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www.satelliteindustries.com                800-328-3332

MD950’S RULE

High/Low Pressure Wash 25’ Tiger Hose Fingertip Controls

Multiple Sight Gauges Added Work SpaceStainless Steel Skirting

For those who want a truck with high-end 
features at a competitive price, the MD950 
from Truck Express, a division of Satellite, 
has what you need.

The newest upgrade is full stainless steel 
side panels, cabinets and work space to 
eliminate corrosion and keep your truck 
looking like new.  Other features include:

To learn more, contact your
Area Manager or visit us online
at www.satelliteindustries.com.

Standard Features That
Improve Your Productivity

•  650 gallon waste/300 gallon fresh
•  Mild Steel Tank
•  Bolted-On Hose Trays and Cabinets
   for Easy Replacement
•  Wing and Cross Tank Baffles for 
   Added Safety
•  Tight Turning Radius
•  Powder Coated Fresh Water Tank

Prices Range From $67 - 78,000

http://www.satelliteindustries.com
http://www.satelliteindustries.com
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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           www.bandlockcouplers.com

Does your price for toilet paper 
seem too good to be true??

OFFERING A COMPLETE LINE OF JANITORIAL SUPPLIES, 
CLEANING PRODUCTS, PORTABLE TOILET & SEPTIC NEEDS

Call Lisa today!

… Maybe it is!

250 Old Marlton Pike • Medford, New Jersey 08055
800-699-9903    www.delvel.com

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

Customer’s ask for
Monthly Treatment

Septic Kit

24"

18"

15"

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

Water Tanks
Lids for Risers

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

 

Your Logo 
Here! 8 - 525 gallons.

Request a quote
for special sizes.

http://www.lenzyme.com
http://www.bandlockcouplers.com
http://www.delvel.com
http://www.romotek.com
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Constant professional training and deep customer 
education efforts pay off with inspection and repair 
work, a solid reputation for First Call Septic Services. 

ON THE COVER: Emergency calls and inspection and repairs bring in 
a good part of the revenue for First Call Septic Services Inc., in Battle 
Ground, Washington. Owner Ronnie Tamez, shown with his 1995 Mack 
with a 4,500-gallon steel tank and a Utile pump, has built a reputation for 
diagnosing problems plaguing commercial and residential onsite systems. 
(Photo by Ethan Rocke)
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Driver Accountability Helps Improve

FLEET SAFETY

Improving fleet safety starts with driver accountability. When drivers know they’ll be held 
accountable, they’re often on their best behavior. With Networkfleet, you get the data you need to help 
improve safety in your fleet. 

Download our free eBook

www.Networkfleet.com/PumperSafety
Call for a custom quote

866.869.1353
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 *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.

2007 Freightliner M2
2400 Gal., Auto,  

Portable Toilet Hauler

2007 Freightliner Columbia
4000 Gal., Detroit,  

450 h.p., 10 spd. 

2006 GMC
Auto, AC, Turbo Diesel,

2000 Gal., 347 CFM Pump  

2007 Mack Vision
4000 Gal., 400 h.p., 

Auto, Low Miles

2007 Mack Vision
4000 Gal., 400 h.p., 

Auto, Low Miles

2007 International 8600
4500 Gal., Auto, Cummins, 

420 h.p., 10 spd.

2012 International 
ProStar - Dump Tank

4000-4500 Gal., 500 h.p., 18 spd., 
100k Miles, California Emissions

2007 Freightliner
4500 Gal., 450 h.p., 

10 spd.

2006 International 
Full Dump Tank

Call for information!

Starting at:

$55,000

Starting at:

$79,500

Starting at:

$45,900

Starting at:

$85,500
Starting at:

$85,500

Starting at:

$85,000

Starting at:

SOLD
Starting at:

$91,000
Starting at:

Call for price 

I t’s the dog days of summer. The phone keeps ringing with custom-
ers wanting you to add one more pumping appointment to an already 
crowded calendar. The heat and humidity are miserable and your crews 

are on the road longer and working harder than ever.
Frustrating workplace issues don’t make it any easier to cope with the 

stresses of the busy season. But distractions, bad behavior and motivation 
problems can crop up and test the abilities of small-business owners and 
managers to keep work running smoothly.  

Here are seven deadly sins you may encounter with your crew this sum-
mer, along with suggestions on how to keep these problems from hurting 
your company’s productivity:

 
The sin: Smartphone abuse
The salvation: Could this be the biggest human resources issue of the 

new millennium? The phone is now viewed as a constant lifeline to family 
and friends, and it gets harder to curtail employee use every day. But main-
taining workplace productivity demands limiting cellphone use on compa-
ny time. Consider a policy that restricts phone use to emergency situations. 
Forbid personal texting, tweets, social media posts, Snapchats, etc., during 
the work shift. Protect employees, equipment and your business by institut-
ing harsh penalties for workers who talk or text while driving a service truck. 
At this point, it might be unrealistic to start a policy requiring employees to 
turn off the phone completely.

 
The sin: Tardiness
The salvation: If you don’t already use one, you could bring in a time 

clock and dock pay for punching in late. That may seem like an extreme mea-
sure, especially if you run a small operation where good employees have al-
ways been trusted to track their time more informally. Explore incentives 
you can offer for employees who show up on time every day for a month, 
quarter or year. If you see a pattern of tardiness in one employee, don’t let it 
linger. Take action to reprimand the offender early or risk the problem get-
ting worse and spreading to other employees.

 
The sin: Poor interaction with customers and co-workers
The salvation: Institute a random call-monitoring program where you 

listen in to the receptionist’s interaction with customers and share feedback. 
Do this for an hour or two every quarter. Take notes on how workers treat 
customers and answer their septic service questions. For workers in the 
field, survey customers randomly after the service and ask if the technician 
was courteous, helpful and informative while at the job site. Keep all your 
notes on file for periodic reviews or future justification for employee termi-

nation. Take serious any complaints you receive about how employees are 
treating each other. The job can be stressful, but you cannot tolerate employ-
ees not showing each other respect.

 
The sin: Carelessness with equipment
The salvation: There is a two-prong solution to making sure employ-

ees aren’t too rough with the equipment. First, institute a daily or weekly 
inspection checklist for trucks and excavation equipment. Have your driv-
ers note scuffs and scratches, dings and dents. Require washing the outside 
of vehicles and clean out and vacuum the cab. If you have two drivers, ask 
them to check over each other’s trucks. Part two is to hold weekly or month-
ly meetings to discuss an aspect of the proper care of all your equipment. 
These meetings will reinforce the priority to care for the inventory.

 
The sin: Preventable workplace injury
The salvation: Horseplay and poor lifting techniques can put workers 

out of commission, costing your company time, money and bringing added 
stress from unexpected short staffing. Make it clear you don’t like impromp-
tu games of dodgeball between rows of portable restrooms in the yard. Be 
sure employees wear hard hats when they work on construction sites. Hold 
safety sessions that stress proper hose handling or lifting of concrete lids and 
other heavy equipment. Start the day with some stretching exercises for the 
crew. Remind workers that you want them to return to the shop safe and 
sound at the end of their shifts.

 
The sin: Not-so-clean service
The salvation: Constantly review service protocols to ensure consis-

tently good service. Follow and spot-check septic service drivers and grade 
their performance. Seek customer feedback on service to address issues of 
cleanliness before they take a toll on your reputation. Log and track com-
plaints by route and technician and look for ways to reward your top per-
formers with bonuses or tokens of your appreciation. Convince workers that 
a culture of cleanliness – keeping uniforms spic and span, cleaning up mess-

Reading Between The Lines

(continued)

  
7 Deadly Sins
Human resources issues that drive a small-business owner up the wall, and how to address them 
By Jim Kneiszel, Editor

Foster an attitude of teamwork among your crew 
members. It should be “all for one and one for all’’ 
to get the job done during hectic summer days.
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Contact Jim with 
your comments, 
questions and 
opinions at  
editor@pumper.com. 

mailto:editor@pumper.com
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I t’s the dog days of summer. The phone keeps ringing with custom-
ers wanting you to add one more pumping appointment to an already 
crowded calendar. The heat and humidity are miserable and your crews 

are on the road longer and working harder than ever.
Frustrating workplace issues don’t make it any easier to cope with the 

stresses of the busy season. But distractions, bad behavior and motivation 
problems can crop up and test the abilities of small-business owners and 
managers to keep work running smoothly.  

Here are seven deadly sins you may encounter with your crew this sum-
mer, along with suggestions on how to keep these problems from hurting 
your company’s productivity:

The sin: Smartphone abuse
The salvation: Could this be the biggest human resources issue of the 

new millennium? The phone is now viewed as a constant lifeline to family 
and friends, and it gets harder to curtail employee use every day. But main-
taining workplace productivity demands limiting cellphone use on compa-
ny time. Consider a policy that restricts phone use to emergency situations. 
Forbid personal texting, tweets, social media posts, Snapchats, etc., during 
the work shift. Protect employees, equipment and your business by institut-
ing harsh penalties for workers who talk or text while driving a service truck. 
At this point, it might be unrealistic to start a policy requiring employees to 
turn off the phone completely.

The sin: Tardiness
The salvation: If you don’t already use one, you could bring in a time 

clock and dock pay for punching in late. That may seem like an extreme mea-
sure, especially if you run a small operation where good employees have al-
ways been trusted to track their time more informally. Explore incentives 
you can offer for employees who show up on time every day for a month, 
quarter or year. If you see a pattern of tardiness in one employee, don’t let it 
linger. Take action to reprimand the offender early or risk the problem get-
ting worse and spreading to other employees.

The sin: Poor interaction with customers and co-workers
The salvation: Institute a random call-monitoring program where you 

listen in to the receptionist’s interaction with customers and share feedback. 
Do this for an hour or two every quarter. Take notes on how workers treat 
customers and answer their septic service questions. For workers in the 
field, survey customers randomly after the service and ask if the technician 
was courteous, helpful and informative while at the job site. Keep all your 
notes on file for periodic reviews or future justification for employee termi-

nation. Take serious any complaints you receive about how employees are 
treating each other. The job can be stressful, but you cannot tolerate employ-
ees not showing each other respect.

The sin: Carelessness with equipment
The salvation: There is a two-prong solution to making sure employ-

ees aren’t too rough with the equipment. First, institute a daily or weekly 
inspection checklist for trucks and excavation equipment. Have your driv-
ers note scuffs and scratches, dings and dents. Require washing the outside 
of vehicles and clean out and vacuum the cab. If you have two drivers, ask 
them to check over each other’s trucks. Part two is to hold weekly or month-
ly meetings to discuss an aspect of the proper care of all your equipment. 
These meetings will reinforce the priority to care for the inventory.

The sin: Preventable workplace injury
The salvation: Horseplay and poor lifting techniques can put workers 

out of commission, costing your company time, money and bringing added 
stress from unexpected short staffing. Make it clear you don’t like impromp-
tu games of dodgeball between rows of portable restrooms in the yard. Be 
sure employees wear hard hats when they work on construction sites. Hold 
safety sessions that stress proper hose handling or lifting of concrete lids and 
other heavy equipment. Start the day with some stretching exercises for the 
crew. Remind workers that you want them to return to the shop safe and 
sound at the end of their shifts.

The sin: Not-so-clean service
The salvation: Constantly review service protocols to ensure consis-

tently good service. Follow and spot-check septic service drivers and grade 
their performance. Seek customer feedback on service to address issues of 
cleanliness before they take a toll on your reputation. Log and track com-
plaints by route and technician and look for ways to reward your top per-
formers with bonuses or tokens of your appreciation. Convince workers that 
a culture of cleanliness – keeping uniforms spic and span, cleaning up mess-

Reading Between The Lines
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7 Deadly Sins
Human resources issues that drive a small-business owner up the wall, and how to address them
By Jim Kneiszel, Editor

Foster an attitude of teamwork among your crew 
members. It should be “all for one and one for all’’ 
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your comments, 
questions and 
opinions at  
editor@pumper.com. 
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Refrigerator Magnets Work!

FREE  

Art Proof
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‘em look like 

your truck

es at work sites – will make your company an industry leader and translate 
into more financial rewards for everyone.

 
The sin: Doing the bare minimum
The salvation: Watch for workers who don’t take the initiative to do 

more than the minimum amount of work to keep their jobs. Challenge work-
ers to go beyond their job descriptions if it means satisfying a customer. Fos-
ter an attitude of teamwork among your crew members. It should be “all for 
one and one for all’’ to get the job done during hectic summer days. To stay 
profitable, you can’t let anyone cop a “not my job’’ attitude. Hold workers ac-
countable for their actions, and when employees do outstanding work, find 
a way to reward them.

 
ACCenTUATe The POsiTiVe

While you may encounter any one of these issues from time to time, 
most of you are fortunate to have good employees up and down the ranks. 
These are folks you’re proud to work with every day. I’ve met many Pumper 
readers and their top employees when they attend the Water & Wastewater 
Equipment, Treatment & Transport (WWETT) Show every year.

So many great workers – from service technicians to office staff – keep 
the industry humming along. It’s important to remember that and recognize 
crews this time of year, when they’re putting in long hours to meet peak de-
mand for service. ■

LeTTer to the editoR

due diligence on the Job 
would have Prevented disaster

I read the article titled “Fuel Oil Poured Down Septic System Inspection 
Port” (Between the Lines/May 2015). My thoughts are, when will we take 
responsibility for our own duties and actions? What happened to “Measure 
twice, cut once”? Assumptions are the mother of all screw-ups.    

I will agree that labeling of piping, electrical and HVAC systems is 
beneficial, but at what point do we abandon common sense? From a service 
provider standpoint, you must verify that you are at the correct location, 
meet with the point of contact, and confirm the type of service, points of 
access and what the final outcome is to be. If this is done on a constant 
basis, errors – or in this case, disasters – can be avoided.  

Stop finding blame, being lazy and perform your task in a responsible 
manner.

John Beagles
Cruzan Environmental Services, Inc.

St. Croix, U.S. Virgin Islands

mailto:sales@stampworks.net
http://www.seal-r.com
mailto:sales@stampworks.net
http://www.stampworks.net
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Established Since 1981

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

| www.nationaltruckcenter.com  H TRANSPORTATION AVAILABLE NATIONWIDE

2007 Freightliner Columbia
515 hp, Jake Brakes, 13 Speed, 5000 Gal. U.S
Dump Tank, 425 CFM Pump. $106,500

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

Factory Double-Framed. All New Equipment. $69,000

 2007 Freightliner 
Cat C-13, 10 Speed,  5000 Gal.  

All New Equipment With Warranty. $98,000

2007 International 4300
Auto, DT 466, 2500 Gal.  

All New Equipment With Warranty $58,000

2006 International 4300
Auto, DT 466, 1800/400 Fresh.  

All New Equipment With Warranty. $58,000

2007 Mack Vision
4000 Gal. US Tank With & Without Hoist.  

Low Miles. All New Equipment. Starting $88,000

2007 Freightliner M2
2500 Gal. Tank. All New Equipment With Warranty. 

$57,000

2006 GMC C7500
Under CDL! Duramax Power, 1800/400 Gal. Tank, Allison Auto,  

All New Equipment. $55,000

2016 International 4300
1800/400 Gal. Tank, Under CDL W/Potty Rack.  

All New Equipment. $99,800

NEW

9750 N.W. 27th AVE. | MIAMI, FL 33147 
3001 EAST 11th AVE. | HIALEAH, FL 33013

END OF SUMMER SALE  
$2000 OFF ANY TRUCK PURCHASED IN AUGUST

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!

      Have you let your customers 
know you’re offering the new 
technology? An effective marketing 
campaign can increase the value of 
your technology investment.

- 12 Questions to Ask Before Buying New Equipment
pumper.com/featured

All About Respect

the politics 
of inspection
If you’re doing any septic inspections, 
you may have run into conflicts 
with installers or other maintenance 
professionals. It should be a “team 
sport” but everyone’s not always on the 
same page. this two part series is your 
guide to encouraging respect, which 
improves the future of the industry.

pumper.com/featured

equIpment cARe

jetter 
maintenance 
tips
You’re on the job and have 
successfully cleared a line. 
there’s just one problem. 
now the snake could use a 
cleaning. Your jetter snake 
is filthy, and it’s stinking 
up your truck. You don’t 
want grime and residue to 
potentially deteriorate your 
equipment when it’s not in 
use. Here are some pointers 
on handling that second 
phase of cleaning and 
keeping your jetter in good 
condition.

pumper.com/featured

tHe ARt of tHe follow-up

providing great service
If you’re not following up with your customers on a regular basis, you 
may be missing out on valuable information that could improve your 
customer service. You want to know about any issues with your service, 
but you also want to know what you’re doing well. Knowing what your 
customers value will help you maintain that good reputation.

pumper.com/featured

connect wItH us

want more?
find us on facebook at 
www.facebook.com/PumperMag 
or twitter at twitter.com/PumperMag

  AlwAys prepAred

well-stocked vans
while vacuum service trucks are typically outfitted 
with storage for equipment and parts, first call 
septic owner Ronnie tamez prefers to maintain two 
service vans for initial site visits. tamez, featured in 
this month’s cover story, discusses his well-equipped 
vans in this exclusive online story. 

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
www.pumper.com/featured
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MFG. INC.
Building Innovative Tools for Municipalities

1430 N. Hundley St 
Anaheim, CA 92806

ph: 714.632.8198
fax: 714.632.8228

www.SouthlandTool.com

Manhole Tools • Debris Baskets • Vac-Traps • Root Saws
 Calcium Cutters • Sewer Rods • Handy Clams 

Nozzle Extensions • Deep Vac Tube Holder 
Grabbers Claws and Hooks • Diamond Tap Cutters 

Fiberglass Poles • Hydraulic Cutters • Top Manhole Rollers 
Sewer Spoons • Continuous Rod • Carbide Saws

SOLUTIONS TO
SEWER CLEANING
THROUGH:
• CONCEPT
• DESIGN
• PRODUCTION

Manhole Tools • Debris Baskets • Vac-Traps • Root Saws
 Calcium Cutters • Sewer Rods • Handy Clams 

Nozzle Extensions • Deep Vac Tube Holder 
Grabbers Claws and Hooks • Diamond Tap Cutters 

Fiberglass Poles • Hydraulic Cutters • Top Manhole Rollers 
Sewer Spoons • Continuous Rod • Carbide Saws

www.reelcraft.com  |  800-444-3134

Rely on Reelcraft

Compact, heavy 
duty dual pedestal 
hose reels

Hand crank or motor 
driven Series 30000

Ideal for watering 
and washdown 
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fax: 714.632.8228

www.SouthlandTool.com
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 Calcium Cutters • Sewer Rods • Handy Clams 

Nozzle Extensions • Deep Vac Tube Holder 
Grabbers Claws and Hooks • Diamond Tap Cutters 

Fiberglass Poles • Hydraulic Cutters • Top Manhole Rollers 
Sewer Spoons • Continuous Rod • Carbide Saws

SOLUTIONS TO
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• DESIGN
• PRODUCTION
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Sewer Spoons • Continuous Rod • Carbide Saws

http://www.SouthlandTool.com
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PumPer Profile
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Golden
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Profile

Mike’s Septic Service
Eagle River, Wisconsin

Owner: Mike Oberg

FOunded: 1993

eMplOyeeS: 5

Service AreA: 10 counties in northern 
Wisconsin and Michigan’s Upper Peninsula

SpeciAlTieS: Septic pumping and inspection

AFFiliATiOnS: Wisconsin Liquid Waste Carriers Association

weBSiTe: www.mikessepticservice.com

Wisconsin

A fter more than two decades in the pumping business, Mike 
Oberg relies on a simple principle he started out with: Treat 
your customers and employees well, and remember the two 

are inextricably connected to one another.
Running a successful small business is just that simple for Oberg, 

53, who started Mike’s Septic Service in 1993 in Eagle River, Wisconsin, 
after spending many years working for another pumping company.

“The only way you’re going to get good employees is by treating 
them fairly,” Oberg says. “And if they’re happy with their job, they’re 
going to treat the customer better. If they’re not happy, that attitude 
will run right over to the customer.”

 
leArNiNG THe roPeS

Oberg was only 14 when he got his first taste of the septic pumping 
business. It was the summer following eighth-grade, and Oberg and 
his twin brother had been working at a campground in Eagle River.

“In the spring — before the campground opened — they needed 
both of us, but after it got going, they only needed one of us working 
a day,” Oberg recalls. “My dad came home one day and said, ‘I have 

(continued)

The crew at Mike’s Septic Service includes, from left, Spencer Oberg, Heather 
Oberg, Mike Oberg, Steve Nobbe, Ike Roberts and Julie LaRiviere. The Kenworth 
vacuum truck fleet is shown in the background, built out by Imperial Industries 
and Central Wisconsin Body and Hoist. (Photos by Cory Dellenbach)

Treating customers and employees right 
and building an efficient plan for disposal 
put Wisconsin pumper Mike Oberg in a 
position to succeed  By Kyle Rogers

http://www.mikessepticservice.com
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http://www.pumper.com


another job for one of you if you want it.’”
The youngster volunteered.
“My dad had said it would be just riding around with a guy in his truck 

and helping him out. I thought I could do that. Two days later, a septic truck 
pulled into the yard. I said, ‘What’s 
that here for?’ My dad said, ‘Well, 
that’s your job.’”

For Oberg, it was a learning 
experience and eventually brought 
him to his current status as a small-
business owner.

“I learned how to do the job 
— how to do the work, how to 
locate tanks,” Oberg says. “In the 
beginning, I was young and it didn’t 
really matter how much money I 
made. But as time went on, I had 
a family and was raising kids, and 
I needed more. I had two choices: 
Quit and find some other type of job 
or go into business for myself.”

 
reSPeCT iS THe KeY

Oberg says his customer service 
philosophy isn’t complex.

“You just treat people with 
respect,” he says. “Not that the customer is always right, but you want to give 
customers the best service you can.” Oberg says that means doing jobs the 
right way and not taking shortcuts. He won’t pump through vent pipes and 
whenever possible backflushes in order to pump tanks more thoroughly.

“Not everyone will do that, but customers appreciate it,” Oberg says.
That doesn’t mean Mike’s Septic Service has never encountered an 

unsatisfied customer. Oberg recalls one recent 
job in which a customer was angry about an 

aluminum hose collar scratching the blacktop of his driveway. With the 
amount of hose that was needed to reach the tank, Oberg says there was 
little that could’ve been done to prevent that from happening. All you can 
do is be polite in your explanations to customers and accommodate them 
whenever possible, he says.

“You do the best you can,” Oberg says. “In that case, there was nothing 
I could do.”

On another job a few years ago, Oberg remembers one of his drivers 
leaving tracks in a driveway after pumping a tank. The driver called Oberg 
immediately and Oberg went to the home to assess the damage.

“I called my insurance company, said we just damaged a driveway, and 
gave them the customer’s name and number,’’ Oberg recalls. The proactive 
approach left a great impression with the customer. “He was happy as 

heck. That section of blacktop 
we damaged was only two weeks 
old. If he would have told us that, 
we wouldn’t have come in the 
driveway. But you accommodate 
people when you can.”

That accommodating attitude 
extends to Oberg’s employees.

“I try to make sure they get 
the time off when they need it, I 
pay them a good wage, and I make 
sure they have good equipment 
and proper training so they’ll be 
able to do their jobs the right way,’’ 
he says. “Every year, we have a 
Christmas party. I try to make sure 
I have something for them in the 
summertime too. If they need to 

borrow the skid-steer or use my pickup truck for something, they’re welcome 
to it. It’s just a good working relationship.”

(continued)

The only way you’re 
going to get good 

employees is by treating them 
fairly. And if they’re happy with 
their job, they’re going to treat 
the customer better. If they’re 
not happy, that attitude will 
run right over to the 
customer.

— Mike Oberg

Technician Steve Nobbe applies septage on a 
farm field using a 2015 Kenworth truck built out 
by Imperial Industries with a 5,200-gallon tank 
and National Vacuum Equipment (NVE) blower.

Mike Oberg
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www.libertypumps.com
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A fiT fleeT

Oberg has gradually grown 
the business. What began as 
a one-man operation now 
employs a crew of five covering 
a 10-county service area in 
northern Wisconsin and parts 
of Michigan’s Upper Peninsula, 
with three trucks on the road 
daily for most of the year, all 
Kenworth — a 2010 T800 semi-
tractor tanker with a 6,500-gallon 
tank built out by Central 
Wisconsin Body and Hoist and 
a Masport pump; a 2012 T800 
tandem-axle with a 4,300-gallon 
tank and Masport pump built by 
Imperial Industries; and a 2015 
T880 tri-axle with a 5,200-gallon 
tank and National Vacuum Equipment blower 
built by Imperial.

Oberg’s crew includes Steve Nobbe and Ike 
Roberts. Oberg’s daughter, Heather, runs the 
office and handles customer calls, and Julie LaRiviere does the bookkeeping. 
Oberg’s son, Spencer, also assists the company, driving to different job sites 
for tasks such as installing risers or digging up pipes for replacement.

Business slows during the winter months but picks up quickly in the 
spring as area resorts prepare for the tourist season, part-time residents 
return to their lake houses and a new batch of homeowners are mailed three-

year septic tank service reminders from the county. Oberg says residential 
work still accounts for the majority of his business, but about 30 percent 
comes from commercial customers, including restaurant grease trap service.

 
CoST-effeCTiVe DiSPoSAl

Part of Oberg’s customer service approach is being fair about what he 
charges for his pumping services. At the same time, he says he can’t undercut 
his competitors and sustain a healthy and profitable business. That means 
operations need to be as cost-effective as possible. Playing into that goal is 
Oberg’s practice of land-applying a majority of the waste he pumps.

“The only things I take to the sewer plant are what is required to go, like 

the holding tanks for the sewer drains of repair shops,” he says. “The land-
applying is a lot more cost-effective.” 

Fortunately, Oberg has an abundance of farm acreage available to him 
for land application. When he started the business, a local farmer allowed 
him to spread on 20 acres of fields. Now Oberg has access to about 150 acres 
– all owned by the same farmer. With rising prices at the treatment plant ($80 
to $100 per 1,000 gallons), Oberg would have to nearly double his pumping 
fee if he went that route for dumping.

To land-apply, Oberg says he pays the cost to have the hay cut from the 
fields. The hay yield for the farmer tripled once Oberg began putting those 
nutrients back into the ground. The more hay that is cut, the more Oberg 
pays, but he says it’s still far more cost-effective than going to a wastewater 
treatment plant. Plus, he maintains a mutually beneficial relationship with 
the farmer.

Mike Oberg likes to keep the fleet of vacuum trucks at Mike’s Septic 
Service up to date. When it comes time to purchase a new rig, he doesn’t have 
to worry about finding a buyer for the truck being cycled out of the inventory. 
Oberg has sold four trucks in 22 years. Three of those trucks have gone to the 
same pumper – Melvin Ecker of Lakeshore Septic Service, three hours south in 
Chilton, Wisconsin.

That truck pipeline from Oberg’s northern Wisconsin yard to Ecker’s 
operations began in 1995. That’s when Oberg was preparing to buy his first new 
truck after two years of business. Oberg sold his used chassis to a company in 
Chilton where he was having the tank mounted on his new truck. The used truck 
was scheduled to be turned over to Ecker, a farmer getting into the pumping 
business. Since then, truck turnover has been a breeze for both contractors.

“He bought the used truck, and then two years later he bought a tank I 
rejected because it wasn’t sized right for my truck,” Oberg says. “After that he 
just kept calling me to see when I was going to replace my trucks and wanting 
to buy them because he knew I ran Kenworths and took good care of them.”

In the past two years, Oberg has sold two more trucks to Ecker, who finds 
it convenient to stick with the same purple color scheme Oberg uses. “He said 
he’s going to change their portable toilet truck to purple so it matches the rest 
of the fleet,” Oberg says.

And truck sale No. 4 between the two pumpers is already in the works.
“His son came to pick up a truck last year and the first thing he did was 

walk over to my brand-new 2015 truck,” Oberg says. “I said, ‘Come on, that’s 
not the truck you’re buying.’ He said, ‘I know. I just want to see what I get in 
10 years.’”

Pumper truck pipeline

(continued)

Above: Steve Nobbe 
discusses a pumping 
job with homeowners in 
northern Wisconsin. Much 
of the summertime work 
is performed for seasonal 
lake-home residents.

left: Nobbe releases a 
small amount of waste to 
test for pH levels before 
land application. The 
level must be at 12 for at 
least 30 minutes before 
spreading.

Steve Nobbe prepares 
to pump a commercial 
holding tank. The lid and 
riser are from Tuf-Tite.
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“It’s just one farmer, but he 
has a lot of land,” Oberg says. 
“He saw the benefit right away 
and kept giving me more land to 
spread on.”

Still, there are limits. No 
more than 39,000 gallons per 
acre can be spread on the fields 
annually, and most of that 
has to be done prior to winter 
when land application is further 
restricted. Since the waste goes 
from tank directly to farmland 
after being treated with hydrated 
calcium lime, Mike’s Septic 
Service has to strike a balance 
between gallons pumped, 
acreage available for spreading 
and the timing for cutting the 
hay crop.

Oberg says each driver 
keeps a log of how many gallons 
are spread and where, and they also consult with one another at the 
end of each day to stay updated on their totals. They stop spreading 

on a field two months before the 
hay is scheduled for harvest, but 
to be efficient they also try to 
apply the maximum amount of 
waste allowed on that field before 
the cut-off date, Oberg says. For 
the most part, he says he’s been 
successful at coordinating pumping 
and spreading.

“I’m pretty much tapped out,” 
Oberg says. “If I added another truck — 
and we’re busy enough that I could — I 
would need another area where I could 
spread.”

 
THe STorAGe AlTerNATiVe

The farmer has more land, but 
Oberg is searching for property he can 
purchase and not be so reliant on other 
landowners. He has also considered 

storage options to provide flexibility in land application.
“We could store the waste all winter long, and then in the spring take it 

out to fields. Or if there’s a rainy period and we can’t get out into the fields, 
we could just put it in the storage tank and take it out when we can,” Oberg 
explains.

He says storage would also be beneficial for when he eventually 
does acquire some land, which likely won’t be close enough to allow his 
employees to constantly shuttle out for disposal and maintain an efficient 
pumping schedule.

“I was looking at a field, which would be nice, but it’s about 35 miles 
one way,” Oberg says. “If I had a storage tank, you just dump it in there and 
I could have one truck just making trips between there and the fields. I 
could get another truck to do that and still have three trucks out on the road 
pumping tanks.”

Oberg says it’s just a matter of finding the right storage tank. Ideally, 

he would like a used 500,000-gallon agriculture slurry tank since that 
would reduce the engineering costs required for building a new tank. 
State natural resources officials have told him the permitting process 
for a large tank would take about two years, and he says finding a 

large tank in good condition has been 
challenging.

 
A NeW eNDeAVor

While pumping and inspections 
remain Oberg’s forte, he is considering 
expanding into portable sanitation; 
specifically providing high-end restroom 
trailers.

“Nobody else offers that up here,” 
Oberg says. “I’ve talked to different 
people who have tents and do weddings 
and other events. They say they’d rather 

have (a trailer than standard 
portable restrooms).”

In February, Oberg 
attended the 2015 Water 
& Wastewater Equipment, 
Treatment & Transport 
(WWETT) Show in 
Indianapolis primarily to 
look at restroom trailers.

“I did notice there 
seemed to be more people 
getting interested in the 
trailers,” he says. “A lot of 
women were looking at 

them. That’s whom it mostly caters to. At a wedding, maybe men wouldn’t 
mind using a portable (restroom), but women don’t want to have to go in 
there with their dress on. They might want to have a nicer setup. I thought I’d 
fill a niche here that others don’t seem to want to do.” 

Oberg says he plans on purchasing a medium-sized four-unit trailer 
and then a second trailer depending on the demand. No matter how that 
new venture progresses, you can bet Oberg will approach it with the same 
emphasis on customer service he has practiced with his pumping business 
over the years.

“You try to make people feel happy about a dirty job you have to do,” he 
says. “That’s really all there is to it.” ■

  MORE INFO

Central Wisconsin Body & Hoist
715/355-0701
www.truckequipinc.com

Imperial Industries, Inc.
800/558-2945
www.imperialind.com
(See ad page 97)

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

National Vacuum Equipment, Inc.
800/253-5500
www.natvac.com
(See ad page 43)

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

We could store 
the waste all 

winter long, and then in 
the spring take it out to 
fields. Or if there’s a rainy 
period and we can’t get 
out into the fields, 
we could just put it in 
the storage tank and take 
it out when 
we can.

— Mike Oberg

left: Technician Ike Roberts 
adds lime to the tank during 
a pumping job.

Below: Kenworth is the 
preferred truck brand and 
purple is the distinctive 
company color for Mike’s 
Septic Service, in Eagle River, 
Wisconsin. Here technician 
Ike Roberts backs a 2012 
rig built out by Imperial 
Industries with a Masport 
pump toward a residential 
septic tank for pumping.

http://www.truckequipinc.com
http://www.imperialind.com
http://www.masportpump.com
http://www.natvac.com
http://www.tuf-tite.com
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THE BEST TOOL FOR THE 
JOB JUST GOT BETTER
The Eaton® UltraShift® PLUS Series. Rugged. Reliable. Ready to work.
It’s already the workhorse you need for hard jobs, now the UltraShift PLUS features 
enhanced split-shaft PTO capability for pumper and vacuum work. That’s on top 
of the intelligent automated shifting, Hill Start Aid, and Creep Mode that puts 
driver focus where it should be - on the job. It’s all part of your tailored 
transmission solution and always backed by the solutions, support 
and expertise of the Roadranger® network. Learn more at 
ultrashiftplus.com
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more than 39,000 gallons per 
acre can be spread on the fields 
annually, and most of that 
has to be done prior to winter 
when land application is further 
restricted. Since the waste goes 
from tank directly to farmland 
after being treated with hydrated 
calcium lime, Mike’s Septic 
Service has to strike a balance 
between gallons pumped, 
acreage available for spreading 
and the timing for cutting the 
hay crop.

Oberg says each driver 
keeps a log of how many gallons 
are spread and where, and they also consult with one another at the 
end of each day to stay updated on their totals. They stop spreading 

on a field two months before the 
hay is scheduled for harvest, but 
to be efficient they also try to 
apply the maximum amount of 
waste allowed on that field before 
the cut-off date, Oberg says. For 
the most part, he says he’s been 
successful at coordinating pumping 
and spreading.

“I’m pretty much tapped out,” 
Oberg says. “If I added another truck — 
and we’re busy enough that I could — I 
would need another area where I could 
spread.”

 
THe STorAGe AlTerNATiVe

The farmer has more land, but 
Oberg is searching for property he can 
purchase and not be so reliant on other 
landowners. He has also considered 

storage options to provide flexibility in land application.
“We could store the waste all winter long, and then in the spring take it 

out to fields. Or if there’s a rainy period and we can’t get out into the fields, 
we could just put it in the storage tank and take it out when we can,” Oberg 
explains.

He says storage would also be beneficial for when he eventually 
does acquire some land, which likely won’t be close enough to allow his 
employees to constantly shuttle out for disposal and maintain an efficient 
pumping schedule.

“I was looking at a field, which would be nice, but it’s about 35 miles 
one way,” Oberg says. “If I had a storage tank, you just dump it in there and 
I could have one truck just making trips between there and the fields. I 
could get another truck to do that and still have three trucks out on the road 
pumping tanks.”

Oberg says it’s just a matter of finding the right storage tank. Ideally, 

he would like a used 500,000-gallon agriculture slurry tank since that 
would reduce the engineering costs required for building a new tank. 
State natural resources officials have told him the permitting process 
for a large tank would take about two years, and he says finding a 

large tank in good condition has been 
challenging.

 
A NeW eNDeAVor

While pumping and inspections 
remain Oberg’s forte, he is considering 
expanding into portable sanitation; 
specifically providing high-end restroom 
trailers.

“Nobody else offers that up here,” 
Oberg says. “I’ve talked to different 
people who have tents and do weddings 
and other events. They say they’d rather 

have (a trailer than standard 
portable restrooms).”

In February, Oberg 
attended the 2015 Water 
& Wastewater Equipment, 
Treatment & Transport 
(WWETT) Show in 
Indianapolis primarily to 
look at restroom trailers.

“I did notice there 
seemed to be more people 
getting interested in the 
trailers,” he says. “A lot of 
women were looking at 

them. That’s whom it mostly caters to. At a wedding, maybe men wouldn’t 
mind using a portable (restroom), but women don’t want to have to go in 
there with their dress on. They might want to have a nicer setup. I thought I’d 
fill a niche here that others don’t seem to want to do.” 

Oberg says he plans on purchasing a medium-sized four-unit trailer 
and then a second trailer depending on the demand. No matter how that 
new venture progresses, you can bet Oberg will approach it with the same 
emphasis on customer service he has practiced with his pumping business 
over the years.

“You try to make people feel happy about a dirty job you have to do,” he 
says. “That’s really all there is to it.” ■

  MORE INFO

Central Wisconsin Body & Hoist
715/355-0701
www.truckequipinc.com

Imperial Industries, Inc.
800/558-2945
www.imperialind.com
(See ad page 97)

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

National Vacuum Equipment, Inc.
800/253-5500
www.natvac.com
(See ad page 43)

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

We could store 
the waste all 

winter long, and then in 
the spring take it out to 
fields. Or if there’s a rainy 
period and we can’t get 
out into the fields, 
we could just put it in 
the storage tank and take 
it out when 
we can.

— Mike Oberg

left: Technician Ike Roberts 
adds lime to the tank during 
a pumping job.

Below: Kenworth is the 
preferred truck brand and 
purple is the distinctive 
company color for Mike’s 
Septic Service, in Eagle River, 
Wisconsin. Here technician 
Ike Roberts backs a 2012 
rig built out by Imperial 
Industries with a Masport 
pump toward a residential 
septic tank for pumping.
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VISIT ONE OF THESE PARTICIPATING DEALERS 
TO LEARN MORE ABOUT HINO’S AWARD WINNING 
TRUCKS.

Interstate Truck Source
Romulus, MI 48174
734-467-7100
robert@interstatetrucksource.com

FMI Truck Sales & Service
Portland, OR 97211
800-927-8750 (800-927-8750 (f ) 503-286-3223
johnb@fmitrucks.com  
www.fmitrucks.com

Bergey's Truck Center
Trenton, NJ 08691
609-586-3333 (f ) 609-890-7256
srybacki@bergeys.com  
wwwww.bergeystruckcenters.com

Bergey's Truck Center
Souderton, PA 18964
215-721-3400 (f ) 215-723-4963
srybacki@bergeys.com  
www.bergeystruckcenters.com

TranSource
GGreensboro, NC 27235
336-996-6060 (f ) 336-992-7808
tom.stauffer@tsource.com  
www.transourcetrucks.com

Rush Truck Center - Dallas
Dallas, TX 75247
214-905-9212 (f ) 214-905-9244
www.rushtruckcenters.com

MHC Kenworth Denver
Denver, CO 80216
720-941-0833 (720-941-0833 (f ) 720-941- 0899
www.mhctruck.com

Rush Truck Center - Kansas
Olathe, KS 66062
913-764-6000 (f ) 913-696-1800
warrelll@rushenterprises.com

Rush Truck Center - Houston
HousHouston, TX 77029
832-690-5000 (f ) 832-690-5289
www.rushtruckcenters.com
www.rushhouston.com

Shipley Motor Equipment Co.
Lowell, AR 72745
479-770-6040 (f ) 479-770-6146
cmiller@shipleymocmiller@shipleymotor.com  
www.shipleymotor.com

The Truck Shop
Auburn, WA 98002
253-852-3827 (f ) 253-939-9348

For every field
Whether it be work, sports, fun or events,
when nature calls, Armal responds.

Armal INC 
122 Hudson Industrial Drive 
Griffin, GA 30224 USA 

Phone: +1 770 491 6410
Toll free: 866 873 7796
www.armal.biz
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mailto:cmiller@shipleymotor.com
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www.hino.com
www.camspray.com
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Y ou know the scenario: You’re facing a stressful challenge at work and 
struggling to come up with fresh, creative ideas to solve the issue. 
Nothing you think of seems right. You’re too close to your challenge 

to create an innovative solution. Frustrated by your lack of creativity, you 
decide to sleep on the problem another night, hoping the answer will come 
to you tomorrow.

Now imagine that same scenario, but this time you have two or three 
other people dedicated to helping you work it out. They listen to your ques-
tions, offer advice and help you find solutions. When your problem is re-
solved, you listen to theirs. This is the essence of a mastermind.

A mastermind is a small group of peers, usually three to five people, 
who share and support each other through the challenges of life and leader-
ship. It provides a mutually beneficial source of inspiration, information and 
collaboration for all its members. Far more than a typical network, a master-
mind is your inner circle — your “A” team. 

Networking groups, professional associations and common-interest 
groups serve important purposes for leaders. That’s not the focus of a mas-
termind. A mastermind is so cohesive that the members operate as one, fo-
cusing exclusively on the needs of one member at a time.

