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Contact us: PRO strives to serve the portable restroom industry with interesting and
felpfid stories, We welcome your comments, questions and column suggestions and

promise a prompt reply to all reader contacts. Call BOW257-7222; fax 715/546-3786;
e-mail PRO editor Jim Kneiszel at editor@promonithly.com.

Beware of Falling Prices

GCUT-RATE CONTRACGTORS OFTEN LEAVE A BROKEN BUSINESS, A BUSTED BANK AGCOUNT
AND ANGRY COMPETITORS IN THEIR WAKE

By Jim Kneiszel

Iy build market share for their portable sanitation businesses by

submitting a constant barrage of low bids to construction compa-
nies and special event planners. You know who vou are ... And unfortu-
nately, we don't always know who you are. Butl more on that later.

As you call on prospective clients and offer to place and service
restrooms for 20, 30, even 50 percent less than vour established com-
petitors, I'd like vou to ponder this question: What do you hope to
accomplish in the long term with this strategy?

50 you land a bunch of new customers and service a few hundred
restrooms at razor-thin profit margins — if indeed you are making a
profit on them. The salesman in vou jumps for joy, while the account-
ant in you cringes. On the positive side of the ledger, youre keeping
busy running service routes every day. The bad news is all it takes is a
few late-pavers, out-and-out deadbeats or a mechanical breakdown to
bankrupt your fledgling operation.

I 'm addressing this column to cut-rate contractors who try to quick-

ARE YOU BETTER OFF?

Lets say vou sidestep any of the disasters that could befall vour
operation. You work hard for a year, and make a modest living in the
industry. Was vour low-price gambit worth the meager rewards it gen-
erated? Your first reaction might be, “Yeah, | enjov steering my own ship,
shaping my own destiny as an entrepreneur,” Well that's fine,

But examine the situation a little closer. Maybe vou're working 60-
80 hours a week. You've been building the business, but are you putting
ANy maoney in your pockets or saving for a future retirement? Is the busi-
ness a legitimate, sustainable enterprise that would have value to a
buyer when you want to get out of it someday?

Compare your lot in life with how you'd be doing if yvou punched a
timecard on a 40-hour-per-week job working for someone else. Would

an employer be paying for yvour health insurance, contributing to a
401{k} savings plan, giving vou a few paid holiday, vacation and sick

days?

Was your low-price gambit worth the meager
rewards it generated? Your first reaction might be,
“Yeah, | enjoy steering my own ship, shaping my

If you've been charging far less than your competitors all these
months, my guess is that yvou've not found the prosperity you envi-
sioned when you started the company. 50 what can vou do to get vour
business in the black, to start earning a decent living for you and vour
employeesy

This is where we come back to long-term strategy. Your options are
limited, and unlikely to work:

1. Raise your prices

By now you may understand that the established portable sanita-
tion companies in your area had a rationale for their pricing structure.
Ower the years, they learned to base prices for restroom rental and serv-
ice on establishing a fair profit and knowing what the market will bear.
What will happen to vour customer list if vou raise prices to meet that
same standard? Will customers stick with vou or bolt to a competitor?

2. Expand your market

After a vear, you've probably cherry-picked all the customers in
your area who count low prices as the top priority in their buying deci-
sions. Now you need (o sell customers on the quality of your products
and services. But operating on a shoestring budget, do vour products or
services compare favorably to competitors who charge more? Probably
not.

3. Cut your costs

In order to offer lower prices in the first place, you had 1o keep an
eagle eye on costs, looking for every efficiency possible to squeeze a
profit out of a job. Maybe you ran your own service routes 10 hours a
day. Mavbe vou bill every 28 days instead of monthly. Perhaps yvou serv-
iced units every eight or 10 days instead of every week. 5o you have no
room for cutting more.

DEGRADING THE INDUSTRY

After a yvear of seeking aggressive growth through a low-price strat-
egy, you may come (o the conclusion that quality usually trumps quan-
lity in a service business, that customers won through good service are
maore valuable than those lured by a temporary discount. You may now
know that sustainability is achievable only il vou make a fair profit and

invest some of that money in employvees and the tools they need.
If vour company 15 teetering on the brink of insolvency, vou might

own destiny as an entrepreneur.” Well that's fine.
But examine the situation a little closer.

look at yoursell as the only loser in the failed business plan. Butl your
price slashing is degrading an entire industry. Competitors attempting

B  September 2010 Portaible Resiroom Operaior



(o meel your prices forfeit profits they won't get back for a long time.
Companies that hold firm on pricing lose revenue when customers
leave,

The cycle of cut-rate contractors sets the industry back in many
ways. Quality companies lose good workers to industries where the pay
is better. Low prices depress wages, fringe benefits packages, and the
ability of companies to upgrade equipment and technology. This has a
negative impact on company owners, workers, even end users — con-
struction workers and the general public — who want the best possible
restroom experience.

WHO ARE THE PRICE-SLASHERS?

Back to what 1 said at the top of the column, that we at PRO dont
always know who these low-ball contractors are. Once in a great while,
| hear from a restroom contractor who is disappointed that we featured
one of his low-ball competitors in some way, shape or form. He explains
that the company in question uses unrealistic pricing to disrupt the
marketplace.

I'm disappointed when 1 hear a story like this, too. It's dilficult to
know sometimes when a contractor is following unsustainable com-
petitive practices that we wouldn't endorse. Of course, these contrac-
tors like to tell us they're growing, but they may omit details about how
they're doing it. 1 suspect they often know deep down what they're
doing is wrong for the industry:.

Even though the cut-rate contractor can leave a lot of troubles in
his wake, there is a silver lining to these stories. I firmly believe that a

quality product and service at a fair price eventually does win out over
the singular low-price strategy. B

I!;l I:Tllr _ll'lllll Iln-

LABEL TOUH F’DHTAELE TUILETS WITH
THESE DECALS FOR ONE LOW PRICE!

YOUR COMPANY INFO ON FRONT DOOR

8'x12"

YOUR COMPANY INFO ON EACH SIDE PLEASE

DO NOT

THROW

TRASH
IN TOILET

4 X6

You gedi":ﬁﬂthes.e |ElhE!5”fErr 94.95 @NU SMOKING

when you purchase a quantity of 100 xXg

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

Quality Decals Printed in the USA since 1961

1-800-348-24 54 [ gy

A
&
g
T
0
K
5
'3
T
1
o
F
F
£
&
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Writer Judy Kneiszel has operated her own small business for a decade and is familiar
with the many rewards and challenges of business ownership, Write 1o her with
(uestions, conmments or topic suggestions at thewordhouse@ameritech. net,

Growing Up By Adding Services

MAYBE YOU'VE READ A STORY IN AN ISSUE OF THIS MAGAZINE ABOUT A PRO WHO ADDED A
SHOWER TRAILER OR OTHER SPECIALIZED EQUIPMENT. ADDING SERVICGES CAN BE PROFITABLE,
BUT IT TAKES PLANNING — JUST LIKE STARTING A NEW BUSINESS.

By Judy Kneiszel

here are essentially two ways to grow a business: find more cus-
tomers or find additional products or services to sell to existing
CUSIOMErs.

Finding more customers may mean expanding into new markets,
which can be difficult considering the additional time and expense of trav-
eling to new territory or establishing a satellite location. Theres also the
existing competition in that market to consider, In the end, you may decide
“oul” is not the way 1o grow, 50, how about "up?”

OH, GROW UP

By growing up, | mean offering additional services to the market you
already serve, Which services would be smart additions? First, listen to
hints from customers. If they frequently ask about a particular service you
do not offer, consider adding ir.

If the answer 15 not that obvious, take some time o study customers
buying habits and take a close look at your existing service line to deter-
mine if it is meeting all of their needs. But don’t leave it to detective work.
Ask vour customers whart other services might be convenient for them to
purchase ffrom vou. Maybe they've never considered it before. If vou can
introduce a way to make purchasing simpler for customers, they'll get on
Doard.

For example, if you notice when servicing restrooms at a special eveni
that a client has rented portable fencing, ask if it would be more conven-
ient to rent both restrooms and fencing from the same company — yours!
If it's not going to cost them more, the answer will probably be yes.

And when considering expanding services, it's good to study the com-
petition too. What added services do they offer? Would it benefit vou to
offer similar added services or differentiate yourself with unique offerings?

SELLING NEW SERVICES TO OLD CUSTOMERS

New service offerings open the door to new marketing opportunities,
Sales staff will have a new reason (o call on customers. No one is going to
lake advantage of the new offering if they dont know about it, so spread the
word! Take the opportunity to call, send a brochure, e-mail or otherwise
advertise your new services. And communicate with enthusiasm. If you are
excited about a new offering be sure to share this with everyone you know
.. customers and non-customers alike.

Be aware that when an added product or service creates an entirely
new market, a business has (o spend considerably more time and money
promoting it If, for some reason, you decide to sell swimming pools from
the same office you rent restrooms from, you may be fighting an uphill bat-
tle because potential customers do not frequently overlap.

KEY CONSIDERATIONS

Jumping into a new service line blindly is not a good idea. To make a
new venture as successful as possible, consider the following before taking
the plunge:

g september 2010 Fortaible Resiroom Operalor

A new offering is like a new business.

Re-work your business plan to include the new service. If you've never
had a business plan, create one without the new service and one with and
compare the numbers o determine if the additional rime and expense of the
new service will be worth it Determine how long it will take for the new offer-
ing to pay for itself and start being profitable. When both capital expense and
labor costs to support the new offering are added in, is it cost-effective?

