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The All-New Sunrise!

-
© Durable, affordable with style that's out of this world.

T{T Hampel

Engineered for strength, durability and value.
www.hampelcorp.com = 800-549-1558
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fight against breast cancer.
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+ Breast cancer awareness ribbon design on walls

Recirculating flush

Hover handle, hanger hooks, recessed mirror
Hygienic hands-free sink
Vanity shelf
Hand sanitizer

« And so much more!

Place your order today by calling 970-729-1232
or by orderning online at www.portajane.com.
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* 300 pallon waste tank ¢ Steel Studs and fully welded design
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* AC and Heat * Free nationwide rental lead program
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wAC & Heaf - 750 gal waste

14" 3-Station Combo
wiAC & Heat - 450 gal waste wAC & Heat - 450 gal waste Includes Showers

CALL FOR MORE INFO AND ADDITIONAL OPTIONS

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



FROM the
EDITOR

he results of our first Big 100 PRO Survey of portable restroom

operators echo many of the concerns yvou tell me about

I throughout the year. When 1 visit with PROs at the Pumper &
Cleaner Environmental Expo, [or instance, the talk often turns to the

rising cost of running a small business, competitive forces that chip

away at profits and the desire to improve marketing to gain maore cus-
LOmers.

While the survey published here doesn't offer any jaw-dropping

surprises, it confirms that some issues seem to affect PROs everywhere.
And maybe zeroing in on a few of those major concerns will help

the industry forge ahead and make positive changes. In addition to

sharing the data with you here, we'll return to the numbers and addi-
tional comments from respondents in researching other stories

throughout the year.

First off, I'd like to thank the 70 contractors who took the time to
answer the Big 10 survey we posted late last year at www. promonthly.
com. While the number of responses wasn't overwhelming, we think it
was a good first effort for a survey that we hope to make an annual tra-
dition. Look for a new survey late this year, Then please go online and
add your voice to the chorus of PROs willing to share information to
advance the industry.

FAR AND WIDE

The survey drew responses from throughout the United States and
Canada. Texas and Michigan led the way, with five contractors from
each state weighing in with answers. lowa and Illinois were next with

four contractors each. Kansas,
Wisconsin and F-EI'JI'IE.}’]‘LFHTI]'H
added three each.

I have a few
briel observations
about the survey
results:

Most restrooms
are serviced weekly
Once-a-week service 1s
the rule for 77 percent of rest-
room contractors. Only a hand-
ful of contractors said that on
average they serviced restrooms
twice a month, and another
small percentage said they serviced most restrooms more often than
once a week. The obvious question this raises is whether or not a down
economy is slowing service intervals? Or is weekly service almost
always going to be the norms?

On average, how many times
per month does your company
service units that are out on
long-term rental?
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Contact us: PRO strives to serve the portable restroom industry with interesting avnd help-

ful stories. We welcome your comments, guestions and column suggestions and promise o
promy reply to all reader contacts. Call BINNZ257-7222; fax 715/546-3786; e-mnail PRO editor

Jim Kneiszel at editor@promaonthly.com,

In the first Big 10 PRO Survey, contractors
say that finding new customers and rising
business costs are top concerns

By Jim Kneiszel

w4

WS or more

© 581-5100

o More than 5120

On average, how much does your company charge per unit for a
monthly rental fee?

Most contractors charge between
$80 to $100 per unit per month

The largest (42 percent) number of contractors said their units
brought in an average of $81 and $100 per month, while 38 percent
reported charging $61 to $80 per month. The 17 percent that charge
maore than 5101 per month probably reflects regional cost differences
and companies that believe providing great customer service requires
charging a little more. When you see a very small number of companies
charging less than $60 for a monthly rental, you have to wonder how
many contractors lind themselves locked in a "price war™ situation.

The majority of companies that provide portable
sanitation also pump septic tanks
According to the survey, portable restroom service and

septic tank pumping remain closely tied specialties for most
contractors. While there’s clearly been an increase in contrac-
tors exclusively providing portable sanitation, 55 percent
reported pumping septic tanks and 46 percent said they serv-
ice commercial septic and grease trap accounts. Perhaps
somewhat surprisingly, 30 percent of respondents said they
provide construction site services and 29 percent reported doing party
or special event planning.

Some contractors made a point to add services they provide that
weren't listed on the survey, including trash pickup, plumbing, heating
and air-conditioning service, and contaminated water cleanup.

Providing employee benefits is important
Four Iringe benefits are of partcular importance to PROSs.
Contractors reported offering paid vacation (67 percent), health insur-

ance (54 percent), uniforms (50 percent) and holiday bonuses (49 per-




Finding new customers was listed as the top
priority for PROs (33 percent), not surprising in
a tough economy that has beaten down
construction accounts and focused competition
on special events work.

cent). Slightly more than a quarter of the respondents also offer com-
pany parties, paid sick days and a retirement fund. A smaller number
are offering benefits like flexible scheduling and health club member-
ships.

A few PROs elaborated on their benefits packages, saying they
also offer employvees personal use of company equipment, incentives
for employees who land new accounts and lunch.

& Finding New
Customers
& Fuel Costs

~ Disposal Costs
& Employees Retention
“ Keeping Existing

Customers
- Drther

What is the single most important issue facing your
company in the upcoming year?

Building customer base is job one

Finding new customers was listed as the top priority for PROs (33
percent), not surprising in a tough economy that has beaten down
construction accounts and focused competition on special events
work. Fuel costs (27 percent) was the second highest response, fol-
lowed by disposal costs (9 percent) and employee and customer reten-
tion (8 percent}. Anecdotally, PROs remarked that government intru-
sion, rising insurance costs, the economic downturn, taxes and winter
freezing were critical issues.

WHAT DO YOU THINK?

Take a look at the survey results and let me know if you have any
leedback. Do the answers raise any questions you feel we should
answer in future stories? Are there other questions you would like us to

ask the next time around? Drop me a line at editor@promonthly.com
and I promise (o respond. B
Portable
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Results Bl
#2 Surszy

1. How many portable restrooms are in your company’s

inventory?
0-150 ..oovrevrene 28% 151-500 ....... J3% 501-1,000......16%
1,001-2,500 ....17% 2, 901+..............6%

2. On average, how much does your company charge per unit
for a monthly rental fee?

$0-560 .............. 3% $61-580 .......38%
$101-%120 .......58% 3121+ e B%

$81-3100 ......42%

3. On average, how many times per month does your
company service units that are out on long-term rental?
Vi 1% B i 9% P e %%
s R A% e i 13%

4. How many restroom service trucks does your company have
in its fleet?

L i 24% ot BB S O 28%
B-10 it £ [ RS 11%

-] 28%

5. On average, what is your company’s septage disposal cost
per 1,000 gallons?

S1-340 ......... AT $341-380 ........ 25%
$81-5120 ........17% 3121-3160 ...... A B16 T+ 1%
6. How many employees does your company have,
including yourself?

1= o 280 0. @8 M
L Ey [ 1% g TR £l

7. What employee benefits does your company offer?

Paid Vacahon .................. 67 %% Haoliday Bonus .................. 49%
LINfOMS ... e, 50% Health Insurance .............. 5%
Flexible Scheduling.......... 23% Paid Sick Days .....cccceevenees 27 %
Company Parties ............ 31%  Retirament Fund................ 249%0
Flexible Spending ............ 11%  Health Club Membership ....4%
=] Y 9% NONE et 24%
8. How does your company compensate employees?

Houry ...t D3%  Salany oo 23%
BONUS . e 16%  COMMISSION ... ee e, 6%
DBl . i 20

9. Other than portable sanitation, what services does your
company provide?

Residential Seplic PUMPING ... iees e esemes semssms e e 55%
Commercial Septic or Grease Trap PUumping ..c.ccooceeevvcevveeicenne 46%
Construchion Site Services ... e v e cce e e e e e s 30%
Party or Special Event Planning..........covecvemrmsemmrereemssensens esses 23%
Powerwashing/Mizscellansous Claaning ..........cccevemres s vesrrseens 6%
8 =] T 13%

10. What is the single most important issue facing your
company in the upcoming year?

Finding New Customers ...33%  Disposal Costs ... . 9%
Fuel Costs... nd O I{eepmg Emung Emtmers B
Employee Hetenhm e Other ... - 15%
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v Restroom trailers v Deodorizers and
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POLYPORTABLES

Hiaratton Drive, Dahlonega, GA 30533 USA - Phone (800) 241-7951 or (706) 864-3776 - Fax (706) 864-8111 - www.polyportables.com
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1-888-935-1133
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2008 Mitsubishi with a 600 Waste &
300 Fresh Water, Masport HXL4V
Vacuum Pump & DC10 Water.

SPECIAL $57,500.
N & ?—1}\_'

‘L "
" .,“ o

2009 Kenworth T300 - Hydraulic Drive $81,500.
2009 International - Hydraulic Drive %81,501).
2009 International - Angle Drive $80,000.
2009 Ford F-750 - Angle Drive 577,500,
All single service units

All Tanks are 1100/40) gallon, double
plated on bottom, and are constructed

of 304 Grade A Stainless Steel

SOLD - Thank yvou to the Good Shep-
herd ot Maryland

e

Legendary, Reliability, aﬂd'ﬂuraﬁlfry
Best Enterprises, Inc. Believes in Strength, that is
wﬁ we fIfF::"i’ the zoo9 Imnternational ’Maxvjﬂrfe T

e 6 iyﬁmi#r wet sleeve engine, which is easy to

r-zrﬁmi'ﬁf
.+ 230 HF
ﬁjf';- Torque ((b-ft) SOLD - Thank vou to the A & G Porta-

=6 Litre 466 Cu. in. bles of California
Bso Life on 6 Cyl. engine -Avg. 450,000 Miles
Bso Life on 8 Cyl. engine - Avg. 375,000 Miles

3 Year or 150,000 Mile Warranty

Rebuild the 6Cyl for s5,000.00 less than the 8 Cyl.

—

™
L e i ™ LI o Y —
-‘-'-;"'_ — = I II',

SOLD - Thank vou to Ramage Con-
tracting, Inc. of Florida

3 M

SOLD - Thank }'nﬁ to B
A-1 Portables of Canada

We have a full line of Slide-In Units

available. Please call Kathv Jackson
for more information. 1-800-288-2378

Best Enterprises, Inc. Call Kathy Jackson or Dan Marek 1-800-288-2378 (501) 988-1905

32313 W. Mt. Springs Rd. Check out our web site at www. bestenterprises.net
Cabot, AR 72023 Email: infofbestenterprises.net




BACK at the
OFFICE
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Writer fudy Kneiszel has operated her oum small Dusiness for a decade and 13 familiar
unili thee meany retards and clallenges of husiness owenersfiip, Write 1o fer uniili
questions, comments or topic suggestions at thewordhouse@ameritech. net.

Banks a Lot

What has your bank done for you lately? Is it business friendly?
If not, it may be time to take your money elsewhere.

By Judy Kneiszel

anks have been in the news a lot lately and while day-to-day oper-
ations of a portable restroom business may not be directly affected
by the buyouts, bailouts and big banking issues, these issues might
be inspiring you to contemplate banking a little more than usual, Where
business banks can aflect daily operations, it may be time to rethink
your bank.

