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The most durable and affordable restroom available, the Global from Hampel.
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at the same time. One truck — one stop.
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Crescent vacuum/delivery trucks hold up to 8
..... Ry ) Bty portable restrooms, plus up to 1400 gallons

’ of liquid. They are advantage-priced
exclusively through PolyPortables. Ask
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MTM Technologies presents
the PRO Solutions Toolkit

Improve Your Gualht
Lower Your Costs

Portable Restroom
_Tracking
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Management
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Efficiencies
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Integrated with
Total Activity Control
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Scour the pages of PRO™ for the following

entertaining and informative features that
will help boost the bottom line for your

portable sanitation business:

On Location grabs a tip-up and a cold malt
beverage at the 29th Annual Eelpout Festival
on Leech Lake near Walker, Minn. That's where
you'll find Rick and Brenda Smith's company,
Northland Septic Maintenance Inc., servicing
portable restrooms at a frozen temporary city

+ Die-Cut Shaped Decals

populated by 10,000 to 20,000 partiers. Only . = |
a small percentage of the revelers are also ice EE T L --qqd-';-rr_ht
fishing for the eelpout, a freshwater burbot, S 1 Lack of Service Tags

. Caution/Warning Decals

known for its ugly looks and great-tasting -
YIS O 2alTELY FTOUULLS

flesh. Learn how the contractors deal with the
cold weather and find out why drivers stopped
delivering and servicing units hauled onto the
frozen lake.

From the Editor suggests several restroom
upgrades you can make to offer fresh advan-
tages that could set you apart from the compe-

tition this summer. Are there steps you can

take to truly upgrade the user experience for Does Your Insurance
the no-frills guy working a construction site? C ompany S pec 1alize In
Can a minor alteration to an event restroom

prompt @ woman with children at the county VWaste Industry

fair to seek out organizers and compliment

them on the bathroom facilities? Editor Jim Insurance™>

Kneiszel thinks so.

Truck Corner authors Bob Carlson and Jerry ?1’

Kirkpatrick explain why one steamed contrac- (’. .

tor's vacuum pump started smoking while in
the care of his hardworking driver. The writers

are skeptical when the contractor says his 'l' - M - C -
employee reported the pump started smoking H]: ATTI:I OMFMIES
one day when nothing had changed from suc-

cessful operating conditions the day before.
“If everything was the same as the previous

Waste Industry Insurance Specialists
Since 19858

time, there would have been no smoke, the Ask your trusted Toll Free: 800-916-6128
pumping would have been done and another insurance agent to Fax: (916) 648-9855
successful I'.:II:I}I" of work would have been contact The Mattei eMail: patrickbakerf@matteicos.com
accomplished,” they write. “Somewhere Companies for your ok Licanse $0DOAODSE
between the last working day and the smoking business insurance Available in all states except HI
day, something changed.” Carlson and

Kirkpatrick think they have the answers. Proud Members of PSAI

6 March 2008 www., promonthly.com
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Placing a value on what you’'ve built.

A B I G A DV ANTITAGE

A knowledgeable buyer can make all the Jifference.

We own a portable restroom business in
Southern (aliformia and are actively
looking for potential acquisitions across
the U.S. So if you have built a quality

business in the portable sanitation

CAPITAL

Whether you are looking to sell your
business or are looking to grow, you
need capital. We are a cash buyer

and can complete a transaction quickly.

-

industry, we would lke Also, our relationships

to meet with you. \ within the financial
E community  provide
At Prometheus, we | o
access to additional
specialize In acquiring e I |
| | sources of capital
profitable, middle
necessary fto grow

market companies in route businesses. | | |
your business. If you are interested In
And we are especially focused | , |
selling a portion or all of your business

on the portable sanmitation | _ . |
or if you believe a commited equity

industry.  Here's why you

partner can help you achieve the vision

should contact us: |
you have for your business, we would

look forward to meeting with you.

Nicholas Peters Chris Suh Chris Russell
President and CEO Director Prinapal
PROMETHEUS

TWO CONCOURSE PARKWAY = SLUITE 155 = ATLANTA, GA = 30328 « PHONE: 7/70.395.9091

www.prometheuspartners.com



Alumiminmum Slide-In Vacuum Units

Portable Restroom Service
300 Gallon Waste / 135 Gallon Fresh

Other sizes and options available

0 &
o
N2
N
Mo Es| New from progress lank
- 1 : o
Rz NOW IN STGCK'
@M <t £=| 300 Waste / 135 Fresh
O [oe E;ﬂ Masport or Conde pump >
= e ®| Honda electric start [
% % %ﬁ ShurFlo water pump
4 T
Bo:: $8,500
M.5.R.F
Totally self contained!

_-h |
.mllh..

2008 Kenworth T300 - 22,000 GVW

Cummins diesel, Allison automatic, Hydraulic brakes,
AC., AM/FM , Turbo exhaust brake.
1700 Gallon POICAVAC 400 fresh / 1300 waste

Masport HXL , Burks DC 10 wash down, Hot shift PTO
w/ remote 4" Discharge, Unit hauler and tow package.

$75 ,1 00 Lease from $1030. mo.

me - Complete Right e e %
Angle Packages i vein T

lle!

ﬂ Completely ﬂ

.ﬂssem!:]'ed' VS

.{D HU numpnﬂlsu" Interinr/Restroom Stalls | InteriorOtility Sink | Storage Tanks

r * Heat & AC = Self Contained PROFIT GENERATION
p : -—Lﬁ DC-STAINLESS - Lighting 1500 gal Fresh | § Monthly Rental
Wy L. /i Washdown Pump * Rubber or Rhina ~ Water Tank/1500 | § Bulk Pumping
P | | et TR Lined Floaring gal Sewage Tank & Potable Water Hauling
: . . g * Electrical Outlets = Or Hook Up Directly | paTENTIAL CUSTOMERS
Comes standard with solenoid . e e * Hot Water Heater to Existing UTLINities | « $pecial Events
i ﬁﬂﬁr?‘;ﬂ ko ek bt * Utility Sinks « Level Indicator » Industrial/Construction Sites
pressure switch, 3116 Stainless 5teel Pump Head & Impeller * Uirinals & Stalls Alarm « Communily Functions

SL Louis, MD  * 1-866-383-6304 = A34-583-7044 Fax * moroicharier.nel

=== ﬁ | .'.'.;'.'.".';I.rn.:u'|:u-.=[:|:.|:|.-_-'.1 .[E-.H | | i N B WWww. drﬂpbﬂxfnﬂ' com
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When you're in the driver’s seat, performance is all that counts.
FPolylohn's high-performance team has everything you need to stay on track and ahead of the
competition. Quick response time, products built to last, crowd-pleasing innovations. ..plus, the best pit

crew in the field with our expert area business managers there to personally help you win the race.

Attention Pumper Show racers!
5ee the final race results, prize winners and how you measured up at www._polyjohn.com

800-292-1305 y
www.polyjohn.com r
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FROM the

EDITOR

Getting Down with Upgrades

Contact us: PRO strives to serve the portable restroom industry with interesting
and helpful stories. We welcome your comments, questions and column sugees-
tions and promise a prompt reply to all reader contacts. Call 8O0/257-7222;

fax 715/546-3786; e-mail PRO editor Jim Kneiszel at editor@promonthly.com.

Here are a few suggestions to improve your portable restrooms for the coming busy season

By Jim Kneiszel

jobs or expensive luxury items provide the best return on

investment when vou sell the property. They say would-be
buyers are impressed with a new kitchen or bathroom, while that
hot tub in the back yvard or your wild new shag carpeting might
not generate the same market frenzy.

Can the same be said for vour portable restroom inventory?
Are there steps vou can take to truly upgrade the user experience
for the no-frills guy working a construction site? Can a minor
alteration to an event restroom prompt a woman with children at
the county fair to seek out organizers and compliment them on
the bathroom facilities?

[ think so.

Just like home-remodeling experts come out with an annual
list of the projects with the biggest investment pavoff, I'd like to
present my first list of changes vou can make to impress users and
generate more business. There is nothing scientitic about this list;
It's simply the result of talking to PROs all year long about the lit-
tle enhancements they make that draw the biggest positive reac-
tion. If vou want to add to my list or take issue with a suggestion,
please let me know. With your mput, we can improve the hst and
refine user preferences for 2009,

RE&I estate experts will tell vou that some home remodeling

Without further adieu, here's fim's 2008 Top 10 Restroom
Improventent List:

More square footage: Elbowroom is something vour con-

struction customers can never have too much of. Just like

homebuvers today want a three-car garage, so too do con-
struction workers want room to maneuver in a restroom. The guys
are bigger nowadays. Workers carry a lot of expensive specialty
tools and safety equipment that they might not want to leave lay-
Ing around unattended outside the restroom. Consider whether
vou can offer a basic enhanced-access unit for construction site
use, These units could come in handy to meet ADA requirements
for other customers.

'} Scent-sational odor control: Experiment with a variety of
" deodorants to find the ones that best match yvour needs
based on climate and pumping intervals. You might be sur-
prised to find ditferent scents and brands provide optimal odor
protection in different situations and ditferent times of the vear. It
yvou havent done a comparison in a while, consider asking sever-
al deodorant companies for samples and compare them side-by-
side when you set up several units at one event. Then ask the
event organizers if they have a preference.

10 March 2008
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A solid foundation:

A rickety restroom on

4 construction site
iIsn't exactly a confidence-
builder for muscle-bound
users. Go through vour
inventory this spring and
look for wobbly panels,
weak springs and sloppy
skids. 5Stock up on
replacement parts and
rivets and get to work
reinforcing all units so
you dont have to worry
aboul maintenance dur-
ing the busy season.

Just like homebuyers today
want a three-car garage, so
too do construction workers
want room to maneuver in a
restroom. The guys are big-
ger nowadays. Workers carry
a lot of expensive specialty
tools and safety equipment
that they might not want to
leave laying around unattend-
ed outside the restroom.

Gender-specific units: Women the world over issue a sigh

of relief when they walk up to a bank of restrooms and find

units earmarked for their discriminating use. You can easily
make this change with vour existing inventory. For women's units,
first remove all urinals. Add hooks, mirrors and shelves inside.
Badge them specifically for women.

More bathroom tissue: Upsizing tissue dispensers has

been a positive trend in recent years. Unless vou ve had trou-

ble with users routinely wasting tissue, bolting in bigger dis-
pensers makes a lot of sense. Going from a two-roll to a three-roll
dispenser may extend the tme between servicing and ensure a
positive experience for more users.

Baby changing units: Buy a few ADA or large units, install a

babv-changing table and have them available for use at festi-

vals. You may be surprised to see your special events cus-
tomers buy into placing these specialty units based on requests
from families that frequent the events. Be sure to provide a waste-
basket outside the unit for diapers. Consider offering sanitary
wipes and placing hand sanitizers inside the units. Adeguate ven-
tilation is also an obvious issue.

Sanitizers and sinks: Someday soon, T think even vour
least-discerning construction customers will demand better
sanitation. When it comes right down to it, nobody should
have to use a restroom and then settle in for a lunch break with-
out washing their hands. Whether you place sanitizer dispensers
or sinks in the unit or order stand-alone options outside of the

www., promonthly.com




unit, a time will come soon when hand-cleaning options will be
demanded by customers or mandated by government regulation.

Offeringa C

Portable To
Interior lighting: With an increase in nighttime events and

commercial construction customers who might work past | o

the davume shift, interior lighting 1s something you might roduci : g"ﬁ
want to offer as a standard feature. You can achieve this with sim- Int ucing ou ',
All-Natural F

ple battery-operated tap lights that stick to the wall in the unit or
electric lights that require an extension cord. Or if vou live in a n
sunny locale, consider solar lighting options that offer a conven- . {
lent green answer (o remote power needs. Nﬂ“ﬂ Ellmm .
3
and \
Graffiti Remo
including a cell phone number where users can instantly rﬂ l I- Bm ¥
report an overused restroom. While youre at it, upgrade your
stickers with a more distinctive look or professionally produced Non-Toxic
logo to make a more Inviting unit.

