
D E D I C A T E D  T O  T H E  L I Q U I D  W A S T E  I N D U S T R Y

Finding a

After generations handling repairs, installing and  
inspections, Parent Sanitation parked the excavator  
and concentrated strictly on the vacuum work
Page 20

June 2021  |  pumper.com

PRODUCT FOCUS  
SEPTAGE DISPOSAL 
MANAGEMENT Page 62

FOCUS



http://pjpumper.com


BOOTH
4617

http://www.natvac.com


4     Pumper | June 2021

Contact Alan @ 786-908-5436
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Automatic Transmission,  
153,000 Miles

New 2500 Gallon Steel Tank
New Moro Pump  

$69,000

Cummins Engine, 
Automatic, 

190,000 Miles
New 2500 Gallon Tank, 

New Moro Pump   
$75,000

‘16 International 4300

‘11 Kenworth T300

Tandem Axle, Allison Automatic
219,000 Miles 

New 4000 Gallon Steel Tank
New Masport Hydra  

Plug & Play Pump  

Call for price

‘16 International 4400

2007 INT'L 9900i 

Cummins, 10 Speed, Tri Axle,  Pre-Emission,
New 5200 Gal. 5000 Waste & 200 Fresh Water

Call For Price

IN PRODUCTION

THIS IS WHAT
DEPENDABILITY

LOOKS LIKE

You can always depend on us and our trucks, which are proudly built in North America.  

We’re a family-owned company, with family-values.  We take considerable pride

in the quality of our work and the lasting relationships we forge.

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

CUSTOM BUILT.  DRIVEN BY YOU.

BOOTH
5518

http://www.westmoorltd.com
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in the quality of our work and the lasting relationships we forge.
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10  Between the Lines: Work Trucks 
Are Your Best Vehicle for Advertising
A service company branding expert has some 
surprising suggestions for pumpers to make the best 
first impression with consumers.
- Jim Kneiszel

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

30  Money Manager: Is Now the Time 
to Pull the Trigger on a Business Loan?
Many pumpers are experiencing busy times and 
borrowing interest rates remain low. So it could be a 
good time to seek funds to update equipment, buy 
another business or hire more technicians. 
– Joan Koehne

34  Rules & Regs: 
New York County Says Water District  
Would Aid Onsite System Fixes
- David Steinkraus

38  Building the Business:  
Even to a Technology Titan,  
Back to the Basics Is the Rule
Follow these commonsense tips to network, grow 
and innovate through your pumping business.
- Jeff Haden 

44  States Snapshot:  
Texas Wastewater Pros Seek Effective 
Balance of Industry Regulations
A serious approach to rules and a boost in 
professionalism are on the top of the list for gaining 
more respect for Lone Star State pumpers and 
installers.

50  Classy Truck of the Month
Bio-Liquid Waste Disposal, Antigonish, Nova Scotia

54  Septic System Answer Man:  
Are Shared Septic Systems a  
Good Idea?
Precautions and planning will help pumpers provide 
quality service and avoid getting in the middle of 
homeowner disputes.
- Jim Anderson

58  Product News/Product Spotlight:
Kuriyama of America offers hose designed  
for grease applications 
- Tim Dobbins

62  Product Focus/Case Study
Septage Disposal Management
- Craig Mandli

70  Associations List
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After generations handling repairs, installing and inspections, Parent Sanitation  
parked the excavator and concentrated strictly on the vacuum work.
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Live demonstrations and operational equipment
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With a history including a broad 
range of services, Connecticut’s 
Parent Sanitation now focuses its 
efforts on pumping septic tanks 
and grease traps. Third-generation 
owner Glenn Parent is shown 
with a Mack truck built out by 
Andert with a National Vacuum 
Equipment blower.  
(Photo by Joe Vericker)

 ON THE COVER:

20

COMING IN
JULY:  

 ANSWER MAN:   
    Pumping ahead of 
    inspections 

 CONTRACTOR PROFILE: 
    Full service in Oregon

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

• 1 year/100K mile warranty included on engines for class 8 vehicles. MADE IN THE U.S.A.
NEW & USED IN STOCK

40+ TRUCKS READY TO BUILD!

Available Options:
• Hydraulic Hoist System
• Rear Opening Door
• Multiple Compartments
• Heated Valves
• Electronic Gallon Indicator
• Interior Plumbing
• Fluid Level Indicator
• Pump & Blowers
• Interior Epoxy Coated Tank
• Lift Axles
• Jetter Box
• Heavy Duty Jetter System
• 20K Front Axles

 2010 International 866
200k Miles, 400 HP, 10 Spd., 4,000 Gal., 200 Gal. Water  
Compartment, NVE 607 Pump, Hoist System, Jetter System

 2014 International ProStar
5,000 Gal., SOLD TO EXPORT

 2014 Kenworth T800
450 HP, Cummins, Auto, Big Pump, 20K Fronts, 20K Lift Axle

 Thank You to PJ
  SOLD

 Thank You to Lew Hamilton
  SOLD

 2012 Peterbilt 365
32k Original Miles, 450 HP, Cummins ISX, 8LL// 5,000 Gal.,  
NVE 866 Pump, Hoist System, Jetter System, 20k Steerable Lift Axle
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Don’t Drip Dry your SluDge, Don’t Drip Dry your SluDge, 
Dewater it overnight!Dewater it overnight!

Dewaters Overnight
Consistent Results
Low Energy Use
Self-Cleaning

>All Stainless Steel & PVC Construction

>Roll-Off or Stationary

>Very Forgiving  >Amazing Results

Patent #9,828,274

Don’t Drip Dry your SluDge, Don’t Drip Dry your SluDge, 
Dewater it overnight!Dewater it overnight!

If it will Floc,  
it will work.

In the Round Dewatering
ITRDewatering.com 
317-563-2072 (Text or Call)

NOTICE: Due to restrictions being put on exhibitors and attendees 
we will NOT be exhibiting at the WWETT Show this year.  

However, we are still doing demonstrations and available anytime 
for discussions about putting together a successful dewatering plan.  

Please remember if you do come to The Show,  
we are in close proximity to it making a personal visit possible!

1-YEAR, 100,000 MILE ENGINE WARRANT Y NATIONWIDE - 5-YEAR WARRANT Y ON TANK   |   TRANSPORTATION AVAILABLE NATIONWIDE

NationalTruckCenter
EST. 1981

786-367-4961 
954-410-6553 

2014 International 4400

2012 International 4400

Cummins ISB (285 HP) Allison Automatic,  
208K Miles, New 2500 Gallon Tank,  

New Jurop PN-84 Vacuum Pump (317 CFM) 
$72,000

Cummins ISC (350HP), Allison Automatic,  
207K Miles, New 4000 Gallon Tank,  
New Jurop LC-420 Vacuum Pump 

$91,000

3001 EAST 11th AVENUE | HIALEAH, FL 33013
www.NationalTruckCenter.com

Sold exclusively at  
National Truck Center

2013 Ford F-750

Cummins ISB (285 HP), Allison Automatic,  
147K Miles, New 2000 Gallon Tank,  

New Jurop PN-58 Vacuum Pump (230 CFM)   
$62,000

2013 International 4300

2015 Freightliner M2

DT-466 (245 HP), Allison Automatic, 170K Miles, 
New 2500 Gallon Dump Tank,  

New Jurop PN-84 Vacuum Pump (317 CFM) 
$64,000

Cummins ISC (350HP), Allison Automatic,  
220K Miles, New 4000 Gallon Dump Tank,  

New Jurop LC-420 Vacuum Pump  
$102,000

DT-466 (245 HP), Allison Automatic,  
181K Miles, New 2500 Gallon Tank,  

New Jurop PN-84 Vacuum Pump (317 CFM) 
$60,000

DT-466 (310 HP), Allison Automatic, 214K Miles, 
New 3600 Gallon Tank,  

New Jurop R-260 Vacuum Pump (360 CFM) 
$74,000

UNDER CDL
UNDER CDL

UNDER CDL
UNDER CDL

UNDER CDL
UNDER CDL

 2014 International 4300

DT-466 (245 HP), Allison Automatic,  
174K Miles, New 1800 Gallon Tank,  

New Jurop PN-58 Vacuum Pump, (230 CFM)  
$60,000

2014 Freightliner M2

2013 Freightliner M2

2014 Freightliner M2

Cummins ISB (285 HP) Allison Automatic,  
214K Miles, New 1800 Gallon Tank,  

New Jurop PN-58 Vacuum Pump (230 CFM)  
$71,000

BOOTH

3222

http://ITRDewatering.com
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while back I received a phone call from an employee at a pumping 
company that I won’t identify for reasons that will become clear in 
a moment. The caller was excited about the business and wanted 

us to feature her boss in a Pumper profile. I enjoy talking to folks who are 
enthusiastic about the septic service industry, and we had a nice conversation.
 As we talked, I pulled up the company website and noticed something 
that sent up a red flag. The trucks pictured on the web pages included 
prominent graphic images of Yosemite Sam, the gun-toting cowboy of Warner 
Bros. cartoon fame. Yosemite Sam was accompanied by the text, “Back off. We 
aren’t haulin’ milk.”
 “Excuse me, but I’m afraid featuring your company may cause problems 
for you,” I told the caller. I explained that Yosemite Sam is a trademarked 
image and Warner Bros. would not have a positive reaction to its use on the 
company’s fleet if they somehow saw the truck pictured in the magazine. In 
fact, the entertainment company could come after this pumper and, at best, 
ask that these images be removed from the trucks, or worse, sue the company 
for trademark infringement.
 The caller was flummoxed. She said Yosemite Sam is included on all 
of their vehicles, and that many customers find the accompanying joke to 
be funny. The boss wouldn’t want to remove the cartoon character or the 
joke. The caller was surprised to think they’d done anything wrong using the 
graphics without Warner Bros.’s permission.
 After that call I’ve thought a review of truck graphics, and basic branding 
advice for pumpers, is in order. And small business branding expert  
Dan Antonelli, president of New Jersey-based KickCharge Creative  
(www.kickcharge.com), agreed to share insights into a few common issues I 
continue to see cropping up in marketing for septic service contractors.
 Antonelli has helped many trades-related companies — such as 
plumbing, HVAC and electrical contractors — reinvent their companies 
for growth. 

A BETTER IMAGE
 I’ve developed my own perspective about marketing septic service 
companies over the years. Promoting professionalism has been a constant 
message coming from this magazine going back well before my time as 
editor. Along the way, I’ve often said that bathroom humor is a hindrance, 
not helpful, to the wastewater industry. 

 I don’t like overused taglines 
including “We’re not haulin’ milk,” 
“No. 1 in the No. 2 business,” and so 
forth. I don’t think these jokes are 
clever, or that they help customers 
remember a pumping company, 
or that they boost the reputation 
of hardworking contractors. To 
the contrary, I believe they cost 
pumpers, in terms of reputation, 
respect and revenues. I’m not 
convinced pumpers are putting 
their best marketing foot forward 
by using these jokes. Thankfully 
I have seen a trend away from 
bathroom humor, and that’s a 
positive.
 And a history of trademark 
infringement must be considered. 
I have seen numerous trucks with 
images of Yosemite Sam and the 
skunk character Pepé Le Pew, for example, used on the vacuum tanks. 
Apart from being part of the jokes mentioned above, they are clearly 
used in violation of trademark rules. And keep in mind that ignorance is 
no excuse for trademark infringement. Owners of these images may take 
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Work Trucks Are Your Best 
Vehicle For Advertising
A service company branding expert has some surprising 
suggestions for pumpers to make the best first impression 
with consumers
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  “When you go with ‘No. 1 in the No. 2 

business,’ you might think that’s pithy or kind 

of cute, but is it professional? Is it helping 

them feel confident in your service, that you 

have the right expertise for what they may 

hire you for?”                           – Dan Antonelli

  Dan Antonelli is president of  
New Jersey-based KickCharge 
Creative (www.kickcharge.com) 

action that could lead to an unpleasant and costly situation for pumpers.
 Antonelli has a lot of experience with these and other branding issues. 
He started hand-lettering work trucks at age 14 and at 50, he’s helped 
hundreds of companies rebrand and build their image through KickCharge. 
He has written three books on the topic, the most recent being Building a 
Big Small Business Brand, and he is a frequent speaker at service industry 
trade shows on changing the consumer perception of small businesses.

MAKING A GOOD IMPRESSION
 It is no surprise to me that Antonelli dislikes the bathroom humor 
approach taken by some pumping companies. And he also faces trademark 
infringement on a routine basis as companies co-opt brands he has built 
for companies for their own purposes. Antonelli pursues companies who 
copy his logos, mascots and truck designs and has them removed from 
their trucks — often at great cost to the contractors.
 “They can be served a cease-and-desist (order) and it’s a very 
expensive lesson to learn about trademark infringement,” he says. Many 
an expensive truck wrap has been peeled off in such cases, he says. And he 
says the bathroom jokes on the trucks can cheapen a company’s brand, but 
they can also have a negative impact on a pumper’s technicians.
 “The service vehicle is often the first brand impression that the 
consumer may have about that business, and you want to lead in with 
something positive and have that consumer believe something about your 
business before you’ve had the opportunity to speak to them,” he says. 
“When you go with ‘No. 1 in the No. 2 business,’ you might think that’s pithy 
or kind of cute, but is it professional? Is it helping them feel confident in your 
service, that you have the right expertise for what they may hire you for?”
 Instead, Antonelli advises pumpers to lead in with how solutions 
they offer are being delivered in an environmentally responsible way 
and convey a sense that your operation is run with a high degree of 

sophistication. “You want to lead in 
with something that leaves the best 
positive takeaways,” he continues. 
    “If they have a big vehicle, that’s 
their best canvas. Dollar for dollar, 
vehicle advertising will be the least 
expensive form of advertising they 
can provide,” Antonelli explains. “The 
number of impressions and the cost 
of impressions is unmatched. Invest 
in making sure you have a great brand 
foundation and then implement it in 
a unique and compelling way on that 
vehicle.”

HOW ARE YOU DOING?
 Yes, the messages sent by your trucks can have an impact on customers, 
but Antonelli says they can have a positive or negative impact on your crew 
as well. Do you want to promote a professional image, or poke fun at the 
service you provide? 
 “Is that the type of image that helps you attract really good technicians 
or are they kind of embarrassed about the whole thing?” he says of putting 
those jokes on your trucks. Pumpers have to realize “another audience you 
have is the employees. You want to make it so people will be proud to wear a 
branded shirt and uniform.”
 Antonelli has strong opinions about branding in the trades, and some 
of his recommendations might be surprising, even off-putting, to some 
business owners. But he says he has to be honest with his clients about ideas 
that will transform businesses for the better. 
 Here are a few of Antonelli’s branding basics, especially as it regards 
your rolling billboards:

Choose disruptive colors.
 Part of Antonelli’s rebranding research is to look at truck and equipment 
colors used by competing companies in each market and he chooses 
something different for his clients. “Put colors together that people have 
not seen often. Orange and teal is not a popular color scheme, but that’s 
something I would advocate for. It’s ownable and disruptive,” he explains. A 
unique palette will help your company set itself apart from the competition.

Don’t use red, white and blue.
 You read that correctly. You may be patriotic and want to show your 
pride in the USA, but so do many other pumpers. Antonelli argues pumpers 
squander first impressions if they drape their truck in a waving flag. 
Consumers may feel good when they see Old Glory, but it won’t translate 
into them remembering your company when they need a tank pumped. 

  Antonelli usually recommends 
against using a family name for 
a business name. Buehler Air 
Conditioning is an exception,  
as the name reminds people  
of a popular movie character.
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Leave your name out of it.
 Generally speaking, Antonelli recommends contractors drop their 
name from the company identity. While he often encounters resistance 
to this, most family names aren’t memorable and don’t convey a positive 
brand message. “Part of the ego aspect of it is we’ve had this name for 
years. Everybody knows us,” he says. Is Joe’s Septic the best name for your 
company? “You get in the mindset that there isn’t something better out 
there. But does that name adequately reflect who you are today? Now you 
have 15 trucks out there, and is Joe the guy coming to pump my septic?” 
 Exceptions to this rule happen when a family name works with a 
memorable mascot or rebranding concept. For example, one plumbing 
family company was named Barker, so the KickCharge rebranding included 
a dog mascot holding a wrench. In another case, Antonelli worked with 
a company called Air Source America, but suggested the owner use his 
name and call it Buehler Air Conditioning. Folks associate the family name 
with the Ferris Bueller’s Day Off movie character from the 1980s and the 
image is reinforced with a fun logo of a teen wearing sunglasses. “Nobody 
knew what (Air Source America) meant, but they always remember his last 
name,” Antonelli says.

Unclutter the truck.
 What information should you put on the truck? Recommendations 
may change over the years; for instance, Antonelli said a web address is 
more important than a phone number these days. “Smartphones make 
it much easier to Google the company name, so numbers are a little less 
relevant,” he says. “When’s the last time you copied down the number from 
a truck and referenced it later?” Many companies still include a phone 
number, but Antonelli wouldn’t go far beyond those two text elements. He 
wouldn’t use the truck to list multiple services or provide other details; 
the name of the company and any accompanying logo, mascot or other 
dominant image should convey what you do. And use three sides of the 
truck to repeat your brand. 

Don’t cut corners on a logo or a mascot.
 Creating unique artwork can be costly but it’s critical to creating a 
brand that you can protect by trademark and build upon, Antonelli says. 
As mentioned earlier, don’t copy a popular cartoon character, and don’t 
rely on clip art, even if it’s legal to do so. Antonelli explains that you can’t 
trademark clip art images, so you can’t prevent others in your market from 
using the same concept.

LOOKING FOR EXAMPLES
 Some service trades, including plumbers, seem to have developed a 
more sophisticated approach to branding and truck graphics. You can see 
some interesting examples of before-and-after truck graphics involving 
service companies at the KickCharge website. 
 “I think they are recognizing their ability to get more dollars for their 
service is directly related to the impression their brand gives to a consumer 
and making that consumer believe they’re getting a better value out of the 
company,” Antonelli says. “I want the homeowner to believe that before I 
ring their doorbell I’m the most competent plumber in the area and I want 
to get paid the most.”  P

PHOENIX  
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 sales@phoenixtruckcenter.net
 www.PhoenixTruckCenter.net
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•  3550 Gallon Steel Powder 
Coated Vacuum Tank

•  Jurop LC240 Pump

•  Hose Trays
•  36" Rear Hatch
•  Heavy Duty Bumper

•  (2) 4" Suction Ports
•  Trailer Hookups
•  (2) 36" Toolbox

Chassis Specs 
•  350 HP  

Cummins
•  SS Sun Visor

•  Allison Auto 
Transmission 

•  Chrome Bumper
•  Alum Wheels

$122,930

$108,665

$184,900

$141,657

mhc.com

Bodies by Stephenson Specialty Trucks 
stephensonspecialtytrucks.com

Call Eric Guyer, 405-826-4706 or Seth Locke, 918-688-5672

NEW

NEW

NEW

NEW

NEW

+ FET

+ FET

'22 Kenworth T270'22 Kenworth T270
2500 Gallon Steel  

Septic Truck

$166,907
+ FET

'22 Kenworth T370'22 Kenworth T370
4200 Gallon 

Steel Tank with  
Blower Septic Truck

'22 Kenworth T270'22 Kenworth T270
2000 Gallon  

Non CDL  
Septic Truck

'22 Kenworth T370'22 Kenworth T370
4200 Gallon  

Aluminum Hoist Truck  
with NVE 887 Pump

'22 Kenworth T370'22 Kenworth T370
3550 Gallon Septic Truck

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

You might think the SBA is a big, 

bureaucratic behemoth that would be difficult 

to tap into for financial assistance. But that is 

just one of the misconceptions people have 

about the government agency.
— Explore SBA-Backed Loans When Your Business Needs Cash

pumper.com/featured

 CONNECT WITH US

MAINTENANCE TIPS

keep your fleet running
Effective preventive maintenance practices will help you 
achieve the all-important business objectives of saving time and 
money. Even so, many contractors still come up short when it 
comes to fleet maintenance. Here are a few tips for making sure 
fleet maintenance is done regularly and in an effective manner.  
pumper.com/featured

connecting PVC pipes
SOLVENT WELDING

Solvent welds, threaded connections, mechanical joints  
and gaskets are the most common methods of connecting 
PVC pipe. For applications in the septic world, solvent welds 
with slip joints are the most common. This article offers 
several key points to keep in mind when solvent-welding 
PVC connections 
pumper.com/featured

DON’T HINDER SUCCESS

learn to 
control your 
fear
Why do business owners so 
frequently attempt to run their 
companies all by themselves when 
it limits how far and fast they can 
grow? The reason is fear. Here’s a 
look at two common types of fear 
experienced by many business 
owners and tactics for how to 
handle them so that they don’t 
limit your company’s potential. 

pumper.com/featured

CONSISTENT BRANDING

how to draw 
customer 
awareness
Elements like logos and color 
scheme are crucial in getting 
customers to easily recognize your 
septic services company. Simply 
doing great work can earn you a 
living, but if you want to get to the 
next level, you need to stand out 
from your competition, and that 
requires a strong brand. 
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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Why Run Why Run 22 Trucks When You Can Run  Trucks When You Can Run 11
FUEL PRICES FUEL PRICES GOING UP?GOING UP?
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Buy 2 Trucks 

when
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TRUCKTRUCK11

Why Run Why Run 22 Trucks When You Can Run  Trucks When You Can Run 11
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800 Gallons of Waste

Smaller frame trucks allow PRO’s 
to get closer to units for service

Services 50-70 units on a service route.  
Eliminates P&D routes. Reduces labor cost, fuel and wear & tear.

350 Gallons 
of Freshwater  
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Water Drop Points 
on Every Corner 
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After generations handling repairs, installing and  
inspections, Parent Sanitation parked the excavator  
and concentrated strictly on the vacuum work

By Steve Lund

FOCUS
Finding a

  Glenn and Lisa Parent, owners of Parent Sanitation of 
Dayville, Connecticut, along with their daughter Lindsey Parent. 
(Photos by Joe Vericker)

After generations handling repairs, installing and  
inspections, Parent Sanitation parked the excavator  
and concentrated strictly on the vacuum work

By Steve Lund

lenn Parent, the third-generation owner of Parent Sanitation, has 
the company doing exactly what he wants it to do: pumping. The 
company limits its services to pumping septic tanks and grease traps.

 Parent Sanitation, in Dayville, Connecticut, used to offer broader septic 
services. Founded in 1945, the company did a lot of septic tank installations, 
inspections, repairs and rooter work, but now Parent Sanitation sticks to 
pumping. Glenn says he decided to restrict the work to pumping because, at 
63, he is slowing down a little. 
 But in fact, business hasn’t slowed down for the company. Despite 
the smaller menu of services, the crew is as busy as it can be. With just two 
drivers, Parent Sanitation pumped more than 3 million gallons in 2019 and 
about 3.25 million in 2020, even though the coronavirus pandemic affected 
many of its commercial customers.
 Cutting out the installations reduces the amount of time spent waiting 
for health inspectors or tank deliveries, Glenn says. Cutting out the repair 
work and the rooter work reduces the number of emergency calls. He even 
stopped doing inspections of septic tanks.
 “I don’t do inspections on systems, and it worked out better,” he says. 
“We do pumping for three septic inspection companies now. I’m actually 
getting more work by taking less work, and I don’t get Realtors calling me 
asking why this failed or that failed. You always get three phone calls from 
every inspection, one from the Realtor on each side and one from the 
current homeowner. Now all I do is send those guys a bill at the end of the 
month. I get a check, and I don’t have any grief at all.”

RESIDENTIAL CUSTOMERS
 Schools, campgrounds and restaurants all slowed down or closed 
completely in 2020 because of the pandemic, but Parent Sanitation 
picked up enough new residential customers to continue growing. 
 “We lost some good accounts because of the virus,” Glenn says. “We 
missed some scheduled pumping. Restaurants closed down. We’re down 
on the campgrounds and schools because of the virus, but we’re picking 
up more residential work. Overall, we’ve been busier.”
 The company has benefitted from being one of the few locally owned 
pumping companies in the area, since some of their competitors have 
either closed or been sold to a large regional company.
 Lindsey Parent, Glenn’s daughter, who works in the office, says, 
“I get calls every day from people who want to keep things local. That 
means everything to us. We’re honored, but I’m the same way. If I can 

support a local business or family, of 
course that’s what I do.”

FAMILY TRADITION
 Arthur E. Parent started Parent 
Sanitation in 1945. His son, Arthur H. 
Parent started taking an active role in the 
company in the late 1960s after his father 
had a stroke, but he continued to work 
at his regular job as a heavy equipment 
operator at a gravel pit. He would help 
out with the books and machinery 
maintenance after his day job.
 The younger Arthur was able to retire 
from the gravel pit job in 1985 and went 
to work full time for the family business. 
He didn’t do much of the pumping, but 
he performed equipment maintenance, 
including bodywork and welding. His 
late wife, Lorraine, worked in the office in 
those years
 “My grandparents had a finished 
basement, and that was the office,” 
Lindsey recalls. “My grandmother worked 
for years and never took a paycheck. She 
would answer the phone any time, day 
or night. They ran the business out of the 
basement up until they sold their home in 
2013 after she passed away.”

G I KNOW HE DID THAT 
BECAUSE HE WANTED 

THE ‘A,’ SO WE COULD BE THE 
FIRST THING PEOPLE SAW 
WHEN THEY WERE FLIPPING 
THROUGH THE PHONE BOOK.