The business plan should set some goals and revenue projections for
the new offering. It would also be helpful to create a marketing plan and
decide how you will reach your targets. If you go ahead and add the new
service, measure the results and compare with those projections to gauge if
its on track.

Employees must be on board.

An additional service means change for employees. Consider if the
service being added is a good fit for the skills of your employees. Will it
require hiring additional help or significant retraining of workers? Will work
schedules change? How will it affect the organization of the company? For a
smooth transition, keep employvees informed,

Customers must be told.

If customers expressed a need for the new service offering, let them
know when it will be available before they contract with someone else. That
way you can hit the ground running with a contract for your new service.
And tell all customers how they can benefit from this new service,

And be sure to give adequate notice (o existing customers if this addi-
tion is going to impact them in any way. Maybe vou will be less available for
a while as you implement the new service. Let customers know who will be
taking care of them in the meantime. Customers are generally adaptable to
change when they know what's going on and why.

Sometimes it's better not to add services.

If you are a very small business — going at it solo or as a couple —there
may not be the hours in a day to execute a new service well, and then the
whole business suffers. Consider the added time requirements of an addi-
tional service. Will it provide additional income or just sap your freedom?
Can you justify hiring someone to meet the demands of the new service? Be
sure that adding the service is likely to provide you with definable benefits,

otherwise vou might stretch vourself too thin,

THE BOTTOM LINE

If you are considering adding a new line of service to your portable
restroom business, ask yourself: Why this service and why now? Is it the
right time to implement this new plan? If you've done the homework and
determined it is the right time to grow up and add a service, good luck!
You've got a grear start. Let us know how it goes, and how you've met the
challenge of adding a service. l
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Martin's Sanitatidn technician Malvin-Mynear replaces the vacuum hose after
cleaning a resiroom at'a construction site in Lexington, Ky. (Photos by Allie Garza)
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CONSTANT DIVERSIFIGATION HELPS

KENTUCKY CONTRACTOR
MIKE THORNTON BRING ANNUAL

DOUBLE-DIGIT REVENUE GROWTH TO
HIS MARTIN’S SANITATION SERVICE

requires a keen eye for spotting new
opportunities, .a knack for great cus-

tomer service and a drive to succeed — not to
mention a good relationship with a local

banker, says Mike Thornton, the owner and
president of Martin’s Sanitation Service Inc.
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in Paris, Ky, nearkexington.

Thotnton knows about diversification
firsthand: Singe 1995, when he bought a sep-
tic seryiceé busingss from friend and mentor
Gayle' Martin, the company has expanded
into’ portable restroom rentals, sewer line
cleaning ‘and inspections, transporting

J:
|

By Ken Wysocky

sludge for rural wastewater treatment plants,
residential plumbing and even producing
vinyl graphics for contractor vehicles.

Today, portable sanitation i1s the domi-
nant service sector, providing 50 percent of
the company’s business volume. But other
areas have come on strong, with 25 percent of
the revenues in cleaning wastewater treat-
ment plants and grease traps, 15 percent
municipal sanitary sewer line inspections
and cleaning and 10 percent plumbing.

Martin's recently acquired another
portable sanitation company that more than
doubled its restroom inventory. And despite
all his business dealings, Thormton also man-
ages to find time to serve as mayor of Paris.

During the last 15 years, the company

The Martin's Sanitation crew (from left) includes
Chris Wiley, Dean McFarland, Michaal Bolanos, Erin
Hiten, Mike Thornton, Melvin Mynear, Casey Jones
and Kevin Hanslay,



Martin’s Sanitation
service Inc.
Paris, Ky. Jx
- _ -
Owner: Mike Thomton .~ Kentucky

Years in Business:
15

Employees: 21
Service area: 100-mile radius of Parns

Services: Portable restroom rentals, residential
and commercial septic tank and grease-trap
cleaning, sewer inspections and cleaning,
plumbing

Web site: www.marmns-senices.com

averaged 25 percent sales growth annually,
grew 10 21 employees and built up a sizable
fleet of equipment and vehicles. "Believe it or
not, even through this recession, we still post-
ed a ZZ-percent growith In gross sales last
vear,” Thornton says.

STARTED AS FARMER

Thornton started out as a tobacco, grain
and cattle farmer, and figured that pumping
septic lanks would be a good supplemental
side business, "1 thought running a truck three
or four hours a day to get a little extra revenue
would give me an opportunity o be more
active on the farm,” he says. "Looking back,
that was a mistake. | wish | would've concen-
trated more on the business.”

AL first, Thornton didn't take Martin seri-
ously when the pumper said he was retiring
and wanted Thornton to buy the business. At
the time, Thornton worked for the city’s
wastewater treatment plant, and knew Martin
well because he took his waste there.

“1 figured he was smarter than that,”

Warkers dump waste from a 2010
Peterbilt truck built by Pik-Rite Inc. at
_the receiving | ‘o
treat & 31
display at the |
Environmental Expa in Lo
ﬂi-'“'@.fﬂlis year, T f ey

"
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“One or two reputable plumbers we refer business to got too busy, so | felt

it was time to branch into hiring a master plumber and doing the work
ourselves. We started with one or two calls a week and now run two trucks

and two crews seven days a week."”

Mike Tharntan
vile | 11t

I::_.-.I

]

Employes Melvin Mynear finishes
pumping a rastroom
at a construction site.

Thornton says wryly. "How was |
going o buy a business as a

farmer who could barely make
ends meet?! But the more |

thought about it, the more sense
it made — and Gayle is a very
good salesman. Hes also been a
great mentor and is still active in

the company.”
Thornton says he gradually

became aware of the business’s

potential when he started haul-
ing sludge from package plants

— small, rural wastewater aera-

tion treatment plants — to larger
plants that could process it

“That’s what really grew the busi-

ness,” Thornton notes. “We went
[rom running trucks two to three

hours a day to four or five hours a

day. S0 | started concentrating
[ull ime on the company, doing

door-to-door sales.”

Shortly after buving Martin's, Thornton
quit his job at the wastewater treatment plant,
and by 2000, he sold off his farm to concen-
rate solely on growing the business. About

g
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that time, Thornton seized another opportu-
nity. He learned that under new regulations,

the city would only accept new sanitary sewer

lines for subdivisions if they passed an inspec-
tion. 50 the company took a gamble and

entered the market for televised camera

inspections and cleaning. That required a siz-
able investment: 1999 Vac-Con combination

vacuum truck with a 12-yard debris tank.

“We spent a ton of money in 30 days with-
out knowing how much work was going to be

there. But in 2001, the new regulations went
into effect and that side of the business took
off as well. MNew construction has tailed off
since then, but we make up for it by doing
maintenance work for municipalities that are
required to inspect a certain number of feet of
sewer lines per vear.”

MAKE FRIENDS WITH THE BANKER
The new venture underscored how
important it is for expansion-minded busi-
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Workers Melvin Mynear (left) and Dean McFarland wash restrooms in the

Martin's Sanitation yard.

nessmen o develop a strong relationship with
a local bank, Thornton says. He notes that a
local banker has stood behind him on every
new venture, as long as he produced a solid
business plan and could show how Martin's
would make things work.

“Alot of it comes down Lo being absolute-
ly upfront and honest with vour bank,” he
paints out. “We havent been a 100-percent
success story. But instead of wailing until
money was tight, I went to my banker when-
ever | was behind the eight ball and told them
aboult cash-flow issues.

“You have to make them buy into it, just
like vour employees buy into your company,
because at the end of the day, it's their
money,” he adds. “In a sense, we wash their

-
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plant to keep odors down.

lrucks every week for them. We've been very
fortunate to have a banker that's always stood
behind us.”

When Thornton eyes a new market, he
savs he dissects it into what he calls blocks.
COne is recognizing a need, which he says often
comes [rom employees who pass on informa-
tion thev hear, say, at a local disposal plant.
The second block is determining what equip-
ment and how many employees are needed.
“The next block is what kind of price can we
charge to be competitive and profitable,” he
says. "IUs like the movie Field of Dreams; if you
build it they can come. It's a simple principle
weve used. But anyone can buy equipment;
the key is providing greal service.”

In 2002, recognizing another community

Technician Casey Jones pours a chlorine product into a tank at the Paris, Tenn., treatment

need, Thornton bought 28 single-unit
portable restrooms at the Pumper & Cleaner
Environmental Expo International. The busi-
ness now is split roughly in half between con-
struction sites and special events.

“I had no idea how quickly it would grow,”
Thornton says. “We've sulfered some because
of the construction downturn. But we were
still up 2 percent in sales revenue on portables
last year (2009) over the prior year, and we're
up 8 percent {so far in 2010)."

Thornton says he cant emphasize
enough how important it is to excel at cus-
tomer service. "You need to keep a keen focus
on yvour particular areas needs, but then you
must oul-service your competitors, Again,
anyone can buy equipment, but service is
where vou stand out,”

EQUIPPED FOR SUCCESS

Today, Martin’s owns 1,000 single rest-
room units: about 50 percent of them are
made by PolyPortables Inc.; 45 percent made
by Satellite Industries Inc.; and 5 percent are
Tulf Jons from T.5.E Company Inc. The com-
pany also owns 25 handicapped-accessible
units, made by PolyPortables and Satellite
Industries; three 18-fool trailer units manu-
factured by Advanced Containment Systems
Inc.; two 26-foot Presidential units from ACSI;
one trailler each from Comforts of Home

President and CEQ Mike Thornton stands in front of
his fleet of vacuum trucks.