Better signage: Do vou want users to believe you're serious
about cleanliness? Add signage inside and out of your units

Environmentally Friendly =
More frequent service: Nothing, | mean NOTHING, !%}; Thanks for visiting us!

turns off portable restroom users more than walking into i
a unit filled nearly 1o the top of the waste tank. The most D DEI VEI ‘ hem .
5 7 : : i BIOEASED.

obvious answer to this problem is making sure special events are C O MPAWNY -
monitored closely and full units are taken out of service, If vou e iy
can't add units to the order, make sure vou find a way to clean Senvicing the Industry with Pride Since 1994

more frequently. In the future, vou might also place a priority on 250 Old Marlton Pike * Medford, New Jersey 08055
larger holding tanks when you add to inventory. Il 609-714-2424 - Fax: 609-714-3030 - B00-699-9903

IN STOGK:
Slide-In
Portab .I'uf
Restroom
Units

k"b

650/300 Portable Toilet' Restro u'% ' . o '
Service Unit mounted on a Ford 550 i j& Thonk you for visiting us in Lovisville
Thank you Shawn M Petro Inc. from Sl

Gulfpoert, M§ for purchasing a 950 Ea.'
Restroom Service

Unit mounted on 3 e
2007 Ford. M ‘

@ D B e

1500 Gallon Alominum Porfable
Toilet Restroom Service Unit

PIOMBO XM 1078=0135 E Mile Road = Kalkaska. Ml 49646
AL 38208748 fOR=R 32372082018 = salescomarshind.com

800.952.1537 = WWW.MIARSHIND.COM
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* WELLS CARGO »

See what over 50 years
of trailler manufacturing
experience can do for a
restroom. See what the
other guys will be trying
to keep up with next.

GPS Monitoring System Negative Ion Air Purifiers Lead Referral Program
Corian Countertops New Platinum Edition ADA Units
Arctic/Winter Packages

Effective Solutions. Uncompromising Quality. www.wellscargocog.com 888.574.4222

Mid Continent Truck Sales, Inc. ,@ __ Get a Lifel...

ith F il gi lif k!
891 Adkins Hill Rd. * Norman, OK 73072 - R T S ve you your life bac

405-329-5365 * Fax: 405-329-5381 » After Hours: 405-288-6502 “5" mmit™ XP Rental Profit Builder™

www.vacuumtrucksales.com Automatic Bilhing DEMOS OMLINE!
Fro-rations/sales lax Lemo DWVIDYC D also availlable

7 . . Ny = /7- : _ 7 2 Routing & Mapping Ask about our other software for:
{\M Mﬂ [Wﬂff :‘Ef-"?ff Wﬁ' Inventory Control « Service Companies:
- 2 g - s - -
QuickBooks® Link FPumping, Drains, etc
WE WILL BUILD TOILET UNITS TO YOUR SPECS! ...and much more! = Sales Contacts = Incentives = Flaeeat

N, Thanks for Visiting Us in Lovisville . -
‘%&5 bttt Easiest to usel...Over 25 years experience

m Ritam Technologies, LP
E{'.II]-EEE-M e info@ritam.com s www.ritam.com

2004 Kenworth T300, Cat C7 (210 hp), &-speed, 33K GVW, new
Wally 7o53HR (350 cfm), new 2600 gallon aluminum vacuum tank,
2-yr. nationwide drivetrain warranty.

icnID, CONTINENT TRUCK SALES - | _Holding And Fresh Water

Whether it's pumps, valves, moisture traps, oil calch mufflers, pump frames, etc.

CALL US BEFORE YOU BUY! o Visit our websites .

_ ﬁ WWW.ronco—plastics.com e WWW.I‘HHEI]—]]]HSﬁEE.]IEI

. 400 Sizes Available
1 NVE PR V1S port ’”.' A PUMPS Wholesale Pricing Available

Call DAVE PERRY for TRUCK quotations ? 1 4_2 59_ 1 335
E and CHUCK RODGERS for TANK guotations, @
12  March 2008 Pnn www., promonthly.com
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MOMS LOVE
OUR NEW
ILY ROOM.

Ouwr sincere thanks to good customers who
‘stimulated nurthnughts. about the problems of parents
with infants at events. That's a stressful situation to say the least.

We needed to customize one of our units to fit their needs. (No problem. We often
do custom colors and modified designs for our customers.) Our new Family Room
unit is the result. It turned out so well, we decided to offer it to everyone.

&k

Krala Kam |

o mn

r .

‘4
|

The new Family Room enables you to offer something new to event promoters
FLEXIBLE FINANCING this year. Moms love it and it's a great add-on sale for you.

AVAILABLE NOW
& i

Listening. Learning. Delivering. Since 1972

Lower payments... longer terms...
less interest... deferred payments...
What do you need?

99 Crafton Drive, Dahlonega, GA 30533 USA - Phone (800) 241-7951 or (706) B64-3776 + Fax (706) 864-8111 « www.polyportables.com
Only PolyPortables offers high-performance Green Way Products

TOILET DEODORIZERS - TOILET CLEANERS - AIR FRESHENERS - INSECT REPELLANT

All Green Way deadorizers, deaners and air fresheners are earth-friendly, people-friendly products. They are developed Erggn WE!:I P[Dd”ﬂ[ﬁ
and manufactured in our facilities in Dahlonega, Georgia by Green Way Products, a PolyPortables sister company. zolutions for lifa




BACK at the
OFFICE

March 2008

Don't Let the ‘R’ Word Get You Down

Writer Judy Kneiszel has operated her own small business for a
decade and is familiar with the many rewards and challenges
of business ownership. Write to her with questions, comments

or topic suggestions at thewordhouse@ameritech.net.

People still do business during a recession;
just make sure they are doing business with you!

By Judy Kneiszel

nless you've cut yourselt ott from all media for several

months, you know that economists, journalists and even

some politicians are throwing the word “recession”
around. The weak dollar, rising energy costs, the subprime mort-
gage crisis ... all seem to add up to a downturn.

Recession is defined as an extended decline in business activ-
ity, but extended can mean anywhere from two to six consecutive
months or more depending on whom vou ask. And the severity
and length of a recession will vary by region. Weathering the cur-
rent economic storm may require some creative thinking, Here
are some strategies that can help as you trv to make yvour business
recession-prootf;

LISTEN TO EMPLOYEES

Your staff are the eyes and ears of the company. They are out
in the field every day experiencing how the economy is affecting
the company and the customers. If you have treated employees
[airly in the past they will be willing to help the company through
the tough times. If you come up with a plan to deal with difficuls
times but keep it a secret from employvees, morale will drop, mak-
ing the situation worse. When dealing with a slowdown, take a
team approach so yvour employees know vou are all in business
together, Brainstorm with staff for money-saving suggestions. Ask
emplovees for input and ideas. Seriously consider their thoughts
on route consolidation, areas where vou can extend coverage and
Ways 0 save mMoney.

THE CUSTOMER IS5 KING

It 15 crucial during tough times to keep the customers you
have, but vou may have (o
work harder than ever to
make them happy. Don't slash
service or cut the quality of
supplies just to save a few
pennies. That might push cus-
tomers to leave you for a com-
pany that offers more tor their
money. Put yourself in the
customers shoes, The econo-
my is as tough for them as it is
for you. Be willing to work out

If and when there Is a
downturn in your local
economy, focus on the

long term. Don't panic
and make hasty deci-
sions. If the foundation
of a business Is strong,
It should be able to

stand up against the
winds of a recession.

14 March 2008

a flexible payment plan for
them. Try to lock them into
longer service contracts

I EFORTENLE MNETHOOVER e s T

whenever possible. Throw them a few bones in order to keep their
business.

KNOW WHERE THE MONEY GOES

Watch every penny. Search tor ways to save money on office
long distance service, Internet, company cell phone service, office
supplies and utilities. Consolidate suppliers where you can if it
will save vou money.

MAMNAGE CASH FLOW

In good times you can carry slow-paying customers on your
books without much difficulty, but in lean times this can put a lot
of stress on the business. It's not going to mean much to your
creditors when yvou show them how much money customers owe
vou. They want to see the actual money. Its not fun, but spend
more time on collections. Be aware ot who owes what and be per-
sistent in vour billing. Work out payment schedules with slow
remitters if necessary to keep some cash flowing in.

WATCH THE DEBT

Think twice about taking on anv unnecessary debt in an
uncertain business climate, And if you have debt, don't make the
banker your enemy. Work with lenders to find ways of making
payments affordable. Keep them abreast on how business is
eoing. Thevd rather work with vou through a slump than get a
phone call out of the blue that your company is sunk,

DON'T NEGLECT MARKETING

If all thangs are equal when money i1s tight, customers will
choose the lowest price, so vou've got to make sure all things are
not viewed as equal. You've got to stress what makes your business
unique. Show customers that vou offer something others don't.
Make vourself indispensable to customers. While yvou may be cut-
ting discretionary spending out of your own budget you don'
want customers to view YOU as discretionary.

INVEST IN SALES

I[gnoring sales and blaming a downturn in business on the
poor economy creates a self-fulfilling prophecy. People sull do
business during a recession. The whole world doesn't grind to a
halt. You may just have to try harder and that means sell harder.
Build a referral reward system where existing customers earn a
discount by bringing vou a new client. Scour vour files for old
clients and give them a call just to let them know vou are still in

www., promonthly.com




Clearly,
A Good Idea!

business and would like to do business with them again.

And fAinally, while I don't want to encourage anyone to be a
vulture circling around waiting for competitors to fail, if vou hear
of a competitor going out of business, consider that their equip-
ment, employees and customers have to go somewhere. Place a
well-timed, well-meaning phone call to inquire about purchasing
equipment or supplies, snatching up their best emplovee or tak-
ing on their remaining customers. Their loss could be your gain.

If and when there is a downturn in yvour local economy, focus
on the long term. Don't panic and make hasty decisions. If the
foundation of a business is strong, it should be able to stand up
against the winds of a recession. Will it be the most profitable vear
ever? Maybe not, but remember that a company can stay in busi-
ness indefinitely just by breaking even, as long as enough cash is
flowing in to flow out again and pay the bills. S0 if you can hold
vour own, vou can outlast a recession. Il

Portable
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Sanitation

FREE 10 qualified Industry

ﬁ \ Professionals! Solar Powered, Self-Contained,
Subscribe online at Special Event Restrooms
www. promonthly.com or Www.nuconcepts.com

Phone 800-257-7222 800-334-1065

f;:z_—#- [ hanks for visiting !
100"

Supplying your Business for
Seasons of Success

% Thank you for visiting

| + s ot Louisville

1-888-935-1133 AOICO

www.toico.com INDUSTRIES

YOUR OQNE 3TOF SOURCE FOR PORTABLE RESTROOM PARTS AND SUPPLIES
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EXperience Matters.

Custom vacuum tanks built to your specifications.  crecousome of e optons

For nearly 50 years, our tank builders have been setting the industry standard for innovation and value, Everything we build is custom- v Manways (20°, 25°, 36")
ized to your exact specifications, Start with a bare tank and add only the oplions that are suitable for your apphication. What about o Eul open door (2
service? Our technicians can rebuild pumps or furnish parts such as vanes, seal kits, housings, and rotors for most pumps. Whatever
vou need, let us put our experience ta work for you

v’r Valves for loading & unloading
slide In Units: Truck Mounted Units:

s |

One or two-compartment tanks ' Basic confiquration includes V' Oil catch muffiers

Custom sizes available. Fully primany shutoff, full length o Suction hose & couplings
configured for service, AsK US rauls (straight or fapered|, _ . .

about our 12 volt electric aption & discharge nipple and v/ Mounting rails & kits

for smaller units. 3 intake valve v Vacuum pumps (Jurop, Masport.

Maoro, Fruitland, and others)

Vpes)
'l“f Primary & secondary shutoffs

o,

u"r Hosetrays and hangers

Juro-Vac

Direct Gearbox Drive

And more...

Call us at 800-545-0174 before you buy!

LMT Inc. - Custom Vacuum Tanks
Tel: 309.932.3311 = Fax: 309.932.3155 # info@tanksandpumps.com

www.tanksandpumps.com

Come In
- VWere

SCREENPRINT INC.

Graphics Specialists to the
Waste Management Industries

« FAST, FRIENDLY SERVICE
« RELIABLE TURN TIMES

* NO MINIMUM ORDERS

« portable toilet labeling

* vehicle graphics

* trailer graphics

» safety signage

» directional signage

* banners

Www. colescreen. com rick@colescreen.com
Toll Free 1-877-994-4600
PH (253) 564-4600 FAX (253) 564-1249

: [
4901 Center Street, Tacoma, WA 98409-2321 WWW p Yromo nt h I Y.Ca m N

16 March 2008
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WHY LET YOUR COMPETITION
BEAIT YOU?

F
Hundreds of portable restroom operators are using the Gamajet 9
Cleaning System and giving themselves a strong competitive edge.

By cutting cleaning times, eliminating hand scrubbing and offering
a much cleaner restroom, they're taking business away from you.

e

GAMAJET 9 PORTABLE RESTROOM CLEANING SYSTEM

Unmatched cleaning convenience * Proven by hundreds of operators
Hands-free cleaning - including the holding tank = Satisfaction guaranteed
Get a Gamajet 9 and cleaner units, before your competition does.