Masterminds can be as varied as the leaders. For example, one group 
might consist of three consultants who meet for an hour once a week to grow 
their businesses. Another could involve seven small-business CEOs who 
meet quarterly to set goals, or even eight women entrepreneurs who meet 
via phone and email to answer questions and share resources. Many leaders 
thrive with the support of their masterminds. They discuss challenges, goals 
and visions, individual and organizational strategy, and more. The support is 
tailored to each member’s unique situation and set of concerns.

If creating a mastermind sounds like what you need to take your busi-
ness to the next level, consider these steps:

1. Brainstorm. What do you hope a mastermind will help you do? Pro-
vide objective advice? Be a sounding board? Hold you accountable? Having 
a good sense of what you want from the group will help you create it. Write 
down your ideas to explore the possibilities.

2. Arrange it. The mix of members is the most important element of a 
mastermind. Select those who will make the most powerful team, and look 
for people who are different from you. Your mastermind will help best if the 
members’ perspectives are different from yours.

3. Suggest it. Once you have some names, extend the invitation – a 
phone call, an email, a meeting, whatever is most comfortable for you. Share 
your idea about the group and see who’s interested. Not everyone will want 
to join. That’s OK. You’re looking for people who are drawn to the idea. Move 
forward with the partners who emerge.

4. Try it out. Once you have interested participants, hold an informal 
meeting to get to know more about each other and what your mastermind 
could be. Reiterate what a mastermind is, what you hope to get out of it and 
why the people you’ve invited seem to be a good fit. Then go around the 
room and ask each person:

• What interests you about forming a mastermind?
• What characteristics would be important to you in this group?
• What would you hope to achieve?

Your goal is to determine who, specifically, wants to commit to your 
group. Then you can set a date for your first meeting.

5. Establish it. The first time your mastermind meets is an important 
day. You will get off to a good start if you take the time to do it well. Follow a 
formal agenda that includes:

• A welcome message
• Foundational questions:

- Who are you, what do you do and what brought you to this
group?

- How can this group best support you?
- What talents do you bring to this group?
- What ground rules would make this group worthwhile?

• A review of logistics:
- When, where and how often will we meet?
- What will the format be?

• Closing thoughts
However you structure your meetings, make sure each member has the 

opportunity to discuss his or her goals, needs and next steps.
6. Regulate it. When a mastermind group is well organized, it can be 

one of the most beneficial forms of support a leader can get. But master-
minds can get off track. To ensure the group’s effectiveness, stay in tune with 
the value it provides each member.

At the end of every meeting, or occasionally, go around the table and 
ask, “On a scale of one to 10, one being low and 10 high, what was the value 
of today’s meeting for you? Why?” Then talk about it. What would you/the 
group have to change to make it a 10?

Allow members to ask for what they need from the group and to take 
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Joelle K. Jay is an 
executive coach and 
author of The Inner 
Edge: The 10 Practices 
of Personal Leadership. 
Visit her at TheInnerEdge.
com or email Info@
TheInnerEdge.com.

Building The Business

 
2 Heads Are Better Than 1
In a mastermind group, you get help solving your business challenges and get to help others tackle theirs 
By Joelle Jay

A mastermind is so cohesive that the members 
operate as one, focusing exclusively on the needs 
of one member at a time.

personal responsibility for anything they’re doing to hold back the master-
mind (and themselves). It also helps the group grow and evolve to best serve 
all members.

 
GAIN YOUR EDGE

Regardless of your industry or business, you shouldn’t have to go it 
alone. Many talented, competent leaders share struggles similar to yours, 
and they can offer a valuable perspective about whatever challenge you’re 
facing. After all, when it comes to problem solving, two (or more) heads are 
always better than one. Your mastermind will help you become a better 
leader. When you avail yourself of other people and think about how you 
can help them, you will naturally help yourself. ■
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termind. A mastermind is so cohesive that the members operate as one, fo-
cusing exclusively on the needs of one member at a time.
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their businesses. Another could involve seven small-business CEOs who 
meet quarterly to set goals, or even eight women entrepreneurs who meet 
via phone and email to answer questions and share resources. Many leaders 
thrive with the support of their masterminds. They discuss challenges, goals 
and visions, individual and organizational strategy, and more. The support is 
tailored to each member’s unique situation and set of concerns.
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vide objective advice? Be a sounding board? Hold you accountable? Having 
a good sense of what you want from the group will help you create it. Write 
down your ideas to explore the possibilities.

2. Arrange it. The mix of members is the most important element of a 
mastermind. Select those who will make the most powerful team, and look 
for people who are different from you. Your mastermind will help best if the 
members’ perspectives are different from yours.

3. Suggest it. Once you have some names, extend the invitation – a 
phone call, an email, a meeting, whatever is most comfortable for you. Share 
your idea about the group and see who’s interested. Not everyone will want 
to join. That’s OK. You’re looking for people who are drawn to the idea. Move 
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could be. Reiterate what a mastermind is, what you hope to get out of it and 
why the people you’ve invited seem to be a good fit. Then go around the 
room and ask each person:

• What interests you about forming a mastermind?
• What characteristics would be important to you in this group?
• What would you hope to achieve?

Your goal is to determine who, specifically, wants to commit to your 
group. Then you can set a date for your first meeting.

5. Establish it. The first time your mastermind meets is an important 
day. You will get off to a good start if you take the time to do it well. Follow a 
formal agenda that includes:

• A welcome message
• Foundational questions:

- Who are you, what do you do and what brought you to this
group?

- How can this group best support you?
- What talents do you bring to this group?
- What ground rules would make this group worthwhile?

• A review of logistics:
- When, where and how often will we meet?
- What will the format be?

• Closing thoughts
However you structure your meetings, make sure each member has the 

opportunity to discuss his or her goals, needs and next steps.
6. Regulate it. When a mastermind group is well organized, it can be 

one of the most beneficial forms of support a leader can get. But master-
minds can get off track. To ensure the group’s effectiveness, stay in tune with 
the value it provides each member.

At the end of every meeting, or occasionally, go around the table and 
ask, “On a scale of one to 10, one being low and 10 high, what was the value 
of today’s meeting for you? Why?” Then talk about it. What would you/the 
group have to change to make it a 10?

Allow members to ask for what they need from the group and to take 
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operate as one, focusing exclusively on the needs 
of one member at a time.

personal responsibility for anything they’re doing to hold back the master-
mind (and themselves). It also helps the group grow and evolve to best serve 
all members.
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Regardless of your industry or business, you shouldn’t have to go it 
alone. Many talented, competent leaders share struggles similar to yours, 
and they can offer a valuable perspective about whatever challenge you’re 
facing. After all, when it comes to problem solving, two (or more) heads are 
always better than one. Your mastermind will help you become a better 
leader. When you avail yourself of other people and think about how you 
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When you need parts in a hurry there is one source to remember – FS SOLUTIONS®.  FS Solutions centers stock thousands 
of parts for all makes and models of vacuum trucks, waterblasting equipment and hydro-excavators.  And FS SOLUTIONS 

is the authorized genuine OEM parts distributor for JETSTREAM®, GUZZLER®, and VACTOR® HXX®.

Parts are available at nationwide locations for pick up or quick shipment.

A proud member of the Federal Signal Family.
© 2015 Federal Signal Corporation

www.fssolutionsgroup.com    1.800.822.8785

Parts, Parts, & More Parts

Direct to You.

FS Solutions® Vactor® HXX® Jetstream® and Guzzler® are registered trademarks of  Federal Signal.
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PumPer Profile

Learner’s 
Permit W hen Ronnie Tamez shows up for a service call, he doesn’t want 

to tell his customer that he can’t solve the problem. Though one 
of his services is routine septic pumping, First Call Septic Ser-

vices makes a good portion of its income doing repair and emergency 
work, as well as providing septic system inspections. Because Tamez and 
his employee are certified to work on all types of systems, there are few 
jobs they can’t handle.

That versatility – combined with an attitude of giving over-the-top 
customer service and education – has helped his young business in Battle 
Ground, Washington, experience steady growth.

 
TAKiNG THe PlUNGe

After Tamez was laid off from a job manufacturing microchips in 
2005, a friend suggested he seek employment at a septic service business 

owned by the friend’s father. Unfamiliar with the wastewater industry, 
Tamez says he had some reservations about the “dirty job’’ aspects of 
the work. He pursued the pumping job anyway and any doubts soon 
melted away, and he discovered a passion for the business.

Then when the economy took a turn for the worse with the real 
estate collapse, his boss decided to close shop. Tamez wasn’t ready to 
give up. So with a year’s worth of experience, some education and a 
wife pregnant with the couple’s second child, he took out a mortgage 
and purchased a used vacuum truck. He pumped one tank in late 

2006 and made repair calls and inspections with the family car, a 
Honda Accord with the back filled with tools and parts.

(continued)

Profile
First Call Septic Services Inc.,
Battle Ground, Washington

Washington

OwnerS: Ronnie and Jennifer Tamez

FOunded: 2006

Crew: 3

SerVICe area: Southwest 
Washington state

SerVICeS: Pumping, repairs and inspections

webSIte: www.firstcallseptic.com

Constant professional training 
and deep customer education 

efforts pay off with inspection and 
repair work, a solid reputation for 

First Call Septic Services  By Dee Goerge

The families of First Call Septic 
Services include technician 
Chris Gross and family Shannon, 
Gabriel, Isaiah and Megan; and 
Ronnie Tamez and family Jennifer, 
Matthew and Justin. They’re shown 
with the First Call trucks in Battle 
Ground, Washington. 
(Photos by Ethan Rocke)

http://www.firstcallseptic.com
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AMERICAN-MADE WITH PRIDE FOR 108 YEARS.

Our gearbox is so tough 
even our engineers  

couldn’t break it!

… So we increased the warranty

• Heavy-duty design with multiple configurations

• Modular “drop in” design

• In-truck serviceability

• Quick ship program available
cotta.com | sales@cotta.com
608.368.5600

“It was a cold start,” he recalls, since he was building a business from 
scratch. But it didn’t take him long to realize that pumping was just part of 
the picture. He knew that working his way through certification levels to be 
able to educate customers and repair the many types of systems would help 
build First Call into a successful business.

 
KNoW THe BUSiNeSS

“Most honest, informative and respectful person we’ve dealt with.” 
Facebook reviews like that verify the mission Tamez, his wife, Jennifer, and 
employee and friend, Chris Gross, prioritize for their business. They be-
lieve in being well trained and prepared to operate 
a septic service business in a state with more than 
15 types of approved systems, from standard gravity 
drainfields to high-tech aerobic treatment.

If a homeowner’s septic alarm is triggered and 
sounds, Tamez asks questions and usually sends out 
a service van to investigate the cause. For example, 
the alarm may sound if a blower fails in an ATU. “We 
stock all the blowers (and other parts) in our service 
vans,” Tamez says. “I don’t want to respond to an 
alarm that we can’t service.”

 
YoUTUBe Pro

Tamez aims to help customers avoid service 
calls altogether by posting videos on his website’s 
septic blog. From explaining how different systems work to what to check 
when an alarm goes off to showing how “flushable” wipes clog a system, 
his goal is to educate consumers. While some might say the videos reduce 
potential income, Tamez is convinced the information helps earn trust and 
confidence with customers.

“The more I can teach someone, they know they need to take care of it 
(septic system),” he says.

He and Gross take videos with their Android cellphones, and First Call 
also has a waterproof Fuji camera for videotaping. Besides using the video 
for their website, it also comes in handy to send to engineers when the tech-
nicians have questions about a specific system.

Tamez and Gross also videotape their real estate 
transaction inspections, an important part of their 
business.

“For every real estate transaction (inspection), we 
do a video and people can see that stored on YouTube. 
Most of the time a buyer cannot be present for the in-
spection but would like to have seen it for future refer-
ence,’’ Tamez says. Uploading the videos to YouTube 
ensures they can be accessed by service technicians 
five or 10 years into the future, which he also sees as a 
good customer service.

The video is an extra free service First Call pro-
vides, and Tamez says Realtors in his area have taken 
notice and are calling. It’s extra work, Tamez admits, to 

edit and upload the videos (he says each takes about 45 minutes to edit and 
post). But he believes it is an important part of his job.

 
SPreADiNG THe WorD

Just because it’s his job, there is still room for fun, Tamez says. He laughs 
at customers’ standard puns and septic jokes, though he’s heard them re-
peatedly. He’s fine with that, because he communicates with humor in his 
conversations, on his website and in social media.

But the Tamezes took humor to a new level with a recent promotion. The 
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background.
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a commercial septic system at a local 
business in Battle Ground, Washington.
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that stored on YouTube. Most of the 
time a buyer cannot be present for 
the inspection but would 
like to have seen it for 
future reference.
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fUTUre for fAMilieS
With young sons who may be interested in 

joining the business someday, Tamez and Gross 
are working to grow it to sustain four workers.

“I don’t micromanage him (Gross). I treat 
him like a friend — more like a co-worker,” Ta-
mez says. Tamez says he pays good wages, and 
Gross has a company credit card to pick up items 
he needs, including work clothes and quality Red 
Wing boots.

“First Call absorbs our lives,” Tamez admits. 
Building the business has meant long days. Ta-
mez handles all the after-hours emergency calls. 
It’s not uncommon for him to post to Facebook 
a photo of the family enjoying free time eating 
out, then getting a call about an emergency to go 
to later that evening. In addition to work, he and 
Gross take 30-40 hours of classes annually to stay 
informed about the many systems and regula-
tions in Washington so that they can be prepared 
for almost anything.

Anything, except system installation. While 
it’s a natural service addition, Tamez has friends 
that do it, and he doesn’t want to take away from 
their businesses. Adding portable restrooms is a 
feasible next step — possibly in 2016.

By then, the large shop Tamez is having built 
should be finished and an overhang would pro-
tect restrooms being stored outside. The shop is 
an important investment First Call has saved for. 
It will house both big rigs and service vans, offer-
ing more convenience for maintenance, repairs 
and cleaning.

It’s another improvement to ensure custom-
er calls to First Call are good calls, Tamez says, 
that will be handled by knowledgeable profes-
sionals capable of fixing all types of systems. ■

  MORE INFO

Com Vac Systems
800/243-7986
www.utileengineering.com
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Schmitz Brothers, LLC
888/878-2296
www.crustbusters.com
(See ad page 70) 
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Nasco
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Orenco Systems, Inc.
800/348-9843
www.orenco.com

T&T Tools, Inc.
800/521-6893
www.mightyprobe.com
(See ad page 94)

Ronnie and Jennifer Tamez

company sent out “Poo*Pauns” ($20 off) on tan postcards. “If I want to do 
something, I might as well love doing it. Customers did like it,” Tamez says.

Jennifer Tamez has made the business work smarter, he says, as she has 
built up the database to generate reminder cards mailed to customers. In 
Washington, septic inspections are required every one, two or three years, 
depending on the system. Local health departments send out reminders, 
and First Call sends cards before or around the same time to keep the pro-
vider’s name in front of customers.

The creative coupons, reminder cards and a business card size ad in 
the phone book are the only marketing First Call uses besides its informa-
tive website and Facebook page. Though they don’t advertise on Facebook, 
they have paid to expand their reach on the social media outlet so friends of 
people on their page receive posts about the business.

First Call received valuable free TV time when Tamez responded to a 
call from a homeowner who was dissatisfied with another septic service pro-
vider. When Tamez investigated the system and reported there was a second 
tank, the customer didn’t believe him. But there was — a very full tank that 
was overflowing. The customer – who happened to be a television reporter – 
was so impressed he brought out a camera crew to tape Tamez at work for a 
tip segment that aired during the news program.

“The phone rang off the hook for about a month,” Tamez recalls.
 

eQUiPMeNT UPKeeP
“I am not the cheapest up front, but we are the most cost-effective,” Ta-

mez says. Unlike some companies that quote a lower per gallon fee but add 
fees and other costs that increase the bill, Tamez charges a flat per gallon fee. 

It’s clearly stated on the website.
Much of the time, First Call employees arrive 

at customers’ sites with one of the company’s two 
service vans, “Hans” and “Franz.” (Tamez likes to 
name his vehicles.)

The 2006 Freightliners with Mercedes-Benz 
V6 turbo diesel engines are more economical to 
run, averaging 20 mpg, compared to the vacuum trucks that average 4 mpg.

Repair and emergency work bring in the majority of income for the 
business, Tamez says, because few companies are available for after-hours 
work. Another 35 percent of the business comes from inspections.

Pumping brings in the rest of the income. For that he brings out the big 
rigs. “Mack,” a 1995 Mack CH613 with a 4,500-gallon steel tank and a Utile 
pump (Com Vac Systems), is the company’s workhorse truck with nearly 
500,000 miles on the odometer. When business picked up, “Pete,” a 2004 
Peterbilt, was added to the fleet. It has a 2,600-gallon steel tank and Jurop/

Chandler pump.
“We have most things 

that septic contractors need to 
do their jobs — shovels, rakes, 
probes. Both Mack and Pete 
have Crust Busters on board 
— and we have a spare in the 
shop. We carry Sludge Judge 
sampling tools (Nasco) and 
nearly every tool T&T Tools 
Inc. has to offer,” Tamez says. 
They buy lids and risers from 
Orenco Systems.

“Harrison,” a 2006 F-250 
pickup, tops off the fleet. “Harrison Ford is a really cool and gruff actor, 
which is why his name was most appropriate for the F-250, which has to haul 
around really heavy trailers with excavators on them,” Tamez says, explain-
ing he rents equipment occasionally.

Keeping all the equipment clean is important to Tamez, and he and 
Gross take care of maintenance and cleaning equipment during slow times. 
But Tamez feels the extra cost of hiring a mobile fleet wash company is a 
good investment.

“They come every other week and power wash with acid to get to places 
you can’t reach,” Tamez says.

 

Two steel surge storage tanks that hold 10,000 gallons each have been one 
of the best investments for First Call Septic Services Inc., says owner Ronnie 
Tamez. The wastewater treatment plant in his area maintains limited hours for 
dumping (8 a.m. to 4 p.m.). Since much of his work is completed outside those 
hours, Tamez isn’t able to dump a load at the plant until the next day.

That can waste time if pumpers from across the region are stacked up at 
the treatment plant to off-load when it opens in the morning.

“Also, I don’t want to have people call with an emergency I can’t service 
because the trucks’ tanks are full,” Tamez says. Rather than wait in line at the 
plant or limit their pumping capacity during off hours, Tamez and his employee, 
Chris Gross, have the option to dump into the tanks in First Call’s yard.

“We wait to haul on a slow day or weekend. On Saturday or Sunday we 
can run three or four loads when it’s not as busy,” Tamez says.

The unbranded steel cylindrical tanks were purchased used. They lie on 
their sides above ground. No permits were necessary for the setup.

“They have two access manholes on top in case we need to pump them 
from above,” Tamez explains. “We have a top load pipe with valve, and a 
bottom unload pipe with valve. We keep all the valves capped. Winter time we 
have to put heat tape on them to keep them from freezing.”

Having the storage available also allows them to take jobs that need to 
be done quickly. For example, the U.S. Forest Service hired First Call to pump 
30,000 gallons of septage from tanks at the Johnston Ridge Observatory on 
Mount St. Helens.

“You have to do the work when the roads are clear. We need to be able to 
empty the tanks fast, and doing it on a weekend is easier,” Tamez says. “We 
made faster round trips by unloading in the surge tanks.”

Tamez purchased the tanks six years ago and admits they require 
maintenance, such as changing valves, etc. But by pumping them thoroughly 
he hasn’t had any issues with odor or plugging.

Storage tanks offer disposal flexibility

You have to do the work 
when the roads are 

clear. We need to be able to empty 
the tanks fast, and doing it on a 
weekend is easier. We made faster 
round trips by unloading 
in the surge tanks.

— Ronnie Tamez

Chris Gross prepares 
to secure an Orenco 
Systems tank lid after a 
septic system inspection 
and Ronnie Tamez works 
in the background.



www.pumper.com • Since 1979   August 2015      37
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Gross take 30-40 hours of classes annually to stay 
informed about the many systems and regula-
tions in Washington so that they can be prepared 
for almost anything.

Anything, except system installation. While 
it’s a natural service addition, Tamez has friends 
that do it, and he doesn’t want to take away from 
their businesses. Adding portable restrooms is a 
feasible next step — possibly in 2016.

By then, the large shop Tamez is having built 
should be finished and an overhang would pro-
tect restrooms being stored outside. The shop is 
an important investment First Call has saved for. 
It will house both big rigs and service vans, offer-
ing more convenience for maintenance, repairs 
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that will be handled by knowledgeable profes-
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  MORE INFO

Com Vac Systems
800/243-7986
www.utileengineering.com

Crust Busters/ 
Schmitz Brothers, LLC
888/878-2296
www.crustbusters.com
(See ad page 70) 

Jurop/Chandler
800/342-0887
www.chandlerequipment.com
(See ad page 79)

Nasco
800/558-9595
www.enasco.com

Orenco Systems, Inc.
800/348-9843
www.orenco.com

T&T Tools, Inc.
800/521-6893
www.mightyprobe.com
(See ad page 94)

Ronnie and Jennifer Tamez

Find your local dealer: hannay.com or 877-467-3357

Put the hardest working reels 
to work for you with:
Pressure ranges from 300 PSI 
up to 10,000 PSI

Heavy-duty ribbed discs and 
one-piece axle hub assemblies

Low, hassle-free maintenance

Reels built to order with fast delivery Made in U.S.A.

HNY50750 Cleaner_HPIV_May2015_Mech.indd   1 4/1/15   11:17 AM

company sent out “Poo*Pauns” ($20 off) on tan postcards. “If I want to do 
something, I might as well love doing it. Customers did like it,” Tamez says.

Jennifer Tamez has made the business work smarter, he says, as she has 
built up the database to generate reminder cards mailed to customers. In 
Washington, septic inspections are required every one, two or three years, 
depending on the system. Local health departments send out reminders, 
and First Call sends cards before or around the same time to keep the pro-
vider’s name in front of customers.

The creative coupons, reminder cards and a business card size ad in 
the phone book are the only marketing First Call uses besides its informa-
tive website and Facebook page. Though they don’t advertise on Facebook, 
they have paid to expand their reach on the social media outlet so friends of 
people on their page receive posts about the business.

First Call received valuable free TV time when Tamez responded to a 
call from a homeowner who was dissatisfied with another septic service pro-
vider. When Tamez investigated the system and reported there was a second 
tank, the customer didn’t believe him. But there was — a very full tank that 
was overflowing. The customer – who happened to be a television reporter – 
was so impressed he brought out a camera crew to tape Tamez at work for a 
tip segment that aired during the news program.

“The phone rang off the hook for about a month,” Tamez recalls.
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mez says. Unlike some companies that quote a lower per gallon fee but add 
fees and other costs that increase the bill, Tamez charges a flat per gallon fee. 
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at customers’ sites with one of the company’s two 
service vans, “Hans” and “Franz.” (Tamez likes to 
name his vehicles.)

The 2006 Freightliners with Mercedes-Benz 
V6 turbo diesel engines are more economical to 
run, averaging 20 mpg, compared to the vacuum trucks that average 4 mpg.

Repair and emergency work bring in the majority of income for the 
business, Tamez says, because few companies are available for after-hours 
work. Another 35 percent of the business comes from inspections.

Pumping brings in the rest of the income. For that he brings out the big 
rigs. “Mack,” a 1995 Mack CH613 with a 4,500-gallon steel tank and a Utile 
pump (Com Vac Systems), is the company’s workhorse truck with nearly 
500,000 miles on the odometer. When business picked up, “Pete,” a 2004 
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“Harrison,” a 2006 F-250 
pickup, tops off the fleet. “Harrison Ford is a really cool and gruff actor, 
which is why his name was most appropriate for the F-250, which has to haul 
around really heavy trailers with excavators on them,” Tamez says, explain-
ing he rents equipment occasionally.

Keeping all the equipment clean is important to Tamez, and he and 
Gross take care of maintenance and cleaning equipment during slow times. 
But Tamez feels the extra cost of hiring a mobile fleet wash company is a 
good investment.

“They come every other week and power wash with acid to get to places 
you can’t reach,” Tamez says.
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“We wait to haul on a slow day or weekend. On Saturday or Sunday we 
can run three or four loads when it’s not as busy,” Tamez says.

The unbranded steel cylindrical tanks were purchased used. They lie on 
their sides above ground. No permits were necessary for the setup.

“They have two access manholes on top in case we need to pump them 
from above,” Tamez explains. “We have a top load pipe with valve, and a 
bottom unload pipe with valve. We keep all the valves capped. Winter time we 
have to put heat tape on them to keep them from freezing.”

Having the storage available also allows them to take jobs that need to 
be done quickly. For example, the U.S. Forest Service hired First Call to pump 
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empty the tanks fast, and doing it on a weekend is easier,” Tamez says. “We 
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The Town of Wheatfield’s ban on land spreading is now before the 
state’s Supreme Court in a challenge filed by Quasar Energy Group, which 
operates an anaerobic digester in the town. At least 15 state legislators are 
seeking a health department study that is independent from those already 
conducted by DEC, the U.S. Environmental Protection Agency, and Quasar 
that found the practice to be safe.

Ohio
Taking cues from cleanup efforts for the Chesapeake Bay region, the 

idea of a regional water authority is being discussed for northwest Ohio, 
northeast Indiana and southeast Michigan to protect Lake Erie. The action 
is one recommendation in a new report, Moving Forward: Legal Solutions to 
Lake Erie’s Harmful Algal Blooms.

The report from the Lucas County commissioners also recommends 
new rules for farms and wastewater treatment plants and funding to help 
county health departments enforce onsite wastewater systems. While algae 
blooms are natural on Lake Erie, they have been a major issue since 2003. 
Toledo’s drinking water system was shut down in August 2014 due to the 
presence of toxins, leaving a half-million people without water for two days. 
There has been no formal recommendation to form the water authority at 
this point. 

In April, Republican Gov. John Kasich signed legislation increasing the 
regulation of farmers and the state’s largest wastewater treatment plants to 
help improve water quality. There are not yet any plans for how to pay for 
the steps needed to meet the new regulations. Farmers may have to build 
manure storage facilities due to the ban on land spreading on frozen or rain-
soaked fields. The state plans to seek voter approval of a bond issue to pro-
vide funding assistance, including repairs to faulty septic systems.

Maryland
Maryland has upgraded 6,550 septic systems to the best available tech-

nology through the Chesapeake Bay Restoration Fund since 2010. Nearly 
3,800 systems are in critical water quality areas, according to the Bay Resto-
ration Fund Advisory Committee annual report issued earlier this year. The 
new systems must be inspected and maintained annually. There are about 
420,000 septic systems in the state, with 52,000 of them in critical areas.

Enhanced nutrient removal upgrades have also been completed at 35 
major wastewater treatment plants with another 20 under construction, 
10 in the design phase and two more in planning. All but five of the state’s 
plants are expected to be upgraded by 2017.

Nova scotia
The Nova Scotia Environmental Home Assessment Program has been 

defunded by the provincial government this year. Launched in 2006, it pro-
vided home assessments of water and wastewater systems, $100 rebates on 
septic pumping, and grants up to $3,000 for repair or replacements of failed 
septic systems. Grants awarded last year will be honored if the work has not 
yet been completed. It was among the programs cut to fill a $97.6 million 
provincial budget deficit.

Idaho
The state’s Department of Environmental Quality is considering more 

changes to onsite wastewater regulations. After updating its rules a few 
times last year, the agency is now recommending changes involving floating 
vault toilets and vessel sewage disposal, specifications for pit run material, 
and secondary biological treatment system hydraulic application rates. The 
recent updates to the Technical Guidance Manual for Individual and Subsur-
face Sewage Disposal Systems are intended to ensure the document reflects 
current public health standards.

Alaska
The state’s Department of Environmental Conservation has proposed 

several changes to onsite wastewater regulations. While mostly a house-
cleaning move to correct minor errors and update obsolete information, 
the effort will also include a new Installer’s Manual for Conventional Onsite 
Domestic Wastewater and Disposal Systems. In its public notice, the agency 
says the manual is being “substantially reorganized and updated” to make 
it more usable as a field guide. It will also be renamed Onsite Wastewater 
System Installation Manual. Meetings, hearings and the public comment 
period take place this spring with final approval to follow. ■

W orkers in the construction industry now have the same confined 
space protections that those in manufacturing and general 
industry have had for more than 20 years. A new rule, effective 

Aug. 3, incorporates most of the general industry rule and includes several 
provisions specific to construction hazards.

Occupational Safety and Health Administration (OSHA) regulations 
for the construction industry used to have just a training requirement; em-
ployees working in confined spaces had to be instructed about the hazards, 
necessary precautions and the use of protective emergency equipment. The 
new rule has five key new requirements, according to information published 
by OSHA:

• Detailed provisions on coordinating activities when there are multiple 
employers at the work site to ensure hazards are not introduced into a con-
fined space by workers performing tasks outside the space (for example, a 
generator running near the entrance of a confined space causing a buildup 
of carbon monoxide).

• A competent person must evaluate the work site and identify confined 
spaces, including permit spaces (those that may have a hazardous atmo-
sphere, engulfment hazard or other serious hazard that can interfere with a 
worker’s ability to leave the space without assistance).

• Continuous atmospheric monitoring whenever possible.
• Continuous monitoring of engulfment hazards. For example, when 

workers are performing work in a storm sewer, a storm upstream could cause 
flash flooding. An electronic sensor or observer posted upstream could alert 
workers at the first sign of the hazard.

• Allowance for the suspension of a permit, instead of cancellation, in 
the event of changes from the entry conditions list on the permit or an unex-
pected event requiring evacuation of the space. The space must be returned 
to the entry conditions listed on the permit before re-entry.

Three other provisions of the new rule clarify existing requirements in 
the general industry standard:

• Employers who direct workers to enter a space without using a com-
plete permit system must prevent workers’ exposure to physical hazards 
through elimination of the hazard or isolation methods such as lockout/
tagout.

• Employers relying on the aid of local emergency services must arrange 
for responders to give the employer advance notice if they will be unable to 
respond for a period of time.

• Employers must provide training in a language and vocabulary that 
the worker understands.

OSHA’s online FAQ says companies that work in both construction 
and general industry will meet OSHA’s requirements by following the new 
construction rule (Subpart AA of 29 CFR 1926).  Employers should review 

the agency’s website (www.osha.gov/confinedspaces/index.html) for more 
specific information on how the rule may impact them.

Work on the new rule began in 1994 when OSHA agreed to establish 
regulations specific to the construction industry when it settled a lawsuit 
concerning the general industry rule. OSHA estimates the rule will prevent 
780 serious injuries and save the lives of five construction workers annually.

California
The California Onsite Water Association is backing a bill to loosen the 

state’s laws on the use of onsite water-recycling systems. COWA says the 
bill protects public health while reducing barriers preventing the use of 
water-saving technologies as the state suffers from ongoing drought and 
water shortages. The bill, AB 1463, would require the State Water Resources 
Control Board to establish water-quality standards along with distribution, 
monitoring and reporting requirements.

In a letter to sponsor Assemblyman Mike Gatto (D-Glendale), COWA 
says more can be done to encourage the reuse of recycled water. “Our reuse 
laws were originally drafted many years ago, before the 30-plus years of tech-
nological advances in this rapidly changing industry. It is becoming more and 
more apparent that the regulations … are not keeping up with the changing 
world. Our current reuse regulations are possibly the most restrictive in the 
world and are a barrier to maximizing the use of our limited water resources.”

The group recently changed its name in order to broaden its vision, 
dropping the term “wastewater” from its name. Now, to recognize the value 
of all decentralized onsite waters, COWA is encouraging more use of gray-, 
storm- and rainwater. The letter also supports legislation to allow the reuse 
of black water to help ease the state’s water problems.

Meanwhile, the state has issued emergency orders to achieve a 25 
percent reduction in the use of potable urban water from 2013 levels. Ac-
tions include replacing 50 million square feet of lawns and ornamental turf 
with drought-tolerant landscaping, a rebate program to replace inefficient 
household devices, a prohibition on the use of potable water irrigation of 
public street medians, new requirements to increase agricultural water sav-
ings, and investing in new technologies for businesses, residents, industries 
and agriculture.

New York
Legislators are asking the New York State Department of Health to con-

duct its own study of the public health and environmental effects of land-
spreading biosolids from human waste. Some local governments are seek-
ing to ban the practice, though there is disagreement over local jurisdiction 
versus state law. The Department of Environmental Conservation has en-
dorsed the practice, which requires a permit.

Rules and Regs is a monthly feature in Pumper. 
We welcome information about state or local 
regulations of potential broad interest to onsite 
contractors. Send ideas to editor@pumper.com.
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The Town of Wheatfield’s ban on land spreading is now before the 
state’s Supreme Court in a challenge filed by Quasar Energy Group, which 
operates an anaerobic digester in the town. At least 15 state legislators are 
seeking a health department study that is independent from those already 
conducted by DEC, the U.S. Environmental Protection Agency, and Quasar 
that found the practice to be safe.

Ohio
Taking cues from cleanup efforts for the Chesapeake Bay region, the 

idea of a regional water authority is being discussed for northwest Ohio, 
northeast Indiana and southeast Michigan to protect Lake Erie. The action 
is one recommendation in a new report, Moving Forward: Legal Solutions to 
Lake Erie’s Harmful Algal Blooms.

The report from the Lucas County commissioners also recommends 
new rules for farms and wastewater treatment plants and funding to help 
county health departments enforce onsite wastewater systems. While algae 
blooms are natural on Lake Erie, they have been a major issue since 2003. 
Toledo’s drinking water system was shut down in August 2014 due to the 
presence of toxins, leaving a half-million people without water for two days. 
There has been no formal recommendation to form the water authority at 
this point. 

In April, Republican Gov. John Kasich signed legislation increasing the 
regulation of farmers and the state’s largest wastewater treatment plants to 
help improve water quality. There are not yet any plans for how to pay for 
the steps needed to meet the new regulations. Farmers may have to build 
manure storage facilities due to the ban on land spreading on frozen or rain-
soaked fields. The state plans to seek voter approval of a bond issue to pro-
vide funding assistance, including repairs to faulty septic systems.

Maryland
Maryland has upgraded 6,550 septic systems to the best available tech-

nology through the Chesapeake Bay Restoration Fund since 2010. Nearly 
3,800 systems are in critical water quality areas, according to the Bay Resto-
ration Fund Advisory Committee annual report issued earlier this year. The 
new systems must be inspected and maintained annually. There are about 
420,000 septic systems in the state, with 52,000 of them in critical areas.

Enhanced nutrient removal upgrades have also been completed at 35 
major wastewater treatment plants with another 20 under construction, 
10 in the design phase and two more in planning. All but five of the state’s 
plants are expected to be upgraded by 2017.

Nova scotia
The Nova Scotia Environmental Home Assessment Program has been 

defunded by the provincial government this year. Launched in 2006, it pro-
vided home assessments of water and wastewater systems, $100 rebates on 
septic pumping, and grants up to $3,000 for repair or replacements of failed 
septic systems. Grants awarded last year will be honored if the work has not 
yet been completed. It was among the programs cut to fill a $97.6 million 
provincial budget deficit.

Idaho
The state’s Department of Environmental Quality is considering more 

changes to onsite wastewater regulations. After updating its rules a few 
times last year, the agency is now recommending changes involving floating 
vault toilets and vessel sewage disposal, specifications for pit run material, 
and secondary biological treatment system hydraulic application rates. The 
recent updates to the Technical Guidance Manual for Individual and Subsur-
face Sewage Disposal Systems are intended to ensure the document reflects 
current public health standards.

Alaska
The state’s Department of Environmental Conservation has proposed 

several changes to onsite wastewater regulations. While mostly a house-
cleaning move to correct minor errors and update obsolete information, 
the effort will also include a new Installer’s Manual for Conventional Onsite 
Domestic Wastewater and Disposal Systems. In its public notice, the agency 
says the manual is being “substantially reorganized and updated” to make 
it more usable as a field guide. It will also be renamed Onsite Wastewater 
System Installation Manual. Meetings, hearings and the public comment 
period take place this spring with final approval to follow. ■
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W orkers in the construction industry now have the same confined 
space protections that those in manufacturing and general 
industry have had for more than 20 years. A new rule, effective 

Aug. 3, incorporates most of the general industry rule and includes several 
provisions specific to construction hazards.

Occupational Safety and Health Administration (OSHA) regulations 
for the construction industry used to have just a training requirement; em-
ployees working in confined spaces had to be instructed about the hazards, 
necessary precautions and the use of protective emergency equipment. The 
new rule has five key new requirements, according to information published 
by OSHA:

• Detailed provisions on coordinating activities when there are multiple 
employers at the work site to ensure hazards are not introduced into a con-
fined space by workers performing tasks outside the space (for example, a 
generator running near the entrance of a confined space causing a buildup 
of carbon monoxide).
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sphere, engulfment hazard or other serious hazard that can interfere with a 
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workers are performing work in a storm sewer, a storm upstream could cause 
flash flooding. An electronic sensor or observer posted upstream could alert 
workers at the first sign of the hazard.

• Allowance for the suspension of a permit, instead of cancellation, in 
the event of changes from the entry conditions list on the permit or an unex-
pected event requiring evacuation of the space. The space must be returned 
to the entry conditions listed on the permit before re-entry.

Three other provisions of the new rule clarify existing requirements in 
the general industry standard:

• Employers who direct workers to enter a space without using a com-
plete permit system must prevent workers’ exposure to physical hazards 
through elimination of the hazard or isolation methods such as lockout/
tagout.

• Employers relying on the aid of local emergency services must arrange 
for responders to give the employer advance notice if they will be unable to 
respond for a period of time.

• Employers must provide training in a language and vocabulary that 
the worker understands.

OSHA’s online FAQ says companies that work in both construction 
and general industry will meet OSHA’s requirements by following the new 
construction rule (Subpart AA of 29 CFR 1926).  Employers should review 

the agency’s website (www.osha.gov/confinedspaces/index.html) for more 
specific information on how the rule may impact them.

Work on the new rule began in 1994 when OSHA agreed to establish 
regulations specific to the construction industry when it settled a lawsuit 
concerning the general industry rule. OSHA estimates the rule will prevent 
780 serious injuries and save the lives of five construction workers annually.

California
The California Onsite Water Association is backing a bill to loosen the 

state’s laws on the use of onsite water-recycling systems. COWA says the 
bill protects public health while reducing barriers preventing the use of 
water-saving technologies as the state suffers from ongoing drought and 
water shortages. The bill, AB 1463, would require the State Water Resources 
Control Board to establish water-quality standards along with distribution, 
monitoring and reporting requirements.

In a letter to sponsor Assemblyman Mike Gatto (D-Glendale), COWA 
says more can be done to encourage the reuse of recycled water. “Our reuse 
laws were originally drafted many years ago, before the 30-plus years of tech-
nological advances in this rapidly changing industry. It is becoming more and 
more apparent that the regulations … are not keeping up with the changing 
world. Our current reuse regulations are possibly the most restrictive in the 
world and are a barrier to maximizing the use of our limited water resources.”

The group recently changed its name in order to broaden its vision, 
dropping the term “wastewater” from its name. Now, to recognize the value 
of all decentralized onsite waters, COWA is encouraging more use of gray-, 
storm- and rainwater. The letter also supports legislation to allow the reuse 
of black water to help ease the state’s water problems.

Meanwhile, the state has issued emergency orders to achieve a 25 
percent reduction in the use of potable urban water from 2013 levels. Ac-
tions include replacing 50 million square feet of lawns and ornamental turf 
with drought-tolerant landscaping, a rebate program to replace inefficient 
household devices, a prohibition on the use of potable water irrigation of 
public street medians, new requirements to increase agricultural water sav-
ings, and investing in new technologies for businesses, residents, industries 
and agriculture.

New York
Legislators are asking the New York State Department of Health to con-

duct its own study of the public health and environmental effects of land-
spreading biosolids from human waste. Some local governments are seek-
ing to ban the practice, though there is disagreement over local jurisdiction 
versus state law. The Department of Environmental Conservation has en-
dorsed the practice, which requires a permit.
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2006 International 4300, DT-466E 245 HP,  
6 spd, low miles, NEW 2500 gallon steel vac tank,  

NEW Jurop R-260 pump
Call For Pricing!

2-YEAR 100,000 MILE  
DRIVE TRAIN WARRANTY
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lb fronts, double framed, Full lockers, NEW 4200 gallon 

Alum. vac tank, NEW Masport 400 Vac pump.
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2-YEAR 200,000 MILE  
DRIVE TRAIN WARRANTY

2007 Mack CX613, Mack 380 HP, 10 spd,  
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NEW Masport 400 liquid cooled vac pump.
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DRIVE TRAIN WARRANTY

 2006 International 4300, DT-466E 210 HP, AUTO, 
NON CDL, AC, low miles, NEW 1850 gallon steel vac 

tank, NEW Jurop PN-84 vac pump
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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.
$79,950

2009 Peterbilt 388, Cat 470 HP, 13 spd, jake, AC,  
low miles, NEW 3360 gallon steel vac tank,  
NEW Masport 400 liquid cooled vac pump.

Call For Pricing!
2-YEAR 200,000 MILE  

DRIVE TRAIN WARRANTY

2005 Peterbilt 335, Cat 250 HP, AUTO, low miles,  
NEW 2300 gallon steel vac tank, NEW Jurop PN-84 pump

Call For Pricing!
2-YEAR 100,000 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,  
Exhaust brake, Alum. wheels, NEW 2000 Gallon Portable 
toilet tank, NEW Masport HXL-4 Vac pump, toilet carrier.

