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Satellite Booth #4034
2015 WWETT SHOW
Every year there is something new to see in booth #4034 at the 
WWETT Show in Indianapolis. This year Satellite will feature the first 
Compressed Natural Gas truck along with three new restroom trailer 
models from Satellite Suites!  Stop by and see these great new prod-
ucts February 24-26 at the Indianapolis Convention Center! 
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twitter.com/satindustries
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I n baseball lingo, it’s “hot stove league” time, the deepest part of the off-
season where fans can sit back and contemplate rosters, argue about the 
best hitters and pitchers, and speculate about the exciting summer ahead. 

For PROs, this is the time to plan for your trip to the Water & Wastewater 
Equipment, Treatment & Transport (WWETT) Show in Indianapolis. Spend 
the slower month of February – leading up to the Feb. 23-26 WWETT Show – 
talking with your crew about what you hope to accomplish at the wastewater 
industry’s biggest event.

If you had a good year in 2014 – and I know many portable sanitation con-
tractors who kept very busy last summer – maybe you can afford to bring some 
of your crew along to Indy. You’d be Boss of the Year material if you could take a 
few of your top performers to the show as a way to say “thank you’’ for all of their 
hard work. A walk through the massive WWETT exhibit floor is a great way to 
show your team the tremendous size and scope of this industry … how far we’ve 
come in such a short time to bring professionalism to wastewater services.

Here are a few things you can accomplish with your visit to Indy:
 
Learn something new that wiLL buiLd profits
Education Day, Monday, Feb. 23, kicks off the week’s activities at the 

WWETT Show with dozens of seminars on a variety of topics, ranging from 
the technical aspects of your business to the critical marketing efforts to at-
tract new customers. Several sessions will delve deeply into safety and regu-
lation challenges faced by your team of vacuum truck drivers. Other talks 
will help you build your brand through websites and social media. Still oth-
ers will touch on wide-ranging topics including business planning, growth 
through acquisition and the value of GPS tracking.

Go online at wwettshow.com/education-sessions and start to plan 
which seminars you want to attend. If two of your chosen seminars are at the 
same time, divvy them up between you and a member of your team. Take 
ample notes on the topics to discuss what you learned during show week. 
Get the most out of this once-a-year learning opportunity.

What’s that you say? You can’t make Education Day, but you’ll be in 
Indy for the WWETT Show exhibit days Feb. 24-26? Additional seminars will 
be held on those days to extend the educational value you’ll derive from 
WWETT. Resources are at the WWETT Show website and can be found in 
the show programs (if you’re reading this story after arriving in Indy). If you 
have any questions about seminars, ask a COLE Publishing representative 
in Indy. We’re here to help you.

 
participate in the economic recovery
While there’s always room for improvement, I know many of you have 

had a few pretty good years, revenue-wise. The economy has been on a 
steady rebound, as evidenced by growing construction starts – both com-

mercial and residential – in many parts of the country. Special event work 
is getting more lucrative through requests for hand-wash stations and spe-
cialty trailers, and hopefully planners are heeding your advice to continue 
enhancing portable sanitation offerings to please the public.

What does all this mean for your trip to the WWETT Show? If you’re like 
many other PROs, you’ve put off truck and restroom inventory upgrades as 
business has improved. There are plenty of portable sanitation route drivers 
getting by with service trucks 10 years old or older, and they can start to look 
a little rough around the edges or develop reliability issues. It’s the same 
with restrooms; companies are moving more units to the construction side 
of the business and are running short of quality units for special events.

New equipment helps your business run more efficiently and does so 
while looking a whole lot better. If you’re not adding to or upgrading your 
equipment list, you’re likely not building the value of your business. And 
hands down, the WWETT Show is the best place to see all the latest equip-
ment the wastewater industry has to offer. You can compare and contrast 
brands and models and make well-informed decisions about the best 
equipment to serve your customers.

 
make a new friend
Small-business owners would love to have a network of buddies in the 

same industry to discuss equipment trends and review topics like employee 
recruiting and retention, providing employee benefits, and marketing. But 
it’s difficult to network with your nearest competitors. That’s the beauty of the 
WWETT Show. There are ample opportunities to strike up a friendship with an-
other PRO whose territory is a thousand miles away from yours. Go ahead and 
compare notes on advertising strategies and market expansion. Then make a 
point to visit with your new friends from time to time to chart your progress. 
WWETT is a place where many PROs start lifetime networking relationships.

 
enjoy aLL that indy has to offer
It’s easy to find something to do after WWETT Show hours. In Indy, great 

restaurants or major league attractions are literally just around the corner. The 

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.

FROM the EDITOR   
February 2015

Destination Indy
It’s tIme to Invest In your busIness through eDucatIon, explorIng new proDucts anD servIces, 
anD networkIng wIth other professIonals. the wwett show Is the place to get It Done.

by Jim kneiszel

From the time I arrive in Indy, I’m renewing old 
acquaintances and meeting new PROs from across the 
country and around the world. Typically, the business 
owners who travel to this trade show are top-notch 
professionals interested in staying current in the industry 
and eager to share their point of view.

city’s downtown is compact, clean and safe, and filled with diverse eateries and 
shops, and most of it is just steps from the WWETT Show through convenient 
indoor walkways. After a day of learning and checking out exhibits, reward 
yourself by meeting friends at a steakhouse or buying something special to take 
home from the shops at Circle Centre Mall. Sure, the WWETT Show is all about 
improving your business … but a week in Indy is also about having a good time.

 
Let’s get together
Just like it is for attendees and exhibitors, the WWETT Show is a great op-

portunity for me as editor of this magazine. From the time I arrive in Indy, I’m 
renewing old acquaintances and meeting new PROs from across the country 
and around the world. Typically, the business owners who travel to this trade 
show are top-notch professionals interested in staying current in the industry 
and eager to share their point of view on topics we like to cover in PRO.

If I’ve met you already, I’m looking forward to catching up. If we haven’t 
met, I invite you to contact me at the WWETT Show and tell me about your 
business. Share your ideas for topics you’d like us to explore or questions 
you’d like us to answer in the magazine. Many of the PROs I get to know in 
Indy eventually make it into the magazine in our PROfile and On Location 
features – you could be one of them.

I’ll be at Education Day seminars and on the exhibit floor. To contact 
me at the WWETT Show, talk to anyone from COLE Publishing and they can 
track me down. I’m looking forward to seeing you.

 
just do it
You’ve been invited by the folks at PRO and COLE Publishing to come 

and experience the WWETT Show. Hit the Indiana Convention Center to 
learn, shop, network and then head back home energized for the coming 
busy season. ■
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ProClipse hose comes with a unique chemical and grease resistant liner for increased hose life. 
- Crush proof - Resistance to a variety of aggressive chemicals
- Resistance to abrasion - Polywelded cuffs on both ends
- Temperature range from -40° to 180° F  - Smooth Bore
- Bend Radius equal to 2X internal diameter

Like us on Facebook

Custom formulated 

for the industries 

unique needs

NEW  

PRODUCT
Exclusive  

To

Armstrong Equipment

Tired of replacing your frigid, 
cracked plastic oil tanks?

• Available in 4 or 6 quart design.
•  Developed with a bolt pattern to 

match all  major manufacturers.
•  Drop in replacement, no  

drilling required.
•  Chained, vented fill cap to 

prevent loss.
•  Oil stand pipe utilized in the outlet to 

help reduce the oil contamination.
•  Made in the USA

800-699-7557
11200 Greenstone Ave. • Santa Fe Springs, CA 90670
562-944-0404 • Fax: 562-944-3636

www.vacpump.com

VACUUM HOSE

An honest price, excellent ser-
vice and premium tools are 
signs of a professional. On these 
things, successful businesses tol-
erate “NO COMPROMISE”.

Only the business owner can 
control the price and quality of 
his service, but, when it comes 
to the tools, Armstrong Equip-
ment, Inc. can help.  We are 
proud to offer the best quality 
pumps and components avail-
able. 

PUMPS

Try one of  
Armstrong Equipment’s 

new Aluminum  
replacement oil tanks. 
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I n baseball lingo, it’s “hot stove league” time, the deepest part of the off-
season where fans can sit back and contemplate rosters, argue about the 
best hitters and pitchers, and speculate about the exciting summer ahead. 

For PROs, this is the time to plan for your trip to the Water & Wastewater 
Equipment, Treatment & Transport (WWETT) Show in Indianapolis. Spend 
the slower month of February – leading up to the Feb. 23-26 WWETT Show – 
talking with your crew about what you hope to accomplish at the wastewater 
industry’s biggest event.

If you had a good year in 2014 – and I know many portable sanitation con-
tractors who kept very busy last summer – maybe you can afford to bring some 
of your crew along to Indy. You’d be Boss of the Year material if you could take a 
few of your top performers to the show as a way to say “thank you’’ for all of their 
hard work. A walk through the massive WWETT exhibit floor is a great way to 
show your team the tremendous size and scope of this industry … how far we’ve 
come in such a short time to bring professionalism to wastewater services.

Here are a few things you can accomplish with your visit to Indy:
 
Learn something new that wiLL buiLd profits
Education Day, Monday, Feb. 23, kicks off the week’s activities at the 

WWETT Show with dozens of seminars on a variety of topics, ranging from 
the technical aspects of your business to the critical marketing efforts to at-
tract new customers. Several sessions will delve deeply into safety and regu-
lation challenges faced by your team of vacuum truck drivers. Other talks 
will help you build your brand through websites and social media. Still oth-
ers will touch on wide-ranging topics including business planning, growth 
through acquisition and the value of GPS tracking.

Go online at wwettshow.com/education-sessions and start to plan 
which seminars you want to attend. If two of your chosen seminars are at the 
same time, divvy them up between you and a member of your team. Take 
ample notes on the topics to discuss what you learned during show week. 
Get the most out of this once-a-year learning opportunity.

What’s that you say? You can’t make Education Day, but you’ll be in 
Indy for the WWETT Show exhibit days Feb. 24-26? Additional seminars will 
be held on those days to extend the educational value you’ll derive from 
WWETT. Resources are at the WWETT Show website and can be found in 
the show programs (if you’re reading this story after arriving in Indy). If you 
have any questions about seminars, ask a COLE Publishing representative 
in Indy. We’re here to help you.

 
participate in the economic recovery
While there’s always room for improvement, I know many of you have 

had a few pretty good years, revenue-wise. The economy has been on a 
steady rebound, as evidenced by growing construction starts – both com-

mercial and residential – in many parts of the country. Special event work 
is getting more lucrative through requests for hand-wash stations and spe-
cialty trailers, and hopefully planners are heeding your advice to continue 
enhancing portable sanitation offerings to please the public.

What does all this mean for your trip to the WWETT Show? If you’re like 
many other PROs, you’ve put off truck and restroom inventory upgrades as 
business has improved. There are plenty of portable sanitation route drivers 
getting by with service trucks 10 years old or older, and they can start to look 
a little rough around the edges or develop reliability issues. It’s the same 
with restrooms; companies are moving more units to the construction side 
of the business and are running short of quality units for special events.

New equipment helps your business run more efficiently and does so 
while looking a whole lot better. If you’re not adding to or upgrading your 
equipment list, you’re likely not building the value of your business. And 
hands down, the WWETT Show is the best place to see all the latest equip-
ment the wastewater industry has to offer. You can compare and contrast 
brands and models and make well-informed decisions about the best 
equipment to serve your customers.

 
make a new friend
Small-business owners would love to have a network of buddies in the 

same industry to discuss equipment trends and review topics like employee 
recruiting and retention, providing employee benefits, and marketing. But 
it’s difficult to network with your nearest competitors. That’s the beauty of the 
WWETT Show. There are ample opportunities to strike up a friendship with an-
other PRO whose territory is a thousand miles away from yours. Go ahead and 
compare notes on advertising strategies and market expansion. Then make a 
point to visit with your new friends from time to time to chart your progress. 
WWETT is a place where many PROs start lifetime networking relationships.

 
enjoy aLL that indy has to offer
It’s easy to find something to do after WWETT Show hours. In Indy, great 

restaurants or major league attractions are literally just around the corner. The 

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.

FROM the EDITOR   
February 2015

Destination Indy
It’s tIme to Invest In your busIness through eDucatIon, explorIng new proDucts anD servIces, 
anD networkIng wIth other professIonals. the wwett show Is the place to get It Done.

by Jim kneiszel

From the time I arrive in Indy, I’m renewing old 
acquaintances and meeting new PROs from across the 
country and around the world. Typically, the business 
owners who travel to this trade show are top-notch 
professionals interested in staying current in the industry 
and eager to share their point of view.

city’s downtown is compact, clean and safe, and filled with diverse eateries and 
shops, and most of it is just steps from the WWETT Show through convenient 
indoor walkways. After a day of learning and checking out exhibits, reward 
yourself by meeting friends at a steakhouse or buying something special to take 
home from the shops at Circle Centre Mall. Sure, the WWETT Show is all about 
improving your business … but a week in Indy is also about having a good time.