1-877-426-2538 GAM AJETE gamajet.com

Gamajet Cleaning Systems, Inc.
604 Jeffers Circle Exton, PA 19341
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FORTABLE RERTHOO K

J & J Portables
Huntingtown, Md.

Jim, Joe and Bo McKenny

11 MARYLAND

Metro Washington, D.C.,
and Baltimore suburbs

$925,000 prepares to wash restrooms = ’ d |
: : at awork site. (Photosby . . o
Portable restroom and septic service August Selckmann) YA fﬁ
Calvert County Chamber of Commerce -

A customer service emphasis keeps
J & J Portables on the move in a
Washington, D.C., market crowded
with portable sanitation providers

By Mary Shafer

ustomer service is the watchword

these days, s01ts no surpnse that | &

Portables of Huntingtown, Md.,
takes every opportunity to pound that
message home to office stalf and held
technicians.

What may be surprising is the com-
prehensive way the company’s business
structure supports that goal. From the
hiring and training process to the way
jobs are performed and the manner in )
which telephones are answered, J & ] has | L
built its entire business to accommodate | |
the highest possible level of customer
care. PROs seeking guidance on best

The J & J Portables crew
includes (from left) Jim
McKenny, Clarence
McKenny, Joe McKenny
and son Colin, and Bo
McKenny.

L

practices in this area may take a page

from the ] & ] playbook.
“Were a family-owned business,”

says ] & ] president Joe McKenny, whose
portable restroom and septic pumping
business serves the Washington, D.C,,
metro area. " That means evervthing to our

18 March 2008

customers. They can get hold of us 24/7,
no matter what the circumstance. If they
call at any time, we're on it. We pride our-
selves on our service,”

Their service mix is 90 percent
portable sanitation and 10 percent septic
pumping. “We have one [ull-time

I EFORTENLE MNETHOOVER e s T

pumper,” explains McKenny, “and the rest
of the guys drive portables routes.”

The portable sanitation side of the
business consists of about 15 percent sea-
sonal special events. The remainder is
commercial, with about three-quarters ot
the units serving construction contrac-

www., promonthly.com



Above, Clarence and Joey McKenny set up rest-
rooms for an event at the Calvert Marine Museum.
At right, Bo McKenny and Mark Gray strap rest-
rooms to a trailer for delivery.

tors. The other 25 percent serves industri-
al customers, with a liquid natural gas
plant renovation providing their largest
current industrial account.

Septic pumping remains a minimal
part of the business. Most of it involves
residential customers, with a small por-
tion of commercial accounts. | & | pumps
strictly septage, as they can't dispose of
erease at Solomon’s Wastewater Facility,
the municipal treatment plant in Lusby,
Md., owned by Calvert County.

KEEPING THE FLEET
] & J handles a small amount of
pumping for Calvert County government,
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The restroom carrier is up as Jim Sipe stops on his daily rounds thr-::ugh

the Washington, D.C., area.

www. promonthly.com
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including some wells, emergency pump-
outs for sewer mains and other small jobs.
The company holds no other municipal
pumping contracts, as it's only licensed to
pump septage in Calvert County, and has
no plans to dilute its market focus. In fact,
| & ] is so focused on its strengths, it never
planned to pump at all — but again, cus-
tomer service demands drove that deci-
S1011.

“We had no intention of getting into
the septic pumping side,” explains
McKenny, “but demand grew and we were
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missing so much business because we

_. -.-.. :1|. | ' ' 1- s _._.
- i ""E I'
*'_l;'..":l-".':. --"-1. .r __n_ .|

=303

FREETLELCE FRETRDONER O NST O

“Cur fleet also makes a big difference. We keep our vehicles clean and good-looking

every day. Our employees are proud to be out there in a good-looking truck. We get calls
from people who figure if we keep them that nice, we'll do a good job on their projects.”
Joe McKenny

didn't have a (larger) truck that we decided
to get into it.”

Now J & | has a fleet of five vacuum
trucks, including a 1987 International
9370 with 4,000-gallon tank, a 2003 Ford
F-350 with an 800-gallon waste/300-gal-
lon freshwater tank, two 2006 and one
2007 International 4300s with 1,100-gallon
waste/400-gallon freshwater tanks. All
tanks are trom Abernethy Welding with
pumps from Masport Inc. The fleet is
rounded out with a 2003 GMC pickup/
delivery truck carrying Crescent 750-gal-

lon waste and 300-gallon freshwater
tanks.

| & T's restroom inventory includes
1,100 units: 1,010 PolyPortables Inc.

Integra I models, 15 PolvPortables Senator
ADA units, 10 PolyPortables Ambassador

flush units with sinks, 30 PolyPortables
Standard units with waterless sanitizer dis-
pensers, and 35 American Polystar stan-
dard units. Special events are serviced by
four Ameri-Can Engineering restroom
trailers, an 824 QOasis, 818 Rovale, 814
Tailgater and 615 Rovale Dooley model.

THE ACCIDENTAL PRO
In 1997, McKenny was a deputy sher-
iff. He was also serving as his own general

contractor, building a new house for his
family. The city put a stop work order on
the project because he didn't have a
portable restroom onsite. “There wasn't
yet a law requiring it,” he remembers, “but
it was coming,” and Inspectors were
preparing contractors to accept the new

H

At a home construction site, Sipe returns a washdown hose to his portable
resiroom service vehicle,
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Chesapeake Bay job offers service challenges

o

Bucky Bennett (left) and Jim McKenny
plan the service routes through the
busy Washington, D.C., territory.

Perhaps the most unusual service-oriented job J & J Portables handles is the annual pumping of
the holding tank at the Dominion Cove Point Liquid Natural Gas works offloading facility, in the middle
of Chesapeake Bay. The platform is a round-the-clock operation, and usually 5-6 people work there
during normal operations. During a recent facility upgrade, there were 20-30 people there, requiring the
addition of two portable restrooms.

‘Once a year, we barge our truck to the offloading platform about a mile-and-a-half out into the
bay,” explains Joe McKenny. Dominion rents the barge, and barge personnel escort the truck across
the water on a six-hour trip to the service platiorm. The barge only moves 4 mph with J & J's 4,000-gal-
lon service truck aboard. This large unit is required to provide enough pumping strength to move the
waste from the 250-gallon holding tank 300 feet to the barge, which is too large to position any closer.

Getting the barge to the platform is a six-hour trip, and the J & J crew has to go through a brief
safety course before the pumping operation begins, so it ends up being an all-day job. "We don't want
to spend any maore time than necessary, and we don't want to be an added liability to our customer by
being on that barge,” explaing McKenny. “So we gat on bicycles and nde for 15-20 minutes through an

/ ' 8-by-8 tunnel beneath the water,” which is used dai
& - claustrophobic brother, so you don't get in front of |

y by plattorm workers, also on bikes. “ have a
im,” McKenny says, chuckling.

“We come up through an elevator into the facility tank. It's a five-man operation. We all three go
out, and take two employees with us. The platform on the dock is 100 feet high, and a huge drain sits
atop the platform, like a small oil rig.

“The logistics are a headache. We'll have two or three people get on the barge to run the septic

truck, and two of us go up to rig the hoses on top. A crane lifts the hoses, and we secure them all. You

rules with these stop orders.
McKenny rented a unit from the
only PRO in the area.

“Our suburb of D.C. was really
starting to grow then,” says
McKenny's brother, Bo McKenny, “and I
got the idea that it would need more
portable restroom suppliers. I went to a
few builders I know, and asked if they'd
use me if I started a portables business.
They said they would, and so T did.”

His vision was prescient. “We grew by
leaps and bounds, and in 1999, 1 brought
my brother onboard full time,” Bo
McKenny recalls.

At that time, Joe McKenny was injured
while training some new recruits at the

o &
Poriabiles
dIgSiddag

restrooms after a concert.
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Mark Gray straps PolyPortables Inc. restrooms to a carrier on the way
to a delivery. At right, Shawn Bennett (left) and Bucky Bennett service

Sherift’s Academy. “I had to retire on dis-
ability, so I came on here full otme,” he
recalls.

Their father, Jim McEKenny, owned a
hydro-seeding company, and was helping
his sons two days a week. In 2004, he also
moved to ] & J full time.

The nght-knit McKkennys found they
shared a similar attitude toward service
and decided that was how thevd ditteren-
tiate J & | from its competition. "When vou
call here, vou will talk to an owner,” says
Joe Mckenny.
“"We tried an
answering
service, but it
just didn't work
for us. So, we'll
dlways answer

have to make sure all your hoses are strapped off — you can't afford to have an ounce of spillage,
because of the bay's sensitive environment. It's a high-security project, but not really dangerous.
Actually, it's pretty neat, and it's fun. We look forward to it every year.”

your question right away. We're hands-on,
oo. Were out there every day, working
with our business to keep a handle on
what's going on.

“Our market is saturated with other
operators, but weve thrived because of
our service. We could grow a lot — we
could have 2,000 units if we wanted them
— but we feel if we get any bigger on the
construction side, we may not be able to
maintain the unparalleled service we do
now.,”

Bo McEkenny concurs. "The level of
service since the markets been saturated
has increased, but it still needs to be
brought up. Evervbody needs to be held to
the highest standard for responsiveness.”

Staying responsive and effective
includes building a strong employee base.

www., promonthly.com
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HELP WANTED

“It's one of the hardest things about
being in business, finding good help,”
admits Joe McKenny. “We've been through
a4 ton of employees, but have now had a
stable crew for more than a year. We (reat
them with respect and compliment them
when things are done especially well. We
get calls, letters and cards all the time
about our service and professionalism,
and pass that on to our employvees. We tell
themn, ‘Hey, voure out there in our truck.
You have to treat it as if it’s your own busi-
ness, and thev do.”

Retaining good employees remains a
challenge. "One of the things I found is
that we had to offer health insurance and
other benefits,” says McKenny. "We try to
give bonuses occasionally for a really big
job, or when our guys bend over back-
wards to help us out.

"Our fleet also makes a big ditference.
We keep our vehicles clean and good-
looking every day. Our emplovees are
proud to be out there in a good-looking
truck. We get calls from people who hgure
if we keep them that nice, we'll do a good
job on their projects.”

The McEennys make a point to pass
On service orentaton to new hires. “We go
out with new guys the first week, give
them a pad and pen, and let them write
down their directions,” says McKenny.
“We go through and make sure new
recruits know what we expect. We show
them how we clean out the units. They
take over the second week, and we just
stand back and watch, to make sure

www. promonthly.com

At left, image is everything to J & J
Portables. Clarence McKenny spruces
up a unit with the company sticker.
Above, Sierra Stewart (left) and Patty
McKenny help with traffic flow in a
restroom trailer parked at a Lynyrd
skynyrd concert.

theyre doing it the way we want it done.

By the third week, thevTe on their own,
theyre ready.”

STRATEGIC PLANNING

J & J services a number of high-visibil-
ity events in the nation’s capital. Such con-
tracts require a strong trust with security
organizations, and J & |'s service record
has cemented that bond with the TS
Capitol Police.

“They know we plan thoroughly and
allow for contingencies,” says Joe
McKenny. “We take care of all events on
the Capitol grounds, including having
serviced the funerals of Rosa Parks and

Presidents Ronald Reagan and Gerald
Ford. We sometimes work with two other
larger companies for the big events on the
hMall: fireworks displays, the Million-Man
March, and for the Preakness Stakes horse
race at the Pimlico Race Course in
Baltimore, Md. Some of these are 700-900
unit events, and no one business can han-
dle all that.”

For several years, ] & ] has been using
the Internet to locate and bid contracits,
and to research suppliers. The McKennys
frequently wvisit eMaryland Marketplace
(https:/ febidmarketplace.com), a clear-
inghouse for state contracts, where they're
registered as specialty contractors.

“They send us every bid that comes
out for registered contractors in specialty
areas,” explains Bo McEKenny. “The site
generates an e-mail to let you know a new
contract is open, and vou follow a link to
download a Microsoft Word form [rom

I FREETLELCE FRETRDONER O NST O

their site. We fll it
out, then send 1t back
via e-mail.”

EVERYDAY

EFFICIENCY
Customer serv-

ice also drives fleet

tracking utilizing
Global  Positioning
avstem technology.

“If we get a call, we
can prove that the
driver was where he
should have been, and it lets us know if a
call got skipped. Then we can check and
find out why.”

