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With the offer accepted, they found an office and double-bay deep-stor-
age garage in an office park. “He pays rent one month; I pay it the next,” says 
Martin. “Lowering our individual rent by 50 percent enabled us to afford a 
larger office, and he handles my substantial pumping work.”

As the sharing idea prospered, they accepted friends into what Martin 
calls The Circle. Today, it comprises two septic tank pumping companies, 
four plumbers, one gas contractor and a garage mechanic. “Combining 
resources enables us to bid on large jobs, then subcontract the extra work to 
other members,” says Martin. “We never say no to customers. If the person 
receiving the call can’t handle the work or is unavailable, he refers the 
request to someone in The Circle.”

Last year, one of the septic service companies wanted to bid on rehabili-
tating a pump station, but the contractor lacked the necessary plumber’s 
license. He called Martin, who knew nothing about the work. “We learned 
together, completed the job, and satisfied the customer,” says Martin.

Before the mechanic joined the group, he had no work. Now he fixes 
members’ vehicles quickly and economically. Last winter, Martin added a 
4,000-square-foot storage garage to accommodate more shared equipment. 
“New opportunities arrive all the time to different members,” he says. “As 
their trust in each other develops, they’re willing to take some risks. They’re 
also gaining confidence tackling projects they’ve never done before.”

 
Clearing the lines

Running the company from his home office (he uses the office at the 
operations center for meetings) left Martin struggling with how to keep reg-
ular customers from calling for septic and plumbing services generated by 
inspections. He wanted the phone free for new business. “I trained them to 

email the work orders,” Martin says. “Now I shoot back a message when 
we’ll be there, then forward the requests to drivers on their smartphones.”

Information on the company’s 
Web pages reduced feeler calls sub-
stantially. Martin meets with the 
webmaster monthly to add new 
information, change photos and 
keep the pages fresh. “We’re focus-
ing now on adding more videos and 
tutorials for homeowners and non-
residential customers,” he says. 
“The most unorthodox thing I did 
was post testimonials from vendors 
and competitors. Those endorse-
ments have clout.”

With the market for new instal-
lations nonexistent, suffocated by 
thousands of vacant properties or 
those in foreclosure, Martin contin-
ues to focus on inspections, repairs 
and maintenance. “I’ve had some 
success getting phone companies to 
assign numbers from out-of-busi-
ness companies to me,” he says.

Martin would like to acquire 
another small company, enabling 
him to double revenue and run eight 
to 10 vans. “I’ve managed hundreds 
of people in large companies and 
would rather keep it simple,” he 
says. “I don’t want to be the biggest 
on the block, just the best.” O

MORE INFO:
Acquired Wastewater 
Technologies
800/999-0615
www.acquiredwt.com

Ecological Tanks, Inc.
800/277-8179
www.etiaquasafe.com

Hoot Systems, LLC
888/878-4668
www.hootsystems.com

Infiltrator Systems, Inc.
800/221-4436
www.infiltratorsystems.com
(See ad page 7)

Norweco, Inc.
800/667-9326
www.norweco.com

Sim/Tech Filter Inc.
888/999-3290
www.simtechfilter.com
(See ad page 39)

Tuf-Tite, Inc.
800/382-7009
www.tuf-tite.com
(See ad page 11)

The Master Plumbers and Septic team includes (from left) Robert Palmer, Albert LaRocque, Pete Mallucci, Glenn Martin, Howard Hughes, Johnny 
Neilsen and Joe Crowell. The crew is shown with the company’s fleet of six service vehicles in Venice, Fla.

“I don’t want to be the biggest on the block, just the best.”
Glenn Martin
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lthough the onsite industry in Georgia has lost half its certified install-
ers over the past five years, the Georgia Onsite Wastewater Association 
remains strong and involved in addressing industry concerns with the 

state. According to President John Ford, membership averages 400 to 450 peo-
ple with 40 sponsors, but to remain strong requires an involved base.

“The association’s primary focus is how to maintain existing members 
and stimulate membership,” says Ford. “Everyone who has survived thus far 
understands that the market isn’t going to return to what it was five or 10 
years ago. The economy is not bouncing back in Georgia. Until everyone has 
a good feel for what the pace of that new market will eventually be, they are 
very tight with finances. Our challenge is how to present a strong enough case 
for membership that contractors will pay dues.”