$106,500

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

TRANSPORT TRUCK SALES, INC.

NEW NEW

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

H ere’s a one-question quiz: When it comes to money, what do you 
need to ensure business success? Sales? That’s where it all starts. Prof-
its? Without something left after you’ve paid for what you’re selling, 

you won’t be able to go the distance.
But don’t forget one other component of the sales-and-profits relation-

ship: cash flow.  
Your business will fail quickly without sales. It will fail in the long run 

if you can’t someday turn a profit. But without good cash flow, you will get 
choked off from sales and profits.

Cash flow is, very simply, how fast money comes in so you can pay your 
bills and invest in your business for the long term. The faster it comes in, the 
sooner you can pay what you owe and, better still, build up a cushion for 
slow periods. The slower your customers pay, the harder it can be to keep up 
with suppliers — and before you know it, you’re circling the drain to bank-
ruptcy or business collapse.

 
TRACK IT

So how do you improve cash flow? First, you have to know what’s really 
going on.

Tiffany C. Wright operates the business-consulting firm, The Resource-
ful CEO, based in Atlanta. She recommends a spreadsheet that projects cash 
flow three months out.

Each week track the cash coming in (paid accounts receivable, cash and 
credit card sales) and going out (payments against your own accounts pay-
able, utilities, rent, maintenance costs and installment payments, such as 
your quarterly income tax payments). And each week, update the informa-
tion and total each side of the ledger: money in, money out.

“Below the weekly sum, I run a cumulative running total of all the 
weeks,” Wright says. “If the running total is negative, that’s a huge problem 
that needs to be addressed.”

Even if you’re in good shape, though, the practice of closely project-
ing your income and expenses can give you a heads-up to potential speed 
bumps: a looming shortfall when there’s a seasonal downturn or a big bill 
due in coming weeks.

 
HOLD ON TO BILLS?

To address an immediate crunch, look at your own bills. “Companies 
can push out payables in weeks where cash flow is tight,” Wright says. Do you 
pay a bill as soon as it arrives, even though it has a net-30-day term? “Wait 
until the 27th day to put the check in the mail.”

Assuming your own credit card bills are under control, look at paying a 
bill with your credit card, she adds. “That provides another 30 days to gener-
ate the cash to cover the charge.”

Both are valuable tips, but these are emergency strategies to be de-
ployed sparingly. Poor cash flow is one of those problems that will be made 
worse if you use stopgap solutions carelessly. Consistently early payments 
may qualify you for money-saving discounts (and consistently late ones are 
likely to draw penalties). And if you have to borrow against future profits to 
pay past debts — well, it should be easy to see where that leads.

So when kicking a problem down the road, make a point of picking it 
back up and solving it with a more sustainable remedy ASAP.

 
GET PAID

For the other side of the balance sheet — income — your solutions will 
demand foresight and require you to “train” your customers. Put time limits 
on the bills you send and enforce them. Consider a discount for especially 
prompt payment.

For longer-running projects, you might require a deposit or partial pre-
payment. You could set those as general rules for all customers or imple-
ment them only for chronically late payers.

Enabling customers to pay by credit card puts cash in your hands a lot 
faster than waiting for the customer to send you a check. Wright points out 
that you can offer your business customers that option, not just residential 
consumers.

Cash flow that shifts with the season can be at least somewhat predict-
able. Use that knowledge to help yourself.

“A contractor needs to generate enough profits during ‘good months’ to 
carry the operation annually,” says Jim Herst, CEO of Perceptive Selling Ini-
tiative Inc. in Highland Park, Illinois. And don’t stop there. If you can, Herst 
says, schedule your work over time so you can invoice more consistently. De-
velop alternative services — even a second business — for the slow months 
to keep money coming in. (Think of the lawn-mowing and landscaping guy 
who plows snow in the winter.)

If your business allows for it, make sales calls during downtime and get 
contracts for future work with a prepayment discount. “It can be a godsend,” 
says Herst.

 

MOney Manager

The Cash Flow Conundrum
Develop sound strategies to help your income stay ahead of your outgo  By Erik Gunn
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The slower your customers pay, the harder it can 
be to keep up with suppliers — and before you 
know it, you’re circling the drain to bankruptcy or 
business collapse.
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business collapse.

http://www.TransportTruck.com
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TALK IT OVER
Another approach to cash flow troubles is negotiation. That doesn’t 

mean just calling up your creditors and begging them to 
spread out your payment. Cash flow is really about timing, 
and sometimes outside eyes can help you see the possibili-
ties more easily.

“A negotiation consultant can help the business owner 
find the best opportunities to improve their cash flow and 
create strategies that will be efficient so that they can take 
action even under time constraints,” says Devon Smiley, a 
negotiation consultant in Montreal, Canada.

Smiley identifies several points in the cycle of jobs-
revenues-bills-profits in which you can work out timing ar-
rangements to serve your needs better.

• Seek payment schedules with your suppliers that 
mesh with your cash flow patterns: early payment incen-
tives, terms of 60 days or longer, or other safety valves 
against the seasonal slump.

• Help customers smooth their own payments so some 
of that cash reaches you during your own slow times, Smiley says. You’ll help 
your customer as well as yourself.

• Rethink inventory management; too much money tied up in inventory 
when business is slow “can be a trigger for cash flow woes,” says Smiley. Look 
at last year’s drawdown and approach your purchasing more conservatively 
for next year. Arrange with suppliers to be able to return unused materials at 
the end of a season for “a cash flow boost as business gets quiet,” she adds.

• Seek a line of credit from your financial institution, where interest is 
charged only when a withdrawal is made. The rates will be cheaper than a 

credit card, and, used carefully, can be a good safety net.
Each of those points requires negotiation to accomplish, but they allow 

you to do more than just react — you can plan ahead.
“Ahead of the quiet season, you can negotiate pay-

ment terms with vendors and include them in your 
contracts,” Smiley says. “This allows both you and them 
stability and confidence throughout the year.” If you 
know certain months will be good cash flow months, 
perhaps you can get a specific payment deadline date 
that matches your own cash flow instead of just accept-
ing 15- or 30-day terms.

Client terms are another opportunity to plan 
ahead. Create discounts for early payments to boost 
slow-season revenue. Devise installment plans.

“A great example of this is signing a contract at the 
end of one season to complete work at the beginning 
of the next season and accepting installment payments 
during the months in between,” Smiley says.

 
SHARPEN YOUR SKILLS

Negotiation is a skill at which some of us excel more readily than others. 
If you’re not so good at it, a coach may be able to teach you more effective 
approaches to ask for what you need.

“Saving on the time, energy and frustration of negotiation helps the 
small-business owner focus on what they do best — helping their custom-
ers,” Smiley says.

If you manage the cash flow conundrum, think how much more you’ll 
be able to do for your clients — and improve your cash flow in the process. ■

A negotiation 
consultant can help 

the business owner find 
the best opportunities to 
improve their cash flow 
and create strategies that 
will be efficient so that they 
can take action even under 
time constraints.

Devon Smiley

www.keithhuber.com
http://e-pac-mac.com
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Clears Septic Line from tank to 
house in seconds without need  

of snaking or jetting

Pump out leach fields from  
Outlet Pipe or T Baffle

Pays for itself in  
as little as 2 uses

Field Tested

Works 99 out of a 100 times

“The Best Thing For The 
Septic Industry Since  
The Vacuum Pump”

Check our Web site for  
Demo and Testimonials 

100% money back guarantee  
(Less Shipping & Handling)

www.klearitkone.com 
603-693-2033

“The Best Thing For The 
Septic Industry Since  
The Vacuum Pump”

PATENT PENDINGComes Fully Assembled

Made to Last

Plus Shipping & Handling

$375.00$375.00

Plus Shipping & Handling

NEW
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Denver, CO • Los Angeles, CA • Mauston, WI
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Call for Availability!

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

Not all models available at all locations.SIP0815
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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

450 Gallon Aluminum Slide-In

$8,395www.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.

950 Gallon (650/300), Aluminum 
Slide-in, Flanged and dished 
heads, Condé 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

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

Side Engine Style

$16,495

http://www.slideinwarehouse.com
http://www.slideinwarehouse.com
http://www.slideinwarehouse.com
http://www.$8,395
http://www.$8,395
http://www.klearitkone.com
https://keevacindustriesinc.directcapital.com
www.slideinwarehouse.com
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W hen the septic work slows during northern Indiana winters, pumper 
Jim Garris, 46, and business partner Kenton Brubacher, 37, can be 
found with paint sprayer in hand, sprucing up vehicles and farm 

equipment with a glossy new finish. They have a 50- by 20-foot spray booth 
inside the 120- by 80-foot shop, where they also do welding and repairs.

From November through March, Garris and Brubacher take on six to 
nine painting jobs, anything from motorcycles to trucks and trailers. This 
past winter, the co-owners of J & K Septic Pumping and Repair Service in 
New Paris, Indiana, rebuilt a pair of 3/4-ton Chevy pickups they use for 
snowplowing. They also put the finishing touches on their vacuum truck – a 
1997 Freightliner with 4,700-gallon steel tank (4,400 waste/300 freshwater) 
built in their shop.

 
A CHANCE TO RELAX

“It’s my passion,” Garris says. “It’s what I like to do when I’m not working 
my regular job, which is installing septic systems and pumping.”

Brubacher agrees.
“It’s a change of pace,” he says. “It relieves your mind of other stresses.”
The business partners met while working for the same excavating 

company in the 1990s. When work slowed down, they went their separate 
ways. Brubacher took a job with a well driller and ran a business installing 
waterlines, while Garris went to work for another excavating company 
before going into business for himself in 2004.

“My job was primarily installing septic systems,” he says. “When you’re 

doing repairs, you’re always waiting on pump trucks, so in the back of my 
mind I thought that would be a good business to get into.”

When the recession hit in 2008, the friends and former co-workers 
decided to partner up once again.

Their first truck was a 1985 International with an 1,800-gallon vacuum 
tank and 125-gallon plastic water tank. In 2009 they added 10 portable 
restrooms. Today, they have 105 Tuff-Jon units from the T.S.F. Company, two 
ADA units from Armal and two from PolyJohn Enterprises, along with 10 
dual-sink wash stations from T.S.F.

 
PLOWING AHEAD

During the winter months, Garris and Brubacher also plow snow when 
not busy in the paint booth.

“We plow for our local county,” Garris says. “We have 25 miles of road 
that we do. We also have about eight commercial accounts.”

Their inventory of snowplows includes a 2005 Ford F-250 with 9 1/2-
foot BOSS blade and 2002 Dodge dually with a 10-foot blade, as well as a Cat 
skid-loader and Mustang skid-loader – both with 10-foot BOSS plows. 

Painting, however, is their true winter passion.
“We’ve done some farm tractors, and we’re doing my business partner’s 

motorcycle – he’s got a Harley-Davidson,” Garris says. “Last winter we did 
my Harley-Davidson.” Brubacher’s 1991 Ultra Classic wears J & K Septic’s 
trademark blue and silver colors – the same as Garris’ customized 1991 
Heritage Softail.

Garris’ other pride and joy is his 1969 Chevy Camaro coupe – black with 
white stripes – powered by a 350-cubic-inch engine. Garris and his wife, 
Kristi, enjoy taking their classic car to cruise-ins during the summer months. 
Still on his bucket list is a 1965 Chevy II Nova.

“I just like that style of car,” Garris says. “It’s small yet has a V8 engine, so 
it’s a lot of power on a small frame.”

 

AfTER hours

A Passion for Painting
When they’re not pumping, Indiana’s Jim Garris and 
Kenton Brubacher enjoy laying beautiful new finishes on 
trucks, collector cars and Harley-Davidson motorcycles

By Ed Wodalski

Kristi and Jim Garris, right, and 
Kenton and Tavia Brubacher next to 
the newly painted 1997 Freightliner 
vacuum truck they built out in their 
shop. (Photos courtesy of J & K 
Septic Pumping and Repair Service)

STARTING YOUNG
Garris has been doing paint and 

body work since age 15. Growing up 
in New Paris, a farming community 
of about 1,500, he lived around 
the corner from a body shop. The 
owner taught Garris the trade and 
let him work evenings throughout 
high school to perfect his skills. 
Garris charges about $2,800 to paint 
a typical pickup. His most time-
intensive project was the company’s 
blue and silver pump truck, which 
took three months to complete.

“We rewired everything and sandblasted the whole truck,” he says. “We 
put new rims and tires on; put some diamond plate in the hose trays and 
toolboxes.”

Their clientele comes mostly through word-of-mouth.
“We don’t advertise too much, but we stay pretty busy at it,” Garris says. 

“It’s one of those things we enjoy doing. It’s something different from the 
summer routine.”

 
A JOB WELL DONE

Garris says the key to a good paint job is patience.

“It’s something you can’t 
rush,” he says. “You have to take 
your time with it. You have to wait 
15-20 minutes between coats, 
especially when you’re applying 
the clear coat.”

Garris begins by giving each 
vehicle a thorough washing before 
removing the lights, mirrors and 
door panels. “We pretty much 
disassemble it,” he says. “Then 
we sandblast, patch and do any 

bodywork that needs to be done.”
Next comes the primer, followed by three coats of the base color and 

three to four layers of clear coat. The final step is putting everything back 
together.

Brubacher learned the body trade from his father and by working on his 
own 1978 four-wheel-drive, 3/4-ton Chevy pickup. “That was about 15 years 
ago,” he says. “We replaced the rocker panels, the cab corners and the doors, 
and primed and painted it.”

Brubacher painted his first truck Patriot blue, although Bayside blue 
metallic was the color of choice for the Harley he takes on enjoyable summer 
runs.

“That’s my only vacation,” he says. “I’ll go for a week. We’ve been to 
Tennessee several times on the Dragon’s Tail.”

The Dragon’s Tail is an 11-mile stretch of U.S. 129 that crosses the 
Tennessee/North Carolina state line. With 318 curves, it is considered to be 
one of the foremost motorcycling and sports car roads in the world.

Last year he went to Wisconsin and this year to Gatlinburg, Tennessee. 
Brubacher’s wife, Tavia, rides along, and the couple is joined by several 
other bikes.

Still on Brubacher’s bucket list is a five-window 1948 Chevy pickup – to 
be painted blue, of course.

“I think it would be kind of neat to have an old pickup to run around 
with,” he says. “I just like the body style, and there aren’t many around.” ■

So you’re planning to paint  
your vacuum truck?
Go dark: Consider blue, green or red over white for your vacuum truck, 
says Jim Garris, co-owner of J & K Septic Pumping and Repair Service in 
New Paris, Indiana. “Light colors show the dirt so much more.”

Rule out rust: Check joints where hose trays meet for signs of corrosion 
and underneath where moisture can become trapped. Those are often the 
main trouble spots. Clean up and touch up areas that show signs of rust.

Coat it: Bedcoat your hose trays. Not only does a quality bedliner protect 
your truck against stones and road debris, it helps prevent road salt from 
settling in trouble spots.

Not on aluminum: Painting your aluminum tank might seem a good idea, 
but it’s often wasted effort, Garris contends. “Over a few years it starts 
peeling off, even if you prep it correctly.”

Keep it clean: Washing and waxing your truck is the best way to preserve 
its finish. A word of caution: Wait at least 30 days before applying wax 
to new paint. Garris waxes his vacuum trucks each spring and fall and 
washes them about three times a week using a wash/wax formula.

             It’s something you 
             can’t rush. You have 
to take your time with it. You 
have to wait 15-20 minutes 
between coats, especially 
when you’re applying 
the clear coat.
                             - Jim Garris

Right: Jim Garris’ 1969 Chevy Camaro coupe 
with 350-cubic-inch engine that he and his 

wife, Kristi, take on summer cruise-ins.

Lower right: The 1991 Heritage Softail Jim 
Garris painted last winter.

Below: The newly painted 1987 3/4-ton 
Chevrolet pickup that Jim Garris and Kenton 

Brubacher use for snowplowing.
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Mid-State Tank
Arthur Custom Tank, LLC a division of Mid-State Tank, Inc.
P.O. Box 317 • Sullivan, IL 61951 • Telephone: 800-722-8384 • Fax: 217-728-8384

Manufacturers of dependable stainless steel and 

aluminum pressure / vacuum tanks and trailers 

for the septic, industrial and portable trucks.

Contact: Gene for a quote or check on stock tanks 

www.midstatetank.com

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

www.MilwaukeeRubber.com
www.KanaflexHose.com
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Spotlight

Wear and Tear Relief
Pik Rite product designed to end harsh automatic transmission PTO startup
By Craig Mandli

A s younger, more technology-savvy technicians enter the workplace, 
manufacturers in turn are upping the tech ante. There is a catch, 
though. While this wave of new vacuum truck and heavy-equipment 

operators is computer literate, they are not always comfortable operating 
standard transmissions in equipment. That line of thought inspired Pik Rite 
to engineer its In-Line Soft Start PTO engagement system, introduced at the 
2015 Water & Wastewater Equipment, Treatment & Transport (WWETT) 
Show.

“Companies invest heavily in both 
equipment and the techs they hire to run 
it,” says Tim Lightner, sales and marketing 
manager for Pik Rite. “This is a product 
that melds those ideas together. It 
enables companies to update equipment 
while also making it more user-friendly 
for young techs.”

Typically when engaging the PTO 
with an automatic transmission, damage 
can occur to the gearbox and coupler due 
to the harsh startup caused by higher 
revolutions per minute. Not only does 
this create expense for replacement parts, 
it also increases equipment downtime. To 
combat that, the In-Line Soft Start torque 
converter can be installed on the input 
of the right-angle gearbox drive. The 
converter acts as a clutch, eliminating 
shock load between the gearbox and the coupler while still allowing the tech 
to operate an automatic transmission. It softly starts the truck’s blower or 
vacuum pump versus a more abrupt method.

“We designed it as an alternative to 
converting trucks to a hydraulic system 
to run the pumps and blowers,” says 
Lightner. “It’s aimed at companies that 
employ larger septic vacuum trucks 
and industrial vac trucks. Those are 
the guys that are going to see the most 
premature coupler wear or pump and 
blower damage caused by hard starts.”

The system can be retrofitted to an existing truck or added to a new 
truck build. To install the unit, the truck’s gearbox input shaft needs to be 
drilled and tapped to receive the coupler. Pik Rite began beta testing the unit 
two years ago, and according to Lightner, the feedback was exactly what they 
were looking for.

“The guys that have been using this in the field love it,” he says. “That’s 
really why we brought it here and made it our featured product for the 2015 
show. We know it works and want to get the idea out there.”

Lightner says development of the In-Line Soft Start was a direct answer 
to issues attendees brought up in the Pik Rite booth at past shows. “Basically, 
customers were complaining, saying they were having trouble finding techs 
that could easily operate manual transmission vacuum trucks, and there 
was no way to gently engage the PTO on big automatic transmission trucks. 
We looked at this as a cost-effective solution to that problem.”

Pik Rite typically has a large space on the WWETT Show floor. That not 
only gives the company an opportunity to show off its newest products, but 
also plenty of space to engage attendees.

“That’s why we love coming to this show,” Lightner says. “This is our 
customer base. This is where we get ideas. We wouldn’t miss it.” 800/326-
9763; www.pikrite.com. ■

Companies invest 
heavily in both 

equipment and the techs 
they hire to run it. This 
is a product that melds 
those ideas together. It 
enables companies to 

update equipment while 
also making it more 

user-friendly for
young techs.

Tim Lightner

Clint Morris, left, of Pik Rite, discusses 
operation of the company’s In-Line 
Soft Start PTO engagement system 
with a group of attendees at the 2015 
WWETT Show. The device acts as a 
torque converter, eliminating harsh 
PTO startup on large vacuum trucks 
using automatic transmissions. 
(Photo by Craig Mandli)

www.wwettshow.com   |   866.933.2653

10,000 Attendees from 53 Countries

Over 80 Educational Sessions

Ideas to Boost Profits

Water & Wastewater Equipment, Treatment & Transport Show

http://www.pikrite.com
www.clearcomputing.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.

3,600 gal tank mounted on 
KW T300
Cherry Hill NJ,  
Tim 609-315-9370

2,500 gal mounted on  
Freightliner
Spartanburg SC   
Coby 864-909-1779

3,600 gal mounted on  
Freightliner
Houston TX    
Coby 864-909-1779

www.PolarServiceCenters.com

Over 30 Locations Nationwide

Parts & Services Available

EASILY MOVE RESTROOMS

SUPER MONGO 
MOVER®

HITCH 
HAULER™

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

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

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

Patented

 Toll Free: 866.599.3325
www.DealAssoc.com

http://www.gotoparts.com
http://www.PolarServiceCenters.com
http://www.DealAssoc.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

http://www.galbreathproducts.com/dealer-locator
http://www.pumper.com
www.septicserv.com/store
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S treamlining wastewater codes for onsite systems used seasonally 
and tweaking impractical licensing requirements for septic system 
inspection and repairs are among initiatives being addressed by the 

Minnesota Onsite Wastewater Association in 2015. 
MOWA represents all onsite wastewater professionals in the state as a 

nonprofit business association. Founded in 1975, it has about 1,000 mem-
bers representing around 200 businesses and organizations from install-
ers, pumpers, designers and inspectors, to soil scientists, engineers, regu-
lators, educators, manufacturers and suppliers. Brian Koski is the group’s 
current president.

 
How do you develop your annual strategies?
Koski: We have a planning meeting every year, 

and that’s where we, as a board of directors, set our 
goals. We talk about the challenges we face as an 
organization or industry, prioritize them and go to 
work on the top three or so. We also go through last 
year’s goals and what we accomplished. I’ve been on 
the board for five years, and we generally accomplish 
what we set out to do.

 
What are your goals this year, and how did 

you do last year?
Koski: A few of our goals for 2014 included establishing a grant founda-

tion for nonprofit groups that needed help updating failing septic systems. 
That foundation was established last year. Applicants may receive labor and 
financial support from MOWA to help them get a septic system update com-
pleted.

We also wanted to make a better effort to recognize members who have 
been involved in the industry and have made a significant impact in our 
state. Three of our long-term members received legacy awards at our winter 
conference. All three have been in the industry and involved with MOWA 
for more than 30 years, in which time they contributed more than their fair 
share on a volunteer basis.

At our strategic planning session, we decided as a board that continuing 
to improve our summer seminar and winter convention were near the top. 
Also, continuing to follow through with our legislative efforts is important.

 
What are the issues facing Minnesota’s onsite industry?
Koski: There are several legislative hot topics. A big one is seasonal 

businesses such as resorts and campgrounds that are facing some chal-
lenges with the way our current code is written. They may have to comply 
with some stringent rules even though they are seasonal operations. We are 
working on that right now.

When the code was updated in 2008, it created three levels of designers: 
basic, intermediate and advanced. You need an advanced license to work 
on large or difficult systems with things like pretreatment. The number of 
people who have that license is pretty small, so it’s hard in a lot of counties 
to find contractors who can do the work. The Minnesota Pollution Control 
Agency (MPCA) is working on revising who can do what. We hope to provide 
input on this subject as well.

Another one deals with people whose certifications lapse or who don’t 
get their continuing education in the three-year window. They not only lose 
their license and are out of work, they have to retake all the tests again. It’s a 
pretty severe penalty, so there’s some talk of revamping that to maybe allow 
a grace period.

The MPCA is involved in all of those issues, so we’re working closely 
with them on solutions.

 
How is the relationship with 

regulators?
Koski: We’ve worked hard the 

last six to eight years to really im-
prove the relationship, and I think 
we’ve accomplished that. They 
generally reach out to us for our 
stance on issues, which is nice. It’s 
challenging to come up with a con-
sensus of all the parties, but trying 
to work together, side-by-side, is 
more effective.

In the last two years, we had 
a pretty complicated issue involv-
ing the sewer line from the house 
to the septic tank, which falls un-
der the plumbing code and really 
wasn’t enforced that much. As 
far as inspecting that part of the 
septic system, it was never really 
done. There were also issues with 
jurisdiction. The Department of 
Labor and MPCA were involved 

along with several other agencies. There was a lot of jurisdictional over-
lap that made it complicated. One of our board members, Nick Haig, also 
works for MPCA. He and others in the agency spent a lot of time and en-
ergy working on that, and they are nearing a solution that will streamline 
the process.

 

State of the states 
 
The Golden Gophers of Onsite
The Minnesota Onsite Wastewater Association prides itself on teamwork with regulators 
and educators to promote and improve septic service  By Doug Day

             We have to look 
             at nutrient 
removal and making sure 
that if we’re putting a 
lot of water into a small 
area, that by the time it 
reaches the groundwater, 
it’s safe to drink. Maybe 
pharmaceuticals in 
the water will become 
something we have to 
address through 
system design.

- Brian Koski

Reach Brian Koski 
at 320/983-2447 or 
brian@septiccheck.com.

What kinds of issues do you see ahead of you in Minnesota?
Koski: At our conference (last) January and in 2014, there was a lot of 

talk and we had presentations about groundwater issues, drought, aquifer 
levels dropping and things like that. Not only do we have to be seen as part 
of the solution, but also be a voice about how things are handled through 
rule-making.

One of the things I think we can contribute is making sure that the water 
we put back into the ground is properly treated. Especially with the larger 
systems, we have to look at nutrient removal and making sure that if we’re 
putting a lot of water into a small area, that by the time it reaches the ground-
water, it’s safe to drink. Maybe pharmaceuticals in the water will become 
something we have to address through system design.

 
You have the University of Minnesota Water Resources Center. What’s 

that relationship like?
Koski: They have long been seen as one of the leaders in education 

for the onsite industry. You see their instructors going all over the country 
speaking at conferences, and that really shows that they’re seen as respected 
leaders. They do the majority of the continuing education in Minnesota and 
also put on the licensing courses.

We have had input on the courses, what goes into them and how they 
can be improved. The courses are pretty well developed now, so we don’t 
have as much input as we did in the past. When the new licenses came 
about, we had a lot of discussion on the training and design guidance. One 
of the things we’d like to see is more online courses and training that is more 
accessible so companies can train their own employees.

We’ve always had a really close working relationship with them, and 
they’re heavily involved with our conference. The education at our winter 
conference is top-notch, along with the networking opportunities. We nor-
mally have about 200 people attending and offer more than a dozen classes 
for continuing education. We also have a one-day summer soils seminar.

 
What unique services do you provide for members?
Koski: We have a group business insurance plan that spreads the risk 

among everybody who participates. It’s very economical and if we do well, 
we generally get a distribution back at the end of the year. It has more than 
paid for itself.

One service that we’re really proud of is our bimonthly newsletter. The 
Little Digger is on our website (www.mowa-mn.com) and is very informa-
tive, about 18 to 20 pages, and focuses on the science and technology of on-
site wastewater, along with industry concerns. ■

mailto:brian@septiccheck.com
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705-325-4200 | 800-465-9590 | polyjohn.ca

POLYJOHN USA
polyjohn.com

POLYJOHN CENTRAL EUROPE
polyjohn.eu

POLYJOHN INTERNATIONAL
polyjohn.co.uk

POLYJOHN SOUTH AMERICA
polyjohn.com.br 

POLYJOHN CANADA
polyjohn.ca

POLYJOHN MEXICO
polyjohndemexico.com

PRODUCTS BUILT 
BY CANADIANS FOR CANADIANS

Behind every product we sell is a hardwork-
ing, 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.

Like us on 
Facebook

*As of July 31 P0815

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

Quebec, PC
Ontario, ON
Calgary, AB
Moncton, NBIndustries,  Inc.

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 (650/300), Aluminum Slide in, 
Flanged and dished heads, Condé 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

450 Gallon  
Aluminum Slide-In

Side Engine Style

$16,495$8,395

866.789.9440

Product Knowledge Beyond Compare

With over 30 years of experience, we have 
the product knowledge and integrity that 
surpasses the competition.

Contact us today and let our experience guide you to the perfect truck.

* We have 17 Portable Trucks and 7 Septic Trucks In Stock Today.

» Tanks in Steel,  
Stainless Steel & Aluminum

»Built to Your Specs

»4 WD or 2 WD Chassis
»CDL & Non-CDL Trucks
»Full Line of Pumps Available

www.keevac.com

www.pumperhose.com
www.polyjohn.ca
www.polyjohn.ca
www.polyjohn.com
www.polyjohn.eu
www.polyjohn.co.uk
www.polyjohn.com.br
www.polyjoohndemexico.com
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» Tanks in Steel,  
Stainless Steel & Aluminum

»Built to Your Specs

»4 WD or 2 WD Chassis
»CDL & Non-CDL Trucks
»Full Line of Pumps Available

www.keevac.com

http://www.keevac.com
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Tank2015
DIREcTORY

Acro Trailer Company
2320 N Parker Rd., Spring Fields, MO 65803
800-589-5254 • 417-862-1758 • (f) 417-862-8084
www.acrotrailer.com • tgiovanni@acrotrailer.com 

n	 n	 n	 n	 	 	 n	 n	 n	 n	 n	

Advance Pump & Equipment Inc.
15418 Old Hwy Rd., Peosta, IA 52068
877-557-7867 • 563-557-0957 • (f) 563-557-0961
www.advancepump.com • wayne@advancepump.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 	 n	 n

Amthor International
237 Industrial Dr., Gretna, VA 24557
800-328-6633 • 434-656-6233 • (f) 434-656-1101
www.amthorinternational.com • bramthor@amthorinternational.com 

n	 n	 n	 	 n	 	 n	 n	 n	 n	 n	

Andert, Inc.
PO Box 372, Eastford, CT 06242
860-974-3893 • (f) 860-974-2145
andertinc@gmail.com 

n	 n	 	 	 n	 n	 n	 n	 	 	 n	

Armstrong Equipment, Inc.
11200 Greenstone Ave., Anaheim, CA 90670 
800-699-7557 • 562-944-0404 • (f) 562-944-3636
www.vacpump.com • sales@vacpump.com 

	 	 	 	 	 n	 	 	 	 	 	

Best Enterprises, Inc.
3513 W Mountain Springs Rd., Cabot, AR 72023
800-288-2378 • 501-988-1905 • (f) 501-988-2880
www.bestenterprises.net • webmaster@bestenterprises.net 

n	 	 	 	 n	 n	 	 n	 	 	 	

Boerger, LLC
2860 Water Tower Pl., Chanhassen, MN 55317
612-435-7300 • (f) 612-435-7301
www.boerger.com • america@boerger.com 

	 	 	 	 	 	 	 n	 	 	 	

Cooper Vacuum Truck, LLC
1323 E Angela Dr., Phoenix, AZ 85022
800-974-6039 
www.coopervactruck.com • cooper@coopervactruck.com 

n	 n	 n	 	 n	 n	 n	 n	 n	 	 n	 n

Crescent Tank Manufacturing
PO Box 116, Bloomfield, NY 14469
585-657-4104 • (f) 585-657-1014
www.crescenttank.com • info@crescenttank.com 

n	 	 	 	 n	 n	 n	 	 	 	 n	 n

Cusco
305 Enford Rd., Richmond Hill, ON L4C 3E9 Canada
800-490-3541 • 905-883-1778 • (f) 905-883-1778
www.wastequip-cusco.com • sales@wastequip.com 

n	 	 	 n	 	 	 n	 n	 	 n	 n	

Equipment Sales, LLC
11637 Brookwood, Ste. 200, Leawood, KS 66211
877-713-2345 • 816-589-7040 • (f) 816-678-0633
equipmentsalesllc@gmail.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	

Erickson Tank & Pump LLC
800 Rd. P.5 SW, Quincy, WA 98848
509-785-2955 • (f) 509-785-3770
www.ericksontank.com • sales@ericksontank.com 

n	 n	 	 n	 n	 n	 n	 n	 n	 	 n	 n

See ad page 78

See ad page 29

See ad page 4
Eastern 

Supplement

See ad page 73

See ad page 108

See ad page 19

See ad 
pages 56, 57

See ad page 98

See ad page 25

See ad page 3
Eastern & Midwest 

Supplement

See ad page 3
Eastern & Midwest 

Supplement

See ad page 103
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Vacuum Tank 
2015 DIREcTORY

Five Peaks
1790 Sun Dolphin Dr., Muskegon, MI 49444
866-293-1502 • 231-830-8099 • (f) 231-739-2131
www.fivepeaks.net • info@fivepeaks.net 

n	 n	 n	 	 n	 	 n	 n	 n	 	 	

FMI Truck Sales & Service/Workmate
8305 NE Martin Luther King Jr. Blvd., Portland, OR 97211
800-927-8750 • 503-286-2800 • (f) 503-286-3223
www.fmitrucks.com • johnb@fmitrucks.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

F.S. Solutions
8584 Borden Ave. SE, Leeds, AL 35094
800-822-8785 • (f) 205-699-2253
www.fssolutionsgroup.com • info@fssolutionsgroup.com 

	 	 	 	 	 	 	 	 	 	 	 n

GapVax Inc.
575 Central Ave., Johnston, PA 15902
888-442-7829 • 814-535-6766 • (f) 814-539-3617
www.gapvax.com • inquiry@gapvax.com 

	 n	 	 	 	 	 n	 n	 	 	 	

Global Vacuum Systems
15431 St. Hwy. 6, Navasota, TX 77868
800-843-0866 • 936-825-2000 • (f) 936-825-2020
www.globalvacuumsystems.com • ryan@globalvacuumsystems.com 

n	 n	 	 n	 	 	 n	 n	 	 n	 n	 n

Great Lakes Equipment Sales, Inc.
4818 W 137th St. Unit B, Crestwood, IL 60445
888-432-9070 • 815-412-5270 • (f) 888-432-9070
www.usedvacuumtrucks.com • info@usedvacuumtrucks.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

Guzzler Manufacturing
1621 S Illinois St., Streator, IL 61364
800-627-3171 • 815-672-3171 • (f) 815-672-2779
www.guzzler.com • sales@guzzler.com 

n	 n	 	 	 	 	 	 n	 	 n	 	

Hino Motors Sales USA, Inc.
41180 Bridge St., Novi, MI 48375
248-699-9300 • (f) 248-699-9310
www.hino.com • marketing@hino.com 

n	 	 	 	 n	 	 n	 n	 n	 n	 n	

House of Imports, Inc.
9815 NW 27th Ave., Miami, FL 33147
305-691-4778 • (f) 305-691-4779
www.house-of-imports.com • houseofimports00@aol.com 

	 n	 n	 	 n	 n	 n	 n	 n	 n	 n	 n

Keith Huber Corp.
PO Box 3368, Gulfport, MS 39505
800-334-8237 • 228-832-0992 • (f) 228-832-0992
www.keithhuber.com • mckee.jimmy@keithhuber.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

Imperial Industries, Inc.
PO Box 1685, Wausau, WI 54402
800-558-2945 • 715-359-0200 • (f) 715-355-5349
www.imperialind.com • toma@imperialind.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	

ITI Trailers & Truck Bodies, Inc.
8535 Mason Dixon Hwy., Meyersdale, PA 15552
888-634-0080 • 814-634-0080 • (f) 814-634-5846
www.itimfg.com 

n	 n	 n	 n	 n	 	 n	 n	 n	 n	 n	

J&J Truck Bodies & Trailers
10558 Somerset Pike., Somerset, PA 15501
800-777-2671 • 814-444-3400 • (f) 814-444-3585
www.jjbodies.com • sales@jjbodies.com  

n	 n	 n	 	 	 n	 n	 n

 

n

KeeVac Industries, Inc.
777 W 6th Ave., Unit E, Denver, CO 80465
866-789-9440 • 303-789-9440 • (f) 303-459-4439
www.keevac.com • kevin@keevac.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

See ad page 85

See ad page 101

See ads 
pages 33, 81

See ad page 53

See ad page 101

See ad page 39

See ad page 26

See ad page 11

See ad page 46

See ad page 97

See ad page 61

See ad page 106
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Acro Trailer Company
2320 N Parker Rd., Spring Fields, MO 65803
800-589-5254 • 417-862-1758 • (f) 417-862-8084
www.acrotrailer.com • tgiovanni@acrotrailer.com 

n	 n	 n	 n	 	 	 n	 n	 n	 n	 n	

Advance Pump & Equipment Inc.
15418 Old Hwy Rd., Peosta, IA 52068
877-557-7867 • 563-557-0957 • (f) 563-557-0961
www.advancepump.com • wayne@advancepump.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 	 n	 n

Amthor International
237 Industrial Dr., Gretna, VA 24557
800-328-6633 • 434-656-6233 • (f) 434-656-1101
www.amthorinternational.com • bramthor@amthorinternational.com 

n	 n	 n	 	 n	 	 n	 n	 n	 n	 n	

Andert, Inc.
PO Box 372, Eastford, CT 06242
860-974-3893 • (f) 860-974-2145
andertinc@gmail.com 

n	 n	 	 	 n	 n	 n	 n	 	 	 n	

Armstrong Equipment, Inc.
11200 Greenstone Ave., Anaheim, CA 90670 
800-699-7557 • 562-944-0404 • (f) 562-944-3636
www.vacpump.com • sales@vacpump.com 

	 	 	 	 	 n	 	 	 	 	 	

Best Enterprises, Inc.
3513 W Mountain Springs Rd., Cabot, AR 72023
800-288-2378 • 501-988-1905 • (f) 501-988-2880
www.bestenterprises.net • webmaster@bestenterprises.net 

n	 	 	 	 n	 n	 	 n	 	 	 	

Boerger, LLC
2860 Water Tower Pl., Chanhassen, MN 55317
612-435-7300 • (f) 612-435-7301
www.boerger.com • america@boerger.com 

	 	 	 	 	 	 	 n	 	 	 	

Cooper Vacuum Truck, LLC
1323 E Angela Dr., Phoenix, AZ 85022
800-974-6039 
www.coopervactruck.com • cooper@coopervactruck.com 

n	 n	 n	 	 n	 n	 n	 n	 n	 	 n	 n

Crescent Tank Manufacturing
PO Box 116, Bloomfield, NY 14469
585-657-4104 • (f) 585-657-1014
www.crescenttank.com • info@crescenttank.com 

n	 	 	 	 n	 n	 n	 	 	 	 n	 n

Cusco
305 Enford Rd., Richmond Hill, ON L4C 3E9 Canada
800-490-3541 • 905-883-1778 • (f) 905-883-1778
www.wastequip-cusco.com • sales@wastequip.com 

n	 	 	 n	 	 	 n	 n	 	 n	 n	

Equipment Sales, LLC
11637 Brookwood, Ste. 200, Leawood, KS 66211
877-713-2345 • 816-589-7040 • (f) 816-678-0633
equipmentsalesllc@gmail.com 
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Erickson Tank & Pump LLC
800 Rd. P.5 SW, Quincy, WA 98848
509-785-2955 • (f) 509-785-3770
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Five Peaks
1790 Sun Dolphin Dr., Muskegon, MI 49444
866-293-1502 • 231-830-8099 • (f) 231-739-2131
www.fivepeaks.net • info@fivepeaks.net 

n	 n	 n	 	 n	 	 n	 n	 n	 	 	

FMI Truck Sales & Service/Workmate
8305 NE Martin Luther King Jr. Blvd., Portland, OR 97211
800-927-8750 • 503-286-2800 • (f) 503-286-3223
www.fmitrucks.com • johnb@fmitrucks.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

F.S. Solutions
8584 Borden Ave. SE, Leeds, AL 35094
800-822-8785 • (f) 205-699-2253
www.fssolutionsgroup.com • info@fssolutionsgroup.com 

	 	 	 	 	 	 	 	 	 	 	 n

GapVax Inc.
575 Central Ave., Johnston, PA 15902
888-442-7829 • 814-535-6766 • (f) 814-539-3617
www.gapvax.com • inquiry@gapvax.com 

	 n	 	 	 	 	 n	 n	 	 	 	

Global Vacuum Systems
15431 St. Hwy. 6, Navasota, TX 77868
800-843-0866 • 936-825-2000 • (f) 936-825-2020
www.globalvacuumsystems.com • ryan@globalvacuumsystems.com 

n	 n	 	 n	 	 	 n	 n	 	 n	 n	 n

Great Lakes Equipment Sales, Inc.
4818 W 137th St. Unit B, Crestwood, IL 60445
888-432-9070 • 815-412-5270 • (f) 888-432-9070
www.usedvacuumtrucks.com • info@usedvacuumtrucks.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

Guzzler Manufacturing
1621 S Illinois St., Streator, IL 61364
800-627-3171 • 815-672-3171 • (f) 815-672-2779
www.guzzler.com • sales@guzzler.com 

n	 n	 	 	 	 	 	 n	 	 n	 	

Hino Motors Sales USA, Inc.
41180 Bridge St., Novi, MI 48375
248-699-9300 • (f) 248-699-9310
www.hino.com • marketing@hino.com 

n	 	 	 	 n	 	 n	 n	 n	 n	 n	

House of Imports, Inc.
9815 NW 27th Ave., Miami, FL 33147
305-691-4778 • (f) 305-691-4779
www.house-of-imports.com • houseofimports00@aol.com 

	 n	 n	 	 n	 n	 n	 n	 n	 n	 n	 n

Keith Huber Corp.
PO Box 3368, Gulfport, MS 39505
800-334-8237 • 228-832-0992 • (f) 228-832-0992
www.keithhuber.com • mckee.jimmy@keithhuber.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