LINDSEY PARENT

  Members of the Parent Sanitation team go over the day’s  
paperwork. Shown are, from left, Andrew Yurkevicius, Glenn Parent,  
Lisa Parent and Lindsey Parent. 
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They moved the office to the upstairs level of the company’s garage in Dayville.  
 Glenn, Arthur H. Parent’s son, started hanging around the company 
yard when he was 8 years old, when his father started to become more active 
in the business.
 “When I was just 10, I used to ride in the trucks. Weekends and when my 
dad got out of his other job, we’d come up here and hang around,” he recalls. 
Later, he started working after school and summers for Parent Sanitation, but 
he went to college planning on becoming an engineer. He got an associate 
degree in mechanical engineering, but he did not complete his bachelor’s 
degree. He left college during his senior year and began working full time at 
the pumping company.
 “My dad wasn’t happy with me at first,” he says. “He wanted me to do 
something else, but I wanted to be a worker, not a pencil pusher.” 
 Lisa Parent, Glenn’s wife, started working for the company in 1990 as 
the office manager, and she continues in that role today. Lindsey says her 
mom takes care of everything behind the scenes and has a good rapport with 
customers on the phone.

 “As incredible as my dad is out in the field, my mom truly runs the office 
just as well. They make a great team,” Lindsey says. “It’s as though my dad is 
the face of the business and my mom is the voice of the business.”
 Lindsey, who has been working for the company full time since she 
graduated from college with a business degree in 2019, says she is fascinated 
that so many people remember her mom’s name and ask for her specifically 
when they call.
 “She has an incredible phone manner, and she really takes her time helping 
the customers,” Lindsey says. “I truly can’t imagine the business without her. 
She has played an important role in making this business what it is today.”

FOCUS ON THE FLEET
 Arthur H. Parent never did retire from the company, but he died in 2018. 
When Glenn and his wife took over, one of the first orders of business was 
upgrading the truck fleet.
 “My great grandfather and grandfather were both reluctant to spend 
money unless it was absolutely necessary,” Lindsey says. “Dad knew it was 
definitely time to upgrade our trucks. The old trucks didn’t even have AC. After 
75 years of working and saving, these are the nicest trucks we have ever had.”

(continued)

I GET CALLS EVERY DAY FROM PEOPLE 
WHO WANT TO KEEP THINGS LOCAL. 

THAT MEANS EVERYTHING TO US. WE’RE 
HONORED, BUT I’M THE SAME WAY. IF I  
CAN SUPPORT A LOCAL BUSINESS OR 
FAMILY, OF COURSE THAT’S WHAT I DO.

LINDSEY PARENT

PROFILE

  Glenn and Lindsay Parent discuss business at the office. 

  Glenn Parent looks through a stack of Pumper magazines  
at the company headquarters.

  As Lisa Parent works, she can always look up and see a  
black-and-white photo of company founder Arthur Parent on  
the wall next to her desk.
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 The new trucks are a 2016 Kenworth and a 2019 Kenworth. Each has a 
4,600-gallon Andert steel tank and a National Vacuum Equipment blower 
package including remote control. 
 The company also has a 2004 Mack with a 3,300-gallon Andert steel tank 
and a Wittig RFL 100 pump. With only two drivers working at Parent Sanitation, 
that truck isn’t in daily use, but it is needed sometimes for customers on roads 
that don’t accommodate the larger trucks and also as a spare if another truck 
is down for maintenance.
 All the trucks are painted in a distinctive orange and white color scheme. 
That’s a tradition that goes back a long time.
 “My grandfather (Arthur H. Parent) purchased a Brockway pump truck 
back in the day that was already orange and white. They liked how it looked, 
the colors stuck, and every pump truck after that was orange and white.” 
Lindsey says. “They stand out because they are so white and bright, and my 
dad keeps them really clean.”

 Those distinctive trucks and the Parent Sanitation name are pretty much 
the entire marketing plan for the company.
 “Our name and our reputation have just kind of spoken for itself,” Lindsey 
says. “I remember my grandfather used to put ads in the church pamphlets. 
I remember going to church and seeing our name in the pamphlet.” Lindsey 
says they used to buy ads on the placemats at restaurants, but they have never 
sent out mailers and rarely used coupons.
 “Other than our website, our name has truly done all our advertising 
for us,” she says. “We never actually got around to setting up our Facebook 
page. People can leave reviews on our website, or people can leave reviews on 
Google, but other than that, we don’t have any social media.”

  Glenn Parent explains the situation he encounters 
on a commercial job with customers.

PROFILE

WE DO PUMPING FOR THREE  
SEPTIC INSPECTION COMPANIES 

NOW. I’M ACTUALLY GETTING MORE  
WORK BY TAKING LESS WORK, AND  
I DON’T GET REALTORS CALLING  
ME ASKING WHY THIS FAILED  
OR THAT FAILED.

GLENN PARENT

  Parent pulls a tank lid 
at a commercial work site.
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 Lindsey says when her grandfather was running the company there were 
more ads in the Yellow Pages. There was also a double listing in the phone book, 
because the company had two names after it incorporated in 1980.
 “We’re known as Parent Sanitation, but we’re incorporated as Arthur 
Parent Contractor,” Lindsey says. “I know he did that because he wanted the 
‘A,’ so we could be the first thing people saw when they were flipping through 
the phone book. I know that sounds incredibly silly now, it’s so old-fashioned, 
but it makes perfect sense if you think about it.  I always wondered why we had 
two names, but that was the reason: ‘P’ was so far back in the phone book that 
he worried people wouldn’t find us.”

FUTURE IS UNCLEAR
 Lindsey is the fourth generation of her family working in the business, 
but she is not planning on taking the reins. She started working in the office 
right after she graduated from Hofstra University. A secretary who had been 
working in the company’s office had recently moved away.
 “My mom was in the office alone, and I felt like they were really busy and 
needed my help,” Lindsey says. “It’s been good. I haven’t regretted it in the 
slightest. It’s not my forever, but the experience has been really valuable.”
 Lindsey has two sisters, neither of whom live in the area and both with 
established careers in different fields.
 “It’s not their thing, not that I ever thought it would be mine,” Lindsey 
says. She says she is proud of what her parents have accomplished in the 
business and honored to work there, but it’s not her career plan.
 “I do not believe this is for me, and luckily I don’t have the pressure from 
my parents, because I do want to find something that sparks joy as far as a 
career for me,” she says.
 If she had been born male, things might have been different.
 “I know if I was a boy, I would have just started so young and learned 

the ropes just like my dad did,” she says. “I’m proud to have had this  
as an option. I think what my grandfather and parents have done with  
the business is incredible and  
I did want to come home from 
college and give this a try.  
I know for a fact I would have 
regretted it if I hadn’t.”
 Glenn says he has had some 
talks with another company 
about possibly taking over.
 “If something works out, I 
just might be able to retire,”  
he says.  P

Andert, Inc.
860-974-3893
See ad, page 2 Eastern Supplement

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

Wittig
866-428-4890
www.gardnerdenverproducts.com
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  Parent pulls hoses for a commercial pumping job. The company’s  
main service trucks were built out by Andert and carry National Vacuum 
Equipment blowers.

Glenn Parent saw the advantages of focusing only on septic  
and grease pumping at Parent Sanitation. One of them is a more predictable 
work schedule.
 “You can almost plan your work,” Parent says. “You don’t have to worry 
about waiting for inspections or waiting for a tank to get delivered.”
 Parent, together with driver, Andrew Yurkevicius, have handled as many as 
20 pumping calls in a day. He says that usually one of them heads north from 
Dayville and one heads south. That way they can each handle a full schedule 
without crossing paths.
 “If we get an emergency, we can usually just work it right in,” Parent says. 
“It’s not like we’re going way out of our way to pick up that one straggler.”
 Both drivers do grease pumping as well as septic pumping, but the grease 
represents only about 10% of the calls, Parent says. There are no local buyers 
of restaurant grease, so it has to be dumped at a wastewater treatment plant. 
They pump out the grease interceptors at fast-food chains, other restaurants 
and local school cafeterias. In 2019, the company pumped about 120,000 gal-
lons of grease.
 Lindsey Parent, who works in the company’s office with her mom, Lisa, 
thinks the decision to focus entirely on pumping has been good for the com-
pany and her father.
 “He loves to educate customers so they can understand the system they 
have and how to take care of it,” Lindsey says. “My dad is happy to pick up the 
phone to talk to a customer for as long as they need and to answer as many 
questions as they have. He’s not in it for him. He’s not in it for the money. He 
does it because he loves what he does.”

We love to pump

  Parent connects  
a suction hose to  
his pump truck at  
a commercial  
pumping location.
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rampstar.com Call Today for Specs and Pricing  800.327.5431

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

• RJ, Inside Sales & Parts Manager 786-328-9330 
70 years in Business!70 years in Business!

1 In Production

1 In Production

1 In Production

1 In Production

1 In Production

3 In Stock

rampstar.com Call Today for Specs and Pricing  800.327.5431LiquidTruckSolutions.com Call Today for Specs and Pricing  800.327.5431

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

• RJ, Inside Sales & Parts Manager 786-328-9330 
71 Years In Business!71 Years In Business!

Tank Truck Manufacturing Since 1950

2022 Peterbilt 337, 300 hp, auto, 2500 gal. alum. Bruder tank,  
Masport 407 cfm pump. $129,900 • In Production!

2022 Mack Granite, MP8 455 hp, Allison auto, 66K GVWR,  
4200 alum. tank, Fruitland 510 CFM pump.  

$195,000 Plus FET

2022 Peterbilt 348, Cummins 350 hp, 10 spd, 4000 carbon steel tank,  
Fruitland 510 cfm, chrome package.  

$144,500 Plus FET

2022 Peterbilt 348, Chrome package, 350 hp, Cummins, auto, 60K GVW,  
4200 gal. alum. tank, NVE B500 blower 431 cfm. $153,800 Plus FET

2022 Peterbilt 348, 350 hp, Cummins, auto, 4000 carbon steel tank,  
Fruitland pump 510 cfm. $150,000 Plus FET

2022 Peterbilt 348, 350 hp, Cummins, auto, 4200 alum. gallon,  
NVE 4307 blower. $163,000 Plus FET

2022 Peterbilt 337, 300 hp, Cummins, auto, 2500 carbon steel tank,  
Fruitland pump. $127,800

2022 Peterbilt 348, Cummins 350 hp, 10 spd manual, 4000 carbon steel tank, 
Fruitland pump 510 cfm. $145,500 Plus FET

Aluminum,  Aluminum,  
Stainless Steel,  Stainless Steel,  

Carbon Steel  Carbon Steel  
Tanks of  Tanks of  
All Sizes  All Sizes  
Available.Available.

Many  Many  
Different  Different  
Make &  Make &  
Model  Model  

Chassis  Chassis  
Available.Available.

White, Black,  White, Black,  
Blue, Red  Blue, Red  

Colors  Colors  
Available.Available.
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! Want More Stories?

Get more news, information and features  
with our exclusive online content.

Check out Online Exclusives at 
www.pumper.com/online_exclusives

http://LiquidTruckSolutions.com
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he complexities of operating a business can leave you 
scratching your head. As ideas churn in your mind for new 
equipment, business expansion or hiring more employees, the 

bottom line is always: How will you pay for it? 
 If cash is short, a low-interest business loan may be the way to go. 
While many small businesses are averse to debt, being debt-free actually 
can restrict business growth or even cause a business to collapse. Without 
the necessary funds, a business will remain at a standstill or fold. The old 
adage “you need to spend money to make money” rings true. 
 Even businesses that never took out a loan before may want to 
apply for financing now because interest rates are historically low. 
Rates are expected to remain low for years, as the country recovers 
from a pandemic-induced economic downturn. Despite the uncertain 
economy, now may be a good time to take out a loan. There are many 
good reasons to apply for a business loan, but that doesn’t mean you 
should rush out and apply without carefully considering your options. 
 “Be really sure you need the loan,” advises Dave Kaster, principal 
at Fidelis LLC, a business advisory practice in Green Bay, Wisconsin. 
“Unless you’re in a very stable business with a regular type of income, 
you have to think harder about getting a loan.”
 Savvy business owners don’t go into debt for just any reason. They 
have a clear vision of how to successfully grow their business. Focusing 
on this vision, they’re willing to step out of their comfort zone and 
pursue financing options.
 “If you decide you are willing to take the risk, contact your SBA 
(U.S. Small Business Administration) rep and see what your options are. 
Then, go to a banker that you feel you have the best relationship with 
and start talking,” Kaster says.
 Dig into plans for the loan and how you’ll pay it back. Be honest 
with yourself and your ability to repay the loan. Ask questions like: 
What happens if I miss a payment? What happens if I can’t pay off 
the loan when the time comes? Know the answers to these questions 
before you sign.

WEIGH YOUR RISK
 Once you understand the terms and conditions of a loan, consult 
with someone you depend on for business advice — an accountant, 
business advisor, spouse or colleague. Lastly, make sure your business 
plan syncs with the requirements of the new loan. A solid business plan 

includes carefully prepared financial projections, budgets and cost 
analyses. Lenders will look at your operational methods to project the 
rate of return on their investment. 

 To measure the risk of taking out a loan, consider how you will 
repay it. For example, you may decide to borrow money for equipment. 
Consequently, the equipment you purchase becomes a fixed asset.  
 “The loan on that fixed asset becomes a fixed cost. You have to 
pay that every single month,” Kaster says. Before you invest in the 
equipment, estimate the income you’ll earn by using the equipment.
 “Can the money that fixed asset generates make the payments for 
you?” Kaster says.
 In addition to purchasing equipment, you also may decide to 
expand through acquisition. Business acquisition can breathe new life 
into an organization, but comes with some challenges. When businesses 
expand, cash can get tight. Taking out a loan will only defer the problem 
of tight cash until the loan has to be repaid. In this scenario, Kaster tells 
business owners to plan ahead.
 “Make sure that your operations and your marketing plan are lined 
up in such a way that you’ll start getting the income you need to pay off 
that loan. If you’re adding a new territory or acquiring a business, it’s 
going to take a while before you’ll see the cash flow off of that business.”

MONEY MANAGER

T

Is Now the Time to Pull the  
Trigger on a Business Loan?
Many pumpers are experiencing busy times and borrowing interest rates remain 
low. So it could be a good time to seek funds to update equipment, buy another 
business or hire more technicians.

By Joan Koehne

Many government programs are 
offering reduced or no fees, as well as 
offering assistance with making payments 
for several months on loans. This, coupled 
with a low interest rate environment,  
is certainly a reason to connect with  
your bank.           

– AARON FAULKNER

DUCKS IN A ROW
 Cash flow is an issue that businesses deal with every day. A high-level 
business plan can help you determine how much cash you need and what you 
can afford to repay, says Aaron Faulkner, senior vice president at Bank First, 
Green Bay. He offers a number of tips geared to business owners considering 
applying for commercial lending. 
 First, he encourages owners to have their personal finances in order. You 
may think your business credit and personal credit are two separate things, but 
they’re not. Commercial lenders often base their decisions on how individuals 
handle personal finances. A solid credit history shows you paid your bills in 
the past and are likely to pay your bills in the future. Lenders evaluate you as a 
business owner to project how you’ll handle your business finances, especially 
during the tough times.
 Next, businesses should be ready to contribute equity. Lenders don’t 
want to be the only player in a business venture. For example, if you want to 
borrow $100,000, a lender may ask you to contribute $20,000 to $25,000 of 
cash, equity in your home, a gift from your family, or a combination of these. 
Showing a capacity to contribute equity is important because it signals that 
you are committed to the project. 
 Likewise, a commercial lender commonly will ask you to pledge collateral 
to cover your financial obligations if there’s a shortfall. Collateral could be 
the assets in your home, a personal vehicle, vacation property, investment 
accounts or cash. Be aware that personal and business assets are closely 
related for small businesses. When you obtain a commercial loan, you sign a 
personal guarantee. When the loan comes due, the lender isn’t simply looking 
at the business for repayment, it’s looking at the owner, too. If the business 
can’t repay the loan, the business owner will be held responsible instead.
 Lastly, if you’re purchasing property, make sure you understand 
commercial mortgages. A commercial mortgage is different from a home 

mortgage. Commercial mortgages have shorter amortization, closer to 20-
25 years, not 30 years. Typically, commercial mortgages are three- to seven-
year notes that end with a balloon payment. In most cases, a business can 
renegotiate the loan when it comes due, if the business doesn’t have the 
funds to pay it off. 

EQUITY OPTIONS
 Compared to residential mortgages, commercial mortgages usually 
have a higher down payment. The minimum down payment will probably 
be 10%. Sometimes, the financial institution will lend you that 10% from a 
home equity loan or some other capital you have. 
 Additionally, lenders work with municipalities and the property sellers 
to carry some of the debt as well. Equity doesn’t have to come exclusively 
from the buyer; sometimes it comes from other sources. A trusted lender can 
walk you through the various scenarios.
 There are many things to consider regarding commercial lending. 
Looking at the big picture, the question isn’t just “Should I take out a loan?” 
Instead, ask yourself, “How will I repay the loan?” and “What will I use the 
money for?”  
 Will you purchase a truck or equipment? Buy out a competitor? 
Construct, buy or lease a building to expand your territory? Hire more 
employees? Of course, one big question mark is the COVID-19 pandemic 
and how it will affect your business.
 “With economic times being somewhat uncertain with the pandemic, 
consulting your banker can be a huge value add,” Faulkner says. “Many 
government programs are offering reduced or no fees, as well as offering 
assistance with making payments for several months on loans. This, coupled 
with a low interest rate environment, is certainly a reason to connect with 
your bank to see what type of options are available.”  P
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Instead, ask yourself, “How will I repay the loan?” and “What will I use the 
money for?”  
 Will you purchase a truck or equipment? Buy out a competitor? 
Construct, buy or lease a building to expand your territory? Hire more 
employees? Of course, one big question mark is the COVID-19 pandemic 
and how it will affect your business.
 “With economic times being somewhat uncertain with the pandemic, 
consulting your banker can be a huge value add,” Faulkner says. “Many 
government programs are offering reduced or no fees, as well as offering 
assistance with making payments for several months on loans. This, coupled 
with a low interest rate environment, is certainly a reason to connect with 
your bank to see what type of options are available.”  P
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Hitch Hauler™

• Move ADA Restrooms  
• Aluminum Frame
•  Available with 4, 6 or 8 wheels 
• Easily Rides on Your Truck
• Ships UPS

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

Patented

Super Mongo Mover®

EASILY MOVE RESTROOMS

Toll Free: 866.599.3325
www.DealAssoc.com
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Toilet Transport TrailersToilet Transport Trailers
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PUMPERS  PUMPERS  
PUMPERS PUMPERS FO

R
FO

R

6 Hauler ......... $3,800
10 Hauler ....... $4,900
12 Hauler ....... $5,300
14 Hauler ....... $5,800
16 Hauler ....... $6,300
18 Hauler ....... $7,300 
20 Hauler ....... $7,800

Used trailers also for saleUsed trailers also for sale

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

3500 Pound Axles with Brakes.  
I Beam Fold Up On Rear  

for Handicap Units

Prices subject to change without notice
13" Tires • 25" High

All Brands and Sizes of Aluminum & Steel Tanks and Trucks are AvailableSLIDE-IN UNITS & USED TRUCKS AVAILABLE / MASPORT, JUROP & CONDÉ VACUUM PUMPS
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BOOTH
2033

We do one thing to perfection — Dewater Liquid Waste!

»Pass the paint filter 
test in 24 hours

»No waiting,  
Equipment is  

in stock

»Visitors welcome  
at our dewatering 

facilities

FINANCING 
AVAILABLE

AQUA-Zyme Disposal SystemsAQUA-Zyme Disposal Systems
Call us at (979) 245-5656

zymme@aqua-zyme.com | www.aqua-zyme.com

DDEWATERINGEWATERING
Dewatering Unit • Polymer Injection • Sludge Pump  

Working Platform • Polymer Sales and Testing

Debris Screener SERVICES PROVIDED:
»Dewatering«
»Composting«

»Compost Sales«

http://store.roeda.com
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uffolk County, New York, is planning to establish a countywide 
water management district to aid in the fight against bacterial 
contamination of its Atlantic Ocean shoreline.

 The county occupies the eastern end of Long Island and has worked 
for years to counter problems from the approximately 360,000 cesspools 
used for onsite wastewater treatment. 
 What the management district will do, said County Executive 
Steve Bellone in a press release, is enable repair of the county’s water 
infrastructure. It will do this by creating a structure to implement the 
county’s long-term water quality plan, expand financial assistance to 
homeowners, and serve as a way to invest in new systems and advanced 
wastewater treatment. 
 The long-term water quality plan calls for investing $4 billion over 
50 years to reduce nitrogen by adding municipal sewer service to some 
properties and installing nitrogen-removing onsite units on parcels where 
municipal service is uneconomical.
 In 2017, the county established a grant program to help property 
owners with the cost of advanced onsite equipment. Voters approved a tax 
for the grants, and the state later contributed $10 million. 
 The county and several of its townships and cities have changed 
their wastewater treatment laws in the past few years to forbid any new 
cesspools and require advanced, nitrogen-removing onsite units for any 
new construction or expansions of existing buildings.

 
 New York’s Warren County is considering a law to require onsite system 
inspections when a property is transferred. The county covers most of western 
shore of Lake George and its southern end. In recent years the lake has been 
clouded by large algae blooms.

 The law would apply to all onsite systems within 250 feet of a specific 
list of water bodies, and there would be a provision for any municipality 
to opt out. Some communities in the county passed their own laws about 
inspections. 

 The water and sewer commission in Glens Falls levied a $3,000 fine 
against IBS Septic & Drain Service for dumping a large quantity of cooking oil 
and grease into the city’s wastewater treatment plant in February. 
 Security cameras showed IBS was the only septage hauler to dump at the 
plant that day, reported The Post-Star of Glens Falls. It appears IBS sent a truck 
that either had not been fully emptied or not cleaned out, said Steve Gurzler, 
the city’s engineer. He said the company acknowledged its mistake and sent 
another truck to help clean up.

California
 Marin County plans a pilot project to create 22 apartments in Bolinas by 
upgrading home onsite systems. 
 The project to create what are known as in-law or grandmother 
apartments is a partnership between the Bolinas Community Land 
Trust and Bolinas Community Public Utility District, reported the Marin 
Independent Journal.
 Under the class I standard for new construction, there must be a 3-foot 
separation between groundwater and a drainfield. County supervisors waived 
that requirement and imposed the class II standard that allows only 2 feet of 
separation. Systems in this standard use a pre-treatment tank and peat moss 
biofilter before discharging to a gravel and sand drainfield. 
 Twenty of the homes in the project will need system upgrades to reach 
class II. The other two already have class II systems. 

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

New York County Says Water District  
Would Aid Onsite System Fixes

By David Steinkraus

S  Because of water shortages in the area, the city has had a moratorium on 
water permits since 1971. This has largely prevented construction of new housing.
 Marin County is immediately north of San Francisco on the other side of 
the Golden Gate.

Delaware
 In 2018, New Castle County imposed a temporary moratorium on the 
use of septic tanks in subdivisions. Now the county is likely to indefinitely ban 
large developments that use septic systems. 
 The temporary moratorium ends in August, but Delaware Public Media 
reports the county will consider indefinite extension of the ban later this year. 
Most of the effect will be felt in the southern part of the county where officials 
want no more than five parcels in any subdivision created on agricultural 
land. Some landowners objected to the moratorium in the past, saying it will 
reduce their ability to sell their land.
 New Castle County covers the western shore of the Delaware River where 
it empties into Delaware Bay. 

Florida
 Wakulla County, on the Gulf Coast just south of Tallahassee, recently 
received $577,500 from the state for a septic system upgrade program. 
 Under the program, certified installers or licensed plumbers may 
receive up to $7,000 for installing nitrogen-removing onsite systems in 
certain areas of the county. Costs in excess of $7,000 are the responsibility of 
the property owner. 

Arkansas
 The Bella Vista City Council decided to table an ordinance about septic 
system size requirements in order to do further research. 

 Undersized systems are a problem, said Doug Tapp, Community 
Development Services director, but there is no way to prevent it. At the moment, 
the department must accept builders’ assurances that an onsite system is 
adequately sized, reported the Northwest Arkansas Democrat Gazette.
 The tabled ordinance would require a system suitable for two people in 
a structure of 1,500 square feet or smaller. A system for three people would 
be mandated for a structure of 1,500 to 2,500 square feet, and a four-person 
system for structures of 2,500 to 3,500 square feet. Larger systems would be 
required for any structure of more than 3,500 square feet. 
 Bella Vista is near the northwestern corner of the state.

