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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

!
F
|."l|l|.|..'..'l I|. I "|l.| I

99 Crafton Drive, Dahlonega, GA 30533 USA - Phone (800)241-7951 or (706) 864-3776 - Fax (706) 864-8111 - '-"u.f'l.l'l.|"|.l'|.|'.|]-|J|j.l'|:]-l:|l'[a|]|E5.E£|I'I'l



- |
B | F I - ..

el o T Lo

[

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
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‘.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
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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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Your Best Vehicle for Advertising

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 prompi reply to all reader contacis, Call BOOW257-7222; fax 715/546-3786;
e-mail PRO editor Jim Kneiszel af editor@promonithly.com.

v

'\

WHEN IT COMES TO SPREADING THE WORD ABOUT YOUR PORTABLE SANITATION COMPANY,
DON'T IGNORE THE BROAD SIDE OF YOUR VACUUM TRUCK

By Jim Kneiszel

hat would you pay
for access to both
sides of an advertis-

ing billboard alongside the
busiest highway in vour
service territory? How much
thought and effort would
you put into choosing the
right message (0 promote
your portable sanitation
business on that valuable
signage?

That's how vou should
treat the blank canvas on the
sides and back of your serv-
iIce trucks tanks. Vacuum
tanks offer a unique oppaor-
lunity o promote your business to thousands of people every day. I
you're just slapping your name on the side, you aren't taking the best
adhvantage of an asset.

And just like with your other advertising, you shouldn't be afraid to
update your tank. To enhance your professional image, yvou might strip
off the graphics — and maybe the paint — and start from scratch every
several years as the tank starts to look dated or rough around the edges.

Here are a few ideas to jumpstart or refresh the advertising on your
vacuum tanks:

Vacuum tanks offer a unique opportunity to promote
vour business to thousandas of people every day. If
voure just slapping your name on the side, you arent
faking the best advantage of an asset.

WHAT SHOULD BE ON YOUR TANK?

Distinctive colors

The color scheme of your truck and tank can be very important,
and while basic white can be pleasing to the eye, you should think
about the message you want to convey.

Recently, a restroom contractor told me that he switched from the
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Barrelt Hope's truck, published In the PRO Rides feature, has a distinclive color, easy-lo-
read lettering and a memorable flaming roll of toilet paper.

basic white he's used for
years because that's the
same look most of his com-
petitors chose. He wanted
to stand out from the rest,
and he didn't want some-
one to see a badly main-
tained white truck and
assume it was his.

Another pumper 1 talked
to has been running all-
pink trucks [or qQuite a
while. When I asked why,
he explained that the bold
color 15 so0 memorable that
people started calling and
asking if he was the guy
with the pink trucks, then hiring him [or no other particular reason, Any
way to get a leg up, [ guess.

I'll also put in a pitch for a more classy looking paint scheme, like &
crisp maroon over gold or metallic blue over silver. S5ome passersby
might assume that because you went the extra mile to create an awe-
some look for your truck, that you will provide them the same care in
service,

Basic contact information
Make sure your business name is in clear, bold letiering and easy (o

read from a passing vehicle. You might ditch plans for a cursive-style

tyvpeface that will be more difficult to read.
Your standard seven-digit phone number doesnt cutl it today

Because route drivers frequently cross through different area codes on

a daily basis, you now want to include your area code in a phone num-
ber listing. And you want to include all of your phone numbers, includ-

ing 800 numbers and cell phone numbers so customers can reach you,

even as they're passing you on the freeway.
And if vou have a Web site, that address should be part of the stan-

dard information you include on your tank. This is a good argument for
short Web site addresses.

Professional logo
Most small business owners gasp when they learn how much a pro-
fessional logo from a graphic designer costs, But a simple, clever logo —




if well-used — is worth every dollar you
pay. and more. Think of a logo as a
long-term investment, something that
will be a cornerstone of your marketing
and advertising plan. How to come up
with that winning logo 1s the topic for
another column, but suffice 1t (o say
that a snappv logo on vour tank will
AlrACE CUsSIOImers.

List of services

If vou offer diverse services, you
may benefit [rom listing those services
somewhere on the sides or back of the
tank. Now, there’s no room for a huge
laundry list, but narrow them down to the top three or four services.
Let’s say one of them is grease trap cleaning. Now that captures the
attention of the restaurant owner in town who, when seeing your truck
roll by, thought yvou only serviced portable restrooms.

Certifications, licensing and memberships
It’s time for building instant credibility for your company. If your
drivers are certified technicians, through to the Portable Sanitation
Association International or a state agency, listing that builds your pro-
fessional image. Are you a member of the local Chamber of Commerce
or other professional trade or civic groups? These affiliations are also
likely to sway potential customers your way. Even listing required
wastewater licensing sends the message yvou're doing
things the right way.

A-1 Septic of Topeka, Kan., had this nifty
float gauge indicator fabricated into a vacu-
um tank both to remind people they may
need service and tell the driver when it's
time for disposal.

Something that's yours
and yours alone

Unique approaches to tank advertis-
ing show you're creative, clever, and go the
extra mile to win over customers. | once saw
a septic pumping truck with a tank gauge that

looked like a clock with a moving hand to show

the level of contents. Inside the clock face read “It’s Time!™ I'm sure that
truck draws many a double-take.

Your unique touch might be full tank and truck vinyl graphics of an
American flag or of a beautiful landscape to convey an environmental
theme, It might be as simple as a catchy tagline that describes your
business, like "We're quick, clean and dependable.” Some contractors
hot rod it up with flames. You're only limited by vour imagination.

WHAT SHOULDN'T BE ON YOUR TANK?

Rust and grime

Do you want people to think youre a budget-priced outfit before
they dial yvour number? Then ride around with a tank that's rusting at
the seams or has unsightly rust hines running down from the top man-

Barrett Hope of B's Portable Toilets, Rexburg, ldaho, produced this
professional logo to promote his company.

way. And keep vour tank washed. Even
the most professional graphics and logo
lose impact through a thick layer of dust
and dirt.

Bathroom humor

Some of you will part ways with me
on this one, but I argue you should ditch
graphics of a skunk or an outhouse, and
lose the "Number One in the Number
Two Business” slogan. These images
might bring a chuckle to some of the
folks who drive by your truck, but they
won't build vour professional image or
help vou charge more for the environ-
mental services you provide, Aren't there more critical messages you'd
like to share on this valuable advertising space?

Political statements

While everyone’s entitled to their opinions in politics — and reli-
gion for that matter — 15 it smart for a small business owner to plaster
those opinions on a work truck? This 1s America, and you certainly have
the right to put your opinions out there any way you want to. But do so
knowing that you may be turning off as many potential customers as
youre turning on. Appealing to the broadest audience possible means
remaining neutral. You might vehemently disagree with someone polit-
ically, but you probably still want to provide for their portable sanita-
tion needs.

Too much information
Just like advertising, you want to focus on the most important mes-

sages, and not turn your tank into a confusing jumble of words, num-

bers and graphics that passersby won't be able to digest. Remember,
this isn't NASCAR, and the goal isn't to work as many images as possi-

ble onto your tank.

SHARE YOUR THOUGHTS

Do you have anything to add to the list? Do you disagree with any
of my suggestions? Has your truck been designed with effective adver-
tising in mind that yvou'd like to share with readers of PRO? Send me an
e-mail with your responses, or send a digital photo of your truck and we
might publish it in an upcoming issue.

The bottom line with tank advertising is this: You've already bought
the truck. The exposure that rolling billboard can bring to your compa-
ny is invaluable. Don't waste any more time turning your tank into your
best vehicle for advertising. I
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BACK at the
OFFICE november 2009

Writer Judy Kneiszel has operated her oun small business for a decade and is familiar
ungl thee meany rewaards and clallenges of business owenership, Write 1o fer unislhi
guestions, comiments or topic suggestions at thewordhouse®@ameritech, net.

But Wait, There’s More

Tired of your company not working to its full potential? Give your business a boost
by adopting some of the marketing techniques perfected by the late Billy Mays.

By Juady Kneiszel

hether you enjoyed the attention-grabbing approach of the

bearded pitchman with the extra loud voice or were irritated by

it, when Billy Mays passed away last summer, you probably
thought you'd never again feel pressured to buy what he was selling.

Mo, he won't be coming to your TV late at night promoting any new
products, but as he often said toward the end of his pitches, hes "not
done yet,” when it comes to offering something of great value to you.
Billy Mays' legacy [or business people isnt "Mighty Putty,” "The
Awesome Auger” or any specific product; its his overall marketing
PIIRYESS.

While hollering aboult your portable restroom business on TV mighi
not be an approach you are comfortable with, there are lessons to be
learned from Mays, because it doesn't matter whether he amused or
annoyed you, the guy could SELL. Here are some lessons he provided:

Lesson No. 1: Be enthusiastic.

