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A small-business contractor told me an interesting networking story 
the other day. We’re not talking about the kind of networking you do 
at the chamber of commerce or by handing out brochures at a trade 

show. It was about entertaining prospective customers. This fella isn’t in the 
portable sanitation business; rather, he provides septic system inspections. 
But his fun business-to-business marketing approach might spur ideas you 
can use to sell restroom services.

The Missouri business owner wanted to spend some time pitching 
his services to a real estate company in his hometown. So he bought 40 
tickets to a St. Louis Cardinals baseball game, rented a coach bus and took 
everybody in the firm to the ballpark. Along the way they went to a nice 
restaurant for dinner. Everyone had a blast cheering on the redbirds … 
and the contractor hopes he spread a whole lot of goodwill that will lead to 
future work for his company.

The Major League networking experience must have cost that contractor 
a small fortune, funds that could have been spent to advertise his business in 
many ways. But he’s confident the baseball outing will pay dividends.

How much would you spend to have a captive audience of your targeted 
customer base for dinner, drinks and a ballgame? How far would you go to 
woo a builders’ group to fill another construction restroom route? Would 
you write a big check to get to know a busload of event planners?

A GOOD INVESTMENT?
When you consider what this business owner planned and the 

potential benefit to his company, you might say, yep, that sounds like a good 
investment. But up until you heard this story, have you ever planned a grand 
networking gesture like this? Have you even taken a carload of potential 
customers out to lunch at Subway?

When it comes to business-to-business networking, many of us are 
guilty of not thinking big. This contractor may have spent a few thousand 
dollars treating his potential customers, but you can bet they were all talking 
about the swell time they had the following day at the real estate office. And 
the next time the Realtors need an inspector, there’s a good chance they’ll be 
calling the generous baseball fan.

So how do you get started making your own big networking statement? 
Consider these first steps:

Target your audience. Whom do you want to fill your tour bus – or 
minivan – for a networking outing? It could be the membership of the local 
builders’ association or the board of the county fair association. Or you 
could go smaller by inviting one building company’s executive team or a 
handful of wedding planners. To get the best bang for the buck, the group 
should include decision-makers who can land you new work or ensure 
repeat business for your restroom company.

Set a budget. How much can you reasonably spend on a special 
networking event? Temper your plan with realistic expectations. Would one 
new customer or job resulting from the networking put a significant dent in the 
cost of a night on the town? Can you justify taking from an existing budget for 
marketing purposes? Review where your marketing money is being spent and 
judge if it’s being used effectively. Perhaps you’ll determine that money would 
be better spent on networking than an ad in the phone book, for example.

Choose an irresistible activity. It should go without saying that you 
can’t build goodwill by planning an event nobody is excited about attending. 
Go back to our example; not many people in the St. Louis area are going 
to turn down a free trip to cheer for their beloved Cardinals. Major league 
sports are a compelling attraction. Think about the irresistible activities in 
your hometown or region – maybe a casino night, a golf outing at a more 
exclusive course, a big touring musical attraction or the popular new 
nightspot everyone is talking about.

Pick the right date and time. Choose a time and day for your networking 
event that presents the fewest conflicts for the folks you’re inviting. You 
probably want to stay away from Sundays, which many people reserve for 
time with the family. Avoid holidays, holiday weekends and daytime hours 
when business owners or managers may be too busy to get away. Weekday 
evenings Monday through Thursday might work best.

Keep it fun. Think party rather than hard sell. You’re a cruise director 
more than a used car salesman for this type of outing. Get to know people on 
a personal level. Talk about their families and shared experiences over a beer 
or two; if business comes up, that’s fine, but don’t bring the party down. This 
is not the venue for going on and on about your service protocol or pulling 
out a brochure showing your restroom trailers. This networking opportunity 
is about making friends. You can reel them in as customers later.

A MULTIPRONGED APPROACH
Some small-business owners might frown on this type of outing, calling 

it a “junket’’ with a high cost and uncertain payoff. I see it, rather, as just 
one of many ways to promote your business in a competitive marketplace. 
Don’t plan a party at the expense of other proven marketing programs – such 
as targeted advertising, participation in business-to-business trade fairs or 
creating a float for the hometown parade. But there’s no reason you can’t mix 
business and pleasure once in a while in hopes of landing a big customer. ■

Contact us: PRO strives to serve the portable restroom industry with interesting and 
helpful stories. We welcome your comments, questions and column suggestions and  

promise a prompt reply to all reader contacts. Call 800/257-7222; fax 715/546-3786; 
email PRO editor Jim Kneiszel at editor@promonthly.com.
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It’s Not Easy Being Green

Ultimate 
Odor Control
Environmentally friendly additives have 
become an increasingly popular way for 
portable restroom operators to break down 
waste and control odor. Yet, as a certain 
frog might say, it’s not easy being green. 
When cost-conscious customers demand 
more for less or when high heat calls for 
ultimate odor control, restroom operators 
find being environmentally friendly has its 
challenges. 
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your service.
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can help them accomplish more 
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your company.
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Writer Judy Kneiszel has operated her own small business for 15 years and is familiar  
with the many rewards and challenges of business ownership. Write to her with 

questions, comments or topic suggestions at thewordhouse@ameritech.net.

I f your portable restroom business is booming and you need to add staff, 
or you’ve had an employee resign, you face the challenge of attracting 
someone who will be a good fit for your company. They also need to be 

a good fit for your payroll budget. So what do you do if you find the perfect 
candidate who could step right into the position, but they won’t accept the 
job at the salary you are offering? Do you negotiate? Or just move on to No. 
2 on the list of applicants?

 
Why is this happening?
When the U.S. unemployment rate topped 10 percent in 2009, most ap-

plicants were thrilled to get any job and accepted whatever the wages of-
fered. In 2015, the unemployment rate is considerably lower, dipping below 
5.5 percent in April according to the Labor Department.

While lower unemployment may be good news for the overall econo-
my, it could mean your job offer isn’t the only one on the table for an appli-
cant and he or she may want to negotiate.

 
Do your homework
Before you even advertise that you have an opening, evaluate what you 

are paying current employees to help determine how much you are pre-
pared to offer the new person. 

Don’t mislead a qualified applicant into thinking the job’s salary is 
significantly higher than it really is in hopes that once they meet you, see 
your operation and learn about your company they will jump at whatever 
you offer. Sure you’ve got a wonderful company, but their initial infatua-
tion will quickly change to resentment if they aren’t offered what they think 
they are worth.

Two websites can help you determine the going rate for the job you are 
offering. The Bureau of Labor Statistics provides national hourly and salary 
wage estimates for about 800 occupations based on surveys it conducts (bls.
gov/oes/current/oes_nat.htm). You can even narrow down the information 
by geography. Similarly, the “Salary Wizard” at salary.com has a searchable 
database of salaries by job title and location.

This information is easy to access, so obviously job applicants can look 
it up too and will know if you are low-balling them. Even if they don’t know 
when they take the job, it probably won’t take them long to figure out if 
you pay significantly less than the going rate in your area. While it may 
save you some money initially, if the job market continues to be strong, 
you could very well lose the new employee and maybe some old ones to 
the competition in the next couple of years if you pay significantly less than 
the going rate.

Once you’ve determined where the going rate intersects with what your 
company can afford, you’ve got two choices: either decide that your first of-

fer will be your final offer, or come up with an offer that has some wiggle 
room in case the candidate wants to negotiate. Once you know what the go-
ing pay rate is for the job you are advertising and factor in how high you can 
actually afford to go, you can devise an initial offer. If you did your home-
work, your starting point for negotiations shouldn’t be too far from where 
both you and the employee would be happy.

If you are willing to negotiate, know your absolute top limit and be pre-
pared to let the prospect walk away.

 
How important is this job?
When determining a wage offer for a particular candidate, ask yourself 

these questions:
• Are other, equally qualified candidates available if this applicant says 

no? If the answer is yes, you have the upper hand.
• Has the job been difficult to fill? Are market conditions making find-

ing and recruiting suitable candidates challenging? If yes, the job applicant 
has leverage.

If you’ve invested time and money in this candidate, you may want to 
increase your offer. On the other hand, if he or she has been unemployed for 
a long time, there’s a good chance the applicant will accept an initial offer. 
Someone with a lot of experience or particularly valuable training and skills 
may demand higher pay than someone just starting out.

Also keep in mind that if the candidate would have to relocate for the 
job or commute a long distance every day it could increase the salary re-
quired to lure them into your company.

 
How to negotiate
If you’ve made your final wage offer, there are ways to further encour-

age a potential employee to sign on. Take a cue from the sports world and 
offer a signing bonus. This is an up-front, one-time cash payment given to 
an employee at the start of employment, independent of salary. To the em-
ployee, it might help defray the costs of taking a new job. For the employer, 
it shows the seriousness of the job offer without altering the company’s 
salary structure.

What happens When a top-flight job candidate counters your Wage offer? 
do you negotiate pay or keep intervieWing?

by judy kneiszel

let’s Make a deal

BACK at the OFFICE   
August 2015

If the job market continues to be strong, you could very well 
lose the new employee and maybe some old ones to the 
competition in the next couple of years if you pay significantly 
less than the going rate.

Flexible scheduling is another incentive that doesn’t affect salary. It 
won’t cost you anything, but it tells a potential employee you value them as 
a person and understand if they need to work around a spouse’s schedule, 
kids’ activities, an aging parent’s medical appointments or other special cir-
cumstances that could cause them to hesitate about taking the job.

