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Strong like bull.

The most durable and affordable restroom available, the Global from Hampel.

No bull.

Visit us af
* Humpel Booth 51

during the
PSAl Trade Show

and Convention

Engineered for strength, durability and value.
www. hampelcorp.com = 800-549-1558
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A Good Time to Buy? 'LLr'H,: il

The Economic Stimulus Act of 2008 may
provide sound reasons for moving
planned purchases of major equipment
into 2008.

- Ted J. Rulseh

ON THE COVER

Blu-John's Tom Schendarlein
washes down a bank ol restrooms
near its Cumming, Ga., home
hase. The company is par of
rapidly growing global senice
proveder ADCO Inernational and
its Ll.5. dvesion ADCO Holdings.
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ABERNETHY

WELDING & REPAIR INC.

Vale, North Carolina 28168

e International » Ford  GM

Call Bill Abernethy at 1 .300-545-0324

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

authorized distributor for

SEVERAL GOOD,

OLDER TRUCKS TO
CHOOSE FROM:

« 2001 International
2000 gal, tank, good condition

* 1999 International

2008 PETERBILT 2500 gal. dump tank
2000 gal. tank, 10-spd., 330 hp + 1998 Volvo - 4000 gal tank
2008 HEHW“HTH T300 + 1997 Volvo - 4000 gal tank
2008 Chevrolet, C7500 with 8100 gas engine, 5 Spd. trans 2500 gal. tank, auto transmission, 260 hp * 1995 Chevrolet
2 Spd. rear, air brakes, AC air ride driver seat, 33000 |b GVW. 2500 gal. dump tank
New 2500 gallon tank, HXL15 Masport air cooled pump. air '[2]' 2““3 IHTEHHAT In HAI— “nu « 1995 International
shift PTO, many other standard features.$64,500 2500 gal. tank, (1) 6-spd. transmission & 2600 gal. tank

{1} auto transmission

- - | : :
|. - " k-
-_.
--.-

=

2008 International 4400E Senes, 260 hp diesal DT 466
enging, B-spd. trans. and world class auto, air brakes, 33,000
GVW, air conditioned, 2500 gal. tank, Masport HXL40d pump.

.......... I_
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NEW PORTABLE TOILET UNITS:

2008 5500 CHEVROLET

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

2008 KENWORTH

1500 gal. portable toilet service unit, auto transmission

* 1991 Chevrolet
2000 gal. tank, low miles, low hours

PORTABLE TOILET UNITS:
2008 HINO
1500 gal. portable toilet service units, auto transmission « 2004 7550 Chevrolet
1000 gal. tank
(2) 2008 INTERNATIONAL 4300s . 2004 toraational 4300
1 500 gal. portable toilet service units, auto transmission Saries
1107400 gal. tank

« 2002 International
NEW 1500 gal, tank, 1100/400 tank

* 2002 International
1500 gal. aluminum tank

* 1999 Sterling - 1500 gal.

Wheel Drive availahle

IMMEDIATE DELIVERY? 2008 PETERBILT * 1997 Ford F450 - 800 gal tank
EG: £ alncl 3700 gal. tanks NEALTY FOR IMENEINATE 1500 gal, portable toilet service unit, auto transmission * 1994 UD - 1200 gal. tank
— , MANY OTHER
R 0S000GALONS!. | | UNITS IN STOCK!

Trucks: Qur Truck or Yours

Com

T
H
.

R _5

QL _

2008 Intarnational 4300,
220 hp DT466, Allison auta. trans., air brakes, 25,539 GVW,
air conditioned, total tank capacity: 1100 waste 400 fresh,

Masport HXLTSY pump. IMMEDIATE DELIVERY! Also, 1500 gal, |
ranks READY FOR IMMEDIATE DELIVERY.

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

COMPLETE PARTS AND IN-HOUSE SERVICE

CALL FOR UPDATE
nlete Line of Maspert Pumps Available

Immediate Deliver

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

OVERNIGHT DELIVERY ON PARTS -

WE SPECIALIZE IN PORTABLE SANITATION AND SEPTIC PUMPING EQUIPMENT

SAME DAY SHIPMENT ON PUMPS

S
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FROM the

EDITOR

Culling the Inventory, One Unit at a Time

Contact us: PRO strives to serve the portable restroom industry with interesting
and helpful stories. We welcome your comments, questions and column sugges-
tions and promise a prompt reply to all reader contacts. Call 8INW257-7222;

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

Why not add the option of selling surplus portable restrooms to single-unit customers?

By Jim Kneiszel

itation contractor said he occasionally runs an ad in the local

newspaper offering to sell off some of his older units. He sells

a lew restrooms when he's preparing to update his inventory.

The contractor remarked that people who call about the ad
are always surprised to find out they could buy a restroom. They
have a perception that a portable restroom is something that can
only be owned by a service company. This left the PRO scratching
his head, wondering where they got that impression. Mavbe it's
because yvou never see portable restrooms tor sale at the local Wal-
Mart.

['ve seen this phenomenon myself. Since I started editing this
magazine, I've had several conversations with friends and
acquaintances for whom it was a revelation to hear they could
own a restroom. They could see how this would be handy for their
summer cottage, lor instance, or (o place poolside in their back
vards.

I edited a story for PRO the other dav in which a portable san-

OFFER A CHOICE

Some PROs I've talked to have determined there are two ways
to make money with single restroom placements. Especially it
theyre toving to unload some older units, theyve decided to let
the customer make the choice: Lease a unit by the month or buy a
unit and pay for regular service. I dont know how much of a finan-
cial difference the choice makes, ultimately, for either the cus-
tomer or the PRO. The bill may be similar in the long run, but I
think it’s an interesting idea to give the customer a choice.

Why?

Because consumers prefer to buy many things rather than
rent them, even if renting makes more sense. Whether it's the roof
over our heads or a specialized home mprovement tool,
Americans seem to prefer to buy rather than rent. I'll give you an
example:

Every tew vears I notice that my lawn 1s encroaching on the
sidewalk, and in order to keep pace with my finicky neighbors, I
need to cut a clean edge in the sod. So 1 go to the equipment rental
ared at my local hardware store, give them 324 and borrow a gas
edger for a few hours. It works for me.

But, chewing the fat with the hardware store guy, I noted that
several rental edgers are always sitting in the corner, cleaned up
and ready to go. He explained that many people prefer to buy a
$300 edger that they will use once or twice a year rather than rent
one for 524, It doesn't make any sense, he said, to buy, store and
maintain the edger, but people still do it.

6 September 2008 Portable Restroom Operator

Not everyone, [ tell him as I leave with the edger. And he
agrees. But as a good businessman, he knows that he'll get more
business by offering both options: the $300 edger on the sales
loor and the $24 edger on the rental floor.

BUYING MIGHT MAKE SENSE

As the summer comes to a close, I am pondering a situation
where 1 might consider buying a portable restroom rather than
renting one.

My tamily owns a cottage on a small lake in northern
Wisconsin. Occasionally, maybe a few times a summer, visitors
take a swim on the nice sandy beach. Big groups of excited kids
have a tendency to track sand into the house on the way to the
bathroom. The dirt, as well as the stress on our septic syvstem,
makes me think that a portable
restroom would be a handy
thing to have on the property.

But do I want to lease one by
the month when usage would
be so infrequent? No, In this
case, I think buying — and get-
ling one or two Services a year
— might be a practical answer.,

Being involved in this indus-
try, I realize I might be able to
pick up a no-frills used restroom for a couple hundred bucks. But
I'm one in 100,000 cabin owners who have access to that informa-
tion. T can't help but think many homeowners — especially in
resort areas or families with septic systems that get a lot of com-
pany would welcome the choice to own their own portable
resiroom.

I can't help but think many
homeowners — especially
in resort areas or families
with septic systems that get
a lot of company — would
welcome the choice to own
their own portable restroom.

GET THE WORD OUT

But how do vou reach potential buvers? An easy idea would
be to make purchasing an option whenever yvou rent a single unit.

If a mom calls and savs she’s having a big poolside party on
the weekend and would like a restroom, ask her if she has parties
aften, or if overuse of the toilets in the house is an occasional con-
cern. Then tell her she can buy a unit and place it next to the
cabana, then call you for service whenever she wants, or you
could put her on, for example, a quarterly service schedule.

If vou sell her the unit, she's more likely to keep calling you
back whenever she needs service. She will be hesitant to call
another service company, thinking other companies wouldn't




want to service units they didn't lease. If your territory has aggres-
sive competitors who often lower prices to capture more busi-
ness, it would be good to be locked in with customers who bought
units from you and feel extra lovalty.

Advertising is another obvious route to reach buvers. If vou're
in a resort area, target the local newspapers, post ads on grocery
store bulletin boards, consider local tourism publications. If yvou
work in a rural to suburban area, target larming publications or
local shopper newspapers.

Il vou opt to sell a unit, make sure you get an adequate
return. Even if the units seen better days, yvou shouldn't give it
away. Give some thought to how much yvou should charge for a
used unit, making sure the sale helps offset the cost of the new
unit that replaces it in your inventory. If vou decide to sell a new
Or newer unit on occasion, only do it if youre going to turn a
decent profit or obtain a profitable service agreement along with
the sale.

Especially in a tougher economy, business owners who offer
more choices to consumers will capture a greater share of the
limited revenue opportunities. Like my local hardware store
owner with the lawn edgers, you might benefit from offering cus-
tomers the option of leasing or buying a restroom.

A SIGN OF THE TIMES

When [ saw a sign
(see the accompanying
photo) recently in a vault
toillet at a county park
campground, 1 had a
good chuckle, From the
scary tales several of you
have told me about
pumping campground
toilets, I had to wonder if
a polite sign like this
would stop users from
dropping any manner of
foreign object into the

Pit.

| Does this sign posted inside
PLEASE the vault toilets at a county

DO NOT THROW CANS.; - Iﬁlflﬁ campground in
iIsconsin deter people from

dropping foreign objects in the
holding tank?

