









































he feature profiles in this issue of Cleaner reflect an entrepreneurial 
spirit, a willingness to evolve, and the value of a fresh start.


Environmental Pipe Cleaning of Richmond, Va., reflects all of 
these business virtues. The firm has seen more than its share of changes 


and challenges over the past five decades, but all of it has created a model for 
infrastructure rehabilitation and maintenance services that make the company 
a sought-after vendor for many high-profile clients.


Mindset, or more simply put, a major attitude adjustment in regard to 
how business should be done and how clients should be treated, has allowed 
the small family business to become one of the Washington, D.C., area’s pre-
mier infrastructure problem solvers.


When Samantha Hawes took over the business from her father in 1990, 
she looked at the industry from a woman’s perspective. She impressed upon 
her new hires how clients felt when they showed up at their homes or busi-
nesses; how their appearance, attitude and demeanor made them feel; and 
how that client’s perception could just as easily lead to more business or  
destroy the firm’s hard work and reputation. By evolving, and changing their 
approach and attitude toward clients, the technicians became one of the most 
powerful advertising and marketing tools the company possessed.


Five years later, Environmental Pipe Cleaning was ready to take the busi-
ness to the next level. The firm began to see more opportunities in the area 


of pipeline rehabilitation. CIPP and pipe bursting offered great potential, and 
despite the resistance of some crew members, the company pushed forward 
into new technology with a desire to be part of the industry’s evolution.


When the recent recession brought economic challenges to their door, 
Samantha and her husband, Dave, pushed forward with a concentrated 
customer outreach program. They kept a positive attitude, and eventually 
the projects started coming in again. It was a fresh start for a company that 


had already been in business for more than 40 years, and business has been 
nonstop ever since.


Mr. Rooter of Tri-Cities, the other contractor profiled in this issue, has also 
shown a willingness to evolve with the advent of new technologies. Investing 
in the latest plumbing and rooter equipment has given the company an edge 
over its competition. The company was the first in the area to have cameras 
installed on its trucks, and today, it’s the only company in the region equipped 
to do pipe bursting and residential pipe lining.


The company’s entrepreneurial spirit also shines through in its outlook on 
the future. Owners Dan and Shaylin King see great opportunity to grow their 
commercial business by creating a division dedicated strictly to commercial 
customers, particularly restaurants. They plan to hire a sales manager to call 
on commercial accounts and set up more preventive maintenance programs 
with regularly scheduled drain cleanings to avoid emergencies and downtime.


They also believe the future of the plumbing industry will be in-home 
water treatment, and part of their own evolution involves building a water treat-
ment division for selling and installing water filters, conditioners and softeners.


I hope Environmental Pipe Cleaning and Mr. Rooter of Tri-Cities can 
provide you some inspiration, and I hope you’ll take advantage of another  
opportunity to see the evolution of this industry on display: the 2013 Pumper 
& Cleaner Environmental Expo.


The Expo will be held Feb. 25-28 at the Indiana Convention Center in 
Indianapolis. It’s a chance for you to network with peers and manufacturers, 
and find the special piece of equipment that can improve your existing services 
or give you a fresh start on a new course. Visit www.pumpershow.com to learn 
more about it.


Enjoy this month’s issue. C
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includes the candidate’s spouse or partner to make sure everyone understands 
the dedication required for the job.


“Often the problem is with the spouse,” Dan says. “They have a hard time 
with the hours or with being on call, so we want them to be on board and 
know what to expect.”


To evaluate the effectiveness of its technicians, the company tracks closing 
rates to determine how many consulting visits resulted in a sale. “They need to 
give the customer a reason to do business with us,” Dan adds. “If customers 
call to say they like their tech, we know they’re taking care of the customer.”


 
food and other Clogs


Several nearby food processing plants provide regular business, particularly 
in the summer months. Processors of potatoes, onions and other vegetables 
occasionally experience blockages in their product transportation lines. A 
blocked line results in lost profits for a processor, so Mr. Rooter technicians 
must respond quickly to emergency calls at any time of day or night.


One regular customer is a potato processor that experiences clogs in a 10-
inch, 500-foot overhead pipe transporting raw product across the plant. The 
blockage is often several feet deep with compacted potatoes. The technician 
must suit up in rain gear, get elevated with a man lift, open the pipe, and use a 
hydroscrubber to break up the potatoes and dislodge the clog.


The Kings see a great opportunity to grow their commercial business by 
creating a division dedicated strictly to commercial customers, particularly 
restaurants.  “A residential customer may use a plumber every three years, 
but a commercial business uses a plumber every couple months,” Dan says. 
“Generally, commercial work is repeat work. We could expand our business 
immensely just on that volume of work.”


