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160,000 Miles  
2500 Gallon Carbon Steel Tank

New Pump

New Tires
New Aluminium Rims

New 4000 Gallon  
Carbon Steel Tank   
Call For Price!

Automatic, 260 HP, 33,000 GVW
45,000 Miles, 

New 2500 Gallon  
Carbon Steel Tank

New Pump, New Tires &  
New Aluminum Rims   

$69,000 

Automatic, 250 HP, 11,000 Miles
25,950 GVW

New 2000 Gallon  
Carbon Steel Tank,

New Pump
New Tires & New Aluminum Rims  

$80,000

$55,000

4000 Gallon Tank

‘18 Hino 338 

‘18 Hino 268

‘09 Peterbilt 335

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 
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You can trust our custom-built vacuum trucks — they’re reliable & faithful — just like us.  Our principles never 
waiver.  We believe all trucks should be built with the utmost care, devotion, and attention to detail.  Trucks, like 
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Come and discover the Transway difference.  
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New equipment, a customer service focus and 
a FOG processing solution key a successful beginning 
for Greenway Waste Solutions.

ON THE COVER: In a Charlotte, North Carolina, market crowded with wastewater 
companies, success can come down to providing stellar customer service, according 
to Reese Blackwell of Greenway Waste Solutions. Blackwell is shown with a co-
owner, Scott Simmons, and a Peterbilt service truck built out by Advance Pump & 
Equipment and carrying a National Vacuum Equipment pump. (Wendy Yang photo).
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1-YEAR, 100,000 MILE ENGINE WARRANT Y NATIONWIDE - 5-YEAR WARRANT Y ON TANK   |   TRANSPORTATION AVAILABLE NATIONWIDE

NationalTruckCenter
EST. 1981

786-683-5009 • 786-801-9742

3001 EAST 11th AVENUE | HIALEAH, FL 33013

Kenworth T-270 2020 Kenworth T-370 Under CDL! 2012 Freightliner M2

 2010 Kenworth T-370

Cummins ISB (285 HP), Allison Auto,  
134K – 158K Miles, New 1800 Gal. U.S. Tank,  

New Jurop PN-58 Razor-Pak (230 CFM) 
STARTING AT $67,000

Paccar PX-8 (300 HP), Allison Auto, 274K Miles, 
New 3600 Gal. U.S. Tank,  

New Jurop R-260 Razor Pak (363 CFM) 
$94,000  

Paccar PX-6 (270 HP), Allison Auto,  
152K Miles, New 1800 Gal. U.S. Tank, New Jurop 

PN-58 Razor-Pak Vacuum Pump (230 CFM)  
$72,000

Paccar PX-9 (350 HP), Allison Auto,  
Custom L.E.D. Light Bars, Custom ATX Racing 

Wheels, 3600 Gal. Dump Tank,  
New Jurop DL-180 Blower Package (620 CFM)  

$154,000

UNDER CDL
IN STOCK

IN STOCK

www.NationalTruckCenter.com

Sold exclusively at  
National Truck Center

2010 – 2014 International 4300 2020 Kenworth T-370

 DT-466 (245 HP), Allison Auto & 6 Speed, 
150K – 257K Miles, 

New 2500 Gal. U.S. Tank  
STARTING AT $50,000

 Paccar PX-9 (350 HP), Allison Auto,  
Blower Options Available!  3200-3600 Gal. Tanks 

on the ground ready to mount!  
$138,000

9 IN STOCK

4  IN  STOCK

2011 Peterbilt 335

Allison Auto, Paccar PX-8 (285HP), 188K Miles, 
New 1800 Gal. U.S. Tank, New Jurop PN-58  

Razor-Pak Vacuum Pump (230 CFM)  
$68,000

UNDER CDL

2013 Mack CX

 Mack MP7 (385 HP) 10 Spd, 331K Miles,  
New 4000 Gal. Dump U.S. Tank,  

New Jurop LC-420 Liquid Cooled Pump (425 CFM)  
$98,000

 2012 International 4400

DT-466 (310 HP), Allison Auto, 202K Miles,  
New 3600 Gal. U.S. Tank, New Jurop R-260  

Razor-Pak Vacuum Pump (363 CFM) 
$82,500  
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PORTABLE RESTROOM OPERATOR

TM

“The very day we found out we’d have to move our shop, somebody 
came through the door and said, ‘Do you want to buy Buck’s back?’ It 
was really a door closing, door opening, all in the same day.” They quickly 
jumped at the chance.

Today their business is exclusively portable restrooms, serving the 
100-mile-wide Willamette Valley. They’ve got about 1,500 Satellite Industries 
units — gray Tufways and Maxims (and a few white ones for weddings, and 
green units for their University of Oregon tailgating; “quack shacks,” they call 
them after the Oregon Ducks mascot), several ADA-compliant Freedoms 
and wheelchair-accessible Liberties — an Ameri-Can Engineering Crowd 
Pleaser restroom trailer, and two smaller Comfort Station trailers from 
Advanced Containment Systems, Inc. About 50 percent of their work is 
special events, including, in 2012, the U.S. Olympic track-and-field trials.

 

Making connections

The Welds live in Sweet Home so they’ve always had the hometown 
advantage for the Jamboree and Buck’s has done it since its beginning in 
1996. They feel confident they’ll retain the work as long as they provide good 
service and a reasonable price.

 

the Main event

In the early ’90s, when Sweet Home came up with an idea to help 
fund civic projects, this little town asked a big star to perform at their first 

country music festival. Surprisingly, Wynonna Judd said yes and the festival 
has attracted top talent ever since. In 2012, the 9,000 residents welcomed 
40,000 visitors August 3-5, most of whom camped out. Judd was back to help 
celebrate the Jamboree’s 20th anniversary, along with Rascal Flatts, Dierks 
Bentley, the Charlie Daniels Band, and enough performers for 22 shows on 
two stages. Other attractions included beer and wine gardens, merchandise 
booths and a kids’ zone. The event is held in a no-facilities, 20-acre park-like 
setting near the edge of the picturesque town.

 

By the nuMBers

The company brought in 265 units (20 Maxims, 10 Freedoms, 20 
Liberties, one Standing Room Only urinal unit, and the balance Tufways), 
three restroom trailers, and 73 hand-wash stations (half Satellite Industries 
Waves from the company’s inventory, the rest PolyPortables, Inc. Tag Alongs 
rented from a colleague).

Some 115 units, including five handicap-accessible, were set up at the 
main venue — a few at bus stops, the hospitality center, and parking lots, 
but the bulk in large banks, along with six to eight hand-wash stations, were 
placed at the four corners of the facility. The crew placed the ACSI trailers 
near the stage for the performers and the Ameri-Can Engineering trailer in 
the food court/beer garden, along with the urinal unit.

Thirty units and six hand-wash stations were arranged in two banks 
at a smaller, adjacent venue. The rest of the inventory was taken to 23 
campgrounds. Thirteen units were rented to individual campsites.

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

<<< The Buck’s team includes, from 
left, Milah Weld, Susie Sieg, Josh 
Wooley, Sten Weld, Scott Weld and 
Eric Brownrigg.
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the teaM

Lisa and Scott Weld, owners of Buck’s 
Sanitary Service in Eugene, Ore., have a 
staff  of 10 — an offi  ce worker, yard worker, 
part-time mechanic and seven drivers. 
Lisa works in the offi  ce answering phones 
and managing the creative and marketing 
side while Scott fi lls in on everything 
from management to running routes to 
maintenance. Five people worked on the 
Oregon Jamboree along with the Welds 
and their three children, Maren, 9; Milah, 
13; and Sten, 17; who are accustomed to 
helping out at events.

 

coMpany history

In April 2012, Lisa and Scott Weld 
bought Buck’s — for the second time. Th eir 
fi rst crack at it was in 1995 when Scott’s 
father heard the 20 -year-old business was 
having problems. Th e family made an off er 
to the founder and operated it for four 
years as an add-on to their trash and septic 
service business. In 1999, when Weld’s 
father retired, they sold it to a national 
solid waste company. Weld went to work 
for that company, then 10 years later tried 
his hand again at self-employment in the 
trash business. A few challenges cropped 
up, but they turned out to be fortuitous, 
says Lisa Weld.

(continued)

<<< Susie Sieg, of Buck’s Sanitary Service, 
unloads a Satellite Industries Maxim 3000 

restroom at the Oregon Jamboree.
(Photos by Peter Krupp)

tHe JoB: Oregon Jamboree
locAtIoN: Sweet Home, Ore.
tHe PRo: Buck’s Sanitary Service

tHe JoB: Oregon Jamboree

oN locAtIoN

“The very day we found out we’d 
have to move our shop, somebody 
came through the door and said, 
‘Do you want to buy Buck’s back?’ 
It was really a door closing, door 
opening, all in the same day.”
Scott Weld

Taking
           a Bow

At the oregon Jamboree 
music festival, the crew 
at Buck’s Sanitary Service 
provides service that singsprovides service that sings
BY BettY dAGeFoRde

 Let’s roLL

Eight times, Sunday through Wednesday, a caravan of three trailers 
made the hour-long drive up Interstate 5 from the company’s yard to the 
Jamboree site to deliver units. Two of their 15-year-old company-built 
trailers held 16 units each and a third trailer carried 20 (also company-built, 
using an Explorer receiver from McKee Technologies, Inc.). The company 
used service vehicles to pull the trailers.

Weld tried a new approach for the removal process. Sunday night 
and continuing Monday, the team pumped and moved all units to a single 
staging area, which he felt simplified the job. “It’s easier to send a driver to 
pick up toilets if they’re all in one spot,” he explains. “I probably spent a little 
bit extra labor, but at least you don’t have to send somebody with a map to 
go to this campground, get these six, go to another campground, get these 
eight. Then you start leaving sinks behind and the (handicap unit) doesn’t 
fit. It’s just a logistics nightmare trying to get the loads to work out.” During 
the week, they grabbed units as schedules permitted.

 

keepin’ it cLean

Jamboree organizers required someone be on site and available by 
radio at all times so Weld, his son and another member of the team stayed in 
a motor home at one of the campgrounds.

Venue units were serviced each night from 11 p.m. to 2 a.m. At 6:30 
a.m. they started in on the campground units, finishing around 9:30 a.m. 
During the day, they pumped out 20 RVs and 19 holding tanks — 10 at the 
two shower facilities and the balance for the food vendors.

Five service vehicles were used: A 2010 Peterbilt 335 and a 2008 
International 4300, both built out by Progress Vactruck with 1,500-gallon 
waste/500-gallon freshwater aluminum tanks; a 2001 Isuzu FTR from 
Workmate/FMI Truck Sales & Service with an 850-gallon waste/350-gallon 
freshwater steel tank; and two 2000 International 4700s built out by Lely 
Manufacturing Inc. with 750-gallon waste/350-gallon freshwater steel tanks. 
All have Masport pumps.

Waste was transported to the company’s yard each night and transferred 
to a 20,000-gallon tank. From there, another pumping contractor picked up 
the waste and disposed of it by land application.

 

saMe But different

In one sense, Weld was an old pro at this event, so it was “pretty much 
business as usual,” he says. On the other hand, the size and scope had 
changed significantly over the years — their first year, they brought in 60 
units for one venue and four campgrounds. “That was the most difficult 
thing for me,” he says. “So I had to get my act together.” He quickly got his 
arms around it. “You’ve got to just scratch your head and kick it in gear and 
go. We didn’t stop moving all weekend.” ■

Advanced Containment 
Systems, Inc.
800/927-2271
www.acsi-us.com

Ameri-Can Engineering
574/892-5151
www.ameri-can.com

Lely Manufacturing, Inc.
800/334-2763
www.lelyus.com

Masport, Inc.
800/228-4510
www.masportpump.com

McKee Technologies - 
Explorer Trailers
866/457-5425
www.mckeetechnologies.com
(See ad page 46)

PolyPortables, Inc.
800/241-7951
www.polyportables.com
(See ad page 33)

Progress Vactruck
800/467-5600
www.progressvactruck.com

Satellite Industries
800/328-3332
www.satelliteindustries.com
(See ad page 27)

Workmate/FMI Truck  
Sales & Service
800/927-8750
www.fmitrucks.com

MORE INFO

^^^ Milah Weld helps out her father’s crew, keeping restrooms and hand-wash 
stations stocked with soap and paper products at the Oregon Jamboree, includ-
ing these Wave sinks from Satellite Industries.

^^^ Satellite Industries Tufway restrooms are lined up and ready to go before the 
Oregon Jamboree, complete with lighting strung in the front of the units.
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T o improve cash � ow, operate more e�  ciently, 
lower prices, and boost customer loyalty while 
fending o�  competitors, OnSite Management Inc. 

in West Chester, Pa., employs a simple and inexpensive 
tool: maintenance contracts.   

Je�  Rachlin, who owns OnSite Management along 
with partners Bud Baroni and Derald Hay, says the 
company has been using maintenance contracts for about 
10 years. Slightly more than 20 percent of the company’s 
5,000 or so accounts have signed maintenance contracts, 
and that number continues to grow.

“� e rest of our customers just haven’t reached that 
teachable moment yet, where they’ve just had a major 
repair or watched the previous homeowner go through 
a $10,000 to $40,000 system replacement,” Rachlin says. 
“� ey � gure ‘If it ain’t broke, don’t � x it.’ Everyone learns 
di� erently … but usually, cost is a big in� uence.”

OnSite Management – which tests, designs, 
inspects, installs and services septic systems  in a four-
county area in southeastern Pennsylvania – markets the 
contracts to new customers after installing a system, and 
to existing customers, but only after their system passes 
an inspection.

Rachlin says maintenance agreements bene� t both 
customers and the company.

For customers, regular inspections save money in 
the long run by detecting small problems before they 
lead to costly system failures. And customers appreciate 
making smaller quarterly payments instead of receiving 
one large pumping bill. � e contracts e� ectively enable 
them to amortize the cost of tank pumping over the life of the contract, 
which runs for three years. Furthermore, they end up paying less for service 
because the company can schedule pumping routes more e�  ciently.

For OnSite Management, quarterly contract payments generate more 
consistent cash � ow, as opposed to one pumping fee charged every several 

FOUNDED: 1997
OWNERS: Jeff Rachlin, Bud Baroni and Derald Hay
EMPLOYEES: 9
SPECIALTIES: Testing, designing, inspecting, 
installing and pumping septic systems
SERVICE AREA: Southeastern Pennsylvania
AFFILIATIONS: Pennsylvania Septage Management Association, National 
Association of Wastewater Technicians
WEBSITE: www.onsitemgt.com

OnSite Management Inc., West Chester, Pa.
Pro� le

★★
Pennsylvania

EYE 
A Watchful

By Ken Wysocky

Pennsylvania’s OnSite Management grows its 
maintenance contract business to provide quality, 
routine care for customers’ septic systems and build 
a more consistent revenue stream

Owner Jeff Rachlin records data
from the Jet Inc. control panel

on a drip dispersal system.
(Photos by Jack Ramsdale)

years. In addition, contracts give customers a built-in motivation to stick 
with the company. (If a customer moves, the contract is transferable to the 
new homeowner; if the new owner doesn’t want it, the old owner may get 
a credit for work not performed, or might owe the company money if the 
payments made don’t equal the value of the work performed.)

“It takes them out of the market,” Rachlin explains. “When they have a 
problem, they know they can call someone who’s familiar with their system, 
instead of looking through the Yellow Pages or going on the Internet to 
� nd someone. Plus, it keeps their price down because the biggest cost for 
us is getting out to a job and back. So if we can schedule, say, six houses at 
a time, it helps us be more e�  cient, and we can pass those savings on to 
the homeowners.”

coMMon-cents strategy
Rachlin says he settled on the idea for maintenance agreements when 

an HVAC contractor tried to sell him a maintenance plan on a new system in 
his home. “I � gured if they can do it, why can’t we?” he says.

Here’s how the contracts work: In 
exchange for quarterly payments, OnSite 
Management performs two inspections a 
year, which includes a pumping, if needed. 
� e technician checks the solids level 
and the structural integrity of the tank above the liquid level, cleans � lters, 
� ushes the laterals, and hydro-pressurizes the system once a year. If a tank is 
emptied, a technician also checks its structural components.

“Early on, we were going to do maintenance intervals three to four times 
a year, but we’ve found that twice-a-year intervals are more cost-e� ective,” 
Rachlin says.

As a bonus, homeowners that sign maintenance contracts get billed at 
regular hourly rates for after-hours emergency calls, Rachlin says.

Technicians � ll out and leave behind a copy of a checklist so the 
homeowner knows when the inspection occurred, the condition of system 
components and whether repairs are needed. If it’s a serious issue, sta� ers 
send out a letter and/or make followup phone calls.

Rachlin declined to disclose the price of the quarterly contract fees, 
but notes it’s a direct function of how much time technicians spend on-
site – a � gure the company got a better handle on over time. “Our customer 
checklists show us solids-content trends … which help us better predict 
when a tank will need to be pumped,” he says. “� at, in turn, allows us to 
schedule visits to other nearby customers, which boosts e�  ciency.”

eQuipped for the Work
Technicians use the company’s four Ford pickup trucks to do 

inspections, and they can perform minor repairs during the inspections. 
Along with the pickup trucks, OnSite Management owns a 2007 Volvo truck, 
built by Advance Pump & Equipment, Inc. and equipped with a 4,000-gallon 
aluminum tank and a Demag-Wittig  RFL-100 pump made by Gardner 
Denver; a J-3000 Jet Set portable pipe cleaner made by General Pipe 
Cleaners/General Wire Spring; a GenEye pipeline inspection and locating 
system, also made by General Pipe Cleaners; a RIDGID SeeSnake pipeline 
inspection camera; and a RIDGID NaviTrack Scout sonde pipe locator.

� e company also relies on a 2007 Volvo tri-axle dump truck, a Mack 
single-axle dump truck, a 25-ton trailer made by Eager Beaver Trailers, a 25-
ton trailer made by Rogers Brothers Corp., a 2011 PC 160 excavator made by 
Komatsu Ltd., a CT322 compact track loader made by Deere & Co., a 420D 
backhoe/loader manufactured by Caterpillar Inc. and a 2012 E35 compact 
excavator made by Bobcat Co.

(continued)

The paper trail used to bog down some aspects of operations at OnSite 
Management Inc. in West Chester, Pa. But that changed dramatically when 
the company went to cloud-based data storage, which greatly improved 
productivity by providing companywide access to documents – even for 
employees on remote work sites, says Jeff Rachlin, one of the company’s 
co-owners.

As an example, septic system inspection reports that used to be 
available only in paper form are now scanned as digital .pdf � les and 
posted on a remote server employees can access via home computers, 
laptops and smartphones. The company pays a minimal monthly fee for 
the service, he says.

“It really helps after normal 
business hours or on weekends,” 
Rachlin says. “If I need records, I don’t 
have to run back to the of� ce and get 
information. Plus, it helps me talk more 
intelligently to customers if they call me 
after hours.”

As another example, Rachlin 
cites something as simple as a 
materials list for a septic system 
installation. Rachlin puts it on the 
server where it’s easily accessible 
to a work crew. So if a crew � nishes 
a project early, they can access the 
materials list for the next job and get 
started instead of coming back to the 
of� ce to retrieve a hard copy.

“It’s hard to quantify (productivity and pro� tability gains),” he 
continues. But he says the crew no longer has to spend valuable time 
searching for records.

“With 5,000 customers, and sometimes working on 10 to 20 accounts 
at a time, the cloud makes information management much easier and 
convenient,” he concludes. “I used to � gure that if you could access any 
information within two minutes, you were pretty ef� cient. (Cloud computing) 
knocks it down to literally seconds, depending on the Internet speed.”

Cloud Computing
Raises Productivity Sky-High

Field services technician Dave 
Burgess gets ready to measure 
the solids level in a residential 
septic tank.

I used to � gure that if 
you could access any 
information within two 
minutes, you were 
pretty ef� cient. (Cloud 
computing) knocks 
it down to literally 
seconds, depending on 
the Internet speed.

- Jeff Rachlin

professionaL Background heLps
� e company developed its own contract and inspection forms. � e 

latter task wasn’t as daunting as it may sound, Rachlin says, because of his 
involvement with professional organizations and networking with others 
in the industry. He belongs to the Pennsylvania Septage Management 
Association, sitting on the organization’s education committee. He 
also teaches courses technicians take to become certi� ed septic system 
inspectors. In addition, he’s a member of the National Association of 
Wastewater Technicians.

“Being a (certi� cation) instructor allows me to stay on top of the latest 
inspection techniques, and belonging to NAWT keeps me abreast of things 
going on nationally,” he says. “Our forms continue to evolve over time as new 
technologies emerge and employees – and even customers  – 
suggest changes. For example, the frequency of our visits (for 
maintenance intervals) changed because of customer input.”

Selling customers on the idea of 
regular maintenance is easier if they’ve 
just incurred a major expense, like a 
system replacement, or heard someone 
else’s story of problems uncovered in a 
time-of-sale septic system inspection.

“� e bottom line is that 
maintenance is cheaper compared to 
replacing a system,” Rachlin says. “If we 
replace a system during a real-estate transaction, the buyer 
sees what the seller is going through – it’s a great teaching 
point,” he says. “� ey can see that with a maintenance 
contract, they don’t have to worry about that any more. It’s as 
close to � ush and forget as you can be.”

It also helps that consumers are becoming more aware 
of the importance of septic system management, especially 
as more municipalities and/or states require septic system 
inspections before a home is sold.

 
custoMer education

Rachlin adds that educating customers is an 
important part of the company’s marketing and 
contract sales e� orts.

“After we install a system, we go out and do 
an orientation,” he says. “� e more they know, 
the better o�  we both are in terms of prolonging 
the life of the system. If it’s designed, installed 
and maintained properly, we believe it should last 
inde� nitely. And the more con� dence they have in 

us, the more likely they’ll continue to be our customer in the future. It’s all 
about building trust and relationships.

“Basically, I’ve found that it’s like a car, in that if you’re educated and 
you know it needs oil changed at certain intervals, you’ll do it,” he adds. “� e 
same thing is true with septic systems. Once they’re educated, customers 
will follow up with service intervals.”

After pumping a tank and performing a 20-point inspection for a new 
customer, technicians leave behind a completed inspection checklist, 
a thank-you bag with a company refrigerator magnet that displays 
essential contact information, a brochure that explains how to take care 
of a septic system, and another brochure that provides details about the 
maintenance contracts.

Vacuum truck operator Dave Wilkerson (left) and 
technician Dave Burgess return hose onto the company’s 
2007 Volvo vacuum truck, built out by Advance Pump & 
Equipment Inc., after pumping a septic system.

Owner Jeff Rachlin 
(right) prepares to 

inspect a septic 
tank as vacuum 

truck operator Dave 
Wilkerson evacu-
ates the contents.

It’s like a car, in that if 
you’re educated and you 

know it needs oil changed at certain 
intervals, you’ll do it. The same thing is 
true with septic systems. Once they’re 
educated, customers will follow 
up with service intervals.

                              - Jeff Rachlin

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

operation at www.pumper.com
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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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a time, it helps us be more e�  cient, and we can pass those savings on to 

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.
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(continued)

T o improve cash � ow, operate more e�  ciently, 
lower prices, and boost customer loyalty while 
fending o�  competitors, OnSite Management Inc. 

in West Chester, Pa., employs a simple and inexpensive 
tool: maintenance contracts.   

Je�  Rachlin, who owns OnSite Management along 
with partners Bud Baroni and Derald Hay, says the 
company has been using maintenance contracts for about 
10 years. Slightly more than 20 percent of the company’s 
5,000 or so accounts have signed maintenance contracts, 
and that number continues to grow.

“� e rest of our customers just haven’t reached that 
teachable moment yet, where they’ve just had a major 
repair or watched the previous homeowner go through 
a $10,000 to $40,000 system replacement,” Rachlin says. 
“� ey � gure ‘If it ain’t broke, don’t � x it.’ Everyone learns 
di� erently … but usually, cost is a big in� uence.”

OnSite Management – which tests, designs, 
inspects, installs and services septic systems  in a four-
county area in southeastern Pennsylvania – markets the 
contracts to new customers after installing a system, and 
to existing customers, but only after their system passes 
an inspection.

Rachlin says maintenance agreements bene� t both 
customers and the company.

For customers, regular inspections save money in 
the long run by detecting small problems before they 
lead to costly system failures. And customers appreciate 
making smaller quarterly payments instead of receiving 
one large pumping bill. � e contracts e� ectively enable 
them to amortize the cost of tank pumping over the life of the contract, 
which runs for three years. Furthermore, they end up paying less for service 
because the company can schedule pumping routes more e�  ciently.

For OnSite Management, quarterly contract payments generate more 
consistent cash � ow, as opposed to one pumping fee charged every several 

FOUNDED: 1997
OWNERS: Jeff Rachlin, Bud Baroni and Derald Hay
EMPLOYEES: 9
SPECIALTIES: Testing, designing, inspecting, 
installing and pumping septic systems
SERVICE AREA: Southeastern Pennsylvania
AFFILIATIONS: Pennsylvania Septage Management Association, National 
Association of Wastewater Technicians
WEBSITE: www.onsitemgt.com

OnSite Management Inc., West Chester, Pa.
Pro� le

★★
Pennsylvania

EYE 
A Watchful

By Ken Wysocky

Pennsylvania’s OnSite Management grows its 
maintenance contract business to provide quality, 
routine care for customers’ septic systems and build 
a more consistent revenue stream

Owner Jeff Rachlin records data
from the Jet Inc. control panel

on a drip dispersal system.
(Photos by Jack Ramsdale)

REPRINTS 
years. In addition, contracts give customers a built-in motivation to stick 
with the company. (If a customer moves, the contract is transferable to the 
new homeowner; if the new owner doesn’t want it, the old owner may get 
a credit for work not performed, or might owe the company money if the 
payments made don’t equal the value of the work performed.)

“It takes them out of the market,” Rachlin explains. “When they have a 
problem, they know they can call someone who’s familiar with their system, 
instead of looking through the Yellow Pages or going on the Internet to 
� nd someone. Plus, it keeps their price down because the biggest cost for 
us is getting out to a job and back. So if we can schedule, say, six houses at 
a time, it helps us be more e�  cient, and we can pass those savings on to 
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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 
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Pennsylvania’s OnSite Management grows its 
maintenance contract business to provide quality, 
routine care for customers’ septic systems and build 
a more consistent revenue stream
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786-683-5009 • 786-801-9742

3001 EAST 11th AVENUE | HIALEAH, FL 33013

Kenworth T-270 2020 Kenworth T-370 Under CDL! 2012 Freightliner M2

 2010 Kenworth T-370

Cummins ISB (285 HP), Allison Auto,  
134K – 158K Miles, New 1800 Gal. U.S. Tank,  

New Jurop PN-58 Razor-Pak (230 CFM) 
STARTING AT $67,000

Paccar PX-8 (300 HP), Allison Auto, 274K Miles, 
New 3600 Gal. U.S. Tank,  

New Jurop R-260 Razor Pak (363 CFM) 
$94,000  

Paccar PX-6 (270 HP), Allison Auto,  
152K Miles, New 1800 Gal. U.S. Tank, New Jurop 

PN-58 Razor-Pak Vacuum Pump (230 CFM)  
$72,000

Paccar PX-9 (350 HP), Allison Auto,  
Custom L.E.D. Light Bars, Custom ATX Racing 

Wheels, 3600 Gal. Dump Tank,  
New Jurop DL-180 Blower Package (620 CFM)  

$154,000

UNDER CDL
IN STOCK

IN STOCK

www.NationalTruckCenter.com

Sold exclusively at  
National Truck Center

2010 – 2014 International 4300 2020 Kenworth T-370

 DT-466 (245 HP), Allison Auto & 6 Speed, 
150K – 257K Miles, 

New 2500 Gal. U.S. Tank  
STARTING AT $50,000

 Paccar PX-9 (350 HP), Allison Auto,  
Blower Options Available!  3200-3600 Gal. Tanks 

on the ground ready to mount!  
$138,000

9 IN STOCK

4  IN  STOCK

2011 Peterbilt 335

Allison Auto, Paccar PX-8 (285HP), 188K Miles, 
New 1800 Gal. U.S. Tank, New Jurop PN-58  

Razor-Pak Vacuum Pump (230 CFM)  
$68,000

UNDER CDL

2013 Mack CX

 Mack MP7 (385 HP) 10 Spd, 331K Miles,  
New 4000 Gal. Dump U.S. Tank,  

New Jurop LC-420 Liquid Cooled Pump (425 CFM)  
$98,000

 2012 International 4400

DT-466 (310 HP), Allison Auto, 202K Miles,  
New 3600 Gal. U.S. Tank, New Jurop R-260  

Razor-Pak Vacuum Pump (363 CFM) 
$82,500  
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“The very day we found out we’d have to move our shop, somebody 
came through the door and said, ‘Do you want to buy Buck’s back?’ It 
was really a door closing, door opening, all in the same day.” They quickly 
jumped at the chance.

Today their business is exclusively portable restrooms, serving the 
100-mile-wide Willamette Valley. They’ve got about 1,500 Satellite Industries 
units — gray Tufways and Maxims (and a few white ones for weddings, and 
green units for their University of Oregon tailgating; “quack shacks,” they call 
them after the Oregon Ducks mascot), several ADA-compliant Freedoms 
and wheelchair-accessible Liberties — an Ameri-Can Engineering Crowd 
Pleaser restroom trailer, and two smaller Comfort Station trailers from 
Advanced Containment Systems, Inc. About 50 percent of their work is 
special events, including, in 2012, the U.S. Olympic track-and-field trials.

 

Making connections

The Welds live in Sweet Home so they’ve always had the hometown 
advantage for the Jamboree and Buck’s has done it since its beginning in 
1996. They feel confident they’ll retain the work as long as they provide good 
service and a reasonable price.

 

the Main event

In the early ’90s, when Sweet Home came up with an idea to help 
fund civic projects, this little town asked a big star to perform at their first 

country music festival. Surprisingly, Wynonna Judd said yes and the festival 
has attracted top talent ever since. In 2012, the 9,000 residents welcomed 
40,000 visitors August 3-5, most of whom camped out. Judd was back to help 
celebrate the Jamboree’s 20th anniversary, along with Rascal Flatts, Dierks 
Bentley, the Charlie Daniels Band, and enough performers for 22 shows on 
two stages. Other attractions included beer and wine gardens, merchandise 
booths and a kids’ zone. The event is held in a no-facilities, 20-acre park-like 
setting near the edge of the picturesque town.

 

By the nuMBers

The company brought in 265 units (20 Maxims, 10 Freedoms, 20 
Liberties, one Standing Room Only urinal unit, and the balance Tufways), 
three restroom trailers, and 73 hand-wash stations (half Satellite Industries 
Waves from the company’s inventory, the rest PolyPortables, Inc. Tag Alongs 
rented from a colleague).

Some 115 units, including five handicap-accessible, were set up at the 
main venue — a few at bus stops, the hospitality center, and parking lots, 
but the bulk in large banks, along with six to eight hand-wash stations, were 
placed at the four corners of the facility. The crew placed the ACSI trailers 
near the stage for the performers and the Ameri-Can Engineering trailer in 
the food court/beer garden, along with the urinal unit.

Thirty units and six hand-wash stations were arranged in two banks 
at a smaller, adjacent venue. The rest of the inventory was taken to 23 
campgrounds. Thirteen units were rented to individual campsites.

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

<<< The Buck’s team includes, from 
left, Milah Weld, Susie Sieg, Josh 
Wooley, Sten Weld, Scott Weld and 
Eric Brownrigg.

(continued)

the teaM

Lisa and Scott Weld, owners of Buck’s 
Sanitary Service in Eugene, Ore., have a 
staff  of 10 — an offi  ce worker, yard worker, 
part-time mechanic and seven drivers. 
Lisa works in the offi  ce answering phones 
and managing the creative and marketing 
side while Scott fi lls in on everything 
from management to running routes to 
maintenance. Five people worked on the 
Oregon Jamboree along with the Welds 
and their three children, Maren, 9; Milah, 
13; and Sten, 17; who are accustomed to 
helping out at events.

 

coMpany history

In April 2012, Lisa and Scott Weld 
bought Buck’s — for the second time. Th eir 
fi rst crack at it was in 1995 when Scott’s 
father heard the 20 -year-old business was 
having problems. Th e family made an off er 
to the founder and operated it for four 
years as an add-on to their trash and septic 
service business. In 1999, when Weld’s 
father retired, they sold it to a national 
solid waste company. Weld went to work 
for that company, then 10 years later tried 
his hand again at self-employment in the 
trash business. A few challenges cropped 
up, but they turned out to be fortuitous, 
says Lisa Weld.

(continued)

<<< Susie Sieg, of Buck’s Sanitary Service, 
unloads a Satellite Industries Maxim 3000 

restroom at the Oregon Jamboree.
(Photos by Peter Krupp)

tHe JoB: Oregon Jamboree
locAtIoN: Sweet Home, Ore.
tHe PRo: Buck’s Sanitary Service
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At the oregon Jamboree 
music festival, the crew 
at Buck’s Sanitary Service 
provides service that singsprovides service that sings
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 Let’s roLL

Eight times, Sunday through Wednesday, a caravan of three trailers 
made the hour-long drive up Interstate 5 from the company’s yard to the 
Jamboree site to deliver units. Two of their 15-year-old company-built 
trailers held 16 units each and a third trailer carried 20 (also company-built, 
using an Explorer receiver from McKee Technologies, Inc.). The company 
used service vehicles to pull the trailers.

Weld tried a new approach for the removal process. Sunday night 
and continuing Monday, the team pumped and moved all units to a single 
staging area, which he felt simplified the job. “It’s easier to send a driver to 
pick up toilets if they’re all in one spot,” he explains. “I probably spent a little 
bit extra labor, but at least you don’t have to send somebody with a map to 
go to this campground, get these six, go to another campground, get these 
eight. Then you start leaving sinks behind and the (handicap unit) doesn’t 
fit. It’s just a logistics nightmare trying to get the loads to work out.” During 
the week, they grabbed units as schedules permitted.

 

keepin’ it cLean

Jamboree organizers required someone be on site and available by 
radio at all times so Weld, his son and another member of the team stayed in 
a motor home at one of the campgrounds.

Venue units were serviced each night from 11 p.m. to 2 a.m. At 6:30 
a.m. they started in on the campground units, finishing around 9:30 a.m. 
During the day, they pumped out 20 RVs and 19 holding tanks — 10 at the 
two shower facilities and the balance for the food vendors.

Five service vehicles were used: A 2010 Peterbilt 335 and a 2008 
International 4300, both built out by Progress Vactruck with 1,500-gallon 
waste/500-gallon freshwater aluminum tanks; a 2001 Isuzu FTR from 
Workmate/FMI Truck Sales & Service with an 850-gallon waste/350-gallon 
freshwater steel tank; and two 2000 International 4700s built out by Lely 
Manufacturing Inc. with 750-gallon waste/350-gallon freshwater steel tanks. 
All have Masport pumps.

Waste was transported to the company’s yard each night and transferred 
to a 20,000-gallon tank. From there, another pumping contractor picked up 
the waste and disposed of it by land application.

 

saMe But different

In one sense, Weld was an old pro at this event, so it was “pretty much 
business as usual,” he says. On the other hand, the size and scope had 
changed significantly over the years — their first year, they brought in 60 
units for one venue and four campgrounds. “That was the most difficult 
thing for me,” he says. “So I had to get my act together.” He quickly got his 
arms around it. “You’ve got to just scratch your head and kick it in gear and 
go. We didn’t stop moving all weekend.” ■

Advanced Containment 
Systems, Inc.
800/927-2271
www.acsi-us.com

Ameri-Can Engineering
574/892-5151
www.ameri-can.com

Lely Manufacturing, Inc.
800/334-2763
www.lelyus.com

Masport, Inc.
800/228-4510
www.masportpump.com

McKee Technologies - 
Explorer Trailers
866/457-5425
www.mckeetechnologies.com
(See ad page 46)

PolyPortables, Inc.
800/241-7951
www.polyportables.com
(See ad page 33)

Progress Vactruck
800/467-5600
www.progressvactruck.com

Satellite Industries
800/328-3332
www.satelliteindustries.com
(See ad page 27)

Workmate/FMI Truck  
Sales & Service
800/927-8750
www.fmitrucks.com

MORE INFO

^^^ Milah Weld helps out her father’s crew, keeping restrooms and hand-wash 
stations stocked with soap and paper products at the Oregon Jamboree, includ-
ing these Wave sinks from Satellite Industries.

^^^ Satellite Industries Tufway restrooms are lined up and ready to go before the 
Oregon Jamboree, complete with lighting strung in the front of the units.

Reprinted with permission from PRO™ / February 2013 / © 2013, COLE Publishing Inc., P.O. Box 220, Three Lakes, WI 54562 / 800-257-7222 / www.promonthly.com
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T o improve cash � ow, operate more e�  ciently, 
lower prices, and boost customer loyalty while 
fending o�  competitors, OnSite Management Inc. 

in West Chester, Pa., employs a simple and inexpensive 
tool: maintenance contracts.   

Je�  Rachlin, who owns OnSite Management along 
with partners Bud Baroni and Derald Hay, says the 
company has been using maintenance contracts for about 
10 years. Slightly more than 20 percent of the company’s 
5,000 or so accounts have signed maintenance contracts, 
and that number continues to grow.

“� e rest of our customers just haven’t reached that 
teachable moment yet, where they’ve just had a major 
repair or watched the previous homeowner go through 
a $10,000 to $40,000 system replacement,” Rachlin says. 
“� ey � gure ‘If it ain’t broke, don’t � x it.’ Everyone learns 
di� erently … but usually, cost is a big in� uence.”

OnSite Management – which tests, designs, 
inspects, installs and services septic systems  in a four-
county area in southeastern Pennsylvania – markets the 
contracts to new customers after installing a system, and 
to existing customers, but only after their system passes 
an inspection.

Rachlin says maintenance agreements bene� t both 
customers and the company.

For customers, regular inspections save money in 
the long run by detecting small problems before they 
lead to costly system failures. And customers appreciate 
making smaller quarterly payments instead of receiving 
one large pumping bill. � e contracts e� ectively enable 
them to amortize the cost of tank pumping over the life of the contract, 
which runs for three years. Furthermore, they end up paying less for service 
because the company can schedule pumping routes more e�  ciently.

For OnSite Management, quarterly contract payments generate more 
consistent cash � ow, as opposed to one pumping fee charged every several 
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EYE 
A Watchful

By Ken Wysocky

Pennsylvania’s OnSite Management grows its 
maintenance contract business to provide quality, 
routine care for customers’ septic systems and build 
a more consistent revenue stream

Owner Jeff Rachlin records data
from the Jet Inc. control panel

on a drip dispersal system.
(Photos by Jack Ramsdale)

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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years. In addition, contracts give customers a built-in motivation to stick 
with the company. (If a customer moves, the contract is transferable to the 
new homeowner; if the new owner doesn’t want it, the old owner may get 
a credit for work not performed, or might owe the company money if the 
payments made don’t equal the value of the work performed.)

“It takes them out of the market,” Rachlin explains. “When they have a 
problem, they know they can call someone who’s familiar with their system, 
instead of looking through the Yellow Pages or going on the Internet to 
� nd someone. Plus, it keeps their price down because the biggest cost for 
us is getting out to a job and back. So if we can schedule, say, six houses at 
a time, it helps us be more e�  cient, and we can pass those savings on to 
the homeowners.”

coMMon-cents strategy
Rachlin says he settled on the idea for maintenance agreements when 

an HVAC contractor tried to sell him a maintenance plan on a new system in 
his home. “I � gured if they can do it, why can’t we?” he says.

Here’s how the contracts work: In 
exchange for quarterly payments, OnSite 
Management performs two inspections a 
year, which includes a pumping, if needed. 
� e technician checks the solids level 
and the structural integrity of the tank above the liquid level, cleans � lters, 
� ushes the laterals, and hydro-pressurizes the system once a year. If a tank is 
emptied, a technician also checks its structural components.

“Early on, we were going to do maintenance intervals three to four times 
a year, but we’ve found that twice-a-year intervals are more cost-e� ective,” 
Rachlin says.

As a bonus, homeowners that sign maintenance contracts get billed at 
regular hourly rates for after-hours emergency calls, Rachlin says.

Technicians � ll out and leave behind a copy of a checklist so the 
homeowner knows when the inspection occurred, the condition of system 
components and whether repairs are needed. If it’s a serious issue, sta� ers 
send out a letter and/or make followup phone calls.

Rachlin declined to disclose the price of the quarterly contract fees, 
but notes it’s a direct function of how much time technicians spend on-
site – a � gure the company got a better handle on over time. “Our customer 
checklists show us solids-content trends … which help us better predict 
when a tank will need to be pumped,” he says. “� at, in turn, allows us to 
schedule visits to other nearby customers, which boosts e�  ciency.”

eQuipped for the Work
Technicians use the company’s four Ford pickup trucks to do 

inspections, and they can perform minor repairs during the inspections. 
Along with the pickup trucks, OnSite Management owns a 2007 Volvo truck, 
built by Advance Pump & Equipment, Inc. and equipped with a 4,000-gallon 
aluminum tank and a Demag-Wittig  RFL-100 pump made by Gardner 
Denver; a J-3000 Jet Set portable pipe cleaner made by General Pipe 
Cleaners/General Wire Spring; a GenEye pipeline inspection and locating 
system, also made by General Pipe Cleaners; a RIDGID SeeSnake pipeline 
inspection camera; and a RIDGID NaviTrack Scout sonde pipe locator.

