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The most intelligent operating 
system in the industry.


EXPERTISE


TECHNOLOGY


RESPONSIBILITY


969 Hall Park Drive   •   Green Cove Springs, FL 32043   •   Tel: 904-284-4200   •   Fax: 904-284-3305   •   vns@vac-con.com


Vac-Con is a subsidiary of Holden Industries, Inc., a 100% employee-owned company. 


What makes the Omnibus Control System the most intelligent operating system 


in the industry? Because one simple control operates ALL the vacuum and water 


system functions of the Vac-Con Combination Sewer Cleaner. This coordination of 


systems allows you to use only as much power as is needed, saving time and fuel 


expended on the job.


The Omnibus Control System is precise, economical, and expandable. Not to 


mention it’s backed by a worldwide network of trained distributors. 


Omnibus is what happens when you blend the power of experience with the 


power of technology. For more information visit 


Knowledge is power
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www.vac-con.com/omnibus.html
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www.usjetting.com


5000 PSI
STEP UP TO THE POWER OF


USJ 5014 - 5000 PSI @ 14 GPM / 49 HP
USJ 5018 - 5000 PSI @ 18 GPM / 66 HP
Two New Models 


Available with 300, 600 or 750 Gallon Water 
Tanks; Trailer, Skid or Truck Mounted Units.
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Two New ModelsTwo New ModelsTwo New ModelsTwo New ModelsTwo New ModelsTwo New Models


 Increased Pressure... Increased Cleaning Power... Increased Efficiency...Increased Profitability. 


 


  US Jetting's advanced Run-Dry Pump technology has evolved and now provides the ability to 
produce 5,000 PSI, enhancing the performance of your sewer & drain cleaning applications.  
Operating at full flow output, operators can select 4,000 PSI nozzles to handle typical blockages 
or choose the 5,000 PSI nozzles for larger or difficult grease and root problems.                                                                        


The Next Generation Of High Pressure Jetting Units
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write this as our governor here in Wisconsin is about to cut the benefits 
of government workers, in effect reducing their take-home pay by several 
percent. 


It’s being done to save money, of course. In the short run it might, but 
what about the long term? Can you really get the same amount and quality of 
work from the same people for less money? And if you pay them less, will they 
stick around?


Both interesting questions. Without getting into all the politics of how 
much public employees earn or should earn, this raises an issue fundamental 
to businesses. If you had the choice, would you pay your people as little as pos-
sible to force costs down? Or would you hire the very best people you could 
find and pay them the maximum possible to get the greatest production?


Evidence suggests the latter approach can be better for business health.
The late great basketball coach and TV sports commentator Al McGuire 


liked to say: “The most expensive thing is cheap labor.” In other words, while 
in theory you can hire people for little money, bill their time at a high rate, 


and make an incredible profit, the reality is that you will pay a price in low 
productivity, shoddy work, and unhappy customers. That’s the epitome of false 
economy.


Does this apply to your field of endeavor? Most likely, yes. In hiring people, 
as in buying a truck, waterjetter or inspection camera, you get what you pay for. 


The CosTCo model
If you want an example of a business that gets this, consider the Costco 


discount club. Here’s a business that essentially competes on price, head to 
head against the biggest price-cutter of all – Wal-Mart and its Sam’s Club ware-
house outlets. So we would expect Costco to pay as close to the bare minimum 
as possible to stay competitive.


But guess what – they do just the opposite. They pay wages ridiculously 
higher than their competitors offer. A 2009 news article said the average Costco 
employee earned $17 an hour, some 42 percent more than Sam’s Club people 
got. And significantly better benefits, too. Plus good 401(k) matching contribu-
tions. Turnover? There is very little. Once hired, people stay.


Chief executive Jim Sinegal has been quoted as saying he believes in re-
warding the people who made the company what it is: “They’re entitled to buy 
homes and live in reasonably nice neighborhoods and send their children to 
school.”


Costco actually gets beat up on Wall Street for paying its people so much 


instead of taking more profit for stockholders. The unasked questions: Would 
the profits actually be better if people were paid less? Or do the profits exist 
precisely because the company pays its people so well?


Remember, Costco competes successfully on price despite paying its peo-
ple significantly more. The only possible explanation is that Costco’s higher-
paid people are that much more productive. Pay them less and what happens 
to productivity?


WhaT’s iT going To be?
So, what’s your approach to hiring and compensating people? You don’t 


necessarily have to mimic Wal-Mart or Costco. You can construct your own 
compensation model to suit your business and market.


But if you’ve found yourself wondering why your people can’t seem to get 
more done, or why you have to deal with so many mistakes, or why people are 
always up and quitting after a year or two on the job, you might want to look 
at how you’re paying.


Offering better pay and benefits automatically allows you to be more selec-
tive – to attract the best. Businesses like Costco have figured out that it isn’t 
what employees cost that matters – it’s what they earn for the company.  C


‘You get What You Pay For’
To The surprise of some, This adage applies To The people who work 
for you, jusT as much as iT does To The equipmenT and supplies you buy


By Ted J. Rulseh, ediToR


if you had the choice, would you pay your people as little as possible to force down costs? 


or would you hire the very best people you could find and pay them the maximum 


possible to get the greatest production?


Ted J. Rulseh
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editor
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H
A TALENT FOR TECHNICAL INNOVATION AND A KNACK FOR BUILDING PERSONAL 


RELATIONSHIPS PROPELLED A ONE-TRUCK VACUUM OUTFIT INTO A THRIVING 
BIOSOLIDS MANAGEMENT BUSINESS   BY PETER KENTER


(continued)


sUccess
A Solids


HHank and Shane VanVeen grew up around their father’s cleaning business, 
eventually joining it as employees. “Our dad owned the cleaning business for 25 
years, so we were involved to one degree or another since we were knee-high,” 
says Hank.


But when the business was sold to a larger corporation, the brothers 
found they didn’t fi t in with the new corporate culture, and so they launched 
a company of their own. They started by focusing on wastewater treatment 
plant services, including tank and lagoon pumping and aeration basin, wet well 


and digester cleaning, but soon expanded into long-term municipal biosolids 
management contracts.


Today, their company, Wessuc, has 35 full-time and about 25 seasonal 
employees, operating from home base in Brantford, Ont., Can., 20 miles from 
the steel town of Hamilton and about 60 miles west of Toronto. Wessuc has 
worked as far away as Ottawa, 275 miles north, and Sarnia, 180 miles west. The 
business is about 95 percent municipal. The large and diverse fl eet includes 
three vacuum trucks and 20 hauling vehicles.


Wessuc team member Pieter Stulp rakes through 
solids on the mobile screening unit while the 
crew cleans out a municipal wastewater tank. 
(Photography by Melissa Tait)


PROFile
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The business name? “It’s pronounced ‘WESS-
uck,’” says Hank VanVeen, “but when we make a 
sales call, we tell them to remember that, ‘We suck.’ 
It’s been a great marketing tool for getting people to 
remember us, although we don’t get asked to spon-
sor a lot of local sports teams.” 


Bidding on Biosolids
When the brothers started their business, the 


VanVeen name was still well regarded for vacuum 
truck service in the area, so they capitalized by 
establishing a one-truck cleaner outfi t in 2000. 
They concentrated on traditional vacuum service 
during the fi rst year, but were consistently asked to 
bid on biosolids removal for municipalities. 


“The company that owned our father’s com-
pany had bought out most of the other fi rms 
offering biosolids service in the province, and there 
was very little competition left at that point, so we 
decided to get into the game,” says VanVeen. “We 
thought we could make some improvements to the 
type of service offered at a competitive price.”


In Ontario, biosolids are largely used as farm 
fertilizer from April through November, but can be 
applied only when there are no crops in the fi eld. 
Most municipal contracts last fi ve to seven years 
so that contractors can justify buying the specialized equipment they need. 
Wessuc won its fi rst biosolids contract with the city of Brantford in 2001 
through the Ontario Clean Water Agency, which manages water systems on 
behalf of member municipalities.


gEaring up
“We had already been doing tank cleanout work for the city, and we 


were able to present a case to the bank that we had enough experience in the 
fi eld, and that we had a fi ve-year contract waiting for us, so we could pay off 


equipment costs over the contract,” says VanVeen. “I’m not saying we were 
approved by the fi rst lending institution we approached, but we were able to 
make our case for a loan before beginning the contract.” 


For starters, the VanVeens purchased a dragline system manufactured by 
Hydro Engineering, an injector bar, assorted hoses, several pickup trucks and 
tanks, and a John Deere tractor for land application. 


“The company that owned our father’s company had 


bought out most of the other fi rms offering biosolids 


service in the province, and there was very little 


competition left at that point, so we decided to 


get into the game. We thought we could make 


some improvements to the type of service 


offered at a competitive price.”


Hank VanVeen


(continued)


 profi le   
WEssuc inc., BrantFord, 
ont., canada
PRESIDENT:  Shane VanVeen
FOUNDED:  2000


SERVICE AREA: Southern Ontario


EMPLOYEES:  35 full-time, 25 seasonal 


SPECIALTIES:  Wastewater services including biosolids management 
 and tank, lagoon and digester cleaning
AFFILIATIONS:  Water Environment Association of Ontario


WEBSITE:  www.wessuc.com


Mike Shantz helps transport the fi lter aid (ENPRENE from En Chuan Chemical Industries) for dewater-
ing. The solids will go to a landfi ll or to a compost facility.


Wade Cummerson 
vacuums a municipal 
wastewater tank. 
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“To succeed in the business you need to stay on top of regulations, get 
certificates of approval from the Ontario Ministry of Environment (MOE), and 
make sure the groundwater and nearby bodies of water won’t be affected,” says 
VanVeen. “You also need to know what you’re applying to the soil, making sure 
it contains no high levels of heavy metals or pathogens, and you need to know 
the condition of the soil, to make sure that it can use what you’re applying. 


“We didn’t know farmers in the community at the time, so it took a lot of 
knocking on doors. Biosolids have been presented as anything from toxic waste 
to the greatest thing since sliced bread, so we needed to promote the idea of 
using biosolids as fertilizer. We didn’t necessarily have all the answers, but we 
did know where to find them, and generally the farming community was very 
receptive.”


The land application method is up to the contractor. Wessuc injects the 
material directly into the soil to avoid aerosol spreading and maintain quality 
control.


Expanding north
In 2002, Wessuc picked up a five-year biosolids contract with the City 


of Barrie about 90 miles north. The company opened a satellite office there,  
assigning a program manager and a land coordinator to the job. 


Increasingly, Wessuc was asked to bid on contracts to clean out the digest-
ers used for treatment of wastewater sludges. The work required cleaning of 
digesters ranging from 40 to 110 feet in diameter. The tanks are largely drained, 
leaving a heavy material composed of biosolids and trash. 


Workers remove trash using a pre-screening device developed by Wessuc 
staff and built by Reist Industries of Elmira, Ont. The device uses a series of 
automated rakes that scrape the screen as trash and solids collect on it. The 
trash is emptied into a bin, while the remaining material is further processed. 
Sometimes crews add water to make the biosolids easier to vacuum. Injecting 
polymer promotes clumping of solids and aids mechanical dewatering. 


“Initially, we rented a centrifuge and a belt press to dewater the material, 
but we had issues with both,” says VanVeen. “The centrifuge was finicky and 
didn’t like the variance between thick loads and thin loads, and the equipment 
choked up on grit, sand, hairballs and plastic. We also had issues with the belt 
press, which wore out quickly when it had to handle too much grit.”


The company found greater success with a rotary vacuum drum filter 
from Alar Engineering Corp. The equipment creates a vacuum inside the drum, 
drawing the liquid through a filter media covering its surface. The dewatered 
slurry travels over the topside of the drum, forming a cake, which is removed 
for land application. 


“The drum units are traditionally stationary, but Reist Welding created 
a covered trailer for the unit, making it one of the few mobile units in North 
America and certainly the only one in our market,” says VanVeen. “It gives us 
a great competitive advantage. It uses less power, and we get very high effluent 
quality. The water we return to the digester contains roughly 16 to 20 mg/l of 
total suspended solids.” 


The degree of dewatering depends on the material’s destination. “If we’re 
going to land-apply immediately, then 5 percent solids is fine,” says VanVeen. 
“If it’s going into storage, we’ll dewater it to about 35 percent.”


“If we’re going to land-apply immediately, then 


5 percent solids is fine. If it’s going into storage, 


we’ll dewater it to about 35 percent.”


Hank VanVeen


(continued)


HigH-TecH TexTiles
When a sewage lagoon in Port Perry, Ont., required a rapid 


cleanout, Wessuc offered to meet the tight schedule with a novel 
solution: geotextile dewatering bags. 


“The Region of Durham had awarded us a three-year bio-
solids contract for three lagoons, requiring the first lagoon to be 
serviced in May and ready for use by June,” says vice president 
Hank VanVeen. “We put forward different options, including the 
use of the geotextile bags, which had never been used in the 
province, and they accepted.”


The dewatering bags are essentially giant, permeable socks. 
Biosolids material is placed inside the bags, and gravity acts on 
the contents to leach liquid through tiny pores. The bags used 
in Port Perry were supplied by TenCate Geosynthetics and mea-
sured about 60 feet in circumference by 200 feet long.


Instead of mechanically dewatering the biosolids, the Wes-
suc team removed the material from the lagoons and pumped 
it into five bags to dewater at a leisurely pace. The staging area 
for the bags was protected with an impermeable liner to prevent 
liquids from leaching into the soil. 


“We added polymer to the biosolids to help separate the 
liquids from the solids,” says VanVeen. “At the beginning of the 
operation, we were pumping between 800 and 1,200 gallons 
of fluid per minute back into the lagoon. That gradually slowed 
down through the dewatering process.”


The biosolids were taken off site in August and September 
when the material ranged between 42 and 55 percent solids. 
“The lagoon was ready for use by the end of June,” says VanVeen. 
The project won the 2008 Exemplary Biosolids Management Pro-
gram Award from the Ontario Water Environment Association.


Roland Ostermeier adjusts the blade on the rotary drum of a dewatering 
unit from Alar Engineering Corp., Waterloo.
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the condition of the soil, to make sure that it can use what you’re applying. 
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Expanding north
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going to land-apply immediately, then 5 percent solids is fine,” says VanVeen. 
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“If we’re going to land-apply immediately, then 


5 percent solids is fine. If it’s going into storage, 


we’ll dewater it to about 35 percent.”


Hank VanVeen


(continued)


HigH-TecH TexTiles
When a sewage lagoon in Port Perry, Ont., required a rapid 


cleanout, Wessuc offered to meet the tight schedule with a novel 
solution: geotextile dewatering bags. 


“The Region of Durham had awarded us a three-year bio-
solids contract for three lagoons, requiring the first lagoon to be 
serviced in May and ready for use by June,” says vice president 
Hank VanVeen. “We put forward different options, including the 
use of the geotextile bags, which had never been used in the 
province, and they accepted.”


The dewatering bags are essentially giant, permeable socks. 
Biosolids material is placed inside the bags, and gravity acts on 
the contents to leach liquid through tiny pores. The bags used 
in Port Perry were supplied by TenCate Geosynthetics and mea-
sured about 60 feet in circumference by 200 feet long.


Instead of mechanically dewatering the biosolids, the Wes-
suc team removed the material from the lagoons and pumped 
it into five bags to dewater at a leisurely pace. The staging area 
for the bags was protected with an impermeable liner to prevent 
liquids from leaching into the soil. 


“We added polymer to the biosolids to help separate the 
liquids from the solids,” says VanVeen. “At the beginning of the 
operation, we were pumping between 800 and 1,200 gallons 
of fluid per minute back into the lagoon. That gradually slowed 
down through the dewatering process.”


The biosolids were taken off site in August and September 
when the material ranged between 42 and 55 percent solids. 
“The lagoon was ready for use by the end of June,” says VanVeen. 
The project won the 2008 Exemplary Biosolids Management Pro-
gram Award from the Ontario Water Environment Association.


Roland Ostermeier adjusts the blade on the rotary drum of a dewatering 
unit from Alar Engineering Corp., Waterloo.
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human rEsourcE challEngE
After acquiring another five-year contract with the Region of Waterloo in 


2005, the company had doubled in size. “It was a challenge just with regard to 
hiring and training,” says VanVeen. “It was a huge learning curve, and at that 
point we began to delegate more of that function within the company.”


Operational efficiency also became more important. To that end, the com-
pany devised a unique guidance system to improve the effectiveness of land 
application. Traditionally, operators would set the optimum rate of application, 
but then manually reduce flow rates to compensate for changes in tractor speed.


“We looked at it from the perspective of how quickly we could safely apply 
a tank of biosolids,” says VanVeen. “We worked with local John Deere dealer, 
AgraTurf Equipment Services in Ayr, to create an injection system in which we 
did the reverse – the flowmeter governs the speed of the tractor. The tractor 
automatically adjusts its speed to maintain the maximum rate of flow.”


The tractors were also outfitted with a GPS tracking system with auto-steer 
that aligns the tractor to a rigid application pattern.


Meanwhile, the cleaning side of the business keeps growing. Wessuc 
recently completed a large digester cleanout contract for the Region of Water-
loo’s Kitchener wastewater treatment plant, now being upgraded. The project 
required five workers for three months.


“The lengths of the digester contracts are difficult to estimate,” says Van-
Veen. “The digester had a 2.6-million-gallon capacity, but it isn’t about the 
volume of water the tank can hold. It’s about the solids that are left when 
the tank is drained. We have the capacity to dewater about 260 cubic yards 
of sludge in eight hours, but the cold weather limited our productive days 
because of freezing across the hoses.”


Contracts are also difficult to quote 
accurately without knowing the solids 
content of biosolids, notes VanVeen. 
Municipalities offer tenders by volume, while 
Wessuc encourages them to tender on a dry 
weight basis.


pErsonal touch 
Wessuc finds 70 percent of its contracts 


through personal contact. The other 30 
percent are mined from postings of public 
tenders in newspapers and bid services. 
Other municipal jobs include cleaning of 
pump stations, water towers, clarifiers and 
grit tanks. Non-municipal contracts include 
cleaning of grain elevators, silos, and catch 
basins at car washes and other businesses. 


Hydroexcavation contracts round out the portfolio.
Wessuc operates four John Deere tractors and three vacuum trucks, one 


with a vacuum system by Berex and a 2,100-gallon debris tank, a second with 
a vacuum system by Westech Vac Systems Ltd. and a 3,500-gallon debris tank, 
and a third with a Cusco vacuum system and a 2,200-gallon debris tank. Its 
fleet of hauling trucks includes 10 Volvos, five Internationals, four Freightliners 
and one Mack.


Although Ontario has provincial standards for biosolids application, the 
company must keep up with regulatory change. In January 2011, reporting 
responsibility shifted from the MOE to the Ministry of Agriculture, Food and 
Rural Affairs. “Essentially, what were guidelines before are now regulations,” 
says VanVeen. “The field work will be the same, but we have to pay attention to 
the new reporting structure.”


To accommodate future contracts, the company is examining options for 
its own biosolids storage facility. “We can’t apply the material in the winter or 
when there’s a crop in the fields, so the notion that we can apply biosolids on 
municipal schedules is a bit of fiction,” says VanVeen. 


“Additional storage will help us smooth out the application schedules 
and allow us to work to the farmers’ schedules. We have the expertise and 
the equipment to run a successful biosolids management operation, but at the 
heart of it, the business is based on personal relationships, not only with clients 
but with the agricultural community.” C
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800/833-5812
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Westech Vac systems
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www.westechvac.com
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“We looked at it from the perspective of how much 


we were making each minute per gallon applied. It 


makes more sense to keep the flow rate steady and 


speed up or slow down the tractor to compensate 


for the lay of the land.”


hank VanVeen


The Wessuc team includes, from left, 
Wade Cummerson, Hank VanVeen Sr., 
Ryan VanVeen, Roland Ostermeier, Shane 
VanVeen, Hank VanVeen, Pieter Stulp, and 
Mike Shantz.
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its own biosolids storage facility. “We can’t apply the material in the winter or 
when there’s a crop in the fields, so the notion that we can apply biosolids on 
municipal schedules is a bit of fiction,” says VanVeen. 
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magine working inside a large sewer interceptor and being swept away by 
the current. That’s a “water slide” trip no one would enjoy.


Yet it happened to a 37-year-old contract worker in Pierce County, 
Wash., back on March 21. The obvious question is: How does something 


like this happen? The man sustained only minor injuries – he was rescued, 
then treated and released at a local hospital – but it’s a minor miracle that he 
survived. 


The man, an employee of Frank Coluccio Construction Co. in Seattle, was 
working in a temporary access shaft built for a project that involved lining of the 
sewer interceptor, which carries all the flow to Pierce County’s Chambers Creek 
Regional Wastewater Treatment Plant in University Place, Wash. 


By all accounts, he and co-workers had performed a proper confined-space 
entry with all necessary equipment. But the man, while checking the pipe align-
ment, decided to unclip his safety harness to look around the corner and into 
the pipe. He somehow became caught in the flow of sewage (about 1,600 gpm) 
and, because untethered, was swept downstream.


This incident ended happily because the Pierce County collection system 
maintenance team acted quickly and heroically, drawing on extensive manda-
tory training members had taken over the years. But there are two obvious 
lessons:


First, avoid taking shortcuts or deviating from safety procedures at any 
time, in any way, when working in sewers. Second, never underestimate the 
importance of safety training. Because, you never know.


Deep unDergrounD
County personnel reported that the man was working inside the access 


shaft some 150 feet below ground. The concrete pipe was to be lined with a 
reinforced fiberglass liner, and the installation required two temporary access 
shafts to enable liner placement.


Terry Soden, the county sewer and water utility’s maintenance and opera-
tions manager, noted that about 400 feet from where the man slid into the pipe, 
the slope dropped off to a 4 percent grade and the flow sped up significantly. 
The man ultimately slid some 3,200 feet down the pipe and passed two access 
points before managing to stop himself just beyond the energy dissipater where 
the pipe narrowed to 48 inches. 


That was about 300 
feet from the bar screens in 
the treatment plant head-
works. “What made the 
rescue possible was that he 
was able to communicate 
verbally,” Soden reported. 
“As he was going down 
that pipe, not connected to 
anything and with no com-
munication device, he could 
have run into some obstruc-
tion, bumped his head and 
become unconscious. Then 
we wouldn’t have known 
where he was in the system. 


“When our people got 
a call from our inspector on 
the surface just shortly af-
ter it occurred, they started 
opening all three access points on the wastewater treatment plant site. They were 
actually able to hear him yelling, so they could pin down where he was. It’s also 
fortunate that there was enough headspace in the pipe to allow him to breathe.”


Sequence of eventS
According to the county’s report on the incident, public works and utilities 


inspector Bob Buckley called maintenance program manager Scott Roth at the 
treatment plant at 7:53 a.m. to report the accident. “Roth immediately used his 
two-way radio to alert everyone at the plant that an emergency confined-space 
entry maneuver with harnesses and lifelines was needed,” according to an ac-
count written by Mary Powers, county public information officer.


“Collection system manager Larry Butner grabbed his high-powered flash-
light and a chain hoist and ran to the most upstream point, the energy dissipater. 
It is pitch black inside the pipe, and his light would help the man see. Mean-
while, the others set up hoists and formed two-man entry teams at the next two 
downstream points.” 


West Pierce Fire and Rescue was called just before 8 a.m. and told to prepare 
for a swift-water rescue. 


By the sound of the man’s voice, the county crew determined that he had 
passed the energy dissipater and was moving toward the headworks. At the next 
opening, they lowered a rope and waited. Finally they saw a hand emerge from 
the water and grab the rope. The man then stood up and grabbed the manhole 
ladder, about 25 feet below grade.


Directed by confined-space entry supervisor Mark Newport and West Pierce 


no fun At All
This Trip down a waTer slide could have cosT a sewer conTracTor employee
his life. The safeTy lesson is clear: follow procedures and never Take shorTcuTs.


By Ted J. Rulseh


“This man wouldn’t be alive today if it weren’t for the 


(pierce county) people. i credit them for saving his 


life, and it was great working with people who didn’t 


lose their cool and are well-versed in their training.”
Kevin Kroenert


SAFETY
FIRST


I


A well-trained staff and quick response time 
help save a 37-year-old contract worker’s life 
after he was swept away inside a large sewer 
interceptor. (Photo courtesy of Terry soden)
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Fire and Rescue commander Kevin Kroenert, an employee was lowered to hook a 
retrieval cable to the man just as he was letting go of the ladder.


