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I try to be a careful motorcycle rider. I didn’t start riding until I was 49 
years old and my fi rst time riding on two wheels and a motor came at 
a Motorcycle Safety Foundation class. 

 From the outset, I learned many defensive driving rules to reduce 
the chances of meeting other motorists under unfortunate circum-
stances. Safety is paramount when you head down the road on a bike, 
and that is reinforced when you constantly see car drivers talking on cell 
phones, applying makeup and eating dinner while behind the wheel.
 It was reading about motorcycle safety that introduced me to a 
term I think PROs would do well to remember every time they head out 
on a service route. Cycle riders often argue about the merits of ATGATT. 
This is the acronym for All The Gear, All The Time. It refers to the wisdom 
of wearing a helmet, gloves, body armor jacket, rugged pants and ankle-
height boots every time you get on the bike.
 Of course, if you’ve ever passed a parade of Harleys on the highway 

in the summer, you’ve seen that usually few riders observe the ATGATT 
rule. Many riders ignore safety gear all together, or say that it’s too re-
strictive or uncomfortable.
 While I think All The Gear, All The Time is a worthy goal, I have to 
admit that many times a helmet and gloves are the only safety gear I use 
on my short commute to work. At minimum, I want to protect my head 
and hands from the unforgiving pavement should my bike go down.

A LESSON FOR PROS
 So what does my riding and the concept of ATGATT have to do with 
portable restroom service? I think plenty, if operators aren’t using basic 
recommended safety gear for pumping waste and working with power-
ful cleaning chemicals.
 Over the years, I’ve heard horror stories from PROs about what hap-
pens when workers don’t wear the appropriate gear. Going out on photo 
shoots, I have also witnessed restroom technicians who either never 
knew they should wear gloves and goggles on the job or just didn’t care 
to take any precautions.

 While it seems like the PRO’s job can be routine, and that there’s 
little risk of an accident if you pay attention to what you’re doing, dan-
gerous situations can and do happen. You never know when you’ll run 
into problems.
 One story from a PRO often comes to mind, and I recall the scary 
tale every time I’m in the workshop and neglect to look for my safety 
goggles. The contractor told me about the time he was horsing around 
a 55-gallon drum of full-strength cleaning solution in the warehouse. 
In a fl uke situation, the drum tipped and splashed chemicals over him, 
hitting him in the eyes. I cringe whenever I recall this story. The contrac-
tor suffered severe eye injuries, but eventually recovered his full sight. 
He’s now careful to keep his goggles handy and always wears them when 
moving or using chemical products.
 For PROs, I look at gloves like I view a helmet on a motorcycle rider. 
There’s no excuse not to be wearing them every time you leave the truck 

to clean a restroom. I have seen a number of 
contractors pump restrooms and septic tanks 
without hand protection. These workers rou-
tinely risk exposure to pathogens in human 
waste or chemicals in other sludges. For the 
relatively low cost and ease of use of good rub-
ber gloves, I can’t understand why it wouldn’t 
be automatic to grab a pair when jumping out 
of the cab and grabbing a hose.

TAKE CARE OF WORKERS
 Depending on the work you do from day to day, there may be other 
safety gear you should be using. Perhaps long pants, steel-toed shoes 
and a work helmet are necessary if you visit construction sites. If your 
truck doesn’t already have a fi rst-aid kit, maybe you should stock a tote 
with bandages, eyewash and other items that would come in handy in 
emergency situations. 
 I like what one company owner said to me about his commitment 
to safety when his employees were working with high-powered water-
jetters, pumping sludge and going into confi ned-space situations. He 
said, “My job is to make sure these guys make it home to their families 
safe and sound every night. That’s the most important thing I can do for 
my guys.’’
 We could all learn something from that business owner’s attitude 
about safety. And even though making the effort can seem inconvenient 
or make working conditions a little less comfortable, we should all re-
member ATGATT and work toward that ultimate safety goal every time 
we go on the job. ■

 Contact us: PRO strives to serve the portable restroom industry with interesting and 
helpful stories. We welcome your comments, questions and column suggestions and 
promise a prompt reply to all reader contacts. Call 800/257-7222; fax 715/546-3786; 
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 Writer Judy Kneiszel has operated her own small 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 at thewordhouse@ameritech.net.

BACK at the OFFICE        
October 2011

In a recent PRO discussion forum column, a reader asked for suggestions 
in dealing with a customer who refused to pay for twice-weekly service, 
yet complained when the restrooms they were renting were far from 

clean after a week of heavy use. The route driver not only had to spend 
extra time cleaning the units, but waste time listening to the complaining 
each week as well. There were several good suggestions made, which you 
can read at www.promonthly.com/editorial/2011/07/encouraging_an_
extra_service, but the one that caught my eye said this: 
 “Consider servicing it twice a week without charging extra for a specifi c 
time – say two weeks. After that experimental time they pay for the extra 
service or they fi nd another service provider. Go the extra mile and if that 
doesn’t work, fi re them. Firing customers is legal. You will both be happier.”

TOXIC CUSTOMERS 
 What you have in the story above is a toxic customer poisoning a 
company. In this case it has been going on for four long years. And while 
it may be diffi cult to lose a long-term customer, consider the negative 
impact keeping this toxic customer has had on the business.

 First, having their name on the side of overfl owing restrooms is the 
worst kind of advertising they could get. Everyone who uses them, or 
chooses not to because of the fi lthy conditions, associates the experience 
with the provider. 
 Also, enduring four years of extra work and complaining has prob-
ably been bad for company morale. If a customer’s treatment of a service 
provider’s employees becomes bad enough, there is a risk of losing good 
employees because of a bad customer. And even if the good employee isn’t 
driven to quit over the bad customer, their continued abuse might nega-
tively affect how the employee treats other innocent customers. If the bad 
customer is the fi rst stop of the day, how cheerful is the employee going to 
be on the second stop of the day after being berated and having to do extra 
cleaning?

 Maintaining toxic customers can cost a company money even if 
they are good paying customers. Why? They will consume more time and 
effort from your workforce than they are paying for. They will not recom-
mend you to others and they could spread negative comments about your 
company in your service territory.

WHO TO FIRE
 This isn’t to say you should fi re every diffi cult or disagreeable client. 
Each situation requires objectivity. There are some common characteris-
tics of customers who are candidates for fi ring, however. They are unprof-
itable for you, they waste your time, they make you look bad, and they 
drive you and your employees crazy.
 If a particular customer comes to mind when you read those char-
acteristics, ask yourself if they are demanding more time than is cost 
effective. Do they pay late? Refuse to do what you recommend even if it 
compromises health and safety? Are they never satisfi ed? Do they require 
too much handholding? Are they verbally abusive? Are they threatening?
 Maybe you have a toxic customer who is diffi cult to work with, but 
good about paying. Before you decide to end the relationship, consider 
how expensive or time consuming it will be to make up the lost revenue. 
You don’t want to let a profi table client go if losing that revenue could 
break you. If you’re close to the edge fi nancially and really, really need 
the money this client is bringing in, but also really want to be rid of the 
headache of dealing with them, devote extra time and effort to fi nding a 
replacement customer before you fi re them. 

HOW TO FIRE
 The best time to fi re a customer is when their contract is up for 
renewal. But whenever you decide to sever ties, speak to the customer 
personally rather than ending the relationship via voice mail, email or just 
pulling your units out under cover of darkness. Clearly, without emotion, 
explain the issues, even if you’ve done it many times before. Listen to their 
objections and repeat them back to the customers. Sometimes people 
don’t realize how silly they sound until they hear their words repeated 
back to them.
 If you believe the relationship is salvageable and the customer is 
worth keeping, try to rehabilitate them. Offer solutions to the customer. 
Also consider in-house changes that may make serving the toxic customer 
more tolerable, such as having only your most even-tempered employee 
deal with them or having employees rotate so no single person has to take 
the brunt of the toxic customer. 
 Remain calm and act in a professional manner. Don’t get pulled into 

YOU DON’T WANT TO BURN BRIDGES ENTIRELY. 
WHO KNOWS? A MANAGEMENT CHANGE OR 
UPTURN IN THEIR ECONOMIC SITUATION MIGHT 
SOMEDAY BRING THEM BACK TO YOU AS A
NON-TOXIC CUSTOMER. 

‘THE CUSTOMER IS ALWAYS RIGHT’ IS A BUSINESS CATCHPHRASE, BUT IF YOU 
HAVE A CUSTOMER WHO IS SO WRONG THEY ARE HURTING YOUR COMPANY, 
THE BEST OPTION MIGHT BE TO ‘TRUMP’ THEM AND SAY, ‘YOU’RE FIRED!’  

By Judy Kneiszel

Firing the Customer

a verbal battle. Calmly explain that your company is no longer able to 
meet their needs. Make sure you have met your contractual obligations to 
them, and be prepared to refund any money they paid up front for service 
you have not yet provided. 

