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

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

   GET THE TRUCK YOU NEED! 
CUSTOM BUILT FOR YOU! 

 2010 Peterbilt 335
2,500 Gal., Hoist, CALL FOR PRICE!

 2012 Peterbilt
Cummins ISX, 4,000 Gal., 15 Trucks Ready to Build! CALL FOR PRICE!

New Custom
Dupont Paint

100K Limited
Engine Warranty

New Hydraulic
Hoist System

New Tanks
from 1,800
to 5,000 Gal.

Optional 20K
Front Axle

NVE 1600
CFM Blower

New 20K
Lift Axle

New Rims
& Tires
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Ernie Anderson of Allgood 
Sewer & Septic Tank Service, 
White House, Tennessee, breaks 
up a heavy scum layer as he 
and Matthew Burge pump a 
long-neglected septic tank.  
The truck is a GMC 7500 built 
out by House of Imports and 
carrying an NVE pump.
(Photo by Martin Cherry)
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reating a successful business requires skill and experience. But 
recognizing an opportunity and seizing it can be just as important. 
That’s what Ernie Anderson did when he started Allgood Sewer & Septic 

Tank Service in White House, Tennessee, in 2007. 
 Before he was old enough to have a driver’s license Ernie knew enough 
about septic pumping to train new employees for his father’s pumping 
business. By 18, Ernie earned more money than his buddies working at typical 
high school age jobs. As a young adult he decided to try something different, 
so he worked for a swimming pool company doing cleaning, maintenance and 
helping with installations. 
 “About 15 years ago I saw an opening for a new business. I noticed a 
growing area that Dad didn’t want to go to,” says Ernie, now 45. The area was 
near Nashville and surrounding counties. He found a 1993 propane truck, 
attended the 2007 WWETT Show and purchased parts to turn it into a pumper 
truck and start his business that year. 
 What Ernie didn’t foresee was the economic downturn that started in 2008.
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Allgood Sewer & Septic Tank Service
White House, Tennessee 

Ernie Anderson

2007

4

50 mile radius in Robertson and Sumner counties 
and northern Nashville

Septic pumping, installation and repair, inspections 

www.allgoodsewerandsepticservice.com

OWNER: 

FOUNDED: 
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SERVICE AREA:

SERVICES:

WEBSITE: 

Tennessee pumper Ernie Anderson says good 
communication with customers is a key to 
building a successful septic business of any size

By Dee Goerge
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BUILDING A BUSINESS
 “It was no fun when the economy turned down. There was some 
mowing grass in there,” Ernie says, explaining he did what he needed to do 
to earn money. 
 Fortunately he had been prudent and saved money on his first truck by 
building it himself with the help of a friend, Jason Meter. Before cutting into 
the empty 2,400-gallon propane tank with a torch, they filled it with baking 
soda, dish soap and water to prevent lingering gas fumes from exploding, 
then added the vacuum components Ernie purchased from Chandler 
Equipment at the WWETT Show. The truck had a PTO, and he just had to 
change the shaft to accommodate a septic pump.
 “It turned out real well. I ran it for 10 years, and then it became my 
backup truck,” he says.
 On the marketing side, Ernie ran ads in local newspapers and worked 
with contractors he knew. They referred him to other contractors who 
recognized that he was reliable and did a good job. As he attracted more 
customers he increased the size of the ads, including some in phone books.
 But beyond that, the survival of the business through the economically 
challenging time was in part due to the kind of man Ernie is.

PERSONABLE PUMPER
 “Customer service is everything. I’ve always had a knack for making 
friends that become customers for life,” Ernie says. His personal touch 
includes educating customers about septic systems, as well as friendly 
conversations about items in their yard, such as antique vehicles and 
hummingbird feeders. The Andersons ended up getting their two 
dachshunds from a customer who raises them.
 Ernie’s wife, Rhonda, attests to his generous charm. They met when she 
worked at a printing business where Ernie purchased his business cards and 
invoices. When she purchased a home in 2013, she had septic problems and 
called him. Ernie remembers wanting to impress her by showing up clean 
for the job. Instead, he had hard jobs that day and showed up dirty and 
sweaty. It didn’t stop him from asking her out on a date that led to marriage 
in 2017.
 “I like to say I found love at the bottom of a septic tank,” Ernie jokes. 
 Rhonda is quick to note that Ernie is compassionate and kind to 
everyone. He gives breaks to customers going through tough times and 
supports local charities with donated services and financial donations.

 Ernie and Rhonda Anderson of Allgood Sewer & Septic Tank Service, 
White House, Tennessee. (Photos by Martin Cherry)

 Ernie Anderson pulls one hose to reach the septic tank.  
The GMC truck is from House of Imports and carries an NVE pump. 

CUSTOMER SERVICE IS 
EVERYTHING. I’VE ALWAYS 

HAD A KNACK FOR MAKING 
FRIENDS THAT BECOME 
CUSTOMERS FOR LIFE.

