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100 Gallon Fresh 
Water Supply Tank

•   Tank sizes 60,  
105, 225, 300 
and 440 gallons.

•  Standard holes  
are 2 - 3" holes 
with plugs

•  Can customize 
holes to match  
your specs 

•  Lifting Bracket 
Assembly

• Sky Heater

• Corner Shelf

• Towel Dispenser

•  Hand Washer 
Available For 
Both Styles of 
Tuff-Jon

TJ Shorty

TJ Kids
Tuff-Jon III

TJ Junior Single
Free Standing Sink

(16 gallons fresh water)

Tuff-Jon

90 Gallon  
Free-Standing Sink
(45 gallons fresh water)

Containment Tray

Sink Lifting Bracket

TJ Handy Stand
Waterless Gel Touch 

Dispensers

60 Gallon Rinse Tank

Interior View of Deluxe TJ-III

The TSF Company Inc. 
2930 S St. Phillips Rd. | Evansville, IN 47712 

Toll Free: 1-800-843-9286 | 812-985-2630 | Fax: 812-985-3671
Email: aschenk@tuff-jon.com | Website: www.tuff-jon.com

In Business Since 1959

Portable Toilets  |  Holding Tanks  |  Hand Wash Units  |  Accessories

TUFF-JON

800-228-4510    |    cs@masportpump.com    |    www.masportpump.com

Introducing Masport’s New
EZ Plumb Engine Drive System

Simplify your Installation - Saving you more Money!

Plus all the standard Pro Pack features!

Vacuum & pressure relief valves

Battery

Vacuum/pressure gauge

Oil reservoir

Pre-filter with washable filter

Designed with the following integrated features:

New!
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EXPANDING ON 35 YEARS OF 
TANK AND TRAILER EXPERTISE
With the expansion of our 200,000-square-foot manufacturing facility, our family-owned team of more than 

35 years is growing. It’s part of our commitment to continue serving you with higher-quality vacuum tanks and 

trailers, unmatched customer service, and complete confidence in your investment. Our new facility features state-

of-the-art manufacturing technology, a dedicated stainless area for higher-grade steel truck mounts, and gives us 

increased capacity to put your business first – because our team is on your team.  

Give your team the Imperial advantage at imperialind.com.

Imperial Industries, proudly family-owned and operated in central Wisconsin for more than 35 years, is the trusted choice for specialized septic solutions and expert service.

VISIT US AT THE WATER EXPO IN BOOTH 801.

 10 From the Editor:
  Spread the Good News of Portable Sanitation
  Take advantage of an opportunity when a reporter calls to learn about 

how you provide restroom services. 
- Jim Kneiszel

 12 @PROmonthly.com 
Check out exclusive online content.

 14 Back at the Office: 
5 Marketing Trends Every PRO Should Consider 
In the ever-changing world of marketing, several current trends could 
have a positive impact on your portable restroom business. 
- Judy Kneiszel

 24 In the Garage: 
The Service Body — Your Ultimate Tool Caddy 
If you don’t want tools and supplies rattling around unsecured in 
the back of your pickup, a rig carrying a service body can become 
your rolling workshop. - Peter Kenter 

 26 On Location: Batter Up! 
Timing is everything when Blu-John services Atlanta Braves games 
at newly opened SunTrust Park. - Ken Wysocky

 34 PSAI News 
Don’t navigate the complex world of portable sanitation alone. 
Join the PSAI. - Karleen Kos

 
 36 Product Focus: Hand-Wash Equipment and Supplies 

- Craig Mandli
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Like us on 
Facebook Industries,  Inc.

866.789.9440 www.keevac.com
Your imagination is the only limitiation

ALL EQUIPMENT COMPLETE AND READY TO WORK

»4x4  
»Hemi engine
»Dual service

»2 unit fold-up toilet hauler 
»Ram drive PTO system

»1500 (1100/400)  
portable restroom truck  

»NVE 304 (210 CFM) 
vacuum/pressure pump

»Flo Jet water pump  
with garden hose

950 Gallon Slide-In
»Condé SDS 6  

(115 CFM)  
»Honda 9 HP  
electric start  

»Engine vacuum/
pressure  

»Full size top manway 
side engine

Slide-ins in stock. 
Custom built.   

Servicing portable toilets, grease trap, 
yellow grease, septic

T0817

   $16,495   $16,495   $16,495

2017 Ram  $81,400$81,400 $81,400O
N

LY

»2000 (1500/500) portable restroom truck 
»V-10 gas engine

»NVE 304 (210 CFM)

»DC 10
»Hannay hose reel

»PTO driven

»NEW tank/pumping  
system

»104,000 miles
»Auto transmission

»2300 gallon steel tank
»DT 466 »245 HP 

»Jurop PN 84 Max Pack  
(317 CFM)

2016  
Ford 750  $86,000$86,000$86,000N

O
W$91,950

2011 International
$64,950$64,950 $64,950O

N
LY

DON’T LET THE SUMMER HEAT GET THE BEST OF YOU.  
KEEP COOL IN YOUR  

NEW PUMPER,
IF YOUR TRUCK IS YOUR OFFICE, MAKE SURE IT’S A NICE OFFICE!
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Providing the 

Highest Quality, Best Value
for the dollar spent

FEATURES & BENEFITS
of ALL Sansom Models

Improved, stronger plastic hinges that do not bend 
Hands-free lock/unlock with hover handle built in 
Seat lock system 
Hands free open and close 
10-year limited warranty 
3-roll paper holder 
Very sturdy and useful coat/utility hook 
Hand sanitizer mounting location 

Ultra-strong corners withstand heavy ratchet strapping

Designed and built to provide a  

Minimum 
30-year Service Life

with minimal annual parts cost

Multiple 
Patents Pending 
Foreign and Domestic

The Superior Mid-Price Range Unit

RAMMAXADA
Fully ADA and California Title 24 Compliant

M E M B E R

Over 50 Years Experience in Portable Restroom Manufacture and Rental
We Identify Problems then Solve Them!

%100%
Desig n e d   M a n u f a c t u r e d   A s s e mb l

e d
 

Excellence...

Zenith

All Sansom portable restrooms 
include these highly innovative and very valuable features—

STANDARD!

THREE ALL-NEW Models 

844-972-6766 • SAINT LOUIS, MISSOURI  • SANSOMINDUSTRIES.COM

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

ad 9 x 10875 sansom ad 2017_Zenith  3/14/2017  2:12 PM  Page 1
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I just got off the phone with a writer at a Chicago newspaper who wanted 
to talk about the portable sanitation industry. It was a table-turning ex-
perience, as I was a newspaper reporter and editor for many years before 

working for wastewater trade publications.
The writer emailed me earlier today and asked if I would talk to him 

about PROs. At first I was uncomfortable with the idea. Why would I take 
time out of my busy day to talk to a reporter? How would this be a benefit to 
me? What if I said something stupid and it was printed for everyone to see?

Part of my apprehension was nervousness about being the interviewee 
rather than the interviewer. I am used to calling people — including many 
of you over the years — and starting to ask questions. This has been my job 
since I was 15 years old working as a sports reporter for my local weekly 
newspaper. It’s as familiar to me as jumping in a vacuum truck and running 
a service route is for you.

 
BE THE EXPERT

I believe it’s good to get out of your comfort zone and try something 
new, so I called the reporter and had a nice chat about the history of portable 
sanitation and how they contribute to the success of special events today. 
He was keenly interested in the impact the growing number of large music 
festivals has on the restroom industry.

I felt good about stepping up and helping out because I was able to:
• Brag about the good people who work in this industry. Rather than 

be the butt of an obvious joke, I want the general public to learn about the 
hardworking professionals who have been providing this critical service for 
so many years. I wanted to talk about how many of the founding families of 
portable sanitation are going on their third and fourth generations running 
reputable small businesses and contributing to the economy.

• Promote the many advances that improve the restroom user 
experience. PROs have come a long way from plywood boxes and 55-gallon 
drums cut in half for drop tanks. The writer was fascinated to learn that 
many special events are upgrading their sanitation requirements, adding 
sinks to their orders at a minimum and often taking advantage of restroom 
trailers. He was surprised to hear that upscale trailers now have flat-panel 
TVs, fireplaces and other amenities to please festival users.

• Broaden the writer’s network of sources so he could present a more 
accurate picture of the industry. I offered the name of a marketing manager 
at a Chicago-area restroom company who is plugged into the event scene 
there who might like to share his insights. I encouraged the reporter to call 
the Portable Sanitation Association International for another perspective on 
the industry. If a reporter is going to delve into a topic near and dear to all of 
you, I felt it was important to see that he gets the best information possible.

 

YOU CAN DO IT
I overcame my doubts and called the reporter back, and hope I did a 

good job of representing the portable sanitation industry. And I will take this 
time to encourage you to do the same if a local reporter reaches out to you 
for an interview. Better yet, take the time to reach out to a reporter yourself, 
be it a local newspaper writer, a TV news anchor or a radio announcer, and 
offer to share your expertise.

By becoming a spokesperson for the restroom industry you will:
• Share valuable information for restroom users. Reassure the 

public that your goal is to provide clean, sanitary restrooms to offer them 
relief whether on the construction site or a backyard wedding. Explain 
your service procedures that ensure cleanliness. Ask the public to share 
their feedback with you and customers that rent your units. Sometimes you 
hear people say they’ve had a bad experience with a portable restroom. Ask 
them to give PROs another chance to impress them with service and well-
maintained equipment.

• Raise awareness about restroom vandalism. Talk about the 
challenges the restroom industry faces with vandalism, including graffiti, 
tip-overs and arson. Explain how vandalism costs PROs thousands of dollars 
every year in replacement parts and labor. Ask users to respect restroom 
contractors and the next patron by using restrooms appropriately and 
reporting vandalism they see to police, event organizers or by calling the 
number on the side of the unit.

• Talk about a cause near and dear to your heart. Small businesses 
donate millions of dollars and free services to civic and charitable projects 
they believe in, but often it’s behind the scenes or garners little attention. 
Now, I know that you don’t contribute restrooms for a cancer fundraiser or 
a charity run strictly for the publicity. Your families often have a meaningful 
connection to these events. It can only help the events if you get out there 
and talk about them — and if you receive any positive publicity for helping 
an event, all the better.

