel engine or electric motor, highway trailer or 
skid-mounted, or quiet enclosure. It is available as a Godwin DBS for pump 
station backup. 800/247-8674; www.godwinpumps.com.

 
goRman-RuPP comPany 
REliaPRimE
The ReliaPrime emergency bypass station 
from Gorman-Rupp Company has a 6-inch 
Super T Series pump capable of passing 3-inch 
spherical solids. A soundproof, lightweight alu-
minum enclosure has lockable door panels that 
can be removed for maintenance. The unit is a 
complete backup package, ready for hook-up. 

419/755-1011; www.grpumps.com.

 
gouldS watER tEchnology 3Sd
The 3SD submersible, non-clog sewage pump from Goulds 
Water Technology – a Xylem brand combines dual hard-
face mechanical seals with a 300-series stainless steel keyed 
shaft motor. It has a cast iron, two-vane semi-open, non-clog 
impeller with pumpout vanes for mechanical seal protec-
tion. The pump is balanced for smooth operation, has a 
seal sensor probe and can run dry without damaging 
the inner components. It comes in single- and three-
phase options with a range of 1.5 to 5 hp, supporting 
several hydraulic requirements. It is certified by UL 
and CSA. 866/325-4210; www.goulds.com.

 
hydRa-tEch PumPS S3t 
The S3T 3-inch hydraulic drive submersible trash 
pump from Hydra-Tech Pumps fits into 12-inch 
openings and is used where lightweight, high-

volume trash pumps are needed. When com-
bined with HT11 to HT15 power units, it is 
capable of flows up to 380 gpm. The variable-
speed hydraulic drive is a safe alternative to 
be used where electric power is hazardous or 

impractical. A small-hole water strainer is avail-
able for jobs with limited solids. 570/645-3779; 

www.hydra-tech.com.
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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 • 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 •

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

$97ON
LY

( Coupled M X F Aluminum 

Quick Couplings)

Thanks For 
Visiting Us

Vacuum Sales Inc.  
51 Stone Road, Lindenwold, NJ 08021

800-547-7790 • fax: 856-627-3044

Order Discounted Pumps Online
24 hours a day 7 days a week
www.vacuumsalesinc.com

parts@vacuumsalesinc.com

Thanks For 
Visiting Us
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aShland PumP EP50
The EP50 effluent pump from Ashland Pump has a 
continuous-duty rated, energy-efficient 1/2 hp PSC mo-
tor with performances reaching 105 gpm and 53 feet of 
head pressure. It is constructed of heavy-duty cast 
iron with a cast iron impeller capable of passing 3/4-
inch solids. It is available in 115-volt with a wide-
angle piggyback switch and also in 230-volt manual 
versions. 855/281-6830; www.ashlandpump.com. 

 
chamPion PumP comPany 
cPEh5
The CPEH5 from Champion Pump Company is 
designed to pump through a long run of pipe or 
high static heads. The cast iron 3/4-inch solids-
handling effluent pump has a 65-foot shut-off 
head. It will pump effluent through the equiva-
lent of 5,200 feet of 2-inch pipe (based on a 5-foot 
static head). The 35-pound unit has an internal 
seal and secondary V-cup exclusion seal. The 
rotating components of the seal are in the mo-

tor housing lubricated by the effluent. The high-efficiency 115-volt (or op-
tional 230-volt) PSC motor with upper and lower ball bearings is protect-
ed by a thermal overload switch. Power cords are available up to 100 feet. 
800/659-4491; www.championpump.com.

 
EnviRonmEnt onE coRPoRation 
ExtREmE
The Extreme grinder pump from Environment One 
Corporation has 185 feet TDH capability, corrosion 
protection and expanded communication capabilities. 
It requires no preventive maintenance and is available 
in prepackaged wet well/dry well, wet well, indoor and 
Gatorgrinder stations. It is configured for aftermarket 
upgrades. The grinder pump station collects all of the 
wastewater from the home, grinds up any solids and 
then moves the effluent through a 1 1/4- to 4-inch pipe 
to treatment. It can be used on geotechnically challenging sites such as 
rocky, hilly and wet terrain. 518/346-6161; www.eone.com.

 
fRanklin ElEctRic fPS nc SERiES
Submersible centrifugal FPS NC Series non-clog pumps from 
Franklin Electric are available in 3- and 4-inch 125 ANSI flange 
discharge connections in 3, 5, 7.5 and 10 hp models with heads 
up to 66 feet and flows up to 610 gpm. They can pass up to 
3-inch solids, retrofit to any standard rail system and contain 

replaceable internal components. Ductile-iron-casted im-
pellers provide added corrosion resistance and handle 
rigid debris. A Fluoroelastomer motor enclosure sealing 
system improves chemical and temperature resistance, 
while a double-row ball lower bearing offers ideal load-

ing and wear characteristics. It has a field-adjustable wear 
plate. 800/701-7894; www.franklinengineered.com.

godwin 
dRi-PRimE nc150
The Dri-Prime NC150 sewage pump 
from Godwin, a Xylem brand, of-
fers flows to 1,767 gpm and discharge 
heads to 195 feet. It has Flygt N-tech-
nology with a hard-iron (60 HRC) self-
cleaning non-clog impeller and insert ring. The Dri-Prime automatic self-
priming system primes and re-primes from dry to 28 feet without operator 
assistance. It has a dry-running high-pressure oil bath mechanical seal with 
highly abrasion-resistant silicon carbide faces. Its close-coupled centrifugal 
pump allows for easy pump end or engine/motor changeover in the field. It 
can be customized with a diesel engine or electric motor, highway trailer or 
skid-mounted, or quiet enclosure. It is available as a Godwin DBS for pump 
station backup. 800/247-8674; www.godwinpumps.com.

 
goRman-RuPP comPany 
REliaPRimE
The ReliaPrime emergency bypass station 
from Gorman-Rupp Company has a 6-inch 
Super T Series pump capable of passing 3-inch 
spherical solids. A soundproof, lightweight alu-
minum enclosure has lockable door panels that 
can be removed for maintenance. The unit is a 
complete backup package, ready for hook-up. 

419/755-1011; www.grpumps.com.

 
gouldS watER tEchnology 3Sd
The 3SD submersible, non-clog sewage pump from Goulds 
Water Technology – a Xylem brand combines dual hard-
face mechanical seals with a 300-series stainless steel keyed 
shaft motor. It has a cast iron, two-vane semi-open, non-clog 
impeller with pumpout vanes for mechanical seal protec-
tion. The pump is balanced for smooth operation, has a 
seal sensor probe and can run dry without damaging 
the inner components. It comes in single- and three-
phase options with a range of 1.5 to 5 hp, supporting 
several hydraulic requirements. It is certified by UL 
and CSA. 866/325-4210; www.goulds.com.

 
hydRa-tEch PumPS S3t 
The S3T 3-inch hydraulic drive submersible trash 
pump from Hydra-Tech Pumps fits into 12-inch 
openings and is used where lightweight, high-

volume trash pumps are needed. When com-
bined with HT11 to HT15 power units, it is 
capable of flows up to 380 gpm. The variable-
speed hydraulic drive is a safe alternative to 
be used where electric power is hazardous or 

impractical. A small-hole water strainer is avail-
able for jobs with limited solids. 570/645-3779; 

www.hydra-tech.com.
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libERty PumPS PRovoRE
The ProVore grinder pump from Liberty Pumps is 
designed for use in residential applications where the 
addition of a bathroom or other fixtures below sewer 
lines requires pumping. It has the same V-Slice cutter 
technology utilized in Omnivore Series 2 hp grind-
er pumps. Powered by a 1 hp motor, it operates on a 
standard 115- or 230-volt circuit requiring a 20-amp 
breaker. No special wiring is needed. Compact factory-
assembled systems are available in both simplex and duplex versions. 
800/543-2550; www.libertypumps.com.

 
wEbER induStRiES 
wEbtRol mvPS-RE1
The WEBTROL MVPS-RE1 drop-in package for existing 
progressive cavity systems from Weber Industries includes 
a progressive cavity pump that provides nearly constant 

flow and is able to adjust for pressure variations in any sys-
tem setting. The package is powered by a 1 1/2 hp motor spin-
ning at 1,750 rpm to provide grinding torque. All package parts 
are readily available and easily replaceable, which promotes 
quick and easy service in the field, according to the company. 
800/769-7867; www.webtrol.com.

 rEjUvEnATIon sysTEms

SEPtic SERvicES REtRo-aiR
The Retro-Air Rejuvenator System from 
Septic Services can be used in new or ex-
isting septic systems and installed in single 
or multiple compartment septic tanks. It is 
designed to eliminate clogged drainfield biomat as 
well as other secondary treatment systems, and is recom-
mended by the maker in aeration systems that are prone to backup. It is de-
signed to aerobically restore failed anaerobic installations or prevent failures 
in new systems by delivering a constant flow of air to the diffuser. Over time, 
aerobic bacteria consume the biomat, allowing the soil to absorb effluent 
once again. It is designed for quick and easy installation and requires mini-
mal maintenance. 800/536-5564; www.retro-air.com.

 sEPTIC AddITIvEs

bio-SyStEmS 
intERnational Sk7
SK7 septic treatment powder from Bio-Sys-
tems International is available in a variety of 
packaging options, including a blue klick box, 
providing 12 monthly applications. Flush one water-soluble pouch down the 
toilet each month to provide a premeasured dose of beneficial bacteria. Ac-
cording to the maker, regular treatment ensures a healthy biological balance 
in the septic tank where these vital bacteria digest solids and organic matter. 
Stated benefits include reduced solids/odors and a healthy leachfield. Klick 
packaging is individually shrink-wrapped, ensuring the product and private 
label stay clean and dry until placed in the customer’s hands. 800/232-2847; 
www.biobugs.com.

 rooT ConTrol – ChEmICAl/mEChAnICAl

onE biotEchnology bioone
Applied after drain or septic treatment, BioOne biolog-
ical drain and septic system maintainer from One Bio-
technology is designed to help maintain free-flowing 
drains, eliminate odors and reduce backups between 
scheduled pumpings. It doesn’t contain added en-
zymes or caustic agents, and has met the U.S. Envi-
ronmental Protection Agency Design for the Environ-
ment challenge. It doesn’t emulsify FOG and move it 
down the line. Adding natural beneficial microbes can help customers avoid 
potentially expensive wastewater penalties, according to the manufacturer. 
800/951-4246; www.1biotechnology.com.

 
RcS ii SEPtic dRainER
Septic Drainer drainfield restorative from RCS II is 
designed to repair the soil in a septic drainfield dam-
aged by hardpan soil issues. Due to restricted airflow, 
this hardpan soil layer causes aerobic bacteria to die 
off. Only anaerobic bacteria can survive without air. 
Anaerobic bacteria produce a waste product called 
biomat, which compounds drainfield failure. The so-
lution is designed to remove the bond between so-
dium and the soil, which creates hardpan. The manu-
facturer recommends using it first to solve underlying 

hardpan issues, then add an oxygenator or aerobic bacteria to speed up the 
restoration process. 518/812-0000; www.septicdrainer.com.

 
walEx bio-activE
Bio-Active septic tank treatment from Walex Prod-
ucts is formulated to use powerful, natural ingredi-
ents to destroy and liquefy waste in septic tanks and 
cesspools. It can be used monthly to 
overcome the destructive effects of 
household products, such as bleach, 
detergents and chemicals. The product 
is promoted to help keep septic tanks 
and drainfields working efficiently and maximize tank capacity while aiding 
in the prevention of clogs. It helps reduce solids and restores the population 
of worker bacteria and enzymes, keeping the system healthy between rec-
ommended pumpings. 800/338-3155; www.walex.com.

 sEPTIC BACTErIA/ChEmICAls

aRcan EntERPRiSES 
SEPtic-ScRub
Septic-Scrub chemical septic treatment from Ar-
can Enterprises is designed to oxidize the buildup 
of black material in a drainfield. Cleaning out the 
biomat helps rejuvenate a drainfield as an alterna-
tive to replacement. The product allows pumpers to 
add a drainfield treatment option at the point of sale. 
It can easily be incorporated into a maintenance program, according to the 
maker, and works with all types of fields. 888/352-7226; www.arcan.com.

(continued)
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Available Sizes: 1500, 2300, 2500 & 3360

                            ST Series  
Vacuum Tanks

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

Built to Order.
Built to Last. 0

Unique modular design
allows mounting to
a variety of new and
used chassis.

Single axle hydro-excavator
offering big performance
in a mid size package.

Thanks for 
Visiting Us

 PUmPs (EFFlUEnT/sEwAgE/sUmP)
 
libERty PumPS PRovoRE
The ProVore grinder pump from Liberty Pumps is 
designed for use in residential applications where the 
addition of a bathroom or other fixtures below sewer 
lines requires pumping. It has the same V-Slice cutter 
technology utilized in Omnivore Series 2 hp grind-
er pumps. Powered by a 1 hp motor, it operates on a 
standard 115- or 230-volt circuit requiring a 20-amp 
breaker. No special wiring is needed. Compact factory-
assembled systems are available in both simplex and duplex versions. 
800/543-2550; www.libertypumps.com.

 
wEbER induStRiES 
wEbtRol mvPS-RE1
The WEBTROL MVPS-RE1 drop-in package for existing 
progressive cavity systems from Weber Industries includes 
a progressive cavity pump that provides nearly constant 

flow and is able to adjust for pressure variations in any sys-
tem setting. The package is powered by a 1 1/2 hp motor spin-
ning at 1,750 rpm to provide grinding torque. All package parts 
are readily available and easily replaceable, which promotes 
quick and easy service in the field, according to the company. 
800/769-7867; www.webtrol.com.

 rEjUvEnATIon sysTEms

SEPtic SERvicES REtRo-aiR
The Retro-Air Rejuvenator System from 
Septic Services can be used in new or ex-
isting septic systems and installed in single 
or multiple compartment septic tanks. It is 
designed to eliminate clogged drainfield biomat as 
well as other secondary treatment systems, and is recom-
mended by the maker in aeration systems that are prone to backup. It is de-
signed to aerobically restore failed anaerobic installations or prevent failures 
in new systems by delivering a constant flow of air to the diffuser. Over time, 
aerobic bacteria consume the biomat, allowing the soil to absorb effluent 
once again. It is designed for quick and easy installation and requires mini-
mal maintenance. 800/536-5564; www.retro-air.com.

 sEPTIC AddITIvEs

bio-SyStEmS 
intERnational Sk7
SK7 septic treatment powder from Bio-Sys-
tems International is available in a variety of 
packaging options, including a blue klick box, 
providing 12 monthly applications. Flush one water-soluble pouch down the 
toilet each month to provide a premeasured dose of beneficial bacteria. Ac-
cording to the maker, regular treatment ensures a healthy biological balance 
in the septic tank where these vital bacteria digest solids and organic matter. 
Stated benefits include reduced solids/odors and a healthy leachfield. Klick 
packaging is individually shrink-wrapped, ensuring the product and private 
label stay clean and dry until placed in the customer’s hands. 800/232-2847; 
www.biobugs.com.

 rooT ConTrol – ChEmICAl/mEChAnICAl

onE biotEchnology bioone
Applied after drain or septic treatment, BioOne biolog-
ical drain and septic system maintainer from One Bio-
technology is designed to help maintain free-flowing 
drains, eliminate odors and reduce backups between 
scheduled pumpings. It doesn’t contain added en-
zymes or caustic agents, and has met the U.S. Envi-
ronmental Protection Agency Design for the Environ-
ment challenge. It doesn’t emulsify FOG and move it 
down the line. Adding natural beneficial microbes can help customers avoid 
potentially expensive wastewater penalties, according to the manufacturer. 
800/951-4246; www.1biotechnology.com.

