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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.

If you go to YouTube on your o�  ce computer only when you want to de-
stress by spending a few minutes watching a baby panda sneezing (http://
www.youtube.com/watch?v=EAcdvmnZ_GM&feature=endscreen&NR=1) 

or otters holding hands (http://www.youtube.com/watch?v=epUk3T2Kfno), 
you need to rethink the power of this social networking site as a business 
marketing tool and consider creating a YouTube channel for your company.

WHAT CAN YOUTUBE DO FOR YOU?
Don’t be scared o�  by the word “channel.” You’re not buying a local 

television station. Your YouTube channel will simply be the home page for 
your account. If you are an iPod user, think of your channel as a playlist of 

your company videos. It will show the account name, which will probably 
be your company name, and display the videos you’ve uploaded for public 
view, plus any other information you’ve entered.

You can customize the background color scheme of your channel and 
include your company logo. YouTube channels also can display videos 
from other users (if you have their permission), activity streams, comments, 
subscribers and other social networking features.

Why would you want a YouTube channel for your business? Well, 
if a picture paints a thousand words, a video can paint … I don’t know … 
a million? But allow me to explain with my meager words: Say you have 
a potential new customer who wants portable restrooms for a garden party 
on her palatial estate, but just doesn’t understand what she calls “your 
exorbitant rates for just a few little potties.” If you could show her a video 
of all that goes into the siting, delivery, setup, cleaning, pumping, and tear 
down of restrooms at special events, she just might get it.

Or, if you are trying to convince a customer that a new line of restrooms 
you’ve added would be perfect for their event, but they don’t have time 
to come in and see for themselves, a video could walk them through the 
features from the comfort of their own desk chair.

SPREADING YOUR MESSAGE
Whether your goal is attracting business prospects or providing 

customer support, video is an e� ective way to present your message. 
Companies that advertise on TV use YouTube to get a little more bang for 
their buck by posting the same commercials there. And here are some other 
ideas of how to use YouTube:

• Post videos of customer testimonials.
• Prepare a brief instructional video on how planners should calculate 

the number of restrooms and wash stations needed for an event.
• Toot your own horn by making a video of the youth sports teams 

you sponsor, or showing any charitable events you participate in as 
a company.

• Shoot a video tour of your facilities, trucks and inventory to show how 
spic and span your operation is. Don’t forget to introduce your smiling 
o�  ce sta� .

• Record someone in the offi  ce explaining your company’s billing 
procedures. Try to answer the questions you get most from customers.

• Do a “ride-along” video to show customers and potential employees 
what’s all in a day’s work for your crew.
Once you get the creative juices � owing, there are endless video 

possibilities for your channel. With their permission you can link to
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October 2012 channels of other local businesses or your suppliers, and have them link to 

your channel. It is, after all, social networking. It’s OK to ask them for some 
positive feedback comments too.

Yes, you might get feedback on your channel, both positive and 
occasionally negative. �at’s OK. Feedback of any kind means viewers. 
And you can respond immediately to the feedback you get, which makes 
YouTube a conversation, not just a one-way presentation like TV.

GETTING STARTED ON YOUTUBE
Once you’ve decided to try YouTube as a marketing tactic, here’s how 

to get started:
1. Go to YouTube.com and click on “Create Account” on the upper right 

hand side.  Actually, you’ll be creating a Google account, since Google 
purchased YouTube in 2006 and has implemented a cross-site account 
system. Your account or channel name should be your company name 
because it’s what users will see when they visit your channel. If your 
exact company name is already taken, �nd an acceptable variation of 
it that will work. Just a word of caution: Setting up a company account 
can be a little tricky because of the pervasiveness of Google in all of our 
Internet dealings these days. You may already have a Google account 
and not realize it, so make sure you are not linking your business 
channel to your personal account.

2. Customize your channel. YouTube allows you to brand your channel 
by changing the background color and layout. Include your company 
logo and any other relevant graphics.

3. Add social features. YouTube has several features allowing you to 
interact with your viewing audience that you can include on your 
channel page such as subscriptions, friends and upcoming events.

