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YOU'RE

BLEEDING MONEY!

The average service tech uses twice the chemicals they need, effectively doubling your
chemical expense (and that's not cheap). But our patent pending in-line chemical
management systems can save you, literally.

Dispensed to the exact ounce, say goodbye to wasted chemicals and hello to a much
fatter wallet.

Give one (or ten) a try today, risk-free. If it doesn’t save you money in 60 days, return it
for a refund.
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-903-3898.

In-line Chemical Management
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To order, call 231-903-3898 or buy online at NewWayEquipment.com



We at Best Enterprises would like to congratulate George & Angie Young of A&G Pumping for be-
ing one of the featured businesses in the August 2009 PRO magazine. We appreciate the confidence
and trust you have placed in Best Enterprises. Thank vou for letting us provide you with your equip-

ment needs throughout the vears. We wish you much success in the future!

At Best Enterprises we believe there 15 no substitution for quality and service. For the best looking,
longest lasting equipment in the industry the choice 1s clear, contact us for yvour next purchase.
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Best Enterprises, Inc. 1-800-288-2378
3513 W. Mt. Springs Rd. Ph: 501-988-1905
Cabot, AR 72023 Fax: 501-988-2880

4007200

www.bestenterprises.net
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POLYPORTABLES
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Contact us: PRO strives to serve the portable restroom industry with interesting and
helpful stories, We welcome your comments, questions and column suggestions and

promise a prompt reply to all reader contacts, Call BONW257-7222; fax 715/546-3786;
e-mail PRO editor Jim Kneiszel at editor@promonthly.com.

Spit & Shine

Look good and get personal with clients. These are customer service tips for PROs
who want to clean up in a challenging economy.

By Jim Kneiszel

service. With a decline in construction and more and more portable
sanitation providers fighting over fewer and fewer jobs, premium
customer service is the best way (0 win over and retain customers.

For the first time, we added a customer service theme to the PRO
editorial calendar for 2009, Of course, we often deal with quality service
issues throughout the year, but we made the decision to give the topic a
bigger emphasis this month. Looking at where the economy has taken
us the past 10 months, our timing — totally coincidental — couldn’t
have been better.

Since I was a teenager, I've worked in jobs that demand good peo-
ple skills and quality customer service. From my days of slinging hot
dogs and peanuts at baseball games to serving readers of PRO today,
being cordial, responsive and putting a professional foot forward have
always been an important part of the job description.

Along the way, I've seen a lot of masterful customer service eflorts
and witnessed a good deal of scary-bad service. With that experience as

a backdrop, here are my favorite tips for PROs who want to improve
their company’s customer service:

I s more important now than ever (o provide sparkling customer

BE RESPONSIVE
More than ever, customers are impatient for answers. Use of the

Internet, cell phones and text messaging has ramped up the demand

for instant response to all inquiries. Pick up the phone on the first ring.
Check your voicemail and answer calls and texts as soon as it's practi-

cal. You may not like the many interruptions, but leave your e-mail
open all day and respond to messages promptly. The only time you
should delay electronic or phone communications is when youre
already focused on a customer or a critical task. Remember the last time
you Googled to find a service provider? When the list popped up, you
likely called one name, then quickly went on to the next company on
the list if you didn't get an answer. Rapid response will boost the bottom
line for your business.

On a service route, never leave a restroom in “just good
enough” conaition. Make sure its in “I'd send my grana-
mother in there” condition. Set a cleanliness standard for

yourself, and never move onto the next restroom untif
you've met the standard.
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REMEMBER NAMES

I'm not great at remembering names, so 1 marvel at people who
have a talent for it. If you want to learn from the best, watch a politician.
Years ago, | interviewed then Wisconsin Gov. Tommy Thompson. A lew
years later, I ran into him at an event and was shocked when he walked
right up to me, shook my hand and made a point of calling me by name.
I dont know how he remembered, but his name recall is a talent that
helped him get elected four times. If you don't have a knack for match-
ing names and faces, you can still make a favorable impression by
repeating a customer’s name during conversatuon or recalling details
from past conversations. This personalizes relationships and shows
youte engaged in service decisions.

DRESS FOR SUCCESS

Long ago, when I was a size 40 and my waist and inseam were both
32 inches, I got a job selling men’s suits in a department store. One day,

my supervisor pulled me aside and gently told me I needed to iron my

clothes if | wanted to keep my job. I learned to put a sharp crease in my
dress shirt sleeves and had no more problems. If you wani to command

respect in the field and promote professionalism, you need to tuck in

that clean uniform shirt, wear slacks that are clean and not threadbare,
and walk with a posture that shows you mean business.

CLEAN AND CONSISTENT WINS THE DAY
(n a service route, never leave a restroom in “just good enough”

condition. Make sure it’s in “I'd send my grandmother in there” condi-
tion. Set a cleanliness standard for vourself, and never move onto the
next restroom until you've met the standard ... even if it means falling a
little behind schedule making a filthy unit right. You never know when
a client decision maker 15 going to use your unit, and you never know
when a prospective new client is going to use your unit. If every unit is
cleaned to your satisfaction, you will retain existing customers and
attract new ones.

ADD “YES" AND “I'M SORRY" TO YOUR VOCABULARY

Sometimes we resist saying “yves” to a request, or to acknowledge a
mistake. Why is that? As a writer for so many years, I've been called on
mistakes made in print a few tmes and have had to apologize. Nobody
likes to make mistakes, but everybody makes them. We need to under-
stand when we've failed, quickly accept responsibility, say were sorry
and move on. S5ay "Yes" Lo requests whenever you can, take responsibil-
ity for mistakes and you're likelier to build lovalty with customers.




DEVELOP A SIGNATURE SERVICE

You know how the maid leaves a mint on yvour pillow at a five-star
hotel? While I'm not suggesting vou leave a piece of candy after servic-
ing a restroom, you can add a classy little touch or small gesture to your w[
service routine to help your business stand out from the competition. E

EXODOR
It might come in the form of a convenience accessory built into a spe-

cial event unit, like a corner shelf with a few toiletries, a unigque air ™
[reshener or a solar light to brighten the unit. Or perhaps a foral =
arrangement or privacy skirting set up outside the restroom. Check out

what your competitors are doing and come up with a creative solution.

ALWAYS FOLLOW UP

How do you know if your customer service efforts are working if
vou don't ask your customers? Contact your clients after every job Lo
ask if they were happy with the service and if they have any suggestions
for you to improve customer service. Call them, send out an evaluation
postcard or shoot them an e-mail the day alter you pick up their units.
Customers can teach you valuable lessons and the follow-up might be
the first step to securing your next job.
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ATP Re-Roller Co.

Turns waste ( ®
paper into
profits:

Advanced Coating Technology
for Easy Handling!

E:ﬂ ridal 3;;“ | » Eliminates Odors
3 :, ,-L , 5,,,-"1'- - I |
: » Easy to Use — Just Drop It In!

» Formaldehyde-free

» Biodegradable

» EVERBLUE™ Non-Staining
Deep Blue Color

» Dissolves Quickly in
Brine Solution

WALEX

FRODUCTS COMPANY. INE.

Holding And Fresh Water

Visit our websites . _
WWW.ronco—plastics.com « www.ronco—plastics.net VAV

400 Sizes Avallable
Wholesale Pricing Available

714-259-1385

Call 800.338.3155 or visit our websife at www. walex.com.
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Aluminum, Steel & Stainless Tanks /A Imperial Industries Inc.
Manufactured, Assembled and Serviced f bt | Wausau, W

by Quality Imperial Employees! ' ]/ 800-558-2945

f.- -

Portable Service Units,
Slide-In Units,
Custom Designed ‘P

=
S

selt-Gontained Units, -
Wash Sinks, Portahle Toilets and

PTM1100 Aluminum Service Unit on a Dodge 5500 Chemicals

IN STOCK:

(1) 2009 Ford F550 Auto/1100 |
Aluminum Service Unit : _ The NG

Steel and Aluminum Slide-In | | | | “Imperial
Units, 300/450/550 Capacities | Tradition™ oy T Jp——
Ready to Ship! | e slide-In Units, Portable Service Umts and loilets
b | : TIEI![EE In-Stock and Ready for Delivery
or Uetails,
~/Hea) VeH AUTOMOTIVE | s IMPERIAL
o i www.imperialind.com : W;““T"; WE“‘:’? f
MARSHRELD ark King . a , 2 W tandy fischendor
800-722-7382, ext. 244 The Proud Tradition Continues . .. randy@imperialind.com

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
T — \ room offers a private stall and three urinals! Over twice the firepower
ﬂ 814 Traditional of comparably priced 1+1 units. Plus all the functionality and quality
B 17,900 of a custom crafted Ameri-Can trailer. And a choice of colors!

- - @_____:{.

* Woman's room with two private stalls * Men's room with one private stall and three urinals
* Rugged steel frame construction * Large 600 gallon steel waste tank

* Low flush ceramic toilets * Solid surface countertop and sink in designer cabinet
* High efficiency ducted air conditioning system * 20 amp electrics

* Brass termination valve with cam lock fitting * Dual Dexter Tor-Flex axles
* Choice of interior and exterior colors * Fold up step assemblies

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

America’s premier restroom and shower trailer manufacturer since 1988! Ameri-Can offers over m . 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 1517
service.Visit our website or call us for more information! www.ameri-can.com
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Join the industry’s most advanced
Portable Restroom Provider Network.

June 22, 2009 - July 22, 2009 stats
9446Hm

| 987 Quote Request

| 09, 567 Google Impressions

Join us FREE sign up TODAY!

We have booked 146 restroom units in the past 4 weeks in locations
that no other PRO has signed up for yet, Sign Up and get your units out of the yard

SITE FEATURES’

Let 1,000s of new clients ¢ Click To Talk:

| Lets your potential customers send you a short message
locate your business asking for o call back

through our stafe of the art, t SMS Alerts:
Get an Instant SMS message to your cell phone when 0

map based technology, Quote Request Form has been sent.
¢t Map Based Search:
Fortable Tollet Directory, Our system will automatically display your ad first, if your
with built in SMS Alerts potential client is located closest fo your main office.
t Quote Request Forms:
50 you don't miss slmple yvet short request form, directly to your Inbox.