Imperial Industries, Inc.
PO Box 1685, Wausau, WI 54402
800-558-2945 • 715-359-0200 • (f) 715-355-5349
www.imperialind.com • toma@imperialind.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	

ITI Trailers & Truck Bodies, Inc.
8535 Mason Dixon Hwy., Meyersdale, PA 15552
888-634-0080 • 814-634-0080 • (f) 814-634-5846
www.itimfg.com 

n	 n	 n	 n	 n	 	 n	 n	 n	 n	 n	

J&J Truck Bodies & Trailers
10558 Somerset Pike., Somerset, PA 15501
800-777-2671 • 814-444-3400 • (f) 814-444-3585
www.jjbodies.com • sales@jjbodies.com  

n	 n	 n	 	 	 n	 n	 n

 

n

KeeVac Industries, Inc.
777 W 6th Ave., Unit E, Denver, CO 80465
866-789-9440 • 303-789-9440 • (f) 303-459-4439
www.keevac.com • kevin@keevac.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n
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See ad page 101

See ads 
pages 33, 81
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L. T. & E., Inc.
PO Box 106, Arcola, IL 61910
800-848-3727 • 217-268-4650 • (f) 217-268-4705
www.ltetanks.net • ltetanks@yahoo.com 

n	 n	 	 	 n	 	 n	 n	 n	 n	 n	

Lely Tank and Waste Solutions, LLC
PO Box 1026, Temple, TX 76503
800-367-5359 • 254-938-2564 • (f) 254-938-7204
www.lelytank.com • sales@lelytank.com 

n	 n	 n	 	 n	 n	 n	 n	 n	 	 n	 n	

LMT Inc.
1105 SE 2nd St., Galva, IL 61434
800-545-0174 • 309-932-3311 • (f) 877-471-2564
www.vaxteel.com • info@vaxteel.com 

	 n	 	 n	 n	 n	 n	 n	 	 	 n	

Longhorn Tank & Trailer, Inc.
PO Box 1147, Gravette, AR 72736
800-422-9840 • 479-787-7910 • (f) 479-787-6935
sales@longhorntank.com 

n	 n	 n	 n	 n	 n	 	 n	 n	 	 	

Marengo Fabricated Steel, LTD.
1089 Co. Rd. 26, Marengo, OH 43334
800-919-2652 • 419-253-2119 • (f) 419-253-2120
www.mfsltd.com • michelle@mfsltd.com 

n	 n	 	 n	 n	 n	 n	 	 	 	 n	

Marsh Industrial
PO Box 1107, Kalkaska, MI 49646
800-952-1537 • 231-258-4870 • (f) 231-258-2019
www.marshind.com • donmarsh@marshind.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	

Mid-State Tank/Arthur Custom Tank
1357 Jonathan Creek Rd., Sullivan, IL 61951
800-722-8384 • 217-728-8383 • (f) 217-728-8384
www.midstatetank.com • ggood@midstatetank.com 

	 	 n	 n	 n	 	 	 n	 n	 n	 	

Mid-State Truck Service, Inc.
6335 Packer Dr., Wausau, WI 54401
800-236-2044 • 715-845-2244 • (f) 715-845-3940
www.midstatetruck.com • allenl@midstatetruck.com 

n	 n	 n	 n	 n	 	 n	 n	 n	 n	 n	 n

National Truck Center
9750 NW 27th Ave., Miami, FL 33147
305-691-8407 • (f) 305-691-8416
www.nationaltruckcenter.com • g.gonzalez@nationaltruckcenter.com 

n	 n	 n	 	 n	 	 n	 	 n	 	 n	 n

Pik Rite, Inc.
60 Pik Rite Ln., Lewisburg, PA 17837
800-326-9763 • 570-523-8174 • (f) 570-523-8175
www.pikrite.com • sales@pikrite.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 	 n	

Presvac Systems
4131 Morris Dr., Burlington, ON L7L 5L5 Canada
800-387-7763 • 905-637-2353 • (f) 905-681-0411
www.presvac.com • davidsipkema@presvac.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	

Robinson Vacuum Tanks
306 Runville Rd., Bellefonte, PA 16823
844-393-1871 • 814-933-0927 • (f) 844-857-0741
www.robinsontanks.com • zach@robinsontanks.com 

n	 n	 n	 	 n	 n	 n	 n	 n	 	 n	 n

Rush Refuse Systems
8810 IH 10 E, San Antonio, TX 78219
877-661-4511 • 210-901-7210 • (f) 201-901-7229
www.rushrefusesystems.com • refusesales@rush-enterprises.com 

n	 n	 n	 	 	 	 	 	 	 	 	 n

Satellite Industries
2530 Xenium Ln. N, Plymouth, MN 55441
800-328-3332 • 765-551-1250 • (f) 800-328-3334
www.satelliteindustries.com • west@satelliteco.com 

n	 n	 n	 	 n	 n	 n	 n	 n	 	 n	

SchellVac Equipment Inc.
126 Wheatfield Rd., Winnipeg, MB R3C 2E6 Canada
877-336-0081 • 204-336-0081 • (f) 204-336-0090
www.schellvacequipment.com • alex@schellvacequipment.com 

n	 n	 	 	 n	 n	 n	 	 	 n	 n	 n

See ad page 1
Eastern & Midwest 

Supplement

See ad page 89
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Vacuum Tank 
2015 DIREcTORY

Slide-In Warehouse
3100 Cherry Creek S Dr. #704, Denver, CO 80209
888-445-4892 • (f) 303-459-4439
www.slideinwarehouse.com • info@slideinwarehouse.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

Specialty B Sales
2100 E Booth Rd., Searcy, AR 72143
800-364-7307 • 501-279-0001 • (f) 501-279-0003	 n	 n	 	 	 n	 n	 n	 n	 	 	 n	

sbs3647307@gmail.com

TankTec
10100 Quinn St. NW, Minneapolis, MN 55443
888-428-6422 • 763-238-8603
 www.tanktec.biz • snelson@tanktec.biz 

n	 n	 n	 	 n	 n	 	 	 n	 	 n	

Tank World Corp
12007 W Peoria Ave., El Mirage, AZ 85335 
623-536-1199 • (f) 623-935-4782
www.tankworld01.com • tankworld01@gmail.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

Thompson Tank Inc.
8029 Phlox St., Downey, CA 90714
800-421-7545 • 562-869-7711 • (f) 562-869-7214
www.thompsontank.com • harleestanley@thompsontank.com 

n	 n	 n	 n	 n	 	 n	 n	 	 n	 n	

Transport Truck Sales, Inc.
6740 Kaw Dr., Kansas City, KS 66111
888-395-7551 • 913-334-2400 • (f) 913-334-4576
www.transporttruck.com • scott@transporttruck.com 

n	 n	 n	 n	 	 	 n	 n	 n	 n	 n	 n

Transway Systems, Inc.
314 Lake Ave. N, Hamilton, ON L8E 3A2 Canada
800-263-4508 • 905-578-1000 • (f) 905-561-9176
www.transwaysystems.com • gary@transwaysystems.com 

n	 n	 n	 	 n	 	 n	 n	 n	 	 n	

Truck Country
2401 Progress Way, Kaukauna, WI 54130
800-236-5271 • 920-766-5222 • (f) 920-766-5299
www.truckcountry.com • marketing@truckcountry.com 

n	 	 	 	 	 	 	 	 	 	 	 n

TSI Tank Services, Inc.
PO Box 8136, Cranston, RI 02920
866-720-4999 • 401-437-8942 • (f) 401-383-7462
www.tankservicesinc.com • jerry@tankservicesinc.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

V & H, Inc.
1505 S Central Ave., Marshfield, WI 54449
800-826-2308 • 715-486-8800 • (f) 715-387-0657
www.vhtrucks.com • b.stroetz@vhtrucks.com 

n	 n	 n	 	 n	 	 n	 n	 n	 n	 n	 n

Vac-Con, Inc.
969 Hall Park Rd., Green Cove Springs, FL 32043
888-491-5762 • 855-336-2962 • (f) 855-336-2962
www.vac-con.com • vns@vac-con.com 

n	 n	 	 n	 	 	 	 	 	 	 	 n

Vactor Manufacturing
1621 S Illinois St., Streator, IL 61364
800-627-3171 • 815-672-3171 • (f) 815-672-2779
www.vactor.com • sales@vactor.com 

n	 n	 	 	 	 	 	 n	 	 	 	

Vacutrux Limited
20 Martin Ln., Elmira, ON N3B 2A1 Canada
800-305-4305 • 519-669-1625 • (f) 519-669-8331
www.vacutrux.com • info@vacutrux.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

Vacuum Sales, Inc.
51 Stone Rd., Lindenwold, NJ 08021
800-547-7790 • 856-627-7790 • (f) 856-627-3044
www.vacuumsales.com • sales@vacuumsalesinc.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

Wee Engineer, Inc.
282 Delaware St., Dayton, IN 47941
877-296-5555 • 765-296-2027 • (f) 765-296-3027
www.wee-engineer.com • bparker@wee-engineer.com 

	 n	 	 	 n	 	 n	 n	 n	 	 n	
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http://www.vaxteel.com
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mailto:alex@schellvacequipment.com


Vacuum Tank 
2015 DIREcTORY

L. T. & E., Inc.
PO Box 106, Arcola, IL 61910
800-848-3727 • 217-268-4650 • (f) 217-268-4705
www.ltetanks.net • ltetanks@yahoo.com 

n	 n	 	 	 n	 	 n	 n	 n	 n	 n	

Lely Tank and Waste Solutions, LLC
PO Box 1026, Temple, TX 76503
800-367-5359 • 254-938-2564 • (f) 254-938-7204
www.lelytank.com • sales@lelytank.com 

n	 n	 n	 	 n	 n	 n	 n	 n	 	 n	 n	

LMT Inc.
1105 SE 2nd St., Galva, IL 61434
800-545-0174 • 309-932-3311 • (f) 877-471-2564
www.vaxteel.com • info@vaxteel.com 

	 n	 	 n	 n	 n	 n	 n	 	 	 n	

Longhorn Tank & Trailer, Inc.
PO Box 1147, Gravette, AR 72736
800-422-9840 • 479-787-7910 • (f) 479-787-6935
sales@longhorntank.com 

n	 n	 n	 n	 n	 n	 	 n	 n	 	 	

Marengo Fabricated Steel, LTD.
1089 Co. Rd. 26, Marengo, OH 43334
800-919-2652 • 419-253-2119 • (f) 419-253-2120
www.mfsltd.com • michelle@mfsltd.com 

n	 n	 	 n	 n	 n	 n	 	 	 	 n	

Marsh Industrial
PO Box 1107, Kalkaska, MI 49646
800-952-1537 • 231-258-4870 • (f) 231-258-2019
www.marshind.com • donmarsh@marshind.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	

Mid-State Tank/Arthur Custom Tank
1357 Jonathan Creek Rd., Sullivan, IL 61951
800-722-8384 • 217-728-8383 • (f) 217-728-8384
www.midstatetank.com • ggood@midstatetank.com 

	 	 n	 n	 n	 	 	 n	 n	 n	 	

Mid-State Truck Service, Inc.
6335 Packer Dr., Wausau, WI 54401
800-236-2044 • 715-845-2244 • (f) 715-845-3940
www.midstatetruck.com • allenl@midstatetruck.com 

n	 n	 n	 n	 n	 	 n	 n	 n	 n	 n	 n

National Truck Center
9750 NW 27th Ave., Miami, FL 33147
305-691-8407 • (f) 305-691-8416
www.nationaltruckcenter.com • g.gonzalez@nationaltruckcenter.com 

n	 n	 n	 	 n	 	 n	 	 n	 	 n	 n

Pik Rite, Inc.
60 Pik Rite Ln., Lewisburg, PA 17837
800-326-9763 • 570-523-8174 • (f) 570-523-8175
www.pikrite.com • sales@pikrite.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 	 n	

Presvac Systems
4131 Morris Dr., Burlington, ON L7L 5L5 Canada
800-387-7763 • 905-637-2353 • (f) 905-681-0411
www.presvac.com • davidsipkema@presvac.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	

Robinson Vacuum Tanks
306 Runville Rd., Bellefonte, PA 16823
844-393-1871 • 814-933-0927 • (f) 844-857-0741
www.robinsontanks.com • zach@robinsontanks.com 

n	 n	 n	 	 n	 n	 n	 n	 n	 	 n	 n

Rush Refuse Systems
8810 IH 10 E, San Antonio, TX 78219
877-661-4511 • 210-901-7210 • (f) 201-901-7229
www.rushrefusesystems.com • refusesales@rush-enterprises.com 

n	 n	 n	 	 	 	 	 	 	 	 	 n

Satellite Industries
2530 Xenium Ln. N, Plymouth, MN 55441
800-328-3332 • 765-551-1250 • (f) 800-328-3334
www.satelliteindustries.com • west@satelliteco.com 

n	 n	 n	 	 n	 n	 n	 n	 n	 	 n	

SchellVac Equipment Inc.
126 Wheatfield Rd., Winnipeg, MB R3C 2E6 Canada
877-336-0081 • 204-336-0081 • (f) 204-336-0090
www.schellvacequipment.com • alex@schellvacequipment.com 

n	 n	 	 	 n	 n	 n	 	 	 n	 n	 n
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Vacuum Tank 
2015 DIREcTORY

Slide-In Warehouse
3100 Cherry Creek S Dr. #704, Denver, CO 80209
888-445-4892 • (f) 303-459-4439
www.slideinwarehouse.com • info@slideinwarehouse.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

Specialty B Sales
2100 E Booth Rd., Searcy, AR 72143
800-364-7307 • 501-279-0001 • (f) 501-279-0003	 n	 n	 	 	 n	 n	 n	 n	 	 	 n	

sbs3647307@gmail.com

TankTec
10100 Quinn St. NW, Minneapolis, MN 55443
888-428-6422 • 763-238-8603
 www.tanktec.biz • snelson@tanktec.biz 

n	 n	 n	 	 n	 n	 	 	 n	 	 n	

Tank World Corp
12007 W Peoria Ave., El Mirage, AZ 85335 
623-536-1199 • (f) 623-935-4782
www.tankworld01.com • tankworld01@gmail.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

Thompson Tank Inc.
8029 Phlox St., Downey, CA 90714
800-421-7545 • 562-869-7711 • (f) 562-869-7214
www.thompsontank.com • harleestanley@thompsontank.com 

n	 n	 n	 n	 n	 	 n	 n	 	 n	 n	

Transport Truck Sales, Inc.
6740 Kaw Dr., Kansas City, KS 66111
888-395-7551 • 913-334-2400 • (f) 913-334-4576
www.transporttruck.com • scott@transporttruck.com 

n	 n	 n	 n	 	 	 n	 n	 n	 n	 n	 n

Transway Systems, Inc.
314 Lake Ave. N, Hamilton, ON L8E 3A2 Canada
800-263-4508 • 905-578-1000 • (f) 905-561-9176
www.transwaysystems.com • gary@transwaysystems.com 

n	 n	 n	 	 n	 	 n	 n	 n	 	 n	

Truck Country
2401 Progress Way, Kaukauna, WI 54130
800-236-5271 • 920-766-5222 • (f) 920-766-5299
www.truckcountry.com • marketing@truckcountry.com 

n	 	 	 	 	 	 	 	 	 	 	 n

TSI Tank Services, Inc.
PO Box 8136, Cranston, RI 02920
866-720-4999 • 401-437-8942 • (f) 401-383-7462
www.tankservicesinc.com • jerry@tankservicesinc.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

V & H, Inc.
1505 S Central Ave., Marshfield, WI 54449
800-826-2308 • 715-486-8800 • (f) 715-387-0657
www.vhtrucks.com • b.stroetz@vhtrucks.com 

n	 n	 n	 	 n	 	 n	 n	 n	 n	 n	 n

Vac-Con, Inc.
969 Hall Park Rd., Green Cove Springs, FL 32043
888-491-5762 • 855-336-2962 • (f) 855-336-2962
www.vac-con.com • vns@vac-con.com 

n	 n	 	 n	 	 	 	 	 	 	 	 n

Vactor Manufacturing
1621 S Illinois St., Streator, IL 61364
800-627-3171 • 815-672-3171 • (f) 815-672-2779
www.vactor.com • sales@vactor.com 

n	 n	 	 	 	 	 	 n	 	 	 	

Vacutrux Limited
20 Martin Ln., Elmira, ON N3B 2A1 Canada
800-305-4305 • 519-669-1625 • (f) 519-669-8331
www.vacutrux.com • info@vacutrux.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

Vacuum Sales, Inc.
51 Stone Rd., Lindenwold, NJ 08021
800-547-7790 • 856-627-7790 • (f) 856-627-3044
www.vacuumsales.com • sales@vacuumsalesinc.com 

n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n	 n

Wee Engineer, Inc.
282 Delaware St., Dayton, IN 47941
877-296-5555 • 765-296-2027 • (f) 765-296-3027
www.wee-engineer.com • bparker@wee-engineer.com 

	 n	 	 	 n	 	 n	 n	 n	 	 n	
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SALES OR SERVICE - ORDER ONLINE @ PUMPERSHOP.COM SOURCE KEY

8P15

THE ONLY ONE STOP PUMPER SHOP!
SALES + SERVICE WITH JUST ONE CALL

    866-872-1224TOLL
FREE

LOOK WHAT WE FOUND!
THE BADDEST PUMP OF ALL TIME!!!

Introducing the New Challenger 304 Portable Toilet Pump and Package

Take an EXTRA 20% OFF!!    Good Through 9/30/15
Description REG. PRICE SALE PRICE
304 Pump Only $1,790.00 $1,430.00
304 Pump Stand Complete  $3,214.78  $2,570.00
304 Secondary Pack (Horizontal or Vertical) $3,928.57 $3,140.00

• PERFORMANCE… 210 cfm

• DURABILITY...Ductile iron cylinder, stainless steel oil lines
and NVE adjustable piston oil pump

• SERVICEABILITY… Easily change out the vanes, vane inspection port

• SATISFACTION GUARANTEED…proudly made in the USA, 2 Year Warranty

TA
KE

AN EX
TRA

20% OFF!

PUMP STAND COMPLETE INCLUDES:
• Pump
• Pump Stand
• Gearbox
• Pump Coupling Assembly
• Diesel Flush Kit
• Remote Oil Tank Kit
• Vac/Pressure Gauge

SECONDARY PACK INCLUDES EVERYTHING 
FROM THE PUMP STAND COMPLETE, AND:
• Secondary Shuto� 
• Final Filter
• Vacuum Relief Valve
• Available In Either A Vertical Or Horizontal 

Orientation

FINANCE IT!
WE OFFER  FINANCING

ON CHALLENGER PUMPS & 
MORE - CALL FOR DETAILS!

Pump
Stand
Compete

Horizontal
Package

Vertical
Package

Pump 
Only

8P15.indd   1 7/16/15   9:43 PM

MANUFACTURER OF QUALITY PORTABLE RESTROOMS AND SINKS

Dual VIP Restroom Trailer

1737 S. VINEYARD AVENUE • ONTARIO, CA 91761
PHONE 909-930-6244 • TOLL FREE 800-334-1065 • FAX 909-930-6237

WWW.NUCONCEPTS.COM

Ideal for:
• Weddings / Parties
• Sporting Events
• Food Festivals
• Community Events
• Restroom Remodeling
• Movie Production

Features:
• Solar Powered
• Self-contained
• Flushing, china toilet
• Enclosed sink
•
•
• Interior Heater (option)
• Sink Water Heater (option)

Power Converter (option)
Air-conditioning (option)

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.

pressurelift.com 
972.355.0550

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

Dealers  
In:

AustraliaNew Zealand

Now you will BUST IT UP/MIX IT UP and PUMP IT UP IN RECORD TIME

www.pikrite.com
www.pressurelift.com
www.nuconcepts.com


SALES OR SERVICE - ORDER ONLINE @ PUMPERSHOP.COM SOURCE KEY
8P15

THE ONLY ONE STOP PUMPER SHOP!
SALES + SERVICE WITH JUST ONE CALL

    866-872-1224TOLL
FREE

LOOK WHAT WE FOUND!
THE BADDEST PUMP OF ALL TIME!!!

Introducing the New Challenger 304 Portable Toilet Pump and Package

Take an EXTRA 20% OFF!!    Good Through 9/30/15
Description REG. PRICE SALE PRICE
304 Pump Only $1,790.00 $1,430.00
304 Pump Stand Complete  $3,214.78  $2,570.00
304 Secondary Pack (Horizontal or Vertical) $3,928.57 $3,140.00

• PERFORMANCE… 210 cfm

• DURABILITY...Ductile iron cylinder, stainless steel oil lines
and NVE adjustable piston oil pump

• SERVICEABILITY… Easily change out the vanes, vane inspection port

• SATISFACTION GUARANTEED…proudly made in the USA, 2 Year Warranty

TA
KE

AN EX
TRA

20% OFF!

PUMP STAND COMPLETE INCLUDES:
• Pump
• Pump Stand
• Gearbox
• Pump Coupling Assembly
• Diesel Flush Kit
• Remote Oil Tank Kit
• Vac/Pressure Gauge

SECONDARY PACK INCLUDES EVERYTHING 
FROM THE PUMP STAND COMPLETE, AND:
• Secondary Shuto� 
• Final Filter
• Vacuum Relief Valve
• Available In Either A Vertical Or Horizontal 

Orientation

FINANCE IT!
WE OFFER  FINANCING

ON CHALLENGER PUMPS & 
MORE - CALL FOR DETAILS!

Pump
Stand
Compete

Horizontal
Package

Vertical
Package

Pump 
Only

8P15.indd   1 7/16/15   9:43 PM

www.pumpershop.com
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Septic  
Trucks

Combination 
Hydrovac 
Trucks

Products that last,  
       Quality that outperforms

Equipment that  
         works as hard 
                as you do

SchellVac Equipment Inc.
126 Wheatfield Road
Box 108, Group 200, RR2.
Winnipeg, MB - R3C 2E6

T: (204) 336 0081
F: (204) 336 0090
Toll Free: 1 877 336 0081
www.schellvacequipment.com

Industrial  
Vacuum Trucks

SCHELLVAC EQUIPMENT INC WHERE QUALITY IS KING

QUESTION: What is graywater and should I use it on my garden?
 
ANSWER: This is a question I hear more often these days. I do quite a 

bit of work in the southwestern part of the country – Arizona, New Mexico 
and Nevada. It is not surprising that the question of graywater reuse is raised 
in these areas due to regional long-term drought conditions over the past 
decade. Graywater is water generated in a residence from the bath, sink, 
shower and washing machine.

Through the years, separating graywater from the black water, which in-
cludes toilet waste, has been talked about as being beneficial for the septic 
system in terms of reducing overall flow into the soil treatment area. Unfor-
tunately, many homeowners are working under the misguided assumption 
that since graywater does not include urine and feces, it is somehow benign 
and does not need to be treated before it is released into the environment. 
This led in many places to homeowners looking to reroute graywater from 
the septic system to another point in the backyard. In my state, that was to 
the road ditch or behind the lilac trees in the tall grass. In the Southwest it is 
under the Palo Verde trees and into the dry wash or arroyo.

My answer to using or putting graywater elsewhere is that it needs to 
be treated before being discharged into the environment. Even though the 
graywater does not include toilet waste, it still has a significant number of 
fecal coliform present to create the potential for disease transmission. In 
septic tank effluent, there are roughly a million colony-forming units of fecal 
coliform bacteria per 100 milliliters of sewage. In graywater, the number is 
lower but still in the neighborhood of 100,000 or more. In addition, there are 
solids and other organic material that can cause odors if discharged directly 
to the environment. So in my view direct discharge is out of the question.

 
READ THE SMALL PRINT

When I am giving talks on this subject in Arizona, someone in the audi-
ence always points out that because of the water situation in Arizona there 
are tax credits for using graywater, and there is no special permit required if 
the flow is less than 400 gallons per day. I have not looked deeply into require-
ments in the neighboring states of New Mexico and California, but at least on 
the surface they are similar. These people are right in their comments, but if 
you look closer at the Arizona rules, you find some interesting things.

There is a fairly lengthy list of requirements for the use of reclaimed or 
graywater and most people are not aware of them. I am not going to list all of 
them but will discuss a few that I think are important to the consideration or 
use of graywater to water the garden.

Graywater used for irrigation is generated within the residence on the 
property and is used for irrigation of the lawn, landscaping and garden, and 
it must be kept on the property so there is no runoff onto other properties 
or discharging into the arroyo. There are also similar requirements in terms 

of separation distance to groundwater and other setbacks as required for 
placement of the septic system components.

Nothing other than graywater generated by the residence with charac-
teristics of domestic sewage should be added. So it’s the same prohibition on 
hazardous materials as for septic systems. No solvents, no paint, no oils from 
petroleum products, no car wash water are allowed.

When used for irrigation, graywater is managed so there is not any sur-
face ponding, and any tanks used to collect and distribute the graywater for 
irrigation are covered to prevent odors and breeding of mosquitoes. Surface-
applied graywater cannot be put on any food crops other than citrus trees, so 
it would not be used on a vegetable garden.

 
ON THE SURFACE

The southwestern states require systems that allow routing graywater 
back into the septic system if the need arises. Septic system designs do not give 
credit for the reduction of flow caused by diverting graywater. Systems need to 
be sized with the assumption that graywater will be routed through them. Also, 
graywater is required to go through a filtration system to remove any solids.

Graywater applied by surface irrigation must not contain water used to 
wash diapers or similarly soiled or infectious garments unless the graywater 
is disinfected before irrigation; and surface irrigation by graywater is only 
by flood or drip irrigation, spray irrigation is not allowed. So since washing 
clothes will involve soiled or infectious garments – such as underwear – 
graywater will need to be disinfected before it is used for irrigation if applied 
to the surface. This can presumably be avoided if it is applied subsurface 
through drip irrigation.

Needless to say, these requirements change the discussion dramatical-
ly. So while recycling household graywater for gardening – other than veg-
etables – and landscape use is an excellent way of saving water, it cannot be 
done without the expense of putting in place the components to provide for 
treatment and safeguards to public health and the environment.

In more humid and frigid areas such as Minnesota, putting in place a 
graywater system for irrigation would require the ability to switch back and 
forth on a seasonal basis and would require draining the tanks and irrigation 
system the same as a lawn irrigation system. ■
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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. 

A Gray Area
The procedure of separating graywater from black water and sending it out 
to the yard isn’t always as simple as it seems  By Jim Anderson, Ph.D.

Since washing clothes will involve soiled or infectious 
garments – such as underwear – graywater will need 
to be disinfected before it is used for irrigation if 
applied to the surface. This can presumably be avoided 
if it is applied subsurface through drip irrigation.
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up the built-up biomass and loosening the soil above and around the field so that it will 
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have happy customers by saving them money.
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today for the low price of $6,750 plus shipping

Call 406-670-8318 or email Sales@SoilShaker.com  
Visit www.soilshaker.com for more information
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This feature in Pumper reports noteworthy conversations that take place 
at the Pumper Discussion Forum, an online forum for industry professionals 
found at www.pumper.com. Pumper Discussion enables exchange of 
information and ideas on septic and drainfield installation and maintenance, 
trucks and equipment, portable sanitation, chemical and additives and 
much more. Information and advice in “Overheard Online” is offered in good 
faith by industry professionals. However, readers should consult in depth 
with appropriate industry sources before applying such advice to a specific 
business situation.

Question:  if you owned a truck with a standard transmission and switched 
to an Allison automatic, how did you like it? How does the Allison hold up? 
How many miles can you get out of it before rebuild? i am looking at a truck 
with an Allison and i’ve never driven one. i have heard not all of them are 
adaptable to a Pto pump. How can you tell?

AnsWeRs: I have a 1989 with an Allison transmission. Other than the low 
gears, it is great. Off road or on grass, once you get a feel for letting the torque 
converter load up and get you moving, ease into the throttle until the truck 
starts to crawl without spinning. Downhill is a bit different. Also you don’t get 
the positive braking feel of a standard transmission, but once you get the feel, 
it brakes as well as a standard. For a lot of guys it is a love or hate thing. I love 
mine. As far as PTO-adaptable, call the local Allison shop and they should be 
able to tell you. Also, if you pull the PTO cover off, there will or will not be a gear 
visible. As far as longevity, it is all in the driver. My truck still has the original 
trans with no sign of needing a rebuild. I have seen Allison transmissions 
outlive the truck and seen them blow up in the first year. Mostly they hold up 
well. They don’t like tire-spinning or quick change of direction under load.

◆  ◆  ◆ 

I have an MT635 transmission, and the PTO mounts on the right and appears to 
be the same as any other PTO. As for fuel mileage, l have never had a 4,000-gallon 
tanker get much better than 4 mpg working around town. When I am running 
empty any distance, I have seen 6 mpg when empty on the highway.

◆  ◆  ◆ 

In my opinion, the Allison is the only way to go. It is smarter than the driver. 
It knows exactly when to shift, it never misses a gear and there is no clutch 
to go bad. The very best testimonials for Allison are the millions of school 
buses and all the millions of military vehicles running them. The easiest way 
to know if they will take a PTO is to look for the letters RDS at the end of 
the model number. If you find a truck you like but it doesn’t have an RDS 
transmission, any Allison dealer can install the gear that makes it PTO ready.

◆  ◆  ◆ 

I come from a long family history in the trucking business. I was in trucking 
before septic service. Overall, I do not like auto transmissions. The truck 
will get less mpg and maintenance is a lot more, plus the overall cost of the 
automatic is higher. My all-time favorite is a 13-speed transmission. My 
background is all from dump trucks hauling out of the quarry. The clutch is 
almost shot on my Mack with 225,000 miles. The price to replace my clutch 
is $1,800. Not too bad if you ask me.

◆  ◆  ◆ 

My experience with a Ford dump truck with automatic is if you got in soft 
dirt it would hardly pull itself. Even on level ground, if I was pulling a dozer 
or backhoe, I have had to unload it many times. That’s why I was interested 
how it would work on a septic truck.

◆  ◆  ◆ 

Most (septic service drivers) are using medium-duty trucks with transmission 
options being five-, six-, seven-speed standard shift or various Allison 
automatics. The smaller transmissions that I speak of in the medium-duty trucks 
make going with the Allison a no-brainer. If you’re going to run a 33,000-pound 
GVW truck or under you will absolutely be much happier with the Allison. ■

Standard 
or Auto Shift?
I’m looking at a new vacuum truck equipped 
with an Allison automatic transmission. 
What do you think?

Overheard Online

BEST Catch Of The Day
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Classy TruCk Of The MOnTh

McDonald, Ohio

Tom’s Sewer & Drain Service Inc.

O wner Richard Glass bought a red 2013 Peterbilt truck from the Pik 
Rite Inc. display at the 2013 Pumper & Cleaner Environmental Expo 
International. The truck is powered by a PACCAR PX-8 engine tied 

to a six-speed Allison automatic transmission. It carries a 4,000-gallon 
aluminum tank with vacuum provided by a Masport pump. Convenience 
features include top and rear manways, rear sight glasses and a gallon 
gauge of the back of the truck, backup alarm, work lights in the rear and 
on the cab roof, running lights on both sides, stainless steel toolbox and 
diamond plate hose trays, and 4-inch inlet and 6-inch discharge. The 
interior has air-ride seat, tilt, cruise, AC, stereo with CD and two-tone 
cloth seating. Tribal theme graphics tie into the red cab color. The truck is 
used for residential septic and commercial grease trap 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! 

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

mailto:editor@pumper.com
www.chempace.com
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T he National Onsite Wastewater Recycling Association (NOWRA), 
with the National Association of Wastewater Technicians (NAWT), 
the State Onsite Regulators Alliance (SORA) and the Virginia Onsite 

Wastewater Recycling Association (VOWRA) are partnering to hold a major 
conference Nov. 4-6 in Virginia Beach, Virginia. The Mega Conference is a 
joint effort and will serve as the annual conferences for NOWRA, SORA and 
VOWRA, as well as the 7th Annual Waste Treatment Symposium for NAWT.

These four organizations share numerous issues including national 
and local regulations and policies, research, design, installation and 
maintenance of decentralized systems. The conference’s exposition hall 
provides an invaluable opportunity to network and view current and 
emerging technologies in decentralized wastewater treatment.

The conference will serve as the premier conference for the conveyance 
of new research, regulations and policy, experience, and practices in the 
decentralized onsite wastewater industry. Attendees will be the winners 
with a great breadth of topics, vendors and educational tours.

Details about the venue, costs and registration will be forthcoming.
 
Submit nominations for the 2016 NAWT Excellence in Service Award
The application deadline is fast approaching for NAWT’s 2016 

Excellence in Service Award. All applications for the award must be 
completed and postmarked by Nov. 2. Any applications received after the 
deadline will be placed on file for the next calendar year. For more details 
regarding NAWT’s 2016 Excellence in Service Award, please visit our 
website at www.nawt.org.

 
2016 NAWT Hapchuck Scholarship
Applications for the 2016 NAWT Hapchuck Scholarship must be 

postmarked by Jan. 1, 2016, to be considered. Details regarding the 
assignment for the scholarship can be found at the NAWT website.

If you have questions regarding NAWT, please feel free to contact us at 
800/236-6298 or email info@nawt.org.  ■

Get Ready For the 
Waste Treatment Symposium

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

2800 W Higgins Rd., Ste. 440, Hoffman Estates, IL 60169 • 1-800-236-NAWT (6298) • Fax 847-885-8393 • www.nawt.org

UPCOMING TRAINING & EVENTS
YOUR SOURCE
FOR REAL LEARNING

MICHIGAN
Vacuum Truck Technician Workshop 
January, 2016
Tel: 800-236-6298

 TEXAS
NAWT Inspector Training 
Arlington, Texas
September 11 & 12, 2015
Contact: Brian Murphy
Tel: 817.861.9998
rets@retsllc.com

 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 ––

YOUR SOURCE
FOR REAL LEARNING

 SAVE THE DATES!

http://www.nawt.org
mailto:info@nawt.org
http://www.nawt.org
mailto:rets@retsllc.com
mailto:cpow@cpow.net
www.nawt.org
www.nawt.org
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www.lelytank.com
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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.

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
10 Restroom
12 Restroom
14 Restroom
16 Restroom
20 Restroom

13" Tires
23" High

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

Steel Tanks Aluminum Tanks

•  2016 International  
Terastar, 1100 Waste,  
400 Fresh ...........$80,500

•   2016 Ford F-550,  
950 Waste, 300 Fresh,  
Gas .....................$67,000

•  2016 International  
Terastar, 1000 Waste,  
300 Fresh ............$77,500

•   2016 Ford F-550,  
900 Waste, 300 Fresh,  
Gas ......................$65,000

•   2015 Dodge 5500,  
1000 Waste, 300 Fresh 
 ..............................$73,000 
4x4 ........................$77,000

•   2016 Ford F-550,  
900 Waste, 300 Fresh,  
Diesel ..................$73,500 
Diesel 4x4 ...........$78,000

  •  2015 Dodge 5500,  
900 Waste, 300 Fresh 
 .............................$76,000 
4x4 .......................$80,000

•   2016 Ford F-550,  
900 Waste, 300 Fresh,  
Diesel ..................$78,500 
Diesel 4x4 ...........$80,000

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

http://www.acrotrailer.com
http://www.cohsi.com
http://www.lanesmobilejohn.com/


www.chandlerequipment.com
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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

British Columbia Onsite Sewage Association
www.bcossa.org; 778/432-2120
 
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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http://www.pumper.com
http://www.psma.net
http://www.tnonsite.org
http://www.txowa.org
http://www.vowra.org
http://www.wossa.org
http://www.wowra.com
http://www.wlwca.com
http://www.wef.org
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http://www.nawt.org
http://www.aowma.com
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http://www.oowa.org
http://www.oasisontario.on.ca
http://www.sowma.ca
http://www.wcowma.com
www.fssolutionsgroup.com
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 Now Available: 
ClearMAT

• 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

http://www.puefc.com
www.alturnamats.com
www.subsurfaceleak.com


www.tanktec.biz
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To place an order or for more information please contact us.

Made in U.S.A.
fivepeaks.net    231.830.8099      866.293.1502     

When picking a quality restroom there 
is a lot you need to consider. Durability,
price and dependability are all important
factors. Five Peaks can guarantee you are
making a great decision if you choose from 
their superior product line. Here’s why.

EXCEPTIONAL QUALITY | Five Peaks has a 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

Aspen

Summit

Introducing our new online parts store!

 Septic Vacuum truckS/tankS

 

Amthor mAtAdor
The 4,000-gallon aluminum Mat-
ador code or non-code septic/
grease vacuum tank from Amthor 
International comes standard 
with a 5/16-inch-thick side shell 
and floor, full head baffles and no external rings. It is available as a dump-
ing tank with or without full-opening rear doors, as well as with off-road 
construction options for various applications. Various pump models are 
available including numerous stock tanks and chassis. 800/328-6633; 
www.amthorinternational.com.

 
CresCent tAnk 
flAt vACuum 
tAnk
The flat vacuum tank from 
Crescent Tank Mfg. has a 
low-profile design with low 
center of gravity, making it 

safe on off-road and unstable terrain. It can be custom sized from 100 to 
2,000 gallons and allows operators to carry equipment needed for the job on 
the bed. Liquid is held inside the truck bed and can be configured with mul-
tiple compartments. The vacuum tank is constructed from 1/4-inch mild 
steel. 585/657-4104; www.crescenttank.com.

 
flowmArk 
2500 vAC
The 2500 VAC aluminum vacu-
um tank from FlowMark comes 
mounted on an International 
4400 with an N9 engine and Al-
lison automatic transmission. 
The unit has a National Vacuum 
Equipment 607 vacuum pump, 4-inch inlet and 6-inch discharge, and an 
aluminum toolbox for storage. 855/805-7183; www.flowmark.com.

GApvAx hv57 hiGh-dump
The HV57 High-Dump vacuum loader 
from GapVax allows contractors to stay 
on site longer with the capability to off-
load into a standard roll-off container. 
The debris body high-dump system has a 
72-inch dump height in the fully raised position with the body down; a 61-
inch dump height in the fully raised position with the body dumped; and 
22-inch rearward travel (no need to move the truck with the body elevated). 
It is a wet/dry unit that comes standard with a 5,300 cfm, 28-inch Hg vacuum 
pump and filtration system design, and 15- to 17-cubic-yard debris body. 
888/442-7829; www.gapvax.com.

 
Guzzler 
mAnufACturinG 
predAtor
The Predator vacuum tanker from Guz-
zler Manufacturing is designed for han-
dling bulk liquids, sludge and semisolid 
waste in industrial applications. The 

3,000-gallon payload capacity tanker has a standard vacuum pump capable of 
suction pressures up to 27 to 29 inches Hg, maximum airflow of more than 400 
cfm, and more than 300 cfm at 18 inches Hg. Alternate pump sizes are avail-
able. The single compartment tank is constructed with carbon steel and rated 
for continuous maximum vacuum operation and 15 psi working pressure. The 
tank is ASME Section VIII boiler code- and DOT 412-compliant for hauling 
hazardous materials on the highway. 815/672-3171; www.guzzler.com.

 
hino truCks 338
The Hino Trucks 338 model is suited for 
septic/vacuum tank applications at 33,000 
GVW (Class 7). It has a Hino 8L J08 engine 
rated at 260 hp and 660 ft-lbs of torque. It 
has an 80,000 psi standard frame, with an 
optional 120,000 psi frame. It comes stan-
dard with an Allison 2500 RDS transmission with Shift Energy Management; 
an Allison 3000/3500 RDS is optional. Other options include differential lock 
with controls, a Hendrickson severe-duty 23,000-pound suspension, and 
power heated driver and passenger side mirrors. All models have INSIGHT 
2.0 powered by Telogis, Hino’s cloud-based location and telematics solution. 
248/699-9300; www.hino.com.

Vacuum Trucks – Truck Builders
By Craig Mandli

Product Focus
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To place an order or for more information please contact us.

Made in U.S.A.
fivepeaks.net    231.830.8099      866.293.1502     

When picking a quality restroom there 
is a lot you need to consider. Durability,
price and dependability are all important
factors. Five Peaks can guarantee you are
making a great decision if you choose from 
their superior product line. Here’s why.

EXCEPTIONAL QUALITY | Five Peaks has a 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

Aspen

Summit

Introducing our new online parts store!

 Septic Vacuum truckS/tankS

 

Amthor mAtAdor
The 4,000-gallon aluminum Mat-
ador code or non-code septic/
grease vacuum tank from Amthor 
International comes standard 
with a 5/16-inch-thick side shell 
and floor, full head baffles and no external rings. It is available as a dump-
ing tank with or without full-opening rear doors, as well as with off-road 
construction options for various applications. Various pump models are 
available including numerous stock tanks and chassis. 800/328-6633; 
www.amthorinternational.com.

