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Free-Standing Sinks

TJ Junior Single

Frﬂ Standing Sink
(20 pallans fresh water)

e Stand Holds 4 Waterless Gel ks
Touch Dispensers Or Hand Wipe I
Dispensers

* Bag System Easy To Refill

* Dome Top, Base Has Holes

For Stake Down
* Large b Gallon Base With

Fill Cap And Drain Plug

* Comes In A Variety Of Colors
* Choice Of Black Or White Gel Dispensers

* Unit Dimensions: 18" x 18" x 52", 18 Lbs

* Comes Assembled

 90Gallon |
Free-Standing Sink
|3 gn'irnm Iresh waler] A

e

| -

7-1/2 Gallon
Handwasher

optional for the
standard Tuff-Jon
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PORTHBLE TOILETS | HOLDING TANHKS | HAND WASH UNITS / ACCESSORIES

e 500784 379286] [812:98512630) |81 2788573671 ki
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y(m are in g ooc[ hands at Best fnterprwesf

Before you buy ask these
questions:

. Can I Trust you?

2. Are you Committed?
3. Do you Care about
me’?!

4. Do you have Integrity?

-'-.:'

Thank vou to Victor Grostern of Econome, Thank you to Dave Nessrella of Clean Port-
Inc. tor purchasing this 2009 Ford able Restrooms for purchasing this 2011
with at 1,500 gallon Stainless Steel Tank Kenworth with a 1,500 gal. Stainless Tank

300/110 Shde In Unit It _jS ﬂ[[ '[]'[] Eﬂ‘[]l!d:. In
about the
Stainless!

Contact Kathy Jackson or
Dan Mavrek

Best Enterprises, Inc. [-800-285-2378 www.bestenterprises.net
Cabot, AR 501-988-1905 info{i bestenterprises.net
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Sanitation Deodorants
Absolute Lowest Prices
Exceptional Products

Guaranteed Service

= .l;-—-.___i- - i '_':
Order EIHEIQDI' calll

-~ 208-704-1239
www. APEXCHEM.com

ADVERTISERS

Offering a unique
Insurance program,

designed specifically for the
Portable Sanitation

Industry

CC Roy Insurance Brokers, Inc.
4305 Hooenda Drrve, Suite 550 * Pleasanton, CA ¥4588

(800) 443-6566 - (525) 4609495 i

sheric@ccroybrokers.com * www.ccroybrokers.com

€ C ROY INSURANCE
BROKERS, INC.
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FROM the
EDITOR

May 2010

Contact us: PRO strives to serve the portable restroom industry with priteresting and

helpful stories. We welcome your comments, questions and column suggestions and
prontise a prompt reply to all reader contacts. Call 8B00/257-7222; fax 715/546-3786;

e-mail PRO editor Jim Kneiszel at editor@promaonthly.cont,

Expect Restroom Upgrades

JUST LIKE THE AUTO INDUSTRY ADVANGED BEYOND OPTIONAL SEAT BELTS AND AM RADIOS,
STANDARD PORTABLE RESTROOMS ARE GETTING MORE SOPHISTICATED ALL THE TIME

By Jim Kneiszel

hat's the definition of a standard restrooms? As the portable san-
itation industry matures and customer expectations change,

this isn't quite the simple question it was in the past. You might
say a basic unit is a single-wall, no-Irills restroom with a wooden skid,

the type you expect to find on a home construction site.

But starting with a plastic or fiberglass cube and holding tank, your
customers might be adding some refinements and options to the wnits

they want yvou to drop in a construction zone or summer special event

like a county fair.
In this issue we explore manulacturers’ offerings in the entry-level

category with our annual Standard Restroom Roundup, “Locked &

Loaded.” We include restroom choices from seven manufacturers —
most of them shown on the exhibit floor of the Pumper & Cleaner

Environmental Expo International earlier this year. While these units

are the economical choice, they can be ordered with a host of comfort
and convenience features (o elevate them Lo special event status.

Answering a demand for better hygienic choices, each restroom

maker has added optional sinks to the basic models. Holding tanks are
bigger, ergonomics and cleanability are improved, and hooks for coats

and shelf space to safely hold personal items are more abundant.

Perhaps your customers — even the construction clientele — are more
interested in providing facilities that are as close (o the home experi-

ence as possible.

| compare the quality changes in standard restrooms with growing
sophistication of the auto industry. | go back far enough to remember
when seat belts and AM radios were optional equipment at the local
Chevy dealership. Back then we couldn't have envisioned a time when
air conditionung, arrbags and voice-activated controls would be stan-
dard issues on many vehicles.

That makes me wonder what's on the horizon for basic portable
restrooms. Will they all have flush mechanisms? How about solar light-
ing, electronic tracking devices, climate control?¥ Though they've
improved dramatically over the past few decades, I'm sure there’s great

Though they ve improved dramatically over the past few
decades, I'm sure there’s great innovation in store to take
restrooms further away from their genesis as plywood boxes
enclosing metal drum drop tanks.

b May 2010 Portable Resiroom Operalor

innovation in store o take restrooms [urther away [rom their genesis as
plywood boxes and metal drum drop tanks.

And whats most exciting i1s that PROs and their customers will
drive these improvements. In a big way, it's up (o you (o convey your
customers needs to the manufacturers, so, in turn, the industry offers
products that are perceived as more critical to the general public.

VISIT THE ENERGY FAIR

In our On Location feature this month, "The Power to Please,” |
introduce you to PROs Ed and Diana Trzebiatowski of Trebco Services
in Amherst, Wis. I caught up with this can-do couple as they provided
portable sanitation services for the 20th Annual Midwest Renewable
Energy Association Fair, billed as the biggest alternative energy event in
the 11.5.

The Trzebiatowskis place and maintain about 80 restrooms and 14
hand-wash and sanitizing stations on the large rural grounds in Cuaster,
Wis., every June. For the small company with a shade over 200 rest-
rooms, this is their biggest event of the season and they scramble a
small workforce (o keep the restrooms clean and fresh.

Theyre happy to serve the event that puts this rural central
Wisconsin community on the national stage, And if you're interested in
new technologies of green building, energy elliciency or ending L5,
reliance on foreign sources of energy, you might want to make the trip
to this vear's fair, set for June 18-20.

For those of you looking to reduce your energy consumption —
whether at home or in your portable sanitation business — the Energy
Fair has a lot of good information to offer. 5ome 275 exhibitors and 200
workshops teach attendees everything from how Lo provide betler insu-
lation for homes to how to build a wind generator to ways to convert
vehicles to be powered by electricity or fryer oil. Presenters explain how
Lo construct sustainable buildings made of everything [rom straw bales
to old tires.

While some of the topics explored at the Energy Fair were once the
domain of a more [ringe alternative energy crowd, green construction

techniques are now frequently employed by traditional builders. And

that's where concepts like super insulation, geothermal heating and
cooling and solar power could potentially help PROs lower their oper-

ating costs, if not now, then at some point in the future.

If you live in a northern climate, imagine being able to cut your
warehouse utility costs by half through a newiound energy elficiency

program. That would allow you to raise vour bottom line without rais-




Ing prices or renting more
Lnits.

To learn more about the
Energy Fair, call 715/592-6595
LI Hl_] LOF WAL hE-]TIfEH.LHH.

CARDBOARD RESTROOMS

In my March column, |
included a photo of an
pbhscure profotype resiroom
going back to the 1980s and
asked readers (o identily the
material used to make the

unit. Contractor  Craig

Mendenhall of American Sani-
Can in Portdand, Ore., was

quick to provide the correct
answer and some background

on this peculiar product.

The prototype, from early

[iberglass restroom manufac-
turer and portable sanitation

contractor Harvey Heather,
was constructed ol cardboard.

As | wrote In my column,

o

Hestroom maker Harnvey Heather's falled

cardboard restroom

found on construction sites today. But his cardboard units didn't share
the same success story.

"These units could knock down flat and in theory you could stack
or nest hundreds or thousands of units on a flatbed trailer. In a short
time, at a festival event, pop them up together and be ready for serv-
ice,” Mendenhall, who at one tiume worked for Heather, explained in an
e-mail.

The restrooms were made of corrugated matenal, for added
strength, and had a waxy outer coating to resist stains and promote
longevity for an admittedly temporary restroom solution. Thanks go
out to Mendenhall for his response. If you have any interesting histori-
cal photos to share with the rest of the portable sanitation industry,
please send them to me at editor@promonthly.com.

| “ '

Holding And Fresh water

Visit our websites .

WWW.FONGO—{Iastics.com « WWW. I'[Illl‘-l]—|l|HElI[:E Nel

400 Sizes Available
Wholesale Pricing Available

Heather's fiberglass USANCO restrooms were a major advance for a
ledgling industry more than 30 years ago, and some of them are stll

714-259-1385

KLEEN PRO TECH

Specialists in Portable Toilet Deodorants

All Units Have:

= Steel Studs & Roof Rafters

* Fastnerless Siding No
Screws Or Rivets

= 24/7 Tech Support
* Pull Them With SUY Or See our

VWe prow du';,uusuperlﬂl'

wehs/te for
maore layouls
and options.

1,/2 Ton Pickup
* Hot Water
* AC amd Heat

Clean protection

& Satson 4 Station 2 Station
600 Gal Waste Tank 450 Gal Waste Tank 300 Gal Waste Tamk

CHLL FOH WRIEE (M7 THD RDVHTEOMAL OFTIENS
= B77.382.2935
EMAIL: INFOECOHSI.COM
wWiww COHSLCOM

for }fq{.l.fc\ientﬂ

262.527.9804

www.kleenprotech.com

Quality Guaranteed - Excellent Customer Service
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CHEOAPS = PABEPS = JALS,

LABEL H’DUE PDHT&ELE TDILETS WITH
THESE DECALS FOR ONE LOW PRICE!

YOUR COMPANY INFO ON FRONT DOOR

A

o

Septic Services E

653-2683 .

-;-’.