 
RcS ii SEPtic dRainER
Septic Drainer drainfield restorative from RCS II is 
designed to repair the soil in a septic drainfield dam-
aged by hardpan soil issues. Due to restricted airflow, 
this hardpan soil layer causes aerobic bacteria to die 
off. Only anaerobic bacteria can survive without air. 
Anaerobic bacteria produce a waste product called 
biomat, which compounds drainfield failure. The so-
lution is designed to remove the bond between so-
dium and the soil, which creates hardpan. The manu-
facturer recommends using it first to solve underlying 

hardpan issues, then add an oxygenator or aerobic bacteria to speed up the 
restoration process. 518/812-0000; www.septicdrainer.com.

 
walEx bio-activE
Bio-Active septic tank treatment from Walex Prod-
ucts is formulated to use powerful, natural ingredi-
ents to destroy and liquefy waste in septic tanks and 
cesspools. It can be used monthly to 
overcome the destructive effects of 
household products, such as bleach, 
detergents and chemicals. The product 
is promoted to help keep septic tanks 
and drainfields working efficiently and maximize tank capacity while aiding 
in the prevention of clogs. It helps reduce solids and restores the population 
of worker bacteria and enzymes, keeping the system healthy between rec-
ommended pumpings. 800/338-3155; www.walex.com.

 sEPTIC BACTErIA/ChEmICAls

aRcan EntERPRiSES 
SEPtic-ScRub
Septic-Scrub chemical septic treatment from Ar-
can Enterprises is designed to oxidize the buildup 
of black material in a drainfield. Cleaning out the 
biomat helps rejuvenate a drainfield as an alterna-
tive to replacement. The product allows pumpers to 
add a drainfield treatment option at the point of sale. 
It can easily be incorporated into a maintenance program, according to the 
maker, and works with all types of fields. 888/352-7226; www.arcan.com.
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 sEPTIC BACTErIA/ChEmICAls

RoEbic laboRatoRiES RoEtEch 
SEPtic SyStEm clEanER
Regular use of Roetech Septic System Cleaner from 
Roebic Laboratories is meant to help prevent clog-
ging of inlets and outlets. Septic systems receiving 
wastewaters from food preparation areas tend to 
have high influent levels of FOG, BOD and sanitiz-
ing agents. The product is formulated to handle high-
load wastes and works throughout the system degrading FOG, proteins, 
starches and paper, in addition to many types of cleaners and sanitizing 
agents used in the food service industry. 203/795-1283; www.roetech.com.

 
SimPlE SolutionS bS-916
BS-916 microbacteria septic additive from Simple 
Solutions is designed to restore necessary bio-
organisms in a system, ensuring it doesn’t become 
blocked or emit obnoxious odors. It comes in sim-
ple-to-use, individually wrapped pouches that can 
be flushed down a home toilet each month to restore 
the natural biological process and boost the existing 
biological activity, according to the maker. Regular 

monthly applications are promoted to keep a septic system working and re-
duce unnecessary pumping and maintenance. It is natural and environmen-
tally safe when used as directed. It contains no corrosive chemicals, caustic 
or acids, and will not damage metal, ceramic or plastic parts of the drainage 
system. 973/846 7817; www.industrialodorcontrol.com.

 drAInFIEld ChAmBErs
 
infiltRatoR 
quick4 PluS chambERS
The Quick4 Plus Chamber from Infiltrator Systems is 
designed to provide maximum strength and large stor-
age volumes to accommodate peak flows, as well as offer 
optimal design and installation flexibility in a small foot-
print. The 4-foot chambers are available in standard, low-
profile and high-capacity models with a Contour Swivel 
Connection permitting 10-degree turns, right and left. The All-in-One Endcap 
can be used at the end of the chamber row or installed mid-trench to allow for a 
center feed with side, end or top inlet pipe connections. No stone or geotextile is 
required for installation. 800/221-4436; www.infiltratorsystems.com.
 

 sEPTIC TAnks
 
SnydER induStRiES 
dominatoR
Low-profile monolithic Dominator 
septic tanks from Snyder Industries can be buried without water for ballast 
and strength, and can be backfilled with native soils as long as they are trash-
free and free-flowing. They are available in 750-, 1,000-, 1,250- and 1,500-gal-
lon, and have one-piece construction with no seams that might leak or struc-
turally fail after installation. Their manway isolation design is meant to keep 
manholes from distorting during backfill and pumpouts. Preinstalled tees and 
gaskets, and single- or double-compartment tanks are available, along with 
1,200- and 1,700-gallon water cisterns. 402/467-5221; www.snydernet.com.

 TrEATmEnT sysTEms
 
bio-micRobicS micRofaSt
The MicroFAST wastewater treatment system from 
Bio-Microbics is available for 500 to more than 9,000 
gpd applications. It can be integrated into a standard 
septic tank and does not require additional space. 
Alternate modes of operation include recirculation 
of nitrified wastewater to the primary settling cham-
ber for denitrification, and an SFR feature designed 
to allow intermittent operation of the blower to reduce electricity usage up to 
45 percent and improve nitrogen performance. It is promoted as alternate, ad-
vanced treatment with high levels of nitrogen removal. The effluent meets sec-
ondary quality requirements and can be distributed to a soil treatment system 
or water reuse applications. 800/753-3278; www.biomicrobics.com.

 
  PRESby EnviRonmEntal 

aES SyStEm
The Advanced Enviro-Septic (AES) Sys-
tem from Presby Environmental pro-

vides a level of wastewater treatment that 
exceeds the stringent standards of the U.S. and Canadian 

governments, according to the maker. It uses an all-natural, passive pro-
cess that requires no electricity/mechanical devices and no additives, re-
placement media or special maintenance. It is a multistage effluent treat-
ment system for residential, commercial and community applications. 
800/473-5298; www.presbyenvironmental.com.

 
SciEnco/faSt ScichloR
SciCHLOR sodium hypochlorite generators 
with multi-pass SciCELL Electro-Chemical 
Activation technology from Scienco/FAST 
produce a strong oxidizing solution designed 
to kill MRSA and E. coli organisms and other 
harmful pathogens. Connected to an incom-
ing water source (55 to 85 degrees F) and with operating modes of batch, contin-
uous, clean, setup and diagnostic, the system includes brine and chlorine stor-
age tanks, SciCELL unit recirculation pump, and control panel. As chlorine is 
used, water automatically refills the brine tank. If no solution is used, the system 
shuts down to save power. The unit produces 10, 20, 40 or 60 pounds of chlorine-
equivalent solution per day. The 10-pound unit produces about 150 gallons of 
solution at 8,000 ppm for treating between 800,000 and 900,000 gpd at 1.5 ppm. 
866/652-4539; www.sciencofast.com.

 sEPTIC BACTErIA/ChEmICAls

bioStim SEPtic SavER
Septic Saver multi-strain microbial additive from 
BioStim is designed to supercharge septic systems to 
prevent foul odors, slow drains, seep-hole blockages 
and excessive pumping. Regular use keeps the system 
free flowing by digesting fat, oil, grease, soaps and oth-
er organic household waste, prolonging the life of the 
system. It is safe for plumbing systems in homes, RVs, portable toilets and 
sewer lines, and contains no caustic or corrosive chemicals, free enzymes, 
emulsifiers or surfactants. It’s formulated to prevent grease from passing 
through to the leachfield, where it can resolidify and cause a septic field 
failure. 800/338-8812; www.biostim.com.

 
caPE cod biochEmical 
co. aftERShock
AfterShock bioremediation restorative from 
Cape Cod Biochemical Co. is a combination 
of BIO-REM E-D, the company’s highest-
count, USDA-approved granular bacteria/
enzyme product, and a consortium of time-
release oxidizers designed to accelerate the 
digestive action of the bacteria and help to 

degrade sulfides in the soil, allowing for greater soil absorption. Its oxidizer 
is compatible with bacteria, allowing the leaching facility to be treated in 
one application. 800/343-8007; www.septiconline.com.

 
chEmPacE 
coRPoRation 
biofoRcE
The bioForce bacterial blend from 
Chempace is designed to accel-
erate the degradation of organic 
waste in septic tanks, drainfields 
and holding tanks. The five-strain bacillus blend was selected for its enzy-
matic production. Regular use repopulates septic systems with beneficial 
sewage-degrading bacteria as the population decreases due to use of disin-
fecting cleaners. It is promoted to reduce organic sludge and grease buildup, 
which helps prevent clogging, sewage backups and odors. The product is 
packaged in water-soluble packets for easy application. Private label and lit-
erature options keep a company name in front of customers. It is available 
in granular, liquid and solid options. 800/423-5350; www.chempace.com.

Ecological laboRatoRiES 
PRo-PumP/hc
PRO-PUMP/HC liquid live bacteria from Eco-
logical Laboratories contains more than 30 
strains of bacteria with a goal of resolving prob-
lems in grease traps. It is designed to rapidly 
break down and remove fats, oils and grease that 
build up in drainlines and grease traps. The con-
sortium of vegetative nonspore-forming bacte-
ria perform in low-oxygen facultative anaerobic 

environments. Regular treatment is said to reduce trap surface solids, bot-
tom solids and odor. 800/326-7867; www.propump.com.

EnviRonmEntal biotEch
intERnational SEPtic aid
Septic Aid from Environmental Biotech Interna-
tional releases millions of beneficial bacteria into a 
septic system, designed to enhance the natural popu-
lations and replace those bacteria lost to antimicrobial 
hand soaps and chemicals dispensed from the home. 
These bacteria also digest excessive concentrations 
of sludge and scum and other organics that may oth-
erwise accumulate and cause a septic system to fail. 
941/757-2591; www.environmentalbiotech.com.

 
gREEn way PRoductS EaRth 
woRkS watER tREat SERiES
Earth Works Water Treat Series from Green 
Way Products by PolyPortables can be used 
for odor control and digestion of fats, oils and 
grease in industrial and municipal sewage 
wastewater treatment plants, grease traps and 
septic systems by reducing and eliminating 
FOG and biofilm. This concentrated product 

is designed to provide an economical solution to odorous compounds such 
as hydrogen sulfide, mercaptans and ammonium compounds and their cor-
rosive effects. It is a micronutrient formulation aimed at providing improved 
waste degradation for wastewater applications with no BODs. 800/241-7951; 
www.polyportables.com.

 
J & J chEmical co. nutank
NuTank septic system treatment from J & J 
Chemical Co. is designed to replenish the 
enzymes in a septic tank. With high con-
centrations of billions of specific bacteria, 
it is engineered to break down solids, scum 
and sludge. Monthly use will help reduce the 
potential for backup and repairs such as drain-
field damage, and it boosts the progression of solids decomposition and 
helps keep tanks and drainfields working adequately, according to the mak-
er. The recommendation is to toss one self-dissolving packet into a drain or 
toilet monthly and wash or flush it down. It is safe for all plumbing and envi-
ronmentally friendly, designed to be resold by septic pumpers, prepackaged 
in 12 packets per jar and 12 jars per case. Company contact information can 
be added to each jar. 800/345-3303; www.jjchem.com.

 
lEnzymE EnzymE- 
bactERia PRoduct
Lenzyme enzyme-bacteria product can be used as a 

septic biological maintainer, drain cleaner 
and sewage-treating agent in the home 

and in industrial, commercial and 
municipal installations. It may also 

be used in formulations specifically de-
signed for a given condition or application. Various formulas have been de-
veloped for use in drains, septic tanks and cesspools, and for industrial and 
commercial application. It is approved by the USDA for use in sewage and/
or drainlines of establishments operating under the federal meat, poultry and 
egg products inspection program. Each production batch is certified to be free 
of salmonella and E. coli. 800/223-3083; www.lenzyme.com.

http://www.biostim.com
http://www.septiconline.com
http://www.chempace.com
http://www.propump.com
http://www.environmentalbiotech.com
http://www.polyportables.com
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 sEPTIC BACTErIA/ChEmICAls

RoEbic laboRatoRiES RoEtEch 
SEPtic SyStEm clEanER
Regular use of Roetech Septic System Cleaner from 
Roebic Laboratories is meant to help prevent clog-
ging of inlets and outlets. Septic systems receiving 
wastewaters from food preparation areas tend to 
have high influent levels of FOG, BOD and sanitiz-
ing agents. The product is formulated to handle high-
load wastes and works throughout the system degrading FOG, proteins, 
starches and paper, in addition to many types of cleaners and sanitizing 
agents used in the food service industry. 203/795-1283; www.roetech.com.

 
SimPlE SolutionS bS-916
BS-916 microbacteria septic additive from Simple 
Solutions is designed to restore necessary bio-
organisms in a system, ensuring it doesn’t become 
blocked or emit obnoxious odors. It comes in sim-
ple-to-use, individually wrapped pouches that can 
be flushed down a home toilet each month to restore 
the natural biological process and boost the existing 
biological activity, according to the maker. Regular 

monthly applications are promoted to keep a septic system working and re-
duce unnecessary pumping and maintenance. It is natural and environmen-
tally safe when used as directed. It contains no corrosive chemicals, caustic 
or acids, and will not damage metal, ceramic or plastic parts of the drainage 
system. 973/846 7817; www.industrialodorcontrol.com.

 drAInFIEld ChAmBErs
 
infiltRatoR 
quick4 PluS chambERS
The Quick4 Plus Chamber from Infiltrator Systems is 
designed to provide maximum strength and large stor-
age volumes to accommodate peak flows, as well as offer 
optimal design and installation flexibility in a small foot-
print. The 4-foot chambers are available in standard, low-
profile and high-capacity models with a Contour Swivel 
Connection permitting 10-degree turns, right and left. The All-in-One Endcap 
can be used at the end of the chamber row or installed mid-trench to allow for a 
center feed with side, end or top inlet pipe connections. No stone or geotextile is 
required for installation. 800/221-4436; www.infiltratorsystems.com.
 

 sEPTIC TAnks
 
SnydER induStRiES 
dominatoR
Low-profile monolithic Dominator 
septic tanks from Snyder Industries can be buried without water for ballast 
and strength, and can be backfilled with native soils as long as they are trash-
free and free-flowing. They are available in 750-, 1,000-, 1,250- and 1,500-gal-
lon, and have one-piece construction with no seams that might leak or struc-
turally fail after installation. Their manway isolation design is meant to keep 
manholes from distorting during backfill and pumpouts. Preinstalled tees and 
gaskets, and single- or double-compartment tanks are available, along with 
1,200- and 1,700-gallon water cisterns. 402/467-5221; www.snydernet.com.

 TrEATmEnT sysTEms
 
bio-micRobicS micRofaSt
The MicroFAST wastewater treatment system from 
Bio-Microbics is available for 500 to more than 9,000 
gpd applications. It can be integrated into a standard 
septic tank and does not require additional space. 
Alternate modes of operation include recirculation 
of nitrified wastewater to the primary settling cham-
ber for denitrification, and an SFR feature designed 
to allow intermittent operation of the blower to reduce electricity usage up to 
45 percent and improve nitrogen performance. It is promoted as alternate, ad-
vanced treatment with high levels of nitrogen removal. The effluent meets sec-
ondary quality requirements and can be distributed to a soil treatment system 
or water reuse applications. 800/753-3278; www.biomicrobics.com.

 
  PRESby EnviRonmEntal 

aES SyStEm
The Advanced Enviro-Septic (AES) Sys-
tem from Presby Environmental pro-

vides a level of wastewater treatment that 
exceeds the stringent standards of the U.S. and Canadian 

governments, according to the maker. It uses an all-natural, passive pro-
cess that requires no electricity/mechanical devices and no additives, re-
placement media or special maintenance. It is a multistage effluent treat-
ment system for residential, commercial and community applications. 
800/473-5298; www.presbyenvironmental.com.

 
SciEnco/faSt ScichloR
SciCHLOR sodium hypochlorite generators 
with multi-pass SciCELL Electro-Chemical 
Activation technology from Scienco/FAST 
produce a strong oxidizing solution designed 
to kill MRSA and E. coli organisms and other 
harmful pathogens. Connected to an incom-
ing water source (55 to 85 degrees F) and with operating modes of batch, contin-
uous, clean, setup and diagnostic, the system includes brine and chlorine stor-
age tanks, SciCELL unit recirculation pump, and control panel. As chlorine is 
used, water automatically refills the brine tank. If no solution is used, the system 
shuts down to save power. The unit produces 10, 20, 40 or 60 pounds of chlorine-
equivalent solution per day. The 10-pound unit produces about 150 gallons of 
solution at 8,000 ppm for treating between 800,000 and 900,000 gpd at 1.5 ppm. 
866/652-4539; www.sciencofast.com.

 sEPTIC BACTErIA/ChEmICAls

bioStim SEPtic SavER
Septic Saver multi-strain microbial additive from 
BioStim is designed to supercharge septic systems to 
prevent foul odors, slow drains, seep-hole blockages 
and excessive pumping. Regular use keeps the system 
free flowing by digesting fat, oil, grease, soaps and oth-
er organic household waste, prolonging the life of the 
system. It is safe for plumbing systems in homes, RVs, portable toilets and 
sewer lines, and contains no caustic or corrosive chemicals, free enzymes, 
emulsifiers or surfactants. It’s formulated to prevent grease from passing 
through to the leachfield, where it can resolidify and cause a septic field 
failure. 800/338-8812; www.biostim.com.

 
caPE cod biochEmical 
co. aftERShock
AfterShock bioremediation restorative from 
Cape Cod Biochemical Co. is a combination 
of BIO-REM E-D, the company’s highest-
count, USDA-approved granular bacteria/
enzyme product, and a consortium of time-
release oxidizers designed to accelerate the 
digestive action of the bacteria and help to 

degrade sulfides in the soil, allowing for greater soil absorption. Its oxidizer 
is compatible with bacteria, allowing the leaching facility to be treated in 
one application. 800/343-8007; www.septiconline.com.

 
chEmPacE 
coRPoRation 
biofoRcE
The bioForce bacterial blend from 
Chempace is designed to accel-
erate the degradation of organic 
waste in septic tanks, drainfields 
and holding tanks. The five-strain bacillus blend was selected for its enzy-
matic production. Regular use repopulates septic systems with beneficial 
sewage-degrading bacteria as the population decreases due to use of disin-
fecting cleaners. It is promoted to reduce organic sludge and grease buildup, 
which helps prevent clogging, sewage backups and odors. The product is 
packaged in water-soluble packets for easy application. Private label and lit-
erature options keep a company name in front of customers. It is available 
in granular, liquid and solid options. 800/423-5350; www.chempace.com.

