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This state-of-the-art camera offers pan-and-tilt capa-
bilities and is designed with a unique rod that provides
an important maneuvering advantage when accessing
different pipe sizes and negotiating T and Y junctions. The
rod is used to pivot the camera head to help the probe
change directions and angles within the lateral to overcome
common obstacles that stop ordinary cameras in their tracks.
The camera is deployed from RST’s popular Mainline and 
Lateral Launcher System.

The RST Helix is our latest innovation to increase efficiency
and lower costs for municipalities and contractors.

This ground-breaking system can
complete a scan in under a minute
and can easily survey 50 or more
manholes a day.  Along with this
dramatic manpower saving, the
RST Helix delivers an unprece-
dented level of detail to help you
head off dangerous structural failures plus source inflow and
infiltration from surface and ground water. 

RST HELIX
Advanced Manhole Inspection System

RST RODSTAR 
High-Access Lateral Camera 

Unique Rod Provides Pivot 
Point For Maneuverability. 

Demonstrations/Sales: 800.767.1974 • www.rstechserv.com

NEW PIPELINE INSPECTION 
INNOVATIONS FROM RST

Sonar

Wi-Fi 
Connectivity

High Power LED
Lights

Six High Res Cameras 
Six Active 3-D Sensors

Inspect Laterals Up To 150 Feet
From RST’s Mainline and Lateral

Launcher System

SPECIFICATIONS/DEMOS

(800) 767-1974
RSTechserv.com

RST TAP CUTTER
Self-Propelled For Faster Reinstatements 

Stabilizing Bar Improves 
Traction and Locks Cutter in

Place During Cuts.

Unique Ram Extends Cutting Arm Up to 
6 Inches to Minimize Repositioning And Save Time! 

Cutting Head Rotates at
12,000 RPM And

Accepts  All Standard
Cutting Bits. 

This innovative tap cutter is designed to increase the speed
of reinstating laterals after relining sewer mains.  The self-
propelled robotic unit features six-wheel drive and a special
stabilizing bar for more traction on longer pipe runs.  The bar
is also used to lock the cutter in place to minimize vibration
during cuts. A mechanical ram allows the cutting arm to
move horizontally, which is more efficient than repositioning
a cutter during the reinstatement process. A single line pro-
vides approximately 125 psi of air pressure to power the cut-
ting bit and room for RST’s single conductor cable, which
runs through its center to power the tractor and camera.
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had a great time at the WWETT Show this year, mostly because of the 
people I met. 

There were more than 13,000 attendees at this year’s show. I met less 
than 1 percent of them, and I still had enough great conversations to fuel 

Cleaner for the next year. 
One of the things I really enjoy over the course of the year is seeing 

everything from the show come to life in the pages of this magazine, from 
new insights to tools and equipment, and, of course, the people. Regardless 
of whether you were able to attend the show, you’ll be able to share my 
experiences in future issues. 

One of those experiences was meeting Doyle Parsons, a plumber and 
drain cleaner from Ball, Louisiana. Doyle woke up one Monday morning after 

two years of hurricane relief work in New Orleans and decided to start his 
own business to better provide for his family. He had no tools or equipment, 
no service van and no customers. So he picked up the phone and started 
making calls. He went out and met potential customers. On Tuesday, he had 
10 hours of work.

That was 10 years ago. In 2016, Parsons Plumbing, Heating & Cooling 
generated $1.8 million in revenue and donated a significant portion to local 
charities. It’s a success story you’ll be reading more about in a future issue. 

I also met Chuck Lang, owner of CST Utilities in Grove City, Ohio. 
His father started Chuck’s Septic Tank Service in 1970, and as the company 
evolved to include more services, the name changed to CST. It’s still a family 
company — Chuck and his dad, Chuck Sr., were both at the show along with 
Chuck’s wife and kids. 

CST has built a massive fleet of trucks and equipment. The entire fleet 
is wrapped with graphics, and everything is tracked with GPS. Chuck was 
showing me where various operators were and what they were doing back in 
Ohio as we stood and talked on the show floor. It was impressive, and so is 
the range of projects CST and its sister companies handle on a daily basis. 

And then there was Bill Shuster, a young New Jersey plumber with a 
desire to provide community education opportunities and help kids get into 
the trades. We met at the Industry Appreciation Party, had a beer together 
and talked about everything from drain cleaning to education to tattoos. He’s 
got a great story to tell, and I’m looking forward to sharing it with you. 

In the middle of my conversation with Bill, another drain cleaner came 
up to introduce himself. It was one of the shortest conversations I had, but 
it was probably the most rewarding. Ben Smith of Marvel Sewer and Drain 
in Fridley, Minnesota, shook my hand and introduced himself simply to say 
reading Cleaner has changed his life. He started his business shortly after I 
took the reins of the magazine, and he credited Cleaner with helping him 
create his own success. 

That’s why I do what I do. That’s the payoff. It made my whole trip to 
Indy.

Enjoy this month’s issue. C

I

Luke Laggis
editor@cleaner.com
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t’s been a tough few years for the folks at family-owned pumping company 
John’s Septic Solutions in Wilmington, Massachusetts. John and Paula 
Murphy have built the company over many years on elbow grease and 
a single, dependable vacuum truck. Along the way, they’ve earned the 

loyalty of more than 500 customers.
Then came terrible losses — the death in 2013 of John’s brother and, 

not even a day later, the death of the couple’s teenage son. Those personal 
tragedies took a toll on John’s health, and a few weeks before Christmas, his 
illness led to the loss of his CDL. Suddenly, the Murphys were confronted 
with the need to divest the business.

Paula Murphy acknowledges they were feeling stuck for what to do. How 
could they possibly sell their business as quickly as possible and not feel they 
would just be throwing it away? As Paula points out, “You can’t maneuver 
your way through this with just your QuickBooks.”

The problem they’re facing is one that seldom crosses the minds of 
small-business owners of any kind — what do you do when you need to get 
out fast?

Harry Hecht, a business consultant and entrepreneur coach in Orlando, 
Florida, has some advice. He’s among the advisors for SCORE — a nonprofit 
group that helps small businesses get off the ground and grow, educates 
and mentors entrepreneurs, and is supported by the U.S. Small Business 
Administration.

The fact is, if you face a dilemma like this one, there is help. First, take a 
deep breath. Then break it down, step by step. Here’s how:

 
Step 1: Get professional help.

All small-business owners “need to have a close relationship with a 
good attorney and a good accountant,” Hecht says. If you don’t already, find 
someone you can trust in those professional roles now. Ask around. Check 
with your trade association, your suppliers, even competitors. Who do they 
call on?

 
Step 2: Get everything in order.

“Any taxes need to be cleaned up,” says Hecht, but don’t stop there. 
Bring all your business record files up to date. Reconcile any discrepancies. 
Make sure you have year-to-year data on sales, employee records, business 
expenses large and small, outstanding debt and the path to paying it off. And 
don’t forget your customer records and contacts.

The lawyer and the accountant will help you assemble this information. 
The object, says Hecht, is to have everything about your business sorted 
properly and in one place. When it comes time to divest, “the more turnkey 
you can make it, the better it will be.”

Step 3: Get an evaluation.
Now your professional advisers will earn their keep. Enumerate and 

evaluate your assets — and not just obvious ones like your equipment and 
real estate. What’s your workforce worth — in years of experience, depth of 
training, knowledge of how your company does things and your customers? 
And those customers — what are they worth? “You can put a monetary worth 
to that,” Hecht points out.

Benchmarks for your industry can help. Enlist your state or national 
trade association if you need to.

Understanding your annual performance trends is critical. “If the 
business is growing moderately year over year, and you can show that, you 
can keep the price up” when it comes time to sell, he explains. If it isn’t, the 
prospects might be tougher.

For this analysis, pay more attention to your top line than the bottom 
one. “A company that’s got revenue growth, even though profits are not up to 
speed, can still get a good price,” Hecht says.

 
Step 4: Look realistically at your options.

By the time you’ve gotten this far, you should have a pretty good idea 
of whether you can sell the business as a going concern or are better off 
liquidating.

“That’s the worst-case scenario — liquidation of assets,” Hecht says. “If 
your business is somewhat successful and has a brand, there’s no reason you 
can’t sell it.”

But you should also face up to when liquidation has its rewards. For 
example, “If you own some real estate, depending upon where it is, that could 
be positive,” he says. “It can make up for a business not being that valuable.”

Don’t let wishful thinking inflate what your assets are really worth, 
though. “My experience is that customer lists aren’t all that valuable,” Hecht 
warns. “You can buy those lists for nothing.”

More valuable is the detailed data only you can supply and customer 
relationships that carry greater force than simple loyalty. “If you have a 
customer that’s been paying you revenue for years, that contract can be sold 
to a new buyer,” he points out. “You can monetize that.”

MONEY MANAGER
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Step 5: Consider alternatives to an immediate cash sale.

Yes, you might think things are urgent, but can you buy some time? 
Consider taking on a business partner, Hecht says. You can sell to that person 
over time, phasing out your own role in the operation. Or you could sell your 
business to your employees, if you have some.

Don’t want to stick around, even with a partner? You could sell it to an 
outside buyer, but finance the deal yourself. Yes, that does demand more 
involvement at first, and it also carries the risk that if things go south, you 
wind up having to foreclose, owning a business you were trying to sell. But on 
the upside, “the seller can get the most out of that type of a sale,” he contends.

 
Step 6: Decide if a business broker is right for you.

Picking a business broker is like choosing a real estate agent for your 
house. “There’s good ones and there’s bad ones,” Hecht warns. “Making that 
decision on who’s going to represent your business is an important decision.”

And like most important decisions, it can be time-consuming. Hecht 
suggests you consider 10 or 15 candidates and evaluate them critically. 
Are they experienced in your industry? How long are their properties on 
the market? When they close a deal, do they tend to get their list price or 
close to it? You want a careful student of the market skilled at sizing up the 
businesses they represent. You don’t want someone who slaps on a pie-in-
the-sky price that time on the market grinds into crumbs.

And if everything you’ve read so far is just hypothetical, then you might 
consider …

 
Step 0: Run your business so you can expect the unexpected.

The best time to prepare for an emergency is when there is no 
emergency. Always position your business for sale. Don’t wait until you find 
you must act now.

For Hecht, the simplest strategy is to run your business with the 
discipline of a franchise: Develop ongoing operations manuals; have a rolling, 
regularly updated business plan; establish and organize personnel policies, 
including job descriptions; construct clear and achievable financial standards 
and projections; and pull together everything you know about how to reach 
new customers and keep existing ones coming back — your fundamental 
market strategies.

“All that kind of stuff should be organized in a process manual and an 
annual business plan,” Hecht says. “As a business coach I spend 90 percent 
of my time doing that with my clients.”

So if you’ve got to sell now, take that deep breath and follow those first 
six steps. And if you don’t, then consider going straight to Step 0.

Either way, you may find it a lot easier to sleep at night, and know that 
now — or later — you’ll get the best price you can for all you’ve put into your 
business over the years. C
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PIPE LINING HACKS

What To Do When Your  
Liner Isn’t Inverting
More pressure is not the answer when your liner stalls in 
the pipe. Exceeding the pressure rating on an inversion 
tank or other equipment puts you at risk for severe damage 
— even death if you’re in close proximity to the exploding 
debris. Regular contributor John Heisler provides his advice 
about how to tackle the problem of a stuck liner.
>>cleaner.com/featured

BUYING EQUIPMENT

Busting the Top 9  
Truck Financing Myths
Without the right equipment, your 
business comes to a grinding halt. 
However, procuring that equipment 
isn’t always easy, and one of the 
most common methods used — 
financing — is shrouded by myths and misconceptions. Here are some of 
the top fallacies debunked.  >>cleaner.com/featured

Visit Cleaner.com and sign up for newsletters and alerts. Get 
exclusive content delivered right to your inbox and you’ll stay  
in the loop on topics important to you!

Facebook at facebook.com/CleanerMag 

Twitter at twitter.com/CleanerMagazine

Emails and Alerts Join the 
Discussion

— Strategies for Keeping the Best Employees
>>cleaner.com/featured

OVERHEARD ONLINE
Companies that have really loyal 

employees simply treat people really 
well. They don’t just talk about respect 
and care; they show respect and care.

“

”

TO THE VICTOR GO THE SPOILS

Large Municipal Customer Base 
Makes Winning the Bid Vital
Municipalities have rules to follow when hiring private contractors to take on 
public works projects, such as going through a formal bidding process when 
work reaches a certain price threshold. That accounts for about 90 percent 
of New York-based Kandey Company’s workload, so to remain sustainable 
it’s important for the company to come out on top in the bidding process as 
much as possible. If you’re in a similar position, here’s how Kandey Company 
approaches it. >>cleaner.com/featured
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about how to tackle the problem of a stuck liner.
>>cleaner.com/featured

BUYING EQUIPMENT

Busting the Top 9  
Truck Financing Myths
Without the right equipment, your 
business comes to a grinding halt. 
However, procuring that equipment 
isn’t always easy, and one of the 
most common methods used — 
financing — is shrouded by myths and misconceptions. Here are some of 
the top fallacies debunked.  >>cleaner.com/featured

Visit Cleaner.com and sign up for newsletters and alerts. Get 
exclusive content delivered right to your inbox and you’ll stay  
in the loop on topics important to you!

Facebook at facebook.com/CleanerMag 

Twitter at twitter.com/CleanerMagazine

Emails and Alerts Join the 
Discussion

— Strategies for Keeping the Best Employees
>>cleaner.com/featured

OVERHEARD ONLINE
Companies that have really loyal 

employees simply treat people really 
well. They don’t just talk about respect 
and care; they show respect and care.

“

”

TO THE VICTOR GO THE SPOILS

Large Municipal Customer Base 
Makes Winning the Bid Vital
Municipalities have rules to follow when hiring private contractors to take on 
public works projects, such as going through a formal bidding process when 
work reaches a certain price threshold. That accounts for about 90 percent 
of New York-based Kandey Company’s workload, so to remain sustainable 
it’s important for the company to come out on top in the bidding process as 
much as possible. If you’re in a similar position, here’s how Kandey Company 
approaches it. >>cleaner.com/featured

Call us today! 
773-728-2400

PHCC MEMBER

If you buy the best, 
you are only sorry once!

OLDEST NAME IN THE BUSINESS — Over 100 YEARS OLD 
 5725 North Ravenswood Avenue • Chicago, IL 60660 • info@allanjcoleman.com • www.allanjcoleman.com

SeekTech®

SR-20

• Omnidirectional antennas  
• Large display • Built-In GPS  
• Bluetooth® technology  
• Smartphone/Tablet App  
•  Can trace any frequency from  

10 Hz to 35,000 Hz

• Wi-Fi and Bluetooth
•  Direct-to-USB recording for  

fast, efficient documentation  
of inspection jobs

•  Water-resistant keypad for direct 
control of essential camera and 
monitor functions
•  Daylight viewable display for  

a crisp, clear in-pipe image
•  SeeSnake HQ Software to edit, 

archive, and deliver reports 
via print, DVD, or online

•  On-screen keyboard for  
basic titling and text entry

•  CS6 will dock in  
the RM-200 Max or  
operate as a stand  
alone monitor

SeeSnake® 
MAX rM200 

Camera System
•  Next Generation Push Cable and  

Improved Reel Mechanics
• Ultra Compact Camera Head
•  Transport Enhancements
•  Docking System •  Self-Leveling Camera Head

•  1 1⁄2" to 6" Lines up to 200'
•  New Self-Leveling Camera Head
•   Built-In 512 Hz Sonde
•  Metal Frame and Rugged Drum

Scout is designed to solve 
demanding remote transmitter 
(sonde) locates using multi-
directional locating technology.

SeeSnake® 
Mini Camera 

Reel

Authorized SeeSnake 
Repair Center 

THE BEST SERVICE AND 
FAST TURN AROUND!

NaviTrack® 
Scout®

SR-24  
Line Locator 

with Bluetooth® 
and GPS

Digital Reporting 
Monitor With Wi-Fi

•  Wi-Fi and Bluetooth
•  Storage Options: Internal Drive & 

USB Ports
•   Internal GPS
•  Water-resistant Keyboard
•  Daylight Viewable Display

         Digital Recording  
Monitor With Wi-Fi

We Have RIDGID Parts!

MR-10 Magnetic Locator
•  Quickly locate buried iron or steel objects
•  Ergonomic rugged design includes carrying case and batteries
•   Highly sensitive instrument with audio and visual feedback
•  AutoNull feature blocks out nearby metallic  

interference such as an automobile 
or chain link fences

SeekTech uses omni-directional 
antennas, guidance arrows  
and an easy to read  
mapping display.

COME SEE US AT:

COME SEE US AT:

DALLAS DALLAS
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Line Tracer
Pulsar 2000 The Pulsar 2000 line tracer is designed primarily to 

locate metallic pipes. The Pulsar 2000 is a directional 
line tracer. Connect the Pulsar’s powerful and unique 
transmitter to your target pipe and locate only that pipe. 
Locating can be accomplished under floors, in walls and 
in ceilings. No grounding required.

Leak detection personnel… The Pulsar 2000, a must 
have locator, can quickly identify the pipe location, 
reducing the search area.

100% satisfaction guarantee… We are so sure you will 
see the time saving benefit of the Pulsar 2000, that we will 
let you return it for a full refund if you are not satisfied. 

To learn more about the Pulsar 2000 and our leak  
locating equipment, call 1-888-752-5463 or e-mail 
jsmll@aol.com for a free demonstration video or CD  
and references of satisfied customers.

We have been using the Pulsar 2000, with the XL2 fluid 
detector and Geophones, since January 1989 in our leak 
locating business. Our leak locates are accurate 95%  
of the time, but I can honestly say, the line we trace 
is always there. Our equipment is user-friendly and 
requires very little training. Purchase the Pulsar 2000 
line tracer, XL2 fluid detector and Geophones, and start 
locating leaks immediately.

Locate Lines 
Locate Water Leaks 

Training Video www.Pulsar2000.com
D I S T R I B U T O R S  W A N T E D

It’s a jumble out there.

P a t e n t e d

Industrial 
Strength

When you clean industrial plants for a living, you need 
a vacuum truck that’s as tough as you are. That keeps 
going, day after decade. That’s backed by people who 
get that your livelihood depends on your truck staying 
productive. With Guzzler®, you get more than the 
toughest industrial vac truck in the business. You also 
get the strength of a team ready to deliver support, parts, 
service, training, consulting and industry expertise. 
A team dedicated to helping you expand your business 
by exploring new markets and applications for your 
Guzzler truck. That’s industrial strength.

For a demo, or to meet your Guzzler team, call 
800-627-3171 or visit www.guzzler.com.

©2017 Guzzler Manufacturing

 InSTRENGTH2017vCOLE.indd   1 1/16/17   4:04 PM
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pencer Chynoweth went from painting airplanes to excavation work, and then, with 
some encouragement from friends, launched his drain cleaning business in 2001. 

As an entrepreneur, it’s not a path he recommends. He had little background in the 
industry. He had to dig his way through the newest technology and the challenges of 
developing a customer base, but he had the grit and determination to pull it together and 
make a name for his company. Along the way, his expertise grew and he learned how to 
run a crew efficiently.

When he formed N.W. Sewer & Drain in Seattle, Chynoweth’s goal was to target 
lateral work for residential customers. Pipe bursting was one of his first moves into newer 
technology. He bought a system from Vermeer and dove into the process.

He built his customer base significantly by contacting local plumbing companies to offer services they 
weren’t prepared to invest in or provide. If Chynoweth saw a plumbing van driving down the street he 
would note the telephone number and call the company to explain what he could provide as a subcontrac-
tor or referral company for specific needs.

If he noticed a community was getting ready to install sewer lines where homes had been on septic 
systems, he was there offering his help to homeowners.

 
SERVING CONTRACTORS 

Working with other contractors has been a key piece of N.W. Sewer & Drain’s growth and evolution. 
“Clearly the most important things we did in the beginning were to work in conjunction with other 

firms — the plumbing contractors, excavation contractors — and to offer trenchless pipe repair. Many of 
those first customers have become an integral part of the customer base. Then we also had word-of-mouth.”

Working as a subcontractor has provided opportunity for the business, but it also presents additional 
challenges.

COVER STORY

STARTUP COMPANY CLIMBS THE LEARNING CURVE AND 
BUILDS ITS REPUTATION WITH SATISFIED CUSTOMERS

BY MARIAN BOND
PHOTOGRAPHY BY DAVID RYDER

MAKING
A NAME

S

<<< Cleaning and inspecting lateral 
lines has formed a solid platform for 
Seattle-based N.W. Sewer & Drain’s 
growth and success.

<<< Spencer Chynoweth steers the ship as 
owner of N.W. Sewer & Drain, but a good 
crew is critical for good work. Chynoweth 
is pictured with (from left) Josh Schemmel, 
Braeden Pickering and Derek Thomas.
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They see a variety of pipes, from terra-cotta clay to 
concrete to Orangeburg. If a line is in very bad condi-
tion, pipe bursting can be the better option, but relin-
ing is still the more common approach. Chynoweth 
says evaluating the best way to handle a job can be 
extremely challenging. Each project is different, and 
so are the solutions.

Local sewer lines are often buried quite deep, up 
to 18 feet, and homes are often very close together, 
so digging up deep sewers for replacement is a monu-
mental challenge as well as a safety issue.

“We do very little excavation to replace sewer 
lines,” he says. “We do excavation as required for pipe 
bursting or relining.”

The company also offers waterline replacement 
through the use of directional drilling, and standard 
cleaning and inspection work are another big part of 
the equation.