Maybe Mays enthusiasm was over the top, but he certainly com-
municated excitement for whatever he was selling. S0 should you.
Enthusiasm is contagious. If vou don't believe in your company, who
will? Start by inserting a little, "Hello, Billy Mays here,” volume and
inflection into your phone-answering voice.

Lesson Mo. 2: Solve problems.

Imagine Mays selling the services of a portable restroom company.
He'd say, “Are yvou tired of people complaining that the restrooms at
vour event are smelly?” And go on (o explain how the [requency and
quality of cleaning provided by the company he was promoting would
eliminate this problem. Or he might say, "Want to throw an outdoor
party but dread all those people tracking dirt and mud into your house
when nature calls? Keep the party and the dirt outside by renting
portable restrooms.”

Enthusiasm Is contagious. If you don't believe in your
company, who will? Start by inserting a little “Hello,
Billy Mays here, " volume and inflection into your
phone-answering voice.

Mays sold products by asking a question he knew people would
answer with a “ves.” That question was: Do you want this or that partic-
ular problem solved? All products and all services exist to solve a real or

10  November 2009  Portable Restroom Operator

perceived human problem. In every sales pitch, focus on how your
company will solve a customer’s problem.

Lesson No. 3: Don't just tell ... SHOW and tell.

It wasn't just Mays' booming voice that sold products; it was his
demonstrating that the product worked. If you want to up-sell a cus-
tomer to your nicest units, show them how spacious they are. Pound on
the walls to show how sturdy they are. Hang your coat on the hook and
comb your hair in the mirror. Give the customer a sniff of the deodoriz-
er scents. Flush a flushing unit and activate the motion-sensitive light.
Seeing is believing,

Lesson No. 4: Use testimonials.

Mays' commercials often featured “real” people touting the bene-
fits of the product. This is effective since potential customers can relate
to existing customers and trust people like themselves more than sales-
people or celebrities. Ask your best customers if you can print a test-
monial from them in vour marketing materials or include it on your
Web site.

Lesson No. 5: Listen to customers.

Before taking a product pitch national, Mays would test it "on the
street” and in hmited TV markets to get peoples feedback and make
changes based on what they had to say. Take both positive and negative
comments into account and use them to improve what you're selling.

Lesson Mo. 6: Know what you are selling and believe in it.

Mays tested products extensively before selling them. He knew
every feature and benefit of a product; he knew how it worked and he
knew what people liked about it. If you haven't been sniffing deodoriz-
ers or slamming restroom doors, vou dom't know what you're selling,

Lesson Mo. 7: Be unique.

No matter how good someone is at selling, providing inferior serv-
ice and cheap products won't sustain the growth ol a business.

However, Mays showed us that people often choose a decent product

that's marketed differently over a superior product. Were the products
marketed by Mays really better than products sold in stores, or was it

the unique marketing that sold them? You won't build a business by
providing inferior service, but let's say Company A and Company B pro-
vide the exact same restrooms and the exact same quality of service, but
Company A drivers wear tuxedos. Who are potential customers going to
remember and call? Why does everyone in America know “Auto Glass




Specialists?” Because theyre the guys in the little red trucks. They
accentuate their uniqueness.

Lesson No. 8: Call people to action.

“Order now!” Mays would shout. Don't just put information out
there; tell people exactly what you want them to do, and when. What do
you want people to do after visiting your Web site? How about, "Reserve
a restroom for yvour event today,” or simply "Call now for an estimate.”

Lesson No. 9: Know your price point and make customers
believe they are getting a real value.

Mays once said the best things in life are free and $19.99. That was
Lthe sweet spot where he determined he could really sell things. What he
did was determine the price where customers felt like they were getting
a value, but there was still a profit to be made. This doesn't mean dras-
lically undercutting the competition. It might mean pricing your serv-
ices higher than the competition but throwing in something extra or
accentuating something yvou do to make customers perceive you are
giving them a better value. Mays knew customers would perceive (wo
items for $19.99 as a better value than one for §9.99 and would be more
likely to buy even if they only wanted one because they felt ike they
were getting something for nothing. I looked at several portable rest-
room company Web sites and here are a few statements they used to try
to build the value of their service:

* “Renting restrooms through our auto-generated database takes
only a few mouse clicks.” Added value: time and effort saved.

* “Free delivery and pickup.” Added value: something for free.

« “Provider of portable toilets, temporary lence, temporary storage

and other services.” Added value: one-stop shopping saves time, plus
the real or perceived savings when services are "bundled.”
Remember: Uniqueness + problem-solving = higher value.

“BUT IT GETS EVEN BETTER."

Maybe the best lesson Mays taught us was the value of personal
branding. You are your company. And if you listen (o your customers,
believe in what you do and offer a quality product or service at a price
that is perceived as a value, customers will reward you, We don't all have
a bucket of OxiClean in our laundry rooms because we need it to sur-
vive, do we? I
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* Most Aggressive Adhesive Yet!
* Tried & Tested.

* Strong initial tack!
* No oozing & gooey residue.
* Perfect for Portable Toilets!

DECALS & GRAPHICS, »
800-472-0285

www.dynamicdecals.com

RiseJAboyvellhelRest

Yes, timesfarejtoughWells/Cargo/COGlknows howito weather the storm®

- Intoday's tough ecol acompany you
can rely on — one that | ts, services, and
warranty in the industry. is that company!
Our long-standing ct ste
us apart. We will NE t our customers for
rental b sir i e ads are

. 2ie g;.._li:_'.

W

The new Comfort Elite X featuring our exclusive Hydraulic Lowering
System is just one example of our cutting edge model line.

ars is what sets

fn Comfort
CARGO SN Elite

. RHestrooms
Since 1954
Wells €argo COG
Revolutionary products for a changing world
Phone: (BBE) 574-4222

Web: www.wellscargoC0G.com
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ark Manning has never had much trou-
ble talking with people. As a former
police captain, comimunication was an
essential part of his job.

When fate intervened tragically a few
years ago, however, Manning was faced with z
life-changing decision — and it was ultimate-
ly one that would allow him to use his well-
honed communication skills to launch a new
career and a new life.

Today, as co-owner of A King's Throne in

Des Moines, lowa, Manning takes talk to a
new level as he uses networking (0 market his

fledgling portable sanitation business.

BEST OF A BAD SITUATION
It would be too easy to describe

Manning's life as a cliché — one of those
‘lemonade rom lemons™ or "when one door

closes, another one opens” stories. But that's
exactly how his career in portable sanitation
began.

In 2004, Manning — a 12-vear veteran of
law enforcement — was assisting at an acci-
dent scene when his squad car was struck by a
drunk driver at 65 mph. Manning was serious-

12 November 2009

By Sharon Verbeten

ly injured, and after spending long hours in a
spinal rehabilitation clinic, he still remains in
constant pain, confiding that the accident
“elfectvely ended my law enlorcement
career.”

Considering himself lucky to be ahve,
Manning turned his sobering situation into an

opportunity after talking with his friend Tim
Smith, who had worked in the portable sanita-

A King’s Throne
Des Moines, lowa

Dwners: Mark Manning and
Tim Smith

Founded: 2007
Employees: 3

Service area: 30-mile radius
of Des Moines

Services: Portable sanitation

Affiliations: Portable
Sanitation Association

International, Des Moines
Homebuilders Association,

Urbandale (lowa) Chamber of

Bureau

A King's Tk
Tim Smith {left) and former

irone Co-0Wners

tain Mark
"hotograph
Ea[g-crul;

Local networking and marketing efforts are a
top priority for an lowa police captain turned
portable restroom operator

tion industry for more than 11 years.

“I was looking into what I was going to do
with my life,” Manning says. "1 heard Tim tell
me for years about how he wanted (o open his
own portable restroom company.”

Both were looking to build the level of
customer service in portable sanitation in

their region, so they decided the time was
right — taking on the busy Des Moines metro-

Driver Mark Halda loads a restroom

on one of the company's two
service vehicles.

Portable Restroom Operator




“We have the knowledge and
experience even though our

company only has a few years under

its belt. (Customers) don’t want a
one-year hero without a proven
track record.”

Mark Manning

politan area, which boasts a population of

about 1.5 million.
"It seemed a very viable possibility [or the

metropolitan area to have a new company
with that type of quality,” Manning says.

50 after about six to nine months” prepa-
ration, writing a business plan (with help from
the U.5. Small Business Administration and
the Iuwd Social Economic Development
Program) and acquiring outside financing, A
King's Throne launched in 2007.

"It was definitely more difficult than 1
thought ... just the unforeseen planning and
unforeseen expenses,” Manning says. "You
cant just open your door and have a truck and
10 restrooms.

“l give credit to my business partner,”
says Manning, adding that Smith's back-
ground in the industry has helped A Kings
Throne emerge as not just the "new kid on the
block.”

"We have the knowledge and experience
even though our company only has a few
years under its belt,” Manning says.
“(Customers) don’t want a one-year hero
without a proven track record.”

