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 Could this have a negative impact on your business?
Probably not. While many more cities are ordering a few additional 

portable restrooms 
these days to serve 
high-traffic downtown 
areas and growing 
homeless populations, 
the vast majority of ur-
ban placements are for 
large numbers of units 
to serve special events. 
PROs in Portland may 
be losing a handful of restroom contracts due to 
the Loo, but it’s not significant enough to cause 
a concern. It appears the Portland Loo has a 
small, specialized market to serve.

 
Is there a way you can work with, not 

against this trend?
One of the downsides communities are finding with the Portland Loo is 

rising maintenance costs accrued for janitorial service. One news account in 
Portland stated the city was spending more than $14,000 per toilet per year 
for contracted cleaning services and a smaller amount for mechanical re-
pairs. Is this a reasonable amount? Would your restroom service technician 
be able to clean these units more cost-effectively? 

Granted, you wouldn’t need to flip the switch on your vacuum pump, 
but perhaps you offer to power wash and sanitize these units one stop 
on a commercial construction route. Your technicians certainly have the 
skills and equipment necessary to provide a quality cleaning service. And 
maybe servicing a handful of permanent sidewalk restrooms would open 
you up to other municipal contract opportunities for your own portable 
sanitation inventory.

 

Is this an opportunity to promote portable restrooms as a value 
proposition?

Most definitely. Let’s compare the costs between the Portland Loo and 
a standard portable restroom in a downtown location. Let’s say a city pays 
$100,000 for a Portland Loo, $14,000 in annual cleaning costs and $1,000 a 
year for repairs and upkeep. Depreciating the Loo over 10 years, the annual 
operating cost is $25,200 and the monthly cost is $2,100.

What do you charge for a portable restroom placement for a month? 
What would the bill be if you provide daily service to make sure the unit 
remains close to spotless? Could you offer multiple restrooms on the same 
site to prevent overuse and still stay under the budget? If the city frowns on 
a standard drop tank restroom, you can offer them service upgrade choices. 
How about a high-end flushing unit or a compact restroom trailer?  

There are other benefits for cities choosing a portable sanitation prod-
uct over a permanent unit: The Portland Loo is locked into one location. 
But a portable restroom can be moved as often as necessary to be where it’s 
needed most or it can be taken away at times when demand is low. If a Port-

land Loo suffers serious vandalism, the city could be stuck with significant 
repair costs and potential downtime. If a portable restroom is damaged, the 

PRO takes it away and brings in another the 
same day.

 
COMPLEMENTARY,
NOT COMPETITION
The Portland Loo is an impressive product. 

It’s durable and good-looking and would blend 
in well in many modern cities. The concept of 
an industrial-grade permanent sidewalk bath-
room may become popular and certainly has 
the potential to serve a good purpose. I would 
say the same for the portable sanitation prod-
ucts you provide. They are part of the answer to 
improved restroom facilities in urban areas of 
need.

Where products like the Portland Loo 
take off, I see ways for PROs to promote and 

integrate services and products that complement the permanent facilities. 
And by contrast, I would argue that selling the value and flexibility of 
portable restrooms over permanent bathrooms is easy. ■

If a Portland Loo suffers serious vandalism, the city 
could be stuck with significant repair costs and potential 
downtime. If a portable restroom is damaged, the PRO 
takes it away and brings in another the same day.

A contractor washes 
the exterior of 

a Portland Loo. 
Portable restroom 

operators could 
offer this service to 

communities that 
use these permanent 

bathrooms.

H ave you heard of the Portland Loo? 
If not and you work in and around a 
major metropolitan area, there is a 

chance you’ll see this slick urban stand-alone 
bathroom concept at some point, maybe in 
the not-too-distant future. The permanent 
sidewalk bathroom is the brainchild of a 
Portland, Ore., city commissioner who saw 
a similar solution to the need for public 
bathrooms in busy city centers while traveling 
in Europe.

A series of stainless steel panels shield 
the view of users from passers-by, while large 
vented areas allow air to pass through the 
spacious, single-head unit with a U-shaped 
floor plan. A roof protects users from rain. 
The metal walls are designed for easy clean-
ing and the concrete sidewalk is the floor of 
the unit.

The City of Portland worked with a fab-
ricator to build and place several of the so-
called Portland Loos in downtown areas over 
several years and then began marketing the 
concept to other cities. Units have been sold 
in waterfront districts from Alaska to San Di-
ego, and the company that manufactures them is continuing to market them 
to municipal buyers. They’ve recently had interest from Hawaii for what the 
Portland Environmental Services folks are jokingly calling a Honolulu Loo.

Portland Loos are not cheap. With a price tag of $90,000 to $110,000, 
the units require a significant municipal investment, putting them out of 
reach for many smaller communities that see, for example, significant tour-
ist trade and have a need for facilities during the busy season.

 
YOU AND THE LOO
So why am I writing about the Portland Loo concept in a magazine 

dedicated to “portable’’ sanitation providers? These are restroom facilities 
placed in a public place, but there is decidedly nothing portable about them. 
They are bolted into the cement and tied into the sewer system so they really 
don’t have a lot to do with you or your businesses. Or do they?

I argue that the Portland Loo and similar incarnations that may become 
a trend offer both challenges and opportunities to portable restroom opera-
tors who work in and around urban areas. Understanding the product and its 
potential long-term implications can help PROs better market their services.

So here are a few questions to ask yourself about the emergence of the 
Portland Loo and a few strategies to consider if one pops up in your hometown:

 
Is this a warm-climate phenomenon?
This seems like a logical conclusion, but it remains to be seen where 

interest will trend for facilities that are not climate controlled. With units 
already sold to communities in Alaska, maybe they’ll be popular in locations 
with short but busy summer seasons. Taking bang for the buck into con-
sideration, you’d think the California coast and places like Miami would be 
naturals for a permanent Loo that can be utilized all year.

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   
March 2015

The Portland Loo
A new Answer To Providing ouTdoor urbAn bAThroom fAciLiTies
mAy offer Pros chALLenges And oPPorTuniTies in The mArkeTPLAce

by Jim kneiszel

Left: The Portland Loo has a sleek 
design. On the front door, there is a 
framed area to allow for advertising. 
(Photos courtesy of the City of 
Portland and Madden Fabrication)
 
Below: The stainless steel interior 
allows for easy, frequent cleanings.

Right: The Portland 
Loo has a footprint 

of about 10 feet 
long and 6 feet wide 
with a rounded door 
on the front and an 

enclosed utility area 
in the back.
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remains close to spotless? Could you offer multiple restrooms on the same 
site to prevent overuse and still stay under the budget? If the city frowns on 
a standard drop tank restroom, you can offer them service upgrade choices. 
How about a high-end flushing unit or a compact restroom trailer?  

There are other benefits for cities choosing a portable sanitation prod-
uct over a permanent unit: The Portland Loo is locked into one location. 
But a portable restroom can be moved as often as necessary to be where it’s 
needed most or it can be taken away at times when demand is low. If a Port-

land Loo suffers serious vandalism, the city could be stuck with significant 
repair costs and potential downtime. If a portable restroom is damaged, the 

PRO takes it away and brings in another the 
same day.

 
COMPLEMENTARY,
NOT COMPETITION
The Portland Loo is an impressive product. 

It’s durable and good-looking and would blend 
in well in many modern cities. The concept of 
an industrial-grade permanent sidewalk bath-
room may become popular and certainly has 
the potential to serve a good purpose. I would 
say the same for the portable sanitation prod-
ucts you provide. They are part of the answer to 
improved restroom facilities in urban areas of 
need.

Where products like the Portland Loo 
take off, I see ways for PROs to promote and 

integrate services and products that complement the permanent facilities. 
And by contrast, I would argue that selling the value and flexibility of 
portable restrooms over permanent bathrooms is easy. ■

If a Portland Loo suffers serious vandalism, the city 
could be stuck with significant repair costs and potential 
downtime. If a portable restroom is damaged, the PRO 
takes it away and brings in another the same day.

A contractor washes 
the exterior of 

a Portland Loo. 
Portable restroom 

operators could 
offer this service to 

communities that 
use these permanent 

bathrooms.

H ave you heard of the Portland Loo? 
If not and you work in and around a 
major metropolitan area, there is a 

chance you’ll see this slick urban stand-alone 
bathroom concept at some point, maybe in 
the not-too-distant future. The permanent 
sidewalk bathroom is the brainchild of a 
Portland, Ore., city commissioner who saw 
a similar solution to the need for public 
bathrooms in busy city centers while traveling 
in Europe.

A series of stainless steel panels shield 
the view of users from passers-by, while large 
vented areas allow air to pass through the 
spacious, single-head unit with a U-shaped 
floor plan. A roof protects users from rain. 
The metal walls are designed for easy clean-
ing and the concrete sidewalk is the floor of 
the unit.

The City of Portland worked with a fab-
ricator to build and place several of the so-
called Portland Loos in downtown areas over 
several years and then began marketing the 
concept to other cities. Units have been sold 
in waterfront districts from Alaska to San Di-
ego, and the company that manufactures them is continuing to market them 
to municipal buyers. They’ve recently had interest from Hawaii for what the 
Portland Environmental Services folks are jokingly calling a Honolulu Loo.

Portland Loos are not cheap. With a price tag of $90,000 to $110,000, 
the units require a significant municipal investment, putting them out of 
reach for many smaller communities that see, for example, significant tour-
ist trade and have a need for facilities during the busy season.

 
YOU AND THE LOO
So why am I writing about the Portland Loo concept in a magazine 

dedicated to “portable’’ sanitation providers? These are restroom facilities 
placed in a public place, but there is decidedly nothing portable about them. 
They are bolted into the cement and tied into the sewer system so they really 
don’t have a lot to do with you or your businesses. Or do they?

I argue that the Portland Loo and similar incarnations that may become 
a trend offer both challenges and opportunities to portable restroom opera-
tors who work in and around urban areas. Understanding the product and its 
potential long-term implications can help PROs better market their services.

So here are a few questions to ask yourself about the emergence of the 
Portland Loo and a few strategies to consider if one pops up in your hometown:

 
Is this a warm-climate phenomenon?
This seems like a logical conclusion, but it remains to be seen where 

interest will trend for facilities that are not climate controlled. With units 
already sold to communities in Alaska, maybe they’ll be popular in locations 
with short but busy summer seasons. Taking bang for the buck into con-
sideration, you’d think the California coast and places like Miami would be 
naturals for a permanent Loo that can be utilized all year.

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   
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The Portland Loo
A new Answer To Providing ouTdoor urbAn bAThroom fAciLiTies
mAy offer Pros chALLenges And oPPorTuniTies in The mArkeTPLAce

by Jim kneiszel

Left: The Portland Loo has a sleek 
design. On the front door, there is a 
framed area to allow for advertising. 
(Photos courtesy of the City of 
Portland and Madden Fabrication)
 
Below: The stainless steel interior 
allows for easy, frequent cleanings.

Right: The Portland 
Loo has a footprint 

of about 10 feet 
long and 6 feet wide 
with a rounded door 
on the front and an 

enclosed utility area 
in the back.
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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.

S pending a few days away from home at the Water & Wastewater 
Equipment, Treatment & Transport (WWETT) Show can make a 
big difference in the day-to-day operation of your company all year. 

While you’re busy catching up on what you missed while in Indy, take time 
to consider all the ways you benefited from the experience. Ask yourself 
these questions and you’ll no doubt find the answers point to doing it all 
again next year.

 
DiD you learn anything?

If you attended any Education Day seminars, then the time away from 
your business was most certainly worth it. The goal of these seminars is to 
help improve your technical performance, customer service, employee 
development, and overall quality of life for you and your company. Many 
states approve specified sessions within the educational program for your 
required continuing education units or professional development hours. If 
that applies to you, not only did you learn something, you fulfilled a require-
ment while being uninterrupted by the daily grind of running a business.

