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Trashing the
Competition

By Tracy Hayhurst

McKEeesPorT, PA — A new wet-and-
dry stationary compactor reduces
truck travel time, results in less
fuel burned, and offers more con-
venience to customers, say offi-
cials at Glosser Manufacturing
Co., which developed the product.

Glosser, based in McKeesport,
Pa., is field-testing the industry’s
first liquid recovery stationary
compactor at Giant Eagle, a gro-
cery chain based in Pittsburgh.
The Wet ‘N’ Dry System offers
the same benefits as a self-con-
tained compactor but lets the
hauler exchange the receiving
container instead of taking it to a
landfill and returning with the
empty unit, said Raymond
Lackner, the firm’s executive vice
president.

The Wet ‘N’ Dry concept came
from Stan Ruminski, a waste
industry consultant based in
Chicago who retired after 40 years
with Waste Management, Inc.
“When I first came in touch with
Glosser, 1 was in charge of new
equipment development, I wanted
WMI's operating division to test a
patented pre-crusher that Lackner
was developing. We got quite a
few machines out and I was able to
bring Glosser and Waste
Management together in a $17
million dollar hauling and equip-
ment deal involving Glosser’s new
technology before I retired.”

“As I went through my old
records I came across a project
that I had worked on many years
before involving inefficiencies to
operations caused by industries
that used self-contained com-
pactors because of high liquid
refuse. The turnaround time was
reducing profits because the
hauler couldn’t switch out the
container but rather had to go to
the customer empty, pick up the
receiver and combined compactor
and take it to the landfill, empty
the unit and return it to the cus-
tomer before going to the his next
assignment.”

“What the industry needed was
to make it possible for the cus-
tomer and the hauler to realize
some savings,” Ruminski said.

The problem, though, was the
container exchange wouldn’t
work with the current system
because liquid could seep out. If
someone could find a way to con-
tain the liquid in the compactor

and separate it from solid trash,
the idea could work. Ruminski
told Glosser, which he calls “a
very high-tech niche compactor
company,” about the industry
weakness. He discussed the prob-
lem with Lackner, who came up
with the original design for the
liquid separation system, then
Daniel Glosser, President, and
Robert Zewe, General Manager,
made improvements on the
design including prevention of
damages due to freezing. After
developing  the  prototype,
Lackner called Jim Lampl, direc-
tor of Giant Eagle’s resource con-
servation department.

Lampl agreed to test the sys-
tem at the McCandless store,
which Giant Eagle was remodel-
ing. Lampl said the store had been
satisfied with its trash procedures
before, but was willing to try
something new.

“This is just a better way of
doing it,” Lampl said of the sys-
tem. “These are the advantages
we see:

First and most importantly, the
system allows the hauler to
switch out the container, thus
eliminating dead head hauls.

The immediate benefit to the
store is that the compactor will
not be out of service and the
flow of the waste will not be
interrupted thus allowing for
more efficient operation.

Larger loads allow for fewer
trips to the landfill, making for
additional substantial savings.

By using a stationary com-
pactor, maintenance costs will
be lower and reliability will
improve since the compactor is
not subject to abuse associated
with hauling the unit back and
forth to the landfill.

The receiver container will be
the responsibility of the hauler,
which will reduce Giant Eagle’s
liability and may result in
reduced insurance premiums.

A final advantage to the hauler
is that since the containers are
switched, the move can be
made at any time rather than
during the middle of the night
when the store activity is at its
lowest operating level.”
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TIME COMPACTOR: Glosser Manufacturing Co. of McKeesport, PA., says its Wet ‘N’ Dry liquid recov-
ery stationary compactor reduces truck travel time. The system enables the hauler to exchange the
special receiving container instead of taking it to the landfill and returning with the empty unit. Glosser
is field-testing the system at Giant Eagle, a grocery chain based in Pittsburgh.

Giant Eagle has been using the
new compactor for three months.

The wet-dry compactor will
cost $9,000 when it becomes
available, and the hauler will
own the receiving containers.
Self-contained compactors run
around $12,000.

Lampl says he plans to stay
with the system and eventually
implement it in other Giant
Eagle stores. The system is
awaiting a patent, and Lackner’s
attorney says he hopes to have
one by next month.

“It’s a good system. The drivers
love it,” said Joseph F. Leonard Jr.,
the roll-off manger for Waste
Management Inc. in  North
Huntingdon. Leonard has followed
the wet-dry system’s development
closely, and believes it’s the wave
of the future for trash disposal at
grocery stores and other places with
a large mix of solid and liquid trash.

Glosser, celebrating its 100
years in business, was founded by
Moses Glosser in 1899 and oper-
ates steel service centers in
Johnstown, Camphill, McKeesport

and the compactor division in
Donora, Pennsylvania. Combined,
the company employs 150 and has
revenues of $235 million dollars per
year.

The trash compactor business
is only about eight years old, but
Lackner says it’s a vital part of the
company’s sales. With the wet-
dry system, Glosser stands to
attract more customers. That
means many more chances for
Lackner, an accountant-turned-
inventor, to do what he loves so
much - pitch trash.

Heavy trading

Allied and Superior swap assets, make deal

By Jim Johnson

Scorrspate, Arz. — The Deal 1s
done, but the deals keep coming
for Allied Waste Industries Inc.

Allied’s $9.4 billion takeover
of Browning-Ferris Industries
Inc. creates a waste giant with
nearly 10 million customers in
46 states. Allied said last week it
closed the mega merger to
become the nation’s second-
largest waste services company
behind Waste Management Inc.
of Houston.

Then, a few
days later, the
company struck
deals with Supe-
rior Services Inc.
involving land-
fill and collec-
tion operations
that bring in
almost ~ $100
million per year
in annual revenue.

Allied and Superior are swap-
ping operations that bring in about
$40 million on each side.

Van Weelden

Allied also is selling Superior
collection, transfer and landfill
operations in Indiana and Missouri
with about $15 million in annual
revenue to help satisfy U.S.
Department of Justice mandated
divestitures associated with its
acquisition of BFI.

Superior is trading four collec-
tion and three landfill operations.
They include collection routes in
Columbus and Mansfield, Ohio,
and a landfill in Mansfield. Allied
also picks up collection and landfill

See Trading, Page 23

INSIDE AT DEADLINE TRENDS

PAPER MONEY: Fort James Corp. sells its recycling-based packing Waste Systems acquires hauler

business to ACX Technologies for $830 million. Page 3.

LEXINGTON, MASS. — Waste Systems International Inc. com-
pleted the acquisition of C&J Trucking, Inc., the company said
Aug. 5.

The acquisition includes a commercial and industrial waste
collection operation and transfer stations in Londonderry, N.H.,
and Lynn, Mass.

The stations will handle at least 1,000 tons of solid waste per
day combined, Lexington-based Waste Systems said.

The acquisition will add $20 million in annual revenue to Waste
Systems, the company said.

Sinking feeling
The recycling rate for polyethylene !
terephthalate soda bottles has been declining. |

SWANA ON A ROLL: Income, membership and show attendance are on
the upswing for the Solid Waste Association of North America. Page 4.

See At Deadline, Page 21




