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A few days ago, I received an invoice for work my friendly neighborhood 
excavating contractor performed at my house. At the bottom of the 
bill, he scrawled a note that said, “Thank you for choosing us for 

your project. We appreciate your business!’’
I’ve known this hardworking fella for years and I’ve hired him several 

times to perform one dirt-moving task or another. From his great attitude to 
his usual responsiveness, I already know he values our business relationship. 
And he knows I know how much he appreciates the work.

But the point is, he never takes that good business relationship for 
granted. He always personally thanks me for hiring him. I’m a satisfied 
customer, but he makes me feel all the better about writing that check.

My contractor friend exhibits what business-building authors Joseph 
and JoAnn Callaway call a “clients first’’ philosophy. He doesn’t rest on his 
good service laurels, but is constantly reinforcing the message that he cares 
about his customers. But the Callaways, who wrote Clients First: The Two 
Word Miracle (John Wiley & Sons), argue that many small businesses are not 
putting the customer first – even though they think they are.

In a recent interview about the book, Joseph Callaway said many well-
meaning business owners are putting their customers last, not by doing bad 
work, but by “putting so many other things first – their own bank accounts, 
comfort, convenience, even their own pride. I’m talking about those who do 
have good intentions – who try to be polite, fair and offer a good value – but 
who allow deceptively small aspects of their day-to-day decisions and habits 
to take precedence over the customer’s well-being.”

Callaway developed a list of subtle ways small businesses fail to put 
their customers’ interest first. Some of them struck a chord with me when 
thinking about my discussions with portable sanitation contractors over the 
years. Here are a few points from his list, his reaction and my thoughts on 
how they can impact your restroom business:

 
You believe Your number one business goal
is to make moneY

“Taking your focus off the bottom line may feel uncomfortable at first,’’ 
Callaway says. “But you’ll soon find that when you focus on how best to 
serve clients, tough decisions make themselves. If it serves the client, you do 
it. If it doesn’t, you don’t – even if you make less money.’’

Sometimes you have to do what’s right, not what’s most profitable for 
that moment in time. I recall a PRO telling me about a customer who failed to 
order enough restrooms for an event and refused to pay for an extra service 
to ensure the units stayed clean over a weekend. Sure enough, a few of the 
units became overfilled and a technician was sent out on an extra service 
run at no charge to the customer.

“It’s my name on the side of the restroom, so it’s my reputation at stake,’’ 

the PRO told me. His hope was that the customer would recognize he went 
the extra mile to provide quality service and the gesture would pay off in the 
long run.

 
if it’s not “broke,” You don’t fix it

“You should make it a priority to stay familiar with the way your industry 
is growing and changing,’’ Callaway says. “Always question the status quo, 
and ask yourself how you can make it better.’’

A few months back a contractor told me he finally broke down and 
bought routing software and GPS units for his service trucks. The resulting 
savings in time and fuel was a revelation. It’s tough to stay on top of all 
small business technology advances or tools designed to help PROs, but the 
more you track and adapt to the latest trends in equipment and efficiency 
the better. How do you do it? By networking through a trade association, 
sharpening your skills through certification for services you provide and 
attending tradeshows like the Pumper & Cleaner Environmental Expo to see 
the latest products.

 
You subscribe to the idea that
the customer is alwaYs right

“Allowing a customer to be ‘right’ when you know he isn’t may pacify 
him temporarily,’’ Callaway says. “But in the end, it won’t be good for either of 
you. Putting clients first sometimes means politely but honestly disagreeing 
with or disappointing them.’’

Do you ever go along to get along with a customer? For example, 
sometimes you know restrooms should be placed a certain way at an event, 
or that a bride and groom would be happier if they spent more money for an 
upscale trailer for their backyard reception. But you don’t want to force the 
issue for fear they will take their business elsewhere. Remember that you are 
the portable sanitation expert, and most customers want the benefit of your 
knowledge and experience. Your frank communication could save them 
embarrassment and ensure a successful event.

 
You don’t know Your client’s daughter’s name
or what he likes to do on the weekends

“People want to do business with individuals they like – and they like 
people who like them! Make a deeper connection with your clients by asking 
about their kids, their pets, their hobbies, and their jobs or businesses,’’ 
Callaway says. “You’ll find that most of them are just like you: filled with 
worries, hopes and dreams.’’

You might think it’s smart and professional to be all business on the job. 
Get to the site, pump and clean the restroom and get out. Of course, quality 
service is your first obligation, but businesses flourish based on personal 

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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November 2013

Are You Putting Customers First?
Look For teLLtALe signs You need to work on Your business reLAtionshiPs.
then mAke some ChAnges beFore You Lose A good CLient.

by Jim kneiszel

relationships. If a customer truly likes you, they’ll find ways to recommend 
your service to friends and acquaintances. And the better they know you, the 
more likely they’ll be to cut you some slack when the inevitable service snafu 
happens. It’s just nice to be nice.

 
You feel Your main obligation to emploYees
is writing their paYcheck

“Your job is to serve others, period. You can’t do that by making 
distinctions between the people who work for you and the people to whom 
you provide a good or service,’’ Callaway says. “Realize that you set the tone 
for your company’s personality, and that you’re creating a tribe of people 
who will beat the drum for your message.’’

If what you pay employees and how you treat them day to day is 
substandard, then substandard employees is what you’ll get. And employees 
who aren’t committed and happy to be at your company are poor performers 
who will never put the client first.

Every now and then I hear from a PRO who says he can’t afford to pay an 
employee enough or offer the kind of benefits he would like to. I would tell 
that contractor that perhaps he can’t afford not to offer a competitive wage 
and benefits package to his crew. Would you keep working for a boss who 
didn’t appreciate your work? And if you did, would you be inclined to bend 
over backwards for the customer?

 
a good reminder

You have to get paid for your work, and in the vast majority of instances 
you need to turn a good profit on restroom placements to stay in business. 
But the Callaways argue that you can grow and build the business by thinking 
less about your needs and more about pleasing all of your customers. The 
idea of putting the customer first is nothing new, but it’s always good to 
remind ourselves about what that means. ■
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relationships. If a customer truly likes you, they’ll find ways to recommend 
your service to friends and acquaintances. And the better they know you, the 
more likely they’ll be to cut you some slack when the inevitable service snafu 
happens. It’s just nice to be nice.
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didn’t appreciate your work? And if you did, would you be inclined to bend 
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a good reminder

You have to get paid for your work, and in the vast majority of instances 
you need to turn a good profit on restroom placements to stay in business. 
But the Callaways argue that you can grow and build the business by thinking 
less about your needs and more about pleasing all of your customers. The 
idea of putting the customer first is nothing new, but it’s always good to 
remind ourselves about what that means. ■
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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.

‘I t takes money to make money’ is an expression you are probably 
familiar with. I’ve come up with its companion adage: It takes time 
to save money.

I’ll bet (though gambling is not one of my suggestions for boosting 
your bottom line) during the busy season you barely have time to keep up 
with bill paying. You probably don’t spend a lot of time in June thoughtfully 
analyzing your costs for supplies and services. As we head into winter 
however, and the moneymaking jobs take up less of your time, spend some 
of those unclaimed minutes researching ways to save money. Your bottom 
line will reap the rewards for months and years to come. 

Here are places to look for savings in your company books. Some 
money-saving changes take a little time and others take a lot of time, but 
when you add it up, it should all be time well-spent.

 
MONEY IN THE BANK

1. Comb through a few months’ worth of bank statements. Look for 
penalties and fees. If there are a lot, maybe you’ve got the wrong type of 
account. I recently learned I was being charged a monthly fee so I could 
access an account online, but it was an account I never had a need to access 
online. 

2. Arrange for a sweep account at the bank. This means if a non-interest-
bearing checking account rises above an amount you specify, the extra 
money is “swept” into an interest-bearing account. Despite the low interest 
rates banks are paying, it’s a painless way to grow a little cushion of savings.

 
TAKE CHARGE OF UTILITIES

3. Call your phone service provider to review your account and ask if 
there are ways to reduce your bill. You may be paying for features you don’t 
use. Often, phone companies want to keep loyal customers and will find 
ways to reduce charges, but you have to ask. This goes for cellphone and 
Internet providers too.

 4. Consider if it’s still worth paying for an 800 number. Most people 
have cellphone plans with unlimited long distance calling and don’t need a 
toll-free option.

 5. Many utilities conduct free energy audits and will suggest ways for 
business customers to reduce their electric bills. Find out if your utility does 
this and schedule an audit if they do.

 6. Ask your utility if you could save money by signing up for a peak 
usage rate, which means you pay more when overall demand for electricity 
is heavy and less when demand is not at peak. You might also benefit from a 
load control program. This means in exchange for monthly savings on your 
electric bill, the utility has the option of curtailing your power consumption 

for brief periods during peak consumption times. This works best for 
businesses with backup generators.

 
SHOP AROUND FOR INSURANCE

7. Review all your insurance coverage with your agent, and get a few 
quotes from competing companies.

 
CREDIT CARD SAVINGS

8. If you are not being rewarded for credit card purchases, research 
cards and apply for one that gives you cash back.

 9. If your business accepts credit cards, shop around for cheaper credit 
card processing fees.

 
INCREASE EFFICIENCY

10. Schedule a tune up of your heating and cooling system. This may cut 
your utility bills and prolong the life of your furnace and AC system, saving 
money in the long run.

 11. Install low-flow toilets and faucets to save money on water. Also, 
if your utility doesn’t offer energy audits, do what you can on your own 
like changing all incandescent lightbulbs to energy-efficient compact 
fluorescent bulbs.

 12. Replace your thermostat with one that automatically sets back the 
temperature when no one is in the building.

 
GO HIGH TECH

13. Consider your Yellow Pages ad. If most customers are finding you 
online, decrease the size of your print ad to the smallest, least-expensive ad 
possible. But make sure all online listings are accurate and up to date.

 14. Consider switching any paid classified advertising you do to free 
online classifieds like Craigslist.

 15. Clean up your mailing list to reduce the amount you spend on 
postage. At the same time, consider if more of your mailings could be done 
via email. This will also cut printing costs.

 16. Explore software that’s available free online. The amount of useful 

The winTer slowdown gives you The Time To Try These TacTics To reduce 
business expenses and puT more money in your bank accounT

by Judy kneiszel

20 ways to boost your bottom line

BACK at the OFFICE   
November 2013

Consider your Yellow Pages ad. If most customers are 
finding you online, decrease the size of your print ad to the 
smallest, least-expensive ad possible. But make sure all 
online listings are accurate and up-to-date.

free software has grown so much in recent years PC Magazine has gone from 
publishing an annual list of the best free software to a monthly list.

 
DON’T BE AFRAID TO ASK

17. Contact suppliers and ask if they offer a discount for early payment 
or bulk purchases.

 18. If you own your building, go to city hall and check assessments of 
comparable nearby properties. If you conclude your property taxes are too 
high in comparison, contest your valuation.

 19. Look for free printable forms online rather than buying forms at an 
office supply store or from a printer.

 20. Look over all recent bills for errors.
 

SHARE YOUR TIPS
Now that I’ve got you thinking of ways to save money, I’ll bet (there 

I go gambling again) you’ll come up with more. Please take the time to 
share with other PROs by sending your money-saving tips to: judy@the-
wordhouse.com. ■
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February 24 - 27, 2014  |  Indiana Convention Center

S ee the best new equipment. Take advantage of quality educational 
opportunities. Enjoy networking opportunities with your peers. Those 
three key components keep thousands coming back to the Pumper & 

Cleaner Environmental Expo International every year.
The Expo will return to the Indiana Convention Center Feb. 24-27, 2014, 

again showing off the latest products and technologies in the environmental 
services industry, as well as providing educational seminars and roundtable 
discussions taught and moderated by skilled industry professionals.

“The Expo is the one place the industry gathers where you can see the 
best equipment available from the best manufacturers, specific educational 
opportunities and the chance to meet and network with others in the field 
from all over the world,” says Bob Kendall, cofounder of COLE Publishing 
and president of COLE Inc. “Those ideas have always been the backbone of 
the Expo.”

