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Beautiful Inside and out.

With standard features like an oversized mirror, recirculatng flush system, the new Stylelite sink, and twice the floor
space of fradifional special event restrooms, it's no wonder the Tagj is the bride's favonie guest, Visit tThe complete line-up

of Hampel special event restrooms including the Tg), Grandeur, Family Affair, and Oro Rojo at HaompelCorp.com.

ey Allcan (o cee |

Engineered for strength, durability and value.
www.hampelcorp.com * 800-549-1558
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Experience Matters.

ustom vacuum tanks built to your specifications.  cresou some ot te options

For nearly 30 years, our tank builders have been setting the industry standard for innovation and value, Everything we build is custom- v Manways (20°, 25°, 36
zed to your exact specifications. Start with a bare tank and add only the options that are suitable for your application. What about o Eul apen door (2 types)

service? Qur technicians can rebuild pumps or furnish parts such as vanes, seal kits, housings, and rators for most pumps. Whatever #,- o % ’ —
. rnmary & secondary shuto
you need, let us put our experience to work for you y y

- v Valves for loading & unloading
ST A8 Slide In Units: Truck Mounted Units:

., |
One or two-compartment tanks - Basic configuration includas v/ 0il catch mufflers
Custom sizes available. Fully ' primary shutoff, full length Suction hose & couplings
configured for service, Ask us rails (straight or Tapered), | | _
about our 12 volt electric option 4" discharge nipple and Maounting rails & kits
for smaller units. J' infake valve Vacuum pumps (Jurop, Masport,

Maoro, Fruitland, and others)

Hosetrays and hangers

Juro-Vac

Direct Gearhox 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
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MOMS LOVE
OUR NEW
ILY ROOM.

Owr 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
breen Way Products

solutions faor life

All Green Way deadorizers, deaners 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.
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This Is your
Black lie Manufacturing

This is your trailer

ON RENT to
Black Tie Event Services

ANY QUESTIONS?

Just ASK these companies how much they enjoyed
spending the money they made through
the Black Tie Re-Rental Program.

Mr.John-NJ ¢ Potty Queen-PA « B&S Port-O-Jons-TX

4 BLACKTIE | | €27 877-733-1200

- www. BLACKTIESERVICES.com
Stee Clegearit ONobile Siestioorne Cornypreriy

& 2008 BLACK TIE EVENT SERVICES, INC



TEN YEARS of rental and operating experience
are built into every Black Tie Trailer design!

Experience the Black Tie Difference!

Metered Fixtures

yiF
—— r Ample Maintenance Closet

seamless Pitched Roof Design

Easily Accessible Prevents Water Leakage
Clean-outs

on Waste Tank

Triple Axles Standard s
on 28 foot Models

* All floor plans available with onboard freshwater.

[ et our experience help to create a custom trailer for you!

% BLACKTIE Call

MANUFACTURING toll free 877‘2 53 -3 533

Ol ethite Seafroowes corvedl VWoeowren Attractive Fina ﬂﬂfﬂg Pfﬂgfﬁﬂ'lﬁ Available
www.BLACKTIEMANUFACTURING.com

& 2008 BLACK TIE MANUFACTURING, INC.
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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:

From the Editor catches up with the YanPolen
family of McBain, Mich., who pulled together last
fall to keep their portable restroom business
going after husband and father Bill VanPolen
died. A PROfile story on the family last December
prompted an lllinois portable restroom contrac-
tor, Russ Gulliford, to jump in and pay the
VanPolens’ expenses to attend the Pumper &
Cleaner Environmental Expo earlier this year. The
family met Gulliford at the Louisville event and
became fast friends. Nine months after Bill's
death, Dollene and Mary YanPolen are forging
ahead with the business and contemplating
whether they can keep it going for the long haul.

PROfile heads to corn country to visit with Rob
Miller, owner of Blue Moon Satellites, Coralville,
lowa, who deals with a variety of small business
issues, including hiring to handle expansion, pro-
viding the best customer service and keeping his
hours under control. “"Hard work and determina-
tion can take you places, but they can only take
you so far ... | think I've reached that point. |
need to grow,” says Miller, who runs the day-to-
day operations at Blue Moon. With a rising num-
ber of units and growing commitments, Miller
finds himself making deliveries and cleaning
runs for 60 to 70 hours a week in the busy sum-
mertime.

Take 5 visits gritty Brooklyn to see how lsaac
Grozi added portable sanitation to his family's
thriving party supply business. All Affairs Potty
Rentals serves a booming spring, summer and
fall market. Grazi's father, Sam, started the par-
ent business, All Affairs Party Rentals, in 1979.
Restrooms were a natural outgrowth of the party
rental company. “We go mostly for special
events,” Grazi explains. "We're a rental compa-
ny, with chairs, tables, and tents. About five
years ago we decided to expand; we got a lot of
phone calls for portable toilets, so we decided to
go into that.” Party or potty, the main customers
are church festivals, community concerts and

house or block parties.

Portable Restroom Operator

Does Your Insurance
Company Specialize In
VWaste Industry
Insurance’

c P

|HE MATTEI ( OMPANIES

Waste Industry Insurance Specialists
Since 1988

Tell Free: 800-916-6128
Fax: (916) 648-9855

eMail: patrickbaker@matteicos.com

Ask your trusted
insurance agent to
contact The Mattei
Companies for your

: , CA License #0D04025
business insurance

Available in all states except HI

Proud Members of PSAI

Has your ﬂurrEnt paper products supplier

let you down?

We carry a complete line of paper
products and chemicals for the portable
toilet/septic industry.

CALL TODAY!

@ Del Vel Chem

Servicing the Industry with Pride Since 1994

250 0ld Mariton Pike » Medford, New Jersey 08055
609-T14-2424 + Fax: 609-714-3030 » B00-699-9903 » www.delvel.com




ABERNETHY

WELDING & REPAIR INC.
Vale, North Carolina 28168

Call Bill Abernethy at 1 .300-545-0324

Fax:828.324.2401 * E-mail:abernethyinc@charterinternet.com

authorized distributor for:

E\ve[ 0wy -

e International
e Ford  GM

008 PETERBILT

Zh00 gal. tank, 10-spd., 330 hp

2008 KENWORTH 1300

2200 gal. tank, auto transmission, 260 hp

(2) 2I]I]B INTERNATIONAL 4400

2200 gal. tank, (1) 6-spd. transmission &
{1} auto transmission

NEW PORTABLE TOILET UNITS:
2008 HINO

1500 gal. portable toilet service units, auto transmission

1(5.'2! 2008 INTERNATIONAL 4300s

00 gal. portable toilet service units, auto transmission

2008 5500 CHEVROLET

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

2008 KENWORTH

1500 gal. portable 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

SEVERAL GOOD,

OLDER TRUCKS TO
GHOOSE FROM:

* 1999 International
2500 gal. dump tank

* 1998 Volvo - 4000 gal. tank
+ 1997 Volvo - 4000 gal tank
* 1997 Ford - 2500 gal tank

* 1995 Chevrolet
2500 gal. dump tank

* 1995 International
2500 gal. tank

* 1991 Chevrolet
2000 gal, tank, low mibss, kow hours

PORTABLE TOILET UNITS:

¢« 2002 International
1500 gal. alumenum tank

* 1999 Freightliner - 1500 gal.
* 1999 Sterling - 1500 gal.

* 1997 Ford F450 - 800 gal. tank
* 1994 UD - 1200 gal. tank

* 1991 4700 International
1400 gal. tank

MANY OTHER

UNITS IN STOCK!
CALL FOR UPDATE

COMPLETE PARTS AND IN-HOUSE SERVICE

w.abernethywelding.com

2008 International 4400E Series,

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

class auto, air brakes, 33,000 GVYW, air conditioned, 2500 gal, tank,
Masport HXL4DD pump. IMMEDIATE DELIVERY!

Alsa, 2000 and 3500 gal. tanks

READY FOR IMMEDIATE DELIVERY.

2008 International 4300,

220 hp DT 466, Allison auto. trans,, air brakes, 25,999 GVW,

air conditioned, total tank capacity: 1700 wasta/'d00 fresh,
Masport HXL75V pump. IMMEDIATE DELIVERY! Also, 1500 gal.
tanks READY FOR IMMEDIATE DELIVERY.

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

AIC Vanes * Moro * Battioni * Jurop * Masport * Fruitland * NVE * Powerflo * Plus many other brands

n
Complete Line of \

Masport Pumps
Available |

Immediate Delivery |
)

_—.

OVERNIGHT DELIVERY ON PARTS - SAME DAY SHIPMENT ON PUMPS

WE SPECIALIZE IN PORTABLE SANITATION AND SEPTIC PUMPING EQUIPMENT
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FROM # h = Contact us: PRO strives to serve the portable restroom industry with interesting
EFDITOR ared helpful stories. We welcome your comments, guestions and column sugoes-

tions and promise a prompt reply to all reader contacts. Call 8000257 -7222;

July 2008 fax 715/546-3786; e-mail PRO editor Jim Kneiszel at editor@promonthly.com.

One Day at a Time

VanPolen family forges ahead following tragedy, wondering whether they can keep the
family portable sanitation business going

By Jim Kneiszel

my gosh, if anything ever happened
to me, I would want my kids to get
involved and go with it if they could. I
was Just trying to offer some encour-
agement and I wanted to meet
them."