8"x12" y

YOUR COMPANY INFO ON EACH SIDE EEEEE -

_ e Tirow [

_ TRASH B

Dual VIP ﬁﬁfﬂﬁﬂm Trailer " m“_ET -

= Salar Powerad

= Seff-contaned

= Flushing, chana foilat
= Enclosed sink

« Power Converter [oplion) §
= Agr-conditicning |apticn)

= |mlersor Heaber (oplian)

- Sink Water Hoater [option|

v Weddings ¢ Paries
+ Sporting Events
r  Food Festlvals

« Coammunily Evernls
+ Restroom Ramodeling

v Movie Praoduction

You get al\ these Iahels h:nr 94.95 @HU SMOKING

hate a quantity o 2 %8
wa use ngh Quality ‘Iu’myrl Fade Resistant UV Ink

- Hi-Tack Adhesives Designed for a Strong Bond to Plastics-
Quality Decals Printed in the USA since 1961

o

17AT S, ViNEYARD AVEHUF OwTario, CA 91761
Puone 909-930-6244 - Tow. Free 800-334-1065  Fax 909-930-6237
wwwW. NUCONCEPTS.com

1-800-348-24 54 [~ ==y

Looking for

Atfordable Paper?

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

Congratulations
to our FREE pallet winner

Bumgarner Septic
of Hickory, NG

» 100% Recycled Paper
» Competitive Pricing
> Seplic Safe

B e -
Trucks » Tanlcs « Trailers = Toilet

Computer Hardy

:"""-l.; -

""!,1

.‘* ﬂ““ 'ia;rr Jl

' _.-...g&l".ﬁ_

7 Church Road, Hatfield, PA 19440
Phone: BH.422,. 1844

Fax: 888.E61.9380

Visit our website: www. libertyfg. com

Call Michael DeGroat (ext 12)

Eummermal Equipment Financing Call 800-422-1844
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Manofacturers of most of our own products,

Other products available.
Flease give us a call.

1-866-767-2131

Fax: STE836-5897 « Email: rick =

L Ceniury paper .com

 Quantity Discounts
B Can ship 1 Case
or Truck Load

* Weh Sile: ¢

II..II_.J .|II_I L-LEIN




Operators Have Earned
600 000 o FREE Equipment in our

R0 REWARDS PROGRAM

DEODORIZER

I-.

Since we started the ROI program,
operators have carned over $600,000
of FRILL equipment for their
businesses.

With our exclusive ROI Rewards
Program all vour deodorizer
purchases earn points for FREL
restrooms, sinks and holding tanks!
.ﬂnd, that’s not alll Livery year you
“wil w T P;I'.'EI-EI:H from renting the
| nt. 1t’s DOUBLE REWARDS!

To Enroll In The
ROI Rewards Program Call:

| 877-ROI-PAYS

SAFE 1 FRESH

DeEccdarizers

Protection That Fﬂﬁf
Visit us online at:

WWW.EEfEﬂI’EEh.CDH‘I L HT?‘?'E'q"?EgT A [hvision of Satellite Industres {Eﬂ'ﬂ."ﬁi}
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BACK at the
OFFICE

Writer Judy Kneiszel has operated her oum small business for a decade and is familiar
unl thee meany retaards and cligllenges of nisiness ownership. Write o fer uitli
guestions, comments or topic suggestions at thewordhouse@®@ameritech, net.

Join the Club?

IF YOU ARE NOT ALREADY A MEMBER OF THE LOCAL CHAMBER OF COMMERCE,
YOU HAVE PROBABLY BEEN APPROACHED BY A REPRESENTATIVE OF THE GROUP
— OR WILL BE SOON. IS JOINING WORTH IT FOR YOUR COMPANY?

By Judy Kneiszel

he 1.5, Chamber of Commerce reports that it is the world's largest
business federation, representing more than 3 million businesses.
Maybe your portable restroom company 15 one of them, or maybe
vou are thinking of joining yvour local chamber organization. Joining
shouldn't be a given for a small business, however. It is not a require-

ment for doing business anywhere and a smart businessperson looks at
it the same as any other marketing expense and weighs its value.

WHAT IS A CHAMBER?
A local chamber ol commerce will have members from a wide vari-

ety of businesses all from a specific geographic area — sometimes a city,

sOMmMetimes an entire county or multi-county area depending on popu-
lation density. Typically, most local chambers are affiliated with state

and national organizations.

Chambers organize social and business events throughout the year
where members can develop relationships with each other. Many host

educational events for members and an annual business expo.

WHAT DO YOU GET?

When yvou join, you become both the chamber's customer and its
representative. You pay an annual membership fee, which varies by
chamber and can depend on the size of your business. For that fee you
will generally receive a nice plague to hang in the office stating that you
are a member, and a standing invitation to all chamber events for a
year, S5ome of these events will be free to members and some will cost
extra.

The most important benefit to many businesses is that they are
both listed in, and receive access to, a directory of chamber members.

Membership will also cause your e-mail inbox and postal mailbox
to be a bit fuller. You'll start receiving whatever publications the cham-
ber produces — a chapter newsletter, local business magazine and/or
promotional materials for chapter events.

Some chambers offer other benefits as well, including discounts on

While it can be advantageous fo be listed in the
membership directory, it also opens you up to a flood
of solicitations, both by phone and e-mail. Not only do
you see the entire chamber membership as potential
customers; that's how they see you as well

10 Mav2010  Portable Restroom Operator

products and services [rom specific providers through group purchas-
ing agreements they have with the chamber. All chamber members
might get a 10 percent discount at a local office supply store, for exam-
ple. And some organizations offer group insurance opportunities o
members.

Free publicity for awards your business receives or other develop-
ments you alert the chamber (o can be another benefit. For example,
some chambers will send their "ambassadors”™ to do a ribbon cutting if
a member opens a new location and will then publish photos from the
event in chamber publications and send them to local media outlets.

In addition to the opportunities to learn and network, you also
will be invited to give back to the community through chamber
involvernent. Serving in a leadership role in the chamber can be a

benefit to your company because it can raise visibility and credibility
in the community.

HOW TO DECIDE

To check out your local chamber of commerce, pay a visit to its
headquarters and ask [or membership information. You will probably
get a heavy sales pitch, a heap of reading materials and a tour of the
offices. You can usually attend a few events as a non-member to get a
leel for what it's like. Also, ask [or the names of members you can talk to
about their experiences. Remember, in some respects they view you as
a potential “sale,” so take your time and don't feel pressured.

If your business covers a wide geographic territory, you might have
a couple of local chambers to consider. Some businesses see a benefit
to joining more than one; others join the one located where they most
want to build their business or the one that simply seems (o be more
active or a better fit for them.

POSSIBELE DOWNSIDES
There are some other things to consider when joining a chamber.

First, don't just pay your membership fee and then expect to have the
entire membership lining up to do business with you. You've got 1o pult

in some time attending events and networking. Joining just gets your

foot in the door. Chambers exist to stimulate and support the entire
business community in the area, not (o supply members with leads or

business. You've got to do the actual networking vourself, and that can

eat up a lot of time.
Also, be aware that a chamber is a lobbying organization with the

goal of persuading lawmakers on a local, state and national level to do

what's best for business. Their philosophy is not strictly Republican or
Democrat, but "pro business.” 50, what the chamber believes is good lor




business might not jive with your political philosophy. You may not & ﬁﬁ
always agree with a stand they take or a candidate they endorse. 50 if
voure the type of person who cant tolerate being a card-carrying mem-
ber of an organization that takes an official stand opposite of yours,
membership may not be for you.

Another consideration is that while it can be advantageous (o be
listed in the membership directory, it also opens you up to a flood of
solicitations, both by phone and e-mail. Not only do you see the entire
chamber membership as potential customers; thats how they see you
as well.

'solute
Perfection

MORE OPTIONS
[f vou think your business could benefit from more local network-

ing, joining a chamber of commerce is one of many options. Next
month I'll explore the pros and cons of other small business networking

group opportunities. In the meantme, let me know how membership

in local groups has benefited your business, and what organizations
weren't worth your time and money.

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

.. Industry. You can submit your letter by
Opinion 2 o

MAIL: PRO, P.0. Box 220, Three Lakes, WI 54562
FAX: 715/546-3786 W E-MAIL: editor@promonthly.com

’ Al lefters must be signed. Please limit your letter to 500 words or less,
L We reserve the right to edit all letters for kength and clanty.

NIHCTNRD

CINnae W nNEARLC

All Of Our Custom Manefaciured Products Are
(Quality Enginegred For Long Term Dutdoor Durability.

WE OFFER DECALS WITH

HI-TAC ADHESIVE,
PERMANENT ACRYLIC ADHESIVE, Do you prefer controlling holding tank odors with tablets?
REMOVABLE ADHESIVE AND Biodegradable, safe to handle and completely nonstaining,
) PORTA-TAB quick-dissolve tablets surpass all competitors’
t;un,::ﬂl:?Tg:f;ss FE':UI::;E:T tablets in performance and convenience.
F
e e — » Coated for Easy Handling
CONTACT US AND WE WILL SEND YOU »» Non-Staining EVERBLUE™ Color
»» Biodegradabie and Formaldehyde-free
OF EACH MATERIAL! for Long-term Odor Control

Call (800) 903-3385 or FAX (800) 556-5576
WWW.jcgury.com

A /\ ALLYH 4 800.338.3155

walex.com
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Aluminum TANKS... YOUR CHOICE! RESTROOM & SEPTICG! ... Stainless TANKS

Portable Restroom Trucks

Under 2000 Gallons

1700 Gallon f 2009 Kenworth T3
1700 Gallon f 200 Kenworth T3, 22,000 GVW

810 Gallon / 2009 Ford 550, 10’ Flatbed

Fortable Restroom Trucks
Under 26,000 GVW, NON-CDL, automatic transmission
2000 Gallon / 2009 Hino 268A, hydraulic brakes

2000 Gallon / 2009 Kenworth T300, air brakes
2000 Gallon / 2010 "Blue” trim International M7, air brakes

septic/Grease Collection Trucks Under 26,000 GVW, air brakes
2000 Gallon Septic / 2009 Hino 338 6-Speed
2200 Gallon Septic / 2010 International 4400, 6-speed

Septic/Grease Collection Trucks (33,000 G.V.W.)
2500 Gallon Septic on 2010 Ford 750 6-Speed, air brakes

septic/Grease Collection Trucks Tandem Axle
3600 Gallon Septic / 2010 International 4400, 10-Speed

septic Trucks Front Hoist/Rear Open Door
d Gallon Steel /2010 Peterbilt 340 10-Speed
SB00 Gallon Alum. / 2009 International 7

DOT 407/412 CODE

4200 Gallon 400 / 3800
Mack CXUGB13

Financing Available! New Start Up Operators...OK!
Getlt KeeVac’'s PRICE before you BUY'!