Even if you didn’t attend Education Day, you probably still learned plen-
ty at the event. With 500,000 square feet of exhibit space filled by more than 
500 exhibitors, odds are good you saw new and potentially helpful products 
for your business. Or maybe you got a firsthand understanding of a product or 
technology you didn’t understand previously. Some people are visual learn-
ers and seeing the exhibits is an education in itself. Others are verbal learners 
and take advantage of having the product experts on hand in the booths.

 
DiD you buy anything?

Maybe you learned so much about a product or technology that you 
bought it right at the show. That’s the case for 81 percent of attendees who 
report making a purchase or firming up a purchase decision because of what 
they saw at WWETT. Or maybe the information you gained prompted you 
to plan for a new equipment purchase later in the year. Meeting in-person 
with expert representatives from companies is a valuable benefit of attend-
ing a trade show. And, yes, sometimes vendors offer special “show prices” 
or discounts.

 
DiD you meet anyone?

Maybe you met the editor of PRO. Maybe you met the person you’ve 
been talking to on the phone for years when you called a supplier. It’s nice 
to put a face with a name and a business card in your pocket. Maybe six 
months from now you’ll remember that Clem from Columbus was dealing 
with the same issue you’re dealing with. You’ll dig up his card or search your 
phone for the contact info you scanned in at the show and dial. Sure, he 
remembers you and he would be glad to share how things turned out for 

him in this situation in order to help you deal with your problem. You never 
know when “who you know” is going to come in handy.

 
DiD you gain anything intangible?

When you work in an industry viewed by some as a “dirty job,” attending 
a trade show can be a huge ego boost. Did you take any employees or family 
members to the show for the first time, and were they amazed? It can be fun 
to see a person suddenly “get” how big and important your industry is. That 
newfound industry pride translates into pride in a job well done upon re-
turning home. Instead of having to endure potty jokes from some folks back 
home, the businesses around the Indiana Convention Center treated you 
with immense respect. And there’s just something about networking with 
fellow contractors that refreshes one’s enthusiasm for the industry.

 
DiD you boost your street creD?

Another intangible gained from attending a trade show is an air of 
professionalism. Customers who called when you were gone and were in-
formed that you were at the show probably came away thinking, “Wow, he 
really takes his business seriously. He’s a real professional.” Some PROs get 
even more mileage out of the trip to Indy by sending a brief press release 
about it to the local paper’s business section sharing the news that a local 
company owner attended a major national trade show. Posting to social me-
dia about the show can also get the word out.

 
DiD you solve a problem?

Being in a room full of people who do what you do means there’s a 
great wealth of knowledge to tap into. Sure, Education Day seminars and 
exhibitors are great sources of information, but so are the PROs you met at 
breakfast, in the hotel lobby or on the exhibit floor. Part of that “we’re all in 
this together” mentality is a willingness to share experiences and help fellow 
PROs solve problems. With 13,000 people from 45 countries in attendance at 
WWETT, countless problems are solved each year. Maybe even yours.

 
DiD you have any fun?

Attending a trade show isn’t all about work. It’s about relaxing at the 
end of the day with peers and toasting the industry that brought you togeth-
er. It’s about sharing stories and having a laugh with people who understand 
you and what you do. That’s why the WWETT Show agenda always includes 
the Industry Appreciation Party with beverages and live music. If you go to 
the show every year, you’ll find you really look forward to seeing some of 
the same people every year. It’s always fun to reconnect with friends you’ve 
made in the industry, and make some new friends each year too. So mark 
your calendar for the 2016 show … because your friends will be there! ■

Now that you’re ‘back at the office’ after atteNdiNg the wwett Show, 
it’S time to reflect oN what you learNed aNd put it iNto actioN

by Judy kneiszel

the wwett Show afterglow

BACK at the OFFICE   
March 2015
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“The very day we found out we’d have to move our shop, somebody 
came through the door and said, ‘Do you want to buy Buck’s back?’ It 
was really a door closing, door opening, all in the same day.” They quickly 
jumped at the chance.

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

 

Making connections

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

 

the Main event

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

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

 

By the nuMBers

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

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

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

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

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

(continued)

the teaM

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

 

coMpany history

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

(continued)

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

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

tHe JoB: Oregon Jamboree
locAtIoN: Sweet Home, Ore.
tHe PRo: Buck’s Sanitary Service

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

 Let’s roLL

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

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

 

keepin’ it cLean

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

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

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

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

 

saMe But different

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

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

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

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

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

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

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

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

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

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

MORE INFO

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

^^^ Satellite Industries Tufway restrooms are lined up and ready to go before the 
Oregon Jamboree, complete with lighting strung in the front of the units.
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Nashville’s Brandon 
McNeely brings special 
events expertise to country 
stars, backyard parties
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W hen Brandon McNeely graduated college about 
eight years ago, he couldn’t see himself working in 
an offi  ce-cubicle environment, even though he had 

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 
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Working for singer Ronnie Dunn, 
Brandon McNeely recognized a need 
for portable sanitation at upscale 
parties. So he started PoshPrivy, 
where this compact Comforts of Home 
restroom trailer is a popular offering.
(Photos by Patrick Durkin)

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

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

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

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

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

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

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

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

In fall 2012, McNeely added “The Plush,” an Alpha Mobile Solutions 
Signature Series 3 featuring two private women’s rooms and one room 
for men. It comes with a 500-gallon internal waste tank and 125-gallon 
freshwater tank. Each restroom features amenities including vessel sinks, 
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Brandon McNeely wants people to be talking 
about PoshPrivy’s restroom trailers the minute they 
walk out the door, no matter who they are and what 
the event. After all, people wearing wedding gowns, 
tuxedos and fine footwear expect five-star restroom 
accommodations.

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

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

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

 
TARGETING CUSTOMERS

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

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

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

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

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

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

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

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

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

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

Rich Specialty Trailers
260/593-2279
www.richrestrooms.com
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“If people can’t find you quickly with Google, you don’t exist. 
And once they find you, your website must instantly project 
your brand and what you’re all about. You don’t have to say 
much, but you have to say it right.”

Brandon Mcneely

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

^^^ McNeely runs a power cord to his Porta Pal unit from 
Rich Restrooms. Music City customers organizing backyard 
weddings and special events want a lot of amenities when 
shopping for portable sanitation units.
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floating vanities, Corian countertops, stereo, 
ceramic floors and flatscreen TVs.

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

 
TARGETING CUSTOMERS

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

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

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

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

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

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

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

After all, the more McNeely does to make his portable restrooms 
pleasing, and perhaps even memorable, the greater the chance he’ll never 
have to work from the confines of an office cubicle. ■
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“If people can’t find you quickly with Google, you don’t exist. 
And once they find you, your website must instantly project 
your brand and what you’re all about. You don’t have to say 
much, but you have to say it right.”

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

his message by word-of-mouth.
“I started going around to party-tent rental companies because our 

business is mostly geared toward outdoor 
events,” McNeely says. “Probably 70 percent 
of our business (has been) from their 
referrals.”

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

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

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

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

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

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

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

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

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

After all, the more McNeely does to make his portable restrooms 
pleasing, and perhaps even memorable, the greater the chance he’ll never 
have to work from the confines of an office cubicle. 
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^^^ McNeely adjusts the 
wastewater outlet valve on one
of his restroom trailers.

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

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

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

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

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

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

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

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

In fall 2012, McNeely added “The Plush,” an Alpha Mobile Solutions 
Signature Series 3 featuring two private women’s rooms and one room 
for men. It comes with a 500-gallon internal waste tank and 125-gallon 
freshwater tank. Each restroom features amenities including vessel sinks, 
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Brandon McNeely wants people to be talking 
about PoshPrivy’s restroom trailers the minute they 
walk out the door, no matter who they are and what 
the event. After all, people wearing wedding gowns, 
tuxedos and fine footwear expect five-star restroom 
accommodations.

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

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

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

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

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

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

COVER STORY

F I L E

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 
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Nashville saw the potential for restroom 
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Working for singer Ronnie Dunn, 
Brandon McNeely recognized a need 
for portable sanitation at upscale 
parties. So he started PoshPrivy, 
where this compact Comforts of Home 
restroom trailer is a popular offering.
(Photos by Patrick Durkin)
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about a specialty restroom service company in an online news story. The 
concept of renting posh privies for business, family or formal affairs might 
offer everything he desired: independence, flexible hours, fun and exciting 
events, a service that won’t fade away, and weekend work that allows him to 
keep the “day job” he loves.

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

OUTDOOR EVENTS

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

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

COVER STORY

F I L E

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

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

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

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

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

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

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

MOJOMOJOMOJO
Music CityMusic CityMusic CityMusic CityMusic City

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

PoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivy Nashville, Tenn.
★★
Tennessee

(continued)(continued)

May 2013
www.promonthly.com

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

PORTABLE RESTROOM OPERATOR

TM

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

Page 10

MOJOMOJO
Music City

Cleanliness is critical for PROs who serve 
ResultsResultsResults

Producing



12        March 2015        Portable Restroom Operator

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.

COVER STORY

F I L E

W hen the portable sanitation company Ryan Pierce worked for 
was sold to a new owner, he was faced with the decision of 
staying put and signing a noncompete contract or moving on. 

He walked away and later decided to strike out on his own by forming a 
new company, Lone Star Latrine.

Pierce started the Austin, Texas-based company on a shoestring 
budget but quickly built it to the enviable position where a larger 
company took notice. After three years and growing to employ a staff of 
17, Pierce sold Lone Star last September to regional trash-hauler Texas 
Disposal Systems. Today, Pierce remains at the helm of the portable 
sanitation arm of the larger company as green events manager.

Pierce’s story is a study in personal sacrifice and risk-taking; he 
cashed in a 401k retirement account and moved out of his home and 
into a work trailer to save money. Then he marketed his skills, built 
a corporate image campaign and started building equipment and 
running routes.

Determination pays off for Texas contractor 
Ryan Pierce, who goes from startup to spinoff 
in three years and stays on to manage the 
company he built  By Betty DageforDe

(continued)

Built 
from 
Scratch

Owner: Texas Disposal Systems

Founded: 2011

Employees: 17

Service Area: 50-mile radius of Austin

Services: Portable sanitation, septic and grease 
pumping, fencing, roll-off containers, RV and trash 
management services

Website: www.lonestarlatrine.com

Lone Star Latrine 
austin, texas

texas

H

Ryan Pierce supervises the setup of a load of 
PolyPortables restrooms at a running event in Austin, 
Texas. Several of the delivery trailers were built in-
house with a rail system designed to eliminate the 
need to strap down units. (Photos by Jimmy Alford)
 
Below: Pierce, far right, is shown at an event location 
with crew members, from left, Raul Palomino, Ross 
Obenhaus and Josh Williams.
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All 304 Stainless Steel

Best Enterprises, enjoyed seeing all 
our friends and loyal customers at 
the WWETT show. We hope every-

one made their  journey back home 
safely and will have a prosperous 
year. Please remember for all your 

Pumping and Troubleshooting 
needs, call BEST.   

Gayle Humphries, President/Owner. 

BEST  ENTERPRISES, INC.

Best Enterprises, Inc.
Located in Cabot, Arkansas  

501-988-1905   800-288-2378  
www.bestenterprises.net  

www.youtube.com/bestentinc

Building quality Stainless Steel Tanks since 1972

“New Years”  
STOCK Slide-ins  

on Sale.

