
Toronto’s Union Station excavation 
presents portable restroom challenge 
for K. Winter Sanitation   Page 22

PORTABLE RESTROOM OPERATOR

TM

Maple syrupin’ 
to mountain biking,
Garren Calkins
enjoys working
in rugged Vermont

Ready foR

The Big dig

Page 12

September 2013
www.promonthly.com

anyThing



•   Tank sizes 60, 
105, 225, 300 
and 440 gallons.

•  Standard holes 
are 2 - 3" holes 
with plugs

•  Can customize 
holes to match 
your specs 

 A

Amthor Intrnational  ................5

Armstrong Equipment, Inc. ..... 25

C

Paper & Chemicals

Century Paper & Chemicals ..17
Classi� eds ............................32

Comforts of Home Services, Inc.  31

D

 Deal Associates, Inc. .............13

E

EZTrakR Systems Inc. .............5

F

Five Peaks ............................11
Fruitland Manufacturing ..........9

G

Green Way Products
     by PolyPortables, Inc.  ......36

J

The Pro’s Edge

J & J Chemical Co.................27

J. C. Gury Company, Inc. .......17

K

KeeVac Industries, Inc. ..........21
Keith Huber Corporation  .......33
Kentucky Tank, Inc. ...............25

L

Liberty Financial Group, Inc. ..13

Liquid Waste Industries, Inc. ..21

Lock America International, Inc.
   ...................................5

M
Marketplace ........................32

Bulk TP     

McKee Technologies Inc./
Explorer Trailers

Surco Products

Mid-State Tank Co., Inc. ........13

N

National Tissue Company ......21

NuConcepts ............................8

P

Pik Rite, Inc.  .........................31

PolyJohn Enterprises ............35

PolyPortables, Inc. ...................7

R

Roeda Signs & ScreenTech
     Imaging ...........................25

Ronco Plastics ......................18

S

Safe-T-Fresh .........................15

Satellite Industries ................23

Slide-In Warehouse .................3

T

T.S.F. Company, Inc. ................2

W

Walex Products .....................19
Whithner Screen Graphics ......8

COMPANY PAGE COMPANY PAGE COMPANY PAGE COMPANY PAGE COMPANY PAGE

 A D V E R T I S E R S in this issue
September 2013



promonthly.com        September 2013        3

•   Tank sizes 60, 
105, 225, 300 
and 440 gallons.

•  Standard holes 
are 2 - 3" holes 
with plugs

•  Can customize 
holes to match 
your specs 

435 Gallon “SpaceSaver”435 Gallon Rear Engine

www.slideinwarehouse.com

New Design! ‘TANK IN A TANK’
Offers improved weight distribution!

Available in 300, 450 & 600 Gallon Capacities
Call For Our Price & Availability!

Electric Start 5.5 HP Honda
Conde Super 6 vacuum pump w/ 4-way
valve 30’ x 2” Tiger Tail inlet hose w/stinger,
washdown system w/50’ hose, 3” discharge,
12V battery & work light.

450 Gallon Aluminum Slide-In
300 Gallon Waste / 150 Gallon Fresh

Call Us Today Toll-Free: 888-445-4892 SIW513

Atlanta, GA • Bellefonte, PA • Dallas, TX
Denver, CO • Los Angeles, CA • Mauston, WI

THE SLIDE IN WAREHOUSE

Not all models available at all locations.•

6
Your purchase automatically enters you in a drawing to
win an iPad from Keevac Industries.

Keevac will draw the winning customer’s name from
the last 5 slide ins sold. Offer good until further notice.

1in 5
WINS

an
iPad

•
Buy a Slide-In ...Win an iPad!

Authorized Factory Master Distributor

Stocking Locations

‘Coast to Coast’

PROSLWH0613:Layout 1 5/17/13 11:27 AM Page 1

 A

Amthor Intrnational  ................5

Armstrong Equipment, Inc. ..... 25

C

Paper & Chemicals

Century Paper & Chemicals ..17
Classi� eds ............................32

Comforts of Home Services, Inc.  31

D

 Deal Associates, Inc. .............13

E

EZTrakR Systems Inc. .............5

F

Five Peaks ............................11
Fruitland Manufacturing ..........9

G

Green Way Products
     by PolyPortables, Inc.  ......36

J

The Pro’s Edge

J & J Chemical Co.................27

J. C. Gury Company, Inc. .......17

K

KeeVac Industries, Inc. ..........21
Keith Huber Corporation  .......33
Kentucky Tank, Inc. ...............25

L

Liberty Financial Group, Inc. ..13

Liquid Waste Industries, Inc. ..21

Lock America International, Inc.
   ...................................5

M
Marketplace ........................32

Bulk TP     

McKee Technologies Inc./
Explorer Trailers

Surco Products

Mid-State Tank Co., Inc. ........13

N

National Tissue Company ......21

NuConcepts ............................8

P

Pik Rite, Inc.  .........................31

PolyJohn Enterprises ............35

PolyPortables, Inc. ...................7

R

Roeda Signs & ScreenTech
     Imaging ...........................25

Ronco Plastics ......................18

S

Safe-T-Fresh .........................15

Satellite Industries ................23

Slide-In Warehouse .................3

T

T.S.F. Company, Inc. ................2

W

Walex Products .....................19
Whithner Screen Graphics ......8

COMPANY PAGE COMPANY PAGE COMPANY PAGE COMPANY PAGE COMPANY PAGE

 A D V E R T I S E R S in this issue
September 2013



4        September 2013        Portable Restroom Operator

 6 From the Editor: Autumn Leaves
  Here are five mistakes PROs shouldn’t repeat as the busy season draws 

to a close … and goals to set for the upcoming slow season.
  - Jim Kneiszel

 8 Editor’s Choice 
Check out exclusive online content 
- Jim Kneiszel

 10 Back at the Office: Know When to Let Go 
The younger generation waits decades to take over, and when they are 
finally in control, they’ve lost the motivation to grow the family business. 
- Judy Kneiszel

PROfile: Ready For Anything
From maple syrupin’ to mountain biking, 
Garren Calkins has been finding his portable 
sanitation niche in the rugged and beautiful 
Vermont woods for 30 years.
- Betty Dageforde

 18 Expo Spotlight 
Stealthy ‘Stump’ portable restroom draws a crowd. 
- Craig Mandli

 20 PRO VIP Trailer Directory

 22 On Location: The Big Dig 
Tight underground work site and a crowded staging area challenge 
K. Winter Sanitation as it provides portable restrooms for the Union 
Station excavation in Toronto. 
- Peter Kenter

 28 Product Focus 
Temporary Site Services - Traffic Control, VIP/Special Events  
- Craig Mandli 

 30 Truck Corner: Code vs. Non-Code Tanks 
The manufacturing processes differ and the costs of construction vary 
significantly depending on which type of vacuum tank you order. 
- Bob Carlson

 34 Product/Industry News

www.promonthly.com
Published monthly by

COLE Publishing Inc.
1720 Maple Lake Dam Rd. • PO Box 220

Three Lakes, WI 54562

© Copyright 2013 COLE Publishing Inc.
No part may be reproduced without permission of the publisher.

In U.S. or Canada call toll-free 800-257-7222 
Elsewhere call 715-546-3346 • Fax: 715-546-3786

Website: www.promonthly.com  • Email: pro@promonthly.com
Office hours 7:30 a.m.-5:00 p.m. Central Time, Monday - Friday

SUBSCRIPTION INFORMATION: A one-year (12 issue) subscription to 
PRO™ in the United States or Canada is free to qualified subscribers. 
A qualified subscriber is any individual or company in the United States 
or Canada that partakes in the portable restroom industry. Non-qualified 
subscriptions are available at a cost of $60 per year in the United States 
and $120 per year outside of the United States. To subscribe please visit  
promonthly.com or send company name, mailing address, phone number 
and check or money order (U.S. funds payable to COLE Publishing Inc.) 
to the address above. MasterCard, VISA and Discover are also accepted.  
Supply credit card information with your subscription order.

Our subscriber list is occasionally made available to carefully selected 
companies whose products or services may be of interest to you. Your pri-
vacy is important to us. If you prefer not to be a part of these lists, please 
contact Nicole at nicolel@colepublishing.com.

CLASSIFIED ADVERTISING: Submit ads online at www.promonthly.com/
order/classifieds. Minimum rate of $25 for 20 words; $1 per each addi-
tional word. Include a photo for an additional $125. All classified advertising 
must be paid in advance. DEADLINE: Classified ads must be received by the 
10th of the month for insertion in the next month’s edition. PHONE-IN ADS 
ARE NOT ACCEPTED. Fax to 715-546-3786 only if charging to MasterCard, 
VISA, Discover or Amex. Include all credit card information and your phone 
number (with area code). Mail with check payable to COLE Publishing Inc. 
to the address above. CLASSIFIED ADVERTISING APPEARS NATIONWIDE AND 
ON THE INTERNET. Not responsible for errors beyond first insertion.

DISPLAY ADVERTISING: Call Jim Flory at 800-994-7990. 
Publisher reserves the right to reject advertising, which in its 
opinion is misleading, unfair or incompatible with the character 
of the publication.

CIRCULATION: 2012 circulation averaged 9,623 copies per month. This 
figure includes both U.S. and International distribution.

REPRINTS AND BACK ISSUES: Visit www.promonthly.com/reprints/order 
for options and pricing. To order reprints, call Jeff Lane at 800-257-7222 (715-
546-3346) or email jeffl@colepublishing.com. To order back issues, call Nicole 
at 800-257-7222 (715-546-3346) or email nicolel@colepublishing.com.

2014 PUMPER & CLEANER 
ENVIRONMENTAL EXPO INTERNATIONAL

Education Day: February 24, 2014 
Exhibits Open: Februry 25 - 27, 2014 

Indiana Convention Center, Indianapolis 
www.pumpershow.com

P O R TA B L E  R E S T R O O M  O P E R AT O R

September 2013               TABLE OF CONTENTS

 COMING NEXT MONTH — October 2013

 • PROfile: Kentucky PRO experiences happy trails
 • Truck Corner:  Tips for clearing obstructions in your vacuum system

Jim Flory

COVER STORY

ON THE COVER: Garren Calkins is celebrating 30 years in 
the portable sanitation business, providing service to his 
neighbors in rural Vermont. On the cover, he’s shown with his 
2012 International TerraStar service rig built out by Progress 
Vactruck with a 750-gallon waste/250-gallon freshwater 
aluminum tank and a Conde pump. (Photo by Mark Collier)

12



promonthly.com        September 2013        5

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

P
O

R
T
A
B
LE

 S
ANITATION ASSO

C
IA

T
IO

N
®

INTERNATIONAL

Wholesale Prices
Direct from the Manufacturer

800 422-2866
951 277-5180 • FAX 951 277-5170

9168 Stellar Court • Corona, CA 92883 
sales@laigroup.com • www.LAIgroup.com

fffffrrom theoom thethe

Keyed Aliked

Master KeyFive colors to match your color schemes.
Perfect for portable toilets.ct for pof rtable toileoileo

Great for containers
and dumpsters. Set your own combination!

Can be keyed to 
your 5253 key code.

Get your own key different 
from your competitor.

Get The Best Locks,Get The Best Locks,

 6 From the Editor: Autumn Leaves
  Here are five mistakes PROs shouldn’t repeat as the busy season draws 

to a close … and goals to set for the upcoming slow season.
  - Jim Kneiszel

 8 Editor’s Choice 
Check out exclusive online content 
- Jim Kneiszel

 10 Back at the Office: Know When to Let Go 
The younger generation waits decades to take over, and when they are 
finally in control, they’ve lost the motivation to grow the family business. 
- Judy Kneiszel

PROfile: Ready For Anything
From maple syrupin’ to mountain biking, 
Garren Calkins has been finding his portable 
sanitation niche in the rugged and beautiful 
Vermont woods for 30 years.
- Betty Dageforde

 18 Expo Spotlight 
Stealthy ‘Stump’ portable restroom draws a crowd. 
- Craig Mandli

 20 PRO VIP Trailer Directory

 22 On Location: The Big Dig 
Tight underground work site and a crowded staging area challenge 
K. Winter Sanitation as it provides portable restrooms for the Union 
Station excavation in Toronto. 
- Peter Kenter

 28 Product Focus 
Temporary Site Services - Traffic Control, VIP/Special Events  
- Craig Mandli 

 30 Truck Corner: Code vs. Non-Code Tanks 
The manufacturing processes differ and the costs of construction vary 
significantly depending on which type of vacuum tank you order. 
- Bob Carlson

 34 Product/Industry News

www.promonthly.com
Published monthly by

COLE Publishing Inc.
1720 Maple Lake Dam Rd. • PO Box 220

Three Lakes, WI 54562

© Copyright 2013 COLE Publishing Inc.
No part may be reproduced without permission of the publisher.

In U.S. or Canada call toll-free 800-257-7222 
Elsewhere call 715-546-3346 • Fax: 715-546-3786

Website: www.promonthly.com  • Email: pro@promonthly.com
Office hours 7:30 a.m.-5:00 p.m. Central Time, Monday - Friday

SUBSCRIPTION INFORMATION: A one-year (12 issue) subscription to 
PRO™ in the United States or Canada is free to qualified subscribers. 
A qualified subscriber is any individual or company in the United States 
or Canada that partakes in the portable restroom industry. Non-qualified 
subscriptions are available at a cost of $60 per year in the United States 
and $120 per year outside of the United States. To subscribe please visit  
promonthly.com or send company name, mailing address, phone number 
and check or money order (U.S. funds payable to COLE Publishing Inc.) 
to the address above. MasterCard, VISA and Discover are also accepted.  
Supply credit card information with your subscription order.

Our subscriber list is occasionally made available to carefully selected 
companies whose products or services may be of interest to you. Your pri-
vacy is important to us. If you prefer not to be a part of these lists, please 
contact Nicole at nicolel@colepublishing.com.

CLASSIFIED ADVERTISING: Submit ads online at www.promonthly.com/
order/classifieds. Minimum rate of $25 for 20 words; $1 per each addi-
tional word. Include a photo for an additional $125. All classified advertising 
must be paid in advance. DEADLINE: Classified ads must be received by the 
10th of the month for insertion in the next month’s edition. PHONE-IN ADS 
ARE NOT ACCEPTED. Fax to 715-546-3786 only if charging to MasterCard, 
VISA, Discover or Amex. Include all credit card information and your phone 
number (with area code). Mail with check payable to COLE Publishing Inc. 
to the address above. CLASSIFIED ADVERTISING APPEARS NATIONWIDE AND 
ON THE INTERNET. Not responsible for errors beyond first insertion.

DISPLAY ADVERTISING: Call Jim Flory at 800-994-7990. 
Publisher reserves the right to reject advertising, which in its 
opinion is misleading, unfair or incompatible with the character 
of the publication.

CIRCULATION: 2012 circulation averaged 9,623 copies per month. This 
figure includes both U.S. and International distribution.

REPRINTS AND BACK ISSUES: Visit www.promonthly.com/reprints/order 
for options and pricing. To order reprints, call Jeff Lane at 800-257-7222 (715-
546-3346) or email jeffl@colepublishing.com. To order back issues, call Nicole 
at 800-257-7222 (715-546-3346) or email nicolel@colepublishing.com.