And as you are firing them, soften the blow by recommending a 
competitor who might be better equipped to handle their needs. You 
don’t want to burn bridges entirely. Who knows? A management change 
or upturn in their economic situation might someday bring them back to 
you as a non-toxic customer. 

DON’T MAKE IT A HABIT
If you have more than one toxic customer, don’t cut them all off at 

once. Pick the worst of the worst and see how it goes. You might learn 
something from the process that will help you resolve issues with your 
other customers without resorting to firing.

If all your customers are toxic, start looking inward and ask yourself 
what you and your employees are doing to routinely attract this type of 
clientele. Maybe it’s your pricing. Maybe it’s your customer service.

The easiest way to avoid getting yourself into the position of wanting 
to fire customers is to avoid toxic customers in the first place. While they 
are not always easy to see coming, there can be predictors that someone 
is likely to be trouble. For example, if a potential customer walks through 
the door bad-mouthing a competitor you know to be reputable, you 
might have someone on your hands who is impossible to please. Or if they 
demand a ridiculous amount of service for a ridiculously low price, don’t 
assume once you get them on board you can fix the situation. n
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From a business standpoint, Larry Mather 
realized years ago that it’s risky to sit on 
a one-legged stool. That’s why Mather 

Flare Rental Inc. in Topeka, Kan., consists of 
not one, but three diverse yet complemen-
tary on-site-services divisions – portable 
restrooms, traffi c control and temporary 
semi-trailer and shipping-container storage 
– that offer a more comfortable and secure 
perch.
 Diversifying into three distinct yet 
related businesses made sense because one 
division often provides business leads for 
another. And in a relatively unpopulated 
area, serving three markets instead of one is 
often a necessity, Mather says.
 “A good example is the restrooms, 
which is a good compatible business for 
traffi c-control services,” he says. “If a project 
requires traffi c barricades, there’s roadwork 
going on, and where there’s roadwork going 
on, there’s a need for portable restrooms.

 “Plus, this is a small area, so you can’t 
generate the kind of sales volume (with one 
business) that you can in more populated 
areas,” he adds. “So you have to branch out in 
order to survive.”
 The portable restroom branch of Mather 
Rental is A-1 Rental Inc., which does business 
as Johnny On the Job. Mather’s daughter, 
Carrie Kelly, and her husband, Jack, are in 
the process of buying out the business from 
him on a contract agreement. Mather and 
his wife, Cheryl, run the other two divisions: 
Topeka Trailer Storage and Traffi c Control 
Services.

GIVE TRAFFIC CONTROL A GO
 Mather and his father, Louis, started the 
company in 1960 when they bought a traffi c-
control services company in Topeka. Mather 
was 21 at the time.
 “The business seemed lucrative 
enough,” Mather notes. “It’s cheaper for the 

By Ken Wysocky
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(continued)

KANSAS CONTRACTOR 
LARRY MATHER BUILT 
A SOLID FOUNDATION 
FOR HIS 50-YEAR-OLD 
BUSINESS BY MIXING 
PORTABLE SANITATION, 
TRAFFIC CONTROL AND 
CONTAINER STORAGE 
SERVICES

Above, technician Jesse Tucker (left), Jack Kelly 
and Carrie Kelly unload a Satellite Industries rest-
room unit for Cruise Night in downtown Topeka, 
Kan. Below are company principals (left to right) 
Jack and Carrie Kelly and Larry Mather. (Photos by 
Jim Sovanski)
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state and local municipalities to rent signs and 
barricades than to own them.”
 Today, the division owns more than 800 
traffi c barricades, mostly made in-house; 
thousands of self-fabricated highway signs; 
and eight electronic arrow boards. Four elec-
tronic message boards were made by Allmand 
Brothers Inc.
 “We grew through personal contact with 
contractors and companies and by providing 
excellent customer service,” Mather says. 
“We’re always available on call, even in the 
middle of the night – we’re a 24-hour business. 
We take care of people, and they appreciate 
that, which leads to a lot of repeat business 
and word-of-mouth referrals.”

NEW BUSINESS BRANCH
 Based on his frequent contact with 
contractors and traffi c-control customers, 
Mather decided in 1965 to acquire a small 
portable restroom outfi t in a nearby town. The 
inventory: 16 plywood units.
 Today, the restroom division of the 
company owns 600 standard restrooms, 
mostly made by Satellite Industries Inc.; a 
40-foot restroom trailer made by Satellite Shel-
ters; and a 34-foot restroom trailer made by 
Ameri-Can Engineering. The division’s busi-
ness mix is about 60 percent special events 
and 40 percent construction rentals, Mather 
says.
 To service customers, the division relies 
on a 2001 Ford F-450 with a 650-gallon 
waste/300-gallon freshwater steel tank; a 2000 
Ford F-450 vacuum truck with a 650-gallon 
waste/300-gallon freshwater steel tank; a 2004 
Ford F-550 with a 650-gallon waste/300-gallon 
freshwater steel tank; a 2006 Ford F-550 with a 
650-gallon waste/300-gallon freshwater steel 
tank; and a 2008 Ford F-750 vacuum truck 
with an 850-gallon waste/400-gallon fresh-
water steel tank. Satellite Industries built out 
the trucks, all of which feature Conde pumps 
made by Westmoor Ltd.
 The fl eet also includes a 2006 Ford F-550 
vacuum truck with a homemade 600-gallon 
waste/300-gallon freshwater steel tank; a 
2006 Chevy CK 4500 truck with a 1,000-gallon 
waste/400-gallon freshwater aluminum tank, 
built by Tri State Tank; a 1997 Ford F-350 
fl atbed; a 2000 Dodge 3500 fl atbed, and a 2001 
Ford F-450 fl atbed.

 Johnny On the Job services a large area, 
and on many of the routes, bigger trucks don’t 
make sense, Carrie Kelly says of the division’s 
preference for smaller vacuum rigs. “Larger 
trucks cost more to buy and maintain,” she 
says. “We have two larger trucks that we use 
on the farthest routes in the larger cities. We 
also use the larger trucks more for the large 
(special) events.”

FAMILY STEPS IN
 The Kellys started operating Johnny 
On the Job on their own about a year ago, 
although Jack had already helped Mather run 
the restroom end of his business for about 25 
years.

 
 “It just seemed like the right time,” Carrie 
says, noting she was frustrated with her job 
after 24 years as an accounting manager for 
a national shoe retailer, and her father was 
looking to cut back on his hours. “I felt like if 
we were going to run this end of the business 
after Dad retired, we needed to do it now or 
never, because we’re not getting any younger, 
either.”

TOPEKA 
TRIFECTA
TOPEKA 
TRIFECTA

(continued)

“YOU NEED TO BE OPEN-MINDED ALL THE TIME, ESPECIALLY 
IN A SMALL MARKET. YOU HAVE TO KEEP AN EYE OUT FOR ANY 
OPPORTUNITY AS IT ARISES AND GET ON TOP OF IT QUICKLY.”
Larry Mather

Technician Steve Hester 
grabs the hose and prepares 
to service restrooms at a 
carnival at the West Ridge 
Mall in Topeka, Kan.

Mather Flare Rental Inc.   
Topeka, Kan.
Owners: Larry and 
Cheryl Mather
Founded: 1960
Employees: 10
Specialties: Portable sanitation, traffi c-
control service, storage service
Service area: 100-mile radius of Topeka
Website: www.matherrental.com

★
KANSAS



state and local municipalities to rent signs and 
barricades than to own them.”
 Today, the division owns more than 800 
traffi c barricades, mostly made in-house; 
thousands of self-fabricated highway signs; 
and eight electronic arrow boards. Four elec-
tronic message boards were made by Allmand 
Brothers Inc.
 “We grew through personal contact with 
contractors and companies and by providing 
excellent customer service,” Mather says. 
“We’re always available on call, even in the 
middle of the night – we’re a 24-hour business. 
We take care of people, and they appreciate 
that, which leads to a lot of repeat business 
and word-of-mouth referrals.”

NEW BUSINESS BRANCH
 Based on his frequent contact with 
contractors and traffi c-control customers, 
Mather decided in 1965 to acquire a small 
portable restroom outfi t in a nearby town. The 
inventory: 16 plywood units.
 Today, the restroom division of the 
company owns 600 standard restrooms, 
mostly made by Satellite Industries Inc.; a 
40-foot restroom trailer made by Satellite Shel-
ters; and a 34-foot restroom trailer made by 
Ameri-Can Engineering. The division’s busi-
ness mix is about 60 percent special events 
and 40 percent construction rentals, Mather 
says.
 To service customers, the division relies 
on a 2001 Ford F-450 with a 650-gallon 
waste/300-gallon freshwater steel tank; a 2000 
Ford F-450 vacuum truck with a 650-gallon 
waste/300-gallon freshwater steel tank; a 2004 
Ford F-550 with a 650-gallon waste/300-gallon 
freshwater steel tank; a 2006 Ford F-550 with a 
650-gallon waste/300-gallon freshwater steel 
tank; and a 2008 Ford F-750 vacuum truck 
with an 850-gallon waste/400-gallon fresh-
water steel tank. Satellite Industries built out 
the trucks, all of which feature Conde pumps 
made by Westmoor Ltd.
 The fl eet also includes a 2006 Ford F-550 
vacuum truck with a homemade 600-gallon 
waste/300-gallon freshwater steel tank; a 
2006 Chevy CK 4500 truck with a 1,000-gallon 
waste/400-gallon freshwater aluminum tank, 
built by Tri State Tank; a 1997 Ford F-350 
fl atbed; a 2000 Dodge 3500 fl atbed, and a 2001 
Ford F-450 fl atbed.