Thanks for 
Visiting Us

Would-be PROs preparing 
to take the plunge with their 
own businesses – or contractors 
considering a major expansion 
push – can take away a few lessons 
from Pierce’s business journey: Have 
confidence in your abilities and be 
prepared to work real hard.

 
BEST FOOT FORWARD

After leaving his former job, 
Pierce still had relationships in and a 
passion for the portable sanitation industry. He talked to family members 
about his feelings. 

“Over a conversation at dinner one night with my sister and brother-in-
law, I mentioned to them it would be really neat to get back into the toilet 
business, that I could hit the ground running,” he says. “They absolutely 100 
percent said, ‘Let’s go.’”

To fund the operation, family members made an investment in 
exchange for part ownership (25 percent each) of the company. Pierce 
tapped his retirement money and took out a small-business loan. He bought 
a 2006 International vacuum truck outfitted by Best Enterprises Inc. with a 
1,100-gallon waste/400-gallon freshwater stainless steel tank, leased a 3.5-
acre property and put an office trailer on it. Then he rented out his house 

and moved into the trailer for 
eight months to save money.

It was October 2011 
and he immediately landed 
an event for the following 
February – the Austin 
Marathon – which required 
360 units. He worked with 
PolyPortables LLC to spread 
out three deliveries of 120 
unassembled Integra units. 
By the time the marathon 
came around, he already had 
150 units out on routes and 
had to order another load.

Pierce was getting up at 
4 a.m. to run routes, selling during the day and doing book work at night. 
Family and friends helped assemble units, and he hired a yard worker and 
someone to help with sales and marketing.

 
EQUIPMENT CORNER

Growth came quickly. “We grew so fast I was constantly having to go 
out and find more route drivers and more office help,” Pierce says. Increased 
demand also meant buying more equipment.

The inventory now includes more than 2,000 portable restrooms, 
including 1,000 Satellite Industries Maxim 3000 units, 35 PolyPortables 

(continued)

“We have fun with it. 
And we encourage 

people on our 
Facebook page, if 

you see us at an 
event, take a picture 

with our toilets.”

ryan Pierce

Right: Ryan Pierce is shown at an 
event location with one of Lone Star 

Latrine’s newest vacuum trucks 
from Satellite Industries.

 
Below: Technicians Ross Obenhaus 

and Raul Palomino load restrooms 
at the Lone Star Latrine yard.

Left: Technician Ross 
Obenhaus looks over a 
restroom during placement 
at a special event.
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wheelchair-accessible and ADA-compliant units, 25 PolyPortables hand-
wash stations and 22 PolyJohn Enterprises high-rise units. To serve high-
end customers, Lone Star purchased two Forest River restroom trailers (a 
three-stall and a 10-stall), and six Porta-Lisa model restroom trailers and an 
eight-stall shower trailer from JAG Mobile Solutions.

The company added a 2013 Hino outfitted with a Southwest Products 
1,100-gallon waste/400-gallon freshwater steel tank; two 2007 Internationals 
outfitted by Progress Tank with 1,500-gallon waste/500-gallon freshwater 
aluminum tanks; and two 2013 Peterbilt trucks from Satellite Industries 
with 1,400-gallon waste/400-gallon freshwater steel tanks. All of these trucks 
have Masport pumps.

The company purchased a 2009 International from National Truck 
Center with a 2,500-gallon steel tank and a Masport pump and started 
pumping septic tanks and grease traps, and then a 2004 Mack when Lone 
Star added roll-off containers. Along the way Lone Star added two Dodge 
3500 duallys, a Ford F-350 flatbed with a lift gate and a GMC Sierra 2500HD.

Lone Star uses RouteOptix Inc. management software. Every truck 
is equipped with a Samsung Galaxy Note tablet mounted on the dash, 
enabling drivers to see the route, communicate with the office and check 
off or add stops.

 
PROMOTION, PUBLICITY AND IMAGE

During the period of growth, Pierce marketed the business through 
memberships in various organizations – Homebuilders Association, 
Association of General Contractors, and Austin Young Chamber. The 
company is also active on social media. He also got good exposure for the 

company by managing to snap a few photos of celebrities visiting Austin and 
caught with his restrooms in the background – Jimmy Kimmel, Jesse James 
and Dierks Bentley – all of which he posted on Facebook. “We have fun with 

it,” he says. “And we encourage people 
on our Facebook page, if you see us 
at an event, take a picture with our 
toilets.”

Wanting to be environmentally 
conscious, the company uses 
formaldehyde-free products from 
PolyPortables and recycled bathroom 
tissue. This also gives them a marketing 
edge at certain construction sites.

“It’s allowed us to present to the 
customer if they have a LEED project 
[an energy and environmental design 
rating from the U.S. Green Building 
Council],’’ he explains. They have a 
similar program locally, Austin Energy 
Building, where contractors see 

benefits for using subcontractors who mirror their green initiatives. 
A professional appearance is important to Pierce. Working with a 

designer, he developed a logo for the company. He also had a specific look 
in mind for uniforms. “I use Dickies shirts [Williamson-Dickie Mfg. Co.]. On 
the left shoulder is a patch of the state of Texas, on the right shoulder is a 
patch of the United States and then I have our logo and employee name on 
the shirt.”

 
LOOKING FOR WORK

Today the company’s portable restroom business mix is about 80 percent 
construction and 20 percent events. But Pierce has looked 
for different niches. He partnered with the film industry, 
for example, which is popular in Austin. “We do lots of work 
for Paramount Pictures and NBC,” he says. “We provide air-
conditioned restroom trailers, portable restrooms, cast trailer 
pumping.” Another is food vendor trailers. Pierce says there 
are about 1,300 in the city and Lone Star hauls graywater for 
600 vendors.

He has also started providing adjunct services at events, 
for example RV management. “We get everybody parked 
in their spot, make sure they’re taken care of, they’ve got 
electricity,” he says. They’ve handled as many as 1,500 
campers at one venue. 

At other events where he was bringing in portable 
restrooms, he also began using attendants to keep the 

grounds clean, remove bagged trash, and stock and clean restrooms and 
trailers. Team members are identified and work safely with high-visibility 
fluorescent shirts.

Another service Lone Star provides is disaster relief. “We are on the list 
to shoot down to the Gulf if a natural disaster hits,” he says. Lone Star also has 
a service technician temporarily stationed in Brownsville, Texas, to provide 
units along a 100-mile stretch of border patrol areas, servicing them daily.

 
PUZZLES, NOT PROBLEMS

Pierce enjoys a portable sanitation challenge. For example, when some 
of his customers needed freshwater systems, he created his own solution. 
“We took 350-gallon totes, mounted a pump system on the side and built a 
freshwater system for some construction trailers that may not have access to 
on-site water,” he says.

Repurposed equipment 
is a big hit

 Ryan Pierce, of Lone Star 
Latrine in Austin, Texas, strives 
to come up with innovative 
ideas to build efficiency for the 
company’s front-line crew or 
improve service for customers. 
Sometimes that means using 
his imagination and building 
something that attracts a lot of 
attention. 

One idea was for a restroom 
trailer. “Austin is such a vintage 
town,” he says. “I just saw a 
need for a very cool trailer.” He 
took a 1973 31-foot Airstream 
camping trailer and turned it 
into a nine-stall air-conditioned 
restroom trailer. He calls the popular unit the “Stream Latrine.”

On another occasion when a customer asked if he had anything 
bigger than a four-person hand-wash station, he immediately told the guy 
he could build one. He paid $250 for a horse trailer, put graywater and 
freshwater tanks and a pump system inside the unit, and created a trough 
system around the perimeter which accommodates 25 people on a side.

“I’m always trying to think outside the box and be unique and 
different in this business,” Pierce says.

Ryan Pierce repurposed an old 
Airstream camper into a retro restroom 
trailer. It was such a big hit, he 
acquired this Airstream trailer for his 
second renovation project.

“I use Dickies shirts 
[Williamson-Dickie 
Mfg. Co.]. On the left 
shoulder is a patch of 
the state of Texas, on 
the right shoulder is 
a patch of the United 
States and then I 
have our logo and 
employee name on 
the shirt.”

ryan Pierce

In addition to two restroom transport trailers from Bragg Trailers and 
three other flatbeds, Pierce and his father built four more. “We’re doing so 
many events where we’re on streets with road closures, I wanted to be able to 
load from the side as quickly as possible,” he says. “So we built a rail system 
that locks the toilets in place when you close the rail and you don’t have to 
strap them down.” They also custom fabricated a trailer that accommodates 
five wheelchair-accessible/ADA-compliant units.

His solution to requests for gender-specific restrooms is to stock red 
women-only units that now account for 30 percent of Lone Star’s inventory. 
“They’ve really taken off,” he says. “I have hand sanitizers mounted inside 
all the units, shelves, purse hooks, optional lights and they do not have a 
urinal.” They went with red instead of pink to be different and to match the 
blue and red colors of the company logo. Unisex units are blue.

Lone Star is addressing a need for diaper-changing stations at events. 
“I took three wheelchair units and opened up two ends, so you can walk 
in either way,” he says. Inside a hand sanitizer, trash box, shelf and baby-
changing bench with pad were added.

 
HANDS-ON APPROACH           

Lone Star has outgrown the small trailer Pierce lived in while getting 
the business off the ground. After selling the business and staying on as 
an employee, he plans to keep his hands in everything to some degree, 
whether it’s posting to Facebook, assembling units or being the first to drive 
a new truck.

He doesn’t often clean units anymore but won’t hesitate if needed. “We 
got ourselves in a bind and I was short a driver,” he says. “I got on what I call 
my ‘git dirty’ clothes, went out and started servicing equipment. And I’ve got 
to tell you, it was a lot of fun.” ■

Best Enterprises, Inc.
800/288-2378
www.bestenterprises.net
(See ad page 15)

Ford Commercial Vehicles
313/322-3000
www.ford.com

Forest River, Inc.
574/266-7520
www.forestriverinc.com/restroomtrailers

GMC
800/462-8782
www.gmc.com

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

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

JAG Mobile Solutions, Inc.
800/815-2557
www.jagmobilesolutions.com

Masport, Inc.
800/228-4510
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National Truck Center
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(See ad page 40)
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www.progresstank.com

RouteOptix Inc.
866/926-7849
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Satellite Industries
800/328-3332
www.satelliteindustries.com
(See ad page 29)

Southwest Products
602/269-2306
www.southwestproducts.com

Williamson-Dickie Mfg. Co.
www.williamsondickie.com
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trailer. “Austin is such a vintage 
town,” he says. “I just saw a 
need for a very cool trailer.” He 
took a 1973 31-foot Airstream 
camping trailer and turned it 
into a nine-stall air-conditioned 
restroom trailer. He calls the popular unit the “Stream Latrine.”

On another occasion when a customer asked if he had anything 
bigger than a four-person hand-wash station, he immediately told the guy 
he could build one. He paid $250 for a horse trailer, put graywater and 
freshwater tanks and a pump system inside the unit, and created a trough 
system around the perimeter which accommodates 25 people on a side.

“I’m always trying to think outside the box and be unique and 
different in this business,” Pierce says.

Ryan Pierce repurposed an old 
Airstream camper into a retro restroom 
trailer. It was such a big hit, he 
acquired this Airstream trailer for his 
second renovation project.

“I use Dickies shirts 
[Williamson-Dickie 
Mfg. Co.]. On the left 
shoulder is a patch of 
the state of Texas, on 
the right shoulder is 
a patch of the United 
States and then I 
have our logo and 
employee name on 
the shirt.”

ryan Pierce

In addition to two restroom transport trailers from Bragg Trailers and 
three other flatbeds, Pierce and his father built four more. “We’re doing so 
many events where we’re on streets with road closures, I wanted to be able to 
load from the side as quickly as possible,” he says. “So we built a rail system 
that locks the toilets in place when you close the rail and you don’t have to 
strap them down.” They also custom fabricated a trailer that accommodates 
five wheelchair-accessible/ADA-compliant units.