2014 PUMPER & CLEANER 
ENVIRONMENTAL EXPO INTERNATIONAL

Education Day: February 24, 2014 
Exhibits Open: Februry 25 - 27, 2014 

Indiana Convention Center, Indianapolis 
www.pumpershow.com

P O R TA B L E  R E S T R O O M  O P E R AT O R

September 2013               TABLE OF CONTENTS

 COMING NEXT MONTH — October 2013

 • PROfile: Kentucky PRO experiences happy trails
 • Truck Corner:  Tips for clearing obstructions in your vacuum system

Jim Flory

COVER STORY

ON THE COVER: Garren Calkins is celebrating 30 years in 
the portable sanitation business, providing service to his 
neighbors in rural Vermont. On the cover, he’s shown with his 
2012 International TerraStar service rig built out by Progress 
Vactruck with a 750-gallon waste/250-gallon freshwater 
aluminum tank and a Conde pump. (Photo by Mark Collier)

12



6        September 2013        Portable Restroom Operator

I f you’re like many PROs, your busy season is starting to wind down 
about now. The week after Labor Day signals the end of hard labor for 
many on your summer crews.
Construction might still be going gangbusters as builders race to 

complete houses and commercial work before bad weather sets in. But in 
many areas, special events are already starting to wane, and by the end of the 
month most of your big jobs will be in the books.

First there will be a sigh of relief. Then the temptation to sleep in a little 
later or knock off a little earlier a few days a week as the calls slow down. You 
want to reward yourself for your hard work this summer by kicking your feet 
up on the desk and hoisting a few malt beverages.

Go ahead, you deserve it. There’s nothing wrong with celebrating another 
successful summer in the portable sanitation business. Congratulations on 
a job well done.

After all the high-fives around the office and the afternoon of recalling 
all the fun stories and misadventures of working the big summer festivals, it’s 
time to get serious for a moment. I have a bit of advice for you. Fight that urge 
to throttle back at work and put your pedal to the metal again for a few months.

There are some small business dangers associated with moving from busy 
season to slow season, common mistakes you could make or may have made 
in the past this time of year as service routes – along with the days – get shorter. 
Here are five mistakes of complacency that can have a negative impact on the 
future of your business … and tips on how to avoid them this fall.

 
Letting vehicLe or inventory maintenance sLide

After a long season of running routes, your inclination might be to pull 
an idled truck into the garage and let it sit until you tune it up in the spring. 
Your rig is dirty, there’s a few dings in the doors and a chip in the windshield. 
No harm in fixing it later, right?

Wrong. Take care of the nagging mechanical and cosmetic issues while 
they’re fresh in your mind. You don’t want to let old motor oil sit in your 
truck, contaminating parts and inviting moisture to linger in your engine. 
Change it. Make an appointment with the body shop to fix bumps and 
bruises and detail your rig now to avoid the rush next spring. Repair broken 
restrooms when they come back to the yard for the winter; you might forget 
or not have the time to do it next spring.

 
Laying off a difference-making empLoyee

It’s easy to say “See you next year,’’ to seasonal employees. They’ve 
served you well and you can’t think of anything right now that they can do 
for you. So it’s cool, right?

Wrong. If one of your part-time or seasonal workers really shined this 
year, consider keeping him or her on over the winter. An enthusiastic and 
hardworking employee can be difficult to find, so why take the chance of losing 

them? Perhaps that great worker could accomplish many tasks for you over 
the winter. For instance, thoroughly cleaning your inventory, replacing wear 
parts on restrooms, organizing the shop and warehouse, making minor repairs 
to equipment, doing some marketing work. This person could turn into your 
main helper, and stick around next summer when you need them the most.

 
Losing track of your best customers

Your customers love you. They’re loyal and the competition won’t go 
after their business for next summer anyway, right?

Wrong. You should assume every PRO in the surrounding counties 
will approach your bigger special-event customers. So it’s time to develop a 
customer retention program right now. Call your top 10 summer customers 
this fall and plan a meeting where you can review the service you provided. 
Offer them discounts or spiffs like free additional hand-wash stations if they 
lock into a contract for next year’s event right now. Think about holiday 
gifts you can present to valued customers this winter as a way to keep your 
business top of mind even in the slow times.

 
putting off running an inventory 
and organizing consumabLes

Hey, you won’t need to stock the warehouse anytime soon. You might 
as well lock the door to the backroom, turn down the furnace and come back 
later, right?

Wrong. The fall is a great time to run a complete inventory of 
consumable items like deodorants, cleaning supplies, paper products and 
replacement parts for your restrooms – like door springs and latches, wall 
panels and sinks. Straighten the storeroom shelves, search the nooks and 
crannies for forgotten items, make shopping lists for the 2014 Pumper & 
Cleaner Environmental Expo International. You don’t need to place orders 
now, but use the calendar in your smartphone to remind you to catch up 
with suppliers early next year.

 
skipping a much-deserved vacation

Ah, you finally have time to catch up with your paperwork. There’s 
always so much to get done here and you’re the only one who can do it, right?

Wrong. Some people are workaholics who can’t recognize a natural 
lull in business that would allow them to take some time off to spend with 
their families. (You know who you are.) Just like you want to set aside time 
to meet the other goals listed above, you want to make plans to be with your 
wife, your husband, your kids and parents. They’ve missed you these past 
several months and they deserve your attention … and maybe to get away 
somewhere nice for a long weekend or a few weeks. And then plan another 
relaxing visit to Indianapolis next Feb. 24-27 for the Pumper & Cleaner Expo? 
(I couldn’t help myself to work in another promo for the big show.) ■

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; 
email PRO editor Jim Kneiszel at editor@promonthly.com.
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• Solar Powered
• Self-contained
• Flushing, china toilet
• Enclosed sink
• Power Converter (option)
• Air-conditioning (option)
• Interior Heater (option)
• Sink Water Heater (option)

9 x 10.875 Pro Live
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Fruitland® “blue” is recognized around the world as the color 
of premier commercial heavy-duty pumps and has become 
synonymous with reliability, e�ciency and performance. It has 
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of industries all around the world.  

Fruitland® o�ers several design features to lower operating costs and 
installation is as easy as 1,2,3. Tailor your individual portable sanitation 
needs with an Eliminator package and enjoy e�ortless installation 
combined with the power and durability of Fruitland®. True Blue. 
The color of Fruitland® Pumps and the color of performance.

Toll FToll FT ee: 1-800-663-9003

CFM AT FREE AIR                          180 CFM

MAXIMUM VACUUM                        27” H
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MAXIMUM OPERATING SPEED        1400 RPM

VANES                                          4 (FIBRE)

APPROX. NET WEIGHT                      385 LBS.     
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P ortable Restroom Operators are busy small business owners, but you 
still find time to page through your issue of PRO magazine to learn 
about the latest developments and products in your industry. Well, 

now we have a bonus for you – additional online-only content that can be 
accessed instantly from your computer, tablet or smartphone. Find more 
of the latest portable sanitation industry news – from product releases to 
videos and podcasts to my editor’s blog – at www.promonthly.com. Here’s 
just a sampling of the latest content you can find online:

ROWDY CROWD OVERTURNS PORTABLE RESTROOMS
Oftentimes you have no way of identifying the vandals who tag your units 

or knock them over on a construction site or after a special event. But in the 
case of Mike Rice, of Long Beach, Calif., and his company A-Throne, the vandals 
were caught on tape and broadcast on the nightly news. When he saw the video 
of rioters pushing over his units at the site of the U.S. Open of Surfing event, Rice 
told writer Briana Jones he first worried about what the cleanup costs would be. 
“Then I became angry watching these guys try and tear up our equipment,” he 
says. “The estimated damages were around $2,500 including parts and repairs, 
scrapes and scratches, graffiti and an unscheduled middle-of-the-night pick 
up.” Check out the PRO website for a link to the shocking video.

HOW TO AVOID TANK-TRUCK ROLLOVERS
I’ve blogged about several vacuum truck rollovers this year, and writer 

Ken Wysocky adds valuable information to the issue with an online exclusive 
story interviewing John Conley, past president of the National Tank Truck 
Carriers organization. Conley recounts several rollover crashes; all of them 
luckily resulted in no serious injuries to drivers or others on the roadways. 
“Stopping cargo-tank rollovers remains one of our most unique challenges,” 
Conley says. “I can’t say there’s been an increase in rollovers but they 
continue to occur and our goal is to eliminate them. They continue to persist 
despite our best efforts to combat them.” Wysocky shares a popular link to a 
safety video that I’ve posted several times in the past. Show the helpful video 
to your drivers in a safety meeting. It could help you prevent a crash.

FORMER PSAI EXECUTIVE DIRECTOR, 
ASSISTANT FACE MULTIPLE FELONY CHARGES

William F. Carroll, former executive director of the Portable Sanitation 
Association International, and a fired association assistant face multiple felony 
charges of embezzlement in Minnesota. Criminal complaints allege that 
Carroll, 66, took hundreds of fraudulent disbursements from PSAI accounts to 
support spending on gambling and drinking. The complaint indicates Carroll 
took $32,000 in transactions at or immediately outside a casino. A payroll 
audit revealed more than $350,000 had been misappropriated over three 
years. The fired assistant, Cynthia Rudiger, 68, received thousands of dollars 
in cash payments authorized by William Carroll, then concealed the payments 
by coding them for “insurance’’ or “payroll adjustment,’’ Carroll, Rudiger 
and Carroll’s wife, D. Millicent Carroll, the fired PSAI industry/regulatory 
standards director, are being sued in civil court by the trade association, which 
alleges the trio stole $650,000 to $1 million from the organization.

Be sure to check out the exclusive 
online content at PROmonthly.com

Editor’s CHOICE   
September 2013

By Jim Kneiszel

Check these out at www.promonthly.com/ec/2013/september
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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.

E ngland’s Prince Charles is going to be 65 years old this fall. Poor guy. 
He’s been waiting his entire life to take over as head of the family 
business. Now he’s retirement age and he’s still waiting.

The same scenario plays out in a lot of family businesses. A past 
retirement-age company president who isn’t ready to step aside can prevent 
an aging, frustrated son or daughter waiting in the wings from advancing 
the company.

 
PROS AND CONS OF A LONG-SERVING CEO

The CEO of a non-family business usually holds that position fewer 
than 10 years. The head of a family-owned business stays in the top job for 
20 years or more. This long tenure contributes to the stability of the business, 
but it can also make the family-owned businesses stagnant.

A younger generation may be ready to lead, but can eventually grow 
frustrated and unmotivated if deprived of the opportunity. This frustration 
may cause the heir to the company throne to slack off or leave the company 
entirely, causing a rift in the family. Those who stick it out may find that by 
the time they get their turn to take over they are in their 50s or 60s, and have 
lost their youthful motivation to grow and improve the business. So they 
continue the status quo and the business stagnates or slumps.

 
PRIORITIES OF BUSINESS OWNERS

Researchers at Baylor University collected data regarding the attitudes 
of family-business owners when it comes to retirement. They found business 
owners tend to think of themselves with little regard for their eventual 
replacement.

When deciding whether or not to retire, heads of family businesses 
considered: their personal health, financial and psychological well-being, 
wealth transfer, continuity and viability of the company, owner transfer and 
leadership succession – in that order. Leadership succession was the last 
factor they considered.

This is not what you want to hear when you are an aging second-in-
command. The son or daughter of a business owner may assume dad is 
waiting for them to prove themselves ready, but he’s really waiting for the 
time when he feels ready to step down. It’s not about the next generation 
and what they’ve done for the company or if they are ready to assume 
leadership. It’s about whether the owner is ready to change and let go.

 
CONSIDER THOSE OUTSIDE THE FAMILY

A business owner who refuses to think about stepping down for a 
successor’s sake should consider it for the company’s sake. If a business 
owner is aging and the company does not have a succession plan, customers, 
suppliers, employees and anyone else with an interest in the business may 
become anxious about the company’s stability and doubt its future. Lack 

of information can cause tension, possibly compromising the company’s 
financial health and longevity. A well-communicated succession plan, 
however, reassures people the company is well positioned for the future.

 
START THE CONVERSATION

No one wants to think about getting older or the possibility of a parent 
dying, so the topic of the future is ignored. But this hurdle has to be overcome. 
It has to be discussed. It is not unheard of for a tragedy to strike a family-
business owner. If the subject of succession has never been broached, a 
business can end up in ruins due to a lack of planning and leadership.

 
CREATE A CLEAR TIMETABLE

Discussing the topic of succession doesn’t mean a company owner has to 
step down immediately. It’s not a coup; it’s a conversation. It means there is 
a schedule for delegating leadership to the next generation. Without set dates 
for specific events, employees may be perplexed by the chain of command and 
owners may linger long after they should have retired. Agree on a retirement 
date and determine when and how ownership shares will transfer.

Meet with family employees and critical non-family staff to review 
the succession plan, head off any problems and discuss any other related 
business issues. Keeping everyone informed as to who will take over the 
business and how the transition will work can prevent hurt feelings and 
confusion. Knowing the company’s future is on solid ground can motivate 
all employees, from the heir to the throne to the newest hire.

 
DETERMINE A POST-RETIREMENT ROLE

Some family-business owners can’t imagine a smaller role for 
themselves. If they can no longer be the boss, they want to walk away 
completely. Others stay on as a consultant for a while, which can make for a 
smooth transition or a confusing one, depending on how it is handled. Roles 
must be defined, and the successor should clearly be running the show. It’s 
good to determine a specified time to stay on as a consultant.

And the second or third generation to lead a company should learn 
from their succession experience so when their offspring are ready to take 
over, they hand over the reins at the optimum time in a smooth manner. 
To that end, maybe Prince William is learning something from watching 
Elizabeth and Charles. ■

The younger generaTion waiTs decades To Take over, and when They are 
finally in conTrol, They’ve losT The moTivaTion To grow The family business

by Judy kneiszel

know when to let go

BACK at the OFFICE   
September 2013
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F I L E

Ready foR 
anything

Garren Calkins, owner of Calkins 
Portable Toilets, Inc., is ready to 
hop in his pickup to deliver another 
restroom to a customer in the 
beautiful Vermont countryside. 
(Photos by Mark Collier)

T he northeast corner of Vermont 
– with its farm-dotted hills, 
country villages, lakes and forests 

– is known as the Northeast Kingdom. 
“We’re in our own little world here,” 
says Garren Calkins, owner of Calkins 
Portable Toilets Inc. in Danville, Vt. “It’s 
quieter, there’s lots of mountains, dirt 
roads, covered bridges.”

The famed Von Trapp family settled 
here and still runs a guest lodge. Tourists 
and sports enthusiasts are also drawn 
to the natural resources of the region. 
The attractions of the area have provided the base off of which 
Calkins has built up a successful portable restroom business. 

Calkins got started in 1983 when he heard the Danville 
Fair needed more restrooms. Enlisting the help of his uncle, he 
offered a solution. “My uncle, retired U.S. Air Force, decided 
to build four wooden outhouses with 35-gallon civil defense 
cans as the holding tanks,” he explains. The units were finished 
in time for the fair and were well received. And since he had 
been working with his brother who owned a septic pumping 
business he had a truck available to do the pumping.

Owners: Garren Calkins
Founded: 1983
Employees: Six, plus a pool of temps – mostly retirees
Service area: 75-mile radius from Danville, Vt.
Specialty: Portable sanitation
Website: www.calkinsportabletoilets.com

Calkins Portable Toilets, Inc.
Danville, Vermont

By BeTTy DageforDe

(continued)

From maple 
syrupin’ to 
mountain biking, 
Garren Calkins has 
been finding his 
portable sanitation 
niche in the rugged 
and beautiful 
Vermont woods for 
30 years

H

Vermont
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ARTHUR CUSTOM TANK
MID-STATE TANK

Mid-State Tank Co., Inc.
P.O. Box 317

Sullivan, IL 61951
Telephone: 800-722-8384

Fax: 217-728-8384

www.midstatetank.com

Tanks for your BusinessTanks fffor yyour BusinessTT

Contact: 
Gene for a quote or check on stock tanks

Manufactures of dependable stainless steel and 

aluminum pressure / vacuum tanks and trailers 

for the septic, industrial and portable trucks.