Ecological laboRatoRiES 
PRo-PumP/hc
PRO-PUMP/HC liquid live bacteria from Eco-
logical Laboratories contains more than 30 
strains of bacteria with a goal of resolving prob-
lems in grease traps. It is designed to rapidly 
break down and remove fats, oils and grease that 
build up in drainlines and grease traps. The con-
sortium of vegetative nonspore-forming bacte-
ria perform in low-oxygen facultative anaerobic 

environments. Regular treatment is said to reduce trap surface solids, bot-
tom solids and odor. 800/326-7867; www.propump.com.

EnviRonmEntal biotEch
intERnational SEPtic aid
Septic Aid from Environmental Biotech Interna-
tional releases millions of beneficial bacteria into a 
septic system, designed to enhance the natural popu-
lations and replace those bacteria lost to antimicrobial 
hand soaps and chemicals dispensed from the home. 
These bacteria also digest excessive concentrations 
of sludge and scum and other organics that may oth-
erwise accumulate and cause a septic system to fail. 
941/757-2591; www.environmentalbiotech.com.

 
gREEn way PRoductS EaRth 
woRkS watER tREat SERiES
Earth Works Water Treat Series from Green 
Way Products by PolyPortables can be used 
for odor control and digestion of fats, oils and 
grease in industrial and municipal sewage 
wastewater treatment plants, grease traps and 
septic systems by reducing and eliminating 
FOG and biofilm. This concentrated product 

is designed to provide an economical solution to odorous compounds such 
as hydrogen sulfide, mercaptans and ammonium compounds and their cor-
rosive effects. It is a micronutrient formulation aimed at providing improved 
waste degradation for wastewater applications with no BODs. 800/241-7951; 
www.polyportables.com.

 
J & J chEmical co. nutank
NuTank septic system treatment from J & J 
Chemical Co. is designed to replenish the 
enzymes in a septic tank. With high con-
centrations of billions of specific bacteria, 
it is engineered to break down solids, scum 
and sludge. Monthly use will help reduce the 
potential for backup and repairs such as drain-
field damage, and it boosts the progression of solids decomposition and 
helps keep tanks and drainfields working adequately, according to the mak-
er. The recommendation is to toss one self-dissolving packet into a drain or 
toilet monthly and wash or flush it down. It is safe for all plumbing and envi-
ronmentally friendly, designed to be resold by septic pumpers, prepackaged 
in 12 packets per jar and 12 jars per case. Company contact information can 
be added to each jar. 800/345-3303; www.jjchem.com.

 
lEnzymE EnzymE- 
bactERia PRoduct
Lenzyme enzyme-bacteria product can be used as a 

septic biological maintainer, drain cleaner 
and sewage-treating agent in the home 

and in industrial, commercial and 
municipal installations. It may also 

be used in formulations specifically de-
signed for a given condition or application. Various formulas have been de-
veloped for use in drains, septic tanks and cesspools, and for industrial and 
commercial application. It is approved by the USDA for use in sewage and/
or drainlines of establishments operating under the federal meat, poultry and 
egg products inspection program. Each production batch is certified to be free 
of salmonella and E. coli. 800/223-3083; www.lenzyme.com.
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Dewaters Overnight
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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
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 Uv dIsInFECTIon
 
JEt inc. illumi-JEt
The Illumi-Jet UV disinfection unit from Jet Inc. is capable of re-
ducing fecal coliform bacteria levels to well below the strictest U.S. 
treatment standards, the company reports. It utilizes a germicidal 
lamp that emits 95 percent of the ultraviolet energy at the wave-
length of 254 nanometers, which is in the region of maximum ger-
micidal effectiveness, and is highly lethal to virus, bacteria, proto-
zoa and mold. The disinfection chamber couples directly to any 
system’s 4-inch discharge pipe and is permanently installed be-
low grade. When fully inserted, the lamp housing is correctly po-
sitioned by an integrated keyway near the top of the disinfection 
chamber and creates a well-defined flow path, ensuring effluent has proper 
ultraviolet exposure time. Under standard operating conditions, fecal coli-
form reduction exceeds 99.9 percent. 800/321-6960; www.jetincorp.com.

 
noRwEco modEl at 1500
The Model AT 1500 UV disinfection system from Norweco reduces 
bacteria levels from secondary effluent to achieve strict water-
quality standards, the company states. The compact design mini-
mizes the amount of excavation required and allows for a quick 
and easy installation. A corrosion-resistant solid-state circuit board 
continually monitors system performance, which ensures disinfec-
tion quality, according to the maker. The system is UL-listed as a 
residential treatment device. 800/667-9326; www.norweco.com.

SalcoR 3g uv waStEwatER 
diSinfEction unit
The 3G UV Wastewater Disinfection Unit 
from Salcor Inc. is designed for use in  resi-
dential, commercial and municipal applica-
tions. It is UL certified NEMA 6P “floodproof,” 
and NSF/Washington State Protocol pathogen 
6-month tested (with 20 different upstream treatment units). A rating to 9,000 
gpd gravity flow makes it a reliable building block for larger water recovery/re-
use systems, according to the company. Installed 12-unit parallel/series arrays 
assembled with ABS pipe fittings are disinfecting systems of more than 100,000 
gpd. Gravity flow is equalized without distribution boxes. Identical modular 
units increase plant reliability and reduce spare parts inventory, facilitating ex-
pansion. Each unit has a foul-resistant Teflon lamp covering, two-year lamp, 
easy installation and minimal annual maintenance. 760/731-0745. ■
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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.

(continued)

the teaM

Lisa and Scott Weld, owners of Buck’s 
Sanitary Service in Eugene, Ore., have a 
staff  of 10 — an offi  ce worker, yard worker, 
part-time mechanic and seven drivers. 
Lisa works in the offi  ce answering phones 
and managing the creative and marketing 
side while Scott fi lls in on everything 
from management to running routes to 
maintenance. Five people worked on the 
Oregon Jamboree along with the Welds 
and their three children, Maren, 9; Milah, 
13; and Sten, 17; who are accustomed to 
helping out at events.

 

coMpany history

In April 2012, Lisa and Scott Weld 
bought Buck’s — for the second time. Th eir 
fi rst crack at it was in 1995 when Scott’s 
father heard the 20 -year-old business was 
having problems. Th e family made an off er 
to the founder and operated it for four 
years as an add-on to their trash and septic 
service business. In 1999, when Weld’s 
father retired, they sold it to a national 
solid waste company. Weld went to work 
for that company, then 10 years later tried 
his hand again at self-employment in the 
trash business. A few challenges cropped 
up, but they turned out to be fortuitous, 
says Lisa Weld.

(continued)

<<< Susie Sieg, of Buck’s Sanitary Service, 
unloads a Satellite Industries Maxim 3000 

restroom at the Oregon Jamboree.
(Photos by Peter Krupp)

tHe JoB: Oregon Jamboree
locAtIoN: Sweet Home, Ore.
tHe PRo: Buck’s Sanitary Service
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“The very day we found out we’d 
have to move our shop, somebody 
came through the door and said, 
‘Do you want to buy Buck’s back?’ 
It was really a door closing, door 
opening, all in the same day.”
Scott Weld
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provides service that singsprovides service that sings
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 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.

Reprinted with permission from PRO™ / February 2013 / © 2013, COLE Publishing Inc., P.O. Box 220, Three Lakes, WI 54562 / 800-257-7222 / www.promonthly.com
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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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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 
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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 
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.
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� 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 

“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 

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.

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.

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

CALL FOR INFORMATION

Thanks For 
Visiting Us

 Uv dIsInFECTIon
 
JEt inc. illumi-JEt
The Illumi-Jet UV disinfection unit from Jet Inc. is capable of re-
ducing fecal coliform bacteria levels to well below the strictest U.S. 
treatment standards, the company reports. It utilizes a germicidal 
lamp that emits 95 percent of the ultraviolet energy at the wave-
length of 254 nanometers, which is in the region of maximum ger-
micidal effectiveness, and is highly lethal to virus, bacteria, proto-
zoa and mold. The disinfection chamber couples directly to any 
system’s 4-inch discharge pipe and is permanently installed be-
low grade. When fully inserted, the lamp housing is correctly po-
sitioned by an integrated keyway near the top of the disinfection 
chamber and creates a well-defined flow path, ensuring effluent has proper 
ultraviolet exposure time. Under standard operating conditions, fecal coli-
form reduction exceeds 99.9 percent. 800/321-6960; www.jetincorp.com.

 
noRwEco modEl at 1500
The Model AT 1500 UV disinfection system from Norweco reduces 
bacteria levels from secondary effluent to achieve strict water-
quality standards, the company states. The compact design mini-
mizes the amount of excavation required and allows for a quick 
and easy installation. A corrosion-resistant solid-state circuit board 
continually monitors system performance, which ensures disinfec-
tion quality, according to the maker. The system is UL-listed as a 
residential treatment device. 800/667-9326; www.norweco.com.

SalcoR 3g uv waStEwatER 
diSinfEction unit
The 3G UV Wastewater Disinfection Unit 
from Salcor Inc. is designed for use in  resi-
dential, commercial and municipal applica-
tions. It is UL certified NEMA 6P “floodproof,” 
and NSF/Washington State Protocol pathogen 
6-month tested (with 20 different upstream treatment units). A rating to 9,000 
gpd gravity flow makes it a reliable building block for larger water recovery/re-
use systems, according to the company. Installed 12-unit parallel/series arrays 
assembled with ABS pipe fittings are disinfecting systems of more than 100,000 
gpd. Gravity flow is equalized without distribution boxes. Identical modular 
units increase plant reliability and reduce spare parts inventory, facilitating ex-
pansion. Each unit has a foul-resistant Teflon lamp covering, two-year lamp, 
easy installation and minimal annual maintenance. 760/731-0745. ■
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Product News

B & W Trailer 
HiTcHes 
16,000-pound 
fifTH WHeel
The RVK3270 Patriot 16,000-pound, 
rail-mounted fifth wheel slider from 
B & W Trailer Hitches features two 
solid 1-inch tubular steel carriage rails 
with sturdy center supports to prevent deforming or binding from load flex. 
Hourglass-shaped rollers convey the carriage mechanism, regardless of to-
pography. The hitch accommodates 12 inches of slide. Vertical adjustments 
can be made from 17 to 19 inches, providing clearance for taller truck-bed 
walls. 800/810-4918; www.turnoverball.com.
 

e/one seWer sysTems 
remoTe pump conTrol  
The Iota OneBox telemetry system from E/
One Sewer Systems delivers remote control 
and monitoring of individual grinder pumps 
from a desktop computer or smartphone. The 
system integrates into a SCADA network to 
provide data on tank storage capacities, power 
failures, blockages and faults. 518/579-3068; 
www.eone.com.
 

GaTeWay sTarliTe 
safeTy Glasses
StarLite safety eyewear from Gateway 
Safety is available in 16 lens op-
tions, including anti-fog and IR 
filter shades, as well as foam-lined, 
colored temple and bifocal. The 
StarLite SM is 10 percent smaller 
than the original glasses for smaller 
facial profiles. StarLite Gumballs come 
with 10 temple hues. StarLite Foam 
bridges the gap between glasses and 
goggles with an added foam ledge. Star-
Lite Mag has a dual-purpose lens in five dioptic strengths. StarLite Squared 
features squared lenses and clear frame for a modern look. 800/822-5347; 
www.gatewaysafety.com. ■

Clear ground protection mats from AlturnaMATS enable sunlight to pass 
through for less grass burn where landscape care is critical.

Made from recycled high-density polyethylene (HDPE), the mats have a 120-
ton rating and are available in sizes ranging from 2 feet by 4 feet to 4 feet by 8 
feet. Depending on size, the mats range in weight from 21.5 to 86 pounds.

The 1/2-inch thick mats can be linked using the Single Turn-A-Link that lock 
the mats end-to-end or the Double Turn-A-Link that locks four mats together, 
creating a portable roadway or working platform. Made of 1/2-inch round hot 
steel, the links also are available in flat hot roll steel 1/4-inch thick and 3/4-inch 
wide. Both styles have a galvanized coating for rust protection.

“Each mat comes drilled in the corners for use with the linking system,” says 
Brooke Smith, marketing manager for AlturnaMATS. “They’re not going to blow 
away. If you do get into an area where it’s extremely windy or there are storms 
coming, you’ll want to stake them down.”

The clear mats can be placed under portable restrooms to protect landscape 
from foot traffic or used on job sites without smothering grass roots and prevent-
ing new growth. Easily stacked, the diamond-plate, weather-resistant mats can be 
stored outside.

“If you’re on a job site where it’s dirty or muddy, you can use a power washer 
to clean them,” she says. 

The clear mats are designed to complement AlturnaMATS’s original black and 
white ground protection mats. 888/544-6287; www.alturnamats.com.

(continued)

           in the
SPOTLIGHT
             By Ed Wodalski

Clear mats 
provide 
vehiCle 
aCCess 
without 
depriving 
landsCaping 
of sun

Wastequip named among Best Places to Work
Wastequip was named among the Best Places to Work for the second 

consecutive year by the Charlotte Business Journal. Wastequip was selected 
for its open-office environment and community involvement.

 
Vac-Con conducts food drive

Vac-Con employee owners conducted a food drive to benefit The Food 
Pantry of Green Cove Springs, Fla. Donations totaled 527 pounds. ■

Industry News
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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
Thanks for 
Visiting Us

 Coagulants and Flocculants
for Septic, Grease, Municipalities and Industry

 • Dewatering polymers for all   
  dewatering equipment
• All forms: Dry and Emulsion
• Variety of packaging sizes to  
  meet customer needs
• Both East & West coast
  shipping points
• Expert technical staff
• Specifi c solutions for our 
  customers Save Money • Save Time • Save Polymer

1390 N. Manzanita St.  
Orange, CA 92867

www.aquaben.com • sales@aquaben.com

 Call Toll-free:
877.771.6041
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Industrial Grade 
Pressure Washers

1.800.333.9274

.c
o

m

Marketplace Advertising

Waterblaster
Rentals & Sales

1K to 50K psi
60 hp to 1000 hp

Waterblasters & Accessories
Used Equipment Sales

713-641-6006
www.boatmanind.com

Houston, Texas

Boatman Industries

THANK 
YOU

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

THANK 
YOU 

800.362.0240

O
NL

Y $2,995

www.mtechcompany.com

The best package on the 
market includes:

Add a Blower with 15’ of duct for only $350!
Add a 5 Minute Escape Respirator for only $500!

CONFINED 
SPACE 
ENTRY 

PACKAGE 

• 4-Gas Air Monitor 

• 7’ Tripod

• Work Winch

• Full Body Harness

• 3-Way Fall Protection 

SM

SM

THANK
YOU

THANK 
YOU

THANK 
YOU

Join A National Brand: www.RooterMan.com

Franchise Package $3,975

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

ROTARY 
LOBE 
PUMPS

612.435.7300
www.boerger.com

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

612.435.7300
www.boerger.com

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!

