












W e’re in the heat of August, the most challenging time of the year 
for portable restroom operators. Most of you still have a month 
or more of long construction routes during the week and a hectic 

special event and party schedule on the weekends.
Last � ursday your drivers were in the middle of a 12-hour shift when 

three orders for the weekend came through, meaning one of your crew was 
going to pull double duty making deliveries all over the county. Meanwhile, 
the trucks have been run hard all summer long and the AC went out on one 
of your busiest rigs. And it’s going to be 92 degrees tomorrow.

You have to take on the work when the phone rings, so your employees 
are going to have to suck it up and get things done. It’s at times like these 
that nerves become frayed, and sometimes things get said that you – as the 
salesman, supervisor and manager – might regret later.

FEAR KILLS INITIATIVE
You mean well when you rally the troops and hand out marching orders 

to get everything done. And even if you aren’t raising your voice or being 
critical, there are subtle ways you may be striking fear in your employees. So 
says Christine Comaford, a consultant who helps companies with human 
resources communication.

A few weeks ago, a publicity pitch came across my desk for Comaford’s 
new book, Smart Tribes: How Teams Become Brilliant Together (Portfolio/
Penguin). You’d probably be surprised how many books are published every 
year aimed at helping business owners and managers like you improve 
communication skills … or marketing, e�  ciency, branding, self-re� ection 
or even o�  ce feng shui. I receive press releases on these books almost daily; 
some of them have good advice to o� er, while others present a convoluted 
message that I, frankly, can’t comprehend.

However, some of the ideas taken from Comaford’s book struck a chord 
with me, especially when I think about PROs working through the most 
challenging days of summer. When you’re up to your eyeballs in work, it’s 
probably worthwhile to take a 10-minute break and re� ect on how you’re 
communicating with employees. Comaford lobbies for softening your 
leadership style, trying to � nd positive ways to get your team to work together 
during di�  cult times and meet workplace changes with acceptance.

Here are three of her tips for e� ective communication: 

LET EMPLOYEES FIGURE OUT HOW TO MEET A CHALLENGE
Rather than always telling workers how they should � x a problem, 

encourage them to � nd their own solutions. Comaford says this will 
transform your employees from order takers into innovators, and help your 
company grow. She says engaging them in problem solving gives employees 
a sense of safety, belonging and mattering.

“Start inquiring and see what happens. After you do this a few times 
with someone, she’ll start expecting you to ask questions instead of give 
orders,’’ Comaford explains. “She’ll start coming to you with ideas, seeking 
feedback and validation. And after a few of these sessions, she’ll come to 
you saying, ‘I have a plan, here it is, and speak now if you aren’t OK with it.’ 
Finally, she’ll stop coming to you altogether.’’

ESTABLISH A RAPPORT WITH EMPLOYEES
BEFORE GIVING HEAVY FEEDBACK

When you’re always barking orders, employees will see you as the 
enemy and retreat into a self-preservation mode. � eir priority will be 
reacting to your authority in ways that help them keep their jobs, not grow in 
their positions and become valued team players. To reduce the threat they 
feel, ask “Would it be helpful if?’’ questions about changes you want to see 
rather than making clipped pronouncements. Tell them, “I need your help,’’ 
when you want them to take on more responsibility.

MAKE EMPLOYEES FEEL GOOD ABOUT CHANGE
If you’ve been a boss for any period or time, you understand that it’s 

human nature to resist change. If you start a meeting by saying, “� ere are 
going to be a lot of changes around here,’’ get ready for questioning, doubts 
and withdrawal. Comaford suggests replacing the word change with growth, 
and explaining that new initiatives are simply improvements over the way 
you’ve done things in the past.

“By the way, resistance isn’t necessarily a bad thing,” she says. “It’s 
just the � rst step on the organizational path. But once you can clear the 
resistance hurdle – and it will go fairly quickly – you’re well on your way.”

BACK ON THE ROUTE
� e busy weeks ahead can make or break your revenue projections for 

the year. � is is your equivalent of the week before Christmas for retail stores. 
If you � nd non-threatening and creative ways to motivate the crew, they’ll 
tackle the heavy workload with teamwork and solve day-to-day challenges 
before you even know about them. Comaford says it’s a reachable goal.