 
Value for dollars

Enhancing the benefits of the association’s annual conference 
was one goal. “Everyone in the state is feeling the same monetary 
crunch that we are,” he says. “They understand, as we do, the 
importance of working together.”

Ford approached different state health district managers about pig-
gybacking their Georgia Environmental Health Association conference 
with GOWA’s conference. “GEHA’s membership is falling off, and the 
organization is looking for ways to attract more officials to their confer-
ence,” says Ford, a GEHA board member. “GOWA would love to have envi-
ronmental health officials at the conference and joining the association.”

GEHA’s conference is June 6-7 at the Oceanside Hotel, and GOWA’s is 
June 7-8 at nearby Villas by the Sea Resort and Conference Center on Jekyll 
Island. In the future, the groups hope to share a conference venue. “The best 
press we could have is if GEHA officials returned to their counties and told 
installers that the conference was worthwhile and they ought to go,” says Ford.

Georgia code requires eight hours of continuing education every two 
years, and the GOWA conference committee works with the state to provide 
it. “Our membership numbers get a bump every recertification year, which is 
2013,” says Ford. “Earning CEUs is a big draw.”

 
Communication goals

Within the last seven years, GOWA representatives and Chris G. 
Kumnick, program director, land use, Environmental Health Branch, Georgia 
Department of Public Health, have worked closely to create a regulatory 

climate favorable to installers and pumpers. “Dialogue has enabled Chris to 
better understand our needs and us to better understand his position,” says 
Ford. “Instead of the state thrusting regulations on the industry as in the past, 
working with Chris has helped us to identify the protocol, the direction from 
which it is coming, and why it is coming from that direction.

“When we can explain the reasoning behind legislation to members, we 
prevent what may be a minor bump in the road from being spun into a major 
ordeal with serious conflict. With more information, we make better deci-
sions and communicate more succinctly with all parties.” 

Ford has no reservations about asking Kumnick what he thinks about 
an issue. “He gives an honest answer about how the department will react 
to certain events if they happened,” he says. “Then he’ll propose looking at 
the situation from another direction, enabling him to possibly do something 
differently.”

 
Legislative curve ball

Like many states, Georgia faces rising tipping fees and diminishing dis-
posal options (15 approved application sites serve 159 counties). In 2011 and 
without GOWA participation, the state Environmental Protection Division 
(EPD) passed new Guidelines for Land Application, effective July 2012. The 
expensive and restrictive regulations prompted 898 of 1,682 licensed pump-
ers to surrender their permits by March 2012. 

Past-president Dart Kendall, GOWA lobbyist Bruce Widener, and assis-
tant EPD director Jim Ussery worked to draft an amendment that delayed 
implementing the rules until July 2014. It passed, giving stakeholders time to 
rewrite the legislation. Some proposed changes are reducing monitoring and 
reporting, lowering disposal fees, and establishing stable disposal sites. “Most 
companies don’t market routine maintenance because they don’t know what 
to charge for pump-outs or if they will have somewhere to take the septage 
next week,” says Kendall.

stateofthestate

A

Georgia on Our Minds
Two state associations concentrate on growing membership 
and improving the regulatory climate for installers and pumpers
By Scottie Dayton

“Most companies don’t market routine maintenance because 
they don’t know what to charge for pump-outs or if they will 
have somewhere to take the septage next week.”
Dart Kendall

“We also proposed a bill that would allow pumpers to dewater septage, 
then dispose of the liquid in a dedicated onsite system on their property,” says 
Kendall.  “The Department of Community Health successfully opposed it, 
arguing that they needed to hire staff with the expertise to regulate 
dewatering.”

The association has proposed sending itemized invoices listing service 
call, fuel, tipping fee, and at which plant to help customers understand how 
companies determine a fair price. Kendall also includes the county commis-
sioner’s phone number. Another suggestion was letting the private sector 
operate land-applied sites.