BOTTLES: PLASTIC BAGS, ETC,
IN VAULT. SUCH ITEMS PLUG
PUMPS DURING CLEANING.

When I've asked PROs about the job they dread most, pump-
ing park vault toilets 1s often at the top of the list. There's nothing
like wedging a bottle or a heavily waterlogged diaper halfway up
the vacuum hose to turn a good day to bad. I have no personal
experience to prove it, but I'll take vour word for it.

When I saw this sign hanging over the toilet, I paused a
moment in my vacation camping trip to pay tribute to the
unlucky, unnamed PRO who had this remote park on his pump-
ing route.

Does Your Insurance
Company Specialize In
Waste Industry
Insurance’

c P

[HE MATTEI ( OMPANIES

Waste Industry Insurance Specialists
Sincea 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

DECALS

THAT OUT PERFORM ALL OTHERS!
+PBS
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You Can Order Your Custom Servicing Decals...

r———----—-——————_—————--‘
LACH (W SECRNCE Tl T

= Custom formulated adhesive for strongest adhesion o poriable units.
* Dacals stick stronger and kast longer.

» 2 year 100% satisfaction guarantee.

= Wide varnety of custom shaped decals that it portable wnits.
« Effective color matching 1o any color partable wnit,
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1-B00-490-9931  wewaliedaraphics com
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vou need, let us put our experience ta work for you

Slide In Units:
One or two-compartment tanks
Custom sizes available. Fully
configured for senice, AsK US
about our 12 volt electric option
for smaller units.

o o o

..,

jerience Matters.

Custom vacuum tanks built to your specifications.

Far nearly 50 years, our tank builders have been setting the industry standard for innovation and value. Everything we build is custom-
ized to your exact specifications, Start with a bare tank and add only the oplions that are suitable for your apphication. What about
service? Our technicians can rebuild pumps or furnish parts such as vanes, seal kits, housings, and rators for most pumps. Whatever

.

Trucks = Tanksu- Trailers =

Eumpyl:g_L Hard
"'!1
Fman

| —
F; B G R O U P, C.
1'

7 Church Road, Hatfield, PA 19440
Phone: d00.427. 1844

Fax: 888_8BE3. 93180

Visit our website: www. libertyfg.com

Call Michael DeGroat (ext 12)

#

8

Commercial Equipment Financing Call 800-422-1844
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Check out some of the options:
v/ Manways (207, 25", 36")

u'f Full open door (2 types)

v Primary & secondary shutoffs
v’r Valves for loading & unloading
v‘{ Qil catch mufflers

Truck Mounted Units:
Basic configuration includes
primary shutoff, full length
rails (straight or tapered),

4" discharge nipple and

g Intake valve

u’( suction hose & couplings
f" Mounting rails & kits
i" vacuum pumps (Jurop, Masport,

Maoro, Fruitland, and others)

"f Hosetrays and hangers

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

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

Ssummit™ XP Rental Profit Builder™
_ # Automatic Ei“il"lg EEEiEEt to) L-IE-E!
— i Pro-Rations & Sales Tax .Over 25 years

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

-Service companies, such as: *QuickBooks® Lin
Pumping, Drain Cleaning, atc. « and much mora!

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

-Employee incentive tracking - - TH
-Flaet maintenance & sanvice tracking Stay on Top...with Summit™}

DEMOS ON LINE! or call for a Demo DVD or personal guided tour

Ritam Technologies, LP
Sales: USA B00-662-84T1 = Int'l: 208-629-4462

Email: infoiiritam.com +* Web: www.ritam.com

*wif LABELS & DECALS ECORDS

We Specialize In Waste Management
Labeling Solutions

« Service Records
« Lock out Tags

« NRC Records

« Warning Decals

All Printing & Signs Can be Customized
at No Additional Charge

-Logo Signs
- ender Signs
« Service Call Forms

Tole: OTF2-422-4300 = -A00-BTS5-TAS50
Fax; ¥T2- 4322431 = www anchorgeaghlcs.com

WARNING DECALS * CUSTOM DIE CUTS * SERVICE RECORDS

SIWNE04 TTHD 3DIANAS + STHO0DIY TD1AHIS

CUSTOM SIZES * SPECIAL COLORS *

L



Tough Products & Knowledgeable People

ALWAYS IN YOUR CORNER

SaniStand ™ BRAVO!™
Hand Sanitizing Station Self-Contained Sink

there when you need us

800-292-1305 [‘!I

www.polyjohn.com PoLYJOHN-

Lo o www.polyjohn.com and
check out cur seasonal promotions.

EARN MORE * SELL MORE * SERVICE BETTER



NOW ONE VEHICLE DOES THE JOB OF TWO...
Finally, there's a solution to the expensive
DE LIVE RY 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

portable restrooms, plus you can vacuum
- ’ r J : = § p
! I

liquid waste and deliver fresh water — all
at the same time. One truck — one stop.
What could be more efficient?

Crescent vacuum/delivery trucks hold up to 8
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 Breen Yvay Products IL"QTFPD RTABLES

saluticns 1of |18 —— Lstening. Learning. Delivering, 5ince 1972

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

fPIutnE - Mobile urinal unit - B

Pump it out! Wash it ﬂnwn' Flll i up' ,_

..... ._._ . .I..'--‘ﬂ 3

Transport up to 1600 liter capacity
instead of one portable toilet to

your event site!

-|'i-

Sutarbilt Model 4MP RIV Brass Valves Mosport Model HXL4V

An honest price, excellent service ond
I:Il'EI"I'“l.“'I"I lools are ilgm I:ll a I.'Fl'ﬂ[EEiiﬂl'l' PORTABLE SANITATION www_atla c= pSi_n I

al. On these things, sucesstul businesses R
lolerote “NO COMPROMISE".

Only the business owner con control the
price and quolity of his service, buf,
when it comes o the tools, Armstrong
Equipment, Int. can help. We are proud

o offer the best quality pumps and com- TP n n ll c
ponents availoble. Sutorbilt and Mospord A 'e'. ‘o er ﬂ ]

ore two of the maost recognized and
respected nomes in the industry, Couple
them with Shurflo, Burks, Pumptec,

-
_ Turns waste®.

Reelcraft, RIV ond Plostiflex ond you 3

have all the tools needed fo ossure o paper into

. : - 4 ] [
Burks DC10, Shurflo 2088, Pumptet 354 smoothly operating service truck.

ARMSTRONG 800-699-7557
EQUIPMN[ 11200 Greenstone Ave. * Sonta Fe Springs, CA 90670

562-944-0404 - Fax: 562-943-3636
= e IN(C. & = WWw.vacpump.com

Plostiflex Hi-Voe
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“KENNY is the funniest fil
I’ve seen this year”

—Oscar-winning filmmaker Michael Moore ) «t
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“SO FUNNY that

bowel-loosening could
be a very real danger.”

—Siella Panamichael. GBC
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“With a touch ofj 3
romance, Kenny is &
great Aussie comedy tha

WILL LEAVE AUDIENCESS
IN STITCHES.’ |

“IHGREDIBLY A
LIKEABLE and FUNNY“ |

—~Andy Klein, Los Angeles City Be~*
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BACK at the
OFFICE

September 2008

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

or topic suggestions at thewordhouse®@ameritech.net.

No More 9 to 5¢

Giving employees the option of working four 10-hour days cuts their
commuting costs by 20 percent. If enough employers did it, it could reduce

America’s dependence on foreign oil too, but is it good for your company?

By Judy Kneiszel

5 was the way to make a living? And why the tive-day work

week? With gas at $4 a gallon and little or no relief in sight,
a lot of emplovers, including many state and local governments,
are reconsidering the whole notion of a “standard”™ work week and
gelting creative with employee schedules to cut commuting and
operating costs.

For some employers and employees, this works great; for oth-
ers, 1t doesn't. There's more to it than fuel savings. Look at the pros
and cons when considering if scrapping the traditional work week
works for your company:

D id you ever ask yvourself (or Dolly Parton) why workin' 9 to

Pro: Keeping Good Employees
By making their commute more affordable, and allowing
emplovees an extra dav at home with their families or pursuing
outside hobbies, employvees are likely to work harder and stay
with the companv longer. This reduces how much time and
money a company has to

spend finding and training
new employees.

For workers operating heavy
equipment or doing hard
physical labor, a 10-hour day
could cause fatigue and sub-
sequently costly fatigue-
related mistakes or infuries.
Make sure workers can handle

the extra two hours.

Pro: Reduced
Child Care Costs
Assuming child care for a
time period exceeding the
normal eight-hour workday
15 NOt MOre expensive (as it
sometimes is), by working a
four-day week, a parent
could reduce not only fuel

costs, but day-care costs by
20 percent ... 40 percent if both parents switch to a four-day week
but have different weekdays off so they can each take over one day
of child care.

Con: Long Days Away From Home

It may be difficult to find child care as early and as late as a
10-hour day would require, and while parents are home an extra
day, the days away are long. This may be especially troubling for
parents of kids who are too old for day care but voung enough to
get in a lot of trouble if they have no parental supervision for 10 to
12 hours at a stretch — let’s say the "ages 12 and up” crowd.

12  September 2008 Portable Restroom Operator

Con: Fatigue

For workers operating heavy equipment or doing hard physi-
cal labor, a 10-hour day could cause fatipue and subsequently
costly fatipue-related mistakes or injuries. Make sure workers can
handle the extra two hours. And remember, for those with a long
commute, a 10-hour workday can really be a 12-hour day.

Con: Insignificant Savings

For someone who commutes 15 miles each way in a car that
gets 20 miles to the gallon, paving 54 a gallon for gas, their savings
15 only $6 a day or 3300 a year, not counting the saved wear and
tear on the car. And thats assuming the employee doesn't spend
their new day oft driving around. It may not be worth shaking up
the company and emplovees lives for such a small amount of
IMOEY.

Pro: Lowered Absenteeism

With a weekday off to schedule doctor’s appointments, den-
tal checkups and parent-teacher conferences, employvees should-
n't have to take time off from work for these events any more.