The West Pierce firefighters and paramedics removed the man’s gear as 
soon as he was pulled to the surface, decontaminated him in an on-site shower, 
and took him to the local hospital, where he was treated for minor injuries and 
released.


BArely SurvIveD
At the time he was rescued, the man was oriented feet downstream, and 


his waders were full of water. His hardhat had been knocked off when he passed 
under a grate. Powers reported that Kroenert told county utility managers, “This 
man wouldn’t be alive today if it weren’t for your people. I credit them for sav-
ing his life, and it was great working with people who didn’t lose their cool and 
are well-versed in their training.”


Local news reports said the state Department of Labor & Industries was 
investigating whether the accident involved violations of any worker safety laws. 


Soden noted that all treatment plant and collection system employees are 
required to pass confined-space entry and fall-protection training. “Everybody 
in the industry practices confined-space entry and self-rescue,” he said. “One 
thing we learn is always to be connected, so that if you have to be retrieved, 
you’re attached to a mechanical device to help get you out. 


“When we train, we have a mock manhole. All 80 members of my staff in 
the maintenance and operations realm train on that. They actually have to pull 
somebody up and be pulled up. We train on this annually. I’ve been here 25 
years, and we’d never before had an incident where we had to retrieve some-
body in an emergency situation.


“We applied what we had learned about keeping ourselves and our co-
workers safe. It worked out rather well. In 30 minutes, it was all over but the 
shouting. I’m very proud of my staff. In the midst of duress, they handled it 
very professionally.”  C


“one thing we learn is always to be connected, so 


that if you have to be retrieved, you’re attached 


to a mechanical device to help get you out.”
Terry Soden
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PATENTED


Line Tracer
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R
They attended business networking events in Texas and developed the 


website that now attracts 75 to 80 percent of their clientele. Along the way, 
Hydro Spy, based in Houston, has served customers in Texas, Colorado, 
Louisiana and Mississippi. 


As they closed the books at the end of 2010 after 24 months of opera-
tion, they were awaiting the delivery of a 2010 GapVax hydroexcavator, bringing 
them closer to their business plan goals. 


With four employees, the company has seen its client list grow. From 
doing jobs that lasted three or four days, they’ve grown into larger projects 


lasting three to four weeks. They have also snared a contract for standby 
hydroexcavation services with a major gas producer for utilities in several states. 


Breaking tHe Barrier
Neither man had special training in hydroexcavation when they hired on 


for construction jobs. Santos was 19 when he started. Young also wanted a pay-
check after he tried unsuccessfully to make a career in writing and music. The 


HYDRO SPY PARTNERS PUT THEIR FAITH IN THE EMERGING 
TECHNOLOGY OF HYDROEXCAVATION AND QUICKLY 
BUILT A BUSINESS WITH A MULTISTATE CLIENTELE
BY MARIAN BOND


 profi le   
HYDro sPY LLc, Houston, teXas
OWNERS: Richard Young, Jose Santos
YEARS IN BUSINESS: 2
SPECIALTY: Hydroexcavation
EMPLOYEES: 4
CUSTOMERS: Utilities, refi neries, mines, contractors
WEBSITE: www.hydro-spy.com


Richard Young and partner Jose Santos developed Hydro Spy LLC with 


a business plan that saw the emergence of hydroexcavation as a major force.


Opening in January of 2009 with $50,000, a business plan, and a 


rented vacuum truck, the two put their combined 10 years of experience 


with the process and their managerial skills on the line as they promoted 


their company.


Mud is
MoneY


Moises Arcentales 
and Iram Beltran cut 
a hole with a GapVax 
hydroexcavator as 
Jose Santos serves 
as safety inspector.
(Photography by 
Glen Ellman)
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two discovered their future in mud and worked their way up to management 
before becoming partners and going on their own.


Both saw potential for a business built entirely on hydroexcavation and its 
many applications. “We wanted to provide a service where the benefit to the 
client justified the cost,” Young says. 


“That was our concept. We did research and found what had happened 
in Canada, where they use hydroexcavation whenever digging near utility lines. 
We believe we are in an emerging industry. We wanted to go for fast, quality 
service with referrals and repeat business.


“In my experience as an operations manager, I found that people had been 
searching on the Internet for this service. And still, a lot of contractors just don’t 
know about the process, but are running into situations where they would pre-


fer not to dig.” 
They shopped 


a business plan try-
ing to get financing, 
building a model 
based on four trucks. 
“We didn’t envision 
a huge fleet because 


we anticipated others 
getting into the market, 
and this is a capital-
heavy business,” Young says. “Trucks are expensive. You need to keep them 
working. You have to pay the note, the insurance, the personnel. If the work 
isn’t there, you still pay all those.”


Lenders liked the plan but did not come through with financing: They 
questioned why anyone would start a business in a recession. “People said 
we couldn’t get the money, and we wouldn’t get any work,” Young says. “We 
thought: Why not start out in a recession? Get your foot in.”


Picking targets
Hydro Spy started by targeting utilities, pipeline contractors, and refinery 


service contractors. However, clients now also include electrical contractors and 
others. 


Determined, the partners gathered their funds and built a website that 
launched in June 2009. They also took part in Blue Book Showcases held in 
major cities, where contractors, subcontractors and suppliers meet under one 
roof and at no charge to offer their services to prospects. The Blue Book Build-
ing and Construction Network has been supporting the construction industry 
since 1913.


Through Showcase events in Houston and San Antonio, Young and Santos 
were surprised to find that of 100 contractors, only one or two knew about 
hydroexcavation. At one event, they generated more than $100,000 of work 
from one new client.


“We did research and found what had happened in Canada, where they


use hydroexcavation whenever digging near utility lines. We believe we 


are in an emerging industry. We wanted to go for fast, quality 


service with referrals and repeat business.”


Richard Young


Left photo: Beltran and Arcentales fill the truck 
with water for the day’s work. Lower photo: 
Jose Santos rechecks the drill point for ac-
curacy with a Rycom utility locator before 
digging.


Hydro Spy’s new 
hydroexcavator is a 
2010 GapVax unit 
on a 2010 Volvo 
chassis. Photo cour-
tesy of Hydro Spy. (continued)
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“ I wanted to add an entry level trailer jetter to my 


Rooter Company that didn’t cost an arm and a 


leg. I looked at the $30,000 and $40,000 units and 


couldn’t justify it. I make money cleaning sewers 


not storm drains, so I did not need a monster 


machine or a glori� ed Cart Jetter on a trailer. After 


doing my homework, Hot Jet just made sense.”


John - Rhinorooter, Brigham City, Utah


Quality • Performance • Value


18 GPM @ 4,000 PSI
Model # CJ2TA1840


76 HP/Twin Pump
Runs 1/2” & 3/8” Reels


18 GPM @ 4,000 PSI
•Xtreme Flow™ Cold Jetter  


•Skid Plate Units


•Enclosed Trailer Units


•Skid Plate Units


•Enclosed Trailer Units


•Skid Plate Units


•Enclosed Trailer Units


•Skid Plate Units


Our 
Best 
Seller


•Xtreme Flow™ Hot/Cold Jetter  •Xtreme Flow™ •Xtreme Flow™ Hot/Hot/Hot ColdCold Jetter  Jetter  
Why do it cold, when you can do it hot?™


8.5 GPM @ 3,600 PSI 
Model # HJ2TA8536


Premium Drain Line Jetting EquipmentPremium Drain Line Jetting EquipmentPremium Drain Line Jetting EquipmentPremium Drain Line Jetting EquipmentPremium Drain Line Jetting EquipmentPremium Drain Line Jetting EquipmentPremium Drain Line Jetting Equipment
Over 25 years of


building quality equipment







www.cleaner.com • Since 1985    June 2011      31


two discovered their future in mud and worked their way up to management 
before becoming partners and going on their own.


Both saw potential for a business built entirely on hydroexcavation and its 
many applications. “We wanted to provide a service where the benefit to the 
client justified the cost,” Young says. 


“That was our concept. We did research and found what had happened 
in Canada, where they use hydroexcavation whenever digging near utility lines. 
We believe we are in an emerging industry. We wanted to go for fast, quality 
service with referrals and repeat business.


“In my experience as an operations manager, I found that people had been 
searching on the Internet for this service. And still, a lot of contractors just don’t 
know about the process, but are running into situations where they would pre-


fer not to dig.” 
They shopped 


a business plan try-
ing to get financing, 
building a model 
based on four trucks. 
“We didn’t envision 
a huge fleet because 


we anticipated others 
getting into the market, 
and this is a capital-
heavy business,” Young says. “Trucks are expensive. You need to keep them 
working. You have to pay the note, the insurance, the personnel. If the work 
isn’t there, you still pay all those.”


Lenders liked the plan but did not come through with financing: They 
questioned why anyone would start a business in a recession. “People said 
we couldn’t get the money, and we wouldn’t get any work,” Young says. “We 
thought: Why not start out in a recession? Get your foot in.”


Picking targets
Hydro Spy started by targeting utilities, pipeline contractors, and refinery 


service contractors. However, clients now also include electrical contractors and 
others. 


Determined, the partners gathered their funds and built a website that 
launched in June 2009. They also took part in Blue Book Showcases held in 
major cities, where contractors, subcontractors and suppliers meet under one 
roof and at no charge to offer their services to prospects. The Blue Book Build-
ing and Construction Network has been supporting the construction industry 
since 1913.


Through Showcase events in Houston and San Antonio, Young and Santos 
were surprised to find that of 100 contractors, only one or two knew about 
hydroexcavation. At one event, they generated more than $100,000 of work 
from one new client.


“We did research and found what had happened in Canada, where they


use hydroexcavation whenever digging near utility lines. We believe we 


are in an emerging industry. We wanted to go for fast, quality 


service with referrals and repeat business.”


Richard Young


Left photo: Beltran and Arcentales fill the truck 
with water for the day’s work. Lower photo: 
Jose Santos rechecks the drill point for ac-
curacy with a Rycom utility locator before 
digging.


Hydro Spy’s new 
hydroexcavator is a 
2010 GapVax unit 
on a 2010 Volvo 
chassis. Photo cour-
tesy of Hydro Spy. (continued)


Dealer Inquiries 
Welcome


www.hotjetusa.com
Call For
Details 800.213.3272


Quality • Performance • Value
“ I wanted to add an entry level trailer jetter to my 


Rooter Company that didn’t cost an arm and a 


leg. I looked at the $30,000 and $40,000 units and 


couldn’t justify it. I make money cleaning sewers 


not storm drains, so I did not need a monster 


machine or a glori� ed Cart Jetter on a trailer. After 


doing my homework, Hot Jet just made sense.”


John - Rhinorooter, Brigham City, Utah


Quality • Performance • Value


18 GPM @ 4,000 PSI
Model # CJ2TA1840


76 HP/Twin Pump
Runs 1/2” & 3/8” Reels


18 GPM @ 4,000 PSI
•Xtreme Flow™ Cold Jetter  


•Skid Plate Units


•Enclosed Trailer Units


•Skid Plate Units


•Enclosed Trailer Units


•Skid Plate Units


•Enclosed Trailer Units


•Skid Plate Units


Our 
Best 
Seller


•Xtreme Flow™ Hot/Cold Jetter  •Xtreme Flow™ •Xtreme Flow™ Hot/Hot/Hot ColdCold Jetter  Jetter  
Why do it cold, when you can do it hot?™


8.5 GPM @ 3,600 PSI 
Model # HJ2TA8536


Premium Drain Line Jetting EquipmentPremium Drain Line Jetting EquipmentPremium Drain Line Jetting EquipmentPremium Drain Line Jetting EquipmentPremium Drain Line Jetting EquipmentPremium Drain Line Jetting EquipmentPremium Drain Line Jetting Equipment
Over 25 years of


building quality equipment







32      Cleaner • June 2011


They had to educate poten-
tial clients on the benefi ts of hy-
droexcavation and provide data 
on their work backgrounds. 
They did one of their fi rst jobs as 
a donation – which turned into 
a three-day job with pay.


Another call came on a 
Saturday at midnight: A cus-
tomer needed an emergency 
job on Sunday morning. They 
researched the project over-
night, showed up in the morn-
ing, did the job, and picked up 
a customer.


As a startup, Young and 
Santos took on some daunt-
ing projects. A utility company 
needed to locate some lines 
believed to be at least 50 feet 
deep. “It took us several probes, 
but we found the utility without ever opening up the ground,” says Young. 
“The lines were 54.7 feet deep.” 


Even in building pipelines above ground, support piers must be 
constructed, requiring deep holes. If the location is restricted, Hydro Spy parks 
a GapVax hydroexcavator up to 400 feet from the site and extends the water and 
vacuum hoses.                                                                               


PuLLing it togetHer
Launching the website gave the company a huge presence in the Houston 


arena. Young put his experience with websites to work and spent about four 
weeks on the effort, so that anyone searching for hydroexcavation would fi nd 
Hydro Spy. “Our focus was on the right domain name and keywords to get us 
ahead of others who come into the region,” Young recalls.


In 85 percent of jobs, Hydro Spy is a subcontractor. In that role or as the 
prime contractor, the company strives for integrity and customer satisfaction. 
The website lists a service guarantee: If the customer is not happy, there is no 
charge. 


“We are that confi dent in our ability to go out and do a great job,” Young 
says. “We know how expensive the technology is. We want a client to know 
how hard we work to get a job done. We go over and beyond. This is why edu-
cating the client about the technology is critical. When we go on a job site, we 
brief them on the process and the scenario and what they want us to do. We 
want it to go smoothly.


“We explain that when we dig this hole, because of the ground conditions, 
there may be a need to insert a casing to keep the hole open. All is discussed 
ahead of time. The workers in the fi eld need to know if there will be a casing 
in the hole. After we dig, we have 10 to 15 minutes to get a casing in, or it will 
cave in. 


“On one job, the client’s workers left the site for lunch and were not there 
to take care of the casing, and there was a collapse. The owner was upset, but 
we said we would not charge him. In fact, he did insist on paying the bill.”


groWing anD gaining
During the fi rst few months in business, rental costs took a toll on the 


company. “We had our client base, but we were not making much profi t,” 
Young says. “We needed our own truck, but still didn’t have the fi nancing.” 


After 11 months, a 2002 GapVax HV-46 HX vacuum loader became avail-
able for purchase through a lender in North Carolina, and that’s when things 
really kicked off. 


“Our focus was on the right domain name and keywords 


to get us ahead of others who come into the region.” 
Richard Young


(continued)


aiMing to LeaD
Applications for hydroexcavation trucks run from trenching, 


line locating and probing, to culvert cleanouts, lift station work, 
and oil rig vacuum support. Hydro Spy does it all.


“We actively promote hydroexcavation as the missing link 
in pipeline and underground utility damage prevention,” says 
owner Richard Young. “We defi ne this as cutting-edge green 
technology that uses pressurized water to safely and surgically 
convert solid ground into mud that is simultaneously sucked up 
by a powerful truck-mounted vacuum system. The technology 
has many applications but is basically used to safely excavate 
around pipelines and other underground utilities.”


Young says that after 16 months in business the company 
was approaching $1 million in revenue and had a backlog of 
more than half a million dollars of awarded work. During 2011, 
they planned to add two new vacuum trucks to the rolling 
stock. Says Young, “Our plans are to lead the industry where it 
should go.”


Jose Santos, right, conducts 
an on-site preliminary safety 
meeting with the team.
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The GapVax unit remains the truck of choice. It came with 
a 1,600-gallon aluminum water tank, a water pump by Giant 
delivering 2,900 psi/19 gpm, a 14.5-cubic-yard debris body, 
and a vacuum blower developing 3,800 cfm/28 inches Hg. 


The equipment list expanded to include a Rycom Instru-
ments cable, pipe and fault locator used to supplement subsur-
face utility engineering projects and locate hard-to-find utilities. 
They also have an Ingersoll Rand compressor with 185 cfm 
free-air delivery rating for air excavation and directional bores 
for electrical PVC conduit installations.


staffing uP
Hiring technicians was always in the plan. Initially they 


hired part-time help when jobs came along, but in 2010 they added four tech-
nicians, some experienced and some new. Santos says starting from scratch 
with a new hire is not a bad thing.


“It’s good to find people not set in their ways,” he says. “We bring them in 


and go from the ground up. We want open-minded people who are not afraid 
to get muddy. This is tough work, and we want people to push forward.”


Santos and Young give new hires an orientation about the equipment and 
the industry and take them out for training, teaching them how to dig holes, 
trench, and locate utilities without damage. “We know in a couple days if a per-
son will make it,” Santos says. Safety is always an issue, and the training makes 
workers aware that the water lance can be a formidable cutting tool. 


sorting it out
As a rule, Santos goes to job sites with the truck and two operators to 


maintain quality control. Young stays at headquarters to manage and generate 
business, but also works in the field when necessary.


Equipment maintenance is a top priority. The firm keeps careful records 
on the hydroexcavators, which receive maintenance including new fluids and 
filters every 300 hours of operation. 
Drivers are encouraged to check the 
trucks for leaks or loose bolts and to 
crawl under the trucks to inspect criti-
cal components.


Everything to do with Hydro Spy 
carries attitude and accomplishment. 
“When I first got into this line of work, 
it was just for a short-time place to get 
some experience driving a truck and 
to pick up a paycheck,” Santos says. 
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ontractor Duane Johnson recalls accompanying a city crew that was 
proud of its brand-new combination truck. They were trying without 
success to clean grout from a line. Johnson suggested switching to a 


high-speed rotating nozzle.
Upon deploying the nozzle, the operator looked at the pressure gauge, 


went into a panic, and hit the truck’s kill switch. He said the truck should not 
be operating at such a high pressure at the engine rpm he was using.


Upon questioning, it turned out that the truck had never developed ad-
equate pressure because the crew had been using for the past eight years a single 
basic cleaning nozzle that had a useful life expectancy of six months. “I guaran-
tee that crew never really cleaned a stick of pipe,” Johnson says. “They had been 
driving that truck all over town and never really cleaned a thing.”


This case, while extreme, illustrates the importance of nozzles in the pipe 
cleaning process, says Johnson, vice president of Affordable Pipeline Servic-
es in San Diego, Calif. The kind, quality and condition of nozzles ultimately  


determines the effectiveness of a cleaning truck in any given application, John-
son told attendees at an Education Day seminar at the 2010 Pumper & Cleaner 
Expo in Louisville.


Why it matters
A combination truck water pump delivers a specific amount of energy. The 


amount of that energy applied to the cleaning task depends on what happens to 
the water between the pump and the pipe. 


“The first thing that affects energy is the hose,” says Johnson. “Every time 
you put a fitting on a hose, you lose seven pounds of pressure. For every foot 
of 1-inch hose, you lose one pound of pressure. The pressure loss for a 1-inch 
inside-diameter hose 600 feet long is 600 psi. So for a combination truck deliv-
ering 2,000 psi, the pressure at the nozzle is 1,400 psi.”


The number of fittings on the nozzle, the number and size of the jets, and 
the angles of the jets also affect performance. Therefore, it’s important to apply 


the Business end
The performance of a $300,000 combinaTion Truck acTually depends on 
The choice of The much less expensive piece of meTal aT The end of The hose


By Ted J. Rulseh


Tech PersPecTive Tech Perspective looks at technology-related issues and provides information 
and advice that cleaning professionals can apply to equipment selection and to 
their daily work in the field. Industry members are welcome to offer ideas for this  
column. Please direct them to editor Ted J. Rulseh, editor@cleaner.com.
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duane Johnson conducts a live nozzle simulation class at a collections workshop.
(photos courtesy of Jim aanderud)


duane Johnson conducts a live nozzle simulation 
class at a collections workshop. outdoor hands-on 
nozzle demonstrations are a specialty in classes 
Johnson conducts for collection system workers. 
(photos courtesy of Jim aanderud)


the appropriate nozzle to any given task. “Often, contractors pay a lot for a truck 
and then are reluctant to spend money on nozzles,” says Johnson. “But why 
would you spend $350,000 on a truck and then use a $60 nozzle?”


FloW versus pressure
At the most basic level, Johnson says, contractors need to understand the 


functions of flow and pressure. In general, pressure cleans pipe and flow volume 
provides thrust and moves material. “Going from 60 gpm to 80 gpm enables 
you to move more heavy solids,” says Johnson. “You’ll have more thrust to 
propel the nozzle down the line. But you’ll have less ability to cut material off 
the pipe wall.”


Conversely, while a 4,000 psi trailer-mounted waterjetter may be more 
effective at cutting roots than a 2,000 psi combination truck, the trailer jetter 
will be less effective in moving the debris out of the line because it delivers only 
12 to 18 gpm, versus the truck’s 60 to 
80 gpm. 


Also fundamental to jetting, in John-
son’s view, is the use of skids. That’s first 
and foremost for safety reasons – to help 
keep the nozzle from shooting out of the 
manhole with lethal force if, for example, 
the cleaning truck operator is inattentive 
and fails to notice the leader hose emerging from the manhole. He prescribes 
a nozzle-skid combination 1.5 times the diameter of the pipe being cleaned.


A skid also improves cleaning: By keeping the nozzle off the bottom of the 
pipe, the skid enables more of the jets to do their work. While most nozzles 
are designed to be positioned at or near the center of the pipe, the application 
dictates the type of skid to use. 


Johnson notes that operators may refrain from using a skid because it 
makes it harder to extract the nozzle from the line at the end of a cleaning run. 
Safety implications aside, “We spend twice as long cleaning the pipe because 
we don’t want to spend five minutes kicking the nozzle out of the line.”


advanCes in nozzles
Johnson notes that nozzles have improved greatly in recent years – a huge 


variety of kinds and sizes enable contractors to fit a nozzle to almost any ap-
plication. The question is which nozzles to select in the face of specific needs 
and a limited budget. 


“The biggest change in the past several years is in nozzle technology,” 
Johnson says. “Nozzles used to be made by guys at lathes. Now they’re  
designed by engineers.” Nozzles are classified in three tiers.


Tier 1 nozzles consist of a steel housing with orifices 
drilled out in different locations and sizes and at different 
angles. “The issue with these nozzles is that they have a 
flat inner surface,” says Johnson. “So all energy we haven’t 
lost in the hose comes into the nozzle, hits the flat surface, 
and has to redirect and come out. 


“There are circumstances where a Tier 1 nozzle will 
do the job, and circumstances where it might take a week 
to do what you could have done in four hours with a 
nozzle better suited for the task. These nozzles are less 
expensive, but they also deliver less performance, and they 
don’t last as long.”


Tier 2 nozzles are designed for longer life and bet-
ter performance. Durable inserts can be removed and re-


placed while the main body of the nozzle remains intact. Some of these nozzles 
use long-lasting titanium or ceramic inserts and include flow straighteners that 
improve fluid mechanics by reducing turbulence. 


Tier 3 nozzles are the next evolution. They include features such as inter-
nal ceramic discs and controlled rotation, but most important, they direct flow 
more efficiently so that energy loss is greatly reduced. The nozzles therefore op-
erate at higher capacity and clean more effectively. In general, these nozzles cost 
significantly more than Tier 1 and Tier 2 nozzles, but they can make a drastic 
difference in performance.


Choosing Wisely
Johnson advises contractors to select nozzles with an eye toward the appli-


cation, be it general sewer or storm drain cleaning, clearing blockages, cutting 
roots, or removing tuberculation. Rarely will a single nozzle suffice. 


“If you’re going to clean a neighborhood with 7,000 feet of pipe in one 
day, you can’t do it with one nozzle,” he says. “You’ll never find 7,000 feet of 
pipe in which every section has the same problems. Some areas will have roots, 
some will have grease, some will have sags in the pipe. Each condition requires 
a different nozzle.”


In shopping for nozzles, Johnson recommends asking manufacturers ex-
actly what each nozzle is designed to do. By shopping with basic knowledge 
of nozzles and their characteristics, contractors can make choices that enable 
them to select an assortment that will meet everyday needs cost-effectively.


Finally, Johnson recommends training all waterjet equipment operators 
thoroughly, and for that he suggests starting with the Jetter Code of Practice Man-
ual, published by NASSCO. 


“Many cities have training programs for jetter operators,” he says, “but in 
the contractor world, training often passes from Bill, to Tom, to Fred, to Sam, to 
George, and something is left out in each of those exchanges. I would suggest 
that anyone who owns a cleaning truck get this manual. It is an excellent source 
of information, even for highly experienced operators.”  C


a nozzle sits inside of a 33-inch simulated pipe while 
duane Johnson teaches a class on large diameter 
cleaning at a collections workshop.


