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Remember the employee who came on, quickly learned how to service 
restrooms, did such a good job … and then left to take another job? 
Remember how you felt when that star employee gave a two-week no-

tice? Betrayed, unappreciated, maybe frustrated at the prospect of looking 
for a replacement?

Oleg Vishnepolsky would like to share another perspective on your 
situation.

He would say you should revel in the success of workers who wanted 
to better themselves. He would ask you to consider how you treated the 
hardworking employee, and that maybe will explain at least part of why 
he or she left. Perhaps the worker felt much like you do now: betrayed, 
unappreciated and frustrated at the prospect of looking for a new job.

Vishnepolsky, as the global chief technology officer for Daily Mail 
Online, works in an industry much different from portable sanitation. 
But his advice about hiring and retaining employees crosses all corporate 
boundaries and rings true even for the mom and pop restroom companies 
hiring a newbie route driver.

 
WHEN AN EMPLOYEE LEAVES

In a recent LinkedIn post, Vishnepolsky shared some insights about 
being a manager that had me reflecting on a common complaint I’ve heard 
from portable sanitation company owners over the years. It starts with hiring 
an employee and spending several months teaching them to be proficient 
on the job. It ends with the employee moving on to another position — 
maybe with a competing company — for a few dollars more per hour. Or, 
worse yet, that employee bought a vacuum truck and a few dozen restrooms 
and started a competing business.

I understand why business owners wouldn’t feel good about this 
scenario. You lose a good employee; maybe you gain new competition. You 
face the prospect of starting all over training a new worker who may or may 
not work out for your company and who may eventually leave, forcing you 
to start the process all over again. It’s the revolving door that many small-
business owners have to cope with.

But Vishnepolsky puts a different spin on hiring and employee 
retention. And maybe he could help PROs write a happier ending to the 
story of the good employee that got away. 

Here are a few quotes from Vishnepolsky and how I think they may 
apply to PROs:

 
“Leadership is not measured by what you received from your people, 

but by what you have given them.”
You expect a full shift of hard work from your crew members. At the 

end of the day, they should have completed that 50-unit service route on 
time and without incident. In exchange for their loyal service, have you 
equipped them with the right tools to succeed in the field? Do they leave the 
shop with a clean, well-functioning truck they can be proud to drive on their 
rounds? Do they have the necessary safety equipment, including gloves, 
goggles or glasses, and proper work boots? Are they wearing a company 
uniform so they look their professional best? Respect is a two-way street, 
and if you take care of your drivers’ basic needs, they are more likely to 
follow your leadership example.

 
“Training people is part of treating them well.”
How much time did you or one of your top technicians spend with 

that new hire before sending them out in the truck alone? Do you have 
written procedures for breaking in new employees that introduces Portable 
Sanitation Association International training and includes a book of 
company policies? An hourly wage and employee benefits is only the start 
of taking care of employees. Getting them off on the right foot shows you 
care about them and aren’t simply trading a day’s wage for a day’s work. 
Before your next hire, make sure you have updated your training program 
and assembled an employee handbook. The “rules of the road” don’t have 
to take the form of a lengthy novel; a few pages of frequently asked questions 
and answers might do the trick.

 
“Training is not just sending them to a class or a conference. It is 

trusting them to do something that they have not done before.”
There’s always a little apprehension when you let a new worker tackle 

a tough job. After all, your name is on the side of the vacuum tank and your 
reputation is riding on the service the new person provides. But if you’re 
confident in your training and your workers, trust them to take over and 
perform to your expectations. A true leader will learn to be comfortable 
delegating authority and encouraging employees to do their best. After all, 
how can you expect to build new leaders to help grow your business if you’re 
not able to relinquish some control?

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   
November 2017

Developing Star Employees is Critical to Growing Your Company
IN TODAY’S WORLD, YOUR WORKERS REQUIRE MORE THAN A PAYCHECK TO FEEL VALUED 
AND PERFORM AT THE TOP OF THEIR GAME

By Jim Kneiszel

Make it clear to your star employees that you want them 
to seize more opportunities and suggest ways to build the 
company and improve customer service. Workers who 
feel like an integral part of the operation will be more 
challenged and happier in their roles.