. 4 P " ‘
e ez ) cal ooy §6,6-789-9440

Other Tank Szes Chassis Available For Custom Builds

Industry’s ‘1st
Collapsible Mover

Move portable restrooms in a fraction of the me compared
0 using the leading competitor solution. Collapse, stora, & go,
Mo transportation hassles, VWhat's your time worth?

_Pump it ouf! Wash it dovon' Fill it upl.
e .-.__'-.::_{ = :
\; : ,_\H o :

L

1
)

RIV Brass Valves Maspart Model HYL4Y

An honest price, excellent service and
premium tooks are signs of o profession-
ol On these things, successiul businesses
tolerate “MO COMPROMISE".

Sutorbill Model 48P

v/ Fits on a truck ¢/ Lightweight
¢/ Fits In a john ¢ Easy to use
o Durable & sturdy ¢/ Tlime Saver

Only the business owner can control the
price ond quolity of his service, but, when
it comes to the fools, Armstrong

Equipment, Inc. con help. We are prowd [Tl
to affer the best quality pumps and tom-
ety Hi Yo pre fwo of the most recognized ond
respecied names in the industry. Couple mover.corm

them with Shurflo, Burks, Pumptec,
Realcroft, RIV and Plastiflax ond you have &
pll the took neaded to assure o smoothly
pperating service fruck.

o
Burks DC10, Shisrflo 2088, Pemplec 356

ARMSTRONG  800-699-7557

| 1200 Greenslane Ave. * Sanio Fe Springs, CA 90670 '

call for a quote

920.493.2387

EQUIPIU[EN[ 562-944-0404 + Fax: 562-944-3636

—— | el "|'I|I'I|I'|"'I|ll'."l"ﬂl‘.|'.ll.ll'l1|:l.l‘.l‘.ll'l1
= o INC. & = Hablames Espariol
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CAN WE HELP YOUR
BOTTOM LINE?
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IT TAKES MORE THAN FANCY RESTROOMS - Green Way Products’ Blue Bucks can be used for

TO BUILD A GOOD BUSINESS. PolyPortables equipment purchases

Don't you agree? Here are just a few of the ways  * Free marketing and business tips for PolyPortables

we make things easier for our customers: customers

« Convenient distribution centers nationwide help *Convenient one-stop resource for equipment,
cut delivery costs deodorizers and vehicles

« Restroom designs that are tried and true, solid  PolyPortables — you can build a business with us.
and efficient since 1972

* Interchangeable restroom parts enable quick repair
and replacement

+ Fast shipping on parts with no minimum order

POLYPORTABLES

Listening. Learning. Delivering. Since 1972

99 Crafton Drive, Dahlonega, GA 30533 USA - Phone (800) 241-7951 or (706) 864-3776 - Fax (706) 864-83111 - www.polyportables.com

Cnky PolyPorables offers high-performance Green Way Products

TOILET DEODORIZERS - TOILET CLEANERS - AIR FRESHENER

breen Way Froducts

golutions far life

manufactured in our facilities in Dahlonega, Georgia by Green Way Products, a PolyPortables sister company.




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

Riding the Rate Roller Coaster

PROS EXPLAIN THE MOST POPULAR PORTABLE RESTROOM AMENITIES

SOUGHT BY THEIR CUSTOMERS

By Mary Shafer

olatile fuel costs and uncertain econoim-
V ic times over the past few years have
translated into a roller coaster of price
changes for many companies. Nowhere has
this been felt more strongly than in businesses
that depend heavily on transportation.
Adjustments are made as fuel prices
abruptly spike, then — more slowly, of course
— settle back down. Job losses and layolls force
would-be customers to severely tighten their
belts. And unwelcome low-ball competitors
arrive in a market. These PROs tell us how their

rental rates have reflected what they're going
through.

Mame: Louis Kress
Company: Sweet Pea
=1 Potties Inc.

i Location: Grampian, Pa.

Employees: 4
Years in Business: 10

Louis Kreas

Two vears ago, Sweet Pea Potties Inc.
raised its prices 510 for a single unit rental fee,

says manager Louis Kress. The increase was

directly related to covering fuel costs. Fuel is
the major concern [or the company, which

fields 250 units and three vacuum service

trucks. Located in the heart of the Allegheny

Mountains, Sweet Pea's trucks rarely see opti-

mum mileage per gallon, since they often

drive on steep mountain roads that eat up

fuel. Drivers also put on at least 50 miles for a

disposal trip to a public treatment plant.
About a vear ago, the company dropped its

rental fee by 55, as fuel itself showed a sus-

tained drop in price. Kress says that even

in the current recession, Customers

haven't asked for any further drop, which

is a good thing, because even if they did,

none would be forthcoming. “There’s so

many other things going up on us anyway

— chemicals and everything — that right

now we can't afford to go back down.”

Names: Eugene and

Rita Fryman

Company: A-1 § & E Septic
Service

Location: Burlington, Ky.
Employees: 2

Years in Business: 37

“The reason our prices go
up and down is that we have
1 s0 much competition,” says
Eugene Fryman, co-owner
of A-1 5 & E Septic Service.
“The slower (competitors]
get, the cheaper their price
gets.” Burlington is located in Boone County,
Ky., the small lobe that extends between
Indiana and Ohio. With a population of about
14,000, it supports many portable restroom
Operators.

My prices haven't dropped,” he says, “but
the competitions’ have. For instance, their sep-
lic pumping prices went down (30 percent). It's
lowering the value of the market, but the worst
thing is the feedback we get from the sewage
rreatment plant. Our costs to dump keep going
up, but these competitors continue to pump
for cheap.”

Adds Rita Fryman, BEugene Fryman's wife
and business partner: "And how long can you
stay In business if youre not making any
money:”

The Frymans believe low-ball contractors
will eventually work themselves completely out

of profits and, one way or another, go out of
business, Meanwhile, A-1 1sn't waiting around.

i
Ol

Rita Fryman

“Our construction unit price remains steady
overall, and when we have dropped, it's only
been by about (5 percent). Not enough to make

a huge difference in our bottom line.”
Alex McGarthy

"WeTre expanding our service territory to
take on live new counties, s0 we don't just

depend on the area weTe in now," Eugene

Fryman explains. The new territory is south of
their original service area. “We just had to go

out into the country. I'm going to continue to

try to expand where | know | won't have much
competition.”

The Frymans offer ancillary septic pump-

ing services, which helps shore up their bot-
tom hne when price competition becomes (oo

great In their portable restroom division.

"We'll dig up and repair systems that arem't
wiorking right,” says Rita Fryman., "Most of our

pumping competitors don't offer that.” The
couple figures that for every 10 pumping calls,
they get one repair service job. In the intense
competitive atmosphere they work in, this
diversified service has been what enables
them to continue offering portable restrooms.

Name: Alex McCarthy
Company: Mr. John

Location: McKees Rocks, Pa.
Employees: 50

Years in Business: 4b

Alex McCarthy

In the past five years or so0, rental prices
have trended up for Mr. John in this north-
western Pittsburgh suburb. "As of recently,
they've gone down,” says manager Alex
McCarthy. "They ve gone down with our com-
petitors’ prices going down, but only on a spe-
cial request basis from some of our oldest and
maost loyal customers. Our main price is stll

where it was. Our construction unit price

remains steady overall, and when we

have dropped, it's only been by aboult (5

percent). Not enough to make a huge dif-

ference in our bottom line.” I
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1-888-935-1133 A
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TYUOUR ONE 3TOP SOURLE FUR PURTABLE RESTROOM PARTY ANMD SUFPLIES

promonthly.com

k LOW COST + HIGH QUALITY = FAST SERVICE

|

> Classifieds

> LIsed Equipment
> E-zines

> Product Categories

* Service Records
* Custormn Decal Designs

* Die-Cut Shaped Decals

Turns waste (4 W b Lack of Sendce ot

Paper i_“',tn' .-.-2: W * Signs & Safety Products
profits: )

'Eﬂ"! Fﬂll | : WW W, 5creente::h com
!ﬁﬂ EHE- ' 16931 S. State St. = South Holland, IL 60473 = Fax: 708.333.0209
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TIIE JOB: 20th Annual Energy Fair
I.[H:ATIHH Custer, Wis.
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- Ed Trzebiatowski returns a ﬂuppl].r +:-l= '
nﬂ? . scent disks to the service truck after [ = °

v ﬂ refreshing restrooms at the Midwest "-’.;; -
s '.~’* Renewable Energ.-!r Assoclation Energy -
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AL O n—.ﬂi 41; A ’-‘f-b ~ Fair. (Photos by Jim Kneiszel) o R
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WISCONSIN'S TREBCO SERVIGES ENJOYS A GREAT
GIVE-AND-TAKE RELATIONSHIP WITH ORGANIZERS

OF ANNUAL MIDWEST RENEWABLE ENERGY FAIR

By Jim Kneiszel

THE TEAM Ambherst in central Wisconsin. Ed the septic service and Jeff They continue 1o expand
Ed and [Diana Trzebiatowski works in the field and Diana Gallagher is a portable restroom portable sanitation services,
run a portable sanitation and manages the office. Miles echnician. All hands are on deck now offering 220 restrooms,

pumping

Vb (S A O e, 2 ff

Providiag Liguid Wasiée Services Siace Ly

husiness located in

i
- |
o

715-824-5220
800-924-2557
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Portabie Restroom Operailor

Murphy is a full-time driver for

for big events like the Midwest
Renewable Energy Associations
annual Energy Fair, including Ed'’s
brother-in-law, Rick Seefeldt,
who helps out as needed on this
and another big summer job, the
annual North Central Wisconsin
Antique Steam and Gas Engine
Show in Edgar.

COMPANY HISTORY

Trebeco Services was started
in 1985 by Ed's father and
brother, Clarence and Russ
Trzebiatowski., The  couple
bought the business in 1990, then
eventually moved from nearby
Stevens Point to their own 7-acre
commercial property in Amherst.

about 75 percent T.5.F Company
Inc. Tuff Jon units and 25 per-
cent Satellite Industries Maxim
3000 models and a variety of

older units. They have a small
number of ADA units [rom

Satellite Industries.