In short order, A Kings Throne has
amassed an inventory of about 500 restrooms
— about 200 from Armal Inc., 150 from
Hampel Corp.. 40 from Polylohn Enterprises
Corp., and eight to 10 ADA units from Armal
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q and Tim Smith In front of @
550 from Satellite Industries Im',.

and Polylohn. They also purchased an
enclosed cargo trailer that had been renovat-
ed into a restroom trailer.

Two vacuum service trucks head their
fleet — a 2001 Ford F-550 with 950-pgallon (600
waste/350 freshwater] steel tank from Satellite
Industries Inc.; and a 2006 Ford F-350 with a
H30-gallon (400 waste/150 [reshwater} stain-
less steel tank from Best Enterprises Inc. Both
feature Conde pumps. A 2004 Ford F-350
flatbed truck is used to haul up to six regular
LITITS.

MARKETING MOJO
Amid all the unknowns in starting a busi-

ness, there was one very clear direction that
both Manning and Smith were certain about.

Since Manning was unable to do field work

due to his injuries, he would focus on market-
ing A King’s Throne. And thats been a fortu-

itous choice for the young company.

With several competitors in the metropoli-
tan ared, A kKing's Throne needed some market-
ing mojo to drive its business, build its reputa-
tion and make a name for itself,

Manning and 5mith agreed on the name,
with one small exception — Manning liked
“The" King's Throne; Smith wanted to change
the initial article to "A". And with Smith's sen-
lority in the industry, Manning concurred —
realizing that alphabetically, the name would
come first in the phone book. [ts a small
point, to be sure, but has proven a shrewd
move.

Manning says the company also has
gained business because the name alone has
prompted inquiries. He says the organizer of
the Des Moines River Run Garbage Grab
called A Kings Throne initially simply because
she liked the name.

That foot in the door gave Manning the
opportunity to tout his products and services

to the annual event, which hosts several thou-

sand attendees each summer. Being willing to
work out demanding customer service

requirements, Manning says, ultimately

sealed the deal.
“Our company was willing to deliver

(units) that day at 6 a.m. and pick them up
that night at no

And from the company’s incep-
ion, Manning was focused on
just that — even as early as brain-
storming the company’s name.
Manning wanted a catchy handle
with a positive connotation.

ZRB-KINCG (5464)

additional fee,” he
says. "We saved
them money, and
it was a higher
level of service.
They found value
in a company that
would go the extra

mile,"
Dedicated cus-
tomer service,

Manning feels, is
appreciated, espe-
cially in a troubled
ECONOIY.

“Some people
are only interested
in the bottom-level
price,” Manning
says, noting that A

E A cargo trailer converted for poriable
sanitation use serves special events.

Kings Throne has
lost business when
compared only on
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"We put hand sanitizer in our construction
units. | felt the construction workers deserved
the right to kill germs on their hands before
they eat their peanut butter and felly at lunch.”

Mark Manning

a price basis.

“Were not the highest, but were about
$15 higher than our competitors, per unit per

month. It's difficult to actually show (clients)

value,” Manning laments.
Manning realizes the gap between price

and perceived value is sometimes tough to

straddle because the end user of the restroom
is often not the company decision-maker.

How do you bridge that gap?

“I'm still not sure,” Manning laughs, not-
ing that he makes concerted efforts to meet
and talk with purchasers directly. That can be
tough, however, especially on construction
sites when subcontractors are involved.

“I try to explain that it's cheaper to rent a
portable restroom ... than taking unsched-

uled breaks to drive to a convenience store
and drive back to the site,” he says.

Manning also has added another market-
ing tool on construction sites that he believes
adds value to their line. “We put hand sanitiz-

ar
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~ M | Listening is a Powerful Tool

Mark Manning knows a thing or two about listening.
Not only was it important in his previous law enforce-
ment career, but his careful listening skills also have
eamed his lowa company, A King's Throne, several lucra-
tive and long-term special event accounts.

5 | , “(Business owners) need to be able to sit down and
talk (with potential clients); that's one of the benefits (of

my job). I'm able to sit down and spend time with event
planners and try to inform them of what they need after
they tell me what they think they need ... We try to make
sure we're on the same page,” Manning says.

Just this year, A King's Throne parlayed successful
marketing skills into a three-year contract with the Des

ers in our construction units,”
he says. 1 felt the construc-
lion workers deserved the
right to kill germs on their

hands before they eat their
peanut butter and jelly at

lunch.”

Moines Asian Festival. The annual one-day event in May
brings about 5,000 visitors to the region.

While special events make up roughly 30 percent of
A King's Throne's business, Manning hoped to build on that
number. “| went on a discovery mission to find these differ-
ent events,” he says.

Although the festival had long been served by another
provider, Manning approached the organizer to carefully

assess their needs.

S TAYING VISIBLE,
=TAYING VIABLE

As companies of all kinds
struggle to remain viable in 3

recession, many business
owners are discovering — or
perhaps reassessing — the
value of networking. Its cer-
tainly some-
thing Manning
has never

taken for
granted. In
fact, it just may
be the best tool
in his market-
ing arsenal.

"l do enjoy

The company's inventory includes 200 restrooms from Armal Inc.,
150 from Hampel Corp. and 40 from PolyJohn Enterprises Corp.

the network-
ing,” he says.
“That was my
real intention;

SUCCESS.

[ ike getung out with people.”
Thats why he especially
endorses joining local organi-
zations — like chambers of
commerce or homebuilders’
associations — and attending
their functions frequently.

"It's my opporiunity to meet
them,” he says, noting that the
maost effective networking usu-
ally doesn't involve a hard sell.
“(Potential customers) don't
want to be pressured. They get
turned off if youre trying to

14 November 2009

Portable Restroom Operator

“When (the event organizer) told me what the numbers
were (in terms of units), it seemed way upside down on whal
they should have,” Manning says. “They had way too many
wash stations for the number of units they had. | tried to
come up with some reasoning as to why they needed 60
sinks ... | tried 1o show them that it didn't quite make sense.”

By carefully listening to the festival's needs (the event
required all units be serviced halfway through the event),
Manning eventually convinced organizers he could save
them a significant expense without compromising service.

Manning suggested fewer wash stations (reducing from
30 two-sink units to 10), which lowered both per-unit and
cleaning costs. That decision saved the festival $4,000 per
year. “We also built into the contract that if they thought that
after the first year they needed more sinks, we would accom-
modate that,” Manning said. The contract also included pro-
visions for cost of living and fuel increases.

Manning cites listening and taking the extra time with
potential clients as vital keys to A King's Throne's fledgling

pressure them.”
Still, his visibility at these events, he feels,

is key because his company needs to reach a

diverse clientele, including both special
events and agriculture venues (about 30 per-

cent of their business) and construction sites

(about 70 percent).
While the people he meets might not

need his services directly in their businesses,
they may sit on boards of festivals or be
involved with sporting events that might
eventually need portable sanitation. 50 keep-
ing his face and his company’s name and rep-
utation in the forefront is essential.



“After September, there
are not a lot of events,
Manning says. And last June,
major floods crippled the
city. “Last year, we lost a lot
of special events due to
flooding. That doesn't just
affect (the events') budget; it
affects our budget.”

But in troubled times or
good, Manning believes the
key to a successful business
lies not only in exceptional

customer service — that
At left, Mark Halda repairs units damaged in a wind should be a m
slorm. Abowve, a restroom placed at a neighborhood park. oiven — but in
telling poten- Armal Inc.
II1I.'III.'I by I I:j k I:II -3 d " -| "]I . . HEJEJ.'IH?-j'?_I'leh_
e've had to make some adjustments due to | tia clients Pihsicannslibs
; the economy o about it. et EtarE s e,
For example, A Kings Throne had His best 800/288-2378
“It's difficult to actually show dollar for | planned on snaring more construction | marketing | WWwhesienterprises net
dollar what I do,” he says. “I don't always know | accounts, which seemed a bit more realistic tool? “QOur abil- EE?D -EJEI:!?I'IIII'IIEEEIIEI‘WiSES
; il : : : d o= o
where my referrals are coming from. prior to the recession. ity to show the | wwwpolyjohn.com
| ihml'F is some mm{ncr{‘lal I_'lulin:lmlg L|11uI:t?; andthe | e e mite Industries Inc.
FORGING AHEAD going on,” Manning says, “"but even that is value,” he con- B00/883-11.23
. : ¢ ) % S e 3 wrwwsatelliteindustries, com
After only two years in business, Manmng pretty slow. And its sull pretty slow in the cludes. B
says A King's Throne is well on its way to hit- | home building area.” Hﬁﬂﬁ?gnlﬁtd'
ting the goals set forth in its business plan. Adding to the challenge 1s that lowa's spe- www westmoortd, com
“We're getting there,” he admits, adding, cial events work goes into winter hibernation.