Texas
 Oil and gas wastewater discharges into public waters will now be overseen 
by the Texas Commission on Environmental Quality. The U.S. Environmental 
Protection Agency shifted authority for permits under the National Pollutant 
Discharge Elimination System to TCEQ in January after Texas requested it. 
 Any discharge into a pond on leased land will still be regulated by the 
state Railroad Commission. Standards for discharges remain the same, Jeremy 
Hagen, general counsel with the Railroad Commission, told the Midland 
Reporter-Telegram.
 Oil and gas operations annually produce millions of gallons of 
wastewater. Instead of injecting that wastewater into wells, operators could 
now be allowed to discharge treated wastewater into creeks or lakes to expand 
the water supply for municipalities and agriculture, Hagen said.  P

New York County Says Water District  
Would Aid Onsite System Fixes

By David Steinkraus
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homeowners, and serve as a way to invest in new systems and advanced 
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 The long-term water quality plan calls for investing $4 billion over 
50 years to reduce nitrogen by adding municipal sewer service to some 
properties and installing nitrogen-removing onsite units on parcels where 
municipal service is uneconomical.
 In 2017, the county established a grant program to help property 
owners with the cost of advanced onsite equipment. Voters approved a tax 
for the grants, and the state later contributed $10 million. 
 The county and several of its townships and cities have changed 
their wastewater treatment laws in the past few years to forbid any new 
cesspools and require advanced, nitrogen-removing onsite units for any 
new construction or expansions of existing buildings.

 
 New York’s Warren County is considering a law to require onsite system 
inspections when a property is transferred. The county covers most of western 
shore of Lake George and its southern end. In recent years the lake has been 
clouded by large algae blooms.

 The law would apply to all onsite systems within 250 feet of a specific 
list of water bodies, and there would be a provision for any municipality 
to opt out. Some communities in the county passed their own laws about 
inspections. 

 The water and sewer commission in Glens Falls levied a $3,000 fine 
against IBS Septic & Drain Service for dumping a large quantity of cooking oil 
and grease into the city’s wastewater treatment plant in February. 
 Security cameras showed IBS was the only septage hauler to dump at the 
plant that day, reported The Post-Star of Glens Falls. It appears IBS sent a truck 
that either had not been fully emptied or not cleaned out, said Steve Gurzler, 
the city’s engineer. He said the company acknowledged its mistake and sent 
another truck to help clean up.

California
 Marin County plans a pilot project to create 22 apartments in Bolinas by 
upgrading home onsite systems. 
 The project to create what are known as in-law or grandmother 
apartments is a partnership between the Bolinas Community Land 
Trust and Bolinas Community Public Utility District, reported the Marin 
Independent Journal.
 Under the class I standard for new construction, there must be a 3-foot 
separation between groundwater and a drainfield. County supervisors waived 
that requirement and imposed the class II standard that allows only 2 feet of 
separation. Systems in this standard use a pre-treatment tank and peat moss 
biofilter before discharging to a gravel and sand drainfield. 
 Twenty of the homes in the project will need system upgrades to reach 
class II. The other two already have class II systems. 
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 Under the program, certified installers or licensed plumbers may 
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 Undersized systems are a problem, said Doug Tapp, Community 
Development Services director, but there is no way to prevent it. At the moment, 
the department must accept builders’ assurances that an onsite system is 
adequately sized, reported the Northwest Arkansas Democrat Gazette.
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Protection Agency shifted authority for permits under the National Pollutant 
Discharge Elimination System to TCEQ in January after Texas requested it. 
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info@cohsi.com l 630.906.8002 l www.cohsi.com
See our website for floor plans and options.

BATHROOM • SHOWER • SPECIALTY TRAILERS

THE MOST LAYOUTS AVAILABLE FOR 
HANDICAP ACCESSIBLE TRAILERS

GS-07F-0236V

Proudly Made 
Since 2003

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

We can do Steel, Stainless Steel and Aluminum.

Financing Available

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 

ALL MAJOR BRANDS IN STOCK 
AND READY TO BUILD.

 NOT JUST BUILDING TRUCKS BUT BUILDING RELATIONSHIPS

Tank World Tank World CorpCorpTank World Tank World CorpCorp

RELATIONSHIPS RELATIONSHIPS 
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QUALITY WORKQUALITY WORK
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H A N D W A S H S T A T I O N S

M A N U FA C T U R E D B Y M C K E E T E C H N O LO G I E S

m c k e e t e c h n o l o g i e s . c o m
1.866.457.5425

Explore the finest
in sanitation...
...when SANITATION counts

CLASSIC 8 SINK UNIT

Faucets: Metered water-saving
Fresh Water: 225 US gallon,
horizontal poly tank
Grey Water: 250 US gallon,
galvanized holding tank, 2” valve
Dispensers: (4) Paper towel, (4) soap

Counter Tops: Polished stainless
steel with (8) sinks, 12” diameter
Finish: Epoxy primer with
polyurethane top coat
Water Heater: 5 US gallon, 110 V
Water Pump: 110 V On-demand

The galvanized grey-water tank is horizontally mounted inside
the chassis with a 2” discharge port at the rear. All built onto a
commercial grade trailer chassis for easy towing.

eff Bezos founded Amazon in 1994. Today he’s one of the richest 
people in the world. But while Amazon is undeniably a tech 
company, the business was built on this old-school premise: Focus 

on the things that don’t change.
 The premise, while simple, is also easy to forget when innovation 
seems to be the secret of massive success. Catching the next wave, 
predicting the next trend, disrupting an industry or hacking your way to 
near-immediate success, sparking change — that’s what works. But it’s 
hard to be innovative. It’s hard to be truly disruptive. Knowing what will 
change — that’s incredibly difficult.
 Bezos doesn’t worry about what will change. He focuses on what won’t 
change. Bezos built Amazon around things he knew would be stable over 
time, investing heavily in ensuring that Amazon would provide those things.

Here’s Bezos:
I very frequently get the question: “What’s going to change in the next 
10 years?” And that is a very interesting question; it’s a very common 
one. I almost never get the question: “What’s not going to change in the 
next 10 years?” And I submit to you the second question is actually the 
more important of the two — because you can build a business strategy 
around the things that are stable in time. ... (I)n our retail business, we 
know that customers want low prices, and I know that’s going to be true 
10 years from now. They want fast delivery; they want vast selection.

 It’s impossible to imagine a future 10 years from now where a 
customer comes up and says, “Jeff, I love Amazon; I just wish the prices 
were a little higher.” “I love Amazon; I just wish you’d deliver a little more 
slowly.” Impossible.
 And so the effort we put into those things, spinning those things up, we 
know the energy we put into it today will still be paying off dividends for our 
customers 10 years from now. When you have something that you know is 
true, even over the long term, you can afford to put a lot of energy into it.
 Focusing on things that won’t change does not guarantee success — 
but it provides as close a foundation for success as you will find. Whether 
you run a wastewater business or work for one as a driver or technician, 

here are a few timeless principles that consistently provide professional 
and personal success:

Focus on collecting knowledge ...
 Competing is a fact of professional life: with other businesses, other 
products, other people. It’s not a zero-sum game, but it is a game we all 
try to win. Smart people win a lot. Smarter people win even more often. 
Continually striving to gain more experience and more knowledge is the 
second-best way to succeed.

... But always focus more on collecting knowledgeable people.
 You can’t know everything. But you can know enough smart people 
that together you know almost everything. And, together, do almost 
anything. Work hard on getting smarter. Work harder on getting smart 
people on your side. How?

Always give before receiving.
 The goal of networking is to connect with people who can provide a 
referral, help make a sale, share important information, serve as a mentor, 
etc. When we network, we want something. But, especially at first, never 
ask for what you want. Forget about what you want and focus on what you 
can give.
 Giving is the only way to establish a real relationship and a lasting 
connection. Focus solely on what you can get out of the connection 
and you will never make meaningful, mutually beneficial connections. 
Approach networking as if it’s all about them and not about you and you’ll 
build a network that approaches it the same way.

BUILDING THE BUSINESS

J

Jeff Haden is a contributing editor for Inc.com 
and a LinkedIn Influencer. He is the author of The 
Motivation Myth: How High Achievers Really Set 
Themselves Up to Win.

Jeff Haden
Contributor

 You can’t know everything. But you can 
know enough smart people that together 
you know almost everything. And, together, 
do almost anything.

Even to a Technology 
Titan, Back to the 
Basics Is the Rule
Follow these commonsense tips to network, grow 
and innovate through your pumping business

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

IN PROGRESS IN PROGRESS IN PROGRESS

NEW TRUCK

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

NON CDL

2009 Peterbilt 367, Cummins 485 HP, 8LL,  
14,600 fronts, full lockers, NEWNEW 3360 gallon steel vac tank, 

NEWNEW Masport Hydra plug and play vac.
Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTYAND EMISSIONS WARRANTY

(2) 2018 Peterbilt 567,(2) 2018 Peterbilt 567,  Cummins 550 HP,  Cummins 550 HP,  
18 spd, jakes, 20# lb fronts, 2 drop axles,  18 spd, jakes, 20# lb fronts, 2 drop axles,  

4650 gallon steel vac tank, Fruitland 500 vac pumps.4650 gallon steel vac tank, Fruitland 500 vac pumps.
$116,950

6-MONTH NATIONWIDE DRIVE TRAIN  6-MONTH NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTYAND EMISSIONS WARRANTY

NEWNEW  2021 Peterbilt 337,2021 Peterbilt 337,  PX9 300 HP,  PX9 300 HP,  
Allison auto, 33# GVW, diff lock,  Allison auto, 33# GVW, diff lock,  
NEW 2500 gallon steel vac tank,   2500 gallon steel vac tank,  
NEW Masport Viper vac pump Masport Viper vac pump.

Call For Pricing!

2014 Freightliner M2-112,2014 Freightliner M2-112,    
Detroit 410 HP, 10 spd, jake, 35 # GVW,  Detroit 410 HP, 10 spd, jake, 35 # GVW,  

NEW 2450 gallon steel vac tank,   2450 gallon steel vac tank,  
NEW Masport Viper vac pump Masport Viper vac pump..

Call For Pricing!
1-YEAR NATIONWIDE DRIVE TRAIN  1-YEAR NATIONWIDE DRIVE TRAIN  

AND EMISSIONS WARRANTYAND EMISSIONS WARRANTY

2016 International 4300, Cummins 260 HP,  
Allison auto, 33 # GVW,  

NEWNEW 2500 gallon steel vac tank,  
NEWNEW Masport Viper vac pump.

Call For Pricing!
1-YEAR NATIONWIDE DRIVE TRAIN  1-YEAR NATIONWIDE DRIVE TRAIN  

AND EMISSIONS WARRANTYAND EMISSIONS WARRANTY

NEWNEW 2021 Peterbilt 330, PX7 220 HP,   
Allison auto, NON CDL, diff lock,  
NEW 1800 gallon steel vac tank,  
NEW Masport Viper vatc pump.

Call For Pricing!

2016 Freightliner M2,2016 Freightliner M2,  Cummins 260 HP, Allison auto, Cummins 260 HP, Allison auto, 
33 # GVW, 33 # GVW, NEWNEW  2450 gallon steel vac tank,  2450 gallon steel vac tank,  

NEWNEW  Masport Viper vac pump.Masport Viper vac pump.
Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTYAND EMISSIONS WARRANTY

2013 Kenworth T-800,2013 Kenworth T-800,  Cummins 500 HCummins 500 HPP, jake,  , jake,  
13 spd, 13 spd, NEWNEW 3360 gallon steel vac tank,   3360 gallon steel vac tank,  

NEWNEW Masport Hydra vac pump. Masport Hydra vac pump.
Call for Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTYAND EMISSIONS WARRANTY

2013 Kenworth T2702013 Kenworth T270,,  PX6 240 HP,  Allison auto,  PX6 240 HP,  Allison auto,  
NON CDL, NON CDL, NEW 1870 gallon steel vac tank,   1870 gallon steel vac tank,  

NEW Jurop PN 84 Vac pump. Jurop PN 84 Vac pump.
Call For Pricing!

1-YEAR NATIONWIDE DRIVE TRAIN  1-YEAR NATIONWIDE DRIVE TRAIN  
AND EMISSIONS WARRANTYAND EMISSIONS WARRANTY

 And you’ll create more than contacts. You’ll make friends.

Always look past the messenger and focus on the message.
 When people speak from a position of power or authority or fame, 
it’s tempting to place greater emphasis on their input, advice, and ideas. 
Warren Buffett? Yep, gotta listen to him. Sheryl Sandberg? Yes. Richard 
Branson? Absolutely.
 That approach works to a point, but only to a point. Really smart people 
strip away all the framing that comes with the source — both positive and 
negative — and evaluate information, advice or input solely on its merits. 
When Branson says, “Screw it; just do it and get on with it,” it’s powerful. If 
the guy who delivers your lunch says it, it should be just as powerful.
 Never discount the message because you discount the messenger. 
Good advice is good advice, regardless of the source.

Always work on “next.”
 It’s impossible to predict what will work, much less how well it will 
work. Some products stick, for a while. Some services flourish, and then 
don’t. Some ventures take off, and then flame out. Some careers take off, 
and then stagnate. No matter how successful you are today, always have a 
next in your pipeline. 
 If somehow your current products or services or ventures continue to 
thrive, great: You will have created a bigger line of products and services 
and ventures. That’s how successful people weather the storm when times 
are tough and become even more successful when business is booming.

Always take responsibility.
 If you’re always right, you never grow. One of the best things you 
can do is to be wrong, because when you make a mistake you are given 
the chance to learn. (Don’t worry. Every successful person has failed 
numerous times. Most have failed more than you. That’s why they’re 
successful today.) Own every mistake, every miscue and every failure. Say 
you made a mistake. Then commit to making sure that next time things will 
turn out very differently.

Always turn ideas into actions.
 The word idea should be a verb, not a noun, because no idea is real 
until you turn that inspiration into action. Ideas without action aren’t 
ideas. They’re regrets. Every day we let hesitation and uncertainty stop us 
from acting on our ideas. Fear of the unknown and fear of failure are what 
stop me, and may be what stops you, too.
 Think about a few of the ideas you’ve had, whether for a new business, 
a new career or even just a part-time job. Looking back, many of your ideas 
would have turned out well, especially if you had given them your best 
effort. Trust your analysis, your judgment and your instincts. Trust your 
willingness to work through challenges and roadblocks.  P

BUILDING THE BUSINESS

Like Something?
Hate Something?
Agree? Disagree?

To share your opinions about Pumper articles just send an  
e-mail to our editor at: editor@pumper.com

http://www.savecowaterna.com
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PO Box 39, Dayton, IN 47941

Toll-Free: 877.296.2555 
Phone: 765.296.2027 Fax: 765.296.3027

www.wee-engineer.com

WITH IMAGINATIONWITH IMAGINATION

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

Wee EngineerWee Engineer

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

BEST HEAVY-DUTY PORTABLE 
TOILET TRAILERS ON THE MARKET

Our customers are pleased with the time they 
save loading and unloading toilets.

24 ft....$8,800 • 28 ft....$9,100 • 34 ft....$9,990

2150 Gallon  
& 2500 Gallon  
Vacuum Tanks

In ProgressIn Progress

http://crosoftwaresolutions.com


BOOTH
5058

http://www.fruitlandmanufacturing.com
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Name and title or job description: Vonda (Sissy) Bob, chief  
financial officer and office administrator 

Business name and location: South Texas Aerobics, Caldwell, Texas
Services we offer: Pumping, installation, inspections, repairs, tank sales 
Age: 50
Years in the industry: 20 years
Association involvement: I am currently serving on the Texas On-

Site Wastewater Association (TOWA) board as co-chair of the enforcement 
committee and chair of the scholarship committee. I also am chair of our 
local Brazos Valley Chapter of TOWA. 

Benefits of belonging to the association: I really enjoy being 
able to help people. We have installers who need help with disputes with 
a permitting authority and authorities who need help with a homeowner 
or with installer-maintenance provider issues. Being on the TOWA board 

helps me stay on top of the latest 
rule changes so I can share this in-
formation where it needs to go. 

Biggest issue facing your 
association right now: Finding 
the delicate balance between not 
enough regulation and too much 
regulation. I have found that when 
you deal with different people, loca-
tions and situations, they may look 
similar on the surface but one rule 
will not be what is right or the best 
solution for the problem. A rule is a 
rule, but local authorized agents are 
given the option to enhance what 
is written so they can apply it in a 
more specific way that meets the 

need in their area. Sometimes this is a benefit and sometimes a hindrance, 
so best judgement is what I will normally advocate. 

Our crew includes: My husband and co-owner Al handles all our 
installs, pumping and tank deliveries. Our son Eric, who helps to pour 
tanks, handles all the service calls and inspections and most of the time 
will do the final inspections with the counties. Daughter Megan is our ad-
ministrative assistant.

Typical day on the job: I open the office at 7:30 a.m. and begin 
by scheduling the day for both Al and Eric, assigning where they will be 
working for the day and what is required for them to do their jobs. I handle 
all the paperwork, permitting, scheduling, inventory, job preparation, fil-
ing, job bids, customer interaction and will usually take lunch to the job 
site while out picking up materials or going to different counties to file for 
Authorization to Construct. I also help with installs occasionally to stay 
on top of how they put the systems in so that when a customer calls with 
a question I can answer it intelligently and help them feel more at ease 
about something the average person has very little experience with. 

The job I’ll never forget: We were installing a three-tank aerobic 
unit in the side of a hill with a 45-degree slope and had to “bunny hop” the 
tanks up the hill one at a time to get them in. Several installers had already 
looked at the job and told the builder to call us because Al would be the 
best person to handle such a difficult site. We are going on 12 years work-
ing for that builder now and have done several more jobs for him that have 
required “special” practices to put them in. 

My favorite piece of equipment: That would definitely be my 
computers. I keep two desktops and four monitors active so that all my 
programs can be active at the same time. I have a maintenance tracking 
program and a scheduling and notification program that also tracks my 
tech out in the field so I know where he is in case of emergency calls. My 
email and my accounting software are always open. I have always found it 
to be a little frustrating to have to toggle between screens. And since I do a 
lot of my work online or with fillable documents, this saves me time. I can 
be opening a ticket with Texas 811 (“Call before you dig”) while sending in 
a contract to a county or replying to a customer’s email. 

Most challenging site I’ve worked on: We installed an aero-
bic drip system on a site that was basically a rock hill. The area where the 
house sits had to be jackhammered out and three 15-foot retaining walls, 
60 feet long and 24 inches deep, had to be installed behind the house. A 
pool was also installed in the backyard and a three-car garage in the front. 

Texas Wastewater Pros Seek Effective 
Balance of Industry Regulations

STATES SNAPSHOT

A serious approach to rules and a boost in professionalism are on the top of the list for 
gaining more respect for Lone Star State pumpers and installers

                 In States Snapshot, we talk to a member of a state, provincial  
or national trade association in the decentralized wastewater industry.  
This time we visit a member of the Texas On-Site Wastewater 
Association.

  Vonda Bob
(continued)



www.pumper.com | Since 1979 | June 2021      45

Name and title or job description: Vonda (Sissy) Bob, chief  
financial officer and office administrator 

Business name and location: South Texas Aerobics, Caldwell, Texas
Services we offer: Pumping, installation, inspections, repairs, tank sales 
Age: 50
Years in the industry: 20 years
Association involvement: I am currently serving on the Texas On-

Site Wastewater Association (TOWA) board as co-chair of the enforcement 
committee and chair of the scholarship committee. I also am chair of our 
local Brazos Valley Chapter of TOWA. 

Benefits of belonging to the association: I really enjoy being 
able to help people. We have installers who need help with disputes with 
a permitting authority and authorities who need help with a homeowner 
or with installer-maintenance provider issues. Being on the TOWA board 

helps me stay on top of the latest 
rule changes so I can share this in-
formation where it needs to go. 

Biggest issue facing your 
association right now: Finding 
the delicate balance between not 
enough regulation and too much 
regulation. I have found that when 
you deal with different people, loca-
tions and situations, they may look 
similar on the surface but one rule 
will not be what is right or the best 
solution for the problem. A rule is a 
rule, but local authorized agents are 
given the option to enhance what 
is written so they can apply it in a 
more specific way that meets the 

need in their area. Sometimes this is a benefit and sometimes a hindrance, 
so best judgement is what I will normally advocate. 

Our crew includes: My husband and co-owner Al handles all our 
installs, pumping and tank deliveries. Our son Eric, who helps to pour 
tanks, handles all the service calls and inspections and most of the time 
will do the final inspections with the counties. Daughter Megan is our ad-
ministrative assistant.

Typical day on the job: I open the office at 7:30 a.m. and begin 
by scheduling the day for both Al and Eric, assigning where they will be 
working for the day and what is required for them to do their jobs. I handle 
all the paperwork, permitting, scheduling, inventory, job preparation, fil-
ing, job bids, customer interaction and will usually take lunch to the job 
site while out picking up materials or going to different counties to file for 
Authorization to Construct. I also help with installs occasionally to stay 
on top of how they put the systems in so that when a customer calls with 
a question I can answer it intelligently and help them feel more at ease 
about something the average person has very little experience with. 

The job I’ll never forget: We were installing a three-tank aerobic 
unit in the side of a hill with a 45-degree slope and had to “bunny hop” the 
tanks up the hill one at a time to get them in. Several installers had already 
looked at the job and told the builder to call us because Al would be the 
best person to handle such a difficult site. We are going on 12 years work-
ing for that builder now and have done several more jobs for him that have 
required “special” practices to put them in. 

My favorite piece of equipment: That would definitely be my 
computers. I keep two desktops and four monitors active so that all my 
programs can be active at the same time. I have a maintenance tracking 
program and a scheduling and notification program that also tracks my 
tech out in the field so I know where he is in case of emergency calls. My 
email and my accounting software are always open. I have always found it 
to be a little frustrating to have to toggle between screens. And since I do a 
lot of my work online or with fillable documents, this saves me time. I can 
be opening a ticket with Texas 811 (“Call before you dig”) while sending in 
a contract to a county or replying to a customer’s email. 

Most challenging site I’ve worked on: We installed an aero-
bic drip system on a site that was basically a rock hill. The area where the 
house sits had to be jackhammered out and three 15-foot retaining walls, 
60 feet long and 24 inches deep, had to be installed behind the house. A 
pool was also installed in the backyard and a three-car garage in the front. 

Texas Wastewater Pros Seek Effective 
Balance of Industry Regulations

STATES SNAPSHOT

A serious approach to rules and a boost in professionalism are on the top of the list for 
gaining more respect for Lone Star State pumpers and installers

                 In States Snapshot, we talk to a member of a state, provincial  
or national trade association in the decentralized wastewater industry.  
This time we visit a member of the Texas On-Site Wastewater 
Association.

  Vonda Bob

http://www.slideinwarehouse.com
http://www.keevac.com
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By the time we were called 
to the site, a drip was the 
only option. The levels of 
the retaining walls each 
have three to five lines of 
drip running the length 
of them, and every other 
square inch of the prop-
erty that was not already 
concrete is drip area. We 
used our mini-excavator 
to keep the trencher from 
falling off the side of the 

hill while trenching lines. It’s a one-of-a-kind install and a very happy cus-
tomer allows us to have people out to show the system. 

Oops, I wish I could take this one back: I was approached by 
someone to do an install for (a major railroad company) on the new rail 
yard. I quickly found out that working with an entity this large was a pain 
in the neck. Certain parts of the job that impacted an onsite system had 
already been done to Michigan code and explaining to the powers that be 
that it would not pass inspection here in Texas was frustrating. I was at the 
point of walking away from the job myself when (the company) decided 
not to complete the project. Lesson learned. I was out time but luckily 
nothing else, and I don’t think I will waste my time with a corporate entity 
such as this again. I have plenty of work from people who know I will guide 
them in the right direction for their job and site. 

The craziest question I’ve been asked by a customer: A cus-
tomer in a community where every home was over a half-million dollars 
asked me if they would get a discount on their renewal contract because 
we serviced several of their neighbors in the same subdivision. I immedi-
ately asked if I got a discount on my physicals (he is a doctor) as he had 
more than one patient. Yes, they found a new maintenance provider and I 
am okay with that. Still cracks me up.

If I could change one industry regulation, it would be: This 
is a hot topic for me. It has to do with homeowner maintenance. In our 
company, we hire out a registered sanitarian to do all our site/soil evalu-
ations, not because we would not be competent at doing them — we do 
give suggestions because we dig these holes every day — but because it 
is a second opinion that is independent. We know that by having a regis-
tered sanitarian go out and meet the property owner, he/she will discuss 

the options available to them and help the customer decide what works 
for them and their site. I believe maintenance should be done by an in-
dependent person who does not have a direct stake in the functioning 
of the system. We are not allowed to inspect and DOT-certify our trucks, 
and we are not allowed to notarize our own affidavits. We are trained not 
by taking a class but by performing this type of work eight to 10 hours a 
day six days a week. I understand there could be extenuating circum-
stances necessitating someone doing their own service, but even then 
there should be a yearly follow up by an industry professional to make 
sure everything is working as it should be and there’s no risk to the safety 
of anyone downstream. 

Best piece of small business advice I’ve heard: A customer told 
me to raise my prices and weed out the high-demand people that do not 
appreciate what we do. We have been very lucky here since we form per-
sonal relationships with almost all of our customers. We do a homeowner 
walk-through with all new installs. Literally over a thousand people have 
my cell phone number. It’s rare for us to lose a customer for any other rea-
son than they are looking for someone cheaper or one or two from person-
ality conflicts. We mainly operate in a high home turnover area because it’s 
a college town and when we have an owner move out they almost always 
leave word for the new owners on which contractors to keep for services. 
Treating your customers with respect will earn their respect in return. They 
are not just a dollar sign. 

If I wasn’t working in the wastewater industry, I would: Be-
come a dive instructor in the tropics. I have been scuba diving for the past 
five years and have been working on my certifications. My daughter and I 
have attained instructor level so now I can teach others to dive. Not only do 
I enjoy the outdoors but it fills my need to be helpful. I have always tried to 
be environmentally responsible and enjoy showing others ways they can 
help too. Plus traveling to exotic places to dive has enabled me to see parts 
of the world I probably would not have been able to see otherwise. 