The fleet includes a portable
canitation service rig from

Imperial Industries, built on a

2003 GMC 5500 with an 18-foot
flathed and fiberglass 400-gallon

waste and 200-gallon freshwater
tanks, a Masport pump and a lift
gate an the back; two seplic
trucks, a 1994 Ford LTS 8000

with a 3,500-gallon tank and
Wittig pump, and a 2000 GMC

with a 2,500-gallon steel tank

Ed nﬁd Diana They built an 1,800-square- and Battioni pump from
Trzebiatowski have foot office and a later a 60- by 80- Imperial. For car wash pits and
been operating Trebco foot shop to house a growing fleet | municipal work, they have a
| Services for 20 years. of equipment. 2003 Peterbilt 378 wvacuum



loader from Keith Huber Inc.
They also have a 2000 Chevy van
used for sewer rodding and a
Spartan trailer jetter.

MAKING CONNECTIONS
When Trebco moved to its
Amherst location several vears
ago, they were located across the
street from the then-grounds of
the fast-growing Energy Fair. A
smaller PR} was handling the
summer event, and Trebco was
asked to furnish an additional 10
units. “"They just kept calling us
back and 1 don't know why we
ended up with the job” Ed
Trzebiatowski recalls. "We ended
up with the whole thing, and we
just get along so well
with them,” he said of
the fair organizers. When
the non-profit group
later moved the fair to
its own 40-acre prop-
erty, they continued

One highlight at the
Energy Fair was this

component energy inde-
pendent home that was

assembled in a few
days.

L.

= Trzeblatowski and the
W are on location by 5

T *
'--.":*' l..-II"-

a.m. to service restrooms. X

-ﬂ'.!‘* PnlernI'ln Enierprls-ﬁ E&niﬂiﬂnﬁs hmm I:I-Hl::nme
a popular choice over sinks o conserve water

on the sprawling Energy Fair grounds.

BY THE NUMBERS
Trebco set up 73 stan-
dard portable rest-
rooms, five ADA units,
14 wash stations —T.S5.F
units and Poly]lohn
Applause sinks — and
six Polylohn SaniStands
throughout the grounds.
We put SaniStands any-
where we didn't have
csinks, and also where
some of the units were
more  heavily used,”
Trzebiatowski SaVS.
"bome years in the past,
we would run out of
water. One (ime we
placed the SaniStands in
a few areas and the
walter lasted longer.” The
stand-mounted foam
sanitizer stations are a
good alternative for
areas that experience

to contract with Trebco for
portable sanitation, and the rest-

room order has grown along with
the fair.

THE MAIN EVENT

The Midwest Renewable
Energy Association (www.the-
mrea.org) promotes the use of
renewable energy, and as part of
its mission, started the Energy
Fair in 1989. Its 20th annual event
last June 19-21 drew a record
23.000 attendees who came to
see 275 exhibitors selling wind
and solar energy products, sit in
on 200 seminars, See an experi-
mental energy

efficient home and a green ener-
gy car show. The fair is billed as
the largest event of its kind in the
U.5. Many attendees came for all
three days, pitching tents in the
MEREAs “Back 40" campground
and at local parks.

heavy water usage, he
ohserves.

The placements include four

units at a bus stop near the event
entrance, 10 units inside the

main gate, about a dozen units

near several seminar tents, about
a dozen units and a few wash sta-

(lons near one

building and a
dozen units and

wash stations near

several buildings
used for indoor

An Energy Fair visi-
tor uses a restroom
at the bike parking
area (left). Below, a
visitor checks out an
MG roadster convert-

éd to battery power
at the green car

show.,

promonthly.com
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exhibits., Another bank of units,
including ADA units and hand-
wash stations — along with a
300-gallon T.5.E Co. holding tank
lor food service greywater — are
set up near a dining area. The
campground recemved 20 units, in
groupings of about four rest-
rooms and a wash station. They
put an ADA unit next to a solar-
powered shower trailer that was-
n't placed by Trebco.

The setup was completed
Monday through Wednesday
leading up to the weekend event,
s0 everything was in place before
vendors arrived. Trebco used two
trailers to deliver the inventory, a
20-restroom unit made in-house
and a 10-unit Chilton trailer.

KEEPIN' IT CLEAN

Aflter setup and once the
crowds built toward the week-
end, Trebco would swing into its
morning cleaning routine. The
service routine begins at 4:30 or 5
a.m. at the fairgrounds, then
winds up at the campground
about 8:30 a.m. The goal is to fin-
ish before crowds start arriving at
9a.m.

The servicing goes smoother
with the addition of the smaller
septic truck with the 2,500-gallon
tank. Trzebiatowski starts by
pumping the units dry. The rest
of the crew [ollows, washing, dry-
ing, restocking paper supplies
and recharging the units. Each

18 May 2010

Ed Trzebiatowski replen-
ishes a sink at an area
‘reserved for visitors who |
arrive on two wheels.

d

servicing generates 1,500 to 2,000
gallons of wastewater — includ-

ing the food service greywater —
which is transported seven miles

(o the Amherst treatment plant

for offloading.
"Everybody has their rou-

tine. One guy is spraying the
units, one guy is washing with
soap and water, and the other is
squeegeeing and drying. Theye
through with a bank of toilets in
15 minutes and on (o the next
one,” Trzebiatowski says. They

primarily use deodorizers from
| & | Chemicals, including Ever

Fro tablets during tank recharge
and J-Disks fragrance enhancers
(They use mulberry scent for
both).

On Friday, Saturday and
sunday, Ed and Diana
Trzebiatowski do regular walk-
throughs, replenishing paper
products, topping off soap dis-
pensers and replacing scent
disks.

THE END GAME

Breakdown is mostly casual,
The MREA wants units in one
area removed the Monday fol-
lowing the event, but Trebco can
remove the remaining units at its
own pace. They're usually out in a
day or two. "WeTe there Monday
morning along with the tent peo-
ple, pumping out the units and
cleaning them on  site,”
Trzebiatowsk:l says. “We spray

Portable Restroom Operator

“They re not trying to scrimp. They know their
customers are happy and have adequate facili-
ties to use. Some (customers) want the bare
minimum, but they don't look at it that way. If
we make a recommendation, they're usually
going with it. They’re a good group of people

to work with.”

ed Trzebiatowski
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his bank of T.S.F Co. Inc.

N r !

an indoor exhibit area,

them down, then bring them
back and clean them again at the

shop before they go out again.”

GREAT PARTNERS
The MBEAs concern about

the comfort of visitors makes this
job a pleasure to work, according

to Trzebiatowski. The group
orders plenty of units to avoid
overuse 1ssues, By service time,
the units are typically 50-60 per-
cent full, with a few reaching 80
percent of capacity. "TheyTe not
rying to scrimp. They know their
customers are happy and have
adequate facilities to use,” he
says. “Some {customers) want
the bare minimum, but they
don't look at it that way. If we
make a recommendation, theyre
usually going with it. Theyre a
good group of people to work
with.” IR

MORE INFO:

Gardner Denver Inc.
217 1222-5400

www. gardnerdenverproducts.com

Imperial Industries Inc.
800/ 558-2945
wiwwwLimperialind.com

J & J Chemical Company
OO 345-3303
www jjchem.com

Keith Huber Inc.
a0 /334-82317
wiww. keithhuber.com

Masport Inc.

800/ 228-4510
WAW, TTIAS PO T EPUIM P, COm

PolyJohn Enterprises Corp.
800/292-1305
www. polyjohn.com

Satellite Industries Inc.
BOO/8B3-1123

www. satelliteindustries.com

5 n Tool LLC
435-3866
www.spartantool.com

T.5.F. Company
B12/985-2630
www tull-jon. com

Inc.
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You already know
our quality,
now look at

the savings! SPRING PROMO 2010

2all Dave Bambera Buy 9, b gal. pails liquid deodorizer, get 1 FREE
,,r'_1| 2avejbamp. '-'] (-'J Buy 10 cases dry deodorizer, get 1 case FREE

1 ﬂ{:fiﬁﬂﬂ&@f Buy 8 cases disk deodorizer, get 1 case FREE
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. Save even more with CAP!

~a Ask about CAP, our innovative Customer Appreciation Program. TR
It's more than just product discounts. It's a new way for operators to save.
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Featured In
an article!?

Make the
most of It!

REPRINTS AVAILABLE
We offer:

Full copies of the onginal magazine

Hard copy color reprints

Electronic reprints

Yisit promonthly.com/editorial for articles and pricing
E-rmail jeffli@colepublishing.com or call B0OD-257-7222
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Standard Restrooms

4 LOADE

IS YOUR INVENTORY OF BASIC
RESTROOMS IN SHIPSHAPE
CONDITION FOR THE UPCOMING
SEASON? GIVE YOURSELF
AMMUNITION TO IMPRESS YOUR
TOUGHEST GUSTOMERS WITH A
MUCGH-NEEDED UPGRADE.

By Jim Kneiszel

ith keen competition for every construction

site placement in a tight economy, it's more

important now than ever to provide clean
and well-functioning standard restrooms.

And to maintain an inventory that meets your
prospective customers’ high standards, you can't
just sit tight with old and deteriorated units in the
yard. Keeping pace with the competition requires
upgrading units once in a while, even Iif it means
culling your oldest stock and updating with fresh
coples of the same reliable models.

Youre only as good as your poorest resiroom
in the field. You might think there's no harm in drop-
ping a unit with wobbly walls, slack door springs and
unsightly cigarette burns on a remote work site. But
the less-than-stellar unit might cause your customer
to conclude your service is on a downward slide.

And what if another potential customer hap-
pens to see the unit you were trying to hide on an
inconspicuous job? He or she might figure the resl
of your inventory is in the same condition. These
days, you just can't afford to take chances with units
you know aren't up to the quality you want to portray.

When your reputation depends on providing
consistently good products and services, you need
to pay attention to the quality of your inventory. And
If you nofice It's time to stock up, check out these lat-
est standard restroom offerings from manufacturers:

POLYJOHN LEGACY AND PJN3
PolyJohn Enterprises Gorp. offers the long-
standing PJN3 model and the Legaecy as its go-to stan-

dard restrooms. Introduced in 2009, the Legacy offers
greater strength and rigidity in a unit that can be assem-
bled easily with a few tools and the fewest possible fas-
teners. Most of the components can be snapped togeth-
er, while the unit has only two rivets, used fo attach the
loilet paper dispenser. The unit replaces a traditional
one-piece skid with four feat that are anchored on all
sides for greater strength. The roof is rotational molded,
the door has a twin-sheet thermofarmed design, and
many smooth interior surfaces promote easy cleaning.

