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4400 with a 2,500-gallon steel tank and a 2010 
Peterbilt 340 with a 3,600-gallon steel tank, all 
built by Pik Rite Inc.
 To service restrooms, the company owns 
the following trucks built by Crescent Tank 
Mfg. with steel tanks: a 2006 GMC 4500 with 
a 650-gallon waste/300-gallon freshwater 
tank; a 2006 Chevrolet 6500 with a 950-gallon 
waste/500-gallon freshwater tank; a 2008 Isuzu 
NRR with an 850-gallon waste/350-gallon 
freshwater tank; a 2009 GMC 5500 with an 
850-gallon waste/350-gallon freshwater tank; 
and a 2011 Ford F-550 with an 850-gallon 
waste/350-gallon freshwater tank. � e company 
also owns another 2011 F-550, equipped with 
a 650-gallon waste/350-gallon freshwater steel 
tank, built by Satellite Industries.
 “I like the � at tanks from Crescent because 
you can actually put six restrooms on top by 
using a lift gate,” Bishop says. “� at comes 
in handy if we get a call from a site where a 
company is � nished fracking and they ask us to 
leave two restrooms there, but take away, say, 
four others and deliver them eight or nine miles 
down the road to the next site.
 “Without the � at tanks, we’d have to make 
two trips, or drag a trailer around, which isn’t 
very practical because there’s not a lot of space 
at the drilling sites because of all the trucks, 
people and equipment,” he adds. “It’s a huge 
advantage for my business. I can send those 
trucks out and carry 12 holding tanks, too.” 

CHANGE IS GOOD
� e business spurt forced Bishop to 

erect a 60- by 80-foot pole building for a garage 
and shop facility. He says keeping trucks indoors 
reduces wear and tear during winter because 
they won’t start out frozen on winter mornings. 
“We’re also working on getting a full-time 
mechanic on board,’’ he says. “Right now, we 
lean on local repair shops, but sometimes you 
can’t get work done when you need it. Having 
someone on board would help minimize 
downtime.”
 Bishop’s currently 
works with three drilling 
companies and services 
about 24 drilling-rig 
sites twice a week. All 
three contacted Bishop 
through a word-of-
mouth referral from 
a local excavator who 
built drilling pads 
for the companies. 
Interestingly, the 
drilling companies are 
responsible for cleaning 
the restroom trailer 
interiors, while Bishop’s 
crews service the 
restrooms and holding 
tanks. � e length of 
time the restrooms, 

trailers and holding tanks stay at each site varies, 
depending on how many wells crews drill at 
each pad.
 “We set up anywhere from 15 to 24 holding 
tanks per rig. � e rigs run 24/7 and crews 
there use portable temporary housing,” Bishop 
explains. � e holding tanks are hooked up to 
the mobile trailer homes, which the drilling 
companies rent from another contractor.
 � e dramatic increase in business is 
prompting Bishop to consider embracing 
new technology, such as routing software that 
includes Global Positioning System capability 
and software that monitors equipment 
maintenance schedules.
  “We need to achieve more density on 
service routes, both for the gas � elds and the 
monthly rentals,” Bishop says. “� ere are times 
when I � nd we have trucks following each 
other around, plus it’s hard to get new drivers 
familiar with all the locations. It used to be 

“BIGGER SERVICE COMPANIES – EVERYTHING FROM BUSINESSES 
THAT PUT UP LIGHTING TOWERS TO PIPING AND WELLHEAD 

COMPANIES – KEEP COMING IN WITH MEDICAL BENEFITS, SO 
WE’VE GOT TO KEEP UP OR THEY’LL STEAL AWAY EMPLOYEES.”

Steve Bishop

Above left, technician Bill Wilkinson returns a vacuum hose to his service truck before moving to the next servicing location. At right, Harry Marbaker eases his service 
rig into the yard to pick up several units for delivery. The Isuzu truck with a fl at tank is one of several the company owns from Crescent Tank Mfg. 

Technician Jason Brown connects the vacuum hose to a restroom trailer before 
pumping the tank. 

simple because I knew where drivers were if we 
needed something addressed. Routing software 
will allow us to service sites quicker through 
increased e�  ciency.”

LOOKING AHEAD
 It looks like busy times ahead for Bishop, 
who estimates the bulk of the drilling-rig service 
work will go on for the next 10 years or so. “A lot 
of it depends on how much land each company 
leases, and whether the price of natural gas stays 
high enough to warrant continued drilling,” he 
explains. “Who knows – business may double or 
triple next year. Maybe there’s potential for that, 
maybe not. It’s hard to know.”
 Does Bishop ever worry about over-
extending his business with investments in 
equipment that might suddenly become idle? 
“Yes, I worry about buying all this equipment,” 
he says. “But it’s all about taking risks. Nothing 
is guaranteed, but when the opportunity is here, 
you take advantage of it while you can. 
 “We’re fortunate to be busy,” he adds. “In 
a lot of places around the country, it’s not. Even 
100 miles away from here, you don’t see all the 
hustle and bustle you see around here.” ■

Worker Retention a Key to Success
 A natural-gas boom in Pennsylvania has been good for the bottom line at Bishop’s Full-Time 
Portables in Ulster, Pa. It’s also created a host of challenges –especially retaining qualifi ed employees.
 Finding workers hasn’t been much of an issue, says owner Steve Bishop.  Keeping them is another 
story. Part of the challenge stems from employment culture shock as the local workforce acclimates to 
the demanding hours – sometimes 70 or more a week – required by an industry that works around the 
clock.
 “Sometimes it’s hard to keep them on because they have to work seven days a week, with rotating 
weekends,” says Bishop, who so far has hired 12 new employees to handle the additional workload. 
“At the start (of the boom), a lot of people who weren’t working were still drawing unemployment and 
didn’t want to work. Now it’s a little tougher because of competition from other jobs.”
 To attract and retain employees, the company pays time-and-a-half for overtime. It also pays locally 
competitive wages of approximately $15 an hour – up from $10 to $12 before the gas work started. 
Bishop says he’s also looking into offering health insurance, which becomes more economically 
feasible the more employees he has.
 “Bigger service companies – everything from businesses that put up lighting towers to piping and 
wellhead companies – keep coming in with medical benefi ts, so we’ve got to keep up or they’ll steal 
away employees,” he says. “I have a cash bonus plan, too. Every quarter, I try to (give bonuses to) 
employees who go over and beyond the normal routine. There’s no set amount – the more you impress 
me, the more you get.”
 Family plays an important role in keeping the business running smoothly. Bishop’s daughter, 
Stephanie, handles administrative offi ce duties, helps coordinate restroom service and deliveries. In 
addition, Bishop’s wife, Teri, works part time in the offi ce, while their son, Jeff, schedules service for 
the drilling rigs.
 “It would be a lot harder to do this without family,” Bishop says.

Black Tie Manufacturing
877/253-3533
www.blacktiemanufacturing.
com

Crescent Tank Mfg.
585/657-4104
www.crescent-tank.com

PolyPortables Inc.
800/241-7951
www.polyportables.com
(See ad page 15)

Pik Rite Inc.
800/326-9763
www.pikrite.com

Rich Mobile Restrooms
260/593-2279
www.richrestrooms.com

Satellite Industries Inc.
800/328-3332
www.satelliteindustries.com
(See ad pages 9, 20, 21)

MORE INFO

Left to right, Jeff Bishop, Stephanie Bishop-Thetga 
and Steve Bishop are shown at their offi ce in the True 
Value Plus mini mart the family owns in Ulster, Pa.

Before heading out on his daily 
route, Bill Wilkinson inspects the 
pump and hose system on his 
service rig.




















