“We want to fix it once, fix it right, and fix it forever 


so they don’t have to worry about it.”
Shaylin King


ABOVE: Shaylin King uses a MyTana camera to inspect a drain line in a 
medical office building. BELOW: The Mr. Rooter team includes, front row, 
from left, operations manager Shaylin King, and owners Dan and Jill King; 
back row, technician Ron McKenzie, technician Greg Sears, inventory con-
troller/laborer Richard Barton, customer service representative Caroline 
Perry and customer service representative Deann Metz.


(continued)
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rom outward appearances, the nicely lettered, 14-foot Isuzu box truck 
owned by B. Frank Joy LLC in Hyattsville, Md., may not look like a 
productivity-boosting powerhouse. But a look inside reveals why it’s an 
integral part of the company’s sewer division, helping it rack up impres-


sive productivity gains in prepping residential sewer laterals for relining.
“This jetter truck is very valuable to us,” says John Brady, a foreman in 


the sewer division. “It helps us perform prep work for three lateral relining 
crews, and saves us a lot of time. I’d say our production has increased about 
50 percent since we put it into service in June of 2010.


“Our crew used to prep seven to 10 laterals a day, but now we can do 15 
a day – and sometimes even up to 25 on a really good day,” he notes.


The truck’s central component is a customized, skid-mounted jetter 
made by Sewer Equipment Company of America. It features a more powerful 
pump (4,000 psi at 23 gpm versus 4,000 psi at 18 gpm) and a larger-than-
normal water tank (600 gallons compared to 400 gallons).


The higher water pressure enables operators to flush out root-cutting 
debris from laterals faster by eliminating two to three post-cutting passes 
through the line, which can save up to 30 minutes per line. To cut tree roots, 


the company uses Warthog nozzles, made by StoneAge, Inc., or Lumberjack 
cutting heads, made by NozzTeq Inc. For relining, the company uses a system 
made by LMK Technologies, Brady says.


Moreover, the bigger water tank minimizes the time required for refills 
– about 20 minutes – as well as the time required to drive around and find a 


money
machines


Thinking Inside the Box
There’s a loT more To This maryland conTracTor’s jeTTer Truck Than 


meeTs The eye – like increased producTiviTy and safer operaTion, for sTarTers


By Ken WysocKy


F


LeFT: An Isuzu box truck carries B. 
Frank Joy LLc’s customized, skid-
mounted jetter from sewer equipment 
company of America. The truck also 
includes a 600-gallon water tank, 
hydraulic retractable hose reel and 
an electric jib crane, among other 
safety- and productivity-enhancing 
features. ABoVe: crew leader santos 
Romero uses the jetter truck to clean 
a line. (Photos courtesy of B. Frank 
Joy LLc)


money machines   
OWNER:  B. Frank Joy LLc, Hyattsville, Md.


MACHINE:  customized sewer equipment company of America 
 water jetter, skid-mounted inside an Isuzu box truck
 800/323-1604
 www.sewerequipment.com


FUNCTION:  cleaning residential lateral pipelines for relining


FEATURES:  4,000 psi at 23 gpm, 600-gallon water tank, hydraulic   
 slide-out reel, 600 feet of 1/2-inch-diameter hose


COST:  About $91,000 for the jetter and truck
water source. Brady says the extra 200 gallons of capacity eliminates at least 
one refill stop every day, which depending on circumstances, such as water 
source proximity, can translate into 45 minutes to an hour saved daily.


Along with 600 feet of 1/2-inch-diameter hose and a hydraulic retract-
able hose reel that swivels 180 degrees, the truck offers other productivity 
enhancements. In the congested, densely populated Washington, D.C., area 
in which crews work, the truck’s compact, cab-over chassis is easier to drive, 
park and maneuver than a pickup truck towing a trailer-mounted jetter. The 
interior skid-mount configuration protects critical equipment and employees 
from harsh weather.


In addition, a custom side door provides easier access to tools and equip-
ment than the rear door, which is blocked by the jetter and water tank. The 
truck carries a RIDGID SeeSnake pipeline inspection camera and a Spar-
tan Tool 1065 cable drain-cleaning machine. An electric jib crane with a 
2,000-pound lifting capacity, made by Vestil Manufacturing, makes it safer 


and easier for workers to remove and load heavier equipment through the 
side door.


“It’s a big deal to have everything within easy reach for the crew,” Brady 
says. “It’s faster and safer. We’ve had a couple close calls with strained backs 
and what not, which we like to avoid.” 


General manager Desi Hannon notes that the slide-out reel allows opera-
tors to work on the ground and in back of the truck. “Along with the low-
profile chassis, this provides better visibility,” he says. “And by working on 
the ground, there’s less potential risk of injury from walking up and down 
steps or working on an elevated surface.”


The truck’s features also helped the company better deploy manpower 
by reducing the on-site crew from three to two people. That, in turn, allows 
the company to price jobs more competitively, and enabled it to use the third 
employee to build another relining crew, Brady says. 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.


“This jetter truck is very valuable to us. it helps us 
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and saves us a lot of time. i’d say our production 


has increased about 50 percent since we 


put it into service in june of 2010.”


John Brady
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