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Prior to owning 

Satellite|PolyPortables 

trucks my average 

service time was 

between 7– 8 minutes.  

Now, our service time is 

3 – 4 minutes. That’s a 

significant reduction in 

cost, not to mention 

better customer service.

Doug Gredvig
Owner
Area Restroom Solutions

2019 - KENWORTH - 2150 GALLONS

Aluminum Tank                               

$118,206

2019 - HINO - 1600 GALLONS

Dual -Side Service - Carbon Tank

$113,415

800-883-1123
See our full truck inventory on-line at: 

satellitetruckxpress.com 

Reduce the price you pay for a truck 

and you reduce overhead, right? 

Absolutely, but the biggest cost 

savings happens when you 

purchase trucks that 

reduce service times. 

TruckXpress designs 

trucks with all the 

service components 

close together. Fewer steps 

between the wand, freshwater fill, 

spray hose and storage cabinet 

saves time. It’s also easier on 

the driver.

Over the life of a truck, saving 

2-3 minutes per service is the 

best way to reduce overhead and 

increase profits.

Shopping smarter isn’t all about the 

price you pay for the truck, it’s the price 

you pay to service each restroom.

“

”

Trucks Designed To 
Reduce Your Overhead

ROAD TESTED.

ROUTE TESTED.

CUSTOMER
RECOMMENDED.

www.satellitetruckxpress.com


www.natvac.com


4     Pumper • May 2019

Contact Alan @ 786-908-5436
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‘09 Peterbilt 335
Automatic

33,000 GVW
196,000 miles

New 2500 gallons  

$60,000

New Tanks  
In Stock

available from  
2500 -5000 gallons

‘08 Freightliner M2
263,000 miles, 10 speed,

425 HP, New tires all around, polished 
aluminum rims, aluminum hose tray, 

40K rear, 20K front
New 4000 carbon steel tank, 

New Masport Hydra pump water cool  

$70,000 

IN  PRODUCTION 

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 Treatments
Drainfi eld

Rejuvenation Kits 

Seal-R™  

Sizes:

12", 15", 18",  

24", 30",  

36", 42" Get the Exact Size for Each Job!

Plastic riser pipe gives an  

exact height each time.  

Try our system and never  

have to carry concrete 

pipe and lids again. 

Save time by not having 

to assemble multiple 

sections.

• Easy 10 minute installation!

• Secure fit for all systems!

•  Made & sold by septic 
installers!

•  Prevent ground water  
infiltration and  
save money  
at the same time!

Seal-R
Lids, Rings &

Hinge Systems

Stock Up  
for Spring
Customized Lids

(Hinges Available On 24"-42")

Add Your Company Name

BrenLin Company, Inc
Est. 1998 • Manufacturers of Seal-R™ Products

888-606-1998 | www.seal-r.com

http://www.lenzyme.com
http://www.27TH-TRUCKS.com
http://www.seal-r.com


EXPECT QUALITY.

Let’s face it, your job can be difficult.  Long hours & grueling work can certainly take its toll.  

The last thing you need to worry about is failing equipment — especially when so many people 

depend on you.  That’s why knowledgeable owners turn to Transway.  Our custom-built 

vacuum trucks are assembled with the utmost care and attention to detail.  When it comes to 

reliability, you can’t beat Transway.  We think you deserve some dependability.  Don’t you?

314 Lake Avenue N., Hamilton, ON  L8E 3A2  |  t:  800-263-4508  |  e:  sales@transwaysystems.com  |  www.transwaysystems.com

CUSTOM BUILT.  DRIVEN BY YOU.

mailto:sales@transwaysystems.com
http://www.transwaysystems.com
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The first truck at Danbury Septic Tank Service went up in 
flames, but the small family pumping business recovered 
and has enjoyed a long, satisfying ride.

ON THE COVER: Connecticut’s Danbury Septic Tank Service has been pumping 

tanks and solving homeowners’ onsite issues for more than 50 years. Richard and 

Carole “Muzzy” Chiarella are shown with a Peterbilt truck from Transway Systems 

carrying a 4,000-gallon tank and Masport pump. (Photo by Kevin Blackburn)

20
Tough Start. Fantastic 50.

   - Steve Lund
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In support 
of dealers 

everywhere.
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What makes Fruitland® such a great company?  

For starters, we sure do make great products—

our best-in-class pumps are engineered to rock-

solid specifications.  However, we believe it’s 

our network of knowledgeable, local dealers 

that really sets us apart.  We just wouldn’t be 

Fruitland® without our dealers. Through close 

relationships, the insight they provide, and the 

dedicated support they offer, our dealers help 

everyone who puts their faith in Fruitland®.  

A strong dealer network just makes sense—

after all, local dealers make it their priority 

to support local clients.  It’s really that simple.  

Unfortunately, some manufacturers are foregoing 

dealers, and selling straight to their customers. 

Are they making more money?  For sure.  Can 

we do this, too?  Yes, but we won’t.  We believe 

in providing a reliable pump that is serviced by 

a dedicated local dealer.  We don’t skimp on 

quality, and we certainly won’t skimp when it 

comes to support.  So, come and discover why 

the Fruitland® standard is the standard.

314 Lake Avenue N., Hamilton, ON  L8E 3A2  |  t:  800-263-4508  |  e:  sales@transwaysystems.com  |  www.transwaysystems.com

CUSTOM BUILT.  DRIVEN BY YOU.324 Leaside Avenue  Stoney Creek, ON  Canada  L8E 2N7

T: 905-662-6552  |  TF: 1-800-663-9003  |  F: 905-662-5412 

www.fruitlandmanufacturing.com 

MEMBER OF

®
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2016 International 4300 2012 Freightliner M2

2012 International 4400

2007 International 8600

2009 Peterbilt 335

 2011 Freightliner M2  2012 Freightliner Cascadia

Paccar Px-8 (300 HP), Allison Auto,  

197K Miles, New 2500 Gal. U.S. Tank,  

New Jurop PN-84 Razor-Pak (317 CFM) 

$66,000

Cummins ISC, 350K Miles, 9 Spd,  

New 3600 Gal. U.S. Tank, New Jurop LC-420  

Razor-Pak Vacuum Pump (425 CFM) 

$82,000  

Detroit DD13 (485 HP), 10 Spd, 285K Miles,  

New 5000 Gal. U.S. Tank, New Jurop LC-420  

Liquid-Cooled Vacuum Pump (425 CFM) 

$108,000

Cummins ISB (285 HP), 74K Miles, Allison Auto,  

New 1800 Gal. U.S. Tank, New Jurop  

PN-58 Razor-Pak Vacuum Pump (230 CFM)  

$77,000

Cummins ISB (285 HP), Allison Auto,  

49K Miles, New 1800 Gal. U.S. Tank, New Jurop  

PN-58 Razor-Pak Vacuum Pump (230 CFM)  

$69,900

 DT-466 (310 HP) 204K Miles, Auto,  

Jake Brake, New 3600 Gal. U.S. Tank,  

New Jurop R-260 Vacuum Pump (363 CFM)  
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Cummins ISM (410 HP), 10 Spd, 341K Miles,  

New 4000 Gal. U.S. Tank, New Jurop LC-420  

Liquid-Cooled Vacuum Pump (425 CFM)  

$78,500

UNDER CDL

UNDER CDL

www.NationalTruckCenter.com

Sold exclusively at  
National Truck Center

2016 Freightliner M2

Cummins ISB, 52K Miles, Allison Auto,  

New 2500 Gal. U.S. Tank, New Jurop  

PN-84 Razor-Pak (317 CFM)  

$78,000

PRE-EMISSIONS

2010 International 4400

DT-466 (310 HP), Auto, 162K Miles,  

New 3600 Gal. U.S. Tank Dump Tank, New Jurop 

LC-420 Liquid-Cooled Vacuum Pump (425 CFM)  

$79,500
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A
few stories I’ve read recently remind me of the challenges pumpers 

and onsite system inspectors face today and how, in some ways, it 

seems like common sense has gone out the window. Read on and let 

me know if you agree.

 

A bathroom for every day of the week

The Wall Street Journal published an interesting report recently explain-

ing that homes today are being built with many more bathrooms than in the 

past, and the change is causing problems for septic system designers. The 

story quoted Realtor.com statistics that since 2010, almost seven in 10,000 

U.S. homes have 10 or more bathrooms. That figure was one in 10,000 homes 

in the 1970s.

The story quoted a New York Realtor who says average homes used to 

have one to two bathrooms but that today families feel like each child has to 

have his or her own bathroom. And the Realtor reports that most of the high-

end estates he sells today have 10 or more bathrooms.

What’s driving the race to add restrooms? Professor Nick Haslam of 

the University of Melbourne in Australia explains the phenomenon in his 

book, Psychology in the Bathroom. “I think many people are becoming more 

disgust-prone, not less, and as human waste is a primordial object of disgust 

and other people’s waste is more disgusting than one’s own, this motivates a 

desire to have separate rooms,” he states in the book.

Realtor John C. Kean had this to say to The Wall Street Journal about the 

onsite problem homeowners face with so many bathrooms: “You’re going to 

lose power, lose the pump, people aren’t there for six months and you’ll have 

no idea the pump isn’t working so you can’t flush any toilets … 75 percent 

of these bathrooms are never being used except for Thanksgiving and the 

Fourth of July.”

Tell pumpers something they don’t know.

Yes, pumpers realize people view human waste as disgusting, and they 

certainly have learned that other people’s waste is more disgusting than 

their own. But what do many pumpers say about the odors they encounter 

on the job? “That’s the smell of money!”

LEAVE NO TRACE

Seriously, though, there is truth in the complexity of caring for systems 

in these McMansions with so many bathrooms. Owners of these big estates 

may often fail to understand that septic systems have flow-capacity limits. 

They are not used to having someone suggest curtailing their activities — for 

instance watching the amount of flushing during a big weekend affair — or 

the consequences of inviting 50 visitors to stay overnight and they all take 

long showers at once in the morning.

Estate owners also may not understand what it takes to replace or re-

pair tanks or drainfields. I’ve heard many a pumper say the wealthiest clients 

want massive onsite projects completed without any evidence that a blade 

of grass was out of place. They say landscaping interruptions are out of the 

question.

And the dynamics of following the underground route of the tanks and 

field lines escapes the high-end homeowner. They are dead sure you can do 

all that work without disturbing the swimming pool or tennis court. Also, if 

you start on a Monday morning, you can certainly be done by their Wednes-

day afternoon book club meeting. Oh, and about the noise; there can’t be 

any. And, of course, your crew can’t use their bathrooms during construc-

tion, but there is also no way they will allow an unsightly portable restroom 

in their yard.

I remember growing up in a house where six of us shared one bath-

room. I guess there are some places in the world where one person now has 

six bathrooms. These are both extremes and it’s true that most families have 

found a happy medium when it comes to the number of bathrooms in the 

home. Have you worked on any of these large estates and encountered chal-

lenges? Let me know about it and I’ll share your story with Pumper readers.

 

Slacking off on onsite rules is OK: The Health Department

In Indiana’s Allen County, near Fort Wayne, county commissioners re-

cently sent the wrong message about timely reporting of forms associated 

with septic system inspections. And in this case, it’s doing nothing to help 

homebuyers, home sellers or pumpers who are concerned about keeping 

the environment clean.

Regulations for several years have required homeowners to submit a 

form proving they told prospective buyers about their right to seek a time-

of-sale inspection by a certified septic system evaluator. According to The 

READING BETWEEN THE LINES

(continued)

Today’s McMansions Are 
Flush With Bathrooms
It seems like every occupant in a home these days needs a private privy. And at the same time, 
homeowners have less of an understanding of how their septic system works.  By Jim Kneiszel, Editor

There is truth in the complexity of caring for systems in 

these McMansions with so many bathrooms. Owners of 

these big estates may often fail to understand that septic 

systems have flow-capacity limits.
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Contact Jim with 

your comments, 

questions and 

opinions at  

editor@pumper.com. 

MADE IN THE U. A.

mailto:editor@pumper.com


Contact Jim with 

your comments, 

questions and 

opinions at  

editor@pumper.com. 

• 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.

2013 Hino
260 h.p., Auto, AC,  

New 2500 Gal., Jake Brake  

2006 International 8600 
4000 Gal., Auto, Pre-Emission

2007 Sterling 9500
New 4100 Gal., Low Miles, 460 h.p., 10 spd.

Seven 2007 Peterbilt 378s
Low Miles, 475 h.p., Cummins ISX, 8 spd. LL

2005, 2006, 2008 Macks In Stock!
4100 Gal., New Tank and Pump, 400 h.p., 10 spd.

 

$67,000
 

$77,000

 

$69,000

 

In Progress
 

Call for Price

 MADE IN THE U.S.A.

NEW & USED IN STOCK

BUY FACTORY DIRECT

2011 International Prostar
4,000 Gal., Cummins ISX, 450 h.p., 10 spd.

Full Hydraulic Dump 

 

Call for Price

PRE-EMISSION PETES
7 to Choose From!

Available Options:

• Hydraulic Hoist System

• Rear Opening Door

• Multiple Compartments

• Heated Valves

• Electronic Gallon Indicator

• Interior Plumbing

• Fluid Level Indicator

• Pump & Blowers

• Interior Epoxy Coated Tank

• Lift Axles

• Jetter Box

• Heavy Duty Jetter System

• 20K Front Axles

www.vacuumtruckusa.com
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Journal Gazette newspaper, real estate agents handling property sales were 

dragging their feet and failing to submit these disclosure forms within 30 

days of closing as required.

So the county Health Department is going to reinforce the rules and in-

sist these documents are filed on time to prevent misunderstandings about 

an important and potentially expensive issue for property transfers, right? 

Wrong. A Health Department administrator proposed eliminating a $25 fine 

for nonreporting, telling commissioners that the real estate sales commu-

nity found the fine was punitive.

THE WRONG APPROACH

Punitive? A $25 fine for failing to prove an inspection disclosure to 

homebuyers? Ask the homebuyers. They wouldn’t likely agree with that as-

sessment. They wouldn’t want to give up any protections the Health Depart-

ment regulations afford them to ensure a functioning system upon move in.

And neither would pumpers who serve the county. Septic system pro-

fessionals too often find themselves in the middle of messy disputes be-

tween buyers and sellers because of lax or absent time-of-sale rules. When 

systems fail, they get the call to provide emergency service — which it seems 

always comes on a weekend or holiday. They are the ones who are asked to 

blame either the new or previous owner for problems discovered after the 

sale. They get to hear the criticism when homeowners and government of-

ficials unfairly charge that these failures indicate decentralized wastewater 

treatment is inferior to municipal sewer systems.

There is no excuse for giving responsible parties a pass when failing to 

file the appropriate onsite reporting forms. This situation is like forgiving a 

speeding ticket because the motorist decided not to pay it on time. We know 

that would never happen. ■

DENVER TRUCK SALES
303-291-0960 | denvertrucksales@aol.com | denvertrucksales.net

5293 Vasquez Blvd., Denver, Colorado 80216

14,600 lbs. FA, 500 Cummins, jake,  
13 spd trans, 46,000 lbs. RA on air susp., 
New paint, DOT checked, rods and mains 

checked, 3360 gal vacuum dump.  
Full opening rear door. POR.

2000-2500 gal vacuum tank with 
Masport H-75, 1/4" steel, 1 baffle, top 

and rear manways 20", inside and outside 
scrubbers, valves, work lights, full fenders, 

heavy duty rear bumper, hose hooks, 
float, vacuum and pressure gauge,  

2"-4" valves.

18-20,000 lbs. FA, 450-500 Cummins, 
jake, 18 spd trans, 46,000 lbs. RA on 
AD-246 susp., 90 barrel vacuum tank, 

Masport HXL-400 pump.

ISX-Cummins, 450 HP, jake, FRO-16210 C 
trans, 40,000 lbs. RA on air susp. New 80 

barrel tank, Masport HXL-400 pump,  
New paint, rods and main bearings 

checked, top and rear manways, inside 
and outside scrubbers, 2"-4" rear valves, 

5° slope front to rear.

2006 Kenworth T-800 2007 Kenworth

2006 International 9200

$24,950 $57,950 plus F.E.T. on tank

Superior Quality since 1969. We Manufacture 500-4500 Gallon Vacuum Tanks.  
Fruitland, Masport, Jurop, NVE pumps and 4S blowers! 50 heavy trucks in stock.

Portable Toilets  |  Holding Tanks  |  Hand Wash Units  |  Accessories

TUFF-JON
In Business Since 1959

mailto:denvertrucksales@aol.com
www.denvertrucksales.net
www.arnorthamerica.com


■

Toll Free: 1-800-843-9286 | 812-985-2630 | Fax: 812-985-3671

Email: aschenk@tuff-jon.com | Website: www.tuff-jon.com
The TSF Company Inc. 

2930 S St. Phillips Rd. | Evansville, IN 47712 

TJ Junior Single
Free Standing Sink

(16 gallons fresh water)
Containment Tray

TJ Handy Stand
Waterless Gel Touch 

Dispensers

60 Gallon Rinse Tank

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

•  Standard holes  
are 2 - 3" holes 
with plugs

•  Can customize 
holes to match  
your specs Interior View of Deluxe TJ-IIISink Lifting Bracket

90 Gallon Free-Standing Sink
with Optional Handicap Accessible Sink 

(45 gallons fresh water)

100 Gallon Fresh 
Water Supply Tank

Tuff-Jon III

Tuff-Jon

• Lifting Bracket  

Assembly

• Sky Heater

• Corner Shelf

• Towel Dispenser

• Hand Washer  

Available For Both 

Styles of Tuff-Jon

Portable Toilets  |  Holding Tanks  |  Hand Wash Units  |  Accessories

TJ Shorty

TUFF-JON
In Business Since 1959

TJ Kids

mailto:aschenk@tuff-jon.com
http://www.tuff-jon.com
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Fast & Flexible Financing with AP

Financing For New & Used  
Sanitation Equipment

100% FINANCING ON YOUR PORTABLE RESTROOMS, PUMPER TRUCKS, & MORE!

Contact Us Today!

(888) 996-0305 
wastewater@apfinancing.com
www.apfinancing.com

Scott Enbom Mike Schultz

SAME DAY APPROVALS AVAILABLE

• Finance NEW & USED equipment
• Application-Only up to $150,000
• Same Day approvals available
• Seasonal payment options available
• Finance multiple units

mailto:wastewater@apfinancing.com
http://www.apfinancing.com
www.slideinwarehouse.com
www.keevac.com


www.mytana.com
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emails and alerts
Visit Pumper.com and sign up for 

newsletters and alerts. Get exclusive content 

delivered right to your inbox, and stay in the 

loop on topics important to you!

want more?
Find us on Facebook at 

facebook.com/PumperMag 

or Twitter at twitter.com/

PumperMag

It’s super important to 
complete the review process 
within the transaction period. 
That’s what I call the ‘golden 
moment.’

— How to Get Customer Reviews in Real Time

pumper.com/featured

CONNECT WITH US

MIDWEST FLOODING

industry 
comes together
Heavy rainfall and rapid 

snowmelt in mid-March triggered catastrophic flooding in Iowa, 

Wisconsin, Nebraska and Missouri, forcing thousands of people from 

their homes. The fast-rising floodwaters left long-lasting effects. 

Thousands of homes and businesses have been lost, along with 

crops, livestock, roads and other critical infrastructure. In this online 

exclusive, read about how septic pumpers and portable restroom 

operators are helping each other and their communities.

pumper.com/featured

REST AREA WATER SOFTENERS

effects 
on septic 
systems
Chloride levels in Minnesota 

surface water and 

groundwater resources are 

increasing, and maximizing 

efficiency of commercial 

water softening can reduce 

chloride discharge to the 

environment. Read about a 

study that was conducted 

recently to evaluate 

water softener settings 

and functionality at five 

Minnesota Department of 

Transportation rest area sites 

and to compare chloride 

levels in their septic systems.

pumper.com/featured

make your business 
more competitive
As a small-business owner, it’s natural to 
sometimes feel daunted. No matter how hard 
you try, you may never be able to compete with 
larger enterprises in terms of resource availability. 
But thanks to new technologies, even the smallest 
businesses can be competitive, gaining many of 
the same efficiencies that were previously the 
sole province of big corporations. Simply put, 
technology has leveled the playing field.

pumper.com/featured

GET BUSINESS BOOMING

find your 
ideal truck
Chad Johnson, owner of G&L 

Septic in St. Charles, Illinois, speaks 

highly of his 2018 International 

7500 — right now the only 

truck in his fleet. And it’s served 

him well as he pumps mainly 

residential septic tanks in a 30-

mile radius in the city roughly 40 

miles west of Chicago. Previously, 

Johnson had run trucks with 

3,600-gallon tanks, so his current 

4,200-gallon aluminum tank is an 

upgrade that allows him to get 

three loads per dump run.

pumper.com/featured

NEW TECHNOLOGY

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.vac-con.com
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Choose Your Model, Color And Accessories

uality Comes St

With five standard restrooms to choose from, it’s 

nice to know quality is the standard. The Global, 

Axxis, Tufway, Vantage and Maxim 3000 are 

time-tested restrooms with solid reputations.

Ron Crosier, President of Crosier’s Sanitary 

Service bought his first Tufways in the 1980’s 

and has this to say about their quality,
 
“The 

Tufway would be the best value and have the 

best ROI if it were twice the price. It’s a unit that 

never sees a bone yard.”

Pick your model, pick your color and pick your 

accessories, but first, pick quality. It’s timeless.
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

Tanks • Pumper Trucks • Vacuum Tank Trucks • Portable Toilet Trailers • Custom Fabrications • Environmental Equipment

Follow Us

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.

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

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

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

Thank you Scott from Scooter’s Septic Service 
for purchasing this 3500 gallon unit

http://www.wee-engineer.com
www.pumperhose.com


Choose Your Model, Color And Accessories...

Quality Comes Standard.

single wall

double wall

color options

sink options

flushing options

pump systems

www.satelliteindustries.com | www.polyportables.com | 800-883-1123

With five standard restrooms to choose from, it’s 

nice to know quality is the standard. The Global, 

Axxis, Tufway, Vantage and Maxim 3000 are 

time-tested restrooms with solid reputations.

Ron Crosier, President of Crosier’s Sanitary 

Service bought his first Tufways in the 1980’s 

global axxis tufway vantage maxim
3000

7 17 5 717

1 3 1 13

1 2 1 12

2 3 2 23

and has this to say about their quality,
 
“The 

Tufway would be the best value and have the 

best ROI if it were twice the price. It’s a unit that 

never sees a bone yard.”

Pick your model, pick your color and pick your 

accessories, but first, pick quality. It’s timeless.

http://www.polyportables.com
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Located in Cabot, Arkansas

www.bestenterprises.net 

COVER
STORY

PUMPER PROFILE

The first truck at Danbury Septic Tank 
Service went up in flames, but the small 
family pumping business recovered and 
has enjoyed a long, satisfying ride

By Steve Lund

TOUGH START. 
FANTASTIC 50.

The Danbury Septic Tank Service family includes 
Richard and Carole “Muzzy” Chiarella, son 
Richard “Richie” Chiarella II and grandson Drew. 
(Photos by Kevin Blackburn)

Danbury Septic Tank Service 
Danbury, Connecticut

OWNERS: Carole “Muzzy” 

and Richard Chiarella

EMPLOYEES: 4

SERVICES: Septic pumping, 

repair and maintenance,  

real estate inspections, 

grease trap service, onsite installations

SERVICE AREA: 30-mile radius of Danbury

WEBSITE: www.danburyseptic.com

Connecticut

D
anbury Septic Tank Service celebrated 50 years in business in 2018, 

which would be impressive for any business, but it’s even more im-

pressive for a company that suffered a disaster in its second year. 

The young company’s first truck went up in flames on July 1, 1970.

Carole “Muzzy” Chiarella — who with her husband, Richard Chiarel-

la, owns the company — recalls the day vividly.

“My husband was coming up out of Ridgefield (Connecticut), pull-

ing a hill. It was an older truck we had to put oil in just about every day. 

The truck backfired, the motor caught on fire and the flames came right 

up through the cab,” she recalls. “My husband jumped out and the whole 

truck was lost, right in the middle of the hill. He got out with his shirt 

burning.”

Richard Chiarella had another shirt in the cab of the truck that had 

$60 in the pocket. He briefly considered going in to get the money, but he 

thought better of it.

“We lost it, but that’s better than losing his life,” Carole Chiarella says. 

“The fire even melted the steering wheel. There was nothing there but a 

metal frame, no seats. That was our first downfall, but we ran out and got 

another truck, got back on the road and just kept on going.”

(continued)

http://www.danburyseptic.com


400 waste / 200 water 

BEST ENTERPRISES, INC.

300 waste / 150 water 

GH 800/300 Angle Drive Sys. Equipped with Masport 
HXL4, Dual Side Suction and MTH DC10 Wash Down 
Pump and Hose. Built Out of 304L Stainless Steel. 

Mounted on Ford F-550 4 x 2 Gas.

GH800/300 Hydraulic Sys. with Masport HXL4,  
Udor 3000 PSI Pressure Washer,  

Hannay Hose Reel, Stainless Steel Work Boxes.  
Mounted on 2019 Isuzu NRR.

GH 1100/400 Hydraulic Sys. with Masport HXL4, 
Dual Side Suction, Udor 3000 PSI Pressure Washer, 
Hannay Hose Reel, Drop Tray, Stainless Steel 

Work Boxes. Mounted on 2019 Hino 268A

GH1100/400 Hydraulic Sys. with Masport HXL4, 
Dual Side Suction, Udor 3000 PSI Pressure Washer, 

Hannay Hose Reel,  Stainless Steel Work Boxes. 
Mounted on 2019 Kenworth T270.

Best Enterprises, Inc.
Located in Cabot, Arkansas  

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

Slide-ins IN STOCK

Building Quality Stainless Steel Tanks Since 1978

IN STOCK 

$79,807

IN STOCK 

$91,597

IN STOCK 

$120,380

IN STOCK 

$114,817

BEST ENTERPRISES, INC.

Orders received by 2:00 Central Time will ship same day

Follow Us On

A Long Lasting, Dependable Tank Starts With ‘BEST ENTERPRISES’
And Is Finished With ‘QUALITY’, ‘SERVICE’ AND ‘LONGEVITY’!

http://www.bestenterprises.net
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OUR OPEN and SHUT CASE

For loving p-pod. 

50 YEARS OF TRUCKS

Kept on going and then some. The original truck, a REO Diamond T 

that was a converted oil truck with a 2,800-gallon tank, was replaced with a 

1967 Ford F-750 with a 1,600-gallon tank. Now Danbury Septic Tank Service 

is operating with truck Nos. 15 and 16, although there never was a truck No. 

13. Richard Chiarella just skipped that number. That kind of superstition is 

understandable for someone who had such bad luck with truck No. 1.

The company has two large frames in the office with photos of all the 

trucks Danbury Septic Tank Service has used over the years.

The current fleet includes a 2006 Peterbilt with a 4,000-gallon steel tank. 

It was built out by Transway Systems and has a Masport pump. The other 

truck is a 2007 Freightliner with a 2,500-gallon steel tank built out by Amthor 

International with a Jurop/Chandler pump.

Carole Chiarella’s family has four generations in the septic pumping 

business. Her grandfather started a septic pumping business, D and S Sep-

tic, in Norwalk during the early 1900s. Her father started M and M Septic in 

Danbury in 1950. Richard Chiarella and her brother, Phil Mazzucco, started 

Danbury Septic Tank Service together.

In the early 1970s, Carole Chiarella’s brother and Richard Chiarella split 

the company, with her brother taking the installation part and Chiarella tak-

ing the pumping.

The Chiarellas’ sons Richard “Richie” Chiarella II and Phil Chiarella 

also work for Danbury Septic Tank Service. Richie Chiarella  joined the com-

pany right after graduating from high school. The younger son, Phil Chiarel-

la, went to culinary school, became a chef and owned a restaurant for five 

years before joining the family business.

There is potential for a fifth generation in the business. The younger Rich-

ie Chiarella and his wife, Halaia, have a son, Drew, 8, close to the age the boys 

started helping their father on the pump truck during summer vacations.

 

DIVERSIFICATION

Now both Richie Chiarella and Phil Chiarella have also started com-

panies of their own. Richie Chiarella, 49, operates Hard Rock Contractors, 

which installs and repairs septic systems and does stump removal and other 

site work. Phil Chiarella, 42, operates PJ’s PortaJohns and Septic Service. 

Chiarella and his girlfriend, Toni Coladner, have a dog named Jewels that 

rides with Chiarella in the service truck and is well-known to customers. 

All three companies operate 

from the same property in Danbury.

At one point, both sons were 

working full time for Danbury Septic 

Tank Service and the company was 

operating three trucks. Only two are 

needed now since PJ’s PortaJohns 

and Septic Service has become a full-

time occupation for Phil Chiarella, 

although he is available to help out 

when necessary. Richie Chiarella 

works full time for Danbury Septic 

Tank Service and operates his con-

tracting business as a sideline.