 
CresCent tAnk 
flAt vACuum 
tAnk
The flat vacuum tank from 
Crescent Tank Mfg. has a 
low-profile design with low 
center of gravity, making it 

safe on off-road and unstable terrain. It can be custom sized from 100 to 
2,000 gallons and allows operators to carry equipment needed for the job on 
the bed. Liquid is held inside the truck bed and can be configured with mul-
tiple compartments. The vacuum tank is constructed from 1/4-inch mild 
steel. 585/657-4104; www.crescenttank.com.

 
flowmArk 
2500 vAC
The 2500 VAC aluminum vacu-
um tank from FlowMark comes 
mounted on an International 
4400 with an N9 engine and Al-
lison automatic transmission. 
The unit has a National Vacuum 
Equipment 607 vacuum pump, 4-inch inlet and 6-inch discharge, and an 
aluminum toolbox for storage. 855/805-7183; www.flowmark.com.

GApvAx hv57 hiGh-dump
The HV57 High-Dump vacuum loader 
from GapVax allows contractors to stay 
on site longer with the capability to off-
load into a standard roll-off container. 
The debris body high-dump system has a 
72-inch dump height in the fully raised position with the body down; a 61-
inch dump height in the fully raised position with the body dumped; and 
22-inch rearward travel (no need to move the truck with the body elevated). 
It is a wet/dry unit that comes standard with a 5,300 cfm, 28-inch Hg vacuum 
pump and filtration system design, and 15- to 17-cubic-yard debris body. 
888/442-7829; www.gapvax.com.

 
Guzzler 
mAnufACturinG 
predAtor
The Predator vacuum tanker from Guz-
zler Manufacturing is designed for han-
dling bulk liquids, sludge and semisolid 
waste in industrial applications. The 

3,000-gallon payload capacity tanker has a standard vacuum pump capable of 
suction pressures up to 27 to 29 inches Hg, maximum airflow of more than 400 
cfm, and more than 300 cfm at 18 inches Hg. Alternate pump sizes are avail-
able. The single compartment tank is constructed with carbon steel and rated 
for continuous maximum vacuum operation and 15 psi working pressure. The 
tank is ASME Section VIII boiler code- and DOT 412-compliant for hauling 
hazardous materials on the highway. 815/672-3171; www.guzzler.com.

 
hino truCks 338
The Hino Trucks 338 model is suited for 
septic/vacuum tank applications at 33,000 
GVW (Class 7). It has a Hino 8L J08 engine 
rated at 260 hp and 660 ft-lbs of torque. It 
has an 80,000 psi standard frame, with an 
optional 120,000 psi frame. It comes stan-
dard with an Allison 2500 RDS transmission with Shift Energy Management; 
an Allison 3000/3500 RDS is optional. Other options include differential lock 
with controls, a Hendrickson severe-duty 23,000-pound suspension, and 
power heated driver and passenger side mirrors. All models have INSIGHT 
2.0 powered by Telogis, Hino’s cloud-based location and telematics solution. 
248/699-9300; www.hino.com.

Vacuum Trucks – Truck Builders
By Craig Mandli
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 Septic Vacuum truckS/tankS
 
 

imperiAl industries 
vAC3000
VAC3000 Series trucks from Im-
perial Industries are ASME-certi-
fied 407/412 steel DOT units with 
capacities of 3,200 and 3,600 gallons. Choose either 
a blower system (NVE 4310 or the Hibon 820) or a vacuum system (Fruit-
land, Moro or Wittig) to meet specific needs. The units feature three rollover 
bars, bolt-on aluminum hose trays, 4-inch riser intake, 6-inch discharge, 
full-opening rear door, three-stage hoist assembly and a complete hydrauli-
cally controlled system. 800/558-2945; www.imperialind.com.

 
keith huber 
CorporAtion 
prinCess ii
The Princess II from Keith Hu-
ber Corporation is designed for 
easy operation and equipped 

with a high cfm vacuum pump, rear restroom carrier gate and four large 
water-resistant cabinets with more than 30 cubic feet of storage space. It 
features a 1,500-gallon tank with 1,100-gallon waste/400-gallon freshwater 
capacity; a pressurized water system with a 12-volt motor-driven pump de-
livering 45 psi at 7 gpm; 50 feet of 1/2-inch water hose and a spring-loaded 
retractable hose reel; a 160 cfm vacuum pump driven by a transmission-
mounted pushbutton PTO; a valved 3-inch intake with 50-foot quick-dis-
connect hose; dual suction ports with water and hose reels; a four-way valve 
to control vacuum loading and pressure discharge; and a 2-inch water tank 
drain with remote-mounted driver’s side valve for quick bucket fill. 800/334-
8237; www.keithhuber.com.

 
lmt vAxteel st
The VAXTEEL ST Series of steel 
vacuum tanks from LMT come 
in pre-configured sizes with 
standard options, or can be cus-
tom-configured to meet specific 
needs. These vacuum truck bod-
ies can be shipped for installation or can be custom-installed to a chassis 
of choice by LMT.  Standard tanks have full-length mounting rails, full-
length hose trays, primary shut-off, top and rear manways, and load and 
discharge ports. Options include full-opening rear doors and hydraulic 
hoists for easier unloading. Standard bright-white industrial finish coat is 
included in every package, with custom colors and full graphic design and 
application available. TANK SIZE WIZARD at LMT’s website assists in the 
design of custom vacuum tanks, providing a dynamic graphic view of the 
tank design, including capacity and weight distribution. 800/545-0174; 
 www.vaxteel.com.

mid-stAte tAnk 
septiC vACuum tAnk
Aluminum and stainless steel tanks for 
septic trucks from Mid-State Tank/Ar-
thur Custom Tank are available with ca-
pacities up to 5,500 gallons. Tanks come 
standard with 20-inch top and rear manways, primary, three 5-inch sight eyes, 
pressure relief valve, 4-inch inlet, 6-inch discharge, full hose trays, hose sup-
port at rear, ladder to the top manhole, LED lights and wiring, work lights at the 
rear, full mounting kit and heavy-duty rear bumper. They are DOT registered 
and ISO 9001-2008 QMS registered. 800/722-8384; www.midstatetank.com.

pAC-mAC vp series 
The VP Series service truck from 
Pac-Mac, a division of Hol-
Mac Corporation, comes with a 
2,500-gallon tank with 66-inch O.D. 
and 156-inch shell length (also 
available in 1,500, 3,000, 3,500, 

4,200, 4,500 and 5,000 gallons), a 1/4-inch-thick shell and 5/16-inch nominal-
thickness heads, right-angle drive pump system, 20-inch rear and top man-
ways, manway ladder with safety tread, bolt-on baffles and hose trays with 
drains, rear hose hooks, 4-inch intake and 6-inch discharge, and a premium 
two-component epoxy primer-sealer and polyurethane topcoat in solid and 
metallic colors. Options include a hydraulic-drive jetting system, 36-inch 
rear manway, multiple toolboxes, bedliner applied to hose trays and tank, a 
chemical-resistant two-part epoxy interior liner, safety beacon, rear sump and 
stainless steel float level indicator. 800/844-3019; www.e-pac-mac.com.
 

pik rite 3,600-GAllon 
vACuum unit
The 3,600-gallon steel tank vacuum 
unit from Pik Rite is equipped with 
a 20-inch manway, aluminum hose 
trays and a DOT rear bumper. It has a 
6-inch dump valve, 4-inch inlet with standpipe, a cleanable exhaust muffler and 
a ladder with safety grip tread. Working force is provided by a Masport HXL400 
liquid-cooled pump with a 10-gallon secondary and final filter. Sight eyes, safety 
strobes and an LED light package are standard. Options include toolboxes, back-
up cameras and extra lighting. 800/326-9763; www.pikrite.com.

 
robinson vACuum 
tAnks septiC truCk
Septic trucks built by Robinson Vac-
uum Tanks are available in polished 
aluminum and carbon steel, and can 
be built as large as 5,500 gallons. They 
come with full-length 3/16-inch pol-

ished aluminum hose trays with hose protectors along the tank, 20-inch top and 
rear manways, three 5-inch sight glasses, rear inlet and discharge with brass lever 
valves, low-profile primary, heavy-duty bumper, LED DOT lights and work lights, 
large hose hooks and anti-surge baffles. Options include the choice of vacuum 
pump or blower, toolboxes, front hoist, a full rear-open door, multiple valve op-
tions including heat options, additional inlets and/or outlets, digital capacity 
readout, jetters and hose reels. 844/393-1871; www.robinsontanks.com.
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 Septic Vacuum truckS/tankS
 
 

imperiAl industries 
vAC3000
VAC3000 Series trucks from Im-
perial Industries are ASME-certi-
fied 407/412 steel DOT units with 
capacities of 3,200 and 3,600 gallons. Choose either 
a blower system (NVE 4310 or the Hibon 820) or a vacuum system (Fruit-
land, Moro or Wittig) to meet specific needs. The units feature three rollover 
bars, bolt-on aluminum hose trays, 4-inch riser intake, 6-inch discharge, 
full-opening rear door, three-stage hoist assembly and a complete hydrauli-
cally controlled system. 800/558-2945; www.imperialind.com.

 
keith huber 
CorporAtion 
prinCess ii
The Princess II from Keith Hu-
ber Corporation is designed for 
easy operation and equipped 

with a high cfm vacuum pump, rear restroom carrier gate and four large 
water-resistant cabinets with more than 30 cubic feet of storage space. It 
features a 1,500-gallon tank with 1,100-gallon waste/400-gallon freshwater 
capacity; a pressurized water system with a 12-volt motor-driven pump de-
livering 45 psi at 7 gpm; 50 feet of 1/2-inch water hose and a spring-loaded 
retractable hose reel; a 160 cfm vacuum pump driven by a transmission-
mounted pushbutton PTO; a valved 3-inch intake with 50-foot quick-dis-
connect hose; dual suction ports with water and hose reels; a four-way valve 
to control vacuum loading and pressure discharge; and a 2-inch water tank 
drain with remote-mounted driver’s side valve for quick bucket fill. 800/334-
8237; www.keithhuber.com.

 
lmt vAxteel st
The VAXTEEL ST Series of steel 
vacuum tanks from LMT come 
in pre-configured sizes with 
standard options, or can be cus-
tom-configured to meet specific 
needs. These vacuum truck bod-
ies can be shipped for installation or can be custom-installed to a chassis 
of choice by LMT.  Standard tanks have full-length mounting rails, full-
length hose trays, primary shut-off, top and rear manways, and load and 
discharge ports. Options include full-opening rear doors and hydraulic 
hoists for easier unloading. Standard bright-white industrial finish coat is 
included in every package, with custom colors and full graphic design and 
application available. TANK SIZE WIZARD at LMT’s website assists in the 
design of custom vacuum tanks, providing a dynamic graphic view of the 
tank design, including capacity and weight distribution. 800/545-0174; 
 www.vaxteel.com.

mid-stAte tAnk 
septiC vACuum tAnk
Aluminum and stainless steel tanks for 
septic trucks from Mid-State Tank/Ar-
thur Custom Tank are available with ca-
pacities up to 5,500 gallons. Tanks come 
standard with 20-inch top and rear manways, primary, three 5-inch sight eyes, 
pressure relief valve, 4-inch inlet, 6-inch discharge, full hose trays, hose sup-
port at rear, ladder to the top manhole, LED lights and wiring, work lights at the 
rear, full mounting kit and heavy-duty rear bumper. They are DOT registered 
and ISO 9001-2008 QMS registered. 800/722-8384; www.midstatetank.com.

pAC-mAC vp series 
The VP Series service truck from 
Pac-Mac, a division of Hol-
Mac Corporation, comes with a 
2,500-gallon tank with 66-inch O.D. 
and 156-inch shell length (also 
available in 1,500, 3,000, 3,500, 

4,200, 4,500 and 5,000 gallons), a 1/4-inch-thick shell and 5/16-inch nominal-
thickness heads, right-angle drive pump system, 20-inch rear and top man-
ways, manway ladder with safety tread, bolt-on baffles and hose trays with 
drains, rear hose hooks, 4-inch intake and 6-inch discharge, and a premium 
two-component epoxy primer-sealer and polyurethane topcoat in solid and 
metallic colors. Options include a hydraulic-drive jetting system, 36-inch 
rear manway, multiple toolboxes, bedliner applied to hose trays and tank, a 
chemical-resistant two-part epoxy interior liner, safety beacon, rear sump and 
stainless steel float level indicator. 800/844-3019; www.e-pac-mac.com.
 

pik rite 3,600-GAllon 
vACuum unit
The 3,600-gallon steel tank vacuum 
unit from Pik Rite is equipped with 
a 20-inch manway, aluminum hose 
trays and a DOT rear bumper. It has a 
6-inch dump valve, 4-inch inlet with standpipe, a cleanable exhaust muffler and 
a ladder with safety grip tread. Working force is provided by a Masport HXL400 
liquid-cooled pump with a 10-gallon secondary and final filter. Sight eyes, safety 
strobes and an LED light package are standard. Options include toolboxes, back-
up cameras and extra lighting. 800/326-9763; www.pikrite.com.

 
robinson vACuum 
tAnks septiC truCk
Septic trucks built by Robinson Vac-
uum Tanks are available in polished 
aluminum and carbon steel, and can 
be built as large as 5,500 gallons. They 
come with full-length 3/16-inch pol-

ished aluminum hose trays with hose protectors along the tank, 20-inch top and 
rear manways, three 5-inch sight glasses, rear inlet and discharge with brass lever 
valves, low-profile primary, heavy-duty bumper, LED DOT lights and work lights, 
large hose hooks and anti-surge baffles. Options include the choice of vacuum 
pump or blower, toolboxes, front hoist, a full rear-open door, multiple valve op-
tions including heat options, additional inlets and/or outlets, digital capacity 
readout, jetters and hose reels. 844/393-1871; www.robinsontanks.com.
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 Septic Vacuum truckS/tankS

sChellvAC 
equipment septiC 
vACuum truCk
The 2,150-gallon septic vacuum 
tank from SchellVac Equipment is 
constructed using 1/4-inch steel, 1/4-inch flanged and dished dome ends 
welded inside and out to tank shell, a full-length tank frame, one baffle, 12-
inch low profile primary shut-off, 5-gallon heated secondary moisture trap, 
and pressure and vacuum relieve valves. It has four sight eyes (three rear and 
one front), full-length aluminum diamond plate hose trays, 21-inch rear door, 
heated 4-inch intake and 6-inch discharge, and an LED light package. Various 
pump models are available. 877/336-0081; www.schellvacequipment.com.

 

vACutrux limited septiCtrux
SepticTrux from Vacutrux Limited are available on chassis from 33,000 to 
86,000 GVWR single axle, tandem or tri, with tank sizes from 1,800 to 5,400 
gallons. Vacuum systems are powered by Wallenstein vacuum pumps. 
800/305-4305; www.vacutrux.com.

 Vacuum pumpS/BLOWerS

fruitlAnd 
mAnufACturinG rCf 870
The RCF 870 vacuum pump from Fruitland 
Manufacturing is fully automatic with no ad-
justment necessary, and is environmentally friend-
ly when used with Fruitland Biodegradable Oil. It offers free 
airflow of 500 cfm, a maximum vacuum of 28.5 inches Hg, 4-inch hoses, an 
operating speed of 1,400 rpm, eight Kevlar vanes, and an approximate net 
weight of 575 pounds. 800/663-9003; www.fruitlandmanufacturing.com.

 
hibon inC. (A division of 
inGersoll rAnd) vtb 820.s
The compact VTB 820.S package high-vacuum 
blower from Hibon Inc. (a division of Inger-
soll Rand) includes the VTB 820 blower, pro-
viding 1,660 cfm and 28 inches Hg vacuum, 
installed in a preassembled, fully-enclosed 

package that includes all the components (si-
lencers, filters, valves, gauges and plumbing) for 

easy installation on a vacuum truck or trailer. It is a more-efficient design 
that is 34 percent more compact than previous models, and easier to install 
and maintain. 888/704-4266; www.hibon.com.

Jurop/ChAndler 
equipment pump pACkAGe
Pump packages from Jurop/Chandler in-
corporate efficient Jurop vacuum pumps 
and blowers. They are designed for maxi-
mum use of available space and ease of instal-
lation. Available in both hydraulic and gearbox 
configurations, the Razor-Pak, Juro-Pak, Muffler-Pak and Right-Angle Drive 
Paks are engineered and constructed to withstand tough conditions. Diesel- 
or gasoline-engine-driven Jurop pump packages are designed with the same 
construction and engineering standards. Pump packages containing either 
dual fan, liquid or ballast port cooling technology are designed to provide 
multiple choices and configurations to meet all requirements and applica-
tions. 800/342-0887; www.chandlerequipment.com.

 
mth pumps dC10
The DC10 from MTH Pumps is a 12-volt, 
100 percent solid stainless steel construc-
tion pump. It can handle capacities to 
25 gpm and pressures to 45 psi. Operat-
ing temperatures range from -20 to 250 
degrees F, and the pump head can be 
mounted at 90-degree increments to the 

feet to fit specific needs. 630/552-4115; www.mthpumps.com.

 
nAtionAl vACuum 
equipment pro pAk series 
ChAllenGer 4310
The Pro Pak Series Challenger 4310 blower 
package from National Vacuum Equipment 
comes with a stainless steel noise-reducing 
acoustical enclosure. Thick polyurethane foam 
with a moisture- and chemical-resistant film covers 
the interior walls of the enclosure for noise absorption. The air ballast si-
lencer is incorporated into the sound enclosure to reduce noise and overall 
size. The compact package requires 36 inches of frame space to mount to 
the truck. Systems are available in gearbox or hydraulic drive, with airflows 
of 540 to 940 cfm with vacuum levels to 27 inches Hg continuous. Packages 
come standard with a diesel flush kit. 800/253-5500; www.natvac.com.

 
oAkley vAC GreenvAC
The GreenVac portable vacuum system 
from Oakley Vac, a Division of WMW, 
has a lightweight and compact design 
allowing it be lifted by a single hook 
at the top of the unit. It’s easily loaded 
into a pickup or ATV trailer or airlifted 
into remote areas inaccessible to stan-

dard equipment. The unit incorporates a powerful positive displacement 
blower with an environmentally friendly Tier 4 diesel engine and is avail-
able in a variety of sizes and configurations, including spark-safe versions 
with grounding reels and positive air shutdowns. Material is vacuumed into 
45-gallon drums that can be exchanged quickly and easily, avoiding down-
time. 800/663-1624; www.oakleyvac.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

Portable Toilet Units

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

Mini Vac TrailersSlide-In Units

Various Sizes Available

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

 Industrial Units DOT Code &  
Non Code

Industrial Vacuum Units

Vacuum Septic Units

Aluminum Or  
Steel Tanks In  

A Variety Of  
Capacities

Thank you Johnson & Johns  
Septic Service from IN  
for purchasing a  
1000 gallon  
Portable Toilet  
Restroom Service  
Unit with flatbed  
and lift gate

DOT Code &  
Non-code Hoist & 
Rear Door  
Options

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

Elliptical Transport Heads in 
a wide variety of types and 

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

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

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

CALL 

US FOR A 

QUOTE

 Septic Vacuum truckS/tankS

sChellvAC 
equipment septiC 
vACuum truCk
The 2,150-gallon septic vacuum 
tank from SchellVac Equipment is 
constructed using 1/4-inch steel, 1/4-inch flanged and dished dome ends 
welded inside and out to tank shell, a full-length tank frame, one baffle, 12-
inch low profile primary shut-off, 5-gallon heated secondary moisture trap, 
and pressure and vacuum relieve valves. It has four sight eyes (three rear and 
one front), full-length aluminum diamond plate hose trays, 21-inch rear door, 
heated 4-inch intake and 6-inch discharge, and an LED light package. Various 
pump models are available. 877/336-0081; www.schellvacequipment.com.

 

vACutrux limited septiCtrux
SepticTrux from Vacutrux Limited are available on chassis from 33,000 to 
86,000 GVWR single axle, tandem or tri, with tank sizes from 1,800 to 5,400 
gallons. Vacuum systems are powered by Wallenstein vacuum pumps. 
800/305-4305; www.vacutrux.com.

 Vacuum pumpS/BLOWerS

fruitlAnd 
mAnufACturinG rCf 870
The RCF 870 vacuum pump from Fruitland 
Manufacturing is fully automatic with no ad-
justment necessary, and is environmentally friend-
ly when used with Fruitland Biodegradable Oil. It offers free 
airflow of 500 cfm, a maximum vacuum of 28.5 inches Hg, 4-inch hoses, an 
operating speed of 1,400 rpm, eight Kevlar vanes, and an approximate net 
weight of 575 pounds. 800/663-9003; www.fruitlandmanufacturing.com.

 
hibon inC. (A division of 
inGersoll rAnd) vtb 820.s
The compact VTB 820.S package high-vacuum 
blower from Hibon Inc. (a division of Inger-
soll Rand) includes the VTB 820 blower, pro-
viding 1,660 cfm and 28 inches Hg vacuum, 
installed in a preassembled, fully-enclosed 

package that includes all the components (si-
lencers, filters, valves, gauges and plumbing) for 

easy installation on a vacuum truck or trailer. It is a more-efficient design 
that is 34 percent more compact than previous models, and easier to install 
and maintain. 888/704-4266; www.hibon.com.

Jurop/ChAndler 
equipment pump pACkAGe
Pump packages from Jurop/Chandler in-
corporate efficient Jurop vacuum pumps 
and blowers. They are designed for maxi-
mum use of available space and ease of instal-
lation. Available in both hydraulic and gearbox 
configurations, the Razor-Pak, Juro-Pak, Muffler-Pak and Right-Angle Drive 
Paks are engineered and constructed to withstand tough conditions. Diesel- 
or gasoline-engine-driven Jurop pump packages are designed with the same 
construction and engineering standards. Pump packages containing either 
dual fan, liquid or ballast port cooling technology are designed to provide 
multiple choices and configurations to meet all requirements and applica-
tions. 800/342-0887; www.chandlerequipment.com.

 
mth pumps dC10
The DC10 from MTH Pumps is a 12-volt, 
100 percent solid stainless steel construc-
tion pump. It can handle capacities to 
25 gpm and pressures to 45 psi. Operat-
ing temperatures range from -20 to 250 
degrees F, and the pump head can be 
mounted at 90-degree increments to the 

feet to fit specific needs. 630/552-4115; www.mthpumps.com.

 
nAtionAl vACuum 
equipment pro pAk series 
ChAllenGer 4310
The Pro Pak Series Challenger 4310 blower 
package from National Vacuum Equipment 
comes with a stainless steel noise-reducing 
acoustical enclosure. Thick polyurethane foam 
with a moisture- and chemical-resistant film covers 
the interior walls of the enclosure for noise absorption. The air ballast si-
lencer is incorporated into the sound enclosure to reduce noise and overall 
size. The compact package requires 36 inches of frame space to mount to 
the truck. Systems are available in gearbox or hydraulic drive, with airflows 
of 540 to 940 cfm with vacuum levels to 27 inches Hg continuous. Packages 
come standard with a diesel flush kit. 800/253-5500; www.natvac.com.

 
oAkley vAC GreenvAC
The GreenVac portable vacuum system 
from Oakley Vac, a Division of WMW, 
has a lightweight and compact design 
allowing it be lifted by a single hook 
at the top of the unit. It’s easily loaded 
into a pickup or ATV trailer or airlifted 
into remote areas inaccessible to stan-

dard equipment. The unit incorporates a powerful positive displacement 
blower with an environmentally friendly Tier 4 diesel engine and is avail-
able in a variety of sizes and configurations, including spark-safe versions 
with grounding reels and positive air shutdowns. Material is vacuumed into 
45-gallon drums that can be exchanged quickly and easily, avoiding down-
time. 800/663-1624; www.oakleyvac.com.

(continued)
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(continued)

 Vacuum pumpS/BLOWerS

presvAC pv750
The PV750 rotary vane pump from Pres-
vac is designed for continuous full vacuum 
operation in extreme conditions. It offers 
400 cfm at free air, 350 cfm at 15 inches Hg, 
a maximum vacuum of 27 inches Hg, and 
maximum pressure of 35 psi. Dual fans and twin ballast ports efficiently cool 
the pump. The solid housing with deep cooling ribs allows for greater heat 
transfer from the vacuum chamber. Aluminum fans and shrouding work 
like a heat exchanger to further aid in heat reduction. Multiple manifold 
and drive options are available for truck, trailer or stationary applications. 
800/387-7763; www.presvac.com.

 
vArCo pAtriot 300
The Patriot 300 ballast-port-cooled, continuous-
duty pump from VARCo offers over 300 cfm of vac-

uum. It has auto-lubed front bearings, an auto 
oiler, diesel flush port and an external oil tank 
for easy viewing of oil levels. 866/872-1224; 

www.varcopumper.com.

 
wAllenstein 753 series 
vACuum pump
The 753 Series vacuum pump from Wallenstein 
Vacuum Pumps incorporates extra-wide vanes 
that allow up to an inch of wear, designed for lon-
ger service life and lower maintenance costs. It 
provides 422 cfm airflow at 1,200 rpm operation 
and is precision-machined to provide for vacuum 
levels up to 28 inches Hg. Options include air-, 
liquid- or dual-cooling systems where air injec-
tion is combined with liquid cooling. A pump flushing port is included on 
the top valve for convenient routine maintenance. The quick-access housing 
endplate allows for easy internal inspection with no bearings to pull. Oil lu-
brication is via a mechanical piston pump driven by shaft rotation or avail-
able with a sight feed valve oil regulator system using vacuum/pressure to 
draw oil with no moving parts. 800/801-6663; www.wallenstein.com.

 
wAter CAnnon rkv series
RKV Series contractor-duty pressure washer replacement 

pumps from Water Cannon can be viewed 
online in a 360-degree rotating view. Re-
placement pump packages are available 
for consumer, professional, contractor and 

industrial-duty applications. This model 
delivers 5.5 gpm and 4,200 psi. 800/333-
9274; www.watercannon.com.

westmoor
Conde powerpAks
Conde POWERPAKS preassembled gaso-
line- or diesel-powered vacuum pump units 
from Westmoor Ltd. are easy to install. A 
heavy-duty steel base with aluminum diamond plate 
trim and belt guard ensure that the unit is aesthetically pleasing. Rigid as-
sembly ensures minimum vibration and maximum power. They are avail-
able with either vacuum-only or vacuum/pressure pumps. A wide range of 
cfm options ensures matching the right unit to the size tank and applica-
tion. They are powered with optional Honda GX commercial-series gaso-
line engines or Yanmar industrial air-cooled diesel engines. Units can be 
easily transferred to another tank system when needed. 800/367-0972; 
www.westmoorltd.com.

 FiLterS

dynAmiC filtrAtion me-68k5-mC
The ME-68K5-MC vacuum truck filter element from 
Dynamic Filtration is constructed with metal end 
caps with vulcanized two-part urethane end seals. 
It helps remove atmospheric dust from the air intake, 
helping protect the blower from damaging particles. The metal end caps add 
durability, protecting the integrity of the filter shape and seal, prevent sepa-
ration from filter material and fraying, create a more positive seal that elimi-
nates bypass, and result in a 20 to 30 percent longer life. They have a 10-mi-
cron polyester filter medium. 800/265-4544; www.dynamicfiltration.ca.

 
moro usA seCondAry trAp

The secondary trap from Moro USA is designed to 
help eliminate excessive pump wear and damage 
in the event any material escapes past the pri-
mary trap. The secondary trap is placed between 
the vacuum pump and the primary trap, offering 
an additional layer of protection for the vacuum 
pump. It fits all Moro air-, fan- and liquid-cooled 

vacuum pumps up to 600 cfm, and is available in 
3- or 4-inch applications. It is made of cast iron and 

has integrated mounting brackets to make mounting easy and 
quick while allowing it to be disassembled for inspection and maintenance. 
800/383-6304; www.morousa.com.

http://www.presvac.com
http://www.varcopumper.com
http://www.wallenstein.com
http://www.watercannon.com
http://www.westmoorltd.com
http://www.dynamicfiltration.ca
http://www.morousa.com
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(continued)

 Vacuum pumpS/BLOWerS

presvAC pv750
The PV750 rotary vane pump from Pres-
vac is designed for continuous full vacuum 
operation in extreme conditions. It offers 
400 cfm at free air, 350 cfm at 15 inches Hg, 
a maximum vacuum of 27 inches Hg, and 
maximum pressure of 35 psi. Dual fans and twin ballast ports efficiently cool 
the pump. The solid housing with deep cooling ribs allows for greater heat 
transfer from the vacuum chamber. Aluminum fans and shrouding work 
like a heat exchanger to further aid in heat reduction. Multiple manifold 
and drive options are available for truck, trailer or stationary applications. 
800/387-7763; www.presvac.com.

 
vArCo pAtriot 300
The Patriot 300 ballast-port-cooled, continuous-
duty pump from VARCo offers over 300 cfm of vac-

uum. It has auto-lubed front bearings, an auto 
oiler, diesel flush port and an external oil tank 
for easy viewing of oil levels. 866/872-1224; 

www.varcopumper.com.

 
wAllenstein 753 series 
vACuum pump
The 753 Series vacuum pump from Wallenstein 
Vacuum Pumps incorporates extra-wide vanes 
that allow up to an inch of wear, designed for lon-
ger service life and lower maintenance costs. It 
provides 422 cfm airflow at 1,200 rpm operation 
and is precision-machined to provide for vacuum 
levels up to 28 inches Hg. Options include air-, 
liquid- or dual-cooling systems where air injec-
tion is combined with liquid cooling. A pump flushing port is included on 
the top valve for convenient routine maintenance. The quick-access housing 
endplate allows for easy internal inspection with no bearings to pull. Oil lu-
brication is via a mechanical piston pump driven by shaft rotation or avail-
able with a sight feed valve oil regulator system using vacuum/pressure to 
draw oil with no moving parts. 800/801-6663; www.wallenstein.com.

 
wAter CAnnon rkv series
RKV Series contractor-duty pressure washer replacement 

pumps from Water Cannon can be viewed 
online in a 360-degree rotating view. Re-
placement pump packages are available 
for consumer, professional, contractor and 

industrial-duty applications. This model 
delivers 5.5 gpm and 4,200 psi. 800/333-
9274; www.watercannon.com.

westmoor
Conde powerpAks
Conde POWERPAKS preassembled gaso-
line- or diesel-powered vacuum pump units 
from Westmoor Ltd. are easy to install. A 
heavy-duty steel base with aluminum diamond plate 
trim and belt guard ensure that the unit is aesthetically pleasing. Rigid as-
sembly ensures minimum vibration and maximum power. They are avail-
able with either vacuum-only or vacuum/pressure pumps. A wide range of 
cfm options ensures matching the right unit to the size tank and applica-
tion. They are powered with optional Honda GX commercial-series gaso-
line engines or Yanmar industrial air-cooled diesel engines. Units can be 
easily transferred to another tank system when needed. 800/367-0972; 
www.westmoorltd.com.

 FiLterS

dynAmiC filtrAtion me-68k5-mC
The ME-68K5-MC vacuum truck filter element from 
Dynamic Filtration is constructed with metal end 
caps with vulcanized two-part urethane end seals. 
It helps remove atmospheric dust from the air intake, 
helping protect the blower from damaging particles. The metal end caps add 
durability, protecting the integrity of the filter shape and seal, prevent sepa-
ration from filter material and fraying, create a more positive seal that elimi-
nates bypass, and result in a 20 to 30 percent longer life. They have a 10-mi-
cron polyester filter medium. 800/265-4544; www.dynamicfiltration.ca.

 
moro usA seCondAry trAp

The secondary trap from Moro USA is designed to 
help eliminate excessive pump wear and damage 
in the event any material escapes past the pri-
mary trap. The secondary trap is placed between 
the vacuum pump and the primary trap, offering 
an additional layer of protection for the vacuum 
pump. It fits all Moro air-, fan- and liquid-cooled 

vacuum pumps up to 600 cfm, and is available in 
3- or 4-inch applications. It is made of cast iron and 

has integrated mounting brackets to make mounting easy and 
quick while allowing it to be disassembled for inspection and maintenance. 
800/383-6304; www.morousa.com.
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 Vacuum SyStem acceSSOrieS

All metAl 
mAnufACturinG 
hydrAuliC 
telesCopiC boom
Hydraulic telescopic booms from All 
Metal Manufacturing, in partner-
ship with Zennen Engineering, are 
available in 4-, 6- and 8-inch sizes 
ranging from 14 to 23 feet in the ex-
tended position. They have 8- and 10-inch gear boom swivels, hydraulic disk 
brakes, pneumatic or hydraulic shut-off plungers, low-speed high-torque 
hydraulic motors, a complete hydraulic package, a hinged front for easy re-
traction, Oilite bushings on all rotation points, a control pendant and op-
tional wireless control. 403/214-3646; www.almetal.com.

 
ArmstronG 
equipment 
Aluminum 
replACement 
oil tAnk
Aluminum replacement pump oil 
tanks from Armstrong Equipment 
are available in 4- or 6-quart designs. 

The tanks have been developed with a bolt pattern to match all major manu-
facturers. They can be dropped in for replacement with no drilling required. 
Chained, vented fill caps prevent loss while an oil standpipe utilized in the out-
let helps reduce oil contamination. 800/699-7557; www.vacpump.com.

 
ktr CorporAtion bowex-elAstiC
BoWex-ELASTIC from KTR Corporation is highly flex-
ible coupling that dampens torsional vibrations and 
shock loads, while allowing for radial, angular and ax-
ial misalignments. It is available in multiple elastomer 
hardnesses with engine flywheel connection flanges to 
SAE J620 and custom dimensions for engines up to 1,000 
kW. It has flange couplings with SAE and special flange 
dimensions, and axial plug-in without additional fasten-
ing. It is available in hardness 40, 50 and 65 Shore A, with 
special dimensions on request. 219/872-9100; www.ktr.com.

mArenGo fAbriCAted 
steel tAnk-intel
Tank-Intel smart remote tank monitoring systems 
from Marengo Fabricated Steel are a hardware- 
and software-based solution that works on any 
tank. It is composed of dual level-sensing equip-
ment with smart technology allowing the operator 
to read two liquid levels on any tank from a smart-
phone, PC or tablet. The equipment enables pre-
cise and reliable continuous level measurement 
in almost every liquid and most bulk solids, inde-
pendent of process conditions. Changes in the chemical and physical properties 
of the measured substance do not affect the sensor. It has very few installation 
restrictions, as its coaxial tube probe is unaffected by nearby obstacles and it can 
be mounted in high and narrow openings. It is usable in extreme temperatures 
and is customizable. 800/919-2652; www.mfsltd.com.

thAw teCh industriAl 
vAlve And sCrubber 
heAters
Industrial valve and scrubber heaters 
from Thaw Tech are 450 watt, 110 volt 
and can be used in both stationary and 
mobile applications. Made of durable 
6061 aluminum, the heaters are explo-

sion-proof and provide direct contact with the fluid. Valve heaters install 
between the flanges behind the butterfly valve, while scrubber heaters are 
threaded and screw on to the drain outlet of the scrubber unit. 888/570-
1376; www.thawtech.com. ■

 HOSe and FittingS

bAnJo Corp. 
CAm-lever CouplinG
Locking cam-lever couplings from Banjo Corp. have 
an easy-action locking lever. They come with an ex-
tended male thread, three-arm coupler and an EPDM 
gasket. They have a maximum capacity of 75 psi. The 
303C coupling has 3-inch female coupler by 3-inch 
extended male thread. 765/362-7367; www.banjocorp.com.

 
ContinentAl 
ContiteCh veloCity

Velocity water transfer hose from Continen-
tal ContiTech is a tough, clear PVC hose that lets 

the operator see the water in motion, even in demanding 
applications. It is effective for full suction or transfer, with eight 

diameter-width options ranging from 1.5 inches (110 psi) to 8 inches 
(60 psi). Its corrugated outer PVC helix and synthetic braid reinforcement 
are designed to stand up to the rough terrain of job sites, with a smooth inner 
bore that keeps water moving. 800/235-4632; www.veyance.com.

 
kuriyAmA tiGerflex 
AmphibiAn solArGuArd
Tigerflex Amphibian Solarguard AM-
PH-SLR Series hose from Kuriyama of 
America is made with a specially formu-
lated material to resist cracking that can re-
sult from exposure to damaging UV light. The maker reports that tests show 
the Solarguard material retained 97 percent of its original tensile strength 
after prolonged UV exposure. The safety yellow color provides high visibility 
on job sites. The heavy-duty polyurethane-lined hose will handle wet or dry 
material-handling applications. A static wire is available in the 6- and 8-inch 
I.D. sizes. 847/755-0360; www.kuriyama.com.

 
texCel siGmA ultrAvAC

SIGMA ULTRAVAC industrial vacuum hose from 
Texcel has a polyurethane tube construction 

with abrasion resistance. It is lightweight 
with low-temperature flexibility, and is 

permanently conductive, with a con-
ductive tube that prevents the buildup 

of static electricity. The complete vacu-
um transfer system needs to be grounded (earthed) to dissipate stray cur-
rents to earth, and also bonded so there is a continuous conductive path 
from the vacuum truck through the hose and nozzle to the tank or source 
container. A screw-down C-type clamp provides a metal-to-metal con-
nection that is less likely to be accidentally knocked loose. 800/231-7116; 
www.texcelrubber.com.

 HOSe reeLS

Coxreels t series
Spring-driven stainless steel T Series hose reels from 
COXREELS are designed with an extra-large chassis 
with dual pedestal-style design and Super Hub that 
provides triple-axle support to reduce vibration and 
strengthen the structural integrity of the reel. The reels 
are made from electro-polished stainless steel with 
stainless steel fluid paths, offering noncorrosive per-
formance in required applications. 800/269-7335; www.coxreels.com.

 
hAnnAy reels vAC series

VAC Series reels for vacuum/suction applications 
from Hannay Reels organize longer lengths of 
large-diameter vacuum hose to help prevent 
kinks, cracks and damage from constant drag-
ging and extend hose life. They are designed for 2- 

through 4-inch vacuum hose and have heavy-duty 
steel construction, a 90-degree ball bearing swivel 

joint with female NPT threads, and an electric mo-
tor rewind, with air, hydraulic or crank rewind op-

tions available. They are built to unique customer specs. 
518/797-3791; www.hannay.com.

 

reelCrAft series 7000
Heavy-duty Series 7000 washdown hose 
reels from Reelcraft can be mounted 
centrally and used for watering and wash-
down. This spring-driven reel includes 50 feet of 
1/2-inch I.D. yellow PVC hose with garden hose 
end fittings. Parts are individually powder coated 
for quality, uniform paint adhesion and a corrosion-
resistant finish. The guide arm is easily adjustable to nu-
merous positions, while the hose bumper maintains the 
desired working hose length. 800/444-3134; www.reelcraft.com.
 

united equipment 
ACCessories CAble reel
Cable reels from United Equipment Ac-
cessories incorporate slip rings and can 
come with two, three or four conductors, 
depending on customer requirements, 
with up to 22 feet of extension capability. 
Reels have all-steel construction and a 
durable powder-coated finish with qual-
ity SOW cable that is flexible and weath-

er-resistant. Top-half covers prevent snow and ice accumulation on coiled 
cable, preventing reel failures caused by freezing. Various mounting brack-
ets and cable guides are available, and reels are available for both right- and 
left-hand wind for mounting on either side of the truck. They have an 8-inch-
diameter footprint. 800/394-9986; www.uea-inc.com.

http://www.banjocorp.com
http://www.veyance.com
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 Vacuum SyStem acceSSOrieS

All metAl 
mAnufACturinG 
hydrAuliC 
telesCopiC boom
Hydraulic telescopic booms from All 
Metal Manufacturing, in partner-
ship with Zennen Engineering, are 
available in 4-, 6- and 8-inch sizes 
ranging from 14 to 23 feet in the ex-
tended position. They have 8- and 10-inch gear boom swivels, hydraulic disk 
brakes, pneumatic or hydraulic shut-off plungers, low-speed high-torque 
hydraulic motors, a complete hydraulic package, a hinged front for easy re-
traction, Oilite bushings on all rotation points, a control pendant and op-
tional wireless control. 403/214-3646; www.almetal.com.

 
ArmstronG 
equipment 
Aluminum 
replACement 
oil tAnk
Aluminum replacement pump oil 
tanks from Armstrong Equipment 
are available in 4- or 6-quart designs. 