� e company also relies on a 2007 Volvo tri-axle dump truck, a Mack 
single-axle dump truck, a 25-ton trailer made by Eager Beaver Trailers, a 25-
ton trailer made by Rogers Brothers Corp., a 2011 PC 160 excavator made by 
Komatsu Ltd., a CT322 compact track loader made by Deere & Co., a 420D 
backhoe/loader manufactured by Caterpillar Inc. and a 2012 E35 compact 
excavator made by Bobcat Co.

(continued)

The paper trail used to bog down some aspects of operations at OnSite 
Management Inc. in West Chester, Pa. But that changed dramatically when 
the company went to cloud-based data storage, which greatly improved 
productivity by providing companywide access to documents – even for 
employees on remote work sites, says Jeff Rachlin, one of the company’s 
co-owners.

As an example, septic system inspection reports that used to be 
available only in paper form are now scanned as digital .pdf � les and 
posted on a remote server employees can access via home computers, 
laptops and smartphones. The company pays a minimal monthly fee for 
the service, he says.

“It really helps after normal 
business hours or on weekends,” 
Rachlin says. “If I need records, I don’t 
have to run back to the of� ce and get 
information. Plus, it helps me talk more 
intelligently to customers if they call me 
after hours.”

As another example, Rachlin 
cites something as simple as a 
materials list for a septic system 
installation. Rachlin puts it on the 
server where it’s easily accessible 
to a work crew. So if a crew � nishes 
a project early, they can access the 
materials list for the next job and get 
started instead of coming back to the 
of� ce to retrieve a hard copy.

“It’s hard to quantify (productivity and pro� tability gains),” he 
continues. But he says the crew no longer has to spend valuable time 
searching for records.

“With 5,000 customers, and sometimes working on 10 to 20 accounts 
at a time, the cloud makes information management much easier and 
convenient,” he concludes. “I used to � gure that if you could access any 
information within two minutes, you were pretty ef� cient. (Cloud computing) 
knocks it down to literally seconds, depending on the Internet speed.”

Cloud Computing
Raises Productivity Sky-High

Field services technician Dave 
Burgess gets ready to measure 
the solids level in a residential 
septic tank.

I used to � gure that if 
you could access any 
information within two 
minutes, you were 
pretty ef� cient. (Cloud 
computing) knocks 
it down to literally 
seconds, depending on 
the Internet speed.

- Jeff Rachlin
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Rachlin says he settled on the idea for maintenance agreements when 
an HVAC contractor tried to sell him a maintenance plan on a new system in 
his home. “I � gured if they can do it, why can’t we?” he says.
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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 
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REPRINTS 
years. In addition, contracts give customers a built-in motivation to stick 
with the company. (If a customer moves, the contract is transferable to the 
new homeowner; if the new owner doesn’t want it, the old owner may get 
a credit for work not performed, or might owe the company money if the 
payments made don’t equal the value of the work performed.)

“It takes them out of the market,” Rachlin explains. “When they have a 
problem, they know they can call someone who’s familiar with their system, 
instead of looking through the Yellow Pages or going on the Internet to 
� nd someone. Plus, it keeps their price down because the biggest cost for 
us is getting out to a job and back. So if we can schedule, say, six houses at 
a time, it helps us be more e�  cient, and we can pass those savings on to 
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making smaller quarterly payments instead of receiving 
one large pumping bill. � e contracts e� ectively enable 
them to amortize the cost of tank pumping over the life of the contract, 
which runs for three years. Furthermore, they end up paying less for service 
because the company can schedule pumping routes more e�  ciently.

For OnSite Management, quarterly contract payments generate more 
consistent cash � ow, as opposed to one pumping fee charged every several 

FOUNDED: 1997
OWNERS: Jeff Rachlin, Bud Baroni and Derald Hay
EMPLOYEES: 9
SPECIALTIES: Testing, designing, inspecting, 
installing and pumping septic systems
SERVICE AREA: Southeastern Pennsylvania
AFFILIATIONS: Pennsylvania Septage Management Association, National 
Association of Wastewater Technicians
WEBSITE: www.onsitemgt.com
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big names including UPS, Lockheed Martin, Pep-
siCo, Coca-Cola, Johnson & Johnson and Intel. 
These companies have hired thousands of veter-
ans who make lasting contributions.

But despite the positive experience of many 
employers, the vast majority of larger companies 
lack veterans recruiting programs. Remaining 
hesitancy to hire veterans may come from mis-
conceptions about their challenges adjusting to 
life after the military.

For instance, a survey by the George W. Bush 
Institute’s Military Service Initiative showed that 
40% of the public believes half of post-9/11 vet-
erans suffer from mental health issues, includ-
ing post-traumatic stress disorder. However, only 
10% to 20% of soldiers deployed to Iraq and Af-
ghanistan have experienced PTSD, according to 
RecruitMilitary, an organization that links veter-
ans to jobs.

Duane France, a retired U.S. Army noncom-
missioned officer and clinical mental health 
counselor, addressed these concerns in a podcast 
with www.military.com: “Another potential mis-
conception is that PTSD causes a veteran to be 
‘unstable’ and ‘dangerous.’ This is also not true. 
As with any mental health condition, there are 
many factors to consider. Just because a veteran 
has a PTSD diagnosis doesn’t mean that they will 
be a workplace liability,” he says.

“PTSD cannot be cured, as it causes neu-
rological changes in the brain. It can certainly 
be managed and the symptoms reduced both in 
frequency and intensity, but there is nothing that 
will totally eliminate the condition,” he continues. 
“PTSD is not a military condition; it is a human 
condition affecting roughly 8% of Americans.”

 
INCENTIVES TO HIRE

The Department of Labor can help your 
company find and hire veterans, and doing so 
might even net you tax credits and financial 
incentives for your veteran hires. The Work Op-
portunity Tax Credit is one example. Compa-
nies that hire a veteran with a service-connect-
ed disability, or who is unemployed or receiving 
food stamps, may be eligible for this tax credit 
of up to $9,600 per veteran hired. Also, veter-
ans can seek reimbursement for costs associ-
ated with work-related certification tests, such 
as pumper or installer courses required by your 
state and offered through an accepted industry 
program.

Veterans who want to join your team could 
also benefit from a Registered Apprenticeship 
program approved for the GI Bill. Veterans who 
are part of an apprenticeship program may qual-
ify for a monthly stipend paid by the Department 
of Veterans Affairs, which is in addition to wages 
they earn at your company.

More information, including contacts for 
regional Department of Labor offices across the 
country and assistance in posting jobs for veter-
ans can be found at www.hirevets.gov or email-
ing hirevets@dol.gov.

 
THE RIGHT THING TO DO

While there are so many qualities veterans 
can bring to benefit your company, hiring a vet 
is also simply the right thing to do. This time ev-
ery year we pause to appreciate the immense 

contribution military men and woman have 
made to our country. They’ve given of their time 
and talents to keep our families safe and pre-
serve democracy. We should ask ourselves what 
we can do to help them after they put away the 
uniform. ■

V eterans Day is Nov. 11. To all the pumper veterans, thank you for your 
service to our country. And if your company employs veterans, thank 
you for that. And if you haven’t already hired a vet, why not consider 

recruiting someone who has served in one of the military branches?
According to the U.S. Department of Labor, every year 180,000 service 

members leave the military to transition to civilian life. About 32% of all 
veterans served post 9/11 and are in the prime working age group. Women 
are the fastest-growing segment, making up 7% of all veterans. While many 
vets are older, 50% of all those who have left the military are currently in the 
workforce.

So there is a big pool of candidates who could trade a service uniform 
for a work uniform in your business.

If you’re having trouble finding enough quality workers for your waste-
water services business — a message I consistently hear from company own-
ers — veterans may provide the solution to your staffing shortage. They may 
not come to you knowing the steps to pumping a septic tank or maintaining 
a vacuum truck, but you and your crew can teach those skills. What they 
bring to your company are many qualities that are more difficult to teach.

“In the past, employers said they sometimes overlooked veterans’ re-
sumes because they weren’t sure how skills learned in the military translate 
to the civilian world,” Rosemary Haefner, vice president of human resources 
at CareerBuilder, says in an article on veteran hiring by the Society of Hu-
man Resources Management (SHRM). “We’ve learned, though, that when 
employers make the effort to train and when the returning soldiers receive 
the job search assistance they need, there is almost always a good match.”

 
INTANGIBLE SKILLS

What will you get when you hire a veteran? Sources at the Department 
of Labor and several groups that help to place veterans in the civilian work-
force say this about these competent men and women:

Teamwork is their trademark. Working closely with colleagues and cre-
ating strong bonds of respect is essential for any military operation. And so 
it should be for your pumping company. Serving our country, service men 
and women work in concert toward important goals every day. This commit-
ment is something you may never be able to teach some of your employees, 
but veterans come hard wired with this critical skill.

They’re organized and disciplined. Veterans have lived 24/7 following 
strict rules about appearance and decorum. They know how to follow a rou-
tine and know that everything has its place. Imagine how this would help 
your company. If you ask them to report for duty at 6 a.m., they will be there. 
If you give them a handbook covering accepted pumping procedures, they 
will learn and follow them.

You want that truck clean? Yes sir! Veterans are used to having every 
aspect of their work inspected and reviewed. Put them on a truck and that 
truck will be clean when you arrive at work in the morning and prepped for 
the next day when you leave in the evening. At a job site, they will see to 
it that the tank is pumped thoroughly and inspected by the customer, that 
hoses don’t dribble waste on the lawn and that excavation areas will be tidy 
when they finish.

Respect goes without saying. Service 
men and women are trained to honor the 
chain of command and treat everyone 
they encounter fairly and with respect. 
Working for your company, you can ask 
them to do the same. This goes for their 
interactions with your crew members, 
your customers and the general public. 
Don’t be surprised if a veteran’s demean-
or expands your client list.

They will adapt, improvise and over-
come. Members of the military are typi-
cally cross-trained to learn many skills 
necessary to meet an objective. They are 
required to adapt quickly to changing 
situations, think creatively under pres-

sure and take charge when necessary. As your veteran employee, these skills 
will be welcome when they meet an unanticipated challenge in the field, for 
instance when there is a vehicle breakdown, a safety accident on a pumping 
job or an onsite repair gone wrong.

They’re not afraid of hard work. Military missions can go on for days, 
weeks, months or years. Sometimes they are a matter of life or death. Condi-
tions can be very difficult, and the work can be physically demanding and 
sustained. No matter how many tanks you pump in a day, your veteran em-
ployee has probably seen more challenging workloads over the years. Put 
them on a task and they will see it through.

 
PTSD CONCERNS

With all of these positive worker attributes, SHRM reports it shouldn’t 
come as a surprise that unemployment rates have fallen steadily for veterans 
over the years. Veteran unemployment dropped to 3.7% in 2017, compared 
to 4.2% in the civilian population, according to the federal Bureau of Labor 
Statistics.

The member companies of the American Corporate Partners, dedicat-
ed to helping veterans transition to life outside the military, include many 

BETWEEN THE LINES

Need More Employees? Hire a Vet.
The military turns out well-trained and highly disciplined individuals who could 
be a tremendous asset to your pumping company  By Jim Kneiszel, Editor

     We’ve learned, 
though, that when 
employers make the 
effort to train and when 
the returning soldiers 
receive the job search 
assistance they need, 
there is almost always 
a good match.
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ify for a monthly stipend paid by the Department 
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HOSE &  
EQUIPMENT  
SPECIALISTS

www.MilwaukeeRubber.com 800-325-3730

Hose Distributor

Fast Shipping!

In Business Since 1959

Portable Toilets  |  Holding Tanks  |  Hand Wash Units  |  Accessories

TUFF-JON

• Lifting Bracket  
Assembly

• Sky Heater

• Corner Shelf

• Towel Dispenser

• Hand Washer  
Available For Both 
Styles of Tuff-Jon

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 

Containment Tray

TJ Handy Stand
Waterless Gel Touch 

Dispensers

90 Gallon Free-Standing Sink
with Optional Handicap Accessible Sink 

(45 gallons fresh water)

100 Gallon Fresh 
Water Supply Tank

TJ Kids

Tuff-Jon III Tuff-Jon

Wishing You A Happy Thanksgiving

TJ Shorty

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

•  Standard holes  
are 2 - 3" holes 
with plugs

•  Can customize 
holes to match  
your specs 

TJ Junior Single
Free Standing Sink

(16 gallons fresh water)

60 Gallon Rinse Tank

Sink Lifting Bracket
Interior View of Deluxe TJ-III

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

2150 Gallon & 
2500 Gallon  
Vacuum Tanks

In Progress

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

The impressions we 
make in passing — with 
our trucks, phone etiquette, 
uniforms, social media 
posts, you name it — affect 
our business.

— Angry, Irrational, and Empowered: 
Navigating Customer Service in the Internet Age 

pumper.com/featured

CONNECT WITH US

MANAGING YOUR CREW

a culture of accountability
When you hire new team members, you have a certain set of 
expectations for them. Ultimately, you want them to be punctual, 
productive and quality-minded members of your company, adding 
real value and upholding your team’s mission and values. But you 
can’t hold their hands through it all. Read about some simple 
suggestions to build accountability into your team dynamic.

pumper.com/featured

DOUBLE-EDGED SWORD

managing 
your backlog
There are many hurdles 
that the owner of a 
septic services company 
faces. From fine-tuning 
marketing strategies to 
contacting customers to 
closing the deals — all 
are everyday challenges. 
But one of the more 
perplexing issues is that 
of the backlog. What 
should you do when your 
company is overbooked 
with business?

pumper.com/featured

OPPORTUNITY KNOCKS

enhancing septic 
inspections
Septic system inspections don’t 
contribute much to the annual 
revenue at Ken Allen’s Septic in 
Presque Isle, Maine. But owner Caston 
Lovely sees that changing in the 
coming years, and he’s gearing up by 
investing in new equipment that will 
take his inspections to a higher level 
— and generate more income.

pumper.com/featured

a man of 
many talents

FIDDLING AROUND

David Thomson Jr., owner of Thomson’s Septic 
Tank Service in Warren Grove, Prince Edward 
Island, recalls first picking up a fiddle when he 
was 10 years old. Today, he’s one of the more 
seasoned fiddle players on the island province 
and has even performed at the Olympic 
Games. Read more about it and hear him play 
in this online exclusive story.
pumper.com/featured

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

find resources and get the most out of Pumper magazine. 
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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.

MAKING DREAM TRUCKS A REALITY

TANK WORLD MAKES  
YOU MORE THAN  
JUST THANKFUL

http://www.tankworldaz.com
mailto:tank.jerry1@gmail.com
mailto:service@tankworldaz.com
www.arnorthamerica.com
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PREMIER
Truck Sales & Rental, Inc.

800.825.1255

www.premiertrucksales.com

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

2014 MACK GU713 VAC TRUCK
MACK MP8 @ 455 HP, 8LL, 18/44 QUAD, J&J TANK, 

FRUITLAND PUMP

(2) 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

2015 MACK GU713 VAC TRUCK
MACK MP8 @ 455 HP, 10 SPEED, CAMELBACK 
SUSPENSION, J&J TANK, FRUITLAND PUMP

2019 MACK GU713 ROLL OFF TRUCK
MACK MP8 @ 455 HP, 8LL TRANSMISSION, 18/46 ON 
MRIDE, 75,000LB GALFAB HOIST, PIONEER RACK ‘N 

PINION TARPER, LOW MILES

2020 PETERBILT 567 QUAD AXLE VAC TRUCK
CUMMINS X15 @ 485 HP, 18 SPEED, 20/46 ON AIR LEAF, 

CURRY VAC TANK, 4,200 GALLON

$75,500

$115,500

$109,500

$119,500

PRICED @ $169,500

PRICED @ $215,500

2013 MACK VAC TRUCK
MACK MP8 @ 505 HP, 13 SPEED, 20/46 ON CAMELBACK, 

J&J TANK, FRUITLAND PUMP

(3) 2016 PETERBILT 367 VAC TRUCK
CUMMINS X15 @ 550 HP, 18 SPEED, PETERBILT AIR TRAC, 

PIKRITE TANK, MASPORT PUMP

2020 PETERBILT 567 TRI AXLE VAC TRUCK
CUMMINS X15 @ 485 HP, 18 SPEED, 20/46 ON AIR LEAF, 

CURRY TANK, 4,700 GALLON

$109,500

STARTING AT $119,500

$209,500

2015 PETERBILT 367 VAC TRUCK
CUMMINS ISX15 @ 550 HP, 18 SPEED, 20/46 ON 

HAULMAX, 110 BBL TANK, MASPORT PUMP

USED VACUUM CONTAINERS
25 CUBIC YARDS, HEAVY DUTY TUB STYLE,
6” OUTLETS ON EACH END, SEALED DOOR

QUANTITY PRICING AVAILABLE - PLEASE CALL

$129,500

$7,500

CHASSIS PRICING AVAILABLE

CHASSIS PRICING AVAILABLE

BALANCE OF 5 YEAR FACTORY WARRANTY

CHASSIS PRICING AVAILABLE

REPRESENTATIVE PHOTO

CHASSIS PRICING AVAILABLE

CHASSIS PRICING AVAILABLE

CHASSIS PRICING AVAILABLE

CHASSIS PRICING AVAILABLEBALANCE OF 5 YEAR FACTORY WARRANTY

CHASSIS PRICING AVAILABLEBALANCE OF 5 YEAR FACTORY WARRANTY

CHASSIS PRICING AVAILABLE

CHASSIS PRICING AVAILABLE

2015 PETE 367 VAC TRUCK
CUMMINS ISX15 @ 550 HP, 18 SPEED, 20/46 ON 

HAULMAX, 4,700 GALLON CURRY TANK, NVE PUMP

2016 PETE 367 VAC TRUCK
CUMMINS X15 @ 550 HP, 18 SPEED, 20/46 ON HAULMAX, 

CURRY TANK, NVE PUMP

(5) 2015 KENWORTH 367 VAC TRUCKS
PACCAR MX-13 @ 500 HP, 18 SPEED, 20/46 ON AIR RIDE, 

110 BBL CROWN TANK, NATIONAL PUMP

$119,500

$129,500

STARTING @ $105,500

Social icon

Rounded square
Only use blue and/or white.

For more details check out our
Brand Guidelines.

Follow us on:

2019 KENWORTH T880 ROLL OFF TRUCK
CUMMINS X15 @ 485 HP, 8LL TRANSMISSION, 20/46 ON 
CHALMERS, 75,000LB GALFAB HOIST, PIONEER RACK ‘N 

PINION TARPER, LOW MILES

$169,500
BALANCE OF 5 YEAR FACTORY WARRANTY

YOU NEED IT? 
WE DO IT.

PUMPER PROFILE

T here’s a lot going on at the Snyder & Mylin property on 
state Route 272 in southeastern Pennsylvania. There is an 
excavation outfit, a septic pumping operation, portable 

restroom rentals, landscape supply division, and a truck and 
auto repair business. They are all owned and operated by Tim 
Mylin and his sons, Matt and Ethan Mylin.

“We try to be diversified just because my dad, who started 
this back in the late ’60s and early ’70s, went through a lot of dif-
ferent things over the years — recessions and slow times,” says 
Matt, 46. “Dad kind of figured out what things work and what 
things don’t. We’ve tried to branch out, too. My brother and I 
have explored different things. If some things are down and in 
decline, we have other things to pick up that income.”

Some of the diversification was intentional, and some of it, 
such as the landscape supply business, simply evolved as the 
company grew. When Snyder & Mylin moved to its current loca-

tion in 2000, the property had more highway frontage and expo-
sure than the excavating company really needed, so they leased 
part of the land to a business that sold mulch, decorative stone 
and landscape supplies. After a few years, that operator decided 
to move to another location.

“Basically, we already had the room allotted,” Matt says. 
“We had the equipment needed, mainly a loader. We had dump 
trucks from the excavating business to haul the product and de-
liver it. We had everything we needed except an employee to 

Snyder & Mylin Septic Service
Drumore, Pennsylvania

OWNERS: Tim, Matt and 
Ethan Mylin
EMPLOYEES: 13
SERVICE AREA: Lancaster, York 
and Chester counties, Pennsylvania
SERVICES: Septic system installations, excavating, septic 
service, portable sanitation, landscape supplies, truck and 
auto repair
WEBSITE: www.snyderandmylin.com

Pennsylvania

(continued)

Septic service and onsite installation 
are only the starting point for the 
diversified services provided by 
Snyder & Mylin  By Steve Lund

From left are Tim, Matt and Ethan Mylin, the 
leadership team at Snyder & Mylin Septic Service. 
The restrooms are from Satellite | PolyPortables, 
and the truck is a 2019 Ford F-550 from Satellite 
Vacuum Trucks and carrying a Masport pump. 
(Photos by Kevin Blackburn)

http://www.snyderandmylin.com


PREMIER
Truck Sales & Rental, Inc.

800.825.1255

www.premiertrucksales.com

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

2014 MACK GU713 VAC TRUCK
MACK MP8 @ 455 HP, 8LL, 18/44 QUAD, J&J TANK, 

FRUITLAND PUMP

(2) 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

2015 MACK GU713 VAC TRUCK
MACK MP8 @ 455 HP, 10 SPEED, CAMELBACK 
SUSPENSION, J&J TANK, FRUITLAND PUMP

2019 MACK GU713 ROLL OFF TRUCK
MACK MP8 @ 455 HP, 8LL TRANSMISSION, 18/46 ON 
MRIDE, 75,000LB GALFAB HOIST, PIONEER RACK ‘N 

PINION TARPER, LOW MILES

2020 PETERBILT 567 QUAD AXLE VAC TRUCK
CUMMINS X15 @ 485 HP, 18 SPEED, 20/46 ON AIR LEAF, 

CURRY VAC TANK, 4,200 GALLON

$75,500

$115,500

$109,500

$119,500

PRICED @ $169,500

PRICED @ $215,500

2013 MACK VAC TRUCK
MACK MP8 @ 505 HP, 13 SPEED, 20/46 ON CAMELBACK, 

J&J TANK, FRUITLAND PUMP

(3) 2016 PETERBILT 367 VAC TRUCK
CUMMINS X15 @ 550 HP, 18 SPEED, PETERBILT AIR TRAC, 

PIKRITE TANK, MASPORT PUMP

2020 PETERBILT 567 TRI AXLE VAC TRUCK
CUMMINS X15 @ 485 HP, 18 SPEED, 20/46 ON AIR LEAF, 

CURRY TANK, 4,700 GALLON

$109,500

STARTING AT $119,500

$209,500

2015 PETERBILT 367 VAC TRUCK
CUMMINS ISX15 @ 550 HP, 18 SPEED, 20/46 ON 

HAULMAX, 110 BBL TANK, MASPORT PUMP

USED VACUUM CONTAINERS
25 CUBIC YARDS, HEAVY DUTY TUB STYLE,
6” OUTLETS ON EACH END, SEALED DOOR

QUANTITY PRICING AVAILABLE - PLEASE CALL

$129,500

$7,500

CHASSIS PRICING AVAILABLE

CHASSIS PRICING AVAILABLE

BALANCE OF 5 YEAR FACTORY WARRANTY

CHASSIS PRICING AVAILABLE

REPRESENTATIVE PHOTO

CHASSIS PRICING AVAILABLE

CHASSIS PRICING AVAILABLE

CHASSIS PRICING AVAILABLE

CHASSIS PRICING AVAILABLEBALANCE OF 5 YEAR FACTORY WARRANTY

CHASSIS PRICING AVAILABLEBALANCE OF 5 YEAR FACTORY WARRANTY

CHASSIS PRICING AVAILABLE

CHASSIS PRICING AVAILABLE

2015 PETE 367 VAC TRUCK
CUMMINS ISX15 @ 550 HP, 18 SPEED, 20/46 ON 

HAULMAX, 4,700 GALLON CURRY TANK, NVE PUMP

2016 PETE 367 VAC TRUCK
CUMMINS X15 @ 550 HP, 18 SPEED, 20/46 ON HAULMAX, 

CURRY TANK, NVE PUMP

(5) 2015 KENWORTH 367 VAC TRUCKS
PACCAR MX-13 @ 500 HP, 18 SPEED, 20/46 ON AIR RIDE, 

110 BBL CROWN TANK, NATIONAL PUMP

$119,500

$129,500

STARTING @ $105,500

Social icon
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Brand Guidelines.

Follow us on:

2019 KENWORTH T880 ROLL OFF TRUCK
CUMMINS X15 @ 485 HP, 8LL TRANSMISSION, 20/46 ON 
CHALMERS, 75,000LB GALFAB HOIST, PIONEER RACK ‘N 

PINION TARPER, LOW MILES

$169,500
BALANCE OF 5 YEAR FACTORY WARRANTY

YOU NEED IT? 
WE DO IT.

PUMPER PROFILE

T here’s a lot going on at the Snyder & Mylin property on 
state Route 272 in southeastern Pennsylvania. There is an 
excavation outfit, a septic pumping operation, portable 

restroom rentals, landscape supply division, and a truck and 
auto repair business. They are all owned and operated by Tim 
Mylin and his sons, Matt and Ethan Mylin.

“We try to be diversified just because my dad, who started 
this back in the late ’60s and early ’70s, went through a lot of dif-
ferent things over the years — recessions and slow times,” says 
Matt, 46. “Dad kind of figured out what things work and what 
things don’t. We’ve tried to branch out, too. My brother and I 
have explored different things. If some things are down and in 
decline, we have other things to pick up that income.”

Some of the diversification was intentional, and some of it, 
such as the landscape supply business, simply evolved as the 
company grew. When Snyder & Mylin moved to its current loca-

tion in 2000, the property had more highway frontage and expo-
sure than the excavating company really needed, so they leased 
part of the land to a business that sold mulch, decorative stone 
and landscape supplies. After a few years, that operator decided 
to move to another location.

“Basically, we already had the room allotted,” Matt says. 
“We had the equipment needed, mainly a loader. We had dump 
trucks from the excavating business to haul the product and de-
liver it. We had everything we needed except an employee to 

Snyder & Mylin Septic Service
Drumore, Pennsylvania

OWNERS: Tim, Matt and 
Ethan Mylin
EMPLOYEES: 13
SERVICE AREA: Lancaster, York 
and Chester counties, Pennsylvania
SERVICES: Septic system installations, excavating, septic 
service, portable sanitation, landscape supplies, truck and 
auto repair
WEBSITE: www.snyderandmylin.com

Pennsylvania

(continued)

Septic service and onsite installation 
are only the starting point for the 
diversified services provided by 
Snyder & Mylin  By Steve Lund

From left are Tim, Matt and Ethan Mylin, the 
leadership team at Snyder & Mylin Septic Service. 
The restrooms are from Satellite | PolyPortables, 
and the truck is a 2019 Ford F-550 from Satellite 
Vacuum Trucks and carrying a Masport pump. 
(Photos by Kevin Blackburn)

http://www.premiertrucksales.com
http://www.premiertrucksales.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
•   IPEX PVC Ribbed Pipe
•  Corrugated Pipe

Safety Screws
4 Horizontal

Vertical Safety 
Screws

For a Complete Catalog and Pricing 

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.

• Injection molded PolyPro
• Simple to install - Easy to clean

Injection molded T-Baffle™.

• Injection molded T-Baffle
• Fits 4” Sch. 40 and SDR-35 pipe
• Simple to install
•  May also be used as Inlet &  

Outlet Tee

4” Effluent Filter and 4” T-Baffle™

4” Effluent Filter EF-4

4” Sanitary Inlet/Outlet T-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-4 Housing 
18/carton

TB-4-18 Housing 
12/carton

EF-4 Combo 
Includes Filter, 
Housing and 

EF-4 Combo 18
Increases time 
between filter 
cleaning.

Gas/Solids Deflector

One-piece effluent filter fits 
in 6” T-Baffle™.
• Injection molded PolyPro
• Simple to install
• Easy to clean

Injection molded T-Baffle™.

• Injection molded
• Fits 4” Sch. 40 and SDR-35 pipe
• Simple to install
•  May also be used as Outlet Tee 

with Solids Deflector

6” Effluent Filter and 6” T-Baffle™

6” Effluent Filter EF-6

6” Sanitary T-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-6 Housing

EF-6 Combo 
Includes Filter, 
Housing and Bushing

Gas/Solids 
Deflector

Secured by 6 Vertical and 4 Horizontal 
Safety Screws. Screws Included.

Foamed-in Permanent  
Polyurethane Gasket.

Holds up to 70 lbs of Concrete 
for Added Safety.

Concrete Keepers™ Tuf-Tite® Riser

Vertical and 
Horizontal Safety 

Screws

Water-TITE™  
Joint

Increases 
time between 
filter cleaning.

run it, so we decided we would keep it 
going and pick up another guy to han-
dle the mulch and landscape supply.”

 
TURNING WRENCHES

The full-service garage was dif-
ferent. It started out of necessity, Tim 
recalls.

“A good mechanic is essential,” 
says Tim, 74. “I didn’t have enough 
equipment to keep a couple me-
chanics busy, so we opened it up to 
the public.” It took a few years for the 
automotive shop to carry its weight 
financially, Tim says, but like all the 
Snyder & Mylin ventures, it now op-
erates in the black.

“If I took it on, it had to work,” Tim says. “We put in a lot of 80- to 90-hour 
weeks, but it had to work. I didn’t have any options. If I’d failed at one, I’d have 
failed at all of them. If I took something on, I gave it my all. I can’t think of 
anything I started that didn’t pan out.”

The auto repair business, called 272 Truck and Auto Service, started out 
doing state safety inspections as well as maintenance and repair work on 
the Snyder & Mylin excavating equipment, but it now also does state emis-
sion inspections and auto maintenance and repair work. Dan Mylin, Tim’s 
brother, manages the garage.

PUMPING AND
PORTABLE SANITATION

The original company, called 
Long & Snyder, was formed in 1967, 
but Tim bought out Art Long in 1970, 
and the name changed to Snyder & 

Mylin. Matt and Ethan bought out Paul Snyder in 1999, but the name stayed 
the same.

The company originally did paving and excavating work and septic sys-
tem installations. In 2005, Snyder & Mylin started another partnership with 
Ray and Jim Arnold, who had experience with the septic pumping and por-
table toilet rental business. 

“We had done septic installs for years, but we never did our own pump-
ing,” Matt says. “We talked a long time about wanting to put a pumper truck 
on. Finally, in 2005, these guys approached us and we said this is the time to 
do it. We had moved to a bigger facility, we were better equipped to handle 
it, and we had partners who wanted to get in. That’s when the septic services 
end got started.”

(continued)

The Snyder & Mylin crew includes (from left) Dave Rowland, Dan Mylin, Veryl Griest, 
James Jones, Ethan Mylin, Matt Mylin, Tim Mylin, Ron Brennan, Chris Overly, Jason 
Groff, Ron Lafrancis, Jesse Stoner and Dave Testerman.

Above: Jesse Stoner hooks vacuum hoses 
to his septic service truck, a Kenworth with 
a 3,800-gallon tank and a Masport pump.

Left: Technician Veryl Griest services a 
Satellite | PolyPortables restroom with the 
company’s newest service truck, a 2019 
Ford F-550 with a Masport pump from 
Satellite Vacuum Trucks.

When times are hard and the 
builders quit, there’s nothing 

you can do. … I diversified enough 
that I would work for a lot of farmers 
because they would spend money when 
the builders weren’t doing anything. 
Farmers are always doing something.
TIM MYLIN
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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
•   IPEX PVC Ribbed Pipe
•  Corrugated Pipe

Safety Screws
4 Horizontal

Vertical Safety 
Screws

For a Complete Catalog and Pricing 

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.

• Injection molded PolyPro
• Simple to install - Easy to clean

Injection molded T-Baffle™.

• Injection molded T-Baffle
• Fits 4” Sch. 40 and SDR-35 pipe
• Simple to install
•  May also be used as Inlet &  

Outlet Tee

4” Effluent Filter and 4” T-Baffle™

4” Effluent Filter EF-4

4” Sanitary Inlet/Outlet T-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-4 Housing 
18/carton

TB-4-18 Housing 
12/carton

EF-4 Combo 
Includes Filter, 
Housing and 

EF-4 Combo 18
Increases time 
between filter 
cleaning.

Gas/Solids Deflector

One-piece effluent filter fits 
in 6” T-Baffle™.
• Injection molded PolyPro
• Simple to install
• Easy to clean

Injection molded T-Baffle™.

• Injection molded
• Fits 4” Sch. 40 and SDR-35 pipe
• Simple to install
•  May also be used as Outlet Tee 

with Solids Deflector

6” Effluent Filter and 6” T-Baffle™

6” Effluent Filter EF-6

6” Sanitary T-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-6 Housing

EF-6 Combo 
Includes Filter, 
Housing and Bushing

Gas/Solids 
Deflector

Secured by 6 Vertical and 4 Horizontal 
Safety Screws. Screws Included.

Foamed-in Permanent  
Polyurethane Gasket.

Holds up to 70 lbs of Concrete 
for Added Safety.

Concrete Keepers™ Tuf-Tite® Riser

Vertical and 
Horizontal Safety 

Screws

Water-TITE™  
Joint

Increases 
time between 
filter cleaning.

run it, so we decided we would keep it 
going and pick up another guy to han-
dle the mulch and landscape supply.”

 
TURNING WRENCHES

The full-service garage was dif-
ferent. It started out of necessity, Tim 
recalls.

“A good mechanic is essential,” 
says Tim, 74. “I didn’t have enough 
equipment to keep a couple me-
chanics busy, so we opened it up to 
the public.” It took a few years for the 
automotive shop to carry its weight 
financially, Tim says, but like all the 
Snyder & Mylin ventures, it now op-
erates in the black.

“If I took it on, it had to work,” Tim says. “We put in a lot of 80- to 90-hour 
weeks, but it had to work. I didn’t have any options. If I’d failed at one, I’d have 
failed at all of them. If I took something on, I gave it my all. I can’t think of 
anything I started that didn’t pan out.”

The auto repair business, called 272 Truck and Auto Service, started out 
doing state safety inspections as well as maintenance and repair work on 
the Snyder & Mylin excavating equipment, but it now also does state emis-
sion inspections and auto maintenance and repair work. Dan Mylin, Tim’s 
brother, manages the garage.

PUMPING AND
PORTABLE SANITATION

The original company, called 
Long & Snyder, was formed in 1967, 
but Tim bought out Art Long in 1970, 
and the name changed to Snyder & 

Mylin. Matt and Ethan bought out Paul Snyder in 1999, but the name stayed 
the same.

The company originally did paving and excavating work and septic sys-
tem installations. In 2005, Snyder & Mylin started another partnership with 
Ray and Jim Arnold, who had experience with the septic pumping and por-
table toilet rental business. 

“We had done septic installs for years, but we never did our own pump-
ing,” Matt says. “We talked a long time about wanting to put a pumper truck 
on. Finally, in 2005, these guys approached us and we said this is the time to 
do it. We had moved to a bigger facility, we were better equipped to handle 
it, and we had partners who wanted to get in. That’s when the septic services 
end got started.”

(continued)

The Snyder & Mylin crew includes (from left) Dave Rowland, Dan Mylin, Veryl Griest, 
James Jones, Ethan Mylin, Matt Mylin, Tim Mylin, Ron Brennan, Chris Overly, Jason 
Groff, Ron Lafrancis, Jesse Stoner and Dave Testerman.

Above: Jesse Stoner hooks vacuum hoses 
to his septic service truck, a Kenworth with 
a 3,800-gallon tank and a Masport pump.

Left: Technician Veryl Griest services a 
Satellite | PolyPortables restroom with the 
company’s newest service truck, a 2019 
Ford F-550 with a Masport pump from 
Satellite Vacuum Trucks.

When times are hard and the 
builders quit, there’s nothing 

you can do. … I diversified enough 
that I would work for a lot of farmers 
because they would spend money when 
the builders weren’t doing anything. 
Farmers are always doing something.
TIM MYLIN

http://www.tuf-tite.com


22     Pumper • November 2019

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

2019 FORD F-550
950/300 Aluminum Tank, Diesel................................$81,000 
4x4, Diesel ............................................................. $86,500
Gas ........................................................................ $72,200

950/300 Steel Tank, Diesel ........................................$79,000 
4x4, Diesel ............................................................. $84,500
Gas ........................................................................ $70,200

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

The Mylins bought out the Arnolds’ share of the partnership in 2014.
Adding pumping to their business mix led to Snyder & Mylin getting 

into portable sanitation.
“That end of the business keeps getting bigger and bigger,” says Ethan, 

41. “We originally bought 50 (restrooms), and now we’re over 300. We’re 
adding 30 to 40 (units) a year.”

 A FIT FLEET
Matt says he has a hard time keeping an accurate count of all the fam-

ily’s trucks.
“There’s probably half a dozen heavier trucks, various service trucks 

and 10-15 pieces of excavating equipment at any one time. It’s not a huge 
amount, but we like to buy and sell things. We look for good deals at auc-
tions. We very rarely buy new. We usually have three heavier dump trucks: a 
tri-axle, tandem axle and single axle.”

The excavating equipment includes several Caterpillar loaders, mini-
excavators and a scraper, a couple John Deere backhoe loaders and a mix-

ture of pieces from other manufacturers including Kubota and New Holland.
For septic pumping, the Mylins have a 2005 Kenworth with a 3,800-gal-

lon steel tank and Masport pump.
The portable restroom service fleet has grown to four trucks, including 

the latest addition, a 2019 Ford F-550 with a 650-gallon waste and 300-gallon 
freshwater aluminum tank and Masport pump outfitted by Satellite Vacuum 
Trucks. The older units include a 2005 Ford F-550 with a 400-gallon waste 
and 175-gallon freshwater aluminum tank, a 2005 Isuzu NPR with a 500-gal-
lon waste and 200-gallon freshwater steel tank, and a 2007 Isuzu NPR with 
a 300-gallon waste and 150-gallon freshwater stainless steel tank. All were 
outfitted by Pik Rite and carry Masport pumps.

Almost all the portable restroom inventory is from Satellite | PolyPo-
rtables.

 
INSTALLING CHALLENGES

The Mylins are expecting this to be a busy year for septic installations, 
in part because of a backlog from last year, when the summer and fall were 
too wet to get customers’ systems in the ground. New-home construction 
has slowed in the region, at least in the areas where septic systems would 
be required.

“Most of the building going on is in more 
congested areas where they are on public sew-
ers,” Matt says. “A good portion of our work is 
repair work, which is basically a replacement — 
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Members of the Snyder 
& Mylin team construct 
a conventional septic 
system. They used a John 
Deere 410G backhoe to 
dig the trenches.

Tim Mylin, who owns Snyder & Mylin Septic Service with his sons, once 
tried to build his own wastewater treatment plant. Unlike his other enter-
prises, which include a septic installation business, an automotive repair shop 
and others that have all been successful, this venture never got off the draw-
ing board, and Mylin is happy about that.

In the 1980s, Mylin was installing septic tanks, not pumping them, but he 
realized pumpers faced a difficult situation trying to dispose of their waste. 
The small treatment plants in Lancaster County, Pennsylvania, did not want to 
accept waste from septic haulers because it had such a high BOD.

Pumpers were hauling waste long distances or applying the waste to 
farm fields. The state of Pennsylvania withdrew all the permits for applying 
waste to farm fields because so many wells were being contaminated. That 
meant the pumpers had no choice but to make long, expensive trips to dis-
pose of their waste.

Mylin decided to build his own wastewater treatment plant. He and his 
late wife, Linda, spent about eight years going to hearings, and they spent a 
lot of money getting a plant designed. Mylin had a 30-acre site and the sup-
port of the Providence Township Board, but he faced opposition from neigh-
bors of the site.

Eventually he prevailed and received a permit for a 30,000-gpd plant that 
would discharge into Pequea Creek, a tributary to the Susquehanna River. 
His plan was to build a 60,000-gpd plant and hope to expand his permitted 
discharge as he developed a record of good operations.

But the political environment changed just as he was about to begin 
construction, and the state began to reissue permits for land application of 
septage. Although he and his wife had invested a lot of time and more than 
$200,000 in engineering and other development costs, he considers it a for-
tunate development that he hadn’t already started building the plant before 
the political situation changed.

“We would have been sitting on a $2 million plant with no one to use it,” 
he says, “It was an expensive lesson learned. In 1996, I got my approval after 
eight years, but I never realized how much politics could influence my life.”

Now the county has a treatment plant that accepts waste from septic 
pumpers, and the Snyder & Mylin wastewater treatment plant that never got 
built is just another interesting chapter in the company’s history.