“if you’re going to clean a neighborhood with 7,000 feet of pipe in one day, 


you can’t do it with one nozzle. you’ll never find 7,000 feet of pipe in which 


every section has the same problems.”
Duane Johnson
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egal fees are a necessary cost of doing business, but you don’t want them to 
get out of hand. Fortunately, you can trim legal costs without compromising 
the quality of essential legal services.


For starters, be sure you have a good handle on how your lawyer assess-
es fees. If you haven’t discussed fees with your lawyer recently, maybe now is the 
time for a heart-to-heart talk. In most instances, you’ll find that your lawyer charges 
by the hour. What’s his or her hourly rate? What’s being charged for the time of 
associates, paralegals and others in the lawyer’s office? Are these rates competitive?


Price isn’t everything, or even the most important thing, in a lawyer-client 
relationship. But if your lawyer is the highest charger in town, you should explore 
the possibility that equally talented but less expensive legal help is available.


AlternAtive billing
The hourly method of billing can be modified to fit special circumstances. 


Your lawyer may be willing to quote a fixed fee for a particular piece of work regard-
less of the hours involved. For example, if you’re buying the assets of another com-
pany, your lawyer may be willing to prepare the purchase agreement and review the 
closing documents for a flat fee.


Or your lawyer may be willing to place a ceiling on the charges for a particular 
piece of business. At the very least, get an estimate of how much a given job will 
cost. Having given you an estimate, your lawyer 
will have second thoughts about exceeding the 
quote – or will let you know when charges are 
approaching the ceiling you set.


In collection cases, discuss a contingent fee 
arrangement. With such a fee, your lawyer gets 
paid only if money is actually collected from the 
person who owes it. He or she thus shares the risk of winning or losing.


Insist on itemized statements and try to have them sent to you monthly. If 
legal expenses start to rise precipitously, you’ll know early in the game when you 
can do something about it.


Have a clear understanding of what expenses will be passed along to you. 
Customarily, lawyers will bill you for some out-of-pocket expenses in addition to 
their services. You may be billed for long-distance phone calls, photocopies, court 
filing fees and depositions. If your lawyer bills you for travel, lodging and meals, be 
sure to set mutually agreeable ground rules in advance. You don’t need to foot the 
bill for first-class travel and other luxuries.


litigAtion is costly
To the extent possible, stay out of court. Authorize lawsuits only as a last re-


sort. And if you’re sued or threatened with a suit, explore ways to settle as quickly 
as possible. Lawsuits drain your company’s time and energy. 


Once a dispute is in court, the costs are largely beyond your control. The 
course of litigation is dictated as much by the whims of the judicial system and the 


tactics of the opposing lawyer as by the skill of your own lawyer. If you can’t settle 
a dispute, consider arbitration, which is generally speedier and less expensive than 
a lawsuit.


Sometimes a business person starts a suit or digs in to defend one because “a 
principle is at stake.” But after two years of litigation and thousands of dollars of 
legal fees, the so-called “principle” can seem very remote. Don’t let the impulse to 
teach the other guy a lesson cloud your business judgment.


Business people sometimes find themselves embroiled in a court case because 
they “don’t want to set a precedent.” They feel that making peace with one problem 
customer or supplier will open the door to scores of other similar compromises. 


Generally this isn’t true. No legal precedent is established when you settle 
on a case-by-case basis. Furthermore, it’s unlikely that others will find out about a 
settlement and demand equal treatment. 


Save money by having your lawyer devise forms for routine legal transactions. 
Then consult with your lawyer, perhaps by phone, for special language in excep-
tional cases. Landlords have used lease forms this way for years.


It’s usually not necessary to involve your lawyer in the early stages of a busi-
ness deal. Handle the negotiations yourself and work out the general outline of the 
deal. Then have your lawyer draft a contract.


You’ll also save money if you consult with your lawyer on several matters at 


one time. In a one-hour conference, you can review with your lawyer the annual 
updating of your corporate record book, the renewal of your lease, and drafting an 
employee manual.


More wAys to sAve
Looking for more ways to save costs? Try handling some matters yourself. Take 


some cases to small claims court. After all, that’s what small claims courts are for. 
Your lawyer can provide behind-the-scenes coaching at a minimal cost. 


Assist with the gathering of documents needed for a real estate transaction. 
Help line up witnesses for a trial. Try your hand at the first draft of a contract and 
then give your lawyer the relatively inexpensive task of reviewing and polishing the 
document.


It pays to read the trade journals in your field to keep up with specific legal 
developments that your lawyer may have missed. Send pertinent clippings to your 
lawyer. This can dramatically reduce legal research time. Finally, keep track of legal 
expenses and deduct them at tax time.  C


Keeping a rein on legal costs 
Work With your attorney on Ways to streamline legal Work and 
tailor billing practices. and above all, stay out of court if possible.


By Fred S. Steingold


Fred S. Steingold practices law in Ann Arbor, Mich.  
He is the author of legal guide for starting and running 


a small business and the employer’s legal handbook, 
published by Nolo. Legal strategies may vary depend-


ing on the state in which you live and the specifics of 
your situation. See your lawyer for legal advice.
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 THE CABLE CENTER • 1-800-257-7209


 THE CABLE CENTER  • 8318 OLIVE BLVD. • ST. LOUIS, MO 63132 • 314-993-3099


FREE DELIVERY


 24 Hour Turnaround - Midwest’s Largest Factory Authorized Repair Center For Gen-Eye, Gatorcam & SEESNAKE MADE IN 
USA


 CALL FOR 


PRICING!  CALL FOR 


PRICING!


 Built-in voice over unit Internal 
microphone and on/off switch lets you add 
commentary to your videos.


 Date and 
Time Stamp 
 You can 
document the 
date and time 
of each job for 
your records.


 7” LCD monitor in padded case


 Flexible gooseneck monitor 
mount to give you the best 
viewing angle


 512 Hz Transmitter for easy 
camera location (Optional 
on MINI-POD)
 LED Dimmer Control
 Video-Out Connection to re-


cord on external device 8” 
wheels on full-size 
POD to roll easily 


to and from the job


 Full size POD carries 200 ft. of Gel-Rod® for 3” to 10” lines MINI-POD 
carries 125 ft. or 175 ft. of push-rod to inspect 2” to 4” lines


 Rugged frame and 
reel with drag brake 
and reel lock


 Can be 
operated 


vertically or 
horizontally


 Self-Leveling color camera 
available for full-size 
POD or mini-Color 
camera for MINI-POD


 Full Size 
GEN-EYE POD


 Gen-Eye POD™


MINI-POD


 Sunshield


  On-screen 
distance counter   
Lets you keep 
track of how much 
push rod you’ve 
fed into the lines.


 Built-in AC/DC converter 
Allows you to operate in the 
fi eld with truck power alone.


 SD Card Reader 
Records video or still images. 
one GB card records about two 
hours of video.


 Titler with full keyboard 
 You get up to nine 
pages of text to add 
your company name 
and job locations to 
each video you make.


  Other features include: 
  Internal 512 Hz transmitter, picture inverter, dimmer control, camera test port, 3” and 6” trap 
skids, and storage compartment for power cord, camera tool, and remote controls.


FREE DELIVERY


 Get More Calls Get More Calls
with


Keep Your 
Corporate 


Image


For Your Service Area


Not a Franchise
Call Today for Pricing


Call 1-800-Got-Roots and enter your zip code. If your 
area is available, you will reach a Got-Roots Agent.


Keep Your 
Corporate 


 and enter your zip code. If your 


Call Today for PricingCall Today for Pricing


or Brand 
With Us


Count on Hannay Reels for: 
•Reels built to spec – for washdown, jetting,


pipeline inspection, and more 
•Heavy-duty design and construction 
•All products made in the USA


Let Hannay solve your reel issues, so your crew
can get back to business. Visit hannay.com or
call 877-467-3357 for a reel solution.


Onlyone reel can handle 
the toughest treatment.


hannay.com
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The majority of insurance 
brokers don’t know your 
business as well as we do.


With an estimated 26 million septic 
systems serving U.S. residences, there’s 
a considerable amount of work in the
pipeline for septic contractors. However,
until now, septic contractors haven’t had
an all-lines insurance solution that would
cover all of their business exposure from
design and installation to the rental of
portable toilets.


To address this need, Sanitation Insurance
Services specializes in offering a compre-
hensive insurance program specifically for
septic contractors and portable restroom
operators. While some policies provide
coverage for pumping or portable toilet
rental, our program addresses design, 
installation, inspection, service and repair,
vandalism as well as pumping and
portable toilet rental.


You need an insurance program that 
addresses the specific exposures you face,
such as errors and omissions (E&O) cover-
age for the various services you provide.


WE HAVE YOU COVERED. 
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 OLDEST NAME IN THE BUSINESS
— Over 100 YEARS OLD —


     Allan J. Coleman – Since 1905 
Call us today! 773-728-2400


 5725 North Ravenswood Avenue • Chicago, IL 60660 • www.allanjcoleman.com


 PHCC MEMBER


 Repair Center for: RIDGID SeeSnake, Gen-Eye, Radiodetection, Electric Eel, 
Vision Technology, Insight Vision & Spartan Cameras Fast Turnaround Time


 Special
pricing
on all


General 
jetters, 
cameras


and
machines


Vision Technology, Insight Vision & Spartan Cameras 


 CALL FOR


GENERAL


SPECIALS


 StoneAge®


 Warthog®


  Nozzles


WD-1 1/4”
 (8-36” lines)


WG-1”
 (8-36” lines)


WH-1/2 
& 3/4”


 (6-18” lines)


WS-1/2”
 (4-8” lines)


WV-1/4”
 (2-4” lines)


WT-3/8”
 (3-6” lines)


• Video larger drain lines
• Universal Fit


• Quick set-up
• Securely negotiate turns in 4”


     • Promote YOUR Business and Services
• Create Professional Field Reports
• Embedded Media Player
• Web link to your Company
• A Better way to do Business


 5725 North Ravenswood Avenue • Chicago, IL 60660 • www.allanjcoleman.com


 • 3/8’’, 1/2’’, 3/4’’ And 1’’ Jetter Hoses


 • 3/8’’ To 1-1/4’’ Sewer Cables


•   Easy to use removable Digital recording 
device.
•  True Sunlight viewable LCD
•  Plugs into most existing 
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•  30 gig hard drive 


stores hours of 
videos
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is done
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’d like to see you in my office at the end 
of the day.” This is one of those requests 
that just gives a person chills, a pit in 
the stomach, cold sweats, even nausea.


Often the one hearing those words is not the 
only one feeling the discomfort. What is it about 
a request like this that makes everyone involved 
just dread the moment? How can a simple request 
evoke such emotion?


Unfortunately, this is the way most people 
have learned to handle concerns, take care of busi-
ness, lay down the law. When it comes to deliv-
ering tough conversations, starting with the right 


question and the right attitude can change every-
thing about the encounter and the outcome.


Many people simply cannot handle these 
conversations well, but four guidelines will give 
even the most timid at heart, and the most brutally 
honest, a way to offer unpleasant information while 
maintaining integrity and having empathy.


First, a simple guideline. It doesn’t matter if 
the exchange is from a manager to a subordinate, 
or from a subordinate to a manager. By starting 
with a question, you allow the other person to 
listen and participate at his or her rate of speed, 
not yours. Then you must be willing to wait for the 
answer. The simple act of asking a question allows 
the other party to choose to join the conversation.


1. Ask permission to coach. When you have 
an issue with a team member and need the person 
to listen and respond, you must engage that person 
in the process. Consider calling the team member 
to your office and finding something to compli-
ment – and then deliver the tough news about the 
issue at hand.


For example: “Susan, you are one of our best 
telephone salespeople. Do I have permission to 
coach you in another area?” She will most likely say 


yes, and you then have the freedom to discuss the 
troubling issue – be it constant tardiness or what-
ever else. She has involved herself by saying yes.


2. Ask permission to be honest. If you as a 
subordinate want to confront an issue with some-
one in management, it works similarly, but the 
words are different. You don’t want to make the 
other person look bad or foolish, so be discrete. 
Step into the person’s office or schedule a time to 
go over your concerns.


You might say, “John, do I have permission to 
be honest with you?” John will respond with less 
concern about the outcome because you have been 


respectful in your request. Besides, who would say, 
“No, I want you to lie to me”?


The other person may seem puzzled when you 
ask. Don’t fill in the silence – wait for the response. 
However uncomfortable this might seem, it will 
create the results you want. Once the question is 
asked and answered, both parties will listen differ-
ently.


3. Leave out the limiting terms. When 
speaking to someone about habits, behaviors, or 
personal life, it is important not to sugarcoat. For 
instance, in discussing a sensitive area, people of-
ten use words like, “we,” “a little,” “sort of,” “kind 
of,” and others that tend to make the issue appear 
less impactful.


A manager may say to a team member, “Susan, 
we have a little problem with your tardiness.” And 
Susan may think: “If ‘we’ have a problem and it is 
‘little,’ why are you talking to me?”


As a manager, you might instead say, “Susan, 
there is a problem with your continuous tardiness. 
I am concerned and believe you should be too.” 
This phrasing causes Susan to hear the concern. 
You should only share the concern after asking 
permission to coach – that question allows the 


person to engage at a different level and cuts down 
on defensive responses.


4. Assume innocence and avoid accusatory 
language. When having tough conversations, don’t 
assume you know everything about the person or 
the behavior that is creating the problem. It is often 
more than meets the eye.


When you ask for permission to coach or be 
honest, presume that the other party has no idea 
there is an issue or problem – assume innocence. 
The fact Susan is habitually tardy doesn’t mean she 
disrespects you or the organization. Don’t assume 
that you know why it is happening.


Susan could have a dying mother or a new 
diagnosis that is causing her to have blood work 
done often in the morning. Assuming that she is 
innocent is much more productive than accusing 
her. If you wonder what is happening, then just 
ask. But when you ask, don’t do it with an attitude.


Remember: Manager to team member, ask 
permission to coach. Subordinate to manager, ask 
permission to be honest. Use words that don’t limit 
the impact of the issue. Assume innocence and stay 
away from accusations.


These four techniques will cut down on 
the defensive mechanisms we all have in our 
personalities when we know bad news is coming. 
Focus on the fix, not the flaw. It’s an approach that 
can help you encourage others to excellence. C


ABOUT THE AUTHOR  JoAn Majors is a member of the  
National Speakers Association and the Global Speakers Network. For 
information on her seminars and her book, Encouragementors: 16 
Attitude Steps for Building Your Business, Family & Future, visit www.
joanmajors.com.
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ently.


3. Leave out the limiting terms. When 
speaking to someone about habits, behaviors, or 
personal life, it is important not to sugarcoat. For 
instance, in discussing a sensitive area, people of-
ten use words like, “we,” “a little,” “sort of,” “kind 
of,” and others that tend to make the issue appear 
less impactful.


A manager may say to a team member, “Susan, 
we have a little problem with your tardiness.” And 
Susan may think: “If ‘we’ have a problem and it is 
‘little,’ why are you talking to me?”


As a manager, you might instead say, “Susan, 
there is a problem with your continuous tardiness. 
I am concerned and believe you should be too.” 
This phrasing causes Susan to hear the concern. 
You should only share the concern after asking 
permission to coach – that question allows the 


person to engage at a different level and cuts down 
on defensive responses.


4. Assume innocence and avoid accusatory 
language. When having tough conversations, don’t 
assume you know everything about the person or 
the behavior that is creating the problem. It is often 
more than meets the eye.


When you ask for permission to coach or be 
honest, presume that the other party has no idea 
there is an issue or problem – assume innocence. 
The fact Susan is habitually tardy doesn’t mean she 
disrespects you or the organization. Don’t assume 
that you know why it is happening.


Susan could have a dying mother or a new 
diagnosis that is causing her to have blood work 
done often in the morning. Assuming that she is 
innocent is much more productive than accusing 
her. If you wonder what is happening, then just 
ask. But when you ask, don’t do it with an attitude.


Remember: Manager to team member, ask 
permission to coach. Subordinate to manager, ask 
permission to be honest. Use words that don’t limit 
the impact of the issue. Assume innocence and stay 
away from accusations.


These four techniques will cut down on 
the defensive mechanisms we all have in our 
personalities when we know bad news is coming. 
Focus on the fix, not the flaw. It’s an approach that 
can help you encourage others to excellence. C


ABOUT THE AUTHOR  JoAn Majors is a member of the  
National Speakers Association and the Global Speakers Network. For 
information on her seminars and her book, Encouragementors: 16 
Attitude Steps for Building Your Business, Family & Future, visit www.
joanmajors.com.
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SEWER PARTS ONLINE:
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he technicians at Harmon Plumbing Services Inc. in Raleigh, N.C., 
don’t know the folks at the local parts warehouse nearly as well as they 
might. They don’t visit often, thanks to the company’s two spacious 
1999 Ford step vans.


“We stock our trucks to the point where they can do about two weeks’ 
worth of work without restocking,” says owner Steve Harmon, who does busi-
ness as a Rooter-Man franchise. “The trucks truly are rolling warehouses. We 
save fuel and labor on trips to the parts warehouse. Plus we can sell, sell, sell 
without running all over the place. The guys can sell more fixtures at one loca-
tion because they have them in stock.


“The best thing you can do is keep your guys away from a supply ware-
house. Being very conservative, I’d estimate each truck saves us at least five 
hours a week, or about 500 hours a year in all. That adds more than $125,000 
to our annual gross sales.”


Government surplus
The 1-ton vans have aluminum bodies made by Utilimaster Corp. and tan-


dem rear tires that can carry extra weight. Harmon bought the vans from a local 
Ford dealer, who bought them at a government surplus auction. The trucks had 
logged about 24,000 miles apiece, and Harmon paid $12,500 for each of them.


“I was really excited,” says Harmon, who had always wanted the large vans 
because of their high ceilings (6 feet, 1 inch); roomy interiors (a little more 
than 12 by 7 feet); wider high-visibility windshields; and large sides for big, 
eye-catching graphics. “I felt like I hit the jackpot because I knew I could make 
money with them,” Harmon says. “It wouldn’t take long to get a good return 
on my investment.”


Harmon and his crew added fluorescent lights inside and bought generic 
2-foot-deep industrial shelving for storage. They flipped the shelves upside-
down to make use of a half-inch lip that holds plastic storage bins in place. “We 
like to stay organized so guys aren’t fumbling around for tools and equipment,” 
Harmon says. “With the high ceilings, our guys can walk through the aisle 
without crouching over.”


Each truck carries about $6,000 worth of parts, plus a RIDGID K-60 cable 
machine, a Super-Vee handheld cable machine from General Pipe Cleaners, and 
a GO 50 cable machine from Gorlitz Sewer & Drain. The company also owns 
a Gorlitz GO 15 cable unit.


money
machines


Bought right
Harmon Plumbing got a bargain on two used steP vans, wHicH


carry a large inventory and greatly reduce triPs to tHe suPPly House


By Ken WysocKy


t


money machines   
owner: Harmon Plumbing services Inc. 
 (dba Rooter-Man), Raleigh, n.c.


vehicles 1999 Ford step vans
Function: Plumbing and drain cleaning service


primary equipment:  $6,000 parts inventory, three sizes of drain 
 and sewer cable machines
cost: $12,500 each


Plumber Rick Brown shows the spacious interior of one of Harmon Plumbing 
services’ vans. (Photo courtesy of steve Harmon)


lots oF ad space
To advertise his business, Harmon took advantage of the vans’ sidewalls, 


which offer about three times as much space as a conventional cargo van. “On 
the side, from the cab door to the rear door, you’ve got about 12 feet of space,” 
he says. “And because they’re white trucks, the graphics really stand out. We 
use 3M reflective graphics. If one of my trucks goes around here at night, every 
one knows it.”


The extra space lets Harmon list the phone numbers for all three metro-
politan areas his company serves, and he can use much larger numbers, easily 


visible from a distance. “We get a couple calls a month from people who see 
the trucks,” he notes. “One recent call turned into a $6,500 residential sewer 
line replacement.”


Another benefit is that even though more than 10 years old, the vans don’t 
look out of style. “That’s important because customers are concerned if you 
park something in their driveway or on their curb that looks old,” Harmon says. 
“You don’t want to give the impression that you’re not successful enough to 
buy good, modern equipment.”


To make the vans easier to maneuver, Harmon had rear-view backup 
cameras installed. “Before, we were limited in many ways by smaller trucks,” he 
says. “Now we can stock three to four times as much in terms of tools, material 
and equipment. We’re fully prepared for anything.”  C


show us the money (machine)
Money Machines, a feature in Cleaner, reports on innovative work 


vehicles that help contractors operate more efficiently, satisfy customers 
and earn more profit. We’d like to know about your Money Machine — be 
it a service van, camera truck, jetting rig, vacuum unit or any vehicle that 
really helps drive your business. To  nominate your vehicle for a feature 
in this column, send an email to editor@cleaner.com. Tell us briefly but 
specifically what features make it a great producer. And send a picture 
— because appearance counts. We look forward to seeing your Money 
Machine.


“before, we were limited in many ways by smaller 


trucks. now we can stock three to four times as 


much in terms of tools, material and equipment. 


we’re fully prepared for anything.”


steve harmon


money machines   
owner: Harmon Plumbing services Inc. 
 (dba Rooter-Man), Raleigh, n.c.


vehicles 1999 Ford step vans
Function: Plumbing and drain cleaning service


primary equipment:  $6,000 parts inventory, three sizes of drain 
 and sewer cable machines
cost: $12,500 each


The company relies on two 1999 tandem-axle Ford step vans, both 
purchased from government surplus and now outfitted for plumbing 
and drain cleaning. (Photo courtesy of Tracey Washburn)
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 For samples, literature and more information 
contact us at 


Piranha Hose Products, Inc., 
Cadillac, MI


1-800-250-51321-800-250-5132
 www.piranhahose.com 


»  Abrasion resistant 
polyether-urethane cover.


»  Optional Slither® 
polyether-urethane low 
coeffi cient of friction cover.


»  Slither® cover is ultra-slippery; 
allows hose to maneuver and 
around diffi cult sewer bends.


 USB-Sewer Equipment Corporation
1700 Enterprise Way • Suite 116 • Marietta, GA 30067
Toll Free 866-408-2814 • PHONE 770-984-8880 • FAX 770-984-2802
Email info@usbsec.com • Web www.usbsec.com


Often Imitated, 
Never Duplicated


Have you ever had a Sanitary Sewer Overfl ow 
emergency due to a total blockage? Rest assured, 
all you have to do is just send the Wolf, the 
Pipe Wolf that is. This unrivaled nozzle is 
the only tool you need in those emergency 
situations caused by roots, grease, 
silt or any other organic material. A 
tempered stainless steel head is turbine 
driven and spins at approx. 6,000-
12,000 RPM depending on the fl ow 
and pressure of the pump. The Pipe 
Wolf succeeds where standard hydrody-
namic tools fail and will penetrate and 
remove the blockage or obstruction.


PIPE WOLF NOZZLES
 Overfl ow 
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Drain Cleaning Machines


Professional-Grade Drain Cleaning Machines, Cables & AccessoriesProfessional-Grade Drain Cleaning Machines, Cables & Accessories


www.coastmanufacturing.com
1.800.541.7015


Cables
 Heavy duty construction


  The most powerful 
   motor in the industry 


  Quick and easy 
   reel changeover 
  A one year 
   rock-solid warranty 


�
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�
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    high quality wire 


  Most ends & couplings 
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�


  All sizes and lengths


�
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CUSTOM DRILLED
NOZZLES


• Each nozzle is custom drilled
• to match your pump’s flow and
• pressure specs for optimized
• nozzle performance.


• Custom drilling means your
• choice of spray patterns.


• Each nozzle is made with heat
• treated 416 stainless steel
• for superior corrosion and wear
• resistance, and rated up to
• 10,000 psi.


• Most orders shipped within
• one business day.


• 100% satisfaction guarantee.


SIX PACK KIT™


CALL TOLL FREE: 877-457-2782
North Royalton, OH 44133 • www.aquamole.com • Fax: 440-237-2987


NPT Size Price Savings*
1/8" $175 $32
1/4" $186 $33
3/8" $200 $37
1/2" $217 $38


*Compared to individual prices


Thruster Blind Thruster Flusher


Monster Mole De-icer/Degreaser Corner Mole


NOW
OFFERING


JETTING HOSE!
CALL FOR A QUOTE
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n the middle of the grape-harvesting season at the Charles Krug Winery 
in St. Helena, Calif., workers washing 40,000-gallon fermenting tanks and 
wooden storage barrels noticed that the water drained slowly while the level 


in a manhole rose.
A contractor inspecting the 150-year-old 3-, 6- and 8-inch asbestos cement 


lines could not push his camera through the areas where acidic wine fumes 
had eroded the crown of the pipes, allowing soil to cave in. Other contractors 
waterjetting the lines pulled in more soil than they removed.