 Johnny On the Job services a large area, 
and on many of the routes, bigger trucks don’t 
make sense, Carrie Kelly says of the division’s 
preference for smaller vacuum rigs. “Larger 
trucks cost more to buy and maintain,” she 
says. “We have two larger trucks that we use 
on the farthest routes in the larger cities. We 
also use the larger trucks more for the large 
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TOPEKA 
TRIFECTA
TOPEKA 
TRIFECTA

(continued)

“YOU NEED TO BE OPEN-MINDED ALL THE TIME, ESPECIALLY 
IN A SMALL MARKET. YOU HAVE TO KEEP AN EYE OUT FOR ANY 
OPPORTUNITY AS IT ARISES AND GET ON TOP OF IT QUICKLY.”
Larry Mather

Technician Steve Hester 
grabs the hose and prepares 
to service restrooms at a 
carnival at the West Ridge 
Mall in Topeka, Kan.

Mather Flare Rental Inc.   
Topeka, Kan.
Owners: Larry and 
Cheryl Mather
Founded: 1960
Employees: 10
Specialties: Portable sanitation, traffi c-
control service, storage service
Service area: 100-mile radius of Topeka
Website: www.matherrental.com
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 During fall, local festivals and foot-
ball games at Kansas State University in 
Manhattan, about 50 miles west of Topeka, 
and at the University of Kansas in Lawrence, 
about 25 miles east, keep employees hopping. 
Johnny On the Job restrooms remain on the 
university campuses for the season, which 
greatly reduces back-and-forth deliveries 
and setup times, Mather says.
 Labor Day weekend poses one of the 
division’s biggest challenges: games at both 
universities, plus a major American Bikers 
Aimed Toward Education (ABATE) motor-
cycle rally at Perry Lake, about 30 miles away.
 “It’s diffi cult,” Carrie says. “We try to set 
up ABATE a week before so we’re not doing 
everything at the same time. Dad takes the 
restrooms up to ABATE in a semi-trailer. We 
set up about 70 restrooms at Kansas State 
the Monday prior and at KU on Wednesday 
or Thursday.”
 The ABATE event involves about 115 

restrooms and twice-a-
day service. A local treat-
ment center that used to 
accept waste doesn’t do 
so anymore, so crews 
have to haul it back to Topeka for disposal.
 Kansas State games receive only half-
time service, which requires two trucks. 
A fair amount of people never go into the 
stadium for the game, preferring instead to 
keep tailgating in the stadium’s one large 
parking lot, which can make service a chal-
lenge. On the plus side, though, a treatment 
center in Manhattan accepts waste, she says.
 Johnny crews service KU games on 
Sundays. The 60 or so restrooms situated 
at KU games are a bit more complicated to 
service than those at Kansas State games 
because the stadium is in the middle of 
campus. There aren’t many parking lots 
around it, so the restrooms are scattered 
around the campus.

REINING IN EXPENSES
 Carrie says her biggest challenge is 
keeping costs down – especially labor costs. 
To minimize overtime, she relies on a Micro-
soft Streets software program to route trucks 
as effi ciently as possible, although she notes 
that last-minute calls for emergency service 
tend to mess up even the most strategically 
planned day.
 Johnny On the Job also relies on a global 
positioning system product from Advanced 
Tracking Technologies Inc., which collects 
data such as how fast drivers travel, how long 
they stop, how many miles they drive per day, 
where they went and other critical operational 
information.
 The system provides good raw data, but 
the trick is to fi nd someone who has enough 

“IF A PROJECT REQUIRES TRAFFIC BARRICADES, 
THERE’S ROADWORK GOING ON, AND WHERE 
THERE’S ROADWORK GOING ON, THERE’S A 
NEED FOR PORTABLE RESTROOMS.”
Larry Mather

Steve Hester, left and below, 
follows the cleaning protocol at 
a special event. Busy crews are 
aided by Microsoft Streets rout-
ing software and an Advanced 
Tracking Technologies GPS 
product to improve effi ciency.

(continued)
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time to review it. “It can spit out a lot of 
papers,” Carrie says. “Our system doesn’t 
operate in real-time. It downloads data from 
each truck into a database every night.”

 To ensure a reasonable profi t, Carrie runs 
a detailed cost analysis on all major special 
events, which tells her exactly what the cost of 
service is. “That analysis factors in everything 

from chemicals and toilet 
paper to fuel and labor,’’ she 
explains.
    “The cost analysis also 
tells me how much I can 
pay employees to work 
at a special event. For 
special events, I try to 
pay employees a fl at rate. 
During the week, we pay 
them hourly, but on week-
ends, I pay a fl at rate. 
That way they can decide 
whether or not they want to 
service an event.
     “It makes things easier 
because I know how much 
I’m going to spend while 
doing cost analysis, as 
opposed to guessing and 
paying a lot of overtime,” 
she continues. “Plus it gives 
them an incentive to get in 

and get out instead of messing around. They 
know how much they’re making and we know 
ahead of time how much we’re spending.

THE FAMILY LEGACY
        Mather is pleased that the restroom busi-
ness remains in family hands for the foresee-
able future. He says it worked out well because 
Carrie, a Kansas State graduate, has an 
accounting background and Jack is mechani-
cally inclined.
 “They’re both hard workers, and they 
work good together,” he says. “Jack can fi x just 
about anything – he keeps everything going.
  “Sometimes it’s a little bit hard to let go,” 
Mather says about passing the torch. “But I 
just turned 72, so it’s time to step back a little 
bit and do a little fi shing. I feel good about the 
fact that they’re still in it and making money 
and carrying on what I started. I still get a lot 
of calls from national companies that want to 
buy us out, but I’d rather see it directed this 
way.”
 And keep that three-legged stool on solid 
footing along the way. ■

     

      Advanced Tracking 
Technologies Inc.
   800/279-0035
www.advantrack.com

 Ameri-Can Engineering
   574/892-5151
www.ameri-can.com

 Satellite Industries Inc.
  800/883-1123
www.satelliteindustries.com
(See ad pages 20-21)

Satellite Shelters Inc.
   800/453-1299
www.satelliteco.com

Tri-State Tank (TST LLC)
 800/255-0008
www.tstllc.com

Westmoor Ltd. (Conde)
 800/367-0972
www.westmoorltd.com

MORE INFO

Identifying New Opportunities
 Just about everyone agrees that business diversifi cation is a 
good thing. But how does the average Joe go about fi nding a way 
to branch out?
 For starters, examine closely what’s going on in your own 
life, in terms of services you use, suggests Larry Mather, owner 
of Mather Flare Rental Inc. in Topeka, Kan., a portable restroom 
company that also provides other on-site services, such as traffi c 
control and temporary semi-trailer and shipping-container storage.
 “Sometimes your own experience tips you off to good busi-
ness opportunities,” Mather says, noting that he bought the 
semi-trailer storage business after he rented a couple trailers to 
store household items while he built a home. “You need to be 
open-minded all the time, especially in a small market. You have to 
keep an eye out for any opportunity as it arises and get on top of it 
quickly.”
 Mather bought a Topeka-based trailer-storage business in 
1989 because it seemed lucrative, based on the rental rates he 
paid, and it seemed to be compatible with his existing businesses 
and customers. The company owns about 70 used trailers that 
range in length from 28 to 53 feet.
 “A lot of businesses use trailers to store goods,” he says. “We 
also use the trailers to move large amounts of restrooms, so they 
come in handy in more ways than one. We can put 22 restrooms in 
a storage trailer. It saves a lot of fuel when we can make one trip 
instead of, say, six trips.”
 A couple years later, Mather Flare expanded into renting ship-
ping containers for temporary storage. The company now owns 
about 100 containers, which Mather says he buys used as he can 
afford them. He transports them on a 40-foot lowboy trailer made 
by Landoll Corp.

At left, technician Kyle Kelly uses a Satellite 
Industries vacuum rig to pump restrooms at Cruise 
Night. Above, technicians Jesse Tucker (left) and 
Kyle Kelly place a row of units for the event.