A Toyola Group Company
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DD"C':I %T*EE*E?&EE EhﬂEEIE Hino Trucks built in Williamstown, W
Restroom & Septic Tanks _ i P
Hino 185 Tank sizes 800-1200
Hino 235 Tank sizes 1500-1700

Hino 268 lank sizes 2000-2200
Hino 338 Tank sizes 2200-2800

2000 Gallon Septic'Grease Trap Serice

Complete Work-Ready

Factory Assembled Units!
Immediate Availability!

Unit Hauler, Tank & Pumping Sysiem @[EIE m?@@m@@@{ﬂ

(/7
b == | [
KeelVac-
Mew, Used & Refurbished

'- ] ) Industries Inc.
2200 Gallon Reslroom Sarvice Aluminum, Stainless and Steel 2 LOom 1
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) FEBRUARY 24-27,2010 LOUISVILLE, KY

CELEBRATING 1981 - 2010

- EDUCATION DAY

Wednesday, February 24th, 2010

SOUTHERN SECTION COLLECTION SYSTEMS COMMITTEE WATERJET TECHNOLOGY ASSOCIATION
| ROOM C204-C205 - 55C5C | [rROOM €203 - WiTA

8:00 - 9:00 Manhale Inspections ‘The Need’ 8:00 -9:00  The Impact of OSHA's Combustible Dust National Emphasis
9:30 - 10:30  Combination Truck Mainlenance and Safety, Program on Indusiriel Vocuuming
Sewer Hose Mointenonce ond Mozzle Technology 9:30 - 10:30  Woterblost Safety
11:00 - 12:00  Jetting Mozzles - Their Design, Technology and Effective Usoge 11:00 - 12:00  Walerjet Applications and Business and Financial Considerations
12:00 - 1:00 LUNCH BREAK
1:00 - 2:00  Elevoting the Quality of Your CCTV Inspection Program PORTABLE SANITATION ASSOCIATION INTERNATIONAL

2:30 - 3:30  Criticl Steps in Prioritizing Sewer Rehabilitotion

4:00 - 5:00  Traffic Control - The Critical Factor in Pipeline Inspetion ROOM €203 - FoAI |
1:00 - 2:00  Understanding Your True Cost Analysis te Ensure Profitability - Port |

NATIONAL ENVIRONMENTAL HEALTH ASSOCIATION 2:30 - 3:30  Understanding Your True Cost Analysis 1o Ensure Profitability - Port 2
| ROOM C105-C108 - NEHA \
LEADERS RESOURCE NETWORK

8:00 - 9:00  Decentrolized Systems - The Next Wave in Our Industry ROOM €201-€202 RN ]
9:30 - 10:30  Septic Tanks: A Gift That Keeps on Giving ROOM €201-6202 - RN

11:00 - 12:00  Selling CIOWTS Centification 1o Instollers and Requlators B:00 - 9:00  Creating Your Yision for Success
12:00 - 1:00 LUNCH BREAK 9:30 - 10:30  GeMing Your Team On Board
1:00 = 2:00  Softeners and Onsite Systems 11:00 - 12:00  Working Effectively in @ Fomily Business Culture
2:30 - 3:30  Advanced Woslewater Treotment Systems 12:00-1:00 LUNCH BREAK
4:00 - 5:00 Maximize Efficiency by Warking Closely with 1:00 - 2:00 Creating Your Own Competitive Edge
Requlators and Within the Regulotory System 2:30 - 3:30  Winning More Sales

4:00 = 5:00  Women in Business: Panel Discussion

NATIONAL ASSOCIATION OF WASTEWATER TRANSPORTERS

ROOM B101-B102 - NAWT NATIONAL ONSITE WASTEWATER RECYCLING ASSOCIATION
8:00 - 9:00  Sampling Protocols and Metheds for Allernative Technologies ROOM B103-B104 - NOWRA

9:30 - 10:30  Dealing with Restourant or High-Strength Waste B:00-9:00 Wostewater Charocleristics
11:00 - 12:00 0 & M For ATUs 9:30 - 10:30  Soils and Site Evaluation Overview
12:00 - 1:00 L[UNCH BREAK 11:00 - 12:00  Septic Tank Overview: Function, Design, Construcion,
1:00-2:00 0 & M for Drip lrrigation Inspection and Troubleshooting
2:30 - 3:30  What fo Expect When the EPA Comes A-(allin’ 12:00- 1:00 LUNCH BREAK
4:00 - 5:00 A Template for Keeping Your Employees Trained 1:00 - 2:00  Seminar on Aerobic Treatment Unils

2:30 - 3:30  Seminar on Medio Filters
NATIONAL ASSOCIATION OF SEWER SERVICE COMPANIES 4:00 - 5:00  Seminar on Pumps and Conlrols

ROOM C101-C104 - NASSCO
8:00-9:00 Pioe| it SCOTT HUNTER
:00 - 9:00  Pipe Inspections withou! an Dperator \-—I
9:30 - 10:30  Ways fo Increoss Your Daily Sewer Cleaning Production Rates ROOM C109-C112

without Increasing Your Costs 9:30 - 10:30  Relofionship is the Key!
11:00 - 12:00  Proper Preparation of the Substrate Results in Coating Longevity 11:00 - 12:00  The Art of Custlomer Service
12:00-1:00 LUNCH BREAK 12:00- 1:00 LUNCH BREAK /BOOK SALES
1:00 - 2:00  Collection System Asset Monogement - Getiing from Reactive fo Proadiive 2:30 - 3:30  Creoting on Qutrogeously Successful Company - Port |1
2:30 - 3:30  Trenchless Loteral Renewal Technologies - Lessons to be Learned 4:00 - 5:00  Creating on Outrogeously Successtul Company - Por 2

4:00 - 5:00  Zoom Camera Technologies: The Mext Level of Infrastructure Inspection

» Call 1-866-933-2653 to register or to get detailed information about the 2010 Expo!




REGISTER ONLINE @ WWW.PUMPERSHOW.COM

“pnamed by Tradeshow Veeok as Cne od T, e
thee 200 Largest Tradeshorws in fhe LS R i

THURSDAY FRIDAY

February 25th, 2010 February 26th, 2010
BUSINESS TRACK ROOM C101-C104 MUNICIPAL TRACK ROOM C105-C108
B:00 - 9:00 Wew 4 P's of Morketing 8:00 - 9:00 Identifying Manhole |/1 Sources and
Jerard Nighor/Tenzyme Trop-Cleer Inc Cost-Effective Repoir Mathods
9:30 - 10:30  Quit Learning ond Start Doing Lee Hoassig/Crotex Spociolty Products
Bill Roymond /Nexstar Nelwork 9:30 - 10:30  Jet Up! Taking Science to the Sewer
11:00 - 12:00 5 Secrets of Winnars Seolt Paguel/NazzTeg Inc
Kenny ChapmanNexsior Network 11:00 = 12:00  Cored in Ploce Pipe vs. Digging ond Replocing

INSTALLER TRACK  [ETTTIUVINNN e —
B:00 - 9:00  Risk Assessment for Delesmining SVC Frequency BUSINESS TRACK ROOM C101-C104

Colin Bishop/Bord na Mona 8:00 - 9:00 Quality and the True Cost of Ownership
9:30 - 10:30  From Theory to Reality Mot Suiton/Ropid Kiew
Roger Locasse, Premier Teoh 9:30 - 10:30  Vision ond Direction: Leading your
11:00 - 12:00  Timed Dosing and Controls Servica Company lo Prosperily
Mark Gross/(renco Victoria Finfey/One Biotechnology
11:00 < 12:00  How ta Shop Your Insurance Efectivaly
LIQUID WASTE TRACK ROOM B103 | Mork Herring/Heffernan lnsurance
ALLE ROOM B10T B:00 - 9:00  Undersbonding the Biology ond Fundian of an ATU
ﬂHSI'I'I I"S‘ l tﬂ!ﬁ - Doug Dent INSTALLER TRACK ROOM C109-C112

9:30 - 10:30  Permil Required Confined Space 8:00 - 9:00 Safety in Excavation
Fd Fitzgerald/Jock Doheny (o. Gary Hooxs/ Safely Corporation of America
a2 | 11:00 - 12:00 TB.D. 9:30 - 10:30  Comprehensive Control Panel Training
=pei=ppas Joe fimmerman, Scotf Rietsema,/SIE Rhombus
fistaller ALV LTTR(TII R TYTYROOMBION |  11.00. 12:00  Onsie Wostewoter Eflvent Disinfedion
3:00 - 9:00  Up-Selling: How to Thrive During o Recession Tt il
Ray Luden Jr/Polylohn
9:30 - 10:30  Portable Sanitation Business Overview LIQUID WASTE TRACK  [ROOMBI0S
Deric Bogys, Phil LaRoche/Satellite 8:00 - 9:00  Dewalering Allernatives
11:00 - 12:00 T.BD. Kelly Brown/BOP industrias
9:30 - 10:30  Converl o Liability Io an Asset
MUNICIPAL TRACK Fmily Landsburg/Block Gold Biofuels
B:00 - 2:00 Pipe Cleaning Tools 11:00 = 12:00 The Role of Bocterio and Bioougmentation
Dang Hicks/ENZ USA fne. in Grease Traps and Seplic Systams
9:30 - 10:30  Increase Revenues through Pipeline Loser & Sonar Dr. Clarence Baugh/ Custom Biologicals
Doc Bennet/CUES
11:00 - 12:00  How to Prevent |/1 in the Manhale Chimney Areo
Williom Goff/Sealing Systems Int. 8:00 - 9:00  Drain Cable Technology ond
Their Reol World Applicotions
SPANISH TRACK  CXTTISITAATTY RothNesky/SporianTo
B:00 - 9:00 Limpieza de Drenajes y Tuberias y la Eleccion 9:30 - 10:30  OSHA Procedures Regarding Confined Space
de Boquillos Chis Cirg/M Toch
Jim Aondervd 35050 11:00 - 12:00  Sonde and Usility Line Locoting Technigues
9:30 - 10:30  Formando un Progromo Eficoz de Inspecciones CCTY Rob Trefz RIDGID
Jim Aandervd /S5C5C