Jeff Rodgers, winery superintendent, asked Ryan Peterson, owner of 
Express Plumbing Affordable Trenchless Co. in Carmichael, Calif., if he 
could replace the 500-foot-long 8-inch pipe without tearing up the floor or 
interrupting winemaking. Peterson promised not to charge the winery if he 
failed. The men agreed with a handshake.


“I had doubts,” Peterson says. “We’d never keep the host pipe clean 
enough to line it – not with all that gravel falling in – and a fresh cave-in would 
collapse the liner. Pipe bursting was the only alternative.”


Fruit of the Vine
Old-schOOl methOds and pipe bursting help a cOntractOr replace
cOllapsed drain lines withOut interrupting wine prOductiOn


By Scottie Dayton


TOugh JOb


I


tough job   
 PROJECT:  Restore collapsed drain lines in a winery 
  during peak production
 cuStomer: charles Krug Winery, St. Helena, calif.


 contractor:  express Plumbing affordable trenchless co., 


  carmichael, calif.


 equiPment:  m50 pipe bursting system, tric tools inc.


 reSultS: lines replaced without disrupting the winemaking process


leFt PHoto: the stud on the end of the 7/8-inch cable threads into the 
end of the 10-inch HDPe SDr 17 pipe. riGHt PHoto: a nylon lift strap 
wrapped around the modified 8-inch static mole keeps it from sliding off 
the head core while tilted down for entry. old cable grippers welded to 
the mole increase  its base diameter to accommodate the 10-inch burst. 
(courtesy of tric tools inc.)


Peterson consulted Michael Lien, director of operations for TRIC Tools. He 
loaned equipment and offered advice. “The last thing we wanted was to halt 
production to dig up the floors if something went wrong,” says Peterson. Care-
ful planning and coordination of daily schedules kept the winery operating at 
full capacity throughout the labor-intensive project.


ORIgInal buIldIng
Two 300- by 8-foot side aisles crossed the main aisle in the original win-


ery building. Back-to-back fermenting tanks lined both sides of the side aisles. 
When workers washed the tanks, water ran into a trough and down 3-inch 
drain lines teed to a 6-inch feed line under the aisle, then emptied into the 
8-inch pipe beneath the main aisle. That line drained by gravity to a 10-foot-
deep manhole in the parking lot before flowing to a holding pond.


Peterson’s crew excavated the manhole for an entry pit, then devised a 
method to clean and televise the 8-inch pipe all the way to the 4-foot-deep 
manhole behind the building. “We went old school,” says Peterson. “We 
shoved 20-foot sticks of 2- and 3-inch pipe by hand through an open section of 
pipe until stopped by an obstruction.”


They then duct-taped a SeeSnake camera from RIDGID to the hose on 
Peterson’s trailer-mounted waterjetter from General Pipe Cleaners, shoved the 
hose out the smaller pipe, and turned on the water. A subcontractor vacuumed 
the debris.


When the hose on the reel paid out, workers used an electric saw 
to cut through the 8-inch-thick asbestos cement floor to where the camera 
had stopped, then hand-dug down to find it. Running water with the saw 
minimized dust. They repeated the process three times before reaching the  


upstream manhole and excavating it for the 
pulling pit. 


“The ground was solid here, which is why 
we pulled upstream instead of downstream,” 
says Peterson. “Because we worked around 
the winemaking process, it took two weeks to 
clean 500 feet.”


The day of the pull, the men set up the 
cribbing, 24-inch-thick resistance plate, and 
20 gpm/5,000 psi TRIC/Enerpac pump pow-
ering an M50 ram with 48 tons of pulling force 
and 19.24 square inches of piston area. Lien 
chose an 8-inch bursting head with 5.5-inch-
diameter nose attached to a 5/8-inch swage 
cable to pull in the 8-inch HDPE SDR 17 pipe. 
The pull took four hours and was uneventful.


WhIlE yOu’RE aT IT
Rodgers then asked Peterson to replace the 6-inch feed lines. “Working 


around the production schedule was our biggest impediment,” says Peterson. 
“We needed four 4-foot-square entry pits, one at each end of the two side aisles, 
and two 4-foot-square pulling pits above the new pipe in the main aisle.” 


Workers potholed the 4-foot-deep excavations by hand. The preparation 
work and four pulls of 150 feet each took three weeks. The crew also cut 2-foot-
wide sections across the side aisles to the drain line on each trough and re-
placed those pipes. They then cut 3-foot-square holes above the feed lines and 
tied in the drain lines before connecting them into the mainline. “We used 
electric saddle fusion fittings throughout the job to prevent the wine from dete-
riorating anything,” says Peterson.


Rodgers told Peterson to replace the last segment of asbestos cement pipe 
– a 10-inch line running under the barrel washroom to an unknown point. 
“The pipes entering the building were PVC,” says Peterson. “We found an ac-
cess point and launched our camera and jetter setup. The old pipe ran straight 
from the building to a rose garden, turned 45 degrees, and converged with two 
8-inch lines in the asphalt driveway in front of the scale house.”


The crew excavated 4-inch-square pulling pits at the conversion point and 
where the plastic pipe changed to asbestos cement outside the washroom. They 
excavated the entry pit in the rose garden. “Truckloads of grapes arrived all day 
for weighing,” says Peterson. “We stopped and started work a thousand times 
to stay out of their way.”


Lien replaced the 8-inch bursting head with a modified 8-inch static mole 
and switched to a 7/8-inch standard cable. “We welded on old cable grippers 
to increase the base diameter so it would accommodate a 10-inch burst,” he 
says. “The mole slides forward freely to facilitate removal in tight spots without 
having to disconnect the cable from the pipe.”


The total pull of 350 feet was flawless. After fusing the pipes and backfill-
ing the holes, the crew cleaned the complete piping system all the way to the 
pond to remove any residual gravel. Peterson’s success led to similar work from 
other wineries. C


“i had doubts. we’d never keep the host pipe clean 


enough to line it – not with all that gravel falling in – 


and a fresh cave-in would collapse the liner. 


pipe bursting was the only alternative.”


Ryan Peterson


tough job   
 PROJECT:  Restore collapsed drain lines in a winery 
  during peak production
 cuStomer: charles Krug Winery, St. Helena, calif.


 contractor:  express Plumbing affordable trenchless co., 


  carmichael, calif.


 equiPment:  m50 pipe bursting system, tric tools inc.


 reSultS: lines replaced without disrupting the winemaking process


two express Plumbing affordable trenchless 
co. workers direct Gilbert Guerrero in the 
tracked mustang me3003 mini-excavator 
as he lines up the 10-inch HDPe pipe for the 
350-foot pull. 
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n the middle of the grape-harvesting season at the Charles Krug Winery 
in St. Helena, Calif., workers washing 40,000-gallon fermenting tanks and 
wooden storage barrels noticed that the water drained slowly while the level 


in a manhole rose.
A contractor inspecting the 150-year-old 3-, 6- and 8-inch asbestos cement 


lines could not push his camera through the areas where acidic wine fumes 
had eroded the crown of the pipes, allowing soil to cave in. Other contractors 
waterjetting the lines pulled in more soil than they removed.


Jeff Rodgers, winery superintendent, asked Ryan Peterson, owner of 
Express Plumbing Affordable Trenchless Co. in Carmichael, Calif., if he 
could replace the 500-foot-long 8-inch pipe without tearing up the floor or 
interrupting winemaking. Peterson promised not to charge the winery if he 
failed. The men agreed with a handshake.


“I had doubts,” Peterson says. “We’d never keep the host pipe clean 
enough to line it – not with all that gravel falling in – and a fresh cave-in would 
collapse the liner. Pipe bursting was the only alternative.”


Fruit of the Vine
Old-schOOl methOds and pipe bursting help a cOntractOr replace
cOllapsed drain lines withOut interrupting wine prOductiOn


By Scottie Dayton
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ORIgInal buIldIng
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Peterson’s trailer-mounted waterjetter from General Pipe Cleaners, shoved the 
hose out the smaller pipe, and turned on the water. A subcontractor vacuumed 
the debris.
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says Peterson. “Because we worked around 
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clean 500 feet.”
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cribbing, 24-inch-thick resistance plate, and 
20 gpm/5,000 psi TRIC/Enerpac pump pow-
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chose an 8-inch bursting head with 5.5-inch-
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WhIlE yOu’RE aT IT
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to increase the base diameter so it would accommodate a 10-inch burst,” he 
says. “The mole slides forward freely to facilitate removal in tight spots without 
having to disconnect the cable from the pipe.”


The total pull of 350 feet was flawless. After fusing the pipes and backfill-
ing the holes, the crew cleaned the complete piping system all the way to the 
pond to remove any residual gravel. Peterson’s success led to similar work from 
other wineries. C


“i had doubts. we’d never keep the host pipe clean 


enough to line it – not with all that gravel falling in – 


and a fresh cave-in would collapse the liner. 
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Ryan Peterson
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 This Is The Nozzle You’ve Been Waiting For


MADE IN THE USA


*Patented


 3/4-1”  40-160 gpm/1500-4000 psi
1/2” 7-35 gpm/1500-10,000 psi


CHEMPURE 
PRODUCTS CORP.
 1-800-288-7873 • 330.874.4300  


www.chempure.com


 WE SELL AND 
SERVICE COLD 


WATER JETTERS


WE SELL PARTS, PUMPS, 
UNLOADERS, HOSES, 


JET TIPS, ETC. 


Custom Built Jetters
 Hot or cold water jetters from 4 gpm at 
4000 psi to 12 gpm at 4000 psi, skid 
or cart frames or small trailer systems.


 “The Root Rat is the easiest and most 
versatile root cutter nozzle I have ever used. 
The Root Rat works where other nozzles fail.”


Tim Jones, owner 
of Eastern Sewer Jetting 


root cutter nozzleroot cutter nozzle


 3/8” 3-10 gpm/2000-7500 psi


Root Rat Combo Kit
 3/4 - 1” root rat combo kit. Use a 
reducer adapter to go from 1” to 3/4”.


root cutter nozzleroot cutter nozzleroot cutter nozzleroot cutter nozzleroot cutter nozzle


®


R E N T A L S ,  S A L E S  &  S E R V I C E


LAPLACEEQUIPMENT
• WATERBLASTERS:


PRESSURE TO 40K,
FLOW TO 100 GPM


• WATER JETTING TOOLS
• HYDRO-MOWERS
• 3D NOZZLES
• ROTATING NOZZLES
• HIGH PRESSURE HOSES
• LANCES
• FITTINGS
• TIPS
• SUPPLIES
• EXPERIENCED TEAM


FOR PLANNING,
TRAINING & SETUP


CALL
985.652.5210


FOR YOUR
WATERBLAST


PROJECT
SOLUTIONS


WWW.H2OBLAST.COM


CALL
985.652.5210


FOR YOUR
WATERBLAST


PROJECT
SOLUTIONS


WWW.H2OBLAST.COM


1430 N. Hundley St. Anaheim, CA 
714-632-8198  fax: 714-632-8228
www.southlandtool.com 
e-mail: sales@southlandtool.com


New Flat trap
for scraping


and skimming


Scoopas bring it
straight up.


Debris baskets
for the down
stream line.


New Curved Chopper 
blade. Great for cutting


and pushing


New 4-prong 
hooker. Lifts better 


than before.


Debris Cylinders 
from 6" to 15"


Vacuum Traps Hose grapple Camera
hook


9" Catch 
basin spoon


Sewer rods, tools
accessories


Fiberglass pole sets


Handy-clams


Spoon with wood pole


New, Double
Sided 3 blade cutter!


ATTENTION DEALERS!
Buy 4 tools and a set of poles 
and We’ll send you a display 


stand for your shows for 
FREE!


"PUMA TOOLS" ARE ... 
Manhole Debris Extraction 
and Sewer Cleaning tools, 


perfect for every Sewer Dept.
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Spending Too Much 
on CIPP Sectional Lining Kits?


-  FiberGlass with 
Felt Scrim


- Epoxy Resins


- Silicate Resins


- Carrier Packers


- Free Training


-  24/7 Customer 
Support


Visit our Website: 
www.primelineproducts.com


Call Us Today!
Toll Free (877) 409-7888


PrimeLiner™
Sectional Lining Materials


Your Prime Source 
for Solutions, Products 


and Training


Save 


up to 


75% OFF
Kit 


   Pricing!!


PHONE 800.926.1926 OR  262.692.2416   
FAX  800.669.1434 OR  262.692.2418


Petersen� Pipe Plugging Systems


AIR SUPPLY


ADJUSTABLE DEPTH
SET COLLAR


INFLATION RAM


LAUNCH CYLINDER
DRAIN VALVE


PACKING SEAL


FULL PORT VALVE


PIPELINE HOT TAP
SADDLE


INFLATED PLUG
AFTER INSERTION INTO PIPELINE


LAUNCH CYLINDER


DEFLATED PLUG
AFTER REMOVAL FROM PIPELINE


DEFLATED AND FOLDED PLUG
BEFORE INSERTION INTO PIPELINE


INFLATION RAM
ANCHOR LUGS


LIFT LUGS


QUICK CONNECT


THIS IS A TYPICAL INSTALLATION 
DIAGRAM FOR INSERTING AND 
REMOVING THE PETERSEN® 129-SERIES 
MULTI-FLEX™ LINE STOP PLUG.


www.pipeplug.com


PRODUCTS
COMPANY


Economical Hot Tap
Plugging Systems Pipe Plugs and Packers for all


your Pressure, Chemical, and
Temperature Requirements.  
Call us to quickly customize a
pipe plug or plugging system 
for your specific application.


Serving Professionals Since 1916
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 Signature (required)__________________________________ 


Date_____________________________________________


Print Name________________________________________


Company Name____________________________________


Mailing Address ____________________________________


City______________________________________________


State__________________________Zip________________


Phone___________________________ Fax______________ 


E-Mail_____________________________________________


Also send a FREE* subscription to: (*U.S. subscriptions only.)


Coworker’s Name___________________________________


Title______________________________________________


Coworker’s Name___________________________________


Title______________________________________________


 WHAT IS YOUR TITLE?
❑ President/CEO/Owner  ❑ Manager/Supervisor   ❑ Operator/Worker 
❑ Engineer/Consultant     ❑ Manufacturer/Distributor  
❑ Other ___________________


WHAT IS YOUR COMPANY’S PRIMARY SERVICE?   (check only one)
❑ Oil� eld Services            ❑ Industrial/Commercial/Municipal Services  
❑ Gas/Mining Services   ❑ Equipment Sales/Manufacturing  
❑ Trucking/Hauling         ❑ Other _________________________


WHEN IT COMES TO EQUIPMENT AND 
OTHER PURCHASING DECISIONS, WHAT IS YOUR ROLE?
❑ Final decision maker   ❑ Heavily involved   
❑ Somewhat involved    ❑ Not at all involved


WHAT IS YOUR ANNUAL BUDGET FOR NEW OR USED EQUIPMENT?
❑ $0-$50K  ❑ $50K-$100K  ❑ $100K-$200K  ❑ $200K-$300K 
❑ $300K-$400K  ❑ $400K-$500K  ❑ More than $500K


 FAX this form to 715.546.3786


MAIL this form to 


COLE Publishing, P.O. Box 220, Three Lakes, WI 54562-0220


PHONE 800-257-7222  ONLINE at www.gomcmag.com


 Start my FREE* subscription 
to GOMC Magazine. (*U.S. subscriptions only.)


❑


For Environmental & 
Support Service Professionals
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 Leaders In 
Cutting 


Technology


Dominator® 
Cutters


 »  Generation II Infi nite 
Controls


»  Streamlined Air Motors  
Ranging from .7 HP to 
2.5 HP


» Air Motor Rebuilds


»  Classic 615 & Jumbo 1236 
Repair Parts & Service


»  Free Training at Our Facility 
on Our Products


 » Dominator® 4-30 Cutters


»  Bowman 615 Cutters


» Aries Cutters


»  TryTek Cutters


Bowman Line
Of


Drive Motors
For


 717-432-1403 • www.bowmantool.com • bowmantoolco@earthlink.net  


 »  Generation II Infi nite 


For


Introducing
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Nozzle kit
Performance Nozzle Kits from 


Spartan Tool have five main nozzles to 
tackle blockages. The nozzles come in 
a heavy-duty carrying case. Available in 
3,000 psi and 4,000 psi versions for 3/8-
inch or 1/2-inch hose, kits include an 
open-tipped penetrator nozzle, a closed-
tipped standard jetting nozzle for maxi-
mum distance down the line, a heavy 
“rocket” nozzle that hugs the bottom of 
the line for clearing heavy sediment, a 
Q-style flusher nozzle with its main jets 
faced forward for downhill jetting when there is no other point of entry to 
the line, and a Warthog nozzle for 3- and 4-inch lines. 800/435-3866; www.
spartantool.com.


Flexible hose
SPIR STAR Silver Mongoose hose is a lightweight, flexible hose with a su-


per-urethane outer cover. It is available in 3/8-inch and 1/2-inch inner diameter, 
and has a working pressure of 15,000 psi. 800/890-7827; www.spirstar.com.


Cart-mouNted 
jetter


The KJ-3100 waterjetter from 
RIDGID (3,000 psi/5 gpm) clears 
blockages in 2- to 10-inch drains. 
Powered by a 16 hp gasoline engine, 
it lets users reach remote or restrict-
ed-access drains. It is mounted on a 
heavy-duty two-wheeled cart that fits 
through standard doors and negoti-
ates tight turns. The hose reel detaches from the cart for loading into service 
vehicles and carries 200 feet of 3/8-inch hose. 


Pulse Action allows the cleaning head and hose to maneuver through traps 
and bends in the line. The high-pressure triplex pump has a corrosion-resistant 
forged brass head. The unit comes with a propulsion nozzle that helps to carry 
the hose quickly through pipes to obstructions, and a penetrating nozzle to cut 
through ice and sludge. 800/769-7743; www.ridgid.com.


PiPe sCraPer
The Cak Tool from UEMSI uses 


a solid front blade and steel cables that 
scrape the walls of pipes. Once materi-
als are broken free, the jets on the back 
flush them down. The unit can be at-
tached to any root cutter motor system 
with a 1-inch main shaft. It comes with 


the main body, a 5- or 7-inch front solid blade, and three sets of cables in a 
choice of sizes (6 to 30 inches). 800/666-0766; www.uemsi.com.


duCt rodders
Made-to-order Cobra, Python and Mini-


Cobra duct rodders from Condux fit light- to 
heavy-duty applications. They all have glass-
reinforced composite cores, jacketed in a 
tough plastic coating. Favorable electrical and 
thermal properties that make them safe for use 
in cable-occupied duct. Rodder cage sizes are 
matched to the diameter and length of each 
rod order. The lightweight cages offer sturdy 
construction and a hand-operated wheel 
brake. Duct rods come with a threaded end fitting on each end and a tapered 
head on the outward end. A number of optional end fitting accessories are avail-
able. 507/387-6576; www.condux.com. C


municipal/industrial maintenance
By Scottie Dayton


Product focus


•  Masterliner’s signature PDQ resin 
cures without external heat source


• On site training available 


• Little to no excavation


• Fast and easy to install


• Bulk pricing available


•  Perform as many as 7 repairs in 
a day


• Improves fl ow characteristics


•  Virtually eliminates infi ltration & 
exfi ltration


• Full range of pipe sizes


• WE WILL NOT BE UNDER SOLD!!


If you want to increase your bottom line choose the Master 
Lateral system. Not only will it increase your profi ts it will 
lower the customers cost. So if you want  a win-win situa-
tion for both parties choose Masterliner for all your lateral 
needs. There is no disaster 
when you use the Master!


www.masterliner.com • jonathon@masterliner.com
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Nozzle kit
Performance Nozzle Kits from 


Spartan Tool have five main nozzles to 
tackle blockages. The nozzles come in 
a heavy-duty carrying case. Available in 
3,000 psi and 4,000 psi versions for 3/8-
inch or 1/2-inch hose, kits include an 
open-tipped penetrator nozzle, a closed-
tipped standard jetting nozzle for maxi-
mum distance down the line, a heavy 
“rocket” nozzle that hugs the bottom of 
the line for clearing heavy sediment, a 
Q-style flusher nozzle with its main jets 
faced forward for downhill jetting when there is no other point of entry to 
the line, and a Warthog nozzle for 3- and 4-inch lines. 800/435-3866; www.
spartantool.com.


Flexible hose
SPIR STAR Silver Mongoose hose is a lightweight, flexible hose with a su-


per-urethane outer cover. It is available in 3/8-inch and 1/2-inch inner diameter, 
and has a working pressure of 15,000 psi. 800/890-7827; www.spirstar.com.


Cart-mouNted 
jetter


The KJ-3100 waterjetter from 
RIDGID (3,000 psi/5 gpm) clears 
blockages in 2- to 10-inch drains. 
Powered by a 16 hp gasoline engine, 
it lets users reach remote or restrict-
ed-access drains. It is mounted on a 
heavy-duty two-wheeled cart that fits 
through standard doors and negoti-
ates tight turns. The hose reel detaches from the cart for loading into service 
vehicles and carries 200 feet of 3/8-inch hose. 


Pulse Action allows the cleaning head and hose to maneuver through traps 
and bends in the line. The high-pressure triplex pump has a corrosion-resistant 
forged brass head. The unit comes with a propulsion nozzle that helps to carry 
the hose quickly through pipes to obstructions, and a penetrating nozzle to cut 
through ice and sludge. 800/769-7743; www.ridgid.com.


PiPe sCraPer
The Cak Tool from UEMSI uses 


a solid front blade and steel cables that 
scrape the walls of pipes. Once materi-
als are broken free, the jets on the back 
flush them down. The unit can be at-
tached to any root cutter motor system 
with a 1-inch main shaft. It comes with 


the main body, a 5- or 7-inch front solid blade, and three sets of cables in a 
choice of sizes (6 to 30 inches). 800/666-0766; www.uemsi.com.


duCt rodders
Made-to-order Cobra, Python and Mini-


Cobra duct rodders from Condux fit light- to 
heavy-duty applications. They all have glass-
reinforced composite cores, jacketed in a 
tough plastic coating. Favorable electrical and 
thermal properties that make them safe for use 
in cable-occupied duct. Rodder cage sizes are 
matched to the diameter and length of each 
rod order. The lightweight cages offer sturdy 
construction and a hand-operated wheel 
brake. Duct rods come with a threaded end fitting on each end and a tapered 
head on the outward end. A number of optional end fitting accessories are avail-
able. 507/387-6576; www.condux.com. C
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By Scottie Dayton


Product focus


 


8 lb8 lb


Doug Meadows
Company, LLC
Doug Meadows
Company, LLC
D
C
DDDDD
CCCCC


1.800.588.3684
Fax (325) 695-7954 


Web site: www.dougmeadows.com 


“JAKE”
Manhole


 


Cover Extractor


Distributed by: 


12 lb12 lb


8 lb
12 lb


Manhole Cover Extractor
“MARY A”


Manhole Cover Extractor
“MARY A”


8 lb. and 12 lb. (4140) ASTM A148 cast 
steel head breaks frozen covers free easily.
Serrated edge strengthens pick-end and eliminates possiblity of tool 
becoming bottlenecked in the cover. 


Combination sledge hammer and pick/pry bar. Two tools in one 
enables a worker to carry only one piece of equipment into the street


Tapered saw-tooth pick fits 5/8” or larger drain holes and most pick slots.


Top quality handle constructed of fiberglass.


“Mary A” is patented, patent pending on the “Jake”


Web site: www.dougmeadows.com 


Call For A Free Video and Info. on Your Nearest Distributor


949-363-1401 • www.soilsurgeoninc.com


The MOST POWERFUL
HYDRO-EXCAVATING TOOL


ON THE MARKET!