The PJN3 utilizes a structurally stift modular design to
hold up to severe conditions. Features include a stan-
dard door-mounted mirror and handle and an advanced
waste tank design with rounded slope top and conven-
ient central sump. Visit www.polyjohn.com or call 800/292-1305.

lllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll

SATELLITE TUFWAY, MAXIM

3000, TAURUS AND GLOBAL
satellite Industries Inc. offers the Tufway,
Taurus, Maxim 3000 and Global models for standard
restroom service. The Tufway utilizes a rotational mold-
ing process for easy cleaning and has a 70-gallon hold-

ing tank. For 2010, new teatures include a redesign of
the door and molded-in vent screens, eliminating the
need for screen replacement. The Maxim 3000 features
recessed heavy-duty door springs, smooth interior and
exterior surfaces to cut down on cleaning time and
cross ribbing between panels for strength. It also uses
fewer paris, reduces repairs and replacement pars
inventory. The Global features molded-in vent screans
and a vented base o keep the unit fresh even with
heavy use and in hot climates. The rotomolded base
features smooth runners for easy loading, 10 washout
ports and a crowned, slip-resistant surface. Other features include an 80-gallon holding fank,
cormer shelf and a four-roll tissue dispenser. Visit www.satelliteindustries.com or call
800/328-3332.

ARMAL TOP LINE

Armal Inc. offers the Top Line standard restroom
with Scent Box technology that can be upgraded in sev-
eral ways. First, Scent Box restrooms are embedded
during the manufacturing process with one of five new
scents and colors: Strawberry Fields, Apple Blossom,

Finewood Trail, Rose Sensations and Vanilla Balm. The
Top Ling’s latch and handle offer improved ergonomics

for the user and the sturdy door reduces wobbling. The
unit has curved comers for easy gnpping, a three-roll
paper holder with integrated shelf, and a urinal with
drain cover. The Top Line can be upgraded with a recir-
culating flush unit, soap dispenser, 7.5-gallon sink and
skyscraper kit. Visit www.armal.biz or call

8bb/873-7796.




POLYPORTABLES
VANTAGE, INTEGRA

AND STANDARD
PolyPortables Inc. con-

finues to offer three models in its
lineup of standard restrooms.
The Vantage is popular for its

double-walled strength and a
smooth, easy-to-clean interior.
The Integra offers a conven-
ient, large door opening. The
Standard unit, produced for

e
Ir

mare than 30 years, feafures an

uminum-fra

med door, mveted-

door edges and a precision-

=

wgineered door sprng. All units

. T.S.F. TUFF-JON

feature easily replaced wear
components for convenient
repairs. PolyPortables offers many standard color choices and custom colors.
Visit www.polyportables.com or call 800/241-7951.
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FIVE PEAKS
TECHNOLOGY

Five Peaks Technology
offers the standard Aspen unit
with 65-gallon drop tank, three-
roll tissue holder, hover han-
dles, mirror and coat hooks.
The Aspen line of standard
restrooms is avallable in sever-
al colors with thermoformed or
rotomolded skid and tank. The
rotomolded tank version holds
70 gallons and uses thicker
plastic and extra thick runners
lo stand up to abuse from grav-

Jon portable restrooms offer

- durability and a unique appear-
« ance through a rotational mold-
+  ing manufacturing process that
+ produces a one-piece polyethyl-
* ene restroom unit with consis-

* tent 3/16-inch thick walls. The

. process creates restrooms with
. gasy-lo-clean smooth surfaces.

YOU MIGHT THINK THERE'S NO HARM IN DROPPING A
UNIT WITH WOBBLY WALLS, SLACK DOOR SPRINGS

AND UNSIGHTLY CIGARETTE BURNS ON A REMOTE

E . WORK SITE. BUT THE LESS-THAN-STELLAR UNIT MIGHT

[:MIEE YOUR CUSTOMER TO CONCLUDE YOUR SERVICE
IS ON A DOWNWARD SLIDE.

holder. For structural stability and durability, the unit comes with a Tri-Poly

+ okid that adds a third skid under the center of the floor. The unit weighs 173

- pounds and is available in a variety of standard colors and can be produced in
- pustom colors. Visit www.imperialind.com or call 800/558-2945.

lllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll

T.5.F. Company Inc. Tuff

The rotati
« tion also

Qnd

Lt

Mo

i in

ding construc-
easy-to-han-

: The ligh

e footing at the jo

| = dle restroom units that remain
+ on stab

hsite,

tweight standard

nits

. feature rust-free hardware, poly
. skids and come in a large vari-
. ety of colors. The tank is mounted toward the back right comer for additional

+ shoulder and foot room. A 15-gallon sink is also offered.
| + Visit www.tuff-jon.com or call 800/843-9286. m

el and asphalt. Features in the
Aspen include standard gender signage to allow a restroom to be earmarked
for women only, cup holder, custom-formed door handle, and offset seat loca-
tion to distance it from the unnal, Visit www, fivepeaks.net or call
231/830-8099.

FFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFFF

IMPERIAL INDUSTRIES

IMPERIAL TRADITION

Imperial Industries Inc. offers
the new Imperial Traditions rest-
room unit as a basic model for con-
struction sites and special events.
Components and panels are construct-
ed with a rotational molding process
for durability in a single wall restroom
unit. The unit feafures a one-piece
continuous doorframe, a five-point inte-
gral polyethylene door hinge, EZ arip
inside latch, a 60-gallon holding tank
and a standard three-roll tollet paper

Subscribe online at www.promonthly.cam
or Phone 800-257-7221

TRAK

Exclusive Portable
Sanitation Snﬂlm‘l
One Touch:

= Billing Order Enrrr 1 -
il Sawica Schedules  Reports s
I % Wison moppenyg ond rovting ¢ DpickBocks mmgration I
. 4 Autamoled timecord ond ¢ Employne pradudivity neparts
inwendary monined % FREE ONLINE DEMCE!

Canadian Version Now Available.
Only EZTRAKR offers positive service validation

b 4

Phone: 866-529-1938 Email: info(@eztrakr.com Web: www.eztrakr.com
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Pluto3 - Mobile urinal unit PRODUCT NEWS

Using the Plutod unnal saves you

money while receiving compliments

from event organizers! |
U

A '?\S Stored in the

PORTABLE SANITATION  U.S.A. soon!  www .atlas-psi.nl

Gateway Offers Two Styles
of Eye Protection

Scorpion MAG and StarLite MAG bifocal eye protection from
Gateway Safety are available in four diopter strengths: 1.0, 1.5, 2.0 and
2.3. Designed [or aging workers, the S5corpion features an adjustable
length, ratcheting temples and come in either clear or gray lenses,
while the StarLite comes in clear, anti-fog or gray. 800/822-5347;
www. galewaysalely.com. Il

AW DEOMONEINnIVvieon

e R N N ey B i g T e by et — e e e Ry b e el T R p—— " g e — -l.—l-. & i g o - L o _-r_-.:_":..-ll-q T g oy ="t
A e R e\ s O R e R s S T e e e S B e T e R
¥ ¥ . i - F 1 e n ; - . Rt g iR

| One Complete Package

g

T

promonthly.com

-

R

pumper.com _ pumpershow.com

S
 §

S R N S AR L
o

cleaner.com fpomag.com

mswmag.com pumpertrader;ﬁpm

onsiteinstaller.com EEpti;::‘;.rellﬂwEages.c-:}m

eg-mag.com | sewerpages.com '

COLE Publishing | 1.800.257.7222 | 715.546.3346

ks '_."I_ o
il

L

L
. =
B _— - -.I | I L} = s = - II .
ol e o g - 4 s . - i o o s e (o "
_l
-

1

.::..‘:.I .- " -. .. = am g n . '..- wl® o " —r = "HE drE- L ol = f o B T .- '... - -E- .1... ST f 4 |.- -Jt-l. .-..- 1 v o i .-:- 3 ..-.- ] -. ' , ..ﬁ.l J.- S --' - '..- . y ~ = .‘ .. I;- .‘.L-. = & - 1I—:' r ':.-
e A s e e T o~ e T o T I e T A e R e R O BN s e

22 May2010  Portable Restroom Operator



BUSINESS Markgﬂﬁg & BI’OR@ﬂﬂg

& Restroom Businesses

o—— el ==

TRYING 1O SELL YOUR BUSINESS?

We can effectively market your business to more than 60,000 anything unless your business sells. To learn more about

potential buyers in the portable restroom industry, your local  brokering your business through B*, call 800-257-7222.
markets, and other venues. No upfront fees — you don't pay

LOOKING TO BUY?

Q Call us, and we can add you to our VIP Buyer List

s

_:-- .r 'E. .._- i . P

oy i

-;*

"."

LISTINGS

Texas Septic and Sewer Business. Grossing in excess of $1,000,000
annually. Includes 2007 2500 gallon septic truck, 1945 2500 gallon septic truck, 2007

and 2008 Chevy service trucks, portable restrooms and more. 430 contracted customers. — Green Bay,
$799,000. Wisconsin

North Carolina Septic Business. Grossing in excess of $125.000anny-  Area Seplic &

ally. Includes 2,000 gallon service truck, backhoe. jetters and more. $1 1 [I 000. Urain Business ror

Sale. Solid and steady revenue history and
nearly 20 years established. Includes very well-main-

tained 3,800 gallon septic service truck, fully outfitted 2002 Chek

Houston, Texas Area EEplm & Drain Business. Grossing nearly
$300,000 annually and showing growth. Established commercial clients and custamer

list. Includes all equipment to operate, a turn-key business. Huge potential, owner is moti- | . . . . .
S P o el drain service van, drain & sewer equipment, all office equipment and compu

ing on. ASKing $14 .
vated and moving on. ASking $140,000 ers, 2,700+ customer list and more - a lrue turn-key o e2sY expansion opportunity,
Northern California/Reno, Nevada Area Portable Rest- Very meticulously maintained equipment all kept inside a heated shop. Owner is retiring.

room Service Business For Sale. Averaging $115,000 in revenue over | arge shop and real estate is also available if desired at additional cost. $249,000.

nast 4 vears. Includes two service trucks, 100 restrooms, trailers and more. S-o~000 v : -
assachusetts Sewer & Drain Franchise For Sale.
REDUCED $55.000 - motivated seller

Ry o 4 et PSS Confidential listing, Non Disclosure Agreement required. Turn-key business, qood rey-

Dallas/Fort Wurth Texas Area Eewerfﬂehah Business For enue. $165,000.