Don’t make promises you can’t keep, however, or you’ll create resent-
ment. For example, don’t dangle a possible year-end bonus in front of an 
applicant in order to get them to agree to a lower wage if you’ve got no in-
tention of following through on a bonus. Don’t suggest that a starting wage 
is only temporary until the candidate proves his or her worth if you have no 
intention of actually giving them a raise after a probationary period.

 
Beware the bidding war
Maybe the perfect candidate walked through the door after a sad pa-

rade of grossly unqualified job seekers, and you know he would be an asset 
to your company. You make an offer and it’s rejected. You strongly suspect 
he’s negotiating with the competition, so you up your offer again and again 
and again because your competitiveness kicked in and you want to win. Stop 
yourself before you make an offer so out of line with existing pay levels for 
comparable positions at your company that it causes turmoil.

A certain degree of pay equity among co-workers doing the same job 
creates an environment of teamwork and fairness. If you get carried away in 
negotiations and offer a candidate wages significantly higher than the com-
pany’s existing pay scale, you risk hurting staff morale if other employees 
find out. While you’d like to think employees are discreet, this type of infor-
mation can leak out.

If a job candidate’s demands are significantly higher than what you are 
currently paying, either those demands or your current pay structure is out 
of line. Accept that the candidate may reject the job offer or face the fact that 
you need to bring everyone else up to scale.

 
EVERYONE’S HAPPY

If you do choose to negotiate with a potential employee and end up 
paying more than you initially offered, don’t resent the employee down the 
road for costing more. It was ultimately your decision. The fact that your new 
employee was a well-prepared and confident negotiator means he or she 
will be a well-prepared and confident employee. That’s just the kind of per-
son you want on your team.

Yes, negotiating can be stressful for both parties. The only way to start 
this new employer/employee relationship off on the right foot is for both of 
you to be satisfied when you seal the deal. ■
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Restroom Deodorizers   •   Fragrance Accessories    •    Cleaners     •   Septic Treatments

Choose Your Partners Wisely.
When you’re picking a teammate, you look for a person with talent, who’s competitive, someone 
that can help you win the game. Choosing a teammate is much like selecting a business partner, 
you choose based on their performance, their experience and the relationship you’ve built. With 
Walex Products Company as your partner, you can count on a full line of performance products, 
over 27 years of industry experience and a dedicated team to help you grow your business. 

800-338-3155   I   www.walex.com   

W hen a portable restroom operator caters to a large, mostly 
rural and sparsely populated area, it often pays to offer more 
than one service rather than keep all of its proverbial eggs in 

one basket. A good example is Stenberg Bros. Inc., a well-diversified, 
family-owned company that provides its customers in Michigan’s 
central Upper Peninsula with everything from portable restrooms to 
party/special-event rentals to septic tank pumping and excavating.

“To keep everyone busy and generate sufficient business volume, 
we found we had to do more than just one thing,” says Wayne Stenberg, 
the company’s general manager and one of four brothers who are 
minority owners of the company, based in Bark River, Michigan. Their 
father, Carl Stenberg, is the majority owner, and brothers Mark, Matt 
and Todd round out the other three co-owners. “The more diversified 
you are, the better off you are, especially up here … it’s better to not be 
too dependent on one market.

“Plus, most people would rather deal with one company than 
multiple companies, so the more services we offer, the better it is for 
our customers,” he adds.

The add-on services didn’t come about randomly. They were 
similar enough to avoid a huge learning curve in terms of equipment 
used and markets served. Or they leveraged an existing base of 
customers, which minimizes the need for additional marketing efforts 
and makes the most of customer points-of-contact. A good example 
of that synergy is restroom and party rentals. And as a bonus, a wider 
array of services provides more consistent cash flow and can help ease 

F I L E

Owners: Carl, Wayne, Mark, Matt 
and Todd Stenberg

Founded: 1970

Employees: 18

Service Area: Michigan’s central Upper Peninsula

Specialties: Portable sanitation, party rentals, 
septic service

Affiliations: Portable Sanitation Association 
International, National Association of Wastewater 
Technicians, Michigan Septic Tank Association

Website: www.stenbergs.us

Stenberg Bros. Inc.
Bark River, Michigan

Michigan

H

Michigan’s Stenberg Bros. provides 
diverse wastewater services and party 
supplies under one big tent to keep 
customers coming back for more

By Ken WySocKy

(continued)

One-StOp ShOp

The Stenberg crew includes, from left, Matt Stenberg, 
Jeremy Vandermissen, Lance Possi, Mitch Dagenais, 
Carl Stenberg, Wayne Stenberg, Rob Gerstner, Mark 
Stenberg and Dave Falish. The company’s JAG Mobile 
Solutions restroom trailer is in the background.
(Photos by Holly Richer)
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BEST Catch Of The Day

All 304 Stainless Steel

Best Enterprises, Inc.
Located in Cabot, Arkansas  

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

www.youtube.com/bestentinc

Orders received by 2:00 Central time will ship same day

Building quality Stainless 
Steel Tanks since 1972BEST  ENTERPRISES, INC.

Best provides a full line of Vacuum pumps 
and replacement parts to serve you.

BEST Catch Of The Day
Our goal is to make the longest lasting best looking equipment in the sanitation industry.Our goal is to make the longest lasting best looking equipment in the sanitation industry.

up-and-down fluctuations or offset seasonal downturns in business, Wayne 
says.

Carl Stenberg founded the company in 1970, primarily as a septic tank 
pumping outfit that dabbled in portable restrooms and general excavating 
on the side. Today, septic services account for roughly 35 percent of the 
company’s business volume, while portable restrooms contribute 50 percent 
and party rentals generate the remaining 15 percent. The family also owns 
an industrial-cleaning and hazardous-waste-hauling company called UP 
Environmental Services Inc.

“We were already a service company bringing in restrooms, so party 
rental was a natural fit,” says Mark Stenberg, who heads up the company’s 
portable restroom operations. “We built it up slowly because chairs and 
tables and tents are pricey. Getting into party rentals helped make us more 
competitive … customers like the one-stop-shop concept.”

 
MORE SERVICES, MORE EQUIPMENT

Providing so many services requires a large inventory of equipment. 
On the portable sanitation side, Stenberg Bros. owns approximately 600 
restrooms, primarily from Satellite Industries, PolyPortables LLC and Five 
Peaks; about 50 hand-wash stations from Five Peaks and PolyPortables; 
and two restroom trailers from JAG Mobile Solutions Inc., used mostly for 
weddings.

The business runs five restroom service trucks, all built out by 
Imperial Industries Inc. with Masport Inc. pumps: a 2015 Ford F-550 with 
a 1,100-gallon wastewater/300-gallon freshwater aluminum tank; a 2008 
International with a 1,200-gallon waste/400-gallon freshwater aluminum 
tank; a 2000 Ford F-650 with a 1,000-gallon waste/300-gallon freshwater 

steel tank; a 2006 Ford F-750 with 
a 1,000-gallon waste/400-gallon 
freshwater aluminum tank; and 
a 2006 GMC with a 300-gallon 
waste/150-gallon freshwater slide-
in steel tank.

In addition, the business 
owns a 2004 Ford flatbed rack 
truck carrying an Imperial slide-
in aluminum tank (400-gallon 
waste/200-gallon freshwater). The 
tank is mounted crosswise on the 
flatbed, behind the cab, leaving 
room to haul six restrooms.

On the septic pumping side, 
Stenberg Bros. owns four pump 
trucks: a 2008 Freightliner with a 
3,600-gallon aluminum tank and 

a Challenger pump (National Vacuum Equipment), outfitted by Imperial; 
a 1998 International 4300 with a 2,300-gallon steel tank built by T-Line 
Equipment Inc. with a Jurop/Chandler pump; and two 2000 Sterling trucks, 
one built out by T-Line with a 2,300-gallon steel tank and a Jurop/Chandler 
pump and the other outfitted by Imperial with a 3,400-gallon steel tank and 
a pump made by Fruitland Manufacturing.

For dirt work, the business owns a backhoe, a bulldozer, two wheel 
loaders and a tractor, all John Deere models; an International quad-axle 
dump truck with a 20-cubic-yard dump body; a multi-terrain track Case 
loader; and a pipeline inspection camera system, a portable drain-cleaning 
machine and a portable water jetter, all from Spartan Tool LLC.

To support the party business, Stenberg Bros. owns about 150 plastic 
rental tables (either 8-foot-long or 5-foot-diameter round tables), an 
estimated 1,000 chairs and more than 30 tents.

 
STRATEGIC GROWTH

To expand the company’s territory and boost business volume, Stenberg 
Bros. acquired five other restroom companies over the last 15 years, either 

Right:  Mark Stenberg pauses on 
a route in Escanaba, Michigan, to 

look at work orders.
 

Below: Stenberg moves a Satellite 
Industries wheelchair-accessible 

restroom at the company yard.

(continued)

“Almost everyone in 
our company can 
jump into a different 
truck and do the 
job … We’re all pretty 
versatile, and part 
of that comes from 
hiring drivers with 
commercial driver’s 
licenses so they can 
drive all of our heavy 
trucks.”
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because the owners were retiring or wanted out from part-time operations. 
“That’s the main way we gained market share,” he notes.

But just as importantly, the company kept those new customers on 
board by providing great customer service – doing things like cleaning 
restrooms thoroughly and continually reinvesting in newer, nice-looking 
restrooms, he adds.