Gulliford said he was impressed
that the VanPolens voungest daugh-
ter, Mary, sidetracked a career in the
dental field to join the portable sani-
tation business; that all the
VanPolens would pitch in and show a
family’s pride in a challenging service

etting to know the VanPolen
G family over the past year has

been both heartbreaking and
awe-inspiring for me. The road they
have had to travel as they coped with
the illness and death of their husband
and father, Bill, in October, 2(07, has
been difficult, to say the least.

Readers ot PRO met the VanPolens
last December when we ran a protile
story about their company, VanPolen
Portables in McBain, Mich. The other
day I gave a call to Bill's wife, Dollene,
and their daughter, Mary, to see how industrv. He could envision the same
things were going as they soldiered on | tragic situation happening to any of
with the company that Bill had started Dallene {center) and Mary VanPolen, as seen on the cover of the the hundreds of Fﬂll'lil‘r-.-' businesses in
many years ago. It was good to hear the December 2007 issue of PRO, struggle to carry on after the death  the portable sanitation industry.

entire family — including Mary's sis- last year of family pairiarch and company founder Bill VanPolen. His support of a grieving family
ters, Kathy Vana and Shari Benthem — was simply an extension of the sup-
have found a few bright spots amid the grief and turmoil of run- port hes felt in the industry over the years, Gullitord said. He
ning a business without its leader. hopes any advice he shares with the VanPolens will help them
through a difficult decision about maintaining or selling the busi-
sUPPORT FROM A PRO ness now that its patriarch 1s gone. He encouraged Dollene and
“I thought, my gosh, if any- [ had the good fortune of | Mary to work through some difficult times and not make a hasty
thing ever happened to me, | being witness to one of those decision.
would want my kids to get special moments at  the | “This is what makes the industry unique: }m-:u people bounce
involved and go with it if they Pumper & L_Iemrer_ F.Twur::m- :ﬂem off one another ﬂnd ':J:JE’H‘IE!' mfu.rtnﬂlu_;rn, Gulliford S-l'ill-[:l.
, , mental Expo in Louisville ear- When I was small, T was intimidated by the big guys, bul now I'm
could. | was just trying to offer lier this year. That's when the not afraid to ask other people for opinions. I hope I'm able to help
S0me VanPolens met Russ Gulliford, companies that are smaller than I am.”
encourage- a portable restroom contrac-
ment and | tor who was so moved by their ADJUSTING TO LOSS
- ""h wanted to story that he reached out to Dollene VanPolen was thankiul that a stranger reached out to
P maet help them. her with financial support so her family could attend the Expo.
, — § Gulhiford, owner of lllinois she also welcomed the advice.
g them.” Portable Toilets, Gulliford “I think God just sends some really neat people into vour lives
| l Russ Gulliford  Septic Service and Quality and this gave me faith in mankind again,” she said of meeting
Plumbing, Heating and Air in Gulliford and his crew. “He put forth quite a bit of effort to help us
Urbana, TIll.,, called the g0 and that was really something.”
VanPolens after the story ran in PRO and offered to pay for the Running the business by hersell has been a struggle for
family to attend the Pumper & Cleaner Expo. He sent money so Dollene as she deals with grief. She and the girls have joined a
they could bring the entire family to Louisville, where they met grief support group recently to deal with the loss.
and walked the exhibit hall together. “Some days it goes really well and some days we really miss
“It touched me,” Gullitord said of the family’s storv. “I thought, him like crazy and wonder if we can do this without him,” she

10 July 2008 Portable Restroom Operator



said. “If it weren't for the grieving, we could probably get out and
do more.”

As the VanPolens shared with Gulliford and his crew, stayving
on top of equipment maintenance has been the biggest challenge
(0 keeping the business atloat. Bill VanPolen always kept the fleet
in tip-top shape, while Dollene kept the books and the kids
pitched in during the busy summer season. They've had to look
outside tor help with the vehicles.

“As far as the day-to-day running the business, we know how
to do that, but if a truck
breaks down, that's anoth-
er story,” Dollene said. As
for Mary, Dollene said she
“drives that truck and
trailer around like Iit's
nobodys business.” But
its up to Mary whether
she wants to stick with the
business.

For Marv, the transi-
tion from being a summer
worker during college to being a major part of the business has
been an eye-opener. Not having her father’s wisdom as a backup
has been hard, as has coping with the slow winter months.

“If T can just get through the winter months, I'm golden,” she
said. “It's hard when vou only have two days of work. I don't relax
very well. I want to have something to do every day.”

“Some days it goes really well
and some days we really miss
him like crazy and wonder If we
can do this without him. If it
werent for the grieving, we could

probably get out and do more.”
Dollene VanFolen

LOOKING AHEAD

She may have found the answer to the slow months, howev-
er. During the past winter, Mary started promoting herself as a fill-
in freelance dental hygienist to several clinics in the area. She
found a demand for her services and she could imagine pursuing
that work while continuing to operate the restroom business in
the summer.

The Pumper & Cleaner Expo showed Mary many new possi-
bilities for equipment and services, and networking with
Gulliford and others at the event gave her hope for the future of
VanPolen Portables. She plans to stick with the family business
through the next vear and see what happens.

One thing she knows tor sure, she inherited her tathers pride
in a job well done and the reward of working tor herself.

“You always want to take pride in what you have, and you
want to do the best job yvou can for vour business,” she said. “The
other day I was running a route and I was thinking, it's exciting
just to be outside and doing my own thing and enjoyving it.” i
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Subscribe online at
www. promonthly.com or

Phone 800-257-7222

innovative vacuum truck manufacturer
of the NMiidwestl

BOSSERMAN
Tank & Truck Eqmpment LCC

2327 State Route 568 'I:arEu. Ohio 43316
P: (419) 396-I1570 F: (419) 396-0022
E: info@BossermanTankandTruck.com
W: www BossermanTankandTruck.com

Pum it out Wa:;h it dowm! Fill it up!_

= -'F':ill'l-‘i.-.h_. o

Sutarhilt Model 4 MP Masport Model HXL4V

RIV Brass Vohves

An honest price, excellent service and
premium tooks are signs of o profession-

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

Only the business owner con control the
price and guaolity of his service, but,
when il comes to the tools, Armstrong
Equipment, Inc. can help. We are proud
to affer the best quality pumps and com-
ponents avoiloble. Sutorbilt ond Mosport
ore two of the most recognized ond
respected nomes in the industry. Couple
them with Shurflo, Burks, Pumplet,
Reelcroft, RIV and Plostiflex and you
hove oll the tools needed to ossure o

smoothly operating service fruck.

Plastitlex Hi-Yac

-
Burks D10, Shurflo 2088, Pumptec 356

ARMSTRONG 800-699-7557
EQU_[P]\,-‘[ENT 11200 Greenstone Ave. * Santa Fe Springs, CA 90670

562-944-0404 -« Fax: 562-944-3636
= e IN(C. = == WWW.Vacpump.com
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s ' - i"ﬂﬂ pumg itf
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1-800-921-8190

Portland. Oregon

Immediate revenue generation 3
New product to vour rental fleet
without a major investment

Three bnsmess model offers with the Sanitation Station are: :

T Tm— —

4 B

CUSTomer. ..

« You enjoy the revenue your customer... | con 1o o
from pumping the anil... = You enjoy the revenue 2 1 g | Eﬂmn'h—_.w..

_“__’_—-

anitation Station

. . No out of pocket expense

w You have a six monih -
minimum rental. .. { JTESERTRY ol
o We rent the unit to you at « You have a six monih
a discounted rental rate...  minimum rental...
o You mark the unif up and = Call DropBox and we land
re-rent it o your

1’ 888.3868. ??EB

www dropboxinc.com

PO [ e

Custom Built to Meet Your Needs

Ask for John Barrett or go to www.fmitrucks.com

o T

e lble

..;New 'md

Trucks = Tﬁl‘llﬂ»*l Trmleri

the business for you...
o We rent the unit fo

from pumping the onif.. -:

r ]
e ey
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; T(IIlET & UACUUM TRUCKS

A Division of FIMI Truck Sales & Service
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I Church Road, Hatfield, PA 19440
Phaona: 800 422 . 1844

Fax: 885_EB8331. 9380
Visit our website: www. libertyfa.com

Call Michael DeGroat (ext 12)

Commercial Equipment Financing Gall 800-422-1844




THINKING SMALL I35 A BIG ADVANTAGE

Placing a value on what you ve bu1ilt.

A knowledgeable buyer can make all the difference. I

We own a portable restroom business In CAPITAL

Southern California and North Carolina Whether you are looking to sell your
and are actively looking for potential business or are looking to grow, you
acquisitions across the US. So if you need capital. We are a cash buyer
have built a quality business n the and can complete a transaction quickly.
portable sanitation 5\ Also, our relationships
industry, we would like \ ' ' within the financial
to meet with you. | . : ~community  provide

access to additional

. ey

- T

At Prometheus, we

e o sources of capital
specialize In acquiring

| o necessary to  grow
profitable, middle market companies In

| your business. If you are interested in
- route businesses. And we are

| selling a portion or all of your business
especially focused on the | | | |
L or if you believe a commited equity
eS8 nortable samitation industry.
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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 guestions, conmments

ar topic suggestions at thewordhouse@ameritech.nel.

Web Site Pet Peeves

Getting a Web site up and running may have been a milestone for your company,
but mere presence on the Web isn’t enough anymore. As the Internet increasingly
becomes people’s first resource for finding a company to do husiness with,
your Web site has to be better and faster than the competition’s.