The treatment plant 
that never happened

Matt Mylin lays pipe over a 
stone bed in a new trench.
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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
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Gas ........................................................................ $70,200

2019 DODGE 5500
950/300 Aluminum Tank, Diesel, 4x2 ...................... $81,000
4x4 ........................................................................ $86,500
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BUILT BY PUMPERS FOR PUMPERS
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there’s not really much to repair for the types of systems we’re using here.”
Snyder & Mylin usually takes care of the entire process for customers: 

doing preparations for the soil testing, digging the percolation test holes, 
coordinating with the local sewer enforcement officer and installing the 
system.

“My brother and I do a lot of design work as well,” Ethan says. “Anything 
with a drainfield under 2,000 square feet we can design. Over that and it has 
to be done by an engineer. Matt and I have been installing since we were 
kids, and we understand how they work and go in.”

The area the company services is in the triangle between Philadelphia, 
Baltimore and Harrisburg, Pennsylvania, so it is fairly densely populated. 
But there is a lot of farming in the area and a substantial Amish population. 
Doing excavation work for local farmers helped keep the company going 
during times when construction slowed down.

“This business has always been up and down,” Tim says. “When times 
are hard and the builders quit, there’s nothing you can do, so I stayed with 
the farmers. I diversified enough that I would work for a lot of farmers be-
cause they would spend money when the builders weren’t doing anything. 
Farmers are always doing something — a lot of waterways and stormwater 
work. They are always building, especially the Amish.”

 
DEMAND FOR RESTROOMS

Serving the Amish population is a special niche in the Snyder & Mylin 
portable restroom business as well.

“It’s surprising the number of toilets they will rent for funerals and 
weddings,” Matt says. “November is the big wedding season around here. 
It’s usually a Tuesday or Thursday in November, although sometimes it car-
ries into December. They’ll rent three or four or half a dozen (restrooms), 
depending on how big the wedding 
is. Usually the units are coming back 
from the parks at that time so we have 
them available.”

Another niche that is peculiar to 
the geographical area is what is known 
locally as a mud sale.

“We have a lot of fire company 
sales. Local volunteer fire companies 
will have big auctions,” Matt says. 
“They usually start in mid-March and 
run to about May. They call them mud 
sales because it’s usually when the 
frost is coming out of the ground and 
everything turns into a big muddy 
mess. They are just big consignment 
auctions that draw huge crowds. What 
we’ll usually do is donate several toi-
lets and then charge them for some. 
We can make a nice profit on it and give some back to the local fire company 
by donating a few of the units.”

Other special events the Mylins serve include the two-day Freedom 
Fest for the Chester County Parks on the Fourth of July. The company already 
has some portable restrooms in the park where the event is held, but another 
40 or more are required for the event. There are also some music festivals.

 
HANDLING SPECIAL EVENTS

Special events can be difficult, but Matt has found that oversupplying 
the site with restrooms makes it easier for both the supplier and customer.

“It’s better to provide more units than what would normally be needed, 
saving that service in the middle of an event,” Matt says. “For that Freedom 

Fest, the units would be there on Friday, and we would have to go down on 
Friday night or Saturday morning to service them. It got to be so many peo-
ple in such a tight area that it was difficult to get anything done and service 
toilets. We talked with the Parks Department and said let’s get twice as many 
units and cut out that service in the middle.

“It worked out better for everybody. It worked out the same for them, 
dollarwise, and we weren’t paying drivers to come down on the weekend on 
overtime. The condition of the units seemed pretty good. We weren’t run-
ning out of paper; toilets weren’t getting too full. We made sure there were 
plenty of units for the event.”

Matt says the strategy doesn’t work for a longer event.
“There is a local fair in the fall and it’s a three-day event, and you just 

have to go service them in between,” he says. “Every day you have to be ser-
vicing. There’s no getting around that.”

Matt says that 40% to 50% of the portable restroom business is at con-
struction sites, where Snyder & Mylin tries to keep a cleaner, newer unit 
than what might be typically found on a work site. Another big portion of 
the company’s portable restroom business is in parks and recreation areas, 
some of which have restrooms all year long but they usually have a lot more 
in the summer.

“We’re doing weekly service on them, sometimes twice, depending on 
the use,” he says.

 
TIME FOR REFLECTION

Tim can now look back at a long and diversified career as an entrepre-
neur.

“I was 25 when I went to work for myself,” he recalls. “I was fresh out of 
the Army so I didn’t have a whole lot to lose. I was married not quite a month 
when I went home and told my wife I quit my job and wanted to start my 
own business. That didn’t go over real big, but she stayed with me.”

When he started, his partner handled paving and Tim did the excavat-
ing. Tim started installing septic systems in the late 1960s. “In those days, 
we were building cesspools,” he says, “As the systems became a lot more 
elaborate, a lot of the older guys dropped out, but I stayed with it and kept 
up on it.”

Another reason for his success was that builders and farmers knew he 
would be around to stand behind his work.

“I knew and they knew that I would be there next year or 10 years from 
now,” he says. “That means a lot when you are spending that kind of money.

“Looking back, it’s been a hell of a ride,” he says. “I don’t have any 
regrets, other than I wish I had spent more time with my wife, Linda. She 
passed away in ’92. She was quite an asset to the company. She’s not here to 
enjoy the fruits and the boys, but I am, and I am still enjoying them.” ■

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

Masport, Inc.
800-228-4510
www.masportpump.com
(See ad, page 11)

Pik Rite, Inc. 
800-326-9763
www.pikrite.com
(See ad, page 34)

Satellite | PolyPortables
800-883-1123
www.satelliteindustries.com
(See ad, page 2)

Satellite Vacuum Trucks
800-883-1123
www.satellitetruckxpress.com

  MORE INFO

I was 
married 

not quite a month 
when I went home 
and told my wife 
I quit my job and 
wanted to start 
my own business. 
That didn’t go over 
real big, but she 
stayed with me.
TIM MYLIN

http://www.isuzucv.com
http://www.masportpump.com
http://www.pikrite.com
http://www.satelliteindustries.com
http://www.satellitetruckxpress.com


there’s not really much to repair for the types of systems we’re using here.”
Snyder & Mylin usually takes care of the entire process for customers: 

doing preparations for the soil testing, digging the percolation test holes, 
coordinating with the local sewer enforcement officer and installing the 
system.

“My brother and I do a lot of design work as well,” Ethan says. “Anything 
with a drainfield under 2,000 square feet we can design. Over that and it has 
to be done by an engineer. Matt and I have been installing since we were 
kids, and we understand how they work and go in.”

The area the company services is in the triangle between Philadelphia, 
Baltimore and Harrisburg, Pennsylvania, so it is fairly densely populated. 
But there is a lot of farming in the area and a substantial Amish population. 
Doing excavation work for local farmers helped keep the company going 
during times when construction slowed down.

“This business has always been up and down,” Tim says. “When times 
are hard and the builders quit, there’s nothing you can do, so I stayed with 
the farmers. I diversified enough that I would work for a lot of farmers be-
cause they would spend money when the builders weren’t doing anything. 
Farmers are always doing something — a lot of waterways and stormwater 
work. They are always building, especially the Amish.”

 
DEMAND FOR RESTROOMS

Serving the Amish population is a special niche in the Snyder & Mylin 
portable restroom business as well.

“It’s surprising the number of toilets they will rent for funerals and 
weddings,” Matt says. “November is the big wedding season around here. 
It’s usually a Tuesday or Thursday in November, although sometimes it car-
ries into December. They’ll rent three or four or half a dozen (restrooms), 
depending on how big the wedding 
is. Usually the units are coming back 
from the parks at that time so we have 
them available.”

Another niche that is peculiar to 
the geographical area is what is known 
locally as a mud sale.

“We have a lot of fire company 
sales. Local volunteer fire companies 
will have big auctions,” Matt says. 
“They usually start in mid-March and 
run to about May. They call them mud 
sales because it’s usually when the 
frost is coming out of the ground and 
everything turns into a big muddy 
mess. They are just big consignment 
auctions that draw huge crowds. What 
we’ll usually do is donate several toi-
lets and then charge them for some. 
We can make a nice profit on it and give some back to the local fire company 
by donating a few of the units.”

Other special events the Mylins serve include the two-day Freedom 
Fest for the Chester County Parks on the Fourth of July. The company already 
has some portable restrooms in the park where the event is held, but another 
40 or more are required for the event. There are also some music festivals.

 
HANDLING SPECIAL EVENTS

Special events can be difficult, but Matt has found that oversupplying 
the site with restrooms makes it easier for both the supplier and customer.

“It’s better to provide more units than what would normally be needed, 
saving that service in the middle of an event,” Matt says. “For that Freedom 

Fest, the units would be there on Friday, and we would have to go down on 
Friday night or Saturday morning to service them. It got to be so many peo-
ple in such a tight area that it was difficult to get anything done and service 
toilets. We talked with the Parks Department and said let’s get twice as many 
units and cut out that service in the middle.

“It worked out better for everybody. It worked out the same for them, 
dollarwise, and we weren’t paying drivers to come down on the weekend on 
overtime. The condition of the units seemed pretty good. We weren’t run-
ning out of paper; toilets weren’t getting too full. We made sure there were 
plenty of units for the event.”

Matt says the strategy doesn’t work for a longer event.
“There is a local fair in the fall and it’s a three-day event, and you just 

have to go service them in between,” he says. “Every day you have to be ser-
vicing. There’s no getting around that.”

Matt says that 40% to 50% of the portable restroom business is at con-
struction sites, where Snyder & Mylin tries to keep a cleaner, newer unit 
than what might be typically found on a work site. Another big portion of 
the company’s portable restroom business is in parks and recreation areas, 
some of which have restrooms all year long but they usually have a lot more 
in the summer.

“We’re doing weekly service on them, sometimes twice, depending on 
the use,” he says.

 
TIME FOR REFLECTION

Tim can now look back at a long and diversified career as an entrepre-
neur.

“I was 25 when I went to work for myself,” he recalls. “I was fresh out of 
the Army so I didn’t have a whole lot to lose. I was married not quite a month 
when I went home and told my wife I quit my job and wanted to start my 
own business. That didn’t go over real big, but she stayed with me.”

When he started, his partner handled paving and Tim did the excavat-
ing. Tim started installing septic systems in the late 1960s. “In those days, 
we were building cesspools,” he says, “As the systems became a lot more 
elaborate, a lot of the older guys dropped out, but I stayed with it and kept 
up on it.”

Another reason for his success was that builders and farmers knew he 
would be around to stand behind his work.

“I knew and they knew that I would be there next year or 10 years from 
now,” he says. “That means a lot when you are spending that kind of money.

“Looking back, it’s been a hell of a ride,” he says. “I don’t have any 
regrets, other than I wish I had spent more time with my wife, Linda. She 
passed away in ’92. She was quite an asset to the company. She’s not here to 
enjoy the fruits and the boys, but I am, and I am still enjoying them.” ■

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

Masport, Inc.
800-228-4510
www.masportpump.com
(See ad, page 11)

Pik Rite, Inc. 
800-326-9763
www.pikrite.com
(See ad, page 34)

Satellite | PolyPortables
800-883-1123
www.satelliteindustries.com
(See ad, page 2)

Satellite Vacuum Trucks
800-883-1123
www.satellitetruckxpress.com

  MORE INFO

I was 
married 

not quite a month 
when I went home 
and told my wife 
I quit my job and 
wanted to start 
my own business. 
That didn’t go over 
real big, but she 
stayed with me.
TIM MYLIN

www.gapvax.com


26     Pumper • November 2019

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 Michelle Moval

WE HAD A GREAT TIME AT THE WJTA SHOW!

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

900  West Main St.
El Paso, IL USA

Built to your specs. Reconditioning of your TerraGator.

New & Used Equip. Call for information and pricing.

5500 Gallon Steel Tank,  
Moro PM100T Fan-Cooled  

Vac Pump 460CFM
Rear Spray Deflector  
or Tool Bar Option

1-Previous Owner,  

2008 IHC 5600 6x4,   
525 HP, 3300 Hrs.

Cell: 309.854.3849Call John Kelly at 800.322.7156

Municipalities, Farm, Custom Applicator 
BioSolid Land Applicators

FIELD 

READY

mailto:wastewater@apfinancing.com
http://www.apfinancing.com
mailto:zymme@aqua-zyme.com
http://www.aqua-zyme.com
www.lincoprecision.com
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A 
lthough Neil Sedaka and Howard Greenfield may have been right 
about love relationships when they penned their hit, Breaking Up Is 
Hard to Do, when it comes to business, that notion rings less true. 

Customers frequently break up with their suppliers, vendors and partners. 
And guess what? Most of them don’t find it hard.

Are breakups inevitable? Not always, but businesses need to under-
stand the four reasons customers leave and how they can use relationship 
extenders to avoid these situations.

• Better Product
Sometimes customers decide to break up because they find a better 

product. They discover something that addresses their needs that’s faster, 
easier, healthier, more effective, more enjoyable or improved in other ways 
that are important to them.

Are you buying the exact same things you were buying 20 or 40 years 
ago? Have you any use for a Walkman? Probably not. Smart companies listen 
to what their customers want, think beyond those demands and push them-
selves to innovate and improve.

Relationship Extenders
1. Pay attention. Know what your products and services are, what oth-

ers are selling and how your customers are using what they buy from you. 
What problems are you solving? What would customers buy if you weren’t 
around? Who were they hiring for wastewater services before you?  

2. Challenge the status quo. It’s easier to innovate when you’re not being 
reactive. Don’t wait for a customer exodus to motivate you. Challenge your-
self to innovate before you’re faced with no choice. What could you do better?

 
• Better Process
Leaving for a different product isn’t the only reason customers tell com-

panies goodbye. Good processes count too. Without them, the customer ex-
perience suffers. For instance, imagine a movie theater with great films, state-
of-the-art sound, pleasant employees and clean facilities. So far, so good. Now 
pair that vision with long lines, staff members who can’t figure out how to work 
the cash registers despite their good manners, double-booked theaters and so 
forth. Would you risk taking someone you cared about to such a place or would 
you choose to avoid the headache and go somewhere else? Most people would 
prefer to opt for a breakup and avoid potential pain and problems.

The lesson? At a minimum, doing business should not be hard. If you’ve 
got processes in place that inflict pain on your customers, don’t be surprised 
when they bolt the minute they find an acceptable alternative.

Relationship Extenders
1. Make doing business easy. Walk in your customers’ shoes, and expe-

rience your business the way they do. What are you making difficult? What 
could you make easier? Where are you wasting their time? What used to 

make sense but doesn’t anymore?
2. Borrow from others. Process improvement ideas are everywhere you 

look if you know how to find them. When you are interacting with other busi-
nesses, ask yourself what they are doing well and what you can adopt or adapt.

 
• Better Service
All else being equal (or even in the ballpark), customers will often break 

up with service providers because someone else is paying them more at-
tention or better attention. Consistent caring doesn’t happen by accident. It 
requires companies to define great service, hire people who are capable of 
delivering on those promises, train them how to do it and put a management 
team in place to oversee the process.

Relationship Extenders
1. Define what you expect. If you don’t identify what quality service 

looks like, don’t be surprised when your employees don’t deliver.
2. Train people and hold them accountable. Plenty of companies offer 

training, but they treat it like a one-and-done activity. After you’ve defined 
what you want to see and hear, put a plan in place to teach people how. Once 
they know what they are supposed to do and how to do it, reward good per-
formance and coach deficiencies.

3. Don’t get too comfortable. If you think your customers will just be there 
because they’re there, you’re mistaken. You must earn and reearn your cus-
tomers’ business. Look for signs you’ve gotten sloppy or lazy, and take imme-
diate steps to get back to your best behavior and woo your customers again.

 
• Better Price
The final reason customers will leave a business is price. If customers 

can get the same product and service you provide from someone who charg-
es less, often they will leave. In other words, when the value-to-price equa-
tion gets out of whack, people look elsewhere. That doesn’t mean companies 
should race to the bottom and strive to be the low-cost provider. What it does 
mean is businesses need to ensure they have a value proposition that mat-
ters to customers and aligns with the price being charged.

Relationship Extenders
1. Shop around. Know what your competitors charge and what they de-

liver for that money.
2. Find out what matters to your customers other than price. What do they 

care about? What are they happy to pay more for? What are you offering that 
they don’t seem to value? What should you add? What should you subtract?

 
TRY AND TRY AGAIN

Staying in any relationship requires work, and when it comes to custom-
ers, many a suitor will try to take them away from you. With some diligence, 
you can avoid the breakup blues and spend many happy years together. ■

BUILDING THE BUSINESS

Breaking Up Isn’t Hard to Do
Here are the four reasons why you lose customers and what you can do about it  By Kate Zabriskie
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A 
lthough Neil Sedaka and Howard Greenfield may have been right 
about love relationships when they penned their hit, Breaking Up Is 
Hard to Do, when it comes to business, that notion rings less true. 

Customers frequently break up with their suppliers, vendors and partners. 
And guess what? Most of them don’t find it hard.

Are breakups inevitable? Not always, but businesses need to under-
stand the four reasons customers leave and how they can use relationship 
extenders to avoid these situations.

• Better Product
Sometimes customers decide to break up because they find a better 

product. They discover something that addresses their needs that’s faster, 
easier, healthier, more effective, more enjoyable or improved in other ways 
that are important to them.

Are you buying the exact same things you were buying 20 or 40 years 
ago? Have you any use for a Walkman? Probably not. Smart companies listen 
to what their customers want, think beyond those demands and push them-
selves to innovate and improve.

Relationship Extenders
1. Pay attention. Know what your products and services are, what oth-

ers are selling and how your customers are using what they buy from you. 
What problems are you solving? What would customers buy if you weren’t 
around? Who were they hiring for wastewater services before you?  

2. Challenge the status quo. It’s easier to innovate when you’re not being 
reactive. Don’t wait for a customer exodus to motivate you. Challenge your-
self to innovate before you’re faced with no choice. What could you do better?

 
• Better Process
Leaving for a different product isn’t the only reason customers tell com-

panies goodbye. Good processes count too. Without them, the customer ex-
perience suffers. For instance, imagine a movie theater with great films, state-
of-the-art sound, pleasant employees and clean facilities. So far, so good. Now 
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Relationship Extenders
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rience your business the way they do. What are you making difficult? What 
could you make easier? Where are you wasting their time? What used to 

make sense but doesn’t anymore?
2. Borrow from others. Process improvement ideas are everywhere you 

look if you know how to find them. When you are interacting with other busi-
nesses, ask yourself what they are doing well and what you can adopt or adapt.

 
• Better Service
All else being equal (or even in the ballpark), customers will often break 

up with service providers because someone else is paying them more at-
tention or better attention. Consistent caring doesn’t happen by accident. It 
requires companies to define great service, hire people who are capable of 
delivering on those promises, train them how to do it and put a management 
team in place to oversee the process.

Relationship Extenders
1. Define what you expect. If you don’t identify what quality service 

looks like, don’t be surprised when your employees don’t deliver.
2. Train people and hold them accountable. Plenty of companies offer 

training, but they treat it like a one-and-done activity. After you’ve defined 
what you want to see and hear, put a plan in place to teach people how. Once 
they know what they are supposed to do and how to do it, reward good per-
formance and coach deficiencies.

3. Don’t get too comfortable. If you think your customers will just be there 
because they’re there, you’re mistaken. You must earn and reearn your cus-
tomers’ business. Look for signs you’ve gotten sloppy or lazy, and take imme-
diate steps to get back to your best behavior and woo your customers again.

 
• Better Price
The final reason customers will leave a business is price. If customers 

can get the same product and service you provide from someone who charg-
es less, often they will leave. In other words, when the value-to-price equa-
tion gets out of whack, people look elsewhere. That doesn’t mean companies 
should race to the bottom and strive to be the low-cost provider. What it does 
mean is businesses need to ensure they have a value proposition that mat-
ters to customers and aligns with the price being charged.

Relationship Extenders
1. Shop around. Know what your competitors charge and what they de-

liver for that money.
2. Find out what matters to your customers other than price. What do they 

care about? What are they happy to pay more for? What are you offering that 
they don’t seem to value? What should you add? What should you subtract?

 
TRY AND TRY AGAIN

Staying in any relationship requires work, and when it comes to custom-
ers, many a suitor will try to take them away from you. With some diligence, 
you can avoid the breakup blues and spend many happy years together. ■
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O ral arguments before the U.S. Supreme Court are set for Nov. 6 in a 
water pollution case that could reshape the regulation of wastewater, 
including use of onsite systems. That potential for change means a 

large number of organizations have opinions about why the justices should 
rule one way or the other.

In dispute is whether pollution from a point source can be regulated 
under the Clean Water Act if it first passes through groundwater. The coun-
ty of Maui, Hawaii, for years has used deep injection wells to dispose of its 
treated wastewater. Some of that effluent moves through groundwater and 
into the Pacific Ocean. This led the Hawaii Wildlife Fund and other conser-
vation groups to file a federal lawsuit asserting that the county’s discharge 
violates the Clean Water Act.

A federal district judge ruled that it does and the 9th Circuit Court of 
Appeals in San Francisco upheld that ruling, so the county appealed to the 
Supreme Court.

The Hawaii case combines two continuing and important questions in 
law, according to Erin Ryan, a law professor at Florida State University. One 
question is whether groundwater can be reached by law, and the other is 
how to deal with point and nonpoint sources of pollution.

She says the two questions ask: How should we think about the connec-
tions between surface water and hydrologically related groundwater, and 
what do we do about the sources of pollution that are really genuine threats 
to the nation’s waters but are conveyed by something not as easily attached 
to a point source designation, such as a factory pipe?

The Clean Water Act was drafted to exclude some sources of pollution, 
such as agriculture, Ryan says. Instead, lawmakers focused on pollution 
sources easy to clean up, such as pipes coming out of factories.

In the run-up to the Supreme Court hearing, where attorneys for the 
county and conservation groups will argue the case before the Supreme 
Court, interested groups submitted friend of the court (amicus curiae) briefs. 
These written arguments come from organizations or individuals who have 
an interest in the outcome of a case but are not parties to it.

Among the groups supporting Maui County’s position with a brief is the 
National Association of Home Builders, which worries that extending the 
reach of the Clean Water Act will have a negative effect on the regulation 
of onsite systems and the business of its members. West Virginia, joined by 
19 other states and the governors of Kentucky and Mississippi, argues that 
state sovereignty is at risk and says the current division of water regulation 
between state and federal governments offers better protection because fed-
eral power can be used when necessary, while states can adjust solutions to 
meet complex local problems.

The U.S. Chamber of Commerce says while businesses support effective 
environmental regulation, applying the Clean Water Act to groundwater will 
create a mess of duplicate regulations and impose a burden on the public. 
The American Farm Bureau Federation and other agricultural interests are 

concerned that farming will be adversely affected because there is no way to 
prevent excess fertilizer from being picked up by stormwater and diffused 
into groundwater.

Among the groups supporting the position of Hawaii Wildlife Fund are 
Maryland, California, 11 other states and the District of Columbia. They ask 
the Supreme Court to rule in favor of Hawaii Wildlife because nothing in 
the Clean Water Act says point sources must discharge directly to a body of 
water if they are to be regulated. Trout Unlimited says the county’s position 
is clearly at odds with what the law says and if upheld would roll back impor-
tant protections for the nation’s fisheries and the economies and people they 
support. The Fond du Lac Band of Lake Superior Chippewa worry about the 
quality of water that supports the wild rice and fish its tribal members eat, 
and write that the Clean Water Act already says pollutants can’t be added to 
waters without a permit.

And the Craft Brewers say Maui County’s argument is simply flawed. If 
pollution moving through groundwater were to be exempt from the Clean 
Water Act, the group writes, then any factory discharging into a river could 
escape regulation by shortening its pipes by 20 feet and dumping pollution 
into a gravel pit so groundwater would carry the pollution into the river.

 
Minnesota

A district judge denied a request from four Amish men to amend his 
ruling or grant them a new trial in their long battle to escape Fillmore County 
wastewater rules.

While Minnesota law exempts outhouses from its pollution control 
laws, it does not exempt graywater. The county took the Amish men to court 
because they refused, on religious grounds, to install septic tanks for their 
household graywater. But in his ruling at the trial, Judge Joseph Chase says 
the Amish rejection of septic tanks puts the health of their neighbors at risk, 
and the health of their neighbors outweighs their religious beliefs.

The four men are expected to next take their case to the state Court of 
Appeals.

 
Michigan

The Keweenaw Bay Indian Community, on the shore of Lake Superior, 
is petitioning the federal government to give it control of quality standards 
for its bodies of water. If granted this authority, it would become the first 
Michigan tribe with this power, according to Capital News Service.

In its petition to the U.S. Environmental Protection Agency, the tribe 
writes, “pollution of waters within the reservation boundaries is a threat to 
the political integrity, the economic security and the health and welfare (of 
the tribe).” The petition lists septic systems as a threat to water quality along 
with development, agriculture, forestry and other activities.

The Clean Water Act allows tribes to have power over their local environ-
ment. A tribe in New Mexico exercised that authority to require less pollution 
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from the city of Albuquerque in the 1990s, and a tribe in Wisconsin used its 
authority to fight a mine project that threatened the water supply for wild rice.

 
New Hampshire

In July the state adopted a rule requiring local landfills and water 
and wastewater plants to test for and treat for four PFAS chemicals. The 
Legislature’s Administrative Rules Committee approved the new limits on 
a vote that split roughly along party lines, according to New Hampshire 
Public Radio.

PFAS stands for per- and polyfluoroalkyl substances and is an umbrel-
la term for a category of chemicals used in a wide variety of products from 
stain-resistant coatings to firefighting foams. Although some are no longer 
produced, the chemicals are persistent in the environment.

The New Hampshire rule sets limits of 12 ppt for perfluorooctanoic acid 
(PFOA), 15 ppt for perfluorooctane sulfonate (PFOS), 18 ppt for perfluoro-
hexane sulfonate (PFHxS) and 11 ppt for perfluorononanoic acid (PFNA).

Research on the effects of PFAS is not complete, but results so far sug-
gest that high concentrations in humans may increase cholesterol levels, 
decrease response to vaccines, increase risk of thyroid disease, decrease fer-
tility in women and increase the risk of high blood pressure or preeclampsia 
in pregnant women.

The PFAS issue also extends to the onsite industry. This summer the 
state notified Biological Recycling Co. — which processes septage and land-
spreads sludge — that it is the likely source of PFAS contamination in wells 
on neighboring properties. A news report says tests of four drinking-water 
wells found combined concentrations of PFOA and PFOS ranging from 83.5 
to 174.8 ppt. The state limit for these two chemicals in groundwater is 70 ppt 
(also the federal standard), but officials of the state Department of Environ-
mental Services suggested those limits should be lowered to match the new 
rule for water and wastewater plants.

In other news from New Hampshire, two people are going to the state 
Supreme Court with a complaint that they were harmed when the city of 
Concord failed to keep accurate records of wastewater disposal for their 
property.

James and Kath Marhan say their home was listed in the city of Con-
cord assessment system as being connected to the sewer system when they 
bought it in 2003, and they were billed for service, reports the Concord Moni-
tor. But in 2015, wastewater started backing up into their home. They discov-
ered the house was connected to a metal septic tank in the backyard, and the 
tank had collapsed.

The couple hired a local company to install a replacement tank, but 
they were required to connect it to municipal sewer at their own cost. The 
couple asserts the city had a duty to maintain accurate records, and the city’s 
failure to do so caused them harm.

A lower court judge dismissed their claim in March after the city said 
it was immune from damages. The city’s attorney argued the couple’s com-
plaint did not meet the requirements of state law, and he argued that the 
couple should have verified the wastewater service on their own.

 
Ohio

Richland County is on the verge of enforcing new rules for onsite sys-
tems. County health inspectors will be required to review all property divi-
sions of less than 5 acres to see whether they are suitable for septic systems, 
reports the Mansfield News Journal.

Property owners will have to file a formal application for a land division 
and have a soil evaluation performed. “The reason why this program is so 
important is because individuals have been splitting off parcels and cutting 
off their septic systems,” says Heather Decker, sanitarian. “It’s an insurance 
policy so they’re not affected in the future.”

The county is in central Ohio, between Cincinnati and Cleveland.

New York
Four public entities on Shelter Island, part of Suffolk County on Long Is-

land, will explore a unified onsite system to reduce nitrogen pollution along 
the Atlantic Ocean shore. John Cronin, the town engineer, planned to sub-
mit an application to the state for funding for an engineering study, says the 
Shelter Island Reporter.

The Shelter Island School, Fire Department, town complex and Legion 
Hall are all interested in joining a cluster system. If the Fire Department opted 
out, Cronin told fire commissioners that the department would still have to 
replace its onsite system at some point, and building an individual replace-
ment system would be more expensive than contributing to a unified system.

Cronin says an engineering study could be started by January and a 
plan could be in place by next fall.

In other news, Suffolk County officials have developed a long-term plan 
to reduce nitrogen pollution in surface waters. The Subwatersheds Waste-
water Plan would last more than 50 years and proposes a countywide waste-
water management district and a new and unspecified source of revenue, 
reports the newspaper Newsday. Beginning in 2024, that money would pro-
vide grants and loans to homeowners.

A county press release says the study identifies more than 180 water-
sheds and establishes nitrogen-reduction goals for them. The plan also sets 
priority areas where the replacement of cesspools will have the most imme-
diate benefit. Overall the plan proposes investing $2.7 billion during those 
50 years to eliminate 253,000 cesspools.

 
Iowa

A Grundy County couple is suing their county and its insurer, the board 
of health and a county sanitarian for what they say was improper installation 
of a septic system on their property. Greg and Lisa Melcher filed the suit in 
April. They say E. coli in their water caused Lisa Melcher gastrointestinal ill-
ness after the system was installed, reports The Grundy Register.

The Melchers allege the county approved a permit without requiring a 
perc test, approved a drainfield inconsistent with state code, failed to inspect 
sites before issuing permits and failed to show competence in licensing in-
stallers. The suit also says the county was negligent in hiring the sanitarian, 
failed to supervise her properly and ignored warnings about the failure of 
the Melchers’ system after it was installed in 2017.

 
Wisconsin

Washington County, northwest of Milwaukee, planned a public hearing 
about charging an annual fee to owners of private onsite systems. Proceeds 
from the fee would be used for tracking the systems, reports the Washington 
County Insider. About 20,000 parcels would be charged $11 annually, and 
about 100 others would be charged fees from $22 to $66 depending on how 
many onsite systems are located on each property. ■
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O ral arguments before the U.S. Supreme Court are set for Nov. 6 in a 
water pollution case that could reshape the regulation of wastewater, 
including use of onsite systems. That potential for change means a 

large number of organizations have opinions about why the justices should 
rule one way or the other.

In dispute is whether pollution from a point source can be regulated 
under the Clean Water Act if it first passes through groundwater. The coun-
ty of Maui, Hawaii, for years has used deep injection wells to dispose of its 
treated wastewater. Some of that effluent moves through groundwater and 
into the Pacific Ocean. This led the Hawaii Wildlife Fund and other conser-
vation groups to file a federal lawsuit asserting that the county’s discharge 
violates the Clean Water Act.

A federal district judge ruled that it does and the 9th Circuit Court of 
Appeals in San Francisco upheld that ruling, so the county appealed to the 
Supreme Court.

The Hawaii case combines two continuing and important questions in 
law, according to Erin Ryan, a law professor at Florida State University. One 
question is whether groundwater can be reached by law, and the other is 
how to deal with point and nonpoint sources of pollution.

She says the two questions ask: How should we think about the connec-
tions between surface water and hydrologically related groundwater, and 
what do we do about the sources of pollution that are really genuine threats 
to the nation’s waters but are conveyed by something not as easily attached 
to a point source designation, such as a factory pipe?

The Clean Water Act was drafted to exclude some sources of pollution, 
such as agriculture, Ryan says. Instead, lawmakers focused on pollution 
sources easy to clean up, such as pipes coming out of factories.

In the run-up to the Supreme Court hearing, where attorneys for the 
county and conservation groups will argue the case before the Supreme 
Court, interested groups submitted friend of the court (amicus curiae) briefs. 
These written arguments come from organizations or individuals who have 
an interest in the outcome of a case but are not parties to it.

Among the groups supporting Maui County’s position with a brief is the 
National Association of Home Builders, which worries that extending the 
reach of the Clean Water Act will have a negative effect on the regulation 
of onsite systems and the business of its members. West Virginia, joined by 
19 other states and the governors of Kentucky and Mississippi, argues that 
state sovereignty is at risk and says the current division of water regulation 
between state and federal governments offers better protection because fed-
eral power can be used when necessary, while states can adjust solutions to 
meet complex local problems.

The U.S. Chamber of Commerce says while businesses support effective 
environmental regulation, applying the Clean Water Act to groundwater will 
create a mess of duplicate regulations and impose a burden on the public. 
The American Farm Bureau Federation and other agricultural interests are 

concerned that farming will be adversely affected because there is no way to 
prevent excess fertilizer from being picked up by stormwater and diffused 
into groundwater.

Among the groups supporting the position of Hawaii Wildlife Fund are 
Maryland, California, 11 other states and the District of Columbia. They ask 
the Supreme Court to rule in favor of Hawaii Wildlife because nothing in 
the Clean Water Act says point sources must discharge directly to a body of 
water if they are to be regulated. Trout Unlimited says the county’s position 
is clearly at odds with what the law says and if upheld would roll back impor-
tant protections for the nation’s fisheries and the economies and people they 
support. The Fond du Lac Band of Lake Superior Chippewa worry about the 
quality of water that supports the wild rice and fish its tribal members eat, 
and write that the Clean Water Act already says pollutants can’t be added to 
waters without a permit.

And the Craft Brewers say Maui County’s argument is simply flawed. If 
pollution moving through groundwater were to be exempt from the Clean 
Water Act, the group writes, then any factory discharging into a river could 
escape regulation by shortening its pipes by 20 feet and dumping pollution 
into a gravel pit so groundwater would carry the pollution into the river.

 
Minnesota

A district judge denied a request from four Amish men to amend his 
ruling or grant them a new trial in their long battle to escape Fillmore County 
wastewater rules.

While Minnesota law exempts outhouses from its pollution control 
laws, it does not exempt graywater. The county took the Amish men to court 
because they refused, on religious grounds, to install septic tanks for their 
household graywater. But in his ruling at the trial, Judge Joseph Chase says 
the Amish rejection of septic tanks puts the health of their neighbors at risk, 
and the health of their neighbors outweighs their religious beliefs.

The four men are expected to next take their case to the state Court of 
Appeals.

 
Michigan

The Keweenaw Bay Indian Community, on the shore of Lake Superior, 
is petitioning the federal government to give it control of quality standards 
for its bodies of water. If granted this authority, it would become the first 
Michigan tribe with this power, according to Capital News Service.

In its petition to the U.S. Environmental Protection Agency, the tribe 
writes, “pollution of waters within the reservation boundaries is a threat to 
the political integrity, the economic security and the health and welfare (of 
the tribe).” The petition lists septic systems as a threat to water quality along 
with development, agriculture, forestry and other activities.

The Clean Water Act allows tribes to have power over their local environ-
ment. A tribe in New Mexico exercised that authority to require less pollution 
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from the city of Albuquerque in the 1990s, and a tribe in Wisconsin used its 
authority to fight a mine project that threatened the water supply for wild rice.

 
New Hampshire

In July the state adopted a rule requiring local landfills and water 
and wastewater plants to test for and treat for four PFAS chemicals. The 
Legislature’s Administrative Rules Committee approved the new limits on 
a vote that split roughly along party lines, according to New Hampshire 
Public Radio.

PFAS stands for per- and polyfluoroalkyl substances and is an umbrel-
la term for a category of chemicals used in a wide variety of products from 
stain-resistant coatings to firefighting foams. Although some are no longer 
produced, the chemicals are persistent in the environment.

The New Hampshire rule sets limits of 12 ppt for perfluorooctanoic acid 
(PFOA), 15 ppt for perfluorooctane sulfonate (PFOS), 18 ppt for perfluoro-
hexane sulfonate (PFHxS) and 11 ppt for perfluorononanoic acid (PFNA).

Research on the effects of PFAS is not complete, but results so far sug-
gest that high concentrations in humans may increase cholesterol levels, 
decrease response to vaccines, increase risk of thyroid disease, decrease fer-
tility in women and increase the risk of high blood pressure or preeclampsia 
in pregnant women.

The PFAS issue also extends to the onsite industry. This summer the 
state notified Biological Recycling Co. — which processes septage and land-
spreads sludge — that it is the likely source of PFAS contamination in wells 
on neighboring properties. A news report says tests of four drinking-water 
wells found combined concentrations of PFOA and PFOS ranging from 83.5 
to 174.8 ppt. The state limit for these two chemicals in groundwater is 70 ppt 
(also the federal standard), but officials of the state Department of Environ-
mental Services suggested those limits should be lowered to match the new 
rule for water and wastewater plants.

In other news from New Hampshire, two people are going to the state 
Supreme Court with a complaint that they were harmed when the city of 
Concord failed to keep accurate records of wastewater disposal for their 
property.

James and Kath Marhan say their home was listed in the city of Con-
cord assessment system as being connected to the sewer system when they 
bought it in 2003, and they were billed for service, reports the Concord Moni-
tor. But in 2015, wastewater started backing up into their home. They discov-
ered the house was connected to a metal septic tank in the backyard, and the 
tank had collapsed.

The couple hired a local company to install a replacement tank, but 
they were required to connect it to municipal sewer at their own cost. The 
couple asserts the city had a duty to maintain accurate records, and the city’s 
failure to do so caused them harm.

A lower court judge dismissed their claim in March after the city said 
it was immune from damages. The city’s attorney argued the couple’s com-
plaint did not meet the requirements of state law, and he argued that the 
couple should have verified the wastewater service on their own.

 
Ohio

Richland County is on the verge of enforcing new rules for onsite sys-
tems. County health inspectors will be required to review all property divi-
sions of less than 5 acres to see whether they are suitable for septic systems, 
reports the Mansfield News Journal.

Property owners will have to file a formal application for a land division 
and have a soil evaluation performed. “The reason why this program is so 
important is because individuals have been splitting off parcels and cutting 
off their septic systems,” says Heather Decker, sanitarian. “It’s an insurance 
policy so they’re not affected in the future.”

The county is in central Ohio, between Cincinnati and Cleveland.

New York
Four public entities on Shelter Island, part of Suffolk County on Long Is-

land, will explore a unified onsite system to reduce nitrogen pollution along 
the Atlantic Ocean shore. John Cronin, the town engineer, planned to sub-
mit an application to the state for funding for an engineering study, says the 
Shelter Island Reporter.

The Shelter Island School, Fire Department, town complex and Legion 
Hall are all interested in joining a cluster system. If the Fire Department opted 
out, Cronin told fire commissioners that the department would still have to 
replace its onsite system at some point, and building an individual replace-
ment system would be more expensive than contributing to a unified system.

Cronin says an engineering study could be started by January and a 
plan could be in place by next fall.

In other news, Suffolk County officials have developed a long-term plan 
to reduce nitrogen pollution in surface waters. The Subwatersheds Waste-
water Plan would last more than 50 years and proposes a countywide waste-
water management district and a new and unspecified source of revenue, 
reports the newspaper Newsday. Beginning in 2024, that money would pro-
vide grants and loans to homeowners.

A county press release says the study identifies more than 180 water-
sheds and establishes nitrogen-reduction goals for them. The plan also sets 
priority areas where the replacement of cesspools will have the most imme-
diate benefit. Overall the plan proposes investing $2.7 billion during those 
50 years to eliminate 253,000 cesspools.

 
Iowa

A Grundy County couple is suing their county and its insurer, the board 
of health and a county sanitarian for what they say was improper installation 
of a septic system on their property. Greg and Lisa Melcher filed the suit in 
April. They say E. coli in their water caused Lisa Melcher gastrointestinal ill-
ness after the system was installed, reports The Grundy Register.

The Melchers allege the county approved a permit without requiring a 
perc test, approved a drainfield inconsistent with state code, failed to inspect 
sites before issuing permits and failed to show competence in licensing in-
stallers. The suit also says the county was negligent in hiring the sanitarian, 
failed to supervise her properly and ignored warnings about the failure of 
the Melchers’ system after it was installed in 2017.

 
Wisconsin

Washington County, northwest of Milwaukee, planned a public hearing 
about charging an annual fee to owners of private onsite systems. Proceeds 
from the fee would be used for tracking the systems, reports the Washington 
County Insider. About 20,000 parcels would be charged $11 annually, and 
about 100 others would be charged fees from $22 to $66 depending on how 
many onsite systems are located on each property. ■
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New equipment, a customer service 
focus and a FOG processing solution 
key a successful beginning for 
Greenway Waste Solutions 
By Ken Wysocky

I nvesting in new trucks and advanced technology is an im-
portant part of the blueprint for growth at Greenway Waste 
Solutions, a fledgling septic and grease trap pumping com-

pany based in Charlotte, North Carolina. But in an industry 
where everyone uses similar equipment, executing the basic 
principles of customer service provides a competitive edge, 
says Reese Blackwell, co-owner.

“This industry has become more of a commoditized busi-
ness, so we strive to differentiate on the customer service com-
ponent — make things as easy as possible for customers,” ex-
plains Blackwell, who owns the company with Scott Simmons. 
(The Griffin Brothers Cos. also owns a stake in the company.)