Pro: Savings on Other Expenses

If the weekday off is staggered among employvees so theres
still someone conducting the company's business five (or six) days
a week, the costs to heat, cool and illuminate facilities will remain
the same. However, if everybody in the otfice gets Friday off, there
will be a savings on utility bills. For emplovees, working four days
means one less day to buy or pack a lunch and one less clean,
pressed work shirt needed.

IT'S ALL ABOUT FLEXIBILTY

Just because one company adjusts its working calendar does-
n't mean others will follow. The issue for many businesses is being
available during the same hours their clients keep. Somebody's
got to be answering the phone when customers call. And yvou can't
very well refuse to service restrooms on Fridays if a customer
demands that theirs be serviced on Friday.

50 mayvbe staggering weekdays ott among employees 1s the
solution rather than having everybody off on the same day. That
way everything is covered. Of course yvou don't save on the cost of
heating, A/C, etc. like vou would if vou shut down entirely for an
extra day; that’s the compromise.




Mavbe the answer for your company lies somewhere in-
between the traditional work week and the four-day week.
Employvees could work five (or even six) days a week during the
busy season, four days a week {or less) during slow times. This
schedule plays in well with many portable sanitation companies,
which slow down in the winter. Turning down the heat one day a .
week over winter could produce significant savings lor contrac- A o - Ak
tors In northern regiunﬁ.p g : y T'he Latest EI"Ight Idea in thE

Or, perhaps the savings of consolidating service routes to four ‘I Sl & 2 Pﬂ rtﬂ "Ll SEL‘
days would be so great that it's worth it to offer customers some __ 1 Famﬂy q:j.f HﬂhﬂE HES uﬂms.
kind of incentive to work within your schedule.

If the four-day work week doesn't seem like it would work for
your company, there are other ways you can help employees save
on gas. Encouraging them to organize carpools, subsidizing pub-
lic transportation and allowing some employvees to work from
home are just a few options to consider.

And that's the trend more than the four-day week. Not every-
one is jumping on the bandwagon and shortening the work week,
but companies are becoming more open to creativity, Hexibility
and change. You know the old saving: If vou always do what vou've
alwayvs done, you always get what vou always got. And in today's . ' &
economy, {].}ing what VOl u've ﬂh"'rﬂ?"ﬂ done means I_}eing stuck with Call 300r31 512557 For More Information
high fuel bills. It's time to think outside the box. About 2 and 3 Station Solar Powered Mobile Restrooms,

or visit WWW. pﬂrt-:-l S EER=111
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HIGH FUEL GOSTS GOT YOU DOWN:

replaces Engine Driven PTO System
® Electric Hybrid Allows

® Engine Does Not Run During Services
»

on EACH Truck! (Based on 40-8 minute
services per day)!
- Service Moise Restricted

Areas with Ease Fortable Toilet Trucks Vacuum Trucks
® Optional Onboard Management System Toilet Delivery Units Road Crew Units

Service Trailers Slide-In Units
SavingthelEnvironmentg0neifruckfatajlime! pordable Todet & Vacuum

Truck
1.3“0.921.315 Ask for John Barrett or go to www.fmitrucks.com EWﬂHH
to view a video clip of this Hybrid! ] ,;"MLATE
rortand, tnsgon A Division of FMI Truck Sales & Service
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Liﬂ htweight Alumainum = Greater Payload
NEW' 2008 Peterbitt 340 Greater Payload = Fuel Efficiency
Front Hois/ Rear Opening Fuel Efficiency = Less Mileage

Cummins,10-Speed . "L
3800 Gallon #'f" Less Mileage = Less Harwa Evwnssions

3000 PSI Jetter \U A Less Harmtul Ewmissions - Less Vehicle Maintenance

Tool Box o el \ } Less Vehicle Maintenance -Less Downtime
412.1,900 w4 Less Downtimae = More GREEN Dollars

Flus FéT i

Lease from J 4 . X .
! fl'n - S ;-'%"""E ﬁ? E»"":ﬁ L
$1ED1 mao, : i =f _ _ﬁ.mﬂm rﬁ'&r‘%ﬁﬁéﬁ’?ﬂ-ﬂ-‘#é‘-—f

1100 Gallon Restroom Tank
Masport HXL4, Burks washdown, Hot shift PTO
2008 Kenworth T300 22,000 GVW

Auto transmission. & hydraulic brakes ":'ZI" " i | &

il " 1.888.848-3727
$1152 mo. e emalil: Ictanks@hellsnuth net / fax: 270-898-4055

175 Cascade Drive, Paducah, KY 42003

- T et SN

TRAK

o iva Porte
Hﬂmim!| | Jﬁtz"-lll .
One Touch— =t <
Billing Order Entry
ervice Schedules Reports &

L' 4 Visuol mapping and routing 4 QuickBooks integration
% Aufomated fimecord ond 4 Employes productivity reparts

imventory tntrol % FREE OMLINE DEMOSI
W unlr EZTRAKR offers positive service validation

Phone: 866-529-1938 Email: info(@eztrakr.com Web: www.eztrakr.com

N K
Holding And Fresh Water

Visit our websites .

A Good Idea!

¥ o

.

Solar Powered, Self-Contained, WWW. I'[lllﬂﬂ—[“ﬂﬁllﬂﬁ GOM = WWW. I'[lllﬂﬂ—[“ﬂﬂlmﬂ nel
Special Event Restrooms 400 Sizes Available
wWww.nuconcepts.com Wholesale Pricing Available

800-334-1065 714-259-1385
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NEED MOREE? pOWER?

CHECK OUT THE
COOLYSUMMERTIMEJPRIGE

ON OUR HOTTEST SELLING TRAILER
-

This year’s most popular model!
Special Summer Pricing

Rugged commercial grade restroom trailer with a large 600 gallon
steel waste tank. A women's room with two private stalls. The men's
room offers a private stall and three urinals! Over twice the firepower

| 814 Traditional of comparably priced 141 units. Plus all the functionality and quality
) $17,900 of a custom crafted Ameri-Can trailer. And a choice of colors!

* Woman’s room with two private stalls * Men’s room with one private stall and three urinals

* Rugged steel frame construction * Large 600 gallon steel waste tank

* Low flush ceramic toilets * Solid surface countertop and sink in designer cabinet

* High efficiency ducted air conditioning system « 20 amp electrics

* Brass termination valve with cam lock fitting * Dual Dexter Tor-Flex axles

* Choice of interior and exterior colors * Fold up step assemblies

Built to last. Easy to service and set up. The best value for your money.

America’s premier restroom and shower trailler manufacturer since 1988! Ameri-Can offers over 'm
75 models of restroom and shower trailers. Each is custom crafted, stick-built construction. ENGINEERING

Not RV style of cargo trailer refit. Built to provide many years of rugged and dependable 574—392—5 1 5 1
service.Visit our website or call us for more information! www.ameri-can.com
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By Betty Dageforde

THE TEAM
Tony and Jennifer Beccio operate

B-There Environmental Services LLC out of
their home in McSherrystown, Pa. Their

equipment and vehicle storage yard is live
miles down the road in Littlestown, just a
few miles north of the Maryland border.
Jenniter handles bookkeeping, scheduling
and sales while Tony works in the field.

Their sons T.]., 18, and Kirby, 16, work
summers and weekends. For large events,
even the younger Kids — Chad, 14, Logan,
12, and Jessica. 10 — help out. In addition,
the company has three full-time route driv-
ers: Bill Lutz, Dave Miller and Ethan
Conrad.

COMPANY HISTORY

)40

vide roll-off container services and septic
and grease trap pumping in a 50-mile
radius,

Because of their background, the
Beccios quickly grew the business, serving
events including the Preakness Stakes, the
Baltimore Marathon, and a contract with
the U.5. Naval Academy for its sporting
events, as well as construction contracts.

MAKING CONNECTIONS

The commissioners of Thurmont send
out requests tor proposals every
vear for Colorfest. Although B-
There Environmental Services is a
new business, Tony Beccio had
worked this event before, s0
organizers were familiar with him.
“They know me, know my work

Tony Beccio spent 13
yvears, and Jenniter Beccio
8 vears, working in the

THE JOB: Catoctin Colorfest

portable and septic indus-
try before striking out on
their own in 2007, Today,

LOCATION: Thurmont, Mad.

75 percent of their busi-
ness is portable restroom

rentals, but they also pro-
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THE PRO: B-There Environmental Services,

McSherrystown, Pa.

Driver Dave Miller {left) unloads some-of the

156 units that B-There Environmental Services placed at the
Catoctin Colortest in Thurmont, Md. (Photos by Gil Longwell)

sno II 'II i B-There Environmental Services

blankets Maryland fall festival with
_) clean restrooms and golden service

ethic and how [ like to do things.” he says.
He hid on the event and won.

THE MAIN EVENT

As the fall colors start to spread across
the Blue Ridge Mountains, the small town
of Thurmont, Md., at the base of Catoctin
Mountain gears up tor the annual Catoctin

Dark green Aspen units from Five Peaks
Technology provide a natural backdrop for

the testive fall crafis on display.

Portable Restroom Operator




“To be successful, you have to be able to keep the business
you get ... If you provide a good service then that's the word

that gets around. People know we re going to be there. That's
why we have that name — B-There means we'll be there.”

Members of the B-There Environmental Services crew (from left)
include Bill Lutz, owners Tony Beccio and his wife, Jennifer,
their son T.J., Ethan Conrad and Dave Miller.

Colortest arts and crafts show on the sec-
ond weekend in October. Locals also jok-
ingly refer to it as the “town-wide yard sale”
as evervone tries to get in on the action. The
6,200 residents host 100,000 visitors for this
two-day event in its 45th year. Neighboring
towns also participate with such activities

d4s orchard tours, church dinners and apple
butter boiling.

THE JOB

B-There Environmental Services was
tasked with placing restrooms at the
Community Park and the Activities
Grounds where the arts and crafts booths
were set up, as well as parking areas, food
courts, and other pedestrian areas through-
out the town — which basically shuts down
for the event.

