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Building quality Stainless Steel Tanks since 1972

Food for thought:  No one has ever 
regreted buying their stainless steel 

tank from Best Enterprises.

GAYLE HUMPHRIES
PRESIDENT & CEO

BEST ENTERPRISES, INC.

Did You Know?
To the best of our knowledge & research, all STAINLESS STEEL tanks, manufactured by  
BEST ENTERPRISES, since 1972 are still in operation. Therefore, Best Enterprises believes that 
vacuum tanks, built with our quality “STAINLESS STEEL” is a smart investment for your company.

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

We have small units available 
for special design perfect  

for your small truck.  
Call for details and availability

GH400/200

GH300/150

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

Mack 
GH2500/1500
Moro AC 5

Dodge 1500  
GH1100/400
Masport HXL-4 

Ford F550 
GH700/300
Masport HXL-4

Summer is upon us, the time of year where business will get back in gear. Best 
Enterprises Inc. can provide you with the services you need to get the job done.

Best Enterprises, Inc.
Located in Cabot, Arkansas  

501-988-1905   800-288-2378  
www.bestenterprises.net   www.youtube.com/bestentinc
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Like us on 
Facebook

*As of June 30

T0716Industries,  Inc.

866.789.9440
www.keevac.com

Contact our knowledgeable staff today!

950 Gallon (650/300), Aluminum Slide in, Flanged and dished heads,  
Condé SDS6 (115 CFM), Honda 9 HP Electric start, 
30" tiger tail hose with valve and wand, 50" wash down 

Side Engine Style

$15,995**

Denver, CO
Bellefonte, PA

Kansas City, MO

*We have 19 Portable Trucks and 12 Septic 
Trucks In Stock. Over 50 Steel, Aluminum, & 

Stainless Steel Tanks Available 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, 

450 Gallon Aluminum Slide-In

Quebec, PC
Ontario, ON
Calgary, AB

Moncton, NB

$8,295**
**Sale Price Ends July 31, 2016.

Putting you on the road 
to logistical success.

Putting you on the road 
to logistical success.

$83,950
Dodge 
500/300  

$84,475
Ford F550 

500/300  
$82,900

Isuzu 
500/300  

$102,950
Ford F750 

800/350  
$109,950
Peterbilt 337 

800/350  
$106,450

Hino 268A 
800/350  

GET $1000 OFF  
IF YOU MENTION 

CODE KYP **

The Bed is the 
Water Tank PATENT PENDING

ALL NEW!

✓  Preventative Maintenance
✓  Removes Stuck On Waste & Paper
✓  Advanced Super-Concentrated Enzyme Formula
✓  Easy to Use Dissolvable Packet
✓  Cleans Entire Tank in 12 to 24 hours

Start Every Job fresh
cleans tanks overnight - before the delivery
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T he presidential election is coming up and we’ve been bombarded 
with advertising either praising or lambasting the candidates for many 
months. As politics dominate the world we live in, it seems like every-

one has an opinion and wants to share it. The rancorous debate that erupts 
makes me a little uncomfortable, frankly.

It’s times like these that I recall what a business owner once told me as 
we spoke about a controversial issue in our hometown. I was serving on the 
city council and the well-known businessman wanted to share his input with 
me, but he was hesitant to come to a council meeting and speak up in public.

“Small-business owners don’t have freedom of speech,” he said with 
some degree of regret. Having owned a business myself, I understood his 
point. Operating a business, it’s prudent to keep away from the political fray 
— whether it’s a local zoning issue or a presidential election. Why? In case 
it’s not obvious, choosing sides in any contentious debate is likely to offend 
a significant percentage of your potential customer base.

 
DON’T GO THERE

Displaying the courage of your convictions is admirable on some level, 
but I contend you are ill-advised to do so if you want to maximize your rev-
enue. This is especially true in the competitive marketplace of a small town, 
but we’ve seen that even huge multinational companies can be hurt when 
they speak out on one side of a political issue.

I prefer not engaging in prickly political issues anyway, so I typically 
don’t put campaign signs in my front yard or send letters supporting one 
candidate or another to the local newspaper. It’s not in my nature to do that, 
but at the same time, not engaging in the political debate in a public way 
serves my business interests well, too.

Conservative or liberal, tree hugger or free trader. It just doesn’t make 
sense to make your political views public if you’re in business. Or does it?

It’s clear not everyone agrees with me and the small-business friend 
mentioned earlier. At least once in every major election year, I see a local 
business display multiple signs supporting one candidate or political issue. 
I also read letters to the editor from business owners doing the same. If the 
electorate is split fairly evenly, how is becoming embroiled in politics not 
going to have an impact on the bottom line?

 
MOGUL DISAGREES

Daniel Roth, executive editor for LinkedIn, had an interesting exchange 
on the topic of mixing business and politics recently during an interview with 
Richard Branson, the flamboyant CEO of airline Virgin America. After watch-
ing Branson support Colorado legalizing marijuana during a press confer-
ence, Roth asked the business mogul if it was a wise thing to do. He suggested 

it might be in Branson’s best interest to keep his opinions to himself.
“I think it’s very sad if an entrepreneur or somebody who is running a 

company thinks the only thing that matters is profit,” Branson responded. 
“If every single business leader in the world can adopt a problem or an issue, 
we would get on top of every single problem in the world. All you have to do 
is one thing. Pick an issue.”

Roth’s reaction? He said it might be easier for Branson to speak out 
because he’s already made his billions. He wondered, though, if Branson 
represents a trend across the business spectrum; that maybe the traditional 
way of thinking my business-owning friend and I embrace is somehow old-
fashioned and out of date.

I don’t see it, at least so far as it concerns an emotional political battle 
like the one we face in the coming months. No matter who you back in a 
presidential election, almost half of the general public will disagree with you.

 
FIND A WINNING CAUSE

If you put a sign out front of your restroom business in support of one 
candidate, surely some of your customers who disagree will be less inclined 
to hire your service. Are you willing to take a chance at losing even a frac-
tion of those customers who support the other side? And how would you feel 
if another small business you patronize has signs out front supporting the 
candidate you oppose? Would you want to take your business elsewhere?

Perhaps Branson wasn’t talking party politics as much as encourag-
ing business owners to find an altruistic cause to get behind. That’s another 
story entirely. It’s usually a winning proposition for business owners to be-
come engaged in the community and raise awareness about an issue near 
and dear to their hearts.

Urge customers to support programs combating a debilitating illness, 
bringing an end to domestic violence, or helping youth in the community? 
Of course. Include these efforts in your advertising. Donate a percentage 
of your revenue to one of these worthy causes. I’ve seen many PROs raise 
awareness for important causes, and a byproduct of the effort is the goodwill 
generated by customers and the public.

The key is to use common sense in whatever or whomever you choose 
to support, whether you’re doing so through the business or as an individu-

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

promise a prompt reply to all reader contacts. Call 800/257-7222; fax 715/546-3786; 
email PRO editor Jim Kneiszel at editor@promonthly.com.

FROM the EDITOR   
July 2016

Should You Mix Business and Politics?
YOU MAY WANT TO GET ON A SOAPBOX FOR YOUR FAVORITE POLITICIAN THIS FALL, 
BUT REMEMBER THAT YOU RISK ALIENATING HALF OF YOUR CUSTOMERS IN THE PROCESS

By Jim Kneiszel

It’s your right to speak out in a democracy. But first, be sure 
to consider the consequences to your business. And realize 
that, fair or not, small-business owners are sometimes held 
to a different standard.

al. Carefully guard your image and reputation as a business owner. It’s one 
of the most important things you have and it can be tarnished quickly, at 
least in the eyes of some potential customers.

 
IT’S YOUR CHOICE

Maybe you see your neighbors staking candidate signs on their lawn, 
speaking out about an election on their Facebook pages, or even knocking 
on doors to support their favorite politician. In this emotionally charged 
campaign season, you might wish you could bring your voice to the debate.

You can certainly do that; it’s your right to speak out in a democracy. 
But first, be sure to consider the consequences to your business. And realize 
that, fair or not, small-business owners are sometimes held to a different 
standard when it comes to speaking their mind. ■



promonthly.com        July 2016        9

Bringing together refi ned fuel, 
propane, portable restroom, 
and vacuum and septic 
pumping industries!

“Diversifying Your Business 
  in a Changing Economy”

www.GlobalTankTruckConference.com

 October 6th to October 8th 
Grandover Resort, Greensboro, NC

• Keynote Speaker 
John Ratzenberger Talks 
About “What It Means 
to Be American Made” 

• Educational Sessions
• Full Trade Show
• Golf
• Receptions

Sponsored By

First 100  
Registrants get

to Duke Vs. Army 
 College Football

Game 10/08    

FREE Tickets & 
Transport       

See website for 
 details

Keynote Speaker:
John Ratzenberger 
from Cheers and 
Made in America

Holding And Fresh Water
Visit our websites

www.ronco–plastics.net

714-259-1385
400 Sizes Available

Wholesale Pricing Available

T he presidential election is coming up and we’ve been bombarded 
with advertising either praising or lambasting the candidates for many 
months. As politics dominate the world we live in, it seems like every-

one has an opinion and wants to share it. The rancorous debate that erupts 
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Displaying the courage of your convictions is admirable on some level, 
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MOGUL DISAGREES
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FIND A WINNING CAUSE
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Writer Judy Kneiszel has operated her own small business for 20 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 you were in the portable restroom business 10 years ago, recall what 
that business looked like. Did you have less equipment? Different equip-
ment? In 2006, I asked readers to predict how much of their equipment 

used in the office and on job sites would still be around today. I suggested 
the computer system would be obsolete, the vehicles approaching dinosaur 
status, and the restrooms, if in use at all today, would be significantly worse 
for wear. Was I right?

If your equipment changes in the last 10 years were forced rather than 
planned, the result may have been financial stress. If you’re new to this busi-
ness, starting or taking control of a portable restroom company in the last 
10 years, and you haven’t created an equipment plan yet, the foundation 
of your business may not be as solid as you’d like. It was true 10 years ago 
and it’s true now: Businesses that replace equipment only on an emergen-
cy basis or purchase new equipment only when a tax deduction is needed 
are likely to experience cash flow problems. While equipment emergencies 
can’t always be prevented, if you’re prepared, you can survive them.

Envision your business in 2026. Is it a larger company with more rest-
rooms, more vehicles and more equipment? Are the trucks shiny and new 
or showing their age? Whether you plan to grow or simply maintain your 
present level of business, equipment replacement is in your future, so be 
smart and plan for it.

 
COME UP WITH A PLAN

Since every portable sanitation business is different, there’s no “one size 
fits all” plan or schedule for replacing capital equipment. To make an equip-
ment replacement cost plan for your specific company, create a spreadsheet 
listing all of the major equipment you currently own. In the columns to the 
right of this list, record the following information:

 
Column A – Estimated Age: How old is this piece of equipment?
Column B – Useful Life: How long (total) should this piece of equip-

ment last? If you’re not sure, contact the manufacturer.
Column C – Remaining Useful Life: Subtract the estimated age (Col-

umn A) from the useful life (Column B) to get the remaining useful life.
Column D – Replacement Cost: How much would it cost to replace 

this piece of equipment at today’s price? Consult with equipment suppliers, 
dealers or manufacturers for estimates.

Column E – Annual Cost: Divide Column D (the replacement cost) by 
Column C (remaining useful life). This is the amount you’ll have to set aside 
each year to replace the item when the time comes.

Column F – Annual Expense: If Column C (remaining useful life) is 
zero, but the item is still in use, and there are no immediate plans to replace 

it, record the cost of maintaining it. If maintaining it is costing more than 
replacing it would, it might be time to say goodbye.

 
USE THE PLAN TO TIME PURCHASES

The plan can help you time business growth. It will show when you will 
need to invest in replacement equipment and if there are windows of time 
when no major purchases are necessary. These are good times to add equip-
ment without messing up the cash flow too much. For example, if the plan 
shows two trucks should be looked at for replacement in 2018, you might be 
stressing your finances too much to add another truck that year. If there is a 
year when you won’t be expecting many equipment purchases, a truck may 
be added more easily then.

 
REVIEW AND REVISE OFTEN

An equipment replacement cost plan isn’t carved in stone. You’ll want 
to review it and revise it often, adding new purchases, deleting items that 
were replaced and adjusting replacement cost numbers as prices fluctuate.

Things happen. Some equipment breaks before its time, while other 
pieces keep going long after their predicted demise. Prices change, needs 
change and subsequently the plan will change, but it is always a valuable 
tool. Alter your strategic plan if there is a justifiable need. You probably 
won’t always adhere strictly to the replacement schedule. There is a human 
factor in the equation too. If you aren’t happy with something, don’t force 
yourself to keep it just because it’s on the plan for five more years — amend 
the plan.

When a vehicle or piece of equipment shows up for review toward the 
end of its scheduled life as determined by the plan, evaluate how it has been 
performing. Compare the cost of continuing to maintain it with the average 
maintenance cost for similar vehicles or equipment. Also include an evalu-
ation of appearance. Older equipment might perform fine, but you might 
not want your company name on something that looks like it belongs in the 
junkyard.

After this review, determine whether to hold on to the item in question 
or send it off to auction. If it is performing well and still looks good, you may 
choose to extend its useful life and earn more interest on the money ear-
marked to buy its replacement.

A DECADE AGO, THIS COLUMN SUGGESTED AN EQUIPMENT REPLACEMENT PLAN TO MINIMIZE UNEXPECTED 
BREAKDOWNS AND EMERGENCY REPLACEMENT EXPENSES. THAT ADVICE APPLIES TODAY MORE THAN EVER.

By Judy Kneiszel

This Small-Business Advice is Never Out of Date

BACK at the OFFICE   
July 2016

Include an evaluation of appearance. Older equipment might 
perform fine, but you might not want your company name on 
something that looks like it belongs in the junkyard.

You might want to add a column to your plan for either the profit or cost 
of replacing old items. Disposing of some used equipment — computers for 
example — might cost you a fee, which adds to the replacement price tag. 
Money taken in by selling a used truck, however, offsets the purchase price 
of a replacement.

The replacement plan is a snapshot of where you will be equipment-
wise in 10 to 20 years — not just a vague mental picture. Show it to your ac-
countant and discuss budgeting to meet expenses outlined in the plan and 
use it to determine if adding equipment to grow your business is financially 
feasible.

 
CREATE AN EQUIPMENT FUND

Equipment replacement should be planned and budgeted to minimize 
surprises. If possible, establish an equipment fund that you can draw on for 
scheduled equipment purchases or in an emergency. Creating the equip-
ment plan can help you decide how much you need to have in that fund. A 
plan and a fund are also helpful if you need to secure financing for equip-
ment purchases. It looks good to lenders if you can demonstrate how much 
capital is required to finance the replacement of equipment for the next 10 
or 20 years.