To provide faster service, the company opened a second facility in 
Gwinn, which is about 80 miles north of Bark River and close to Marquette, 
the largest city in the Upper Peninsula. “It takes about an hour and 30 

minutes to drive from Bark River to Marquette, 
so it was hard to justify doing all that driving – 
a three-hour round trip,” Mark explains. “So 
we have four guys up there that run two septic 
trucks and two restroom trucks. We do some 
party rentals from up there, too.”

Stenberg Bros. collects about 1.3 million gallons of waste annually. 
Fortunately, waste-disposal facilities are conveniently located: one in Bark 
River and one in Gwinn. Any waste collected within a 25-mile radius of Bark 
River must be dumped at the Bark River treatment facility. The same rule 
holds true for waste collected in and around Gwinn.

To reduce operating expenses, the company also land-applies waste 
collected beyond a 25-mile radius around Bark River. During summers, 
the company applies the waste on about 40 acres of farmland the company 
owns, using a Challenger TerraGator land injector. Drivers first off-load 
waste into two 25,000-gallon and one 10,000-gallon steel holding tanks 
before pumping it into the Gator’s 3,000-gallon tank for land application, 
Mark says.

 
NOT NECESSARILY A BARGAIN

Providing good customer service offers another benefit: It helps 
Stenberg Bros. ward off fly-by-night competitors who try to gain market 

share by offering low-ball prices. 
“It’s fairly easy to get into septic 
pumping or the (portable) 
restroom industry in Michigan,” 
Mark points out. “You get a permit 
and buy a truck – it’s not very 
complicated. As a result, we see a 
lot of guys that get into either 
business on the side and start 
under-cutting on price.’’

This is where customer 
education kicks in. The Stenbergs 
stress that low-price companies 
may not be as responsive to off-
hour calls for service, while an 
established service provider has a 
reputation to protect.

“Under some circumstances, we’ll match a low-ball price. But most 
times we explain to customers that if there’s a problem, that guy is not as 
likely to take care of you because it’s not how he makes a living. But we 

Getting into party rentals: 
Plan for equipment costs

Party rentals – things such as tents, tables and chairs for 
special events – are a logical add-on service for portable restroom 
operators who are looking for an additional revenue stream and worry 
about being too dependent on one core service. Stenberg Bros. Inc., 
a portable restroom outfit based roughly in the southern center of 
Michigan’s Upper Peninsula, jumped into party rentals about a decade 
ago, and the move has paid dividends since then.

“It fit in well with what we were already doing,” says Wayne 
Stenberg, one of four sons who co-own the company along with their 
father, Carl. “And no one else in our area was doing it, other than 
a couple of mom-and-pop outfits. There weren’t a lot of customers 
asking for it, but enough to make it worthwhile to get into. We started 
out with six tents and now have close to 30.”

Wayne says profit margins on party rentals are decent, but 
anyone who’s thinking about branching out should understand that 
the startup costs are considerable. For example, one 20- by 20-foot 
tent costs roughly $3,500 and an 8-foot-long plastic table goes for 
about $100. The rental rate for a 20- by 20-foot tent is $225 for a 
weekend and $8 per table. The company buys its tents from Economy 
Tent International, tables from Lifetime Products and chairs from PS 
Furniture.

Stenberg Bros. owns about 150 tables, approximately 1,000 
chair, and tents ranging in size from 20 by 20 feet to 40 by 80 feet. 
They’re all what’s known as frame tents, which means there’s no 
center pole for support. “Frame tents just look nicer because there’s 
no center poles … people like them because they’re so wide open 
inside,” Wayne says. “They also can better withstand higher winds 
because they’re more heavy-duty.”

The company also bought a 14-foot Ford cube van, two Ford 
pickup trucks and two trailers made by Wells Cargo Inc. to transport 
tents and other rental items. Stenberg Bros. also hires two high-
school students during summers to handle party-rental deliveries and 
setups, Wayne says, ticking off other startup and ongoing costs. “Like 
with anything else, it took about four or five years before we started 
getting a return on our investment,” Wayne says.

Another tip: The company started out buying smaller tents first; 
as demand grew, it was buying larger tents. “The biggest thing is to 
take good care of the tents,” he says. “There’s more to it in terms of 
maintenance and upkeep than you think. It’s especially important to 
store them properly … put them away only if they’re thoroughly dried 
so you don’t get mold. And if you fold them up correctly, they’re that 
much easier to install.”

Technician Neil Larson 
stocks paper products on 
his International service 
rig built out by Imperial 
Industries with a Masport 
vacuum pump.

“Under some 
circumstances, we’ll 
match a low-ball price. 
But most times we 
explain to customers 
that if there’s a problem, 
that guy is not as likely 
to take care of you 
because it’s not how he 
makes a living. But we 
always will.’’

MaRK StenBeRg

always will,’’ Mark explains. “Customers can call 
us 24 hours a day and someone will answer the 
phone. You just hope customers realize that.”

To increase operating efficiencies, the 
company cross-trains employees so they’re just 
as adept at pumping out septic tanks as they 
are at servicing restrooms; this also illustrates 
the benefits of adding complementary services. 
The company’s various divisions also borrow 
equipment from each other when needed, 
which minimizes capital expenditures, Mark notes.

“That’s how we’re able to make things work to our advantage,” Mark 
says. “Almost everyone in our company can jump into a different truck and 
do the job. A guy on the environmental side, for example, might help set up 
tents if things are slow for that division. We’re all pretty versatile, and part of 
that comes from hiring drivers with commercial driver’s licenses so they can 
drive all of our heavy trucks.”

Clearly, diversity – whether it’s employee skills, equipment or services – 
is a vital part of Stenberg Bros.’ strategy for success.  ■
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Mark Stenberg pumps a 
PolyPortables LLC restroom 
placed temporarily at an 
accounting firm’s office 
during plumbing repairs. 
All of Stenberg’s restroom 
service trucks were built by 
Imperial Industries and use 
Masport pumps.
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WWETT SPOTLIGHT

Flat Vac tanks can carry up 
to 2,000 gallons of waste 
and haul up to 12 restrooms 
for delivery
By Craig Mandli

Amthor International has been manufacturing the Matador Flat Vac 
portable restroom tank truck for several years, but customer feedback at 
trade shows such as the Water & Wastewater Equipment, Treatment & 
Transport (WWETT) Show has given Butch Amthor keen insight on design 
improvements. Several of those updates were on display on the Matador Flat 
Vac model on the 2015 WWETT Show exhibit floor.

“The biggest change this year is the rounded-bottom tank with a full-
length formed sump design for drainage,” says Amthor, the company’s ex-
ecutive vice president. “All waste material flows to the center, which virtually 
makes the tank self-cleaning.”

The Matador Flat Vac serves as a multipurpose vehicle for portable re-
stroom operators, as it carries six (on the 12-foot model) to 12 restrooms (on 
the 20-foot model) on top of the tank, as well as pulls a restroom delivery 

trailer. The vacuum tank includes full baffles 
every 24 inches transversely and longitudi-
nally for strength, with separate wastewater 
and freshwater compartments as well as an 
option for a chemical or brine compartment.

“Your typical portable restroom service 
truck will have a carrier on the back for two 
units, while this unit carries up to 12 and is still compact enough to fit into 
tight areas for special event servicing,” says Amthor. “Being able to deliver 
units and service them with the same truck is both cost- and time-efficient.”

Tanks are available in 800 to 2,000-gallon capacities, with a standard 
4-inch waste valve and 2-inch water valve, and 2-inch pressure-relief valve. 
It is available in 1/4-inch steel, 1/4-inch stainless steel or 5/16-inch alumi-
num, and comes with a workstation and a vertical cabinet with an alumi-
num extruded door including multiple shelves. There are 2-inch sight glass-
es for the waste compartment and a sight tube for the water compartment. 
A liftgate is installed behind the tank to load and unload restrooms. It has an 
outside rub-rail with stake pockets every 36 inches. Aluminum removable 
side racks with e-track or solid sides are available.

“The frame actually flexes opposite of the body, which provides a 
smoother ride for passengers and cargo,” says Amthor. “It is easy to load and 
unload units with the liftgate as well. It’s a unit made for one-person opera-
tion if needed.”

Amthor says the 2015 model of the Matador Flat Vac is the result of sev-
eral years of feedback, much of which has come on the WWETT Show floor. 
“That’s how we learn what works and what doesn’t in this industry,” he says. 
“The rounded trough design came directly from customer feedback. They 
wanted something that was easier to clean, and we listened.”

Amthor points out that his company’s goal is to debut a new product at 
every WWETT Show, and he promises 2016 will be no different, though he 
doesn’t want to get into specifics.

“A lot of the decision will come down to what we hear on the floor 
here,” he said during the 2015 show. “I’m always thinking about something 
new or a way to innovate something we already have. And this show is al-
ways the one we aim for. It’s the biggest in the industry.” 800/328-6633; 
www.amthorinternational.com. ■ 

Butch Amthor, left, of Amthor 
International, points out the 
new rounded bottom on the 
company’s Matador Flat Vac 
tank for an attendee at the 
2015 WWETT Show. 
(Photo by Craig Mandli)
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portable restroom tank truck for several years, but customer feedback at 
trade shows such as the Water & Wastewater Equipment, Treatment & 
Transport (WWETT) Show has given Butch Amthor keen insight on design 
improvements. Several of those updates were on display on the Matador Flat 
Vac model on the 2015 WWETT Show exhibit floor.
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makes the tank self-cleaning.”
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units and service them with the same truck is both cost- and time-efficient.”
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4-inch waste valve and 2-inch water valve, and 2-inch pressure-relief valve. 
It is available in 1/4-inch steel, 1/4-inch stainless steel or 5/16-inch alumi-
num, and comes with a workstation and a vertical cabinet with an alumi-
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es for the waste compartment and a sight tube for the water compartment. 
A liftgate is installed behind the tank to load and unload restrooms. It has an 
outside rub-rail with stake pockets every 36 inches. Aluminum removable 
side racks with e-track or solid sides are available.