Check out the latest

Product News
at 

WWW.wastewaterPR.com

View all the Product News 

Marketplace Advertising

Let Us Build Your 

JETTER

Diesel
Propane

Gas

866-944-3569

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

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

Vent Odor Solutions
for Any Budget

₪
₪

Patent # US 8,273,162

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

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

Vent Odor Solutions
for Any Budget

₪
₪

Patent # US 8,273,1622
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Thank 
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You

The Sani-Klip
R. Nesbit Portable Toilets introduces:

A COST  
EFFECTIVE 
SOLUTION  

FOR  
PROVIDING  

ALL OF YOUR  
CUSTOMER’S 

HAND  
SANITIZER

CONTACT: KATIE/AMY
R. NESBIT PORTABLE TOILETS

724-652-8232
www.best-portable-toilets.com

http://www.boatmanind.com
http://www.fluidtechnologyinc.com
http://www.mtechcompany.com
http://www.RooterMan.com
http://www.boerger.com
www.surcopt.com
www.watercannon.com
www.superiorsignal.com/pumper
www.hotjetusa.com
www.sanitationgraphics.com
www.wastewaterpr.com
www.mightyprobe.com
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    UPCOMING TRAINING & EVENTS
YOUR SOURCE
FOR REAL LEARNING

ARIZONA 
NAWT Inspection Training-Payson 
March 27-28, 2015 

NAWT Inspection Training-
Casa Grande 
August 17-18, 2015 
Contact: Kitt Farrell Poe, Ph.D. 
kittfp@email.arizona.edu 
Tel: 520-626-9120 

BRITISH 
COLUMBIA 
Operation & Maintenance 1 and 2 
January 16-20, 2015 
Instructor: Dave Gustafson 
Contact: Lesley Desjardins 
Tel: 877-489-7471 
info@wcowma.com 

TEXAS 
NAWT Inspector Training 
& Recertifi cation 
March 19-20, 2015 
Contact: Brian Murphy 
Tel: 817-861-9998 
rets@rets-llc.com 

TEXAS
NAWT Inspector Training 
Arlington, Texas
September 11 & 12 2015
Contact: Brian Murphy
Tel: 817.861.9998
rets@retsllc.com

MONTANA 
NAWT Inspector Training 
March 24-25, 2015 
Contact: Beth Norberg 
Tel: 406-447-8385 
BNorberg@lccountymt.gov 

COLORADO 
NAWT Inspector Training 
November 12 & 13 2015
Contact: Kim Seipp
Tel: 720.626.8989
cpow@cpow.net

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

 SAVE
THE DATES!

YOUR SOURCE FOR REAL LEARNING

THANK
YOU

Industrial Grade 
Pressure Washers

1.800.333.9274

.c
o

m

Marketplace Advertising

Waterblaster
Rentals & Sales

1K to 50K psi
60 hp to 1000 hp

Waterblasters & Accessories
Used Equipment Sales

713-641-6006
www.boatmanind.com

Houston, Texas

Boatman Industries

THANK 
YOU

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

THANK 
YOU 

800.362.0240

O
NL

Y $2,995

www.mtechcompany.com

The best package on the 
market includes:

Add a Blower with 15’ of duct for only $350!
Add a 5 Minute Escape Respirator for only $500!

CONFINED 
SPACE 
ENTRY 

PACKAGE 

• 4-Gas Air Monitor 

• 7’ Tripod

• Work Winch

• Full Body Harness

• 3-Way Fall Protection 

SM

SM
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YOU
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YOU

THANK 
YOU

Join A National Brand: www.RooterMan.com

Franchise Package $3,975

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

ROTARY 
LOBE 
PUMPS

612.435.7300
www.boerger.com

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

612.435.7300
www.boerger.com

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!

Check out the latest

Product News
at 

WWW.wastewaterPR.com

View all the Product News 

Marketplace Advertising

Let Us Build Your 

JETTER

Diesel
Propane

Gas

866-944-3569

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

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

Vent Odor Solutions
for Any Budget

₪
₪

Patent # US 8,273,162

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

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

Vent Odor Solutions
for Any Budget

₪
₪

Patent # US 8,273,1622

THANK
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You

Thank 
You

The Sani-Klip
R. Nesbit Portable Toilets introduces:

A COST  
EFFECTIVE 
SOLUTION  

FOR  
PROVIDING  

ALL OF YOUR  
CUSTOMER’S 

HAND  
SANITIZER

CONTACT: KATIE/AMY
R. NESBIT PORTABLE TOILETS

724-652-8232
www.best-portable-toilets.com

mailto:kittfp@email.arizona.edu
mailto:info@wcowma.com
mailto:rets@rets-llc.com
mailto:rets@retsllc.com
mailto:BNorberg@lccountymt.gov
mailto:cpow@cpow.net
http://www.pumper.com
http://www.best-portable-toilets.com
www.surcopt.com
www.surcopt.com
www.nlbcorp.com
www.nawt.com
www.americanjetter.com
www.industrialodorcontrol.com
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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.sanitationpostcards.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  (P03)

Aerators: Multiflo alternative replace-
ment $425 + shipping. Alternative re-
placement, NEW FILTER SOCKS, 30 per 
case $425 + shipping. Spring clips to hold 
filter socks in place, $3.86 per clip. al-
ternative Jet aerator available $425. 
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.   (P03)

Blue Diamond Aerators, 60-120 liters, 
in stock, low cost. Free next-day shipping. 
866-631-5124  (PBM)

BUSINESSES

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 competitors that 
offer both services. We also buy cooking oil, 
unprocessed, anywhere in the country. Call 
for information. References available - many 
success stories. Dewey Walker, 813-704-
5090 or 813-758-2552. (PBM)

Retiring from an established, family-owned, 
full-service septic pump company in west-
ern Colorado. Large, loyal customer base. 
Turnkey with website, client list, trucks 
and lots of tools. Proven good income. 
Serious inquiries only please. E-mail 
eagleseptic@qwestoffice.net  (P05)

aRe You moVinG to FloRida? Would you 
like to start a septic and sewer cleaning busi-
ness? I have license - will sponsor. For more 
information call Larry at 931-335-3231 or 
931-248-1284.  (PBM)

Business for sale in fastest growing county 
in US. All or assets-only. Well-known & re-
spected, family-owned and operated septic 
tank cleaning company based in Fort Bend 
County, Texas, servicing the region southwest 
of Houston. Two (2) vacuum trucks, both in 
good working order with aluminum tanks & 
Allison auto. transmissions: 2007 Peterbilt 
with 4,000-gallon tank; 1997 Chevy with 
1,900-gallon tank. Centrally-located state-
registered transfer station in good stand-
ing with TCEQ, 500-barrel frac tank in good 
condition. 34 years worth of 7,000+ satisfied 
commercial & residential customer data. 
281-342-9891. kcheath@gmail.com  (PBM)

Portable Toilet Business for sale - Central 
NC. Turnkey operation. 500+ units, sinks, 
holding tanks, supplies, trucks and trailers. 
Great growth potential, established custom-
ers. $455,000 OBO. Serious inquiries only! 
portabletoilets4sale@gmail.com or 919-
548-7079 leave message.  (P04)

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.  (P03)

PARADISE FOR SALE! Bee's Honey Pots, 
Inc., portable toilet company established in 
1983 in the beautiful Florida Keys is for sale. 
Based on Big Pine Key, Bee's is the oldest 
established and largest portable toilet com-
pany in the Keys. Sole owner and operator 
for the past 30+ years wants to go fishing! 
Interested? Call 305-872-2287. (P05)

www.RooterMan.com. Franchises avail-
able with low flat fee. New concept. Visit  
website or call 1-800-700-8062. (PBM)

Grease trap & cooking oil pumping/recycling 
business for sale -- Owner ready to retire. 
30-year-old established business with ac-
counts encompassing 5-state area based in 
metro Atlanta. Ample rolling stock to handle 
current 600+ contracted used cooking oil 
accounts and 900+ grease trap accounts. 
Includes pre-treatment/recycling facility 
(w/50,500-gallon daily discharge permit) on 
2.5 acres of land, only 2.7 miles off I-75 
N in metro Atlanta. Serious inquiries only. 
Call Cary 678-937-6020.  (P05)

Septic pumping (well established for 50 
years), grease trap & cooking oil business 
located on the Eastern Shore (DE, MD, VA). 
’07 Freightliner - 2,500 gallon, ’99 Volvo - 
3,800 gallon; ’09 Pipehunter w/’05 Ford F250, 
camera w/ locator, $750,000. Also available: 
14 acres, house, 2 shops, land application 
permit for grease trap waste. Serious inquiries 
only. Contact mike@jobsitepumping.com 
443-235-5979 (P03) 

CoMPUTER SoFTWARE
FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (P03)

DEWATERING

Sludge Separator Equipment made 
by FloTrend Systems Inc. 25-cubic-yard 
roll-off-style sludge mate 500-gallon 
polymer mixing device -NEW- Never 
used. Replacement cost is $43,900.  
.............................Asking $30,000 OBO

Tim 602-763-2115, AZ P05

2007 NT-4000E Nutech trailer-mounted 
dewatering system complete with diesel-
powered pump dosing plant with polymer. 
Asking $55,000. Works great. Call 301-
502-1606.  (P04)

Septic Receiving Stations: Dual-screen 
design, portable, affordable, high capac-
ity. The all new stand-alone unit has 19.5 
sq. ft. of screening area. This will not plug 
with hair and rags – use it anywhere. 
208-790-8770. screencosys@gmail.com. 
www.screencosystems.com (P03)

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 John at AerraTech 413-298-
4272.  (PBM)

GREASE UNIT
Pre-owned 2008 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

2015 Presvac/Freightliner: DOT certified 
3,200-gallon polished stainless steel. Full 
dump/door vacuum truck with Moro PM100 
vacuum pump. Automatic, Cummins power. 
46k rears, 20k front. Must see! KLM Compa-
nies 617-909-9044  (PBM)

Pioneer 5,500 U.S. gallon, carbon steel trailer 
with pump package. (Stock# 0220C) www.
VacuumSalesInc.com (888) VAC-UNIT 
(822-8648)  (PBM)

New 3,200 U.S. gallon, carbon steel, DOT certi-
fied, 407/412 vacuum tank, dump type with full 
open rear, door and a Presvac PVB 750 vacuum-
pressure pump installed on a 2015 Peterbilt 348 
cab and chassis. (Stock #13587 A-E) www. 
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648) (PBM)

Presvac 2,300 U.S. gallon, carbon steel with 
a Masport H15W vacuum pump installed on 
a 1993 Chevy Kodiak cab and chassis (Stock  
#6615V) www.VacuumSalesInc.com (888) 
VAC-UNIT (822-8648) (PBM)

HyDRoExCAVATING
EqUIPMENT

2015 Peterbilt 567 Combination 
Hydro-Vac: In production - ready for 
Feb. 2015. Cummins ISX15 485hp, GVW 
66,000lbs., 18-speed standard trans-
mission. 0 km, 0 hours. New combina-
tion hydrovac system: 1,200-US gallon 
capacity high-pressure washer system: 
980,000 BTU boiler, Pro watt 3000 in-
verter, CAT 3560 water pump, pressure 
range 100-4,000psi, Max flow 20gpm. 
Cold-weather package: Glycol and water 
recirculation system, two Cox hydraulic 
hose reels. Robuschi RBDV 125 blower, 
3,800cfm 28hg. Blower is direct-driven 
by OMSI power clutch type transfer 
case. Heavy-duty cyclone & cartridge 
filtration system. 13.5-cubic-yard debris 
body with fully-open rear door and hy-
draulic locks, 8” telescopic boom. 

For more information contact 
Alex @ 877-336-0081, MB

alex@schellvacequipment.com
P03

P L A C E  Y O U R  A D  O N L I N E  A T  w w w . p u m p e r . c o m  –  I T ’ S  A L W A Y S  T H E R E  T O  M E E T  Y O U R  B U S Y  S C H E D U L E

see photos in color at www.pumper.com
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INSURANCE
Paying too much? Slow certificates? 
Claim problems? Rates keep going up? 
Want a fresh start? We can help: 
C a l l  8 0 0 - 4 5 4 - 1 9 7 0  (PBM)

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 $36,995. On sale for $32,995.

800-213-3272,
www.hotjetusa.com PBM

2008 Ford PipeHunter: 7844TMV. 1/2” hose. 
Giant jet pump 14.2gpm @ 4,000psi. Tuthill 
blower, 1/2-yd. debris tank. John Deere rear 
engine. 294 hrs. Ken’s Truck & Equipment: 
www.khtrucks.com 972-938-1905 or 214-
632-5277  (PBM)

2008 GMC PipeHunter: John Deere rear en-
gine, 700-gallon poly water tank, 3/4” jet 
hose, Giant pump. Ken’s Truck & Equipment: 
www.khtrucks.com 972-938-1905 or 214-
632-5277  (PBM)

JETTERS-TRUCK

2002 IHC Diesel Vactor Jetter Truck: 
California caRB ceRtiFied. 40,000 
original miles, Allison auto transmis-
sion. 1,500-gallon stainless steel tank, 
2,600psi high-pressure pump. Tele-
scoping and rotating front jetter hose 
reel. Released from local municipal. 
Stock# 15065-49  ................... $39,500

Call Us - We Deal Nationwide 
Al Asher and Sons, Inc.

855-885-2295 P04

1993 GMC 1-ton Jetter: 35gpm FMC 
pump, 3/4" hose, 500-gallon plastic 
tank.  ............................... $14,500 OBO
Other jet trucks and trailers available.

608-835-7767, WI PBM

 JET VACS

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

1997 Vactor 2110: 10-yard debris tank, 
1,000-gallon water capacity, 2-stage 
fan, 80gpm water pump. Ford chassis 
with CAT engine, air-ride seat. Recently 
installed new instrument panel.  $45,000

Call Brown Equipment
260-747-2312, IN P03

2006 International Vac-Con: 80gpm, 
3-stage fan, 12-yd. debris tank, 90,829 
miles, 1,031 hrs. Pony motor 1,960 hrs. 
............................................. $135,000

Call 877-389-2227, IN P03

2004 Sterling Vactor 2115, Refur-
bished. One operator, 5,000cfm, Roots 
blower, 1,500 gallons at 80gpm, extend-
able boom, new rubber and new hose. 
Truck is ready to work! E-mail for more 
pictures ........................... $85,000 OBO

csr@charlestonrotorooter.com
Harry 843-556-4320, SC P03

Jack Doheny Supplies Inc. offers a full range 
of late model combo units and DOT industrial 
vacuum loaders. Call us @1-800-3DOHENY. 
 (PBM)

2007 Mack Guzzler: Damaged, rear unit 
new in 2011. Ingersoll Rand Air Solutions 
Hibon model SIAV 8702 blower. Ken’s Truck 
& Equipment: www.khtrucks.com 972-938-
1905 or 214-632-5277  (PBM)

2002 International Guzzler: 54,000 miles, 
10-speed, 27” Roots blower. Stainless steel 
tank. Stk# 2300. Ken’s Truck & Equipment: 
www.khtrucks.com 972-938-1905 or 214-
632-5277  (PBM)

2006 International Vactor 2112\15: 9,300 
hours, S\N: 05-07V-9443, Vactor jet pump 
80gpm @ 2,000psi. 600’ 1” new hose. 800’ 
hose reel capacity. Pump-off system. Ken’s 
Truck & Equipment: www.khtrucks.com 
972-938-1905 or 214-632-5277  (PBM)

2009 Sterling Vac-Con: VPD3616LHAEN S\N: 
09085083. 3,975 main engine hours. Bean 
jetting pump. Roots 824 RCS blower, 16-yard 
debris tank. New aluminum extension tubes. 
Hydraulic-driven jetter pump. Ken’s Truck & 
Equipment: www.khtrucks.com 972-938-
1905 or 214-632-5277  (PBM)

1998 Volvo GapVax: Stk# 2301, VIN# 4VHJCB 
JF8WN857157. Stainless steel tank, N-14 
Cummins, 9-speed Fuller transmission, 
Roots 27” blower. Ken’s Truck & Equipment: 
www.khtrucks.com 972-938-1905 or 214-
632-5277  (PBM)

2006 International VacCon: CAT pony mo-
tor, 3-stage fan, 12-yard tank, 1,300-gal-
lon water tank. $88,000. Call Jeff Brooks @ 
317-258-4900  (P04)

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)

Vac-Con industrial machine mounted on a 
pre-owned 2004 Sterling cab and chassis. 
(Stock #8593C) www.VacuumSalesInc.
com (888) VAC-UNIT (822-8648) (PBM)

2006 Volvo cab & chassis with a Vactor 2110 
combination vacuum loader and high-pres-
sure sewer cleaning system. (Stock #3483C) 
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)

2005 Kenworth T800 Vactor 2115: 15-cu-
bic-yard hopper - 1,500-gallon water 
capacity. Roots 1024 Ras-J 18" blower 
80gpm/2,500psi water system. 800' x 
1" sewer hose/2,500psi. 2005 Kenworth 
T800, CAT C-470hp. Chassis tri-axle. 
Eaton-Fuller manual transmission with 
push axle. $193,000. Call Jeff Brooks @ 
317-258-4900 (P04)

LEASE/FINANCING

100% financing available. Simple one-page 
application, same-day response. For more in-
formation please call THE LEASING EXPERTS 
@ 888-505-0060. WWW.TLEJAX.COM (P03)

Western Equipment Finance, a bank-
owned direct lender, is committed to con-
tinuing to help you prosper. All equipment 
types, new or used; we have the best rates 
and terms you deserve. App-Only Financ-
ing and credit decisions within an hour. Call 
the team you can trust, Jim Stekl at West-
ern Equipment Finance 701-665-1647. 
jim.stekl@westernequipmentfinance.com  (PBM)