“One of the main things we do is just focus on answering 
the phones and calling people back,” he says. “And we also fo-

cus on being consistent. Do what we say we’re going to do, and 
do it when we say we’re going to do it.

“I know it all sounds mundane … but customer service can 
be very complex, especially in service industries,” Simmons 
says. “It takes a lot of effort to keep lines of communication 
open with customers, but we feel it gives us a little more of a 
competitive edge.”

A growing fleet of trucks and a soon-to-be-operational 

Greenway Waste Solutions
Charlotte, North Carolina

OWNERS: Reese Blackwell, 
Scott Simmons and 
Griffin Brothers Cos.
FOUNDED: 2018
EMPLOYEES: 6
SERVICE AREA: 30-mile radius for septic, 
100-mile radius for grease 
SERVICES: Grease trap and septic pumping; 
drainline cleaning; light septic system repairs
WEBSITE: www.greenwaywastesolutions.com

North Carolina

(continued)

Reese Blackwell, middle left, and Scott Simmons, middle right, of 
Greenway Waste Solutions. They are pictured with employees Rin 
Rmah (far left), Thai Puih (in back) and Them Puih (right). They are 
standing in front of tanks from Dragon Products that are part of a 
new dewatering system. (Photos by Wendy Yang)

http://www.greenwaywastesolutions.com
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Right: This is a view inside the In The 
Round Dewatering drum used to process 

wastewater by Greenway Waste Solutions.

Below: The end of the In The Round 
Dewatering drum is shown with an 

observation port open.

grease dewatering system, manufactured by In The Round Dewatering, also 
has the young company poised for growth. Barely a year old, Greenway cur-
rently runs two vacuum trucks for collecting grease and septage. And a third 
truck is scheduled for delivery later this year, reflecting rapid growth since 
the company’s inception in August 2018.

The dewatering system is a critical component, especially because the 
city of Charlotte treatment facilities do not accept grease trap waste. That 
forces the company to rely on competitors with dewatering systems for 
grease disposal until its new unit comes online, he says.

When online, the dewatering unit will benefit the company’s bottom 
line through lower transportation- and disposal-related costs, savings that 
can be passed on to customers. Plus, the end product, a cakelike mixture will 
be composted at a Griffin Brothers facility in Kershaw, South Carolina, and 
sold as an organic yard-and-garden nutrient, Blackwell notes.

“If we weren’t building our own (dewatering) facility, I don’t think we’d 
get into grease trap cleaning,” Simmons says. “We often pull up at competi-
tors’ facilities and are told, ‘Sorry we’re already full today.’ That leaves us with 
no way to dispose of the waste, so controlling the waste stream makes way 
more sense.”

 
AN EXPERIENCED TEAM

Blackwell and Simmons bring different 
skill sets to the business. Armed with a degree in 
business administration from Presbyterian Col-
lege and a Master of Business Administration 
degree from the University of Virginia, Blackwell 
— who previously worked in finance and public 
affairs — handles business development. Sim-

mons has 18 years’ grease trap and septic tank 
pumping experience elsewhere. He leads the 
operational end of the business and also serves 
on the board of directors for the North Carolina 
Septic Tank Association.

Simmons was looking for a position in the 
wastewater industry. Around the same time, 
Blackwell, who already knew Mike Griffin at 
Griffin Brothers, wanted a job where he felt like 
more than just a cog in a wheel.

“I want to get into something more entrepreneurial, a place where I 
could make an impact every day,” he says.

At the same time, Griffin was looking to invest in a “dirty business,” 
which he believed had growth opportunities. When acquiring an existing 
business turned out to be more expensive than expected, Griffin proposed 
a startup. With a seasoned veteran like Simmons aboard, Blackwell agreed 
to give it a shot.

The company first focused on septic tank pumping, a market that 
proved easier to enter while also providing cash flow for the fledgling enter-
prise. “Initially, our goal was to be a grease trap cleaning company,” Black-

(continued)

Our goal is to keep 
pushing forward. After 

our dewatering facility opens, 
it’ll help with cash flow, which 
will allow us to reinvest more 
in the business.
REESE BLACKWELL

Technicians Rin Rmah, 
left, and Them Puih pump 

grease outside a restaurant 
in Charlotte, North Carolina, 

using a Peterbilt vacuum 
truck from Advance 

Pump & Equipment that’s 
carrying a National Vacuum 

Equipment pump.
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well explains. “But without a lot of 
experience, selling was hard right out 
of the gate. … We found that acquiring 
septic customers was easier because 
it’s a one-off transaction, unlike res-
taurants, which want established relationships for recurring service.

“We used Scott’s and Mike’s network to get referrals for septic work, 
then got more into grease as we went along,” he adds. “It was a slow building 
process. … You need a significant number of restaurants as customers to fill 
a (vacuum) truck every day.”

The strategy worked. Today, grease trap cleaning generates about 75% 
of the firm’s revenue, with septic pumping contributing the balance, Black-
well says.

 
A SOLID FLEET

To serve both septic and grease trap customers (mostly restaurants), 
the company relies on three trucks: a 2020 Peterbilt 567, 2018 Western Star 
4700 and a 2019 Peterbilt 567. Advance 
Pump & Equipment outfitted all three 
trucks with a 4,000-gallon waste and 
300-gallon freshwater aluminum tank, 
vacuum pump made by National Vac-
uum Equipment (500 cfm) and water 
jetter made by Cat Pumps (16 gpm at 
2,500 psi). Technicians use the jetter, 
which features 300 feet of 1/2-inch-di-
ameter hose, to clean things like inlet 
and outlet tees in septic tanks, drain-
lines and grease trap walls and drain-
lines, Blackwell says.

The jetting tool is a great value-
added feature because it makes the 
trucks more versatile. Moreover, if a 
route driver runs into a problem that 
requires a jetter, the customer doesn’t 
have to wait for either a plumber to 
arrive or a Greenway technician to go back to the shop to get a jetter. This 
boosts customer satisfaction, Blackwell says.

“I wouldn’t even buy a truck without a jetter,” he says. “Sometimes 
grease is super thick and you have to use the jetter tool to break through. It 
saves so much time that it pays for itself. Sometimes we get to a restaurant 
and find the lines are now backing up, and without the jetter, we’d have to go 
back to the shop and get one. If it’s a long distance away, that’s a profit killer.

If the pump trucks are the backbone of Greenway Waste Solutions’ 
services, then its dewatering system, designed to turn grease into a com-
postable product, is its beating heart.

While Reese Blackwell, co-owner of the Charlotte, North Carolina-
based company, declined to give a specific number, he says the dewa-
tering facility represents an investment of more than $500,000. That’s 
significant, but realistically the company had no choice. Why? The city of 
Charlotte’s treatment plant does not accept grease. So to dispose of its 
waste, Greenway has to pay competitors that own dewatering facilities, 
Blackwell says.

The company could have taken a less-expensive route and employed 
dewatering boxes. But based on research performed by Scott Simmons, a 
liquid-waste veteran and co-owner of the company, the business opted to 
buy a system made by In The Round Dewatering.

“It gets more water out of the cake,” Blackwell explains. “That allows 
us to carry more cake per load to the composting facility, which isn’t on 
site (it’s located in Kershaw, South Carolina, about 70 miles from Char-
lotte). The In The Round Dewatering system also has an auger to remove 
the cake mix, rather than using a roll-off truck to pick it up and tilt it, so 
it’s more efficient and cost effective, too.”

In summary, here’s how the dewatering process works: The waste 
gets run through a screener that separates large trash, then through a grit 
chamber that filters out sand and grit. Both screening units are made by 
ScreencO Systems.

From there, the waste first drops into a 10,000-gallon in-ground 
tank, then is pumped into one of four 20,000-gallon tanks from Dragon 
Products. When a tank is full, the waste gets mixed with lime, then goes 
through a polymer-injection process that raises the pH level and helps 
separate the grease from the liquids.

Then the solution is pumped into the In The Round Dewatering drum 
through a 3-inch-diameter quick camlock. The drum is made from stain-
less steel, measures 20 feet long by 90 inches in diameter and is mounted 
on a roll-off frame.

The drum is lined with interlocking, self-cleaning and replaceable plas-
tic filter tiles. Powered by a 1/4 hp motor connected to a heavy-duty drive 
chain, the drum slowly rotates on roller bearings, typically one revolution 
every two hours or so. As the drum rotates, the weight of the sludge gradu-
ally presses water through the filter tiles; from there, the water is gravity-
fed into a sewer drain.

“Essentially, the water comes out the bottom and the grease stays in 
the drum,” Blackwell explains. Then the dried cake is augured out onto a 
concrete pad, where a front-end loader is used to fill a container for trans-
port to the composting facility.

The drum will be housed inside a 3,000-square-foot building located 
on an acre of property in Charlotte. It’s capable of processing 20,000 to 
40,000 gallons of waste per day and should require just one person to 
operate it, Blackwell says.

“We’re working with an engineer to figure out the most efficient way 
to operate it with one person,” he says. “Some companies run it all night; 
we’ll see how it works out.”

The company hopes to also generate revenue by processing grease 
trap waste for other contractors, as well as by selling the cake as a com-
post to landscapers and big-box home-and-garden centers.

“Doing our own dewatering will also help us be more competitive in 
pricing,” he adds. “We can pass the savings on to our customers.”

Dewatering drum basics

I wouldn’t 
even buy a 

truck without a 
jetter. Sometimes 
grease is super 
thick and you 
have to use the 
jetter tool to break 
through. It saves 
so much time that 
it pays for itself.
REESE BLACKWELL

Technician Thai Puih returns a 
vacuum hose to a Peterbilt service 
truck from Advance Pump & 
Equipment that’s carrying a National 
Vacuum Equipment pump.

“Plus, we can add the jetting ser-
vice onto the pumping bill … because 
we’re already there with a truck that 
can do everything,” he says. “We can cut 
the customer a substantial deal rather than having them go hire a plumber.”

Greenway opted for aluminum tanks to maximize the carrying capacity; 
the trucks feature a tandem axle and a drop axle. Each truck is equipped with 
a digital liquid-level indicator; its accuracy provides a big benefit because 
the driver doesn’t have to guess if there’s enough capacity left to handle a 
pumping job.

“If you just use sight bubbles, the tank might be carrying 1,000 gallons, 
1,500 gallons or something in between,” Blackwell explains. “It’s one of those 
little features that gets taken for granted.”

In addition, the technology enables drivers to spot discrepancies be-
tween the reading on the truck gauge and a municipal treatment center’s 
weight measurement, he adds.

 
HAPPY WORKFORCE

As most pumpers can attest, recruiting new employees and keeping 
them on board for the long haul isn’t easy. To combat turnover, Greenway 
pays competitively and strives to treat employees the way they’d like to be 
treated. The company also invests in newer trucks, repairs trucks quickly 
and keeps them well maintained, which drivers appreciate.

“We don’t want our drivers burdened with issues for days or weeks,” 
Blackwell says.

Efficient routing also comes into play as an under-the-radar retention 
tool. To that end, the company uses ServiceCore route optimization software 
designed for the pumping industry.

“Proper routing is important,” he explains. “We don’t want to give our 
guys too many service calls. That makes them run late, and then customers 
get mad at them. If a driver is supposed to be at a restaurant by 11 a.m., for 
example, but doesn’t get there until noon, now the restaurant owner is mad 
because the place is going to smell during the lunch-hour rush.”

Blackwell also notes that the company gives drivers the discretion to 
change their routes to best accommodate customers’ needs. “For commer-
cial work, our drivers have to be more cognizant of their surroundings — it 
takes some thinking on their part,” he says. “We need to have faith in them 
because they’ve been at these accounts before, so they know the customers 
better than we do.”

 
POISED FOR GROWTH

So far, Blackwell says management is excited by the company’s initial 
success, especially bringing in three trucks in 2019. “We’re thrilled about that 

— over the moon. It would be nice to add one truck every year,” Blackwell says.
Looking ahead, Blackwell anticipates further growth. The real trick, 

however, is expanding the business while maintaining a high level of cus-
tomer service.

“We obviously don’t want to grow so quickly that our quality of service 
drops,” he says. “But our goal is to keep pushing forward. After our dewater-
ing facility opens, it’ll help with cash flow, which will allow us to reinvest 
more in the business.”

In addition, Blackwell doesn’t rule out adding more services, noting 
that “solutions” in the company’s name is tailor-made to accommodate such 
additions. “It was designed to be all-encompassing so we can offer more ser-
vices in the future,” he says. ■

Advance Pump & Equipment, Inc.
563-557-0957
www.advancepump.com
(See ad, page 3 Eastern & Midwest Supplement)

Cat Pumps
763-780-5440
www.catpumps.com

Dragon Products 
877-231-8198
www.dragonproductsltd.com

In The Round Dewatering
317-539-7511
www.itrdewatering.com
(See ad, page 34)

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

ScreencO Systems LLC 
208-790-8770
www.screencosystems.com
(See ad, page 75)

ServiceCore 
844-336-0611
www.servicecore.com

  MORE INFO

The Greenway Waste Solutions 
dewatering site includes tanks from 
Dragon Products at the right. A 
Komatsu excavator is also shown.
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well explains. “But without a lot of 
experience, selling was hard right out 
of the gate. … We found that acquiring 
septic customers was easier because 
it’s a one-off transaction, unlike res-
taurants, which want established relationships for recurring service.

“We used Scott’s and Mike’s network to get referrals for septic work, 
then got more into grease as we went along,” he adds. “It was a slow building 
process. … You need a significant number of restaurants as customers to fill 
a (vacuum) truck every day.”

The strategy worked. Today, grease trap cleaning generates about 75% 
of the firm’s revenue, with septic pumping contributing the balance, Black-
well says.

 
A SOLID FLEET

To serve both septic and grease trap customers (mostly restaurants), 
the company relies on three trucks: a 2020 Peterbilt 567, 2018 Western Star 
4700 and a 2019 Peterbilt 567. Advance 
Pump & Equipment outfitted all three 
trucks with a 4,000-gallon waste and 
300-gallon freshwater aluminum tank, 
vacuum pump made by National Vac-
uum Equipment (500 cfm) and water 
jetter made by Cat Pumps (16 gpm at 
2,500 psi). Technicians use the jetter, 
which features 300 feet of 1/2-inch-di-
ameter hose, to clean things like inlet 
and outlet tees in septic tanks, drain-
lines and grease trap walls and drain-
lines, Blackwell says.

The jetting tool is a great value-
added feature because it makes the 
trucks more versatile. Moreover, if a 
route driver runs into a problem that 
requires a jetter, the customer doesn’t 
have to wait for either a plumber to 
arrive or a Greenway technician to go back to the shop to get a jetter. This 
boosts customer satisfaction, Blackwell says.

“I wouldn’t even buy a truck without a jetter,” he says. “Sometimes 
grease is super thick and you have to use the jetter tool to break through. It 
saves so much time that it pays for itself. Sometimes we get to a restaurant 
and find the lines are now backing up, and without the jetter, we’d have to go 
back to the shop and get one. If it’s a long distance away, that’s a profit killer.

If the pump trucks are the backbone of Greenway Waste Solutions’ 
services, then its dewatering system, designed to turn grease into a com-
postable product, is its beating heart.

While Reese Blackwell, co-owner of the Charlotte, North Carolina-
based company, declined to give a specific number, he says the dewa-
tering facility represents an investment of more than $500,000. That’s 
significant, but realistically the company had no choice. Why? The city of 
Charlotte’s treatment plant does not accept grease. So to dispose of its 
waste, Greenway has to pay competitors that own dewatering facilities, 
Blackwell says.

The company could have taken a less-expensive route and employed 
dewatering boxes. But based on research performed by Scott Simmons, a 
liquid-waste veteran and co-owner of the company, the business opted to 
buy a system made by In The Round Dewatering.

“It gets more water out of the cake,” Blackwell explains. “That allows 
us to carry more cake per load to the composting facility, which isn’t on 
site (it’s located in Kershaw, South Carolina, about 70 miles from Char-
lotte). The In The Round Dewatering system also has an auger to remove 
the cake mix, rather than using a roll-off truck to pick it up and tilt it, so 
it’s more efficient and cost effective, too.”

In summary, here’s how the dewatering process works: The waste 
gets run through a screener that separates large trash, then through a grit 
chamber that filters out sand and grit. Both screening units are made by 
ScreencO Systems.

From there, the waste first drops into a 10,000-gallon in-ground 
tank, then is pumped into one of four 20,000-gallon tanks from Dragon 
Products. When a tank is full, the waste gets mixed with lime, then goes 
through a polymer-injection process that raises the pH level and helps 
separate the grease from the liquids.

Then the solution is pumped into the In The Round Dewatering drum 
through a 3-inch-diameter quick camlock. The drum is made from stain-
less steel, measures 20 feet long by 90 inches in diameter and is mounted 
on a roll-off frame.

The drum is lined with interlocking, self-cleaning and replaceable plas-
tic filter tiles. Powered by a 1/4 hp motor connected to a heavy-duty drive 
chain, the drum slowly rotates on roller bearings, typically one revolution 
every two hours or so. As the drum rotates, the weight of the sludge gradu-
ally presses water through the filter tiles; from there, the water is gravity-
fed into a sewer drain.

“Essentially, the water comes out the bottom and the grease stays in 
the drum,” Blackwell explains. Then the dried cake is augured out onto a 
concrete pad, where a front-end loader is used to fill a container for trans-
port to the composting facility.

The drum will be housed inside a 3,000-square-foot building located 
on an acre of property in Charlotte. It’s capable of processing 20,000 to 
40,000 gallons of waste per day and should require just one person to 
operate it, Blackwell says.

“We’re working with an engineer to figure out the most efficient way 
to operate it with one person,” he says. “Some companies run it all night; 
we’ll see how it works out.”

The company hopes to also generate revenue by processing grease 
trap waste for other contractors, as well as by selling the cake as a com-
post to landscapers and big-box home-and-garden centers.

“Doing our own dewatering will also help us be more competitive in 
pricing,” he adds. “We can pass the savings on to our customers.”

Dewatering drum basics

I wouldn’t 
even buy a 

truck without a 
jetter. Sometimes 
grease is super 
thick and you 
have to use the 
jetter tool to break 
through. It saves 
so much time that 
it pays for itself.
REESE BLACKWELL

Technician Thai Puih returns a 
vacuum hose to a Peterbilt service 
truck from Advance Pump & 
Equipment that’s carrying a National 
Vacuum Equipment pump.

“Plus, we can add the jetting ser-
vice onto the pumping bill … because 
we’re already there with a truck that 
can do everything,” he says. “We can cut 
the customer a substantial deal rather than having them go hire a plumber.”

Greenway opted for aluminum tanks to maximize the carrying capacity; 
the trucks feature a tandem axle and a drop axle. Each truck is equipped with 
a digital liquid-level indicator; its accuracy provides a big benefit because 
the driver doesn’t have to guess if there’s enough capacity left to handle a 
pumping job.

“If you just use sight bubbles, the tank might be carrying 1,000 gallons, 
1,500 gallons or something in between,” Blackwell explains. “It’s one of those 
little features that gets taken for granted.”

In addition, the technology enables drivers to spot discrepancies be-
tween the reading on the truck gauge and a municipal treatment center’s 
weight measurement, he adds.

 
HAPPY WORKFORCE

As most pumpers can attest, recruiting new employees and keeping 
them on board for the long haul isn’t easy. To combat turnover, Greenway 
pays competitively and strives to treat employees the way they’d like to be 
treated. The company also invests in newer trucks, repairs trucks quickly 
and keeps them well maintained, which drivers appreciate.

“We don’t want our drivers burdened with issues for days or weeks,” 
Blackwell says.

Efficient routing also comes into play as an under-the-radar retention 
tool. To that end, the company uses ServiceCore route optimization software 
designed for the pumping industry.

“Proper routing is important,” he explains. “We don’t want to give our 
guys too many service calls. That makes them run late, and then customers 
get mad at them. If a driver is supposed to be at a restaurant by 11 a.m., for 
example, but doesn’t get there until noon, now the restaurant owner is mad 
because the place is going to smell during the lunch-hour rush.”

Blackwell also notes that the company gives drivers the discretion to 
change their routes to best accommodate customers’ needs. “For commer-
cial work, our drivers have to be more cognizant of their surroundings — it 
takes some thinking on their part,” he says. “We need to have faith in them 
because they’ve been at these accounts before, so they know the customers 
better than we do.”

 
POISED FOR GROWTH

So far, Blackwell says management is excited by the company’s initial 
success, especially bringing in three trucks in 2019. “We’re thrilled about that 

— over the moon. It would be nice to add one truck every year,” Blackwell says.
Looking ahead, Blackwell anticipates further growth. The real trick, 

however, is expanding the business while maintaining a high level of cus-
tomer service.

“We obviously don’t want to grow so quickly that our quality of service 
drops,” he says. “But our goal is to keep pushing forward. After our dewater-
ing facility opens, it’ll help with cash flow, which will allow us to reinvest 
more in the business.”

In addition, Blackwell doesn’t rule out adding more services, noting 
that “solutions” in the company’s name is tailor-made to accommodate such 
additions. “It was designed to be all-encompassing so we can offer more ser-
vices in the future,” he says. ■
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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, 370 HP,  

Allison or 10 Spd Trans.,  
4000 Gal. Alum Imperial Tank,  

NVE Blower or Vane Pump

2020 Isuzu NRR 
NEW Isuzu NRR, 5.2L Isuzu Diesel,  

Auto Trans.,  
1300 Gal. Alum Tank,  
900 Waste/400 Water,  

Masport HXL4V Vacuum Pump

‘12 Kenworth T800 
Cummins ISX, 450 HP,

Eaton-Fuller Trans., Spring Susp.,  
267" Wheelbase FA 20,000, RA 46,000

244,652 Miles, 4200 Gal. Tank,  
Fruitland Pump

‘13 Peterbilt 367 
Cummins ISX, 450 HP, Air Ride Susp., 
Eaton-Fuller Trans., 226,932 Miles,  

FA 20,000, RA 44,000, Tandem 6x4 Axle, 
271" Wheelbase, 4250 Gal. Imperial 

Tank, Jurop LC420 Liquid Cooled Pump

‘06 Freightliner Columbia 
Detroit Series 60, Fuller Trans.,  

Air Ride Susp., Tandem 6x4 Axle,  
FA 18,740, RA 46,000,  

232" Wheelbase, 652,138 Miles, 
4500 Gal. Steel Tank, Jurop R260 Pump

‘11 Freightliner Coronado
Detroit DD15, 475 HP,  

18 Spd Trans., Air-Ride Susp.,  
253,165 Miles, Tandem 6x4 Axle,  

FA 20,000, RA 46,000,  
4700 Gal. Steel Tank, NVE 866 Pump

$109,900  
#445B-19

$43,900  
#248B-20

CURRENTLY BEING ASSEMBLEDCURRENTLY BEING ASSEMBLED

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

5000 Gal. Alum Imperial Tank,  
NVE 4310 Blower

2020 Int’l MV 607 
Cummins ISB, 280 HP,  
Allison or 6 Spd Trans.,  

2500 Gal. Alum Imperial Tank,  
NVE Blower or Vane Pump

NEW

$89,900  
#241C-20

3 Units  
Available

$99,900  
#279A-20

USED
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MAKING MODEL SYSTEMS
Meanwhile the kids used a 3D 

printer to create models of the island’s 
waste collections and treatment sys-
tems “to show people what they’re ac-
tually working with,” student Spencer 
Johnson says. “We created models of a holding tank, a recirculating sand 
system and the septic system with a drainage field.” They created the 3D de-
signs using a SketchUp program and downloaded them to the printer.

The students are also creating a comic-book-style brochure to dem-
onstrate proper septic system usage. “We decided to make some kind of 
cartoon because children like reading things like that,” student Joseph Lux 
says. “We also decided to have some information, like a brochure, to spread 
around the island.” The concept is to show one character doing things im-
properly and a “smart kid” explaining the right way.

Eventually, the students hope to have their educational materials avail-
able in a variety of settings: on board the ferryboats; as part of the safety 
message given to passengers by the ferry operators; at hotels, restaurants 
and other businesses frequented by tourists; in the library and visitor center; 
as information for real estate agents to give to clients purchasing or looking 
for homes; and elsewhere.

 
LOOKING AHEAD

In the longer term, Dahlke and her students hope to sustain the con-
nections they have made with a variety of resources, which include:

• Mike Schell, operations supervisor at the Sister Bay treatment facility
• Steve Galarneau, director of the Wisconsin Department of Natural Re-

sources Office of Great Waters
• Peter Hurth, P.E., president of Baudhuin Surveying & Engineering, a 

consultant to the town of Washington Island Wastewater Advisory Committee
• Dave Ullrich, advisor to the Great Lakes and St. Lawrence Cities Initiative.
One outcome of the students’ work is a partnership between the school 

and the Wastewater Advisory Committee. The goal is to have a student repre-
sentative continue working with that committee.

Briesemeister is enthusiastic about the stu-
dents’ work: “It’s an important story we’ve been 
trying to tell for 30 years. I’m thankful for their 
teachers and their principal (Michelle Kanipes). 
They are the people who have the vision. The 
children are really very bright and work well to-
gether. They understand, they get it and they’re 

motivated. They want their community to be safe and to not be contributing 
to Great Lakes pollution.

“To the students’ credit, the teachers’ credit and the school’s credit, 
they’re saying, ‘This is our local problem — what can we do to help make 
this understandable?’ I was proud of the young people because they learned 
and they were involved,” Briesemeister continues. “We’re hoping that the 
children, by being in the limelight and being publicized will be able to help 
tell the story that our way of managing wastewater is not backward. This is 
cutting-edge.”

Dahlke says, “We would hope these kids eventually would be the ones 
highly educated about what the future will look like with septic systems on 
the island.” ■

View a video about 
onsite wastewater 
research produced by 
the Washington Island 
(Wisconsin) students at 
www.island.k12.wi.us

From left, eighth graders Jessica Dennis, 
Breanna McGrane, Spencer Johnson, 
Aidan Purinton, Jake Kooiker, Joseph Lux 
and Miranda Dahlke look at some of the 
Samsung products they received as part of 
the $20,000 technology grant.W ashington Island lies in Lake Michigan off the end of Wisconsin’s 

Door County peninsula. It’s home to about 800 year-round resi-
dents; the summer population swells to about 2,000.

That’s not counting thousands of tourists who ride ferryboats from the 
mainland to enjoy great scenery, restaurants, shopping, hiking, bicycling, 
and a slow, quiet pace of life. The island’s geology and the seasonal spike in 
residents and visitors creates challenges in managing wastewater from the 
island’s septic systems (about 800) and holding tanks (about 200, mostly at 
summer residents’ homes).

Eighth graders at the Washington Island School are tackling those chal-
lenges head-on. Under teacher Miranda Dahlke, they’re applying skills in 
science, technology, engineering and math to help educate residents and 
visitors about septic systems and how to use them properly. Their project, 
chosen as best in the state under the Samsung Solve for Tomorrow contest, 
earned them a $20,000 technology grant this year.

 
SEEKING SOLUTIONS

To enter the Solve for Tomorrow contest, the students had to work on 
the solution to a community problem. Dahlke and her students chose to 
focus on wastewater. A centralized treatment plant would be prohibitively 
expensive and difficult to construct on the island’s limestone substrate. It 
would also disrupt the island’s treasured scenery and be complex to oper-
ate because of the vast difference between 
summer and winter flows. Furthermore, 
it would discharge effluent into pristine 
waters.

That makes field spreading not only 
the most economical, but also the most 
environmentally sound way for the is-
land to manage its wastewater, notes 
Donna Briesemeister, chair of the town 
of Washington Island’s Wastewater Advi-
sory Committee and a music teacher at 
the school. Pumpers on the island include 
Small’s Excavating and Sanitary Systems 
owned by Lou Small, and Johnson’s Is-
land Sanitation owned by Ivan Johnson

“There are three main types of sys-
tems on the island,” student Aidan Pu-
rinton notes. “There are normal septic tanks where the solids flow to the 
bottom and the water goes out into the drainfield, trickles into the ground 

and cleans itself, and goes back into 
the water table. That’s if you have a lot 
of good soil. Up here, the soil is super 
rocky and there isn’t good digging soil, 
so they create mound systems in a lot 
of places. Then there are the holding 
tanks. That was one of the main focuses of our project.”

The island generates about 80,000 gallons of septage and holding tank 
waste during winter and about 945,000 gallons during the rest of the year. 
Student Breanna McGrane notes that the waste is land-applied for most 
of the year. In winter when the ground is frozen, it is placed in tanks, then 
transferred to trucks, which travel by ferry to the mainland and deliver the 
material to the wastewater treatment plant in the Door County community 
of Sister Bay.

At first, the students envisioned a project aimed at a technical solution 
to the island’s seasonal wastewater issues, but they soon decided that was 
beyond their capacity, Dahlke says. So they opted for a multipronged pro-
gram of public outreach and education about the proper use of septic sys-
tems and holding tanks.

That includes advising residents and tourists not to flush harmful items 
like wipes down the toilets. To demonstrate the problem, they tested wet 
wipes to see whether they would break down in water, vinegar and ammonia. 
“They didn’t break down for the most part,” student Jake Kooiker says. “Most 
of the wet wipes retained their shape.” The students produced a three-minute 
video that includes the results of the wipes experiment. The next phase in-
cludes finding venues for showing the video to the relevant audiences.

$20,000 Prize to Study Wisconsin Island’s 
Wastewater Challenges
Middle schoolers on pristine Washington Island are working to educate residents and tourists about the 
importance of proper septic system design and maintenance  By Ted J. Rulseh

Breanna McGrane (from left), Jake Kooiker, 
Aidan Purinton, Joseph Lux and Spencer 
Johnson discuss the results of their testing 
involving wet wipes. (Photos courtesy of 
Washington Island School)

     The children are 
really very bright and 
work well together. 
They understand, 
they get it and they’re 
motivated. They want 
their community to 
be safe and not to be 
contributing to Great 
Lakes pollution.

Donna Briesemeister
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MAKING MODEL SYSTEMS
Meanwhile the kids used a 3D 

printer to create models of the island’s 
waste collections and treatment sys-
tems “to show people what they’re ac-
tually working with,” student Spencer 
Johnson says. “We created models of a holding tank, a recirculating sand 
system and the septic system with a drainage field.” They created the 3D de-
signs using a SketchUp program and downloaded them to the printer.

The students are also creating a comic-book-style brochure to dem-
onstrate proper septic system usage. “We decided to make some kind of 
cartoon because children like reading things like that,” student Joseph Lux 
says. “We also decided to have some information, like a brochure, to spread 
around the island.” The concept is to show one character doing things im-
properly and a “smart kid” explaining the right way.

Eventually, the students hope to have their educational materials avail-
able in a variety of settings: on board the ferryboats; as part of the safety 
message given to passengers by the ferry operators; at hotels, restaurants 
and other businesses frequented by tourists; in the library and visitor center; 
as information for real estate agents to give to clients purchasing or looking 
for homes; and elsewhere.

 
LOOKING AHEAD

In the longer term, Dahlke and her students hope to sustain the con-
nections they have made with a variety of resources, which include:

• Mike Schell, operations supervisor at the Sister Bay treatment facility
• Steve Galarneau, director of the Wisconsin Department of Natural Re-

sources Office of Great Waters
• Peter Hurth, P.E., president of Baudhuin Surveying & Engineering, a 

consultant to the town of Washington Island Wastewater Advisory Committee
• Dave Ullrich, advisor to the Great Lakes and St. Lawrence Cities Initiative.
One outcome of the students’ work is a partnership between the school 

and the Wastewater Advisory Committee. The goal is to have a student repre-
sentative continue working with that committee.

Briesemeister is enthusiastic about the stu-
dents’ work: “It’s an important story we’ve been 
trying to tell for 30 years. I’m thankful for their 
teachers and their principal (Michelle Kanipes). 
They are the people who have the vision. The 
children are really very bright and work well to-
gether. They understand, they get it and they’re 

motivated. They want their community to be safe and to not be contributing 
to Great Lakes pollution.

“To the students’ credit, the teachers’ credit and the school’s credit, 
they’re saying, ‘This is our local problem — what can we do to help make 
this understandable?’ I was proud of the young people because they learned 
and they were involved,” Briesemeister continues. “We’re hoping that the 
children, by being in the limelight and being publicized will be able to help 
tell the story that our way of managing wastewater is not backward. This is 
cutting-edge.”

Dahlke says, “We would hope these kids eventually would be the ones 
highly educated about what the future will look like with septic systems on 
the island.” ■

View a video about 
onsite wastewater 
research produced by 
the Washington Island 
(Wisconsin) students at 
www.island.k12.wi.us

From left, eighth graders Jessica Dennis, 
Breanna McGrane, Spencer Johnson, 
Aidan Purinton, Jake Kooiker, Joseph Lux 
and Miranda Dahlke look at some of the 
Samsung products they received as part of 
the $20,000 technology grant.
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STB Series
Trailer-Mounted Drain Jets

STB4012K $18,999
• 12 G.P.M. @ 4000 PSI
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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

W ashington Island lies in Lake Michigan off the end of Wisconsin’s 
Door County peninsula. It’s home to about 800 year-round resi-
dents; the summer population swells to about 2,000.

That’s not counting thousands of tourists who ride ferryboats from the 
mainland to enjoy great scenery, restaurants, shopping, hiking, bicycling, 
and a slow, quiet pace of life. The island’s geology and the seasonal spike in 
residents and visitors creates challenges in managing wastewater from the 
island’s septic systems (about 800) and holding tanks (about 200, mostly at 
summer residents’ homes).

Eighth graders at the Washington Island School are tackling those chal-
lenges head-on. Under teacher Miranda Dahlke, they’re applying skills in 
science, technology, engineering and math to help educate residents and 
visitors about septic systems and how to use them properly. Their project, 
chosen as best in the state under the Samsung Solve for Tomorrow contest, 
earned them a $20,000 technology grant this year.

 
SEEKING SOLUTIONS

To enter the Solve for Tomorrow contest, the students had to work on 
the solution to a community problem. Dahlke and her students chose to 
focus on wastewater. A centralized treatment plant would be prohibitively 
expensive and difficult to construct on the island’s limestone substrate. It 
would also disrupt the island’s treasured scenery and be complex to oper-
ate because of the vast difference between 
summer and winter flows. Furthermore, 
it would discharge effluent into pristine 
waters.

That makes field spreading not only 
the most economical, but also the most 
environmentally sound way for the is-
land to manage its wastewater, notes 
Donna Briesemeister, chair of the town 
of Washington Island’s Wastewater Advi-
sory Committee and a music teacher at 
the school. Pumpers on the island include 
Small’s Excavating and Sanitary Systems 
owned by Lou Small, and Johnson’s Is-
land Sanitation owned by Ivan Johnson

“There are three main types of sys-
tems on the island,” student Aidan Pu-
rinton notes. “There are normal septic tanks where the solids flow to the 
bottom and the water goes out into the drainfield, trickles into the ground 

and cleans itself, and goes back into 
the water table. That’s if you have a lot 
of good soil. Up here, the soil is super 
rocky and there isn’t good digging soil, 
so they create mound systems in a lot 
of places. Then there are the holding 
tanks. That was one of the main focuses of our project.”

The island generates about 80,000 gallons of septage and holding tank 
waste during winter and about 945,000 gallons during the rest of the year. 
Student Breanna McGrane notes that the waste is land-applied for most 
of the year. In winter when the ground is frozen, it is placed in tanks, then 
transferred to trucks, which travel by ferry to the mainland and deliver the 
material to the wastewater treatment plant in the Door County community 
of Sister Bay.

At first, the students envisioned a project aimed at a technical solution 
to the island’s seasonal wastewater issues, but they soon decided that was 
beyond their capacity, Dahlke says. So they opted for a multipronged pro-
gram of public outreach and education about the proper use of septic sys-
tems and holding tanks.

That includes advising residents and tourists not to flush harmful items 
like wipes down the toilets. To demonstrate the problem, they tested wet 
wipes to see whether they would break down in water, vinegar and ammonia. 
“They didn’t break down for the most part,” student Jake Kooiker says. “Most 
of the wet wipes retained their shape.” The students produced a three-minute 
video that includes the results of the wipes experiment. The next phase in-
cludes finding venues for showing the video to the relevant audiences.

$20,000 Prize to Study Wisconsin Island’s 
Wastewater Challenges
Middle schoolers on pristine Washington Island are working to educate residents and tourists about the 
importance of proper septic system design and maintenance  By Ted J. Rulseh

Breanna McGrane (from left), Jake Kooiker, 
Aidan Purinton, Joseph Lux and Spencer 
Johnson discuss the results of their testing 
involving wet wipes. (Photos courtesy of 
Washington Island School)

     The children are 
really very bright and 
work well together. 
They understand, 
they get it and they’re 
motivated. They want 
their community to 
be safe and not to be 
contributing to Great 
Lakes pollution.

Donna Briesemeister
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Septic-Scrub™ is a superior product for 
the maintenance and restoration of 
septic system drainfields. Customers 
appreciate that it is environmentally 
safe, contains no organic 
chemicals and does 
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toxic by-products. 
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Septic-Scrub works. 
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A reader commented on local county officials revising a septic system 
ordinance to require the inspection of septic systems at the time of 
real estate transfer. Here is what the reader had to say:

“I totally support the systematic inspection and upgrading of septic 
systems, but I cannot support any schedule based on real estate transfers. 
Septic systems do not fail on the day a property is sold, and linking the two 
is irrational, inadequate to protect water quality and depressing to the real 
estate market. The only possible ‘benefit’ is freeing officials of their respon-
sibility to devise, implement and enforce a timely and effective plan. Such a 
cop-out should not be allowed, much less encouraged.

“An inspect-on-transfer plan is at best too little, too late, and it could be 
counterproductive. It would allow those responsible to claim success and go 
back to sleep, while most of the potential damage accrues before any signifi-
cant abatement of the cause is realized. Many properties, especially those in 
family trusts and other forms of joint ownership, would never be inspected 
in time to do any good.”

 
BREAK IT DOWN

There is more than one thing going on in this comment relative to in-
spections. I have discussed at various times in the past the fact that there are 
different kinds and levels of inspections. The type conducted depends on the 
purpose of the inspection. Here it sounds like the county in question is going 
to use real estate transfers over time to develop a database of systems in the 
county. And if the systems need an upgrade or repair, this is done at the time 
the property changes hands. The other approach I have seen some counties 
and municipalities use is to implement a scheduled sequence to look at all 
systems over a period time, most often three to five years.

Since, on average, real estate changes hands once every five to seven 
years, this is the way for a county, state or municipality to have some in-
formation about the systems in their jurisdiction and to make sure failing 
systems are fixed. The commenter has a good point that not all system or 
properties are going to be looked at. That’s because while the average turn-
over might be at five to seven years, some properties never come up for sale 
and therefore would not be inspected. This problem could be addressed in 
the current ordinance update. Or once the county has a more comprehen-
sive record, these properties can be identified and an inspection program 
implemented.

Another major reason time-of-sale inspections are implemented is 
for consumer protection. I would expect everyone in our industry has seen 

cases where someone has bought a property only to have their septic system 
fail shortly after moving in. This often results in lawsuits against the former 
owner, real estate agent and often an installer or service provider. This is a 
way to give the buyer some assurance they are getting a functioning system 
at the time of sale. This also ensures that every time the residence comes on 
the market it will be inspected.

Some counties or states have programs coupling real estate inspec-
tions with a program that ensures all systems have a periodic inspection and 
service if needed. The county I live in has such requirements. There is an 
inspection at the time of sale and then every three years the tank is either 
inspected for solids accumulation or pumped. At the same time, the system 
is evaluated for evidence of backups or surfacing.

 
VARIOUS INSPECTION TYPES

The reader also touches on another issue where I see a lot of confusion: 
The different levels of inspection that can be done. When the county imple-
ments any program, the levels of inspection for the different purposes must 
be clearly defined along with what each type of inspection entails.

A system installation should trigger a comprehensive inspection that 
confirms all parts of the system are installed and sited in accordance with 
current code requirements. View this as permit or compliance inspection; 
while these inspections can sometimes be painful for us, it is no different 
than other types of building inspections. Here both the permitting authority 
and the consumer have assurance the system was installed properly with the 
expectation that it will operate properly.

For existing systems inspected at time of real estate transfer, the most 
common approach is to evaluate from an operating perspective. Are all com-
ponents of the system in place and operating properly? This operation-level 
inspection assures the buyer that the system is operating the way it should 
at the time of sale. Personally, I like this level because it allows systems to 

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.

Where Do You Stand 
on Real Estate Inspections?
Periodic mandatory or time-of-transfer septic system inspections can ensure system longevity, 
protect homebuyers and offer an opportunity to educate your customers  By Jim Anderson, Ph.D.

Everyone in our industry has seen cases where someone 
has bought a property only to have their septic system 
fail shortly after moving in. This often results in lawsuits 
against the former owner, real estate agent and often an 
installer or service provider.

continue if they are operating the way they should without looking at the 
system to determine if it is in compliance with the most recent code, which 
may have changed since the time the system was installed.