“In addition to our camera work and jetting, we 
offer locating and diagnostics to learn the condition of 

“CLEARLY THE MOST IMPORTANT THINGS WE DID IN THE BEGINNING 
WERE TO WORK IN CONJUNCTION WITH OTHER FIRMS — 
THE PLUMBING CONTRACTORS, EXCAVATION CONTRACTORS — 
AND TO OFFER TRENCHLESS PIPE REPAIR. MANY OF  
THOSE FIRST CUSTOMERS HAVE BECOME AN  
INTEGRAL PART OF THE CUSTOMER BASE.”
Spencer Chynoweth

“The most important thing is for us to do the best job possible when we 
have been recommended for a job, because we are a reflection on the other firm,” 
Chynoweth says. “Whether they just hand us the job and say ‘take care of our 
customer’ or if we work in a partnership where they pay us as a subcontractor.

“We have to use our own good morals and communicate that we are not 
out to steal a customer.”

 
CREATING A NAME 

Building the company name has required more than just developing 
relationships with other contractors.

“Advertising is a very expensive thing. It requires many different approaches 
to keep up with the competition. That’s what we try to do,” Chynoweth says.

Creating a company website helped the company establish a stronger 
presence, but Chynoweth says it’s not a magic bullet. “Nobody goes to a website 
unless they’re an existing customer, and then they already know about you. 
Getting new customers on a website is a whole different matter. You have to hire 
an expert or a special service.”

In the end, he says it’s the customer who holds the ultimate power over 
the success and growth of any company because they share both good and bad 
experiences with others.

“Having satisfied customers is huge. You cannot please everyone, but it is 
critical to deal with an unhappy customer in the best way you possibly can to 
avoid criticism online. I recently had a complaint from a customer, although 
I had provided a copy of the video inside the sewer pipe, provided a map of 
where it was and how deep it was. He was not happy. Protecting the reputation 
is so important. We worked out a solution. That was fortunate.”

The company is listed on Angie’s List, and earning several Super Service 
awards has helped build a strong reputation. Chynoweth also recently joined 
the local PHCC chapter, which has provided another avenue to promote drain 
cleaning and other specialized services to plumbing companies.

 
GOING TRENCHLESS

Early on, Chynoweth would hire another firm to come in and inspect 
lines, but he eventually bought a camera and then a jetter in 2008. They were 
pricey items, but as he grew the company and customer base he was able to 
buy equipment and add services. He also purchased relining equipment from 
Perma-Liner Industries to go along with the Vermeer bursting equipment.

The company also offers waterline replacement through the use of 
directional drilling. Trenchless work in general is essential to the area they serve 
and currently accounts for about 50 percent of business.

ABOVE Derek Thomas pulls hose off the real and keeps a hand on the trailer jetter 
controls while clearing a commercial sewer line blockage.

>> RIGHT Josh Schemmel (left) and Braeden Pickering inspect the  
clogged line with a RIDGID SeeSnake.

    
N.W.  SEWER & DRAIN
SERVING GREATER SEATTLE,  
BASED IN MARYSVILLE, WASHINGTON 
 FOUNDED: 2010
 OWNER: Spencer Chynoweth
 YEARS IN  
 BUSINESS: 16
 EMPLOYEES: 6
 SERVICES: Drain cleaning, jetting, CCTV, pipe  
  bursting, relining, waterline replacement
 CUSTOMER 
 BASE: Residential, some small commercial
 WEBSITE: www.nwsewer.com
 ASSOCIATIONS: PHCC

pr
ofi

le
   

http://www.nwsewer.com


www.cleaner.com • Since 1985  April 2017      25

They see a variety of pipes, from terra-cotta clay to 
concrete to Orangeburg. If a line is in very bad condi-
tion, pipe bursting can be the better option, but relin-
ing is still the more common approach. Chynoweth 
says evaluating the best way to handle a job can be 
extremely challenging. Each project is different, and 
so are the solutions.

Local sewer lines are often buried quite deep, up 
to 18 feet, and homes are often very close together, 
so digging up deep sewers for replacement is a monu-
mental challenge as well as a safety issue.

“We do very little excavation to replace sewer 
lines,” he says. “We do excavation as required for pipe 
bursting or relining.”

The company also offers waterline replacement 
through the use of directional drilling, and standard 
cleaning and inspection work are another big part of 
the equation.

“In addition to our camera work and jetting, we 
offer locating and diagnostics to learn the condition of 

“CLEARLY THE MOST IMPORTANT THINGS WE DID IN THE BEGINNING 
WERE TO WORK IN CONJUNCTION WITH OTHER FIRMS — 
THE PLUMBING CONTRACTORS, EXCAVATION CONTRACTORS — 
AND TO OFFER TRENCHLESS PIPE REPAIR. MANY OF  
THOSE FIRST CUSTOMERS HAVE BECOME AN  
INTEGRAL PART OF THE CUSTOMER BASE.”
Spencer Chynoweth

“The most important thing is for us to do the best job possible when we 
have been recommended for a job, because we are a reflection on the other firm,” 
Chynoweth says. “Whether they just hand us the job and say ‘take care of our 
customer’ or if we work in a partnership where they pay us as a subcontractor.

“We have to use our own good morals and communicate that we are not 
out to steal a customer.”

 
CREATING A NAME 

Building the company name has required more than just developing 
relationships with other contractors.

“Advertising is a very expensive thing. It requires many different approaches 
to keep up with the competition. That’s what we try to do,” Chynoweth says.

Creating a company website helped the company establish a stronger 
presence, but Chynoweth says it’s not a magic bullet. “Nobody goes to a website 
unless they’re an existing customer, and then they already know about you. 
Getting new customers on a website is a whole different matter. You have to hire 
an expert or a special service.”

In the end, he says it’s the customer who holds the ultimate power over 
the success and growth of any company because they share both good and bad 
experiences with others.

“Having satisfied customers is huge. You cannot please everyone, but it is 
critical to deal with an unhappy customer in the best way you possibly can to 
avoid criticism online. I recently had a complaint from a customer, although 
I had provided a copy of the video inside the sewer pipe, provided a map of 
where it was and how deep it was. He was not happy. Protecting the reputation 
is so important. We worked out a solution. That was fortunate.”

The company is listed on Angie’s List, and earning several Super Service 
awards has helped build a strong reputation. Chynoweth also recently joined 
the local PHCC chapter, which has provided another avenue to promote drain 
cleaning and other specialized services to plumbing companies.

 
GOING TRENCHLESS

Early on, Chynoweth would hire another firm to come in and inspect 
lines, but he eventually bought a camera and then a jetter in 2008. They were 
pricey items, but as he grew the company and customer base he was able to 
buy equipment and add services. He also purchased relining equipment from 
Perma-Liner Industries to go along with the Vermeer bursting equipment.

The company also offers waterline replacement through the use of 
directional drilling. Trenchless work in general is essential to the area they serve 
and currently accounts for about 50 percent of business.

ABOVE Derek Thomas pulls hose off the real and keeps a hand on the trailer jetter 
controls while clearing a commercial sewer line blockage.

>> RIGHT Josh Schemmel (left) and Braeden Pickering inspect the  
clogged line with a RIDGID SeeSnake.

    
N.W.  SEWER & DRAIN
SERVING GREATER SEATTLE,  
BASED IN MARYSVILLE, WASHINGTON 
 FOUNDED: 2010
 OWNER: Spencer Chynoweth
 YEARS IN  
 BUSINESS: 16
 EMPLOYEES: 6
 SERVICES: Drain cleaning, jetting, CCTV, pipe  
  bursting, relining, waterline replacement
 CUSTOMER 
 BASE: Residential, some small commercial
 WEBSITE: www.nwsewer.com
 ASSOCIATIONS: PHCC

pr
ofi

le
   

http://www.cleaner.com
www.giind.com


the sewer lateral,” he says. “If the sewer line is backed up, 
our job is to find the solution. We do a lot of hydrojetting.”

He now has two jetters, one from O’Brien (Hi-
Vac) and another from Mongoose, both producing 4,000 
psi/18 gpm.

The company handles its excavation work with four 
Kubotas, one Bobcat and a large Komatsu. His vehicles 
include a Ford Econoline, Dodge Sprinter, an Isuzu box 
truck and a Nissan van. He uses the Nissan for estimating 
and camera work, and a Freightliner step van carries all 
the lining equipment.

 
STAFFING UP  

Like most owner/operators, Chynoweth is very se-
lective in who he hires, and finding qualified technicians 
who meet his standards is a challenge.

“I have equipment that is not being used right now 
because of the difficulty in finding more qualified crews. 

“HAVING SATISFIED CUSTOMERS 
IS HUGE. YOU CANNOT PLEASE 
EVERYONE, BUT IT IS CRITICAL 
TO DEAL WITH AN UNHAPPY 
CUSTOMER IN THE BEST WAY 
YOU POSSIBLY CAN TO AVOID 
CRITICISM ONLINE.” 
Spencer Chynoweth

Braeden Pickering 
wipes off the 
camera head 
before putting 
it away after an 
inspection.

<<< Spencer Chynoweth runs the trailer 
jetter on a commercial sewer cleaning job.
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At every meeting I attend, this is discussed and lamented.”
As a boss, Chynoweth likes to lead by example. He says he’s more than 

willing to get into the trenches and work with his team.
“I have spent a lot of time working in the field, and I don’t think anyone 

can learn this business without the field experience. It took years for us 
to really get going, but we’ve been in it long enough now so we know how 

important it is to keep up with the latest technology. It can 
certainly be a risky business.”

His crews are universal and trained in all trenchless 
procedures, and everyone takes part in competent person 
training for excavation.

Chynoweth says running the company has been very 
rewarding. He appreciates being able to provide valuable 

services while being fair to customers. He is also happy that the company can 
offer good benefits for the employees and their families.

“I am grateful to my employees,” he says. “I could not do it all myself. 
I like to know we help them and appreciate them. I like to thank them for 
helping our company get things done.” C

<<< Josh Schemmel keeps an eye on 
the monitor as he feeds the SeeSnake 
cable into a clean-out behind the jetter 
hose.

Working with various cities has been a challenge for N.W. Sewer & Drain, but it has also been an important learning experience for owner Spencer 
Chynoweth as he has grown his drain cleaning and repair business in the Greater Seattle region of Washington.

In addition to developing the business with basic hands-on learning and experience, he has had to learn the intricacies and unique requirements 
of working within the various municipalities, as each has its own regulations and codes.

“Within a 5-mile radius we interact with four different cities, and each has their own set of license requirements and specifications,” says 
Chynoweth. “One might require 5/8-inch crushed rock around the pipe, and another want pea gravel, while the third will ask for 5/8-inch clean 
crushed rock. There is not a single standard for all. One city stated they would not allow pipe lining in their city, but after our working with their 
engineering department they added pipe lining to their specifications.”

He says they must deal with taxes, requirements for permits, insurance and much more, such as bonding and business licenses.
Chynoweth started his business with little experience in the industry, and his advice for anyone interested in starting a business is getting a job 

with an active company and learning before starting your own operation.  
“I would never advise anyone to do it the way I did,” he says. “It was a slow beginning as I learned in the field. Beyond that, my advice would be to 

do your best to treat other people as you want to be treated, and that includes customers, employees, suppliers, and the competition as well.”

WALKING THE MUNICIPAL HIGH-WIRE

“I HAVE SPENT A LOT OF TIME WORKING IN THE FIELD, 
AND I DON’T THINK ANYONE CAN LEARN THIS BUSINESS 
WITHOUT THE FIELD EXPERIENCE.”
Spencer Chynoweth

Hi-Vac Corporation
800/752-2400
www.obrienmfg.com

Isuzu Commercial Truck  
of America, Inc.
877/478-9828
www.isuzucv.com
 
Mongoose Jetters by 
Sewer Equipment
877/735-4640
www.mongoosejetters.com
(See ad page 53)
 
Perma-Liner Industries, LLC
866/336-2568
www.perma-liner.com
(See ad page 7)
 
Vermeer
641/628-3141
www.vermeer.com

featured 
equipment
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engineering department they added pipe lining to their specifications.”

He says they must deal with taxes, requirements for permits, insurance and much more, such as bonding and business licenses.
Chynoweth started his business with little experience in the industry, and his advice for anyone interested in starting a business is getting a job 

with an active company and learning before starting your own operation.  
“I would never advise anyone to do it the way I did,” he says. “It was a slow beginning as I learned in the field. Beyond that, my advice would be to 

do your best to treat other people as you want to be treated, and that includes customers, employees, suppliers, and the competition as well.”

WALKING THE MUNICIPAL HIGH-WIRE

“I HAVE SPENT A LOT OF TIME WORKING IN THE FIELD, 
AND I DON’T THINK ANYONE CAN LEARN THIS BUSINESS 
WITHOUT THE FIELD EXPERIENCE.”
Spencer Chynoweth

Hi-Vac Corporation
800/752-2400
www.obrienmfg.com

Isuzu Commercial Truck  
of America, Inc.
877/478-9828
www.isuzucv.com
 
Mongoose Jetters by 
Sewer Equipment
877/735-4640
www.mongoosejetters.com
(See ad page 53)
 
Perma-Liner Industries, LLC
866/336-2568
www.perma-liner.com
(See ad page 7)
 
Vermeer
641/628-3141
www.vermeer.com

featured 
equipment

www.draincables.com
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ORDER TOLL FREE
866-872-1224

SHOP 24 HOURS A DAY 7 DAYS A WEEK
ONLINE AT WWW.VARCOPUMPER.COM

SOURCE KEY

Comes on Plastic
Reel- For No

Extra Charge! No
Cardboard to Get Wet! 

Smaller sizes and lengths 
do not come on reel -

check with your customer 
service rep for details.

VARCO LATERAL LINE / WATER JETTER HOSE
VARCO Branded and MADE IN THE USA;
We get it for cheaper, so we can sell it for cheaper.
• Lateral line hose has become the standard for the septic industry.
• Polyether-urethane cover provides exceptional cut, abrasion and fungus resistance.
• Sizes from 1⁄8" up to 1", Working pressures up to 4800psi.

PREMIUM PIRANHA SEWER HOSE
DESCRIPTION 500 ft 600 ft

¾  " Premium Pirhana Orange 2500psi $1,095.00 $1,314.00

1" Premium Pirhana Orange 2500psi $1,285.00 $1,540.00

¾  " Premium Pirhana Blue 3000psi $1,154.00 $1,385.00

1" Premium Pirhana Blue 3000psi $1,485.00 $1,780.00

NEW VARCO JETTERFLEX LATERAL LINE / JETTER HOSE
4000 psi rated • Safety Green - Pressure Tested • Precoupled assemblies MXM pipe thread � ttings *3/16" ON CLOSEOUT SPECIAL - SAVE 25%

50' 75' 100' 150' 200' 250' 300' 400' 500' 600'

1⁄8" $15.28 $21.25 $26.38 $37.49 $48.60 $56.74 $66.88 $87.15 $107.45 -

3⁄16" $21.23 $26.95 $33.60 $44.89 $56.84 $68.80 $80.75 $104.66 $128.58 $152.50
¼  " $29.85 - $55.85 $81.82 $107.77 $126.38 $150.52 $198.77 $247.02 $295.28

3⁄8" $62.08 $91.28 $105.54 $151.12 $215.06 $259.57 $304.05 $382.09 $469.43 $556.77
½  " - - $186.69 - $353.97 - $518.17 $660.02 $853.29 $972.66    

PREMIUM
PIRANHA

SEWER HOSE

NEW
VARCO

JETTERFLEX
HOSE

SEWER HOSE

4C16.indd   1 3/13/16   9:01 PM
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UNPARALLELED PRODUCTION FOR LATERAL 
LAUNCHING & CROSSBORE INSPECTION

LAMP II is an inspecti on tool for identi fying infi ltrati on and infl ow, 
potenti al crossbores, pipe defects, and structural conditi ons in lateral 

services and mainlines. LAMP II can pull 1000 ft . video cable, reducing 
traffi  c control expenses, while increasing producti on, and launch 150 ft . 

or more into the lateral. The opti onal mini pan & ti lt camera includes 
a detachable steering wand, self-leveling camera head, built-in lens 

wiper, 360 degrees pan and ti lt, (4) banks of LED’s with variable light 
intensity, and a built-in sonde with switchable frequencies.

LAMP II

Simultaneous pan, 
ti lt & zoom inspecti on 
of mainlines

Pan & ti lt inspecti on of 
lateral connecti ons

Traverse multi ple 
bends and wyes with 
or against the fl ow

Built-in locati on device 
for the lateral camera

LATERAL & 
MAINLINE 
PROBE

800.327.7791     |     salesinfo@cuesinc.com www.cuesinc.com800.327.7791  |  salesinfo@cuesinc.com

potenti al crossbores, pipe defects, and structural conditi ons in lateral 
services and mainlines. LAMP II can pull 1000 ft . video cable, reducing 

traffi  c control expenses, while increasing producti on, and launch 150 ft . 
or more into the lateral. The opti onal mini pan & ti lt camera includes 

a detachable steering wand, self-leveling camera head, built-in lens 
wiper, 360 degrees pan and ti lt, (4) banks of LED’s with variable light 

intensity, and a built-in sonde with switchable frequencies.

ti lt & zoom inspecti on 

Built-in locati on device 
for the lateral camera

Your CROSSBORE and PIPE REHAB specialists...
American-made, fast, ready, and aff ordable.
Contact CUES for a free demo!

www.varcopumper.com
www.picotesolutions.com
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DALLAS DALLAS

http://www.cleaner.com
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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 . www.thecablecenterinc.comTHE CABLE CENTER . 8318 OLIVE BLVD. . ST. LOUIS, MO 63132 . 314-993-3099 . www.thecablecenterinc.com

RIDGID’s
CS10 Digital Recording Monitor

• USB Thumb Drive

• 12.1" Daylight Readable Display

• Multi Mode Recording
take snapshots, record full video & lean video

• Software Integrations
with SeeSnake HQ & RIDGIDConnect™

free

freigHt

on all riDgiD

Camera 

kits

24
HOUR

TURNAROUND

Call for

speCial

priCing on

all Camera

kits!

http://www.thecablecenterinc.com
www.pipelineanalytics.com
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our business is growing. You’ve diversified services and now you’re 
thinking about adding pipe bursting to the mix. Where do you 
begin? 

Pipe bursting offers many advantages compared to opencut 
installations. First and foremost, the new pipe follows the path of the host 
pipe, so there’s rarely a problem with hitting any other buried utilities. 
Disruption to roads, yards and other surfaces is also greatly minimized 
because excavation is only required for entry and exit pits. 

The same can be said of other trenchless solutions like CIPP lining. 
Unlike lining, however, pipe bursting offers the ability to up-size pipes for 
additional flow capacity, sometimes up to five times larger than the host 
pipe’s diameter.

 
THE MACHINES

There are two main types of pipe bursting machines — static and 
pneumatic. Pneumatic machines use a hammer in conjunction with a constant 
tension winch, while static machines use high-tonnage static pull. 

Static machines can be used for all types of jobs while pneumatic 
machines work more quickly, but cannot be used in potable water systems 
since the hammer exhausts liquefied petroleum products into the pipe being 
installed and would find its way into the water system, says Kent Westendorf 
of HammerHead Trenchless Equipment. Pneumatic systems also have a 
footprint 50 percent smaller than static systems, which means crews need to 
do less excavation — a plus for many contractors. 

“You need to decide between the two which one will work better for 
your project,” Westendorf says. “A lot of contractors like the advantages of the 
pneumatic machines, but then find out it might not work the best for every 
job they have.” 

Static and pneumatic pipe bursting machines come in a variety of sizes 
and can handle pipes ranging in size from 4 to 24 inches in diameter, even 
larger in some cases. The equipment should always be sized to install a pipe 
of the same size or one size larger. 

“Size is related to power and choosing the right power is related to 
the pipe size,” says Brian Kelly, president of Pow-r Mole Sales in Lancaster, 
New York. “The physical footprint can be especially important on certain 
jobs, especially if the site is crowded. You need to have enough room for the 
selected machine.”

CONTRACTOR’S PERSPECTIVE
No-DigTec is a Dallas-based contracting firm that specializes in pipe 

bursting. The company uses both the pneumatic and static processes. The 
former method is used primarily for replacing gravity-fed pipes and the latter 
mainly for replacing pressurized pipes. 

Company owner John Newell says he immediately saw the future the 
first time he saw a contractor doing a pipe bursting job 18 years ago. Today, 
No-DigTec is the largest pipe bursting contractor in north Texas and one of 
a handful of firms nationwide that has the expertise and equipment to burst 
large-diameter pipes (generally defined as 24 inches and larger). 

TECH PERSPECTIVE

Y

Get in the Pit
Pipe bursting provides advantages and 
opportunities, but don’t go in blind

By Luke Laggis

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 Luke Laggis, editor@cleaner.com.

Since Newell formed the company in 2000, No-DigTec has 
invested about $3 million in equipment and employs about 25 
people. 

“Bursting looks easy, but there are lots of tricks of the trade 
you learn only by experience,” he says. “For instance, there are 
things you can do to minimize the chances of your hammer 
stalling during critical bursts, like under roads and highways. 
If it does stall, they’re not going to close down a highway so 
you can dig it out, so you’ll have to get another line under the 
highway. So a $200,000 job could turn into a $1.5 million 
liability because you didn’t have the experience to set it up 
right.” 

Murphy Pipeline Contractors, based in Jacksonville, 
Florida, is another successful business built around pipe 
bursting and other trenchless work. 