¢ Zip Code Based Search:
single opportunity. Our system will return search results based on the
CUSTOMErs proxXimity 10 your locanion.

RESTRO OMSUSA RestroomsUSA.com

guaranteed seating for every event oll Free 1.877.564.6977

vaome laalures only available 1o paid subscribers




BACK at the
OFFICE

August 2004

Writer udy Kneiszel has operated her oumn small Drsiness for o decade and 1s familiar
whirl thee many retards and clallenges of business ownersiiip. Write to frer wniti
QUESTIORNS, COmments or fopic sugeestions al thewordhouse@ameritech, net.

How Are We Doing?

If you want to learn what your company is doing right (and wrong),
ask your customers by conducting a satistaction survey

By Judy Kneiszel

n today’s sluggish business climate, customer satisfaction is critical for
any company's success. Even if employees are tripping over them-
selves to try and please customers, there's no way to know for sure if
the extra efforts are effective unless you do one more thing: Ask! Yes, the
best way to find out if customers are satisfied is to ask them.

But wouldn't you already know if customers were unhappy? Wouldn't
someone have told you? Not necessarily. Some customers don't like con-
frontation and will just stop doing business with a company that has not
met their expectations rather than complain. Employees might not be
passing along the complaints they receive because they think it would
make them look bad. Also, they are viewing every job and customer inter-
action from their side — the provider side.

You want to get the customers’ view because one of the biggest
advantages you can have over your competition 15 strong customer rela-
tionships. Strong relationships are built through dialogue, and surveys
can get that ball rolling

SURVEY METHODS

How you gather information from customers 1s up to you, but make
the most of whichever method you choose:

Phone: When a customer is signing a contract for vour services, ask
permission to give them a call at a
later date to ask how satisfied they
were with the service,

Mail: 5end a printed ques-
tionnaire and a postage-paid
return -[-!'I'I‘.’{-E'll::l}'.l{-!' L0y CUSIOIMETrs.

E-mail: To avoid breaking
spam laws by randomly blastng
out surveys via e-mail, ask cus-
tomers if vou can send them a cus-
tomer satisfaction survey to com-

plete and e-mail back to you.

Asking customers for feedback
through a survey says you
appreciafe them. It acknowledges
their importance to your company.
In return, they will provige you
with valuable information you can
use to improve your service and
bottam line.

SURVEYS THAT WORK

For a customer satisfaction survey to be of use to vour company, it
has to be conducted in a way that persuades customers to take the time
and thoughtfully complete it. It has to be well thought out and clearly
written so it will uncover the type of information that will really be of help
to your company performance. Follow these suggestions to make a survey
work for your company:

A good survey has a goal. Companies use surveys for different
purposes, Some want to evaluate the perceptions and performance of a
specific product or service, while others want to gather general informa-
tion about the overall customer experience.

You may want to get a feel for customer satisfaction with regard to
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the cleanliness ol your portable restrooms before deciding to change
cleanming products, deodorizer fragrance, cleaning frequency or meth-

ods used for cleaning. In that case voud stick to questions relevant to
cleaning but yvou wouldn't ask if customers like your billing policies or
delivery practices.

Having a goal in mind before implementing a survey will help you
write good questions, and allow you to set expectations within the

company around the results of the survey. If you can explain to staff
exactly what you are trying to hind out through the surveys, they are
maore likely to support the idea of surveying.

Don't waste time asking about things you are unwilling to
change. Choose question topics based on what you could really change

hased on the answers. If you are unwilling or unable to purchase softer
toilet tssue, what's the point of asking customers if they are satished with
the softness of the tissue currently placed in your units?

Word questions well. You want to draw out how customers think
yvour company has met their specific needs through your product or serv-

ice, You don't want their opinion on portable restrooms in general; but
your restrooms and service specifically.

Make sure the survey is easy to respond to. Customers will not
respond to a survey that requires too much effort, Filling out the survey is
4 courtesy to your company, so keep the convenience of your customer in

mind. E-mailing a survey or sending a link to aWeb form reduces the time
it takes to answer your request. However, if your customer base is less
technology-oriented, you may get better results surveying by telephone
or mail. The key to success is to keep the time spent on the survey brief,
but meamngful.

Ask good question(s). Ask basic customer satisfaction questions
like: How satished are you with your decision to hire Oscar’s Portable
Restrooms? How satisfied are you with the service you received?

Also ask customer loyalty questions: How likely are vou to buy from
us again?

How likely are you to recommend our company to others?

Ask what the customer liked and didn't like about the products, the
service and the company.

Vary your questions. Consider how long the questions will take to
answer. It 15 best to mix the types of questions you ask. If every question 1s
open-ended, customers might decide it will take too much time to com-
pose responses and quit the survey belore they complete it If every ques-
tion is a multiple choice, yes/no or a rating, the survey may not take long
to fill out, but the quality of information vou receive may not be helpful

Make it timely. A monthly satisfaction survey sent to a small group
of your regular customers allows you to chart vour progress over shorter
periods of time and shows any impact your changes have made. A sharp
decline in satisfaction serves as a red flag. A steady increase is something
you can tout in your marketing etforts.
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Sending a brief survey following a sales transaction, event or interac-
tion gets immediate feedback while the experience is stll fresh in cus-
tomers minds. This type of survey gets the customer’s gut reaction.

Don't over-survey. Don't survey every customer every time. But if
there have been changes in your company that may affect responses
since the last time you surveyed a particular client — or responses may
for some reason change seasonally — ask again.,

Act on the results. Once you have completed and evaluated the

surveys, use the results to improve your business. If yvou ask people for

their time and opinions and do nothing with responses, the customers Ya u r # 1 So u rce
will get annoyed and won't bother to help you out again. Accept criticisms fﬂl"

with an open mind and try to solve the problems or change customers’ Chemi:al Deﬂ.dnra nts!

perceptions. One benefit to being a small business 15 the ability to turn |
feedback into immediate changes. The big guys can’t move as fast

& We design the strongest and most

BE POLITE AND SHARE affordable products on the market

share survey results with staff so they can contribute ideas for
improvement and share in the credit for successes. And, finally, you may
want to send a thank-you gift to customers who complete a survey and
share how their feedback has impacted, or will impact, the company.

Customers expect a lot from the companies they do business with
these days and retaining your customer base 1s critical to your success, By
conducting a short, effective survey, you can learn what your customers
view as your sirengths and weaknesses and what makes them stay loyal to
YOUT COIMPany.

Asking customers for feedback through a survey says you appreciate
them. It acknowledges their importance to your company. In return, they
will provide you with valuable information you can use to Improve your

service and bottom line. W

3 Private labeling and custom
blends available

1.800.634.2540

www.redichemoftexas.com
20005 Hwy T1W - Spicewooad, TX 78669

*New customers mention this ad and
get 15% off your first order

Aluminum & Steel IN STOCK! WWW. LLT _,_" E r JLCOIM New, Used & Refurbished
Coming Soon mms [ank stainless Steel

1700 Gallon Restroom Tank
Dual service, Low work station.:
2008 Kenworth 300 Series

22 000 G.V.W, auto. trans.

Under! $75.000

2002 Freightliner FL112 - CAT C-10
2000 Gallon Restroom Tank NEW! 3600 Gallon - Masport 400 CFM

Masport HXL4 standard pumping__ s v 'll"lﬂl‘! $ﬂﬁ,l||||]

system, dual service. | - _ :
2009 Hino Model 268A % 2 N S
Auto trans., Hyd. brakes, ' | o= A (5 {

Undor! 885,000 (X [T industries Inc. |
=7 866-789-9440

FINANCING
DELIVERY

Complete Work-Ready Factory Assembled Units!
Let Us On Your Next New Vacuum Service Iruck! CUSTOM BUILDS
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A & E Pumnlng Im:.
King City, Calif. :
Owners: Angie and George Young
Years in business: 16
Employees: 14
Specialties: Farm sanitation

Service area: Agricuttural figlds surround-
ing King City, Calif., and Yuma, Ariz.

Web site: www.pumperman.com

ing City, Calif,, lies in the heart of the
lush Salinas Valley, a rich agricultural
region where crops such as lettuce,
tomatoes, broccoli, and artichokes give it the
nickname “America’s Salad Bowl.” George
Young spent 20 years working as a ranch fore-
man in the Valley, but in 1993 saw an opportu-
nity to head in a different direction.

"“One day I'm out in the field with my
bosses,” he recalls. “And they go, "Man, some-
body needs to start another (portable rest-
room) business down here.” ™

Thus began A & G Pumping Inc., whose

K

12 August 2009

A 2009 International built by Best Enterprises leaves the A & G Pumping

yard in King City, Calif., with a load of restrooms for Fort Hunter Li gett

a .8, Army Combat Euppnrt Training Canter in Monterey Eﬂunly L

- {Photography by Lindsy Doan|
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restrnnm trailers; A & E Pumping Inc. S part or the safe-
Inud sulutmn m“nalifurma S prnduue-grnwmg regmn

business today 1s 90 percent agri-
culture-related sanitation in a

% territory extending 100 miles
north to San Jose and 100 miles

south to Santa Maria. By law,
farm workers can't be more than
five minutes from a restroom, s0 the
company provides two- and three-unit
trailers that move around with the crews.

CONTAMINATION CONCERNS

The most critical requirement for this
niche market 15 to keep on top of the ever-
changing food safety laws, which have greatly
increased in light of recent salmonella and E.
coli scares. This has affected every part of the
company’s operation. "wWe have to have our
standard operating procedures on how we
clean the units, how we fill the waters, where
we dump, and our training schedules,” Young
SAYS.

Portable Restroom Operator
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George and Angie Young started out by
borrowing 55,000 for a down payment on a "93

Chevy 1-ton pickup, which Southern California
Tank & Fabricating outfitted with a 600-gallon

waste/250-gallon freshwater steel tank. Angie
Young took over from there, servicing privately
owned units on nearby farms.