By Judy Kneiszel

hether I'm researching a company for a writing assign-
ment or shopping for my family, I look at lots of business
Web sites every day — certainly enough to know what I
don't like. Any one of my Web site pet peeves is enough to send me
running, or should T say clicking, to a company’s competition.
Have yvou spent time on vour business Web site lately and assessed
it objectively? Mavbe it's time to fix or eliminate any of the follow-
ing annovances vou find on your Web site:

Contact information is missing or hard to find. While the

Web i1s often people’s first source of information, most poten-

tial customers still conduct business over the phone. Make
sure your company’s phone number is prominent, and a street
address too. Even if I don't ever have to travel to the actual brick
and mortar location, I still like to know where a business is locat-
ed.

Too much fluff before customers can get to the con-

tent. People don't want to sit through some cutesy flash ani-

mation show before getting to the real information on vour
site. There 1s usually a box to click in order to skip the intro, but
watching even that much is a waste ol time.

Links that don™t work. Check to make sure any hnks you
have to other pages or sites still go where they are supposed
to go. If not, update or delete them.

Out of date information. Make sure inventory and pricing
details on your site are current. Don’t make customers want
an item, price or service they can't have,

No humans. Mavbe its just me, but I like to know there are

people behind the technology. Include the names ot yvour

company s owners, managers and employvees on the Web site.
Pictures are nice too, because everyone likes to put a face with the
name or with a voice on the phone.

Music. Always annoying and never necessarv. Don't risk
humiliating a potential customer whao clicks on your site in
their quiet office cubicle. You may have intended “America
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the Beautiful,” to show how patriotic you are but that sudden loud
burst of music will have people clicking the “back” button faster
than vou can say “amber waves of grain.”

Dead ends. Every page should include a link back to the
home page for quick and easy navigation.

Compatibility problems. If customers have complained

about your site not loading, ask what browser they are using

and then work with your Web hosting company to find a solu-
tion. Your site should work smoothly with any browser.

Hard-to-read text. Make sure there is enough contrast
between the text color and the background color and that text
is large enough to read comfortably.

Too many windows. It gets annoying when everything a

person clicks on opens a new window. By the time they are

done visiting just one site they could have 10 or more win-
dows floating around the desktop.

THE BEOTTOM LINE

Having a Web site 1s a relatively inexpensive way to market a
business, but to get the most for vour money the information on
the site must be accurate, complete and readable. Visit your site
often so you know how it's working. In fact, it should be designat-
ed as your home page on your Web browser so ‘;.flJll’rE {'111.-"..’{'1"-.-'5
reminded to keep it current.

Time how fast images and pages load compared to similar
sites, and make sure any problems you, vour staff or your cus-
tomers have with the site are dealt with promptly. An effective
business Web site is easy to navigate and never, ever a source of
annoyance to potential customers. Il

FRO welcomes lelters from readers responding to articles
we publish or offering comments and opinions of interest to the

industry. You can submit your letter by:

MAIL: PRO, P.O. Box 220, Three Lakes, Wi 54562
FAX: 715/546-3786 W E-MAIL: editor@promonthly.com

All letlers musi be signed. Pleasa limil your ketter o 205 words or less,

What's
Your
Opinion

r 4

224 We resarve the right o edit all letters for length and clarity,




When you add up the facts, there's no advantage
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» Reinforced comers hold their shape. No exterior molding.  Tell us what you need: Lower payments? Longer terms?
« Double-walled construction for extra strength Less interest? Deterred payments? Choose the options
» Smooth interior walls for quick, easy cleaning that are best for you.

* Waist-high strap-down guides on all four corners Visit us online at the new PolyPortables.com

« Eight huge hand-holds make handling a breeze

* Versatile parts fit other restrooms in the PolyPortables’
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* Now 14 popular colors, plus custom colors on orders of
100 or more POLYPORTABLES

Listening. Learning. Delivering. Since 1972
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By Sharon Verbeten

Moonlighting so much he named his

portable restroom business Blue
Moon 5atellites — in a nod to the pro-
gram’s Blue Moon Detective Agency.

But now, 14 vears after he started his
Coralville, Towa, business, he works so
much, he feels like he’s moonlighting ...
for himself.

“Hard work has never been an issue

R ob Miller liked the 1980s TV show

16 July 2008

BLUE MO
GOLDEN OPPORT

Small lowa company triples in size, prompting its busy
owner to consider hiring help to meet hectic summer demand

............
IIIII
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for me,” he says. “1 knew what [ was getting
into.” 5tll, the 41-yvear-old 1s hoping his
one-man business can soon expand, ofter-
ing him the manpower he needs and the
free time he desires to spend with his wife
and two small children.

“Hard work and determination can
take you places, but they can only take you
so far ... I think I've reached that point. I
need to grow. I've come to where I can't
expand anymore without help,” says
Miller, who runs the day-to-day opera-
tions at Blue Moon. His wife, Cindy, han-
dles administrative work while at home
with their son
Peyvton, 8, and
daughter Ainsley, 4.

il

Miller loads some of
his stock at his shop

in Coralville, lowa, in
preparation for sev-
eral weekend evenis.
Miller uses a lift on
the back of a pump
truck to deliver
single restrooms

and a trailer for
larger deliveries.

Portable Restroom Operator

Blue Moon Satellites

Owners:
Founded:

Employees:
Service Area:

room business in
1994 from his pre-
vious employer.

&' A
-
He was opera-

Cindy & Fmrhnuur !
tions manager for ' ' —

a4 firm that offered both trash pickup and
portable restroom services; Miller pur-
chased the latter, which then included just
over 100 units.

“When I bought the business,” he
says, I had them sign a (10-year) non-
compete {clause).” Now, however, his for-
mer emplover has returned to the rest-
room business. “Tt rubbed me wrong when
I found out,” he admits, but shrugs it off
saying, “I have more than held my own.”

Today, he's tripled the number of rest-
rooms he started with, running a 350-unit
concern; about half are Satellite Industries
Inc. Tufways, the others are PolyJohn
Enterprises Corp. PI3 models, in addition
to eight PolvJohn ADA units. He maintains
a fleet with one 2003 Ford F-350 pickup, a
2002 Ford F-350 with Satellite Industries
M50 steel tank (650-gallon waste/300-

GETTING
STARTED

Miller pur- |
*hased the rest- -
chas ._1'--




gallon freshwater)
and a 1994 Chevrolet
GMC 3500HD with
satellite Industries
MD&50 steel tank
(600 waste/250
freshwater). Both
trucks are equipped
with Conde pumps.

But with a rising
number of units and
growing  commit-
ments, Miller finds
himself making
deliveries and clean-
ing runs for 60 to 70
hours a week in the
busy summertime, with that dropping to a
more manageable 40 hours in winter.

Working that many hours has helped
Miller familiarize himself with the routes.
And since he's the only driver, he’s learned
to streamline routes, seeing no current
need to use GPS technology. "I know
where I'm going, and I pay attention to
street signs.

“lowa City 15 a fairly compact city; I
can get around pretty well. Over the years,
['ve learned trathic patterns. I've learned to
adapt to what I need to get done.”

BIG TEN CITY

Miller estimates that close to 70 per-
cent of his business is construction, which
slows down during Iowa's cold and snowy

Rob and Cindy Miller at their home near Kalona, lowa, with their children

Ainsley, 4, and Peyton, 8, and Cindy's parents Nancy and Keith Macek, who
help with the business.

w
-

2

winters. “Construction pays the bills, and
where [ make my money is special events,”
he says.

The nearby thriving metropolis of
lowa City (home to the Big Ten's University
of lowa) has been a business boon tor Blue
Moon. "Probably our biggest special event
client is the city of Iowa City (population
62,000)," Miller sayvs. “They have quite a
few art fairs during the summer months.
We supply all the restrooms for them.”
Blue Moon services about five major city
events. That visibility, coupled with top-
notch units reserved for special events,
has proven to be excellent word-of-mouth
advertising.

“Everything that we take out for spe-
cial events is fairly new and has never seen

*Hard work and determination can take you places, but they can only take you
so far. | think I've reached that point. | need to grow.”

Hob Miller

a construction site,” says
Miller. His all-blue units
are readily wvisible, sport-
ing his company's logo —
a smiling gold crescent
IMOOTL.

Some of Blue Moon's
highest wvisibility comes
from its units — decked
out with the familiar little
gold crescent moon
logo — dotting Towa
City on lowa
Hawkeye footbhall
weekends. While Blue
Moon does not sup-
‘ ply units to the uni-
Il versity, Miller does

supply restrooms to
the surrounding residential areas.

“The football stadium sits in a resi-
dential area, and parking is fairly limited,”
Miller says. Homeowners often rent oul
their vards for fans to park, and many of
them rent Miller's units as well. During the
season, he supplies about 50 units to such
VEnues.

The University of lowa does bid out
portable restrooms for their parking lot
every year, but Miller says, "I haven't bid
on it for six or seven vears. If I won, I'd
have to purchase another 100 units, 3
and then I'd have to have big- g
ger equipment. Just being |

-
o

Rob Miller works with some of the 350 units
at his shop in Coralville, lowa. About half of

Miller's inventory are Tufways from Satellite
Industries Inc., with the rest from PolyJohn

Enterprises Corp.
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“| would like to have two or three trucks on the
road all the time and sit in the office a bit more.
My goal is to maybe expand to another city.”

Mom-in-Law

Rob Miller

by myselt, it would be way too much for
me to handle.”

HIRING DILEMMA

Miller would bid on the Big Ten con-
tract if he were able to hire another work-
er. Such a goal is just part of Miller's bigger
picture — to grow his business wisely,
maintain visibility and reserve some time
for himself. “I don't even think about goals
s0 much,” he admits, but adds, "1 do have
goals, though ... I would like to have two
or three trucks on the road all the time and
5it in the otfice a bit more. My goal is to
mavbe expand to another city,” he says.
The latter, he adds, could include nearby
Cedar Rapids; the second largest city in
the state is only about 40 minutes away.