Education opportunities are the focus of Day 1 of the 2014 Expo, and will 
feature presenters from the industry’s top manufacturers and associations. 
New to this year’s Education Day is a business-marketing seminar from 
Suzan Chin of Creative Raven Marketing, as well as a technical session from 
National Tank Truck Carriers’ John Conley, who will focus on preventing tank 
truck rollovers. There are educational opportunities for everyone, though, as 
sponsoring associations are offering over 50 sessions on Education Day.

Trade organizations taking part include the National Association 
of Wastewater Technicians (NAWT), National Environmental Health 
Association (NEHA), Southern Section Collection Systems Committee 
(SSCSC), National Association of Sewer Service Companies (NASSCO), 
National Onsite Wastewater Recycling Association (NOWRA), Waterjet 
Technology Association/Industrial & Municipal Cleaning Association 
(WJTA-IMCA), Portable Sanitation Association International (PSAI) and the 
National Precast Concrete Association (NPCA).

Learning opportunities are available throughout the week, with 
educational seminars from Expo exhibitors also slated for Tuesday and 
Wednesday, and the Roundtable Discussions set for the Expo’s final 
morning. Not only can attendees gain valuable industry-specific knowledge, 
Expo education courses also count toward continuing education credits in 
many states. Visit the Expo website (www.pumpershow.com) for specific 
information on your state.

While the educational opportunities are immensely valuable and 
popular, it’s the more than 550,000 square feet of tools, trucks and technology 
on display that leaves an indelible mark on most attendees. Every year, 
products introduced at the Expo become tried and true components of 
many industry professionals’ toolboxes and equipment fleets. Outdoor 
demos will also be back for 2014. A new concept at the 2013 Expo, demos 

featuring hydroexcavation, industrial vacuum trucks and CIPP lining were 
well-attended despite inclement weather, giving attendees yet another 
opportunity to learn about the newest innovations in the industry. 

“It really is an opportunity to meet the people behind these products,” 
says Kendall. “When you’re talking about a hydroexcavating truck that costs 
a quarter of a million dollars, that’s a big deal.”

More than 8,418 people representing 3,730 companies attended the 
2013 Expo, with 520 exhibitors nearly spilling out of the Expo hall. Expo 
organizers are optimistic that the 2014 Expo will be even bigger and better.

“We’re aiming for even more exhibitors in 2014,” says Julie Gensler, 
COLE Inc. trade show coordinator. “The interest is there. People in the 
industry know this is the place to be.”

The list of exhibitors is continually updated on the Expo website, which 
you can also use to preview the educational sessions, study the interactive 
floor plan, plan your itinerary and search for hotel rooms. Several hotels 
boasting more than 4,900 guest rooms are directly connected to the 
convention center. Rooms are booking fast, though, so it’s best not to wait.

“Indy has the most connected downtown you can find,” says Kendall. 
“Once you get there, you can stay inside, and everything you need is within 
a short walk. It’s the perfect location for an industry convention. All you 
have to do is get there.”

While many attendees will spend their time roaming the Expo hall, 
attending education sessions and networking, Indy is also extremely family 
friendly, with several museums, entertainment venues and shopping 
opportunities, along with hundreds of restaurants within a short walking 
distance of the Convention Center. In fact, the number of industry 
professionals who base their annual family vacation around the Expo 
continues to grow each year.

Of course, no Expo week is complete without the annual Industry 
Appreciation Party, moving to Wednesday evening for the first time. In 
2014, in addition to popular 25-cent tap beers, up-and-coming country 
music star Lee Brice will perform at the JW Marriott Hotel, connected to 
the Convention Center. The concert is free to all Expo attendees with full 
registration.

“Wednesday is always the heaviest attended day of the Expo,” says 
Kendall. “Moving the Industry Appreciation Party to Wednesday made 
sense. It will give more attendees the chance to attend and let loose a little.”

The 2014 Expo is shaping up to be another great four days. More 
surprises are in store, so hop onto the website and check out the constantly 
evolving schedule of events. Whether your goal is to check out the new 
innovations in the industry, educate yourself, meet your contemporaries or 
all of the above, you’ll be glad you visited the 2014 Expo. ■

Racing TowaRd
The PumPer & Cleaner environmenTal exPo Promises four fabulous 
and value-PaCked days in The hoosier sTaTe by Craig mandli
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C onstruction slowdowns, a sluggish economy and even a brain tumor 
have threatened the careers Josh and Shannon Reading have built in 
the portable sanitation industry. But so far, nothing has been able to 

derail the couple from succeeding at whatever they take on.
Together, the high school sweethearts (and parents of two) have 

spurred dramatic growth in their startup business, JR’s Johns in Grant 
Park, Ill., effectively doubling revenue every year, even in the clutches of a 
recession a few years ago.

Owners: Josh and Shannon Reading
Founded: 2006
Services: Portable sanitation, septic service 
(through sister company Jean’s Septic) and 
underground construction (through parent company 
M & J Underground Inc.)
Service area: 100-mile radius
Affiliations: State of Illinois certified Female Business 
Enterprise; Portable Sanitation Association International
Website: www.jrsjohns.com

JR’s Johns
Grant Park, Illinois

Dynamic

Illinois

H

Chicago-area PROs Josh and Shannon Reading
hone superhero small-business skills to overcome
                                               economic challenges
                                                   and a health crisis

                                                                   By ShaRon VeRBeten

(From left) Josh Reading, his son 
Austin, his daughter Brooke, his 
wife Shannon, and technician Joe 
Robbins add JR’s John’s labels to a 
group of new restrooms placed at 
a special event in the Chicago area. 
(Photos by Taylor Glascock)
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D&C Enterprises • 1280 N Main Street Suite I • Bishop, CA 93514
760-920-0434 • www.portadryblade.com

Waterblade
Perfect For Drying Portable Toilets

With the unit cleaned and 
rinsed, the interior can be 
dried with the Porta-Dry 
Blade in an average of 
15 seconds with almost 
no use of towels. A single 
operator can service more 
units every day using the 
Porta-Dry Blade saving 
time, labor and money.

Not recommended for use on painted surfaces or automobiles.
See our YouTube video for demo

Benefits:
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•  Gentle on surface, won’t scratch or mar plastic components
•  Specially developed 70 durometer blade has optimum 
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•  Green product! Earth friendly by reducing laundering
• Save money by greatly reducing towel use
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•  Silicone blade won’t harbor bacteria. A safer, more sanitary 
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together, we’ve got you completely covered.
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C onstruction slowdowns, a sluggish economy and even a brain tumor 
have threatened the careers Josh and Shannon Reading have built in 
the portable sanitation industry. But so far, nothing has been able to 

derail the couple from succeeding at whatever they take on.
Together, the high school sweethearts (and parents of two) have 

spurred dramatic growth in their startup business, JR’s Johns in Grant 
Park, Ill., effectively doubling revenue every year, even in the clutches of a 
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Owners: Josh and Shannon Reading
Founded: 2006
Services: Portable sanitation, septic service 
(through sister company Jean’s Septic) and 
underground construction (through parent company 
M & J Underground Inc.)
Service area: 100-mile radius
Affiliations: State of Illinois certified Female Business 
Enterprise; Portable Sanitation Association International
Website: www.jrsjohns.com

JR’s Johns
Grant Park, Illinois

Dynamic

Illinois
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Chicago-area PROs Josh and Shannon Reading
hone superhero small-business skills to overcome
                                               economic challenges
                                                   and a health crisis

                                                                   By ShaRon VeRBeten

(From left) Josh Reading, his son 
Austin, his daughter Brooke, his 
wife Shannon, and technician Joe 
Robbins add JR’s John’s labels to a 
group of new restrooms placed at 
a special event in the Chicago area. 
(Photos by Taylor Glascock)
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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

“Failure was not an option,” Josh recalls. And while that statement 
might appear cliché, it helped the couple focus and proceed aggressively 
(yet thoughtfully) when launching their family business six years ago.

It wasn’t a far stretch, however, from what Josh had grown up with. In 
fact, it seems that everything 
in his life has led him to where 
he is today – a successful 
and proud third-generation 
worker in the septic service 
and underground construction 
industries.

“I knew at a very young 
age that I wanted to be a sewer/
water contractor,” says Josh, 34, 
recalling playing with his toy 
backhoe every day when he 
was just a toddler.

His grandfather started 
doing septic work in the late 
1960s in the south Chicagoland 
area, and his father, Mike, 
soon joined the business. 
Josh’s parents started M & J 
Underground (named for Mike 
and Jan Reading) 20 years ago, 
focusing on septic service and 
sewer and utility construction 
and televising. And it was Josh’s dedication to the multigenerational family 
business that led him, sideways, into portable sanitation – and a new venture.

 

THE FAMILY PASSION
After attending high school and college together (both have degrees 

in business administration), Josh and Shannon, 35, knew they would join 
Josh’s family business. In the early 2000s, while Josh was working in the field 
for M & J, Shannon began working with Josh’s mom in the office, and the 
business was doing very well.

“M & J started getting busier and busier,” says Josh. “We do a lot of 
municipal work.” Among its many projects, M & J does road-building 
construction – including sewer, water, storm sewer, concrete, asphalt and 
excavation – as well as sewer cleaning and televising. 

Josh began noticing clients wanted portable restrooms at construction 
sites. Since Josh already had a pumping license (M & J’s Jean’s Septic division 

does septic tank pumping and installation), 
he thought about expanding his business 
accordingly, getting into the portable 
restroom market. 

Pregnant with their second child, 
however, Shannon was a bit apprehensive 
of this uncertain new venture – especially 
in a metropolitan area served by numerous 
portable restroom providers. But Josh was 
convincing. “He is ever the entrepreneur,” 
she notes. 

Left: Shannon, Josh, Brooke 
and Austin Reading pose 
in front of a row of new 
PolyPortables Inc. restrooms 
at an event in Bridgeview, Ill.

Below: One of the JR’s Johns 
vacuum trucks, a Ford F-650 
from Imperial Industries, is 
waiting to work at a special 
event location.

The crew of JR’s Johns sets up a load of new 
restrooms at a special event site.

(continued)
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“It was another option for business revenue,” says Josh. “Part of my 
motto is I try to sub out as little work as possible.”

 
STARTING SMALL

Josh bought six restrooms (starting with Five Peaks Technology) – two 
for an M & J project already underway and four to keep on the company’s 
3-acre site for future needs. They ended up with 20 to 30 units the first year, 
and today JR’s Johns has about 250 units. Their initial 
startup costs were a little over $2,000.

“We started a portable restroom company in 
the worst economy people have seen, and we’ve 
grown it exponentially,” Josh says. As it turns out, the 
diversification proved a wise move. Josh says that 
while M & J was at its peak revenue in 2006-2007, the 
following three years took a huge toll on the septic and 
excavating business.

“The housing market completely dried up. The 
private money stopped spending,” recalls Josh. There was not much work to 
bid on. “The only way M & J was able to stay in the business was our history 
in service work [municipal work, water main breaks, etc.]. That’s what we 
fell back on.”

So for Josh and Shannon to have a growing portable sanitation business 
on their own was a blessing. What started, Josh says, as “just a second job” 

has now become a successful business in its own right.
Shannon is sole owner and office manager of JR’s Johns (as well as mom 

to a 5-year-old and a 7-year-old), while Josh works that business as well as 
for M & J.

“We have come very far,” Shannon says. “I’m much more comfortable.” 
In addition to Josh, JR’s Johns has two to three employees and serves a five-

county region taking technicians in a 100-mile radius.
 