His solution to requests for gender-specific restrooms is to stock red 
women-only units that now account for 30 percent of Lone Star’s inventory. 
“They’ve really taken off,” he says. “I have hand sanitizers mounted inside 
all the units, shelves, purse hooks, optional lights and they do not have a 
urinal.” They went with red instead of pink to be different and to match the 
blue and red colors of the company logo. Unisex units are blue.

Lone Star is addressing a need for diaper-changing stations at events. 
“I took three wheelchair units and opened up two ends, so you can walk 
in either way,” he says. Inside a hand sanitizer, trash box, shelf and baby-
changing bench with pad were added.

 
HANDS-ON APPROACH           

Lone Star has outgrown the small trailer Pierce lived in while getting 
the business off the ground. After selling the business and staying on as 
an employee, he plans to keep his hands in everything to some degree, 
whether it’s posting to Facebook, assembling units or being the first to drive 
a new truck.

He doesn’t often clean units anymore but won’t hesitate if needed. “We 
got ourselves in a bind and I was short a driver,” he says. “I got on what I call 
my ‘git dirty’ clothes, went out and started servicing equipment. And I’ve got 
to tell you, it was a lot of fun.” ■
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tween the ribs of the belt. Manufacturers Gates and Goodyear offer such 
hand-held devices that can be used with the belt on or off the engine.

The Gates Belt Wear Gauge has a “pin” or strip of plastic that sits above 
the ribs on a good belt. A finger hole at the end of the gauge enables the user 
to place the pin into a straight section of the belt and feel if it’s above or be-

low the rib. The gauge can also be used 
to check individual ribs. Changes in 
depth indicate misalignment or other 
problems.

Gates also offers a free PIC Gauge 
app that takes a picture of the grooves 
and evaluates the belt – green is good.

Goodyear’s GatorGauge by Vey-
ance Technologies offers three ways to 
inspect belts for wear. The first method 
works much like the Gates gauge. At 
the lower right are four small pins that 
fit into the grooves of the belt. Light be-
tween the gauge and the valley of the 
belt indicates the belt is in good condi-
tion. No light means the belt is worn 
and replacement is recommended.

A 2-inch window in the Gator-
Gauge is designed for measuring rib 

wear. If two or more cracks appear in the window, it might be time to replace 
the belt. Other signs of wear include two cracks side by side in the same rib, 
belt chunking and cracks along the width of the belt.

A third measure of belt wear uses the 
slotted thickness indicator at the top left of 

the GatorGauge. If the belt slides into the 
slot, it’s time for replacement.

 
MISALIGNMENT A FACTOR?

Another way to tell if your belt needs 
replacing is visual inspection. Larry Gorski, 
a technician with Mid-State International 
Trucks of Wisconsin in Wausau, Wis., says 

he looks for pieces of missing rubber and abrasion. “If it gets off the pulley it 
will fray one of the edges,” he says.

Misalignment typically indicates internal components of the tensioner 
have failed and the assembly needs to be replaced.

Belt-tensioning systems are most often used on vehicles with a single 
serpentine belt. Since 2004, manufacturers have been designing self-ten-
sioning EPDM belts for select vehicles. 

Stretch Fit (Gates) and Stretch Belts (Goodyear) maintain constant 
belt tension without a mechanical tensioner. Tensile cord inside the EPDM 
belt is designed to elongate and stretch. Once installed, the belt recovers its 
shape to maintain proper tension. Self-tensioning belts are slightly shorter 
than standard EPDM belts and cannot be interchanged. Self-tensioning 
belts also should not be reused.  ■

“Typically a worn 
belt is slipping. 

That either means 
the belt has run its 

course or you’ve got 
misalignment issues; 

you’ve got an idler 
bearing going out or 
a tensioner bearing 

going out or some 
other bearing going 

out on the drive.”

mark Lein

right: The GatorGauge tool 
offers three ways to inspect 
for belt wear. (Photo courtesy 
Veyance Technologies)

below: Gates Belt Wear Gauge. 
(Photo courtesy Gates Corp.)

A missing rib indicates 
it’s time for a new belt. 
(Photo courtesy Goodyear 
Engineered Products)

Worn backing means 
this belt has reached the 
end of its service life. 
(Photo courtesy Goodyear 
Engineered Products)

W hen is the last time you checked the drive belt in your trucks for 
signs of wear? And what should you look for?

If your vehicle is less than 20 years old, it likely is equipped 
with an EPDM (ethylene propylene diene monomer) synthetic rubber belt. 
Mark Lein, project development engineer at Goodyear Engineered Prod-
ucts, says EPDM belts were installed by original equipment manufacturers 
in the late 1990s and introduced to the replacement market in 2002.

Prior to that, most vehicles had neoprene belts. Neoprene had a life ex-
pectancy of approximately 50,000 to 60,000 miles. They also cracked and lost 
chunks of rubber as they wore.

 
CRACKS ARE RARE

Old-timers might recall the “three cracks in 3 inches” rule-of-thumb for 
replacing such belts. If you have a neoprene belt on your equipment, be sure 
to check it regularly for signs of wear, as well as for grease and oil that can 
reduce service life.

The advantage EPDM belts 
have over neoprene is they rarely 
crack, even after 100,000 miles. 
As EPDM belts age, they gradu-
ally lose rubber – like tires on your 
truck. “With neoprene, you typi-
cally had cracks before that hap-
pened,” Lein says. “Now the belt 
actually is wearing away.”

Loss of belt rubber can cause 
noise and vibration, often signs of 
a more serious problem.

“If the belt’s worn, if it’s 
making noise, there’s something 
wrong with the drive,” Lein says. 
“Typically a worn belt is slipping. 
That either means the belt has run its course or you’ve got misalignment is-
sues; you’ve got an idler bearing going out or a tensioner bearing going out 
or some other bearing going out on the drive.”

Lein says the main cause of belt failure is improper tension. “If any-
thing needs to be taught to the individual installer and even the shops, it’s 
that proper manufacturer tension is recommended,” he says. “And when 
you ignore that, you have issues. Proper installation is critical on any belt 
application.”

James McGarity, ABDS product manager at Gates Corp., recommends 
checking belts for wear whenever you do repairs, especially after 60,000 

miles for on-road vehicles. “The actual O.E. manuals 
state to start checking at 30,000 miles,” he says. “But if 
you’re working and have it off, it’s best to check to make 
sure you have the correct amount of material so you’re 
getting traction on the grooves of the belt.”

 
REGULAR CHECKUPS

A good time to evaluate belt wear is when your vehicle is in the shop 
having the water pump, alternator or other component repaired, especially 
if the vehicle is up in age. The average price for a Gates EPDM belt is $63, 
while a new belt and labor can run $80 or $90.

McGarity says as little as 5 percent of material wear can cause loss of 
tension, affecting the overall performance of components and leading to 
failure. Be sure to follow your operator’s manual for off-road equipment. 
John Deere recommends checking belt tension every 50 hours.

The easiest way to check for material loss is to use a gauge that fits be-

IN THE GARAGE
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Above: Properly performing belts should be free of abrasion. 
(Photo by Ed Wodalski)

Left: Today’s serpentine drive belts are made of EPDM 
synthetic rubber that wears much like a truck tire. 
(Photo by Ed Wodalski)

With more resiLient mAteriALs And grippier designs, your truck’s drive beLts Are LAsting 
Longer And performing better. but they stiLL require routine inspection And repLAcement.

rising standards for belt Wear

by ed Wodalski
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The Gates Belt Wear Gauge has a “pin” or strip of plastic that sits above 
the ribs on a good belt. A finger hole at the end of the gauge enables the user 
to place the pin into a straight section of the belt and feel if it’s above or be-

low the rib. The gauge can also be used 
to check individual ribs. Changes in 
depth indicate misalignment or other 
problems.

Gates also offers a free PIC Gauge 
app that takes a picture of the grooves 
and evaluates the belt – green is good.

Goodyear’s GatorGauge by Vey-
ance Technologies offers three ways to 
inspect belts for wear. The first method 
works much like the Gates gauge. At 
the lower right are four small pins that 
fit into the grooves of the belt. Light be-
tween the gauge and the valley of the 
belt indicates the belt is in good condi-
tion. No light means the belt is worn 
and replacement is recommended.

A 2-inch window in the Gator-
Gauge is designed for measuring rib 

wear. If two or more cracks appear in the window, it might be time to replace 
the belt. Other signs of wear include two cracks side by side in the same rib, 
belt chunking and cracks along the width of the belt.

A third measure of belt wear uses the 
slotted thickness indicator at the top left of 

the GatorGauge. If the belt slides into the 
slot, it’s time for replacement.

 
MISALIGNMENT A FACTOR?

Another way to tell if your belt needs 
replacing is visual inspection. Larry Gorski, 
a technician with Mid-State International 
Trucks of Wisconsin in Wausau, Wis., says 

he looks for pieces of missing rubber and abrasion. “If it gets off the pulley it 
will fray one of the edges,” he says.

Misalignment typically indicates internal components of the tensioner 
have failed and the assembly needs to be replaced.

Belt-tensioning systems are most often used on vehicles with a single 
serpentine belt. Since 2004, manufacturers have been designing self-ten-
sioning EPDM belts for select vehicles. 

Stretch Fit (Gates) and Stretch Belts (Goodyear) maintain constant 
belt tension without a mechanical tensioner. Tensile cord inside the EPDM 
belt is designed to elongate and stretch. Once installed, the belt recovers its 
shape to maintain proper tension. Self-tensioning belts are slightly shorter 
than standard EPDM belts and cannot be interchanged. Self-tensioning 
belts also should not be reused.  ■

“Typically a worn 
belt is slipping. 

That either means 
the belt has run its 

course or you’ve got 
misalignment issues; 

you’ve got an idler 
bearing going out or 
a tensioner bearing 

going out or some 
other bearing going 

out on the drive.”

mark Lein

right: The GatorGauge tool 
offers three ways to inspect 
for belt wear. (Photo courtesy 
Veyance Technologies)

below: Gates Belt Wear Gauge. 
(Photo courtesy Gates Corp.)

A missing rib indicates 
it’s time for a new belt. 
(Photo courtesy Goodyear 
Engineered Products)

Worn backing means 
this belt has reached the 
end of its service life. 
(Photo courtesy Goodyear 
Engineered Products)

W hen is the last time you checked the drive belt in your trucks for 
signs of wear? And what should you look for?

If your vehicle is less than 20 years old, it likely is equipped 
with an EPDM (ethylene propylene diene monomer) synthetic rubber belt. 
Mark Lein, project development engineer at Goodyear Engineered Prod-
ucts, says EPDM belts were installed by original equipment manufacturers 
in the late 1990s and introduced to the replacement market in 2002.

Prior to that, most vehicles had neoprene belts. Neoprene had a life ex-
pectancy of approximately 50,000 to 60,000 miles. They also cracked and lost 
chunks of rubber as they wore.

 
CRACKS ARE RARE

Old-timers might recall the “three cracks in 3 inches” rule-of-thumb for 
replacing such belts. If you have a neoprene belt on your equipment, be sure 
to check it regularly for signs of wear, as well as for grease and oil that can 
reduce service life.

The advantage EPDM belts 
have over neoprene is they rarely 
crack, even after 100,000 miles. 
As EPDM belts age, they gradu-
ally lose rubber – like tires on your 
truck. “With neoprene, you typi-
cally had cracks before that hap-
pened,” Lein says. “Now the belt 
actually is wearing away.”

Loss of belt rubber can cause 
noise and vibration, often signs of 
a more serious problem.