North Star Commercial Credit: Commer-
cial loans for trucks or equipment, flexible 
purchase programs to fit your budget, 21 
years in the industry. Contact Tom Myers,  
877-804-2274. (PBM)

MISCELLANEoUS

Used AES belt-press machine used for 
grease trap/water separation. Equipment 
includes: Belt press, power control board, 
Baldor pump and control unit, Polyblend 
polymer dosing unit, fiberglass water clari-
fier, lime mixing unit. Additional Equipment: 
Pump with Muffing Monster grinder, Cone-
bottom batch tank on a stand with internal 
mixer, 2 fiberglass tanks (25,000 and 8,000 
gallons) many valves, piping and Phase-3 
power units. SOLD AS-IS, Asking $30,000 
OBO. 408-287-5800. (P03)

If you are using an 

800 NUMBER
in your ad, be sure it can be used 

in all areas nationwide.

http://www.pumper.com
http://www.sanitationpostcards.com
http://www.Roland-Turbo-Aerator.com
http://www.whiteseptic.org
mailto:fabulousfungi@gmail.com
http://www.Roland-Turbo-Aerator.com
http://www.Roland-Turbo-Aerator.com
mailto:eagleseptic@qwestoffice.net
mailto:kcheath@gmail.com
mailto:portabletoilets4sale@gmail.com
http://www.RooterMan.com
mailto:mike@jobsitepumping.com
mailto:screencosys@gmail.com
http://www.screencosystems.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
mailto:alex@schellvacequipment.com
http://www.p


www.pumper.com • Since 1979    March 2015      99

ADVERTISING
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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.sanitationpostcards.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  (P03)

Aerators: Multiflo alternative replace-
ment $425 + shipping. Alternative re-
placement, NEW FILTER SOCKS, 30 per 
case $425 + shipping. Spring clips to hold 
filter socks in place, $3.86 per clip. al-
ternative Jet aerator available $425. 
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.   (P03)

Blue Diamond Aerators, 60-120 liters, 
in stock, low cost. Free next-day shipping. 
866-631-5124  (PBM)

BUSINESSES

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 competitors that 
offer both services. We also buy cooking oil, 
unprocessed, anywhere in the country. Call 
for information. References available - many 
success stories. Dewey Walker, 813-704-
5090 or 813-758-2552. (PBM)

Retiring from an established, family-owned, 
full-service septic pump company in west-
ern Colorado. Large, loyal customer base. 
Turnkey with website, client list, trucks 
and lots of tools. Proven good income. 
Serious inquiries only please. E-mail 
eagleseptic@qwestoffice.net  (P05)

aRe You moVinG to FloRida? Would you 
like to start a septic and sewer cleaning busi-
ness? I have license - will sponsor. For more 
information call Larry at 931-335-3231 or 
931-248-1284.  (PBM)

Business for sale in fastest growing county 
in US. All or assets-only. Well-known & re-
spected, family-owned and operated septic 
tank cleaning company based in Fort Bend 
County, Texas, servicing the region southwest 
of Houston. Two (2) vacuum trucks, both in 
good working order with aluminum tanks & 
Allison auto. transmissions: 2007 Peterbilt 
with 4,000-gallon tank; 1997 Chevy with 
1,900-gallon tank. Centrally-located state-
registered transfer station in good stand-
ing with TCEQ, 500-barrel frac tank in good 
condition. 34 years worth of 7,000+ satisfied 
commercial & residential customer data. 
281-342-9891. kcheath@gmail.com  (PBM)

Portable Toilet Business for sale - Central 
NC. Turnkey operation. 500+ units, sinks, 
holding tanks, supplies, trucks and trailers. 
Great growth potential, established custom-
ers. $455,000 OBO. Serious inquiries only! 
portabletoilets4sale@gmail.com or 919-
548-7079 leave message.  (P04)

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.  (P03)

PARADISE FOR SALE! Bee's Honey Pots, 
Inc., portable toilet company established in 
1983 in the beautiful Florida Keys is for sale. 
Based on Big Pine Key, Bee's is the oldest 
established and largest portable toilet com-
pany in the Keys. Sole owner and operator 
for the past 30+ years wants to go fishing! 
Interested? Call 305-872-2287. (P05)

www.RooterMan.com. Franchises avail-
able with low flat fee. New concept. Visit  
website or call 1-800-700-8062. (PBM)

Grease trap & cooking oil pumping/recycling 
business for sale -- Owner ready to retire. 
30-year-old established business with ac-
counts encompassing 5-state area based in 
metro Atlanta. Ample rolling stock to handle 
current 600+ contracted used cooking oil 
accounts and 900+ grease trap accounts. 
Includes pre-treatment/recycling facility 
(w/50,500-gallon daily discharge permit) on 
2.5 acres of land, only 2.7 miles off I-75 
N in metro Atlanta. Serious inquiries only. 
Call Cary 678-937-6020.  (P05)

Septic pumping (well established for 50 
years), grease trap & cooking oil business 
located on the Eastern Shore (DE, MD, VA). 
’07 Freightliner - 2,500 gallon, ’99 Volvo - 
3,800 gallon; ’09 Pipehunter w/’05 Ford F250, 
camera w/ locator, $750,000. Also available: 
14 acres, house, 2 shops, land application 
permit for grease trap waste. Serious inquiries 
only. Contact mike@jobsitepumping.com 
443-235-5979 (P03) 

CoMPUTER SoFTWARE
FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (P03)

DEWATERING

Sludge Separator Equipment made 
by FloTrend Systems Inc. 25-cubic-yard 
roll-off-style sludge mate 500-gallon 
polymer mixing device -NEW- Never 
used. Replacement cost is $43,900.  
.............................Asking $30,000 OBO

Tim 602-763-2115, AZ P05

2007 NT-4000E Nutech trailer-mounted 
dewatering system complete with diesel-
powered pump dosing plant with polymer. 
Asking $55,000. Works great. Call 301-
502-1606.  (P04)

Septic Receiving Stations: Dual-screen 
design, portable, affordable, high capac-
ity. The all new stand-alone unit has 19.5 
sq. ft. of screening area. This will not plug 
with hair and rags – use it anywhere. 
208-790-8770. screencosys@gmail.com. 
www.screencosystems.com (P03)

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 John at AerraTech 413-298-
4272.  (PBM)

GREASE UNIT
Pre-owned 2008 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

2015 Presvac/Freightliner: DOT certified 
3,200-gallon polished stainless steel. Full 
dump/door vacuum truck with Moro PM100 
vacuum pump. Automatic, Cummins power. 
46k rears, 20k front. Must see! KLM Compa-
nies 617-909-9044  (PBM)

Pioneer 5,500 U.S. gallon, carbon steel trailer 
with pump package. (Stock# 0220C) www.
VacuumSalesInc.com (888) VAC-UNIT 
(822-8648)  (PBM)

New 3,200 U.S. gallon, carbon steel, DOT certi-
fied, 407/412 vacuum tank, dump type with full 
open rear, door and a Presvac PVB 750 vacuum-
pressure pump installed on a 2015 Peterbilt 348 
cab and chassis. (Stock #13587 A-E) www. 
VacuumSalesInc.com, (888) VAC-UNIT 
(822-8648) (PBM)

Presvac 2,300 U.S. gallon, carbon steel with 
a Masport H15W vacuum pump installed on 
a 1993 Chevy Kodiak cab and chassis (Stock  
#6615V) www.VacuumSalesInc.com (888) 
VAC-UNIT (822-8648) (PBM)

HyDRoExCAVATING
EqUIPMENT

2015 Peterbilt 567 Combination 
Hydro-Vac: In production - ready for 
Feb. 2015. Cummins ISX15 485hp, GVW 
66,000lbs., 18-speed standard trans-
mission. 0 km, 0 hours. New combina-
tion hydrovac system: 1,200-US gallon 
capacity high-pressure washer system: 
980,000 BTU boiler, Pro watt 3000 in-
verter, CAT 3560 water pump, pressure 
range 100-4,000psi, Max flow 20gpm. 
Cold-weather package: Glycol and water 
recirculation system, two Cox hydraulic 
hose reels. Robuschi RBDV 125 blower, 
3,800cfm 28hg. Blower is direct-driven 
by OMSI power clutch type transfer 
case. Heavy-duty cyclone & cartridge 
filtration system. 13.5-cubic-yard debris 
body with fully-open rear door and hy-
draulic locks, 8” telescopic boom. 

For more information contact 
Alex @ 877-336-0081, MB

alex@schellvacequipment.com
P03
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INSURANCE
Paying too much? Slow certificates? 
Claim problems? Rates keep going up? 
Want a fresh start? We can help: 
C a l l  8 0 0 - 4 5 4 - 1 9 7 0  (PBM)

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 $36,995. On sale for $32,995.

800-213-3272,
www.hotjetusa.com PBM

2008 Ford PipeHunter: 7844TMV. 1/2” hose. 
Giant jet pump 14.2gpm @ 4,000psi. Tuthill 
blower, 1/2-yd. debris tank. John Deere rear 
engine. 294 hrs. Ken’s Truck & Equipment: 
www.khtrucks.com 972-938-1905 or 214-
632-5277  (PBM)

2008 GMC PipeHunter: John Deere rear en-
gine, 700-gallon poly water tank, 3/4” jet 
hose, Giant pump. Ken’s Truck & Equipment: 
www.khtrucks.com 972-938-1905 or 214-
632-5277  (PBM)

JETTERS-TRUCK

2002 IHC Diesel Vactor Jetter Truck: 
California caRB ceRtiFied. 40,000 
original miles, Allison auto transmis-
sion. 1,500-gallon stainless steel tank, 
2,600psi high-pressure pump. Tele-
scoping and rotating front jetter hose 
reel. Released from local municipal. 
Stock# 15065-49  ................... $39,500

Call Us - We Deal Nationwide 
Al Asher and Sons, Inc.

855-885-2295 P04

1993 GMC 1-ton Jetter: 35gpm FMC 
pump, 3/4" hose, 500-gallon plastic 
tank.  ............................... $14,500 OBO
Other jet trucks and trailers available.

608-835-7767, WI PBM

 JET VACS

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

1997 Vactor 2110: 10-yard debris tank, 
1,000-gallon water capacity, 2-stage 
fan, 80gpm water pump. Ford chassis 
with CAT engine, air-ride seat. Recently 
installed new instrument panel.  $45,000

Call Brown Equipment
260-747-2312, IN P03

2006 International Vac-Con: 80gpm, 
3-stage fan, 12-yd. debris tank, 90,829 
miles, 1,031 hrs. Pony motor 1,960 hrs. 
............................................. $135,000

Call 877-389-2227, IN P03

2004 Sterling Vactor 2115, Refur-
bished. One operator, 5,000cfm, Roots 
blower, 1,500 gallons at 80gpm, extend-
able boom, new rubber and new hose. 
Truck is ready to work! E-mail for more 
pictures ........................... $85,000 OBO

csr@charlestonrotorooter.com
Harry 843-556-4320, SC P03

Jack Doheny Supplies Inc. offers a full range 
of late model combo units and DOT industrial 
vacuum loaders. Call us @1-800-3DOHENY. 
 (PBM)

2007 Mack Guzzler: Damaged, rear unit 
new in 2011. Ingersoll Rand Air Solutions 
Hibon model SIAV 8702 blower. Ken’s Truck 
& Equipment: www.khtrucks.com 972-938-
1905 or 214-632-5277  (PBM)

2002 International Guzzler: 54,000 miles, 
10-speed, 27” Roots blower. Stainless steel 
tank. Stk# 2300. Ken’s Truck & Equipment: 
www.khtrucks.com 972-938-1905 or 214-
632-5277  (PBM)

2006 International Vactor 2112\15: 9,300 
hours, S\N: 05-07V-9443, Vactor jet pump 
80gpm @ 2,000psi. 600’ 1” new hose. 800’ 
hose reel capacity. Pump-off system. Ken’s 
Truck & Equipment: www.khtrucks.com 
972-938-1905 or 214-632-5277  (PBM)

2009 Sterling Vac-Con: VPD3616LHAEN S\N: 
09085083. 3,975 main engine hours. Bean 
jetting pump. Roots 824 RCS blower, 16-yard 
debris tank. New aluminum extension tubes. 
Hydraulic-driven jetter pump. Ken’s Truck & 
Equipment: www.khtrucks.com 972-938-
1905 or 214-632-5277  (PBM)

1998 Volvo GapVax: Stk# 2301, VIN# 4VHJCB 
JF8WN857157. Stainless steel tank, N-14 
Cummins, 9-speed Fuller transmission, 
Roots 27” blower. Ken’s Truck & Equipment: 
www.khtrucks.com 972-938-1905 or 214-
632-5277  (PBM)

2006 International VacCon: CAT pony mo-
tor, 3-stage fan, 12-yard tank, 1,300-gal-
lon water tank. $88,000. Call Jeff Brooks @ 
317-258-4900  (P04)

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)

Vac-Con industrial machine mounted on a 
pre-owned 2004 Sterling cab and chassis. 
(Stock #8593C) www.VacuumSalesInc.
com (888) VAC-UNIT (822-8648) (PBM)

2006 Volvo cab & chassis with a Vactor 2110 
combination vacuum loader and high-pres-
sure sewer cleaning system. (Stock #3483C) 
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)

2005 Kenworth T800 Vactor 2115: 15-cu-
bic-yard hopper - 1,500-gallon water 
capacity. Roots 1024 Ras-J 18" blower 
80gpm/2,500psi water system. 800' x 
1" sewer hose/2,500psi. 2005 Kenworth 
T800, CAT C-470hp. Chassis tri-axle. 
Eaton-Fuller manual transmission with 
push axle. $193,000. Call Jeff Brooks @ 
317-258-4900 (P04)

LEASE/FINANCING

100% financing available. Simple one-page 
application, same-day response. For more in-
formation please call THE LEASING EXPERTS 
@ 888-505-0060. WWW.TLEJAX.COM (P03)

Western Equipment Finance, a bank-
owned direct lender, is committed to con-
tinuing to help you prosper. All equipment 
types, new or used; we have the best rates 
and terms you deserve. App-Only Financ-
ing and credit decisions within an hour. Call 
the team you can trust, Jim Stekl at West-
ern Equipment Finance 701-665-1647. 
jim.stekl@westernequipmentfinance.com  (PBM)

North Star Commercial Credit: Commer-
cial loans for trucks or equipment, flexible 
purchase programs to fit your budget, 21 
years in the industry. Contact Tom Myers,  
877-804-2274. (PBM)

MISCELLANEoUS

Used AES belt-press machine used for 
grease trap/water separation. Equipment 
includes: Belt press, power control board, 
Baldor pump and control unit, Polyblend 
polymer dosing unit, fiberglass water clari-
fier, lime mixing unit. Additional Equipment: 
Pump with Muffing Monster grinder, Cone-
bottom batch tank on a stand with internal 
mixer, 2 fiberglass tanks (25,000 and 8,000 
gallons) many valves, piping and Phase-3 
power units. SOLD AS-IS, Asking $30,000 
OBO. 408-287-5800. (P03)

If you are using an 

800 NUMBER
in your ad, be sure it can be used 

in all areas nationwide.
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MISCELLANEoUS

10 Poly John SaniStand hand sanitizer 
stations. Have had no use just collecting 
dust. http://www.polyjohn.com/sanistand/. 
Also have 40 split tank restroom boxes http://
www.polyjohn.com/split-tank/?keyword 
=split%20tank. These are great for 
mines and cold temp locations. Email 
taylor@whitessanitation.com for pics and more 
info. Contact Taylor @ 435-896-9580  (P03)

PoRTABLE RESTRooMS

WANTED - Portable toilets and half-high 
units. Please contact Lance at 561-346-
9296 or lance@redtoilets.com  (P03)

350+ Tuff Jon portable toilets for sale from fair 
to good condition. Prices ranging from $150-
$350. Asheville, NC. 828-648-3170  (P03)

MAXIM 3000 portable restrooms for sale. 
Grey in color, $350 per unit. Buyer respon-
sible for transport. Gilroy, CA 408-842-8448 
denise@norcalportableservices.com  (P04)

20 Satellite Tuffways. Reconditioned. New 
roofs and hardware. Brown door/tan body. 
Some wood skid, some plastic skids. Ready 
to rent. $225 each. Toledo, OH area. Call 
419-865-4830.  (P04)

WANTED: ADA-Compliant Handicaps. Please 
contact us at 850-944-0580 or email 
ClaudiaTaylor65@yahoo.com (P03)