BY THE NUMBERS

The company placed 156 units in 19
locations. These were all dark green Aspen
and Matterhorn (ADA-compliant) units
trom Five Peaks Technology. All units hawve
interior hand-sanitizers. "A lot of compa-

nies don't do that but we've had great teed-
back on it,” says Beccio.

Three banks of 20 standard and two
ADA-compliant units were set up at the
Activities Grounds and the Community
Park (two banks). A bank of 20 standard
units was set up at the American Legion,
site of a large tood court and parking lot.
Eleven standard and two ADA-compliant
units were set up at a large parking area.
The other restrooms were placed in banks
of one to six standard units at 14 other loca-

tions throughout the town: schools, car
washes, municipal parking lots, and small

businesses,

LET'S ROLL

Three Chevrolet 25005 with McKee
Technologies Inc. trailers, each holding 20

units, were put into service to deliver rest-

Tony Beccia

rooms Wednesday and
Thursday nights. The
crew returned Friday
night to hnish setting
up and to open and
stock all units.

Units near schools
and businesses were
removed Sunday night.
the rest on Monday.

KEEPIN' IT CLEAN

The festival ended at 5 p.m. each day
but it took another couple hours for the
crowds to disperse, so the company waited
until 7:30 Saturday night to clean the units.
It took about four hours. Units were
pumped again Sunday night in preparation
for removal. About 5,000 gallons were
pumped out the first night, and another
2,500 the second. Two team members wear-
ing company T-shirts operated the service
vehicle, a Chevy 7500 from TankTec Tank
Technologies & Supply Co. The vehicle has

a 2,000-gallon aluminum tank (1,500
waste/500 freshwater) and a
Masport pump. Waste was
transferred to a borrowed

|
P
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¥

5000-gallon tanker truck and R

disposed of at the townships N
wastewater facility. | '

Using products from J & ]
Chemical Co., units were
scrubbed, sanitized, and

The two-day Catoctin Colorfest
draws more than 100,000

visitors to the Thurmont, Md.,
community of 6,200 residents.

...-r'ﬂ
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replenished. Beccios philosophy on clean-
ing is, "Would I let my kids use it? That's
how I expect them to be cleaned every
time.”

CAUGHT BY SURPRISE

Attendance was heavier than antici-
pated, but Beccio and his team were on
hand to do what they could. The crowds
were too thick for B-There to get a vehicle in

to clean or pump out units during the day,
but it went in Saturday to replenish the

paper. This year theyvd like to start out with
IMore units.

WORDS TO LIVE BY

“To be successful, you have to be able
to keep the business you get,” says Beccio.
“A billboard is great, but if you mess up the
first time, theyre not going to call you
again. If yvou provide a good service then
thats the word that gets around. People
know were going to be there. That's why we
have that name — B-There means we'll be
there,” B
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Five Peaks Technology
866/293-1502
www.fivepeaks.net

J&J Chemical Company

T06/546-7069
www.jjchem.com

McKee Technologies Inc.
866/457-5425

Masport Inc.
800/228-4510
WWW.IMasportpump.co

TankTec
888/428-6422
www.tanktec.biz




LOOKING FOR AN

IT'S A FACT: the temporary models that looked so pretty just a few
Well engineered, quality-built restrooms are months ago are now sitting idle, costing you money and
important to the success of a thriving business—  customers, too.
not to mention your customer's satisfaction.

The advantages of Vantage. The double-walled
When the storage yard starts to fill up with worn out, Vantage (right) is a top-of-the-line PolyPortables’ restroom.
un-usable, out-of-service units, it's not hard to figure that  It's engineered with commaon sense and built rock-solid,
cheap restrooms aren't such a good buy after all. And just like the rest of the PolyPortables” models.

RESTROOMS = HAND-WASH S5TATIONS = RESTROOM ACCESS50RIES = DEODORIZERS = CLEANERS = TRUCKS




Here are the advantages:

CUSTOMER-FRIENDLY

« Look at the size of that door! Tall, wide — easy for customers
to enter and exit — even with bulky work gear.

- Keystone roof lets in plenty of light. The unit is brighter
and feels more spacious.

SITE-FRIENDLY

« Easy to move and handle. 8 oversize handholds, corner
strap-down guides and reinforced corners with no cor-
ner molds.

» Smoaoth easy-to-clean intenor walls

EASY TO KEEP IN ACTION

+ Most of the Vantage parts are interchangeable with
PolyPortables’ Standard and Integra models.

10 colors available now! Call about other available colors.

All this means you'll keep more units in the field, for longer
periods of time, with less maintenance and hassle. The result:
Happier customers and more money on your bottom line.

Now that's an advantage!

PolyPortables: Good sense.

Nothing keeps restrooms clean and fresh like Green Way Products / F)DLT P'D RTAB LES

deadarizers, cleaners and air fresheners. % Riaan .p,uLL Products

. : stening. Learning. Delivering. since 197,
EnNti nua for K\

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




b ¢ N H

m FILE

COVER STORY .M

'
e

Portable Sanitation

emember the old adage that says a
chain is only as strong as its weakest
link? The same holds true when it
comes to employees in the portable
restroom industry, says Jeremy Hawkins, the
frontman for the 11.5. operations of global
portable restroom service provider ADCO
International.

“You are who your drivers are and what
they do,” says Hawkins, minority owner and
operator of Blu-John.com in Cumming, Ga.,
the largest ot seven portable restroom oper-
ations under the umbrella of ADCO
Holdings, the U.5. arm of ADCO Inter-
national. “The company is only as good as
its weakest driver.”

Attracting and retaining good employ-
ees, however, is a constant battle for ADCO,
just as it is for many smaller portable rest-
room operators, says Hawkins, who is steer-
ing ADCOs push into U.5. markets while
holding the reins at Blu-John.

“In this industry, the hardest thing 15
acquiring good general managers, good
drivers — good employees in general,”
Hawkins says. “It's tough to fill job openings
from top to bottom.”

Finding good drivers is particularly vex-
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ADCO International concentrates on buying profitable
companies and employee retention for smart regional expansion

By Ken Wysocky

ing, Drivers are critical because they interact
with customers more than any other
employee and represent the face of the com-
pany. Yet theyre diflicult to attract because
the job isn't very glamorous.

Blu-John.com and its sister companies
surmount the stigma by treating drivers as
professionals,

"Our guys are professional drivers, jus
like a UPS driver or a bottled water service
guy,” Hawkins says. “If your emplovees arent
top quality, then the company
won't be top quality, This
industry 1s all about service.

“You can have the best
trucks with all the newest bells
and whistles and the best rest-
rooms with all the bells and
whistles, but if your drivers
arent dedicated and trained
well, you're not going to be as
successful as you can be.”

EMPLOYEE BENEFITS
ADCO offers competitive

pay, benefits and tramning to
keep emplovees happv, as well

as special incentive programs.

Portable Restroom Operator

Roger Brookshire (left) and Tom
Schenderlein receive final instructions
from Blu-John.com owner Jeremy Hawkins
(right) before beginning their route.

(Photos by Harris Hatcher)

Blu-John.com

Jeremy Hawkins and
ADCO Holdings

7
26

B0-mile radius of

Atlanta GEORGIA

Fortable sanitation

Fortable Sanitation Association
International, National
Association of Wastewater
Transporters Inc., Atlanta

General Contractors
Association

www.blu-john.com

Benefits include paid vacation, sick and per-

sonal days, health and dental insurance and
a 401 (k) retirement plan, plus uniforms and
Portable Sanitation Association Inter-
national certification opportunities for driv-
ers.

The company also encourages sales
staff to attend seminars, classes and other
continuing education activities, and pays for
college courses for general managers who
are on a corporate track.

Jeremy Hawkins




“You can have the best trucks with all the newest bells and
whistles and the best restrooms with all the bells and

"H_* |l whistles, but if your drivers aren’t dedicated and trained well,
| you're not going to be as successful as you can be.”
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Jeremy Hawkins

Driver Sleve Brooks finishes servicing restrooms and hand-wash stations
at a church addition construction site near Cumming, Ga. Blu-John.com’s
current business mix is approximately 85 percent construction and

15 percent special events.

The PSAI certification is a critical com-
ponent of drivers’ training. And Hawkins
sdays that before any driver makes his first
service stop, he also receives two weeks of
in-house training to learn the correct way to
operate a truck and service restrooms,

Hawkins® views about employee reten-
tion have been shaped by years in the indus-
try. After serving as a regional sales manager
tor 3M's office products division, Hawkins
cut his teeth in the portable restroom indus-
try as the head of international sales tor rest-
room manufacturer PolyPortables Inc. from
1990 to 2000,

“l was on the other side of the business
for 10 yvears,” he recalls, “I lived in Germany

and traveled all over the world — South
America, Russia, Asia and Europe. I joined
PolyPortables right after the Berlin Wall
came down, so it was a good time to be in
the portable restroom business. It was a
boom time,

“After I'd set up several European dis-
tributorships, I didn't need to live in Europe
any more, 50 I went back home to the
Atlanta area, where I grew up. Then ADCO
made me an offer I couldnt refuse, and here
[ am.”

GREEN LIGHT FOR BLU-JOHN
The 1.5. branch of ADCO Holdings
started in 1998 in Atlanta, and Hawkins
established the Blu-John.com subsidiary
and built a new ottice for both in Atlanta in
2001. Since ADCO landed, the company
acquired six more portable restroom com-
panies; a Waste Management operation in
Savannah, Ga., that was renamed Blu-
John.com of Savannah Inc.; Sani-Kan in
Cumberland, R.I., which serves the entire
state and the metro-Boston area; Down East
Rent A John Inc. in Jacksonville, N.C.; Port-
San in Haleigh-nurhﬂm__ N.C.: Portable
Sanitation and Services (P55) in Jacksonville,
Fla.; and Sun Coast Portable
Sanitation in Fort Myers, Fla.,
ADCO's 11.5. operations
include nearly 25,000 rest-
rooms — about 4,000 at Blu-
John alone — mostly made by
PolvPortables Inc., Polylohn
Enterprises Corp., Satellite
Industries Inc.. Synergy World
Inc. and Five Peaks
Technology. The holding com-
pany also runs about 400 serv-

Dawn Smith and Ashley Olson look
over printouts of service schedules
and routes using MapPoint software.

ice vehicles, about 25 owned by Blu-John.