PJ’s PortaJohns and Septic Ser-

vice has grown from one used truck 

and eight portable restrooms in 2006 

to three trucks with more than 200 

portable restrooms (mostly Poly-

John) and three JAG Mobile Solu-

tions restroom trailers.

Phil Chiarella’s most-used trucks are a 2016 Ram 5500 with an 800-gal-

lon wastewater and 350-gallon freshwater aluminum tank built by Amthor 

International with a National Vacuum Equipment pump and a 2011 Ford 

F-350 built out by Robinson Vacuum Tanks with a 400-gallon waste and 

200-gallon freshwater aluminum tank and a Conde (Westmoor) pump. He 

also uses a 2008 Ford F-750 with an 1,800-gallon waste and 400-freshwater 

Amthor International steel tank and Jurop/Chandler pump. Often PJ’s Por-

(continued)

The truck 
backfired, 

the motor caught 
on fire and the 
flames came right 
up through the cab. 
My husband jumped 
out and the whole 
truck was lost, right 
in the middle of the 
hill. He got out with 
his shirt burning.
CAROLE “MUZZY” CHIARELLA

Right: Mason Cleveland, left, and 
Richard “Richie” Chiarella II pump 

a commercial grease trap at a 
local restaurant using a Peterbilt 

truck from Transway Systems 
with a 4,000-gallon tank and 

Masport pump.

Below: Richie Chiarella returns 
the suction hoses to the service 

truck after a residential septic 
pumpout.
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COLLAPSE 
P-POD

Back view

STACK 
P-POD

LOVE 
P-POD

Front view

by Advantage Engineering

You will love our P-Pod™ Portable Sanitation restrooms because they collapse and stack for easier transport and storage. 

Your customers will love our distinctive design and comfort.  Case closed! 

Give us a call, email p-pod@tryadvantage.com or visit our web site for more information or to order on-line:

www.p-pod.ca   |   1.877.737.7535

TM

U.S. and International Patents Pending.  P-Pod is a registered trademark of P-Pod, Inc., licensed by Advantage Engineering Inc..

OUR OPEN and SHUT CASE

For loving p-pod. 
Smarter Portable Sanitation

The truck 
backfired, 

the motor caught 
on fire and the 
flames came right 
up through the cab. 
My husband jumped 
out and the whole 
truck was lost, right 
in the middle of the 
hill. He got out with 
his shirt burning.
CAROLE “MUZZY” CHIARELLA

mailto:p-pod@tryadvantage.com
http://www.pumper.com
http://www.p-pod.ca
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taJohns and Septic Service’s workers will empty the smaller trucks into the 

1,800-gallon tank so they don’t have to make so many trips to the wastewater 

treatment plant.

The elder Richard Chiarella, 73, has had two knee replacements and is 

semiretired now. Carole Chiarella, 74, handles the phones, bookkeeping and 

scheduling, as she has the entire 50 years. There were times she went out on 

the truck with her husband in the early days.

“I can’t afford her now,” Richard Chiarella says.

The company has had many workers who were not family members.

“There have been many employees over the years. Basically, it was a 

helper for each truck,” Carole Chiarella says. “It’s hard work dragging hoses, 

running the pumps, digging.”

 

MORE COMPLEX CHALLENGES

That part of the business — the hard work — hasn’t changed in 50 years, 

but lots of other things have.

“We used to go down to the local landfill in Danbury and they had a great 

big lagoon,” she recalls. “You’d back up to the lagoon and empty your truck 

and drive away, and it was probably $20. Now you’ve got the sophisticated 

sewer plant, and it costs you $80 to $90 per thousand gallons just to empty the 

truck, so if you got 3,000 or 4,000 gallons on there, you’re talking $300. Things 

have changed considerably as far as the dollars go. The regulations have in-

creased on the septic systems and how they are installed and the sizes, and 

now they have filters on them. Everything just got a little more complicated.”

Septic inspections for real estate transactions have become a substan-

tial part of Danbury Septic Tank Service’s business. Such inspections are not 

(continued)

It’s not unusual for entrepreneurs or anyone else to have a sideline busi-

ness — sometimes called a side hustle. It’s the same for almost everyone at 

Danbury Septic Tank Service — Richard and Carole “Muzzy” Chiarella along 

with their two sons, Richard “Richie” Chiarella II and Phil Chiarella.

Two of the sidelines, septic tank installations and portable restrooms, 

are not unusual for people in the pumping business, but along the way, the 

Chiarellas also acquired a duplex that they remodeled and are now renting. 

That’s become Carole Chiarella’s side hustle. The duplex was part of the 

package when Danbury Septic Tank Service acquired the property of another 

pumping business in 1997.

Over time, the Chiarellas fixed the roof, the windows and kept remodel-

ing as rental income came in. They’ve had good luck keeping tenants, Carole 

Chiarella says. Son Phil Chiarella, when he came back home to work in the 

family business after five years running a restaurant, lived in one of the units 

for 12 years.

“As each one of them moved out, that gave me the opportunity to make 

more improvements, because let’s face it, you can’t rip out a bathroom or 

rip out a kitchen when someone is living there,” Carole Chiarella explains. 

“When the units changed hands, I would go in and remodel a little bit more 

or paint a little bit more or do something to make it homey.”

In 2006, Phil Chiarella started a portable restroom operation, PJ’s Por-

taJohns and Septic Service. At first he split his time between that company 

and Danbury Septic Tank Service, but now his side hustle has become a 

full-time job. Danbury Septic Tank Service, where he still helps out if he’s 

needed, has become his sideline.

In 2008, RichieChiarella started Hard Rock Contractors, which installs and 

repairs septic systems and does stump removal, site work and rototilling.

The success of those side businesses makes their mom and dad ex-

tremely proud.

“The biggest thing for me was to see the accomplishment of both of my 

sons expanding their businesses,” she says. “Now we have excavating, por-

table restrooms and septic cleaning. That to me is very important because 

it’s all family.”

One sideline after another

Right: Working with a 
waterfront scene in the 

background, Richard “Richie” 
Chiarella II removes tank lids 
while Mason Cleveland pulls 

hose to the tank.

Below: Richard and Carole 
“Muzzy” Chiarella review the 

jobs for the day at the Danbury 
Septic Tank Service shop.



www.imperialind.com
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required by the state in Connecticut, but Chiarella says most banks require 

them. Even customers who don’t require bank financing usually want a sep-

tic system inspection, she says, especially if it is an older home.

The company grew substantially in the 1990s, first with the acquisition 

of another septic pumping business and the next year with the acquisition 

of that company’s property. The property is a 6-acre tract in Danbury in a 

mixed commercial-residential area. Danbury Septic Tank Service is the third 

septic pumping business to occupy the property.

The Chiarellas tore down some of the existing buildings and erected a 

40-by-60 steel building that houses all three of the family’s businesses.

The expansion has been a good move from the very beginning, although 

it was almost too good at first. Just before the business sale was completed, 

Carole Chiarella mailed out her monthly reminder postcards to Danbury 

Septic Tank Service customers whose service dates were coming up. The 

previous owner of the purchased business had done the same. 

“About a week after we purchased the business, we got 38 pump jobs in 

one day,” Chiarella recalls. “My husband and I were going crazy answering the 

telephone. We had our customers calling us, plus their customers calling us.”

 

DITCH THE INDEX CARDS

Richard Chiarella, who holds the third septic cleaning license issued by 

the state of Connecticut, 000003, says the biggest changes in the pumping 

business since he started are the vacuum pumps that empty tanks a lot faster 

than the diaphragm pumps that were on Danbury Septic Tank Service’s first 

two trucks. Another big change, he says, was regulatory: The state decided 

that septic tank access should not be more than a foot below the surface, to 

make sure they are still accessible even if the ground freezes.

“We are obligated to tell the homeowners when we get there that their 

tank is too deep and they are going to need a riser,” Chiarella says. If they do 

need a riser, Danbury Septic Tank 

Service custom makes them from 

high-density polyethylene pipe 

from Advanced Drainage Systems. 

Danbury Septic Tank Service buys 

the HDPE pipe in 20-foot lengths 

and cuts them to size on site.

Carole Chiarella takes care of 

the company’s scheduling. After 

every routine pumping, the compa-

ny calculates, based on the size of 

the system and how many people 

are in the house, whether it should 

be two or three years before the 

next service call. Chiarella main-

tains the information in a database 

and uses it to send out reminder 

postcards to the customers.

“When we first started in the 

business, we did all of this on in-

dex cards,” Chiarella recalls. “And 

then we would file them downstairs. When a customer would call, I would 

go downstairs and look through the file, pull the card and see the last time 

and the size and so forth. I’ve been in bookkeeping all my life. Back in the 

’80s I decided it was time to learn the computer, so I took some computer 

courses at the local high school. And then I took another computer course 

from some company. I’m not the best at it, but I poke along.”

She uses QuickBooks for the bookkeeping and Microsoft Works to 

maintain her database. Danbury Septic Tank Service’s website designer 

gives her technical assistance if she needs it.

Chiarella also handles marketing, which is through the phone book, 

Google and, to celebrate the 50th anniversary, an advertising campaign on 

the local radio station.

“Being in business 50 years, we’re very well-known, so we get a lot of 

referrals from customers,” she says.

She says their usual service area is a 30-mile radius from their shop in 

Danbury, but they have one large account, an auto racetrack, that is more 

than 40 miles away.

 

GREASE SERVICE

Chiarella’s recordkeeping and scheduling skills also get tested with 

grease pumping, another one of the company’s services.

“Grease is a big issue here because a lot of towns won’t take it,” Chiarel-

la says. “Danbury does take the grease, but I’m only allowed certain days. 

I can take 3,000 gallons twice a week. I have to figure it out — that I can do 

so many restaurants this day and this many that day — because I cannot go 

over 3,000 gallons.”

She says she can normally serve all the customers with two days a week, 

but she is always close to the limit of what the local treatment plant will ac-

cept. If she can’t dispose of the grease in Danbury, the options are treatment 

plants in New Milford and Torrington, both more expensive and farther away.

Chiarella is well-aware that it is impossible to please everyone, but she 

tries. The company’s slogan is “Service is our last name.”

“We give everybody a two-hour window. We say we’ll be there between 

10 and 12, or something like that, but 99 percent of our customers are very 

happy with that. We do try to accommodate everybody we can as quickly as 

we can, and we give everybody very good service. In my office I have a folder 

with letters from customers thanking us for the good service and saying the 

boys are polite. I keep those letters.”

Another letter she has kept is from the mayor of Danbury congratulat-

ing the Chiarellas on their 50th anniversary. It is in a frame in the office, near 

the photos of 50 years’ worth of trucks. That’s one way the Chiarellas have 

celebrated their anniversary.

Another way is visible to everyone who drives past their property in 

Danbury. There is a big sign out front that reads: “Thanks for 50 great years 

to all our customers and friends. The Chiarellas.” ■

We give 
everybody a 

two-hour window. 
We say we’ll be there 
between 10 and 12, 
or something like 
that, but 99 percent 
of our customers 
are very happy 
with that. We do try 
to accommodate 
everybody we can as 
quickly as we can.
CAROLE “MUZZY” CHIARELLA

Advanced Drainage Systems, Inc. 
800-821-6710
www.ads-pipe.com

Amthor International
800-328-6633
www.amthorinternational.com

JAG Mobile Solutions
800-815-2557
www.jagmobilesolutions.com

Jurop/Chandler 
800-342-0887
www.chandlerequipment.com

Masport, Inc. 
800-228-4510
www.masportpump.com
(See ad, page 63)

National Vacuum Equipment, Inc. 
800-253-5500
www.natvac.com
(See ad, page 3)

PolyJohn
800-292-1305
www.polyjohn.com
(See ad, page 83)

Robinson Vacuum Tanks
844-393-1871
www.robinsontanks.com
(See ad, page 56)

Transway Systems Inc. 
800-263-4508
www.transwaysystems.com
(See ad, page 5)

Westmoor Ltd. 
800-367-0972
www.westmoorltd.com
(See ad, page 29)

  MORE INFO

http://www.ads-pipe.com
http://www.amthorinternational.com
http://www.jagmobilesolutions.com
http://www.chandlerequipment.com
http://www.masportpump.com
http://www.natvac.com
http://www.polyjohn.com
http://www.robinsontanks.com
http://www.transwaysystems.com
http://www.westmoorltd.com
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HOSE &  
EQUIPMENT  
SPECIALISTS

www.MilwaukeeRubber.com 800-325-3730

Hose Distributor

Fast Shipping!

■

We give 
everybody a 

two-hour window. 
We say we’ll be there 
between 10 and 12, 
or something like 
that, but 99 percent 
of our customers 
are very happy 
with that. We do try 
to accommodate 
everybody we can as 
quickly as we can.
CAROLE “MUZZY” CHIARELLA

http://www.pumper.com
http://www.MilwaukeeRubber.com
www.mightyprobe.com
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info@cohsi.com l 630.906.8002 l www.cohsi.com

See our website for floor plans and options.

BATHROOM • SHOWER • SPECIALTY TRAILERS

THE MOST LAYOUTS AVAILABLE FOR 

HANDICAP ACCESSIBLE TRAILERS

GS-07F-0236V

Proudly Made 
Since 2003

PREMIER
Truck Sales & Rental, Inc.

7700 Wall St., Cleveland, Ohio 44125

800.825.1255

www.premiertrucksales.com

(2) 2013 FREIGHTLINER CORONADO VAC TRUCK

CUMMINS ISX15 @ 525 HP, 18 SPEED, 20/46 ON 

HAULMAX, 4,700 GALLON CURRY TANK, MASPORT 

PUMP, 255/70R22.5 STEERABLE LIFT AXLE

2015 MACK GU713 VAC TRUCK

MACK MP8 @ 500 HP, 10 SPEED, 110 BBL, 4,400 

GALLON J&J TANK, FRUITLAND PUMP, 2 13,500LB 

STEERABLE LIFT AXLES

2015 INTERNATIONAL 5900iSBA VAC TRUCK

CUMMINS ISX15 @ 500 HP, 18 SPEED, 20/46 ON AIR 

RIDE, 110 BBL, 4,800 GALLON J&J TANK, FRUITLAND 

PUMP, 295/75R22.5 STEERABLE LIFT AXLE

$99,500

(3) 2015 PETERBILT 367 VACUUM TRUCKS

CUMMINS ISX @ 550 HP, 18 SPEED, 20/46 ON AIR 

RIDE, 4,700 GALLON PIKRITE TANK, MASPORT PUMP, 

18,000LB NON STEERABLE LIFT AXLE

$99,500 $129,500

USED VACUUM CONTAINERS

25 CUBIC YARDS, HEAVY DUTY TUB STYLE,

6” OUTLETS ON EACH END, SEALED DOOR

STARTING @ $119,500

CALL FOR PRICING

2014 MACK GU713 VAC TRUCK

MACK MP8 @ 455 HP, 8LL, 18/44, J&J TANK, 

FRUITLAND PUMP, 2 13,500LB STEERABLE LIFT AXLES

REPRESENTATIVE PHOTO

$155,500

2013 FORTITUDE VACUUM TANK TRAILERS

130 BARREL, AIR RIDE SUSPENSION, 42’ OVERALL 

LENGTH, 11R24.5 STEEL HUB PILOTED WHEELS

$39,500

REPRESENTATIVE PHOTO

2012 KENWORTH T800 VACUUM TANK TRUCK

CUMMINS ISX @ 485 HP, 18 SPEED, 20/46 ON 

HENDRICKSON AIR RIDE, HTE TANK, FRUITLAND 

PUMP, 20,000LB STEERABLE LIFT AXLE

$99,500

http://www.premiertrucksales.com
mailto:info@cohsi.com
http://www.cohsi.com
www.shoring.com
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http://www.pumper.com
www.westmoorltd.com
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A
re you looking for a way to foster a stronger sense of team spirit 

among your employees? Are you nearing retirement and wondering 

about your exit plan? Do you have a family-owned pumping com-

pany and no family members interested in picking up the reins when you’re 

ready to hand them over?

Any or all of those situations — and perhaps a few others — might offer 

a reason to consider a novel approach to restructuring your business: turn-

ing it over to your employees.

As a concept, employee ownership goes back decades. Legislation 

passed in the 1970s created tax incentives to encourage it, and an estimated 

7,000 companies have some form of employee ownership, according to the 

National Center for Employee Ownership (www.nceo.org), based in Oak-

land, California. But it’s still unknown to many.

Employee ownership may be ready for a second look, however. Tucked 

into the national defense bill President Donald Trump signed in August 2018 

are provisions making it easier for small businesses to establish certain kinds 

of employee ownership arrangements.

Company owners who decide to convert their businesses to employee 

ownership do so for several reasons. “The primary motives are, first, to take 

care of the workforce,” says Loren Rodgers, executive director of the NCEO. 

Ownership gives employees an opportunity to reap greater rewards if the 

business is someday sold to another company.

Employee-owned companies, Rodgers continues, also find that the 

workforce benefits even if the business never changes hands — “they can 

continue to grow, with everybody pulling in the same direction.”

 

VARIATIONS

The most common form of employee ownership is called an employee 

stock ownership plan. Federal tax laws create incentives for employers to 

create ESOPs, allowing capital gains taxes to be deferred when the plan is 

established.

ESOPs tend to favor larger businesses established as C-corporations or 

S-corporations. Rodgers estimates that a company has to have at least 30 

employees before the benefits offset the costs of establishing an ESOP in the 

first place.

The good news is that ESOPs aren’t the only form of employee owner-

ship.

Smaller businesses are most often structured as limited liability corpo-

rations. And for LLCs, Rodgers notes a couple ways to set up some form of 

employee ownership plan.

And while they lack the tax incentives that promote ESOPs, these plans 

can produce the other advantages that many employers find with employee 

ownership — a means of sharing the rewards of success with their workers 

and, as a consequence, a more unified and productive workforce.

 

“INTERESTS,” NOT STOCKS

Unlike S- or C-corporations, LLCs don’t issue stock, the NCEO explains. 

They can’t offer ESOPs, and they can’t offer other forms of stock-based com-

pensation — such as stock options, restricted stock or conventional shares, 

according to the NCEO.

But they can still give employees an equity stake in the company in the 

form of “member interests,” Rodgers says.

These member interests take two 

forms. One is called “capital interests.” 

Rodgers compares capital interests in an 

LLC to a stock option grant in an S- or 

C-corporation. An employee is awarded 

part ownership in the LLC in the form of 

capital interests. Over time, as the value 

of the capital interests goes up (assuming 

the company is successful and grows), it’s 

similar to holding stock that rises in value.

In essence, the capital interests form 

of ownership is a retirement benefit, with 

the value realized only when the employ-

ee leaves or retires and sells back the inter-

ests in the company.

Rodgers says most LLCs opt for the 

other form of employee ownership, how-

ever, called “profit interests.”

As with capital interests, employees 

who are issued profit interests will share 

in the increase in the equity value of the 

interests over time. And as with capital interests, they won’t actually benefit 

from that increased value until they leave or retire and sell the interests back 

to the company.

But profit interests also enable employees to get a distribution of profits 

from the LLC over the course of their employment — similar to a profit shar-

ing program, but directly because they own part of the business. The profit 

distribution is taxed as ordinary income.

MONEY MANAGER

When Should You Consider Sharing 
the Company With Your Crew?
Employee ownership comes in many forms. Is one of them right for your operation?  By Erik Gunn

A lot of our 

member 

companies find that 

it’s just a lot more fun 

to work in a company 

where everybody feels 

like they’re members 

of the same team. 

There’s a conceptual 

shift in what it means 

to be an employee-

owner as opposed to 

just an employee.

Loren Rodgers

Er
ik

 G
u

n
n

Based in Racine, 

Wisconsin, Erik Gunn 

writes for magazines 

on business and 

other topics.

■

http://www.nceo.org


www.pumper.com • Since 1979 • May 2019      31

A business opting for one of these plans has 

a choice about how to treat the initial award of in-

terests to employees. Some may have employees 

purchase the interests, but most don’t, Rodgers 

says. Instead, the interests are awarded as a form 

of compensation.

Businesses usually buy back the interests 

when employees leave or retire at a price that re-

flects the gain in value of the company over time.

Since they are a form of compensation, an 

employee would typically pay tax on the value of 

the interests at the time they are awarded. Upon 

leaving or retiring, the employee would sell the 

capital interest, paying a capital gains tax assum-

ing that the interests are sold at a higher price 

than they were worth at the time of the original 

award.

Businesses with these sorts of plans typi-

cally have a vesting schedule that spreads out 

the total units of interests an employee receives 

over a couple of years or more. That provides an 

incentive for employees to stay longer, Rodgers 

explains.

 

PHANTOM PLANS

Still another approach employers can take 

that is similar, but not quite the same as employee 

ownership, is called a “phantom plan.” That is the 

equivalent of stock appreciation rights in the com-

pany, and the awards are taxed like a profit shar-

ing bonus, Rodgers says. The difference is “There’s 

no legal ownership; it’s purely contractual.”

Unlike conventional profit sharing systems, 

however, phantom plan formulas take into ac-

count the growth in the equity value of the com-

pany.

 

GET MORE INFO

As complex as these arrangements can be, 

getting thorough information is important. Any 

business owner looking to make such a dramatic 

change must also get appropriate advice from a 

professional who knows the ins and outs of your 

specific business and circumstances.

Rodgers suggests companies interested in 

employee ownership first research the subject 

as thoroughly as possible to become familiar 

with the process and details. The NCEO publish-

es its own guide to the subject, Equity Compen-

sation for Limited Liability Companies, which 

includes sample plan documents in Microsoft 

Word formats.

Legal advice is still essential, but Rodgers 

suggests learning as much as you can before se-

lecting a lawyer. And when you do retain an at-

torney, choose one who works with and under-

stands the laws relating to LLCs.

Perhaps by now you’re feeling a little intimi-

dated by the whole idea and ready to say, “Why 

bother?” That’s understandable, but this isn’t en-

tirely uncharted territory.

Many businesses that have opted for em-

ployee ownership report a genuine payoff, and 

so do their employees, Rodgers observes. An off-

shoot of the NCEO, www.ownershipeconomy.

org, spotlights research showing employee own-

ership’s benefits across the board.

Employee ownership helps align the inter-

ests of the company and its employees, spurring 

motivation and productivity. It gives people a 

reason to stay, and in a tight labor market, it can 

give them “a reason to join the company in the 

first place,” Rodgers says.

“A lot of our member companies find that it’s 

just a lot more fun to work in a company where 

everybody feels like they’re members of the same 

team,” he concludes. “There’s a conceptual shift 

in what it means to be an employee-owner as op-

posed to just an employee.”

Has your pumping business explored or 

implemented an employee ownership program? 

How did it work out? Share your story with Mon-

ey Manager by emailing editor@pumper.com. ■

http://www.pumper.com
http://www.ownershipeconomy
mailto:editor@pumper.com
http://www.wastequip-cusco.com
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Pressure Washers 
& Drain Jetting

Equipment

We Custom Build  
Machines To  

Your Specifications!

800-648-5011

www.camspray.com

sales@camspray.com
Van and Truck Mount Models Available

See All The Features And Specifications At CamSpray.com

STB Series

Trailer-Mounted Drain Jets

STB4012K $18,999
• 12 G.P.M. @ 4000 PSI
• 999 CC Kohler • 400' x 1/2"Hose

STB3015K $18,999
• 15 G.P.M. @ 3000 PSI
• 999 CC Kohler • 400' x 1/2"Hose

STB2712K $13,499
• 11.5 G.P.M. @ 2700 PSI
• 689 CC Honda • 400' x 1/2"Hose

STB3708K $13,299
• 8 G.P.M. @ 3700 PSI
• 689 CC Honda • 300' x 3/8"Hose

STB4007K $13,299
• 7 G.P.M. @ 4000 PSI
• 689 CC Honda • 300' x 3/8"Hose

•  DC-Powered Jet Hose Reel and 4-Nozzle Set
• Pressure Gauge & Hour Meter
• Electric Start with Low Oil Shutdown
• Pumps Handle Fluids Up To 160°
• Lockable Tool and Storage Boxes
• 150' Garden Hose on Manual Reel
• 300 Gallon Tank with Low Water Shut Off
•  Gearbox Drive Triplex Plunger Pump  

with Ceramic Plungers and Stainless Valves
•  Trailer with Industrial Painted Finish and  

15" Aluminum Wheels

•  Produces 25 Gallons Per Minute at 4000 PSI
•  74 HP EPA Tier 4 Final Compliant Hatz Turbo Intercooled Diesel Engine
•  Hydraulic Slide Out Swivel Reel with 500' x 5/8" Hose
•  Air Purge Valve and 18 Gallon Anti-Freeze Tank and Freeze Protection
•   Heavily Constructed Trailer with 2" x 4" Steel Tube Box Frame
•  26 Gal Fuel Tank Gives Hours of Run Time on a Single Fill
• Wireless Remote to Control Throttle Up and Down, Water Valve and More
•  350 Gallon Tank with 2" Hydrant Fill
•  Features 150' Wash Down Hose and Front-mounted & Over-fender Tool Boxes

TT4025HZ-35   
$52,995

•Risers
•IPEXPVCRibbedPipe
•CorrugatedPipe

ForaCompleteCatalogandPricing

•InjectionmoldedPolyPro
•Simpletoinstall-Easytoclea

InjectionmoldedT-Baffle™.

•InjectionmoldedT-Baffle
•Fits4”Sch.40andSDR-35pipe
•Simpletoinstall
•MayalsobeusedasInlet&

4”EffluentFilterand4”T-Baffle

4”SanitaryInlet/OutletT-Baffle

ANSI/NSF 

Standard 46

COMPONENT

ANSI/NSF 

Standard 46

COMPONENT

ANSI/NSF 

Standard 46

Sch.40&
SDR-35

SD-4

TB-4Housing
TB-4-18Housing

EF-4Combo

Housingand

EF-4Combo18

betweenfilter

Gas/SolidsDeflector

in6”T-Baffle™.
•InjectionmoldedPolyPro
•Simpletoinstall
•Easytoclean

InjectionmoldedT-Baffle™.

•Injectionmolded
•Fits4”Sch.40andSDR-35pipe
•Simpletoinstall
• MayalsobeusedasOutletTee

withSolidsDeflector

6”EffluentFilterand6”T-Baffle

6”SanitaryT-Baffle™

ANSI/NSF 

Standard 46

COMPONENT

ANSI/NSF 

Standard 46

Sch.40&
SDR-35

TB-6Housing

EF-6Combo

HousingandBushing

Deflector

Securedby6Verticaland4Horizontal Foamed-inPermanent
PolyurethaneGasket.

Holdsupto70lbsofConcrete

ConcreteKeepers

Verticaland
HorizontalSafety

™

timebetween

facebook.com/PumperMag

twitter.com/PumperMag

youtube.com/PumperMagazine

linkedin.com/company/pumper-magazine

Socially Accepted

WE OFFER ALUMINUM, STEEL & STAINLESS TANKS, 
 AS WELL AS BLOWER & VANE PUMP OPTIONS

877-248-8782
FULL PACKAGE FINANCING & LEASE OFFERS AVAILABLE

www.MidStateTruck.com

PRICES DO NOT INCLUDE TAX, 
TITLE & LICENSING FEES –  
SEE DEALER FOR DETAILS

2020 Int’l HV 607 
Cummins L9, 350 HP,  
Allison 10 Spd Trans.,  

4000 Gal. Alum Imperial Tank,  
NVE Blower or Vane Pump

2019 Isuzu NPR 
NEW Isuzu NRR, 5.2L Isuzu Diesel,  

Auto Trans.,  
1300 Gal. Alum Tank, 900 Waste/ 

400 Water, Masport HXL4V  
Vacuum Pump, 160 CFM

2011 Peterbilt 348 
PX9 350 HP,

Allison 3000RDS Trans.,
Air-Ride Susp.,

FA 20,000, RA 40,000
217,000 Miles

2010 Kenworth T800 
Cummins ISX15, 550 HP,  

18 Spd. Trans., Neway Air-Ride 
Susp., 401,386 Miles,  
FA 16,000, RA 46,000,  
Tri-Axle, 268" Wheelbase

2010 Int’l 7400 
Int’l MF10, 310 HP, Allison 3000RDS 

Trans., Walking Beam Susp.,  
FA 16,000, RA 40,000,  

201" Wheelbase, 113,925 Miles

2014 Mack Granite GU813
Mack MP8, 475 HP, 13 Spd. Trans.,  

Air-Ride Susp., 476,630 Miles,  
Quad-Axle, FA 20,000,  

RA 46,000, 245" Wheelbase

$84,900  
#588A-19

$77,900  
#648A-18

$49,900  
#629A-19

$85,900  
#566A-18

CURRENTLY BEING ASSEMBLED
CURRENTLY BEING ASSEMBLED

2020 Int’l HX 620 
Cummins X15, 505 HP,  
Allison 13 Spd Trans.,  

5000 Gal. Alum Imperial Tank,  
NVE 4310 Blower

2020 Int’l MV 607 
Cummins ISB, 260 HP,  
Allison 6 Spd Trans.,  

2500 Gal. Alum Imperial Tank,  
NVE 607 Vane Pump

USED

NEW

http://www.camspray.com
mailto:sales@camspray.com
http://www.MidStateTruck.com


FREE FREIGHT  

on Full Cartons!