BANK OFFERINGS

Most people, when they start a business, go to the bank they use for
their personal finances and open a business account without giving
much thought to the differences between personal banking and busi-
ness banking, or how a bank can contribute to the business’ success.

There are rules and regulations all financial institutions must fol-
low, but that doesn't mean all
banks are the same. Banks can
vary in the criteria they set for
lending, interest rates they pay
and charge, minimum balances

for accounts, service charges and
the types of products and services

they offer. Some banks specialize

in commercial lending, while oth-
ers focus on home and car loans.

Find out which banks are
involved in the local
Chamber of Commerce,
service orgamizations, efc.
ft's a good Det that bankers
who care the most about
their community work the

hardest to help small Some may offer a wide variety of
businesses succeed in that  deposit accounts, while others
Eﬂmmﬂﬁfﬂ-{ may keep it imited to a few basic

offerings.

WHAT DO YOU NEED FROM A BANK?

Start by making a list of what you require from a bank. [s a conven-
ient location important because you'll be making frequent deposits, or
is the ability to do most of your banking online a priority and physical
location of little consequence? Do you anticipate needing financing for
an expansion or large equipment purchase in the near future? Or is a
place to stash your cash where youw'll get a high interest rate a priority?

HOW TO FIND THE BEST BANK

Selecting a bank is a lot like hiring an employee. It involves asking
thoughtiul questions and checking into the candidate’s history and per-
formance. Personal chemistry also comes into play, since you want
your banker to be someone you are comfortable talking with, Here are
some ways (o [ind a bank that's a good fit:

* Ask your lawyer, accountant and other business associates where
they bank and what they like/dislike about their bank.

* Find out which banks are involved in the local Chamber of
Commerce, service organizations, etc. It's a good bet that bankers who
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care the most about their community work the hardest to help small
businesses succeed in that comimunity.

* Visit several banks to evaluate their customer service. Introduce
yourself to the branch manager.

« Ask If the bank has a small business specialist on stafl and meet
that person too. A bank committed to small business enough to have a
specialist on staff 1s more hkely to provide support and assistance in
areas such as cash management, tax i1ssues, eic,

* Meet with a loan officer at the bank, discuss your credit report
and try to get a feel for how likely they would be to loan vour business
Money:.

* Find out if the bank provides special loan programs for small
businesses, including Small Business Association or other government
guaranteed loans.

* Tell the people you meet with at the bank about your business to
determine their level of understanding for what you do. Do they have
customers in similar industries?

* Compare interest rates pald on deposit accounts and rates

charged on consumer loans. While business loan rates are typically
negotiated and usually not posted, a bank'’s consumer rates may give

some indication of how they fall in line rate-wise compared to compet-

ing banks.
* Ask about fees. Many banks olfer {ree checking and no account

fees — don't choose one that is going to nickel and dime your business
to death.

TWO BANKS?

Once you've selected a primary bank for vour business, pick a run-
ner-up, It’s a good idea to build a relationship with two banks. That way,
if there's a problem with the first one, you've got a back-up bank.

Banking professionals often move from one branch to another or
up the corporate ladder, If the small-business specialist you have a
great rapport with is replaced by someone who doesn't "get” what you
do, you might start doing more business with bank number two.

If bank number one says no to a loan, yvou've got a better shot at a
second bank if you've already built a relationship with them. In addi-
tion, since the Federal Deposit Insurance Corp. covers only the first
$100,000 in deposits (though that was temporarily increased to
$250,000 per depositor through Dec, 31, 2009, as part of the banking
bailout legislation) putting anything over that amount in a second
FDIC-insured bank expands your protection.

Another reason 1o use two banks: These days, it's possible the bank
you choose today will be out of business or owned by a different bank
tomaorrow, Having a back-up plan for your business banking needs can
be a comiort to you as a business owner.
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NOW SELECT
THE WINNER

Over 200 names have
been submitteaq.
Pick the winner from

the “Top 10" at

WWWw.polyjohn.com

If the winning name was your idea,

vou WIN one of our

new portable restrooms!

$379 PolyJohn's NEW Portable Restroom Unit® .
Innovative Products ~ Knowledgeable People
& KNOCKOUT SPECIAL I

; !
there when you need us Take advantage of our special offer on our newest product!
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Royal Restrooms of California hits the
road with a fleet of trailers to serve
upscale wedding and party hosts

By Seiche Sanders

oyal Restrooms ol California is not a traditional portable
restroom business. In fact, its owners, Rich and Kristin

Reynolds, don't even own what you might consider your
stock-in-trade portable restroom. Rather than carry individual

restroom umnits, they have only rolling stock.

The couple has filled a business niche providing luxury
shower and restroom trailers for special events and weddings
throughout California. And they've been able to do it, in part,
by establishing mutually beneficial relationships with other
portable restroom operators and pumpers throughout their
expansive service area.

The couple got into the portable sanitation industry three
years ago, licensing a territory and marketing expertise from
Savannah, Ga.-based Roval Restrooms, a national company
that has 50 franchise offices in 13 states. Founded in 2003, the
Royal Restrooms business model focuses strictly on providing rest-
room and specialty trailers for special events and other customers.

The Reynolds' territory covers the entire state, except for
Riverside and San Bernardino counties, The national company hosts

the Reynolds Web
Hﬁvﬂl Hm"lﬂ“ﬁ site and  provides
of California

information on cus-
tomer leads, and also

Livermore, ﬂlllil._ » oversees  Internet
Owners: Rich and Kristin marketing.
Reynolds Kristin Reynolds
Years in business: 3 says the hﬂITﬂ"EE-I
: . ment shortenec
Employees: 7 ful-ime; 1 parttime | CALIFORNIA B ilieies
Service area: California, with the learn_[ng CUIVE
exception of Riverside and San / in a business
Bemardino counties in which they
Services: Restroom and specialty trailers had no prior
Web site: www.royalrestrooms.com experience — they
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Rich Reynolds sels up a Wells Cargo ADA+2 2
trailer for a fundraiser at Civic Center Park in /
=an Francisco. (Photos by Jescal Bhuta)

had the ability to get questions answered and conveniently learn best
business practices. She said another advantage to this type of startup
was that the corporation already had established relationships with
suppliers.

WORKING WITH PUMPERS
Royal Restrooms of California sets up, but doesn't service the trail-

ers. Instead, it relies on partnerships with liquid waste haulers and
maore traditonal portable sanitation providers throughout the state.

“We're not a waste handler, and we're not a sanitation company,”
Reynolds explains. "Currently, we subcontract with other sanitation
companies, some large and some small mom-and-pops. We bring in
their {portable restrooms) when we need them for special events.”

Since many events require a mix of luxury trailers and individual
portable restrooms, the partnerships have proven fruitful for all.

“We bring in and collaborate with other (pumping) companies to
provide what they don't,” she adds. "We don't compete with one
another. The relationships have been really beneficial in seeing us as a
complementary item.”




C.ould they branch out to offer these ather servic-
es? Sure, But the couple prefers to stick to what they do
best and rely on other service providers to fill in the
gApPS.

"We're a rental company, like a tent, linen or other
rental company, Reynolds explains. “In the beginning
we did the research and heard about the pros and cons
of owning your own vacuum trucks and having sanita-
tion workers. We decided at the time we wanted to stay
strictly in the rental business.”

It makes sense for them, she continues, because of the company's
far-ranging service area. Covering most of the state would require a big
leet of service vehicles and stafl to run them.

Reynolds says their business strategy — sticking to trailer rentals in
lieu of full-service pumping — has nothing to do with wanting to leave
the dirty work to someone else. In lact, initially, betore they established
relationships with pumpers, they did their own pumping.

“I'm not afraid, and neither is Rich,” Reynolds says. "We serviced
such a large area, wed rather purchase more trailers than invest the
money into pumping and equipment and people and trucks. If we serv-
iced only one county, that wouldn't be a problem.”

DROP OFF AND PICK UP
Having backgrounds in real estate contributed to their view of the

At left: Members of the Royal Restrooms of California team (from left)
are driver Mike Wise, office manager Becky Raney and co-owners

Kristin and Rich Reynolds with baby Parker. Below: A Ford LCF with
modified bed is able to carry and tow two trailers.

(Royal Restrooms photos)
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trailers as "mobile real estate.” "They're our 37 properties that we rent
oL

“Our primary focus is the backyard wedding or the vineyard or cor-
porate event where they need restroom trailers; we provide the upscale
and that's what we want to be known for,” Reynolds says.

For a typical event, Royal Restrooms’ drivers will drop a trailer off,
clean and ready to go, then conduct a walk-through with the customer.

After the event is over, Royal picks up the trailer and has it serviced
at one of its lots — Hovyal has three locations: 5an Diego, Los Angeles
and the East Bay/5an Francisco area.

For long-term rentals, Royal Restrooms works with a septic pump-
ing company to service trailers on location. The pumpers then send an
e-mail or text alerting Reynolds that the trailers have been serviced.

For the technicians (who are spread among the three locations),
there is a lot of driving involved. Vicinity and traffic are factored in to
who delivers what, when and where.

Royal Restrooms currently works with about 10 pumping or

portable sanitation contractors, sending them referrals and leaning on
them to help out with events, occasionally at odd hours, The process of

developing these relationships was painstaking. It began with Rich

Reynolds making cold calls, trying to explain the restroom service pro-
cedures to septic pumping outfits unaccustomed (o the work.

There are still challenges, in that each company Royal Restrooms

works with operates differently. Some liquid waste haulers offer 24/7
availability — great when service 1s needed in the middle of the night

and on weekends — but most do not. Pricing invariably differs across
the board, requiring Royal Restrooms to get a quote for each job. But the
working partnerships are easier to manage the longer they are with the
pumping companies.

ON THE GROW
When the couple first saw the trailers, they were immediately
intrigued. They took notice of the industry after Kristin Reynolds’ moth-
er told her about seeing an upscale trailer at a friend’s house in Florida.
"My mom always knew I wanted to own my own business. She saw
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Rich Reynolds sets silk flowers and butter mints on the
counter of the men's stall.

these and called me consistently for two days. She said I'm not getting
off the phone until you go online.”

Working in sales management and real estate, part of Reynolds’ job
was helping real estate agents automate business processes.

After assessing local competition and believing there was an
untapped market for luxury restroom trailers, the couple decided to
take the leap and become business owners, leaving behind the security
of corporate jobs. They haven't looked back.

kristin Reynolds admits running a business 1s hard work, but it's
also rewarding. And she says the growth has come quickly. In their sec-
ond vear of business they worked 29 events — their third year they
nearly doubled that number. The company now has nearly 40 trailers to
meet Increasing demand, including Jag Mobile Solutions’ single-stall
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“Our philosophy is providing an
excellent restroom with excellent
service. We want the restroom
experience to be painless and
carefree. Qur repeat business
and referrals are phenomenal,
and that tells us we're doing
something right.”

Kristin Reynolds

restroom and an eight-stall Jag Mobile
Solutions Functional shower trailer; Wells

Cargo Comfort Elite II, Comfort Elite IIT and

Comfort Elite ADA+2, Comfort Elite Il and
Comlort Elite III shower trailers, and

Comfort Elite IT and III Platinum 5Series

trailers; Alpha Mobile Solutions Denali 10-
stall semi-private restroom trailer;, and

Comforts of Home two-stall shower trailers.

