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In looking back on my career, I 
realize that I had all of the math 
skills I was ever going to need 

by the time I finished the sixth 
grade. In fact, I have never needed 
anything more complicated than 
long division — and that, rarely — 
to be successful in business and in 

life. If I ever need 
additional horse-
power, well, that’s 
why they have ac-
countants.

You see, I have 
never been very 
good at math, but 
nei ther have I 
found its more ex-
otic forms to be 
practical in my ca-
reer. One such ex-
ample would be 
the subject of mi-
croeconomics.

I encountered 
this course when 
I was in graduate 

school earning an MBA, and mi-
croeconomics, along with its evil 
twin, macro, was required course-
work for my degree. My professor, 
a world-renowned expert in this 
subject, was a woman so intellectu-
ally beyond my level I knew five 
minutes into the course that I was 
doomed. I, a mathematics Nean-
derthal, was about to be brain-
whipped by my evolutionary supe-
rior, Professor Cro-Magnon. 

The next 10 weeks of my life 
were a blur of untranslatable gib-
berish, slung at light-speed across 
an expanse of dr y-erase board, 
hour on end, day after long-suffer-
ing day. As a result of this ‘educa-
tion,’ I learned a total of three new 
things: 

First, that exceptionally bright 
people should be quarantined with 
people who have equally excep-
tional intellect, and not teach the 
rest of us;

Second; that the best way to 
avoid academic disaster is to align 
oneself with classmates who can 
translate foreign languages such 
as microeconomics;

Third, that this experience was a 
complete and utter waste of my 
time, sleep, and most importantly, 
my money.

You see, as a paying customer 

MAINLAND — Your cash 
ain’t nothing but trash, ac-
cording to the title of one of 
rhythm-and-blues song-

writer Jesse Stone’s most frequently 
recorded tunes.

To Randy Hendricks and Scott 
Woodrow, pharmaceutical companies’ 
trash ain’t nothing but cash.

Hendricks and Woodrow are, re-
spectively, the CEO and chief operat-
ing officer of Specialty Waste Solutions LLC, a provider of 
landfill-free waste services that Hendricks founded in 2004.

SWS helps customers establish programs for separating 
their recyclables and trash, picks up both from their premises, 
takes the recyclables to the appropriate recyclers and delivers 
the trash to power plants that use it as fuel for electricity gen-
eration.

“As far as we know, we are the only waste company out there 
marketing ourselves as being a landfill-free option,” Woodrow 
said.

Ninety percent of SWS’ revenue comes from the pharmaceu-

tical industry, mostly from three giant 
companies. SWS services 11 area loca-
tions for Merck & Co., eight for John-
son & Johnson and five for Teva Phar-
maceuticals USA.

“They want to be landfill-free; they 
want to have their waste be renewable 
as fuel,” Hendricks said.

Hendricks and Woodrow think SWS 
manages about 50 percent of the non-
hazardous waste produced by phar-

maceutical companies in southeastern Pennsylvania.
In addition to trying to increase that percentage, they are 

trying to get the pharmaceutical companies’ suppliers to sign 
up as customers, too. The pharmaceutical companies are help-
ing them, Woodrow said.

“They’re going upstream, if you will, and putting pressure on 
their suppliers to be landfill-free as well,” he said.

Both Hendricks and Woodrow are veterans of the waste-
management industry, especially the waste-to-energy side of 
it.

Prior to founding SWS, Hendricks was a vice president of 
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Hendricks and Woodrow think SWS 
manages about 50 percent of the nonhaz-
ardous waste produced by pharmaceutical 
companies in southeastern Pennsylvania.

In addition to trying to increase that per-
centage, they are trying to get the pharma-
ceutical companies’ suppliers to sign up as 
customers, too. The pharmaceutical com-
panies are helping them, Woodrow said.

“They’re going upstream, if you will, 
and putting pressure on their suppliers to 
be landfill-free as well,” he said.

Both Hendricks and Woodrow are vet-
erans of the waste-management industry,  
especially the waste-to-energy side of it.

Prior to founding SWS, Hendricks was a 
vice president of business development for 
Paris-based Veolia Environnement SA.

Woodrow also worked for Veolia,  
although immediately prior to joining 
SWS, he was with what is now Covanta 
Energy Corp., the energy-to-waste subsid-
iary of Fairfield, N.J.-based Covanta Hold-
ing Corp.

Hendricks began to think a company 
such as SWS could make a go of it earlier 
this decade.

“I really sensed early in 2000 that there 
was an opportunity to market directly to 
waste generators that really cared about the 



Reprinted for web use with permission from the Philadelphia Business Journal. ©2009, all rights reserved. 
Reprinted by Scoop ReprintSource 1-800-767-3263.

business development for Paris-based 
Veolia Environnement SA.

Woodrow also worked for Veolia, al-
though immediately prior to joining 
SWS, he was with what is now Covanta 
Energy Corp., the energy-to-waste sub-
sidiary of Fairfield, N.J.-based Covanta 
Holding Corp.

Hendricks began to think a company 
such as SWS could make a go of it ear-
lier this decade.

“I really sensed early in 2000 that there 
was an opportunity to market directly to 
waste generators that really cared about 
the environment and to communicate to 
them that trash is really a fuel and it’s 
needed,” Hendricks said.

Veolia gave Hendricks the ability to 
take advantage of that opportunity.

The waste-to-energy division of the 
company’s North American subsidiary, 
Veolia Environmental Services North 
America, runs a power plant near the in-
tersection of Ridge Pike and the Blue 
Route in Conshohocken.