Drivers are coached in customer rela-
tions, especially with construction con-
tractors. “The first thing we have drivers
do 15 get to know each worksite superin-
tendent and exchange phone numbers.
This way, in case there are vehicles block-
ing the units, they can call directly to have
them moved. It makes us more efficient.”

J & ] also tries to accommodate indi-
vidual customer needs. “We'll pick up a
unit if theres an unplanned work stop-
page, or work with them if they need flexi-
ble payment schedules.

“This is a service-oriented business,”
savs Bo McKenny. "We pick up work from
large companies every day because quan-
tity has pushed quality out of their grasp.
You have to keep everything vou're doing
geared toward your customer. If you don't
have the service, you're not going to have a
business.”

MORE INFO:

Abernethy Welding & Repair Inc.
H00/545-0324
www.abernethyinc.com

Ameri-Can Engineering
574/892-5151
WWW, AIMEerl-Can.com

Crescent Tank Manufacturing
Hh85/657-4104
www.ecrescent-tank.com

Masport Inc.
00/228-4510
WWW. Imasportpump.com

PolyPortables Inc.
300/241-7951
www. polyportables.com
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rﬁ % Semvices, Inc.

LUXURY
JRAILER SALES

* Restroom & Shower Trailers, mcluding 53" Semi Uniis
» Lowest Interior Floar Height in the Industry
* High Privacy Partitbons are Standard for Added Comiort
* Unlimited Floor Plans from 8' to 53° Trailers F
* ADA wheeldchair accessible units.
* Rigid Steel Shell Coastruction from top te bottom to
resist rat and warping.
« Rigid Platform, our smallest wide body trailers start out
with Dual 10" ASTM |-Beams.
* 24/T Tech Support for the best customer service available.
o Full 3 Year Warrambee, excluding normal wear and tear rbems.

* Free Nation Wide Lead Program for our customers.
* Dexter Torsion Axes for stable towing.

“saev a7 513, 400

WITH ASC, HEAT. HD 5TEPS AMD A LARGE
SUL) GALLON WASTE TANE.
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12' starting at $21,300 20" sl'arﬂng at $29,800 24° ADA starting at $35,600 & siutin ot BYS.400

CALL FOR MORE INFO AND ADDITIOMAL OPTIONS
P: 87/7.382.2935 » EMAIL: INFO@COHSI.COM * WWW.COHSI.COM
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Sutorbilt Madal 4MP RIV Brass Valves Mosport Model HXL4Y

L ]

An honest price, excellent service and
premium tools are signs of a prolession-

al. On these things, successful businesses
tolerate “NO COMPROMISE".

Reelcraft 7850 Only the business owner con control the
price and quolity of his service, buf,

when it comes to the tools, Armstrong s L=
Equipment, Int. can help, We are proud [EF {DLE F ubh‘; h ing
o offer the best quality pumps and com-

ponents avoilable. Sutorbilt ﬂﬂ-l_i Mosport r E dEﬂ- y " ﬂn d h OS r

ore two of the maost recognized and
Plostitlex Hi I""" respected names in the industry, Couple your WEb SHE!
them with Shurflo, Burks, Pumptec,
Reelcraft, RIV ond Plostiflex ond you 5y
W hove oll the tooks needed to ossure o g fﬂmpEﬂ'fWE Rates

Burks DC10, Shurflo 2088, Pumptec 356 smoothly operating service fruck,

ARMSTRONG  800-699-7557
EQU PV IEN § e S For information call 1.800.257.7222

E . IN{_. WWW.VOCpUMpP.com
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BEST ENTERPRISES, INC.

"i{}ﬂfllﬂ Slide ln

400/150 Slide In

2.500 gallon all waste - Mirror Finish Stainless Steel 3,200 gallon - All Waste
Tank on an 2008 International Iruck. Stainless Steel ROLL OFF TANK

. A -

2008 Kenworth T300 with a 1500 gallon Stainless
Steel Tank and customized accessories.
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We would like to thank Tim Slattery of Paint- Best Enterprises, Inc. 1-800-288-2378

brush Services in Gillette \,-‘lf}.-{-,nﬁng for pur- 3513 W. Mt Springs Rd. www.bestenterprises.net
- - 4 "'. - -I' 1'

chasing our Kenworth Show Truck. S R
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RespecTuEux DE La PLANETE

EcocoMPATIBLE

EcoLdaGIco

EARTH FRIENDLY IN EVERY LANGUAGE




EARTH FrRIENDLY CHEMICALS
LEADS THE ENVIRONMENTALLY
SAFE REVOLUTION WITH
ADVANCED AND CUTTING-EDGE
PRODUCTS. QUR POWERFUL
AND EFFECTIVE FORMLULAS
CLEAN THE WORLD SAFELY

AND EFFECTIVELY,

ONE COUNTRY AT A TIME.

O

Contact us for a free sample at 1.800.753.1548 and
order online at EarthFriendlyChemicals.com
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THE TEAM
Rick and Brenda Smith own

»“ the business, in
" partnership with

THE JOB: Eelpout Festival Rick's  father,

_ Robert  Smith.

LOCATION: Leech Loke near Walker, Minn. | Three workers

handle delivery,
service and pick-
up for the event.

THE PRO: Northland Septic Maintenance Inc.

COMPANY HISTORY
Rick Smith learned the owner of Northland Sewer Service

wanted to retire and recognized an opportunity. With a business
degree in hand, he took a pumper training class at the University
of Minnesota and purchased the business in 1996, Smith ran the
septic business part-time for five vears. He bought out three sep-
tic and portable restroom competitors through the vears to build

After a large hole 15 cut in the ice, brave revelers take a dip at the Polar Flunge
area on Leech Lake.

26 March 2008

Walker's city park is the location of 16 Satellite Industries Tufway restrooms that serve
as the main rest station for the festival. Inset, the catch of the day is the snakelike fish.,
(Photos courtesy of Narﬂjﬂm_l'hq Septic Maintenance Inc. and the Eelpout Festival)
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Minnesota’s ice-bound Eelpout Festival
provides a significant cold weather
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restroom service challenge

By Dee Goerge

up the business. Today, Smith’s full-ttme business has an office in
Hackensack and two shop locations, servicing communities in
three counties in a 40-mile radius. He has 200 portable restrooms
from Satellite Industries Inc., Tufway and Maxim 3000 models,
with sanitizing stations. The company’s fleet of vacuum trucks
includes a 2006 Ford F-350 with a 300-gallon waste/150-gallon
freshwater tank from Imperial Industries; a 1999 Ford F-450 with
a locally fabricated split 200-gallon waste/200-gallon freshwater
tank; several septic-pumping trucks, most from Imperial
Industries and most using Masport pumps.

UP NORTH EVENTS

“This is one of the most beautiful places in Minnesota for
sure,  says Smith about the northern lake and forest region he
lives in. The area’s biggest town, Walker, swells from 1,000 vear-
round residents to 10,000 in the summer with vacationers and res-
idents with second homes. With tourism comes the need for rest-
rooms for campers, reunions and community celebrations, plus

An unusual parade of vehicles are seen on Leach Lake, including this aluminum
boat put over a snowmaobile and the vintage sled in the background.

www., promonthly.com




. The Northland Septic Maintenance fleet of nine vehicles includes six yellow vacuum trucks, four for septic

service and two for portable sanitation. Below, a portable sanitation truck is shown on location.

For winter rentals, Smith starts with a light methanol mix,
and as it gets colder he adds stronger salt brines.
The richest winter mix of 2 pounds of salt per gallon of
water and 25-30 percent methanol usually handles
temperatures to minus-20 degrees.

MY

i

Hick Smith

there are many special events: Cajun Fest at Northern Lights
Casino, Walker's Moondance Jam — a music festival, and Hacken-
sack’s National Chainsaw Sculpting Invitational, for example.

THE JOB

The most unusual special event occurs during the winter,
when 10,000 to 20,000 people come to Walkers Leech Lake to
catch tish that are usually thrown back with disgust the rest of the
yvear. “Its the world’s only true game fish,” BEelpout Festival organ-
izer, Jim Gerchy, savs tongue-in-cheek. The concept for the
Eelpout Festival was developed on a bar napkin by Walker busi-
nessmen hoping to bring winter business to town. The idea
caught on, and the 29th festival was held Feb. 15-17
(www.eelpoutfestival.com),

Eelpout are chin-whiskered, bottom-feeding fish, freshwater
cod that taste good despite their off-putting appearance. “People
line up for eelpout nuggets from vendors,” Gerchy says. Also
called burbot, ing and lawyer, they thrive in deep, cold-water
lakes. In January/February they swim up to shallower water to

Technician Jeremiah McMillan loads water on a vacuum truck, using a mix of 10-

to 30-percent methanal and 2 pounds of salt per gallon to aveid freezing.

www. promonthly.com

spawn — dozens in a swirling ball. They put up a good fight when
caught on bait that ranges from minnows to Vienna sausages.

A small percentage of festivalgoers actually fish, Gerchy says.
The rest come for the show, Two- and three-story fish houses, wall
tents, themed encampments, costumed fisherman and vehicles
of all tvpes cover trozen Leech Lake. Theres also the polar plunge,
Eelpout Peelout 5K race, rugby on ice, auto race and snowmobile
radar run. Many prizes are awarded and about the only rule is that
the eelpout must be caught on Leech Lake.

BY THE NUMBERS

smith inherited the festival when he bought out a competitor
who provided portable restrooms for the event. “I placed them on
the ice a couple of years,” Smith says. It was a challenge navigat-
ing through the “little villages™ that popped up on the lake to
deliver restrooms to about 20 private renters. He made maps so he
could find them for servicing and pick up through the maze of
people, especially when there were white-out conditions. He
recalls one restroom was easy to lind near a flashing beacon on an

i

Hick smith oversaes the loading of a portable sanitation truck with water used to
recharge units out on winter senice.
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BOO-square-foot,
two-story fish shanty. One pri-
vate rental became an “indoor toilet” when
it was placed inside a 1,200-square-foot fish house.
Organizers contract with Smith to provide 16 units on shore at
Walker's city park.

SUNKEN TREASURE

Lake delivery service ended after the 2005 festival, when tem-
peratures climbed to 50 degrees, leaving 10 inches of water on the
lake's surface. It was messy and risky retrieving the rentals on
Sunday. To reduce risk — possibly losing a $50,000 vehicle — and
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7 Church Road, Hatfield, P4 19440
Phone: 800.422. 1844

Fax: B33 .883.931480
Visit our website: www.libertyfg.com

Call Michael DeGroat (ext 12)

Commercial Equipment Financing Call 800-422-1844
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to cut back on labor, Smith now delivers
and picks up the portable restrooms at the
edge of the lake for private renters, who
provide credit card information and sign a
damage waiver form. Renters haul them
out with ATVs or on small trailers. Smith
charges $150 if he has to pick up the unit on
the lake.

KEEPIN' IT CLEAN

“We always pray for good weather on
that weekend,” Smith savs. With heavy
usage diluting a chemical mix meant to
prevent freezing, it can be difficult to keep
the restrooms thawed 1n subzero tempera-
tures. For winter rentals, Smith starts with a
light methanol mix, and as it gets colder he adds stronger salt
brines. The richest winter mix of 2 pounds of salt per gallon of
water and 25-30 percent methanol usually handles temperatures
to minus-20 degrees, Using the brine and servicing the restrooms
twice on Saturday and again at pickup on Sunday generally keeps
the units functioning well.

some people who attend the event create another challenge
— depositing clothing, cans, bottles and other items in the hold-
ing tanks. Smith and his crew pump out what they can and use
picking tools to pull out bulky items. They ve even pulled out fish
— but not eelpout. “The
eelpout are sacred for that
event,” Smith says.

| _.?i-lis.-.rr Bt
the |EI.I']]E Iulm

IT'S A BUSINESS

Though he services an
event where prizewinners
names are drawn from a
toilet bowl, Smith takes his
work very seriously. People
in the portable sanitation
business work hard, he
says, and they need to
respect themselves tor that
work and charge accord-
ingly. “People need to run it
as a business not as a job,”
Smith savs.

“They need to know
their costs and charge
appropriately for the good
of the business and their
employees.”

MORE INFO:

Imperial Industries Inc.
800/558-2945
www.imperialind.com

WORDS TO LIVE BY

Smith keeps to a sim-
ple business mission state-
ment that stresses profes-
sionalism in the field, even
if it's working the comical
Eelpout Festival: "Raising
the standard, one customer
ata time.”

Masport Inc.
B00/228-4510

www.masportpump.com

Satellite Industries Inc.