The tanks have been developed with a bolt pattern to match all major manu-
facturers. They can be dropped in for replacement with no drilling required. 
Chained, vented fill caps prevent loss while an oil standpipe utilized in the out-
let helps reduce oil contamination. 800/699-7557; www.vacpump.com.

 
ktr CorporAtion bowex-elAstiC
BoWex-ELASTIC from KTR Corporation is highly flex-
ible coupling that dampens torsional vibrations and 
shock loads, while allowing for radial, angular and ax-
ial misalignments. It is available in multiple elastomer 
hardnesses with engine flywheel connection flanges to 
SAE J620 and custom dimensions for engines up to 1,000 
kW. It has flange couplings with SAE and special flange 
dimensions, and axial plug-in without additional fasten-
ing. It is available in hardness 40, 50 and 65 Shore A, with 
special dimensions on request. 219/872-9100; www.ktr.com.

mArenGo fAbriCAted 
steel tAnk-intel
Tank-Intel smart remote tank monitoring systems 
from Marengo Fabricated Steel are a hardware- 
and software-based solution that works on any 
tank. It is composed of dual level-sensing equip-
ment with smart technology allowing the operator 
to read two liquid levels on any tank from a smart-
phone, PC or tablet. The equipment enables pre-
cise and reliable continuous level measurement 
in almost every liquid and most bulk solids, inde-
pendent of process conditions. Changes in the chemical and physical properties 
of the measured substance do not affect the sensor. It has very few installation 
restrictions, as its coaxial tube probe is unaffected by nearby obstacles and it can 
be mounted in high and narrow openings. It is usable in extreme temperatures 
and is customizable. 800/919-2652; www.mfsltd.com.

thAw teCh industriAl 
vAlve And sCrubber 
heAters
Industrial valve and scrubber heaters 
from Thaw Tech are 450 watt, 110 volt 
and can be used in both stationary and 
mobile applications. Made of durable 
6061 aluminum, the heaters are explo-

sion-proof and provide direct contact with the fluid. Valve heaters install 
between the flanges behind the butterfly valve, while scrubber heaters are 
threaded and screw on to the drain outlet of the scrubber unit. 888/570-
1376; www.thawtech.com. ■

www.tankworld01.com

Jerry’s cell 623-680-2037
jkstanks1@gmail.com

Office 623-536-1199
Fax 623-935-4782
tankworld01@gmail.com

Jerry Kirkpatrick
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

Think Tanks

12007 W. Peoria Ave
El Mirage, AZ 85374

 HOSe and FittingS

bAnJo Corp. 
CAm-lever CouplinG
Locking cam-lever couplings from Banjo Corp. have 
an easy-action locking lever. They come with an ex-
tended male thread, three-arm coupler and an EPDM 
gasket. They have a maximum capacity of 75 psi. The 
303C coupling has 3-inch female coupler by 3-inch 
extended male thread. 765/362-7367; www.banjocorp.com.

 
ContinentAl 
ContiteCh veloCity

Velocity water transfer hose from Continen-
tal ContiTech is a tough, clear PVC hose that lets 

the operator see the water in motion, even in demanding 
applications. It is effective for full suction or transfer, with eight 

diameter-width options ranging from 1.5 inches (110 psi) to 8 inches 
(60 psi). Its corrugated outer PVC helix and synthetic braid reinforcement 
are designed to stand up to the rough terrain of job sites, with a smooth inner 
bore that keeps water moving. 800/235-4632; www.veyance.com.

 
kuriyAmA tiGerflex 
AmphibiAn solArGuArd
Tigerflex Amphibian Solarguard AM-
PH-SLR Series hose from Kuriyama of 
America is made with a specially formu-
lated material to resist cracking that can re-
sult from exposure to damaging UV light. The maker reports that tests show 
the Solarguard material retained 97 percent of its original tensile strength 
after prolonged UV exposure. The safety yellow color provides high visibility 
on job sites. The heavy-duty polyurethane-lined hose will handle wet or dry 
material-handling applications. A static wire is available in the 6- and 8-inch 
I.D. sizes. 847/755-0360; www.kuriyama.com.

 
texCel siGmA ultrAvAC

SIGMA ULTRAVAC industrial vacuum hose from 
Texcel has a polyurethane tube construction 

with abrasion resistance. It is lightweight 
with low-temperature flexibility, and is 

permanently conductive, with a con-
ductive tube that prevents the buildup 

of static electricity. The complete vacu-
um transfer system needs to be grounded (earthed) to dissipate stray cur-
rents to earth, and also bonded so there is a continuous conductive path 
from the vacuum truck through the hose and nozzle to the tank or source 
container. A screw-down C-type clamp provides a metal-to-metal con-
nection that is less likely to be accidentally knocked loose. 800/231-7116; 
www.texcelrubber.com.

 HOSe reeLS

Coxreels t series
Spring-driven stainless steel T Series hose reels from 
COXREELS are designed with an extra-large chassis 
with dual pedestal-style design and Super Hub that 
provides triple-axle support to reduce vibration and 
strengthen the structural integrity of the reel. The reels 
are made from electro-polished stainless steel with 
stainless steel fluid paths, offering noncorrosive per-
formance in required applications. 800/269-7335; www.coxreels.com.

 
hAnnAy reels vAC series

VAC Series reels for vacuum/suction applications 
from Hannay Reels organize longer lengths of 
large-diameter vacuum hose to help prevent 
kinks, cracks and damage from constant drag-
ging and extend hose life. They are designed for 2- 

through 4-inch vacuum hose and have heavy-duty 
steel construction, a 90-degree ball bearing swivel 

joint with female NPT threads, and an electric mo-
tor rewind, with air, hydraulic or crank rewind op-

tions available. They are built to unique customer specs. 
518/797-3791; www.hannay.com.

 

reelCrAft series 7000
Heavy-duty Series 7000 washdown hose 
reels from Reelcraft can be mounted 
centrally and used for watering and wash-
down. This spring-driven reel includes 50 feet of 
1/2-inch I.D. yellow PVC hose with garden hose 
end fittings. Parts are individually powder coated 
for quality, uniform paint adhesion and a corrosion-
resistant finish. The guide arm is easily adjustable to nu-
merous positions, while the hose bumper maintains the 
desired working hose length. 800/444-3134; www.reelcraft.com.
 

united equipment 
ACCessories CAble reel
Cable reels from United Equipment Ac-
cessories incorporate slip rings and can 
come with two, three or four conductors, 
depending on customer requirements, 
with up to 22 feet of extension capability. 
Reels have all-steel construction and a 
durable powder-coated finish with qual-
ity SOW cable that is flexible and weath-

er-resistant. Top-half covers prevent snow and ice accumulation on coiled 
cable, preventing reel failures caused by freezing. Various mounting brack-
ets and cable guides are available, and reels are available for both right- and 
left-hand wind for mounting on either side of the truck. They have an 8-inch-
diameter footprint. 800/394-9986; www.uea-inc.com.
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Toll-Free: 1-888-848-3727
web: www.ltetanks.net • email: ltetanks@yahoo.com • fax: 217-268-4705

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

Vacuum Septic Units • Portable Toilet Units  
Industrial Vacuum Units

Valve Heaters 
Available

2015 Ford F-750
2500 Gal. Aluminum

Single Compartment Tank
Moro PM60A Vacuum Pump

2015 Freightliner
2500 Gal. Aluminum

Single Compartment Tank
Moro PM60A Vacuum Pump

Financing the Liquid Waste Industry Since 1998

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

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

Call us to help you expand today!

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

Sincerely,
Curt Spurgeon, Owner, Rockies Construction

http://www.ltetanks.net
mailto:ltetanks@yahoo.com
http://www.oakmontfinance.com
www.mightyprobe.com
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Cape Cod Biochemical Co.

800-759-CCLS
www.SepticOnline.com

Green Products for 
Septic Professionals 
Since 1976

 
Main Course: Septic Tank Cleaning
Side dish: CCLS USDA‐Approved liquid bacteria/enzyme product for 
residential and commercial septic tanks. This is the answer to the question, 
“Is there anything I can put in my tank…?”

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

Main Course: Drain Cleaning
Side dish: DrainMaster liquid bacteria‐enzyme concentrated drain 
cleaner removes buildup. Sell as after-product to drain work. Also has good 
grease capability for automatic injection into larger grease waste systems.

Main Course: Restoring Drainage
Side dish: AfterShock oxidizer-enhanced bacteria bioremediation 
restorative. The best of our products at opening clogged drain fields and 
leaching structures. 

These products have evolved in response to the needs of YOU, the septic contractor.

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

Please call today. Your customers and your bank account will appreciate it, 
and so will we! Thank you.

–Rick Howe, President

The following side dishes are available for 
your pumping and cleaning main courses:

http://www.pumper.com
mailto:septic@septiconline.com
http://www.SepticOnline.com
http://www.SepticOnline.com
www.vacutrux.com
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Filtration system enables 
pumper to service more tanks
Problem: A septic pumping company working in the sewer tank maintenance industry in 
Brossard, Quebec, Canada, sought a solution to pump more than three septic tanks using a 
3,800-gallon vacuum tank. 

Solution: Tremcar created a system that works effectively with acceptable discharge stan-
dards of 160 to 170 ppm of water. The system was developed and designed with a nozzle 
that filters the solids from the liquids at low negative and positive pressure. It provides easy 
clean-out when clogged. This system is simple to operate. It can be installed on an existing 
vacuum unit.

Result: The pumping company can now return the filtered liquid back into the septic tank. 
Tremcar estimates the contractor can pump out between 10 and 13 full septic tanks per load. 
With increasing operating costs due to fuel prices and disposal fees, this system is appreci-
ated by the pumper. 800/363-2158; www.tremcar.com.

vacuum truck built 
to exact speciFications
Problem: Ende Septic Service, a commercial and residential 
pumper in the Minneapolis-St. Paul metro area, looked for a new 
4,300-gallon tank with hoist.

Solution: The company turned to Cen-
terline Tank & Trailer Mfg. Ende Septic 
Service is known for its customer ser-
vice, safety record and excellent, clean 
equipment. The company wanted the 
tank perfectly color-matched to its Ken-
worth chassis and the plumbing done to 
exact specifications.

Result: Centerline Tank & Trailer created the 
truck Ende Septic Service was looking for to help 
maintain and grow the company’s reputation. 800/752-5159; www.centerlinetrailer.com.

 

vacuum truck delivered to speciFication
Problem: Rainbow Septic of Austin, Texas, needed a new vacuum truck with special tank 
features aimed at being more efficient and sensitive to various customer environments. They 
needed a way to get the hoses on and off the truck with minimal damage and effort. Rainbow 
also needed a way to carry extra hose because of the long distances from the truck to the 
septic tanks in the Texas Hill Country, and they needed to be able to keep low-hanging tree 

branches from knocking off the 
truck’s strobe light domes.

Solution: Lely Tank & Waste 
Solutions worked with the 
owners of Rainbow Septic to 
provide a new 4,200-gallon 
steel vacuum tank mounted on 
their truck. They purchased a 
2008 Peterbilt 365 tractor with 
PTO and steerable drop axle 
and had the chassis changed to 

accommodate the new tank. Lely Tank provided the right tank size and configuration to suit 
Rainbow’s operation.

Result: The final product included an R360 Razor Pack vacuum package, multiple toolboxes, 
durable coated hose trays and tank sides, easy-load hose tray rails, extra-deep hose hangers 
on the end, and branch deflectors. The vacuum truck increased operator productivity and ac-
commodated the various needs of the customer. 800/367-5359; www.lelytank.com. ■

Vacuum Trucks – Truck Builders
By Craig Mandli

Case studies

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

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

The First Choice for Pumpers to
Restore and Maintain Drainfields

Backed By Science � Proven with Experience � Many Satisfied Homeowners

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

Septic-ScrubSeptic-Scrub™Septic-Scrub

P.O. Box 31057
Clarksville, TN 37040

WA dealer #1812SEE OUR LIST OF EQUIPMENT ON WEBSITE

Others Available, Check Our Website

THANKS to Western Peterbilt and the Spokane Tribe.

Erickson TM4000 on a 2015 Pete.

 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

Socially 
Accepted

facebook.com/PumperMag

twitter.com/PumperMag

plus.google.com

youtube.com/PumperMagazine

linkedin.com/company/pumper-magazine

http://www.arcan.com
http://www.aquaben.com
mailto:sales@aquaben.com
www.ericksontank.com
www.ferguspowerproducts.com
www.facebook.com/pumpermag
www.twitter.com/pumpermag
www.plus.google.com
www.youtube.com/pumpermagazine
www.linkedin.com/company/pumper-magazine
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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

PUMP & FLUSH, CT CROSSROADS TRUCK STOP, TN DEE RAY PUMPING, MA

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

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 Vacuum Pump. 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.pumper.com
mailto:sbs3647307@gmail.com
http://www.wee-engineer.com
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Product News

Ditch Witch truck 
vacuum excavator
The FXT60 truck vacuum excavator from 
Ditch Witch is available on a Class 6 or 7 
single-axle or Class 8 tandem-axle truck. 
The vacuum excavator is mounted di-
rectly to the frame rails, enabling system 
components to flex independently of the 
truck. Equipped with a 74 hp Deutz diesel 
engine, the FXT60 offers 1,027 cfm and a 

high-pressure water system with a 5.5 gpm, 3,000 psi water pump. Options 
include a hydraulic boom that extends to 14 feet and choice of tank configura-
tions: 500-gallon debris with 200-gallon water, or 800-gallon debris and two 
200-gallon saddle-style water tanks. 800/654-6481; www.ditchwitch.com.

riDGiD motor-on-bottom,
self-cleaninG vacs
The Professional Line of wet/dry vacs from RIDGID range 
from the portable 4-gallon to the high-capacity 16-gallon 
model. The 1650RV motor-on-bottom delivers 24 percent 
more power than previous RIDGID models. The mo-
tor position creates a stable, low center 
of gravity while the foot-activated power 
switch allows for hands-free operation. 
The RV3410 Smart Pulse self-cleaning vac 
has two filters and an integrated sensor that continuously moni-
tors suction efficiency. When the sensor detects a pressure difference the 
vac automatically begins an alternating, pulsing cycle to push air through 
the filter, cleaning it of debris. 800/769-7743; www.ridgid.com.

atlas Portable sanitation 
urinal stanD
The Pluto4 permanent urinal from Atlas Portable Sanita-
tion is designed for lengthy placement. The unit can be 
drained into the sewer system or be serviced by a por-
table restroom company. Floor space is identical to a 
portable restroom for smooth integration into the fleet. 

www.atlastoilets.com.

Water cannon 
soft sPrayer system
The 14C12 chlorine-resistant soft sprayer sys-
tem from Water Cannon, powered by a Honda 
GX200 engine, features a 10 gpm at 300 psi 
Udor Zeta Series diaphragm pump, gear drive 
and 200-gallon polyurethane tank. The 65- by 49- by 
40-inch-tall sprayer has a lightweight and rustproof skid-
mounted frame, aluminum and stainless steel hose reel, adjustable spray 
gun, 400-foot by 3/8-inch chemical application hose and tankless Clean-N-
Flush valve. 800/333-9274; www.watercannon.com.

nve Portable restroom 
vacuum PumP
The Challenger 304 vacuum pump from NVE 
delivers 210 cfm in a compact and durable 
package designed specifically for the por-
table sanitation industry. 800/253-5500; 
www.natvac.com. ■

Effluent turbine pumps from Clarus Environmental Prod-
ucts are available in 11 to 85 gpm capacities with heads up to 
500 feet. The 26 models of pumps range from 1/2 to 3 hp and 
feature 1 1/4-inch (11, 19 and 27 gpm) and 2-inch discharges 
(35, 55 and 85 gpm). Starting boxes are not required for pumps 
1 1/2 hp and smaller but are included with 2 and 3 hp models.

All pumps have a mid-section intake, impellers that can pass 
up to 3/32-inch solids and corrosion-resistant, stainless steel 
Franklin Electric submersible motors.

Applications include STEP systems, treatment systems, drip-
field dosing and sewer force mains.

“The multistage aspect of effluent turbine pumps allows them to produce really 
high heads,” says Darren Meyers, inside sales manager and applications engineer 
for Clarus.

“The other thing that’s important to note about effluent turbine pumps is they’re 
designed for pretty clean water. They don’t handle solids particularly well. There 
are a lot of ports and passageways. It’s important whenever you’re using the 
pumps to make sure you screen and filter effectively.”

Meyers recommends turbine pumps for use with filtered STEP vaults or pump 
tanks receiving filtered effluent from a septic tank filter.

“The primary reason I would think about using an effluent turbine pump would 
be for effluent force mains,” he says.

 “If you have a project where you’re trying to move water from a lot of residenc-
es to a common area, maybe for additional treatment, a pressure effluent sewer is 
a ready-made application. Another common use is dripfields because the flow into 
a dripfield needs to be small. Typically you don’t have flows greater than 100 gpm, 
even on your largest dripfields. But what you need is high pressure.”

Meyers says the sealed-end turbine pumps require little maintenance.
“We request that they be inspected just like a lot of other pumps,” he says. 

“Anytime you see material gathering around the intake screen you need to deter-
mine why that’s happening. Why is material getting through the effluent filters? 
Prevention is really the key.”

Meyers says each Clarus pump includes a history of performance and a wide 
range of support. “We like to think of ourselves as more than a manufacturer,” 
he says. “For anybody who has questions, we also offer design assistance.” 
800/928-7867; www.clarusenvironmental.com.

(continued)

           in the
SPOTLIGHT
             By Ed Wodalski

EffluEnt turbinE pumps 
providE high hEads for 
low-flow applications

http://www.ditchwitch.com
http://www.ridgid.com
http://www.atlastoilets.com
http://www.watercannon.com
http://www.clarusenvironmental.com
http://www.natvac.com
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Global Vacuum Systems, Inc.
15431 State Hwy 6 • Navasota, TX 77868
Toll Free: 800-843-0866 • Phone: 936-825-2000
Email: info@globalvacuumsystems.com  
Web: www.globalvacuumsystems.com

Call for quotes

Manufacturer Of ASME DOT 407/412 Tanks & Trailers

    Trailers &  

Bobtails In Stock!
“Bobtail with VOC in stock”

Introducing The  
GVS Liquid Ring Unit

In Stock!

Tanks can be shipped

•DOT 412 Code Unit, Full Tilt/Full Open
• 3000 USG Capacity Debris Body (We 
can custom build to your size specs.)

• 200 USG Water Tank with Sight Glass, 
Heat Exchanger, 2" Fill Port, 2" Bottom 
Drain

• CVS 4000 Liquid Ring Pump, 2393 
CFM, 27" Hg, 14.5 PSI for Pressure Off 
Loading, Hydraulically Driven (The CVS 
3100 Model is Also Available)

• 30" Diameter Cyclone Separator with 
Bottom Cleanout

Bio-Tab®!

ADD TO YOUR
PROFITS WITH...

ADD TO YO
PROFITS WIT

Are you walking away
from bigger profits?

What is  Bio-Tab®?
Bio-Tab® is a highly concentrated tablet of bacteria (both aerobic and 
anaerobic) and enzymes that acts as a biological activator for septic tanks. 
In short, Bio-Tab® helps septic systems work like they were intended.

Unlike most competitor’s dusty powders or messy liquids, Bio-Tab® is in a 
tablet form. Easy to use and easy to store, Bio-Tab® is highly concentrated 
(one jar contains a year’s supply). It is a safe, non-toxic, non-corrosive and 
non-poisonous product that will not harm plumbing or septic systems.

www.centurychemical.com

28790 County Road 20 W.   Elkhart, IN 46517

574-293-9521   800-348-3505

Century Chemical Bio-Tab Ad • Size: 4.0” wide x 4.875” high
Grayscale • Rev 2 • April 02/15

1-800-927-8750  
Ask for JOHN BARRETT 
or visit www.fmitrucks.com

WORKMATE TRUCKS
ALUMINUM t CARBON STEEL t STAINLESS STEEL

Portable Toilet Service Trucks
Septic & Grease Service Trucks

Slide-In Units 
Vacuum Truck Parts & Accessories

A Division of 
FMI Truck Sales & Service

Portland, Oregon
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   is not your ordinary 
drain/septic treatment.

work digesting Fats, Oils and Grease naturally.

BioOne® is uniquely recognized by the 
U.S. EPA’s Safer Choice Program as a
product that is safer for people, pets, 
and the planet.

Add BioOne® to each call and build sales for 
your business!  Call 1.800.951.4246

Made in USA  •  www.onebiotechnology.comView our BioOne® video at http://bioonevideo.com/ wwww.onebiotechnology.com

E
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ra!
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Get more news,  

more information,  

more features with  

Online Exclusives

Exclusive online content  
for Pumper

www.Pumper.com/online_exclusives

Want More Stories?

http://bioonevideo.com/
http://www.onebiotechnology.com
http://www.Pumper.com/online_exclusives
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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
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RCF500F

866 DC10 356U
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We do one thing to perfection — 
Dewater Liquid Waste!

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

»Visitors welcome at our dewatering facilities

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

AQUA-Zyme  
Disposal Systems

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

DEWATERING
Dewatering Unit • Polymer Injection System  

Sludge Pump • Hoses • Working Platform • Hydraulic Trailer

800-421-7545 • ThompsonTank.com

Leading Technology

DOT Inspections 
and Certifications 

DOT 407/412 & 
Non-Code Tank 

Trucks & Trailers

Complete Parts & 
Service Department

Thompson Vacuum 
Pressure Pumps:  
VC-454, VC-565

Rotary Vane Pumps  
Challenger 
Fruitland 

Wittig/GD

US MADE

VC-454

Side 
Mounted 
VC-454

VC-565

Building Quality Since 1950!

Summer  FunSummer  Fun

http://www.vacpump.com
http://www.pumper.com
mailto:zymme@aqua-zyme.com
http://www.aqua-zyme.com
www.thompsontank.com
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Infiltrator Systems sold, changes name
Infiltrator Systems was sold to the Ontario Teachers’ Pension Plan and 

renamed Infiltrator Water Technologies LLC. Graham Partners, a private eq-
uity firm, had owned Infiltrator Systems since 2005. Based in Old Saybrook, 
Connecticut, Infiltrator manufactures products for decentralized wastewa-
ter systems and provides technologies for the septic and stormwater reten-
tion/detention industries. Headquartered in Toronto, the Ontario Teachers’ 
Pension Plan manages $154.5 billion in net assets.

 
Progress Tank launches website

Progress Tank launched a new website, www.progresstank.com. The 
site features real-time online inventory of new and refurbished units, one-
click access to customer service, and detailed descriptions and images of 

vacuum tank trucks.
 

Isuzu achieves
production milestone

Isuzu Commercial Truck achieved a 
production milestone in April when the 
20,000th gas-powered, low-cab-forward 
truck rolled off the assembly line.

 
Muncie Power Products launches new website

Muncie Power Products launched its new website, www.munciepower.
com. The site includes improved menu organization and product filtering.

 
Curry Supply named Outstanding Business

Curry Supply Co. received the Alexander A. Notopoulos Award for be-
ing the 2014 Outstanding Business Firm in Blair County, Pennsylvania. The 
award was established by the Altoona-Blair County Development Corp. as a 
tribute to attorney Notopoulos for his years of dedicated service to Altoona 
Enterprises and the Altoona/Blair County community.

 
Flowserve names chief financial officer

Flowserve, provider of flow control products and services for the in-
frastructure market, named Karyn F. Ovelmen executive vice president and 
chief financial officer.

 
NuConcepts names general manager

NuConcepts, manufacturer of portable restrooms 
and utility sinks, named Dan Chase general manager. He 
will oversee manufacturing and production at the Ontar-
io, California, facility, as well as repair and servicing, sales 
and product development.

 
CULTEC adds downloads,
product details to website 

CULTEC redesigned its website, 
www.cultec.com, providing down-
loads, project and product images on 
a wider screen format. The company 
also updated its Stormwater Manage-
ment Design Guide, available under 
the Design Assistance tab.

 Ring-O-Matic names CEO
Ring-O-Matic, an Iowa-based manufacturer of vacu-

um excavators, named Brian Metcalf chief executive of-
ficer. A native of Pella, Iowa, Metcalf will be responsible 
for developing a sustainable strategic growth plan for the 
company as well as its complement of related support 
products.

 
Southwest Products expands sales territory

Southwest Products (SWP), together with Iowa Mold Tooling (IMT), has 
expanded its sales territory into the Pacific Northwest. SWP has been a dis-
tributor of IMT mechanics trucks in the western United States and will now 
offer trucks, parts and service throughout Oregon and Washington.

 
Checkers Industrial partners with AlturnaMATS

Checkers Industrial Products has partnered with Jack Roser, president 
and owner of AlturnaMATS. The combined product offerings include mat-
ting, cribbing, ClearMATS, AlturnaMATS, VersaMATS and Safety Tech out-
rigger pads under Checkers’ ground protection product category. Checkers 
manufactures and distributes branded safety products, including able man-
agement systems, wheel chocks, safety lights, ground protection and warn-
ing whips for the industrial, mining, oil and gas, military, entertainment, 
construction, and aviation markets.

 
Wieser Concrete
celebrates 50th anniversary

Wieser Concrete celebrated its 
50th anniversary at its Maiden Rock, 
Wisconsin, location in April. Begin-
ning as a one-man crew with a hand-
mixer in 1965, Wieser today employs 
160 workers.

 
Macquarie Group acquires 
Advantage Funding

Macquarie Group acquired Advantage Funding Management from 
Marubeni America Corp. Advantage Funding will become a fully owned 
subsidiary of Macquarie’s Corporate and Asset Finance group. Advantage 
Funding provides transportation financing and leasing options for commer-
cial vehicle operators in the municipal and industrial markets.

 
GPS Insight founder finalist
for EY Entrepreneur of the Year

Rob Donat, founder and CEO of GPS Insight, is a finalist for the 2015 
EY (Ernst & Young) Entrepreneur of the Year award in the Mountain Desert 
region. The award recognizes individuals who demonstrate excellence and 
success in innovation, financial performance and personal commitment to 
their businesses and communities. ■

Industry News

Dan Chase

Brian Metcalf

http://www.progresstank.com
http://www.munciepower
http://www.cultec.com
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Professionals in the Vacuum Tank & Trailer Industry
Contact: Jerry Blake, Toll Free: 866.720.4999

or: Amanda: 281.728.0714

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

Amanda Hensarling
Baytown, TX    
amanda@tankservicesinc.com

Call Today For SavingS

TSITSITANK SERVICES, INC

TSITSI
TANK SERVICES, INC

TSITSITANK SERVICES, INC

TSITSITSI
TANK SERVICES, INC

TSITSITSITANK SERVICES, INC

TSITSI
TANK SERVICES, INC
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Trailers In 
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950 gallon stainless, carrier rack
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(2) 5,000 gallon  
aluminum tanks IN 

STOCK ready to mount 
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 Need Equipment? Contact Us We Can Get It. 866.720.4999
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Conde

Conde
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Pumps For Sale
NEW ENGLAND 
DISTRIBUTOR
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WE’RE PUMPED!
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to fit you in the right truck!

See our entire inventory at 
www.truckcountry.com
Call 888-961-4185
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CFM Pump, 300 HP ISL Cummins, Allison 
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Southern Truck. 418027

2005 Sterling AT9513 Day 
Cab, 490 HP Detroit, Air 
Ride Cab and Suspension, 
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2015 M2-106 w/Imperial 
4000 Gal. Aluminum Tank, 
350HP, Cummins, 8LL Trans, 
Full Lockers. 383996

2001 IHC 2554 Floater 
w/2,400 Gal LMT, DT530-
300 HP, Allison Auto., 26,624 
miles/2894 Hours. 415998

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

Infiltrator Systems sold, changes name
Infiltrator Systems was sold to the Ontario Teachers’ Pension Plan and 

renamed Infiltrator Water Technologies LLC. Graham Partners, a private eq-
uity firm, had owned Infiltrator Systems since 2005. Based in Old Saybrook, 
Connecticut, Infiltrator manufactures products for decentralized wastewa-
ter systems and provides technologies for the septic and stormwater reten-
tion/detention industries. Headquartered in Toronto, the Ontario Teachers’ 
Pension Plan manages $154.5 billion in net assets.

 
Progress Tank launches website

Progress Tank launched a new website, www.progresstank.com. The 
site features real-time online inventory of new and refurbished units, one-
click access to customer service, and detailed descriptions and images of 

vacuum tank trucks.
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production milestone
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20,000th gas-powered, low-cab-forward 
truck rolled off the assembly line.

 
Muncie Power Products launches new website

Muncie Power Products launched its new website, www.munciepower.
com. The site includes improved menu organization and product filtering.

 
Curry Supply named Outstanding Business

Curry Supply Co. received the Alexander A. Notopoulos Award for be-
ing the 2014 Outstanding Business Firm in Blair County, Pennsylvania. The 
award was established by the Altoona-Blair County Development Corp. as a 
tribute to attorney Notopoulos for his years of dedicated service to Altoona 
Enterprises and the Altoona/Blair County community.

 
Flowserve names chief financial officer

Flowserve, provider of flow control products and services for the in-
frastructure market, named Karyn F. Ovelmen executive vice president and 
chief financial officer.

 
NuConcepts names general manager

NuConcepts, manufacturer of portable restrooms 
and utility sinks, named Dan Chase general manager. He 
will oversee manufacturing and production at the Ontar-
io, California, facility, as well as repair and servicing, sales 
and product development.

 
CULTEC adds downloads,
product details to website 

CULTEC redesigned its website, 
www.cultec.com, providing down-
loads, project and product images on 
a wider screen format. The company 
also updated its Stormwater Manage-
ment Design Guide, available under 
the Design Assistance tab.

 Ring-O-Matic names CEO
Ring-O-Matic, an Iowa-based manufacturer of vacu-

um excavators, named Brian Metcalf chief executive of-
ficer. A native of Pella, Iowa, Metcalf will be responsible 
for developing a sustainable strategic growth plan for the 
company as well as its complement of related support 
products.

 
Southwest Products expands sales territory

Southwest Products (SWP), together with Iowa Mold Tooling (IMT), has 
expanded its sales territory into the Pacific Northwest. SWP has been a dis-
tributor of IMT mechanics trucks in the western United States and will now 
offer trucks, parts and service throughout Oregon and Washington.

 
Checkers Industrial partners with AlturnaMATS

Checkers Industrial Products has partnered with Jack Roser, president 
and owner of AlturnaMATS. The combined product offerings include mat-
ting, cribbing, ClearMATS, AlturnaMATS, VersaMATS and Safety Tech out-
rigger pads under Checkers’ ground protection product category. Checkers 
manufactures and distributes branded safety products, including able man-
agement systems, wheel chocks, safety lights, ground protection and warn-
ing whips for the industrial, mining, oil and gas, military, entertainment, 
construction, and aviation markets.

 
Wieser Concrete
celebrates 50th anniversary

Wieser Concrete celebrated its 
50th anniversary at its Maiden Rock, 
Wisconsin, location in April. Begin-
ning as a one-man crew with a hand-
mixer in 1965, Wieser today employs 
160 workers.

 
Macquarie Group acquires 
Advantage Funding

Macquarie Group acquired Advantage Funding Management from 
Marubeni America Corp. Advantage Funding will become a fully owned 
subsidiary of Macquarie’s Corporate and Asset Finance group. Advantage 
Funding provides transportation financing and leasing options for commer-
cial vehicle operators in the municipal and industrial markets.

 
GPS Insight founder finalist
for EY Entrepreneur of the Year

Rob Donat, founder and CEO of GPS Insight, is a finalist for the 2015 
EY (Ernst & Young) Entrepreneur of the Year award in the Mountain Desert 
region. The award recognizes individuals who demonstrate excellence and 
success in innovation, financial performance and personal commitment to 
their businesses and communities. ■

Industry News

Dan Chase

Brian Metcalf

http://www.truckcountry.com
http://www.pumper.com
mailto:jerry@tankservicesinc.com
http://www.tankservicesinc.com
mailto:amanda@tankservicesinc.com
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Restroom Deodorizers   •   Fragrance Accessories    •    Cleaners     •   Septic Treatments

Choose Your Partners Wisely.
When you’re picking a teammate, you look for a person with talent, who’s competitive, someone 
that can help you win the game. Choosing a teammate is much like selecting a business partner, 
you choose based on their performance, their experience and the relationship you’ve built. With 
Walex Products Company as your partner, you can count on a full line of performance products, 
over 27 years of industry experience and a dedicated team to help you grow your business. 

800-338-3155   I   www.walex.com   

We Have Money To Loan
Conserve your working capital. Keep existing credit  
lines intact, and enjoy the security of knowing  
financing is there when you need it. We offer loan 
and leasing plans tailored to individual needs.

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

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

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

• Sewer Equipment
• TV Inspection
• New and Used
   Equipment

v  Programs offer longer terms 
for older equipment

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

Available

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

Commerical Equipment Financing

www.keycommercial.com

JIM THOMAS

give me a call!

To learn more about  
ITI Trailers and Truck Bodies, 

call  1-888-634-0080
or visit

www.itimfg.com

Custom Manufacturer of  
Vacuum Trucks & Trailers

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

Portable Restroom Trucks

Aluminum 6000 Gal.  
With Boom

Aluminum 2 Compartment  
With Jetter System

mailto:JimThomas@KeyCommercial.com
http://www.keycommercial.com
http://www.itimfg.com
www.ritam.com
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Marketplace Advertising

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

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

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

F R A G R A N C E F R A G R A N C E

F R A G R A N C EF R A G R A N C E

SUMMER FRESH
FRAGRANCE

F R A G R A N C E F R A G R A N C E

F R A G R A N C EF R A G R A N C E

SUMMER FRESH
FRAGRANCE

F R A G R A N C E F R A G R A N C E

F R A G R A N C EF R A G R A N C E

SUMMER FRESH
FRAGRANCE

F R A G R A N C E F R A G R A N C E

F R A G R A N C EF R A G R A N C E

SUMMER FRESH
FRAGRANCE

F R A G R A N C E F R A G R A N C E

F R A G R A N C EF R A G R A N C E

SUMMER FRESH
FRAGRANCE

290 Alpha Drive, Pittsburgh PA 15238
     800.556.0111      412.252.7000
surcopt.com

PORTABLE SANITATION PRODUCTS 

800.556.0111
surcopt.com

New mess-free  
packets available!

Call to get your FREE sample

Portable Toilet
Deodorant

Surco®

On Sale For Only 
$32,995!

• 35 HP Vanguard
• 10 gpm @ 3850 psi

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

Fully loaded! Call for details!

1-800-213-3272

$32 995!
 10 gpm @ 3850 psi On Sale For Only

$32 995!
• 35 HP Vanguard

• 10 gpm @ 3850 psi

Xtreme Flow
Hot/Cold Jetter!

800.362.0240

O
NL

Y $2,995

www.mtechcompany.com

The best package on the 
market includes:

 (3 Year Sensor Warranty)

Add a Blower with 15’ of duct for only $350!
Add a 5 Minute Escape Respirator for only $500!

CONFINED 
SPACE 
ENTRY 

PACKAGE 

• 4-Gas Air Monitor 

• 7’ Tripod

• Work Winch
• Full Body Harness

• 3-Way Fall Protection 

SM

SM

Let Us Build Your 

JETTER

Diesel
Propane

Gas

866-944-3569

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

Marketplace Advertising

1.800.333.9274

.c
o

mWater Cannon,  
Un contacto 
en Espanol: 

llama al: 

Financing Available

HONDA 4200 PSI 
PRESSURE WASHER

$1,099 Delivered

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

BACTERIAL SEPTIC  TREATMENT

BIO-SYSTEMS FERMENTS, FORMULATES, 
PACKAGES, AND PRIVATE LABELS

800.232.2847
www.biobugs.com | info@biobugs.com

MADE IN 
U.S.A.

ONE-YEAR

SUPPLY

http://www.boerger.com
http://www.best-portable-toilets.com
http://www.mtechcompany.com
http://www.fluidtechnologyinc.com
www.septicdrainer.com
www.hotjetusa.com
www.surcopt.com
www.industrialodorcontrol.com
www.americanjetter.com
www.sanitationgraphics.com
www.colepublishing.com
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MADE IN 
U.S.A.

ONE-YEAR

SUPPLY

We own 

the name. 

You’ve earned 

the name.

Since 1979

http://www.pumper.com
http://www.biobugs.com
mailto:info@biobugs.com
http://www.boatmanind.com
www.nlbcorp.com
www.surcopt.com
www.pumper.com
www.mightyprobe.com
www.watercannon.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  (PBM)

Aerators: Multiflo alternative replace-
ment $325 + shipping. Alternative re-
placement, NEW FILTER SOCKS, 30 per 
case $370 + 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.   (PBM)

BAcTERIA/chEmIcAlS-
SEPTIc

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

800-717-8807 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)

Complete septage management company. 
Septic pumping, DEP-approved dewater-
ing facility and DEP-approved compost-
ing facility. Large client base. Everything 
included to continue this successful busi-
ness. Owner retiring, will train new owner. 
Possible owner-financing with qualified 
buyer. Located Central Coastal Maine. Con-
tact: Ocean’s Edge Realty LLC, PO Box P, 
Bucksport, ME 04416. 207-469-1046 email: 
office@oceansedgerealty.com  (P08)

Portable toilet business for sale. SE PA. 
Turnkey operation. 150 units, sinks, handi-
caps, trucks, trailer. Established 20+ years. 
$250,000. Owner retiring/relocating. Con-
tact itspottytime@comcast.net or 610-927-
9114.  (P10)

Septic & grease trap pumping business 
(well-established for 50 years), located 
on the Eastern Shore (DE, MD, VA). Over 
2,000 residential customers. ’07 Freight-
liner - 2,500 gallon, ’99 Volvo - 3,800 gal-
lon; ’09 Pipehunter w/’05 Ford F250, cam-
era w/ locator, $650,000. Possible owner 
partial financing. Also available: 14 acres, 
house, 2 shops, land application permit 
for grease trap waste. Serious inquiries 
only. Contact mike@jobsitepumping.com 
443-235-5979 (P08) 

35-year established portable toilet and sep-
tic pumping business in Central WV. 450 por-
table toilets, 16 sinks, 12 handicaps. 2012 
F450 w/500 waste/250 water tanks. 2011 
F450 w/500 waste/250 water tanks. 2008 
F450 200 water/350 waste. Slide-off unit 
160 water/250 waste. 2002 International 
pumper w/2,500-gallon dual-compartment 
waste. 2014 International pumper w/20,000 
miles, 3,000-gallon waste. Two (2) toilet 
trailers - 10 unit and 14 unit. Lots of extra 
replacement parts. $500,000. Will also con-
sider selling just toilets and trucks together. 
304-613-6013 (P09)

Well-established portable restroom business 
for sale — SW Florida. 800 units, 700 on 
the street. 2 trailers, 40 ft. & 24 ft. 20 hold-
ing tanks, 15 ADA units, 16 sinks. 6 Trucks. 
Owner ready to retire. Serious inquiries only. 
portapottyrentals@yahoo.com (P08)

Fully-equipped Long Island, NY cesspool 
cleaning company for sale. Established 50+ 
years serving Nassau & Suffolk Counties 
with excellent reputation and high-repeat 
customer base. 516-993-0446 (P08)

Minnesota family-owned septic service. SE 
Metro, three-county service area. 1991 In-
ternational 2,500-gallon pumper - new LMT 
tank in 2010. 1991 International 3,400-gallon 
pumper - new Jay’s tank in 1998. Both good 
everyday runners. 3,000+ QuickBooks cus-
tomer database. Serious inquiries only. Call 
Bob 612-730-5870. Mon-Fri 8-5 CT.  (P08)

PORTABLE TOILET COMPANY established for 
over 25 years in the metro New York area 
for sale. 250 portable toilets, 10-position 
transport trailer, 27 ft. comfort trailer, ADA 
units, sinks, hand sanitizers, holding tanks, 
etc. Strong customer base includes contrac-
tors, special events & government contract. 
Owner retiring, serious inquires only. Email 
outhouseinfony@gmail.com  (P09)

Septic tank cleaning & inspection service 
business for sale in Central Maine. Owner 
is branching out after 20 years and wants 
to sell this part of the business. Profitable, 
turnkey business with a loyal customer 
base. Two pump-truck operation (1) 2000 
GMC - 2,500-gallon capacity, 136,000 miles. 
(2) 2004 Peterbilt – 4,500-gallon capac-
ity, 129,000 miles. Serious inquiries only! 
$257,000. Call 207-782-1620 or email 
septicbizsale@gmail.com  (PBM)

Portable restroom company for sale. Approx-
imately 400 units and three trucks located 
in Southeast Connecticut. Owner retiring. 
Serious inquiries only. 860-887-6542 (P08)

Portable toilet company established for over 
30 years in Southwest Louisiana for sale. 
Portable toilets, septic tank cleaning, roll-off 
trash dumpsters. Call 337-789-5991 or e-
mail bigkkans1956@netcommander.com for 
more information.  (P09)

Front Range Colorado septic pumping busi-
ness, turnkey with 2,000+ client list, web-
site & 4 trucks. Grossed over $250,000/
year for 3 years. $395,000. If serious email 
johnstonsanitation@gmail.com (P08)

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.  (P08)

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)

www.Rooterman.com. Franchises avail-
able with low flat fee. New concept. Visit  
website or call 1-800-700-8062. (PBM)

comPUTER SoFTWARE
FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (P08)

DEWATERING
Portable septic and grease receiving sta-
tions, dual-screen design. Screens that really 
work - simple, non-mechanical. Set it up any-
where. 208-790-8770 screencosystems.com 
screencosys@gmail.com  (PBM)

For Sale: Approximately 5-yard dewatering 
box mounted on 2001 10,000 lb. Brimar 
dual-axle, hydraulic-dump trailer. Polymer 
feed system with polymer pump and approx-
imately 30-gallons liquid polymer. $9,500. 
518-651-6345  (P09)

Flo Trend large-debris strainer. Model LDS-
20-96-2. $4,500. Charlotte, NC. 704-393-
8181  (P09)

FKC Screwpress with lime bag system and 
boiler. $125,000 FOB, Charlevoix, MI. 231-
330-3559. jwc@siteplanning.com  (P08)

Do you DEWATER with a BOX? If so you re-
ally need to check us out! ITRDewatering.com 
317-539-7304  (P10)

DRAINFIElD RESToRATIoN
Soil Shaker 2000. Universal skid steer 
attachment for drainfield restoration. Buy 
factory direct. $6,750. Learn more at 
www.soilshaker.com or call 406-670-8318. 
 (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)

hAZARDoUS WASTE UNITS

2007 Freightliner with Presvac 3,200- 
gallon DOT-certified stainless steel 
dump door with Demag 200 750cfm 
27” vacuum pump. 46k rears, 18k front. 
80,000 miles. Excellent condition.