Booths
35-36
49-50
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It will never be more convenient to attend 
the Pumper & Cleaner Environmental Expo 
International than in 2012, when the big-

gest tradeshow for the environmental services 
industry moves to Indianapolis. 
 The renovated and expanded Indiana 
Convention Center will host the 32nd annual 
Expo Feb. 27-March 1, providing a simple-
to-navigate exhibit space connected through 
skywalks to several modern hotels. Indiana, 
known as The Crossroads of America, is easy to 
reach by car, and the Circle City, as it’s called, 
offers a state-of-the-art airport a short cab- or 
express bus-ride from downtown.
 With 250 restaurants and clubs, and a 
large shopping mall connected to the complex 
of hotels serving the Expo, everything is within 

easy, climate-controlled reach. In fact, Expo at-
tendees who stay in 4,700 interconnected hotel 
rooms will be a leisurely two- to three-minute 
walk from the exhibits.
 “Visitors will walk back and forth to the 
exhibit hall, restaurants and shopping. And 
they’ll be able to do that without ever taking 
their jackets along,’’ says Bob Kendall, owner 
of COLE Inc., the Expo sponsor. “This conve-
nience will help create more networking op-
portunities than ever before at the Expo.’’
 The quality of the new facilities will be 
matched by the exhibit and education offer-
ings. The Expo will feature approximately 500 
exhibitors who use this lofty stage to introduce 
the latest technologies in the wastewater in-
dustry to nearly 10,000 contractors from al-

most 50 countries. And interest in Expo Educa-
tion Day continues to grow, with participants 
getting the cutting-edge training they crave.
 Education Day kicks off Expo week with 
40 seminars on Monday, Feb. 27, in new 
meeting rooms adjacent to the exhibit hall, 
with another 35 seminars planned for Tues-
day and Wednesday. The doors to the hall 
swing open Tuesday through Thursday, Feb. 
28-March 1. Hours for the exhibits are 9 
a.m.-5 p.m. Tuesday and Wednesday and 9 
a.m.-2 p.m. Thursday. 

NETWORK & LEARN
 Several popular Expo events will con-
tinue as the show moves to Indy, according 
to Julie Gensler, Expo coordinator for COLE. 
The Expo will continue to offer fantastic net-
working opportunities, including roundtable 
discussions that were popular in 2011. An 
Industry Appreciation Night event is being 
planned for Tuesday, Feb. 28. The popular 
COLE Pub truck, which offers refreshments 
and a place for attendees to relax and un-

THE 2012 PUMPER & CLEANER ENVIRONMENTAL 
EXPO INTERNATIONAL WILL DELIVER THE BEST 
THE INDUSTRY HAS TO OFFER, ALL WRAPPED UP 
IN A CONVENIENT NEW PACKAGE
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“VISITORS WILL WALK BACK AND FORTH TO THE EXHIBIT HALL, 
RESTAURANTS AND SHOPPING. AND THEY’LL BE ABLE TO DO 
THAT WITHOUT EVER TAKING THEIR JACKETS ALONG.’’
Bob Kendall

By Jim Kneiszel

wind, will be moving into the exhibit hall for 
the first time. 

And the Roe-D-Hoe competition, spon-
sored by the National Onsite Wastewater Re-
cycling Association, will continue to attract 
top-notch machinery operators looking to 
win cash prizes for their skills, Gensler says.

New for 2012, the National Association of 
Wastewater Transporters is planning a series of 
events aimed at sparking friendly competition 
among pumpers, portable sanitation contrac-
tors and drain cleaners in attendance.

Tracks of Education Day seminars are be-
ing presented by:
	 •	 	National	 Onsite	Wastewater	 Recycling	

Association
	 •	 	National	 Association	 of	 Sewer	 Service	

Companies 
	 •	 	National	 Environmental	 Health	 Asso-

ciation
	 •	 	National	 Association	 of	 Wastewater	

Transporters
	 •	 	Portable	 Sanitation	 Association	 Inter-

national
	 •	 	Southern	 Sections	 Collection	 Systems	

Committee
	 •	 	Northwest	 Michigan	 Onsite	Wastewa-

ter Task Force 
 Another Education Day track of seminars 

will be presented by returning motivational 
speaker and business coach Scott Hunter. Ad-
ditional seminars will be scheduled on Tues-
day and Wednesday mornings, according to 
Gensler.

ACCOMMODATIONS
 Expo lodging is plentiful within walking 
distance of the ICC. Hotels connected to the 
exhibit hall include several Marriott properties, 
the Westin, Hyatt Regency, Omni Severin and 
Crowne Plaza. Many more hotels are located 
only a block or two away, near the Indiana State 
Capitol, White River State Park and Monument 
Circle. Gensler recommends booking early by 
going to www.pumpershow.com and clicking 
on the “hotels & travel’’ tab.
 Based on other events set for Indy in ear-
ly 2012, there’s no doubt the city is up to the 
hospitality challenge of the Expo. Just before 
Pumper & Cleaner, Indianapolis will host the 
2012 Super Bowl. Just after the Expo, the NCAA 
Final Four tips off at the Lucas Oil Stadium.
 “The NFL chose Indianapolis for a reason,’’ 
says Kendall, referring to the hotel, restaurant 
and entertainment infrastructure that has ex-
ploded in recent years to make Indy a world 
class destination. With everything so handy, 
Kendall says folks who drive to the Expo will be 

able to park their cars and walk everywhere. And 
those who fly to Indy can cab it to their hotel and 
forget about needing to rent a car to get around.
 “Once you’re there, you can stay there,’’ 
Kendall says. “Rental cars will not be necessary, 
which will save attendees a lot of money.’’
 Those who want to venture out further 
will find that other attractions are a short cab 
ride away, including fabled Indianapolis Mo-
tor Speedway, the eclectic Broad Ripple Village 
neighborhood or the Children’s Museum of 
Indianapolis, billed as the world’s biggest chil-
dren’s museum, to name a few. 
 
THE MAIN EVENT
 Setting aside the many options for enter-
tainment, Kendall says there remains one over-
arching reason for environmental services con-
tractors to head to the Expo.
 “We continue to offer the premier show-
case for the best products the industry has to 
offer,’’ he says. “The hands-on exhibits, net-
working and learning opportunities make this 
a can’t miss event for industry professionals.’’
 Early registration for the Expo costs just 
$50 per person (until Jan. 20, 2012). At-the-
door full registration is $70 ($50 for exhibits 
only). To learn more, go to www.pumpershow.
com or call 866/933-2653. n
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star-studded charity polo 
match featuring britain’s 
prince William gives andy 
gump the opportunity to 
shoW off its royal service 

THE TEAM
  Andy Gump Inc. is a third-gener-
ation family-owned business with fi ve 
Southern California locations: North 
Hollywood – that managed the polo 
event – Bakersfi eld, Antelope Valley, 
Fontana, and their Santa Clarita head-
quarters. Vice president Nancy Gump 
handles marketing and is set to take over 
the reins when her father, Barry, retires. 
 The company has 145 employees, 60 
in the sanitation division including coor-
dinators, customer service reps, drivers, 
prep workers, attendants and techni-
cians. The company’s portable restroom 
inventory includes 250 Satellite Maxim 
3000s and 100 NuConcepts VIP fl ushing 
units, but they are particularly known for 
their fl eet of 90 high-end trailers.
 Special event coordinator Amy Ar-
chie handled numerous revisions over 
seven months leading up to the four-
hour event. John Torres, operations 
manager, coordinated logistics and 
made preparatory site visits.

COMPANY HISTORY
 In the 1940s, Nancy Gump’s grand-
father, Andy, bought a septic service 

business. He expanded into portable 
restrooms during the post-war build-
ing boom when California passed ordi-
nances requiring portable sanitation on 
construction sites. Gump and his sons, 
Barry and Bill, built the fi rst fi ve units 
out of scrap plywood in their garage, 
while his wife, Irma, daughter Cherilyn, 
and Barry’s wife, Pati, handled the offi ce 
work.
 In the ’70s, Barry Gump took over, 
adding temporary power, fencing and 
mobile storage. When he coordinated 
the efforts of a number of sanitation 
companies to provide portable rest-
rooms for the 1984 Summer Olympics, 
the company became known for special 
events. Other high-profi le events such 
as the 2000 U.S. Open at Pebble Beach 
and the 2002 Winter Olympics in Salt 
Lake City were instrumental in encour-
aging the company to invest in high-
end trailers.
 Barry Gump’s daughter Nancy 
joined the team in 1989 and was in-
spired by her grandfather’s work ethic. 
“We wouldn’t be where we are today if 
not for my grandfather’s foundation,” 
she says. “Wanting to help people was 

Platinum trailers from Ameri-Can Engineering 
Inc. and an ADA-compliant NuConcepts trailer 
were placed in the VIP area at the charity polo 
match. (Photos courtesy of Andy Gump Inc.)

By Betty Dageforde

the pro: andy gump inc. 
the Job:  charity polo match featuring 

prince William and the duchess 
of cambridge, Kate middleton

 location: santa barbara, calif.

the pro: andy gump inc. 

on location

KingKing
Fit for aFit for a

his main driving force. It’s about service. We’re 
operations-driven, not sales-driven.”