Tired of just complaining about local government spending,
Mike Thornton decided to put his money where his mouth was

and do something about it: Run for public office.

“| saw a need to spend tax dollars more wisely — take a
business-like approach to govermment,” he says of his motivation
to run for a city council seat in Paris, Ky., a city of roughly 9,200
residents that's the base for his business, Martin's Sanitation
Service Inc. His message of fiscal austerity resonated with voters
and he was elected for a two-year term.

Thornton was re-elected and became mayor pro tem. Then the
mayor at the time died of a heart attack, so Thomton became the
appointed mayor to fill out the balance of the term. He's running
for his first elected term as mayor in November.

S0 far, Thormton's approach to government has worked. “We
look a ‘company’ thal was knee deep in debt and turned it around
in three years,” he says. "You've got income, expenses and
employees; if that isn'l a business, | don't know what is.

“We've had auditors scratching their heads because we re
one of the few cities that actually put money back into the till
without laying people off or increasing taxes or ulility rates. We
did it by running government like a business ... you can't spend
$100 if only have $80 coming in."

To avoid conflicts of interest, Thornton doesn't vote on any-
thing related to his business, such as portable restrooms units
the city rents for ils parks. "I've been very upfront,” he says. "One
of the first things | did was check with the Kentucky League of
Cities for any polential pitfalls, and talked to the City of Paris
legal counsel to be sure | avoided any problems.”

How does Thornton run a large business and a city? “l focus
on my daily routine and do what | can do,” he explains. "A lot of it
goes back to having a good staff at work that’s effective and com-
municates well. The business sails pretty smoothly. Sure, there

are days | wonder why | ran for office. But there are days it's very
gratifying, too.”

Services  Inc.

Industries.
In addition, the restroom end of the busi-

ness also relies on the following trucks (all
with steel tanks): a 2010 Peterbilt 388 with a

5,000-gallon waste/250-gallon freshwater
tank, built by Pik Rite Inc.; a 2002 Peterbilt
330 with a 4,250-gallon waste/250-gallon
freshwater tank from House of Imports Inc.; a
2000 Peterbilt 379 with a 3,600-gallon tank
built by Andert Inc.; 2006 and 2007 Ford F-
3508 with 600-gallon waste/300-gallon fresh-
water tanks built by Satellite Industries; a

2002 Dodge 3500 with a 300-gallon
waste/150-gallon freshwater tank built by

Imperial Industries Inc.; 2005 and 2006 GMC
55005 with 1,000-gallon waste/300-gallon
freshwater tanks  built by  Crest

and Olvmpia Fiberglass

“We've suffered some because of the construction down-
turn. But we were still up 2 percent in sales revenue on
portables last year (2009) over the prior year, and we're

up 8 percent (so far in 2010).”

Mike Thornton

Manufacturing; and a 2005
Chevrolet 5500 with a
1,000-gallon  waste/300-
gallon [reshwater tank,
also built by Crest.
Martin's also owns a
2008 combination vacuum
truck built by Aquatech {a
division of Hi-Vac Corp.),
aimed at handling increas-
ing sewer-related work in
the city of Lexington; and a
camera inspection truck
outfitted by CUES Inc.

PLUMBING? WHY NOT?
In 2009, Martins start-

ed a plumbing division.
Why? Because Thornton
noticed that often enough,
technicians arrived at

homes to find the problem
was a kitchen or bathroom

drain, not the septic tank.

Then the company would
call plumbers for help.

*Then the one or two

reputable plumbers we
refer business to got too

busy, so | felt it was time to

branch into hiring a master

plumber and doing the
work ourselves,” Thornton

explains. “We started with one or two calls a
week and now run two trucks and two crews

seven days a week.”
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Mike Thornton prﬂﬁmﬂ '.rhg;l hics for a
customer’s truck. Martin’s Sanitation Is diversitying
into vehicle signage.

Thornton also is expanding into another
market: vinyl lettering and signage for con-

tractor vehicles. He bought equipment to

design and produce vinyl letters when he
found it expensive to get his own equipment

lettered. He plans to focus harder on the sig-

nage service later this year after Martin's
moves into a new 50,000-square-foot facility

on a three-acre indusirial site.

Thornton is quick to point out that he's
had failures along the way to developing a

large, well-rounded company. But along with

a strong drive to succeed and a passion for
what he does, Thormton says taking calculated

risks is essential to growth.

It's hard to say whats next under
Thorntons aggressive stance on diversity. But

yvou can bet there's something new and prof-
itable on the horizon, 8

| MORE INFO:
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New! Now Available... ‘TANK IN A TANK’

1000 Gallon Restroom Service
Maspart HX14 vacuum pump svstem. New Design Offers Better We:ghr Distribution

washaown system, remote PT0.
foviet carner and storage cabinet

2011 Ford 450 16500 G\W |
300 HP auto. trans., XL Iiim.

Introductory Priced AL...

IN STOCK Selection. FINANCING Available.
450 GE_“IJI"I Slide In 300 Waste / 150 Fresh
* Seff-Contained
¢ Skid Mounted

3 Discharge T8 37w & .o NN © Lightweight Aluminum
12 Volt battery | * rar B0 * Fasily Maneuvered
30" of 2" fill hose N T e Fits Standard Pick-Up
12 Volt washdown system w/'st’ hose -

Electric Start 5.5 HP Honda Conde it 1
Super & vacuum pump w/ 4-way valve ~ 8 8 8 2 8 1 9 9 6 5
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7 Church Road, Hatfield, PA 19440
Phone: BOH). 4232, 1844

Fax: 888.E61.9380
Visit our website: www. libertylg. com

ﬁ 16200 S4th STREET N.E. » ST. MICHAEL, MN 55376 £ - Call Michael DeGroat (ext 12)
T CRAPHICS Phone: [783) 428-83685 « Fax: (783) 428-8366

1.-800-490-9931 "*°aWed-graphics.com + www.alled-graphics.com Commercial Equipment Financing Call 800-422-1844
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Syrup * Concentrate ® Ready-To-Use

€ Deeper Blue Color Improves Coverage
€ Longer Lasting Odor Control

€ 35% Cost Savings Per Service Over
Tablets or Packets

€ |Increased Fragrance Presence

€ Easy-To-Use For Washdown

€ Consistent Results

o gallon
55 gallon

JDORIZER
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Call your Area Manager or a Deodorizer Specialist
today for information about custom blends, bulk
pricing, freight programs and available terms.
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Tony Dean of Pit-Stop Event
Services prepares 1o service
restrooms at Country USA

in Oshkosh, Wis. (Photos by
Don Stolley)

By Betty Dageforde

THE TEAM
Pit-5top Event Services In

Fond du Lac, Wis., is one of three
business units operating under

the name Dean Enterprises, the

other two being Pit-5top
Portables (their route business),

and Dean’s Septic. Owners Peggy

and Richard Dean are fortunate
Lo have four sons who participate

in the business — route manager
Tony, equipment manager Tom,
diesel technician Brad and 15-
vear-old Mike. Tony's wife, Kim,
handles accounts receivable and
human resources. Tom's girl-
friend, Bethany Warner, works on
routing, dispatch, and shower

16  September 2010
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pperations. Richard Dean
concentrates on the septic

gside of the business. And as

for Peggy, "] don't do routes,”
she says, "but anything else.”

Of course, as in any family

business everyvone fills in any-
where needed — the office

staff might work in the field
while Peggv's mother, Gail Wiese,
staffs the office and her partner,
Frank Hope, lends a hand.

An aerial HWLﬂI' Il'li-

Portable Restroom Operator
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A coordinated effort helps the crew of Pit-Stop Event Services
cater to the needs of 150,000 country music fans in Wisconsin

The family workers are sup-
plemented by four route drivers,
as well as a number of temporary
standby emplovees who assist as
needed for specific events. Nearly
30 people worked on the Country
LISA project.

COMPANY HISTORY

Richard Dean got into the
septic business in 1994 when he
bought out the contractor he had

mnﬁ :'I-I!-'.-._

been working for. Shortly after
that, when a local golf course
owner said, "If you had portable
toilets I'd rent them from you,”
Dean took the bait and bought
six units. "Next thing you know
there was a park in the area that
heard about us and also wanted
them, so we bought six more,”
Peggy Dean savs. They got into
the business full time in 1998
when they purchased M & N
Portables, which added 600 units
(o their inventory. The following
vear Peggy Dean began working
for the company full time, and
the vear after that they bought an
additional 250 units with the pur-
chase of Pit-5top Portables. In
2004 they acquired their first
shower trailer, having rented
them for a couple years. Today,
they have 1,600 portable rest-
rooms, 30 wheelchair-accessible
units, eight restroom trailers and
10 shower trailers.




Pit-Stop ny Warner
(left} and Peggy Dean kept an eye
trailers, which were

the
- ﬂmw’.ﬁ.ﬁﬂ”’m Country USA.

MAKING CONNECTIONS

The purchase of M & N
Portables also led to the Deans
getting their foot in the door for
the Country USA festival, as the
owner of that business had done
work for the event promoter,
starshow Presents Inc. A meeting
was sel up among the three par-
ties, and the festival owner decid-
ed to give the Deans a try for the
99 festival. "It was a vear at a
time for the first four vears,”
Peggy Dean says. "But now we
have a long-term contract.”

