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A NEW BREED OF PRI!

All backed by the

5 Year ‘No Leak Tank’ Warranty!

18,000 Ib. G.VWA.

300 H.FP, auto transmission, gasoline or digsel
AMEM/ACD, A/C...more!

300 Fresh / 300 Waste
Masport HXL4 Pump — 160 C.FM.
Lirect drive
E 1.0, w/control in cab
1Z2-Volt waterpump R s — -
w/ 50’ garden hose " e BN
30" x 2" Tiger tail hose L [ESTR
Unit hauter & hitch.

BEST VALUE. BEST PRICE.

Complete Units... from STOCK!
Prices start as low as...

)
@ @ @ @ @ lhe Performer is available on the Ford 450X or 550X,
Q gasoline or diesel, and the Dodge 5500 Serigs chassis.

KeelVac  Tanklec
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866-789-9440 888-428-6422 888-281-9965 800-692-5844
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BEST ENTERPRISES, INC

Stress Cracks? Rust? Corrosion? How long

do you want your tank to last? Isn't it time

for you to upgrade to STATINLESS?

Thank you to ARA Equipment Rental for purchasing this Thank you to The Good Shepherd for purchasing this
1500 gallon 55 Tank ona 2011 International 2011 TerraStar with a 1050 Gallon Stainless Steel Tank.

Thank you to Jacobos
Harvesting for purchas-

ing this 600/200 Stain-
less Steel Shde-1n Unit.

Thank you to Baldwin Portables for purchasing their 2Znd

Thank you to the fol- 1500 gallon Stainless Steel Tank the last 60 days!

lowing customers lor

purchasing a 400/200 — —
T PR T gy Visit our Web Site for more

Euit: information and photos of our
Elston Enterprises products and custom designs.
Kalifornmia Gold www.bestenterprises.net

Custom Bult
and designed

Only Grade #1
304 Stamnless
Steel!

LCome our booth to see our 3,600 gal-
.lon septic truck, 1500 gallon toilet truck
sand our slide in units.

o All Stainless Steel Booth 7208 and 7211 « Partsorders
* At the show cell phone: (501) 412-5648 Em‘;?ﬂﬁfp
E j@zaeaﬁ to Dan or _’Kﬂtﬁ_y J‘ﬂr questions ° e Same Day!

Best Enterprises, Inc. www.bestenterprises.net 1-800-288-2378
Cabot, AR 501) 988-19035 Fax: (501) 988-2880




Opportunity Knocks

Contact us: PRO strives fo serve the portabile restroom industry with interesting and
helpfud stories. We welconie your comnients, guestions and column suggestions and
promise a prompt reply to all reader comtaces, Call BOOM257-F222; fux 715/546-3 786,

e-mall PRO) ediror lim Kneiszel ar editor@promaon iy com.

WILL YOU OPEN THE DOOR TO NEW POSSIBILITIES AT THE PUMPER & CLEANER EXPO?

By Jim Kneiszel

and PROs havent escaped the white-knuckle ride through recession,
corporate bailouts, stimulus packages and political upheaval.

We've been hanging on for dear life — trying to tend to business
and keep putting food on the table — but sometimes it seems like the
economic rules we've lived by our whole lives were turned on their ear.
COne day vou may be busy and hopeful vou'll come out of the downturn
in good shape. The next day, yvou might find it's difficult to borrow money
for needed new equipment.

That said, I'm seeing signs the economy is coming around, and |
hope you are too0. First off 15 what seems like a stronger showing from
corporate America. If vou have a retirement account with money invest-
ed in the market — through mutual funds or a stock portiolio — you may
be pleasantly surprised with recent monthly statements.

T he last 28 months have been an economic roller coaster for everyone,

YOU MAY COME TO LOUISVILLE TO CHOOSE A NEW TRUCK OR
PLACE AN ORDER FOR RESTROOMS, ONLY TO COME AWAY FROM

THE KENTUGKY EXPOSITION GENTER WITH AN IDEA FOR A WHOLE
NEW REVENUE STREAM FOR YOUR GCOMPANY.

WHAT'S YOUR SITUATION?

After the breathtaking market collapse in the fall of 2008, I was fear-
ful every time I saw that retirement account statement arrive in the mail.
But I've been looking lately, and am encouraged by how far my invest-
ments have come back. There are certainly challenges ahead, but most
of the companies | own stock in are recovering nicely and issuing better
eArnings reports.

Along with the market climb, I've gotten a more positive outlook
from PROs. Many contractors I've talked to in recent months say they're
righting the ship, slowly but surely. Economic realities forced them to
take a fresh look at the business plan, and maybe they've learned to do
maore with less — particularly as they've adjusted to a slowing construc-
tion trade. I know you're working long hours and are busy serving cus-
tomers from the difficult time I've had reaching some of you. Hopefully
that's an indicator that work is on the upswing.

How do these rumblings of economic recovery figure in to vour
plans for the Pumper & Cleaner Environmental Expo International
March 2-5 in Louisville, Kyv.¢ If voure planning on coming, that's great
news. If you still haven't made up your mind about attending the Expo, |
have a few questions to ponder that might help you decide to participate
in the world's largest liquid waste industry trade show:.

What does the economy look like in your corner of the world?

If vour outlook is brighter now than it's been in a few years, there
may be more work on the horizon. Rather than ask vourself if you can
afford to attend the Expo, ask if you can afford to miss it. You know that
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if more opportunities emerge to bid on projects, competition will also
become keener. Other service providers will look for an advantage in the
marketplace. And time and time again, PROs have told me new product
information and educational opportunities found at the Expo give them
the upper hand when they get back home.

Is your equipment getting a little long in the tooth?

Duct tape and baling wire will only keep your equipment going for
50 long before you need to upgrade to serve customers during an eco-
nomic recovery. The longer you wait to replace older service trucks, the
maore likely you'll be to find vourself in a jam when one of them unex-
pectedly dies on a route. The same goes for restrooms. As you shift ag-
Ing inventory to construction sites, inevitably you'll be caught short of
clean, new units to place at a backyard party or special event.

The Expo is vour opportunity to kick some tires and slam some
restroom doors. You'll see all the latest trucks and portable sanitation
products under one roof. If you think you'll need some upgrades after
a long dormant period of buying, the Expo 15 the way (o make the most
informed choices on products and the vendors you'll want 1o work with.

Do you need some fresh ideas about new services to provide?

A fTew vears back it was hand-wash stations. Another year it was
high-rise construction restrooms. It seems each yvear Expo exhibitors
bring a new product focus for portable sanitation providers. You may
come 1o Louisville to choose a new truck or place an arder for restrooms,
only to come away [rom the kentucky Exposition Center with an idea lor
a whole new revenue stream for your company. And that’s important in
a time when diversilication might be your best answer for expansion.

Are you and your staff up to speed with technology advances?

Though thousands of contractors now attend Expo Education Day, |
still consider the wide array of seminars given the Wednesday before the
show floor opens as the industry’s best-kept secret. When I hear some of
the speakers give vital information on service technigques, new technolo-
gies and better small-business marketing, I can't help but think about
the lost opportunities for contractors who stayed home.

| don't think I'm overstating the case when I say Education Day at-
tendance is a make-or-break proposition for some PROs. ['ve talked to
contractors who've told me what they learn in those sessions has set
their companies up for success. And for every PRO who's equipped for
building business, there’s another who's about to lose some customers.

A BIG HELLO

If vou're looking forward to the Expo or you're reading this show is-
sue on the floor of the Kentucky Exposition Center, [ want to welcome
vou aboard. We're happy vou could make it. Be sure to stop by the COLE
Publishing editors’ booth and introduce vourself. 1'd love to learn more
about your business and how we can serve vou in the pages of PRC. W
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Wrirer fudy Kneiszel has operated her ouwn sniall business for 15 years and Is familiar
with the many rewards and challenges of business ownership. Write to her with
questions, comments or topic suggestions ar thewordhouse@armeritech, net.,

Strive to Be a Top Workplace

What can your portable restroom company have in common with Google, Qualcomm, Dreamworks
Animation, Edward Jones and Domino’s Pizza? It can be on somebody’s “top workplaces™ list.

By Judy Kneiszel

ewspapers and magazines seem to have determined the Ameri-
can reading public loves lists, [rom the U5, News & World Report
"Best Colleges™ to People magazine's “Celebrity Hot List.”

One attention-grabbing list published annually in newspapers and
business magazines is a list of top workplaces in a particular region, state
or in the entire country. Some lists also break this down into categories
such as “top workplaces for women,” “top workplaces for the disabled,”
“top workplaces for minorities,” etc.

[ assume people find these lists fun to read because they like to see if
their workplace made the cut and, if not, where the grass is greener. The
lists are valuable not only because they sell newspapers and magazines
but because they provide a benchmark for all emplovers.

For these vearly lists of top workplaces to be valuable tools, employ-
ers cant just skim the company names, but rather read all the comments
made by workers whose participation made the list possible. These com-
ments offer insights as to why certain companies made the list and what
every emplover can do to make things better [or their own employees.

But why should emplovee satisfaction be a priority for vour com-

pany? In todav’s economy workers should just be happy to have a job,
right? Maybe. Bul in today’s economy, or any economy, employers

should strive to have happy employees for a number of reasons.

Through extensive surveys, The Gallup Organization has found that
highly satished groups of emplovees often equate to above-average lev-

els of:
« Customer lovalty
* Productivity
* Employee retention

* Workplace safety
« Profitability

Conversely, unhappyv employees are less productive, have higher

absence rates and probably won't stick around long, which means fre-
quent recruiting and training of new employees,

EMPLOYEE WISH LIST
50, without further ado, here’s my list of factors that contribute to em-

ployee satisfaction, compiled from countless “top places to work™ articles:

A challenge. Employvees reported being more satisfied when they
were challenged at work every day and encouraged (o do their best.

A common goal. Emplovees are happier when they feel like they
are part of a team and everyone is striving for the same outcome, Work-
ers enjoy collaboration and appreciate knowing exactly how they con-
tribute to the achievement of the overall goal.

Recognition. Mot praise for praise sake, but honest recognition
when someone has gone above and beyvond goes a long way toward em-
ployee satisfaction.

g February 2011 Portapie Restroom Uperator

UNHAPPY EMPLOYEES ARE LESS PRODUCTIVE, HAVE HIGHER
ABSENCE RATES AND PROBABLY WON'T STICK AROUND LONG,
WHICH MEANS FREQUENT RECRUITING AND TRAINING OF
NEW EMPLOYEES.

Work/life balance. All work and no play makes employees resentful
of their employer, Well-rested employees who have time (o enjoy leisure
activities away from work, on the other hand, tend to be more produc-
tive. Allowing flexible scheduling so parents can attend school functions
and workers with elderly parents can take them (o appointments was fre-
quently mentioned as a common practice at top workplaces.

A feeling of importance. Employees are more satishied if they
know their opinion matters and that management and co-workers will
listen to their ideas. They also appreciate the freedom to explore new
ideas and ways of doing things.

A family atmosphere. Things like the lunchume pot luck, birthday
celebrations, and secret 5anta may seem like trivial time-wasters on the

surface, but when workers get to know one another, know about each
others families and outside lives, they come to care aboul one another,

tend to be happier, and are therefore more productive and more likely to

stay long-term.
Leading by example. Emplovees like (0 see managers “in the

trenches.” Those who won't ask emplovees to do anything they them-

selves wouldn't do are frequently mentioned as the best bosses.
Positive atmosphere. Happiness is contagious, 50 15 negativity. In

workplaces where the glass is half full, workers report more satisfaction.

This has a snowball effect.
Ethics. It makes people nervous and unhappy to carry around the

knowledge that their employer is less than honest. Emplovees are hap-

piest when they know evervone in the company conducts business in an
ethical manner.

Quality. Workers whose companies provide top-quality products

and services take more pride in their work, which creates a better work-
place.