Crystal ball time — This is my outlook for the wastewater in-
dustry: I would like to see more professionalism in the industry. Through-
out history it has been well documented that the pathogens in wastewater 
cause all types of diseases for humans and animals alike. As our popula-
tion grows, the available area for treatment and disinfection, if needed, has 
been reduced. Add to this the more resistant strains that have developed 
over the last century and we may be in trouble in the future. As anyone in 
the industry can tell you, “It all goes downstream.” It’s up to us to make 
sure that proper installation and maintenance procedures are followed to 
protect our neighbors downstream. After all, we are all downstream our-
selves. How much faith do you put in your neighbor?  P

- Compiled by Betty Dageforde

  Megan, Al, Vonda and Eric Bob with dog Sassy. 

  Eric Bob working on an installation of Solar Air tanks for an executive retreat. 

  Ryan Gerlich from Texas A&M University observes as Al Bob in a Kubota KX71 
compact excavator installs Clearstream fiberglass tanks at the RELLIS campus.
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that it would not pass inspection here in Texas was frustrating. I was at the 
point of walking away from the job myself when (the company) decided 
not to complete the project. Lesson learned. I was out time but luckily 
nothing else, and I don’t think I will waste my time with a corporate entity 
such as this again. I have plenty of work from people who know I will guide 
them in the right direction for their job and site. 

The craziest question I’ve been asked by a customer: A cus-
tomer in a community where every home was over a half-million dollars 
asked me if they would get a discount on their renewal contract because 
we serviced several of their neighbors in the same subdivision. I immedi-
ately asked if I got a discount on my physicals (he is a doctor) as he had 
more than one patient. Yes, they found a new maintenance provider and I 
am okay with that. Still cracks me up.

If I could change one industry regulation, it would be: This 
is a hot topic for me. It has to do with homeowner maintenance. In our 
company, we hire out a registered sanitarian to do all our site/soil evalu-
ations, not because we would not be competent at doing them — we do 
give suggestions because we dig these holes every day — but because it 
is a second opinion that is independent. We know that by having a regis-
tered sanitarian go out and meet the property owner, he/she will discuss 

the options available to them and help the customer decide what works 
for them and their site. I believe maintenance should be done by an in-
dependent person who does not have a direct stake in the functioning 
of the system. We are not allowed to inspect and DOT-certify our trucks, 
and we are not allowed to notarize our own affidavits. We are trained not 
by taking a class but by performing this type of work eight to 10 hours a 
day six days a week. I understand there could be extenuating circum-
stances necessitating someone doing their own service, but even then 
there should be a yearly follow up by an industry professional to make 
sure everything is working as it should be and there’s no risk to the safety 
of anyone downstream. 

Best piece of small business advice I’ve heard: A customer told 
me to raise my prices and weed out the high-demand people that do not 
appreciate what we do. We have been very lucky here since we form per-
sonal relationships with almost all of our customers. We do a homeowner 
walk-through with all new installs. Literally over a thousand people have 
my cell phone number. It’s rare for us to lose a customer for any other rea-
son than they are looking for someone cheaper or one or two from person-
ality conflicts. We mainly operate in a high home turnover area because it’s 
a college town and when we have an owner move out they almost always 
leave word for the new owners on which contractors to keep for services. 
Treating your customers with respect will earn their respect in return. They 
are not just a dollar sign. 

If I wasn’t working in the wastewater industry, I would: Be-
come a dive instructor in the tropics. I have been scuba diving for the past 
five years and have been working on my certifications. My daughter and I 
have attained instructor level so now I can teach others to dive. Not only do 
I enjoy the outdoors but it fills my need to be helpful. I have always tried to 
be environmentally responsible and enjoy showing others ways they can 
help too. Plus traveling to exotic places to dive has enabled me to see parts 
of the world I probably would not have been able to see otherwise. 

Crystal ball time — This is my outlook for the wastewater in-
dustry: I would like to see more professionalism in the industry. Through-
out history it has been well documented that the pathogens in wastewater 
cause all types of diseases for humans and animals alike. As our popula-
tion grows, the available area for treatment and disinfection, if needed, has 
been reduced. Add to this the more resistant strains that have developed 
over the last century and we may be in trouble in the future. As anyone in 
the industry can tell you, “It all goes downstream.” It’s up to us to make 
sure that proper installation and maintenance procedures are followed to 
protect our neighbors downstream. After all, we are all downstream our-
selves. How much faith do you put in your neighbor?  P

- Compiled by Betty Dageforde

  Megan, Al, Vonda and Eric Bob with dog Sassy. 

  Eric Bob working on an installation of Solar Air tanks for an executive retreat. 

  Ryan Gerlich from Texas A&M University observes as Al Bob in a Kubota KX71 
compact excavator installs Clearstream fiberglass tanks at the RELLIS campus.

http://gapvax.com
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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.

http://www.easykleen.com
http://www.ParkProcess.com
http://www.shoring.com
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CLASSY TRUCK

Antigonish, Nova Scotia

F
rancis Overmars has an all-red 2015 Western Star 4700SB built 

out by Vacutrux with a 3,602-gallon steel tank and 500 cfm 

Wallenstein pump. The truck is powered by a 600 hp Detroit DD13 

engine married to a six-speed Allison automatic transmission. Features 

include a full-opening rear door, hoist, vibrator, heated 4-inch intake and 

6-inch dump valves, 2,000 psi pressure washer, differential locks on both 

axles, rear and side work lights and safety strobe, side level gauge, and dual 

toolboxes. Interior features include A/C, Bluetooth stereo, rubber floors 

and vinyl seating. Mark Overmars is the driver, and the truck is used for 

residential, municipal and industrial pumping.   P

Bio-Liquid Waste Disposal

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

DTDAVIDSON TANKDAVIDSON TANKDAVIDSON TANKDAVIDSON TANKDAVIDSON TANKDAVIDSON TANKDAVIDSON TANKDAVIDSON TANK

661.325.2145    www.DavidsonTank.com

Bakersfield, California

•  Septic/Grease/ 
Industrial Waste

•  400-5,000 Gallon 
•  Aluminum/ 

Steel/Stainless

•  Portable Restroom 
Service Trucks 

•  Aluminum/  
Steel/  
Stainless

Our Chassis Or Yours • Built To Specs

Green Products for Septic Professionals     |    Since 1976

800-759-CCLS    |   www.SepticOnline.com
Easy online ordering using our new Customer Portal!

Tank Health
Jump Start is designed to  

accelerate the health of septic 
tanks after being pumped.

Tank Maintenance
CCLS maintains septic systems,  

digests waste, unclogs plumbing 
waste lines, eliminates odors, 

reduces organic buildup.

Drainfield Care
After Shock restores drainage  

to clogged and sluggish drainfields 
and structures, eliminates odors.

Grease Killer
BIO•REM E•D breaks down grease,  
digests waste, eliminates odors, 

unclogs drains.

Drain Help
DrainMaster opens problem drains, 

removes buildup, keeps drains 
free-flowing, maintains grease  

traps, controls odors.
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208-790-8770 
www.screencosystems.com 

sales@screencosystems.comDual Screen Design
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-TECHHANDLE-TECHHANDLE-TECH

MAXI SCREEN 400 PORTABLE  MAXI SCREEN 400 PORTABLE  
SEPTIC RECEIVING STATIONSSEPTIC RECEIVING STATIONS

Aluminum & Stainless Construction

MAXI SCREEN 400 PORTABLE  MAXI SCREEN 400 PORTABLE  
SEPTIC RECEIVING STATIONSSEPTIC RECEIVING STATIONS

Patented Dual Screen Design

Patented Dual Screen Design

•  3/8” Gap SS Bars Meet  
Ecology 503 Regs

• Screens That Really Work 
• No Moving Parts 

•  Gravity Off-Load At 500 GPM 
•  NEW 4' Trash Extension 

Puts Trash Directly Into 
Dumpster

MINI SCREENMINI SCREEN 400 400    
PORTABLE RECEIVING PORTABLE RECEIVING 

STATIONSTATION

MINI SCREEN MINI SCREEN 400400    
PORTABLE RECEIVING PORTABLE RECEIVING 

STATIONSTATION

MICRO SCREENMICRO SCREEN 400 400    
PORTABLE RECEIVING STATIONPORTABLE RECEIVING STATION

MICRO SCREEN MICRO SCREEN 400400    
PORTABLE RECEIVING PORTABLE RECEIVING STATIONSTATION

• Same Great Design, Ships Truck Freight 
• Easily Fits In Pickup for Transport

• Small Footprint, Big Results

• Place Over Frac Tank Or In Ground Storage Tank
• Bolts Securely To Manhole Ring

• 3/8" Gap Bars, 8 Sq Ft Screen Area
• Sealed Lockable Hinged Cover • Fast 4" Offload

• Lightweight - Portable • Small Footprint

•  Uses Gravity To Separate 
Trash From Flow Screen

•  4" Power Offload  
From Truck 500 GPM 

•  3/8" Gap SS Bars Meet  
Ecology 503 Regs

•  Dewaters Trash - VFD 5-30 RPM
•  Heavy Duty Shaftless Screw 

Moves Trash To Receptacle

• 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  TRIPOD  
LID & PUMP LID & PUMP 

LIFTERLIFTER

TRIPOD  TRIPOD  
LID & PUMP LID & PUMP 

LIFTERLIFTER

GRIT  GRIT  
ELIMINATORELIMINATOR
GRIT  GRIT  
ELIMINATORELIMINATOR

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 TRUCK TOW BEHIND PORTASCREEN SPREADER TRUCK TOW BEHIND PORTASCREEN SPREADER
•  Move Septic And Grease Interceptor 

Waste With Ease From  
Underground Storage Tanks 

•   Great For Transferring  
To Land Application Site 

•  Mix While Dewatering

•  Handles Sand Grit And  
Slurry Type Materials

•  Pit Depths Of 3-12 Ft, 3333 Up To 
500 GPM, 4444 Up To 1580 GPM

SHAFT DRIVE書PUMPS & AGITATORSSHAFT DRIVE書PUMPS & AGITATORSSHAFT DRIVE書PUMPS & AGITATORSSHAFT DRIVE書PUMPS & AGITATORS

DISTRIBUTORDISTRIBUTOR

OUR  
SYSTEMS  

MEET  
ECOLOGY  

503S

Your leader for simple innovative technology. Products built and Your leader for simple innovative technology. Products built and 
field tested by industry professionals. Equipment that really works!field tested by industry professionals. Equipment that really works!

•  Largest Receiving Stations On 
The Market Mega 800 51 Sq 
Ft, Mega 600 40.5 Sq Ft

•  Offload At 1000-800 GPM 
Through Dual Fan Spreaders 
4", 6" or 8" Inlet

•  3/8" Gap SS Bars Meet  
Ecology 503 Regs

•  Use For Industrial Truck 
Clean-out

•  Offload 2 Trucks At Once
•  7' Trash Chute Bolts On  

Either Side 
•  Septic & Grease Receiving  

And Lift Station Trash
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Patent Pending

Simplest Auto Screen In The Industry

BOOTH
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BBESTEST  EENTERPRISES, NTERPRISES, IINC.NC.

Best Enterprises, Inc.
Located in Cabot, Arkansas  

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

Building Quality Stainless Steel Tanks Since 1978Building Quality Stainless Steel Tanks Since 1978
BBESTEST  EENTERPRISES, NTERPRISES, IINC.NC.

Follow Us On

Best in Service! Best in Quality! Best in Business!

400 waste /  
250 water 

300 waste /  
150 water 

SLIDE-INSSLIDE-INS WE HAVE PARTS!WE HAVE PARTS!

All 304L Stainless SteelAll 304L Stainless Steel

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

BE5500 with NVE 4310 Blower!
>Udor VXX Water Pump 52 gpm at 
3000 psi with tank clean out system! 

>Moro hydraulic 6" suction boom!  
>Hydraulic Hannay Swivel hose reel!  

>Easy Kleen water steamer!  
>Wireless remote!

YOU DREAM IT! WE BUILD IT!

Go to pumper.com/alerts and get started today!

GET  
EMAIL NEWS 

ALERTS 
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occasionally get questions involving shared septic systems and other 
infrastructure. Most often these questions are connected to separating 
properties that were part of a resort or as a part of condominium or 

townhome developments. Other situations I have seen involve duplexes 
where one side will be used as a rental unit or individual residences where 
a family owns a property that is split to accommodate two related families. 
 As service providers, you need to understand how each of these 
situations may impact system performance. From my perspective if you 
are involved in discussions with the parties about whether they should 
share a system, you may suggest considering separate systems if the 
property can accommodate them. However, you and the homeowners 
need to understand any and all requirements of the permitting authority 
before any design or installation work is done. 
 In the case of breaking up an old resort, there is probably some 
infrastructure in place in the form of septic tanks and drainfields. My 
experience in these cases is that most often they were installed before the 
current regulations were in place and have been grandfathered in. When the 
property is split, the expectation is everything will be brought up to current 
code. The first step is determining what is there and the condition of system 
components to assess whether any of it is usable under current rules.
 If the septic tanks are in good condition and up to code, they may 
not be usable for a shared system due to location or additional local 
requirements. Most situations I have encountered require a separate 
septic tank or tanks for each residence. Even if a shared tank would be 
allowed, separate tanks should be encouraged. Family-use patterns may 
vary widely. Separate tanks allow separate maintenance and pumping 
schedules based on individual usage without getting involved in potential 
disagreements about who is putting what into the system.

COPING WITH CONFLICTS
 I was briefly involved in a lawsuit in Canada concerning joint use of 
septic tanks for a series of condominiums. The case involved one party 
flushing sanitary products that plugged the tank outlet even though part 
of the agreement was these products should not be flushed. Of course, the 
tank backed up, flooding the other residence’s basement. One question we 
would probably ask: Why there wasn’t a high-water alarm system to alert 
the owners before this became a problem? 
 As the lawsuit progressed, the installer was called into court as well 
because there wasn’t an alarm system installed. There were additional 

tank infiltration issues due to installation problems revealed during the 
discovery phase of the lawsuit.
 From my perspective there are a couple of takeaways. As a service 
provider or installer, you are not necessarily off the hook in shared system 
situations if one of the parties does something that impacts the other 
residences. Separate septic tanks equipped with effluent screens means 
the homeowners who flushed inappropriate materials are the ones who 
will suffer the back-up. No matter how specific the agreement/covenant is, 
it does not prevent problems from occurring. 
 Access to all parts of the system for management and maintenance 
is important. Taking care of shared system access is as important as it is 
for an individual system. If you are the service provider, it is important 
the owners understand you need to know the location of each component 
and have access for scheduled maintenance visits. If you are the service 
provider, make sure easements are in place allowing access.

SIZING IT UP
 Each septic tank will be sized according to current regulations 
generally based on number of bedrooms and water-using devices 
(dishwasher, laundry, garbage disposals, etc.). If individual tanks are 
installed and the residences are the same size, this is not a problem. If 
there is a shared septic tank or the residences are different sizes, the use 
agreement becomes more complicated.  
 Even with separate tanks, if one residence uses more water there will 
be issues to address for sizing required pump tanks and the soil treatment 
areas. I observed this for a property near where I live. A resort was separated 

SEPTIC SYSTEM ANSWER MAN

Are Shared Septic 
Systems a Good Idea?
Precautions and planning will help pumpers  
provide quality service and avoid getting in the  
middle of homeowner disputes

By Jim Anderson, Ph.D.

I

Jim Anderson, Ph.D., is an emeritus professor at the  
University of Minnesota Department of Soil, Water and  
Climate. He works with the National Association of  
Wastewater Technicians and is a recipient of the pumping 
industry’s Ralph Macchio Lifetime Achievement Award.  
Send Anderson questions about septic system maintenance  
and operation by email to editor@pumper.com.

Jim Anderson, Ph.D.
Contributor

  Even if a shared tank would be allowed, 
separate tanks should be encouraged … 
Separate tanks allow separate maintenance 
and pumping schedules based on individual 
usage without getting involved in potential 
disagreements about who is putting what 
into the system.

into two properties to share a common aboveground mound system. Each 
residence had a separate septic tank installed with piping to a common 
pump tank supplying the mound. 
 One of the residences has two bedrooms and the other has three 
bedrooms. There is a difference in estimated use between the residences 
of 150 gpd. This affected the size of the pump station and the mound in 
terms of the total estimated daily sewage flow. As part of the agreement, 
there was a distribution between the parties of the cost of construction 
based in the estimated difference in use. Since the total cost of the system 
was more than $30,000, the difference was not insignificant.
 I would recommend as a service provider that it would be prudent 
to measure flow to the whole system through use of water meters in each 
residence if they are not required by regulation. Short of having water 
meters, there should be a cycle counter installed on the pump so the amount 
of effluent delivered to the mound can be monitored. All is good if use is 
within the estimates. But if use is higher, you can work with the owners to 
reduce their water use before they hydraulically overload the system.
 There are other potential problems with shared systems that need to 
be addressed in the use agreements. What if one of the residences wants 
to expand, build an addition or add bedrooms? This type of situation 
should be handled through the permitting authority, but as a maintenance 
provider you need to be aware of any of these changes. It probably means 
increased maintenance and your agreement to provide it will change.

WHAT SAY YOU?
 What problems have you encountered with shared septic systems? I 
am sure there are numerous other issues I haven’t dealt with here. What 
happens when one dwelling sells? What happens when there is a dispute? 
The list goes on!  P
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    blades and high-power 
        rotation the Crust Buster 
           creates a “lifting” 
               agitation within 
                  your tank.

Local Phone - 763-878-2296

occasionally get questions involving shared septic systems and other 
infrastructure. Most often these questions are connected to separating 
properties that were part of a resort or as a part of condominium or 

townhome developments. Other situations I have seen involve duplexes 
where one side will be used as a rental unit or individual residences where 
a family owns a property that is split to accommodate two related families. 
 As service providers, you need to understand how each of these 
situations may impact system performance. From my perspective if you 
are involved in discussions with the parties about whether they should 
share a system, you may suggest considering separate systems if the 
property can accommodate them. However, you and the homeowners 
need to understand any and all requirements of the permitting authority 
before any design or installation work is done. 
 In the case of breaking up an old resort, there is probably some 
infrastructure in place in the form of septic tanks and drainfields. My 
experience in these cases is that most often they were installed before the 
current regulations were in place and have been grandfathered in. When the 
property is split, the expectation is everything will be brought up to current 
code. The first step is determining what is there and the condition of system 
components to assess whether any of it is usable under current rules.
 If the septic tanks are in good condition and up to code, they may 
not be usable for a shared system due to location or additional local 
requirements. Most situations I have encountered require a separate 
septic tank or tanks for each residence. Even if a shared tank would be 
allowed, separate tanks should be encouraged. Family-use patterns may 
vary widely. Separate tanks allow separate maintenance and pumping 
schedules based on individual usage without getting involved in potential 
disagreements about who is putting what into the system.

COPING WITH CONFLICTS
 I was briefly involved in a lawsuit in Canada concerning joint use of 
septic tanks for a series of condominiums. The case involved one party 
flushing sanitary products that plugged the tank outlet even though part 
of the agreement was these products should not be flushed. Of course, the 
tank backed up, flooding the other residence’s basement. One question we 
would probably ask: Why there wasn’t a high-water alarm system to alert 
the owners before this became a problem? 
 As the lawsuit progressed, the installer was called into court as well 
because there wasn’t an alarm system installed. There were additional 

tank infiltration issues due to installation problems revealed during the 
discovery phase of the lawsuit.
 From my perspective there are a couple of takeaways. As a service 
provider or installer, you are not necessarily off the hook in shared system 
situations if one of the parties does something that impacts the other 
residences. Separate septic tanks equipped with effluent screens means 
the homeowners who flushed inappropriate materials are the ones who 
will suffer the back-up. No matter how specific the agreement/covenant is, 
it does not prevent problems from occurring. 
 Access to all parts of the system for management and maintenance 
is important. Taking care of shared system access is as important as it is 
for an individual system. If you are the service provider, it is important 
the owners understand you need to know the location of each component 
and have access for scheduled maintenance visits. If you are the service 
provider, make sure easements are in place allowing access.

SIZING IT UP
 Each septic tank will be sized according to current regulations 
generally based on number of bedrooms and water-using devices 
(dishwasher, laundry, garbage disposals, etc.). If individual tanks are 
installed and the residences are the same size, this is not a problem. If 
there is a shared septic tank or the residences are different sizes, the use 
agreement becomes more complicated.  
 Even with separate tanks, if one residence uses more water there will 
be issues to address for sizing required pump tanks and the soil treatment 
areas. I observed this for a property near where I live. A resort was separated 
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into two properties to share a common aboveground mound system. Each 
residence had a separate septic tank installed with piping to a common 
pump tank supplying the mound. 
 One of the residences has two bedrooms and the other has three 
bedrooms. There is a difference in estimated use between the residences 
of 150 gpd. This affected the size of the pump station and the mound in 
terms of the total estimated daily sewage flow. As part of the agreement, 
there was a distribution between the parties of the cost of construction 
based in the estimated difference in use. Since the total cost of the system 
was more than $30,000, the difference was not insignificant.
 I would recommend as a service provider that it would be prudent 
to measure flow to the whole system through use of water meters in each 
residence if they are not required by regulation. Short of having water 
meters, there should be a cycle counter installed on the pump so the amount 
of effluent delivered to the mound can be monitored. All is good if use is 
within the estimates. But if use is higher, you can work with the owners to 
reduce their water use before they hydraulically overload the system.
 There are other potential problems with shared systems that need to 
be addressed in the use agreements. What if one of the residences wants 
to expand, build an addition or add bedrooms? This type of situation 
should be handled through the permitting authority, but as a maintenance 
provider you need to be aware of any of these changes. It probably means 
increased maintenance and your agreement to provide it will change.

WHAT SAY YOU?
 What problems have you encountered with shared septic systems? I 
am sure there are numerous other issues I haven’t dealt with here. What 
happens when one dwelling sells? What happens when there is a dispute? 
The list goes on!  P
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CALL TODAY FO
R SAVINGS

NVE 866 and 4307  
Packages Available

Pumps  
For Sale

NEW ENGLAND 
DISTRIBUTOR Conde

2020 T880 KW 2018 9000 Gallon

2021  
T370  

Kenworth

2021 Kenworth T880 7000 - 9000 Gal. Aluminum 
Tri-Axle Trailers

Ultra-Shift Tandem Trailer

GREASE 
TRUCK

CALL FOR PRICING

485HP, 20/20/46 ready for a tank 
(4) in stock

300HP, Allison Auto,  
33,000 G.V.W.R) 1800 gallon 
stainless steel (ITI) tank,  
NVE 607 ProMax package,  
heat collars (heat through tank), 
heated cabinet for  
ProVac unit w/hydraulic lift,  
Hannay hose reel w/100' 2" hose  
in heated cabinet.

20/20/46, Ultra-Shift, NVE 4310, CAT660 
jetter package, LED lights, LED strobes, 
4-camera package, NAV system, alum. tank

Air ride suspension (tri-axle), pump platform, 
bright finish, LED lights, Betts valves.

In  
Stock

2020 Chevy 5500

2021 Peterbilt 348

CALL FOR PRICING

CALL FOR PRICING

4 x 4, diesel 1500 RVT,  
NVE 304 engine package.

20/40, 3600 gallon PR aluminum tank, 
NVE 887 ProMax package

93,000 GVWR transport (aluminum tank  
insulated stainless steel wrapped) 6" discharge

http://www.ritam.com
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Grease Trap  
Pumper Trucks
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Restroom Trucks

Carbon Steel Vacuum 
Trucks & Trailers

Aluminum Vacuum 
Trucks & Trailers 

DOT 407 - 412  
Cargo Tank Trailers

In 2020, Kuriyama of America launched its Grease Bandit hose to tackle jobs where 
suctioning grease is a regular part of a pumper’s workload.

“Historically, traditional septic hoses have been substituted for use in grease trap 
applications. However, over time they can become susceptible to premature failure as 
a result of drying out and cracking due to repeated grease exposure,” says Tim O’Neill, 
marketing manager for Kuriyama of America. 

For consistent use with grease traps and food oil transfer, the Grease Bandit is  
designed to resist grease by utilizing a proprietary polymer, oil-resistant liner that  
keeps the hose from drying out over time. On the outside, this vacuum hose is built 
with an HDPE cover for durability in all conditions and applications. 

“It’s designed to handle the demands of being repeatedly dragged over rough 
surfaces, such as parking lots,” O’Neill says. Even if the hose is crushed, the Grease 
Bandit is designed to spring back to its original shape.

The exterior shell construction also allows the hose to remain flexible and maneuver 
around tight corners even in subzero temperatures. It also provides crush resistance, 
springing back to its original shape instantly and without kinking. Its exposed ribs 
protect the hose tube from cover wear and allow the hose to slide easily over rough 
surfaces.

“For being such a tough character, the Grease Bandit is surprisingly easy to work 
with,” O’Neill says. “It has a corrugated cover, with an easy slide helix for maneuver-
ability, and is extremely lightweight, with a 30-foot-long hose weighing a mere 10 
pounds.” 