 
Let’s get together
Just like it is for attendees and exhibitors, the WWETT Show is a great op-

portunity for me as editor of this magazine. From the time I arrive in Indy, I’m 
renewing old acquaintances and meeting new PROs from across the country 
and around the world. Typically, the business owners who travel to this trade 
show are top-notch professionals interested in staying current in the industry 
and eager to share their point of view on topics we like to cover in PRO.

If I’ve met you already, I’m looking forward to catching up. If we haven’t 
met, I invite you to contact me at the WWETT Show and tell me about your 
business. Share your ideas for topics you’d like us to explore or questions 
you’d like us to answer in the magazine. Many of the PROs I get to know in 
Indy eventually make it into the magazine in our PROfile and On Location 
features – you could be one of them.

I’ll be at Education Day seminars and on the exhibit floor. To contact 
me at the WWETT Show, talk to anyone from COLE Publishing and they can 
track me down. I’m looking forward to seeing you.

 
just do it
You’ve been invited by the folks at PRO and COLE Publishing to come 

and experience the WWETT Show. Hit the Indiana Convention Center to 
learn, shop, network and then head back home energized for the coming 
busy season. ■
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> Restroom Trailers

> Shower Trailers

> G.A.P. &

> Transport Trailers

Custom  Manufacturers  of 

BOOTHS

4240, 4241, 4244Come See 
What’s New

Wholesale Prices
Direct from the Manufacturer

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

9168 Stellar Court • Corona, CA 92883 
sales@laigroup.com • www.LAIgroup.com
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@PROmonthly.com
Visit the site daily for new, exclusive content. Read our blogs, 
find resources and get the most out of PRO magazine.

Old-School Advertising?

6 Marketing Fixes
Consumers are savvier than ever and they 
know they have a choice in whom they do 
business with. A successful marketing plan 
adds to your profitability, and everyone 
wants that. Read up on six tips for 
developing a great marketing campaign.

promonthly.com/featured

emails and alerts
Visit PROmonthly.com and 
sign up for newsletters and 
alerts. You’ll get exclusive content 

delivered right to your inbox, and you’ll stay 
in the loop on topics important to you!

connect 
with us!
Find us on Facebook 
at facebook.com/PROmonthly
or Twitter at twitter.com/PROmonthly

Overheard Online

     The need for a 
small-business loan 
might one day arise, 
and when it does, it 
helps to know the best 
strategies for getting 
that loan approved. 
— 5 Easy Ways to Ensure 
Small-Business Loan Approval

promonthly.com/featured

Fleet Management

Take Control
Fleet executives are always looking for 
solutions to increase productivity and 
efficiency, improve customer service, 
and more. Here are three ways a GPS 
fleet tracking platform can help you 
meet your fleet operation challenges. 

promonthly.com/featured

Got the Winter Blues?

Avoid the 
Seasonal 
Slump
Don’t let winter woes get 
the best of you. Use wintery 
weather and freezing temps 
as an excuse to stay inside 
and put all those brainstorming 
ideas on paper. Here are some 
ways to stay busy when the 
seasonal slowdown hits.  

promonthly.com/featured
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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.

W e’ve all seen them. The guy outside the seminar room on Education 
Day at the Water & Wastewater Equipment, Treatment & Transport 
(WWETT) Show whisper-shouting into his cellphone and looking 

like his head is about to explode. Or the woman sitting uncomfortably on 
the floor in the airport with her laptop plugged into an inconvenient outlet 
furiously typing an email that just can’t wait until she checks into her hotel 
and recharges her battery. If you’re finding it difficult to focus on the trade 
show because you’re frantically trying to run your business remotely, here 
are some helpful hints for achieving equilibrium.

 
Be well equipped

Get your equipment ready before leaving home. Make sure there’s 
room on your smartphone for new photos. Back up your laptop to preserve 
files on the off chance that it is lost or stolen.

You may also want to upgrade your software and operating system be-
fore coming to the show and clean up your files to free up as much storage 
space as you can. You may run into some slow Internet connections on the 
road, so get things running as fast as possible on your end. And you want to 
make sure you’ve got enough room for anything you download while away 
from the office.

Download any necessary apps to your smartphone. An app that can 
read business card information and immediately store it in your phone’s 
contacts is a trade show convenience that eliminates having to keep track of 
dozens of business cards.

Make sure to pack all necessary cables, connectors, chargers, head-
phones and flash drives you might need. And consider bringing an auxiliary 
cellphone charger. These inexpensive portable gadgets can be stowed in a 
pocket or purse and double your phone’s battery life.

Remember to download any virtual meeting software you might use 
such as GoToMeeting or storage software like DropBox. If you want to “see” 
what’s going on back at the office when you call, make sure you’re set up 
with Skype. If this is the first time you’ll be using any of these technologies, 
learn to use them prior to the show. Schedule adequate training time for 
yourself and your staff.

 
delegate management duties

Well in advance of your departure, make a list of all the things you do 
that no one else in your company does. Delegate each and every one of these 
tasks to someone and train that person how to properly do their assigned 
task. Let others know who will be doing what.

Also outline a clear chain of command. If there’s a problem with a 
truck, who deals with it? If there’s a problem with a client’s bill, who should 
handle that? Try to think of the most common scenarios demanding your 

attention each day and determine who should handle them in your absence. 
Who makes the final decision in each scenario? Where does the buck stop? 
It doesn’t have to be one person filling your shoes entirely. Divide up the 
responsibilities but make the assignments clear. Creating a chart can help.

 
stick to a schedule

Instead of taking calls from your team all day, every day, whenever a 
problem or question pops up, schedule a conference call or online “meet-
ing” once a day when you’re away, either with one person who can relay 
information to and from the team, or with the entire team if it’s practical. 
Consider time zones, the show schedule and your crew’s typical schedule 
and pick a time that works best for all. Find a quiet place to set up when it’s 
time to meet and limit the meeting to a set amount of time each day … a half 
hour or less is probably sufficient. 

In addition to touching base with the office, schedule a block of time 
for yourself each day to answer emails and return phone calls. To make that 
schedule work, it helps if you record a voicemail and set up an automatic 
email reply informing people who try to contact you that you are at the show 
and either whom they should contact in your absence or what time you’ll be 
returning calls and messages each day. This allows you to turn off or ignore 
your phone for blocks of time as you focus on the show. If you must, provide 
one person back at the office with a list of exceptions … emergency situ-
ations that warrant contacting you outside of your prearranged call time. 
Keep the list short and encourage them to stick to it.

 
set priorities

Not every call needs to be answered immediately by you. Not every 
email needs a response the second it comes in. Not every problem needs 
your attention. Forward emails to whomever you’ve delegated to handle 
particular situations. Have someone back at the office return the phone call 
you received. Know what you can put off until you return home. Letting go 
and giving others more responsibilities when you are gone can have positive 
effects long after you are back. You may find your employees solving more 
problems on their own year-round.

 
deBrief when you return

When you get back home, meet with your team and discuss what went 
right, what went wrong and how things could have been handled better while 
you were gone. Use this debriefing to start preparing for next year’s show. 
Keep a file on who did what and how it went, and it won’t be like reinvent-
ing the wheel each year when show time rolls around. If your team becomes 
adept at handling things in your absence when you’re at the WWETT Show, 
you might just be able to take a vacation some time during the year, too. ■

How to be at tHe wwett SHow and ‘back at tHe office’ at tHe Same time

by Judy kneiszel

optimize the mobile office

BACK at the OFFICE   
February 2015
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Industry’s 1st
Collapsible Mover

Move portable restrooms in a fraction of the time compared 
to using the leading competitor solution. Collapse, store, & go. 
No transportation hassles. What’s your time worth?

www.miniMETROmover.com

Fits on a truck
Durable & sturdy
Fits in a john
Lightweight
Easy to use
Time saver
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BOOTH
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Standard Options
•  Includes LPG Heat On  

Demand Water Heaters
• Private Showers
•  Changing Area with  
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• Water Resistant Interior
• Steel Studs & Roof Rafters
• Exhaust Fans
•  Roof Top Air-Conditioners/

Heaters/Heat Pumps16-Station
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2-Station Combo
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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.

W e’ve all seen them. The guy outside the seminar room on Education 
Day at the Water & Wastewater Equipment, Treatment & Transport 
(WWETT) Show whisper-shouting into his cellphone and looking 

like his head is about to explode. Or the woman sitting uncomfortably on 
the floor in the airport with her laptop plugged into an inconvenient outlet 
furiously typing an email that just can’t wait until she checks into her hotel 
and recharges her battery. If you’re finding it difficult to focus on the trade 
show because you’re frantically trying to run your business remotely, here 
are some helpful hints for achieving equilibrium.

 
Be well equipped

Get your equipment ready before leaving home. Make sure there’s 
room on your smartphone for new photos. Back up your laptop to preserve 
files on the off chance that it is lost or stolen.

You may also want to upgrade your software and operating system be-
fore coming to the show and clean up your files to free up as much storage 
space as you can. You may run into some slow Internet connections on the 
road, so get things running as fast as possible on your end. And you want to 
make sure you’ve got enough room for anything you download while away 
from the office.

Download any necessary apps to your smartphone. An app that can 
read business card information and immediately store it in your phone’s 
contacts is a trade show convenience that eliminates having to keep track of 
dozens of business cards.

Make sure to pack all necessary cables, connectors, chargers, head-
phones and flash drives you might need. And consider bringing an auxiliary 
cellphone charger. These inexpensive portable gadgets can be stowed in a 
pocket or purse and double your phone’s battery life.

Remember to download any virtual meeting software you might use 
such as GoToMeeting or storage software like DropBox. If you want to “see” 
what’s going on back at the office when you call, make sure you’re set up 
with Skype. If this is the first time you’ll be using any of these technologies, 
learn to use them prior to the show. Schedule adequate training time for 
yourself and your staff.

 
delegate management duties

Well in advance of your departure, make a list of all the things you do 
that no one else in your company does. Delegate each and every one of these 
tasks to someone and train that person how to properly do their assigned 
task. Let others know who will be doing what.

Also outline a clear chain of command. If there’s a problem with a 
truck, who deals with it? If there’s a problem with a client’s bill, who should 
handle that? Try to think of the most common scenarios demanding your 

attention each day and determine who should handle them in your absence. 
Who makes the final decision in each scenario? Where does the buck stop? 
It doesn’t have to be one person filling your shoes entirely. Divide up the 
responsibilities but make the assignments clear. Creating a chart can help.

 
stick to a schedule

Instead of taking calls from your team all day, every day, whenever a 
problem or question pops up, schedule a conference call or online “meet-
ing” once a day when you’re away, either with one person who can relay 
information to and from the team, or with the entire team if it’s practical. 
Consider time zones, the show schedule and your crew’s typical schedule 
and pick a time that works best for all. Find a quiet place to set up when it’s 
time to meet and limit the meeting to a set amount of time each day … a half 
hour or less is probably sufficient. 

In addition to touching base with the office, schedule a block of time 
for yourself each day to answer emails and return phone calls. To make that 
schedule work, it helps if you record a voicemail and set up an automatic 
email reply informing people who try to contact you that you are at the show 
and either whom they should contact in your absence or what time you’ll be 
returning calls and messages each day. This allows you to turn off or ignore 
your phone for blocks of time as you focus on the show. If you must, provide 
one person back at the office with a list of exceptions … emergency situ-
ations that warrant contacting you outside of your prearranged call time. 
Keep the list short and encourage them to stick to it.

 
set priorities

Not every call needs to be answered immediately by you. Not every 
email needs a response the second it comes in. Not every problem needs 
your attention. Forward emails to whomever you’ve delegated to handle 
particular situations. Have someone back at the office return the phone call 
you received. Know what you can put off until you return home. Letting go 
and giving others more responsibilities when you are gone can have positive 
effects long after you are back. You may find your employees solving more 
problems on their own year-round.

 
deBrief when you return

When you get back home, meet with your team and discuss what went 
right, what went wrong and how things could have been handled better while 
you were gone. Use this debriefing to start preparing for next year’s show. 
Keep a file on who did what and how it went, and it won’t be like reinvent-
ing the wheel each year when show time rolls around. If your team becomes 
adept at handling things in your absence when you’re at the WWETT Show, 
you might just be able to take a vacation some time during the year, too. ■

How to be at tHe wwett SHow and ‘back at tHe office’ at tHe Same time

by Judy kneiszel

optimize the mobile office

BACK at the OFFICE   
February 2015

Like us on 
Facebook

866.789.9440
www.keevac.com T0215

Denver, CO
Bellefonte, PA 
Kansas City, MO
Orlando, FL

Quebec, PC 
Ontario, ON
Calgary, AB 
Moncton, NB

Industries,  Inc.