THE BEST YOU CAN BE
Your company may already have all of the characteristics of a “top

workplace” and still never make an official list in a newspaper or maga-
zine. That's OK. You would reap the rewards from being really, really sexy
without ever being named to People magazine's “Sexiest Men Alive” list
too. The point of striving to be a "top workplace” is not to be on some list,
but to have a more positive and productive company. If, by chance, vour
company has made this type of list in a local newspaper, let us know at
PR(O, and we'll share your achievement with our readers. I
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THE TEAM

Noarthern Disposal & Sanitation is located
in Katrine, Ontario, Canada, about 150 miles
north of Toronto. Serving clients in Northern
Ontario and the District of Muskoka resort
region, the company provides a range ol ser-
vices, including portable restrooms, waste

disposal and septic service within a 40-mile
radius. The company has three employees,
including husband-and-wife owners katy and
David McGregor.

COMPANY HISTORY

The company was founded in 2006 as a
disposal service offering roll-off containers
Lo local businesses and contractors. Northern
Disposal purchased a septic service business in
2007 and added portable restrooms to its offer-
ings later that summer,

BY THE NUMBERS
The company ollers more than 100 rest-

orthe

Ontario’s Northern

Disposal & Sanitation
IS up to the endurance
challenge of the

70-mile Subaru
Ironman Muskoka race

By Peter Kenter

rooms from Polylohn Canada, the majority of
which are PIN3 models, with additional Fleet
series and Comiort Inn wheelchair-accessible
units rounding out the stock. The company
has two vacuum trucks, one for septic and one
for portables. The septic truck is a 1997 GMC
TopKick outfitted with a 2,200-gallon steel
tank from Vacutrux Limited with a Wallenstein
pump (Elmira Machine Industries Inc.). The
restroom truck is a Ford F-550 with a flatbed-
mounted 350-gallon waste/200-gallon fresh-
water steel PickupTanx 550 galvanized Vacu-
trux tank and Wallenstein 151HRVO pump.
The flatbed trailer also transports roll-off waste
bins and can carry up Lo six restroom units.

David McGregor places a row of
restrooms for use durng the lronman
Muskoka race in Seplember 2010
(Photos by Cody Storm Cooper and
Morthem Disposal & Sanitation)

" ON LOCATION

LOCATION: Huntsville, Ontario, Canada

THE PRO: Northern Disposal & Sanitation,
Katrine, Ontario, Canada
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Katy McGregor

“I| REALIZE THAT THE RESTROOM CONTRACT IS ONLY A SMALL PART
OF WHAT IT TAKES TO MAKE THE IRONMAN A SUCCESSFUL EVENT.

BUT WHEN OUR SERVICES ARE PERFORMED WELL, THE EVENT
ORGANIZERS ARE FREE TO LOOK AFTER THE MAIN EVENT, AND

THAT INSPIRES CONFIDENCE IN OUR COMPANY TO DELIVER.”

THE MAIN EVENT

The 2010 Subaru Ironman 70.3 Muskoka
was held Sept. 12, 2010, in Huntsville, Ontario,
The event attracts as many as 1,300 contes-
tants and 3,000 spectators. As the event title
suggests, the grueling race spans 70.3 miles,
starting and ending at the Deerhurst Resort.
The race includes a 1.2-mile swim, a 56-mile
bike ride and a 13.1-mile run.

THE BID

As a former sales coordinator for the
Deerhurst Resort, katy McGregor had her
eyve on providing roll-off bin and portable re-
stroom service to some of the higher profhle
events hosted there, The company had already
worked on dozens of smaller contracts includ-
ing local fairs, golf courses and weddings.

Through her contacts at Deerhurst, Mc-
Gregor heard about plans to host an lronman
event in the area. She quickly called Mitch
Fraser, series director of Trisport Promotions
Inc., the company responsible for staging the
Subaru Triathlon Series.

“You can put an ad in the newspaper or
in the Yellow Pages, but we've always felt that
face-to-face contact helps us to prove our-
selves and keep us ahead of the competition,”
McGregor savs.

Fraser told McGregor that he would be
happy to meet with her at Deerhurst in Janu-

ary 2008 while he discussed plans for the race
event with the resort owners. Coincidentally,
the meeting took place at the same time as the
2008 Canadian Pond Hockey Championships
hosted at the resort.

"Wed won the restroom contract for 10
portable toilets for the hockey championships,
s0 this was the perfect way to show Trisport
that we could handle a larger event,” McGregor
savs. "After meeting Mitch, we were invited to
submit a proposal, but we found it was a lot of
work (o prepare the bid, considering the route
of the event hadn’t been settled yet.”

Because of the size of the contract, North-
ern Disposal proposed a three-year agreement
comprising restroom services and waste dis-
posal service, which Trisport accepted.

WORKING THE FIRST IRONMAN

The Ironman contract involves the main
evenl and one small event, held in July and re-
quiring about a dozen restrooms. For the main
event in September 2008, Northern Disposal
supplied 50 units, 30 located at Deerhurst. Ad-
ditional units would be located in Baysville,
Dwight and Dorset, other towns on the route.
some restrooms would be stationed at rest
stops along the highway, with [wo units per
stop.

‘I drove around with Mitch and his crew
in August for a two- or three-hour tour of the

David McGragor officads restrooms to
serve the Ironman event (left). Balow,
McGragor reviews details of the job with
hies wife, Raty MoGragor.

race route,” McGregor says. “They weren't yet
sure where they would locate the rest stops,
50 | would make suggestions to choose a flat-
ter spot, or 1o move it away from the highway
where it would be safer.”

McGregor recalls facing the first race with
considerable anxiety. “We were ready, but |
spent so many hours looking at the map and
making sure everything was prepared, because
vou have only one chance to shine after the
race starts,” she says.

FAST FORWARD TO 2010

At the 2010 Subaru Ironman 70.3 Mus-
koka, the McGregors continued to follow the
successful template theyd developed to cover
the events in 2008 and 2009, "The only differ-
ence in 2010 is that we also purchased a dedi-
cated Explorer Toilet Transporter from McKee
Technologies, through our restroom supplier,
PolyJohn Canada,” McGregor explains. “Its a
three-axle, 20-unit vehicle that we can hook
onto our extra Chevy pickup truck. You require
a special license to drive the flatbed, but any-
one with a regular license can drive a pickup,
50 | can make deliveries on my own when it’s
necessary.”

The team also must handle additional
engagements, which, during last vears Iron-
man event included a local fair, two weddings
and multiple highway construction contracts

promonthlv.com  February2011l 11
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McGregor, with davghter Nikki, 4, prepares for the Iron-
man race, which attracts as many as 1,300 contestants
and 3,000 spectators.

“MY SKILLS DEVELOPED IN THE HOTEL BUSINESS WERE REALLY

HELPFUL ON AN EVENT LIKE THIS. THE PARAMETERS OF EVENTS
CHANGE AND YOU HAVE TO PREPARE AND ADAPT. NOTHING'S WRITTEN

IN STONE THE NIGHT BEFORE THE EVENT.”

Katy McGregor

“"We have only 18 hours to remove every-

thing, so our main initial focus is targeting the
highways, getting as many of those units out of

the way as the roads re-open,” McGregor says.

"l get inside the units, remove the paper and
garbage, then Dave pumps them out.”

The event generates less than 700 gallons

of waste, which is disposed of at a transfer sta-
Ltion in Huntsville belore the rest of the units

are retrieved.

"Some people at Deerhurst linger after
the event, so we need to keep some of those

units in place until they leave,” McGregor says.

eas, such as municipal parking lots, are left for
pickup the following morning.

THE FINAL ANALYSIS

‘I realize that the restroom contract is
only a small part of what it takes 1o make the
[ronman a successful event,” McGregor says.
"But when our services are performed well,
the event organizers are free (o look after the
main event, and that inspires confidence in
our company to deliver.” Il

MORE INFO

“The resort wants to see all of the restrooms
removed from their parking lot by the start of

the next business day, so we take all of those

next.”
The team then moves back o the race

route, working into the night. Only a few re-
stroom units located in sheltered and safe ar-

Elmira Machine Industries  PolyJohn Canada

800/801 -6663 BUL465-2580

www. wallensisinpumps.com  waw.polyjchncanada.ca
(e ad page 3

Vacutrux Limited

RAPID TEARDOWN

During the race, the company has little
contact with the event. When the McGregors
get the call that the last racers are completing
the course, rapid-fire removal of the restroom
units begins,

McKee Technologies Inc.
BEBMST-5425

wwwi mckestachnodogies.com  BOOA305-4305
(Sea 2 page 37)

Performance & Value
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2011 Ford 550XL 18,000 |b. G.V.W.R.

300 H.P. gasoline or diesel, auto fransmission,
AM/FMICD, A/C...more!

1200 Gallon ‘Bright Finish' Aluminum 300 / 900
Masport HXL4 Pump = 160 C.EM. , Direct drive,
F.T.O. with control in cab. 12-Volt water pump with
50° garden hose, 30" x 2" Tiger tail hose,

unit hauler & hitch.

-

Prices start at

$59,900

The Performear 2 availahle an the Ford d50XL or 55001 .

gasaine or diesel, and the Dodge 5500 Senes chassis

2000 Gallon Aluminum Restroom Tank

600 Fresh/ 1600 Waste

Masport HXL4 pump, dual service, stainless pump.
New! 2007 Freightliner M2 - 210 HP CAT diesel
Auto trans, air brakes, Power Group,, dual fuel tanks.

$84,850

Contact Phil Hodes

> & = 888-281-9965
; ’.-': www.Iristatetank.com
: Fax: 913-279-3151 = phodes@tristatetank.com
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There’s a love-hate relationship with our toilets.
We hate ‘em because they last so long.

You’'ll love ‘em forthe same reason.

Here's why PolyPortables restrooms are unique:

1. EASY TO GET 2. EASYTO KEEP 3. HARD TO WEAR OUT

With multiple distribution centers ~ With our constant improvement We often hear ot PolyPortables
across the country, getting new design policy, each model just keeps  restrooms that are still going strong
restrooms Is convenient. Shipping is  getting better. And there is no trouble  after 10,15 —even 20 years of service.
often cheaper, too. getting parts. In fact, most of the And that makes them easy to love.

parts are interchangeable

You can build a business with us.
between our models.

USE YOUR
BLUEBUCKS

ON ANY -
POLYPORTABLES
PRODUCT

POLYPORTABLES

Listening. Learning. Delivering. Since 1972

PORTABLE TOILETS - HANDWASH STATIONS « DEODORIZERS « CLEANERS « TRUCKS
99 Crafton Drive, Dahlonega, GA 30533 USA - Phone (300} 241-7951 or {(706)864-3776 - Fax (706) 864-8111 » www.polyportables.com

All Green Way Products’ deadonzers, deaners and air resheners are high-performance products developed and manufa-

Green Way Froducts
BOOTH 1140 wured in ouwr facilities in Dahlonega, Geongia specifically for porable restroom operators, They ane all enwinonmentally sale.

by PolyPortables




ANNOUNCING

A New |2~ Volt Wa‘ter Pump

flow rates up to 5.5 GPM and pmsﬂﬁﬁq#
Additional features are an adjust: '

~ pressure switch and an intemal b
mnnect openings a&&ptihmp B0 S8
~ Alsc aua.ilaahle in a:ujgﬁutt pump (w :-;

@Bico

IHDUETF!'IEE-

;m-_

Fq - L'.E'
YR ONE sTOP 5‘3'1'!'

1-888-935-1133

www tolco.com

NIICTNARR

( SIGNSIANDIDECAIS
_) ﬁu < All Of Qur Custom Manefactured Products Are

(wality Enginegrad For Long Term Dutdoor Durability.

.-'-'I'-':'-:'?J"Eﬂr'i.._".':'r.-"lrﬂ ."El-' E-"J-'.Eﬂ-"'if':ﬂ.d'?-"i' -".I:'{-"'f'._-'-"—"r-":"'"'—-' Eﬂ-f-'

WE OFFER DECALS WITH
oo 'F HI-TAC ADHESIVE,
f)fﬁf@ﬁé; ﬁﬂ@ﬁ- ‘;9 /foﬂﬁ%ﬁfé; PERMANENT ACRYLIC ADHESIVE,
NN OO REMOVABLE ADHESIVE AND
ALUMINUM SIGNS FOR USE ON:
PORTABLE TOILETS, EQUIPMENT
ROLL-OFFS AND VEHICLES

CONTACT U5 AND WE WILL SEND YOU

FREE[SAMPLES

OF EACH MATERIAL!