 
SEE YOU IN 10 YEARS

While you’re putting so much time and effort into running your busi-
ness, getting through each single day, especially during the busy season, 
can be a challenge. A decade seems like an enormous stretch of time. But 
before you know it, you’ll look at the calendar and realize 10 busy seasons 
have passed. Having an equipment plan can make those years go by more 
profitably. ■
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planned, the result may have been financial stress. If you’re new to this busi-
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for protection against 
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Porta Grease Hose!
Use on portable toilet trucks for better chemical resistance AND for Grease sucking.

NEW!

Hi Viz Green Available in 35 ft. lengths only.
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I n 1953, a couple of U.S. Army buddies opened up a tool rental store 
in downtown Lafayette, Indiana. It was slow going at first for Jim 
Schafer and Chuck Selby at Midwest Rentals, and after about a year 

Selby decided it wasn’t for him. Schafer plodded along, always look-
ing for new services and equipment to offer customers. He insisted the 
company not specialize in any one thing, because if that thing ever went 
out of style they’d be out of business. He believed diversity was the key 
to success.

“Jim Schafer was one of those guys who was always hanging the 
carrot out in front of you,” says Paul Fassnacht, operations manager. 
“He’d say, ‘Go find me something that’ll make me money.’ That’s the 
reason the company (offers) so much.”

Those rental items include tools, equipment, fencing, storage con-
tainers, tents, party supplies, costumes and portable restrooms, which 
the company splits up into two broad categories — the events division 
in Lafayette and portable restrooms a few miles away in West Lafayette.

Much has changed since Midwest Rentals was first featured in PRO 
more than a decade ago. The company continually evaluates its roster 
of rental offerings, expands its portable sanitation services, and follows 
progressive employee-retention strategies.

F I L E

(continued)

YOU 
WANT IT. 
WE’VE 
GOT IT!

A successful portable sanitation specialty evolved 
from a broader tool and equipment rental business 
at Indiana’s Midwest Rentals  BY BETTY DAGEFORDE

Midwest Rentals, Inc.
Lafayette, Indiana

Owner: Ruth Schafer

Founded: 1953

Employees: 30

Services: Portable sanitation, tool and 
equipment rentals, party supplies, fencing, 
storage boxes

Service area: 80-mile radius

Website: www.midwestrentalsinc.com

Indiana
H

From left, owner Ruth Schafer and Nancy and Paul 
Fassnacht are the leaders of Midwest Rentals in Lafayette, 
Indiana. They are shown in the company yard with 
restrooms from T.S.F. Company. (Photos by Marc Lebryk)
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I n 1953, a couple of U.S. Army buddies opened up a tool rental store 
in downtown Lafayette, Indiana. It was slow going at first for Jim 
Schafer and Chuck Selby at Midwest Rentals, and after about a year 

Selby decided it wasn’t for him. Schafer plodded along, always look-
ing for new services and equipment to offer customers. He insisted the 
company not specialize in any one thing, because if that thing ever went 
out of style they’d be out of business. He believed diversity was the key 
to success.

“Jim Schafer was one of those guys who was always hanging the 
carrot out in front of you,” says Paul Fassnacht, operations manager. 
“He’d say, ‘Go find me something that’ll make me money.’ That’s the 
reason the company (offers) so much.”

Those rental items include tools, equipment, fencing, storage con-
tainers, tents, party supplies, costumes and portable restrooms, which 
the company splits up into two broad categories — the events division 
in Lafayette and portable restrooms a few miles away in West Lafayette.

Much has changed since Midwest Rentals was first featured in PRO 
more than a decade ago. The company continually evaluates its roster 
of rental offerings, expands its portable sanitation services, and follows 
progressive employee-retention strategies.

F I L E

(continued)

YOU 
WANT IT. 
WE’VE 
GOT IT!

A successful portable sanitation specialty evolved 
from a broader tool and equipment rental business 
at Indiana’s Midwest Rentals  BY BETTY DAGEFORDE

Midwest Rentals, Inc.
Lafayette, Indiana

Owner: Ruth Schafer

Founded: 1953

Employees: 30

Services: Portable sanitation, tool and 
equipment rentals, party supplies, fencing, 
storage boxes

Service area: 80-mile radius

Website: www.midwestrentalsinc.com

Indiana
H

From left, owner Ruth Schafer and Nancy and Paul 
Fassnacht are the leaders of Midwest Rentals in Lafayette, 
Indiana. They are shown in the company yard with 
restrooms from T.S.F. Company. (Photos by Marc Lebryk)
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 CAN-DO PHILOSOPHY
Schafer died in 2000, but his family — three generations — still oper-

ates the company under this same philosophy. His widow, Ruth, is now 
the owner, still on site daily and actively involved at 80. Her daughters help 
manage the company — Nancy Fassnacht (Paul’s wife) is CEO, and Karen 
O’Leary is CFO. There are about 30 people on staff, including three of Scha-
fer’s grandchildren — Nancy’s daughter Amber Caudill, the office manager, 
and Karen’s sons: Greg, a shop mechanic and route driver, and Ben, the 
warehouse manager.

After spending many years expanding his services — including adding 
portable restrooms in 1979 and constructing a 10,000-square-foot state-of-
the-art party supply store in 1985 — a major change occurred in 1997 when 
Schafer moved the tool division to a busier location. “As soon as we did that, 
all the big-name companies started looking at us and one of them bought 
the tool division,” Nancy Fassnacht says. Schafer used the funds to buy a por-
table restroom trailer. “That brought a lot more people and events to us that 

we would never have done.”
In 2007, the family decided to get back 

into the tool business. “The big tool compa-
nies were taking care of the big companies, but 
there was a niche still for the homeowners that 

wasn’t being met,” Nancy explains. More recent service additions have in-
cluded fencing and storage containers.

New services and changing times also called for updated marketing 
techniques. In addition to networking through the American Rental Asso-
ciation of Indiana — of which Nancy is the statewide president — and each 
year sponsoring a bridal show highlighting their party supplies and theme-

decorated portable restrooms, the 
company is now working with a 
marketing company for social me-
dia advertising. And for the first time 
they’ve hired an outside salesperson.

 
SERVING EVENTS

Paul joined the company in 
1979, initially as a small-engine 
mechanic. He quickly got a dose 
of Schafer’s can-do attitude when 
Schafer bought 22 portable rest-
rooms, handed him a list of their tool 

customers and said, “OK, we’ve got everything in motion; now you’ve got to 
go sell them.” To service units he used his personal truck, a 3/4-ton Dodge 
pickup, and a 300-gallon tank.

Today, the company has over 1,000 units from PolyJohn Enterprises and 
T.S.F. Company, and four restroom trailers, two 24-foot and two 28-foot, from 
Advanced Containment Systems (ACSI), Black Tie Products and Ameri-Can. 
They’re adamant about keeping the trailers in top condition, Paul says. “If we 
don’t like an event, if it’s rough or whatever, we turn it down. If someone’s 

(continued)

Left: Midwest Rentals displays a 
wide variety of tools and equipment 
for homeowner rental, which 
complements portable restrooms.

Below: Dave Ancil pays special 
attention to an Ameri-Can restroom 
trailer interior.

Dave Ancil performs 
maintenance on an 
Advanced Containment 
Systems (ACSI) restroom 
trailer at the company shop. “If we don’t like an 

event, if it’s rough or 
whatever, we turn it 
down. If someone’s 
paying a lot of money 
we’re going to deliver 
quality equipment.”

PAUL FASSNACHT
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Although they’re always looking for more 
help, Paul and Nancy couldn’t be happier with 
the team they’ve assembled, from the office staff 
to the drivers and mechanics, many of whom 
have been with the company for 10 years or more.

“I can’t say enough good things about all of 
them,” Paul says. Midwest is the kind of place that 
once they take you in you’re family. “We’re a tight 
little team down here. We help each other and we 
have a lot of fun doing it.”

 
DEPTH AND BREADTH

Their higher rates, contrasted by occasion-
al low-ball competition, has cost the company 
some work, but they don’t back down. “Some-
times you’ve just got to say no,” Paul says. What 
they’ve found is very often lost work comes 
back to them because of the amount of resourc-
es they have.

“If a truck breaks down I can call in two 
more,” Paul says. “Or I can call the shop and say, 
‘I’m getting behind, send another truck.’ I’ve got 
extra trailers to haul stuff — whatever they need.” 
In addition, they can call on their other division 
for emergency or last-minute needs for fencing, 
tools or equipment.

Customers have learned Midwest is a one-
stop shop for just about anything they need, Paul 
says, and that can provide an edge. “We’ve got re-
sources most companies just don’t have.” ■

Abernethy Welding & Repair, Inc.
800/545-0324
www.abernethywelding.com

Advanced Containment 
Systems, Inc.
800/927-2271
www.acsi-us.com
 
Ameri-Can
574/892-5151
www.ameri-can.com

 

Black Tie Products, LLC
877/253-3533
www.restroomtrailersonline.com

Insight Mobile Data
301/866-1990
www.insightmobiledata.com

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

 
Masport, Inc.
800/228-4510
www.masportpump.com
(See ad page 3)

T.S.F. Company, Inc.
800/843-9286
www.tuff-jon.com
(See ad page 2)

Wee Engineer, Inc.
877/296-2555
www.wee-engineer.com

MORE INFO

Technician Mark Robins prepares to pump a T.S.F. 
Company portable restroom holding tank.

paying a lot of money we’re going to deliver quality equipment.” They nor-
mally stick to about an 80-mile radius with portable restrooms, but will send 
trailers anywhere, even out of state.

The company does numerous events in the summers. “There’s times 
I’ll do four events in a weekend and never bring the equipment back to 
the shop,” Paul says. A major year-round customer is a nearby university, 
whether it’s parties, games, events or construction projects. Paul is a hands-
on manager and says everyone helps out at events, including owners and 
managers. “Nancy will even drive trucks out in the middle of the night when 
we need it,” he says.

Midwest sometimes loads units a little differently than most companies, 
Paul says. “When we’ve got something like 100 units going out to an event, 
the guys will get them washed, put in paper, water and (REZ Blue deodorant 
from R.E.Z. Packaging). We load them on the trailers ready to go, so the truck 
can unload and come back and not sit there filling the units with water.”

Other additives the company 
uses for its equipment include 
PolyJohn chlorine tablets for hand-
wash stations (also PolyJohn). “I 
do believe that’s a must,” Paul says. 
“The health guys check my hand-
washers and we’ve never had any 
problems.” And in the winter they 
put a salt brine solution in holding 
tanks to prevent freezing.

 
TRUCKS AND TRAILERS

Midwest has three transport 
trailers — 20-unit, 17-unit and 10-
unit. “Way back in the day when we slowed down, Jim ordered a bunch of 
steel and we built the trailers from the ground up, and they’re still in use 
today,” Paul says.

Most of the company’s nine International vacuum trucks were built by 
Abernethy Welding. One came from Wee Engineer. “It’s simple, it’s designed 
right for what we do, it’s easy to work on,” Paul says. They’ve got one older 
unit, 1995, mainly used to haul container boxes; three brand-new ones; and 
the rest range from 2003 to 2014. The steel tanks hold 1,000 gallons of waste 
and 300 to 400 gallons of freshwater. Waste is conveyed with Masport pumps.

Drivers do their own routing, but the company also uses StreetEagle 
GPS software from InSight Mobile Data to track the fleet. The software has 

been used to show they were at a site when a customer accused them of 
not performing a service. And it has proved they were not at a location 
where someone said their truck ran them off the road, possibly preventing 
a lawsuit.

In 2003, the company began offering storage boxes — 20-foot and 40-
foot sea shipping containers. “We buy them at the ports, like Chicago, when 
they bring in a big ship full of them,” Paul says. Customers include home-
owners or small businesses that want to store equipment. But the company 
has been coming up with new ideas for the containers. One is a durable ver-
sion of a restroom trailer designed for construction sites.

“We take a 40-foot box and split it between men’s and women’s rest-
rooms and put in flush toilets,” Paul says. “We put the holding tanks inside the 
box because of the freezing weather.” The unit is heated and air-conditioned.

Another idea is to build offices for use at events and construction sites. 
“Every construction job has an office trailer, but this is better because you 
don’t have to stake it down, you don’t have OSHA issues,” Paul says. “I can 
just take it in, slide it off, they bring in the electricity and it’s secured and 
ready to go.”

SWEETEN THE POT
One of the company’s biggest problems 

these days is finding and keeping good em-
ployees. Not only are they competing for la-
bor against universities and manufacturing 
companies in the area, but they have special 
requirements. “It’s tough,” Nancy says. “We’re 
regulated by DOT, plus all the health licenses we have to obtain; drivers have 
to have a clean driver’s license for the insurance, and if they pull a trailer they 
have to have a Class A license. And then there’s the drug screening.”

To attract good people, the company offers a generous benefits pack-
age. In addition to above-average wages, employees get health care and 
401(k) plans; nine paid holidays; six sick days; 10 to 20 days of vacation, de-
pending on length of service; and a bonus to stay through the busy season.

The company also offers commissions. “We make a game out of it to 
keep the drivers motivated and also to help them,” Nancy says. “If they sell 
a restroom they’ll get a commission, and the one with the most sales in a 
month gets a $100 gift card.” The shop guys get a commission if a customer 
mentions they were courteous and helpful.

To pay for all these benefits, the company has to charge more for its 
services. “I remind the guys that we’ve got to give the customers something 
extra because of it,” Paul says.

They love a parade
The annual Christmas parade in Lafayette, Indiana, showcases local talent, in-

cluding creative employees from companies who build floats for the event. Perhaps 
no business could be more suited to the job than Midwest Rentals.

“We have an advantage over anybody else,” says Paul Fassnacht, operations 
manager. “Because we rent all this stuff — generators, a PA system, bubble ma-
chines, fog machines.” They’ve also got costumes, confetti canons and heaters.

The company has built two floats over the last three years. The team of 30 comes 
up with the theme and is given free rein to raid the shelves. “We just back a trailer 
into a corner of the shop and say, ‘Here you go, have fun,’” Fassnacht says. Employees 
work on it when they’re not busy, which is usually the case during November, but they 
take it seriously and often come in after hours.

The 2013 float, “Tinkle all the way,” won the Mayor’s Choice award. It featured an 
outhouse sitting on a sleigh, confetti blowing out the stack and animal-costumed em-
ployees. The 2014 theme was “Christmas rap” with rap music and a bubble machine.

The floats have been real crowd-pleasers, Fassnacht says, which gives the team 
a great feeling. “You turn down that corner at Main Street and all the kids go, ‘Oh!’”

“We take a 40-foot box 
and split it between 
men’s and women’s 

restrooms and put in 
flush toilets. We put the 

holding tanks inside 
the box because of the 

freezing weather.”

PAUL FASSNACHT

Warehouse worker Jeremy 
Blodgett uses a Nissan 
forklift to load a T.S.F. 
Company restroom onto a 
service truck built out by 
Abernethy Welding with a 
Masport pump.
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ZENITH FEATURES 

INDUSTRY EXCLUSIVE 

Hands-free, 
no-touch 

door opening 
and closing!