THE MAIN EVENT

For five days, on five stages,
over 150,000 country music fans
were treated to non-stop enter-

Brad Dean (drivi
== Mike Dean use a ki
~ utility vehicle to move a
=+ frailer load of restrooms at

Jand

tainment at the 15th annual
Country USA festival. The event
took place at the 300-acre Ford
Festival Park in Oshkosh, Wis.,
June 22-26. This vear’s lineup
included the Zac Brown Band,
Jason Aldean, Darius Rucker.,
Blake Shelton and Toby Keith.
Participants also enjoved the
international marketplace,
dozens of food vendors and car-
nival rides. A 3,000-site camp-
ground is part of the festival
grounds.

BY THE NUMBERS
The company provided
portable restrooms, restroom

trailers, hand-wash stations, and
shower trailers for the festival.

They brought in 625 blue-
and-white PIN3s and 16 Comfort
Inn wheelchair-accessible units
from PolyJohn Enterprises Corp.
as well as 40 PolvPortables Inc.
hand-wash stations. Both the
north and south ends of the facil-
ity had 150 units. Another 25
were placed at the pedestrian
boulevard entryway; 25 at the
marketplace. Single units were
placed at each gate for gate and
security staff, and the remainder
dispersed in banks of 20 through-
out the campground.

Restroom trailers are from
Ameri-Can Engineering. Three
were positioned in the VIP area —

a 40-foot, 36-foot, and an ADA
unit — along with a Poly]ohn

“We tried to get in after
every person but a lot of
people didn’t care if it
was clean or nol, they
just wanted to get in the
shower, so it wasn't

always possible.”
Pegagy Dean

Men's Room Urinal. A 32-foot
trailer was placed near the Club
Tent, and a 16-foot trailer was
provided for the office staff.

Two shower operations were
set up in the campground. At one
end were five Amerni-Can
Engineering trailers with 50
stalls, including an ADA stall. At
the other end were two compa-
ny-built trailers, one with 22
stalls, the other nine.

LET'S ROLL

Beginning one week before
the festival, two drivers worked
continuously for three days to
deliver all the equipment. They
gach drove a 2006 Ford F-350
with a 20-unit trailer, A dozen
units were placed into immediate
service for stage and catering
Crews.

KEEPIN' IT CLEAN

The original 12 units were
serviced every day beginning the
week before the festival. The rest
of the inventory was serviced




daily starting on the 23rd.
At 4 a.m. the units were
pumped out using the com-
pany’s septic trucks — a
1995 5.000-gallon Interna-
tional, a 2000 4,000-gallon
Mack, and a 1988 4,200-gal-
lon Mack from T-Line
Equipment Inc. All use
Masport Inc. pumps. They
were followed by a water
truck and an assembly line
of workers who sprayed,
scrubbed, restocked, and
repaired the units, finishing
by 9 a.m.

Campground Units
were pumped and cleaned
(wo or three times a day
using a 2006 Ford F-450 and
a 2006 F-550 built out by
Best Enterprises Inc. with
900-gallon stainless steel tanks
(650 gallons waste/250 gallons
freshwater) and Jurop pumps,
and a 2004 Ford F-750 with a
2,300-gallon steel tank (1,850 gal-
lons waste/450 gallons Ireshwa-
ter} built out by T-Line
Equipment. Pit-5top  drivers
transported 12,000 gallons of
waste per day to the Oshkosh
wastewater treatment facility,

Full-time monitors were on
hand from 3 pm. to 10 p.m. An
attendant was stationed at the
restroom trailer at the Club Tent,
and two at the VIP trailer. The

-

Rick Dean (left) and
Tom Dean prepare
hoses for pumping a
bank of restrooms at
Country USA.

USA attendees waiting o . :
use shower facilities.

shower area was staffed by
% an attendant, cashier and

* maintenance technician.

company kept a 32-foot trailer on
site with 140 cases of small core
toilet tissue, 50 cases of single-
fold towels, 15 cases of spray
soap and 25 cases of center pull
towels, along with cleaning sup-
plies. All family and several other
employees stayved on site during
the event.

SsHOWER SERVICE
The company provided the

shower trailers at no charge, and
ran the operation as a conces-

sion. Each shower operation had
attendants, cashiers and a main-

tenance technician between 6
am. and 7 p.m. Because the well

water they were using was rusty,
it was imperative that shower-
heads and hlters be cleaned con-
tinuously. “We tried to get in after
every person but a lot of people
didn't care if it was clean or not,
they just wanted to get in the
shower, so it wasn't always possi-
ble,” Dean says. "Our showers are
not timed, so they could take as
long as they like." Showers were
emptied up to three times daily,
with the greywater taken to the
Oshkosh treatment facility.

COME RAIN OR SHINE

Dean sums up this yvears
event: "It was a little more diffi-
cult than previous yvears. We had
monsoons, It rained almost every
day — usually at {4 am.).” Not
only did this make working con-
ditions difficult, but for two days
the rain prevented them from
getting their septic trucks onto
the festival grounds. "But theres
always a way,” Dean says. "We
had to service evervthing from

the back side, dragging a 100-foot
hose to the units.”

mmﬂl‘L ira Mmﬁ'ﬂ .
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at Country USA. Pit-Stop
ﬂih_d showers for
free, then ran the units as
£y d concession service.

On the last day, when the
company would usually be emp-
tving all units, the roads were
washed out so evervthing had to
be left an additional day. A week
later the company was still
remaoving equipment.

The company has a can-do
attitude about serving the big
event. “Whatever it takes, we
make it happen,” Dean says. B

MORE INFO:

Ameri-Can Engineering
a74/892-5151
Www. ameri-can.com

Best Ente
B00/288-237H
www, bestenterprises.net

Chandler Equipment Inc.
B00/342-0887
www.chandlerequipment.com

M rt Inc.
B0 10
WWW,ITIASpOrpump.coim

PolyJohn Enterprises
800/ 292-1305

www. polyvjohn.com

PolyPortables Inc.
S800/241-7951
www. polyportables.com

T-Line Equipment Inc.
920,864 -4444
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EARN ON PURCHASES,
SPEND LIKE CASH?

+ Buy PolyPortables replacement parts?

+ Pay down your existing PolyPortables account?

It's your choice! WATCH for your BlueBucks in your

5 BlueBucks for every 5100 you spend. Then youcan  next GREEN WAY PRODUCTS invoice.
spend your BlueBucks like cash on any Green Way

Products deodorizers and cleaners, or PolyPortables  PolyPortables — you can build
equipment. It's our way of saying "Thanks for beinga  a business with us.
loyal customer .

» Purchase more Green Way Products like deodorizers
and cleaners?

» Accumulate toward the purchase of a new restroom
or hand-wash station?

POLYPORTABLES

Listening. Learning. Delivening. Since 1972

PORTABLE TOILETS « HANDWASH STATIONS « DEODORIZERS « CLEANERS « TRUCKS
39 Crafton Drive, Dahlonega, GA 30533 USA - Phone (800) 241-7951 or (706) 864-3776 - Fax (706) 864-8111 - www.polyportables.com

All Green Way Products' deodornizers, cdeaners and air freshenees are high-performance products developed and manufactured Lreen Wa I Froducts
in our facilities in Dahlonega, Georgia specifically for portable restroom operators. They are all environmentally safe. by PolyPortables




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

Building New Revenue Streams

IF YOU DIVERSIFIED YOUR BUSINESS TOMORROW, WHAT NEW SERVICES OR PRODUCTS

WOULD MAKE THE MOST SENSE?

By Mary Shafer

he past couple years have reinforced that
T diversification can be a good thing in the

portable sanitation industry. Some rest-
room contractors who were hit hard by the eco-
nomic downturn in construction found thar it
was beneficial to be serving special events. And
some PROs found that when restroom service in
general lagged, another service they perform,
such as septic cleaning and repairs, may have
picked up the slack.

50 we asked a few contractors what theyd
be doing if diversification were on their immedi-
ate horizon. The wide range of answers may sur-
PTISE you.

Name: Andy Zabrieszack
Company: A & A Porta-
Potty’s Inc.

Location: Ashland, Ky.
Employees: 8

Years in Business: 18

.I!l..|'|'|'|!|' Zabrieszack

For Andy Zabrieszack, who offers portable
restrooms, storage and offices made from ship-
ping containers, the question of diversification
isn't theoretical. "This year, we're going into the
jetting business,” he says. “We've been talking to
the Rooter-Man franchise because we need to
find ways to generate more revenue.” He reports
that business has been slow. Many of his 1,200

restrooms have been staying in the vard this vear.
"We don't do the pumping as much as we do
the portables, and we have the offices, mostly all

“With all the municipalities trying to
keep (inflow and infiltration) out of
the sewer lines, | think there may
come a time when, before any house
gels sold, the line has to be videoed
for issues that need to be fixed
before the property can change
hands.”

Doug Saunders
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rentals. Wed like to even out the seasonality of

Lhe business as well as diversily a bit into a busi-
ness that uses equipment we already have.”

A & A has already proven the wisdom of
such natural service extensions, The company
had been in the storage container business when
Zabrieszack realized he could put the containers
to double duty by refitting some of them as
small, portable offices. "We also knew we could
place a restroom inside those offices, s0 it was
one more way to make money off of products we
already handled, using equipment we've already
goL, on jobsites were already servicing,”

“The first thing I'd do is add more restrooms
o0 my inventory, and add accessories such as
hand sanitizers, sinks and soap to the units ['ve
got,” says Doug Saunders, a relative rookie in the
portable sanitation industry, Those 50 units are
mostly Polylohn Enterprises Corp. PIN3 rest-
rooms and a Wells Cargo Elite VIP trailer.