MAKING CONNECTIONS 
 The company’s reputation was its entree 
to the event. Nancy Gump reports that the 
manager of the event planning company that 
gave them the job had said, “I’ll only use Andy 
Gump because they’re phenomenal, I know all 
their people, they’re like family.” 
 When the company presented its pro-
posal in January it had not been told royalty 
would be involved. “We just thought it was an-
other high-end special event,” Gump says.

THE MAIN EVENT
 As part of their visit to the United States, 
Prince William and his new bride, Kate Mid-
dleton, participated in a fund-raising polo 
match at the Santa Barbara Polo & Racquet 
Club as part of the Club’s 100-year celebra-
tion. They arrived about 11 a.m. on Saturday, 
July 9, by helicopter, then joined VIP guests 
for a white tent lunch prepared by celebrity 
chef Giada De Larentiis. The Prince then took 
to the fi eld for the round-robin tournament, 
scoring four goals leading to Team Royal Sa-
lute’s victory over Team Audi and Team Ameri-
can Express. At the insistence of the crowd, the 

Duchess presented him with a 
kiss on the cheek along with the 
Tiffany & Co. silver trophy.
  Nearly 3,000 attended, with 
600 having paid $4,000 for their 
VIP seats. The event raised mil-
lions of dollars for Prince Wil-
liam and Prince Harry’s founda-
tion supporting disadvantaged 
youth, military and environ-
mental causes. 

THE JOB
      Gump was asked to provide 
restrooms, upscale restroom 
trailers and ADA-compliant 
fl ushing units for use by the roy-
als, celebrities, media and crew.
 Since the company is locat-
ed nearly 90 miles from Santa 
Barbara, it chose to partner 
with another service provider. 

“Our philosophy is that if it’s not in our back 
yard, we’re going to work with a local com-
pany to help make that event happen,” Gump 
says. They selected MarBorg Industries be-
cause of the quality of their work and strong 
operational team. “There was no question that 
we’d work with them,” Gump says. “They did 
a wonderful job and are one of the reasons it 
went so well.”
 MarBorg provided a number of the units 
and did all the pumping.

BY THE NUMBERS
 The company and event planners worked 
together to determine what equipment would 
work best. “The goal is to have the least 
amount of trailers with the highest amount of 
capacity,” Gump says.
 The company provided four restroom 
trailers from its top-of-the-line Platinum se-
ries. The 32-foot and 42-foot models included 
an ADA-compliant stall and were placed in 
the VIP red carpet area between the fi eld and 
the lunch tent along with a NuConcepts ADA-
compliant fl ushing standalone unit. The 34-
foot and 36-foot trailers were located on the 
opposite side of the fi eld. Gump’s Platinum 
trailers are built by Ameri-Can Engineering 
and feature pewter porcelain sinks, chrome 

Prince William (above, left) waits to begin play with his teammates at the charity polo match in Santa Barbara, Calif. At right 
William’s new bride Kate Middleton talks with attendees at the event.

The Andy Gump team serving the charity polo match 
included attendants and technicians Leo Orornia, 
Sr., Patricia Cabrera, Amy Archie, Alberto Hernandez, 
Guillermo Hernandez, Isabel Hernandez, Kathie Telles 
and Pedro Ponce. The setup and removal team in-
cluded Leo Osornia, Jr., John Torres, Hipolito Martinez, 
Eduardo Rivera, Richard Zelaya, Hector Romero, Raul 
Escobedo and Rafael Figueroa. Nancy Gump is also in 
the group photo.
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faucets, ceiling-to-floor stall doors and cus-
tom artwork. The 42-foot trailer has a slide-
out sink compartment, making it roomier 
when in use. 

A 25-foot Executive trailer from Olympia 
Fiberglass Industries with four women’s and 
four men’s stalls was located in the media com-
pound. MarBorg placed four NuConcepts VIP 
single units with flush toilets in the VIP shuttle 
parking lot and six PolyJohn Enterprises Corp. 
Fleet Series units in the crew staging area.

LET’S ROLL
Units for the crew were set up 10 days be-

fore the event. Everything else was brought in 
during the four days prior, and pumped out 
and removed Saturday night.

Gump uses smaller trucks – Ford F-550s 
and an F-350 – to haul its trailers to prevent 
violating highway vehicle length and weight 
restrictions.

PERSONAL SERVICE
 Eight of the company’s most experienced 
attendants – one who doubles as a technician 
– were on site to clean, restock and manage 
lines. They wore white dress shirts and black 
pants. Two arrived at 6:30 a.m. to be on hand 
for media and the Secret Service. The others 
were in place by 9 a.m. 
 A security check was done on drivers and 
attendants before they were issued badges 
and passes. The Secret Service inspected each 
unit, including passing mirrors under the 
trailers and bringing in police dogs.

UNCOMMON EXPERIENCE
 Providing service for a royal couple 
was exciting, even for Gump personnel ac-
customed to working high-profile celebrity 
events. “They were thrilled,” Nancy Gump 
says of the staff. “We have a photo of Kate 
walking in and another one of William on a 

horse.” Later that evening Gump saw one of 
her trailers on Entertainment Tonight as the 
photographer panned the background during 
a celebrity inter-
view.
 P e r h a p s 
the biggest thrill 
was that Prince 
William actually 
used the 42-foot 
Platinum, which 
the company has 
now nicknamed, 
“The Prince.” n

The photos at left show the importance of screening and staging when 
serving a VIP event. Andy Gump workers spent a lot of time to set up 
and maintain restroom trailers at the polo match. Below, this 
NuConcepts VIP ADA unit was used at the charity event.

An attendee at the charity event photographs a prize 
cup given out as part of the polo match.

“We Wouldn’t be Where We are today if 
not for my grandfather’s foundation. 
Wanting to help people Was his main 
driving force. it’s about service. We’re 
operations-driven, not sales-driven.”

Nancy Gump

Ameri-Can Engineering
574/892-5151
www.ameri-can.com

NuConcepts
800/334-1065
www.nuconcepts.com
(See ad page 32)

PolyJohn Enterprises
800/292-1305
www.polyjohn.com
(See ad page 39)

Satellite Industries Inc.
800/883-1123
www.satelliteindustries.com
(See ad pages 20-21)

MORE INFO
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By Genae Girard

Content is Key to Successful Social Media

It seems like every company is trying to use Facebook to move their 
business forward and stay connected to their customers in this fast-
paced world. Why are some companies more successful at this than 

others? Content is the key to staying in touch with your customers and 
keeping them informed. The content, however, must be a rich mix of 
information, education, humor and fun. Use the HICCUP approach to 
make your Facebook page more successful:

Humor
 Humor allows your audience to come away with a warm fuzzy 
feeling and a friendly attachment to your message. It doesn’t have to 
be industry specifi c, although it can be. You can do viral searches on 
YouTube and/or sites that plug social media. Always watch a video 
all the way through before posting as you don’t want it to include any 
profanity or other questionable behavior. Video is king. Written blogs 
are being trumped by the clever, colorful and often fun video blogs.

Interactivity
 Don’t be afraid to ask open-ended questions to your group. As an 
example, a fi nancial advisor might ask, “What is your biggest concern 
with the down economy?” The purpose here is to begin the conversation. 
People posting their answers will create a community buzz. Letting the 
responses unfold naturally also gives you a marketing advantage. The 
fi nancial advisor can track the concerns and create future training or 
webinars around his/her consumers’ needs.

Content
 If you don’t provide a myriad of interesting topics, information 
and trends, current and potential customers simply go away. Clicking 
“Unlike” on Facebook is just as easy as clicking “Like.” Smart, clever 
and challenging content will keep your audience waiting for more. 
With most companies having a presence on Facebook, competition will 
become fi erce and you have to stand out.

Current events
 If you haven’t done so already, get plugged in to all online media, 
and/or trade publications online. When something interesting pops up, 
pass it along for others. If a regulation change impacts your industry, 
for example, pass it along. Never make a personal judgment about the 
news. Let your community unfold. Use Google Alerts in which you can 
program key words to notify you of events and news feeds related to 
your industry. Use a program like HootSuite to consolidate and Tweet 
events to all of your feeds and accounts at one time.

Utilizing industry facts
 Keep your followers abreast of changes in your industry and relate 
them back to your own business. For example, an accountant might see 
tax changes around the corner and keep people aware by posting on 
Facebook. A medical offi ce might want to post information on when a 
fl u vaccine is available and what days and times to sign up for an offi ce 
visit. Specifi c actions endear customers to your brand.

Promos and specials
 Mention specials, promotions, new products and services. Get 
creative and run a coupon or contest. Talk about new employees, 
business awards or articles written by your staff. You can drive traffi c 
to your business and services by using this concept. As a caution, you 
shouldn’t overuse Facebook to market to your customer base. They can 
grow tired of it and quickly “Unlike” your page.

THE BOTTOM LINE
 To be successful, all categories should be represented on your 
posts daily. If you personally don’t have time, assign this process to an 
employee or virtual assistant. Give them these rules for your industry 
and explain the process. Generally, creative people are  best suited for 
this task. If you follow this model on Facebook, customers will stick 
around to see what you post next. As the Facebook community grows, 
we will all have to fi ght for the attention of the consumer.