BETTER BUSINESS CLIMATE
JR’s Johns is still one of the smaller portable restroom operators 

serving the sprawling Chicago market. The equipment list includes 
30 ADA-compliant units (most by PolyPortables Inc.), 18 sinks (a 
combination of Five Peaks, PolyPortables and PolyJohn Enterprises) 
and two vac trucks – a 2005 Ford F-650 with 1,000-gallon waste/500-
gallon freshwater stainless steeltank from Imperial Industries, and a 
2012 Fuso FE-160 with 16-foot flatbed and lift gate and a 300-gallon 

waste/150-gallon freshwater steel slide-in unit by Imperial Industries.
While they’re one of the small guys in the neighborhood, they are 

planning to grow, especially diversifying in a volatile construction and 
housing market. 

“I know that things are starting to turn around,” says Shannon. “We’ll 
have a bigger construction market this year.” They are also servicing special 
events, farmers’ markets, charity runs and backyard house parties.

 
OVERCOMING ADVERSITY

The family’s optimism was tested by a recent health crisis. In March 
2012, on a vacation to Walt Disney World in Florida, Shannon suffered a 
grand mal seizure. “She was unconscious for four to six hours,” says Josh, 
noting that for the first couple weeks, doctors had no explanation for the 

Roe-D-Hoe:
Just another sandbox!

Josh Reading really digs his job! OK, the pun was obvious, but the 
third-generation employee at M & J Underground in Monee, Ill., has been 
around construction equipment his whole life. And all that digging in the 
sandbox has certainly paid off.

For the past four years, Josh, has competed in the annual National 
Onsite Wastewater Recycling Association Roe-D-Hoe held at the 
Pumper & Cleaner Environmental Expo 
International. In 2012, Josh finished 
second, and he took that award again 
earlier this year – beating out his father, 
Mike, who placed fourth.

Josh finished in the money, 
bringing home $250. “I took the family 
out to dinner,” he notes of his purse. “I 
let the nerves get the best of me last 
year. I could have won it this year, too. 
I’ve been pulling levers on machines 
since I’ve been 4 or 5 years old.”

In his work at his parents’ septic 
service and underground construction 
company, Josh regularly digs around 
a lot of high-pressure gas lines and 
expensive fiber-optics cables, so, he 
adds, “I’ve gotten a lot of experience 
digging; it really fine tunes your skills.”

Josh and his wife, Shannon 
Reading, are so sure of his success that they plan their annual trek to 
the Pumper & Cleaner Expo so they will be around for the Roe-D-Hoe 
finals, whether Josh makes it or not. That’s confidence!

Josh Reading wears his 
NOWRA (National Onsite 
Wastewater Recycling 
Association) belt buckle with 
pride. He won the buckle 
for a great showing at the 
trade group’s excavator 
skills competition at the 
2013 Pumper & Cleaner 
Environmental Expo.

“We started a public restroom company 
in the worst economy people have seen, 
and we’ve grown it exponentially.”

JoSh ReadInG

JR’s Johns 
owners Josh and 
Shannon Reading 
move a PolyJohn 

Enterprises hand-
wash station 

into place at a 
Chicago-area 
special event.

attack. When a second neurologist discovered a brain tumor, Josh says, 
“They thought brain surgery was the answer, but it’s best to have it done 
[back at home in Chicago].”

In April, Shannon had surgery to remove the tumor and surrounding 
tissue, and they later learned the tumor had been malignant.

“Things are going well,” says Shannon brightly. “I did go through 
chemotherapy and radiation as a precaution. Brain cancer is a little different. 
There are still cancer cells in my brain, but as long as they don’t start forming 
a new tumor, it’s fine.” Subsequent MRIs have been clear. “The doctors 
are very pleased,” says Shannon, lauding her parents, Steve and Margie 
O’Connor, who, with no prior experience in the sanitation business, pitched 
in to help keep the company going during her recovery. “We couldn’t have 
done it without them.”  

Shannon’s recovery has gone well, and she’s been slowly building 
back her strength and has even begun training for a half marathon. Prior 
to her seizure, JR’s was getting so busy, they were thinking of hiring more 
help. They’ve also been working toward a goal of making the company more 
efficient by investing in technology.

 
TECHNOLOGY UPGRADE

Shannon has been training to use Clear Computing software and will 
soon show their drivers how to use it. Prior to implementing this program, 
Shannon had used less-effective Web-based mapping to create service 
routes. “It would take hours to set up a route,” she recalls. She’s confident 
this system will streamline routing and increase efficiency by sending routes 
directly to iPads on their trucks.

“It will help keep track of production, and it will help us manage it 
remotely,” she says. “It will allow us to see where drivers are at with GPS … 
and we needed some software to better manage our inventory.’’ 

With Shannon’s health on the mend, housing starts improving and a 
steadily growing portable restroom division, the Readings are ready to take 
on new, lofty challenges. Next up? Perhaps bringing service to other cities.

“I’ve always wanted to expand into other metro markets,” says Josh, 
noting that Milwaukee and Indianapolis could be on their radar. “If we can 
gain a share in the Chicago market and then expand into those markets, 
that’s been a long-term goal for me.” ■

Clear Computing, Inc.  
888/332-5327
www.clearcomputing.com

Five Peaks
866/293-1502
www.fivepeaks.net
(See ad page 9)

Imperial Industries, Inc.
800/558-2945
www.imperialind.com

PolyJohn Enterprises
800/292-1305
www.polyjohn.com
(See ad page 43)

PolyPortables, Inc.
800/241-7951
www.polyportables.com
(See ad page 13)

MORE INFO

“It will help keep track of production, and it will 
help us manage it remotely. It will allow us to see 
where drivers are at with GPS … and we needed 
some software to better manage our inventory.’’

Shannon ReadInG
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 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
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 Reelcraft 7850

 Plastifl ex Hi-Vac

Like us on Facebook

MANUFACTURER OF QUALITY PORTABLE RESTROOMS AND SINKS

Dual VIP Restroom Trailer

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

WWW.NUCONCEPTS.COM
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Features:
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• Power Converter (option)
• Air-conditioning (option)
• Interior Heater (option)
• Sink Water Heater (option)
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Register by January 24 to receive the
early bird rate of $50 per person!»

When you step onto the Pumper & Cleaner Expo show floor, you’re 

entering the hub of your industry. It’s where the magic happens. 

It’s where you trade ideas, make connections and learn about the 

newest technologies and best money-saving strategies. So make your 

reservation today! Get in on the excitement, come enjoy the show 

and find out why the 2014 Pumper & Cleaner Expo is where it’s at!
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Lessons Learned During Sewer Rehab on Public and Private Property

Pipe Bursting a Mature and Diverse Trenchless Technology 
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Don’t Fear the Shapefile 

What’s Important for Your Company; Is it Size, or Profit or Both?

1 + 1 = 14: Cleaning and Inspection Equipment Working as on Entity
 

Be Ready to Land Apply

Soils and Cropping Systems

Land Application Rates and Nutrient Management 

Improving Profitability through Tracking

How Paperless Operations Save Time and Money

Book More Calls – Wow More Customers 

Gen Y + Gen X + Baby Boomers = #@$%???

Get and Keep the Best Co-Workers 

Win, Win, Win in Residential Service Contracting 

OSHA Confined Space and Fall Protection Untangled

Air Monitoring Application for the Liquid Waste Industry

T.B.D.
 

Deodorizers and Making the Right Choices

Oh Shift! 6 Future Trends You Must Gear Up For to Compete and Succeed

Portable Restroom Service Units 
 

Sealing - Take Control of Inflow & Infiltration in Manhole Sealing Systems

DC Water is Utilizing CIPP to Rehabilitate the Nation’s Capital

Nozzle Explanation and Selections 
 

Sewer Cleaning 101

Underground Coatings – Restore Deteriorated Infrastructure

How Small Contractors Can Make Big Money Doing Manhole Rehabilitation  
 

Septic Tank Bells and Whistles 

Aeration Units for On-Site Septic Systems 

Understanding ATU’s, their Service Requirement, and Maintenance 
 

Right Sizing Your Pump System 

Make More Money by Using a Biological Product with Your Services  

Septic Drainfield Restoration

Portable - The Best of Both Worlds - Liquids vs. Portion Control Deodorizers

Vacuum Loaders - Taking the Mystery out of Vacuum Truck Operation

DOT Compliance - The Value of DOT Certification for Vacuum Trucks 
 

Advertising and Marketing for Service Companies 

Getting Sales Personnel to Properly Price and Present 

7 Incredibly Effective Ways to Improve Your Sales 

All Day Installer Course
Jim Anderson and Dave Gustafson
Sponsored by COLE Publishing and Onsite Installer Magazine

SSCSC TrAck

NAWT Land APPLication TrAck

Business TrAck

Customer Service & Employee Development  

Safety Compliance Track

Portable Track

Municipal Track

Municipal Track

Installer Track

Liquid Waste Track

General Track

Advertising & Marketing Track

Onsite Installer Course

Wednesday SessionsTuesday Sessions
february 25, 2014 february 26, 2014

Attendees enjoy

Craig Morgan at 

the 2013 Industry 

Appreciation Party.

Brice, currently on tour with 

Brad Paisley, has celebrated 

three back-to-back No. 1 

songs from his ‘Hard 2 Love’ 

album and his hit ‘Parking Lot 

Party’ stormed to the top of the 

Country radio charts. You can 

expect a great time as Lee Brice 

brings his energetic show to the 

Industry Appreciation Party! 

»

»

LEE
BRICEBRICE

Live

»

Live Entertainment

Industry Appreciation Party
5 p.m. - Wednesday Feb. 26

Grand Ballroom 
JW MARRIOTT HOTEL

admission included 
when you pre-register!

Network with your peers over a 
25¢ tap beer and enjoy a private 
concert just for Expo attendees! 
The Industry Appreciation Party 
is the must-attend Expo event!
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Porta-Pak sells the most because of
advantages the competition can’t match!

See for yourself why Porta-Pak is the #1 best 
selling portion control product worldwide!

Get Unsurpassed Performance
with the Best Deodorizer

Money Can Buy

PORTA-TAB® 
Quick-Dissolve Holding Tank
& Waste Treatment Tablets
(Available in standard
and Porta-Tab XL sizes)

BIO-PAK®

Natural Enzyme
Holding Tank Deodorizer
& Waste Digester

STHE STRONGEST ODOR CONTROL.
Powered by advanced WAVE2 Technology developed

by the Walex R&D Group, delivering customer satisfaction
around the world. 

SNON-STAINING COLOR.
Deep, dark EVERBLUE color that never stains surfaces

– beware of cheap, staining dyes in other products.

STHE SAME GREAT PRODUCT EVERY TIME.
Our manufacturing process ensures product consistency,

so you always know you’re getting the best for your money.

THE # 1BEST SELLERTHE # 1BEST SELLERTHE # 1BEST SELLER

PORTA-PAK®

                           

Week-Long Odor Control
for Mild Climates

Other Great Portion Control Products from Walex

F or Jason Waite, of JC’s Johns Portable Sanitation Services in 
Oskaloosa, Iowa, selling his wife Cherlynn Waite on starting a 
portable restroom business to be operated in their spare time looked 

like an uphill battle.
Both are employed full time, he as a National Guard mechanic, and 

she as a chiropractic assistant. Jason Waite says he became intrigued by 
the idea when a co-worker and his brother-in-law returned from a trip to 
the 2008 Pumper & Cleaner Expo.

“My friend Dennis Heldenbrand introduced me to his brother-in-law, 
Jerry Lansing, owner of AAA Septic Service Inc. of Marshalltown, about an 
hour’s drive away,” he says. “Jerry told me that the business was friendly 
and low key and that our market area was underserved. He went through 
the math with us, to show us how we could start with the best bang for our 
buck.”

The couple started business that summer with 30 units from PolyJohn 
Enterprises.

Service was provided using a Ring-O-Matic vacuum trailer purchased 
secondhand from AAA. The unit offers a 500-gallon waste/200-gallon 
freshwater steel tank and Masport pump. When the trailer proved tough 
to maneuver in Iowa winters, they added a GMC pickup with 300-gallon 
waste/150-gallon freshwater slide-in unit from Imperial Industries Inc., 
also using a Masport pump.

They currently carry 115 restrooms. Jason Waite will be retiring from 
the National Guard later this fall to devote all his time to the business.