George Young kept his job, but at night
started building two-unit trailers in his garage
after  purchasing 20  restrooms  from
PolyPortables Inc. As fast as he could build
them hed rent them out, and two years later he
was able to quit his job and work full time for
the business. They purchased another truck, a
95 International and added septic service. In
1997, they hired their first employee, enabling
Angie Young to run the office.

In addition to the trailered units, A & G
provides freestanding units in fixed locations
around the ranches for other types of workers.

The company’s current inventory includes




Young, Cody Young,
Rivera, At

300 trailer mounts and 1,500 unmounted units,
almaost all tan Satellite Industries Tufways. They
also have 20 ADA units from Satellite Industries
and 150 PolyPortables Inc. hand-wash stations.
The company does not work many special
events but did purchase one Presidential trailer
from Advanced Containment Systems Inc. a
couple years ago for weddings.

MANAGING THE TEAM

Today their foreman, Ramon Martinez,
oversees 10 drivers. Israel Ornelas is their
mechanic, son Cody Young runs the shop, and
Frances Nichols handles office duties with
Angie,

All drivers have certifications document-
ing that they've attended food safety semi-
nars. "1 make my drivers go so they are up (o

Members of the A & G team (front row, from left) are Ramon Rimirez, Martin Matias, Juan Camacho
and Pedro Camacho. Pictured in the back row (from left) are Frances Nichols, Angie Young, George
Ramon Martinez, Rafael Camacho, Sal Robles, Crecencio Rico and Everado

ht are owners Angie and George Young.

date on everything that goes on,"” Young
says. Prospective employees are thor-

oughly screened and then put on a two-
month probationary period. "We are
unique in what we do, and we are per-
fectionists,” Young says.

Drivers work alone and cover an
average of 150 miles a day. They stay in touch
via GPS units, cell phones and Nextel two-way
radios.

The company holds safety meetings
every two months to review procedures, go
over new regulations, and find out how every-
body’s doing. “We ask them what we can do to
make things better, or if they see anything that
needs attention. They are vour outside eves,”
Young says of his technicians. Sometimes
Young will jump in a truck and ride along with

George Young

"Washing the hands is a major, major
issue here ... We're building units right
now with 15 spigots on them.”

~

one of the drivers, or spot-check units after
they've been cleaned. Once a yvear, the compa-
ny hires a person to evaluate the drivers' per-
[ormance — everything from how they oper-
ate the truck, clean the units and communi-
cate with chients,

‘I you don't have the key employees,
you're not going to have a successful busi-
ness, Young says. “And you have to treat them
right.” Workers are paid well and given two
weeks vacation and  health insurance.
Consequently, A & G has had little turnover.

DESIGN EVOLUTION

Young still builds his own trailers
but has had to modily the design to
conform to evolving food safety stan-
dards. Most of the trailers are outfitted
with two portable restrooms, one lor
men, one for women. Between the
units 15 a 30-gallon water tank for
hand-washing, and soap and paper
towel dispensers. In the past, graywa-

ter would go on the ground. Now the
tratlers are required to have a catch

basin plumbed into a holding tank.

¥4 Shop welder Cody Young (left) builds a

| double trailer mount. A & G builds all of its
own trailer mounts. At right, Young loads a
restroom for delivery.

el
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Farming in the Salinas Valley is seasonal, April through October.
Fortunately, the growing season is skewed to the winter months in the
desert regions of southern Arizona. So in October each year George
and Angie Young of A & G Pumping Inc. move a good chunk of their
operation to Yuma, Ariz.

They take two employees with them (“the ones who aren’t mar-

ried”) and make the 20-hour roundtrip drive 11 or 12 times to move 50
trailer mounts, 40 single units, and two service vehicles (which are
hauled not driven). The final trip includes all the supplies they'll need.
“We load all our paper and chemicals inside a 53-foot dry van trailer,”
George Young says, using it as a mini supply warehouse. “That's what
the guys work out of instead of having to rent some place.”

Workers left behind take their two-week vacations, and are kept
busy in the off-season doing repairs, maintenance and cleaning. Units
and trailers that have been out in the fields are brought back to the

Camacho Munoz (left) and George Young transport restrooms to a jobsite. You nl%
has 12 service vehicles, two of which are 2008 Peterbilts outfitted by West Mark Inc.
The other trucks are 2001 to 2009 Internationals built by Southern California Tank &

Fabricating and Best Enterprises Inc.

The company also has about 50 one-unit
trailers with 15-gallon water tanks, and 50
three-unit trailers with 45-gallon water tanks.

Another new requirement is that the
company name appears on the trailers, and
the units must be inspected annually by the
county. U.5. Occupational Safety and Health
Administration laws are often posted, along
with signs reminding workers that “All
employees must wash their hands.”

“Washing the hands is a major, major
issue here,” Young says. In fact, auditors train
farm workers how to wash their hands and
how to use the portable restrooms. Farm
workers — who can't eat, smoke or chew guim
while on duty — must wash their hands

shop. “We go through them and fix the vents, the screens, the door
latches, add new rivets if there’s any missing,” Young says. “All the
trailer mounts, we go through and pack the bearings, check the

springs and hangers, and repaint them. Every year they look like a

brand new trailer when they leave here.”

before they start
work and after every
break. *Were building units right now with 15
spigots on them,” Young says. S5ome ranches
also require units to be furnished with hand
sanitizers.

Water guality is also critical. Even though
the company uses municipal water for the
hand-wash tanks, a tester comes out once a
year to take a sample at the faucet in their
shop.

CLEANING STANDARDS

servicing procedures have also changed
with the new regulations. “We used to be able
(o go into the field and clean right next to

Rafael Camacho (below) cleans his truck, a 2008 Peferbilt built by . i |
while freshwater tanks % . AN TN
AT 4

WestMark. At A & G, trucks are cleaned daily.
are cleaned weekly with bleach to

government mndmﬂa
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prevent bacterial growth. At right
Camacho ensures that A & G's hand-wash stations meet strict |

St
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crops,” Young says. “Now the trailers must be a
minimurn of 20 feet from a held.” Some coun-

ties require 200 feet. Trailers are either pulled

out of the field by the foreman or taken to a
vard at night. Drivers contact the loreman

before their arrival to coordinate.

Trucks are washed every day. and fresh-
water tanks cleaned weekly with bleach to
prevent bacteria growth. The waste and fresh-
water systems on the trucks are kept separate.

“All my trucks have two water pumps.
That way were not using the same hose to
clean that we use to fill the freshwater tanks,




“If you don't have the key employees, you re not going to have a successful
business ... We ask them what we can do to make things better,

or if they see anything that needs attention.

They are your outside eyes.”

George Young

b
AITITRA
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50 there's no contamination,” Young says. The
driver's side services the restrooms; the pas-
senger side the sinks.

The company has 12 vacuum trucks, two
of which are 2008 Peterbilts outfitted by West-
Mark Inc., with polished stainless steel tanks.
The others are 2001 to 200% Internationals
with steel tanks built by Southern California
Tank & Fabricating and Best Enterprises Inc.
The tanks are all 1,500 gallons (1,100 gallons
waste/400 gallons freshwater) and have
Conde pumps. A & G also has a 2008 Peterbilt
septic truck with a 3,600-gallon aluminum
tank. A 2009 Peterbilt flatbed, a "97 3-axle
lowbed and a "91 water truck round out the
inventory.

GOOD VISIBILITY

Competition in the Valley has gotten
much tougher over the years. “When we start-
ed our business there were only four of us,
now theres 30, Young says. Without lowering
rates, the company has remained competitive
based on quality service, industry expertise
and a willingness to keep up with and con-
form to changing legal requirements, Young
SAYS.

They've also developed ways to keep their
name in front of customers. Young calls all his
clients monthly or bimonthly to make sure
they're happy with the service, and (o see what
else they might need. He's also not shy about
calling on ranchers who havent been using
his service. He's very active in comimunity
activities such as the King City Young Farmers,
Little League, 4-H, Pop Warner, and serves as
assistant hire chiel. "The more you do [or your
community, the more you get back,” he says.

MORE INFO:
Advanced Containment

company’s 130 Poly

of restrooms.

Drivers wear company-supplied wuni-

forms — jackets, shirts, and hats, all with
company logo.

And over the last couple years the com-
pany has been painting its trucks — green
cabs and black fenders — for a unigque look.
“This also gets back to food safety,” Young
sdys, “because we
would be getting
complaints saying,
'Hey, your truck’s out
cleaning in the field'
(which is illegal).
And I'd say, "No, it's
not my truck.” All the
(rucks you see are
white, so that’s why

we decided to
change our colors. 50

now | look different
than everybody.”

SAFEGUARDING
PUBLIC HEALTH

Everyone who
works in the agricul-
ture industry is being
asked to do their part
[0 ensure food safety.
Segments  of the
industry have been
devastated in recent
yedrs as food poison-
ing outbreaks and
deaths were traced to
unsafe food handling
practices. Laws
understandably have

Juan Camacho :Ieﬂi}ﬂm:l George Young deliver one of the

ortables hand-wash stations to a
California military base. Above, Camacho secures a load

Ww-m Inc.
f927-2271

WWYW.ACSl-US.COom

EBest Enterprises Inc.
BOO/288-2278
www, bestenterprises. net

PolyPortables Inc.
B00/241-7951

www.polyportables.com

Satellite Industries Inc.

OO/ B83-1123
winwsatelliteindustries.com

iw;im California Tank
abricating
W9/627-1313

Westmoor Lid.

315/363-1500
Wi westmoorltd.com

West-Mark Inc.
209/ 537-4747

www.west-mark.com

been tightened.