Grease Bandit hoses can be used effectively in temperature ranges from negative 
40 to 150 degrees F depending on the application and are available in various speci-
fications including 1 1/2- and 2-inch inside diameter with length choices of 25, 30 
or 50 feet. The 1 1/2-inch hose is rated to 23 inches Hg and the 2-inch hose for 17 
inches Hg. 

Kuriyama also offers additional GBAND cuffs for the hose in both 1 1/2- and 2-inch 
sizes. 800-800-0320; www.kuriyama.com.

MICROSEPTEC  
ENVIROSERVER ES SERIES
MicroSepTec added five sizes of its En-
viroServer ES Series to NSF certification. 
The new sizes of the residential wastewa-
ter treatment systems include: 5-foot di-

ameter ES6 (600 gpd); 5-foot diameter ES4.5 (450 gpd); and 6-foot diameter 
ES7.5 (750 gpd). The ES12 (1,200 gpd) and ES25 (2,500 gpd) are still avail-
able, but the 6-foot ES6 will be phased out. The EnviroServer ES residential 
moving-bed biological reactor is in a self-contained single tank to minimize 
installation costs and for use on lots with space constraints.  The tank leaves 
a small footprint, which can be camouflaged, while maintaining easy access 
for future maintenance. There are no unsightly boxes or lids.  The tank can 
also be installed in traffic-rated situations with minimal special requirements.  
877-473-7842; www.microseptec.com.

 
VAC-CON VJ375  
AND VJ750 SEWER  
JET MODELS 
Vac-Con released its next generation 
of trailer-mounted sewer jet units  
under its VJ Series of Jetters portfolio. The VJ375 and VJ750 feature a low-pro-
file silhouette and various configurations. A choice of a single-axle, 375-gallon 
water capacity or a tandem-axle, 750-gallon water capacity, is available with 
either gas or diesel engine. Standard features include a rotating hose reel with 
500 feet of sewer hose, hydraulic feed and retract with manual swivel, and an 
electronic, weather-proof control panel. Models are available at 18 gpm at 
4,000 psi, 30 gpm at 3,000 psi, or 40 gpm at 2,000 psi with Tier 4 diesel engines. 
Other options include a range of gas engine configurations, wireless remote, 
anti-freeze tank system for cold weather use and various lighting options.  
904-284-4200; www.vac-con.com.

HANDLE-TECH PIPE AND HOSE 
CARRYING TOOL 
The Handle-Tech tool is designed to ease gripping, lift-
ing and dragging pipes and hoses. It handles of up to 400 
pounds and holds pipes and hoses from 2 to 12 inches. 
Using the click-and-grip feature, the lightweight handle 
goes around an unwieldy hose or pipe, lifting or moving 
it with less effort and personal contact. It can be used 
in sewer pumping and cleaning, industrial vacuuming, 
grease handling, hydroexcavation and other situations. 
610-385-6091; www.handle-tech.com.  

AIRVOTE PORTABLE  
RESTROOM CLEANLINESS 
MONITOR 
AirVote allows portable restroom users 
rate how clean they found the unit. Rat-
ing is done via a single scan of a QR smi-
ley, typically located within the restroom 
unit. The rating can be associated with a single restroom or a group of re-
strooms at a client site. Data is collected centrally as an online dashboard 
and offers offline reports. All questions are customizable. AirVote pro-
vides immediate alerts of dirty restrooms for quick action. 425-314-3334;  
www.air-vote.com/en.  P

KURIYAMA OF AMERICA OFFERS HOSE 
DESIGNED FOR GREASE APPLICATIONS  

 in the
SPOTLIGHT
  By Tim Dobbins
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In 2020, Kuriyama of America launched its Grease Bandit hose to tackle jobs where 
suctioning grease is a regular part of a pumper’s workload.

“Historically, traditional septic hoses have been substituted for use in grease trap 
applications. However, over time they can become susceptible to premature failure as 
a result of drying out and cracking due to repeated grease exposure,” says Tim O’Neill, 
marketing manager for Kuriyama of America. 

For consistent use with grease traps and food oil transfer, the Grease Bandit is  
designed to resist grease by utilizing a proprietary polymer, oil-resistant liner that  
keeps the hose from drying out over time. On the outside, this vacuum hose is built 
with an HDPE cover for durability in all conditions and applications. 

“It’s designed to handle the demands of being repeatedly dragged over rough 
surfaces, such as parking lots,” O’Neill says. Even if the hose is crushed, the Grease 
Bandit is designed to spring back to its original shape.

The exterior shell construction also allows the hose to remain flexible and maneuver 
around tight corners even in subzero temperatures. It also provides crush resistance, 
springing back to its original shape instantly and without kinking. Its exposed ribs 
protect the hose tube from cover wear and allow the hose to slide easily over rough 
surfaces.

“For being such a tough character, the Grease Bandit is surprisingly easy to work 
with,” O’Neill says. “It has a corrugated cover, with an easy slide helix for maneuver-
ability, and is extremely lightweight, with a 30-foot-long hose weighing a mere 10 
pounds.” 

Grease Bandit hoses can be used effectively in temperature ranges from negative 
40 to 150 degrees F depending on the application and are available in various speci-
fications including 1 1/2- and 2-inch inside diameter with length choices of 25, 30 
or 50 feet. The 1 1/2-inch hose is rated to 23 inches Hg and the 2-inch hose for 17 
inches Hg. 

Kuriyama also offers additional GBAND cuffs for the hose in both 1 1/2- and 2-inch 
sizes. 800-800-0320; www.kuriyama.com.

MICROSEPTEC  
ENVIROSERVER ES SERIES
MicroSepTec added five sizes of its En-
viroServer ES Series to NSF certification. 
The new sizes of the residential wastewa-
ter treatment systems include: 5-foot di-

ameter ES6 (600 gpd); 5-foot diameter ES4.5 (450 gpd); and 6-foot diameter 
ES7.5 (750 gpd). The ES12 (1,200 gpd) and ES25 (2,500 gpd) are still avail-
able, but the 6-foot ES6 will be phased out. The EnviroServer ES residential 
moving-bed biological reactor is in a self-contained single tank to minimize 
installation costs and for use on lots with space constraints.  The tank leaves 
a small footprint, which can be camouflaged, while maintaining easy access 
for future maintenance. There are no unsightly boxes or lids.  The tank can 
also be installed in traffic-rated situations with minimal special requirements.  
877-473-7842; www.microseptec.com.

 
VAC-CON VJ375  
AND VJ750 SEWER  
JET MODELS 
Vac-Con released its next generation 
of trailer-mounted sewer jet units  
under its VJ Series of Jetters portfolio. The VJ375 and VJ750 feature a low-pro-
file silhouette and various configurations. A choice of a single-axle, 375-gallon 
water capacity or a tandem-axle, 750-gallon water capacity, is available with 
either gas or diesel engine. Standard features include a rotating hose reel with 
500 feet of sewer hose, hydraulic feed and retract with manual swivel, and an 
electronic, weather-proof control panel. Models are available at 18 gpm at 
4,000 psi, 30 gpm at 3,000 psi, or 40 gpm at 2,000 psi with Tier 4 diesel engines. 
Other options include a range of gas engine configurations, wireless remote, 
anti-freeze tank system for cold weather use and various lighting options.  
904-284-4200; www.vac-con.com.

HANDLE-TECH PIPE AND HOSE 
CARRYING TOOL 
The Handle-Tech tool is designed to ease gripping, lift-
ing and dragging pipes and hoses. It handles of up to 400 
pounds and holds pipes and hoses from 2 to 12 inches. 
Using the click-and-grip feature, the lightweight handle 
goes around an unwieldy hose or pipe, lifting or moving 
it with less effort and personal contact. It can be used 
in sewer pumping and cleaning, industrial vacuuming, 
grease handling, hydroexcavation and other situations. 
610-385-6091; www.handle-tech.com.  

AIRVOTE PORTABLE  
RESTROOM CLEANLINESS 
MONITOR 
AirVote allows portable restroom users 
rate how clean they found the unit. Rat-
ing is done via a single scan of a QR smi-
ley, typically located within the restroom 
unit. The rating can be associated with a single restroom or a group of re-
strooms at a client site. Data is collected centrally as an online dashboard 
and offers offline reports. All questions are customizable. AirVote pro-
vides immediate alerts of dirty restrooms for quick action. 425-314-3334;  
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 DEWATERING EQUIPMENT

Bright Technologies, 
Division of Sebright 
Products, 0.6-meter skid-
mounted belt filter press 
The compact 0.6-meter skid-mounted belt 
filter press from Bright Technologies, Di-

vision of Sebright Products, has stainless steel frame and roller construc-
tion, as well as radius wedge zone and wing roller for sludge dewatering. 
Components include a sludge pump, polymer system and wash-water 
booster pump. Options include a sludge flowmeter, air compressor and 
discharge conveyors. The compact walk-around skid design can be uti-
lized in as little as a 10-by-20-foot floor area. The Boerger rotary lobe sludge 
pump has a maintain-in-place design. Cake solids of up to 35% can be 
achieved. With rates of 25 to 50 gpm, it can be utilized for small applications 
or when a processor has outgrown dewatering containers. 800-253-0532;  
www.brightbeltpress.com.

In The Round Dewatering 
horizontal drum
The horizontal biosolids dewatering sys-
tem from In The Round Dewatering has a 
stainless steel drum with perforated plastic 
tile lining. The drum is mounted on a roll-
off frame for easy transport and unloading. 
Water trays allow containment of discharge water. An 18,000- to 25,000-gal-
lon batch is mixed with polymer before being filtered in the rotating drum, 
which is driven by a 1/2 hp variable-speed electric motor with a heavy-duty 
chain and sprocket. The turning eliminates crusting and wet pockets to pro-
duce uniform, consistent results. The dewatered material dumps easily, and 
the drum is self-cleaning. 317-563-2072; www.itrdewatering.com.

 DEWATERING/BYPASS PUMPS

Boerger BLUEline
The BLUEline rotary lobe pump from 
Boerger is a self-priming, valveless, pos-
itive-displacement pump used to convey 
viscous and abrasive materials. There are 21 
pump models in six series with pulsation-
free operation, fully reversible rotation, dry-
run capabilities and flow rates up to 7,500 

gpm. The pumps are manufactured to be stable and wear resistant with a 
maintenance-in-place design that allows for all wetted parts to be easily re-
placed through the front cover without removing the pipe or drive systems. 
612-435-7300; www.boerger.com.

Hydra-Tech Pumps S3T
The S3T 3-inch hydraulic-drive submersible trash 
pump from Hydra-Tech Pumps is designed for jobs 
such as construction sites and manhole pumping. 
It fits into 12-inch openings and is used where light-
weight, high-volume trash pumps are needed. If being 
used for a job with limited solids, a small-hole water 
strainer is available. When combined with HT11 to 
HT15 power units, it is capable of flows up to 380 gpm. 

The safe and variable-speed hydraulic drive can be used where electric pow-
er is hazardous or impractical. 570-645-3779; www.hydra-tech.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.

Park Process Sludge King II
The Sludge King II roll-off dewatering 
container from Park Process uses fil-
ters that turn 90 degrees at the bottom 
of the container, leaving no standing 
water in the cake. This also increases 
the usable area of the filters by 33% over 

older containers with only one center filter wall. The increased filter sur-
face area and the narrowed sludge compartments formed by the addition-
al filter panel translate into drier cake formed in less time. 855-511-7275;  
www.parkprocess.com.

By Craig Mandli

Septage Disposal 
Management
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 DEWATERING EQUIPMENT

Bright Technologies, 
Division of Sebright 
Products, 0.6-meter skid-
mounted belt filter press 
The compact 0.6-meter skid-mounted belt 
filter press from Bright Technologies, Di-

vision of Sebright Products, has stainless steel frame and roller construc-
tion, as well as radius wedge zone and wing roller for sludge dewatering. 
Components include a sludge pump, polymer system and wash-water 
booster pump. Options include a sludge flowmeter, air compressor and 
discharge conveyors. The compact walk-around skid design can be uti-
lized in as little as a 10-by-20-foot floor area. The Boerger rotary lobe sludge 
pump has a maintain-in-place design. Cake solids of up to 35% can be 
achieved. With rates of 25 to 50 gpm, it can be utilized for small applications 
or when a processor has outgrown dewatering containers. 800-253-0532;  
www.brightbeltpress.com.

In The Round Dewatering 
horizontal drum
The horizontal biosolids dewatering sys-
tem from In The Round Dewatering has a 
stainless steel drum with perforated plastic 
tile lining. The drum is mounted on a roll-
off frame for easy transport and unloading. 
Water trays allow containment of discharge water. An 18,000- to 25,000-gal-
lon batch is mixed with polymer before being filtered in the rotating drum, 
which is driven by a 1/2 hp variable-speed electric motor with a heavy-duty 
chain and sprocket. The turning eliminates crusting and wet pockets to pro-
duce uniform, consistent results. The dewatered material dumps easily, and 
the drum is self-cleaning. 317-563-2072; www.itrdewatering.com.

 DEWATERING/BYPASS PUMPS

Boerger BLUEline
The BLUEline rotary lobe pump from 
Boerger is a self-priming, valveless, pos-
itive-displacement pump used to convey 
viscous and abrasive materials. There are 21 
pump models in six series with pulsation-
free operation, fully reversible rotation, dry-
run capabilities and flow rates up to 7,500 

gpm. The pumps are manufactured to be stable and wear resistant with a 
maintenance-in-place design that allows for all wetted parts to be easily re-
placed through the front cover without removing the pipe or drive systems. 
612-435-7300; www.boerger.com.

Hydra-Tech Pumps S3T
The S3T 3-inch hydraulic-drive submersible trash 
pump from Hydra-Tech Pumps is designed for jobs 
such as construction sites and manhole pumping. 
It fits into 12-inch openings and is used where light-
weight, high-volume trash pumps are needed. If being 
used for a job with limited solids, a small-hole water 
strainer is available. When combined with HT11 to 
HT15 power units, it is capable of flows up to 380 gpm. 

The safe and variable-speed hydraulic drive can be used where electric pow-
er is hazardous or impractical. 570-645-3779; www.hydra-tech.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.

Park Process Sludge King II
The Sludge King II roll-off dewatering 
container from Park Process uses fil-
ters that turn 90 degrees at the bottom 
of the container, leaving no standing 
water in the cake. This also increases 
the usable area of the filters by 33% over 

older containers with only one center filter wall. The increased filter sur-
face area and the narrowed sludge compartments formed by the addition-
al filter panel translate into drier cake formed in less time. 855-511-7275;  
www.parkprocess.com.

By Craig Mandli

Septage Disposal 
Management
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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 lin-
er under the hoses protects from scratches and promotes 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 fin-
ish are standard. Other customizable options are available. 800-326-9763; 
www.pikrite.com.

Pinnacle roll tarp 
sludge container
Roll tarp sludge containers from Pin-
nacle come standard in 20-, 25-, 30- and 
40-cubic-yard capacities. The radius-
bottom containers have 1/4-inch floors 
and 3/16-inch sidewalls. All containers 
are water-tested to the top of the con-

tainer for 30 to 45 minutes and come standard with a side-roll tarp. Cus-
tom sizes, dewatering baskets and other modifications are available. All are 
blasted prior to painting, and the shell is powder coated. 256-840-8031; 
www.pinnaclemfg.net.

 SCREENS/STRAINERS/SCREENING SYSTEMS

Crane Pumps & Systems Barnes
Pressure Sewer EcoTRAN
The Barnes Pressure Sewer EcoTRAN from Crane 
Pumps & Systems is designed to provide a practical 
and environmentally safe alternative to traditional 
gravity sewers. Even in locations with difficult ter-
rain, it reduces sewage infrastructure costs by al-
lowing smaller diameter piping to be used in place 
of large complex septic sewage systems, making 
it a suitable sewer choice, according to the maker. 
It collects and grinds sewage in an underground 
basin, then transports it to a remote private or mu-
nicipal wastewater treatment plant. 937-778-8947;  
www.cranepumps.com.

Duperon Dual Auger System
The Duperon Dual Auger System is deployed in targeted high-ragging 
manholes/wet wells to remove problematic debris and prevent chronic 
pipe and pump clogging. Removing wipes at (or near) the point they enter 
the sewer stops the problem where it starts without impacting downstream 
operations. The five-in-one system captures, dewaters, compacts, conveys  

 
 
 
and stores problematic debris in a below-grade 
discharge pipe where it can be emptied by vac-
uum trucks. This lets users transform emergency, 
dirty, unsafe and manual cleanouts into planned, 
safe and coordinated debris removal by vacuum 
truck operators. To use, uncover then insert suc-
tion tube into the discharge chute, remove debris 
and landfill. 800-383-8479; www.duperon.com.

JWC Environmental
Honey Monster 
The Honey Monster septage 
receiving station and FOG re-
ceiving system from JWC Envi-
ronmental is designed to ease 
the challenges of managing 
septage waste for the wastewater 
plant operator and the hauler. It 
quickly screens and processes 
septage, grease, FOG and sludge 
from vacuum trucks. This automated septage acceptance plant provides 
for cleaner handling of septage truck waste by reducing and separating 
unwanted solids such as rocks, rags, clothing, plastics and other trouble-
some trash, according to the maker. The combination of grinding, solids 
removal, washing and dewatering allows a typical septage truck to un-
load in 5 to 15 minutes. It is completely enclosed to ensure safety, vec-
tor control and containment of foul odors. The optional “MonsterTrack” 
metering and control system uses a flowmeter to track septage and pro-
vide accurate billing data for the facility and a receipt for the hauler.  
800-331-2277; www.jwce.com.

ScreencO Systems Trash
Master 400 Auto Screen
The Trash Master 400 Auto Screen 
from ScreencO Systems uses gravity to 
separate the trash from the flow stream 
through a 4-inch inlet with a fan spread-
er to power-offload vacuum trucks. It 

has an aluminum hopper with a 6-inch outlet cam and 3/8-inch gapped 1/4-
inch bar screen that meets U.S. Environmental Protection Agency 503 regula-
tions. A stainless steel U-channel with plastic-lined titanium UHMW provides 
for years of wear, with a high-strength alloy steel 8 1/2-inch shaftless screw 
that moves trash to a waste container. The stainless steel U-channel has slot-
ted drain holes and a center channel bar screen for cleaner and dryer trash. 
A custom-built stainless steel bar rake is included for easy maintenance. A 
front spray bar with a 1 gpm nozzle keeps the unit clean and free of buildup. 
A 2 hp NORD gear reduction drive with Lenze variable-frequency drive con-
trol accomplishes a variable-speed screw from 6 to 30 rpms. 208-790-8770;  
www.screencosystems.com.
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PORTABLE RESTROOM TRUCKSPORTABLE RESTROOM TRUCKS
SLIDE IN UNITSSLIDE IN UNITS
SEPTIC TRUCKS SEPTIC TRUCKS 

254-938-2564   www.atcvacuumtruck.com
CONTACT TIM COUNTS 254-721-5675 or BRUCE CURRY 254-760-1514

— www.atcvacuumtruck.com —

Backed By a History of Reliable Service, Innovation & Care

TRUCKS BUILT FOR DEMANDING JOBS 
JUST LIKE YOURS

• Specialized & Customized Septic Trucks
• Portable Restroom Trucks Built for Your Specific Needs

• Slide In Units: Affordable Back-up or Starter Tanks That Are Tough & Compact

Look to us for the toughest septic trucks, portable restroom trucks 
and slide-in units. Crafting any truck to your needs.

The Demonstrated Drainfield
Restoration/Maintenance Solution

Backed By Science � Proven with Experience � Many Satisfied Homeowners

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

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

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

Septic-ScrubSeptic-Scrub™Septic-Scrub

P.O. Box 31057
Clarksville, TN 37040

HHOSEOSE &   &  
EEQUIPMENTQUIPMENT    
SSPECIALISTSPECIALISTS

www.MilwaukeeRubber.com www.MilwaukeeRubber.com 800-325-3730800-325-3730

Hose Distributor

Fast Shipping!

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 lin-
er under the hoses protects from scratches and promotes 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 fin-
ish are standard. Other customizable options are available. 800-326-9763; 
www.pikrite.com.

Pinnacle roll tarp 
sludge container
Roll tarp sludge containers from Pin-
nacle come standard in 20-, 25-, 30- and 
40-cubic-yard capacities. The radius-
bottom containers have 1/4-inch floors 
and 3/16-inch sidewalls. All containers 
are water-tested to the top of the con-

tainer for 30 to 45 minutes and come standard with a side-roll tarp. Cus-
tom sizes, dewatering baskets and other modifications are available. All are 
blasted prior to painting, and the shell is powder coated. 256-840-8031; 
www.pinnaclemfg.net.

 SCREENS/STRAINERS/SCREENING SYSTEMS

Crane Pumps & Systems Barnes
Pressure Sewer EcoTRAN
The Barnes Pressure Sewer EcoTRAN from Crane 
Pumps & Systems is designed to provide a practical 
and environmentally safe alternative to traditional 
gravity sewers. Even in locations with difficult ter-
rain, it reduces sewage infrastructure costs by al-
lowing smaller diameter piping to be used in place 
of large complex septic sewage systems, making 
it a suitable sewer choice, according to the maker. 
It collects and grinds sewage in an underground 
basin, then transports it to a remote private or mu-
nicipal wastewater treatment plant. 937-778-8947;  
www.cranepumps.com.

Duperon Dual Auger System
The Duperon Dual Auger System is deployed in targeted high-ragging 
manholes/wet wells to remove problematic debris and prevent chronic 
pipe and pump clogging. Removing wipes at (or near) the point they enter 
the sewer stops the problem where it starts without impacting downstream 
operations. The five-in-one system captures, dewaters, compacts, conveys  

 
 
 
and stores problematic debris in a below-grade 
discharge pipe where it can be emptied by vac-
uum trucks. This lets users transform emergency, 
dirty, unsafe and manual cleanouts into planned, 
safe and coordinated debris removal by vacuum 
truck operators. To use, uncover then insert suc-
tion tube into the discharge chute, remove debris 
and landfill. 800-383-8479; www.duperon.com.

JWC Environmental
Honey Monster 
The Honey Monster septage 
receiving station and FOG re-
ceiving system from JWC Envi-
ronmental is designed to ease 
the challenges of managing 
septage waste for the wastewater 
plant operator and the hauler. It 
quickly screens and processes 
septage, grease, FOG and sludge 
from vacuum trucks. This automated septage acceptance plant provides 
for cleaner handling of septage truck waste by reducing and separating 
unwanted solids such as rocks, rags, clothing, plastics and other trouble-
some trash, according to the maker. The combination of grinding, solids 
removal, washing and dewatering allows a typical septage truck to un-
load in 5 to 15 minutes. It is completely enclosed to ensure safety, vec-
tor control and containment of foul odors. The optional “MonsterTrack” 
metering and control system uses a flowmeter to track septage and pro-
vide accurate billing data for the facility and a receipt for the hauler.  
800-331-2277; www.jwce.com.

ScreencO Systems Trash
Master 400 Auto Screen
The Trash Master 400 Auto Screen 
from ScreencO Systems uses gravity to 
separate the trash from the flow stream 
through a 4-inch inlet with a fan spread-
er to power-offload vacuum trucks. It 

has an aluminum hopper with a 6-inch outlet cam and 3/8-inch gapped 1/4-
inch bar screen that meets U.S. Environmental Protection Agency 503 regula-
tions. A stainless steel U-channel with plastic-lined titanium UHMW provides 
for years of wear, with a high-strength alloy steel 8 1/2-inch shaftless screw 
that moves trash to a waste container. The stainless steel U-channel has slot-
ted drain holes and a center channel bar screen for cleaner and dryer trash. 
A custom-built stainless steel bar rake is included for easy maintenance. A 
front spray bar with a 1 gpm nozzle keeps the unit clean and free of buildup. 
A 2 hp NORD gear reduction drive with Lenze variable-frequency drive con-
trol accomplishes a variable-speed screw from 6 to 30 rpms. 208-790-8770;  
www.screencosystems.com.
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SAVE THE DATES

800-236-6298
WWW.NAWT.ORG

YOUR SOURCE 
FOR REAL 
LEARNING

 For more 
information call:

Upcoming Training & Events

YOUR SOURCE 
FOR REAL 
LEARNING

Online Vacuum Truck  
Training Available!

Please visit our website 
for more information.

Inspector Training
 

NAWT Inspector by RETS
June 18-19, 2021
Location: Houston
Contact: Lauren Trujillo rets@rets-llc.com

POWRANM Inspector
June 22 & 23, 2021
Location: Albuquerque, NM
Contact: Gene Bassett  
bassettec@aol.com

NAWT Inspector by RETS
November 12-13, 2021
Location: Arlington, TX  
La Quinta Inn & Suites
Contact: Lauren Trujillo rets@rets-llc.com

Soils Workshop
 

CPOW Soil & Site Evaluation
August TBD, 2021
Location: Western Slope
Contact: Lisa Nicoll cpow@cpow.net

CPOW Soil & Site Evaluation
September TBD, 2021
Location: Front Slope
Contact: Lisa Nicoll cpow@cpow.net

Septic System Design
 

CPOW Design
July 12 & 13, 2021
Location: Virtual Online Course
Contact: Lisa Nicoll cpow@cpow.net

Installer Training
 

NAWT Installer by CPOW
September 6, 2021
Location: Virtual Online Course
Contact: Lisa Nicoll cpow@cpow.net

Upcoming Events
 

2021 Water & Wastewater 
Equipment, Treatment & 
Transport
June 29-July 2, 2021
Indiana Convention Center,  
Indianapolis, IN

2021 Mega-Conference
October 17-20, 2021
San Marcos, Texas

Online NAWT  
DOT CDL Pre and Post  

Trip Inspection Course
Please visit  

www.nawt.org/training.html  
to register.
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CASE STUDY

Receiving station helps ready plant 
for increased influent load  
Problem: Legislation for septic tanks in Florida may lead to in-
creased septage volume at Indian River County’s residuals dewa-
tering (biosolids) facility. Regulations may require inspection and 
pumping of septic tanks every three to five years.