“The frame actually flexes opposite of the body, which provides a 
smoother ride for passengers and cargo,” says Amthor. “It is easy to load and 
unload units with the liftgate as well. It’s a unit made for one-person opera-
tion if needed.”

Amthor says the 2015 model of the Matador Flat Vac is the result of sev-
eral years of feedback, much of which has come on the WWETT Show floor. 
“That’s how we learn what works and what doesn’t in this industry,” he says. 
“The rounded trough design came directly from customer feedback. They 
wanted something that was easier to clean, and we listened.”

Amthor points out that his company’s goal is to debut a new product at 
every WWETT Show, and he promises 2016 will be no different, though he 
doesn’t want to get into specifics.

“A lot of the decision will come down to what we hear on the floor 
here,” he said during the 2015 show. “I’m always thinking about something 
new or a way to innovate something we already have. And this show is al-
ways the one we aim for. It’s the biggest in the industry.” 800/328-6633; 
www.amthorinternational.com. ■ 

Butch Amthor, left, of Amthor 
International, points out the 
new rounded bottom on the 
company’s Matador Flat Vac 
tank for an attendee at the 
2015 WWETT Show. 
(Photo by Craig Mandli)
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To place an order or for more information please contact us.

Made in U.S.A.
fivepeaks.net    231.830.8099      866.293.1502     

When picking a quality restroom there 
is a lot you need to consider. Durability,
price and dependability are all important
factors. Five Peaks can guarantee you are
making a great decision if you choose from 
their superior product line. Here’s why.

EXCEPTIONAL QUALITY | Five Peaks has a history of producing high quality portable restrooms. We pioneered 
the inclusion of standard features others only offered as expensive add-ons such as mirrors, a hover handle 
and utility hooks. BETTER PRICING | From our elegant design to our service, know-how and responsible 
manufacturing, it’s nice to know that Five Peaks products remain competitively priced. We offer quantity 
discounts as well as specials and sales events. SUPERIOR DEPENDABILITY | Five Peaks units are designed 
for years of maintenance free service. Durable enough to handle day-to-day service on construction sites yet 
elegant enough to turn heads at special events.
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Introducing our new online parts store!

By Peter Kenter

Take 5 ... with Al Branding

Nebraska’s Al Branding turned a construction injury 
into a new career — and a surprising expansion into 
other businesses

(continued)

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

RUNNING 
DISTINCTLY 
DIFFERENT 
BUSINESSES ...

Branding found that running 
a storage pod rental business dovetailed nicely with his 
portable restroom business. He’s also looking to launch a 
sideline business, refurbishing construction office trailers.

Running a series of day care centers? Not so much.
Branding purchased four day care centers in 2007 to 

help provide ongoing financial support for the Christian 
school his sons attend.

“I thought they could turn a profit with minimal 
attention,” he says. “It was enough of an adjustment moving 
from the male-dominated world of construction to the 
female-dominated world of day care. But the centers did not 
perform financially as advertised, so I had to take personal 
control and with a lot of time and effort eventually stopped 
the flow of red ink so they could become solvent.”

W hen a back injury sidelined Al 
Branding from a construction 
career, he applied for what he 

thought was a full-time waste hauling 
job in Kansas City, Kansas.

“Instead, I found out I was applying 
to drive for a portable restroom com-
pany,” says Branding. “I was hired, and 
I liked the job. I was paid on piecework 
and I was pretty aggressive. I soon fig-
ured out how much the truck cost and 
how much money I could make on my 
own.”

Branding sat down with his wife, 
Thressa, to choose a location large 
enough to sustain growth but where cus-
tomers were underserved. They settled 
on Raymond, Nebraska, and a service 
radius of about 50 miles, including Lin-
coln.

“We bought 15 Satellite units and a 
GMC pumper truck from Lane’s Vacu-
um Tank in Kentucky and started up in 
1995,” says Branding.

Twenty years later, Al’s Johns offers 
715 portables, most of them by Satellite 
Industries. About 25 units are handicap-
accessible models from PolyPortables 
LLC, and 15 PolyJohn Enterprises units 
mounted on trailers are fabricated in-
house. Three luxury restroom trailers are 
all from Ameri-Can — a 2014 816 Oasis, 
a 612 Royale Dooley and an 814 Tradi-
tional. Branding also offers 25 hand-
wash stations by PolyPortables and 12 
hand-sanitizer stands from Satellite. 

The company uses Satellite and 
Walex Products deodorizers.

The pumping fleet includes five 
vehicles equipped with steel tanks and 

Conde pumps (Westmoor Ltd.): a 2015 
Hino (800 gallons waste/400 gallons 
freshwater); a 2011, 2012 and 2013 Ford 
F-550 (600 gallons waste/250 gallons 
freshwater), all outfitted by Satellite; 
and a 2006 7500 GMC flatbed with an 
unbranded 450-gallon waste tank. The 
company also runs a 2015 3/4-ton HD 
Chevy pickup.

The trucks haul two restroom trail-
ers, a 10-unit and a 16-unit, fabricated by 
a local welder.

“I specialize in the construction 
industry and split about 70-30 between 
construction and special events,” says 
Branding. “I do weddings and festi-
vals, mostly in Lincoln, and a lot of high 
school and college football. I sometimes 
have 200 units out for home games.” 

Branding launched a rental service 
for 20-foot portable storage containers 
in 2006 (he uses a 2006 GMC 8500 for de-
liveries) and has operated four day care 
centers since 2007 (more on that later).

The company employs five workers 
on the portable restroom side and two 
managers who cover the three business-
es, which employ a total of more than 
60 workers. “We’re blessed with good 
employees and if you’re going to be suc-
cessful, you have to treat them fairly,” 
says Branding.

The business has experienced 
steady growth since it was founded, only 
sidelined briefly by the 2008 economic 
downturn.

“We’ve not only gained back that 
ground,” says Branding, “we’re up al-
most 25 percent over our previous high 
before the downturn.”

1

Growing Smarter

The crew at Al’s Johns 
includes, from left, Amy 
Hraban, Katt Bryant, Josh 
Bruhl, B.J. Helmstadter, 
Thressa and Al Branding, and 
Sara Martin. They’re shown 
with two service trucks from 
Satellite Industries.
(Photos by Matt Ryerson)
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(continued)

DEVELOPING 
IN-HOUSE EXPERTISE

If you want something done right, do it yourself. Branding’s team 
continues to perform routine vehicle repair and maintenance and is 
looking to bring marketing functions in-house.

“We change oil and do brake work on all of the hydraulic brakes,” he 
says. “It not only saves time, it saves money and keeps everyone busy in 
the few minutes of downtime we experience.”

Branding advertises in the phone book and operates a website, 
but hasn’t fine-tuned and optimized advertising opportunities as the 
business grows. He’s currently placing responsibility for marketing in the 
hands of special projects manager Laurie Polivka.

“I can come up with the projects, but I’m not nimble enough 
to follow up with the advertising as quickly as I need to in order to 
alert potential customers,” he says. “Laurie promises to help bring our 
marketing into the 21st century. I’d settle for bringing us into the 17th 
century.”

THE BEST PRICE, 
NOT THE LOWEST PRICE

Like many PROs, Branding faces pressure to play the low-price 
game.

“I have had people ask me to cut the total quote by 50 cents,” he 
says. “I haven’t played that game since I went into business. My price 
includes getting the job done right and done on time.”

On occasion, Branding has even 
recommended his competitors to 
clients who are unhappy with price.

“I’ve done that maybe five times 
in the past 20 years,” he says. “There are 
customers out there who will probably 
be unhappy and frustrated no matter 
what price I give them or how much 
service I provide them, and there’s no 
point going down that road with them 
again. By recommending them to a 
competitor I’m giving them both a 
chance for happiness.”

Branding’s philosophy extends to 
his own suppliers.

“I’m looking for good products, 
and if I’m satisfied, I won’t keep shopping the contract around,” he says. 
“I’ll shop for toilet paper if a supplier discontinues a line, but I won’t 
squeeze suppliers to death over a nickel or a dime.”

4

3

“I have had people ask 
me to cut the total 
quote by 50 cents. I 
haven’t played that 
game since I went 
into business. My 
price includes getting 
the job done right 
and done on time.”

Al Branding

... AND LEARNING 
TO DELEGATE

“Once I got the day care centers under control, I realized that 
between day cares, storage containers and portable restrooms I was 
stretched way too thin,” says Branding.

Soon after, Sara Martin was brought in to lessen that load, and she 
became Branding’s right hand for the day care business. Laurie Polivka 
now manages special projects, promotions and marketing. 

“With Sara and Laurie dealing with other important business, 
I could focus more attention on the 
restroom business, and it was the 
smartest decision I could have made,” he 
says. “When you go from a mom-and-
pop business to the next level, you need 
to take on a completely different mindset 
and set the overall direction for the 
company — not manage every detail.”

2

Al Branding is shown 
with Sara Martin, who 
runs Branding’s four 
Little Hands At Work & 
Play centers near Omaha, 
Nebraska. Stretched in too 
many directions, Branding 
needed help operating 
the day care facilities and 
Martin stepped in.

Left: Employee Amy 
Hraban fills out a 
work order for a 
customer at the Al’s 
Johns office.