A & G takes this mandate seriously but
Young does not see 1t as a burden. Rather, it'’s

an opportunity. “Its good for our industry
because now thats just more services you
have to supply. It's better for the industry, and
it's better for us." I
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1.800.545.0324

abarnethyinc@charteniniemet.com

ABERNETH

WELDING E EEFPAIR INC.

o

Financing Available

- T

2009 International 4400E Series,
o 260 hp diesel OT 466 enging, &-5pd.
trans. and warkd class autn,
— airbrakes, 33,000 GVW, A/C, 2500

gal. tank, Masport HxL400
pump. Also, 2500 and 3500 gal.
tanks Reany For DeLiveny.
SEVERAL GOOD, OLDER
TRUCKS TO CHOOSE FROM:
SR 1 o 2006 Indernational - 2500 gal tank, 65000 miles
* 1538 Volvo - 310 gal tank

« 1935 Chevrolet - 1800 gal tank, gas, under COL
* 1935 Indernational - 50 gal tank

2009 INTERNATIONAL 4400

200 qal. tank, (1) 6-5pd. brans. & {1} auln ras.

2-2009 KENWORTH T300
2500 gal. tank, auto trans., 260 hp PORTABLE TOILET UNITS:
NEW PORTABLE TOILET UMITS: 'gf""ﬂﬂ ';.EE'I*TF":&‘ e
et t———————————————————— | memational §700 - -
2008 5500 CHEVROLET 1000 4. 100wt |oreta St 000t
¢ & fresh, 2 Whesl Dive & 4 Whael Drive avalable 1987 Ford FAS0 - 00 g4l tark
I|3'E|IH INTERNATIONAL 4300 o 1984 LD - 120 3l
IR o, it R R
- 'I TRUCK REFURBISHING AVAILABLE
WE WILL CUSTOM BUILD

YOUR TANK UP T0 5000 GALLONS! @ NVE () wirtig | RiEswond

G0-1500 Gallon Portable Toilet Trucks:
Our Treck or Yours

CoMPLETE PARTS AND IN-HOUSE SERVICE

www.abernethywelding.com

The NEW Moro
Vacuum Pumps
from

VIO EAONISTA
PM6OA PM70A

233 cfm 300 cfm

PMB8OA
370 cfm
Isn’tittimeto.
UPGRADE to a MORO?
. ..l" |

" ..

1 X 1' e --"'"" |
Sk Moro Right Angle
Orive Packages

PMS80 Turbo
wHE
350 cfm

=

Available in
230-824 cfm

(Option 1 .
pump sizes

pkg. pictured)

Pittshurgh, PA + 1-800-383-6304 = 417-269-4177 Fox = moroeoshcatighobal pet
51 Louls, MO » 1-866-303-6304 = 636-503-2044 Fax * moroficharher. mel

[_:.:'] ﬁ E wWww. marousaeost cam
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PSAI Web Advances Raise
Industry Awareness

By Heather Pauling Rouleau

Portable Sanitation Association International in its mission to be

recognized as the authority within our industry. Our mission 1s to
raise the professionalism, expertise, image and, ultimately, the value of
the portable sanitation industry through education to our members.

The Image & Education Committees most recent elforts locused on
enhancing the PSAI image through updates of the P5SAI tag line, logo,
and Web site, www.psai.org, The modified PSAI Web site was launched in
March 2008 and has become a valuable resource 1o member companies,

Banner advertising slots are currently at full utilization. The Web
site has 52 portable restroom operator and associate member links with
new links added monthly. Additional exposure to the site has been
fueled by an e-mail marketing program, with monthly updates on PSAI
news and events.

The PSAI Web site also provides general information for all visitors.
This offers an informational source concerning upcoming events, certi-
fication program, mems-
bership, links (0 member
Web sites and includes
downloads, such as the
Special Events/Extended
Crowd chart and Cost Per

Service Breakdown form.
The success and pos-

itive feedback from the

new Web site makes its
continued development a priority of the committee. We are dedicated

to supporting the most successful features of the Web site and evaluat-

ing areas for improvement. It is our goal to take this information and
putline a plan for a second phase of development, which will provide

additional features with greater benefits for PSAI members.

Among the new Web site additions is a list of PSAl Service
Technician Award winners. Each year, the P5SAIL honors “the individuals

that actively embody the highest standards of our industry”™ with this
prestigious award. The Image & Education Committee is dedicated to
increasing the number of qualified candidates by creating a clearly out-
lined application.

A review of the current application has led to changes that will sim-
plify the nomination process, while accurately quantifying the selection
criteria. Expectations are that the new application will lead to greater
participation by PSAI member companies.

Joining me on the Image & Education Committee are Ryan
Anthony of Satellite Industries Inc., Kathy Crafton of PolyPortables Inc.,
Jeremy Hawkins of ADCO Holdings Inc., Christopher McCarthy of Mr.
John of Pittsburgh, and Andrew Nelson of TankTec.

Heather Pauling Rouleau of Shakopee, Minn.-based Biffs Inc. is
chiairperson of the PSAI Image & Education Committee. B

Thc Image & Education Committee is dedicated to helping the

Amaong the new Web site addifions is
a list of PSAI Service Technician
Award winners. Each year, the PSAl
honors “the individuals that actively
embody the highest standards of our
industry ™ with this prestigious award.
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* Die-Cut Shaped C

* Large Selection of .=  Deca

* Lack of Service Tags
* Caution/Warning Decal.
* Signs & Safet; uct

1.800.829.3021

16931 S. State St. * South Holland, IL 60473 < Fax: 708-333-0209 « www.screentech.com

Dual VIP Restroom Trailer

From 59,841
irfaal far et res: I
r Waddings ( Parties - Soalar Powarad
« Sporting Events = Sei-contaned
+ Food Fesfivals = Flushing. chana toilet
»  Commanity Events - Enclosed sink

« Restroom Remodeling - Power Camverter (opticn)
r Movie Produciion - Am-conditioning |option)
= Irtersnr Haater ([aptian)
= Sink Water Heater (oplion]
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The Leading QuickBooks:
add-on Software for today’s

| e e O M Portable Sanitation Business.
# Zero imterest and in house financing - 30-Day Money Back Guaranmiee.
¥ Software now starting from $99.9% per manth. PC hased
Interface with QuickBooks® -The Service Program penerates vour recorring route billing and seamlessly
W alloews vou do pring the insoices in QuickBoohs
0 Palm anc Winklows PIM Handheld Support w/Bemote Sy

TS 56.450.1879

A Easily Manage Routes
Www.theserviceprogerain.com

I Track Pick-1ps & Deop-(04]s

0 Works wich Mapguest® and Mappoind =

i Track Inveniory ai Mubiple Locatkns

4 FREE Updates and Chuick Fooks training

1737 8. VINEYARD AVERUEF  OwTAR, T4 91781

PeanE B09-930-62484 Toul Ferer 300-3348-1065 Fax 909-930-6237
wwWwW.NUCONCEPTS.com
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Industry’s 1st
Collapsible Mover sz 000 0F
| | /

Move portable restrooms in a fraction of the tme compared

to using the leading compettor solution. Collapse, store, & go.
Mo transportation hassles. VWhat's your time worth? 0VEHSTO0KEB
v/ Fits on a truck ¢/ Lightweight

¢/ Fits in a john ¢/ Easy to use
o/ Durable & sturdy ¢/ Time Saver

METRO

mMover.com

L

:r; call for a quote .- l$67,748

= 920.493.2987

' wrwrw' . MINIMETROmover, com c SS )
T e ANbed Fonwand Wciion ILLC LA Y 950 s

mini METRO mover pabend pending

Pump it ouf Wah__i__zom,.l_ii_..,...

Sutorbilt Model 48P RIV Brass '-'uhﬁ Mospart Madel HXL4V

As ]m-' ﬂ5556,77?

CUSTOM SEPTIC

An honest price, excellent serviee ond
premium tooks are signs of o profession-

ol. On thesa things, suctessiul businesses
tolerote “NO COMPROMISE".

Only the business owner tan contral the
price ond quality of his service, but, when
it comes fo the tools, Armstrong
Equipment, Inc. con help. We are proud
lo affer the best quality pumps and com-
ponents avoiloble. Sutorbilt and Maospor

ore fwo of the most recognized ond
respected names in the industry. Couple 120 U'TDDD GEI"IDI"IS

them with Shurflo, Burks, Pumple, O
Reeleroft, RIV and Plastiflex ond you have -
_ _ pll the tooks neaded to assure o smoathly Sa ’- I l t
Burks D10, Shrflo 2088, Pumptec 356 bpernfing service fruck. e ! e
%RMS I Rﬂ;{% ~800-699-7557 For All Your Trucking Needs Call:
{00 Greenslane Ave. * Sania Fe springs, CA
U N - 0aa-000a - Fax: 562.944.3636 800-328-3332

T = ]_NC = B WWW.YOCpUmp.com
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JUST As K. Is THERE 50 METHIN( -oeven though your restroom business may be going through some

rough times right now, when things get better we believe that quality,

WE tAH Dﬂ FD R YOU ? integnity and service will have prevailed — in your business and in ours.

r ; s for your lo ,
We've always felt that our customer's problems were our problems, Thanks tor your loyalty and trust

too. It was one of our founding principles. The people in the industry
we serve, their integrity, and their zeal to provide good service mean
a lot to us. That's why we've worked hand-in-hand with our customers
tor nearly 40 years; listening and helping them solve their problems.

POLY FDRTAELES
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ONE TRUCK SHORT
OF GOOD SERVICE

July 2005. Hurricane Dennis had just struck

the Florida panhandle, and one of Jim's

customers was moving his operation to

the Pensacola area to set up for the Forest
Service and FEMA. The customer's entire
crew was on the panhandle, yet he was
short one pump truck. The truck was in

Atlanta.

Jim packed a bag, and took oft with the truck toward

the disaster area. He got as far as Montgomeny,

Alabama the first night. Due to the crush of evacuees,
there were no hotels available so he slept in the truck

cab. He arrived at the staging area the next day, and

then spent a couple more nights in the truck, coordi-
nating deliveries for his customer, and generally helping

out any way he could.
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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
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VISIT WWW.POLYPORTABLES.COM
TO SEE OUR COMPLETE LINE OF
PRODUCTS AND SERVICES

.- 1

‘.ﬂ 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
condition and it's still one of the
best restroom values on the market.
Many successful businesses have

been built around the Poly-Standard
LINIt.