4. Create a banner for your videos. �is makes it easy for people who 
come across your videos on YouTube to �nd your company’s YouTube 
channel. Say someone searches “MyTown portable restroom” on 
Google and one of your videos for MyTown Portables comes up. �ey 
can click on the banner you created to link to your brand channel and 
see all the rest of your videos.

5. Create a subscription widget to put on your website, blog and email 
signature. In the past, people had to go to a speci�c YouTube channel 
to subscribe. Giving them a tool to subscribe directly from your website 
or an email increases the chances they’ll do it, thus giving you a built-in 
audience. Once they are subscribers, they will be noti�ed every time 
you post something new on your channel. �at should increase the 
number of views you are getting and it allows you to reach your speci�c 
targeted audience.

DON’T JUST TAKE MY WORDS FOR IT
Because many people are visual learners, posting videos on YouTube is 

a great way to educate them about what your company does. YouTube also 
is a great way to learn how to do things … like create a YouTube channel for 
your company. Yes, there are lots of videos on YouTube about how to use 
YouTube. So if my words here didn’t paint a clear enough picture, visual help 
is available. But don’t forget to visit the sneezing panda and handholding 
otters too … everybody needs to smile once in awhile. ■

Feedback of any kind means viewers. And you can respond 
immediately to the feedback you get, which makes YouTube 
a conversation, not just a one-way presentation like TV.
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Je�  Wigley is president of the Portable Sanitation Association 
International and co-owner of Pit Stop Sanitation Services 

Inc. in Atlanta. Contact him at 770/439-2888 or by email at 
wjwigley@bellsouth.net.

The Portable Sanitation Association International invites you to its 
Annual Convention and Trade Show in San Diego, Calif., Oct. 30-
Nov. 3. Our 40th Anniversary celebration will culminate with a series 

of dynamic speakers, awards, workshops, roundtables and a trade show 
featuring the latest products in our industry. San Diego is an outstanding 
destination with beautiful scenery, magni� cent weather and diverse 
tourist attractions.

Here is why the PSAI Convention and Trade Show is relevant to 
you and to your business:

Relevant and current topics for discussion
We will feature a workshop and a roundtable on GAP, or good 

agricultural practices. � is is the most discussed – and least understood – 
topic concerning pending regulation in crop-producing areas throughout 
the country. PSAI is developing a proactive position on this issue with the 
goal of establishing the GAP standard for portable sanitation.

Education and cost savings
For the second year, PSAI will feature a DOT enforcement o�  cial to 

present the latest rules and guidelines for commercial compliance and 
vehicle safety. Learn the rules and save in costly � nes and penalties.

Roundtable discussions
Spend time with operators from throughout the country and the world 

discussing ideas to improve your business. Topics of discussion include 
creating and compensating a sales force, unique marketing techniques, 
truck maintenance programs, best-practice customer service, and new 
technology in the workplace.

Free business consultation
In addition to roundtables by topic, PSAI always features roundtables 

by company size, where attendees discuss issues common to similar-sized 
businesses. Compared to hiring a business consultant, this is an outstanding 
value. Meet friendly competitors from distant cities and continue a dialog 
well after the convention ends.

Time with PSAI associate members
See the latest in products, equipment and services for our industry. 

Investigate products to meet customer demand and generate increased 
revenue for your company. 

Andy Gump Award and the Service Technician 
of the Year Award

Since 1993, � e Andy Gump Award has recognized lifetime 
achievement in the PSAI, honoring those who have improved the image of 
the industry and innovated through improved products and services. � e 
Service Technician of the Year Award honors employees who embody the 
highest standards of our industry. � ese awards inspire greatness in others 
and motivate them to achieve.

PSAI industry certi� cation
Now celebrating the 20th Anniversary of “Raising the Standards in Our 

Industry,” PSAI certi� cation is recognized as approved training in numerous 
states and municipalities. � e education, training and testing are o� ered on 
Saturday afternoon.

� e PSAI Annual Convention and Trade Show is a classroom, a 
boardroom and a conference room where you and your business can 
bene� t and expand. Register today at www.psai.org or call the PSAI O�  ce 
at 800/822-3020. ■

Join the Annual Convention and Trade Show in San Diego
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tion sites. �e company’s location means business is centered in an 
approximately 60-mile radius around larger cities: Ironton and Ashland, Ky., 
and Huntington, W.Va.