Right now, however, even Miller's fair-
Iy modest 30-mile radius keeps him hop-
ping.

“I'm at overload most of the time,” he
admits. “l have turned customers away
because I can only go so far; most of my
customers understand that I'm a one-man
show.”

To that end, Miller realizes that for his
business to continue growing, he likely

-
]

A

= |
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_ . >
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Nancy Macek

will have to add
staff. But that's a bit
of a tough pill tor
him to swallow. "I
have a hard time
turming loose some-
body ... it's my name
on the door,” he
says. “It's just a mat-
ter of finding the
right person. Right
now, were coming
into our slow period;
I'll be actively look-

ing in the spring.”
Another big
decision Miller may
face sooner than
later is a home for
his business — and
space for those 350
units. Blue Moon currently rents a shop in
Coralville, where Miller keeps about one-
third of his units. The rest are

mother.

|  friend's farm,
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Rob Miller rents a shop where he keeps about one-
third of his units. The rest are stored nearby on a

stored nearby on a friend’s farm.

ON THE MOVE

But the city of Coralville i1s
actively buving propertes and
acreage around his shop for
development along the Jowa
River. Miller views that prospect,
however, not as a threat, but
rather an opportunity.

“If they came in and bought
the place tomorrow, I have a shop
at my house, which 1s about 16
miles from town,” he says.
“Ideally, I'd like to build a place.
Property values were pretty high,
but they're starting to come down
a bit.”

Miller is actually anticipating
the city will buy out his long-term
lease, allowing him o move for-
ward with those goals.

Until then, Miller remains
busy, vet upbeat. And he says he

Portable Restroom Operator

Answers the Call

Many men might secretly grouse
about their mothers-in-law. Not Rob Miller.

His mother-in-law is a longtime member of
the Blue Moon Satellites team.

“She’s been with me from the start,”
says Miller of his mother-in-law Nancy
Macek, who is an employee of the compa-

ny. "When | first started, | couldnt afford to

have somebody in the office answering the phong,” Miller says.
S0 setting up a remote telephone service from Macek's

home in lowa City was just the ticket. A business line rings into

Macek's home, located about six miles from Miller's shop. Calls

are also transferable to a cell phone should she need to go out.
Macek, 65, logs deliveries and pickups the old-fashioned
way — not on a computer, but rather on a calendar near the
phone. She then calls or e-mails Miller with details and directions.
summer is Blue Moon's busiest time, and Macek says she's at

her desk mast of the day:.
Macek has been answering the Blue Moon phone for 14

years; today, she gladly does it while caring for her 95-year-old

But when she started all those years ago, Macek was run-
ning a day-care facility, watching children in her home. Blue Moon
was a welcome diversion.

“What was nice about Blue Moon was that you got to talk to
an adult,” she says.

has no regrets about taking on the busi-
eSS,

“T knew that I could make really good
money at what I was doing,” he says. “Its
afforded me a nice lifestyle, and its made
money for us. That was my main objec-
tive.”

Having that positive attitude seems to
be a trademark of Blue Moon — right
down to that smiling crescent on the door.
But Miller credits a quote he recalls from
his childhood with keeping him ground-
ed, even amid chaos.

“My grandmother used to have a say-
ing hanging in her kitchen. It said, ‘“Today
i the tomorrow that I worried about yves-
terday, and all is well.

“It is what it is,” he adds, "and 1 do
what | can do.” B

MORE INFO:

PolyJohn Enterprises
007 24921305

www. polyjohn.com

Satellite Industries Inc.

B00/f328-3332
wiww.satelliteindustries.com
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CALL NOW for

THE EQUIPMENT YOU NEED
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JOB OF THE DRIVER

On the Road to Success

While behind-the-wheel skills are a must, portahle sanitation service drivers
should be your maintenance technician, sales staff and public relations representatives

By Bob Carlson

hether it's a small outfit with a single service vehicle
or a large company with a substantial fleet of vacu-
um trucks, every portable sanitation business has to
hire drivers to run their routes. And tied to those
drivers are a host of expectations, both behind the wheel and
outside the cab.

The owner and operator of a vacuum truck takes it upon
himself to learn evervthing he can to run his truck. Its always
been true that owners deal differently with their machinery
than hired hands.

The people who get hired to drive vacuum trucks come in
all sizes, shapes, and more importantly, attitudes, Some com-
panies hand the keys over and say, "Go pump.” 5till others are
more cautious and spend a lot of time in training.

At minimum, what should a company expect from its vac-
uum truck driver?

THE BASICS FOR ANY DRIVER

The first thing a vacuum truck driver needs: The
appropriate driver's license for the truck he is driving.
It's amazing how many people are still confused about which
trucks need Commercial Drivers Licenses (CDL) and which
trucks don't. This is a federal law, so0 don't be confused by local
laws. The CDL requirements are the same across the country. If
yvour truck has a gross vehicle weight (GVW) of 26,000 pounds
or more, the driver needs a CDL.

Second, he or she should know how to drive. Another
misnomer is that having a driver's license means anyone can
drive well. Can your drivers operate a standard transmission
truck when necessarv? More and more people coming into the
industry don't have that skill. Consequently, more automatics
are being put into service to remove this requirement. Can your
drivers operate effectively in reverse? For some reason, some
people just can’t back up a truck when they're required to use
s1de rear view mirrors.

Third, do your drivers have adequate knowledge of
traffic laws and fundamental safety? Every driver needs to
understand speed limits, passing lanes and legal parking. Still,
drivers get tickets every day for the silliest violations. Tickets
raise insurance premiums and often create driving situations
that are dangerous and unnecessary. As tor satety, does the
driver buckle up every dav? Does he know where the jack is in
case of breakdown? How about fire extinguishers? Is the truck
carrving onet Where 1s 1t?

Those three things: a drivers license, the ability to drive
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and knowledge of traffic laws and salety, are the basic ingredi-
ents of the driver. But there is a lot more to being a quality
portable samtation service truck driver.

THE SALESMAN

When the driver heads
out to run a portable rest-
room route in the morning,
does he and the truck look
presentable? Is he clean,
neat and properly uni-
formed, or has he thrown on
vesterdayv's clothes because
he doesnt want to get
another wuniform dirty?
Same for the truck: Has it
been washed and cleaned or
does it look 10 years older
than it is? The truck driver is the No. 1 salesman for any pump-
ing company. This is because he is constantly demonstrating
the gquality of your service.

The driver i1s also likely to run into contractors and poten-
tial customers in the field. The way he looks and they way he
does his job can produce many new future sales. Likewise, a
lousy driver will cost you business over and over again. It is a
competitive marketplace with lots of playvers ready to take your
customers. The driver 1s a big tactor in customer retention and
customer loss.

Looking at yvour drivers, ask yourselfl if your company can
be recommended to new customers?

It Is a competitive
marketplace with lots
of players ready to
take your customers.
The driver Is a big
factor in customer
retention and
customer loss.

CARING OR MAKING A PAYCHECK

Efficiency 15 important in the portable sanitation industry.
Do your drivers get in, do the job in a professional, speedy
manner and move on to the next site? Or do they stop at the
convenience store for drinks and snacks in between stops? Do
they know the best way to get around in the city, or are they
wasting gas and time getting to the job? One sign to look for is
simple: Is the truck alwavs neat and orderly or is it a mess? Do
yvour drivers care about their job or are they just making a pav-
check? Are they looking out for the company in their daily tasks
or are they looking out for themselves? The great driver i1s one
who looks for better ways to do the job without shortchanging
the guality of service, Let's face it, time is money and the more
efficient the driver, the greater the company's profits.




Complete Right
Angle Packages

UNDERSTANDING THE TRUCK

If yvou are the owner and the operator of a truck, vou quick-
Iy learn about the components of a vacuum truck and how they
work. There are certaan chores that requare daly maintenance
on a vacuum truck. These chores are simple and a good driver
should be expected to perform them to maintain the truck
properly. At the end of every workday, or at least before heading

out the next day, these tasks need to be done:

* Drain the secondary moisture trap. The quickest way
o damage yvour pump is to let waste sit in the secondary
overnight and then start the pump the next day. The
waste in the secondary zaps right on through to the
pump, leaving everyone wondering what's wrong with
that expensive pump. -

* Drain off the excess oil from the oil catch muffler. . J m-m-AIHLESS
Since you're already capluring waste in a bucket, drain W( / "{ f: PEhdoun Pane

e I - ¢

the
Burk’s cast iron DC-10!

off the excess oil that has been collected at the oil catch
muftler.
* Test the vacuum relief and pressure relief valves.

When starting the truck every morning, make sure the —_, sump! e wa ket
vacuum relief and the pressure reliel valve are working.

+ Watch the pressure/vacuum gauge to make sure it 316 Stainless Steel Mounting Brackets, Pump Head & Impeller
PGS CONSIETNT I, Il ENOCs Do DrClisciosc -ty miber Pittsburgh, PA = 1-800-383-6304 = 412-269-4172 Fax * moroeast@ attglobal.ne
day. Any changes mean something is going wrong. It's a 51. Louwls, MO = 1-B466-383-6304 = 636-583-2044 Fox = morodcharber.nel
simple, routine task to perform as the vacuum builds, or 2 =n B WWW.Morousaeost.com

when dumping, when the pressure bulds.