WOMEN IN THE INDUSTRY

9:00 - 12:00  The Regeneralion Process: How o Re-energize, 3 _
Re-purpase, Re-invent ond Hondle Everything! For detailed seminar

Ann Fry information please visit

www.pumpershow.com

» Many of these seminars count toward continuing education credits.
Check with your local representatives to see which seminars apply.




) FEBRUARY 24-27,2010 LOUISVILLE, KY

CELEBRATING ‘ l 1981 - 2010

h

ENVIRONMENTAL EXPO

OFFICIAL

HOTEL OF
THE 2010
PUMPER &
CLEANER

Louisville has many great hotels to choose from. Some hotels
are in walking distance to the Expo Hall and some are a quick
10 minute drive from downtown - the choice is yours!

Call the Louisville Housing Bureau
for help with your reservation.

Monday - Friday 9:00 am to 5:00 pm EST

1-800-743-3100 @oll free)
1-502-561-3100 (international)

Or you can make reservations quickly online at
www.pumpershow.com/pages/hotels travel

» Call 1-866-933-2653 to register or to get detailed information about the 2010 Expo!



INNOVATIVE PRODUCTS ~ KNOWLEDGEABLE PEOPLE

Sanistand

Limited Time!
Special Financing on al|
F'-::J|::.-'_r-.'_'nh-r| F’r‘r:-ductz:_
Visit www polyjohn.com
for Details!

2y




1-888-935-1133

www.toico.com T =

TUR ONE 3TOPF SUURLE FUR PURTABLE RESTROUM PARTY ANMD SUFFLIES

exclusively from

Solar Powered
« LED lasts 4 days on one charge

Safety First
» See where you're going!

Easy to Install
« NO wiring or maintenance

4 Manistee, Michigan

%DI" Shrink  Phone: (800) 968-5147
A INTERNATIONAL SHAINKWRAF SUPPLIER |l ocal: =231 } 723-2685

www.dr-shrink.com « drshrink@dr-shrink.com
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All Purpose Graffiti Remover
& Urinal Scale Cleaner

Biodegradable
No Harsh Fumes

Eco & User Friendly
Works Hard So You Don’t Have To

l ‘Hl{l "u-ﬁ 'H[]"a

With each trailer purchased from now until Chrisimas,
we will donate $500 to a food bank.

I %?MM/Q% Servicesiinc!

CALL FOR MORE INFO AND ADDITIONAL OPTIONS

p: 87 7.382.2935
EMAIL: INFO@COHSI.COM

www.COHSI.COM

ABERNETHY. a0

WELDING x: FIEFAIFI INC. Financing Available

2010 Intermational $400E Series,
260 hp diesel DT 466 angine, 6-5pd. trans. and

- waorld class auto, air brakes, 33,000 BYW. AT,
._ 1500 gal. tank, Maspoet HELADD pump Also,

L 1 'j 2500 and 3500 gal. tanks

SEVERAL GOOD,
OLDER TRUCKS TO CHOOSE FROM:
* 1999 Violvo - 4000 gal. tank, 350 cim pumg

* 195E Violvo - 4000 gal. tank, 350 cim pumg

m o M » International | - 12 coevrolet - 130 g tark, gos s oL

s | #1995 Intemethanal - 50 gal. tank
<o PETERSRI + 1991 Chesrolet - 250 gl ark

¢HN) gal. tank _
« 1990 Chesrolet - 000 gal. ek
2010 INTERNATIONAL
25000 gal. tank PORTABLE TOILET UNITS:
2009 KENWORTH « 2007 Cheyrobet 5500 - Cal for rices

20 qJal. tank, Maspor pump, G-2pd, 260 Rp » 004 Cheyrobet 3500 - At bed, m']ﬂtﬂ. Portahle
NEW ABLE Azstroom Hauler

3-2009 INTERNATIONAL 4300 ::HEIiI Eem'l‘“mﬂl' 1000 gal. e, gond condion
1500 gal. portable boilet sarvice uribs, st trans. 43 Sterling - 1300 gal

* 1397 Ford Fa3) - S0 gal tank
Z008-2009 PETERBILT
1508 gal, portable boiled sarice unik, aulo rams * 1354 LD - 100 fal tank
1-2009 KENWORTH MANY OTHER UNITS IN STOCK!

CALL FOR UPDATE

1500 gal. portabke todlet serice unit, aut rans

" WE WILL CUSTOM BUILD

= NVE G wieg | Lk
YOUR TANK UP TO 5000 GALLONS!| e
T T e —r— TRUCK REFURBISHING ﬂFﬂIHELEI

Our Truck or Yours OMPLETE PARTS AND IN-HOUSE SERVICE

www.abernethywelding.com
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Master of DISH

Colorado’s Waste Chasers pitches in to help its
hometown recover from a devastating storm

THE TEAM

Tim Chutz owns and operates Waste
Chasers, a jobsite services firm that offers
portable restrooms and roll-off containers.
This side of the business was aided during dis-
aster relief efforts by two full-time stafl mem-
bers; portables driver Marcos Garza and cus-
tomer service/ dispatcher Tracy Wilson,

COMPANY HISTORY

In 2004, Chutz expanded a small jobsite
cleanup and salvage company he'd bought

into demolition and related services. He
quickly came to special-
1ze in hurricane and tor-
nado recovery. “When I

bought the company,”
Chutz recalls, "it had a

truck in Florida cleaning
up from Hurricane
Charley. 1 took over, got
into it and took good
notes. Once I'd spent six
maonths doing that, 1 got
to know people.” Chutz
got three more post-hur-
ricane Florida jobs that
vear. Waste Chasers also
spent four months in
New  Orleans after
Katrina, and four months
in Galveston, Texas, after
Hurmmicane lke.

22 November 2009

The need for portable restrooms was so great once
began that several companias were
neaded to supply them. At right: A home was

by the tornado that touched down in May
2008. (Photos courtesy of Rebecca Valenting)

MAKING CONNECTIONS

Waste Chasers became the go-to cleanup
crew and provider of portable restrooms and
roll-offs after a mile-wide, EF-3 tornado {esti-
mated to produce winds of 136 to 165 mph])
roared through the historic town center of
nearby Windsor, Colo., May 22, 2008.

"I was watching the news in my

Longmont home, when all the sudden there
were weather alerts,” Chutz says. "A tornado

had been sighted south of Greeley, heading

toward Wyoming. I followed the notices as the
lornmado grew and headed toward Windsor,

Portable Restroom Operator
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LOCATION: Windsor, Colo.
THE PRD: Waste Chasers, Eaton, Colo.

By Mary Shafer

where my business is.”

Chutz got a call from Wade Willis of the
Windsor Park & Recreation Department ask-
ing for help. The town hall was disabled and
torn up. Power and utilities were out. The call
was a direct result of Chutz's face-to-face mar-
keting with the town in the past.

THE JOB
Chutz had trouble getting into Windsor

because roads were debris-covered. Once

there, he met with officials to ascertain their
needs. "Then I called four or five guys I've

worked with in Denver to

get more trucks and
some extra help.”

The beefed-up
Waste Chasers crews
started work that day.
Before they could place
portables, they had to
help clear truck path-
ways. They moved in
with grapple trucks, skid-
steer loaders and chain
saws (0 cut down trees
and help power compa-
ny crews move downed
lines.

The government
held impromptu meet-
ings as one crisis alter
another arose in the




“We got together with all emergency services and city

planners and created color-coded maps. We had to
methodically go through and clean up section by section,

so we could get everything moved off the streets ... Crews
needed restrooms, so I called Wade and told him they really

needed portables. He invited me to bring in mine.”

Tim Chutz

developing emer-
gency. Chutz was
called in for his dis-
aster recovery
expertise. During
the initial hours, his
crews were contin-
uously called away

from restroom
placement. They
helped [eMmove

trees on cars where

midnight each night

emergency vehicles
needed to get through, and stabilized build-
ings on the brink of collapse.