Names: Doug Saunders
Company: Royal Flush Ltd.
Location: Virginia Beach, Va.
Employees: 3

Years in Business: 3

ﬂﬂu{J.Eaunderﬂ

“I'd also look into adding CCTV work, inspect-
ing lines for people,” adds Saunders, a veteran of
Lhe municipal sewer side of wastewater manage-
ment. "I'm already a certified camera operator
from that other job,” he explains, saying he
believes such inspection work is likely to soon
become a growth industry.

“With all the municipalities trying to keep
[infloww and infiltration) out of the sewer lines, |
hink there may come a time when, before any
house gets sold, the line has to be videoed for
issues that need o be fixed before the property

can change hands."

Calvin McFarland sees expanding his niche in
portables and party rentals into something simi-
lar and logical. "Definitely trash,” he says,

Portable Restroom Operator

Name: Galvin McFarland

| Company: Head Quarters
Location: East Hampton, N.Y.
Employees: 2

Years in Business: 5

_— &
Calvin McFarland

“because restrooms and trash go hand-in-hand.
On jobsites, it's mandatory to have {roll-off con-
tainers) and portables.” He has about 200 units
in inventory that he mainly uses 1o service con-
struction sites and special events. He also offers
VIP trailers and high-end portable units for par-
ties, all of which require trash collection,.

lay Ackley says his business is already diver-
sified with septic and grease trap pumping in
addition to his portable restroom rentals, but
hes always interested in new opportunities. He
identifies one that's rather unique.

“I'd like to go into the revamping of older
trucks. The price and the {(U.5. Environmental
Protection Agency) regulations on today’s truck
motors are going to squeeze (profit margins
down so far that you're going to spend more time
getting the truck to run than running the truck.
With the incinerator exhaust systems on them,
the money youre going 1o make you'll have to
spend to keep the truck running.”

Name: Jay “Gator” Ackley

3 Company: Gator's Jons LLC
% Location: Chillicothe, Ohio

Employees: 3

Years in Business: 2

Jay “Gator”
Ackley

He believes the refurbishing idea is the
direction in which the whole industry is trending
in the next 4-5 years. "1 think thats where the
money is, and it's a way of greening things up,
including (retrofitting trucks to run) biofuel.” B




MORE ATTRACTIVE, LESS MAINTENANCE
AND A NEW FOOT FLUSH OPTION:!

A newly designed door and molded in vents are
two upgrades vou can’t miss on the new Tufway.
Improved stvling gives it more curb appeal and
the new vents will lower vearly maintenance costs
to almost nothing.

Atter we finished restvling the Tutway we

thought we were done making improvements.
That's when a customer asked for a Tutway with
recirculating foot tlush. We knew we had one
more job to do.

Guess what? You now have the option
of getting a Tutway with a powerful
recirculating toot tlush system.

" @

From great looks to more
options, the new
Tutway is ready
for the next
generation.

-
.

Watch A Video
Of The Recirculating
Foot Flushing Action

Online

300-328-3332

www.satelliteindustries.com
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R.A. ROSS N.E.. INC.

10280 Brecksville Rd. = Brecksville, OH 44141
nec 1.800.678.4581 rFuone 440.546.1190 -+ 440.546.1188

RAROSSNE@RAROSSNE.COM e WWW.RAROSSNE.COM

B B

DIECUSSIE}H

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

We hawve a FULL SERVICE REPAIR SHOP capable of servicing and repairing a wide varigty of differ-
el makes and models of blowers and vacuum pumps fram all your top manufacturars including
Tuthill/MD = Drogm = Gardner Denver = Cycloblower = Duroflow = Sutorbilt = Roots = Hibon
Fruitland = Moro = Masporl = Willig = NVE Challenger = Jurap = Batlionl = Presyac

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

Looking for

Affordable Paper?

Specializing in the Portable Toilet Industry.
= small Core = 96 Roll = 15H) Sheet * Hand Towels

» 100% Recycled Paper
 Competitive Pricing
B Seplic Safe
 Quantity Discounts

» Can ship | Case
or Truck Load

Made In The USA

Manufacturers of most of our own products,
Other products available. Please give us a call.

1-866-167-2131

Fax: 37(-836-5897 « Email: nck@ centurypaper.com * Weh Site: centurypaper.com
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eaving Your Brand

HOW DO YOU MARK YOUR INVENTORY TO

IDENTIFY STOLEN UNITS?

QUESTION:

[ am looking for ideas to mark restrooms for identification pur-

poses in case they happen to go missing. It would seem wise to

be able to somehow identify them with a permanent system
that cannot be removed by anvone. A company logo or brand would
be nice, plus a numbering system for our own records. It should also
be in a somewhat discreet location. Just curious to see if anyone else
identifies their units this wav. We already have large company decals
on the doors, but these can be peeled off.

ANSWERS:

[ went to a local tire store and bought an electric branding iron.

They had to order it. It has the initals of our company name and

| add numbers to indicate the year the units were purchased. |
usually brand the skids inside the door. If vou assemble your own
units, you could brand all panels in a hidden area.

All of our units have the production/inventory number stamped
into either the door or the frame. If need be, we could identify the unit
by those numbers. Unless you have a repetitive problem with theft or

peeling decals, branding sounds like a lot of work. We've never had
one go missing, | don't think.

| made a branding iron. It's about 3-by-3 inches. I heat it with a
torch and brand the bottom of the units. If a unit goes missing, I have
a way to prove a found unit is mine.

COME JOIN U5 ONLINE

The PRO Online Discussion Forum is found at
e promonthly.com. The forwm is conveniently split into

several topic areas: General Discussion, Business, Chemicals &

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

register with a user name and password and join the discussion!

Information and advice in PRO Discussion Forum is offered in
good faith by industry professionals. Readers shouwld consull in

depth with appropriate industry sources before applying the
advice they read here to a specific business situation. W



STYLES

8 Capacities
IMMEDIATE ‘Coast-To-Coast’ DELIVERY

435 Gallon “SpaceSaver”

West Coasl

435 Gallon Rear Engine

THE SLIDE IN ¢
WAREHOUSE

303-325-3186  Your Single ‘Coast to Coast’ Supplier For Vacuum Slide In Units

450 Gallon ‘Tank In A Tank’

b
East Coast

814-933-1208

SHOWER TRAIL_EHS
ﬂISASTEH ELIE :QEEYEEE FnEmnEn"

Call Now ==

“To Be Included As A
Preferred

Standard Options

e Includes LPG Heat On
Demand Water Healers

* Privale Showers

« Changing Area With
Uptional Bench

« Water Hesistant Interior

» Steel Studs & Roof Rafters
* Exhaust Fans

.--""l-"'J-FI

infnﬂi:nh:L:nm = 877.382. 2935 = www.:nh:i.:um

DECALS

LOW COST + HIGH EUALFI"'I' FAST SERVICE

FI,U!-EE f"_'."-u.’.'l'l' | _

RECO
m'
25¢ ;': o a—

| W' W

bi'u

F.I'eet.-‘T anker Eraphics Av

W ey < W I

* Service Records
* Custormn Decal Designs

* Die-Cut Shaped Decals

» Lack of Service Tags
* Fance Signs

* Signs & Safety Products

chjge Ech 800.829.3021

WW W, 5~r:.r9ent-1::h com

31 S. State 5t. » South Holland 473 = Fax: 703.333.0204
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Holding And Fresh Water

?15_11; our websites . o
HWIILHIIII‘.HIHEIII:E.I:[III . WWH.HIIII‘.I]—[lIHEIII:S.IIET

400 Sizes Available
Wholesale Pricing Available

714-259-1385

PRODUCT NEWS

Rotonics Introduces
Private Green Restroom

The multi-purpose Private Green

restroom from Rotonics Mfg. can also
be used as a medical testing station,

shower, deer blind, storm shelter and
ice fishing shack. Standing 88 inches
tall, the unit features flat, removable
side panels for transportation and stor-
age. The panels can be easily replaced
with hand tools. The unit is made from
lightweight polyethvlene with built-in
steel reinforcements, eliminating the
need to remove rivets, 310/538-4932;
www.rolonics.com.

Satellite Introduces Tufway
root Flush Restroom

The low maintenance Tufway recirculating foot-flush restroom
from Satellite Industries features a self-cleaning, one-press pedal
encased in a fully sealed rubber sleeve for continuous
operation, The pump and hoses are mounted
under the restroom deck for easy trans-
portation and storage. The flip-top o
tank lid with full-length hinge -
props open for cleaning and main-
tenance. The unit stands 88
inches tall, is 45 inches
wide and 45 inches
deep. It weighs 174
pounds and has a 44-
gallon holding tank.

800/ 328-3332; www,
satelliteindustries.com. I
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2 BUSINESS
BROKERAGE

LISTINGS

North Caroling Septic Business. Gossing in exwess of §175,000 annually. sdudes 2,000 gallon
senice ek, backhoe, jetters ond moe. 51 10,000,

Northern Minnesota Septic & Drain Cleaning Business For Sale.
Estnbdished in 1965, owmer is retiting. 3,500 ostomers imduding some montaded, Well-esinblished nome fm 45 +
veans. Keal esinte ailable for additionnl fee that odjcirs muridpal dump site, Hunt, fish, snowencgile ight out you

back dom. AHfordably priced at 550,000.