Call (800) 903-3385 or FAX (800) 556-5576

Let our team of experts help you find the best wWWw.jcgury.com

deodorizing sofution for your company's needs.

Call J&J taday at 1-800-345-3303
www.jjchem.com + sales@jjchem.com = 706-546-7069

14 February 2011 Fortabie Restroom Operalor



TMPERFORMER 3 5 9 ann

A New Breed of PRT! Priced From..

2011 Ford 550XL 18,000 Ib. G.V.W.R. ' ; ;
300 H.P., gasoline or diesel, auto transmission, - / . '
Wﬁﬁ.ﬂhrﬂmamw Y :

a8 l *" Fel

- F =i
r
l - I I|'I i L .-'-I:.r 11
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|"'"'.- b » |. NmTala -.'
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The Performer is avaiable an the Ford 450X ar 550X
gasaling or diesal, and the Dodoe 5500 Series chassis

STK # 1787 1500 Aluminum on 4x4 Dodge 5500 576,450
STK #1781 1350 Stlainless on New 2008 Sterling Bullel  §73,687 o
xf,;:r_:'

__ _ _ 0 _ WWw. com [N ==
STk & 1805 2200 Aluminum, 2009 Ford750XLT, auto. air brakes $87.050
STK #1811 2200 Aluminum, New "07 Freightliner, auto., air 586,050

Denver, CO - Bellefonte, PA - Kansas City, MO
3100 Cherry Creek S. Dr. Unit 704 Denver, CO 80209 - 125 Rockrimmon Dr, Bellefonte, PA 16823
201 W. 31st 5t. Kansas City, MO 64108

STY E New Design! ‘TANK IN A TANK’
Offers improved weight distribution! | "—guEEiEsam
- = Available in... T wam |
B ca pﬂ cltl esS 300, 450 & 600 Gallon Capacities [_]_—L‘T\ —,1
Gall For Our Prices!
IMMEDIATE ‘Coast-To-Coast’ DELIVERY

‘;,r-;_,gr,-ﬁs [k
-

435 Gallon “Epﬁceﬁaver" 435 Gallon Rear Engine 450 Gallon ‘Tank In A Tank’
Your Single ‘Coast to Coast’ Supplier for Vacuum Slide In Units

THE S1LIDE IN WAREHOUSE

% www. Slideinwarehouse .com Toll-Free : 866-445-4892
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Industry’s 1st Collapsible Mover

Don't work hard. Work smart.

Get it done in a fraction of the time compared to
using the leading competitor solution. Collapse, store, &
go. Mo transportation hassles. VWhat's your time worth?

¢/ Fits on a truck ¢ Lightweight
¢/ Fits in a john ¢/ Easy to use
¢ Durable & sturdy ¢/ [lime Saver

Mini

METRO

mover.Com

call for a quote

920.493.2987

wi. miniMETHEOmovar.com

FORWARD e
MOTION |

e HE &led Forwesed NoBon LG
mini METRO mower palent pencing

. LUXURY ;
45 0y TRAILER SALES LooKing for

l!_.-.'ll:'il'l

apecials L:.I:Eﬂ E-tiun Aﬁo rd able Pa per?

Light » £
girouih to Producine guality paper sinc 126

foia it

a small
T, truck.
Specializing in the Portable Toilet Industry.

 Amall Core = 96 Roll
Hot Water ' « 150MF Sheet = Hand Towels
AC and Heal 1005 Recvcled Paper

Steel Studs and

fully welded design P Competilive Pricing

3 year warranty e =2 = P Septic Safe

* 300 gallon waste tank 24/7 tech support
* 130 Fresh water tank Free nationwide _
with Pump rental lead program | P Can ship 1 Case

or Truck Lo

P Ouantity Dhscounts

See ol ;
wahsite for * - Manufacturers of most of our own
more layoms et products. Other products available,

: & &-Slabos
and oplions. - A
i T & Heat 208 gai wasle - : e Please give us a call,

- - - 1 ." -, iy '"'I'.' r--"'|I :|'I.. |'.- -.'ll] = -:
= e - & e@imnmie
|I?' Ii'._:;":l!:ull- |:|_|||I-|!| il :Ilr 1 b-l-" ill':'l'l |.I:'.'i||lll:' I'-._I_'-_-_'i.ll II.__'-'-_'._I'-’ m B, e
A b-Atahino . - - il 2 e B - rt
woll & Keal - 450 gal WAL & Hear Made In The USA H ,nh m._ “,
oAl & Hasd - S L'lu"l A sia bp g [ I'.'I_'. Ill.l |.I . -F_Irl:l W P EI':" el 1 uz “ l _
Fax: 5TO-H36-5897

CALL FOR MORE INFO AND ADDITIONAL OPTIONS Email: rick@centurypaper.com 1 ‘856'“‘2131

r 877.382.2935 » cma INFOBCOHSLCOM * www.COHSIL.COM Web Site: centurypaper.com

M J-Stalmon 404
Al & Heat - 7S pr woaste

il AR
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dor Control...Guaranteed!

AFE

Advanced Breakthrough
In Odor Control

TRIPLE MOLECULE
TECHMNOLOGY

» Dissolves Quickly
« Effervescent Action with Fragrance Burst
- Timed Odor Control Formula

Call:877°ROIPAVS ety

www.safetiresh.com
 Product of Satellite Industries = Minnaapolis, MN




ow'’s this for the hot-

test ticket in town: The

Pumper & Cleaner En-

vironmental Expo International
and erks Bentley.

The cant miss trade show

for environmental services pro-

fessionals collides with the can'’

MsS country music pertormer of

the past yvear. When Bentley takes
the stage at Louisvilles Freedom
Hall March 5 to entertain Expo at-
tendees, he will have just learned
the fate of his three nominations
from the 2010 Grammy Awards.
Bentley has had numerous
No.l hits on the country charts
since his 2003 debut album, but
last vears bluegrass-influenced
record, Up On The Ridege, cata-
pulted his career o a new level.
Recording with an ensemble of
the hottest new stars — Punch
Brothers, Miranda Lambert and
Jamey Johnson — Bentley pro-
l!_jlli_:L"I!_i Tl'lll_'! -['[_1I'IFIE’.I'I'I[_]{_] LAY COLT) TT‘Iu.-'
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music that built his career, but
using the acoustc instrumenta-
tion that fueled his love of coun-
try music in the first place,

"I had a blast making this
record. It was the most fun I've

really ever had making a record.
Bluegrass music is what really

first got me turned on to coun-
try,” Bentley said in an interview
with Pumper. "1 dont think I'm a
traditionalist. I love country mu-
sic and putting my own stamp on
it. And using {(acoustic) instru-
ments is a big part of the formula;

| want to push the boundaries of
what vou can do with them.”

A PUMPING PAST
While Bentley'’s music 15
sure to be a big hit at the Satur-

day Evening Jam, there’s another
reason Expo attendees will enjoy

the down-to-earth, 35-year-old
performer: He's been a pumper.
{One of the many jobs Bentley

Fortabie Restroom Operalor

had before landing a contract
in Music City was pumping oul
holding tanks on houseboats at
Lake Powell in his home state of
Arizona,

“l loved the lake and I loved
being up there,” Bentley ex-
plained. “In the mornings, I'd go
down and show the customers
how to drive the boats, 35- to 60-
[oot houseboats, When the boats
came back, we'd clean them from
top to bottom, scrub the roofs,
the decks, pump out the tanks,
and get them ready to go the next
morning,”

Boats typically had 250-gal-
lon holding tanks, and that waste
was pumped through a pipe sys-
termn installed at the marina, Bent-
ley recalled. Careful evacuation
of the tanks and constant clean-
ing on the boats is vital because
Lake Powell provides a freshwa-
ter supply for an expansive desert

erritory in the Southwest,

e

Red-hot country
performer —
and one-time
pumper —
Dierks Bentley
will rock ©
the house in
Louisville

By Jim Kneiszel

Bentley says he’s always en-
joyed physical labor (he also built
decks for a time and retrieved
golf balls at a driving range} and
has an appreciation tor hard
work. The jobs he didn't like were
in Nashville offices while he paid
his dues in the music business.

"l poured coffee all over this
town and worked in every build-
ing in Nashville before 1 got a
publishing deal.” he recalled. "]
like physical labor, but emotion-
ally being in Nashville and work-
ing day jobs while trving to get a
record deal was the toughest.”

QUIT THE DAY JOB

Bentley doesnt have to work
day jobs anymore. In 2003, his
first single, "What Was | Thinkin™
topped the country chart. His
2005 album, Modern Day Drifter,
went platinum, and that yvear he
became the voungest member of
the Grand Ole Opry and received



“|IT'S IMPORTANT FOR US TO HAVE A HIGH ENERGY
SHOW AND A LOT OF FUN. IF IT'S A GOOD NIGHT FOR
US, EVERYONE ELSE WILL HAVE A GOOD TIME. THIS

IS ONE OF THE FIRST SHOWS WE’LL HAVE FOR THE
YEAR AND EVERYBODY WILL BE EXTRA EXCITED TO
BE OUT THERE PLAYING."

Dierks Bentley

the Country Music Association’s
Horizon Award. He lollowed with
the 2009 album, Feel That Fire,
which included two No.1 hits, the
litle track and "Sideways.”

Then Bentley had a thought.
What if he returned to the blue-
grass music he fell in love with
when he arrived in Nashville years
ago? 50 he called his friends in the
band Nickel Creek and started
planning Up On The Ridge.

“I've always been a big fan of
Nickel Creek and 1 knew (man-
dolin plaver and singer) Chris
Thile from bounding around in
Lhe bluegrass circles. They were
really out there with the progres-
sive acoustic music and | really
enjoved what they did,” Bentley
said. “I had moved here to do
country music, and | walked into
a bar and they were singing coun-
[ry songs using acoustic instru-
ments to do it | really fell in love
with that sound, and il gave me a
foundation to start from.”

Thiles new critically ac-
claimed band, Punch Brothers,
recorded a number of tunes with

Bentley, including a daring cover
of the U2 hit, "Pride (In The Name

Of Love).”

Besides the Punch Brothers,
Lhe song features the high lone-
some sound of bluegrass legend

Del McCoury., At first, Bentley
said riends didn't understand his

choice to cover the legendary rock

band, but *Pride” became one
of several hits from the record,

which also features “Bad Angel”

with Lambert and Johnson, and
Lhe title track. Both "Pride” and

“Bad Angel” were nominated for

Grammy Awards, and Up On The
Ridge was nominated for Best

Country Album Grammy.
“It's a tough song to cover,
but vou know if you're going Lo

cover a song by a group like that,
pick a big one,” Bentley says of
choosing a U2 song. "It was a
little daunting. Theyre one of my
favorite bands, and vou knew go-

ing into that song that it’s going to
20 one way or the other, Either it's

going o get a Grammy nomina-

tion or its going to be a disaster.
We're lucky it went in (the Gram-

my nomination) direction.”

ELECTRIC & LOUD

For the Pumper & Cleaner
show, Bentley will perform an
acoustic set from Up On The Ridge,
but mostly he and his five band-
mates will be plugged in and row-
dyv at Freedom Hall, a venue he's
enjoyed playing numerous tmes.

“The shows tend to be elec-
tric and loud. We like to have a
good party atmosphere going,”
he said. “But we'll break it down
and get the upright bass and ban-
jo out and do some things from
this record.

“It’s important for us to have
a high energy show and a lot of
fun. If its a good night for ws,
everyone else will have a good
time,” he said. “This is one of the
first shows we'll have for the year
and everybody will be extra ex-
cited to be out there playing.”

It might be hard for Bent-
ley to pry himself away from his
family in Nashville to start tour-
ing again. He, wife Cassidy, and
daughter Ewvie, welcomed the
birth of their second daughter,
Jordan Catherine, a month ago
on Christmas morning. But he's
looking forward to meeting Expo
fans and said he might bring
some photos from his pumping
past to share.