  
EXPLORE FIVE ISSUES THAT AFFECT JASON AND 
CHERLYNN’S PORTABLE SANITATION BUSINESS:

 
•  Finding the Time
While pursuing two full-time careers, the owners squeeze every spare 

minute out of each day. Jason Waite often starts work hours before his 
regular job begins, prepping restroom units for delivery.

Cherlynn Waite takes a two-hour lunch at the home office, during 
which she can answer phones and prepare the company books. Her 
employer doesn’t mind if she takes occasional orders by phone.

“We talk a lot about our schedule at night,” she says. “But a lot of our 
discussions go on from behind the windshield of our pickup, because 
when Jason is on the road, I’m often with him.” 

The entire family helps out nights and weekends, with sons Cole, 13, 
and Jaxon, who is 8, pitching in. “Cole often goes with me and helps clean 
and set the toilets up,” says Jason Waite. “Through the summer, he works 
for us a couple of days per week.”

Take 5   
November 2013         

(continued)

A Passion
to Grow

JC’s Johns Portable 
Sanitation Services 
is embarking on an 
aggressive plan to triple 
in size as it caters to 
Iowa special events and 
construction contracts  

By Peter Kenter

The JC’s Johns crew 
includes (clockwise 
from left) Fred Northway 
Cole Waite, Jaxon Waite, 
Cherlynn and Jason Waite. 
(Photos by Mark Hirsch)
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The company also employs his father-in-law, Fred Northway, who 
started with them part time in late 2011. He became a full-time employee 
earlier this year. “I make up a list for Fred so he can handle cleaning and 
deliveries that I can’t handle while working,” says Jason Waite. “If it can wait 
until evening, it’s on my list.”

 
•  Promoting Cleanliness
Cherlynn Waite says her prior impressions of the portable restroom 

business were based on a few unpleasant experiences. The company is 
working hard to ensure that those memories are permanently erased.

“Some of the portable restrooms I’ve seen were pretty nasty,” she says. 
“Before I agreed to get into this business, we visited Jerry at AAA Septic, and 
he put my mind at ease by showing me just how cleanly the business can be 
operated.” 

Each unit offered by JC’s is fitted with PolyJohn hand sanitizers, treated 
with air fresheners and supplied with two-ply paper. The company also 
offers four stand-alone hand-wash stations from PolyJohn. Deodorant 
products are from Satellite Industries.

“If you keep a clean unit, people respect it more when they use it,” she 
says. “We’re pretty equally divided between construction contracts and 
special events, such as sporting events and weddings. Our commitment is 
that every customer deserves the same level of service. Every unit we rent out 
to a construction site could be presented at a wedding – the only difference 
is that wedding rentals are equipped with a welcome mat.”

  •  Pinching Pennies for the Bottom Line
JC’s won’t skimp on spending money when it results in better customer 

service, but being good at saving a dollar has served the company well. 
“When we bought our first 30 units from PolyJohn, we asked for them 

to be delivered disassembled, because we didn’t have the storage area and it 
was cheaper for us to assemble them as we needed them,” says Jason Waite. 
“We had a family assembly line going in the garage.”

He often doubles up his daily commute to work in Des Moines, about 
70 miles away, with restroom deliveries, allowing him to get more bang for 
his transportation buck.

  

•  Getting the Word Out
The Waites rely largely on word-of-mouth and admit they’ve been 

too busy to follow up on such marketing tasks as collecting testimonials to 
feature in advertising. “We service a flea market where the vendors actually 
cheer us when we arrive and tell us they won’t use any other service,” says 
Jason Waite. “We need to start recording these testimonials and make sure 
we have permission to use them in future promotions.”

And while the company’s current Web 
page is serviceable as an Internet business 
card, the Waites plan to devote more 
resources to expanding offerings.

They’ve attended every Pumper & Cleaner Expo since 2009 and take 
advantage of Expo Education Day classes, particularly those involving 
business coaching, training, advertising and marketing. “Once I leave the 
National Guard, I’d like to attend a local college to get a degree in marketing 
and business management,” says Jason Waite. “These are skills we could 
definitely use in-house.”

“This is an industry where I can use all my skills in, sales, 
marketing, public relations, mechanics and fabrication, while 
experimenting with new ideas for growth.”

– Jason Waite

Cole Waite puts the final 
touches on a restroom to 
be used at a special event.

Fred Northway (left) and his 
grandson Cole Waite load 
PolyJohn portable restrooms 
onto a transport trailer.

(continued)



promonthly.com        November 2013        27

Restroom Trucks
2013 Ford F550, 1200 900/300

2014 Ford F550, 1200 900/300

2014 International, 2000 1500/500

2013 Peterbilt, 2000 1500/500

MIX &MATCH...Great selection 0f Tanks and Chassis

IN STOCK for Custom Builds!

Septic Pumpers
2013 Peterbilt 2500 Alum
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The company also employs his father-in-law, Fred Northway, who 
started with them part time in late 2011. He became a full-time employee 
earlier this year. “I make up a list for Fred so he can handle cleaning and 
deliveries that I can’t handle while working,” says Jason Waite. “If it can wait 
until evening, it’s on my list.”

 
•  Promoting Cleanliness
Cherlynn Waite says her prior impressions of the portable restroom 

business were based on a few unpleasant experiences. The company is 
working hard to ensure that those memories are permanently erased.

“Some of the portable restrooms I’ve seen were pretty nasty,” she says. 
“Before I agreed to get into this business, we visited Jerry at AAA Septic, and 
he put my mind at ease by showing me just how cleanly the business can be 
operated.” 

Each unit offered by JC’s is fitted with PolyJohn hand sanitizers, treated 
with air fresheners and supplied with two-ply paper. The company also 
offers four stand-alone hand-wash stations from PolyJohn. Deodorant 
products are from Satellite Industries.

“If you keep a clean unit, people respect it more when they use it,” she 
says. “We’re pretty equally divided between construction contracts and 
special events, such as sporting events and weddings. Our commitment is 
that every customer deserves the same level of service. Every unit we rent out 
to a construction site could be presented at a wedding – the only difference 
is that wedding rentals are equipped with a welcome mat.”

  •  Pinching Pennies for the Bottom Line
JC’s won’t skimp on spending money when it results in better customer 

service, but being good at saving a dollar has served the company well. 
“When we bought our first 30 units from PolyJohn, we asked for them 

to be delivered disassembled, because we didn’t have the storage area and it 
was cheaper for us to assemble them as we needed them,” says Jason Waite. 
“We had a family assembly line going in the garage.”

He often doubles up his daily commute to work in Des Moines, about 
70 miles away, with restroom deliveries, allowing him to get more bang for 
his transportation buck.

  

•  Getting the Word Out
The Waites rely largely on word-of-mouth and admit they’ve been 

too busy to follow up on such marketing tasks as collecting testimonials to 
feature in advertising. “We service a flea market where the vendors actually 
cheer us when we arrive and tell us they won’t use any other service,” says 
Jason Waite. “We need to start recording these testimonials and make sure 
we have permission to use them in future promotions.”

And while the company’s current Web 
page is serviceable as an Internet business 
card, the Waites plan to devote more 
resources to expanding offerings.

They’ve attended every Pumper & Cleaner Expo since 2009 and take 
advantage of Expo Education Day classes, particularly those involving 
business coaching, training, advertising and marketing. “Once I leave the 
National Guard, I’d like to attend a local college to get a degree in marketing 
and business management,” says Jason Waite. “These are skills we could 
definitely use in-house.”

“This is an industry where I can use all my skills in, sales, 
marketing, public relations, mechanics and fabrication, while 
experimenting with new ideas for growth.”

– Jason Waite

Cole Waite puts the final 
touches on a restroom to 
be used at a special event.

Fred Northway (left) and his 
grandson Cole Waite load 
PolyJohn portable restrooms 
onto a transport trailer.

(continued)
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•  Finding the Right Growth Opportunities
“Every year since 2008 we’ve added something, but at a slow and steady 

rate,” says Jason Waite. An additional 10 units were purchased in 2010. 
In 2011, the company purchased several high-rise units for a multiyear 
construction contract. The Waites also encountered an opportunity to buy 
15 additional Satellite restrooms from a local septic tank contractor.

“We now give him all of our septic service referrals and he gives us all 
of his restroom referrals,” says Jason Waite. “That works to grow both our 
businesses.” JC’s purchased 28 additional restrooms and upgraded the old 
pickup to a Ford F-450 in 2012. This year, the company ordered another 28 
units. “Over the years we’ve also bought four wheelchair-accessible Satellite 
units on an as needed basis,” says Jason Waite. “When I get an order, I can 
have it delivered inside a week.”

When Jason Waite retires from the National Guard, he plans to devote 
all his working time to the family restroom business. He’s also eyeing a 
vacuum truck purchase in the next two to three years. “Our ultimate goal is 
300 to 350 restroom units,” he says. “This is an industry where I can use all 
my skills in sales, marketing, public relations, mechanics and fabrication, 
while experimenting with new ideas for growth.” ■

Imperial Industries, Inc.
800/558-2945
www.imperialind.com

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

PolyJohn Enterprises
800/292-1305
www.polyjohn.com
(See ad page 43)

Ring-O-Matic, Mfg.
800/544-2518
www.ring-o-matic.com

Satellite Industries
800/328-3332
www.satelliteindustries.com
(See ad page 17)

MORE INFO

“We talk a lot about our schedule at night. But a lot of our 
discussions go on from behind the windshield of our pickup, 
because when Jason is on the road, I’m often with him.”

– Cherlynn Waite

It’s all hands on deck when JC’s Johns sets 
up units for a special event. Here Jason Waite 
(center) and his sons Jaxon (left) and Cole 
prepare portable restrooms for an event at the 
Lacey Complex in Oskaloosa, Iowa.

JC’s Johns is owned 
and operated by Jason 
and Cherlynn Waite of 
Oskaloosa, Iowa. Jaxon 
Waite, 8, helps out with 
cleaning and restocking 
toilet paper on a job site.
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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 fittings

• Patent pending

16 
Colors

Waste Holding Tank
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 Standard Options
•  Includes LPG Heat On 

Demand Water Heaters
• Private Showers
•  Changing Area with 

Optional Bench
• Water Resistant Interior
• Steel Studs & Roof Rafters
• Exhaust Fans
•  Roof Top Air-Conditioners/

Heaters/Heat Pumps
 16-Station

 6-Station

 4-Station Combo

 2-Station Combo

8-Station

 8-Station w/Sinks

3-Station Combo

4-Station Combo

 info@cohsi.com • 630.906.8002 • www.cohsi.com
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Compact, lightweight slide-in vacuum units can be a valuable addi-
tion to a PRO’s equipment fleet, as they can be mounted on pickup or 
flatbed trucks or trailers and offer a compact alternative to a larger 
truck-mounted tank. Rigs using slide-in tanks are extremely maneu-
verable in tight spaces, making them ideal for special event service. 
Here are several compact units available today:

StainleSS Steel 
Slide-in unit
The 400/200 slide-in 
unit from Best Enter-
prises is built with 304 
stainless steel. It carries 
a capacity of 400 gallons 
of waste and 200 gallons 
of freshwater. It is equipped 
with a 3-inch dump valve, 2-inch 
sight glasses, a Hypro Roller pump 
and motor and a Conde Super 6 
vacuum pump with a platform-mounted Honda 5.5 hp 
electric start engine. 800/288-2378; www.bestenterprises.net.

 
Slide-in 
vacuum tank
The slide-in vacuum 
tank from Crescent 
Tank Mfg. has a low 
center of gravity for 
protection against 
rollover. The unit 
features a 350-gal-
lon waste/200-gallon 
freshwater tank, with 
all operations located 
at the back of a 1-ton 

pickup or flatbed truck. Other features include a Masport vacuum system, 
9 hp Honda electric start engine and electric water pump. 585/657-4104; 
www.crescent-tank.com.