Texas Seplic and Sewer Business. Gimsig in s of $1,000,000 annaly, Indudes 2007
2500 gollon septic tck, 1995 2500 galon septic e, 2007 and 2008 Cheyy senice tacks, potoble ieshiooms ond
more. 430 comtoeted ostomers. 5 799,000.

Green Bay, Wisconsin Area Septic & Drain Business. Sdid ond steady sesenue
history o renily 20 yees esmblished, Excellent opportunity to espand o skt yoor own busiress, Indudes very well-
maintnined 3,000 gollom seplic sewice fnack, flly ootfitted 2003 Chewy deaim service wan, dinin & sewes equipment, ol
nffice exquipment and computers, 2, T+ osstomer list, and moes - @ e hom-key o1 ensy exponsion opporhniry, Yery

metindlously marsaned equipment all kept inside 0 heated shop. (urment owney is sediring, Loie: shop and reol estfe is
tso ovaikable if desived o1 ndditiornl mst. Asking 5249,000.

Chicago-Area Biosolids, Land Application, Dredging and Industrial
Services Business. Eaablished in 1905, ownes i5 reiring. Repuiable husiness indhales ieal estate seniang
the: enfire Chicngolord aren with shadge ond hicsolids disposol ord wentment sepvices. Real estole ond shop indded
with sale wnlued o1 & 750,000, besiness giosses in eaness of 53 million onnually, 56,3 million in equipment ond omets
incldineg severn| TembGaors, Vo Tmilers, dump maders, boders ond much moe. $4, 900,000, Huge potentiol,
o profit and priced right, Mon-(liscloswe Sgreement equied, all PRL statements, list of ossels, ond financinks
mnilnbde o qualified buyes,

South Florida Commercial Real Estate, Plumbing & Sewer Business
For Sale. fablished in 1969, owrer is roosineg on. Hemly 8,000 customess in dotobase imcduding some
rtinited, Esinblished nome with el estate on fumpike, Reol esinle appeaised in emess of 52 million, business qrosses
in exoess of 51 milkion, dose o 51 million i equipment inchoding Yodior, Guzzers ond Sofe Jet tmadis. Equipment has
besen Featwied in Csanes mogazine. Assomabde SBA kam for bulk of selling pice. $2.799,000 for the
entire package.

New Jersey VIP Restroom/Portable Toilet Business. savidng ¥enc Hhiladdphin
ond Southeest Mew Jersay with VIF restoom toikes and poriabies. Many bate model osses induding 7 nioe saniie

ks, | bodk-up sesvice tock, pick-op tuck, 4 VIF reshoom maibas, memly 300 mstooms, sinks, holding torks, dide-in
unif, 7 foukdifts, and mave. Assets worth over 5300000 - priced 1o sell 015399 000.

Allentown, Pennsylvania Area Sewer Business. speializing in collection systems, video
irespction, jetting, movicipol work. Indudes CUES TV & qrout frock, Sewer bospmaent Coportion jetie mad, Yoo
2100, RIDGID ametn, condined spooe equipment and mose! Good revenoe history. Grea? apgorunity o aspand o shor
VU oav Busingss. Comient oamed wants o e, 533ﬂ,ﬂﬂﬂ.

Massachuseits Sewer & Drain Franchise For Sale. tofidentiol listing, Non Gisdosue
et requied. Tum-keey business, good weenue. Asking $165,000.

Dallas/Fort Worth Texas Area Sewer/Rehab Business For Sale.
Dvaim (leaning, 1Y irspection, Fipeing & Monhoh Rehoby'Ridining, Mesidpal Cleaning and Maintesara business fo

sl Bxcellent opporumity b apond or st your own business. Good resenue history ond peiced fo sell. Indudes all
muipment o get siored. Asking $150,000.

Wanted. Veery setious ond well qualified buye looking for sewes, sepdc or indestiol busmess in Dallos, lesns
iz Must be geossing Betwem S500,000-51 000,000, Al inquines e kept conlidetia

www.btwo.biz - jeffb@colepublishing.com - 800-257-7222




DICO

INDUS TRIES

1-888-935-1133

www.toico.com

YOUR DNE STOP S50OURLE FUORE PORTABLE ECSTROODM FARKTSY AMD SUFF

in an article?

Make the
most of It!

REPRINTS AVAILABLE

Vile offer: Full copies of the onginal magazine
ard copy color reprints
Electronic reprints

Visit promonthly.com/editorial for articles and pricing
E-rmail jeffli@colepublishing.com or call B00-257-7222

_Pump it out: Wa

Muosport Model HXL4Y

An honest price, excellent service and
premium tooks are signs of o prolession-
ol, On thesa things, successtul businesses
talerate “MO COMPROMISE".

Only the businass owner ton conirol the
price and quolity of his service, but, when
it comes to the fools, Armstrong
Equipment, Inc. con help. We are proed
o affer the best quality pumps and tom-
ponents avoiloble. Sutorbilt ond Mosport
pre two of the most recognized ond
respecied names in the industry. Couple
them with Shurflo, Burks, Pumptec,
Reelcraht, RIV and Plostiflax and you have

oll the tooks neaded to assure o smoathly
pperating service fruck.

Plastiflex Hi-Vax

' g
Burks DC10, Shisrfla 2088, Pemptec 356

ARMSTRON(; 800-699-7557

| 1200 Greenstane Ave. * Santa Fe Springs, C& 90670

EQI]]PIV[ENT 562-944-0404 + Fax: 562-944-3636

= o INC. & = Hablomos Espafiol
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INDUSTRY NEWS
Hino Trucks Adds

All OF Qur Custom Manefaclured Products Are F"ﬂE"Ed FI“H“[“H_I Fﬂ't“ﬂ" _ _ _ |
Quality Engineered For Long Term Outdoor Durability. Hino Trucks has entered into an agreement with Hitachi Capital
America Corp. that will expand Hino's commercial financial options.
WE OFFER DECALS WITH In addition to Hino’s captive financial partner, Tovota Financial
HI-TAC ADHESIVE Services, Hino's dealers and customers will have access to Hitachi
r - . - : : : e
Capital America Corp. retail and wholesale financing offerings.
PERMANENT ACRYLIC ADHESIVE,
REMOVABLE ADHESIVE AND Tricouni Names Mansell
- - -
ALUMINUM SIGNS FOR USE ON: President of Centerline
ROLL-OFFS AND VEHICLES Tricouni Enterprises, 5t Cloud, Minn., has named
Ed Mansell president of Centerline Tank and Trailer

CONTACT US AND WE WILL SEND YOU

FREE}SAMPLES

Mig., Sauk Centre, Minn. The new company is a blend Ed Mansel

of Engle Fabrication of Sauk Centre and R-Way Trailer Mfg. of Long
Prairie. Engle is a regional and national designer and builder of cus-
om stainless steel, aluminum and carbon steel tanks and trailers,

OF EACH MATERIAL! including industrial vacuum tanks and municipal equipment. R-Way
Call (800) 903-3385 or FAX (800) 556-5576 nanufactures heavy-duty steel bottom-dump construction trailers.
'III"IHWJEHUI";F,EEI'I'I Mansell will be responsible for managing Centerline's engineering,
manufacturing and service operations, as well as guiding product

development.

Walex Introduces New
Logo, Corporate Branding

A new Walex Products Co. logo features the company name in
blue, illuminated by a radiating white starburst. The logo will tie

together the company’s product line of deodorizers and waste digesters

Industry’s 1st
= under one brand identity. The branding reflects the company’s growing
c n I I a p SI b I e M oue r. corporate presence and international product distribution.

Move portable restrooms in a fraction of the time compared Fﬂ“ﬂWi“g Fil'ﬂ',I
to using the leading competitor solution. Collapse, store, & go J & J Bhﬂmiﬂﬂl

Mo transportation hassles. What's your time worth?
v F e | | Opens New Plant
Its on a truc ¢/ Lightweight in Georgia

o/ Fits in a john v/ Easy to use | ] Chefilcal Co. Fies g < WG-omuarsdogt.d & Lnemical peni
- Athens, Ga., provider of deodorizers, fragrance enhancers, cleaners and

/ Durable & stu rd"li" l/ Time Saver other pmdmﬂﬁ used in the portable .qzmigmtimu industry, lost its corpo-

. Lk rate headguarters and liquid products manufacturing facility in a July
mint 27 fire. The company has established a new corporate office and manu-

M ET Ro facturing plant.
Following the fire, the company issued a statement, sayving: "The
mover.com plant that was destroyed in the fire housed our corporate oflices and

liquid manufacturing division. The cause of the fire could not be deter-
Sizzling mined by fire investigators. Thanks to our tech support group, we had

- Summer functioning offices the next day. At this time we have new corporate
Special offices and a new 21,000-square-foot manufacturing facility. Our Utah

. plant and European aperations were not alfected.
i call for a quote “No one was lost or injured in this tragic incident. We are thank-
e = 920.493.2987 ful for support received from customers and industry associates who
wrw . miniMETROmover.com offered to help in this difficult time. A special thank you to kathy
e Crafton of PolyPortables Inc. and Jason Caraway of Redichem who
B e T helped immediately in our time of need.” B
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Get The BestLocks,Wholesale Prices

'F'"I e Direct frum the Man ufa cturer
| |j ' -

ﬁ'ﬂml

I . "-.__. s
Il |‘ - 'lI 1 E 1
quF N ey taben

| # |
: -L:': ' ﬂmﬂm -._

..Ii_l

B LUI:I(.HEII:A!