Typical event contracts include the Summer Motion arts and crafts 
and concert in Ashland, the Rally on the River car and motorcycle show 
in Ironton, the Rib Fest in Huntington and the Lawrence County Fair in 
Proctorville, Ohio.

Construction contracts include serving the sanitation needs of projects 
at Marshall University in Huntington, King’s Daughters Medical Center in 
Ashland and Shawnee State University in Portsmouth, Ohio. �e business 
also serves the current Ironton/Russell Bridge project, spanning the  
Ohio River.

“�ese contracts typically run six months to two years,” Gussler says.
JOTS also services units for other companies. “It’s a cooperative 

arrangement,” Gussler says. “Sometimes we service their units with pumping 
and cleaning, but they’re just as willing to service ours when we operate in 
their areas.”

�e company’s portable restroom stock is consistently refreshed to 
meet new industry expectations. �e current inventory hovers close to 600, 
with the units mostly supplied by either Satellite Industries or PolyJohn 
Enterprises. �e Satellites are geared largely to special events and weddings, 
while the PolyJohns are put into rough service, primarily on construction 
sites. Each year, the overall stock is tending toward larger units that contain 
a greater array of standard conveniences.

�e company’s latest shipment of Satellite units have a sink with foot 
pump. JOTS introduced these new units at summer events earlier this year.

“�e internal sinks really add 
value to the standard portable 
units,” says Shawn Turley, business 
manager for JOTS and SOTS. “Our 
customers who would traditionally 
need to order a portable restroom 
and a separate hand-wash station 
will see some savings by ordering 
the all-in-one units.”

MANUFACTURING ITS 
OWN FLEET

Building on its container 
manufacturing, the company has 
its own containerized JOTS line that 
includes both shower and restroom 
units. �e designs of these lines – 
like the portable o�ces and storage 
products – are based on portable 
steel Conex storage containers.

JOTS o�ers more than 50 
Conex-based restroom trailers, 

which are available in 20-foot and 40-foot lengths. �e trailers are insulated 
and heated, and provide a quick-connect single phase 220-volt hookup.

“�ese are heavy-duty, industrial-strength units,” Gussler says. 
“We deliver them on �atbeds or hydraulic tilt trailers. After delivery, the 
containers can be placed directly on the ground, and don’t require setups, 
stairs or any special blocking, because they sit on the running rails of the 
Conex box. At most, you might have to place a few concrete blocks at one 
end to level the structure, then just bleed the lines and it’s ready to use.”

�e 40-foot model comes with four men’s toilets, four urinals, one 
women’s toilet and porcelain sinks. A 1,500-gallon freshwater tank and 
1,600-gallon waste tank are self-contained inside the unit. Heavy-duty 
service options include a gang urinal and gang sink made of metal to 
serve three people at a time. �e standard porcelain toilet also can be 
switched out for a macerating toilet. �e pumps are Omnivores, supplied 
by Liberty Pumps and the poly tanks are supplied by Kentucky Tank of 
Shepherdsville, Ky.           

The vacuum trucks from Johnny on the Spot (JOTS) of Ironton, Ohio, 
don’t have to wait in line at waste treatment plants to dump their loads. 
That’s because the company has its own Ohio Environmental Protection 
Agency-approved pretreatment system on site.

“The pretreatment facility is located right here on our five-acre 
premises,” says Charles Gussler, operations manager of JOTS. “This 
process has been in place for the past 15 years and has increased service 
fleet efficiency considerably. Whenever you can streamline the delivery 
and disposal process, it not only improves the bottom line, but also gets 
the service vehicles back out into the field as quickly as possible.”

Streamlining 
the disposal process

“The internal sinks really add value to the standard portable 
units. Our customers who would traditionally need to order 
a portable restroom and a separate hand-wash station will 

see some savings by ordering the all-in-one units.”
SHAWN TURLEY

Technician Norm Anson pumps  
the holding tank of a construction 
unit in Ironton, Ohio.
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