Ind u s tr ie s

BOOTHS

2445, 2446

Pick yours up at 

the WWETT Show

We’re Looking Forward To  
Seeing You At The WWETT Show

• Cummins 240 HP engine
• Allison 2500 6-speed RDS automatic

• Air brakes • 25,999 GVWR
• 2,000 gal. aluminum tank

• Two compartment tank, 500 fresh water/1,500 waste

• NVE primary moisture trap
• NVE 20" top man way

• 4" waste discharge line with valve, adapter, and cap
• Anti-surge baffles

• Heavy duty toilet carrier with trailer hitch

• Cummins 220 HP engine
• Allison 2500 6-speed RDS automatic

• Air brakes • 25,999 GVWR
• 2,000 gal. aluminum tank

• Two compartment tank, 500 fresh water/1,500 waste

• NVE primary moisture trap
• NVE 20" top man way

• 4" waste discharge line with valve, adapter, and cap
• Anti-surge baffles

• Heavy duty toilet carrier with trailer hitch

2015 INTERNATIONAL 4300

$105,995

$99,950
Show  
Price

300 Gallon Waste/150 Gallon Fresh
Electric Start 5.5 HP Honda, Condé Super 6 vacuum pump w/4-way 

valve 30'x2" Tiger Tail inlet hose w/stinger, washdown system 
w/50' hose, 3" discharge, 12V battery & work light

950 Gallon (350/300), Aluminum Slide in, Flanged and dished heads, 
Conde SDS6 (115 CFM), Honda 9 HP Electric start, 30" tiger tail 
hose with valve and wand, 50" wash down hose,  
COMPLETE AND READY TO WORK

* Available on approvals from now until February 26, 2015. First payment of $99 in 30 days, followed by two additional $99 monthly 
payments. First full payment occurs in the fourth month and will include document fees. Total out of pocket of $297 in first 120 days. 
All applications are subject to final credit approval by Direct Capital. Available to U.S. base customers only.

450 Gallon Aluminum Slide-In

Side Engine Style

$8395

$15,495

$7995

NO MONEY DOWN*

Offer Expires at Close of the WWETT Show

To get preapproved go to  
https://keevacindustriesinc.directcapital.com

$16,495

2015 PETERBILT
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COVER STORY

F I L E

Owner: Harold Ross

Founded: 1991

Employees: 9

Market Area: Greater Toronto Area 
and southern Ontario

Services: Ontario Association of Sewage Industry Services, 
Ontario Association of Self-Contained Washroom Manufacturers

Website: www.roomtogo.ca

Room To Go 
Millgrove, Ontario, Canada

Ontario

H

N ecessity may be the mother of invention, but reinvention has 
been the key to success for Room To Go, a portable restroom 
service company that has served construction sites, stars and 

statesmen from its home base in Millgrove, Ontario, Canada, located 
about 40 miles southwest of Toronto.

Even now as company president Harold Ross passes the baton to a 
new generation, the company is transitioning from a business that was 
once entirely family owned to a new team of owners made up of both 
family and valued employees.

AdApt And   
OvercOme

No matter if it’s altering the business plan or 
working through ownership succession, Canada’s 
Room To Go has found the path to success

By PETER KENTER

The Room To Go crew, shown with a 
vintage 1953 Dodge truck, includes, left 
to right (top), Keri Ross, Taylor House, 
Brett House, Julia Naccarato and Harold 
Ross, and (kneeling) Gordon Latour, Chris 
Montgomery and Mark Roberts. 
(Photos by Bruce Bell)

(continued)
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Imagine a 
portable restroom 

built with Swiss watch 
precision that’s 

affordable.

Follow us on facebook

The 
Five Peaks 
advantage.

To place an order or for more information please contact us:

231.830.8099      866.293.1502     fivepeaks.net
PORTABLE RESTROOMS  |  HAND WASH STATIONS  |  MOBILE RESTROOM TRAILERS

SERVICE TRUCKS  |  DEODORIZER PRODUCTS  |  SUPPORT PRODUCTS  |  ACCESSORIES

You can stop imaginging. 
At Five Peaks our manufacturing advantage 

begins with our ability to offer you more.  

With all these advantages, it’s time you became 
one of our many satisfied customers.  

EXCEPTIONAL QUALITY
Five Peaks has an unmatched history of producing high quality portable restrooms. 
We pioneered the inclusion of standard features others only offered as expensive 

add-ons such as mirrors, a hover handle and utility hooks.

BETTER PRICING
From our elegant design to our service, know-how and responsible manufacturing, 

it’s nice to know that Five Peaks products remain competitively priced. 
We offer quantity discounts as well as specials and sales events. 

SUPERIOR DEPENDABILITY
Five Peaks units are designed for years of maintenance free service. 
Durable enough to handle day-to-day service on construction sites 

yet elegant enough to turn heads at special events.

Glacier II

Room To Go was incorporated in 1991 as an offshoot of a manufacturing 
business that built office trailers, including those outfitted with washrooms. 
The company expanded its scope to portable washroom manufacturing on 
a commitment by the Ontario provincial government to require all portable 
restrooms on construction sites to be connected to a water main and sewer 
line and to provide hot-water washing and flush capability.

“We developed the capacity to build washroom units to be compliant 
with those legislative requirements with a model called the Room To Go self-
contained washroom,” Harold explains. “However, the regulations that were 
supposed to kick off imminently just didn’t happen. We sold some units, but 
when we realized that we didn’t have a market that would sustain us in sales, 
we decided to see if we could rent them instead.”

 
THE RENTAL MARKET

Harold hit the rental market in 1992 with a combination of NuConcepts 
restrooms and Room To Go units, which supplied a porcelain toilet and 
urinal, heat, running water, hot water, soap and a recirculating air system in 
single- or double-lavatory configurations. 

“As an extension of our manufacturing company, we were strictly in the 
rental supply business and subcontracted all of the restroom service to other 
companies who specialized in it,” says Harold.

A lucky break saw Pat’s Party Rentals, a local event supply company, 
recommend Room To Go to the location manager for the William Shatner 
television series, TekWar, which was filming in the nearby Glen Eden ski 

resort in 1993. “They were sold right there and then on our restroom units,” 
Harold recalls. “The location manager had two assistants who began to use 
us after the TekWar series wrapped.”

The company further tweaked the design of the units for remote film 
locations, adding batteries and a solar-power feature, allowing them to be 
fully functional off the electric grid and away from sewers. The company was 
soon routinely offering 14 units, eight of them double lavatories.

More movie and television contracts followed, including The Long Kiss 
Goodnight with Geena Davis and Samuel L. Jackson and Fly Away Home 

with Jeff Daniels.
 

HIRING A PUMPER 
NETWORK

“In order to supplement the 
rentals with top service, we had to 
develop a network of local service 
providers we could count on,” says 
Harold. “On The Long Kiss Goodnight, 
for example, we used Nature’s Call 
from Concord, and on Fly Away 
Home we used Mike Redmond Septic 
Services Ltd. out of Lindsay.”

That service-provider network 
has currently grown to about 35 
trusted contractors, many of them 
smaller businesses that provide 
solid communication and offer 
the attention to detail Room To Go 

demands for its rental clients.
Harold had been operating the business primarily with the assistance 

of his wife, Carol, until 1997, when the company roster expanded to include 
Chris Montgomery, who was hired on as a delivery driver and is now a 
partner and fleet manager. Daughter Keri, currently a partner and director 
of marketing, joined the team in 1999.

“I started out part-time and became full-time in 2001,” says Keri. “I 
was doing anything from accounting to building washrooms to delivering 
restrooms to job sites. The variety of work kept things interesting, and the 
movie business just exploded that year.”

(continued)

Above: Technician Shawn Tyson 
prepares to clean restrooms at the 

Audi Driving Experience outside the 
Toronto International Centre. His 

service truck from Vacutrux carries a 
PolyJohn Canada restroom.

Right: About 55 portable restroom 
trailers are shuttled into service from 

the Room To Go yard. About half of 
the trailers are self-manufactured 

and added to trailers from Doyle 
Manufacturing. Other units include 

trailer-mounted NuConcepts 
restrooms and models from 

Advanced Containment Systems Inc. 
and Rich Specialty Trailers.

“The new restroom 
stock is generally 
used for weddings 
and special events 
and then slowly 
recycled into 
construction rentals. 
Ontario now requires 
construction rentals 
to have flush capacity, 
so it’s a seamless 
transition.”

KERi ROss
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Indianapolis, IN - February 24th - 26th

BOOTH

2130
That same year the company bought its 

first vacuum truck, a 2001 International 4400 
with a 600-gallon waste/250-gallon freshwater 
galvanized steel tank and pump from Vacutrux 
Limited.

“We needed the truck primarily to service 
the Toronto movie business,” says Harold. 
“Keri and Chris would be driving units from 
one movie location to another and servicing them at a central point in 
Toronto between deliveries. We were often providing units for three or four 
productions simultaneously.”

Brett House joined the team in 2002. He’s now a partner and 
production manager in charge of building units, purchasing and equipment 
maintenance records.

While the entertainment business provided significant and steady work 
for many years, it began to dial back around 2009. “We used to be 90 percent 
movies and 10 percent other,” says Harold. “Today, it’s the reverse.”

 
CONSTRUCTION EMPHASIS

The company has made up the shortfall by shifting its services 
to the construction market – currently half the business – along with 
weddings, high-end parties, special events and backstage work at concerts. 

Construction clients include Enbridge, which offers 
frequent restroom contracts for pipeline maintenance 
work.

The service fleet includes five Chevrolets: a 2013 
1/2-ton, a 2012 1-ton, a 2010 3/4-ton, a 2007 3/4-ton 
and a 2005 3/4-ton with a tailgate loader and low-
profile tank from Crescent Tank Manufacturing with 
a Masport Inc. pump. The portable Crescent tank is 

moved from one truck to 
the other as needed, while 
the other four are used 
for deliveries. The 2001 
International is still pulling 
duty, assisted by a new 

2014 Dodge 5500 purchased at the 2014 Pumper & 
Cleaner Environmental Expo International (now the 
Water & Wastewater Equipment, Treatment & Transport 
Show). The Dodge features heated valves, heated hose 

Having ample cleaning 
supplies on hand allows 
technician Shawn Tyson to 
provide the best service at 
upscale special events.

The Room To Go workshop 
is set up for convenient 
repair and maintenance of 
units. Shown are units from 
NuConcepts and PolyJohn 
Canada ready for a thorough 
inspection.

Providing service to the stars

Canada’s Room To Go has provided portable restrooms for 
events featuring President Bill Clinton, Canadian Prime Minister Pierre 
Trudeau, Britain’s Prince Charles, rocker Mick Jagger and opera tenor 
Luciano Pavarotti. However, the 
work results in few star sightings 
and even less personal contact.

Company president Harold 
Ross recalls a brief celebrity 
encounter at a set located at 
Downsview Airport at Canadian 
Forces Base Toronto.

“I was wrapping up a water 
hose on one of our Internationals 
when Sylvester Stallone came 
out of the trailer,” he says. “I 
nodded to him and he nodded 
back. I’m told that I got more 
acknowledgment than most 
people get when Sylvester 
Stallone is in character – you 
simply don’t talk to him.”

On the other hand, Harold 
recalls one of the first location 
assignments for production manager Brett House after he joined the 
team more than a decade ago.  

“I was busy servicing a movie set restroom in Toronto and lost 
sight of Brett,” he says. “Brett comes around the corner and says, 
‘She’s taller than I thought she would be.’ I ask him who he means 
and he tells me it was Meg Ryan. Here I am hooking up suction 
hoses while he’s having a lengthy chat with Meg Ryan. I think it was 
beginner’s luck.”
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“I was wrapping up 
a water hose on one 
of our Internationals 
when Sylvester 
Stallone came 
out of the trailer. I 
nodded to him and 
he nodded back. I’m 
told that I got more 
acknowledgment 
than most people 
get when Sylvester 
Stallone is in 
character.’’

HaROld ROss

(continued)
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compartments, a pump and 600-gallon waste/300-
gallon freshwater/180-gallon brine galvanized 
steel tank from Vacutrux.

“We’re currently in the process of ordering a 
new truck from Vacutrux,” says Keri. “It will be a 
2015 Hino, but we still have to work out the details 
on the tank.”

Today, the company rents more than 55 
self-contained restroom trailers. About half are 
self-manufactured units on trailers built by local 
company Doyle Manufacturing. The others are 
a mixture of units including trailer-mounted 
NuConcepts restrooms and models from 
Advanced Containment Systems Inc. and Rich 
Specialty Trailers.

 
ADDING RESTROOMS

Room To Go supplements its restroom trailers 
with a few Fleet units from PolyJohn Canada. Two dozen hand-wash stations, 
also from PolyJohn, come in handy at events involving food vendors, who 
each require their own station.

“The new restroom stock is generally used for weddings and special 
events and then slowly recycled into construction rentals,” says Keri. 
“Ontario now requires construction rentals to have flush capacity, so it’s a 
seamless transition.”

Most of the units are white, off-white or gray because high-end clients 
want their restroom rentals to blend in to the surroundings, not stand out.

For monthly contracts, the company will deliver as far as Petawawa, 250 
miles northeast, and to Windsor, about 150 miles to the southwest. About 
one-third of the restrooms are serviced in-house.