“All leaders want to outperform, outsell, and out-innovate the 
competition,” Comaford says. “And most of us have teams that are quite 
capable of doing so. We just need to stop scaring the competence out of 
them.” ■

 Contact us: PRO strives to serve the portable restroom industry with interesting and 
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promise a prompt reply to all reader contacts. Call 800/257-7222; fax 715/546-3786; 
email PRO editor Jim Kneiszel at editor@promonthly.com.
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EXPLORE FIVE ISSUES THAT AFFECT 
PORTA-PLUS PORTABLES:

 
•  Raising the business to new heights
During the last three years, Porta-Plus has provided specialty, high-

rise restrooms for workers at about a half dozen construction projects at a 

university in nearby Waterloo. Grenier says prior good service experiences 
with Porta-Plus prompted job site supervisors to ask the company to 
supply the restrooms for the projects (18-story, condo-style apartments for 
university housing). 

�e company owns 10 PolyJohn high-rise units. �e restrooms are 
mounted on wheels and are shorter than typical units – only about 5 feet 
tall – so they �t into construction elevators. �ey are wheeled around the 
�oor where they’re located – typically one unit for every three �oors. “It’s a 
productivity issue,” Grenier explains. “If a guy has to go from the 16th �oor 

down and back up to go to the bathroom, 
twice a day, you could easily waste 45 
minutes a day … maybe even an hour if a guy 
has to wait 10 or 15 minutes for an elevator 
that’s also being used to move other supplies 
and tradesmen around.” 

Workers bring the units down to a 
ground-level deck area for cleaning. “We come in before workers get there, 
usually around 4 or 4:30 a.m.,” Grenier says. “�at’s a big selling point 
because we don’t have a truck there while other trucks are trying to deliver 
materials and supplies, which really frees up their job site in terms of tra�c 
congestion.”

 

Making a little girl’s Christmas dream come true
By nature of the business, liquid-waste professionals 

wear many hats. But Dan Grenier added a novel new one 
to the list this past holiday – a red Santa hat – enroute to 
helping a little girl receive a most unusual Christmas gift.

The co-owner of Porta-Plus Portables in Guelph, 
Ont., assumed his role as jolly old St. Nick after taking 
a phone call from Emma Palmer, also of Guelph, about 
one week before Christmas. Turns out that Palmer’s 
three-year-old daughter, Hannah, didn’t want a doll or 
even two front teeth for Christmas; she wanted a portable 
restroom.

“At �rst, I thought it was my friends playing a joke 
on me, because they’ve attempted it before,” Grenier 
says. “I thought they got a woman on the phone this time 
to throw me off.

“But as I listened to her story a little more, I realized 
she was very serious about renting a restroom for her 
little girl,” he continues. “We’d had a couple units out at 
a renovation project at a public school just around the 
corner from her house, and for some reason, her daughter 
was �xated with them.”

Palmer had talked to a dozen other area operators 
who wanted to either charge full price or declined to rent 
her a restroom. Grenier decided he could do it for $50 to 
cover the fuel and labor it would take to drop off and pick 
up a unit.

On Christmas Eve, Grenier delivered the unit 
while Hannah was at a grandparent’s house. He put it 
in a corner of the driveway and covered it with a tarp 
so Hannah wouldn’t see it. Later that day, he returned 
with a gift bag containing a small coin bank shaped like a 

portable restroom. It held a surprise for Hannah’s parents: 
the $50 they gave him for the rental fee.

“That way she could always have a restroom, and 
they could put the money in an education fund,” Grenier 
explains. “They were concerned how Hannah would react 
when I came to take away the restroom, and I �gured the 
penny bank   – which I got from PolyJohn – would help 
ease the transition.” 

Come the next morning, Hannah was disappointed 
when she didn’t see a 
portable restroom under 
the family’s Christmas tree. 
But she was elated when 
her parents led her outside 
and removed the tarp, 
revealing the restroom, 
complete with a bow 
attached.

“She wouldn’t even 
use the washroom inside 
the house while that unit 
was outside,” chuckles 
Grenier, who picked up the restroom the following 
weekend, under the guise that he was one of Santa’s 
elves assigned to bring the unit back to the North Pole.

All in all, Grenier enjoyed his brief stint as Santa 
Dan, noting he was happy to help make the little girl’s 
Christmas wish come true. And one imagines that 
Hannah’s parents are hoping that the gift their daughter 
wants most next Christmas will more easily �t down a 
chimney.

Construction projects 
around Waterloo, Ontario, 
keep 10 PolyJohn high-rise 
units working for Porta-Plus. 
Grenier inspects a unit to be 
raised for placement.

Dan Grenier played Santa Claus for Hannah Palmer, 
3, who asked her parents for a portable restroom for 
a Christmas present. He placed a ribbon and bow on 
a PolyJohn PJN3 restroom and left it in the family’s 
driveway. He returned later to have his photo taken with 
Hannah. (Photos courtesy of Porta-Plus Portables)
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