“It all comes down to education and working with clients 
to explain the processes and the benefits,” says company owner 
Andy Mayer. “It’s taken about 15 years, but what I’ve seen in 
the U.S. — particularly with pipe bursting — is that trenchless 
technologies have become very accepted. It’s now gathering a 
lot of momentum.” 

Education has been an integral part of Murphy Pipeline’s 
growth since the company’s founding in 1999. It remains so 
today. Company educational director Todd Grafenauer leads 
those efforts from the Murphy’s Milwaukee office. 

“That’s primarily what my involvement has been since day 
one,” says Grafenauer, who was introduced to Mayer during 
one of the company’s first major projects. “It’s the first step we 
need to do before we can actually work because human nature 
is what it is. People do things they’re comfortable with. Why are 
there communities that only do opencut? Because that’s the way 
they’ve always done it.” 

The company uses a variety of different educational 
methods. Grafenauer often travels to potential customers’ 
locations to give technical presentations about the trenchless 
methods. He’ll cover the history of the technology, show videos 
of the work in progress, highlight case studies, explain the 
technology’s value from a construction and design standpoint, 
and spend time afterward answering questions. Murphy Pipeline 
also holds “open days” at working job sites and sends out 
invitations so people can see the technology firsthand. 

For contractors who rely heavily on customer education 
to ultimately sell their services, Grafenauer says it’s important 

to understand the full scope of what customers need to learn. He also says 
contractors should be prepared to do a certain amount of work up front with no 
guarantee that it will turn into a profitable job. 

“There are all these companies that will bring salespeople in. We truly don’t 
have salespeople,” Grafenauer says. “Our main goal is to educate communities 
on these technologies and the value involved. If we do a good job, it’s a pretty 
easy decision for them to move forward.” C

MaryBeth Matzek, Kyle Rogers and Ken Wysocky contributed to this story.

mailto:editor@cleaner.com
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Since Newell formed the company in 2000, No-DigTec has 
invested about $3 million in equipment and employs about 25 
people. 

“Bursting looks easy, but there are lots of tricks of the trade 
you learn only by experience,” he says. “For instance, there are 
things you can do to minimize the chances of your hammer 
stalling during critical bursts, like under roads and highways. 
If it does stall, they’re not going to close down a highway so 
you can dig it out, so you’ll have to get another line under the 
highway. So a $200,000 job could turn into a $1.5 million 
liability because you didn’t have the experience to set it up 
right.” 

Murphy Pipeline Contractors, based in Jacksonville, 
Florida, is another successful business built around pipe 
bursting and other trenchless work. 

“It all comes down to education and working with clients 
to explain the processes and the benefits,” says company owner 
Andy Mayer. “It’s taken about 15 years, but what I’ve seen in 
the U.S. — particularly with pipe bursting — is that trenchless 
technologies have become very accepted. It’s now gathering a 
lot of momentum.” 

Education has been an integral part of Murphy Pipeline’s 
growth since the company’s founding in 1999. It remains so 
today. Company educational director Todd Grafenauer leads 
those efforts from the Murphy’s Milwaukee office. 

“That’s primarily what my involvement has been since day 
one,” says Grafenauer, who was introduced to Mayer during 
one of the company’s first major projects. “It’s the first step we 
need to do before we can actually work because human nature 
is what it is. People do things they’re comfortable with. Why are 
there communities that only do opencut? Because that’s the way 
they’ve always done it.” 

The company uses a variety of different educational 
methods. Grafenauer often travels to potential customers’ 
locations to give technical presentations about the trenchless 
methods. He’ll cover the history of the technology, show videos 
of the work in progress, highlight case studies, explain the 
technology’s value from a construction and design standpoint, 
and spend time afterward answering questions. Murphy Pipeline 
also holds “open days” at working job sites and sends out 
invitations so people can see the technology firsthand. 

For contractors who rely heavily on customer education 
to ultimately sell their services, Grafenauer says it’s important 

to understand the full scope of what customers need to learn. He also says 
contractors should be prepared to do a certain amount of work up front with no 
guarantee that it will turn into a profitable job. 

“There are all these companies that will bring salespeople in. We truly don’t 
have salespeople,” Grafenauer says. “Our main goal is to educate communities 
on these technologies and the value involved. If we do a good job, it’s a pretty 
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MaryBeth Matzek, Kyle Rogers and Ken Wysocky contributed to this story.
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Professional-Grade  
Drain Cleaning Machines,  

Cables & Accessories

COAST MANUFACTURING
www.coastmanufacturing.com

541.684.0743

Drain Cleaning 
Machines
> Heavy duty construction
>  The most powerful motor  

in the industry
> Quick and easy reel changeover
> A one year rock-solid warranty

Cables
> Fabricated from high quality wire
> Most ends & couplings available
> All sizes and lengths
> Innercore available

Call Toll Free: 877-457-2782
North Royalton, OH 44133 • www.aquamole.com • Fax: 440-237-2987

Custom DrilleD
NOZZLES

Sewer Squad Premium Kit™

A Value Priced Nozzle Kit

 NPT Size Price Savings*

 1/8" $224 $37
 1/4" $254 $44
 3/8" $294 $52
 1/2" $373 $67
 3/4" $500 $93
  *Compared to individual prices

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

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

•  Most orders shipped within one 
business day.

• 100% satisfaction guarantee.

Your Equipment SUPERSTORE Since 1995

Complete Details At

AmazingMachinery.com 3811 Old Tasso Rd. • Cleveland, TN 37312
1-800-504-7435

$3295$3295
PACKAGE PRICE

FREE Freight

Shown with  
optional reels

BossJet  
MAX

Introducing  the  All New •    Commercial Quality  
OHV Air-cooled,  
4-Stroke Engine

•     Low Oil Automatic  
Shut Down

•    Adjustable Pressure
•     HD Powder-Coated  

1.5" Tube Frame
•    Aqua Pulse Feature

•    Premium CAT or  
A/R Triplex Pump

•   1/4" Laser Penetrator 
Nozzle

•  Wash-down Gun and Tips
•   50' High Pressure  

Lead Hose
•   Lock-in Station for  

Remote Hose Reel

•   4 Large Tires for  
Stability & Ease of Use

•   Compact to Fit Through  
Most Doorways

•   Protective Roll Cage
•   Designed to Clean  

2" to 6" Lines

•    7" Flat Screen LCD  
in ABS Case

•   Quality High Resolution  
Color Camera 

•   Camera Vision Angle  
Up To 60 Degrees

•   Stainless Steel Body  
with Sapphire Lens

•   1.375" Diameter  
“Easy Push”  
Camera Head

•   Waterproof  
Camera Head 

•   6 Super-Bright White  
LED Lights w/Dimmer

•   12" Steel Spring Leader 

•   3/8" or 1/2" Super Slick 
Push Cable

•   Heavy Duty  
Powder Coated  
Storage Reel 

•   Operates On  
Single 120 Volt  
Electric Plug

STARTING AT

FREE Freight

$1495$1495

$1995$1995
STARTING AT

FREE Freight

6 Months, 
No Interest!

Get 6 Months to Pay on Purchases of $99 or More.
Choose PayPal Credit® at Checkout.  

Subject to Credit Approval.

FREE
Warthog® Nozzle  

with the purchase of a 

BossJet MAX Jetter!

VizTrac 
BASIC

http://www.coastmanufacturing.com
http://www.aquamole.com
www.amazingmachinery.com
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Lumberjack®

C-Ray 800™BL Swiper™

Ice Bear™

C-Ray 400™

Jaws® 100

Orca™

Jaws®

Spinner™
Lumberjack® 

75 series

Fir™

Monro-Jet®

Manta™

Paikert®

Call For A FREE DVD

www.nozzteq.com
1.866.620.5915Toll 

Free

CALL TODAY FOR AN  
ON-SITE DEMONSTRATION

Member

www.nozzteq.com
1.866.620.5915Toll 

Free

Taking Science to the Sewer!®

Got Concrete?
Paikert®

Hydro-Torque  
Impact Cutter that  

can remove hard deposits with 
strength of up to 5000 PSI. This  

is the go to cutter when all else fails.

Equipment Engineered for  
Long Lasting Performance™

Rentals 
Available

COME SEE US AT:

COME SEE US AT:

DALLAS DALLAS

ELECTRONICS
Video Pipeline Inspection Systems

More choices, more solutions, 
    more innovation. That’s Ratech.

For more information on these or other products call toll free: 
1-800-461-9200 or 905-660-7072 www.ratech-electronics.com

Upload your inspection videos to Ask us HOW?

Control unit 
can be 
mounted 
to reel.

Pan n’ Tilt Push Camera
(Includes Reel and Remote Control)

M A N U F A C T U R I N G  S E W E R  C A M E R A S  S I N C E  1 9 8 1 .

One-Touch USB recorder or SD recorder4 4

4 4

4 4

4

4

4

4

¾" micro camera compatible

Pan n’ Tilt push camera compatible

Authorized service centers nation-wide

Keyboard, footage counter,
512Hz sonde

10.4" sunlight-readable LCD

Built-in Lithium Ion battery

Wi-Fi connectivity-record direct to 
smartphone or tablet

100'-400' Premium Gel Rod™ Push cable

1.375" dia. Self-leveling camera

RAT080 Cleaner Mag Ad_HLFpg_v4.indd   1 2017-01-11   4:52 PM

http://www.nozzteq.com
http://www.nozzteq.com
http://www.nozzteq.com
http://www.ratech-electronics.com
http://www.ken-way.com
www.nozzteq.com
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acob Sabin built a strong foundation for 
his excavating business a few years ago by 
primarily focusing on traditional machinery 
and techniques. But now that Greenfield 
Services in Puyallup, Washington, is firmly 
established, he’s intent on employing 
different technology — hydroexcavating — 

to take his company to the next level. 
When Sabin struck out on his own in 2013, he 

concentrated on basic services such as residential 
and environmental excavation. Just four short years 
later, the company does everything imaginable: land 
clearing, excavation work for laying water and sewer 
lines and installing grease traps, digging construction 
footings, exposing buried utility lines, remediation of 
contaminated soil, sewer line jetting and vacuuming, 
and cleaning car-wash sumps, to name a few. 

Why branch out into so many different services? 
Sabin realized that the more he offered, the more 
attractive his company looked to potential customers 
who’d rather hire a one-stop shop than deal with 
multiple contractors. Moreover, as the saying goes, 
one thing inevitably leads to another. One job can 
unexpectedly generate more work as problems arise. 

“They absolutely do complement each other,” 
he points out. “Hydroexcavating creates work for 
excavating and vice versa, for example. We go out and 
jet a line, for instance, and find a break in the line 
that needs repair or replacement. So then we can send 
out an excavation crew. That’s a good example of how 
these two divisions complement each other so well.” 

Diversified services also help to offset cyclical 
highs and lows, especially in boom-or-bust markets 

like construction. “I like to be diversified so it evens 
things out — there’s not so much up and down in 
terms of business cycles,” he points out. 

The backbone of the company’s hydroexcavating 
division is a Vac-Con combination vacuum truck 
with a hydroexcavation package, built on a 2004 
International truck chassis. While hydroexcavating 
currently generates only about 20 percent of the 
company’s gross revenue, it produces higher profit 
margins than any of the company’s other services. 
As such, Sabin is interested in expanding further 
into the hydroexcavating market. 

“I have every intention of growing the hydro-
excavating division,” Sabin says. “I’d love to buy 
another hydroexcavating truck every year.”
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he loved to drive tractors. Because he struggled 
academically, he knew college wasn’t in the cards. So 
upon graduation, he instead took a job as a heavy-
equipment operator, building logging roads. “It was 
an awesome experience,” he says. 

Eventually, Sabin worked for other companies 
and learned how to operate excavators and bulldozers, 
and drive dump trucks. He also learned how to do 
excavating for laying new water and sewer lines. 

Along the way, he also learned something else: 
He’d rather work for himself than for somebody 
else. “The truth of the matter is that I’m not a great 
employee,” he candidly notes. “I’m headstrong and 
opinionated and that usually doesn’t go over well. 

“Too often, someone would ask me to do 
something the wrong way — cut corners and do 
things on the cheap,” he continues. “I struggled with 
that, because I take a lot of pride in what I do. The 
bottom line is if you don’t want a quality job, you’ve 
hired the wrong guy.” 

So Sabin decided to strike out on his own. It 
wasn’t a completely daunting task, since he’d already 
developed relationships with potential customers. 
Between that and word-of-mouth referrals, he soon 
financed the purchase of a Caterpillar 304 mini-
excavator. “It was a very versatile piece of equipment, 
but still was small enough that I could tow it with a 
pickup truck,” he explains. 

>>> Greenfield Services driver Mark Jones guides the 
vacuum boom on a Vac-Con hydroexcavator.

BELOW John Raring (right) and Mark Jones excavate a 
utility line at the Port of Tacoma.

Aside from diversified services, Sabin’s for-
mula for this remarkable growth spurt wasn’t all 
that complicated: Hire great employees. Create 
an I’ve-got-your-back company culture that pro-
motes teamwork. And invest in quality equip-
ment that boosts productivity and, in turn, in-
creases customer satisfaction. 

“We probably have hundreds of guys doing 
excavating in western Washington,” says Sabin. 
“The only way to compete is to out-perform ev-
eryone else. And we do that by investing in qual-
ity equipment and keeping it well maintained, 
as well as hiring quality employees.” 

In addition, Sabin points out that he never 
low-balled on job bids in order to gain a foothold 
in his service area. “I’ve never worked cheap,” he 
notes. “I’m not a cheap guy, I’m a quality guy. I 
believe that quality sells itself. If you do a good 
job for everyone you work for, they’ll tell other 
people about it.”

Sabin relies heavily on one of his excavat-
ing foremen, Nick Watkins, whom he recently 
promoted to a superintendent in order to free up 
more time for Sabin to find more hydroexcavat-
ing customers. 

“Nick is a great employee,” Sabin contin-
ues. “He went from working as a pipe layer to 
equipment operator, to foreman and now to su-
perintendent. I’ve got really good employees — 
I’m very blessed. They’re really loyal, honest and 
hardworking people.” 

Sabin also praises John Raring, manager of 
the company’s hydroexcavating division. He not 
only operates the hydrovac truck, he also helps 
out with sales and customer service. “Since he 
runs the truck, he’s out on the front lines — the 
guy who makes it all happen,” Sabin says. “He’s 
really kicking butt and is willing to work long 
hours without compromising quality.

“John also frees up my time to focus on 
managing, which is critical,” Sabin adds, noting 
he used to operate the hydroexcavating truck. “I 
strongly believe that profit margins are won or 
lost based on how well you manage operations.”

  
HIS OWN WAY

The seeds of Sabin’s career were sown in 
high school. He worked on farms and discovered 

“THE ONLY WAY TO COMPETE 
IS TO OUT-PERFORM EVERYONE 
ELSE. AND WE DO THAT 
BY INVESTING IN QUALITY 
EQUIPMENT AND KEEPING IT 
WELL MAINTAINED, AS WELL AS 
HIRING QUALITY EMPLOYEES.”
Jacob Sabin

John Raring, 
Mark Jones and 
Brian Minter (from 
left) evaluate an 
excavated utility 
line at the Port of 
Tacoma.
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ing foremen, Nick Watkins, whom he recently 
promoted to a superintendent in order to free up 
more time for Sabin to find more hydroexcavat-
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“Nick is a great employee,” Sabin contin-
ues. “He went from working as a pipe layer to 
equipment operator, to foreman and now to su-
perintendent. I’ve got really good employees — 
I’m very blessed. They’re really loyal, honest and 
hardworking people.” 

Sabin also praises John Raring, manager of 
the company’s hydroexcavating division. He not 
only operates the hydrovac truck, he also helps 
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From there, he gradually added more equipment, primarily through rent-to-
purchase arrangements. “That way, if I finished up a job but had no more work lined 
up for that particular machine, I could turn it back in — no harm, no foul,” he says. 
“It takes a lot of risk out of the initial purchase.”

 

HYDRO POWER
The center of Greenfield’s push into hydroexcavating is a Vac-Con combination 

vacuum truck with a hydroexcavating package that is largely immune to breakdowns. 
Built on a 2004 International truck chassis, the unit features a 12-cubic-yard debris 
tank, a three-stage Vac-Con blower, a 1,300-gallon water tank and a water pump 
that generates pressure of 3,000 psi and flow of up to 80 gpm. 

The hydrovac truck is used for a wide array of services, ranging from excavating 
and removing contaminated soil, to exposing underground utility lines, to cleaning 
municipal water and sewer lines. And it keeps customers happy by running. And 
running. And running. 

“I have prior experience with Vac-Cons and I think they’re the best product out 
there,” Sabin contends. “For a machine with so many moving parts moving at high 
speeds, it’s amazing how durable it is. Everything on it is made to last.” 

Maximizing equipment uptime has been a critical factor in Greenfield’s success. 
“The truth of the matter is if you have a new customer and you have to call them and 
say, ‘Sorry, our truck broke down,’ they won’t give you a second chance — you won’t 
get invited to the party again. Instead, they’ll just go down the list and the next guy 
up is going to get the chance to form that new customer relationship.” 

Brian Minter (left) and John Raring estimate the location of a pipe at the Port of Tacoma.

Before Jacob Sabin started his own company, Green-
field Services in Puyallup, Washington, he’d never heard the 
term “corporate culture.” But he picked up on the concept 
pretty quickly and it’s made a big difference for his young 
company, established in 2013. 

By promoting a team atmosphere and going the extra 
yard for employees, Sabin has developed a loyal base of 
employees, which leads to minimal turnover, increased pro-
ductivity and a high level of customer service. He preaches 
teamwork all the time. It even receives prominent mention 
on the home page of the company’s website and the domain 
name of the company’s email address is “goteamgreenfield.” 

It all started by asking another business owner a simple 
question. “I noticed that a local trucking company always 
keeps its good drivers for a long time, so I asked the owner 
what he does to achieve such low turnover,” Sabin explains. 
“He told me you always have to put your employees high 
on the priority list. It can’t be all take — you’ve got to give  
some, too. 

“You have to build a culture where everyone feels like 
they’re on a team, working together,” he adds. “It’s not ‘him’ 
and ‘me,’ it’s ‘us.’ I know it sounds kind of cliché, but it’s true. 
… We try really hard to work as a team and take care of each 
other.” 

What does that mean in real life? As an example, Sabin 
points out that he’s pulled shifts for up to 36 hours so an em-
ployee could attend an important family event. He also cites 
an instance where supervisor Nick Watkins filled in on a job 
when another employee had a last-minute family emergency. 
“We had to leave the yard at 3 the next morning, and Nick 
showed up at 2:30 to work as a laborer on the vac truck, 
even though that’s not what he normally does,” Sabin says. 
“He made it happen.” 

Sabin says he does other things to engender employee 
loyalty, such as pay competitive wages and give raises as 
often as possible. “There’s a lot of things we can’t do for 
people because we’re a small company, but there also are 
lots of things we can do.” Like pay for an employee’s hon-
eymoon. Or buy parts for an employee with a broken car 
and have the company mechanic perform the repair. Or let 
employees borrow company vehicles and other equipment 
when needed. 

“I’m blessed with a really cool opportunity to create an 
environment that’s positive and uplifting for employees,” he 
says. “I spend more time at work than I spend with my wife 
and kids, so I want to make it enjoyable and hire people upon 
whom I can depend. 

“I figure that if I do everything I can to take care of my 
employees, they’ll do everything they can do to take care 
of our customers,” he concludes. “After that, hopefully the 
money follows.”

A SMALL BUSINESS 
WITH STRONG CULTURE

“TOO OFTEN, SOMEONE WOULD ASK ME TO DO 
SOMETHING THE WRONG WAY — CUT CORNERS AND 
DO THINGS ON THE CHEAP. I STRUGGLED WITH THAT, 
BECAUSE I TAKE A LOT OF PRIDE IN WHAT I DO. 
THE BOTTOM LINE IS IF YOU DON’T WANT A  
QUALITY JOB, YOU’VE HIRED THE WRONG GUY.”
Jacob Sabin

Sabin says the Vac-Con moves more air volume than any other unit he’s 
worked with. That, coupled with the high-pressure water pump, makes short 
work of tough jobs. “Almost every week, we get a job where we’re digging, 
say, 20 feet deep and you’re 200 feet away from the truck,” he explains. “In 
fact, I’ve pulled 300 feet of distance with 15 feet of head pressure (elevation 
difference) and the truck still performed like a champ. And that’s without 
having to upgrade any features — it’s a really high-performance machine right 
out of the gate.” 

KEEP HUSTLING
Bolstered by a healthy regional economy, Sabin expects the company’s 

growth to continue — at least in the long run. But in the short term, he plans 
to tone down expansion efforts in 2017 and instead focus on improving profit 
margins. 

“Growth is expensive,” he notes. “Because of our rapid growth and the 
growing pains that come with it, I’m planning on slowing down a little in 2017 
and focusing more on profitability.” 

In the long run, Sabin says he’s motivated to keep building the business so 
it’s a strong and healthy entity when one or more of his four kids are old enough 
to take over, provided they’re interested. “I like the idea of building something 
my kids can take over — passing along a legacy to them, if they choose to 
become part of this industry,” he explains. 

“The other part is that I’m greedy 
and lazy,” he says with a laugh. “It’s 
going to be awesome when I grow up 
some day and become comfortable 
financially. But in the meantime, I’m 
going to keep hustling and busting my 
butt every day — until I don’t have to 
anymore.” C

featured 
equipment
Vac-Con, Inc.
904/284-4200
www.vac-con.com
(See ad page 3)

The Greenfield Services team includes (from left) driver Mark Jones, President Jacob 
Sabin, project manager Duane Meyer, and environmental division lead John Raring.