Features include:
• 6-foot tube
• 1" water connection
• Handles for easy maneuvering
• Bumpers on bottom to protect tips 


and line


•  Fits all truck manufacture designs
•  Quick connects to 8- or 6-inch boom
•  You control water flow pressure and power


with the truck’s controls
•  Is designed to cut through all types of soil


Use your sewer combination truck to:
• LINE LOCATE • POTHOLE
• TRENCH • BASIN CLEAN


(within minutes)


SOIL SURGEON INC.
Patent #6,484,422B1


The SOIL SURGEON™


Get the patented 
design that WORKS


where water ring bores inward to cut 
the soil and outward to get tube down







Top ten reasons Indianapolis 
is the best place for the 2012
Pumper & Cleaner Expo


10. David Letterman is from Indianapolis, 
so Top Ten lists are everywhere.


9. If they can handle 80,000 Super Bowl fans,   
15,000 Pumper & Cleaners should be doable.


8. 4,700 hotel rooms connected to the convention
center - that's nearly 2,000 more than Opryland.


7. Over 200 restaurants, bars, and entertainment 
options all within walking distance - close 
walking distance.


6. Climate controlled skywalks mean never 
having to wear a coat - or scarf, or mittens, 
or stocking cap.


5. Send your significant other shopping - 
the Convention Center is attached to a mall!


4. No matter what state you are from, there's only
one way to pronounce “Indianapolis”.


3. The last major crime spree in the city was by 
Indianapolis native John Dillinger in 1931.


2. 35 cities fly non-stop to Indy's brand-new 
airport - opened in November 2008.


1. Horses don't race there, cars do!


Newly expanded indiana
Convention Center


February 27 - March 1, 2012


Indiana Convention Center  • Indianapolis, Indiana


Monday - Education Day  • Tuesday - Thursday - Exhibits


www.pumpershow.com
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Price.   Availability.   Quality.


Need a reliable source for your sewer cleaning hose?  Vactor Manu-
facturing and their worldwide dealer network have partnered with 
Piranha Hose to bring you Vactor branded rodder hose.  The new 
Vactor Rodder Hose is constructed with a yellow polyolefin tube, 
high tensile synthetic braid reinforcement to reach the desired 
pressure rating, and then covered with a high abrasion resistant 
polyether-urethane cover for long life and reliable sewer line clean-
ing performance.


And you don’t have to worry about availability - we carry all of the 
Piranha hose products, sizes from 1/2” – 1 1/4” are in-stock and avail-
able at competitive prices for quick delivery from your Vactor dealer.  


To find out if there are specials or to order call your Vactor dealer today 
or visit us at www.vactor.com to find a dealer near you.


 And the                                  name to back it all. And the                                  name to back it all.


THE CABLE CENTER 1-800-257-7209THE CABLE CENTER 1-800-257-7209
MIDWEST’S LARGEST FACTORY AUTHORIZED


REPAIR CENTER FOR GATORCAM, GEN-EYE & SEESNAKE


• THE CABLE CENTER . 8318 OLIVE BLVD. . ST. LOUIS, MO 63132 . 314-993-3099 •• THE CABLE CENTER . 8318 OLIVE BLVD. . ST. LOUIS, MO 63132 . 314-993-3099 •


RIDGID’s new SeeSnake DVDPak
• Full Color Display
• Optional Recording Accessory
• Smaller Case
• Battery-Powered Freedom
• NEW Line Trace


Capability;
you’ll be able to trace
the entire push cable


CALL FOR


SPECIAL


PRICING ON


ALL CAMERA


KITS!


FREE


DELIVERY


ON ALL RIDGID


CAMERA
KITS


24
HOUR


TURNAROUND


SeeSnake®


DVDPak
+ Microdrain™
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Mr. rooter renews ronald 
Mcdonald House sponsorsHip


Mr. Rooter Corp. and five other franchise companies of The Dwyer Group 
Inc. will commit $100,000 to Ronald McDonald House Charities. In addition 
to donating $100,000 to the charity in 2010, the franchises donated $82,000 
through work at Ronald McDonald Houses across the nation. In the past year, 
Mr. Rooter Plumbing franchises donated $54,530.73 to Ronald McDonald 
House Charities through in-kind donations.


siMple solutions adds odor control dealer
R.C. Worst & Company Inc. has joined Simple Solutions Distributing as a 


dealer for the Wolverine Brand of odor control products. 


GorMan-rupp Mansfield division 
receives iso certification


The Gorman-Rupp Co.’s Mansfield, Ohio, division achieved certification 
to ISO 14001:2004 for environmental management. Certification of the pump 
manufacturer recognizes the use of best management practices, technical ad-
vances, continual improvement and environmental awareness.


wastequip launcHes redesiGned website
Wastequip launched a redesigned website, www.wastequip.com. The site 


features product videos, sales quotes and market segments. Other features in-
clude downloadable literature, training information and company news.


nlb releases waterjet 
accessory cataloG  


NLB Corp. released the 2011 edition of its waterjet 
accessory catalog. The 106-page edition can be down-
loaded from the company’s website, www.nlbcorp.com. 


jetstreaM siGns distribution aGreeMent
Jetstream of Houston LLP signed a distribution agreement with TST Swe-


den to offer personal protective equipment for waterblasting and hydrodemoli-
tion applications from the TST product line in the U.S. and Canada.


director, 
enGineer join 
Midwest Mole


Randy Marra joined 
Midwest Mole Inc. as  
director of business devel-
opment and Brent Hofer 
joined the company as 
project engineer and esti-
mator. Marra brings 30 years experience in underground construction experi-
ence to his position, while Hofer has 10 years experience in the construction 
industry.


Grote industries 
naMes ManaGers


Grote Industries 
named Kent Bode to a 
national management 
role, Mark Blackford na-
tional fleet manager and 
Jim Holmes southeastern 
OEM regional sales man-
ager. Bode joins the aftermarket sales department as manager of the south central 
aftermarket region and national account manager for the heavy-duty division. 
Bode has been with Grote for nearly 15 years. Blackford has been with Grote 
for almost 20 years, while Holmes joins the company with 15 years of sales and 
support experience.


Hobas pipe usa receives iso certification
HOBAS Pipe USA obtained ISO 14001 certification for environmental 


management. Certification was granted after audits by TUV SUD Management 
Service GmbH. HOBAS also is ISO 9001 certified.


liqui-force to install spectrasHield in canada
SpectraShield Liner Systems named Liqui-Force Services, Kingsville, Ont., 


the exclusive licensee and installer for the SpectraShield system in Canada. 
Liqui-Force provides mainline sewer, manhole and trenchless lateral rehabilita-
tion throughout Canada.  C


INdustry
News


Randy Marra


Mark BlackfordKent Bode


Brent Hofer


This is your bolt in Replacement
Save Time and Money


with the 3-Stage Turbo Blower
                by Dunbar Kapple


Orlando, Florida


800-359-7867
(t) 407-841-7867
(f) 407-648-2096Sales & Repair


www.PatsPump.com


• 


 


Need a Turbo Fan for your 
VAC truck. No retrofit required


• NEW coated housing for 
longer life 


• Easy-open ports for 
inspection and clean out 


d


The 
Original Fan 
Manufacturer


                bbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbyyyyyyyyy    


10% Off
July 4th 
Special


hh 
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manufacturer recognizes the use of best management practices, technical ad-
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Grote Industries 
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national management 
role, Mark Blackford na-
tional fleet manager and 
Jim Holmes southeastern 
OEM regional sales man-
ager. Bode joins the aftermarket sales department as manager of the south central 
aftermarket region and national account manager for the heavy-duty division. 
Bode has been with Grote for nearly 15 years. Blackford has been with Grote 
for almost 20 years, while Holmes joins the company with 15 years of sales and 
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HOBAS Pipe USA obtained ISO 14001 certification for environmental 


management. Certification was granted after audits by TUV SUD Management 
Service GmbH. HOBAS also is ISO 9001 certified.
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Please call for an on-site 
FREE demonstration!
Vivax-Metrotech Corporation
3251 Olcott Street, Santa Clara, 
CA 95054, USA


Toll Free: +1-800-446-3392 
Tel: +1-408-734-1400  
Fax: +1-408-734-1415


Website: www.vivax-metrotech.com 
Email: sales@vxmt.com


vCam Series Digital Inspection Systems
   Versatile       Onsite Training       Local Support       Repairable Camera Heads       Camera Exchange Program   


Record to 300GB HDD or SD card
Transfer video and snapshots to USB Devices
Internal Ni-MH rechargeable batteries
Modular “field serviceable” control module
8” recessed color TFT LCD 
Full size alpha/numeric weather resistant keyboard
5 types of reels all work with 1 control module
Locatable Sondes on entire range of reels
Field serviceable camera terminations


vCamModular-R Control Module


Attachable vCamLS handheld 
viewer with choice of 9mm or 
17mm color flexible rod camera


Type-S Reel (60ft)


17mm Standard 1” Standard


1.3” Self-Leveling 1.3” Self-Leveling


1.8” Self-Leveling


25mm Standard


33mm Standard


Type-C Reel (200ft) Type-P Reel (400ft) vLocCam 
Camera Locator


Type-S Reel (60ft) Type-P Reel (400ft)Type-C Reel (200ft)


512Hz, 33kHz frequencies
Compass mode for easy 
locates
Pushbutton depth reading
Locates live power, CATV 
and telephone


512Hz, 33kHz frequencies


Type-M Reel (100/200ft)


 Jaws®


 Paikert™


 Hammerhead™


 Spinner™  C-Ray™ 8 00
Lumberjack®


 IceBear™


 C-Ray™ 4 00


 Orca™ 10-Year Limited Warranty


5-Year Limited Warranty


 Rental and Leasing 
Services Available! 


 Call For FREE DVD


Equipment 
Engineered for Long 


Lasting Performance™


 www.nozzteq.com
Phone: 1.866.620.5915


Fax: 603.413.6744Member


 Spinner™  C-Ray™ 800
Lumberjack®


 C-Ray™ 400


 10-Year Limited Warranty


5-Year Limited Warranty BL Swiper™


 Check out our 
online store at 


cole-mart.com/nozzteq


Check out our 
online store at 


cole-mart.com/nozzteq


4" to 12" 
Male Coupler


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


6" and 8" 
Aluminum Weldon


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


Irrigation fittings are for irrigating – NOT vacuum.
How many dollars are you spending


 SUCKING AIR?
Industry-proven, quality vacuum couplings from Bandlock will put money into your pockets.


1-800-659-2978
www.bandlockcouplers.comBANDLOCK


Corp.


Download Catalog
From Our Web Site!


MADE IN THE U.S.A.
Superior “Quick” Connect Vacuum And 
Pressure Couplings And Accessories


BANDLOCK 
Reducers


4" to 12" 
Female Coupler


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


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


Standard & International
EZ Lift Clamps 4" to 12"


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


BANDLOCK “Y”’sBANDLOCK “Y”’s


Aluminum & Steel PipeAluminum & Steel Pipe


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


Rubber GasketsRubber Gaskets


Special “Y” ReducersSpecial “Y” Reducers


Recognized
as the
#1


Relief Valve
in the World


Close Tolerance 
Couplers And 
Fittings Bring 


“Safety” To Your 
Work Place. 


4" to 12" 
Male Coupler


Abrasive Bulk Nozzles


6" and 8" 
Aluminum Weldon


BANDLOCK 
Reducers


4" to 12" 
Female Coupler


EZ Lift Clamps 4" to 12"


Recognized
as the
#1


Relief Valve
in the World


Close Tolerance 
Couplers And 
Fittings Bring 


“Safety” To Your 
Work Place. 


Standard & International
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NLB. The Leader in Water Jet Productivity.


New Torrent™ 3-D head:
higher fl ow, longer life


With the new Torrent™, NLB 3-D heads have reached 
new levels of cleaning power and seal life.  New 
features get tanks even cleaner, with less downtime 
for normal maintenance.  Torrent™ gives you:


fl ows up to 150 gpm• 


operating pressure to 10,000 psi• 


long-life seals and bearings• 


rugged stainless steel body• 


NLB quality and performance• 


Maximize your tank cleaning power with a  
Torrent™ 3-D head.  Call 877-NLB-7988 today.


J U N E  S P O T L I G H T


29830 Beck Road, Wixom, MI 48393 • www.nlbcorp.com
MI: (248) 624-5555, TX: (281) 471-7761, NJ: (856) 423-2211, 


LA: (225) 622-1666, CA: (562) 490-3277, e-mail: nlbmktg@nlbusa.com


Download our 
2011 catalog NLB. The Leader in Water Jet Productivity.


3-D head:
higher fl ow, longer life


Featured in an article?


Make the 
most of it!


REPRINTS AVAILABLE
We offer : 


Hard copy color reprints
Electronic reprints


Visit cleaner.com/order/reprint
for articles and pricing


  CONFINED SPACE 
RESCUE SYSTEMS


 Tripod Systems: S50G-M7 - TP7  
tripod, R50G rescue unit, MW50G 
work winch, as shown.


 GasAlert S ystems: The MicroClip 
and Quattro multi-gas detectors.


  Blower:  8 Inch Plastic COM-PAX-IAL 
Blower With Canister-25’ Ducting


RESCUE SYSTEMSRESCUE SYSTEMS
  CONFINED SPACE   CONFINED SPACE   CONFINED SPACE   CONFINED SPACE   CONFINED SPACE   CONFINED SPACE   CONFINED SPACE   CONFINED SPACE   CONFINED SPACE   CONFINED SPACE   CONFINED SPACE   CONFINED SPACE   CONFINED SPACE   CONFINED SPACE 
RESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMSRESCUE SYSTEMS


 Call Toll-Free
1.800.325.3730


 www.MilwaukeeRubber.com







www.cleaner.com • Since 1985    June 2011      71


6% ONE YEAR FINANCING AVAILABLE!
Longer lease rates also available. Call Keith for details.


– Call Us Evenings and Weekends –
Keith: 405-602-9155 & 


Jim: 405-205-3974
5037 NW 10th
Oklahoma City, OK 73127


Buying a SeeSnake?


CaLL uS FOR 
gReaT PRiCing &


FRee SHiPPing!


ALL UNITS AVAILABLE FOR


RENT OR PURCHASE


888-VAC-UNIT


51 Stone Road Lindenwold, NJ 08021
888-VAC-UNIT  Fax: 856-627-3044


2008 International truck mounted,  
industrial wet/dry vacuum loaders 


with 27" Hg blowers
2 Available


Price by Request


2006 GMC (very low mileage) truck
mounted high pressure jetter unit with


TV inspection and vacuum system
Price by Request


2008 Condor, dual steer truck mounted,
large capacity sweeper with dual sweep


gear and catch basin cleaner unit
Price by Request


2008 Sterling truck mounted 
combination vacuum and jetter units


3 Available
Price by Request







72      Cleaner • June 2011


GRADALL INTRODUCES 
ALL EXCAVATE 
HYDROEXCAVATOR


The Vacall All Excavate 
hydroexcavator from Gradall 
Industries Inc. features a dedi-
cated system for excavating 
around water, sewer, gas and 
utility lines. The unit’s high-pressure water system has a hydraulically driven 
variable-speed system with rheostat control to minimize water usage and refi ll 
time. The system powers a wand that delivers a high-pressure stream to break 
up material. Water pumps are available in 10, 15 and 20 gpm with 3,000 to 
3,500 psi. To protect from freezing, the water system, wand, control panel, 
tools and worker apparel are enclosed in a heated compartment. The water tank 
is fabricated from aircraft-quality aluminum for extra strength and mounted 
high on the chassis to reduce damage from debris. Features include CANbus 
intelligent control system, multistage fi ltration and hydro boom at the rear of 
the chassis. 800/382-8302; www.vacallindustries.com.


GUZZLER INTRODUCES 
REDESIGNED NX 
VACUUM LOADER


The Guzzler NX vacuum truck 
from Guzzler Mfg. has been redesigned 
to enhance productivity at a lower 
price. The cyclone and baghouses are 
confi gured together to maximize effi ciency and reduce overall weight. An in-
creased fi lter area and offl ine cleaning extend bag life while forcing carryover 
back to the debris tank. Seventy-two 70-inch bags provide a low 4:1 air-to-cloth 
ratio, keeping the system clean and fi ltered for reliable performance and high 
productivity. The truck carries a Robuschi blower delivering 5,435 cfm with 
vacuum capability to 28 inches Hg. The blower, combined with simple air rout-
ing, makes more air available at the hose inlet to move more material. The large 
blower lets users load more material at a lower engine rpm, conserving fuel and 
reducing noise. The truck has a Tested Operating Sound Level of 88.9 dB per 
SAE J1372 test. 815/672-3171; www.guzzler.com.


KEITH HUBER INTRODUCES 
BARON VACUUM TRUCK


The Baron industrial vacuum 
truck from Keith Huber combines the 
safety and deep vacuum power of a liq-
uid ring pump with high airfl ow and 
quiet operation. It fi lls a need for high-
way transportation of larger payloads. 
The truck offers high power with innovative vacuum and fi ltration technology 
in an operator-friendly package that is conservatively priced. The liquid ring 
pump makes it safe to use in pumping hydrocarbons. The unit’s light weight 
allows for larger payloads. A standard remote control allows operation away 
from the control cabinet. 800/334-8237; www.keithhuber.com.


CRETEX INTRODUCES 
PRO-CUTTER MANHOLE TOOL


The Pro-Cutter manhole reha-
bilitation tool from Cretex Specialty 
Products works with carbide and 


diamond bits for speed and versatility 
when cutting a 60-inch circular hole through 


asphalt and reinforced concrete. The tool attaches to a 
skid-steer or track loader. Electric-over-hydraulic controls operated by joystick-
mounted pushbuttons simplify operation. The tool has adjustable automatic 
feed and internal guards for safety. 800/345-3764; www.cretexseals.com.


WATER CANNON INTRODUCES 
ANNIVERSARY WASHER


Water Cannon Inc. celebrates its 
30th anniversary with the 4,200 psi 
pressure washer. The unit has an aluminum 
frame with 13 hp Honda engine and triplex 
ceramic plunger-type RSV series Annovi 
Reverberi pump. 800/333-9274; www.
watercannon.com.


PRODUCT
NEWS


PRODUCT SPOTLIGHT
Spherical Cutting Tool 
Negotiates Tight Turns
BY ED WODALSKI


The basically spherical Tulip Cutter tools from ENZ USA are designed 
to clean vent pipes, drains and other smaller piping. The self-sharpening 
tools are made of hardened steel. Outside diameters range from 7/8 to 3 
1/2 inches. The design enables the tools to negotiate tight bends, from 
P-traps to 90-degree turns.


“Debris, as it comes off, pushes itself out and doesn’t get jammed 
up,” says Dana Hicks, sales manager. “There’s not an edge that’s going 
to get caught on something.” Developed in Europe and adapted to the 
U.S. market by ENZ USA, the tool can be used with any drain cleaning 
machine. 


Made to remove clogs where high-pressure water can’t be used, the 
tools can cut through roots, grease and other debris. “I had a guy use it on 


concrete deposits,” Hicks says. “He wore out the tool, but there was noth-
ing else he could fi nd to use. I’m sure it would take out tuberculation in 
cast-iron pipe.” 630/692-7880; www.enzusainc.com.


PRODUCT SPOTLIGHTPRODUCT SPOTLIGHT SHARK INTRODUCES 
COLD-WATER 
PRESSURE WASHERS


Aluminum Series, gas-powered, 
cold-water pressure washers from 
Shark Pressure Washers feature a fold-
able handle and lightweight design, 


making them easy to push or pull 
through grass, gravel or mud. Made of 


1 1/4-inch tubing, models range from 2.5 
gpm at 2,700 psi to 3.8 gpm at 3,500 psi. 


800/771-1881; www.sharkpw.com.


REELCRAFT INTRODUCES 
MEDIUM-DUTY, HAND-CRANK REELS  


Series LH medium-duty power cord reels 
from Reelcraft Industries can handle up to 100 
feet of cord. The powder-coated hand-crank reels 
have four circuit breaker-protected outlets built 
in. 800/444-3134; www.reelcraft.com.


RYCOM INTRODUCES 
STICK LOCATOR  


The Stick locator from Rycom 
Instruments Inc. features frequen-
cy fl exibility and recessed keypad. 
It is designed to withstand years of 
fi eld use without the need for peri-
odic calibration, adjustment or re-


pair. Knobs and exposed controls prone to cracking and 
breakage have been eliminated. 800/851-7347; www.
rycominstruments.com.


NLB INTRODUCES WIRELESS 
CRAWLER CONTROL


Wireless controls for the SRT-10-W 
automated waterjet Crawler from NLB 
Corp. eliminate the chance of operators 
falling when cleaning towers and other 
large surfaces. The Crawler removes paint 
and epoxies using water at up to 40,000 
psi. The Crawler can move up, down and 
across to strip surfaces down to bare metal, 
while controlled by the operator from up 
to 1,500 feet away. 248/624-5555; www.
nlbcorp.com.


AIT INTRODUCES SIDEWINDER PUSH CAMERA
The Sidewinder pushrod inspection system from Advanced Inspection 


Technologies Inc. is designed for petrochemical, cleaning validation and other 
applications. It can inspect up to 100 feet of boiler tubes, fl oor drains, steam 
lines and other diffi cult to reach areas. Weighing 4.5 pounds, the camera can 
snake through pipes as small as 0.75 inches. Features include stainless steel 
cable reel, high-resolution 720 X 480 pixel image, fi berglass/stainless steel 
pushrod and LED light. Images can be recorded on the removable 16 GB SD 
memory card. The internal battery can be recharged for three hours of continu-
ous operation. 321/610-8977; www.aitproducts.com.


MV PRODUCTS OFFERS 
VACUUM FORELINE TRAPS


Vacuum foreline traps from MV 
Products, division of Mass-Vac Inc., have 
a variety of fi lters for trapping solids, or-
ganic solvents and other contaminants, 
protecting vacuum systems from oil back 
streaming. The traps feature the MV 
Multi-Trap, capable of accumulating up 
to 2,500 cubic inches of solids and Posi-
Trap for up to 50 cfm applications. Both 
are available in several sizes with stainless 
steel, copper gauze, molecular sieve, activated charcoal, pleated polypropylene 
and Sodasorb fi lters. 978/667-2393; www.massvac.com. C
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GRADALL INTRODUCES 
ALL EXCAVATE 
HYDROEXCAVATOR


The Vacall All Excavate 
hydroexcavator from Gradall 
Industries Inc. features a dedi-
cated system for excavating 
around water, sewer, gas and 
utility lines. The unit’s high-pressure water system has a hydraulically driven 
variable-speed system with rheostat control to minimize water usage and refi ll 
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ing, makes more air available at the hose inlet to move more material. The large 
blower lets users load more material at a lower engine rpm, conserving fuel and 
reducing noise. The truck has a Tested Operating Sound Level of 88.9 dB per 
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KEITH HUBER INTRODUCES 
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allows for larger payloads. A standard remote control allows operation away 
from the control cabinet. 800/334-8237; www.keithhuber.com.
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PRO-CUTTER MANHOLE TOOL


The Pro-Cutter manhole reha-
bilitation tool from Cretex Specialty 
Products works with carbide and 


diamond bits for speed and versatility 
when cutting a 60-inch circular hole through 


asphalt and reinforced concrete. The tool attaches to a 
skid-steer or track loader. Electric-over-hydraulic controls operated by joystick-
mounted pushbuttons simplify operation. The tool has adjustable automatic 
feed and internal guards for safety. 800/345-3764; www.cretexseals.com.


WATER CANNON INTRODUCES 
ANNIVERSARY WASHER


Water Cannon Inc. celebrates its 
30th anniversary with the 4,200 psi 
pressure washer. The unit has an aluminum 
frame with 13 hp Honda engine and triplex 
ceramic plunger-type RSV series Annovi 
Reverberi pump. 800/333-9274; www.
watercannon.com.


PRODUCT
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Spherical Cutting Tool 
Negotiates Tight Turns
BY ED WODALSKI


The basically spherical Tulip Cutter tools from ENZ USA are designed 
to clean vent pipes, drains and other smaller piping. The self-sharpening 
tools are made of hardened steel. Outside diameters range from 7/8 to 3 
1/2 inches. The design enables the tools to negotiate tight bends, from 
P-traps to 90-degree turns.


“Debris, as it comes off, pushes itself out and doesn’t get jammed 
up,” says Dana Hicks, sales manager. “There’s not an edge that’s going 
to get caught on something.” Developed in Europe and adapted to the 
U.S. market by ENZ USA, the tool can be used with any drain cleaning 
machine. 