“These are the folks | hang
out with at shows,” he said. "The
hardworking people.” B

Swlorbilt Modal 48P RIV Brass Yalves

Maspart Model HXL4Y

An honest price, excellent service ond
premium tooks are signs of o profession-
ol. On thasa things, successiul businesses
lolerate “NO COMPROMISE".

Only the businass owner tan contral the
price ond quality of his sarvice, bul, when
il comes 1o the fools, Armsirong
Equipment, Inc. con help, We ore prowd
o affer the best quality pumps and com-
ponents availoble. Sutorbilt and Mospor
pre two of the most recognized ond
respecied nomas in the industry. Couple
them with Shurflo, Burks, Pumptec,
Reelcroft, RIV and Plastiflex and you have

pll the took neaded to assure o smoothly
pperating service truck,

800-699-7557

| 1700 Greenstone Ave, = Santo Fe Springs, CA 906710

562-944-0404 + Fox: 562-944-3636
WWW. VGCpUMp.com

Hablamos Espanal

Plastiflex Hi-Wox

s
Burks DC10, Shierflo 2088 Pumplec 356

ARMSTRONG
E_QUIPI%{[EN’ |

= 2 IN(C. & m

Innovative Portable Restroom Solutions™

F.M. Manufacturing, Inc. specializes in In
novative Portable Eestroom Solutions™ like
trailers, carts and hitch haulers that are de-
.-i:_'r'|-:n_" L "|-."|I" Y OFLLT business be more efficient

maeanuifaciurin i
- and more profitable.

F.M. Manufacturing, Inc. p 877.889.2246
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Available Colors:

Unique pyramid @ @ @
sump design

Standard Features:
» Shelf
» Coat Hook
e \Mirror
e 80 Gallon Tank
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A RESTROOM WITH COUNTRY CHARM AND CITY SWAGGER

Sa ell ¢-:-""

www.satelliteindustries.com

For any of your operation’s needs, contact your Area Nanager
or call Customer Service at:

800-328-3332
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Prompt service, sharp-

dressed technicians
and keeping promises

to customers is the
success formula for

upstart Massachusetts
company Northeast

Sanitation Corp.

By Ken Wysocky

ack in February 2006, a semi-retired Brian
B McMNamara heard opportunity knocking and
wasted no time answering the door — and
stepping smack dab into another full-time career.
Within five months, Northeast Sanitation Corp. in
Sudbury, Mass., morphed from nothing more than
an idea into a full-service portable restroom outfit,
since then, N5C has enjoyed considerable
orowth, aided by the acquisition of two more por-
table sanitation businesses. And the decisive McNa-
mara says he expects further expansion and revenue
growth. The key to the company’s quick success?
Great employees and a simple but effective business
philosophy: Do what you say yvou're going to do.
“We don't mess around,” McNamara sayvs when
_ + o asked how he took a company from concept to cor-
o o Sl o & wad poration in just five months. "I thought | saw a good
| .; F‘ ':H ‘ﬂ opportunity in the marketplace, and so far, it's prov-
en to be just that.
Technician Jose Cantagena “Our motto is, ‘The difference is in the details,
EEI"I.’lﬂE% & Iesironm for North. " he continues. "Whether it's delivery, service or pro-
ST S inion L., SUATY, fessionalism, it's all about how you treat people ...
Mass. (Photos by Gregg Shupe) : , R, ,
that's what forges relationships. If vou say vou're go-
ing to do something, do it. If you can’t, don't be in
business.”

22 February 2011 Fortabie Restroom Operalor



- q, “We strive to develop personal relation-
1’!‘ - "'F"L‘ ships with our customers. You'd be amazed

A T at how many times | go on a service call

oy Vi and the customer is surprised to see me.

— ._ S ‘l - It’s a win-win situation because | can
= \\\% | ) i'ﬂ' make sure our guys do a good job and meet
-’ Brian McNamara

Low-Tech but Effective:
Face-To-Face Gontact

As important as an afttractive, frequently updated
website is to Northeast Sanitation Corp. marketing efforts,
owner Brian McNamara says his business also relies on
a decidedly less high-tech approach: simple face-to-face
contact with customers. He says that meeting customers in
person helps him better understand their concems, and he
periodically accompanies drivers on routes to get one-on-
one with the people who pay the bills.

“We strive to develop personal relationships with our
customers,” he notes. “You'd be amazed at how many times
| go on a service call and the customer is surprisad to see
me. It's a win-win situation because | can make sure our
guys do a good job and meet customers at the same time.”

McMNamara says when he meets a new customer and
hands out a business card, he points out that it includes his
cell phone number. He also offers to write his home phone
number on the back of the card — and emphasizes that
customers shouldn't hesitate to use either number.

“‘People like that,” he says. “Theyre impressed. When
youre willing to gve someone such private information,
ihey get a pretly good feeling that we're going to stand be-
hind our product.

I've actually received a couple calls at home, and
those customers got the aftention they deserved,” he con-
inues. "Again, it's all about doing what you say you're going
to do. It doesn't have to be mare than that, but certainly no
less,”

customers at the same time.”

MAN WITH A PLAN

McNamara spent most of his career in
heavy civil construction and residential devel-
opment. Working in New England, where the
construction season is short and lousy weather
is a fact of life, taught him how to make things
happen fast. He eventually went into semi-re-
tirement as a real estate developer. But while
building a home in early 2006, a brush with un-
responsive portable restroom service spurred
his second career.

“They never came when they said they
would,” McMNamara recalls. “I'd have to call
them three or four times to get service. 5o |
started thinking that if they have this much
market share and provide this level of service,
there's definitely a niche to be exploited.”

McMNamara started by doing research on
the Internet to determine the level of compe-
tition. Then he learned about the Pumper &
Cleaner Environmental Expo International —

120 restrooms.”

By March, N5SC was Incorpo-
rated. And by July, the company was
up and running. Growth occurred
quickly, thanks to McNamaras
widespread network of construc-
ton industry contacts.

Revenues quickly grew. "Were
probably four times bigger now than
the vear we started,” he says. McNa-
mara says a lundamentally sound
business plan was critical to the
company’s fast growth. That includ-
ed forecasting sales revenue and
net-profit goals, and asking friends
and business associates to “shoot
holes™ in his business premises.

“I'd recommend that anvone
start with a sound business plan,”
he notes. “"You cant run blind.
You've got to have forecasts, then

which by chance was being held the following
weekend,

“I went to the show, which was a great ex-
perience,” he says. “I found out about all the
players in the industry, and ended up ordering

Technician Dan Bartell
L *98 cleans and stages restrooms
e for delivery in the Northeast

be sure you hit the numbers, It's not easy, but if
vou stay locused on your plan — which is your
road map to success — you'll succeed.”
Currently, construction-related rentals
generate about 75 percent of the company’s

sales revenue; the remaining 25 percent comes
from special events. McNamara says his busi-
ness plan calls for a 70/30 split after five vears,
s0 the business is on track. “We have to rely
mostly on construction because in this area,
there are only so many special events,” he says.

GROWTH THROUGH ACQUISITION

Acquisitions also keyed the company's
growth., One was a sole proprietor who wanted
(o get out of the business. That company's ter-
ritory was just outside N5C's geographic base,
50 the acqusition made sense. In the second
purchase, an operator went out of business, so
MNSC purchased the company’s assets, McNa-
IMEATA 535S,

Growing via acquisitions was part of Mc-
Mamaras business plan, not just happen-
stance. Without them, he knew he couldn't
generale the level ol net income he envisioned
in the plan. He says he looks for several key fac-
tors to determine if another company is a good
lt for NCS:

l. A certain level of gross revenue.

2, Route density. "If you're driving all over
the place and vour prices are (o0 low, youre

promonthly.com February 2011 23
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in the company yard.

think most business cultures are that far
apart. Most people want to go (0 work

and do the right thing — be safe, do the

job right and go home to their families.”
NSC is dramatically expanding its

geographic scope by acquiring a com-
pany on Florida's eastern coast. The deal

not making any money,” he explains.
3. A geographic location that meshes with

the N5C business plan.
4. The average price per ticket. "You can

always try to rectify low prices if a company is
undercharging, but that doesn't work if the re-
glon (Customers) won't support it,” he says.

5. Similar corporate cultures. That factor

didn't come into play with the first two ac-
quisitions, because no new employees were

involved.

“But as we continue to look at bigger and
bigger acquisitions, we need (0 make sure that
cultures match,” he says. “Fortunately, I don’
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should be completed early this year.
McMamara says he isn't daunted by ex-

panding operations so far away from
the company’s current regional base.

"As long as numbers don't lie, you can

run a business (remotely),” he notes, “If
something goes wrong, vou can hop on

a plane and fix it.”

McMNamara says he also surrounds himself
with good people, which make him confident

about long-distance acquisitions.

“It's a team effort — everyone pulls their
own weight and is eager o help each other out.

I'm not saying it's Utopia, but we have a great
team,” McMNamara says. He notes he 15 espe-
cially reliant on two vice presidents, Michael
Byrne and Dennis Lavoie,

WEBSITE BUILDS BONDS

At first, McNamara relied on established
business contacts — the "golden Rolodex,” as
he puts it — and word-of-mouth referrals. But
three yvears ago, he realized the company also

Fortabie Restroom Operalor
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The Northeast Sanitation fleet includes a variety of newer vacuum service trucks, including (above)
these three Hino and one International models, all in white. At left, technician Dan Bartell cleans a unit

required an Internet presence. The current
websile was revised about a year ago, and he
savs it's a continual work in progress.

‘In todays world, people want to know
vou have a website,” he adds. "Everyone should
have one that shows their products and ex-
plains what they do. But you also have to de-
liver on what you say on the website.”

To keep the website interesting, McNama-
ra posts a weekly blog that talks about a wide
array ol issues, lrom strategic placement ol
units on construction sites 0 how many rest-
rooms a customer might need for a wedding or
party.

“We aim for information people can use,”
he says. “At the same time, were also always
looking for creative ideas to have some fun
with it, too. We ask our drivers for ideas, and
they've come up with topics like how to pro-
tect units on site, putting stone pads in [ront
of units when its muddy, placement of hand
sinks and so on. It’s all aimed at beneftting the
end-user.”

IMAGE IS MARKETING, TOO

NSO also emphasizes less subtle forms of
marketing, like new, clean and well-maintained
trucks; uniformed, clean-cut drovers who are
courtecus and prolessional; and use of new
technology, such as global positioning systems,



The Northeast Sanitation team includes (from left) Pat VanTyle, vice president Michael Byrne, owner Brian

McNamara and vice president Dennis Lavoie.

which helps improve customer service.

“We purchase anything that makes us
more competitive in the marketplace,” he says.
“We try to stay ahead of the curve on that be-
cause it saves you money in the long run.”

The NCS fleet includes a 2006 Ford LCF
with a 350-gallon waste/150-gallon steel tank,
made by Best Enterprises Inc.; a 2007 Inter-
national 4300 with a 1,500-waste/500-gallon
freshwater aluminum Progress (Progress Tank
LLC) tank: a 2008 Hino 268 with a 1,500-gal-
lon waste/500-gallon [reshwater aluminum
Progress tank; a 2008 International 4300 with
a 750-gallon waste/350-gallon freshwater flat
steel tank from Crescent Tank Mig.; two 2010
Hino 268s with Progress aluminum tanks {one
1,150-gallon waste/350-gallon freshwater and
Lhe other with a 1,500-gallon waste/500-gallon

freshwater); and a 2007 Ford LCF flatbed truck
for deliveries. All of the trucks use Masport Inc.
PUIMpS.

N5C also owns 1,100 standard portable re-
strooms, mostly Integra units from PolyPorta-
bles Inc.; 60 handicapped-accessible units (30
made by Satellite Industries Inc. and 30 made
by PolyPortables); and two restroom trailers, a
15-footer made by JAG Mabile Solutions Inc.
and a 24-footer manufactured by Comforts of
Home Services Inc.

The upscale JAG trailer has four 18-inch,
flat-screen televisions, Customers who run
charity events or weddings often burn their
own DVDs with photo slide shows and play
them continuously on the TV,

“We've gotten lots of positive feedback
about the TVs. I'm not sure it makes us maore
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Technician Jose Cantagena dispenses freshwater for servicing restrooms on location. Customer service
and growth through acquisition are two keys to Northeast Sanitation’'s aggressive business plan.