“GROWTH IS EXPENSIVE. BECAUSE OF OUR RAPID 
GROWTH AND THE GROWING PAINS THAT COME 
WITH IT, I’M PLANNING ON SLOWING DOWN A LITTLE 
IN 2017 AND FOCUSING MORE ON PROFITABILITY.”
Jacob Sabin
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that generates pressure of 3,000 psi and flow of up to 80 gpm. 
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pretty quickly and it’s made a big difference for his young 
company, established in 2013. 

By promoting a team atmosphere and going the extra 
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employees, which leads to minimal turnover, increased pro-
ductivity and a high level of customer service. He preaches 
teamwork all the time. It even receives prominent mention 
on the home page of the company’s website and the domain 
name of the company’s email address is “goteamgreenfield.” 

It all started by asking another business owner a simple 
question. “I noticed that a local trucking company always 
keeps its good drivers for a long time, so I asked the owner 
what he does to achieve such low turnover,” Sabin explains. 
“He told me you always have to put your employees high 
on the priority list. It can’t be all take — you’ve got to give  
some, too. 

“You have to build a culture where everyone feels like 
they’re on a team, working together,” he adds. “It’s not ‘him’ 
and ‘me,’ it’s ‘us.’ I know it sounds kind of cliché, but it’s true. 
… We try really hard to work as a team and take care of each 
other.” 

What does that mean in real life? As an example, Sabin 
points out that he’s pulled shifts for up to 36 hours so an em-
ployee could attend an important family event. He also cites 
an instance where supervisor Nick Watkins filled in on a job 
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showed up at 2:30 to work as a laborer on the vac truck, 
even though that’s not what he normally does,” Sabin says. 
“He made it happen.” 

Sabin says he does other things to engender employee 
loyalty, such as pay competitive wages and give raises as 
often as possible. “There’s a lot of things we can’t do for 
people because we’re a small company, but there also are 
lots of things we can do.” Like pay for an employee’s hon-
eymoon. Or buy parts for an employee with a broken car 
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hen trying to determine if sewer lines need cleaning, 
municipalities face a Catch-22. On one hand, it doesn’t make 
sense financially to hire a contractor to inspect a line if it’s not 
actually blocked. On the other hand, it’s hard to assess how 

badly a line is blocked without a camera inspection. 
But there’s a solution to this conundrum: the SL-RAT, an acoustic 

pipeline assessment tool developed by InfoSense. SL-RAT stands for Sewer 
Line-Rapid Assessment Tool — an apt name for a device that can assess 
sewer line blockages (or lack thereof) in as little as three to five minutes, or 
10 to 20 times faster than a typical camera inspection. 

That speedy evaluation significantly reduces the cost of an assessment 
compared to a conventional camera inspection — especially if the televised 
inspection reveals a free-flowing sewer line that didn’t need an inspection 
in the first place. The technology also eliminates confined-space entry, 
precleaning and contact with waste flow. 

“The SL-RAT provides a rapid assessment of pipe flow,” explains Bruce 
Jameson, regional manager for Ace Pipe Cleaning (part of the Carylon Corp.), 
a sewer inspection, cleaning and rehabilitation company headquartered 
in Kansas City, Missouri. “Think of it as a pre-screening tool you can use 
before doing a conventional sewer cleaning and CCTV inspection. It can help 
prioritize the need to do expensive camera inspections.” 

The SL-RAT is designed to assess 6- to 12-inch-diameter pipes, but 
only in manhole-to-manhole increments. The technology centers on a simple 
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A Sound Investment
Acoustic assessment technology helps sewer cleaning contractor  
quickly determine whether mainlines need further inspection

By Ken Wysocky

 OWNER: Ace Pipe Cleaning Inc., Kansas City, Missouri

 EQUIPMENT: SL-RAT acoustic pipeline assessment units  
  made by InfoSense

 FUNCTION: Fast assessment of sewer line conditions  
  without inspection cameras

 CAPABILITIES: Usable in rain and temperatures from 0 to 140 degrees;  
  transmitter performs 50 to 80 measurements on a fully   
  charged battery; reliably measures up to 800-foot segments  
  of pipe at depths down to 35 feet; best suited for  
  6- to 12-inch-diameter pipes; works while sewer  
  line is in service

 WEBSITE: www.acepipe.com
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ABOVE: The Sewer Line-Rapid Assessment Tool uses acoustic technology to assess 
sewer line blockages in as little as three to five minutes, or 10 to 20 times faster than a 
typical camera inspection.

<<<LEFT: The SL-RAT essentially consists of two paired devices that are deployed atop 
adjacent manholes. The transmitter sends a series of tones down into the pipe, while the 
receiver uses sophisticated algorithms to create a blockage assessment, based on what it 
“hears.”

concept: As sound travels through a pipeline, obstructions — such as tree 
roots, grease buildup, joint offsets, bad lateral connections or sediment and 
other debris — block and dissipate sound, just like they impede water flow. 
In effect, the SL-RAT measures how quickly sound energy dissipates in the 
air space between sewage flow and the pipe wall, giving the operator a clear 
idea about the conditions inside the pipe. 

The SL-RAT essentially consists of two 
paired devices — an 18-pound transmitter and an 
11-pound receiver — that are deployed atop adjacent 
manholes. The transmitter sends a series of tones 
down one manhole and into the pipe, while the 
receiver uses sophisticated algorithms to create a 
blockage assessment, based on what it “hears.” The 
system ranks pipelines on a scale from zero to 10; 
the higher the score, the lower the level of blockage. 

Established in 1954, Ace Pipe started using the 
SL-RAT about five years ago and now owns seven 
units. While Jameson cautions that an acoustic 
inspection cannot provide an exact measurement 
of the amount of debris blocking a mainline or 
determine what’s causing it, it can quickly give the 
operator a general idea about whether the pipe is 
open or closed. If the acoustic inspection results 
in a score of five or below, a camera inspection is 
required, he says. 

The SL-RAT also increases productivity because 
a two-man crew can inspect more linear feet per day 
compared to a conventional cleaning and inspection 
crew. If properly trained, a two-man crew can assess 
up to 10,000 linear feet per day. “This technology 
is especially suited for small municipalities, which 
usually just don’t have the money to spend on camera 
inspections,” Jameson says. “We can assess an entire 
small town in four or five days and tell them where 
to focus their resources, so it’s a very effective tool 
for them.” 

Powered by one lithium-ion battery in each unit, the SL-RAT can also be 
used in remote manhole locations that aren’t easily accessed by camera and 
vacuum trucks, he adds. 

Jameson points out another benefit from acoustic inspections: To do the 
work, a crew must remove manhole covers, which also allows them to visually 
inspect the manhole itself. Municipal workers typically don’t regularly open 

“This technology is especially 
suited for small municipalities, 
which usually just don’t have 
the money to spend on camera 
inspections. We can assess an 
entire small town in four or five 
days and tell them where to 
focus their resources, so it’s a 
very effective tool for them.”
Bruce Jameson

http://www.acepipe.commoney
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roots, grease buildup, joint offsets, bad lateral connections or sediment and 
other debris — block and dissipate sound, just like they impede water flow. 
In effect, the SL-RAT measures how quickly sound energy dissipates in the 
air space between sewage flow and the pipe wall, giving the operator a clear 
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down one manhole and into the pipe, while the 
receiver uses sophisticated algorithms to create a 
blockage assessment, based on what it “hears.” The 
system ranks pipelines on a scale from zero to 10; 
the higher the score, the lower the level of blockage. 

Established in 1954, Ace Pipe started using the 
SL-RAT about five years ago and now owns seven 
units. While Jameson cautions that an acoustic 
inspection cannot provide an exact measurement 
of the amount of debris blocking a mainline or 
determine what’s causing it, it can quickly give the 
operator a general idea about whether the pipe is 
open or closed. If the acoustic inspection results 
in a score of five or below, a camera inspection is 
required, he says. 

The SL-RAT also increases productivity because 
a two-man crew can inspect more linear feet per day 
compared to a conventional cleaning and inspection 
crew. If properly trained, a two-man crew can assess 
up to 10,000 linear feet per day. “This technology 
is especially suited for small municipalities, which 
usually just don’t have the money to spend on camera 
inspections,” Jameson says. “We can assess an entire 
small town in four or five days and tell them where 
to focus their resources, so it’s a very effective tool 
for them.” 

Powered by one lithium-ion battery in each unit, the SL-RAT can also be 
used in remote manhole locations that aren’t easily accessed by camera and 
vacuum trucks, he adds. 

Jameson points out another benefit from acoustic inspections: To do the 
work, a crew must remove manhole covers, which also allows them to visually 
inspect the manhole itself. Municipal workers typically don’t regularly open 
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up manholes to look for signs of surcharging, tree roots or buildup of 
grease, sediment and other debris. “So it’s a huge benefit to the (sewer) 
owners because we’re opening every manhole and doing reconnaissance 
they otherwise wouldn’t do. And you can find out a lot just by opening a 
manhole cover.” 

Because the SL-RAT offers such a cost-effective mainline assessment — 
less than $1 per linear foot — the technology helps Ace Pipe get a foot in 
the door that “otherwise might not open,” Jameson says. “And I’d say that 
opening the manholes alone is worth the cost of an (acoustic) inspection.” 

Management at Ace Pipe first heard about the SL-RAT when another 
Carylon company, Bio-Nomic Services, beta-tested the product. Then Ace 
Pipe used an SL-RAT to successfully assess sewer lines in a Tennessee city 
and decided to invest in the technology. “In the beginning, I was a little 
skeptical,” Jameson says. “It sounded a little bit futuristic. But we’ve proven 
that the technology is accurate by comparing the scores to an actual camera 
inspection. We’ve also developed a template that breaks down what we can 
expect from various scores. It’s become a product that we truly believe in.” 

If customers have reservations about the technology, Ace Pipe does 
product demonstrations. Sometimes the company also agrees to do a smaller 
pilot assessment program to give potential customers more confidence in 
the product. In other instances, municipalities only sign on for regular 
assessments of sewer line “hot spots,” where surcharges and overflows often 
occur. “Not every city understands the value,” Jameson notes. “But it’s widely 
accepted technology across the country and has a very good reputation.” 

The technology also helps position Ace Pipe as a progressive company in 
the eyes of customers. “If you have an SL-RAT, you have another valuable tool 
in your toolbox, which helps people view you as more professional,” Jameson 
says. “When companies invest in technology like this, I think customers 
perceive that they also invest in other technologies from which they’re likely 
to benefit. It goes to the nature of our company’s interest in investing in 
technology other than just the basics.” C

SHOW US THE MONEY (MACHINE)
To nominate your vehicle for a feature in this column, 
send an email to editor@cleaner.com. 

Brandon Smith (foreground) and Exavier Moceton of Ace Pipe Cleaning make a quick 
assessment of a sewer line segment with the SL-RAT.
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ave you ever noticed that the teams with superstars are not nec-
essarily the ones who win the championship? There is something 
more valuable than superstar ability or taking the shot every time 
you get the ball. We have all witnessed a tier-two sports team upset 

a top ranked, top talent team, and we scratch our heads asking “How in the 
world did that happen?”

Most sports fans have heard of famed basketball player Earvin “Magic” 
Johnson. Magic was so good in high school that his coach would tell him to 
take the shot every time he got the ball. Even though they would win big, 
Magic could see the faces of the parents who came to watch their sons play the 
game, and the disappointment in it. At one point he decided to make a huge 
change in the way that he played the game.

Magic decided to positively affect the play of everyone on his team by 
raising their game and acting more like a team working together for a common 
goal. Magic’s change was to pass the ball. Over Magic’s famed career he passed 
the ball so well that he holds the career record for assists at 11.2 per game. 
Arguably, Magic Johnson is one of the greatest players ever to play the game 
of basketball, and he did that by making everyone around him better. Not by 
taking the shot every time he got the ball.

You see, being a leader or a great team doesn’t require the “superstar” to 
take the shot every time, but what it does require is that everyone work col-
lectively for a common goal with a set game plan. Good businesses realize they 
are not competing with like companies in their industry, but instead compet-
ing with themselves. Business is a perpetual game, so we should not worry 
about what the “competition” is doing today, but instead focus on our team, 
and how we are going to positively impact our industry.

The million-dollar question is how do we make our teams better and not 
focus on the competition? What steps are necessary in beginning to under-
stand and implement this process?

1. Humble yourself and admit you do not have all of the answers. In 
doing so, you allow yourself to see that you already most likely have team 
members that possess different strengths than you do — surround yourself 
with them. Don’t work independently on projects, but start to have discus-
sions with your team, because I am certain there will be a lot of valuable input 
they bring to the organization.

2. Provide education and training opportunities to your team mem-
bers. None of us have the capability to grow if we do not invest in a conscious 
decision to do so. In an effort to spur on development within your team, you 
have to encourage and present the challenge to your team members to learn 
new skills. I know training and development can be expensive, but if you do 
not invest in your team members and encourage them to grow, they are going 
to cost you more money in the long run.

3. Surround yourself with the right team. Spend a lot of time determining 
what characteristics you want the leadership on your team to have. In doing 
so, make sure you do not compromise on what you deem to be important 
(humility, empathy, drive, growth, integrity, etc.).

4. Find the right outside business partners. A lot of business owners do 
not do a great job in this area, because they tend to go with whoever the bank 
recommends, who they know personally, or the first person who shows up 
on a Google search. Outside business partners are those that come alongside 
of you in order to help assist you in running the administrative duties of 
your business (key partner life insurance agent, general liability and workers 
compensation insurance, attorney for contracts review, collections, human 
resources issues, your business banker, marketing company, accountant and 
payroll processing company and so on). Make sure that you interview, get 
quotes, and compare those that you use as your key partners. Ensure that 
they thoroughly understand your business, the nuances, the risks and the 
challenges. A key partner is not going to be able to effectively meet your needs 
unless they fully understand your business.

5. The right kind of communication. Life is busy! Business is busy! But 
we have to understand that if we do not take the time to ensure that we are 
effectively sharing information throughout our company, we could be stifling 
morale and production. Where there is a void in communication, people 
tend to make up answers and assume things. If we are not communicating 
effectively, it is our problem; it is everyone’s problem. Knowledge is power, and 
you would not give the play you are running to the quarterback and receiver, 
but leave the other nine players out of the loop. That would handicap your 
offense and set your team up for failure. Unfortunately, that is exactly what a 
lot of businesses do, and precisely why a lot of them fail.

There are a number of other things a business could do to increase 
teamwork, but I believe the five pillars I have shared with you are paramount 
in the journey to effectively begin this process.

Remember that you are not alone in this process. Every great leader must 
go through stages of unlearning in order to discern how to step away from 
myths we have been taught about leadership and teach ourselves how to serve 
our team in a way that brings everyone together toward a collective vision. C
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ave you ever noticed that the teams with superstars are not nec-
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have to encourage and present the challenge to your team members to learn 
new skills. I know training and development can be expensive, but if you do 
not invest in your team members and encourage them to grow, they are going 
to cost you more money in the long run.

3. Surround yourself with the right team. Spend a lot of time determining 
what characteristics you want the leadership on your team to have. In doing 
so, make sure you do not compromise on what you deem to be important 
(humility, empathy, drive, growth, integrity, etc.).

4. Find the right outside business partners. A lot of business owners do 
not do a great job in this area, because they tend to go with whoever the bank 
recommends, who they know personally, or the first person who shows up 
on a Google search. Outside business partners are those that come alongside 
of you in order to help assist you in running the administrative duties of 
your business (key partner life insurance agent, general liability and workers 
compensation insurance, attorney for contracts review, collections, human 
resources issues, your business banker, marketing company, accountant and 
payroll processing company and so on). Make sure that you interview, get 
quotes, and compare those that you use as your key partners. Ensure that 
they thoroughly understand your business, the nuances, the risks and the 
challenges. A key partner is not going to be able to effectively meet your needs 
unless they fully understand your business.

5. The right kind of communication. Life is busy! Business is busy! But 
we have to understand that if we do not take the time to ensure that we are 
effectively sharing information throughout our company, we could be stifling 
morale and production. Where there is a void in communication, people 
tend to make up answers and assume things. If we are not communicating 
effectively, it is our problem; it is everyone’s problem. Knowledge is power, and 
you would not give the play you are running to the quarterback and receiver, 
but leave the other nine players out of the loop. That would handicap your 
offense and set your team up for failure. Unfortunately, that is exactly what a 
lot of businesses do, and precisely why a lot of them fail.

There are a number of other things a business could do to increase 
teamwork, but I believe the five pillars I have shared with you are paramount 
in the journey to effectively begin this process.

Remember that you are not alone in this process. Every great leader must 
go through stages of unlearning in order to discern how to step away from 
myths we have been taught about leadership and teach ourselves how to serve 
our team in a way that brings everyone together toward a collective vision. C
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ub some dirt on it and walk it off was probably good enough health 
advice for the playground when we were kids. While it might still 
work for some routine workplace injuries, there are times when it’s 
wise to take a few minutes to make sure that normal boo-boo isn’t 

something more serious. 
How would you handle the situation if one of your employees or co-

workers slipped and hit his head when you were almost done with a cleaning 
job? Or felt sick after being exposed to chemical vapors as you were setting up 
for a job? Would you tell him to take a break? How would you determine if it 
warranted a higher level of concern? Making the right call, and taking extra 
precaution when required, could make the difference between a bad day and 
someone’s last day. 

The American College of Emergency Physicians (ACEP) says a medical 
emergency is an event that includes “severe pain, bad injury, a serious illness, 
or a medical condition that is quickly getting much worse.” Some examples:

• Loss of consciousness
• Severe shortness of breath
• Facial drooping or weakness in an arm or leg
• Chest pain
• Bleeding that does not stop after 10 minutes
• Head trauma
• Seizures
• Severe reaction to insect bites
• Major broken bones
• Coughing or vomiting blood
 

URGENT CARE CENTER
Despite the name, urgent care centers are intended to treat common 

medical problems when you can’t see your normal doctor or after regular office 
hours. As ACEP describes them, “They treat minor illnesses and injuries, such 
as flu, fever, earaches, nausea, rashes, animal and insect bites, minor bone 
fractures and minor cuts requiring stitches. Many centers also do physical 
exams, vision and hearing screening, and lab tests and X-rays.” So they may be 
appropriate for follow-up care after a minor injury, but an urgent care center is 
not the place to go for a serious injury or medical condition.

WHEN TO CALL AN AMBULANCE
Whether it’s the cost, the bother, or just not wanting to tie up emergency 

personnel, people do hesitate to call an ambulance and decide to transport 
the victim, or themselves, to a hospital. ACEP says these questions will help 
you decide if you should pick up the phone and call 9-1-1.

• Is the condition life- or limb-threatening?
• Could the condition worsen quickly on the way to the hospital?
• If you move the victim, will it cause further injury?
• Does the person need skills or equipment that paramedics or EMTs 

carry right away?
• Would distance or traffic cause a delay in getting the person to the 

hospital?
 
And then there are times when it is necessary to call 9-1-1 and get 

professional medical assistance on scene as soon as possible. These include:
• Severe difficulty breathing, especially that does not improve with rest
• Chest pain
• A fast heartbeat (more than 120-150) at rest especially if associated 

with shortness of breath or feeling faint
• You witness someone faint/pass out or someone is unresponsive 

(comatose)
• Difficulty speaking, numbness, or weakness of any part of the body
• Sudden dizziness, weakness or mental changes (confusion, very odd 

behavior, difficulty walking)
• Sudden blindness or vision changes
• Heavy bleeding
• Broken bones visible through an open wound, or a broken leg
• Severe burns
• Allergic reaction, especially if there is any difficulty breathing
• Extremely hot or cold
• New severe headache
• Sudden intense severe pain C

SAFETY FIRST
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Be aware of when something seemingly minor could pose a more significant threat
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JETSTREAM 3620 
• CUMMINS “B” ENGINE
• THEROTICAL 20K @ 12.9GPM
•  TRAILER MOUNTED  

WITH DAY TANK
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•  20K @ 20GPM

B/W T-300 
•  10K @ 16GPM
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www.pipeplug.com

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.

PHONE  800.769.4973  OR  262.692.2416   
FAX  800.669.1434  OR  262.692.2418

PRODUCTS
COMPANY

Serving Professionals Since 1916
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Quik-Lining Systems offers a revolutionary line of Lateral Lining 
Inversion Equipment for the installation of Cured In Place Pipe. 

Our equipment saves 
TIME and MONEY 

Can be used in even the most 
confined spaces! 

WWW.QUIKLINING.COM 
E-MAIL// JOHN@QUIKLINING.COM
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HORIZONTAL DIRECTIONAL DRILLING
 

ENZ USA GOLDEN JET IMPACT 
DRILLING CUTTERS

Golden Jet Impact Drilling Cutters from 
Enz USA are designed to remove stubborn 
deposits like concrete and injection cement 
as well as calcareous and mineral deposits. In 
many cases, the use of a percussion milling 
cutter is the only alternative to digging up pipes under foundations or roads. It 
can also cut out dropped liners and prep for a reline job. Cutters range from 4- 
to 24-inch pipe diameters. They come with tungsten carbide and/or diamond-
tipped teeth, and work with the percussion system of 600 to 3,000 impulses 
per minute and up to 12 tons of impact force. All impact drilling cutters can 
be operated without impacts by means of a simple mechanical changeover. 
877/369-8721; www.enzusainc.com.