Genae Girard is founder of www.BeyondtheBoobieTrap.com, an 
online social media group, and regularly speaks on social media topics. 
Reach her at info@BeyondtheBoobieTrap.com or 512/796-1618. ■

IF YOU HAVEN’T DONE SO ALREADY, GET PLUGGED IN 
TO ALL ONLINE MEDIA, AND/OR TRADE PUBLICATIONS 
ONLINE. WHEN SOMETHING INTERESTING POPS UP, 
PASS IT ALONG FOR OTHERS.

TO USE YOUR BUSINESS FACEBOOK PAGE TO BEST ADVANTAGE, YOU MUST OFFER 
UP A VARIETY OF NEWS AND HUMOR TO KEEP YOUR FRIENDS COMING BACK

BUSINESS
P O R TA B L E  R E S T R O O M  O P E R AT O R
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11200 Greenstone Ave. • Santa Fe Springs, CA 90670
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www.vacpump.com

An honest price, excellent service and
premium tools are signs of a profession-
al. On these things, successful businesses
tolerate “NO COMPROMISE”.

Only the business owner can control the
price and quality of his service, but, when
it comes to the tools, Armstrong
Equipment, Inc. can help.  We are proud
to offer the best quality pumps and com-
ponents available. Sutorbilt and Masport
are two of the most recognized and
respected names in the industry. Couple
them with Shurflo, Burks, Pumptec,
Reelcraft, RIV and Plastiflex and you have
all the tools needed to assure a smoothly
operating service truck.

Reelcraft 7850

Plastiflex Hi-Vac

RIV Brass Valves Masport Model HXL4VSutorbilt Model 4MP

Hablamos Español
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MASPORT INC.
 The HXL4V vacuum 
pump from Masport Inc. 
delivers 122 to 156 cfm at up 
to 1,400 rpm and 20 inches 
continuous Hg (up to 27 
inches Hg intermittent). 
Features include automatic 
oiling, tangential rotor design 
for higher airfl ow effi ciency 
and less vane and cylinder 
wear, multiple inlet and outlet 
porting design. The pump 
accommodates clockwise or 
counterclockwise drive 
systems. The integral valve 
enables the unit to operate in vacuum and pressure modes. Other features 
include heavy-duty bearings, Viton oil seals and heat-stabilized Kevlar vanes. 
800/228-4510; www.masportpump.com. 

MTH PUMPS
The DC10, 12-volt, 

motor-driven washdown 
centrifugal pump from 
MTH Pumps features all 
cast, stainless steel parts, 
long-lasting, dry-run 
mechanical seal and 
enclosed Leeson motor. 
The unit can continuously 
pump up to 40 psi with a 
maximum capacity of 25 gpm. 630/552-4115; www.mthpumps.com. 

MORO USA  
DCSC and DCSS 

heavy-duty washdown 
pumps from Moro USA have 
a stainless steel pump head, 
pressure switch and 12-volt 
solenoid that enables users to 
control fl ow at the nozzle 
without damaging the pump. 
Specifi cally designed for fi lling 
sinks and portable restrooms, 
the pumps have a maximum 
delivery rate of 20 gpm at 42 
psi. Features include 1-hp, 12-volt DC motor, 1-inch discharge and 1 1/4-inch 
intake as well as stainless steel impeller for durability and effi ciency. 800/383-
6304; www.morousa.com.

WATER 
CANNON
 The Annovi 
Reverberi 
washdown pump 
from Water 
Cannon delivers a 
maximum 2,500 
psi and maximum 
fl ow rate of 3.5 gpm. Flow and pressure rates can be adjusted to avoid 
backsplash. The pump mounts to most trucks and can be connected to existing 
hydraulic systems. No gasoline or electric power is required. Hydraulic 
requirements begin at 7 gpm; pressure requirements start at 800 psi. Additional 
hydraulic-driven models with power up to 5.5 gpm and pressure to 4,000 psi 
are available. 800/333-9274; www.watercannon.com. ■

  

Hard-working, time-saving vacuum 
and washdown pumps enhance 
cleaning performance and build 
productivity for the route driver   
By Ed WodalskiMACHINES

CLEAN
A dependable, hard-working vacuum pump is the heart of any portable restroom business, but that’s only part of 

the job. When it comes to cleaning a restroom or refi lling a sink, a top-performing washdown pump can be a 
time-saver and profi t booster.

Masport Inc.

MTH Pumps

Moro USA

Water Cannon

v a c u u m  &  w a s h d o w n  p u mp  r o u n d u p
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MTH Pumps
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v a c u u m  &  w a s h d o w n  p u mp  r o u n d u p
Booth

17

$7,995
Plus Freight

Conde Super 6 vacuum pump with 4-way valve
Electric Start 4.8 HP Honda 
12 Volt battery 
12 Volt washdown 

system w/50’ hose
3” Discharge 
30’ x 2” Tiger Tail 

inlet hose w/stinger
Work Light

Standard Pump Option Packages:
8.5 H.P. Conde SDS 6 with 4 way valve                                       
8.5 H.P. Masport HXL- 3V direct drive                                            
11 H.P. Masport HXL-4V  

450 Gallon Capacity
300 Gallon Waste / 150 Gallon Fresh

Available in 300, 450, 600 and 800 gallons capacities.
Single compartment and custom sizes available.

Skid Mounted Slide In   
Suitable for use in... Pick-Up Bed
Towed Trailer  or  Marine Service

Vacuum Service Equipment
Septic & Restroom Trucks

Slide In Units

Factory - Direct Pricing • Standard Stock •Custom Built
Delivery Arranged Worldwide

816-589-7040 email: equipmentsalesllc@ gmail.com

Booths
6, 8

10-12

Booth
28
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Viking Pump 
Offers Repair Kit        

Repair part kits from Viking Pump are 
available for most standard pumps. 
Seal kits include 
shaft seal, O-rings, 
gaskets, seal 
lubricant, bearings 
and bearing 
housing hardware. 
Rebuild kits include 
parts commonly 
needed for a complete 
wet-end rebuild, including 
idler and bushing, head and pin assembly, bracket or casing bushing 
and fasteners. Each kit includes an exploded diagram and parts lists 
with a link to the pump’s technical service manual. 319/266-1741; 
www.vikingpump.com.

CEAttachments 
Introduces 
Skid-Steer 
Snow Blower         

EDGE snowblower 
attachments for skid-steers 
from CEAttachments Inc. 
feature a hydraulic motor 
and cylinder for controlling 
the 280-degree rotating 
chute. The attachments can 
throw snow up to 45 feet and range in size from 48 to 96 inches. Other 
features include auger paddle for more effi cient transfer of snow to the 
fan, bolt-on fan cover, environmental coils for weather resistance and 
face-seal hydraulic fi ttings, red safety tape on the back of the unit and 
storage tube.  866/232-8224;  www.ceattachments.com.

New Pig Introduces 
Drum Containment Bag       
 The drum containment bag from New 
Pig Corp. provides secondary containment 
and an easy way to hoist containers on and off 
trucks. Features include 6,000-pound capacity 
lifting straps, UN rated for Packing Group II 
solids, puncture-resistant, PVC-coated shell 
that clips shut, abrasion-resistant bottom 
and removable poly liner to contain leaks. 
800/468-4647; www.newpig.com.

Water Cannon 
Offers Anniversary 
Pressure Washer         
 The 30th Anniversary skid-style, 
Honda-powered hot water pressure washer from Water Cannon is 
customizable with psi ratings from 3,000 to 4,200. The self-contained 
washer has a 15-gallon fuel tank and 12- or 15-volt battery in a 
marine duty battery box. The 12-volt unit includes a 20-amp charging 
system, while the 15-volt 
model includes a 2,400-watt 
generator. The powder-coated 
frame can be equipped 
with an electric-start 
Subaru engine and further 
customized with pumps 
from Cat, General Pump and 
Annovi Reverberi. Features 
include schedule 80 coil to 
heat water using minimal 
fuel, stainless steel coil wrap, 
burner hood and Beckett 
burners. Other features 
include control panel, adjustable thermostat and safety pressure 
release valve. 800/333-9274; www.watercannon.com. 

Powerblanket Offers 
Wraparound DEF Heaters         

Wraparound diesel exhaust fl uid (DEF) heaters from 
Powerblanket offer temperature control for totes, pumps and 
dispensing units. Utilizing GreenHeat technology, the heaters safely 
and consistently warm equipment without compromising chemical 
integrity. By applying heat externally to a DEF container, the heaters 
eliminate the potential for contamination, localized boiling and purity 
failures. Standard blankets 
are rated to -10 degrees F; 
Arctic versions are rated 
to -40 degrees F. Certifi ed 
to UL, CSA and ETL safety 
standards, the blankets 
are available for 275- to 
330-gallon tote sizes. Custom 
sizes are available. 877/398-
7407; www.powerblanket.
com. ■

INDUSTRY NEWS

Wastequip Names VP, 
Launches Ad Campaign      

Wastequip promoted Shawn King to vice 
president of sales, responsible for outside sales. 
She has held various marketing, sales and product 
management positions and was most recently vice 
president of marketing for Wastequip. The company 
also launched a print advertising campaign to focus 
on challenges and solutions for the industry. The ads 
will run throughout the year.