* Give a visual inspection to hoses and valves. lts
always a good i1dea to visually check the condition of
vour hoses and valves. It can be a serious time-waster,
and you might miss out on some paying work if yvour
tired, old hose collapses in the middle of a hectic work-
day.

mmmur

Sﬂ]lutmnﬁ

\ Mm]lm]l

GETTING ALONG

As in any business, it's always important that the driver
maintain a good relationship with fellow employees and cus-
tomers. Does the driver give extra etfort when a customer asks?
As mentioned earlier, it's a great sales tool to give the customer
something extra when they have a special need. This will pay
dividends down the road.

If a co-worker needs help, do vour drivers take the extra
step to lend a hand? Even better i1s when drivers become lead-
ers, teaching other employees the basics of being a good driver,

giving tips and advice.

NOTHING HAPPENS WITHOUT THE DRIVER

The more a driver knows about the business, his truck, and
the customers, the better off the business is going to be. Some
drivers take to it naturally, growing in the job, while others need e rtar | ‘ '
encouragement to do the job right. The entire industry is built R
on the driver. Without him, nothing happens. Customers won't
drive the portable restroom in for a cleaning.

The more a driver can do for the company, the more valu-
able he becomes. And with that, profits grow and most likely the
business expands. Sound good? B

IATION OR VISIT OUR WEBSITE

| m789 213

namobilesolutions.com
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Understanding the

Portable Restroom Industry!

Start to ﬁm:%v we know:-

Cnnmstent

! , / Quality

ROM BASE SHEETS # o
e
=
B

. ]
. - .. .L-d

TQ INMER PACKALIMNG

Performance

1-866-6KNOWTP
(1-866-656-6987)

AND IN HIGH PERFOREMING SYSTEMS

www.hauleragent.com



ALWAYS IN YOUR CORNER
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" Tough Products & Knowledgeable People

there when you need us
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check out our seasonal promotions.
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All Affairs Potty Rentals technicians Jerry

Rivera (left) and Angel Nieves set up a spe-
cial event restroom in the Red Hook section
of Erqnl-:l','n {Fhmns by S-nru‘r,' Maxon)

H rluﬂ
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New York rental company adds portable sanitation
subsidiary to provide one-stop shopping
for big city event planners

EXPLORE FIVE ISSUES that affect

ISAAC GRAZI’S PORTABLE SANITATION BUSINESS:

Abave, 1saac Grazi and office
manager Susan Madaf go over color
swalchas for a party rental customer.
Al right, Isaac’s father, Sam Grazi,

talks o a customer,

FINDING SYNERGIES
WITH PARTY BUSINESS

Grazi is relatively new to the portable restroom business, but it was a natural out-
growth of the party rental company. "We go mostly for special events,” Grazi explains.
“We're a rental company, with chairs, tables, and tents. About five years ago we decided to
expand; we got a lot of phone calls for portable toilets, so we decided to go into that.” Party
or potty, the main customers are church festivals, community concerts and house or block
parties. The portable restroom business supplies some to the construction industry, particu-
larly in the winter. Grazi

By Erik Gunn

A

11 Affairs Potty
Rentals in the New
York Citv borough
of Brooklyn serves

a booming spring, summer and fall market for
community festivals, concerts, parties and like says the portable rest-
events. Isaac Grazi's father, Sam, started the par- room business surprised
ent business, All Affairs Party Rentals, in 1979. even him. “It was busier
Today the portable restroom part of the busi- than | expected.” The
ness employs five — a traction of the 30 that the average event uses
party-rental business employs. 10-20 units.

Isaac Grazl, who 1s in charge of the portable
restroom subsidiary, talked to PRO about the Drivars Ridvan Sokill and
jovs and challenges of running a portable rest- Ben Rekka load party rental

room operation in the nation’s largest city, “It’s supplies for & delvery. Al
; Affairs started with party

pretty exciting,” he says. “You meet 2 lot of peo- supplies, then added
ple. It's a good business in the city. portable rastrooms.
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Affairs gets most of its ¢

neig
DLS

waste to the closest of three New York sites operated by the
Department of Environmental Protection, the city's sewage dis-
posal and treatment agency: ong in the Bronx, one on Staten

IF YOU CAN MAKE IT THERE ...

Based in the Brooklyn neighborhood of Bensonhurst, All k=
istomers from its home borough and =
boring Queens. Manhattan provides a small additional L

ness, but Staten Island, “not so much.” Crews tra

Island and one in Brooklyn.

sSmash

summer is the busy time. One big event was Pepsi
Live, a concert held in Brooklyn Bridge Park that drew

5,000 people in 2006; All Affairs supplied 30 units.

Another source of business distinctive to the Big

nsport

Apple is the film and

TV industry. "We do a lot of movie shoots, and shoots for HBO (Home Box

Office
for a fi

and shows like Law and Order, ™ Grazi says. They provided restrooms
Im shoot for The Departfed, a Martin Scorsese movie starring Jack

Micholson, Leonardo DiCaprio, Matt Damon and Mark Wahlberg. But despite
the glamorous sound of that assignment, Grazi admits he's never gotten to
rub shoulders with the big stars. "I'm not on site that often,” he says. “The
drivers do tell me about them, though.”

Restrooms are set up al Brooklyn Bridge Pier. Logistics are a big issue

when All Aftairs delivers units in tha city,

“If vou want to service a unit, they'll give you a ticket
for double parking and things like that ... the driving
in general 1s very difficult, especially in Manhaittan.

You don't want to get the trucks too big, especially on Namow
when you're turning on narrow streers.”

lsacc Grazi

All Affairs keeps |
another eight general-

sireets.”

very hard to move here,” he
says. “If you want to service a
unit, they'll give you a ticket
for double parking and things
like that.” Traffic on the city's
crowded streets is perhaps the
biggest challenge Grazi's com-
pany faces. “The driving in
general is very difficult, espe-
cially in Manhattan. You don't
want to get the trucks too big,
especially when you're turning

At left, Isaac Grazi
posas with the
Manhattan skyling
in the background.
Above, manauver-
able lsuzu servics
vahicles are lpaded
and ready far a
delivery at Brookhn
Bridge Fark.

TAKIN’ IT THROUGH THE STREETS

Disposal regulation is relatively painless in New York, Grazi says. But the traffic
police are another story. “It's

An Isuzu
SEIVICe
truck sits at
Brooklyn
Bridge Pier,

ts inventory moving, thanks to a fleet of two vacuum trucks and
urpose hauling trucks. All Affairs relies on Isuzu trucks: A 2006

MR with a 300-gallon waste/100-gallon freshwater steel tank from Lely Manufacturing;

12 toilets.”

Peaks Tec

All Affairs’ inve

nology L

sink and fi

ush: four

ntory includes Fo

nits.

-leet

Employee Sylvia Atreanco
prasses fablecloths for
delivery 1o a special evant.

The PolyJofF

a 2004 NCIR with a 700-gallon waste/300-gallon freshwater steel tank from Keith Huber

Inc.; and another eight Isuzu trucks from Bruno Truck Sales in Brooklyn that are used
strictly for hauling party rental supplies. “As we replaced them we had them custom

made to fit toilets,” Grazi says of those vehicles. "Each one of them can fit about 10 to

yJohn Enterprises Corp., ARMAL Co., and Five
ns include 35 PJN3 units; 16 PJN3s equipped with

models with sink and flush; two Bravo hand-wash stations and
two four-person hand-wash stations; and six Comfort Inn handicap-accessible units. The

ARMAL units include 35 Starlight models and 116 older
units. The 30 Five Peaks units are all Aspen models
with flush and sink.
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UP ON THE ROOF ...
AND OUT TO AN ISLAND

All Affairs has had its share of challenging assignments. The compa-
ny supplied 15 restrooms a month to construction crews working on
Govemor’s Island, a 172-acre New York City landmark located a half mile
aff lower Manhattan and a quarter mile from Brooklyn. *The only way to
get there is by ferry,” Grazi says. But that wasn't the most challenging job.
“In Brooklyn we had a rooftop Fourth of July party.” The customers needed
12 to 13 restrooms. “We had to haul them up in freight elevators.” Getting
them up was one thing. Getting them down — full, because after all, who
can get a tank truck up on the roof? — was the really hard part. It was a
learning experience.” Customers “don’t tell us where theyre going,” Grazi

says. "Now we ask.”

'--
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= GUSTOM ===
SIGNS AND DECALS

ANDY GUMP
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800-222-3337
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DURABLE AFFORDABLE'AND BUILT;TO LAST
Zre

SINCE 1949
SAR A

530 Bost Jamie Ave, La Habra, CA #0831 Call (800) 203-3385 or (800) 5546-5576
WWW. jCgury.com
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Technicians Jarry Hivera and Angel
1l Mieves drop six ARMAL Co. restrooms
i % | at a special event in the Fed Hook
section of Brooklymn,

AETTT;

The historic Brooklyn
Bridga towers over

this construction site
solacament,
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Mievas replenishes papar products In a unit
stationed in the Brooklyn warehouse district.

Winter in New York means a lot less
business, Grazi says. The busy season
runs from April to November. “When it's
busy, usually toward the end of the week,
we have about 30 to 35 different events.”

Then it gets quiet. Though rentals
drop off dramatically, the company
doesn't lay off its staff. "We have
50 or 60 toilets for construction
jobs all season,” Grazi says. “Bul
that's not our main thing. They call
us — we don't go after them.” I

MORE INFO:

ARMAL Co.
F/491-b411{)

www.armal.biz

Five Peaks Technology

866/ 293- 1502
www fivepeaks.net

Keith Huber Inc.
800/334-8237

www keithhuber.com

Lely Manufacturing Inc.
B0/ 334-2763

www.lelyus.com

PolyJohn Enterprises

B00/ 292 - 1305
www.polyjohn.com




WHY LET YOUR COMPETITION
BEAIT YOU?