 
EASIER THAN YOU THINK

At first you may not think of yourself as an effective communicator for 

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   
August 2017

Spread the Good News of Portable Sanitation
TAKE ADVANTAGE OF AN OPPORTUNITY WHEN A REPORTER CALLS 
TO LEARN ABOUT HOW YOU PROVIDE RESTROOM SERVICES

By Jim Kneiszel

Reassure the public that your goal is to provide clean, 
sanitary restrooms to offer them relief whether on the 
construction site or a backyard wedding. Explain your 
service procedures that ensure cleanliness.

the portable sanitation industry. Few people have a background or training 
to deal with a call from the media, and you may not consider yourself an 
“expert.” But in your hometown, you know more about portable restrooms 
than anyone else, and that qualifies you to speak on behalf of your industry.

So go ahead and answer that media call. It’s not as difficult as you think 
it might be. Take it from someone who knows. And there may be many ben-
efits for your company and the portable sanitation industry in general. Folks 
will hear about your company for the first time, realize they need the ser-
vices you provide, and give you a call. And every person you can connect 
with in a positive way will help in turn build on the reputation for all PROs. ■
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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.

O nce upon a time, a portable restroom operator could place an ad in 
the Yellow Pages, slap a logo and phone number on the side of the 
company trucks and call it a marketing plan. Today, new marketing 

opportunities abound. Here are some trending marketing practices that 
might be worth adopting to give your business a boost:

 
1. Mobile first. The number of web searches done on mobile devices is 

at least 50 percent and growing, according to Google. Optimize websites and 
other digital content to be viewed on mobile devices. Make sure content can 
be viewed and performs equally well across all devices — desktop comput-
ers, laptops, tablets and smartphones — by hiring a web developer who can 
optimize your website and emails for mobile devices first, and then consider 
other platforms.

Optimizing content for mobile devices means understanding the con-
ditions under which people use their smartphones and devices. Consider, 
for example, how long it takes under average conditions to load a page over 
a mobile network. Insist that when your information is viewed on a mobile 
device, the viewer can call your company with a single click.

In general, personal computers are used for research, but mobile de-
vices are used for action. If someone asks Apple’s Siri where they can rent a 
portable restroom, odds are they are serious about wanting to rent and will 
take action, so make it easy for them. And if you really want to get into mo-
bile marketing, the next step may be location-based marketing, which uses 
technology to determine where your customers are so you can connect and 
interact with them on their mobile devices in real time.

 
2. Live video. Facebook has made live video streaming simple for 

anyone to do. How can you use Go Live to market your company? Let’s 
say you’re providing restrooms for a major music festival in your town and 
stream a Go Live video on Facebook from the scene, showing the units being 
unloaded and set up with the festival grounds in the background.

What do you accomplish? You’ve reminded your Facebook followers to 
attend the festival, which shows the client you’re a team player. Plus, you’ve 
impressed your Facebook followers with the knowledge that your company 
is serving this awesome festival, making you and your company awesome by 
association. It’s also an ego boost for your employees to know you’re brag-
ging about their hard work at this cool event.

Be sure to zoom in on the company logo and phone number on the 
trucks and restroom units. Why take the time to Go Live? Because you have 
nothing to lose — all of this trendy marketing is absolutely free.

 

3. Personalized marketing. It’s easy for consumers to get lost in the sea 
of marketing messages they encounter every minute of every day. That’s why 
marketers are increasing their use of data collection, analysis and automa-
tion technology to provide individualized content to potential customers. 
That may not be possible for a small company lacking in IT staff, but don’t 
underestimate the personalized touches you are able to provide.

If customers have trusted your company enough to share contact in-
formation, they will appreciate individual attention, which can inspire or 
deepen loyalty. Ironically, in this age of sophisticated data-driven digital 
marketing, personalized or one-to-one marketing like a direct phone call, 
an email addressing an individual decision-maker by name, or a face-to-
face meeting can be a refreshing, memorable marketing tool.

 
4. Purpose-driven marketing. Have you noticed there are more ads 

today that tell a story? These ads don’t just describe the product or service 
being promoted; they tell why a company does what it does or how it makes 
the world a better place. Attempting to establish an identity as a business 
with a conscience is sometimes called purpose-driven marketing.

Young people especially want to do business with companies that give 
back. While consumers can spot a phony message a mile off, you may ben-
efit from a well-crafted message touting company efforts to be environmen-
tally responsible or actively supportive of the community.

 
5. Increased voice searching. Voice assistants like Amazon Alexa, Ap-

ple Siri, Microsoft Cortana and Google Assistant get asked a lot of questions 
these days. According to Google, 20 percent of searches done on mobile de-
vices are voice searches, and the number of voice searches on all devices 
is growing. As people see and hear their peers talking to devices with more 
frequency, they feel less silly doing it themselves, so the number of voice 
searches will continue to increase.

Make sure your website content includes key words and phrases that 
answer questions potential customers would ask to find a portable rest-
room company. How are voice searches different? Consider this: If you 
wanted to know the name of the tallest U.S. president and you were at your 
desktop computer, you’d probably type, “tallest U.S. president.” If you were 
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company to remain relevant and grow, it’s in your best 
interest to keep up on the trends.

asking Siri, however, you’d likely say, “Who was the tallest U.S. president?” 
The difference may seem negligible, but it can actually make a difference in 
search results.

 
UPDATE THE MARKETING MENU

Not every marketing technique works for everyone. What’s most effec-
tive varies from day to day, company to company and customer to customer. 
Marketing is constantly evolving and if you want your company to remain 
relevant and grow, it’s in your best interest to keep up on the trends. Don’t 
abandon the tried-and-true, but occasionally review your marketing plan 
and implement some fresh ideas. After all, if no one ever upgraded their 
marketing efforts, consumers would still be getting all their information 
from cave paintings. ■
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F I L E
The Pete’s Toilets team 
includes, from left, Dan Smart, 
Chris Loughin and Bob Zukas. 
The truck is from Satellite 
Industries and the restroom 
is from PolyJohn Enterprises. 
(Photos by Oliver Parini)

D ecades ago, young Dan Smart, fresh out of high school, fig-
ured he had a pretty good deal working for a septic service 
company. It was good solid work and he didn’t really think 

about owning his own business at that point.
But after about a decade of good-natured ribbing and asking, 

his previous employer finally convinced him to take over the por-
table restroom side of his New England septic business.

“I just figured I’d give it a shot and wing it,” says Smart, 43, the 
new owner of Pete’s Toilet Rentals in Plaistow, New Hampshire, lo-
cated about 35 minutes north of Boston.

Smart was being somewhat modest about his qualifications to 
run a restroom business. He had, after all, worked in the industry for 

many years. But after finalizing the deal early this year, Smart is now 
fully focused on growing the operation.

 
IN THE BEGINNING

Smart’s entry into the portable sanitation industry was an in-
teresting one. In summer 1991, Smart had just gotten out of high 
school and was dating a girl whose uncle, Peter Johnson, owned 

Pete’s Sewer Service in Plaistow. When an emergency call came in 
one day while Smart was with the Johnsons, he rode along — and, 
as the story goes, Smart never left. While the high school romance 

WORKING 
SMART

(continued)

Pete’s Toilet Rentals
Plaistow, New Hampshire

Owners: Dan Smart

Founded: 2017

Employees: 3
Services: Portable sanitation

Service area: 20-mile radius around 
the Massachusetts-New Hampshire 
border H

New Hampshire

Moving up from technician and driver to 
company owner offers many challenges to 
New Hampshire’s Dan Smart

BY SHARON VERBETEN
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fizzled, Smart’s career was just starting to take off.
“I never dreamed of making a career out of it, but 

they are super nice people to work for and they treat 
employees like family,” says Smart. “You really can’t 
find that kind of work relationship in this day and age.”

An outdoorsy guy who likes driving a truck, Smart used to do construc-
tion with his dad. And while he tried college, he quickly realized it wasn’t for 
him. Fortunately, Pete’s Sewer Service proved an excellent training ground.

“It taught me some people skills,” admits Smart, the self-described “shy 
kid at school.” But he admits, now that he deals with customers and services 
large events on a regular basis, he has learned to refine his social skills and 
“be able to communicate with people.”

Smart worked alongside Johnson at the company, which pumped and 
serviced septic tanks, and provided pumpouts of RVs, boats, and commer-
cial and residential tanks. Smart was on the job 26 years ago when the own-

ers bought a single portable restroom just to have one at their home. When 
someone saw it and asked to rent it, Johnson purchased a few more units 
and eventually a restroom truck. But Johnson’s heart really wasn’t in that 
business.

“Pete just had such a good reputation that people wanted him to get 
into it,” says Smart. “It was kind of more of a nuisance to him at the time.” But 
Smart began working with the units and, as time went on, Johnson would 
casually ask, “When are you going to buy the business?”

Smart eventually took the bait, 
and set the transition in motion.

While Smart took over owner-
ship of the restroom portion early in 
2017, he does still tangentially work 
with Johnson’s company — they help 
each other out when needed as well 
as sharing the same yard and garage.

“We share equipment a bit, if we 
need a truck for something small,” he 
says. “If either of us is busier or slow-
er, we help each other out. We’ll still 
work together like we always have.”

 
EQUIPMENT LIST

Portable restrooms — an after-
thought for Johnson — have become 
a solid business for Smart, 43. He ac-
quired only the restroom portion of 
the business and Johnson maintains 
the septic and sewer service business. 

Pete’s Toilet Rentals inventory in-
cludes 350 blue restrooms, as well as hand-wash stations and handicap units, 
all from PolyJohn Enterprises. Smart uses deodorizers from J&J Chemical.

The fleet of trucks includes a 2015 Ford F-550 with Satellite Indus-
tries 650-gallon waste/300-gallon freshwater tank; a 2008 Ford F-550 with 
a 400-gallon waste/200-gallon freshwater stainless steel tank fabri-
cated in-house; and a 1999 Isuzu NPR with a 300-gal-
lon waste/110-gallon freshwater stain-
less steel tank from Best 
Enterprises. All three 
trucks run Conde 

(continued)

“We share equipment a bit, if we 
need a truck for something small. 

If either of us is busier or slower, we 
help each other out. We’ll still work 

together like we always have.” 

DAN SMART

Left: Dan Smart washes restrooms 
in the company yard.