“We’re a small company with a large service area, so it makes economic 
sense for us to contract out service,” says Keri. “We handle the complex 
jobs that require extra care and subcontract the easier ones. We pay a fair 
price for service, and with our network of quality subcontractors we get the 
service we pay for.”

However, even when serviced by other contractors, all units are sent out 
fully supplied with soaps and deodorants provided by Ontario-based Action 
Sanitation Supply. For long-term rentals, subcontractors are responsible for 
restocking the units.

“If the client wants to handle the servicing, which happens occasionally, 
we make sure to stock the unit with a case of one-ply [bathroom tissue], just 

to encourage them not to use something that will make service difficult,” 
says Keri.

Room To Go specializes in jobs with difficult placement challenges. 
The company has a Palfinger crane mounted on the 2001 International to lift 

smaller units into place, but at times larger cranes 
have been utilized to lift trailers into difficult-to-
access yards. A recent event on the fourth floor 
of a downtown Toronto parking garage required 
Harold to call in the lower Crescent Tank truck to 
negotiate under low ceilings.

Most of the company’s business is generated 
through its professionally designed and 
maintained website. “We’ve been up and running 
on the Internet for 10 years,” says Keri. “That and 
word of mouth are our best advertisements.”

PASSING THE TORCH
Harold is currently working on a five-year 

plan toward retirement.
“At age 70, I’m tapering off the heavy work 

schedule,” he says. “Brett, Chris and Keri each 
already own 10 percent of the company, and at the 
end of five years I hope to see all three partners 
exercise their options to become full one-third 
partners in the business. 

“Whenever I’m out of the office, I’m delighted 
to see four young, talented people, including 
administrator Julia Naccarato, run the business 
as a fantastic team, just as though I’m still here,’’ 
Harold continues. “We’ve always run the place as 
a family business, and it will be great to see a new 
family taking over.” ■

Left: Technician Shawn 
Tyson wipes down a 
special event trailer from 
Advanced Containment 
Systems Inc.

Below: Harold and 
daughter Keri Ross are 
shown with a restored 
1953 Dodge Power 
Wagon pickup truck 
at the Room To Go 
headquarters.

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

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

Hino Trucks
248/699-9300
www.hino.com

International Trucks
800/448-7825
www.navistar.com

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

NuConcepts
800/334-1065
www.nuconcepts.com

Palfinger USA
905/374-3363
www.palfinger-northamerica.com

PolyJohn Canada
800/465-9590
www.polyjohncanada.ca

PolyJohn Enterprises, Inc.
800/292-1305
www.polyjohn.com
(See ad page 47)

Rich Specialty Trailers
260/593-2279
www.richrestrooms.com
(See ad page 6)

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

MORE INFO
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800/305-4305
www.vacutrux.com

MORE INFO
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Odor Control…Guaranteed!

877.764.7297 | safetfresh.com | facebook.com/safetfresh

beyond the 

BLUE
ROI

REWARDS

Every product you purchase
from Safe-T-Fresh earns you
additional points in our exclusive
ROI Rewards program.

Along with tank deodorizers, Safe-T-Fresh has a wide 
variety of cleaning products, fragrance enhancers, 
urinal blocks, scent disks and graffiti remover to 
keep your equipment in excellent condition.

With each purchase you’ll earn valuable points to 
redeem for FREE restrooms, holding tanks, 
handwash stations and other great products.

Turn your deodorizer expenses into additional profits 
today when you order Safe-T-Fresh products.

BOOTH
4034

Question: Does anyone have the do’s or don’ts for pencil marks on pot-
ties? Graffiti removers don’t work, not that I have found anyway.

 

Answers:

I carry a large pink eraser in the truck with me and just rub it off. 

u  u  u

I’ve had good luck with the Sunrise Environmental products for remov-
ing pencil marks.

u  u  u

Tagaway Graffiti Remover wipes them clean off, along with a bunch of 
other things. Unfortunately it doesn’t remove the markers that embed them-
selves in the plastic.

u  u  u

The giant eraser idea isn’t that great because if the eraser is dirty it will 
wipe that grime on the plastic or it leaves a residue.

u  u  u

We just tried the Mr. Clean Magic Eraser. I haven’t tried pencil my-
self; one of my employees said it took it off. I know they work great for strap 
marks and hard water stains.

u  u  u

Not sure about pencil marks, but oven cleaner has taken off our marker-
type graffiti and other “messages.”

u  u  u

Toico sells the magic sponges. They work great for pencil and will re-
move Sharpie shadow if done promptly.

u  u  u

We use Goof Off spray. It works great, even on the tough graffiti inks. 
Just spray, wipe off and give a good rinse.

 

 

GettinG into the nooks and crannies

Question: How do other PROs get the inside of the tank on your 
restrooms nice and clean? We’ve just used the pressure washer we 
clean the unit with, but we can’t get everywhere and a lot of the time 
it ends up splashing back at us.

 
Answer: The Gamajet is the best way to do it. Plus you can use it 

to clean the tipped-over units without being inside the unit yourself.
 
  

how far do you travel to provide service?

Question: How far away is your furthest toilet? We have units that are 
nine hours round trip from base. I think that’s quite a long haul. Do you have 
units farther away?

 I had an all-day project at a remote lookout tower. The last stretch of 
“road” took over an hour to traverse. You had to go up it in granny gear as 
there were 143 water bars cut across it (yes, we counted). It cost them several 
hundred dollars by the time it was over.

 They must have found some other sucker to do it, as they haven’t called 
me in a couple of years. I can’t say that I mind.

 
Answer: I charge by the mile after 15 miles. My mileage charge reflects 

operator time as well as fuel and wear and tear on the truck [along with a 
fuel surcharge]. If it costs me, it will cost you. By the time I get about 60 miles 
away, it gets cost-prohibitive for most. I find keeping a good tab on what it 
costs me to operate lets me know what to charge. ■

A poster Asks for the solution to remove 
stubborn pencil-mArk grAffiti from restrooms

Get the Lead Out

FORUM CHATTER
february 2015

Come Join Us Online
The PRO™ Online Discussion Forum is found at www.promonthly.
com. The forum is conveniently split into several topic areas: General 
Discussion, Business, Chemicals & Deodorizers, Parts & Accessories, 
Portable Restrooms, Portable Restroom Trailers, Portable Restroom 
Service and Trucks. Simply register with a username and password and 
join the discussion! Information and advice in PRO Forum Chatter is 
offered in good faith by industry professionals. Readers should consult 
in depth with appropriate industry sources before applying the advice 
they read here to a specific business situation.
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Welcome
to the 2015 WWETT Show!

View daily updates at wwett.com!
Be sure to visit wwett.com from February 23 - 26, 2015 to see live updates, 
videos and photos straight from the exhibit floor uploaded daily to the 
website and other WWETT social media outlets!

For detailed information:
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3T Equipment Company Inc.
A. Rhodes Wilson & Associates, Inc.
A.R. North America
Abbott Rubber Company, Inc.
ABCO Industries Limited
Absolute Ablutions Mobile Trailer 
Manufacturer
Acro Trailer
Advance Pump & Equipment
Advanced Containment Systems Inc.
Advanced Drainage Systems
Advanced Infrastructure Technologies, LLC
Advanced Pressure Systems
Advantage Funding
Aero-Tech
Airfeet
AK Industries Inc.
Alderon Industries, Inc.
All Star Sewer Equipment
Allan J. Coleman Co.
Allied Forward Motion LLC
Allied Graphics
Alpine Equipment Funding, Inc.
Alteris-SeptiCover
AlturnaMATS, Inc.
Amazing Machinery, LLC.
Ameri-Can Engineering
American Express OPEN
American Melt Blown & Filtration Inc
American Pipe & Plastics, Inc.
Amesbury / Bandlock Products
Amthor International
Anderson Metals Corp., Inc.
Anua
AP/M Permaform
Aqua Blast Corporation
Aqua Mole Technologies Inc.
AquaFlow
AquaSoles by V.P. Marketing
Arcan Enterprises Inc.
Aries Industries Inc.
Armal, Inc.
ART Company (A Restroom Trailer Company)
Arthur Custom Tank / Mid-State Tank
Arthur Products Co.
Ashland PolyTrap
Ashland Pump
Atlanta Rubber & Hydraulics Inc.
Atlas Portable Sanitation
Avanti International
B Green Group
Bad Dog Tools
BakerCorp
Ball Brass and Aluminum Foundry Inc.
Banjo Corporation
Barnett
BASE Engineering Inc.
Bayco NightStick/The Jolly Group, Inc.
BDP Industries, Inc.
Benjamin Media Inc.
Benlee, Inc.
Best Enterprises Inc.
Best Equipment Company
Betts Industries Inc.
Biffs Pathfinders, LLC
BioLynceus
Bio-Microbics Inc.
Bionetix International
Bio-Systems International
BKP Berolina Polyester GmbH & Co. KG
Black Tie Products
Blasters, Inc.
Blue Angel Pumps
bluefrog Plumbing + Drain™
BODUS GmbH
Boerger LLC
Brandenburger Liner GmbH & Co. KG
BRAWOLINER
Brenlin Company, Inc.
Bright Dyes
Bright Technologies Specialty 
 Div. of Sebright Products, Inc.
Brothers Equipment
Brown Bear Corporation
Buckhorn Pumps, Inc

Bucks Fabricating
Bulk Toilet Paper
Bull Frog Industries LLC
BW Technologies by Honeywell/
 Honeywell Analytics
C&E Plastics Inc.
C&H Services
C.I.Agent Solutions
Cam Spray
Canam Equipment Solutions, Inc.
Canplas Industries Ltd
Cape Cod Biochemical Co.
CAPPELLOTTO S.P.A.
Cat Pumps®
Cavallero Plastics, Inc.
CEMTEC / A.W. Cook Cement Products
Century Paper & Chemical
Champion Pump Company, Inc.
Chandler Equipment
Chelsea Products/Div. of Parker
Chempace Corporation
Chempure Products Corp.
Cherne Industries
CIPP Services, LLC
Clayton Industries
Clear Computing
Clearstream Wastewater Systems Inc.
Cloverleaf Tool Co.
Cobra Technologies
Columbia Tanks LLC
Comet USA, Inc.
Comforts of Home Services, Inc.
Concrete Sealants Inc.
Coneqtec-Universal
Consolidated Treatment Systems, Inc.
Containment Solutions
CoreBiologic, LLC
Cotta Transmissions
Cougar Vibration, Div of Martin Engineering
COXREELS
CPACEX
Crescent Tank Manufacturing
Cretex Specialty Products
CromaFlow Inc.
Crust Busters/Schmitz Bros.
CUES
Cummins Power Products
Cusco
De Neef Construction Chemicals
Del Vel Chem Co.
Depth Ray
Ditch Witch
Dove Ventures Inc.
Downey Ridge Environmental
Dragon Products
Draincables Direct
DryLet LLC
Dultmeier Sales
Duracable Manufacturing
Dyna Flex Inc.
Dynablast
DynaLiner LLC
Dynamic Decals & Graphics, Inc.
Dynamic Filtration Limited
Dyna-Vac Equipment
E Z Onsite
Easy Kleen Pressure Systems Ltd.
Easy Liner
Eco Infrastructure Solutions
Ecological Laboratories Inc.
Eldon C. Stutsman, Inc.
Electric Eel Mfg.
EleMech, Inc.
Eljen Corporation
Environment One Corporation
Envirosight
Enviro-Tech of America, Inc.
Enz USA Inc.
Epps Products
Equipment Sales, LLC
E-Tank, Ltd./ E-Pump
EVAPAR
Explorer Trailers - McKee Technologies
EZTRAKR Systems
Famhost Apps

Federal Signal Environmental 
 Solutions Group
FerraTex
Fieldbook ERP
Fisher Labs
Five Peaks
FKC Co. Ltd.
Fleetmatics
Flo Trend Systems
FlowMark, LLC
FM Manufacturing Inc.
Forbest Products Co.
Ford Commercial Vehicles
Foremost
Forest River, Inc.
FORMADRAIN Inc.
Franklin Electric
Fruitland Manufacturing
Fuji Clean USA, LLC
Galbreath
Gamajet, part of the Alfa Laval Group
GapVax Inc.
Gardner Denver Water Jetting Systems Inc.
Gardner Denver Wittig
GE Oil & Gas - Roots Blowers
GEA Farm Technologies, Inc. (USA)
General Pipe Cleaners
General Pump
Geoflow, Inc.
German Pavilion/Federal Ministry 
 for Economic Affairs and Energy
GfG Instrumentation, Inc.
Giant Industries
Global Vacuum Systems, Inc.
Go Green Environmental Products
Go To Parts
Godwin, a Xylem Brand
Goldak Inc.
Gorlitz Sewer & Drain, Inc.
Gorman-Rupp Company
GPM Pump & Truck Parts, LLC
GPS Insight
Grease Guardian
Green Mountain International, LLC
Greener Planet Systems
GRU, LLC
H2 Technical Rescue Equipment
Hammelmann Corp.
HammerHead Trenchless Equipment
Hannay Reels Inc
Happy Feet
Harben Inc.
Hart Industries
Hathorn Corporation
Hauler Agent
HCP Pumps of America, Inc.
Hedstrom Plastics
Helix Laboratories Inc.
Hella, Inc.
Hermann Sewerin GmbH
Hermes Technologie
Hibon, Inc. (a division of Ingersoll Rand)
Hino Trucks
Hi-Vac Corporation
Hot Jet USA
Hurco Technologies Inc.
Hydra-Flex, Inc.
Hydra-Tech Pumps
Hydratron, Inc.
Hy-Flex Corporation
I.S.T. Services, Inc.
IBG HydroTech
Imperial Industries Inc.
Impreg International GmbH
IMS Robotics GmbH
In The Round Dewatering
Indiana Onsite Wastewater 
 Professionals Association
Infiltrator Systems Inc.
InfoSense, Inc.
Infrastructure Repair Systems, Inc.
Infrastructure Technologies - ITpipes
Innovative Equipment, LLC
InSight Mobile Data Inc.
Insight Vision Cameras