During an operation-level inspection, each component of the system 
is opened and examined. A determination is made whether each is func-
tioning the way it should. It does not imply any warranty or guarantee about 
how the system will function in the future; it just determines everything is 
working on the day of the inspection. How the new user treats and uses the 
system will, in large part, determine system longevity. From my perspective, 
this inspection also provides the opportunity to educate the homeowner 
that what they do matters in respect to how their system operates. ■

mailto:editor@pumper.com


www.pumper.com • Since 1979 • November 2019      49

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 Peterbilt 389, Cummins ISX 450 hp, Allison auto, 
4000/200 alum. hoist tank, NVE 940 cfm blower,  

10 gpm box jetter hydraulic driven. $235,000 Plus FET

• Roger, Regional Manager 305-409-8603 
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• George, VP of Sales 954-558-0816

Tank Truck Manufacturing Since 1950

2020 Int’l HV, Cummins 350 hp, Allison auto, 4000 CS, RCF 870 pump 
512 cfm fan cooled, 36" alum. tool box. $138,750 Plus FET
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2020 Freightliner, 350 hp, auto, 512 cfm pump,  
4000 alum. tank, 36" tool box. $147,700 Plus FET 

2) 2020 Mack Granite, Cummins 350 hp, Allison auto,  
4200 alum. tank, NVE blower, 36" tool box. Call for Price

A reader commented on local county officials revising a septic system 
ordinance to require the inspection of septic systems at the time of 
real estate transfer. Here is what the reader had to say:

“I totally support the systematic inspection and upgrading of septic 
systems, but I cannot support any schedule based on real estate transfers. 
Septic systems do not fail on the day a property is sold, and linking the two 
is irrational, inadequate to protect water quality and depressing to the real 
estate market. The only possible ‘benefit’ is freeing officials of their respon-
sibility to devise, implement and enforce a timely and effective plan. Such a 
cop-out should not be allowed, much less encouraged.

“An inspect-on-transfer plan is at best too little, too late, and it could be 
counterproductive. It would allow those responsible to claim success and go 
back to sleep, while most of the potential damage accrues before any signifi-
cant abatement of the cause is realized. Many properties, especially those in 
family trusts and other forms of joint ownership, would never be inspected 
in time to do any good.”

 
BREAK IT DOWN

There is more than one thing going on in this comment relative to in-
spections. I have discussed at various times in the past the fact that there are 
different kinds and levels of inspections. The type conducted depends on the 
purpose of the inspection. Here it sounds like the county in question is going 
to use real estate transfers over time to develop a database of systems in the 
county. And if the systems need an upgrade or repair, this is done at the time 
the property changes hands. The other approach I have seen some counties 
and municipalities use is to implement a scheduled sequence to look at all 
systems over a period time, most often three to five years.

Since, on average, real estate changes hands once every five to seven 
years, this is the way for a county, state or municipality to have some in-
formation about the systems in their jurisdiction and to make sure failing 
systems are fixed. The commenter has a good point that not all system or 
properties are going to be looked at. That’s because while the average turn-
over might be at five to seven years, some properties never come up for sale 
and therefore would not be inspected. This problem could be addressed in 
the current ordinance update. Or once the county has a more comprehen-
sive record, these properties can be identified and an inspection program 
implemented.

Another major reason time-of-sale inspections are implemented is 
for consumer protection. I would expect everyone in our industry has seen 

cases where someone has bought a property only to have their septic system 
fail shortly after moving in. This often results in lawsuits against the former 
owner, real estate agent and often an installer or service provider. This is a 
way to give the buyer some assurance they are getting a functioning system 
at the time of sale. This also ensures that every time the residence comes on 
the market it will be inspected.

Some counties or states have programs coupling real estate inspec-
tions with a program that ensures all systems have a periodic inspection and 
service if needed. The county I live in has such requirements. There is an 
inspection at the time of sale and then every three years the tank is either 
inspected for solids accumulation or pumped. At the same time, the system 
is evaluated for evidence of backups or surfacing.

 
VARIOUS INSPECTION TYPES

The reader also touches on another issue where I see a lot of confusion: 
The different levels of inspection that can be done. When the county imple-
ments any program, the levels of inspection for the different purposes must 
be clearly defined along with what each type of inspection entails.

A system installation should trigger a comprehensive inspection that 
confirms all parts of the system are installed and sited in accordance with 
current code requirements. View this as permit or compliance inspection; 
while these inspections can sometimes be painful for us, it is no different 
than other types of building inspections. Here both the permitting authority 
and the consumer have assurance the system was installed properly with the 
expectation that it will operate properly.

For existing systems inspected at time of real estate transfer, the most 
common approach is to evaluate from an operating perspective. Are all com-
ponents of the system in place and operating properly? This operation-level 
inspection assures the buyer that the system is operating the way it should 
at the time of sale. Personally, I like this level because it allows systems to 
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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.

Where Do You Stand 
on Real Estate Inspections?
Periodic mandatory or time-of-transfer septic system inspections can ensure system longevity, 
protect homebuyers and offer an opportunity to educate your customers  By Jim Anderson, Ph.D.

Everyone in our industry has seen cases where someone 
has bought a property only to have their septic system 
fail shortly after moving in. This often results in lawsuits 
against the former owner, real estate agent and often an 
installer or service provider.

continue if they are operating the way they should without looking at the 
system to determine if it is in compliance with the most recent code, which 
may have changed since the time the system was installed.

During an operation-level inspection, each component of the system 
is opened and examined. A determination is made whether each is func-
tioning the way it should. It does not imply any warranty or guarantee about 
how the system will function in the future; it just determines everything is 
working on the day of the inspection. How the new user treats and uses the 
system will, in large part, determine system longevity. From my perspective, 
this inspection also provides the opportunity to educate the homeowner 
that what they do matters in respect to how their system operates. ■
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  Delivery Available Anywhere in the Lower 48!! www.TransportTruck.com

IN PROGRESS

Ask for Scott – 888-395-7551  After hours call Scott at 816-590-4076
TRANSPORT TRUCK SALES, INC.

NON CDL

IN PROGRESS

NEW TRUCK

2009 International 4300, MFDT 285 HP,   
Allison auto, low miles, NEW 2300 gallon steel vac tank,  

NEW Jurop PN84 vac pump.
Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

2013 Kenworth T370, PX8 260 HP,  Allison auto, jake, 
33# GVW, NEW 2300 gallon steel vac tank,  

NEW Masport Viper vac pump.
Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

2012 International, MFDT 230 HP, 6 spd,  
low miles, 33# GVW, NEW 2450 gallon steel vac tank,  

NEW Jurop vac pump.
 Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

2013 Freightliner M2, Cummins 280 HP, 6 spd,  
NEW 2300 gallon steel vac tank,  
NEW Masport Viper vac pump.

Call For Pricing!
1-YEAR NATIONWIDE DRIVE TRAIN  

AND EMISSIONS WARRANTY

2020 Kenworth T370, 
350 HP, jakes, Allison auto, 

NEW 3500 gallon steel vac tank,  
NEW Masport Hydra vac pump.

Call For Pricing!

2012 International 4300, NON CDL, MFDT 230 HP,  
Allison auto, low miles, NEW1850 gallon steel vac tank,  

NEW Jurop PN84 vac pump.
Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

2008 Kenworth T300, PX8 300 HP, engine brake,   
Allison auto, 33# GVW, NEW 2300 gallon steel vac tank, 

NEW Jurop PN84 vac pump.

Call For Pricing! 
1-YEAR NATIONWIDE DRIVE TRAIN  

AND EMISSIONS WARRANTY

2014 Kenworth T370, PX9 300 HP,  Allison auto, jake, 
14,600 fronts, NEW 3500 gallon steel vac tank,  

NEW Masport Hydra vac pump.
Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

2013 Freightliner M2, Cummins 250 HP,  
Allison auto, NEW 2300 gallon steel vac tank,  

NEW Masport Viper vac pump.
Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

www.septiconline.com
www.pumperhose.com
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Ask for Scott – 888-395-7551  After hours call Scott at 816-590-4076
TRANSPORT TRUCK SALES, INC.
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IN PROGRESS

NEW TRUCK

2009 International 4300, MFDT 285 HP,   
Allison auto, low miles, NEW 2300 gallon steel vac tank,  

NEW Jurop PN84 vac pump.
Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

2013 Kenworth T370, PX8 260 HP,  Allison auto, jake, 
33# GVW, NEW 2300 gallon steel vac tank,  

NEW Masport Viper vac pump.
Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

2012 International, MFDT 230 HP, 6 spd,  
low miles, 33# GVW, NEW 2450 gallon steel vac tank,  

NEW Jurop vac pump.
 Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

2013 Freightliner M2, Cummins 280 HP, 6 spd,  
NEW 2300 gallon steel vac tank,  
NEW Masport Viper vac pump.

Call For Pricing!
1-YEAR NATIONWIDE DRIVE TRAIN  

AND EMISSIONS WARRANTY

2020 Kenworth T370, 
350 HP, jakes, Allison auto, 

NEW 3500 gallon steel vac tank,  
NEW Masport Hydra vac pump.

Call For Pricing!

2012 International 4300, NON CDL, MFDT 230 HP,  
Allison auto, low miles, NEW1850 gallon steel vac tank,  

NEW Jurop PN84 vac pump.
Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

2008 Kenworth T300, PX8 300 HP, engine brake,   
Allison auto, 33# GVW, NEW 2300 gallon steel vac tank, 

NEW Jurop PN84 vac pump.

Call For Pricing! 
1-YEAR NATIONWIDE DRIVE TRAIN  

AND EMISSIONS WARRANTY

2014 Kenworth T370, PX9 300 HP,  Allison auto, jake, 
14,600 fronts, NEW 3500 gallon steel vac tank,  

NEW Masport Hydra vac pump.
Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

2013 Freightliner M2, Cummins 250 HP,  
Allison auto, NEW 2300 gallon steel vac tank,  

NEW Masport Viper vac pump.
Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTY

http://www.TransportTruck.com


52     Pumper • November 2019

S mall businesses are forever evolving to meet the needs of their cus-
tomer base and remain competitive. Determining the right approach 
to adapt and grow can be the difference between success and failure.

A business plan is a blueprint that identifies obstacles and opportuni-
ties a pumping company may face. The plan includes carefully researched 
financial projections, budgets and cost analyses, plus marketing and opera-
tional strategies.

Contractors should update their business plan when considering:
• Introducing new services
• Opening a new office
• Bringing in new management
• Changing ownership
• Expanding a service area
• Modifying the company’s vision
• Securing a different type of financing.
Dave Kaster, principal at Fidelis in Green Bay, Wisconsin, has written 

more than a thousand business plans and helped clients rewrite their busi-
ness plans to flesh out new ideas and goals for the future.

“I think the biggest reason people want to change their business plan 
is if it doesn’t reflect reality,” Kaster says. The business plan of a startup be-
comes outdated as the company hires employees, adds assets and expands 
services. The plan no longer serves its purpose as a business model and 
guide. Some situations require a thorough overhaul of a business plan, while 
other circumstances require just small changes.

“If you’re just switching one loan for another to reset the cash flow, it’s 
just one change to the financial part,” Kaster says. This process can take place 
at a single meeting with a banker.

A change of ownership may or may not require a change in the business 
plan, depending on the individual coming on board. “If you’re bringing in a 
new owner and he has worked for you for 15 years and wants to keep every-
thing the same, then that doesn’t change the business plan much,” Kaster 
says. Bringing in an outsider is a different story, as the new owner may have 
vastly different business philosophies.

 
FINANCES FIRST

When updating a business plan, the first task is to create a financial 
plan.

“You have to figure that out first because it gives you the range and pa-
rameters of everything else,” Kaster says. A financial plan will define your 
budget, cash flow, sales numbers to meet, etc. You can develop a financial 
plan with your banker, accountant or financial planner.

“But don’t stop there. Once you figure out where your financial plan is 
going or how your finances are going to change, then you need to change 
your business systems to reflect the reality of that.”

For example, a contractor who purchases additional equipment to in-
troduce a new service will need to determine how to achieve a return on 
the investment. This is where financial projections are helpful. If projections 
signify the equipment is profitable when used at least 10 hours a week, then 
business operations need to incorporate these additional 10 hours.

“That 10 hours a week reflects both on labor and sales. You have to 
change the employee mix and change your marketing process to get those 
10 hours,” Kaster says. The domino effect might prompt additional changes, 
like extending into a new geographical area, complying with a new set of 
regulations or securing new certifications. An updated business plan can 
spell out these scenarios and serve as a useful guide.

He advises business owners to use a 
two-step process to prepare and evaluate fi-
nancial data in their business plan. First, look 
at your historical finances.

“Find out exactly, on a percentage basis, 
what you spent on every part of your budget, 
how much every new customer is worth to 
you and how much every new customer costs 
you.” By looking at averages and thresholds, 
owners can get a clear picture of the compa-
ny’s financial health.

 
PLAN AHEAD

Second, business owners should make 
projections. As a starting point, calculate 
your fixed costs, including things like insur-
ance, loan payments and utilities. These 
fixed costs aren’t dependent on the amount 

of business transacted, unlike variable costs that fluctuate with the volume 
of work performed.

“You have to decide when those variable costs are going to change or 
when the fixed costs are forced to change,” Kaster says. While this involves 
some guesswork, some direction can be provided by industry research and 
collaboration with financial advisors.

Once the financials are updated, it’s time to look ahead five to 10 years 
and envision how the business should look down the road. This gives you a 
goal to strive for. Big changes for the company, like opening a new office or 

MONEY MANAGER

Is It Time to Freshen Your Business Plan?
Change is constant in the small-business marketplace. Evaluate your road map to success 
and make changes to ensure a brighter future.  By Joan Koehne

Research 
online or hire 

someone to find 
current trends in the 
industry. Find out 
which businesses 
are doing things 
successfully — 
that’s who you want 
to model.
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introducing a new service, should be carefully researched before jumping in 
headfirst. It’s important to find out what customers need and want through 
market research.

“Research online or hire someone to find current trends in the industry. 
Find out which businesses are doing things successfully — that’s who you 
want to model.”

Contractors can identify a need for a new service through online sur-
veys and comments, feedback from customers, and reviews on the company 
website. If certain requests or complaints continue to surface, that’s a clear 
sign to introduce a service to address those issues.

When planning for a new service or service territory, Kaster advises 
business owners to be aware of the domino effect. One change in the busi-
ness leads to others. As a company grows, its operations need to grow along 
with it.

 
MARKETING FOCUS

With fewer workers, an owner can get by using QuickBooks, handwrit-
ten checks, paper records and calling employees on their personal cell-
phones. When the workforce expands, it’s best to invest in a communication 
system, accounting program and other technology upgrades. All of these 
changes can be spelled out in an updated business plan.

Marketing is another area to revamp in a revised business plan.
“Generic marketing is OK, but once you’re over $2.5 million in sales, 

you better have a professional marketing program and formalized marketing 
for the business,” Kaster advises.

Marketing plans should include a description of the following:
• Target market: Focus marketing on people most likely to buy a service
• Market analysis: Determine the size of the market to ascertain if it can 

sustain business

• Market segmentation: Group customers to understand how they’ll re-
spond to marketing messages

• Competition: Evaluate competitors’ strengths and weaknesses.
Kaster says no business plan is complete without an exit plan. Often-

times a business is passed to a relative or employee, but what happens if this 
individual is no longer interested or capable of taking charge? An updated 
business plan should incorporate a new exit plan.

“I can guarantee that if you don’t plan for how to get out, then someone 
else is going to force you out in some shape or form,” he says.

 
FOLLOW THE VISION

One more piece of advice: Follow the plan.
“If the business plan means nothing to the day-to-day running of your 

business, do you really want to research and change it if you’re not going to 
use it?” A business plan is only effective if it’s adopted and adhered to over 
time.

“I’ve seen so many businesses that spend a lot of money, hire a consul-
tant and get a fantastic business plan, and then it just sits on the shelf and 
gathers dust,” he says.

Lastly, updates to any business plan should align with a company’s vi-
sion statement.

“If you have access to a new market, new product and new financing, 
then you have to test that up against your vision. If your vision changes, too, 
then you have to change your business plan. That is your single most impor-
tant reason to exist — your vision statement.” ■
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S mall businesses are forever evolving to meet the needs of their cus-
tomer base and remain competitive. Determining the right approach 
to adapt and grow can be the difference between success and failure.

A business plan is a blueprint that identifies obstacles and opportuni-
ties a pumping company may face. The plan includes carefully researched 
financial projections, budgets and cost analyses, plus marketing and opera-
tional strategies.

Contractors should update their business plan when considering:
• Introducing new services
• Opening a new office
• Bringing in new management
• Changing ownership
• Expanding a service area
• Modifying the company’s vision
• Securing a different type of financing.
Dave Kaster, principal at Fidelis in Green Bay, Wisconsin, has written 

more than a thousand business plans and helped clients rewrite their busi-
ness plans to flesh out new ideas and goals for the future.

“I think the biggest reason people want to change their business plan 
is if it doesn’t reflect reality,” Kaster says. The business plan of a startup be-
comes outdated as the company hires employees, adds assets and expands 
services. The plan no longer serves its purpose as a business model and 
guide. Some situations require a thorough overhaul of a business plan, while 
other circumstances require just small changes.

“If you’re just switching one loan for another to reset the cash flow, it’s 
just one change to the financial part,” Kaster says. This process can take place 
at a single meeting with a banker.

A change of ownership may or may not require a change in the business 
plan, depending on the individual coming on board. “If you’re bringing in a 
new owner and he has worked for you for 15 years and wants to keep every-
thing the same, then that doesn’t change the business plan much,” Kaster 
says. Bringing in an outsider is a different story, as the new owner may have 
vastly different business philosophies.

 
FINANCES FIRST

When updating a business plan, the first task is to create a financial 
plan.

“You have to figure that out first because it gives you the range and pa-
rameters of everything else,” Kaster says. A financial plan will define your 
budget, cash flow, sales numbers to meet, etc. You can develop a financial 
plan with your banker, accountant or financial planner.

“But don’t stop there. Once you figure out where your financial plan is 
going or how your finances are going to change, then you need to change 
your business systems to reflect the reality of that.”

For example, a contractor who purchases additional equipment to in-
troduce a new service will need to determine how to achieve a return on 
the investment. This is where financial projections are helpful. If projections 
signify the equipment is profitable when used at least 10 hours a week, then 
business operations need to incorporate these additional 10 hours.

“That 10 hours a week reflects both on labor and sales. You have to 
change the employee mix and change your marketing process to get those 
10 hours,” Kaster says. The domino effect might prompt additional changes, 
like extending into a new geographical area, complying with a new set of 
regulations or securing new certifications. An updated business plan can 
spell out these scenarios and serve as a useful guide.

He advises business owners to use a 
two-step process to prepare and evaluate fi-
nancial data in their business plan. First, look 
at your historical finances.

“Find out exactly, on a percentage basis, 
what you spent on every part of your budget, 
how much every new customer is worth to 
you and how much every new customer costs 
you.” By looking at averages and thresholds, 
owners can get a clear picture of the compa-
ny’s financial health.

 
PLAN AHEAD

Second, business owners should make 
projections. As a starting point, calculate 
your fixed costs, including things like insur-
ance, loan payments and utilities. These 
fixed costs aren’t dependent on the amount 

of business transacted, unlike variable costs that fluctuate with the volume 
of work performed.

“You have to decide when those variable costs are going to change or 
when the fixed costs are forced to change,” Kaster says. While this involves 
some guesswork, some direction can be provided by industry research and 
collaboration with financial advisors.

Once the financials are updated, it’s time to look ahead five to 10 years 
and envision how the business should look down the road. This gives you a 
goal to strive for. Big changes for the company, like opening a new office or 

MONEY MANAGER

Is It Time to Freshen Your Business Plan?
Change is constant in the small-business marketplace. Evaluate your road map to success 
and make changes to ensure a brighter future.  By Joan Koehne
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introducing a new service, should be carefully researched before jumping in 
headfirst. It’s important to find out what customers need and want through 
market research.

“Research online or hire someone to find current trends in the industry. 
Find out which businesses are doing things successfully — that’s who you 
want to model.”

Contractors can identify a need for a new service through online sur-
veys and comments, feedback from customers, and reviews on the company 
website. If certain requests or complaints continue to surface, that’s a clear 
sign to introduce a service to address those issues.

When planning for a new service or service territory, Kaster advises 
business owners to be aware of the domino effect. One change in the busi-
ness leads to others. As a company grows, its operations need to grow along 
with it.

 
MARKETING FOCUS

With fewer workers, an owner can get by using QuickBooks, handwrit-
ten checks, paper records and calling employees on their personal cell-
phones. When the workforce expands, it’s best to invest in a communication 
system, accounting program and other technology upgrades. All of these 
changes can be spelled out in an updated business plan.

Marketing is another area to revamp in a revised business plan.
“Generic marketing is OK, but once you’re over $2.5 million in sales, 

you better have a professional marketing program and formalized marketing 
for the business,” Kaster advises.

Marketing plans should include a description of the following:
• Target market: Focus marketing on people most likely to buy a service
• Market analysis: Determine the size of the market to ascertain if it can 

sustain business

• Market segmentation: Group customers to understand how they’ll re-
spond to marketing messages

• Competition: Evaluate competitors’ strengths and weaknesses.
Kaster says no business plan is complete without an exit plan. Often-

times a business is passed to a relative or employee, but what happens if this 
individual is no longer interested or capable of taking charge? An updated 
business plan should incorporate a new exit plan.

“I can guarantee that if you don’t plan for how to get out, then someone 
else is going to force you out in some shape or form,” he says.

 
FOLLOW THE VISION

One more piece of advice: Follow the plan.
“If the business plan means nothing to the day-to-day running of your 

business, do you really want to research and change it if you’re not going to 
use it?” A business plan is only effective if it’s adopted and adhered to over 
time.

“I’ve seen so many businesses that spend a lot of money, hire a consul-
tant and get a fantastic business plan, and then it just sits on the shelf and 
gathers dust,” he says.

Lastly, updates to any business plan should align with a company’s vi-
sion statement.

“If you have access to a new market, new product and new financing, 
then you have to test that up against your vision. If your vision changes, too, 
then you have to change your business plan. That is your single most impor-
tant reason to exist — your vision statement.” ■
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Name and title or job description:
Ronnie Thomas, principal owner and consultant, former president
Mark Burns, president and owner
Charlie Seamon, vice president and owner
Business name and location: Triple R Construction Co., Manassas, 

Virginia
Services offered: We do septic installations, maintenance and repair. 

We’ve put in close to 10,000 systems.
Age: Thomas, 63; Burns, 64; Seamon, 60
Years in the industry: Thomas, Burns and Seamon — all since the mid-

1970s.
Association involvement:
Thomas: I was on the board of the Virginia Onsite Wastewater Recy-

cling Association back in the mid-1990s, and I’ve been back on the board 
for about a year. I’ve also been on the NOWRA - National Onsite Wastewater 
Recycling Association Board of Directors and the Board of Appeals for the 
state of Virginia Department of Professional and Occupational Regulation.

Benefits of belonging to the association:
Thomas: From an install standpoint, it certainly improves your KSA — 

your knowledge, skills and abilities. It’s very informing, and I gain a lot of 
knowledge.

Biggest issue facing your association right now:
Thomas: A big issue is improving communication both to members and 

with the local health departments. The more information we can provide the 
members from a regulatory standpoint, the better. That’s a big part of what 
we try to do. As far as the health departments, there are so many things as-
sociated with all this — inspections, enforcement, all the things the health 
department does nowadays. In northern Virginia, we deal with about seven 
different county health departments and the regulatory requirements will 
vary a little bit from county to county.

Our crew includes:
Burns: I love all of the 24 people who work with us. Joel Swicegood, 

our estimator; Esther Burns, our bookkeeper; and Dezi Thoden, our new-
est addition, all work in harmony to keep the wheels turning. Crew leaders 
include Herick “Misial” Diaz (1997), Jose “Senior” Espinol Sr. (1997), Jose 

“Leon” Garcia (2002), Daniel Randall (1993), 
Edwin Chua-Lemus (1997) and Chadwick 
Garrison (2006). And we receive more compli-
ments about Isail “Chico” Marquez (2014), our 
maintenance leader, than anyone.

Typical day on the job:
Thomas: My primary role now is to bring work in the door wherever I 

can. As the former president, I ran day-to-day operations for a number of 
years, and now I’ve been trying to get some more work. And I’ll go out and 
look at something if it is problematic.

Burns: Mine is a reactive position: What contract needs to be read and 
signed, what service call needs to be taken care of, and what job has prob-
lems? Those are the types of fires I put out.

Seamon: I’m kind of the day-to-day field general. I make sure the guys 
have their job assignments. I resolve issues during the workday and any prob-
lems that need to be attended to, get equipment moved to the sites, and handle 

STATES SNAPSHOT

Consistent Regulations, Timely Inspections 
Needed to Advance Onsite in Virginia
The management team at Virginia’s Triple R Construction Co. motivates their crews 
to do the best for their septic system customers

(continued)

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 company members from the Virginia Onsite 
Wastewater Recycling Association.

From left, Charlie Seamon, 
Triple R vice president and 
owner; Ronnie Thomas, 
principal owner and 
consultant; and Mark Burns, 
owner and president.
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Name and title or job description:
Ronnie Thomas, principal owner and consultant, former president
Mark Burns, president and owner
Charlie Seamon, vice president and owner
Business name and location: Triple R Construction Co., Manassas, 

Virginia
Services offered: We do septic installations, maintenance and repair. 

We’ve put in close to 10,000 systems.
Age: Thomas, 63; Burns, 64; Seamon, 60
Years in the industry: Thomas, Burns and Seamon — all since the mid-

1970s.
Association involvement:
Thomas: I was on the board of the Virginia Onsite Wastewater Recy-

cling Association back in the mid-1990s, and I’ve been back on the board 
for about a year. I’ve also been on the NOWRA - National Onsite Wastewater 
Recycling Association Board of Directors and the Board of Appeals for the 
state of Virginia Department of Professional and Occupational Regulation.

Benefits of belonging to the association:
Thomas: From an install standpoint, it certainly improves your KSA — 

your knowledge, skills and abilities. It’s very informing, and I gain a lot of 
knowledge.

Biggest issue facing your association right now:
Thomas: A big issue is improving communication both to members and 

with the local health departments. The more information we can provide the 
members from a regulatory standpoint, the better. That’s a big part of what 
we try to do. As far as the health departments, there are so many things as-
sociated with all this — inspections, enforcement, all the things the health 
department does nowadays. In northern Virginia, we deal with about seven 
different county health departments and the regulatory requirements will 
vary a little bit from county to county.

Our crew includes:
Burns: I love all of the 24 people who work with us. Joel Swicegood, 

our estimator; Esther Burns, our bookkeeper; and Dezi Thoden, our new-
est addition, all work in harmony to keep the wheels turning. Crew leaders 
include Herick “Misial” Diaz (1997), Jose “Senior” Espinol Sr. (1997), Jose 

“Leon” Garcia (2002), Daniel Randall (1993), 
Edwin Chua-Lemus (1997) and Chadwick 
Garrison (2006). And we receive more compli-
ments about Isail “Chico” Marquez (2014), our 
maintenance leader, than anyone.

Typical day on the job:
Thomas: My primary role now is to bring work in the door wherever I 

can. As the former president, I ran day-to-day operations for a number of 
years, and now I’ve been trying to get some more work. And I’ll go out and 
look at something if it is problematic.

Burns: Mine is a reactive position: What contract needs to be read and 
signed, what service call needs to be taken care of, and what job has prob-
lems? Those are the types of fires I put out.

Seamon: I’m kind of the day-to-day field general. I make sure the guys 
have their job assignments. I resolve issues during the workday and any prob-
lems that need to be attended to, get equipment moved to the sites, and handle 

STATES SNAPSHOT

Consistent Regulations, Timely Inspections 
Needed to Advance Onsite in Virginia
The management team at Virginia’s Triple R Construction Co. motivates their crews 
to do the best for their septic system customers

(continued)

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 company members from the Virginia Onsite 
Wastewater Recycling Association.

From left, Charlie Seamon, 
Triple R vice president and 
owner; Ronnie Thomas, 
principal owner and 
consultant; and Mark Burns, 
owner and president.
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issues builders may have if they have a job that 
needs something in particular.

The job I’ll never forget:
Burns: We installed a low-pressure distribution system for an elemen-

tary school in Haymarket. It was the first time we had a low-pressure distri-
bution of that magnitude — 6,000 gallons a day, if I recall right — and it was a 
huge learning experience for us as far as collaborating with the engineers for 
installing the best design. It was originally designed with 9.7% flow variation 
where 10% was the limit, and there wasn’t enough cushion for any errors 
that occurred in the field. So, we collaborated with the engineer, redesigned 
it, worked with them and made sure we got distribution the way it was in-
tended. It was successful and lasted until the school was hooked onto sewer. 
It was hugely important to us, and we’ve continued that collaboration with 
the engineers we work with.

Seamon: We had a job to install a new system at a shopping center in 
Great Falls. There was limited space to install the components and an under-
ground power line that had to be moved. The new tanks had to be set with a 
crane. The power company came in and set up a temporary power line and 
took away the separation we needed between the crane and the power line, 
with the potential danger of the power arcing over to the crane. The power 
company worked with us to insulate those wires.

My favorite piece of equipment:
Thomas and Seamon: John Deere 410G backhoe. It’s a good all-around 

machine for what we ask it to do. It has plenty of power. It holds up very well. 
It doesn’t have a whole lot of maintenance expenses with it. It’s a good piece 
of equipment that’s pretty stout.

Burns: If you’d asked that question in 1980, I would have said a Case 
580B Construction King backhoe, but these days the John Deere 331 skid-
steers allow us to leave a polished product — and you are what you leave 
behind. If you leave a good-looking job, that’s how people perceive you. 
Also, the innovation of laser technology has been huge to us for accuracy in 
determining elevations of everything and making sure we have proper fall 
and positioning products. Of course, on any given day your favorite machine 
is what you’re on that day.

Most challenging site I’ve worked on:

Thomas: We did a community drip system that was going to be taken over 
and operated by the Fauquier County Service Authority after we got done. It 
was a very challenging site to work with because the dripfields themselves 
were scattered all over God’s creation. What sticks out in my mind is I got a lot 
of compliments on David Hoyle, crew chief, who really outdid himself there.

The craziest question I’ve been asked by a customer:
Thomas: One was, “Why are all these nonbiodegradable products in my 

system?”
Burns: The funniest, most unusual one for me was from a lady who had 

purchased a home and had the alarm go off. I checked it out and it had been 
a running toilet. We got it corrected, but she asked me, “Where does all the 
water from that pump tank go?” I said, “Out there in the front yard: There’s 
a soil treatment area out there.” She goes, “What?! You hillbillies are crazy.” 

That was where her daughter played. She sold 
her house and moved back to New York.

Seamon: After installing an AquaO2 
Wastewater Treatment Systems mound sys-
tem, the owner told us to move it because it 
blocked their view of the lake — a $50,000 job. 
Not happening.

If I could change one industry regula-
tion, it would be:

Thomas: I would like to see more consis-
tent implementation of state regulations. The 
county health departments implement the 

state regulations but only to the extent the local regulations allow them to, so 
you’ve got a fair amount of variation from one health department to another.

Burns: In northern Virginia they’re trying to privatize, and as they do, 
it’s challenging to see which regulatory authority you have to answer to. 
It might be an engineer, soil scientist, individual health department or all 
three. And it changes. But it is what it is — it’s growing pains.

Seamon: I’d like to see limited time to have an inspection on the installed 
systems. There are times around here when I can’t get an inspection for a 
week. Our jobs are very weather sensitive, and at times we have to have two, 
three inspectors inspecting the same thing, so it takes a little coordination.

Best piece of small-business advice I’ve heard:
Thomas: My father always told me you must have a plan when you start 

a job of any type.
Burns: Be clear in your expectations of the people you work with. We 

put up a sign that’s just for our guys, and it’s my expectation: “Triple R — we 
do very good work.” They see that sign every day, and I expect them to fulfill 
it. It’s been a successful recipe so far.

Seamon: Pay attention to the fine print in a contract. If you’re not care-
ful, you could misprice your quote.

If I wasn’t working in the wastewater industry, I would:
Thomas: Be a car mechanic.
Burns: Be retired and traveling in my old 1964 Ford Falcon that I’ve had 

since 1972.
Seamon: Be traveling the West — in the back of Mark’s Falcon!
Crystal ball time – This is my outlook for the wastewater industry:
Thomas: I see continuing education for designers, onsite soil evalua-

tors, installers and professional engineers. Everybody needs it, not just in-
stallers and designers.

Burns: I see it as improving. It’s constantly growing. Innovative ideas 
are challenging, but I think we, with close collaboration with academia, can 
successfully implement those ideas. We’re going to have to do a lot better 
with taking care of the systems. But the education of homeowners as the end 
user has advanced tremendously in the last few years, and I look to see that 
continue to grow. ■

Above: Triple R employees attending a safety 
meeting include, from left, Rene Lemus, 

Chappy Velasco, Herick “Misial” Diaz, Jose 
“Leon” Garcia, Jose “Senior” Espinol Sr., 

Chadwick Garrison and Daniel Randall. 

Right: Installation of a dripfield for a 
single-family home
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Contact your local FS Solutions facility for more info
on vacuum, waterblasting & no man entry equipment.

World Leader in Vacuum & Waterblasting Equipment

1-800-822-8785 | info@fssolutionsgroup.com  | fssolutionsgroup.com

 BACTERIA/CHEMICALS — GREASE

Bionetix International BIOBLOC22
BIOBLOC22 from Bionetix International is a slow-
release block placed in grease traps to fight grease 
buildup over time. It contains penetrants and sur-
factants designed to loosen and liquefy deposits, as-
sisting in biodegradation. Microorganisms digest 
the heavy grease and minimize foam and odors. It 
is designed to help lower grease disposal costs, pre-
vent emergency blockages, keep floats clean and reduce grease buildup. For 
best results and to extend product longevity, it should be submerged in the 
grease trap in a less turbulent area, but not in a dead spot. A 5-pound block 
can last about one month in a 5,000-gallon pumping station or grease trap. 
514-457-2914; www.bionetix-international.com.

 
Cape Cod Biochemical 
DrainMaster
The DrainMaster system for automatic 
injection into restaurant grease waste sys-
tems from Cape Cod Biochemical is de-
signed to take the guesswork out of apply-
ing a grease waste maintenance product in 
commercial applications. It uses a timed 
metering pump that can be programmed 

to inject as much or as little solution as needed on a daily basis. Daily in-
jections reduce the amount of product necessary, saving money on service 
intervals. 800-343-8007; www.septiconline.com.

 
Century Chemical Bio-Tab 
Bio-Tab from Century Chemical is 
a tablet that sinks to the bottom of a 
septic tank where buildup problems 
begin. Its time-release technology is 
designed to gradually dissolve and 
create a growing area of activity at the 
bottom of the tank. There, self-reproducing bacteria and enzymes quickly 
grow as they digest and liquefy the organic waste. The tablet establishes itself 
by working from the inside out. Regular use, combined with routine pump-
ing, is designed to help maintain a septic system in good working condition 
while also helping to keep the proper level of bacterial action established 
and reducing odors and gases. 800-348-3505; www.bio-tab.com.

Ecological Laboratories PRO-PUMP/DGTT
PRO-PUMP/DGTT (Drainline and Grease Trap 
Treatment) is a liquid, high-count culture consor-
tium from Ecological Laboratories for commer-
cial effluent drainlines and grease trap systems. It 
is pleasantly fragranced and designed to work on 
contact to degrade line and trap deposits and con-
trol odors. It can be applied manually through drains or using a pump dos-
ing system. According to the maker, regular use can help eliminate odors, 
clean drainlines and benefit receiving wastewater systems. 800-326-7867; 
www.propump.com.

J&J Portable Sanitation Products 
EverGreen Grease Trap Treatment
EverGreen Grease Trap Treatment from J&J Portable 
Sanitation Products can be continuously applied to 

address the challenges of institutional kitchens and 
restaurants. It also performs when applied during 
downtime, according to the maker. It contains selected 
bacterial strains, enzymes and growth-promoting fac-
tors designed to break down oils, grease and waste. 
It will also break up caked grease in neglected traps. 

800-345-3303; www.jjchem.com.

Jet Inc. Bio Jet 7 Plus 
Bio Jet 7 Plus from Jet Inc. is a nonhazardous and nontoxic 
bacterial aid used to degrade FOG, fatty acids and lignin 
while lowering BOD, COD and nitrates. When added to a 
system, its bacteria attack the grease and organic materi-
als, converting them to liquid and then to carbon dioxide 
and water, according to the maker. Continuous use is de-
signed to help decrease odor, maintenance and emergen-
cy blockages. 800-321-6960; www.jetincorp.com.

By Craig Mandli
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address the challenges of institutional kitchens and 
restaurants. It also performs when applied during 
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bacterial strains, enzymes and growth-promoting fac-
tors designed to break down oils, grease and waste. 
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WE ARE IMPERIAL.
AT IMPERIAL INDUSTRIES, we have been going the extra mile 
designing and manufacturing specialized commercial sanitation tanks 
for more than 38 years – constantly evolving to meet the changing 
needs of your industry.  At Imperial, it is our mission to provide you, our 
valued customers, with dependability for the road ahead.

 • Quality 
 • Durability
 • Customer Support

Better efficiency means bigger profits… let us help you get the results 
you want!

Imperial Industries, proudly family-owned and headquartered in 
central Wisconsin for more than 38 years, is the trusted choice for 
specialized septic solutions and expert service.

Tanks available in your choice of material – steel, 
aluminum or stainless steel. We’ve built over 
150,000 tanks and counting.

ORDER YOURS TODAY BY CALLING 
1-800-558-2945 OR VISITING  
IMPERIALIND.COM.

Imperial Industries 
grease units
Aluminum and steel grease units from 
Imperial Industries are built to comple-
ment a wide selection of the latest truck 
chassis. The standard 700-gallon tank 
allows for low clearance near the common access points for parking ramp 
and shopping mall interceptors, often requiring only 50 feet of hose. Opera-
tor convenience extends to the choice of blower, where a positive displace-
ment model replaces the more common vane pump, helping prevent smoke 
alarm triggering. 800-558-2945; www.imperialind.com.

ScreencO Systems 
Mega Screen 800 
The Mega Screen 800 septic receiving sta-
tion from ScreencO Systems includes 51 
square feet of screening area, fed by a 6- or 
8-inch inlet with dual-fan spreaders that de-
flect waste down onto the screen, making 

the front screen almost self-cleaning, according to the maker. Complete vac 
tank clean-out is available with the optional side and front splash sheeting. 
It processes up to 1,000 gpm of wet well or septic waste with an 8-inch cam 
outlet fitting. The Dual Screen Design is nonmechanical and uses gravity to 
separate trash from the waste stream. The standard unit features all-alumi-
num construction with stainless steel, 3/8-inch-gapped bar screens on op-
posing angles and meets the Ecology 503 Regulations for septic screening. A 
bolt-on chute assembly allows trash to exit in either direction, and built-in 
forklift skids make the unit portable, allowing for setup virtually anywhere. 
208-790-8770; www.screencosystems.com.

Westmoor Conde ProVac
The Conde ProVac preassembled industrial 
liquid waste pumping system from Westmoor is 
designed to promote efficient pumping of grease 
traps. The unit is quiet and lightweight and pumps 
at 120 gpm. Flip a switch to start the unit in vacuum 
mode for pumping. The built-in exhaust deodorizer 
is designed to keep odor at a minimum. Flip the switch 
to pressure mode for off-loading. It can be used to service locations not suit-
able for large vacuum truck hoses, including indoor or remote difficult-to-
access jobs. 800-367-0972; www.westmoorltd.com.

 GREASE INTERCEPTOR

BioMicrobics FOGHog
FOGHog grease traps from BioMicrobics come 
in a variety of sizes for flows of 20 to 100 gpm. 
Typically installed under the counter, they allow 
time for the warm liquid grease to separate, cool to 
solid form and collect for removal. They have an efficient retaining rate of 80% 
to 95% of floatable substances, including FOGs, soaps and waxes. Made of cor-
rosion-resistant polyethylene with easy-to-remove components for cleaning, 
the units are lightweight, durable and noncorrosive with an operator-friendly 
interceptor design, and they can easily be installed prior to an onsite commer-
cial wastewater treatment system. 800-753-3278; www.biomicrobics.com.

 BACTERIA/CHEMICALS — GREASE

RootX Grease-X Biozyme
Grease-X Biozyme from RootX is designed to 
keep contaminants such as fats, grease, soap 
scum and cellulose from sticking to the pipe 
walls, which can restrict water flow and even-
tually cause blockages if untreated. It is a highly 
concentrated microbial ecosystem containing 
specialized natural microorganisms that will digest the FOG and restore 
pipe flow capacity. 800-844-4974; www.rootx.com.