The crisis has increased the temptation to dispose of septage illegally. 
With pump-outs averaging $350, GOWA members report finding pumps in 
septic tanks with hoses running to the woods or creeks. O
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bucket, drove along the ramps onto the barge, and 
placed the material in an identical pan on deck, load-
ing from the stern forward. 

Back at the island, Post used the Kubota 057 to 
offload into the bed of the IHI crawler carrier (the 
Yanmar was for backup). Jinks drove the carrier up 
the hill and dumped the material where needed. “The 
carriers go up and down steep grades and traverse 
soft or swampy land with minimal damage to the ter-
rain,” says Mayers. Gravel and bank run were trans-
ported in bags. 

The men covered the ends of the module excava-
tions facing the house with 20 mil medium-density 
polyethylene pond liner to prevent effluent from 
migrating back to the basement. Then they placed 
and compacted the select fill and gravel, set the units, 
covered the gravel with filter fabric, and connected 
the manifolds. Before backfilling, they terraced the 
areas and built 2-foot-high retaining walls around the 
beds using the stockpiled boulders.

The 2-inch supply lines from the pump tank to 
the modules lay in 2-foot-deep trenches. “Water 
drains back to the tank at the end of a dose cycle, so 
there is never any liquid in the lines to freeze,” says 
Mayers.

Except for working on a steep slope, setting the 
tanks and installing the control panel was straight-
forward. This area also was terraced and enclosed by 
a retaining wall. Because the lot didn’t have enough 
soil to backfill around the house and system, Mayers 
ferried in four tandem loads of screened fill. He got 
his equipment off the island and barges out of the 
lake just days ahead of an Arctic air mass that froze 
the surface of the lake solid.

 
Maintenance

Tri-State Pump and Septic Supply in Franklin, 
N.J., holds the service contract. State code requires a 
maintenance inspection every six months for the life 
of the system. O

MORE INFO:
American Manufacturing 
Co., Inc.
800/345-3132
www.americanonsite.com

Anua
800/787-2356
www.anua-us.com

Bear Onsite
877/653-4583
www.bearonsite.com

Goulds Water Technology
866/325-4210
www.gouldswatertechnology.
com

IHI/Compact Excavator 
Sales, LLC
800/538-1447
www.ihices.com

Infiltrator Systems, Inc.
800/221-4436
www.infiltratorsystems.com
(See ad page 7)

Bill Post of Septic Experts rolls up the rigging strap 
used to lift components and materials.

•	1,000-gallon single-com-
partment polypropylene 
dose tank with two Goulds 
3885 WE0511H 1/2 hp sub-
mersible effluent pumps

•	Two 150 gpd Puraflo mod-
ules with the right unit 12 
inches higher than the left

•	Dual simplex timer-based 
control panel with auto-
dialer from American Manu-
facturing Co.

 
System operation

Wastewater flows by gravity 
through a 4-inch Schedule 40 PVC 
lateral 45 feet to the septic tank, then 
to the dose tank. Every 90 minutes, 
the alternating pumps send 8 gal-
lons through a 2-inch Schedule 40 
PVC force main to the tops of the 
biofilters. Pump 1 runs for 70 sec-
onds at 14 gpm, sending liquid 48 
feet to the right module (Bed No. 1). 
Pump 2 runs for 59 seconds at 15 
gpm, sending effluent 40 feet to the 
left module (Bed No. 2). “The dose 
tank will store peak flows until the 
pumps time-dose them,” says Mayers.

In the modules, effluent trickles through 30 inches of packed peat fiber 
with a retention time of 48 hours, then drains through 1-inch weep holes 
along the bottom of the sides into 6 inches of 3/4-inch crushed stone above 
10- by 8-foot-wide bank run (sand and gravel mixture) absorption beds. 

“Peat fiber has a high lignin content that doubles its life expectancy,” says 
Mayers. “It also polishes effluent to an average of less than 10 mg/L TSS and 
BOD, less than 5 mg/L ammonia, and reduces 99 percent of fecal coliforms 
with no pathogens.”