EHI?. Lirain CTIE'.E!I'III'IQ, Iy ||'|'?-E|EE:I'-|U". FI||:|E:I||'|E El. Mﬂﬂhﬂtﬂ :|'-.='-.|-I|:.'-||:|'|'IHE!hﬂ||'|Iﬂ. |'u'|lJI'IIi;I|::ﬂ| ﬂ“EHtI]WII, FEHHE}"UHI’IiH A[Eﬂ EEwEr H"Si“EEE. EIJE:l-H“IlFIg =
ElEEIﬂIr‘HJ and Maintenance business for sale, Excellent |:'_|:||::'|:|r.'|.||'.|||;f|' tl:l E:{:DE”-':I DY S5l L collection S?SI:EmE, vided iﬂSE‘E’:ﬁDﬂ, jEHiﬂﬂ. ﬂ'IUI'IiE;'IpI&I work, Includes GUES TV & I]FI:II.H

o hw’::i, GDD;TE;”E[: II]S .t]m'_.' B et e, sl Bl e 1 truck, Sewer Equipment Corporation jetter truck, Vactor 2100, RIDGID camera, confined
started. ASKING A space equipment and more! Good revenue history, Owner wants to retire. $330,000.

Goto WWW. biwao. Biz =-mail jefftb@colepublishing.com o cal 30 a -z 5 7 = 7 2 2 2 and ask for Jeff Bruss for more details
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Facing keen competition for constiuction-
related accounts, Ohio PRO Cody Mastin turns
his attention to serving special 'Eients*anﬂ

hat:krard nelehrahm |
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ot only does Cody Mastin, co-owner of
Co-Man Portables, have to be con-
cerned with a struggling economy and
maintaining the construction company
clients that use his restroom services. But the
Whitehouse, Ohio, PRO also has to contend
with a group of reputable competitors in and
around nearby Toledo and stretching into
Michigan and Indiana.

Randy, Mandi and Cody Mastin
T
6 (including owners)

Toledo, Ohio, and parts of
Michigan and Indiana

Portable
sanitation

www.comanportables.com
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Given the crowded marketplace for
portable sanitation, starting a new service
business proved to be more of a challenge
than Mastin expected.

‘I thought it would be fairly easy, and we'd
get up and rolling,” Mastin says. "We had sev-
eral other companies including one major
competitor in the area. But about a month
alter we opened, another substantial business
appeared on the scene, and this made it really
tough.”

Co-Man Portables, in business since
2003, came about when Mastin graduated
from high school and was ready to go to work
[ull time for the three-generation family busi-
ness, Randy Mastin Septic Tank Corp., estab-
lished in 1960 by his late grandfather Burt
Mastn,

At the time he graduated, Mastin's sister,
Mandi, and father worked in the septic busi-
ness and there just wasm't enough work 1o just-
fyv another partner. Thus Co-Man Portables was
born as a separate entity, and Mastin set out to
develop a clientele that would be sustainable
and loyal in both the good times and bad.

SEPTIC TAMK wiEVILE

PARTY CENTRAL
Mastin says that even though the septic
service had been in the area for many years,

its history did not actually benefit the new
venture, other than a few synergies, such as

waste disposal.

Since inception, the clientele has devel-
oped to half construction accounts and half
special events. But in the past two years,
Mastin has set a course to more heavily pro-
mote the private party and special event busi-
ness. While the construction side has become
much more competitive and price driven,
Mastin 15 finding the event and private party
side of the business more accessible as people
look for more local activities and less expen-
sive ways to enjoy their spring and summer
months and vacatons.

A positive factor for special events and
parties is customers seem willing to pay for
good service and reliability. Not so on dwin-
dling building jobsites. In construction
Mastin finds it is all about corralling costs,
even with customers he has dealt with from
the beginning. While maintaining his valued




Al right, Gene Palmer unloads

restrooms for a football game at
Bowling Green State University.

Below, Randy Mastin (left) is
shown with daughter KMandi and
son Cody.

R

construction customers, he wants to change
Lhe business mix (o 75 percent special events
and 25 percent construction.

“Our construction business pays the bills.
The special events kind of shines as every-
thing else,” he says.

HOWDY PARTNER

Owver the years, Mastin had talked with
Mike Baumgariner of Toledo Tent about part-
nering o handle some of the weekend activi-
ties. As the economy headed south two years
ago, a deal was struck. Mastin would sell his
restrooms and offer tents as well. The evenis
planners would check off two major require-
ments on their to-do list and have to deal with
just one company and write one check.

Toledo Tent would do the installations,
Co-Man would provide the restrooms and
lake a small percentage on the tents.

“It made sense for us to do this,” Mastin
says. 'l told Mike we need to help each other
oul. And it has worked very well. I talk with the
client, find out what they need, make the deal,

“I believe the way to win customers is to offer not just clean
service, but prompt service. Because | have competitors who do
an excellent job, my idea was to stress timeliness — that we can

switch a unit, or take care of a problem within an hour, We
switch it or fix it.”

Fie b s e cn e -

Cody Mastin

and we all win, We have a reputable
name, He has a reputable name. We
are both well known and this helps.”

Mastin enjoys the atmosphere
working special events, but it's more demand-
ing than construction jobs in some ways.

"As a part owner, | have no problem work-
ing around-the-clock at these jobs,” he says.
“We have to be up early to service, and be up
late to service. We can do that. I just like it. We
also run the trucks less with these affairs.”

Toledo Tent takes care of all the installa-
tion and knockdown, and assumes all liability
for its products and service. A tent 15 included
in almost every special event — and having
this trend has benefited both companies,

Included n their customer list 15 the
Whitehouse Cherry Fest combined with the
135th Northwest Ohio Fireman's Convention
held in Whitehouse, where Mastin typically
provides 45 restrooms and attendance aver-

ages 20,000 over a weekend.

In Ann Arbor, Mich.., where the Guild of
Artists & Artisans holds an annual event, Co-
Man Portables provides about 40 restrooms,
and offers twice-daily service for the units. For
events that run over a long weekend, they
keep a service truck on site along with an extra

restroom in case of emergency. This is a large
event with attendance as high as 500,000 over
four days. Co-Man is one of two companies
providing restrooms.

AT THE SHOP

Early on at Co-Man, Mastin settled on
PolyPortables as his supplier of traditional
restrooms, choosing to carry the Integra

maodel for its wide door.
“A wide door makes the restrooins seem

larger,” he says. “When a person walks into a

unit with a small door they feel cramped. We
offer a hand sanitizer dispenser on every unit.

“We also carry PolyPortables’ hand-wash

stations, both the 5SuperTwin and the
TagAlong. The TagAlong 1s smaller and for

ransportation purposes can fit inside a rest-

room.”
Mastin has 16 handicap units from

Satellite Industries, including the Liberty and

Freedom 2 models. In the office, they use
Datasan Computer 5Software by GMFE

Associates to track restroom inventory and
handle billing,.

Keeping the company’s 500 units in tip-
top shape is part of the agenda with Co-Man
Portables.

promonthlycom  May2010 25
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vlan Portables.
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J Mastin’s Master Plan

Through his Co-Man Portables, co-owner

Cody Mastin set a goal of establishing a medi-
um-sized company that would provide quality
service to prompt repeat business.

The important thing was establishing a good
name, and he believed he could accomplish that
by keeping the company more manageable with
smaller numbers.

With a smaller inventory and staff, if a unit
had a problem, making a switch or providing a
service could be handled quickly and efficiently.
When the telephone book ad first hit, however,

“People are sticking close to home. They are going to local art
shows, fairs and other events such as graduation parties, reunions.
We are busy almost every weekend beginning in April, all the way
through to November.”

Cody Mastin

"Mike Cook is our inventory man, and he
repairs and washes all the units as they come

400-gallon waste/200-gallon freshwater
stainless steel tank and Udor hydraulic

back to the vard,” Mastin says. "Every day, he
prepares a list of required repairs and parts
and this goes to my sister, Mandi, who then
bills the customer for major damage as
spelled out in our contract.”

Damage comes in a variety of [orms, bul
is primarily caused by blade cutters or
knives when people cut holes in the urinal or
the sidewall. They also find burns from ciga-
rette lighters. Their driver, when picking up a
unit, makes note of the damage and notifies
Cook. They experience less vandalism and
graffiti with special events than construction
placements.

Covering a radius of 50 miles from its
base, Co-Man utilizes four service trucks: a
2000 Freightliner built by Satellite Industries
with a 1,000-gallon steel tank, Masport pump
and a pressure washer by PumpTec; a 2000
International built by Best Enterprises with a

26  May 2010
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power washer; a 2002 International from
Best  Enterprises  with  900-gallon
waste/400-gallon freshwater stainless
steel tank and Udor power washer; and a
2004 Ford E-450 flatbed used for deliv-
ery and pick up. They run two trailers
that carry 14 and 10 restrooms.

= TAFF & SERVICE

The staff consists of the three co-
owners and three drivers. Mastin han-
dles initial training by riding along for
the first week or so to make sure the new
employees understand the company’s
service standards and policies, which he says
are critical to maintain and grow the customer
base. Technicians are provided clean um-
forms from a uniform service.

The Mastins discovered that the party
and special events market offered an opportu-

the calls started coming in and their inventory
grew to its present 500 units.

“| believe the way to win customers Is to

offer not just clean service, but prompt service,”
Mastin says. "Because | have competitors who
do an excellent job, my idea was to stress timeli-
ness — that we can switch a unit, or take care of
a problem within an hour. We switch it or fix it.”

That's the motto, and they are going to stick

to i,

nity to develop a base of repeat customers,
and they soon expect to hit the 75-percent tar-
get they set for special events work.