Scienco/FAST - a division of 
BioMicrobics Mighty Mike 
FOGHog
Mighty Mike FOGHog bacteria treatment tablets 
from Scienco/FAST - a division of BioMicrobics 
are designed to naturally consume and break 
down the scum layer consisting mostly of FOG. 
Used as an ongoing maintenance procedure, the 

tablets can prevent the layer from building in the first place to keep septic 
tanks, plumbing pipes and other systems clear. The tablets contain a spe-
cial active, robust, Class 1 formula of over 25 billion organisms per gram. 
They are approximately 7/8 inch in diameter and 5/8 inch thick and are 
available in 14-, 94- and 235-tablet containers for dosing 1 tablet per 500-
gpd flows for a monthly treatment. They are suitable for clogged sewer lines, 
septic systems, pump stations, lagoons, pipes and failed grease interceptors. 
866-652-4539; www.sciencofast.com.

Walex Products Bio-Active 
Grease Trap Treatment
Bio-Active Grease Trap Treatment from Walex 
Products can help treat and maintain grease 
traps in commercial establishments. It quickly 
digests the fats, oils and grease, and it contains 
a powerful blend of stabilized bacteria and pure 
enzymes designed to revitalize the system, ac-
cording to the maker. It is designed to restore clogged pipes to avoid replace-
ments and drainfield backups. It is 100% biodegradable and environmen-
tally safe for all grease trap systems. It is sold in two granular formulas that 
contain more than 450 billion colony-forming units, and it is available in a 
liquid formula that provides enzymatic and biological digestion with more 
than 200 billion colony-forming units. 800-338-3155; www.walex.com.

 GREASE HANDLING EQUIPMENT

Crust Busters 
agitator
The hand-held power 
agitator from Crust 
Busters has an 80-inch shaft and two- or three-blade propeller designed to 
mix a 1,000-gallon septic tank in five minutes. Options include 2-, 4-, 6- and 
9-foot extensions and a short three-blade shaft that adapts to the two-blade 
unit. 763-878-2296; www.crustbusters.com.

(continued)

http://www.imperialind.com
http://www.screencosystems.com
http://www.westmoorltd.com
http://www.biomicrobics.com
http://www.rootx.com
http://www.sciencofast.com
http://www.walex.com
http://www.crustbusters.com


WE ARE IMPERIAL.
AT IMPERIAL INDUSTRIES, we have been going the extra mile 
designing and manufacturing specialized commercial sanitation tanks 
for more than 38 years – constantly evolving to meet the changing 
needs of your industry.  At Imperial, it is our mission to provide you, our 
valued customers, with dependability for the road ahead.

 • Quality 
 • Durability
 • Customer Support

Better efficiency means bigger profits… let us help you get the results 
you want!

Imperial Industries, proudly family-owned and headquartered in 
central Wisconsin for more than 38 years, is the trusted choice for 
specialized septic solutions and expert service.

Tanks available in your choice of material – steel, 
aluminum or stainless steel. We’ve built over 
150,000 tanks and counting.

ORDER YOURS TODAY BY CALLING 
1-800-558-2945 OR VISITING  
IMPERIALIND.COM.

Imperial Industries 
grease units
Aluminum and steel grease units from 
Imperial Industries are built to comple-
ment a wide selection of the latest truck 
chassis. The standard 700-gallon tank 
allows for low clearance near the common access points for parking ramp 
and shopping mall interceptors, often requiring only 50 feet of hose. Opera-
tor convenience extends to the choice of blower, where a positive displace-
ment model replaces the more common vane pump, helping prevent smoke 
alarm triggering. 800-558-2945; www.imperialind.com.

ScreencO Systems 
Mega Screen 800 
The Mega Screen 800 septic receiving sta-
tion from ScreencO Systems includes 51 
square feet of screening area, fed by a 6- or 
8-inch inlet with dual-fan spreaders that de-
flect waste down onto the screen, making 

the front screen almost self-cleaning, according to the maker. Complete vac 
tank clean-out is available with the optional side and front splash sheeting. 
It processes up to 1,000 gpm of wet well or septic waste with an 8-inch cam 
outlet fitting. The Dual Screen Design is nonmechanical and uses gravity to 
separate trash from the waste stream. The standard unit features all-alumi-
num construction with stainless steel, 3/8-inch-gapped bar screens on op-
posing angles and meets the Ecology 503 Regulations for septic screening. A 
bolt-on chute assembly allows trash to exit in either direction, and built-in 
forklift skids make the unit portable, allowing for setup virtually anywhere. 
208-790-8770; www.screencosystems.com.

Westmoor Conde ProVac
The Conde ProVac preassembled industrial 
liquid waste pumping system from Westmoor is 
designed to promote efficient pumping of grease 
traps. The unit is quiet and lightweight and pumps 
at 120 gpm. Flip a switch to start the unit in vacuum 
mode for pumping. The built-in exhaust deodorizer 
is designed to keep odor at a minimum. Flip the switch 
to pressure mode for off-loading. It can be used to service locations not suit-
able for large vacuum truck hoses, including indoor or remote difficult-to-
access jobs. 800-367-0972; www.westmoorltd.com.

 GREASE INTERCEPTOR

BioMicrobics FOGHog
FOGHog grease traps from BioMicrobics come 
in a variety of sizes for flows of 20 to 100 gpm. 
Typically installed under the counter, they allow 
time for the warm liquid grease to separate, cool to 
solid form and collect for removal. They have an efficient retaining rate of 80% 
to 95% of floatable substances, including FOGs, soaps and waxes. Made of cor-
rosion-resistant polyethylene with easy-to-remove components for cleaning, 
the units are lightweight, durable and noncorrosive with an operator-friendly 
interceptor design, and they can easily be installed prior to an onsite commer-
cial wastewater treatment system. 800-753-3278; www.biomicrobics.com.

 BACTERIA/CHEMICALS — GREASE

RootX Grease-X Biozyme
Grease-X Biozyme from RootX is designed to 
keep contaminants such as fats, grease, soap 
scum and cellulose from sticking to the pipe 
walls, which can restrict water flow and even-
tually cause blockages if untreated. It is a highly 
concentrated microbial ecosystem containing 
specialized natural microorganisms that will digest the FOG and restore 
pipe flow capacity. 800-844-4974; www.rootx.com.

Scienco/FAST - a division of 
BioMicrobics Mighty Mike 
FOGHog
Mighty Mike FOGHog bacteria treatment tablets 
from Scienco/FAST - a division of BioMicrobics 
are designed to naturally consume and break 
down the scum layer consisting mostly of FOG. 
Used as an ongoing maintenance procedure, the 

tablets can prevent the layer from building in the first place to keep septic 
tanks, plumbing pipes and other systems clear. The tablets contain a spe-
cial active, robust, Class 1 formula of over 25 billion organisms per gram. 
They are approximately 7/8 inch in diameter and 5/8 inch thick and are 
available in 14-, 94- and 235-tablet containers for dosing 1 tablet per 500-
gpd flows for a monthly treatment. They are suitable for clogged sewer lines, 
septic systems, pump stations, lagoons, pipes and failed grease interceptors. 
866-652-4539; www.sciencofast.com.

Walex Products Bio-Active 
Grease Trap Treatment
Bio-Active Grease Trap Treatment from Walex 
Products can help treat and maintain grease 
traps in commercial establishments. It quickly 
digests the fats, oils and grease, and it contains 
a powerful blend of stabilized bacteria and pure 
enzymes designed to revitalize the system, ac-
cording to the maker. It is designed to restore clogged pipes to avoid replace-
ments and drainfield backups. It is 100% biodegradable and environmen-
tally safe for all grease trap systems. It is sold in two granular formulas that 
contain more than 450 billion colony-forming units, and it is available in a 
liquid formula that provides enzymatic and biological digestion with more 
than 200 billion colony-forming units. 800-338-3155; www.walex.com.

 GREASE HANDLING EQUIPMENT

Crust Busters 
agitator
The hand-held power 
agitator from Crust 
Busters has an 80-inch shaft and two- or three-blade propeller designed to 
mix a 1,000-gallon septic tank in five minutes. Options include 2-, 4-, 6- and 
9-foot extensions and a short three-blade shaft that adapts to the two-blade 
unit. 763-878-2296; www.crustbusters.com.

(continued)

www.imperialind.com
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 GREASE TREATMENT

NozzTeq Super Goblin Grease Eater
The Super Goblin Grease Eater from NozzTeq adds 
four additional front jets and 10 rear jets to the original 
Goblin design for clearing grease and general cleaning. It has smooth-walled 
inner chambers designed to preserve the powerful laminar water flow gen-
erated by a pump or jetting truck. Preserving smooth flow means it gener-
ates tightly focused, high-velocity jet streams that strip fats, oils and grease 
from pipe walls and move them efficiently downstream and out of sewers. 
It is a sturdy 12 pounds of stainless steel with replaceable jet orifices and 
is rated for 10,000 psi minimum burst. 866-620-5915; www.nozzteq.com.

 ROLL-OFF CONTAINERS

AQUA-Zyme 
Disposal Systems ADS
The ADS 30-yard open-top roll-off de-
watering unit from AQUA-Zyme Dis-
posal Systems can be filled with 22,000 to 25,000 gallons of biosolids at 1% 
to 2% solids in about two hours. After draining for 24 hours, the unit can be 
picked up using a standard-capacity roll-off truck and transported for solids 
disposal. Sludge volume can be reduced by 80% with reductions to 98% in 
BOD, COD, FOG and TSS. Effluent is clear, the unit has few moving parts, 
and the size of filter media can be selected according to job requirements. 
Standard equipment includes a roll-over tarp system; side, floor and center 
screens; 1/4-inch floor plate; 7-gauge side plates; four door binder ratchets; 
eight drain ports; two inlet ports; and a long-handle scraper. Units are also 
available in a 15-yard size. 979-245-5656; www.aqua-zyme.com.

E-Pak Round Bottom 
Tarp Style Unit 

The 25-cubic-yard Round Bottom Tarp 
Style Unit from E-Pak effectively handles all 

types of sludge with its clean dump round bottom de-
sign, according to the maker. A sealed door on this water-tested unit seals 
contaminates in, complete with placards and an easy-to-use door design 
and roll-top tarp. 800-235-1632; www.epakmanufacturing.com.

Pik Rite self-
contained 
roll-off unit
Pik Rite self-contained roll- 
off units are fully operational at the pumping 
site without a chassis. The heavy-duty front platform holds the user’s choice 
of pump and a Kohler 25 hp electric-start engine. The tank is set up with a level 
indicator, rear sight eyes, 36-inch top manway, 20-inch rear manway, 3-inch 
intake with an internal 3-inch standpipe, and a 4-inch discharge. The low-
profile, 12-inch primary shut-off is paired with a 10-gallon secondary shut-off. 
Spray-on protective liner under the hoses protects from scratches and pro-
motes durability. Work lights and a safety beacon are mounted on the rear tank 
head, and a ladder is mounted on the side. Polished aluminum hose trays and 
custom paint finish are standard. Other customizable options are available. 
800-326-9763; www.pikrite.com. ■

We own 

the name. 

You’ve earned 

the name.

Since 1979

http://www.nozzteq.com
http://www.aqua-zyme.com
http://www.epakmanufacturing.com
http://www.pikrite.com
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sign, according to the maker. A sealed door on this water-tested unit seals 
contaminates in, complete with placards and an easy-to-use door design 
and roll-top tarp. 800-235-1632; www.epakmanufacturing.com.

Pik Rite self-
contained 
roll-off unit
Pik Rite self-contained roll- 
off units are fully operational at the pumping 
site without a chassis. The heavy-duty front platform holds the user’s choice 
of pump and a Kohler 25 hp electric-start engine. The tank is set up with a level 
indicator, rear sight eyes, 36-inch top manway, 20-inch rear manway, 3-inch 
intake with an internal 3-inch standpipe, and a 4-inch discharge. The low-
profile, 12-inch primary shut-off is paired with a 10-gallon secondary shut-off. 
Spray-on protective liner under the hoses protects from scratches and pro-
motes durability. Work lights and a safety beacon are mounted on the rear tank 
head, and a ladder is mounted on the side. Polished aluminum hose trays and 
custom paint finish are standard. Other customizable options are available. 
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PressureLift.com
972-355-0550  
866-504-6596

No More Hose Holding, 
Just Lay It Down And Let The

Do The WORK.

PATENTED

UNLIMITED  
VERTICAL LIFT

Vacuum Equipment Only

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 in record times.

THE MOST  
VERSATILE TOOL  
IN THE INDUSTRY

Available 
In: 2" - 8"

Custom Sizes  
Available

FIND OUT HOW.
FREE subscription at digdifferent.com

Beyond 
buckets 
and blades.

Call (814) 933-0927  

or  vis i t  www.RobinsonTanks.com

WORK READY

$75,200

• 1200-Gallon Aluminum Portable Restroom Truck (900x300) 
• Multiple Chassis Options and Build Configurations In Stock!

‘19 FORD F550‘19 FORD F550‘19 FORD F550

Like Us On 
Facebook

$114,300

• 2000-Gallon Aluminum Portable Restroom Truck (1500x500)
• Fruitland 344 Vacuum Pump

• DC10 Washdown Pump with Hannay Hose Reel
• Dual Service with Left Side Work Station

‘20 PETERBILT 337‘20 PETERBILT 337‘20 PETERBILT 337

$121,550

• 2500-Gallon Aluminum Tank    • NVE 607 Vacuum Pump
• Large Aluminum Toolbox

‘20 PETERBILT 337‘20 PETERBILT 337‘20 PETERBILT 337

• 1200-Gallon Aluminum Portable Restroom Truck (900x300) 
• Multiple Chassis Options and Build Configurations In Stock!

• 2500-Gallon Aluminum Tank    • NVE 607 Vacuum Pump
• Large Aluminum Toolbox

• 2000-Gallon Aluminum Portable Restroom Truck (1500x500)
• Fruitland 344 Vacuum Pump

• DC10 Washdown Pump with Hannay Hose Reel
• Dual Service with Left Side Work Station

http://www.pumper.com
http://www.RobinsonTanks.com
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CASE STUDY

Belt press helps processing facility 
increase production
Problem: A Midwest liquid waste haulers processing facility was growing so quickly that it 
was running its dewatering processes 24 hour per 
day and barely keeping up. Its rotary fan press was 
slow and broke down frequently while processing 
the 2% to 6% solids grease trap waste. There was 
also limited space available for new equipment. 
They sought to replace the fan press with technol-
ogy that could process 80,000 to 100,000 gallons 
in a 10- to 12-hour shift while also utilizing their 
existing 4-foot-wide belt press. 

Solution: Bright Technologies, Division of 
Sebright Products, engineered a 5.5-foot-wide 
skid-mounted belt press and filtrate pumping sys-
tem. The press operates at 170 to 255 gpm at 50% 
to 60% cake solids. 

Result: The new press enabled the facility to make its daily production rate goal without 
needing to use the other press. The new unit provided higher throughput and cake solids than 
the facility had previously seen while being more forgiving of sludge variation. In addition, its 
operator controls are user friendly. 800-253-0532; www.brightbeltpress.com.

CASE STUDY

Dewatering drum used for grease trap waste
Problem: Cat Cans Portable Services of Manhattan, Kansas, was in need of a way to dispose 
of the grease trap waste. The company’s initial process was using dewatering bags that were 
laid out on sloped concrete pads. The water would go down into a holding tank while the 
waste would be trapped in the bags. How-
ever, as more grease trap customers were 
acquired, the company quickly outgrew the 
system.

Solution: The company purchased a 10-
foot dewatering drum from In The Round 
Dewatering. The effluent is dumped 
through a screen into a holding tank, 
while the finish water goes into another 
8,000-gallon holding tank. The company is 
currently in the process of seeking approval 
from city officials to have it discharged directly into the city sewer.

Result: The company can process about 20,000 gallons of 70% septic and 30% grease 
trap mixture before having to rotate the machine and compost the dry product. The dry 
product goes to a local horse farm, where they have a composting permit. The drum 
has allowed the grease trap business to expand and has also saved on dump fees. 
317-539-7511; www.itrdewatering.com.

CASE STUDY

Product consumes odor-causing bacteria 
at meat processing plant
Problem: Wisconsin’s Wayne’s Jerky regularly works 
with meat and has blood and organics escape down its 
sink drains. The drains were starting to get sluggish and 
had foul odors coming from the P-trap.

Solution: Lenzyme Trap-Cleer specified their Bio 
product be used at one packet per week. This takes an 
employee about one minute to do. The product is de-
signed to keep the system flowing properly, consume 
any organics and out-compete the bad bacteria causing 
the odors.

Result: After six months of use, odors were gone and 
sinks were operating properly again. 800-223-3083; 
www.lenzyme.com.

CASE STUDY

Grease interceptor replaced in hotel basement
Problem: An Austin, Texas, hotel used a large free-standing grease interceptor located in 
its basement. The city’s grease ordinance is similar to requirements around the country for 
kitchen wastewater sewer effluent. Unlike a buried concrete grease interceptor that is sub-
ject to compressive forces, the free-standing interceptor is subject to tensile (bending and 
stretching) forces, requiring steel construction. Due to the harsh environment and punishing 
pumping services, scratches in the coating quickly led to deterioration and ultimate failure.

Solution: ParkUSA provided and installed the GreaseTrooper GTS grease interceptor. 
Stainless steel construction offers superior corrosion-resistant performance and durability, 
according to the manufacturer. It is UPC listed.

Result: Service interruptions and capital expenses were nearly eliminated with proper rou-
tine maintenance. 888-611-7275; www.parkusa.com. ■

CASE STUDIES

By Craig Mandli

Grease Trap Service and Disposal

Searching 
for More?
More news at  
Pumper.com/featured

http://www.brightbeltpress.com
http://www.itrdewatering.com
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kitchen wastewater sewer effluent. Unlike a buried concrete grease interceptor that is sub-
ject to compressive forces, the free-standing interceptor is subject to tensile (bending and 
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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

Conde

TSITSITANK SERVICES, INC

TSITSI
TANK SERVICES, INC

TSITSITANK SERVICES, INC

TSITSITSI
TANK SERVICES, INC

TSITSITSITANK 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

2019  
Peterbilt  

348

Slide-In 
Units

Self  
  Contained 

Unit
Restroom 

Tanks2019 Peterbilt 337

2019 Peterbilt 337

5,000 Gal.  
Aluminum tanks

7000 - 9000 Gal. Aluminum 
Tri-Axle Trailers

NEW

IN STOCKIN STOCK

NEW

IN STOCK CALL IN STOCK

350HP, Allison auto, 
4500 gal. aluminum tank, 
NVE 887 package

Select pump package  
& engine HP.  
Light weight aluminum,   
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  
Stock2019 

Kenworth 
T880

IN STOCK

5000 gal. aluminum 
vacuum tank,  
NVE 4310 package.

Stainless steel and 
aluminum available 
in various sizes 
and compartments.

500-1,000 gal., 
1 or 2  

compartment;

Belt filter presses featuring innovative 
features that provide high performance 

in a compact high value package.

Bright Technologies offers complete Belt Filter 
Press dewatering systems that are skid or 
trailer mounted. We design and manufacture 
the skid equipment package for high 
throughput, low maintenance, superior cake 
solids and ease of operation.

800-253-0532
127 N. Water St., Hopkins MI 49328

www.brightbeltpress.com
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

http://www.pumper.com
mailto:jerry@tankservicesinc.com
mailto:amanda@tankservicesinc.com
http://www.tankservicesinc.com
http://www.brightbeltpress.com
mailto:info@cohsi.com
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Want to know what is going on in the industry?
What new tools are available? 

How to save on office expenses, supplies, 
advertising, taxes?

What kind of money-saving deals can be 
made on equipment, and much more?

Then subscribe to Pumper, today, where 
some 25,000 of your industry peers  
welcome Pumper every month for the 
value it brings to their business.

Measure Up
 to your customers’ standards

www.pumper.com

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

THANKS JONES SEPTIC

THANKS GREENWOOD SEPTIC

THANKS ROBERTSON TANK

Seal-R™  
Sizes:

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

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!

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

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

Get the Exact Size for Each Job!

Seal-R
Lids, Rings &

Hinge Systems

Customized 
Lids

(Hinges Available On 24"-42")

Add Your Company Name

http://www.pumper.com
http://www.pumper.com
mailto:sbs3647307@gmail.com
http://www.seal-r.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; 740-828-3000

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

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

http://www.aowainfo.org
http://www.azowra.org
http://www.arkowa.com
http://www.cowa.org
http://www.cpow.net
http://www.cowra-online.org
http://www.dowra.org
http://www.fowaonsite.com
http://www.onsitewastewater.org
http://www.georgiafog.com
http://www.owaidaho.org
http://www.owpi.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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Visit www.section179.org to see what you can do this year. Savings good on all qualifying 
equipment orders placed in 2019. Orders must be received by 12/28/2019 to be processed 

in 2019

Call: 866-789-9440  
www.keevac.com

Take advantage of the Section 179 or 168(k) in 2019 for up to $1M on qualifying equipment. 
Do not hesitate! Now is the time to place your truck orders before the savings expire

Any truck or slide-in 
purchased in the month of 

November, KeeVac will 
make a donation in the 

amount of $500 for a truck 
and $100 for a slide-in, in 

your name to the
  Wounded Warrior Project

Tank & Truck EventVeterans Day

888-445-4892
www.slideinwarehouse.com

FD-950 shown 650/300

SC-450 shown 300/150

 Pickup Truck
Flat Bed Truck
Roll Off Truck

Trailer

Ready to be installed

48 Standard 
Slide-In Models
Ranging from 

300-1500 
gallons

Take advantage of the Section 
179 or 168(k) in 2019 for up 

to $1M for qualifying 
equipment. 

Visit www.section179.com today for more details. 
Orders must be placed by 12/28/2019 to process.

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; 740-828-3000

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

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  
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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 
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http://www.section179.org
http://www.keevac.com
http://www.pumper.com
http://www.slideinwarehouse.com
http://www.section179.com
http://www.txowa.org
http://www.e4owm.com
http://www.vowra.org
http://www.wossa.org
http://www.wowra.com
http://www.wlwca.com
http://www.wef.org
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http://www.nawt.org
http://www.aowma.com
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http://www.nbaowp.ca
http://www.wwns.ca
http://www.oowa.org
http://www.oasisontario.on.ca
http://www.sowma.ca
http://www.wcowma.com
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CLASSY TRUCK

Danielsville, Georgia

S hane, Misty and Cody Price added a white and viper blue 2018 Pe-
terbilt 348 with a 3,000-gallon waste and 300-gallon freshwater steel 
tank and National Vacuum Equipment 4310 blower package from 

Pik Rite. The truck is powered by a PACCAR PX-9 375 hp engine sending 
power to the wheels through an Allison automatic transmission. Features 
include a custom-built swivel jetter reel with 300 feet of 1/2-inch hose, 
chrome toolboxes, stainless steel hose tray protectors, rear work lights, a 
2-inch inlet hydrant fill in the rear, polished aluminum wheels, rear hooks 
to carry 225 feet of 3-inch hose and a 10-ton tow hitch. Interior features 
include dual air-ride seats, Bluetooth hands-free phone, stereo, air con-
ditioning, inside-outside access PTO switches and one-touch speed con-
trol for pumping and jetting. Graphics were provided by Flaherty and Sons 
Vinyl. Cody is the driver, and the truck is used for septic and grease trap 
service, jetting, and pumping lift stations. ■

Price’s Septic Tank Service

Got a truck with real WOW appeal? 
Show it off to Pumper readers!
Send photos of your truck after it has been lettered with your company name. 
Any industry-related truck is acceptable. Please limit your submission to one truck only.

Your Classy Truck submission must include your name, company name, mailing address, 
phone number, and details about the truck, including tank size, cab/chassis information, 
pump information, the company that built the truck, and any other details you consider 
important. In particular, tell us what features of the truck help make your work life more 
efficient and more profitable. Email your materials to editor@pumper.com or mail to 
Editor, Pumper, P.O. Box 220, Three Lakes, WI 54562.

We look forward to hearing from you!

SHOW US YOUR CLASSY TRUCK! 

TRUCK SALES | EXPERT SERVICE | PARTS | FINANCING

See our entire inventory at 

truckcountry.com

Call 920-997-4922

2020 M2 106, 350 HP Cummins, Allison 
Auto., 4000 Gal Aluminum, NVE4310 
Blower, Multiple Available. 

Trucks Built to Work!

Thank you to Beebe’s Excavation & Septic 
Services for your recent purchase!
 

2020 M2106, 300HP Cummins, Allison 
Automatic, 1900 Stainless Steel Portable 
Service Trucks 

2020 M2 106, 300HP Cummins L9, Allison 
Auto, Air Ride, Di� Lock, 2500 Gal. Imperial 
Tank with NVE 607 Pump

mailto:editor@pumper.com
www.truckcountry.com
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Danielsville, Georgia

S hane, Misty and Cody Price added a white and viper blue 2018 Pe-
terbilt 348 with a 3,000-gallon waste and 300-gallon freshwater steel 
tank and National Vacuum Equipment 4310 blower package from 
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chrome toolboxes, stainless steel hose tray protectors, rear work lights, a 
2-inch inlet hydrant fill in the rear, polished aluminum wheels, rear hooks 
to carry 225 feet of 3-inch hose and a 10-ton tow hitch. Interior features 
include dual air-ride seats, Bluetooth hands-free phone, stereo, air con-
ditioning, inside-outside access PTO switches and one-touch speed con-
trol for pumping and jetting. Graphics were provided by Flaherty and Sons 
Vinyl. Cody is the driver, and the truck is used for septic and grease trap 
service, jetting, and pumping lift stations. ■

Price’s Septic Tank Service

Got a truck with real WOW appeal? 
Show it off to Pumper readers!
Send photos of your truck after it has been lettered with your company name. 
Any industry-related truck is acceptable. Please limit your submission to one truck only.

Your Classy Truck submission must include your name, company name, mailing address, 
phone number, and details about the truck, including tank size, cab/chassis information, 
pump information, the company that built the truck, and any other details you consider 
important. In particular, tell us what features of the truck help make your work life more 
efficient and more profitable. Email your materials to editor@pumper.com or mail to 
Editor, Pumper, P.O. Box 220, Three Lakes, WI 54562.

We look forward to hearing from you!

SHOW US YOUR CLASSY TRUCK! 

208-790-8770 
www.screencosystems.com 

sales@screencosystems.comDual 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, 32, 64,  
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  
ELIMINATOR
GRIT  
ELIMINATOR

Hose & Pipe Handles
Authorized  
Distributor

• 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書
PUMPS  

AND AGITATORS

SHAFT DRIVE書
PUMPS  

AND AGITATORS
DISTRIBUTOR

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 Sheet 
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 STATIONNE

W
NEW PRODUCTS

Go to pumper.com/alerts and get started today!

GET  
EMAIL NEWS 

ALERTS 

FOR

http://www.pumper.com
http://www.screencosystems.com
mailto:sales@screencosystems.com
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PRODUCT NEWS

Efficiency means bigger profits for portable restroom operators. That’s why 
Imperial Industries developed a unit that performs as two trucks in one — 
for delivery and service — the 1,000-gallon stainless steel Flatvac.

“This product gives the end user an advantage in that they can service their 
toilets and haul at the same time,” says Tyler Vanderloop, Imperial Industries’ 
commercial sales rep. “With the boom option, they have the capabilities to do 
service on both sides of the truck with only one intake hose. This option (gives) 
the end user the ability to service multiple units at one stop.”

Up to six portable restrooms can be transported on top of the unit’s 
1,000-gallon flat vacuum tank. The tank is divided to provide 700 gallons of 
waste capacity and 300 gallons of freshwater capacity. In addition, the pack-
age offers dual-sided bucket filling, two Hannay hose reels with 50 feet of 
hose, a Pumptec X-5 washdown pump, Masport HXL4 vacuum pump system, 
Thieman liftgate, and a 3-inch stainless steel boom with 30 feet of 2-inch 
intake hose and a suction nozzle. The Flatvac rides on a 2019 Ford F-650 
chassis, offering a 6.8-liter V10 engine providing 320 hp. The package comes 
in under CDL requirements.

“It also has clearance lights built into the skirting along both sides and has 
full baffling throughout the freshwater and waste compartment to prevent 
sloshing and instability with driving,” says Shane Herdt, Imperial Industries’ 
lead engineer on the project. “Because of the baffles and possible waste-
clogging on the inside of the tank, we also installed multiple ports for cleaning 
via hose or pressure washer in the belly of the tank.”

According to Herdt, the water compartment is in the front of the tank, with 
the waste in the rear, wrapping around the freshwater compartment like a 
horseshoe. This way when the tank leaves in the morning full of freshwater, 
the center of gravity remains equalized regardless of how much waste is in the 
tank, helping maintain stable handling for the driver.

“The unit lets the operator maintain optimum performance for work, al-
lowing for a full tank while hauling portable restrooms without a trailer,” Herdt 
says. “That increases time efficiency, allowing for more work completed and 
ultimately more profit.”

800-558-2945; www.imperialind.com

in the
SPOTLIGHT
By Craig Mandli

IMPERIAL INDUSTRIES 
FLATVAC RIG HANDLES RESTROOM 
DELIVERY AND ROUTE SERVICE

Extra! 
Extra!

Get more news,  

information,  

and features  

with our  

exclusive  

online content.

Want More Stories?

Check out  

Online Exclusives
at 

www.pumper.com/online_exclusives

20 Quart  
Cooler
Size: 21.25 x 13.75 x 14.25
Capacity: 30 cans no ice

9” Case
Details: PVC Exterior, Floats

16” Case
Details: PVC Exterior, Floats

Bow Case 
Details: 
PVC Exterior, Floats

44”x 15”  
Case 
Details: 
PVC Exterior, Floats

48”x 10”  
Case 
Details: 
PVC Exterior, Floats

54”x 10”  
Case 
Details: 
PVC Exterior,
Floats

Water Resistant or Waterproof  
Models Available

Water Resistant or Waterproof  
Models Available

Water Resistant or Waterproof  
Models Available

35 Quart  
Cooler
Size: 22.5 x 16.25 x 16.25
Capacity: 48 cans no ice

45 Quart  
Cooler
Size: 27 x 16 x 16.25
Capacity: 64 cans no ice

60 Quart  
Cooler
Size: 28.5 x 18.375 x 18
Capacity: 95 cans no ice

75 Quart  
Cooler
Size: 34.25 x 18.375 x 18
Capacity: 117 cans no ice

WWW.BIGSTONETRADING.COM

Shown in Snow

Shown in Surf

Shown in Sand

Shown in Sky

Shown in Slate

833-777-8443    |    SERVICE@BIGSTONE TRADING.COM

BIG STONE DEALERS:
Archer’s Pro Shop  .  .  .  .  .  .  .  .Cotter, AR
Archery Country .  .  .  .  .  .  .  .  .  .Austin, TX
BlackOvis .com  .  .  .  .  .  .  .  .  .  .  .West Valley City, UT
Buck Rub Outfitters, LTD .  .  .Pewaukee, WI
Buck Mountain Sports .  .  .  .  .Vergennes, VT
Forestry Suppliers, Inc . .  .  .  .Jackson, MS

G4 Archery, LLC  .  .  .  .  .  .  .  .  .  .Hillsboro, OR
Gable Sporting Goods  .  .  .  .  .Douglasville, GA
Mark’s Outdoors .  .  .  .  .  .  .  .  .  .Birmingham, AL
MOR Archery  .  .  .  .  .  .  .  .  .  .  .  .  .Shelby Township, MI
Northland Clothing Co .  .  .  .  .Three Lakes, WI
Rogers Sporting Goods  .  .  .  .Liberty, MO

Scheels .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .Johnstown, CO
Specialty Tool & Supply  .  .  .Greenville, NC
Straightline Sports .  .  .  .  .  .  .  .Steamboat Springs, CO
The Reel Shot  .  .  .  .  .  .  .  .  .  .  .  .Appleton, WI
Wilderness Archery  .  .  .  .  .  .  .Rocklin, CA

http://www.imperialind.com
http://www.pumper.com/online_exclusives
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www.bigstonetrading.com
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Advanced Drainage Systems 
acquires Infiltrator Water Technologies

Advanced Drainage Systems announced the acquisition of Infiltrator 
Water Technologies for approximately $1.08 billion from an affiliate of the 
Ontario Teachers’ Pension Plan and other stockholders. Infiltrator has been 
a long-standing supplier and customer of ADS for more than 15 years. In a 
press release, Scott Barbour, ADS president and CEO, says, “This acquisition 
will allow us to offer an enhanced suite of water management solutions to 
a broader set of customers and expand our addressable opportunity in the 
attractive and related onsite septic business.”

 
COXREELS announces new shipping program

COXREELS has launched a shipping program called Coxreels Ship 
Ready. With more than 80 SKUs included, the program ships all confirmed 
orders the next business day after the order is placed. The maximum that 
can be ordered on a purchase order is 10 per SKU per order.

 
Liberty Pumps names new president

Liberty Pumps named Robyn Brookhart as presi-
dent. She replaces Charlie Cook who will remain CEO 
and chairman. She has been with the company for 22 
years and has served in a variety of positions including 
sales and marketing, customer service and manufactur-
ing. Most recently she served as executive vice president 
and chief operating officer, a position she will retain.

 
SJE-Rhombus and CSI Controls 
partner with Contractor Rewards

SJE-Rhombus and CSI Controls are partnering with Contractor Re-
wards starting Aug. 6. Contractor Rewards is a loyalty program company that 
partners with brands to reward qualified purchases. It is a free program and 
open to contractors, plumbers, septic system installers and trade contrac-
tors in the U.S. Invoices must be submitted online or via email within 60 days 
to earn points.

 
Stellar Industries names 
new product manager

Stellar Industries named Tim Worman as a new 
product manager. Worman will be responsible for the 
planning, organizing and controlling of the hook lift, 
cable hoist and American Eagle accessory product lines 
from conceptual stages through product life. Worman 
has a background in engineering, product management, 

business development and sales leadership from over more than 30 years in 
the truck equipment industry.

 
Jackel launches pumps and unveils new logo

Jackel launched its initial offering of sump and sewage pumps and un-
veiled its new logo and brand image in September. It now offers sump and 
sewage pumps and pump systems in addition to its existing basin and check 
valves. The company also announced it has a new branding strategy, reveal-
ing a new logo and colors. According to a release, Craig Nowicki, president 
and CEO, says, “These changes are part of our strategy to present a consis-
tent image across all products and distribution channels.”

Ameri-Can Engineering announces new owners
Ameri-Can Engineering announced its third generation of family own-

ership with the introduction of Keegan and Elizabeth Campbell as the new 
owners of the company. They started with Ameri-Can Engineering in 2008 
and have worked with David Harling in all aspects of the business. With the 
change, Harling will become chairman emeritus.

 
Full In Partners makes growth investment 
in ServiceCore

ServiceCore announced that growth equity investor Full In Partners 
agreed to acquire a significant interest in the company to enable Servi-
ceCore to continue its rapid growth and expansion. ServiceCore empowers 
more than 350 companies across the liquid waste industry to better manage 
their routing, scheduling, accounting and invoicing.

 
Infinity Trailer starts retail operation

Infinity Trailer started a retail operation, Infinity Trailer Parts. It was 
created to provide replacement parts for portable restroom trailers to cus-
tomers and dealers. The parts are accessible for purchase through the In-
finity Trailer Parts website www.infinitytrailerparts.com. The website also 
provides information, such as instructions on how to measure for a replace-
ment door. Additional parts will be added depending on customer need. ■
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www.wwettshow.com
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tors in the U.S. Invoices must be submitted online or via email within 60 days 
to earn points.
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product manager. Worman will be responsible for the 
planning, organizing and controlling of the hook lift, 
cable hoist and American Eagle accessory product lines 
from conceptual stages through product life. Worman 
has a background in engineering, product management, 

business development and sales leadership from over more than 30 years in 
the truck equipment industry.

 
Jackel launches pumps and unveils new logo

Jackel launched its initial offering of sump and sewage pumps and un-
veiled its new logo and brand image in September. It now offers sump and 
sewage pumps and pump systems in addition to its existing basin and check 
valves. The company also announced it has a new branding strategy, reveal-
ing a new logo and colors. According to a release, Craig Nowicki, president 
and CEO, says, “These changes are part of our strategy to present a consis-
tent image across all products and distribution channels.”

Ameri-Can Engineering announces new owners
Ameri-Can Engineering announced its third generation of family own-

ership with the introduction of Keegan and Elizabeth Campbell as the new 
owners of the company. They started with Ameri-Can Engineering in 2008 
and have worked with David Harling in all aspects of the business. With the 
change, Harling will become chairman emeritus.

 
Full In Partners makes growth investment 
in ServiceCore

ServiceCore announced that growth equity investor Full In Partners 
agreed to acquire a significant interest in the company to enable Servi-
ceCore to continue its rapid growth and expansion. ServiceCore empowers 
more than 350 companies across the liquid waste industry to better manage 
their routing, scheduling, accounting and invoicing.

 
Infinity Trailer starts retail operation

Infinity Trailer started a retail operation, Infinity Trailer Parts. It was 
created to provide replacement parts for portable restroom trailers to cus-
tomers and dealers. The parts are accessible for purchase through the In-
finity Trailer Parts website www.infinitytrailerparts.com. The website also 
provides information, such as instructions on how to measure for a replace-
ment door. Additional parts will be added depending on customer need. ■
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SAVE THE DATES
Upcoming Training & Events

YOUR SOURCE FOR REAL LEARNING

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

CPOW Inspector
November 14-15, 2019
Lakewood, CO 
Contact: Lisa Nicoll
Email: cpow@cpow.net

800-236-6298
WWW.NAWT.ORG

YOUR SOURCE 
FOR REAL 
LEARNING

 For more 
information call:

http://www.pumper.com
http://www.infinitytrailerparts.com
mailto:cpow@cpow.net
www.nawt.com
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Marketplace Advertising

USD

ARCTIC BLASTERS INC.  
SUNDRE, ALBERTA

403.638.3934 • ArcticBlaster.com

Valve Heaters for your Septic Truck

Heat the Valve,  
Not the Sewage

Arctic Valve Heaters
> No piping changes or welding 

needed on your truck.   
> For: 3", 4" or 6" MZ Lever Valves 

And: 4" or 6" Betts Valves   
> Developed by the inventor  

of the Arctic Blaster
And They Work!

> Thaws pipes above &  
below ground   

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

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

Worth $1,000s
Yours for FREE

Subscribe Today!

.com

New technologies · Tips · 
Money-saving deals · And more.

Marketplace Advertising

USD

USD
F R A G R A N C E F R A G R A N C E

F R A G R A N C EF R A G R A N C E

SUMMER FRESH
FRAGRANCE

F R A G R A N C E F R A G R A N C E

F R A G R A N C EF R A G R A N C E

SUMMER FRESH
FRAGRANCE

F R A G R A N C E F R A G R A N C E

F R A G R A N C EF R A G R A N C E

SUMMER FRESH
FRAGRANCE

290 Alpha Drive, Pittsburgh PA 15238
     800.556.0111      412.252.7000
surcopt.com

PORTABLE SANITATION PRODUCTS 

800.556.0111
surco.com

New mess-free  
packets available!

Call to get your FREE sample

Portable Toilet
Deodorant

Surco®

Let Us Build Your 

JETTER

Diesel
Propane

Gas

Hot or 
Cold

866-944-3569

•  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

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

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

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

What Do You Do

Send us a note to editor@pumper.com. 

After

http://www.fluidtechnologyinc.com
mailto:editor@pumper.com
www.mightyprobe.com
www.surco.com
www.arcticblaster.com
www.easykleen.com
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www.americanjetter.com
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BUSINESSES

FOR SALE: Since 1951 TA Lauritsen 
Septic & Drain has been a great busi-
ness. Located in south-central Minne-
sota, owner wishes to retire. 2 beautiful 
Kenworths with 3,500-gallon stainless-
steel tanks & hoists. Many roto rooters, 
jetters and locators. Also 3-stall heated 
shop and an additional 40’ x 80’ new 
building. No septic competition in the 
area. Call for more information. Check 
out talauritsen-septic.com for photos.