Installation
Bill Post and Avery Jinks of Septic Experts drove the rubber-tracked 

equipment over 14-foot-long, 700-pound steel ramps onto a 30- by 16- by 

4-foot-high barge weighing 18 tons and powered by two four-stroke 25 hp 
outboard motors. They loaded a 6-foot-wide, 6.5-ton Kubota 057 excavator, 
a 5-foot-wide Yanmar 1.15-cubic-yard C30 mini dump truck, and an IHI 
1.3-cubic-yard IC30 crawler carrier.

After motoring across the lake, the crew moored by the seawall alongside 
the homeowners’ dock and reversed the loading procedure. The original 
design located the tanks on the left side of the house with the two modules 
in series by the right front corner of the home. As Post lowered the excavator 
bucket into the soil to excavate the holes, the teeth hit ledge rock at 6 inches. 
“We were in serious trouble,” Mayers says. “Ledge rock is a type of granite: 
very hard, smooth and unrippable.”

Bach and Mayers resolved the situation by scrapping the original plan 
and starting over. They set the modules one on either side of the house and 
moved the septic tank, dose tank, and control panel 12 feet down the slope 
toward the lake and centered with the home. Shifting the components also 
changed the pump requirements.

Post stockpiled the multiple boulders he found while excavating the 
holes. “Our code requires replacing existing soils with select fill,” says May-
ers. “Besides building the absorption beds, we needed additional backfill to 
replace the space occupied by boulders. Every scoop came by barge. It was a 
time-consuming process.” 

A standard dump truck offloaded into a 14- by 7- by 2-foot-high contain-
ment pan on the mainland dock. Using a Kubota 121 excavator, Post filled the 

“Beside limited space, the lot was accessible only by 
boat and the elevation rose 20 feet in the 56 feet from 
the beach to the house. Shallow soils, an exposed ledge 
and distances to structures ruled out a drainfield.”
Joe Mayers

Avery Jinks of Septic Experts eases the IHI 1.3-cubic-yard IC30 crawler carrier 
up the steep slope past the septic tank and control panel to deliver another 
load of bank run.

Avery Jinks of Septic Experts prepares to spread 3/4-inch crushed stone over the sand for the absorption bed. Some 20 
feet below him is the barge with a portable sanitation unit.
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xpo visitors seeking an easy-
to-install indoor/outdoor 
alarm were offered an early 

look at the Tank Alert EZ from SJE-
Rhombus at the Pumper & Cleaner 
Environmental Expo International. 
The two-color, molded enclosure 
features a removable cover for field 
wiring and external tabs for easy 
installation. 

“You don’t have to take the 
cover off to mount it on a piece of 
wood or wall,” says Tim Callander, 
regional sales manager for SJE-
Rhombus, who expected the early 
Expo buzz would generate interest 
in the product that was scheduled 
for release in April. 

“We had a lot of activity,” he 
says. Questions primarily focused 
on the pros of the product. “One 
was that you could mount it with-
out having to take the cover off because of the way it’s molded with the plas-
tic case. That was one of the attributes they liked for sure.” 

The self-sealing unit has an integrated LED beacon that illuminates the 
upper translucent half of the unit. Other features include an alarm test/
silence switch, green power-on LED indicator, automatic alarm reset and 
auxiliary contacts for remote devices. The plug-and-play alarm also has a 
distinctly audible alarm.

Made for lift pump chambers, sump pump basins, holding tanks and 

other waste applications, the enclosure meets Type 3R watertight standards. 
Marks on the bottom of the unit indicate wiring entry locations. Model 
1036589 has a 15-foot SignalMaster control switch and model 1036591 has 
a high- or low-level float alarm. 

“The nice thing about this is it doesn’t require a seal,” Callander says of 
the enclosure’s two-piece design. “Seals can wear down and deteriorate over 
time. This seals in and screws tight.” An optional terminal block and 240-
volt models are available. 888/342-5753; www.sjerhombus.com. O

expospotlight

E

Expo visitors get early look at 
SJE-Rhombus easy-access alarm
By Ed Wodalski

“The nice thing about 
this is it doesn’t require 
a seal. Seals can wear 
down and deteriorate 
over time. This seals in 
and screws tight.”
Tim Callander

Tim Callander (right), regional sales manager for SJE-Rhombus, shows the new Tank Alert EZ to a visitor at the Pumper 
& Cleaner Environmental Expo International in Indianapolis.
