 
“Train people so well that they can leave. Treat them so well that they 

stay.”
If you’ve had a lot of turnover of good workers, you may have mastered 

the first sentence, but fall short on the second. Is your pay and benefits 
package as good or better than all the other PROs in the region? How does it 
compare to other similar service trades in your area? Do you offer other perks 
valued by today’s workers, such as flextime, personal days off, retirement 
accounts, smartphone allowance and reimbursement for education? If 
you feel like you’re doing all that you can to retain employees and they still 
move on, wish them well in their growing career and don’t burn any bridges. 
Who knows? They might find the grass isn’t greener elsewhere and would 
welcome the opportunity to return to your company some day. And if they’re 
quality workers and well trained for your job, you might take them back.

 
“Many managers keep assigning tasks to the person who can do them 

the fastest, overloading that person with the same-old, same-old routine 
and not allowing anyone else to rise to the occasion.”

Good employees want to feel like they are always learning, never 
stagnating, and that means assuming more responsibility and adding 
skills that make them more valuable to your company … and sometimes 
to another employer. Losing these workers is a risk you have to take if 
you want to develop them into your future leaders. In portable sanitation, 
maybe this means adding another site services division and involving your 
best employees in the planning and execution. It could mean elevating an 
enthusiastic driver into a sales and marketing role to learn another part of the 
business. Make it clear to your star employees that you want them to seize 
more opportunities and suggest ways to build the company and improve 
customer service. Workers who feel like an integral part of the operation will 
be more challenged and happier in their roles.

 
“The only investment with guaranteed high returns and no risk are 

your people.”
Buying a new piece of equipment can seem like an all-consuming task. 

For example, I’ve seen PROs with a laser-focus when it comes to choosing 
the best restroom trailer or vacuum truck on the WWETT Show exhibit floor. 
Do you feel the same fervor for the training and developing of your best team 
players? You should. Yes, in the long run, the right fit in a service truck or re-
stroom inventory can make a big difference to your success and failure. But 
what good is all that shiny new equipment if you don’t have the right people 
in place to handle it? A well-prepared and satisfied employee will give you a 
major return on investment. ■
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Remember the employee who came on, quickly learned how to service 
restrooms, did such a good job … and then left to take another job? 
Remember how you felt when that star employee gave a two-week no-

tice? Betrayed, unappreciated, maybe frustrated at the prospect of looking 
for a replacement?

Oleg Vishnepolsky would like to share another perspective on your 
situation.

He would say you should revel in the success of workers who wanted 
to better themselves. He would ask you to consider how you treated the 
hardworking employee, and that maybe will explain at least part of why 
he or she left. Perhaps the worker felt much like you do now: betrayed, 
unappreciated and frustrated at the prospect of looking for a new job.

Vishnepolsky, as the global chief technology officer for Daily Mail 
Online, works in an industry much different from portable sanitation. 
But his advice about hiring and retaining employees crosses all corporate 
boundaries and rings true even for the mom and pop restroom companies 
hiring a newbie route driver.

 
WHEN AN EMPLOYEE LEAVES

In a recent LinkedIn post, Vishnepolsky shared some insights about 
being a manager that had me reflecting on a common complaint I’ve heard 
from portable sanitation company owners over the years. It starts with hiring 
an employee and spending several months teaching them to be proficient 
on the job. It ends with the employee moving on to another position — 
maybe with a competing company — for a few dollars more per hour. Or, 
worse yet, that employee bought a vacuum truck and a few dozen restrooms 
and started a competing business.

I understand why business owners wouldn’t feel good about this 
scenario. You lose a good employee; maybe you gain new competition. You 
face the prospect of starting all over training a new worker who may or may 
not work out for your company and who may eventually leave, forcing you 
to start the process all over again. It’s the revolving door that many small-
business owners have to cope with.

But Vishnepolsky puts a different spin on hiring and employee 
retention. And maybe he could help PROs write a happier ending to the 
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Here are a few quotes from Vishnepolsky and how I think they may 
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“Leadership is not measured by what you received from your people, 

but by what you have given them.”
You expect a full shift of hard work from your crew members. At the 

end of the day, they should have completed that 50-unit service route on 
time and without incident. In exchange for their loyal service, have you 
equipped them with the right tools to succeed in the field? Do they leave the 
shop with a clean, well-functioning truck they can be proud to drive on their 
rounds? Do they have the necessary safety equipment, including gloves, 
goggles or glasses, and proper work boots? Are they wearing a company 
uniform so they look their professional best? Respect is a two-way street, 
and if you take care of your drivers’ basic needs, they are more likely to 
follow your leadership example.