 

HYDROEXCAVATION
 
DITCH WITCH FX65

The Ditch Witch FX65 vacuum 
excavator has advanced airflow at 1,215 cfm 
— 20 percent more than the FX60 Model. 
Powered by a 74 hp turbocharged Deutz 
diesel engine, it is designed for super-size 
cleanup jobs. It offers 500-, 800- or 1,200-gallon vacuum tanks and 200-, 
300- or 500-gallon water tanks. Additionally, the machine has an advanced 
three-stage filtration system with a cyclonic filter, which cleans the air prior to 
reaching the filter. 800/654-6481; www.ditchwitch.com.

 
GAPVAX HV56 

Constructed of 1/4-inch ASTM A572-
Grade 50 steel, the HV56 hydroexcavator from 
GapVax has a 15-cubic-yard debris body and 
water tank options ranging from 350 to 1,200 
gallons. Its positive displacement blower is 

rated 5,250 cfm at 28 inches Hg. The tailgate is fully opening with a field-
adjustable hinge and dual cylinders, and also has four individually adjustable 
locks to ensure a complete seal. Options include a cold weather recirculation 
package, sludge pump, auger unloading system, body pressurization system, 
remote pendants and wireless remotes. It can be used for excavating, locating 
utilities, digging potholes, tunneling, slot trenching, conveying dry gravel and 
sand, or general cleanup. 888/442-7829; www.gapvax.com.

HURCO TECHNOLOGIES  
VAC 250 AND 500

VAC 250 and 500 units from Hurco 
Technologies are a portable solution for 
potholing and exposing buried utilities. They 
use a Gardner Denver 14-inch Hg positive 
displacement vacuum pump and a Giant 4,000 

psi, 4.2 gpm high-pressure water pump. The pitched-angle tank eliminates 
mechanically complicated lift and dump systems for faster and more efficient 
debris unloading. The 97-gallon water tank sits under the debris tank, balancing 
the load over the center of the axle, resulting in little change on tongue weight 
and ensuring a safe towing configuration. All units can be configured to meet 
specific needs, including auxiliary hydraulics and water heaters. All are powder-
coated. 800/888-1436; www.hurcotech.com.

 
HYDRA-FLEX RIPSAW

The Ripsaw rotating turbo nozzle from Hydra-Flex has 
a cone-shaped flow pattern ideal for potholing applications. It 
blasts a 0-degree water stream at up to 3,200 psi while rotating 
at a high speed to provide an 18-degree cone of coverage. 
These heavy-duty, high-impact nozzles are constructed with 
a stainless steel housing and tungsten carbide wear surfaces 
to withstand harsh environments and provide long life. Repair 
kits are available for extended life and lower operating costs. 
The nonconductive urethane coating on the nozzle body protects the operator 
and sensitive underground utilities. It offers greater impingement, allowing the 
technician to use a smaller nozzle size while getting the same impact as nozzles 
with higher flow rates. 952/808-3640; www.hydraflexinc.com.

 
LMT SMART-DIG HX-2100

The SMART-DIG HX-2100 hydroexcava-
tor from LMT is powered by a 59 hp Kubota 
VT2403 diesel engine that drives a 1,300 cfm 
Tuthill blower and 2,200 psi Udor water blast-
er. The compact design includes a 700-gallon debris tank and 300 gallons of 
freshwater. The trailer has a fully automatic rear-open door with wireless remote 
control for ease of use. Filtration is provided by the SMART-DIG dropbox and 
washable PTFE filters. An antifreeze winterization system is standard, and an 
optional diesel-powered water heater is available for improved digging perfor-
mance in colder climates. 309/932-3311; www.vaxteel.com.

 
NOZZTEQ MONRO-JET  

The MONRO-JET hydroexcavation nozzle 
from NozzTeq combines the power of a solid-
stream pencil jet with the large coverage of a fan jet. 
Its circular water jet motion generates tremendous 
power at modest gpm rates, allowing the operator 
to move faster whether hydroexcavating, surface cleaning or cleaning sewer 
lines. It can be used for other types of surface cleaning such as concrete, steel, 
castings and large surface areas including line removal from runways. It can be 
modified for internal pipe cleaning of sewers and pipes of all types. An orbital 
design increases performance at a lower gpm rate and pressures as high as 
36,250 psi. 866/620-5915; www.nozzteq.com.

PRODUCT FOCUS

Pipe Bursting  
Methods and Projects
By Craig Mandli

PRESVAC HYDROVAC
The Presvac Hydrovac is a versatile 

hydroexcavator designed for cold weather 
operation with optional full compliance 
with DOT collection of transportation of 
hazardous materials specifications. The 

high-vacuum blower allows extraction of all types of soils, gravel, rock, clay, 
water and silt material, with knockout features in the debris tank minimizing 
carryover. Modular filtration configured to blower size provides blower 
protection and minimal maintenance. It comes with a heavy-duty 8-inch boom 
that extends up to 25 feet, with six-way hydraulic power and wireless controls 
for all boom functions, soft-start water pump, vacuum breaker and truck engine 
speed. 800/387-7763; www.presvac.com.

 
RAMVAC BY  
SEWER EQUIPMENT HX-3

The HX-3 truck-mounted hydroexcava-
tor from Ramvac by Sewer Equipment is the 
smallest model in the Ramvac truck family, 
but it comes equipped with large productiv-

ity features. This unit offers a 3-cubic-yard debris body, a 0 to 10 gpm at 2,500 
psi water system all in a temperature-controlled enclosure, a compact footprint, 
NEMA-rated electrical system, debris blow-off system and a fully hydraulic 
powertrain for durability. 888/477-7638; www.ram-vac.com.

 
SOIL SURGEON

The Soil Surgeon hydroexcavating tool fits any 
sewer combination truck equipped with a telescoping 6- 
or 8-inch boom. The tool has a 1-inch water connection. 
The operator controls water pressure and power through 
truck controls. It has a 6-foot Tuff Tube with handles 
to guide the unit down for potholing or side to side for 
trenching. Six jets boring inward cut the soil, while six 
boring outward bring the tube down. 949/363-1401; 
www.soilsurgeoninc.com.

 
SOUTHLAND TOOL  
HYDROEXCAVATOR ATTACHMENT 

The Hydroexcavator Attachment from Southland 
Tool is a lightweight attachment for the end of a suction 
tube that allows the operator to connect a 1-, 3/4- or 
1/2-inch sewer hose to blast away dirt and rocks, suck 
up the wet mixture and dig holes. Suction tube sizes 
come in 6- and 8-inch diameters and with a choice of 

flange, including Vactor, Vac-Con, Camel, Vacall and Aquatech. The all-welded 
steel wet ring comes with 4, 6, 8 or 10 jets. All are 0 degrees and pointed 
slightly away from the center of the suction tube. An 8-inch-long Kanaflex hose 
is bolted to the end of the excavator to protect utility lines. At just 13 inches 
long and under 20 pounds, the unit is easily carried on a truck. 714/632-8198; 
www.southlandtool.com.

 

STONEAGE HYDRO-X  
HYDROEXCAVATION TOOLS

The Hydro-X line of hydroexcavation tools 
from StoneAge offers four options for accessing 
utilities and precisely excavating an area with high-
pressure water. Tool configurations include a single 
hard-hitting jet head for accurate digging, a dual-jet 
head that divides a pump’s power into a wider jet path, and a triple-jet pattern 
that delivers a wide swath for fastest material removal. The 60-inch single-jet 
lance provides extra reach for digging deep, focused holes. The tools use high-
quality, long-lasting carbide nozzles and are capable of up to 5,000 psi and 12 
gpm. 866/795-1586; www.stoneagetools.com.

 
SUPER PRODUCTS  
MUD DOG 1200

The 12-yard debris capacity Mud Dog 
1200 hydroexcavator from Super Products 
offers several capabilities that can increase 
job site performance, operator convenience 

and operational cost savings. Its rear-mounted boom is capable of a 19- to 27-foot 
reach, 335-degree rotation, 45-degree upward and 25-degree downward pivot, 
allowing crews to achieve greater work area access and deeper digging without 
the need to halt production to reposition the trunk. It employs easy-to-use 
ejector plate unloading technology for fast, thorough and safe debris removal. 
The unit’s tilt-unloading feature ensures that liquids in the debris tank are 
cleared quickly and efficiently even when unloading in an up-slope/nose-down 
position. Options include the Acculevel load sensor system that offers precise 
debris tank level measurement. 800/837-9711; www.superproductsllc.com.

 
TORNADO GLOBAL  
HYDROVACS F3 ECO

The F3 ECO from Tornado Global 
Hydrovacs holds 12 cubic yards of mud 
and more than 1,700 gallons of freshwater. 
This unit is over 2,000 pounds lighter 
than the company’s older models, meaning 
the operator can carry extra payload in 
the debris tank. The boom has a 342-degree rotation and a 26-foot reach. 
All critical components are housed in an insulated and heated aluminum 
van body. Operators do not need to hoist the tank to empty it, eliminating 
the dangers of dumping on uneven ground and near overhead power lines.  
877/340-8141; www.tghl.ca.
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HORIZONTAL DIRECTIONAL DRILLING
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can also cut out dropped liners and prep for a reline job. Cutters range from 4- 
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per minute and up to 12 tons of impact force. All impact drilling cutters can 
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— 20 percent more than the FX60 Model. 
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diesel engine, it is designed for super-size 
cleanup jobs. It offers 500-, 800- or 1,200-gallon vacuum tanks and 200-, 
300- or 500-gallon water tanks. Additionally, the machine has an advanced 
three-stage filtration system with a cyclonic filter, which cleans the air prior to 
reaching the filter. 800/654-6481; www.ditchwitch.com.

 
GAPVAX HV56 

Constructed of 1/4-inch ASTM A572-
Grade 50 steel, the HV56 hydroexcavator from 
GapVax has a 15-cubic-yard debris body and 
water tank options ranging from 350 to 1,200 
gallons. Its positive displacement blower is 

rated 5,250 cfm at 28 inches Hg. The tailgate is fully opening with a field-
adjustable hinge and dual cylinders, and also has four individually adjustable 
locks to ensure a complete seal. Options include a cold weather recirculation 
package, sludge pump, auger unloading system, body pressurization system, 
remote pendants and wireless remotes. It can be used for excavating, locating 
utilities, digging potholes, tunneling, slot trenching, conveying dry gravel and 
sand, or general cleanup. 888/442-7829; www.gapvax.com.

HURCO TECHNOLOGIES  
VAC 250 AND 500

VAC 250 and 500 units from Hurco 
Technologies are a portable solution for 
potholing and exposing buried utilities. They 
use a Gardner Denver 14-inch Hg positive 
displacement vacuum pump and a Giant 4,000 

psi, 4.2 gpm high-pressure water pump. The pitched-angle tank eliminates 
mechanically complicated lift and dump systems for faster and more efficient 
debris unloading. The 97-gallon water tank sits under the debris tank, balancing 
the load over the center of the axle, resulting in little change on tongue weight 
and ensuring a safe towing configuration. All units can be configured to meet 
specific needs, including auxiliary hydraulics and water heaters. All are powder-
coated. 800/888-1436; www.hurcotech.com.

 
HYDRA-FLEX RIPSAW

The Ripsaw rotating turbo nozzle from Hydra-Flex has 
a cone-shaped flow pattern ideal for potholing applications. It 
blasts a 0-degree water stream at up to 3,200 psi while rotating 
at a high speed to provide an 18-degree cone of coverage. 
These heavy-duty, high-impact nozzles are constructed with 
a stainless steel housing and tungsten carbide wear surfaces 
to withstand harsh environments and provide long life. Repair 
kits are available for extended life and lower operating costs. 
The nonconductive urethane coating on the nozzle body protects the operator 
and sensitive underground utilities. It offers greater impingement, allowing the 
technician to use a smaller nozzle size while getting the same impact as nozzles 
with higher flow rates. 952/808-3640; www.hydraflexinc.com.

 
LMT SMART-DIG HX-2100

The SMART-DIG HX-2100 hydroexcava-
tor from LMT is powered by a 59 hp Kubota 
VT2403 diesel engine that drives a 1,300 cfm 
Tuthill blower and 2,200 psi Udor water blast-
er. The compact design includes a 700-gallon debris tank and 300 gallons of 
freshwater. The trailer has a fully automatic rear-open door with wireless remote 
control for ease of use. Filtration is provided by the SMART-DIG dropbox and 
washable PTFE filters. An antifreeze winterization system is standard, and an 
optional diesel-powered water heater is available for improved digging perfor-
mance in colder climates. 309/932-3311; www.vaxteel.com.

 
NOZZTEQ MONRO-JET  

The MONRO-JET hydroexcavation nozzle 
from NozzTeq combines the power of a solid-
stream pencil jet with the large coverage of a fan jet. 
Its circular water jet motion generates tremendous 
power at modest gpm rates, allowing the operator 
to move faster whether hydroexcavating, surface cleaning or cleaning sewer 
lines. It can be used for other types of surface cleaning such as concrete, steel, 
castings and large surface areas including line removal from runways. It can be 
modified for internal pipe cleaning of sewers and pipes of all types. An orbital 
design increases performance at a lower gpm rate and pressures as high as 
36,250 psi. 866/620-5915; www.nozzteq.com.
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Pipe Bursting  
Methods and Projects
By Craig Mandli

PRESVAC HYDROVAC
The Presvac Hydrovac is a versatile 

hydroexcavator designed for cold weather 
operation with optional full compliance 
with DOT collection of transportation of 
hazardous materials specifications. The 

high-vacuum blower allows extraction of all types of soils, gravel, rock, clay, 
water and silt material, with knockout features in the debris tank minimizing 
carryover. Modular filtration configured to blower size provides blower 
protection and minimal maintenance. It comes with a heavy-duty 8-inch boom 
that extends up to 25 feet, with six-way hydraulic power and wireless controls 
for all boom functions, soft-start water pump, vacuum breaker and truck engine 
speed. 800/387-7763; www.presvac.com.

 
RAMVAC BY  
SEWER EQUIPMENT HX-3

The HX-3 truck-mounted hydroexcava-
tor from Ramvac by Sewer Equipment is the 
smallest model in the Ramvac truck family, 
but it comes equipped with large productiv-

ity features. This unit offers a 3-cubic-yard debris body, a 0 to 10 gpm at 2,500 
psi water system all in a temperature-controlled enclosure, a compact footprint, 
NEMA-rated electrical system, debris blow-off system and a fully hydraulic 
powertrain for durability. 888/477-7638; www.ram-vac.com.

 
SOIL SURGEON

The Soil Surgeon hydroexcavating tool fits any 
sewer combination truck equipped with a telescoping 6- 
or 8-inch boom. The tool has a 1-inch water connection. 
The operator controls water pressure and power through 
truck controls. It has a 6-foot Tuff Tube with handles 
to guide the unit down for potholing or side to side for 
trenching. Six jets boring inward cut the soil, while six 
boring outward bring the tube down. 949/363-1401; 
www.soilsurgeoninc.com.

 
SOUTHLAND TOOL  
HYDROEXCAVATOR ATTACHMENT 

The Hydroexcavator Attachment from Southland 
Tool is a lightweight attachment for the end of a suction 
tube that allows the operator to connect a 1-, 3/4- or 
1/2-inch sewer hose to blast away dirt and rocks, suck 
up the wet mixture and dig holes. Suction tube sizes 
come in 6- and 8-inch diameters and with a choice of 

flange, including Vactor, Vac-Con, Camel, Vacall and Aquatech. The all-welded 
steel wet ring comes with 4, 6, 8 or 10 jets. All are 0 degrees and pointed 
slightly away from the center of the suction tube. An 8-inch-long Kanaflex hose 
is bolted to the end of the excavator to protect utility lines. At just 13 inches 
long and under 20 pounds, the unit is easily carried on a truck. 714/632-8198; 
www.southlandtool.com.

 

STONEAGE HYDRO-X  
HYDROEXCAVATION TOOLS

The Hydro-X line of hydroexcavation tools 
from StoneAge offers four options for accessing 
utilities and precisely excavating an area with high-
pressure water. Tool configurations include a single 
hard-hitting jet head for accurate digging, a dual-jet 
head that divides a pump’s power into a wider jet path, and a triple-jet pattern 
that delivers a wide swath for fastest material removal. The 60-inch single-jet 
lance provides extra reach for digging deep, focused holes. The tools use high-
quality, long-lasting carbide nozzles and are capable of up to 5,000 psi and 12 
gpm. 866/795-1586; www.stoneagetools.com.

 
SUPER PRODUCTS  
MUD DOG 1200

The 12-yard debris capacity Mud Dog 
1200 hydroexcavator from Super Products 
offers several capabilities that can increase 
job site performance, operator convenience 

and operational cost savings. Its rear-mounted boom is capable of a 19- to 27-foot 
reach, 335-degree rotation, 45-degree upward and 25-degree downward pivot, 
allowing crews to achieve greater work area access and deeper digging without 
the need to halt production to reposition the trunk. It employs easy-to-use 
ejector plate unloading technology for fast, thorough and safe debris removal. 
The unit’s tilt-unloading feature ensures that liquids in the debris tank are 
cleared quickly and efficiently even when unloading in an up-slope/nose-down 
position. Options include the Acculevel load sensor system that offers precise 
debris tank level measurement. 800/837-9711; www.superproductsllc.com.

 
TORNADO GLOBAL  
HYDROVACS F3 ECO

The F3 ECO from Tornado Global 
Hydrovacs holds 12 cubic yards of mud 
and more than 1,700 gallons of freshwater. 
This unit is over 2,000 pounds lighter 
than the company’s older models, meaning 
the operator can carry extra payload in 
the debris tank. The boom has a 342-degree rotation and a 26-foot reach. 
All critical components are housed in an insulated and heated aluminum 
van body. Operators do not need to hoist the tank to empty it, eliminating 
the dangers of dumping on uneven ground and near overhead power lines.  
877/340-8141; www.tghl.ca.
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TRANSWAY SYSTEMS TERRA-VEX
The Terra-Vex all-season hydroexca-

vator from Transway Systems has a Ro-
buschi RB-DV145 6,400 cfm blower with 
OMSI transfer case and insulated acousti-
cal enclosure with walk-in storage. Water 

pressure is achieved with a hydraulically driven Pratissoli KT20 water pump, 
delivering 10 gpm at 6,000 psi. The 3,000-gallon debris tank has a hydraulical-
ly operated hoist, and door locks with full-open door. The 1,200-gallon HDPE 
water tank supplies a 420,000 Btu diesel-fired burner permitting operation in 
subzero temperatures. The water pump and water tank compartments are heat-
ed by a diesel-fired heater and 12-volt engine coolant heater. The 26-foot hy-
draulically operated 8-inch suction boom is equipped with joystick control and 
wireless remote control. All parts are painted/powder-coated off the unit, and it 
includes marine-grade plywood floor enclosure, three-camera back-up system 
and digital water level display. 800/263-4508; www.transwaysystems.com.

 
VAC-CON X-CAVATOR 

The X-Cavator from Vac-Con is powerful, 
durable and easy to operate. It comes fully 
loaded and features a hydrostatic drive that uses 
the chassis engine for the vacuum, creating a 
more efficient system that eliminates the need 
for PTO, clutch and gearbox operation. It is 
available with water systems up to 4,000 psi, 
and a mobile wireless remote control system that enables the operator to work 
the chassis engine rpm, boom, automatic vacuum breaker, dump controls and 
hydraulic door locks from remote areas up to a 1/2 mile. The boom rotates up 
to 270 degrees. 904/284-4200; www.vac-con.com.

 
VACALL ALLEXCAVATE

The Vacall AllExcavate hydroexcavator 
provides operating efficiency and cost control 
for excavating around water and sewer lines 
and other underground utilities. The design 
uses a chassis engine to provide power for 
vacuum and jetting functions, slashing fuel 
consumption, eliminating emissions from a 
second engine, and reducing costs and downtime for routine maintenance. It 
has a high-pressure water system with rheostat control to vary water volume and 
capacity output. A heated compartment encloses the water system to protect 
components against freezing. Water tanks are made of high-quality aluminum 
for extra strength. The AllSmartFlow intelligent control system enables precise 
adjustments in boom movement. It has double-cyclone filtration with a 
simplified design to reduce maintenance, extend performance and increase 
working life. Its rear-mounted boom front-loads debris. An optional cold 
weather package includes heated cabinetry that encloses the boiler, warming 
the water when temps drop below freezing. 330/339-2212; www.vacall.com.

 

VACTOR HXX HYDROEXCAVATOR 
The Vactor HXX HydroExcava-

tor provides up to seven hours of continu-
ous operation with onboard water. The 
standard variable-flow water system allows 
lower water flow, resulting in less operator 
fatigue and a cleaner, more precise digging process. The system allows for up to 
25 gpm for projects requiring higher water flow capabilities. Using the DigRight 
Technology, operators select the maximum desired working water pressure for 
their application based on vacuum excavation best practices. This selection 
will limit the water pump from exceeding site, industry or customer maximum 
pressures to ensure a safe and nondestructive method of excavation. DigRight 
Technology also reduces wear and tear on the water system, extending product 
life. Its boom turret provides increased vertical range of motion for improved 
operator performance and productivity, enabling the operator to complete most 
applications with only one dig tube. 800/627-3171; www.vactor.com.

 
WESTECH VAC SYSTEMS 
HYDROVAC CODE TC407

The Hydrovac Code TC407 excava-
tion truck from Westech Vac Systems is 
specified with a TC407 rating (hazardous 
goods transport capable). The truck al-

lows quick access to buried water mains and natural gas and petroleum pipe-
lines, cutting through hardened scale and frozen ground with reduced risk of 
damage. It is designed to handle unpredictable off-road applications and un-
known hazardous materials, in every type of weather, from -40 to 95 degrees 
F. It is quick and easy to set up so work can begin immediately, maximizing 
efficiency and productivity. Debris body capacities range from 11.8 to 13 cubic 
yards. It has heated rear door valves, a heated hose reel cabinet, and glycol and 
air purge winterization systems. 780/955-3030; www.westechvac.com.