Made to remove clogs where high-pressure water can’t be used, the 
tools can cut through roots, grease and other debris. “I had a guy use it on 


concrete deposits,” Hicks says. “He wore out the tool, but there was noth-
ing else he could fi nd to use. I’m sure it would take out tuberculation in 
cast-iron pipe.” 630/692-7880; www.enzusainc.com.
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Aluminum Series, gas-powered, 
cold-water pressure washers from 
Shark Pressure Washers feature a fold-
able handle and lightweight design, 


making them easy to push or pull 
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1 1/4-inch tubing, models range from 2.5 
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800/771-1881; www.sharkpw.com.
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Series LH medium-duty power cord reels 
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feet of cord. The powder-coated hand-crank reels 
have four circuit breaker-protected outlets built 
in. 800/444-3134; www.reelcraft.com.
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breakage have been eliminated. 800/851-7347; www.
rycominstruments.com.


NLB INTRODUCES WIRELESS 
CRAWLER CONTROL


Wireless controls for the SRT-10-W 
automated waterjet Crawler from NLB 
Corp. eliminate the chance of operators 
falling when cleaning towers and other 
large surfaces. The Crawler removes paint 
and epoxies using water at up to 40,000 
psi. The Crawler can move up, down and 
across to strip surfaces down to bare metal, 
while controlled by the operator from up 
to 1,500 feet away. 248/624-5555; www.
nlbcorp.com.


AIT INTRODUCES SIDEWINDER PUSH CAMERA
The Sidewinder pushrod inspection system from Advanced Inspection 


Technologies Inc. is designed for petrochemical, cleaning validation and other 
applications. It can inspect up to 100 feet of boiler tubes, fl oor drains, steam 
lines and other diffi cult to reach areas. Weighing 4.5 pounds, the camera can 
snake through pipes as small as 0.75 inches. Features include stainless steel 
cable reel, high-resolution 720 X 480 pixel image, fi berglass/stainless steel 
pushrod and LED light. Images can be recorded on the removable 16 GB SD 
memory card. The internal battery can be recharged for three hours of continu-
ous operation. 321/610-8977; www.aitproducts.com.


MV PRODUCTS OFFERS 
VACUUM FORELINE TRAPS


Vacuum foreline traps from MV 
Products, division of Mass-Vac Inc., have 
a variety of fi lters for trapping solids, or-
ganic solvents and other contaminants, 
protecting vacuum systems from oil back 
streaming. The traps feature the MV 
Multi-Trap, capable of accumulating up 
to 2,500 cubic inches of solids and Posi-
Trap for up to 50 cfm applications. Both 
are available in several sizes with stainless 
steel, copper gauze, molecular sieve, activated charcoal, pleated polypropylene 
and Sodasorb fi lters. 978/667-2393; www.massvac.com. C


FB-PIC3488


-  10” monitor with built-in DVD Recorder and Microphone
- Color camera with a built-in 512 Hz transmitter 
-  130 FT (40 M) / 5.2 mm push cable with heavy duty case 


-  10” monitor with a built-in DVD Recorder and  Microphone
-  Self-leveling CCD Color camera with a removable 


transmitter housing 
- 380 FT (120 M) / 9 mm push cable
- Waterproof heavy duty case


-  10” monitor with built-in DVD Recorder and Microphone
- Self-leveling CCD Color camera
- 300 FT (95 M) / 9 mm push cable
- Waterproof heavy duty case


-  10” monitor with built-in DVD Recorder and  Microphone
- Self-leveling CCD Color camera
- 190 FT (60 M) / 7 mm push cable
- Waterproof heavy duty case 


$3,490


$1,490


$2,490


$3,190
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 Trying To Sell Your Business?


Listings


 {  } We can effectively market your business to more than 
60,000 potential buyers in the commercial drain and sewer 
maintenance industry, your local markets, and other 


venues. No upfront fees – you don’t pay anything unless 
your business sells. To learn more about brokering your 
business through B2, call 800-257-7222.


 LOOKING TO BUY?
Call us, and we can add you to our VIP Buyer List


Chicago-Area Biosolids,     Land Application,     Dredging and Industrial Services Business. 


Established in 1985,     owner is retiring. Reputable business includes real estate servicing the entire Chicagoland 


area with sludge and biosolids disposal and treatment services. Real estate and shop included with sale valued 


at $750,    000,     business grosses in excess of $3 million annually,     $6.3 million in equipment and assets including 


several TerraGators,     Vac Trailers,     dump trailers,     loaders and much more. $4,    900,    000. Huge potential,     good 


profi t and priced right. Non-disclosure Agreement required,     all P&L statements,     list of assets,     and fi nancials 


available to qualifi ed buyers.


Amarillo, Texas sewer, drain & plumbing business established in 1976. Owner wants to 


retire, so take the keys to a 2004 Sprinter outfi tted with all of the equipment you’ll need to run this busi-


ness. Price includes real estate with 80x100 shop/offi ce on two city lots. Good gross, good profi t, fi nancials 


available with signed non-disclosure. Offered at $495,000. 


Successful business with a large amount of equipment and inventory. Profi table sewer 


and septic business in central Pennsylvania. Increasing revenue over the past 3 years and a large amount 


of equipment and inventory. Equipment is a mix of old and new, but all is working and making money. 


Selling price $250,000.


Well-Established and Profi table Texas Septic, Sewer & Installation Business For Sale. 


Price reduced. Grossing in excess of $600,000 annually, customer list of nearly 2,000 accounts and 


430 contracted customers. Includes nice late model equipment, most are 2007, 2008 model years. Owner 


retiring after nearly 40 years in business. Real estate available upon request. Reduced to $450,000.


Established portable restroom and septic service business located in central Virginia. 


Excellent gross each of the past 3 years with no decline in revenue makes this business recession-proof. 


Steady work including many contracts and repeat customers. Extensive equipment inventory, good revenue, 


and owner willing to train. Great opportunity for expansion or a new career. Asking price $775,000. 


New Jersey VIP Restroom/ Portable Toilet Business. Servicing Metro Philadelphia and South-


west New Jersey with VIP restroom trailers and portables. Many late model assets including 2 nice service 


trucks, 1 back-up service truck, pick-up truck, 4 VIP restroom trailers, nearly 300 restrooms, sinks, holding 


tanks, slide-in unit, 2 forklifts, and more. Assets worth over $300,000 - priced to sell at $399,000. 


 www.btwo.biz • jeffb@colepublishing.com • 800-257-7222
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Marketplace 
dvertisingA


Let’s face it: One


person can’t know


everything. When I need


help, I turn to friends I’ve met at


the Expo. My competitors? They


just struggle along on their own.


It’s almost unfair! Extend your


hand and meet someone new.


PumperShow.com


Every business


owner needs 


advice.


I find all I 


need in 


just one place.


 INSPECTION CAMERAS 
ARE OUR 


ONLY BUSINESS!


DYNAMIC
CABLE
REPAIR


 We Repair: 
General Wire, Ratech, RIDGID, Aries, 


Insight Vision, Electric Eel, GatorCams, 
Plumbers Depot, UEMSI, Pearpoint, Spartan, 
Vision Intruders, Vivax, Inspection Cameras, 


Locators, Command Modules and Cables


 Rental Equipment Available 
Daily & Weekly Rates


 973-478-0893
 DYNAMIC REPAIRS


 40 Arnot St., Unit 20 
Lodi, NJ 07644


www.dynamicrepairs.net
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Waterblaster
Rentals & Sales


1K to 50K psi
60 hp to 1000 hp


Waterblasters & Accessories
Used Equipment Sales


713-641-6006
www.boatmanind.com


Houston, Texas


Boatman Industries


Trailer Jetters 


AmericanJetter.com


866-9HI-FLOW


More
Power


per 
GPM!


Turbo Fog
M45:
• Versatile
• Light Weight
• Compact
• Creates Dense Smoke Since 1977


www.turbo-fog.com • 1-800-394-0678


THE “ORIGINAL” LIQUID SMOKE


RCS II, Inc.
518.812.0000
www.septicdrainer.com


»Easy to apply
»Restores soil failed 


drain fields
»Improves percability


NEW Drainfield Soil 
Retorative works 


on the soil 
NOT THE TANK!


•  Silicone carbide composite 
construction for long life


•  Custom dependable 
double hole fabrication for 
any CUES, Aries or other 
style of tractor


• Chain assemblies


•  Chemical/heat process to 
resist separation


• Competitive pricing
•  Money back guarantee
• We are a 6/12 company
•  For prices, questions or a 


sample please contact us


THE ULTIMATE TRACTOR 
TRACTION PAD


PHONE# 1-(503)-390-6794 OR Fax# 1-503-390-6670
Email at pts4422@yahoo.com


PHONE# 1-(503)-390-6794 OR Fax# 1-503-390-6670
PIPE TOOL SPECIALTIES


Keep It Coming!


It’s only $1.29*


and worth a great deal 


more.
*per issue, U.S. subscription only


Please take a few minutes  
and subscribe today.


www.Cleaner.com
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60,000 potential buyers in the commercial drain and sewer 
maintenance industry, your local markets, and other 


venues. No upfront fees – you don’t pay anything unless 
your business sells. To learn more about brokering your 
business through B2, call 800-257-7222.
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Established in 1985,     owner is retiring. Reputable business includes real estate servicing the entire Chicagoland 


area with sludge and biosolids disposal and treatment services. Real estate and shop included with sale valued 


at $750,    000,     business grosses in excess of $3 million annually,     $6.3 million in equipment and assets including 


several TerraGators,     Vac Trailers,     dump trailers,     loaders and much more. $4,    900,    000. Huge potential,     good 


profi t and priced right. Non-disclosure Agreement required,     all P&L statements,     list of assets,     and fi nancials 


available to qualifi ed buyers.


Amarillo, Texas sewer, drain & plumbing business established in 1976. Owner wants to 


retire, so take the keys to a 2004 Sprinter outfi tted with all of the equipment you’ll need to run this busi-


ness. Price includes real estate with 80x100 shop/offi ce on two city lots. Good gross, good profi t, fi nancials 


available with signed non-disclosure. Offered at $495,000. 


Successful business with a large amount of equipment and inventory. Profi table sewer 


and septic business in central Pennsylvania. Increasing revenue over the past 3 years and a large amount 


of equipment and inventory. Equipment is a mix of old and new, but all is working and making money. 


Selling price $250,000.


Well-Established and Profi table Texas Septic, Sewer & Installation Business For Sale. 


Price reduced. Grossing in excess of $600,000 annually, customer list of nearly 2,000 accounts and 


430 contracted customers. Includes nice late model equipment, most are 2007, 2008 model years. Owner 


retiring after nearly 40 years in business. Real estate available upon request. Reduced to $450,000.


Established portable restroom and septic service business located in central Virginia. 


Excellent gross each of the past 3 years with no decline in revenue makes this business recession-proof. 


Steady work including many contracts and repeat customers. Extensive equipment inventory, good revenue, 


and owner willing to train. Great opportunity for expansion or a new career. Asking price $775,000. 


New Jersey VIP Restroom/ Portable Toilet Business. Servicing Metro Philadelphia and South-


west New Jersey with VIP restroom trailers and portables. Many late model assets including 2 nice service 


trucks, 1 back-up service truck, pick-up truck, 4 VIP restroom trailers, nearly 300 restrooms, sinks, holding 


tanks, slide-in unit, 2 forklifts, and more. Assets worth over $300,000 - priced to sell at $399,000. 
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drain fields
»Improves percability


NEW Drainfield Soil 
Retorative works 


on the soil 
NOT THE TANK!
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www.AdvancedWorld.com


“The Products 


You Use 


at the 


 Best Prices, 
24/7”Enter Promo Code CL611 for $5 DISCOUNT on next order


www.AdvancedWorld.com


Employee
Retention and Recognition
EmployeeEmployeeEmployee
Retention Retention Retention andand


EmployeeEmployee
 Recognition Recognition Recognition Recognitionand Recognitionandand Recognitionand Recognition


Employee
 Recognition RecognitionRetention Retention andand Recognition Recognitionand Recognitionandand Recognitionand Recognition


Reward your employees, 
show your 


appreciation and inspire 
loyalty and motivation!


Inspiring employee performance


or call (612) 618-7547 or 


fax inquires to (763) 262-9938 
or email us at 


          info@award-a-choice.com


www.award-a-choice.com
For details and sample catalogs visit our WEBSITE at:


•Years of Service • Special Projects • Holidays


SuperiorSuperiorSuperior®®® SMOKESMOKESMOKE
forfor Sewer TestingSewer Testing


Fast • Inexpensive • Easy  


Superior® Smoke Testing
the most cost effective method  


to find sources of inflow


800800--945945--TESTTEST
www.SuperiorSignal.com


Choose Candles or Fluid 


Family Owned & Operated Since 1943


Phone
800.777.6500


www.HodesCo.com


FREE


8000
ITEMS


CONTRACTOR 
DIRECT


BUYERS 
CATALOG


DYE TRACERS
Certified to


ANSI/NSF 60


Division of Kingscote Chemicals


FREE SAMPLE 1-800-394-0678www.brightdyes.com


Solutions
for:
• Infiltration
• Septic Systems
• Cross Connection
• Leaks and more...


Marketplace Advertising


 Marketplace 
     dvertisingA


Municipal Sewer & Water 


Marketplace gives you nationwide 


exposure to thousands of 


industry professionals.


Layout and design is FREE, and we can 
send a proof to for fi nal approval!


 Send ad materials and payment to: 
COLE Publishing Inc. • P.O. Box 220 • Three Lakes, WI 54562


 *Black and white prices, call for 4-color pricing.


 Size A:  
$31900*


1.875” W x 4.875” H
This size is great 
for two photos!


 Size A:  
$31900*


1.875” W x 4.875” H
This size is great 
for two photos!


 Size B : 
$21900*


1.875” W x 3.2” H
 Perfect size for 


one photo!


 Size B : 
$21900*


1.875” W x 3.2” H
 Perfect size for 


one photo!


 Size C: 
$11900*


1.875” W x 1.5” H
 A great value!


 Size C: 
$11900*


1.875” W x 1.5” H
 A great value!
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Check out the latest


Product News
at 


WWW.wastewaterPR.com


View all the Product News 


Join The Rooter-Man Team: www.RooterManFranchise.com


RESERVE YOUR EXCLUSIVE TERRITORY • Call 1-800-700-8062


Franchise Package $7,950
NO ROYALTY ON PERCENTAGE OF SALES


Join The Rooter-Man Team: www.RooterManFranchise.com


RESERVE YOUR EXCLUSIVE TERRITORY • Call 1-800-700-8062


Franchise Package $7,950
NO ROYALTY ON PERCENTAGE OF SALES


Thanks 
for 


visiting 
us


Marketplace Advertising


ERICKSON
Tank &


Pump


W
E
T
A
K
E
T
R
A
D
E
S


800 Rd. P.5 S.W. / Quincy, WA 98848
fax: 509.785.3770
e-mail: sales@ericksontank.com
“TANKS” FOR YOUR BUSINESS!


509.785.2955
CALL FOR UPDATED LIST OF
EQUIPMENT
WWW.ERICKSONTANK.COM


PUMPS & QUALITY COMPONENTS


®


 Electronic Repair Co. • 205-836-0454 • servicewithasmile.com


 >  We service push rod reels, 
cameras and command modules. 
We repair most brands.


>  We understand when your 
equipment is broken, you 
are losing Big Bucks! We 
give fast and quality service.


>  We are an authorized service 
center for General Wire, 
Ratech, Vision and Ridgid.


>  Your equipment is very expensive 
and we would be happy to supply 
references on our quality work. 
Just call Chuck!


You don’t have to stare 
us down when we repair 
your equipment.


>  Your equipment is very expensive 
and we would be happy to supply 


>  Your equipment is very expensive 
and we would be happy to supply 


•  Units from 4,000 to 
40,000 psi, including 
convertibles


•  60-600 hp, diesel  
or electric


• Rent, buy or lease


•  Branches in MI, TX,  
NJ, CA, LA


1-877-NLB-7996
www.nlbcorp.com


Units from 4,000 to 


 A Simple Solution for
Slippery PVC Pipe -


The Right Wheels
We now resurface all makes 


of steel transport wheels


 CALL JERRY AT 714-697-8697
www.cuaclaws.com


Jetter Hose
Parker/Dayco–Piranha–Aeroquip


• 1/8” – 3000, 4000, 4800 psi
• 1/4” – 4400, 5000 psi
• 3/8” – 4000, 5000 psi
• 1/2” – 3000, 4000, 5000 psi
• 5/8” – 4000 psi
• 3/4” – 2500, 3000 psi
• 1”–1-1/4” – 2500, 3000 psi
Call for Price & Delivery


Call for Catalog & Prices


www.cloverleaftool.com


800.365.6583


Nozzles, Root Cutters, 
Clamps, Swivel Joints, 
Ball Valves, Hose Guides, etc.


Cloverleaf
TOOL CO.


Seacon/Turck


OceanquipLLC.com
504 738 7833 p/f


jfowler307@aol.com


Connectors,
Cables, 
Pigtails


Connectors,
Cables, 
Pigtails


Connectors,
Cables, 
Pigtails


Connectors,
Cables, 
Pigtails


Get the free mobile app at


http:/ /gettag.mobi


Education Day: MON, FEB 27, 2012 


Exhibits Open: TUES, FEB  28–THURS, MARCH 1, 2012


INDIANA CONVENTION CENTER
INDIANAPOLIS, INDIANA


Get the free mobile app at


http:/ /gettag.mobi


Scan this tag for more information


visitindy.com/pumpershow
Get the free mobile app at


http:/ /gettag.mobi
800.362.0240


www.mtechcompany.com


Add a Blower with 15’ of duct for only $350!
Add a 5 Minute Escape Respirator for only $500!


• 4-Gas Air Monitor 
• 7’ Tripod


• Work Winch
• Full Body Harness


• 3-Way Fall Protection 


SM


O
N


LY
 


$2,995CONFINED SPACE 
ENTRY PACKAGE 
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Get the free mobile app at


http:/ /gettag.mobi


Scan this tag for more information


visitindy.com/pumpershow
Get the free mobile app at


http:/ /gettag.mobi
800.362.0240


www.mtechcompany.com


Add a Blower with 15’ of duct for only $350!
Add a 5 Minute Escape Respirator for only $500!


• 4-Gas Air Monitor 
• 7’ Tripod


• Work Winch
• Full Body Harness


• 3-Way Fall Protection 
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$2,995CONFINED SPACE 
ENTRY PACKAGE 
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 BLOWErS


New Roots 27” 1021 PD blower. In stock, 
ready to ship or install. www.Vacuum 
SalesInc.com, (888) VAC-UNIt (822-
8648). (C06)


BUCkEt MAChINES


BUCkEt MAChINES, refurbished units, 
ready to work. Training and parts available. 
416-248-4990. (C08)


Hydraulic loader and pull-in machines. Down-
hole rollers and buckets 6” to 24”. Wisconsin 
engines. Both in good condition. $10,000 
OBO. 916-399-9595 CA. (C06)


BUSINESSES


Dallas/Fort Worth texas Area Sewer/re-
hab Business For Sale. Drain Cleaning, TV 
inspection, Pipeline & Manhole Rehab/Relin-
ing, Municipal Cleaning and Maintenance 
business for sale. Excellent opportunity to 
expand or start your own business. Good 
revenue history and priced to sell. Includes 
all equipment to get started. Offered at 
$195,000. E-mail jeffb@colepublishing.com, 
visit www.BTwo.biz or call 800-257-7222 and 
ask for Jeff Bruss for more details. A B2 
Business Brokerage Listing. (CBM)


Chicago-Area Biosolids, Land Applica-
tion, Dredging and Industrial Services 
Business. Established in 1985, owner is 
retiring. Reputable business includes real 
estate servicing the entire Chicagoland 
area with sludge and biosolids disposal and 
treatment services. Real estate and shop 
included with sale valued at $750,000, busi-
ness grosses in excess of $3 million annually, 
$6.3 million in equipment and assets includ-
ing several TerraGators, Vac Trailers, dump 
trailers, loaders and much more. Offered at 
$4,900,000 - huge potential, good profi t and 
priced right. Non-Disclosure Agreement re-
quired, all P&L statements, list of assets, and 
fi nancials available to qualifi ed buyers. E-mail 
jeffb@colepublishing.com or call 800-257-
7222 and ask for Jeff Bruss for more details. 
A B2 Business Brokerage Listing - www.
Btwo.biz. (CBM)


 Amarillo, texas sewer, drain & plumb-
ing business established in 1976. Owner 
wants to retire, so take the keys to a 2004 
Sprinter outfi tted with all of the equipment 
you’ll need to run this business. Price includes 
real estate with 80x100 shop/offi ce on two city 
lots. Good gross, good profi t, fi nancials avail-
able with signed non-disclosure. Offered at 
$495,000. E-mail jeffb@colepublishing.com 
or call 800-257-7222 and ask for Jeff Bruss 
for more details. A B2 Business Brokerage 
Listing - www.Btwo.biz. (CBM)


BUSINESSES


 Well-Established and profi table texas 
Septic, Sewer & Installation Business 
For Sale. prICE rECENtLY rEDUCED. 
Grossing in excess of $600,000 annually, 
customer list of nearly 2,000 accounts and 
430 contracted customers. Includes nice late 
model equipment, most are 2007, 2008 model 
years. Owner retiring after nearly 40 years in 
business. Real estate available upon request. 
Reduced to $450,000. E-mail jeffb@colepub 
lishing.com or call 800-257-7222 and ask for 
Jeff Bruss for more details. A B2 Business 
Brokerage Listing - www.Btwo.biz.
 (CBM)


FOr SALE: Sewer & Drain Business. Been 
working for someone else for years? Lo-
cated in Central Wisconsin. 2 fully equipped 
vans. Itemized inventory available for serious 
inquiries. Owner with over 26 years experi-
ence will train. 715-570-3507. (P5C6)


Looking to sell your business? We can ef-
fectively market your business to more than 
60,000 potential buyers in the liquid waste, 
portable sanitation, and sewer & drain indus-
tries, as well as your local markets, the Inter-
net and other venues. No upfront fees — you 
don’t pay unless your business sells. To learn 
more about brokering your business through 
B2 Business Brokers powered by Cleaner, 
call 800-257-7222. (CBM)


Successful business with a large amount 
of equipment and inventory. Profi table 
sewer and septic business in central Penn-
sylvania. Increasing revenue over the past 3 
years and a large amount of equipment and 
inventory. Equipment is a mix of old and new, 
but all is working and making money. Selling 
price $250,000. E-mail jeffb@colepublishing.
com or call 800-257-7222 and ask for Jeff 
Bruss for more details. A B2 Business Bro-
kerage Listing - www.Btwo.biz. (CBM)


Looking to buy a business in the liquid 
waste, portable sanitation, or sewer & drain 
industries? Call B2 Business Brokers pow-
ered by Cleaner at 800-257-7222 and we can 
add you to our VIP buyer list. No obligation, 
no fees, no pressure. (CBM)


BUSINESS 
OppOrtUNItIES


Our trademarked business name is Rid-All+, 
LLC™. You pay us the low rate of $175.00 
per month. Email bill_oram@yahoo.com for 
details on how to legally use our name in your 
new/existing business. (P5C6)


WWW.rOOtErMAN.COM.  Franchises 
available with low fl at fee. New concept. Visit 
web site or call 1-800-700-8062 x26.
 (CPBM)


CAtCh BASIN CLEANEr
2008 American La France Condor with a new 
VacAll VS10DC, 10-yd. debris body, dual 
steer dual sweep street sweeper and catch 
basin cleaner. (Stock #1791V) www.Vacu 
umSalesInc.com, (888) VAC-UNIt (822-
8648). (C06)


COMpUtEr SOFtWArE
SOFtWArE FOr YOUr INDUStrY! Easy to 
use; Affordable; Powerful. Online demos or 
call for guided tour. 30-YEAr ANNIVErSArY 
SpECIALS! 30% OFF selected products dur-
ing next 30 months! thIS MONth: remind-
ers plus Reg. $197 ... Now $137. Expires 
6/30/2011. Ritam Technologies, LP 800-662-
8471 or 208-629-4462 - www.ritam.com.
  (C06) 


DrAIN/SEWEr 
CLEANING EQUIp.


