
Dirty Rich: The Unglamorous

Side Hustles That Made
Millionaires
By Joe Giler



Table of Contents

1. Introduction: The Money Is in the Work Nobody Wants to Do

2. Chapter 1: The Myth of the Clean Come-Up — Why Boring Beats Sexy in

Wealth Building

3. Chapter 2: Junk Removal Empires — How Hauling Trash Builds Real

Companies

4. Chapter 3: Cleaning Service Gold — Residential and Commercial Cash Flow

5. Chapter 4: Pressure Washing Profits — Low Barrier, High Margin, Real

Demand

6. Chapter 5: Dumpster Rental and Roll-Off Money — The Business Nobody

Talks About

7. Chapter 6: Lawn Care to Landscaping — Scaling the Mowing Route Into a

Real Company

8. Chapter 7: Porta-Potty Millionaires — The Sanitation Business That Prints

Money

9. Chapter 8: Parking Lot Sweeping — The Night-Shift Business With Little

Competition

10. Chapter 9: The Handyman in Your Truck — Fixing Things for Recurring

Revenue

11. Chapter 10: Storage Unit Flipping — Buying Abandoned Units and Reselling

the Contents

12. Chapter 11: Vending Machine Routes — Income Hiding in Plain Sight

13. Chapter 12: Dirty Digital — The Unglamorous Online Work Nobody Brags

About

14. Chapter 13: Scaling the Dirty Business — Hiring, Systems, and Stepping Back

15. Chapter 14: Selling the Dirty Empire — Exit Strategies for Blue-Collar

Businesses

16. Chapter 15: Your First Dirty Hustle — Choosing and Launching Within 7

Days



17. Conclusion: Get Your Hands Dirty

18. References and Further Reading



Introduction: The Money Is in the Work
Nobody Wants to Do

There is a particular kind of business that never shows up in a highlight reel. Nobody
films a slow-motion drone shot of a guy pumping out a septic tank. No influencer

poses on a rented yacht captioned "how I built a six-figure gutter-cleaning route." The

algorithm has no love for a portable toilet, a grease trap, a flooded crawlspace, or a

dumpster full of a hoarder's basement. And yet, quietly, in every city and every dusty

exit town in the country, people are getting genuinely wealthy doing exactly that work

— the work everyone else is too proud, too squeamish, or too distracted to do.

This book is about those businesses. The dirty ones. The unglamorous ones. The

trades and services that make people wrinkle their nose at a dinner party and then,

three sentences later, ask how much money is actually in it. The honest answer to that

question is the entire reason this book exists, so let me give it to you up front, plainly,
before you spend a dollar or an hour of your time: the money is real, it is bigger than

you think, and it is available to almost anyone willing to do the thing that most people

will not do — the actual work.

I want to be careful with you from the first page, because a lot of what gets written

about money is not honest. The title of this book says "millionaires," and that word is

doing a lot of work, so let me be blunt about what it means and what it doesn't. Some

people who run these businesses do genuinely cross seven figures in net worth and in

annual revenue. That is true, and I will not pretend it isn't. But most people who run a

good, boring service business earn a solid, comfortable, better-than-average living —

not a fortune. They pay their mortgage, they take a real vacation, they put their kids

through something, and they own an asset they can one day sell. That is a spectacular
outcome for a person who started with a used truck and a phone number. It is not a

private jet. Anyone who tells you a pressure washer is a money-printing machine is

selling you the pressure washer, not the truth.

What "Dirty Rich" Actually Means



"Dirty Rich" is a promise and a warning at the same time. The promise: the wealth in

this world is disproportionately concentrated in the businesses that are literally or

figuratively dirty — messy, physical, unpleasant, tedious, or just deeply unsexy.

Because the work is off-putting, fewer people compete to do it. Fewer competitors

means better pricing, more loyal customers, and fatter margins for the operator who

shows up, does a clean job, and answers the phone. Difficulty is a moat. Disgust is a
moat. Boredom is a moat. Every time you feel that flicker of "ugh, I could never,"

understand that you are looking directly at the reason there is money there.

The warning: it is dirty. That is not a metaphor you get to skip. You will, at some

point, be on your knees in something you'd rather not be on your knees in. You will

smell things. You will be hot, cold, wet, and tired. Your hands will hurt. And when you

finally systematize the business and hire a crew so you don't have to be the one in the

muck, you will trade the physical discomfort for a different kind of grind — payroll,

scheduling, complaints, no-shows, and the constant low hum of being responsible for

other people's paychecks. There is no version of this where the money shows up and

the work doesn't. If you are looking for a business where money appears while you

sleep on a beach, close this book now and go buy a different one. I mean that as a
kindness.