Below: Smart loads a portable 
restroom onto a truck for delivery.

The Pete’s Toilet Rental fleet includes, from left, an Isuzu built 
out by Best Enterprises, a Ford built in-house and a Ford from 
Satellite Industries. All trucks run Conde (Westmoor) pumps.
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way; rather than a structured buy-out, Smart pays Johnson a monthly fee for 
the business and equipment.

Both parties agreed that was the best way to structure the transition.
“I just figured I’d pay him as much as I could each month,” says Smart. 

That way, he says, “I’m not going to pay interest to a bank. That’s a big plus 
right there.”

 
KEEPING A GOOD NAME

Because Pete’s Sewer Service has name recognition and a good reputa-
tion, Smart says he decided to keep the name Pete’s — although he sees a 
time down the road that he might change the name. He believes he’s got the 
perfect last name for a business — Smart Toilet Rental might be a choice for 
him.

Smart continues with the former Pete’s clientele, mostly corporate and 
residential construction jobs with a few special events (like mud runs, foot 
races, etc.) thrown in. But he feels the competition is too stiff in that arena, 
so he sees construction as the niche he’d like to grow.

Several area fairgrounds and the events they schedule provide some 
steady work. While the grounds have public restrooms, Smart’s company 
supplies 10 to 15 units on site, but pumps out about 80 campers a day.

The past year has been especially good due to remarkably mild weather 
on the East Coast. “It was busy all winter. ... It should be a good year,” says 
Smart, noting that his region only had snow for about two weeks.

In addition to his construction work, Smart services the New Hamp-
shire firearm manufacturer Sig Sauer, which has a local training grounds and 
rifle range where they train for police academies. The Sig Sauer contract is a 
year-round project. Pete’s Toilet Rentals supplies 15 restrooms on site, and 
they pump out eight office trailers and fill them with freshwater.

 
OFFICE TASKS

Smart says he hasn’t done much marketing to get new business. Word-
of-mouth has been strong. But he concentrates on presenting a fresh pres-
ence around town. They paint and letter their own trucks and plan on build-
ing a webpage, which will link his restroom company to Johnson’s septic 
company.

And he’s only dabbled in social media — Pete’s Toilet Rentals has a 
Facebook presence, but Smart says they have kind of taken a break from that. 
But he’s not worried about taking his time ramping up the marketing efforts 
because of the solid customer base.

“We had some customers for so long … there is customer loyalty,” he says.
So while getting and servicing new business hasn’t been a learning 

curve for Smart, the office work has. A single dad to his 15-year-old son, Jack-
son, Smart doesn’t employ an office person, so he does it all — although his 
son does help out in the yard and on runs during the summer.

“So far, the biggest challenge is doing all the work in the office. … That’s 
not something I did much of … it’s not something I shine in,” he says. “I’d 
rather be out in the truck.” One day he’ll hire an employee to work the office, 
but he thinks it’s a good thing that he becomes familiar with all the manage-
ment tasks first.

For now, Smart’s girlfriend, Carly, a local restaurateur, helps out in of-
fice when she can. Her background in bookkeeping and business ownership 
is an ideal fit.

Smart admits the office end of the business is “not my favorite part, but I 
know I need to do it. The hardest part is getting myself in the office.”

 
TIME OF CHANGE

Smart knows he’s working through a transitional period, and he’s still 
figuring it all out. He’s thinking about adding fencing and trash containers to 
his list of rentals, but those prospects are pretty far off at the moment. “I’ve 

actually seen in magazines that some companies do all three of those,” he 
says, but notes he’s only been asked about it by one or two clients.

Smart says he might look at buying Johnson’s septic business down the 
road when Johnson retires. But for now, Smart is working hard and working, 
well, smart.

“It’s not the size of my company I worry about,” he says. “Customer sat-
isfaction is more important. I just want to focus on great customer service.” ■

Best Enterprises, Inc.
800/288-2378
www.bestenterprises.net
(See ad page 27)

Isuzu Commercial Truck of America
714/935-5000
www.isuzucv.com
 
J&J Chemical Co.
800/345-3303
www.jjchem.com
(See ad page 7)

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

Satellite Industries
800/328-3332
www.satelliteindustries.com
 
Westmoor Ltd.
800/367-0972
www.westmoorltd.com

MORE INFO

Super 6 pumps (Westmoor). Two restroom transport trailers, 12- and 
20-units models, were built by ALCOM LLC.

He acquired his 2015 Ford F-550, with Satellite Industries tank, after 
viewing it at the WWETT Show.

While Smart says he’s “always been a Chevy guy,” he adds, “my (former) 
boss is a Ford guy, and I’ve always been happy with their performance. Over-
all, they’ve been pretty good.”

Right now, he says, “I just want to focus on paying this one off” before 
considering his next truck — to be a Chevy 1-ton with a small slide-in unit — 
which would also serve as his personal vehicle.

Smart is ready to add equipment to build the business, but in a prudent 
manner. He has a comfortable inventory for now, but, Smart adds, “I’d like to 
max out around 1,000 units. We’d like to keep our mom-and-pop reputation 
… not become corporate.”

Smart says he has gotten great product ideas from the two WWETT 
Shows. “That’s where we acquired the latest Ford.

“You get to see the new products that are out and get trade show deals,” 
he says, noting that he took advantage of one of those deals recently when 
they bought a full load of PolyJohn units.

He may consider purchasing restroom trailers at some point, to answer 
an emerging demand. “The past year or two we’ve been getting calls for them,” 
Smart says, adding that he services some trailers for other out-of-area com-
panies who drop them off, but don’t want to return frequently to pump them.

“I want to grow at a slow, steady rate,” says Smart, who didn’t rely on a 
bank loan to finance the 
purchase. Interestingly, 
when Johnson originally 
purchased his business, 
it was as part of a “gen-
tleman’s agreement” 
of sorts, so Johnson let 
Smart operate the same 

Pumping boats and RVs
 Marine pumpouts look to be an area of growth for Dan Smart of Pete’s Toilet 

Rentals. “It’s a task not many pumpers do,” says Smart, who finds boaters are 
pleasantly surprised to hear he offers the service.

“Most of the boats we pump out are done at the end of the season when they 
are getting winterized, so the boats are already out of the water and in the boat-
yard,” says Smart. That removes the risk of having a spill on the water.

Smart says maritime law allows boaters to dump when they are out at sea and 
far away from shore, so most of the boats he pumps are smaller (20 to 30 feet long) 
and have smaller tanks (15 to 30 gallons). “I do a few larger yachts that can range 
up to 40 to 80 feet long; they can hold up to 300 gallons.”

RVs at events as well as those owned by snowbirds offer another niche service. 
For the RV and marine work, Smart uses a special wand with several different at-
tachments to fit different applications.

RV pumping presents challenges. 
“They are usually parked in highly 
congested areas, so maneuvering and 
backing up a pump truck requires your 
full attention and a lot of caution,” Smart 
says. “The last thing you want to do is 
have to call your insurance company to 
tell them you put a hole in the side of a 
boat or a motor home.”

Smart’s vacuum wand has a bleeder 
valve, which allows the operator to draw 
air to help reduce the vacuum. That’s 
important, he says, because it is possi-
ble to collapse a holding tank if you use 
too much vacuum pressure. Likewise, 
he adds, pumping boats requires even 
more caution than pumping RVs.

In the average RV, graywater and 
black-water tanks are 30 to 50 gallons, 
but they can range from as little as 15 gallons to over 100 gallons in the class-A 
motor homes. Some RVs can have as many as four to five holding tanks.

“So you really have to get on the ground and make sure you find all the dump 
valves,” Smart cautions. “They are mounted in so many different locations from all 
the different manufacturers, so it can be easy to miss a tank when you are servic-
ing them.”

In addition to finding all the dump valves, Smart notes that pumping RVs is 
especially precarious because “If you don’t pay attention, you can spill a little … 
but it’s easy enough to clean up with the vacuum from the nozzle. We do have spill 
control kits if it’s a more serious spill.”

As far as costs go, Smart says, if he just does a single RV, he charges the same 
amount as servicing a portable restroom. “If it’s a large number of RVs, say a race-
track or at the state fairs, we charge less when there are five or more RV pumpouts 
at the same location.”

“Maneuvering and 
backing up a pump 
truck requires your 
full attention and a 
lot of caution. The 
last thing you want 
to do is have to call 
your insurance 
company to tell 
them you put a hole 
in the side of a boat 
or a motor home.”

DAN SMART

Dan Smart makes the rounds 
pumping boats at a marina. 

Marine pumpouts are an 
unusual job for many PROs.

Right: Technician Chris 
Loughin pumps out an RV 

holding tank.

Below: Dan Smart pumps 
the waste tank on a boat 

at a local marina. A special 
wand with a bleeder 

valve is used to prevent 
collapsing the small 

marine tanks.
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way; rather than a structured buy-out, Smart pays Johnson a monthly fee for 
the business and equipment.

Both parties agreed that was the best way to structure the transition.
“I just figured I’d pay him as much as I could each month,” says Smart. 

That way, he says, “I’m not going to pay interest to a bank. That’s a big plus 
right there.”

 
KEEPING A GOOD NAME

Because Pete’s Sewer Service has name recognition and a good reputa-
tion, Smart says he decided to keep the name Pete’s — although he sees a 
time down the road that he might change the name. He believes he’s got the 
perfect last name for a business — Smart Toilet Rental might be a choice for 
him.

Smart continues with the former Pete’s clientele, mostly corporate and 
residential construction jobs with a few special events (like mud runs, foot 
races, etc.) thrown in. But he feels the competition is too stiff in that arena, 
so he sees construction as the niche he’d like to grow.

Several area fairgrounds and the events they schedule provide some 
steady work. While the grounds have public restrooms, Smart’s company 
supplies 10 to 15 units on site, but pumps out about 80 campers a day.

The past year has been especially good due to remarkably mild weather 
on the East Coast. “It was busy all winter. ... It should be a good year,” says 
Smart, noting that his region only had snow for about two weeks.

In addition to his construction work, Smart services the New Hamp-
shire firearm manufacturer Sig Sauer, which has a local training grounds and 
rifle range where they train for police academies. The Sig Sauer contract is a 
year-round project. Pete’s Toilet Rentals supplies 15 restrooms on site, and 
they pump out eight office trailers and fill them with freshwater.