Used and rebuilt cable machines in stock. 
Ridgid K-7500, K-3800, K-380, K39. General, 
Speed-rooter,  Metro Rooter, T-3 Mini Rooter. 
Spartan #1065, #300, #200, #100, Electric 
Eel #C and #D. National #400, gas-powered 
Ridgid K-1500. The Cable Center. 1-800-257-
7209. (CBM)


4” Percussion Milling Cutter Enz Golden Jet 
for 3/4” - 1” hose version 14.100. LIKE NEW 
- used on one job! $3,500. Plumbing Anytime, 
Inc. 307-733-3534.  (CBM)


JEttErS-trAILEr
2009 Spartan Warrior Jetter 4018. 950 hours. 
$17,500. 678-313-0878 GA. (C06)


J


 1999 SrECO trailer Jet: 40 gpm @ 
2000 psi, FMC pump, only 220 hours, 
comes ready to work. New paint, electric 
brakes, 2-5/16” ball, 500 feet of good 
hose, nozzles, turn key unit. ..... $12,900


 416-248-4990 Can. C07


Xtreme Flow hot/Cold Jetter! Model# 
HJ2TA8536, tandem axle trailer, 35 HP Van-
guard 8.5 gpm @ 3,600 psi, 325 gal. water 
tank, 300’ hose, General pump. List  $27,995. 
Fully loaded! Call for special pricing! 
800-213-3272; www.hotjetusa.com.
 (CPBM)


JEttErS-trUCk
Harben 4018 jetter, factory  built on Ford 
F-350 diesel chassis. 40K miles. Fresh paint 
and ready to work!! $14,900. 1-800-627-0778 
VA. (C06)


JEttErS-trUCk


2001 Vac-Con water jet on an International 
model 4700, 50 gpm, 3000 psi, 1600 gallon 
plastic water tank. Was city owned. $24,500. 
Pictures at www.khtrucks.com. 972-938-
1905. (CPBM)


2006 GMC TC6500 cab and chassis with 
Pipe Hunter trunk mounted jetting unit, 3000 
psi @ 50 gpm with a 1,000 US gal. water 
tank, rear mounted hose reel with JET EYE 
camera system. 6,800 original miles, like 
new. $129,000 sale price. (retails for 
$210,000). (Stock #13234V) www.Vacu 
umSalesInc.com, (888) VAC-UNIt (822-
8648). (C06)


1990 Ford L8000 Camel with only 54,000 
miles. Chassis is in great condition. Camel jet 
vac is only good for parts. Only $7,000. Call 
601-373-3736 MS. (CP06) 


1992 Ford L8000 cab and chassis with an 
enclosed Sewer Equipment Co. jetting unit 
with a Myers D-65 hydraulically driven water-
cooled pump. (Stock #1505C) www.Vacu 
umSalesInc.com, (888) VAC-UNIt (822-
8648). (C06)


JEt VACS


1985 Ford 7000 Cabover, 5-speed standard 
transmission, 55,420 miles. Single engine 
PTO, 1500 gallon tank. Myers D65-20 water 
pump, Caterpillar engine 3208. $8,000. Call 
601-373-3736 MS. (CP06)


1997 Camel 200 Triplex 80 GPM pump w/ 
PD Blower, Behind cab reel mounted on Ford 
with 275 HP Cummings diesel, Allison auto-
matic transmission. Just over 66,000 miles. 
One owner and in great shape $78,000 OBO. 
Call Jack @ 614-419-4579, see at www.zia 
municipalsupply.com. (CBM)


Mini Jet “N” Vac/Hydro Excavators. Perfect 
for: Vertical Hole Drilling/Pot Holing/Vacuum-
ing. For details call 1-800-213-3272; www.
hotjetusa.com. (CPBM)


Aquatech C2000, 1,000 gal. water, 1,000 
debris, 60 gpm. On 1980 International diesel 
w/auto trans. Positive vacuum pump, 500’ 1” 
hose on front reel. $10,000 OBO. 916-399-
9595 CA. (C06)


2003 Sterling Vac-Con 316thA: C-12 
CAT, HD4560 Allison, 46K rears, 20K 
front, 52,000 miles. Municipal truck.


814-696-1000 pA CP06


P L A C E  Y O U R  A D  O N L I N E  A T  w w w . c l e a n e r . c o m  –  I T ’ S  A L W A Y S  T H E R E  T O  M E E T  Y O U R  B U S Y  S C H E D U L E


see photos in color at www.cleaner.comsee photos in color at www.cleaner.com


classif ieds JEt VACS


1988 Ford L8000 Vac: Ford @ 210 hp, 
A/T, 81K miles, 6K hours, spring susp., 
spoke wheels, Vac-Con body, Cummins 
showing 1,292 hrs., s/n: V290T-0488186.
....................................................$22,500


715-546-2680 WI CBM


1990 Camel 200 80 GPM/2000 psi, Roots 
TS32 blower, mounted on Ford with 240 HP 
diesel, automatic. Just over 40,000 miles. Mu-
nicipally owned and in great shape. $48,000 
OBO. Call Jack @ 614-419-4579, see at 
www.ziamunicipalsupply.com. (CBM)


JEt VACS


1999 Sterling cab and chassis with a Vactor 
2100 combination vacuum loader and high 
pressure sewer cleaning system. (Stock 
#2129V) www.VacuumSalesInc.com, 
(888) VAC-UNIt (822-8648). (C06)


1998 International MOD 2554 6x4 
Camel 200: Allison trans., engine 530, 
275 hp, 74,243 miles, Roots 824 blower, 
Myers 80 gpm @ 2000 psi, extendable 
boom, front rotating reel. .......... $49,900


 559-276-0186 CA CP06


JEt VACS


1990 Ford L8000 S/A Vac: 7.4L diesel, 
jetter, 1,021 hours on unit, 59K miles, A/T, 
Vactor 2110 body, Model 4-764-180, s/n: 
90-9-4016, 4000 cfm, 60 gallons gtm @ 
2000 psi. .....................................$39,500


715-546-2680 WI CBM


Jack Doheny Supplies Inc. offers a full range 
of late model combo units and DOT industrial 
vacuum loaders. Call us @1-800-3DOHENY.
 (CPBM)


JEt VACS


2008 Sterling LT7501 with a VacAll AJV1015, 
10-yd. debris body, 1500 gal. water, combi-
nation vacuum/jetting unit. (Stock #13366) 
www.VacuumSalesInc.com, (888) VAC-
UNIt (822-8648). (C06)


1996 Ford F800 w/Vactor 2103: Cum-
mins @ 175 hp, Fuller FS5306A, 177" 
WB, 9,000/17,500 axles, Vactor 2103-16 
mini-vac 1600 cfm, s/n: 96-01V-5720.
....................................................$29,500


715-546-2680 WI CBM


It’s Quick  and Secure! www.cleaner.com
SUBMIT YOUR CLASSIFIED AD NOW!!


Just click on “Classifi eds” — “Place a Classifi ed Ad”
Fill in the online form!


Rates: $25 minimum charge 
(up to 20 words) - $1.00 per each 
additional word. Include a photo 
for an additional $125.


Fill in the online form!
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 BLOWErS


New Roots 27” 1021 PD blower. In stock, 
ready to ship or install. www.Vacuum 
SalesInc.com, (888) VAC-UNIt (822-
8648). (C06)


BUCkEt MAChINES


BUCkEt MAChINES, refurbished units, 
ready to work. Training and parts available. 
416-248-4990. (C08)


Hydraulic loader and pull-in machines. Down-
hole rollers and buckets 6” to 24”. Wisconsin 
engines. Both in good condition. $10,000 
OBO. 916-399-9595 CA. (C06)


BUSINESSES


Dallas/Fort Worth texas Area Sewer/re-
hab Business For Sale. Drain Cleaning, TV 
inspection, Pipeline & Manhole Rehab/Relin-
ing, Municipal Cleaning and Maintenance 
business for sale. Excellent opportunity to 
expand or start your own business. Good 
revenue history and priced to sell. Includes 
all equipment to get started. Offered at 
$195,000. E-mail jeffb@colepublishing.com, 
visit www.BTwo.biz or call 800-257-7222 and 
ask for Jeff Bruss for more details. A B2 
Business Brokerage Listing. (CBM)


Chicago-Area Biosolids, Land Applica-
tion, Dredging and Industrial Services 
Business. Established in 1985, owner is 
retiring. Reputable business includes real 
estate servicing the entire Chicagoland 
area with sludge and biosolids disposal and 
treatment services. Real estate and shop 
included with sale valued at $750,000, busi-
ness grosses in excess of $3 million annually, 
$6.3 million in equipment and assets includ-
ing several TerraGators, Vac Trailers, dump 
trailers, loaders and much more. Offered at 
$4,900,000 - huge potential, good profi t and 
priced right. Non-Disclosure Agreement re-
quired, all P&L statements, list of assets, and 
fi nancials available to qualifi ed buyers. E-mail 
jeffb@colepublishing.com or call 800-257-
7222 and ask for Jeff Bruss for more details. 
A B2 Business Brokerage Listing - www.
Btwo.biz. (CBM)


 Amarillo, texas sewer, drain & plumb-
ing business established in 1976. Owner 
wants to retire, so take the keys to a 2004 
Sprinter outfi tted with all of the equipment 
you’ll need to run this business. Price includes 
real estate with 80x100 shop/offi ce on two city 
lots. Good gross, good profi t, fi nancials avail-
able with signed non-disclosure. Offered at 
$495,000. E-mail jeffb@colepublishing.com 
or call 800-257-7222 and ask for Jeff Bruss 
for more details. A B2 Business Brokerage 
Listing - www.Btwo.biz. (CBM)


BUSINESSES


 Well-Established and profi table texas 
Septic, Sewer & Installation Business 
For Sale. prICE rECENtLY rEDUCED. 
Grossing in excess of $600,000 annually, 
customer list of nearly 2,000 accounts and 
430 contracted customers. Includes nice late 
model equipment, most are 2007, 2008 model 
years. Owner retiring after nearly 40 years in 
business. Real estate available upon request. 
Reduced to $450,000. E-mail jeffb@colepub 
lishing.com or call 800-257-7222 and ask for 
Jeff Bruss for more details. A B2 Business 
Brokerage Listing - www.Btwo.biz.
 (CBM)


FOr SALE: Sewer & Drain Business. Been 
working for someone else for years? Lo-
cated in Central Wisconsin. 2 fully equipped 
vans. Itemized inventory available for serious 
inquiries. Owner with over 26 years experi-
ence will train. 715-570-3507. (P5C6)


Looking to sell your business? We can ef-
fectively market your business to more than 
60,000 potential buyers in the liquid waste, 
portable sanitation, and sewer & drain indus-
tries, as well as your local markets, the Inter-
net and other venues. No upfront fees — you 
don’t pay unless your business sells. To learn 
more about brokering your business through 
B2 Business Brokers powered by Cleaner, 
call 800-257-7222. (CBM)


Successful business with a large amount 
of equipment and inventory. Profi table 
sewer and septic business in central Penn-
sylvania. Increasing revenue over the past 3 
years and a large amount of equipment and 
inventory. Equipment is a mix of old and new, 
but all is working and making money. Selling 
price $250,000. E-mail jeffb@colepublishing.
com or call 800-257-7222 and ask for Jeff 
Bruss for more details. A B2 Business Bro-
kerage Listing - www.Btwo.biz. (CBM)


Looking to buy a business in the liquid 
waste, portable sanitation, or sewer & drain 
industries? Call B2 Business Brokers pow-
ered by Cleaner at 800-257-7222 and we can 
add you to our VIP buyer list. No obligation, 
no fees, no pressure. (CBM)


BUSINESS 
OppOrtUNItIES


Our trademarked business name is Rid-All+, 
LLC™. You pay us the low rate of $175.00 
per month. Email bill_oram@yahoo.com for 
details on how to legally use our name in your 
new/existing business. (P5C6)


WWW.rOOtErMAN.COM.  Franchises 
available with low fl at fee. New concept. Visit 
web site or call 1-800-700-8062 x26.
 (CPBM)


CAtCh BASIN CLEANEr
2008 American La France Condor with a new 
VacAll VS10DC, 10-yd. debris body, dual 
steer dual sweep street sweeper and catch 
basin cleaner. (Stock #1791V) www.Vacu 
umSalesInc.com, (888) VAC-UNIt (822-
8648). (C06)


COMpUtEr SOFtWArE
SOFtWArE FOr YOUr INDUStrY! Easy to 
use; Affordable; Powerful. Online demos or 
call for guided tour. 30-YEAr ANNIVErSArY 
SpECIALS! 30% OFF selected products dur-
ing next 30 months! thIS MONth: remind-
ers plus Reg. $197 ... Now $137. Expires 
6/30/2011. Ritam Technologies, LP 800-662-
8471 or 208-629-4462 - www.ritam.com.
  (C06) 


DrAIN/SEWEr 
CLEANING EQUIp.


Used and rebuilt cable machines in stock. 
Ridgid K-7500, K-3800, K-380, K39. General, 
Speed-rooter,  Metro Rooter, T-3 Mini Rooter. 
Spartan #1065, #300, #200, #100, Electric 
Eel #C and #D. National #400, gas-powered 
Ridgid K-1500. The Cable Center. 1-800-257-
7209. (CBM)


4” Percussion Milling Cutter Enz Golden Jet 
for 3/4” - 1” hose version 14.100. LIKE NEW 
- used on one job! $3,500. Plumbing Anytime, 
Inc. 307-733-3534.  (CBM)


JEttErS-trAILEr
2009 Spartan Warrior Jetter 4018. 950 hours. 
$17,500. 678-313-0878 GA. (C06)


J


 1999 SrECO trailer Jet: 40 gpm @ 
2000 psi, FMC pump, only 220 hours, 
comes ready to work. New paint, electric 
brakes, 2-5/16” ball, 500 feet of good 
hose, nozzles, turn key unit. ..... $12,900


 416-248-4990 Can. C07


Xtreme Flow hot/Cold Jetter! Model# 
HJ2TA8536, tandem axle trailer, 35 HP Van-
guard 8.5 gpm @ 3,600 psi, 325 gal. water 
tank, 300’ hose, General pump. List  $27,995. 
Fully loaded! Call for special pricing! 
800-213-3272; www.hotjetusa.com.
 (CPBM)


JEttErS-trUCk
Harben 4018 jetter, factory  built on Ford 
F-350 diesel chassis. 40K miles. Fresh paint 
and ready to work!! $14,900. 1-800-627-0778 
VA. (C06)


JEttErS-trUCk


2001 Vac-Con water jet on an International 
model 4700, 50 gpm, 3000 psi, 1600 gallon 
plastic water tank. Was city owned. $24,500. 
Pictures at www.khtrucks.com. 972-938-
1905. (CPBM)


2006 GMC TC6500 cab and chassis with 
Pipe Hunter trunk mounted jetting unit, 3000 
psi @ 50 gpm with a 1,000 US gal. water 
tank, rear mounted hose reel with JET EYE 
camera system. 6,800 original miles, like 
new. $129,000 sale price. (retails for 
$210,000). (Stock #13234V) www.Vacu 
umSalesInc.com, (888) VAC-UNIt (822-
8648). (C06)


1990 Ford L8000 Camel with only 54,000 
miles. Chassis is in great condition. Camel jet 
vac is only good for parts. Only $7,000. Call 
601-373-3736 MS. (CP06) 


1992 Ford L8000 cab and chassis with an 
enclosed Sewer Equipment Co. jetting unit 
with a Myers D-65 hydraulically driven water-
cooled pump. (Stock #1505C) www.Vacu 
umSalesInc.com, (888) VAC-UNIt (822-
8648). (C06)


JEt VACS


1985 Ford 7000 Cabover, 5-speed standard 
transmission, 55,420 miles. Single engine 
PTO, 1500 gallon tank. Myers D65-20 water 
pump, Caterpillar engine 3208. $8,000. Call 
601-373-3736 MS. (CP06)


1997 Camel 200 Triplex 80 GPM pump w/ 
PD Blower, Behind cab reel mounted on Ford 
with 275 HP Cummings diesel, Allison auto-
matic transmission. Just over 66,000 miles. 
One owner and in great shape $78,000 OBO. 
Call Jack @ 614-419-4579, see at www.zia 
municipalsupply.com. (CBM)


Mini Jet “N” Vac/Hydro Excavators. Perfect 
for: Vertical Hole Drilling/Pot Holing/Vacuum-
ing. For details call 1-800-213-3272; www.
hotjetusa.com. (CPBM)


Aquatech C2000, 1,000 gal. water, 1,000 
debris, 60 gpm. On 1980 International diesel 
w/auto trans. Positive vacuum pump, 500’ 1” 
hose on front reel. $10,000 OBO. 916-399-
9595 CA. (C06)


2003 Sterling Vac-Con 316thA: C-12 
CAT, HD4560 Allison, 46K rears, 20K 
front, 52,000 miles. Municipal truck.


814-696-1000 pA CP06


P L A C E  Y O U R  A D  O N L I N E  A T  w w w . c l e a n e r . c o m  –  I T ’ S  A L W A Y S  T H E R E  T O  M E E T  Y O U R  B U S Y  S C H E D U L E


see photos in color at www.cleaner.comsee photos in color at www.cleaner.com


classif ieds JEt VACS


1988 Ford L8000 Vac: Ford @ 210 hp, 
A/T, 81K miles, 6K hours, spring susp., 
spoke wheels, Vac-Con body, Cummins 
showing 1,292 hrs., s/n: V290T-0488186.
....................................................$22,500


715-546-2680 WI CBM


1990 Camel 200 80 GPM/2000 psi, Roots 
TS32 blower, mounted on Ford with 240 HP 
diesel, automatic. Just over 40,000 miles. Mu-
nicipally owned and in great shape. $48,000 
OBO. Call Jack @ 614-419-4579, see at 
www.ziamunicipalsupply.com. (CBM)


JEt VACS


1999 Sterling cab and chassis with a Vactor 
2100 combination vacuum loader and high 
pressure sewer cleaning system. (Stock 
#2129V) www.VacuumSalesInc.com, 
(888) VAC-UNIt (822-8648). (C06)


1998 International MOD 2554 6x4 
Camel 200: Allison trans., engine 530, 
275 hp, 74,243 miles, Roots 824 blower, 
Myers 80 gpm @ 2000 psi, extendable 
boom, front rotating reel. .......... $49,900


 559-276-0186 CA CP06


JEt VACS


1990 Ford L8000 S/A Vac: 7.4L diesel, 
jetter, 1,021 hours on unit, 59K miles, A/T, 
Vactor 2110 body, Model 4-764-180, s/n: 
90-9-4016, 4000 cfm, 60 gallons gtm @ 
2000 psi. .....................................$39,500


715-546-2680 WI CBM


Jack Doheny Supplies Inc. offers a full range 
of late model combo units and DOT industrial 
vacuum loaders. Call us @1-800-3DOHENY.
 (CPBM)


JEt VACS


2008 Sterling LT7501 with a VacAll AJV1015, 
10-yd. debris body, 1500 gal. water, combi-
nation vacuum/jetting unit. (Stock #13366) 
www.VacuumSalesInc.com, (888) VAC-
UNIt (822-8648). (C06)


1996 Ford F800 w/Vactor 2103: Cum-
mins @ 175 hp, Fuller FS5306A, 177" 
WB, 9,000/17,500 axles, Vactor 2103-16 
mini-vac 1600 cfm, s/n: 96-01V-5720.
....................................................$29,500


715-546-2680 WI CBM


It’s Quick  and Secure! www.cleaner.com
SUBMIT YOUR CLASSIFIED AD NOW!!


Just click on “Classifi eds” — “Place a Classifi ed Ad”
Fill in the online form!


Rates: $25 minimum charge 
(up to 20 words) - $1.00 per each 
additional word. Include a photo 
for an additional $125.


Fill in the online form!
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JEt VACS


1994 Vac-Con, 16-yard debris tank, 1250 gal. 
water tanks. Telescoping boom with articulat-
ing hose reel, 3-stage vacuum. L8000 Ford 
chassis, 127,545 miles. $45,000. Call 601-
373-3736 MS.  (CP06)


2003 Vac-Con Freightliner FL80 28,500 
miles. CAT- model 3126 Allison automatic, 
FMC pump 50 gpm @ 3000 psi,Cummins 
auxiliary engine 110 HP-480 hrs. 1000 gal-
lons water, 9-yd. debris tank, three stage fan, 
articulating hose reel, 700 ft. 3/4 hose, 10 ft. 
extendable boom, pendant controller, arrow-
board, dual beacons, one owner. $70,000. 
Phone 319-759-7774 IA. (C06) 


1991 Camel 200, 6-speed, 65 gpm, 2000 
psi, Roots 624 blower, tandem axle, ready 
for work, 169,000 miles, excellent condition. 
$28,900. Call 920-655-7302 or 920-866-
9109. (CBM) 


2004 Vac-Con: 3-stage fan, hydrostatic 
drive, 10’ boom, 50 gpm/3000 psi water 
pump, 1000 gal. water capacity. Unit 
mounted on 2004 IH 7400, MD3060P 
auto trans., 28K miles. Ex-city unit; well 
maintained.