The couple did not want to specify how
many of each trailer model they maintain in

their inventory:

To haul the trailers, Royal Restrooms has Ford F-250s and F-350s
from 1999 to 2007 model years. All are four-wheel-drive with diesel, and
maodified with back-up cameras. They also have a Ford LCF {low cab for-
ward) diesel, with the bed modified to carry and tow two trailers.

QUALITY SERVICE A MUST

To achieve their goals, the couple is banking on an upscale product
and the promise of round-the-clock service. Reynolds says good service
builds a good reputation and spurs word-ol-mouth business.

Reynolds” growth strategy includes opening new offices through-
out California, more yards to house trailers and more drivers in remaote
areas, 50 the company is better prepared to deliver units on short
notice,

“Our philosophy i1s providing an excellent restroom with excellent
service,” she says. "We want the restroom experience (o be painless and
carefree. Our repeat business and referrals are phenomenal, and that
tells us we're doing something right.” Il

At left: Royal Restrooms services an event at the California State Capitol.
Above: A three-stall trailer serves a Napa winery.



And Baby
Makes Three

When Rich and Kristin
Reynolds found out they were
expecting their first child, they
both knew they wanted fo be
hands-on parents and bypass |
traditional daycare if possible. | N i
Both had been raised by family, I

and wanted to do the same for

their child. So, they decided to - .
make every day “fake your son '5_-; ! ) I
to work day.” LSS

Their son, Parker, who was
born in September 2007, has put in some serious hours in the office.
Fortunately for him, however, it's more play than work.

“I'm in the office a few hours here and there,” Kristin says. | have his
play yard set up so | can take him in, and my husband and | juggle things.”

The ability to do a lot of work and communicate via phone, Internet and
e-mail also allows Reynolds to work remotely quite easily. “Since everything
is Internet-based, | can see what's going on every minute of the day, whether
'm in the office or nol.”

The prospect of their son becoming an office regular caused the couple
to reconsider their previous facility, and they moved into a larger office about
two miles from their home. The new location offers more space to store trail-
ers, but, it did require some work to build an area for Parker in Kristin's office.
There's also a full Kitchen.

“It's the biggest expenditure we've made so far with him in mind,” she

jokes.

CAREFUL PLANNING PAYS OFF
As the due date drew near, Reynolds knew she wouldn't get much of a el s SR e TR

break from work — you simply can't as a small business owner. Always a : reprsasie - EVERSLUE™ Was-Btsining Devy e Coter = Cried Jo

careful planner and self-professed Type A personality, she even considered a Ty ¥ —

planned C-section, but ultimately decided to let nature take its course, - =
Parker, who arrived a bit after his due date, weighed in at 9 pounds,

1 ounce, and Reynolds worked right up until the night before his birth. One of

her top concermns was how busy they were at the time with events.

NEW - EXODOR:

PORTA-TAB

“Even from the hospital, Rich had his computer and (my break) was that
my phone was forwarded to his for three days. The only time he didn't answer
the phone was during labor and delivery, and we continued to run the busi- ,
" Enting back ko 0 weking workd wih . baby wes ot lhou s Ad d Coatina Technol
asing back into the working world with a y was not witho IC-
cups, but Reynolds attributes much of the ease she's experienced so far to FHI}FE E 04 ;fny f_ﬂ ":ﬂ ﬂg y
careful planning.
‘It you can, plan ahead to try to implement things so they are as auto- ﬂr asy H"d "Iy i
matic as they can be,” Reynolds recommends. "However, don’t beat yourself B
up when it doesn't work out as perfectly as you'd planned.” * Eliminates Odors
Reynolds has learned to roll with the punches. » Easy to Use —Just Drop It In!
“Babies don't have a routine,” she says. “You end up working at odd
hours. | may catch up when he's up at 3 a.m., making sure (e-mails) get * Formald Eﬂl’ de-free
Hnswe:ﬁ:iadvice to other PRO families: “Make sure you have good partner ) Bfudegradams
ships with your partner in business or in life, and make sure that person is * EVERBLUE™ Non-Stain mﬂ
ready for the task at hand.” Deep Blue Color
» Dissolves Quickly in
MORE INFO:- Brine Solution
Alpha Mobile Solutions JAG Mobile Solutions Inc. &
SN VAV WALEX
www.alphamobilesolutions.com  wwwjagmobilesolutions.com PROCLUCTS DO Inc-

Comforts of Home Services Wells Cargo COG

847/ 856-8002 BB8/574-4222 Call 800.338.3155 or visit our website at www. walex.com.
L l.'.'JiJl'I!.lL'ﬂIFl TARYIAL wells-nargucng.fum
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The More Things Change...
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':-T':_' — %1 Top: Princess {1988)
_ Bottom: Princess (2008)

The More They
=Stay The Same.

“Between the six of us, we have TEEqufW 800.-334.8237
to Elm&ff’y&ur Keith Huber, Tnc. Ic:-rm&u:ir Yep, we've bie j www.keithhuber.com

Exllble Looking for

Affordable Paper?

Prou | 0¥ G

Speciahizing in the Portable Toilet Industry.
* Small Core = 96 Roll » 1500 Sheet = Hand Towels

» 100% Recycled Paper
» Competitive Pricing
» Sephc Safe

» Quantuty Discounts

» Can ship | Case

. : - (4 or Truck Load
NEW al'ld U Pl . » Price i1s Delivered
Trucks = Tanks » Trailers - ras
Computer Harc ?i{ Softy ,ﬁ" |

f 7 I:hJ" h Ro :I:I Hatficld, P& 19440
Phone: 300.4.22.1844

Fa E|=IE| EE] 93 Ell‘r Manufacturers of most of our own products.
- F]I]ﬂll rebsite: www. libertyfg.com Other products available, Please give us a call.
. NN  Call Michael DeGroat (ext 12) 1_3 ﬁﬁ m_ﬂm

Commercial Equipment Financing Call 800-422-1844 PR T 7 7 5y e son
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This year’s most popular model!

Special 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 1+1 units. Plus all the functionality and quality
517,900 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 trailer 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 5?4 -392-5 1 5 1
sarvice.Visit our website or call us for more information! wWww.ameri-can.com

WHY PAY M The NEW Mora

g - vacuuim Fumps

VIORON ) SHA

PMGOA PMT0A
233 cfm 300 cfm

r_ d i
I iviD |_;4'

179 ctm
ISRTIT IIme 1c
".-l_'.'-lJ-Ir . ..-..lIIJJIJ-.-l" ..--_.J

PGRAL 7 8 WMUH
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T
Save BIG On The World’s Best .~ £ -igenﬁga':i g;géﬂ

Portable Sanitation Deodorizers Ag L PMBOTurbe [moimon

(Option Il Package 230-824 cfm
pkg. pictured) 250 cfm pump sizes

_ Call our customer service team for more details

1-800-345-3303 (ool Pitishurgh, PA * 1-800-383-6304 » 417-269-4177 Fax * moroeasi@atiglobl et
e S1. Lowis, MO+ 1-846-383-6304 + &36-583-2044 Fax = moso(fOcharber mel
—= WWW.MArusDest com

WWW. ffcftem.com
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Is it Time to Quit Talking on the Go?

Efforts to limit use of cell phones while driving are picking up steam. Here’s how some
contractors balance mobile communication with the need to drive safely.

hen the National Safety Council in
W January called for a nationwide ban on
the use of cell phones — both hand-
held and hands-free — and text message
devices while driving, it turned up the heat on

an issue that has been simmering for some
time: Are the convenience and aume-savings of

communicating on the road worth the risks
they pose to lile and hmb?

Contractors' reactions to such a ban range
from acceptance (if not support) to sputtering
in exasperation at what they see as just one
more attempt to stick the governments nose
where it doesn't belong.

Currently, no state bans the use of all types
of cell phones while driving. However, the
Insurance Institute for Highway Safety reports
that six states — California, Connecticut, New
Jersey, New York, Utah and Washington — and
the District of Columbia prohibit drivers from
using hand-held cell phones. At the same time,
all drivers are banned from text messaging in
seven states — Alaska, California, Connecticut,
Louisiana, Minnesota, New Jersey and
Washington — and in the District of Columbia.

DON'T TAKE AWAY MY PHONE

Whatever your opinion about driving
while talking on a cell phone, don't try to deny
Danny Kleinpeter the use of his cell phone
when he's behind the wheel.

By Greg Northcutt

The owner of Ranger Sewer, an onsite sys-
tem services contractor and sewer cleaning

firm based in East Northport, N.Y., depends on
his phone to keep in touch with his customers
and suppliers throughout the day Complying
with a New York state law that prohibits the use
of a hand-held cell phone while driving, he

takes calls on his hands-free unit while wheel-
ing his truck from job to job.

"l don't want anyone telling me how to run
my life and that I can't operate my truck or car
safely with a phone in my ear,” he says. "When
I turn on my phone, I don't turn off my brain. I
have the skill to drive and use my hands-free
phone responsibly and safely. If the call is going
to be a lengthy conversation, I pull off the road
and stop to complete it. I shouldn't have to give

up my cell phone while driving just because
someone else hasn't mastered the art of driving
and talking on a phone safely.”

As executive director of the National

Association of Wastewater Transporters Inc.,

Tom Ferrero recently asked members what they
thought of a ban. “"The polite ones said it would
really be a step backward, because we all lean
50 heavily on cell phones these days. Others
definitely would not hke it.”

BANS INEVITABLE

Peter Allard considers cell phones a neces-
sary evil for his business. He's vice president of
operations for Hooter-Man of
Tampa Bay, Fla. The company
employs 18 technicians who use
" B cell phones and two-way radios.

- The safe and sane use of these
devices is a frequent topic at the
companys weekly safety meet-
ings.

Allard agrees with prohibit-
ing text messaging while driv-
ing. “Thats a ndiculous prac-
tice,” he says. However, he does-
nt want to lose mobile voice
communications with his tech-
nicians. "Cell phones and two-

"‘Because of the size of a fruck and the
added workload in the cab, a truck driver
tends to be much more conscious of
safety and the need fo use cell phones
responsidly than many motorists. Hather
than imposing another manaatory
requirement on our business, the gov-
emment should let the industry address
safe cell phone use.”

Tom Ferrero

way radios have become a way of life for our
business,” he observes. “1 sure hope that we
don't lose them.”

Donald MacDonald, president of A
Corp./Rooter-Man, North Billerica, Mass., says
he hasn't heard of any crashes related to cell

phone use by drivers among his company’s
franchisees who provide plumbing, sewer and
drain cleaning services. Hes resigned to the
idea that all states will eventually pass laws pro-
hibiting the use of cell phones while driving,

“Even though cell phones can save a lot of
time, the safety risks of using them while driv-
ing are valid concerns,” he says. "But, laws to
prevent it would be more government interfer-
ence with commerce. Youd be operating your
business with one hand tied behind vour back.
Still, I'm sure that its just a matter of time
before there is a national ban on drivers using
cell phones.”

RESPONSIBLE USE

The safety Council cites numerous stud-
ies highlighting safety risks associated with
cell phone use by drivers. However, say some
contractors, the solution to the problem is not

to ban the practice, but to promote more
responsible use of mobile communications
technology:

The ability to reach drivers on the road
offers businesses real economic benefits, these




contractors say. They use cell phones to
exchange dispatching informaton with techni-
cians, and technicians use them to check with
the othce and to talk directly with customers.