Effective Exterior
•  Improved, stronger plastic hinges that do not

bend or break easily (1)

•  Increased door height by approximately 4" (2)

•  New style roof (3)

•  New ventilation system generates about 200%
more air flow with 
the slightest breeze (4)

•  All stainless steel fasteners
•  No rivets or fasteners required to assemble the

door sides or walls (5)

•  Blow-molded unit, double 
walls and door for superior durability (6)

Interior
• Smooth areas on all interior surfaces including walls,

sides and inside of door for easy cleaning

• New molded in-corner vent stack; nothing can get
behind it. Blends in corner for easy cleaning

• Seat is in the corner and is not facing the urinal

• Our American-made seat is approximately double
the weight and thickness as most of our
competitions Chinese-made seats 

• Largest holding tank in the industry at
80 gallons 

• New, stronger open/close latch;
improved opening handle incorporates
hover handle in design

• Two improved springs on door; enclosed
between two sheets of plastic 

• Hand sanitizer mounting platform built in
directly above urinal for no drip on floor)
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FIRST EVER ON 
A PORTABLE
RESTROOM

Sansom Industries |844-972-6766 |  SANSOMINDUSTRIES.COM

“The bitterness of poor quality remains...  long after the sweetness of low price is forgotten.”

6

• New one-piece corner urinal and clog-resistant
piping with wider opening for ease of cleaning
and less splashing

• Zenith’s patented seat system locks in position.
It cannot move from side to side when in use. The

seat is a large elongated type. This virtually
eliminates seat breakage.

• New 80-gallon tank eliminates splashing chemicals on user.

All parts covered by our 
EXCLUSIVE 

10-YEAR
100%

REPLACEMENT
WARRANTY
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door sides or walls (5)

•  Blow-molded unit, double 
walls and door for superior durability (6)

Interior
• Smooth areas on all interior surfaces including walls,

sides and inside of door for easy cleaning

• New molded in-corner vent stack; nothing can get
behind it. Blends in corner for easy cleaning

• Seat is in the corner and is not facing the urinal

• Our American-made seat is approximately double
the weight and thickness as most of our
competitions Chinese-made seats 

• Largest holding tank in the industry at
80 gallons 

• New, stronger open/close latch;
improved opening handle incorporates
hover handle in design

• Two improved springs on door; enclosed
between two sheets of plastic 

• Hand sanitizer mounting platform built in
directly above urinal for no drip on floor)

1

3
2

5

4

FIRST EVER ON 
A PORTABLE
RESTROOM

Sansom Industries |844-972-6766 |  SANSOMINDUSTRIES.COM

“The bitterness of poor quality remains...  long after the sweetness of low price is forgotten.”

6

• New one-piece corner urinal and clog-resistant
piping with wider opening for ease of cleaning
and less splashing

• Zenith’s patented seat system locks in position.
It cannot move from side to side when in use. The

seat is a large elongated type. This virtually
eliminates seat breakage.

• New 80-gallon tank eliminates splashing chemicals on user.

All parts covered by our 
EXCLUSIVE 

10-YEAR
100%

REPLACEMENT
WARRANTY
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“There are those who know the PRICE of everything and the VALUE of nothing.”

CRUCIAL POINTS TO CONSIDER FOR YOUR BUSINESS
• Quality is always easier to sell for more money.

• Be the first in your area to upgrade to the new Zenith.

• If you offer the same thing as your competitors offer then it comes down to who
rents them the cheapest.

Which of these old models are you now using?
If you want to remain the same just keep doing the same thing over and over.

Age 30+ Years   Age 25+ Years   Age 30+ Years     Age 30+ Years   Age 20+ Years   Age 20+ Years 

FOR THOSE OF YOU CONSIDERING ENTERING THE VERY
LUCRATIVE PORTABLE RESTROOM RENTAL BUSINESS

We invite you to let us educate you in the portable restroom business. 
We will teach you ALL aspects of the restroom rental operation!

FREE ON-SITE 
introduction to all phases of the business*:

• Sales  • Service  • Office/Clerical  
• Pick-up and Delivery  • Maintenance  • And More!

*At our location.

Corey Trucksess of Port A Bowl/Relief Rentals in Philadelphia, Pennsylvania started buying portable restrooms
from Sansom in 1991, ‘92, and ‘93. His companies purchased approximately 1,100 units from Sansom. 

Corey reported to Sansom that over the next 25 years, during that time, 
they spent only $1.14 per unit per year for parts replacement cost.
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ZENITH FEATURES 

INDUSTRY EXCLUSIVE 

Hands-free, 
no-touch 

door opening 
and closing!

Effective Exterior
•  Improved, stronger plastic hinges that do not

bend or break easily (1)

•  Increased door height by approximately 4" (2)

•  New style roof (3)

•  New ventilation system generates about 200%
more air flow with 
the slightest breeze (4)

•  All stainless steel fasteners
•  No rivets or fasteners required to assemble the

door sides or walls (5)

•  Blow-molded unit, double 
walls and door for superior durability (6)

Interior
• Smooth areas on all interior surfaces including walls,

sides and inside of door for easy cleaning

• New molded in-corner vent stack; nothing can get
behind it. Blends in corner for easy cleaning

• Seat is in the corner and is not facing the urinal

• Our American-made seat is approximately double
the weight and thickness as most of our
competitions Chinese-made seats 

• Largest holding tank in the industry at
80 gallons 

• New, stronger open/close latch;
improved opening handle incorporates
hover handle in design

• Two improved springs on door; enclosed
between two sheets of plastic 

• Hand sanitizer mounting platform built in
directly above urinal for no drip on floor)

1

3
2

5

4

FIRST EVER ON 
A PORTABLE
RESTROOM

Sansom Industries |844-972-6766 |  SANSOMINDUSTRIES.COM

“The bitterness of poor quality remains...  long after the sweetness of low price is forgotten.”

6

• New one-piece corner urinal and clog-resistant
piping with wider opening for ease of cleaning
and less splashing

• Zenith’s patented seat system locks in position.
It cannot move from side to side when in use. The

seat is a large elongated type. This virtually
eliminates seat breakage.

• New 80-gallon tank eliminates splashing chemicals on user.

All parts covered by our 
EXCLUSIVE 

10-YEAR
100%

REPLACEMENT
WARRANTY
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“There are those who know the PRICE of everything and the VALUE of nothing.”

CRUCIAL POINTS TO CONSIDER FOR YOUR BUSINESS
• Quality is always easier to sell for more money.

• Be the first in your area to upgrade to the new Zenith.

• If you offer the same thing as your competitors offer then it comes down to who
rents them the cheapest.

Which of these old models are you now using?
If you want to remain the same just keep doing the same thing over and over.

Age 30+ Years   Age 25+ Years   Age 30+ Years     Age 30+ Years   Age 20+ Years   Age 20+ Years 

FOR THOSE OF YOU CONSIDERING ENTERING THE VERY
LUCRATIVE PORTABLE RESTROOM RENTAL BUSINESS

We invite you to let us educate you in the portable restroom business. 
We will teach you ALL aspects of the restroom rental operation!

FREE ON-SITE 
introduction to all phases of the business*:

• Sales  • Service  • Office/Clerical  
• Pick-up and Delivery  • Maintenance  • And More!

*At our location.

Corey Trucksess of Port A Bowl/Relief Rentals in Philadelphia, Pennsylvania started buying portable restrooms
from Sansom in 1991, ‘92, and ‘93. His companies purchased approximately 1,100 units from Sansom. 

Corey reported to Sansom that over the next 25 years, during that time, 
they spent only $1.14 per unit per year for parts replacement cost.
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22        July 2016        Portable Restroom Operator

T ired of working in the snow and rain? Do you find yourself tripping 
over parts and tools? Need more power for towing VIP or restroom 
transport trailers? Perhaps it’s time you parked your pickup, moved up 

to a full-size cargo van or stepped into a new midsized Metris.
Already established as a go-to service vehicle, cargo vans offer indoor 

comfort, carrying capacity and overall convenience that make them a smart 
choice for PROs looking to bring a workspace and organized parts supply to 
any job site.

Ready to kick some tires? Here’s a look at some of the new models for 
2016:

 
Ford Transit

Let’s start with 2015’s top-selling Ford Transit. New for 2016 is a dual 
sliding door option, available on its medium- and high-roof models. Deliv-
ering the most flexibility in its class, the Transit offers 58 vehicle configura-
tions in 2016, up from 47 on 2015 models, along with a variety of wheelbases 
and body lengths to match your business needs:

 
•  130-inch wheelbase, 126-inch load floor with low (83.6 inches) and 

medium (100.8 inches) roof heights.
•  148-inch wheelbase, 143.7-inch load floor with low, medium and 

high (110.1 inches) roof heights.
•  148-inch wheelbase/extended body, 172.2-inch load floor with high 

(109.4 inches) roof height.
 
The Transit’s cargo volume ranges from 246.7 cubic feet (regular wheel-

base and low roof) to 487.3 cubic feet (long wheelbase/extended and high 
roof) with a payload capacity ranging from 3,060 pounds (single rear wheels) 
to 4,560 pounds (dual rear 
wheels, 148 inches extended). 
Ladder racks on the roof can 
carry up to 420 pounds. Maxi-
mum GVWR is 10,360 pounds 
with a maximum towing capac-
ity of 7,500 pounds.

Engine options include 
standard 3.7L Ti-VCT V6 with 
advanced twin independent 
variable cam timing, 3.5L Eco-
Boost or 3.2L Power Stroke 
turbo diesel. The 3.7L V6 Tran-
sit is also available with a com-

pressed natural gas (CNG)/propane gaseous engine prep package that 
includes hardened exhaust valves and valve seats for improved wear resis-
tance and durability.

 
Mercedes-Benz Metris

The new kid on the block 
for 2016 is the midsized Metris. 
The van has been available in 
Europe since 1996 and joined 
the U.S. market in October. The 
Metris has a starting MSRP of 
$28,950 and is powered by a 
four-cylinder gasoline engine 
(208 hp/258 ft-lbs) with an op-
tional ECO Start/Stop mated to 
a 7G-Tronic seven-speed auto-
matic transmission.

 
• Wheelbase: 126 inches
• Cargo volume: 186 cubic feet
• Payload capacity: 2,502 pounds
• Towing capacity: 4,960 pounds
• Length: 202.4 inches
• Width: 88.3 inches (including mirrors)
• Height: 75.2 inches
• Maximum roof load: 331 pounds
• GVWR: 6,724 pounds
 

Sprinter
The time-tested Sprinter has more air bags and a smaller fuel tank (24.5 

gallons) in 2016 but otherwise remains basically unchanged. Both the Mer-
cedes-Benz and Freightliner 2500 and 3500 models are available with a 144-, 
170- and 170-inch extended wheelbase.

All 3500 models (9,990 (standard); 10,140; and 11,030 GVWR) feature 
dual rear wheels with optional high roof (144-inch wheelbase) and super 
high roof (170-inch standard and 170-inch extended wheelbase).

Engine options include the 2.1L, four-cylinder BlueTEC turbo diesel 
with seven-speed automatic transmission (standard) and 3.0L V6 BlueTEC 
turbo diesel with five-speed automatic.

 

IN THE GARAGE
July 2016

FULL- AND MIDSIZED CARGO VANS MAY BE THE ANSWER TO HAUL PARTS AND TOOLS TO THE JOB 
SITE AND GIVE YOU A WARM, DRY PLACE TO KEEP YOUR ON-LOCATION PROJECTS MOVING ALONG

Do You Need a Rolling Workspace/Warehouse?

By Ed Wodalski

(continued)

The Ford Transit offers a dual sliding door 
option on its medium- and high-roof models 
in 2016.

The midsized Metris from Mercedes-Benz 
enters the U.S. market as a complement to its 
big brother, the Sprinter.



T ired of working in the snow and rain? Do you find yourself tripping 
over parts and tools? Need more power for towing VIP or restroom 
transport trailers? Perhaps it’s time you parked your pickup, moved up 

to a full-size cargo van or stepped into a new midsized Metris.
Already established as a go-to service vehicle, cargo vans offer indoor 

comfort, carrying capacity and overall convenience that make them a smart 
choice for PROs looking to bring a workspace and organized parts supply to 
any job site.

Ready to kick some tires? Here’s a look at some of the new models for 
2016:

 
Ford Transit

Let’s start with 2015’s top-selling Ford Transit. New for 2016 is a dual 
sliding door option, available on its medium- and high-roof models. Deliv-
ering the most flexibility in its class, the Transit offers 58 vehicle configura-
tions in 2016, up from 47 on 2015 models, along with a variety of wheelbases 
and body lengths to match your business needs:

 
•  130-inch wheelbase, 126-inch load floor with low (83.6 inches) and 

medium (100.8 inches) roof heights.
•  148-inch wheelbase, 143.7-inch load floor with low, medium and 

high (110.1 inches) roof heights.
•  148-inch wheelbase/extended body, 172.2-inch load floor with high 

(109.4 inches) roof height.
 
The Transit’s cargo volume ranges from 246.7 cubic feet (regular wheel-

base and low roof) to 487.3 cubic feet (long wheelbase/extended and high 
roof) with a payload capacity ranging from 3,060 pounds (single rear wheels) 
to 4,560 pounds (dual rear 
wheels, 148 inches extended). 
Ladder racks on the roof can 
carry up to 420 pounds. Maxi-
mum GVWR is 10,360 pounds 
with a maximum towing capac-
ity of 7,500 pounds.

Engine options include 
standard 3.7L Ti-VCT V6 with 
advanced twin independent 
variable cam timing, 3.5L Eco-
Boost or 3.2L Power Stroke 
turbo diesel. The 3.7L V6 Tran-
sit is also available with a com-

pressed natural gas (CNG)/propane gaseous engine prep package that 
includes hardened exhaust valves and valve seats for improved wear resis-
tance and durability.

 
Mercedes-Benz Metris

The new kid on the block 
for 2016 is the midsized Metris. 
The van has been available in 
Europe since 1996 and joined 
the U.S. market in October. The 
Metris has a starting MSRP of 
$28,950 and is powered by a 
four-cylinder gasoline engine 
(208 hp/258 ft-lbs) with an op-
tional ECO Start/Stop mated to 
a 7G-Tronic seven-speed auto-
matic transmission.

 
• Wheelbase: 126 inches
• Cargo volume: 186 cubic feet
• Payload capacity: 2,502 pounds
• Towing capacity: 4,960 pounds
• Length: 202.4 inches
• Width: 88.3 inches (including mirrors)
• Height: 75.2 inches
• Maximum roof load: 331 pounds
• GVWR: 6,724 pounds
 

Sprinter
The time-tested Sprinter has more air bags and a smaller fuel tank (24.5 

gallons) in 2016 but otherwise remains basically unchanged. Both the Mer-
cedes-Benz and Freightliner 2500 and 3500 models are available with a 144-, 
170- and 170-inch extended wheelbase.

All 3500 models (9,990 (standard); 10,140; and 11,030 GVWR) feature 
dual rear wheels with optional high roof (144-inch wheelbase) and super 
high roof (170-inch standard and 170-inch extended wheelbase).