2800/883-1123
www.satelliteindustries.com

www., promonthly.com




l
il

! I J]
I Why limit your options to mflexlhle

delayed payment plans when you can
ichﬂose the options that are biegt for you?

1

% “on
trucks, restrooms and hand-wash stations

g enables your money to work harder for

| your business.

| 4

L

POLYPORTABLES

-y

Lall your regionalmanager at

-

'|

* Flexible Financing options are provided by multiple third-party sources and are contingent on completion of a satisfactory credit application.



About that article,

would Yyou liiee a copYy?
A poster to display tn your office?
Awn electronie fLle to post on your web site?

Eﬁpriwts to hawndout or meatl to potential customers?

Just let us Rnow!

Pricing and options available by
e-mailing sherryd@colepublishing.com
or by calling 800-257-7222

Summaries of past articles at promonthly.com
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Unlike our competitors, Black Tie
standard features include:

Stair System :-. /2
AC/Heat Strip \ / ' ;
Waste lank ' ELtia12e |
Hot Water Tank

We CUSTOMIZE and offer attractive — 3 |
Financing Programs. it | |

Black Tie, you become a rental resource.
We don’t give you leads, we give you
actual Rental Opportunities. El tia28e |

I |
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WHEN YOU BUY a trailer from j s ii
!

Sample floor plans

OPTimumZ28e
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THINK TANK

Mary Shafer writes about issues important to PROs. Direct
comments or questions to Shafer at thinktank@promonthly.com.

Click & Deliver

PROs share thoughts on when to move to inventory tracking software
By Mary Shafer

racking inventory of portable restrooms is mission-critical

for any PRO, and as the business grows, so do the chal-

lenges of making sure you have the inventory vou need,
when vou need it, and where it needs to go. Smaller oper-
ations can get by with a simple, manual system, maybe even a
white board. As soon as more than a few people are involved,
however, unit tracking gets more complicated.

Midsize PROs often resort to some mix of manual system and
generic or customized spreadsheets. Larger outfits, especially
those with multiple locations, find the need to move to fully auto-
mated software that functions enterprise-wide. Here we survey
FROs from across the spectrum to see how theyvre handhng
INventory management.

Name: Randy Atkinson, Owner

Company: Atkinson Roll-0if & Hauling Service
@ lLocation: Worthington, Pa.

| i Employees: 1

e fnd Years in Business: 2
Randy Atkinson

“I'm just starting out,” says Randy Atkinson of his almost-
three-vear-old business located in northeastern Pennsylvania. “5So
we use a paper invoice system” that keeps track of units. He start-
ed with about 30 units, and has considered buying out an existing
portables firm nearby to build both inventory and customer base.

When a unit is put in the field, a corresponding invoice is
filled out in a bound book. The invoice is removed and put with
job documents, and a stub is left in the book. When the unit is
picked up, the job is billed and the mvoice sent out. The stub is
torn from the book and filed in the project folder.

"We use yard positioning to keep track ot which portables
need repair,” says Atkinson.

13 ]2
Ii ‘ Think Tank Thought

Management of inventory and supplies has become big business among
manufacturers, whose buying and storage strategies directly affect botiom lines.
They refer to this practice as "MRO™ or Maintenance, Repair and Operations.
Though their business structure differs from yours, PROs could take a fip or two
trom manufacturer MEO tactics.

Check out a white paper on MRO Optimization at http2/'go.infor.com/
mrooptimization’. INFOR 15 a software solutions company, with some illuminating
insights on how companies physically manage inventory and how it affects cost-
and-time-efficiency in operations and purchasing. The paper offers tools and
processes o analyze and evaluate inventory and storage praclices in order o
identify, track, and organize pars and supplies. The resuli: a more funchional,

reliable storeroom, better inventory processes and inventory reductions.

32 March 2008

Name: Scott Tart, Owner

Company: Forever Glean Portable Toilets
Location: Fuguay Varina, N.C.
Employees: 4

Years in Business: 3

Scott Tart started out using Summit General Ledger software
(Summit Software Inc., www.summit-soft.com) in his business,
Forever Clean Portable Toilets, about 20 miles southwest of
Raleigh. “T knew I wanted to get a handle on things right away,”
Tart says. "A colleague referred me to this sottware. I did get the
barebones package, though, no extras.”

The software allows Tart to keep track of his units and inte-
grate route scheduling and billing, while enabling him to run
reports as needed. He believes software will ease growing pains as
the business expands, since data can be easily added to or
changed as necessary.

Name: Gheryl 0'Brien, GCo-owner
Company: Grand Bend Sanitation
Location: Grand Bend, Ontario, Canada
Employees: 10
Years In Business: 20

Cheryl O'Brien

About five vears ago, Grand Bend Sanitation owners Chervl
and Andy (O'Brien decided to add enterprise software to help
manage their restroom inventory and the rest of their business.
They opted for a package from Clear Computing (www.clearcom
puting.comj.

Cheryl O'Brien explains, " Before, we numbered our units and
kept track of them on a white board. But now we have 250 units
and I'm the only person in the office. I needed help.” She uses the
software to monitor "who has which unit where,” and to keep a
running total of how many units are in the field, in the yard await-
Ing delivery or requiring repair.

Like most PROs, O'Brien realized the soltware would be a sig-
nificant investment, so I did a lot of homework before buying,”
she reports. "I made the rounds on the floor of the (Pumper &
Cleaner Environmental Expo) show, compared and made my
decision. Then 1 made my purchase online.” She also keeps up
with developer updates.

“It handles routing, too,” says O'Brien, "which 1s great in our
area, because we have to keep track of every gallon we pump.”
Ontarios provincial Ministrv of Environment requires annual
pumping volume reports. i

www., promonthly.com
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WELDING & REPAIR INC.
Vale, North Carolina 28168

authorized distributor for

e Ford » GM

e International

008 PETERBILT

2500 gal. tank, 2 with 6-spd.

2008 KENWORTH 1300

20 gal. tank, 6-spd., 260 hp

(2) 2008 INTERNATIONAL 4400

2000 gal. tank. (1) 6-spd. transmission &
(1) Auto transmission

(2) 2008 INTERNATIONAL 4300s

1500 gal. portable toilet service units, Auto transmission

2008 5500 CHEVROLET

1000 gal. 700 waste / 300 fresh, 2 Wheel Drive &
4 Wheel Drnive available

2008 KENWORTH

1500 gal. portabla toilet service unit, auto transmission

2008 PETERBILT

1500 gal, portable toilet service unit, auto transmission

WE WILL CUSTOM BUILD YOUR TANK UP TO 5000 GALLONS!
G00-1500 Gallon Portable Toilet Trucks: Dur Truck or Yours

NEW PORTABLE TOILET UNITS:

w.abernethywelding.com

SEVERAL GOOD,

OLDER TRUCKS T0
CHOOSE FROM:

* (2) 1995 Internationals
2500 gal. tank

« 1997 Volvo
4000 gal. tank

* 1998 Volvo
4000 gal. tank

PORTABLE TOILET UNITS:

« 2005 Chevrolet
1500 gal.

« 2000 lsuzu
800 gal.

* 1999 Freightliner
1500 gal.

+ 1999 Sterling
1500 gal.

* 1991 4700
International
1400 gal. tank
MANY OTHER
UNITS IN STOCK!

CALL FOR UPDATE

2008 International 4400E Series,

260 hp diesel DT 466 engine, 6-spd. trans. and world

class auto, air brakes, 33,000 GVW, air conditioned, 2500 gal, tank,
Masport HXL400 pump. IMMEDIATE DELIVERY!

Also, 2500 and 3500 gal. tanks READY FOR

IMMEDIATE DELIVERY.

2007 International 4300,
220 hp DT466, Allison auto. trans,, air brakes, 25,999 GVW, air condi-
toned, total tank capacity: 1100 waste/400 fresh, Masport HXLTEY
pump. IMMEDIATE DELIVERY! Also, 1500 gal. tanks READY FOR
IMMEDIATE DELIVERY.

Check with us on financing for the purchase of a new trock!

COMPLETE PARTS AND IN-HOUSE SERVICE
AlIC Vanes * Moro * Battioni * Jurop * Masport * Fruitland * NVE * Powerflo * Plus many other brands

I
Complete Line of

Masport Pumps
Available

Immediate Delivery
Y,

OVERNIGHT DELIVERY ON PARTS - SAME DAY SHIPMENT ON PUMPS

www. promonthly.com

WE SPECIALIZE IN PORTABLE SANITATION AND SEPTIC PUMPING EQUIPMENT
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TRUCK CORNER

QUESTION:

I recently had one of my employees “smoke™ a vacuum
pump. He said he was just doing his job like he normal-
ly does — nothing different — and the pump simply
started smoking. I told him a properly maintained
pump won't smoke under ordinary working conditions. He
claims he did nothing wrong. Maybe he did or maybe he didn't,
but my question is fairly basic: What will cause a vacuum
pump to get so hot that it smokes?
Henry Windham
Buftalo, N.Y.

ANSWER:

Nothing like "smoking”™ a pump to make smoke come out
ol the bosss ears. There are three primary reasons why a
pump will start smoking:

1. This is the answer everyone thinks is the only answer: There’s
no oil in the pump. Every vacuum pump requires a steady flow of
lubrication. Should the pump run out of oil, the rotor and the
vanes, which are turning at around 1,100 rpm, will definitely cre-
ate heat inside the pump. It won't take long tor the heat to turn the
residue oll into smoke, and only a bit longer than that to perma-
nently damage the pump. So, rule No. 1, fill up the oil reservoir on
VOUur ractilm pump every workday.

2. Your vacuum relief valve is set too high. This will depend on
vour elevation to some extent. If yvour vacuum relief is set too
high, the pump will run for a longer period of time before the
relief of the valve comes into plav. The longer work cycle will again
create heat in the pump and if allowed to continue — you get
smoke. Consequently, rule No. 2, adjust yvour vacuum relief valve ro
the proper setting for your elevation.

3. This is a combination answer. That is to say, any one of these
things could create problems and heat for vour vacuum pump.
One is very basic: The wrong oil was put into the pump. Every vac-
uum pump manufacturer recommends certain oils be used in
their pumps. Other oils will not perform like the recommended
oil, consequently heat is generated and here comes that smoke
cloud. So wuse the right oil, consistently and constantly, in the
pump. Don't get in a hurry and substitute the stuff yvou have on
the shell because it happens to be there. Simply put, the oil you
put into yvour car or truck isn't the oil {in most cases) that you
should be dumping into vour vacuum pump.

34 March 2008

lerry Kirkpatrick answer your
questions in Truck Corner,

Smoking Pump Has Him Steamed

Look for several common root causes when your vacuum pump begins to smolder

Bob Carlson (left) and

Another possibility is that the pump is running too fast.
Vacuum pumps are designed to run at certain rpms. The speed is
ditterent for each vacuum pump, depending on the manutactur-
er. The pump installer will usually
set it to run within the specifications
required by the manufacturer, Many
pumps are designed to run around
1,100} rpm with a high range around
1,300-1,400 rpm. Some installers will
use a smaller pump and set it at the
higher range to get it to work as
quickly as a larger pump. If the
pump is set to run at a higher-than-
recommended rpm, the smoke will
begin to show.

If you are using a small
pump on a large tank,
the extra time needed fo
evacuate the tank could
cause the pump to over-
heat. Not only that, but a
small pump on a large
tank is going to have a
short, sweet and possi-
bly smoky life.

As a side note, make sure your

installer or the provider of the pump understands the size of the
tank you are using. Remember, the size of pump on your truck
should be based on the size of tank you are hauling. If you are
using a small pump on a large tank, the extra time needed to evac-
uate the tank could cause the pump to overheat. Not only that,
but a small pump on a large tank is going to have a short, sweet
and possibly smoky life.

ADD IT UP

When your employee says that nothing had changed from
previous workdavs, but the pump started smoking anyway, some-
thing is up. If everything was the same as the previous time, there
would have been no smoke, the pumping would have been done
and another successful day of work would have been accom-
plished. Somewhere between the last working day and the smok-
ing day, something changed and it is most likely one of these rea-
S0OT1S.

50 before it happens again, find out what the emplovee did to
create the change in the operation of the vacuum pump. Pumps
are expensive. Make sure all your emplovees understand what is
happening when a pump starts smoking. When it comes to the
portable sanitation industry, there is nothing romantic about the
phrase "Smoke gets in your eyes.”