Armal orange portable restrooms for sale. 28 
or more. All units in good condition. For more 
information please contact 843-390-1130 or 
email liquidmunne@hotmail.com (P03)

PoRTABLE RESTRooM 
TANKS

1,600-gallon dual service steel waste 
tank with 275-gallon steel freshwater 
tank ........................................... $8,500

574-896-5424, IN
office@johnnypotty.com P03

I have a portable toilet tank for sale. It is 850 
gallons 600/250 split Satellite tank. Asking 
$1,200 OBO. Will email/text pics. Call 845-
674-7790.  (P03)

PoRTABLE RESTRooM 
TRAILERS

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

a

2002 Ford F450: 7.3 Powerstroke with 
161,853 miles. Two-unit carrier, tool-
boxes, washdown pump, Conde pump, 
450/200 tank. Truck is well maintained, 
clean in and out. ...................... $17,000 

Call 989-284-9193, MI P04

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 P03

2007 International DT466: 1,600- 
gallon waste, 300 fresh water. Will hold 
8 portajons. Air brakes, automatic. Cur-
rently in use. Under CDL. Excellent con-
dition.  ..................................... $45,000

570-384-5084 x12, PA P03

a

1996 International 4700/T444E: 1,500- 
gallon tank with Masport #2 under hood 
pump. 287,000 miles. New tires. Moti-
vated, but not desperate.  ........ $13,500

541-410-6707, oR P03

2000 Ford Sterling: Cummins motor 
ISB 5.9, 12' steel bed - holds 6 por-
tajons. Mileage 300,999. Allison auto-
matic transmission UNDER CDL. Has 
lift gate, currently still in daily use. 700 
waste, 300 fresh water.  .........$19,500

517-546-2268, MI P03

1997 International 4700: Mileage 
277,869, 7.6-liter 4700 DT 466E, 10' 
steel bed, w/lift gate, 650 waste/ 250 
freshwater, 5-speed manual transmis-
sion.  ..................................... $10,000

517-546-2268, MI P03

2005 Sterling Acterra: Crescent tank 
1,000-gallon waste/350 fresh. Hauls 10 
units, 8 on bed, 2 on gate. Mercedes en-
gine with 119k, Allison automatic trans-
mission, hydraulic brakes. ........$29,999

Call Pat 800-475-0049, oH
pflynn@superiorportables.com

P03

2006 International DT466 4300: 265,054 
miles, 300/400 H2O and 800 waste tank 
with Masport vacuum system. VIN #1HTM 
MAAL96H267168. $27,500. For information 
contact Marcus at 208-467-0089.  (P05)

2013 International Terrastar: 53,539 
miles. Aluminum tank - 1,000-gallon 
waste/400-gallon fresh. Truck has ex-
tended warranty.  ....................$67,000

Contact Rodney Lane
270-832-3793 P03

2013 Dodge 5500 4x4: 60,423 
miles. Aluminum tank - 950-gallon 
waste/300-gallon fresh.  .........$64,500

Contact Rodney Lane
270-832-3793 P03

2006 Isuzu NQR Keith Huber Tugger. 
650/300, Masport HXL4, 125k miles. 
Auto transmission just rebuilt. Runs daily. 
Tires 70%. Sale or trade for a 4x4 truck. 
$24,000. Call or text for more info or pictures 
813-376-4354.  (P04)

2006 Isuzu NQR, FMI Workmate 950. 
201,000 miles. Currently servicing assigned 
routes. $17,500. Call 573-896-8665. For 
photos text 573-893-6634. Nationwide de-
livery available.  (P03)

2004 International 4300: DT466, Allison 
auto, air brakes, 217,000 miles, 600/270. 
Needs freshwater pump. Four units on the 
deck. Liftgate has lights in it. $22,000. Call 
or text Trent 503-680-1648 (P03)

Two (2) 2010 Hino 268s: Satellite units, 
850 waste/400 fresh steel tank, Conde 
pumps. Extended warranties included. 
www.pumpertrucksales.com. Call JR. @ 
720-253-8014, CO. (PBM)

2006 GMC: Duramax diesel, Allison auto. 
New aluminum tank 400 waste/200 water, 
Conde pump, Honda motor. www.pumper-
trucksales.com. Call JR. @ 720-253-8014, 
CO. (PBM)

2003 International: 2,000-gallon alumi-
num Progress vac tank, 1,500 waste/500 
water. www.pumpertrucksales.com. Call JR. 
@ 720-253-8014, CO. (PBM)

2002 International: 1,500-gallon Glendale 
Manufacturing vac tank, 1,100 waste/400 
water. www.pumpertrucksales.com. Call JR. 
@ 720-253-8014, CO. (PBM)
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Clean 2008 Ford F450 diesel, auto., 4x4 
chassis, flatbed. New aluminum vac tank vac 
tank - 400 waste/200 water. New Conde vac 
pump. Call for more info. www.pumpertruck-
sales.com. Call JR. @ 720-253-8014, CO. 
 (PBM)

2009 Ford F550: 4x4, diesel, auto, new 
aluminum tank 400 waste/200 water, new 
Conde vac pump. www.pumpertrucksales.
com. Call JR. @ 720-253-8014, CO. (PBM)

2011 Ram 5500: Imperial aluminum 1,175 
— 400 fresh/775 waste. Masport HXL4. 
Under 150k miles. Has 90% rubber on front 
and 40% rear. $42,000. Will email any pics if 
interested. braddean_11@yahoo.com or call 
920-979-7711.  (P04)

1999 International DT466 4700: 177,032 
miles, 500 H2O and 900 waste tank with 
Masport vacuum system. VIN #1HTSCAAL 
6XH670911. $15,000. For information con-
tact Marcus at 208-467-0089. (P05)

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)

PoRTABLE SINKS
30 PolyPortables Super Twin Sinks. Grey 
with two soap dispensers and one paper 
towel dispenser capable of holding one 
940' roll. $350 each. 419-865-4830 (P04) 

43 PolyJohn single-user washstands. They 
are 43x18x9 16-gallon. They are used sinks, 
for any questions call Lance 561-346-9296 
or lance@redtoilets.com (P05)

PoRTABLE SHoWER 
TRAILERS

For Sale: Two (2) 40-ft. shower containers. 
14 shower heads per container, handicap 
accessible. Trailer and accessories included. 
For pictures go to www.candsshowers.com. 
712-428-6143 or cell 712-880-1250. (P04)

PoSITIoNS AVAILABLE
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)

ReGional SaleS manaGeR: Vacall, a na-
tionally recognized manufacturing company, 
is seeking a talented, highly motivated indi-
vidual to fill a full-time Sales Position in the 
Western United States and Mexico. Vacall 
is the leading manufacturer of industrial, 
municipal vacuum units and sweepers and 
hydro-excavation units in the United States. 
We manufacture the most rugged and ef-
ficient mobile vacuum units in the indus-
trial and municipal markets. The Regional 
Sales Manager will identify and qualify new 
prospects as well as maintain existing cus-
tomer accounts. Should have a minimum of 
10 years’ experience relating to the mobile 
equipment industry. Develop and maintain 
strong business relationships within as-
signed territory. Operate, demonstrate en-
tire product line. Possess good mechanical, 
hydraulic, & electrical aptitude. Be willing to 
assist customers with minor repairs or war-
ranty work. Have or be able to obtain a Class 
B Commercial Driver's License. Be able to 
travel up to 80% of the time. Possess ba-
sic proficiency in MS Word, Outlook Email, 
Excel, Power Point, and Internet. BS degree 
preferred. Gradall Industries is an equal op-
portunity employer. All qualified applicants 
will receive consideration for employment 
without regard to race religion, color, national 
origin, sex, sexual orientation, gender iden-
tity, age, status of protected veteran, among 
other things or status as a qualified individual 
with a disability. Interested applicants can 
apply on-line at www.Gradall.com. (P03)

FULL-TIME POSITION AVAILABLE. Sewer 
and drain technician experience preferred 
in the drain-cleaning field. Youngstown, OH. 
330-757-3140 daytime.  (P03)

Grease trap & used fry oil recycling company 
seeking General Manager to run entire op-
erations in Tucson, Arizona. Please call 602-
696-8220.  (P03)

Grease trap & used fry oil recycling company 
seeking Plant Supervisor to run operations 
in Glendale, Arizona. Please call 602-696-
8220.  (P03)

On Site companies has multiple employ-
ment opportunities available for our current 
branches and future expansion branches 
for key Management, Operations, and 
Sales positions. Contact hr@onsiteco.com 
or call 651-429-3781. Check us out at 
www.onsiteco.com (P03)

PUMPS-VACUUM
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)

New, used and rebuilt vacuum pumps and 
tanks. Most major brands. Parts in stock. 
Quick turnaround. 20 years experience. 
866-735-7327 (P03)

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 Rent-
als, LLC, (888) VAC-UNIT (822-8648) 
www.vsirentalsllc.com (PBM)

SEPTIC TRUCKS

1994 White-GMC: CAT drivetrain, 
4,000-gallon tank, R-260 pump. New 
DOT & federal inspection. Looks and 
runs good! 30-day warranty on drive-
train. After driving and working truck, I 
know you will be satisfied! Located in 
Northern VA . ............................$32,000

703-361-4517, VA P03

1996 Kenworth T800: M11 Cummins, 
370hp, 10-speed Roadranger, 18k fronts/ 
44k rears, air-bag suspension. 2004 
3,500-gallon tank, 367 Challenger pump, 
3" & 4" valves, 6" dump, heated valves.  
................................................$38,000

631-283-1403 P03

1991 GMC TopKick C7000, 366 gas, 
1,500-gallon tank, Jurop pump, 110-gal-
lon freshwater tank and 50 ft. of hose on 
retractable reel. $10,000. Call Dave at 
360-815-0468.  (P03)

1989 GMC Topkick: Rare find! 3208 CAT with 
only 91,000 miles and low hours. It has an 
Allison auto. Nice floater tires on front. Very 
well maintained, it came from a small town 
and was town kept, always waxed! $28,900. 
Pictures available. Call 317-800-3101 . (P03)

1998 International 4000 Series: 
Keith Huber Dominator truck -  84,973 
miles. Vacuum truck with 2,000psi 
35-gallon-per-minute sewer jetter. 
2,600-gallon tank. Great truck. $38,500

307-413-8903, Wy P05

a

2000 Sterling with CAT motor. 79,541 
miles. 3,000-gallon tank. NEV pump. 
Bought truck brand new, meticulously 
maintained - spotless inside and out, 
Have to see to appreciate. Available in 
spring! MI.  .............................. $62,500

Call 989-284-9193, MI P04

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

2004 Sterling Acterra: 33,000 GVW, 
230,000 miles. Progress 2,500-gallon 
aluminum. Mercedes Benz 900 230hp 
inline 6 diesel, 6-speed transmission. 
PB8 360cfm water-cooled vac/press 
pump, two tool boxes, 100'- 3" hose.  
................................................$40,000

217-242-5123, IL P03

http://www.polyjohn.com/sanistand/
http://www.polyjohn.com/split-tank/?keyword
http://www.polyjohn.com/split-tank/?keyword
mailto:taylor@whitessanitation.com
mailto:lance@redtoilets.com
mailto:denise@norcalportableservices.com
mailto:ClaudiaTaylor65@yahoo.com
mailto:liquidmunne@hotmail.com
mailto:office@johnnypotty.com
http://www.p
http://www.texlaservices.com
mailto:pflynn@superiorportables.com
http://www.pumpertrucksales.com
http://www.pumper-trucksales.com
http://www.pumper-trucksales.com
http://www.pumper-trucksales.com
http://www.pumpertrucksales.com
http://www.pumpertrucksales.com
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MISCELLANEoUS

10 Poly John SaniStand hand sanitizer 
stations. Have had no use just collecting 
dust. http://www.polyjohn.com/sanistand/. 
Also have 40 split tank restroom boxes http://
www.polyjohn.com/split-tank/?keyword 
=split%20tank. These are great for 
mines and cold temp locations. Email 
taylor@whitessanitation.com for pics and more 
info. Contact Taylor @ 435-896-9580  (P03)

PoRTABLE RESTRooMS

WANTED - Portable toilets and half-high 
units. Please contact Lance at 561-346-
9296 or lance@redtoilets.com  (P03)

350+ Tuff Jon portable toilets for sale from fair 
to good condition. Prices ranging from $150-
$350. Asheville, NC. 828-648-3170  (P03)

MAXIM 3000 portable restrooms for sale. 
Grey in color, $350 per unit. Buyer respon-
sible for transport. Gilroy, CA 408-842-8448 
denise@norcalportableservices.com  (P04)

20 Satellite Tuffways. Reconditioned. New 
roofs and hardware. Brown door/tan body. 
Some wood skid, some plastic skids. Ready 
to rent. $225 each. Toledo, OH area. Call 
419-865-4830.  (P04)

WANTED: ADA-Compliant Handicaps. Please 
contact us at 850-944-0580 or email 
ClaudiaTaylor65@yahoo.com (P03)

Armal orange portable restrooms for sale. 28 
or more. All units in good condition. For more 
information please contact 843-390-1130 or 
email liquidmunne@hotmail.com (P03)

PoRTABLE RESTRooM 
TANKS

1,600-gallon dual service steel waste 
tank with 275-gallon steel freshwater 
tank ........................................... $8,500

574-896-5424, IN
office@johnnypotty.com P03

I have a portable toilet tank for sale. It is 850 
gallons 600/250 split Satellite tank. Asking 
$1,200 OBO. Will email/text pics. Call 845-
674-7790.  (P03)

PoRTABLE RESTRooM 
TRAILERS

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

a

2002 Ford F450: 7.3 Powerstroke with 
161,853 miles. Two-unit carrier, tool-
boxes, washdown pump, Conde pump, 
450/200 tank. Truck is well maintained, 
clean in and out. ...................... $17,000 

Call 989-284-9193, MI P04

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 P03

2007 International DT466: 1,600- 
gallon waste, 300 fresh water. Will hold 
8 portajons. Air brakes, automatic. Cur-
rently in use. Under CDL. Excellent con-
dition.  ..................................... $45,000

570-384-5084 x12, PA P03

a

1996 International 4700/T444E: 1,500- 
gallon tank with Masport #2 under hood 
pump. 287,000 miles. New tires. Moti-
vated, but not desperate.  ........ $13,500

541-410-6707, oR P03

2000 Ford Sterling: Cummins motor 
ISB 5.9, 12' steel bed - holds 6 por-
tajons. Mileage 300,999. Allison auto-
matic transmission UNDER CDL. Has 
lift gate, currently still in daily use. 700 
waste, 300 fresh water.  .........$19,500

517-546-2268, MI P03

1997 International 4700: Mileage 
277,869, 7.6-liter 4700 DT 466E, 10' 
steel bed, w/lift gate, 650 waste/ 250 
freshwater, 5-speed manual transmis-
sion.  ..................................... $10,000

517-546-2268, MI P03

2005 Sterling Acterra: Crescent tank 
1,000-gallon waste/350 fresh. Hauls 10 
units, 8 on bed, 2 on gate. Mercedes en-
gine with 119k, Allison automatic trans-
mission, hydraulic brakes. ........$29,999

Call Pat 800-475-0049, oH
pflynn@superiorportables.com

P03

2006 International DT466 4300: 265,054 
miles, 300/400 H2O and 800 waste tank 
with Masport vacuum system. VIN #1HTM 
MAAL96H267168. $27,500. For information 
contact Marcus at 208-467-0089.  (P05)

2013 International Terrastar: 53,539 
miles. Aluminum tank - 1,000-gallon 
waste/400-gallon fresh. Truck has ex-
tended warranty.  ....................$67,000

Contact Rodney Lane
270-832-3793 P03

2013 Dodge 5500 4x4: 60,423 
miles. Aluminum tank - 950-gallon 
waste/300-gallon fresh.  .........$64,500

Contact Rodney Lane
270-832-3793 P03

2006 Isuzu NQR Keith Huber Tugger. 
650/300, Masport HXL4, 125k miles. 
Auto transmission just rebuilt. Runs daily. 
Tires 70%. Sale or trade for a 4x4 truck. 
$24,000. Call or text for more info or pictures 
813-376-4354.  (P04)

2006 Isuzu NQR, FMI Workmate 950. 
201,000 miles. Currently servicing assigned 
routes. $17,500. Call 573-896-8665. For 
photos text 573-893-6634. Nationwide de-
livery available.  (P03)

2004 International 4300: DT466, Allison 
auto, air brakes, 217,000 miles, 600/270. 
Needs freshwater pump. Four units on the 
deck. Liftgate has lights in it. $22,000. Call 
or text Trent 503-680-1648 (P03)