 
OFFICE TASKS

Smart says he hasn’t done much marketing to get new business. Word-
of-mouth has been strong. But he concentrates on presenting a fresh pres-
ence around town. They paint and letter their own trucks and plan on build-
ing a webpage, which will link his restroom company to Johnson’s septic 
company.

And he’s only dabbled in social media — Pete’s Toilet Rentals has a 
Facebook presence, but Smart says they have kind of taken a break from that. 
But he’s not worried about taking his time ramping up the marketing efforts 
because of the solid customer base.

“We had some customers for so long … there is customer loyalty,” he says.
So while getting and servicing new business hasn’t been a learning 

curve for Smart, the office work has. A single dad to his 15-year-old son, Jack-
son, Smart doesn’t employ an office person, so he does it all — although his 
son does help out in the yard and on runs during the summer.

“So far, the biggest challenge is doing all the work in the office. … That’s 
not something I did much of … it’s not something I shine in,” he says. “I’d 
rather be out in the truck.” One day he’ll hire an employee to work the office, 
but he thinks it’s a good thing that he becomes familiar with all the manage-
ment tasks first.

For now, Smart’s girlfriend, Carly, a local restaurateur, helps out in of-
fice when she can. Her background in bookkeeping and business ownership 
is an ideal fit.

Smart admits the office end of the business is “not my favorite part, but I 
know I need to do it. The hardest part is getting myself in the office.”

 
TIME OF CHANGE

Smart knows he’s working through a transitional period, and he’s still 
figuring it all out. He’s thinking about adding fencing and trash containers to 
his list of rentals, but those prospects are pretty far off at the moment. “I’ve 

actually seen in magazines that some companies do all three of those,” he 
says, but notes he’s only been asked about it by one or two clients.

Smart says he might look at buying Johnson’s septic business down the 
road when Johnson retires. But for now, Smart is working hard and working, 
well, smart.

“It’s not the size of my company I worry about,” he says. “Customer sat-
isfaction is more important. I just want to focus on great customer service.” ■

Best Enterprises, Inc.
800/288-2378
www.bestenterprises.net
(See ad page 27)

Isuzu Commercial Truck of America
714/935-5000
www.isuzucv.com
 
J&J Chemical Co.
800/345-3303
www.jjchem.com
(See ad page 7)

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

Satellite Industries
800/328-3332
www.satelliteindustries.com
 
Westmoor Ltd.
800/367-0972
www.westmoorltd.com

MORE INFO

Super 6 pumps (Westmoor). Two restroom transport trailers, 12- and 
20-units models, were built by ALCOM LLC.

He acquired his 2015 Ford F-550, with Satellite Industries tank, after 
viewing it at the WWETT Show.

While Smart says he’s “always been a Chevy guy,” he adds, “my (former) 
boss is a Ford guy, and I’ve always been happy with their performance. Over-
all, they’ve been pretty good.”

Right now, he says, “I just want to focus on paying this one off” before 
considering his next truck — to be a Chevy 1-ton with a small slide-in unit — 
which would also serve as his personal vehicle.

Smart is ready to add equipment to build the business, but in a prudent 
manner. He has a comfortable inventory for now, but, Smart adds, “I’d like to 
max out around 1,000 units. We’d like to keep our mom-and-pop reputation 
… not become corporate.”

Smart says he has gotten great product ideas from the two WWETT 
Shows. “That’s where we acquired the latest Ford.

“You get to see the new products that are out and get trade show deals,” 
he says, noting that he took advantage of one of those deals recently when 
they bought a full load of PolyJohn units.

He may consider purchasing restroom trailers at some point, to answer 
an emerging demand. “The past year or two we’ve been getting calls for them,” 
Smart says, adding that he services some trailers for other out-of-area com-
panies who drop them off, but don’t want to return frequently to pump them.

“I want to grow at a slow, steady rate,” says Smart, who didn’t rely on a 
bank loan to finance the 
purchase. Interestingly, 
when Johnson originally 
purchased his business, 
it was as part of a “gen-
tleman’s agreement” 
of sorts, so Johnson let 
Smart operate the same 

Pumping boats and RVs
 Marine pumpouts look to be an area of growth for Dan Smart of Pete’s Toilet 

Rentals. “It’s a task not many pumpers do,” says Smart, who finds boaters are 
pleasantly surprised to hear he offers the service.

“Most of the boats we pump out are done at the end of the season when they 
are getting winterized, so the boats are already out of the water and in the boat-
yard,” says Smart. That removes the risk of having a spill on the water.

Smart says maritime law allows boaters to dump when they are out at sea and 
far away from shore, so most of the boats he pumps are smaller (20 to 30 feet long) 
and have smaller tanks (15 to 30 gallons). “I do a few larger yachts that can range 
up to 40 to 80 feet long; they can hold up to 300 gallons.”

RVs at events as well as those owned by snowbirds offer another niche service. 
For the RV and marine work, Smart uses a special wand with several different at-
tachments to fit different applications.

RV pumping presents challenges. 
“They are usually parked in highly 
congested areas, so maneuvering and 
backing up a pump truck requires your 
full attention and a lot of caution,” Smart 
says. “The last thing you want to do is 
have to call your insurance company to 
tell them you put a hole in the side of a 
boat or a motor home.”

Smart’s vacuum wand has a bleeder 
valve, which allows the operator to draw 
air to help reduce the vacuum. That’s 
important, he says, because it is possi-
ble to collapse a holding tank if you use 
too much vacuum pressure. Likewise, 
he adds, pumping boats requires even 
more caution than pumping RVs.

In the average RV, graywater and 
black-water tanks are 30 to 50 gallons, 
but they can range from as little as 15 gallons to over 100 gallons in the class-A 
motor homes. Some RVs can have as many as four to five holding tanks.

“So you really have to get on the ground and make sure you find all the dump 
valves,” Smart cautions. “They are mounted in so many different locations from all 
the different manufacturers, so it can be easy to miss a tank when you are servic-
ing them.”

In addition to finding all the dump valves, Smart notes that pumping RVs is 
especially precarious because “If you don’t pay attention, you can spill a little … 
but it’s easy enough to clean up with the vacuum from the nozzle. We do have spill 
control kits if it’s a more serious spill.”

As far as costs go, Smart says, if he just does a single RV, he charges the same 
amount as servicing a portable restroom. “If it’s a large number of RVs, say a race-
track or at the state fairs, we charge less when there are five or more RV pumpouts 
at the same location.”

“Maneuvering and 
backing up a pump 
truck requires your 
full attention and a 
lot of caution. The 
last thing you want 
to do is have to call 
your insurance 
company to tell 
them you put a hole 
in the side of a boat 
or a motor home.”
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Dan Smart makes the rounds 
pumping boats at a marina. 

Marine pumpouts are an 
unusual job for many PROs.

Right: Technician Chris 
Loughin pumps out an RV 

holding tank.
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the waste tank on a boat 

at a local marina. A special 
wand with a bleeder 

valve is used to prevent 
collapsing the small 
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to day. I can suggest options that customers in similar businesses have se-
lected or found beneficial. For example, one of the big options for contrac-
tors is topper boxes featuring removable tool trays with handles on them. 
They can lift them out just like trays in a tool chest and take them to the job 
site instead of going back and forth.”

 
OPTIONS FOR PROS

Portable restroom operators working construction sites or special 
events might look to handle specific needs with a pickup sporting a service 
body. They might see the rig as an extra warehouse for tools or cleaning sup-
plies they would require at a major event with lots of units on site, such as a 
NASCAR race or a college football game.

“Drawers with dividers and com-
partments are a good option to orga-
nize smaller parts and fittings,” Lenford 
says. Or you might specify a cabinet or 
drawer to hold safety equipment such 
as hard hats, high-vis vests, gloves and 
a first-aid kit. Maybe you want a space 
to organize hinges, stickers or other re-
placement parts to make repairs on the 
job site. Paper products and specialized 
cleaning supplies, like graffiti remover, 
could also find a home in a service 
body.

Other options include LED light-
ing strips that automatically switch on 
when a compartment is opened. Spe-
cialty pole lighting attachments can 
illuminate a job site at night. Service 
body baskets can be used to carry hand 
tools such as shovels, hoes and rakes. 

Some customers also request a LINE-X spray-on bedliner to ensure that 
items stored in the bed are less likely to move during transit.

Some requests are discouraged, for example building a service body de-
signed to extend the length of the truck.

“If you have a 6.5-foot bed, it’s problematic to order an 8-foot body,” 
says Lenford. “You can get frame extensions to make it work, but it throws 

off the center of gravity of the truck. From an aesthetic standpoint, it doesn’t 
look right either.”

Other customers have requested service bodies with canopies that are 
too tall for the truck, something the company discourages because it sub-
jects the vehicle to destabilizing winds. Service bodies wider than the truck 
bed also catch wind and affect handling.

 
MOSTLY DIY

Although they can drive their trucks to the shop to have the service 
body bolted on, customers most often have the service body shipped, along 
with a mounting kit containing 16 to 24 bolts. 

“If you were thinking of installing it yourself, you’d want enough people 
or a forklift to lift it into position,” says Martin. “After that, it’s easy to bolt on.” ■

“If you’ve never 
ordered a custom 
service body before, 
you may not know 
what questions to 
ask. We talk about 
what they do from 
day to day. I can 
suggest options that 
customers in similar 
businesses have 
selected or found 
beneficial.’’

J.D. Martin

The Highway 
Products Pickup 

Pack fits in 
the truck bed, 

creating a lockable 
storage space and 

overhead rack.

Square tube 
racks and extra 
storage space 
can help to 
transport tools, 
parts and pipe.

F rom durable surfaces to optimized tool and material storage, service 
bodies can help bring the shop out into the field. But the market offers 
a lot of choice, from standard issue to fully customized. Making sure 

that the service body matches the needs of a restroom contractor will help to 
ensure the best performance.

Highway Products has produced both standard and custom service 
bodies for more than 30 years in White City, Oregon. All of its service bod-
ies are made of welded aluminum, not only because aluminum is durable 
and rust-resistant, but because it’s less than half the weight of an identical 
steel service body. The reduced weight can make a significant dent in con-
tractor fuel cost.