 
X-VAC, A PRODUCT OF HI-VAC 
CORPORATION, X-6 HYDRO 
EXCAVATOR 

The truck-mounted X-6 Hydro Excava-
tor from X-Vac, A Product of Hi-Vac Cor-
poration, has a 6-cubic-yard debris tank 
and can store 570 gallons of freshwater, with 
an optional 1,000-gallon tank. The adjust-
able triplex water pump exerts up to 3,000 psi and is set independently of 
the blower speed. Vacuum systems range in size from 2,600 cfm at 27 inches 
Hg vacuum to 3,400 cfm at 16 inches Hg of vacuum. Its 6-inch vacuum hose 
exposes any type or size of underground utility, especially in residential ar-
eas where space is tight and crews want to avoid blocking residential streets.  
740/374-2306; www.x-vac.com.

 

PIPE
 

RIDGID STRAPLOCK PIPE HANDLE
The RIDGID STRAPLOCK Pipe Handle simplifies 

the installation and maintenance of large-diameter plastic 
pipe by helping users securely grip the pipe and apply force 
in all directions. It grips pipe 3 to 8 inches in diameter, with 
rapid size adjustment to quickly move between pipe sizes 
and a specialized strap that provides maximum grip while 
minimizing marring. Its fixed handle position helps align 
and hold joints in place while glue sets. It is ideal for wet and 
cold environments where getting a grip on pipe can be difficult, gives maximum 
leverage in tight quarters, and has a locking design for quick applications. The 
handle can also be used in pairs to aid in complex installations. 800/769-7743; 
www.ridgid.com.

 

PIPE BURSTING TOOLS
 

POW-R MOLE SALES MODEL PD-33M  
The Model PD-33M pipe bursting machine from Pow-r 

Mole Sales is designed to replace existing underground 
pipes 2 to 6 inches in diameter. Its nonslip cylinder-
activated jaws prevent cable damage while providing 
60,000 pounds of pulling force. It offers a cost-effective 
alternative to opencut excavation, which reduces customer 
disruption and increases company profits. The process 
replaces the existing pipe with a fused HDPE pipe, which 

eliminates all joints and allows the operator to pull through bends such as 
45-degree fittings. This system is modular, and can be easily disassembled and 
reassembled for manhole and basement applications. With a compact design 
and very small footprint of only 20 by 20 inches, this unit can be used in tight 
locations. 800/344-6653; www.powrmole.com.

 
RODDIE LATERAL  
PIPE BURSTING MACHINE

The lightweight lateral pipe bursting 
machine from RODDIE slides apart into 
two components of 50 and 60 pounds that 
can be lowered and reassembled by hand in 
the excavated pulling pit. In most cases this 
machine is powered and operated by a mini-
excavator or Bobcat tractor. It is capable of 30 to 50 tons of pulling force and 
can be used on 4-, 6- and 8-inch sewer laterals, but can also replace 1- to 
4-inch water services. 888/406-3821; www.pipeburstingamerica.com.

 

SHORING
 

AMERICAN SHORING SLIDE RAIL 
SHORING SYSTEM  

The Slide Rail Shoring System from Ameri-
can Shoring can be used in a number of configu-
rations, including for bore pits under roadways, 
streams or other obstacles. The sheeting sys-
tem can be used at depths up to 30 feet and is 
installed with an excavator, with no need for special equipment. The system 
can also be equipped with a doghouse panel to accommodate the casing pipe.  
800/407-4674; www.americanshoring.com. C
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TRANSWAY SYSTEMS TERRA-VEX
The Terra-Vex all-season hydroexca-

vator from Transway Systems has a Ro-
buschi RB-DV145 6,400 cfm blower with 
OMSI transfer case and insulated acousti-
cal enclosure with walk-in storage. Water 

pressure is achieved with a hydraulically driven Pratissoli KT20 water pump, 
delivering 10 gpm at 6,000 psi. The 3,000-gallon debris tank has a hydraulical-
ly operated hoist, and door locks with full-open door. The 1,200-gallon HDPE 
water tank supplies a 420,000 Btu diesel-fired burner permitting operation in 
subzero temperatures. The water pump and water tank compartments are heat-
ed by a diesel-fired heater and 12-volt engine coolant heater. The 26-foot hy-
draulically operated 8-inch suction boom is equipped with joystick control and 
wireless remote control. All parts are painted/powder-coated off the unit, and it 
includes marine-grade plywood floor enclosure, three-camera back-up system 
and digital water level display. 800/263-4508; www.transwaysystems.com.

 
VAC-CON X-CAVATOR 

The X-Cavator from Vac-Con is powerful, 
durable and easy to operate. It comes fully 
loaded and features a hydrostatic drive that uses 
the chassis engine for the vacuum, creating a 
more efficient system that eliminates the need 
for PTO, clutch and gearbox operation. It is 
available with water systems up to 4,000 psi, 
and a mobile wireless remote control system that enables the operator to work 
the chassis engine rpm, boom, automatic vacuum breaker, dump controls and 
hydraulic door locks from remote areas up to a 1/2 mile. The boom rotates up 
to 270 degrees. 904/284-4200; www.vac-con.com.

 
VACALL ALLEXCAVATE

The Vacall AllExcavate hydroexcavator 
provides operating efficiency and cost control 
for excavating around water and sewer lines 
and other underground utilities. The design 
uses a chassis engine to provide power for 
vacuum and jetting functions, slashing fuel 
consumption, eliminating emissions from a 
second engine, and reducing costs and downtime for routine maintenance. It 
has a high-pressure water system with rheostat control to vary water volume and 
capacity output. A heated compartment encloses the water system to protect 
components against freezing. Water tanks are made of high-quality aluminum 
for extra strength. The AllSmartFlow intelligent control system enables precise 
adjustments in boom movement. It has double-cyclone filtration with a 
simplified design to reduce maintenance, extend performance and increase 
working life. Its rear-mounted boom front-loads debris. An optional cold 
weather package includes heated cabinetry that encloses the boiler, warming 
the water when temps drop below freezing. 330/339-2212; www.vacall.com.

 

VACTOR HXX HYDROEXCAVATOR 
The Vactor HXX HydroExcava-

tor provides up to seven hours of continu-
ous operation with onboard water. The 
standard variable-flow water system allows 
lower water flow, resulting in less operator 
fatigue and a cleaner, more precise digging process. The system allows for up to 
25 gpm for projects requiring higher water flow capabilities. Using the DigRight 
Technology, operators select the maximum desired working water pressure for 
their application based on vacuum excavation best practices. This selection 
will limit the water pump from exceeding site, industry or customer maximum 
pressures to ensure a safe and nondestructive method of excavation. DigRight 
Technology also reduces wear and tear on the water system, extending product 
life. Its boom turret provides increased vertical range of motion for improved 
operator performance and productivity, enabling the operator to complete most 
applications with only one dig tube. 800/627-3171; www.vactor.com.

 
WESTECH VAC SYSTEMS 
HYDROVAC CODE TC407

The Hydrovac Code TC407 excava-
tion truck from Westech Vac Systems is 
specified with a TC407 rating (hazardous 
goods transport capable). The truck al-

lows quick access to buried water mains and natural gas and petroleum pipe-
lines, cutting through hardened scale and frozen ground with reduced risk of 
damage. It is designed to handle unpredictable off-road applications and un-
known hazardous materials, in every type of weather, from -40 to 95 degrees 
F. It is quick and easy to set up so work can begin immediately, maximizing 
efficiency and productivity. Debris body capacities range from 11.8 to 13 cubic 
yards. It has heated rear door valves, a heated hose reel cabinet, and glycol and 
air purge winterization systems. 780/955-3030; www.westechvac.com.

 
X-VAC, A PRODUCT OF HI-VAC 
CORPORATION, X-6 HYDRO 
EXCAVATOR 

The truck-mounted X-6 Hydro Excava-
tor from X-Vac, A Product of Hi-Vac Cor-
poration, has a 6-cubic-yard debris tank 
and can store 570 gallons of freshwater, with 
an optional 1,000-gallon tank. The adjust-
able triplex water pump exerts up to 3,000 psi and is set independently of 
the blower speed. Vacuum systems range in size from 2,600 cfm at 27 inches 
Hg vacuum to 3,400 cfm at 16 inches Hg of vacuum. Its 6-inch vacuum hose 
exposes any type or size of underground utility, especially in residential ar-
eas where space is tight and crews want to avoid blocking residential streets.  
740/374-2306; www.x-vac.com.

 

PIPE
 

RIDGID STRAPLOCK PIPE HANDLE
The RIDGID STRAPLOCK Pipe Handle simplifies 

the installation and maintenance of large-diameter plastic 
pipe by helping users securely grip the pipe and apply force 
in all directions. It grips pipe 3 to 8 inches in diameter, with 
rapid size adjustment to quickly move between pipe sizes 
and a specialized strap that provides maximum grip while 
minimizing marring. Its fixed handle position helps align 
and hold joints in place while glue sets. It is ideal for wet and 
cold environments where getting a grip on pipe can be difficult, gives maximum 
leverage in tight quarters, and has a locking design for quick applications. The 
handle can also be used in pairs to aid in complex installations. 800/769-7743; 
www.ridgid.com.

 

PIPE BURSTING TOOLS
 

POW-R MOLE SALES MODEL PD-33M  
The Model PD-33M pipe bursting machine from Pow-r 

Mole Sales is designed to replace existing underground 
pipes 2 to 6 inches in diameter. Its nonslip cylinder-
activated jaws prevent cable damage while providing 
60,000 pounds of pulling force. It offers a cost-effective 
alternative to opencut excavation, which reduces customer 
disruption and increases company profits. The process 
replaces the existing pipe with a fused HDPE pipe, which 

eliminates all joints and allows the operator to pull through bends such as 
45-degree fittings. This system is modular, and can be easily disassembled and 
reassembled for manhole and basement applications. With a compact design 
and very small footprint of only 20 by 20 inches, this unit can be used in tight 
locations. 800/344-6653; www.powrmole.com.

 
RODDIE LATERAL  
PIPE BURSTING MACHINE

The lightweight lateral pipe bursting 
machine from RODDIE slides apart into 
two components of 50 and 60 pounds that 
can be lowered and reassembled by hand in 
the excavated pulling pit. In most cases this 
machine is powered and operated by a mini-
excavator or Bobcat tractor. It is capable of 30 to 50 tons of pulling force and 
can be used on 4-, 6- and 8-inch sewer laterals, but can also replace 1- to 
4-inch water services. 888/406-3821; www.pipeburstingamerica.com.
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AMERICAN SHORING SLIDE RAIL 
SHORING SYSTEM  

The Slide Rail Shoring System from Ameri-
can Shoring can be used in a number of configu-
rations, including for bore pits under roadways, 
streams or other obstacles. The sheeting sys-
tem can be used at depths up to 30 feet and is 
installed with an excavator, with no need for special equipment. The system 
can also be equipped with a doghouse panel to accommodate the casing pipe.  
800/407-4674; www.americanshoring.com. C
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Pipe Bursting Methods and Projects
By Craig Mandli

CASE STUDIES

PRECHLORINATED PIPE BURSTING  
PROVIDES NEW WATER MAINS  
WITHOUT DISTURBING RESIDENTS 
PROBLEM: Bloomfield Village 
in Oakland County, Michigan, 
was ready to replace water 
mains, but it wanted to do so 
with minimal interruption of 
water service to local residents. 
Space along street rights-of-way 
was also limited, so officials 
wanted to limit excavation.

SOLUTION: The village 
specified prechlorinated 
pipe bursting replacement in its plans and chose to upgrade the existing 
mains with 8- and 12-inch HDPE pipe. Pipe bursting specialist Bidigare 
Contractors was chosen for the job. For bursting operations Bidigare used its 
own hydraulic pipe bursting machine from the HammerHead Trenchless 
Equipment Hydroburst line. Although the machine was capable of up to 
100 tons of pulling force, Bidigare said the average burst required only about 
20 tons.

RESULT: Bidigare Contractors replaced between 200 and 500 feet 
of pipe a day using this method. Residents were never without water 
service aside from the day the work was done. Bidigare is on schedule 
for completion of the project in mid-2017. 800/331-6653;  
www.hammerheadtrenchless.com.

UNIT HELPS PULL NEW HDPE PIPE  
THROUGH COLLAPSED CLAY MAIN
PROBLEM: A residential customer in 
Germantown, Tennessee, was experiencing 
slow drains. Upon investigating, plumbers 
found extensive root infiltration in 
the home’s main sewer line. They also 
discovered that the house had an old clay 
pipe that was collapsing and needed total 
replacement. Due to the condition of the 
pipe, relining was not an option. There 
were also several large, mature trees in the 
front of the home, coupled with a large 
landscaped berm forming a natural water 
barrier. Traditional approaches to trenching 
and replacing the sewer pipe were not possible.

SOLUTION: The Spartan UnderTaker flawlessly pulled the new pipe 
through the old clay pipe — something that would have been nearly 
impossible without the proper equipment. In less than three hours, over 90 
feet of failing clay sewer main was replaced with a new 4-inch HDPE pipe.

RESULT: The unit helped the homeowner avoid thousands of dollars 
in landscaping repairs. The home’s occupants continued to use their 
sinks, showers and bathroom as the plumbing techs performed 
repairs on the line. While this was great for the homeowners, it is 
also a fit for commercial properties, such as supermarkets, where a 
complete closure would mean the loss of revenue. 800/435-3866; 
www.spartantool.com. C
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Pipe Bursting Methods and Projects
By Craig Mandli

CASE STUDIES
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mains, but it wanted to do so 
with minimal interruption of 
water service to local residents. 
Space along street rights-of-way 
was also limited, so officials 
wanted to limit excavation.
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specified prechlorinated 
pipe bursting replacement in its plans and chose to upgrade the existing 
mains with 8- and 12-inch HDPE pipe. Pipe bursting specialist Bidigare 
Contractors was chosen for the job. For bursting operations Bidigare used its 
own hydraulic pipe bursting machine from the HammerHead Trenchless 
Equipment Hydroburst line. Although the machine was capable of up to 
100 tons of pulling force, Bidigare said the average burst required only about 
20 tons.

RESULT: Bidigare Contractors replaced between 200 and 500 feet 
of pipe a day using this method. Residents were never without water 
service aside from the day the work was done. Bidigare is on schedule 
for completion of the project in mid-2017. 800/331-6653;  
www.hammerheadtrenchless.com.
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PROBLEM: A residential customer in 
Germantown, Tennessee, was experiencing 
slow drains. Upon investigating, plumbers 
found extensive root infiltration in 
the home’s main sewer line. They also 
discovered that the house had an old clay 
pipe that was collapsing and needed total 
replacement. Due to the condition of the 
pipe, relining was not an option. There 
were also several large, mature trees in the 
front of the home, coupled with a large 
landscaped berm forming a natural water 
barrier. Traditional approaches to trenching 
and replacing the sewer pipe were not possible.

SOLUTION: The Spartan UnderTaker flawlessly pulled the new pipe 
through the old clay pipe — something that would have been nearly 
impossible without the proper equipment. In less than three hours, over 90 
feet of failing clay sewer main was replaced with a new 4-inch HDPE pipe.

RESULT: The unit helped the homeowner avoid thousands of dollars 
in landscaping repairs. The home’s occupants continued to use their 
sinks, showers and bathroom as the plumbing techs performed 
repairs on the line. While this was great for the homeowners, it is 
also a fit for commercial properties, such as supermarkets, where a 
complete closure would mean the loss of revenue. 800/435-3866; 
www.spartantool.com. C
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PRODUCT SPOTLIGHT

New Sewer Equipment combo unit eliminates 
auxiliary engine and complicated controls
By Craig Mandli

Sometimes simple is better. Equipment that is easy to operate 
means less fuss for operators, and an easier learning curve for new 
employees. That was the main objective when technicians at Sewer 
Equipment designed the Model 900 ECO sewer cleaner. 

The unit eliminates potentially complex touch screens and digital 
displays in favor of manual controls designed to make the unit easy 
to operate and maintain. A simplified powertrain system also makes 
the 900 ECO combination sewer cleaner more efficient — essentially 
combining the cost savings and capabilities of a new combination 
truck with the operating simplicity of trucks that came out  
decades ago. 

“What really sets this unit apart is the efficiency of the Hydro-
Drive system,” says John Wichmann, executive vice president for 
Sewer Equipment. “It completely eliminates the need for gearboxes.” 

According to Wichmann, the benefits of the 900 ECO are 
threefold. Not only does the Hydro-Drive system reduce the long-term 
cost of ownership and improve natural resource management, the 
intentional separation of the chassis system from the module systems 
creates clear lines of responsibility when problems arise. The only 
interface between the module and chassis is via the throttle control 
port, an intentional lack of integration aimed at eliminating potential 
CANbus communication problems between the chassis and module. 
The easy-to-understand controls enhance safety while making the unit 
easier to operate.   

“Because the systems are separate, it eliminates the idea of the 
chassis supplier blaming the equipment OEM and the equipment OEM 
blaming the chassis supplier,” he says. “Also, simplicity of operation 
allows for short training cycles, thus better facilitating the reality of 
rotating operating crews and associated operation of the equipment.” 

The unit operates at 35 percent lower rpm than a typical sewer 
cleaner, consuming considerably less fuel and emitting less noise than 
traditional designs. The unit also features simple controls. Once the 
operator flips a switch to put the truck into work mode, its water 
pump, blower and throttle switches can be engaged.  

The 900 ECO is available in 6-, 9-, 12- and 15-yard debris 
capacities, with respective water capacities of 1,400, 1,750 and 
2,100 gallons. The water tank is made of Duraprolene, which offers 
immunity to corrosion and dents for long service life, and also 
eliminates the need for draining during storage. The fully baffled 
construction eliminates sloshing and allows for safe travel at highway 
speeds while full. The boom features a full 10-foot extension and 
180-degree rotation, enabling a hydroexcavation option. It is aimed 
at municipalities and contractors that specialize in municipal sewer 
work. 877/735-4640; www.sewerequipment.com.

1 RIDGID CS65X DIGITAL REPORTING MONITOR
The CS65x digital reporting monitor from RIDGID provides immediate 

drainline inspection footage and features Wi-Fi and Bluetooth capabilities to 
simplify footage viewing and transfer. It has a built-in, water-resistant keyboard 
for easy addition of on-screen titles and annotation of captured media, 
and daylight viewable display for clear in-pipe images. A companion app 
is available for download and is compatible with Android and iOS devices.  
800/769-7743; www.ridgid.com.

 

2 VACTOR RAMJET 850 SERIES TRUCK JETTER
Vactor Manufacturing has updated the RamJet 850 Series truck jetter, 

offering an optional aluminum rear shroud with heavy-duty, see-through 
Lexan windows that keep the hose and components warm while working in 
extremely cold conditions. The RamJet 850 comes standard with a certified 
water pump flow of 0 to 80 gpm at a variable pressure up to 2,500 psi 
at the hose reel and features a choice of front or rear hose reel locations.  
800/627-3171; www.vactor.com.
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3 COXREELS ROLLER BRACKET ASSEMBLIES
The roller bracket assemblies for the Challenger Series from Coxreels 

assist in guiding the hose during both extension and retraction. It is only 
available in a four-way upper roller format due to the compact size of the 
Challenger platform. The roller bracket assemblies are available in 8-, 12.5- 
and 18-inch-wide drums, depending on the size of the Challanger model. 
800/269-7335; www.coxreels.com.

 4 TRIC HYDRAULIC PUMP
TRIC Tools’ 14 hp, 6,000 psi hydraulic power pack is designed to 

accompany the TRIC lateral pipe bursting system. The pump delivers 2 to 8 
gpm to the pulling unit, and the Kohler engine couples directly to the oil gear 
pump, eliminating the need for a Lovejoy connector between the pump and 
the engine. It also has a muffler heat shield and an all-welded steel frame for 
strength and durability. The wheels have been upgraded to withstand rigorous 
field use. 888/883-8742; www.trictools.com.

 5 VALLEY INDUSTRIES HARDCORE HOSE REELS
HardCore fluid-handling hose reels from Valley Industries are made with 

Schedule 40 316 stainless steel, making them corrosion resistant. Available in 
manual and electric drive units, each frame is made of lightweight aircraft-grade 
aluminum. The electric drive units use a heavy-duty gearbox system and can be 
disengaged for easy unspooling. 800/864-1649; www.valleyind.com.

6 ARIES SENTINEL PORTABLE INSPECTION SYSTEM
The Sentinel inspection system from Aries is an integrated system with 

components operated by an all-in-one controller. The compact, portable unit 
combines a tractor, camera and lightweight reel. The control unit has an 8.4-
inch LCD screen and internal DVR and can be hand-held or mounted on a 
desktop. The tractor has various wheel sizes and can be set up for standard 
operation in 6- to 15-inch pipe. A large line kit facilitates navigation in pipes 
up to 36 inches. The pan-and-tilt camera has auto focus, white balance and a 
40:1 optical zoom. 800/234-7205; www.ariesindustries.com. C
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FREE
SHIPPING!

All clogs yearn TO BE 

A JOB WELL DONE DESERVES MORE THAN A PAT ON THE 

BACK. FOR A LIMITED TIME, GET FREE SHIPPING ON YOUR 
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CARE PRODUCTS.
O�er valid April 3 - 26, 2017. Promo Code 560. Contiguous 48 states and Canada only. Not valid on previous orders or on COD orders. 
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ADD THE PARADIGM TO YOUR FLEET TODAY.
SCHEDULE A DEMO TODAY! Visit Vactor.com or call 815.672.3171

parts ● Repairs ● maintenance ● sales ● rentals ● training
whatever the problem, we have the solution

Burning through yards of hose every day? Using duct tape to patch or connect hose?