It gets some of the fuel for the plant by 
collecting commercial and residential 
waste, primarily in Montgomery County. 
The company also uses residual waste, 

as nonhazardous waste from manufac-
turers is called, but rather than collect 
that itself, Veolia gave SWS a 10-year 
contract to provide it.

“Veolia didn’t want to do that. They 
said, ‘Why don’t you guys do that?’ So 
they set us up in business,” Hendricks 
said.

SWS doesn’t take all its trash to Veo-
lia’s plant. It takes some from its south-
ernmost customers to a waste-to-energy 
plant that Covanta operates in Chester 
and some from its northernmost cus-
tomers to a waste-to-energy plant that 
Waste Management Inc.’s Wheelabrator 
Falls Inc. subsidiary runs in Morrisville, 
Bucks County.

That saves SWS money and is environ-
mentally friendly as it enables the com-
pany to use less fuel to transport its 
trash.

Originally, SWS hired other compa-
nies to haul trash for it, but two years 
ago, Hendricks and Woodrow put up 
their homes as collateral and got a loan 

from Souderton, Montgomery County-
based Univest National Bank and Trust 
Co. to buy trucks for the company.

Now, the two are looking into switch-
ing from diesel fuel to compressed natu-
ral gas fuel for SWS’ trucks.

“Being a green company, natural gas is 
the more logical choice for us,” Wood-
row said.

Hendricks and Woodrow also are look-
ing into using solar-powered compactors 
to crunch trash on their customers’ 
sites.

Even though they have a good rela-
tionship with Univest, the two said the 
cost of additional trucks and compactors 
will prevent them from expanding SWS 
too quickly unless they accept outside 
capital for the company.

They haven’t done that so far, but Hen-
dricks said they aren’t “opposed to talk-
ing to the right investor. … If we had a 
couple million dollars in capital, I think 
this business would expand exponen-
tially.”

Even without the additional money, 

Hendricks and Woodrow expect SWS to 
be generating annual revenue of $4.5 
million to $5 million by the end of 2011.

But a big infusion of capital could allow 
SWS to pursue the residential market, 
which Woodrow thinks is looking for 
landfill-free waste disposal.

“We’ve been approached by scores of 
employees from our existing customers 
who say, ‘Hey, can you guys pick up the 
trash from my house?’” he said.
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UP CLOSE

COMPANY: Specialty Waste Solutions LLC
LOCATION: Mainland
WEB SITE: www.swsolutionsllc.com
TYPE OF COMPANY: Provider of landfill-free 
waste disposal services

NUMBER OF EMPLOYEES: 6
2006 REVENUE: $1.73 million
2007 REVENUE: $1.67 million
2008 REVENUE: $2.2 million
2009 ESTIMATED REVENUE: $2.5 million
LESSONS LEARNED: “Our industry tends to 
compete on price and service. … We’ve 
identified a third key that we’re selling, which 
is being green and landfill free. In order to be 
able to sell that, [we] still have to be able to 
compete on price and service.”
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environment and to communicate to them 
that trash is really a fuel and it’s needed,” 
Hendricks said.

Veolia gave Hendricks the ability to take 
advantage of that opportunity.

The waste-to-energy division of the com-
pany’s North American subsidiary, Veolia 
Environmental Services North America, 
runs a power plant near the intersection 
of Ridge Pike and the Blue Route in Con-
shohocken.

It gets some of the fuel for the plant 
by collecting commercial and residential 
waste, primarily in Montgomery County. 
The company also uses residual waste, as 
nonhazardous waste from manufacturers 
is called, but rather than collect that itself, 
Veolia gave SWS a 10-year contract to pro-
vide it.

“Veolia didn’t want to do that. They said, 
‘Why don’t you guys do that?’ So they set 
us up in business,” Hendricks said.

SWS doesn’t take all its trash to Veolia’s 
plant. It takes some from its southernmost 
customers to a waste-to-energy plant that 
Covanta operates in Chester and some from 
its northernmost customers to a waste- 
to-energy plant that Waste Management 
Inc.’s Wheelabrator Falls Inc. subsidiary 
runs in Morrisville, Bucks County.

That saves SWS money and is environ-
mentally friendly as it enables the company 
to use less fuel to transport its trash.

Originally, SWS hired other companies 
to haul trash for it, but two years ago, Hen-
dricks and Woodrow put up their homes 
as collateral and got a loan from Souder-
ton, Montgomery County-based Univest  
National Bank and Trust Co. to buy trucks 
for the company.

Now, the two are looking into switching 
from diesel fuel to compressed natural gas 
fuel for SWS’ trucks.

“Being a green company, natural gas is the 
more logical choice for us,” Woodrow said.

Hendricks and Woodrow also are look-
ing into using solar-powered compactors to 
crunch trash on their customers’ sites.

Even though they have a good relation-
ship with Univest, the two said the cost of 
additional trucks and compactors will pre-
vent them from expanding SWS too quick-
ly unless they accept outside capital for the 
company.

They haven’t done that so far, but Hen-
dricks said they aren’t “opposed to talking 
to the right investor. … If we had a couple 
million dollars in capital, I think this busi-
ness would expand exponentially.”

Even without the additional money,  

Hendricks and Woodrow expect SWS to be 
generating annual revenue of $4.5 million 
to $5 million by the end of 2011.

But a big infusion of capital could al-
low SWS to pursue the residential market, 
which Woodrow thinks is looking for land-
fill-free waste disposal.

“We’ve been approached by scores of 
employees from our existing customers 
who say, ‘Hey, can you guys pick up the 
trash from my house?’” he said.