“If the belt’s worn, if it’s 
making noise, there’s something 
wrong with the drive,” Lein says. 
“Typically a worn belt is slipping. 
That either means the belt has run its course or you’ve got misalignment is-
sues; you’ve got an idler bearing going out or a tensioner bearing going out 
or some other bearing going out on the drive.”

Lein says the main cause of belt failure is improper tension. “If any-
thing needs to be taught to the individual installer and even the shops, it’s 
that proper manufacturer tension is recommended,” he says. “And when 
you ignore that, you have issues. Proper installation is critical on any belt 
application.”

James McGarity, ABDS product manager at Gates Corp., recommends 
checking belts for wear whenever you do repairs, especially after 60,000 

miles for on-road vehicles. “The actual O.E. manuals 
state to start checking at 30,000 miles,” he says. “But if 
you’re working and have it off, it’s best to check to make 
sure you have the correct amount of material so you’re 
getting traction on the grooves of the belt.”

 
REGULAR CHECKUPS

A good time to evaluate belt wear is when your vehicle is in the shop 
having the water pump, alternator or other component repaired, especially 
if the vehicle is up in age. The average price for a Gates EPDM belt is $63, 
while a new belt and labor can run $80 or $90.

McGarity says as little as 5 percent of material wear can cause loss of 
tension, affecting the overall performance of components and leading to 
failure. Be sure to follow your operator’s manual for off-road equipment. 
John Deere recommends checking belt tension every 50 hours.

The easiest way to check for material loss is to use a gauge that fits be-
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By Ken Wysocky

Take 5 ... with Jeff Goldade

A South Dakota PRO employs careful service, restroom upgrades and small, 
maneuverable service rigs to retain customers in a competitive marketplace

(continued)

EXPLORE FIVE ISSUES THAT AFFECT 
GOLDADE’S PORTABLE SANITATION BUSINESS:

CULTIVATING CUSTOMER 
RELATIONSHIPS

“Everyone says they provide great customer service these days,” Goldade says. “But just 
providing clean restrooms is not good enough anymore. You’ve got to provide exceptional, 
amazing and outstanding service.”

One aspect of that entails being organized and efficient, and establishing a great 
relationship with customers, including clear communication about things like drop-off and 
pick-up times. “Chances are that if we’re organized and efficient, we’ll come across a problem 
ourselves and fix it before the customer notices,” he says. “That’s the ideal situation … to address 
a problem before it becomes a bigger problem.”

Then there’s sweating the details, like always having someone answer the phone, emailing 
price quotes to customers within minutes of their call and allowing customers to pay with 
credit cards and PayPal accounts.

“Most operators don’t use credit cards because there’s a small fee [2 or 3 percent] and it 
requires a little extra work,” he says. “But it’s very convenient for customers. Our customers can 
even pay online by going to our website. And we’re outfitting our drivers with hand-held credit 
card swipers that connect to their cellphones. Whatever is most convenient for our customers 
gives us an advantage.”

O ffering customers a wide variety of 
services has keyed growth at Sewer Duck 
Inc., a company that rents and services 

portable restrooms, cleans out drainlines and 
pumps septic tanks in about a 100-mile radius 
around Aberdeen, S.D. 

In 1996, Jeff Goldade bought the company 
from his father, who eight years earlier had start-
ed Sewer Duck as a drain cleaning company. 
Goldade was just 19 years old, and two years lat-
er he entered the portable sanitation industry by 
buying three portable restrooms from Satellite 
Industries Inc. Why? There was only one com-
petitor at the time, and Goldade saw an opportu-
nity to fill a niche market.

As Goldade puts it, three restrooms soon 
turned into six, and six became nine. Then he 
started ordering 10 or 12 at a time. The company 
currently owns about 150 Satellite Industries re-
strooms, including five handicapped-accessible 
units; 12 VIP units (equipped with solar lights 
and hand-wash stations from Satellite); and 14 
standard units with solar lights, plus seven free-
standing Satellite hand-wash stations. Monthly 
rentals (mostly for construction sites) generate 
about 70 percent of the gross restroom revenues 
and special events contribute the rest.

The company’s business volume is split just 
about evenly between restrooms, drain cleaning 
and septic pumping, and their seasonal cycles 
dovetail well, which helps keep cash flow more 
consistent year-round.

1

Owner Jeff Goldade is 
shown in the Sewer Duck 
garage with the company’s 
2011 Hino service truck built 
out by Satellite Industries. 
(Photos by Jay Pickthorn)

Taking Flight
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By Ken Wysocky

Take 5 ... with Jeff Goldade

A South Dakota PRO employs careful service, restroom upgrades and small, 
maneuverable service rigs to retain customers in a competitive marketplace

(continued)
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CULTIVATING CUSTOMER 
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“Everyone says they provide great customer service these days,” Goldade says. “But just 
providing clean restrooms is not good enough anymore. You’ve got to provide exceptional, 
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pick-up times. “Chances are that if we’re organized and efficient, we’ll come across a problem 
ourselves and fix it before the customer notices,” he says. “That’s the ideal situation … to address 
a problem before it becomes a bigger problem.”

Then there’s sweating the details, like always having someone answer the phone, emailing 
price quotes to customers within minutes of their call and allowing customers to pay with 
credit cards and PayPal accounts.

“Most operators don’t use credit cards because there’s a small fee [2 or 3 percent] and it 
requires a little extra work,” he says. “But it’s very convenient for customers. Our customers can 
even pay online by going to our website. And we’re outfitting our drivers with hand-held credit 
card swipers that connect to their cellphones. Whatever is most convenient for our customers 
gives us an advantage.”

O ffering customers a wide variety of 
services has keyed growth at Sewer Duck 
Inc., a company that rents and services 

portable restrooms, cleans out drainlines and 
pumps septic tanks in about a 100-mile radius 
around Aberdeen, S.D. 

In 1996, Jeff Goldade bought the company 
from his father, who eight years earlier had start-
ed Sewer Duck as a drain cleaning company. 
Goldade was just 19 years old, and two years lat-
er he entered the portable sanitation industry by 
buying three portable restrooms from Satellite 
Industries Inc. Why? There was only one com-
petitor at the time, and Goldade saw an opportu-
nity to fill a niche market.

As Goldade puts it, three restrooms soon 
turned into six, and six became nine. Then he 
started ordering 10 or 12 at a time. The company 
currently owns about 150 Satellite Industries re-
strooms, including five handicapped-accessible 
units; 12 VIP units (equipped with solar lights 
and hand-wash stations from Satellite); and 14 
standard units with solar lights, plus seven free-
standing Satellite hand-wash stations. Monthly 
rentals (mostly for construction sites) generate 
about 70 percent of the gross restroom revenues 
and special events contribute the rest.

The company’s business volume is split just 
about evenly between restrooms, drain cleaning 
and septic pumping, and their seasonal cycles 
dovetail well, which helps keep cash flow more 
consistent year-round.

1

Owner Jeff Goldade is 
shown in the Sewer Duck 
garage with the company’s 
2011 Hino service truck built 
out by Satellite Industries. 
(Photos by Jay Pickthorn)

Taking Flight
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     POWERFUL PERFORMANCE
• Strong fragrance release lasts 30 days

• Eliminates need for special sprays

• Bacteria action deodorizes and cleans
 urinal and drain

     INNOVATIVE DESIGN
• Patented shape for superior fit in
 all urinal styles 

• Ribbed surface reduces splashing

• Maximizes drain flow

30 Day Odor Control
For Restrooms!

30 Day Odor Control
For Restrooms!

30 Day Odor Control
For Restrooms!

Made in the USA

VOC compliant and meets LEED sustainable criteria

• Available in various fragrances 
• 72 screens per case (6 x 12 screen inner boxes)

800.338.3155  |  910.371.2242
INFO@WALEX.COM  |  WWW.WALEX.COM

ay Odor Controlay Odor Controlay Odor Controlay Odor Controlay Odor Controlay Odor Controlay Odor Controlay Odor Controlay Odor Controlay Odor Controlay Odor Controlay Odor Controlay Odor Controlay Odor Controlay Odor Controlay Odor Control

 
• Available in various fragrances 

• Per week cost is about the 
same as urinal blocks

• 72 screens per case (6 x 12 screen inner boxes)
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(continued)

VANDALISM 
AND OVERUSE

To deal with graffiti and general abuse of restrooms on 
construction sites, Goldade says he first sends a letter with the monthly 
bill, putting the contractor on notice that additional charges will be 
applied if abuses continue. To substantiate the abuse, drivers take 
photos with their cellphones.

“The best way I’ve seen contractors deal with graffiti is to have the 
foreman threaten to make all workers take turns cleaning it whenever 
it occurs,” Goldade notes. “That usually stops it pretty quickly.”

As for contractors who try to skimp on restrooms, Goldade 
makes the point that renting an additional unit or scheduling an 
additional cleaning every week is more cost-effective than the 
alternative. “It’s going to cost more in the long run for us to make 
special trips,” he says. “If they schedule additional service, then we 
don’t have to stop everything and go out of our way just because 
they ran out of toilet paper two days earlier than expected or their 
restroom is overflowing.” he says.

RESTROOM UPGRADES 
ARE A GOOD THING

Goldade believes in investing in new products that enable him to charge a higher rental rate 
and differentiate his business from competitors. A good example is restrooms with hand-wash 
stations and solar-powered lights, which he rents for a 20 to 30 percent higher rate than standard 
units. He either orders new Satellite restrooms equipped with one or both of those features, or 

retrofits older restrooms; a Satellite retrofit kit for both the light and a hand-wash station 
costs about $400 but pays for itself fairly quickly at the higher rental rate.

“Sometimes I’ll give a customer a one-time upgrade for just a 10 percent higher 
rate, just to get the restrooms out in the public eye,” he notes. “The lights are very 
popular at special events, which usually go into the night. People love that they can see 
inside the restroom even if it’s dark outside.’’

GOOD TRUCKS COME 
IN SMALL PACKAGES

For portable sanitation, Goldade owns a 2006 International with a 
1,250-gallon wastewater/250-gallon freshwater steel tank and Masport 
Inc. pump built out by Imperial Industries Inc., and a 2012 Chevrolet 
1-ton pickup with a 600-gallon wastewater/250-gallon freshwater 
slide-in steel tank with a Conde pump (Westmoor Ltd.) from Satellite 
Industries. The company also runs a larger 2011 Hino built out by 
Satellite Industries with a Masport pump, used occasionally for 
portable sanitation but mainly for septic service.

Goldade says he prefers smaller service vehicles even though the 
mostly rural area Sewer Duck services is quite sprawling. That’s because 
the Aberdeen municipal waste treatment plant is only a mile from the 
company’s shop. “It’s all very convenient,” he notes. “Plus, if my trucks 
exceed 26,000 pounds, my drivers need a commercial driver’s license 
(CDL). Then it’s harder to find guys capable of driving them, plus you 
need a bigger garage or shop to store the larger trucks.”

Moreover, Goldade says current business volume doesn’t justify 
the cost of larger tanks and trucks. “If I get a bigger truck, I could 
service restrooms all week long without dumping, but my gas mileage 
would drop by half and I’d be hauling around larger loads, which isn’t 
the right thing to do. My trucks can service everything we need in any 
direction in one day. And they’re more maneuverable in tight spaces 
on construction sites.”

2

4

3

One of the service 
trucks returns to the 
garage at Sewer Duck 
in Aberdeen, S.D.

Technician Cregg Skarin 
provides winter service 
to a portable restroom. 
In sloppy winter 
conditions, restrooms 
posted on construction 
sites sometimes require 
extra services.