._;__“

I . !
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VANTAGE

yoking for the best? The Vantage is a double-
walled unit that is built like a fort, with smooth

internor walls for easy cleaning. A wide doorway
offers convenient entry and there are features that
make the Vantage a real workhorse and a pleasure to

handle. Check it out online at www.Polyportables.com

INTEGRA

The Integra features a high Keystone root and wide entrance doorway. It
has become our most popular restroom. Many structural parts are inter-

changeable between the Poly-Standard and Integra modeils thereby reducing
parts inventones and enabling operators to keep their inventory active.

Visit www.Polyportables.com to see our complete line of:
» Portable toilets
« Special needs and VIP units
» Hand Wash stations
» Pumper and flatbed trucks
« Cleaners and deodorizers from Green Way Products

« Business and marketing tips

Green Way Products

golutions for lifE

our facilities in Dahlonega, Georgia by Green Way Products, a PolyPortabiles sister companmy
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THE JOB: Zurich Classic of
| New Orleans Golf Tournament
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LOCATION: New Qrleans, La. behind the 18th hole at this year's
PGA Zurich Classic golf tournament.
THE PRO: Event Restroom  (Photography by Kent Hardouin)

_ and lead driver Billy Scott (below
jeft) p Lisa restroom
tra m JAG Mobile Solutions

Event Restroom uses every club in the bag to provide scratch portable restroom service
for the PGA Zurich Classic golf tourney

By Betty Dageforde

THE TEAM

Steve Young is the owner of Event Restroom in Gretna, La., a sub-
urb of New Orleans. He specializes in restroom trailers. His core team
for the Zurich Classic of New Orleans included supervisor Steve
Randall, drivers Carlos Tavarez and Billie 5cott, and Jamie Verdin in the
office handling phones, routing and invoicing. He borrowed four work-
ers from his brother’s rental business to help with servicing, hired five
trailer attendants, and brought in Scott Graham, a friend in the shower
trailer business, to work as day supervisor.

b
a )

COMPANY HISTORY

Not many people who got caught in Hurricane Katrina would say
they were in the right place at the right time. But that turned out to be
the event that Kick-started Youngs business. In 2005, he had just gotten
his graduate degree in entrepreneurship and was contemplating his
next move. After consulting with his brother — who then owned the
tent and party rental business Young had had for 10 years — he decid-
ed to get into the restroom trailer business with visions of serving the
film mdustry and special events.

Scott uses a 2008 Isuzu W4 flatbed with 600-gallon waste/250-gallon freshwater
Crescent Tank hﬂ%ﬂ service some of the 125 tan Integra units
ughout the course.

tank built by
from PolyPortables scaltered t

e
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His first two trailers arrived one month
before Katrina hit and he quickly changed
direction, Two days after the storm, he bought
another trailer and started renting out sub-
leased equipment as fast as he could get his
hands on it.

When things settled down, he went back to
focusing on special events. He soon expanded
into portable restrooms, as trailer customers
often wanted both. Plus, that allowed him to

S
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' Amnnﬁ the nine restroom ftrailers
brought in for the golf tournament were
three 18-foot OPTimum trailers {(above
-1 left and below) from Black Tie
1| Manulacturing and a 53-foot, 20-station

(10 men, 10 women) restroom trailer
(above) from JAG Mobile Solutions.

units were placed as far from the
lines of play as possible, while still
Deing accessible. They were turned
away from tee boxes and in some
cases covered in foam material,

The company also provided 10
300-gallon holding tanks for office

get into the construction market, which
exploded after Katrina,

MAKING CONNECTIONS

Four years ago, using his new trailers as bait, Young convinced the
director of operations for the Zurich Classic to take a look at his inven-
tory. The director was impressed and Young landed a contract for five
tratlers. With his foot in the door, he emphasized providing superior
service at reasonable rates, and this year earned the contract to supply
all the equipment for the event. But he's not taking the high-profile job
for granted. "It's a fight every vear because there are always people who
warnt it, so we always have to one-up them, and set the bar higher,” he
SEYS.

THE MAIN EVENT

New Urleans has been an annual stop on the PGA Tour since 1938,
The 2008 Zurich Classic was held the last weekend of April at TPC of
Louisiana, 12 miles from the French Quarter, and had a purse of $6.2
million. The tournament was the backdrop for a week-long series of

concerts, parties, business promotions, and charitable events. “It's not
just golf, it's New Orleans. 50 it's got to be done big and it's all about

food,” Young says.

BY THE NUMBERS
The company provided 125 tan PolyPortables Inc. Integra units, 20

of which were upgraded models with flushing toilets and hand-wash
stations, and eight of which were Enhanced Access Units. These units

were scattered throughout the course underneath tents in groups of
eight to 10, with a Tag Along hand-wash station. To minimize noise,

and media trailers,

And nine restroom trailers were brought in — three OPTimum
units from Black Tie Manufacturing Inc., one 24-foot Advantage Plus
from Advanced Containment Systems Inc., one Comfort Elite I from
Wells Cargo COG, one trailer from Comforts of Home Services Inc., one
JAG Mobile Solutions Porta-Lisa, one JAG 24-foot Fantastic, and their
latest, an 18-foot trailer from JAG they call "Custom Boutique.” Young
and his wife, Robin Young, designed every aspect of this trailer. “We
always want to be very involved. We know what our customers want, we
know what breaks, we know what's easy to fix, what parts are easy to
gel.” Interesting design features in the new trailer include cork Hooring,
bamboo walls, vessel sinks, and hands-free fixtures.

LET'S ROLL

The Custom Boutique trailer was showcased at the Pumper &
Cleaner Environmental Expo International in February, then headed
directly to TPC's 18th hole so the grandstand and sky boxes could be
built over it. The same for the Wells Cargo trailer positioned next to the
9th hole. The remainder of the trailers were delivered 10 days before the
everl.

Seven portable restrooms were brought in two months early for
construction workers. The remaining equipment was delivered over the
first two weeks of April using 10-unit trailers attached to their service
trucks. Removal started the Monday after the tournament, other than a
handful of units left for a few weeks for the construction crew.

KEEPIN' IT CLEAN

Units, trailers and holding tanks were serviced immediately after
each day's play. "We tried to get as much done belore dark as we could,
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“Whether it’s the PGA or a backyard party of
one restroom, | don't treat them any
different. We really try to give the

same service to everyone, and I think

that's made a difference.”

Steve Young

and the 2007 Chevy 2500 with a
300-gallon waste/150-gallon fresh-

water tank were built by

Crescent Tank Mfg. and fea- BO0f927-2271

but could go as late as midnight or 2 in the morning
depending on usage,” Young says.

The company used three service vehicles with two uniformed tech-
nicians in each. The 2003 Ford F-550 from Best Enterprises Inc. has a
1,000-gallon waste/100-gallon freshwater stainless steel tank with a
Conde pump.
Both the 2008
Isuzu W4 flatbed
with a &600-gallon
waste/250-gallon
freshwater tank

15 e
» !

i |'
=

An 18-foot Custom

Boutique trailer built
by JAG Mobile

Solutions was cov-
ered by a decorative
facade at the VIP
grandstand.

All Purpose Graffiti Remover
& Urinal Scale Cleaner

Biodegradable
No Harsh Fumes
Eco & User Friendly
Works Hard So You Don’t Have To

Call our customer service team for more details

1- ‘Hl{l 345- 11[]1

| 'IIII LN
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WAL ACS]- 118 COIT

Best Enterprises
800/288-2378
www bestenie FPrISes. nel

[ure Masport Inc. pumps.

On-site attendants main-
tained the trailers during the
day.

Black Tie Manufacturing Inc.
8771253-3533
www.blacktiemanufacturing.com

SERVICE IS AN ATTITUDE

There were a lot of fires to
put out during the event, and
the company successfully tackled
them all. Young believes service 1s
what sets his company apart. “The
reason I got in this business was to
offer something no one else offers.
Anyone can buy a trailer but not
everyone can keep it serviced prop-
erly and cleaned all the time.”

Young extends that profession-
al attitude to all customers.
“"Whether it's the PGA or a backyard
party of one restroom, I don't treat
them any different. We really try to
give the same service (0 everyone,
and I think that's made a differ-
ence,” he says. B

Comforts of Home Services

B4 7/ B56-8002
www, cohil.com

Crescent Tank Manufacturing
aB5/657-4104
WiwvwW.Crescent- tank.com

JAG Mobile Solutions Inc.
80081 5-2557
wwwl jagmaobilesolutions.com

Masport Inc.
8U0/ 228-4510
WWW. INASpPOoTrTpump.com

PolyPortables Inc.
800/241-7951

www, polyportables.com

Wells Cargo COG
BBB/574-4222
www.wellscargocog,com

Westmoor Ltd.

3157363-1500
wivwwestmoorltd com

Ll B % TITEr- N1 . T i WL
NV E -.-i.-!.l-l-.-:-:.-. In Waste Management

: P o e
g Solutions

Ll.|!..'|.'l:l I

® Service Records = Logo Signs

® Lock Out Tags = Gender Slgns
& NCR Records # Sarvice Call Forms
*Warning Decals *5ervice Tags

'All Printing & Slgns Can be Customized at
Mo Additional Charge

1.800-875-7859 www.AnchorGraphics.com
Fax: 872-422-4311 Info@anchorgraphics.com

TRAK

Exclusive Portable
Sanitation Software .

One Touch: E Fa '

Billing Order Entry i
Sﬂr-.rica Sthedules ~ Reporis &8 -2
4 Yisun moppeng ond roving ¢ DuickBooks niagr-lhun
& Mutbamoied timeord ond 4 Employee producivity reperts
inveniory oonird % FREE ONLINE DEMOS! |

Canadian Version Now Available.

. "Only EZTRAKR offers positive service validation

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




Yes; timesiareltough®jWellsiCargolCOGlknowsihowito weather thelstorm?