Self-contained 
Slide-in
Self-contained slide-
in tanks from Impe-
rial Industries Inc. 
are available in steel, 
aluminum and stain-
less steel, and are 
custom designed for 
special needs in 100- 
to 700-gallon models. 

Stock units are available in capacities of 300, 450, 550 and 650 gallons. Fea-
tures include a choice of Conde SDS6 or Masport HXL3V vacuum pump, 
Honda direct-drive engine, anticorrosion anodes in the waste and water 
compartments and a horizontal water tube for equalized weight distribu-
tion. 800/558-2945; www.imperialind.com.

 
verSatile Slide-in unit
Slide-in tanks from KeeVac Industries 
are manufactured from 54/54-grade 
aluminum. Units are available 
in 300- to 2,000-gallon capaci-
ties, with flanged and dished 
heads. They are man-
ufactured in several 
different styles, in-
cluding waste only, 
two-compartment 
or three-compartment 
units. Pump choices 
include Masport, Conde 
and Jurop in both gasoline and die-
sel. Larger units for trailers and roll-off trucks are also available. Units come 
with vacuum/pressure pumps, washdown pumps, 50-foot washdown hose 
and 30-foot Tiger Tail hose. Primary, secondary and oil catch mufflers com-
plete the package. 866/789-9440; www.keevac.com.

 

By Craig Mandli

ProduCt FoCus 
November 2013

Slide-In UnitsSlide-In Units
Weight-diStributed 
Slide-in
The standard slide-in unit 
from Lely Manufactur-
ing features a Conde Su-
per 6 vacuum/pressure 
pump, with an electric-
start Honda 5 hp motor. Its 
freshwater compartment is 
designed for equal weight 
distribution. Options in-
clude Jurop or Masport pumps; and steel or aluminum construction. It has a 
3-inch discharge with a valve and camlock fitting, a 12-volt water pump with 
50 feet of hose and a nozzle, 30 feet of 2-inch Kanaflex hose with a valve and 
wand. Units are available in multiple sizes, and can be primed and painted 
to specifications. 800/334-2763; www.lelyus.com.

 
Standard 
Slide-in unit
Standard slide-in units 
from Pik Rite Inc. are 
available in 300- and 
450-gallon sizes for 
portable restroom and 
grease trap cleaning. 
Units are available in 
steel or aluminum, 
with or without fresh-
water compartments. 

Various vacuum pump and engine options are available. Features include 30 
feet of 2-inch fill hose with poly ball valve and PVC nozzle, 3-inch discharge 
with poly ball valve, washdown systems and high-quality paint. 800/326-
9763; www.pikrite.com.

 
Slide-in tank unit
The slide-in tank unit from Poly-
Portables is a fully equipped, 
compact and ready-to-use 
service tank with electric 
push-start engine, vacuum/
pressure pump, waste and 
freshwater hoses, fittings and 
accessories. It is an ideal solu-
tion for smaller service routes 
and tight spaces. It mounts into 
the back of a pickup bed, a flatbed chassis 
or onto a flatbed trailer, and is self-contained and 
ready to use. Multiple waste and freshwater storage configu-
rations are available. 800/241-7951; www.polyportables.com.

emergency 
Slide-in unit
The CUSITEC 300 slide-in unit 
from Sanitarios y Quimicos de 
Mexico was designed for emergency sit-
uations. It features 200-gallon waste and 100-gal-
lon freshwater compartments, with a Conde 35 cfm vacuum 
pump, a 6.5 hp gas engine and a 70 gpm Shurflo pump. Standard features 
include security valves, aluminum quick couplers, primary and second-
ary shut-off, a vacuum gauge and an oil-catch muffler. It can be used with 
any vacuum hose, and can be trailer-mounted or built on a slide-in skid. 
915/239-8919; www.syqonline.com.

 
compact Slide-in unit
The MD400 slide-in unit from Satellite Indus-

tries is ideal for small routes, quick 
services, quality control and loca-

tions where a small truck is the 
only way to service restrooms. 
Designed as a self-contained 
tank for long-box pickup trucks, 
the 270-gallon waste/130-
gallon freshwater tank uses 
a bolt-in system that allows 

quick installation and removal. Stan-
dard equipment includes a Conde 6 vacuum 

system powered by a Honda 5.5 hp engine, 25-foot ser-
vice hose and diaphragm washdown system. Other features include a 3-inch 
waste outlet valve with rear service, 2-inch freshwater outlet valve with rear 
service, waste and freshwater sight glasses, 1/2-inch metal hose standoff to 
protect paint with a rack for service hose and an interior baffle to prevent 
sudden load shifts. 800/883-1123; www.satelliteindustries.com.

 
aluminum Slide-in unit
Slide-in Warehouse offers slide-in 
units from 300- to 1,500-gallon 
capacity. Manufactured in five 
different styles, single, dou-
ble or triple compartment 
configurations are available. 
All units are manufactured 
from aluminum. Pump choic-
es include Conde, Masport and 
Jurop in both gasoline and diesel. Units 
come complete with vacuum/pressure pumps, 
washdown pumps, 50-foot washdown hose and 30-foot Tiger Tail hose. Pri-
mary, secondary and oil-catch mufflers complete the package. Units are de-
signed to fit in a pickup bed, flatbed or trailer. Matching trailers are available 
for all sizes. 888/445-4892; www.slideinwarehouse.com. ■
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EXPO SPOTLIGHT

Pint-sized restroom 
captures a lot of attention
By Craig Mandli

Of the many portable restrooms on display at the 2013 Pumper & 
Cleaner Environmental Expo last February in Indianapolis, Ind., a purple 
model about three-quarters the size of a traditional unit grabbed quite a bit 
of attention. Of course, the multicolored handprints all over the outside of 
the unit may have helped.

The T.S.F. Company introduced their child-friendly TJ Kid portable 
restroom to Expo attendees. According to the company’s office manager, 
Rosie Stitzman, the unit on display at the Expo was a source of constant 
chatter, especially among booth visitors with small children in tow. 

“Having the TJ Kid on the floor was very popular,” says Stitzman. “Even 
when I walked around the hall, I overheard people saying, ‘Did you see that 
cute potty with the handprints?’ That was pretty neat to hear.”

Invention of the popular restroom could almost be called an accident. 
While attending various trade shows across the country, Stitzman began to 
notice that attendees, especially families and children, gravitated toward the 
company’s TJ Shorty, a scaled-down version (80-inch height instead of the 
traditional 90 inches) of their stalwart Tuff Jon III model, designed with a 

lifting bracket for height-restricted areas and 
high-rise construction applications. 

“The kids thought the smaller restroom 
was made just for them, but it had the same 
size bucket on the inside that make using full-
size units tough for children,” says Stitzman. “One day in the office I asked 
[company owner] Bob Schenk how tough it would be to make a ‘kid-friendly’ 
version with a step. He honestly didn’t want to at first. I think he finally did 
it just to appease me.” 

The model Schenk designed stands 77 inches tall, and features a step 
stool to give children easier access to the toilet and sink. It is decorated with 
colorful handprints, so children make no mistake that this special restroom 
is intended especially for them. 

“It was a big hit almost immediately,” says Schenk. “By adding a few 
of these units to their inventories, PROs show potential customers that they 
care about the whole family at special events. Its great for birthday parties or 
other kid-themed events, too.” 

In addition to the step stool, the TJ Kid features one-piece EZ Clean 
polyethylene construction, a spacious interior, 160-pound weight, rust-free 
hardware, molded air vents to increase air circulation and reduce vandalism, 
a 60-gallon holding tank, lowered urinal and toilet paper dispenser and 
a polyethylene skid. Options include a sky heater, 16-gallon hand-wash 
station, soap dispenser and towel holder. Eleven color options are also 
available, along with child-themed decor.

“We sold several units at the Expo, including the one on the showroom 
floor,” says Stitzman. “It definitely kept people talking, and the kids at the 
show really seemed to love it, which was a lot of fun for us to see. We were all 
very pleased with the response, and look forward to marketing the TJ Kid to 
our customers.” 800/843-9286; www.tuff-jon.com. ■

A visitor to the 2013 Pumper 
& Cleaner Expo looks at the 
TJ Kid restroom. 
(Photo by Jim Kneiszel)

 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!
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“The kids thought the smaller restroom 
was made just for them, but it had the same 
size bucket on the inside that make using full-
size units tough for children,” says Stitzman. “One day in the office I asked 
[company owner] Bob Schenk how tough it would be to make a ‘kid-friendly’ 
version with a step. He honestly didn’t want to at first. I think he finally did 
it just to appease me.” 

The model Schenk designed stands 77 inches tall, and features a step 
stool to give children easier access to the toilet and sink. It is decorated with 
colorful handprints, so children make no mistake that this special restroom 
is intended especially for them. 

“It was a big hit almost immediately,” says Schenk. “By adding a few 
of these units to their inventories, PROs show potential customers that they 
care about the whole family at special events. Its great for birthday parties or 
other kid-themed events, too.” 

In addition to the step stool, the TJ Kid features one-piece EZ Clean 
polyethylene construction, a spacious interior, 160-pound weight, rust-free 
hardware, molded air vents to increase air circulation and reduce vandalism, 
a 60-gallon holding tank, lowered urinal and toilet paper dispenser and 
a polyethylene skid. Options include a sky heater, 16-gallon hand-wash 
station, soap dispenser and towel holder. Eleven color options are also 
available, along with child-themed decor.

“We sold several units at the Expo, including the one on the showroom 
floor,” says Stitzman. “It definitely kept people talking, and the kids at the 
show really seemed to love it, which was a lot of fun for us to see. We were all 
very pleased with the response, and look forward to marketing the TJ Kid to 
our customers.” 800/843-9286; www.tuff-jon.com. ■

A visitor to the 2013 Pumper 
& Cleaner Expo looks at the 
TJ Kid restroom. 
(Photo by Jim Kneiszel)
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New technology can help pumping contractors streamline billing, fleet 
management and routing. Here are several billing, fleet management, 
routing, insurance and financing products and services that will help 
save time and money.

Online web access
With TAC Online Web Access 
from Clear Computing, 
customers and company staff 
can access selected company 
information online. The 
program offers customers 
and staff access from a Web 
browser on any device, 
anywhere, to view, edit or add 

selected information. On www.tac-sales.com, sales staff can edit and add 
notes and work orders. With www.tac-orders.com, drivers see route and work 
order information and can update an order status. On www.tac-service.com, 
drivers see stops, units, quantities, etc., for service routes, including status 
updates and customer service completions. On www.tac-customer.com, 
customers can view work orders and service history, scheduled service, 
balances and payments. With www.tac-sites.com, company staff can look 
up information on customers, locations, scheduled service, work orders, 
invoices and payments. 888/332-5327; www.clearcomputing.com.

 

One-tOuch billing technOlOgy
The iButton technology from EZTrakR Systems 
tracks every service, delivery or pickup 
completed for each unit. It allows 
technicians to quickly access customer 
history to see when a driver 
was on site to verify billing 
discrepancies. The bundled 
software system offers service 
validation, route optimization, 
inventory control, missed service reports and employee productivity. It also 
offers a simplified one-touch billing process integrating with QuickBooks 
for easy and automated invoicing, including 28-day, advance or arrears, and 
monthly billing options to satisfy any customer request. It includes different 
rates, delivery and pickup fees, damage waivers and other miscellaneous 
fees itemized on each invoice. 866/529-1938; www.eztrakr.com.

billing 
management 
system
The Summit Service 
System, Version 5, from 
Ritam Technologies, 
has been updated with a 
slicker look and feel, easier 
job management, and 

built-in reminders and auto-repeat features, letting users retain business 
that would previously get lost. With one-click text message reminders, 
tasks are better organized and may be communicated to the field with 
smartphone and tablet device dispatch management, including iPhone 
and iPad. Credit cards can be swiped in the field or processed in the office. 
The flexible computer setup includes cloud-based remote solutions, local 
area network or single PC with optional home access. Choose monthly 
pricing or one-time licensing with optional continuity plan. 800/662-8471; 
www.ritam.com.

call mOnitOring 
sOftware
CallSource software can 
monitor every inbound 
call to track the number of 
potential buyers that don’t 
receive appointments. It 
can send an alert via email 
and text to the business 
to notify them of a missed opportunity 
within an hour. The alerts include the 
caller’s phone number, name of the call handler and actual recording 
of the conversation, offering built-in accountability. 866/939-3079; 
http://homeimprovement.callsource.com.