Integrated Vehicle Leasing / Financing
ITI Trailers & Truck Bodies Inc
J&J Chemical Co.
J. Hvidtved Larsen US
J.C. Gury Company, Inc.
Jack Doheny Companies
JAG Mobile Solutions
Jameson LLC
JD7
Jet Clean Tools USA Inc.
Jet Inc.
JeTech, Inc.
Jets Vacuum AS
Jetter Depot
Joe Johnson Equipment, Inc.
John Bean Jetters
Johnny’s Choice by Chempcorp
Joints Couplings
KeeVac Industries Inc.
KEG Kanalreinigungstechnik GmbH
Keith Huber Corporation
Kentucky Tank, Inc.
Kewanna Screen Printing
Kifco, Inc.
Kros International USA
Kroy Industries
Kuriyama of America, Inc.
LANSAS Products Mfd. 
 by Vanderlans & Sons, Inc.
LaPlace Equipment Co Inc.
Lely Manufacturing, Inc.
Lenzyme/Trap-Cleer Inc.
Liberty Financial Group, Inc.
Liberty Pumps
LIFTPLAQ
Linco-Precision, LLC
Liquid Environmental Solutions
Liquid Waste Industries
Liquid Waste Technology LLC
LMK Technologies
LMT Inc.
Lock America, Inc.
Locqus
Lodar Ltd.
Logan Clutch Corporation
Logiball Inc.
Longhorn Tank & Trailer
Ludwig Pfeiffer Hoch- und 
 Tiefbau GmbH & Co. KG
MacQueen Equipment Group
Madewell Products Corporation
Mailhot Industries
Mainline Backflow Products, Inc.
Masport Inc
Masterliner, Inc.
Material Motion, Inc.
MaxLiner USA
McLaughlin Group, Inc.
Medit Inc.
Meese Orbitron Dunne Company
Merrell Bros., Inc.
Mid-State Tank Co., Inc.
Midwest Vac Products LLC
Miller Pipeline
Milliken
Millner-Haufen Tool Company
Milwaukee Pump
Milwaukee Rubber Products Inc.
Mi-T-Machine
Mobile Hydraulic Equipment Co., LLC
Mobile Restroom Designs
Money In Motion
MONOFORM by Infratech
Moro USA
Mr. Rooter Corp.
MTC
MTech
Mud Technology International, Inc.
Murphy by Enovation Controls
MyTana Mfg. Co. Inc.
NASSCO, Inc.
National Joint Powers Alliance
National Precast Concrete Association
National Truck Center
National Vacuum Equipment

Nature Calls
NAWT - National Association of 
 Wastewater Technicians
Netafim USA
Nexstar Network, Inc.
NLB Corp.
Northeast Industrial Mfg
Norweco Inc.
NovaFlex Hose
NOWRA - National Onsite 
 Wastewater Recycling Association
NozzTeq‚ Inc.
NSF International
Nu Flow
NuConcepts
Oakmont Capital Services LLC
Oceanquip Cables, LLC
Ohio Electric Control, Inc.
Omega Liquid Waste Solutions
OMSI Transmissions, Inc.
One Biotechnology
Orenco Systems, Inc.
Otto Trading Inc.
PA SpA
Parson Environmental Products Inc.
Pat’s Pump & Blower
PC Scale Technologies
Pearpoint/SPX
Peinemann Equipment
Penn Valley Pump Co., Inc.
Penny Pockets
Pentair
People’s United Equipment Finance Corp.
Perma-Liner Industries LLC.
Petersen Products
Petrofield Industries
Phoenix USA Inc.
Picote Solutions
Pik Rite Inc.
PinPoint GPS Solutions Inc.
Pipe Lining Supply, Inc.
PipeHunter, Inc.
Pipeline Analytics
Pipeline Renewal Technologies
PipeLogix Inc.
Pipenology, LLC
Pipe-Robo-Tec USA
PipeTech Software
Piranha Hose Products
PIRIT Heated Hose
Plug-It Products
Polston Applied Technologies
Poly-Flow
PolyJohn Enterprises Corp.
Polylok Inc. / Zabel
PolyPortables, LLC
Porta Pro Chemical Company
Portable Sanitation Association International
POSM Software LLC
Powertrack International Inc.
Pow-R Mole
Premier Oilfield Equipment Co.
Premier Tech Aqua
Presby Environmental, Inc.
Pressure Lift Corporation
Presvac Systems, Ltd.
PRIME DRILLING GmbH
Prime Resins, Inc.
PrimeLine Products
Progress Tank
Proline Group AB
Pronal-USA, Inc.
ProPulse, A Schieffer Company
Protective Liner Systems
PSI Pressure Systems Corp
PUMPTEC
Qingdao Donghengli Industy 
 Equipment Co., Ltd.
Quadex / Interfit
Quik-Lining Systems, Inc.
R. Nesbit Portable Toilets
Rain for Rent
Ram Commercial
RapidView IBAK North America
Ratech Electronics, Ltd.

Rausch USA
Ravo Sweepers
RC Industries Inc.
RCS II Inc.
RecoverE
REED Manufacturing Company
Reelcraft Industries Inc.
Refractron
Reline America Inc.
Renssi
Resiplast US, Inc.
ReviewBuzz
RH2O North America Inc.
Rich Specialty Trailers
RIDGID
Ring-O-Matic
Rioned UK Limited
Ritam Technologies, LLC
RITEC GmbH
RKI Instruments, Inc.
Robinson Vacuum Tanks, Inc.
Robuschi & C.S.p.A.
Rochester Metal Products Corp
RODDIE Inc.
Roeda Signs & ScreenTech Imaging
Roll-Off Parts.com
RootX
Roth Global Plastics
ROTHENBERGER USA
RotoSolutions
RouteOptix Inc.
RS Technical Services Inc.
Rush Refuse Systems
Rush-Overland Manufacturing
Sabre Manufacturing
SAERTEX multiCom LP
Safe-T-Fresh
Safety Sewer Drain
Salcor, Inc.
Satellite Industries Inc.
Satellite Suites
Sauereisen, Inc.
Savatech Corp.
Scadata, Inc.
Scorpion Protective Coatings
Screenco Systems LLC
Sealing Systems Inc.
SECO Truck Inc.
See Water Inc.
Septic Maxx
Septic Products Inc.
Septic Services Inc.
SeptiTech
Septronics, Inc.
Service Roundtable
ServiceTitan
Sewer Equipment
Shamrock Pipe Tools Inc.
Shenzhen Schroder Industry Measure 
 & Control Equipment Co., Ltd.
Sherwin Williams
ShuBee
Sim/Tech Filter Inc.
SJE-Rhombus
Slewmaster Inc.
Slide-In Warehouse
SludgeHammer Group Limited
SnakeLiner
Soft-Pak
Solar LED Innovations, LLC
Sonetics Corporation
Source 1 Environmental
Southland Tool Mfg. Inc.
Spartan Tool LLC
Specialty B Sales
Splendor Fiberglass
Stamp Works
Standard Cement Materials, Inc.
Standard Equipment Company
Statewide Supply
StoneAge, Inc.
Strike Products
Sturgeon Tank & Equipment
Stutes Enterprises Systems
Subsurface Instruments

Sugino Corp.
Sunbelt Rentals
Super Products LLC
Superior Signal Company LLC
Supervac 2000
Surco Portable Sanitation Products
Surpresseur 4S Inc.
SVE Portable Roadway Systems, Inc.
T & T Tools, Inc.
t4 Spatial
Tank Track LLC
Tank Transport Trader
TankTec
TCF Equipment Finance
Terydon Inc.
The Strong Company
Thieman Tailgates, Inc.
Thompson Pump
Titan Logix Corp.
Topp Industries, Inc.
Trade-Serve
Trans Lease, Inc.
Transway Systems Inc.
Trelleborg Pipe Seals
Trenchless Solutions Inc.
TRIC Tools Inc.
Trillium Industrial Services
TRY TEK Machine Works, Inc.
TSF Co. Inc.
Tsurumi Pump
TT Technologies Inc.
Tuf-Tite Inc.
Turbo-Fog, Division of Kingscote Chemicals
Turtle Plastics
U.E.M.S.I.
Udor USA
UHRIG Kanaltechnik GmbH
Ultra Shore
UltraLav by Wells Cargo
Uncle Freddie’s Super Gloves
Under Pressure Systems, Inc.
US Fleet Tracking
US Jetting, LLC
USA BlueBook
USB-Sewer Equipment Corporation
VAC2GO
Vacall
Vac-Con Inc.
Vacutrux Limited
Vacuum Sales, Inc.
Vacuum Truck Rental
Vacuum Trucks of Canada
Vaporooter
VAR Co.
Vermeer
Veyance Technologies, Inc.
Vivax-Metrotech Corp.
Vogelsang
VT Hackney
Vu-Rite Video Inspection Systems, LLC
W.W. Williams
Wachs Utility Products
Wager Company Inc.
Walex Products Company, Inc.
Wallenstein Vacuum Pumps - 
 Elmira Machine Industries
Wastequip
WasteWater Education 501(c)3
Water Environment Federation
Waterblasting Technologies
WC Leasing
Weber Industries, Inc. (Webtrol)
Wee Engineer Inc.
Wells Fargo Equipment Finance
Western Equipment Finance
Western Mule Cranes (D & S Sales)
Westmoor Ltd.
Whirlygig, Inc.
Wiedemann & Reichhardt GmbH
Wieser Concrete Products, Inc.
Wohler USA
Zhejiang Danau Industries Ltd.
Zoeller Pump Company
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Trade-Serve
Trans Lease, Inc.
Transway Systems Inc.
Trelleborg Pipe Seals
Trenchless Solutions Inc.
TRIC Tools Inc.
Trillium Industrial Services
TRY TEK Machine Works, Inc.
TSF Co. Inc.
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Current Exhibitor List 580 companies - list current as of January 19, 2015.

Welcome
to the 2015 WWETT Show!

View daily updates at wwett.com!
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WWETT ENTERTAINMENT

On the Rise
Budding country music star Cole Swindell will headline the 
WWETT Show Industry Appreciation Party  By Kyle Rogers

C ountry music singer/songwriter Cole Swindell is one of Nashville’s 
newest stars, and he plans to make some new fans when he takes the 
Industry Appreciation Party stage at the Water & Wastewater Equip-

ment, Treatment & Transport (WWETT) Show in February.
The 31-year-old didn’t gain prominence — or a record deal for that 

matter — until his independently released debut single, “Chillin’ It,” started 
climbing the charts in 2013. It eventually reached the top spot on the Bill-
board Hot Country Songs chart, but Swindell knows there’s a good chance 
some people in the audience will be unfamiliar with his material. And he’s 
fine with that.

“Sometimes it’s good to get in front of a new crowd that might not know 
a lot about you,” Swindell says. “You get to try to make them a fan by the end 
of the night. I love challenges like that.

“I’m going to get up there and do what I do. I’m looking forward to it.”
 

Lessons from a feLLow GeorGian
Though still a newcomer to the country mu-

sic scene, Swindell knows what it takes to put on 
a good show. He went on tour with Luke Bryan 
in 2014 and prior to that spent a considerable 
amount of time on the road with him, selling mer-
chandise and writing songs for his fellow frater-
nity brother from Georgia Southern University as 
Bryan evolved into a country music star.

“For however long he’s out there on stage, 
he’s going to give it all he’s got. That’s something 
I’ve learned,” Swindell says. “People spend their 
hard-earned money and their time to come see 
us, so you want to give them the best show you 
can.”

He says Bryan was also a big influence on his decision to launch a ca-
reer in country music in the first place.