In today's tough eca acompany you

can rely on — one that h its, services, and &
warranty in the industr A 3 is that company! .
Our long-standing com tomers is what sets

us apart. We will NEV t our customers for

Wells €argo COG
Revolutionary products for a changing world

The new Comfort Elite X featuring our exclusive Hydraulic Lowering Phone: (B88) 574-4222
System is just one example of our cutting edge model line. Web: www.wellscargoC0G.com

NIICTNRE

Come In
VVe're 11 0 Coton Mo e e

WE OFFER DECALS WITH
HI-TAC ADHESIVE,
PERMANENT ACRYLIC ADHESIVE,

REMOVABLE ADHESIVE AND
ALUMINUM SIGNS FOR USE ON:

PORTABLE TOILETS, EQUIPMENT
ROLL-OFFS AND VEHICLES

CONTACT U5 AND WE WILL SEND YOU

FREE}SAMPLES

OF EACH MATERIAL!

Call (800) 203-3385 or FAX (800) 556-5576
WWW.jcgury.com
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PRO BUSINESS

Treat Customers Like Family

Faye Kelley is vice president of business
development for Polylohn Enterprises Carp,
Confact fier ar Faye Kelley@palyioliR.com,

Thinking about your customers a new way can greatly increase your sales

By Faye Kelley

think of customers as family, partners or Iriends ... people you
can help, and who in turm can help you? In my job, I get to see a
lot of different small businesses in action. I see which are growing and
which are struggling. One thing the top performers have in commaon is
the way they treat their customers like family.
Here are six ways customers resemble family, along with sugges-
Lions to help yvou reinforce that "family feeling”:

D 0 you think of your customers as just a paycheck? Or, do you

FAMILIES NURTURE

When you have a new customer in your area, [ind some things you
can do to help them succeed. It could be as simple as a welcome gift,
friendly payment terms or an invitation to join a local business group
like the Chamber of Commerce. Anything yvou can do to make a new

business owner feel welcome in your comimunity will go a long way
toward winnin g a customer for the lon g term.

BLACKTIE

MANUFALC TURING

Pa,
o7

SIMPLY THE BEST
ITRAILER BUILL...

.atupported by the BEST Re-Rental Program Avaifable
($1,500,000 paid to partners in 2008)

CALL NOW FOR A QUOTE AND RENTAL MARKET ANALYS/15

877-253-3533

woww, blacktiemanufacturing.com

MOBILE RESTROOM SUTTES

7, LM SNl CUSTOMIZE
it ll VOUR OWN:

EFEN i Vi et ety
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FAMILIES SHARE INFORMATION

sharing your knowledge can help your customers be more success-

ful. Most don't come to vou just to rent a restroom — they need your
expertise, Counsel them on placement, service times and service fre-
quency. Don't just ask them "where do you want it?" When you think
about it, there are many ways your service can add value to your cus-
tomers businesses. And don't forget to tell customers what their
upgrade options are. Not only will you sell more, but the customer will
be happier with their selection.

FAMILIES KEEP PROMISES AND COMMITMENTS

In order to be consistent at delivering on promises, vou need a con-

tingency plan for everything that can go wrong. Ask yourself, what
will I do if my truck breaks down? What if my driver doesn't show up?

What if a rainstorm floods the placement area? To be a truly dependable
partner, plan for worst-case scenarios,

FAMILIES LEAVE THE DOOR OPEN

You can't stop customers from shopping around. However, if you

lose a customer, don't burn bridges. keep [ormer customers on
yvour call ist and contact them at least quarterly. It pays to be persistent.

FAMILIES CELEBRATE TOGETHER
Don't hesitate to send a “"congratulations™ card when you hear

about a customer who has just won a big contract or received a
community honor, Why not celebrate your own business anniversary

each year by inviting customers to an open house? Just like your family

may get together every year to stay in touch, you can do the same with
your customers, making the "family” that much stronger

FAMILIES HELP IN A PINCH

Urgent requests are an opportunity (o show how much you are will-

ing to do for customers. The most commeon “urgent” call is a spill or
tipover on a customer'’s property. While this may be a routine occur-
rence for you or your crew, it’s not for your customer. How fast you
respond, and how well the scene is cleaned, will show off your commit-
ment to service.

PR welcomes letiers from readers responding o arficles we publish or

offening comments and opinians of interest 1 the ndustry, You can submit
your hetier Dy

MAIL: PRO, P.O. Box 220, Three Lakes, Wl 54562

FAX: 715/546-3786 W E-MAIL: editoriipromonthly.com
All letters must be signed. Please limt your letter to 500 words or less.
We reserve the night to edit all latters for length and clarily.
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LooKing for

Aﬁordable Paper?

Specializing in the Portable Toilet Industry.
« small Core = 96 Roll = 1500 Sheet = Hand Towels

# 100)% Recycled Paper
» Competiive Pricing
> Septic Safe
r Quantity [hscounts
* Can ship 1 Case

or Truck Load
 Price 15 Dehvered

Manufacturers of most of our own products.
CMher products availlable. Flease give us o call.

1-8606-161-2131

Fax: 5TO-836-589T7 « Email: centurypaper20000a a0l .com

Ni |l_'l._.||_.|'| |Ir"I . ) ) . . . . .

"MOONLite

exclusively from DI, 3hrll'l|-.

Solar Powered
« LED lasts 4 days on one charge

Safety First
« S5ee where you're going!

Easy to Install
« MO wWIrnng or mamntenance

Safety. Security. Simplicity

Manistee, Michigan
Shrinl Phone: (800) 968-5147
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Call Now
To Be Included As A

Preferred Supplier

Standard Options

* Includes LPG Heat On « Water Resistant
Demand Water Heaters interior

* Private Showers e Steel Studs &

e Changing Area with Hoof rafters
Optional Bench e Exhaust fans

=4 2| Online!

At www.promonthly.com
you now have INSTANT

ONLINE ACCESS to the
VALUABLE NEWS and
ADVERTISING CONTENT
found in the pages of
PORTABLE RESTROOM
OPERATOR.

The informative Web site is just another example of
how PRO™ is niming to better serve you, the portable sanitation
professional. Here's o few features you'll find when you visit the

online home for the PRO:

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

~ Each issue's compelling cover story posted in its enfirety including tull-
tolor photos.,

~ A tree subscription form for PRO. os well as a link to sign up for
PRO Discussion, an e-moil forum for porfoble sonitation

professionals.

~ (omprehensive dossified odvertising from the pages of PRO, os well os
contad information for oll advertisers.

~ Links to Web sites for other COLE publicotions.

@E‘nl;mgﬁiﬁhf t% vy
Senicestnc

info@cohsi.com » 877.382.2935 » www.cohsi.com

? TI'HE‘IIr REMEMBEH YOU
TIME

_ﬂ /’ JEGALS - IABELS - TAGS

screen printing inc, NO ART OR SET-UF FEES

We use High Quality Vinyl - Fade Resistant UV Ink
- Hi-Tack Adhesives Designed for a Strong Bond to Plastics-

LOW COST, IN STOCK SERVICE RECORD DECALS!
Quality Decals Printed in the USA since 1961

1-800-348-24 54 /ishinintseam//
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Restroom great for construction projects that can;

e Boast vour cash flow immediately
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QUESTIONS? Get Answers...

New PRO Discussion forum brings portable sanitation

professionals together over the back fence, 21st Century style

By Jint Knelszel

inally ... A place vou can go to talk shop with portable restroom
anﬁmtms from across the country ... and around the world.
Welcome to the PRO e-mail discussion forum, your cyber home

for communicating with other portable sanitation professionals
about issues atfecting the individual contractor or the entire industry
PRO Dhiscussion is based on the successiul Pumper Discussion

that has been a fixture on the COLE Publishing Pumper magazine Web
site (www. pumper.com) for nearly five years,

Sharing ideas is as simple as 1-2-3

Visit the promonthly.com Web site and click on the PRO
Discussion link on the left side of the page. Go to the “Join the

PRO E-mail Discussion” area and follow the sigh-in instruc-
Hons.

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

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

whenever yvou like.
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When one PRO sends out a question or comment, everyone on
the discussion list will receive the e-mail and may respond. The forum
15 open for a wide range of topics, but there are a few simple ground
rules to keep in mind when starting or responding to an e-mail post.

Discussion rules
« No soliciting or commercial product endorsements,
 No derogatory remarks about products, services or people,
* No discussing prices or pricing of goods or services
* No forwarding junk mail, chain mail, jokes, or any other
e-mails not specific to this industry.

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

Remember, theres strength in numbers. When we all get togeth-
er and share ideas at promonthlycom, we strengthen our service
businesses and the portable sanitation industry. B
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INDUSTRY NEWS

Satellite Industries Enhances Web Site

Satellite Industries has enhanced its Web site,
wwnw.satelliteindustries.com, to include the Global restroom model,
which was acquired [rom Hampel Corp. The site also includes product
promotions, expanded industry news and a program that tracks cus-
tomer satisfaction with order entry, order fulfillment, delivery and
overall product quality.

PRODUCT NEWS

Ameri-Can
Expands ADA,
Value-Priced
Shower Line

ADA shower (rail-
ers from Ameri-Can

Engineering are avail-
able in 22 models in a variety of
floor plans, sizes and luxury

grades. The trailers feature a
rear-mounted pod that lowers

to the ground for handicapped

accessibility. Ameri-Can also
has developed a line of value-

priced trailers, including the 810
that provides four private show-

ers in a compact unit. Features
include onboard freshwater, graywater tank and on-demand hot
water. 574/892-5151; www.ameri-can.com.