Technicians Daniel 
Frey, with wand, and 
Cregg Skarin work 
together to pump and 
refresh a Satellite 
Industries Maxim 
3000 restroom at a 
construction site.
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THANKS FOR 
VISITING US

TAKING ON 
LOW-BALL COMPETITORS

Despite a saturated restroom rental market, Goldade says he 
can charge about twice as much as low-balling competitors by 
emphasizing his service advantages. He says operators who don’t 
charge enough to be profitable hurt the industry as a whole.

“If you provide good 
service, people will pay for it,” 
he says. “But if you’re charging 
half or two-thirds of what you 
should be charging, well, it’s 
not good enough to just break 
even, last time I checked. But 
that’s what a lot of guys do and 
they’re just getting by.

“Sometimes they don’t 
understand that if they have, 
say, 800 units, and they 
increase prices by 25 to 30 
percent and lose 25 to 30 
percent of their business, 
they’ve still reduced their 
overhead considerably while 

maintaining the same cash flow,” he adds. “And if you’re really good at 
what you do and provide good service and don’t lose any customers, 
then you’ve increased cash flow by 25 or 30 percent.’’  ■

“Take 5” is a feature in which one PRO or industry leader shares 
unique business challenges with the entire portable sanitation 
community. It’s a chance for service providers to meet over the back 
fence – and across the country – to learn more about each other and 
promote industry excellence. If you know a PRO who would be an 
interesting subject for “Take 5,” send their contact information to 
editor@promonthly.com.

5

Jeff Goldade, left, is 
shown with his father, 
Lyle. Jeff bought the 
family business in 1996.

“If you provide good 
service, people will pay for 
it. But if you’re charging 
half or two-thirds of what 
you should be charging, 
well, it’s not good enough 
to just break even, last 
time I checked. But that’s 
what a lot of guys do and 
they’re just getting by.”

Jeff Goldade
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Despite a saturated restroom rental market, Goldade says he 
can charge about twice as much as low-balling competitors by 
emphasizing his service advantages. He says operators who don’t 
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what you do and provide good service and don’t lose any customers, 
then you’ve increased cash flow by 25 or 30 percent.’’  ■

“Take 5” is a feature in which one PRO or industry leader shares 
unique business challenges with the entire portable sanitation 
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Jeff Goldade, left, is 
shown with his father, 
Lyle. Jeff bought the 
family business in 1996.

“If you provide good 
service, people will pay for 
it. But if you’re charging 
half or two-thirds of what 
you should be charging, 
well, it’s not good enough 
to just break even, last 
time I checked. But that’s 
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Jeff Goldade
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FMI Truck SaleS
WorkMaTe
The WorkMate portable rest-
room service truck from FMI 
Truck Sales & Service has side-
winder tanks with consistent 
equal-weight distribution, de-
signed to extend brake life and improve handling. Two food-grade poly water 
tanks are plumbed to provide brine, freshwater, premix or any combination 
of fluids with no corrosion or rusty water. The ergonomic workstation has 
more than 60 cubic feet of storage to minimize restocking and driver move-
ment. It can carry four restrooms on the bed, and the modular design allows 
components to be easily replaced or transferred if damaged. The vacuum 
system is plumbed using hot-tar hose and Masport components. Marine-
style wiring is used, and all electrical systems are contained in a watertight 
panel with automatic-reset circuit breakers. Each system is color-coded and 
individually loomed. 800/927-8750; www.fmitrucks.com.
 

IMperIal InduSTrIeS 
pTM980
The PTM980 portable restroom 
service unit from Imperial In-
dustries has a steel two-com-
partment tank with 680-gallon 
waste and 300-gallon freshwa-
ter capacity. It is available in 

two models: a standard truck-mounted unit with a Masport HXL4V vacuum 
pump or a modular unit with a Masport HXL3V vacuum pump and 9 hp 
Honda gas engine. The modular unit is self-contained and can be mounted 
on a standard chassis frame or a flatbed. The modular unit comes complete 
with the electrical package and is prewired and plugs into a standard chassis 
trailer outlet adapter. 800/558-2945; www.imperialind.com.
 

aMThor InTernaTIonal
FlaT Vac
The Flat Vac multipurpose por-
table restroom tank truck from 
Amthor International allows 
the operator to carry up to 12 
restrooms on top of the tank as 
well as pull a restroom delivery 
trailer. The body has a rounded bottom with a full-length formed sump de-
sign for ideal drainage and full baffles for tank strength. The flat tank has sep-
arate wastewater and freshwater compartments and an optional chemical or 
brine compartment. It is available in steel, stainless steel or aluminum. Each 
unit comes with a workstation, vertical cabinet and an aluminum extruded 
door with numerous shelves. A liftgate is installed behind the tank to load 
and unload restrooms. All units are custom built to specification. 800/328-
6633; www.amthorinternational.com.
 

FloWMark
deluxe Model prT
The 2,000-gallon Deluxe 
Model PRT service truck from 
Flowmark includes a 156 cfm, 
PTO-driven vacuum pump 
with vacuum/pressure modes; 
primary, secondary and final 
filter; dual inlets with 30 feet 

of 2-inch tiger tail vacuum hoses with valve and wand assembly; a 4-inch 
discharge with 4-inch full port valve, camlock adapter and tethered dust 
cap. The cast iron DC10 pump has a stainless steel impeller and Leeson 
motor. Its Hannay spring rewind reel has 50 feet of garden hose. The exter-
nal remote panel has watertight switches for PTO engagement, work lights 
and the water pump. It has four LED work lights, dual 2-inch bucket fills 
with 2-inch quick-opening valves and a two-unit fold-down toilet hauler. 
855/805-7182; www.flowmark.com.
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FruITland ManuFacTurIng
elIMInaTor 250
The Eliminator 250 package from Fruitland 
Manufacturing includes an RCF250 com-
mercial and continuous-duty vacuum pump 
that can create up to 180 cfm, heavy-duty and 
integral secondary shut-off, oil-catch muffler, drive coupling, vacuum/pres-
sure gauge and all relief and drain valves. Hydraulic or gearbox drive adapters 
make the vacuum system easy to hook up. The compact package measures 
26 inches wide by 23 inches high. The vacuum pump has low oil consump-
tion, including an automated oiling system with steel oil lines, pump oil level 
sight gauge, vane gauging ports, antishock design and three primary cooling 
phases. 800/663-9003; www.fruitlandmanufacturing.com.
 

l. T. & e. heaTed ValVe collar
Heated collars from L. T. & E. are de-
signed to prevent valves from freezing. 
Made of 304 stainless steel, collars are 
available in 3-, 4- and 6-inch sizes. Con-
nected to the cooling system, the collars 
circulate antifreeze and are bolted be-
tween two flanges (ANSI or TTMA bolt 

pattern). They include extra pipe couplings for installing the optional 110-
volt heater and thermostat for freeze control when the truck is parked over-
night. 800/296-8035; www.ltetanks.net.
 

MaSporT puMper ScenT
The Pumper Scent odor-control de-
vice from Masport is designed to use 
exhaust from the vacuum pump to 
eliminate odors. The vaporizer cham-
ber is placed directly after the oil sepa-
rator on the truck setup. Heat and airflow from the vacuum pump activate 
the scent that bonds with the air molecules to eliminate foul odors from 
grease traps, septic tanks and portable restrooms. Piping sizes for the vapor-
izer chamber are available from 1 1/2 to 4 inches so they can be used on all 
rotary vane vacuum pumps. 800/228-4510; www.masportpump.com.
 

Moro uSa dcSS
The 12-volt DCSS washdown pump from 
Moro USA is designed to fill sinks and re-
stroom holding tanks. It has a maximum 
delivery rate of 20 gpm at 42 psi and a 1 hp, 
12-volt DC motor, 1-inch discharge and 1 
1/4-inch intake. It comes with a high-grade 
stainless steel impeller, Viton elastomers 

and a pressure switch and 12-volt solenoid allowing full control flow at the 
nozzle without damaging the pump. It has an industrial-grade epoxy-coated 
painted motor to protect against rust. It has a stainless steel pump head that 
won’t break in freezing winter temperatures. It weighs 52 pounds. 800/383-
6304; www.morousa.com.

oakley Vac Vac-u-druM
The Vac-u-Drum portable vacuum 
system from Oakley Vac, a Division of 
WMW, is capable of vacuuming solids 
and/or liquids into open-top 45-gallon 
drums or various other containers. The 
compact unit is effective for use in remote locations or confined areas tradi-
tional vacuum trucks cannot access. Filled drums can be removed by ATV, 
helicopter, barge/boat or other small vehicles. Units come in a number of 
configurations. 800/663-1624; www.oakleyvac.com.
 

pIk rITe heaTed ValVe jackeT
Heated valve jackets from Pik Rite are designed to 
protect valves from freezing in cold weather by cir-
culating engine coolant through a jacket in front of 
a valve on any truck. Easy to install, TTMA flanges 
allow for universal mounting. They are available in 
steel and stainless steel materials as well as 3-, 4- and 
6-inch sizes. 800/326-9763; www.pikrite.com.
 

SaTellITe InduSTrIeS
bIFFS paThFInderS reSTrooM 
dISInFecTIon SySTeM
The Biffs Pathfinders spray cleaning sys-
tem distributed by Satellite Industries is 
designed to clean and disinfect portable re-
strooms without the use of brushes, buck-
ets and wipe-down towels. The enclosed 
aluminum unit has a 1,250 psi power-wash pump with auto shut-off, 4-gallon 
disinfectant reservoir with adjustable flow rate and dual spray guns. One gun 
operates at 5 gpm for charging the tank while the other functions as a high-
pressure sprayer for cleaning or low-pressure sprayer for applying disinfectant. 
A twist of the wand handle switches the unit from power-wash to disinfection 
mode. Once the restroom is disinfected, the technician can change the nozzle 
and refill the waste-holding tank. 612/221-1100; www.biffspathfinders.com.

 Truck parTS/coMponenTS

keeVac InduSTrIeS 
cW950
Mounted on a choice of chassis, 
the Keevac CW950 is designed 
to provide lasting service in cold 
environments. The standard 
cold-weather package includes a heated tank, heated valves, heat tape and 
insulation on waterlines. The washdown pump and hose reel are mounted 
in an insulated, heated cabinet. The hydraulic system also has heaters on 
four-wheel-drive units. The tank is manufactured from A36 carbon steel. 
Single service with a 30-foot tiger tail hose and fold-down restroom carrier 
are standard. The freshwater compartment is lined with epoxy to prevent 
contamination. 866/789-9440; www.keevac.com.

keITh huber
corporaTIon prInceSS II
The Princess II portable restroom 
service unit from Keith Huber 
Corporation has a 160 cfm vac-
uum pump driven by a transmis-
sion-mounted PTO operated by 

push button, rear restroom carrier gate and four large, water-resistant cabi-
nets with more than 30 cubic feet of storage space. It has a 1,500-gallon tank 
with 1,100-gallon waste/400-gallon freshwater capacity, a pressurized water 
system with a 12-volt motor-driven pump that delivers 45 psi at 7 gpm, and 
50 feet of 1/2-inch water hose on a spring-loaded retractable hose reel. It 
has a 3-inch intake with valve, dual-suction with dual water and hose reels, 
a four-way valve to control vacuum loading and pressure discharge, and a 
2-inch water tank drain with remote-mounted driver’s side valve for quick 
bucket fill. 800/334-8237; www.keithhuber.com.
 

lely Tank & WaSTe
SoluTIonS SerVIce
Truck
The portable restroom service 
truck from Lely Tank & Waste 
Solutions has a 1,200-gallon, 
two-compartment steel tank 
with an 800-gallon waste compartment and a 400-gallon easy-fill freshwa-
ter compartment. The tank is mounted on a 2015 Ford F-550 with a 300 hp 
diesel engine and an automatic transmission. The vacuum system includes 
a Fruitland Eliminator RCF 250 pump package with 195 cfm free airflow. The 
tank has dual-service hose connections with 2-inch tiger tail hose, shut-off 
valve and service wand. Bucket-fill stations are located in the rear on both 
sides in front of the two-unit fold-down restroom carrier. Each workstation 
has a manifold with easy shut-off brass valves for water and chemical and a 
shut-off for the 50-foot water hoses with spray nozzles. Each side has full-
length hose trays with a wand scabbard and a toolbox mounted for easy ac-
cess. 800/ 367-5359; www.lelytank.com.

pac-Mac Vp SerIeS
The VP Series service truck 
from Pac-Mac, a division of 
Hol-Mac Corporation, comes 
with a 2,500-gallon tank with 
66 inches OD and 156-inch shell length (also available in 1,500, 3,000, 3,500, 
4,200, 4,500 and 5,000 gallons), a 1/4-inch-thick shell and 5/16-inch-nomi-
nal-thick heads, right-angle drive pump system, 20-inch rear and top man-
ways, manway ladder with safety tread, bolt-on baffles and hose trays with 
drains, rear hose hooks, 4-inch intake and 6-inch discharge, and a premium 
two-component epoxy primer-sealer and polyurethane topcoat in solid and 
metallic colors. Options include a hydraulic-drive jetting system, 36-inch 
rear manway, multiple toolboxes, bedliner applied to hose trays and tank, 
a chemical-resistant two-part epoxy interior liner, safety beacon, rear sump 
and stainless steel float level indicator. 800/844-3019; www.e-pac-mac.com.