"We got together with all emergency serv-
ices and city planners and created color-
coded maps,” Chutz says. “We had to method-
ically 20 through and clean up section by sec-
tion, so we could get everything moved off the
streets.” Contractors’ trucks were flooding i
Lo repair houses. Emergency vehicles and util-
ity trucks were working. Sanitation was a
problem. "Crews needed restrooms, so | called
Wade and told him they really needed porta-
bles. He invited me to bring in mine.”

MANAGING THE WORKFORCE
Waste Chasers crews stayed on location

every day for more than three weeks, 12-13
hours a day. The biggest challenge was

responding to multiple requests simultane-

ously, Chutz recalls. He managed the hectic
schedule for two-and-a-hall months by

assigning tasks in manageable chunks: one
crew assigned to town parks, the baseball field
and municipal pool; another on streets and
sidewalks, and so on.

Communication technology was critical.
“When someone from the town called me, I'd
call one of my three managers on the Nextel,”
Chutz says. “It's all about organization of man-
power and machinery, At any one time, [ had
30-35 people on the payroll.” He often worked
from 6 am. to 10 p.m., then completed an
activity log to stay on top of paperwork.

He arranged to be paid by the hour, billed
daily. 1 made sure that time sheets were
turned in every day,” he says. °1 wrote it up at

and turned them in
the next day so the town knew what they were
spending.”

As a hometown contractor, Chutz made
some pricing concessions. "There were 3-4
[imes when Insurance wasnt going o pick up
a cost, 50 we did some work pro bono. You've
got to give back,” he says.

BY THE NUMBERS
After the public right-of-way work of the

first few weeks, private right-of-entry work
began. Residential home demolition didn't
begin until about two months after the storm.
This allowed insurance companies to get

adjusters into the area to approve and process
claims. Portable restrooms and roll-off con-

tainers were moved in for house tear-down

and selective demolition work.
Waste Chasers initially had about 40 stan-

dard restrooms placed in the affected areas, so
workers wouldn't have to walk 3-4 blocks. The
company has a total inventory of 300 rest-
room units; 250 are Five Peaks Technology K2
units, 30 are PolyPortables Integra units and
20 are Poly-Portables ADA and Enhanced
Access restrooms. The company lost about 25
of its fielded units to the storm’s violent winds.

Chutz also has about ten B-yvard roll-off
(rucks. These mostly stayed in place for pri-
vate construction, not being big enough for
heavy-duty municipal cleanup. His big grap-
ple trucks have 60-yard containers that can be
rolled and compacted to haul such heavy
loads. His individual steel roll-off containers
range from 10 (o 30 yards and were also used
for residential demolition and reconstruction.

Waste Chasers initially placed about

40 standard restrooms in the storm-
damaged area. Chutz has 300 rest-

raoms in his inventory. (Photos by
Stephanie Burchett)
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KEEPIN' IT CLEAN

“Normally we service typical jobsite
portables weekly,” Chutz explains. "But in this
situation, so many different crews were using
them, the drver serviced everything at least
every other day.” By the height ol the cleanup,
Waste Chasers had positioned 50 units in
Windsor, These all ended up within about a
six-block area, the most heavily damaged
Cornerstone Neighborhood.

Portables for the immediate cleanup were
removed by September. A few were lefl at the
town's baseball field, fire museum and a few

other public areas. Private home construction
throughout Windsor kept 15-20 units on site

through the first quarter of this year.

ACT LOCALLY

Chutz knows the power of public rela-
tions. “I try to localize, because you get to
know people and to understand their needs.
Mobodys big enough to take care of every
place that's affected by one of these storms, so
I hke to concentrate on an area where [ can
monitor the progress and see things coming
back.”

He's always willing to participate in activ-
ities like Habitat for Humanity, providing free
trash containers and portables. Waste Chasers
also participates in green recychng imtiatives
such as landfill diver-
sion and educa-

MORE INFO:

ional schonl
e 1. e ..{JL.' Five Peaks Technology
programs. “Its  }g§6/293-1502
about Ei‘r’IﬂE www fivepeaks, net

back to the com-
munities Lthat
support us,” Il

PolyPortables Inc.
A00/24]1-7951

wiww polyportables.com
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TRHRAK

Exclusive Portable
Sanitation Snﬂ'lulre

One Touch: L
Billing Order Entry
Service Schedules Reports &

¢ Visud mopping ond routing 4 Duick Books inteprafion .

Pump it out! Wash it down! Fill it upl_

. -

Sutorbilt Model 4MP RIV Brass Valves Masport Madel HXL4V grorimpiie g i s o
An honest price, excellent service ond ) Canadian Version Now Available.
premium tooks are signs of o profession- b Only EZTRAKR ofters positive service validation
ol. On these things, suctessiul businesses a \
talerate “NO COMPROMISE™. Phone: 8bb-229-1938 Email: 1I1|I:IIEI ezirakr.com Web: www.eztrakr.com

Only the business awner tan contral the
price and quality of his sarvice, but, when
it comes 1o the fools, Armsirong
Equipment, Inc. con help. We ore proud
to affer the best quality pumps and com-
ponents availoble. Sutorbilt and Masport
ore two of the most recognized ond
% respeded names in the industry. Couple
& them with Shuorflo, Burks, Pumptec,
Reeloralt, RIV and Plastiflex and you have
. - oll the tools needed to assure a smoothly

Burks DC10, Shurflo 7088, Pumplec 354 pperating service rugk,

INDUSTRY NEWS

Chemcorp Industries
Names Bamberg Executive VP

Dave Bamberg has been named executive vice president, busi-

AR_'[I{[STR{]N (] aoo -69'9-7557 ness development, for Chemcorp Industries Inc., maker and distribu-

11200 Greenstone Ave. = Santa Fe Springs, (A 90670 tor for Johnny's Choice portable restroom deodorants and cleaners.
EQUIPMEN’ I 562-944.0404 - Fox: 562-944-3636 He has 20 years of industry sales and marketing experience. i
]-_-N www.vyacpump.com
_= = (- = = Hablamas Espanol

IRy issr
#llff_EhEm Come ’n We re

Your #1 Source

for
Chemical Deodorants!

& We design the strongest and most
affordable products on the market

& FPrivate labeling and custom
blends available

1.800.634.2540

Holding And Fresh Water

www.redic henjnnft exas.com T T i —
20905 Hwy 71W - Spicewood, TX 78669 a -
WWWw.roneo—plastics.com « www.ronco—plastics.net
*New customers mention this ad and 400 Sizes Available

Tam e EET

get 15% Off your first order Wholesale Pricing Available

= 714-259-1385
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LLGETS ITALL
800-241-7951

'|

\ Everything for the successful restroom operation

v/ Portablerestrooms + Hand-wash stations
| Qﬂestm ntraillers + Deodorizers and
v/ Pumper trucks cleaners

POLYPORTABLES

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

About that article,
would You Like a COPY?

A poster to display tw Your offiee?
Ao electronde -F tle o ‘F..us.t oW LJOuUY wieb site?

Ef]lril.ﬂ.tg to hawnd owt or maatl to ]mtl:‘.w.tiﬂl. cstomers?

Just Let us kRnow!

Tm:l:s s Tanl-l:5 2 Trailers ﬂ Toi
View arficles, options and pricing -'E

at www.promonthly.com/editerial 'anpu.;gr_l_-lar 1 ! z
To order, a-mail . -ﬂil.. .n' ¥ it

iaHI@.;ulapuhlighing_.;gm 7 Church Road, Hatficld, P& 19440

or call COLE Publishing Phone: 800.422,.1844

at 800-257-72272 Fax: 888, EE3. 9380
Fmﬂll Visit our website: wwwi libertyfg. com

Y Call Michael DeGroat (ext 12)

Commercial Equipment Financing Call 800-422-1844
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DISCUSSION

DOLLARS AT DELIVERY

A Discussion Forum poster seeks advice on
how to prompt event organizers to pay for

units when they are set up

QUESTION:

We have been in business since 1961. We recently went into the

portable restroom business. | see the most problems when 1 rent

to organizations, usually large organizations with home offices. I
have a problem getting paid by check at delivery. I have always been

Dual VIP Restroom Trailer

paid, but does anyone have suggestions on how to get them to pay From $9,841
upon delivery? The excuse I get is the check has to be written at the daal for _ Faaluires
’ v Weddings § Paries = Halar Powerad
home office. I have gotten paid, but 1 usually have to make phone + Sporting Events . SeMf-contsined
alls for uple weeks after th ni r  Food I-Fﬁ.'.l'i.illi. - Flushing, chana toilet

L B U P - L CVETL « Community Everds = EnGlesed simk
+ Restroom Remodeling - Power Converber [option)
» Movie Production - Aw-conditioning (opticn) e

= Irlersdr Healer [Oplon)

ANSWERS:- - Sink Water Heater joption]
Tell them in advance that you won't set the restrooms unless you 77 & VIMEVARD AVENUE - OMTARIS. CA S1TEY
have a check in your hand at or before time of delivery. preone 909-930-6244 - Tow Free 800-334-1065 - Fax 909-930-6237

WWW INULCONCEP T S.COM

We get that all the time. We rarely get paid on site, but I've only
been stiffed a couple times. I'll get paid one way or another.