When it buys new trucks, ADCO
Holdings preters GMC 75005 and
International 4300s, built out by Progress
Tank with 1,200-gallon wastewater and 300-
gallon freshwater tanks, Hawkins says.

Using advanced technology makes the
company more attractive to emplovees
while increasing efficiency and productivity.
For instance, ADCO relies heavily on Global
Positioning System technology. All route
supervisors carry GPS units, which come in
handy when they need to run a route for a
sick driver or make an emergency service
call.

“Our supervisors wear a lot of hats, and
GPS makes it easy to find places they may
not be familiar with,” Hawkins says.

In addition, dispatchers, route supervi-
sors and general managers all have Total
Activity Control software from Clear
Computing Inc. mnstalled on their comput-
ers. The software enables them to monitor
all aspects of operations, including efficient
routing.

“One of the biggest aspects ol this
industry is route density,” Hawkins says. "If
your drivers are criss-crossing each other,
yvoure losing money. If yvou dont achieve
good route density, you're just spinning your
wheels.”

When current or former customers call
ADCO, the TAC soltware automatically calls
up their account history on a custoImer serv-
ice representative’s computer screen — how

many restrooms they order, location of the
units, what day thev're serviced, and so on,

“For expediency and efficiency, that'’s a
great thing,” Hawkins says.
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“If your drivers are criss-crossing each other,
you're losing money. If you don’t achieve good

route density, you're just spinning your wheels.”

Jeremy Hawkins

CAREFUL EXPANSION

The economic slowdown has somewhat
dampened ADCOs growth plans, Hawkins
SaAYS.

“It's wvery volatile right now,” he
observes, "A company with 2,000 units out
there right now might have only 1,200 by the
end of the acquisition period, so you've got
to be careful. But as soon as the downturn
ends, we'll be as aggressive as we ever were.”

Prospecting for potential acquisitions
starts with a focus on growth areas, Hawkins
SAVS.

“We examine markets that we feel are
developing, with ongoing growth forecasts,”
he explains. "Then we look at a company
and how it fits in its market — its market
share, its reputation and the quality of serv-
ice it provides.

“We look at the value of the company's
customer base. In other words, does the
company have customers just because it
offers the cheapest rates in town, or does it
do business based on quality of service?”

ADCO also analyzes a company’s cus-
tomer database to see how long customers
have stayved with the company. It also exam-

Ines the company's pricing structure.

STRENGTH IN NUMBERS

Being one of the country’s largest
portable restroom operations has its advan-
tages, not the least of which is purchasing
power,

“In dealing with vendors, we pull
together our needs for all seven companies
and get a volume price break,” Hawkins
explains.

ADCOs size also makes it more attrac-
tive to other large regional or national busi-
nesses,

"A lot of builders we deal with are
national in scope,” Hawkins notes. “50 we
can tell them, ‘Hey, we're also in the Raleigh-
Durham area, just like you are — we'd love to
offer the same pricing and get vour business
there, too.” ™ The same is true for certain spe-
cial events, Hawkins says, pointing to a trav-
eling circus that passes through several of
ADCO's service areas.

ADCO can also parlay its size into joint
marketing etforts with businesses that offer
complementary services, such as fencing,
storage containers and roll-oft Dumpsters.

“We'll meet with local vendors and
team up with the ones that we get along with
and that provide superior service,” Hawkins
says. “Then our people promaote their busi-
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Blu-John.com
owns 25 service
trucks, including
this 2006 GMC
NQR driven by
Steve Brooks.

— Perks and prizes

nesses and they promote ours, We can
even send one invoice for all the servic-
es. That sort of one-stop shopping hap-
pens a whole lot.”

Of course, those kinds of relation-
ships can backhire it the informal part-
ners provide poor service,

“But it vou do vour homework and
have a relationship with the company
youre cross-marketing with, you can
keep those instances far and few
between,” Hawkins notes,

As d large company, ADCO also can
provide other employment options to
workers who want to relocate. “If an
employee wants to move from Atlanta
to, say, the Tampa/Fort Myers area in
Florida, we might be able to help them
stay with the company,” Hawkins says.

LOVES A CHALLENGE
Despite almost 20 years in the
same industry, its clear that Hawkins
isn't the least bit jaded. He still relishes
his job and the people he works with.

“It's a beautiful industry in that you
get involved in all levels of running a
business,” he says. "And I love the peo-
ple in the industry. They're all down-to-
earth, with a lot of entrepreneurial spir-
it.”

While his job entails many
challenges, Hawkins doesn't
mind wearing all the difterent
hats that requires.

“It’'s a challenge, but if you
win, you win big,” he says. “If
voure in a good market, have a
good marketing plan, have your
routes organized and have good
people working for yvou, it's the
most fun in the world. Its a
challenge staying up with all
that, but that’s the fun part.”

Portable Restroom Operator

Clear Computing

BB8/332-5327
www. Clearcomputing. com

motivate, retain
employees

To keep employees happy, Blu-John.com
and its sister companies provide several unusu-
al perks above and beyond the standard bene-
fits package offered by most businesses,
explains minorty owner and operator Jeremy
Hawkins.

For starters, the company emphasizes
on-the-job safety by awarding employees quar-
terly cash bonuses if the operation goes acci-
dent-free. In addition, to make sure drivers
make clean restrooms a priority, the company
awards a monthly cash bonus to the dnver with
the cleanest restrooms, as judged through ran-
Qom Checks Dy Supervisors.

To motivate drivers to develop good rela-
flonships with supervisors on construction sites,
they receive monthly cash bonuses if they sell
any add-on units or additional services.

Last but not least, it dnivers are interest-
ed in visiting Europe, ADCO will set them up
with company cars and corporate hotel rates,
as well as tours of the company's sister facili-
lies.

‘It's a nice benefit for the drivers,”
Hawkins notes.

PolyPortables Inc.

B00/241-7951
www. polyportables.com

Progress Tank
388/543-2121
www, progresstank.com

Five Peaks Technology

B66,/293-1502
www fivepeaks.net

Satellite Industries Inc.
200/B83-1123
www satelliteindustries. com

PolyJohn Enterprises
800/ 2921305

www. polyjohn, com

Synergy World Inc.

B00/352-1986
wwwy, portabletoilet. net
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International - 2500 SS Septic Truck

'3513 W. Mzt. Sprmg.sr Rd.
'Cﬂbﬂt AR 72023

1-800-288-2378
www.bestenterprises.net

For vour next service/delivery truck let Best build uu like this:
400 Waste / 200 Water SS tank and will hold up to 8 portable toilets.
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PRO BUSINESS

A Good Time to Buy?

Ted Rulseh is the COLE Publishing
edifor of Cleaner, Onsite Installer
and Municipal Sewer & Water
magazines. Readers can direct
inguiries to him by contacting this
publication at 800M257-7222 or
e-mailing editori®cleaner.com,

The Economic Stimulus Act of 2008 may provide sound reasons

for moving planned purchases of major equipment into 2008

By Ted J. Rulseh

ments economic stimulus program than the check you

received in the mail last spring or sumimer.

The Economic Stumulus Act of 2008 included two provisions
that could make it wise to purchase major equipment betore the
yvedr is up. More to the point, if you need to replace a vehicle or
expand or upgrade vour fleet, there may be substantial tax advan-
tages to domng so 1 2008.

That’s because the Economic Stimulus Act includes special
expensing and bonus depreciation provisions that let vou write off
more of the cost of the equipment for immediate tax savings
against yvour 2008 tax hability.

l [ you own a business, theres much more to the U.5. govern-

BIGGER THAN BEFORE

The last time the government did something like this was
under the Jobs and Growth Tax Relief Reconciliation Act ot 2003.
This time around, the immediate expensing and bonus deprecia-
tion components are even more attractive,

You won't want to jump in and buy equipment strictly for
these tax breaks, and vou'll want to talk to vour accountant about
all the specifics, and about yvour own situation, before moving any
planned purchase into 2008, Still these special, limited-time ben-
efits may well be
worth exploring.

The tax breaks
in the Economic
stimulus Act are

“The combination of these rules will

generate a first-year tax deduction on
new property ranging from 52 to 66

designed for
percent of the total cost of the smaller business-
equipment.” es. They were

enacted to stimu-
late the economy
by encouraging
businesses to pur-
chase equipment sooner, according to Ken Cloutier, a certilied
public accountant in the office of Wipfli LLP in Rhinelander, Wis.
Here is a look at the two basic provisions:

Ken Cloutier, Wipfli CPAs and Consultants

FRO welcomes letters 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, Wl 54562
FAX: 715/546-3786 W E-MAIL: editor@promonthly.com

All letters must be signed. Please imit your letter to 500 words or less.
We resenve the right to edit all letters for length and clarity.
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Special expensing. Under the Economic Stimulus Act, you
can expense (within certain limits) qualified purchases of up to
$250,000 in equipment placed in service this vear, provided the
total of such purchases for the vear does not exceed $800,000.
(Purchases beyond $800,000 reduce the amount you can expense
on a dollar-for-dollar basis.) The new ceiling on expensing is near-
Iy double the $128,000 of purchases vou could expense in previ-
OUS VEATS.

Bonus depreciation. Now yvou can take bonus depreciation
equal to 50 percent of amounts beyond the $250,000 limit on spe-
cial expensing, again for equipment purchased and placed in
service in 2008. You can then claim regular depreciation on the
remaining 50 percent of the cost.

WHY BUY NOW?

The accompanying table illustrates the tax advantages of
buving new equipment in 2008. If vou were to buy $300,000 worth
of new equipment this vear, yvou could immediately deduct
$280,000 on vour 2008 tax return. Thats $117,600 more than you
could have deducted for the same purchase last vear.