Mastin says they follow up each event
with phone calls to ask if everything went
smoothly, and how they can improve future
service. They also keep in touch regularly dur-



ing the event, with Mastin
available at all dmes by cell
phone to resolve any prob-
lems as quickly as possible.
Despite a lagging econo-
my, Co-Man sees special event
and party work on the rise,
They chalk it up to the concept
of the “staycation,” where
cash-strapped families are
seeking entertainment close
to home and putting off lavish
trips. That translates into
more restroom placements.
“"People are having block
parties,” Mastin says. “People
are having friends over in a
neighborhood and renting a
restroom or several, and a
ent. People are sticking close
0 home. They are going to
local art shows, fairs and other
events such as graduation par-
ties, reunions. We are busy
almost every weekend begin-
ning in April, all the way
through to November." B

MORE INFO:

800/288-2378
www.bestenterprises.net

GMF Associates

800/638-1838
www.gmfassociates.com

Masport Inc.
B00/228-45110)

www.masporipump.com

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

PumpTec Inc.

763/433-0303
www.pumptec.com

Satellite Industries Inc.

800/328-3332

wiww.satelliteindustries.com

Udor USA
800/732-2670
www.udorusa.com

NRT

All Purpose Graffiti Remover
& Urinal Scale Cleaner

Biodegradable
No Harsh Fumes

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

L all our customer viee team tor mi

I qﬂﬂ 7:4‘-1 Hﬂ"r

w.lichem.com

R.A. ROSS N.E.. INC.

10280 Brecksville Rd. = Brecksville, OH 44141
1.800.678.4581 rvone: 440.546.1190 2 440.546.1188

tval. RARDSSNE@RAROSSNE.COM wiosi- WWW.RAROSSNE.COM

INDUSTRIAL & TRUCKING BLOWERS = VACUUM PUMPS = SALES, SERVICE & INSTALLATION

e have @ FULL SERVIGE REPAIR SHOP capabde of servicing and repaiming a wide variety of ditter-
amt makes and models of bhowars and vacuum pumps from all your top manufacturars ingluding
Tuthill/MD = Drum » Gardner Denver * Cycloblower » Duroflow = Sutorbilt * Roots » Hibon
Fruitland = Morp = Maspaort = Wiltig = NVE Challenger = Jurop = Batlionl = Prasvac

= NVE FRUITLAND =£ @&

Vacuum Pumps = Components = PTO's = Hydraulics = Valves = Manways
Gear Boxes = Mufflers = Silencers » Gauges = Camlocks = Hose
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Businesses

Computer Software
Dewatering

Excavating Equipment
Lease/Financing
Miscellaneous

Parts & Componenis
Portable Shower Trailers
Portable Restrooms
Portable Restroom Tanks
Portable Restroom Trailers
Portable Restroom Trucks
Positions Available
Positions Wanted

Pumps - Washdown
Septic Trucks
Service/Repair

Slide-In Units

Sludge Applicator

Tanks

Wanted

BUSINESSES

PORTABLE HRESTROOM BUSINESS:
Front Ranga, CO. 360 toilets, 2 handicap, 8
wash slations, 3 trallers, 2 professionally
built trucks. Family owned and operated 18

CLASSIFIED Apvertising

May 2010

BUSINESSES

Looking to sell your portahle restroom
business? We have buyers looking in tha
[ollowing areas; Florida, California, Virginia,
Iowa, Kentucky, New York, Pennsylvania
and more! Must have gross revenue in

axcass of $250,000 in most cases, E-mail
jefib@calepublishing com, visit www.Blwo,
biz or call B00-257-7222 and ask for Jefi
Hruss for more detalls. A B2 Business
Brokerage Listing. (TEM}

BOISE, IDAHO AREA: Good business buf

awner wants 1o retire. No blue sky. Value |5
in equipmant. Portable toilet & septic pump-

ing business for sale. 150 toilets, delivery
frailers, 2 sarvice frucks, 2 septic pumper

trucks, Includes toilets out in service.
$150.000. Call 208-B67-59862. (PTS)

Well-Established and Profitahle Texas

Septic, Sewer & Installation Business
For Sale. Grossing in excess of

$1,000,000 annually, customer list of nearly
2000 acoounts and 430 contracied cus-

fomars. Includes nice late model equip-
ment, most are 2007, 2008 model years
Haal estate with rental income can be pur-
chased separately If imerested. Asking
$793.000, E-mail jeftb@colepublishing.
com, wisit www Btwo.biz or call 800-257-
7222 and ask for Jeft Bruss for more defails.

BUSINESSES

Looking to sell your industrial clean-
ing, hydroexcavation or waterblasting
business? We have buysrs. Must have
gross revenue in excess of 51,000,000
annually. Mationwide interesi. E-mail
jeffb@calepublishing.com,  wvisit  www,
Biwo.biz or call 800-257-7222 and ask for

Jeif Bruss for more details, A B2 Business
Brokerage Listing. [TBM)

Houston Texas Area Seplic & Drain

Business For Sale. Grossing nearly
$300,000 annually and showing growth.
Established commercial clients and cus-
tomer list. Includes all equipment 1o cper-
ale, a turn-key business. Huge potantial,
cwner is motivated and moving on - asking
$140.000. E-mail jefib@colepublishing.
com, visd www.Biwo.biz or call BOO-257-
7222 and ask for Jeff Bruss for more details.
A B2 Business Brokerage Listing.[TEM)

Philadelphia/Allentown Pennsylvania
Area Sewer Business For 3Sale.
specializing in collection systems, video
ingpaction, jething, municipal work, Includes
CLES TV & grout fruck, Sewer Equipment
Corporation jetier truck, Vactor 2100,
RIDGID camera, confined space equipment
and more! Good revenue hislory. Greal

opportunity to expand or starm your own
busingss. Curreni owner wants to retire.
Offered at $330,000. E-mail jeffb@
colepublishing.com, visit www.Btwo.biz or
call B00-257-7222 and ask for Jaff Bruss for
morg detalls. A B2 Business Brokerage

BUSINESSES

Massachusetis Sewer & Drain
Franchise For 3ale. Confidantial listing,
nNon Desclosure Agreament réquired. Turn-
key business, good revenue — asking
$165,000. E-mail jeffb@colapublishing.
com, wisit www Btwo.biz or call 800-257-
7222 and ask for Jeff Bruss for mare details.

A B2 Business Brokerage Listing. TEM)

NORTHERN CALIFORNIA/RENO, NEVADA
AREA PORTABLE RESTROOM SERVICE
BUSINESS FOR SALE. Owner is motivated
and inventory alone is worh the asking
price, Includes 100+ resirooms, sinks, ADA
units, holding tanks, 2 service trucks and a
delivery trailer, Annual revenue in excess of
100K each of the past 4 years. List of
axisting customars and confracts includad.
Owner is willimg 1o train If needed. Asking
$75,000 - REDUCED TO $55,000. E-mail
jefib@colepublishing.com,  visit  www
Btwo.biz or call BO0-257-7222 and ask for
Jefi Bruss for more detalls. A B2 Business
Brokerage Listing. (TE)

Looking to sell your business? Ws can
affectively marksl your business 1o more
than 60,000 potential buyers in the liquid
wasle, portable sanitation, and sewer &
drain industries, as well as your local mar-

kets, the Internet and other wvenues. No
updront fees — you don't pay unless your
business sells. To keam more about broxer-
ing your busingss through B2 Business

Brokers powered by PRO, call 800-257-
7092 (TEM}

A B2 Business Brokerage Listing.
(TBM)

sars. 719-490-8335 STRM)
f | Listing. TBM)

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

=) Classitied Ad Form

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

CHOOSE A HEADING:

—J Businesses - Lease Finonting - Portable Restrooms - Portable Restroom Trucks W Sephic Trucks 1 Tanks
~J Computer Softwore - Mistelloneous —J Portoble Restroom Tonks ) Positions Avoiloble J Service/Repoir -] Wonted
-1 Excovating Equipment 1 Ports & Components () Porloble Restroom Trailers [ Pumps - Washdown 1 Slide-1n Units =1 Other

CLASSIFIED AD RATE

51.00 per word, per month with a 20-word minimum
or $20.00. $1.00 extra per bold word (key words only).

ADVAMCE PAYMENT REQUIRED

No billing for clossified ads. Poyment must be received
in advance before publishing.

DEADLINE: 17th OF THE MONTH |

For example: November 17th would be the
deadline for the December issue of PRO,

FILL IN BLANKS: MONTH(S] WORDS & AMOLUNT MAIL this completed form with payment to.
COLE Publishing Inc., PO Box 220, Three Lakes, Wi 54562

COMPANY NAME:
ADDRESS. OHONE- FAX this completed form to: 715-546-3786
CITY: STATE: LIP; ONMNLIMNE form at: www.promonthly.com
PLEASE FILL OUT CREDIT CARD INFORMATION COMPLETELY INCLUDING Y-CODE (3-DIGIT NUMBER FOUND BY YOUR SIGHNATURE)

WE ACCEPT:
CREDIT CARD MO V-CODE:- EXP DATE: _HEI ﬁ
CARDHOLDER NAME: PHONE : el ‘-'EI:I
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BUSINESSES

Looking to buy a business in the liguid
waste, portable sanitation, or sewer & drain
Industries? Call B2 Business Brokars pow-
ered by PRO at BOO-257-T222 and we can
add you 10 our VIF buyer list, No obligation,
no fees, No prassure, | TEM)

North Carolina Septic and Installation
Business for Sale. Showing gocd growth
pver fhe past 3 years. Includes all equip-
ment to cperate, exiensive customer list,
and owner |5 willing to traln i necassary.
Asking $£110,000. E-mail jeffo@ colepublish
Ing.com, visit www. Btwo. biz or ¢all BOD-257-
7222 and ask for Jeff Bruss for mora datails.
A B2 Business Brokerage Listing.|TEM]

CANTON, ORIO AREA SEPTIC, DRAIN &
PLUMBING BUSINESS FOR SALE. Septic,
drain cleaning, inspechon, poriable rast
room and plumbing Dusiness for salka. Greal
revenue history and priced right B

R0 L % asetipment and com-

s susiomear list, and more — a true
turn-Key Or edasy expansion opportunity.
Current owner is moving into a new proles-
sicn, Offered at $165,000 for a guick
sale. E-mail jeffo@colepublishing.com,
visit www.Btwo.biz or call 800-257-7222
and ask for Jafl Bruss for more detalls. A B2
Business Brokerage Listing. (TBM)