Call us to discuss your application and we will match it to the most suitable hose 
and �ttings. Using duct tape is both inef�cient and a safety hazard. We can make 
up hose assemblies with all types of �ttings and connectors. 

Don’t be the duct tape guy. We have the solution.

12 sites and growing. $10 million parts in stock

Do You have a
hose or fittings problem?
we have the solution.

www.fssolutionsgroup.com ● 800.822.8786

Oem guzzler Vactor Jetstream
Consumables and accessories available for all makes

manufactured 
by

Vector

The New
Vac-Con  

VecJet
700 or 350 gallon 

25GPM @ 4000 PSI to 40GPM @ 3000 PSI 
99HP Kubota diesel

VAC-CON.COM
855.336.2962  
e-mail: vns@vac-con.com

MORE POWER TO YOU

Companies

Vector Technologies Ltd.
VECTOR-VACUUMS.COM 
800.832.4010
e-mail: inquiry@vector-vacuums.com

mailto:vns@vac-con.com
mailto:inquiry@vector-vacuums.com
http://www.vivax-metrotech.com
www.istamerica.com
http://www.vac-con.com
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Eric Palm named president of American Water Resources
American Water Works Co. has named Eric Palm president of American 

Water Resources, the company’s homeowner services business. Palm joins 
American Water Resources after a tenure at Direct Energy, where he lead the 
company’s solar operations and service business areas involving protection 
plans, operations and a customer service call center.

 
Itron recognized as a leader for Meter Data Management products

Itron has been named to the leaders quadrant in Gartner Inc.’s Magic 
Quadrant for Meter Data Management for the fourth consecutive year. Itron’s 
Enterprise Edition MDM is in production at 76 utility companies with more 
than 38 million cumulative meters.

 
Rausch announces new distributor

Rausch Electronics announced Peirce-Eagle Equipment of Branchburg, 
New Jersey, as the newest addition to their list of authorized distributors. 
Peirce-Eagle will provide Rausch Electronic equipment sales, service and 
parts to the municipal sales market. C
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MARKETPLACE ADVERTISING

• Sets in seconds,  
not hours or days like epoxy

• Coats from 100 mil  
to 300 mils in one pass

• Structural

877-507-0861 • PipeTechUSA.com

Watch A Video Of This Process

Internal Pipe Coating System

Before After

WaterCannon.com
1.800.333.WASH      

                        (9274)

*Some delivery restrictions may apply.  
Call for details.

-AAA™ Industrial Triplex Pump 
-SIMPSON® 420cc, 4-Stroke Engine

-15" Diameter Surface Cleaner
-Two 50' Sections of  

Abrasion Resistant Monster Hose
-Set of 5 Spray Nozzles

4GPM-4400PSI

FREE SHIPPING*
TAX FREE Except FL

Simpson
Pressure Washer

$867.97
SKU 060843-PKG

DYE TRACERS

www.brightdyes.com • 1-800-394-0678

Solutions 
for:

• Infiltration
• Septic Systems
• Cross Connection
• Leaks and more... Division of Kingscote Chemicals

Certified to
ANSI/NSF 60

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

www.turbo-fog.com • 1-800-394-0678

THE “ORIGINAL” LIQUID SMOKE

www.olvidium.com (877) 477-5338
Up to 3x the active ingredient

 

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

PUMPS & QUALITY COMPONENTS

®

ERICKSON
Tank &

Pump
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Quincy, WA
 fax: 509.785.3770

sales@ericksontank.com
 “TANKS” FOR YOUR BUSINESS!

On Sale For Only 
$24,995!

• 35 HP Vanguard
• Remote Control

• Cleans Drains from 2”-12”

Fully loaded! Call for details!

1-800-213-3272

On Sale For Only
$24 995!

• 35 HP Vanguard
• Remote Control

Most Versatile Jetter 
On The Market!

®

800.362.0240
www.mtechcompany.com

 (3 Year Sensor Warranty)

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
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$3,195CONFINED SPACE 
ENTRY PACKAGE 

Every day
is Earth Day™.
 “ I’m fully aware of the conditions our techni-

cians work in, and I do consider them to be 
my most important asset. Our policy is that 
when we walk away from a home, or any 
other project, we know that the line is open 
and flowing, and what the problem was to 
begin with, and where we might need to go 
next for a resolution.”

Teri Marinello
An Original Environmentalist

President, Fletcher Sewer & Drain, Inc., Ludlow, Mass.

cleaner.com  •  800.257.7222
Proudly Serving the Environmental Service Industry Since 1979
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n  And more.
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MONEY MACHINES
Contractor’s combo units do it all
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We Repair: 
General Wire, Ratech, RIDGID, Hathorn Corp. 

Electric Eel, GatorCams, Vision Intruders  
and Vivax Inspection Cameras, 

Locators, Command Modules and Cables

DYNAMIC REPAIRS
 40 Arnot St., Unit 20 

Lodi, NJ 07644
dynamiccablerepairs@yahoo.com 
www.dynamicrepairs.biz

INSPECTION CAMERAS 
ARE OUR 

ONLY BUSINESS!

New & Refurbished Inspection 
Equipment For Sale 

Rental Equipment Available 
Daily & Weekly Rates

Ask  
About 
Our  

48- Hr.  
Turn 

 Around
Time

973-478-0893

Join A National Brand: www.RooterMan.com

Franchise Package $3,975
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• Sets in seconds,  
not hours or days like epoxy

• Coats from 100 mil  
to 300 mils in one pass

• Structural

877-507-0861 • PipeTechUSA.com

Watch A Video Of This Process

Internal Pipe Coating System

Before After

WaterCannon.com
1.800.333.WASH      

                        (9274)

*Some delivery restrictions may apply.  
Call for details.

-AAA™ Industrial Triplex Pump 
-SIMPSON® 420cc, 4-Stroke Engine

-15" Diameter Surface Cleaner
-Two 50' Sections of  

Abrasion Resistant Monster Hose
-Set of 5 Spray Nozzles

4GPM-4400PSI

FREE SHIPPING*
TAX FREE Except FL

Simpson
Pressure Washer

$867.97
SKU 060843-PKG

DYE TRACERS

www.brightdyes.com • 1-800-394-0678

Solutions 
for:

• Infiltration
• Septic Systems
• Cross Connection
• Leaks and more... Division of Kingscote Chemicals

Certified to
ANSI/NSF 60

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

www.turbo-fog.com • 1-800-394-0678

THE “ORIGINAL” LIQUID SMOKE

www.olvidium.com (877) 477-5338
Up to 3x the active ingredient

 

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

PUMPS & QUALITY COMPONENTS

®

ERICKSON
Tank &

Pump

W
E

 T
A

K
E

 T
R

A
D

E
S

Quincy, WA
 fax: 509.785.3770

sales@ericksontank.com
 “TANKS” FOR YOUR BUSINESS!

On Sale For Only 
$24,995!

• 35 HP Vanguard
• Remote Control

• Cleans Drains from 2”-12”

Fully loaded! Call for details!

1-800-213-3272

On Sale For Only
$24 995!

• 35 HP Vanguard
• Remote Control

Most Versatile Jetter 
On The Market!

®

800.362.0240
www.mtechcompany.com

 (3 Year Sensor Warranty)

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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$3,195CONFINED SPACE 
ENTRY PACKAGE 

Every day
is Earth Day™.
 “ I’m fully aware of the conditions our techni-

cians work in, and I do consider them to be 
my most important asset. Our policy is that 
when we walk away from a home, or any 
other project, we know that the line is open 
and flowing, and what the problem was to 
begin with, and where we might need to go 
next for a resolution.”

Teri Marinello
An Original Environmentalist

President, Fletcher Sewer & Drain, Inc., Ludlow, Mass.

cleaner.com  •  800.257.7222
Proudly Serving the Environmental Service Industry Since 1979

EXPLORE OUR 
OTHER OPTIONS

n   NEW  
EQUIPMENT

n   CLEANER 
BUYER’S 
GUIDE

n   ARTICLES 
Current  
and Past 
Issues,  
Online  
Editorial, 
Editor’s Blog

n  CLASSIFIEDS
n   INTERACT 

E-Zines,  
E-Newsletters 
and  
Discussion 
Forums

n  And more.

FOR DRAIN AND PIPE CLEANING, INSPECTION AND REHABILITATION PROFESSIONALS
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NEW YORK COMPANY INVESTS IN  
NEW TECHNOLOGY AND BRINGS  
A SPECIALIZED APPROACH TO 
INFRASTRUCTURE REHABILITATION   
PAGE 18

ONE UMBRELLA 
ALL UNDER

MONEY MACHINES
Contractor’s combo units do it all

TECH PERSPECTIVE
Take care of your hydroexcavating team

SAFETY FIRST
Clear communication on the job site
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MARKETPLACE ADVERTISINGMARKETPLACE ADVERTISING

We Repair: 
General Wire, Ratech, RIDGID, Hathorn Corp. 

Electric Eel, GatorCams, Vision Intruders  
and Vivax Inspection Cameras, 

Locators, Command Modules and Cables

DYNAMIC REPAIRS
 40 Arnot St., Unit 20 

Lodi, NJ 07644
dynamiccablerepairs@yahoo.com 
www.dynamicrepairs.biz

INSPECTION CAMERAS 
ARE OUR 

ONLY BUSINESS!

New & Refurbished Inspection 
Equipment For Sale 

Rental Equipment Available 
Daily & Weekly Rates

Ask  
About 
Our  

48- Hr.  
Turn 

 Around
Time

973-478-0893

Join A National Brand: www.RooterMan.com

Franchise Package $3,975

Let Us Build Your 

JETTER

Diesel
Propane

Gas

866-944-3569

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

GET EMAIL 
NEWS ALERTS 

FOR

SOLD Sell your  
equipment in  

Cleaner  
classifieds

Reach over 26,000 potential buyers each month when you list your 

equipment in the classified section. Plus, your listing is placed auto-

matically online at the Cleaner website.  In addition, your ad will be 

placed in the Pumper e-Trader, an electronic magazine that is e-mailed 

to readers. That’s three ways to move your equipment out of the yard!

Why wait?  
Go to  

Cleaner.com/classifieds/place_ad

Scan the 
code  

with your 
smartphone.

http://www.cleaner.com
mailto:dynamiccablerepairs@yahoo.com
http://www.dynamicrepairs.biz
http://www.RooterMan.com
www.mightyprobe.com
www.americanjetter.com
www.pipegenie.com
www.cleaner.com/alerts
www.cleaner.com/classifieds/place_ad
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BUSINESSES
www.RooterMan.com. Franchises avail-
able with low flat fee. New concept. Visit  
website or call 1-800-700-8062. (CBM)

Fully-equipped Long Island, NY cess-
pool cleaning company for sale. Estab-
lished 50+ years serving Nassau & Suf-
folk Counties with excellent reputation and 
high-repeat customer base. High volume of 
drain cleaning calls every week. Best offer. 
516-993-0446  (C04)

COMPUTER SOFTWARE
FreeServ iceReminderSof tware .com, 
F reeSe rv i ceD i spa tchSo f tware .com,  
FreeRouteManagementSoftware.com.  
 (C04)

DRAIN/SEWER 
CLEANING EQUIPMENT

2006 Sterling Camel hydrovac, 41,000 miles 
- $130,000. 2004 Sterling Camel hydrovac, 
46,000 miles - $45,000. Pictures upon request 
@ cdscar@aol.com. 916-747-3819  (C04)

Used and rebuilt cable machines in stock: 
RIDGID K-7500, K-40, K-60, K-1500,  Spar-
tan #1064, #300, #100, Electric Eel model 
#C machines. The Cable Center: 800-257-
7209. (CBM)

JETTERS-TRAILER

Xtreme Flow Trailer Jetter Hot/Cold! 
Model# HJ2TA8536, tandem axle trailer, 
35 hp Vanguard 10 gpm @ 3,850 psi, 325- 
gallon water tank, 300' hose, General 
Pump. List $36,995. On sale for $32,995.  
Fully loaded!  

800-213-3272
www.hotjetusa.com CBM

1998 US Jetting 40/20 pump has a knock in 
it. Engine has less than 1,500 hours. On skid. 
$6,000. 740-336-0931  (C04)

2014 Spartan Warrior trailer jet 18gpm @ 
4,000psi, 87hp turbo diesel, 500' of 1/2" 
hose. Remote & counter. 380 hrs. $30,000. 
ericsorg@rotorooterservices.com 570-336-
1088  (C04)

2013 SECA 747FR2000, ex-municipal unit, 
excellent shape. 700-gallon capacity, 600' 
hose reel, 40gpm @ 2,000psi. Priced under 
$30,000. Call Joe 312-208-6373 for infor-
mation.  (C04)

Trailer Jet SRECO 2004, 4-cylinder Ford - 
gas, Myers-35-20 pump, 750-gallon poly 
tank. Very good condition. $11,750 OBO. 
tpm.markey@gmail.com or call 734-365-
4035  (C04)

SECA 900-gallon fiberglass tank, Myers 
D65-20 pump, 6-cylinder Perkins diesel, 
1-inch hose, low hours. Nice machine. 
$14,400 OBO. 734-365-4035  (C04)

2007 Pipe Hunter 38T44 with 80hp John 
Deere-driven Giant LP301 pump, 4,000psi 
@ 25gpm, 335-gallon water tank. (Stock# 
4313V) www.VacuumSalesInc.com (888) 
VAC-UNIT (822-8648)  (CBM)

JETTERS-TRUCK

1999 SECA 747-SP: 40 gpm @ 2,000 
psi, 700-gallon poly tank. 4,940 hours. 
Mounted on ex-municipal truck with 
37,400 miles.  ........................ $14,000

608-835-7767, WI CBM

Myers Ram jet, 1986 Ford F-700 Ford die-
sel, Myers D65-20 pump. 500-ft of 1-inch 
hose. 70,000-miles. Like new. $14,500 OBO. 
734-365-4035  (C04)

Vactor 850, 1984 GMC 8.2 diesel. 600 feet of 
1-inch hose. Tank needs repair. $4,500 OBO. 
734-365-4035  (C04)

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

JET VACS
1998 Vactor single-axle jet/vac with 9-yd. 
debris tank, single-stage fan blower, 
1,000-gallon water capacity. 80gpm @ 
2,500psi, telescopic boom, accumulator. 
L8000 chassis with 27,910 miles, 5-speed 
transmission. Asking $19,500. Contact Dave 
@ 262-951-8979.  (C05)

2006 Vactor 2112. Unit is like-new. Bum-
per-to-bumper overhaul. Call John for 
details 813-299-0033. Other Vactors also 
available.  (C04)

2011 International Vac-Con: Auto. 
transmission, 12-yd., 80gpm, Giant wa-
ter pump, Deutz aux. engine, 4-stage fan, 
vac comp. All in great working condition

904-284-2141, FL
flpipetec@bellsouth.net C04

2003 Sterling Vac-Con: 12-yd., 10- 
speed transmission, 80gpm water 
pump, 4-stage fan Vac Comp, Cummins 
aux. motor. All in great working condi-
tion.  ....................................... $70,000

904-284-2141, FL
flpipetec@bellsouth.net C04

Vac-Con V390LHA combination unit with 
Roots 827 blower, 1999 International Model 
2554 cab and chassis. (Stock #3918C) 
www.VacuumSalesInc.com, (888) VAC-
UNIT (822-8648). (CBM)

Vac-Con industrial machine mounted on a 
pre-owned 2006 Sterling cab and chassis. 
(Stock #8593C) www.VacuumSalesInc.com 
(888) VAC-UNIT (822-8648)  (CBM)

2004 Vactor 2100 Series: 14,700 miles/ 
2,800 hrs. on chassis. Auxiliary engine 480 
hrs. $50,000. For more information visit 
www.mahoneysequipment.com or call 314-
550-4618  (C05)

2007 Sterling Vactor 2100PD tandem-axle 
combination cleaning truck. Ex-city owned, 
well maintained, and equipped with Califor-
nia Carb Compliant DPF System.  See details 
of this unit and other cleaning and CCTV 
inspection units at www.empireequip.com. 
Contact Craig at 714-639-8352.  (CBM)

LOCATORS
Used RIDGID NaviTrack, Gen-Eye Model 100 
and Goldak Model 4400. The Cable Center 
800-257-7209. (CBM)

PIPELINE
REHABILITATION

2011 Aries TV, test/seal and lateral 
grouting unit, fully-equipped and ready 
to go to work! Heavy-duty, off-road, 
diesel-powered 2011 International 7500 
Series 6x6 with 22' US truck body. Price: 
$268,000. Mileage: 66,700. Mainline 
and lateral grouting, 2 TV reels, 700' feet 
of grout hose, 20kw industrial genera-
tor, 70-gallon, heated, twin grout tanks, 
220-gallon water tank (heated). Truck 
was built for all-season work and travel-
ing with extra amenities for production 
and storage. Has had only one operator 
since manufactured.

Rick 440-585-5757 ext. 1, OH
lcsc@lakecountysewer.com C04

Plural Component Epoxy Spray System. 
Mounted on a 2007 International 4300 chas-
sis. Grayco XP-50 pump. 35kw generator, 
120cfm compressor. Drum heaters, agita-
tors. Complete working unit, too much to list. 
$75,000. Call Bill at 813-489-3108.  (C04)

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)

POSITIONS AVAILABLE
GapVax, Inc., a nationally recognized manu-
facturing business, is seeking a talented, 
highly motivated individual to fill a full-time 
Sales Position in the Midwest (Iowa based 
preferred) region. GapVax is the leading man-
ufacturer of industrial and municipal vacuum 
units and hydroexcavation units in the United 
States. We provide the most reliable, com-
prehensive, and efficient mobile vacuum 
units in the industrial and municipal markets. 
Specifications of the position are listed on our 
website, www.gapvax.com, click on the Now 
Hiring link in the left hand column. Send re-
sumes to or betty@gapvax.com or 575 Cen-
tral Avenue, Johnstown, PA 15902. (CBM)

Northeast Pennsylvania pipelining company 
looking for qualified CIPP field manager. 
Experienced in large diameter water and 
steam cure. Small diameter experience a 
plus. Call 215-702-9100.  (C04)

Cleaner
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able with low flat fee. New concept. Visit  
website or call 1-800-700-8062. (CBM)

Fully-equipped Long Island, NY cess-
pool cleaning company for sale. Estab-
lished 50+ years serving Nassau & Suf-
folk Counties with excellent reputation and 
high-repeat customer base. High volume of 
drain cleaning calls every week. Best offer. 
516-993-0446  (C04)

COMPUTER SOFTWARE
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F reeSe rv i ceD i spa tchSo f tware .com,  
FreeRouteManagementSoftware.com.  
 (C04)

DRAIN/SEWER 
CLEANING EQUIPMENT

2006 Sterling Camel hydrovac, 41,000 miles 
- $130,000. 2004 Sterling Camel hydrovac, 
46,000 miles - $45,000. Pictures upon request 
@ cdscar@aol.com. 916-747-3819  (C04)

Used and rebuilt cable machines in stock: 
RIDGID K-7500, K-40, K-60, K-1500,  Spar-
tan #1064, #300, #100, Electric Eel model 
#C machines. The Cable Center: 800-257-
7209. (CBM)

JETTERS-TRAILER

Xtreme Flow Trailer Jetter Hot/Cold! 
Model# HJ2TA8536, tandem axle trailer, 
35 hp Vanguard 10 gpm @ 3,850 psi, 325- 
gallon water tank, 300' hose, General 
Pump. List $36,995. On sale for $32,995.  
Fully loaded!  