Before 2008 Act | After 2008 Act

First-year expensing $128,000 $250,000
Bonus depreciation

$300,000 — 250,000 x .50 nia $ 25,000
Regular depreciation - first year

$300,000 - 128,000 x .20 $ 34,400

$300,000 - 250,000 — 25,000 x .20 $ 5,000
TOTAL FIRST-YEAR BENEFIT $162,400 $280,000
DIFFERENCE $117,600

Your actual first-year benefit under these tax law changes will
depend on the characteristics of yvour business. Factors such as
taxable income, time of year when yvou bought the equipment,
and your particular tax scenario may limit the benefit. 5tll, these
provisions make it worth your while to consider buying equip-
ment now, or soon — especially it vou were already considering
additions or replacements to your fleet.

When have the tax laws worked so heavily in your favor?
When has there been a better ime to buy? Contact your tax pro-
fessional to discuss specifically how these special and temporary
provisions can help yvour business. i




Learn the Ropes of Leasing

Fred 5. Steingold practices law in
Ann Arbor, Mich. He is the author
of Legal Guide for Starting and
Running a Small Business and
The Emplover's Legal Handbook

published by Nolo,

If you're considering leasing your next piece of equipment,
here’s a host of new financial terms to learn

By Fred 5. Steingold

hether yvour business needs a 52,000 photocopier or a
550,000 vacuum truck, vou face a key decision: Should
vou buy the equipment or lease it?! Theres no one-
size-fits-all answer. It all depends on business and
linancial factors.

Lets start with the pros and cons of leasing versus buving
business equipment. Then we'll look at some details of what's
contammed in an equipment lease.

MAKING A DECISION

Leasing can be the better choice if you have limited money in
the bank or if your business needs (0o move up to improved equip-
ment every few years. With a lease, you probably won't have to
come up with a downpayment. You can start using the equipment
right away without depleting your cash reserves. And typically you
can deduct the lease payvments on vour tax return, reducing the
amount of tax vou owe.

Another advantage is that it may be easier to lease equipment
than to qualify for a bank loan that would let vou buy the equip-
ment outright. This could be important if your business hasn't
established a sterling credit record yet. And if you need high-tech
equipment or equipment thats likely to soon become obsolete,
leasing frees you up (o get the next generation of equipment once
the lease expires.

But while there are several advantages to leasing, there are
also some drawbacks. For one thing, over the long haul, it's usu-
ally more expensive to lease than to buy. The monthly payvments
will add up to more than the price of the equipment. What's more,
when the lease 1s over, vou must return the equipment to the com-
pany vou leased it from — though this isn’t a big deal if the equip-
ment has become obsolete.

By contrast, when vou buy equipment, you own it forever,
giving you a choice of when it's best to upgrade. With equipment
that has a long lifespan, it may pay to come up with the money to
buy. And since you'll own it, when it's time (0 move on (0 a newer
version, vou may be able bring in some cash by selling the older
Version.

On the negative side, buying equipment means you'll have to
come up with a hefty downpayvment. Often, it's 20 percent or more
of the purchase price if you finance the equipment through a
bank. And as technology changes, the equipment mav become
obsolete even before vou've paid it off.

LEASE TERMINOLOGY
Lets assume you ve weighed the pros and cons, and decided

leasing is the way to go. What should yvou look for in the lease?
Here are some suggestions:

* Are yvou personally liable for lease payments? You are if
vour business 1s a sole proprietorship or partnership. You are not
if yvour business is a corporation or LLC — unless the lease
requires a guarantee from vou as a business owner, Check the
lease carefully to see if yvou're required to sign as a guarantor.

* Are there any charges in addition to the monthly lease
payments? Sometimes, a lease requires a business (o pay a deliv-
ery Or selup
charge, or both.

* What's the
penalty if vou're
late in making a
payment? Some
leases hit vou hard
if you're more than
a few davs late.

* Who is
responsible for
repair and mainte-
nance costs? See
what the lease says about this. Il you have to pay these costs, it can
add significantly to vour financial burden — especially with
equipment that's subject to frequent breakdowns.

« Can vou assign the lease? If yvou sell yvour business, youd
like to make 1t easy for the buyer to take over the remaining por-
tion of the lease. Some leases prohibit assignment.

* |5 there a way to get out of the lease early? Some leases
have an escape clause — though usually at a substantial cost. Still,
it can be good to know you have a way to get out if the equipment
doesn’t meet your expectations, or you'd like to upgrade.

* Are there additional charges? The lease may require you (o
insure the equipment, and to pay for any personal property tax
assessed by the local government.

* Can vou buy the equipment when the lease is over? Some
leases give vou the option of paving a preset amount and keeping
the equipment. Even if the lease doesn't contain such a clause,
vou may be able to negotiate a buyout once the lease ends.

* Do yvou have to keep the equipment at a specific location?
Many leases have such a requirement. This can be a problem if
yvour business has several locations, or if vou're planning to mowve.
Deal with this issue upfront so it won't be a headache later on.
Remember, leasing 1s often a great option — as long as you go into
it with your eyes wide open. B

Is there a way to get out of the lease
early? Some leases have an escape
clause — though usually at a

substantial cost. Still, it can be good

to know you have a way to gef out if
the equipment doesn't meet your

expectations, or you'd like to upgrade.
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PRODUCT NEWS
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Water Cannon
Introduces

Construction
Grade Washers

Rated from 4 gpm to 8 gpm,
Water Cannon's new line of indus-
trial, continuous duty pressure
washers offer extended run times,
15-gallon onboard fuel tank and
20-27 hp engines, Available in poly-
chamn or 4-V belt drnive models, the
washers also feature up to 7,000 psi, pow- Construction

der coated steel frame, removable complete roll grade pressure
washer from

PE rfﬂ rmance cage with hose reel platform, adjustable pressure 0 nor 000
unloader and thermal pump protection, Options

include pneumatic wheel kit, EZ-start unloader,
high-capacity 350-foot hose reel rated up to 5,000 psi, industrial
wet blast attachment or pulse valve for commercial jetter appli-

cations. For more information: 800/454-9274:
AND IN HIGH PERFORMING SYSTEMS WWW.walercannon.coim.

FROM BASE SHEETS

TO INNER PACKAGING

Prices Held

Ll Hie Enel of the Fear!

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

www.hauleragent.com

Deal Associlates
Designs Lighter
Hitch Hauler

The redesigned, lighter Hitch
Hauler restroom transporter
from Deal Associates Inc. weighs
52 pounds and can be attached
to the 2-inch hitch of a pickup
truck. The unit carries one rest-
room and the Super
Mongo Mover hand
truck. Its low-profile

R R T e P B
1 " = . . - - | TR = .

P promonthly.com ! i design allows the tail-

L - ) = -
f’l: cleaner.com e gate to be lowered with-
?:.-i _ Bt i : out having to remove or
;;':E FLIRPOP-L 0 M i fold anything. For more
E’ mswmag.com information:

s . . Bb6/599-3325;

o onsiteinstaller.com ;

i _ www.dealassoc.com. B
=t pumpershow.com _

£ 'H:: ¥ . -

%: pumpertrader.com

i

:__: eJ-mag.com

£ septicyellowpages.com

sewerpages.com -

=

i, :

g COLE Publishing

e WWW.PRONMONTHLY.COM
s
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LUXURY TRAILER SA LEE

Restroom & Shower Trailers, including 53° Rigid Platform, our smallest wide body

semi Units trailers start out with Dual 10° ASTM |-Beams.
Lowest Interior Floor Height in the Indesiry 24/7 Tech Support for the best customer

High Privacy Partitions are Standard for service available.

Added Comfort Full 3 Year Warrantee, excluding normal
Unlimited Floor Plans from 8° to 53' Trailers wear and tear items,

ADA wheelchair accessible mnits. Free Mation Wide Lead Program for

Rigid Steel Shell Construction from top to our customers.

bottom to resist rot and warping. Dexter Torsion Axles for stable towing.

24 ADA starting af $35,600 8’ starting at §13,400
WAC & Neat - 750 gaf waste _ WL & Heat » 300 gal waste

WAL & Heat - 600 gal! waste

WAL & Heat - 450 gal ns:l!ah.ﬂud'n.'ﬂhnm

CALL FOR MORE INFO AND ADDITIONAL OPTIONS | =%
p: 877.382.2935 * EMAIL: INFO@COHSI.COM * wwwc:nl:lm."'

T_.r o el .___.
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Ruparing Tabe! Resas
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anitation Station

No out of pockel expense
Immerdiate revenue generation

e New product to vour rental fleet -
T without a major investment

o

' .'"TﬁrEE busines_s model offers with the Sanitation Station are: -
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customer... = We rent the unit fo |
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THINK TANK

Mary Shafer writes about issues important to PROs, Direct
contments or guestions to Shafer at thinktank@promonthl.com.

Lease or Buy?

PROs have different opinions about whether they should purchase or rent their next service truck

By Mary Shafer

ith service vehicles being one of the largest capital
Winvcﬂtmcntﬂ a PRO can make, the decision to lease or
buy 1s an important one. Mot only does this decision
affect the way vehicles are managed — expensed item or depreci-
ated asset — it also impacts cash flow, maintenance schedules
and sometimes, even what types of vehicles are available.
Two PROs with very different situations talk about why they
do what they do when it comes to building their service fleets, and
what might change their minds.

Name: John 5t. George, owner
Company: Portable Sanitation Service
Location: Mechanicsville, Va.

A!‘! ti' Employees: 8
o

x| Tears in Business: 10

N | .
John 5t. George

John St. George’s company is located in a northeastern sub-
urb of Richmond. The company buys all its vehicles — large
pumpers as well as smaller service trucks. He's not a big fan of
vehicle leasing, and can’t really imagine anything that would
make him change his mind.

5t. George fields 1,000 portable restrooms, with 85 percent of
the units serving construction sites, "My i1ssue with leasing is that
the equipment gets beat up so bad. We put a lot ot miles on the
trucks.”