PumpBiz
Introduces
PortaPump

PortaPump [rom PumpBiz
International is designed to

remove standing water from
2ol course bunkers and fair-

ways, flooded parking lots and

sidewalks or drain water from
pits that need to be excavated

due to pipe breakage or root

damage. Able to pump up to
2,000 gallons per hour, the one-

person unit is powered by a
Honda 4-stroke 35cc engine, A
larger unit, able to pump up to
16,800 gallons per hour, is

available. 800/786-7249;
www, pumpbiz.com. l
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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 through
COLE Publishing by phone at 800/257-7222, 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 PRO):;

ALL IN A DAY'S WORK
What's the strangest thing that happened to you and vour busi-

ness this year? You know, that funny or unbelievable portable sanita-
ion story vou find vourself repeating over and over to friends and
amily? Whether it's a tale of misfortune or good fortune, we want to
near about it and share it with readers in Al It @ Day's Work,

WORKING VACATION

Do vou 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 ol
tourist attractions or the family frolicking on the beach, we want to
hear from you. 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 yvard and going on service routes with an old pickup
truck in the 19505 and "G0s. Scan your favorite old photos and send
them, along with a brief history of your company, and we'll share your
business story in PRO Snapshot.

TAKE S5
Some days you only have a few minutes over a cup of coffee to

take a breather in your hectic workday. We want to help you make the
most of those few moments by introducing you to a PRO or industry
leader who addresses the five 1ssues that have the greatest impact on
Ltheir job or business, If vou know someone in the industry who could
offer valuable insights to others, we'll feature them in Iake 5.

PRO FORUM CHATTER

An interesting portable sanitation roundtable discussion awaits
you anytime at the PRO E-mail Discussion at www. promonthly.com,
[f 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 maga-

zine under the headline PRO Fortim Chatter B
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Create Your Own
STIMULUS PACKAGE

WITH A RESTROOM OR SHOWER TRAILER
DESIGNED TO EARN YOU NEW BUSINESS

Each month, PRO™ magazine provides portable san-

itation professionals with valuable stornes, ime-saving
and moneymaking insights and targeted advertising to
help you work smarter and increase the bottom line.

Subscribe Today!
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Featured in an article?

Make the
most of It!

REPRINTS
AVAILABLE

We offer:
Full copies of the original magazine
Hard copy color reprints
Electronic reprints

Visit promonthly.com/editorial
for articles and pricing

E-mail jeffl@colepublishing.com
or call 800-257-7222
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THINK TANK

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

The Bucket Brigade

PROS SHARE THEIR TRADE SECRETS FOR A SPOTLESS RESTROOM SERVICE ROUTINE

By Mary Shafer

here are as many different techniques for keeping restrooms clean
as there are PROs, and most operators take this part of their job

seriously, After all, how each unit looks will determine the way a
potential customer perceives its owner, and as cliché as it may be,

there’s not much truer an adage than, "You never get a second chance

to make a good first impression.” And in these days of belt-tightening,
when everyone needs (o drive a harder bargain, less-than-spotless resi-

rooms can be a deal breaker.

But there are some PROs who have elevated achieving the ultra-
clean unit nearly to an art. Though the exact formula seems to be a very
personal alchemy of cleaning products, tools and good, old-fashioned
elbow grease, most operators take great pride in what they do to pres-
ent a sparkling restroom. Here, a few share their approach.

“"Hard work,” says Marc Lamoureaux, owner of A-1 Portable Toilets,
who still considers himself a beginner in the business. *I use a brush, a
rag and a sgueegee.” He

goes in with the brush to
work off any surface

Name: Marc Lamoureaux
i Company: A-1 Portahle
Toilets

grunge and large bits of
Location: West Suffield, debris. If he encounters a
Conn. deep stain, he works on it

Employees: 1

- with a rag doused in
Marc Lamoureaux Tears in Business: 3

cleanser. What that
cleanser is may vary.
"We've tried a lot of thangs,” he says, but right now prelers what's
offered by ] & ] Chemical Co. and Satellite Industries. “They both have
good stuff.” Then he rinses everything down and squeegees it dry.
He says he’s experimented with disinfectant sprays but generally

doesn't use them, or any deodorizers other than what's in the tank
chemicals. His average time for cleaning a unit is 15-20 minutes.

Route driver Daveane Downing of T.R.B. Portable Restrooms and
Septic Service feels pretty strongly about her surface treatments. 1 pre-
fer Mean Green Cleaner
and a mold and mildew
remover,” she says.
Downing appreciates
Mean Greens non-toxic
and biodegradable
qualities, and buys it at
a local retail store.

After pumping
each unit, she scrubs it down inside and out with these cleaners, then
hoses it off with freshwater. After drying all surfaces with a towel, she

Name: Daveane Downing
Company: T.R.B. Portable

Restrooms and Septic
Service

Location: South Salem, Dhio
Employees: 4

Davaans Downing Years in Business: 100
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| went fo a car show one day
and bought this rubber squesgee.
Its phenomenal on the plastic
floors of the restrooms, which is
important, especially for women,
who don't like a dirty floor.”

Tom Bell

lills the tank with chemicals
and again wipes everything
down to clean up any splashes.
she mixes tank deodorizer with
the chemicals, and sprays a
cherry-scented air deodorizer
to finish the job, leaving it
sweel-smelling for the next
LSET,

Tom Bell, co-owner of Bell Boyz Portable Restrooms, went outside

the industry to find his favorite cleaning tool. “1 went to a car show one
day and bought this rub-

ber squeegee. It's phe-

ﬁmﬁzanrr;ﬁ"““ nomenal on the plastic
2 floors of the restrooms,
,-* wlm::_ﬂr:it:;m:ﬂ which is important, espe-
Emplnﬂ!l.:ﬁ:! e cially for women, who

don't like a dirty floor.” He
feels the floor's appear-
ance is a major factor in
user perception about the cleanliness of the rest of the unit.

“This particular squeegee is a real nice size, with coarse bristles on
one side and the other side a sharp rubber blade like vou'd use on a win-
dow. 50 | can scrub real hard on a bad stain, then go over and dry the
Hoors. It just dries the floor so well that a person could go right in there
and use it as soon as werte done.”

He doesn't have a preference for cleaning liquid. "T've tried them
all, but with this squeegee, I can scrub with one side, flip it over, and the
floor comes out sparkling. We also do a hose-down and wipe everything
off with a towel.” He recommends this hose-squeegee-wipe technigue
lor most surfaces, including sinks and urinals.

“The urinal’s another area you've got to hit real good, because it can
develop a white scale if you don't keep it clean. 50 you've got to have a
good brush to get in there, too.” Following the scrubbing, he goes in
around the stool seat and urinal with a shot of spray disinfectant.

After he's done with all the surface cleaning, he checks the urinal
drain for foreign matter. "People put all kinds of stufl down there that
they shouldn't, like gum or seeds or whatever. We've got to suck it out
sometimes. We also have a little (mechanical) grabber that we bought at
a local hardware store to fish that stuff out.”

He puts this removed trash into a bucket on the truck, along with
other items he might find, such as T-sharts and beverage cans, in the rest
of the unit. This he takes back to the truck for disposal at his yard. B

Years in Business: b
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NEW CONCEPT IN PROMOTING
YOUR BUSINESS: Miniature rolls
of toilet paper printed with your
company name and logo. Contact
Mare Polish, www.justiailetpaper.
com, B09-B23-Te61 or marc@just
toiletpaper.com. {111

BUSINESSES

WELL ESTABLISHED PORTABLE
HESTROOM BUSINESS, since
1984, Oscecla County, Michigan,
Sells with or without trucks, Senous
nquiries anly. 231-250-1483,
(FTEM)

WELL ESTABLISHED FPORTABLE
RESTROCM BLUSINESS FOR
SALE IN MINMEAPOLIS/ST. PALIL
METRO. Locally owned and oper-
ated with excallent customer base,
Standard units, hook units, handi-
caps, hand-wash stations and
trucks, in full operation. Turn-key
with still a lot of growth potential.
Seripus inquiries only, 651-68E-
7373 (PR

BUSINESS
OPPORTUNITIES

INNOVATIVE COMPANY WITH A
NEXT GENERATIOMN PRODUCT is
00KING to add a busingss pariner.
daal candidate would have estab-
ished relationships with portable
rastroom operators and De inlerest-
ed In an ownership postion,
international interest welcomed.
SENQus Inquires only. ©30-773-
2656 (PT8)

Advertise in Classifieds for only

*1.00 per worD'

Submit your od online at:
www. promenthly.com
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LE*::**‘F[FLE Best Locks
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COMPUTER SOFTWARE

SOFTWARE FOR THE INDUSTRY!
Automatic billing, pro-rations, sales
tax, routing, mapping, complaie
inventary. Free demo — Summil
Rantal Profit Builder™ from Ritam
Technologies, LP B00-662-8471 or
208-620-4462 . [TEM|

DECALS/MAGNETS/5IGNS

FARTY POTTIES themed graphics
only $69.50 + tax + shipping per
2¥6 door face. S-yr. rated nim,
Easy to apply. 1,000's of designs
avallable, Visit our portfalio
www wonderlandsigns.com. 1-877-
T56-3304, [TH]

PIPELINE REHAE.

MAX LINER LINING EQUIPMENT,
ready fo work Max Cutter 10-12
Minl complete 58! also available,
two 95-gal. over-pack drums, an air
operated opén drum mixer, one 18°
width x 24 langth gravity conveyor
and a pull behind Ingersoll Hand
175 diasel alr compressor. Will sell
together or separately. Call Harry
B4.3-550-4320. |T8)

PORTABLE RESTROOMS

LIKE MEW Polyjohn Comfort Inns
with flat floors, 12 total, $795 each,
319-378-8500. 1A (FTH]

PORTABLE RESTROOMS, CON-
STRUCTION UNITS. PolyJohns
(gray) Amarican Polys (grey) $100 -
$200. 150 available. Also have (2]
2003 Satellite Ford 550's, $18,000
ga. Central NY area. 315-247-
0582 (FT8]

ale Prices

Selt your ow n o mbesaken!