Septic cleaning contractor David Hapchuk
of Hapchuk Inc., Washington, Pa., likes drivers
of his 10 service trucks to use their cell phones
to talk directly with customers. It's more con-
venient than relaying information through the
office and, he says, it can save each technician
about 45 to 60 minutes a day.

At Allards operation, technicians have
been using two-way radios and cell phones for
nine years, switching from pagers. “Instead of
going to a supply house and waiting for parts as
we used to, our technicians now call ahead and
the parts are waiting for them when they
arrive,” he says, “There's also the security aspect
of being able to call for assistance, if necessary.
And, have you tried to find a pay phone these
days?”

Even more importantly, loss ol instant
communication between office and driver risks
losing business. "In our fast-paced society, peo-
ple want service now,” Allard says. "If there’s a
plumbing emergency and we can't respond
right away, they'll call the next guy.”

THE INDUSTRY'S ROLE

As Ferrero sees it, safety issues surround-
ing cell phone use are related more to the driv-
er than to the phone. He thinks most truck driv-
ers can handle cell phones more safely than a
typical motorist, “Because of the size of a truck
and the added workload in the cab, a truck
driver tends to be much more conscious of
safety and of the need to use cell phones
responsibly than many motorists,” he says.

“Rather than imposing another mandatory
requirement on our business, the government
should let the industry address safe cell phone
use.”

Ike Casey, executive vice president of

Plumbing-Heating-Cooling Contractors —
National Association, says the assoclation
doesn't have an official position on the National
satety Council stand. However, his group has
surveyed members to learn what they think of a
ban, and how it would affect their operations.

“We do know that cell phones and text
messaging have been banned in California, and
some of our members report that it has not had
as much of an impact on them as they
thought,” Casey says. “They have just changed
their procedures so that techs respond to voice-
mails and texts at their next stop.

“The safety of employees 15 always a prior-
ity for association members, he says. "Safe driv-
ing is a topic at many of their safety meetings,

"We tell our people to keep their hands
on the wheel when dniving and to use
the radios only when they are stopped
and to leave the radios in the truck
when they are working at a jobsite.”

Jeff Wigley

and many take advantage of a "Distracted
Driving — At What Cost?” safety program. The
program emphasizes the many ways business
owners and their drivers can avoid the pitfalls
of distracted driving.”

SAFE PHONING

Recognizing the risks of driving while dis-
tracted, some contractors are promoting prac-
tices to promote responsible cell phone use,

Anthony Heath, president of Tidy Coast
Containers Inc., provides portable sanitation
and trash container services and transports
various types of equipment from his base in
Hobe Sound, Fla. The company, which operates
15 trucks, has been using cell phones to com-
municate with drivers since it opened tor busi-
ness 10 years ago. "Our drivers have never had

an accident while using a cell phone,” he
reports.

"Answering a cell phone is left to the dri-
vers discretion,” Heath continues. "Normally, if
weTe giving them instructions from the office,
theyre either at the jobsite or have pulled off
the road. "If they get a call en route, they'll call
back when they have a safe place to stop, unless
they're on a back road with little traffic, in
which case they may take the message.”

Two years ago, the company added dash-
mounted GPS units to trucks to supplement
cell phone communications. Now, customer
informanon can be sent to the driver from a
computer in the office, eliminating this use of

the cell phone,

OTHER APPROACHES

Over the years, Rasmik Hovsepian, who
owns a Rooter-Man business in Burbank, Cahif,
has communicated with eight technicians on
the road in several ways — first with pagers and
then two-way radios, and now with hands-free
cell phones.

He agrees with state bans on hand-held
cell phones and texting while driving, but says
hands-iree cell phones are easier and more
convenient to use. In fact, because he doesn't
like headsets or ear pieces, hes equipped his
pickup with a system that allows him to talk

using a microphone mounted near the sun

visors and to listen over the truck’s sound sys-
tem.

Technicians use the voice feature of their
cell phones to talk with the office and with cus-
tomers. However, they receive their dispatch

instructions via text messages from a computer
in the office.

“More and more communication is going
o text messaging,” he says. "It works out much
better for us, Often, when we called technicians

on the radio, wed be interrupting them. Now,
when they get a text message, they can respond

after they are stopped.”
Portable sanitation contractor Jeff Wigley,
co-owner of Pit Stop Sanmitation Services of

Marietta, Ga., has abandoned cell phones in
favor of two-way radios to talk with his 10 tech-

nicians, This eliminated use of the cell phones
for personal calls and fostered better customer
relations by forcing technicians to talk face-to-
face with customers rather than leaving mes-
SAfEes.

‘Laws to prevent (cell phone use) would
be more government interference with
commerce. You'd be operating your
business with one hand tied behind
your back. Still, I'm sure that it's just a
matter of time before there is a national
ban on dnvers using cell phones.”

Donald MacDonald

"We tell our people to keep their hands on
the wheel when driving and to use the radios
only when they are stopped and to leave the
radios in the truck when they are working at a
jobsite,”

Wigley 1s a member of the Georgia Motor
Trucking Association. “"For a number of years,
many members have prohibited their drivers
from using communication devices while driv-
ing,” he says. “I'm in favor of that. All those
motorists engrossed in their cell phone conver-
sations make the roads unsafe for our drivers.”

WHAT'S NEXT?

Meanwhile, the N5SC is urging businesses
to enact policies that prohibit phoning and tex-
ting while driving, and is asking governors and
legislators in all 50 states and the District of
Columbia to pass laws banning those practices.
As evidence that it is serious, the N5C cites its
record of turning the "Click It or Ticket” seat-
belt campaign from a one-state pilot project to

a 20-state program. W

promonthivecom May 2009 19



S0 even though the industry may be going through tough times right
JUSTASK. ISTHERE SOMETHING

- now, when things get better we believe that quality, integrity and
WE tAH DU FDR YUU . service will have prevailed and all of us will be stronger yet. Thanks

for working with us,

We feel that your problems are our problems, too. It was one of our
founding principles. The people in the industry, their integrity, and
their zeal to provide good service mean a lot to us. That's why we work
hand-in-hand with our customers to help them serve their customers
hetter. We've been doing it tor nearly 40 years.

POLPORTABLES

Listeming. Learning. Delnvering. Since 1872

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




WE ANSWER THE CALL...

It was Saturday at 5:00 in the morning

when Southwest Division Manager Steve

Finley's phone began to ring. “Who could

I T [] ] |
l i J
|
be calling this early on a weekend,” thought SR

Steve, as he mumbled a sleepy “Hullo.”

But drowsiness soon vanished as Steve

listened to a customer tell how he had just
been called in to provide restroom service
for firefighters who were battling five forest fires in

the national forests of northern New Mexico.

But there was a problem. His inventory was tapped

out and he needed restrooms fast. Could Steve and

Polyportables help?

That weekend-morning call started a chain of events
at Polyportables. Telephones rang and warehouse crews
were mobilized. Soon trucks started rolling out from

our Colorado and Texas warehouses. By nightfall that
same day, the customer had 84 new restroom units on

the ground at the mountain-side base camp.

“It's a great feeling to help a customer meet a challenge,”

says Steve. " Our customers know they can depend on

us. We're here to help. They can call anytime.”

TOILET DEODORIZERS - TOILET CLEANERS - AIR FRESHENERS - INSECT REPELLANT

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

3LEM,TO0

ONE CALLGETS ITALL.
800-241-7951

Visit www.polyportables.com to see our complete line of products
and services.

INTEGRA

The Integra features a high Keystone
roof and wide entrance door. Many
structural parts are interchangeable
between other PolyPortables” models
thereby reducing parts inventories
and enabling operators to keep their
Inventory active.

> 4 VYANTAGE
[fw @ TheVantage is a double-walled unit
that's built like a fort, with smooth interior
walls for easy deaning. The Vantage is a real

warkhorse and a pleasure to handle. Check it out
at www.polyportables.com.
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. |

POLY-STANDARD

The Poly-Standard has been the backbone of the PolyPortables line for
almost 40 years. It's been tried and proven under every conceivable condi-
tion and it's still one of the best restroom values on the market.

Choose trailer restrooms for that important upscale event.

Honk! Honk! Getgood ~ Handwashstationsand  Earth-friendly, people-safe
deals on flatbed ortradi-  restroom accessories deodorizers and cleaners
tional pumper trucks. from Green Way Products

breen Way Hroducts

golutions for lifE




ON LOCATION

THE JOB: Bike Week in
Daytona Beach

LOCATION: Daytona Beach and
Volusia Gounty, Fla.

THE PRO: Godawa Septic Tank
Service

Godawa Septic Tank Service sets out
about 300 restrooms, mostly basic

Hampel units and 12 PolyJohn handi-
capped-accessible units, for the annual

Bike Week festival in Daytona Beach, Fla,
(Photos by Mark Robertson)

e
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n Daytona

THE TEAM
When motorcycle enthusiasts roared into
Daytona Beach, Fla., in February for the 68th
Bike Week festival, Paul Creech and his 11
employees at Godawa Septic Tank Service in
south Daytona were as revved up as a Harley-
Davidson Softail at full throtile. This Mecca
for motorcycle madness, which kicks off the
tracditional nding-festival season for biker
bufls across the country,
is one of the biggest
events the company
handles all year — and
it's a total family affair.

Creech — a motor-
cycle rider himself —

relies heavily on his son,

Aaron, who oversees
(odawa’s portable rest-

(1,000-gallon waste/500 gallon freshwater) to service the festival.

.Iu-l'

By Ken Wysocky

bleshooter, works as a route driver during the
festival. And Creech’s daughter-in-law, Lowry,
helps coordinate operations and also runs a
truck during the festival.

COMPANY HISTORY

Eddie Godawa, Creech’s father-in-law,
founded the company in 1947 and, in the
process, created one of central Florida's first

room division. Creech’s
wife and company vice
president, Linda, keeps
the bill-paying systems
humming. Another son,
Shelby, who's a part-
time office systems (rou-

For Bike Week, Godawa Septic rolls into action to
provide portable restrooms at one of America’s
largest motorcycle events

septic tank companies, Initially, Godawa
focused on manufacturing his own concrete
septic tanks, then installing the tanks and
drainfields.

In 1982, Paul and Linda Creech, who now
own the company, entered the portable rest-
room rental field, and also added septic tank
cleaning to its services. In 1996, Aaron Creech
became head of the portable restroom end of
the business. He
got the company
involved in pro-
cessing septage —
using a system he
engineered and

helped build —
then land-applied

the processed

waste on family
farmland.

Godawa's serv-
ICé area CcOvers
about a 100-mile
radius of Daytona
Beach. The com-
pany owns about

i

a e .
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Above: To deliver the restrooms, Aaron and Lowry Creech
use all three of Godawa's trailers, each of which can hold

— ' =~ overafence and go to work.”