By Craig Mandli

ProduCt FoCus 
November 2013
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 fleet management

business management 
prOgram
FoundOPS allows business owners 
to keep track of all client information 
and service history, and create service 
schedules. Users can dispatch their 
team by dragging and dropping jobs, 
or let the program’s routing algorithm 
figure out the most efficient routes. The 
program can wirelessly send job in-
formation and updates to field techni-
cians’ smartphones or tablets. Technicians can also get turn-by-turn direc-
tions, access client information and then record a service report. Meanwhile, 
business owners can keep tabs on their progress and GPS location. Once 
the job is completed, an invoice is automatically created in the company’s 
QuickBooks account, with all billing information already filled in. The sys-
tem is securely hosted in Microsoft’s Cloud, meaning all that users need is a 
Mac computer or PC with Web access. 765/688-0006; www.foundops.com.

 
gps fleet tracking sOftware

Manageit from Ituran USA 
is designed for fleet man-
aging and dispatchers, and 
contains instant and accu-
rate GPS fleet tracking, per-
sonalized reporting, recov-
ery services, geofencing 
technology, real-time no-
tifications via email/SMS, 
landmark report, Driver ID 
capabilities and PTO alerts, 

along with other features. The software provides customers with 24/7/365 live 
recovery assistance for both emergency and technical support. 866/543-5433; 
www.ituranusa.com.

 
gps tracking device
The VT310 from Meitrack USA is a GPS tracker with five discrete inputs 
and outputs, and two analog ports. Among its features, 
the VT310 tracks vehicle window status, door status, 
engine status, temperature and tank fuel level, 
and is widely used in truck tracking appli-
cations. It features a 4 MB logger, mo-
tion sensor and backup battery. 
It allows technicians to track on 
demand or by time interval. It 
has an internal 4 MB memory 
for logging, a tremble sensor and 
alarms for SOS, geofence, GPS blind 
area, low battery, speeding and external pow-
er cut. 626/448-8785; www.meitrackusa.com.

(continued)

  case study

fleet tracking program
leads to fuel savings
 
Problem: Valet Waste faced fleet challenges that required a more advanced GPS 
tracking system to solve. Nick Choma, Regional Manager for the company’s office 
in western Florida, sought a sole provider to affordably increase efficiency and 
monitor driver behavior.
 
Solution: Looking for a fleet 
management software product 
that allowed for customization, 
Choma chose the GPS insight 
Fleet tracking Solution. The 
features and flexibility of the 
software includes reporting on the 
amount of time spent inside and 
outside of landmarks, such as customer locations.
 
reSult:  Valet Waste has seen its fuel card bill drop 16 percent in the first two 
months of using the new software, which represents a 168 percent return on 
investment in fuel savings alone. “We require our employees to visit our clients 
routinely, and GPS Insight has been able to confirm those visits and track the 
frequency of those visits, to help ensure our promise of customer service was being 
upheld,” says Choma. “Now we can validate ‘how’s my driving’ complaints by 
pulling up Google Earth and focusing in on the time, day and vehicle. It is difficult to 
exonerate or punish an employee based on hearsay, and GPS Insight provides the 
proof.” 480/663-9454; www.gpsinsight.com.

  case study

septic pumper uses software 
to increase fuel economy
 
Problem: It was a hot day last June, and Judy Malone with A & M Septic in 
Valley View, Texas, was making her typical round of service calls. She had used 
an entire tank of gas in her Chevy pickup and realized she would need to fill up 
before heading home. With fuel prices creeping higher, she began to look for ways 
to save.
 
Solution: Malone decided 
to call Jon Denney with SAFe 
Software and see if there was 
a way to utilize the mapping 
portion of the program to reduce 
her driving and fuel consumption. 
Denney showed her how to 
export her scheduled inspections 
to a Microsoft Excel spreadsheet 
and then upload it into a website that would create an interactive Google Map. 
 
reSult:  After doing this for a week, Malone cut her fill-ups in half, while seeing 
three more customers per day. 800/604-7351; www.thesafeprogram.com.
visits and track the frequency of those visits, to help ensure our promise of customer 
service was being upheld,” says Choma. “Now we can validate ‘how’s my driving’ 
complaints by pulling up Google Earth and focusing in on the time, day and vehicle. 
It is difficult to exonerate or punish an employee based on hearsay, and GPS Insight 
provides the proof.” 480/663-9454; www.gpsinsight.com.
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New technology can help pumping contractors streamline billing, fleet 
management and routing. Here are several billing, fleet management, 
routing, insurance and financing products and services that will help 
save time and money.

Online web access
With TAC Online Web Access 
from Clear Computing, 
customers and company staff 
can access selected company 
information online. The 
program offers customers 
and staff access from a Web 
browser on any device, 
anywhere, to view, edit or add 

selected information. On www.tac-sales.com, sales staff can edit and add 
notes and work orders. With www.tac-orders.com, drivers see route and work 
order information and can update an order status. On www.tac-service.com, 
drivers see stops, units, quantities, etc., for service routes, including status 
updates and customer service completions. On www.tac-customer.com, 
customers can view work orders and service history, scheduled service, 
balances and payments. With www.tac-sites.com, company staff can look 
up information on customers, locations, scheduled service, work orders, 
invoices and payments. 888/332-5327; www.clearcomputing.com.

 

One-tOuch billing technOlOgy
The iButton technology from EZTrakR Systems 
tracks every service, delivery or pickup 
completed for each unit. It allows 
technicians to quickly access customer 
history to see when a driver 
was on site to verify billing 
discrepancies. The bundled 
software system offers service 
validation, route optimization, 
inventory control, missed service reports and employee productivity. It also 
offers a simplified one-touch billing process integrating with QuickBooks 
for easy and automated invoicing, including 28-day, advance or arrears, and 
monthly billing options to satisfy any customer request. It includes different 
rates, delivery and pickup fees, damage waivers and other miscellaneous 
fees itemized on each invoice. 866/529-1938; www.eztrakr.com.

billing 
management 
system
The Summit Service 
System, Version 5, from 
Ritam Technologies, 
has been updated with a 
slicker look and feel, easier 
job management, and 

built-in reminders and auto-repeat features, letting users retain business 
that would previously get lost. With one-click text message reminders, 
tasks are better organized and may be communicated to the field with 
smartphone and tablet device dispatch management, including iPhone 
and iPad. Credit cards can be swiped in the field or processed in the office. 
The flexible computer setup includes cloud-based remote solutions, local 
area network or single PC with optional home access. Choose monthly 
pricing or one-time licensing with optional continuity plan. 800/662-8471; 
www.ritam.com.

call mOnitOring 
sOftware
CallSource software can 
monitor every inbound 
call to track the number of 
potential buyers that don’t 
receive appointments. It 
can send an alert via email 
and text to the business 
to notify them of a missed opportunity 
within an hour. The alerts include the 
caller’s phone number, name of the call handler and actual recording 
of the conversation, offering built-in accountability. 866/939-3079; 
http://homeimprovement.callsource.com.
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business management 
prOgram
FoundOPS allows business owners 
to keep track of all client information 
and service history, and create service 
schedules. Users can dispatch their 
team by dragging and dropping jobs, 
or let the program’s routing algorithm 
figure out the most efficient routes. The 
program can wirelessly send job in-
formation and updates to field techni-
cians’ smartphones or tablets. Technicians can also get turn-by-turn direc-
tions, access client information and then record a service report. Meanwhile, 
business owners can keep tabs on their progress and GPS location. Once 
the job is completed, an invoice is automatically created in the company’s 
QuickBooks account, with all billing information already filled in. The sys-
tem is securely hosted in Microsoft’s Cloud, meaning all that users need is a 
Mac computer or PC with Web access. 765/688-0006; www.foundops.com.

 
gps fleet tracking sOftware

Manageit from Ituran USA 
is designed for fleet man-
aging and dispatchers, and 
contains instant and accu-
rate GPS fleet tracking, per-
sonalized reporting, recov-
ery services, geofencing 
technology, real-time no-
tifications via email/SMS, 
landmark report, Driver ID 
capabilities and PTO alerts, 

along with other features. The software provides customers with 24/7/365 live 
recovery assistance for both emergency and technical support. 866/543-5433; 
www.ituranusa.com.

 
gps tracking device
The VT310 from Meitrack USA is a GPS tracker with five discrete inputs 
and outputs, and two analog ports. Among its features, 
the VT310 tracks vehicle window status, door status, 
engine status, temperature and tank fuel level, 
and is widely used in truck tracking appli-
cations. It features a 4 MB logger, mo-
tion sensor and backup battery. 
It allows technicians to track on 
demand or by time interval. It 
has an internal 4 MB memory 
for logging, a tremble sensor and 
alarms for SOS, geofence, GPS blind 
area, low battery, speeding and external pow-
er cut. 626/448-8785; www.meitrackusa.com.
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  case study

fleet tracking program
leads to fuel savings
 
Problem: Valet Waste faced fleet challenges that required a more advanced GPS 
tracking system to solve. Nick Choma, Regional Manager for the company’s office 
in western Florida, sought a sole provider to affordably increase efficiency and 
monitor driver behavior.
 
Solution: Looking for a fleet 
management software product 
that allowed for customization, 
Choma chose the GPS insight 
Fleet tracking Solution. The 
features and flexibility of the 
software includes reporting on the 
amount of time spent inside and 
outside of landmarks, such as customer locations.
 
reSult:  Valet Waste has seen its fuel card bill drop 16 percent in the first two 
months of using the new software, which represents a 168 percent return on 
investment in fuel savings alone. “We require our employees to visit our clients 
routinely, and GPS Insight has been able to confirm those visits and track the 
frequency of those visits, to help ensure our promise of customer service was being 
upheld,” says Choma. “Now we can validate ‘how’s my driving’ complaints by 
pulling up Google Earth and focusing in on the time, day and vehicle. It is difficult to 
exonerate or punish an employee based on hearsay, and GPS Insight provides the 
proof.” 480/663-9454; www.gpsinsight.com.

  case study

septic pumper uses software 
to increase fuel economy
 
Problem: It was a hot day last June, and Judy Malone with A & M Septic in 
Valley View, Texas, was making her typical round of service calls. She had used 
an entire tank of gas in her Chevy pickup and realized she would need to fill up 
before heading home. With fuel prices creeping higher, she began to look for ways 
to save.
 
Solution: Malone decided 
to call Jon Denney with SAFe 
Software and see if there was 
a way to utilize the mapping 
portion of the program to reduce 
her driving and fuel consumption. 
Denney showed her how to 
export her scheduled inspections 
to a Microsoft Excel spreadsheet 
and then upload it into a website that would create an interactive Google Map. 
 
reSult:  After doing this for a week, Malone cut her fill-ups in half, while seeing 
three more customers per day. 800/604-7351; www.thesafeprogram.com.
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gps tracking 
device
The AT-X5 live GPS tracking device 
from US Fleet Tracking is com-
pact, discreet and easy to install. It 
assures turn-by-turn monitoring of 
mobile assets, and features 5- and 
10-second tracking, historical play-
back and virtual fences. It comes standard with weather overlay and traffic 
features for safety and efficiency, plus the ability to create and edit up to 20 
different logs while in the field. The Web-based system is compatible with 
every mobile platform. 405/749-1105; www.usft.com.

 
cOmplete OperatiOnal sOftware

Evolution software from WennSoft 
delivers asset management, main-
tenance agreements, simple and 
segmented work orders, field ser-
vice, advanced dispatching and 
scheduling, mobile solutions for 
field technicians, quotes, purchas-
ing and invoicing, and includes 
Microsoft Dynamics CRM. It can 
operate as a stand-alone solution, 
or integrate with Microsoft Dynam-
ics ERP products or other business 
application software and services. 