Below: Technician 
Josh Bruhl services 
a restroom at an 
apartment complex in 
Lincoln, Nebraska.
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7 Church Road, Hatfield, PA 19440
Phone: 800.422.1844 
Fax: 888.883.9380
Visit our website: www.libertyfg.com

Call Michael DeGroat (ext 12)

Flexible
and Affordable

Financing
Options

Commercial Equipment Financing Call 800-422-1844

Financing for
New and Used Equipment

Trucks • Tanks • Trailers • Toilets • Cameras • Jetters
Computer Hardware & Software

PASSING IT ON 
Branding’s sons Isaac, 17, and Joshua, 15, help out in 

summers, while Caleb, 25, is finishing a term of duty as a U.S. Marine 
and is expected to join the business later this year.

“I like the idea of having each of them try their hand at taking 
over one of the businesses,” says Branding. “However, sometimes 
family businesses run into trouble because the old guard tends to 
micromanage and smother initiative. The younger ones have a ways 
to go, but when they’re ready I’m not simply going to hand them 
the keys. They will have a free hand, but with that freedom will come 
responsibility. Their decisions will have consequences and will have 
to be justified in the quarterly P and L’s.”

However, Branding intends to stay involved with the business for 
a long time to come.

“All I really want is to plan a cruise and then actually follow 
through and go on that cruise,” he says. “That will be a new 
phenomenon for me.” ■

“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.

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

Hino Trucks
248/699-9300
www.hino.com
 
Lane’s Vacuum Tank, Inc.
800/592-3308
www.lanesmobilejohn.com
 
PolyJohn Enterprises, Inc.
800/292-1305
www.polyjohn.com
(See ad page 43)

PolyPortables, LLC
800/241-7951
www.polyportables.com
(See ad page 44)

 Satellite Industries 
800/328-3332
www.satelliteindustries.com
(See ad pages 10, 11)
 
Walex Products Company, Inc.
800/338-3155
www.walex.com
(See ad page 17)
 
Westmoor Ltd.
800/367-0972
www.westmoorltd.com

MORE INFO

5

Some of the inventory, including restrooms 
from PolyPortables LLC, Satellite Industries 
and PolyJohn Enterprises, are shown in the 
company yard in Raymond, Nebraska.
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P.O. Box 317 • Sullivan, IL 61951 • Telephone: 800-722-8384 • Fax: 217-728-8384
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UL-142 Listed Tanks for your Business

Socially 
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plus.google.com
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linkedin.com/company/portable-restroom-operator-magazine
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W hat unique tool or gadget do you have around the shop that you just 
can’t do without?

Jim Hanna, owner of J. D. Hanna Excavating in Warner, New 
Hampshire, says next to duct tape, WD-40, vise grips and a hammer, his go-
to gadget is a split-rim tire iron. Even though Hanna has never used the tool 
to separate rims, he says it has just the right angle and length to serve as an 
effective pry bar.

“We have one in every truck, and we’ve probably given a dozen to good 
friends over the years,” he says. “It’s not something we made, it’s something 
we buy. We sure would be at a loss without it.”

 
HANDY PRY BAR

Officially known as the Ken-Tool T23A 30-inch truck lock ring remover, 
the tool is available online or from auto supply stores.

“We use it almost every other day for something,” Hanna says. “If we 
don’t have one in every truck we feel naked. We’re so fond of us-
ing it that we try to turn other people on to it. The hook angle is 
perfect for tailgate pins and/or pulling other pins or bushings, and 
the compact length still provides good leverage. It’s just a wonderful tool.”

Mark Green, owner of Green 
Construction Management in Water-
bury, Connecticut, keeps his tools in 
a utility trailer he custom built about 
three years ago. Green likes it so much 
he’s in the process of building another.

“It’s pretty unique the way we 
have the trailer set up and organized,” 
he says. “Lasers, cut-off saws, walk-
behind saws, compactors, tool boxes, 
generators; everything is in that trail-
er. It’s 14 feet long, but it’s organized 
nice and neat. You can walk in it and 
back it up almost anywhere. A lot of 
guys will put all their tools in a pickup; 
unfortunately, a lot of the jobs we’re 
on are more than a week long, so we 
want to keep everything safe, secure and locked in.”

Green plans to trick out his new trailer with an auxiliary fuel tank. “A lot 
of the jobs we do, even being in septic, you can’t get a truck behind some-
one’s house or in the back over a hill to fill the machines, but we can walk the 
machines up to the trailer to refuel.”

 OIL EXTRACTOR
Tom Canfield, owner of Earth Construction in Rochester, New Hamp-

shire, also believes in keeping everything neatly organized and considers his 
work van a must for the job site, but for handy gadgets nothing beats his 
cordless tools.

“I was glad to finally find a DeWalt grease gun. This reduces my battery 
needs and means the reliable, long-lasting DeWalt batteries I have can do 
another duty.”

In the world of unique and handy tools, the Oil Extractor from Pela 
Products might be one to include in your shop. Rather than contorting your 
body to wrestle loose a drain plug, the extractor enables you to simply pump 
oil out from the filler tube.

Available in several sizes, the Pela Pro holds about 14 quarts. When 
used with a 7/16-inch O.D. tube it can remove engine oil or hydraulic fluid 
from your work trucks, skid-steer or mini-excavator.

“As an engine distributor, we learned that when you have equipment 
and you have people responsible for maintaining the equipment, if the pro-
cedure is difficult or messy, they’re inclined to not perform that procedure 
on a regular basis,” says Richard Rumley, product support for Pela Products. 
“With the Oil Extractor, it’s a clean operation. Once you use it, you wonder 
how you were able to live without it.”

Here are a couple more tools you might find helpful around the shop:
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“We’re so fond of using 
it that we try to turn 

other people on to 
it. The hook angle is 

perfect for tailgate 
pins and/or pulling 

other pins or bushings, 
and the compact 

length still provides 
good leverage. It’s just 

a wonderful tool.”

Jim Hanna

EvEr usE a split-rim tirE iron to pry loosE a tailgatE pin or a Hand pump to Extract oil from your EnginE? 
nExt to duct tapE and a HammEr, HErE arE a fEw tools you migHt wondEr How you EvEr did witHout.

Handy, Helpful tools

By Ed wodalski

left: The Pela Pro Oil Extractor 
from Pela Products holds about 14 
quarts, enough capacity to remove 
engine oil or hydraulic fluid from 
your skid-steer or mini-excavator.

Below: The Ken-Tool T23A 30-
inch truck lock ring remover has 
just the right angle and length for 
prying loose tailgate pins and/or 
pulling bushings.

CORRAL THOSE TOOLS
Like a puppy on a leash, the 

Dog Box rolling tool chest from 
Snap-on Industrial follows you 
around the shop. Available in three sizes 
(the large model comes with five or nine drawers), the tool box is available 
with either an interchangeable hard steel wagon-style handle that keeps it 
from nipping at your heels or a soft nylon leash to keep the box from wan-
dering away.

No more fumbling for a flashlight 
with the ProGear 2760 LED headlight 
from Pelican Products. The water- and 
weather-resistant light has a cloth 
band with battery life indicator that 
is comfortably worn around the head. 
The light weighs about 3 ounces, piv-
ots to 45 degrees and provides up to 
three hours, 30 minutes of light at low 
beam (90 lumens) or two hours, 15 
minutes on high (133 lumens). Batter-
ies are included. ■

show us yours
Have an idea for a helpful tool? 
Send us a photo and brief 
description of your go-to gadget 
and how it makes your work 
in the shop easier and more 
convenient. Send your info to 
editor@promonthly.com.

left: The Dog Box rolling tool 
chest from Snap-On Industrial is 
available in three sizes.

Below: The ProGear 2760 LED 
headlight from Pelican Products 
pivots 45 degrees to put light 
exactly where you need it.
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HANDY PRY BAR
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Karleen Kos is 
executive director 

of the Portable 
Sanitation 

Association 
International. She 
may be reached at 

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

W hy in the world do we need World Portable Sanitation Day, coming 
up Aug. 15? That’s a great question that deserves a great answer. 
And believe it or not, we have one. Whether you realize it or not, we 

have a public image problem that stops us from reaching our full potential 
as an industry and as individual businesses. But we are about to change that, 
and you can help.

A group of operators and suppliers to the portable sanitation industry 
have teamed with the PSAI to change public opinion about our industry. As 
a matter of fact, this group has created marketing materials you can use to 

convince people that your business is “green” and “clean” with exceptional 
“hygiene.”

Yes, it is true. Our restrooms are environmentally friendly and do an 
amazing job of protecting public health. But the way people talk about our 
restrooms you would think the opposite.

As an operator, you can reverse this perception by first talking to your 
employees about the benefits of our industry. If you are not sure what ben-
efits we offer, visit the PSAI website and find articles, press releases and mar-
keting materials that explain the benefits clearly.

It’s all available at psai.org/world-portable-sanitation-day.
Next, you can promote the benefits of our industry when talking to 

existing customers. Download some of the information on the PSAI web-
site and make a copy to hand out to your customers. Explain to them how 
portable restrooms save 125 million gallons of freshwater per day. Tell them 
how portable restrooms provide employers over $10 billion per year in add-
ed productivity. Let them know that without portable restrooms they could 
be facing severe danger from drinking water contaminated by human waste. 
(By the way, we know 125 million gallons sounds like a lot, but we have the 
data to back that number on the website – check it out.) 