Despite the appeal of a "new every two" or similar lease plan,
this Virginian isn't tempted. “Is there an advantage to getting a
new cab and chassis? Sure, but I'd rather own the asset as opposed
to changing it out.”

For St. George, it's a simple matter of fiscal sense, “Our com-
pany tries to frontload most of its linancing. We don't (enter into
financing deals that} go past 36 months. And in that 36 months, I
could own that truck”™ without taking the huge backend hit for
dings and damages that constitute normal wear-and-tear for his
fleet, he says.

"And then theres the downtime when ! i I ‘
yvou have to turn in the leases and get the l
equipment re-fitted,” he adds. The thought
of being without one of his trucks for anv
stretch of time doesn’t sit well with St.
George. “I'm not as knowledgeable on that
as some guys, but I just don't think it would
wiork for us.”
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Name: Norton Williams Jr., co-owner

Company: When You Got To Go Sewage Disposal
Location: Kingshill, Virgin Islands

Employees:; 2

Years in Business: 4

L
LII' I
Morton Williams Jr.

Norton Williams Jr. pumps septic tanks and grease traps
along with providing portable restroom service in the tourist par-
adise of the 1.5, Virgin Islands. Currently helding 42 single units,
Williams says about half of those are out on monthly contracts at
construction sites, while the rest are reserved for events and pro-
fessional functions.

“l need the cash | would save and | need the vehicle, so |
would consider leasing ... I've only met one company that
will consider leasing to a firm outside the continental U.5.”

Norton Willioms Jr,

Think Tank Thought

He currently owns his vehicles, but has considered leasing in
the past, and would do so again. “I need the cash I would save and
I need the vehicle, so I would consider leasing,” he says. But in
addition to all the usual factors a PRO must weigh in a lease-or-
buy decision, Williams has another serious obstacle to contend
with.

“I've only met one company that will consider leasing to a
firm outside the continental U.5." He's talking with that company
to see what can be worked out. If some accommodation can be
made for his location, Williams will be seeking favorable monthly
pavment terms and interest rates. If all the cards stack up in his
favor, there may be a leased vehicle in his future.

If you're considering a lease-or-buy decision and want to skip over all the
small print, compare apples to apples online using the handy payment
terms calculator at www.finance.cch.com/sohoApplets/

BizBuyvslLease.asp.
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PSAI NEWS

The Rewards are Great

Serving on the PSAI Board of Directors has been a worthwhile experience

By Karen Haolnn

{{ ave vou ever considered serving on the
Portable Sanitation Association Inter-

national Board of IDirectors?” This was a
question I was asked in 1999. Well, ot course my
first reaction was, “Are vou crazyv? I could never
sit around a big conference table and actually share any ideas that
I may have. Who would want to hear any of my thoughts or con-
CEernss

I thought members on the PSAI Board of Directors were lead-
ers in our industry. They own the largest portable restroom com-
panies, and [ was quite sure they had absolutely nothing else to do
but think about the big issues facing our industry. Was 1 ever
wrong!

Well, that certainly was not me. At that time, my company was
very small and [ was doing evervthing from answering phones,
taking orders, doing accounts receivable, accounts payable, col-
lections, financial reconciling and reports ... in other words, I was
working 70 to 80 hours per week, as [ am sure so many of you do.

Again my thought process was, “Are yvou really crazy? There is
no way I would have time for a commitment like that.”

Sanitaton Assoc

L LI

MANY ADVANCES
As | began thinking about the knowledge and experience I
have gained over the previous ten years from the PSAI conventions
and Nuts & DBolts
workshops, | came to

This is not a minor commitment.  the realization that
But it is a very rewarding one. | the PSAI has given
am VE'-I'}"'JD-I"EJ‘UIIJI of my involvement ™Me so much more

: | h: . - s
with the PSAI Board of Directors; Lﬁﬂl LEEMF fﬁ'eg
[ know that | have gained far

mysell: Why not me?
more than | have given. Why not my experi-

ence? Why not my

knowledge? Why not
my tme? Why not my financial commitment? And if not me, then
who?

It has been really exciting working with a group of dedicated
people who are committed to positive change and growth of our
association and industry.

Some of the changes during my involvement with the PSAI
have been: In 2001, the Service Technician of the Year Award
began. In 2004, the PSAI produced a service technician training
video to complement the PSAI certification program. In 2006, cer-
tification was revised to include servicing hand-wash stations, and
in 2007, servicing restroom trailers.

Since 2003, the P5AI has been working in conjunction with
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by committee chairs for the Portable

aton Infernational.

the U.5. Occupational 5afety and Health
Administrations advisory committee on con-
struction safety and health to impact regulatory
standards and usage ratios for sanitation at con-
struction sites. There have also been countless
advancements made at local and state levels.

As the current past president of the PSAI Board of Directors it
is my duty to serve as the Nominating Committee chair, This com.-
mittee consists of two current board directors and three PSAI gen-
eral members. It is the responsibility of the Nominating
Committee (o nominate members of the association to any open-
ings on the board of directors. It is also the Nominating
Committees duty to submit a suggested slate of executve ofticers
for the board.

The P5SAI Nomination Committee 1s seeking qualified individ-
uals for nomination to the board of directors. There will be one
director position to be filled this November at the annual conven-
tion in Davtona Beach, Fla. There will be a greater number of
director position openings in November 2009.

To be considered as a member of the board of directors, your
company must be a PSAI member in good standing for a mini-
mum of 12 months. You must also be able to attend four board
meetings a yvear. Two of the board meetings are held in conjunc-
tion with the P5SAI Annual Convention and Trade Show in early
NMovember and the Nuts & Bolts Workshop held in mid-March.
There are also board meetings held in May and September of each
Vedr.

TIME WELL SPENT

Because the PSAI is an international association, every other
vear there is a meeting held at an international location. Directors
are responsible for travel, hotel and meal expenses. Also, directors
are strongly encouraged to be involved and active in at least one
commitiee.

As you can see, this 1s not a minor commitment. But it is a very
rewarding one. I am very proud of my involvement with the PSAI
Board of Directors; | know that I have gained tar more than I have
EIVET.

50 | am asking vou, Have vou ever considered serving on the
Portable Sanitation Association International Board of Directors?
[f not, why not and if not you, who?

If vou are interested in a nomination to or would like to nom-
inate someone for the upcoming vacancy on the board of directors
of the PSAIT please feel free to contact me.

Karen Holm of On Site Sanitation Inc., 5t Paul, Minn., is the
PSAI Nominating Committee chair. She can be reached by phone at
651/429-3781 or by e-mail ar karen@onsitesanitafion.com. i




innovative vacuum ruck manufacturer
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Be Cool, But
INev-R-Freeze

MNev-R-Freeze,

the Environmentally
Friendly Toilet
Anti-Freeze.

1

safely Keeps Your

Toilets Serviceable
Even in the Coldest
Environments

Can be used in hand
washing stations in winter

to keep from freezing.

el Vel Chem

O M P A N Y

D

250 Old Marlton Pike
Medford, Mew Jersey 08055

609-714-2424 Fax: 609-714-3030 www.delvel.com
Toll Free: 800-699-9903 E-mail: cgiusti@delvel.com

Calf For Pricing

Complete Right

r-_'_'ﬂ""‘* Completaly M-—a

' L *TAssembled
176 cfm

i
| ps
ilable
- from 176-
o 164Z.61tm)
5 3

176-230 ¢
pump size

v

maore

_NO_COMPARISON.
DC-STAINLESS

P{a&hdnwn Pump

the
Burk's cast iron DC-10!

mare water!

pump!
316 Stainless Steel Mounting Brackets, Pump Head & Impeller

Pinsburgh, PA = 1-800-383-6304 = 412-269-4172 Fox = moroeastioatiglobal. nel

St Lovis, MO = ]-865-383-6304 » 636-583-2044 Fox * moro(c2chorter.nat

=l-c- WWW. MOTouUsaeast.com
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ADVERTISING

EASILY MOVE RESTROOMS

Super Mongo

Mover®™

» Mave ADA
Kestrooms

* Available with 2,
4.6 or 8 wheels

« Aluminum
Frame

* Ships LIPS
Da oLl free: 866.599.3325

Deal Assoc. Inc. www.dealassoc.com

BUY DIRECT
AND SAVE!

+ Self-Mixing Tablets f?ﬁ

« Fragrance Enhancers ,-I"F {"l-.
+ Portion Control Deodorizers 7 FT11Y
+ Biodegradable Graffiti Removers & Cleaners

MANUFACTURED IN OUR PLANTS

1-800-345-3303

www.jjchem.com
Athens, GA | Moah, UT

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

(864)561-5852

STARIREENICS

SOLAR LIGHTING I, Inc.
Restroom
Lighting
ven | o0IURIONS

® Low Cost ® Solar Charged
" Lasy Installation " Low Maintenance

YO E R

CALL 1-800-257-7222
to advertise in

1-800-811-1985

WWw.startronics-solar.com

I:

=

BUSINESSES

WELL ESTABLISHED PORTABLE
HESTHROOM BUSINESS, since 1994,
Dsceola County, Michigan, Sells with or
without trucks. Serious inquiries only.
231-250-1483. (FT9)

FOR SALE: WELL ESTABLISHED
SEPTIC TANK CLEANING AND
FORTABLE RESTROOM RENTAL

SERVICGE. Excellent income, axcellent
growth patential. Established client list,
Located in Wetzel Co., West Virginia.
Far more info. call 304-386-4453.
[PTBM)

WELL ESTABLISHED PLUMBING
COMPANY,. Relaxed small town atmos-

phere. 155K. Serious inquiries only.
018-625-6892. {T9]

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

ARE YOU LOOKING FORWARD TO
HETIREMENT? Ready to sell your busi-
ness? For professional, expenenced
confidential assistance, contact Rober
Kent @ B50-475-4167, B50-554-0994
(cell), bkent@ kentrental.com. {T10C11)

Advertise in Classifieds for only

*1.00 per worn

115 qasy! Just submit your ad caline ot
wim'w. prom ol hlycom
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BUSINESS OPPORTUNITIES