Best Enterprises Inc. Masport Inc.
Bl 2dd-237H HOO228-4510)
www.bestenlerpnses.net wWww.masportpump.com
(See ad page 5

PolyPortables Inc.
Comforts of Home Services  BOOZ41-7951
B4 7/856-8002 www.polyporiables.com
WWWL 0N SLCOm (Sae ad page 13
(Sew 2a paga 16)

Progress Tank LLC

Crescent Tank Manufacturing 913279-3050
ARRBAT-4104
www.crescent-lank.com

JAG Mobile Solutions Inc.  Satellite Industries Inc,
800815-2557 HOOMEEA-1123
www. agmobiesolubons.com  www.salelliteindusines.com

money, but you know people talk about it,”
McNamara says. "New equipment 1s a great
marketing tool. We wash and clean trucks ev-
ery day. We want to create the perception that
weTe the best company out there ... when peo-
ple see our trucks, they remember us.”

GPS technology helps improve customer
service. NCS uses a system made by Navtrak
Inc. that provides detailed information, from
how fast technicians drive to the duration of a
service call to the exact time the vacuum pow-
er on trucks is turned on and off, If a customer
questions whether a technician made a service
call, NC5 can e-mail them a GPS report that
proves they did.

If theres any question at all in a customer's
mind, though, McNamara follows the premise
that the customer is always right, which means
a technician will go back and re-service the
units in question again. Most times, however,
the report does the trick, and customers realize
later on that, for example, a landscaping crew
came on-site unbeknownst to them, which ex-
plains why units were full or dirty so soon after
being serviced.

BRIGHT FUTURE

McNamara 1s optimistic about NSC's Tu-
ture. He says the company’s business plan calls
for 40- to 50-percent annual sales growth while
maintaining current proft margins, largely
through acquisitions and setting up satellite
ofhices — and, of course, by continuing to pro-
vide greatl customer service.

‘I always tell our guys thev should clean
restrooms as if their own kids are using them,”
he says. "If vou do that, theyre pretty much
clean enough for anvbody.” W

MORE INFO

WWw. progressiank.com
(Sap ad page 3)

(See ad page 20-21)
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Carrying More Units

A POSTER WANTS TO KNOW WHETHER PROS PREFER A
TRADITIONAL SERVIGE TRUGK WITH A SMALL RESTROOM

CARRIER OR A FLATBED WITH BIGGER CAPACITY

QUESTION:

Does anvone prefer the truck with a flatbed and a tank placed

sideways that can haul several restrooms rather than a Ford

F-550 service truck with a traditional tank and a two-unit
carrier?

ANSWERS:

If your purpose is to have the best route truck, easy to handle

and with everything within reach for servicing, then the

traditional Ford F-550, If the truck must also do pickup and
dehivery duty, maybe consider the flatbhed. There 15 no best answer
without asking a lot of guestions about vour operation.

| just put a Ford F-550 with a V-10 into service. [ love it. The gas
mileage is about 9 to 10 mpg on the route, with it dropping to 8 to 9
mpg as the truck fills.

| run both types of trucks yvou mention, but use the tlathed for
weekend and festival deliveries and pickups. My Ford F-550s are used
for routes and servicing festivals.

As a small company with trucks that serve double duty (delivery
and service), we prefer to use the flat-tank type trucks. The drawbacks

are a taller profile and the layout is generally not as user-friendly as our
(traditional tank design) trucks. We are currently looking at changing

our fleet to include more trucks that can haul more than two units at

a time. Being able to move eight units on one truck makes our Fridays.
and Mondays so much easier,

WE ARE CURRENTLY LOOKING AT CHANGING QUR FLEET TO
INCLUDE MORE TRUCKS THAT CAN HAUL MORE THAN TWO
UNITS AT A TIME. BEING ABLE TO MOVE EIGHT UNITS ON ONE
TRUCK MAKES OUR FRIDAYS AND MONDAYS SO MUCH EASIER.

Come Join Us Online

The PRO Online Discussion Forum is found at www. promonthly.
com. The forum is conveniently split into several topic areas: General
Discussion, Business, Chemicals & Deodorizers, Parts & Accessories,

Partable Restrooms, Portable Restroom Trailers, Portable Restroom

Service and Trucks. Simply register with a user name and password
and start posting! Information and advice in PRO Discussion Forum is
offered in good faith Dy industry professionals. Readers should consull

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

Armal Introduces
Western Mains Restroom

The Western Mains restroom by Armal Inc.
is designed for use on long-term construction
sites with direct sewer and water hookup.
Featuring a lightweight resin toilet, the unit
weighs 185 pounds and comes with paper holder
and built-in shelf. Measuring 90 inches tall, 43
inches wide and 47,20 inches deep, the restroom
15 available in a choice of eight colors. Opltions
include sink and hygienic cleaning sprayer.
B66/BT3-7796; www, armal.biz, Expo booth 7069.

INDUSTRY NEWS

screenTech Launches Product Website

ScreenTech Imaging, a division of Roeda Signs, has launched
www.sanitationgraphicsonlineg.com. The product website features
stock decals for the waste and recycling industries, including safety
decals for roll-offs, compactors, front loaders, truck bodies, portable
restrooms, reflective tape and more,

ARE YOU COVERED?

Don’t lose your business and life earnings
to spotty insuram:e coverage

*ﬁ Booth
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THE MAJORITY ﬂF INSURANCE BROKERS
DON'T KNOW YOUR BUSINESS AS WELL AS WE DO.

You need an insurance program that addresses the specific
exposures you face, such as errors and omissions (E&O)
coverage for the various services you provide,

WE HAVE YOU COVERED.

SZSANITATION

INSURANCE SERVICES
1-877-877-1555 « www.Sanitationins.com
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POHTA PAK WS [1 ¢ #1 Portion Control Pak
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= N B Rl Holding Tank & Waste
Treatment Tablets
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WE STAND ON SOLID GROUND.

Deodorizers from Walex in both PORTION CONTROL and LIQUIDS!
©

EXODOR" PT-50 SUPREME
The Most Powerful

Deodorizer Available

BIO-ACTIVE"
Environmentally Friendly

Natural Deodorizer

performance products to fit your portable sanitation needs. 8o

Booth
2061

f:@ﬁ Whether you prefer portion control or liquid deodorizers, Walex has the industry-leading @
i

800.338.3155 | WWW.WALEX.COM
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LEARN TO BE

Outmgeously
Successful

By Ted J. Rulseh

[ter more than 20 years of
working in and observing
ompanies of every type

and size, Scott Hunter has notuced
a trait all successful firms share.

“They have enthusiastic,
confident, optimistic, appreciative
and happy people who work
together on behalf of a future they
have all committed themselves
to,” says Hunter, a speaker and
business coach who presents a
series of seminars at the Pumper
& Cleaner Expo in Louisville, Ky.
on "The Mindset of Leadership”
and "Creating an Outrageously
Successful  Organization.” His
March 2 Education Day program
begins at & a.m. at the Kentucky
Exposition Center.

Hunter, also author of the
book, Unshackled Leadership,
helps companies  transform
themselves through his kevnote
speeches, workshops and retreats.
Since 1985, he has worked with
hundreds of businesses and more

Lthan 250,000
people, helping
to produce
breakthroughs
in personal and
professional
lives and setling
the stage for
companies
1o achieve results far
expectations.

Scott Hunter

beyond

ALL ABOUT PEOPLE

“People who come to the
Pumper & Cleaner Expo have a
particular expertise, and there is
an art and science to what they

do,” Hunter says. “But there is
also an art and science of how o

run a business successfully and

profitably, and thats what many
people don't understand.”

The morning sessions focus

on the people skills it takes to
be truly successful. "We'll show

attendees how to be a leader, how
to build a team, how to inspire and

Get The Best Locks,Wholesale Prices
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Speaker and business coac
%acott Hunter brings success

secrets that can help owners

transform their companies

“YOU DON’'T WANT TO BE FOCUSED JUST
ON MAKING MONEY. YOU WANT TO BE

FOCUSED ON CREATING THAT GROUP OF
ENTHUSIASTIC, CONFIDENT, OPTIMISTIC,

APPRECIATIVE AND HAPPY PEOPLE.”

motivate people, and how to have
their business be a place where
peoplewant to work,” Hunter says.
“It's about listening to people. It's
about caring for people, It's about
being focused on building a team.

“You don't want to be focused
just on making money. You want
to be focused on creating that
group of enthusiastic, confident,

optimistic, appreciative and
happy people.”
MOOD DRIVES SUCCESS

The afternoon  sessions

explore “"laws of the universe”
that, if obeved, put a company on
the road to outrageous success. “A
business is a collection of human
beings, and as a result it has a
collective energy, or mood, that
determines what 1s possible,”
Hunter says.

“Your results are very much
a function of not how skilled you
are but of the mood of the people

in vour organization. If the mood
is upbeat, enthusiastic, positive

and optimistic, and people are all
pulling together, vou're going to
have great results.

“The Law of Attraction says we
attract to ourselves that which is

consistent with our predominant
mood. 50 if you go around being

frustrated and angry, you’ll attract

things that support you in being
frustrated and angry. But if vou go

around being happy, joyous and

appreciative, you'll attract things
that support yvou in being happy,

jovous and appreciative.

“Another law says we'll alwayvs
hind what we go looking for. 50 if
you think life is rotten, guess what
— it is! But if vou think there are
opportunities out there, you'll start
noticing opporiunities. Your brain
is wired to help you find evidence
for what you believe to be true. 50
why not believe the world is full of
great opportunities?”

Hunter says people tend to
underestimate their power 1o
influence others. “People will
show up around you as who you
believe them to be,” he observes.
“If 1 think you are wonderful,
then around me vou'll get to be
wonderful. You want to think
about vyour employees and
customers as  being fabulous
and wonderful. Look for the gold
and the goodness in people and
you ' ll notice how they show up as
wonderful around vou.” IR



SERVICE — "
HOD. 909, N T

-

* Service Records
* Custom Decal Designs

The New, Easy to Use * Die-Cut Shaped Decals
Web Store from * Lack of Service Tags
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s e Signs & Safety Products
creen e 1000s of Stock Decals

IMAGINDG

www.sanitationgraphicsonline.com

6059

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

10280 Brecksville Rd. - Brecksville, OH 44141
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val. RARDSSNE@RAROSSNE.COM vz WWW.RARDSSNE.COM

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

We have a2 FULL SERVIGE REPAIR SHOP capabde af servicing and repaming a wide variety of ditfer-
et makes and models of Dhowars and vacuum pumps from all your top manufacturars inclading
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Dual VIP Restroom Trailer
From 59 841

rranl dn: Fadlures

r Weddings | Parties - Salar Powarad
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1737 5. VINEYARD AVENUE OwWNTARID, CA 91761
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WWW. NUCONCEPTS.com
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comments or questions to Shafer at thinktank@promonthly.com.

Price Wars

A

Mery Shufer writes about ssues important o PROS, Direct

HOW DO YOU DEAL WITH CUT-RATE CONTRACTORS WHO ENTER THE MARKET

INTENT ON PRICING YOU OUT OF THE BUSINESS?
By Mary Shafer

challenging economy often breeds price war skirmishes, as new
contractors try to crack vour market by lobbing a volley of low
rices at your customers. With your business customers trying
to pinch pennies in every possible corner of operating budgets, they're
maore apt to consider hiring the newcomer with the palatable price
structure,

How are PROs responding to pressure from lowball contractors?
Here's what three established operators have (o say.

Blue Bowl Sanitation

E:;HE;E;EH'EHEI - owner Joseph El-Hage says
Company: one of the biggest issues
Blue Bowl Sanitation facing the company is
:_";:‘mum; ‘competition coming in
Fulton, N.Y. and cutting all the prices in
Employees: 7 half, thinking they're going
Ei'fﬁ'li:; - 58 to make a lot of money.”

Josaph El-Hage

He's feeling the pressure

to drop prices, but says so
far he's been able to hold the line, "We've been arcund long enough that

some of our customers will take our units even if we are more expensive.