Bob Carlson and Jerry Kirkpatrick of Arizona-based Glendale
Welding have over 50 years combined experience dealing with

portable sanitation fruck issues. Fax questions to them, addressed

to Truck Corner, at 623/937-3688, or send Bob and Jerry an e-mail

at truckcorner@ promonthly.com. W

I EFORTENLE MNETHOOVER e s T

www., promonthly.com



Water not intended
for drinking purposes

Bl

DISCUSSION

Decals, S|gns
Safety Products

ﬁﬁp-mn,x LI, s,

>

YOUR

CUSTOM LOGO
HERE

§
I
| (&

(es)

[t e

QUESTIONS? Get Answers...

New PRO Discussion forum brings portable sanitation

professionals together over the back fence, 21st Century style

By Jim Knelszel

inally ... A place you can go to talk shop with portable restroom
FHI}Eralﬂrﬁ- from across the country ... and around the world.
Welcome to the PRO e-mail discussion forum, your cyber home
for communicating with other portable sanitation professionals
about issues affecting the individual contractor or the entire industry.
PRO Discussion is based on the successful Pumper Discussion
that has been a fixture on the COLE Publishing Pumper magazine Web
site (www.pumper.com} for nearly five years.

Sharing ideas is as simple as 1-2-3

Visit the promonthly.com Web site and click on the PRO

Discussion link on the left side of the page. Go to the "Join the
PRO E-mail Discussion”™ area and follow the sign-in instruc-
LHONs.

Once you've registered and confirmed yvour forum member-
ship, post an e-mail introduction for fellow PROs.

Sit back and wait for e-mail topics to roll in. You and other
PROs will meet on the forum and exchange information
whenever you like,

www. promonthly.com

I FORTEELE MW T RO T,

When one PRO sends out a question or comment, everyone on
the discussion list will receive the e-mail and may respond. The forum

is open for a wide range of topics, but there are a few simple ground
rules to keep in mind when starting or responding to an e-mail post.

Discussion rules
« No soliciting or commercial product endorsements.
* No derogatory remarks about products, services or people.
*« No discussing prices or pricing of goods or services.
« No forwarding junk mail, chain mail, jokes, or any other

e-mails not specific to this industry.

As easy as it is to join the discussion, its just as simple to leave —
or unsubscribe — and stop receiving e-mails. Instructions to remove
your e-mail address from the forum are found on the
promonthly.com Web site,

Hemember, there's strength in numbers. When we all get togeth-
er and share ideas at promonthly.com, we strengthen our service
businesses and the portable sanitation industry. Il

March 2008 35
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INDUSTRY NEWS

TOICO Acquires GMF Co.,

I
Expands Sales Staff _ , i 300 + 100 GALLON READY
TOICO Industries has acquired ':']MF Co. of In:uhnﬁtmnfn. Pa., | a9 10 GO UNIT THAT WILL
and added tenured sales representative Tom Edwards to its staff. L /s FIT IN THE BACK OF
Edwards has 30 years of experience in the portable sanitation e, me « YOUR PICK-UP

industry. He will be responsible for sales and customer service in
the Northeast United States. The company also has tripled its
warehouse capacity, moving to a facility at 1439 Londonderry
Drive, Woodstock, Ga.

Ameri-Can Appoints Andrews
Sales Administrator

Mandi Andrews has been appointed sales administrator for
Ameri-Can Engineering. She will be responsible for the coordi-
nation of sales quotes, processing and assistance in the selection
of features, options, colors and designs of custom-built sanita-
tion trailers. She brings 10 yvears of restroom design and sales to
her position. W

THE DRIGINAL GEM JET IS STILL THE BEST.
2000 PS1 @ 15 GMP

IN STOCK FOR IMMEDIATE DELIVERY -
™ 1100 + 450 PORTABLE TOILET TANK ON A KW
PORTABLE RESTROOM OFERATOR

CHASS1S. CALL FOR DETAILS.

MARK ETP MC E | WE HAVE STEEL TANKS IN STOCK READY

I BE MOUNTED ON YOUR TRUGK

SERVINGATHEILIQUID,
EL

PRO Marketplace gives you:

* Nationwide exposure to thousands of |
industry professionals. _'

EORIOVERISONEARS

John Minnis, Sales Rep
540-547T-2463

Charlie Gilantzis, Sales Rep
252-360-6331

P.O. Box 789 » Wilson, NC 27893

800-334-2763

222-291-7050 = fax: 252-237-TT26
Email all inquiries to Sales@lelyus.com

www.promonthly.com e ™ March 2008 37
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* Layout and design is included Free.

» Available in full color.

MANUFACTURING INC.
* Three different sizes to choose from.

cal: 800.257.722
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FORUM CHATTER

Baby, It's Cold Outside!

About this time of year, PROs fed up with cold weather issues aren’t afraid to share their frustration

out on valuable advice and informal banter among folks in
the portable restroom business. Where else can vou go to

shoot the breeze with others in vour specific industry from
across the country?

If vou're missing the PRO™ Discussion Forum, vou're missing

Question:

I'm wondering how you continue to pump restrooms when

the temperature is minus-20 degrees? | have a slide-in vacu-

um unit that sits on a 1-ton Chevy pickup. I run magnesium
chloride in the restrooms, but it seems that nothing works at these
cold temperatures, [ leave my vacuum pump running because |
am unable to pull start it at 0 degrees. If it shuts down, I have to
head back to the shop to warm it back up. Are there any 12-volt
heaters available that might help? T would appreciate any ideas.

Answers:

| have looked into the same problems. Check with recre-

ational vehicle dealerships. Thev carry a lot of heater options

for water tanks. You may be able to find something that will
work for you. In past issues of Pumper®, I have seen vacuum

== GUSTOM===
SlGNS AND DEGALS

H""‘.iﬁlll

ANDY GUMP
FENCE

% 1 - BER- 3679456
877-340-0004
800-638-1233

I-BBE-TA4-TI%1 | '-;'EHT"""'EE'-'}E Roulo WO y.com

DURABLE’AFFORDABLE AND BUILT;TO LAST

I siNcE 193] _
Ly oI

530 East Jamie Ave, La Habra, CA P04631 Call (800) ?03-3385 or (B00) 556-5576
www . jogury .com
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units placed in box vans to help keep things warm. That sounds
like an idea yvou would benefit from.

On yvour pump, change the oil to synthetic Mobil 1 or a simi-
lar product. That should do it. But if you have to run the engine
all day, make sure the vacuum relief valve is kept at a very light
setting. Changing the oil will be the biggest help.

Looking for grease relief

Question:
I am looking for a way to get cold, hard grease out of drums
and into my vac truck. 1 don't want to use anything that is

going to introduce too much water. Does anyvone have any
ideas?

Answers:
Use a propane torch.,

Heat the outside of the barrel until the grease softens.

Come Join Us Online
The PRO™ Online Discussion Forum is found at

e promonthly.com. The forum is conveniently split into sev-
eral topic areas: General Discussion, Business, Chemicals &

Deodorizers, Parts & Accessories, Portable Restrooms, Portable
Restroom Trailers, Portable Restroom Service and Trucks. Simply

register with a user name and password and join the discussion!
Information and advice in PRO Forum Chatter is offered in

good faith by industry professionals. Readers shouwld consult in
depth with appropriate indusiry sources before applying the
advice they read here (o a specific business situation. B

TRAK

Exclusive Portable
Sanitation Sofitware

Fl
ol
-

One Touch: L .
Billing Order Entry g S e
Service Schedules Reports A

& Visuol mopping and routing 4 QuickBooks inl-agrl

% Automated fimecord ond 4 Employes productivity reports
imvenbory control ¢ FREE DWLINE DEMOS!!
: offers positive service validation

Phone: 866-529-1938 Email: info(@eztrakr.com Weh: www.ezirakr.com
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EZTrakR Offers Inventory
Tracking Technology

E£TrakR data system combines PulseStar and iButtons

technology to track employee productivity, adjust service routes,

record inventory and provide one-touch billing. Attached to
each restroom unit, ID data from the metal iButtons can be
scanned with a reader, updating customer accounts with the
date and time of each service, as well as
vard inventory and deliveries. For more
information: 866/529-1938;
www.ezirakr.com.

Armal Designs Pre-
Scented Restooms

The Scentbox portable restroom from
Armal features long-lasting, fragrance-
scented walls, and is available in five
scent-matched colors. For more infor-
mation: 866/873-7796: www.armal.biz.

scentbox from Armal

—| Online!

At www.promonthly.com

you now have INSTANT
ONLINE ACCESS to the

VALUABLE NEWS and
ADVERTISING CONTENT
tound in the pages of
PORTABLE RESTROOM
OPERATOR.

————

The informative Web site is just another example of
how PRO™ is aiming fo better serve you, the portable sanitation
professional. Here's a few features you'll find when you visit the
online home for the PRO:

~ A summary of the stories found in the most recent issue of PRO, os
well os summaries for each past issue.

- Each issue’s compelling cover story posted in its entirety including full-
tolor photos.

- A free subscription form for PRO, as well as a link to sign up for
PRO Discussion, an e-mail forum for portoble sanitation

professionals.

- Comprehensive dassified odvertising from the poges of PRO, as well as
contact information for all advertisers.

- Links to Web sites for other COLE publications.
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Clear S e e
Computing SESELI o A
Launches 1= TR
Centralized A
Reporting '

Clear Computing has
added centralized finan-
cial reporting for external divisions to its Total Activity
Control operations management system. The new feature
enables users to access and run individual or combined
reports, wherever they are located. Reports can be viewed,
e-mailed or exported into Excel. For more information:
888/332-5327; www.clearcomputing.com.

Total Activity Control from Clear Computing

Water Cannon Offers
Undercarriage Attachment

The Mud Cannon undercarriage cleaner [rom Water
Cannon attaches to a pressure
washer hose and requires only
5 1/2 inches of clearance.
Featuring a stainless-steel
Mosmatc swivel and spray bar,
the spinning 4-nozzle rotating
assembly cleans an approxi-
mately 24-inch area. The unit
has a telescoping handle and
can withstand temperatures up
to 195 degrees E as well as
almost any type of liquid chems-
ical or acid solution. For more
information: 800/333-9274; www.watercannon.coinmn.

Mud Cannon undercarriage cleaner
from Water Cannon

Ameri-Can Introduces
Race-Team Shower Trailer

Ameri-Can Engineering is celebrating its 20th anniversary
with the launch of its race-team shower trailer. The trailer con-
tains both shower and restroom features, power generation
capability and storage for additonal equipment. The units can
be customized with a full exterior wrap, displaying team spon-
sors and logos. For more informadon: 574/892-5151;
www.ameri-can.com. i

Turns waste
paper into
profits!

Call Milton Foss
360-385-1333

www., promonthly.com
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Silence Isn’t Always Golden

Frequent customer feedback — positive or negative — will help you improve service and build a stronger clientele

By Steve Washburn

ark Twain once said, "It aint what you dont know that
gets you in trouble, 1t's the things you know that ain't so,”

We all “know” that we provide the best service in our
own areas at a fair price. But what if, "It aint so?” How
wiould vou find out? How do you really discover what vour customers
are thinking about you and what they want?

The best way to find out is to ask. And, don't just ask in one way
every few vears, but in many different ways every few months by
developing a customer teedback system. A customer feedback system
should be designed to get responses at many customer contact points
— billing, service, management and sales. The benefits of the infor-
mation you receive will help you get a leg up on the competition.

CUSTOMER SATISFACTION SURVEY

A customer survey is not just a bunch of questions strung togeth-
er. The way the questions are posed, how they are answered, and how
the survey is given are important factors to be considered before
finalizing your survey. For example, asking "How satisfied are yvou
with our service?” will give vou mostly positive answers. However,
asking “What are you dissatisfied with about our service?” may give
vou a much more negative response, but will get closer to the truth.

The shorter and easier the survey looks, the more response vou'll
get. Your best bet i1s to whittle the survey down to between 10 and 20
questions. Keep questions short and provide multiple-choice
answers, allowing responses on a scale from 1 to 10.

Billing statements are a good way to send out the surveys if you
are sending them to small operators who pay their own bills,
However, if the survey is going to a larger company where an account-
ant or office staff pays the bills, then yvou'll need to mail the survey
directly to vour customer with a stamped, selt-addressed return enve-
lope.

A customer satisfaction survey provides several benefits. First, if
there is a problem with your service, vou may hear about it in time to
correct it and keep the customer, Second, the compiled results can be
valuable to your sales program using statements such as: “93 percent
of our customers report that they are extremely satisfied with our
service and that they will use us again.” Third, you are showing cus-
tomers how much you care about your service and value their opin-
ions.