Tom 320-269-2920, MN P12

Turnkey business with several thousand 
individual residences as customer base 
and municipal contracts (ask for de-
tails). The business comes with a 2005 
Freightliner with a 2,500-gallon pump 
truck, an '06 F-250 diesel utility truck 
(90k original miles), 2013 Kubota U25 
(just over 500 hours), and two equip-
ment trailers (18' and 20'). Business is 
and has been active for over 12 years. 
 ................................  Asking $400,000

Daniel  404-291-2651, GA P11

Profitable septic pumping company for sale, 
Westchester County-Putnam Valley, NY area. 
Includes a 1999 International 4900 (refur-
bished 2011). Company has been in busi-
ness for over 60 years! Owner retiring. Great 
opportunity for contractor, lots of repair 
work. Call 914-447-5224, serious inquiries 
ONLY.  (P11)

Full Service Septic Company for sale - Capi-
tal Region (Charlton), New York. 2004 Peter-
bilt with a 2,800-gallon Progress aluminum 
tank. 2008 GMC toilet truck. 2006 F350, 
utility body with 9 1/2' stainless V plow. 50 
portable toilets, regular, womens’, unisex, 
handicap. 2004 SK80 Kobelco with 3 buck-
ets. Many misc. construction supplies and 
tools. Customer list and phone numbers. 
$500,000. 518-466-1633.  (P11)

Busy Pacific Northwest septic & drain clean-
ing business for sale. Septic pumping, 
repairs, maintenance, drain cleaning and 
jetting, portables, rest room trailer, septic 
inspections, potable water delivery. Retiring 
owners offering complete training and sup-
port if needed. Consistent and steep growth 
with outstanding daily cash-flow. Opportuni-
ties galore to expand! Experienced septic 
installer could hit a home-run! Kenworth 
T800 5,000-gallon tractor/tanker pump-
er, Kenworth T370 2,500-gallon pumper, 
Freightliner 2,300-gallon pumper, W4500 
GMC 400/125 tender, INTL 4700 550/200 
tender both with lift-gates, W5500 16' flat-
bed, 14' Chevrolet box van, Ford F150 4x4 
service truck, trailer jetter, over 18 sewer 
machines, inspection cameras, late model 
7-unit premium restroom event trailer, 150+ 
events monthly and event rental units. Tons 
of equipment, forklift, welders, tools, etc. All 
vehicles and equipment are well-maintained. 
We roll 24/7 fast and hard within a large ser-
vice area. 100% turnkey first-class operation. 
Verifiable business and accounting records. 
Business, real estate, nice shop and office, all 
equipment and inventory, $1.5M buys all. If 
you’re seriously qualified, call 208-512-5932 
and leave a confidential message, we will re-
turn all calls. No agents, brokers or absentee 
owners.  (P11)

Established portable restroom business in 
Savannah, GA. 3 routes per day/5 days a 
week. 5 trucks, 550 construction, 50 spe-
cials, 40 hand washers, 35 holding tanks, 
1 2-stall trailer and 2 delivery trailers. Call 
478-256-6887  (P11)

Septic and plumbing company for sale in 
Southern New Jersey. Profitable business 
that is still fully operational of 35 years for 
sale. Includes all trucks (including service 
vans), tools, equipment, client lists and con-
tract work. This is a turnkey business with 
an excellent reputation that is available for 
you to take over. $750,000 OBO. Willing to 
finance, licenses until agreed upon time. Call 
609-517-4296.  (P12) 

Portable toilet and septic tank pumping busi-
ness, Est. 2001. Portable toilets included: 4 
handicap units, 5 standard units with sinks, 
285 standard units, 2 handwash stations, 
2 hand-sanitizing stations, 4 toilet hang-
ers, 1 - 24-foot trailer, 1 - 12-foot trailer, 1 
- 5-foot trailer, 1 Laxi-Taxi trailer. 2005 Ford 
F550 - 500/400; 2006 Ford F350 - 400/ 
200; 2012 Dodge 3500 300/150; 1998 
Kenworth T300 - 2,000-gallon; 2004 
Chevy 2500; delivery truck; Bobcat. Asking 
$225,000 OBO. Call or e-mail Tyler: 501-388-
6777; arsepticpumping@gmail.com.  (P11)

Portable restroom company for sale in Hous-
ton, TX. Well-established and family-owned. 
Looking to retire. Generates $500,000 plus. 
Please email oncallseptic@gmail.com if in-
terested.  (P12)

Reputable and profitable septic pumping 
company for sale in Southern California. 
Owner retiring after 36 years. Company 
services several commercial accounts and 
over 16,000 residential customers in data 
base. Equipment as follows: 2011 Peterbilt 
2,500-gallon capacity, 2019 WesternStar 10 
wheeler 3,700-gallon aluminum tank, 2012 
Peterbilt 388 Tractor with a 7,000-gallon 
aluminum trailer, DeMag-Wittig pumps on 
all trucks. All trucks meet current CARB-
compliant requirements. Plenty of opportu-
nity for expansion. Owner net $150,000 year, 
company grosses under $700,00. Serious 
inquires only. Contact owner at septicbiz-
4sale@gmail.com. Leave your contact info 
and any questions, will respond to all.  (P11)

Rapidly growing, Southeastern Pennsylvania 
portable restroom company for sale. 350+ 
services per week. Condensed routes, great 
growth and lots of potential for more. Email 
papottyco@gmail.com for more info. Serious 
inquires only.  (P11)

Looking to purchase a portable toilet busi-
ness in PA, NJ or NY. I am located in the 
Poconos, PA, and am looking to expand. 
Businesses any size will work. Call any time 
570-656-8483 or email mcwilliams_Jake@
yahoo.com  (P01)

Own the Alaskan Dream near New Ski 
area! Two septic trucks, tractor with tanker, 
phone numbers, name, and customer list - 
$295,000. Add shop, new home, and two 
rentals for a total of $895,000. 907-841-
8632 or akpacer@yahoo.com.  (P03)

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.  
 (PBM)

CONSULTING/ENGINEERING
CUSTOM VACUUM TANKS. Hampton R&D, 
Inc. will custom-design your tank in 3D mod-
el and provide you a complete set of detailed 
drawings, sub-assemblies, and BOM ready 
for fabrication. info@hamptonRd.net; 434-
845-7613 or 434-993-5993  (PBM)

DEWATERING
Surplus Equipment for sale. Item 1 - Ro-
tary Sludge Thickener, process 100gpm 
of 1% sludge into 8% sludge and reduce 
its volume by 87%. Why truck all that wa-
ter? $29,000. Item 2 - 6,300-gallon SS 
thickened sludge land-application tanker. 
$17,000. Contact Mark Scott for full details. 
Mark@Delta-Pioneer.com. (P01)

2 Lycos for sale - one single-drum, 
and one double-drum screener. Both are 
48" diameter x 72" long. Stainless steel. 
Both include stainless steel dewatering 
discharge screw, 6" x 25' with hoppers. 
Mfg. 2014. Last used on meat scraps. 
.......................................  $25,000 each

Greg 570-205-6616, PA P12

2007 Flo Trend Sludge Mate 30-yard dewa-
tering box is designed to dewater: grease trap 
waste, septic tank waste, digester sludge, 
alum sludge. Also includes Poly-Mate Poly-
mer Mixing and Injection Systems. Serious 
inquiries only, please. Asking $24,900 OBO. 
Call Rite-Way Services 606-877-2670   (P12)

HAZARDOUS 
WASTE UNITS

1997 Ford with Cusco 3,200-gallon DOT 
certified dump and door liquid vacuum truck. 
Cat engine with Moro M9 vacuum pump. 
Runs and pumps excellent. $37,500. KLM 
Companies 617-909-9044 (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)

2000 Kenworth T800 with Cusco 3,000-gal-
lon DOT certified MC412 high-dump wet/dry 
vacuum truck with Hibon 27” blower and 
Jurop 400cfm vacuum pressure offloading 
pump. Cat 425hp engine with recent re-
builds on both blower and engine of truck. 
Very good condition. KLM Companies 617-
909-9044  (PBM)

2020 Peterbilt 348 cab & chassis with PX9, 
automactic transmission, 350hp. Presvac 
3,200 U.S. gallon, carbon steel, full-open 
rear door, dump-type unit with Presvac 
PV750 vacuum pump. (Stock# 13842) 
www.VacuumSalesInc.com (888) VAC-
UNIT (822-8648)  (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)

P L A C E  Y O U R  A D  O N L I N E  A T  w w w . p u m p e r . c o m  –  I T ’ S  A L W A Y S  T H E R E  T O  M E E T  Y O U R  B U S Y  S C H E D U L E

Submit your classified ad online!
www.pumper.com/classifieds/place_ad

see photos in color at www.pumper.com

classif ieds

P L A C E  Y O U R  A D  O N L I N E  A T  w w w . p u m p e r . c o m  –  I T ’ S  A L W A Y S  T H E R E  T O  M E E T  Y O U R  B U S Y  S C H E D U L E

1997 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)

HYDROEXCAVATING
EQUIPMENT

2012 Freightliner 114SD Vactor 2100 
Plus hydro-excavator. Vactor 80gpm @ 
2,000psi water jet. Roots blower. 

972-938-1905, TX P11

JET VACS

2004 CNG Vactor (compressed natural 
gas ONLY), 12-yard, Freightliner FL80, 
#04-06V-9011, 51K miles, 6-cylinder 
Cummins CNG fan engine. 80gpm/ 
2,500psi. ................................  $68,900

561-266-4998, FL P11

2002 International 2554 Vactor 2100 Series 
combo truck. 12-yard debris body. Jet rod-
der (new) 80gpm at 2,500psi. 1,300-gallon 
tank. Two-stage fan unit. JD 6-cylinder auxil-
iary engine. Truck has been completely gone 
through. Complete in-chassis rebuild on 
drive motor -- less than 5k miles since en-
gine rebuild. Automatic transmission. Have 
all repair receipts from day one, too much to 
list. Truck is ready to go to work. Serious in-
quiries only. $65,500. Call for photos - 773-
269-7354 (P11) 

2 Camel sewer combination trucks for sale. 
Truck 1 - 2000 Camel with Sterling, 173k 
miles, standard transmission, 10-yd. debris 
tank, 1,500-gallon water, runs and works 
well. Truck 2 - 2007 Camel with Sterling, 
170k miles, automatic transmission, 10-yd. 
debris tank, 1,500-gallon water, runs and 
works well. Asking $30,000 per truck or 
$50,000 for both of them. Trucks located 
near Phoenix, AZ. Call 480-620-2517.  (P11)

JETTERS-TRAILER

PBM

The HotJetII® is a best-selling hot- and 
cold-water drainline cleaner featuring a 
35hp Vanguard engine by Toyota and de-
livering 10gpm @ 4,000psi that cleans 
drains up to 300’ and 12” in diameter. 
Priced at $32,995 including freight to the 
lower 48 states, the HotJet II® is American 
made using nonpropriety parts for afford-
ability and ease in serviceability making 
its return on investment truly impressive. 
Financing available.

800-624-8186
sales@hotjetusa.com
www.hotjetusa.com

JETTERS-TRUCK

2015 Ford F450 Super-Duty jet truck, 
6.7L diesel-automatic, 116,097 miles, 
American Jetter-skid 1740, 600-gallon 
water capacity, 4,000psi, 65hp, 17gpm, 
twin engines.  ..........................  $31,500

Frank 978-758-6265, MA PBM

LEASE/FINANCING
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)

Help your company grow! –  Call BSG 
Services today and let’s get STARTED. It’s 
quick and easy! Call toll-free 866-259-5370 
or 352-516-7808.  (PBM)

PORTABLE RESTROOMS
Used restrooms for sale. Updating and unify-
ing our fleet. We have many different makes 
and models. Varying quality but all can go 
into the field on jobsites. Prices will vary 
based on quantity. $125 or less. Pictures 
available upon request. Contact Jackie Cart-
er at 615-829-2468 or jackiec@fusionsite 
services.com  (P11)

100 PJN3 like-new forest green portable re-
strooms - $450 each, sold in groups of 10 
or more only. 100 PJ3 forest green portable 
restrooms, some wood skids, good condition 
- $400 each, sold in groups of 10 or more 
only. Bethany - 920-322-3342.  (P12)

40 portable toilets for sale. Construction 
grade, most are green in color. $225 each, 
located in central Florida. Isuzu NPR delivery 
truck for sale. Call Eric 352-461-9090. (P11)

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)

PORTABLE RESTROOM 
TANKS

We are selling a 1,350-gallon aluminum 
vacuum portable restroom tank that has 
never been used. This tank has 400 gallons 
of freshwater and 950 gallons waste capac-
ity. Please email rayc@sciotorisk.com or call 
614-515-0501 for more details and pictures. 
$20,000 OBO.  (P11)

PORTABLE RESTROOM 
TRAILERS

2007 Wells Cargo ADA+2 restroom trailer, 
interiors are newly updated. New AC, interior 
lights, flooring, toilets, pumps, roof vents. 
New steps, porches, handrails on men’s and 
women’s. 100-gallon onboard fresh water 
tank. Ready for rentals. $21,500. Contact 
us at ian@infintytrailer.com or at 574-370-
8386.  (P11)

2015 COHSI 2-room restroom trailer with 
parlor/waiting room, 450-gallon waste, A/C, 
heat. No onboard water or winter package. 
Good-VIP/wedding condition, 14 x 8. $15,000 
OBO. Email/text for pictures - 810-265-9026 
or gretchenmenard@yahoo.com.  (P11)

2008 Wells Cargo 3-stall, super clean. Cold-
weather package, freshwater tank. Was 
never a rental, owned by a wedding venue. 
$15,500. For more info and pics call Steve at 
863-581-5680.  (P11)

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

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

2013 Hino 268 with a refurbished body, 
new raw-water pump, all new hoses, 
checked out and ready to go! 1,300-gal-
lons fresh, 900-gallons waste, Masport 
pump, 108k miles. NICE TRUCK! $53,500 

Call 239-334-1000, FL P11

2009 Chevy 3500HD, Duramax, Al-
lison auto., 4WD. NEW aluminum 300 
waste/150 fresh vacuum tank, HXL2 
Masport pump, washdown system.

Call JR @ 720-253-8014, CO PBM

2 Portable Toilet Trucks. Coleman-built stain-
less steel tanks w/fiberglass bodies. 2005 
& 2006 International 4200, VT365 diesel 
engine, air-ride, air brakes, 3-compartment 
tanks 100/250 fresh - 650 waste. 2005 has 
349,000 miles. 2006 has 319,500 miles. 
$35,000 for both or $20,000 each. Pictures 
available upon request. For inquiries email 
bdowning71@gmail.com (P11)
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BUSINESSES

FOR SALE: Since 1951 TA Lauritsen 
Septic & Drain has been a great busi-
ness. Located in south-central Minne-
sota, owner wishes to retire. 2 beautiful 
Kenworths with 3,500-gallon stainless-
steel tanks & hoists. Many roto rooters, 
jetters and locators. Also 3-stall heated 
shop and an additional 40’ x 80’ new 
building. No septic competition in the 
area. Call for more information. Check 
out talauritsen-septic.com for photos.

Tom 320-269-2920, MN P12

Turnkey business with several thousand 
individual residences as customer base 
and municipal contracts (ask for de-
tails). The business comes with a 2005 
Freightliner with a 2,500-gallon pump 
truck, an '06 F-250 diesel utility truck 
(90k original miles), 2013 Kubota U25 
(just over 500 hours), and two equip-
ment trailers (18' and 20'). Business is 
and has been active for over 12 years. 
 ................................  Asking $400,000

Daniel  404-291-2651, GA P11

Profitable septic pumping company for sale, 
Westchester County-Putnam Valley, NY area. 
Includes a 1999 International 4900 (refur-
bished 2011). Company has been in busi-
ness for over 60 years! Owner retiring. Great 
opportunity for contractor, lots of repair 
work. Call 914-447-5224, serious inquiries 
ONLY.  (P11)

Full Service Septic Company for sale - Capi-
tal Region (Charlton), New York. 2004 Peter-
bilt with a 2,800-gallon Progress aluminum 
tank. 2008 GMC toilet truck. 2006 F350, 
utility body with 9 1/2' stainless V plow. 50 
portable toilets, regular, womens’, unisex, 
handicap. 2004 SK80 Kobelco with 3 buck-
ets. Many misc. construction supplies and 
tools. Customer list and phone numbers. 
$500,000. 518-466-1633.  (P11)

Busy Pacific Northwest septic & drain clean-
ing business for sale. Septic pumping, 
repairs, maintenance, drain cleaning and 
jetting, portables, rest room trailer, septic 
inspections, potable water delivery. Retiring 
owners offering complete training and sup-
port if needed. Consistent and steep growth 
with outstanding daily cash-flow. Opportuni-
ties galore to expand! Experienced septic 
installer could hit a home-run! Kenworth 
T800 5,000-gallon tractor/tanker pump-
er, Kenworth T370 2,500-gallon pumper, 
Freightliner 2,300-gallon pumper, W4500 
GMC 400/125 tender, INTL 4700 550/200 
tender both with lift-gates, W5500 16' flat-
bed, 14' Chevrolet box van, Ford F150 4x4 
service truck, trailer jetter, over 18 sewer 
machines, inspection cameras, late model 
7-unit premium restroom event trailer, 150+ 
events monthly and event rental units. Tons 
of equipment, forklift, welders, tools, etc. All 
vehicles and equipment are well-maintained. 
We roll 24/7 fast and hard within a large ser-
vice area. 100% turnkey first-class operation. 
Verifiable business and accounting records. 
Business, real estate, nice shop and office, all 
equipment and inventory, $1.5M buys all. If 
you’re seriously qualified, call 208-512-5932 
and leave a confidential message, we will re-
turn all calls. No agents, brokers or absentee 
owners.  (P11)

Established portable restroom business in 
Savannah, GA. 3 routes per day/5 days a 
week. 5 trucks, 550 construction, 50 spe-
cials, 40 hand washers, 35 holding tanks, 
1 2-stall trailer and 2 delivery trailers. Call 
478-256-6887  (P11)

Septic and plumbing company for sale in 
Southern New Jersey. Profitable business 
that is still fully operational of 35 years for 
sale. Includes all trucks (including service 
vans), tools, equipment, client lists and con-
tract work. This is a turnkey business with 
an excellent reputation that is available for 
you to take over. $750,000 OBO. Willing to 
finance, licenses until agreed upon time. Call 
609-517-4296.  (P12) 

Portable toilet and septic tank pumping busi-
ness, Est. 2001. Portable toilets included: 4 
handicap units, 5 standard units with sinks, 
285 standard units, 2 handwash stations, 
2 hand-sanitizing stations, 4 toilet hang-
ers, 1 - 24-foot trailer, 1 - 12-foot trailer, 1 
- 5-foot trailer, 1 Laxi-Taxi trailer. 2005 Ford 
F550 - 500/400; 2006 Ford F350 - 400/ 
200; 2012 Dodge 3500 300/150; 1998 
Kenworth T300 - 2,000-gallon; 2004 
Chevy 2500; delivery truck; Bobcat. Asking 
$225,000 OBO. Call or e-mail Tyler: 501-388-
6777; arsepticpumping@gmail.com.  (P11)

Portable restroom company for sale in Hous-
ton, TX. Well-established and family-owned. 
Looking to retire. Generates $500,000 plus. 
Please email oncallseptic@gmail.com if in-
terested.  (P12)

Reputable and profitable septic pumping 
company for sale in Southern California. 
Owner retiring after 36 years. Company 
services several commercial accounts and 
over 16,000 residential customers in data 
base. Equipment as follows: 2011 Peterbilt 
2,500-gallon capacity, 2019 WesternStar 10 
wheeler 3,700-gallon aluminum tank, 2012 
Peterbilt 388 Tractor with a 7,000-gallon 
aluminum trailer, DeMag-Wittig pumps on 
all trucks. All trucks meet current CARB-
compliant requirements. Plenty of opportu-
nity for expansion. Owner net $150,000 year, 
company grosses under $700,00. Serious 
inquires only. Contact owner at septicbiz-
4sale@gmail.com. Leave your contact info 
and any questions, will respond to all.  (P11)

Rapidly growing, Southeastern Pennsylvania 
portable restroom company for sale. 350+ 
services per week. Condensed routes, great 
growth and lots of potential for more. Email 
papottyco@gmail.com for more info. Serious 
inquires only.  (P11)

Looking to purchase a portable toilet busi-
ness in PA, NJ or NY. I am located in the 
Poconos, PA, and am looking to expand. 
Businesses any size will work. Call any time 
570-656-8483 or email mcwilliams_Jake@
yahoo.com  (P01)

Own the Alaskan Dream near New Ski 
area! Two septic trucks, tractor with tanker, 
phone numbers, name, and customer list - 
$295,000. Add shop, new home, and two 
rentals for a total of $895,000. 907-841-
8632 or akpacer@yahoo.com.  (P03)

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.  
 (PBM)

CONSULTING/ENGINEERING
CUSTOM VACUUM TANKS. Hampton R&D, 
Inc. will custom-design your tank in 3D mod-
el and provide you a complete set of detailed 
drawings, sub-assemblies, and BOM ready 
for fabrication. info@hamptonRd.net; 434-
845-7613 or 434-993-5993  (PBM)

DEWATERING
Surplus Equipment for sale. Item 1 - Ro-
tary Sludge Thickener, process 100gpm 
of 1% sludge into 8% sludge and reduce 
its volume by 87%. Why truck all that wa-
ter? $29,000. Item 2 - 6,300-gallon SS 
thickened sludge land-application tanker. 
$17,000. Contact Mark Scott for full details. 
Mark@Delta-Pioneer.com. (P01)

2 Lycos for sale - one single-drum, 
and one double-drum screener. Both are 
48" diameter x 72" long. Stainless steel. 
Both include stainless steel dewatering 
discharge screw, 6" x 25' with hoppers. 
Mfg. 2014. Last used on meat scraps. 
.......................................  $25,000 each

Greg 570-205-6616, PA P12

2007 Flo Trend Sludge Mate 30-yard dewa-
tering box is designed to dewater: grease trap 
waste, septic tank waste, digester sludge, 
alum sludge. Also includes Poly-Mate Poly-
mer Mixing and Injection Systems. Serious 
inquiries only, please. Asking $24,900 OBO. 
Call Rite-Way Services 606-877-2670   (P12)

HAZARDOUS 
WASTE UNITS

1997 Ford with Cusco 3,200-gallon DOT 
certified dump and door liquid vacuum truck. 
Cat engine with Moro M9 vacuum pump. 
Runs and pumps excellent. $37,500. KLM 
Companies 617-909-9044 (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)

2000 Kenworth T800 with Cusco 3,000-gal-
lon DOT certified MC412 high-dump wet/dry 
vacuum truck with Hibon 27” blower and 
Jurop 400cfm vacuum pressure offloading 
pump. Cat 425hp engine with recent re-
builds on both blower and engine of truck. 
Very good condition. KLM Companies 617-
909-9044  (PBM)

2020 Peterbilt 348 cab & chassis with PX9, 
automactic transmission, 350hp. Presvac 
3,200 U.S. gallon, carbon steel, full-open 
rear door, dump-type unit with Presvac 
PV750 vacuum pump. (Stock# 13842) 
www.VacuumSalesInc.com (888) VAC-
UNIT (822-8648)  (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)
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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)

HYDROEXCAVATING
EQUIPMENT

2012 Freightliner 114SD Vactor 2100 
Plus hydro-excavator. Vactor 80gpm @ 
2,000psi water jet. Roots blower. 

972-938-1905, TX P11

JET VACS

2004 CNG Vactor (compressed natural 
gas ONLY), 12-yard, Freightliner FL80, 
#04-06V-9011, 51K miles, 6-cylinder 
Cummins CNG fan engine. 80gpm/ 
2,500psi. ................................  $68,900

561-266-4998, FL P11

2002 International 2554 Vactor 2100 Series 
combo truck. 12-yard debris body. Jet rod-
der (new) 80gpm at 2,500psi. 1,300-gallon 
tank. Two-stage fan unit. JD 6-cylinder auxil-
iary engine. Truck has been completely gone 
through. Complete in-chassis rebuild on 
drive motor -- less than 5k miles since en-
gine rebuild. Automatic transmission. Have 
all repair receipts from day one, too much to 
list. Truck is ready to go to work. Serious in-
quiries only. $65,500. Call for photos - 773-
269-7354 (P11) 

2 Camel sewer combination trucks for sale. 
Truck 1 - 2000 Camel with Sterling, 173k 
miles, standard transmission, 10-yd. debris 
tank, 1,500-gallon water, runs and works 
well. Truck 2 - 2007 Camel with Sterling, 
170k miles, automatic transmission, 10-yd. 
debris tank, 1,500-gallon water, runs and 
works well. Asking $30,000 per truck or 
$50,000 for both of them. Trucks located 
near Phoenix, AZ. Call 480-620-2517.  (P11)

JETTERS-TRAILER

PBM

The HotJetII® is a best-selling hot- and 
cold-water drainline cleaner featuring a 
35hp Vanguard engine by Toyota and de-
livering 10gpm @ 4,000psi that cleans 
drains up to 300’ and 12” in diameter. 
Priced at $32,995 including freight to the 
lower 48 states, the HotJet II® is American 
made using nonpropriety parts for afford-
ability and ease in serviceability making 
its return on investment truly impressive. 
Financing available.

800-624-8186
sales@hotjetusa.com
www.hotjetusa.com

JETTERS-TRUCK

2015 Ford F450 Super-Duty jet truck, 
6.7L diesel-automatic, 116,097 miles, 
American Jetter-skid 1740, 600-gallon 
water capacity, 4,000psi, 65hp, 17gpm, 
twin engines.  ..........................  $31,500

Frank 978-758-6265, MA PBM

LEASE/FINANCING
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)

Help your company grow! –  Call BSG 
Services today and let’s get STARTED. It’s 
quick and easy! Call toll-free 866-259-5370 
or 352-516-7808.  (PBM)

PORTABLE RESTROOMS
Used restrooms for sale. Updating and unify-
ing our fleet. We have many different makes 
and models. Varying quality but all can go 
into the field on jobsites. Prices will vary 
based on quantity. $125 or less. Pictures 
available upon request. Contact Jackie Cart-
er at 615-829-2468 or jackiec@fusionsite 
services.com  (P11)

100 PJN3 like-new forest green portable re-
strooms - $450 each, sold in groups of 10 
or more only. 100 PJ3 forest green portable 
restrooms, some wood skids, good condition 
- $400 each, sold in groups of 10 or more 
only. Bethany - 920-322-3342.  (P12)

40 portable toilets for sale. Construction 
grade, most are green in color. $225 each, 
located in central Florida. Isuzu NPR delivery 
truck for sale. Call Eric 352-461-9090. (P11)

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)

PORTABLE RESTROOM 
TANKS

We are selling a 1,350-gallon aluminum 
vacuum portable restroom tank that has 
never been used. This tank has 400 gallons 
of freshwater and 950 gallons waste capac-
ity. Please email rayc@sciotorisk.com or call 
614-515-0501 for more details and pictures. 
$20,000 OBO.  (P11)

PORTABLE RESTROOM 
TRAILERS

2007 Wells Cargo ADA+2 restroom trailer, 
interiors are newly updated. New AC, interior 
lights, flooring, toilets, pumps, roof vents. 
New steps, porches, handrails on men’s and 
women’s. 100-gallon onboard fresh water 
tank. Ready for rentals. $21,500. Contact 
us at ian@infintytrailer.com or at 574-370-
8386.  (P11)

2015 COHSI 2-room restroom trailer with 
parlor/waiting room, 450-gallon waste, A/C, 
heat. No onboard water or winter package. 
Good-VIP/wedding condition, 14 x 8. $15,000 
OBO. Email/text for pictures - 810-265-9026 
or gretchenmenard@yahoo.com.  (P11)

2008 Wells Cargo 3-stall, super clean. Cold-
weather package, freshwater tank. Was 
never a rental, owned by a wedding venue. 
$15,500. For more info and pics call Steve at 
863-581-5680.  (P11)

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

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

2013 Hino 268 with a refurbished body, 
new raw-water pump, all new hoses, 
checked out and ready to go! 1,300-gal-
lons fresh, 900-gallons waste, Masport 
pump, 108k miles. NICE TRUCK! $53,500 

Call 239-334-1000, FL P11

2009 Chevy 3500HD, Duramax, Al-
lison auto., 4WD. NEW aluminum 300 
waste/150 fresh vacuum tank, HXL2 
Masport pump, washdown system.

Call JR @ 720-253-8014, CO PBM

2 Portable Toilet Trucks. Coleman-built stain-
less steel tanks w/fiberglass bodies. 2005 
& 2006 International 4200, VT365 diesel 
engine, air-ride, air brakes, 3-compartment 
tanks 100/250 fresh - 650 waste. 2005 has 
349,000 miles. 2006 has 319,500 miles. 
$35,000 for both or $20,000 each. Pictures 
available upon request. For inquiries email 
bdowning71@gmail.com (P11)
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PORTABLE RESTROOM 
TRUCKS

2012 International 4300, 1,800-gal-
lon tank (1,200 waste/600 clean), cold 
weather/arctic package. .. $55,000 OBO

Call/text 801-631-7398, UT P12

2013 International 4300, 1,500-gal-
lon Abernethy tank - 1,150/350. Motor 
needs a rebuild.  ....................... $7,500

Josh 901-452-7040, TN P11

NEW 2019 Isuzu NRR, 215hp, au-
tomatic transmission, 19,500 GVWR. 
1,100-gallon (800 waste/300 fresh) 
stainless-steel tank with portable toilet 
carrier. Masport pump, pressure wash-
er. 2 s/s toolboxes, Hannay hose reel 
w/50ft. of hose. Power windows/locks, 
backup alarm, heated mirrors & more. 
5-year/200,000 mile warranty included!  
............................................... $85,000

918-607-1006 P11

2007 Chevrolet HD 3500, 4x4, 9' aluminum 
bed, 300/100 stainless-steel pumping unit 
with Honda motor, Jurop pump. Freshwater 
wand, 2-unit rack, receiver hitch, 5th wheel 
plate. Red, sharp truck. 149k miles, 6.0 gas, 
automatic, full power. $15,900. Call 641-
454-2701  (P11)

2012 Ford F550 XLT, 4x4, 6.7 automatic with 
Satellite 950 MD, hyd. pumping EQU. Fresh-
water wand, pressure washer, stainless 
steel sides and trays. 160k miles, looks new. 
$39,000. Call 641-454-2701  (P11)

2011 Ram 5500 with Imperial 1,175 alumi-
num tank. 300,000 miles. Bought new truck. 
Used in route currently. Pictures available. 
All new tires. $15,000. Call Tim at 585-738-
5381 (P11)

NEW 2019 Hino 268A (non CDL) 260hp, 
automatic transmission. 1,500-gallon 
(1,100 waste/400 fresh) stainless-steel 
septic tank with portable-toilet carrier. 
Masport pump, pressure washer, 2 s/s 
tool boxes, dual side vacuum inlets. 
Heated power mirrors, power windows 
and door locks. 5-year/250,000 mile 
engine warranty!  ....................  $99,500

918-607-1006 P11

NEW 2020 Hino 268A (non CDL), 
260hp, automatic transmission. 1,500- 
gallon (1,100 waste/400 fresh) stain-
less-steel tank with portable-toilet car-
rier. Masport pump, pressure washer. 
2 s/s toolboxes, s/s bucket holder, dual 
side vacuum inlets, drop tray. Aluminum 
wheels, chrome bumper. 5-year/250,000 
mile engine warranty! Candy apple red 
factory paint.  ........................ $104,999 

918-607-1006 P11

2008 Freightliner with Best Enterprises 
1,100 waste/400 fresh stainless tank. 
Mercedes motor with Allison auto trans-
mission. Under CDL.  ..................$50,000

Call Aaron 276-620-0533, VA P11

2006 Freightliner M2 106 Business Class: 
Cat C7 with 225hp, 101k miles, Allison auto-
matic transmission. Air-ride suspension, vir-
gin 11R-22.5 tires on aluminum rims. 2-unit 
toilet carrier, stainless steel 1,300-gallon 
tank. 200 gallons freshwater with pressur-
ized wash hose, 1,100 gallons waste. 2” 
suction, 4” discharge. 2 large aluminum tool-
boxes, fresh paint on cab and frame. Unit has 
been completely gone through. New brakes, 
drums, fluids, tires, rims, tool boxes. Abso-
lutely NO issues. Call or text 734-777-0390. 
$45,000 OBO. Delivery available.  (P11)

2003 International, 900-gallon tank (600 
waste, 300 fresh), 340,000 miles, $15,000. 
Please contact Ricky: ricky@portapros.com 
or 208-949-0117.  (P01)

2007 International & 1997 Ford Superduty 
F450: Truck 1 is pre-emissions 2007 In-
ternational, 1,500/500 split stainless steel 
tank,100-gallon fresh aluminum saddle tank 
on passenger side with Burks DC10 pump. 
Low profile workstation, PTO-driven Masport 
M4/H4 vac/pressure pump, dual side service 
with 2-unit carrier, 209k miles on truck, new 
VT365 diesel engine at 183k miles - have in-
voice. Tires at 85%, been a backup truck for 
last few years and time to let it go. Runs great, 
pumps like a dream - $20,000 OBO. Truck 2 
is 1997 Ford Super Duty F450, 500 waste 
with 200 fresh, Honda motor shaft driven 
Masport HXL2 pump. Truck has been backup 
for several years and just don't use anymore 
- $5,000. Can text/email pics and text a video 
of truck running and pumping if you have an 
iPhone. Paul 509-492-8745.  (P11)

New 1,600-gallon portable toilet service unit. 
(Stock# 13762) www.VacuumSalesInc.
com; (888) VAC-UNIT (822-8648)  (PBM)

2012 Ford F550 cab and chassis with an Im-
perial 1,080-gallon, 3-compartment, alumi-
num portable toilet service unit and Masport 
HXL4 vacuum pump. (Stock #4246V) www.
VacuumSalesInc.com; (888) VAC-UNIT 
(822-8648)  (PBM)

2000 International 4700 cab & chassis with 
a 500 waste/300 freshwater compartment 
with a Masport HXL4V vacuum pump. (Stock# 
0767C) www.VacuumSalesInc.com (888) 
VAC-UNIT (822-8648)  (PBM)

2018 Hino 268A cab & chassis, 25,950 GVW 
with new 1,600-gallon portable toilet service 
unit. (Stock# 13762) 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
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)

2019 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

One-owner 2003 Keith Huber Domi-
nator vacuum equipment mounted on 
a 2003 Sterling LT8500 chassis. Pre-
emission 300hp Cat 3126 reman engine 
and reman Fuller 10-speed, both with 
only 88,000 miles. Chassis has 390,000 
miles. 64k gross with 46k tandem rears, 
18k front. 70 bbl, 3,000/300 Huber tank 
with LC 44 hydraulic vac pump, 440 
cfm. Hydraulic tank hoist, hydraulic 
rear-opening door, hydraulic vibrator. 
3,000psi jetter with electric hose reel. 
ASME DOT 412. Fleet maintained w/
everything operational. Unit still in use 
daily. Located in Texas.  .......... $68,500

903-784-6821 PBM

1996 International 8100 diesel w/ 
10-speed. Motor was replaced in 2018. 
Masport pump. 2,100-gallon tank. Tires 
90%. No exhaust filter for California 
work.  ...........................  $14,000 FIRM 

Nick or Matt 310-832-4800, CA 
peninsulaseptic@sbcglobal.net P12
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2007 Peterbilt 335. 32k miles, 4k 
engine hours, both miles and hours 
ECM verified, Cummins ISB with 300hp, 
6-speed manual transmission. New 
virgin 11R22.5 tires on aluminum rims, 
new brake shoes and drums. Fresh 
paint on cab, current DOT inspection. 
New 2,500-gallon, carbon-steel vac-
uum body, large 400cfm liquid-cooled 
vacuum pump, 3" inlet, 4" discharge. 
LED light package, large tool box. Best 
of everything. $68,000 includes de-
livery. 2 units available. Call or text for 
more information. 

734-777-0390, MI P11

1998 F-70. 2,200-gallon tank, heavy 
hauler, 5.9 Cummins, 253,775 miles, 
rear tag axle, Masport HW75. PUMPING 
BEAST.  ....................................  $8,800

330-456-7163, OH P12

2001 Freightliner 3126, Cat 300hp 
8LL transmission, 300k miles, 4,000- 
gallon aluminum tank, 500cfm NVE 
pump, see-level gauge. Great condition. 
 ....................................... $40,000 FIRM  

973-703-3345, NY 
morriscooper845@gmail.com

P11

2013 Peterbilt 348, purchased new in 
2015. 4,000-gallon Advance aluminum 
tank, heated valves, 866NVE liquid-
cooled pump, 101,500 miles, 5,485 
hours. PX-8, 350hp, 10-speed, full-
locking diff.  ............................ $97,000 

231-250-1483, MI P11

2006 Kenworth, Allison automatic, 
exhaust brake, 3,600-gallon Progress 
aluminum tank, 6" sump dump, 4" 
inlet, heated collars, Masport liquid-
cooled pump (3 yrs old) (5 - 35 ft hoses), 
179,000 miles. Original owner, trucks 
runs good. I'm updating to a jetter truck. 
Call with any questions. Located in 
southwest PA  ........................  $65,000

724-433-4149 P11

2007 Hino 268A, 275k miles, auto. 
transmission, a/c, cruise. 1,500-gallon 
tank (1,100 waste, 400 freshwater), 
Masport vac pump.  ...............  $30,000

Dustin 919-896-1829, NC P11

2009 Peterbilt 335, 2,500-gallon 
carbon-steel tank, new pump, new tires 
& new aluminum rims. 160,000 miles.  
............................................... $55,000

Alan 786-908-5436 P11

(4) 2015 Peterbilt 388s extended day 
cab vacuum trucks with J&J 110 bar-
rel (4,600-galllon) tanks. Cummins ISX 
525. 18-speed transmission. Dual stain-
less air cleaners. Double frame, 20k 
front axle. 20k steerable pusher axle, 
46k full-locking rears on Pete air ride, 
Fruitland vac pumps, tires and brakes at 
90+%. Aluminum rear fenders prepped 
and ready to go to work. $89,000 each. 
Scranton Craftsmen. Throop, PA

570-347-5125 P11

2007 Sterling LT9500 tandem axle-
suspension: 8/LL Fuller transmission, 
18k front axle, 46k rear axles, full lock-
ers, air suspension with suspension 
dump. Cat C9 engine, 4,500-gallon 
aluminum tank. NVE Challenger 367 
water-cooled pump, 6" discharge valve 
air-actuated, 4" intake, heated col-
lars by valves. Truck was garage kept. 
255,000 miles.  ...................... $52,250

Andrew 262-232-5963 PBM

2000 Freightliner FL112, Cat C-12 
engine, Eaton 10-speed auto-shift. 
3,500-gallon aluminum tank with 
hoist, Battioni WPT-720 liquid-cooled 
industrial pump. Aluminum tool boxes, 
Chalmers suspension, 366,400 miles. 
Available October 2019.  ........  $49,500

507-327-5041, MN P11

2012 Freightliner M2 with new 2,500- 
gallon steel tank. 33,000 GVW. Cum-
mins ISC, 300hp, new Allison 3000RDS 
6-speed automatic transmission. Air 
suspension & brakes.  ............. $45,000

239-656-2774 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)

2013 Freightliner M2. New 2,500-gallon alu-
minum tank, new pump, new pto. 125,000 
miles on a cummins ISB. Allison automatic 
transmission. Full DOT inspection. Central 
Arkansas. 281-914-1192.  (P11)

2007 Sterling LT9513, 405,833 miles. 
Mercedes Benz 4000 - 410hp. Eaton 
Fuller 8LL transmission. 2008 Progress 
4,800-gallon aluminum tank. NVE 866 
pump. Water jetter. Heated valves. 

508-697-9974, MA
bobbrenton@wwsiofma.com

P12

1998 Mack CH613, 330-350 horse-
power, 10-speed, tandem axle. Includes 
Shaddix 16' set-bed system, used for 
septic tank installation with 12,000 
pound winch. Only asking $27,400. 
Please call or text for more information 
if interested.