SouThWeST producTS 
SerVIce Truck
Portable restroom service trucks 
from Southwest Products are 
customizable in a variety of sizes 
and configurations and include 
dual-side service, restroom 
carrier, custom lighting and 

dual-compartment freshwater/waste tanks. They are offered in traditional 
configurations, as well as a “hot dog” design with carbon steel waste tanks 
and a stainless steel internal tank, a 500-gallon freshwater tank and a Burks 
DC-10 water pump. They have a Masport water-cooled pump, bucket hold-
ers, primary and secondary shut-offs, HID light package and 2-inch bucket 
fill. Waste tanks start at 250 gallons and both trailer-mounted and slide-in 
vacuum tanks are available. 602/269-3581; www.southwestproducts.com.

arMSTrong equIpMenT
aluMInuM replaceMenT
oIl Tank
Aluminum replacement oil tanks from 
Armstrong Equipment are available 
in 4- or 6-quart designs. The tanks have 
been developed with a bolt pattern to 
match all major manufacturers. They 
can be dropped in for replacement 
with no drilling required. Chained, vented fill caps prevent loss while an oil 
standpipe utilized in the outlet helps reduce oil contamination. 800/699-
7557; www.vacpump.com.

 porTable reSTrooM SerVIce TruckS
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FruITland ManuFacTurIng
elIMInaTor 250
The Eliminator 250 package from Fruitland 
Manufacturing includes an RCF250 com-
mercial and continuous-duty vacuum pump 
that can create up to 180 cfm, heavy-duty and 
integral secondary shut-off, oil-catch muffler, drive coupling, vacuum/pres-
sure gauge and all relief and drain valves. Hydraulic or gearbox drive adapters 
make the vacuum system easy to hook up. The compact package measures 
26 inches wide by 23 inches high. The vacuum pump has low oil consump-
tion, including an automated oiling system with steel oil lines, pump oil level 
sight gauge, vane gauging ports, antishock design and three primary cooling 
phases. 800/663-9003; www.fruitlandmanufacturing.com.
 

l. T. & e. heaTed ValVe collar
Heated collars from L. T. & E. are de-
signed to prevent valves from freezing. 
Made of 304 stainless steel, collars are 
available in 3-, 4- and 6-inch sizes. Con-
nected to the cooling system, the collars 
circulate antifreeze and are bolted be-
tween two flanges (ANSI or TTMA bolt 

pattern). They include extra pipe couplings for installing the optional 110-
volt heater and thermostat for freeze control when the truck is parked over-
night. 800/296-8035; www.ltetanks.net.
 

MaSporT puMper ScenT
The Pumper Scent odor-control de-
vice from Masport is designed to use 
exhaust from the vacuum pump to 
eliminate odors. The vaporizer cham-
ber is placed directly after the oil sepa-
rator on the truck setup. Heat and airflow from the vacuum pump activate 
the scent that bonds with the air molecules to eliminate foul odors from 
grease traps, septic tanks and portable restrooms. Piping sizes for the vapor-
izer chamber are available from 1 1/2 to 4 inches so they can be used on all 
rotary vane vacuum pumps. 800/228-4510; www.masportpump.com.
 

Moro uSa dcSS
The 12-volt DCSS washdown pump from 
Moro USA is designed to fill sinks and re-
stroom holding tanks. It has a maximum 
delivery rate of 20 gpm at 42 psi and a 1 hp, 
12-volt DC motor, 1-inch discharge and 1 
1/4-inch intake. It comes with a high-grade 
stainless steel impeller, Viton elastomers 

and a pressure switch and 12-volt solenoid allowing full control flow at the 
nozzle without damaging the pump. It has an industrial-grade epoxy-coated 
painted motor to protect against rust. It has a stainless steel pump head that 
won’t break in freezing winter temperatures. It weighs 52 pounds. 800/383-
6304; www.morousa.com.

oakley Vac Vac-u-druM
The Vac-u-Drum portable vacuum 
system from Oakley Vac, a Division of 
WMW, is capable of vacuuming solids 
and/or liquids into open-top 45-gallon 
drums or various other containers. The 
compact unit is effective for use in remote locations or confined areas tradi-
tional vacuum trucks cannot access. Filled drums can be removed by ATV, 
helicopter, barge/boat or other small vehicles. Units come in a number of 
configurations. 800/663-1624; www.oakleyvac.com.
 

pIk rITe heaTed ValVe jackeT
Heated valve jackets from Pik Rite are designed to 
protect valves from freezing in cold weather by cir-
culating engine coolant through a jacket in front of 
a valve on any truck. Easy to install, TTMA flanges 
allow for universal mounting. They are available in 
steel and stainless steel materials as well as 3-, 4- and 
6-inch sizes. 800/326-9763; www.pikrite.com.
 

SaTellITe InduSTrIeS
bIFFS paThFInderS reSTrooM 
dISInFecTIon SySTeM
The Biffs Pathfinders spray cleaning sys-
tem distributed by Satellite Industries is 
designed to clean and disinfect portable re-
strooms without the use of brushes, buck-
ets and wipe-down towels. The enclosed 
aluminum unit has a 1,250 psi power-wash pump with auto shut-off, 4-gallon 
disinfectant reservoir with adjustable flow rate and dual spray guns. One gun 
operates at 5 gpm for charging the tank while the other functions as a high-
pressure sprayer for cleaning or low-pressure sprayer for applying disinfectant. 
A twist of the wand handle switches the unit from power-wash to disinfection 
mode. Once the restroom is disinfected, the technician can change the nozzle 
and refill the waste-holding tank. 612/221-1100; www.biffspathfinders.com.
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Holding And Fresh Water
Visit our websites

www.ronco–plastics.net

714-259-1385
400 Sizes Available

Wholesale Pricing Available

keeVac InduSTrIeS 
cW950
Mounted on a choice of chassis, 
the Keevac CW950 is designed 
to provide lasting service in cold 
environments. The standard 
cold-weather package includes a heated tank, heated valves, heat tape and 
insulation on waterlines. The washdown pump and hose reel are mounted 
in an insulated, heated cabinet. The hydraulic system also has heaters on 
four-wheel-drive units. The tank is manufactured from A36 carbon steel. 
Single service with a 30-foot tiger tail hose and fold-down restroom carrier 
are standard. The freshwater compartment is lined with epoxy to prevent 
contamination. 866/789-9440; www.keevac.com.

keITh huber
corporaTIon prInceSS II
The Princess II portable restroom 
service unit from Keith Huber 
Corporation has a 160 cfm vac-
uum pump driven by a transmis-
sion-mounted PTO operated by 

push button, rear restroom carrier gate and four large, water-resistant cabi-
nets with more than 30 cubic feet of storage space. It has a 1,500-gallon tank 
with 1,100-gallon waste/400-gallon freshwater capacity, a pressurized water 
system with a 12-volt motor-driven pump that delivers 45 psi at 7 gpm, and 
50 feet of 1/2-inch water hose on a spring-loaded retractable hose reel. It 
has a 3-inch intake with valve, dual-suction with dual water and hose reels, 
a four-way valve to control vacuum loading and pressure discharge, and a 
2-inch water tank drain with remote-mounted driver’s side valve for quick 
bucket fill. 800/334-8237; www.keithhuber.com.
 

lely Tank & WaSTe
SoluTIonS SerVIce
Truck
The portable restroom service 
truck from Lely Tank & Waste 
Solutions has a 1,200-gallon, 
two-compartment steel tank 
with an 800-gallon waste compartment and a 400-gallon easy-fill freshwa-
ter compartment. The tank is mounted on a 2015 Ford F-550 with a 300 hp 
diesel engine and an automatic transmission. The vacuum system includes 
a Fruitland Eliminator RCF 250 pump package with 195 cfm free airflow. The 
tank has dual-service hose connections with 2-inch tiger tail hose, shut-off 
valve and service wand. Bucket-fill stations are located in the rear on both 
sides in front of the two-unit fold-down restroom carrier. Each workstation 
has a manifold with easy shut-off brass valves for water and chemical and a 
shut-off for the 50-foot water hoses with spray nozzles. Each side has full-
length hose trays with a wand scabbard and a toolbox mounted for easy ac-
cess. 800/ 367-5359; www.lelytank.com.

pac-Mac Vp SerIeS
The VP Series service truck 
from Pac-Mac, a division of 
Hol-Mac Corporation, comes 
with a 2,500-gallon tank with 
66 inches OD and 156-inch shell length (also available in 1,500, 3,000, 3,500, 
4,200, 4,500 and 5,000 gallons), a 1/4-inch-thick shell and 5/16-inch-nomi-
nal-thick heads, right-angle drive pump system, 20-inch rear and top man-
ways, manway ladder with safety tread, bolt-on baffles and hose trays with 
drains, rear hose hooks, 4-inch intake and 6-inch discharge, and a premium 
two-component epoxy primer-sealer and polyurethane topcoat in solid and 
metallic colors. Options include a hydraulic-drive jetting system, 36-inch 
rear manway, multiple toolboxes, bedliner applied to hose trays and tank, 
a chemical-resistant two-part epoxy interior liner, safety beacon, rear sump 
and stainless steel float level indicator. 800/844-3019; www.e-pac-mac.com.

SouThWeST producTS 
SerVIce Truck
Portable restroom service trucks 
from Southwest Products are 
customizable in a variety of sizes 
and configurations and include 
dual-side service, restroom 
carrier, custom lighting and 

dual-compartment freshwater/waste tanks. They are offered in traditional 
configurations, as well as a “hot dog” design with carbon steel waste tanks 
and a stainless steel internal tank, a 500-gallon freshwater tank and a Burks 
DC-10 water pump. They have a Masport water-cooled pump, bucket hold-
ers, primary and secondary shut-offs, HID light package and 2-inch bucket 
fill. Waste tanks start at 250 gallons and both trailer-mounted and slide-in 
vacuum tanks are available. 602/269-3581; www.southwestproducts.com.

arMSTrong equIpMenT
aluMInuM replaceMenT
oIl Tank
Aluminum replacement oil tanks from 
Armstrong Equipment are available 
in 4- or 6-quart designs. The tanks have 
been developed with a bolt pattern to 
match all major manufacturers. They 
can be dropped in for replacement 
with no drilling required. Chained, vented fill caps prevent loss while an oil 
standpipe utilized in the outlet helps reduce oil contamination. 800/699-
7557; www.vacpump.com.
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Fax: 570-836-5897 
Email: rick@centurypaper.com 

Web Site: centurypaper.com

Manufacturers of most of our own 
products. Other products available.  
Please give us a call.Please give us a call.leas giv us call

Fax 5 0 836 5 97ax 570 836 5897

Made In The USA Paper & Chemicals

• Small Core • 96 Roll 
• 1500 Sheet • Hand Towels

Specializing in the Portable Toilet Industry.