“With a lighter service body you might be able to use an F-150 instead of 
an F-250 and save some money on the vehi-
cle,” says Highway Products consultant Jim 
Lenford. “That would more than cover the 
initial higher price of aluminum over steel.”

Standard utility service bodies are de-
signed for a broad range of industries that 
could include portable restroom operators 
who want to carry a host of supplies and 
tools.

Built of 1/8-inch aluminum, Highway 
Products models bolt into place on exist-
ing pickup truck frames. Doors are typi-
cally smooth aluminum, while decks, bod-
ies, top boxes and tailgates are diamond 
plate or other textured finish. These mod-
els consist of six storage compartments, fenders, bed, tailgate and a bumper 
with lighting. Inside the body are four storage compartments with adjustable 
shelving, two located in front of the wheel well and two behind. Two smaller 
compartments are located above each fender. The location of a fuel-filler be-
zel depends on the model of the truck.

Contractors can also choose options including toolboxes, headache 
racks and ladder racks. Highway Products offers a Truckslide option, a steel 
or aluminum platform that slides out like a drawer along the bottom of the 
truck bed, allowing material to be off-loaded more easily.

A Pickup Pack model slips into the back of a pickup and turns the bed 
into lockable storage. The standard model includes two full-length lockable 
low side boxes and a flat or domed center hatch. A space underneath the 
toolboxes provides room for additional cargo.

But no two businesses operate alike, even among PROs. Customized 
service bodies can help improve workflow and provide unique features to 
accommodate tools and materials.

MAKING CHOICES
“Often, our standard service body 

with options will cover most of our cus-
tomers’ needs,” says J.D. Martin, sales team leader at Highway Products. “Ev-
ery now and then we get customers who want cabinets of a certain depth to 
fit a specific tool, want to build the service body around a particular item, 
or build something completely off the wall, like a service body built entirely 
around transporting a drone with camera equipment.”

Customers typically begin by identifying the model of their truck, pro-
viding the vehicle identification number to ensure that a design fits the ve-
hicle exactly.

“We ask them if they’ve changed anything on their trucks since buying 
it,” says Lenford. “Maybe they’ve installed oversized tires or Kelderman Air 
Ride. A typical truck off the lot measures 56 inches from the back of the cab to 
the axle, whereas a cab chassis is 60 inches. The 4 inches are critical, as is the 
fact that the bed won’t have humps in the frame to accommodate the axle.”

Martin next asks customers about their business.
“If you’ve never ordered a custom service body before, you may not 

know what questions to ask,” he says. “We talk about what they do from day 

IN THE GARAGE
August 2017

IF YOU DON’T WANT TOOLS AND SUPPLIES RATTLING AROUND UNSECURED IN THE BACK OF YOUR 
PICKUP, A RIG CARRYING A SERVICE BODY CAN BECOME YOUR ROLLING WORKSHOP

The Service Body — Your Ultimate Tool Caddy

By Peter Kenter

Above: The Highway Products’ Truckslide 
option provides a platform that slides out 
like a drawer for easier material handling. 
(Photos courtesy of Highway Products)

Left: Custom service bodies can offer 
additional made-to-measure storage space, 
including lift-out tool trays, which PROs could 
find handy to organize tools, supplies and 
replacement parts.
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nize smaller parts and fittings,” Lenford 
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to organize hinges, stickers or other re-
placement parts to make repairs on the 
job site. Paper products and specialized 
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body baskets can be used to carry hand 
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Some customers also request a LINE-X spray-on bedliner to ensure that 
items stored in the bed are less likely to move during transit.

Some requests are discouraged, for example building a service body de-
signed to extend the length of the truck.

“If you have a 6.5-foot bed, it’s problematic to order an 8-foot body,” 
says Lenford. “You can get frame extensions to make it work, but it throws 

off the center of gravity of the truck. From an aesthetic standpoint, it doesn’t 
look right either.”

Other customers have requested service bodies with canopies that are 
too tall for the truck, something the company discourages because it sub-
jects the vehicle to destabilizing winds. Service bodies wider than the truck 
bed also catch wind and affect handling.
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Although they can drive their trucks to the shop to have the service 
body bolted on, customers most often have the service body shipped, along 
with a mounting kit containing 16 to 24 bolts. 

“If you were thinking of installing it yourself, you’d want enough people 
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Highway Products has produced both standard and custom service 
bodies for more than 30 years in White City, Oregon. All of its service bod-
ies are made of welded aluminum, not only because aluminum is durable 
and rust-resistant, but because it’s less than half the weight of an identical 
steel service body. The reduced weight can make a significant dent in con-
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“With a lighter service body you might be able to use an F-150 instead of 
an F-250 and save some money on the vehi-
cle,” says Highway Products consultant Jim 
Lenford. “That would more than cover the 
initial higher price of aluminum over steel.”
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toolboxes provides room for additional cargo.
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fit a specific tool, want to build the service body around a particular item, 
or build something completely off the wall, like a service body built entirely 
around transporting a drone with camera equipment.”

Customers typically begin by identifying the model of their truck, pro-
viding the vehicle identification number to ensure that a design fits the ve-
hicle exactly.

“We ask them if they’ve changed anything on their trucks since buying 
it,” says Lenford. “Maybe they’ve installed oversized tires or Kelderman Air 
Ride. A typical truck off the lot measures 56 inches from the back of the cab to 
the axle, whereas a cab chassis is 60 inches. The 4 inches are critical, as is the 
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BEST ENTERPRISES, INC.BEST ENTERPRISES, INC.

In Stock Slide-Ins
On Sale for August
Call for details & pricing

GO STAINLESS

In the beginning, there is a price to purchase stainless & in the end there is 
cost savings never to replace

Family Owned & Proud to have a long lasting relationship with our Customers

This picture was emailed to Best from one of our good customers, Mr. Laird. He wanted to share the reason to purchase stainless in the sanitation business. 
The Ford has over 280 thousands miles, original Masport and stainless tank, built in 2007. Mr. Laird also let us know the condition of his tank was 
GREAT! NO RUST or CORROSION inside or out, quality looks the same as when it was new. He knows with all the miles on his Ford there will come a 
time to replace it. When that time arrives, he can transfer his tank onto a new truck. The tank will be ready to work for another 10 years & longer. Mr. 
Laird was excited when he purchased his stainless tank, and still happy today. Glad to have made that choice and bought stainless from Best Enterprises.

400 waste / 200 water 300 waste / 150 water 

GH1100    
800 waste/ 300 water mounted on a Dodge 5500

Best Enterprises, Inc.
Located in Cabot, Arkansas  

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

DON’T SETTLE for LESS
DEMAND the BEST!

Building Quality Stainless Steel Tanks Since 1978

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

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

ON LOCATION

THE TEAM
Blu-John is owned by Jeremy Hawkins and ADCO Holdings, head-

quartered in Atlanta. ADCO Holdings is part of ADCO International, a 
global portable sanitation company with operations in the U.S., Europe 
and Asia. Tom Schenderlein is the assistant manager directly responsible 
for the Atlanta Braves service operations. Many different employees con-
tribute to the summer-long service.

 
COMPANY HISTORY

To build a presence in the U.S., ADCO made its first acquisition in 
the U.S. in 1998, and established Blu-John in 2000 as a “greenfield” start-
up in Atlanta. Under the corporate umbrella of Blu Site Solutions, ADCO 
now operates seven U.S.-based portable sanitation operations. Three of 
the Blu Site operations are located in Florida, with two more in Georgia 
and the remaining two in North Carolina. Blu Site serves customers in 
seven states: Alabama, Florida, Georgia, Mississippi, North Carolina, 
South Carolina and Tennessee.

EQUIPMENT ROUND-UP
Blu-John owns thousands of restrooms, 

primarily made by PolyPortables. The di-
vision also owns dozens of Hino and Ford 
restroom service trucks built out by TankTec and Lane’s Vacuum Tank. 
They feature aluminum tanks ranging in size from 500 gallons waste/250 
gallons freshwater to 5,000 gallons waste/800 gallons freshwater, and are 
equipped with Masport, Jurop/Chandler and National Vacuum Equip-
ment (NVE) vacuum pumps. The company also owns several GMC 5500 
flatbed trucks used for restroom delivery and pickup, restroom trailers 
from Satellite Industries, hand-wash stations made by PolyPortables and 
flatbed trailers from by Liquid Waste Industries.

Batter Up!
Timing is everything when Blu-John services 

Atlanta Braves games at newly opened 
SunTrust Park  BY KEN WYSOCKY

Tom Schenderlein, left, supervisor, and Roger 
Smith, a Blu-John driver, are shown servicing 
restrooms in a parking lot at SunTrust Park in 
Atlanta. (Photos by Kaylinn Gilstrap)

The Blu-John service truck 
makes its way to a parking lot 
to service restrooms before 
an afternoon Atlanta Braves 
game at SunTrust Park.

(continued)

THE JOB: Atlanta Braves baseball games

LOCATION: SunTrust Park, Atlanta

THE PRO: Blu-John
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pumps and parts to serve you.

ON LOCATION

THE TEAM
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COMPANY HISTORY

To build a presence in the U.S., ADCO made its first acquisition in 
the U.S. in 1998, and established Blu-John in 2000 as a “greenfield” start-
up in Atlanta. Under the corporate umbrella of Blu Site Solutions, ADCO 
now operates seven U.S.-based portable sanitation operations. Three of 
the Blu Site operations are located in Florida, with two more in Georgia 
and the remaining two in North Carolina. Blu Site serves customers in 
seven states: Alabama, Florida, Georgia, Mississippi, North Carolina, 
South Carolina and Tennessee.

EQUIPMENT ROUND-UP
Blu-John owns thousands of restrooms, 

primarily made by PolyPortables. The di-
vision also owns dozens of Hino and Ford 
restroom service trucks built out by TankTec and Lane’s Vacuum Tank. 
They feature aluminum tanks ranging in size from 500 gallons waste/250 
gallons freshwater to 5,000 gallons waste/800 gallons freshwater, and are 
equipped with Masport, Jurop/Chandler and National Vacuum Equip-
ment (NVE) vacuum pumps. The company also owns several GMC 5500 
flatbed trucks used for restroom delivery and pickup, restroom trailers 
from Satellite Industries, hand-wash stations made by PolyPortables and 
flatbed trailers from by Liquid Waste Industries.