Two (2) 2010 Hino 268s: Satellite units, 
850 waste/400 fresh steel tank, Conde 
pumps. Extended warranties included. 
www.pumpertrucksales.com. Call JR. @ 
720-253-8014, CO. (PBM)

2006 GMC: Duramax diesel, Allison auto. 
New aluminum tank 400 waste/200 water, 
Conde pump, Honda motor. www.pumper-
trucksales.com. Call JR. @ 720-253-8014, 
CO. (PBM)

2003 International: 2,000-gallon alumi-
num Progress vac tank, 1,500 waste/500 
water. www.pumpertrucksales.com. Call JR. 
@ 720-253-8014, CO. (PBM)

2002 International: 1,500-gallon Glendale 
Manufacturing vac tank, 1,100 waste/400 
water. www.pumpertrucksales.com. Call JR. 
@ 720-253-8014, CO. (PBM)
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Clean 2008 Ford F450 diesel, auto., 4x4 
chassis, flatbed. New aluminum vac tank vac 
tank - 400 waste/200 water. New Conde vac 
pump. Call for more info. www.pumpertruck-
sales.com. Call JR. @ 720-253-8014, CO. 
 (PBM)

2009 Ford F550: 4x4, diesel, auto, new 
aluminum tank 400 waste/200 water, new 
Conde vac pump. www.pumpertrucksales.
com. Call JR. @ 720-253-8014, CO. (PBM)

2011 Ram 5500: Imperial aluminum 1,175 
— 400 fresh/775 waste. Masport HXL4. 
Under 150k miles. Has 90% rubber on front 
and 40% rear. $42,000. Will email any pics if 
interested. braddean_11@yahoo.com or call 
920-979-7711.  (P04)

1999 International DT466 4700: 177,032 
miles, 500 H2O and 900 waste tank with 
Masport vacuum system. VIN #1HTSCAAL 
6XH670911. $15,000. For information con-
tact Marcus at 208-467-0089. (P05)

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)

PoRTABLE SINKS
30 PolyPortables Super Twin Sinks. Grey 
with two soap dispensers and one paper 
towel dispenser capable of holding one 
940' roll. $350 each. 419-865-4830 (P04) 

43 PolyJohn single-user washstands. They 
are 43x18x9 16-gallon. They are used sinks, 
for any questions call Lance 561-346-9296 
or lance@redtoilets.com (P05)

PoRTABLE SHoWER 
TRAILERS

For Sale: Two (2) 40-ft. shower containers. 
14 shower heads per container, handicap 
accessible. Trailer and accessories included. 
For pictures go to www.candsshowers.com. 
712-428-6143 or cell 712-880-1250. (P04)

PoSITIoNS AVAILABLE
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)

ReGional SaleS manaGeR: Vacall, a na-
tionally recognized manufacturing company, 
is seeking a talented, highly motivated indi-
vidual to fill a full-time Sales Position in the 
Western United States and Mexico. Vacall 
is the leading manufacturer of industrial, 
municipal vacuum units and sweepers and 
hydro-excavation units in the United States. 
We manufacture the most rugged and ef-
ficient mobile vacuum units in the indus-
trial and municipal markets. The Regional 
Sales Manager will identify and qualify new 
prospects as well as maintain existing cus-
tomer accounts. Should have a minimum of 
10 years’ experience relating to the mobile 
equipment industry. Develop and maintain 
strong business relationships within as-
signed territory. Operate, demonstrate en-
tire product line. Possess good mechanical, 
hydraulic, & electrical aptitude. Be willing to 
assist customers with minor repairs or war-
ranty work. Have or be able to obtain a Class 
B Commercial Driver's License. Be able to 
travel up to 80% of the time. Possess ba-
sic proficiency in MS Word, Outlook Email, 
Excel, Power Point, and Internet. BS degree 
preferred. Gradall Industries is an equal op-
portunity employer. All qualified applicants 
will receive consideration for employment 
without regard to race religion, color, national 
origin, sex, sexual orientation, gender iden-
tity, age, status of protected veteran, among 
other things or status as a qualified individual 
with a disability. Interested applicants can 
apply on-line at www.Gradall.com. (P03)

FULL-TIME POSITION AVAILABLE. Sewer 
and drain technician experience preferred 
in the drain-cleaning field. Youngstown, OH. 
330-757-3140 daytime.  (P03)

Grease trap & used fry oil recycling company 
seeking General Manager to run entire op-
erations in Tucson, Arizona. Please call 602-
696-8220.  (P03)

Grease trap & used fry oil recycling company 
seeking Plant Supervisor to run operations 
in Glendale, Arizona. Please call 602-696-
8220.  (P03)

On Site companies has multiple employ-
ment opportunities available for our current 
branches and future expansion branches 
for key Management, Operations, and 
Sales positions. Contact hr@onsiteco.com 
or call 651-429-3781. Check us out at 
www.onsiteco.com (P03)

PUMPS-VACUUM
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)

New, used and rebuilt vacuum pumps and 
tanks. Most major brands. Parts in stock. 
Quick turnaround. 20 years experience. 
866-735-7327 (P03)

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 Rent-
als, LLC, (888) VAC-UNIT (822-8648) 
www.vsirentalsllc.com (PBM)

SEPTIC TRUCKS

1994 White-GMC: CAT drivetrain, 
4,000-gallon tank, R-260 pump. New 
DOT & federal inspection. Looks and 
runs good! 30-day warranty on drive-
train. After driving and working truck, I 
know you will be satisfied! Located in 
Northern VA . ............................$32,000

703-361-4517, VA P03

1996 Kenworth T800: M11 Cummins, 
370hp, 10-speed Roadranger, 18k fronts/ 
44k rears, air-bag suspension. 2004 
3,500-gallon tank, 367 Challenger pump, 
3" & 4" valves, 6" dump, heated valves.  
................................................$38,000

631-283-1403 P03

1991 GMC TopKick C7000, 366 gas, 
1,500-gallon tank, Jurop pump, 110-gal-
lon freshwater tank and 50 ft. of hose on 
retractable reel. $10,000. Call Dave at 
360-815-0468.  (P03)

1989 GMC Topkick: Rare find! 3208 CAT with 
only 91,000 miles and low hours. It has an 
Allison auto. Nice floater tires on front. Very 
well maintained, it came from a small town 
and was town kept, always waxed! $28,900. 
Pictures available. Call 317-800-3101 . (P03)

1998 International 4000 Series: 
Keith Huber Dominator truck -  84,973 
miles. Vacuum truck with 2,000psi 
35-gallon-per-minute sewer jetter. 
2,600-gallon tank. Great truck. $38,500

307-413-8903, Wy P05

a

2000 Sterling with CAT motor. 79,541 
miles. 3,000-gallon tank. NEV pump. 
Bought truck brand new, meticulously 
maintained - spotless inside and out, 
Have to see to appreciate. Available in 
spring! MI.  .............................. $62,500

Call 989-284-9193, MI P04

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

2004 Sterling Acterra: 33,000 GVW, 
230,000 miles. Progress 2,500-gallon 
aluminum. Mercedes Benz 900 230hp 
inline 6 diesel, 6-speed transmission. 
PB8 360cfm water-cooled vac/press 
pump, two tool boxes, 100'- 3" hose.  
................................................$40,000

217-242-5123, IL P03

http://www.p
http://www.pumper.com
http://www.pumpertruck-sales.com
http://www.pumpertruck-sales.com
http://www.pumpertruck-sales.com
http://www.pumpertrucksales
mailto:braddean_11@yahoo.com
http://www.pbsos.com
mailto:lance@redtoilets.com
http://www.candsshowers.com
http://www.gapvax
http://www.Gradall.com
mailto:hr@onsiteco.com
http://www.onsiteco.com
http://www.Vacuum
http://www.vsirentalsllc.com
http://www.opdykes.com
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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. 1,500-gallon truck units; 
16,000. Self-contained vacuum skids, 
1,000-gallon; $10,500. 2,500-gallon 
painted tanks ready to mount; $13,000. 
PortaPotty trucks and any custom op-
tions or sizes available!

TexLa Services
936-641-3938

www.texlaservices.com P03

2004 Freightliner FL70: This truck is 
in excellent condition. Very clean and 
well maintained. Jurop LC420 and new 
tires. 2,500-gallon carbon steel tank.  
Tank and pump 3 years old.  ....$49,000

707-775-5443, CA P03

2003 Freightliner Columbia with Mercedes 
460hp, 10-speed Eaton-Fuller transmis-
sion and aluminum wheels. Tires 75% or 
greater. Has 3,600-gallon steel with hoist 
and full-open rear door. Jurop R260 pump. 
Tank painted in 2012. 300,000 miles. Great 
shape. $54,000. Mike 216-990-6658. (P03)

1990 Mack RD690S: GVW 64,000, 4,000- 
gallon steel tank. Runs great - Ready for 
work. $24,900. 413-297-0803  (P03)

1998 Freightliner FL70: 33k GVW with an 8.3 
Cummins 275hp and 7-speed transmission. 
It has a lot of power! This truck has low miles 
at just 70k. New 2,300-gallon Pikrite tank 
and a 400 cfm pump. Everything works, heat, 
a/c, air, pto, air-ride cab, heated valves. Also 
has large custom tool box for powersnake 
and pressurized water tank. Comes with 100' 
3" hose to get started. Also has hitches for 
pulling trailers. Excellent shape, will start on 
the coldest days and won't leave you on the 
side of the road! Asking $32,000 OBO. Call 
845-674-7790. I will send pics.  (P03)

1990 International Eagle pump truck. Cum-
mins 9-speed. 3,000-gallon tank. 3 axle. 
GOOD TRUCK! Runs excellent. $31,000. Call 
Rocky. 209-295-7606 CA (P04)

1989 Ford LTL 9000: 425 CAT motor, 8LL 
transmission, 3,500-gallon hoisted Trans-
way industrial vacuum tank and pump 
with 650cfm. This truck is in good condi-
tion. Ready to work. Asking $15,500 OBO. 
Call 845-674-7790. (P03)

2003 Peterbilt 330 cab and chassis 
with a 2,500-gallon vacuum tank and 
Masport HXL20WV pump. (Stock# 0014V) 
www.VacuumSalesInc.com (888) VAC-
UNIT (822-8648 (PBM)

1997 Mack with a 4,000 U.S. gallon c/s vac-
uum tank unit with a Masport pump package.  
(Stock# 0330C) www.VacuumSalesInc.
com (888) VAC-UNIT (822-8648)  (PBM)

1999 Freightliner: 8.3 Cummins, 6-speed, 
2,300-gallon vacuum tank, Jurop pump. 
$22,000. www.pumpertrucksales.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: DT 466 new in-
frame overhaul; Allison auto., 136k miles, 
used 1,200-gallon steel vac tank, under CDL; 
PV3 vac pump. www.pumpertrucksales.com. 
Call JR. @ 720-253-8014, CO. (PBM)

2008 Ford F750: 260 Cummins, 7-speed, 
rear locking differential, New 2,500-gallon 
vac tank, new Jurup pump. www.pumper-
trucksales.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)

2000 Peterbilt: 300hp CAT, 9-speed, rear 
locking. Excellent condition. New 2,500-gal-
lon vac tank. www.pumpertrucksales.com. 
Call JR. @ 720-253-8014, CO. (PBM)

Eight 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)

Atlas Tank and Drain — 2007 International 
4200. 1,600-gallon tank, R-260 pump, Lely 
unit. New inspection — DOT & federal. Good 
start-up/back-up unit or daily worker. No 
picture at this time. $35,000. Located in 
Northern Virginia. 703-361-4517   (P03)

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)

TANKS

Two (2) 20,000-gallon lined tanks. 660 bbl. US 
capacity, 13' x 23', $15,000 for one, $25,000 
for both. E-mail eagleseptic@qwestoffice.net  
 (P04)

Lube oil plant tanks for immediate sale. 
Various sizes: 350 to 150,000 gallons. Verti-
cal flat bottom, cone bottom and horizontal 
tanks. Also included are 10 indoor storage 
tanks, 3 lube oil kettles and 3 grease kettles. 
No reasonable offer refused. Contact B. Main 
817-332-1161.  (P03)

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)

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- 
VACUUM/TANKER

New EMI Aluminum Vacuum trailers 
(2) 150 bbl. (6,300 USG), full catwalk, 
full hose trays, 13 external rings, (3) top 
manways, (1) rear manway. 2" rear sight 
tube, Ridewell air-ride suspension,(2) 
rear 4" sump valves, two-speed landing 
gear. Weight #10,400.  $58,500 plus FET

785-325-2000, Tx
terry.bailey@emisales.net

www.emisales.net P04

Five (5) 2014 & 2015 New EMI Steel 
Vacuum Trailers: 130 bbl. (5,460 USG). 
Interior lined with Americoat 240 epoxy. 
Hutch 9700 Series spring suspension. 
Partial side catwalk with side entrance, 
1/4" Shell thickness, (3) internal baffles, 
(2) top manways, (1) rear manway. 8 ex-
ternal rings, two-speed landing gear, (2) 
4" rear in sump valves. Options: Vacuum 
pumps - all makes, aluminum wheels, 
larger trailers. $35,500 plus FET. Located 
in Kansas & Texas.

785-325-2000, Tx
terry.bailey@emisales.net

www.emisales.net P04

Imperial Vacuum Trailers: In stock, 
6000- and 6300-gallon aluminum single-
compartment Imperial vacuum trailers.

Call Mike
800-558-2945 Ext. 328 PBM

2015 Acro Vacuum Trailer: Stainless steel 
6,000 gallon, DOT certified double conical 
with air-ride suspension. Aluminum wheels 
all positions, full hose trays, OSHA walkways 
and railings. Vacuum pump option either hy-
draulic or self-contained. KLM Companies 
617-909-9044  (PBM)

1975 Fruehauf 10,000-gallon tanker, 
three axle. $9,000 OBO. Washington state. 
Call Randy at 360-301-0249 or e-mail 
northsoundss@netzero.net for pictures.  (P03)

TRUCKS -
MISCELLANEoUS

2003 RD Mack: 500hp, 8LL, 20F/58R, 
100,000 miles, J&J steel body. Call for 
pricing. 

866-720-4999
www.tankservicesinc.com PBM

1996 Volvo Vacuum Truck: 225k 
miles, 3306 CAT motor, 9-speed Fuller 
transmission. 2005 Imperial Industries 
2,250-gallon tank. MEC 8000 Battioni 
vacuum pump new in 2010.  ... $20,000 

John 608-575-0066, WI P04

30+ Pump trucks for Sale: 2012 Interna-
tional: 99,000 miles - $38K. 2009 Dodge 
5500: 148,000 miles - $28K. Half cash down 
- Owner will finance balance at 6%. Farm-
ington, NY 607-368-0783  (P03)

1994 Chevrolet C-70: 2,500-gallon septic 
pumper unit, 3116 CAT 210hp, 5-speed/ 
2-speed rear, currently in use, $18,675. 
Call Michael at 314-575-5485.  (P03)

1998 Ford L9000 with 4,000-gallon carbon 
steel 2-compartment waste oil tank, Black-
mer pump with strainer, ReCon Cummins 
engine with Fuller transmission on air-ride 
suspension. $18,500. KLM Companies 617-
909-9044 (PBM)

TV INSPECTIoN

2003 Ford Aries TV Inspection: Stk# 2168, 
V10 Triton gas engine. Honda motor pow-
ers rear unit. One (1) camera. Ken’s Truck 
& Equipment: www.khtrucks.com 972-938-
1905 or 214-632-5277 (PBM)

VACUUM LoADERS

2008 Sterling VacAll Model AJV1015: 
10 cubic yards/1,500-gallon water. 
Roots vacuum pump 8x24 - 4,100cfm 
@ 16" HG. Mercedes MBE 4000 engine, 
Allison 6-speed automatic transmis-
sion, 20,000# front axle, 46,000# rear 
tandem. Maintenance records, mileage 
29,814.5, 2,222.3 hours on engine, 
143 hours on blower. Call for more 
information.  .......................... $170,000

Biros Septic & Drain Cleaning, Inc.
570-889-3738, PA

mike@biroseptic.com P04

1999 International Guzzler Ace High-
Dump with NEW (less than 100 hrs.) 
Roots 27" blower. Fresh paint, 161,517 
miles. 305hp CAT C-10. Great truck - 
Ready to work!  .........................$79,500

903-738-2917, Tx P03

2016 Peterbilt 348 chassis new 20/40 
axles, double frame, PX-9 350hp. 3:15 
steer tires on Alcoas, lockers. Introducing 
the new EMI Industrial vac system, DOT 
407/412 Certified. 3,360 USG tank, Moro 
PM100T 430cfm, hoist dump, full-open 
rear tank system, will accept vibrator. 
Optional vacuum pumps/blowers, vari-
ous chassis new or used. Catwalks and 
jetters also available. Note: Unit is not 
exactly as shown.  ...................$187,500

785-325-2000, Tx
terry.bailey@emisales.net

www.emisales.net P04

Wanted to purchase: Functional industrial 
vacuum trucks, wet or dry. Cash buyer. Call 
502-592-0543.  (P03)

1999 International Guzzler Ace DF. 
27" Roots blower. 139k miles. 305hp 
CAT C-10. Good truck - ready to work! 
................................................. $59,500

903-738-2917, Tx P05

2001 Gap Vax HG57  WET/DRY on Volvo 
WG64, 5,500 cfm, 27” Hibon blower, Cum-
mins engine, chassis tank and bag house, in 
good condition, ready for work. KLM Compa-
nies 617-909-9044 (PBM)

2002 Navistar International cab and chas-
sis with a Powervac 5300, 16-cubic-yard, 
3,250 U.S. gallons, carbon steel vacuum 
tanker w/Hibon PD blower. (Stock# 2433V) 
www.VacuumSalesInc.com (888) VAC-
UNIT (822-8648) (PBM)

1999 Sterling with a 3,200-gallon Cusco 
Master Vac high-dump unit. (Stock# 3378V) 
www.VacuumSalesInc.com (888) VAC-
UNIT (822-8648) (PBM)

FOR SALE functional vacuum trucks: Guz-
zlers, Super Suckers, mid-1990s. Call for 
more information. 502-592-0543. (P03)

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)

Wanted to purchase: Functional diesel wa-
terblasters. Cash buyer. Call 502-592-0543.  
 (P03)

P L A C E  Y O U R  A D  O N L I N E  A T  w w w . p u m p e r . c o m
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P L A C E  Y O U R  A D  O N L I N E  A T  w w w . p u m p e r . c o m  –  I T ’ S  A L W A Y S  T H E R E  T O  M E E T  Y O U R  B U S Y  S C H E D U L E

SEPTIC TRUCKS

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. 1,500-gallon truck units; 
16,000. Self-contained vacuum skids, 
1,000-gallon; $10,500. 2,500-gallon 
painted tanks ready to mount; $13,000. 
PortaPotty trucks and any custom op-
tions or sizes available!