A.S.M.E. Certi�ed / D.O.T. Approved
 UL-142 Listed

Arthur Custom Tank is a subsidiary of Mid-State Tank

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

EASILY MOVE RESTROOMS

SUPER MONGO 
MOVER®

HITCH 
HAULER™

 • Move ADA Restrooms 
• Aluminum Frame
•  Available with 2, 4, 6 

or 8 wheels 
•  Easily Rides on Your Truck
• Ships UPS

 Carry A Restroom & Super 
Mongo Mover On Your 
Pickup or Sport Utility

Patented

 Toll Free: 866.599.3325
www.DealAssoc.com
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 ON THE GROW
With four units now on his hands, he sought out other 

events he could offer them to and soon found himself 
in business. He purchased nine more units, picked up 
some tips from PolyJohn Enterprises co-founder George 
Harding, and Buster Downing of G.A. Downing Company 
Inc. in Minot, Maine, and started knocking on doors.

Today he’s got close to 700 units in a mix of brands 
– Satellite Industries, PolyPortables Inc., and PolyJohn 
Enterprises – and a variety of colors. “We try to offer 
everybody what they want,” he says. Construction and 
special event units are kept separate. He also has 12 
PolyJohn hand-wash stations and 30 ADA-compliant 
and wheelchair-accessible units, with another 20 new 
ADA-compliant units from Five Peaks Technology. Units 
are hauled with his four 2000 to 2008 GMC and Chevy 

delivery trucks (all with lift gates) which 
carry between three and eight units, as well 
as a 12-unit Explorer trailer from McKee 
Technologies Inc. and an eight-unit carrier 
built from a converted snowmobile hauler.

He operates out of the same facility as 
an excavating business he started about the 
same time, Garren R. Calkins Excavating, which repairs, builds and installs 
septic systems. Their shared staff of six full timers is often supplemented 
with part-time and temporary help, mostly retirees, during busier periods.

 
FOUR SEASONS

The company has work year-round but what they do changes slightly 
with the season. For example, as spring nears and the maple tree sap begins 
to flow they provide units to the sugar houses who hold sugar-on-snow 
parties and open houses for the public. Construction, which accounts for 
about 65 percent of the company’s work, starts up again in late spring.

Summer brings in the backwoods campers such as Boy Scout troops 
and music camps and contests. The company provides portable restrooms 
and its own version of large-capacity backcountry hand-wash stations.

“We converted some freshwater holding tanks, put in some spigots – 
springloaded – so the graywater can just run on the ground,” Calkins says. 
Mountain biking is also becoming increasingly popular, especially with the 
Kingdom Trails, one of the top biking networks in the world. Besides portable 
restrooms, Calkins may consider offering shower trailers in the future.

For bigger summer concert attractions, he partners with other vendors 
because of the large number of units required. Some of their more notable 
concerts over the years have included the Grateful Dead and the homegrown 
rock band Phish.

In autumn, they’re busy with harvest festivals and fall color events 
for the tourists. This is also a popular time for weddings, as are spring and 
summer, as the region’s rustic wedding barns (remodeled old barns) have 
made the area trendy for destination weddings. Calkins will be ordering a 
Black Tie Products 22-foot restroom trailer (three stalls on the women’s side, 
one stall and three urinals on the men’s) specifically to get into this market. 
“We’re going to start off with one and gradually add as needed,” he says.

Business slows considerably in the winter, particularly construction, 
but winter sports do provide opportunities for work. For example, for the 
cross country skiers and snowshoers the company sets up units at crossroads 
and warming huts. At ski resorts, slope groomers with special attachments 
on their vehicles take the company’s units up the mountain for the lift 
attendants and bring them back down once a week for cleaning.

 
NORTHERN EXPOSURE

Winters are the most challenging for the company. Being only a few 
miles from the Canadian border, the season is typically long and severe. 
Temperatures can plunge to -30 degrees, which can cause the problem 
Calkins jokingly refers to as “frozen assets,” particularly when units get 
overused. “The trucks can’t service them, so we swap them out real quick, 
thaw them out and clean them up,” he says.

(continued)

“The trucks can’t service them, so we swap them out 
real quick, thaw them out and clean them up. We 
put saltwater in the holding tanks and fill the urinals 
with rock salt. We put windshield wash in the water 
to do the washing, then wipe it down real quick.”

garren CalkIns

Garren Calkins delivers a 
restroom to a construction site. 
He often grabs the morning 
delivery list and sets out to 
meet customers and make 
sure they remain happy with 
his company’s service.

The Calkins team includes (left to right) 
Bob Rotti, Brent Gadapee, Lera Gadapee, Garren 
Calkins, Lisa Farnsworth and Steve MacDonald.
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FOUR SEASONS
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NORTHERN EXPOSURE

Winters are the most challenging for the company. Being only a few 
miles from the Canadian border, the season is typically long and severe. 
Temperatures can plunge to -30 degrees, which can cause the problem 
Calkins jokingly refers to as “frozen assets,” particularly when units get 
overused. “The trucks can’t service them, so we swap them out real quick, 
thaw them out and clean them up,” he says.

(continued)

“The trucks can’t service them, so we swap them out 
real quick, thaw them out and clean them up. We 
put saltwater in the holding tanks and fill the urinals 
with rock salt. We put windshield wash in the water 
to do the washing, then wipe it down real quick.”
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Garren Calkins delivers a 
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meet customers and make 
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his company’s service.
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The company uses salt to limit those 
problems. Their newest service vehicle – a 
2012 International TerraStar built out by 
Amthor International with a Masport Inc. 
pump and an 800-gallon waste/200-gallon 
freshwater aluminum tank – has a third 
compartment for 200 gallons of saltwater 
brine. “We put saltwater in the holding 
tanks and fill the urinals with rock salt,” Calkins says. “We put windshield 
wash in the water to do the washing, then wipe it down real quick.” They also 
use products from Chempace Corporation and Walex Products Co.

The company installed side compartment tanks to carry saltwater 
brine on their other two vacuum trucks – a 2005 Freightliner M2 outfitted 
by Teamco out of Warwick, Quebec, Canada, with an 800-gallon waste/300-
gallon steel tank and a Wallenstein pump from Elmira Machine Industries, 
and a 2012 International TerraStar built out by Progress Vactruck with a 
750-gallon waste/250-gallon freshwater aluminum tank and a Conde pump.

 
HAVING FUN WITH IT

Calkins is not always just a behind-the-scenes guy when it comes to 
regional events. In the interest of community spirit, he’s had a few chances 
to showcase his line of work – all with a sense of humor. One year the theme 
for the annual Danville Fair was Open Door Community. It was meant to be 
a welcoming gesture, but Calkins put his own spin on it for the parade.

“I set up a load of portable [restrooms] 
on my 12-place trailer,” he says. “Maybe half 
of them had people in them with the door 
open. They wore shorts but they also had 
long pants that they had down by their ankles.” He says it brought a lot of 
laughs and won them the “best comments” float award.

On another occasion, one of the owners of the Thunder Road racetrack 
in Barre, Vt. approached him with an idea. Calkins has been sponsoring 

events and providing portable restrooms for the track for at least 25 years.
“About ten years ago the owner said, ‘Let’s have a porta-potty race,’” 

he says. There were four divisions, each with a driver and a four-man pit 
crew to push their entry down the straightaway. Each team built their 
unit in the spirit of “anything goes.” Calkins made a toilet-paper finish 
line, helped with flagging and passed out trophies – the Golden Throne 
award to the winner of the race and the Golden Plunger award for best 
design. The race was a big hit and is now an annual mid-season event.

 
REALITY CHECK

The Northeast Kingdom may sometimes feel like it’s in a 19th 
century time warp with its red barns, white steeples and country inns, 
but Calkins knows he’s got to keep up with the times. Current technology 
trends and tough competition from an out-of-town company pushing 
low prices have forced him to take a hard look at some of his current 

practices. He’s working on operating more efficiently and getting serious 
about Internet marketing.

“We’re going to stay calm,” he says. “We’re just going to work our way 
through it.” He’s talking to customers and working out some specials with 
the schools, but is going to stick to his prices. “If you’re in business you’ve got 
to make money,” he says. “It’s service that we try to provide.”

To reduce costs, Calkins has adjusted the size of his territory. At one 

Garren Calkins, owner of Calkins Portable Toilets, Inc. in Danville, 
Vt., has a special fondness for one of his employees – his girlfriend, 
Lisa Farnsworth. Farnsworth works in the office handling accounting 
functions and answering phones. She converted from part-time to 
full-time status in June 2013 when she retired from her career as an 
elementary school teacher specializing in math.

Last February, Calkins and Farnsworth took some time off and 
enjoyed a leisurely drive down to Indianapolis to attend the Pumper & 
Cleaner Environmental Expo International. They figured they’d make a 
few purchases while they were there – a 
truck, maybe some portable restrooms. 
But when the couple found themselves 
at the nearby Circle Centre Mall the first 
afternoon – following a few morning 
classes – they ended up with something 
Calkins claims was entirely unplanned. 
On the spur of the moment, they popped 
into the jewelry store, and before you 
know it they were picking out a diamond 
ring and a wedding band. 

That night, despite the lack of 
a surprise element, Calkins formally 
proposed. The Historic Canterbury Hotel 
helped him out by providing champagne, 
flowers and strawberries. “We went to 
the show to buy toilets,” he laughs, “and 
came home with a diamond ring.”

The big day will be sometime in the 
spring of 2014.

An Expo Engagement

Garren Calkins and Lisa 
Farnsworth show off the 
diamond engagement 
ring they bought during 
their visit to the Pumper 
& Cleaner Environmental 
Expo earlier this year.

Brent Gadapee uses a loader 
to move units around in 

the company yard. Calkins 
carries a restroom inventory 

from Satellite Industries, 
PolyPortables Inc., PolyJohn 
Enterprises and Five Peaks 

Technology.

Bob Rotti gets ready to pump 
a tank after it’s returned to the 
company yard.

time, he’d go nearly anywhere, but with rising 
fuel costs he’s had to rethink that practice. “We 
pulled in the territory three or four years ago 
because the ones on the outskirts just weren’t 
making the money,” he says. Today he tries to 
keep it to a 75-mile radius.

To increase business, he’s focusing more on the Internet, although 
he still has his phone book ad. He admits this is not his area of expertise 
so he’s working with a professional to update his website, improve search 
placement and develop smartphone apps for his customers so they can 
order service from anywhere.

 
A GOOD LIVING

Despite the slower-paced way of life in the Northeast Kingdom, Calkins 
has been able to draw on the unique assets of the region to bring in enough 
work to support his business and his family for 30 years. He’s especially 
proud he’s been able to put his five kids through college.

“That was a big thing,” he says. “I’m very fortunate to have been in the 
business.” ■
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MORE INFO

Calkins office manager 
Lera Gadapee organizes 
work orders for the 
week. The company is 
more and more turning 
to the Internet to attract 
customers, but still likes 
to offer old-fashioned 
personal attention when 
calls come in.
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EXPO SPOTLIGHT

Stealthy ‘Stump’ portable 
restroom draws a crowd
By Craig Mandli

One attention-grabbing portable sanitation product that debuted at the 
2013 Pumper & Cleaner Environmental Expo may have seemed out of place. 
But while the original concept behind the Stump from Nature Calls wasn’t as 
a portable restroom, that may be where the realistic tree truck design finds 
a niche.

According to the company’s general manager, Kurt Ludwigsen, the 
Stump came from an idea he came up with attending another tradeshow 
geared toward the outdoors market.

“I met some fellas who were making blinds at a hunting show toward 
the end of 2011 and saw the potential of the amazing realism of the product,” 
says Ludwigsen. “We talked over the coming months about making units 
without windows and built for one person instead of two or three.”

Next Ludwigsen had to answer whether a market for the product 
existed. That meant researching where his new restroom would be a fit. 
“We went into research and development, met with people in and out of the 
industry and collected data from some target venues like golf courses and 
campgrounds,” says Ludwigsen. “So far our product and process has seen 
great success across a few different vertical markets and we believe that we 
can do some great things with the portable sanitation industry.

“The Pumper & Cleaner Expo was the place we had pinpointed to show 
off the unit,” says Ludwigsen. “The reaction from the attendees was beyond 
our expectations. The first two days of the show, there wasn’t a slow minute 
at the booth. We routinely had 15 to 20 folks at the booth at any time and I felt 
like a barker at a carnival ... ‘Step right up and see the amazing tree stump!’ “ 

The Stump has no right angles or straight lines, with realistic bark-
textured surfaces. The interior of the polyurethane shell is 6 feet 10 inches 
tall, and the unit keeps weather and animals out and users comfortable 
year-round with floor-to-ceiling encapsulated insulation. It features a 

UV-stabilized hard surface, integrated rain drainage system, seamless 
construction, standard seat and urinal, a locking door with internal frame 
and a 60-gallon holding tank. The unit is about 8 feet tall and weighs 295 
pounds.

“The Stump is designed to become one with its surroundings,” explains 
Ludwigsen. “We’re not designed to compete with standard restrooms, but 
rather complement in placement. While a row of restrooms is perfect for the 
parking lots of Augusta National, our unit is designed to be right there on the 
15th fairway of the golf course. It’s light enough to be moved in and out for 
events, while sturdy enough for a 10-year placement and ongoing servicing.” 

The Stump is created from a mold of an actual 100-year-old oak tree at 
their facility outside Kerrville, Texas. Because the footprint is a circle instead 
of a square, there is ample interior space, Ludwigsen says. “It allows us 
to integrate different components into the unit without the constraints of 
corners,” says Ludwigsen. 

Ludwigsen was happy with the response from the Expo crowd. “We got 
a considerable amount of interest from rental companies as well as private 
buyers, and were fortunate enough to take several orders on the show floor,” 
says Ludwigsen. “We’re going to need a larger booth next year, as we’ll be 
bringing two units and potentially a new take on the European event urinals.” 
415/505-4318; www.naturecalls.com. ■

Kurt Ludwigsen, left, of Nature Calls, 
explains the features of The Stump 

restroom to a 2013 Pumper & Cleaner 
Environmental Expo visitor.

(Jim Kneiszel photo)
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Week-Long Odor Control
for Mild Climates

Other Great Portion Control Products from Walex
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KVPRO913

1,500 Gallon ‘Pro Series’ Aluminum

2,000 Gallon ‘Pro Series’ Aluminum

like us on facebook

1200 Gallon Aluminum ‘Bright Finish‘
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

2013 Ford 550XL
18,000 lb. G.V.W.R. , 300 Horsepower, Auto transmission,
Gasoline or diesel, AM/FM/CD,
Air Conditioned.

Re
st

ro
om

Va
cu

um
Se

rv
ic

e

Industries

Authorized Factory Master Distributor

KV0913:Layout 1 8/19/13  4:11 PM  Page 1

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

Comforts of Home Services 
847/856-8002  
www.cohsi.com
See ad page 31

JAG Mobile Solutions
800/815-2557  
ww.jagmobilesolutions.com

NuConcepts  
800/334-1065  
www.nuconcepts.com
See ad page 8

Trailer Series Commercial, Events, Luxury and 
Custom Design

Restroom, Showers, Laundry, 
Decontamination, Emergency 
Shower/Eyewash and Custom

JAG Fantastic, JAG Custom Luxury, 
JAG Cottage Series, JAG Versa, JAG 
Luxury Showers

Dual VIP Restroom Trailer

Lengths 10’ to 44’ 8’ to 53’ 8’ to 53’ 14’

Frame Construction Steel ASTM high-strength steel channels 
and tube

Structural I-Beam frame 8” steel tubing

Shell Construction Aluminum Steel-framed walls and roof to create 
a fully-welded cage structure

Seamless gel coat fiberglass 
laminated over aluminum wall/roof 
frames. Aluminum roof.

1/2” high density polyethylene plastic

Deck Construction Steel tube, marine-grade flooring 3/4” marine-grade plywood with 
vapor barrier

Seamless marine-grade AdvanTech 
over steel frame. Fully insulated.