Solution: The county chose a fully automated Raptor Septage 
Complete Plant from Lakeside Equipment. The compact, self-
contained unit compacts and dewaters screenings to 40% solids. 
An overnight self-cleaning cycle stops the buildup of grit in the 
bottom of the unit. The system is pre-engineered, and all-stain-
less steel construction resists corrosion.

Result: Far more grit and rags are captured than anticipated. A 
4-cubic-yard container is filled daily. There have been no equipment 
issues, and only basic daily maintenance is required. 630-837-5640;  
www.lakeside-equipment.com.   P
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 Self Contained-Solar Powered-Flushing Porcelain Toilet
Available as Stand Alone or Trailer Configurations

Sinks Hand Wash SinksPrestige Diplomat

VIP Interior

Visit Our Website and Video at www.NuConcepts.com 
CALL FOR YOUR LUXURY OPTIONS AND CUSTOM QUOTE

909-930-6244 | 800-334-1065
1737 S. Vineyard Ave., Ontario, California 91761

www.NuConcepts.com  | info@NuConcepts.com

These Are Royal Accommodations
Since inventing the first VIP (Very Impressive Portable) over 25 years ago,  

NuConcepts continues to innovate with our MAJESTIC 2 or 4 unit luxury restroom trailer.

WE CALL IT MAJESTIC
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800.257.7222
www.cole-media.com | info@cole-media.com

Trying to handle all of that on your own can be daunting.

That’s why you need COLE Media.
Useful, organized, cross-platform content is the key to a successful 
marketing strategy. Our content generation team specializes in 
custom-built, affordable solutions exclusively tailored to fit your needs.

Digital & Print Media
» Website content
» Blog posts & customer education materials
» Press materials - products, industry, personnel
» Social media management & marketing
» Email marketing
» Hired professional photography & videography

Creative Content
» Logo & business card design
» Outside creative (advertisements, billboards, 
   digital)
» Catalogs & brochures
» Video editing

Fresh 
  Content
COMPANIES NEED

TO STAY RELEVANT... LOTS OF IT. 

http://www.pumperhose.com
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2022 4700SB, L9-360 HP, 3000RDS Allison Auto., 
18K FA/40K RA, 4,000 Gallon Alum. Tank, All Alum. 
Wheels, Available w/4307 or 4310 NVE Blowers. Units 
also Available w/4200 or 5000-Gal. Set-Ups. 

Call 608-438-4816

TRUCK SALES | EXPERT SERVICE | PARTS | FINANCING 

See our entire inventory at
truckcountry.com

2019 M2106, L9 - 350 HP,  Air Ride, 
20,000# FA/ 44,000# RA, All Alum. Wheels, 
40K Mi., Imperial 4200-Gal, Alum. Tank, 
NVE 4307 Blower, Cornell Centrifugal Pump 
for Rear Sprayer,  Heated 6” Air Controlled 
Discharge,  Heated 4” Intake Valves, LED 
Light Kit. 

http://www.generalpump.com
http://truckcountry.com
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Alabama
Alabama Onsite Wastewater 
Association 
www.aowainfo.org; 334-396-3434

Arizona
Arizona Onsite Wastewater 
Reclamation 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.georgiaonsitewastewater.com 
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; 317-965-1859

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 Onsite  
Wastewater 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

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.

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

Serving the Industry 
  Visit your state and provincial trade associations

If you would like your wastewater trade association added to this list,  
send contact information to editor@pumper.com.TRADE ASSOCIATIONS
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“The very day we found out we’d have to move our shop, somebody 
came through the door and said, ‘Do you want to buy Buck’s back?’ It 
was really a door closing, door opening, all in the same day.” They quickly 
jumped at the chance.

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

 

Making connections

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

 

the Main event

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

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

 

By the nuMBers

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

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

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

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

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

(continued)

the teaM

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

 

coMpany history

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

(continued)

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

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

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

tHe JoB: Oregon Jamboree
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“The very day we found out we’d 
have to move our shop, somebody 
came through the door and said, 
‘Do you want to buy Buck’s back?’ 
It was really a door closing, door 
opening, all in the same day.”
Scott Weld
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At the oregon Jamboree 
music festival, the crew 
at Buck’s Sanitary Service 
provides service that singsprovides service that sings
BY BettY dAGeFoRde

 Let’s roLL

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

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

 

keepin’ it cLean

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

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

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

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

 

saMe But different

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

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

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

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

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

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

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

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

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

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

MORE INFO

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

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

Reprinted with permission from PRO™ / February 2013 / © 2013, COLE Publishing Inc., P.O. Box 220, Three Lakes, WI 54562 / 800-257-7222 / www.promonthly.com
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Pennsylvania’s Jeff Rachlin
serves clients with thorough
onsite system maintenance
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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)

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

operation at

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

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

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

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

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

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

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

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

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

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

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

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

(continued)

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

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

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

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

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

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

Cloud Computing
Raises Productivity Sky-High

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

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

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

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

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

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

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

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

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

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

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

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

EYE 
A Watchful

By Ken Wysocky

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

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

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

“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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OnSite Management – which tests, designs, 
inspects, installs and services septic systems  in a four-
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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 
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Pennsylvania’s OnSite Management grows its 
maintenance contract business to provide quality, 
routine care for customers’ septic systems and build 
a more consistent revenue stream

Personal customer attention 
drives Alberta Septic Systems
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Pennsylvania’s Jeff Rachlin
serves clients with thorough
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Alabama
Alabama Onsite Wastewater 
Association 
www.aowainfo.org; 334-396-3434

Arizona
Arizona Onsite Wastewater 
Reclamation 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.georgiaonsitewastewater.com 
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; 317-965-1859

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 Onsite  
Wastewater 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

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.

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

Serving the Industry 
  Visit your state and provincial trade associations

If you would like your wastewater trade association added to this list,  
send contact information to editor@pumper.com.TRADE ASSOCIATIONS WE OFFER ALUMINUM, STEEL & STAINLESS TANKS, 

 AS WELL AS BLOWER & VANE PUMP OPTIONS

FULL PACKAGE FINANCING & LEASE OFFERS AVAILABLE
Contact: Cody (715) 845-2244 ext. 4105 

or codyc@midstatetruck.com
www.MidStateTruck.com

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

2021 Int’l HV Models 
Available 

Cummins L9, 370 HP,  
Allison or 10 Spd Trans.,  

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

‘12 Kenworth T800 
Cummins ISX, 450 HP,

13 Spd Manual, Spring Susp.,  
244,652 Miles, 
4200 Gal. Tank,  
Fruitland Pump, 

Full Lockers

‘13 Peterbilt 367 
Cummins ISX, 450 HP, Air Ride Susp.,  

18 Spd Manual, 226,932 Miles,  
4250 Gal. Imperial Tank, Jurop LC420 

Liquid Cooled Pump

‘06 Int’l 5900I 
Cummins ISX 400, 400 HP,  

Air Ride Susp., 10 Spd Manual,  
60,000 GVWR,  
568,129 Miles,  

5000 Gal. Steel Tank

‘07 Int’l 8600 
Cummins ISM, 410 HP,  

10 Spd Manual, Air Ride Susp., 
52,000 GVWR, 351,651 Miles, 

3600 Gal. Tank, 
Jurop Pump,  

Heated Valves

‘06 Peterbilt 357 
Cummins ISM, 425 HP,  

Spring Susp., 8 Spd Manual,  
352,072 Miles, Full Lockers,  

3800 Gal. Waste Tank, 200 Gal. Fresh 
Tank, Witteg RF150 Vacuum Pump, 

Heated Valves, Air Valves

‘11 Freightliner Coronado
Detroit DD15, 475 HP,  

18 Spd Manual, Air-Ride Susp.,  
253,165 Miles,  

Full Lockers 
4700 Gal. Steel Tank, 

NVE 866 Pump

‘00 Sterling LT7501
Cat 3126, 275 HP, 

8 Spd Manual, Spring Susp.,  
281,244 Miles,  

3600 Gal. Steel Tank,  
Heated Valves, 

Full Lockers

$99,900  
#445B-19

$69,900  
#479A-20

$49,900  
#380C-20

$57,900  
#495A-21

2020 Int’l CV515 
Ready for the body  

of your choice  
#603-20

2021 Int’l MV 607 
Cummins ISB, 280 HP,  

6 Spd Trans.,  
2500 Gal. Alum Imperial Tank,  

NVE Blower or Vane Pump

NEW

$69,900  
#241A-20

$89,900  
#279A-20

$35,900  
#239A-20

USED

CALL FOR  

MORE  
INFORMATION  
(715) 845-2244 EXT. 4105
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BUSINESSES

Turn-key - All Things Septic, Drain cleaning 
and Portable Toilet business in beautiful 
Pacific Northwest region for sale, own-
ers retiring. Seamless transition with full 
training included. Fantastic cash-flow and 
margins. Consistent growth, market share 
and potential. Two locations with huge fleet 
of equipment including 5 pumpers, 2 ten-
ders, flatbeds, 2 service vans, service truck 
and tons of tools and equipment. Excellent 
presence, customer follow-up and market-
ing programs. Trailer Jetter, large inventory 
of well-maintained sewer machines, Video 
Cameras, Locators etc. New deluxe 7-unit 
event rest room trailer along with 150 
premium rentals. Newly remodeled offices 
and shops on premium location. This is a 
busy operation which requires critical think-
ing, great logistics aptitude and excellent 
CUSTOMER SERVICE SKILLS! We roll fast 
and hard within a 10k square-mile region. 
You must have superb team-building skills 
and a kind heart. Verifiable books, records, 
and a wonderful staff. Business, Offices, 
Shops and all equipment and fleet. Grossing 
over $960K+. Call 541-429-4127, evenings. 
No agents, absentee owners or flakes. Must 
have substantial down payment with excel-
lent credit.  (P06)

Established residential septic service busi-
ness for sale in central New Mexico, USA, 
3 hours south of the Colorado line. Serious 
inquiries call Jim @ 505-867-5594.  (P08)

 

Established septic service business 
for sale in central mountains of Colo-

rado. Servicing Park & Summit counties 
since 2005. Specializing in residential 
septic pumping, NAWT/OWTS certified 
inspections, repairs, installations and 
sewer & drain work. Located in a very 

popular and fast growing area with 
a significant demand to expand the 

business if desired. Low mileage 2001 
International septic truck, new 3,000-
gal tank with newer Masport 400HXL 
pump, jetting /camera equipment, etc. 
For more information call or email 
Pete at 719-838-0332, blackcat.

lynn@gmail.com. (P08)

Arizona Septic and Drain Business FOR 
SALE $375,000. Two trucks - 1998 
Freightliner 3,000-gallon steel tank, Jurop 
260 pump & 2000 Sterling 3,500-gallon 
aluminum tank, watercooled Masport pump. 
BACKHOE, EQUIPTMENT, TRAINING & BUSI-
NESS. Call 480-238-0786 for Information.   
 (P08)

For Sale: Highly reputable, thriving Septic & 
Cesspool cleaning company on Long Island, 
NY in Nassau County. Well established and 
expanding since 1972. Owner now looking 
to retire. Willing to train new owners. Signifi-
cant expansion opportunities and always in 
high demand. Serious inquiries only please. 
Email: EastNor14@yahoo.com or call 516-
922-1242.  (P06)

Thriving grease trap business for sale in 
sunny Tucson, AZ. 35 years in business, 
want to retire. Everything ready to be taken 
over. If interested call 520-730-4867 or 
email gkauff@comcast.net.  (P07)

Well-established, booming SW Florida 
business for sale. From North Port to Marco 
Island 900+ units on the street, 15 ADA, 
30+ sinks, 20+ holding tanks, 7 trucks, 
2 trailers. Many long-term construction 
customers, year-round event customers. 
Documented yearly growth. Only seri-
ous buyers need to inquire. Email office@
ronsjons.com.  (P06)

Portable toilet business for sale. Great 
reputation, consistent customer base, over 
14 years in business. In one of the hottest 
areas in the nation, middle Tennessee. 525 
units, 4 Dodge pumper trucks. Serious 
inquiries only. Email for more info toiletco-
forsale@yahoo.com.  (P06)
Established residential septic service busi-
ness for sale in central New Mexico, USA, 
3 hours south of the Colorado line. Serious 
inquiries call Jim @ 505-867-5594.   (P08)

www.RooterMan.com. Franchises available 
with low flat fee. New concept. Visit web 
site or call 1-800-700-8062.  (PBM)

COMPUTER SOFTWARE

FreeServiceReminderSoftware.com, 
FreeServiceDispatchSoftware.com, 
FreeRouteManagementSoftware.com. (PBM)

DEWATERING

 
 

Prime Solution P4700 1.2 meter Belt 
Press. Comes with new belts. Located 

in Clearwater, FL. $10,000 OBO.  
727-571-1999. (P08)

Used dewatering boxes and accessories for 
dewatering equipment. Call for details 
979-245-5656.  (P08)

DRAIN/SEWER CLEANING 
EQUIPMENT

 

2015 Vactor 2100 Plus Combo 
single engine sewer cleaner with 

Positive Displacement Vacuum System. 
Equipment: Vactor 2115P-18, Mileage= 
69,644, Engine hours= 6,486. 30 Chas-
sis: 2015 Kenworth T4406x4, 460 HP, 

automatic transmission, 66,000 GVWR, 
Specs: 2100 Plus PD, 18” Vacuum 

Hydraulic extending 15”, rotating hose 
reel, 1” x 800’ capacity additional 

water, 1,500-gal total, 15-yd debris. 
$200,000. Contact:  

Harry 843-509-0693 or leah@
charlestonrotorooter.com. (P06)

DRAINFIELD RESTORATION

 

New & Used TERRALIFT machines 
/ Terralift parts and beads . Aerratech 

Solutions LLC, 413-394-4567 or 
cell- 413-441-1140. Call and learn 

how the TERRALIFT machine can earn 
your business an extra $250,000 in 

revenue a year. (PBM)

GREASE TRAP SEPARATOR 
TANK

 

2004 Sterling LT 9500 Keith Huber 
Dominator Mobile Grease Separator 
4000/200. DD60 12.7L. 522k, Eaton 
10-speed. 20,000 Front 46,00 Rears. 
New rubber. 2,238 hrs on Vac pump. 
1,261 hrs on Jetter. $92,500 OBO. 
1 owner, contact etsjeffpeters@

yahoo.com or 559-647-6048. (P07)

GREASE TRAP UNITS

Thriving grease trap business for sale in 
sunny Tucson, AZ. 35 years in business, 
want to retire. Everything ready to be taken 
over. If interested call 520-730-4867 or 
email gkauff@comcast.net.  (P07)

HAZARDOUS WASTE UNITS

2009 Peterbilt 340 cab & chassis with a 
Presvac 3,200 U.S. gallon, C/S, D.O.T. 412, 
dump type, vacuum tank and a Presvac 
PV750 pump. (Stock #8412C). 
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648).  (PBM)

2013 Peterbilt 348 cab & chassis with a 
Presvac 3,200 U.S. gallon, C/S, D.O.T. 412, 
dump type, vacuum tank and a Presvac 
PV750 pump. (Stock #9277C).
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648).  (PBM)

2011 Peterbilt 348 cab & chassis with a 
Presvac 3,200 U.S. gallon, C/S, D.O.T. 412, 
dump type, vacuum tank and a Presvac 
PV750 pump. (Stock #0200V). 
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648).  (PBM)

Used 2020 Peterbilt 348 cab & chassis with 
a Presvac 3,000 U.S. gallon c/s D.O.T dump 
unit. (Stock #055R).  
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648).  (PBM)

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)

2000 International with Cusco High Dump 
27", DOT Certified, 412 with vacuum pump, 
pressure offload as well. Cummins Power 
with low miles and hours. KLM Companies 
617-909-9044.  (PBM)
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2007 Kenworth T800 with Presvac 
3,500-gallon DOT Certified dump/door 

vacuum tank, Hibon 900 CFM 27", 
new blower and tank inspections, pre-
emission with 400 CAT with 18-speed 
trans. 44k rears 20k pusher 20k front. 
Great condition. KLM Companies 

617-909-9044. (PBM)

JETTERS – TRAILER

The HotJetII® is a best-selling hot- 
and cold-water drainline cleaner 

featuring a 35hp Vanguard engine 
by Toyota and delivering 10gpm @ 

4,000psi that cleans drains up to 300’ 
and 12” in diameter. Priced at $34,995  
including freight to the lower 48 states, 
the HotJet II® is American made using 
nonpropriety parts for affordability and 
ease in serviceability making its return 

on investment truly impressive. 
Financing available. 800-624-8186; 

sales@hotjetusa.com; 
www.hotjetusa.com (PBM)

JETTERS – TRUCK

 
 

2013 International 7300 Workstar 
~ Maxforce 7.6L DT466 turbo diesel ~ 
Allison transmission ~ only 22k miles 

~ only 1,958 hours ~ government 
owned and maintained ~ sewer jetter 

truck ~ VacCon model HS1600A ~ 
1,500-gallon tank ~ bean pump ~ AM/
FM radio ~ runs and drives great ~ cold 

A/C. $69,888. Call today for more 
details 561-672-9005. FL (P06)

 
 

2008 Vac-Con VPD4212LHAE/1300 
mounted on a 2008 Sterling LT8511 
Chassis. Cummins ISC 300hp with 

an Allison 300RDS. Deutz 131hp Aux 
engine with 3000psi 50gpm Giant 

GP7145 water pump. $165,000 OBO. 
Located in Clearwater, Florida.  

727-576-1111. (P07)

JET VACS

 
 

2003 Peterbilt 378 with a Keith Huber 
Berringer unit. Tank is 3,500/300 with 
35gpm @ 2000 psi jetting/pressure 
washing system. Asking: $170,000. 

Call: 715-572-4250. WI (P06)

LEASE/FINANCING

Western Equipment Finance, a bank-owned 
direct lender, is committed to continuing to 
help you prosper. All Equipment Types, New 
or Used; we have the best rates and terms 
you deserve. App-Only Financing and credit 
decisions within an hour. Call the team you 
can TRUST, Jim Stekl at Western Equip-
ment Finance 701-665-1647. jim.stekl@
westernequipmentfinance.com  (PBM)

PARTS & COMPONENTS 

 

Clear the Main Line with ease, JnA 
Main Line Vac. Just hook the line vac to 
your hose, insert the incoming mainline 

pipe and watch the line come clean. 
Works on 3” & 4” pipe. Free shipping in 
the US. $139.99. Order at jnamainli-
nevac.com. 919-559-9344. (PBM)

ALUMINUM VACUUM PIPES: Parts/pipe to 
help you manage wastewater. Our knowl-
edgeable staff and fast service will help you 
choose and quickly receive the right pipe 
& parts. We can custom build almost any 
aluminum/cast aluminum, black/galvanized 
steel and PVC fitting. Call 800-246-3685. 
Schumacher Irrigation, Inc.  (P08)

PORTABLE RESTROOMS

4,000 used portable restrooms for sale. Up-
dating our fleet to the new Zenith portable 
restrooms from Sansom Industries. Prices 
range from $125 - $325. Call Jim Reisinger 
@ 314-776-4000.  (PBM)

PORTABLE RESTROOM  
TRAILERS 

For Sale: 1994 Olympic restroom trailer 
refurbished in 2012. Womens side - 3 stalls. 
Mens side - 2 stalls. $10,000. 806-762-1066 
for photos/info.  (P06) 

2001 Keith Huber International pump truck. 2 
Decons, 28' Tonto, 18' Royal, 2001 ASCI, 16' 
Presidential, 26' Presidential, portable toilet 
hauler trailers. 315-437-1291, NY  (PBM)

PORTABLE RESTROOM TRUCKS

2012 Ford F550 with a Crescent tank model 
1100 (750-gallon waste and 350-gallon 
fresh water). 118,000 miles. Tank body 
recently sandblasted and repainted. Pictures 
available upon request. $45,000. Call or text 
Rick at 413-246-9060. MA  (P06)

 

2016 Ford F550 flat bed service truck. 
300 waste, 12v vacuum pump. 125 

fresh water, 12v water pump. Hauls 4 
standard units on the bed plus two on 

the 95" x 62" rail platform hydraulic lift 
gate. Full power, aluminum wheels, 4 
WD, AC, tires at 90%. 115,363 miles. 
$33,000. Please contact 419-466-
1349. Excellent condition. OH (P06)

For Sale: 2006 International 4300 with a 
Satellite M1600 waste/fresh water tank, 
240k miles. $27,500. 806-762-1066 for 
photos and more info. TX  (P06)

 

2016 Ford F450, 6.7 diesel auto, low 
miles, 2-wheel drive, new aluminum 

300 waste/150 water. 4-unit stake body 
lift gate. Call JR @ 720-253-8014, 

CO. (PBM)

 

2009 Kenworth T270 with 235,000 
miles, 11R/22.5 tires, air brakes, Paccar 

PX-6 220hp motor, Allison automatic 
transmission, stainless steel tank and 

body, with 1,100-gallon waste and 
400-gallon fresh water and has a 

26,000 GVW. $50,000. Contact Nate 
207-646-2180. ME (P06)

 

Selling (2) International 4300 
portable restroom vacuum trucks. 

These 2010 and 2011 trucks are in 
A+ condition, well maintained, with all 

service records and ready to work. Both 
trucks are identical with everything you 
need to complete the job. Please call for 
additional pictures and any questions. 

$45,000 each. 850-944-5536 - 
Lynn Boyett. FL (P06)

 

2015 Ford F450 Super Duty, clean 
interior, painted gray, powertrain (en-
gine, transmission, rear) mechanically 
sound and properly lubricated. Good 
brakes, tires and sidewalls in good 

condition, cab and body clean, exterior 
good. 14000 GVW, standard cab, air-

ride, air seat and air brakes, good 
cold A/C.  Will deliver anywhere in US 
(delivery fees are separate). $25,000. 