ERNIE ANDERSON

 Matthew Burge 
runs a bead of roofing 
cement around a 
Tuf-Tite riser before 
installing it on an 
existing tank. 
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 “He’s always done that even in the lean, beginning years,” Rhonda says. 
He is a faithful, financial supporter of Mission 615, a nonprofit that cares for 
people who are homeless in Nashville. Ernie placed a Mission 615 sticker on 
his truck to inspire others to contribute to the charity.
 His character was recognized in 2020 when the Better Business Bureau 
honored him with the BBB Torch Award for ethical commerce in the small 
business category for Middle Tennessee and southern Kentucky. The award is 
based on a business owner’s ethical practices with employees, the community, 
within their industry and their approach to marketing. The presenter noted 
that Allgood was a relatively young company to receive the award. 

EXPANDING THE BUSINESS
 Ernie praises Rhonda for the website she developed for the business. 
 “A lot of the people new to the area are impressed with our website,” 

he says. Web design and marketing are a couple of the services she offers 
through her business, Silver Cricket Designs. 
 “I try to dedicate one or two days a week to Ernie’s business,” Rhonda 
says. She handles marketing and bookwork using QuickBooks and Tank 
Track software. The maintenance reminder with Tank Track is helpful, and 
Ernie adds lots of notes to specific tanks and locations that will be helpful as 
the business grows and adds employees. “It has technology for tablets and 
cellphones. As we grow and bring on another driver, it can be available in the 
truck to take payments in the field,” Ernie says. 
 Besides good marketing to grow the business, Ernie credits encour-
agement from contractors.

(continued)

FOR MOST PEOPLE, THEIR HOME IS 
ONE OF THEIR LARGEST FINANCIAL 

INVESTMENTS, SO PROPER MAINTENANCE 
PROTECTS THEIR INVESTMENT. … THERE’S 
ALSO AN ENVIRONMENTAL ASPECT; A 
PROPERLY WORKING AND MAINTAINED 
SEPTIC SYSTEM WON’T HURT THE 
ENVIRONMENT.

RHONDA ANDERSON

PROFILE  Matthew Burge is at the controls of the Bobcat excavator as Ernie Anderson 
cleans out the hole so the pair can access a septic tank for pumping. 

 Rhonda Anderson shoots 
photos of the Allgood crew at 
work to create social media posts 
promoting the company’s services.
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Call (814) 933-0927, v is i t  www.RobinsonTanks.com, or emai l  sales@robinsontanks.com

Robinson Vacuum TanksRobinson Vacuum Tanks
— Offering SaleS, PartS & Service —— Offering SaleS, PartS & Service —

l Tank Sizes from 980 - 2000 Gallons
l Choose from Aluminum or Steel Tanks

l Tank Sizes from 300 - 1500 Gallons l Aluminum Tanks  
l Flanged/Dished or “Soup Can” Styles

l 18 Gallon Fresh & Gray Water Tanks l NSF Compliant 
l Aluminum Vanity l Free Standing  
l Aluminum post with steel base

l Tank Sizes from 300 - 2000 Gallons  
l Aluminum Tanks  

l Tank Sizes from 1200 - 5500 Gallons
l Aluminum Tanks

l Tank Sizes from 2000 - 5000 Gallons
l Aluminum Tanks

PORTABLE RESTROOM TRUCKS

SLIDE-IN TANKS

SINKS / HAND SANITIZER STAND

VACUUM  TRUCKS

ROLL-OFF TANKS

TRAILER UNITS

viSit Our WebSite tO See all available inventOryviSit Our WebSite tO See all available inventOry

“Years ago we did more 
Yellow Pages ads. Now 

I tell folks that a website is as impor-
tant as the truck itself. It gives the first 
impression of the business,” says Er-
nie Anderson, owner of Allgood Sewer 
& Septic Tank Service. He credits his 
wife, Rhonda, for creating a useful, 
educational website for his business.

When she met him, Ernie had a one-
page website. As she spent time with 
him, she saw how he was patient and 
took time to educate customers about 
their septic systems. 

“For most people, their home is one 
of their largest financial investments, 
so proper maintenance protects their 
investment,” Rhonda says. “There’s 

also an environmental aspect; a prop-
erly working and maintained septic 
system won’t hurt the environment 
versus a system that is having is-
sues with sewage running out on the 
ground.”

She reflects that on the multi-page 
website she designed and launched. 
Besides explaining the business’ ser-
vices, service areas, tips and contact 
information, she writes blogs using 
information that is readily available 
with website searches.

“The blog topics are inspired by 
common questions from customers,” 
Rhonda says, adding that Redfin Real 
Estate included a quote from Allgood 
in a recent article for its website. 

As owner of Silver Cricket Designs 
offering web design and marketing, 
Rhonda offers a few tips for pumpers 
interested in improving their websites.