LID MAY BE USED WITH OR  

WITHOUT CONCRETE CENTER

24” HEAVY DUTY MULTI-PURPOSE

FLAT RISER LID
Fits most commercially 
available:

•Risers
•IPEXPVCRibbedPipe
•CorrugatedPipe

Safety Screws
4 Horizontal

Vertical Safety 
Screws

ForaCompleteCatalogandPricing 

Call 1-800-382-7009  

Tuf-Tite®, Inc. 1200 Flex Court, Lake Zurich, IL 60047  

www.tuf-tite.com     |    800-382-7009  © 2013 Tuf-Tite®, Inc. 
All rights reserved.

18”14”

One-piece effluent filter fits in 4” 
Sanitary Tee.

•InjectionmoldedPolyPro
•Simpletoinstall-Easytoclean

InjectionmoldedT-Baffle™.

•InjectionmoldedT-Baffle
•Fits4”Sch.40andSDR-35pipe
•Simpletoinstall
•MayalsobeusedasInlet& 

Outlet Tee

4”EffluentFilterand4”T-Baffle™

4” Effluent Filter EF-4

4”SanitaryInlet/OutletT-Baffle™

86 ft. of 1/16” filtration area.

800 GPD

ANSI/NSF 

Standard 46

COMPONENT 

ANSI/NSF 

Standard 46

COMPONENT 

ANSI/NSF 

Standard 46

4” Sch.40&
SDR-35

SD-4

TB-4Housing 
18/carton

TB-4-18Housing 
12/carton

EF-4Combo 
Includes Filter, 
Housingand

EF-4Combo18
Increases time 
betweenfilter
cleaning.

Gas/SolidsDeflector

One-piece effluent filter fits 
in6”T-Baffle™.
•InjectionmoldedPolyPro
•Simpletoinstall
•Easytoclean

InjectionmoldedT-Baffle™.

•Injectionmolded
•Fits4”Sch.40andSDR-35pipe
•Simpletoinstall
•  MayalsobeusedasOutletTee

withSolidsDeflector

6”EffluentFilterand6”T-Baffle™

6” Effluent Filter EF-6

6”SanitaryT-Baffle™

244 ft. of 1/16” filtration area.

1500 GPD

ANSI/NSF 

Standard 46

COMPONENT 

ANSI/NSF 

Standard 46

4” Sch.40&
SDR-35

TB-6Housing

EF-6Combo 
Includes Filter, 
HousingandBushing

Gas/Solids 
Deflector

Securedby6Verticaland4Horizontal
Safety Screws. Screws Included.

Foamed-inPermanent 
PolyurethaneGasket.

Holdsupto70lbsofConcrete
for Added Safety.

ConcreteKeepers™ Tuf-Tite® Riser

Verticaland
HorizontalSafety

Screws

Water-TITE™  
Joint

Increases 
timebetween
filter cleaning.

http://www.tuf-tite.com


34     Pumper • May 2019

I 
n a recent Gallup Poll, sales professionals were ranked lower on honesty 

than members of Congress. This exemplifies why consumers are increas-

ingly looking to their peers, rather than companies, “gurus,” and other 

experts for advice on what to buy, eat, listen to, read and watch.

Amazon, for example, can attribute much of its success to mission-crit-

ical consumer reviews — raw peer-to-peer interaction that carries an enor-

mous amount of weight in the hearts and minds of wary consumers.

As more people participate and contribute to social media, consum-

ers are getting savvier by the day. The companies that thrive in this extreme 

vetting environment are the ones who boast salespeople who don’t actually 

sell. So many success and marketing books are published each year, and 

most of them are fluffy and useless. When added to the thousands of mar-

keting articles that also come out annually, there is a ton of information to 

sort through to the point of information overload.

This as online entrepreneurs and business owners face a tremendous 

number of obstacles when it comes to marketing their companies. I know 

because I’ve been through them all and, in working through these adversi-

ties, I have developed a precise method to achieve long-term online market-

ing success.

Here are three methods you can use right now to start to close sales 

without actually selling:

1. Garner reviews on both your website and third-party websites 

that you do not control.

From my experience, people have an aversion to asking for reviews from 

customers. It is an uncomfortable part of the conversation if not handled cor-

rectly. There is a right way and a wrong way to do it. The most critical key is 

timing. The best time to ask for a review is after the service is complete and the 

customer is entirely satisfied and happy with the product or service. Custom-

ers appreciate the question; it shows them you care about their happiness.

After they have confirmed they are happy, it’s time to ask for a review. 

There is no need to be pushy about it. Plant the seed and let them know you 

will send them an email with a link to where they can post their feedback. It 

is as simple as asking: “Is it all right if I send you a feedback email?” After the 

customer confirms, you have a commitment.

When sending the feedback request email, include a link directly to the 

URL where the customer can post a review. Make it as easy as possible.

It is best to get feedback on your website first because it is feedback you 

control and have the option to not make public. If the customer provides a 

five-star review in your review system, then email them again with the exact 

comment they posted, and include links to third-party sites like Yelp, the 

Better Business Bureau and Google Business.

2. Leverage your online reputation for building trust with potential 

customers.

If you have garnered reviews on your website and third-party websites, 

you are halfway there. It pains me to see companies with great reviews not 

make them visible on their sites. I think people consider it a form of bragging 

to display reviews. It is certainly not. From my testing, the last thing a cus-

tomer does before making a purchase is a Google search for your company 

name followed by “reviews” or “complaints.” People want to verify that you 

run an honest business.

I have found that displaying links to third-party review sites on your 

website shortens the sales process. People do not need to spend time search-

ing your company online or contacting references. Potential customers will 

know you value your reputation. By leveraging your online reputation, you 

have built trust and conveyed accountability. This is the cornerstone of be-

coming a salesperson who doesn’t sell.

3. Delegate, systematize and automate so you can shorten the sales 

process and sell while you sleep.

You have built up reviews and have them prominently displayed on 

your website. To keep the reviews coming in, it is vital to make obtaining 

five-star reviews a companywide initiative that you can delegate. We have 

all our salespeople and customer service representatives ask customers to 

leave feedback. We have found it helps to incentivize employees with bo-

nuses tied to reviews they bring in.

Reviews are a big part of shortening the sales process, though there are 

other sticking points. Make your frequently asked questions and terms and 

conditions visible to potential customers. Systematically answer their ques-

tions and concerns. What is the time frame for providing service? Who do I 

contact for problems?

To reduce resources needed in landing new customers, automate as 

much as possible. Email software such as ActiveCampaign can send out a 

drip of emails. Upload sales data to QuickBooks accounting software. Utilize 

a ticketing system like Zendesk to answer customer service requests. A mul-

BUILDING THE BUSINESS

Follow These Three Tips 
to Pick Up the Sales Pace
Tactical use of online reviews, reputation-building techniques and automation of systems 

will bring customers to your door faster  By Brian J. Greenberg
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Brian J. Greenberg is 

an e-commerce and 

marketing specialist and 

author of The Salesman 

Who Doesn’t Sell. 

To learn more, visit 

www.brianjgreenberg.com.

The last thing a customer does before making a 

purchase is a Google search for your company name 

followed by “reviews” or “complaints.” People want to 

verify that you run an honest business.

■

http://www.brianjgreenberg.com
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LiquidTruckSolutions.com Call Today for Specs and Pricing  800.327.5431

2020 Peterbilt 348, Cummins 350 hp, 10 spd, chrome package,  

4000 gal. carbon steel tank, 512 cfm pump. $137,500 Plus FET

2020 Peterbilt 337, 300 hp, chrome package, diff Lock, air ride, 

2500 gal. alum. tank, auto, 407 cfm pump. $125,900

2020 Mack, Cummins 350 hp.  Allison auto, 4000  gal. carbon steel tank,  

60K GVWR, 512 cfm pump, chrome package. $151,900 Plus FET

2020 Freightliner M2, 300 hp, diff lock, air ride,  

2500 gal. steel hoist tank. auto, 512 cfm pump

• Roger, Regional Manager 305-409-8603 

• RJ, Inside Sales 786-328-9330 

• George, VP of Sales 954-558-0816

Tank Truck Manufacturing Since 1950

2020 Peterbilt 348, 350 hp, Auto,  

4000 alum. tank, 512 cfm pump. $149,800 Plus FET 

Full Service Shop &  

Parts Department Tank Swap 

Alum., Steel & Stainless Steel Tanks

Specializing in Custom Built Trucks

We Buy Direct From Peterbilt, Kenworth,  

Mack, Freightliner, Ford, International,  

Dodge, Isuzu and Hino Chassis

Brian J. Greenberg is 

an e-commerce and 

marketing specialist and 

author of The Salesman 

Who Doesn’t Sell. 

To learn more, visit 

www.brianjgreenberg.com.

titude of software solutions are available to businesses to make the process 

more manageable.

 

BUILD THE ASSETS

Establishing an online reputation is like building assets that produce 

dividends. Every time you contribute to your assets, you are adding to a 

foundation that will continue to bring in revenue for the long haul. I have 

two golden rules: The first is to treat your customers with the same quality of 

service that you would like to receive, and the second is that happy employ-

ees mean happy customers.

With these fundamental concepts, businesses can build lean enterpris-

es that will serve their customers, employees and profits in the most success-

ful manner. ■

http://www.pumper.com
www.liquidtrucksolutions.com
http://www.tuf-tite.com
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SAVE THE DATES

800-236-6298

WWW.NAWT.ORG

YOUR SOURCE 

FOR REAL 
LEARNING

 For more 
information call:

Upcoming Training & Events

YOUR SOURCE 

FOR REAL 
LEARNING

Online Vacuum Truck  
Training Available!
Please visit our website 
for more information.

Intro to Design 
May 13-14, 2019
Prescott, AZ
Contact: Aaron Tevik
Email: atevik@cals.arizona.edu 

UA Adv Design
May 15, 2019
Prescott, AZ
Contact: Aaron Tevik
Email: atevik@cals.arizona.edu

CPOW Site & Soil
May 23-24, 2019
Alamosa, CO 
Contact: Lisa Nicoll 
Email: cpow@cpow.net

CPOW Inspector
May 30-31, 2019
Gunnison, CO 
Contact: Lisa Nicoll 
Email: cpow@cpow.net

Advanced Design
June 12, 2019
Payson, AZ
Contact: Aaron Tevik
Email: atevik@cals.arizona.edu

NAWT Design
June 27-28, 2019
Aurora, CO 
Contact: Lisa Nicoll 
Email: cpow@cpow.net

Inspection Training &  
Certification
August 28-29, 2019
Holiday Inn Casa Grande  
Casa Grande, AZ
Contact: Aaron Tevik
Email: atevik@cals.arizona.edu

CPOW Site & Soil
September 12-13, 2019
Arapahoe County Fairgrounds 
Aurora, CO
Contact: Lisa Nicoll 
Email: cpow@cpow.net

RETS Inspector
September 13-14, 2019
Arlington, TX
Contact: Lauren Trujillo
Email: rets@rets-llc.com

CPOW Installer
September 20, 2019
Gunnison, CO 
Contact: Lisa Nicoll 
Email: cpow@cpow.net

www.tankworldaz.com
12001 W. Peoria Ave

El Mirage, AZ 85335
Jerry’s cell 623-680-2037
tank.jerry1@gmail.com

Office 623-536-1199
Fax 623-935-4514
service@tankworldaz.com

Parts and Accessories In Stock
ASME & R stamp accredited UL 142 

We build Vacuum trucks, Septic trucks, 
Porta Potty trucks, and Body swaps.

We can do Steel, Stainless Steel and Aluminum.

Tank World CorpTank World Corp

Financing Available

ALL MAJOR BRANDS IN STOCK 
AND READY TO BUILD.

DESIGN, CREATE, BUILD

REMEMBERING 
THOSE  

WHO GAVE ALL

mailto:atevik@cals.arizona.edu
mailto:atevik@cals.arizona.edu
mailto:cpow@cpow.net
mailto:cpow@cpow.net
mailto:atevik@cals.arizona.edu
mailto:cpow@cpow.net
mailto:atevik@cals.arizona.edu
mailto:cpow@cpow.net
mailto:rets@rets-llc.com
mailto:cpow@cpow.net
http://www.tankworldaz.com
mailto:tank.jerry1@gmail.com
mailto:service@tankworldaz.com
www.nawt.org
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LANE’S VACUUM TANK, INC.
 3133 VANZORA RD.  •  BENTON, KY 42025

www.LanesMobiLeJohn.coMRodn y Lan ’s C LL

6 Hauler .....................

10 Hauler ...................

12 Hauler ...................

14 Hauler ...................

16 Hauler ...................

18 Hauler ...................

20 Hauler ...................

Used trailers also for sale

POLISHED ALUMINUM SKIRTING AND TOOL BOXES

SERVICE 
AND SUCCESS

PUMPER PROFILE

Michigan’s Raymond Daniels is 
dedicated to helping his customers, 
improving his industry and becoming an 
effective citizen legislator  By Ted J. Rulseh

Daniels Septic Service
Sterling, Michigan

Michigan

OWNERS: Raymond and 

Betty Daniels

YEARS IN BUSINESS: 42

EMPLOYEES: 6

SERVICE AREA: 30-mile radius 

SERVICES: Septic system pumping, portable

restroom rental

AFFILIATION: Michigan Septic Tank Association

WEBSITE: www.danielssepticservice.com

R
aymond Daniels just plain gets things done.

That’s true whether he’s building up his family’s septic pump-

ing and portable restroom business, advocating for his indus-

try as a Michigan Septic Tank Association board member or serving 

on the Arenac County Commission or Clayton Township Board.

The business, Daniels Septic Service, operates in a rural area 

around the community of Sterling (population about 550), in east-

ern Michigan about an hour north of Saginaw and a few miles inland 

from Lake Huron’s Saginaw Bay.

But Daniels has an impact statewide, working with MSTA col-

leagues to influence laws and regulations that benefit the industry, 

customers and the environment. As a fixture in local government, he 

sets aside partisanship and concentrates on solving problems and 

delivering high-quality services.

“If you don’t want to voice your opinion in public, then don’t sit 

back and complain about what’s going on around you,” says Daniels, 

who runs the business with Betty Daniels, his wife of 43 years. “When 

you have the opportunity to make a difference, you should take it.”

(continued)

Betty and Raymond Daniels are shown with 
their latest truck addition, a 2011 Freightliner 
with a 3,600-gallon aluminum tank from 
Imperial Industries and a National Vacuum 
Equipment pump. (Photos by Amy Voigt)

http://www.danielssepticservice.com


TOILET TRANSPORT TRAILERS

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

800.592.3308 • 270.527.9945
www.LanesMobiLeJohn.coM

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

Rodne y Lane ’s CeLL 270.832.3793

6 Hauler ..................... $3,500
10 Hauler ................... $4,600
12 Hauler ................... $5,000
14 Hauler ................... $5,500
16 Hauler ................... $6,100
18 Hauler ................... $7,000 
20 Hauler ................... $7,500

13" Tires • 25" High

Used trailers also for sale

All toilet trucks have heated fresh water valves. Wash down pumps  

inside cab to prevent freezing. HXL-4 Masport or NVE 304 vacuum pump. 

Rack for 2 toilets. Trailer Hitch. 50' 5/8" hose reel

25" Off the ground. 13" Tires. Spare Tire. Adjustable Hitch.  

3500 Pound Axles with Brakes. I Beam fold up on rear for handicap units

STEEL & ALUMINUM TANKS
POLISHED ALUMINUM SKIRTING AND TOOL BOXES

All Brands and Sizes of Aluminum Tanks and Trucks are Available

2019 HINO
1500/500 Aluminum Tank, Diesel .......................... $105,000

2300 Septic Aluminum Tank .................................. $106,500

NEW ALUMINUM TANKS
All sizes available

2019 FORD F-550
950/300 Aluminum Tank, Diesel................................$79,000 
4x4, Diesel ............................................................. $84,500
Gas ........................................................................ $70,200

950/300 Steel Tank, Diesel ........................................$77,000 
4x4, Diesel ............................................................. $82,500
Gas ........................................................................ $68,200

2019 DODGE 5500
950/300 Aluminum Tank, Diesel, 4x2 ...................... $81,000
4x4 ........................................................................ $86,500

950/300 Steel Tank, Diesel, 4x2  ............................. $79,000
4x4 ........................................................................ $84,500

BUILT BY PUMPERS FOR PUMPERS

http://www.LanesMobiLeJohn.coM
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with smart and safe products to help increase your 

production and keep your operators, customers and 

equipment safe in the most demanding of industrial 

cleaning applications.

fssolutionsgroup.com/Locations  |  Toll Free: (800) 822-8785

SONETICS hands-free wireless communication and hearing protection

� No man entry cleaning with the LOMBRICO ROV (remote operated 
vehicle) exclusively available from FS Solutions

ENGINE SHUT OFF ounding, and spill control systems 

TRAINING designed for the industrial cleaning industry taught by 
certifi ed trainers with years of experience

Call your local FS Solutions facility or 1-800-822-8785
for more details on our complete product and service offerings.

S A F E T Y  S E R I E S

Above: Betty and Raymond 
Daniels are flanked by 
members of the Daniels Septic 
Service crew, from left, Jack 
Dunn, Joy Landosky, Bryan 
Daniels and Roger Saddler. 
They carry 150 restrooms from 
Satellite | PolyPortables and 
PolyJohn.

Left: Technician Jack Dunn 
loads a Satellite | PolyPortables 
restroom onto a 2015 Ford 
F-550 flatbed truck carrying 
a vacuum unit supplied by 
National Vacuum Equipment 
with a tank from Northeastern 
Mfg. and a Battioni pump.

HUMBLE BEGINNING

Raymond Daniels went into business at the tender age of 21, leaving a 

job at a grain elevator and buying the company from cousin Claude Dan-

iels in 1977. Back then, the business consisted of a customer list and a 1968 

single-axle vacuum truck with a 1,200-gallon tank. “It had what we called a 

surge vacuum pump,” Raymond Daniels recalls. “It would create about 14 to 

15 inches of vacuum on a good day. The pump had a gasoline motor with a 

pull rope for a starter.”

On his cousin’s advice, he bought an electric cable machine to clear 

homeowners’ sewer lines so that on finishing a job he could be sure the toi-

let would flush. The early years were lean 

at times: “Years ago it was pretty typical 

in the winter to go a few days without 

pumping a tank. We took on a paper 

route in the middle of one winter for a 

little extra income.”

From there, the business evolved 

slowly but steadily. In 1983 he bought 

the company’s first portable restrooms 

— eight units that company founder 

George Harding helped Daniels assem-

ble. In the late 1980s, he bought a new 

2,200-gallon tank and mounted it on a 

used chassis. “We were servicing a lot 

of 1,000-gallon septic tanks, and with a 

1,200-gallon tank, we could pump one 

tank and that was all,” Daniels recalls.

Today the company operates two vacuum trucks to pump tanks mostly 

within a 30-mile radius of home base. The newest truck is a 2011 Freightliner 

purchased from Istate Truck (formerly V&H Trucks) with a 3,600-gallon alu-

minum tank (Imperial Industries) and water-cooled vacuum pump (Nation-

al Vacuum Equipment). The other truck is a 2007 Kenworth with a Battioni 

vacuum pump and a 2,000-gallon aluminum tank (also Imperial Industries).

The restroom fleet numbers 150 and includes Tufway and Maxim 3000 

models from Satellite | PolyPortables and Fleet models from PolyJohn, along 

with sinks from Satellite | PolyPortables. 

Two flatbed trucks perform double duty for hauling and servicing units. 

A 2015 Ford F-550 has space for six restrooms and carries a portable vacuum 

unit supplied by National Vacuum Equipment with a Battioni pump. It car-

ries a stainless steel tank from Northeastern Mfg. (400 gallons waste, 300 gal-

lons freshwater). A 1996 International 4700 is equipped with a PTO-driven 

Jurop/Chandler vacuum pump, also with a stainless tank, 400/300 gallons. 

It carries 10 restrooms.

 

A VERSATILE TEAM

A small and close-knit team keeps the business running smoothly. Bet-

ty Daniels, a semiretired registered nurse, works part-time in the office. Joy 

One thing 
we learned 

years ago is that 
your competitor is 
not your enemy. 
If you can get 
along with your 
competitor, it’s a 
lot better for you 
and for them. 

RAYMOND DANIELS

(continued)
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Let FS Solutions provide you
with smart and safe products to help increase your 

production and keep your operators, customers and 

equipment safe in the most demanding of industrial 

cleaning applications.

You should always operate this equipment in accordance with the manufacturer’s operating and safety instructions, and warnings, and in compliance with all applicable laws, regulations, industry standards and best practices. ©2019 FS Solutions Group.

fssolutionsgroup.com/Locations  |  Toll Free: (800) 822-8785

� SONETICS hands-free wireless communication and hearing protection

� No man entry cleaning with the LOMBRICO ROV (remote operated 
vehicle) exclusively available from FS Solutions

� ENGINE SHUT OFF, grounding, and spill control systems 

� TRAINING designed for the industrial cleaning industry taught by 
certifi ed trainers with years of experience

Call your local FS Solutions facility or 1-800-822-8785 
for more details on our complete product and service offerings.

S A F E T Y  S E R I E S

One thing 
we learned 

years ago is that 
your competitor is 
not your enemy. 
If you can get 
along with your 
competitor, it’s a 
lot better for you 
and for them. 

RAYMOND DANIELS

http://www.pumper.com
www.fssolutionsgroup.com/locations
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Landosky is office manager. Daniels’ son Bryan Daniels delivers and servic-

es restrooms along with Jack Dunn and handles land application of septage. 

Roger Saddler pumps septic tanks.

The septic pumping business thrives on repeat business and word-of-

mouth, augmented by a few signs posted along highways and a presence on 

the internet. “The Yellow Pages are just about a thing of the past,” Raymond 

Daniels says. “People seem to look to Google for everything. A lot of people 

want us to put them on a list and call them in three years or five years. We 

send those people postcard reminders and give them a little discount.

“One thing we learned years ago is that your competitor is not your en-

emy. If you can get along with your competitor, it’s a lot better for you and 

for them. Don’t get into a price war — nobody wins. You both end up losing 

money.” As an example of cooperation, Daniels points to a competitor on 

the restroom side: “She uses one of our trucks sometimes, I get toilets from 

her, she gets toilets from me. It works out a lot better that way.”

A challenge on the septic pumping side of the business is locating driv-

ers who have a CDL. “Part of it is that some people don’t care to go through 

the scrutiny of being drug tested,” Daniels says. Others who have a CDL can 

work on road construction for a higher wage than a septic pumper can sup-

port. To counteract that, Daniels provides substantial flexibility in time off 

for personal and family matters.

On the plus side, the smaller of the company’s two pump trucks has 

a 26,000-pound gross vehicle weight, the heaviest that can be operated 

without a CDL. The portable restroom truck drivers only need a chauffeur 

license.

Restroom rentals tend to be small and scattered. There are no big events 

requiring 20 or 30 units. The bulk of the market is in home residential con-

struction. Several builders rent units year-round; one contractor typically 

has three houses in progress at any given time.

Other rentals come from weekend parties at homes using one or two 

units at a time, and from campers. “We have one large campground that 

has two nice bathhouses,” Daniels says. “But a lot of people who camp there 

want their own portable toilet. On some weekends, we end up renting six to 

eight units at different campsites.”

Daniels finds training for team members easier on the restroom side 

because the work is repetitive: “You power-wash the toilet, deliver it to a 

site, add water and chemicals, put the hand sanitizer in. It’s always the same 

In September 2017 during SepticSmart Week, declared by Michigan’s 

governor, Raymond Daniels became a bit of a celebrity. WNEM-TV out of 

Saginaw included him in a news segment about the potential harm to water 

resources caused by failing septic systems and the importance of septic sys-

tem maintenance.

“The TV station called and said, ‘We’d like to talk to you about Septic-

Smart Week,’” Daniels says. “They had received a news bulletin talking about 

clean water in Michigan and people along the coastal highways who have 

septic systems.”

The Saginaw Bay Watershed Initiative Network cited an analysis indicating 

that 6,000 to 15,000 septic systems in a five-county study area were likely 

failing, releasing up to 1.26 billion gallons of sewage annually. “Three of the 

counties were places on the shore of Lake Huron where we do business,” 

Daniels says.

Filmed standing beside one of his pump trucks, he told the interviewer, 

“I tell people all the time: The only way to know for sure (if a septic system 

is functioning) is to open the tank and look at it. That will give you all the 

answers.”

He says part of the problem is people living full time in homes with septic 

systems built for weekend seasonal cottages. The key to avoiding problems, he 

says, is education: “It’s not that complicated to maintain a septic system. The 

cleaner the water going out of that septic system, the better for the environ-

ment. The DEQ and the Health Department are educating the pumpers much 

more than they ever did before. In turn, we can educate the homeowners.”

To this day, he’s not sure how the TV station chose him for the interview: 

“They may have just happened to call and catch me and I was willing to talk 

to them. They drove an hour to get to my place, and they drove by four or five 

other pumpers to get to me.”

On the airwaves

Above: Raymond Daniels probes to 
locate the access lid on a tank at a 
residential septic system.

Left: Technician Roger Saddler, left, 
and Raymond Daniels prepare to pump 
a tank at a campground in Sterling, 
Michigan. The vacuum truck is from 
Imperial Industries and carries a National 
Vacuum Equipment pump.
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things.” On the other hand, for septic truck 

drivers, every property is different. They may 

have to locate the tank in the yard, find the 

tank opening, dig up the tank and be alert for 

problems and defects.

MANAGING SEPTAGE

Septage management has been a chronic issue in rural Michigan. 

Daniels Septic Service land-applies the material and in 2002 installed a 

400,000-gallon tank for winter and wet-weather storage.

“We were probably the first in Michigan to put in a tank of that size,” 

Daniels says. “It works out great. Years ago, in the middle of winter you could 

apply septage on top of the ground, and then there were problems with run-

off. People at the Department of Environmental Quality say that since stor-

age tanks have come into play, they have a whole lot less problems.”

Daniels has about 145 acres, mostly his own land, permitted for appli-

cation; after setbacks and other considerations, only about 80 acres actually 

receive septage. “Everything is injected,” he says. “We use a 300 hp 1980s Al-

lis-Chalmers articulating tractor. We pull a 6,700-gallon tank (Du-Mar Tank) 

behind with nine injectors.”

Septage is injected 6 to 8 inches deep so that it won’t bubble to the sur-

face but still makes the nutrients available to the crops. Daniels farms the 

land for cash crops as animal feed, a good secondary source of income. He 

mainly rotates soybeans and wheat but occasionally plants corn.

 

INDUSTRY ADVOCATE

It was septage management that first drew Daniels into the policy arena 

as an MSTA board member. Michigan passed a law requiring any pumper 

within a 25-mile radius of a wastewater treatment plant to take septage there.

That posed a problem for pumpers who had no treatment plant nearby 

and had invested in storage. The concern was 

that a small community treatment plant could 

decide to take septage, and then pumpers 

within 25 miles of that facility would have their 

storage investments negated.

“I made several trips to Lansing with a 

couple of other folks from the MSTA board,” 

Daniels says. “We did a lot of negotiating with 

the DEQ. We reached an agreement where if 

you’re within 25 miles of a treatment plant, you have to take it there — unless 

you had your storage in place before that plant started accepting septage. 

That provision has no sunset on it. We can use our storage for as long as 

we’re in business.”

The MSTA doesn’t always win. Last summer a bill passed with support 

from the Farm Bureau allowing farmers to own portable toilet trucks, clean 

their toilets and haul the toilets without first pumping them, all without be-

ing licensed by the DEQ. That cut into restroom operators’ businesses. “We 

fought it hard, but the bill got passed and that’s what we have to live with,” 

Daniels says.

There’s another issue on the horizon: Some wastewater treatment 

plants in rural areas have turned to taking septage only three days a week. 

That’s a major problem for pumpers in those areas who can’t or prefer not to 

land-apply, Daniels say. “Even if they had storage tanks, the treatment plant 

will only take so many gallons. One of our board members said this opens 

the door for people to open private treatment facilities.”

 

ON THE BALLOT

Daniels takes an interest in government affairs outside his industry, 

serving his county and township. “I was a Clayton Township trustee for 18 

years, and in 2007 I decided to run for Arenac County commissioner,” he 

says. “We have five commissioners in our county, and in that year, all five of 

them were not re-elected, so we had five new commissioners.

“We showed up at the first meeting and none of the other four had ever 

served on a township board. They said, ‘Well Ray, I guess you’re chairman.’ 

They were all Democrats and I was a Republican, and they still voted me in 

as the chair. That’s how politics should be.”