 
“Training people is part of treating them well.”
How much time did you or one of your top technicians spend with 

that new hire before sending them out in the truck alone? Do you have 
written procedures for breaking in new employees that introduces Portable 
Sanitation Association International training and includes a book of 
company policies? An hourly wage and employee benefits is only the start 
of taking care of employees. Getting them off on the right foot shows you 
care about them and aren’t simply trading a day’s wage for a day’s work. 
Before your next hire, make sure you have updated your training program 
and assembled an employee handbook. The “rules of the road” don’t have 
to take the form of a lengthy novel; a few pages of frequently asked questions 
and answers might do the trick.

 
“Training is not just sending them to a class or a conference. It is 

trusting them to do something that they have not done before.”
There’s always a little apprehension when you let a new worker tackle 

a tough job. After all, your name is on the side of the vacuum tank and your 
reputation is riding on the service the new person provides. But if you’re 
confident in your training and your workers, trust them to take over and 
perform to your expectations. A true leader will learn to be comfortable 
delegating authority and encouraging employees to do their best. After all, 
how can you expect to build new leaders to help grow your business if you’re 
not able to relinquish some control?

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   
November 2017

Developing Star Employees is Critical to Growing Your Company
IN TODAY’S WORLD, YOUR WORKERS REQUIRE MORE THAN A PAYCHECK TO FEEL VALUED 
AND PERFORM AT THE TOP OF THEIR GAME

By Jim Kneiszel

Make it clear to your star employees that you want them 
to seize more opportunities and suggest ways to build the 
company and improve customer service. Workers who 
feel like an integral part of the operation will be more 
challenged and happier in their roles.

 
“Train people so well that they can leave. Treat them so well that they 

stay.”
If you’ve had a lot of turnover of good workers, you may have mastered 

the first sentence, but fall short on the second. Is your pay and benefits 
package as good or better than all the other PROs in the region? How does it 
compare to other similar service trades in your area? Do you offer other perks 
valued by today’s workers, such as flextime, personal days off, retirement 
accounts, smartphone allowance and reimbursement for education? If 
you feel like you’re doing all that you can to retain employees and they still 
move on, wish them well in their growing career and don’t burn any bridges. 
Who knows? They might find the grass isn’t greener elsewhere and would 
welcome the opportunity to return to your company some day. And if they’re 
quality workers and well trained for your job, you might take them back.

 
“Many managers keep assigning tasks to the person who can do them 

the fastest, overloading that person with the same-old, same-old routine 
and not allowing anyone else to rise to the occasion.”

Good employees want to feel like they are always learning, never 
stagnating, and that means assuming more responsibility and adding 
skills that make them more valuable to your company … and sometimes 
to another employer. Losing these workers is a risk you have to take if 
you want to develop them into your future leaders. In portable sanitation, 
maybe this means adding another site services division and involving your 
best employees in the planning and execution. It could mean elevating an 
enthusiastic driver into a sales and marketing role to learn another part of the 
business. Make it clear to your star employees that you want them to seize 
more opportunities and suggest ways to build the company and improve 
customer service. Workers who feel like an integral part of the operation will 
be more challenged and happier in their roles.

 
“The only investment with guaranteed high returns and no risk are 

your people.”
Buying a new piece of equipment can seem like an all-consuming task. 

For example, I’ve seen PROs with a laser-focus when it comes to choosing 
the best restroom trailer or vacuum truck on the WWETT Show exhibit floor. 
Do you feel the same fervor for the training and developing of your best team 
players? You should. Yes, in the long run, the right fit in a service truck or re-
stroom inventory can make a big difference to your success and failure. But 
what good is all that shiny new equipment if you don’t have the right people 
in place to handle it? A well-prepared and satisfied employee will give you a 
major return on investment. ■
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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.

H ave you ever tried to catch up on business phone calls between 
Christmas and New Year’s and felt like the Will Forte character in 
Last Man on Earth? It seems like retail workers helping dissatisfied 

gift recipients exchange stuff are the only people working between our egg-
nog and champagne holidays. But should you shut down completely during 
that time? Could you?