Batter Up!
Timing is everything when Blu-John services 

Atlanta Braves games at newly opened 
SunTrust Park  BY KEN WYSOCKY

Tom Schenderlein, left, supervisor, and Roger 
Smith, a Blu-John driver, are shown servicing 
restrooms in a parking lot at SunTrust Park in 
Atlanta. (Photos by Kaylinn Gilstrap)

The Blu-John service truck 
makes its way to a parking lot 
to service restrooms before 
an afternoon Atlanta Braves 
game at SunTrust Park.

(continued)

THE JOB: Atlanta Braves baseball games

LOCATION: SunTrust Park, Atlanta

THE PRO: Blu-John
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 THE MAIN EVENT
This is the eighth year in a row that Blu-John is servicing the 81 home 

baseball games played by the Atlanta Braves. There’s a new wrinkle this year, 
however, because the Braves moved from Turner Field to SunTrust Park, lo-
cated about 10 miles northwest of downtown Atlanta.

 
PLANNING AHEAD

Preparation for servicing the games begins a couple months before the 
season, when Hawkins meets with Braves officials to review pregame ticket 
sales, which is a good indicator of how many restrooms will be needed for 
games. The most popular games, of course, are on holiday weekends like 
Memorial Day, the Fourth of July and Labor Day, plus any marquee games 
where the Braves play the best teams in the Major League.

Blu-John provides about 80 restrooms for the most popular games, 60 
for medium-popular games and 40 for the least-attended games. Hawkins 
doesn’t expect any low-attendance games this year because the new stadi-
um is a popular drawing card for fans.

The Braves home stands range from two to 10 or 12 games in a row. 
Weekday games usually start at 7:30 p.m. and weekend games typically be-
gin at 1 or 4 p.m.

 
LET’S ROLL

To service a typical game, Blu-John drivers use the company’s 
GMC flatbed trucks and pull-behind trailers to deliver and pick up 
restrooms. Each driver can deliver 20 restrooms — eight on a truck 
and 12 on a trailer, Hawkins says.

On the morning after each game, Blu-John generally pumps 
out and cleans all the restrooms with one route technician, using 
one of the company’s Hino 338s, equipped with a 1,500-gallon 
waste/500-gallon freshwater tank and an NVE pump. If another 
truck is required, a dispatcher calls in one of the several service 
trucks Blu-John typically has working in the area, Hawkins says.

Blu-John is required to provide brand-new Atlanta Braves-
blue restrooms every year. The company buys PolyPortables Axxis 

and Vantage units, which feature a hand-
bag shelf, a mirror and coat hook, plus 
Purell hand-soap dispensers.

“The Braves want the nicest restrooms 
available for their patrons,” Hawkins ex-
plains. “I don’t mind it, either, because 
people see nice new Blu-John restrooms. So 
it’s good for the Braves, good for the patrons 
and good for us.” After the season ends, the 
new units get combined with the company’s 
inventory of special-event restrooms.

 
TIMING IS CRITICAL

On the first day of a home stand, driv-
ers deliver the restrooms around 6 a.m. It’s 
about a 40-minute drive one way from the 
Blu-John yard to the stadium. “We have to 

start early, before the traffic gets too heavy,” Hawkins notes. “If you don’t 
make that window in the morning, you’re in trouble because thousands of 
people work in the business buildings that stand all around the stadium.”

“The Braves want 
the nicest restrooms 
available for their 
patrons. I don’t mind it, 
either, because people 
see nice new Blu-John 
restrooms. So it’s good 
for the Braves, good 
for the patrons and 
good for us.”

JEREMY HAWKINS

(continued)

Right: Roger Smith washes a bank of 
restrooms at a parking lot used for Atlanta 
Braves tailgating fans. The Hino truck was 
outfitted by Lane’s Vacuum Tank. The fleet 

is outfitted with either NVE, Masport or 
Jurop/Chandler pumps.

Below: Smith fills a bucket with water to 
clean and recharge a restroom holding 

tank at SunTrust Park. 
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The same is true for the morning after a game; the restrooms get 
cleaned before freeway traffic and tailgaters become an issue, he says.

It takes about two hours to set up the restrooms, which are lo-
cated within a 1-mile radius around the stadium. “About half of the 
restrooms are located in the stadium’s largest lot, which is dedicated 
to just tailgating,” Hawkins says. “We strategically place the other re-
strooms in clusters of two to six in the rest of the stadium’s parking 
lots.” The bigger the lot, the more restrooms it receives. The restroom 
clusters are anywhere from 200 to 500 yards apart, he says.

 
FAMILIAR BUT DIFFERENT

The biggest difference between the old stadium and the new 
stadium is the parking lot configuration. At Turner Field, the Braves 
owned more of the parking lots around and the lots were large. At 
SunTrust Park, the Braves organization leases parking space from ad-
jacent businesses. As such, the parking lots are smaller and spread out a little 
more than at Turner Field.

But one thing remains the same: The pressure to deliver great service 
for a high-profile event, 81 times a year. The exposure to tens of thousands of 
people at each game is a high-risk, high-reward venture. On one hand, the 
publicity is great; Hawkins maximizes the opportunity by putting a Blu-John 
decal on all four sides of each restroom. But that visibility can also backfire if 
service is anything but top-notch, he notes.

“You don’t want to make a mistake, because it’s a lot of exposure,” 
Hawkins says. “But so far, it’s been great.” ■

Jurop/Chandler
800/342-0887
www.chandlerequipment.com

Lane’s Vacuum Tank, Inc.
800/592-3308
www.lanesmobilejohn.com
 
Liquid Waste Industries, Inc.
877/445-5511
www.lwiinc.com
(See ad page 39)

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

National Vacuum Equipment, Inc.
800/253-5500
www.natvac.com
(See ad page 17)

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

Satellite Industries
800/328-3332
www.satelliteindustries.com
 
TankTec
888/428-6422
www.tanktec.biz

MORE INFO

Left: Roger Smith services 
PolyPortables restrooms.

Below: Smith services PolyPortables 
standard and Satellite Industries 
handicap restrooms using a Hino 
service truck outfitted by Lane’s 
Vacuum Tank.
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15,990

N o w  yo u  c a n  o f fe r  
c u s to m e r s  p r i va c y  at  a n  
e c o n o m i c a l  p r i c e  w i t h  
t h e  S e l f i e ,  s ta r t i n g  at :   

I t ’ s  t i m e  fo r  eve r y  
eve n t  t o  o f fe r  p r i va t e  
b a t h r o o m s .

$

5 74 . 74 2 .4 6 1 3
s a t e l l i t e r e s t r o o m t r a i l e r s .c o m

T h e  g o  a n y w h e r e ,  d o  a n y t h i n g  S e l f i e  i s  i d e a l  fo r  a n y  

e v e n t  w h e r e  a  p o r t a b l e  t o i l e t  j u s t  w o n ’ t  d o.  O w n i n g  

a  t r a i l e r  w i l l  n e v e r  b e  e a s i e r,  s o  c a l l  t o d a y !
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Karleen Kos is executive 
director of the Portable 
Sanitation Association 

International. She may be 
reached at karleenk@psai.org 

or 952/854-8300.

A 
children’s book titled Everyone Poops has sold millions of copies since 
the 1970s. A couple of books for grown-ups called Everybody Poops 410 
Pounds and Everybody Poops 10 Million Pounds bring into focus just how 

much waste an individual produces in a year and a city like New York produces 
in a single day.

I think we can all agree — there’s a lot of waste to be handled and portable 
restroom operators are professionals who handle a good portion of it.

People who don’t know anything about our work often turn it into a joke — 
but those of us in the industry know how serious it is. There is a lot to know.

• PROs have to be business people, licensing their company, lawfully 

collecting and paying taxes, protecting workers, and carrying out a business 
strategy sufficient to make a profit and grow the company

• PROs have to be diplomats and negotiators, successfully getting the best 
deals from customer agreements, financing sources and suppliers

• PROs have to be experts on portable sanitation topics including processes, 
techniques, equipment, and a dizzying array of relevant laws at federal, state and 
local levels

With all this to know — and constantly changing rules — there is a role for a 
portable sanitation-specific trade association like Portable Sanitation Association 
International (PSAI). Every week I take calls from members and nonmembers 
with questions:

• What licenses do I need and how can I get them?
• Help — I’m being audited by my state’s tax authority and they say I owe 

thousands of dollars in back taxes! Can that be right?
• My disposal site says they won’t take my loads anymore because they 

are too heavily concentrated with (some mineral). What are the EPA (U.S. 
Environmental Protection Agency) limits? What are my disposal alternatives?

• There is a law in my state I think is terrible. How can I get it changed?
• One of my guys saw a competitor illegally dumping a load into a city sewer. 

What should I do?
• Are ADA units required at a private wedding held on public land?
• My state requires hours of ongoing training, but I can’t find anything 

specific to portable sanitation. Can you work with the state to offer information 
relevant to us?

We know there are PROs who believe they don’t have the money or the time 
to be part of the PSAI. In today’s world, when you have a question or a need, you 
can always just throw it open to the world of Facebook if you can’t figure it out 
yourself. Sometimes that works fine. Sometimes really questionable things are 
suggested on social media. You take your chances.

As a member of the PSAI you can be sure of a few things:
• The information you get will be as accurate as it can be
• If we don’t have the answers, we’ll do our best to get them or to create them
• If a law needs to be addressed, we’ll help PROs in your state find a way to 

do so
We hope you’ll consider joining the PSAI if you’re not already a member. A 

lot has changed in the past three years, and we offer more benefits and support 
than ever. Most members would tell you the investment more than pays for itself.

There is a proverb that says, “If you want to go fast, go alone; if you want to 
go far, go together.” Everyone poops, and everyone in the portable sanitation in-
dustry, working together, can go further in gaining both respect and profit as we 
handle our share of the 410 pounds per person per year. Join us!  ■

By Karleen Kos

Don’t Navigate the Complex World 
of Portable Sanitation Alone. Join the PSAI.

Units come with  
A/C  

Heat  
HD Steps  

and 300 Gallon 
Waste Tank

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

GS-07F-0236V

See our website for layouts and options.