Today, as Clayton Township supervisor, he is in theory the head of a 

board that also includes the clerk, the treasurer and two trustees. Daniels 

sees it differently: “We’re all equal — we all get one vote.” Whatever it takes 

to get the job done. ■

Imperial Industries, Inc. 
800-558-2945
www.imperialind.com
(See ad, page 25) 

Istate Truck Center
800-826-2308
www.istate.com

Jurop/Chandler 
800-342-0887
www.chandlerequipment.com
 

National Vacuum Equipment, Inc.
800-253-5500
www.natvac.com
(See ad, page 3) 

PolyJohn 
800-292-1305
www.polyjohn.com
(See ad, page 83) 

Satellite | PolyPortables 
800-883-1123
www.satelliteindustries.com
(See ad, page 19) 

  MORE INFO

@pumper.com
To learn more about 
Daniels Septic Service, 
take a look at a video 
profile of the company at 
www.pumper.com.

Raymond Daniels talks to son 
Bryan Daniels (driving the 
Allis-Chalmers tractor) as they 
prepare to pull a 6,700-gallon 
Du-Mar trailer tanker used for 
land application of septage on 
80 acres of farmland.

Septi- 
Marker

Bio-Septic 
Boost

FREE Shipping To New Customers. Use Promo Code PUMPER.

A Drainfeild  
Soil Restorative

RCS II, Inc. •  www.septicdrainer.com • (518) 812-0000

Sodium is the REAL problem.

Septic Drainer drives  
sodium OUT of the soil.

Custom  
vinyl decals

Removes  
Bio-Mat

http://www.pumper.com
http://www.imperialind.com
http://www.istate.com
http://www.chandlerequipment.com
http://www.natvac.com
http://www.polyjohn.com
http://www.satelliteindustries.com
mailto:@pumper.com
http://www.pumper.com
http://www.septicdrainer.com
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Delivered Price – Quantity Discounts
WaterCannon.com         1.800.333.9274 (WASH)

Industry Trained Staff

Orlando | Phoenix | Minneapolis | Hattiesburg | Melbourne | Toronto | Bogota   Int’l: 1-321-800-5763

Water Cannon is proud to be a MWBE

en Espanol: 1.800.917.9274

available from 8:30 a.m. to 6:00 p.m. weekdays E.S.T.

Customizable  
Jetter Packages

Cabinet 
Hot Water 
Heaters

12 or 120 Volt – 
Up to 2,000,000 

BTU’s
20 GPM

Hot Water LP
Natural Gas 

Oil Fired

Diesel 
Engine -  
Diesel 
Burner

Hydraulic Driven 
20 GPM up to 5000 PSI

3.5 GPM 
3500 PSI
7.5 HP

Portable  
Gas  

4000 PSI

Car And  
Truck Detailer 

Auto-Stop/Start - 
Complete  
with Reel 
100' Hose

Hot 
Water  
150° F – 

6'x6"

225 Gallon 
Gas and Diesel

7000 PSI  
Gas or  
Diesel  

Powered

Portable  
Auto/Truck 

Detailer

Hot Water
Electric  

Powered –  
Oil Fired

Hot Water 
Portable – 

Electric

Electric  
Heated –  
Electric  
Motor

High Capacity  
10 GPM

Up to 5000 PSI

3.5 GPM 
3500 PSI
 7.5 HP

Up to 50 HP
Up to  

8000 PSI

Industrial 
Package

 Hose Reel

Yard duty 
Trailer – 

100 Gallon

Up to  
10 GPM

 11,500 PSI

Up to 
2,000,000 

BTU’s
20 GPM

12 GPM – 
3500 PSI 

Honda
Kohler
Lifan

Portable 
Electric - 
Low RPM

Hot Water 
Portable  
420 cc 
Gas

Hot Water 
Portable 

440 cc Gas

Hot Water 
Portable 
Honda  
389 cc

Hot Water 
Portable 
440 cc

Hot Water 
Portable 
Honda  
389 cc

Indoor Electric  
5 to 50 HP

4 GPM
4000 PSI
120 Volt

4 GPM
4000 PSI
120 Volt 

4 GPM
4000 PSI
120 Volt

4 GPM
4000 PSI
12 Volt

208/  
440/  

575 Volt
Up to  

15000 PSI

4 GPM
4000 PSI
12 Volt

305.836.9066
info@ustanksindustry.com
3001 East 11 Ave Hialeah, FL 33013

We Export and Deliver!
u.s.tanksindustry

@U.S.Tanksindustry

MADE  
IN THE 
USA

CALL TO  

ORDER YOUR  

CUSTOM TANK!

STANDARD SIZES
*1,800 Gallons*
*2,500 Gallons*
*3,200 Gallons*
*3,600 Gallons*

*4,000 Gallons*
*4,620 Gallons*
*5,000 Gallons*
*Custom Built to Order*

  SAVE TIME

AND MONEY!

888.878.2296

www.crustbusters.com

Now buy all your Crust  
Buster products online!

Through the use of engineered 

    blades and high-power 

        rotation the Crust Buster 

           creates a “lifting” 

               agitation within 

                  your tank.

Local Phone - 763-878-2296

mailto:info@ustanksindustry.com
mailto:@U.S.Tanksindustry
http://www.crustbusters.com
http://www.watercannon.com/c-48-pressure-washers.aspx


BEST IN
ACCESSIBILITY

  The perfect, easy to 
maneuver with one person 
wheelchair accessible and 
family restroom 

 Available in either 40 or 74 
gallon tank configurations

BEST IN
VERSATILITY

  Ultra smooth surface inside 
and out is resistant to graffiti 
and makes cleaning a breeze

  Extra deep molded-in grab 
handles for loading and 
maneuverability NEXT GENERATION SKID

SUMMIT

GLACIER II

Get the BEST in 
portable sanitation.

fivepeaks.net  toll free 866.293.1502  made in the usa 

BEST IN DURABILITY

  Fits all size restroom haulers - narrower runners

  Hand truck accessibility - can be used to get under 
the skid to lift the unit up and move it around

www.fivepeaks.net
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N
ew Florida governor Ron DeSantis made recent water policy an-

nouncements.

During a trip around the state, DeSantis announced a multipoint 

executive order to address some of the water-quality issues plaguing the 

state. One part of the order instructed the state Department of Environmen-

tal Protection to establish a septic tank remediation program that would in-

clude a requirement for local government matching funds. DeSantis told the 

DEP to identify opportunities to invest in green infrastructure, such as wet-

land treatment systems, and he told the department to create an outreach 

campaign about the importance of conservation and reuse.

DeSantis also ordered the DEP to assemble a task force on the state’s 

problem with blue-green algae blooms, participate in the state Fish and 

Wildlife Conservation Commission Harmful Algal Bloom Task Force, con-

tinue to explore options to stop Georgia’s water use from affecting the Apala-

chicola River and Apalachicola Bay, and appoint a chief science officer who 

would prioritize the collection of data to support research work on current 

environmental concerns.

Republican DeSantis won his position by a close margin following a re-

count in his race with Tallahassee Mayor Andrew Gillum. Environmental is-

sues were among the top priorities discussed during the campaign. Over the 

past couple of years, state news organizations have spent considerable time 

reporting on algae blooms and water-quality problems that threaten public 

health and the state’s vast tourism industry.

A study published by Miami-Dade County warned of increased danger 

to onsite systems because of sea-level rise associated with climate change.

About 108,000 properties in the county use onsite systems, the report 

says. Rising sea levels push groundwater higher, reducing the distance from 

groundwater to drainfield and thus reducing the ability of soil to provide ef-

fluent treatment. More than half of the county’s 105,000 residential onsite 

systems have annual issues now, the report says.

Removing every tank and installing connections to the municipal sewer 

system would cost about $3.3 billion, the report says. At the moment, people 

who want to connect must cover the cost themselves. Although the average 

cost is about $15,000, a county official says in some areas the cost would be 

about $50,000 per property.

Other water action is happening in the Legislature.

House committees have HB 85, which, among other things, would re-

quire onsite systems to be inspected at least once every five years unless the 

system is covered by an operating permit.

In the Senate, the Agriculture, Environment and General Government 

Appropriations Subcommittee heard testimony from a researcher who 

claims failing septic tanks are the biggest source of nutrient loads in state 

waterways and should be the priority in solving water-quality problems.

Brian Lapointe, from Florida Atlantic University, says the state needs 

to go to war on blue-green algae and do that by focusing on septic systems, 

not the Everglades reservoir. The reservoir is intended to trap nutrient-rich 

water flowing off agricultural fields, and it was a topic for DeSantis. In his ex-

ecutive order, he instructed the South Florida Water Management District to 

immediately start designing the next phase of the reservoir, formally called 

the Everglades Agricultural Area Storage Reservoir Project.

Lapointe’s testimony began with a video funded by the Florida Cham-

ber of Commerce, which initially opposed the reservoir, writes the Tampa 

Bay Times.

Julie Wraithmell, executive director of Audubon Florida, faults 

Lapointe’s presentation and tells the Tampa Bay Times she doesn’t under-

stand why onsite systems should be blamed for most nutrient problems.

“There is no smoking gun for our water-quality issues and no silver bul-

let,” she says. “It’s unfortunate because while (onsite is) part of the science, 

it’s not all of the science, and for decision-makers to make good decisions, 

they need all the information.”

 

Montana

Ravalli County in the western part of the state sees a problem develop-

ing with onsite systems and is trying to get ahead of it.

“We’ve seen requests to replace septic systems from the late ’70s and 

early ’80s coming in. It’s only a matter of time before those installed in the 

late ’80s and early ’90s will begin to fail,” says county Environment Health 

Director John Palacio, according to the Ravalli Republic newspaper. “We 

want to have a policy in place so we can act quickly, not just for the land-

owner, but also for neighboring properties that might be impacted.”

So the county is formulating a set of guidelines to govern replacement 

of unpermitted systems. There was no permitting system before 1972, yet 

some homes built between 1972 and 1982 also do not have permits, and the 

county records for that period are sketchy.

The proposed policy would declare systems installed from 1972 through 

1982 to be pre-existing systems, and replacing them would require an instal-

lation permit. No expansions would be allowed.

Replacements for systems installed between Jan. 1, 1983, and April 29, 

1993, would have to meet current regulations, but again, there would be no 

expansion allowed to accommodate a change of use at the property. Any sys-

tem installed after April 29, 1993, would also have to meet current regulations.

In other Montana news, a grant from the state Department of Natural 

Resources will help Lincoln County residents get low-interest loans to fix on-

site system problems or connect to municipal sewer lines. The department is 

providing $40,000 that will create a revolving-loan fund. Interest on money 

not loaned out will be plowed back into the fund.

Rules and Regs is a monthly feature in Pumper. 
We welcome information about state or local 
regulations of potential broad interest to onsite 
contractors. Send ideas to editor@pumper.com.

RULES & REGS

Florida’s Governor, Legislature Push for 
Onsite System Oversight, Periodic Inspections
By David Steinkraus

■

mailto:editor@pumper.com
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To be eligible, people must provide a letter from a bank showing they 

have been denied personal loans to fix problems, reports The Western News 

based in Libby. No other financial information will be required. Interest will 

be 4 percent. Property owners would have to get bids from two installers.

Lincoln County forms the northwestern corner of Montana at the Ca-

nadian border.

 

California

San Diego County supervisors waived impact fees in order to encour-

age people to build “granny flats” on properties in unincorporated commu-

nities. Onsite wastewater impact fees are waived along with fees for roads 

and infrastructure, parks and drainage improvement. The program is a five-

year trial and will cost the county $11 million to offset the lost fee revenue.

San Diego County allows granny flats to be up to 1,200 square feet. They 

may be free-standing or attached to existing homes and may include kitch-

ens, bathrooms, living areas and private entrances. They may not be sold as 

individual homes but may be rented or may provide living space for family, 

friends, students, the elderly, the disabled or in-home caregivers.

A state law easing restrictions on granny flats took effect in 2018. Both 

the state and local actions are intended to help ease the shortage of afford-

able homes in California.

 

Colorado

Montezuma County commissioners put a six-month hold on a new rule 

requiring onsite system inspections when a property is sold. The rule took 

effect for 2019.  

After complaints from property owners and the real estate industry, one 

of the commissioners who supported the rule changed his mind about it. 

He now says it is government overreach and imposes burdensome costs, ac-

cording to The Journal newspaper in Cortez. 

Point-of-sale inspection requirements are an option allowed by the 

Colorado Department of Public Health and Environment, and 22 coun-

ties have such programs. Chuck Cousino, a water-quality official with the 

department, says the concerns aired by citizens in Monetzuma County are 

common when inspection programs begin. Objections fade as initial glitch-

es are solved and people adjust, he says.

 

Alaska

Because of the prevalence of steel tanks in Anchorage, the state’s largest 

city has new rules in place to govern the installation of tanks.

Starting last fall, inspectors were required to measure the liquid level in 

tanks to determine whether they may be leaking. If a tank is 20 to 30 years 

old and the liquid level is normal, owners are advised the tank may be ap-

proaching the end of its life. A tank 30 or more years old should be replaced 

or at a minimum exposed so it can be examined for deterioration.

Starting this month, only steel tanks coated on the inside and outside 

with polyurethane will be allowed for installation. Also, tanks must have an 

access opening in the first compartment that is at least 20 inches in diam-

eter. Other compartments must each have an access pipe of at least 4 inches 

in diameter with an airtight cap.

 

Wisconsin

After several delays of deadlines, this year Douglas County must com-

ply with the state onsite inspection tracking rule passed in 2000. The county 

recently began mailing the first set of notices to property owners telling them 

their systems must be inspected once every three years. Systems installed 

since July 2000 have already been required to have a maintenance plan.

If a system is failing, the property owner will have 12 months to fix or 

replace it unless there is an imminent threat to public health, reports the 

Superior Telegram newspaper. The county is at the northwestern tip of Wis-

consin, and it touches the southwestern end of Lake Superior.

In central Wisconsin, a septic pumper in Bloomer must pay $20,661 in 

fines and another $9,839 in court costs and fees after pleading guilty to im-

proper disposal of sewage, failing to leave fields litter-free, improper record-

keeping and failing to properly treat the soil.

The state filed charges against Jonathan Bischel and Bischel’s Septic 

Service after an investigation that lasted several years, reports the Leader-

Telegram newspaper of Eau Claire. Court records say Bischel bought an old 

gravel pit and illegally dumped sewage in it. Investigators from the state De-

partment of Natural Resources installed a GPS tracker on one of Bischel’s 

trucks, and it showed he disposed of wastewater at the gravel pit 35 times 

from August to September 2014.

State conservation wardens also found litter, such as tampon sleeves 

and pieces of clothing, in sludge Bischel spread on fields.

 

Idaho

Blaine County commissioners are beginning the process to relax the 

county’s onsite rules in order to spur development.

The changes will address a continuing concern from developers who 

face a local rule requiring lots be at least 1 acre in size if a home will not be 

connected to municipal sewer lines. The land area restriction is intended to 

provide room for a drainfield, reports the Idaho Mountain Express newspa-

per. Kathy Grotto, the county’s land use deputy administrator, tells commis-

sioners she favors broad language to allow any type of wastewater system 

that regulatory agencies can approve. That would allow the use of new or 

different technologies, she says.

Blaine County is in the central part of the state and includes the ski re-

sort area of Sun Valley. ■
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Mitch (231) 258-7309 MitchH@AmericanWaste.org  
Visit our website www.AmericanWaste.org and click on the “For Sale” tab to view more pictures and info.

'12 KW/Vacuum Truck
(897) Cummins, 92K miles,  

Roots 721 DVJ blower,  

Vane pump,  

3,600 gal. tank,  

Full open rear door

$150,000

'09 KW/Presvac Vacuum Truck
(996) Cat C13, 90K miles, 

Roots 721 blower, 

Fruitland vane pump, 

Stainless 3,250 gal. tank, 

Full open rear door. 

Boom w/remote control. Alum. rims.

$150,000

Entertaining  

All Offers
We will take all  

inquiries seriously

'01 MACK/CUSCO HIGH DUMP
(919) E7 Mack, 8 spd,

wet/dry/high dump/ 

not SS, 

Roots 1021 blower,  

27" HG

$45,000

mailto:MitchH@AmericanWaste.org
http://www.AmericanWaste.org
http://www.pumper.com
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208-790-8770 
www.screencosystems.com 

sales@screencosystems.com
Dual Screen Design

LLC

ScreencO
Systems

•  Increased Productivity  

•  Reduces Fatigue & Injuries

• GET A GRIP

• 1.5 To 6" Sizes

•  Easy One Handed Clamp For Handling Hoses & Pipes

• Portable Event Screening

• Doubles As Screener Spreader & 

Mobile Septic Receiving Station

• Clean Up Your  

Land Application Site

• Never Hand Pick Trash Again

HANDLE-TECHHANDLE-TECH

MAXI SCREEN 400 

PORTABLE SEPTIC  

RECEIVING STATIONS
Aluminum & Stainless Construction

MAXI SCREEN 400  

PORTABLE SEPTIC  

RECEIVING STATIONS

Patented Dual Screen Design

Patented Dual Screen Design

• Affordable • Screens That Really Work 

• No Moving Parts • Gravity Off-Load At 500 GPM  

• NEW 4' Trash Extension Puts Trash Directly Into Dumpster

• Optional Patz Conveyor To Move Trash To Dumpster

MINI SCREEN 400  

PORTABLE RECEIVING 

STATION

MINI SCREEN 400  

PORTABLE RECEIVING 

STATION

MEGA SCREEN 600  

PORTABLE RECEIVING STATION

MEGA SCREEN 600  

PORTABLE RECEIVING STATION

• Same Great Design, Ships Truck Freight 
• Easily Fits In Pickup for Transport

• Small Footprint, Big Results

• No Other System Can Match Our GPM Capacity 
• 40.5 Sq. Ft. Of Screen • Off-Loads At Up To 1000 GPM

• 6" Offload Through Dual Fan Spreaders 
• Optional Two 4" Hoses - Offload 2 Trucks Simultaneously  

• Removes Grit From Flow Stream  
• Keeps Onsite Storage Grit Free

• Available in 18-96 Cu. Ft. Grit Capacity

500 GPM

•  Folds To Fit On Hose Deck

• Max Load 600 lbs.  

TRIPOD  

LID & PUMP 

LIFTER

TRIPOD  

LID & PUMP 

LIFTER

GRIT ELIMINATORGRIT ELIMINATOR Hose & Pipe Handles

Authorized  

Distributor

•  Convey Large Volumes 

Of Material To Storage 

Facility Or Load Into 

Transport Vehicles.

•  Convey One-way Or Two-

way, Straight-line, Or 

Up And Down Inclines. 

Smooth, Textured And 

Cold Temperature 

Belting Available.

•  Choose From A Wide  

Variety Of Conveyor 

Lengths, Widths, Speeds 

And Load Capacities.

•  Rugged, Dependable 

Equipment Backed  

By Manufacturer  

Written Warranty.

PROVEN  

PERFORMANCE  

In Ag Industry  

for 68 Yrs

HIGH-VOLUME  

CONVEYING EQUIPMENT

HIGH-VOLUME  

CONVEYING EQUIPMENT

• Saves Back Injuries

• Auto Brake Winch 

• Only Weighs 28 lbs.

•  Heavy-duty Aluminum 

Construction 

•  Available In 4-5-6 ft Models

•  Lifts Stubborn Tapered Lids

 TRUCK TOW BEHIND PORTASCREEN SPREADER TRUCK TOW BEHIND PORTASCREEN SPREADER

•  Move Septic And Grease 

Interceptor Waste With 

Ease From Underground 

Storage Tanks. 

•  Works With Above And 

Below Ground Storage

•   Great For Transferring To 

Land Application Site. 

•  Mix While Dewatering.

•  Agitate Fast,  

Transfer Fast, Load Fast.

•  Handles Sand Grit And 

Slurry Type Materials. 

•  Pit Depths Of 3 - 12 Ft.  

3333 Up To 500 GPM 

4444 Up To 1580 GPM 

6000 & 8000 PTO Up To 

3500 GPM.

SHAFT DRIVE�

PUMPS  

AND AGITATORS

SHAFT DRIVE�

PUMPS  

AND AGITATORS

DISTRIBUTOR

Grit  

Eliminator  

capacity 18 cu ft, 

32 cu ft, 64 cu ft 

and 96 cu ft

OUR  

SYSTEMS  

MEET  

ECOLOGY  

503S

Your leader for simple innovative technology. Products built and 

field tested by industry professionals. Equipment that really works!

•  The Largest Screen  

In Our New Line Up

•  51 Sq. Ft Of Screening Area 

Largest Receiving Station 

On The Market 

•   Offloads At 1000 GPM 

Through Dual Fan 

Spreaders 

•  8' Wide With Side Sheets 

Extensions Allows For Vac 

Tank Rear Door Opening 

Over The Unit And Full Tank 

Cleanout

•  Contains Waist For  

Dewatering Wet Well And 

Lift Station Trash

•  Universal Trash Exit

MEGA SCREEN 800 

RECEIVING STATION

MEGA SCREEN 800  

RECEIVING STATIONN
E
W

NEW PRODUCTS

Go to pumper.com/alerts and get started today!

GET  

EMAIL NEWS 

ALERTS 

F
O

R

http://www.screencosystems.com
mailto:sales@screencosystems.com


www.pumper.com • Since 1979 • May 2019      49

http://www.pumper.com
www.wallenstein.com


50     Pumper • May 2019

A
s a septic system professional, your responsibilities start with the 

interaction and communication with the consumer. I always find it 

interesting to listen to my neighbors and friends around the lake I 

live on talk about their service provider. Since they have no idea — for the 

most part — about my industry connections, what I get is totally unfiltered.

Two things become clear from the outset: They complain about the lack 

of communication, often meaning callbacks when they make a service ap-

pointment, and a failure to explain what the technician is going to do and 

what has been done on site. Sometimes this information is included on the 

bill presented by the contractor, but sometimes it is not. Secondly, after the 

service provider leaves, homeowners don’t know any more about their sys-

tem’s performance or operation than they did before the visit.

 

OPPORTUNITIES LOST

Since you are reading this column, you are probably not one of the pro-

viders they are talking about. I know a lot of you spend a lot of time on cus-

tomer service, letting clients know what’s going on with their systems and 

what they can do to make them perform better. If we don’t take the time to 

educate customers, we miss an opportunity to get them involved in the care 

of these systems and system performance will not improve. I say this based 

on all the discussions I have when conducting an industry class and hear 

about the “dumb” things you see homeowners doing to the extreme detri-

ment of their systems.

Discussions with the homeowner should begin by making them un-

derstand what their system does and the role each component plays in 

protecting human health and the environment. They need to know their 

system was properly designed, sited, and installed and that it is their re-

sponsibility to use and maintain it correctly so it functions indefinitely. As 

a service provider, if you see a system is not installed or working properly, 

you need to share how to fix the problem or provide advice on where to 

find a solution.

Assuming you are servicing a “good” system, discussion with the home-

owner should address what they can or need to do to prevent problems in 

the future. Highlight the three most common causes of system failure: 1) 

overuse of water in the home, 2) using harmful products and 3) improper or 

lack of maintenance. Each of these contributing factors can be reduced or 

eliminated by the homeowner.

 

STUDY THE FLOW

Homeowners need to be aware their system has a finite capacity based 

on the size of the house, number of occupants, and soil and site character-

istics. If the system is used at or above this capacity for an extended period, 

the system will fail. Impress on them that limiting use and conserving water 

will keep their systems functioning properly for a long time. Give them some 

examples of how to limit use. Suggest they use low-flow toilets and shower-

heads, do not let the water run while bushing teeth or washing vegetables, 

use high-efficiency clothes washers and dishwashers, and spread flow out 

during the day and week whenever possible.

Explain that clean water sources can also cause system failure and they 

should be kept out of the system. Clean water sources are water conditioning 

devices such as softeners and iron filters. Floor drains and foundation drain-

age water should not be routed through the system. Hot tubs, therapeutic 

bathtubs and the like should be drained through separate plumbing and not 

through the septic system.

Discuss with the homeowner how overuse or introduction of some 

products to their system can affect how organisms break down and treat 

waste. Products they should use sparingly or avoid include automatic toi-

let bowl cleaners, bleach, antibacterial soaps and cleaners. Excessive use of 

these products can reduce or eliminate bacterial activity in the septic tank 

and drainfield.

Other products that should be kept out of the septic system are unused 

medications (consult with your pharmacist on how to dispose or recycle 

them), solvents, paints, antifreeze and pesticides. Ask if they are using regu-

lar medication. Tell them this may mean their system will need more routine 

maintenance.

 

IT’S A TOILET, NOT A TRASH CAN

Encourage a variety of best practices (offer these as suggestions that will 

help; don’t overwhelm or embarrass them). Practices include using liquid 

instead of powdered laundry detergents, not to use the toilet as a trash can 

for baby and antibacterial wipes, not to use a garbage disposal, and to repair 

leaky faucets or toilets immediately. Have them consider installation of a 

water meter to track water use and make changes if necessary.

Impress on them the need for a regular maintenance schedule. Walk 

through the necessary items to be maintained for their system and the fre-

quency of visits or activity necessary to complete this. From my perspec-

tive, having a contract that spells out the what and when of a maintenance 

schedule is ideal.

Along these lines when a new system is installed or when a service 

provider is doing a maintenance contract, providing the homeowner with 

a system management plan tailored to their situation will help users under-

stand the workings of their system and encourage them to take ownership 

for system care and maintenance. This is something required in Minnesota, 

so something you may want to encourage for your state. ■

SEPTIC SYSTEM ANSWER MAN
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Jim Anderson, Ph.D., is an emeritus professor 
at the University of Minnesota Department of 
Soil, Water and Climate 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.

You’re Not Just a Pumper. You’re a Teacher!
Service is more than pulling a lid and pumping a tank. Take time to educate the customer to encourage 

better care and longer life for their septic systems.  By Jim Anderson, Ph.D.

mailto:editor@pumper.com
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NVE 866 and 4307  
Packages Available

Pumps  
For Sale

NEW ENGLAND 
DISTRIBUTOR  Need Equipment? Contact Us We Can Get It.Conde

TANK SERVICES, INC

TANK SERVICES, INC

TANK SERVICES, INC

TANK SERVICES, INC

TANK SERVICES, INC

TSITSI
TANK SERVICES, INC

Jerry Blake
Cranston, RI     

jerry@tankservicesinc.com   

Cell: 401-688-0043

Amanda Hensarling
Baytown, TX    

amanda@tankservicesinc.com

Cell: 401-339-9992

Professionals in the Vacuum Tank & Trailer Industry
866-720-4999   www.tankservicesinc.com

CALL TODAY FO
R

 SAVINGS

 Mack Trucks

2019 Peterbilt 337

Slide-In Units
Restroom 

Tanks Self Contained Unit

2019 Peterbilt 337

2019 Peterbilt 337

5,000 Gal.  
Aluminum tanks

7000 - 9000 Gal. Aluminum 
Tri-Axle Trailers

Call For Pricing

NEW

Standard Units In StockIN STOCK
Call For Pricing

IN STOCK

NEW

IN STOCK

TSI can build one unit or multiple 

units

330HP, auto, 2800 gal. aluminum tank,  

NVE 4310 blower package.

500-1,000 gal’s, 

1 or 2 compartment;  

Select a pump package  

& engine HP.  

All light weight aluminum,   

Many available options.

600 gal. steel tank,  

33.5 HP Kubota diesel engine 

(choice of pumps),  

200 gal. poly tank,  

6 gpm 3,000 psi jetter.

300HP, Allison Auto, 33GVWR 

de-rated to 26GVWR ready for tank

300 HP, Allison auto, NVE 607 pack,  

2800 gal. aluminum tank.

Ready to mount  

our chassis  

or yours.

Air ride suspension (tri-axle), pump platform, 

bright finish, LED lights, Betts valves.

In Stock

2019 Kenworth T880
IN STOCK

5000 gal. aluminum vacuum tank,  

NVE 4310 package.

Stainless steel and 

aluminum available 

in various sizes 

and compartments.

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

We Service  

What We Sell

www.vacuumsalesinc.com
parts@vacuumsalesinc.com

Trailer & Skid Mounted  
Industrial Vacuum Machines

Hydro-excavation Machine VecLoader

Jetter Machine Combination Machine

VAC-CON.COM

855.336.2962  
e-mail: vns@vac-con.com

MORE POWER TO YOU

Companies

Vector Technologies Ltd.
VECTOR-VACUUMS.COM 

800.832.4010
e-mail: inquiry@vector-vacuums.com

And take your customers with you!

The New

Zenith

844-972-6766 • SAINT LOUIS, MISSOURI  • SANSOMINDUSTRIES.COM

Zenith

10-year Limited Warranty 
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mailto:jerry@tankservicesinc.com
mailto:amanda@tankservicesinc.com
http://www.tankservicesinc.com
http://www.vacuumsalesinc.com
mailto:parts@vacuumsalesinc.com
mailto:vns@vac-con.com
mailto:inquiry@vector-vacuums.com
http://www.vector-vacuums.com


And take your customers with you!

No one has ever been sorry that they bought THE BEST.