 
Arguments for Shutting Down
1. Happy employees. Shutting down means you and your employees 

can relax and actually enjoy the holidays, whether that means flying to a 
warmer locale; traveling to visit faraway loved ones; or staying home to 
spend time with younger kids who are off of school, older kids home from 
college on winter break, or out-of-town relatives visiting you. Let’s face it, 
workers are not at their most productive when they feel like they are miss-
ing out on celebrations the rest of their family and friends have time to en-
joy, or are stressing out about how to squeeze celebrations around their 
work schedule.

2. Increased future productivity. This is an argument for vacations in 
general. When employees have time to relax, they return to the job with re-
newed enthusiasm.

3. A healthier workforce. Physically, it’s good for people to have time 
off too. It’s a relief from the physical demands of the job, allowing strained 
muscles to mend. It’s also a chance to build up immunity during cold and flu 
season by getting some extra rest. In short, a work break between Christmas 
and New Year’s does a body good.

4. It’s a good deal. This year, Christmas Day and New Year’s Day fall on 
Mondays. So really, shutting down means workers get 10 days off in a row 
while really only missing four weekdays.

5. It saves money on overhead. If work is slow at holiday time, why 
pay to light and heat facilities during one of the coldest, darkest weeks of 
the year? Why stress out trying to find busy-work for employees? Sitting in 
front of their own TVs watching football will do far more for their morale 
than sitting around sorting nuts and bolts. Shutting down cuts overhead 
costs during a week that’s traditionally slow, even for the slow season. 
Couple that with the fact that some of the offices of your vendors, custom-
ers, and the professionals who serve your company are closed, you’d be 
doing nothing but leaving messages all week if you dutifully went in and 
tried to work. Some of your employees will probably be taking those days 
off anyway; so, again, you’d be paying to heat and light a potentially half-
empty workplace.

6. Strengthen company loyalty and attract employees. Not only will 

your current employees think you are a great boss, you can use the holiday 
shutdown as a recruitment tool to attract future employees. Family time is 
important to most people. Who wouldn’t prefer working for a company that 
allows more time with family during the holidays?

 
If it’s not possible to shut down
Maybe you’ve got enough restrooms out on construction sites or rented 

for holiday-week special events that you need to have at least some employ-
ees on the job. Should you take the approach that if one employee has to 
work, every employee should work? Or can you find ways to cover the work 
without making everyone come in? Maybe you determine who is on the job 
based on seniority, meaning the newest hires work the holiday week. Or per-
haps you ask for volunteers to work and sweeten the pot by promising the 
same amount of time off at a later date.

Depending on your company’s workload, maybe you can give everyone 
the week off, but ask a few employees who are staying in town to be on call 
in case something comes up. Again, there would have to be some form of 
compensation to those employees for the inconvenience.

As the owner or manager of the business, it’s tempting to take advan-
tage of a shutdown to get some back-burner tasks accomplished, but that 
temptation is the very reason you, as the boss, need the holiday week off, 
too. Taking time off will make you a better boss when you return.

 
The question Scrooge would ask:
The main character in A Christmas Carol bristled at giving his em-

ployee Bob Cratchit Christmas Day off; so, of course, he’d want to know 
what it would cost his business to shut down for the entire holiday week. 
He’d weigh how much he’d spend having Cratchit stoking up the stove 
with coal against the loss of Cratchit’s holiday week productivity. And, of 
course, if he decided to shut down the business for the entire week be-
tween Christmas and New Year’s Day, he would want to know if he would 

THE WEEK BETWEEN CHRISTMAS AND NEW YEAR’S IS SLOW FOR MANY BUSINESSES. 
SOME CHOOSE TO CLOSE COMPLETELY. SHOULD YOU?

By Judy Kneiszel

Why Shutting Down for the Holidays May Be a Good Idea

BACK at the OFFICE   
November 2017

This year, Christmas Day and New Year’s Day fall on 
Sundays; therefore, most companies give employees the 
following Monday off as a holiday. So really, shutting down 
means workers get 10 days off in a row while really only 
missing four weekdays.

be required to pay Cratchit. Would you be required to pay your employ-
ees? It depends.

Generally, you are not required to pay nonexempt employees (those 
who qualify for overtime) on days they don’t work as long as they are noti-
fied in advance.