Klm companies 
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)

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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(4) Stock new 2015 Peterbilt 348 chas-
sis, auto. transmission, Brenner DOT 
code 407/412 tank, full-opening rear 
door and hoist, Moro 630cfm vacuum 
pump, loaded. Visit www.NewVacuum-
Trucks.com for more info and pictures.

call 888-432-9070 or email 
Info@UsedVacuumTrucks.com

P08

Two (2) New 2016 Peterbilt 348s: 
Code certified. 3,360-gallon full-open 
rear dump vacuum systems in pro-
duction now! Vacuum pump of choice, 
407/412 certified for HAZMAT use. Al-
lison automatic. 4-year/200k miles 
extended px 9 warranty including af-
ter treatment, turbo, injectors, water 
pump, fuel pump, 100% parts & labor. 
$185,000. Located in Texas south of 
Dallas, 50 miles in Corsicana, TX.

call 877-500-3993 P08

Four (4) New EmI llc 3,360-gallon, 
code certified 407/412 vacuum tank 
systems in stock now. Full-open rear 
dump. We can install on new or used 
chassis of choice, or your truck chassis. 
$68,500. Located in Texas & Kansas.

call 877-500-3993 P08

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 D-E) www. 
VacuumSalesInc.com, (888) VAc-UNIT 
(822-8648) (PBM)

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)

hYDRoEXcAVATING 
EQUIPmENT

New Petrofield Industries Tornado 
hydrovac trucks, in stock and in pro-
duction for quick delivery. Visit www.
TornadoHydrovac.com for more infor-
mation and pictures.

call 888-432-9070 or email 
Jeff@Tornadohydrovac.com P08

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 Trailer Jetter hot/cold! 
Model# HJ2TA8536, tandem axle trailer, 35 
hp Vanguard 10 gpm @ 3,850 psi, 325-gal-
lon 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

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

1990 International Vac-con jet vac: 
Three-stage fan, 12-yard debris, 60gpm, 
extendable boom, 6-speed Allison. 
1,500-gallon tank. Wash out. 600 ft. 
hose. ....................................... $39,900

559-264-4601, cA P09

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)

Jack Doheny Supplies Inc. offers a full range 
of late model combo units and DOT industrial 
vacuum loaders. Call us @1-800-3DOHENY. 
 (PBM)

Vac-Con industrial machine mounted on a 
pre-owned 2006 Sterling cab and chassis. 
(Stock #8593C) www.VacuumSalesInc.
com (888) VAc-UNIT (822-8648) (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)

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)

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)

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)

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)

lEASE/FINANcING

Quick and easy financing for new or used 
equipment — without all the headaches. 
credit is not an issue. We have working 
capital available for commercial equip-
ment purchases $20,000 to $2,000,000. 
BSG Services - Call 866-259-5370 or email 
bsgfin@earthlink.net (PBM)

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)
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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  (PBM)

Aerators: Multiflo alternative replace-
ment $325 + shipping. Alternative re-
placement, NEW FILTER SOCKS, 30 per 
case $370 + 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.   (PBM)

BAcTERIA/chEmIcAlS-
SEPTIc

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

800-717-8807 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)

Complete septage management company. 
Septic pumping, DEP-approved dewater-
ing facility and DEP-approved compost-
ing facility. Large client base. Everything 
included to continue this successful busi-
ness. Owner retiring, will train new owner. 
Possible owner-financing with qualified 
buyer. Located Central Coastal Maine. Con-
tact: Ocean’s Edge Realty LLC, PO Box P, 
Bucksport, ME 04416. 207-469-1046 email: 
office@oceansedgerealty.com  (P08)

Portable toilet business for sale. SE PA. 
Turnkey operation. 150 units, sinks, handi-
caps, trucks, trailer. Established 20+ years. 
$250,000. Owner retiring/relocating. Con-
tact itspottytime@comcast.net or 610-927-
9114.  (P10)

Septic & grease trap pumping business 
(well-established for 50 years), located 
on the Eastern Shore (DE, MD, VA). Over 
2,000 residential customers. ’07 Freight-
liner - 2,500 gallon, ’99 Volvo - 3,800 gal-
lon; ’09 Pipehunter w/’05 Ford F250, cam-
era w/ locator, $650,000. Possible owner 
partial financing. Also available: 14 acres, 
house, 2 shops, land application permit 
for grease trap waste. Serious inquiries 
only. Contact mike@jobsitepumping.com 
443-235-5979 (P08) 

35-year established portable toilet and sep-
tic pumping business in Central WV. 450 por-
table toilets, 16 sinks, 12 handicaps. 2012 
F450 w/500 waste/250 water tanks. 2011 
F450 w/500 waste/250 water tanks. 2008 
F450 200 water/350 waste. Slide-off unit 
160 water/250 waste. 2002 International 
pumper w/2,500-gallon dual-compartment 
waste. 2014 International pumper w/20,000 
miles, 3,000-gallon waste. Two (2) toilet 
trailers - 10 unit and 14 unit. Lots of extra 
replacement parts. $500,000. Will also con-
sider selling just toilets and trucks together. 
304-613-6013 (P09)

Well-established portable restroom business 
for sale — SW Florida. 800 units, 700 on 
the street. 2 trailers, 40 ft. & 24 ft. 20 hold-
ing tanks, 15 ADA units, 16 sinks. 6 Trucks. 
Owner ready to retire. Serious inquiries only. 
portapottyrentals@yahoo.com (P08)

Fully-equipped Long Island, NY cesspool 
cleaning company for sale. Established 50+ 
years serving Nassau & Suffolk Counties 
with excellent reputation and high-repeat 
customer base. 516-993-0446 (P08)

Minnesota family-owned septic service. SE 
Metro, three-county service area. 1991 In-
ternational 2,500-gallon pumper - new LMT 
tank in 2010. 1991 International 3,400-gallon 
pumper - new Jay’s tank in 1998. Both good 
everyday runners. 3,000+ QuickBooks cus-
tomer database. Serious inquiries only. Call 
Bob 612-730-5870. Mon-Fri 8-5 CT.  (P08)

PORTABLE TOILET COMPANY established for 
over 25 years in the metro New York area 
for sale. 250 portable toilets, 10-position 
transport trailer, 27 ft. comfort trailer, ADA 
units, sinks, hand sanitizers, holding tanks, 
etc. Strong customer base includes contrac-
tors, special events & government contract. 
Owner retiring, serious inquires only. Email 
outhouseinfony@gmail.com  (P09)

Septic tank cleaning & inspection service 
business for sale in Central Maine. Owner 
is branching out after 20 years and wants 
to sell this part of the business. Profitable, 
turnkey business with a loyal customer 
base. Two pump-truck operation (1) 2000 
GMC - 2,500-gallon capacity, 136,000 miles. 
(2) 2004 Peterbilt – 4,500-gallon capac-
ity, 129,000 miles. Serious inquiries only! 
$257,000. Call 207-782-1620 or email 
septicbizsale@gmail.com  (PBM)

Portable restroom company for sale. Approx-
imately 400 units and three trucks located 
in Southeast Connecticut. Owner retiring. 
Serious inquiries only. 860-887-6542 (P08)

Portable toilet company established for over 
30 years in Southwest Louisiana for sale. 
Portable toilets, septic tank cleaning, roll-off 
trash dumpsters. Call 337-789-5991 or e-
mail bigkkans1956@netcommander.com for 
more information.  (P09)

Front Range Colorado septic pumping busi-
ness, turnkey with 2,000+ client list, web-
site & 4 trucks. Grossed over $250,000/
year for 3 years. $395,000. If serious email 
johnstonsanitation@gmail.com (P08)

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.  (P08)

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)

www.Rooterman.com. Franchises avail-
able with low flat fee. New concept. Visit  
website or call 1-800-700-8062. (PBM)

comPUTER SoFTWARE
FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (P08)

DEWATERING
Portable septic and grease receiving sta-
tions, dual-screen design. Screens that really 
work - simple, non-mechanical. Set it up any-
where. 208-790-8770 screencosystems.com 
screencosys@gmail.com  (PBM)

For Sale: Approximately 5-yard dewatering 
box mounted on 2001 10,000 lb. Brimar 
dual-axle, hydraulic-dump trailer. Polymer 
feed system with polymer pump and approx-
imately 30-gallons liquid polymer. $9,500. 
518-651-6345  (P09)

Flo Trend large-debris strainer. Model LDS-
20-96-2. $4,500. Charlotte, NC. 704-393-
8181  (P09)

FKC Screwpress with lime bag system and 
boiler. $125,000 FOB, Charlevoix, MI. 231-
330-3559. jwc@siteplanning.com  (P08)

Do you DEWATER with a BOX? If so you re-
ally need to check us out! ITRDewatering.com 
317-539-7304  (P10)

DRAINFIElD RESToRATIoN
Soil Shaker 2000. Universal skid steer 
attachment for drainfield restoration. Buy 
factory direct. $6,750. Learn more at 
www.soilshaker.com or call 406-670-8318. 
 (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)

hAZARDoUS WASTE UNITS

2007 Freightliner with Presvac 3,200- 
gallon DOT-certified stainless steel 
dump door with Demag 200 750cfm 
27” vacuum pump. 46k rears, 18k front. 
80,000 miles. Excellent condition.

Klm companies 
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)
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see photos in color at www.pumper.com
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(4) Stock new 2015 Peterbilt 348 chas-
sis, auto. transmission, Brenner DOT 
code 407/412 tank, full-opening rear 
door and hoist, Moro 630cfm vacuum 
pump, loaded. Visit www.NewVacuum-
Trucks.com for more info and pictures.

call 888-432-9070 or email 
Info@UsedVacuumTrucks.com

P08

Two (2) New 2016 Peterbilt 348s: 
Code certified. 3,360-gallon full-open 
rear dump vacuum systems in pro-
duction now! Vacuum pump of choice, 
407/412 certified for HAZMAT use. Al-
lison automatic. 4-year/200k miles 
extended px 9 warranty including af-
ter treatment, turbo, injectors, water 
pump, fuel pump, 100% parts & labor. 
$185,000. Located in Texas south of 
Dallas, 50 miles in Corsicana, TX.

call 877-500-3993 P08

Four (4) New EmI llc 3,360-gallon, 
code certified 407/412 vacuum tank 
systems in stock now. Full-open rear 
dump. We can install on new or used 
chassis of choice, or your truck chassis. 
$68,500. Located in Texas & Kansas.

call 877-500-3993 P08

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 D-E) www. 
VacuumSalesInc.com, (888) VAc-UNIT 
(822-8648) (PBM)

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)

hYDRoEXcAVATING 
EQUIPmENT

New Petrofield Industries Tornado 
hydrovac trucks, in stock and in pro-
duction for quick delivery. Visit www.
TornadoHydrovac.com for more infor-
mation and pictures.

call 888-432-9070 or email 
Jeff@Tornadohydrovac.com P08

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 Trailer Jetter hot/cold! 
Model# HJ2TA8536, tandem axle trailer, 35 
hp Vanguard 10 gpm @ 3,850 psi, 325-gal-
lon 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

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

1990 International Vac-con jet vac: 
Three-stage fan, 12-yard debris, 60gpm, 
extendable boom, 6-speed Allison. 
1,500-gallon tank. Wash out. 600 ft. 
hose. ....................................... $39,900

559-264-4601, cA P09

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)

Jack Doheny Supplies Inc. offers a full range 
of late model combo units and DOT industrial 
vacuum loaders. Call us @1-800-3DOHENY. 
 (PBM)

Vac-Con industrial machine mounted on a 
pre-owned 2006 Sterling cab and chassis. 
(Stock #8593C) www.VacuumSalesInc.
com (888) VAc-UNIT (822-8648) (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)

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)

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)

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)

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)

lEASE/FINANcING

Quick and easy financing for new or used 
equipment — without all the headaches. 
credit is not an issue. We have working 
capital available for commercial equip-
ment purchases $20,000 to $2,000,000. 
BSG Services - Call 866-259-5370 or email 
bsgfin@earthlink.net (PBM)

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)

http://www.p
http://www.pumper.com
http://www.NewVacuum-Trucks.com
http://www.NewVacuum-Trucks.com
mailto:Info@UsedVacuumTrucks.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.TornadoHydrovac.com
http://www.TornadoHydrovac.com
mailto:Jeff@Tornadohydrovac.com
http://www.hotjetusa.com
http://www.khtrucks.com
http://www.khtrucks.com
http://www.opdykes.com
http://www.khtrucks.com
http://www.VacuumSalesInc
http://www.khtrucks.com
http://www.khtrucks.com
http://www.khtrucks.com
http://www.khtrucks.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
mailto:bsgfin@earthlink.net
mailto:jim.stekl@westernequipmentfinance.com


112     Pumper • August 2015

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

PARTS & comPoNENTS

For sale: Jet rodder water pump, 80gpm, 
$1,500. Hose reel with approximately 500' 
1" jetter hose, $1,200. Call Jay 717-821-
0453 or email jz@abcmailbox.net (P09)

PoRTABlE RESTRoomS

30 Blue PolyPortables toilets. Great condi-
tion $275 each. 1 PolyPortables super twin 
Ultra Sink, like new $325. 4 PolyPortables 
Tag-along blue sinks, like new $225 each. 
25 Olympic construction-grade toilets $175 
each. Call 217-827-3180 Illinois  (P09)

Used portable restroom units for sale: Regular 
and handicapped-accessible units available. 
Please contact Jonathon at 740-452-1880 or 
email at jonathonsabine@zembainc.com.(P08)

Used ADAs and semi enhanced for sale. 
Call 920-342-3251. We are located in 
Watertown, WI.  (P09)

For Sale: Used portable toilets - Poly-
John - Synergy. Please contact Michael 
Perez at 956-592-5975 or email him at 
Michaelperez@portoco.com (P08)

350+ portable toilets for sale. We have Tuff-
Jon I units in varying condition with prices 
ranging from $250-$350. We are located in 
Canton, NC. 828-648-3170  (P08)

100 tan PolyPortables standard units, con-
struction grade. Approximately 10-12 years 
old. $150 each. Located in Albuquerque, NM. 
Call 505-345-3965.  (P08)

PoRTABlE RESTRoom 
TRAIlERS

2012 Ameri-can 812 3-stall unit. 
............................................... $32,500

chris@poshrestrooms.com
702-737-5000, NV P08

Two restroom trailers available, both have 
air conditioning & heat. First one is a 1994 
2-station trailer - $10,000. Second is a 1994 
4-station trailer - $13,000. Pictures available 
upon request. 740-483-9049 or 304-904-
2283; litmanenterprises@live.com (P08)

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

2014 Dodge Ram 5500 with 950-gal-
lon waste/300-gallon fresh aluminum 
tank. 33,927 actual miles.  ...... $67,000

Rodney lane
270-832-3793 P08

2010 International 4300 combo: 600 
waste/400 fresh, new turbo DPF system, 
EGR cooler. 91,000 miles.  ...... $42,500

sincityportables@aol.com
702-737-5000, NV P08

2003 International 4300 dual-service 
portajohn truck. Recently replaced mo-
tor and transmission. New rear differ-
ential, new rear tires, new king pins. 
Current daily service truck in Hannibal, 
Ohio.  ....................................... $24,000

740-483-9049 or 304-904-2283
litmanenterprises@live.com PO8

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)

2003 GMC C7500: CAT 3126 diesel, Alli-
son transmission, air brakes,1,000-gallon 
waste, 400-gallon freshwater, 4" discharge. 
Masport HXL75 pump 230cfm works great. 
Truck not inspected but runs well. GVWR 
25,950 lbs. 11R22.5 tires. $9,000 OBO. 
802-658-6243 (P08)

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: $21,000, 
1700 waste/600 fresh: $23,500. Any 
custom options or sizes available!

Texla Services
936-641-3938

www.texlaservices.com P08

2013 Gmc 3500: 12,000 miles, 6.0, air, 
auto, cruise. Best 300/150, 1 1/2 bucket 
fill lift gate.  ............................. $44,500

Work - 870-238-9481
cell - 870-588-1935, AR P08

1999 Isuzu FTR: Newer motor installed 
at dealer, rebuilt transmission, new 
paint. 1,300-gallon carbon-steel tank, 
split 800/500. New vacuum pump, wa-
ter pump hose reel.  ................  $20,000

Dale 708-878-4391, Il P10

2006 International 4300: DT466, 
Allison automatic transmission, air 
brakes, a/c, toilet hauler rack, Aber-
nethy tank 1,100/400. 316k miles. 
.............................................  $27,500

901-452-7040, mN P08

2014 Ford F550 4x4, loaded, 42,000 
miles. 2005 Crescent flat vac. 750 
waste, 250 fresh water. Call for more 
info/pics.  .................................$63,000

Derek 785-477-2254, KS P08

2002 hino FB1817: 80,000 miles. 
Clean & runs great.  ................  $37,500

734-654-8855, mI P09

2002 International 4300: DT466, 
Allison automatic, Abernethy tank 
1,100/400, 430k miles. New tires and 
brakes. Everything on truck works and 
is ready to work.  ....................  $22,500

731-660-1781, TN P08

one-owner 2007 Keith huber Prin-
cess II portable toilet service truck 
mounted on a Kenworth T-300 chas-
sis, pre-emission CAT 230hp C7 Acert 
with 283,000 miles. Allison automatic 
transmission, 26k gross with air brakes. 
1,500-gallon capacity - 400 wa-
ter/1,100 waste. Unit has dual-service 
water, vacuum, and 2-toilet carrier. Fleet 
maintained w/everything operational. 
Unit still in use daily.  ..............  $55,000

903-784-6821, TX PO8

2009 International 4400: 26,000 GVW, air 
brakes, 230hp, 10-speed, 400-gallon fresh, 
1,100-gallon waste, aluminum wheels, dual 
side service. $39,200. 740-525-1726  (P08)
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2006 Ford F650 with Progress tank 
(1,250 waste/500 fresh). Excellent condi-
tion inside and out. Great service truck! 
 ...............................................  $27,000

Dennis 508-351-9002, mA P08

2006 International 4000 Series pump 
truck. 281,204 miles, Masport pump, 1,100 
waste/400 fresh. 2004 C7500 GMC pump 
truck. 141,700 miles, Masport pump, 1,100 
waste/400 fresh. Lake Oconee Rental, Brad 
706-484-0496, Eatonton, GA (P08)

2006 Freghtliner M2: Mercedes engine, 
237,000 miles. Best stainless steel dual-ser-
vice tank 1,100 waste, 400 water. Excellent 
truck. Selling due to downsizing. $33,500. 
412-592-8695 (P08)

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)

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. (P08)

PRESSURE WAShERS

2014 Alkota 10307K pressure wash-
er: Two (2) 525-gallon poly tanks with 
bands, hose reel, fixed base. 200' Landa 
hose 3/8 x 150' 2W TS Landa, 65 gallon 
4-gun unit.

Tony 214-649-9935, TX P08

2014 24-ft. gooseneck trailer-mounted 
pressure washer system: Alkota 10307K, 
two (2) 525-gallon tanks, hose reel, pre-
spray system. 4-gun unit. Tony Poss 214-
649-9935. (P08)

PoSITIoNS AVAIlABlE
Surco Portable Sanitation Products is an 
Industry leading manufacture of portable re-
stroom deodorizers. Are you a motivated go-
getter? If so, Surco Products is looking for 
seasoned customer service representatives 
and an outside sales person to manage our 
portable restroom customers. We offer com-
petitive salary with incentive. We are seeking 
sales people to join our team domestically 
with a proven track record in the portable san-
itation industry. Deodorizer sales experience 
is an asset. The candidate must be motivat-
ed and able to work in a team environment. 
Please send inquiries to: Martin Zeltner, 
Sales Director, mzeltner@surcopt.com. 
Surco Portable Sanitation Products, 
292 Alpha Drive, Pittsburgh, PA 15238. 
www.surcopt.com  (P09)

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)

Mobile assembly team for portable restroom 
assembly in California, Colorado and Utah. 
Must be able to travel. Job would require 
assembly and building portable restrooms 
on site at operator locations. Duration will 
be 1-2 weeks at a time with builds between 
120-240 units per job. Pay based on loca-
tion and per unit that is negotiable. Please 
contact 616-402-9655 for inquiries. (P08)

PUmPS-VAcUUm

25 good used NVE Challenger Max Paks 
and Masport HXL 15W, all equipped with 
mufflers, stands, and gearboxes. $1,500 to 
$2,500. 814-277-6227 (P10)

Roots URAI 711 blower vac pump. Older, but 
extremely low hours on unit. Best offer. Jay 
651-489-5185, M-F daytime.  (P08)

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)

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)

Roll-oFF TANKS

New 4,000-gallon roll-off tank with 
new Fruitland hydraulic-drive pump. Use 
with any roll-off truck. Ready for work.  
................................................$34,500

Klm companies 
617-909-9044 PBM

SEPTIc TANK FoRmS
Four (4) 1,000-gallon septic tank molds, four 
(4) 850-gallon molds $2,000 to $5,000. Tools 
and fittings also available. Also available – 
New 4" supply/transfer hose for dry cement. 
Central KY. 270-524-0047 or 270-498-4286 
leave message. (P09)

SEPTIc TRUcKS

Turn-Key Vacuum Tank Units: 3,600- 
gallon, unit mounted on your truck or 
ours; $23,500. 2,500-gallon truck units; 
$20,000. 1,500-gallon truck units; 
$17,000. Self-contained vacuum skids, 
1,000-gallon; $11,000. 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 P08

2011 Peterbilt 388: 278” wheel base, 
Dana 20k front axle/46k rear with Pe-
terbilt AirTrac, Pusher axle. Caterpillar 
C-15  475hp, Eaton-Fuller 18-speed.  
4.55 rear-end ratio, aluminum wheels, 
359,000 miles. Steel 4,700-gallon Pik 
Rite tank, epoxy-lined with Masport 
pump. DOT inspected.  ..  $102,000 OBO

call 877-661-4511, TX 
refusesales@rushenterprises.com

P10

2012 International 4400 SBA: 285hp, 
33,000 GVW, automatic, 102,000 miles. 
2,500-gallon tank w/400 Masport 
HXL400 WV pump.

Ron Evans Enterprises
800-537-9582 P08

2011 Peterbilt 365: Dana 20k front 
axle, Dana 46k rear axle, Pusher axle, 
Caterpillar C-13 470hp, Eaton-Fuller 
8LL, 320,000 miles. Steel 4,700-gallon 
Pik Rite tank epoxy-lined with Masport 
pump. Three units in stock. 300,000 to 
320,000 miles. (Stock #88400; 88409; 
88411) ....................  $95,000-$98,000

call 877-661-4511, PA 
refusesales@rushenterprises.com

P10

1997 Freightliner century class: 
430hp Cummins, 10-speed, 32-foot 
6,500-gallon aluminum trailer. Honda 
engine-driven pump package under 
trailer. Good unit, used weekly.  $39,000

Tim 847-426-5769, Il P08

mailto:jz@abcmailbox.net
mailto:jonathonsabine@zembainc.com
mailto:Michaelperez@portoco.com
mailto:chris@poshrestrooms.com
mailto:litmanenterprises@live.com
http://www.p
mailto:sincityportables@aol.com
mailto:litmanenterprises@live.com
http://www.pbsos.com
http://www.texlaservices.com
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PARTS & comPoNENTS

For sale: Jet rodder water pump, 80gpm, 
$1,500. Hose reel with approximately 500' 
1" jetter hose, $1,200. Call Jay 717-821-
0453 or email jz@abcmailbox.net (P09)

PoRTABlE RESTRoomS

30 Blue PolyPortables toilets. Great condi-
tion $275 each. 1 PolyPortables super twin 
Ultra Sink, like new $325. 4 PolyPortables 
Tag-along blue sinks, like new $225 each. 
25 Olympic construction-grade toilets $175 
each. Call 217-827-3180 Illinois  (P09)

Used portable restroom units for sale: Regular 
and handicapped-accessible units available. 
Please contact Jonathon at 740-452-1880 or 
email at jonathonsabine@zembainc.com.(P08)

Used ADAs and semi enhanced for sale. 
Call 920-342-3251. We are located in 
Watertown, WI.  (P09)

For Sale: Used portable toilets - Poly-
John - Synergy. Please contact Michael 
Perez at 956-592-5975 or email him at 
Michaelperez@portoco.com (P08)

350+ portable toilets for sale. We have Tuff-
Jon I units in varying condition with prices 
ranging from $250-$350. We are located in 
Canton, NC. 828-648-3170  (P08)

100 tan PolyPortables standard units, con-
struction grade. Approximately 10-12 years 
old. $150 each. Located in Albuquerque, NM. 
Call 505-345-3965.  (P08)

PoRTABlE RESTRoom 
TRAIlERS

2012 Ameri-can 812 3-stall unit. 
............................................... $32,500

chris@poshrestrooms.com
702-737-5000, NV P08

Two restroom trailers available, both have 
air conditioning & heat. First one is a 1994 
2-station trailer - $10,000. Second is a 1994 
4-station trailer - $13,000. Pictures available 
upon request. 740-483-9049 or 304-904-
2283; litmanenterprises@live.com (P08)

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

2014 Dodge Ram 5500 with 950-gal-
lon waste/300-gallon fresh aluminum 
tank. 33,927 actual miles.  ...... $67,000

Rodney lane
270-832-3793 P08

2010 International 4300 combo: 600 
waste/400 fresh, new turbo DPF system, 
EGR cooler. 91,000 miles.  ...... $42,500

sincityportables@aol.com
702-737-5000, NV P08

2003 International 4300 dual-service 
portajohn truck. Recently replaced mo-
tor and transmission. New rear differ-
ential, new rear tires, new king pins. 
Current daily service truck in Hannibal, 
Ohio.  ....................................... $24,000

740-483-9049 or 304-904-2283
litmanenterprises@live.com PO8

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)

2003 GMC C7500: CAT 3126 diesel, Alli-
son transmission, air brakes,1,000-gallon 
waste, 400-gallon freshwater, 4" discharge. 
Masport HXL75 pump 230cfm works great. 
Truck not inspected but runs well. GVWR 
25,950 lbs. 11R22.5 tires. $9,000 OBO. 
802-658-6243 (P08)

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: $21,000, 
1700 waste/600 fresh: $23,500. Any 
custom options or sizes available!

Texla Services
936-641-3938

www.texlaservices.com P08

2013 Gmc 3500: 12,000 miles, 6.0, air, 
auto, cruise. Best 300/150, 1 1/2 bucket 
fill lift gate.  ............................. $44,500

Work - 870-238-9481
cell - 870-588-1935, AR P08

1999 Isuzu FTR: Newer motor installed 
at dealer, rebuilt transmission, new 
paint. 1,300-gallon carbon-steel tank, 
split 800/500. New vacuum pump, wa-
ter pump hose reel.  ................  $20,000

Dale 708-878-4391, Il P10

2006 International 4300: DT466, 
Allison automatic transmission, air 
brakes, a/c, toilet hauler rack, Aber-
nethy tank 1,100/400. 316k miles. 
.............................................  $27,500

901-452-7040, mN P08

2014 Ford F550 4x4, loaded, 42,000 
miles. 2005 Crescent flat vac. 750 
waste, 250 fresh water. Call for more 
info/pics.  .................................$63,000

Derek 785-477-2254, KS P08

2002 hino FB1817: 80,000 miles. 
Clean & runs great.  ................  $37,500

734-654-8855, mI P09

2002 International 4300: DT466, 
Allison automatic, Abernethy tank 
1,100/400, 430k miles. New tires and 
brakes. Everything on truck works and 
is ready to work.  ....................  $22,500

731-660-1781, TN P08

one-owner 2007 Keith huber Prin-
cess II portable toilet service truck 
mounted on a Kenworth T-300 chas-
sis, pre-emission CAT 230hp C7 Acert 
with 283,000 miles. Allison automatic 
transmission, 26k gross with air brakes. 
1,500-gallon capacity - 400 wa-
ter/1,100 waste. Unit has dual-service 
water, vacuum, and 2-toilet carrier. Fleet 
maintained w/everything operational. 
Unit still in use daily.  ..............  $55,000

903-784-6821, TX PO8

2009 International 4400: 26,000 GVW, air 
brakes, 230hp, 10-speed, 400-gallon fresh, 
1,100-gallon waste, aluminum wheels, dual 
side service. $39,200. 740-525-1726  (P08)
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2006 Ford F650 with Progress tank 
(1,250 waste/500 fresh). Excellent condi-
tion inside and out. Great service truck! 
 ...............................................  $27,000

Dennis 508-351-9002, mA P08

2006 International 4000 Series pump 
truck. 281,204 miles, Masport pump, 1,100 
waste/400 fresh. 2004 C7500 GMC pump 
truck. 141,700 miles, Masport pump, 1,100 
waste/400 fresh. Lake Oconee Rental, Brad 
706-484-0496, Eatonton, GA (P08)

2006 Freghtliner M2: Mercedes engine, 
237,000 miles. Best stainless steel dual-ser-
vice tank 1,100 waste, 400 water. Excellent 
truck. Selling due to downsizing. $33,500. 
412-592-8695 (P08)

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)

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. (P08)

PRESSURE WAShERS

2014 Alkota 10307K pressure wash-
er: Two (2) 525-gallon poly tanks with 
bands, hose reel, fixed base. 200' Landa 
hose 3/8 x 150' 2W TS Landa, 65 gallon 
4-gun unit.

Tony 214-649-9935, TX P08

2014 24-ft. gooseneck trailer-mounted 
pressure washer system: Alkota 10307K, 
two (2) 525-gallon tanks, hose reel, pre-
spray system. 4-gun unit. Tony Poss 214-
649-9935. (P08)

PoSITIoNS AVAIlABlE
Surco Portable Sanitation Products is an 
Industry leading manufacture of portable re-
stroom deodorizers. Are you a motivated go-
getter? If so, Surco Products is looking for 
seasoned customer service representatives 
and an outside sales person to manage our 
portable restroom customers. We offer com-
petitive salary with incentive. We are seeking 
sales people to join our team domestically 
with a proven track record in the portable san-
itation industry. Deodorizer sales experience 
is an asset. The candidate must be motivat-
ed and able to work in a team environment. 
Please send inquiries to: Martin Zeltner, 
Sales Director, mzeltner@surcopt.com. 
Surco Portable Sanitation Products, 
292 Alpha Drive, Pittsburgh, PA 15238. 
www.surcopt.com  (P09)

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)

Mobile assembly team for portable restroom 
assembly in California, Colorado and Utah. 
Must be able to travel. Job would require 
assembly and building portable restrooms 
on site at operator locations. Duration will 
be 1-2 weeks at a time with builds between 
120-240 units per job. Pay based on loca-
tion and per unit that is negotiable. Please 
contact 616-402-9655 for inquiries. (P08)

PUmPS-VAcUUm

25 good used NVE Challenger Max Paks 
and Masport HXL 15W, all equipped with 
mufflers, stands, and gearboxes. $1,500 to 
$2,500. 814-277-6227 (P10)

Roots URAI 711 blower vac pump. Older, but 
extremely low hours on unit. Best offer. Jay 
651-489-5185, M-F daytime.  (P08)

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)

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)

Roll-oFF TANKS

New 4,000-gallon roll-off tank with 
new Fruitland hydraulic-drive pump. Use 
with any roll-off truck. Ready for work.  
................................................$34,500

Klm companies 
617-909-9044 PBM

SEPTIc TANK FoRmS
Four (4) 1,000-gallon septic tank molds, four 
(4) 850-gallon molds $2,000 to $5,000. Tools 
and fittings also available. Also available – 
New 4" supply/transfer hose for dry cement. 
Central KY. 270-524-0047 or 270-498-4286 
leave message. (P09)

SEPTIc TRUcKS

Turn-Key Vacuum Tank Units: 3,600- 
gallon, unit mounted on your truck or 
ours; $23,500. 2,500-gallon truck units; 
$20,000. 1,500-gallon truck units; 
$17,000. Self-contained vacuum skids, 
1,000-gallon; $11,000. 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 P08

2011 Peterbilt 388: 278” wheel base, 
Dana 20k front axle/46k rear with Pe-
terbilt AirTrac, Pusher axle. Caterpillar 
C-15  475hp, Eaton-Fuller 18-speed.  
4.55 rear-end ratio, aluminum wheels, 
359,000 miles. Steel 4,700-gallon Pik 
Rite tank, epoxy-lined with Masport 
pump. DOT inspected.  ..  $102,000 OBO

call 877-661-4511, TX 
refusesales@rushenterprises.com

P10

2012 International 4400 SBA: 285hp, 
33,000 GVW, automatic, 102,000 miles. 
2,500-gallon tank w/400 Masport 
HXL400 WV pump.

Ron Evans Enterprises
800-537-9582 P08

2011 Peterbilt 365: Dana 20k front 
axle, Dana 46k rear axle, Pusher axle, 
Caterpillar C-13 470hp, Eaton-Fuller 
8LL, 320,000 miles. Steel 4,700-gallon 
Pik Rite tank epoxy-lined with Masport 
pump. Three units in stock. 300,000 to 
320,000 miles. (Stock #88400; 88409; 
88411) ....................  $95,000-$98,000

call 877-661-4511, PA 
refusesales@rushenterprises.com

P10

1997 Freightliner century class: 
430hp Cummins, 10-speed, 32-foot 
6,500-gallon aluminum trailer. Honda 
engine-driven pump package under 
trailer. Good unit, used weekly.  $39,000

Tim 847-426-5769, Il P08

http://www.p
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SEPTIc TRUcKS

2001 International 9200: N-14 Cum-
mins, 430hp, 10-speed transmission, a/c, 
cruise, double-frame. Newer 3,500-gal-
lon tank - 300-gallon freshwater. New 
Jurop LC429 vacuum pump. New paint 
and tires. Sharp truck. .............. $44,500

740-820-5520, oh P08

New septic tank systems installed 
on new or used chassis, ours or yours. 
3,360 USG. All vacuum pumps available 
on used tandem chassis Class 7, low 
miles and new tank. Average $68,500 - 
$85,000 per build. Installs in Kansas or 
Texas facilities. 6-week turnaround.

877-500-3993 P08

2005 International: 335hp CAT engine, 
278,000 miles, 10-speed transmission, 
a/c, cruise. New 2,500-gallon tank, 
stainless hose trays, and Jurop R260, 
364cfm vacuum pump. Showroom qual-
ity truck.  ................................  $48,500

Eugene 740-259-5555, oh P08

1998 Ford with 3,000-gallon recondi-
tioned septic tank, rebuilt PV750 vacuum 
pump. CAT 350hp engine with Fuller 
8-speed transmission. New paint on 
truck and tank. Ready for work. $36,500. 
KLM Companies 617-909-9044  (PBM)

2007 Freightliner M2 Business Class: C7 
CAT, 250hp, 6-speed manual transmission, 
185k miles. NEW 2,500-gallon vacuum tank, 
Jurop LC420 vacuum pump. Many extras. 
$49,000. Call or text 734-309-2093.  (P08)

1998 mack RD688s: Transway 
4,000-gallon carbon steel tank, rear-
opening door, 3 baffles, 4 sight glasses, 
4" intake, 6" discharge, heated valves. 
Mack 12-speed extended range split-
ter, 350hp Mack engine, 2-stage jake 
brake, differential lock. Air-ride cab, 
spring suspension, double frame. 
170,000 miles, 13,525 hours. Tran-
sway 1,045cfm pump. Tank dumps 
just like a dump truck with hydraulic 
piston. All maintenance done. Springs 
front and rear, rear frog legs, kingpins, 
sandblasted chassis and tank, primed 
and painted 5 years ago. Cab in great 
shape - no rust. Truck is 100%. Have 
all paperwork since 1998. We are get-
ting a new truck. Asking $65,000. Truck 
was $198,000 new. Located in Boston, 
MA. Call or email for more info.

dustin@preventativeseptic.com
Dustin 978-473-4510, mA PBM

2009 International 5900 Eagle: 
ISX450, 10-speed, Masport 75WV, 
3,780-gallon tank, 185k miles. Air con-
ditioned, cruise control, power windows 
and door locks. Hendrickson air ride. 
............................................... $75,000

307-351-4403, WY P08

2002 mack ch613: 400hp, 10-speed, 
camelback suspension, pusher axle, pow-
er steering, air conditioned. 3,780-gallon 
steel tank with Masport H75W. Heavy-
duty truck with 782k miles. .......$30,000

307-351-4403, WY P08

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

2005 Gmc TopKick: CAT C7 diesel, Al-
lison transmission, low miles, Erickson 
2,300-gallon waste tank, freshwater 
cleanup tank with hose. Excellent condi-
tion, ready to work.  ................. $45,000

Rick 425-754-1217, WA P08

1999 mack ch613 with 4,000-gallon 
waste tank. 324,000 miles. Jurop LC420 
liquid-cooled pump. New paint, polished 
wheels, hose trays and toolbox. 90% 
tread. Cold a/c. Very clean on the inside 
and out. ................................... $55,000

352-317-2527, Fl P08

2000 Freightliner Fl70: 8.3 ISC Cum-
mins, straight 6-speed Eaton transmis-
sion, 340,000 miles. 360 Masport liquid-
cooled pump, 3,000-gallon tank, hoist 
to raise tank, one 3" and one 4" heated 
valve, one 6" valve, 24" manway on rear 
of tank. Hoses & accessories included, 
maintenance records. Reliable truck - 
Ready to work!  ........................ $25,000

315-339-1847 NY P08

1999 Kenworth T-300: 2,500-gallon 
septic truck. Brand new paint, new mo-
tor, rebuilt transmission. New clutch, new 
driveshaft, tires front brand new, rear 
90%. New PN84 Jurop pump, remote-
controlled valve, auto-dump door. 4.5gpm 
@ 4,000psi jetter with power-rewind reel. 
$70,000. I also have several more trucks 
from 1,000 gallon - 6,500 gallon!

call or text Jerry 
918-381-9072, oK P09

 

2001 Peterbilt 379: D60, 10-speed 
chassis, 88,000 miles, with the fol-
lowing 2011 equipment: 4,500-gal-
lon tank (500-gallon freshwater) with 
hoist for dumping, hydraulic driven 
3,000psi/10gpm jetter system, 150’ of 
4,000psi-rated hose for cleaning tanks 
and jetting lines, and Jurop RV520 
vacuum pump with silencer muffler. 
........................................ $75,000 OBO

717-468-2615, PA
office@jgenvironmental.net

P08

LIKE-NEW 2011 International 7500 
tandem-axle pump truck with only 
6,000 miles! Save $$$! Has Internation-
al Maxforce 350hp with engine brake. 
NO DEF 10-speed manual transmission. 
16k front axle, 40k rear axle, air ride, 
fully locking rears. Standard cab with 
a/c, heated mirrors. Tank is a 3,600-gal-
lon polished aluminum Matador. Jurop 
LC420 liquid pump. Hoses and hose 
tray with tool box. Truck is like-new and 
kept inside! Paid $135,000. Will sell for 
$100,000. No ad solicitors! Serious buy-
ers only! Leave message.

410-442-2139, mD P08

1997 mack ch: Air-ride suspension, 
8-speed transmission, 350 engine. 2005 
3,600-gallon steel tank, skirts & pump, 
SS cabinets. Works everyday. Needs 
some work. Selling as is.  ....... $19,500

631-447-5252, NY P08

2015 RVT 2,500-gallon septic truck 
mounted to a Peterbilt 337. Two in stock, 
one automatic & one 6-speed manual 
transmission. Both have 300hp, NVE 
607P (380cfm) vacuum pumps, left side 
toolbox and 2 additional toolboxes locat-
ed in the bumper. Additional pictures on 
our website. http://robinsontanks.com/
product/2500-gallon-septic-on-peterbilt-
337-wrt10012/

814-933-0927, PA 
zach@robinsontanks.com P08

1999 International 4700: DT466E, 
367,000 miles, 2,300-gallon T-Line 
tank, 2 tool boxes, 3" inlet, 4" outlet, 
Battioni pump, new transmission 2,000 
miles ago. Under CDL.  ........... $30,000

906-863-7778, mI P09

2005 Peterbilt holds 2,300 sewage/200 
fresh. Fruitland pump, hydraulic drive, 
full-tilt bed, fully-open back hatch, 6” dis-
charge/3” intake. A little over 130,000 miles 
and built by Lely. $58,000. Call 800-401-
1352 or email clarkreaves@hotmail.com for 
more pictures/information.  (P08)

2004 Mack Granite: 427 with 13-speed. 
Imperial 5,500-gallon tank with stainless 
hose rack, hoist, rear-opening door and vi-
brator. NVE blower. $69,000 or best offer. 
920-434-2888  (P11)

2004 mack Granite: 427 with 13- 
speed. Imperial 5,500-gallon tank 
with stainless hose rack, hoist, rear-
opening door and vibrator. NVE blower.  
...................................... $69,000 OBO

920-434-2888, WI P08

1991 Freightliner cabover for sale: 
3,400-gallon tank, Masport pump, new 
brakes and hose racks. Serious inquiries 
please!  ..................................  $30,000

kucharskiseptic@yahoo.com
216-798-4877, oh P09

2003 Freightliner columbia with 
460hp Mercedes, 10-speed transmis-
sion, a/c. 3,600-gallon steel tank with 
hoist and full-open rear door. Jurop 
R260 pump. Aluminum rims. Runs 
daily.  ..................................... $48,000

216-990-6658, oh P08

a

2013 International 7600 WorkStar: 
Classy Truck of Year 2014. Lots of 
chrome. Truck only. Max Force 12.4L, 
8LL transmission, Eagle interior. Only 
35,000 miles and 2,300 hours. 20,000 
front, 40,000 rears, 20,000 tag, good 
tires. Specs for tank are available from 
Imperial and we can provide them 
for you. NO FET TAX! Chassis only. 
............................................. $120,000 

call 715-938-0119, WI PBM

1988 mack RD688ST with T-Line 
4,200-gallon carbon tank built in 2007. 
Has a Masport HXL15 just rebuilt. Truck 
recently had all new brakes.  ...$27,500

920-979-7711, WI P09

2014 International 4300: Heavy spec 
under-CDL truck. 2,600 waste, 200 fresh 
aluminum tank. Jurop R260 vacuum 
pump with 4,000psi jetter system. 240hp 
with Allison automatic, 22,000 miles. 
Truck still under warranty. $98,800. Also 
have 2012 International same specs with 
175,000 miles. $83,500.