“When the bars shut down,
people inevitably leave a vehicle
— could be a motorcycle, a truck
car — parked right in front
mslraﬂms I think the

to how much alcohol they ve con-
sumed. We get as close as we
, then maybe throw a hose

12 units. At ri Aamnrﬂann.}nmny
| ather, gwner Paul Craach. :
1,100 restrooms, made primarily by

PolyPortables Inc., Polylohn Enterprises,
Hampel Corp. and Synergy World Inc., as well
as five restroom service trucks and three trail-
ers. The companys current business mix is
about 50-percent special events and 50-per-
cent construction and miscellaneous rentals,
although it used to do much more construc-
tion rental business before the economic
downturn, Creech says.

THE MAIN EVENT

The [irst Bike Week was held in January
1937 in conjunction with the inaugural
Daytona 200 motorcycle race, held on the
beaches and roads south of Daytona Beach. It
slowly grew into one of the largest motorcycle
events in the country, with upwards of 500,000
bike enthusiasts converging on Volusia
County for the sprawling, 10-day extravagan-
za, usually held in late February and the first
week 1in March.

THE JOB

Godawa has pro-
vided portable rest-
rooms for Bike Week
since the early 1980s,
50 by now, employees

The sprawling Bike Week
festival draws upwards

of 500,000 motorcycle
enthusiasts to Yolusia

County for the 10-day
event.

know the drill well. This year, the com-
pany set out about 300 restrooms, most-
Iy basic Hampel units and 12 Polylohn
handicapped-accessible units. The rest-
rooms are scattered in clusters of
roughly five to 10 units at various loca-
tions around the county, ranging from
taverns and individual parties to con-
certs and other special events, such as
the infamous coleslaw-wrestling con-
test. In addition, Godawa also services

10 restrooms and about 100 BVs at each
of two local campgrounds.

“Its a hodge-podge of things,” Creech
says, " But all the restrooms stay put for all 10
days of the festival.”

MAKING CONNECTIONS

Godawa got involved as a Bike Week ven-
dor when the local Chamber of Commerce
asked Creech to set up portable restrooms,
liguring the company was prepared to set
them up anyway for spring break, which typi-

cally follows Bike Week.
"But the Chamber didnt have any money

in the budget to pay us,” Creech recalls. "50 we

essentially did it for free, just to get our foot in
the door. Then the Chamber [olks started rec-

ommending us for other events, too.”

LET'S ROLL

Bike Week starts on a Friday, so setup
usually starts on the prior Monday. “We leave
it up to the customers as o when they want
restrooms delivered,”
Creech says. "Some
want their restrooms
earlier than others
because they need to
get toilets in place
before they can do
other things, such as
set up a tent.”

To deliver resi-
rooms, Godawa uses
all three of its trailers,
each of which can
hold 12 units. All the
units are removed on
the Monday after the
event, which ends on




treatment plants, which aren't even open
when we start servicing event restrooms. We
had to offload the waste onto big tanker trucks
and wait until the treatment plants opened.”

A second-shift crew comes in during late
morning to handle the company’s usual con-
struction and miscellaneous rental routes.
When they're finished, they offload waste into
the processing [acility and restock the trucks
with supplies so the vehicles are ready to roll
when the first-shift employees arrive early the
next morning.

.E
ave fc be real cautious about how they
 haven't ridden all winter, sn!heyreready

"tere,anﬂa‘fgetsaﬁmecrﬂf

#ﬂ‘ Freightliners, two with 1,500-gallon

steel tanks (1,000 gallons waste!/500

_____ Eaavrr N @ B| callons freshwater) and one with a
o™ . in iy . 1,700-gallon aluminum tank (1,200
= A callons waste/500 gallons freshwater).

LOGISTICAL CHALLENGE
The logistics of Bike Week are intense,
Creech says. “When the bars shut down, peo-

ple inevitably leave a vehicle — could be a
maotorcycle, a truck or a car — parked right in

front of the restrooms. I think the chances are

directly proportional to how much alcohol
they've consumed. We get as close as we can,

then maybe throw a hose over a fence and go

to work.”
To more easily handle special events,

Creech outfits his trucks with two suction

hoses, one on each side. "That way we dont
have to turn the truck around in tight quarters

to service toilets,” he says. “We also have exte-
rior lights mounted on the trucks, two on each

KEEPIN' IT CLEAN
(rodawa employees split into two

shifts to handle the event, as well as
service the normal routes. The compa-

ny devotes four trucks to handle the
festival restrooms, while the fifth truck
keeps on servicing construction and
other rental accounts, Creech says.
“We put two people in each truck,

Godawa has provided

portable restrooms for
Bike Week singe the
garly 198087

- A ' and I always include a family member
T —

as one of the two,” Creech says. “That
way, there’s always someone riding
who's seasoned — it always goes faster
that way."

.

2 4

a Sunday. One Ford F-250 and two Ford F-150
pickup trucks pull the trailers.

To service restrooms, Godawa relies on a
2000 Ford F-550 with a 1,000-gallon steel tank
(500 gallons waste/500 gallons freshwater); a
2000 International with a 2,200-gallon alu-
minum tank (1,700 gallons waste/500 gallons
freshwater); and 2005, 2006 and 2007

The first shift starts around 3 a.m. Festival
restrooms get serviced first, followed by the
campgrounds and BVs by around 8:30 or 9
a.m. Godawa's facilities are centrally located
in the middle of the restrooms it services for
Bike Week, which makes waste disposal rela-
tively easy:.

“It was terrible before we handled our own
waste,” Creech
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says. "We'd be at
the mercy of

Aaron Creech
makes sure all is
ready when the
riders roll indo
town. Bike Week
starts on a Friday.

Setup usually
starts on the prior
Manday.

Hampel Corp.
262/255-454(]
www hampelcorp.com

PolyJohn Enterprises
800,/292-1305
wiww. polyjohn.com

side and two on the back, because we do so
much night work at special events.”

With thousands of motorcycle riders on
the road every day, traffic also poses a chal-
lenge. “"Our drivers have to be real cautious
about how they drive, with all the motorcycles
on the road,” Creech says. "Lots of these bikers
haven't ridden all winter, so theyre ready to
ride when they get here, and it gets a little

Crazy.”

ENJOY THE RIDE

About half of Godawa’s employees are
bike enthusiasts, so despite all the hard work
and long hours, the event is a lot of fun, too.
"We ride, too, so were always excited about
Bike Week,” Creech says. "About three-quat-
ters of the way through it, we're pretty tired.
But we really enjoy it.” Il

PolyPortables Inc.
800/241-7951
www. polyportables. com

Synergy World/a Div. of
satellite Industries
800/328-3332

wwnwssatelliteindustries. com
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All 01 Dur Custom Manufactured Producis Are
Quality Engineared For Long Term Qutdoor Durability.

WE OFFER, DECALS WITH
HI-TAC ADHESIVE,
PERMENENT ACRYLIC ADHESIVE,
REMOVEABLE ADHESIVE AND
ALUMINUM SIGNS FOR USE ON:
PORTABLE TOILETS, EQUIPMENT
ROLL-OFF’S AND VEHICLES

CONTACT U5 AND WE WILL 5END YOU

FREE!SAMPLES

OF EACH MATERIAL!
Call (800) 903-3385 or FAX (800) 556-5576

STANDARD FEATURES ON ALL TRAILERS
* AJC and Heat

* Stainless Steel Sinks
* Solid Surface Counter tops

* Porcelain Toilets & Urinals

$90.00 pown
$90.00 per monTH

ior ") f} IDAYS -

www.alphamobilesolutions.com (877) 789-1213

* WITHOE ALIFIFANL LN T 7 Al SR T IETALL S

CLEARANCE SALE!

QON=TFIE=CIROUIN|D
Call Today For BEST Selection!

8S66-789-9440

FINANCING DELIVERY CUSTOM BUILDS

Portable Restroom Trucks
Under 2000 Gallons

1250 Gallon / 2008 Sterling Bullet
1700 Gallon /2008 Kenworth T3
1700 Gallon / 2008 Kenworth, 22,000 GVW
810 Gallon / 2008 Ford 550, 10" Flatbed

Portable Restroom Trucks
Under 26,000 GVW, NON-CDL
2000 Gallon / 2009 Hino 268A, hydraulic brakes
2000 Gallon / 2007 Chevrolet 7500, air brakes
2000 Gallon [/ 2008 Kenworth T300, air brakes

2000 Gallon / 2009 International M7, air brakes

Septic/Grease Collection Trucks

Under 26,000 GVW, Air Brakes
1200 Gallon Septic / 2008 Sterling Bullet
2000 Gallon Septic / 2008 Hino 338 6-Speed

2000 Gallon Septic / 2007 Chevrolet 7500, automatic
2200 Gallon Septic / 2008 International 4400, 6-speed

septic/Grease Collection Trucks
(33,000 G.V.W.)

2500 Gallon Septic, 2008 Ford 750 6-5peed, air brakes

septic/Grease Collection Trucks
Tandem Axle

3600 Gallon Septic / 2008 International 4400, 10-Speed
3600 Gallon Septic f 2002 Freightliner FL112, Warranty

septic Trucks Front Hoist/Rear Open Door
4000 Gallon Steel /2008 Peterbilt 340 10-5pd.
3800 Gallon /2009 International 7500

DOT 407/412 CODE
4200 Gallon 400 / 3800

Mack GXUB13
slide-Iln Vacuum Skids

| ]
----------

'....IJ i

www.keevac.com__~/ ‘f
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THINK TANK

They're Seeking Functional Trailers

In a challenging economy, some contractors are looking for smaller,
no-frills restrooms to add to their fleets

By Mary Shafer

he trend in the past several years has been an upswing in requests

for VIP-style restroom trailers. During the height of the building

boom, even some construction contractors were asking for trail-
ers previously reserved for special events. It appears the current reces-
sionary market has cooled those desires somewhat.

PROs who offer restroom trailers say theyte fielding more calls for
smaller, no-frills models, even as the overall market lor trailers contin-
ues o grow. Typically, customers are still asking for trailers at special
events with high attendance or for those requiring an upgrade from
standard restrooms. But they're not requesting as many of the execu-
tive-level amenities as in the building boom years.

Likely, there are two market pressures coming to bear on this trend.
The obvious one is that belts have tightened and budgets are lower.
Anyone sitting on the fence between traditional individual restrooms and
executive trailers 1s iable to fall on the side of economy for the time being,

Advance Portable Toilet Services has 265 portable restrooms and

one six-stall restroom trailer from Ameri-Can Engineering. It provides
two womens stalls and four men's statons, two stalls and two urinals.

- l | "Our typical trail-
: ;.; _'.

er customer is order-
"o A

Name: Gharles Lahood, owner
Company: Advanced Portable
Toilet Services

Location: Valdosta, Ga.
' Employees: 4
' Years in Business: 4

ing for weddings, goll
tournaments and cor-
porate parties,” says
Charles Lahood.

"Weddings and
parties tend to have
between 200 and 400
attendees,” he says. “The golf tournament is our largest event, part of
the Nationwide PGA Tour. We get about 10,000 people for that.” The
event, part of the PGAs developmental tour for emerging pros, also
rents individual portable units and hand-wash stations from Advanced.

The size of the golf event'’s crowd makes Lahood believe he could jus-
tify a second trailer, and he's shopped for one at the Pumper & Cleaner
Environmental Expo International. He isn't sure which features he wants
yet, but is eager to see what new amenities are available.