  Mike at 800-294-0149 CO
www.williamseqpt.com C06


 LEASE/FINANCING


North Star Commercial Credit: Commer-
cial Loans for Trucks or Equipment. Flexible 
purchase programs to fit your budget. 21 yrs. 
in the industry. Contact tom Myers - 877-
804-2274. (CPBM)


NOZZLES


SApphIrE NOZZLES for UHP, laser-etched, 
heat treated, excellent quality, fantastic sav-
ings! 772-286-1218. info@alljetting.com; 
www.alljetting.com. (CBM)


SApphIrE NOZZLES to 60,000 psi for all 
major UHP units. Factory direct. Wholesale 
price. Apex Waterjetting Technologies. 772-
260-1100. (CBM)


pArtS & COMpONENtS


Fan for Vactor 800, 810 or 1200. Paid Vactor 
$2,500. New still in crate. Never opened. Out 
of business, can’t use. $1,000 or best offer. 
You pay freight. Call 520-240-5015 AZ. (C06) 


pArtS & COMpONENtS


Vac-Con and Cues grout rig parted out. Vac-
Con hydraulic and Graco pumps. Deere 4039 
engine. Onan 6.5 generator, extend-a-boom, 
hose and TV cable on their reels, tanks, fit-
tings, controls, etc. 732-859-2686. (C07)


US Jetting provides aftermarket rebuilding 
services and replacement parts for har-
ben® pumps. Low prices, fast response. 
Why pay more? Call today. 1-800-538-8464, 
ext 25 or 18. (CBM)


pIpE BUrStING 
EQUIpMENt


2007 Hammerhead PortaBurst Lightning Lat-
eral Pipe Replacement System: Used 4 times 
includes PortaBurst Lightning, power pack, 
3/4” x 150’ cable, 4” bursting head, 4” to 6” 
fusing machine. Will deliver and train how to 
use within U.S. $20,000. 405-227-3355.
 (CPBM)


pIpELINE 
rEhABILItAtION


One trade-in model of Pipe Genie heavy duty 
pipe bursting equipment. Excellent condition, 
looks new. 30-ton, 100 feet cable, full 2 year 
warranty. 877-411-7473. (CBM)


2010 UVTEC Ultra Violet curing system. Ca-
pable of curing lines from 6 to 30”. Brand new 
system never used. Chassis is a 2006 Ford 
450 14’ cube van with Powertec generator. 
Willing to sell separately. Email:northern@
acncanada.net. Call for pricing. PH: 250-962-
9382.  (C08)


PERMALINER SYSTEM IN A TRAILER. 
Comes with material, 4” & 6” heads, re-in-
statement cutter, and much more. Everything 
is here to get started except for a camera and 
cleaning equipment. $27.500. Call or e-mail 
for more details and pictures. 641-990-4008; 
advantagephc@gmail.com. (C06)


Winch truck with 3-spd. hyd. 15k# Braden 
constant speed 6 capstan head with 1200’ 
1/2” cable. Articulating hyd. arm. No need 
for top or down hole rollers and bracing. Can 
be used for pulling poly liner, large diameter 
balling, bucketing or pipe bursting. 2 part the 
cable and get 22,500 of pull with a 500’ run. 
Mounted on 1974 International diesel with a 
13-speed. $18,000 OBO. 916-399-9595 CA.
 (C06)


Telespector TV and grouting unit, 500’ East-
man color-coded quad hose, reels, Cat pump, 
20+ packers from 6” to 36”, air compressor, 
Onan 5kw, b&w cameras, skids, 1982 Chevy 
van, SS chem. tanks. Plus a ton of spare 
parts. $10,000 OBO. 916-399-9595 CA.
 (C06)


pOSItIONS AVAILABLE


SALES REPS WANTED: Check details on 
our website www.gapvax.com or send re-
sume to betty@gapvax.com. (C07)


Southeast Sales Manager position. 
Seeking experienced individual to represent 
distributor of high quality nozzles and acces-
sories to municipals and contractors. Would 
suit person with existing customer route. Sal-
ary, benefits and strong commission structure 
for proven individual. Email resume to sales@
nctnozzles.com. (C06)


pUMpS


Buy & Sell all makes and models, new & 
used vacuum pumps & high pressure water 
pumps, and good used replacement parts. 
Call for an inventory sheet and save. www.
VacuumSalesInc.com, (888) VAC-UNIt 
(822-8648). (C06)


New water end barrel for Vactor water pump, 
$1,250.00. 714-381-4141. (CPBM)


JEtECh 150J3W-triplex pump: Ultra-
high pressure-H. Plg. dia. - inches: 7/8. 
Max pressure - PSI: 15,000. Max. flow - 
GPM: 14.7. Pump head has less than 50 
working hours. Perfect working condition.
..........................................Asking $8,000
(Shipping & handling fees not included)


506-546-6189 C06


rENtAL EQUIpMENt


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. (C06)


rODDING MAChINES


1995 Sreco Flexible HM516TR Hydraulic 
Rodding Machine. Excellent condition, kept 
out of weather, like new, low hours. Cost 
$35,000. Asking $15,000. For more informa-
tion call Tim @ 205-516-6506 or 205-352-
2794 AL. (C06)


rODDING MAChINES


2001 Ford F650: Cat 3126, 6-cylinder 
diesel, Allison 5-speed auto, no CDL, OK 
Champion power rodder S660-36ATO, 
7,000 lb. pulling force. 2 others in stock!
....................................................$39,500


215-703-4386 pA C07


1985 Champion .049 machine. V4 Wisconsin, 
1000’ continuous rod, hose, cutters, saws, 
and spare parts on 1975 Ford 1-ton. $10,000 
OBO. 916-399-9595 CA. (C06)


rOOt CONtrOL


1992 hose thruster machine used to apply 
Vaporooter Sanafoam to sewer lines. Single 
axle trailer can be connected to jetter truck. 
$9,000 OBO. 916-399-9595 CA. (C06)


SEptIC trUCkS


1993 Volvo Septic truck: Detroit se-
ries 60 @ 350 hp, Fuller 13-spd., engine 
brake, 273K miles, walking beam susp., 
air up/down pusher axle, spoke wheels, 
22.5 tires, PTO, Masport pump. .$24,500


715-546-2680 WI CBM


1998 Mack RD6885 with a 3200 US gal-
lon stainless steel vacuum tank unit. (Stock 
#6653V) www.VacuumSalesInc.com, 
(888) VAC-UNIt (822-8648). (C06)


1978 Mack Vac truck: Mack diesel, 
M/T, 10,500/19,040 axles, camelback 
susp., spoke wheels, 22.5 tires. .$24,500


715-546-2680 WI CBM


P L A C E  Y O U R  A D  O N L I N E  A T  w w w . c l e a n e r . c o m  –  I T ’ S  A L W A Y S  T H E R E  T O  M E E T  Y O U R  B U S Y  S C H E D U L E P L A C E  Y O U R  A D  O N L I N E  A T  w w w . c l e a n e r . c o m  –  I T ’ S  A L W A Y S  T H E R E  T O  M E E T  Y O U R  B U S Y  S C H E D U L E


SEptIC trUCkS


3200 US gallon stainless steel vacuum 
tank. (Stock #0488V) www.VacuumSales 
Inc.com, (888) VAC-UNIt (822-8648).


(C06)


2010 Peterbilt 348 with new Presvac 3600 
US gal. aluminum vacuum pressure tank with 
Masport HXL400WV vacuum pressure pump. 
(Stock #8808) www.VacuumSalesInc.
com, (888) VAC-UNIt (822-8648). (C06)


SErVICE/rEpAIr


***www.ser v icewi thasmi le .com***  
Sewer Cam reel and Camera repair: 
Authorized for General Wire, ratech & 
ridgid. Quality service on all brands. 
Need more info? Give Chuck a call. 
Electronic repair Co., Birmingham, AL 
35206. 205-836-0454; email: part@ 
servicewithasmile.com. (CBM)


Dynamic repairs - Inspection Camera 
repairs: 48-hr. turn-around time. General 
Wire, Ratech, Ridgid, Pearpoint, Electric Eel, 
Gator Cams, Insight Vision, Vision Intruders. 
Quality service on all brands. rental equip-
ment available. For more info. call Jack at 
973-478-0893. Lodi, New Jersey. (CBM)


tANkS


3200 US gallon stainless steel vacuum 
tank. (Stock #0488V) www.VacuumSales 
Inc.com, (888) VAC-UNIt (822-8648).


(C06)


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.


(CPBM)


tV INSpECtION


1994 Chevy Vandura 3500 Hi-Top. 1,000 
ft. cable; 2 Aries crawlers; 2 Aries pan & tilt 
cameras; new Aries Wincam program w/com-
puter; brand new Onan generator. $17,000. 
845-374-1161 NY (C07) 


1998 Cues Mainline TV System: GMC Sa-
vanna 3500, Cues w/Pro-Data on-screen 
titler, Honda generator, Sony combo DVD/
VHS, 1700’ of M/C cable, pan & tilt camera 
w/shorty transporter. $39,500. 608-835-7767 
WI (CBM)


Used and rebuilt color and black & white cam-
era kits. Ridgid SeeSnakes, General, Gen-
Eye, Pearpoint. The Cable Center. 1-800-
257-7209. (CBM)


tV INSpECtION


1995 Vandura GMC Van, 190,000 miles. 
Equipped with Ques system. Consisting of In-
spector General System and tractor camera. 
$9,000. Call 601-373-3736 MS. (C06) 


Spartan cameras, used. 1 full size color reel; 
1 monitor with VCR; 3 mini camera kits. The 
Cable Center, 1-800-257-7209. (CBM)


Mytana cameras, used. 3 full size reels, 6 
color camera heads, 2 mini reels, 3 monitor 
packages. The Cable Center, 1-800-257-
7209. (CBM)


TV Ferret: Complete used, pan & tilt system, 
600 ft. cable, 6” crawler. More turn-key sys-
tems. Starting at $20,000. www.tvferret.com. 
518-399-2211. (CBM)


VACUUM LOADErS


2006 Ultra-Vac Model HVV-9145 mounted 
on a 2006 International. The unit has 3,482 
hours and 27,884 miles. This truck is in ser-
vice working every day. $145,000. Call 205-
492-5290 AL. (C06) 


1999 International with a Guzzler Ace 27” HG 
wet/dry industrial vacuum tank loader. Demo/
rental unit. (Stock #7390) www.Vacuum 
SalesInc.com, (888) VAC-UNIt (822-
8648). (C06)


VACUUM trAILEr


2007 ring-O-Matic 750 high CFM 
Vac trailer: Cat 3024 @ 50 HP, 696 
hours, liquid-cooled, 750 gallon cap.,. 
850 CFM lobe style blower, 20,860# 
GVW ......................................... $29,500


 715-546-2680 WI CBM


WANtED


WANTED TO BUY: Any make/model GapVax. 
Email inquiry@gapvax.com or call 888-442-
7829. (C07)


WANtED: We buy sewer trucks. Any year, 
any condition. Results immediately. 915-239-
2266 or mmachinerymexico@gmail.com.
  (CBM)


Very serious and well qualified buyer looking 
for sewer, septic or industrial business in Dal-
las, Texas area. Must be grossing between 
$500,000-$1,000,000. All inquiries are kept 
confidential. Call Jeff at 800-257-7222.(CBM)


Wanted to Buy: Vactor 2100’s and late model 
Guzzlers. Cash. 800-336-4369. (CPBM)


WAtErBLAStING


Gardner Denver TF-450 VSDT 52 GPM 
max 10K max. Gardner Denver T-450 w/Jet-
stream fluid end transmission 12K max 40.91 
GPM max. thE-500Uh 50K bare shaft pump. 
Wheatley 165 20K @ 17 GPM. Wheatley 
125 10K @ 20 GPM. Wheatley p-313 10K 
@ 8.4 GPM. Aqua-Dyne C 450-DS 20K @ 
33 GPM. Allis-Chalmers 10x8x22 700 HP. 
Boatman Ind. 713-641-6006. View @ www.
boatmanind.com. (CPBM)


WAtErBLAStING


40,000 PSI sapphire nozzles, UHP hoses & 
replacement parts. Excellent quality & prices. 
772-286-1218; info@alljetting.com; www.all 
jetting.com.  (CBM)


WATER JETTING EQUIPMENT: We sell, 
repair and retrofit water blasters. Visit us at: 
www.waterjettingequipment.com or phone 
714-259-7700. (CBM)
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JEt VACS


1994 Vac-Con, 16-yard debris tank, 1250 gal. 
water tanks. Telescoping boom with articulat-
ing hose reel, 3-stage vacuum. L8000 Ford 
chassis, 127,545 miles. $45,000. Call 601-
373-3736 MS.  (CP06)


2003 Vac-Con Freightliner FL80 28,500 
miles. CAT- model 3126 Allison automatic, 
FMC pump 50 gpm @ 3000 psi,Cummins 
auxiliary engine 110 HP-480 hrs. 1000 gal-
lons water, 9-yd. debris tank, three stage fan, 
articulating hose reel, 700 ft. 3/4 hose, 10 ft. 
extendable boom, pendant controller, arrow-
board, dual beacons, one owner. $70,000. 
Phone 319-759-7774 IA. (C06) 


1991 Camel 200, 6-speed, 65 gpm, 2000 
psi, Roots 624 blower, tandem axle, ready 
for work, 169,000 miles, excellent condition. 
$28,900. Call 920-655-7302 or 920-866-
9109. (CBM) 


2004 Vac-Con: 3-stage fan, hydrostatic 
drive, 10’ boom, 50 gpm/3000 psi water 
pump, 1000 gal. water capacity. Unit 
mounted on 2004 IH 7400, MD3060P 
auto trans., 28K miles. Ex-city unit; well 
maintained.


  Mike at 800-294-0149 CO
www.williamseqpt.com C06


 LEASE/FINANCING


North Star Commercial Credit: Commer-
cial Loans for Trucks or Equipment. Flexible 
purchase programs to fit your budget. 21 yrs. 
in the industry. Contact tom Myers - 877-
804-2274. (CPBM)


NOZZLES


SApphIrE NOZZLES for UHP, laser-etched, 
heat treated, excellent quality, fantastic sav-
ings! 772-286-1218. info@alljetting.com; 
www.alljetting.com. (CBM)


SApphIrE NOZZLES to 60,000 psi for all 
major UHP units. Factory direct. Wholesale 
price. Apex Waterjetting Technologies. 772-
260-1100. (CBM)


pArtS & COMpONENtS


Fan for Vactor 800, 810 or 1200. Paid Vactor 
$2,500. New still in crate. Never opened. Out 
of business, can’t use. $1,000 or best offer. 
You pay freight. Call 520-240-5015 AZ. (C06) 


pArtS & COMpONENtS


Vac-Con and Cues grout rig parted out. Vac-
Con hydraulic and Graco pumps. Deere 4039 
engine. Onan 6.5 generator, extend-a-boom, 
hose and TV cable on their reels, tanks, fit-
tings, controls, etc. 732-859-2686. (C07)


US Jetting provides aftermarket rebuilding 
services and replacement parts for har-
ben® pumps. Low prices, fast response. 
Why pay more? Call today. 1-800-538-8464, 
ext 25 or 18. (CBM)


pIpE BUrStING 
EQUIpMENt


2007 Hammerhead PortaBurst Lightning Lat-
eral Pipe Replacement System: Used 4 times 
includes PortaBurst Lightning, power pack, 
3/4” x 150’ cable, 4” bursting head, 4” to 6” 
fusing machine. Will deliver and train how to 
use within U.S. $20,000. 405-227-3355.
 (CPBM)


pIpELINE 
rEhABILItAtION


One trade-in model of Pipe Genie heavy duty 
pipe bursting equipment. Excellent condition, 
looks new. 30-ton, 100 feet cable, full 2 year 
warranty. 877-411-7473. (CBM)


2010 UVTEC Ultra Violet curing system. Ca-
pable of curing lines from 6 to 30”. Brand new 
system never used. Chassis is a 2006 Ford 
450 14’ cube van with Powertec generator. 
Willing to sell separately. Email:northern@
acncanada.net. Call for pricing. PH: 250-962-
9382.  (C08)


PERMALINER SYSTEM IN A TRAILER. 
Comes with material, 4” & 6” heads, re-in-
statement cutter, and much more. Everything 
is here to get started except for a camera and 
cleaning equipment. $27.500. Call or e-mail 
for more details and pictures. 641-990-4008; 
advantagephc@gmail.com. (C06)


Winch truck with 3-spd. hyd. 15k# Braden 
constant speed 6 capstan head with 1200’ 
1/2” cable. Articulating hyd. arm. No need 
for top or down hole rollers and bracing. Can 
be used for pulling poly liner, large diameter 
balling, bucketing or pipe bursting. 2 part the 
cable and get 22,500 of pull with a 500’ run. 
Mounted on 1974 International diesel with a 
13-speed. $18,000 OBO. 916-399-9595 CA.
 (C06)


Telespector TV and grouting unit, 500’ East-
man color-coded quad hose, reels, Cat pump, 
20+ packers from 6” to 36”, air compressor, 
Onan 5kw, b&w cameras, skids, 1982 Chevy 
van, SS chem. tanks. Plus a ton of spare 
parts. $10,000 OBO. 916-399-9595 CA.
 (C06)


pOSItIONS AVAILABLE


SALES REPS WANTED: Check details on 
our website www.gapvax.com or send re-
sume to betty@gapvax.com. (C07)


Southeast Sales Manager position. 
Seeking experienced individual to represent 
distributor of high quality nozzles and acces-
sories to municipals and contractors. Would 
suit person with existing customer route. Sal-
ary, benefits and strong commission structure 
for proven individual. Email resume to sales@
nctnozzles.com. (C06)


pUMpS


Buy & Sell all makes and models, new & 
used vacuum pumps & high pressure water 
pumps, and good used replacement parts. 
Call for an inventory sheet and save. www.
VacuumSalesInc.com, (888) VAC-UNIt 
(822-8648). (C06)


New water end barrel for Vactor water pump, 
$1,250.00. 714-381-4141. (CPBM)


JEtECh 150J3W-triplex pump: Ultra-
high pressure-H. Plg. dia. - inches: 7/8. 
Max pressure - PSI: 15,000. Max. flow - 
GPM: 14.7. Pump head has less than 50 
working hours. Perfect working condition.
..........................................Asking $8,000
(Shipping & handling fees not included)


506-546-6189 C06


rENtAL EQUIpMENt


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. (C06)


rODDING MAChINES


1995 Sreco Flexible HM516TR Hydraulic 
Rodding Machine. Excellent condition, kept 
out of weather, like new, low hours. Cost 
$35,000. Asking $15,000. For more informa-
tion call Tim @ 205-516-6506 or 205-352-
2794 AL. (C06)


rODDING MAChINES


2001 Ford F650: Cat 3126, 6-cylinder 
diesel, Allison 5-speed auto, no CDL, OK 
Champion power rodder S660-36ATO, 
7,000 lb. pulling force. 2 others in stock!
....................................................$39,500


215-703-4386 pA C07


1985 Champion .049 machine. V4 Wisconsin, 
1000’ continuous rod, hose, cutters, saws, 
and spare parts on 1975 Ford 1-ton. $10,000 
OBO. 916-399-9595 CA. (C06)


rOOt CONtrOL


1992 hose thruster machine used to apply 
Vaporooter Sanafoam to sewer lines. Single 
axle trailer can be connected to jetter truck. 
$9,000 OBO. 916-399-9595 CA. (C06)


SEptIC trUCkS


1993 Volvo Septic truck: Detroit se-
ries 60 @ 350 hp, Fuller 13-spd., engine 
brake, 273K miles, walking beam susp., 
air up/down pusher axle, spoke wheels, 
22.5 tires, PTO, Masport pump. .$24,500


715-546-2680 WI CBM


1998 Mack RD6885 with a 3200 US gal-
lon stainless steel vacuum tank unit. (Stock 
#6653V) www.VacuumSalesInc.com, 
(888) VAC-UNIt (822-8648). (C06)


1978 Mack Vac truck: Mack diesel, 
M/T, 10,500/19,040 axles, camelback 
susp., spoke wheels, 22.5 tires. .$24,500


715-546-2680 WI CBM


P L A C E  Y O U R  A D  O N L I N E  A T  w w w . c l e a n e r . c o m  –  I T ’ S  A L W A Y S  T H E R E  T O  M E E T  Y O U R  B U S Y  S C H E D U L E P L A C E  Y O U R  A D  O N L I N E  A T  w w w . c l e a n e r . c o m  –  I T ’ S  A L W A Y S  T H E R E  T O  M E E T  Y O U R  B U S Y  S C H E D U L E


SEptIC trUCkS


3200 US gallon stainless steel vacuum 
tank. (Stock #0488V) www.VacuumSales 
Inc.com, (888) VAC-UNIt (822-8648).


(C06)


2010 Peterbilt 348 with new Presvac 3600 
US gal. aluminum vacuum pressure tank with 
Masport HXL400WV vacuum pressure pump. 
(Stock #8808) www.VacuumSalesInc.
com, (888) VAC-UNIt (822-8648). (C06)


SErVICE/rEpAIr


***www.ser v icewi thasmi le .com***  
Sewer Cam reel and Camera repair: 
Authorized for General Wire, ratech & 
ridgid. Quality service on all brands. 
Need more info? Give Chuck a call. 
Electronic repair Co., Birmingham, AL 
35206. 205-836-0454; email: part@ 
servicewithasmile.com. (CBM)


Dynamic repairs - Inspection Camera 
repairs: 48-hr. turn-around time. General 
Wire, Ratech, Ridgid, Pearpoint, Electric Eel, 
Gator Cams, Insight Vision, Vision Intruders. 
Quality service on all brands. rental equip-
ment available. For more info. call Jack at 
973-478-0893. Lodi, New Jersey. (CBM)


tANkS


3200 US gallon stainless steel vacuum 
tank. (Stock #0488V) www.VacuumSales 
Inc.com, (888) VAC-UNIt (822-8648).


(C06)


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.
 (CPBM)


tV INSpECtION


1994 Chevy Vandura 3500 Hi-Top. 1,000 
ft. cable; 2 Aries crawlers; 2 Aries pan & tilt 
cameras; new Aries Wincam program w/com-
puter; brand new Onan generator. $17,000. 
845-374-1161 NY (C07) 


1998 Cues Mainline TV System: GMC Sa-
vanna 3500, Cues w/Pro-Data on-screen 
titler, Honda generator, Sony combo DVD/
VHS, 1700’ of M/C cable, pan & tilt camera 
w/shorty transporter. $39,500. 608-835-7767 
WI (CBM)


Used and rebuilt color and black & white cam-
era kits. Ridgid SeeSnakes, General, Gen-
Eye, Pearpoint. The Cable Center. 1-800-
257-7209. (CBM)


tV INSpECtION


1995 Vandura GMC Van, 190,000 miles. 
Equipped with Ques system. Consisting of In-
spector General System and tractor camera. 
$9,000. Call 601-373-3736 MS. (C06) 


Spartan cameras, used. 1 full size color reel; 
1 monitor with VCR; 3 mini camera kits. The 
Cable Center, 1-800-257-7209. (CBM)


Mytana cameras, used. 3 full size reels, 6 
color camera heads, 2 mini reels, 3 monitor 
packages. The Cable Center, 1-800-257-
7209. (CBM)


TV Ferret: Complete used, pan & tilt system, 
600 ft. cable, 6” crawler. More turn-key sys-
tems. Starting at $20,000. www.tvferret.com. 
518-399-2211. (CBM)


VACUUM LOADErS


2006 Ultra-Vac Model HVV-9145 mounted 
on a 2006 International. The unit has 3,482 
hours and 27,884 miles. This truck is in ser-
vice working every day. $145,000. Call 205-
492-5290 AL. (C06) 


1999 International with a Guzzler Ace 27” HG 
wet/dry industrial vacuum tank loader. Demo/
rental unit. (Stock #7390) www.Vacuum 
SalesInc.com, (888) VAC-UNIt (822-
8648). (C06)


VACUUM trAILEr


2007 ring-O-Matic 750 high CFM 
Vac trailer: Cat 3024 @ 50 HP, 696 
hours, liquid-cooled, 750 gallon cap.,. 
850 CFM lobe style blower, 20,860# 
GVW ......................................... $29,500


 715-546-2680 WI CBM


WANtED


WANTED TO BUY: Any make/model GapVax. 
Email inquiry@gapvax.com or call 888-442-
7829. (C07)


WANtED: We buy sewer trucks. Any year, 
any condition. Results immediately. 915-239-
2266 or mmachinerymexico@gmail.com.
  (CBM)


Very serious and well qualified buyer looking 
for sewer, septic or industrial business in Dal-
las, Texas area. Must be grossing between 
$500,000-$1,000,000. All inquiries are kept 
confidential. Call Jeff at 800-257-7222.(CBM)


Wanted to Buy: Vactor 2100’s and late model 
Guzzlers. Cash. 800-336-4369. (CPBM)


WAtErBLAStING


Gardner Denver TF-450 VSDT 52 GPM 
max 10K max. Gardner Denver T-450 w/Jet-
stream fluid end transmission 12K max 40.91 
GPM max. thE-500Uh 50K bare shaft pump. 
Wheatley 165 20K @ 17 GPM. Wheatley 
125 10K @ 20 GPM. Wheatley p-313 10K 
@ 8.4 GPM. Aqua-Dyne C 450-DS 20K @ 
33 GPM. Allis-Chalmers 10x8x22 700 HP. 
Boatman Ind. 713-641-6006. View @ www.
boatmanind.com. (CPBM)


WAtErBLAStING


40,000 PSI sapphire nozzles, UHP hoses & 
replacement parts. Excellent quality & prices. 
772-286-1218; info@alljetting.com; www.all 
jetting.com.  (CBM)


WATER JETTING EQUIPMENT: We sell, 
repair and retrofit water blasters. Visit us at: 
www.waterjettingequipment.com or phone 
714-259-7700. (CBM)


312-706-9678
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2006 Vactor 2115, Roots 18” blower, 80 GPM/2,500 PSI pump, loaded 


with options and rebuilt by factory authorized repair technicians.


1994 Vactor 2110, singlefan compressor, 60 GPM water pump, multi-
� ow, hydro-ex kit, ex-municipal truck extremely low hours and miles


1993 Vactor 2103, completely refurbished
low/hour mile, ex-municipal unit


1994 Vactor 2110, singlefan compressor, 60 GPM water pump, multi-


312-706-9678312-706-9678


� ow, hydro-ex kit, ex-municipal truck extremely low hours and miles


Insight triple threat 
portable camera system, 
like new system includes 


crawler, jet camera and push 
camera


2006 Vactor 2115, Roots 18” blower, 80 GPM/2,500 PSI pump, loaded Roots 18” blower, 80 GPM/2,500 PSI pump, loaded 







Simple.


Effective. 


Proven.


Call


1-800-844-4974
for more info!


For municipal and residential applications


www.rootx.com
www.rootxperts.com


The Root Intrusion Solution


Special!Special!
Turn in your old


FDU 100 Applicator


and receive a $300 


discount on the 


new FDU 200!


1-800-844-4974


new FDU 200!


1-800-844-4974
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Ultimate Warrior


SPARTAN TOOL, L.L.C. | 1506 WEST DIVISION STREET | MENDOTA, ILLINOIS 61342
ORDER BY PHONE: 800.435.3866 ORDER ONLINE: WWW.SPARTANTOOL.COM


Ultimate Warrior /
Hi-Flow Ultimate Warrior
Introducing the most powerful force in the field. Spartan unleashes two of the industry’s


toughest jetters. The Ultimate Warrior brings you all the features of Spartan’s revolutionary Warrior —


a fully enclosed, sound-dampening fiberglass body, the power of 4,000 PSI at 18 GPM, and a 180°


pivoting hose reel with optional six-function remote control for easy operation in tight quarters — but


in a dual axle configuration with a towable capacity of 600 gallons. And that’s not all. Its alter ego,


the new Hi-Flow Ultimate Warrior offers 3,000 PSI at 35 GPM, perfect for small municipalities and


use in larger sewers.