For salaried employees, federal law requires they be paid their regular 
salary without interruption for business closures that last less than one full 
week. There are some exceptions to these rules, however, so check with an 
attorney or a human resources expert if you’re not sure.

If you don’t have an established tradition of shutting down for the holi-
day week but are considering it, looking back at records from previous years 
may help you make a decision. Has it been a traditionally slow week? Would 
you actually save money by shutting down? Could you afford to shut down 
and pay staff or would you have to make it unpaid time off? Before the turkey 
is carved and the holiday season is officially upon us, think about, discuss 
and plan for that last week of December rather than springing the idea of a 
shutdown on employees the week before. This will allow them to budget if 
necessary and make solid plans for the season. ■

mailto:thewordhouse@ameritech.net
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doing nothing but leaving messages all week if you dutifully went in and 
tried to work. Some of your employees will probably be taking those days 
off anyway; so, again, you’d be paying to heat and light a potentially half-
empty workplace.

6. Strengthen company loyalty and attract employees. Not only will 

your current employees think you are a great boss, you can use the holiday 
shutdown as a recruitment tool to attract future employees. Family time is 
important to most people. Who wouldn’t prefer working for a company that 
allows more time with family during the holidays?

 
If it’s not possible to shut down
Maybe you’ve got enough restrooms out on construction sites or rented 

for holiday-week special events that you need to have at least some employ-
ees on the job. Should you take the approach that if one employee has to 
work, every employee should work? Or can you find ways to cover the work 
without making everyone come in? Maybe you determine who is on the job 
based on seniority, meaning the newest hires work the holiday week. Or per-
haps you ask for volunteers to work and sweeten the pot by promising the 
same amount of time off at a later date.

Depending on your company’s workload, maybe you can give everyone 
the week off, but ask a few employees who are staying in town to be on call 
in case something comes up. Again, there would have to be some form of 
compensation to those employees for the inconvenience.

As the owner or manager of the business, it’s tempting to take advan-
tage of a shutdown to get some back-burner tasks accomplished, but that 
temptation is the very reason you, as the boss, need the holiday week off, 
too. Taking time off will make you a better boss when you return.

 
The question Scrooge would ask:
The main character in A Christmas Carol bristled at giving his em-

ployee Bob Cratchit Christmas Day off; so, of course, he’d want to know 
what it would cost his business to shut down for the entire holiday week. 
He’d weigh how much he’d spend having Cratchit stoking up the stove 
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“ m y  [ o w n ]  s p a c e ”

The latest trends in

Trailer sales are hotter than ever and one reason why is the new Selfie 
two-station trailer from Satellite Suites. With a low price of only $15,990, it fills 
the need for many operators who want a trailer, but don’t want to invest too 
much to get started.

Reviews of the Selfie by end-users has been very 
positive, with two thumbs up given by many concert 
goers at this year’s Twin Cities Jazz Festival in St. 
Paul, MN. “Beautiful and super clean! It was a 

pleasure to use and such 
a brilliant concept. Thank
you!”  Other comments 
included: “Awesome”, 
“Love it” and “More of 
these at events, please!”  

For operators looking to 
enter the trailer market, 
the Selfie is an excellent 
choice.

$15,990

855-837-7857
satel l i terest roomtrai lers.com

TR AILER S
“ m y  [ o w n ]  s p a c e ”

The latest trends in

Trailer sales are hotter than ever and one reason why is the new Selfie 
two-station trailer from Satellite Suites. With a low price of only $15,990, it fills 
the need for many operators who want a trailer, but don’t want to invest too 
much to get started.

Reviews of the Selfie by end-users has been very 
positive, with two thumbs up given by many concert 
goers at this year’s Twin Cities Jazz Festival in St. 
Paul, MN. “Beautiful and super clean! It was a 

pleasure to use and such 
a brilliant concept. Thank
you!”  Other comments 
included: “Awesome”, 
“Love it” and “More of 
these at events, please!”  

For operators looking to 
enter the trailer market, 
the Selfie is an excellent 
choice.

$15,990

855-837-7857
satel l i terest roomtrai lers.com

TR AILER S
“ m y  [ o w n ]  s p a c e ”

The latest trends in

Trailer sales are hotter than ever and one reason why is the new Selfie 
two-station trailer from Satellite Suites. With a low price of only $15,990, it fills 
the need for many operators who want a trailer, but don’t want to invest too 
much to get started.