Regardless of which model he chooses, Lahood believes that for the
time being, customers won't be looking for all the bells and whistles. "At
least not for more localized events,” he says. Typically, larger events
sponsored by national brands with a more regional scope are the ones
asking for trailers. "But if it's more affordable, we may get more local
(trailer) business,” Lahood says.

Charles Lahood

26 May2009  Portable Restroom Operator

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

“The traifer we're using now is 32
feef loang. Thats not easy to haul
or position, and the removable
fanks aren't easy to service., The
OnNes We re seeing now are a lot

smaller but have larger capacity in
their permanent fanks.”
Jack Kelly

“We have an older trailer with removable holding tanks that need
to be installed for each job,” says Jack Kelly of A-1 Portable Toilet Rental.
Custom made by a firm that specializes in office trailers, it has three
womens stalls, two mens stalls and two urinals. A regular (railer cus-
tomer is the University of Kansas women's softball program. Kelly pro-
vides a trailer for its
weekend tournaments
and generally services
it once a day over the

Name: Jack Kelly, owner
Company: A-1 Portable

Toilet Rental i
Location: Lawrence, Kan. two-day event.
Employees: 2 Currently shop-

ping for a newer
model, Kkellys not
looking for a high-end
addition. He says his market won't support an executive level trailer, “I'd
be looking for something that's more durable and easy to clean.”

He'd like to double his trailer inventory, but likes the idea of a small-
er and service-friendly model. “We want one that's about the same con-
liguration capacity-wise, but the trailer we're using now is 32 feet long.

That's not easy to haul or position, and the removable tanks aren't

easy to service. The ones we're seeing now are a lot smaller but have
larger capacity in their permanent tanks.” Again, practicality rules the

day for this PRO.

Years in Business: §
Jack Kelly

Name: Mark Manning and
Tim Smith, co-owners
Company: A King's Throne
Location: Des Moines, lowa

Employees: 3
Years in Business: 2

Tim Smith

Mark Manning

“We tend to service the VIP section of special events like outdoor
festivals and band concerts,” says Mark Manning of A King's Throne.
“The other major category is outdoor weddings and receptions.” A
King's Throne cuwrrently offers what Manning and co-owner Tim Smith
consider a mid-level trailer that accommodates eight users at a time. It's
a custom fabrication by a private company:

Smith says they would be far more likely to be able to rent a small-
er, two-stall model in the current market. “In the future, that’s what we’ll
be looking for, but now’s not the time for us to be making that kind of
large purchase.” B




part-ner pirtnor| noun.
one that is united with another in an activity or sphere of common
interest, especially a member of a business partnership

Swtorbilt Mode| 48P RIV Brass Yalves Mosport Model HEL4Y

An honest price, excellent servica ond
premium toals ore signs of o profession-
ol. On these things, successiul businesses
lolerate “NO COMPROMISE".

f-ﬂl'l'l'p'ﬂt'I'tﬂl' [kam'petatar] MOUN.
any trailer manufacturer who competes with its own customers on
restroom trailer, shower trailer, or plastic portable toilet rentals

JAG Mobile Solutions, THE DEFINITION of a good partner.

| | d F * e | o o = [ " o | | o [ o | | g | d |

Providing QUALIFIED lead referrals to members of
the JAG Owner Network

Only the business owner can control the
price and quality of his sarvice, but, when
It comes 1o the tools, Armstrong
Equipment, Inc, con help. We are proud
o affer the best quality pumps and com-
ponents availoble. Sutorbilt ond Maspor
ore fwo of the most recognized ond
respecied nomas in the industry, Couple
them with Shurflo, Burks, Pumptec,
Reelcraft, RIV and Plastiflex and you have
oll the tooks needed 1o assure o smoothly

Restroom Solutions Plastiflex Hi-Vor

Shower Solutions
ADA Solutions

Solar Solutions | Burks DC10, Shorflo 2088, Pumplec 356 bperafing service fruck,
_ Industrial Solutions I : .
« 24 Hour Support 304-210-5999 JAG President. cell iE QI:[IIE;?TI‘-,H}E';J’E! |]guugg_ﬂ;??5?m;£p§n£z o0&z
F04-287-2065 JAG Director of 5ales, cell —— m{, —— 262-944-0404 + Fax: 562-944-3636
800-815-2557 - www.jagmobilesolutions.com - - S - s o

call Bill Abernethy at 1.000.949.0324
Fax:828.324.2401 » E- r'1'|i|'ﬂ|:]ElnEt|'l1|fil1|::'E'EhﬂI'"I!E!'rilltﬂrllﬂt com

e Ford » GM ¢ International -

w SR SEFEBAL Eﬂﬂﬂ, OLDER
2Z00 KEMORTIL 00 _ 2= ) e

* 2006 International -

L

2000 INTERNATIONAL 4400 — 3 =AY e
e O Pl o P e.' @ £ * 1998 Volvo - 4000 gal. tank
NEW PORTABLE TOILET UNITS: A—e A | » 1997 Volvo - 3500 gal. tank
3-2009 INTERNATIONAL 4300 2009 Peterbilt, auto trans, 26000 GYW, AC, 1500 gallon porta jon | * 1999 Chevrolet - 1800 gal. tank, gas,
1500 gal. portable toilet service units, auto trans. gervice unit, HYLTSY Masport pump. IMMEDIATE DELIVERY! under COL
2009 KENWORTH WE CAN | v 1995 International - 2500 qgal. tank
1500 gal. portable toilet service unit, auto trans A1 &1 15T PORTABLE TOILET UNITS:
2-2008 PETERBILT YOUR
1500 gal. portable tollet service unit, auto trans. TRUCK * 2007 Chevrolet 5500 -
2008 5500 CHEVROLET - 2-wheal drive. Call for prices. Ready to go!
1000 gal. 700 waste £ 300 frash, 2 Wheal Drive & » 2007 Chevrolet 5500 -

4 Wheel Drive available
WE WILL CUSTOM BUILD YOUR TANK UP TO 5000 GALLONS!

d-wheal drive. Call for peices. Ready to gol
* 1999 International 4700 -
110000 gal. tank, good condition
* 1999 Sterling - 1500 gal.
* 1997 Ford F450 - B0 gal tank
* 1994 UD - 1200 gal, tank

BO0-1500 Gallon Portable Toilet Trocks: Our Truck or Yours

COMPLETE PARTS AND IN-HOUSE SERVICE

2008 Imtermational 4900€ Series, 260 hp diasel DT 456 enging, 6-5pd

: trans. and world class auto, air brakes, 33,000 GVW, air condimionad, MANY ﬂTHEH' UNITS IN STOCK!
Fruitland * NVE * Fowerflo ® Plus many other brands 2500 gal, tank, Masport HXL400 pump. IMMEDIATE DELIVERY

OVERNIGHT DELIVERY ON PARTS » SAME DAY SHIPMENT ON PUMPS  Also, 2500 and 3500 gal. tanks READY FOR IMMEDIATE DELIVERY. CALL FOR UPDATE
Check with us on financing for the purchase of a new truck! RV RIS w - ARFAR Bt AP IR r- i e D a0 L T Tl e 0 LT

Cook Compression Vanes * Moro + Battioni * Jurop * Masport

WWW.abernethyweldi ';1 Jcom
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DISCUSSION

Slide-in Tank Questions

When it comes to smaller vacuum units for pickup
trucks, PROs wonder about creating adeqguate pump

pressure and choosing the right tank material

QUESTION:

I've got a Boyd slide-in unit (100 gallons fresh/300 gallons waste)

with a vacuum-only pump. I'd like to route the exhaust from the

pump back into the tank to pressurize the tank, as some of the
waste stays in the tank even when the front of the truck is up on ramps. L Custom Decal Ordg,
Anyone else done this? § YOU MENTION THIS an

ﬂﬂ

ANSWER:

If you have a vacuum pump, putting the exhaust into the tank will
not pressurize the tank. You'll be circulating the air and that’s all.
You need a four-way valve installed on your pump.

QUESTION:

I'm looking at stainless and aluminum slide-in vacuum tank units,

both with 400-gallon waste/200-gallon freshwater conligurations.

They have the same pump and engine combinations, so what
would you prefer and why?

ANSWER:

I have a stainless steel tank on my C5500, and you can't beat
stainless. It will last a lifetime. But if I were going to buy a slide-in

unit I would buy aluminum. The main reason is the weight; alu-

minum is so much lighter. You could run a lighter truck under it.
But one word of caution: a tank that size should cover 20 to 30

restrooms a day, if you're lucky. When I bought my tank, I figured

seven gallons of freshwater per restroom and 10 to 15 gallons of waste- Pa pe r SaVI n g S I

water. The 200-gallon freshwater tank you mention then will service 28 .
units, and the 400-gallon waste tank will allow you to service 20 to 30 # -a; e« No Delivery Fees
units, If yvour business grows, this tank might not be big enough to E:rn..- :

SErve your needs.

I don’t have a slide-in unit, but I would like to have one. I have an
older service truck for a spare, and a pickup truck. If I had a slide-in
unit, [ could get down to one pickup as a spare and reduce my insur-
ance premiums. However, I own my two backup trucks outright, and
the payment on a slide-in unit isn't justified.
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Come Join Us Online

The PRO Online Discussion Forum is found at
wwews promonthly.com. The forum is conveniently split into

several topic areas: General Discussion, Business, Chemicals &

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

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

Jaith by industry professionals, Readers should consult in depth
with appropriate industry sources before applying the advice they WYYV, ha Ll I o ragent_ cOMm

read here to a specific business situation.

1.866.6KNOV
1.866.656.6987
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RiseyJAboyvellihelRest

m{ﬁiﬁg@&ﬁ@‘mﬂ@ >argolC( E*[EIEEEB[LCIIE? weather the storm®

In today's tough eco acompany you
can rely on — one that h s, services, and
warranty in the industry. i Is that company!

Our long- sl;antlln; 2 omers is what sets

us aparl. We will t our customers for

iy ..'1

The new Comfort Elite X featuring our exclusive Hydraulic Lowering

System is just one example of our cutting edge model line.

T AU

Ask us

the Sanitation Station
can make you

Sanitation Station is a Commercial Quality Running Water
F.ESIrUﬂm great for construction projects that can:
* Boost your cash flow immediately

e Allow vou to have Mo out of pocket expense

e B2 maved throughout the jobsite to meet the
ManpoWer requirements

* Ve provide the Marketing Matenal & Sales Assistance

Once these units are on the Jobsite the revenue stream Ham ﬂnwing...

— i . L N

888-388-7768 740532752
M www.dropboxinc.com

rmitchell@dropboxinc.com

WELLS Cﬂmfﬂr‘t

CARGO SN Flite

" Hestrooms
Since 1954

Wells €argo COG

Revolutionary products for a changing world
Phone: (888) 574-4222

Web: www.wellscargoC0G.com

Dual VIP Restroom Trailer
From 59 841

el fne Faaiunes:
r Weddings ( Parties - Salar Powarad

« Sporting Events = Sell-Gonlamned

+ Food Festivals = Flushing, chana toilet

r  Commaunity Evenis - Enclosad sink _

« Restroom Remodeling - Power Comverter |opdian)

r Movie Product - Awr-conditioning [opticn) __
= Iritersnir aater (opticn)
= Sink Waler Heater (option)

1737 5. VINEYARD AVENUE  OWTARID, CA& 91781

PronE B09-930-6244 Toul Free 800-334-1065 Fax 909-930-6237
wiwwW NUCONCEPTS.com
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Support Scholars

Association fund helps students in the portable
sanitation industry pursue higher education

By Ned Carpenter

shown their belief in the value of education by contributing

$319,350 to the PSAI Scholarship Fund during the initial five-year
pledge campaign. The members’ generosity allowed 46 full- and part-
time international and national students to be awarded scholarships
worth $99,000.