Last year, operators like you promoted World Portable Sanitation Day 
(WPSD) through handouts, holding community events and hosting lunches 
with employees to tell them about the importance of portable sanitation. 
This year, we would like you to be involved. You can find ideas on how to 
market WPSD (mark your calendar for Aug. 15) on the PSAI website.

WPSD focuses on two main goals. The first is to educate portable sani-
tation operators, their employees and the general public about the critically 
important role portable sanitation plays in the health and well-being of their 
local community. The second is to spread the news to others around the 
world that portable sanitation can help ease the pain of 2.6 billion people 
who desperately need proper public sanitation.

This year we hope to see many more operators get involved in this im-
portant initiative. For complete information, please use the following re-
sources: Visit http://psai.org/wpsd-toolkit/ or contact the co-chairs of the 
PSAI’s Education Initiative, Nancy Gump at nancy@andygump.com and 
Steve Brinton at steveb@satelliteco.com. ■

Participate in World 
Portable Sanitation Day

PSAI News   
August 2015

By Karleen Kos
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Did you know that one in three people lacks access 
to sanitation and one in nine people lacks access to 
safe water? Portable sanitation can help solve both 
problems—it already saves 125,000,000 gallons of 
fresh water a day! 

The Portable Sanitation Association International (PSAI) 

and concerned people around the world ask you to imagine:

•  your life without access to any kind of toilet—so that you have to fi nd a fi eld 
    or a plastic bag in which to relieve yourself?

•  grocery shopping, education, workplaces, parks, homes—with no facilities

•  that you live in a place where children die because of unclean drinking water

•  that you are one of 2.6 billion people who deal with this challenge every day
 

PSAI invites you to join us in recognizing World Portable Sanitation Day (WPSD).  

Join us in making sustainable sanitation a priority!

August 15, 2015WORLD August 15, 2015August 15, 2015
PORTA B LE 
SANITATION DAY

WORLD
Second Annual 

psai.org
1.952.854.8300
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PolyJohn EntErPrisEs PJn3
The PJN3 from PolyJohn Enterprises has a spa-
cious interior and a translucent roof. It comes with 
anti-slip floors, maximum ventilation, a two-roll 
paper dispenser and an occupancy signal latch. 
Options include a hand-washing sink or hand-
sanitizing dispenser, convenience shelf with hook, 
locking kit, and gender signs. The waste tank de-
sign makes cleaning and servicing easy. Each unit 
comes with a door-mounted mirror, handle and a 
non-splash urinal. It is available in the standard static tank model or with an 
optional recirculating flush tank. 800/292-1305; www.polyjohn.com.
 

PolyPortablEs axxis
The Axxis portable restroom from PolyPortables 
has self-closing hinges that operate from an internal 
stainless steel spring, a heavy-duty rotary latch that 
is tough enough for hard use, a deep ambidextrous 
door pull for convenience and a durable door frame 
for maximum structural integrity. It comes with a 
60-gallon waste tank, rotationally molded plastic skid, 
urinal, coat hook and a three-roll toilet paper holder. 
800/241-7951; www.polyportables.com.

MonsaM EntErPrisEs
PsE-2003laP
The PSE-2003LAP from 
Monsam Enterprises is a 
three deep-basin hand-wash-
ing station that is portable and propane-powered, so there is no need for 
plumbing. Models are also available in one, two or four basins. It allows cus-
tomers to have hot or cold running water whenever and wherever they need 
it without electricity. Water can be heated up to 145 degrees F. It comes with 
freshwater and wastewater tanks, and industrial casters with brakes for easy 
mobility. 800/513-8562; www.portablesink.com.

atlas PortablE sanitation Pluto4
The Pluto4 urinal stand from Atlas Portable Sanita-
tion is suited for lengthy rental periods and is designed 
for use in a wide variety of conditions and locations. It 
is stackable up to four units and serves as an ideal so-
lution for reducing public urination in locations such 
as city centers, campsites, picnic areas and marinas. The 
unit can be drained into the sewer system or be serviced 
by a toilet rental company. Its floor space is identical to 
portable restroom units, ensuring a smooth and carefree integration in the 
existing fleet of rental units. www.atlastoilets.com.
 

FivE PEaks GlaciEr ii
The Glacier II portable restroom from Five Peaks has 
an ultra smooth door and sidewalls, making it easy to 
clean. It provides integrated vents, eliminating un-
necessary screen maintenance. Extra deep molded-
in grab handles are located in all four corners for ease 
of maneuverability. It is manufactured from durable 
high-density polyethylene with UV-stabilizers, with a 
strong twin-sheet heavy-duty door and jamb with in-
tegrated hinge and return spring. The 65-gallon tank 
has sloping lines to keep the tank top dry and clean. It 
comes standard with a hover handle, oversized mir-

ror, two shelves, gender sign, coat/purse hook, beverage holder and three-
roll toilet paper holder. 866/293-1502; www.fivepeaks.net.
 

kros intErnational usa
kros urinal
The KROS urinal from Kros Interna-
tional USA is designed for outdoor 
event sanitation as it is easy to clean, 
durable and 100 percent recyclable. It 
allows four men to urinate simultane-
ously with ample separation due to 
built-in dividing walls. 855/576-7872; 
www.krosinternationalusa.com.
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satEllitE industriEs brEEzE
The Breeze easy-to-operate hand-wash station from Satel-
lite Industries has a sealed water tank to ensure proper hy-
giene. It includes two stations with full finger-tip-to-elbow 
washing, and operates with a hands-free, baby foot pump. 
It includes freshwater and graywater drain plugs and an ad-
ditional pumpout port on the base for wastewater. To aid 
drivers, all plugs are tethered to the unit to prevent loss or 
damage. It has two handles for lifting and fits easily inside 
most portables for ease of transporting. It has a sealed freshwater tank where 
chlorine can be added to kill bacteria. To maintain attractiveness, the blue ar-
eas have a fleck pattern to hide scuffs and scratches. For added protection and 
simplicity of care, the top, middle and bottom gray sections are extended to 
provide a natural bumper. The middle gray washbasin section is replaceable. 
800/883-1123; www.satelliteindustries.com.

t.s.F. coMPany
tuFF-Jon FrEEstandinG sink
The Tuff-Jon 90-Gallon Freestanding Sink with 
trash container from T.S.F. Company provides 
two wash stations; hands-free, foot-operated 
pumps; towel dispenser; and 10-cup-capacity 
soap dispenser. A sink-lifting bracket allows for 
easy positioning in high-rise applications. The 
sink-lifting bracket has a 1/4-inch wire cable, 

weighs 30 pounds and is safety orange. The unit is constructed from easy-to-
clean polyethylene, with 45-gallon waste and freshwater capacities, a towel 
dispenser, trash container, protective skid plate and freshwater drain plug. 
The unit weighs 85 pounds. 800/843-9286; www.tuff-jon.com.

(continued)

alliEd Forward Motion
Mini-MEtro MovEr
The Mini-Metro Mover from Allied Forward 
Motion has a load capacity of 525 pounds. The 
portable, collapsible restroom mover fits on a 
truck, weighs 56 pounds and has four pneumatic 
tires, formed steel construction and black acrylic E-coat finish. 920/493-
2987; www.minimetromover.com.
 

arMal transPort dolly
The Armal transport dolly is used to 
move Wave portable restrooms from 
one location to another. It is made 
of lightweight aluminum, making it 
easy for one operator to maneuver 
a portable restroom quickly and ef-
ficiently. It is made for rigorous daily 

use and speeds up the process of picking up and/or dropping off portable 
restrooms. 770/491-6410; www.armal.biz.

dEal assoc.
suPEr MonGo MovEr 
The Super Mongo Mover hand truck 
from Deal Assoc. moves both standard 
and handicap/ADA restrooms. Its alumi-
num and steel frame is lightweight and 
strong, and is available with up to eight 
wheels for use on soft ground. The opera-
tor stands on the rear axle so body weight 
works to help tip the restroom, while the 
long handle provides leverage, making it 
easier to tip back-heavy restrooms with minimal strain. It can be carried on 
the back bumper of a vacuum truck or trailer, or strapped to a restroom for 
transport. 866/599-3325; www.dealassoc.com.

handaGo advErtisinG
hand-wiPE disPEnsEr
Handago offers industrial-grade hand-wipe dis-
pensers with substantial advertising space. The 
sponsor pays for advertising on the dispenser, while 
it would be supplied to the event free. Artwork can 
be uploaded easily, and service and maintenance 
is easy on the high-volume four-sided dispenser. 
888/408-4188; www.handagoinfo.com.

 hand-wash stations

 rEstrooM accEssoriEs and suPPliEs

 rEstrooM MovErs

  casE study

soap needed in high-temperature 
conditions
 
Problem: A portable restroom operator in central California serves 
agricultural customers, placing portable restrooms and hand-wash 

stations throughout produce 
fields waiting to be picked. 
The growers must provide 
hand soap that is dye- and 
fragrance-free, stands up 
to high heat, and doesn’t 
become so thin that it drips 
when temperatures exceed 90 

degrees. Changing dispensers would be cumbersome because there are 
hundreds of dispensers scattered across multiple farms. 
 
Solution: Hauler Agent provided Whisk, a scent-free, dye-free lotion 
soap that won’t drip under extreme heat.
 
reSult: The soap filled all the dispensers with ease. 888/557-1460; 
www.hauleragent.com.
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EXPERIENCE. INTEGRITY.
With over 30 years of  

experience, we have the product 
knowledge and integrity that 

surpasses the competition.

*We have 17 Portable Trucks 
and 7 Septic Trucks In Stock.