Lucl{.mznmm 800 422-2866

The Oafiniidvs Wasd fa Locke 1 ITI=F180+ HIEHA ITT-51E
TIEESe el [ 2wl + T orona, T8 BTER3 s Ly nupi@nedibe a0l wl omeew. | Blgrsupam

PADLOCKS

Economy Padincks for vour 1okets and mone

feasinr Loc, nabonnl Drancs. and acanomy QEnencs |
Keyed alike on your existing key number! A
Call tor a cofalog, quole, or oeder onbine

LockMasiors USA Imc

1-%00-461-0620
wrrrd o kimsasl ersus:. oo

Carry A Restroom On Your

Pickup or Sport Utility

. Hitch

Deal Assoc, Inc,

PORTAELE RESTROOMS

100 POLYJOHMN AND TUFF-JOHN
TOILETS, construction grade.
Groups of 10 units for $1,350 or
$150 each. We also sall shipping
comtainers and unds may be pur-
chased together for lurther dis-
counts and easa in fransporiation.
Located in Central Kantucky. Call
455-255-6605 or emall ernc@
alportables.com. (FE)

150 POLYJOHN UNITS, Aqua and
yvellow. Consiruction grade. $150 1o
5250 aach, southarn Ml Ph: 248-
437-5585 Email:  johnsanit@

yanoo.com. (TS)

B0+ SYMERGY WORLD TOILETS
3 ADA todlets, 3 holding tanks, 1894
IH servica truck. Located in Texas.
T30 000. Email: toiletbusiness @
att.nat. |FT8)

PORTABLE
RESTROOM TRAILERS

2008 24' QLYMPIA EXECUTIVE
nevar usad, pald 528,700, will take
26,000, 2004 Olympia 20
Exacutive, axcsllant condifion,
$18.000. 2000 Cihympic 30" Luxury
Liner, $20.000. 2001 Olmpic 26
Executive, 317,000, Call B&6-583-
9538 NY [FTE)

B-UNIT RESTROOM HALULER
made Dy Amer-Lan Engingering
Good shape. Neads paint. $1,500
319-378-8%00. 1A. [PTH)

2008 SANDDOLLAR 8 x 12 trailer
for sala, Two ladies stalls & sink
ong mans stall, one urinal & sink
upgraded interior. Asking 314,500,
g8ed-r51-4208 (FTS)

promonthly.com

3.[ Hauler

Dﬂ_ Toll Free 35’6{599'03325

www.dealassoc.com

PORTABLE
RESTROOM TRUCKS

SATELLITE STEEL TANEK, 450
wasie/250 frash. Linit pullad from
F4350, good for start-ups, 2nd truck
ar trailer unit. 51,495 OBO. 806-
439-4887. |FTE)

) 2007 GME 5500's; Omne &5, 000
mikes, two 83,000 miles, 2-unit car-
riEr, aluminum deck, ool box, sleal
tank 500300, Excellent conddion.
$42 000 each. Call Dan @ 757-
485-H888 Ta)

SEPTIC TRUCKS

1980 FORD F&l0, 5-spd. trans., -
spd. rear, 2500 gal. pressure vac
pump, lift tank, full cpen rear.
$20,500. 502-352-9613. Frankfort,
Y |FT&)

TANKS

1500 GALLON TAMNK (400 fresh,
1100 waste) with Masport & pump
b2 500, 319-378-8900. 1A, (PT4)

WATERELASTING

en by Caterpillar engine, 750-1,000
HF. Currently 38t up at 23,000 psi
@ 53 gpm. Low hours, container
et up by Hammelmann, noise
insulated, 800 gallon stainless stesl
water tank. Heplacement wvalue
$400K USD. Ofters considerad
$200K USD+. Contact Byron;
byron@intarchean.co.nz or PH 011-
Bd-275-365-276 (FT8CY)
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Mythbusters

Bob Carlson (left) and
Jarry Kirkpatrick answer your

questions in Truck Corner.

JUST LIKE THE POPULAR TV PROGRAM EXPLAINS AWAY COMMONLY \ 0
HELD BELIEFS, BOB AND JERRY DEBUNK TALL VACUUM TRUCK TALES ' '

Whﬂ can forget the story of the tiny lizard that was flushed down
the toilet, only to turn up years later as a 16-foot alligator in the
sewer of a major metropolis? Nothing more fun than a good old
fashion urban legend. It turns out the portable sanitation industry also
has its myths.

Well, not as bone chilling as a monster alligator roaming beneath
the streets, but just as important to pumping professionals is that some
persistent “legends” circulating through the industry are untrue and
might be cosung contractors through unnecessary spending on equip-
ment.

COver the past few years we've collected some of these pumping
myths. A few of them cropped up recently, so we decided it's a good
time to debunk them again. Just like urban legends, enlightened
portable sanitation contractors are going to think we made these up,
but this is the kind of stull that couldn’t be made up. For everyone's ben-
efit, let's review a few favorite vacuum-pumping myths:

Aluminum is a better insulator than steel
When asked why he bought an aluminum tank for his new vacuum
truck, one contractor replied, "It keeps the load warmer in winter.”
What? We've heard a lot of reasons

why aluminum tanks are a smart
buy;: lighter weight, brighter shine,
etc. Until recently, we hadn't heard
of its insulation benefits.

Actually, that load in 25-degree
weather In a steel tank or stainless
steel tank will be just as cold.
Aluminum does not have any spe-
cial thermal qualities. Of course, if
yvou pick up a "hot” load, the con-

tents will be warm for a while, but in
time all loads are going to be as cold

as the outside temperature.

What erroneous pumping
stories have been fraveling
In your circle of industry
fiends? What statements
have you heard — presented
as fact by other contractors
or customers — that have
left you shaking your head in
disbelief? Send your
vacuum truck myths or tall
tales to us in care of

editor@promonthly.com. The bigger the pump, the better

A few weeks ago, a local pumper

said he was going to put a 2,500-gallon tank with a 450-500 cfm pump
on his next truck. To some guys, pumps are like engines in a car, the big-

ger the engine the more power. In cars, this is true. With vacuum
pumps, there's a slight catch. The bigger the pump, the greater the cost.
50 why spend more money on a monster pump when it 1sn't necessary?

To give you an idea of what we mean, suppose we pull up to our
jobsite, flip on the monster pump, and in two minutes, the tank is ready
to pump, Only problem is, we haven't got the hose where it goes and
were not ready to do the job. A monster pump is not going to really
make you go faster or pump much quicker. Common sense says to get
the pump that best fits the size of your tank.
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Here are some guidelines for good pump/tank combinations:

CFM (pump size) Gallons (tank size)
20-40 80-200
50-90 150-500
100-120 400-800
130-150 700-1,200
160-200 1,000-1,800
210-240 1,700-2,500
290-280 2.400-3,000
290-340 3,100-3,600
350-400 3,500-4,200

The difference in prices of these various-sized pumps is dramatic.
Be realistic in understanding how the vacuum pump works, and buy
accordingly:.

Vacuum relief valves are unnecessary

In a recent letter, a reader argued that a vacuum rehief valve wasn't
necessary to prevent a tank collapse. This comment blew us away. I this
were the case, why are there thousands of vacuum tanks with vacuum
relief valves installed on them? If they didn't serve a purpose, the person
who invented and hrst sold vacuum reliel valves sure scammed every-
body!

Here's the deal: The force of vacuum is incredible, When vacuum is
allowed to rise out of control, it can make pretty much anything col-
lapse, even a reinforced steel or aluminum cylinder. The vacuum relief
valve came along because there was a need for it, By setting the valve to
‘relieve” the tank at a certain level of vacuum, the tank will not collapse
or be at risk of collapsing. It's common sense.

SHARE YOUR MYTHS
What erroneous pumping stories have been traveling in your circle

of industry friends? What statements have you heard — presented as
fact by other contractors or customers — that have lelt you shaking

yvour head in disbelief? Send your vacuum truck myths or tall tales to us
in care of editor@promonthly.com.

We'll take a look at more of these "myths” in the months ahead. As
we have said many times in the past, the more you know about your
truck, pump and parts, the more money you'll have to keep in your
pocket. The information to fully understand vour truck 1s readily avail-
able, so be careful what you believe. You may be the guy who sucks up
the monstrous alligator into your vacuum tank!

Bob Carlson and Jerry Kirkpatrick of Arizona-based Glendale Welding
furre over 50 years combined experience dealing with portable sanitation
trieck issues. Fax questions to them, addressed to Truck Corner, af 623937 -
3688, or send Bob and Jerry an e-mail at trickeorner@prommonthil.com. B
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* One-Piece Construction

TJJuniogSingle
| Free Standing Sink
-1|12[l ik onsiresh waler

* Lightweight
* Rust-Free Hardware

* Wood and Poly Skids

* Large Variety of Colors

Tuff-Jon

Tanks in ﬁiﬂ, 1“51 ﬂﬁ:

300 and 440 Gallon Sizes - 1= > I

:reeStanding Sink -
(45 galln ns Imh watuﬂ
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sinks available for the Tutf-Jon I

Tuff-Jon lli

— OPTIONAL ACCESSORIES —

7-1/2 Gallon
Handwasher

optional for the Tuif-Jon with
standard Tuif-Jon Lifting Bracket Assembly

60 Gallon Rinse Tank Sky Heater
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DrlPaipﬁ-i'RW .‘ | ':bi‘:ﬂ DEODORIZER
. IT’S ALL AchoN'* =

Those bullets SEIEEH{IE dc-wn the highway {a!’nhﬂ y& trucks when you use new DriPax

throw and go deodorizer. No more messy liquids, no more awkward measurements, no half
dissolved tablets and packets, no delays. Just pure deodorizing power in a 100% biodegrad-

able portion controlled pack. DriPax is all action - no fillers. It's the difference between a
bullet and a slug.

Aim to get your free samples now. Call (800) 241-7951.

Listening. Learming. Delivering. Smnce 1972

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

Cnly PolyPortables offers high-performance Green Way Products

TOILET DEODORIZERS - TOILET CLEANERS - AIR FRESHENERS « INSECT REPELLANT

Al Green Way deodorizers, cleaners and air frasheners are earth-friendly, people-friendly products. They are developed and manufactured 4 Green Wa | Products
in our facilities in Dahlonega, Georgia by GreenWay Products, a PolyPortables sister company. 3

golutions for life
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