Floor Joist Specs 2 by 2 tube steel Steel tube spaced 16” on center Enclosed steel tube, 16” on center

Weight Varies by trailer size 2,800 lbs to 15,000 lbs 3,000 lbs to 16,000 lbs 2,200 lbs

Interior Trim A wide range of commercial and 
designer luxury interiors available

Caulked solid oak trim standard or 
aluminum trim as a upgrade

Custom non-wood trim and custom 
wall options

Fixtures Dometic toilets, Kohler and Toto 
urinals

Solid  surface sinks, residential size 
toilets, HD all aluminum steps

Commercial grade available in a wide 
variety of colors and finishes

Flooring One piece linoleum Sheet vinyl (standard), coined rubber 
or spray-in rubber upgrades available

Heavy-duty commercial-grade 
flooring. Seamless. Wide variety of 
colors and finishes

Warranty Five years on axles, frame and tank. 
Two years on AC. One year on all else

5-year on frame, 3-year on 
everything else

Full 2-year warranty 1 year

Waste Tank Sizes Varies by trailer size 300 to 1,800 gallons. Tanks matched 
to trailer size

250 gallons to 2,000 gallons 2 x 40 gallons = 80 gallons

Fresh Tank Sizes Varies by trailer size 130 to 450 gallons fresh water tanks 78 gallons to 600 gallons 2 x 65 gallons = 130 gallons

Additional Standard 
Features

Sturdy step assemblies included. 
Electric brakes. LED lighting. Low 
water use fixtures, Custom crafted 
assembly. 20 amp electrics. Wide 
commercial grade doors. Amish 
crafted cabinetry.Multi-source sound 
systems. Theme lighting. Hand 
finished woodwork. Corian tops. Auto 
off faucets.Choice of exterior colors 
and interior designs. Wide range of 
floor plans.

All aluminum exterior to eliminate 
unsightly rust. Roof is one solid sheet 
of aluminum to reduce chances 
of leaks.  Steps and Handrails are 
aluminum and stainless steel to 
eliminate rust issues. Undercarriage 
has a extra layer of vapor barrier 
material to protect from moisture 
damage.  No cheap particle or chip 
boards used in construction.  Heavy 
duty steel care doors with hydraulic 
closures and Keyed alike locks.

LED interior lights. Air conditioning. 
Hot water. EZ Glide steps w/large 
porch. Battery back up. Heat. Solid 
surface counter tops. Stainless 
sinks. Metered faucets. Custom 
lighted valances. Aluminum wheels. 
Hidden stabilizer jacks. Built-in trailer 
skirting. Rivet-less exterior.

Solar powered, self contained, 
with no required electrical or water 
connections. Flushing toilet and 
enclosed sink. 125 average uses per 
trailer = 250 average uses per trailer. 
Designed to accommodate smaller 
events, and to provide an option for 
events with smaller budgets.

Options Cold weather packages. A range 
of on-board fresh water options. 
Baby change units. ADA compliant 
handicapped accessibility. Slide outs 
available for wider floor plans..

All trailers are fully customizable to 
our customers specifications.  We can 
be reached 7 days a week should you 
have any questions.

HDTV, CD/DVD, Touch Free Faucets, 
Granite Counters, Custom Exterior 
Colors, Extreme Winter Package

Air conditioning. Winterized package. 
Power converter. Warm water 
handwash. City water connection. 
Power roof vents. RV style dump 
valves.

VIP  TraIler DIrecTory
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 6 Hauler ......$2600.00 (12ft)
 8 Hauler ......$3300.00 (16ft)
 10 Hauler ......$3850.00 (20ft)
 12 Hauler ......$4300.00 (24ft)
 14 Hauler ......$4600.00 (28ft)
 16 Hauler ......$5400.00 (32ft)
 18 Hauler ......$6200.00 (36ft)
 20 Hauler ......$6800.00 (40ft)
Custom Lengths Also Available!

With National Tissue Company and Merfi n, you will benefi t from superior customer service, dependable 
on-time delivery, and expert-level recommendations to help you minimize product consumption.

Contact us today at 800-962-9588 

www.nationaltissue.com

NO MATTER THE APPLICATION
THE RIGHT PRODUCT IS ESSENTIAL

National Tissue Company and Merfi n
together, we’ve got you completely covered.

Tissue • Towels • Napkins • Wipers • Specialty • Full Line of Dispensing Systems
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574/892-5151  
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www.cohsi.com
See ad page 31
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800/815-2557  
ww.jagmobilesolutions.com

NuConcepts  
800/334-1065  
www.nuconcepts.com
See ad page 8
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urinals
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toilets, HD all aluminum steps

Commercial grade available in a wide 
variety of colors and finishes

Flooring One piece linoleum Sheet vinyl (standard), coined rubber 
or spray-in rubber upgrades available
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flooring. Seamless. Wide variety of 
colors and finishes
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5-year on frame, 3-year on 
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Full 2-year warranty 1 year
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250 gallons to 2,000 gallons 2 x 40 gallons = 80 gallons
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water use fixtures, Custom crafted 
assembly. 20 amp electrics. Wide 
commercial grade doors. Amish 
crafted cabinetry.Multi-source sound 
systems. Theme lighting. Hand 
finished woodwork. Corian tops. Auto 
off faucets.Choice of exterior colors 
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floor plans.

All aluminum exterior to eliminate 
unsightly rust. Roof is one solid sheet 
of aluminum to reduce chances 
of leaks.  Steps and Handrails are 
aluminum and stainless steel to 
eliminate rust issues. Undercarriage 
has a extra layer of vapor barrier 
material to protect from moisture 
damage.  No cheap particle or chip 
boards used in construction.  Heavy 
duty steel care doors with hydraulic 
closures and Keyed alike locks.

LED interior lights. Air conditioning. 
Hot water. EZ Glide steps w/large 
porch. Battery back up. Heat. Solid 
surface counter tops. Stainless 
sinks. Metered faucets. Custom 
lighted valances. Aluminum wheels. 
Hidden stabilizer jacks. Built-in trailer 
skirting. Rivet-less exterior.

Solar powered, self contained, 
with no required electrical or water 
connections. Flushing toilet and 
enclosed sink. 125 average uses per 
trailer = 250 average uses per trailer. 
Designed to accommodate smaller 
events, and to provide an option for 
events with smaller budgets.

Options Cold weather packages. A range 
of on-board fresh water options. 
Baby change units. ADA compliant 
handicapped accessibility. Slide outs 
available for wider floor plans..

All trailers are fully customizable to 
our customers specifications.  We can 
be reached 7 days a week should you 
have any questions.

HDTV, CD/DVD, Touch Free Faucets, 
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 I have a place for my purse 

MAXIM 3000
with optional sink and shelf

 This thing is far away.

 I can wash and dry my hands.

 I can stand up and go!

 There is sooooo much more room.

They finally made a portable
restroom I will use.

 

Learn more.
Call your Area Manager

or visit us on-line at
www.satelliteindustries.com

800-328-3332

Bıg
 Dıg

The

ON LOCATION

THE TEAM
The father-and-son team of Ken and Roger Winter are the 

president and vice-president of K. Winter Sanitation Inc., a 
portable restroom operator in Innisfil, Ontario, Canada, about 
50 miles north of Toronto. The company employs 19 people, in 
addition to Ken Winter and his wife Ruthann, who continue to 
work part time while they enjoy semi-retirement.

 
COMPANY HISTORY

The company was founded as the Ken Winter Company in 
1962, pursuing a broad range of business activities that included 
well digging, water pump repair, and portable restroom and septic 
service. Seeing an opportunity to rent the portable restrooms 
he was servicing, Ken Winter began to build his own units, and 
concentrated almost solely on the portable restroom business 
by the mid-1970s. As the units were manufactured, the company 

expanded its rental and 
service territory south to 
Toronto and about 80 miles to 
the north and west. 

The company currently 
owns and services about 

2,200 units, including 300 self-manufactured restrooms. Most of 
the inventory is from PolyJohn Enterprises, and about 200 units 

THE JOB: Union Station excavation
LOCATION: Toronto, Ontario, Canada
THE PRO: K. Winter Sanitation

(continued)

Tight underground work site and 
a crowded staging area challenge 
K. Winter Sanitation as it provides 
portable restrooms for the Union 
Station excavation in Toronto

                    By PETER KENTER

Construction crews outside the Union 
Station construction project in Toronto work 
on demolition and excavation. A Chantler’s 
Environmental Services restroom is seen in 
the background. (Photos by Peter Kenter)
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were purchased from Armal Inc. and 120 were supplied by Five Peaks 
Technology. K. Winter caters to a wide range of special events, but has a 
longstanding service relationship with the province’s construction industry, 
which accounts for 90 percent of the PRO’s business.

 
MAKING CONNECTIONS

K. Winter has worked with Carillion Canada on a wide array of large 
construction projects in the past, including hospitals, hotels, fire halls and 
shopping centers. As one of the largest construction companies in the 
country, its name is consistently attached to showcase projects.

 
THE MAIN EVENT

The City of Toronto’s Union Station is the city’s busiest transportation 
hub, serving as a terminal for train services by Via Rail and Amtrak, commuter 
rail operator GO Transit, and a subway station operated by the Toronto 
Transit Commission. Opened in 1927, the station is currently operating at 
capacity, with 250,000 commuters passing through its doors daily.

Preserving the historic building while increasing its capacity, Carillion 
Canada is currently excavating a new second level beneath the existing 
station floor level. The $640 million Union Station Revitalization Project 
will create space for two new GO Transit concourses, and a lower-level 
pedestrian retail concourse. 

Contractor EllisDon is simultaneously undertaking a second 
Union Station construction project involving platform and concourse 
improvements. Portable restroom service for that contract is provided 
by Chantler´s Environmental Services Limited of Hillsburg, Ontario, and 

includes units placed in extremely challenging service environments, 
alongside busy roadways and next to major excavations.

The historic Royal York Hotel across the street is also undergoing a 
facelift. At times, the massive downtown construction effort closes entire 
city blocks and severely restricts road traffic. 

 
BY THE NUMBERS

“Our contract began in 2010 with four construction portable restrooms 
with cold-water sinks,” says Roger Winter. “However, the project features 
phased construction, so we’re always adjusting the scope of the contract to 
suit the level of construction activity and the needs of the work crews.”

Four more units were added in August 2011. At the end of the month, 
Carillion requested a contract upgrade, with K. Winter supplying five of its 
modular portable units with warm-water sink, porcelain toilet and electric 
heaters.

Carillion next asked for units with wheels that could fit into a standard 
elevator. That request was met with a series of mini rollouts offering hand 
sanitizers and paper towels.

“But the construction workers wanted more privacy and a place to wash 
their hands with soap and warm water,” says Roger Winter.  “Our design team 
went to work to develop a modular unit on wheels with a collapsible roof 
that could pass through a 30-inch doorway, fit into a construction elevator 
and roll over most terrain, including the big dig at Union Station.”

The company delivered three of the new modular rolling units in 
January 2012 and now services five of them on site. Three of the units are 
inside the building on the site of the excavation, with two units located 
outside in a small staging yard. Service was initially scheduled once a week, 
but was gradually ramped up to five times per week.

“We’re proud to be the sanitation supplier for the Union 
Station project. It’s not only an important historic site – I also 
pass through there every time I catch a Toronto Maple Leafs 
hockey game at the Air Canada Centre a few blocks away.”

ROgER WINTER

(continued)

Right: The small staging yard 
outside of Union Station provides 
room for only a few vehicles. The 

K. Winter truck must frequently 
move to allow other construction 

vehicles to pass.

Below: Wayne Simmonds selects 
clean-up supplies for work on the 
portable restroom units inside the 

Union Station excavation.
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Pro Pumper 250

kentuckytank.com/proClick 
or Call 1.888.459.8265

•  16" x 46" x 93.5" with 
250 gallon capacity

•  Interlocking/stackable for 
easy shipping and in-lot handling

•  In-mold fork lift skids – 
NO pallet required!

•  In-mold handle makes 
positioning and pumping easy

•  One 10" pump out lid with 
steel tether included

• 7 threaded inlet fi ttings

• Patent pending

16 
Colors

Waste Holding Tank

 An honest price, excellent service and premium tools are signs of a professional. 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 components available. 

 800-699-7557
11200 Greenstone Ave. • Santa Fe Springs, CA 90670

562-944-0404 • Fax: 562-944-3636
www.vacpump.com

PUMPS

Like us on Facebook

 Sutorbilt Model 4MP

Shurfl o 2088

Pumptec 356 Burks DC10

 Masport Model HXL4V
Condé 12
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 KEEPIN’ IT CLEAN
“Initially we couldn’t get into the excavation site because of the low 

profile of the entranceway,” says Roger Winter. “We started with construction 
workers bringing the units out by forklift to our truck. One night while I was 
looking at our 20 service trucks, I noticed that one we had purchased from 
Vacutrux Limited had a very low tank profile. We switched service trucks and 
our driver was able to reach the units unassisted from then on.”

The service truck used on the site is a Ford F-550 with a low profile 
Vacutrux 600-gallon waste/400-gallon water/180-gallon steel mix tank. The 
vacuum pump is a Model 151 supplied by Wallenstein Pumps. A TOICO 
Industries water pump fills the water supply tanks.

“The biggest challenge on the Union Station site is scheduling a 

convenient time to service the units,” says Roger Winter. “We started by 
fitting the site into our normal daily route, but often there were too many 
trucks entering and exiting the site for our service driver to safely go in.”

A switch to 3 p.m. was more predictable for both site managers and 
service driver, but heavy construction traffic often left the driver cooling his 
heels. Ultimately, the service schedule was shifted to 6 a.m., just as doors are 
opening and the site is ramping up for business.

Service times range from one to two hours, depending on how often the 
service truck needs to move aside for a never-ending parade of cranes, trucks 
and excavators. Dust suppression efforts inside the building are paramount, 
and the truck frequently finds itself in the line of fire of misting spray.

The service driver pumps out sewage, recharges the water tanks and 
scrubs down the units, inserting deodorant supplied by J & J Chemical.

The service truck next moves on to other construction projects in the 
city, including a once-per-week service stop for three PolyJohn Enterprises 
units, also on behalf of Carillion, at a separate construction project about 
200 yards to the north. The truck then returns to home base, disposing of 
the waste in the K. Winter transfer station, where it’s later moved by a larger 
tanker truck to a local sewage plant.

 A LONG-TERM COMMITMENT
K. Winter will remain on the site for at least another two years as 

construction progresses, with the units following crews into the second 
excavation.

“We’re proud to be the sanitation supplier for the Union Station 
project,” says Roger Winter. “It’s not only an important historic site – I also 
pass through there every time I catch a Toronto Maple Leafs hockey game at 
the Air Canada Centre a few blocks away.” ■

Armal, Inc.
866/873-7796
www.armal.biz

Elmira Machine Industries/ 
Wallenstein Vacuum
800/801-6663
www.wallenstein.com

Five Peaks
866/293-1502
www.fivepeaks.net
(See ad page 11)

J & J Chemical Co. 
800/345-3303
www.jjchem.com
(See ad page 27)

PolyJohn Enterprises
800/292-1305
www.polyjohn.com
(See ad page 35)

TOICO Industries
888/935-1133
www.toico.com

Vacutrux Limited
800/305-4305
www.vacutrux.com

MORE INFO

“Our design team went to work to develop a modular unit 
on wheels with a collapsible roof that could pass through a 
30-inch doorway, fit into a construction elevator and roll over 
most terrain, including the big dig at Union Station.”

ROgER WINTER

Left: Technician Wayne Simmonds 
wipes down the interiors of construction 
restrooms at Toronto’s Union Station.

Below: Working in tight quarters, 
Simmonds unspools the suction hose 
from his Vacutrux rig.
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units, also on behalf of Carillion, at a separate construction project about 
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the waste in the K. Winter transfer station, where it’s later moved by a larger 
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 A LONG-TERM COMMITMENT
K. Winter will remain on the site for at least another two years as 

construction progresses, with the units following crews into the second 
excavation.