Engine options include the 2.1L, four-cylinder BlueTEC turbo diesel 
with seven-speed automatic transmission (standard) and 3.0L V6 BlueTEC 
turbo diesel with five-speed automatic.
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Model 2500 (8,550 GVWR)

• Length: 233.3-289.8 inches
• Height: 94.5-114.3 inches
• Width: 95.5 inches (with mirrors)
• Maximum payload: 3,512 pounds (standard)
• Maximum interior height (no trim): 66.6-87.3 inches
• Towing capacity: 5,000 pounds
 
Model 3500 (9,990 GVWR)

• Length: 233.3-289.8 inches
• Height: 107.3-115.4 inches
• Width: 95.5 inches (with mirrors)
• Maximum payload: 4,456 pounds (standard)
• Maximum interior height (no trim): 77.8-87.3 inches
•  Towing capacity: 7,500 pounds (standard); 5,000 (170-inch extended 

models)
 
Model 3500 (10,140 GVWR)

• Length: 233.3-289.8 inches
• Height: 107.3-115.5 inches
• Width: 95.5 inches (with mirrors)
• Maximum payload: 4,750 pounds (standard)
• Maximum interior height (no trim): 77.8-87.3 inches
•  Towing capacity: 7,500 pounds (standard); 5,000 (170-inch extended 

models)
 
Model 3500 (11,030 GVWR)

• Length: 233.3-289.8 inches
• Height: 107.3-115.4 inches
• Width: 95.5 inches (with mirrors)
• Maximum payload: 5,507 pounds (standard)
• Maximum interior height (no trim): 77.8-87.3 inches
•  Towing capacity: 7,500 pounds (standard); 5,000 (170-inch extended 

models)

Nissan NV
Nissan offers three models of cargo vans (NV1500, NV2500 HD and 

NV3500 HD). Power options range from the 261 hp (281 ft-lbs) 4.0L V6 of-
fered on the standard roof NV1500 to the 317 hp (385 ft-lbs) 5.6L V8 offered 
on the NV3500 standard or High Roof.

 
Model NV1500 (8,550 GVWR)

• Length: 240.6 inches
•  Width: 99.5 inches (with mirrors)
• Height: 83.9 inches (standard roof)
• Maximum payload: 2,752 pounds; 2,645 (SV)
• Cargo volume: 299.7 cubic feet
• Towing capacity: 7,000 pounds

 Model NV2500 (9,100 GVWR)

• Length: 240.6 inches
• Width: 99.5 inches (with mirrors)
• Height: 83.9 inches (standard roof); 105.5 (High Roof)
•  Maximum payload (standard roof, V6): 3,301 pounds (S); 3,159 (SV); 

3,144 (SL)
•  Maximum payload (standard roof, V8): 3,144 pounds (S); 3,002 (SV); 

2,987 (SL)
•  Maximum payload (High Roof, V6): 3,138 pounds (S); 2,996 (SV); 

2,981 (SL)
•  Maximum payload (High Roof, V8): 2,991 pounds (S); 2,849 (SV); 

3,783 (SL)
• Cargo volume: 234.1 cubic feet (standard roof); 323.1 (High Roof)
• Towing capacity: 7,000 pounds
 
Model NV3500 (9,900 GVWR)

• Length: 240.6 inches
• Width: 99.5 inches (with mirrors)
• Height: 83.9 inches (standard roof); 105.5 (High Roof)
•  Maximum payload (standard roof, V8): 3,937 pounds (S); 3,795 (SV); 

3,780 (SL)
•  Maximum payload (High Roof, V8): 3,783 pounds (S); 3,641 (SV); 

3,626 (SL)
• Cargo volume: 299.7 cubic feet (standard roof); 420.5 (High Roof)
• Towing capacity: 7,000 pounds
 

Chevrolet Express
The 2016 Chevrolet Ex-

press features a 4.8L Vortex V8 
gasoline engine with optional 
6.6L, Duramax turbo-diesel V8 
that delivers 260 hp and 525 ft-
lbs of torque, as well as a com-
pressed natural gas (CNG) op-
tion (282 hp/320 ft-lbs). Mated 
to the Hydra-Matic six-speed 
automatic transmission (stan-
dard), the Express is offered in 
regular (135-inch) and extended (155-inch) wheelbase models.

New for 2016 is OnStar 4G LTE connectivity with Wi-Fi hotspot that 
connects to seven devices and navigation radio with Chevrolet MyLink in-
fotainment system.

 
Model 2500 (8,600 GVWR)

• Length: 224 inches; 244 (extended)
• Width: 79.2 inches
• Height: 84.6 inches; 84.3 (extended)
• Maximum payload: 3,247 pounds; 3,013 (extended)
• Cargo volume: 239.7 cubic feet (regular wheelbase)
• Towing capacity: 10,000 pounds
 
Model 3500 (9,600 GVWR)

• Length: 224 inches; 244 (extended)
• Height: 84.5 inches; 84.1 (extended)
• Width: 79.2 inches
• Maximum payload: 4,120 pounds; 3,899 (extended)
• Cargo volume: 284.4 cubic feet (extended)
• Towing capacity: 10,000 pounds
 (continued)

The 2016 Chevrolet Express delivers 10,000 
pounds of towing capacity.

Nissan’s power 
options range 
from the 261 hp 
4.0L V6 offered on 
the standard roof 
NV1500 to the 317 
hp 5.6L V8 offered 
on the NV3500.
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COMPARE AND SAVE ON
TEMPORARY FENCE PANELS

WE SHIP COAST TO COAST 
 4,000 + PANELS of 6 X 10 , 6 X 12 & 8 X 10 ARE IN STOCK

88% DARK GREEN WINDSCREEN AVAILABLE

800-688-SWAN (7926)
www.swanfence.com

600 W. Manville St., Compton, CA 90220

208-790-8770 • www.ScreencoSystems.com • sales@screencosystems.com

n Affordable   n No Moving Parts 
n Screens That Really Work   n Gravity Off-Load At 500 GPM 
n Small Footprint   n Fits In An 8' Pickup Box For Easy Transport

n Great For Special Events Portable Toilet Screening
n Fork Lift Skids For Easy Transport And Loading

GRIT ELIMINATOR 
Keeps Onsite Storage Grit Free

Available in 15-31.5 cu. ft. Grit Capacity

MINI DUAL SCREEN  
PORTABLE  
RECEIVING  

STATION
Aluminum & Stainless Construction

ScreencO
Systems

NEW PRODUCTNEW PRODUCT

Patented  
Dual Screen Design

• Portable Event Screening
• Doubles As Screener Spreader & 
Mobile Septic Receiving Station

• Clean Up Your Land Application Site
• Never Hand Pick Trash Again

Model 2500 (8,550 GVWR)

• Length: 233.3-289.8 inches
• Height: 94.5-114.3 inches
• Width: 95.5 inches (with mirrors)
• Maximum payload: 3,512 pounds (standard)
• Maximum interior height (no trim): 66.6-87.3 inches
• Towing capacity: 5,000 pounds
 
Model 3500 (9,990 GVWR)

• Length: 233.3-289.8 inches
• Height: 107.3-115.4 inches
• Width: 95.5 inches (with mirrors)
• Maximum payload: 4,456 pounds (standard)
• Maximum interior height (no trim): 77.8-87.3 inches
•  Towing capacity: 7,500 pounds (standard); 5,000 (170-inch extended 

models)
 
Model 3500 (10,140 GVWR)

• Length: 233.3-289.8 inches
• Height: 107.3-115.5 inches
• Width: 95.5 inches (with mirrors)
• Maximum payload: 4,750 pounds (standard)
• Maximum interior height (no trim): 77.8-87.3 inches
•  Towing capacity: 7,500 pounds (standard); 5,000 (170-inch extended 

models)
 
Model 3500 (11,030 GVWR)

• Length: 233.3-289.8 inches
• Height: 107.3-115.4 inches
• Width: 95.5 inches (with mirrors)
• Maximum payload: 5,507 pounds (standard)
• Maximum interior height (no trim): 77.8-87.3 inches
•  Towing capacity: 7,500 pounds (standard); 5,000 (170-inch extended 

models)

Nissan NV
Nissan offers three models of cargo vans (NV1500, NV2500 HD and 

NV3500 HD). Power options range from the 261 hp (281 ft-lbs) 4.0L V6 of-
fered on the standard roof NV1500 to the 317 hp (385 ft-lbs) 5.6L V8 offered 
on the NV3500 standard or High Roof.

 
Model NV1500 (8,550 GVWR)

• Length: 240.6 inches
•  Width: 99.5 inches (with mirrors)
• Height: 83.9 inches (standard roof)
• Maximum payload: 2,752 pounds; 2,645 (SV)
• Cargo volume: 299.7 cubic feet
• Towing capacity: 7,000 pounds

 Model NV2500 (9,100 GVWR)

• Length: 240.6 inches
• Width: 99.5 inches (with mirrors)
• Height: 83.9 inches (standard roof); 105.5 (High Roof)
•  Maximum payload (standard roof, V6): 3,301 pounds (S); 3,159 (SV); 

3,144 (SL)
•  Maximum payload (standard roof, V8): 3,144 pounds (S); 3,002 (SV); 

2,987 (SL)
•  Maximum payload (High Roof, V6): 3,138 pounds (S); 2,996 (SV); 

2,981 (SL)
•  Maximum payload (High Roof, V8): 2,991 pounds (S); 2,849 (SV); 

3,783 (SL)
• Cargo volume: 234.1 cubic feet (standard roof); 323.1 (High Roof)
• Towing capacity: 7,000 pounds
 
Model NV3500 (9,900 GVWR)

• Length: 240.6 inches
• Width: 99.5 inches (with mirrors)
• Height: 83.9 inches (standard roof); 105.5 (High Roof)
•  Maximum payload (standard roof, V8): 3,937 pounds (S); 3,795 (SV); 

3,780 (SL)
•  Maximum payload (High Roof, V8): 3,783 pounds (S); 3,641 (SV); 

3,626 (SL)
• Cargo volume: 299.7 cubic feet (standard roof); 420.5 (High Roof)
• Towing capacity: 7,000 pounds
 

Chevrolet Express
The 2016 Chevrolet Ex-

press features a 4.8L Vortex V8 
gasoline engine with optional 
6.6L, Duramax turbo-diesel V8 
that delivers 260 hp and 525 ft-
lbs of torque, as well as a com-
pressed natural gas (CNG) op-
tion (282 hp/320 ft-lbs). Mated 
to the Hydra-Matic six-speed 
automatic transmission (stan-
dard), the Express is offered in 
regular (135-inch) and extended (155-inch) wheelbase models.

New for 2016 is OnStar 4G LTE connectivity with Wi-Fi hotspot that 
connects to seven devices and navigation radio with Chevrolet MyLink in-
fotainment system.

 
Model 2500 (8,600 GVWR)

• Length: 224 inches; 244 (extended)
• Width: 79.2 inches
• Height: 84.6 inches; 84.3 (extended)
• Maximum payload: 3,247 pounds; 3,013 (extended)
• Cargo volume: 239.7 cubic feet (regular wheelbase)
• Towing capacity: 10,000 pounds
 
Model 3500 (9,600 GVWR)

• Length: 224 inches; 244 (extended)
• Height: 84.5 inches; 84.1 (extended)
• Width: 79.2 inches
• Maximum payload: 4,120 pounds; 3,899 (extended)
• Cargo volume: 284.4 cubic feet (extended)
• Towing capacity: 10,000 pounds
 (continued)

The 2016 Chevrolet Express delivers 10,000 
pounds of towing capacity.

Nissan’s power 
options range 
from the 261 hp 
4.0L V6 offered on 
the standard roof 
NV1500 to the 317 
hp 5.6L V8 offered 
on the NV3500.



26        July 2016        Portable Restroom Operator

www.TankWorld01.com
12001 W. Peoria Ave
El Mirage, AZ 85335

Jerry’s cell 623-680-2037
tank.jerry1@gmail.com

Office 623-536-1199
Fax 623-935-4782
tankworld01@gmail.com

Tank World….. 
Built to Perfection!

Parts and Accessories In Stock

Tank World Corp
ALL MAJOR

TRUCK BRANDS IN STOCK
AND READY TO BUILD.

We can build any 
tank to your specs.

Mounted on 2017 Mack
3800 gal tank  3500/waste 300/fresh

Aluminum 2000 gal Porta Potty Tanks
In stock 500/1500 2 compartment

Your in Good hands with Tank World
This tank was built by Jerry Kirkpatrick April 2005  
and we refurbished it in April 2016, 11 years later!

FIND OUT HOW.
FREE subscription at digdifferent.com

Beyond 
buckets 
and blades. BEST IN CAPACITY

  Heavy-duty holding tank with 6 Fernco© fittings for multiple 
plumbing configurations and dual carrying handles

  Low profile 250 gallon capacity for maximum waste storage

BEST IN
ACCESSIBILITY
  The perfect, easy to 

maneuver with one person 
wheelchair accessible and 
family restroom 

 Available in either 40 or 74 
gallon tank configurations

BEST IN
VERSATILITY
  Ultra smooth surface inside 

and out is resistant to graffiti 
and makes cleaning a breeze

  Extra deep molded-in grab 
handles for loading and 
maneuverability HOLDING TANK

SUMMIT

GLACIER II

Get the BEST in 
portable sanitation.

231.830.8099  866.293.1502  fivepeaks.net  info@fivepeaks.net231.830.8099

Fiat Chrysler Ram ProMaster
The 2016 Ram ProMaster (1500, 2500 and 3500 models) features front-

wheel drive and 4,420 pounds of payload capacity. The 1500 is available in 
low-roof and high-roof options with 118- and 136-inch wheelbases. The 
2500 High Roof is available with a 136-inch wheelbase and 159-inch wheel-
base, while the 3500 High Roof is available with a 159-inch standard and 
159-inch extended wheelbase.

 A 3.6L, 24-valve V6 gasoline engine with six-speed automatic transmis-
sion is standard on all models with a 3.0L ECO diesel option.

 
Model 1500 (8,550 GVWR)

• Length: 195 inches (118 wheelbase); 213.1 inches (136 wheelbase)
• Width: 82.7 inches
•  Maximum payload: 3,990 pounds (low roof, 188-inch wheelbase); 

3,920 (low roof, 136-inch wheelbase); 3,810 (high roof, 136-inch 
wheelbase)

• Towing capacity: 5,100 pounds
 
Model 2500 (8,900 GVWR)

• Length: 213.1 inches
• Width: 82.7 inches
• Maximum payload: 4,130 pounds
• Towing capacity: 5,100 pounds
 
Model 3500 (9,350 GVWR)

• Length: 236 inches; 250 inches (159-inch extended wheelbase)
• Width: 82.7 inches
• Maximum payload: 4,420 pounds
• Towing capacity: 5,100 pounds ■

The 2016 Ram 
ProMaster features 
class-exclusive 
front-wheel drive 
and 4,420 pounds 
of payload capacity.
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Take 5 ... with Sammie Tritico

Burgeoning construction market and focus on 
woman and minority owner service contracts 
help Texas PRO Sammie Tritico check off list 
of business goals  By Dee Goerge

MASTERING 
EVERY TASK

Tritico owns land in Kyle and Buda, Texas, and is planning to build a new office facility 
this year. But she is thankful for lessons learned in leaner times. Early on, Liquid Waste shared 
space with other businesses. One was a junkyard, which had an ever-changing landscape 
that created an obstacle course for drivers.