They're familiar with our service, and they're familiar with the service
Lhey get from the other guys. With us, they know what theyre getting,”

and that comfort level is of enough value not to switch to another

restroom vendor, he believes.
With other customers, the company has had to drop its prices Lo

match the new competition. EI-Hage says that his long-term customers

are already on preferential pricing schedules, and so they dom't
complain. “5ome of those customers are already receiving 10-year-old

prices,” he reports. “For a lot of people, it still comes down to the dollar,

and they'll re-check with other companies after our quote to see if they
can get them to drop their prices lower. Some of them are just buying

price right now.”

W, Outhouse’s Cusiomers

Name: include private weddings,
Ed Clayton park districts, and a bit of
Company: | . e
Mr. Outhouse construction. Ed Clayton says
Location: there’s no price war there, but
Forreston, ll. it's competitive.

Employees: 2 | | | _
Yaars in He says some customers
Business: 3 request lower prices, and he

Ed Clayton

tries to work with them to
keep the business. The criteria

30  Februarv2011  Portable Restroom Operator

"WE BELIEVE THAT IF WE PROVIDE CONSISTENT, STABLE,

GOOD SERVICE, OUR CUSTOMERS WILL STAY WITH US
OR WILL COME BACK TO US IF THEY DO DECIDE TO GO
WITH SOMEONE ELSE.”

Jacqualma Wilkams

he uses to decide whether he'll drop the price is the customer’s potential
to be a long-term asset to his company. “If it's strictly a one-time deal,
then no,” he says.

As far as negotiating price, Clayton says theres a limit to how far
he'll drop. Its not based on competition alone. It's about the realities
of business, and making a profit. "You kind of got it in your head what
yvou have to stick with, and then vou stick with it,” he says. " You've got to
make money.”

"Werenotlocked ina price

ﬂ.l:-qTﬁu:HInu Wiliame  War says Jacqueline Williams
Company: of Allstate Septic Systems. But
Allstate Seplic there is pressure moving into
ﬂm: Allstate’s territory.

Bangor, Pa. Regular CUSTOMErs
Employees: 40 have been calling to say
;ﬁﬁﬁﬁ'l;:ﬁ:ﬂ thev've received flvers from

Jacgueline Williams

competitors claiming equal
products and services ai
reduced prices. She'll visit them to see the flvers and familiarize herself
with who's making the claims. "We're basically offering the same
services and trying (o hold the same prices we've had. We believe that if
we provide consistent, stable, good service, our customers will stay with
us or will come back to us if they do decide to go with someone else.”
she’s not sure how these cut-rate companies are making a profit, but she
thinks they'll eventually be in trouble.

Meanwhile, she has to deal with the customer response to these
{lyers. "They call and ask me if | can maich the price. We take these
requests on an individual basis. If it's been a long-term customer and
a local business owner we do other business with and who's been
pretty committed to us over the years, we may consider a reasonable
reduction. But we're not making any across-the-board cuts.”

she says whatever price is agreed upon, it is locked in as long as
they remain loyal customers who pay on tume. B
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Mid-State Tank Co., Inc.

P.O. Box 317
Sullivan, IL 518517

W & Telephone: 800-722-8384
Fax: 217-728-8384

Mid-State Tank manufactures dependable

stainless stesa| and aluminum pressure /

vECUuurm tanks for the septic and porcable

crucks, Ssemil trallers are a recent addition

to ouwur finae inme of tank models.

Contact: -
LDon or Gena for a qQuote or cheack on

stock tanks
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This is our chance,
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Education, new products, and networking attract Susan Taylor to the
Expo. "You come here and get your education and enjoy camaraderie with
others in the industry,” she says. "Plus, you can see all the products at one
stop. There are some really, really good classes where you can learn a lot
about the business, from the presenters and from the attendees. One sem-
inar helped us define our true cost of service. That was a real eye-opener.
Seminars like that give us the tools to increase profitability.”

POWER your Future
COME TO THE 2011 EXPO.

Taylor Services Restrooms 2 Go
Macon, Ga.

WHO SHOULD ATTEND? IF YOU ARE IN...

= SEPTIC PUMPING
* DNSITE INSTALLATION

* PORTABLE S5ANITATION

* TV INSPECTION
* PIPELINE REHAB/CIPP

 WATERBLASTING

* HIGH-PRESSURE CLEANING
« SAFETY EQUIPMENT
 CONFINED 5PALCE

 LIFT STATION MAINT.

 COMPUTER S50FTWARE
* INDUSTRIAL VACUUMING

* HYDROEXCAVATION

* UNDERGROUND
TREMCHLESS PIPE REPAIR

« UTILITY LOCATION

.YOUNEED TO BE HERE!

 DEWATERING

* GREASE HANDLING
« SEWER CLEANING

« LATERALS & MAINLINES




EDUCATIUN I]A

3

6’ .ﬁ.ﬁﬁn 29

AL LF

WEI]NESI]AY MAHEH 2ND

WWW.PUMPERSHOW.COM

m Southern Section Collection Systems Committee

8 a.m. | Sewer Collection System History & the Evaluation of Pipeline Materials and Problems

9:30 o.m. Combo Yocuuming, o Forgotten Ard
1T a.m. | Keeping your Standard CCTV Inspection Program Relevant
| p.m. : Growing Your Business by Building Your Company Imoge

2:30 p.m. E Pump and Lift Station Fundamentaks: How to Achieve Maximum Service and Relinbility

4 p.m. | Making Sense out of Nozzle Nonsense

NAWT National Association of Wastewater Transporters
8 a.m. : 50 You Think You Want to Own o Waste Treatment Focility?

9:30 a.m. Grensa os o Resource
11 a.m. Resource Racovery - Methane and Seploge
| p.m. 0 & M Problems on Drip Distribution Systems
2:30 p.m. 0 & M Problems We Hove Seen

4 p.m. 0 & M Problems with Medio Filters

Em National Association of Sewer Service Companies

8 a.m. | Grout: Its Use and Application for the Total Collection System

9:30 a.m. Cured-In-Ploce Pipe

1T a.m. | Pipe Bursting Tools for Everyday Utility Installations

| p.m. E How Will You Know if You Need 1o do a Sewer Syslem Evaluation Survey (SSE5)?

2:30 p.m. Laser Profiling Applicotions for Dotumenting Piping System Conditions
4 p.m. | Advancements in UV Technology for Curing CIPP

WJTﬂ WaterJet Technology Association
g o.m. : Estimating the Vacuum Job for Fun ond Profis

9:30 a.m. How to Moximize the Power of Your Woterjetter
11 a.m. | Walerjeting - Financial Stortup Considerations and Real-World Application

lEﬂ Portable Sanitation Association International

| p.m. | Understanding Your True Cost per Service for Special Events - Part |
2:30 p.m. Understanding Your True Cost per Service for Special Events - Pant 2

[[E]E National Association of Regulated Carriers

4 p.m. | Avoiding Violation Fines and Tickets with DOT Safety Complionc

DETAILED SESSION INFORMATION AVAILABLE AT:

WWW.PUMPERSHOW.COM

11 a.m.

1 p.m.

4 p.m.

L TI]TT;T:W National Onsite Wastewater Recycling Association

8 a.m. | Troubleshooting Our Madern Woste Stream

9:30 a.m. Pumps - A Basic Understanding

System Remediation - Why, Whaot, When, Where ond How?
Salling the System 1o Site Conditions

2:30 p.m. Sampling Sewage Treatment Syslems

Effluent Dispersal and Water Management

m National Environmental Health Association

& a.m.

9:30 a.m. Effluent Screens ond Fitbers for Onsite Applicotions
11 a.m.

| p.m.

4 p.m.

& a.m.

9:30 a.m.

11 a.m.

4 p.m.

8 o.m.
10 a.m.
| p.m.
3 p.m.

The Qualified 0 & M Service Provider

Devalop Champions for Your Decentrolized Wastawater Projects
The Business of Monogement
2:30 p.m. Developing O & M Inspediion Actions

Working with Regulators, Regulofions & Indusiry

SCOTT HUNTER ERIEACE

+ Creating on Extroordinary Organization - The Mindset of Leadership (Part 1)
: The Mindse! of Leodership (Part 2)
 The Mindset of Leodership (Part 3)

2:30 p.m. Creoting on Ouirageously Svccesskul Orgonization (Part 1]

Creofing on Outrogeousty Successful Orgonizotion (Part 2

I!HII Leaders Resource Network
: The Disciplines and Art of Business Success

: Developing o “Fontostic” Team

Diversifying or Spedinlizing Your Services

Succession Planning



PSAI NEWS

Your Trade Group Ofters Many Benefits

By Martt Sole

ne of the most common guestions asked by business owners
or managers in any industry is, why should they be part of an
industry trade organization? The portable sanitation industry

i5 no exception. In other words ... "What is the P5Al going to do for
me?”" That's a fair question, so here is a sampling of what vour trade
association was involved in the past year:

* Assisting reputable operators in the industry to succeed in their
field: Networking Program, committee projects, and the Bol.

* Providing meeting places for industry participants to exchange
information and experience: conventon, Nuts & Bolts, Linkedln,
Facebook, website, newsletter.,

* Providing industry objectives and information to: regulators
(domestic and international); building inspectors, health

inspectors (state and province); departments of health, {city, state,
province and national); emergency management divisions; 1.5.
Centers for Disease Control, World Health Organization, military,
state environmental health and onsite wastewater associations,
construction companies, students and journalists.

* Representing the industry on important issues: [llinois and
Minnesota PRO regulatory licensing; Texas Department of
Transportation evacuation procedures; Texas Department
of Environmental Health restructuring PRO rules, codes and
enforcement; Minnesota and Maryland elimination of units in
park areas - now reinstated; California deodorizer ban, mandatory
containment trays and anchors; California Department of
Agriculture; Australia Environmental Protection Agency and
static units; Colombia Ministry of Health; Georgia sales tax issue;
disasters in Haiti and Chile; New Jersey, Pennsylvania, Tennessee
and Virginia code interpretation for placement of and allowance

of portable restrooms; sending certification standards upon
request to 36 different state regulatory agencies. These represent
a sampling of work conducted on a daily basis.

* Listening to member concerns regarding under-pricing,

4. TP Re-Roller Co.

Turns waste ( @

Fortabie Restroom Operalor

paper into
profits!

Call Milton Foss
:ﬁ;ﬁﬂ:ns-.ﬂl_aasu
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competitive “dirty tricks,” supplier-to-PRO  exclusivity
equipment contracts, closing and/or limiting disposal facilities
to PROs, human resources downsizing, staff evaluation, hiring

sales staff: salary versus 100-percent commission, service tech
salary versus per-unit compensation, sales and use tax, personal
injury and worker compensation, legal issues and safety audits.

* Getting the notice of enforcement agencies (and the public)
to show the importance of our industry: exhibiting at the
Pumper & Cleaner Environmental Expo International, the
Society of Association Executives, the International Federation
of Environmental Health, the National Environmental Health

Association, the National Safety Council; exhibiting and industry
workshop at Minnesota Environmental Health Conference,
primary speaker for Midwest (kansas, lowa, Missouri, Nebraska
and Oklahoma) Environmental Health Council and providing
information packages for City Managers Conference; Conducting
news interviews on issues; advertising in the American
Subcontractors Associafion magazine to promote ANSI Z4.3 — 1
unit for 10 workers.

* Improve our international representation and services:
translated guide to clean portable restrooms, special event
breakdown, ANSI £4.3 translated into Spanish and two different

Chinese languages; certification manual and testing in Spanish,
industry and emergency management information translated
into Spanish, working on the German DIN standards.

* Other benefits include: preferential member (PRO and associate
member} referrals over non-members; board of directors
informing members and providing a framework for development
of the portable sanitation industry; working committees
developing programs (o enhance member benefts;, maintenance

of a current industry list; growing enforcement in the housing
industry; promoting standards for the special events market;
upgrading the average level of equipment made available by
members to get the industry to upgrade its image and level of
service; educate members aboul the value of knowing the cost
of doing business to ensure improved service and equipment;
image/marketing, providing tools for companies to move bevond
Industry stereotypes.