PSSR

1
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.

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



PRO BUSINESS

Boost Special Event Business

Mike Adams s managing director
of Polylohn Enterprises Corp.

Start small and pay attention to details; special events customers will follow
By Mike Adams

or the past decade, special events have created the fastest-
growing market for portable restrooms. More people are

getting outdoors on weekends to enjoy parties, parades, fes-
tivals, music and fairs. Here are some tips to help you suc-

ceed in this growing market,

START SMALL

The most common way to get into the event market is to start
small. Put aside a few special event units and market them to small
towns, social clubs, church groups or party planners. As you devel-
op experience with this market, ask customers for testimonials, If
yvou are the kind of service provider who always does more than
expected, vour business will grow by word-of-mouth.

PROVIDE SOMETHING EXTRA

As the market matures, equipment and service standards have
risen dramatically. Many of today's special-event planners are look-
ing for the kind of amenities found in the higher-end restroom
units. Sinks are also becoming a requirement for many events, espe-

cially those selling food. Add-ons, such as ADA units and flush rest-

\zaWonderingiwhatsallithes

( JAG NEW:PRODUCTF
\ dbuzziisiallfabout?

JAG Mobhile Sﬂ'ﬂtiﬂﬂﬂ, your leader in mobile restrooms
and showers, 15 proud to announce two new products to its full line
of restroom and shower trailers: The AQUAMAX 8 and the INDUSTRIAL GIANT.

ADuamax B

ﬂﬂu.ﬁ'ﬂ ﬂx E =8 USDA Forest Service complizad elehl poivabe 2tall shower Braler with
I 1 |

4 gxtemial Sinss mdunbsd U |:||||- .|1l anting, @30 an on-baard Bundry Sy cE,

In|:Iu=tr|.:-|I Giant

IHI]UETHIJ!I.I_ EIAHT |...-!ll" new line of mesile restrooms built rugged far the camandi |[,'
and hegn-rathe Events, B lestures 3 spray-lmnen Soor and walls, :
e umir-'n Irinl .:1:I d .:m'ln:l plate wear areas, as well a5 elbow-deep sinks with HD Faucet=3

The 1AG INDUSTRIAL GLANT Is avallable in sizes fnom "”E.": tharoaizh thirty-two el
S BRSSO

cal OUD-819-299 T tor information and awailability of the new ADUAMAK &

. (ML ISTRIAL GRANT, or zmy other of IAE Mobile Solutions’ complete line of restroom, showe

cialty trailers. Also visitus on th ...wmurjaﬂmuhllesulutmns com.
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“You need to recognize your
annual costs associated with
building up your business to
handle the summer workload
and price that into your event
madel. Failing to account for
these fixed costs IS a mis-
take many inexperienced
companies make.”

Rich Vegter

rooms can be a great way to increase
YVOur revenue at an event.

Lorraine Wardy ot Sarabia’s
Portable Restrooms in El Paso, Texas,
has found a unique way to build rev-
enue. She suggests using the sale of
advertising space on special event
banners to help lower the cost of
rental and service. This has been par-
ticularly wuseful at fund-raising
events. The American Cancer Society
was able to defray the cost of restroom rentals by selling the adver-
tising space on the banners. “It's a win/win situation for everyone.
Thev sell the space, the money raised helps pay my fees, and the
advertiser gets a prime location at the event,” she says.

LISTEN AND RESPOND

Many times event planners will try to save money by cutting the
number of units rented. It is important to listen and respond to this
or any other issue that will attect the quality ot your service. Share
yvour experience and industry information to discourage cutbacks

that will retlect badly on yvou and the event. Event planners will
remember when people complain about full units and long lines.

Thev won't remember that they were responsible for cutting service,

DOUBLE-CHECK SERVICE AREA

This is where you find out if yvour planning has paid off. The day
before, take a drive by and make sure the event hasn't been “reorga-
nized.” Check that heavy equipment, stage scaffolding or trucks
aren’'t relocated and blocking yvour service routes. Kevin McWilliams
whose business, Gotta Go Potties, Tobyhanna, Pa., services the
Pocono 500 race at the Pocono International Raceway in
Pennsylvania, found a sea of people blocking units at his first race.
“We learned that if vou were patient and friendly, the crowd would
part for the ‘potty” truck, but you must factor very slow driving mnto
your service logistics.”

WRAP UP, APPRAISE, PLAN

Prepare a post-event appraisal explaining what went right and
what can be improved to share with the event organizers. With this
tool, you can work with the planners to help make next vear go
smoothly. Finally, do a cost breakdown so that you can determine if
the event was profitable and if you need to fine-tune future bids.

“It is easy to think special events are more profitable than they
really are due to the big cash flow in the summer months,” said Rich
Vegter at Service Sanitation Inc. in Gary, Ind. "However, you need to
recognize your annual costs associated with building up vour busi-
ness to handle the summer workload and price that into yvour event
model. Failing to account for these fixed costs is a mistake many

inexpernenced companies make.”




NOW ONE VEHICLE DOES THE JOB OF TWO...
Finally, there's a solution to the expensive
DE LlVE R ' Plu s necessity of having a delivery vehicle plus a
service vehicle. This all-in-one truck does
V|C| NG the job of two! Use the entire bed to deliver
5 - - portable restrooms, plus you can vacuum
e —t e ol lim liquid waste and deliver fresh water — all
’ r J at the same time. One truck — one stop.

. . P| - What could be more efficient?
Crescent vacuum/delivery trucks hold up to 8
..... B o et T portable restrooms, plus up to 1400 gallons
| of liquid. They are advantage-priced
exclusively through PolyPortables. Ask
your PolyPortables division manager for the
details, or give us a call at 800-241-7951.

RESTROOMS = HAND-WASH STATIONS = RESTROOM ACCESSORIES - TRUCKS

GREEN WAY PRODUCTS DEODORIZERS AND CLEANERS Grean Yway Products FORTABLES

safubizns far lite Listening. Learning. Delivering. Since 1972

99 Crafton Drive, Dahlonega, GA 30533 USA « Phone (800) 241-7951 or (706) 864-3776 = Fax (706) 864-8111 = www.polyportables.com

Supplying your Business for
Seasons of Success

1-888-232;01,:}1% @'C'

YOUR OQNE 3TOF SOURCE FOR PORTABLE RESTROOM PARTS AND SUPPLIES
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INDUSTRY NEWS

July 2008

Obituary

Keith Huber was a
Vacuum Truck Pioneer

integral role in growing the efficiency of the liguid
waste industry, died May 29 in a tractor accident on his
family farm in LaFayette, Ill. He was 67.

Huber's Guliport, Miss., company, Keith Huber Inc., was
started in 1982 with its first product, the Dominator vacuum
truck, still a mainstay of the industry. The company would rise
to be known as the largest independent manufacturer of vacu-
um loading equipment in the U.5.

Huber was killed when a tractor he was operating over-
turned on the tarm where he grew up in northwestern Illinois.
At the time of the accident, Huber was restoring the farm to its
appearance in the 1950s, according to Al Klaser, vice president
of Keith Huber Inc.

“He was doing what he loved to do. It was his passion,”
Klaser said of Huber’s restoration of the farm and a number of
vintage Plymouths.

After growing up in Galva, Ill., Huber moved to the Gulf
Coast and made his lasting mark in business. In addition to
the vacuum truck business, Huber had extensive real estate
holdings around Gulfport, including the 45-acre industrial
park where the truck-building company is located, Klaser said.

One of Hubers innovations, the King Vac, became a go-to
tool for pumpers in the late 1980s. In a 2004 interview with
COLE Publishing, Huber said the King Vac “revolutionized vac-
uum equipment by producing both high air flow and deep
vacuum. It was totally different from anything that had been
done before.”

The reputation of the King Vac was cemented in 1989
when it was discovered to be the perfect tool to unload skim-
mers that cleaned oil pulled from Alaska’s Prince William

sound tollowing the Exxon Valdez oil spill.

Kﬁith L. Huber, a vacuum truck pioneer who played an

GET A LIFE! ...with software that will get your life back!

' summit™ XP Rental Profit Builder™
L~ =Automatic Billing Easiest to use!

*Pro-Rations & Sales Tax ...Over 25 years

Keith Huber

In 2004, Huber was recognized as one of a number of
industry pioneers in a series of feature stories in Pumper and
Cleaner. In the story, he recalled how his father released him
[rom an obligation to work the family farm after one of
Huber's tinkering projects vielded a popular snowmobile
design.,

Huber had taken his snowmobile to the Minnesota State
Fair, and quickly received more orders for the product than he
could produce. 50 he sold the design and his inventory to
Mallard Coach, which manufactured the snowmobile under
the Sno-Wing brand.

“My father said, "Son, yvou made more money with that
one sale than yvour dad has in his entire lite of farming, so I
guess I'm going to have to let you do what yvou love to do,™
Huber recalled. He would say that he started tinkering with
machinery as a child, then somewhere along the line figured
out, “it came incredibly easy for me. I guess Beethoven was
born with his innate ability and I was born with mine in
machinery design.”

Before he turned his attention to vacuum trucks, Huber
was credited with creating the first production model elec-
tronically controlled four-wheel golf car.

Klaser said the company is poised to move forward to
build on its founder’s legacy. He credited Huber tor putting
capable people in place to carry the company forward.