TexLa Services
936-641-3938

www.texlaservices.com P03

2004 Freightliner FL70: This truck is 
in excellent condition. Very clean and 
well maintained. Jurop LC420 and new 
tires. 2,500-gallon carbon steel tank.  
Tank and pump 3 years old.  ....$49,000

707-775-5443, CA P03

2003 Freightliner Columbia with Mercedes 
460hp, 10-speed Eaton-Fuller transmis-
sion and aluminum wheels. Tires 75% or 
greater. Has 3,600-gallon steel with hoist 
and full-open rear door. Jurop R260 pump. 
Tank painted in 2012. 300,000 miles. Great 
shape. $54,000. Mike 216-990-6658. (P03)

1990 Mack RD690S: GVW 64,000, 4,000- 
gallon steel tank. Runs great - Ready for 
work. $24,900. 413-297-0803  (P03)

1998 Freightliner FL70: 33k GVW with an 8.3 
Cummins 275hp and 7-speed transmission. 
It has a lot of power! This truck has low miles 
at just 70k. New 2,300-gallon Pikrite tank 
and a 400 cfm pump. Everything works, heat, 
a/c, air, pto, air-ride cab, heated valves. Also 
has large custom tool box for powersnake 
and pressurized water tank. Comes with 100' 
3" hose to get started. Also has hitches for 
pulling trailers. Excellent shape, will start on 
the coldest days and won't leave you on the 
side of the road! Asking $32,000 OBO. Call 
845-674-7790. I will send pics.  (P03)

1990 International Eagle pump truck. Cum-
mins 9-speed. 3,000-gallon tank. 3 axle. 
GOOD TRUCK! Runs excellent. $31,000. Call 
Rocky. 209-295-7606 CA (P04)

1989 Ford LTL 9000: 425 CAT motor, 8LL 
transmission, 3,500-gallon hoisted Trans-
way industrial vacuum tank and pump 
with 650cfm. This truck is in good condi-
tion. Ready to work. Asking $15,500 OBO. 
Call 845-674-7790. (P03)

2003 Peterbilt 330 cab and chassis 
with a 2,500-gallon vacuum tank and 
Masport HXL20WV pump. (Stock# 0014V) 
www.VacuumSalesInc.com (888) VAC-
UNIT (822-8648 (PBM)

1997 Mack with a 4,000 U.S. gallon c/s vac-
uum tank unit with a Masport pump package.  
(Stock# 0330C) www.VacuumSalesInc.
com (888) VAC-UNIT (822-8648)  (PBM)

1999 Freightliner: 8.3 Cummins, 6-speed, 
2,300-gallon vacuum tank, Jurop pump. 
$22,000. www.pumpertrucksales.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: DT 466 new in-
frame overhaul; Allison auto., 136k miles, 
used 1,200-gallon steel vac tank, under CDL; 
PV3 vac pump. www.pumpertrucksales.com. 
Call JR. @ 720-253-8014, CO. (PBM)

2008 Ford F750: 260 Cummins, 7-speed, 
rear locking differential, New 2,500-gallon 
vac tank, new Jurup pump. www.pumper-
trucksales.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)

2000 Peterbilt: 300hp CAT, 9-speed, rear 
locking. Excellent condition. New 2,500-gal-
lon vac tank. www.pumpertrucksales.com. 
Call JR. @ 720-253-8014, CO. (PBM)

Eight 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)

Atlas Tank and Drain — 2007 International 
4200. 1,600-gallon tank, R-260 pump, Lely 
unit. New inspection — DOT & federal. Good 
start-up/back-up unit or daily worker. No 
picture at this time. $35,000. Located in 
Northern Virginia. 703-361-4517   (P03)

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)

TANKS

Two (2) 20,000-gallon lined tanks. 660 bbl. US 
capacity, 13' x 23', $15,000 for one, $25,000 
for both. E-mail eagleseptic@qwestoffice.net  
 (P04)

Lube oil plant tanks for immediate sale. 
Various sizes: 350 to 150,000 gallons. Verti-
cal flat bottom, cone bottom and horizontal 
tanks. Also included are 10 indoor storage 
tanks, 3 lube oil kettles and 3 grease kettles. 
No reasonable offer refused. Contact B. Main 
817-332-1161.  (P03)

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)

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- 
VACUUM/TANKER

New EMI Aluminum Vacuum trailers 
(2) 150 bbl. (6,300 USG), full catwalk, 
full hose trays, 13 external rings, (3) top 
manways, (1) rear manway. 2" rear sight 
tube, Ridewell air-ride suspension,(2) 
rear 4" sump valves, two-speed landing 
gear. Weight #10,400.  $58,500 plus FET

785-325-2000, Tx
terry.bailey@emisales.net

www.emisales.net P04

Five (5) 2014 & 2015 New EMI Steel 
Vacuum Trailers: 130 bbl. (5,460 USG). 
Interior lined with Americoat 240 epoxy. 
Hutch 9700 Series spring suspension. 
Partial side catwalk with side entrance, 
1/4" Shell thickness, (3) internal baffles, 
(2) top manways, (1) rear manway. 8 ex-
ternal rings, two-speed landing gear, (2) 
4" rear in sump valves. Options: Vacuum 
pumps - all makes, aluminum wheels, 
larger trailers. $35,500 plus FET. Located 
in Kansas & Texas.

785-325-2000, Tx
terry.bailey@emisales.net

www.emisales.net P04

Imperial Vacuum Trailers: In stock, 
6000- and 6300-gallon aluminum single-
compartment Imperial vacuum trailers.

Call Mike
800-558-2945 Ext. 328 PBM

2015 Acro Vacuum Trailer: Stainless steel 
6,000 gallon, DOT certified double conical 
with air-ride suspension. Aluminum wheels 
all positions, full hose trays, OSHA walkways 
and railings. Vacuum pump option either hy-
draulic or self-contained. KLM Companies 
617-909-9044  (PBM)

1975 Fruehauf 10,000-gallon tanker, 
three axle. $9,000 OBO. Washington state. 
Call Randy at 360-301-0249 or e-mail 
northsoundss@netzero.net for pictures.  (P03)

TRUCKS -
MISCELLANEoUS

2003 RD Mack: 500hp, 8LL, 20F/58R, 
100,000 miles, J&J steel body. Call for 
pricing. 

866-720-4999
www.tankservicesinc.com PBM

1996 Volvo Vacuum Truck: 225k 
miles, 3306 CAT motor, 9-speed Fuller 
transmission. 2005 Imperial Industries 
2,250-gallon tank. MEC 8000 Battioni 
vacuum pump new in 2010.  ... $20,000 

John 608-575-0066, WI P04

30+ Pump trucks for Sale: 2012 Interna-
tional: 99,000 miles - $38K. 2009 Dodge 
5500: 148,000 miles - $28K. Half cash down 
- Owner will finance balance at 6%. Farm-
ington, NY 607-368-0783  (P03)

1994 Chevrolet C-70: 2,500-gallon septic 
pumper unit, 3116 CAT 210hp, 5-speed/ 
2-speed rear, currently in use, $18,675. 
Call Michael at 314-575-5485.  (P03)

1998 Ford L9000 with 4,000-gallon carbon 
steel 2-compartment waste oil tank, Black-
mer pump with strainer, ReCon Cummins 
engine with Fuller transmission on air-ride 
suspension. $18,500. KLM Companies 617-
909-9044 (PBM)

TV INSPECTIoN

2003 Ford Aries TV Inspection: Stk# 2168, 
V10 Triton gas engine. Honda motor pow-
ers rear unit. One (1) camera. Ken’s Truck 
& Equipment: www.khtrucks.com 972-938-
1905 or 214-632-5277 (PBM)

VACUUM LoADERS

2008 Sterling VacAll Model AJV1015: 
10 cubic yards/1,500-gallon water. 
Roots vacuum pump 8x24 - 4,100cfm 
@ 16" HG. Mercedes MBE 4000 engine, 
Allison 6-speed automatic transmis-
sion, 20,000# front axle, 46,000# rear 
tandem. Maintenance records, mileage 
29,814.5, 2,222.3 hours on engine, 
143 hours on blower. Call for more 
information.  .......................... $170,000

Biros Septic & Drain Cleaning, Inc.
570-889-3738, PA

mike@biroseptic.com P04

1999 International Guzzler Ace High-
Dump with NEW (less than 100 hrs.) 
Roots 27" blower. Fresh paint, 161,517 
miles. 305hp CAT C-10. Great truck - 
Ready to work!  .........................$79,500

903-738-2917, Tx P03

2016 Peterbilt 348 chassis new 20/40 
axles, double frame, PX-9 350hp. 3:15 
steer tires on Alcoas, lockers. Introducing 
the new EMI Industrial vac system, DOT 
407/412 Certified. 3,360 USG tank, Moro 
PM100T 430cfm, hoist dump, full-open 
rear tank system, will accept vibrator. 
Optional vacuum pumps/blowers, vari-
ous chassis new or used. Catwalks and 
jetters also available. Note: Unit is not 
exactly as shown.  ...................$187,500

785-325-2000, Tx
terry.bailey@emisales.net

www.emisales.net P04

Wanted to purchase: Functional industrial 
vacuum trucks, wet or dry. Cash buyer. Call 
502-592-0543.  (P03)

1999 International Guzzler Ace DF. 
27" Roots blower. 139k miles. 305hp 
CAT C-10. Good truck - ready to work! 
................................................. $59,500

903-738-2917, Tx P05

2001 Gap Vax HG57  WET/DRY on Volvo 
WG64, 5,500 cfm, 27” Hibon blower, Cum-
mins engine, chassis tank and bag house, in 
good condition, ready for work. KLM Compa-
nies 617-909-9044 (PBM)

2002 Navistar International cab and chas-
sis with a Powervac 5300, 16-cubic-yard, 
3,250 U.S. gallons, carbon steel vacuum 
tanker w/Hibon PD blower. (Stock# 2433V) 
www.VacuumSalesInc.com (888) VAC-
UNIT (822-8648) (PBM)

1999 Sterling with a 3,200-gallon Cusco 
Master Vac high-dump unit. (Stock# 3378V) 
www.VacuumSalesInc.com (888) VAC-
UNIT (822-8648) (PBM)

FOR SALE functional vacuum trucks: Guz-
zlers, Super Suckers, mid-1990s. Call for 
more information. 502-592-0543. (P03)

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)

Wanted to purchase: Functional diesel wa-
terblasters. Cash buyer. Call 502-592-0543.  
 (P03)

P L A C E  Y O U R  A D  O N L I N E  A T  w w w . p u m p e r . c o m

FILL a job opening

BID OUTan upcoming job

ANNOUNCE 
contracted services offered

SELL 
used equipment

OBTAIN  
a position wanted

FINd IT
CLASSIFIEDS!

IN
 T

HE

In Pumper magazine and on the web.
Pumper.com

http://www.pumper.com
mailto:northsoundss@netzero.net
http://www.tankservicesinc.com
http://www.khtrucks.com
mailto:mike@biroseptic.com
mailto:terry.bailey@emisales.net
http://www.emisales.net
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.boatmanind.com
http://www.p
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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
 
Massachusetts
Massachusetts Association of Onsite Wastewater 
Professionals 
www.maowp.org; 781/939-5710

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
 
New York
Long Island Liquid Waste Association, Inc. 
www.lilwa.org; 631/585-0448

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
 

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

 
Serving the Industry 
Visit your state and provincial trade associations

Pennsylvania
Pennsylvania Septage Management Association 
www.psma.net; 717/763-7762
 
Tennessee
Tennessee Onsite Wastewater Association 
www.tnonsite.org.

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

Onsite Wastewater Systems Installers of Manitoba, Inc.
www.owsim.com; 204/771-0455

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

http://www.aowainfo.org
http://www.azowra.org
http://www.arkowa.com
http://www.cowa.org
http://www.cpow.net
http://www.cowra-online.org
http://www.dowra.org
http://www.fowaonsite.com
http://www.onsitewastewater.org
http://www.georgiafog.com
http://www.owaidaho.org
http://www.owpi.net
http://www.iowpa.org
http://www.iowwa.com
http://www.ksfa.org
http://www.kentuckyonsite.org
http://www.mainese.com
http://www.mapss.org
http://www.mowpa.org
http://www.maowp.org
http://www.mowra.org
http://www.msta.biz
http://www.mowa-mn.com
http://www.mosmallflows.org
http://www.nowwa.org
http://www.nhash.com
http://www.gsdia.org
http://www.powranm.org
http://www.lilwa.org
http://www.ncsta.net
http://www.ncportabletoiletgroup.org
http://www.ncpumpergroup.org
http://www.ohioonsite.org
http://www.o2wa.org
http://www.pa-seo.org
http://www.powra.org
mailto:editor@pumper.com
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Pressure Washers, Replacement Engines, 
Pumps, Parts & Accessories

WaterCannon.com             1.800.333.WASH (9274)
YEARS OF 
SERVICE

Jetter Package 4 GPM @ 4200 PSI

Hot Water Trailer Packages

Locking Safety Quick Connects

Clean Indoors with No Mess

Industrial Trigger Gun Assemblies

Air Recovery Avoids Run Off

Honda - Water & Trash Pumps

Truck Wash Components

Custom Pump Assemblies

Wide Swath Cleaning for All Surfaces

Portable Generator 6500 Watt

Pressure Washer Hoses

Air Recovery System Cleaner

Under Carriage Cleaner

Air Recovery Graffiti Removal

Honda - Air Compressors

Duct & Chute Cleaning Spinners

Mag Wheel Under Carriage Cleaner

Air Recovery Works on Walls

Power Take-Off Pressure Washers

Honda - Electric Start Generator

Stainless Steel Hose Reels

Versatile Hand Controlled Cleaning

Car Wash Booms & Parts

Surface Cleaners Save Time

Vanguard Hot Water Pressure Washers

3 Story Telescopic Wands

3"-24" Stainless Steel Spinners

Cleans on Walls and Floors

Electric 180° Auto Stop/Start

Powerful Generator 9000 Watt

Custom Built Electric Packages

Overhead Valve Recoil Engines

LP Gas Powered Pressure Washers

2" & 3" Water Pumps

Hydraulic Pressure Washer -  
26 GPM Pump

Industry Trained Staff
Water Cannon 
is proud to be a 

MWBE
Orlando | Phoenix | Minneapolis | Hattiesburg | Melbourne | Toronto | Bogota

International: 1-321-800-5763

Water Cannon, Un contacto en Espanol: llama al: 1.800.917.9274available from 8:30 a.m. to 7:00 p.m. 
weekdays E.S.T.

www.watercannon.com
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