Go! First Class

The New

Zenith

• Hygenic and convenient, HANDS-FREE
extry/exit

• Double thickness walls, doors, and
jambs

• Taller, wider, and bigger

• Smooth walls for easier cleaning

• Larger 80-gallon tank

• 5 gallons of chemical water yields a 
5'' depth

• Forces chemical, by law of gravity, 
to lowest point

• Keeps waste covered and more 
sanitary between services

• SEAT SAVER! Seat cannot move or shift.

• No more vents to replace

• No more corner strips to replace

• No more rivets to replace

• No more thin single-sheet plastic
walls to replace

• No more hinges to replace

• No more clogged urinals

• Ratchet belts will not damage the
New Zenith

• No more places for dust to collect

• No more maintenance cost (except
for vandalism)

844-972-6766 • SAINT LOUIS, MISSOURI  • SANSOMINDUSTRIES.COM

Profitable Advantages & Features

of the New Zenith Model: 

The High Quality that 
Your Customers Deserve

For just 40¢ per day, for one year, you
could upgrade from inferior models to
the superior new Zenith!

You and your customers
will be delighted with the

Zenith

100% made in

the USA

ZERO Foreign-made Components

Designed · Manufactured · Assembled

Distribution Centers in
Portage, WI and St. Louis, MO

10-year Limited Warranty 

sansom ad 2018 go first class 2 page flyer_Zenith  11/6/2018  3:12 PM  Page 2

Green Bay, WIGreen Bay, WI

www.sansomindustries.com
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T
he state of Delaware may sit in the heavily populated and sewered 

East Coast, but the rural areas are still dominated by decentralized 

wastewater systems. And many individual and community onsite 

systems are failing or not well-maintained.

Some residents of Delaware are experimenting with a new solution. 

D.C. Kuhns, executive director of the environmental group EDEN Delmarva 

(Energize Delmarva Now), helped form Clean Water Solutions, the first pri-

vate, nonprofit water and wastewater utility in the state. If the fledgling proj-

ect proves out, it could become a model for other 

communities in Delaware and other states.

 

Pumper: Why did you pursue this solution?

Kuhns: We took on a 25-year-old problem 

created by development rules. In the state of Dela-

ware, when a developer has sold 51 percent of the 

sites in a subdivision, he can tell the homeowners 

association that he’s out, and they’re on their own 

for maintaining the community wastewater system. 

If there’s no reserve fund, the first time something 

breaks, the members of the community — who 

have a board if they’re lucky — have to levy a tariff 

on themselves to fix the problem.

 

Pumper: Are many rural subdivisions in Delaware in the same situ-

ation?

Kuhns: Estimates are that maybe 15 to 25 percent of these systems are 

broken or out of compliance with the Department of Natural Resources 

and Environmental Control. But we don’t know exactly how many of these 

cluster communities exist because there are no records. When I say “cluster 

community,” I mean homes beyond the reach of sewer pipes that depend 

on collection pipes leading to a central treatment system. We know there 

are 80,000 septic systems in the state of Delaware. We estimate there are be-

tween 80 and 120 of these cluster communities in Sussex County where I’m 

located and where we are focusing our initial efforts.

 

Pumper: How did you get involved?

Kuhns: We were contacted by the U.S. Department of Agriculture. They 

said they would like us to respond to a request for proposal they were send-

ing out, and they asked whether we would be willing to work with others. We 

said, “Put us all in a room, and let us work it out.” (Note: The USDA is sup-

plying some of the funding for Clean Water Solutions. Money is also coming 

from the Delaware Community Foundation and Discover Bank.)

Pumper: Who is involved in the Clean Water Solutions partnership?

Kuhns: There’s EDEN Delmarva, which provides financing. There’s Di-

amond State Sustainability Corp., which provides utility wastewater and wa-

ter operation. Diamond State Sustainability Corp. was established only last 

year and is the entity that deals with the Public Service Commission, which 

has purview over all utility service in the state of Delaware. And there’s the 

Southeast Rural Community Assistance Project. That’s the oldest member 

of the group. It’s been around since the 1950s and provides advice, outreach 

and education to low- and moderate-income people in rural parts of the 

state. As a result, they also represent a lot of homeowners associations that 

are struggling to stay in compliance with state wastewater regulations.

 

Pumper: Does Delaware require licensed operators run community 

onsite systems?

Kuhns: Yes, that’s come about in 

the last five or 10 years. The state has be-

come very aggressive on two things. One 

is inspections. If you’re a system owner, 

you must have your system inspected 

once every three years. The other thing 

the state has been aggressive about is 

outlawing certain types of treatment, for 

example cesspools.

 

Pumper: What’s the status of your 

effort to form a utility?

Kuhns: It took a year and a lot of 

meetings, but the Delaware Public Ser-

vice Commission approved Clean Wa-

ter Solutions as a nonprofit wastewater 

and water utility for Sussex County. We 

now have five communities in our pilot 

project, and each of them has a copy of 

the contract with us. They’ve had their 

lawyers look it over, and all they’re waiting for before they sign the contract 

is for the certificate of public convenience and necessity issued by the Pub-

lic Service Commission. So far we have only one contract, and that’s with a 

community called Country Glen II.

 

Pumper: What will you do for the communities?

Kuhns: Initially we assess their septic system and report back to the 

board of directors — and also to the Department of Natural Resources and 

PUMPER INTERVIEW

 

Delaware Nonprofit Group 
Monitors Community Onsite Systems
EDEN Delmarva takes on problem of developers abandoning cluster septic systems 

and leaving no way to ensure they continue to operate properly  By David Steinkraus

D.C. Kuhns may be 

reached at dckuhns@

earthlink.net.

             Estimates are  

             that maybe 15 

to 25 percent of these 

systems are broken 

or out of compliance. 

… But we don’t 

know exactly how 

many of these cluster 

communities exist 

because there 

are no records.

– D.C. Kuhns
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Environmental Control — about what they have. We do this even before we 

ask them to contract with us. Once a contract is in place, we do three things. 

First, we establish a lockbox for all the fees collected from system custom-

ers, and we use that money to pay contractors who run the system or build 

improvements. Second, we contract with a certified public accountant or 

another utility to handle billing. Third, we supervise the people operating 

the system or doing repairs or construction on the system.

 

Pumper: What are you doing now while you’re waiting for the cer-

tificates from the Public Service Commission?

Kuhns: We’re writing grants. It’s up to EDEN to raise all the money.

 

Pumper: Do you have plans beyond these five communities?

Kuhns: As soon as the last of our initial five communities is in place, 

we’ll start a second pilot project. We want to expand, but we also have to 

prove to the Public Service Commission and our funders that this model 

is sustainable. If we were a for-profit utility, the rates would be three times 

higher, and the operations on the cluster community systems would not be 

sustainable. That’s why we developed our proposal for a nonprofit, and the 

spreadsheets we prepared show we can make this work with the rates ap-

proved by the Public Service Commission. We’re going to exhaust the num-

ber of cluster communities in Sussex County before we go elsewhere. That’s 

probably five years of work.

Beyond that, since 90 million people out of the 330 million in the U.S. 

treat their wastewater with onsite systems, the opportunities for Clean Water 

Solutions and other nonprofits are astonishing. ■

http://www.pumper.com
www.zoomdrain.com/franchising
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Septic and Portable Restroom Trucks in Stock

980 SteelAluminum

Dewaters Overnight

Consistent Results

Low Energy Use

Self-Cleaning

> All Stainless Steel &  
PVC construction

>Roll-Off Frame

>Very Forgiving

>Amazing results

Patent #9,828,274

OVERNIGHT DEWATERINGOVERNIGHT DEWATERING

If it will Floc,  
it will work.

In the Round Dewatering
ITRDewatering.com 
317-539-7511

And much more!

PM80A Vacuum PumpFlush Kit Pump Rebuilds

Corporate Office/Warehouse Sales/Warehouse www.morousa.com

Call Today! 866-383-6304

 www.morousa.com

 636-584-8844

www.propump.com
www.itrdewatering.com
www.robinsontanks.com


And much more!

PM80A Vacuum Pump

High performance Kevlar vanes handle 
daily wear and tear with ease

Free Air Capacity: 424 CFM  
Max. Vacuum: 28" Hg  
Max. Pressure: 29 psi

Flush Kit

Keep any brand rotary vane 
pump in good operating 

condition with our specially 
designed flush kit

WHEN RELIABILITY MATTERS

Choose MORO
Extensive inventory for quick delivery  •  Product specialist to answer your questions  •  Rebuild services available

Pump Rebuilds

Extend the life of your pump at a fraction of the cost 
with a rebuild by our trained technicians

moro
P U M P S

One stop shop for 
all your vacuum 

truck needs

Corporate Office/Warehouse
P.O. Box 424  

7059 Hwy 47

Union, MO 63084

Tel: 636-584-8844

Hours: 8:00 am – 4:00 pm CST

Sales/Warehouse
204 Parkway View Drive

Pittsburgh, PA 15205

Tel: 412-787-8400

Hours: 7:00 am – 4:00 pm CST

www.morousa.com

Exclusive DistributorCall Today! 866-383-6304

Visit us online at www.morousa.com

Outside of the US call 636-584-8844

http://www.morousa.com
http://www.morousa.com
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Name and title or job description: James Baxter, operations manager

Business name and location: Baird’s Septic Tank Pumping, Upper On-

slow, Nova Scotia

Age: 60

Years in the industry: 18

Association involvement: We’ve been 

members for quite some time in Waste Water 

Nova Scotia. Our owner, Allan Baird, and a couple 

other gentlemen had formed the Septic Pump-

ers Association of Nova Scotia in 1992. I was sec-

retary and treasurer for many years. About 2008 

we merged with Waste Water Nova Scotia, which 

was a much bigger organization and had a longer 

reach with the Department of Environment.

Benefits of belonging to the association: 

The association works closely with the Nova Sco-

tia Department of Environment. It has a very good 

website. And it gets any news back to us faster than waiting for a letter from 

the department. We were probably the first province to require certification 

for every pumper and portable restroom operator.

Biggest issue facing your association right now: There are a couple 

issues — keeping up with the changes in regulations and inconsistencies 

with the various regional (Department of Environment) offices. What you 

can do in one region may not be accepted in a different region. It’s definitely 

something getting worked on. Another problem is people doing things “off 

the books” and not complying with regulations.

Our crew includes: Allan Baird, owner; Deanna Baird (Allan Baird’s 

daughter-in-law) in the office; Rob Mont, who handles portable restrooms; 

and septic drivers Derek Reynolds, Brian Allan, Virginia Blondon and Calvin 

Schellenberg

Typical day on the job: I’m usually at the office by 7 a.m., checking the 

phone for messages. If I feel real ambitious, I’ll even go onto the computer 

and look at the emails, but I usually wait for Deanna Baird to do that. And 

then I work on the assignments for the day before the drivers arrive — who’s 

to do what, where do they go, seeing which vehicles will be required. Then 

when Allan Baird is not around, I take his disabled 40-year-old daughter 

to and from work. During the rest of the day, I will answer the phone, do 

the bookkeeping, prepare checks, pay bills and troubleshoot problems that 

come up. I also help customers who call in with issues.

Helping hands – Indispensable crew member: As far as I’m con-

cerned, everybody is indispensable. We all carry our weight; we all know 

what needs to be done and we make sure it gets done. It’s that simple.

The job I’ll never forget: Sometimes people don’t think before they do 

expansions or modifications to their property. There was a job where the 

owners had put an extension onto their house at ground level, and when 

the septic tank needed to be pumped, it was found underneath the bed in a 

bedroom. We had to move the bed, cut a hole in the floor and put the hose 

in through the window.

Most challenging site I’ve worked on: Coming up to spec for the up-

dated Department of Environment regulations was a challenge. Everybody 

with a lagoon for disposal, whether private or municipal, had to come up to 

the new spec by the end of 2010, which meant a lot of upgrading for most 

everyone. It took us three years. That included building a completely new 

lagoon system to accept the material. We built it adjacent to our existing la-

goon. The main change was size. It was double what we were used to.

We did the lion’s share of the work ourselves but did contract with peo-

ple to bring in the gravel to build our drying pad and do the excavating and 

dozing. It was a juggling act because we knew people were down there work-

ing and we had to make sure we didn’t disrupt the flow of that work when 

we had to get into our existing disposal site. Our septic lagoon was the first 

one that has a discharge that goes through a 

natural filter system — cattails — through a 

maze. It was Allan Baird’s idea. He tossed it to 

an engineer who figured it out. The success of 

it was good enough that there have been four 

more installed in the province.

STATES SNAPSHOT

Nova Scotia Wastewater Pros Working 
Closely With the Department of Environment
More residents in this lightly populated province utilize onsite systems than municipal wastewater 

treatment, so customer education is an important job for local installers and pumpers

In States Snapshot, we visit with a member of a state, provincial or 

national trade association in the decentralized wastewater industry. 

This time we learn about a member of Waste Water Nova Scotia.

James Baxter

Allan Baird, owner of Baird’s 

Septic Tank Pumping, looks 

over the company’s settling 

lagoon where cattails filter 

wastewater. (Photos courtesy 

of James Baxter)

■
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800.952.1537 - WWW.MARSHIND.COM

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

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

Quality People Doing Quality Work

Vacuum Septic Units

Portable Toilet Units

Slide-In Units Mini Vac Trailers

 Industrial Units  
DOT Code & Non Code

Thank you Plumber’s Portable 
Toilets from Allegan MI.  
This is their third unit they 
have purchased from us.  
This one is a 800/200  
Gallon Portable  
Restroom Service Unit. 

P.O. Box 1107 - 135 E Mile Road - Kalkaska, MI 49646 
p: 231.258.4870 - f: 231.258.2019 - sales@marshind.com

Various Sizes Available. 

Aluminum Or  
Steel Tanks  
In A Variety  

Of Capacities.

DOT Code &  
Non-code  
Hoist &  
Rear Door  
Options

Industrial Vacuum Units

t

The craziest question I’ve been asked by 

a customer: A lady called to get her septic tank 

pumped and she asked me: “Why do I even have 

one of those things? I’m from Calgary and all we 

did was flush the toilet and it went away.” I had to 

explain what she had and why she had it. It’s un-

derstandable — Calgary is on a municipal system. In Nova Scotia, approxi-

mately 55 percent of the population is on onsite septic systems. I’ve talked to 

many people who were brought up on municipal systems and they don’t re-

ally understand the workings or maintenance requirements of a septic sys-

tem. And just like when the province started promoting recycling and they 

put it into the education system and the children educated their parents, we 

strongly believe septic information should be in the education system and 

let the children educate their parents.

If I could change one industry regulation, it would be: I don’t think 

I would change anything so much as I want more enforcement. It’s all right 

to have a regulation, but it’s no good if it’s not enforced. For example, in this 

province you’re not allowed to land-apply unless it’s treated but there are 

some out there who are not exactly keeping up with that. Unless someone 

files a complaint, the department is not allowed to take any action.

If I wasn’t working in the wastewater industry, I would: Before this I 

worked as a contractor so that’s what I know. When people ask me how I got 

into this business, I always joke that it was the greatest mistake of my life. I 

read an ad in the paper but it didn’t tell me anything other than they needed 

certain skills, which I had. I came into the yard, I saw what it was and I had 

to decide: Do I put the brakes on or keep going? I put the brakes on, and 

it’s been the greatest thing that’s ever happened to me. It truly is a joy. The 

people in this industry are so friendly and helpful.

Crystal ball time – This is my outlook for the wastewater industry: I 

do believe onsite systems will be changing more. They’re probably going to 

go more toward treatment plant-type of ideas as opposed to the traditional 

field-bed ideas, and more homes tied into one system as opposed to having 

multiple systems. That would give better control for the authorities. Instead 

of looking at tens of thousands, they’ll be looking at thousands. I think we are 

going to see mandatory pumping. It exists in Norway and several regions in 

Quebéc where homeowners pay for the service in their taxes and the pump-

er is contracted by the municipality. I think we’ll see disposal going more 

toward dewatering. The problem with that is what do you do with the dewa-

tered material? At a recent (Portable Sanitation Association International) 

convention in Florida, we went to a wastewater plant that is pelletizing the 

material into fertilizer, which has tremendous promise. The biggest issue 

with that is that to sell it, you have to disclose what it is and public percep-

tion of human waste is a major issue. ■

  

- Compiled by Betty Dageforde

Technician Virginia 

Blondon outside a 2015 

Freightliner M2 with a 

Vacutrux steel tank and 

Fruitland pump.

mailto:sales@marshind.com
http://www.marshind.com
http://www.pumper.com
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SALES OR SERVICE - ORDER ONLINE @ PUMPERSHOP.COM SOURCE KEY

5P19

THE ONLY ONE STOP PUMPER SHOP!

    866-872-1224TOLL
FREE

PRICES GOOD
THRU 6/15/19

T�E B�A�T� $2�9�5

Powerful Bolt n’ Go Pump 
Packages To Fit Any Need
Easy To Install Pump Packages Cost 
Less Than Buying A New Pump!EASY

N�W�

INCLUDES:
• MEC11000 pump
• 394 CFM
• 3 Ballast ports for
 extreme cooling!

COMES
ASSEMBLED 
WITH:
• Pump Stand
• Gearbox
• Bracket
• Pump Couplings

Y�U O�L�
N�E� A

W�E�C�!

V�R�U�L�Y

N�
D�W�T�M�!F�T� A�Y 

T�U�K�

UNBOLT YOUR CURRENT PUMP & STAND AND BOLT THIS RIGHT UP!

T�E B�A�T� 2�9�5
EXCLUSIVELY AT VARCO!

5P19.indd   1 4/14/19   11:03 PM

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

http://www.pikrite.com
http://www.arcan.com
http://www.roeda.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; 706-407-2552
 

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.org

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
Yankee Onsite Wastewater Association 

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

Mississippi
Mississippi Pumpers Association

www.mspumpersassociation.com, 601-249-2066

Missouri
Missouri Smallflows Organization 

www.mosmallflows.org; 417-631-4027

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; 888-294-0084

Oregon
Oregon Onsite Wastewater Association 

www.o2wa.org; 541-389-6692

Pennsylvania
Pennsylvania Association of Sewage Enforcement Officers 

www.pa-seo.org; 717-761-8648
 

Pennsylvania Onsite Wastewater Recycling Association

www.powra.org
 

Pennsylvania Septage Management Association 

www.psma.net; 717-763-7762

Tennessee
Tennessee Onsite Wastewater Association 

www.tnonsite.org.

TRADE ASSOCIATIONS

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

 
Serving the Industry 
Visit your state and provincial trade associations

http://www.aowainfo.org
http://www.azowra.org
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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.org
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.mspumpersassociation.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
http://www.psma.net
http://www.tnonsite.org
mailto:editor@pumper.com
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Texas
Texas On-Site Wastewater Association 

www.txowa.org; 409-718-0645

Education 4 Onsite Wastewater Management

www.e4owm.com; 713-774-6694

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; 888-782-6815
 

Wisconsin Liquid Waste Carriers Association 

www.wlwca.com; 888-782-6815

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
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 CABLE DRAIN CLEANING MACHINES

General Pipe Cleaners/General 
Wire Spring Sewerooter T-3
The lightweight Sewerooter T-3 from General 

Pipe Cleaners/General Wire Spring clears 

clogs from 2- to 4-inch-diameter lines up to 100 

feet long. Optimized for inside work, it features 

a fold-down handle and a reinforced tubular 

frame on 10-inch wheels for easy transport to and from the job. The power 

cable feed provides maximum feed control of 1/2- or 3/8-inch cable. The ac-

companying guide tube and optional extensions prevent cable whipping and 

kinking. Powered by a heavy-duty, 1/3 hp, capacitor-type motor with thermal 

overload protection, the T-3 has a powder-coated metal drum with a capacity 

of 100 feet of 1/2-inch Flexicore cable. 800-245-6200; www.drainbrain.com.

Milwaukee Tool 
M18 FUEL SWITCH PACK 
Sectional Drum System
The M18 FUEL SWITCH PACK Sectional 

Drum System from Milwaukee Tool com-

bines the benefits of sectional and drum 

machines to create a versatile and mobile 

machine. It is easily transportable via an inte-

grated backpack design, allows users to inter-

change and connect drums and provides maximum power to clear 100 feet 

down the line. 800-729-3878; www.milwaukeetool.com.

MyTana Mfg. M745 Workhorse
The M745 Workhorse drain machine from MyTana Mfg. can 

adjust cable speed on the fly for maximum performance, and 

it features two torque settings for safety. It incorporates Smart-

Drive technology, so cable speed can be throttled up to 

300 rpm to negotiate turns, strengthen cleaning force, 

and expedite feeds and retrievals. Speed can 

also be reduced to as low as 100 rpm for tack-

ling obstructions and debris. SmartDrive sounds 

an alarm when cable torque approaches unsafe limits 

and then automatically cuts power when that limit is reached. The machine 

comes equipped to work in 3- to 4-inch lines with 100 feet of cable, slip-joint 

fittings, autofeed, blades and accessories. A sink line kit is available to ad-

dress 1 1/2- to 2-inch lines, and no tools are needed to swap reels due to the 

quick-release design of the drive system. 866-327-7176; www.mytana.com.

Spartan Tool Model 300
The Model 300 from Spartan Tool has a compact design 

suitable for tight spaces and narrow doorways. Its Dial-

A-Cable power feed automatically sends cable in and 

out of the line. A quiet, gear-reduced Permanent Mag-

net motor provides quick torque and long life. Its 107-

foot cable capacity means customers don’t have to 

give up power and performance in a compact machine. 

800-435-3866; www.spartantool.com.

 DRAINLINE INSPECTION CAMERAS

CUES MPlus+ XL
The CUES MPlus+ XL push system is designed for easy op-

eration with an all-in-one setup and flexibility by quick 

removal of the control unit to be used separately. It in-

cludes a coiler configuration and pan-and-tilt camera 

for mainline and larger pipeline applications up to 500 feet. 

It integrates video observation coding, observation coding 

interface and digital recording. The lightweight system 

includes large, durable wheels for portability and a bal-

anced footprint for stability. It is manufactured to handle 

rigorous field use. 800-327-7791; www.cuesinc.com.

Ratech Electronics 
5/8-inch Ultra Micro Camera
The 5/8-inch Ultra Micro Camera from Ratech 

Electronics is tiny enough to inspect kitchen sinks 

and toilet P-traps. Made for 1- to 4-inch pipe inspec-

tions, it conveniently maneuvers around bends and 

turns smoothly. It is adaptable to any existing Rat-

ech Electronics system, including the Elite SD/USB, 

Fast Peek or Mini Peek portable drainline units. The 

camera is complemented with four super-bright LED 

lights producing an ideal color picture. 800-461-

9200; www.ratech-electronics.com.

By Craig Mandli

PRODUCT FOCUS/CASE STUDY

Sewer System Cleaning and Inspection
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Petersen Products DrainJet-Pro  
The DrainJet-Pro drain flusher from Petersen 

Products may be used with high-pressure 

jetters or use the Standard DrainJet with 

standard water pressure. It is flexible 

for navigating bends and you can at-

tach a cap to make it a pipe plug. Its ability to plug the pipe as well as flush 

prevents backflow of water and debris. The flusher is constructed of heavy-

duty specially treated industrial fabric. Standard sizes are 1.3 to 6 inches. 

800-926-1926; www.petersenproducts.com.

 HOSE REELS

Hannay Reels VAC Series
VAC Series reels from Hannay Reels are designed 

to store and handle vacuum hose up to 4 inches I.D. 

and 150 feet long. The series is available in a variety 

of configurations, including the heavy-duty VAC-

5000. This reel is equipped to handle longer length 

and large-diameter vacuum hose. Constructed with a 

sturdy steel channel frame and spoked discs for weight 

savings, it provides easy and fast winding of vacuum hose. 

It offers a single-wrap configuration and is best used where width dimen-

sion is minimal, such as between cab and tank or mounted transversely to 

the frame of the truck. Other reels in the series include the VAC-9000, which 

allows for multiwrap solid disc configuration, as well as the vacuum hose 

storage-only VAC Series Storage Reel. 518-797-3791; www.hannay.com.

 DRAINLINE INSPECTION CAMERAS

RIDGID CS65x
The RIDGID CS65x digital reporting monitor has Wi-Fi 

and Bluetooth, as well as immediate access to footage 

from drainline inspections. It provides one-touch 

image recording for fast, efficient documentation 

of inspections, along with a new, faster proces-

sor and solid-state hard drive. It has ample stor-

age for multiple jobs and docks to the SeeSnake Max 

rM200 camera system for on-site reporting. It has a built-

in, water-resistant keyboard for easy addition of on-screen titles and anno-

tation of captured media, as well as a daylight-viewable display for a clear 

in-pipe image. It has a companion app compatible with Android and iOS 

devices. 800-769-7743; www.ridgid.com.

 ELECTRONIC LEAK LOCATOR

SubSurface Locators LD-18
The LD-18 digital water leak detector from SubSur-

face Locators reduces ambient, intermittent noises 

from dogs barking, cars passing by, footsteps and 

people talking. Its digital electronics sample the 

sounds every few thousandths of a second, and if 

it detects an intermittent sound, it suppresses it in-

stantly. Water leak sounds are almost always con-

tinuous noises, and the unit can identify continuous leak sounds, even in dif-

ficult conditions like busy streets. 775-298-2701; www.subsurfaceleak.com.

 HIGH-PRESSURE NOZZLES

Hammelmann 
RD MASTERJET
The RD MASTERJET nozzle from 

Hammelmann has HPS sealing tech-

nology and adjustable speed rotation. 

It is designed for use with shotguns, robotic lance systems or replacement of 

any rotating tool. It is lightweight at 2.2 pounds and has a compact ergonomic 

design that’s 2.2 inches in diameter and 6.5 inches long. It can be used at 

operating pressures up to 46,500 psi with optimum internal flow allowing the 

pump’s total performance to be used. It has a versatile universal nozzle hub 

for working with nozzles with two or four inserts. Nozzle inserts are counter-

sunk in the nozzle carrier with blast-back shields. Speed is controlled by an 

infinitely variable magnetic brake. 800-783-4935; www.hammelmann.com.

Hydra-Flex Aqua-Rocket
The Aqua-Rocket industrial turbo nozzle from Hydra-Flex 

is constructed with a stainless steel housing and a 

tungsten carbide tip and seat to withstand harsh 

environments and provide long life. Equipped 

with a high-temperature, drop-resistant rubber 

cover and available repair kits, all components 

are designed for longer life and lower overall operating costs. It blasts a zero-

degree water jet at 1,500 to 4,000 psi while rotating at an optimal speed to 

form a 22-degree, cone-shaped spray pattern. Its optimized stream quality 

results in greater impingement, allowing the user to attack the toughest dirt 

and grime. 952-808-3640; www.hydraflexinc.com.

CASE STUDY

Camera and sonde locator 

used to trace waterlines

Problem: Saltillo Water in Mexico has 24-inch plastic waterlines, which were buried 

with no tracer wire. The utility was not able to locate any maps or records detailing 

where these plastic water pipes were buried. Saltillo Water did know that the majority of 

their lines would be buried under asphalt in the streets.

Solution: The local Vivax-Metrotech distributor, Commercial Gepsa S.A. DE C.V., took 

a trip to visit the customer, bringing a vLoc3-Cam sonde locator and vCamMX-2 mini 

inspection camera. The custom-

er dug 5 feet down to the buried 

water pipe to install a 3-inch 

saddle, which would allow the 

camera head and pushrod to 

enter the pressurized line with-

out water escaping. With the 

camera in the plastic pipe, the 

512 Hz sonde was activated and 

quickly picked up on the surface 

with the sonde locator. Working 

in 10-foot increments, they were 

able to locate the direction and depth of the buried pressurized plastic water pipe. On 

other locate runs, they simply pushed 50 feet of pushrod into the waterline, then con-

nected a portable utility locator transmitter to the camera reel, allowing them to trace the 

entire length of pushrod underground in the pipe.

Result: Together with the receiver in sonde mode and the mini camera, technicians 

were able to pinpoint with accuracy the location and depth of cover of the buried plastic 

water pipe. 800-446-3392; www.vivax-metrotech.com.

www.pumper.com • Since 1979 • May 2019      65

http://www.petersenproducts.com
http://www.hannay.com
http://www.ridgid.com
http://www.subsurfaceleak.com
http://www.hammelmann.com
http://www.hydraflexinc.com
http://www.vivax-metrotech.com
http://www.pumper.com


66     Pumper • May 2019

 HOSE REELS

Reelcraft Industries Series DP5000
The Series DP5000 dual-pedestal reel from Reelcraft 

Industries is smaller and more compact than its Se-

ries DP7000 counterpart for air, water, oil and grease up 

to 1/2-inch I.D. hose. It has an interlocking steel-formed 

and stamped base design that provides rigidity in truck-

mount service applications. This design also makes the base assembly 

strong, compact and resistant to vibration. Its compact profile makes it a fit 

in tight spaces or mounted in cabinetry. 800-444-3134; www.reelcraft.com.