A FINAL THOUGHT

The PSAI is as strong and effective as its membership. If you are a
current PSAI member, thank you for supporting your industry. If you're
still asking, "What are you going to do for me?” the answer now depends

QT YO

Matt Sola s chalrof the Portable Sanitation Association International
Membership Committee. To learm more about the PSAIL visit wivwe, psai.
org.



BUSINESSES

FOR SALE

4

HEFFERNAN INSURANCE BROKERS

Amarillo, Texas sewer, drain & plumbing business established in 1976, Uaner wonts o
refire, o toke the keys to.a 2004 Sprinter outfirted with oll of the equipment voull nasd to wn this busi-

ness. Price mchodes el estate with 802100 shop/olfice an two ity lots. Good qross, good predit, Bnancials
myuilble with signed non-disckeue. Offered at 5495,000.

Chicago-Area Biosolids, Land Application, Dredging and Industrial Services Business. Providi "g Insurance to in duﬂ't-“al

Estnblished n 1985, owner is iefinng. Repotoble business includes real estote servicing the enfire Chico- ﬂﬂd IiﬂE 'EIEHI'IETE fﬂ]’ ]5 FEﬂ]"ﬂ,
qokand mrea with sludoe omd binsolids dspesal and meatment services. RBeol estate ard shop included with — vue tsure over 2000 sacuum trucks

A Member of the Helfernan Group

cale valwed af $750,000, business grosses in exress of 53 milbon anaually, $6.3 million i equipment and

e ; “Providing ALL lines of insurance cove
nssets including several Termbotors, Yor Trailers, dump iodlers, boaders and much mose, $4,900,000, pl e - e

=Helping vou in ALL arcas of Risk Management
=(ne ol the largest independent insurance
brokers in the Us

New Jarsey/Pennsylvania drain cleaning and pipe service business has all the >We understand your business! ﬁ

elements for an ample star to a new foundation or an addition fo your existing busi- {.?HJ wteret L{i ﬂjdﬂ].:.' W
. . Booth
Mark HErnng, CRM, CIC, LUTC &177

LS i el e
.-.'lr'.lr.'n."-.'l'lr'llu'

Successful business with o lorge omount of equipment and inventory. Prefitable sewe Phone 800-208-6912 F-mail markh lﬁ’hﬁfﬁl’lﬂ.fﬂm
anil sephic husiness in cenfral Pennsyhanio. Inoeosing revenue over the past 3 years and o lorge omound

Huge potantial, good profit omd priced nght. Hos-disclosure dgreament required, all FEL stataments, list of
nssels, and hnorciok ovailoble to quolified buyers

nass. Established in 1994, well-rounded client bose, customer contrncts, ond cwner is willing o frain
Weadern equipment and imventary. Beal estote optional. Reasonably priced at 5425,000.

of equipment and ventory. Fquipmeant is a mix of obd and new, but all & working and making mosey

Selling price 534%9,000.

WANTED. Very serious and well qualified buyer looking for sewer, seplic or industriol busingss in Dallis,

e area. Must be qressing haraeen 5500, 000-51,000,000. A inquities ar kegt confidestial . » 1
Dallas/Fort Worth Texas Area Sewer/Rehab Business For Sale. Orain Ceoning, TV inspe- o d a g u

!
tian, Fipeline & Manhole KehobyBelining, Municipal Cleaning and Maintenance business for sale. Excellens |. .

oppartunily to axpand or stol vour own business. Good revenua history and pricad b sall, Indudes all
equipment to gef started. Asking 5 195,000,

promonthly.c

= Classifieds

Oo1m

R

WANTING TO PURCHASE. Satious huyer looking o purchase partable restroom and/or sepric busi-
nessas in the Neath M1 or Hudson Yalley MY area. All inquiries are kept confidential, {C41T)

> lIsed Equipment
Weall-Established and Profitable Texas Septic, Sewer & Installation Business For Sale.

Price reduced. Gising in excess of 600,000 annually, oustame lest of neaily 7,000 accounts ad > L-zines

43 tomtencted costomers. Includes nice |lote mode! equipment, mest are 2007, 200E moded years. Owner

> Product Categories
retiring ofter mearky 40 veors in business. Reol estate owndlobde upon request. Reduced to 5450,000.

New Jersey VIP Restroom/ Portable Toilet Business. Savicing Metio Phalodelpban and South-
west New Jersey with VIP restroom trailers and portables. Momy lote model ossets inclading 2 nice service
tiucks, | back-up service huck, pick-up tuck, 4 VIP estroom Frailers, neoaly 300 reshooms, sinks, bolding ; e TRAK

lanks, slide-in unit, 7 forkdidis, and more, Assats woath ower S300 000 - prced 1o sell of 5399,000. -
Exclusive Portable
Sanitation Software ,

Established portable restroom and septic service business located In central Virginia.

Excallent qross sach of the past 3 years with no decling in revenue mokes this business racession-proof. _
Stendy work, including many contracks and repeat costomers. Exfensive equipment inventory, good revenoe, | One Touch: Lp |
arel comer willing fo fain. Great opportumity for exporsion o a new coreer. Asking price $775,000. Hi||ing Order Elllrj' i S

Service Schedules  Reports

.’ I% Yisuo mopping ond routing ¢ DpickBocks mmgration '
H-ll:illi-l'll b Lutomoled timecond ond e El'l'l:'hJ!rl:I-I!- I'"'urh."ri“-r' meparks
78 inwEndary manined % FREE ONLINE ODEMOA!

r 1 Canadian Version Now Available.
4 ily EZTRAKR offers positive service validation

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

jeftb@colepublishing.com

BROKERAGE g00-257-7222

BZ BUSI NESS www.btwo.biz
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CLASSIFIED ApverTisinG

Businesses
Computer Software
Dewatering
Excavaling Equipment
Lease/Financing
Miscellaneous
Parts & Componenis
Portable Shower Trailers

Portable Restrooms
Portable Hestroom Tanks
Portable Restroom Trailers
Portable Restroom Trucks
Positions Available
Positions Wanted
Pumps - Washdown
Septic Trucks
Service/Repair
Slide-In Uniis
Sludge Applicator
Tanks
Wanted

BUSINESSES

Looking 1o buy a business in the liguid
waste, portable sanitation, or sawer & drain
industries? Call B2 Business Brokers pow-

grad by PRO at BOO-257-7222 and we can

BUSINESSES

Looking 1o sell your business? Wsa can
gffectively market your business to more
tran 60,000 potential buyers in the liquid
waste, porabla sanitation, and sewear &
drain industries, as well as your local mar-
kels, the Intermet and other vanuas, NO up-
front fees — you don't pay unless your busi-
ness sells, To learn more about brokering
your business through B2 Business Brokars
powered by PRO, call BOO-257-7222.(TEM)

Chicago-Area Biosolids, Land Applica-
tion, Dredging and Industrial Services
Busimess. Established in 1885, owner is
retinmg. Reputable business includes real
astate senvicing the entira Chicagoland area
with sludge and biosohids disposal and treat-
mant services. Haal estate and shop includ-
ad with sale valued at §750,000, business
grosses in excess of $3 million annually,
$6.3 million in equipment and assets includ-
ing several Terra-Gators, vac tralkers, dumg
trailers, loaders and much more, Cffared
at $4.800,000 - huge potential, good profi
and pricad right. MNon-Disclosure Agres-
mani required, all P&L statemerts, ligt of
assets, and tnancials available to qualmead
buyers. E-mail jeftb @ colepublishing.com or
call BOO-257-7222 and ask for Jett Bruss for
mare detalls. A B2 Business Brokerage

Well-Established and Profitable Texas
Septic, Sewer & Installation Business
For $ale. Prica recently reduced. Grossing
in excess of S&00,000 annually, customer
list of nearly 2,000 accounts and 430 con-
tracted customers. Includes nice late model
equipment, mast are 2007, 2008 model
years. Owner retinng after nearly 40 yvears
In business. Haal estate available upan re-
quest. Reduecad 1o $450.000. E-mall |effb
colepublishing.com or call 800-257-7222
and ask for Jeff Bruss for more details. A
BZ Business Brokerage Listing - www.
BTwo.biz. (TEM]

Looking to sell yoor industrial clean-
ing, hydroexcavation or waterblasting
business? We have buyers. Must have
gross revenue in excass of $1,000,000 an-
nually. Naticnwide interest. E-mail jefib@
colepublishing.com, vislt www.Btwo.biz o
call 800-257-7222 and ask for Jaff Bruss for
more detals. A B2 Business Brokerage
Listing. (TEM)

Looking to sell your portable restroom
business? We have buyers looking in the
following areas; Florda, California, Virginia,
lowa, Kanlucky, New York, Pennsylvania
and maorel Must have Qross revenue In
excess of $250,000 in most cases. E-mai
|eftb @colepublishing.com, visit www.Biwo,
biz or call 800-257-7222 and ask for Jeif
Bruss for more details, A B2 Business

45 year old portable toilet business in
North  Idaho/Eastern  Washingion, 162
units including flushable & ADA. Sinks,
traller, 2001 Dodge 34 ton, Dodge Cum-
mins with 270100 Erickson tank. 3005100
Best stainless steal tank. 1600 gal. septic/

transfer truck, chemicals, exira parts, Asking
1170000, 208-818-9805, [T04)

ESTABLISHED BUSINESS FOR SALE IN
WASHINGTON: TP He-Roller Co. Turns
waste paper info profits! Patented, Senous

inquires anly call Mitton Foss at 360-385-
1333 (PBM)

Mew Jersey VIP Restroom/Portahle Toi-
let Business For Sale. Servicing Metro
Philadelphia and Southwast New Jersey
with VIP restroom trailers and ponables
Many late model assets inchuding 2 nice
sarvice trucks, 1 Dack-up service fruck,
pick-up truck, 4 VIF restroom trailers, nearly
300 restroomes, sinks, holding tanks, slide-in
unit, 2 forklifts, and more. Assets worth owver
$300.000 - priced 1o sell at $393,000. E-mail
gfib@colepublishing.com or call &00-257-
r2ed and ask for Jefl Bruss for more de-
ialls, A B2 Business Brokerage Listing
- www.BTwo.biz. | TEM)

Family cwined portable tollet business. Cwn-
ar wilh health issues forces sale, 500+ unils,
4 service trucks, located in beautiful Sac-
ramento, Calf. area. 16 years established
business, loyval customers. Serious inquiries

add you 10 our VIP buyer list, No obligation,

Brokerage Listing. (TEM)
na fess, no pressure. (TEM)

Listing - www.BTwo.biz. (TEM) only. Leave message; will return calls, 916-

343-3326, (PBM)

Please print od legibly below with correct punctuation and phone number.

L) Classified Ad Form

Circle eoch word to be bolded, it ony. Kemember to choose a heading.

CHOOSE A HEADING:

— Businesses 1 Lease Financing —J Portable Restrooms 1 Portoble Restroom Trucks ' Septic Trucks I Tanks
-l Computer Software -1 Miscelloneous I Portable Restroom Tonks ) Positions Available -1 Service/Repair -1 Wonted
- Excovoting Equipment (L) Ports & Components =J Portoble Restroom Troilers L) Pumps - Woshdown - Slide-In Units J Other

CLASSIFIED AD RATE ADVAMCE PAYMENT REQLUIRED

DEADLINE: 17th OF THE MONTH |

For example: Movember 17th would be the
deadline for the December issue of PRO.

Mo hilling for clossified ods. Payment must be received
in advance before publishing.