TELEPHONE INTERVIEW
A more effective way to get your customers’ opinions is to con-
duct a telephone interview. Although a script should be written out

beforehand, your staff can ad lib when responding to the customer’s
feedback. By engaging customers in a conversation, your stall may

discover information that would have been lost in a typical survev.
However, to be successful, staff must be friendly, better listeners than
talkers and talented notetakers (or calls should be recorded). Phone
calls should be limited to five or ten minutes to avoid being a time
burden to vour customers.

FOCUS GROUPS

One of our fastest growing customers in the Northeast got into
the portable sanitation business five vears ago by holding focus
groups. He invited several contractors to a restaurant for lunch. After

www. promonthly.com
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Stere Weshibnaorn is
quality assurance

tnanager for
Polylohn
Enrerprizes Corp,
in Whiting, Ind.

speaking with them, he was
able to determine everything
he needed to know about what
they wanted in a portable rest- : =
room service. He also discov- H,\ =¥ \
ered that they were all unhappy S
with their current service. That

meeting was the single most important factor in making his decision
to start his company.

While taking competitors’ customers to lunch may be seen as
“predatory,” there is no reason not to take your own customers to
lunch occasionally. It vou do, make sure the entire hour 1sn't spent in
small talk. Bring notes on the questions you’ll ask and make sure you
have some tough questions.

The best customers to invite are those who have been with you
for a while and know your service, but haven't been around tor many
vears, continuing more out of habit than conviction. Questions can
range from “"How did vou first hear about us?” to "Where do you pre-
fer to get information about vendors?” You can get competitive infor-
mation by asking questions such as “How often do yvou hear from my
competitors, and in what fashion?” and "What do they say about
themselves and about us?” Or, "What do vou like about our service,
which you didn't get from your previous provider?”

FOLLOWING UP WITH LOST CUSTOMERS

Don't show defensiveness when calling customers vou lost to the
competition. Let them know that you are sorry they left and that your

main reason for calling is not to win them back, but to prevent further
defections of current customers. Taking this stance — one business
owner to another — most people will be willing to explain their rea-
sons for leaving.

Here are a few more customer feedback ideas:

* Put a "comments” section on vour bills, so customers have an
opportunity to provide teedback on vour service.

* Print customer feedback forms attached to self-addressed,
postage-paid envelopes and give each service driver a stack so that he
or she can leave one in customer otfices.

+ When sending out surveys, always include a cover letter that
explains the survev's objectives, why the customer was selected to
participate, and sets a one- or two-week deadline for its return. Thank
them in advance for their participation,

+« Make follow-up calls to customers who don't return surveys.
Aslk if they remember receiving it, and if they lost it, would they like
another one.

+« Provide a toll-free complaint number with a voice mailbox.
Make sure call-in messages get immediate responses.

THE BOTTOM LINE
Silence is definitely not golden when it comes to customer feed-
back. Don't be fooled into thinking vou have no unhappy customers.

In fact, if yvou are not receiving complaints from customers, some-
thing is wrong, especially in a business where one fouled up restroom

can ruin someone’s day. The more contact points vou can supply for
give and take with customers, the better your feedback system will
become, and your customers will repay vou with greater loyalty. 1l
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Employee Motivation
is Job One

Follow these four steps to raise the level of enthusiasm

George Hedley is owner of Hedley
Construction and Hardhat
Presentations, a speaker on busi-
ness-building topics and the
author of The Business Success
Blueprint Series. To reach him,
call 80L/851-8553 or visit
e hardhatpresentations.comnt,

and feeling of job satistfaction among your workforce

By George Hedley

used to get tired of trying to get my people to do what I wanted
them to do. They always had what appeared to be legitimate
excuses why they didn't get the job done on time, or why they
didn't follow my directions, or why it wasn't their fault when
something went wrong out on the jobsite. 1 thought I was the only
one who could do the job right. Perhaps, yvou feel the same some

days.

PEOPLE ARE DIFFERENT THAN YOU

There 1s a way to build your pumping business with the people
you have. You can get them motivated, all on the same page, and
working like a winning team with common goals, drive, and excite-
ment. Successiul business owners and managers know their people
are different than them. They realize employees are nol motivated
for the same reasons they are. Just because you pay employees a
good wage doesn't mean they're going to work their fanny off for
VOLL

Younger workers today are very different as well. Thev like con-

tinuous learning and personal growth in their careers. Their loyalty
15 to themselves. It is your job to discover each employee’s differ-

ences, what makes them tick, and help them achieve their goals in
order for you to reach vour business goals.

THE MOTIVATIONAL PROBLEM IS YOU

Years ago, I went through 14 secretaries over a 2-year period. I
just couldn’t find anyone who would work as hard as I wanted them
to. One day I finally realized maybe the problem was me! I had to
take responsibility for motivating my stall. Once I realized this fact,
my personnel problems turned around, our people became great
and our employvee retention improved to more than 90 percent

EVETY Vealr.
To motivate your workforce, you've got to give them a reason to

be motivated. Don't expect others to understand your passion for
customers, quality work or the need to make a profit. They must
want to follow your vision, achieve your goals, and get the job done
properly.

Exceptional employees require two things — money and hap-
piness. Money includes fair pay and competitive benefits, plus
working for a strong company with a good reputation in the com-
munity. Happiness is the same, being motivated. Your job is to moti-
vate your people to want to do what vou want them to do. You
accomplish this with inspirational leadership, continuous, clear
and continuous two-way communication, an exciting vision, step-
by-step directions, holding people accountable and giving them full
and unquestioned responsibility.

FOUR PROVEN STEPS TO MOTIVATE PEOPLE:

1. Outline clear expectations

People need to know exactly what vou want them to do and the
results vou want them to achieve — the expected results. Weak
managers assume people understand what's required. The norm is
to tell people to work real hard and try vour best. But, this doesn't let
people know exactly what’s expected. People must be told and
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understand exactly what vou want, the specific end results.

Be specific with clear targets and define the exact results you
want. Make sure your people understand what their individual tar-
gets are, what's acceptable and what's not, when they hit or miss
their target, consequences for not achieving the results you want,
and rewards for a job well done.

2. Give regular recognition and praise

The second important step you want is to provide ongoing
recognition and praise tor people who do the work. Weak and inet-
fective managers don't take time to thank people for a job well done.
Ower time, this causes lackadaisical employees and poor results. In
a survey of why people left their company, over 90 percent said
they'd never been recognized or praised by their boss.

Employees want and need feedback and positive reinforce-
ment for their efforts. Effective leaders give out praises at least every

week to everyone in their sphere of influence. Use words like, "1
appreciate vou” and “Thanks for a great job.” Keep a simple chart in
vour day-timer to ensure you recognize all your stafl on a regular
basis. Strive to praise everyone at least weekly and check it off on
yvour chart so you won't forget someone. Verbal praise works the
best, but occasionally write handwritten notes to those who went
bevond the call of duty.

3. Share a clear understanding of the big picture

The third thing your people need is a clear understanding of
the big picture (company, employees, customers, projects, etc.) and
how they it in. Successful business owners, managers, and supervi-
sors are open and honest and tell employvees where their company
is going — its vision, what the future has in store, positive and neg-
atives, and changes or adjustment required to be successtul. People
need to know what's happening; otherwise, they tend to think the
worst.

Successful leaders constantly tell the real deal — business is
good or bad, the future is positive or negative, sales are up or down,
productivity is acceptable or not, our people are doing a good job or
not. Hold semi-annual, all-company meetings plus monthly project
and department meetings where the big picture is discussed and
open to questions.

4. Promote a caring company attitude

Let vour people know you care about them. Emplovees need to
know you appreciate their contributors to the company success.
Thev want to know vou care about their personal goals, future, per-
sonal development and their family. People must know theyre
important. They want to know they will be listened to and have a say
in the future of their company.

To ensure you continuously show vou care about your employ-
ees, keep a "team member profile” sheet on each person in your

day-timer. Include their name, tamily members, schools, hobbies,
sports, interests, goals, challenges, contributions, etc. This way vou
can refer to it on a regular basis and keep track of each team mem-
bers life. I
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That’s right. some 6,000 of your indus-

try peers welcome PRO for the value it brings
to their business. Each 1ssue shows you:

|
[
i
|

AR TASAEB8LE HESTROOM OOFEMMAT OE

L] Start my FREE subscription to PRO magazine.
- Marketing and service tips that help you

signature (required) o Dote
win |obs and earn more profit.

Atention

- Tips for saving on fuel, repairs and labor. il ol okl

Moiling Address

- Money-saving deals on supplies and
equipment.
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Fhone 00 o

E -Mail
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METHOD OF PAYMENT (please check one):

Best of all, you'll learn from other successtul - Check enclosed |payable to COLE Publishing Inc.)
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business owners — how they did it, and how i e e
YOU can, 1oo. Card # V-Cods
Cardhelder Mame Exp. Dols

What is your company’s primary function?
What else does your company do? (circle leters below):
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subscribe
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BUSINESSES

HEALTH AND AGE DICTATES SALE.
200 plus fiberglass toilets, 2 Crowd
Fleaser trailers, 25 holding tanks, trail-
Brs, rucks, addimional vacuum pumps
and tanks. Related U-Cart concrete sys-
tem with 5 1-yd. trailers. Will split items.

Offers welcome. 706-888-9900. (T3]

FOR SALE: Septic and Portable Toilet
Business located in Holland, Michigan.
10 toilets, 2 sinks, 1 truck. $5,000 buys
all! For more info. call 616-548-3128 or
email me: smscamaroys & yahoo.com.
(PT3)

LEASE/FINANCING

EQUIPMENT FINANCING WITHOUT
ALL THE HEADACHES. *Qur specialty
s credit scores as low as 600,
*Application only up o $250,000; *Stan-
ups and young businesses up 1o
$130,000; *Any type or any make equip-
ment new or used. Let us show you the
maney. We are in our 20th yaar, Call toll
free at B66-259-2370. BSG Services
LLC. P T3

PORTABLE RESTROOMS

FOR SALE: PORTABLE TOILETS:
a0+ PolyJohn standard tan units, 500+
PolyPortable standard tan unils; poly
skids, white tops & comers. Good 1o
very good, excellent condition. Save 0-
60% Off cost new. Quantity order dis-
counts. Call Bob Saror in Fla. at 352-
r96-4540. For serious buyer, can

arrange shipping. {(FTEM)

FOR SALE: Used portable toilets:
Palysans, Hightechs models in Norhem
Chio. 3100 to 5200 each. 419-466-
1348, (PTS)

USED PORTABLE TOILETS: In
Chattanooga, TM. Satellites, Poly-
Porlables, and PolyJohns ready to rent.
Nearly 200 units to choose from. $195
each. Can deliver 24 units at a time @
$2.25 a mile. Also available 100 Synergy
Ultras VIP toilets used only for special
avents, like new. 30 units are & years old
and 70 units 5 years old. Sold only as
group for $32,000. Call Charlie 423-894-
9994 or e-mail charlie@ pitstoppor
ables.net, (PT3)

Advertise in Classifieds for only

ADVERTISING

PORTABLE RESTROOMS

POLYPORTABLES: 43 yelliow wiwhite
tops @ $300 ea., 5 handicap . blue
wiwhite tops @ 3500 ea.. 4 yrs. old, nice
shape. Michigan. S88-743-5055. (FT4)

OVER 500 GREY POLYJOHN UNITS

next to new condition, Starting at $200
each. HReady to earn you money!
Located in SW Florida. Call B8B-697-
6043; erin@amberjack-inc.nel.  (PT3)

PORTAELE
RESTROOM TRAILERS

189897 AMERI-CAN 32° HESTROOM
TRAILER: 7 women's stalls, 3 mens
stalls, 4 urinals, Ready to rent, 920-979-
7713 (FT3)

(31} USED RESTROOM THAILERS,
some need repair. (areal winter project!
Located in Portland, OR. Send e-mail for
photos and details, These trailers will be
50ld cheap and quickl E-mail

sanipot@comcast.net or call Bruce
Fhillips at 503-319-68959. (P13}

WANTED: Would be interested in pur-
chasing used Poralisa restroom trailer.