“We’re proud to be the sanitation supplier for the Union Station 
project,” says Roger Winter. “It’s not only an important historic site – I also 
pass through there every time I catch a Toronto Maple Leafs hockey game at 
the Air Canada Centre a few blocks away.” ■

Armal, Inc.
866/873-7796
www.armal.biz

Elmira Machine Industries/ 
Wallenstein Vacuum
800/801-6663
www.wallenstein.com

Five Peaks
866/293-1502
www.fivepeaks.net
(See ad page 11)

J & J Chemical Co. 
800/345-3303
www.jjchem.com
(See ad page 27)

PolyJohn Enterprises
800/292-1305
www.polyjohn.com
(See ad page 35)

TOICO Industries
888/935-1133
www.toico.com

Vacutrux Limited
800/305-4305
www.vacutrux.com

MORE INFO

“Our design team went to work to develop a modular unit 
on wheels with a collapsible roof that could pass through a 
30-inch doorway, fit into a construction elevator and roll over 
most terrain, including the big dig at Union Station.”

ROgER WINTER

Left: Technician Wayne Simmonds 
wipes down the interiors of construction 
restrooms at Toronto’s Union Station.

Below: Working in tight quarters, 
Simmonds unspools the suction hose 
from his Vacutrux rig.
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Site service products, padlocks, restroom, shower and specialty 
trailers can be great additions to your special event inventory. 
Here are some products for you to consider.

Custom 
restroom trailer
Custom 20-foot restroom 
trailers from Ameri-Can En-
gineering are designed spe-
cifically to particular needs. 
They feature a Flexx floor 
plan, and are available in ei-
ther a commercial- or events-
grade interior finish. The floor 
plan can be adapted for dif-
ferent numbers of mens’ and 
womens’ stalls. The middle 

compartment offers two additional stalls and two additional sinks for men 
or women to accommodate larger crowds. The plan can be tailored for con-
struction sites, festivals or special events without the need for additional 
trailers. The company will design, spec and price any floor plan at no ad-
ditional charge. 574/892-5151; www.ameri-can.com.

 
lowering restroom trailer
The Omega J-Series 
restroom trailers from 
AMS Global feature a 
Jets Vacuumerator sys-
tem that liquefies waste 
and paper products and 
can pump to a sewer up 
to 100 yards away. They 
flush using a pint of wa-
ter, so onboard waste 
tanks will hold more 
flushes. Frame walls are 
built using 1.5-inch tubular steel with durable granitized steel floors. The 
trailer is constructed of steel, composite fiberglass panels and aluminum. 
The chassis has been tested at over 16,000 pounds capacity and incorporates 
four 4,000-pound-lift remote-controlled jacks that reduce liability issues and 
achieve ADA compliance. 888/574-4222; www.amsglobal.us.

 

easy set-up trailer
The EMBASSY 10-W restroom 
trailer from ART Co. (A Restroom 
Trailer Company) is designed for 
fast and easy setup. The 10- by 
6-feet, two-station unit comes 
equipped with foldout steps and 
stabilizer scissor jacks. It is avail-

able in several exterior and interior color combinations to match existing 
fleet colors. Features include a 270-gallon waste tank, 74-gallon freshwater 
tank, a steel unibody frame, integral trailer skirting, a 2 5/16-inch trailer 
hitch, heavy-duty tongue jack, maple cabinetry and ducted heat and air 
conditioning. Options include hands-free faucets, push-button flush toilets, 
heat and winter packages, and simulated-hardwood vinyl flooring. 269/435-
4278; www.arestroomtrailer.com.

 
self-Contained 
shower trailer
The shower trailer from 
Black Tie Products fea-
tures self-contained op-
eration with an onboard 
1,200-gallon freshwater 
holding tank and gen-
erator. It features an 
attached stair system 
and sinks that extend 
from under the trailer 
for convenient handling 

during set-up and takedown. It is designed to promote efficient flow of a high 
volume of users, with two rooms each having eight individual shower stalls 
and private dressing areas along with six sinks, electrical outlets and mirrors 
attached to the outside of the trailer. It is ideal for use at high volume, multi-
day events. 877/253-3533; www.restroomtrailersonline.com.
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three-station 
restroom trailer
The three-station 14-foot 
restroom trailer from Com-
forts of Home Services 
features a 450-gallon waste 
tank that provides 1,125 to 
1,350 uses between servic-
ing. It offers three private 
restrooms, which can be 
unisex or gender specific. 
It comes standard with a 
13,500 Btu air conditioner 

and 5,600 Btu heat strip, which can keep the trailer comfortable down to 50 
degrees F (optional packages are available to operate the trailer in colder cli-
mates). The standard interior package includes white FRP walls with wood 
trim, choices of sheet vinyl floor, pedestal sinks, RV-style foot pedal flush toi-
let and a utility room. 630/906-8002; www.cohsi.com.

 
mobile entertainment trailer
The Mobile Entertain-
ment Center from JAG 
Mobile Solutions is 
designed for the sole 
purpose of entertaining 
and informing groups 
at events or worksites. It 
features a 92-inch HDTV 
viewable from the out-
side, weatherproof Bose 
sound system, Blu-ray 
player, mobile satellite 
receiver, public address system, onboard restroom and inside storage for 
ping pong, horseshoes and other outdoor games. It features seamless gel-
coat fiberglass, a molded aero nose cone for easy towing, large cargo doors 
and aluminum wheels. It is ideal for tailgating, NASCAR, corporate events, 
worker camps and anywhere large numbers of people need entertainment 
or information. It can be manufactured in a wide variety of sizes and con-
figurations. 800/815-2557; www.jagmobilesolutions.com.

 
rust-resistant 
eConomy padloCks
Brass economy padlocks from Lock 
America are available keyed alike in five 
distinct colors to match the most com-
mon portable restrooms. They feature 
durable chrome-plated brass shackles 
and brass bodies, making them virtually 
rustproof. They allow an operator to pre-
vent theft of paper products, which can 
be a significant long-term expense, deter 

vandalism and also provide better customer service by ensuring clean units. 
800/422-2866; www.laigroup.com.

 

eight-station 
sink trailer
The Portable Sink Trailer 
from MONSAM Enterprises 
is self-contained with ame-
nities designed for rapid de-
ployment, and can be cus-
tomized to suit individual 
needs. It features 100-gallon 
freshwater and 150-gallon 
wastewater tanks, eight sink 

stations with ADA faucets, optional electric- or propane-powered water 
heaters, water inlet/garden hose connections, soap dispensers, paper towel 
holders and mirrors. 800/513-8562; www.monsamsinks.com.

 
solar-powered restroom trailer
Solar-powered, self-
contained restroom 
trailers from NuCon-
cepts are designed for 
the special event mar-
ket where space, capac-
ity, electrical or water 
connections might be 
limited, such as wed-
dings/parties, sporting 
events, food festivals, outdoor community events and off-site movie/tele-
vision production locations. Features include solar operation, a 40-gallon 
freshwater tank, 65-gallon waste tank, incandescent lighting, enclosed stain-
less steel sink and flushing china toilet. Each restroom offers an average of 
125 uses between servicing. Options include air conditioning, powered roof 
vents, water heaters, interior heat, power converters and winterized units. 
800/334-1065; www.nuconcepts.com.

 
Vegas-themed 
restroom trailer
The Vegas Model restroom 
trailer from Rich Specialty 
Trailers is designed for spe-
cial events and weddings. 
The women’s side is roomy, 
enlarged to allow an open 
area in front of the stalls, and 
includes solid surface coun-
tertops and wall-to-wall 

makeup mirrors. Its Vegas décor features curved soffits over double vani-
ties. The exterior is available in a champagne/tan color. A suspended vanity 
includes a white porcelain sink with water-conserving faucets and a wa-
terproof countertop of hand-molded solid surface cobblestone. The men’s 
side includes a water-conserving urinal and a large, private toilet stall. It 
is easy to clean with rolled flooring and rubber wall baseboard trim. It is 
available with onboard freshwater and a winter package. 260/593-2279; 
www.richrestrooms.com. ■
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and 5,600 Btu heat strip, which can keep the trailer comfortable down to 50 
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By Bob Carlson

QUESTION: What are the differences between a code and a non-code vacu-
um tank?

Tad Boomer
Atlanta, Ga.

 
ANSWER: Very good question. There is a fundamental difference between code 
and non-code tanks. A code tank can be used to vacuum hazardous materials, 
such as chemicals and liquids deemed to be hazardous by the U.S. Environmen-
tal Protection Agency. Trucks carrying these tanks are often found in the oil-
fields sucking up various oils and chemicals. Then again, the code tank can be 
used for the liquids and materials that a non-code tank can pick up. The code 
tank is built to the ASME (American Society of Mechanical Engineers) code. 

The non-code vacuum tank can only be used to carry non-hazardous 
liquids and materials. It cannot be used to haul hazardous materials.

As you might expect, they are designed and built differently.
 

NON-CODE BASICS
For a non-code tank, manufacturers can build whatever they think will 

work when combined with accessories and equipment specified by the cus-
tomer. No outside authorities will inspect or verify how the tank was built. The 
manufacturer is responsible for the construction and for any warranties offered. 

During construction, the manufacturer rolls a shell into a circle and 
attaches flanged and dished heads, then installs the primary shut-off and 
the openings for intake and exhaust as needed. The tank is put on skids for 
truck-mounting and the tank construction is essentially complete.  

Overall, a non-code tank is basically anything a manufacturer feels safe 
building.

 
CODE IS MORE COMPLEX

The code tank is a different beast from the start. First, the builder must 
be a certified member of the ASME organization, which requires following 
an expensive process. A required inspection proves the shop can build pres-
sure and vacuum equipment and a detailed quality control manual must be 
furnished and approved by ASME.

Then the builder must register with an insurance company, such as 
Hartford or Commercial Union. They insure that the tank is built to the ASME 
Code. The entire process is time-consuming and costly. ASME certification 
costs $12,000 to $20,000 and lasts three years, when the process begins again.

Assuming the manufacturer is a member and gets the order to build a 
code tank, here is what the build process entails: 

First the manufacturer secures a drawing with the design and a com-
plete bill of materials to be used. This means documenting the entire process 
in a file. Then the materials are ordered and certified papers are delivered 

showing the type of steel and fittings to be used for the tank. The drawing will 
show how welds will be performed and the beveling required on the steel 
where the welds will go. 

The manufacturer must determine if the welds will be X-rayed. By 
choosing to be X-rayed, the welds must have 100 percent coverage. Another 
cost is incurred to hire the mobile X-ray provider. If the choice is to go with 
70 percent or more coverage along the welds, the manufacturer is required 
to buy thicker steel. The engineer specifies the thickness of steel that will 
work best, both for X-rayed and non-X-rayed tanks. The non-X-rayed tank is 
always made of heavier materials.

Before construction begins, a registered engineer must do the math to 
prove the tank materials can handle the required pressure and/or vacuum. 
These calculations are also included in the tank file. This cost is paid by the 
manufacturer; bigger shops have an engineer in-house and small shops 
may not.

 
EXPENSIVE PROCESS

At this point, the manufacturer has expended a lot of money and time 
and hasn’t started construction. Building the code tank requires certified 
welders on the job. If non-certified welders do some of the work, the tank is 
voided and the project must start over.  

The design is approved by the customer and the manufacturer can get 
to work on the tank. At various points during construction, the X-ray is done 
if needed. When the tank is complete, the insurance inspector gets involved. 
The inspector typically travels to the manufacturing facility, another cost 
paid by the builder. When the insurance agent signs off on the tank, it is 
deemed safe and can be insured.

Code tanks require rollover protection, usually consisting of rolled 
pipes in the shape of an inverted U. And they usually have vented fill caps in 
case the materials inside could build pressure.

A code tank requires a lot of bureaucracy and expense, but is very safe. 
That doesn’t mean the non-code tank is any less safe, however. That depends 
on the thoroughness of the manufacturing process and if the tank is used 
under the appropriate applications. ■

ThE MANufACTuRINg PROCESSES DIffER AND ThE COSTS Of CONSTRuCTION 
VARy SIgNIfICANTLy DEPENDINg ON whICh TyPE Of VACuuM TANk yOu ORDER

TRUCK CORNER
September 2013

Bob Carlson is author of Pumper 101: The Complete 
Guide to Owning and Operating a Vacuum Truck and 

has spent many years building and repairing trucks 
for the portable sanitation industry. Send questions for 

Carlson to truckcorner@promonthly.com.

Code vs. Non-Code Tanks

A code tank requires a lot of bureaucracy and expense, 
but is very safe. That doesn’t mean the non-code tank is any 
less safe, however. That depends on the thoroughness of 
the manufacturing process and if the tank is used under the 
appropriate applications.
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attaches flanged and dished heads, then installs the primary shut-off and 
the openings for intake and exhaust as needed. The tank is put on skids for 
truck-mounting and the tank construction is essentially complete.  
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sure and vacuum equipment and a detailed quality control manual must be 
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plete bill of materials to be used. This means documenting the entire process 
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may not.
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At this point, the manufacturer has expended a lot of money and time 
and hasn’t started construction. Building the code tank requires certified 
welders on the job. If non-certified welders do some of the work, the tank is 
voided and the project must start over.  
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if needed. When the tank is complete, the insurance inspector gets involved. 
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PORTABLE RESTROOM OPERATOR

TM

“The very day we found out we’d have to move our shop, somebody 
came through the door and said, ‘Do you want to buy Buck’s back?’ It 
was really a door closing, door opening, all in the same day.” They quickly 
jumped at the chance.

Today their business is exclusively portable restrooms, serving the 
100-mile-wide Willamette Valley. They’ve got about 1,500 Satellite Industries 
units — gray Tufways and Maxims (and a few white ones for weddings, and 
green units for their University of Oregon tailgating; “quack shacks,” they call 
them after the Oregon Ducks mascot), several ADA-compliant Freedoms 
and wheelchair-accessible Liberties — an Ameri-Can Engineering Crowd 
Pleaser restroom trailer, and two smaller Comfort Station trailers from 
Advanced Containment Systems, Inc. About 50 percent of their work is 
special events, including, in 2012, the U.S. Olympic track-and-field trials.

 

Making connections

The Welds live in Sweet Home so they’ve always had the hometown 
advantage for the Jamboree and Buck’s has done it since its beginning in 
1996. They feel confident they’ll retain the work as long as they provide good 
service and a reasonable price.

 

the Main event

In the early ’90s, when Sweet Home came up with an idea to help 
fund civic projects, this little town asked a big star to perform at their first 

country music festival. Surprisingly, Wynonna Judd said yes and the festival 
has attracted top talent ever since. In 2012, the 9,000 residents welcomed 
40,000 visitors August 3-5, most of whom camped out. Judd was back to help 
celebrate the Jamboree’s 20th anniversary, along with Rascal Flatts, Dierks 
Bentley, the Charlie Daniels Band, and enough performers for 22 shows on 
two stages. Other attractions included beer and wine gardens, merchandise 
booths and a kids’ zone. The event is held in a no-facilities, 20-acre park-like 
setting near the edge of the picturesque town.

 

By the nuMBers

The company brought in 265 units (20 Maxims, 10 Freedoms, 20 
Liberties, one Standing Room Only urinal unit, and the balance Tufways), 
three restroom trailers, and 73 hand-wash stations (half Satellite Industries 
Waves from the company’s inventory, the rest PolyPortables, Inc. Tag Alongs 
rented from a colleague).

Some 115 units, including five handicap-accessible, were set up at the 
main venue — a few at bus stops, the hospitality center, and parking lots, 
but the bulk in large banks, along with six to eight hand-wash stations, were 
placed at the four corners of the facility. The crew placed the ACSI trailers 
near the stage for the performers and the Ameri-Can Engineering trailer in 
the food court/beer garden, along with the urinal unit.