» Tanks in Steel,  
Stainless Steel & Aluminum

»Built to Your Specs
»4 WD or 2 WD Chassis
»CDL & Non-CDL Trucks
»Full Line of Pumps Available

Like us on 
Facebook

*As of July 31 T0815

Industries,  Inc.

866.789.9440
www.keevac.com

Contact our knowledgeable staff today!
450 Gallon (300/150), 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 & 
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450 Gallon Aluminum Slide-In

Side Engine Style

$16,495

$8,395

Quebec, PC
Ontario, ON
Calgary, AB

Moncton, NB

Denver, CO
Bellefonte, PA

Kansas City, MO
Orlando, FL

satEllitE industriEs brEEzE
The Breeze easy-to-operate hand-wash station from Satel-
lite Industries has a sealed water tank to ensure proper hy-
giene. It includes two stations with full finger-tip-to-elbow 
washing, and operates with a hands-free, baby foot pump. 
It includes freshwater and graywater drain plugs and an ad-
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trash container from T.S.F. Company provides 
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pumps; towel dispenser; and 10-cup-capacity 
soap dispenser. A sink-lifting bracket allows for 
easy positioning in high-rise applications. The 
sink-lifting bracket has a 1/4-inch wire cable, 

weighs 30 pounds and is safety orange. The unit is constructed from easy-to-
clean polyethylene, with 45-gallon waste and freshwater capacities, a towel 
dispenser, trash container, protective skid plate and freshwater drain plug. 
The unit weighs 85 pounds. 800/843-9286; www.tuff-jon.com.
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tor stands on the rear axle so body weight 
works to help tip the restroom, while the 
long handle provides leverage, making it 
easier to tip back-heavy restrooms with minimal strain. It can be carried on 
the back bumper of a vacuum truck or trailer, or strapped to a restroom for 
transport. 866/599-3325; www.dealassoc.com.
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Handago offers industrial-grade hand-wipe dis-
pensers with substantial advertising space. The 
sponsor pays for advertising on the dispenser, while 
it would be supplied to the event free. Artwork can 
be uploaded easily, and service and maintenance 
is easy on the high-volume four-sided dispenser. 
888/408-4188; www.handagoinfo.com.
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MANUFACTURER OF QUALITY PORTABLE RESTROOMS AND SINKS

Dual VIP Restroom Trailer

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

WWW.NUCONCEPTS.COM

Ideal for:
• Weddings / Parties
• Sporting Events
• Food Festivals
• Community Events
• Restroom Remodeling
• Movie Production

Features:
• Solar Powered
• Self-contained
• Flushing, china toilet
• Enclosed sink
• Power Converter (option)
• Air-conditioning (option)
• Interior Heater (option)
• Sink Water Heater (option)
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tow-lEt rEstrooM trailEr
The Tow-Let portable restroom trailer 
remains sanitary and usable while being 
towed from job to job for up to a month 
before service is required. Permanently 
mounted on a trailer, the unit is a self-
contained polyethylene portable rest-
room with a 50-gallon waste tank and 
30-gallon freshwater tank for washdown. 
A solar-powered 12-volt system pow-
ers the washdown pump, which charges the hose on a self-retracting reel. 
The unit includes a single-user hand-wash sink, LED interior lighting with 
control panel and a storage box for supplies. Larger size tanks (including a 
300-gallon waste tank for long-term placement) are available, and units can 
be customized to match company colors. It can be towed behind any vehicle 
with a 2-inch ball receiver. 712/623-4007; www.tow-let.com.

cPacEx FoaMinG hand-sanitizinG systEM
The Foaming Hand-Sanitizing System from CPACEX 
dispenses foam from the top of the unit, eliminating 
leaks and waste while delivering the proper amount 

of sanitizer, with no towels, water or rinsing need-
ed. It meets CDC recommendations for hand an-

tisepsis, killing 99.9 percent of common germs 
within 15 seconds. The push pad at the top of 
the unit eliminates wasteful over-dispensing 

of product and is ADA compliant. Choose from alco-
hol-based or non-alcohol (E-3 rated) hand sanitizer. The dispenser accepts 
both liquids and foaming products. 800/974-7383; www.cpacex.com.
 

dEl vEl chEM co. siMPly soFt
Simply Soft toilet tissue from Del Vel Chem Co. of-
fers an economical alternative to standard tissue 
with the small-core roll lasting two and a half to five 
times longer, and the double roll lasting one and a 
half to three times longer than standard rolls. Each 
roll of tissue is individually wrapped and packaged for 
protection. 800/699-9903; www.delvel.com.
 

J & J chEMical J-liGht
The solar-powered motion-activated 
J-Light from J & J Chemical is a de-
pendable light source that easily in-
stalls in the roof through a 1 1/2-inch 

hole. The self-contained solar panel 
acts as a day/night sensor, saving energy 

during the day and charging the batteries, allowing the light to 
activate only when it’s dark. The long-life rechargeable batteries save time 
and money by not having to replace standard alkaline batteries, and are en-
vironmentally friendly. The motion sensor turns the light on when activity is 
detected. Once the restroom is exited or there is no longer activity, the light 
will remain on for 35 seconds then turn itself off. Five high-intensity LEDs 
emit 30 lumens of light. 800/345-3303; www.jjchem.com.

Prostitch insulatEd covEr
Insulated portable restroom covers from Pros-
titch prevent freezing, providing comfort to cus-
tomers during cold conditions. Made of insulated 
fiber, 10-ounce PVC and a poly-cotton fabric, cov-
ers have an R5 insulation rating. They are tear and 
crack resistant, and are easy to install using snaps 
and self-tapping screws. Covers are available for 
all models of portable restrooms. Options include 
a clear roof, 2-inch silver reflective stripes on the 
door, clear pockets on the front of the door for 
contact information and logo, and several colors. 
705/524-6009; www.prostitch.net.

 rEstrooM accEssoriEs and suPPliEs
  casE study

Florida portable restroom company 
chooses lighting for units
 
Problem: AAA Porta Serve of High Springs, Florida, maintains a 
number of recreational and job site restrooms used at night, as 

well as supporting 
festivals that often 
don’t conclude until 
after midnight. Using 
restrooms after dark 
takes patrons longer 
and can leave restrooms 
messy. During the recent 
Water & Wastewater 

Equipment, Treatment & Transport (WWETT) Show, AAA staff looked for 
solar lighting products that would be easy to install, vandal-resistant 
and provide adequate light.
 
Solution: Owner Ross Ambrose and field supervisor Darren Fout 
met Rex Barton of RJ Products to see the lunarglo Solar light in 
operation, watch the installation process and discuss the durability of 
the units. Ambrose and Fout decided to try the product.
 
reSult: Ambrose recently placed a second order. “The lights not 
only provide a more comfortable environment for our customers, but 
lit restrooms are much easier to clean due to the customers being 
able to see at night,” he says. “Our team services units more quickly, 
everyone benefits from increased cleanliness and the lights are a 
great surprise for those ‘dreading’ having to use a portable restroom 
at night.” 574/294-2624; www.lunarglo.com.

solar lEd innovations
solar Pod liGht
The Solar Pod Light compact lighting 
system from Solar LED Innovations 
provides 65 lumens of light, illuminat-
ing portable restrooms for nighttime use. 
About the size of a hockey puck, the unit 
protrudes less than 1/4 inch above the 
roofline and securely double-locks through the roof. Automatic and manual 
settings control lighting. A day in the sun provides up to 24 hours of lighting 
time. It exceeds Cal/OSHA illumination requirements for nighttime agricul-
tural operations. 484/639-4833; www.solargoose.com.

 
walEx bravo

Bravo urinal screens from Walex Products are 
a urinal odor-control product featuring bac-
teria action that deodorizes and cleans. The 
fragrance release lasts 30 days. The shape and 
ribbed surface reduces splashing, and the 
product fits in all styles of urinals. 800/338-

3155; www.walex.com. ■

 rEstrooM accEssoriEs and suPPliEs
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We Offer, Decals With Hi-tac Adhesive,
Permanent Acrylic Adhesive, Removeable Adhesive

And Aluminum Signs For Use On:
Portable Toilets, Equipment Roll-off’s And Vehicles

All Of Our Custom Manufactured Products
Are Quality Engineered For Long Term Outdoor Durability.

CUSTOM
SIGNS AND DECALS

530 East Jamie Ave, La Habra, CA 90631 
Call (800) 903-3385 or Fax (800) 556-5576   www.jcgury.com

Quality
Screenprinting

Since 1949

YOUR
NAME
HERE

YOUR
NAME
HERE

YOUR COMPANY
NAME HERE

YOUR COMPANY
NAME HERE

 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!
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PORTABLE RESTROOM OPERATOR

TM

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

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

 

Making connections

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

 

the Main event

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

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

 

By the nuMBers

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

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

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

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

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

(continued)

the teaM

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

 

coMpany history

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

(continued)

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

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

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

tHe JoB: Oregon Jamboree

oN locAtIoN
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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.” ■
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^^^ 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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F I L E

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 

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

MOJOMOJO
Music City

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

PoshPrivy Nashville, Tenn.
★
Tennessee
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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, 

(continued)

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

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

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

 
TARGETING CUSTOMERS

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

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

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

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

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

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

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

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

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

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

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

Brandon Mcneely

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

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

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

 
TARGETING CUSTOMERS

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

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

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

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

 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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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.”
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wastewater outlet valve on one 
of his restroom trailers.