 PRESSURE WASHERS AND SPRAYERS

Water Cannon 
electric clutch series
The heavy-duty, 12-volt electric clutch series of 

pressure washers from Water Cannon Inc. - 

MWBE are designed to mount on the front of 

a diesel engine for high-pressure washing on lo-

cation. It is available in three different pressures from 

2,000 to 4,000 psi and flow rates from 4 to 8 gpm. Other features include a 

continuous-duty hydraulic coupling drive system, an in-line serviceable 

stainless steel mesh water filter, stainless steel unitized valves, forged brass 

manifold and a heavy-duty triplex plunger pump. The thermo-pump protec-

tor engages at 140 degrees F, and the adjustable pressure regulator is from 

150 psi to the max pressure. 800-333-9274; www.watercannon.com.

 ROOT CONTROL CHEMICALS

Duke’s Root Control 
Razorooter II 
Diquat-based Razorooter II root-

control herbicide from Duke’s Root 

Control is registered by the U.S. Envi-

ronmental Protection Agency for con-

trolling nuisance tree roots in sanitary 

sewer collections systems. It kills roots and eliminates mainline stoppages 

caused by live tree roots. 800-447-6687; www.dukes.com.

Lenzyme Trap-Cleer 
foaming root control
Foaming root control from Lenzyme 

Trap-Cleer has double the active 

ingredient dichlobenil of previous 

solutions, along with a latex base 

designed to help it stick to roots lon-

ger. It is easy to apply and provides a 

slower foaming action to coat the entire pipeline and eliminate fast-foam-

over messes. 800-223-3083; www.lenzyme.com.

 ROOT CUTTERS

NozzTeq Lumberjack
NozzTeq Lumberjack cutters are 

low-torque, variable-speed, mul-

tipurpose cutting nozzles powered by 

common sewer jetting or combination trucks. The cutting chains rotate at 

speeds of 10,000 to 50,000 rpm, depending on pressure and flow rate. The 

precisely engineered cutter is designed to cut roots, but it also effectively 

clears out concrete, tuberculation, grease, protruding laterals and other ob-

structions. Low torque means it won’t get stuck, won’t harm host pipe and 

won’t spin off the hose end. The cutters are sealed, include grease-lubricated 

bearings and are water-cooled so they don’t need daily maintenance. Five 

models clear pipes from 3 up to 48 inches. The entire kit includes the turbine, 

water supply tube, chain plate/pull plate, tow ring, cutting blade, sleds, five 

sets of chain per sled size, propelling nozzle with jets and adapter, spanner 

wrench, hand tools and toolbox. 866-620-5915; www.nozzteq.com.

 SLUDGE SAMPLING EQUIPMENT

Sim/Tech Filter TruCore
The TruCore from Sim/Tech Filter is a large-diameter, accurate, user-

friendly sludge sampler designed for use in thicker sludge common to 

septic tanks. It allows samples to be taken quickly without creating exces-

sive turbulence, as there are no restrictions caused by valves, stoppers or 

flaps. With a 1 3/8-inch I.D., the capacity per foot is almost 10 ounces. The 

straight-through design allows the sample to be effortlessly returned to 

the tank. The unit is made of a polycarbonate sampling tube (marked ev-

ery foot) and PVC fittings. It comes as a single-piece, 8-foot unit or as two 

4-foot units that slip together. Custom sizes and configurations are also 

available. A customizable extension kit is available for deeply buried tanks. 

888-999-3290; www.simtechfilter.com.

 SMOKE LOCATORS

Superior Signal 
smoke testing systems
Superior Signal smoke testing systems help 

reduce wet-weather sanitary sewer overflows 

and surface inflow. Smoke candles, fluid and 

smoke blowers are designed to smoke-test sani-

tary sewers quickly, efficiently and economi-

cally. Blowers can be used with smoke can-

dles or fluid to detect common sources of inflow and other faults. Superior 3C 

Classic smoke candles produce a volume of 40,000 cubic feet of smoke in just 

three minutes. Join multiple smoke candles together to create larger volumes 

of smoke visible for a longer period of time. Systems offer a liquid-based al-

ternative for mainline sewer inspection, with a heating chamber with stain-

less steel injector to maximize dry smoke output, producing a highly visible, 

liquid-based smoke. 800-945-8378; www.superiorsignal.com.

(continued)
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 TRUCK/TRAILER JETTERS

American Jetter Hot Jetter
Hot Jetters from American Jetter 

include a water-heating system that 

uses efficient dual-coil burners. Burner 

exhaust temperatures are reduced from 400 degrees F to 

around 127 degrees F, effectively releasing less heat into the atmosphere. 

This is coupled with 20 percent or more fuel savings from the optional 

Kohler’s 19 to 38 hp EFI engines. The increased fuel savings will provide lon-

ger runtimes. 866-944-3569; www.americanjetter.com.

Cam Spray TT4025HZ-350
The model TT4025HZ-350 trailer jet-

ter from Cam Spray produces 25 

gpm at 4,000 psi using an EPA 

Tier 4 Final Hatz Diesel 74 hp turbo 

intercooled, liquid-cooled engine. It comes with an 

over-center clutch, control panel with hour meter, low-fuel gauge, low-fuel 

shutdown, over-pressure shutdown and digital pressure readout. The reel is 

hydraulic powered with variable speed and comes mounted on a slide-out 

with angle adjustment fitted with 500 feet of 5/8-inch hose, manual shut-off 

valve and analog pressure gauge. 800-648-5011; www.camspray.com.

Easy Kleen Pressure Systems 
Groundhog Jetter
The Groundhog Jetter from Easy Kleen Pres-

sure Systems is designed to blast through 

clogged pipes with a 35 hp Vanguard engine 

providing 12 gpm at 3,500 psi. It is compact 

and easily transported in a pickup truck or van, 

with trailer options available. It includes a fully welded, 

powder-coated 2-inch steel tube frame, drilled and tapped, which houses the 

200-gallon water tank. It comes with an accessible breather and 10-gallon fuel 

tank, General Pump with gearbox drive, 12-volt powered hose reel with 300 

feet of 3/8-inch jetter hose, hose guides, super swivel and foot-pedal control 

and emergency shut-off valve. 800-315-5533; www.easykleen.com.

GapVax GJet
The GJet truck jetter from 

GapVax offers 500- to 3,000-gal-

lon stainless steel water tank op-

tions and 40 to 100 gpm water 

pump options along with a front-

mounted hose reel, various toolbox options, room for a vice or crane, and 

10-foot tube trays. 888-442-7829; www.gapvax.com.

Hot Jet USA 
Xtreme Flow III
The Xtreme Flow III trailer jet-

ter from Hot Jet USA offers 18 gpm 

at 4,000 psi jetting power, clear-

ing drains from 2 to 24 inches. It offers twin 35 hp Vanguard engines on a 

5-by-14-foot, heavy-duty, 10,000-pound-rated trailer. It is designed to bust 

through any clog, roots or debris. 800-213-3272; www.hotjetusa.com.

Jetters Northwest Eagle 200
The Eagle 200 midsize trailer jetter series from 

Jetters Northwest is available in 12 gpm/ 

3,000 psi (model Eagle-200/3012) with 

1/2-inch I.D. jet hose or the 9 gpm/4,000 

psi (model Eagle-200/4009) with 

3/8-inch I.D. jet hose. It comes 

with either a Kawasaki (liquid-cooled) or 

Kohler (air-cooled) fuel-injected engine, an industrial-duty trailer with brakes 

for safety, and an A-frame tongue that allows it to be towed when full of water. 

It comes with a super-duty triplex UDOR U.S.A. pump, 12-volt power-wind 

hose reel with wind-speed controller, 200-gallon water tank, large 60-inch 

lockable tool storage bin, 300 feet of jetting hose on the main 12-volt reel, 100 

feet of 3/4-inch water-supply hose on a second reel, adjustable pulsation con-

trol and four jetting nozzles. 877-901-1936; www.jettersnorthwest.com.

Vac-Con Hot Shot
The Hot Shot high-pressure wa-

ter jet machine from Vac-Con is 

designed for removing stones, 

bottles, cans, grease, sludge and 

other debris from sanitary sewer 

and/or storm drainlines. Models 

are available with 1,000- and 1,600-gallon water tanks. Options include vari-

able flow, articulating hose reel, polyethylene water tanks, 30 gpm at 3,000 

psi water pump system, auxiliary engine or hydrostatic drive, cold-weather 

recirculation system, side-mounted toolboxes, air purge system, hose foot-

age counter, arrow board, strobe lights, inspector cam, high-pressure spray 

bar, hose rewind guide, 600 psi handgun system with 25 feet of hose, and a 

selection of nozzles. 855-336-2962; www.vac-con.com.

Vactor RamJet 850 Series
The RamJet 850 Series truck jetter 

from Vactor has a choice of front or 

rear hose-reel locations and produc-

tivity-enhancing options. An integral 

aluminum rear shroud with heavy-

duty, see-through Lexan windows is 

available. Large service access doors 

on both sides of the shroud enable easy greasing, maintenance and service. 

The rear shroud keeps the hose and components warm and protected for 

quick setup and cleaning in extremely cold conditions. It comes standard 

with a certified flow of 0 to 80 gpm at a variable pressure up to 2,500 psi at the 

hose reel to clean any size of line. 815-672-3171; www.vactor.com.

Vector Technologies 
VecJet
The VecJet line of powerful, com-

pact trailer-mounted jetter ma-

chines from Vac-Con, in coopera-

tion with Vector Technologies, 

features a high-pressure water jet 

system with a Vac-Con hose reel. They come standard with a 99 hp Kubota 

diesel engine, a 500- or 700-gallon water tank, 500 feet of 1/2- or 3/4-inch 

jetter hose, and water flow of 25 gpm at 4,000 psi or 40 gpm at 3,000 psi. 

800-832-4010; www.vector-vacuums.com. ■
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 TRUCK/TRAILER JETTERS

American Jetter Hot Jetter
Hot Jetters from American Jetter 
include a water-heating system that 
uses efficient dual-coil burners. Burner 
exhaust temperatures are reduced from 400 degrees F to 
around 127 degrees F, effectively releasing less heat into the atmosphere. 
This is coupled with 20 percent or more fuel savings from the optional 
Kohler’s 19 to 38 hp EFI engines. The increased fuel savings will provide lon-
ger runtimes. 866-944-3569; www.americanjetter.com.

Cam Spray TT4025HZ-350
The model TT4025HZ-350 trailer jet-

ter from Cam Spray produces 25 
gpm at 4,000 psi using an EPA 

Tier 4 Final Hatz Diesel 74 hp turbo 
intercooled, liquid-cooled engine. It comes with an 

over-center clutch, control panel with hour meter, low-fuel gauge, low-fuel 
shutdown, over-pressure shutdown and digital pressure readout. The reel is 
hydraulic powered with variable speed and comes mounted on a slide-out 
with angle adjustment fitted with 500 feet of 5/8-inch hose, manual shut-off 
valve and analog pressure gauge. 800-648-5011; www.camspray.com.

Easy Kleen Pressure Systems 
Groundhog Jetter
The Groundhog Jetter from Easy Kleen Pres-
sure Systems is designed to blast through 
clogged pipes with a 35 hp Vanguard engine 
providing 12 gpm at 3,500 psi. It is compact 
and easily transported in a pickup truck or van, 
with trailer options available. It includes a fully welded, 
powder-coated 2-inch steel tube frame, drilled and tapped, which houses the 
200-gallon water tank. It comes with an accessible breather and 10-gallon fuel 
tank, General Pump with gearbox drive, 12-volt powered hose reel with 300 
feet of 3/8-inch jetter hose, hose guides, super swivel and foot-pedal control 
and emergency shut-off valve. 800-315-5533; www.easykleen.com.

GapVax GJet
The GJet truck jetter from 
GapVax offers 500- to 3,000-gal-
lon stainless steel water tank op-
tions and 40 to 100 gpm water 
pump options along with a front-

mounted hose reel, various toolbox options, room for a vice or crane, and 
10-foot tube trays. 888-442-7829; www.gapvax.com.

Hot Jet USA 
Xtreme Flow III
The Xtreme Flow III trailer jet-
ter from Hot Jet USA offers 18 gpm 
at 4,000 psi jetting power, clear-
ing drains from 2 to 24 inches. It offers twin 35 hp Vanguard engines on a 
5-by-14-foot, heavy-duty, 10,000-pound-rated trailer. It is designed to bust 
through any clog, roots or debris. 800-213-3272; www.hotjetusa.com.

Jetters Northwest Eagle 200
The Eagle 200 midsize trailer jetter series from 
Jetters Northwest is available in 12 gpm/ 
3,000 psi (model Eagle-200/3012) with 
1/2-inch I.D. jet hose or the 9 gpm/4,000 
psi (model Eagle-200/4009) with 
3/8-inch I.D. jet hose. It comes 
with either a Kawasaki (liquid-cooled) or 
Kohler (air-cooled) fuel-injected engine, an industrial-duty trailer with brakes 
for safety, and an A-frame tongue that allows it to be towed when full of water. 
It comes with a super-duty triplex UDOR U.S.A. pump, 12-volt power-wind 
hose reel with wind-speed controller, 200-gallon water tank, large 60-inch 
lockable tool storage bin, 300 feet of jetting hose on the main 12-volt reel, 100 
feet of 3/4-inch water-supply hose on a second reel, adjustable pulsation con-
trol and four jetting nozzles. 877-901-1936; www.jettersnorthwest.com.

Vac-Con Hot Shot
The Hot Shot high-pressure wa-
ter jet machine from Vac-Con is 
designed for removing stones, 
bottles, cans, grease, sludge and 
other debris from sanitary sewer 
and/or storm drainlines. Models 

are available with 1,000- and 1,600-gallon water tanks. Options include vari-
able flow, articulating hose reel, polyethylene water tanks, 30 gpm at 3,000 
psi water pump system, auxiliary engine or hydrostatic drive, cold-weather 
recirculation system, side-mounted toolboxes, air purge system, hose foot-
age counter, arrow board, strobe lights, inspector cam, high-pressure spray 
bar, hose rewind guide, 600 psi handgun system with 25 feet of hose, and a 
selection of nozzles. 855-336-2962; www.vac-con.com.

Vactor RamJet 850 Series
The RamJet 850 Series truck jetter 
from Vactor has a choice of front or 
rear hose-reel locations and produc-
tivity-enhancing options. An integral 
aluminum rear shroud with heavy-
duty, see-through Lexan windows is 
available. Large service access doors 
on both sides of the shroud enable easy greasing, maintenance and service. 
The rear shroud keeps the hose and components warm and protected for 
quick setup and cleaning in extremely cold conditions. It comes standard 
with a certified flow of 0 to 80 gpm at a variable pressure up to 2,500 psi at the 
hose reel to clean any size of line. 815-672-3171; www.vactor.com.

Vector Technologies 
VecJet
The VecJet line of powerful, com-
pact trailer-mounted jetter ma-
chines from Vac-Con, in coopera-
tion with Vector Technologies, 
features a high-pressure water jet 

system with a Vac-Con hose reel. They come standard with a 99 hp Kubota 
diesel engine, a 500- or 700-gallon water tank, 500 feet of 1/2- or 3/4-inch 
jetter hose, and water flow of 25 gpm at 4,000 psi or 40 gpm at 3,000 psi. 
800-832-4010; www.vector-vacuums.com. ■
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“The very day we found out we’d have to move our shop, somebody 
came through the door and said, ‘Do you want to buy Buck’s back?’ It 
was really a door closing, door opening, all in the same day.” They quickly 
jumped at the chance.

Today their business is exclusively portable restrooms, serving the 
100-mile-wide Willamette Valley. They’ve got about 1,500 Satellite Industries 
units — gray Tufways and Maxims (and a few white ones for weddings, and 
green units for their University of Oregon tailgating; “quack shacks,” they call 
them after the Oregon Ducks mascot), several ADA-compliant Freedoms 
and wheelchair-accessible Liberties — an Ameri-Can Engineering Crowd 
Pleaser restroom trailer, and two smaller Comfort Station trailers from 
Advanced Containment Systems, Inc. About 50 percent of their work is 
special events, including, in 2012, the U.S. Olympic track-and-field trials.

 

Making connections

The Welds live in Sweet Home so they’ve always had the hometown 
advantage for the Jamboree and Buck’s has done it since its beginning in 
1996. They feel confident they’ll retain the work as long as they provide good 
service and a reasonable price.

 

the Main event

In the early ’90s, when Sweet Home came up with an idea to help 
fund civic projects, this little town asked a big star to perform at their first 

country music festival. Surprisingly, Wynonna Judd said yes and the festival 
has attracted top talent ever since. In 2012, the 9,000 residents welcomed 
40,000 visitors August 3-5, most of whom camped out. Judd was back to help 
celebrate the Jamboree’s 20th anniversary, along with Rascal Flatts, Dierks 
Bentley, the Charlie Daniels Band, and enough performers for 22 shows on 
two stages. Other attractions included beer and wine gardens, merchandise 
booths and a kids’ zone. The event is held in a no-facilities, 20-acre park-like 
setting near the edge of the picturesque town.

 

By the nuMBers

The company brought in 265 units (20 Maxims, 10 Freedoms, 20 
Liberties, one Standing Room Only urinal unit, and the balance Tufways), 
three restroom trailers, and 73 hand-wash stations (half Satellite Industries 
Waves from the company’s inventory, the rest PolyPortables, Inc. Tag Alongs 
rented from a colleague).

Some 115 units, including five handicap-accessible, were set up at the 
main venue — a few at bus stops, the hospitality center, and parking lots, 
but the bulk in large banks, along with six to eight hand-wash stations, were 
placed at the four corners of the facility. The crew placed the ACSI trailers 
near the stage for the performers and the Ameri-Can Engineering trailer in 
the food court/beer garden, along with the urinal unit.

Thirty units and six hand-wash stations were arranged in two banks 
at a smaller, adjacent venue. The rest of the inventory was taken to 23 
campgrounds. Thirteen units were rented to individual campsites.

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

<<< The Buck’s team includes, from 
left, Milah Weld, Susie Sieg, Josh 
Wooley, Sten Weld, Scott Weld and 
Eric Brownrigg.

(continued)

the teaM

Lisa and Scott Weld, owners of Buck’s 
Sanitary Service in Eugene, Ore., have a 
staff  of 10 — an offi  ce worker, yard worker, 
part-time mechanic and seven drivers. 
Lisa works in the offi  ce answering phones 
and managing the creative and marketing 
side while Scott fi lls in on everything 
from management to running routes to 
maintenance. Five people worked on the 
Oregon Jamboree along with the Welds 
and their three children, Maren, 9; Milah, 
13; and Sten, 17; who are accustomed to 
helping out at events.

 

coMpany history

In April 2012, Lisa and Scott Weld 
bought Buck’s — for the second time. Th eir 
fi rst crack at it was in 1995 when Scott’s 
father heard the 20 -year-old business was 
having problems. Th e family made an off er 
to the founder and operated it for four 
years as an add-on to their trash and septic 
service business. In 1999, when Weld’s 
father retired, they sold it to a national 
solid waste company. Weld went to work 
for that company, then 10 years later tried 
his hand again at self-employment in the 
trash business. A few challenges cropped 
up, but they turned out to be fortuitous, 
says Lisa Weld.

(continued)

<<< Susie Sieg, of Buck’s Sanitary Service, 
unloads a Satellite Industries Maxim 3000 

restroom at the Oregon Jamboree.
(Photos by Peter Krupp)

tHe JoB: Oregon Jamboree
locAtIoN: Sweet Home, Ore.
tHe PRo: Buck’s Sanitary Service

tHe JoB: Oregon Jamboree
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have to move our shop, somebody 
came through the door and said, 
‘Do you want to buy Buck’s back?’ 
It was really a door closing, door 
opening, all in the same day.”
Scott Weld
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At the oregon Jamboree 
music festival, the crew 
at Buck’s Sanitary Service 
provides service that singsprovides service that sings
BY BettY dAGeFoRde

 Let’s roLL

Eight times, Sunday through Wednesday, a caravan of three trailers 
made the hour-long drive up Interstate 5 from the company’s yard to the 
Jamboree site to deliver units. Two of their 15-year-old company-built 
trailers held 16 units each and a third trailer carried 20 (also company-built, 
using an Explorer receiver from McKee Technologies, Inc.). The company 
used service vehicles to pull the trailers.

Weld tried a new approach for the removal process. Sunday night 
and continuing Monday, the team pumped and moved all units to a single 
staging area, which he felt simplified the job. “It’s easier to send a driver to 
pick up toilets if they’re all in one spot,” he explains. “I probably spent a little 
bit extra labor, but at least you don’t have to send somebody with a map to 
go to this campground, get these six, go to another campground, get these 
eight. Then you start leaving sinks behind and the (handicap unit) doesn’t 
fit. It’s just a logistics nightmare trying to get the loads to work out.” During 
the week, they grabbed units as schedules permitted.

 

keepin’ it cLean

Jamboree organizers required someone be on site and available by 
radio at all times so Weld, his son and another member of the team stayed in 
a motor home at one of the campgrounds.

Venue units were serviced each night from 11 p.m. to 2 a.m. At 6:30 
a.m. they started in on the campground units, finishing around 9:30 a.m. 
During the day, they pumped out 20 RVs and 19 holding tanks — 10 at the 
two shower facilities and the balance for the food vendors.

Five service vehicles were used: A 2010 Peterbilt 335 and a 2008 
International 4300, both built out by Progress Vactruck with 1,500-gallon 
waste/500-gallon freshwater aluminum tanks; a 2001 Isuzu FTR from 
Workmate/FMI Truck Sales & Service with an 850-gallon waste/350-gallon 
freshwater steel tank; and two 2000 International 4700s built out by Lely 
Manufacturing Inc. with 750-gallon waste/350-gallon freshwater steel tanks. 
All have Masport pumps.

Waste was transported to the company’s yard each night and transferred 
to a 20,000-gallon tank. From there, another pumping contractor picked up 
the waste and disposed of it by land application.

 

saMe But different

In one sense, Weld was an old pro at this event, so it was “pretty much 
business as usual,” he says. On the other hand, the size and scope had 
changed significantly over the years — their first year, they brought in 60 
units for one venue and four campgrounds. “That was the most difficult 
thing for me,” he says. “So I had to get my act together.” He quickly got his 
arms around it. “You’ve got to just scratch your head and kick it in gear and 
go. We didn’t stop moving all weekend.” ■

Advanced Containment 
Systems, Inc.
800/927-2271
www.acsi-us.com

Ameri-Can Engineering
574/892-5151
www.ameri-can.com

Lely Manufacturing, Inc.
800/334-2763
www.lelyus.com

Masport, Inc.
800/228-4510
www.masportpump.com

McKee Technologies - 
Explorer Trailers
866/457-5425
www.mckeetechnologies.com
(See ad page 46)

PolyPortables, Inc.
800/241-7951
www.polyportables.com
(See ad page 33)

Progress Vactruck
800/467-5600
www.progressvactruck.com

Satellite Industries
800/328-3332
www.satelliteindustries.com
(See ad page 27)

Workmate/FMI Truck  
Sales & Service
800/927-8750
www.fmitrucks.com

MORE INFO

^^^ Milah Weld helps out her father’s crew, keeping restrooms and hand-wash 
stations stocked with soap and paper products at the Oregon Jamboree, includ-
ing these Wave sinks from Satellite Industries.

^^^ Satellite Industries Tufway restrooms are lined up and ready to go before the 
Oregon Jamboree, complete with lighting strung in the front of the units.

Reprinted with permission from PRO™ / February 2013 / © 2013, COLE Publishing Inc., P.O. Box 220, Three Lakes, WI 54562 / 800-257-7222 / www.promonthly.com
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T o improve cash � ow, operate more e�  ciently, 
lower prices, and boost customer loyalty while 
fending o�  competitors, OnSite Management Inc. 

in West Chester, Pa., employs a simple and inexpensive 
tool: maintenance contracts.   

Je�  Rachlin, who owns OnSite Management along 
with partners Bud Baroni and Derald Hay, says the 
company has been using maintenance contracts for about 
10 years. Slightly more than 20 percent of the company’s 
5,000 or so accounts have signed maintenance contracts, 
and that number continues to grow.

“� e rest of our customers just haven’t reached that 
teachable moment yet, where they’ve just had a major 
repair or watched the previous homeowner go through 
a $10,000 to $40,000 system replacement,” Rachlin says. 
“� ey � gure ‘If it ain’t broke, don’t � x it.’ Everyone learns 
di� erently … but usually, cost is a big in� uence.”

OnSite Management – which tests, designs, 
inspects, installs and services septic systems  in a four-
county area in southeastern Pennsylvania – markets the 
contracts to new customers after installing a system, and 
to existing customers, but only after their system passes 
an inspection.

Rachlin says maintenance agreements bene� t both 
customers and the company.

For customers, regular inspections save money in 
the long run by detecting small problems before they 
lead to costly system failures. And customers appreciate 
making smaller quarterly payments instead of receiving 
one large pumping bill. � e contracts e� ectively enable 
them to amortize the cost of tank pumping over the life of the contract, 
which runs for three years. Furthermore, they end up paying less for service 
because the company can schedule pumping routes more e�  ciently.

For OnSite Management, quarterly contract payments generate more 
consistent cash � ow, as opposed to one pumping fee charged every several 

FOUNDED: 1997
OWNERS: Jeff Rachlin, Bud Baroni and Derald Hay
EMPLOYEES: 9
SPECIALTIES: Testing, designing, inspecting, 
installing and pumping septic systems
SERVICE AREA: Southeastern Pennsylvania
AFFILIATIONS: Pennsylvania Septage Management Association, National 
Association of Wastewater Technicians
WEBSITE: www.onsitemgt.com

OnSite Management Inc., West Chester, Pa.
Pro� le

★★
Pennsylvania

EYE 
A Watchful

By Ken Wysocky

Pennsylvania’s OnSite Management grows its 
maintenance contract business to provide quality, 
routine care for customers’ septic systems and build 
a more consistent revenue stream

Owner Jeff Rachlin records data
from the Jet Inc. control panel

on a drip dispersal system.
(Photos by Jack Ramsdale)

years. In addition, contracts give customers a built-in motivation to stick 
with the company. (If a customer moves, the contract is transferable to the 
new homeowner; if the new owner doesn’t want it, the old owner may get 
a credit for work not performed, or might owe the company money if the 
payments made don’t equal the value of the work performed.)

“It takes them out of the market,” Rachlin explains. “When they have a 
problem, they know they can call someone who’s familiar with their system, 
instead of looking through the Yellow Pages or going on the Internet to 
� nd someone. Plus, it keeps their price down because the biggest cost for 
us is getting out to a job and back. So if we can schedule, say, six houses at 
a time, it helps us be more e�  cient, and we can pass those savings on to 
the homeowners.”

coMMon-cents strategy
Rachlin says he settled on the idea for maintenance agreements when 

an HVAC contractor tried to sell him a maintenance plan on a new system in 
his home. “I � gured if they can do it, why can’t we?” he says.

Here’s how the contracts work: In 
exchange for quarterly payments, OnSite 
Management performs two inspections a 
year, which includes a pumping, if needed. 
� e technician checks the solids level 
and the structural integrity of the tank above the liquid level, cleans � lters, 
� ushes the laterals, and hydro-pressurizes the system once a year. If a tank is 
emptied, a technician also checks its structural components.

“Early on, we were going to do maintenance intervals three to four times 
a year, but we’ve found that twice-a-year intervals are more cost-e� ective,” 
Rachlin says.

As a bonus, homeowners that sign maintenance contracts get billed at 
regular hourly rates for after-hours emergency calls, Rachlin says.

Technicians � ll out and leave behind a copy of a checklist so the 
homeowner knows when the inspection occurred, the condition of system 
components and whether repairs are needed. If it’s a serious issue, sta� ers 
send out a letter and/or make followup phone calls.

Rachlin declined to disclose the price of the quarterly contract fees, 
but notes it’s a direct function of how much time technicians spend on-
site – a � gure the company got a better handle on over time. “Our customer 
checklists show us solids-content trends … which help us better predict 
when a tank will need to be pumped,” he says. “� at, in turn, allows us to 
schedule visits to other nearby customers, which boosts e�  ciency.”

eQuipped for the Work
Technicians use the company’s four Ford pickup trucks to do 

inspections, and they can perform minor repairs during the inspections. 
Along with the pickup trucks, OnSite Management owns a 2007 Volvo truck, 
built by Advance Pump & Equipment, Inc. and equipped with a 4,000-gallon 
aluminum tank and a Demag-Wittig  RFL-100 pump made by Gardner 
Denver; a J-3000 Jet Set portable pipe cleaner made by General Pipe 
Cleaners/General Wire Spring; a GenEye pipeline inspection and locating 
system, also made by General Pipe Cleaners; a RIDGID SeeSnake pipeline 
inspection camera; and a RIDGID NaviTrack Scout sonde pipe locator.

� e company also relies on a 2007 Volvo tri-axle dump truck, a Mack 
single-axle dump truck, a 25-ton trailer made by Eager Beaver Trailers, a 25-
ton trailer made by Rogers Brothers Corp., a 2011 PC 160 excavator made by 
Komatsu Ltd., a CT322 compact track loader made by Deere & Co., a 420D 
backhoe/loader manufactured by Caterpillar Inc. and a 2012 E35 compact 
excavator made by Bobcat Co.