Thirty units and six hand-wash stations were arranged in two banks 
at a smaller, adjacent venue. The rest of the inventory was taken to 23 
campgrounds. Thirteen units were rented to individual campsites.

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

<<< The Buck’s team includes, from 
left, Milah Weld, Susie Sieg, Josh 
Wooley, Sten Weld, Scott Weld and 
Eric Brownrigg.

(continued)

the teaM

Lisa and Scott Weld, owners of Buck’s 
Sanitary Service in Eugene, Ore., have a 
staff  of 10 — an offi  ce worker, yard worker, 
part-time mechanic and seven drivers. 
Lisa works in the offi  ce answering phones 
and managing the creative and marketing 
side while Scott fi lls in on everything 
from management to running routes to 
maintenance. Five people worked on the 
Oregon Jamboree along with the Welds 
and their three children, Maren, 9; Milah, 
13; and Sten, 17; who are accustomed to 
helping out at events.

 

coMpany history

In April 2012, Lisa and Scott Weld 
bought Buck’s — for the second time. Th eir 
fi rst crack at it was in 1995 when Scott’s 
father heard the 20 -year-old business was 
having problems. Th e family made an off er 
to the founder and operated it for four 
years as an add-on to their trash and septic 
service business. In 1999, when Weld’s 
father retired, they sold it to a national 
solid waste company. Weld went to work 
for that company, then 10 years later tried 
his hand again at self-employment in the 
trash business. A few challenges cropped 
up, but they turned out to be fortuitous, 
says Lisa Weld.

(continued)

<<< Susie Sieg, of Buck’s Sanitary Service, 
unloads a Satellite Industries Maxim 3000 

restroom at the Oregon Jamboree.
(Photos by Peter Krupp)

tHe JoB: Oregon Jamboree
locAtIoN: Sweet Home, Ore.
tHe PRo: Buck’s Sanitary Service
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have to move our shop, somebody 
came through the door and said, 
‘Do you want to buy Buck’s back?’ 
It was really a door closing, door 
opening, all in the same day.”
Scott Weld
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At the oregon Jamboree 
music festival, the crew 
at Buck’s Sanitary Service 
provides service that singsprovides service that sings
BY BettY dAGeFoRde

 Let’s roLL

Eight times, Sunday through Wednesday, a caravan of three trailers 
made the hour-long drive up Interstate 5 from the company’s yard to the 
Jamboree site to deliver units. Two of their 15-year-old company-built 
trailers held 16 units each and a third trailer carried 20 (also company-built, 
using an Explorer receiver from McKee Technologies, Inc.). The company 
used service vehicles to pull the trailers.

Weld tried a new approach for the removal process. Sunday night 
and continuing Monday, the team pumped and moved all units to a single 
staging area, which he felt simplified the job. “It’s easier to send a driver to 
pick up toilets if they’re all in one spot,” he explains. “I probably spent a little 
bit extra labor, but at least you don’t have to send somebody with a map to 
go to this campground, get these six, go to another campground, get these 
eight. Then you start leaving sinks behind and the (handicap unit) doesn’t 
fit. It’s just a logistics nightmare trying to get the loads to work out.” During 
the week, they grabbed units as schedules permitted.

 

keepin’ it cLean

Jamboree organizers required someone be on site and available by 
radio at all times so Weld, his son and another member of the team stayed in 
a motor home at one of the campgrounds.

Venue units were serviced each night from 11 p.m. to 2 a.m. At 6:30 
a.m. they started in on the campground units, finishing around 9:30 a.m. 
During the day, they pumped out 20 RVs and 19 holding tanks — 10 at the 
two shower facilities and the balance for the food vendors.

Five service vehicles were used: A 2010 Peterbilt 335 and a 2008 
International 4300, both built out by Progress Vactruck with 1,500-gallon 
waste/500-gallon freshwater aluminum tanks; a 2001 Isuzu FTR from 
Workmate/FMI Truck Sales & Service with an 850-gallon waste/350-gallon 
freshwater steel tank; and two 2000 International 4700s built out by Lely 
Manufacturing Inc. with 750-gallon waste/350-gallon freshwater steel tanks. 
All have Masport pumps.

Waste was transported to the company’s yard each night and transferred 
to a 20,000-gallon tank. From there, another pumping contractor picked up 
the waste and disposed of it by land application.

 

saMe But different

In one sense, Weld was an old pro at this event, so it was “pretty much 
business as usual,” he says. On the other hand, the size and scope had 
changed significantly over the years — their first year, they brought in 60 
units for one venue and four campgrounds. “That was the most difficult 
thing for me,” he says. “So I had to get my act together.” He quickly got his 
arms around it. “You’ve got to just scratch your head and kick it in gear and 
go. We didn’t stop moving all weekend.” ■

Advanced Containment 
Systems, Inc.
800/927-2271
www.acsi-us.com

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

Lely Manufacturing, Inc.
800/334-2763
www.lelyus.com

Masport, Inc.
800/228-4510
www.masportpump.com

McKee Technologies - 
Explorer Trailers
866/457-5425
www.mckeetechnologies.com
(See ad page 46)

PolyPortables, Inc.
800/241-7951
www.polyportables.com
(See ad page 33)

Progress Vactruck
800/467-5600
www.progressvactruck.com

Satellite Industries
800/328-3332
www.satelliteindustries.com
(See ad page 27)

Workmate/FMI Truck  
Sales & Service
800/927-8750
www.fmitrucks.com

MORE INFO

^^^ Milah Weld helps out her father’s crew, keeping restrooms and hand-wash 
stations stocked with soap and paper products at the Oregon Jamboree, includ-
ing these Wave sinks from Satellite Industries.

^^^ Satellite Industries Tufway restrooms are lined up and ready to go before the 
Oregon Jamboree, complete with lighting strung in the front of the units.
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Nashville’s Brandon 
McNeely brings special 
events expertise to country 
stars, backyard parties

Page 10
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F I L E

W hen Brandon McNeely graduated college about 
eight years ago, he couldn’t see himself working in 
an offi  ce-cubicle environment, even though he had 

just earned a bachelor’s degree in fi nance and economics.
Soon after, McNeely began working as an estate manager 

for country music star Ronnie Dunn, of Brooks & Dunn 
fame, a job that requires regular 10-hour days overseeing the 
performer’s 17-acre residence and 250-acre farm. As his work 
duties bounced him back and forth between the properties, 
McNeely learned he enjoys the energy and excitement 
surrounding fundraisers and other big events that drew large, 
well-dressed crowds to Dunn’s properties.

McNeely fi gured there must be a way for a businessman 
with entrepreneurial instincts to become a regular part of that 
excitement. He sifted through various ideas, but when nothing 
took root, he returned to college about three years ago to get a 
master’s degree in fi nance and economics.

RESEARCHING THE MARKET
A few months after earning his master’s degree in 

May 2011, McNeely stumbled onto his niche while reading 

An estate manager for a country star in 
Nashville saw the potential for restroom 
trailer service and dialed in to land exclusive 
outdoor events. By PaTrICK dUrKIn

MOJOMOJO
Music City

Owners: Brandon and Kristeen McNeely
Employees: 2
Service area: 100-mile radius of Nashville, Tenn.
Specialty: Upscale portable sanitation for weddings and special events
Affi liations: Portable Sanitation Association International, National 
Association of Catering and Events, Tennessee Wedding and Events 
Specialists Association
Website: www.poshprivy.com

PoshPrivy Nashville, Tenn.
★
Tennessee

(continued)

Working for singer Ronnie Dunn, 
Brandon McNeely recognized a need 
for portable sanitation at upscale 
parties. So he started PoshPrivy, 
where this compact Comforts of Home 
restroom trailer is a popular offering.
(Photos by Patrick Durkin)

about a specialty restroom service company in an online news story. The 
concept of renting posh privies for business, family or formal affairs might 
offer everything he desired: independence, flexible hours, fun and exciting 
events, a service that won’t fade away, and weekend work that allows him to 
keep the “day job” he loves.

Still, McNeely knew better than to jump 
into a business before studying and analyzing 
the idea further. His analysis of the Nashville 
area’s ability to support a boutique, high-end 
portable restrooms company led him to Atlanta. 
He spent a day there with the owner of an 

upscale portable sanitation company, and 
the trip reinforced that his business idea 
was solid.

In January 2012, McNeely and his 
wife, Kristeen, put his plan into action. He 
takes a conservative approach to building 
PoshPrivy. “This business is a baby right 
now, and we want to pay for everything 
as we go,” he says. “I don’t believe in 
assuming debt. I’ll get where I want to go 

by adding one or two trailers at a time as I can pay for them.”
McNeely bought his first restroom trailer in early 2012 from a portable 

restroom company in Michigan that was shedding some inventory. This 6-by-
8-foot restroom trailer – which he calls “The Petite” – includes a 300-gallon 
internal waste tank and a 125-gallon onboard freshwater tank. McNeely 
brought the two-stall 2010 Comforts of Home trailer back to Nashville, and 
then remodeled it. “It was our first unit, so I wanted to make sure it had a 
modern, upscale look and feel,” McNeely says.

He started the makeover by removing the unit’s free-standing pedestal 
sink, replacing vinyl for hardwood-style flooring, then installing designer 
lighting, floating vanities and automatic touchless faucets. To finish, he 
repainted the interior with an up-to-date color scheme.

Next he bought a new 2012 three-stall Porta Pal restroom trailer from Rich 
Specialty Trailers. The 13- foot restroom trailer – which he calls “The Polished” 
– has a 400-gallon internal waste tank and a 105-gallon freshwater tank.

In fall 2012, McNeely added “The Plush,” an Alpha Mobile Solutions 
Signature Series 3 featuring two private women’s rooms and one room 
for men. It comes with a 500-gallon internal waste tank and 125-gallon 
freshwater tank. Each restroom features amenities including vessel sinks, 

(continued)

Brandon McNeely wants people to be talking 
about PoshPrivy’s restroom trailers the minute they 
walk out the door, no matter who they are and what 
the event. After all, people wearing wedding gowns, 
tuxedos and fine footwear expect five-star restroom 
accommodations.

“Using a portable restroom doesn’t have to be 
a cringe-worthy deal,” McNeely says. “We’re a bou-
tique business. Our restroom trailers are unique and 
designed specifically for special events. We try to re-
ally ‘wow’ people. They can’t believe how nice our 
trailers are. Most people have never seen anything 
like them.” 

Here are some of the ways McNeely markets to 
VIP customers:

 
Pricing options
In addition to the trailers, PoshPrivy offers two price packages. The 

basic package is just the trailer with toiletries. For an additional cost, Mc-
Neely provides a ‘signature’ package, which includes flowers, fresh mints, 
LED candles, indoor-outdoor rugs and a personalized chalkboard message. 
He also sets out amenity baskets. “When your niche is special events, you 
must cater to high expectations and meet them,” he says.

 
Show it off
McNeely uses PoshPrivy’s website to give customers a virtual tour 

of his restroom trailers. “Our website is clean and easy to navigate. We 
describe our features under ‘Products and Pricing’ and show them in our 
‘Gallery.’ Our trailers offer so many advantages, and pictures tell that story. 
People look at photos of our trailers and say, ‘I’ve got to have that.’ Once we 
roll in and set them up, they walk into something special.”

 
Plush interiors
If anyone still has doubts about portable restroom luxury after study-

ing the online photos, McNeely offers guided tours of the trailers and their 
luxurious interiors at his storage site. “Some customers just need to see 
things in person to be convinced, and I have no problem with that,” he 
says. “But that doesn’t happen too often.” When it does, though, it allows 
McNeely to discuss possible upgrades as clients inspect the trailers.

Tips for Bringing 
the “Wow” Factor

“I want to be part of my 
client’s event … I’m genuinely 
interested in being part of 
a great wedding, reunion or 
whatever. When you deal with 
brides and brides’ mothers, they 
want the best. This is not just a 
business proposition for them.”

Brandon Mcneely

>>> Brandon McNeely 
set up shop at home for his 
boutique restroom service, 
PoshPrivy. He operates 
the business with his wife, 
Kristeen, in Nashville.

^^^ As part of PoshPrivy’s 
Signature Service, Brandon 
McNeely places flowers and a 
personalized chalkboard message 
of congratulations in his Comforts 
of Home trailer.

floating vanities, Corian countertops, stereo, 
ceramic floors and flatscreen TVs.

Rounding out his inventory is “The Premiere” 
trailer, another upscale unit made by Rich Specialty Trailers, which McNeely 
subleases through a partnership with Portable Restrooms LLC. in Charlotte, 
N.C. This large two-suite trailer – which has a 600-gallon internal waste tank 
and 200-gallon freshwater tank – includes a working fireplace, as well as hot 
water, solid marble and granite countertops, designer vanities, and heating 
and air conditioning for full climate control.

 
TARGETING CUSTOMERS

When McNeely was assembling his inventory, he contacting his target 
markets to alert them to his fledgling business. He services the Nashville 
area and roughly 100 miles in all directions in middle Tennessee, going after 
weddings, festivals, large reunions, corporate fundraisers and other events.

McNeely puts himself at the center of the business as the contact person 
and chief problem-solver. He handles all email communication, and every 
call placed to PoshPrivy routes to his personal phone.

“I want to be part of my client’s event,” he says. “I take time to make 
them feel comfortable with me, and assure them I’m genuinely interested 
in being part of a great wedding, reunion or whatever. When you deal with 
brides and brides’ mothers, they want the best. This is not just a business 
proposition for them.”

McNeely believes PoshPrivy’s website and targeted email campaigns 
play key roles in establishing and building the company’s unique brand. His 
maxim is “Redefining the portable restroom experience.” That starts with 
a “clean,” simple website that projects PoshPrivy’s upscale niche. He also 
works hard to ensure the company pops up prominently when people search 
for upscale portable restrooms on Google or other Internet search engines.

 OUTDOOR EVENTS
“If people can’t find you quickly with Google, you don’t exist,” McNeely 

says. “And once they find you, your website must instantly project your 
brand and what you’re all about. You don’t have to say much, but you have 
to say it right.”

That doesn’t mean McNeely just flipped a switch and waited for 
business to build. He also networks with job-related companies to spread 
his message by word-of-mouth.

“I started going around to party-tent rental companies because our 
business is mostly geared toward outdoor 
events,” McNeely says. “Probably 70 percent 
of our business (has been) from their 
referrals.”

At the same time, he targeted event 
planners to raise awareness of PoshPrivy. 
For that, targeted emails generate results.

“I spent a couple of days compiling an 
email list of every event planner I could find 
around Nashville and middle Tennessee,” 
McNeely says. “I use a service called 
MailChimp, which helps me design letters 
to target event planners who might need my 
restroom trailers. MailChimp works much 
better than traditional mail. Event planners 
need to think of you when giving portable 
restroom options to their clients.”

Finally, McNeely – who doesn’t own 
a vacuum truck – partners with a local 

company to pump out the trailers before hauling them home from the event 
site. “Most of the events we service last a half-day or so, which means we 
usually don’t have to pump them until they’re ready to be removed,” he 
explains. “It’s less trouble for everyone if we get them pumped on the job 
site right after the event.”

 
SELL YOURSELF

All the while, McNeely builds business through face-to-face contact. 
“Once we’re in touch with companies that can help us, I try to meet with the 
owners and essentially sell myself and our product to them,” he said.

Part of “selling himself” means being an expert in the field. Before 
launching his venture, McNeely joined the Portable Sanitation Association 
International and attended its annual convention and trade show in 2011. While 
there, he attended seminars and talked with experts to broaden his knowledge.

More recently, he joined the National Association of Catering and Events 
to learn all he can about events and how best to service them. He also plans 
to join the Tennessee Wedding and Events Specialists Association this year. 
“The more I can network with experts in those areas – people who also need 
my trailers – the more I’ll learn, and the more ideas and referrals I’ll get.”