Reviews of the Selfie by end-users has been very 
positive, with two thumbs up given by many concert 
goers at this year’s Twin Cities Jazz Festival in St. 
Paul, MN. “Beautiful and super clean! It was a 

pleasure to use and such 
a brilliant concept. Thank
you!”  Other comments 
included: “Awesome”, 
“Love it” and “More of 
these at events, please!”  

For operators looking to 
enter the trailer market, 
the Selfie is an excellent 
choice.

$15,990

855-837-7857
satel l i terest roomtrai lers.com

TRAILERS

855-837-7857
satel l i terest roomtrai lers.com

ADA Trailers Simplified

GRAY IS IN, BUT SO ARE ALL INTERIORS!
Gray is definitely “in” for interiors. The two-tone gray walls, dark gray counter 
top and white trim is accented with the tan flooring to make a spectacular 
showing. Of course the luxury interior is always a show-stopper.  With its 
two-tone textured walls, dark, louverd doors, raised basin sinks and simulated 
granite counter top, it screams elegance from every side.  The SPA series tan 
and seafoam packages are certainly a classy option as well, and for industrial 
purposes, a commercial interior is the ideal solution.

There is a growing demand for ADA trailers, and 
Satellite Suites offers two unique options that are 
designed for simplicity of operation: the single station 
and ADA+2.

Any trailer, ADA or otherwise, needs to be so simple 
to set up that one person can do it. The Suites’ line of 
ADA trailers meets that requirement with remote 
control leveling jacks and lightweight aluminum ramps 
and railings. One person can lower and assemble the 
ramp system in less then10 minutes. Once assembled, 
the 6° ramp provides easy access to the trailer and a 
unique vacuum flush system removes waste quickly to a 
variety of waste collection options.

• Standard Restroom Trailers
• ADA Trailers
• Shower Trailers
• Combination Trailers

For information please contact your 
Satellite Area Manager or call Suites 
Sales at 855-837-7857.

Gray

Seafoam

Luxury

Tan 
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COVER STORY

F I L E

A t age 31, John Payne already has almost two decades of working 
behind him. He’s worked for others and started three businesses 
of his own. Those experiences have led him to a formula for a suc-

cessful business: being part of a team. The portable restroom and waste 
management service he founded in 2012 is technically called Waste Now 
Restrooms & Dumpsters, but Payne prefers to call it “Team Waste Now,” 
which is reflected in the logo and business’ website name.

Despite initially knowing little about the industries they now serve, 
the young entrepreneur and other members of his team have grown a busi-
ness from 200 neglected restrooms to 1,000 units and expanded into a full 

TIME FOR 
TEAMWORK

(continued)

At Waste Now, everyone brings a unique set of 
skills to work, but they join forces to provide quality 
customer care  BY DEE GOERGE

Waste Now Restrooms 
& Dumpsters
Louisville, Kentucky

Owner: John Payne

Founded: 2012

Employees: 15

Services: Portable restrooms, roll-off containers, fencing, 
waste management

Service area: Louisville, southern Indiana, 100-mile radius

Website: www.wastenowteam.com

H

Kentucky

Technician Deshaun Booker loads his truck for a delivery run. 
Vacuum trucks are from Robinson Vacuum Tanks and carry Conde 
(Westmoor Ltd.) pumps. (Photos by Nathan Cornetet)

http://www.wastenowteam.com
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gamut of waste management services in the Lou-
isville, Kentucky, area.

 
LANDSCAPING TO WASTE

Payne started out in the landscaping business 
in high school, mowing lawns and doing summer 
maintenance for a business. After 1 1/2 years of 
college, he decided instead of working for someone else for $8 an hour, he 
was ready to be his own boss. He started a residential landscaping company 
and built it up to hiring employees and serving 200 customers. It was going 
well until the economic downturn in 2008. He sold the business and took 
jobs working for others.

“I hated it and was miserable,” Payne recalls. “I saw better ways to do the 
jobs and couldn’t speak my mind.”