It accurately tracks all tools, equipment and assets to promote efficiency 
throughout a company. 888/936-6763; www.wennsoft.com.

rOuting 
OptimizatiOn 
sOftware
The routing optimiza-
tion feature in Route-
Optix software pro-
vides a benchmark for 
how route time can be 
improved and com-
pared against routes 
prior to running. Detailed route profitability information, including pro-
rated revenue, service revenue, disposal cost, disposal revenue, driver cost, 
fuel cost and vehicle costs are captured, giving a clear picture of overall profit 
on each route. Integration to NexTraq, a GPS/fleet tracking company, offers 
customers an enhanced paperless routing solution by uploading routes di-
rectly from the software application to a Garmin portable navigation device 
in the driver’s vehicle. When calls are completed, a live date and time stamp 
is provided, which feeds production statistics and reporting information for 
management. 866/926-7849; www.routeoptix.com.

(continued)

fuel management sOftware
Fuel management software 
from NexTraq includes free 
integration with the Universal 
Premium FleetCard Master-
Card, as well as fuel reports 
including fuel slippage, fuel ef-
ficiency and International Fuel 
Tax Agreement to better track 
fleet fuel spending and usage. It 
provides a full range of features 
to improve efficiencies, reduce waste, account for fuel purchases and im-
prove buying behavior. Alerts can be set to eliminate wasteful practices such 
as excessive speeding and idling. Vehicle maintenance reporting ensures op-
timal fleet care and fuel efficiency. The driver safety scorecard report ensures 
fuel-efficient driving behaviors, and efficient route planning cuts down on 
mileage. 800/724-5261; www.nextraq.com.

 
barcOde scanning 
sOftware
Barcode Scanning Software from Street Eagle 
GPS provides fleet owners and operators the abil-
ity to manage assets and equipment in the field. 
By integrating with wireless barcode scan-
ners from Motorola, the software transmits 
all scanned information in real time. The 
driver quickly scans the barcode on each 
asset when servicing, delivering or picking 
up. Managers track assets in the field, with 
each scan providing location, date/time and ser-
vice verification. The software provides the actual location of each vehicle/asset 
and tracks pickup, delivery and servicing of mobile assets. Managers can verify 
that all assigned assets were serviced on the most optimized route for fuel and 
time savings. Automated and printable reports ensure proof of service for cus-
tomers and efficient inventory management to schedule deliveries, prevent loss 
and allocate resources. 301/866-1990; www.streeteaglegps.com.

 
OrganizatiOnal sOftware

The PortaTracker program from 
Tracker Solutions provides cus-
tomer information, including 
site and mailing address, phone 
number and history on one navi-
gational page. The calendar fea-
ture enables users to schedule 
drop-offs, pickups and service as 
well as view each day’s schedule 
by service or area. Dispatches can 

be added to each day’s schedule. Driver, truck number and jobs are entered 
from a drop-down list. A reference sheet, featuring directions, number and 
type of units, as well as address and phone number, can be printed out for 
the driver or office staff. The program also can create invoices and service 
reminders, and tracks credit and delinquent customers. 866/834-1551; 
www.septictracker.com.
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as excessive speeding and idling. Vehicle maintenance reporting ensures op-
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fuel-efficient driving behaviors, and efficient route planning cuts down on 
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up. Managers track assets in the field, with 
each scan providing location, date/time and ser-
vice verification. The software provides the actual location of each vehicle/asset 
and tracks pickup, delivery and servicing of mobile assets. Managers can verify 
that all assigned assets were serviced on the most optimized route for fuel and 
time savings. Automated and printable reports ensure proof of service for cus-
tomers and efficient inventory management to schedule deliveries, prevent loss 
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Tracker Solutions provides cus-
tomer information, including 
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number and history on one navi-
gational page. The calendar fea-
ture enables users to schedule 
drop-offs, pickups and service as 
well as view each day’s schedule 
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be added to each day’s schedule. Driver, truck number and jobs are entered 
from a drop-down list. A reference sheet, featuring directions, number and 
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cOntractOrs insurance prOgram
The Septic Contractors Insurance Program from The Hartford provides 
coverage for installation, design, service, repair and pumping contractors, 
inspection service contractors and portable restroom rental companies. 
Coverage includes design and installation errors and omissions, septic in-
spection service errors and omissions, and extra expense coverage for un-
intentional handling of hazardous waste. The program includes loss control 
services to help minimize and lower the frequency and severity of accidents 
particular to the septic industry, including slips and falls, collisions and ve-
hicle overturns, and damage to business or customer property. Direct billing 
is offered through a total account billing system, with affordable payment 
options and an XactPAY workers compensation payroll billing option to help 
cash flow. 800/533-7824; www.thehartford.com/septic.

residential septic and wastewater financing
Admirals Bank focuses on financing for the residential septic and waste-
water industry, assisting homeowners with purchasing septic system 
installations, any necessary repairs, and city and town connections. 
It offers homeowners non-equity-based financing for up to $25,000 
for residential septic and wastewater systems in the U.S. 401/248-7352; 
www.admiralsbank.com.

vehicle financing and leasing prOgram
The “A” Credit Tier Vehicle Financing and Leasing Program from Advan-
tage Funding is designed to offer bank rate financing to new and existing 
well-qualified customers. For 16 years, Advantage Funding has serviced 
the commercial transportation and vocational truck industries with experi-
enced specialists on staff. 866/392-1300; www.advantagefund.com.

 
cOmmercial financing services
Oakmont Capital Services provides a variety of commercial financing 
products to clients in all 50 U.S. states and Canada. To complete most financ-
ing requests, clients submit a one-page credit application and an equipment 
quote. Requests of up to $300,000 can generally be approved within just a 
few hours. With scanned documents, the funding process can take less than 
one day. 877/701-2391; www.oakmontfinance.com.

 
capital lOans and financing
Working capital loans and financing for new and used equipment 
are available from Priority Capital. Programs can be customized to meet 
specific business needs. Flexible financing is available. 800/761-2118; 
www.prioritycapital.com. ■

  case study

insurance brokerage finds savings
for large portable restroom operator
 
Problem: Bill Malone of A Royal Flush Inc., of Bridgeport, Conn., a large 
portable restroom operator, was searching for a better value in insurance 
coverage. He contacted Heffernan Insurance Brokers.
 
Solution: Heffernan insurance brokers performed a complete review of 
the company’s current policy coverage, and the exposures of the business. 
Several areas of concern were found and addressed. The policy was rebuilt 
from scratch, and coverage was put in line with the needs of the business. 
Additional coverage was added in some areas, including pollution coverage, 
and coverage on trailers and equipment, and an umbrella was added to 
increase overall limits. The review also revealed an incorrect class code had 
been used on the workers’ compensation policy. 
 
reSult: The wrong class code was removed from the workers’ compensation 
policy. Even after increasing limits and coverage to be in line with business 
needs, cost was reduced. Malone felt relieved with the correct coverage and 
savings. 800/208-6912; www.heffins.com.
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cOntractOrs insurance prOgram
The Septic Contractors Insurance Program from The Hartford provides 
coverage for installation, design, service, repair and pumping contractors, 
inspection service contractors and portable restroom rental companies. 
Coverage includes design and installation errors and omissions, septic in-
spection service errors and omissions, and extra expense coverage for un-
intentional handling of hazardous waste. The program includes loss control 
services to help minimize and lower the frequency and severity of accidents 
particular to the septic industry, including slips and falls, collisions and ve-
hicle overturns, and damage to business or customer property. Direct billing 
is offered through a total account billing system, with affordable payment 
options and an XactPAY workers compensation payroll billing option to help 
cash flow. 800/533-7824; www.thehartford.com/septic.

residential septic and wastewater financing
Admirals Bank focuses on financing for the residential septic and waste-
water industry, assisting homeowners with purchasing septic system 
installations, any necessary repairs, and city and town connections. 
It offers homeowners non-equity-based financing for up to $25,000 
for residential septic and wastewater systems in the U.S. 401/248-7352; 
www.admiralsbank.com.

vehicle financing and leasing prOgram
The “A” Credit Tier Vehicle Financing and Leasing Program from Advan-
tage Funding is designed to offer bank rate financing to new and existing 
well-qualified customers. For 16 years, Advantage Funding has serviced 
the commercial transportation and vocational truck industries with experi-
enced specialists on staff. 866/392-1300; www.advantagefund.com.

 
cOmmercial financing services
Oakmont Capital Services provides a variety of commercial financing 
products to clients in all 50 U.S. states and Canada. To complete most financ-
ing requests, clients submit a one-page credit application and an equipment 
quote. Requests of up to $300,000 can generally be approved within just a 
few hours. With scanned documents, the funding process can take less than 
one day. 877/701-2391; www.oakmontfinance.com.

 
capital lOans and financing
Working capital loans and financing for new and used equipment 
are available from Priority Capital. Programs can be customized to meet 
specific business needs. Flexible financing is available. 800/761-2118; 
www.prioritycapital.com. ■

  case study

insurance brokerage finds savings
for large portable restroom operator
 
Problem: Bill Malone of A Royal Flush Inc., of Bridgeport, Conn., a large 
portable restroom operator, was searching for a better value in insurance 
coverage. He contacted Heffernan Insurance Brokers.
 
Solution: Heffernan insurance brokers performed a complete review of 
the company’s current policy coverage, and the exposures of the business. 
Several areas of concern were found and addressed. The policy was rebuilt 
from scratch, and coverage was put in line with the needs of the business. 
Additional coverage was added in some areas, including pollution coverage, 
and coverage on trailers and equipment, and an umbrella was added to 
increase overall limits. The review also revealed an incorrect class code had 
been used on the workers’ compensation policy. 
 
reSult: The wrong class code was removed from the workers’ compensation 
policy. Even after increasing limits and coverage to be in line with business 
needs, cost was reduced. Malone felt relieved with the correct coverage and 
savings. 800/208-6912; www.heffins.com.

 insurance

 leasing & financing

Holding And Fresh Water
Visit our websites

www.ronco–plastics.net

714-259-1385
400 Sizes Available

Wholesale Pricing Available

NexTraq fleet safe driving package
The complete safe driving 

software package from NexTraq 
includes NexTraq DriveGuard, 
online driver education 
courses and driver safety 
scorecard report. DriveGuard 
eliminates the temptation to 
text, make phone calls or surf 
the Web while driving. The 
scorecard provides metrics and 
information on driver behaviors to identify dangerous habits. 800/358-
6178; www.nextraq.com.

 

Mean Green industrial-strength degreaser
Mean Green Industrial Strength 

Cleaner & Degreaser from CR Brands 
is a blend of biodegradable detergents 
formulated for challenging fleet and 
equipment washing. The cleaner 
removes dirt, tar and road grime from 
vehicles and trailers and can be used 
for spot removal on carpets, seats 
and dashboards. It also degreases 
equipment, concrete and asphalt. It 
can be used with pressure washers and 
cleans with no environmentally harmful 
solvents. www.meangreendegreaser.com/industrial-strength.

 

Gamajet Bullet IV 
tank cleaning machine

The Bullet IV tank cleaning machine from Gamajet 
is designed for targeted cleaning of sludge, oil or residual 
debris that collects at the bottom of large tanks, open-
top tanks, process vessels and trailers. The unit rotates 
in a 105-degree downward pattern. High-impact water 
jets scour the bottom of the tank with no oversplash. 
877/426-2538; www.gamajet.com. ■
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By Bob Carlson

QUESTION: I’ve learned a lot about pumps from this column, but I never 
see much on the trays that are attached to the tank. I’ve seen the various 
ways they are made and I wonder which trays are best? Is there such a thing 
as the ‘best’ tray design?

Mitch Rankins
New Orleans, La.