Meanwhile, he provides personal touches to complement his restroom 
trailers. That includes mints, amenity baskets, flower bouquets in the 
women’s side of the trailers, a personal message for the bride and groom on 
a chalkboard, and tiki lights that illuminate the path to the trailers after dark.

After all, the more McNeely does to make his portable restrooms 
pleasing, and perhaps even memorable, the greater the chance he’ll never 
have to work from the confines of an office cubicle. ■

Alpha Mobile Solutions
877/789-1213
www.alphamobilesolutions.com

Comforts of Home Services Inc.
630/906-8002
www.cohsi.com
(See ad page 19)

Rich Specialty Trailers
260/593-2279
www.richrestrooms.com

MORE INFO

“If people can’t find you quickly with Google, you don’t exist. 
And once they find you, your website must instantly project 
your brand and what you’re all about. You don’t have to say 
much, but you have to say it right.”

Brandon Mcneely

^^^ McNeely adjusts the 
wastewater outlet valve on one 
of his restroom trailers.

^^^ McNeely runs a power cord to his Porta Pal unit from 
Rich Restrooms. Music City customers organizing backyard 
weddings and special events want a lot of amenities when 
shopping for portable sanitation units.

POSTERS 
Starting At
$35

Sizes: 24" x 30" & 36" x 45"

floating vanities, Corian countertops, stereo, 
ceramic floors and flatscreen TVs.

Rounding out his inventory is “The Premiere” 
trailer, another upscale unit made by Rich Specialty Trailers, which McNeely 
subleases through a partnership with Portable Restrooms LLC. in Charlotte, 
N.C. This large two-suite trailer – which has a 600-gallon internal waste tank 
and 200-gallon freshwater tank – includes a working fireplace, as well as hot 
water, solid marble and granite countertops, designer vanities, and heating 
and air conditioning for full climate control.

 
TARGETING CUSTOMERS

When McNeely was assembling his inventory, he contacting his target 
markets to alert them to his fledgling business. He services the Nashville 
area and roughly 100 miles in all directions in middle Tennessee, going after 
weddings, festivals, large reunions, corporate fundraisers and other events.

McNeely puts himself at the center of the business as the contact person 
and chief problem-solver. He handles all email communication, and every 
call placed to PoshPrivy routes to his personal phone.

“I want to be part of my client’s event,” he says. “I take time to make 
them feel comfortable with me, and assure them I’m genuinely interested 
in being part of a great wedding, reunion or whatever. When you deal with 
brides and brides’ mothers, they want the best. This is not just a business 
proposition for them.”

McNeely believes PoshPrivy’s website and targeted email campaigns 
play key roles in establishing and building the company’s unique brand. His 
maxim is “Redefining the portable restroom experience.” That starts with 
a “clean,” simple website that projects PoshPrivy’s upscale niche. He also 
works hard to ensure the company pops up prominently when people search 
for upscale portable restrooms on Google or other Internet search engines.

 OUTDOOR EVENTS
“If people can’t find you quickly with Google, you don’t exist,” McNeely 

says. “And once they find you, your website must instantly project your 
brand and what you’re all about. You don’t have to say much, but you have 
to say it right.”

That doesn’t mean McNeely just flipped a switch and waited for 
business to build. He also networks with job-related companies to spread 
his message by word-of-mouth.

“I started going around to party-tent rental companies because our 
business is mostly geared toward outdoor 
events,” McNeely says. “Probably 70 percent 
of our business (has been) from their 
referrals.”

At the same time, he targeted event 
planners to raise awareness of PoshPrivy. 
For that, targeted emails generate results.

“I spent a couple of days compiling an 
email list of every event planner I could find 
around Nashville and middle Tennessee,” 
McNeely says. “I use a service called 
MailChimp, which helps me design letters 
to target event planners who might need my 
restroom trailers. MailChimp works much 
better than traditional mail. Event planners 
need to think of you when giving portable 
restroom options to their clients.”

Finally, McNeely – who doesn’t own 
a vacuum truck – partners with a local 

company to pump out the trailers before hauling them home from the event 
site. “Most of the events we service last a half-day or so, which means we 
usually don’t have to pump them until they’re ready to be removed,” he 
explains. “It’s less trouble for everyone if we get them pumped on the job 
site right after the event.”

 
SELL YOURSELF

All the while, McNeely builds business through face-to-face contact. 
“Once we’re in touch with companies that can help us, I try to meet with the 
owners and essentially sell myself and our product to them,” he said.

Part of “selling himself” means being an expert in the field. Before 
launching his venture, McNeely joined the Portable Sanitation Association 
International and attended its annual convention and trade show in 2011. While 
there, he attended seminars and talked with experts to broaden his knowledge.

More recently, he joined the National Association of Catering and Events 
to learn all he can about events and how best to service them. He also plans 
to join the Tennessee Wedding and Events Specialists Association this year. 
“The more I can network with experts in those areas – people who also need 
my trailers – the more I’ll learn, and the more ideas and referrals I’ll get.”

Meanwhile, he provides personal touches to complement his restroom 
trailers. That includes mints, amenity baskets, flower bouquets in the 
women’s side of the trailers, a personal message for the bride and groom on 
a chalkboard, and tiki lights that illuminate the path to the trailers after dark.

After all, the more McNeely does to make his portable restrooms 
pleasing, and perhaps even memorable, the greater the chance he’ll never 
have to work from the confines of an office cubicle. ■
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your brand and what you’re all about. You don’t have to say 
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^^^ McNeely runs a power cord to his Porta Pal unit from 
Rich Restrooms. Music City customers organizing backyard 
weddings and special events want a lot of amenities when 
shopping for portable sanitation units.
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McNeely believes PoshPrivy’s website and targeted email campaigns 

play key roles in establishing and building the company’s unique brand. His 
maxim is “Redefining the portable restroom experience.” That starts with 
a “clean,” simple website that projects PoshPrivy’s upscale niche. He also 
works hard to ensure the company pops up prominently when people search 
for upscale portable restrooms on Google or other Internet search engines.
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referrals.”

At the same time, he targeted event 
planners to raise awareness of PoshPrivy. 
For that, targeted emails generate results.

“I spent a couple of days compiling an 
email list of every event planner I could find 
around Nashville and middle Tennessee,” 
McNeely says. “I use a service called 
MailChimp, which helps me design letters 
to target event planners who might need my 
restroom trailers. MailChimp works much 
better than traditional mail. Event planners 
need to think of you when giving portable 
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a vacuum truck – partners with a local 

company to pump out the trailers before hauling them home from the event 
site. “Most of the events we service last a half-day or so, which means we 
usually don’t have to pump them until they’re ready to be removed,” he 
explains. “It’s less trouble for everyone if we get them pumped on the job 
site right after the event.”

SELL YOURSELF
All the while, McNeely builds business through face-to-face contact. 

“Once we’re in touch with companies that can help us, I try to meet with the 
owners and essentially sell myself and our product to them,” he said.

Part of “selling himself” means being an expert in the field. Before 
launching his venture, McNeely joined the Portable Sanitation Association 
International and attended its annual convention and trade show in 2011. While 
there, he attended seminars and talked with experts to broaden his knowledge.

More recently, he joined the National Association of Catering and Events 
to learn all he can about events and how best to service them. He also plans 
to join the Tennessee Wedding and Events Specialists Association this year. 
“The more I can network with experts in those areas – people who also need 
my trailers – the more I’ll learn, and the more ideas and referrals I’ll get.”

Meanwhile, he provides personal touches to complement his restroom 
trailers. That includes mints, amenity baskets, flower bouquets in the 
women’s side of the trailers, a personal message for the bride and groom on 
a chalkboard, and tiki lights that illuminate the path to the trailers after dark.

After all, the more McNeely does to make his portable restrooms 
pleasing, and perhaps even memorable, the greater the chance he’ll never 
have to work from the confines of an office cubicle. ■

Alpha Mobile Solutions
877/789-1213
www.alphamobilesolutions.com

Comforts of Home Services Inc.
630/906-8002
www.cohsi.com
(See ad page 19)

Rich Specialty Trailers
260/593-2279
www.richrestrooms.com

MORE INFO

^^^ McNeely adjusts the 
wastewater outlet valve on one
of his restroom trailers.

about a specialty restroom service company in an online news story. The 
concept of renting posh privies for business, family or formal affairs might 
offer everything he desired: independence, flexible hours, fun and exciting 
events, a service that won’t fade away, and weekend work that allows him to 
keep the “day job” he loves.

Still, McNeely knew better than to jump 
into a business before studying and analyzing 
the idea further. His analysis of the Nashville 
area’s ability to support a boutique, high-end 
portable restrooms company led him to Atlanta. 
He spent a day there with the owner of an 

upscale portable sanitation company, and 
the trip reinforced that his business idea 
was solid.

In January 2012, McNeely and his 
wife, Kristeen, put his plan into action. He 
takes a conservative approach to building 
PoshPrivy. “This business is a baby right 
now, and we want to pay for everything 
as we go,” he says. “I don’t believe in 
assuming debt. I’ll get where I want to go 

by adding one or two trailers at a time as I can pay for them.”
McNeely bought his first restroom trailer in early 2012 from a portable 

restroom company in Michigan that was shedding some inventory. This 6-by-
8-foot restroom trailer – which he calls “The Petite” – includes a 300-gallon 
internal waste tank and a 125-gallon onboard freshwater tank. McNeely 
brought the two-stall 2010 Comforts of Home trailer back to Nashville, and 
then remodeled it. “It was our first unit, so I wanted to make sure it had a 
modern, upscale look and feel,” McNeely says.

He started the makeover by removing the unit’s free-standing pedestal 
sink, replacing vinyl for hardwood-style flooring, then installing designer 
lighting, floating vanities and automatic touchless faucets. To finish, he 
repainted the interior with an up-to-date color scheme.

Next he bought a new 2012 three-stall Porta Pal restroom trailer from Rich 
Specialty Trailers. The 13- foot restroom trailer – which he calls “The Polished” 
– has a 400-gallon internal waste tank and a 105-gallon freshwater tank.

In fall 2012, McNeely added “The Plush,” an Alpha Mobile Solutions 
Signature Series 3 featuring two private women’s rooms and one room 
for men. It comes with a 500-gallon internal waste tank and 125-gallon 
freshwater tank. Each restroom features amenities including vessel sinks, 

(continued)

Brandon McNeely wants people to be talking 
about PoshPrivy’s restroom trailers the minute they 
walk out the door, no matter who they are and what 
the event. After all, people wearing wedding gowns, 
tuxedos and fine footwear expect five-star restroom 
accommodations.

“Using a portable restroom doesn’t have to be 
a cringe-worthy deal,” McNeely says. “We’re a bou-
tique business. Our restroom trailers are unique and 
designed specifically for special events. We try to re-
ally ‘wow’ people. They can’t believe how nice our 
trailers are. Most people have never seen anything 
like them.” 

Here are some of the ways McNeely markets to 
VIP customers:

 
Pricing options
In addition to the trailers, PoshPrivy offers two price packages. The 

basic package is just the trailer with toiletries. For an additional cost, Mc-
Neely provides a ‘signature’ package, which includes flowers, fresh mints, 
LED candles, indoor-outdoor rugs and a personalized chalkboard message. 
He also sets out amenity baskets. “When your niche is special events, you 
must cater to high expectations and meet them,” he says.

 
Show it off
McNeely uses PoshPrivy’s website to give customers a virtual tour 

of his restroom trailers. “Our website is clean and easy to navigate. We 
describe our features under ‘Products and Pricing’ and show them in our 
‘Gallery.’ Our trailers offer so many advantages, and pictures tell that story. 
People look at photos of our trailers and say, ‘I’ve got to have that.’ Once we 
roll in and set them up, they walk into something special.”

 
Plush interiors
If anyone still has doubts about portable restroom luxury after study-

ing the online photos, McNeely offers guided tours of the trailers and their 
luxurious interiors at his storage site. “Some customers just need to see 
things in person to be convinced, and I have no problem with that,” he 
says. “But that doesn’t happen too often.” When it does, though, it allows 
McNeely to discuss possible upgrades as clients inspect the trailers.

Tips for Bringing 
the “Wow” Factor

“I want to be part of my 
client’s event … I’m genuinely 
interested in being part of 
a great wedding, reunion or 
whatever. When you deal with 
brides and brides’ mothers, they 
want the best. This is not just a 
business proposition for them.”

Brandon Mcneely

>>> Brandon McNeely 
set up shop at home for his 
boutique restroom service, 
PoshPrivy. He operates 
the business with his wife, 
Kristeen, in Nashville.

^^^ As part of PoshPrivy’s 
Signature Service, Brandon 
McNeely places flowers and a 
personalized chalkboard message 
of congratulations in his Comforts 
of Home trailer.

“If people can’t find you quickly with Google, you don’t exist,” McNeely 
says. “And once they find you, your website must instantly project your 
brand and what you’re all about. You don’t have to say much, but you have 

That doesn’t mean McNeely just flipped a switch and waited for 
business to build. He also networks with job-related companies to spread 

“I started going around to party-tent rental companies because our 
business is mostly geared toward outdoor 

“If people can’t find you quickly with Google, you don’t exist,” McNeely 
says. “And once they find you, your website must instantly project your 
brand and what you’re all about. You don’t have to say much, but you have 
to say it right.”

That doesn’t mean McNeely just flipped a switch and waited for 
business to build. He also networks with job-related companies to spread 
his message by word-of-mouth.

“I started going around to party-tent rental companies because our 
business is mostly geared toward outdoor 
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COVER STORY

F I L E

W hen Brandon McNeely graduated college about 
eight years ago, he couldn’t see himself working in 
an offi  ce-cubicle environment, even though he had 

just earned a bachelor’s degree in fi nance and economics.
Soon after, McNeely began working as an estate manager 

for country music star Ronnie Dunn, of Brooks & Dunn 
fame, a job that requires regular 10-hour days overseeing the 
performer’s 17-acre residence and 250-acre farm. As his work 
duties bounced him back and forth between the properties, 
McNeely learned he enjoys the energy and excitement 
surrounding fundraisers and other big events that drew large, 
well-dressed crowds to Dunn’s properties.

McNeely fi gured there must be a way for a businessman 
with entrepreneurial instincts to become a regular part of that 
excitement. He sifted through various ideas, but when nothing 
took root, he returned to college about three years ago to get a 
master’s degree in fi nance and economics.

RESEARCHING THE MARKET
A few months after earning his master’s degree in 

May 2011, McNeely stumbled onto his niche while reading 

An estate manager for a country star in 
Nashville saw the potential for restroom 
trailer service and dialed in to land exclusive 
outdoor events. By PaTrICK dUrKIn

MOJO
Music City

Owners: Brandon and Kristeen McNeely
Employees: 2
Service area: 100-mile radius of Nashville, Tenn.
Specialty: Upscale portable sanitation for weddings and special events
Affi liations: Portable Sanitation Association International, National 
Association of Catering and Events, Tennessee Wedding and Events 
Specialists Association
Website: www.poshprivy.com

PoshPrivy Nashville, Tenn.
★
Tennessee

(continued)

Working for singer Ronnie Dunn, 
Brandon McNeely recognized a need 
for portable sanitation at upscale 
parties. So he started PoshPrivy, 
where this compact Comforts of Home 
restroom trailer is a popular offering.
(Photos by Patrick Durkin)
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events, a service that won’t fade away, and weekend work that allows him to 
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Still, McNeely knew better than to jump 
into a business before studying and analyzing 
the idea further. His analysis of the Nashville 
area’s ability to support a boutique, high-end 
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He spent a day there with the owner of an 

OUTDOOR EVENTS
“If people can’t find you quickly with Google, you don’t exist,” McNeely 

says. “And once they find you, your website must instantly project your 

about a specialty restroom service company in an online news story. The 
concept of renting posh privies for business, family or formal affairs might 
offer everything he desired: independence, flexible hours, fun and exciting 
events, a service that won’t fade away, and weekend work that allows him to 

Still, McNeely knew better than to jump 
into a business before studying and analyzing 
the idea further. His analysis of the Nashville 
area’s ability to support a boutique, high-end 
portable restrooms company led him to Atlanta. 
He spent a day there with the owner of an 

>>> Brandon McNeely
set up shop at home for his 
boutique restroom service, 
PoshPrivy. He operates 
the business with his wife, 
Kristeen, in Nashville.