“The first time I heard his music was over 10 years ago, and I thought 
he had it,” Swindell says. “Even then I was like, ‘This guy is going to be huge.’ 
He’s from the same part of Georgia but I didn’t know him until I had gotten 
to college and he had already moved to Nashville. Having a guy from just a 
few minutes from where I grew up writing songs I thought were amazing, 
that gave me the confidence. ‘Hey, if he can do it, maybe I can do this.’ It 
really gave me the confidence to go after it and just focus and work hard.”

 
from sonGwritinG to the staGe

Swindell says he has been a fan of country music all his life, but he 
didn’t start singing until he was in college and began playing the local bars. 

After receiving the merchandise sales gig on Bryan’s team after graduation, 
Swindell started to get into songwriting. He wrote Bryan’s “Just a Sip,” “Beer 
in the Headlights,” “Roller Coaster,” “Out Like That,” “I’m Hungover,” “I’m 
in Love with the Girl,” “Love in a College Town,” “Shore Thing,” “Shake the 
Sand” and “The Sand I Brought to the Beach.” He’s also written songs for 
Craig Campbell, Thomas Rhett, Scotty McCreery and Florida Georgia Line.

Following the success of “Chillin’ It,” Swindell received a record deal. 
The first single off his debut album, “Hope You Get Lonely Tonight,” which 
was co-written with Florida Georgia Line, also became a hit. It reached No. 1 
on the Billboard Country Airplay chart.

“I didn’t even have a record deal when we wrote that song,” Swindell 
says. “I always thought they were going to record it. The second they said it 

“People spend their hard-earned 
money and their time to come 
see us, so you want to give them 
the best show you can.”

Cole Swindell

(continued)
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was cool that I recorded it, I told them, ‘This will be a single for me one day 
if y’all let me record it.’ The writing process was fun. They’re good friends of 
mine and I’m so proud of all their success. It’s cool to get to have a little bit 
of each other’s success.”

With his first two singles each topping the charts, Swindell says there’s 
pressure to continue the trend. But he doesn’t mind.

“You come out with a No. 1 single and then you have to follow that up 
and you get fortunate and have two No. 1’s. Then you have to follow that up. 
But I think that’s a good thing, you know? The streak’s not going to go on for-
ever and I’m realistic, but we’re going to try. I want to give the fans and radio 
the best songs I can, and I think [reaching No. 1] is a good goal. If you don’t 
reach the No. 1 spot at least you gave it a shot.”

 
the year ahead

His debut album, two straight No. 1 singles and a nomination in the 
Best New Artist of the Year category at the Country Music Association 
Awards have made the past year quite the start to Swindell’s country music 
career. For the coming year, he’s already scheduled to join Jason Aldean for 
the second leg of the “Burn It Down” tour beginning in February.

“Jason is another huge influence and there’s another Georgia boy so, 
man, I couldn’t have picked anyone better to go on tour with. That’s going to 
be an awesome way to start off 2015,” Swindell says.

That same month he will be taking a break from the tour to play the 
more intimate Sagamore Ballroom venue at the Indiana Convention Cen-
ter for WWETT attendees. Swindell hopes to add a little “pleasure” to the 
“business” that will undoubtedly be a primary focus for many trade show 
attendees.

“They could’ve picked a lot of people [to play the Industry Appreciation 
Party] and for me to get to do it, that’s cool,” says Swindell. “It’s a different 
setting [than a tour stop] and there will be business folks in there, but I want 
to let them have a little fun that night. That’s going to be my goal — make sure 
they have a good time.” ■

Cole Swindell may be the big draw at the WWETT Show’s Industry Appreci-
ation Party on Wednesday, Feb. 25, but he won’t be the only highlight that night. 

It all begins at 5 p.m. when the doors open to the party’s new venue, the 
Sagamore Ballroom on the second floor of the Indiana Convention Center, and 
the 25-cent tap beers start flowing. The evening’s first musical act, Blackjack 
Billy, will take the stage an hour later. The four-member Nashville-based band 
is best known for their 2013 debut single, “The Booze Cruise.”

The winner of the WWETT truck giveaway will be announced shortly after 
Blackjack Billy’s set, at about 7 p.m. All registered WWETT Show attendees 
are automatically entered into the contest for the tricked-out 2014 Chevrolet 
Silverado 1500 4 x 4 extended cab pickup, or alternately $35,000 cash, being 
given away in celebration of the show’s 35th anniversary. Twelve contestants 
will be randomly selected beforehand and invited to participate in the event 
that will determine a winner.

The party will conclude with a performance from Swindell, who is set to 
take the stage at 7:30 p.m.

This party ain’t no 
one-trick pony
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ON LOCATION

New Jersey’s Caprioni Portable 
Toilets counts special event service 
as one of its specialties, and uses 
its in-house fabricated restroom 
and shower trailers on location at 
the Closer Walk Christian youth 
event on the Jersey Shore. Tom 
Caprioni is shown pausing during 
setup for the camping festival. 
(Photos by Kyle Grantham)

Caprioni Portable Toilets helps transform a strip 
of Jersey Shore sand into a fully functioning 
campground and Christian festival venue

By BeTTy DAgefOrDe

THE TEAM
Caprioni Portable Toilets has been servicing events along the South 

Jersey coast for 33 years. The other side of their enterprise, Caprioni Family 
Septic, goes back to 1954. Tom and Genia Caprioni own and operate the 
two businesses out of a combined facility in Belleplain, N.J., about 35 
miles west of Atlantic City. They’ve got 30 employees, about half of whom 
are family.

Tom’s brother-in-law, Chuck Dougherty, oversees all the company’s 
portable restroom contracts along the coast and coordinated the work for 
the Closer Walk event that took place at Morey’s Piers on the Cape May 
Peninsula.

 
COMPANY HISTORY

Tom Caprioni has been in the sanitation business his whole life 
working for his father, Dominick, who founded the company. For the first 
nearly 30 years it was strictly septic work, servicing the residents of their 
small town, all of whom were on septic systems, as well as neighboring 
communities in the mostly rural region. They eventually added 
commercial accounts, grease trap pumping and sludge hauling.

When they saw a need for portable restrooms, they decided to 
branch out and in 1982 picked up 105 fiberglass units to get started. Today 
their inventory stands at 2,000 standard units along with 50 handicap-

THe JOB: A Closer Walk Christian youth event
LOCATION: Wildwood, N.J.
THe PrO: Caprioni Portable Toilets

(continued)

A Day at 
  the Beach
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Caprioni Portable Toilets helps transform a strip 
of Jersey Shore sand into a fully functioning 
campground and Christian festival venue

By BeTTy DAgefOrDe

THE TEAM
Caprioni Portable Toilets has been servicing events along the South 

Jersey coast for 33 years. The other side of their enterprise, Caprioni Family 
Septic, goes back to 1954. Tom and Genia Caprioni own and operate the 
two businesses out of a combined facility in Belleplain, N.J., about 35 
miles west of Atlantic City. They’ve got 30 employees, about half of whom 
are family.

Tom’s brother-in-law, Chuck Dougherty, oversees all the company’s 
portable restroom contracts along the coast and coordinated the work for 
the Closer Walk event that took place at Morey’s Piers on the Cape May 
Peninsula.

 
COMPANY HISTORY

Tom Caprioni has been in the sanitation business his whole life 
working for his father, Dominick, who founded the company. For the first 
nearly 30 years it was strictly septic work, servicing the residents of their 
small town, all of whom were on septic systems, as well as neighboring 
communities in the mostly rural region. They eventually added 
commercial accounts, grease trap pumping and sludge hauling.

When they saw a need for portable restrooms, they decided to 
branch out and in 1982 picked up 105 fiberglass units to get started. Today 
their inventory stands at 2,000 standard units along with 50 handicap-
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accessible and ADA-compliant units and 40 hand-wash stations, all from 
Satellite Industries and PolyJohn Enterprises. The company started offering 
restroom trailers in 1996 and builds the units in-house. They now have about 
60 restroom trailers and five shower trailers, also built by employees.

The company’s service territory covers about an 80-mile radius of 
Belleplain.

 
MAKING CONNECTIONS

The company has provided equipment for A Closer Walk since its 
inception in 2002 by Will Morey, president and CEO of Morey’s Piers, 
a seaside amusement park and beach in 
Wildwood, N.J., which hosts the event. In fact, 
they’ve worked with Morey’s for many years, 
according to Caprioni, providing sanitation 
equipment for the four large events Morey’s 
sponsors each summer, including soccer 
camps and Boy Scout groups.

 
THE MAIN EVENT

A Closer Walk is an annual Christian 
event for youths, primarily grades seven 
through 12. It’s designed to help them 
connect more deeply to their faith, but their 
tickets also include admission to Morey’s 
three amusement parks and two waterparks. About 2,000 teens and their 
pastors and chaperones, along with a few families, arrived the afternoon of 
Thursday, July 31, 2014, and pitched their tents. Facilities included a ministry 
tent, beach stage and catering pavilion.

Friday morning was spent listening to inspirational speakers, attending 
worship service and participating in ocean baptisms. The afternoon was 
set aside for visiting the attractions. That evening the group enjoyed live 
Christian music and a fireworks display – then off for more amusement rides 
until midnight. The official activities concluded Saturday morning, leaving 
the rest of the day to pack up and head back to the parks.

 BY THE NUMBERS
Using two Ford F-350s pulling a 14-unit company-built trailer and a 

12-unit McKee Technologies Inc. Explorer trailer, the company made the 
26-mile trek to Morey’s Piers on Wednesday to deliver the equipment. They 
brought in 16 PolyJohn PJN3s (half blue for men, half pink for women) and 
four two-basin Satellite hand-wash stations and spaced them out in four 
banks along the perimeter of the designated camping area. “We put four 
units and a sink, then moved down maybe 100 feet put another four and 
a sink, then another 100 feet – every so often we put them,” Caprioni says.

In addition, the company supplied two large restroom trailers (one 
with four women’s stalls, two men’s and three urinals, the other with five 
women’s stalls, two men’s and three urinals), and two large shower trailers 
(nine-stall and 10-stall), all for general use. The showers were used on a first-
come, first-served basis and were free to the campers. “Morey’s just paid one 
lump sum for the showers,” Caprioni explains.

Caprioni’s trailers are easily identified by 
their cedar-shingle-looking vinyl siding. The 
homey look is further enhanced by a white 
picket fence on each end and porch lights over 
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“We put four units 
and a sink, then 

moved down maybe 
100 feet put another 
four and a sink, then 

another 100 feet – 
every so often we 

put them.”

TOm CAPrIONI

A crew from Caprioni Portable Toilets meets behind a grouping of the 
company’s restroom and shower trailers at the camping area during 
A Closer Walk, a Christian youth event on the Jersey Shore.

A Caprioni Portable Toilets 
truck, built out by Coleman 
Vacuum Tank, moves through 
the camping area during a 
service call on the beach.
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the doors. Interior walls are half wood paneling 
and half marble-look plastic laminate. Vanities 
also have a marble appearance. The ceiling is 
tongue-and-groove cedar board.

The campground was on a public beach 
and not fenced off, so there was no way to 
control access to the restrooms and trailers. “If 
somebody off the beach wanted to use them, 
you really couldn’t tell,” Caprioni says.  “And 
you couldn’t do anything about it.” But he 
says they did not experience any problems with graffiti or vandalism often 
encountered at public events.

The company removed everything the following Monday.
 

KEEPIN’ IT CLEAN
Friday morning at 5 a.m., four technicians took off from the company 

yard to service the units. They took a 2014 Ford F-450 and a 2014 Ford F-550 
outfitted by Coleman Vacuum Tank with 900-gallon waste/200-gallon 
freshwater aluminum tanks and Masport Inc. pumps. The team finished the 
job around 10 a.m., then repeated the process late that afternoon and again 
early the next morning. Access was fairly easy as the units were adjacent to 
service roads, so there was no need to maneuver through crowds. Units were 
supplied with chemical deodorizers from Walex Products. The waste was 

transported to the Cape May wastewater treatment 
plant for disposal.

During each visit the drivers left supplies for 
Morey’s on-site attendants who monitored the 
equipment during the event, keeping units and 

trailers stocked and tidy.
 

TEAMWORK
The event went smoothly, the weather was perfect and the hand-offs 

from Caprioni’s staff to Morey’s were seamless. The two companies have 
worked together for so long they have the logistics down to a science.

Caprioni knows what Morey’s wants and makes sure they get it. “I take 
care of them,” he says. ■

“If somebody off 
the beach wanted 

to use them, you 
really couldn’t tell. 

And you couldn’t do 
anything about it.”

TOm CAPrIONI

Coleman Vacuum Tank
800/645-1136

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

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

PolyJohn Enterprises, Inc.
800/292-1305
www.polyjohn.com
(See ad page 47)

Satellite Industries
800/328-3332
www.satelliteindustries.com
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Walex Products Company, Inc.
800/338-3155
www.walex.com
(See ad page 7)

MORE INFO

Above: Technician Chuck Dougherty sprays 
the exterior of a bank of restrooms at the 
festival on the beach. Caprioni’s placed 
PolyJohn Enterprises restrooms – pink for 
women, blue for men – for the youth event.