The Definitive Word in Locks

800422-2866

51 270-5180 - FAK 051 ITT-5100
1768 Stellnr Caprt - Caronas, C4 57301

e rhagreuz. ram - wwa A Alyraap ran

Dual VIP Restroom Trailer
From 59,841

Aaal for. Faalures
» Weddngs / Paries = Salar Pewerad

+ Sporting Evants « Sefl-conlaned

e |

Turns waste | | :
' o ‘  Food Fesil « Flushi hs il

paper I“tu oo . ﬂzj:!rrw#:'rl;z:znl: . El'l:;nrl::i:m:“m y

; ' - + Restrocen Remodoling - Power Converter [oplion)

I § 5] - + 1 « Mavie Productian = Agr-canditioning |opticn) -
pl;nflts - . Wt e b

A (O VN O(OAV/ S [{ D) gy The maiority of insurance brokers ot

know your business as well as we do.
Don’t lose your business and life earnings

{0 SpO insurance coveraae With an estimated 26 million septic systems serving
; ﬁ}' g LS. residences, there’'s a considerable amount of

work in the pipeline for septic contractors. However,

1TIT S VINEYARD AVENUE OwTario, CA 91761
Puone 909-930-6244  Tow. Free 800-334-1065  Fax 909-930-6237
WWW INUCONCEPRP T S5.COM

until now, septic contractors haven't had an all-lines

insurance solution that would cover all of their business
exposure from design and installation to the rental of

portable toilets.

To address this need, Sanitation Insurance Services spe-
cializes in offering o comprehensive insurance program

specifically for septic contractors and portable restroom
operators. While some policies provide coverage for

pumping or portable toilet rental, our program

oddresses design, installation, inspection,
service and repair, vandalism as well as

pumping and portable toilet rental.

You need an insurance program that
aoddresses the specific exposures you face,
such as errors and omissions (E&Q) coveroge
for the various services you provide.

WE HAVE YOU COVERED.

1-877-877-1555

www.Sanitationins.com
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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

Looking to buy a business in the liquid
waste, portabla sanitation, or sewer & drain
industries? Call B2 Business Brokars pow-
gred by PRO at B0O-257-7222 and we Can
add you to our VIF buyer list, No abligation,
no faes, no pressure, [TBM]

september 20170

CLASSIFIED Apvertising

BUSINESSES

Looking to sell your business? Wsa can
gffeciively market your busingss 1o more
ihan &0,000 potantial buyers in the liguid
wasta, portable sanitation, and sewer &
drain industries, as well as your local mar-
kets, the Internst and other venues. NO
upfront fees — you don'l pay unless your
pusingss sells. To sam more about Drowsr-
ing your business through B2 Business
Brokers powerad by PRO, call 800-257-
T2 (TEM)

Chicago-Area Biosolids, Land
Application, Dredging and Industrial
Services Business. Established in 1985,
owner 5 refinng. Reputable business
includes real estate sarvicing the emntire
Chicagoland area with sludge and biosclids
disposal and treatment services. Heal
gstate and shop ncluded with sale valued
at 5750000, business grosses in excess of
$3 millien annually, $6.3 million in equip-
mant and assels including several Tarra-
Gators, vac trailers, dump trailers, loaders
and much more, Offerad at $4,900,000 -
huge potential, good profit and pricad right
Non-Lhsclosure Agreement raquired, all
P&L statements, list of assets, and finan-
cials available to qualmed buyers. E-mail
jefib@calepublishing.com or call &0-257-
7222 and ask for Jeff Bruss for more details.
A B2 Business Brokerage Listing -
wowwi. B Two biz. (TBM)

BUSINESSES

New Jersey VIP Restroom/Portable
Toilet Business For Sale. Servicing
Metra Philadelphia and Southwest New
Jersey with VIP resiroom trailers and porta-
bles. Many late model assels including 2
nica sarvice trucks, 1 back-up sarvice truck,
pick-up truck, 4 VIF rastroom traikers, near-
ly 00 restrooms, sinks, holding fanks,
slida-in unit, 2 forklifts, and more. Assats
worth over $300,000 - priced to sall at
£399,000, E-mail jeffo @colapublishing.com
or call 8l0-257-7222 and ask for Jeff Bruss
for more defalls, A B2 Business
Brokerage Listing - www ETwo biz. [TBM)

Established portabhle restroom and
seplic service business located in
central Virginia. Excallent gross each of
the past 3 years with no decling in revenue
makes this business recession-proot.
Steady work including many contracts and
repaal customers. Extensive equipmeant
Invanicry, good révenue, and cwner withing
ta train, Graat opportunity for expansion o
a new career. Asking price $775,000. E-mail
|effo@colepublishing.com or call B00-257-
f22e and ask for Jef Bruss lor more details
A B2 Business Brokerage Listing-
wiww. BTwo.biz, [THM)

North Carolina Septic and Installation
Business for 3ale. Showing good growth
over 1he past 3 vears. Includas all 2quip-
ment 1o operate, exiensive customer list,
and cwner is willing to train if necessary.
Asking 3110,000. E-mail jeftb @ colepublish
Ing.com, visit www.Btwo biz or call BO)-257-
7222 and ask tor Jeff Bruss for more details.

A B2 Business Brokerage Listing.(TEM)

BUSINESSES

Looking to sell your portable restroom
business? We have buyars looking in the
following areas, Florida, Califormia, Virginia,
Iowa, Kentucky, New York, Fennsyhania
and more! Must have gross réwenue in
axcass of $250,000 in most caszes. E-mail
b @calepublishing com, visit www. Biwo.
biz or call BOO-257-7222 and ask for Jef
Bruss for more details, A B2 Business
Brokerage Listing. (TEM)

Philadelphia/Allentown Pennsylvania
Area Sewer Busimess For Sale.
Specializing in collection systems, video
inspechon, [etting, mumicipal work. Includes
CUES TV & grout truck, Sewer Equipment
Corpargtion jetter truck, Vactor 2100,
RIDGID camera, confined space equipmeant
and more! Good revenwe history, Greal
apportunity 1o expand of slar your oWwn
business, Current ownar wanis to retire
Difered at $330,000. E-mail jeffo@
colepublishing.com, wist www Biwo.biz or
call BRO-257-7222 and ask for Jett Bruss for
mare details. A B2 Business Brokerage
Listing. (TEM)

Looking to sell your industrial clean-
ing, hydroexcavation or waterblasting
business? \We have buyers. Must have
gross revenue in excess of $1,000,000
annually. Nationwide interest. E-mail jefib @
colepublishing.com, vist www.Biwo.biz or
call B00-257-7222 and ask for Jetf Bruss for
mare details. A B2 Business Brokerage
Listing. (TEM)

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

= Classified 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 520.00. 51.00 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

south Florida Commercial Real Estate,
Plumbing, Septic & Sewer Business
For 5ale. Established In 1560, owner is
meving on, Mearly 8,000 customers in data-
base including some  contracted,
Established name with real estate on turn-
pike. Heal astate appraised in excess of 52
million, business grosses in excess of 31
mithon, closa to 51 million in equipment
including Vactor, Guzzler and Sale Je
trucks. Equipment has been featured in
Cleaner magazine. Assumable SBA koan for
bulk of selling prica. 52,783,000 for the
grtire package. E-mail |effb@colepublish
ing.com ar call 800-257-7222 and ask for
Jelf Bruss for more details. A B2 Business
Brokerage Listing - www BTwo biz.
[TBM

Well-Established and Profitabhle Texas
septic, Sewer & Installation Business
For Sale. PRICE RECENTLY REDUCED.
Grossing in excess of $600,000 annually,
customer list of nearly 2,000 accounts and
430 contracted customers. Includes nice
lale model equipment, mast are 2007, 2008
model yaars, Owner ratiring after naarly 40
years in business. Heal estate available
upon request. Reduced to $450,000. E-mail
|efib @colepublishing.com ar call BOD-257-
7222 and ask for Jeff Bruss for mora datails.

A B2 Business Brokerage Listing -
www.BTwo. hiz. (TBAM)

COMPUTER 5SOFTWARE

SOFTWARE FOR YOUR INDUSTRY! Easy
to uge; attordable; powerful. Onling demos
or call for guided tour. Version 4 Now
Availahle! Limited Time Discount
Coupon Code: “VER4". Ritam
Technologies, LP, www.ritam.com, B0O-662-
g471 or 208-629-4462, [TBM)

JETTERS-TRAILER

Xtreme Flow Gold Jetter - New! Modzl
¥ (J85-3600TU, tandem axle trailer, 35
HF Vanguard, 8.5 gom @ 3,600 psi, 325
gal. water tank, 300" hose, General pump.