“It really taught me how to maneuver around people, equipment and all kinds of ma-
terial. With a big truck you must rely on your side mirrors. You have to use the mirrors, and 
it really did help create the driver that I am. I’ve not had any problem driving the big trucks,” 
says Tritico.

“When John and I started, I did the selling, the billing, I helped drive. I serviced and 
delivered toilets. So I’ve done everything from top to bottom, and if I’m going to ask one of 
my workers to do something, I want to know what I’m talking about,” she explains. “A lot of 
people think, ‘You are just a woman and you don’t know,’ but I’ve done all the grunt work so 
I really do know what’s going on. It helps me be a better manager.”

W hen Sammie Tritico grew tired of working 
in sales in the corporate world, she and her 
husband, John, decided to start a portable 

restroom business in Austin, Texas, based on her 
work experience and a perceived demand in the area. 
They purchased 120 restrooms and one service truck, 
and Tritico started knocking on doors. That was in 
2007. Today the couple’s business, Liquid Waste, has 
more than 1,000 portable restrooms, 10 employees 
and 10 trucks.

Early in her business career, Tritico worked in 
sales for a small portable restroom business. When 
she moved to Austin, one of her jobs for a waste man-
agement company had been dealing with unhappy 
customers. Not only did she solve their issues with 
the company, but Tritico also managed to convince 
many of them to sign contracts for another couple 
years of service.

“Basically, it created the person I am today. Sales 
and retention — you need that to be in business,” says 
Tritico. “With good sales and good equipment, deliver-
ing quality service is a key to success for a portable re-
stroom operator.” The company has a mix of construc-
tion accounts that includes municipal projects, large 
hotel chains and universities.

“It’s all about performance,” Tritico says. “I can be 
as good a salesperson as I can be, but we have to have 
the backup from our guys and our equipment. Just be-
cause we get the job doesn’t mean we keep the job.

“We are constantly looking ahead. That’s my job, 
to find out what’s coming up, what are we doing. I 
communicate with John; we work together really well. 
Each does what they are good at. The combination has 
worked great.”

1

Eye On the Prize

(continued)

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

Sammie Tritico works on location. 
One of her vacuum trucks, a Hino from 
Lely Tank & Waste Solutions, is in the 
background. (Photos by Kelly West)
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Manufacturers of dependable stainless steel and aluminum pressure/ 
vacuum tanks and trailers for the septic, industrial and portable trucks.

A.S.M.E. Certified / D.O.T. Approved           UL-142 Listed

P.O. Box 317 • Sullivan, IL 61951
Telephone: 800-722-8384 
Fax: 217-728-8384

Contact: Gene or 
Austin for a quote 

or to check on 
stock tanks 

Mid-State Tank
Arthur Custom Tank, LLC a division of Mid-State Tank, Inc.

www.midstatetank.com

For Your Business
Tanks

7 Church Road, Hatfield, PA 19440
Phone: 800.422.1844 
Fax: 888.883.9380
Visit our website: www.libertyfg.com

Call Michael DeGroat (ext 112)

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

Standard Options
•  Includes LPG Heat On  

Demand Water Heaters
• Private Showers
•  Changing Area with  

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

Heaters/Heat Pumps16-Station

6-Station

4-Station Combo

2-Station Combo

8-Station

8-Station w/Sinks

3-Station Combo

4-Station Combo

info@cohsi.com • 630.906.8002 • www.cohsi.com

GS-07F-0236V
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woman and minority owner service contracts 
help Texas PRO Sammie Tritico check off list 
of business goals  By Dee Goerge

MASTERING 
EVERY TASK

Tritico owns land in Kyle and Buda, Texas, and is planning to build a new office facility 
this year. But she is thankful for lessons learned in leaner times. Early on, Liquid Waste shared 
space with other businesses. One was a junkyard, which had an ever-changing landscape 
that created an obstacle course for drivers.

“It really taught me how to maneuver around people, equipment and all kinds of ma-
terial. With a big truck you must rely on your side mirrors. You have to use the mirrors, and 
it really did help create the driver that I am. I’ve not had any problem driving the big trucks,” 
says Tritico.

“When John and I started, I did the selling, the billing, I helped drive. I serviced and 
delivered toilets. So I’ve done everything from top to bottom, and if I’m going to ask one of 
my workers to do something, I want to know what I’m talking about,” she explains. “A lot of 
people think, ‘You are just a woman and you don’t know,’ but I’ve done all the grunt work so 
I really do know what’s going on. It helps me be a better manager.”

W hen Sammie Tritico grew tired of working 
in sales in the corporate world, she and her 
husband, John, decided to start a portable 

restroom business in Austin, Texas, based on her 
work experience and a perceived demand in the area. 
They purchased 120 restrooms and one service truck, 
and Tritico started knocking on doors. That was in 
2007. Today the couple’s business, Liquid Waste, has 
more than 1,000 portable restrooms, 10 employees 
and 10 trucks.

Early in her business career, Tritico worked in 
sales for a small portable restroom business. When 
she moved to Austin, one of her jobs for a waste man-
agement company had been dealing with unhappy 
customers. Not only did she solve their issues with 
the company, but Tritico also managed to convince 
many of them to sign contracts for another couple 
years of service.

“Basically, it created the person I am today. Sales 
and retention — you need that to be in business,” says 
Tritico. “With good sales and good equipment, deliver-
ing quality service is a key to success for a portable re-
stroom operator.” The company has a mix of construc-
tion accounts that includes municipal projects, large 
hotel chains and universities.

“It’s all about performance,” Tritico says. “I can be 
as good a salesperson as I can be, but we have to have 
the backup from our guys and our equipment. Just be-
cause we get the job doesn’t mean we keep the job.

“We are constantly looking ahead. That’s my job, 
to find out what’s coming up, what are we doing. I 
communicate with John; we work together really well. 
Each does what they are good at. The combination has 
worked great.”

1

Eye On the Prize

(continued)

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

Sammie Tritico works on location. 
One of her vacuum trucks, a Hino from 
Lely Tank & Waste Solutions, is in the 
background. (Photos by Kelly West)
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(continued)

BUILDING STRONG 
RELATIONSHIPS

Repeat business is due in part to relationships Tritico 
builds with employees and clients. She knows what she didn’t 
like when working for others, and she knows what it’s like to 
work as a portable restroom operator.

“We’re just easy to work with. I treat my guys like I want 
to be treated,” Tritico adds, noting her business has a low em-
ployee turnover rate. “I just feel like they’re the heart of the busi-
ness. If we don’t treat them well, how are they going to treat 

our customers, or how are they going to behave 
with our vehicles?” Liquid Waste provides uniforms, time off when needed and 
frequent raises to employees.

Besides staff, building good relationships with clients is critical. Tritico believes 
entertaining is an important part of her job. She invites clients to lunch as often as 
monthly. “It’s something I choose to do. I like to give back to my clients,” she says.

4

QUALIFYING FOR
MINORITY BUSINESS STATUS

At the suggestion of a client, Tritico explored obtaining minority 
certifications shortly after starting Liquid Waste. It required an enormous 
amount of paperwork and background checks on her work and person-
al history. Because she met the requirement of running a business that 
was at least 51 percent owned by a minority or American woman, she 
obtained three certifications: WBE (Woman Business Entity), DBE (Disad-
vantaged Business Entity) and HUB (Historically Underutilized Business).

When she places bids for city and state contracts, the entities are 
required to consider her business and other certified businesses. “It 
doesn’t mean we are going to get the job,” she notes. “You have to have 
quality equipment. Plus, I had the experience.” Liquid Waste landed a 
variety of contracts with the Austin airport and the University of Texas, 
for example. “It’s been a great opportunity for us. It’s really put us on the 
map and helps people get to know us,” Tritico says.

The certifications only provide the opportunity to bid on govern-
ment contracts, she emphasizes. When they win a bid, her business has 
to prove it can provide quality service to earn future contracts. “Once we 
work for them, we get repeat business,” she says.

IDENTIFYING THE
RIGHT CUSTOMER MIX

After building a strong client base, the Triticos added a website 
developed by Google in 2014, where clients and potential clients can fill 
out a request form. The site provides access to information, much better 
than handing out brochures that are typically thrown away, Tritico says, 
adding she is also updating a website she created.

From the beginning, Liquid Waste targeted the construction mar-
ket, which makes up about 95 percent of the business. Tritico constantly 
looks for new opportunities in the Austin area, where all types of con-
struction are booming. She networks and is a member of the Associated 
Building Contractors (ABC). The remaining 5 percent of Liquid Waste’s 
income comes from residential, events and parties. Though she doesn’t 
seek out private parties, Tritico contracts a few of them, including one 
for Texas and country music legend Willie Nelson. A client was a friend 
of the singer and recommended Liquid Waste.

“We often refer parties (to other portable restroom businesses), but 
for some clients who really want to use us, we’ll work with them,” she 
says. The parties take more time, people and equipment, and she is on 
site to ensure quality control.

2

3

“I treat my guys like 
I want to be treated. 
I just feel like 
they’re the heart of 
the business.”

SAMMIE TRITICO

Sammie Tritico wears 
appropriate safety gear 
while she services restrooms 
at one of her biggest 
construction job sites.

The crew consults 
during a service stop.

The crew, from 
left, Tritico, Miguel 
Barrientos and 
Neftali Nunez, cleans 
restrooms from 
PolyPortables and 
Five Peaks.
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817-478-3221 

(FAX) 817-561-1293
Offering a complete line of toilet 
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control, and cleaning solutions.
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BUY DIRECT and SAVE

Call today for your 
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Discover CPACEX 
for ALL your Portable 
Sanitation Needs…

•  Excellent customer service
•  Exceptional and innovative 

products 
•  Competitive and affordable prices

Newly re-formulated 

To learn more about ITI Trailers and Truck Bodies,  

Call  1-888-634-0080 or visit www.itimfg.com

We Manufacture &  
Service What We Sell.

• NEW 2017 Ford 550 Aluminum Cab  

• Skid Units, Portable Restroom  
& Septic Trucks

• Stainless Steel, Aluminum &  
Carbon Steel Units Available

• Compact Lightweight Design

• Standard Packages or  
Built to Your SpecsASME Certified       Building DOT 406/407/412 

PRT Prices  
Starting at

$69,500

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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“We’re just easy to work with. I treat my guys like I want 
to be treated,” Tritico adds, noting her business has a low em-
ployee turnover rate. “I just feel like they’re the heart of the busi-
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Besides staff, building good relationships with clients is critical. Tritico believes 
entertaining is an important part of her job. She invites clients to lunch as often as 
monthly. “It’s something I choose to do. I like to give back to my clients,” she says.
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certifications shortly after starting Liquid Waste. It required an enormous 
amount of paperwork and background checks on her work and person-
al history. Because she met the requirement of running a business that 
was at least 51 percent owned by a minority or American woman, she 
obtained three certifications: WBE (Woman Business Entity), DBE (Disad-
vantaged Business Entity) and HUB (Historically Underutilized Business).

When she places bids for city and state contracts, the entities are 
required to consider her business and other certified businesses. “It 
doesn’t mean we are going to get the job,” she notes. “You have to have 
quality equipment. Plus, I had the experience.” Liquid Waste landed a 
variety of contracts with the Austin airport and the University of Texas, 
for example. “It’s been a great opportunity for us. It’s really put us on the 
map and helps people get to know us,” Tritico says.

The certifications only provide the opportunity to bid on govern-
ment contracts, she emphasizes. When they win a bid, her business has 
to prove it can provide quality service to earn future contracts. “Once we 
work for them, we get repeat business,” she says.

IDENTIFYING THE
RIGHT CUSTOMER MIX

After building a strong client base, the Triticos added a website 
developed by Google in 2014, where clients and potential clients can fill 
out a request form. The site provides access to information, much better 
than handing out brochures that are typically thrown away, Tritico says, 
adding she is also updating a website she created.

From the beginning, Liquid Waste targeted the construction mar-
ket, which makes up about 95 percent of the business. Tritico constantly 
looks for new opportunities in the Austin area, where all types of con-
struction are booming. She networks and is a member of the Associated 
Building Contractors (ABC). The remaining 5 percent of Liquid Waste’s 
income comes from residential, events and parties. Though she doesn’t 
seek out private parties, Tritico contracts a few of them, including one 
for Texas and country music legend Willie Nelson. A client was a friend 
of the singer and recommended Liquid Waste.

“We often refer parties (to other portable restroom businesses), but 
for some clients who really want to use us, we’ll work with them,” she 
says. The parties take more time, people and equipment, and she is on 
site to ensure quality control.
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“The very day we found out we’d have to move our shop, somebody 
came through the door and said, ‘Do you want to buy Buck’s back?’ It 
was really a door closing, door opening, all in the same day.” They quickly 
jumped at the chance.

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

 

Making connections

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

 

the Main event

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

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

 

By the nuMBers

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

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

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

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

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

(continued)

the teaM

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

 

coMpany history

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

(continued)

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

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

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

tHe JoB: Oregon Jamboree
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It was really a door closing, door 
opening, all in the same day.”
Scott Weld
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At the oregon Jamboree 
music festival, the crew 
at Buck’s Sanitary Service 
provides service that singsprovides service that sings
BY BettY dAGeFoRde

 Let’s roLL

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

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

 

keepin’ it cLean

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

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

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

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

 

saMe But different

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

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

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

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

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

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

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

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

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

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

MORE INFO

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

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

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 

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

MOJOMOJO
Music City

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

PoshPrivy Nashville, Tenn.
★
Tennessee

(continued)

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

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

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

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

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

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

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

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

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

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

(continued)

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

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

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

 
TARGETING CUSTOMERS

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

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

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

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

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

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

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

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

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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ceramic floors and flatscreen TVs.
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Part of “selling himself” means being an expert in the field. Before 
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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 
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“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.”
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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.

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

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

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

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

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

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

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

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

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

(continued)

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

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

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

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

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

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

“I started going around to party-tent rental companies because our 
business is mostly geared toward outdoor 
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about PoshPrivy’s restroom trailers the minute they 
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interested in being part of 
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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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ORGANIZING EQUIPMENT 
FLEET AND INVENTORY

John Tritico handles equipment purchases and maintenance. “We 
have 1,000 construction portable restrooms by PolyPortables and Five 
Peaks,” he says.

To accommodate the high-rise construction market, Liquid Waste 
owns about 75 PolyJohn PolyLift units. They also have Five Peaks and Poly-
Portables units that clients can lift to rooftops and other locations using 
cranes. About a quarter of the units, from Five Peaks and PolyPortables, 
are earmarked specifically for event service.