ELIZAJ Franchise Opponunity - Nation-
wide accounts ... Looking for feam play-
ers who want 10 be pant of the "go to"
company for quality portable restroom
rentals. Turn key operation. Apply onling
at www.alizaj.com or call 800-437-1139,

{FTO1)

PORTABLE RESTROOMS

FOR SALE {all equipmentitoilets must
be sold together): 200 toilets, 2 trucks, 1
traller, 8 handwash stations, & holding
tanks. Located in Mortheast Flonda.
$300,000. Serious inquiries only please.
904-282-5207. (PTS)

WHITE FIBERGLASS PORTABLE TOI-
LETS for sale. We have B0 units going
for $50 - 3120, depending on condition.
Please call 757-266-1136. (CPTH)

POLYPORTABLE STANDARDS AND
INTEGRAS FOR SALE. Don't buy new
when you can have the same thing for
less half the cost. These units are blue
w/igrey and white molding, plastic lum-
ber skids and in great condition. Please
call for pricing. 863-673-8980.  (PT9)

50 SEBACH PORTABLE TOILETS,
axcellent condition, HandSani dis-
pansers, coat hooks, shelves, 5325
each. Call 208-687-6097. Located in
North Idaho. (TS)

300 USED POLYJOHNM Fleet Units for
sale. Brown, good condition. $150 each.
Call Gina 352-368-5411 ext. 206 or
email gina@floridaexpress.us. (CPT11)

Portable Restroom Operator

PRO Marketplace

4-Color
Process!

| CLASSIFIED

ADV ISING

PORTABLE RESTROOM
TRAILERS

FAARTY TRAILER FOH SALE. Trailer
has a bathraom with sink, flat screen TV,
grill, beer lap, etc. $16.500. B43-520-
1389, (T10)

LLIXUHY MEN AND WOMEN DRESS-
INGVSHOWER TRAILER. Two large sil-
down lighted vanities with separate
dressing area and shower. B88-445-
45828, (PT9)

24" EXECUTIVE RESTROOM TRAILEH
with water’sewer hookup. 4 ladies half
haths, two mens half baths and four uri-
nals. 888-445-4924, (PT9)}

USED RESTROOM TRAILERS. Wells
Cargo Comfort Elite Hll. 1 mens, 2 wom-
ens unit. A/C, heat. Rented only 22
times. $19.000. Ameri-can 814
Traditional. 1 mens with 1 stall, 3 un-
nals, and a sink, womens with 2 stalls
and sink. Hented only 14 times.

$17,500. Call 770-458 7740, [FT9)

PORTABLE RESTROOM
TRUCKS

2004 FORD F550 SUPER DUTY
DIESEL PUMP TRUCK. White with gray

interior, Bast built with a 1050 gallon
stainless steel tank, PTO driven
Masport pump. Perrectly mamntained by
(zabrielli Ford In Jamaica, NY
Wholesale price of $29.500. 718-086-
Q50 [PTY)

www.promonthly.com

September 2008
www. promonthly.com

PORTAELE RESTROOM
TRUCKS

2007 FORAD FE50 SATELLITE 1250
SERVICE TRUCK. 850 waste/400 fresh
with 2-unit todlet carrier. Conde pump,
purchased 11-07, low miles, $61,900. N.
llinois B15-946-2813. (PT10)

MEWER MODEL INTERMNATIOMAL
43005 FOR SALE. Trucks are in excel-
lent condition, equipped with 1000 gal-
lon waste/S00 gallon fresh water. Trucks
are located in SW Flonda. Please call
for prncing and additional information.

86.3-673-8920, (FT9)

PUMPS/VACUUM

FORTABLE 300 GALLOM WVACULIM
UMIT, stainless steel custom built on
March 2008 and trailer also available 1o
sell. Please call for more information.
J05-228-T592, IGPTY)

TANKS

USED 2003 SATELLITE MD 950 TANK
in excellent condition. Includes work-
ites, toolboxes, freshwater pump, 650
waste, 300 fresh, ready to mount on
truck. Includes Satelite 2 toilet camer
and Conde BSS wvacuum pump with
maounts far 6.0 powerstroke diesal, Tank
came off 2003 Ford 550. $13,000 OBO.
231-924-8904, (P T9)



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

= MNIE"TAT =
MWW .

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

PUT THE LELY ADVANTAGE

70 WORK FOR YOU
? Custom Built At Lely

\ i_il' ' Thank you
w» ' dk g

cH~ r:;ﬁ/jf// /::’l

YOUR f'L.-!-LCE "r'l'.'.'!ll_lFE TIME.

- - - HoylCoffe)
24 USoq L5903 R252-360-633 18 28-31.2-9545
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1012452 4 B
WilsonNCE2/E93 DU V=0V 4=2100
PRUAR] - partners in wastehandling

Y
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TRUCK CORNER

lerry Kirkpatrick answer your
questions in Truck Corner

The Efficient Rig, part1

The proper balance of load-bearing chassis, vacuum tank capacity

Bob Carlson (left) and

and pump efficiency will provide peak performance in your next truck

QUESTION:
I've been in the pumping business a decade. I have had
many occasions to talk to my colleagues and competi-
tors about pump trucks. Evervbody seems to have a dif-
ferent opinion on what a pump truck has to have on it
to do the job. Some guys say you don't need vacuum or pressure
relief valves. Some argue that a secondary moisture trap is
unnecessary and a waste of money. You guys have built vacuum
trucks for a long time and I suppose you've made repairs on
them, too. What makes for the best vacuum truck? What do you
need and what don't yvou need?
Hal Parker
Bulfalo, N.Y.

ANSWER:

The first thing we learned in this business, many yvears

ago, i1s that every pumper has different priorities when it

comes to vacuum truck operation. To be sure, there are a

lot of opinions on how to make the "pertect” vacuum
truck that will last nearlyv forever and be economical to run.

The best way to answer vour all-encompassing question is
to analyze the components of a vacuum truck and decide which
ones are necessary. When all 1s sand and done, vou throw in your
opinion and make the final decision.

First, cbviously, you need a tank. It needs to be made of the
proper materials — carbon steel, stainless steel or aluminum —
and it needs to be made thick enough to withstand the forces of
vacuum and pressure.

Second, the tank should be sized to fit the trucks load
capacity. Don’t put a tank that's too large on a small truck. And
vice versd, don't undersize vour tank in order to spare the truck.

“for :TolreLEﬁarper" /E
*:;:.WE: c H e | pl—,
Minimum ml one 'HI Contairier ""‘\_,F
{.Ilpprmmtfr'_r 500 cases of small volts or 1000 cases of Junior Jumbos)
5|1|H: Core Hﬂils | Special Diameter Cores | EpEclstI SIIES ﬂﬁl[&hrle—

, o MIHG Inc. | S
8 ﬂ_uu 295.1670 | emai: asmndeva@rahﬂﬂzfﬂﬂ*
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There are guidelines based on weight that will help yvou
choose the most efficient tank for your chassis.

Most manufacturers will tell you what yvour tank and the rest
of the body will weigh when full. Add the weight of the truck to
that weight, and see how close it comes to the Gross Vehicle
Weight, or GVW, of the truck. If you decide that yvou'll be running
with a load that exceeds your GVW, then you can start shopping
tor another truck chassis. That's the reason trucks are rated tor
their load.

Some vacuum truck buyers think they know better than
Ford, Freightliner, Chevy and International and thev are forever
shopping trucks. And just a side note, they are usually complain-
ing that the last truck they had wasn't built right and they'll
never buy another one of those again, So they go to another
brand, and overload it. I wish I could say I was joking about this,
but I've seen it over and over.

The truck’s vacuum pump should be sized to suit the tank. A
lot of vacuum pump myths are still circulating in the industry.
Some PROs think the bigger the pump, the more powerful the
pump, s0 why not get a monster pump and let her rip? One of
the first things to remember when it comes to vacuum pumps is
that any size pump will create a vacuum mside the tank.

That’s right. Any vacuum pump will do the job, so what's the
difference between small vacuum pumps and large vacuum
pumps? The small vacuum pump will simply take longer to evac-
uate the tank and create the vacuum you need to do the job. The
exira time required to evacuate the tank will eventually shorten
the life of the pump. The large vacuum pump will evacuate the
tank quickly, but will cost yvou a good deal more money.

This business is about time and money. Vacuum pumps are
built and designed in various sizes so that the pump you choose
will be the most etficient by cost and tunctionality.

Next month, well continue to answer Hals question by exam-
ining the accessories available for vacunum trucks and decide
which of those we must have in order to have an efficient and eco-
nomical rig.

Bob Carlson and Jerry Kirkpatrick of Arizona-based
Glendale Welding have over 50 yvears combined experience deal-
ing with portable sanitation truck issues. Fax guestions (o them,
addressed to Truck Corner, at 623/937-3688, or send Bob and
Jerry an e-muail at truckcorner@promonthly.com. B



One-Piece Construction
Lightweight
Rust-Free Hardware

Wood and Poly Skids <
Large Variety of Coaolors

b .
90 Gallon Free-Standing Sink Tanks in 60, 105, 225, 300 and 440 Gallon Sizes

- z ! — OPTIONAL ACCESSORIES —
y o _
6

e j
N - Sky Heater

7-1/2 Gallon Tuff-Jon with Sinks available for the Tuff-Jon Iil
Handwasher Lifting Bracket Assembly

The TSF Company Inc. | 2330 s st. phillips Rd. | Evansville, IN 47712

ol Free: 1-800-843-9286 | 812-985-2630 | rax: 812-985-367 1]
E-mail: (SItuffjon@sbecglobal.net | web site: WWW.tuff-jon.com
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PORTHABLE TOILETS | HOLDING TANHS | HAND WASH UNITS / ACCESSORIES




Blue Works 150
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.

Kms 7

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 Areen II"I.I"IIEI.:l Produrts
and manufactured in our facilities in Dahlonega, Georgia by Green Way Products, a PolyPortables sister company:.

solutions for life - i
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