800-721-2774. (P06)
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BUSINESSES

Turn-key - All Things Septic, Drain cleaning 
and Portable Toilet business in beautiful 
Pacific Northwest region for sale, own-
ers retiring. Seamless transition with full 
training included. Fantastic cash-flow and 
margins. Consistent growth, market share 
and potential. Two locations with huge fleet 
of equipment including 5 pumpers, 2 ten-
ders, flatbeds, 2 service vans, service truck 
and tons of tools and equipment. Excellent 
presence, customer follow-up and market-
ing programs. Trailer Jetter, large inventory 
of well-maintained sewer machines, Video 
Cameras, Locators etc. New deluxe 7-unit 
event rest room trailer along with 150 
premium rentals. Newly remodeled offices 
and shops on premium location. This is a 
busy operation which requires critical think-
ing, great logistics aptitude and excellent 
CUSTOMER SERVICE SKILLS! We roll fast 
and hard within a 10k square-mile region. 
You must have superb team-building skills 
and a kind heart. Verifiable books, records, 
and a wonderful staff. Business, Offices, 
Shops and all equipment and fleet. Grossing 
over $960K+. Call 541-429-4127, evenings. 
No agents, absentee owners or flakes. Must 
have substantial down payment with excel-
lent credit.  (P06)

Established residential septic service busi-
ness for sale in central New Mexico, USA, 
3 hours south of the Colorado line. Serious 
inquiries call Jim @ 505-867-5594.  (P08)

 

Established septic service business 
for sale in central mountains of Colo-

rado. Servicing Park & Summit counties 
since 2005. Specializing in residential 
septic pumping, NAWT/OWTS certified 
inspections, repairs, installations and 
sewer & drain work. Located in a very 

popular and fast growing area with 
a significant demand to expand the 

business if desired. Low mileage 2001 
International septic truck, new 3,000-
gal tank with newer Masport 400HXL 
pump, jetting /camera equipment, etc. 
For more information call or email 
Pete at 719-838-0332, blackcat.

lynn@gmail.com. (P08)

Arizona Septic and Drain Business FOR 
SALE $375,000. Two trucks - 1998 
Freightliner 3,000-gallon steel tank, Jurop 
260 pump & 2000 Sterling 3,500-gallon 
aluminum tank, watercooled Masport pump. 
BACKHOE, EQUIPTMENT, TRAINING & BUSI-
NESS. Call 480-238-0786 for Information.   
 (P08)

For Sale: Highly reputable, thriving Septic & 
Cesspool cleaning company on Long Island, 
NY in Nassau County. Well established and 
expanding since 1972. Owner now looking 
to retire. Willing to train new owners. Signifi-
cant expansion opportunities and always in 
high demand. Serious inquiries only please. 
Email: EastNor14@yahoo.com or call 516-
922-1242.  (P06)

Thriving grease trap business for sale in 
sunny Tucson, AZ. 35 years in business, 
want to retire. Everything ready to be taken 
over. If interested call 520-730-4867 or 
email gkauff@comcast.net.  (P07)

Well-established, booming SW Florida 
business for sale. From North Port to Marco 
Island 900+ units on the street, 15 ADA, 
30+ sinks, 20+ holding tanks, 7 trucks, 
2 trailers. Many long-term construction 
customers, year-round event customers. 
Documented yearly growth. Only seri-
ous buyers need to inquire. Email office@
ronsjons.com.  (P06)

Portable toilet business for sale. Great 
reputation, consistent customer base, over 
14 years in business. In one of the hottest 
areas in the nation, middle Tennessee. 525 
units, 4 Dodge pumper trucks. Serious 
inquiries only. Email for more info toiletco-
forsale@yahoo.com.  (P06)
Established residential septic service busi-
ness for sale in central New Mexico, USA, 
3 hours south of the Colorado line. Serious 
inquiries call Jim @ 505-867-5594.   (P08)

www.RooterMan.com. Franchises available 
with low flat fee. New concept. Visit web 
site or call 1-800-700-8062.  (PBM)

COMPUTER SOFTWARE

FreeServiceReminderSoftware.com, 
FreeServiceDispatchSoftware.com, 
FreeRouteManagementSoftware.com. (PBM)

DEWATERING

 
 

Prime Solution P4700 1.2 meter Belt 
Press. Comes with new belts. Located 

in Clearwater, FL. $10,000 OBO.  
727-571-1999. (P08)

Used dewatering boxes and accessories for 
dewatering equipment. Call for details 
979-245-5656.  (P08)

DRAIN/SEWER CLEANING 
EQUIPMENT

 

2015 Vactor 2100 Plus Combo 
single engine sewer cleaner with 

Positive Displacement Vacuum System. 
Equipment: Vactor 2115P-18, Mileage= 
69,644, Engine hours= 6,486. 30 Chas-
sis: 2015 Kenworth T4406x4, 460 HP, 

automatic transmission, 66,000 GVWR, 
Specs: 2100 Plus PD, 18” Vacuum 

Hydraulic extending 15”, rotating hose 
reel, 1” x 800’ capacity additional 

water, 1,500-gal total, 15-yd debris. 
$200,000. Contact:  

Harry 843-509-0693 or leah@
charlestonrotorooter.com. (P06)

DRAINFIELD RESTORATION

 

New & Used TERRALIFT machines 
/ Terralift parts and beads . Aerratech 

Solutions LLC, 413-394-4567 or 
cell- 413-441-1140. Call and learn 

how the TERRALIFT machine can earn 
your business an extra $250,000 in 

revenue a year. (PBM)

GREASE TRAP SEPARATOR 
TANK

 

2004 Sterling LT 9500 Keith Huber 
Dominator Mobile Grease Separator 
4000/200. DD60 12.7L. 522k, Eaton 
10-speed. 20,000 Front 46,00 Rears. 
New rubber. 2,238 hrs on Vac pump. 
1,261 hrs on Jetter. $92,500 OBO. 
1 owner, contact etsjeffpeters@

yahoo.com or 559-647-6048. (P07)

GREASE TRAP UNITS

Thriving grease trap business for sale in 
sunny Tucson, AZ. 35 years in business, 
want to retire. Everything ready to be taken 
over. If interested call 520-730-4867 or 
email gkauff@comcast.net.  (P07)

HAZARDOUS WASTE UNITS

2009 Peterbilt 340 cab & chassis with a 
Presvac 3,200 U.S. gallon, C/S, D.O.T. 412, 
dump type, vacuum tank and a Presvac 
PV750 pump. (Stock #8412C). 
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648).  (PBM)

2013 Peterbilt 348 cab & chassis with a 
Presvac 3,200 U.S. gallon, C/S, D.O.T. 412, 
dump type, vacuum tank and a Presvac 
PV750 pump. (Stock #9277C).
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648).  (PBM)

2011 Peterbilt 348 cab & chassis with a 
Presvac 3,200 U.S. gallon, C/S, D.O.T. 412, 
dump type, vacuum tank and a Presvac 
PV750 pump. (Stock #0200V). 
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648).  (PBM)

Used 2020 Peterbilt 348 cab & chassis with 
a Presvac 3,000 U.S. gallon c/s D.O.T dump 
unit. (Stock #055R).  
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648).  (PBM)

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)

2000 International with Cusco High Dump 
27", DOT Certified, 412 with vacuum pump, 
pressure offload as well. Cummins Power 
with low miles and hours. KLM Companies 
617-909-9044.  (PBM)
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2007 Kenworth T800 with Presvac 
3,500-gallon DOT Certified dump/door 

vacuum tank, Hibon 900 CFM 27", 
new blower and tank inspections, pre-
emission with 400 CAT with 18-speed 
trans. 44k rears 20k pusher 20k front. 
Great condition. KLM Companies 

617-909-9044. (PBM)

JETTERS – TRAILER

The HotJetII® is a best-selling hot- 
and cold-water drainline cleaner 

featuring a 35hp Vanguard engine 
by Toyota and delivering 10gpm @ 

4,000psi that cleans drains up to 300’ 
and 12” in diameter. Priced at $34,995  
including freight to the lower 48 states, 
the HotJet II® is American made using 
nonpropriety parts for affordability and 
ease in serviceability making its return 

on investment truly impressive. 
Financing available. 800-624-8186; 

sales@hotjetusa.com; 
www.hotjetusa.com (PBM)

JETTERS – TRUCK

 
 

2013 International 7300 Workstar 
~ Maxforce 7.6L DT466 turbo diesel ~ 
Allison transmission ~ only 22k miles 

~ only 1,958 hours ~ government 
owned and maintained ~ sewer jetter 

truck ~ VacCon model HS1600A ~ 
1,500-gallon tank ~ bean pump ~ AM/
FM radio ~ runs and drives great ~ cold 

A/C. $69,888. Call today for more 
details 561-672-9005. FL (P06)

 
 

2008 Vac-Con VPD4212LHAE/1300 
mounted on a 2008 Sterling LT8511 
Chassis. Cummins ISC 300hp with 

an Allison 300RDS. Deutz 131hp Aux 
engine with 3000psi 50gpm Giant 

GP7145 water pump. $165,000 OBO. 
Located in Clearwater, Florida.  

727-576-1111. (P07)

JET VACS

 
 

2003 Peterbilt 378 with a Keith Huber 
Berringer unit. Tank is 3,500/300 with 
35gpm @ 2000 psi jetting/pressure 
washing system. Asking: $170,000. 

Call: 715-572-4250. WI (P06)

LEASE/FINANCING

Western Equipment Finance, a bank-owned 
direct lender, is committed to continuing to 
help you prosper. All Equipment Types, New 
or Used; we have the best rates and terms 
you deserve. App-Only Financing and credit 
decisions within an hour. Call the team you 
can TRUST, Jim Stekl at Western Equip-
ment Finance 701-665-1647. jim.stekl@
westernequipmentfinance.com  (PBM)

PARTS & COMPONENTS 

 

Clear the Main Line with ease, JnA 
Main Line Vac. Just hook the line vac to 
your hose, insert the incoming mainline 

pipe and watch the line come clean. 
Works on 3” & 4” pipe. Free shipping in 
the US. $139.99. Order at jnamainli-
nevac.com. 919-559-9344. (PBM)

ALUMINUM VACUUM PIPES: Parts/pipe to 
help you manage wastewater. Our knowl-
edgeable staff and fast service will help you 
choose and quickly receive the right pipe 
& parts. We can custom build almost any 
aluminum/cast aluminum, black/galvanized 
steel and PVC fitting. Call 800-246-3685. 
Schumacher Irrigation, Inc.  (P08)

PORTABLE RESTROOMS

4,000 used portable restrooms for sale. Up-
dating our fleet to the new Zenith portable 
restrooms from Sansom Industries. Prices 
range from $125 - $325. Call Jim Reisinger 
@ 314-776-4000.  (PBM)

PORTABLE RESTROOM  
TRAILERS 

For Sale: 1994 Olympic restroom trailer 
refurbished in 2012. Womens side - 3 stalls. 
Mens side - 2 stalls. $10,000. 806-762-1066 
for photos/info.  (P06) 

2001 Keith Huber International pump truck. 2 
Decons, 28' Tonto, 18' Royal, 2001 ASCI, 16' 
Presidential, 26' Presidential, portable toilet 
hauler trailers. 315-437-1291, NY  (PBM)

PORTABLE RESTROOM TRUCKS

2012 Ford F550 with a Crescent tank model 
1100 (750-gallon waste and 350-gallon 
fresh water). 118,000 miles. Tank body 
recently sandblasted and repainted. Pictures 
available upon request. $45,000. Call or text 
Rick at 413-246-9060. MA  (P06)

 

2016 Ford F550 flat bed service truck. 
300 waste, 12v vacuum pump. 125 

fresh water, 12v water pump. Hauls 4 
standard units on the bed plus two on 

the 95" x 62" rail platform hydraulic lift 
gate. Full power, aluminum wheels, 4 
WD, AC, tires at 90%. 115,363 miles. 
$33,000. Please contact 419-466-
1349. Excellent condition. OH (P06)

For Sale: 2006 International 4300 with a 
Satellite M1600 waste/fresh water tank, 
240k miles. $27,500. 806-762-1066 for 
photos and more info. TX  (P06)

 

2016 Ford F450, 6.7 diesel auto, low 
miles, 2-wheel drive, new aluminum 

300 waste/150 water. 4-unit stake body 
lift gate. Call JR @ 720-253-8014, 

CO. (PBM)

 

2009 Kenworth T270 with 235,000 
miles, 11R/22.5 tires, air brakes, Paccar 

PX-6 220hp motor, Allison automatic 
transmission, stainless steel tank and 

body, with 1,100-gallon waste and 
400-gallon fresh water and has a 

26,000 GVW. $50,000. Contact Nate 
207-646-2180. ME (P06)

 

Selling (2) International 4300 
portable restroom vacuum trucks. 

These 2010 and 2011 trucks are in 
A+ condition, well maintained, with all 

service records and ready to work. Both 
trucks are identical with everything you 
need to complete the job. Please call for 
additional pictures and any questions. 

$45,000 each. 850-944-5536 - 
Lynn Boyett. FL (P06)

 

2015 Ford F450 Super Duty, clean 
interior, painted gray, powertrain (en-
gine, transmission, rear) mechanically 
sound and properly lubricated. Good 
brakes, tires and sidewalls in good 

condition, cab and body clean, exterior 
good. 14000 GVW, standard cab, air-

ride, air seat and air brakes, good 
cold A/C.  Will deliver anywhere in US 
(delivery fees are separate). $25,000. 

800-721-2774. (P06)
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New Imperial 1,300 U.S. gallon, portable 
toilet service unit mounted on a 2020 Ford 
F550 cab and chassis with a Masport HXL4 
pump package. (Stock #13961).  
(888)VAC-UNIT (822-8648)  
www.vsirentalsllc.com. (PBM)

New Imperial 980 U.S. gallon, portable toilet 
service unit mounted on a 2020 Ford F550 
cab and chassis with a Masport HXL4 pump 
package. (Stock #13931)  
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)

 

2011 Ford F450, diesel, auto, 2-wheel 
drive, steel vac tank, 500 waste/250 
water, Conde SD pump. Call JR @ 

720-253-8014, CO. (PBM)

PUMPS

Buy & Sell all makes and models, new 
& used vacuum pumps, blowers, high-
pressure water pumps, new and good used 
replacement parts. Buy discounted pumps 
online 24/7. Call us for a current inventory 
list. www.VacuumSalesInc.com,  
(888) VAC-UNIT (822-8648).  (PBM)

RENTAL EQUIPMENT

2022 Polar 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 
hydraulic or self-contained. KLM Rentals 
Inc. 617-909-9044.  (PBM) 

Liquid vacs, wet/dry industrial vacs, combi-
nation jetter/vacs, vacuum street sweeper & 
catch basin cleaner, truck & trailer mounted 
jetters. All available for daily, weekly, 
monthly, and yearly rentals. VSI Rentals, 
LLC, (888)VAC-UNIT (822-8648) www.
vsirentalsllc.com. (PBM)

ROLL-OFF TRAILERS

2001 ESP Roll-off trailer: Two (2) container 
roll-off trailer good brakes, tires, frame. etc. 
KLM Companies 617-909-9044  (PBM)

SEPTIC TANK FORMS

Very Good - Used - SEPTIC TANK FORMS 
- Approved for Tennessee & other states. 
Details - Prices - Pictures - Email tankco@
charter.net or call 931-261-2331. TN  (P06)

SEPTIC TRUCKS

 
 
 
 
 
 

2011 Kenworth T800, Cummins ISX 
485, 18-speed, Transway-built 4,000-gal-
lon waste, 200-gallon freshwater with 10 
gpm 3,000 psi jetter. Full hoist, vibrator 

and rear-open door. Transway 1200 pump. 
167,500 miles, 14,500 hours. Asking 

$100,000. 802-658-6243. dispatch@
pandpseptic.com. VT (P06)

 
 
 
 
 
 

2014 International Maxxforce MF 
DT466, 7.6L engine. 2,300-gal Lely  

Tank built in 2019. 240k miles. Truck has 
jetter. Great truck, no issues.  

For more information call Robbie @  
334-504-3601. AL (P06)

 
 
 
 
 
 

2007 Sterling, 3,000-gallon tank. 
450hp Mercedes, 10-speed. Full lockers, 

Tuff Track suspension. 340,000 miles, 
Masport pump. Truck runs and pumps 
great. $47,500. Call 828-361-3390. 

NC (P06)

 
 
 
 
 
 

1993 Mack, 400 HP, 353k miles, 8LL 
transmission, 18 front, 20k lift axle, 44 

rears, Camelback suspension, full lockers, 
double frame, newer 4,200-gal tank 

and Jurop R260 vac pump. Clean truck, 
$29,000. Call Hull's Truck Bodies, 

LLC. at 740-820-5338. Financing and 
delivery options available. OH (P06)

 
 
 
 
 
 

1997 Freightliner FL60, tank - 150 
water/500 waste. Fernando 905-505-
5611, fernando@ampot.com. (P06)

 
 
 
 
 
 

2003 International 7400, 250,000 
miles, Masport 400, 3,500 steel tank. 

$38,000 OBO. 866-720-4999. (P06)

 
 
 
 
 
 

1996 Kenworth T800, 620,000 miles, 
3,500-gallon steel tank, NVE 360 pump. 

866-720-4999. (P06)

 
 
 
 
 
 

2006 Intl 4300. under CDL w/ air 
brakes, 1,500/400-gal, DT466 Auto - 

$25,900 OBO. 2002 Ford F550, 600/300-
gal, Honda w/ Conde pump - $10,000 
OBO. Call Joe at 859-391-7880. KY 

(P06)

 
 
 
 
 
 

2016 Freightliner for sale with 
a 3,600-gallon aluminum tank and 

aluminum skirting. Truck was maintained 
well and is in good shape. 146,000 miles, 

has new tires , was recently serviced 
and the brakes were recently changed. 
Asking price $105,000. Please email 
drescue02@aol.com or call or text 

516-924-9900. NY (P06)

 
 
 
 
 
 

2003 International DT430. 246,234 
miles. Unsure on tank sizes. I am guess-
ing 600 trash tank and two 300-gallon 
fresh water. Power washer works but 

missing wand. Has rack on back for haul-
ing porta potties. Has big vacuum pump 
that pulls strong. Comes with twenty feet 

on 2” line with shut off valve for clean 
porta potties out. Four tires are in good 
condition two need replaced. I have two 
really good used tires I will send with it. 
It is an older trick with dents and dings. 

Asking $24,000. 405-227-1380.  
OK (P06)

 
 
 
 
 
 

1996 Mack truck, model RD688S, 
350hp with Maxi torque T2180, 18-speed 

transmission. 4,000-gallon tank with 
6" inlet and 6" outlet. Has hydraulic lift 
door and tank lift. 2007 Hibon VTB-820 
pump. Truck is currently being used and 
has no problems. $32,000 OBO. Head's 

Plumbing Sales & Service, Inc.  
(Atlanta, GA) 404-696-3175 or  

404-857-6103. (P06)

2000 Volvo waste vacuum truck, w/ Cum-
mins N14. Runs good with 720k miles + 
many newer parts on vacuum system, 
but main waste tank is rusted out. Asking 
$20,000 as is, no warranties. Located in 
Williams, AZ. 928-635-5359.  (P06) 

 
 
 
 
 
 

2020 International HV607, aluminum 
4,000-gallon Imperial tank, Challenger 

4307 blower, heated collars. Only 59,000 
miles. 5-year/150k transferable extended 

warranty. WWETT Show truck. No FET. 
$135,000. 443-235-5979. (P06)

2004 Freightliner Cascadia, 4,000-gal tank, 
8 hoses, 30ft, 840,xxx miles, C-15 motor. 
$40,000 OBO. Call/text Cody at 727-465-
8026. FL  (P08) 
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Pumper Classifieds Work! 

 
 
 
 
 
 
Selling my 2007 Sterling, never seen a 
winter solid rust free, 134,000 miles, Mer-
cedes diesel and a 10-speed Eaton Fuller, 

brand new tires all around, brand new 
500 c.f.m. Fruitland air-cooled vac pump, 
hydrolic drive, 3,150-gallon Cusco tank on 
a hoist with full opening rear hatch, runs 
and drives like new. Upgrading. Serious 
only please. $67,500. Call 608-558-
0870. Thanks for looking. WI (P06)

 
 
 
 
 
 2016 International 4400, tandem axle, 
Allison automatic, new 4,000-gallon steel 

tank, new Masport Hydra Plug & Play 
pump, 219,000 miles. Call for price. 

Call Alan 786-908-5436. (P06)

 
 
 
 
 
 2011 Kenworth T300, automatic trans-
mission, new 2,500-gallon steel tank, new 

Moro pump, 153,000 miles. $69,000. 
Call Alan 786-908-5436. (P06)

 
 
 
 
 
 Brand New Mack MD6. 26k gvwr. 
New pump. New PTO. New 2,100-gallon 
aluminum tank. Allison auto trans. Logan 

501-388-9464. Ray 501-388-9565.  
Central Arkansas. Shipping and 

financing available. (P06)

2006 Peterbilt 335, 325 hp, 60k miles, re-
built Cummins engine by Cummins, diesel, 
10-speed rebuilt EF, 60k GVW 20/20/20, 
4,000-gal Transway steel tank, 100-gal 
fresh water tank. 400cfm Masport pump. 
$65,000. 203-746-3900. For photos, text 
Rich at 203-948-8139.  (P06) 

 
 
 
 
 ***PRICE REDUCED*** 2012 Interna-

tional 4300, Allison auto-trans, super 
clean and ready to work!! NO DEF fluid NO 
DPF filter so the truck has GREAT POWER 
and MPGs. It also greatly reduced main-
tenance and operational costs without 
these components. 3,200-gal vacuum 

tank makes big jobs easy with 32" clean 
out hatch, Masport rebuilt 400CFM liquid 
cooled pump, good tires, very clean and 
comfortable interior w/ air-ride/lumbar 
driver. Recently replaced: Muncie soft 

start PTO & drive shaft, air compressor, 
fuel pump, batteries, brakes, steer and 
drive tires and more. Can provide shop 

records. Only 189k miles. $42,960 OBO 
for a quick sale. It won't be on the 
market long! Call Today 803-718-

4727. SC (P06)

 
 
 
 
 
 2016 International 4300, Cummins 

engine, automatic, 190,000 miles,  new 
2,500-gallon tank, new Moro pump. 

$75,000. Call Alan  
786-908-5436. (P06)

 
 
 
 
 2006 Chevy Pump Truck, NEW ENGINE 

and CLUTCH, 2,300-gallon waste tank 
with jetter. This truck had a new engine 

installed and only 3,000 miles have been 
put on it. New clutch too. Runs great. 

Good tires. $33,500. Andrew Bloom 
561-302-7195 or  

andrew@raiderrooter.com. FL (P07)

2001 Freightliner C-120 cab & chassis with 
a 2006 Presvac 3,200 U.S. gallon, C/S, 
dump type unit with a Presvac PV750 pump. 
(Stock #0480C). 
www.vacuumsalesinc.com 
(888)VAC-UNIT (822-8648).  (PBM)

Stainless steel 2010 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)

1997 Peterbilt 378 cab & chassis with a 
Presvac 3,000 U.S. gallon, C/S, vacuum tank 
& Masport HXL15WV water cooled pump. 
(Stock #6625C).  
www.vacuumsalesinc.com 
(888)VAC-UNIT (822-8648).  (PBM)

 
 
 
2013 Freightliner Cascadia, Cummins 
ISX 450 hp, automatic, 487k miles, NEW 
3,500-gallon vacuum tank, interior tank 
lined and coated, NEW Masport vacuum 

pump, aluminum hose trays, 36-inch 
rear manway. $70,000. Phoenix Truck 
Center - Atlanta, GA 404-844-8968. 

(PBM)

 
 

1991 GMC Kodiak, 2,300-gallon tank, 
427 with 5/2-speed, air brakes, Moro 

M10 pump, recent tune-up, recent 
pump rebuild. 155,000 miles. $17,500. 

Call Kelly 608-835-7767. (PBM)

 
 
 

Used 2015 International 4300 with 
NEW 2500-gallon steel vacuum tank, alu-
minum trays, NVE 607 Challenger pump, 
Allison automatic transmission. $79,807. 

Stock# 97988. 800-558-2945,  
imperialind.com,  

salesinfo@imperialind.com. (PBM)

 
 

2012 Mack GU713 Granite, MP8, 
18-spd, 340,578 miles, original heavy 
spec truck, 82,000lb. gvw, 18,000lb. 
front axle/44,000lb. camelback rears 

suspension/third axle, jake brake, 
4,650-gallon vacuum tank, Masport 
pump, excellent mechanically, truck 

serviced and DOT inspected. $75,500. 
404-844-8968. (PBM)

 

Pre-owned 1984 Mack R686ST cab and 
chassis with a 3,000 U.S. gallon, carbon steel, 
vacuum tank unit. (Stock # 6115C).   
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648)    (PBM)

 
 

2014 International 4300, under CDL, 
DT466 diesel, auto., 1,800-gallon steel 

tank and Masport pump. Call JR @ 
720-253-8014, CO. (PBM)

 

1995 Mack CH612 cab & chassis with a 
Presvac 2,300 U.S. gallon, C/S, vacuum tank 
and a Wittig RFL100 vacuum pump (coming 
in August). (Stock # 6224V). 
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648)    (PBM)

Pre-owned 2000 Mack RD686S cab & chas-
sis with a 4,000 U.S. gallon, carbon steel, 
vacuum tank unit. (Stock #0514CV)  
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648)    (PBM)

Vacant manufacturing facility, 51,000 
square feet with high capacity well, with or 
without pretreatment sewage facility. 2000 
Freightliner with 4,100-gallon aluminum 
tank. 1991 GMC with 2,300-gallon tank. 
1979 Articulate John Deere tractor (50 
series engine) and 3,300-gallon Balzer tank 
with injectors. Call 920-290-6452.  (PBM)

New 4,000 U.S. gallon, aluminum, vacuum-
pressure tank mounted on a 2022 Peterbilt 
348 cab & chassis with NVE Challenger 887 
fan cooled vacuum pump. (Stock #13942). 
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648)    (PBM)Sell your equipment on the web! 

www.pumper.com/classifieds/place_ad

P L A C E  Y O U R  A D  O N L I N E  AT  W W W. P U M P E R . C O M  –  I T ’ S  A L W AY 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



www.pumper.com | Since 1979 | June 2021      77

New Imperial 1,300 U.S. gallon, portable 
toilet service unit mounted on a 2020 Ford 
F550 cab and chassis with a Masport HXL4 
pump package. (Stock #13961).  
(888)VAC-UNIT (822-8648)  
www.vsirentalsllc.com. (PBM)

New Imperial 980 U.S. gallon, portable toilet 
service unit mounted on a 2020 Ford F550 
cab and chassis with a Masport HXL4 pump 
package. (Stock #13931)  
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)

 

2011 Ford F450, diesel, auto, 2-wheel 
drive, steel vac tank, 500 waste/250 
water, Conde SD pump. Call JR @ 

720-253-8014, CO. (PBM)

PUMPS

Buy & Sell all makes and models, new 
& used vacuum pumps, blowers, high-
pressure water pumps, new and good used 
replacement parts. Buy discounted pumps 
online 24/7. Call us for a current inventory 
list. www.VacuumSalesInc.com,  
(888) VAC-UNIT (822-8648).  (PBM)

RENTAL EQUIPMENT

2022 Polar 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 
hydraulic or self-contained. KLM Rentals 
Inc. 617-909-9044.  (PBM) 

Liquid vacs, wet/dry industrial vacs, combi-
nation jetter/vacs, vacuum street sweeper & 
catch basin cleaner, truck & trailer mounted 
jetters. All available for daily, weekly, 
monthly, and yearly rentals. VSI Rentals, 
LLC, (888)VAC-UNIT (822-8648) www.
vsirentalsllc.com. (PBM)

ROLL-OFF TRAILERS

2001 ESP Roll-off trailer: Two (2) container 
roll-off trailer good brakes, tires, frame. etc. 
KLM Companies 617-909-9044  (PBM)

SEPTIC TANK FORMS

Very Good - Used - SEPTIC TANK FORMS 
- Approved for Tennessee & other states. 
Details - Prices - Pictures - Email tankco@
charter.net or call 931-261-2331. TN  (P06)

SEPTIC TRUCKS

 
 
 
 
 
 

2011 Kenworth T800, Cummins ISX 
485, 18-speed, Transway-built 4,000-gal-
lon waste, 200-gallon freshwater with 10 
gpm 3,000 psi jetter. Full hoist, vibrator 

and rear-open door. Transway 1200 pump. 
167,500 miles, 14,500 hours. Asking 

$100,000. 802-658-6243. dispatch@
pandpseptic.com. VT (P06)

 
 
 
 
 
 

2014 International Maxxforce MF 
DT466, 7.6L engine. 2,300-gal Lely  

Tank built in 2019. 240k miles. Truck has 
jetter. Great truck, no issues.  