So he returned to landscaping, but this time, he focused on commer-
cial jobs with steady work and contracts. Contracts in hand, he started from 
scratch and purchased equipment. His landscaping business was growing 
when he ran across an unexpected opportunity while renting a building to 
house his equipment. Among the items around the warehouse were 200 
portable restrooms. The landlord said he could use them if he wanted.

Payne knew nothing about portable sanitation and might not have done 
anything about it, but he started receiving calls from upset customers who 
had restrooms left on their property. He sought advice from PROs outside 
the area and used a couple of old trucks at the facility to service restrooms 
and salvage the business.

“It was a struggle the first two years,” he says. “I had to rebrand.”
Initially, he only modified the name of the inherited restroom business, 

but the reputation of the former business continued to work against him. 
Switching to Waste Now to better reflect what he was doing gave the busi-
ness a clean start. 

 
FROM THE GROUND UP

Payne learned about running a portable restroom business like he 
learned other work — on the job. As the company built a good reputation, 
he increased the number of restrooms and employees. Being out in the field, 
he recognized other opportunities.

“When we delivered restrooms, I saw that the next thing that construc-
tion sites brought in were dumpsters,” Payne says. “They go hand in hand. 

So, we added dumpsters. We started small (10-yard containers) but now 
have every size out there (up to 40-yard containers).”

With about 60 percent of its business coming from construction, Payne 
recognized other opportunities as well and added wastewater tanks and, 
most recently, temporary fencing.

“We try to make our business a one-stop shop,” he says. “Customers 
love it; they don’t have to call three different people.”

The added services are just as valuable for the event rental side of the 
business. Waste Now can bid on rest-
rooms, temporary fencing, dumpsters and 
waste pickup services for the many events 
held in Louisville.

 
THE TEAM

Waste Now employees have success-
fully serviced a couple of large events with 
250-300 restrooms, but for Payne, the big-
gest turnaround with the restroom side of 
the business came when he hired Gavin 
Shook to handle sales and event manage-
ment. With Shook focusing on the rest-
room side of the business, Payne handles 
the waste management division.

“I didn’t know a thing about the portable restroom business,” admits 
Shook, who has been in sales and marketing for years. But, like Payne, he 

Left: Deshaun Booker secures a load of PolyJohn 
Enterprises restrooms on the fold-down carrier 
of his truck. Gray units with orange signage 
represent the Waste Now brand.

Below: John Payne gets under a delivery truck 
to do some work.

Right: A truck in the 
yard is loaded and ready 

to go. The company 
carries restrooms from 

PolyJohn Enterprises, 
Satellite Industries and 

PolyPortables.

(continued)

“When everyone 
is on the same 
page, knows the 
goals, and sees the 
bosses willing to 
jump in and lead 
by example, it’s 
easy to keep that 
(team) attitude.” 

GAVIN SHOOK
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PolyJohn Enterprises, 
Satellite Industries and 

PolyPortables.

(continued)

“When everyone 
is on the same 
page, knows the 
goals, and sees the 
bosses willing to 
jump in and lead 
by example, it’s 
easy to keep that 
(team) attitude.” 

GAVIN SHOOK

www.rarossne.com
www.restroomdeliverytrailers.com
www.cusitec.com
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Powerful LIQUID graffiti remover, cleaner & protector 
that is designed to quickly and easily remove graffiti such 
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Safer than aerosols leaving no harsh fumes.
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Use our 50% STRONGER double-
sided sponge along with Graffiti Blaster 
or Art Blaster to maximize cleaning 
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including pencil!
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GREEN APPLE SCENT

learned on the job and is as likely to be delivering and servicing restrooms as 
bidding on new events.

Personal contact and being at events has been a good way to build the 
business. Shook likes to be part of the team working events to get to know the 
customers and see firsthand what they need. The next time, the customer 
may want additional services — such as fencing and complete waste man-
agement — where Waste Now workers come in and clean up the grounds 
after the event.

The location for many events is the Louisville Waterfront Park, which 
is divided in four rentable venues. Between April and October, Waste Now 
workers service one or more events at the park almost every weekend — 
from car shows to concerts and farmers markets.

“If there are three events there, we can be on site and take care of all 
three. Our manpower is more efficient because they don’t have to drive be-
tween them,” Shook says.

Personal contact is just one of his strategies. If he sees a construction 
site while covering an event, he stops in and finds a manager to drop off 
cards and marketing materials. Though they may be renting restrooms from 
another company, the construction company may need containers or fenc-
ing in the future.