1-866-767-2737

100% Recycled Paper

Competitive Pricing

Septic Safe

Quantity Discounts

Can ship 1 Case 
or Truck Load

Producing quality paper since 1986.Producing quality paper since 1986.
Affordable Paper?
Looking for

n thzing SpecializSpec ali inzing in th

Thanks For 
Visiting Us

 6 Hauler ......$2700.00 (12ft)
 8 Hauler ......$3300.00 (16ft)
 10 Hauler ......$3850.00 (20ft)
 12 Hauler ......$4300.00 (24ft)
 14 Hauler ......$4600.00 (28ft)
 16 Hauler ......$5400.00 (32ft)
 18 Hauler ......$6200.00 (36ft)
 20 Hauler ......$6800.00 (40ft)
Custom Lengths Also Available!

creScenT Tank MFg.
FlaT VacuuM Tank
The Flat Vacuum Tank from Crescent 
Tank Mfg. has a low-profile design with 
low center of gravity for hauling up to 
eight portable restrooms, additional 
water tanks and any other equipment 
needed for the job. Liquid waste is held 
inside the truck bed, and it has a separate freshwater poly tank. The vacuum 
tank is constructed from 1/4-inch mild steel construction and has prima-
ry and secondary traps, a prefilter, oil-catch muffler, two 3-inch sight glass 
waste level indicators, a 2-inch ball valve vacuum inlet on both sides, 25 feet 
of 2-inch vacuum hose with wand assembly, and a 3-inch gravity discharge 
ball valve on the rear driver’s side. The freshwater tank is constucted from 
poly plastic with a 12-volt water pump that pumps 5 gpm at 60 psi. It has 50 
feet of retractable 3/8-inch hose. 585/657-4104; www.crescent-tank.com.

lMT hoT-dIp galVanIzed
VacuuM Tank
Hot-dip galvanized vacuum tanks 
from LMT resist corrosion in harsh en-
vironments. Steel tanks are fully sub-
merged to provide full coverage inside 
and out. Galvanizing deters against 
caustic liquids and gases. Tanks are 

available in 300- to 5,000-gallon capacities with customizable options. They 
are available with single or multiple compartments. Galvanized tanks can 
remain unpainted or be painted for a more traditional appearance. 800/545-
0174; www.vaxteel.com.

MId-STaTe Tank co.
SerVIce Tank
Aluminum and stainless steel ser-
vice truck tanks from Mid-State 
Tank Co. can be manufactured for 
portable restroom trucks. A popu-
lar unit is the 1,500-gallon, two-
compartment stainless steel tank, 
which has a pressure/vacuum pump for dual service and water system. Oth-
er tanks and options are available. 800/722-8384; www.midstatetank.com.

IMperIal InduSTrIeS
Tank headS
Code and non-code flanged and 
dished tank heads from Imperial In-
dustries are available in sizes rang-
ing from 42 to 84 inches in diameter. 
They come in a choice of steel, alumi-
num and stainless steel construction. 
800/558-2945; www.imperialind.com. ■

 SerVIce Truck VacuuM TankS
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Extra! 
Extra!

Get more news, 

information, 

and features 

with our 

exclusive 

online content.

Want More Stories?

Check out 

Online Exclusives
at 

www.promonthly.com/online_exclusives

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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THANKS
FOR

VISITING
 US

Sioux names sales 
and marketing manager

Sioux Corp. named Jesse Hanssen sales and 
marketing manager. Sioux manufactures industrial 
application-specific cleaning equipment, water-heating 
and chilling systems, steam generators and related 
custom equipment.

 

Wastequip named among 
Best Places to Work

Wastequip was named among the Best Places to Work for the second 
consecutive year by the Charlotte Business Journal. Wastequip was selected 
for its open-office environment and community involvement. ■

 INDUSTRY NEWS

Jesse Hanssen

Socially 
Accepted

facebook.com/PROmonthly

twitter.com/PROmonthly

plus.google.com

youtube.com/PROmonthly

linkedin.com/company/portable-restroom-operator-magazine
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for its open-office environment and community involvement. ■

 INDUSTRY NEWS

Jesse Hanssen

THE SLIDE IN 
WAREHOUSE

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

6 Stocking Locations

‘Coast to Coast’
Atlanta, GA

Bellefonte, PA

Dallas, TX

Denver, CO

Los Angeles, CA

Mauston, WI

www.slideinwarehouse.com Call Us Today Toll-Free: 888-445-4892 SIW0314

Not all models available at all locations.

Available from 300 to 1500 Gallon  
Capacities, Single & Multi-Compartment 
Call for Availability!www.slideinwarehouse.com Call Us Today Toll-Free: 888-445-4892 SIW0314

Not all models available at all locations.

SIT0315

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

*Available on approvals from now until March 28, 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

$16,495
$8395 $15,495$7995

www.slideinwarehouse.com Call Us Today Toll-Free: 888-445-4892 SIW0314

Not all models available at all locations.

www.slideinwarehouse.com Call Us Today Toll-Free: 888-445-4892 SIW0314

Not all models available at all locations.

NO MONEY DOWN* Offer Expires at Close  
of the PSAI Show

950 Gallon (350/300), Aluminum Slide-
in, Flanged and dished heads, Condé 
SDS6 (115 CFM), Honda 9 HP Elec-

tric start, 30" tiger tail hose with 
valve and wand, 50" wash down 
hose, COMPLETE AND READY 
TO WORK

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

Thanks For 
Visiting Us 163-T10

SOLD Sell your  
equipment in  

PRO classifieds

Reach over 9,000 potential buyers each month when  

you list your equipment in the classified section.  

Plus, your listing is placed automatically online at  

the PRO website. That’s two ways to move your  

equipment out of the parking lot!

Why wait?  
Go to  

promonthly.com/classifieds/place_ad

Scan the 
code  

with your 
smartphone.



3 DAYS OF HANDS-ON BUSINESS BUILDING & NETWORKING

LIMITED TO ONLY 200 SEATS - REGISTER NOW!
REGISTER BEFORE MARCH 1 AND SAVE $100! - ONLY $299/PERSON

WWW.PUMPERPROFIT.COM
866-933-2653

DAY 1 & 2 - ELLEN ROHR
• WHERE DID THE MONEY GO? 
• HOW MUCH SHOULD I CHARGE?
• REWARD THE RIGHT STUFF
• BUYING, SELLING AND GETTING OUT

DAY 3 - JEFF BRUSS
• HOW TO USE AND UNDERSTAND SOCIAL
   MEDIA, E-MAIL AND THE INTERNET AS A
   BUSINESS TOOL

SMALL BUSINESS BREAK-OUTS
• MARKETING
• EMPLOYEE RETENTION AND HIRING
• SALES AND PRICING STRATEGIES
• BUYING OR SELLING A BUSINESS
• PROFITABLE IDEAS

ORLANDO, FLORIDA • GAYLORD PALMS
MARCH 25-27, 2015

Businesses

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)

Septic Tank Service Business for Sale, 
Northeast Florida. Owner wishes to retire. 
Callahan area north of Jacksonville, a fast-
growing area in Florida. Profitable, turnkey 
business. 29 years in business with loyal 
customer base. Two pump tuck operation: 
(1) 1996 International 4900: DT466, 5-speed 
transmission, 2-speed axle. 2,500-gal-
lon capacity. 297,000 miles. Good tires, 
excellent condition. (2) 2000 Freightliner 
FL70: 8.3 Cummins, 6-speed transmission. 
2,400-gallon capacity. 195,000 miles. Good 
tires, excellent condition. Business includes 
complete onsite lime 20,000-gallon stabili-
zation plant in Northeast FL. Owner will train 
and assist with licensing. Call for more in-
formation. Kenny Farmer 904-879-4701 or 
904-545-0357.  (P03)

COMPuTeR sOFTWARe

FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (T03)

PORTABLe ResTROOMs

Armal orange portable restrooms for sale. 28 
or more. All units in good condition. For more 
information please contact 843-390-1130 or 
email liquidmunne@hotmail.com (P03)

WANTED - Portable toilets and half-high 
units. Please contact Lance at 561-346-
9296 or lance@redtoilets.com  (P03)

350+ Tuff Jon portable toilets for sale from fair 
to good condition. Prices ranging from $150-
$350. Asheville, NC. 828-648-3170  (P03)

20 Satellite Tuffways. Reconditioned. New 
roofs and hardware. Brown door/tan body. 
Some wood skid, some plastic skids. Ready 
to rent. $225 each. Toledo, OH area. Call 
419-865-4830.  (P04)

PORTABLe ResTROOM
TRAiLeRs

2 Decons, 28’ Tonto, 18’ Royal, 2001 ASCI, 
16’ Presidential, 26’ Presidential, portable toi-
let hauler trailers. 315-437-1291, NY. (PBM)

PORTABLe ResTROOM TRuCks

Two (2) 2010 Hino 268s: Satellite units, 
850 waste/400 fresh steel tank, Conde 
pumps. Extended warranties included. 
www.pumpertrucksales.com. Call JR. @ 
720-253-8014, CO. (PBM)

2003 international: 2,000-gallon alumi-
num Progress vac tank, 1,500 waste/500 
water. www.pumpertrucksales.com. Call JR. 
@ 720-253-8014, CO. (PBM)

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)

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

The Tow-Let now FLUSHES, with just 
a step of the foot. Waste disappears in 

seconds. Using a minimal amount of water, 
allowing it to stay in service longer. The unit 
also includes a urinal and hand wash sink.

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

TOWABLE TOILET CO.

Tow-Let
Flushing 
Trailer
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3 DAYS OF HANDS-ON BUSINESS BUILDING & NETWORKING

LIMITED TO ONLY 200 SEATS - REGISTER NOW!
REGISTER BEFORE MARCH 1 AND SAVE $100! - ONLY $299/PERSON

WWW.PUMPERPROFIT.COM
866-933-2653

DAY 1 & 2 - ELLEN ROHR
• WHERE DID THE MONEY GO? 
• HOW MUCH SHOULD I CHARGE?
• REWARD THE RIGHT STUFF
• BUYING, SELLING AND GETTING OUT

DAY 3 - JEFF BRUSS
• HOW TO USE AND UNDERSTAND SOCIAL
   MEDIA, E-MAIL AND THE INTERNET AS A
   BUSINESS TOOL

SMALL BUSINESS BREAK-OUTS
• MARKETING
• EMPLOYEE RETENTION AND HIRING
• SALES AND PRICING STRATEGIES
• BUYING OR SELLING A BUSINESS
• PROFITABLE IDEAS

ORLANDO, FLORIDA • GAYLORD PALMS
MARCH 25-27, 2015
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I’m proud 
of my industry.
I belong to an elite group of business people

who keep homes and communities safe, clean

and healthy. My colleagues and competitors

are true professionals who care about their

work and about customers’ welfare. Members

of this industry are some of my greatest 

role models and best friends.

I work with the greatest people in the world.

Lead the way
For your customers,
your industry, 
and your business
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VISITING US