Left: A Genie GTH-844 lift is used to haul a 
restroom trailer onto the beach. Men’s and 
women’s blue and pink restrooms, along with a 
PolyJohn hand-wash station, are already set up 
for visitors to the Christian youth event.

Right: Technician Gene 
Bailey Sr. sets up the 
steps on a restroom 

trailer built by Caprioni 
Portable Toilets.
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Karleen Kos is 
executive director 

of the Portable 
Sanitation 

Association 
International. She 
may be reached at 

karleenk@psai.org 
or 952/886-7416.

“A ny time you sincerely want to make a change, the first thing you 
must do is to raise your standards.” – Anthony Robbins, leader-
ship guru

When I joined the Portable Sanitation Association International (PSAI) 
as its new executive director, I was struck by the enthusiasm and earnestness 
of nearly everyone I met. Yet I often heard a rueful tone when PSAI members 
said things like, “Our industry isn’t respected,” and “How do we raise stan-
dards when a lot of people are willing to lower them just to get a contract?”

First, the bad news: As individuals and company owners acting alone, 
there is little you can do. The good news, though, is that by joining with the 
PSAI you can do a great deal to bring about positive change.

Developing industry standards is among the most important and ben-
eficial activities a trade association can undertake. As long as the standards 
are voluntary and don’t attempt to control pricing, courts have viewed set-
ting standards as both legal and beneficial in helping nonindustry people 
like regulators, customers and end-users make decisions. The standards give 
them a way to discern the value of what they buy and to differentiate be-
tween competitors. When that happens, everyone wins.

The PSAI’s strategic plan calls for the organization to step up its role in 
developing industry standards and best practices. Presently, our Standards 
and Guidance Committee is working on several projects, and your ideas are 
welcome.          

 
• The PSAI is updating and gathering input on three guidelines pub-

lished by the American National Standards Institute. These standards cover 
sanitation in places of employment, sanitation in nonsewered waste-dis-
posal systems, and sanitation in fields and temporary labor camps. We are 
currently seeking comments on revised drafts of these standards. Input is es-
pecially needed from consumers and nonindustry stakeholders. This com-
ment period will close at the end of February.

 
• In November 2014 the PSAI Board of Directors approved the outline 

for a Voluntary Code of Excellence for the portable sanitation industry. The 
Standards and Guidance Committee is presently at work in creating the 
more extensive draft code, and they expect to release it for comment at the 
end of February. All industry members are invited to comment on the draft 
and to participate in a discussion with the Standards and Guidance Com-
mittee at the PSAI’s Annual Convention and Trade Show March 25-28 in 
Nashville, Tenn. The comment period will conclude April 15.

 
Both of these projects have the potential to dramatically impact how 

the public views portable sanitation. We invite you to get involved by com-
menting on the proposed standards. Better yet, become active on the PSAI 
Standards and Guidance Committee and help to shape the language. Con-
tact me for more information. 

Together, we can transform the portable sanitation industry from one 
that gets less respect than it deserves to a better understood, often admired 
service provided by dedicated professionals.

Please come and talk to us about this and many other PSAI initiatives 
at the Water & Wastewater Equipment, Treatment & Transport (WWETT) 
Show in Indianapolis Feb. 24-26. The PSAI will have representatives in booth 
1068 at the Indiana Convention Center. See you there! ■

Raising Our Standards 
in 2015

PSAI News   
February 2015

By Karleen Kos
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Portable Sanitation Association International
2015 PSAI Convention and Trade Show

© 2015 PSAI

Gaylord Opryland Resort 
and Convention Center

Join us in Nashville March 25-28, 2015 
for the 2015 PSAI Convention and Trade Show
This event is focused exclusively on the portable sanitation industry. Join us for 
networking, great speakers and events in good old Nashville. See you there! 

For more information visit www.psai.org/convention-trade-show, call the PSAI of� ce 
at 952-854-8300 or email info@psai.org.
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W hat’s the best type of battery?
Understanding the basic differences between the three main 

battery types – flooded lead acid (FLA), absorbed glass mat (AGM) 
and gel cell – will help to determine the best battery for your trucks and 
equipment.

“These three main types of equipment and vehicle batteries are all lead-
acid batteries with different construction, different performance character-
istics and different charging requirements,” says Gale Kimbrough, manager 
of the battery engineering and testing lab at Interstate Batteries.

All lead-acid batteries feature lead plates surrounded by an electrolyte 
containing sulfuric acid. During charging, the positive and negative plates 
react so that positively charged electrons travel to the negative and negative-
ly charged electrons travel to the positive, using the electrolyte as a bridge. 
The batteries are discharged during use by reversing that process.

If the battery is permanently sealed – that is, its caps can’t be removed 
– and is labeled as AGM or gel, it’s known as a valve-regulated lead-acid bat-
tery. These batteries come equipped with one-way pressure release vents.

“Batteries have evolved a great deal,” says Kimbrough. “For example, 
lead plates have been married to different alloys. One of the latest changes 
has been the use of lead alloyed with calcium, which minimizes the creation 
of hydrogen and oxygen gases during normal charging.”

The three main battery types are distin-
guishable by design and primary function.

 
Flooded lead acid

“FLAs are the oldest battery design and 
have been part of road vehicles since cars gave 
up hand cranks,” says Kimbrough.

The FLA offers a versatile design. Depending 
on construction, FLAs can produce high cold-
cranking amp (CCA) power availability (shallow 
cycling) and/or a combination of cranking and 
deep cycling, or deep cycling only (see sidebar).

FLAs may be permanently sealed or designed with accessible vent caps.
Charging options for FLA batteries are probably the widest, ranging 

from the vehicle recharging system to most nonvehicle rechargers.
 

Gel cell
Gel-cell batteries feature a design in which silica has been added to the 

battery during manufacturing to congeal liquid electrolyte.
“They were developed more than 30 years ago to satisfy a need for a 

deep-cycle battery that was sealed because they could be used in enclosed 

applications,” says Kimbrough. “They were 
originally used in the telephone industry as 
backup power for equipment.”

Gel-cell batteries usually offer a higher 
reserve capacity than other batteries.

“They can be used for start-
ing, if required, but typically don’t 
produce the same cold-cranking 
amps as an FLA or an AGM bat-
tery,” says Kimbrough. “They can 
be made to deep cycle, but these 
batteries are traditionally used as 
backup power or for lighting.”

Gel-cell batteries must be re-
charged using lower voltage than 
other lead-acid batteries.

 
absorbed Glass mat

What makes the AGM dif-
ferent is a sponge-like fiberglass 
material separating negative and 
positive plates. This microglass 
material absorbs the electrolyte 
solution and keeps it immobilized 
while maintaining contact with 
the plates.

The winTer can bring harsh weaTher or long periods of inacTiviTy for your Trucks, 
boTh ThreaTening The reliable sTarTing power of your fleeT

IN THE GARAGE
February 2015

battery basics

definitions: 
Cold-cranking amps: The 
amount of current a battery can 
provide at 0 degrees F.

Deep-cycle batteries: Deep-
cycle batteries are designed 
to provide continuous power 
over long periods of time. Deep 
cycling is the process of almost 
completely discharging a battery 
before it’s recharged.

Shallow-cycle batteries: Also 
known as cranking or starting 
batteries, they deliver large 
amounts of power for a short 
period of time, typically to start 
an engine. The battery is quickly 
recharged after use.

by peter kenter

A forklift battery is tested 
by Chris McGuire, of the U.S. 
Navy. (U.S. Navy photo by Mass 
Communications Specialist 3rd 
Class Kevin Murphy)

Gale Kimbrough

The batteries were introduced in the mid-1980s for use in military 
aircraft because they eliminated the risk of forming explosive gases. More 
expensive than FLAs, AGM batteries are gradually replacing gel cells, with 
which they’re often confused.

“The strength of the design is that the glass mat and electrolyte combi-
nation offers a very low resistance,” says Kimbrough.

AGM batteries can be used in 
high-cranking and/or deep-cycling 
applications, such as vehicle starting 
or electric vehicles, depending on their 
designed purpose.

“Recent AGM pure lead technol-
ogy uses thinner plates made of 99.99 
percent pure virgin lead,” notes Kim-
brough. “This technology has allowed 
AGMs to perform with deep cycling 
and cranking combined.”

 
Which battery to choose?

Choosing the right battery for 
your trucks and equipment is usually 
a matter of balancing cost and perfor-
mance. If an FLA isn’t providing the 
performance required, it may be time 
to upgrade to a heavy-duty FLA or an 
AGM.

“If your regular FLA is performing 
for one year or less, you need to investigate an upgrade to either a heavi-
er duty FLA or AGM,” says Kimbrough. “Also, make sure that the batteries 
you’re using or buying haven’t aged on the shelf. Excessive storage can cut 
into performance life.”

AGM batteries also perform better than FLAs under heavy vibration, 
the type of conditions you experience with mini excavation equipment, for 
instance. “They typically offer two to five times additional vibration resis-
tance than flooded unless the flooded battery meets extra-heavy-duty re-
quirements,” Kimbrough notes.

If equipment is stored for extended periods of time between uses, 
AGMs hold their charge longer than FLAs.

 
maintenance matters

Kimbrough recommends that all batteries be visually inspected every 
three to six months. Terminals should be inspected for corrosion and for 
cleanliness since dirt can discharge electricity across positive and negative 
terminals.

While some FLA batteries have vent caps that can open, others are 
sealed. If the caps are accessible, the battery can be visually inspected to see 
if electrolyte continues to cover the plates as specified by the manufacturer.

“If levels are low, you can add water, preferably deionized or distilled, 
to top up the fluid,” says Kimbrough. “You’ll probably need to do this more 
often in high heat or extreme cold conditions.”

Depending on their use, batteries can perform for longer or shorter 
times than their expected lifespan. One testing method involves checking 
the battery’s voltage at rest to help determine its state of charge.

“A generic 12-volt battery that tests at 12.00 volts can indicate an ap-
proximate 20 percent remaining charge level,” says Kimbrough. “Although 
it varies depending on the type of battery, typically 12.75 volts to 12.95 volts 
indicates a near-full charge in a battery at rest.”  ■

“Batteries have 
evolved a great deal. 

For example, lead 
plates have been 

married to different 
alloys. One of the 

latest changes has 
been the use of lead 

alloyed with calcium, 
which minimizes the 
creation of hydrogen 

and oxygen gases 
during normal 

charging.”

gale kimbrough
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deep-cycle battery that was sealed because they could be used in enclosed 

applications,” says Kimbrough. “They were 
originally used in the telephone industry as 
backup power for equipment.”

Gel-cell batteries usually offer a higher 
reserve capacity than other batteries.

“They can be used for start-
ing, if required, but typically don’t 
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batteries are traditionally used as 
backup power or for lighting.”

Gel-cell batteries must be re-
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absorbed Glass mat
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The winTer can bring harsh weaTher or long periods of inacTiviTy for your Trucks, 
boTh ThreaTening The reliable sTarTing power of your fleeT
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by peter kenter
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by Chris McGuire, of the U.S. 
Navy. (U.S. Navy photo by Mass 
Communications Specialist 3rd 
Class Kevin Murphy)

Gale Kimbrough
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John F. Dini is a consultant and author of “Hunting in a Farmer’s World: 
Celebrating the Mind of an Entrepreneur” and “Beating the Boomer Bust.” 

Reach him through www.johnfdini.com.

M ore than 60 percent of U.S. business owners are over 50 years old, 
and many of them are looking toward retirement and the process of 
attracting and vetting potential buyers to take the reins. The differ-

ences in yesterday’s and today’s business landscapes are stark – as Boomers 
were raised in a highly competitive environment, many face the problem of 
having built companies that won’t attract a new generation of buyers.

Three major trends impact the salability of a business. Understanding 
these trends can help owners transition successfully in a challenging mar-
ket and ultimately identify the buyer who will carry their company’s torch 
going forward.

 
BOOMER SUCCESS

Baby Boomers are 2.5 times more likely to own a business than the gen-
erations before or following. Between 1975 (when the first Boomers turned 
30) and 1986, the formation of new businesses in America jumped from 
300,000 to 700,000 annually. Faced with fierce competition on the pathway 
to success, many Boomers chose to go into business for themselves. New 
business startups have never again reached that level. As a result, nearly 
two-thirds of all businesses with fewer than 500 employees are in the hands 
of people who are preparing to retire.

Three major trends challenge a small-business owner preparing to exit. 
Like the movie The Perfect Storm, these three trends – demographic, psy-
chographic and sociographic – are combining to create a tsunami that will 
change the entire landscape of independent business ownership:

 
Demographically, the generation following the Boomers (Gen X) is 

much smaller. From a supply and demand perspective, there simply aren’t 
as many available buyers as the number of potential retirees seeking them.

 
The psychographic profile of the buyer generation is unfavorable. 

What business owner hasn’t complained about the work ethic of the young-
er generation? Raised in a 40-year period of economic growth (the longest 
sustained period of expansion in our history), Generation X and their suc-
cessors (The Millennials) are more likely to choose family first and perceive 
jobs and employers as merely the means to a personal end.