“We're certainly going to miss him, but we're well-pre-
pared to move forward,” Klaser said. “We really don't expect to
skip a beat, and that’s the way he would have wanted it."

Memorials in Huber's name mayv be made to the Maxine
Huber Memorial Summer Camp Fund at Messiah Lutheran
Church, 317 §W Third 5t., Galva, IL 61434, or Palmer College of
Chiropractic, 1000 Brady 5St., Davenport, [A 52803. B

We Specialize In Waste Management
Labeling Solutions

« Service Records «Logo Signs

+wis LABELS & DECALS 0coros

*Routing & Mapping .
Ask about our other software for: sInventory Control experience

-3arvice companies, such as *QuickBooks® Link
Pumping, Drain Cleaning, elc « _and much more!

-Sales contacts for sales personnel
-Emplovee incentive tracking Let us transfer the data from your old program!

-Fleet maintenance & service frackin Stay on Top...with Summit™:
DEMOS ON LINE! or call for a Demo DVD or personal guided tour

W Ritam Technologies, LP

sales: USA 800-662-847T1 + Int'l: 208-629-4462
32

« Lock out Tags
« NRC Records

« Warning Decals

All Printing & 5igns Can be Customized
at No Additional Charge

char
raphics
Latrels & More

- ender Signs
« Service Call Forms

Tole: T F-422-4500 #= -00-BT5-TASH
Fax; ¥T2- 4322431 = www anchorgeaghlcs.com

WARNING DECALS * CUSTOM DIE CUTS * SERVICE ROCORDS

SIWNE04 TTHD 3DIANAS + STHO0DIY TD1AHIS

CUSTOM SIZES * SPECIAL COLORS

L

Email: infoliritam.com +* Web: www.ritam.com
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BEST ENTERPRISES, IINC.

Stainless Steel Toilet Trucks, Septic Trucks, Slide-in Units,
Bio-Fuel Units, Grease Traps, Roll Offs, and Parts for all of
your pumping needs. Call Us Today - 1-800-288-2378

2008 Kenworth T300 with a 1500 gallon Stainless 3,200 gallon - All Waste
Steel Tank and customized accessories. Stainless Steel ROLL OFF TANK

3,600 gallon Stainless Steel tank on a 2008 Inter- |(4) - 1,500 gallon Hino’s roll out the
national Truck. 3,000 Waste - 600 Fresh Water |door going to Lancaster Ohio.

Some Standard Features

.atainless Steel Primarv & Secondary
.Sight Glasses and Sight Tube
Dump Sump eliminates debris

Udor 12V Roller Wash Down Pump
Your Choice - Conde or Masport Vac-

uum Pump with Honda 5.5 hp Engine
.Suction Hose with Wand

Cabot, AR 72023 www.bestenterprises.net
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THINK TANK

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

Pain at the Pump

Small portable sanitation companies have a tough time finding efficiencies to offset rising fuel costs
By Mary Shater

kyrocketing fuel costs are one of the
biggest burdens to any business that
depends on motor vehicles to get the
job done. Gas is hovering around %4 a gallon
this summer, and diesel fuel is already past
that all over.

What's a PRO to do to stay on top of this

“Sooner or later, everyone will
have to start passing on those
higher prices, or no one will
be profitable.”

Michael Johnson Sr.

the construction trade and the rest deployed
for tourist attractions and a few special events.
This prime tourist destination suffers from the
same high fuel prices as we do in the United
States. Due to its relatively small geographic
market, though, PROs find themselves in the
unenviable position of having to remain seri-

direct bite out of the bottom line? The fact is,

there's no way to run a portable sanitation business without vehi-
cles, so you can't step over this intensifying challenge. One way to
address the rising costs 1s to figure out ways to bring down fuel
consumption.

Larger operations can afford to do a bit of belt-tightening,
since there's always some waste to be identified and eliminated
through route consolidation and efficiency. But smaller compa-
nies jostling for position in their markets are generally running
lean as it is. These two PROs explain the holding pattern they've
been forced into as they deal with the rising cost of a necessary
commodity to stay in business.

Name: Michael Johnson Sr., general manager
Company: Del Zotto Products

Location: Freeport, Grand Bahamas
Employees: 11

Years in Business: 12

Michaeal Johnson Sr.

Michael Johnson Sr. manages Del Zotto Products, which
fields about 45 restrooms, with about 70 percent of those serving

TRAK

B ._ Softy | e
One Tnm:h _ ﬂ-
Billing Order EI‘IH}I'

ervice Schedules Reports

Visual mapping ond routing 4 QuickBooks inml_ur[m
Ausomoted limecard and 4 Employee productivity reparts
inventory control & FREE (IMLINE DEMOSII

ﬂnlr EZTRAKR offers positive service validation
Phone: 866-529-1938 Email: info(@eztrakr.com Web: www.eztrakr.com
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ously competitive, meaning they arent
inclined to pass higher fuel costs on to their customers.

"Were eating gas price increases right now,” sayvs Johnson,
noting the stitt compettion tor customers. “"Sooner or later, every-
one will have to start passing on those higher prices, or no one will
be profitable.”

For now, Johnson keeps a tight rein on dispatch, with an eye
toward scheduling denser routes. "I try to get in as many stops on
each run as possible,” he explains, “to make each one as efficient
as we can get it.”

Name: Jerod Bostic, owner
Company: Giles Septic Service

Location: Ripplemead, Va.

| Employees: 1
T Years in Business: 3

|
- g

Jerod Bostic

Jerod Bostic's company deploys 15 portable restrooms, pri-
marily to construction contractors, He is in the process of growing
his business from a part-time gig to a full-time profession. High
fuel costs are definitely not helping the speed of that expansion, as
they take a direct bite out of his profitability.

Because he has just the one small route, theres little Bostic
can do to consolidate trips or rearrange runs to build more efti-
ciency. S0 he’s teeling the pressure.

“Right now, I'm having to eat those increases,” Bostic says. “So
far, no one (in our area) has passed those charges on to the cus-
tomer, but I'm hoping in the near future somebody will.”

Bostic doesn't want to be the first to set that precedent and
make himsell a target for contractors who would undercut the
competition. However, if any of his competitors makes that move,
he'll happily follow rather than continue to shoulder the entire
burden of rising fuel costs. B
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LUXURY TRAILER SALES

Restroom & Shower Trailers, including 53°
Semi Units

Lowest Interior Floor Height in the Indesiry
High Privacy Partitions are Standard for

Added Comfort

Unlimited Floar Plans fram 8° to 53° Trallers
ADA wheelchair accessible mnits.

Rigid Steel Shell Construction from top to
pottom to resist rot and warping.

24° ADA starting at $35,600
w/AC & Neal - 750 gaf waste

Rigid Platform, our smallest wide body

trailers start out with Dual 10° ASTM |-Beams.

24/7 Tech Support for the best customer
service available,

Full 3 Year Warrantee, excluding normal
wear and tear items,

Free Mation Wide Lead Program for

our customers.

Dexter Torsion Axles for stable towing.

3 3 [

= @o ./

8" starting ai §13,400
WILC & Heal » 300 gal waste

:. ':_:hl::l il L LE::.
|7

See our website

20" starting at $29,900

WAL & Heat - 600 gal! waste

e : £
12" gtarting at $21,300
WAL & Heat - 450 gal waste Inclvdes Showers

CALL FOR MORE INFO AND ADDITIONAL DPTIONS

for more layouls
and prices

£ L

P: 877.382.2935 * EMAIL: INFO@COHSI.COM * WWW.COHSI.COM

Clearly,
A Good Idea!

Solar Powered, Self-Contained,
Special Event Restrooms
www.nuconcepts.com

800-334-1065
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ADVERTISING

EASILY MOVE RESTROOMS

=
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~ A"D s A"El ~ SI.IPEI Mu_ngu Patented
' - Move your portables... Mover”®
* Self-Mixing Tablets - ...While you ride! B} * Move ADA
* Fragrance Enhancers - Restrooms

(864)561-5852

STARIREANICS

SOLAR LIGHTING I, Inc.
Restroom
Lighting

* Available with 2,
4, 4 or B wheels

« Aluminum
Fraome

* Ships UPS

Dﬂ rou rree: 800.5999.3325
Deal Assoc. Inc. www.tlealassoc.com

* Portion Control Deodorizers
+* Bipdegradable Graffiti Removers & Cleaners

MANUFAGTURED IN OUR PLANTS

1-800-345-3303

www.|jchem.com
Athens, GA | Moab, UT

CALL 1-800-257-7222 v Solutions ...

T * Low Cost ® Solar Charged
III ﬂd"ﬂ'ﬂﬁ ||'| " Easy Installation ® Low Maintenance
PRO Marketplace

4-Color
Process!

1-800-811-1985

WWW.startronics-solar.com www.promonthly.com

www. promonthly.com
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BUSINESSES

FOHRH SALE: WELL ESTABLISHED
SEPTIC TANK CLEANING AND
FORTABLE RESTROOM RENTAL
SERVICE. Excellent income, excellant
growth polential. Established client list.
Located in Wetzel Co., West Virginia.
For more info. call 304-386-4453.
(FTBM)
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BEUSINESSES

WANTED: Aris Company is interested in
buying Septic and'or Greasa Pumging
company in both Cleveland, Ohio area
and Charlotte, MC area. Please inquire
at 1-800-347-3778. \FTE)

FORTABLE TOILET BUSINESS locat-
ed in Albany, NY. 600+ units, 3 service
trucks, 2 P&D trucks. 20 years family
ouilt business. Excellent growth poten-
tial. Call Stanley @ 518-441-7222
|CPTI8)

JETTERS: TRAILER

UsJd 4018-300 TRAILER POWER
PULLOUT, wireless remote, rpm 960,
hp 50, psi 4000, gpm 18. Used 37
nours, S-Nead pressuré wasner wand,
2006 model. Asking $28,000. Call 423-
285-334.3. (CPTT)

MISCELLANEOUS

SUPER 6 CONDE PUMP, Y-belt clutch,
70 cfm, 3 years old. Will work on 1997-
2006 Ford 450-550. Asking $650 plus
shipping. 320-249-4139; ask for Derrick.