John works closely with Lely Tank & Waste Solutions to expand 
the fleet with Hino trucks from 2007 to 2010. Most have 1,100-gallon 

waste/400-gallon freshwater tanks. 
One is stainless steel and the rest 
are carbon steel tanks, and all have 
Masport vacuum pumps. They are 
also equipped with LiveViewGPS 
software to track location and time. 
The trucks are large enough to ef-
ficiently transport loads to Austin’s 
only wastewater treatment plant, 
yet small enough that drivers don’t 
need CDLs. ■

5

“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.

Sammie Tritico builds her 
fleet with Hino trucks built 
out with tanks from Lely 
Tank & Waste Solutions and 
Masport pumps.
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11200 Greenstone Ave. • Santa Fe Springs, CA 90670

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

Like us on Facebook

SYSTEMS

11HP Compact Belt 
Driven System Well 
suited for 1000-

1500 Gallon Tanks.

Masport HXL4V

 800-699-7557

115CFM 28" HG 
Compact Belt Drive 

Package with Diamond 
Plate Base and Belt 
guard to ensure your 
system looks as good 

as your rig. 

Condé SDS6 
HD Powerpak

On Frame Mount Skid, 
with right angle gearbox 

drive, complete with 
secondary scrubber. Force 

fan air cooled design 
ensures this heavy duty 
pump will keep it’s cool 

under extreme conditions

Fruitland RCF250 
Eliminator Package 

The Condé ProVac Industrial Pumpout 
Station is an intelligent pumping 

solution for locations not suitable for 
large vacuum truck hoses. 

The Condé ProVac Industrial Pumpout 
Condé ProVac

Five Peaks
866/293-1502
www.fivepeaks.net
(See ad page 27)
 
Hino Trucks
248/699-9334
www.hino.com

LiveViewGPS Inc.
888/544-0494
www.liveviewgps.com

Lely Tank & Waste Solutions, LLC
800/367-5359
www.lelytank.com
(See ad page 19)

Masport, Inc.
800/228-4510
www.masportpump.com
(See ad page 3)

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

PolyPortables, LLC
800/241-7951
www.polyportables.com
(See ad page 48)

MORE INFO

ORGANIZING EQUIPMENT 
FLEET AND INVENTORY

John Tritico handles equipment purchases and maintenance. “We 
have 1,000 construction portable restrooms by PolyPortables and Five 
Peaks,” he says.

To accommodate the high-rise construction market, Liquid Waste 
owns about 75 PolyJohn PolyLift units. They also have Five Peaks and Poly-
Portables units that clients can lift to rooftops and other locations using 
cranes. About a quarter of the units, from Five Peaks and PolyPortables, 
are earmarked specifically for event service.

John works closely with Lely Tank & Waste Solutions to expand 
the fleet with Hino trucks from 2007 to 2010. Most have 1,100-gallon 

waste/400-gallon freshwater tanks. 
One is stainless steel and the rest 
are carbon steel tanks, and all have 
Masport vacuum pumps. They are 
also equipped with LiveViewGPS 
software to track location and time. 
The trucks are large enough to ef-
ficiently transport loads to Austin’s 
only wastewater treatment plant, 
yet small enough that drivers don’t 
need CDLs. ■

5

“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.

Sammie Tritico builds her 
fleet with Hino trucks built 
out with tanks from Lely 
Tank & Waste Solutions and 
Masport pumps.
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WWETT SPOTLIGHT

PortaLogix Service Truck 
Designers are Portable 
Sanitation Veterans
By Craig Mandli

Most have heard the age-old idiom, “If you want something done well, 
do it yourself.” That idea was on full display at the 2016 Water & Wastewater 
Equipment, Treatment & Transport (WWETT) Show, as a group of portable 
restroom industry veterans from western New York showed off their self-
made PortaLogix portable restroom service truck. According to company 
co-owner Jerry Vecchiarelli, the unit incorporates effective features and 
solves problems faced by PROs.

“We’ve been in the porta-potty business for a long time, and know what 
the formula is for success,” he says. “We have used a lot of different service 
trucks over the years in our business, but never found one with all the fea-
tures we wanted. That’s why we designed one ourselves.”

The truck allows a technician to service a route while carrying up to six 
units without a trailer. Placement of the 800-gallon waste tank is designed 
to distribute weight evenly on the chassis, while the flat 350-gallon freshwa-
ter tank is located in the bed of the truck, below the restroom payload. It is 

built on a 1-ton heavy-duty truck chassis, 
which doesn’t require a CDL to operate.

“The frame is made of durable alu-
minum to keep the weight down and al-
low the tech to carry more units and more 
waste,” says Vecchiarelli. “We like to think 
that the unit is allowing companies to do 
more with less.”

It comes with either a PTO-driven pump and high-pressure washdown 
pump unit, or a Honda prepackaged pump system. The bed has remov-
able rails and multiple strapping points for various load configurations, and 
Thieman liftgates for easier loading. The flat-tank bed has a water level sight 
glass, V-channel baffles and two drain points on both the driver and pas-
senger side for easier draining on grades. The baffles help prevent slosh-
ing, making the vehicle more stable at highway speeds. A fully loaded unit 
weighs in at 11,500 pounds with empty tanks, and 17,000 pounds with tanks 
full. The company has offered the units for sale since November 2015, and 
according to Vecchiarelli, the feedback has been overwhelmingly positive.

“People really like that we have several chassis options available in both 
two-and four-wheel drive, and many other component options,” he says. “If 
they run their portable restroom businesses anything like we run ours, they 
are going to want to customize the service truck to suit their needs.”

According to Vecchiarelli, his company runs 30 PortaLogix trucks in its 
fleet, and the feedback from his service techs has been glowing.

“These trucks can carry more because they’re made lighter, which al-
lows a tech to work all day on service runs,” he says. “In the long run, that is 
saving time and money.”

Vecchiarelli says that the 2016 WWETT Show exceeded his expecta-
tions, and he’s already planning to come back in 2017 with an updated truck 
offering more customization options.

“We knew we had a good product, and the interest we received at the 
show confirmed that,” he says. “It’s justifying knowing that the issues we 
were dealing with weren’t just ours, but shared by a lot of people in the in-
dustry. We designed this truck to help solve a lot of those.” 585/484-7009; 
www.portalogix.com. ■ 

PortaLogix co-owners, from left, 
Larry and Bryan Moravec and 
Jerry Vecchiarelli discuss options 
available on their new service 
truck with an attendee at the 2016 
WWETT Show. The unit carries up 
to six units without a trailer. (Photo 
by Craig Mandli)
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WALEX PRODUCTS BANISH
GRAFFITI REMOVER
Banish graffiti remover from Walex Products is a 
user-friendly formulation designed to remove graf-
fiti and protect surfaces from future graffiti. It works 
to remove most types of graffiti and many stains 
from smooth, nonporous surfaces such as plastics, 
glass and metals. It removes marker, paint, pen, 
pencil, grease, tar, crayon, dirt and calcium build-
up. In most cases, it will remove the graffiti in less 
than a minute on unpainted surfaces, according to the maker. It is sold in 
1-, 5- and 55-gallon containers. Spray on the surface being cleaned. Allow a 
minute or two for it to work, and then use a Banish Pad or soft scrub brush 
to agitate the product on the surface to help the graffiti removal process. 
800/338-3155; www.walex.com.

CENTURY CHEMICAL CURVE
Curve long-lasting air freshener from 
Century Chemical offers versatile place-
ment almost anywhere. It freshens while 
remaining hidden on the side of portable 
restrooms, inside bathroom cabinets and on the underside of wastebasket 
lids. The holder stays in place with two-sided tape, and the air freshener is 
changed every 30 days, with date tabs indicating when to replace it for consis-
tent air freshening. It is 100 percent recyclable, and is part of a closed-loop air 
freshener recycling program at www.eco-refresh.com. It is available in spiced 
apple and citrus fragrances, with a case supplying six restrooms for a full year. 
800/348-3505; www.centurychemical.com.
 

CPACEX ULTRA POWRPAKS
Ultra PowrPaks for portable restrooms and 

holding tanks from CPACEX are formulated 
to provide continuous odor control and fra-
grance for up to seven days in the most ex-
treme conditions. Effervescence ensures the 
packets will dissolve quickly and disperse 
evenly throughout the holding tank. They are 
available in five sizes to fit specific applica-
tions and climates. They are biodegradable 
and all formulations contain rich, non-stain-

ing blue dye. 800/874-7383; www.cpacex.com.

MORO USA DCSS
The DCSS heavy-duty 12-volt wash-
down pumps from Moro USA are de-
signed for filling sinks and toilets. They have 
a maximum delivery rate of 20 gpm at 42 psi, with a 1 hp, 12-volt DC motor, 
a 1-inch discharge and 1 1/4-inch intake. Models have a high-grade stainless 
steel impeller, Viton elastomers and include a pressure switch and 12-volt so-
lenoid, allowing full control flow at the nozzle without damaging the pump. 
They have an industrial-grade epoxy-coated painted motor to protect against 
rust. A second DCSC model has a cast iron pump head, while the DCSS 
model has a stainless steel pump head that won’t break in freezing winter 
temperatures. Units weigh 52 pounds. 800/383-6304; www.morousa.com.

PUMPTEC WASHDOWN PUMP
The Pumptec 12-volt high-pressure 

washdown pump can be used for all 
power-washing tasks. The high-perfor-

mance unit provides 700 psi using 1.4 
gpm for water conservation. This unit 

runs at 60 amps, eliminating the need for 
gas or hydraulic systems. It comes with the Derringer magnum spray gun, 
inlet hose and inlet filter for a fast and easy installation. 763/433-0303; 
www.pumptec.com.

SAFE-T-FRESH GRAFFIX
Graffix from Safe-T-Fresh is an environmentally safe 
liquid gel used to remove paint and chemical-resistant 
coatings. It doesn’t contain MEK or other harsh, flam-
mable chemicals, and is designed to remove multiple 
layers of oil and latex paints from various substrates, 
including HDPE, wood, brick, stone or metal. Gel is for-
mulated to adhere to vertical surfaces without running. It 
contains no water, and is intended to be used undiluted. Spray it on surface 
to be treated and allow one minute for the formula to activate, then wipe off 
with the provided sponge, a rough towel or rag. Deep penetrations of ink or 
paint may require a second application. Apply and allow the gel to soak an 
additional two to four minutes. Wipe with sponge and rinse if necessary. 
877/764-7297; www.safetfresh.com.

Cleaning and Maintenance

CLEANING SYSTEMS

GRAFFITI REMOVAL

ODOR CONTROL

(continued)

By Craig Mandli
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sales@flowmark.comflowmark.com(855) 653-8100

PER MONTH
FROM $999

$63,900

I N T E R N AT I O N A L 4 3 0 0

2 5 , 9 9 9 #  G V W,  C U M M I N S,  A L L I S O N

2 0 0 0  G A L LO N ( 1 5 0 0 / 5 0 0 )
N V E 3 0 4 ,  D C 1 0 ,  H A N N AY

D U A L S E R V I C E,  2  U N I T T O I L ET H A U L E R

$103,400

YOUR PICK!I S U Z U N P R  6 . 0 L R A M  4 5 0 0  H E M I

Conde/Masport/NVE Pumps

FLOJET Water Pump
Inlet Hose with Wand

2 Unit Toilet Hauler
999 Gallon (700/299)

Ready to Work!

EASILY MOVE RESTROOMS
Super Mongo 

Mover®

Hitch Hauler™

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

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

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

Patented

 Toll Free: 866.599.3325
www.DealAssoc.com
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up. In most cases, it will remove the graffiti in less 
than a minute on unpainted surfaces, according to the maker. It is sold in 
1-, 5- and 55-gallon containers. Spray on the surface being cleaned. Allow a 
minute or two for it to work, and then use a Banish Pad or soft scrub brush 
to agitate the product on the surface to help the graffiti removal process. 
800/338-3155; www.walex.com.
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restrooms, inside bathroom cabinets and on the underside of wastebasket 
lids. The holder stays in place with two-sided tape, and the air freshener is 
changed every 30 days, with date tabs indicating when to replace it for consis-
tent air freshening. It is 100 percent recyclable, and is part of a closed-loop air 
freshener recycling program at www.eco-refresh.com. It is available in spiced 
apple and citrus fragrances, with a case supplying six restrooms for a full year. 
800/348-3505; www.centurychemical.com.
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Ultra PowrPaks for portable restrooms and 

holding tanks from CPACEX are formulated 
to provide continuous odor control and fra-
grance for up to seven days in the most ex-
treme conditions. Effervescence ensures the 
packets will dissolve quickly and disperse 
evenly throughout the holding tank. They are 
available in five sizes to fit specific applica-
tions and climates. They are biodegradable 
and all formulations contain rich, non-stain-

ing blue dye. 800/874-7383; www.cpacex.com.

MORO USA DCSS
The DCSS heavy-duty 12-volt wash-
down pumps from Moro USA are de-
signed for filling sinks and toilets. They have 
a maximum delivery rate of 20 gpm at 42 psi, with a 1 hp, 12-volt DC motor, 
a 1-inch discharge and 1 1/4-inch intake. Models have a high-grade stainless 
steel impeller, Viton elastomers and include a pressure switch and 12-volt so-
lenoid, allowing full control flow at the nozzle without damaging the pump. 
They have an industrial-grade epoxy-coated painted motor to protect against 
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model has a stainless steel pump head that won’t break in freezing winter 
temperatures. Units weigh 52 pounds. 800/383-6304; www.morousa.com.
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The Pumptec 12-volt high-pressure 

washdown pump can be used for all 
power-washing tasks. The high-perfor-

mance unit provides 700 psi using 1.4 
gpm for water conservation. This unit 

runs at 60 amps, eliminating the need for 
gas or hydraulic systems. It comes with the Derringer magnum spray gun, 
inlet hose and inlet filter for a fast and easy installation. 763/433-0303; 
www.pumptec.com.

SAFE-T-FRESH GRAFFIX
Graffix from Safe-T-Fresh is an environmentally safe 
liquid gel used to remove paint and chemical-resistant 
coatings. It doesn’t contain MEK or other harsh, flam-
mable chemicals, and is designed to remove multiple 
layers of oil and latex paints from various substrates, 
including HDPE, wood, brick, stone or metal. Gel is for-
mulated to adhere to vertical surfaces without running. It 
contains no water, and is intended to be used undiluted. Spray it on surface 
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with the provided sponge, a rough towel or rag. Deep penetrations of ink or 
paint may require a second application. Apply and allow the gel to soak an 
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Cleaning and Maintenance

CLEANING SYSTEMS

GRAFFITI REMOVAL

ODOR CONTROL
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DEL VEL CHEM CO.
ODOR INTERCEPTOR
Biodegradable Odor Interceptor from Del 
Vel Chem Co. is used to neutralize and 
absorb odors from a variety of sources. It 
lasts 45 to 60 days depending on the degree 
of odor. The product shrinks as it absorbs 
odors. The heavier the odor, the faster it is used. It will shrink to about 12 
percent of its initial size before it should be replaced. Once odors are under 
control, it will shrink at a slower rate. It is available in 1/2-, 4- and 35-pound 
containers. 800/699-9903; www.delvel.com.
 