• Lowest interior floor height in the industry
• ADA wheelchair accessible units

• Unlimited floor plans from 8' to 53' trailers
• Rigid steel shell construction from top to  

bottom to resist rot and warping
• Specializing in customizing trailers

• Heavy-duty flip stairs & door handles
• 24/7 tech support

• Free Nation Wide Lead Program for our customers
• Large capacity waste tanks

• Standard high privacy partitions for added comfort
• Rigid platform, our smallest wide body trailers  

start out with Dual 10" ASTM I-beams

For Special Events
& Other Necessities

Luxury Trailers

For Special Events
& Other Necessities

Luxury Trailers

Explore the Marketplace for tools and 
resources you need for your business

Education taught by some of the best and 
brightest in the industry

Events to network with your peers - or just 
kick back with friends.

WHY SHOULD YOU ATTEND?

SAVE THE DATE!

INDIANAPOLIS 2018

The WWETT Show - Water & Wastewater, Equipment, Treatment & Transport - is the world’s largest annual trade 
show for wastewater and environmental services professionals. With 600 exhibiting companies, 110 conference 
sessions, and a schedule of great events, the WWETT Show provides value to professionals from every facet of 
our field.

M O R E  I N F O R M A T I O N  A T  W W W.W W E T T S H O W. C O M

wwett18_creative_jn_August ad.indd   1 7/5/17   1:42 PM
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WALEX EXODOR
INSTANT HAND SANITIZER
Exodor Instant Hand Sanitizer 
from Walex kills 99.9 percent of 
germs, and is enriched with vi-
tamin E and aloe to keep skin soft 
and hydrated with one pump. It is available in gel or foaming hand sanitizer 
to help maintain skin health with no water needed. The 800 mL bag-in-box 
system is easy to use and install. Each case comes with 12 bag-in-box sys-
tems, with dispensers sold separately. 800/338-3155; www.walex.com.

ARMAL AQUA STAND
The Aqua Stand outdoor portable hand-wash sink from 
Armal is designed to withstand any weather condition 
and can be used for construction, special events and in 
municipal parks. Its 23-gallon water tank has a tamper-
resistant lid. It has foot-pump operation and optional 
soap and paper towel dispensers. It is double-sided, light-
weight and easy to maneuver and use. It fits inside the Armal Wave restroom 
unit, and most other portable restrooms for easy transport. 770/491-6410; 
www.armal.biz.

EXPLORER TRAILERS
HAND-WASH STATION
The hand-wash station from Explorer 
Trailers is designed as a self-contained 

unit that allows outdoor event or work 
site crowds to have easy access 
to warm water and soap dis-
pensers. Options include mir-

rors and lighting. Stainless steel sinks and counters with self-closing water-
saver faucets are simple to clean and maintain, according to the maker. A 
large polyethylene freshwater tank, paired with a galvanized graywater 
tank, ensures many uses before discharge and recharge. Setup is easy, and 
a custom-painted steel chassis with front-locking utility cabinet ensures 
the unit is aesthetically pleasing, while safely containing the water heater 
and pressure tank. The graywater tank is horizontally mounted inside the 
chassis with a 2-inch discharge port at the rear. All are built on a commer-
cial-grade trailer chassis for easy towing and placement. 866/457-5425; 
www.explorertrailers.com.

CPACEX FOAMING HAND SYSTEM
Foaming Hand Systems from CPACEX 
make hand washing and sanitizing easier 
and more effective. The foam disperses 
from the top of the unit, eliminating leaks 
and waste, delivering an adequate amount 
of soap or sanitizer to kill 99.9 percent of common 
germs. The systems meet the U.S. Centers for Disease 
Control recommendations for hand antisepsis. The push pad at the top of 
the dispenser eliminates over-dispensing and meets ADA compliance. The 
refill bag system contains less plastic than hard cartridges, reducing packag-
ing waste by 50 percent. 800/974-7383; www.cpacex.com.

POLYJOHN ENTERPRISES
SOAP DISPENSER 
The Soap Dispenser from PolyJohn Enter-
prises is outfitted with an O-ring and a lid se-
cured to the container and backing plate, mak-
ing it sealed and spill-proof, even upside down. 
It shares the same footprint as the previous 
soap dispenser, meaning there’s no need to drill 

new holes in units when making the upgrade. 
Convenience features include one-hand operation, 

ability to use a variety of soaps and a clear container to view the soap level. 
800/292-1305; www.polyjohn.com.

J&J CHEMICAL
FOAMING HAND SANITIZER 
Foaming Hand Sanitizer from J&J Chem-
ical is a waterless wash disinfectant with a 
light lime fragrance that kills 99 percent 
of most disease-causing germs. It is 
dye-free, alcohol-free and bio-
degradable. Options include 
a standard manual foaming dis-
penser and an automatic no-touch foaming dispenser. Both come with ad-
hesive wall mount system and predrilled mounting holes. 800/345-3303; 
www.jjchem.com.
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 PRODUCT NEWS

Satellite Suites 
usage calculator app

The Usage Calc app from Satel-
lite Suites works with Satellite Suite 
restroom trailers to help determine 
the right-size trailer to place on site. 
It is available in both the Apple and 
Google Play stores under the name 
Usage Calc. The app provides information on trailer sizes 6 by 10, 6 by 14, 
8 by 20 and 6 by 10 feet International with the allowable number of uses 
based on the trailer tank size. To use, open the app, choose trailer size, and 
use the slide bar and buttons to determine the maximum number of uses. 
574/350-2150; www.satelliterestroomtrailers.com.  ■

FIVE PEAKS SIERRA RIDEALONG
The Sierra RideAlong freestanding hand-wash station 
from Five Peaks has twin basins with molded-in main-
tenance-free spigots, recessed beverage holders, dual 
soap dispensers, an oversized paper towel dispenser 
and a large recessed foot pump. It is suited for special 
events, yet is durable enough to handle day-to-day use, 
according to the maker. The granite color camouflages 
dirt and scratches, keeping the sink looking new. It conveniently rides along 
inside most standard portable restrooms, making transportation more eco-
nomical. The lightweight, heavy-duty rotationally molded sink enables easy 
access for cleaning and draining. Its 49-gallon capacity (22-gallon fresh-
water and 27-gallon graywater) eliminates the need for bladders and bags. 
866/293-1502; www.fivepeaks.net.

MONSAM ENTERPRISES MODEL PSE-2004R
The Model PSE-2004R four-deep-basin portable 
sink from MONSAM Enterprises is a blend of 

dishwashing and hand-washing stations. It has 
a divider between hand-wash and dishwashing 

basins, is fully mobile, provides hot and cold run-
ning water and is completely self-contained. All the 

technician needs to do is fill the tank and plug it in. 
The three 12-inch-deep basins provide space to soak, rinse and dry utensils, 
while allowing users to wash their hands opposite the dividing wall. Each 
sink comes with heavy-duty swivel casters. It can be used indoors or out. 
800/513-8562; www.portablesink.com.
 
 
POLYPORTABLES TAG II
The Tag II from PolyPortables is a versatile freestand-
ing hand-wash station. Design upgrades include better 
grips for easier transport, a taller backboard to protect dis-
pensers, and a modern design. It is lightweight, making it 
simple to transport and easy to clean. It will fit inside most 
standard-size portable restrooms for delivery. It has 24-gal-
lon graywater and freshwater tanks, a 1.8 gpm foot pump 
and two spray soap dispensers. 800/241-7951; www.polyportables.com.

SANITRAX INTERNATIONAL
WASHBASIN
The eight-person Washbasin module from 
Sanitrax International is part of the compa-
ny’s modular sanitary concept, making it a fit 
for events, humanitarian aid, military deploy-
ments and other situations where masses of 
people need temporary facilities. It has a strong 
and sustainable design; simple, safe, economic 
transport and loading; proven vacuum tech-

nology; flexible on-site placement; a hygienic one-form washbasin; full-size 
stainless mirror; integrated towel dispensers or hand dryers; and an energy-
efficient LED lighted interior. www.sanitrax.com.

SATELLITE INDUSTRIES BREEZE
The Breeze easy-to-operate hand-wash station from Sat-
ellite Industries has a sealed water tank to ensure proper 
hygiene. It includes two stations with fingertip-to-elbow 
washing, and operates with a hands-free, baby foot pump. It 
includes freshwater and graywater drain plugs and an addi-
tional pumpout port on the base for wastewater. To aid driv-
ers, all plugs are tethered to the unit to prevent loss or dam-
age. It has two handles for lifting and fits easily inside most 
portable restrooms for ease of transporting. It has a sealed 
freshwater tank where chlorine can be added to kill bacte-
ria. Blue areas have a fleck pattern to hide scuffs and scratches. For added 
protection and simple care, the top, middle and bottom gray sections are 
extended to provide a natural bumper. The middle gray washbasin section is 
replaceable. 800/883-1123; www.satelliteindustries.com.
 

SPIN PRODUCTS
DUAL STATION HANDWASH SINK
The Dual Station Handwash Sink from Spin Products 
has triangular faucets that eliminate breakage. A sturdy 
corner brace provides a secure method for hoisting, 
meaning no more broken faucets because someone 
thought it was the lifting handle. Paper towel dispens-
ers are built into the lockable top. The corner brace also 
provides a protected area to mount a soap dispenser. 
Molded backsplashes and deep sinks keep water where 
it belongs. The unit has a 20-gallon freshwater tank, two 
Baby Whale foot pumps, and a molded, stabilizing bot-
tom bumper. Three-inch threaded caps are provided 

for easy power washing. Units are field serviceable and fit easily inside most 
portable restrooms. They are available in granite grey and blue polyethylene. 
909/590-7000; www.spinproducts.com.
 

T.S.F. COMPANY TUFF-JON
90-GALLON FREESTANDING SINK
The Tuff-Jon 90-gallon freestanding sink 
with trash container from T.S.F. Company 
provides two wash stations; hands-free, 
foot-operated pumps; towel dispenser; and 
10-cup-capacity soap dispenser. A sink-
lifting bracket allows for easy positioning 
in high-rise applications. The sink-lifting 
bracket has a 1/4-inch wire cable, weighs 
30 pounds and is safety orange. The unit 
is constructed from easy-to-clean polyethylene, with 45-gallon waste and 
freshwater capacities, a towel dispenser, trash container, protective skid 
plate and freshwater drain plug. The unit weighs 85 pounds. 800/843-9286; 
www.tuff-jon.com. ■
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dirt and scratches, keeping the sink looking new. It conveniently rides along 
inside most standard portable restrooms, making transportation more eco-
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water and 27-gallon graywater) eliminates the need for bladders and bags. 
866/293-1502; www.fivepeaks.net.