(T7)

Portable Restroom Operator
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ADVERTISING

PORTABLE RESTROOMS

ARIZOMNA: 17 SINGLE HAMPELS,
$150; 1 Hampel 1-1/2, new, tan, $450; 2
usad PolyJohn handicap, blue, $300
each. John 623-329-0101, (PTT)

PORTABLE TOILET SERVICE
ECUIPMENT FOR SALE IN MJ. 75
portable units, mastly Five Peaks, some
never used, $48,860. 2005 FM PC-10-2
10-unit cradle traller with podicab,
55,136. 2006 Gamajet Portable Toilet
Cleaner, $1,730. Details given to ser-

ous inquire. B09-466-5422. (PTT)

30+ POLYPORTABLE INTEGRA TAN
UNITS in great condition. Only 2-3
vears old. 3$325/unit or all for H9K.
Located in Nevada. Call 775-721-8484.

(PT7)

50 SEBACH PORTABLE TOILETS.
excellent condition, HandSani dis-
pensers, coat hooks, shelves. $325

each. Call 208-687-6097. Located In
MNorth kaho (T4}

PORTABLE
RESTROOM TRUCKS

J007 INTERNATIONAL DT 466 - 4300,
air brakes, Allizon transmission, siain-
lass steal tank, 1100 waste400 fresh,
Conde pump, 43,000 miles, excellent

condition. Built by Best Enterprises.
09,900, 417-257-4088. {T7)

1999 F-450, 6-spd., Lane vacuum tank
700/300, Conde pump, maintained
truck, new fires, 216,000 miles, 2-unit
carrier, towing package. CT. 203-748-

6906. {FTT

2004 ISUZU NQR, 950/300 Progress
tank, 2-unit carner, $29,000 OBO. NY.
BOO-275-3616. {FT7)

1996 International 4700 with a 700 US
gallon, 2-compartment {500/ 200 split),
carbon steel, portable toilet senice unit.
In stock!!! (Stock #6921V) wWwWWw.
VacuumSalesinc.com, (888) VAC-

UNIT (822-8648). (PEM)|

Advertise in Classifieds for only

"1.00 R WORDY

Submit your ad online at:
www.promonthly.com



ch More Choices...
o |ce- We offer MORE than all the others cﬂmhmed

» 75 floorplans to
these are just a few! - — choose from

» Wide range of
exterior designs

» Choice of 9 unique
interiors or design
YOUr own

»= More Features

» More Options
» More Functionality

» More value for your
nvestment

AMERI-CON

ENGINEERING

15886 Michigon Rd ~ Argos, IN 46501
Restroom Tmilers Shower Tmilers Combination ihnwerf

S e bt e 574-892-5151

E
Hand Wash Trailers Drug Screen and Lab Trailers Visit our Online Catalog - WAFWAW'WW, ﬂ m e I"l - C Cl n & C 0 m

Come In
Weﬂ'r.e Turns waste

paper into
profits:

Call Milton Foss
360-385-1333

I~
\
* Holding And Fresh Water

Visit our websites .

WWW.ronco—plastics.com « WWw. I‘[Illl‘.ll—[llilﬂllliﬁ nel

400 Sizes Available
Wholesale Pricing Available

www.promonthly.com \; 714-259-1385
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TRUCK CORNER

Relentless Rust

Incompatible couplings, inadequately welded tank baffles

Jerry Kirkpatrick answer your

Bob Carlson (left] and

gquestions in Truck Cormer

can lead to corrosion and early tank failure

QUESTION:
Why is the aluminum coupling atop my tank — where
the pressure relief valve is located — continually being
eaten away and corroded after only a few months of
operation?
Robert Kerr
Denver, Colo.
ANSWER:
The pressure relief valve is made of brass. The aluminum
coupling in the tank is, obviously, made of aluminum.
What happens is the basic process of electrolysis. The
two metals are not compatible in this application. The
process of electrolysis eats away at the aluminum because it is
the weaker of the two alloys. This has happened to many alu-
minum tanks when brass is installed into aluminum fittings, The
answer to the problem is a simple one.

1. When the aluminum coupling is corroded, it will need to
be replaced. It is likely a 2-inch coupling.

2. It will need to be replaced with a coupling that is 1/2-inch
larger than what is currently being used.

3. And here is the key: A plastic insert (PVC) needs to be put
into the aluminum fitting to insulate it from the brass fitting or
valve, These plastic bushings are readily available from any hard-
ware store.

4. Then install the brass valve into the plastic litting. The
plastic fitting serves as insulation between the two alloys and
puts an end to the process of electrolysis and corrosion of the
aluminum fittings.

Check Your Baffles For Solid Welds

QUESTION:
After three or four years, why are my baffles falling out?
They literally fall down inside the tank? I thought bal-
fles were supposed to be there forever to help reinforce
the strength of the tank.
Jack Mc(ihee
Boise, Idaho
ANSWER:
There are several reasons batfles can tall out inside the
tank.

1. Corrosion of the welds, which leads to collapsing batfles,
could be caused by the product you are hauling in the tank. The
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payload may include chemicals high in pH, which could lead to
electrolysis and destruction of the welds. As time goes by, welds
are attacked by the chemicals and they give way. You may not be
aware youre hauling highly acidic liquids or someone may be
dumping chemicals in your portable restrooms that vou are not
aware of. Strange liquids and chemicals sometimes end up in
portable restrooms.

2. Oftentimes battles are
simply stitch-welded inside the
tank. Stitch welding 1s a way
manufacturers can save time

Ask the tank manufacturer
how he installs his baffles

and money when thev install .. When the tank is done,
‘ iinrari Do look inside to make sure
the baffles. Stitch welding is RN What woe nrom-
pretty much what the name *?; E'El"g The: rola of ﬁfumb ic
implies: baffles are secured with A

| that stitch-welded baffles

staggered welds rather than a

continuous weld. 5o if one were have a much shorter life

looking at the fimished welding

job, it would appear "stitched.” This method minimizes the
attachment ot the baftle to the shell of the tank. It also aids 1n
the corrosion caused by the electrolyvsis. A tank built like this will
last a few vears without noticeable change, but then the baffles
may start tumbling. A way to avoid this is seal-welding both
sides of the baffles. This means a solid weld around the circum-
ference of the baffle. This is the more expensive method, but
ensures the best longevity.

3. Another potential reason for baffle failure is the welder
1Isn't making a solid weld with full penetration from the baffle to
the tank. The welder may have been careless or didn't know how
to attach a batfle the best way.

4. Its a good 1dea to ask the tank manutacturer how he
installs baffles. Are they stitch-welded or seal-welded? And when
the tank is done, look inside to make sure yvou got what was
promised. The rule of thumb is that stitch-welded baffles have a
much shorter life.

When you get a chance, grab a flashlight and take a look al
yvour baffles. It also wouldn't hurt to rinse your tank out every
now and again. If vou've got manways, open them up and rinse
out the tank. Then yvou can inspect the condition of the inside of
yvour tank, baffles and all.

Bob Carlson and Jerry Kirkpatrick of Arizona-based
Crlendale Welding have over 50 years combined experience deal-
ing with portable sanitation truck issues. Fax guestions to them,

addressed to Truck Corner, at 623/937-3688, or send Bob and
Jerry an e-mail at truckcorner@ promonthly.corn. B



One-Piece Construction
Lightweight -
Rust-Free
Hardware
* Wood and

Poly Skids
 Large Variety ||'
of Colors

Tanks in 60, 105, 225,
and 440 Gallon Size
A ! .?I;- - ﬁ,-.
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- 60 Gallon Rinse Tank

90 Gallon Free-Standing Sink

a

wall
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— OPTIONAL ACCESSORIES —

:;_ ¥ 6

Paper
Dispenser

7-1/2 Gallon T Urinal

Handwasher Lifting Bracket Assembly

The TSF l:nm P 330 S St. Phillips Rd. | Evansville, IN 47712

Toll Free: I-Bll _____ - [ rrF 5-263[' I Fax: Blg 985 367 |
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PORTHBLE TOILETS | CHEMICAL TOILETS | HOLDING TANHS | HAND WASH UNITS




Blue Works I50
is made to handle your
toughest conditions.

\Tr*}r a FREE sample.

Nothing measures up to the pure
concentrated power of BlueWorks 150.
e Pure concentrate formula, no water
e Concentrated liquid cuts shipping cost and storage space
e More fragrance and blue dye
e Stronger every day in every way

See for yourself. Try a FREE sample. Call Cindy or your
PolyPortables regional manager at 800-241-7951.

Kams=

Listening. Learning. Delivering. Since 1972

99 Crafton Drive, Dahlonega, GA 30533 USA - Phone (800) 241-7951 or (706) 864 -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 deodorizers, cleaners and air fresheners are earth-friendly, people-friendly products, They are developed EIEE M WE'.:l F!”] mrts
and manufactured in our facilities in Dahlonega, Georgia by Green Way Products, a PolyPortables sister company:.

solutiang for life - e
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