PORTABLE
RESTROOM TRUCKS

2001 INTERNATIONAL 45800 SERIES.
FPORTABLE TOILET SERVICE
TRUCKS: Reducing fleet, photos on
request. Must sees: 2000 International
4700, 16" flatbed, 171,824 miles. 2004
International 4300, 2000 gallion Huber
aluminum fank, 1500 waste/S500 water,
116,475 miles. 2006 Freightliner M:2-
106, 22' flatbed will haul 12 Poly
Portables, side lift gate and 100 gal
water tank. 2006 Freightliner M2-10G,
47,000 miles, 1900 aluminum tank,

1400 wasteS00 water, Call Anthony or
Jogy Boyett for prices at 251-946-3250.
{FT4)

White portable toilet pick-up, delivery
and service unit. 12 frt., 18 rear, Maspor
system, hwd, brakes, P/S, A/C, 107 deck
with hydraulic lift gate. Unit carries 4 toi-
lets. 38,000 miles. Excellent condition.
328,500 OBO. 352-796-4540. (PTBM)

2004 CHEVY 1-TON, Duramax dieseal,
373 axle, flatbed wipower liftgate, 2 stor-
age boxes, 300 gal. waste & 120 gal.
tresh, Honda electnc start engine, new
tires, 70,000, excellent cond., lank &
truck. $29.000. Michigan. 989-743-

“1.00 rer worp:

at www.promonthly.com

=4 =) Classified Ad Form

Call 601-879-3969. (P T3} 2055, (FT4)

Please print ad legibly below with correct punctuation and phone number.

Circle each word to be bolded, it any. Remember to choose a heading.

CHOOSE A HEADING:

1 Businesses 1 Leose Financing -l Portable Restrooms ) Portoble Restroom Trucks () Septic Trucks I Tonks
-J Computer Software ) Miscelloneous -1 Portoble Restroom Tanks ') Positions Avoilable J Service/Repoir J Wonted
-J Excovating Equipment L Ports & Components ] Portoble Restroom Troilers ' Pumps - Washdown = Slide-In Units —J Other

DEADLINE: 17th OF THE MONTH

For example: November 17th would be the
deadline for the December issue of PRO.

CLASSIFIED AD RATE |

51.00 per word, per month with o 20-word minimum
or $20.00. 51.00 extra per bold word (key words only).

ADVAMNCE PAYMENT REQUIRED

Mo billing for clossified ads. Payment must be received
in odvance before publishing.

FILL IN BLANKS: MONTH(S) WORDS 5 AMOUNT | MAIL this completed form with payment to:

COLE Publishing Inc., PO Box 220, Three Lakes, Wi 54562
COMPANY NAME
ADDRESS. PHOMNE - FAX this [DF"I]IETE‘[I formto: 715-546-3786
CITY: STATE: ZIP: ONLIMNE form aot: www.promonthly.com
PLEASE FILL OUT CREDIT CARD INFORMATION COMPLETELY INCLUDING V-CODE (3-DIGIT MUMBER FOUND BY YOUR SIGMNATURE]

WE ACCEPT:

CREDIT CARD NO.- V-CODE - EXF DATE: ﬁ‘ o=
CARDHOLDER MAME: PHOME : e I'."ﬁ:
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PORTABLE
RESTROOM TRUCKS

2003 FORD 550 SUPERDUTY, runs
good, diesel, auto, PTO driven, Masport
vacuum pump, 300 gal. waste, 140 gal.
freshwater, carries 4 units, power fail-
gate. 513,500, B60-974-1482, (T3)

1996 INTERNATIONAL 4900 SERIES
White, DT466, 6-speed, AL, PiS, AB,
1TR22.5 tires, 12 1., 21 rear, Maspor
pump system, 1600 gal. sewage, 500
water, hose reel, (2) unit HD rack,
200,000 miles. Solid front=line unit. Very
good condition. 522,500 OB, 352-796-
4540 {FTEM)

2007 INTERMNATIOMNAL DT 466 - 4300,
air brakes, Allison transmission. stain-
less steel tank, 1100 waste/d00 frash,
Conde pump, 43,000 miles, excelient
condition, built by Best Enterprises.
269 900, 417-257-4088. (T3)

1994 INTERNATIONAL 4900 SERIES
White, DT466, 6-speed. A'C, P/S, A/B,
1MR22.5 tires, 12 ., 21 rear, Maspor
pump system, 1600 gal. sewage, 500
water, hose reel, (2) unit HD rack,
382,000 miles. Good standby/spare
service unit. Average condition. 518,500
QBO. 352-796-4540. {FTEM)

IF ¥OL ARE USING AN

IN YOUR AD, BE SURE IT CAM BE USED
IM ALL AREAS MATIONWIDE.

PORTABLE
SHOWER TRAILERS

2004 AMERI-CAN SHOWER TRAILER
B unisex stalls. On-gemand propane hot
waler, fresh water hook up or 300 gallon

on board. 920-879-7713. (PT3)

SEPTIC TRUCKS

1990 INTERNATIONAL, 2500 gal., good
runner, A'C, Mora pump, 70 gal. fresh
water, clean truck, single axle. §19,000
OBO. Located in AZ. 92B-667-0021
(PTI3)

1985 INTERNATIONAL, 400 Cummins,
145,000 on inframe, trans. rebuilt, new
FTO and Wally pump done by Intl. deal-
er, 3400 gal.. A/C, 70% rubber, good
runner. $22,000. In AZ. S28-667-0021.
(PTI3)

WANTED

WANTED: 2505 Terra Gator Tool Bar, 4
or 5 shank, straight bar, model P-16
Case |H resel style. Ph: Ron @ 204-
fa5-B310. (CPT4)

come it We're
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J=EBEB SHOP ADVERTISING | Please print ad legibly with correct punctuation and PHONE NUMBER. Don't forget to send photo!
BE ONLINE & IN PRO FOR ONLY $100!

IL71(3 5100 PER AD, PER MONTH, WITH A 30 WORD MAXIMUM — PLEASE NOTE: You can only advertise ONE ITEM for sale per ad

DEADLINE

171 OF THE MONTH - For example: July17th would be the deadline for August PRO.

L[N 13,1 F NO BILLING FOR PRO SHOP ADS. Payment must be received in ADVANCE before publishing.
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photo to: COLE Publishing Inc., BO. Box 220,
Three Lakes, W 5456432

Company Name Make check/money order payable to:
COLE Publishing Inc.]

- e * ONLINE od form ot: www.promonthly.com

City Sate Llp * FAX this completed form to: 715.546.3786 and
E-MAIL photo to: proshop@ promonthly.com
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SOLAR LIGHTING I, Inc.

Restroom
Lighting
ablutions

N1 E

" Low Cost
" Fasy Installation

ADVERTISING

EASILY MOVE RESTROOMS
Super Mongo

Mover”®
* Meove ADA
Kestrooms
« Available with 2,
4, & or 8 wheals

« Alurminum
Frame

VWWOMNE M

® Solar Charged
B [ow Maintenance

» Ships LIPS
Dﬂ rolL Free. 8606.599.3325

Deal Assoc. Inc, m_dﬂﬂlﬂssﬂ.tnm

1-800-811-1985

www.startronics-solar.com

% Thank You For Visising Us in Lovisville
SUPERIDK PERFORMANCE AT A PRICE THAT WORKS FOR YDU

Portable Restroom 2= . Manufactured
Deodorizers f '::u In Our Planis

g . = BUY DIRECT AND SAve!
-800-345-3303  wwwiichem.com

Arhens, GA = Maab, UT
e i PES ’IE"'Hllfl'l HIENE "i;rl'l:ii Biset = Lrocl Hlachs + ;]'11ii|:|:."|:|:.'|.l;|.|:|

Best Prices
Ever!

Complete

fr -
89

O = 3000 pSi

Green Cleaning &
Deodorizing Solutions

for the Pumper Industry

C:

Clean

Use our eco-friendly enzyme products in
your potties and watch your sales soar!

Portable Restroom Deodorizer
Hard Surface Cleaner - Grease Trap
Drainfield Opener - Truck Wash
Pit Water Reclamation

Corsce (4 Were

OPEN

iromonthli

Move your portables...
...\While you ride!

(B64)561-5852

Contact GLEB Inc. for a free sample!

‘ www.GLB-Emzymes.com = B00.236.1366
T

PRO MARKETPLACE GIVES YOU NATIONWIDE EXPOSURE TO THOUSANDS OF INDUSTRY PROFESSIONALS.

Size A: 2.375" x 3" - $400
Size B: 2.375" x 2" - $300
Size G: 2.375" x 1" - $200

Layout and design is included
FREE, and we can fax or e-mail
you a proof for final approval!

CALL 1-800-257-7222

to advertise in
g-Color

PRO Marketplace

Process!’

S IFED

FORTABLE RE3STRAOOM xHEHAI 0"

Have you ever wondered how we generate story ideas for the
pages of PRO™ Portable sanitation contractors are our most
important sources for the news and feature stories you see here every
month.

If you have an i1ssue-oriented story idea or know of a fellow con-

Here's a sampling of features that appear in the pages of PRO:

WORKING VACATION

Do vou have trouble leaving your work behind when vou visit
faraway places? If your camera holds images of portable restrooms
and associated rental products along with the usual vacation shots
of tourist attractions or the family frolicking on the beach, we wani
to hear from you. We'll share vour snapshots and portable restroom
travel tales in Working Vacation.

TAKE 5

Some days yvou only have a few minutes over a cup of coffee to
take a breather in your hectic workday, We want to help you make
the most of those few moments by introducing you to a PRO or

46 March 2008

We’re Here for the PROS!

tractor whose success story should be told, please call or write and
tell us about it.

Editor Jim Kneiszel may be reached through COLE Publishing by
phone at B00/257-7222, by mail at P.0. Box 220, Three Lakes, Wis.
54562, or by e-mail at editor@promonthly.com.

industry leader who addresses the five issues that have the greatest
impact on their job or business. If you know someone in the indus-
try who could offer valuable insights to others, we'll feature them in
Take 5.

PRO FORUM CHATTER

An interesting portable sanitation roundtable discussion
awaits you anytime at the PRO E-mail Discussion at www,
promonthly.com. If yvou haven't already subscribed to this free e-
mail idea exchange, check it out on our Web site (click on the PRO
E-Muail LYiscussion icon to sign up) and start talking abouat imdustry
i1ssues with counterparts across the country. We print some of those
discussions in the magazine under the headline PRC Forum
Chatter. B

www., promonthly.com
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One-Piece Construction L
* Lightweight -
s Rust-Free

Hardware
s Wood and

Poly Skids :
- .

* Large Variety |
: |
rﬂlki i“ H]'-. 1{5., ml
and 440 EHIIHIM

of Colors

— OPTIONAL ACCESSORIES — ﬁ

90 Gallon Free-Standing Sink

a

" . g0 Gallon Rinse Tank

\

K X :
3 | Paper
Dispenser -
7-1/2 Gallon Tuff Jon with ' Exceptionally Stro
Handwasher Lifting Bracket Assembly ﬁ""“t'f

k¢ ""!:

o — j gl

The TSF Gompany Ing. | 2330 s st. phillips Rd. | Evansville, IN 47712 4
Toll Free: 1-800-843-9286" [1812-985-2630 | r.x: 812-985-3671 |
e-maii: tsftuffjon@shbcglobalinet | weo sie: www.tuff-jon.com
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PORTHBLE TOILETS | CHEMICAL TOILETS | HOLDING TANHS | HAND WASH UMNITS

¥
-
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' TEAR...
SQUEEZE...

Turbo Tubes make quick
work of toilet tank odor.

What could be easier? Or more powerful? The concentrated

power of Turbo Tubes handles the toughest ador in seconds.
Mow available in three strengths for use in all seasons and
conditions. New Turbo Tubes make your job easier.

v EASY to use: Simply tear off the top and squeeze into the tank

v EASY to deliver: Moisture Guard package protects against accidental activation
v EASY toship: Small, lightweight packages mean less freight charges

v EASY to control: Proportioned quantities insure proper use and less waste

v EASY to buy: Turbo Tubes cost less than other portioned-controlled products
v EASY to store: Turbo Tubes have a long shelf life and are simple to inventory
v EASY to handle: No bulky containers to handle, or bottles to fill

v SAFE to use: Turbo Tubes are people-friendly and earth-friendly. No carcinogens.

g1ivaiNIING]

EFY=Inut

o

Green Way Products are always safe - always reliable - in all seasons, all the time.

¥

a3 Try them for yourself. See how Turbo Tubes make your job easier.
LTV TINR Simply call Cindy (or your area manager) for a free sample pack.

PACK 800-241-7951
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POLPORTABLES

. M - Camero 01T
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99 Crafton Drive, Dahlonega, GA 30533 USA
Phone (BO0)241-7951 or (706} 864-3776 = Fax (706) Bb4-B111

Patent Pending wwnw.polyportables.com

TOILET DEODORIZERS « TOILET CLEANERS « AIR FRESHENERS « INSECT REPELLANT

All Green Way deodorizers, cleaners and air fresheners are earth-friendly, people-friendly products. They are developed and manufactured in our
facilities in Dahlonega, Georgia by Green Way Products, a PolyPortables sister company

&

ofleen Way Froducts
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