 
Sociographic trends favor alternative careers over business own-

ership. Corporate America is well aware of the issues and attitudes of the 
younger generations. They have already made many adjustments. Telecom-
muting, sabbaticals, family leave and flex time are benefits designed to at-
tract younger workers who have a different set of priorities. Few small busi-
nesses have the depth or breadth to allow skilled employees to come and go 
according to their individual priorities.

 Young entrepreneurs have little interest in the service-oriented brick-
and-mortar companies that dominate small business. They seek a level of 
freedom that doesn’t require being on call, schedules driven by customer 
convenience or a 55-hour workweek. Combined with the sheer lack of pro-
spective buyers, a reduction in the number of small businesses becomes 
more than likely; it is inevitable.

Yet many small-business owners are depending on their company to 
fund a comfortable retirement. Their plan goes something like this: “I will 
work really hard until I am tired, and then I will find some energetic younger 
person just like me who is willing to commit everything for this great op-
portunity.”

 
BEATING THE ODDS

Fortunately, if you are a successful business owner, you’ve already 
proven your competitive instincts and abilities. With planning and foresight, 
you can still beat the Boomer bust and achieve your retirement objectives. 
There are two pathways to succeeding in a crowded sales marketplace:

 
Build to sell
Build a business that is attractive to your younger buyers. It allows for 

personal flexibility. It can’t require a huge down payment since these gener-
ations were raised in a “buy-now-pay-later” world, where they are carrying 
substantial debt from the day they graduate college and have little opportu-
nity to amass liquidity.

Your technology doesn’t have to be cutting edge, but it needs to be cur-
rent. Nothing turns off the tech-savvy young buyer faster than a company 
that is limping along on outdated software or (heaven forbid) paper. Of 
course, the other attributes of an attractive acquisition – growing margins, a 
distributed customer base and predictable revenues – are a given.

 
Hire your buyer
Take on your potential buyer as an employee first. The stereotypes 

of different generations aren’t universal. Certainly we all know Boomer 
slackers as well as young people who are ambitious and hard-working. 

With feWer small-business buyers on the horizon, you need to make your portable 
sanitation business attractive to the youthful Worker With a modern mindset

by John f. dini

build to sell

PRO Business   
February 2015

Your technology doesn’t have to be cutting edge, 
but it needs to be current. Nothing turns off the tech-savvy 
young buyer faster than a company that is limping along 
on outdated software or (heaven forbid) paper.

Lacking capital, many of those younger go-getters would like to own a 
business but have difficulty seeing how they can make it possible. Iden-
tifying such a buyer in your own organization, or even reaching outside 
and recruiting one, is a viable option if your target date for exiting is a few 
years away.

Creating your own successor requires a commitment to planning and 
development, but the financial aspects are fairly simple. A few years of sell-
ing equity in small amounts can let your successor build a minority stake. 
Then he or she can obtain third-party financing for the balance of the pur-
chase so you can maintain control throughout the process and take the pro-
ceeds with you when you leave.

 
BUILDING VALUE

Remember this: The more you work in your business, the less it is worth. 
Everything you do to reduce your business’s dependence on your personal 
talents, to reduce the time commitment of running it and to make it easier 
for any successor (whether internal or external) to take over the reins also 
increases its value to any buyer.

You can’t change the factors that create the most competitive selling 
environment in history. Understanding what the future looks like and real-
izing that your buyer is unlikely to be someone “just like me” is a critical first 
step in the process. ■
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years away.
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Then he or she can obtain third-party financing for the balance of the pur-
chase so you can maintain control throughout the process and take the pro-
ceeds with you when you leave.
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Everything you do to reduce your business’s dependence on your personal 
talents, to reduce the time commitment of running it and to make it easier 
for any successor (whether internal or external) to take over the reins also 
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Wastequip roll-off 
container covers

Lockable roll-off container cov-
ers from Wastequip are designed 
to meet U.S. Environmental Protec-
tion Agency regulations for stormwater 
exposure. Made of UV-protected, impact-resistant 
high-density polyethylene, the covers open to 90 degrees, are permanently 
mounted to the container, and are available in multiple sizes and configura-
tions. 877/468-9278; www.wastequip.com.

 
Water Cannon virus 

killer pressure washer
The 17M95 electric-powered portable 

pressure washer from Water Cannon delivers 
180-degree hot water (hot-water heater required 

at source) or ambient temperature water injected 
with 5.25 percent sodium hypochlorite (household 

bleach) and calcium hypochlorite (bleach powder). The application for 10 
minutes on concrete, brick, stone or metal surfaces kills viruses. Accessories 
include 50-foot hose, trigger gun and wand, low-pressure wide-fan bleach, 
chemical or soap injector, four color-coded spray nozzles and color-coded 
chemical nozzle. 800/333-9274; www.watercannon.com.

NoticeWare 
mobile onsite 
reporting application

The Septic Reporter Pro onsite 
reporting app from NoticeWare en-
ables users to inspect, capture, document and produce onsite inspection re-
ports for wastewater treatment systems. Reports can be sent to the client or 
cloud using services including Dropbox and Google Drive. 613/663-5418; 
www.noticewarereporter.com.

FotoIN 
cloud-based 
documentation

Cloud-based photo 
documentation and report-
ing from FotoIN Mobile Corp. 
includes new photo and re-

port filing that can be configured to the operator’s needs using custom logic 
and filing rules. Flexible photo and report tagging can be used to optimize 
filing. Expanded tagging enables users to apply multiple tag values within 
the same category. Other features include workflow automation from rules-
based filing in combination with automated notifications by cloud storage 
services Citrix, ShareFile, Egnyte and Box. www.fotoin.com.

AlturnaMats clear 
ground protection

The clear ground protection mat 
from AlturnaMats lets sunlight pass 
through to reduce grass burn where 
landscape needs to be kept pristine. The 
mats have a 120-ton rating. 888/544-
6287; www.alturnamats.com. ■

 PRODUCT NEWS

NEW  WORKERS COMP 
PLAN YOU HAVE TO 

SEE TO BELIEVE
- NEW program

- Exclusive in almost every state
- All lines of insurance coverage available

- We should write the Workers Comp for all PRO’s that qualify
- We insure 300 portable restroom operators worldwide

 Contact Us Today:
 

Mark Herring, CRM, CIC, LUTCF
Vice President

Phone 800-208-6912  E-mail markh@heffi ns.com
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Go to Parts names 
business development manager

Go to Parts, Wastequip’s newest aftermarket parts division, named Dean 
Rank business development manager. He will be responsible for business 
development and account management with dealers and end-users.

 

A-1 Rocket named to Aggie 100
A-1 Rocket Industries of Amarillo, Texas, was named a member of the 

2014 Aggie 100 list of alumni businesses by Texas A&M University. The list 
recognizes the fastest-growing companies in the world owned or operated 
by former Texas A&M students. A-1 Rocket ranks 19th with a compound 
annual growth rate of 66.64 percent from 2001 through 2013. This is the 
second straight year A-1 was named to the list. The site services company 
has offices in Amarillo, Lubbock and Floresville, Texas, providing portable 
restrooms, temporary fencing, storage containers, job site offices and trash 
collection for the construction, oilfield and special events markets.

 

PolyJohn Canada relocates service center
PolyJohn Canada moved and expanded its western region service 

center, located at 9889 54th St. SE Calgary, Alberta. The center is managed by 
Ted Hoover, PolyJohn Canada’s western region sales representative.

 

JOTS acquires Lovenberg’s 
Portable Toilet Rentals

Johnny on the Spot, Old Bridge, N.J., and its capital partners, Dubin 
Clark & Co. and Balance Point Capital Partners, acquired D. Lovenberg’s 
Portable Toilet Rentals of Andover, N.J. Owner Dustin Lovenberg purchased 
the business from his father, Bob, in 1998. Lovenberg provided portable 
sanitation rentals and services to municipalities, construction sites and 
special events in northern New Jersey and several counties in New York. 

Liquid Waste Industries owner 
Bill Brown passes away

Bill Brown, owner of Liquid Waste Industries, passed away Jan. 6 from 
injuries sustained in a car crash. He was 46. Survivors include his wife, Helen 

Clair Hawkins-Brown; daughters Annabel Taylor Rose 
and Grace Mary Margaret; and parents William Eugene 
and Mary Alice Brown.

“He was just your typical down-to-earth kind of 
person that you meet in our industry,” says Jeremy 
Hawkins, Brown’s brother-in-law and owner of www.blu-
john.com Portable Sanitation in Cumming, Ga. “He never 
met a stranger; everybody was a friend. He just had that 
way about him.”

 Located in Dallas, Ga., a suburb of Atlanta, Liquid Waste Industries 
provides parts and supplies for the portable restroom, septic and grease 
pumping industry. Brown’s wife will continue to run the business.

 “We will be at the Pumper Show [WWETT, booth 1414],” Hawkins says. 
“Helen will be in the booth along with her daughters. We would love to see 
Bill’s friends come by and say hello. We’re looking forward to growing the 
business.” ■
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Businesses

For Sale: Portable toilet business in Central 
Minnesota. 20+ years history, turnkey oper-
ation. Asking $1.2 million. Serious inquiries 
only. 320-587-0244  (T02)

Portable restroom business for sale, South-
eastern Pennsylvania. 40+ years in business 
with solid customer base. 500+ units. Seri-
ous inquiries only. 708-218-7653 (T02)

Portable Toilet Business for sale - Central 
NC. Turnkey operation. 500+ units, sinks, 
holding tanks, supplies, trucks and trailers. 
Great growth potential, established custom-
ers. $455,000 OBO. Serious inquiries only! 
portabletoilets4sale@gmail.com or 919-
548-7079 leave message. (T04)

PARADISE FOR SALE! Bee’s Honey Pots, 
Inc., portable toilet company established in 
1983 in the beautiful Florida Keys is for sale. 
Based on Big Pine Key, Bee’s is the oldest 
established and largest portable toilet com-
pany in the Keys. Sole owner and operator 
for the past 30+ years wants to go fishing! 
Interested? Call 305-872-2287. (P05)

Portable Toilet Business for sale - Central 
NC. Turnkey operation. 500+ units, sinks, 
holding tanks, supplies, trucks and trailers. 
Great growth potential, established custom-
ers. $455,000 OBO. Serious inquiries only! 
portabletoilets4sale@gmail.com or 919-
548-7079 leave message.  (P04)

COMPuTeR sOFTWARe

FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (T02)

PORTABLe ResTROOMs

We are interested in acquiring a portable 
toilet business with a strong customer base 
in Atlanta, GA. Please contact KK 678-462-
8459 email ladhani4u@yahoo.com  (T02)

PORTABLe ResTROOM
TRAiLeRs

2008 Williams Scotsman toilet trailer: 10’ x 
42’, a/c, heat. One side has four stalls, four 
urinals, four sinks. Other side has two stalls, 
two sinks. $15,500. 816-238-3000  (P02)

PORTABLe ResTROOM
TRuCks

1995 Isuzu NPR: Diesel, 5-speed manual, 
179,000 miles. Truck runs great and looks 
good. 1,000-gallon 700/300 steel tank in 
excellent condition. Two-unit carrier. $6,800. 
Can text pictures. 406-250-2312  (T02)

POsiTiOns AvAiLABLe

On Site companies has multiple employ-
ment opportunities available for our current 
branches and future expansion branches 
for key Management, Operations, and 
Sales positions. Contact hr@onsiteco.com 
or call 651-429-3781. Check us out at 
www.onsiteco.com (T03)

Nevada Johns LLC of Northern Nevada is 
looking for an operations manager. Mini-
mum 5 years industry experience required. 
Competitive pay & benefits available. 
Call 775-750-7608 for more information.  
 (T02)

PuMPs

Honda model WP40X, 8 hp, 4” with hoses.   
Honda 4 hp, 2” pump with hoses. The Cable 
Center: 800-257-7209. (CBM)

New, used and rebuilt vacuum pumps and 
tanks. Most major brands. Parts in stock. 
Quick turnaround. 20 years experience. 
866-735-7327 (P03)

Buy & Sell all makes and models, new & used 
vacuum pumps & high pressure water pumps, 
and good used replacement parts. Call for an 
inventory sheet and save. www.vacuum 
salesinc.com, (888) vAC-uniT (822-8648)
 (PBM)

Other Tow-Let models available
Units can be customized to meet your specifications

The Tow-Let
The Tow-Let is second to none in portable 

toilet trailers. Rugged, durable and affordable. 
Galvanized or painted. Standard with flushing 

toilet and interior/exterior LED lighting.

712/623-4007 n www.tow-let.com

Ask About This 
Month’s Special

TOWABLE TOILET CO.

HONDA  
4200 PSI JETTER

1.800.333.9274

.c
o

m

$1,399 Delivered

 Base Model  
$1,099

Water Cannon,  
Un contacto 
en Espanol: 

llama al: 

MARKETPLACE 
ADVERTISING

February 2015CLASSIFIED ADVERTISING

To advertise in PRO Marketplace call 1-800-994-7990
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