The Fantasy You've Been Sold

You already know the fantasy, because you've been marinating in it for years whether

you asked to or not. It goes like this: quit your job, open a laptop, start a dropshipping

store or a "faceless" content channel or a crypto position, and within ninety days

you're location-independent, working four hours a week, sipping something out of a

coconut. The person telling you this is standing in front of a Lamborghini that is

almost always rented, in a mansion that is almost always an Airbnb, reading a script

written to get you to buy a $997 course about how to sell $997 courses.

I'm not going to pretend that no one has ever made money online. People have. But

the thing the fantasy hides is that the online gold rush is the most crowded, most

competitive, most winner-take-all arena on the planet. When the barrier to entry is a
laptop and a dream, ten million people show up with the same laptop and the same

dream. Dropshipping margins get crushed the moment a niche gets discovered.



Content platforms change their rules and vaporize a "business" overnight. Crypto is a

casino wearing a lab coat. The dirty little secret of the "digital" hustle economy is that

the reliable money in it flows to the people selling the courses, the tools, and the ads

— not to the students. It is a business model built on your hope.

Now flip it. A grease-trap cleaning service in a mid-sized city has, maybe, three or four

serious competitors. Every restaurant in that city is required by health code to have
that trap cleaned on a schedule. The work is disgusting, the barrier is a truck and a

permit, and the customer signs up for recurring service and stays for a decade. Which

of those two worlds do you think is quietly minting more comfortable, boring, real

millionaires? It is not close. The internet is loud. The septic truck is quiet. The quiet

one is winning.

Why These Businesses Are Different

Let me name the specific structural advantages, because they're the whole thesis of

this book and I'll be returning to them in every chapter.

Low startup cost. Most of the businesses in this book can be started for the price of

a used vehicle and a few thousand dollars of equipment. Some can be started for less

than the cost of a decent laptop. You are not raising venture capital. You are not

signing a franchise agreement with a six-figure buy-in. You are buying a pressure
washer, a ladder, a shop-vac, or a set of hand tools, and you are going to work.

Cash flow from week one. This is the part the passive-income crowd cannot offer

you and it is the most underrated advantage in all of small business. When you clean a

driveway on Tuesday, you get paid on Tuesday. There is no eighteen-month runway to

profitability, no waiting for an audience to build, no praying the algorithm blesses

you. You do the work, you get the money, this week, in your account. That immediate

feedback loop is not just good for your bank balance — it's good for your soul. It keeps

you going.

Recession-resilient demand. When the economy tightens, people cancel the yoga

subscription and the meal-kit box. They do not cancel the toilet that's backing up into

the basement. They do not stop needing the dead tree removed before it falls on the
garage, or the roof that's leaking, or the trash that has to go somewhere. A huge slice



of the dirty economy is non-discretionary — it's demand that exists whether times are

good or bad. That is the closest thing to job security a small-business owner can buy.

Real assets you can buy and sell. Here is the piece almost nobody thinks about

when they start. A boring service business with recurring customers, a good name,

and a system that runs without the founder is a saleable asset. There is an entire world

of buyers — individuals, private equity "roll-ups," competitors — who will pay a real
multiple of your profit to own a business that spins off cash predictably. Your

dropshipping store is worth nothing the day you stop running ads. Your route-based

service business with 400 recurring accounts is worth years of profit, paid to you in a

lump sum, on the day you decide to retire. You are not just buying yourself a job. You

are building something with a resale value.

Who This Book Is For

This book is for the person who is not afraid of work. If you have ever taken a job

nobody else wanted and quietly done it better than anyone expected, this is for you. If

you're a tradesperson who's tired of building someone else's wealth and wants to own

the truck instead of driving it, this is for you. If you're stuck in a cubicle doing

something abstract and unsatisfying and you've caught yourself thinking there has to

be a more direct line between effort and money — this is for you. If you're young and
broke with more energy than capital, or older and looking for a second act that doesn't

require a degree you don't have — this is for you.

It is for the practical, the stubborn, the people who get a strange satisfaction out of a

job well done that you can actually see and touch when you're finished. There is a

deep, real dignity in that, and I'm going to respect it on every page. Blue-collar work

built this country and it is quietly making a new generation of owners wealthy right

now.

Who Should Close This Book Right Now

I'd rather lose you here than waste your money, so let me be equally clear about who

this is not for. If you want passive income, close the book. This is a book about labor

businesses. There is nothing passive about them until you have spent years building



the systems and the crew that let you step back — and even then "passive" is a

generous word for it.

If you are looking for something that sounds impressive at a party, close the book.

Nobody is going to be dazzled when you say you clean gutters or haul junk. Your ego is

going to have to find its meals somewhere other than other people's approval. The

good news is that your bank account is a better dinner companion than a stranger's
admiration anyway.