 
ANSWER:  I’ve seen all sorts of designs and constructions of trays and some 
are better than others.  Let’s take a look at the various ways trays are made 
and attached to the vacuum tank.

Trays made from 3/16-inch steel plate are strong and durable. With the 
right bracing underneath, they last a long time. The drawback is obvious. 
Why add all that extra weight to your truck? Some of that weight can be used 
to haul waste.   

The question then becomes: How can we lighten the trays, while at the 
same time giving them strength to last the life of the truck? One of the com-
mon answers has been to lighten the material of the tray and then add a 

pipe, as shown, to provide 
stiffness front to back.

It’s true that pipe can 
be an effective tray stiffen-
er, however even the pipe 
can be bent and develop 
a few dips over time. And, 
depending on how the 
pipe is welded to the tray, 
that joint could become a 
potential location for pre-
mature rust, especially any 
spots where the pipe is not 

welded to the tray.
To me, it’s best to keep the tray design simple, clean and efficient. Con-

sider having your builder bend the tray material in a series of 90-degree 
bends to square off the end. Each of these angle creases adds stiffness and 
strength to the full length of the tray.

These bends provide the best and longest-lasting tray designs currently 
in use. The trick is to have a press break that can accomplish those types of 
bends.

Each stiffening solution has its merits. When you buy your next truck, 
see what the manufacturer recommends for trays. Over the life of your tank 
and truck, you don’t want your trays looking like somebody’s mistake.

 

Where should I plaCe the pump Controls?

QUESTION:  I’m ready to buy my first vacuum truck. I’ve worked in the 
industry so hopefully I know what I’m doing. I would like your opinion on 
cab controls versus controls located near the pump. I’d rather control things 
from the outside rather than start the vacuum system from inside the cab.

Tim Pacheco
Albuquerque, N.M.

ANSWER: I tend to agree with your preference for the outside controls, but 
there is no wrong answer. Some drivers like to set the brake, pull the PTO 
switch to pump, and then get out and start pumping. The downside of that is 
that the driver must first get his hoses while the pump is running.

Having outside controls allows you to start and stop the system when 
you are ready. You can have your hoses ready when you are prepared to start 
the system or, more important, you can shut off the system when you’re 
done pumping. Most guys finish pumping, replace the hoses in their proper 

places and then climb in the cab to turn off the system and 
head to the next stop.  

The real clincher for me is that outside controls give you 
immediate response to trouble. If you turn on the pump and 
there is unexpected noise, you can immediately switch off 
the pump, sparing it from any damage that may be occur-
ring. If something is damaging the pump and the driver is 
still on the ground climbing into the cab, it might be too late. 

In either case, the driver will have to determine the 
nature of the problem. But the saving grace might be 
minimal damage from the quicker powering down versus 
greater damage if the pump is allowed to run a few sec-
onds longer.  ■

look for lIghter WeIght, Better strength and a sImple desIgn 
When huntIng for the Best tank-mounted equIpment CarrIer

TRUCK CORNER
November 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.

durable Work tray designs

3/16-inch plate tray 
A heavy-duty plate tray offers strength and 
durability, but adds weight to your truck.

90-degree bends 
A square channel created by a series of 90-degree 
bends is a simple solution to strengthening a tray.

Pipe stiffener
A pipe stiffener builds durability to the tray, but may 
create more spots for rust to form over time.
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By Bob Carlson
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as the ‘best’ tray design?

Mitch Rankins
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Trays made from 3/16-inch steel plate are strong and durable. With the 
right bracing underneath, they last a long time. The drawback is obvious. 
Why add all that extra weight to your truck? Some of that weight can be used 
to haul waste.   

The question then becomes: How can we lighten the trays, while at the 
same time giving them strength to last the life of the truck? One of the com-
mon answers has been to lighten the material of the tray and then add a 
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To me, it’s best to keep the tray design simple, clean and efficient. Con-

sider having your builder bend the tray material in a series of 90-degree 
bends to square off the end. Each of these angle creases adds stiffness and 
strength to the full length of the tray.

These bends provide the best and longest-lasting tray designs currently 
in use. The trick is to have a press break that can accomplish those types of 
bends.

Each stiffening solution has its merits. When you buy your next truck, 
see what the manufacturer recommends for trays. Over the life of your tank 
and truck, you don’t want your trays looking like somebody’s mistake.
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industry so hopefully I know what I’m doing. I would like your opinion on 
cab controls versus controls located near the pump. I’d rather control things 
from the outside rather than start the vacuum system from inside the cab.

Tim Pacheco
Albuquerque, N.M.

ANSWER: I tend to agree with your preference for the outside controls, but 
there is no wrong answer. Some drivers like to set the brake, pull the PTO 
switch to pump, and then get out and start pumping. The downside of that is 
that the driver must first get his hoses while the pump is running.

Having outside controls allows you to start and stop the system when 
you are ready. You can have your hoses ready when you are prepared to start 
the system or, more important, you can shut off the system when you’re 
done pumping. Most guys finish pumping, replace the hoses in their proper 

places and then climb in the cab to turn off the system and 
head to the next stop.  

The real clincher for me is that outside controls give you 
immediate response to trouble. If you turn on the pump and 
there is unexpected noise, you can immediately switch off 
the pump, sparing it from any damage that may be occur-
ring. If something is damaging the pump and the driver is 
still on the ground climbing into the cab, it might be too late. 

In either case, the driver will have to determine the 
nature of the problem. But the saving grace might be 
minimal damage from the quicker powering down versus 
greater damage if the pump is allowed to run a few sec-
onds longer.  ■
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durable Work tray designs

3/16-inch plate tray 
A heavy-duty plate tray offers strength and 
durability, but adds weight to your truck.

90-degree bends 
A square channel created by a series of 90-degree 
bends is a simple solution to strengthening a tray.

Pipe stiffener
A pipe stiffener builds durability to the tray, but may 
create more spots for rust to form over time.

INDUSTRY NEWS

Imperial Industries 
names West Coast distributor

Imperial Industries selected Armstrong Equipment of Santa Fe 
Spring, Calif., to represent its self-contained, slide-in product group in 
the western portion of the United States, including portable restroom and 
grease units.

Satellite Suites restroom 
trailers announced
Satellite Industries announced its entry in the restroom trailer market by of-
fering the Satellite Suites product line. The first two models will be displayed 
at the Pumper & Cleaner Environmental Expo International in Indianapolis 
Feb. 24-27, according to Todd Hilde, owner and CEO of Satellite Industries.

“We have been watching the restroom trailer market for some time. It is 
a dynamic market segment and we believe Satellite has something impor-
tant to add to its development,” Hilde said. He said the trailers are designed 
to provide customers with high quality and affordability. Adding the trailers 
will allow Satellite to provide a wider variety of portable sanitation solutions 
globally, he said.

The units are manufactured in Bristol, Ind.
Satellite also announced the appointment of Charlie Senecal as nation-

al accounts manager. Senecal has been involved in the portable sanitation 
industry as a sales executive for 13 years. ■
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“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

tHe JoB: Oregon Jamboree
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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

MOJOMOJO
Music City

Cleanliness is critical for PROs who serve 
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COVER STORYCOVER 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

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
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“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.
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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.
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“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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“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
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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.
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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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“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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^^^ 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, 
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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 

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 want to be part of my 

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
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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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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 
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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
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SOLD
Sell your equipment 
in PRO classifieds

Reach over 9,000 potential buyers each month when you list 

your equipment in the classified section. Plus, your listing is 

placed automatically online at the PRO website. That’s two 

ways to move your equipment out of the parking lot!

Why wait?  
Go to  

promonthly.com/classifieds/place_ad

Scan the 
code  

with your 
smartphone.



42        November 2013        Portable Restroom Operator

Businesses

Portable Toilet Business for Sale. Estab-
lished company for 23 years in Seattle, 
WA. Net profit: $180,000 per year. Sale 
price $720,000. Please email Dave at: 
spiffybiffyrentals@gmail.com (P01)

FOR SALE...Established porta potty com-
pany located in central New Jersey! This 
company comes with its own website, 
truck and all the equipment needed. All 
you have to do it turn the key and go. 
$150,000. For questions please email 
Blackhat1966@aol.com  (P01)

Established 1964: A turn-key operation with 
customers based in beautiful Southern Or-
egon. Portable toilets and septic pumping 
business. 2.05 acre property, storage tanks, 
building includes; storage, office space, and 
more. Over 500 portable units. 5 handi-
cap compliant, 6 service vehicles, 3 septic 
pumping trucks. $600,000. Serious inquires 
only. Office 541-772-9484 (P03)

COMPuTeR sOFTWARe

FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (T11)

PORTABLe ResTROOMs

300-400 PolyJohn & Hampel Shed con-
struction-grade units. 90% ready for im-
mediate use. $50 each firm. You choose, 
you transport. John @ 804-752-2599. 
egx@comcast.net (T02)

CONSTRUCTION TOILETS FOR SALE: Loca-
tion - East Coast. $175 each/quantity dis-
counts. PolyJohns, Taurus, Tufways. Dark 
green with white roofs. Sinks. Call or text 
919-478-1163 (T11)

PORTABLe ResTROOMs
TRAiLeRs

several restroom trailers for sale. 
Manufactured by Rich Restrooms. Heat 
and air. Each has a 100-gallon freshwa-
ter tank, 300-gallon waste tank, and 2 
stalls.  ......................................$12,000

Contact steve:
607-857-1312 PA T01

2013 Wells Cargo 2-stall restroom trailer: 
White exterior, standard interior, roof-mount 
AC w/heat strip. 105 gallon freshwater sys-
tem. Full belly pan w/additional insulation.  
A-frame hood, aluminum wheels. $18,250. 
Call 574-612-4072 (P11)

Four (4) Ameri-Can Restroom Trailers: 824 
Oasis $10,900. 828 Royale $10,900. 816 
Trailer $3,000. 812 ADA Unit with men and 
women stall $9,000. Pictures and questions 
email patflynn2@aol.com (P11)

PORTABLe ResTROOM 
TRuCks

1999 Isuzu NQR FMI Workmate 950. Good 
condition, replacing with new truck. $12,000. 
California, 530-241-4287. Ask for Lee. (T11)

1997 Ford F-Super Duty with 500/250 Pik-
rite tank. Truck has over 350k miles on it, 
but just over 100k on Ford reman. Runs and 
drives. Ready to work. Has Jurop PN33 with 
11hp. Honda. $13,500 OBO! Will email any 
pictures. 920-979-7711 (P11)

1999 Isuzu NQR FMI Workmate 950. Good 
condition, replacing with new truck. $12,000. 
California, 530-241-4287. (P11)

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

WHAT IS A KROS URINAL?
A Men’s Portable Urinal, That Allows 4 Men 
To Urinate Simultaneously - Side By Side.

ADVANTAGES
• Large 105 Gal. Tank  • Space-saving Unit

• Can Be Placed Anywhere
• Easy To Clean, Transport & Maintain
• Strong, Durable, 100% Recyclable 
• Long Lasting  • Complete Privacy

Kros International USA LLC.
www.krosinternationalusa.com

855-576-7872
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

November 2013CLASSIFIED ADVERTISING
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NOW TurbO Tube’s
POWerful sOluTiON
is easier TO deliver
While saviNG YOu

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 RTA B L E  TO I L E T S  • H A N D WA S H  S TAT 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

Save Time… Save Space… SAVE MONEY!

iT’s YOur NeW
exTreMe blue...

NOW TurbO Tube’s
POWerful sOluTiON
is easier TO deliver
While saviNG YOu
MONeY...
The NEW ULTRA concentrated Super Turbo
Tube makes handling the toughest odors as
EASY as 1-2-3.

In just seconds, the Super Turbo Tube’s quick
and easy to handle NO DRIP dispensing bottle
delivers the MOST CONCENTRATED liquid
deodorizer on the market.

Save Time… Save Space… SAVE MONEY!

iT’s YOur NeW
exTreMe blue...
See for yourself. Try a free sample. Call Cindy
or your PolyPortables division manager at
800-241-7951.