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

FILL IN BLANKS: MONTH(S) WORDS : AMOUNT MAIL this completed form with payment to:

COLE Publishing Inc., PO Box 220, Three Lokes, Wl 54562
COMPANY NAME:
ADDRESS. PHONE- FAX this completed form to: 715-546-3786
CITY: STATE: ZIP: OMNLIMNE form ot: www.promonthly.com

PLEASE FILL OQUT CREEDIT CARED INFORMATION COMPLETELY INCLUDING V-CODE [(3-DIGIT NUMBEERE FOURND BY YOUR S3IGNATURE)

WE ACCEPT:

CREDIT CARD NO.. V-CODE: EXP. DATE: = @2
CARDHOLDER NAME: PHONE: &= [767
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Established portable restroom and
septic service busingss located im
central Virginmia. Excellent gross each
of the past 3 years with no decline in rev-
gnue makas this business recassion-proof,
Steady work including many contracts and
reneat customers. Bxdensive equipment in-
ventory, good revanue, and ownar willing 1o
train. Greal opporunity for expansion oF &
new caresr. Asking price 3775,000. E-mail
|eftb @colepublishing.com or call BO0-257-
7222 and ask for Jaff Bruss for more details,
A B2 Business Brokerage Listing- www.
BTwo.hiz. (TBM)]

BUSINESS WANTED

Sarious buyer looking o purchase porable
resiroom and'or septic businessas in the
Morth NJ or Hudson Valley NY area. All in-
quires ara kept confidantial, If you're think-
ing of selling, pleasa call Jaff al BL0-854-
TH00 or e-mail jeffb@colepublishing.com o
morg information. (TOB]

COMPUTER S0FTWARE

SOFTWARE FOR YOUR INDUSTRY! Easy
to use, affordabla; powerful. Online demos
or call for guided four. Shew Special! Free
fleet “Maintenance Plus” or employee
“Incentives Plus” soflware when you
license any Profit Builder Bundle. Dis-
count Codes: MPFREE or IPFREE. Hitam
Technologies, LP, www.ritam.com, 800-862-
2471 or 208-B28-4452, (TEM)]

PORTABLE RESTROOMS

20 used PolyJohn PJ3 Porabla Toilets. Dark
graen in color. Good condition. Located in
Knoxville, TN. $150 each. Contact Denny &
BES-T40-1654 or pattoro@tds.net. (TO2)

Folysans, excellant condition, $50.00 each
In lots of 20. Green & vellow. Wood skids,
$110 for each. Call Pete or Dave at 315

437-8423 NY. PT02)

Lip 10 300 used Teal Satellde unils in excel-
lent condition tocated in Raleigh, NC. $250
each minimum purchase of 26 unids and
shipping can be arranged. 1-319-954-8585,

|PC2)

30 Agua PolyPortable Intagras, excellent
condition, less than five years old, used
mostly for special events and not construc-
tion, 5350 each. Wesiern Montana. Call
406-728-3531 for more Information. (P03

Up o 400 wsed teal Satellte units in axcel-
lent condition in Central Florida. $200 each.
Mimimum purchase S0 units, 3o2-8a0-01%5

(PEM)

Up to 300 used vellow Satellite units in ex-
cellant condition. Located in North Carolina.
$200 each, minimum purchase of 50 units,
G18-552-0200 (P02

PORTABLE RESTROOM TANKS

400 gallon, 225 wasie'T5 water, brand new,
Battioni pump. $5,500. 315-375-7867
(PBM)

PORTABLE RESTROOM TRUCKS

2001 INTERMATIONAL 4700, OT 466 Die-
2| with Allison 4-spged fransmission. Alr
orakes, 174,050 miles. Keidh Huber Prin-
cess 2 tank; 1100 gals, wasie, 400 gals
fresh. Masport pump. 2 unit carrier, good
shape, ready to work. $13,500. Call 937-

HE5-9304 OH. (TO2)

2000 Imermational 4700, Allison auto trans,
260,000 miles. 1100 waste, 400 rash Fras-
vad fank with hydraulic PTO, Jurap vacuum
pump. $15,400.00 Nice fruck, very depand-
able & no COL required. Call BO0-273-5404
or email bruce @ aaasaniation.net, Wi, 2
P

1924 Imernational 4700 with 2003 Keith Hu-
per 1100 LIS galion waste, 400 US gallon
water, 2-compartmeant, caroon steel vacuum
tank, with Masport H7 .3V vacuum pump
(Stock #6439C) www.VacuumSalesinc.
com, (BBB) VAC-UNIT (B22-8648). PEM)

1989 Infernational 4700, B-speed transmis-
sion, 268,000 milas, 1200 gallon waste/350
galkon fresh. Non-CDL. $15,000. Call Jehn
G§10-705-5555 or e-mal les@potlyquesn
com. (PBEM)

Pre-owned 325 US gallon vacuum tank with
wo (2] 75 gallon poly water tanks mounted
ana 2007 FML Fabforn Trailer model FMI 2-
108 Workmate. [Stock #0477) www.Vacu
umSalesinc.com, (B88) VAC-UNIT (822-
8648). (PBM

2008 Dodge 5500, Cummins, automatic,
50,000 miles, 1000 waste, 300 fresh, under
warranty, $52 000, 2008 Ford 550, diesel,
automatic, 64,000 miles, 950 waste, 300
fresh, still has warranty, $47.000. Rod-
ney Lane cell 270-832-3793, (PEM)

GOING OUT OF BUSINESS: Aluminum
ponable tollet tankers: 03 Inter., 32K, D4
Infer., H34K: '05 Inter,, 39K, Confact Man-
uel & 305-370-9837. or email malonso @
port-0-tech.com. (F02)

TANK TRAILER

Trailer with Conde pump, Handa Shp motor
for fresh water. Holds 300 gallons of clean
watar & 300 galbons of sewage. Almost
brand new, rarely used. Call 410-350-7000
MD), [TO4)

WANTED

Serious buyer looking to purchase portable
restroom andfor seplic busingsses in 1he
North NJ or Hudson Valley NY area. All in-
quiries are kapt confidential. If you'ra think-
ing of selling, please call Jeff at 800-994-
920 or e-mail jetio@colapublishing.com for
mare infarmation [TOB)

ag v

ETPLACE ADVERTISING

=
| T d 1-800-333-WASH
T www 1800.333Wash.com

GX HONDA POWERED - 3200P5I
PRESSURE WASHER

“aX AW Hon{da Engins
‘AR Puima
Includes: ¥ Hose
reggar Gum,
Blind 3 Wiand. & sk Noides.
Drop Ships &0 ._|1II hamic '|I Injector
Ay atllabla -
Let us
BEe Your
"Lrop Shop

Assaimbled In U.5. 4,

apecialzing in Aftermarket Products for
Pressure Washers, Pumps & Engines

chor
Graphics,nc

Labels & More

* Service Records #
* Porfable Toilet Signs -
* Logo Signs *
« Signs [Plastic & Aluminum) *
* Gender Signs ¢

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

Wi Speciolize in Woste
Management Labaling Solutions

PTG Rearstn Lang Mcklnesy, Tk TE071
sdlgsanc harpreghice. rom
PRone; B2 -432-4300 Fa A72-427-43110

(BDO)BTS-TESY www . AnchorGraphics. com

Carry A Restroom &

Super Mongo Mover
On Your Pickup or
Spo

Utility

Hitch Hauler

www.dealassoc.com
D8 566.599.3325

“'ET('PI.O'"TE”"R

W'l Hmmrsh’.ﬂi. ".

directy dampieg each
tollet skid to B

_spacially designed
carrier Slats on tha
trafler bed FlendBdlity
far the marry stykes ol

Golvenized portabie tollet shids
ﬂnm used today.

Manufaciured By: Mckea Technaloglas

explorertrailers.com
1-866-457-5425

www!promonthly’com

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

promonthly.com
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TRUCK CORNER

February 2011

Send gquestions or comtments for Bob Carlson
to truckcorner@promontily.com.

My Truck Doesn't Suck

WHAT COMPONENTS ARE THE MOST LIKELY CULPRITS WHEN A TANK STARTS

TO LOSE VAGCUUM POWER?

By Bob Carlson

QUESTION:

I have a fairly basic question: How many places in a vacuum
system can get screwed up or plugged? When 1 go looking to find out

what’s wrong with my truck, how many different places are there to
look?

Troy Delmonica

Los Angeles, Calif.
ANSWER:

There are several points in the vacuum system of a poriable
sanitation service truck that can "plug up” the operation. Knowing these
points will make it easier for the operator to find the problem, fix it, and
gel back on the path to proft. Lets take a typical system and work our
way through it:

1. You're pumping just fine when suddenly nothing is being sucked
up into vour wand. First, look at the end of the wand. If there is no
vacuum pulling anything into the system, you may have pulled a
large rag or something similar into the end of the wand. If there
is no rag there, then there are such things (and, yes, we've seen

them and people have actually paid us to find them} as tennis balls

that zip into the line and then get stuck in the hose. To check your
theory, turn off the pump, disconnect the hose and see if there is

vacuum at the valve leading into the tank. If yvou have vacuum at
Lhe valve, lind the "plugger,” remove i, connect the hose and begin

working again.

2. 1f you find the rate of vacuum has decreased and there is no
obstruction in the hose, check to make sure the vacuum tank isn't

already full. 1 know it sounds obvious, but this is another thing
weve seen over the yvears. IUs weird telling a PRO the unit will not

pump well because theres no room to put anything. But it happens.
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THE SECONDARY SHOULD BE EMPTIED AND CLEANED
EVERY DAY. IT IS THE LAST LINE OF DEFENSE TO

PROTECT THE PUMP. ALLOWING WASTE TO BUILD UP
IN THE SECONDARY WILL ONLY LEAD TO PROBLEMS.

3. The next point involves the primary shutoff on the top of the tank
If the vacuum is bogging down, open the primary and check its
condition, You also will fiind how full your tank is. It happens at
times that the float ball in the primary gets sucked up into the air
path and sticks in that spot. With the float ball blocking the airflow,

vacuum will definitely decrease. Check the primary to make sure
the cage and hall are in good condition.

4. The hose between the primary and the secondary should be
checked from time to time, especially if there has been a problem

with the secondary, which we will discuss in a moment.

5. Ifvou ever forget to empty your secondary at the end of a pumping
day, you will end up with problems the very next day. Some of
the waste that sat all night will slide up into the hose and into
the pump. That will hinder pump efficiency. As mentioned, the
secondary should be emptied and cleaned every day. It is the last
line of defense to protect the pump. Allowing waste to build up in
the secondary will lead to problems.

6. HReduced vacuum could indicate the vanes inside the pump are
wearing down. It might also be the bearings are wearing out on
the rotor. The pump can be easily opened up and a rebuilding kit
from the appropriate pump supplier can be installed. Rebuild kits
usually include gaskets, bearings and vanes.

7. Depending on how your pump receives oil — automatic oiler or an
assisted-tank type oiler — make sure the pump has oil. Yes, we've
even seen people who run out of o1l and wonder what happened to
their pump. (The smoke from the generated heat coming from the
pump should have been a clue!). B
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Coupon Books are back! Visit us at the Pumper Show to kick off a year of great deals.

Polylohn's full line of portable restrooms, sinks, hand sanitizers, and tanks are an INVESTMENT in your
ability to earn more, sell more, and service better. Talk to one of our Area Business Managers today

to find out how we can help you increase your RO,
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THIS NOTE IS LEGAL T
FOR ALL POLYPORTABLES F

You'll eamn 5 Blue Bucks for every $100 you spend on
Green Way Products’ deodanzers and cleaners — even
on special offers. That's five times more than you'll get

from our competitors. (If you get anything at all.) That's : in Blue Bucks
why, “Blue Bucks are Big Bucks". They mount up fast. with every purchase

of $100 in
Green Way Products
SPEND like
CASH

= You can use them towards the purchase of ANY
PolyPortables product — not just a few. All toilets,
hand wash stations, even accessones and parts like
mimors and dispensers.

» You can use them toward the purchase of ANY Green
Way products deodonzers and cleaners.

* You can even apply them to your existing account.

The choices are yours.

Blue Bucks. Bigger bucks, more options, less
restrictions.

POLYPORTABLES

Listening. Learning. Delivering. Since 1972

PORTABLE TOILETS - HANDWASH STATIONS « DEODORIZERS « CLEANERS « TRUCKS
99 Crafton Drive, Dahlonega, GA 30533 USA - Phone (300} 241-7951 or {(706)864-3776 - Fax (706) 864-8111 » www.polyportables.com

All Gresn Way Products’ deodorizers, deaners and air fresheners are high-performance products. developed and manuac-

— Green Way Froducts
BOOTH 1140 twred in our facilities in Dahlonega, Georgia specifically for portable restroom operators, They are all environmentally sale.

by PolyFPortables
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