COMPUTER SOFTWARE

SOFTWARE FOR YOUR INDUSTRY! Casy
to use; affordabla; powerful. Onling demos
or call for guided tour. FREE eBook online:
increasing Profits in Your Indusfne. Ritam
Technologias, LP, www.ritam.com, B00-662-
8471 ar 208-629-4462, (TBM]

JETTERS-TRAILER

Xireme Flow Gold Jetter - New! Modal &
CJES-3600TU, tandem axle trailer, 35 HF
vanguard, 8.2 gom @ 3600 psi, 325 gal.
watar tank, 300 hose, General pump. List

£19 925 5ale only $14,995. Fully loaded!
800-624-8186; www hotjglusa.com. (TBM)

PORTABLE RESTROOMS

S0 regular Taurus portables - 25 gray, 25

barry. New in 2007, barely used. $400 aach

or 3350 each if you 1ake all. 815-238-1480
(CPTH

35 Satellite Taurus, 3 yrs.old, like new. Lsad
very litthe. Dark blue. $325 each. Email
portablesdsale @aol.com for mora indo. (T3]

PORTAELE RESTROOMS

Qlympia elevator units, Mew or like new

conaiion, cast 5775, Wil sall for $675 each

Call CO 303-526-5370 or 1-B77-526-5371)
(TE)

100 Satellte Tutway toikels, 5175 each. 28
Hi-rige 1olleds, 1 year old, 5225 =ach, 10
double hand-wash stations, $200. Call Jack

3t 573-450-8378 (T)

450 used Poly and Satellite portable toileds
for sale in Utah, 35250 =ach, volume dis-
counts available, Contact Fyan al 801-430-
T28T. (T5)

PORTABLE
RESTROOM TANKS

Ona time wsed 250 gallon hobding tanks.
Two 1iypes avallable, clear round &
plackfflat. Very nice fanks - good for office
trallers and campers. $250, Usad construc-
tan portable tollets, cleaned and sanitized.
$100. Please call 1-B88-476-8847 (TE)

PORTABLE
RESTROOM TRAILERS

2002 Qlympia 26 foot restroom ftrailer, 4
women's stalls, one men's, and 34 unnals,
interior renovated, hands-free sinks. Asking
530,000, 403-880-0752, (T5)

1989 Alloy 48 foot restroom frailer. Full flush
toilats, © women's stalls, 5 men's, and 7 uri-
nals, hot and cold running water, 1500 gal-
10 on Doard waste, Intenor chean and ready
o work, trailer cerified. Includes water
pressure system. Asking $35,000. 403-6a0-
0752 (T&)

PORTABLE RESTROOM
TRUCKS

2003 Ford F550 Powearstroke diesel 1oilet
fruck: 6-speed, power steering, power
brakes, AC, sterec. Specialty B 600 gallon
sewage, 250 gallon fresh water, 50 gallon
chemical, Approx, 175,000 miles, currantly
in use. 516,500, Call Jack at 573-450-83748

(T6)

2009 DODGE 3500 wBest Enterprises
4501150, rigged for service. Less than
10,000 miles. 530,500, www pottyman.net
for pictures or 229-226-0252. (FTE)

12} White 1286 F-350, standard frans., 150
frash/300 wasie. Both need work, Asking
59,000 ea. 19597 F-350, auto trans., 150
fresh/300 waste. Asking 310,000, AN 3
trucks; 328,000, Call 254-526-4745 or 254-

466-10735, (T8

Advertise in Classifieds for only

$1_00 PER WORD!

at www.promonthly.com

MARKE

oy

888-388-7768 » 110570
www.dropboxinc.com

rmitchell@&dropboXinc.com

with
Super Mongo Mover”

Pateniad

1 i'""-""ﬁ

o Aluminum
Frame

v Balances when tipped back

Avallable with 2, 4, 6 or even
8 wheels and your choice of
air or solid foam tires,

www.dealassoc.com
—_Dﬂ = 866.599.3325

come v \We're

OPEN

Www.promonthly.com

! ' Odor-X tank deodorizer

A natural extract that absarbs

and mnds edarmus compounds
NO-Staining myal

Biluse diye with grealer

rmasking abiblies

and less mMAss.

Denler

Labels & More

* Service Records *
* Portable Toilet Signs *
* Logo Signs *
» Signs (Plashic & Aluminum] »
* (ender Signs *

All types of custom printing
and sizes available!
Check out our great prices!

We Specialize in Woste
Monogement Lobeling Solutions

10015 Redrwin Lane Mckianey, T FE071
slEsanchaspraphss corm
Phane: TF2-422-8300 Fc BR2-422-4311

(BO0)BTS-TEHS www Amchorbraphics.com

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

POSITIONS AVAILABLE

Fortable tollet chemical supplier leoking 10
hire 1-3 sales positions. We are growing
and mesd 10 axpand in West, East and
Michwest tarritory and wanting your industry
experiance, Fax resuma 1o 217-469-2458°

(PTH)

PRESSURE WASHERS

New Commercial Grade Traller Special -
single axle, hot water trailer und, 18 HP
Vanguard, 5.0 gpm @ 3,000 psi, with 200 gal,
water tank, (zeneral pump, List 511,585, Sale
only 58,995. Fully loaded! Ready to
cleam! B00-624-8186; www.powerling
industrigs.com. (TEM)
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TRUCK CORNER

May 2010

Reality Check

Bob Carlsen {left) and
Jarry Karkpatnick answer your

guestions in Truck Corner.

WILL YOUR PUMP WITHSTAND THE RIGORS OF CONTINUOUS VACUUM EFE{:IFI[:ATIIHE PROMISED IN A
PERFORMANCGE DATA SHEET? FOR THE LIFE OF YOUR EQUIPMENT, IT'S BEST NOT TO TRY AND FIND OUT.

QUESTION:

I've got questions concerning vacuum pumps and pump
operations, | have been told — and even read in some pump
literature — that these pumps can run al 28 inches of mercu-
ryv. Well, I tried that. I cranked up my pump that has a 342-cfm air-
Row capacity, and it wasn't 15-20 minutes and the pump was smok-
ing like a forest lire, 1 read the performance sheets on the pump and
then I read the data on other sheets and they said the pumps can run
continuously, even at 25 inches of mercury. Why when 1 try to be as
responsible and educated as possible, do 1 still end up with prob-
lems? What should these pumps really be set at to get a long life and
steady performance?
Randy Shenflield
Memphis, Tenn.

ANSWER:

On first reading of your letter, we wondered if it was worthy of

a response. Our first thought was that if you run anything like

a vacuum pump oo long, the heat will build up, the smoke
will come, and the unit will end up fried. But we thought about 1t more
and dug out our performance data sheets from the various pump
manufacturers, This is where it gets interesting.

We found common points made in several manufacturer data
sheets. First, they mention a lot of numbers that aren’t going 1o relate
to real-life operation of a vacuum pump. Many, if not all of these
pumps are purported to be able to run at a "continuous” vacuum of 25
1o 28 inches. When a portable sanitation pumper sees this, he or she

might conclude theres no problem running these things at 25 to 28
inches and all will be well. After all, as mentioned, they say during

‘continuous” operation. 5o let’s turn it on and go to work.

Come In We're

www.promonthly.com
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TESTING FOR THESE PUMPS IS GENERALLY DONE AT A

FACTORY AND THE DATA IS THEN RECORDED. SOUNDS
GREAT. WHAT ISN'T CONSIDERED IN THESE TESTS,

ACCORDING TO THE PUMP REPRESENTATIVES, IS THE
ELEVATION OF WHERE THE PUMP IS USED, THE

TEMPERATURES AND CLIMATE WHERE IT OPERATES,
AND OTHER CONSIDERATIONS.

We saw this information in pretty much all the performance data

sheets we studied (and we pretty much have them all). There are no
further instructions or disclaimers to warn you about running at these
settings. They do mention that this 1s "'maximum” vacuum but there is
nothing saying that you shouldn't run at maximum vacuuwm. 5o if
these settings cause a pump (o overheat and smoke, what are these

numbers for?

Many pumpers and suppliers like to look at data — the hard num-
bers — in their selling of pumps, or in their use of pumps on their
trucks. We're not saying these numbers are wrong, but it does require a
second look. 50 we called some of the pump manufacturers to see what

they had to say about this information.

Here's what we learned: Testing for these pumps is generally done
at a factory and the data 1s then recorded. Sounds great. What isn't con-
sidered in these tests, according to the pump representatives, is the ele-
vation of where the pump is used, the temperatures and climate where

it operates, and other considerations.

The plain truth is, we don't know of anybody who runs a pump at
‘maximum continuous” output, And frankly, we don't believe they run
the pumps very long when conducting these tests. 5o it is wise to get as
educated as possible and understand the strengths and powers of your
pumps. But remember that most of these numbers are laboratory
numbers in a controlled environment.

The basic rules of running a vacuum pump still apply. First, match
the power of the pump to your tank capacity to be efficient. As we have
said in the past, it doesn’t help 1o have a more powerful pump on a
smaller tank. Second, in most places around the country, operating a
vacuum pump on the job at 18 to 20 inches of mercury is plenty. This
should allow you to complete a pumping job, not overheat yvour pump
or the system, and to get the longest possible life out of your pump.

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 fo
Truck Corner, at 623/937-3688, or send Bob and Jerry an e-mail at
fruckcorner@promonthly.com. B




The job is not done if they leave with

Dirty Hands

»
+r ’a

800-292-1305 THERE WHEN YOU NEED US! www.polyjohn.com
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SAVE $$$$$ ON DEODORIZERS [y
IN EXCLUSIVE FRAGRANCES e way Products

Our Fragrance of the Month discount deodorizer program offers you a ;E:;.;ugf? inyour
choice — either BlueWorks, our most powertful liquid deodorizer; or e Plicks
DriPax, our new water soluble, portion-controlled product. It's your PolyPortables of

choice and the savings are BIG! Just call Cindy at (800)241-7951 or Green way Products,

your PolyPortables division manager for details.

POLYPORTABLES

Listening. Learning, Delivering. Since 1372

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

Cnky PolyPorables offers high-performance Green Way Products

TOILET DEODORIZERS - TOILET CLEANERS - AIR FRESHENERS
All Green Way deodorizers, deaners and air fresheners are earth-friendly, people-friendly products, They are developed and manufactured in - HIBEN '.;"I..'a|: Aroducts
our facilities in Dahlonega, Georgia by Green Way Products, a PolyPortables sister compamy. eglutinne far lite
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