If you are not willing to sell — to pick up the phone, knock on the door, ask for the job,

and follow up when they don't call back — close the book, because the trade is only

half of any of these businesses and sales is the other, more important half. And if

you're looking for a guarantee, close the book, because there isn't one. Most people

who start a business quit. Most people who start these businesses quit too. I can hand

you the map. I cannot make you walk.

A Word on Honesty, Advice, and the Law

One more thing before we get into it, and I'll be repeating versions of it throughout

the book because it matters. This is an education, not advice. I am not your

accountant, your lawyer, your insurance agent, or your local licensing board, and this

book cannot be any of those things. Every business in these pages has real-world
compliance attached to it — licenses, permits, insurance, tax obligations, labor laws,

and in many cases serious environmental regulations about where waste is allowed to

go. Those rules vary enormously by state, county, and city, and they change. Before

you take a single dollar from a single customer, you need to verify what applies to you

where you live, and you need to talk to real professionals who are paid to know. When

I tell you to "consult a pro," I'm not covering myself with a disclaimer. I'm telling you

the single most valuable thing in the book: the operators who treat compliance as a

foundation, not an afterthought, are the ones who are still standing in year ten. Now

let's talk about why the boring path wins.



Chapter 1: The Myth of the Clean Come-
Up — Why Boring Beats Sexy in Wealth

Building

There's a story we tell ourselves about how people get rich, and it is almost entirely

wrong. In the story, wealth arrives in a flash of genius — the app idea, the perfect

trade, the viral moment, the thing nobody thought of. The come-up is clean. It's

elegant. It happens fast and it happens in a way that flatters the person it happens to,

because it makes them look smart rather than merely persistent. This is "the myth of
the clean come-up," and it is one of the most expensive lies in circulation, because it

teaches an entire generation to wait for lightning instead of picking up a shovel.

The reality is muddier and far more encouraging, because it's available to you. Most

durable wealth is built slowly, unglamorously, through a boring business that does an

ordinary thing reliably and charges fairly for it. The person who owns four garbage

trucks is worth more than most of the people posting about their "morning routines."

Boring beats sexy, and it isn't close. This chapter is about why — the honest

advantages and the honest costs, and the specific mindset that decides which side of

the ledger you end up on.

Low Competition Is a Gift, and Disgust Is Why It Exists

Every business lives or dies on a simple ratio: how much demand exists versus how

many people are chasing it. The trouble with sexy businesses is that the "sexy" itself
attracts a flood of competitors, and competition is the thing that grinds margins to

dust. When something looks fun, or looks easy, or looks impressive, everyone wants

in. When something looks gross, or hard, or embarrassing, the crowd thins out to

almost nothing — and the few who remain get to share a demand that never went

away.

Think about what actually keeps people out of the dirty trades. It isn't skill; most of

these skills can be learned in weeks. It isn't money; the startup costs are low. It's

feeling. It's the internal cringe that stops someone from ever seriously considering



septic pumping, or crime-scene cleanup, or crawlspace remediation, or cleaning the

fryer-oil systems behind a hundred restaurants. That cringe is doing you an enormous

favor. Every person who talks themselves out of a business because it's "beneath

them" or "gross" is a competitor who will never exist. You get to walk into a market

where the wall keeping others out is made of pride and squeamishness — and pride

and squeamishness are not things you can outsource to a foreign competitor or
automate away with software. The moat is human nature, and human nature isn't

going anywhere.

This is the single most important economic idea in the book, so sit with it. In the sexy

economy, you compete against everyone and margins are terrible. In the dirty

economy, the disgust filters out ninety-plus percent of the people who might

otherwise compete, and the ones who remain can charge properly for solving a

problem the customer desperately wants to make disappear. Difficulty and

unpleasantness aren't the price you pay to do this work. They're the reason it pays.

Demand That Doesn't Care About the Economy

A lot of businesses are built on want, and want is fragile. When money gets tight,

wants get cut first. The boutique fitness studio, the artisanal subscription, the luxury

upgrade — these are the first line items to disappear from a nervous household
budget. If your business depends on people feeling flush, your business is a hostage to

a cycle you don't control.

The dirty economy is largely built on need, and need is durable. A clogged sewer line

is not a want. A dead tree leaning over a house is not a want. Trash that must be

removed, a roof that's failing, a rodent infestation, a flooded basement, a grease trap

that the health inspector is going to check — none of these are things a customer gets

to decide are "optional" this quarter. When people are scared about money, they still

fix the emergency, because the alternative is a bigger, more expensive disaster. That's

what "recession-resilient" really means: your customer's decision isn't "do I want

this," it's "how bad does it get if I don't."

I want to be honest that "recession-resilient" doesn't mean "recession-proof." Nothing
is. In a genuine downturn, people delay the non-urgent version — they'll wait another

season before repainting, they'll push the cosmetic gutter cleaning down the list.