NITICTNARE

tlll'l_llt! T4 T T

Get the credit information for security reasons.
That way if they don't pay by the invoice, you can quality Enginesrad For Long Term Outdoar Durabllfy.
apply it to the credit cara.

WE OFFER DECALS WITH

HI-TAC ADHESIVE,
The best way I have found is to accept credit cards. Most organi- PERMANENT ACRYLIC ADHESIVE,
zations are willing to provide you with credit card information. If they REMOVABLE ADHESIVE AND

don't want to be balled by using the credit card, tell them you will send
them a monthly invoice, but get the credit information for security
reasons. That way if they don't pay by the invoice, you can apply it to
the credit card.

ALUMINUM SIGNS FOR USE ON:
PORTABLE TOILETS, EQUIPMENT
ROLL-OFFS AND VEHICLES

Come Join Us Online CONTACT US AND WE WILL SEND YOU

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 OF EACH MATERIAL!
Restroom Trailers, Portable Restroom Service and Trucks. Simply Call (800) 903-3385 or FAX (800) 556-5576
register with a user name and password and join the discussion! www.jcgury.com

Information and advice in PRO Forum Chatter is offered in good
Jaith by industry professionals, Readers should consult in depth

wirth appropriate industry sources before applying the advice they
read here to a specific business situation. B
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Industry’'s 1st
Collapsible Mover

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?

v/ Fits on atruck ¢/ Lightweight
v/ Fits in a john v/ Easy to use
o/ Durable & sturdy ¢/ Time Saver

METRO

mMover.com

L

£ call for a quote

+ 920.493.2987

wiwrw miniPMETROmover, com

e Aled Forward Bciion LLC
mini METRO mover pabend pending

" The NEW Moro
Vacuum Pumps
from

IVI@NAOIN N STA
PM6OA PM70A

233 cfm 300 cfm

PMB0A
378 cfim

Isn’tit time'to.
UPGRADE to a MORO?

L

Yol _"Vlnrn Right Angle

= B ) .tl =

orive Packages

PM80 Turbo Available in

(Option 1l Package 230-824 cfm
pkg. pictured) 250 cfm pump sizes

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

o @

'solute
Perfection

Do you prefer controlling holding tank odors with tablets?
Biodegradable, safe to handle and completely nonstaining,
PORTA-TAB quick-dissolve tablets surpass all competitors’

tablets in performance and convenience.

»» Goated for Easy Handling
»» Non-Staining EVERBLUE™ Color
»» Biodegradablie and Formaldehyde-free

»» Powered by WAVE 2 Technology™
for Long-term Odor Control

800.338.3199

VAV WALEX

walex.com
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THINK TANK

Taking Your Message to the Web

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

IT WASN’T SO LONG AGO THAT FAX MACHINES WERE ALL THE RAGE. NOW PROS NEED T0
JUMP ON THE INFORMATION SUPERHIGHWAY TO REMAIN RELEVANT.

By Mary Shafer

able, how everyone would ask, "Oh, do you have a fax?” Then, within
just a few short yvears, the question simply became, “What's your fax
number?” People just assumed that if you were a serious businessperson,
vou had a fax machine, Well, that's how it's getting to be now with Web sites.

Only a year or two ago, many folks I talked to on the floor of the
Pumper & Cleaner Environmental Expo International weren't even thinking
about getting on the Web. This vear, I'd guess about half of them have either
launched a Web site or are in some phase of making that happen. By the
end of the decade (which is really only a year away), those who haven't
migrated the majority of their company information onto the Internet will
be in the minority.

A 2005 study estimated that 76 percent of American households had at
least one Internet-connected computer. That was four years ago.

There has been an irreversible change in the way people seek informa-
tion. As more young people from the “wireless generation” enter the work-
force and use Web-enabled mobile devices, online search will only grow in
popularity and importance. Service businesses ignoring this reality are in
serious danger of being left in the dust of the last century. Here's a look at
how two PROs are handling the issue for their companies.

R emember back in the mid-1980s, when fax machines became afford-

Columbia  Sanitary

Name: Sheila Nessler : :
Services serves Colorado's

:l:;.;::?:nﬁ::a Front Range with Ipnnahle

| Sanitary Services Inc. restrooms and septic pump-

‘ol Location: Golden, Colo. N8 Sheila Nessler is the

N Employees: 6 majority owner with her

T el Years in Business: 10 husband, Denny Nessler.

They take advantage of the
edge gained in snageing government contracts with a woman-owned busi-
ness designation. Both realized that to exploit that edge, they'd need to take
their business where the majority of vendor-seeking eyes were looking.

“We wanted more exposure as a minority-owned business to federal
projects and other contracts where that matters,” says Denny Nessler.
“We've seen in meetings and negotiations Sheila has had that we're taken
more seriously since we have a Web site.”

He says the Columbia staff did an in-house survey that tracked new
business calls for a year, and were surprised by what was learned. "We
tracked our leads and found we were getting more relerrals by word-of-
mouth than we were from the Yellow Pages. We knew the word-of-mouth
from neighbors was a large part of (how we got) new business, but we had
no idea how few people really look at our phone book ads. And the ads are
not cheap.”

28  November 2009  Portable Restroom Operator

“We wanted more exposure as 8 minori-
hv-owned business fo federal projects
and other contracts where that matters.
We've seen in meetings and negotiations
... that we’re taken more seriously since
we have a Web site.”

Nessler says that
based on these surprising

results, Columbia imme-

diately decided to reallo-
cate its marketing dollars.

The MNesslers took a

critical look at the large
budget they had designated for print and decided to pull out of several of

the phone directories they'd been in since buying the business a decade
ago. They used that money to fund a Web site launch.

They approached COLE Publishing's Web site design division to help
plan and implement their companys first Internet presence, www.
copotties.com. The plan is to continue sending more marketing dollars to
the Web site, Columbia will see about a 25 percent growth in that spending
over the next 3-5 years.

Denmy Nessilar

“We started thinking
about getting a Web site
about seven vears ago,
recalls Leslie Fisher, who
co-owns Eagle Services, a
septic  pumping and
portable restroom compa-
ny, with her hushand, Jeff
Fisher, I was a computer programmer in a previous life, so I thought 1
could do it myself. I probably could, but T just don't have the time.”

The Fishers finally hired a company (0o produce a Web site. The site,
www.eagle-services.net, had only been live for a short time, so the compa-
ny hasn't seen any changes from it. But the site will change the way promo-
tional budgets are divided between print and online marketing, with more
dollars being allocated to keeping the Web site up to date.

Fisher says the impetus for launching the site was the realization that
how people shop for services has changed drastically over the past several
years. "People just go out and Google something when they want to find it.
[ do,” she savs, And now she's in the process of making sure that all the com-
pany’s printed materials — letterhead, business cards, brochures — and all
the fleet vehicles carry their Web address to drive traffic.

Fisher understands the need to keep the content fresh and current.
“The way the world finds its information has changed,” she says. She
believes Eagle’s Web site will ensure her company remains relevant to how
people search for services. B

Name: Leslie Fisher
Company: Eagle Services
¢ Location: Omaha, Neb.
Employees: 9

Years in Business: 7
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Leslie Fisher




EASILY MOVE RESTROOMS
with

Super Mongo Mover®

@1

888-388- ??EE ® 7405327822
wwwﬂrﬂ[lhmllm: com

rmitchell@dropboxing, com

FADLOCKS

Econamy FPadkocks for your boillets M
and mare, Master Lok, natanal 88
beands, and economy generics. I

Keyed alike on your existing key nl.ntl\wTjl

We Specialize in
Waste Management
Labeling:Solutions

* Corviee Recorde

v Aluminum

Lall for 4 cata'ng, quote, ar arder aning
LockMasters USA Inc
1-B00-451-0620

v lockmastersusa.com

come v We're

OPE

www.promonthly.com

Frame
v Ships UPS

v Corry
ALA s
v Models

starting
at $380

v Easily Rides on Your Truck

Available with 2, 4, & or even
B wheels and your choice of
air or solid feam tires,

www.dealassoc.com
—Dg— 866.599.3325

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

CLASSIFIED Apvertisine

ADVERTISING

NEW COMCEPT IN PROMOTING YOUR
BUSINESS: Minigture rolls of tolet paper
printed with your company name and kgo.
Contact Marc Polish, www justtoiletpaper,
com, 608-823-TB61 or marc @ justioilet
DEDEr.Com. (T11]

BUSINESSES

PORTABLE RESTROOM BUSINESS:
Front Ranga, CO. 360 toilets, 2 handicap, 8
wash stations, 3 trailers, 2 professionally
built trucks. Family cwned and operated 18
years, 719-498-8335 (PTBM)