(continued)

The paper trail used to bog down some aspects of operations at OnSite 
Management Inc. in West Chester, Pa. But that changed dramatically when 
the company went to cloud-based data storage, which greatly improved 
productivity by providing companywide access to documents – even for 
employees on remote work sites, says Jeff Rachlin, one of the company’s 
co-owners.

As an example, septic system inspection reports that used to be 
available only in paper form are now scanned as digital .pdf � les and 
posted on a remote server employees can access via home computers, 
laptops and smartphones. The company pays a minimal monthly fee for 
the service, he says.

“It really helps after normal 
business hours or on weekends,” 
Rachlin says. “If I need records, I don’t 
have to run back to the of� ce and get 
information. Plus, it helps me talk more 
intelligently to customers if they call me 
after hours.”

As another example, Rachlin 
cites something as simple as a 
materials list for a septic system 
installation. Rachlin puts it on the 
server where it’s easily accessible 
to a work crew. So if a crew � nishes 
a project early, they can access the 
materials list for the next job and get 
started instead of coming back to the 
of� ce to retrieve a hard copy.

“It’s hard to quantify (productivity and pro� tability gains),” he 
continues. But he says the crew no longer has to spend valuable time 
searching for records.

“With 5,000 customers, and sometimes working on 10 to 20 accounts 
at a time, the cloud makes information management much easier and 
convenient,” he concludes. “I used to � gure that if you could access any 
information within two minutes, you were pretty ef� cient. (Cloud computing) 
knocks it down to literally seconds, depending on the Internet speed.”

Cloud Computing
Raises Productivity Sky-High

Field services technician Dave 
Burgess gets ready to measure 
the solids level in a residential 
septic tank.

I used to � gure that if 
you could access any 
information within two 
minutes, you were 
pretty ef� cient. (Cloud 
computing) knocks 
it down to literally 
seconds, depending on 
the Internet speed.

- Jeff Rachlin

professionaL Background heLps
� e company developed its own contract and inspection forms. � e 

latter task wasn’t as daunting as it may sound, Rachlin says, because of his 
involvement with professional organizations and networking with others 
in the industry. He belongs to the Pennsylvania Septage Management 
Association, sitting on the organization’s education committee. He 
also teaches courses technicians take to become certi� ed septic system 
inspectors. In addition, he’s a member of the National Association of 
Wastewater Technicians.

“Being a (certi� cation) instructor allows me to stay on top of the latest 
inspection techniques, and belonging to NAWT keeps me abreast of things 
going on nationally,” he says. “Our forms continue to evolve over time as new 
technologies emerge and employees – and even customers  – 
suggest changes. For example, the frequency of our visits (for 
maintenance intervals) changed because of customer input.”

Selling customers on the idea of 
regular maintenance is easier if they’ve 
just incurred a major expense, like a 
system replacement, or heard someone 
else’s story of problems uncovered in a 
time-of-sale septic system inspection.

“� e bottom line is that 
maintenance is cheaper compared to 
replacing a system,” Rachlin says. “If we 
replace a system during a real-estate transaction, the buyer 
sees what the seller is going through – it’s a great teaching 
point,” he says. “� ey can see that with a maintenance 
contract, they don’t have to worry about that any more. It’s as 
close to � ush and forget as you can be.”

It also helps that consumers are becoming more aware 
of the importance of septic system management, especially 
as more municipalities and/or states require septic system 
inspections before a home is sold.

 
custoMer education

Rachlin adds that educating customers is an 
important part of the company’s marketing and 
contract sales e� orts.

“After we install a system, we go out and do 
an orientation,” he says. “� e more they know, 
the better o�  we both are in terms of prolonging 
the life of the system. If it’s designed, installed 
and maintained properly, we believe it should last 
inde� nitely. And the more con� dence they have in 

us, the more likely they’ll continue to be our customer in the future. It’s all 
about building trust and relationships.

“Basically, I’ve found that it’s like a car, in that if you’re educated and 
you know it needs oil changed at certain intervals, you’ll do it,” he adds. “� e 
same thing is true with septic systems. Once they’re educated, customers 
will follow up with service intervals.”

After pumping a tank and performing a 20-point inspection for a new 
customer, technicians leave behind a completed inspection checklist, 
a thank-you bag with a company refrigerator magnet that displays 
essential contact information, a brochure that explains how to take care 
of a septic system, and another brochure that provides details about the 
maintenance contracts.

Vacuum truck operator Dave Wilkerson (left) and 
technician Dave Burgess return hose onto the company’s 
2007 Volvo vacuum truck, built out by Advance Pump & 
Equipment Inc., after pumping a septic system.

Owner Jeff Rachlin 
(right) prepares to 

inspect a septic 
tank as vacuum 

truck operator Dave 
Wilkerson evacu-
ates the contents.

It’s like a car, in that if 
you’re educated and you 

know it needs oil changed at certain 
intervals, you’ll do it. The same thing is 
true with septic systems. Once they’re 
educated, customers will follow 
up with service intervals.

                              - Jeff Rachlin

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

operation at www.pumper.com
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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.

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

years. In addition, contracts give customers a built-in motivation to stick 
with the company. (If a customer moves, the contract is transferable to the 
new homeowner; if the new owner doesn’t want it, the old owner may get 
a credit for work not performed, or might owe the company money if the 
payments made don’t equal the value of the work performed.)

“It takes them out of the market,” Rachlin explains. “When they have a 
problem, they know they can call someone who’s familiar with their system, 
instead of looking through the Yellow Pages or going on the Internet to 
� nd someone. Plus, it keeps their price down because the biggest cost for 
us is getting out to a job and back. So if we can schedule, say, six houses at 
a time, it helps us be more e�  cient, and we can pass those savings on to 
the homeowners.”

coMMon-cents strategy
Rachlin says he settled on the idea for maintenance agreements when 

an HVAC contractor tried to sell him a maintenance plan on a new system in 
his home. “I � gured if they can do it, why can’t we?” he says.

Here’s how the contracts work: In 
exchange for quarterly payments, OnSite 
Management performs two inspections a 
year, which includes a pumping, if needed. 
� e technician checks the solids level 
and the structural integrity of the tank above the liquid level, cleans � lters, 
� ushes the laterals, and hydro-pressurizes the system once a year. If a tank is 
emptied, a technician also checks its structural components.

“Early on, we were going to do maintenance intervals three to four times 
a year, but we’ve found that twice-a-year intervals are more cost-e� ective,” 
Rachlin says.

As a bonus, homeowners that sign maintenance contracts get billed at 
regular hourly rates for after-hours emergency calls, Rachlin says.

Technicians � ll out and leave behind a copy of a checklist so the 
homeowner knows when the inspection occurred, the condition of system 
components and whether repairs are needed. If it’s a serious issue, sta� ers 
send out a letter and/or make followup phone calls.

Rachlin declined to disclose the price of the quarterly contract fees, 
but notes it’s a direct function of how much time technicians spend on-
site – a � gure the company got a better handle on over time. “Our customer 
checklists show us solids-content trends … which help us better predict 
when a tank will need to be pumped,” he says. “� at, in turn, allows us to 
schedule visits to other nearby customers, which boosts e�  ciency.”

eQuipped for the Work
Technicians use the company’s four Ford pickup trucks to do 

inspections, and they can perform minor repairs during the inspections. 
Along with the pickup trucks, OnSite Management owns a 2007 Volvo truck, 
built by Advance Pump & Equipment, Inc. and equipped with a 4,000-gallon 
aluminum tank and a Demag-Wittig  RFL-100 pump made by Gardner 
Denver; a J-3000 Jet Set portable pipe cleaner made by General Pipe 
Cleaners/General Wire Spring; a GenEye pipeline inspection and locating 
system, also made by General Pipe Cleaners; a RIDGID SeeSnake pipeline 
inspection camera; and a RIDGID NaviTrack Scout sonde pipe locator.

� e company also relies on a 2007 Volvo tri-axle dump truck, a Mack 
single-axle dump truck, a 25-ton trailer made by Eager Beaver Trailers, a 25-
ton trailer made by Rogers Brothers Corp., a 2011 PC 160 excavator made by 
Komatsu Ltd., a CT322 compact track loader made by Deere & Co., a 420D 
backhoe/loader manufactured by Caterpillar Inc. and a 2012 E35 compact 
excavator made by Bobcat Co.

(continued)

The paper trail used to bog down some aspects of operations at OnSite 
Management Inc. in West Chester, Pa. But that changed dramatically when 
the company went to cloud-based data storage, which greatly improved 
productivity by providing companywide access to documents – even for 
employees on remote work sites, says Jeff Rachlin, one of the company’s 
co-owners.

As an example, septic system inspection reports that used to be 
available only in paper form are now scanned as digital .pdf � les and 
posted on a remote server employees can access via home computers, 
laptops and smartphones. The company pays a minimal monthly fee for 
the service, he says.

“It really helps after normal 
business hours or on weekends,” 
Rachlin says. “If I need records, I don’t 
have to run back to the of� ce and get 
information. Plus, it helps me talk more 
intelligently to customers if they call me 
after hours.”

As another example, Rachlin 
cites something as simple as a 
materials list for a septic system 
installation. Rachlin puts it on the 
server where it’s easily accessible 
to a work crew. So if a crew � nishes 
a project early, they can access the 
materials list for the next job and get 
started instead of coming back to the 
of� ce to retrieve a hard copy.

“It’s hard to quantify (productivity and pro� tability gains),” he 
continues. But he says the crew no longer has to spend valuable time 
searching for records.

“With 5,000 customers, and sometimes working on 10 to 20 accounts 
at a time, the cloud makes information management much easier and 
convenient,” he concludes. “I used to � gure that if you could access any 
information within two minutes, you were pretty ef� cient. (Cloud computing) 
knocks it down to literally seconds, depending on the Internet speed.”

Cloud Computing
Raises Productivity Sky-High

Field services technician Dave 
Burgess gets ready to measure 
the solids level in a residential 
septic tank.

I used to � gure that if 
you could access any 
information within two 
minutes, you were 
pretty ef� cient. (Cloud 
computing) knocks 
it down to literally 
seconds, depending on 
the Internet speed.

- Jeff Rachlin
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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
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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)
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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.)
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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 
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to existing customers, but only after their system passes 
an inspection.
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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 
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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
Page 26

EYE EYEEYEEYE
A Watchful

Pennsylvania’s Jeff Rachlin
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+55 (21) 99044-7887
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In:

Available  
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Fluid-assisted vacuum nozzle that simplifies the  
transference of liquids and highly viscous materials.  

It provides limitless vertical lift and distance  
capability while pumping a wide range of materials.

THE MOST VERSATILE TOOL IN THE INDUSTRY

PressureLift.com
972-355-0550  
866-504-6596

Recover all unclaimed water with a 

Available 
In: 2" - 8"

Custom  
Sizes  
Available

PATENTED

DON’T LEAVE 
FRACK WATER 
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http://www.pressurelift.com
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PRODUCT NEWS

Clean air is essential to the performance and life of your vacuum truck’s 

engine. Considering the dirty environments many pumpers operate in at 

times, the air your truck is breathing in isn’t exactly clean. That’s why proper 

air filtration is important, because sometimes even a small amount of dirt 

can cause a tremendous amount of engine damage. Baldwin Filters, a 

Parker Hannifin brand, has introduced a line of EnduraCube air filters 

with depth-loading media technology designed to deliver durability, efficiency 

and high capacity.

EnduraCube air filters have a multilayered synthetic media trap designed 

to hold more dirt per square inch. The enhanced media technology provides 

high initial efficiency and is water-resistant, ensuring tears and holes do not 

develop when exposed to water, according to the maker.

“We are excited to bring this advanced depth-loading technology to the 

marketplace,” says Steve Zimmerman, division engineering and product 

management manager at Parker Hannifin Engine Mobile Aftermarket Division. 

“Our goal is to provide the best possible protection for engines, and these 

filters exemplify our commitment to innovative filtration.”

According to Zimmerman, for efficient combustion, a modern diesel engine 

requires several thousand times as much air as it does fuel. Under normal 

operating conditions, to burn 1 gallon of fuel, the engine needs 15,000 gal-

lons of clean air. Add a turbocharger to that engine and air consumption 

requirements increase by 20 percent or more. The purpose of the air filter is 

to promote long system life by keeping damaging contaminants away from 

sensitive engine components.

The filters include a stronger, stable media pack, with one continuous me-

dia web that eliminates possible leak paths common in stacked paper media, 

according to the manufacturer. Durable, rigid plastic frame and end caps add 

structural strength and stability to the media. They also include protective 

panels designed to reduce the risk of rips, tears and punctures.

EnduraCube air filters are built to withstand the toughest conditions, ac-

cording to the maker. In rigorous endurance testing, the filters demonstrated 

extreme structural integrity. Testing against the OE filter shows the Endura-

Cube air filters do not tear or separate from air pressure, vehicle vibration 

or high temperatures. The durable design and construction of the air filters 

provide long-term protection to keep engines running at peak performance. 

800-822-5394; www.parker.com. ■

BALDWIN FILTERS 
ENDURACUBE 
AIR FILTERS PROMOTED 
FOR DIRTY-AIR ENVIRONMENTS 

in the

SPOTLIGHT
By Craig Mandli

BRAWNY OPTION
FOR COXREELS’
100 SERIES REELS
The Brawny option from

COXREELS is available for 

most 100 Series hose reels. The 

Brawny feature adds strength to 

the drum, minimizing potential 

damage under increased or puls-

ing pressure usage. The option is available for the 8-, 12.5- and 18-inch 

drum widths. The 100 Series reel can be mounted to a floor, wall, ceiling, 

bench or truck and is made of steel for durability. It has a U-shaped frame 

for two-point axle support to provide stability during operation and has a 

brake assembly for braking or locking the drum to a desired length of hose. 

800-269-7335; www.coxreels.com.

WESTECH
VAC SYSTEMS
CODE COMBO VAC
Westech Vac Systems’ Code 

Combo Vac unit features a pow-

erful vacuum system, high-pres-

sure water system and a steam 

reel for tough greases, sludges 

and oils. It is built to Transport Canada Transport Dangerous Goods code TC 

407 for hazardous material applications, which is DOT 407 equivalent. The 

unit can also be built to noncode specifications. The Code Combo Vac unit 

features a 2019 Kenworth T800 tridem chassis built to endure the harshest ap-

plications, Hibon 820 tri-lobe blower with a 28-inch maximum vacuum and 

1,600 cfm free air flow, Cat Pumps 660 water pump with 10 gpm at 3,000 psi 

rating, 700,000 Btu diesel-fired water heater, electrically powered tank vibra-

tor, steamer kit and glycol hose reel. 780-955-3030; www.westechvac.com. ■
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Ask for Scott  888-395-7551  After hours call Scott at 816-590-4076

2007 Mack Vision, Only 265K miles, 330 HP, 10 spd,  
4000 gallon steel vac tank, Jurop LC-420 vac pump,  

vac system is 5 years old

Call For Pricing!

 2007 International 4300, DT-466E, 245 HP,  
Allison auto, 119K miles, 33# GVW,  2500 gallon steel 

vac tank,  Jurop R260 vac pump.

Call For Pricing!

2014 International 4300, NON CDL, MFDT 230 HP, 
Allison auto, 147K miles,   1870 gallon steel vac tank, 

 Jurop PN-84 vac pump.

 Call For Pricing!

2012 Freightliner Cascadia, Detroit DD13, 435 HP, 
jakes, 10 spd,  3360 gallon steel vac tank,  

 Masport Hydra vac pump.

Call For Pricing!

2007 Kenworth T800, Cat C-11 335 HP, 10 spd, 
16# fronts, 3800 gallon steel vac tank,  

urop LC-420 vac pump.

Call For Pricing!

2005 Freightliner M2, NON CDL, Cat 210 HP,  
6 spd, 150K miles,  1870 gallon steel vac tank,  

 Jurop PN-84 vac pump.

Call For Pricing!

2006 International 4300, DT-466E 210 HP,   
Allison auto,   2300 gallon steel vac tank,  

 Jurop PN84 pump.

Call For Pricing!

2006 Mack CV713, 370 HP, jake, 10 spd, low miles, 
 3400 gallon steel vac full hoist, full open rear door, 

 NVE 866 liquid cooled pump

Call For Pricing!

2007 Freightliner M2, Mercedes 250 HP, Allison auto, 
NON CDL,  1870 gallon steel vac tank,  

 Jurop PN84 vac pump.

Call For Pricing!

FIND OUT HOW.
FREE subscription at digdifferent.com

Beyond 
buckets 
and blades.

http://www.parker.com
http://www.coxreels.com
http://www.westechvac.com
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  Delivery Available Anywhere in the Lower 48!! www.TransportTruck.com

NON CDL

NON CDL

IN PROGRESS

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

TRANSPORT TRUCK SALES, INC.

2007 Mack Vision, Only 265K miles, 330 HP, 10 spd,  
4000 gallon steel vac tank, Jurop LC-420 vac pump,  

vac system is 5 years old

Call For Pricing!

 2007 International 4300, DT-466E, 245 HP,  
Allison auto, 119K miles, 33# GVW, NEW 2500 gallon steel 

vac tank, NEW Jurop R260 vac pump.

Call For Pricing!

1-YEAR NATIONWIDE  
DRIVE TRAIN WARRANTY

2014 International 4300, NON CDL, MFDT 230 HP, 
Allison auto, 147K miles,  NEW 1870 gallon steel vac tank, 

NEW Jurop PN-84 vac pump.

 Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

2012 Freightliner Cascadia, Detroit DD13, 435 HP, 
jakes, 10 spd, NEW 3360 gallon steel vac tank,  

NEW Masport Hydra vac pump.

Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

2007 Kenworth T800, Cat C-11 335 HP, 10 spd, 
16# fronts, 3800 gallon steel vac tank,  

Jurop LC-420 vac pump.

Call For Pricing!

2005 Freightliner M2, NON CDL, Cat 210 HP,  
6 spd, 150K miles, NEW 1870 gallon steel vac tank,  

NEW Jurop PN-84 vac pump.

Call For Pricing!

1-YEAR NATIONWIDE  
DRIVE TRAIN WARRANTY

2006 International 4300, DT-466E 210 HP,   
Allison auto,  NEW 2300 gallon steel vac tank,  

NEW Jurop PN84 pump.

Call For Pricing! 

1-YEAR NATIONWIDE  
DRIVE TRAIN WARRANTY

2006 Mack CV713, 370 HP, jake, 10 spd, low miles, 
NEW 3400 gallon steel vac full hoist, full open rear door, 

NEW NVE 866 liquid cooled pump

Call For Pricing! 

1-YEAR NATIONWIDE  
DRIVE TRAIN WARRANTY

2007 Freightliner M2, Mercedes 250 HP, Allison auto, 
NON CDL, NEW 1870 gallon steel vac tank,  

NEW Jurop PN84 vac pump.

Call For Pricing!

1-YEAR NATIONWIDE  
DRIVE TRAIN WARRANTY

http://www.TransportTruck.com


72     Pumper • May 2019

Marketplace Advertising

INDUSTRIAL - 
GRADE  

PRESSURE 
WASHERS

.c
om

800.333.9274

Let Us Build Your 

JETTER

Diesel
Propane
Gas

Hot or 

Cold

866-944-3569

Toll Free 888-999-3290

www.simtechfi lter.com

TruCore Sludge Sampler 

•  Quick & accurate sampling

•  Works in thick sludge

•  No mess release of sample

•  Simple straight-thru design 

•  Clear tube is made of 

Polycarbonate

•  Inside diameter of 1-3/8"

•  Extendable

Tired of taking multiple 

samples just to guess 

the sludge depth? 

Try our TruCore!

F R A G R A N C E

F R A G R A N C E

SUMMER FRESH
FRAGRANCE

290 Alpha Drive, Pittsburgh PA 15238

PORTABLE SANITATION PRODUCTS 

800.556.0111
surco.com

New mess-free  
packets available!

Call to get your FREE sample

Portable Toilet

Deodorant

Surco®

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

Go to  
pumper.com/alerts  
and get started today!
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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
A Broad and Economical Range of Odor Control Solutions

Advertising
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www.simtechfilter.com
www.americanjetter.com
www.mightyprobe.com
www.easykleen.com
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866-944-3569

800.556.0111
surco.com

New mess-free  
packets available!

• Municipal and Industrial • Digester and Lagoon Cleaning 

• Double Belt Filter Presses • Liner Repair & Replacement

Go to  
pumper.com/alerts  
and get started today!

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

•  Manhole  
Odor Inserts

•  Pollution Control 
Barrels

• Activated Carbon

•  Lift Station  
Odor Control

• Septic Vent Filters
• Custom Solutions

866-NO-STINK 
(866-667-8465)

973-846-7817 in NJ

Makers of the Wolverine Brand of Odor Control Solutions

IndustrialOdorControl.com
A Broad and Economical Range of Odor Control Solutions

PATENT #US 8,273,162
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AQUA-Zyme  
Disposal Systems

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

»Pass the paint filter test  
in 24 hours

»No waiting, Equipment is in stock

»Visitors welcome at  
our dewatering facilities

DEWATERING
Dewatering Unit • Polymer Injection System  

Sludge Pump • Hoses • Working Platform • Hydraulic Trailer

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

We do one thing to perfection — Dewater Liquid Waste!

Franklin Electric celebrates 75 years of business
Franklin Electric will be celebrating its 75th anniversary in 2019. The 

company was founded by E.J. “Ed” Schaefer and T.W. “Wayne” Kehoe in 

1944 in Bluffton, Indiana. Franklin Electric started as a small motor man-

ufacturing company and has grown into a global provider of systems and 

components for moving water and fuel.

 

SJE moves in to new Florida location
SJE moved its Florida office to a new building in St. Petersburg. The 

building is more than 80 percent larger, providing space for growth. The 

new facility has 17,500 square feet, bringing the production space up to over 

10,000 square feet. Other benefits include a one-level layout, improved em-

ployee common areas and a conference room. The address is 10040 18th St. 

N., Suite No. 1, St. Petersburg, about 6 miles southeast of the old location.

 

Vactor announces plans to expand 
manufacturing facility

Vactor announced plans to expand its Streator, Illinois, manufacturing 

facility. The project is expected to increase Vactor’s production capacity and 

add up to 90 jobs. The first phase of the project will expand the existing fabri-

cation, welding, paint and assembly areas, as well as the test bays. Addition-

ally, the current training center and customer inspection facility will be up-

dated. The expansion will add about 100,000 square feet. The construction 

completion targeted is the end of 2019. ■

INDUSTRY NEWS

http://www.pumper.com
http://www.best-portable-toilets.com
mailto:zymme@aqua-zyme.com
http://www.aqua-zyme.com
www.hotjetusa.com
www.easykleen.com
www.industrialodorcontrol.com
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CLASSY TRUCK

Meridian, Idaho

L
ance Rackham added a 2018 Peterbilt 567 from Jackson Peterbilt of 

Boise, Idaho, which carries a 3,500-gallon waste and 200-gallon fresh-

water aluminum Imperial Industries tank and a National Vacuum 

Equipment 866 Challenger liquid-cooled pump. The rig has an air-bag sus-

pension and is powered by 430 hp PACCAR engine tied to a 10-speed Fuller 

transmission (Eaton Vehicle Group). The truck features a hydraulically driv-

en full-opening rear door, 20-inch topside manway, 4-inch intake, 6-inch 

dump, Cat Pumps 2,500 psi 8 gpm jetter housed in a heated aluminum 

box, Alcoa aluminum wheels, a steerable pusher axle, incorporated steps 

in the rear bumper for operator safety, and an aluminum toolbox. Interior 

features include air conditioning, stereo, leather seating, Bluetooth stereo 

with hands-free communication, air-ride seat and cab, inner lock axle and 

rear locking differential axle, and factory-installed PTO switches. Graphics 

are from Bryant Ideas. The driver is Spencer Hyde, and the truck is used for 

car wash pits, parking lot basins, sand/oil separators and occasionally septic 

and grease trap pumping. ■

Master Rooter Plumbing

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 YOUR CLASSY TRUCK! 

TRUCK SALES | EXPERT SERVICE | PARTS | FINANCING

See our entire inventory at 

truckcountry.com

Call 920-997-4922

2019 Freightliner 122SD, 470 HP — DD13, 

Allison Auto., 5000 Gal. Aluminum NVE 4310 

Blower, Full Lockers, Air Ride.  

2020 M2106 with 4000 Gal. Tank, 

350 HP Allison Automatic, Air Ride, Full 

Lockers, 4000 Gal. Aluminum NVE 4307 

Blowers.

2019 Freightliner 108SD, 370 HP Cummins,  

Allison Automatic, Air Ride, Full Lockers, 

4200 Gal. Aluminum Imperial, 4310 NVE 

Blower.

Trucks Built to Work!

2020 M2106 300HP Cummins L9, Allison 

Auto, Air Ride, Diff Lock, 2500 Gal. Imperial 

Tank with NVE 607 Pump.

mailto:editor@pumper.com
www.truckcountry.com
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BUSINESSES

Cooking oil processing plant. Includes 3 

tanks and low-pressure boiler. 2,000-gallon 

screened tank, 6,000-gallon cook tank with 

heating coils, 7,500-gallon finished product 

tank. $15,000. 443-235-5979  (P05)

Septic business for sale, New York water-

shed. Includes trucks and equipment. 20+ 

years with same phone number. $250,000. 

hacksaw12481@gmail.com  (PBM)

Start your own septic service business in 

Florida! For more information call 931-248-

1284.  (PBM)

If you’re interested in selling your grease 

trap service, used cooking oil or other non-

haz wastewater disposal business, we’d like 

to hear from you! Liquid Environmental Solu-

tions is the nation’s largest liquid waste man-

agement company - providing service across 

the USA. Sell your business and enjoy retire-

ment or join us - we can always use great 

team members. Contact Brian Bidelspach: 

brian.bidelspach@liquidenviro.com or call 

602-206-3636.  (PBM)

Septic Tank Service Business for Sale: 

Owner wishes to retire. Located in Cal-

lahan, FL (Nassau County) north of Jack-

sonville - fastest growing county in Florida. 

33 years in operation with loyal customer 

base. Includes: 1996 International 4900 

w/DT466E, 5-speed transmission, 2-speed 

axle. 2,500-gallon capacity truck. 302k 

miles, fresh in-frame, new transmission, 

excellent condition. 2000 Freightliner FL70 

w/8.3 Cummins diesel, 6-speed transmis-

sion. 2,400-gallon capacity truck. 198k 

miles, excellent condition. Also included: 

Complete DEP-approved lime stabiliza-

tion site and facility for land application. 

Owner will train and assist with licensing. 

For more information contact K.A. “Kenny” 

Farmer at 904-879-4701 or 904-545-0357; 

farmer613259@aol.com  (P05)

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.  

 (P05)

DEWATERING

Flo Trend dewatering trailer with poly-

mer dosing system. 2016 built new and 

purchased new. Everything works and in 

good condition. $70k new, make offer.

970-618-4828, CO P05

2016 Flo Trend dewatering trailer, Sludge 

Mate Model SM-12-0-TM. 12-yard with 

attached PolyMate polymer injection sys-

tem. All remote hydraulic operated.

970-618-4828, CO P05

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 
sales@screencosystems.com  (PBM)

Surplus Equipment for Sale: Item 1: Mo-

bile rotary sludge thickener $29,000. Item 

2: 6,300-gallon SS thickened sludge land 

application tanker $17,000. We have DVDs 

of both working. Contact Mark Scott at 

thescotts1964@comcast.net for details. (P05)

DRAIN/SEWER
CLEANING EQUIPMENT

FMC/Bean pump, Model AG R6-60F. 
65gpm @ 1,800psi, Ford 300 CID pony 
motor. All in working condition.    $3,500

740-681-9902, OH P05

DRAINFIELD
RESTORATION

Terralift, 1995, Kohler engine, Atlas Copco 
compressor. Unit runs. Located in Idaho. 
$4,500 OBO. 208-955-8514. (P06)

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)

Terralifts - New and Used. Financing avail-

able for qualified buyers. For more infor-

mation call Dick Crane 800-223-2256 or 

aalco@tds.net for electronic brochure. www. 

youtube.com/watch?v=t8ApRUOasnY (PBM)

HAZARDOUS
WASTE UNITS

2009 Peterbilt/Keith Huber Dominator 
3,000-gallon carbon-steel DOT 412 hazard-
ous waste dump and door with Fruitland 500 
vacuum pump. 300 hp. Air-ride rears. In very 
good condition. $82,500 KLM Companies 
617-909-9044  (PBM)

1984 Mack R686ST with a 1999 Keith Huber 

Dominator 3,000-gallon carbon-steel, dump 

type, DOT, vacuum tank unit. (Stock# 1165C) 

www.VacuumSalesInc.com (888) VAC-

UNIT (822-8648)  (PBM)

1997 Ford cab and chassis with a 3,500 U.S. 

gallon, carbon steel, DOT-certified vacuum 

tank. Dump type with full-open rear door 

and a Masport HXL400WV vacuum-pres-

sure pump. (Stock# 1829V) www.Vacuum 

SalesInc.com (888) VAC-UNIT (822-

8648)  (PBM)

2008 International with a 3,200 gallon alu-

minum two-compartment DOT 412 vacuum 

tank unit. (Stock# 9666V) www.Vacuum-

SalesInc.com; (888) VAC-UNIT (822-

8648)  (PBM)

JET VACS

2001 Mack Vactor 2115: 100gpm rod-

der, 800' hose reel, 1024 Roots blower, 

hydro kit. Only 3 years on rebuilt Cum-

mins ISX600 engine. 318k miles, 16k 

hours on this well-maintained, work- 

ready truck!  ............................ $55,000

Call 248-345-3993, MI P06

1999 Vactor Sterling L9501, 19,800 miles. 
Roots 824 PD blower 16". 10-yard debris 
body (tank partially cavitated). 80gpm jet-
ter pump with 1,200-gallon freshwater tank. 
Automatic Allison transmission. $10,000. 
706-798-8080  (P06)

Jack Doheny Supplies Inc. offers a full range 

of late model combo units and DOT industrial 

vacuum loaders. Call us @1-800-3DOHENY. 