Shawn King

PRODUCT NEWS
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The

1200 Gallon  Aluminum ʻBright Finishʻ 
300 Fresh / 900 Waste
Masport HXL4 Pump – 160 C.F.M.  Direct drive
P.T.O. w/control in cab
12-Volt water pump 
30’ x 2” Tiger tail hose 
Unit hauler & hitch

866-789-9440
Kevin Keegan

www.keevac.com

888-428-6422
Steve or Andy Nelson

www.tanktec.biz

888-281-9965
Phil Hodes

www.tristatetank.com 800-692-5844
Jeff Hurst

www.west-mark.com   

Prices start as low as...

2011 Ford 550XL
18,000 lb. G.V.W.R. 
300 Horsepower
Auto transmission,
Gasoline or diesel
AM/FM/CD
Air Conditioned

18% Greater Payload 
60% Lighter Than Steel
Rustproof Aluminum 
Factory 5 Year ‘No Leak Tank’ Warranty

*6.8 liter V-10, 362 HP, gasoline engine

Complete Units... from STOCK!
*

Booths
6, 8

10-12

7 Church Road, Hatfield, PA 19440
Phone: 800.422.1844 
Fax: 888.883.9380
Visit our website: www.libertyfg.com

Call Michael DeGroat (ext 12)

Flexible
and Affordable

Financing
Options

Commercial Equipment Financing Call 800-422-1844

Financing for
New and Used Equipment

Trucks • Tanks • Trailers • Toilets • Cameras • Jetters
Computer Hardware & Software

Standard Options
• Includes LPG Heat On 

Demand Water Heaters
• Private Showers
• Changing Area with 

Optional Bench
• Water Resistant Interior
• Steel Studs & Roof rafters
• Exhaust fans

Call Now

6-Station

8-Station

8-Station w/Sinks

16-Station

info@cohsi.com • 877.382.2935 • www.cohsi.com

Booth
1
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10280 Brecksville Rd. • Brecksville, OH 44141
TOLL FREE 1.800.678.4581 PHONE 440.546.1190 FAX 440.546.1188

EMAIL RAROSSNE@RAROSSNE.COM WEB SITE WWW.RAROSSNE.COM

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

Vacuum Pumps • Components • PTO’s • Hydraulics • Valves • Manways
Gear Boxes • Mufflers • Silencers • Gauges • Camlocks • Hose

We have a FULL SERVICE REPAIR SHOP capable of servicing and repairing a wide variety of differ-
ent makes and models of blowers and vacuum pumps from all your top manufacturers including: 

Tuthill/MD • Roots • Hibon And Screw Style Blowers
Fruitland • Moro • Masport • NVE Challenger • Jurop • Battioni • Presvac

T-SHIRT
CONTEST!

https://www.facebook.com/PROmonthly
for your chance to win! 

One facebook fan of                               will be drawn 
every Tuesday now through November 1st!

become a fan on

NATIONAL ASSOCIATION OF
WASTEWATER TRANSPORTERS, INC.

SAVE 
THE
DATES!

Oct. 6-7, 2011
JACKSON, CA

COWA-NAWT
Septage TreatmentWorkshop

Training & Events!Training & Events!

WWW.NAWT.ORG
FOR MORE INFORMATION PLEASE CALL 800-236-6298
WWW.NAWT.ORG

WATCH THE NAWT WEBSITE AND INDUSTRY MAGAZINES FOR UPDATES

O&M Training & Certification
- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -

November 1-2, 2011 - Mill Valley, CA
January 26-27, 2012 - Red Deer, Alberta

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -
FOR REGISTRATION DETAILS PLEASE VISIT WWW.NAWT.ORG

- - - - - - - - - - - - - - - - - - - - - - - - - -

Oct. 11-12, 2011
MARICOPA COUNTY, AZ

NAWT-ADEQ
Inspector Training Certification
- - - - - - - - - - - - - - - - - - - - - - - - - -

Booth 
# 8205

MANUFACTURER OF QUALITY PORTABLE RESTROOMS AND SINKS

Dual VIP Restroom Trailer
From $9,841

1737 S. VINEYARD AVENUE • ONTARIO, CA 91761
PHONE 909-930-6244 • TOLL FREE 800-334-1065 • FAX 909-930-6237

WWW.NUCONCEPTS.COM

Ideal for:
• Weddings / Parties
• Sporting Events
• Food Festivals
• Community Events
• Restroom Remodeling
• Movie Production

Features:
• Solar Powered
• Self-contained
• Flushing, china toilet
• Enclosed sink
• Power Converter (option)
• Air-conditioning (option)
• Interior Heater (option)
• Sink Water Heater (option)

Booth
51
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111 Lely Drive  P.O. Box 1026, Temple, TX 76503
800-367-5359  •  sales@mtclely.com

MTC Tank and Waste Solutions fabricates a full line of high 
quality vacuum tank and waste solutions from our 
manufacturing facility deep in the heart of Texas.
 
WhetherWhether it’s a custom build to order or a stock unit ready 
for immediate delivery, our products are designed with the 
operator in mind, outttted with the industry’s best 
equipment, built Texas tough, and distributed worldwide.
 
VisitVisit us online at mtclely.com or give us a call at 
800-367-5359 to speak to one of our professional sales 
representatives today. Our staff has over 40 years of 
industry experience and are ready to assist you with some 
good ol’ southern hospitality to boot!

Exclusive Portable 
Sanitation Software

❖ Visual mapping and routing
❖ Automated timecard and 

inventory control

❖ QuickBooks integration
❖ Employee productivity reports
❖ FREE ONLINE DEMOS!!!

One Touch:
Billing
Service Schedules

Order Entry
Reports

Only EZTRAKR offers positive service validation
Canadian Version Now Available.

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

“

.........................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................................

For �e True Professionals

February 27th - March 1st  • Indiana Convention Center  • Indianapolis, Indiana

www.pumpershow.com

“I challenge you to look me in the eye and tell me the 

environment shouldn't be at the top of the list of things we

need to protect. Of course you get it, you do it every day.”
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The majority of insurance 
brokers don’t know your 
business as well as we do.

With an estimated 26 million septic 
systems serving U.S. residences, there’s 
a considerable amount of work in the
pipeline for septic contractors. However,
until now, septic contractors haven’t had
an all-lines insurance solution that would
cover all of their business exposure from
design and installation to the rental of
portable toilets.

To address this need, Sanitation Insurance
Services specializes in offering a compre-
hensive insurance program specifically for
septic contractors and portable restroom
operators. While some policies provide
coverage for pumping or portable toilet
rental, our program addresses design, 
installation, inspection, service and repair,
vandalism as well as pumping and
portable toilet rental.

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

WE HAVE YOU COVERED. 

 BUSINESSES

Selling out inventory. Portapots, sinks, ser-
vice truck, miscellaneous repair parts & 
chemicals. Package deal priced to sell. North 
IL. 815-239-1480. (T10) 

Restroom Trailer Rental Company for sale in 
Upstate South Carolina. Established in 2004. 
Asking $29,000. Call 864-787-6989. (T11)

Portable Toilet & Roll Off Business for sale in 
beautiful, and still growing, North Carolina! 
The business has been holding steady the 
last couple years. We have over 600 toilets 
with a little more than half out in fi eld at any 
time. Also have 75+ containers and roll off 
truck with +/-60 in fi eld at any time. Combined 
revenue exceeds $550k. Perfect family busi-
ness and NC is a great place to live. Eight 
vehicles included. Priced at $700k which in-
cludes $50k in AR. Email Paul at plam@nc.rr.
com. (T12)

Family owned portable toilet business. Owner 
with health issues forces sale. 500+ units, 4 
service trucks, located in beautiful Sacramen-
to, Calif. area. 16 years established business, 
loyal customers. Serious inquiries only. Leave 
message; will return calls. 916-343-3326.
 (PBM)

FOR SALE: Well established portable rest-
room business located in Central Massachu-
setts. The business boasts a long time and 
loyal client base with approximately 65-75% 
of our units out on rental at this time. All equip-
ment has been meticulously maintained by 
our on site mechanic and includes 7 pumper/
service trucks, 2, 9000 gallon pumpers,1000+ 
portable restrooms including, handicap, de-
luxe, and trailered VIP units, as well as hand 
washing stations, urinals, and trailers. Seri-
ous inquiries only. Email Juan@acc-const.
com for further details. (P11)

BUSINESS OPPORTUNITIES

Attention PolyJohn Owners: Receive a 
free CD-Rom of our products to use in your 
company marketing efforts. Ask your Poly-
John business coach in your area to send you 
this material today. 1-800-292-1305 Kell.
 (PBM)