List 5§19 5595, Sale only $14,995. Fully
laaded! B00-624-B188; www.holjgiusa.

com, | TEM]

PORTABLE RESTROOMS

200+ portable toilets, 3 handicap units, 2
handwash stations, {(17) 15-yd. roll-off
dumpsters, Aol dumpster trailler, several
2200 gal. holding tanks. 2 trucks for pars
with geod tanks and pumps. Will s2ll 5epa-
raté or as a whola. Call 985-516-4434 or
G85-570-3438, (TY]

20 used Satellte toilets, 3135 each. 24
unused toilet lift racks, $75 each or 565 if
wou take all. Assortiment of 2-station hand
washars, $150 to $185. §16-238-3000, MO,

(PTY)

PORTAELE RESTROOMS

120 PelvJohn PJ3 units, dark green, $150
each, Good condition. B65-740-1624 or patt
oro@ids.nat. East TN area. (PT10)

PORTABLE RESTROOM
TRAILERS

10032 or 10wd2 VIP trablers. Like new, AC,
heat, efc. $19.500 each. 816-238-3000,
MO (PTG}

2002 — 2004 NICE Equipment "Pratea” style
two room salf-contained restroom ftrailers,
Good condition, 36,500 each. For more info
call Jordan 732-692-2470 or email jordan @
mifjohn.com (T8)

PORTABLE RESTROOM
TRUCKS

2005 F450, 108,000 milas, very clean w/s-
monih-old Abermethy unit, aluminum wheals
wiB0% rubber. Vary nice truck. 30,000
304-416-3238. (T9)

2003 FE50. diesel, auto, AC, Satellite 2-10i-
let carriar, 650 waste/300 water, 37,300
Will separate. B45-863-6080 NY (P4

Call A Head Corp. s now taking delivery of
4 new Bast Enterprises bult pump trucks
enabling us to sell (3} 2005 and {1) 2006
F550 Super Duty pump trucks at wholesala
orices, Low, low mileage, these trucks arg in
showroom condition built with all stainless
steal, 1050 gallon tanks (750 water/300
wasta), PTO drivan Masport pumps, auto-
matics, AL, tool boxes, seftc, Staring af
529 999, Contact Kenny & 1-800-634-
2085 |IPTEM)

2000 F450 Satellite (oilet truck, auto, diesal,

a0 waste/250 water, 2-toilet carmer

36,200, Will saparate. 845-B63-6080 NY,
|FS)

PRESSURE WASHERS

New Commerncial Grade Trailer Special -
Single axle, hot water trailer unit, 18 HP
Vanguard, 5.0 gpm & 3,000 psi, with 200 gal,
water tank, General pump. List $11,555, Sale
only $8,995. Fully loaded! Ready to
clean! BOD-624-8186; www.powerline
industries.com (TBM)

Aot water, mobile wash skids with sanous
cleaning power. Sold and supported
through local distnbutors. Call BO0-274-
9376 or visit www. hydrotek.us (T9)

SEPTIC TRUCKS

1921 Internaticnal 4900 diesel, 466 engine,
h-spd. trans,, 2-spd. axle, 2200 gal. tank,
260 Jurop pump. Runs good; pumps good.
120,500, Phone 502-352-2613 KY, [TEP10)

1-800-333-WASH
www.1800333Wash.com

GX HONDA POWERED - 3200PS]
FPRESSURE WASHER

DROP Boy)

43k us how Zerv Capital Outlay will maks money?

888-388-7768 « 1105209000

WWW. ﬂl"l] phumnc.cum

|.| I Al ] 8 C.C[

*Gx M0 Honda Engine
“AR Fump
ncludes: 23 Hose,
_ Trigger Gun
Blind 34" Wand, & Quick Nozzles,
Orap Shaps Secap!Chamical Injecior

with |
super Mongo Mover”®
Patented

Avadabla - - g

v =5

¢ Aluminum
Frame

v Ships LIPS
v Coarry ADA's

Lat us
B Your
“Drop Shop"
Azsembled In U.5_A.

Specializing in Aftermarket Products for
Fressurg Washers, Fumps & Engings

nchor
Graphics,nc.

Labels & More

¢ Bolonces when tipped back

Available with 2, 4, & or even
8 wheels and your choice of
air or solid foam tires.

www.deolassoc.com
=08 Sh6.599 3925

EXPI.ORER
<Ml L. (e

We Have Tuurslzn.n. :

+ Service Records »
* Portable Toilet Signs *

* Logo Signs *
* Signs (Plastic & Aluminum) *
* Gender Signs »

All types of custom printing
and sizes availlable!
Check out cur great prices!

We Specialize in Woste
Monagement Labeling Saluhions

m-ll-irlrh'l
directly cla=ping sach
eoihel said to the

. Epagcially designed
carmier slals o2 the

traier bed, Flesibelity
fiar the masy styles of

partabe toelel skids
usa Boday,

Manutattured By, McKee Technologhes
explorertrailers.com
1-866-457-5425

'0015 Ararwin Lane McKinney, TX 75071
salpsEanchangraphics com
Phone; SF2-42F-300 Fax; FE-d422-4301

|BO0}JETS-7858 www.AnchorGraphics.com

CALL 1-800-994-7990

EASILY MOVE RESTROOMS

to advertise in PRO Marketplace
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TRUCK CORNER

septembeaer 010

Running on Empty?

Bob Carlsen {left) and
larry Karkpatnick answer your

guestions in Truck Corner.

NO MATTER WHAT TYPE OF GAUGE YOU CHOOSE, IT°S IMPORTANT TO PROPERLY MAINTAIN THE

AGCESSORY THAT MONITORS WASTE LEVEL CAPACITY

QUESTION:

I recently purchased a used truck with a mechanical level gauge
with an arrow indicating empty to full. | have never had a mechanical
level gauge on a tank. Are those things good or should I replace it? In
the past, I have always had sight bubbles on the rear head.

Ryan Bensinger
Rapid City, 5.10.

ANSWER:

The purpose of any level gauge is to ensure the tank never fills so

far that waste makes it through the primary, to the secondary, and
lastly to the pump. At that point, pumping restrooms is an expensive

game.

There are four types of level gauges used on vacuum tanks. As you
mentioned, one of them is the sight glass. These are clear, bowl-

shaped windows, installed in series of at least three from top to bot-

tom on the rear head. The technician can glance at the bubbles and
lell when the tank reaches capacity. This is a quick, easy way L0 deter-

mine if yvou have room for another load or if it's time to dump.

Sight glasses are made of either plastic or glass. Generally they are
secured by large thumbscrews, allowing [or easy removal for cleaning

or replacement. Bubbles get cloudy over time, and if they are not
maintained, the driver cannot clearly see the level of waste.

SIGHT TUBE MAINTENENCE

Some PROs prefer a clear sight tube, typically installed on the
back of the rear head. The tube fills and registers the same amount of
waste as is in the tank. The sight tube must be strong enough to han-
dle vacuum in the tank. A plain plastic hose will collapse, so some-
thing sturdier must be used. Usually there 1s a valve at the top and

TRAK

Exclusive Portable
Sanitation Software ,

One Touch: o°
Billing Order Entry 41 —
Service Schedules  Reports G

¥ Yisuol moppEng ond rowting # Quick Books intagration .
b Lutamnied limeord ond

¢ Employee produrtivity mparts
inwendary mnined % FREE ONLINE DEMOS!

_ Canadian Version Now Available.
ily EZTRAKR offers positive service validation

v

Phone: 866-529-1938 Email: info(@eztrakr.com Web: www.eztrokr.com
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hottom of the sight tube, allowing for easy removal and replacement
once the tube becomes cloudy.

A third tool for measuring tank contents is the electronic gauge.
Electronic gauges are more expensive than fixed plastic or glass sighi
gauges, but offer additional features. An electronic gauge, installed
inside the tank, uses a vertical rod with electronic sensors, Depending
on the tank’s diameter and length, the gauge is calibrated to give a pre-
cise gallon measurement of contents. A digital readout inside the truck
allows for constant monitoring of capacity.

The mechanical gauge yvou mention is popular with some PROs.
This gauge is usually installed on the rear head. Inside the tank, an
arm holding a 6-inch diameter stainless steel ball float moves up as
the tank fills. Through simple gearing, the gauge on the outside of the
tank registers empty to full.

All these gauges are currently in use on vacuum trucks, Each has a
downside. The sight bubbles and the sight gauge need regular clean-
ing or replacement. The electronic gauge is expensive, and if some-
thing goes wrong with the gauge, it's more difficult to repair and
replace,

A buildup of waste can cause the float ball and arm on the
mechanical gauge to stick, which may result in an inaccurate readout.
PROs need to make sure the readout needle is able to move freely. If
vou doubt the accuracy of the mechanical gauge, look inside the tank
and see if it needs cleaning.

PROTECT YOUR PUMP

aight gauges protect your pump and help ensure that yvour truck
iIsn't running overweight, No matter which gauge vou choose, it's wise
Lo make sure it's in good working order and maintained as needed.

Bob Carlson and Jerry Kirkpalrick of Arizona-based Glendale
Welding have over 50 vears combined experience dealing with
portable sanitation truck issues. Fax guestions to them, addressed to
Truck Corner, al 623/937-3688, or send Bob and Jerry an e-mail al
truckcorner@promonthly.com. W

PRO welcomes |etters from readers responding fo articles
we publish or offening comments and opinions of interest (o the
industry. You can submit your letter by:

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

All letters must be signed. Please imit your letter fo 500 words or less.

What's
Your

Opinion

7

It We reserve the right to edit all lstters for lenath and clarity.




it's The Right Thing To Do!

pOLYJOHN RECY CLING PROGRAM

1.*....

3

PolyJohn’s Recycling Program is the Portable Sanitation Industry’s
first recycling program, and the answer to years of questions about

a safer, greener way to get old units out of your yard. Find out more

IC

|-800-292-1305 — www.polyjohn.com  were whes muntl.ﬂ ut

by visiting our website, 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 powertul liquid deodorizer; or e cks
DriPax, our new water soluble, portion-controlled product. It's your PolyPortables of

choice and the savings are BIG! Just call Cindy at (800)241-7951or 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 PolyPortables 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 company eglutinne far lite
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