1.    Make sure your company 
name, contact phone number, 
hours and services are obvious 
and easy to find.

2.    Don’t worry about being on 
top of the Google listing. Instead, 
focus on writing in language and 
terms the customer understands 
and include information they 
want and need. 

3.    Include illustrations and infor-
mation about how a septic sys-
tem works. That’s an extension 
of what Ernie does when talking 
to customers in their backyards 

when he reminds them about 
little things like not driving over 
the septic system. 

4.    Highlight special services or 
niches. There is a page on the 
Allgood site to highlight Ernie’s 
installation and preventive main-
tenance services. 

5.    Choose a good design for the 
website, and keep it up-to-date, 
especially when you add new 
services. 

 
Beyond the website, it’s also a good 
idea to have a presence on social 
media. Rhonda posts photos, updates 
and interesting events on Allgood’s 
Facebook page. 

Building a better website

PROFILE

(continued)

 Burge completes a Tuf-Tite lid and riser installation, bringing septic 
tank access to the surface for easier maintenance in the future.
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 “I was fortunate to have contractors pull me aside to tell me that I could 
do other things,” he says, to add to his pumping services.
 He learned about wiring so he could do septic repairs, and he works 
with other contractors to install systems, which has developed to provide 
about 25% of the company’s revenue. He provides his opinion as a licensed 
installer to work with real estate agents on real estate inspections for 
potential homebuyers. With an influx of people moving into the area, Ernie 
expects inspection work will continue to increase.

EQUIPMENT
 Ernie gets the work done with equipment that he conscientiously 
maintains himself.
 The first vacuum truck is a 1992 GMC TopKick with a 2,400-gallon steel 
tank and R260D Jurop pump. His latest purchase is a 2007 GMC 7500 truck 
with a 2,500-gallon steel tank and National Vacuum Equipment pump built 
by House of Imports. 
 For digging he has a 329 Bobcat mini-excavator he transports on a 
trailer that he built and pulls with a 2001 Chevrolet 2500. He prefers to install 
Tuf-Tite lids and risers and uses Porter Cable power tools. 

FUTURE
 “It can get extreme as a one-man show,” Ernie admits. He wears a 
headset while driving to take calls.
 In snowy, cold winters work previously slowed down, but that that 
hasn’t happened in recent years. He typically schedules on weekdays. Two 
part-time employees fill in for him when he takes vacations and drive a 
second truck during the busiest time.
 “If I had a motivated guy, I could do quite a bit more. There are times in 
the year when we could run two or three trucks,” Ernie says. Adding a new 
full-time employee is one of his near-term goals. He has the truck and will 
pay well for a go-getter from his area or anyone who is willing to relocate to 
Tennessee with its great opportunities and new markets.
 “I’m getting a lot of calls from other counties and looking which way to 
grow,” he says.
 Despite the long hours and challenges, the business suits him.
 “It’s a challenge to handle scheduling and stay on top of everything. But 
it’s also a joy. It’s an adventure to go to different people’s homes,” he says. He 
patronizes local restaurant, hardware store and other business owners, and 
they know who he is and what he does for a living. 
 Being part of a community and feeling support from Rhonda — and two 
“office managers” (dachshunds) is exactly where Ernie wants to be. 
 “The business has been good to me. I’m happy to continue and looking 
to see what’s around the corner,” he says.   P

Bobcat Corporate
800-743-4340
www.bobcat.com

Chandler Equipment
800-342-0887
www.chandlerequipment.com

House of Imports
305-691-4778
www.vacuumtruckusa.com 
Ad on page 7

National Vacuum Equipment, Inc.
800-253-5500
www.natvac.com
Ad on page 3

Tank Track LLC
888-704-1335
www.tank-track.com

TUF-TITE, Inc.
800-382-7009
www.tuf-tite.com
Ad on page 29, 57
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 Ernie Anderson connects a septic hose to the rear of the truck.

 Rhonda Anderson helps run the office at  
Allgood Sewer & Septic Tank Service.
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TO BETTER SERVE YOU WE ARE

GROWING!
ANNOUNCING OUR BRAND NEW STATE OF THE ART WAREHOUSE+PRO STORE

OPENING EARLY FALL- FEATURING A SHOPPING EXPERIENCE THAT IS GUARANTEED TO BLOW YOUR MIND!

PRO STORE
• 6 VIDEO GAME PLAYING STATIONS • TV CLOUDS
• 10 ROBOTS FOR CUSTOMERS TO DRIVE THROUGH OUR STORE LOOK AND PURCHASE
• COFFEE BAR WITH SEATING • SNACKS
• HYDRAULIC BAR- WATCH US MAKE YOUR HOSE
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• TRUCK DEMO AREAS WHERE VENDORS WILL DISPLAY THEIR TRUCK BUILDS AND ACCESSORIES, 
 INCLUDING VACUUM PUMPS

WAREHOUSE
VIRGINIA – 52,600 SF TO SERVE YOU
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