^^^ McNeely runs a power cord to his Porta Pal unit from 
Rich Restrooms. Music City customers organizing backyard 
weddings and special events want a lot of amenities when 
shopping for portable sanitation units.
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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 
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^^^ McNeely adjusts the 
wastewater outlet valve on one
of his restroom trailers.
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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 
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area’s ability to support a boutique, high-end 
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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.”
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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 
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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 
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Kristeen, in Nashville.
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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 

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
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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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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 yard!

Scan the 
code  

with your 
smartphone.

Why wait?  
Go to  

promonthly.com/classifieds/place_ad
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Get more news, 

more information, 

more features with 

Online Exclusives

Exclusive online 
content for PRO

www.promonthly.com/online_exclusives

Want More Stories?

Crescent self-
adjusting pipe wrench

The CPW12 12-inch, self-adjust-
ing pipe wrench from Crescent, a mem-
ber of the Apex Tool Group, is designed for one-handed performance. The 
wrench works on most common pipe, from 5/8 to 1 1/2 inches, including 
black iron, galvanized, PVC and copper. A black oxide finish resists corro-
sion. 919/362-1670; www.crescenttool.com.

 

Water Cannon soft 
sprayer system

The 14C12 chlorine-resistant soft spray-
er system from Water Cannon, powered by a 
Honda GX200 engine, features a 10 gpm at 
300 psi Udor Zeta Series diaphragm pump, 
gear drive and 200-gallon polyurethane tank. 
The 65- by 49- by 40-inch-tall sprayer has a 
lightweight and rustproof skid-mounted 

frame, aluminum and stainless steel hose reel, adjustable spray gun, 400-
foot by 3/8-inch chemical application hose and tankless Clean-N-Flush 
valve. 800/333-9274; www.watercannon.com. ■

 PRODUCT NEWS

Businesses

Portable toilet business for sale. SE PA. 
Turnkey operation. 150 units, sinks, handi-
caps, trucks, trailer. Established 20+ years. 
$250,000. Owner retiring/relocating. Con-
tact itspottytime@comcast.net or 610-927-
9114.  (P08)
 
Well-established portable restroom business 
for sale — SW Florida. 800 units, 700 on 
the street. 2 trailers, 40 ft. & 24 ft. 20 hold-
ing tanks, 15 ADA units, 16 sinks. 6 Trucks. 
Owner ready to retire. Serious inquiries only. 
portapottyrentals@yahoo.com (P08)

Portable restroom company for sale. Approx-
imately 400 units and three trucks located 
in Southeast Connecticut. Owner retiring. 
Serious inquiries only. 860-887-6542 (P08)

 

COMPuTeR sOFTWARe

FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (T08)

PORTABLe ResTROOMs

Wanted: Used green or beige PolyPortables, 
Satellite or Sebach restrooms and Sebach 
roofs in south GA or north FL area. Charles 
229-292-9260 (T08)

Approximately 300 portable toilets. Some 
ready for service, some in need of recon-
ditioning. Remainder can be used for parts. 
One (1) mobile trailer-mounted portable toilet 
for MDOT or road crew use. Two (2) 500-gal-
lon waste tanks for mounting on trucks. 
One (1) 500-gallon water tank for mount-
ing on truck. Must take all. $1,000 OBO. 
Bart 810-217-4639. (T08)

PORTABLe ResTROOM
TRAiLeRs

2014 24-ft. COH ADA 7-station rest-
room trailer. Hydraulic-lowering ADA box 
with fold-up ramp for wheelchair access. 
600-gallon waste tank, 225-gallon fresh-
water. Hot water heater and pump. Ladies: 
3 toilets and sink. Men: 3 urinals, 1 toilet 
and sink. Baby changing station, 6-panel 
oak doors. Only use 6 months. Excellent 
condition. Call Bill at Montondo Trailer 
800-680-2902 ext.103  (T08)

13-station Maple Leaf washroom trailer, 
12x40. Mens’ side has 5 toilets, 5 urinals, 
3 sinks. Ladies’ has 3 toilets, 2 sinks. No 
water or sewage tanks. $16,000 neg. 
506-382-7450 (T09)

Two restroom trailers available, both have 
air conditioning & heat. First one is a 1994 
2-station trailer - $10,000. Second is a 1994 
4-station trailer - $13,000. Pictures available 
upon request. 740-483-9049 or 304-904-
2283; litmanenterprises@live.com (P08)

PORTABLe ResTROOM 
TRuCks

2002 international 4300: DT466, Al-
lison automatic. 1,100/400 Abernathy 
tank, 430K miles. New tires and brakes. 
Truck is ready to work.  ............ $22,500

Call 731-660-1781, Tn T09

2003 GMC C7500: CAT 3126 diesel, Alli-
son transmission, air brakes,1,000-gallon 
waste, 400-gallon freshwater, 4” discharge. 
Masport HXL75 pump 230cfm works great. 
Truck not inspected but runs well. GVWR 
25,950 lbs. 11R22.5 tires. $9,000 OBO. 
802-658-6243 (P08)

2006 Freghtliner M2: Mercedes engine, 
237,000 miles. Best stainless steel dual-ser-
vice tank 1,100 waste, 400 water. Excellent 
truck. Selling due to downsizing. $33,500. 
412-592-8695 (P08)

2006 International 4000 Series pump 
truck. 281,204 miles, Masport pump, 1,100 
waste/400 fresh. 2004 C7500 GMC pump 
truck. 141,700 miles, Masport pump, 1,100 
waste/400 fresh. Lake Oconee Rental, Brad 
706-484-0496, Eatonton, GA (P08)

2009 International 4400: 26,000 GVW, air 
brakes, 230hp, 10-speed, 400-gallon fresh, 
1,100-gallon waste, aluminum wheels, dual 
side service. $39,200. 740-525-1726 (P08)

POsiTiOns AvAiLABLe

Full-Time Sales Representative: Finish 
Line Portables is actively seeking full-time 
field sales representatives to help expand 
our services in the Los Angeles and Or-
ange County region. All candidates must 
have proven sales experience and contacts 
within the special events and construction 
industry of Southern California. Finish Line 
Portables is a friendly EOE employer. Email - 
info@rentfinishline.com  (T08)

Grand Opening Special

Armal Portable Toilets

$399
per unit

F.O.B.

El Paso, Texas

Buy 24 units or more 
and you’ll get Free...
3* Stickers per unit.
*(Just send us your Artwork)
1  CUSITEC T-shirt  

(your size)
1 CUSITEC baseball cap
2 CUSITEC pens

www.CUSITEC.com

CUSTOM  
TANKS

Portable Toilets Distributor
8927 Dyer St. El Paso TX 79904

(915) 275-4144

HONDA  
4200 PSI JETTER

1.800.333.9274

.c
o

m

$1,399 Delivered

 Base Model  
$1,099

Water Cannon,  
Un contacto 
en Espanol: 

llama al: 
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ADVERTISING

August 2015CLASSIFIED ADVERTISING

To advertise in PRO Marketplace 
call 1-800-994-7990
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Progress Tank launches website
Progress Tank launched a new website, www.progresstank.com. The 

site features real-time online inventory of new and refurbished units, one-
click access to customer service, and detailed descriptions and images of 
vacuum tank trucks.

 

Isuzu achieves 
production milestone

Isuzu Commercial Truck achieved a 
production milestone in April when the 
20,000th gas-powered, low-cab-forward 
truck rolled off the assembly line.

 

NuConcepts names 
general manager

NuConcepts, manufacturer of portable restrooms 
and utility sinks, named Dan Chase general manager. 
He will oversee manufacturing and production at the 
Ontario, California, facility, as well as repair, servicing, 
sales and product development.

 

Ring-O-Matic names CEO
Ring-O-Matic, an Iowa-based manufacturer of 

vacuum excavators, named Brian Metcalf chief executive 
officer. A native of Pella, Iowa, Metcalf will be responsible 
for developing a sustainable strategic growth plan for the 
company as well as its complement of related support 
products.

 

Southwest Products 
expands sales territory

Southwest Products (SWP), together with Iowa Mold Tooling (IMT), 
has expanded its sales territory into the Pacific Northwest. SWP has been 
a distributor of IMT mechanics trucks in the western United States and will 
now offer trucks, parts and service throughout Oregon and Washington.

 

Wieser Concrete 
celebrates 50th 
anniversary

Wieser Concrete celebrated 
its 50th anniversary at its Maiden 
Rock, Wisconsin, location in April. 
Beginning as a one-man crew 
with a hand-mixer in 1965, Wieser 
today employs 160 workers.

 

Macquarie Group acquires 
Advantage Funding

Macquarie Group acquired Advantage Funding Management from 
Marubeni America Corp. Advantage Funding will become a fully owned 
subsidiary of Macquarie’s Corporate and Asset Finance group. Advantage 
Funding provides transportation financing and leasing options for 
commercial vehicle operators in the municipal and industrial markets.

 

GPS Insight founder finalist 
for EY Entrepreneur of the Year

Rob Donat, founder and CEO of GPS Insight, is a finalist for the 2015 
EY (Ernst & Young) Entrepreneur of the Year award in the Mountain Desert 
region. The award recognizes individuals who demonstrate excellence and 
success in innovation, financial performance and personal commitment to 
their businesses and communities. ■

 INDUSTRY NEWS

Dan Chase
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•  Includes LPG Heat On  

Demand Water Heaters
• Private Showers
•  Changing Area with  

Optional Bench
• Water Resistant Interior
• Steel Studs & Roof Rafters
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4-Station Combo
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info@cohsi.com • 630.906.8002 • www.cohsi.com
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