For more information call Robbie @  
334-504-3601. AL (P06)

 
 
 
 
 
 

2007 Sterling, 3,000-gallon tank. 
450hp Mercedes, 10-speed. Full lockers, 

Tuff Track suspension. 340,000 miles, 
Masport pump. Truck runs and pumps 
great. $47,500. Call 828-361-3390. 

NC (P06)

 
 
 
 
 
 

1993 Mack, 400 HP, 353k miles, 8LL 
transmission, 18 front, 20k lift axle, 44 

rears, Camelback suspension, full lockers, 
double frame, newer 4,200-gal tank 

and Jurop R260 vac pump. Clean truck, 
$29,000. Call Hull's Truck Bodies, 

LLC. at 740-820-5338. Financing and 
delivery options available. OH (P06)

 
 
 
 
 
 

1997 Freightliner FL60, tank - 150 
water/500 waste. Fernando 905-505-
5611, fernando@ampot.com. (P06)

 
 
 
 
 
 

2003 International 7400, 250,000 
miles, Masport 400, 3,500 steel tank. 

$38,000 OBO. 866-720-4999. (P06)

 
 
 
 
 
 

1996 Kenworth T800, 620,000 miles, 
3,500-gallon steel tank, NVE 360 pump. 

866-720-4999. (P06)

 
 
 
 
 
 

2006 Intl 4300. under CDL w/ air 
brakes, 1,500/400-gal, DT466 Auto - 

$25,900 OBO. 2002 Ford F550, 600/300-
gal, Honda w/ Conde pump - $10,000 
OBO. Call Joe at 859-391-7880. KY 

(P06)

 
 
 
 
 
 

2016 Freightliner for sale with 
a 3,600-gallon aluminum tank and 

aluminum skirting. Truck was maintained 
well and is in good shape. 146,000 miles, 

has new tires , was recently serviced 
and the brakes were recently changed. 
Asking price $105,000. Please email 
drescue02@aol.com or call or text 

516-924-9900. NY (P06)

 
 
 
 
 
 

2003 International DT430. 246,234 
miles. Unsure on tank sizes. I am guess-
ing 600 trash tank and two 300-gallon 
fresh water. Power washer works but 

missing wand. Has rack on back for haul-
ing porta potties. Has big vacuum pump 
that pulls strong. Comes with twenty feet 

on 2” line with shut off valve for clean 
porta potties out. Four tires are in good 
condition two need replaced. I have two 
really good used tires I will send with it. 
It is an older trick with dents and dings. 

Asking $24,000. 405-227-1380.  
OK (P06)

 
 
 
 
 
 

1996 Mack truck, model RD688S, 
350hp with Maxi torque T2180, 18-speed 

transmission. 4,000-gallon tank with 
6" inlet and 6" outlet. Has hydraulic lift 
door and tank lift. 2007 Hibon VTB-820 
pump. Truck is currently being used and 
has no problems. $32,000 OBO. Head's 

Plumbing Sales & Service, Inc.  
(Atlanta, GA) 404-696-3175 or  

404-857-6103. (P06)

2000 Volvo waste vacuum truck, w/ Cum-
mins N14. Runs good with 720k miles + 
many newer parts on vacuum system, 
but main waste tank is rusted out. Asking 
$20,000 as is, no warranties. Located in 
Williams, AZ. 928-635-5359.  (P06) 

 
 
 
 
 
 

2020 International HV607, aluminum 
4,000-gallon Imperial tank, Challenger 

4307 blower, heated collars. Only 59,000 
miles. 5-year/150k transferable extended 

warranty. WWETT Show truck. No FET. 
$135,000. 443-235-5979. (P06)

2004 Freightliner Cascadia, 4,000-gal tank, 
8 hoses, 30ft, 840,xxx miles, C-15 motor. 
$40,000 OBO. Call/text Cody at 727-465-
8026. FL  (P08) 
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Pumper Classifieds Work! 

 
 
 
 
 
 
Selling my 2007 Sterling, never seen a 
winter solid rust free, 134,000 miles, Mer-
cedes diesel and a 10-speed Eaton Fuller, 

brand new tires all around, brand new 
500 c.f.m. Fruitland air-cooled vac pump, 
hydrolic drive, 3,150-gallon Cusco tank on 
a hoist with full opening rear hatch, runs 
and drives like new. Upgrading. Serious 
only please. $67,500. Call 608-558-
0870. Thanks for looking. WI (P06)

 
 
 
 
 
 2016 International 4400, tandem axle, 
Allison automatic, new 4,000-gallon steel 

tank, new Masport Hydra Plug & Play 
pump, 219,000 miles. Call for price. 

Call Alan 786-908-5436. (P06)

 
 
 
 
 
 2011 Kenworth T300, automatic trans-
mission, new 2,500-gallon steel tank, new 

Moro pump, 153,000 miles. $69,000. 
Call Alan 786-908-5436. (P06)

 
 
 
 
 
 Brand New Mack MD6. 26k gvwr. 
New pump. New PTO. New 2,100-gallon 
aluminum tank. Allison auto trans. Logan 

501-388-9464. Ray 501-388-9565.  
Central Arkansas. Shipping and 

financing available. (P06)

2006 Peterbilt 335, 325 hp, 60k miles, re-
built Cummins engine by Cummins, diesel, 
10-speed rebuilt EF, 60k GVW 20/20/20, 
4,000-gal Transway steel tank, 100-gal 
fresh water tank. 400cfm Masport pump. 
$65,000. 203-746-3900. For photos, text 
Rich at 203-948-8139.  (P06) 

 
 
 
 
 ***PRICE REDUCED*** 2012 Interna-

tional 4300, Allison auto-trans, super 
clean and ready to work!! NO DEF fluid NO 
DPF filter so the truck has GREAT POWER 
and MPGs. It also greatly reduced main-
tenance and operational costs without 
these components. 3,200-gal vacuum 

tank makes big jobs easy with 32" clean 
out hatch, Masport rebuilt 400CFM liquid 
cooled pump, good tires, very clean and 
comfortable interior w/ air-ride/lumbar 
driver. Recently replaced: Muncie soft 

start PTO & drive shaft, air compressor, 
fuel pump, batteries, brakes, steer and 
drive tires and more. Can provide shop 

records. Only 189k miles. $42,960 OBO 
for a quick sale. It won't be on the 
market long! Call Today 803-718-

4727. SC (P06)

 
 
 
 
 
 2016 International 4300, Cummins 

engine, automatic, 190,000 miles,  new 
2,500-gallon tank, new Moro pump. 

$75,000. Call Alan  
786-908-5436. (P06)

 
 
 
 
 2006 Chevy Pump Truck, NEW ENGINE 

and CLUTCH, 2,300-gallon waste tank 
with jetter. This truck had a new engine 

installed and only 3,000 miles have been 
put on it. New clutch too. Runs great. 

Good tires. $33,500. Andrew Bloom 
561-302-7195 or  

andrew@raiderrooter.com. FL (P07)

2001 Freightliner C-120 cab & chassis with 
a 2006 Presvac 3,200 U.S. gallon, C/S, 
dump type unit with a Presvac PV750 pump. 
(Stock #0480C). 
www.vacuumsalesinc.com 
(888)VAC-UNIT (822-8648).  (PBM)

Stainless steel 2010 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)

1997 Peterbilt 378 cab & chassis with a 
Presvac 3,000 U.S. gallon, C/S, vacuum tank 
& Masport HXL15WV water cooled pump. 
(Stock #6625C).  
www.vacuumsalesinc.com 
(888)VAC-UNIT (822-8648).  (PBM)

 
 
 
2013 Freightliner Cascadia, Cummins 
ISX 450 hp, automatic, 487k miles, NEW 
3,500-gallon vacuum tank, interior tank 
lined and coated, NEW Masport vacuum 

pump, aluminum hose trays, 36-inch 
rear manway. $70,000. Phoenix Truck 
Center - Atlanta, GA 404-844-8968. 

(PBM)

 
 

1991 GMC Kodiak, 2,300-gallon tank, 
427 with 5/2-speed, air brakes, Moro 

M10 pump, recent tune-up, recent 
pump rebuild. 155,000 miles. $17,500. 

Call Kelly 608-835-7767. (PBM)

 
 
 

Used 2015 International 4300 with 
NEW 2500-gallon steel vacuum tank, alu-
minum trays, NVE 607 Challenger pump, 
Allison automatic transmission. $79,807. 

Stock# 97988. 800-558-2945,  
imperialind.com,  

salesinfo@imperialind.com. (PBM)

 
 

2012 Mack GU713 Granite, MP8, 
18-spd, 340,578 miles, original heavy 
spec truck, 82,000lb. gvw, 18,000lb. 
front axle/44,000lb. camelback rears 

suspension/third axle, jake brake, 
4,650-gallon vacuum tank, Masport 
pump, excellent mechanically, truck 

serviced and DOT inspected. $75,500. 
404-844-8968. (PBM)

 

Pre-owned 1984 Mack R686ST cab and 
chassis with a 3,000 U.S. gallon, carbon steel, 
vacuum tank unit. (Stock # 6115C).   
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648)    (PBM)

 
 

2014 International 4300, under CDL, 
DT466 diesel, auto., 1,800-gallon steel 

tank and Masport pump. Call JR @ 
720-253-8014, CO. (PBM)

 

1995 Mack CH612 cab & chassis with a 
Presvac 2,300 U.S. gallon, C/S, vacuum tank 
and a Wittig RFL100 vacuum pump (coming 
in August). (Stock # 6224V). 
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648)    (PBM)

Pre-owned 2000 Mack RD686S cab & chas-
sis with a 4,000 U.S. gallon, carbon steel, 
vacuum tank unit. (Stock #0514CV)  
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648)    (PBM)

Vacant manufacturing facility, 51,000 
square feet with high capacity well, with or 
without pretreatment sewage facility. 2000 
Freightliner with 4,100-gallon aluminum 
tank. 1991 GMC with 2,300-gallon tank. 
1979 Articulate John Deere tractor (50 
series engine) and 3,300-gallon Balzer tank 
with injectors. Call 920-290-6452.  (PBM)

New 4,000 U.S. gallon, aluminum, vacuum-
pressure tank mounted on a 2022 Peterbilt 
348 cab & chassis with NVE Challenger 887 
fan cooled vacuum pump. (Stock #13942). 
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648)    (PBM)Sell your equipment on the web! 

www.pumper.com/classifieds/place_ad
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SERVICE AND REPAIR

Dynamic Repairs - Inspection Camera Re-
pairs: 48-hr. 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, 
New Jersey.  www.dynamicrepairs.biz (PBM)

SLIDE IN UNITS

 
 

NEW aluminum slide-in tanks. 2 
available. 450-gallon (300/150), Honda 

motors, Masport pumps. 
Call JR @ 720-253-8014 or  

Mike @ 303-478-4796, CO. (PBM)
 

TANKS

 
 

Any size tank can be custom built. 
Slide-in tanks in all sizes. Plug and Play 
vacuum pumps are also available.  Call 

Rodney Lane 270-832-3793 for 
pricing. (PBM)

 

 
 

Used VAC Tanks. 4,200-gallon - 
$9,900. Gasco Triplex 3364-AL - $750. 

269-751-5167. (PBM)
 

 
 

NEW, custom aluminum and steel 
tanks & trailers manufactured. Avail-

able in stock - 6,300-gallon trailer, 
5,000 & 2,800-gallon tanks. Installation 
on your chassis available. CHECK OUT 

OUR INVENTORY SPECS @  
americantankandtrailer.com or  
call 479-616-7822. AR (P06)

 

 
 

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-gallon fresh) aluminum 

slide-ins. In stock, ready to ship. New 
and used CDL and non-CDL trucks 

available. 
Call JR @ 720-253-8014 or  

Mike @ 303-478-4796. (PBM)
 

 
 
Tanks in stock, ready to ship out or let 

us install it for you. Restroom, septic, 
grease in stock with mounting kits. 

Call 888-6VACTANK today! (PBM)
 

 
 

Frac Tanks from Geneva Equipment. 
Financing available! Delivered to your 

door! Perfect for: Portable sanitation stor-
age; Dewatering; Wastewater storage 

and treatment; Hydroexcavation; Storm-
water runoff. Geneva has over 1,000+ 
frac tanks available, epoxy linedand 

EPA compliant. Call 855-202-7872 or 
sales@genevaequipment.com www.

genevaequipment.com (PBM)
 

TANK TRAILER

 
 

I have a home built septic pump-
ing trailer. It is mounted on an old 

army trailer, has been modified with a 
gooseneck hitch. Have also converted 
breaks from air to electric. Powered by 
Masport pump and a Honda GX 390. 
With its current design, I pull it with a 
three-quarter ton truck. Has 2 heavy 

duty jacks on both corners. Comes with 
full spare and rim. Please text  

402-239-0120. NE (P06)
 

 
 

2018 9,000-gallon tandem 93,000 
GVWR transport (aluminum tank 

insulated stainless steel wrapped) 6” 
discharge. 401-437-8942. (P06)

 

TOOLS

T&T Tools: Probes, Hooks. Probes feature 
steel shafts with threaded and hardened 
tips. The insulated Mighty Probe™ tested to 
50,000 volts. Top Poppers™ open manhole 
covers easily. Free catalog. www.TandT-
tools.com. Phone 800-521-6893.  (PBM)

Crust Busters - Portable, lightweight ma-
chine guaranteed to mix up septic tanks and 
grease traps! Save time and money! www.
crustbusters.com, 1-888-878-2296.  (PBM)

TOYS

Septic pumper and vacuum die-cast toy 
trucks in your choice of colors and logos. 
Several cabs available. Call 877-450-2100, 
write to Granite State Collectibles, PO Box 
440, New Ipswich, NH 03071; or www.
granitestatecollectibles.com.  (PBM)

TRAILERS-VACUUM/TANKER

 
 

In stock, 6000- and 6300-gallon 
aluminum single-compartment Imperial 

vacuum trailers. Call Cory  
800-558-2945 Ext. 426 (PBM)

 

TRUCKS (DUMP, SEPTIC, MISC.)

 
 

1987 Freightliner FL120, 2,800-gal 
tank, Masport 75XL water-cooled 

vacuum pump, Eaton Fuller 13-spd 
Road Ranger trans, Cat 3406B. Asking 

$25,000 OBO. Contact Dan at  
pds@pdseptic.com or 360-460-3907. 

WA (P06)

2016 RAM 4x4 pumper truck. 131k mi, 
needs DPF filter. Alum tank 1,250, Masport. 
Asking $56,000. 218-391-8882 in Northern, 
MN.  (P06)

 
 

Andy Gump has too many trucks! 
We have all kinds of trucks available - 

pumping trucks, flat beds, combo trucks, 
etc! All diesel fleet. We need to get these 

moved - so don't be scared to make 
an offer! Contact us at marketing@
andygump.com or 661-510-2261. 

CA (P06)

 
 

2013 International, 52,000 GVW, 270 
HP, only 77,000 miles, equipped with 

NEW hydraulic set bed, 12,000 lb  
capacity. $64,000. Call Dewayne  

256-338-4985. (PBM)

VACUUM EQUIPMENT

 
 

4,000-gal roll-off tank, Moro pump. 
$12,000. Fernando 905-505-5611 

fernando@ampot.com. (P06)

VACUUM LOADERS

 
 

2017 Guzzler Classic Kenworth 
Chassis - 19,400 miles, 4,875 hours 

- $225,000. 2013 Guzzler Classic Inter-
national Chassis - 43,500 miles, 6,945 

hours - $180,000. 440-813-0025.  
OH (P07)

P L A C E  Y O U R  A D  O N L I N E  AT  W W W. P U M P E R . C O M  –  I T ’ S  A L W AY 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 Pumper Classifieds Work! 

2003 SuperSucker vacuum loader, 27' 
blower with spare blower for the truck. 400 
HP with Fuller 14708LL trans, 44k rears 20k 
front. Very clean and runs excellent. KLM 
Companies 617-909-9044.  (PBM)

Pre-owned 2008 International 7600, with a 
Guzzler Ace XXS4118TS Wet/Dry Industrial 
Vacuum Loader, 18-yard debris body, dump 
type, carbon steel vacuum tank. (Stock 
#4401C).  
www.VacuumSalesInc.com, 
888) VAC-UNIT (822-8648). (PBM) 

2000 Guzzler Ace International chassis with 
CAT engine. Great running truck and blower. 
Tank body was recently replaced brand new 
from Guzzler. KLM Companies 617-909-
9044.  (PBM)

VACALL ALLVAC AVRB, 18-yard debris body 
mounted on a 2014 Freightliner 114SD cab 
and chassis. (Stock #033R).  
www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648).  (PBM)

2015 Freightliner 114SD cab & chassis with 
a VACALL AVRB-18 industrial vacuum loader. 
(Available for rent or purchase). (Stock # 
039R). www.vacuumsalesinc.com  
(888)VAC-UNIT (822-8648).  (PBM)

WANTED

HIRING: Sales/Marketing Associate. Experi-
ence required. Benefits: 401k with match, 
Health, Dental, Vision, PTO. www.LCMOHIO.
com. Bring your experience to our growing 
team!  (P06) 

A private investor has retained us to identify 
companies that operate portable sanitation 
businesses. We are seeking companies 
throughout the United States with solid 
earnings. Our client is paying all our fees 
and expenses, so there is no cost or obliga-
tion to talk with us, and anything we discuss 
will be confidential. We will follow any steps 
you require to assure you that your privacy 
and confidentiality are protected. Chapman 
Associates has represented buyers and 
sellers of mid-sized businesses since 1954. 
During that time, we have arranged over 
2,200 middle-market transactions worth 
over $6 billion. Now is an excellent time to 
sell as prices and buyer demand remains 
high. Please contact Mark at 407-580-5317 
or mark@chapman-usa.com.  (P06)

WATERBLASTING

2014 NLB 10-145, Cat 4.4 Diesel engine, 
1,076 hours. $40,000. 440-813-0025. OH   
 (P07)

DEDICATED 
TO THE LIQUID  

WASTE INDUSTRY.
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For 
More 

Information 
Contact 

Thom Calvin
(763) 398-7564

thomasc@arnorthamerica.com

Randy Rowan
(763) 398-2008 Ext:296
randyr@arnorthamerica.com

:

24.0 90.8 1800 124

21.0 85.0 3000 200

17.0 64.4 3000 200

14.0 53.0 4350 300

12.0 45.4 4350 300

8.0 30.3 7250 500

8.0 30.3 4350 300

SERVICE AND REPAIR

Dynamic Repairs - Inspection Camera Re-
pairs: 48-hr. 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, 
New Jersey.  www.dynamicrepairs.biz (PBM)

SLIDE IN UNITS

 
 

NEW aluminum slide-in tanks. 2 
available. 450-gallon (300/150), Honda 

motors, Masport pumps. 
Call JR @ 720-253-8014 or  

Mike @ 303-478-4796, CO. (PBM)
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us install it for you. Restroom, septic, 
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440, New Ipswich, NH 03071; or www.
granitestatecollectibles.com.  (PBM)
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aluminum single-compartment Imperial 

vacuum trailers. Call Cory  
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1987 Freightliner FL120, 2,800-gal 
tank, Masport 75XL water-cooled 

vacuum pump, Eaton Fuller 13-spd 
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$25,000 OBO. Contact Dan at  
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needs DPF filter. Alum tank 1,250, Masport. 
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an offer! Contact us at marketing@
andygump.com or 661-510-2261. 

CA (P06)

 
 

2013 International, 52,000 GVW, 270 
HP, only 77,000 miles, equipped with 

NEW hydraulic set bed, 12,000 lb  
capacity. $64,000. Call Dewayne  
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4,000-gal roll-off tank, Moro pump. 
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front. Very clean and runs excellent. KLM 
Companies 617-909-9044.  (PBM)
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Guzzler Ace XXS4118TS Wet/Dry Industrial 
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type, carbon steel vacuum tank. (Stock 
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www.VacuumSalesInc.com, 
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2000 Guzzler Ace International chassis with 
CAT engine. Great running truck and blower. 
Tank body was recently replaced brand new 
from Guzzler. KLM Companies 617-909-
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mounted on a 2014 Freightliner 114SD cab 
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2015 Freightliner 114SD cab & chassis with 
a VACALL AVRB-18 industrial vacuum loader. 
(Available for rent or purchase). (Stock # 
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(888)VAC-UNIT (822-8648).  (PBM)
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ence required. Benefits: 401k with match, 
Health, Dental, Vision, PTO. www.LCMOHIO.
com. Bring your experience to our growing 
team!  (P06) 

A private investor has retained us to identify 
companies that operate portable sanitation 
businesses. We are seeking companies 
throughout the United States with solid 
earnings. Our client is paying all our fees 
and expenses, so there is no cost or obliga-
tion to talk with us, and anything we discuss 
will be confidential. We will follow any steps 
you require to assure you that your privacy 
and confidentiality are protected. Chapman 
Associates has represented buyers and 
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During that time, we have arranged over 
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Marketplace Advertising

FOR SALE
2013  INTERNATIONAL

256-338-4985

Call Dewayne

www.shaddix.us

52,000 GVW, 270 HP Truck;
Only 77,000 miles

Equipped with  
NEW Hydraulic Set Bed

12,000# Capacity
$64,000

800.556.0111
surco.com

Powerfully-effective  
odor control liquid  

portable toilet deodorant!
Non-Formaldehyde • Deep Blue Non-Staining Dye

Portable Toilet Deodorant

Surco

BOOTH
3000

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

866-933-2653
www.weqfair.com

Brought to you by:

Marketplace AdvertisingMarketplace Advertising

800.362.0240

O
NL

Y $3,195

www.mtechcompany.com

The Best Package On The 
Market Includes:

Add a Blower with 15’ of duct for only $350!
Add a 5 Minute Escape Respirator for only $500!

CONFINED 
SPACE 
ENTRY 

PACKAGE 
SM

SM

 (3 Year Sensor Warranty)
• 4-Gas Air Monitor 

• 7’ Tripod

• Work Winch

• Full Body Harness

• 3-Way Fall Protection 

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

51T 
Trailer Jetter

20 GPM @ 4000 PSI
76 HP Kohler EFI

FREE  
Shipping/Delivery

FREE  
Reaper Nozzle 

866-944-3569

FREE

facebook.com/PumperMag

twitter.com/PumperMag

youtube.com/PumperMagazine

linkedin.com/company/pumper-magazine

Socially 
Accepted

http://www.easykleen.com
http://www.lenzyme.com
http://www.hotjetusa.com
http://www.easykleen.com
http://www.surco.com
http://www.mightyprobe.com
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Wilson, North Carolina
252-206-1641
www.integrity-tank.com

CONTACT CHAD DAVIS for QUOTES at 252-450-9168
 Integrity Tank where quality and service exceed expectations 

Backed by more than 85 years of combined experience in custom tank building

Custom builds include:                                                
• Septic/ Grease/ Industrial Waste
• 200 - 6000 Gallons
• Portable Restroom Service Trucks
• Aluminum/Steel/Stainless

Additional Services:
•  Vacuum pump repairs,  
conversions, and refurbs
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ONE TOOL ONE TOOL 
DOES IT ALLDOES IT ALL

The Power Booster® Cuts Through Solids in Any Tank. 
No Back Flushing, No Extra Equipment!

It Cleans While You Pump

BOOST Your Performance with a Power Booster TODAY!

The Power Booster® provides limitless vertical lift, faster  
loading times, leaves a much cleaner tank than Competitor, 

keeps pumps cooler, cuts maintenance costs,  
decreases pump wear and tear, and reduces  

the potential for back injuries.  
No more burping the hose, let the  

Power Booster® do the work for you.

It  cuts time off your daily operations  
leaving more time to generate more revenue.

Authorized 
Masport DealerAvailable  

Internationally
PressureLift.com

972-355-0550  
866-504-6596

Available Available 
In: In: 2" - 6"2" - 6"

Custom Sizes Available

WITH THE MOST VERSATILE 
TOOL IN THE INDUSTRY,  
THE POWER BOOSTER®

PATENTED

Go For  
Deeper Depths

Authorized  
Stocking Dealer 

Pressure Lift Corporation’s

®

http://SuperiorSignal.com/Pumper
http://americanjetter.com
http://www.surco.com
http://PressureLift.com
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Established 1972Established 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
> Load Deep Pulls  

And/Or  
Long Distances  

With Ease

> Continuous  
Duty Performance  

At Maximum Vacuum

> Oil Free Blower  
Exhaust Air

> Rapid Tank Evacuation  
And Extremely Short  

Recovery Times

> Blower Options:  
Robuschi, Hibon,  
National Vacuum  

& Jurop

> CFM Range:  
500 – 1650 CFM

> No Loss  
Of Payload  
Capacity

> Hydraulic/Belt/ 
Gearbox  
Drive Via  

Chassis PTO

> With The Many  
Options We Provide,  
We Create A Unique  

Solution Tailored  
To Your Requirements

www.presvac.com