318-780-1731, lA P08

1997 Mack CL713: E7-350motor, 420,000 
miles, Eaton 8LL transmission, quad axle. 
5,700-gallon tank tank is bad. $19,999. 
Call/email for pictures. allyn16@gmail.com 
920-765-1903 (P09)

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)

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)

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)

1995 Freightliner: Detroit Series 60, Fuller 
13-speed, 3,365-gallon vac tank, Masport 
pump. www.pumpertrucksales.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)

Pre-owned 3,000 U.S. gallon carbon steel 
vacuum tank with a Masport H75W vacuum-
pressure pump installed on a 2000 Mack 
CH613 cab and chassis. (Stock# 8498C) 
www.VacuumSalesInc.com (888) VAc-
UNIT (822-8648)  (PBM)

Pre-owned 2008 Peterbilt 340 cab and chas-
sis with new 4,000-gallon aluminum tank 
and Masport pump package. (Stock# 6641V) 
www.VacuumSalesInc.com (888) VAc-
UNIT (822-8648) (PBM)

2002 Freightliner FL70 with a Presvac 
2,300 US gallon carbon-steel vacuum 
tank and Fruitland pump. (Stock# 4427C) 
www.VacuumSalesInc.com (888) VAc-
UNIT (822-8648)  (PBM)

SERVIcE/REPAIR
Dynamic Repairs - Inspection camera 
Repairs: 48 hour turn-around time. Gen-
eral Wire, Ratech, Ridgid, Electric Eel, Gator 
Cams, Insight Vision, Vision Intruders. Qual-
ity service on all brands. Rental equip-
ment available. For more info call Jack at 
973-478-0893. Lodi, New Jersey. (PBM)

TANKS

100 - 2011 Wichita 500 bbl. (21,400 
gallons) portable frac tanks. Epoxy lined. 
Delivery available. 

call 815-341-0375
or email tsgeneva@hotmail.com

P09
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SEPTIc TRUcKS

2001 International 9200: N-14 Cum-
mins, 430hp, 10-speed transmission, a/c, 
cruise, double-frame. Newer 3,500-gal-
lon tank - 300-gallon freshwater. New 
Jurop LC429 vacuum pump. New paint 
and tires. Sharp truck. .............. $44,500

740-820-5520, oh P08

New septic tank systems installed 
on new or used chassis, ours or yours. 
3,360 USG. All vacuum pumps available 
on used tandem chassis Class 7, low 
miles and new tank. Average $68,500 - 
$85,000 per build. Installs in Kansas or 
Texas facilities. 6-week turnaround.

877-500-3993 P08

2005 International: 335hp CAT engine, 
278,000 miles, 10-speed transmission, 
a/c, cruise. New 2,500-gallon tank, 
stainless hose trays, and Jurop R260, 
364cfm vacuum pump. Showroom qual-
ity truck.  ................................  $48,500

Eugene 740-259-5555, oh P08

1998 Ford with 3,000-gallon recondi-
tioned septic tank, rebuilt PV750 vacuum 
pump. CAT 350hp engine with Fuller 
8-speed transmission. New paint on 
truck and tank. Ready for work. $36,500. 
KLM Companies 617-909-9044  (PBM)

2007 Freightliner M2 Business Class: C7 
CAT, 250hp, 6-speed manual transmission, 
185k miles. NEW 2,500-gallon vacuum tank, 
Jurop LC420 vacuum pump. Many extras. 
$49,000. Call or text 734-309-2093.  (P08)

1998 mack RD688s: Transway 
4,000-gallon carbon steel tank, rear-
opening door, 3 baffles, 4 sight glasses, 
4" intake, 6" discharge, heated valves. 
Mack 12-speed extended range split-
ter, 350hp Mack engine, 2-stage jake 
brake, differential lock. Air-ride cab, 
spring suspension, double frame. 
170,000 miles, 13,525 hours. Tran-
sway 1,045cfm pump. Tank dumps 
just like a dump truck with hydraulic 
piston. All maintenance done. Springs 
front and rear, rear frog legs, kingpins, 
sandblasted chassis and tank, primed 
and painted 5 years ago. Cab in great 
shape - no rust. Truck is 100%. Have 
all paperwork since 1998. We are get-
ting a new truck. Asking $65,000. Truck 
was $198,000 new. Located in Boston, 
MA. Call or email for more info.

dustin@preventativeseptic.com
Dustin 978-473-4510, mA PBM

2009 International 5900 Eagle: 
ISX450, 10-speed, Masport 75WV, 
3,780-gallon tank, 185k miles. Air con-
ditioned, cruise control, power windows 
and door locks. Hendrickson air ride. 
............................................... $75,000

307-351-4403, WY P08

2002 mack ch613: 400hp, 10-speed, 
camelback suspension, pusher axle, pow-
er steering, air conditioned. 3,780-gallon 
steel tank with Masport H75W. Heavy-
duty truck with 782k miles. .......$30,000

307-351-4403, WY P08

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

2005 Gmc TopKick: CAT C7 diesel, Al-
lison transmission, low miles, Erickson 
2,300-gallon waste tank, freshwater 
cleanup tank with hose. Excellent condi-
tion, ready to work.  ................. $45,000

Rick 425-754-1217, WA P08

1999 mack ch613 with 4,000-gallon 
waste tank. 324,000 miles. Jurop LC420 
liquid-cooled pump. New paint, polished 
wheels, hose trays and toolbox. 90% 
tread. Cold a/c. Very clean on the inside 
and out. ................................... $55,000

352-317-2527, Fl P08

2000 Freightliner Fl70: 8.3 ISC Cum-
mins, straight 6-speed Eaton transmis-
sion, 340,000 miles. 360 Masport liquid-
cooled pump, 3,000-gallon tank, hoist 
to raise tank, one 3" and one 4" heated 
valve, one 6" valve, 24" manway on rear 
of tank. Hoses & accessories included, 
maintenance records. Reliable truck - 
Ready to work!  ........................ $25,000

315-339-1847 NY P08

1999 Kenworth T-300: 2,500-gallon 
septic truck. Brand new paint, new mo-
tor, rebuilt transmission. New clutch, new 
driveshaft, tires front brand new, rear 
90%. New PN84 Jurop pump, remote-
controlled valve, auto-dump door. 4.5gpm 
@ 4,000psi jetter with power-rewind reel. 
$70,000. I also have several more trucks 
from 1,000 gallon - 6,500 gallon!

call or text Jerry 
918-381-9072, oK P09

 

2001 Peterbilt 379: D60, 10-speed 
chassis, 88,000 miles, with the fol-
lowing 2011 equipment: 4,500-gal-
lon tank (500-gallon freshwater) with 
hoist for dumping, hydraulic driven 
3,000psi/10gpm jetter system, 150’ of 
4,000psi-rated hose for cleaning tanks 
and jetting lines, and Jurop RV520 
vacuum pump with silencer muffler. 
........................................ $75,000 OBO

717-468-2615, PA
office@jgenvironmental.net

P08

LIKE-NEW 2011 International 7500 
tandem-axle pump truck with only 
6,000 miles! Save $$$! Has Internation-
al Maxforce 350hp with engine brake. 
NO DEF 10-speed manual transmission. 
16k front axle, 40k rear axle, air ride, 
fully locking rears. Standard cab with 
a/c, heated mirrors. Tank is a 3,600-gal-
lon polished aluminum Matador. Jurop 
LC420 liquid pump. Hoses and hose 
tray with tool box. Truck is like-new and 
kept inside! Paid $135,000. Will sell for 
$100,000. No ad solicitors! Serious buy-
ers only! Leave message.

410-442-2139, mD P08

1997 mack ch: Air-ride suspension, 
8-speed transmission, 350 engine. 2005 
3,600-gallon steel tank, skirts & pump, 
SS cabinets. Works everyday. Needs 
some work. Selling as is.  ....... $19,500

631-447-5252, NY P08

2015 RVT 2,500-gallon septic truck 
mounted to a Peterbilt 337. Two in stock, 
one automatic & one 6-speed manual 
transmission. Both have 300hp, NVE 
607P (380cfm) vacuum pumps, left side 
toolbox and 2 additional toolboxes locat-
ed in the bumper. Additional pictures on 
our website. http://robinsontanks.com/
product/2500-gallon-septic-on-peterbilt-
337-wrt10012/

814-933-0927, PA 
zach@robinsontanks.com P08

1999 International 4700: DT466E, 
367,000 miles, 2,300-gallon T-Line 
tank, 2 tool boxes, 3" inlet, 4" outlet, 
Battioni pump, new transmission 2,000 
miles ago. Under CDL.  ........... $30,000

906-863-7778, mI P09

2005 Peterbilt holds 2,300 sewage/200 
fresh. Fruitland pump, hydraulic drive, 
full-tilt bed, fully-open back hatch, 6” dis-
charge/3” intake. A little over 130,000 miles 
and built by Lely. $58,000. Call 800-401-
1352 or email clarkreaves@hotmail.com for 
more pictures/information.  (P08)

2004 Mack Granite: 427 with 13-speed. 
Imperial 5,500-gallon tank with stainless 
hose rack, hoist, rear-opening door and vi-
brator. NVE blower. $69,000 or best offer. 
920-434-2888  (P11)

2004 mack Granite: 427 with 13- 
speed. Imperial 5,500-gallon tank 
with stainless hose rack, hoist, rear-
opening door and vibrator. NVE blower.  
...................................... $69,000 OBO

920-434-2888, WI P08

1991 Freightliner cabover for sale: 
3,400-gallon tank, Masport pump, new 
brakes and hose racks. Serious inquiries 
please!  ..................................  $30,000

kucharskiseptic@yahoo.com
216-798-4877, oh P09

2003 Freightliner columbia with 
460hp Mercedes, 10-speed transmis-
sion, a/c. 3,600-gallon steel tank with 
hoist and full-open rear door. Jurop 
R260 pump. Aluminum rims. Runs 
daily.  ..................................... $48,000

216-990-6658, oh P08

a

2013 International 7600 WorkStar: 
Classy Truck of Year 2014. Lots of 
chrome. Truck only. Max Force 12.4L, 
8LL transmission, Eagle interior. Only 
35,000 miles and 2,300 hours. 20,000 
front, 40,000 rears, 20,000 tag, good 
tires. Specs for tank are available from 
Imperial and we can provide them 
for you. NO FET TAX! Chassis only. 
............................................. $120,000 

call 715-938-0119, WI PBM

1988 mack RD688ST with T-Line 
4,200-gallon carbon tank built in 2007. 
Has a Masport HXL15 just rebuilt. Truck 
recently had all new brakes.  ...$27,500

920-979-7711, WI P09

2014 International 4300: Heavy spec 
under-CDL truck. 2,600 waste, 200 fresh 
aluminum tank. Jurop R260 vacuum 
pump with 4,000psi jetter system. 240hp 
with Allison automatic, 22,000 miles. 
Truck still under warranty. $98,800. Also 
have 2012 International same specs with 
175,000 miles. $83,500.

318-780-1731, lA P08

1997 Mack CL713: E7-350motor, 420,000 
miles, Eaton 8LL transmission, quad axle. 
5,700-gallon tank tank is bad. $19,999. 
Call/email for pictures. allyn16@gmail.com 
920-765-1903 (P09)

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)

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)

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)

1995 Freightliner: Detroit Series 60, Fuller 
13-speed, 3,365-gallon vac tank, Masport 
pump. www.pumpertrucksales.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)

Pre-owned 3,000 U.S. gallon carbon steel 
vacuum tank with a Masport H75W vacuum-
pressure pump installed on a 2000 Mack 
CH613 cab and chassis. (Stock# 8498C) 
www.VacuumSalesInc.com (888) VAc-
UNIT (822-8648)  (PBM)

Pre-owned 2008 Peterbilt 340 cab and chas-
sis with new 4,000-gallon aluminum tank 
and Masport pump package. (Stock# 6641V) 
www.VacuumSalesInc.com (888) VAc-
UNIT (822-8648) (PBM)

2002 Freightliner FL70 with a Presvac 
2,300 US gallon carbon-steel vacuum 
tank and Fruitland pump. (Stock# 4427C) 
www.VacuumSalesInc.com (888) VAc-
UNIT (822-8648)  (PBM)

SERVIcE/REPAIR
Dynamic Repairs - Inspection camera 
Repairs: 48 hour turn-around time. Gen-
eral Wire, Ratech, Ridgid, Electric Eel, Gator 
Cams, Insight Vision, Vision Intruders. Qual-
ity service on all brands. Rental equip-
ment available. For more info call Jack at 
973-478-0893. Lodi, New Jersey. (PBM)

TANKS

100 - 2011 Wichita 500 bbl. (21,400 
gallons) portable frac tanks. Epoxy lined. 
Delivery available. 

call 815-341-0375
or email tsgeneva@hotmail.com

P09
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TANKS
Vacuum Tanks - New: Sizes from 1,000-
4,300 gallons. All complete! Delivery avail-
able. www.JEagleTanks.com. Contact 
Jerry: JEagleTanks@yahoo.com or 800-
721-2774. (PBM)

2008 LMT 3,000-gallon carbon steel vac-
uum tank.  (Stock# LMT3000V) www.Vac 
uumSalesInc.com (888) VAc-UNIT (822-
8648)  (PBM)

ToolS
crust Busters: Portable, lightweight ma-
chine, guaranteed to mix up septic tanks and 
grease traps! Save time and money! www.
crustbusters.com, 1-888-878-2296. (PBM)

T&T Tools, Probes, Hooks: Probes feature 
steel shafts with threaded and hardened tips. 
The insulated mighty Probe™ tested to 
50,000 volts. Top Poppers™ open manhole 
covers easily. Free catalog.  www.TandT 
tools.com. Phone 800-521-6893. (PBM)

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

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)

TRUcKS -
mIScEllANEoUS

1999 Ford F450 Super Duty XlT: 
300K miles, 7.3 T.D., automatic trans-
mission. Air conditioner, power win-
dows, power locks, tilt, cruise, recline 
seats. 1,000-gallon capacity tank, 
Jurop vacuum system, custom service 
body.  ....................................$17,000

985-807-3554, lA P08

2008 Peterbilt 367: Oilfield equipped, only 
54,000 miles. $115,000. ISX 550 Cummins 
diesel, 550 horsepower, 18-speed trans-
mission, 20,000 lb. front, 46,000 lb. rears, 
80-barrel water tank with Fruitland 500 
pump. Call or email Del at 815-459-7751 or 
dayscrawford7@att.net for more information 
including pictures.  (P10)
 
2003 International Eagle 9900i. Wheelbase 
252", day-cab. New: paint, interior, seats, 
a/c. Cummins red top 525hp, 40,000 miles 
on overhaul. Tires & brakes 75%. $35,000. 
712-254-0984  (P08)

TV INSPEcTIoN

2002 Ford E450 cUES camera van: 
Night Owl Series camera, approximately 
1,500 ft. of cable, 56k miles, Stock#02-99. 
$37,950. 2000 Workhorse cUES cam-
era van: Night Owl Series camera, ap-
proximately 1,500 ft. of cable, CUES 
multi-grout chemical pumping system, 
500 ft. of Quad-Line chemical/air/water 
hose, 18k miles, Stock#00-99. $42,950. 
For more pictures and info please visit 

www.letsrollautoandequipment.net
or call 719-494-4927, co P08

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 EQUIPmENT

2006 cAT challenger MT455B (4WD) 
AG Tractor: 6,700 hours. S/N N274069 
with Calumet 3,750-gallon liquid-ma-
nure vacuum tank. Like-new condition. 
........................................  $40,000 firm

call John 609-517-4229, Fl P08

2013 Keith huber King Vac: ASME 
and DOT code tank, high-pressure pump 
- 35gpm. Mounted on 2013 CAT truck.

Tony Poss 214-649-9935, TX P08

2011 Keith huber Berringer II: ASME 
and DOT code tank, high-pressure 
pump. Mounted on 1998 Ford truck.

Tony Poss 214-649-9935, TX P08

2013 Keith Huber King Vac ASME and DOT 
code tank, high-pressure pump 35 gallons 
per minute mounted on 2013 Cat Truck. 
Tony Poss 214-649-9935 (P08)

2011 Keith Huber Berringer II ASME and DOT 
code tank, high-pressure pump mounted on 
1998 Ford truck. Tony Poss 214-649-9935 
  (P08)

VAcUUm loADERS

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)

huge inventory of new and used in-
dustrial vacuum loaders. Visit www.
NewVacuumTrucks.com for more info 
and pictures.

call 888-432-9070 or email 
Info@UsedVacuumTrucks.com

P08

1999 Sterling with a 3,200-gallon Cusco 
Master Vac high-dump unit. (Stock# 3378V) 
www.VacuumSalesInc.com (888) VAc-
UNIT (822-8648) (PBM)

WANTED
Wanted: Portable toilets, handicap toilets, 
and hi-rise units. Please contact Lance 561-
346-9296 or lance@redtoilets.com  (P12)

 
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)

2012 Jetstream X4200 water blaster: 
250hp w/40k @ 9.7gpm w/#7 plungers. 
Only 290 hours. Being sold as a package 
with all hoses, hand guns, nozzles, spare 
parts, & accessories. Call for info & pricing 
860-496-0933. (P08)
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www.pumper.com
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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

TANKS
Vacuum Tanks - New: Sizes from 1,000-
4,300 gallons. All complete! Delivery avail-
able. www.JEagleTanks.com. Contact 
Jerry: JEagleTanks@yahoo.com or 800-
721-2774. (PBM)

2008 LMT 3,000-gallon carbon steel vac-
uum tank.  (Stock# LMT3000V) www.Vac 
uumSalesInc.com (888) VAc-UNIT (822-
8648)  (PBM)

ToolS
crust Busters: Portable, lightweight ma-
chine, guaranteed to mix up septic tanks and 
grease traps! Save time and money! www.
crustbusters.com, 1-888-878-2296. (PBM)

T&T Tools, Probes, Hooks: Probes feature 
steel shafts with threaded and hardened tips. 
The insulated mighty Probe™ tested to 
50,000 volts. Top Poppers™ open manhole 
covers easily. Free catalog.  www.TandT 
tools.com. Phone 800-521-6893. (PBM)

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

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)

TRUcKS -
mIScEllANEoUS

1999 Ford F450 Super Duty XlT: 
300K miles, 7.3 T.D., automatic trans-
mission. Air conditioner, power win-
dows, power locks, tilt, cruise, recline 
seats. 1,000-gallon capacity tank, 
Jurop vacuum system, custom service 
body.  ....................................$17,000

985-807-3554, lA P08

2008 Peterbilt 367: Oilfield equipped, only 
54,000 miles. $115,000. ISX 550 Cummins 
diesel, 550 horsepower, 18-speed trans-
mission, 20,000 lb. front, 46,000 lb. rears, 
80-barrel water tank with Fruitland 500 
pump. Call or email Del at 815-459-7751 or 
dayscrawford7@att.net for more information 
including pictures.  (P10)
 
2003 International Eagle 9900i. Wheelbase 
252", day-cab. New: paint, interior, seats, 
a/c. Cummins red top 525hp, 40,000 miles 
on overhaul. Tires & brakes 75%. $35,000. 
712-254-0984  (P08)

TV INSPEcTIoN

2002 Ford E450 cUES camera van: 
Night Owl Series camera, approximately 
1,500 ft. of cable, 56k miles, Stock#02-99. 
$37,950. 2000 Workhorse cUES cam-
era van: Night Owl Series camera, ap-
proximately 1,500 ft. of cable, CUES 
multi-grout chemical pumping system, 
500 ft. of Quad-Line chemical/air/water 
hose, 18k miles, Stock#00-99. $42,950. 
For more pictures and info please visit 

www.letsrollautoandequipment.net
or call 719-494-4927, co P08

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 EQUIPmENT

2006 cAT challenger MT455B (4WD) 
AG Tractor: 6,700 hours. S/N N274069 
with Calumet 3,750-gallon liquid-ma-
nure vacuum tank. Like-new condition. 
........................................  $40,000 firm

call John 609-517-4229, Fl P08

2013 Keith huber King Vac: ASME 
and DOT code tank, high-pressure pump 
- 35gpm. Mounted on 2013 CAT truck.

Tony Poss 214-649-9935, TX P08

2011 Keith huber Berringer II: ASME 
and DOT code tank, high-pressure 
pump. Mounted on 1998 Ford truck.

Tony Poss 214-649-9935, TX P08

2013 Keith Huber King Vac ASME and DOT 
code tank, high-pressure pump 35 gallons 
per minute mounted on 2013 Cat Truck. 
Tony Poss 214-649-9935 (P08)

2011 Keith Huber Berringer II ASME and DOT 
code tank, high-pressure pump mounted on 
1998 Ford truck. Tony Poss 214-649-9935 
  (P08)

VAcUUm loADERS

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)

huge inventory of new and used in-
dustrial vacuum loaders. Visit www.
NewVacuumTrucks.com for more info 
and pictures.

call 888-432-9070 or email 
Info@UsedVacuumTrucks.com

P08

1999 Sterling with a 3,200-gallon Cusco 
Master Vac high-dump unit. (Stock# 3378V) 
www.VacuumSalesInc.com (888) VAc-
UNIT (822-8648) (PBM)

WANTED
Wanted: Portable toilets, handicap toilets, 
and hi-rise units. Please contact Lance 561-
346-9296 or lance@redtoilets.com  (P12)

 
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)

2012 Jetstream X4200 water blaster: 
250hp w/40k @ 9.7gpm w/#7 plungers. 
Only 290 hours. Being sold as a package 
with all hoses, hand guns, nozzles, spare 
parts, & accessories. Call for info & pricing 
860-496-0933. (P08)
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PORTABLE RESTROOM OPERATOR

TM

“The very day we found out we’d have to move our shop, somebody 
came through the door and said, ‘Do you want to buy Buck’s back?’ It 
was really a door closing, door opening, all in the same day.” They quickly 
jumped at the chance.

Today their business is exclusively portable restrooms, serving the 
100-mile-wide Willamette Valley. They’ve got about 1,500 Satellite Industries 
units — gray Tufways and Maxims (and a few white ones for weddings, and 
green units for their University of Oregon tailgating; “quack shacks,” they call 
them after the Oregon Ducks mascot), several ADA-compliant Freedoms 
and wheelchair-accessible Liberties — an Ameri-Can Engineering Crowd 
Pleaser restroom trailer, and two smaller Comfort Station trailers from 
Advanced Containment Systems, Inc. About 50 percent of their work is 
special events, including, in 2012, the U.S. Olympic track-and-field trials.

 

Making connections

The Welds live in Sweet Home so they’ve always had the hometown 
advantage for the Jamboree and Buck’s has done it since its beginning in 
1996. They feel confident they’ll retain the work as long as they provide good 
service and a reasonable price.

 

the Main event

In the early ’90s, when Sweet Home came up with an idea to help 
fund civic projects, this little town asked a big star to perform at their first 

country music festival. Surprisingly, Wynonna Judd said yes and the festival 
has attracted top talent ever since. In 2012, the 9,000 residents welcomed 
40,000 visitors August 3-5, most of whom camped out. Judd was back to help 
celebrate the Jamboree’s 20th anniversary, along with Rascal Flatts, Dierks 
Bentley, the Charlie Daniels Band, and enough performers for 22 shows on 
two stages. Other attractions included beer and wine gardens, merchandise 
booths and a kids’ zone. The event is held in a no-facilities, 20-acre park-like 
setting near the edge of the picturesque town.

 

By the nuMBers

The company brought in 265 units (20 Maxims, 10 Freedoms, 20 
Liberties, one Standing Room Only urinal unit, and the balance Tufways), 
three restroom trailers, and 73 hand-wash stations (half Satellite Industries 
Waves from the company’s inventory, the rest PolyPortables, Inc. Tag Alongs 
rented from a colleague).

Some 115 units, including five handicap-accessible, were set up at the 
main venue — a few at bus stops, the hospitality center, and parking lots, 
but the bulk in large banks, along with six to eight hand-wash stations, were 
placed at the four corners of the facility. The crew placed the ACSI trailers 
near the stage for the performers and the Ameri-Can Engineering trailer in 
the food court/beer garden, along with the urinal unit.

Thirty units and six hand-wash stations were arranged in two banks 
at a smaller, adjacent venue. The rest of the inventory was taken to 23 
campgrounds. Thirteen units were rented to individual campsites.

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

<<< The Buck’s team includes, from 
left, Milah Weld, Susie Sieg, Josh 
Wooley, Sten Weld, Scott Weld and 
Eric Brownrigg.

(continued)

the teaM

Lisa and Scott Weld, owners of Buck’s 
Sanitary Service in Eugene, Ore., have a 
staff  of 10 — an offi  ce worker, yard worker, 
part-time mechanic and seven drivers. 
Lisa works in the offi  ce answering phones 
and managing the creative and marketing 
side while Scott fi lls in on everything 
from management to running routes to 
maintenance. Five people worked on the 
Oregon Jamboree along with the Welds 
and their three children, Maren, 9; Milah, 
13; and Sten, 17; who are accustomed to 
helping out at events.

 

coMpany history

In April 2012, Lisa and Scott Weld 
bought Buck’s — for the second time. Th eir 
fi rst crack at it was in 1995 when Scott’s 
father heard the 20 -year-old business was 
having problems. Th e family made an off er 
to the founder and operated it for four 
years as an add-on to their trash and septic 
service business. In 1999, when Weld’s 
father retired, they sold it to a national 
solid waste company. Weld went to work 
for that company, then 10 years later tried 
his hand again at self-employment in the 
trash business. A few challenges cropped 
up, but they turned out to be fortuitous, 
says Lisa Weld.

(continued)

<<< Susie Sieg, of Buck’s Sanitary Service, 
unloads a Satellite Industries Maxim 3000 

restroom at the Oregon Jamboree.
(Photos by Peter Krupp)

tHe JoB: Oregon Jamboree
locAtIoN: Sweet Home, Ore.
tHe PRo: Buck’s Sanitary Service

tHe JoB: Oregon Jamboree

oN locAtIoN

“The very day we found out we’d 
have to move our shop, somebody 
came through the door and said, 
‘Do you want to buy Buck’s back?’ 
It was really a door closing, door 
opening, all in the same day.”
Scott Weld

Taking
           a Bow

At the oregon Jamboree 
music festival, the crew 
at Buck’s Sanitary Service 
provides service that singsprovides service that sings
BY BettY dAGeFoRde

 Let’s roLL

Eight times, Sunday through Wednesday, a caravan of three trailers 
made the hour-long drive up Interstate 5 from the company’s yard to the 
Jamboree site to deliver units. Two of their 15-year-old company-built 
trailers held 16 units each and a third trailer carried 20 (also company-built, 
using an Explorer receiver from McKee Technologies, Inc.). The company 
used service vehicles to pull the trailers.

Weld tried a new approach for the removal process. Sunday night 
and continuing Monday, the team pumped and moved all units to a single 
staging area, which he felt simplified the job. “It’s easier to send a driver to 
pick up toilets if they’re all in one spot,” he explains. “I probably spent a little 
bit extra labor, but at least you don’t have to send somebody with a map to 
go to this campground, get these six, go to another campground, get these 
eight. Then you start leaving sinks behind and the (handicap unit) doesn’t 
fit. It’s just a logistics nightmare trying to get the loads to work out.” During 
the week, they grabbed units as schedules permitted.

 

keepin’ it cLean

Jamboree organizers required someone be on site and available by 
radio at all times so Weld, his son and another member of the team stayed in 
a motor home at one of the campgrounds.

Venue units were serviced each night from 11 p.m. to 2 a.m. At 6:30 
a.m. they started in on the campground units, finishing around 9:30 a.m. 
During the day, they pumped out 20 RVs and 19 holding tanks — 10 at the 
two shower facilities and the balance for the food vendors.

Five service vehicles were used: A 2010 Peterbilt 335 and a 2008 
International 4300, both built out by Progress Vactruck with 1,500-gallon 
waste/500-gallon freshwater aluminum tanks; a 2001 Isuzu FTR from 
Workmate/FMI Truck Sales & Service with an 850-gallon waste/350-gallon 
freshwater steel tank; and two 2000 International 4700s built out by Lely 
Manufacturing Inc. with 750-gallon waste/350-gallon freshwater steel tanks. 
All have Masport pumps.

Waste was transported to the company’s yard each night and transferred 
to a 20,000-gallon tank. From there, another pumping contractor picked up 
the waste and disposed of it by land application.

 

saMe But different

In one sense, Weld was an old pro at this event, so it was “pretty much 
business as usual,” he says. On the other hand, the size and scope had 
changed significantly over the years — their first year, they brought in 60 
units for one venue and four campgrounds. “That was the most difficult 
thing for me,” he says. “So I had to get my act together.” He quickly got his 
arms around it. “You’ve got to just scratch your head and kick it in gear and 
go. We didn’t stop moving all weekend.” ■

Advanced Containment 
Systems, Inc.
800/927-2271
www.acsi-us.com

Ameri-Can Engineering
574/892-5151
www.ameri-can.com

Lely Manufacturing, Inc.
800/334-2763
www.lelyus.com

Masport, Inc.
800/228-4510
www.masportpump.com

McKee Technologies - 
Explorer Trailers
866/457-5425
www.mckeetechnologies.com
(See ad page 46)

PolyPortables, Inc.
800/241-7951
www.polyportables.com
(See ad page 33)

Progress Vactruck
800/467-5600
www.progressvactruck.com

Satellite Industries
800/328-3332
www.satelliteindustries.com
(See ad page 27)

Workmate/FMI Truck  
Sales & Service
800/927-8750
www.fmitrucks.com

MORE INFO

^^^ Milah Weld helps out her father’s crew, keeping restrooms and hand-wash 
stations stocked with soap and paper products at the Oregon Jamboree, includ-
ing these Wave sinks from Satellite Industries.

^^^ Satellite Industries Tufway restrooms are lined up and ready to go before the 
Oregon Jamboree, complete with lighting strung in the front of the units.

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

Personal customer attention 
drives Alberta Septic Systems
Page 26

EYE EYEEYEEYE
A Watchful

Pennsylvania’s Jeff Rachlin
serves clients with thorough
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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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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 
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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.
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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 
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you know it needs oil changed at certain intervals, you’ll do it,” he adds. “� e 
same thing is true with septic systems. Once they’re educated, customers 
will follow up with service intervals.”

After pumping a tank and performing a 20-point inspection for a new 
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years. In addition, contracts give customers a built-in motivation to stick 
with the company. (If a customer moves, the contract is transferable to the 
new homeowner; if the new owner doesn’t want it, the old owner may get 
a credit for work not performed, or might owe the company money if the 
payments made don’t equal the value of the work performed.)

“It takes them out of the market,” Rachlin explains. “When they have a 
problem, they know they can call someone who’s familiar with their system, 
instead of looking through the Yellow Pages or going on the Internet to 
� nd someone. Plus, it keeps their price down because the biggest cost for 
us is getting out to a job and back. So if we can schedule, say, six houses at 
a time, it helps us be more e�  cient, and we can pass those savings on to 
the homeowners.”

COMMON-CENTS STRATEGY
Rachlin says he settled on the idea for maintenance agreements when 

an HVAC contractor tried to sell him a maintenance plan on a new system in 
his home. “I � gured if they can do it, why can’t we?” he says.

Here’s how the contracts work: In 
exchange for quarterly payments, OnSite 
Management performs two inspections a 
year, which includes a pumping, if needed. 
� e technician checks the solids level 
and the structural integrity of the tank above the liquid level, cleans � lters, 
� ushes the laterals, and hydro-pressurizes the system once a year. If a tank is 
emptied, a technician also checks its structural components.

“Early on, we were going to do maintenance intervals three to four times 
a year, but we’ve found that twice-a-year intervals are more cost-e� ective,” 
Rachlin says.

As a bonus, homeowners that sign maintenance contracts get billed at 
regular hourly rates for after-hours emergency calls, Rachlin says.

Technicians � ll out and leave behind a copy of a checklist so the 
homeowner knows when the inspection occurred, the condition of system 
components and whether repairs are needed. If it’s a serious issue, sta� ers 
send out a letter and/or make followup phone calls.

Rachlin declined to disclose the price of the quarterly contract fees, 
but notes it’s a direct function of how much time technicians spend on-
site – a � gure the company got a better handle on over time. “Our customer 
checklists show us solids-content trends … which help us better predict 
when a tank will need to be pumped,” he says. “� at, in turn, allows us to 
schedule visits to other nearby customers, which boosts e�  ciency.”

EQUIPPED FOR THE WORK
Technicians use the company’s four Ford pickup trucks to do 

inspections, and they can perform minor repairs during the inspections. 
Along with the pickup trucks, OnSite Management owns a 2007 Volvo truck, 
built by Advance Pump & Equipment, Inc. and equipped with a 4,000-gallon 
aluminum tank and a Demag-Wittig  RFL-100 pump made by Gardner 
Denver; a J-3000 Jet Set portable pipe cleaner made by General Pipe 
Cleaners/General Wire Spring; a GenEye pipeline inspection and locating 
system, also made by General Pipe Cleaners; a RIDGID SeeSnake pipeline 
inspection camera; and a RIDGID NaviTrack Scout sonde pipe locator.

� e company also relies on a 2007 Volvo tri-axle dump truck, a Mack 
single-axle dump truck, a 25-ton trailer made by Eager Beaver Trailers, a 25-
ton trailer made by Rogers Brothers Corp., a 2011 PC 160 excavator made by 
Komatsu Ltd., a CT322 compact track loader made by Deere & Co., a 420D 
backhoe/loader manufactured by Caterpillar Inc. and a 2012 E35 compact 
excavator made by Bobcat Co.

(continued)

The paper trail used to bog down some aspects of operations at OnSite 
Management Inc. in West Chester, Pa. But that changed dramatically when 
the company went to cloud-based data storage, which greatly improved 
productivity by providing companywide access to documents – even for 
employees on remote work sites, says Jeff Rachlin, one of the company’s 
co-owners.

As an example, septic system inspection reports that used to be 
available only in paper form are now scanned as digital .pdf � les and 
posted on a remote server employees can access via home computers, 
laptops and smartphones. The company pays a minimal monthly fee for 
the service, he says.

“It really helps after normal 
business hours or on weekends,” 
Rachlin says. “If I need records, I don’t 
have to run back to the of� ce and get 
information. Plus, it helps me talk more 
intelligently to customers if they call me 
after hours.”

As another example, Rachlin 
cites something as simple as a 
materials list for a septic system 
installation. Rachlin puts it on the 
server where it’s easily accessible 
to a work crew. So if a crew � nishes 
a project early, they can access the 
materials list for the next job and get 
started instead of coming back to the 
of� ce to retrieve a hard copy.

“It’s hard to quantify (productivity and pro� tability gains),” he 
continues. But he says the crew no longer has to spend valuable time 
searching for records.

“With 5,000 customers, and sometimes working on 10 to 20 accounts 
at a time, the cloud makes information management much easier and 
convenient,” he concludes. “I used to � gure that if you could access any 
information within two minutes, you were pretty ef� cient. (Cloud computing) 
knocks it down to literally seconds, depending on the Internet speed.”

Cloud Computing
Raises Productivity Sky-High

Field services technician Dave 
Burgess gets ready to measure 
the solids level in a residential 
septic tank.

I used to � gure that if 
you could access any 
information within two 
minutes, you were 
pretty ef� cient. (Cloud 
computing) knocks 
it down to literally 
seconds, depending on 
the Internet speed.

- Jeff Rachlin

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 
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Rachlin says he settled on the idea for maintenance agreements when 
an HVAC contractor tried to sell him a maintenance plan on a new system in 
his home. “I � gured if they can do it, why can’t we?” he says.

Here’s how the contracts work: In 
exchange for quarterly payments, OnSite 

Field services technician Dave Field services technician Dave 
Burgess gets ready to measure Burgess gets ready to measure 
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T o improve cash � ow, operate more e�  ciently, 
lower prices, and boost customer loyalty while 
fending o�  competitors, OnSite Management Inc. 

in West Chester, Pa., employs a simple and inexpensive 
tool: maintenance contracts.   

Je�  Rachlin, who owns OnSite Management along 
with partners Bud Baroni and Derald Hay, says the 
company has been using maintenance contracts for about 
10 years. Slightly more than 20 percent of the company’s 
5,000 or so accounts have signed maintenance contracts, 
and that number continues to grow.

“� e rest of our customers just haven’t reached that 
teachable moment yet, where they’ve just had a major 
repair or watched the previous homeowner go through 
a $10,000 to $40,000 system replacement,” Rachlin says. 
“� ey � gure ‘If it ain’t broke, don’t � x it.’ Everyone learns 
di� erently … but usually, cost is a big in� uence.”

OnSite Management – which tests, designs, 
inspects, installs and services septic systems  in a four-
county area in southeastern Pennsylvania – markets the 
contracts to new customers after installing a system, and 
to existing customers, but only after their system passes 
an inspection.

Rachlin says maintenance agreements bene� t both 
customers and the company.

For customers, regular inspections save money in 
the long run by detecting small problems before they 
lead to costly system failures. And customers appreciate 
making smaller quarterly payments instead of receiving 
one large pumping bill. � e contracts e� ectively enable 
them to amortize the cost of tank pumping over the life of the contract, 
which runs for three years. Furthermore, they end up paying less for service 
because the company can schedule pumping routes more e�  ciently.

For OnSite Management, quarterly contract payments generate more 
consistent cash � ow, as opposed to one pumping fee charged every several 

FOUNDED: 1997
OWNERS: Jeff Rachlin, Bud Baroni and Derald Hay
EMPLOYEES: 9
SPECIALTIES: Testing, designing, inspecting, 
installing and pumping septic systems
SERVICE AREA: Southeastern Pennsylvania
AFFILIATIONS: Pennsylvania Septage Management Association, National 
Association of Wastewater Technicians
WEBSITE: www.onsitemgt.com

OnSite Management Inc., West Chester, Pa.
Pro� le

★★
Pennsylvania

EYE 
A Watchful

By Ken Wysocky

Pennsylvania’s OnSite Management grows its 
maintenance contract business to provide quality, 
routine care for customers’ septic systems and build 
a more consistent revenue stream

Owner Jeff Rachlin records data
from the Jet Inc. control panel

on a drip dispersal system.
(Photos by Jack Ramsdale)

REPRINTS years. In addition, contracts give customers a built-in motivation to stick 
with the company. (If a customer moves, the contract is transferable to the 
new homeowner; if the new owner doesn’t want it, the old owner may get 
a credit for work not performed, or might owe the company money if the 
payments made don’t equal the value of the work performed.)

“It takes them out of the market,” Rachlin explains. “When they have a 
problem, they know they can call someone who’s familiar with their system, 
instead of looking through the Yellow Pages or going on the Internet to 
� nd someone. Plus, it keeps their price down because the biggest cost for 
us is getting out to a job and back. So if we can schedule, say, six houses at 
a time, it helps us be more e�  cient, and we can pass those savings on to 
the homeowners.”
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to existing customers, but only after their system passes 
an inspection.
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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 
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Pennsylvania’s OnSite Management grows its 
maintenance contract business to provide quality, 
routine care for customers’ septic systems and build 
a more consistent revenue stream

Personal customer attention 
drives Alberta Septic Systems
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SOLD
Sell your equipment in Pumper classifieds

Reach over 25,000 potential buyers each month when you  

list your equipment in the classified section. Plus, your  

listing is placed automatically online at the Pumper website.  

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

an electronic magazine that is e-mailed to readers.  

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

Scan the 
code  

with your 
smartphone.

Why wait?  
Go to  

pumper.com/classifieds/place_ad
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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-Powered 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-Powered Compressors

Duct & Chute Cleaning Spinners

Mag Wheel Under Carriage Cleaner

Air Recovery Works on Walls

Power Take-Off Pressure Washers

Honda-Powered 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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