COVER STORYCOVER STORY

F I L E

WW hen Brandon McNeely graduated college about hen Brandon McNeely graduated college about 
eight years ago, he couldn’t see himself working in eight years ago, he couldn’t see himself working in 
an offi  ce-cubicle environment, even though he had an offi  ce-cubicle environment, even though he had 

just earned a bachelor’s degree in fi nance and economics.just earned a bachelor’s degree in fi nance and economics.just earned a bachelor’s degree in fi nance and economics.
Soon after, McNeely began working as an estate manager Soon after, McNeely began working as an estate manager Soon after, McNeely began working as an estate manager 

for country music star Ronnie Dunn, of Brooks & Dunn for country music star Ronnie Dunn, of Brooks & Dunn for country music star Ronnie Dunn, of Brooks & Dunn 
fame, a job that requires regular 10-hour days overseeing the fame, a job that requires regular 10-hour days overseeing the fame, a job that requires regular 10-hour days overseeing the 
performer’s 17-acre residence and 250-acre farm. As his work performer’s 17-acre residence and 250-acre farm. As his work performer’s 17-acre residence and 250-acre farm. As his work 
duties bounced him back and forth between the properties, duties bounced him back and forth between the properties, duties bounced him back and forth between the properties, 
McNeely learned he enjoys the energy and excitement McNeely learned he enjoys the energy and excitement McNeely learned he enjoys the energy and excitement 
surrounding fundraisers and other big events that drew large, surrounding fundraisers and other big events that drew large, surrounding fundraisers and other big events that drew large, 
well-dressed crowds to Dunn’s properties.well-dressed crowds to Dunn’s properties.

McNeely fi gured there must be a way for a businessman McNeely fi gured there must be a way for a businessman McNeely fi gured there must be a way for a businessman 
with entrepreneurial instincts to become a regular part of that with entrepreneurial instincts to become a regular part of that with entrepreneurial instincts to become a regular part of that 
excitement. He sifted through various ideas, but when nothing excitement. He sifted through various ideas, but when nothing excitement. He sifted through various ideas, but when nothing 
took root, he returned to college about three years ago to get a took root, he returned to college about three years ago to get a took root, he returned to college about three years ago to get a 
master’s degree in fi nance and economics.master’s degree in fi nance and economics.

RESEARCHING THE MARKETRESEARCHING THE MARKET
A few months after earning his master’s degree in A few months after earning his master’s degree in A few months after earning his master’s degree in 

May 2011, McNeely stumbled onto his niche while reading May 2011, McNeely stumbled onto his niche while reading May 2011, McNeely stumbled onto his niche while reading 

An estate manager for a country star in 
Nashville saw the potential for restroom 
trailer service and dialed in to land exclusive 
outdoor events. By PaTrICK dUrKIn

MOJOMOJOMOJO
Music CityMusic CityMusic CityMusic CityMusic City

Owners: Brandon and Kristeen McNeely
Employees: 2
Service area: 100-mile radius of Nashville, Tenn.
Specialty: Upscale portable sanitation for weddings and special events
Affi liations: Portable Sanitation Association International, National 
Association of Catering and Events, Tennessee Wedding and Events 
Specialists Association
Website: www.poshprivy.com

PoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivy Nashville, Tenn.
★★
Tennessee

(continued)(continued)

Brandon McNeely recognized a need 

parties. So he started PoshPrivy, 

restroom trailer is a popular offering.

May 2013
www.promonthly.com

Cleanliness is critical for PROs who serve 
California farm operations  Page  18

PORTABLE RESTROOM OPERATOR

TM

Nashville’s Brandon 
McNeely brings special 
events expertise to country 
stars, backyard parties

Page 10

MOJOMOJO
Music City

Cleanliness is critical for PROs who serve 
ResultsResultsResults

Producing

Order through our website

www.promonthly.com



32        September 2013        Portable Restroom Operator

Businesses

Family-owned portable toilet business in 
Western NC. 27 years experience. 500+ 
units serving construction and special events. 
Manager available to assist transition. Loyal 
clientele. $400-$450K range, OBO. Contact by 
FAX 828-754-6717 or 828-499-1610. (P09)

COMPuTeR sOFTWARe

FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (T09)

PORTABLe ResTROOMs

For Sale: Like-new blue & gray PolyJohn 
high rise units used for one job. $600 each. 
20 available. 800-219-8911 (T09)

New to the U.S. market, the KROS is the 
world’s most widely used MEN’S 4 in 1 
portable URINAL. Demanded at every 
large outdoor concert, festival and mar-
athon across Europe it is now available 
to you. It allows 4 men to pee simulta-
neously side by side. Skillfully designed 
partition walls allow ample privacy. The 
KROS unit holds 125 gallons or 1,500 
“turns”, is made of strong, long lasting 
polyethylene. Easy to service & trans-
port, and 100% recyclable. It’s the per-
fect compliment to your standard johns. 
Employing the KROS in your rental fleet 
will set you apart, win you NEW clients 
& increase your sales. Call & ask about 
our inaugural special. Thankfully, Dennis 
Finnin, Owner. Check out our website: 
KROSINTERNATIONALUSA.com

Call Dennis 917-208-6889
Dennis@krosinternationalusa.com

T09

PORTABLe ResTROOM 
TRuCks

2005 Ford F350, diesel, Satellite unit, 
400 waste, 200 water, M2 Masport. www.
pumpertrucksales.com. Call JR. @ 720-
253-8014, CO. $14,000 (PBM)

2004 Ford F550: 6.0 diesel. 6-speed man-
ual. Zero miles on new rebuilt engine. 4x4. 
600 waste/300 water. www.pumpertruck-
sales.com. Call JR. @ 720-253-8014, CO. 
$21,000 (PBM)

2006 isuzu nQR: Keith Huber 650/300 
Tugger model. 5.3 diesel. Automatic. 87K 
miles. 2-unit carrier. Runs daily. Upgrad-
ing to larger truck. Tampa, FL . ..$35,000

Call shane
813-376-4354, FL P09

2004 F550 Satellite 950: 6.0 Auto pump, 
Conde 6SS under hood. Runs strong. 786-
267-3435 or info@expressportable.com 
220k miles. $15,999 obo (P09)

WAnTeD

Used portable toilets wanted: Satellite Tuff-
way units in any color. Contact Rudy: 562-
755-6055 (T11)

WANTED: Olympic/Olympia restroom trailers. 
All sizes, all years wanted for immediate 
purchase. Call 1-800-634-2085. (T11)

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

888-645-4225 • 336-252-8529 Intl.
www.bulktoiletpaper.com

2 Ply Premium Bath Tissue 96 Rolls $25 and up
Jumbo Roll Tissue 2 Ply 12/case $14 and up

1000 Sheet 1 Ply Bath Tissue $28 and up
1500 Sheet 1 Ply Bath Tissue $33 and up

2500 Sheet 1 Ply Porta Roll Bath Tissue $21 and up
Full Size 1 Ply Bath Tissue Largest Roll $39 and up

Economy 2 Ply Bath Tissue 96 Rolls $24 and up

We have: Center Pull Towels • Multifold Towels • Hand Sanitzer 
BulkTP Brand High Quality Dispensers • Tide Liquid Detergent

MARKETPLACE 
ADVERTISING

September 2013CLASSIFIED ADVERTISING
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PRODUCT NEWS

INDUSTRY NEWS

Pumptec launches website
Pumptec launched a new website, www.pumptec.com, enabling 

users to search for pump/motor/cam specifications. ■

Subaru SGX
commercial generators

SGX commercial generators from 
Subaru Industrial Power Products are powered 
by a Subaru EX overhead cam engine, made of 
heavy-duty steel and equipped with steel fuel tanks 
for longevity. The generators are CSA (Canadian Standards Association) 
certified. 800/277-6246; www.robinamerica.com.

 

Navman driver
behavior tracking

The OnlineAVL2 fleet tracking with 
driver behavior feature from Navman 
Wireless USA enables fleet operators to 
identify drivers who are compromising 
safety and fuel efficiency. The system 
offers four reports and two dashboard 
KPIs (key performance indicators) that 

pinpoint trouble spots, while allowing drilldown to a specific driver directly 
from the Dynamic Dashboard. 866/527-9896; www.navmanwireless.com.

 

US Fleet Tracking
weather overlay

The weather overlay from 
US Fleet Tracking, standard 
with the company’s live GPS 
tracking service, provides 
a comprehensive view of weather in any desired area and works with 
any Web-based system, including hand-held devices and smartphones. 
405/749-1105; www.usft.com.

 

Water
Cannon
pressure
washer pump

The Cat 67DX series 
pressure washer pump from Water Cannon is an enhanced version of 
the 4,200-psi triplex pump. Features include an adjustable unloading 
bypass system, chemical soap injectors, inlet adapter with stainless 
steel filter washer and thermal relief overheat sensor. 800/333-9274; 
www.watercannon.com.

Amthor smartphone app
The smartphone app from Amthor International 

enables users to access stock and pre-owned units, 
locate dealer and repair facilities, services, news, 
product trade-in forms, product line literature, and 
product, training and informational videos. The 
app is compatible with both iPhone and Android 
phones and can be downloaded through the Apple 
App Store and Android Market. 800/328-6633; www.
amthorinternational.com.

 

Worksaver mini
skid-steer pallet forks

Two models of pallet forks from SitePro by 
Worksaver, designed for mini skid-steers and 
compact tool carriers, feature universal mini 
mounts. Model MPF-900 has 1- by 3- by 31.5-inch 
forks mounted on a frame that is 30.5 inches wide 
with a rated capacity of 900 pounds. The rail-style 
model MPF-2000 is rated at 2,000 pounds and has 
Class 1 tines of 1.18 by 3 by 42 inches on a 33.25-inch 
wide frame. 217/324-5973; www.wssitepro.com.

 

Atlas Portable
semipermanent urinal stand  

The Pluto4 semipermanent urinal stand from Atlas 
Portable is designed for special events and lengthy periods 
of placement, including campsites, picnic areas and 
marinas. The unit can be drained into the sewer system 
or serviced by a portable restroom operator. Floor space 
is identical to most portable restrooms. www.atlas-psi.nl.

 

Nilodor White Clove
odor control

White Clover odor control from Nilodor 
includes Nilium water soluble deodorizer, bio-
enzymatic Urine Digester and Nilotron air 
freshener. The 10-product White Clover line 
contains strains of natural bacteria, enzymes and 
odor counteractant, formulated to break down 
and digest odor-causing organic waste. Nilium 
deodorizer can be used alone or in conjunction with a detergent/disinfectant. 
The 7-ounce Nilotron refill contains 3,000 metered releases and is blended to 
freshen air for up to 24 hours. 800/443-4321; www.nilodor.com. ■



PRODUCT NEWS

INDUSTRY NEWS

Pumptec launches website
Pumptec launched a new website, www.pumptec.com, enabling 

users to search for pump/motor/cam specifications. ■

Subaru SGX
commercial generators

SGX commercial generators from 
Subaru Industrial Power Products are powered 
by a Subaru EX overhead cam engine, made of 
heavy-duty steel and equipped with steel fuel tanks 
for longevity. The generators are CSA (Canadian Standards Association) 
certified. 800/277-6246; www.robinamerica.com.

 

Navman driver
behavior tracking

The OnlineAVL2 fleet tracking with 
driver behavior feature from Navman 
Wireless USA enables fleet operators to 
identify drivers who are compromising 
safety and fuel efficiency. The system 
offers four reports and two dashboard 
KPIs (key performance indicators) that 

pinpoint trouble spots, while allowing drilldown to a specific driver directly 
from the Dynamic Dashboard. 866/527-9896; www.navmanwireless.com.

 

US Fleet Tracking
weather overlay

The weather overlay from 
US Fleet Tracking, standard 
with the company’s live GPS 
tracking service, provides 
a comprehensive view of weather in any desired area and works with 
any Web-based system, including hand-held devices and smartphones. 
405/749-1105; www.usft.com.

 

Water
Cannon
pressure
washer pump

The Cat 67DX series 
pressure washer pump from Water Cannon is an enhanced version of 
the 4,200-psi triplex pump. Features include an adjustable unloading 
bypass system, chemical soap injectors, inlet adapter with stainless 
steel filter washer and thermal relief overheat sensor. 800/333-9274; 
www.watercannon.com.

Amthor smartphone app
The smartphone app from Amthor International 

enables users to access stock and pre-owned units, 
locate dealer and repair facilities, services, news, 
product trade-in forms, product line literature, and 
product, training and informational videos. The 
app is compatible with both iPhone and Android 
phones and can be downloaded through the Apple 
App Store and Android Market. 800/328-6633; www.
amthorinternational.com.

 

Worksaver mini
skid-steer pallet forks

Two models of pallet forks from SitePro by 
Worksaver, designed for mini skid-steers and 
compact tool carriers, feature universal mini 
mounts. Model MPF-900 has 1- by 3- by 31.5-inch 
forks mounted on a frame that is 30.5 inches wide 
with a rated capacity of 900 pounds. The rail-style 
model MPF-2000 is rated at 2,000 pounds and has 
Class 1 tines of 1.18 by 3 by 42 inches on a 33.25-inch 
wide frame. 217/324-5973; www.wssitepro.com.

 

Atlas Portable
semipermanent urinal stand  

The Pluto4 semipermanent urinal stand from Atlas 
Portable is designed for special events and lengthy periods 
of placement, including campsites, picnic areas and 
marinas. The unit can be drained into the sewer system 
or serviced by a portable restroom operator. Floor space 
is identical to most portable restrooms. www.atlas-psi.nl.

 

Nilodor White Clove
odor control

White Clover odor control from Nilodor 
includes Nilium water soluble deodorizer, bio-
enzymatic Urine Digester and Nilotron air 
freshener. The 10-product White Clover line 
contains strains of natural bacteria, enzymes and 
odor counteractant, formulated to break down 
and digest odor-causing organic waste. Nilium 
deodorizer can be used alone or in conjunction with a detergent/disinfectant. 
The 7-ounce Nilotron refill contains 3,000 metered releases and is blended to 
freshen air for up to 24 hours. 800/443-4321; www.nilodor.com. ■



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.

P O R T A B L E  T O I L E T S  • H A N D W A S H  S T A T I O N S  • D E O D O R I Z E R S  • C L E A N E R S  • T R U C K S

Listening. Learning. Delivering. Since 1972

SPRAY WORKS
Spray Works' triple action provides you
with a fragrance enhancer, deodorizer
and an economical wash-down spray.
Spray Works also creates a surface
barrier that helps protect against graffiti
and is available in a Ready-to-Use and
Super Concentrated formula. 

AIR WORKS
The New Air MAX Air Works discs offer
100% more odor fighting fragrance
than the Standard Air Works discs and
last twice as long in the portable rest-
room, extending the effective usage
and reducing service change over. The
choice is yours… go Air Standard or
Air MAX.

SCREEN WORKS
The unique flexible design of Screen
Works releases 10 times more fragrance
than traditional vinyl screens, reduces
splash back and traps more debris.
Screen Works releases optimized bacteria
that clean and freshen the urinal up to
30 days or more. 

See for yourself. Try a FREE sample. Call Cindy or your
PolyPortables regional manager at 800-241-7951
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