The economic situation the world 15 experiencing has caused us to

..Supported by the BEST Re-Rental Program Avallable delay the second five-year pledge campaign. The scholarship fund bal-
($1,500,000 paid to partners in 2008) ance of $220,350 will allow eight outstanding students to receive individ-

ual 52,500 scholarships in May 2009 for a total of $20,000.
CALL NOW FOR A QUOTE AND RENTAL MARKET ANALYSIS The decision to delay the start of the second five-year pledge cam-
BT?'E 53_3 53 3 MOBILE REESTROOM SUITES

paign has not stopped us from asking for contributions to the PSAI
wwwl blackliemanufaciunng.com

P oriable S5anitation Association International members have proudly

Scholarship Fund. Contributions can be made in honor or memory of a
E!;:&'}}:HH E ,Egﬁg%“ﬂﬁﬁ special person. End-of-life giving 15 also an excellent way to provide funds

by including the PSAI Scholarship Fund in a Last Will and Testament;
money along with corporate stock or other types of property may be
included in the will.

The PSAI Scholarship Fund is administered by Scholarship America,
a private sector scholarship and educational support organization

- ' : : -
TI mes a re tuu g h - Scholarship America receives the scholarship applications and follows its

selection process to choose students for the PSAI Scholarships

Pavi ng tnn mu ch Scholarship America also receives and invests the scholarship contribu-
. .? tions and makes payment of the scholarship awards.
for Toilet Paper

A tax-deductible contribution check may be written payable to

—_— Scholarship America for the PSAI Scholarship Fund. The mailing address

Minimum order one 40' Container is Pat Halter, Scholarship America, 1505 Riverview Road, PO. Box 297, St
(Approximately 500 cases) Pater MN SEOSS

Split Core Rolls | Special Diameter Cores | Special Sizes Available PSAI membership includes international and national portable rest-

ASIHﬂ, Inc. room operating companies and associate member companies who sup-

1.800.295.1670 | email: asinude'm@}rahuu.cum ply the portable restroom i1.'|d||5tr'_g-'. All i"l'l'llllhill‘_:.-'{".E!S Em.-rl thF..il' family mem-
bers of a company belonging to PSAI are eligible for PSAI Scholarship

Awards. The application deadline for the 2009 scholarships was March 15.

An application and additional information for the 2010 PSAI
‘ scholarship are available at www.psalLorg and are due to Scholarship
America by March 15, 2010,

Download the scholarship informaton and place it on the company
bulletin board or include it with the employee’s paycheck. Employees
appreciate the chance to educate their children, which brings goodwill to
the company. It's just another good reason 1o be a PSALI member.

The PSAI Scholarship Committee includes Chairman Ned Carpenter

Visit our websites . of Porta-Jon, Gastonia, N.C; Kathy Crafton of PolyPortables Inc.; Gregg

WWW. r[“IEHIaEI":E GOM = WWW. runun—ﬂlﬂsnﬂs “Et deLong of Polylohn Enterprises Corp.; Barry Gump of Andy Gump Inc.,

400 Sizes Available Santa Clarita, Calif; Todd Hilde of Satellite Industries Inc.; Rich Vegter of
Wholegale Pricing Available Black Tie Sanitation, Frankfort, I11.

7 1 4 2 59 1 3 35 For more information on PSAL and its programs, call 8000822 -3020 or
= o

£0 o www. psalorg. |l
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PRODUCT NEWS

PolyPortables
Introduces
DriPax

Deodorizer

The DriPax
throw-and-go
deodorizer from
PolyPortables comes
in a l12-gram, water-
soluble (including
saltwater) pouch. The
environmentally-friendly product is designed for one-week service.
The blue deodorizer is available in three strength levels — first gear,
second gear and third gear — and comes in cherry, mulberry and
fresh-room cleaner fragrances. 800/241-7951;
www. polyportables.com.

Wells Cargo
Introduces

Comfort
Elite X

Power Flush
The 20-foot
Comfort Elite X
Power Flush rest-
room trailer from Wells Cargo COG is designed to meet high traffic
needs yvet can be towed by a standard pickup. Featuring hydraulic
technology, the unit lowers and rests on the ground, eliminating the
need for steps or platforms. The macerating vacuum pumip uses a
fraction of the water required by other toilets and has the ability to
pump waste up to 300 vards. A total of 10 unisex, private stalls can
accommaodate crowds of up to 2,000, The hand-wash station at the
rear of the trailer features four stainless steel sinks. The trailer can

connect directly to sewer, an external tank or include a waste tank for

total self-containment. 888/574-4222; www.wellscargocog.com. B

Come In We're

www.promonthly.com
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We’re Here for the PROs!

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

If you have an issue-oriented story idea or know
of a fellow contractor whose success story should

be told, please call or write and tell us
about it.

Editor Jim Kneiszel may be reached by phone
at 866/484-6131 or 920/983-6636, by mail at
P.O. Box 220, Three Lakes, Wis. 54562, or by
e-mail at editor@promonthly.com.

Here's a sampling of features that appear in the pages of PR():

ALL IN A DAY'S WORK

What's the strangest thing that happened to you and vour business this
vear? You know, that funny or unbelievable portable sanitation story you
find yvourself repeating over and over to friends and family? Whether it's a
tale of misfortune or good fortune, we want to hear about it and share ir
with readers in All In a Day’s Work.

WORKING VACATION

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

PRO SNAPSHOT

Many of today’s leading portable restroom companies started out with
humble beginnings, the company owner building wooden units in the back
vard and going on service routes with an old pickup truck in the 1950s and
'60s, Scan vour favorite old photos and send them, along with a brief histo-
ry of your company, and we'll share your business story in PRO Snapshot,

TAKE 5

Some days vou only have a few minutes over a cup of coffee to take a
breather in yvour hectic workday. We want to help vou make the most of
those few moments by introducing yvou to a PRO or industry leader who
addresses the five issues that have the greatest impact on their job or busi-
ness, If you know someone in the industry who could offer valuable insights
to athers, we'll feature them in Take 5.

PRO FORUM CHATTER

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

Make the
rricst ok i

REPRINTS AVAILABLE
We offer:

Full copies of the onginal magazine

Hard copy color reprints

Electronic reprints

e it Visit promonthly.com/editorial for articles and pricing
1?"’ E-mail jeffli@colepublishing.com or call 800-257-7222

‘ ;—;Li| QUESTIONS?Z Get Answers...
DISCUSSION

New PRQ) Discussion forum brings portable sanitation
professionals together over the back fence, 21st Century style

By Jirm Kneiszel

inally ... A place vou can go to talk shop with portable restroom When one PRO sends out a question or comment, everyone on

operators from across the country ... and around the world. the discussion list will receive the e-mail and may respond. The forum

Welcome to the PRO e-mail discussion forum, yvour cyber home 15 open for a wide range of topics, but there are a few simple ground
for communicating with other portable sanitation professionals rules to keep in mind when starting or responding to an e-mail post,

about issues affecting the individual contractor or the entire industry.
PRO Discussion is based on the successiul Pumper Discussion Discussion rules

that has been a fixture on the COLE Publishing Pumper magazine Web * No soliciting or commercial product endorsements.

site (www. pumper.com) for nearly five years. Mo derogatory remarks about products, services or people,
* No discussing prices or pricing of goods or services.

Shnring ideas is as simple as 1-2-3 * No forwarding junk mail, chain mail, jokes, or any other

e-mails not specilic to this industry.
Visit the promonthlyv.com Web site and click on the PRO)

Discussion link on the left side of the page. Go to the “Join the As easy as it 1s to join the discussion, it's just as simple to leave —

PRO E-mail Discussion” area and follow the sign-in instruc- or unsubscribe — and stop receiving e-mails, Instructions (o remove

tHons. vour e-mail address from the forum are found on the
promonthly.com Web site,

Once you've registered and confirmed your forum member- Remember, there’s strength in numbers. When we all get togeth-

ship, post an e-mail introduction for fellow PROs. er and share ideas at promonthly.com, we strengthen our service

businesses and the portable sanitation industry, |

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

34 May2009  Portable Restroom Operator



T )

4

LT

Rl e a
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Service Unit Ford Fh50 Super Duty (2) In-Stock
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* Stimulus Package #1

« Stimulus Package #2

« Stimulus Package #3

Coming In June

POIRRA, _~,  »,
BuyersiGuidenoos
The June issue ot PRO magaozine includes the

Annual Buyer’s Guide, an extensive list of

manufacturers, dealers and distributors of
equipment and supplies used for the portable

restroom industry.

Your “One Stop” Choice For
Portable Service Units,
Slide-In Units,

Custom Designed
selt-Gontained Units,

Portable Toilets and Chemicals

Call us TODAY for details on our
stimulus Packages running through June 2009

—(#) Free “Imperial Tradition™ Toilets with
the purchase of a truck mounted service unit

—S450 AMluminum Slide-In - —(8) Toilets
—atart-Up it of Saf-1-Fresh

—3% off all stock Slide-In units
« Stimulus Package #4
~{Order quantity discounts on The “Imperial Tradition”

“The Proud Tradition Continues ..."

“Imperial Tradition™ Toilet
For Details.
see Www.imperalind.com
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Slide-In Units Wortable Servica Units and Toilets
In-Stock and Ready for Delivery
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/4. TP Re-Roller Co.

Turns waste (€
paper into
profits!

Call Milton Foss
360-385-1333

Exclusive Portable
Sanitation Software .