MONSAM ENTERPRISES MODEL PSE-2004R
The Model PSE-2004R four-deep-basin portable 
sink from MONSAM Enterprises is a blend of 

dishwashing and hand-washing stations. It has 
a divider between hand-wash and dishwashing 

basins, is fully mobile, provides hot and cold run-
ning water and is completely self-contained. All the 

technician needs to do is fill the tank and plug it in. 
The three 12-inch-deep basins provide space to soak, rinse and dry utensils, 
while allowing users to wash their hands opposite the dividing wall. Each 
sink comes with heavy-duty swivel casters. It can be used indoors or out. 
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corner brace provides a secure method for hoisting, 
meaning no more broken faucets because someone 
thought it was the lifting handle. Paper towel dispens-
ers are built into the lockable top. The corner brace also 
provides a protected area to mount a soap dispenser. 
Molded backsplashes and deep sinks keep water where 
it belongs. The unit has a 20-gallon freshwater tank, two 
Baby Whale foot pumps, and a molded, stabilizing bot-
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The Tuff-Jon 90-gallon freestanding sink 
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foot-operated pumps; towel dispenser; and 
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bracket has a 1/4-inch wire cable, weighs 
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BUSINESSES

Portable restroom equipment & accounts for 
sale. Septic & portable restroom company 
in Southwest Florida is looking to sell off 
portable restroom equipment and accounts. 
5 service trucks, 8-unit toilet hauler, state 
& county contracts in place. Approximately 
700 units currently in the field with long-
term customer base. For more information 
call 941-270-0539.  (T09)

COMPUTER SOFTWARE

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

PORTABLE RESTROOM TRAILERS

1993 Olympic fiberglass restroom trailer, 
5 stalls (3 women & 2 men), air condition-
ing, hot water tank. $2,000. powellsan1@ 
windstream.net  (T08)

Multiple used Olympic restroom trailers in 
rough condition are available as-is. Price 
varies per unit. Please call for inquiries. 
562-522-0942 (P08)

2015 JAG 3-room restroom trailer. Cottage 
decor, ac/heat, non-wood Forever Floor, 
dusk-to-dawn LED porch & stair lighting. 
490 waste, 160 fresh tanks. $25,500. 904-
315-7027; bo@thelovelyloo.com  (P08)

Original Executive Restroom Trailer. Recon-
ditioned and re-skinned with diamond-plate 
trim. Totally self-contained with recirculating 
toilets and pressurized freshwater systems. 
One 26 ft. and one 16 ft. unit available. 
Call Tim Haszard: 904 814-2184  (P08)

PORTABLE RESTROOM TRUCKS

2008 Chevy Kodiak C6500, 179,373 
miles. Crescent flat tank 950 waste/500 
fresh. Pump from both sides of truck. 
............................  Asking $27,500 OBO

Contact Steve Bishop
607-857-1312, PA T08

2014 Isuzu with FMI Workmate 1050, 
122,646 miles. All service records from pur-
chase date included. $48,000. Please con-
tact Jason for more information: 208-467-
0089; jason@portapros.com (T09)

2002 Chevy 3500 4x4, 300 waste/150 
fresh, Conde pump. Hauls 6 units with 
gate down. .............................  $14,000

608-835-7767, WI PBM

2007 Isuzu with Progress slide-in 400/200, 
143,594 miles. All service records from pur-
chase date included. $39,000. Please con-
tact Jason for more information: 208-467-
0089; jason@portapros.com  (T09)

2003 Chevy, 166,000 miles. 1,500-gallon 
(500 fresh, 1,000 waste), Jurop vacuum 
pump. DC to washdown pump. Everyday 
work truck. $18,000 OBO. Email mbseptic@
gmail.com  (T08)

PORTABLE SHOWER TRAILERS
Attention large outdoor events promoters 
and seasonal campgrounds requiring show-
ers, sinks and hot water availability: FOR 
SALE: Two (2) 40-ft. shower containers. 14 
shower heads per container, handicap ac-
cessible. Trailer and accessories included. 
For pictures go to www.candsshowers.com. 
712-428-6143 or cell 712-880-1250. (PBM)

POSTIONS AVAILABLE

Fast growing, locally owned portable re-
stroom company looking for dependable 
service drivers to start immediately! If inter-
ested please call 210-649-4800 for details. 
Located in San Antonio, TX.  (T08)

WANTED
Existing PRO looking to purchase used Wells 
Cargo Comfort Elite restroom trailers. Inter-
ested in the newer Ultra Lav models as well. 
Also interested in Ameri-Can models poten-
tially. Call to discuss anytime. Jamie Hunter 
317-439-9383.  (T01)

F R A G R A N C E F R A G R A N C E

F R A G R A N C EF R A G R A N C E

SUMMER FRESH
FRAGRANCE

F R A G R A N C E F R A G R A N C E

F R A G R A N C EF R A G R A N C E

SUMMER FRESH
FRAGRANCE

F R A G R A N C E F R A G R A N C E

F R A G R A N C EF R A G R A N C E

SUMMER FRESH
FRAGRANCE

F R A G R A N C E F R A G R A N C E

F R A G R A N C EF R A G R A N C E

SUMMER FRESH
FRAGRANCE

F R A G R A N C E F R A G R A N C E

F R A G R A N C EF R A G R A N C E

SUMMER FRESH
FRAGRANCE

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®

WaterCannon.com
1.800.333.WASH      

                           (9274)

*Some delivery restrictions may apply.  
Call for details.

• Max Water Temperature: 180° F
• Housing Material: Stainless Steel

3200 PSI

FREE SHIPPING* TAX FREE Except FL

Switch Blade

Quad Nozzle
SKU 1001928

Static
Hydro Excavation

Nozzle

SKU 1002035
Deuce Nozzle

SKU 1002036
Ace Nozzle

MARKETPLACE 
ADVERTISING

August 2017CLASSIFIEDS

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

Specializing In Portable Restroom 
Delivery & Pick-up Service Trucks.

877.984.7663  restroomtruck.com

The Best Trailer  
For All Of Your  
Portable Toilet  

Transport Needs

The  
Johnny Mover

800-498-3000 
www.cesspoolcleaners.com
troyd@cesspoolcleaners.net

Trailers In Stock 

Ready To Ship
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490 waste, 160 fresh tanks. $25,500. 904-
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Original Executive Restroom Trailer. Recon-
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Call Michael DeGroat (ext 812)
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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 15-72 cu. ft. Grit Capacity

PORTABLE  
RECEIVING  

STATION
Aluminum &  

Stainless Construction
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

ScreenCO
Systems

MINI DUAL SCREENMINI DUAL SCREENMINI DUAL SCREEN
NEW  

Features On  
All Screens -  

Bolt On Universal 
Trash Exit

>  Strong triangular frame can be used  
to lift, and protects spout from  
lifting damage and vandals

>  The convenient size is easy  
to transport and place

>  A molded backsplash keeps water  
from seeping into the unit

>  Sinks are 8 ½" X 11" wide X 4" deep
>  Two-sided, water resistant  

towel dispenser with padlock hasp
>  20 gallon fresh water tank
>  Protected soap dispenser mounting area
>  Fully field serviceable
>  Clean the gray tank through a  

3" opening with a 1 ½" drain spout
>  Removable bottom bumper pan acts  

as a containment basin for spillage
>  Custom colors and material options 

available (including granite)

CHINO, CA 
909-590-7000 
WWW.SPINPRODUCTS.COM 
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DUAL STATION  
HAND WASH SINK

READY FOR  
IMMEDIATE  
SHIPMENT! 800.292.1305    www.polyjohn.comPJ USA                   |                     PJ CANADA                   |                     PJ INTERNATIONAL                   |                     PJ LATIN AMERICA 

Nobody drives home durability like PolyJohn. Designing and manufacturing long-lasting 
portable restrooms is how we started, but we reinforce our unique brand of toughness 
with a full line of sinks and tanks. Whether it’s a hands-free foot pump or built-in handles 
for easy transport, we construct all of our accessories so you’ll worry a lot less about your 
hardest-hitting jobsites.
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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

oN locAtIoN

“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.”
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.

Reprinted with permission from PRO™ / February 2013 / © 2013, COLE Publishing Inc., P.O. Box 220, Three Lakes, WI 54562 / 800-257-7222 / www.promonthly.com
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Nashville’s Brandon 
McNeely brings special 
events expertise to country 
stars, backyard parties

Page 10

MOJOMOJO
Music City
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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. ■

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

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

Rich Specialty Trailers
260/593-2279
www.richrestrooms.com

MORE INFO

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

Brandon Mcneely

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

^^^ McNeely runs a power cord to his Porta Pal unit from 
Rich Restrooms. Music City customers organizing backyard 
weddings and special events want a lot of amenities when 
shopping for portable sanitation units.
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Starting At
$35

Sizes: 24" x 30" & 36" x 45"

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

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

 
TARGETING CUSTOMERS

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

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

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

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

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

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

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

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

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

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

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

Brandon Mcneely

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

^^^ McNeely runs a power cord to his Porta Pal unit from 
Rich Restrooms. Music City customers organizing backyard 
weddings and special events want a lot of amenities when 
shopping for portable sanitation units.
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^^^ 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 
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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.
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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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Employees: 2
Service area: 100-mile radius of Nashville, Tenn.
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Association of Catering and Events, Tennessee Wedding and Events 
Specialists Association
Website: www.poshprivy.com
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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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Nobody drives home durability like PolyJohn. Designing and manufacturing long-lasting 
portable restrooms is how we started, but we reinforce our unique brand of toughness 
with a full line of sinks and tanks. Whether it’s a hands-free foot pump or built-in handles 
for easy transport, we construct all of our accessories so you’ll worry a lot less about your 
hardest-hitting jobsites.
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PolyPortables, LLC.
(800) 241-7951 or (706) 864-3776

www.polyportables.com

It’s time to set your business apart.

17 unique colors in endless combinations, for every job, concert, 
sporting event, festival and special occasion.