800-213-3272
www.hotjetusa.com CBM

1998 US Jetting 40/20 pump has a knock in 
it. Engine has less than 1,500 hours. On skid. 
$6,000. 740-336-0931  (C04)

2014 Spartan Warrior trailer jet 18gpm @ 
4,000psi, 87hp turbo diesel, 500' of 1/2" 
hose. Remote & counter. 380 hrs. $30,000. 
ericsorg@rotorooterservices.com 570-336-
1088  (C04)

2013 SECA 747FR2000, ex-municipal unit, 
excellent shape. 700-gallon capacity, 600' 
hose reel, 40gpm @ 2,000psi. Priced under 
$30,000. Call Joe 312-208-6373 for infor-
mation.  (C04)

Trailer Jet SRECO 2004, 4-cylinder Ford - 
gas, Myers-35-20 pump, 750-gallon poly 
tank. Very good condition. $11,750 OBO. 
tpm.markey@gmail.com or call 734-365-
4035  (C04)

SECA 900-gallon fiberglass tank, Myers 
D65-20 pump, 6-cylinder Perkins diesel, 
1-inch hose, low hours. Nice machine. 
$14,400 OBO. 734-365-4035  (C04)

2007 Pipe Hunter 38T44 with 80hp John 
Deere-driven Giant LP301 pump, 4,000psi 
@ 25gpm, 335-gallon water tank. (Stock# 
4313V) www.VacuumSalesInc.com (888) 
VAC-UNIT (822-8648)  (CBM)

JETTERS-TRUCK

1999 SECA 747-SP: 40 gpm @ 2,000 
psi, 700-gallon poly tank. 4,940 hours. 
Mounted on ex-municipal truck with 
37,400 miles.  ........................ $14,000

608-835-7767, WI CBM

Myers Ram jet, 1986 Ford F-700 Ford die-
sel, Myers D65-20 pump. 500-ft of 1-inch 
hose. 70,000-miles. Like new. $14,500 OBO. 
734-365-4035  (C04)

Vactor 850, 1984 GMC 8.2 diesel. 600 feet of 
1-inch hose. Tank needs repair. $4,500 OBO. 
734-365-4035  (C04)

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

JET VACS
1998 Vactor single-axle jet/vac with 9-yd. 
debris tank, single-stage fan blower, 
1,000-gallon water capacity. 80gpm @ 
2,500psi, telescopic boom, accumulator. 
L8000 chassis with 27,910 miles, 5-speed 
transmission. Asking $19,500. Contact Dave 
@ 262-951-8979.  (C05)

2006 Vactor 2112. Unit is like-new. Bum-
per-to-bumper overhaul. Call John for 
details 813-299-0033. Other Vactors also 
available.  (C04)

2011 International Vac-Con: Auto. 
transmission, 12-yd., 80gpm, Giant wa-
ter pump, Deutz aux. engine, 4-stage fan, 
vac comp. All in great working condition

904-284-2141, FL
flpipetec@bellsouth.net C04

2003 Sterling Vac-Con: 12-yd., 10- 
speed transmission, 80gpm water 
pump, 4-stage fan Vac Comp, Cummins 
aux. motor. All in great working condi-
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904-284-2141, FL
flpipetec@bellsouth.net C04

Vac-Con V390LHA combination unit with 
Roots 827 blower, 1999 International Model 
2554 cab and chassis. (Stock #3918C) 
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pre-owned 2006 Sterling cab and chassis. 
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(888) VAC-UNIT (822-8648)  (CBM)

2004 Vactor 2100 Series: 14,700 miles/ 
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www.mahoneysequipment.com or call 314-
550-4618  (C05)

2007 Sterling Vactor 2100PD tandem-axle 
combination cleaning truck. Ex-city owned, 
well maintained, and equipped with Califor-
nia Carb Compliant DPF System.  See details 
of this unit and other cleaning and CCTV 
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Used RIDGID NaviTrack, Gen-Eye Model 100 
and Goldak Model 4400. The Cable Center 
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REHABILITATION

2011 Aries TV, test/seal and lateral 
grouting unit, fully-equipped and ready 
to go to work! Heavy-duty, off-road, 
diesel-powered 2011 International 7500 
Series 6x6 with 22' US truck body. Price: 
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was built for all-season work and travel-
ing with extra amenities for production 
and storage. Has had only one operator 
since manufactured.

Rick 440-585-5757 ext. 1, OH
lcsc@lakecountysewer.com C04

Plural Component Epoxy Spray System. 
Mounted on a 2007 International 4300 chas-
sis. Grayco XP-50 pump. 35kw generator, 
120cfm compressor. Drum heaters, agita-
tors. Complete working unit, too much to list. 
$75,000. Call Bill at 813-489-3108.  (C04)
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pipe bursting equipment. Excellent condition, 
looks new, 30-ton, 100 feet cable, full 2-year 
warranty. 877-411-7473. (CBM)

POSITIONS AVAILABLE
GapVax, Inc., a nationally recognized manu-
facturing business, is seeking a talented, 
highly motivated individual to fill a full-time 
Sales Position in the Midwest (Iowa based 
preferred) region. GapVax is the leading man-
ufacturer of industrial and municipal vacuum 
units and hydroexcavation units in the United 
States. We provide the most reliable, com-
prehensive, and efficient mobile vacuum 
units in the industrial and municipal markets. 
Specifications of the position are listed on our 
website, www.gapvax.com, click on the Now 
Hiring link in the left hand column. Send re-
sumes to or betty@gapvax.com or 575 Cen-
tral Avenue, Johnstown, PA 15902. (CBM)

Northeast Pennsylvania pipelining company 
looking for qualified CIPP field manager. 
Experienced in large diameter water and 
steam cure. Small diameter experience a 
plus. Call 215-702-9100.  (C04)
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EN-TECH Corp is looking for Vactor, TV, and/
or Cutter Operators in NY/NYC/NJ. Lining ex-
perience preferable. Please send resumes to 
genocamali@en-techcorp.com  (C04)

PRESSURE WASHERS
Industrial Pressure Washer - New w/warranty 
$9,500. 2,000psi, 18gpm. 999cc Kohler & AR 
pump. Will deliver. 321-800-5763 (CBM)

Honda horizontal GX engines, new in-the-box 
w/warranty. GX200QX - $399; GX270QAG - 
$579; GX390QA - $599 delivered price. 800-
363-9855 or GXParts.com  (CBM)

PUMPS
Honda model WP40X, 8 hp, 4" with hoses.   
Honda 4 hp, 2" pump with hoses. The Cable 
Center: 800-257-7209. (CBM)

New F.E. Myers DP80-20 RH Drive - $13,529; 
D65-20 RH Drive - $12,353. Other models 
available. Cloverleaf Tool Co. 941-739-0707 
www.cloverleaftool.com  (CBM)

RENTAL EQUIPMENT
Liquid vacs, wet/dry industrial vacs, combina-
tion 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. (CBM)

SERVICE/REPAIR
Dynamic Repairs - Inspection Camera 
Repairs: 48 hour turn-around time. General  
Wire, Ratech, RIDGID, Electric Eel Mfg, 
Gator Cams, Insight Vision, Vision Intrud-
ers. Quality service on all brands. Rental 
equipment available. For more info call 
Jack at 973-478-0893. Lodi, New Jersey. 
www.dynamicrepairs.biz (CBM)

TANKS

(3) Aquatech Water Tanks: 250-gal-
lon saddle tanks, new! Have never been 
used, paid $4,500 for all 3. Sale price: 
....................................  $1,500 for all 3

Rick 440-585-5757 ext. 1, OH
lcsc@lakecountysewer.com C04

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 man-
hole covers easily. Free catalog. www.TandT 
tools.com. Phone 800-521-6893. (CBM)

RIDGID model #300 with stand, RIDGID tri-
stand vises, RP 330 ProPress kit. The Cable 
Center: 800-257-7209. (CBM)

Bosch Brute hammer drill with cart irons. 
The Cable Center: 800-257-7209. (CBM)

TV INSPECTION

1999 Ford E450 with CUES CCTV: 
Night Owl pan/tilt camera, power winch, 
shorty transporter, new gen, roof a/c, 
DVD rec, flat screen monitor. All in great 
working condition.  .........  $18,500 OBO

904-284-2141, FL
flpipetec@bellsouth.net C04

NEED TRACTION? We make aftermarket 
more aggressive pads and chain assemblies 
for all chain-driven camera tractors. Custom, 
dependable, double-hole fabrication secured 
to high-quality carbon steel chain, or just 
pads and rivets. Also available: non-gritted 
pads. Samples upon request. Pipe Tool 
Specialties LLC:  888-390-6794; Fax 888-
390-6670; www.yourtractionpads.com or 
email pts4422@yahoo.com (CBM)

2011 Envirosight Rovver Inspection System. 
Equipment ready for work. Multiple systems 
to choose from. 225 crawler also available. 
Call John 813-299-0033.  (C04)

2008 Ford E-350 RST TV Van: POSM, Omni 
3, Washdown system. Approximately 1,200' 
of single conductor, 5.5 Onan Gen Set, in-
clometer. Great shape and READY to make 
money. Needs nothing. $37,000. Dave 214-
536-2915 in Dallas area  (C06)

PEARPOINT — Mainliner buying & sell-
ing used equipment. Canada & USA PEAR-
POINT MAINLINE EQUIPMENT ONLY. Will buy 
complete Pearpoint trucks. Will buy your 
old system. Do you need parts? 399, 599 
reels; 420, 448 tractors: 494 digital and 
zoom 420 light heads. Call 800-265-4298 or 
mainliner2075@hotmail.com (CBM)

USED Envirosight ROVVER Inspection Crawl-
er System: Overhauled with lots of new parts 
and ready to run. Includes cable reel, cam-
era, tractor and controls, plus accessories. 
$27,500. Call 973-252-6700.  (CBM)

Grout quad hose Telespector brand-new, 
old stock - $4,000. UEMSI portable tractor 
mainline/push camera combo unit. Munici-
pal-owned, older but little use. In very good 
condition. 717-766-1990  (C04)

Used and rebuilt camera kits in stock: RIDGID 
Mini Compact, Mini Color, Standard Self-
Leveling, General Gen-Eye I, II and III, Aries 
Seeker, and SRECO kits. The Cable Center: 
800-257-7209. (CBM)

2016 IBAK Premium Mainline Inspection 
System for 5"-48" pipe. Includes: Orpheus 
pan & tilt, zoom camera, T76 mainline 
tractor with remote elevator, 1,000' cable, 
winch, control room, Onan 5.5Kw gen-
erator. Mounted in 14' enclosed trailer. Call 
Mike or Robert at 800-294-0149 or visit 
www.williamseqpt.com  (C04)

2002 Chevy 3500 RST van with new POSM 
computer - $35,000. 2001 Chevy 2500 RST 
van with new POSM computer - $30,000. 
Pictures upon request @ cdscar@aol.com 
916-747-3819  (C04)

2011 Chevy High-Cube TV Inspection truck: 
18,000 miles, new cable. $63,000. Call for 
more information. 630-333-3704  (C04)

Used SeeSnake Camera Systems in all 
sizes; Used General Wire Spring Camera 
Systems in all sizes; Used machines in all 
sizes. We want your trade! The Cable Center: 
800-257-7209. (CBM)

WANTED: Used grout trailer unit in good 
shape. Prefer telespector unit. 813-677- 
7655; e-mail jerrybaes@aol.com  (C05)

WANTED
Wanted to Buy: Vactor 2100s and late model 
Guzzlers. Cash. 800-336-4369. (CBM)

WATERBLASTING
20,000 - 55,000 psi Sapphire Nozzles, OS4, 
OS6, OS7 replacements, UHP hoses & re-
placement parts. Excellent quality & prices. 
772-286-1218, info@alljetting.com, www.
alljetting.com.  (CBM)

For Sale: Two (2) Myers M1610K40 – pumps 
only. www.waterjettingequipment.com or 
phone 714-259-7700.  (CBM)
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BID OUTan upcoming job
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$9,500. 2,000psi, 18gpm. 999cc Kohler & AR 
pump. Will deliver. 321-800-5763 (CBM)

Honda horizontal GX engines, new in-the-box 
w/warranty. GX200QX - $399; GX270QAG - 
$579; GX390QA - $599 delivered price. 800-
363-9855 or GXParts.com  (CBM)
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Honda model WP40X, 8 hp, 4" with hoses.   
Honda 4 hp, 2" pump with hoses. The Cable 
Center: 800-257-7209. (CBM)

New F.E. Myers DP80-20 RH Drive - $13,529; 
D65-20 RH Drive - $12,353. Other models 
available. Cloverleaf Tool Co. 941-739-0707 
www.cloverleaftool.com  (CBM)

RENTAL EQUIPMENT
Liquid vacs, wet/dry industrial vacs, combina-
tion 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. (CBM)

SERVICE/REPAIR
Dynamic Repairs - Inspection Camera 
Repairs: 48 hour turn-around time. General  
Wire, Ratech, RIDGID, Electric Eel Mfg, 
Gator Cams, Insight Vision, Vision Intrud-
ers. Quality service on all brands. Rental 
equipment available. For more info call 
Jack at 973-478-0893. Lodi, New Jersey. 
www.dynamicrepairs.biz (CBM)

TANKS

(3) Aquatech Water Tanks: 250-gal-
lon saddle tanks, new! Have never been 
used, paid $4,500 for all 3. Sale price: 
....................................  $1,500 for all 3
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steel shafts with threaded and hardened 
tips. The insulated Mighty Probe™ tested 
to 50,000 volts. Top Poppers™ open man-
hole covers easily. Free catalog. www.TandT 
tools.com. Phone 800-521-6893. (CBM)

RIDGID model #300 with stand, RIDGID tri-
stand vises, RP 330 ProPress kit. The Cable 
Center: 800-257-7209. (CBM)

Bosch Brute hammer drill with cart irons. 
The Cable Center: 800-257-7209. (CBM)

TV INSPECTION

1999 Ford E450 with CUES CCTV: 
Night Owl pan/tilt camera, power winch, 
shorty transporter, new gen, roof a/c, 
DVD rec, flat screen monitor. All in great 
working condition.  .........  $18,500 OBO

904-284-2141, FL
flpipetec@bellsouth.net C04

NEED TRACTION? We make aftermarket 
more aggressive pads and chain assemblies 
for all chain-driven camera tractors. Custom, 
dependable, double-hole fabrication secured 
to high-quality carbon steel chain, or just 
pads and rivets. Also available: non-gritted 
pads. Samples upon request. Pipe Tool 
Specialties LLC:  888-390-6794; Fax 888-
390-6670; www.yourtractionpads.com or 
email pts4422@yahoo.com (CBM)

2011 Envirosight Rovver Inspection System. 
Equipment ready for work. Multiple systems 
to choose from. 225 crawler also available. 
Call John 813-299-0033.  (C04)

2008 Ford E-350 RST TV Van: POSM, Omni 
3, Washdown system. Approximately 1,200' 
of single conductor, 5.5 Onan Gen Set, in-
clometer. Great shape and READY to make 
money. Needs nothing. $37,000. Dave 214-
536-2915 in Dallas area  (C06)

PEARPOINT — Mainliner buying & sell-
ing used equipment. Canada & USA PEAR-
POINT MAINLINE EQUIPMENT ONLY. Will buy 
complete Pearpoint trucks. Will buy your 
old system. Do you need parts? 399, 599 
reels; 420, 448 tractors: 494 digital and 
zoom 420 light heads. Call 800-265-4298 or 
mainliner2075@hotmail.com (CBM)

USED Envirosight ROVVER Inspection Crawl-
er System: Overhauled with lots of new parts 
and ready to run. Includes cable reel, cam-
era, tractor and controls, plus accessories. 
$27,500. Call 973-252-6700.  (CBM)

Grout quad hose Telespector brand-new, 
old stock - $4,000. UEMSI portable tractor 
mainline/push camera combo unit. Munici-
pal-owned, older but little use. In very good 
condition. 717-766-1990  (C04)

Used and rebuilt camera kits in stock: RIDGID 
Mini Compact, Mini Color, Standard Self-
Leveling, General Gen-Eye I, II and III, Aries 
Seeker, and SRECO kits. The Cable Center: 
800-257-7209. (CBM)

2016 IBAK Premium Mainline Inspection 
System for 5"-48" pipe. Includes: Orpheus 
pan & tilt, zoom camera, T76 mainline 
tractor with remote elevator, 1,000' cable, 
winch, control room, Onan 5.5Kw gen-
erator. Mounted in 14' enclosed trailer. Call 
Mike or Robert at 800-294-0149 or visit 
www.williamseqpt.com  (C04)

2002 Chevy 3500 RST van with new POSM 
computer - $35,000. 2001 Chevy 2500 RST 
van with new POSM computer - $30,000. 
Pictures upon request @ cdscar@aol.com 
916-747-3819  (C04)

2011 Chevy High-Cube TV Inspection truck: 
18,000 miles, new cable. $63,000. Call for 
more information. 630-333-3704  (C04)

Used SeeSnake Camera Systems in all 
sizes; Used General Wire Spring Camera 
Systems in all sizes; Used machines in all 
sizes. We want your trade! The Cable Center: 
800-257-7209. (CBM)

WANTED: Used grout trailer unit in good 
shape. Prefer telespector unit. 813-677- 
7655; e-mail jerrybaes@aol.com  (C05)

WANTED
Wanted to Buy: Vactor 2100s and late model 
Guzzlers. Cash. 800-336-4369. (CBM)

WATERBLASTING
20,000 - 55,000 psi Sapphire Nozzles, OS4, 
OS6, OS7 replacements, UHP hoses & re-
placement parts. Excellent quality & prices. 
772-286-1218, info@alljetting.com, www.
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+ VENTILATION AVAILABLE  
 GOOD WORKING CONDITIONS!

+ FLAME RETARDENT     
 AVAILABLE TO ORDER
 
+ FAST AND EASY GEAR UP   
 SAVES VALUABLE TIME! 

+ PROTECTION UP TO 43500 PSI  

+ CE CERTIFIED  
 PIN AND ROTATING AT 0,5 m/s

WATERBLAST PROTECTION
PROTECTIVE CLOTHING – WITH THE STRONGEST FIBER IN THE WORLD!

Find Distributors, News, Movies and E-catalogues at:

WWW.TST-SWEDEN.COM

Flow
l/min (gpm)

Nozzles RPM Distance
mm (in.)

Linear Speed
m/s (in./sec)

ResultPressure
bar (psi)

Protection 
level Dia. mm (in.)n

0.5  (20)

0.5  (20)

No penetration17.9  (4.7) 75  (3)2000  (30000)20/30 0.8  (.031)1

19.5  (5.2) 3000 75  (3)3000  (43500)20/30 0.6  (.024)2 No penetration

–
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REPRINTS AVAILABLE
We offer : 

Hard copy color reprints
Electronic reprints

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

Featured in 
an article?

Make the 
most of it!
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THE CABLE CENTER • 8318 OLIVE BLVD. • ST. LOUIS, MO 63132 • 314-993-3099 • thecablecenterinc.com

FREE FREIGHT ON ALL CAMERA KITS

$580
FREE DELIVERY

$2745
FREE DELIVERY

$1160
FREE DELIVERY

$1540
FREE DELIVERY

24 HOUR TURNAROUND - MIDWEST’S LARGEST FACTORY AUTHORIZED  
REPAIR CENTER FOR GEN-EYE, GATORCAM & SEESNAKEMADE IN USA

ClogChopper™

General
Speedrooter 92™
Basic Unit – No cable cutters  

or power feed

General J-1450
Portable Jetter
Basic Unit Machine Only

Mini-Rooter XP™
Basic Unit – No cable cutters  

or power feed

General J-2900
Basic Unit Machine Only

n  Easy to read display – Icons 
lead you to your target and auto 
backlight lets you locate in dimly 
lit areas. 

n  Total field antenna array – Allows you locate 
from any direction.

n  Line direction compass – Tells you the lay of 
the pipe.

n  Industry’s most rugged locator – Rated IP65, 
the industry’s highest, it is dust and dirt proof and 
water resistant.

n  Superior Battery Life – Batteries lasts twice as 
long as other brands.

n  Expanded Frequencies – Locates two sonde 
frequencies, two power frequencies and four line 
frequencies.

n  Upgradeable Software – Use the USB port to 
upgrade software in the field.

CALL FOR 

PRICING! CALL FOR 

PRICING!

n    Multi-function cutting tools

n    Six self-sharpening blades

n    Risk-free pipe damage

n    Maneuvers around tight 
bends

n  Safe cleaning on metal, 
plastic and clay pipes

n    Variety of sizes 

n    Connector options for most 
drain cleaning machines

Gen-Eye  
Hot Spot™  

Pipe Locator

NEW
Keep stuff cold. Keep stuff dry. Keep stuff safe.

24 CANS + ICE FLOATS WATERPROOF RUGGED PADDED INSULATED REFLECTIVE

Fatpack
Original
$69.95

Fatpack
Heavy-Duty

$79.95

DUAL STAINLESS
LOCKING CORNERS

FRICTION
FEET

ALL STAINLESS OR
ALUMINUM HARDWARE

DOUBLE DRAIN
PLUG

FAST-DRAIN
BUTTON

20 Quart
$129

45 Quart
$179

75 Quart
$229

Order yours at FatboyCoolers.com. Use promo code
FB2017 to save 10% on your order and get free shipping

Pricing subject to change without notice. Visit FatboyCoolers.com for current pricing. Special offer codes may expire without notice.

www.fatboycoolers.com
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Industry Trained Staff
Orlando | Phoenix | Minneapolis | Hattiesburg | Melbourne | Toronto | Bogota

International: 1-321-800-5763

Water Cannon 
is proud to be a 

MWBE

Water Cannon, Un contacto en Espanol: llama al: 1.800.917.9274available from 8:30 a.m. to 6:00 p.m. 
weekdays E.S.T.

Pressure Washers Replacement Engines
Pumps, Parts & Accessories

WaterCannon.com      1.800.333.WASH (9274)

TRIGGER 4K

$14.49

TRIGGER 5K

$24.99

40GPM@1500RPMRECOIL

$5,299$15.99

ADJUSTABLE TURBO

$59.99

UP TO 20 GPM

$129.99

QC 4 PACK

$9.99

ROTATING 4K

$39.99

JETTER KIT

$49.99

HYDROEXCAVATION 
WANDS

SURFACE 
CLEANER

EACH 10+

GAUGES

$299

$259 $227.92

ROLL CAGE 
FRAMES

$149.99

5000 PSI 
& REEL

$4,965

DRAIN 
CLEANER

TRAILER JETTERS

ELECTRIC 
JETTERS

$1,299

HOT 
WATER

$3,899

DIESEL 
HOT  

WATER

7gpm @ 4000psi

ENGINES PUMPS

ALL SIZES AND FLOWS

RRV4G40-VRT-PKG

4 GPM - 
4000 PSI 

Pump 
Packages

mailto:24.9940GPM@1500RPMRECOIL$5,299$15.99ADJUSTABLE
mailto:24.9940GPM@1500RPMRECOIL$5,299$15.99ADJUSTABLE
mailto:24.9940GPM@1500RPMRECOIL$5,299$15.99ADJUSTABLE
mailto:24.9940GPM@1500RPMRECOIL$5,299$15.99ADJUSTABLE
http://www.watercannon.com/c-48-pressure-washers.aspx


www.gapvax.com


www.spartantool.com