COMPUTER SOFTWARE

SOFTWARE FOR YOUR INDUSTRY! Easy to 
use; Affordable; Powerful. Online demos or 
call for guided tour. 30-YEAR ANNIVERSARY 
SPECIALS! THIS MONTH: 30% OFF Rout-
ing & Mapping Package when licensed 
with related Summit Profi t Builder™ 
software. Expires 10/31/2011. Ritam Tech-
nologies, LP, 800-662-8471 or 208-629-4462 
- www.ritam.com.  (T10)

PORTABLE RESTROOMS

Up to 400 used teal Satellite units in excel-
lent condition in Central Florida. $200 each. 
Minimum purchase 50 units. 352-860-0195.
  (PBM)

For Sale: Construction units, $75 to $250. 
Some in good condition; some need repairs. 
Email KJon@suddenlink.com or phone 337-
433-5037 LA. (P11)

42 PolyPortable construction grade units for 
sale located in North Central Georgia. $125 
each. Will listen to offers. 706-889-0558.(P12) 

PORTABLE RESTROOM 
TRAILERS

Ameri-Can restroom trailers. 1995 and 1996, 
8’x24’, need repairs. $5,000 each. Also have 
used construction grade Satellite units, $75. 
229-886-6935 GA. (T10)

New and used RESTROOM TRAILERS avail-
able immediately. 8 to 34 foot luxury trailers. 
Comforts of Home Services Inc. 877-382-
2935. (PBM)

PORTABLE RESTROOM TRUCKS

Pre-owned 325 US gallon vacuum tank with 
two (2) 75 gallon poly water tanks mounted 
on a 2007 FML Fabforn Trailer model FMI12-
10K Workmate. (Stock #0477) www.Vacu 
umSalesInc.com, (888) VAC-UNIT (822-
8648). (PBM)

 2006 Hino 185 Stainless Steel Diesel 
Pump Truck:   Automatic, AC, white & blue. 
Best Enterprises built 1050 gallon stainless 
tank 700 waste/350 water, Conde PTO 
driven pump. Mint condition. ........ $32,500

 Call 1-800-634-2085 NY P10

2004 Ford F550: 2004 Satellite tank, auto, 
650W, 300F, 2-unit carrier, 78,000 miles, 
$14,950. 646-645-6794 NY. (P10)

2007 Kenworth T300, stainless steel tank, 
1100 waste/400 fresh, 55k miles, non CDL 
vehicle, toilet rack on back. Asking $51,900 
OBO. MUST SELL!!! Email getaplus@hot 
mail.com. I can send pictures. Sarah 432-
816-2191 or Gary 432-517-0415.  (P10)

2003 Ford F550, new motor w/warranty till 
Aug. 2012. 650/300 gallon tank. $19,500. Call 
1-800-273-5409 WI. (P12) 

October 2011

CLASSIFIED ADVERTISING

www.promonthly.com
SUBMIT YOUR CLASSIFIED AD NOW!!

Just click on “Classifi eds” — “Place a Classifi ed Ad”
Fill in the online form!

It’s Quick  and Secure!

Fill in the online form!

Rates: $25 Minimum charge (up to 20 words) - $1.00 per each 
additional word. Include a photo for an additional $125.
Rates:Rates: $25 Minimum charge (up to 20 words) - $1.00 per each  $25 Minimum charge (up to 20 words) - $1.00 per each  $25 Minimum charge (up to 20 words) - $1.00 per each 

MARKETPLACE ADVERTISING

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

Carry A Restroom &
Super Mongo Mover
On Your Pickup or

Sport Utility

www.dealassoc.com

866.599.3325

Hitch Hauler

Booth
3448

See us at the PSAI Show: Booth 27

See us at the PSAI Show: Booth 34
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By   Bob Carlson

Bob Carlson is owner of Glendale Welding in Glendale, Ariz. 
His company has been building and repairing portable sanitation trucks 
for 40 years. Send questions for Carlson to truckcorner@promonthly.com.

TRUCK CORNER  
October 2011

The 21st Century Rear-View Mirror

QUESTION: 
 Rear-view video cameras are showing up more and more on all 
types of trucks. Any opinion on their value and worth?

Ray Nesbitt
Atlanta, Ga.

ANSWER: 
 Let’s face it. It’s diffi cult to get a clear view of what’s behind your 
vacuum truck when you’re backing up. The dangers are countless. Maybe 
there’s a kid on a bicycle. Perhaps the backend of a car or maybe just 
something lying on the ground awaits your crunch. I have to admit, I 
backed into a vertical guard pipe once because I couldn’t see it.  
 The video camera on the back of a truck combined with the screen in 
the cab pretty much eliminates blind spots behind the vehicle. How many 
pumpers have backed into something they never saw? Probably quite a 
few.  
 The monitor not only eliminates the blind spot, but may provide 
you the opportunity to get your insurance premiums reduced. The video 
monitor makes a dramatic difference in the everyday safety of a pump 
truck, or any truck for that matter.  The cost of these electronic devices 
has come down in recent years, and it’s going to always be cheaper than 
the fi rst accident deductible.

Choosing the right restroom carrier
QUESTION: 
 I’ve seen many different restroom carriers on vacuum trucks as I 
drive around town. Some seem lightweight and some seem overweight. 
What’s the best way to go?

Mark Saunders
San Antonio, Texas

ANSWER: 
 There are plusses and minuses to the various kinds of carriers. Some 
are built of lightweight tubing. Some are made from 1 1/2-inch tubing 
and some even down to 1-inch tubing. This reduces the overall weight 
on the truck and makes the carrier easy to lift up and down. On the other 
hand, in the event of a minor collision with another vehicle or a fence 
post, the carrier is fi nished. Lightweight tubing can carry two restrooms 
to a work site, but can’t withstand much damage. 
 The heavier carriers can stand up to minor collisions, but they are 
heavy and diffi cult to fold up when not in use. Heavy-duty carriers are 
made of 3-inch or heavier square tubing. They can add considerable 
weight to the truck, which can be a problem if you run close to your 
weight limit. 
 Take all of these factors into consideration and choose the right 
carrier for your truck and your worker situation.  

Why do paint costs vary so much?
QUESTION: 
 I have been pricing vacuum trucks and when I ask about the paint 
on the tank I get quite a range of costs. What could account for the wide 
variety of estimates for painting a tank?

Steven Redmond
Salt Lake City, Utah

ANSWER: 
 Truck builders use two different types of paint: One type, acrylic 
enamel, is less expensive. When the vacuum tank is painted, the shine on 
the tank will be lustrous and full. Then, depending on your location, the 
sun will generally wear down that shine as time goes on. In as little as a 
year, and sometimes longer, the shine and luster can be dull or fl at. The 
tank will often need repainting in three to fi ve years (again depending on 
how much sunlight it’s working in).
 On the other hand, there is the polyurethane group of paints. This is 
generally a two-part paint system and it is often referred to as giving the 
tank a “plastic” fi nish.   When this paint system is applied properly, the 
fi nish is lustrous and smooth, and gives the tank a fi nish that will outlast 
acrylic enamel by a long time. 
 A polyurethane fi nish is expensive, costing as much as $1,500 
to $2,000 or more.  The manufacturer also has the added cost of 
environmentally friendly disposal of the leftover paint materials.  
 The paint selection is another customer call, but over time the 
polyurethane system becomes the better buy. ■

THE MONITOR NOT ONLY ELIMINATES THE BLIND SPOT, 
BUT MAY PROVIDE YOU THE OPPORTUNITY TO GET 
YOUR INSURANCE PREMIUMS REDUCED. THE VIDEO 
MONITOR MAKES A DRAMATIC DIFFERENCE IN THE 
EVERYDAY SAFETY OF A PUMP TRUCK, OR ANY 
TRUCK FOR THAT MATTER.

CONSIDER HOW A VIDEO BACKUP CAMERA CAN ENHANCE 
SAFETY IN YOUR VACUUM TRUCK FLEET 

PSAI MEMBERS!
We’re celebrating our 20th year  

in Texas! Stop by our booth  

at PSAI 2011 in San Antonio  

(November 3-5) for great show  

deals and TEXAS-SIZED giveaways.

1-800-292-1305 | www.polyjohn.com
there when you need us
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Listening. Learning. Delivering. Since 1972

You’ll earn 5 Blue Bucks for every $100 you spend on
Green Way Products’ deodorizers 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
why,“Blue Bucks are Big Bucks”. They mount up fast. 

•You can use them towards the purchase of ANY 
PolyPortables product – not just a few.  All toilets, 
hand wash stations, even accessories and parts like 
mirrors and dispensers.

•You can use them toward the purchase of ANY Green
Way products deodorizers and cleaners.

•You can even apply them to your existing account.

The choices are yours. 

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

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

All Green Way Products' deodorizers, cleaners and air fresheners are high-performance products developed and manufactured in our facilities

in Dahlonega, Georgia specifically for portable restroom operators. They are all environmentally safe.
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