FIVE PEAKS GLACIER BAY 
DRY TOSS PACKETS

Glacier Bay dry toss packets from Five Peaks contain 
a Metazene odor neutralizer designed to eliminate 

odors without masking. The convenient premeasured 
ready-to-use pouches provide the same effective odor 

control, fragrance and deep blue color mask as liquid 
deodorant. The design is meant to eliminate guesswork 

and allow for better inventory control. Powder is packed 
in a water-soluble pouch to prevent waste and contact 

with the product. Drop a single packet into the holding 
tank and add water. They are packaged in a stand-up, resealable gusset bag, 
reducing the risk of exposing packets to moisture. They are available in two 
strengths – normal to extreme conditions (heat and humidity) or special 
events/multiple services. 866/293-1502; www.fivepeaks.net.
 

GREEN WAY PRODUCTS
BY POLYPORTABLES TURBO DRIPAX
Turbo DriPax nonsticking paper portable re-
stroom deodorizers from Green Way Products 
by PolyPortables bridge the gap between tab-
lets and standard water-soluble pouches. They 
combine the self-mixing effervescence of a tab-
let with the lightweight efficiency of stan-
dard pouches. They have a large amount 
of fragrance, deodorizing power and a strong 
non-staining royal blue dye, according to the maker. Self-mixing technology 
allows them to be dropped into a holding tank to begin working automati-
cally. They are offered in three sizes to meet the demands of any job. A rasp-
berry fragrance is now available. 800/241-7951; www.polyportables.com.
 

J & J CHEMICAL
PROPAXX ELITE SERIES
ProPaxx Elite Series portion-control non-
formaldehyde deodorizing packets from J & J 
Chemical provide long-lasting color and odor 
control designed for demanding conditions. 
They are formulated with multiple odor con-
trol components that engage when needed. The 
time-released fragrances help keep portable re-
strooms smelling fresh longer, while helping to 

clean the holding tank. They are available in a variety of exclusive fragrances 
and sizes. 800/345-3303; www.jjchem.com. 

JOHNNY’S CHOICE BY CHEMCORP
INDUSTRIES SENSORY GRAND DISKS
Sensory Grand Disks for portable restrooms from John-
ny’s Choice by Chemcorp Industries are designed to 
eliminate tank odors. They are simple to use and are 
available in many long-lasting fruity fragrances. 
888/729-6478; www.johnnyschoice.com.
 

MASPORT PUMPER SCENT
The Pumper Scent odor-control de-
vice from Masport uses exhaust from 
the vacuum pump to eliminate odors. 

The vaporizer chamber is placed di-
rectly after the oil separator on the truck. 

Heat and airflow from the vacuum pump activate the scent that bonds with 
the air molecules to eliminate foul odors generated while pumping grease 
traps, septic tanks and portable restrooms. Piping sizes for the vaporizer 
chamber are available from 1 1/2 to 4 inches to fit all rotary vane vacuum 
pumps. 800/228-4510; www.masportpump.com.
 

PORTA PRO CHEM CO.
CHEM BLOCKS
Chem Blocks urinal blocks from Porta Pro 
Chem Co. do not use paradichloroben-
zene, which has been banned by several 
states due to health safety concerns. The 
scented blocks are square, so they won’t 
fall into or block the round connector to the 
holding tank. Each block weighs 3 ounces, 
is a non-staining blue and is individually wrapped in plastic to ensure fresh-
ness. Blocks are available in the same bubble gum fragrance as the com-
pany’s toilet deodorizing chemical, and can be made in other scents such as 
spice, cherry and mulberry. 888/673-5846; www.portaprochem.com.
 

SURCO PORTABLE SANITATION
PRODUCTS FRESH STRAPS
Fresh Straps locking waterproof portable 
restroom air freshener straps from Surco 
Portable Sanitation Products cinch onto 
the vent pipe, or anywhere the tech can 
place them out of sight and out of reach. 
They are opaque white, scent-infused 
plastic straps with a self-locking feature 

that deters theft. They freshen with powerful fragrance for up to 60 days, and 
are available in Xtreme Clean and SummerFresh Lavender scents. 800/556-
0111; www.surco.com.

(continued)

ODOR CONTROL

CALL TO ORDER TOLL FREE 866-872-1224 • www.varcopumper.com SOURCE KEY

CALL FOR
FREE
CATALOG!

CALL FOR
FREE
CATALOG!

WITH HANDLE

Aluminum Male Adapter End $79.99 each
Polypropylene Female End $79.99 each

WITHOUT HANDLE

Aluminum Male Adapter End $59.99 each
Polypropylene Female End $59.99 each

DESCRIPTION STARTING AT

Pump Only $625.00
Gas Engine Drive Systems $945.00

SHOWN WITH
ALUMINUM MALE ADAPTER 
AND HANDLE INSTALLED

VARCO WAND ASSEMBLY
• Pre-Assembled Wand for porta-toilet use.
• Includes a 30" long PVC Pipe threaded into
 valve at 45° angle.
• 2" Full Port Poly Valve, with metal Carry Handle
 bolted to body of valve.
• Available with a male adaptor or Female coupler
 at hose connection.

BRASS
LEVER VALVES

SIZE
RIV

PRICE
MZ

PRICE

3" $108.00 $115.00
4" $152.00 $170.00
6" $299.00 $305.00

PUMP REBUILD
KITS AVAILABLE

BATTIONI • JUROP • NVE
MORO • CONDE • SHURFLO

AMT
WASH-

DOWN PUMP
$75710

YOUR HOSE &  FITTINGS  HQ
HOSE & FITTINGS FOR EVERY INDUSTRY/APPLICATION, GIVE US A CALL!

EBH PORTABLE TOILET HOSE
• Perfect for Removal of Liquids and Waste Materials
• Resistant to Kinking and is crushproof & includes cu� s.
• Standard Lengths only. 

20' 25' 30' 40' 50'

2" $43.14 $53.93 $64.71 $86.29 $107.86
3" $85.37 $106.72 $128.06 $170.75 $213.43

square outer
helix for increased

durability and � exibility

Rebuild Kits 
and Wet End 
Kits Available

TIGER TAIL HOSE
• Also known as Bumble Bee or Crushproof Hose
• Perfect for Removal of Liquids and Waste Materials
• Kink resitant - includes cu� s. Std. Lengths only. 
• Polyethelene Construction Corrosion Resistant
• Extremely Flexible, even at Sub-Zero Temperatures. 

20' 25' 30' 40' 50'

2" $67.23 $84.06 $100.79 $134.40 $169.33

3" $112.43 $140.57 $168.63 $225.16 $280.70

MADE IN
USA

GREAT FLEXIBILITY!
BETTER CUFFS!
LOWER PRICE!

ALSO AVAILABLE
IN FXF

QUICK CONNECTS

WANT IT COUPLED? CHOOSE FROM ALUMINUM OR POLYPROPYLENE FITTINGS
For MXF Quick Connects: Add $9.95 for 2" -  Add $16.95 for 3"  Also in FXF Quick Connects

PORTABLE TOILET
CHOICE

4 & 6 BOLT
POLYPROPYLENE 
BALL VALVES
Precision molded full port for 
easy � ow. Make an economical 
alternative to brass valves. 
Stainless steel bolted
design for extra durability.

4 BOLT
FULL 
PORT
1 ½  "

4 BOLT
STD. 

PORT
2"

4 BOLT
FULL 
PORT

2"

$22.81 $22.81 $26.68
6 BOLT
FULL 
PORT

2"

6 BOLT
FULL 
PORT

3"

8 BOLT
FULL 
PORT

4"

$32.85 $76.27 $160.84

FULL LINE OF CONDE ACCESSORIES, 
PUMPS AND PACKAGES

FLOJET PUMPS
12v DC and 115v AC (plug-in)

STARTING AT
$8215

SHURFLO PUMPS
12v DC and 115v AC (plug-in)

STARTING AT
$8605

DC10
WASH-
DOWN PUMP
$81000

CALL FOR MORE CHEMICALS 
/ CLEANING AGENTS

DEODORANT DISCS
100 DISC BAG

$3099

WALEX PTA LIQUID 
DEODORIZERS

AS LOW AS
$2995 GAL.

PORTAPAK
AS LOW AS

$2249 BAG

FULL LINE OF
WALEX CHEMICALS

POLY PIPE FITTINGS 
AND POLY CAM & 

GROOVE FITTINGS
STARTING AT

$2.34

DOWN PUMP
WASH-
DOWN PUMPDOWN PUMP

MAXI SCRAPER
ITEM# SIZE PRICE

STMAX 4" $4.99

ERGOTEC SQUEEGEE
ITEM# SIZE PRICE

ES150 6" $14.61
ES250 10" $15.46

BANJO BRAND VALVES AND 
POLY FITTINGS AVAILABLE

WASH-
DOWN PUMPRebuild Kits 

$810

WASH-

$81000

Description LOW PRICE

Pump Only $1,790.00

Pump Stand 
Complete

 $3,214.78

Secondary 
Pack (Horizon-
tal or Vertical)

$3,928.57

Engine Drive $X,XXX.XX

CHALLENGER 304 
PORTABLE TOILET 
PUMP AND PACKAGE
• Ductile Iron Cylinder
• Stainless Steel Oil Lines
• NVE Adjustable Piston Oil Pump
• Easily change out the vanes,
 vane inspection port

PORTA-GREASE POLYURETHANE 
LINED SUCTION HOSE 
THE PERFECT GREASE AND PORTABLE TOILET HOSE!
Smooth bore grease, oil and chemical resistant Polyurethane liner. 
Crush proof and abrasion resistant cover. Poly welded end cu� s for 
longer hose life. TEMPERATURE RANGE: -40°F – 125°F

20' 25' 30' 40' 50'

2" $45.07 $56.34 $67.61 $90.15 $112.69
Add $9.95 for MxF Quick Connects, Add $12.95 for FxF Quick Connects

MADE IN
USA

NEW!

210 CFM

WALEX PTA LIQUID 
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DEL VEL CHEM CO.
ODOR INTERCEPTOR
Biodegradable Odor Interceptor from Del 
Vel Chem Co. is used to neutralize and 
absorb odors from a variety of sources. It 
lasts 45 to 60 days depending on the degree 
of odor. The product shrinks as it absorbs 
odors. The heavier the odor, the faster it is used. It will shrink to about 12 
percent of its initial size before it should be replaced. Once odors are under 
control, it will shrink at a slower rate. It is available in 1/2-, 4- and 35-pound 
containers. 800/699-9903; www.delvel.com.
 

FIVE PEAKS GLACIER BAY 
DRY TOSS PACKETS

Glacier Bay dry toss packets from Five Peaks contain 
a Metazene odor neutralizer designed to eliminate 

odors without masking. The convenient premeasured 
ready-to-use pouches provide the same effective odor 

control, fragrance and deep blue color mask as liquid 
deodorant. The design is meant to eliminate guesswork 

and allow for better inventory control. Powder is packed 
in a water-soluble pouch to prevent waste and contact 

with the product. Drop a single packet into the holding 
tank and add water. They are packaged in a stand-up, resealable gusset bag, 
reducing the risk of exposing packets to moisture. They are available in two 
strengths – normal to extreme conditions (heat and humidity) or special 
events/multiple services. 866/293-1502; www.fivepeaks.net.
 

GREEN WAY PRODUCTS
BY POLYPORTABLES TURBO DRIPAX
Turbo DriPax nonsticking paper portable re-
stroom deodorizers from Green Way Products 
by PolyPortables bridge the gap between tab-
lets and standard water-soluble pouches. They 
combine the self-mixing effervescence of a tab-
let with the lightweight efficiency of stan-
dard pouches. They have a large amount 
of fragrance, deodorizing power and a strong 
non-staining royal blue dye, according to the maker. Self-mixing technology 
allows them to be dropped into a holding tank to begin working automati-
cally. They are offered in three sizes to meet the demands of any job. A rasp-
berry fragrance is now available. 800/241-7951; www.polyportables.com.
 

J & J CHEMICAL
PROPAXX ELITE SERIES
ProPaxx Elite Series portion-control non-
formaldehyde deodorizing packets from J & J 
Chemical provide long-lasting color and odor 
control designed for demanding conditions. 
They are formulated with multiple odor con-
trol components that engage when needed. The 
time-released fragrances help keep portable re-
strooms smelling fresh longer, while helping to 

clean the holding tank. They are available in a variety of exclusive fragrances 
and sizes. 800/345-3303; www.jjchem.com. 

JOHNNY’S CHOICE BY CHEMCORP
INDUSTRIES SENSORY GRAND DISKS
Sensory Grand Disks for portable restrooms from John-
ny’s Choice by Chemcorp Industries are designed to 
eliminate tank odors. They are simple to use and are 
available in many long-lasting fruity fragrances. 
888/729-6478; www.johnnyschoice.com.
 

MASPORT PUMPER SCENT
The Pumper Scent odor-control de-
vice from Masport uses exhaust from 
the vacuum pump to eliminate odors. 

The vaporizer chamber is placed di-
rectly after the oil separator on the truck. 

Heat and airflow from the vacuum pump activate the scent that bonds with 
the air molecules to eliminate foul odors generated while pumping grease 
traps, septic tanks and portable restrooms. Piping sizes for the vaporizer 
chamber are available from 1 1/2 to 4 inches to fit all rotary vane vacuum 
pumps. 800/228-4510; www.masportpump.com.
 

PORTA PRO CHEM CO.
CHEM BLOCKS
Chem Blocks urinal blocks from Porta Pro 
Chem Co. do not use paradichloroben-
zene, which has been banned by several 
states due to health safety concerns. The 
scented blocks are square, so they won’t 
fall into or block the round connector to the 
holding tank. Each block weighs 3 ounces, 
is a non-staining blue and is individually wrapped in plastic to ensure fresh-
ness. Blocks are available in the same bubble gum fragrance as the com-
pany’s toilet deodorizing chemical, and can be made in other scents such as 
spice, cherry and mulberry. 888/673-5846; www.portaprochem.com.
 

SURCO PORTABLE SANITATION
PRODUCTS FRESH STRAPS
Fresh Straps locking waterproof portable 
restroom air freshener straps from Surco 
Portable Sanitation Products cinch onto 
the vent pipe, or anywhere the tech can 
place them out of sight and out of reach. 
They are opaque white, scent-infused 
plastic straps with a self-locking feature 

that deters theft. They freshen with powerful fragrance for up to 60 days, and 
are available in Xtreme Clean and SummerFresh Lavender scents. 800/556-
0111; www.surco.com.

(continued)

ODOR CONTROL

CALL TO ORDER TOLL FREE 866-872-1224 • www.varcopumper.com SOURCE KEY

CALL FOR
FREE
CATALOG!