 (PBM)

JETTERS-TRAILER

PBM

The Industry’s Most Versatile Trailer 

Jetter! Model# HJ2TA1030HW, tandem 

axle trailer, 35 hp Vanguard 10 gpm @ 3,850 

psi, 325-gallon water tank, 300' hose, Gen-

eral pump. Fully loaded! List $36,995. 

On sale for $32,995.

800-213-3272,
www.hotjetusa.com

2001 US Jetting 4018-300 trailer-

mounted, high-pressure sewer jetter. 

Good condition, only 727 hours. Stored 

in heated garage.  ...................  $22,500

Call 860-706-3518, CT 

or email dleonard@solvitnow

P05
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2007 Harben - Ready to work! 4,000psi, 

16gpm, Deutz diesel engine, 500' 1/2” 

hose - good condition and one standard 

nozzle. 300-gallon water tank, hydraulic-

driven hose reel, jump jet, antifreeze 

system. Plastic tool box, newer paint and 

fenders, heavy-duty jack and upgraded 

sealed lights.  ..................  $14,000 OBO

Call 800-319-2847 

or 440-821-1114, OH P05

JETTERS-TRUCK

2015 Ford F450 Super-Duty jet truck, 6.7L 

diesel-automatic, 116,097 miles, American 

Jetter-skid 1740, 600-gallon water capac-

ity, 4,000psi, 65hp, 17gpm, twin engines. 

Pictures available. $45,000. Call Frank 978-

758-6265  (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 $10,000 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)

PARTS & COMPONENTS

Two (2) Vacall aluminum water tanks, either 

tank fits models AJV1215 and AJV812. #1) 

New (white) RT side tank is brand new, tiny 

(quarter size) dent at top, front. #2) Near new 

(Black-coated) left-side tank has cracked 

weld 2" long along lower rear seam. Both 

tanks 600 gallons. $5,000 each. As is. Call 

303-507-4238  (P05)

PORTABLE RESTROOMS

4,000 used portable restrooms for sale. Up-

dating our fleet to the new Zenith portable 

restrooms from Sansom Industries. Prices 

range from $125 - $325. Call Jim Reisinger 

@ 314-776-4000.  (PBM)

500 Satellite Maxim 3000 portable 

restrooms units for sale. All units 4- to 

6-years old, double-walled with hand 

sanitizer and 3 toilet paper holders. Price 

is $350 per unit.

Call Dave 724-222-6080, PA P05

200-300 Used Satellite Tuffway and Synergy 

Taurus portable toilets for sale. All ready to 

go on jobs. Varying condition. $175 per unit. 

Buyer is responsible for transportation. Toi-

lets are located in Nashville, TN. Email Scott 

at sathone@yahoo.com for more information 

and pictures.  (P05)

PORTABLE RESTROOM 
TRAILERS

Two restroom trailers available (together or 

separately). Purchaser responsible for trans-

port. Each has a men's and women's room. 

Email lbrown@kiwicountrydaycamp.com for 

details.  (P05)

2001 Keith Huber International pump truck. 

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

2001 Isuzu FTR/Keith Huber Tugger II, 
1,100-gallon waste tank. 307,000 miles. 
150- and 250-gallon water tanks. New 
pressure-relief valves, new hoses for the 
tanks. New freshwater pump. Truck has 
new fresh paint. Drive tires are 90% and 
front steer tires are 60%. Rear toilet rack 
was rebuilt. Full service was done. Fresh 
fluids and filters. New brakes, rotors and 
brake lines.  ..............................  $29,000

Contact Matthew Bergey 

570-412-0304, PA 

muddyrunrepair@gmail.com

P05

2000 International 4700I, 7.3-liter 
diesel, 51,332 miles. 3-compartment 
stainless steel tank 100/300/500. NVE 
pump, hydraulic liftgate. Asking $60,000

Brad 724-222-6080, PA P06

2011 Ford F350, 6.7 diesel, automatic, 

4x4. NEW aluminum 300 waste/150 wa-

ter vacuum tank, HXL2 Masport pump, 

washdown system.

Call JR @ 720-253-8014, CO PBM

Texla Services Portable Toilet Service 

Truck Bodies – Standard turnkey pack-
age mounted on your chassis includes: 
painted body, lighting, right angle Jurop, 
DC10, water hose, valves & plumbing 
and PTO. 1,100/400 - $22,500; 700/300 
- $19,500; 1,700/600 - $24,500.

936-641-3938 

Check us out on Facebook! PBM

2007 International, 2-compartment 
1,500-gallon Best Enterprise stainless-
steel tank with 2-unit carrier. Automatic 
transmission. 200k miles. PTO-driven 
pump and washdown system. Dual side 
service. Truck runs and drives daily, no 
issues.  ...................................  $39,000

631-767-9404, NY P05

2008 Hino 145 with Hino diesel 4-cyl. 
automatic. New 900-gallon waste and 
300-gallon freshwater aluminum tank. 
New engine-drive Battioni pump with 
electric start, 90cfm. Two large alumi-
num storage boxes, 2-unit aluminum 
carrier. Turnkey, ready for work. $65,000

Call Jeff 419-262-7232, OH P05

2016 International 4300 Series, 
56,500 miles. 3-compartment stainless-
steel tank, 900-gallon waste and (2) 
300-gallon water tanks. NVE Defender 
500 pump and hydraulic up/down 2-unit 
hauling rack.  ...............  Asking $80,000

Dave 724-222-6080, PA P05

2007 Ford F750, 5.9 Cummins, 2000 
Series Allison auto. transmission, Masport 
pump. 1,100 waste/400 fresh, dual pump 
hose. Call for pricing.

301-475-3035, MD 

tandtsweepport@outlook.com

P05

2005 Freightliner, Caterpillar motor, 6-speed 

transmission, Kieth Huber tank, Masport 

pump. 340k miles, new clutch. Tires and 

brakes are 80%. $13,999 OBO. 786-488-

4276; info@expressportable.com (P05)

2003 Ford F550, 250,000 miles, 6.0 Power-

stroke with egr delete. Rebuilt pump, Satel-

lite tank, Honda pressure washer. Very clean 

truck. $16,000. Call 815-716-3056  (P05)

2007 Ford F750 portable toilet truck, dual 

service, Conde pump, high pressure washer. 

Best Enterprises stainless steel tank – 1,100 

waste, 400 fresh water. Toilet carrier, air-

shift PTO. Storage bins, bumper, manway, 

secondary, hose trays. Allison transmission 

and air brakes. New motor with 10k miles 

and transmission has been rebuilt. $23,500. 

Interested parties call 248-759-4993.  (P05)
Submit your classified ad online!
www.pumper.com/classifieds/place_ad
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PORTABLE RESTROOM 
TRUCKS

2014 International pump truck, Flow-

Mark aluminum 1,850-gallon tank, 62,000 

miles, $85,000; 2007 International 4300 

1,350-gallon, 265,000 miles, $37,500. 256-

757-9900 or www.pbsos.com  (PBM)

Two (2) 2014 Hino 195 tank trucks. Best 

Enterprises stainless steel vacuum tanks 

- 750 waste/300 water. Trucks are in per-

fect condition and ready to work. Both have 

Conde PTO-driven pumps and 175k miles. 

$44,900 each. 718-634-2780  (P06)

2005 Ford F650, 5.9 Cummins, automat-

ic. Stainless steel tank 1,000/300, DC10 

washdown pump, Masport vacuum pump.  

$25,000 OBO. Call 786-488-4276 or email 

info@expressportable.com  (P05)

2018 Hino 268A cab & chassis, 25,950 

GVW with a new 1,600-gallon portable 

toilet service unit. (Stock# 13762) www. 

VacuumSalesInc.com (888) VAC-UNIT 

(822-8648) (PBM)

2008 Ford F550 cab & chassis with an alumi-

num 1,100 U.S. gallon,2-compartment (750 

– 350) PTS unit and Masport vacuum pump. 

(Stock# 6618V) www.VacuumSalesInc.

com (888) VAC-UNIT (822-8648)  (PBM)

POSITIONS AVAILABLE

GapVax, Inc., a nationally recognized manu-
facturing 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 man-
ufacturer of industrial and municipal vacuum 
units and hydroexcavation units in the United 
States. We provide the most reliable, com-
prehensive, and efficient mobile vacuum 
units in the industrial and municipal 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 re-
sumes to or betty@gapvax.com or 575 Cen-
tral Avenue, Johnstown, PA 15902. (PBM)

PUMPS

Two (2) pre-owned, certified Hammel-

mann HDP 500 high-pressure pumps 

for sale. 20,000psi and 50gpm for hydro 

demolition.

772-214-1714, FL 

sales@hogtechnologies.com P07

Buy & Sell all makes and models, new & used 

vacuum pumps, blowers, high-pressure wa-

ter pumps, new and good used replacement 

parts. Buy discounted pumps online 24/7. Call 

us for a current inventory list. 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)

2016 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 Rentals, Inc. 
617-909-9044  (PBM)

ROLL-OFF TRAILERS

2001 ESP Roll-off trailer: Two (2) container 

roll-off trailer good brakes, tires, frame. etc. 

KLM Companies 617-909-9044  (PBM)

SEPTIC TRUCKS

Texla Services Vacuum Truck Bodies – 

Turnkey package mounted on your chas-
sis includes: painted body, lighting, valves, 
PTO and pump. 3,600-gallon - $25,000; 
2,500-gallon - $22,000; 1,500-gallon - 
$18,500. Many custom options are avail-
able. Bodies out of paint: 2,500-gallon 
- $13,500. Self-contained skids available.

936-641-3938 

Check us out on Facebook! PBM

2014 International 4300, under CDL. 

DT466 diesel, auto., NEW 1,800-gallon 

tank and Masport  pump.

Call JR @ 720-253-8014, CO PBM

NEW Vacuum Truck: 2016 Ford F550, 

970.07 miles. Turbo diesel, automatic 

transmission w/floor shift, 4-wheel 

drive. Hands-free phone capable. Pear-

son Brothers Better Built pump.

Call 903-277-1883, TX 

a1nationalseptic@aol.com P05

2001 Kenworth T800 Michigan Special: Cat 

C10 with 400hp, manual transmission. 750k 

miles, total rebuild at 650k. Current DOT 

inspection. 3,600-gallon aluminum tank, 

Challenger vacuum pump. Running daily. 

$49,500. Call or text for more information: 

734-777-0390  (P05)

Two (2) identical 2013 International Eagles, 

DOT legal. 5,300-gallon polished aluminum 

tank, 3,500psi jetter with Honda power. 

5,300 miles - never put in service. NEW 

TRUCK. YOU WONT BE DISAPPOINTED!! 

Save $50,000. Buy today $167,500 each. 

Call 239-825-6610  (P05)

2019 International MV Series, 270hp 

Cummins with Allison 2500 RDS auto-

matic transmission, luxury package. 

2,500/200 tank with Jurop RV360 

pump. AR 4,000psi at 4gpm jetter with 

150’ hose. All aluminum. ......  $129,850

Call 318-780-1731 

or 318-207-2749, LA P05

For Sale: 357 Peterbilt, 3306B Cat, 

8LL transmission, 235k miles. Heavy 

axles, Hendrickson suspension, double 

frame. 3,100-gallon Cusco tank with 

hoist & full-open rear door, vac pump, 

rotary lobe blower. Has good tires. 

Ready to work. It's a good solid truck, 

and runs great. $24,500. Call for more 

information. Financing and delivery op-

tions available. Other trucks available 

at Hull's Truck Bodies. http://www.face 

book.com/hullstruckbodies 

740-820-5338, OH P05

1997 Volvo, 3,600-gallon steel tank 
with hoist. L10 Cummins, 10-speed, full 
lockers, 645K miles. Hendrickson spring 
suspension, Rockwell rears, liquid-
cooled Masport HXL20. 36” rear man-
way, new primary and secondary, heat-
ed collars. 140’ 3” hose, 3 site glasses, 
stainless hose trays. Solid truck, ready 
to work. $30,000 OBO. Located near St. 
Peter, Minnesota. Call if interested or for 
additional photos.

507-931-1340 P05

Two (2) 1998 Mack CH613 septic trucks 

(identical). Double framed with 4,000-gal-

lon steel tank and Masport 400XL vac pump. 

Fuller super 10-speed transmission. These 

trucks were actively being used until re-

placed with new trucks. $22,500 each OBO. 

Trucks located in Florida. Pictures upon re-

quest. 352-796-9930  (P06)

FILL a job opening

BID OUTan upcoming job

ANNOUNCE
contracted services offered

SELL used equipment

OBTAIN a position wanted

FINd IT

CLASSIFIEDS!IN
 T
H
E

In Pumper magazine and on the web. Pumper.com

http://www.pbsos.com
mailto:info@expressportable.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc
http://www.gapvax.com
mailto:betty@gapvax.com
http://www.p
mailto:sales@hogtechnologies.com
http://www.Vacuum
http://www.vsirentalsllc.com
mailto:a1nationalseptic@aol.com
http://www.face
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1999 Freightliner FL70: Ready to go 

truck fully equipped with a new Masport 

pump and 1,900-gallon steel tank. Ask-

ing $36,000 OBO. If interested please 

call or email Danny:

909-286-2583, CA 

independentpumping@yahoo.com
P05

2005 International 7400, DT400, 

4,000-gallon waste tank which tilts 

up and opens from the rear. 300-gal-

lon freshwater tank with jetter. Tires 

are good. Engine needs work. 385,000 

miles.  ........................  Asking $29,500

Andrew 561-302-7195, FL P05

1999 International, Cummins motor, 

Eaton/Fuller 10-speed transmission, 

Fruitland vacuum pump. Brand-new 

3,600-gallon tank – never used. New 

paint, new tires. Sale Price  ....  $50,000

Call Scott 763-213-8235, MN P05

2009 Peterbilt/Keith Huber Dominator 
3,000-gallon carbon-steel DOT 412 hazard-
ous waste dump and door with Fruitland 500 
vacuum pump. 300 hp. Air-ride rears. In very 
good condition. $82,500 KLM Companies 
617-909-9044  (PBM)

1997 Ford LN9000 with Presvac 2,300- 

gallon, either DOT Code or septic use. Tank in 

great shape. Cummins with Fuller transmis-

sion. Just inspected, runs excellent. $25,500. 

KLM Companies 617-909-9044   (PBM)

2006 Peterbilt 357 tri-axle vacuum truck, 

5,000 gallons. Heavy specs, double frame, 

aluminum wheels, air-lift third axle. Masport 

vacuum pump. Caterpillar C15 475hp, 

18-speed, 340k miles. 832-914-2855; 

www.oilfieldtruckworld.com  (P05)

2008 Freightliner (non CDL) with 
2,000-gallon aluminum Progress sep-
tic/portable toilet tank. Cummins engine 
with Allison automatic. New Fruitland 
RCF250 vacuum pump. All new brakes 
and rotors. Runs excellent.  ..... $48,500

KLM Companies 

617-909-9044 PBM

2005 International 4400. 285hp 
DT466, backed by Allison 5-speed auto-
matic transmission. Air brakes and rear 
air-ride. 2,300-gallon Progress aluminum 
tank - 2,000-gallon waste, 300-gallon 
freshwater. Masport H15W liquid-cooled 
pump. See-Level waste gauge, (works 
great). Has a freshwater pump if you 
want to use for porta potties. Good tires. 
Runs excellent. Clean inside and out. 
Upholstery in good condition. Has cruise 
control and air conditioning. Both work 
great. 328k miles. Truck is ready to go to 
work today. Has been a great truck for us, 
but we needed a larger truck. Located in 
central California. Call Brian for more info 
or more pictures ....................... $36,000

805-423-1961, CA P05

Peterbilt 335 with 165,000 miles. 
Allison automatic transmission. New 
2,500-gallon tank. New pump. Ready 
to work. Also have a Hino 268 with 
182,000 miles. Manual transmission. 
New 1,870-gallon tank. New pump. 
Ready to work. Financing and shipping 
available. Central Arkansas.

Caleb 281-914-1192 P05

2010 Ford F750 with a Presvac 2,300-gallon 

c/s tank and Masport pump. (Stock# 0764C) 

www.VacuumSalesInc.com (888) VAC-

UNIT (822-8648)  (PBM)

2007 Peterbilt 387, C13 Cat engine, 
425hp, 10-speed, 367k miles. Double 
frame, 46k rear, 20k front, 14k tri-axle. 
5,000-gallon carbon-steel tank, Jurop 
LC420 pump. New tires and aluminum 
rims all around.  ......................  $87,000

Call Alan 786-908-5436 P05

1994 Volvo WG64 with Presvac 3,300- 

gallon, two-compartment tank (2,300/ 

1,000). Cat 3406, 400hp with Fruitland 

1200 vacuum pump.  ..............  $27,500

KLM Companies
617-909-9044 PBM

1999 Sterling L9000 tri-axle cab & chas-

sis with a 4,000 U.S. gallon Keith Huber 

Dominator, two compartment (500 water 

– 3,500 waste) C/S. Full-opening rear door, 

dump-type unit with a Becker 440 vacuum 

pump and jetting system. (Stock# 3408C) 

www.VacuumSalesInc.com (888) VAC-

UNIT (822-8648)  (PBM)

2004 Freightliner M2-106 with a Presvac 

1,500-gallon carbon-steel vacuum tank and 

Masport HXL400WV pump. (Stock# 4468C) 

www.VacuumSalesInc.com (888) VAC-

UNIT (822-8648)  (PBM)

New 4,000 U.S. gallon, aluminum, vacuum-

pressure tank mounted on a 2019 Peterbilt 

348 cab & chassis with NVE Challenger 866 

fan-cooled vacuum pump. (Stock# 13789) 

www.VacuumSalesInc.com (888) VAC-

UNIT (822-8648)  (PBM)

2006 Western Star 4900 tri-axle cab 

& chassis with a 5,000-gallon car-

bon-steel vacuum tank & Masport HX-

L20WV pump package. (Stock# 7347V) 

www.VacuumSalesInc.com (888) VAC-

UNIT (822-8648)  (PBM)

1995 Ford L8000 cab & chassis with a 3,300 

U.S. gallon Keith Huber Dominator, carbon steel. 

Full-opening rear door, dump-type unit with a 

Becker 440 vacuum pump. (Stock# 2507C) 

www.VacuumSalesInc.com (888) VAC-

UNIT (822-8648)  (PBM)

New 4,000 U.S. gallon, aluminum, vacuum-

pressure tank mounted on a 2019 Peterbilt 

348 cab & chassis with NVE Challenger 866 

fan-cooled vacuum pump. (Stock# 13810) 

www.VacuumSalesInc.com (888) VAC-

UNIT (822-8648)  (PBM)

New 5,000 U.S. gallon, aluminum vacuum-

pressure tank mounted on a 2019 Volvo 

VHD tri-axle cab & chassis with an NVE 

4310 PD blower package. (Stock# 13796) 

www.VacuumSalesInc.com (888) VAC-

UNIT (822-8648)   (PBM)

1997 Mack RD688S tri-axle cab & chassis 

with a 4,500-gallon aluminum vacuum tank 

and Wittig RFL100 pump package – coming in 

September. (Stock# 3130V) www.Vacuum 

SalesInc.com (888) VAC-UNIT (822-

8648) (PBM)

2012 Freightliner 114SD vacuum truck, 

81,000 miles. Detroit DD15 455hp en-

gine, 8-speed, spring suspension. Cowboy 

vacuum pump, 3,500-gallon vacuum tank. 

Ready to work. 832-914-2855; www.oilfield 

truckworld.com  (P05)

2012 International 4300, 33,000 GVW, 

DT466, 245hp, Ultrashift automatic. NEW 

2,500-gallon steel or aluminum vac tank - 

your choice. New Fruitland vac pump. Call JR 

@ 720-253-8014, CO.  (PBM)

SERVICE/REPAIR

Dynamic Repairs - Inspection Camera 

Repairs: 48 hour turn-around time. General 

Wire, Ratech, Ridgid, Electric Eel, Gator Cams, 

Insight Vision, Vision Intruders. Quality service 

on all brands. Rental equipment available. 

For more info call Jack at 973-478-0893. 

Lodi, NJ. www.dynamicrepairs.biz (PBM)

TANKS

New 2,000- to 2,500-gallon aluminum 

tanks with lights; New 1,800- to 2,500- 

gallon steel tanks with lights. New 

450-gallon (300-gallon waste/150-gal-

lon fresh) aluminum slide-ins. In stock, 

ready to ship. New and used CDL and 

non-CDL trucks available.

Call JR @ 720-253-8014, CO

 or Mike @ 303-478-4796 PBM

Stainless steel DOT Code hazardous waste 
or septic. Polar 3,600-gallon tank ready to 
mount on your chassis or sell outright. 20” 
rear manway, two 4” inch rear valves with 
full stainless hose trays. KLM Companies 
617-909-9044  (PBM)

http://www.p
http://www.pumper.com
mailto:independentpumping@yahoo.com
http://www.oilfieldtruckworld.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.Vacuum
http://www.oilfield
http://www.dynamicrepairs.biz
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TANKS

Tanks in stock, ready to ship out or let 
us install it for you. Restroom, septic, 
grease in stock with mounting kits.

Call 888-6VACTANK today! PBM

Frac Tanks from Geneva Equipment. 
Financing available! Delivered to your
door! Perfect for: Portable sanitation 
storage; Dewatering; Wastewater storage 
and treatment; Hydroexcavation; Storm-
water runoff. Geneva Equipment has 
1,000+ frac tanks available, epoxy lined 
and EPA compliant.

Call 855-202-7872
 or sales@genevaequipment.com

      www.genevaequipment.com  P05

I have two (2) Abernethy tanks for sale. They 

are sitting on International 4700s that will 

come with the tanks. The trucks do not run. 

I believe the tanks are 1,500/400. They have 

some rust but are in pretty decent shape. 

Would not be hard to mount on a cab and 

chassis and make a nice unit. MAKE OFFER! 

E-mail Sean@jtbholding.com for more info/

pictures.  (P05)

Vacuum Tanks - New: 800- to 5,000- 

gallon tanks available. 3,600-gallon tanks – 

$14,000. 2,500-gallon tanks – $12,000. 

Delivery available. Contact Jerry: 800-721-

2774; JEagleTanks@yahoo.com  (PBM)

TOOLS

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)

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)

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, 
6,000- and 6,300-gallon aluminum single-
compartment Imperial vacuum trailers.

Call Cory
800-558-2945 Ext. 426 PBM

300-gallon tank on trailer with a por-
table pump cart.  .............. $4,000 OBO

Jim 608-219-1026, WI P06

TRUCKS – MISC.

2012 Cat CT660, CT13 Cat, 8LL. 
4,700-gallon tank, Masport 400HXL. 20k 
front, 20k steerable pusher, 46k rears. 
241k miles. Working daily.  .......$92,500

Dave 612-221-6355 , MN P05

TV INSPECTION

2002 Ford E450 CUES camera van, 
only 56k miles on Triton V-10. Air con-
ditioning, power steering, tilt steering 
wheel, dual front airbags, AM/FM radio, 
cruise control. Rear winch for easy lift-
ing, Night Owl Series camera. Approx. 
1,500 ft. of cable. Cabled camera probe, 
Honda EV6010 generator. Record and 
control center, sink and counter, exterior 
safety lights. One owner, fleet main-
tained.  ................................... $23,950

Call 719-494-4927 , CO P05

VACUUM LOADERS

PRICES REDUCED! MUST SELL! 1999 In-

ternational Guzzler vacuum excavator: 

Totally refurbished, purchased new for Big 

Dig Project. 27" blower, CAT engine, auto re-

mote. Special noise-suppression equipment. 

Tri-axle. High-pressure wash-down system 

- 300-gallon water tank. $50,500 OBO. Also 

available 1997 Ford Guzzler vacuum exca-

vator - same features as 1999 International. 

No washdown system. $45,000 OBO. Call 

617-908-1629. (P05)

WANTED

Wanted to Buy: Vactor 2100s and late model 

Guzzlers. Cash. Phone 800-336-4369. (PBM)

WATERBLASTING

2010 NLB 10305. 2,475 hours. Call for pric-

ing – 330-716-2004.  (P05)

2006 Jet Stream 10175. 10,675 hours. Call 

for pricing - 330-716-2004.  (P05)

SUBMIT YOUR 
CLASSIFIED AD
ONLINE at 
www.pumper.com

If you are using an 
 

800 NUMBER
in your ad, be sure it can be 
used in all areas nationwide.

Submit your classified ad online!
www.pumper.com/classifieds/place_ad

Pumper 
AVERAGE MONTHLY

CIRCULATION REACHES

23,000+ 
READERS!

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

mailto:sales@genevaequipment.com
http://www.genevaequipment.com
mailto:Sean@jtbholding.com
mailto:JEagleTanks@yahoo.com
http://www.p
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AVERAGE MONTHLY

CIRCULATION REACHES

23,000+ 
READERS!

SOLD

www.centurychemical.com

28790 County Road 20 W.   Elkhart, IN 46517

574-293-9521   800-348-3505

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.

Bio-Tab
®

!

ADD TO

YOUR PROFITS

WITH... are you
walking away
from bigger

profits?
What is

Bio-Tab
®

?

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

Tanks  

Of Various 

Sizes And 

Stages  

Of  
Completion 

In Stock

PUMP
DISTRIBUTOR

M BATTIONI
M CHALLENGER
M FRUITLAND
M JUROP
M MASPORT
M MORO

Pump Rebuild Kits In Stock

800.364.7307

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

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

• Pipe Reinforced Baffles  
• Flanged & Dished Heads  
• 21" Top & Rear Hatches  

• Full Length Under Carriage on Bottom of Tank

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

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

STAINLESS STEEL & STEEL UNITS - 
CALL FOR INFORMATION

TANKS TO YOUR DESIGN

TANKS SHIPPED TO YOUR LOCATION

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.

100% FINANCING. NO DOWN PAYMENT. 
If you are having difficulty getting the Credit you need call Jim Thomas.

NEW AND USED  
WASTEWATER 

EQUIPMENT

v  Programs offer longer terms 

for older equipment

v We do start ups

v  Seasonal Payment Programs  

Available

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

Commerical Equipment Financing

www.keycommercial.com

JIM THOMAS

SINCE 1997

give me a call!

http://www.centurychemical.com
http://www.pumper.com
mailto:sbs3647307@gmail.com
mailto:JimThomas@KeyCommercial.com
http://www.keycommercial.com
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DOWNLOAD OUR GUIDES
PJProductGuide.com | PJBuyersGuide.com

2500 GASPAR AVE., WHITING, IN 46394

pjpUMPER.com | 800.292.1305

The best sink in the industry just got better.

Introducing: The Next-Generation Bravo!

Reinforced Rod Hinges

Improved Handles
for Easier Movement

Improved Soap Dispenser Plates 
to Mix & Match Dispenser Types

New Fill Port
Can’t be seen from this view.

Integral Keyless Locking Hasp
Can’t be seen from this view.

Locking capability still an option.

New Rotomolded
Sink Base

Contact us for 
more information 

and to order.

DES28641_PJPUMPER_AD_Easter_April2019.indd   1 4/5/19   10:36 AM

www.pjpumper.com


Established 1972

4131 Morris Drive

Burlington, Ontario, Canada L7L 5L5

Fax: 905-681-0411

Nationwide Sales & Service

800-387-7763 | 905-637-2353 | www.presvac.com
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Powervac 6400
> 16 Cubic Yard Tank

> Carbon Steel Construction

> 6400 CFM, 28" HG

> Fruitland RCF500  

Pressure Off Pump

> Application: Plant Maintenance

Hydro X 5300 
> 15 Cubic Yard Debris Tank  

Carbon Steel

> 1200 US Gallon Water Tank SS 304

> 5300 CFM Blower, 28" HG

> Water Pump, Adjustable Flow  

& Pressure

> Up to: 18 GPM & 3500 PSI

> 660,000 BTU Burner

> Acoustic Enclosure

> Winterization Package

> Application: Hydro Excavation

www.presvac.com