One Tuuuh.@ L

Billing Order Entry 44 —
Service Schedules  Reports  AS

4 Yisun moppeng ond roving ¢ DuickBocks nmgration :

4 Automnied limecord ond 4 Employee producivity reperts
imwendery manined % FREE ONLINE DEMOS! |

_ Canadian Version Now Available.
. 4 Only EZTRAKR offers positive service validation

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

ADVERTISING

BUSINESSES

WELL ESTABLISHED PORTABLE
RESTROOM BUSINESS, since
1984, Csceola County, Michigan
Salls with or without trucks. Serious
inquiries only. 231-250-1483.
(FTEM)

GROWING PORTABLE REST-
ROCM COMPANY in  North
Eastarn Pennsyivania. 180 unis -
85% in greatl shape. Truck and cus-
tamers, Call Steve 570-760-2064,

[PTS)

POARTABLE RESTROOM BLUSI-
NESS: Fromt Range, CO. 380 toi-
els, £ handicap, B wash stations, 3
railers, 2 professionally built
rucks. Family owned and operated
18 years. 719-499-8335.  (PTE)

LAUNDRY THRAILER: 2003 48
gooseneck, 12 washers 12 dryears,
all 2008 electronic  coin-opp
Maytags. See photo at "Truck Stop®
(wwiw. pumper.com), $43,000. Can
deliver, VPS20008MSN.COM,
320-655-7065. [PTS)

May 2008

COMPUTER 5OFTWARE

SOFTWARE FOR THE INDUSTRY!
Automatic billing, pro-raticns, sales
lax, routing, mapping, complete
imeendory. Free demo — Summil
Rental Profit Builder™ from Ritam
Technologies, LF 800-662-8471 ar
208-629-4462, (TEM)

PORTAELE RESTROOMS

24 PolyJohn Falylifts like new.
\Used for one job. 5600 each, 2006
pumpear trucks for sale also. B00-
219-8211 or 574-277-8311. (THPE)

WANTED: Used ADA complian
portable restrooms. Midwest area.
Call Lynda 1-BDO-G57-4BBE or
lynida1 @chartarinternat.com. (FTS)

PORTAELE
RESTROOM TRAILERS

Hestroom Trailers For Sale; 16 and
28, 16" $5,500; 28' 36,500, Wil
negobiate renovations to meel your
use, Business closed. Call for
details. Don 443-867-98R3. (FTa)

KL

_=_uL-L§.J LETPLACE

A DVERTISING

i B
i ._J
3

PADLOCKS

Econanry Packochs far your todets ond more:

WMaster Lock. narbomal brands, and soonomy genenics :
Koyed alike on your axishng key nsmbsrt

Cal for a atolog, quote, or onder online

LockPMaslers USA Inc
1-800-4671 -0:20

wreve. loc kmastersuss.com

PORTABLE
RESTROOM TRAILERS

2006 Wells Cargo Comfort Elite 111,
Light use, stored inside. $19,750.
h73-896-8665. [FT5)

2008 24' Qlympia Exacutive, naver
used, paid 328700, wil take
$26,000. 2004 Olympia 20
Exacutive, excellant condition,
$18,000. 2000 Olympic 30" Luxury
Lingr, $20,000. 2001 Qlympic 26
Executive, 317,000, Call BE6-8583-
0538 NY (PT5)

PORTABLE
RESTROOM TRUCKS

1929 Ford F-450 Delvery Truck
with It gate. Neads some work.
7,000, Call 317-440-1206. (T5)

EASILY MOVE RESTROOMS

Super Mongo
Mover”

« Move ADA
Eestrooms

Patanted

* Availoble with 2,
4, & or 8 wheels

= Alurmirum
Frome

* Ships UPS

Dﬂ TouL Free: 866.599.3325
Deal Assoc. Inc. www.dealassoc.com

CALL 1-800-994-7990 Iu advertise in PRO Marketplace

PORTABLE
RESTROOM TRUCKS

2000 F-650, non-COL, &-spaed,
diesel, AMFM, A/C, 700 waste/250
fresh water, Masport pump, alu-
minum ool boxas, heawy duty
hitch, 2-unit carrier. Unit is in great

condition. Must sell. Contact Clitton
at 317-730-5311, (PT5)

2005 Ford FA50. diesal, aulo.,
Satellte tank, 350 fresh, B00

waste. 2-unit carrier, $25,000. 300
2 ra=-3616 NY. [FT5)

2000 Ford F-B50 Pumper Truck,

700 waste, 300 frash. Needs some

work, $10.000. Call 317-440-1206
L19)

PORTABLE
RESTROOM TRUCKS

1996 Chevrolet 3500. Engine and
transmission have been replaced in
the [ast year, Steel tank, 8OO gal
GO0 waste200 frash water. Jurop
pump, powerad by gas Honda
enging. Sale price is $10,000. Call
a202-445-0475, |IETS)

POSITIONS AVAILABLE

FPorfaJdane, "Because Johm Canf
Aim® Inc. i3 seeking expanenced
salkas professionals to reprasent thea
hottast product im the portable 1oilet
industry singe the portable toilet.
Inquire &t www.Portadane.com or
email info@ PortaJane.com. (T5)

Flease print od legibly below with correct punctuation ond phone number.

Circle each word to be bolded, if any. Remember to choose o heading.

CHOOSE A HEADING:

1 Businesses

J Computer Softwore
] Excavating Equipment

- Lease Finonting

< Miscelloneous
=l Parts & Components

CLASSIFIED AD RATE

51.00 per word, per month with o 20-word minimum
or 520.00. 51.00 extra per bold word (key words only).

J Portable Restrooms

1 Portoble Restroom Tanks
1 Partable Restroom Troilers

IDEADLINE: 17th OF THE MONTH

) Portable Restroom Trucks
J Positions Avoiloble
1 Pumps - Washdown

J Septic Trucks
 Service/Repair
1 Slide-1n Units

-] Tonks

- Wonted
=1 Other

MDVANCE PAYMENT REQUIRED

or example: November 17th would be the | No billing for cdassitied ads. Payment must be received

F :
deadline for the December issue of PRO.

in odvance before publishing.

MAIL this completed form with poyment to:
COLE Publishing Inc., PO Box 220, Three Lokes, Wl 54562

FAX this completed form to: 715-546-3786

OMNLIMNE form at: www.promonthly.com

(3-DIGIT NMUMBER FOUND BY YOULUE

SIGHATUEE)

FILL IN BLANKS: MONTH(S) WORDS 5 AMOUNT
COMPANY NAME - .
ADDRESS: PHOME -

CITY: STATE: ZIP: -
PLEASE FILL QUT CREDIT CARD INFORMATION COMPLETELY INCLUDING V-CODE
CREDIT CARD NO. V-CODE:

CARDHOLDER NAME PHONE :

EXF DATE:

promonthb.com

WE ACCEPT:

2 [-¢-]
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TRUCK CORNER

May Z00%

Pumping at Higher Elevations

Bob Carlson (left) and
Jarry Kirkpatrick answer your

questions in Truck Corner.

PRO who moved to the Rocky Mountains

says his air-cooled vacuum pump doesn’t act the way he expected it to

QUESTION: A lew months ago, | moved my pumping compa-

ny from Houston to a small town near Denver. 1 figured since

I was up in the Rocky Mountains, pumping would take less

lime ... They always talk aboul the thin air up in the moun-

tains. But when I started working, my pump nearly burned up. It

seemed to take forever. | checked the oil in my pump. 1 double-

checked my vacuum gauge 1o make sure it was working. I check those

things in my normal operation anyway. My air-cooled pump, which

ran like a champ in Houston, just got hotter and hotter., Is there some-

thing I'm doing wrong? Can you explain what 1 need to do to [ix this
situation?

Roy Vaughn

Denver

ANSWER: You did nothing wrong. Mother Nature just took
over the operation of your system. Creating a vacuum and

pumping at a higher elevation doesn’t work the way you'd think

it would. The assumption, like you thought, is that thinner air
should make everything work easier.

A strong vacuum pump should clear

out the thin air in seconds, and the
pumping should begin. After all, ism't

thin air easier to move?

This is where an understanding
of vacuum comes into play, First, |
am not a scientist — and yvou domn't
have to be — to understand what
happens at higher elevations.

When you were pumping in
Houston, you arrived at the jobsite,

In the Hocky Mountains ...
the air is thinner. So here’s
the key fo explaining your
sifuation: It's going to take
you longer to build up vacu-
um because vacuum is
based on the differential

between the lack of air in
the tank and the outside air.

| We Specialize In Waste Management
Labeling Solutions

® Service Records #Logo Signs
® Lock Out Tags & Gender Signs
& NCR Records * S5arvice Call Forms

*Waming Decals *=5ervice Tags

o Vo, B No Additional Charge

1-800-875-7859 www.AnchorGraphics.com

Fax: 972-422-4311 info@anchorgraphics.com
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turned on the pump, and the tank was evacuated of air, which created
ample vacuum. You opened the valve on your hose and sucked up any-
thing and everything in your path. Hopefully, it was the contents of a
portable restroom. Nothing overheated. Everything worked fine.

0K, so in the Rocky Mountains, things aren't the same. Youre right.
The air is thinner. S0 heres the key to explaining yvour situation: It's
going to take you longer to build up vacuum because vacuum is based
on the differential between the lack of air in the tank and the outside air.

SEA LEVEL PUMPING
What does this mean? In Houston, which is near sea level, the air
contains more molecules. Turning on your vacuum pump evacuates

the air from the tank and creates a differential between the air inside
the tank and the air outside. It happens relatively quickly because there

are lots of molecules and the differential is the key to the creation of

VACLILIT].
Al higher elevations, where the air is thinner, it takes longer (o cre-

ate vacuum because there are fewer molecules in the air to start with.

Your air outside the tank is already thin. 50 creating a vacuum inside the
lank requires having (o run your pump longer (o create a differential

between the atmosphere outside the tank and vacuum inside the tank.

The longer you run the pump, the hotter it gets. Moving to a high-
er elevation i1s not a problem if you switch to a water-cooled pump. It

can stand a longer pumping cycle without overheating.

One way | like to demonstrate vacuum is with an empty plastic bot-
tle, let’s say a 20-ounce soft drink bottle, Put the bottle up to your mouth
and suck the air out of it, venting the air through your nose. In a few sec-
onds, the bottle collapses as you remove the air and create the differen-
tial between the air inside and outside of the bottle. The instant you
remove your mouth from the bottle, it jumps back to its original shape
as the air rushes in to “normalize” the bottle. That is the essence and the
key to understanding vacuum,

The vacuum pump creates the differential inside the vacuum tank,
and when the valve is opened, the air or whatever you're pumping rush-
es in to balance the air pressure,

Bob Carlson and lerry Kirkpatrick of Arizona-based Glendale Welding
hpre over 50 years combined experience dealing with portable sanitation

truck issues. Fax gquestions to themy, addressed to Truck Corner, al 623/937-
3688, or send Bob and Jerry an e-mail at trickeorner@promaonthil.com. B

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

indusiry. You can submit your letier by

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

All latters must be signed. Please imit vour letter to 500 words or less

We reserva the right to edit all letters for length and clarity.
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tanding Sink

60 Gallon Rinse Tank

* lne-Piece Construction

* Lightweight
* Rust-Free Hardware

* Wood and Poly Skids
* Large Wariety of Colors

nlili
o

Tanks in 60, 105, 225,
300 and 440 Gallon Sizes

Tuff-Jon I

7-1/2 Gallon  Tuff-Jon with " 90 Gallon
Handwasher Lifting Bracket Assembly Free-Standing Sink aky Heater ainks available for the Tuff-Jon I

G ERTS EAC ompanyRln CYEzo30lsls MenilipsR S fEvansuil INIA 7212 {”'m*\\
1580084379286 R8127985:263 0 B 181279853 641
emaigtsftuffjon@sbcglobal®ne tHkweolsicawww i tutfzjon*com

PORTABLE TOILETS | HOLDING TANHS | HAND WASH UNITS / ACCESSORIES




Ask about
the fragrance

\nf the month

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
o Stronger every day in every way

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

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.polypartables.com

Cnly PolyPortables offers high-performance Green Way Products

TOILET DEODORIZERS - TOILET CLEANERS - AIR FRESHENERS - INSECT REPELLANT

All Green Way deodonizers, cleanars and air fresheners are earth-friendly, people-friendly products, They are developed and manufactured in - E IBEN I|.|'I||.|rE||_| P[D[[ || EtE
our facilities in Dahlonega, Georgia by Green Way Products, a PolyPortables sister company. ¥
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