CALL FOR
FREE
CATALOG!
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RIV
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PRICE
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20' 25' 30' 40' 50'
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MADE IN
USA
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CAM SPRAY RCJ SERIES
RCJ Series skid-mounted jetters from Cam 
Spray are offered in flows and pressures of 8 
gpm at 3,500 psi and 7 gpm at 4,000 psi. A three-
plunger industrial pump with pulse is powered 
by a 688 cc Honda engine. Its 200 feet of jetter hose 
can be used to supply an optional 200DS4 portable reel 
cart with 200 feet of 3/8-inch jet hose. It comes with a 35-gallon buffer wa-
ter tank with float control, powder-coated heavy tube frame, washdown gun 
and a four-nozzle set. It easily mounts in the side door of a cargo van, on 
a truck bed or inside a service truck. 800/648-5011; www.camspray.com.
 

FNA GROUP DELCO
COBALT 95000 PRESSURE

 WASHER TRAILER SERIES
The Delco Cobalt 95000 Pres-
sure Washer Trailer Series 
from FNA Group offers five 
mobile gas-powered pressure 

washers designed to meet the needs of today’s professional cleaning con-
tractor. Each has an industrial triplex pump delivering up to 4,000 psi and 
5 gpm to work on grimy parking lots, surface graffiti, greasy oil rigs and for 
fleet maintenance. Each pressure washer has a 225-gallon water tank, 100 
feet of 3/8-inch high-pressure hose, and 75 feet of 3/4-inch low-pressure 
hose. The 13-foot, single axle, powder-coated steel trailer is rated to 3,500 
pounds. 847/348-1500; www.fna-group.com.
 

JENNY PRODUCTS STEAM JENNY
Steam Jenny direct-drive cold pressure washers from Jenny 
Products are powered by 9 or 13 hp Honda GX Series en-
gines and have a triplex ceramic plunger pump with pres-
sure ratings between 3,000 and 4,000 psi and flow rates 
between 3 and 4 gpm. They come with thermal pump 
protection, an unloader valve and a high-pressure 
relief valve to prevent pump damage. The unit auto-
matically shuts down if low oil levels are detected. The 
chassis is made with powder-coated, 7-gauge steel. Stan-
dard features include a professional-grade insulated trigger gun with safety 
lock, quick-connect nozzles with nozzle control, high-capacity inline water 
strainer, gun/wand holder, hose reel mounting adapter and dual rubber iso-
lators. 814/445-3400; www.steamjenny.com.
 

SHARK PRESSURE WASHERS
 & JETTERS TRS-2500

The TRS-2500 trailer pressure washer 
from Shark Pressure Washers & 
Jetters delivers up to 3,500 psi and 

200-degree water. It can be used for clean-
ing in the field where a water supply is not 

always available. It has a 200-gallon, white, high-density polyethylene wa-
ter tank, 4.7 gpm pressure washer skid with electric start and generator, 
high- and low-pressure hose reels, two saddle boxes and a rock guard. The 
unit’s cool bypass allows extended runtimes by recirculating water through 
the tank. It has a 39-inch tongue with swing-away hitch for easy storage. 
800/771-1881; www.sharkpw.com.

SIOUX CORPORATION EN SERIES
EN Series all-electric explosion-proof pres-
sure washers from Sioux Corporation have 
third-party certification for use in Class I Divi-
sion 1, Group C and D; and Class II, Division 
1, Group F and G hazardous environments. 
These units are certified to UL 1203, CSA C22.2 No. 25, 
and CSA C22.2 No. 30 safety standards. A unit built to Division 1 standards 
will also cover areas in Division 2 where ignitable concentrations of combus-
tible or conductive gas or dust are not likely to exist but are possible under 
normal operating conditions. 888/763-8833; www.sioux.com.

WATER CANNON SH265
The 3,300 psi Kohler-powered SH265 pressure 
washer from Water Cannon is UPS shippable for 

quick and convenient delivery. It has a 4PPX Se-
ries CAT triplex plunger pump, a Kohler SH265 

engine, hose, trigger gun, wand, chemical 
injector and color-coded quick-connect noz-
zles. It is assembled in the U.S. and is offered 

with a 25- or 50-foot hose kit. A front handle is 
included. 800/333-9274; www.watercannon.com.
 

 
ALFA LAVAL TANK EQUIPMENT
GAMAJET 9
The Gamajet 9 from Alfa Laval Tank Equip-
ment offers hands-free cleaning of portable 
restrooms. In 10 minutes, the high-impact, 
automated device scours the restroom interior, 
and can be used for holding tank cleanings as 
well. With no manual cleaning required, there is 
no backsplash or excessive water usage. 877/426-
2538; www.gamajet.com.  ■

PRESSURE WASHERS AND SPRAYERS

ROTARY CLEANING EQUIPMENT

facebook.com/PROmonthly

twitter.com/PROmonthly

plus.google.com

youtube.com/PROmonthly

linkedin.com/company/portable-restroom-operator-magazine

Socially Accepted
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PRESSURE WASHERS AND SPRAYERS

ROTARY CLEANING EQUIPMENT

For all occasions...
whether it is work, concerts, parades, sports, or the 4th 

of July. When nature calls, Armal responds. 

Phone 770-491-6410
Toll Free 1-866-873-7796



42        July 2016        Portable Restroom Operator

Extra! 
Extra!

Get more news, 

information, 

and features 

with our 

exclusive 

online content.

Want More Stories?

Check out 

Online Exclusives
at 

www.promonthly.com/online_exclusives

Isuzu Commercial Truck 
of America names Skinner 
president

Shaun C. Skinner was named president of Isuzu 
Commercial Truck of America, where he previously 
served as executive vice president and general manager. 
Skinner, who also serves as president of Isuzu Commer-

cial Truck of Canada, joined American Isuzu Motors in 1987.

PolyPortables partners with 
Innovative Rotational Molding

PolyPortables partnered with Innovative Rotational Molding in Made-
ra, California, to better serve customers on the West Coast. PolyPortables 
also opened an office in Visalia, California.

 

Green Truck Association 
names board of governors

The Green Truck Association, an NTEA affiliate division, named Shawn 
Brougham chairman, Amy Dobrikova vice chairman and Chris Weiss trea-
surer. Brougham is director of product development at Altec Industries. 
Dobrikova is president of Intelligent Fleet Solutions and Weiss is vice presi-
dent of engineering at The Knapheide 
Manufacturing Company.

 

Manitou presents
2015 Top Dealer award

Manitou presented Pete Smer-
etsky of Transport Equipment Sales 
(South Kearny, New Jersey) with the 
2015 Manitou Top Dealer award. The 
award is based on overall sales perfor-
mance for North American Manitou 
dealers. ■

 INDUSTRY NEWS

Shaun Skinner

Dan Miller (left), president and CEO of 
Manitou Americas, and Francois Piffard 
(right), executive vice president of sales 
and marketing for Manitou Group, present 
the 2015 Manitou Top Dealer award to Pete 
Smeretsky of Transport Equipment Sales.

DPL Telematics GPS tracking system 
with anti-tamper protection

The Trackall OBDII vehicle tracking system from 
DPL Telematics delivers real-time vehicle and driver 
behavior data. The unit plugs into the existing OB-
DII port of most vehicles. Anti-tamper features 
include a backup battery that delivers immediate 
disconnection notifications with location, as well 
as GPS jamming detection. Managers can wirelessly 
monitor vehicles through an internet-based software package and mobile 
app. 800/897-8093; www.dpltel.com. ■

 PRODUCT NEWS

MONDAY
September 12th
Fair Hours:  12 p.m. - 6 p.m.

TUESDAY
September 13th
Fair Hours:  8 a.m. - 2 p.m.

Outdoor Event - Rain or Shine

Many hotel options close by:  wistatefair.com/wsfp/visitor-information

per person
in advance

$30
per person
on site
Registration

includes ear plugs

and safety glasses!

$20

View complete event details at:

                                       
       Call 866-933-2653 for more info.
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BUSINESSES

Portable toilet rentals in Berks County, PA, es-
tablished 21+ years. Gross sales $130,000+. 
Price $220,000. Employees: Owner/ Operator. 
Excellent turn-key business opportunity that 
has grown 30% in the last year, more than 
100% in the last 15 years. Steady customer 
base. Business includes all contracts, 150 por-
table toilets/sinks, 2 service/delivery trucks, 
and an 8-unit delivery trailer. Owner can as-
sist with training and transition if requested. 
Vehicles, equipment, or customer list will not 
be sold separately. Call Rick at 610-927-9114 
or email itspottytime@comcast.net  (T08)
 
Small but profitable turnkey business. 20 
like-new green Hampel toilets, 15 construc-
tion, 3 handicap, sinks. 1998 GMC 3500HD 
with 500/100 tank. $23,000. 309-371-4236 
  (T07)
 
Successful portable toilet business for sale. 
10+ years with a well-established customer 
base. Comes with toilets, brand new sinks, 
new 20-place trailer,10-place and 6-place 
trailers; 1999 F-550 pump truck 650 gal-
lons waste/300 gallons freshwater. 3-year-
old slide-in tank 275 gallons waste/175 
gallon freshwater. Comes with all supplies. 
Contact Mike 509-675-2690.  (T07)
 
Well-established portable toilet business 
in panhandle of Florida. Excellent turnkey 
business opportunity. Steady customer 
base. Business includes all contracts, 
110+/- portable toilets/sinks, four hold-
ing tanks and one service/delivery truck. 
Call Christal @ 850-573-0651 or email @ 
chrissy512@embarqmail.com (T07)
 
Very successful portable toilet business for 
sale. Established in 1946 and growing ev-
ery day. South Florida area. Owner is retir-
ing and moving. Have 14 service trucks and 
3,500 toilets. 9-acre shop. For questions 
please call Bill Hickson 561-261-6289 or 
561-996-2298. Email kay4167@aol.com. 
Will discuss price.  (T08)
 
Very interested in purchasing portable 
toilet business(es) in Southern New Eng-
land. Industry experience, well-funded, 
and ready to make a deal! Please email: 
purchaseportables@aol.com  (T07)

COMPUTER SOFTWARE

FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (T07)

PORTABLE RESTROOMS

50 Satellite Maxim 3000s, tan or teal. These 
toilets are in good shape and ready to rent, 
construction or special occasion. $15,000. 
Call 605-685-8703. (T07)

PORTABLE RESTROOM TRUCKS

2002 GMC T7500 portable restroom truck: 
1,600 gallons  – split 1,000/300/300 (1,000 
waste/600 fresh heated) CAT 3126 rebuilt 
4 yrs. ago. Allison MD3060P rebuilt 4 yrs. 
ago. Hose reel, washdown pump, air brake.  
Works daily. Dale 708-878-4391  (T09)

Keith Huber Princess on 1996 Ford F-700. 
1,100-gallon waste/400-gallon freshwater 
tanks. Tank baffle needs repair. Truck runs 
great and vacuum system in good shape. 
$19,500. Contact Mark 504-415-6067 or 
mroussel@matrixservice.com  (P07)

1999 Ford F550: 7.3 diesel, 5-speed manual, 
well maintained. 500-gallon waste/400 fresh, 
308,000 miles. Masport pump, 2-unit carrier. 
One owner. $16,000. 336-625-6374 (T08)

Two (2) 2005 Ford F450 portable restroom 
trucks for sale. Satellite tanks 650 waste/300 
fresh. 230k – 250k miles. Call Russ for ad-
ditional information. 651-429-3781  (T07)

PRESSURE WASHERS

Industrial Pressure Washer - New w/warranty 
$9,500. 2,000psi, 18gpm. 999cc Kohler & AR 
pump. Will deliver. 321-800-5763  (TBM)

Honda horizontal GX engines, new in-the-
box w/warranty. GX200QX - $399; GX-
270QAG - $579; GX390QA - $599 delivered 
price. 800-363-9855 or GXParts.com (TBM)

TRUCK PARTS & ACCESSORIES
Everything to dress up your truck! FREE 
FULL-COLOR CATALOG. Phone: 800-270-
6003; Website: virgofleet.com. Virgo Nation-
wide, 8027 Foster Ave., Brooklyn, NY 11236 
  (TBM)
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290 Alpha Drive, Pittsburgh PA 15238
     800.556.0111      412.252.7000
surcopt.com

PORTABLE SANITATION PRODUCTS 

800.556.0111
surcopt.com

New mess-free  
packets available!

Call to get your FREE sample

Portable Toilet
Deodorant

Surco®

HONDA 4200 PSI 
PRESSURE WASHER

1.800.333.9274

.c
o

m

$1,099 Delivered

Water Cannon,  
Un contacto 
en Espanol: 

llama al: 

Financing Available

THE SLIDE IN 
WAREHOUSE

450 Gallon  
Aluminum Slide-In

www.SlideInWarehouse.com
888.445.4892

Slide-ins from 300-1500 Gallons 
Single- and Multi-compartment.  

Call for Pricing

950 Gallon
Side Engine Style

SIT0716

To advertise in 
PRO Marketplace 

Call 1-800-994-7990
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Reliable

800-337-5975

Proudly Made In the USA

www.pikrite.com

like you
dependable

ask about our 15 year tank warranty
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Generator-Parts.com
Online parts breakdowns to help you 

troubleshoot and identify repair parts.

FULL LINE OF GENERATORS AND OEM PARTS FROM: 

MANY PARTS 
IN STOCK:

    • Filters
    • Fuel System   
       Components
    • Starter Motors

    • Replacement
       Gaskets
    • Solenoids
    • Much More!

Trained & Certified Repair and Installation Staff
877-409-1618  •  sales@generator-parts.com

Generator-Parts.com

Same day shipping on in-stock inventory 
orders placed before 4 p.m. CST.

Our large midwest inventory reaches most places 
in 2-3 business days via standard shipping.

Government and Military Quotations Welcome

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



Every part matters. Getting the supplies you need, when you need them? That’s a pretty big part 
of this business. Without the right connections, it’s hard to build anything. That’s why our support 
system comes fully assembled. Real manufacturing facilities and strategically located service 
centers staffed by helpful PolyJohn experts ensure our stock is ready to go — no problem. 
Leave the aggravating parts to us.    800-292-1305    www.polyjohn.com PJ USA    PJ CANADA    PJ INTERNATIONAL    PJ SOUTH AMERICA    PJ MEXICO

IN A SELF-SERVICE WORLD.
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PolyPortables, LLC.
(800) 241-7951 or (706) 864-3776

www.polyportables.com

Real PROs Go With...

PolyPortables.

Don’t Take Our Word For It...

-Qool Enviro Pte Ltd

“We have been partners with PolyPortables for 10 years. PolyPortables offered 
us tremendous support during our start-up years and their understanding and 
willingness to share helped our company grow. Their quality products and 
outstanding color options helped us to stand out against our competition. 
Today, we are one of the largest portable toilet rental companies in Singapore.”

FORMULA 1 SINGAPORE GRAND PRIX