COMPUTER 50FTWARE

SOFTWARE FOR YOUR INDUSTRY!
Business Efficiency.. . NOW more than ever!
Cwver 28 years expenence; Easy to use;
Affordable; Powerful. Watch demas on-ling
...0or call ror a personal guided tour. FHEE
eBook; "3 Essantial Secrels to Increase
Frofts.”  Ritam  Technologies, LF
www.ritam.com, 800-662-8471 ar 208-620-
4462, (TBM)

NMovember 2009
DEWATERING

NETZSCH PLATE FILTER PRESS no
1200/LF/N for sale. Excellant working con-
dition with controls and documents.
Automated plate open/ close. New filler fab-
e, ready to install. Asking $70,000
Localed in PA. Call Klina's Servicas T17-
RE7-1927, Shawn Pearry. (PT11)

DRAINFIELD RESTORATION

NEW TERRALIFT FOR SALE. Bought new
in 2009, vary faw hours. In excellent condi-
fion, 530,000, 843-283-3740 (PT12)

PORTABLE RESTROOMS

100 POLYJOHN UNITS: Construction
grade, forest green wiwhite trim, $130 to
$200 2ach, B65-322-4037 or BES-T40-1654

[T11)

Adyertise in Classifieds for only

1““ PER WORD!

lt's aasyl Just submit your od online at:
WL promon thiyoom

ONE SUPPLIE

=i !

. auu-zzz-nsu
Major Brands

www, 180033 3WASH.com

PORTABLE
RESTROOM TRAILERS

1985 ALLOY 48' RESTROOM TRAILER, 3
womean's stall, 5 man's and 7 urinals, room
to add showers. Large waste storage, best
for large crowds, complete with water pres-
sura system, $40,000. 403-680-0752. (TO1)

PORTAEBLE TOILET TRBANSPOET TRAIL-
ERS: New 28' - 12 standard unit or 3 A.D A,
26 500, View at www.hackerbuifing.com.
Build 1o order tralers. Leave message af
B07-272-9351 orcall Tom at 507-851-2188.

[PT11]

Need 10 expand your Restroom or Shower
Trailer flest? BUY USED! Basic and Luxury
models availabla ranging in size from 12" =
32'. Prices starting as low as 312,000 Call
The Black Tie Companies at 877-733-1200
for details! (FTO1]

PORTABLE RESTROOM
TRUCKS

2003 Ford F-550 6.0 SD, autd, diessl
200250 1ank, Conde pump, pressure wash-
gr, 518,000, 2000 Ford F-550 7.3 5D, 5-
spd. diasel, 500250 tank, Masport pump,
tires B0%, $16,000. Both ready for work.
478-956-1525. (T11)

promonthhy.com

¢+ Maintenance Tage

* Portable Toilet Cigne

* Logo Cigne

* Qigne (Plastic 8 Aluminum)|
* Gonder Cigne

All types of custom.printing

g

check-out our great prices

/1 sepiss= )

EEEt E’Eﬂl‘@ ire

thE inaustry?

‘Er;:hiﬂs.h.
['—_ﬁi'i"' Ii-'—'-l-‘l.lbl.l'l & More

1104 Summit Ase. Suile 102 Plano, TX 75074
wsw AnchorGraphlcs.com
Phone: 972-422-4300 Fax: 9T2-422-4311
[BD0) 875. 7859 » sakes@anchorgraphics.com

PORTABLE RESTROOM
TRUCKS

1855 International 4700 with a IME 1500
split (1000/500] carbon steal tank, 264 000
miles, aulo frans, service record avallable
Stored indoors. 514 250, Call 800-473-
3205, (T11P12)

(4} 2007 GML 5500s5: 1-65,000 milas, 2-
B3, 000 miles, 2-unit carrier, aluminum deck,
ioal box, slesl tank 950300, Excellant con-

dition. $38.000 each. Call Dan 757-485.

SEPTIC TRUCKS

2008 DODGE 4500 (MCC TRUCK.
Flatbed, liftgate and grill guard. &8,000
miles, new tires, auto. trans. Pleasa call
208-330-2578 for mare info (PT11)

FOR SALE: 2005 Isuzu NOR WorkMats
980 (600 waste/350 fresh), 148,025 miles,
good condition, well maintained. With lit-
gate (liftgate needs some work). $28,500
fiern. B45-426-2T87; BYT-564-6977.(CFT11)

SLIDE-IN UNITS

SLIDE-IN TANK by Best Enterprises, SS
fank, 300110 gal., Henda angine, Conda
pump electric start, Good condiion. 34,000
319-378-BB00 1A (PT11)
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Back in Service

Bob Carlson (left) and
Jarry Kirkpatrick answer your

questions in Truck Corner.

WHEN A VACUUM TRUCK HAS BEEN SITTING IDLE FOR A LONG TIME,
IT°S GRITIGAL TO GHECK THE PRE-FILTER AND ALL OPERATIONS

BEFORE HEADING OUT OF THE YARD FOR A JOB

QUESTION:

My small company has three restroom service trucks. The

recession has really brought a slowdown on business. It used

to be that we could barely keep up with demand, but in recent
months we've had trucks sitting, maybe running one truck, sometimes
two. Then the other day we got some calls, and it was time to do some
pumping. We were happy that all three trucks would be on the road
making money.

The trucks headed in different directions. One truck got to the
work site, which was 35 miles from the shop. The driver got everything
sel up, but there was no vacuum on the gauge. The pump was running,
but there was no vacuum being measured at the gange. He checked
the hose and there was no vacuum there either, Still the pump was
running. Anyway, our “great” day required another truck being sent
out to do the job.

By the way, we have always been in the habit of cleaning the pri-
mary and the secondary as recommended. 50 what do you think the
problem was?

Gary Gerard
St Paul, Minn.

ANSWER:

This is a great question because we've seen cases like this in our

shop. The recession has left many trucks sitting for long stretch-

es of time. And most service technicians do check and clean
their primaries and secondaries, thus avoiding any problems the fol-
lowing day when trucks rev up again.

When trucks have been sitting for any amount
of extended time, beyond what is considered
normal, check for proper operation at the shop
before you head out to pump.

We've mentioned many times that if you don't clean your primary

from time to time and vour secondary every day, you'll have prob-
lems. One other element needs to be brought into the equation to

solve your problem. Let's talk about the pre-filter; some people call it
the final filter.

The pre-filter 15 the final safety accessory to prevent debns and
materials from entering the pump. In the typical vacuum system, the
primary is the first source of protection. As the system runs, some stuff
makes it past the pnmary and 15 sucked into the secondary where
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hopefully it drops and is trapped before moving onward toward the
pump. But since we are not living in a perfect world, some debris con-
tinues toward the pump. This is where the pre-filter comes in.

Some manufacturers have the pre-filter already attached to the
pump. It serves as the final obstacle keeping debris from entering the
pump. Other pump manulacturers offer it as an optional accessory. It
looks much like a mini-secondary:

A WHOLE LOT OF SHAKIN’

In vour case, one of two things most likely occurred. As the truck
sat for a few days or a week, the leftover waste materials dried and hard-
ened and attached to the interior of the primary and/or secondary and
possibly the pre-filter. Then, the vibration of bouncing for 35 miles to
the job caused the dried debris to flake off and move along. When your
employee turned on the pump, this material collected at the pre-filter
and blocked your airflow:

When trucks are running every day, the system tends to take care of
itself in this regard. But with more trucks sitting in this stressed econo-
my, things like this will happen.

The lesson s clear: Check that pre-filter. It usually has a removable
top attached by wing nuts and can be checked quickly and easily. The
other half of the lesson is that when trucks have been sitting for any

amount of extended time, bevond what is considered normal, check for
proper operation at the shop belore you head out to pump.

And don't stop at your vacuum system, also check the engine oil

and other fluids. It might be a good idea to check your tire pressure and
the condition of your hoses at the same tme.

Bob Carlson and Jerry Kirkpatrick of Arizona-based Glendale
Welding have over 50 years combined experience dealing with
portable sanitation truck issues. Fax questions to them, addressed to
Truck Corner, at 623/937-3688, or send Bob and Jerry an e-mail at
fruckcorner@promonthly.con. B

PRO welcomes letters from readers responding fo articles
we publish or offenng comments and opinions of interest (o the
Industry. You can submit your lefter Dy:

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

All letters must be signed. Flease limit your letter to 500 words or less.

What's
Your

?

il We reserve the right to edit all letters for length and clarity.
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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

?; ﬂ

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

T8 007843 9286 R8125985:26 300K Jol2085 3610k

'LheklS E @mmjmm LIT(Ro () PRRD S &, s G, || Aenerile, TA708 @™,
ETmail’ sﬂuf[]nn@shng ybal®ne i Ewenlsic awwwituffzjontcom 6

PORTHABLE TOILETS | HOLDING TANHS | HAND WASH UNITS / ACCESSORIES




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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