850-712-3830 or 
251-747-1956, AL P12

1994 International - 3406 Cat engine, 
271k miles, 10-speed transmission, jake 
brake, a 2006 Cusco 3,000-gallon tank 
with hoist and full-open rear door and 
2017 Fruitland 500 vac-pump. Great 
running truck, ready to work.    $24,500

Call Hull’s Truck Bodies LLC 
740-820-5338, OH P11

READY TO WORK: 2003 Kenworth T800 
septic tank truck. Located in Virginia. 
5,000-gallon tank, 100 ft. of hose. Well 
kept, newly polished chrome. 453,517 
miles. $65,000. For more information, 
please contact:

Danny 757-592-1417
atlantic_septicinc@aol.com P11

http://www.p
mailto:ricky@portapros.com
http://www.VacuumSalesInc
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
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mailto:peninsulaseptic@sbcglobal.net
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PORTABLE RESTROOM 
TRUCKS

2012 International 4300, 1,800-gal-
lon tank (1,200 waste/600 clean), cold 
weather/arctic package. .. $55,000 OBO

Call/text 801-631-7398, UT P12

2013 International 4300, 1,500-gal-
lon Abernethy tank - 1,150/350. Motor 
needs a rebuild.  ....................... $7,500

Josh 901-452-7040, TN P11

NEW 2019 Isuzu NRR, 215hp, au-
tomatic transmission, 19,500 GVWR. 
1,100-gallon (800 waste/300 fresh) 
stainless-steel tank with portable toilet 
carrier. Masport pump, pressure wash-
er. 2 s/s toolboxes, Hannay hose reel 
w/50ft. of hose. Power windows/locks, 
backup alarm, heated mirrors & more. 
5-year/200,000 mile warranty included!  
............................................... $85,000

918-607-1006 P11

2007 Chevrolet HD 3500, 4x4, 9' aluminum 
bed, 300/100 stainless-steel pumping unit 
with Honda motor, Jurop pump. Freshwater 
wand, 2-unit rack, receiver hitch, 5th wheel 
plate. Red, sharp truck. 149k miles, 6.0 gas, 
automatic, full power. $15,900. Call 641-
454-2701  (P11)

2012 Ford F550 XLT, 4x4, 6.7 automatic with 
Satellite 950 MD, hyd. pumping EQU. Fresh-
water wand, pressure washer, stainless 
steel sides and trays. 160k miles, looks new. 
$39,000. Call 641-454-2701  (P11)

2011 Ram 5500 with Imperial 1,175 alumi-
num tank. 300,000 miles. Bought new truck. 
Used in route currently. Pictures available. 
All new tires. $15,000. Call Tim at 585-738-
5381 (P11)

NEW 2019 Hino 268A (non CDL) 260hp, 
automatic transmission. 1,500-gallon 
(1,100 waste/400 fresh) stainless-steel 
septic tank with portable-toilet carrier. 
Masport pump, pressure washer, 2 s/s 
tool boxes, dual side vacuum inlets. 
Heated power mirrors, power windows 
and door locks. 5-year/250,000 mile 
engine warranty!  ....................  $99,500

918-607-1006 P11

NEW 2020 Hino 268A (non CDL), 
260hp, automatic transmission. 1,500- 
gallon (1,100 waste/400 fresh) stain-
less-steel tank with portable-toilet car-
rier. Masport pump, pressure washer. 
2 s/s toolboxes, s/s bucket holder, dual 
side vacuum inlets, drop tray. Aluminum 
wheels, chrome bumper. 5-year/250,000 
mile engine warranty! Candy apple red 
factory paint.  ........................ $104,999 

918-607-1006 P11

2008 Freightliner with Best Enterprises 
1,100 waste/400 fresh stainless tank. 
Mercedes motor with Allison auto trans-
mission. Under CDL.  ..................$50,000

Call Aaron 276-620-0533, VA P11

2006 Freightliner M2 106 Business Class: 
Cat C7 with 225hp, 101k miles, Allison auto-
matic transmission. Air-ride suspension, vir-
gin 11R-22.5 tires on aluminum rims. 2-unit 
toilet carrier, stainless steel 1,300-gallon 
tank. 200 gallons freshwater with pressur-
ized wash hose, 1,100 gallons waste. 2” 
suction, 4” discharge. 2 large aluminum tool-
boxes, fresh paint on cab and frame. Unit has 
been completely gone through. New brakes, 
drums, fluids, tires, rims, tool boxes. Abso-
lutely NO issues. Call or text 734-777-0390. 
$45,000 OBO. Delivery available.  (P11)

2003 International, 900-gallon tank (600 
waste, 300 fresh), 340,000 miles, $15,000. 
Please contact Ricky: ricky@portapros.com 
or 208-949-0117.  (P01)

2007 International & 1997 Ford Superduty 
F450: Truck 1 is pre-emissions 2007 In-
ternational, 1,500/500 split stainless steel 
tank,100-gallon fresh aluminum saddle tank 
on passenger side with Burks DC10 pump. 
Low profile workstation, PTO-driven Masport 
M4/H4 vac/pressure pump, dual side service 
with 2-unit carrier, 209k miles on truck, new 
VT365 diesel engine at 183k miles - have in-
voice. Tires at 85%, been a backup truck for 
last few years and time to let it go. Runs great, 
pumps like a dream - $20,000 OBO. Truck 2 
is 1997 Ford Super Duty F450, 500 waste 
with 200 fresh, Honda motor shaft driven 
Masport HXL2 pump. Truck has been backup 
for several years and just don't use anymore 
- $5,000. Can text/email pics and text a video 
of truck running and pumping if you have an 
iPhone. Paul 509-492-8745.  (P11)

New 1,600-gallon portable toilet service unit. 
(Stock# 13762) www.VacuumSalesInc.
com; (888) VAC-UNIT (822-8648)  (PBM)

2012 Ford F550 cab and chassis with an Im-
perial 1,080-gallon, 3-compartment, alumi-
num portable toilet service unit and Masport 
HXL4 vacuum pump. (Stock #4246V) www.
VacuumSalesInc.com; (888) VAC-UNIT 
(822-8648)  (PBM)

2000 International 4700 cab & chassis with 
a 500 waste/300 freshwater compartment 
with a Masport HXL4V vacuum pump. (Stock# 
0767C) www.VacuumSalesInc.com (888) 
VAC-UNIT (822-8648)  (PBM)

2018 Hino 268A cab & chassis, 25,950 GVW 
with new 1,600-gallon portable toilet service 
unit. (Stock# 13762) 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
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)

2019 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

One-owner 2003 Keith Huber Domi-
nator vacuum equipment mounted on 
a 2003 Sterling LT8500 chassis. Pre-
emission 300hp Cat 3126 reman engine 
and reman Fuller 10-speed, both with 
only 88,000 miles. Chassis has 390,000 
miles. 64k gross with 46k tandem rears, 
18k front. 70 bbl, 3,000/300 Huber tank 
with LC 44 hydraulic vac pump, 440 
cfm. Hydraulic tank hoist, hydraulic 
rear-opening door, hydraulic vibrator. 
3,000psi jetter with electric hose reel. 
ASME DOT 412. Fleet maintained w/
everything operational. Unit still in use 
daily. Located in Texas.  .......... $68,500

903-784-6821 PBM

1996 International 8100 diesel w/ 
10-speed. Motor was replaced in 2018. 
Masport pump. 2,100-gallon tank. Tires 
90%. No exhaust filter for California 
work.  ...........................  $14,000 FIRM 

Nick or Matt 310-832-4800, CA 
peninsulaseptic@sbcglobal.net P12
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2007 Peterbilt 335. 32k miles, 4k 
engine hours, both miles and hours 
ECM verified, Cummins ISB with 300hp, 
6-speed manual transmission. New 
virgin 11R22.5 tires on aluminum rims, 
new brake shoes and drums. Fresh 
paint on cab, current DOT inspection. 
New 2,500-gallon, carbon-steel vac-
uum body, large 400cfm liquid-cooled 
vacuum pump, 3" inlet, 4" discharge. 
LED light package, large tool box. Best 
of everything. $68,000 includes de-
livery. 2 units available. Call or text for 
more information. 

734-777-0390, MI P11

1998 F-70. 2,200-gallon tank, heavy 
hauler, 5.9 Cummins, 253,775 miles, 
rear tag axle, Masport HW75. PUMPING 
BEAST.  ....................................  $8,800

330-456-7163, OH P12

2001 Freightliner 3126, Cat 300hp 
8LL transmission, 300k miles, 4,000- 
gallon aluminum tank, 500cfm NVE 
pump, see-level gauge. Great condition. 
 ....................................... $40,000 FIRM  

973-703-3345, NY 
morriscooper845@gmail.com

P11

2013 Peterbilt 348, purchased new in 
2015. 4,000-gallon Advance aluminum 
tank, heated valves, 866NVE liquid-
cooled pump, 101,500 miles, 5,485 
hours. PX-8, 350hp, 10-speed, full-
locking diff.  ............................ $97,000 

231-250-1483, MI P11

2006 Kenworth, Allison automatic, 
exhaust brake, 3,600-gallon Progress 
aluminum tank, 6" sump dump, 4" 
inlet, heated collars, Masport liquid-
cooled pump (3 yrs old) (5 - 35 ft hoses), 
179,000 miles. Original owner, trucks 
runs good. I'm updating to a jetter truck. 
Call with any questions. Located in 
southwest PA  ........................  $65,000

724-433-4149 P11

2007 Hino 268A, 275k miles, auto. 
transmission, a/c, cruise. 1,500-gallon 
tank (1,100 waste, 400 freshwater), 
Masport vac pump.  ...............  $30,000

Dustin 919-896-1829, NC P11

2009 Peterbilt 335, 2,500-gallon 
carbon-steel tank, new pump, new tires 
& new aluminum rims. 160,000 miles.  
............................................... $55,000

Alan 786-908-5436 P11

(4) 2015 Peterbilt 388s extended day 
cab vacuum trucks with J&J 110 bar-
rel (4,600-galllon) tanks. Cummins ISX 
525. 18-speed transmission. Dual stain-
less air cleaners. Double frame, 20k 
front axle. 20k steerable pusher axle, 
46k full-locking rears on Pete air ride, 
Fruitland vac pumps, tires and brakes at 
90+%. Aluminum rear fenders prepped 
and ready to go to work. $89,000 each. 
Scranton Craftsmen. Throop, PA

570-347-5125 P11

2007 Sterling LT9500 tandem axle-
suspension: 8/LL Fuller transmission, 
18k front axle, 46k rear axles, full lock-
ers, air suspension with suspension 
dump. Cat C9 engine, 4,500-gallon 
aluminum tank. NVE Challenger 367 
water-cooled pump, 6" discharge valve 
air-actuated, 4" intake, heated col-
lars by valves. Truck was garage kept. 
255,000 miles.  ...................... $52,250

Andrew 262-232-5963 PBM

2000 Freightliner FL112, Cat C-12 
engine, Eaton 10-speed auto-shift. 
3,500-gallon aluminum tank with 
hoist, Battioni WPT-720 liquid-cooled 
industrial pump. Aluminum tool boxes, 
Chalmers suspension, 366,400 miles. 
Available October 2019.  ........  $49,500

507-327-5041, MN P11

2012 Freightliner M2 with new 2,500- 
gallon steel tank. 33,000 GVW. Cum-
mins ISC, 300hp, new Allison 3000RDS 
6-speed automatic transmission. Air 
suspension & brakes.  ............. $45,000

239-656-2774 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)

2013 Freightliner M2. New 2,500-gallon alu-
minum tank, new pump, new pto. 125,000 
miles on a cummins ISB. Allison automatic 
transmission. Full DOT inspection. Central 
Arkansas. 281-914-1192.  (P11)

2007 Sterling LT9513, 405,833 miles. 
Mercedes Benz 4000 - 410hp. Eaton 
Fuller 8LL transmission. 2008 Progress 
4,800-gallon aluminum tank. NVE 866 
pump. Water jetter. Heated valves. 

508-697-9974, MA
bobbrenton@wwsiofma.com

P12

1998 Mack CH613, 330-350 horse-
power, 10-speed, tandem axle. Includes 
Shaddix 16' set-bed system, used for 
septic tank installation with 12,000 
pound winch. Only asking $27,400. 
Please call or text for more information 
if interested.

850-712-3830 or 
251-747-1956, AL P12

1994 International - 3406 Cat engine, 
271k miles, 10-speed transmission, jake 
brake, a 2006 Cusco 3,000-gallon tank 
with hoist and full-open rear door and 
2017 Fruitland 500 vac-pump. Great 
running truck, ready to work.    $24,500

Call Hull’s Truck Bodies LLC 
740-820-5338, OH P11

READY TO WORK: 2003 Kenworth T800 
septic tank truck. Located in Virginia. 
5,000-gallon tank, 100 ft. of hose. Well 
kept, newly polished chrome. 453,517 
miles. $65,000. For more information, 
please contact:

Danny 757-592-1417
atlantic_septicinc@aol.com P11

http://www.p
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SEPTIC TRUCKS

2017 International, 6.7 Cummins, 81k 
miles, auto. transmission, 26k GVW, air 
brakes, A/C, cruise. New: Jurop PN84 
vac pump, 2,000-gallon tank, stainless 
hosetrays, aluminum wheels. This truck 
is like new, and under CDL. $65,000. 
Check us out on Facebook at http://
www.facebook.com/hullstruckbodies. 

Call Hull’s Truck Bodies LLC 
740-820-5338, OH P11

2011 International WorkStar, MF/10-
350hp, Allison automatic, 116,600 miles, 
18/40 axles, A/R suspension + cab, full-
locking rears, 3,800-gallon stainless 
tank, heated valves, NVE pump 506cfm. 

Norb 920-371-5500 P11

2011 International 4400 septic vac-
uum truck for sale. 1,500-gallon, auto-
matic transmission, tires are 90%, tire 
size 11R22.5. It has a Charger pump, 
150 feet of hoses. Great to start your 
business with or have a second truck. 
Very well taken care of, all maintenance 
done on a regular basis.  

John 512-738-0582, TX 
fosterssepticcleaning@yahoo.com

P11

2001 Mack CH613, 3,300-gallon tank, 
Masport 250cfm water-cooled pump, 
E-7 Mack motor 350hp, 10-speed trans-
mission, 500k miles.  ..............  $11,900

816-988-6650, MO P11

2005 International 4300, DT466, 
3000 Series, automatic transmission, 
A/C, & cruise. New: 2,500-gallon tank, 
stainless hosetrays, Jurop R260 vac-
pump, paint & tires. Financing options 
available.  ..............................  $44,000

Call Hull’s Truck Bodies LLC 
740-820-5338, OH P11

1996 International 4900. DT466 
9-speed, 338k miles, good running and 
operating truck. 4,400-gallon stainless 
steel tank with full-opening rear door. 
Would be great for pumping sand, mud 
or septic. It has a Masport HXL 400 
pump. Heated valves. 12k front, 40k 
air-ride rear with two steerable pusher 
axles.  ................ $37,500 OBO or trade

Dave 763-250-0309, MN P11

2014 Peterbilt 337, Allison automatic, 
350hp, loaded single axle. 2,750-gal-
lon Transway tank, 500 Fruitland pump, 
fan-cooled. 103,000 miles, one owner. 
All new tires. $89,900. Contact Brian 
Judd for more information.

802-673-5527, VT
bekjor@hotmail.com P11

Peterbilt Pump Trucks for Sale! We have 
several pre-emission and post emission 
single axle and tandem Peterbilts in stock. 
Very low miles! We also have new steel 
and new aluminum tanks in stock, as well 
as new pumps. We also have Internation-
als, Kenworths, Freightliners and Sterlings in 
stock. We can ship and finance these trucks 
for you. Call or text for a full spec sheet and 
price listings. Call Caleb 281-914-1192 or 
Logan 832-928-0985.  (P11) 

2001 Freightliner FL-70, new paint 
and interior on cab. 2,100-gallon tank 
with Jurop pump. CAT 3126, 455,000 
original miles, 5-speed transmission. 
Truck runs strong. Good backup truck or 
starter truck.  .................. $22,500 OBO

Call 661-201-5803, CA P11

2013 International 8600, Allison 
automatic transmission, 78,000 miles, 
new 2,500-gallon carbon-steel tank, 
new pump.  ...........................  $60,000

Call Alan 786-908-5436 P11

2019 Peterbilt 337, Paccar 330hp, 
Allison automatic transmission, 5,800 
miles. 2,500-gallon tank, NVE 4307 
blower. 33k GVW. Rear heated valves, 
see-level gauge. No FET. Email for more 
photos. ........................... $99,000 OBO

Call 717-587-1006, PA
mailsonlight@gmail.com P11

1988 International DT466. 2,400- 
gallon cor-ten steel tank (4 years old). 
250 vac pump (5 years old). Single axle. 
2 aluminum tool boxes. 180 feet of 3" 
hose. One driver (retired).  ....... $20,000

920-434-1085 
or 920-621-8525 P11

2007 Peterbilt 335, pre-emissions 
Cummins 315hp engine with Pac brake, 
automatic Allison 6-speed transmission, 
AC, cruise, power window, aluminum 
wheels, air-ride. Stellar 120-16-20K 
hook lift, aux hydraulics to run 30-ton 
pindel hook with air and electric. Fend-
ers and aluminum toolbox. ALSO: (1) 
2,200-gallon vac tank with Challenger 
367 vacuum, 6 containers (2) 12 yards 
(2) 15 yards (2) 20 yards (1) 14-foot flat-
bed body with stake pockets (1) 14-foot 
box van with roll up door (1) Subframe 
set up for sander. Truck is 100% turnkey, 
will be de-lettered and ready to go. De-
livery available.  ..................... $112,500

413-427-7057, MA P11

2004 Freightliner FL112, 370hp, 
Eaton 10-speed transmission, 192” WB, 
426k miles. 3,600-gallon tank, Jurop 
LC420 water-cooled pump, 52k GVW. 
See-level gauge, 100 ft. 4-inch hose 
reel, General Pump 10gpm/3,000 psi 
pressure washer/jetter with 100-gallon 
freshwater tank. Very fuel efficient truck! 
Email for more photos.  .... $40,000 OBO

717-587-1006, PA 
mailsonlight@gmail.com P11
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2001 Peterbilt, 315hp, Cummins 
engine, auto-shift transmission. A/C, 
cruise. 2,500-gallon aluminum tank, 
Masport 400 vac-pump. $29,000. 
Check us out on Facebook at https://
www.facebook.com/hullstruckbodies. 

Hull’s Truck Bodies, LLC 
740-820-5338, OH P11

NEW 2019 Kenworth T880, Cum-
mins 450hp, automatic transmission. 
3,600-gallon stainless-steel vacuum 
tank (3,400 waste/200 water), Masport 
pump. Heated Udor jetter system, re-
mote keypad, heated collars, s/s tool 
boxes, light bars, camera. Chrome heat-
ed power mirrors, backup alarm. Char-
coal grey. Price includes FET! $210,000 

918-607-1006 P11

2006 Sterling Acterra, C7 Cat, 10- 
speed transmission w/hotshot PTO, rear 
pump-engage switch. 3,600-gallon alu-
minum tank & rims, 1.5-year-old NVE 
Challenger 866 liquid-cooled pump.
Heated chutes, good tires, 325,000 
miles, excellent maintenance.  $55,000

989-375-4294, MI P11

1995 Ford F800, Cummins 8.3, 6-speed, air 
brakes, 2,200-gallon tank, NVE pump, 265k 
miles, 33k GVW. Perfect starter truck. Needs 
paint and tires. $11,500 OBO. 951-830-
4840. Text for photos.  (P11)

2009 Peterbilt 365, 425hp Cummins with DPF 
tuning, completely rebuilt 8LL transmission 
and new clutch in January. 3,500 Imperial 
gallon Transway tank, TSI 500 vacuum pump. 
Truck is still used daily. Under 250,000 miles. 
$80,000 CDN. Call 905-332-0683 (P01)

1986 Ford 8000, 2,200-gallon tank, 
Masport water-cooled 230cfm pump, 
3208 Cat diesel,10-speed transmission.  
............................................... $11,900

816-988-6650, MO P11

2010 Hino 268 vacuum truck. Under 
26,000 GVW, non CDL. 1,500-gallon 
stainless steel tank with strong Masport 
pump. 2 rear cameras and LED work 
lights. Suction from both driver and 
passenger side. Maintained excellently. 
Shipping available.  ................  $50,000

Call Lou 917-651-1750, NJ P11

2003 International 5600i 4x4 with 
Cummins ISO 320hp motor and Allison 
automatic transmission. Only 45,000 
miles. 5,200-gallon aluminum Heil 
tank, Jurop 420cfm pump. New tires. 
Whole truck is in excellent condition.  
......................................  $55,000 OBO

Daniel 610-282-3780, PA P11

2013 International 4300, under CDL. 
DT466 diesel, auto., 130k miles. NEW 
1,800-gallon steel vacuum tank with 
Masport pump.

Call JR @ 720-253-8014, CO PBM

2006 Peterbilt with a 4,700-gallon tank, built 
2014. Less than 200,000 miles, complete en-
gine rebuilt in 12/2018. New Masport pump 
in 2017. Includes hoses and Crustbuster. We 
have over $125,000 in it, asking $85,000 
for all. Great value if you are just starting. 
Call 317-439-0433.  (P11)

1999 International 8100, Cummins 
10-speed, fresh overhaul. Newer Fruit-
land 500LUF vac pump. 2006 3,100-gal-
lon DOT tank, non-certified. Full-opening, 
rear door dump type unit.

Call JR @ 720-253-8014, CO PBM

1999 Mack RD688S, 5,200-gallon 
Transway unit, pump TS-800. E7-350 
350hp engine with jake brake. Fuller 
RTOF-14908LL 10-speed/deep reduc-
tion transmission. 18k front axle, 20k 
pusher axle, 44k drive axles with Cam-
elback springs. Truck is working every-
day.  ......................................  $39,000

Mark 603-493-1519, NH P11

2013 International 4600. New 2,600- 
gallon vacuum tank, new pump, air ride, 
good & cold A/C, radio, 80% rubber on 
tires.  ...................................... $45,000

Call Jerry 800-721-2774 PBM

2002 Sterling septic truck, 3,000-gal-
lon tank, full-open rear door. Wittig 
pump, 150 ft. of hose. Truck has Cat mo-
tor, 8-speed transmission. 45,000 miles 
on truck, runs great, does 3 to 5 tanks a 
day. More pics available.  ........  $52,000 

219-928-8962, IN P12
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SOLD
Sell your equipment in Pumper classifieds

Reach over 25,000 potential buyers each month when you  

list your equipment in the classified section. Plus, your  

listing is placed automatically online at the Pumper website.  

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

an electronic magazine that is e-mailed to readers.  

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

Scan the 
code  

with your 
smartphone.

Why wait?  
Go to  

pumper.com/classifieds/place_ad
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SEPTIC TRUCKS

2017 International, 6.7 Cummins, 81k 
miles, auto. transmission, 26k GVW, air 
brakes, A/C, cruise. New: Jurop PN84 
vac pump, 2,000-gallon tank, stainless 
hosetrays, aluminum wheels. This truck 
is like new, and under CDL. $65,000. 
Check us out on Facebook at http://
www.facebook.com/hullstruckbodies. 

Call Hull’s Truck Bodies LLC 
740-820-5338, OH P11

2011 International WorkStar, MF/10-
350hp, Allison automatic, 116,600 miles, 
18/40 axles, A/R suspension + cab, full-
locking rears, 3,800-gallon stainless 
tank, heated valves, NVE pump 506cfm. 

Norb 920-371-5500 P11

2011 International 4400 septic vac-
uum truck for sale. 1,500-gallon, auto-
matic transmission, tires are 90%, tire 
size 11R22.5. It has a Charger pump, 
150 feet of hoses. Great to start your 
business with or have a second truck. 
Very well taken care of, all maintenance 
done on a regular basis.  

John 512-738-0582, TX 
fosterssepticcleaning@yahoo.com

P11

2001 Mack CH613, 3,300-gallon tank, 
Masport 250cfm water-cooled pump, 
E-7 Mack motor 350hp, 10-speed trans-
mission, 500k miles.  ..............  $11,900

816-988-6650, MO P11

2005 International 4300, DT466, 
3000 Series, automatic transmission, 
A/C, & cruise. New: 2,500-gallon tank, 
stainless hosetrays, Jurop R260 vac-
pump, paint & tires. Financing options 
available.  ..............................  $44,000

Call Hull’s Truck Bodies LLC 
740-820-5338, OH P11

1996 International 4900. DT466 
9-speed, 338k miles, good running and 
operating truck. 4,400-gallon stainless 
steel tank with full-opening rear door. 
Would be great for pumping sand, mud 
or septic. It has a Masport HXL 400 
pump. Heated valves. 12k front, 40k 
air-ride rear with two steerable pusher 
axles.  ................ $37,500 OBO or trade

Dave 763-250-0309, MN P11

2014 Peterbilt 337, Allison automatic, 
350hp, loaded single axle. 2,750-gal-
lon Transway tank, 500 Fruitland pump, 
fan-cooled. 103,000 miles, one owner. 
All new tires. $89,900. Contact Brian 
Judd for more information.

802-673-5527, VT
bekjor@hotmail.com P11

Peterbilt Pump Trucks for Sale! We have 
several pre-emission and post emission 
single axle and tandem Peterbilts in stock. 
Very low miles! We also have new steel 
and new aluminum tanks in stock, as well 
as new pumps. We also have Internation-
als, Kenworths, Freightliners and Sterlings in 
stock. We can ship and finance these trucks 
for you. Call or text for a full spec sheet and 
price listings. Call Caleb 281-914-1192 or 
Logan 832-928-0985.  (P11) 

2001 Freightliner FL-70, new paint 
and interior on cab. 2,100-gallon tank 
with Jurop pump. CAT 3126, 455,000 
original miles, 5-speed transmission. 
Truck runs strong. Good backup truck or 
starter truck.  .................. $22,500 OBO

Call 661-201-5803, CA P11

2013 International 8600, Allison 
automatic transmission, 78,000 miles, 
new 2,500-gallon carbon-steel tank, 
new pump.  ...........................  $60,000

Call Alan 786-908-5436 P11

2019 Peterbilt 337, Paccar 330hp, 
Allison automatic transmission, 5,800 
miles. 2,500-gallon tank, NVE 4307 
blower. 33k GVW. Rear heated valves, 
see-level gauge. No FET. Email for more 
photos. ........................... $99,000 OBO

Call 717-587-1006, PA
mailsonlight@gmail.com P11

1988 International DT466. 2,400- 
gallon cor-ten steel tank (4 years old). 
250 vac pump (5 years old). Single axle. 
2 aluminum tool boxes. 180 feet of 3" 
hose. One driver (retired).  ....... $20,000

920-434-1085 
or 920-621-8525 P11

2007 Peterbilt 335, pre-emissions 
Cummins 315hp engine with Pac brake, 
automatic Allison 6-speed transmission, 
AC, cruise, power window, aluminum 
wheels, air-ride. Stellar 120-16-20K 
hook lift, aux hydraulics to run 30-ton 
pindel hook with air and electric. Fend-
ers and aluminum toolbox. ALSO: (1) 
2,200-gallon vac tank with Challenger 
367 vacuum, 6 containers (2) 12 yards 
(2) 15 yards (2) 20 yards (1) 14-foot flat-
bed body with stake pockets (1) 14-foot 
box van with roll up door (1) Subframe 
set up for sander. Truck is 100% turnkey, 
will be de-lettered and ready to go. De-
livery available.  ..................... $112,500

413-427-7057, MA P11

2004 Freightliner FL112, 370hp, 
Eaton 10-speed transmission, 192” WB, 
426k miles. 3,600-gallon tank, Jurop 
LC420 water-cooled pump, 52k GVW. 
See-level gauge, 100 ft. 4-inch hose 
reel, General Pump 10gpm/3,000 psi 
pressure washer/jetter with 100-gallon 
freshwater tank. Very fuel efficient truck! 
Email for more photos.  .... $40,000 OBO

717-587-1006, PA 
mailsonlight@gmail.com P11
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2001 Peterbilt, 315hp, Cummins 
engine, auto-shift transmission. A/C, 
cruise. 2,500-gallon aluminum tank, 
Masport 400 vac-pump. $29,000. 
Check us out on Facebook at https://
www.facebook.com/hullstruckbodies. 

Hull’s Truck Bodies, LLC 
740-820-5338, OH P11

NEW 2019 Kenworth T880, Cum-
mins 450hp, automatic transmission. 
3,600-gallon stainless-steel vacuum 
tank (3,400 waste/200 water), Masport 
pump. Heated Udor jetter system, re-
mote keypad, heated collars, s/s tool 
boxes, light bars, camera. Chrome heat-
ed power mirrors, backup alarm. Char-
coal grey. Price includes FET! $210,000 

918-607-1006 P11

2006 Sterling Acterra, C7 Cat, 10- 
speed transmission w/hotshot PTO, rear 
pump-engage switch. 3,600-gallon alu-
minum tank & rims, 1.5-year-old NVE 
Challenger 866 liquid-cooled pump.
Heated chutes, good tires, 325,000 
miles, excellent maintenance.  $55,000

989-375-4294, MI P11

1995 Ford F800, Cummins 8.3, 6-speed, air 
brakes, 2,200-gallon tank, NVE pump, 265k 
miles, 33k GVW. Perfect starter truck. Needs 
paint and tires. $11,500 OBO. 951-830-
4840. Text for photos.  (P11)

2009 Peterbilt 365, 425hp Cummins with DPF 
tuning, completely rebuilt 8LL transmission 
and new clutch in January. 3,500 Imperial 
gallon Transway tank, TSI 500 vacuum pump. 
Truck is still used daily. Under 250,000 miles. 
$80,000 CDN. Call 905-332-0683 (P01)

1986 Ford 8000, 2,200-gallon tank, 
Masport water-cooled 230cfm pump, 
3208 Cat diesel,10-speed transmission.  
............................................... $11,900

816-988-6650, MO P11

2010 Hino 268 vacuum truck. Under 
26,000 GVW, non CDL. 1,500-gallon 
stainless steel tank with strong Masport 
pump. 2 rear cameras and LED work 
lights. Suction from both driver and 
passenger side. Maintained excellently. 
Shipping available.  ................  $50,000

Call Lou 917-651-1750, NJ P11

2003 International 5600i 4x4 with 
Cummins ISO 320hp motor and Allison 
automatic transmission. Only 45,000 
miles. 5,200-gallon aluminum Heil 
tank, Jurop 420cfm pump. New tires. 
Whole truck is in excellent condition.  
......................................  $55,000 OBO

Daniel 610-282-3780, PA P11

2013 International 4300, under CDL. 
DT466 diesel, auto., 130k miles. NEW 
1,800-gallon steel vacuum tank with 
Masport pump.

Call JR @ 720-253-8014, CO PBM

2006 Peterbilt with a 4,700-gallon tank, built 
2014. Less than 200,000 miles, complete en-
gine rebuilt in 12/2018. New Masport pump 
in 2017. Includes hoses and Crustbuster. We 
have over $125,000 in it, asking $85,000 
for all. Great value if you are just starting. 
Call 317-439-0433.  (P11)

1999 International 8100, Cummins 
10-speed, fresh overhaul. Newer Fruit-
land 500LUF vac pump. 2006 3,100-gal-
lon DOT tank, non-certified. Full-opening, 
rear door dump type unit.

Call JR @ 720-253-8014, CO PBM

1999 Mack RD688S, 5,200-gallon 
Transway unit, pump TS-800. E7-350 
350hp engine with jake brake. Fuller 
RTOF-14908LL 10-speed/deep reduc-
tion transmission. 18k front axle, 20k 
pusher axle, 44k drive axles with Cam-
elback springs. Truck is working every-
day.  ......................................  $39,000

Mark 603-493-1519, NH P11

2013 International 4600. New 2,600- 
gallon vacuum tank, new pump, air ride, 
good & cold A/C, radio, 80% rubber on 
tires.  ...................................... $45,000

Call Jerry 800-721-2774 PBM

2002 Sterling septic truck, 3,000-gal-
lon tank, full-open rear door. Wittig 
pump, 150 ft. of hose. Truck has Cat mo-
tor, 8-speed transmission. 45,000 miles 
on truck, runs great, does 3 to 5 tanks a 
day. More pics available.  ........  $52,000 

219-928-8962, IN P12
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an electronic magazine that is e-mailed to readers.  
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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

1999 Peterbilt 357 vacuum pump 
truck, Demag- Wittig liquid cooled 
pump 380 CFM, 3,600-gallon steel 
tank, hydraulic dump body, hydraulic 
dump hatch, Cat C-10 engine. Located 
in Walpole, MA. Contact for more pic-
tures.  ....................................  $49,000

508-660-1300 P11

2013 Freightliner M2 with 125,000 
miles, Cummins ISB, Allison automatic 
transmission. New 2,500-gallon alumi-
num tank, new pump, new PTO. Located 
in Central Arkansas. Shipping, warran-
ties and financing available.  ....$69,950

 281-914-1192 or 
832-928-0985 P11

2000 Sterling, 3,500-gallon, Detroit 
60 series 475hp, Jurop 260 pump. Well 
maintained. Priced to sell  .......  $27,500

 Call/text 440-812-0045, OH P11

2001 International 4700 cab & chassis with 
a Transway 2,400 U.S. gallon, carbon steel, 
dump-type vacuum tank with a Fruitland 
RDF500 vacuum pump. (Stock# 7295C) 
www.VacuumSalesInc.com (888) VAC-
UNIT (822-8648)  (PBM)

New 4,000 U.S. gallon, aluminum, vacuum-
pressure tank mounted on a 2020 Peterbilt 
348 cab & chassis with NVE Challenger 866 
fan-cooled vacuum pump. (Stock# 13822) 
www.VacuumSalesInc.com (888) VAC-
UNIT (822-8648)  (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)

1983 Mack R686ST cab & chassis with a 
Presvac 3,200 U.S.gallon, carbon steel, vacu-
um tank with Masport H15WV vacuum pump. 
(Stock# 8463C) www.VacuumSalesInc.
com (888) VAC-UNIT (822-8648) (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)

SLIDE-IN UNITS

NEW aluminum slide-in tanks. 2 avail-
able. 450-gallon (300 waste/150 fresh), 
Honda motors, Masport pumps.

Call JR @ 720-253-8014, CO
 or Mike @ 303-478-4796 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

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 PBM

Used Steel Vacuum Tanks – starting 
at $8,900, 3,500-gallon, 4,200-gallon & 
4,700-gallon. Used Masport HXL400 WV 
Plug-and-Play - $2,900, Gasco Triplex 
3364-AL - $750. We ship anywhere.

Call 269-751-5167, MI
Truckservicesinc.com PBM

NEW 4,000-gallon carbon-steel tank. 
Call for price. 

Alan 786-908-5436 P11

Curry 4,200-gallon tank with Masport 
400HXL pump. Dual 4" heated valves. 
Came off a working 2013 truck. Includes 
mounting brackets. It had all LED lights. 
 ..............................................  $10,500 

 Dave 763-250-0309, MN P11

50,000-Gallon Septage Storage Tank - 
FREE to someone who will move it from 
existing location. Canton, OH.

Call 330-494-3000 PBM

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
Crust Busters: Portable, lightweight ma-
chine, guaranteed to mix up septic tanks and 
grease traps! Save time and money! www.
crustbusters.com, 1-888-878-2296. (PBM)

T&T Tools, Probes, Hooks: Probes feature 
steel shafts with threaded and hardened tips. 
The insulated Mighty Probe™ tested to 
50,000 volts. Top Poppers™ open manhole 
covers easily. Free catalog.  www.TandT 
tools.com. Phone 800-521-6893. (PBM)

TOYS
Septic pumper and vacuum die-cast toy 
trucks: In your choice of colors and logos, 
several cabs available. Call 877-450-2100, 
write to Granite State Collectibles, PO Box 
440, New Ipswich, NH 03071; or www.
granitestatecollectibles.com. (PBM)

LIST YOUR 
EQUIPMENT 
IN THE PAGES 
OF PUMPER!
www.pumper.com/ 
classifieds/place_ad
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CIRCULATION REACHES

23,000+ 
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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

TV INSPECTION

2018 JD7/Aquam 12-60" LIVE Potable 
Water Inspection 3,000', mounted in 16' 
powered Interstate trailer. Complete, too 
many options to list. Ready for service. 
Optional 4-12" unit also, optional 2016 
Ford F250 4x4. $345,000 complete with 
all options.

Dan 707-853-1676, CA P12

VACUUM EQUIPMENT
Parting out a 2007 Juggler truck. Chas-
sis rolled but Juggler components are un-
harmed. Selling heavy-duty screen in cen-
trifuge, NVE blower pump, PTO and PTO 
hydraulic pump, air values, and some control 
panel parts. Call 208-955-8514 days.  (P11)

 
 

2000 Volvo/Vactor 2100 combo unit, 
61,700 miles, DD S60, 15-yard debris, 
body washout, vacuum relief articulat-
ing hose reel, 500 feet of hose, 80 gpm 
@ 2,500 psi, hydraulic locking rear 
door, extendable boom. Ready to work.  
..............................................  $73,500

Contact Deah 631-585-3860, NY 
UBIgroup.office@gmail.com P12

VACUUM LOADERS

1992 Ford 1645 Vactor, 9-speed 
with blown engine (Cummins L10). Was 
working when engine blew a year ago. 
Could be repaired or used for parts. 
....................................... $10,000 OBO

563-388-9100, IA P11

1996 Kenworth T800 w/Super Products Su-
persucker. CAT 3406, 219,000 miles, 70K 
GVW. Fuller RTX14708LL trans. $35,000. 
301-582-2800. info@taylorsinc.com. Photos 
are available upon request.  (P11)

WANTED
WANTED TO BUY: Late model tri-axle vac-
uum truck. Steel, aluminum or SS tank ac-
cepted. Must be in good condition. Contact 
James at 608-289-7876.  (P11)
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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

1999 Peterbilt 357 vacuum pump 
truck, Demag- Wittig liquid cooled 
pump 380 CFM, 3,600-gallon steel 
tank, hydraulic dump body, hydraulic 
dump hatch, Cat C-10 engine. Located 
in Walpole, MA. Contact for more pic-
tures.  ....................................  $49,000

508-660-1300 P11

2013 Freightliner M2 with 125,000 
miles, Cummins ISB, Allison automatic 
transmission. New 2,500-gallon alumi-
num tank, new pump, new PTO. Located 
in Central Arkansas. Shipping, warran-
ties and financing available.  ....$69,950

 281-914-1192 or 
832-928-0985 P11

2000 Sterling, 3,500-gallon, Detroit 
60 series 475hp, Jurop 260 pump. Well 
maintained. Priced to sell  .......  $27,500

 Call/text 440-812-0045, OH P11

2001 International 4700 cab & chassis with 
a Transway 2,400 U.S. gallon, carbon steel, 
dump-type vacuum tank with a Fruitland 
RDF500 vacuum pump. (Stock# 7295C) 
www.VacuumSalesInc.com (888) VAC-
UNIT (822-8648)  (PBM)

New 4,000 U.S. gallon, aluminum, vacuum-
pressure tank mounted on a 2020 Peterbilt 
348 cab & chassis with NVE Challenger 866 
fan-cooled vacuum pump. (Stock# 13822) 
www.VacuumSalesInc.com (888) VAC-
UNIT (822-8648)  (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)

1983 Mack R686ST cab & chassis with a 
Presvac 3,200 U.S.gallon, carbon steel, vacu-
um tank with Masport H15WV vacuum pump. 
(Stock# 8463C) www.VacuumSalesInc.
com (888) VAC-UNIT (822-8648) (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)

SLIDE-IN UNITS

NEW aluminum slide-in tanks. 2 avail-
able. 450-gallon (300 waste/150 fresh), 
Honda motors, Masport pumps.

Call JR @ 720-253-8014, CO
 or Mike @ 303-478-4796 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

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 PBM

Used Steel Vacuum Tanks – starting 
at $8,900, 3,500-gallon, 4,200-gallon & 
4,700-gallon. Used Masport HXL400 WV 
Plug-and-Play - $2,900, Gasco Triplex 
3364-AL - $750. We ship anywhere.

Call 269-751-5167, MI
Truckservicesinc.com PBM

NEW 4,000-gallon carbon-steel tank. 
Call for price. 

Alan 786-908-5436 P11

Curry 4,200-gallon tank with Masport 
400HXL pump. Dual 4" heated valves. 
Came off a working 2013 truck. Includes 
mounting brackets. It had all LED lights. 
 ..............................................  $10,500 

 Dave 763-250-0309, MN P11

50,000-Gallon Septage Storage Tank - 
FREE to someone who will move it from 
existing location. Canton, OH.

Call 330-494-3000 PBM

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
Crust Busters: Portable, lightweight ma-
chine, guaranteed to mix up septic tanks and 
grease traps! Save time and money! www.
crustbusters.com, 1-888-878-2296. (PBM)

T&T Tools, Probes, Hooks: Probes feature 
steel shafts with threaded and hardened tips. 
The insulated Mighty Probe™ tested to 
50,000 volts. Top Poppers™ open manhole 
covers easily. Free catalog.  www.TandT 
tools.com. Phone 800-521-6893. (PBM)

TOYS
Septic pumper and vacuum die-cast toy 
trucks: In your choice of colors and logos, 
several cabs available. Call 877-450-2100, 
write to Granite State Collectibles, PO Box 
440, New Ipswich, NH 03071; or www.
granitestatecollectibles.com. (PBM)
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Every day 
is Earth Day.™

“We must be one of the

earliest plants to employ

full-scale UV. We’re proud

of the fact that we are not

adding chemicals to our

discharge. We maximize

the biological activity — 

let the microbes do their

thing. Engineers design

the best plant they know

how to, and contractors

build it as well as they

can. In the end, though,

it’s the operators who

make it work.”

Joni Emrick
An Original Environmentalist

WATER RESOURCE MANAGER
Kalispell (Mont.) Wastewater
Treatment Plant

Get your FREE subscription
and read about original 

environmentalists like 

Joni each month in 

Treatment Plant Operator.

COLE PUBLISHING INC.
tpomag.com
800-257-7222

Proudly Serving the 
Environmental Service Industry 
Since 1979
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DOWNLOAD OUR GUIDES
PJProductGuide.com | PJBuyersGuide.com

2500 GASPAR AVE., WHITING, IN 46394

pjPumper.com | 800.292.1305

We all have reasons to be thankful. The Pilgrims were thankful for their new 
home and new friends. We are thankful for all of our loyal customers.

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  
Mini Jetter

> 3500 USG Debris Tank
> SS 304 Construction

> 1650 CFM Blower, 28" HG
> 10 GPM @ 4000 PSI  

Jetting Pump
> Two 150 USG  

Frame Mount Tanks
> Rear Jetting Reel  
With ½" x 500' Hose

> 6" Top Loading Boom

Liquid Vac 
> 5000 USG Debris Tank

> Carbon Steel Construction
> Stainless Steel Hosetrays

> Aluminum Tank Protection
> Tank Striping

> RFL100 Vacuum Pump

www.presvac.com