Shook is just one member of his valuable team, Payne notes.
“I grew up playing sports and had lots of mentors. There was a leader, 

but I learned that it’s about team. I have to do my job, but there are things I 
don’t know about. They (the employees) bring ideas to me,” he says.

For example, one employee told him about CRO Software Solutions, 
which has been helpful with the logistics of 
organizing delivery and service schedules on 
busy event weekends. Another employee was 
only 21 when he started with Payne and has 
proven to be talented as a Mr. Fix-It and get-
ting things done. 

“I have learned I am not good at some 
things, so I surround myself with good people 
and don’t micromanage,” Payne says. It can 
be challenging to retain employees to service 

(continued)

Disposable cardboard trash 
boxes are one of the popular 
products Waste Now offers 

Waste Now owner John Payne explains that clients putting on events in 
parks or even in their backyards appreciate avoiding the hassle of buying or 
renting trash cans and then cleaning up the waste afterward. Many like the 
option of the one-time-use boxes that Waste Now disposes of after the event. 

The 18-by-18-by-32-inch disposable boxes are shipped flat (by Party Time 
Inc., home of TTC System) and include a 55-gallon bag with a draw tape. The bot-
tom part folds open to make a box and the lid folds like a pizza box. The lid has 
two hole-size options — large for trash or small for recycling cans or bottles.

Payne says they are easy to handle and dispose of after the event. He has 
the Waste Now logo imprinted on the cardboard for additional promotion.

The disposable trash boxes don’t make much profit, but by offering them 
Waste Now proves itself as a one-stop shop that responds to customers’ needs.

Left: John Payne and Gavin 
Shook perform maintenance 
on a flatbed delivery vehicle.

Below, left: Technician Troy 
Harlow prepares a load of 
Satellite Industries units for a 
customer.

Below, right: Technician Toby 
Weathers services a restroom 
trailer from A Restroom Trailer 
Co. (ART Co.).
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portable restrooms, but he believes in doing 
what he can. He says his keys are treating em-
ployees with respect, giving them the right 
training and equipment, and paying competi-
tive wages.

 
EQUIPMENT

The 200 Satellite Industries Taurus portable restrooms that Payne 
started with were in poor to average condition. Many needed repair, and all 
needed a good cleaning. 

By attending shows and talking to manufacturers, he has steadily added 
restrooms, including more Satellite Industries Taurus units along with Poly-
John Enterprises and PolyPortables restrooms. He’s also added 100 hand-
wash and hand-sanitizing units from TSF Company (Tuff-Jon) and PolyJohn 
Enterprises. For events, Waste Now uses gray units with the company’s or-
ange logo and information to build the company’s branding.

Waste Now also carries restroom trailers for weddings, long-term con-
struction and special events. Payne invested in two trailers — a three-station 
by A Restroom Trailer Co. (ART Co.) and a Comforts of Home Services nine-
stall unit.

“They have been a great investment. We will buy two or three more,” 
Payne says.

At the other end, Waste Now rented out a “urinal unit” for the first time 
this year. An 8-by-20-foot shipping container was modified with 13 urinals 
and PVC pipe plumbing to create the specialty unit. They bought the unit 
from a contractor who built it for a one-time use.

“It’s ideal for beer festivals and large events where you need to move 
people quickly. It was a big hit,” Payne says, noting he expects the unit will be 
used frequently. Customers like it for its convenience. It’s worth the cost for 
the extra work to deliver it with a roll-off truck and set up with a waste tank 
hooked up on the outside.

To service restrooms, Waste Now has three 2001 Ford F-550 Super Duty 
trucks with 950-gallon slide-in aluminum tanks from Robinson Vacuum 
Tanks. A 2001 Ford F-350 and 1997 Freightliner FL60 are used for deliveries. 
For the many events that require a large number of restrooms, Waste Now 
made three trailers that haul eight, 12 and 20 units.

On the waste management side of the business, the company has 150 
roll-off containers in sizes of six, 10, 15, 20, 25, 30 and 40 yards. Four trucks 
— 1987 and 1999 Macks, a 1999 International and 1997 Volvo — are used to 
deliver them.

 
BUILDING FOR THE FUTURE

Payne notes that the business has been a learning experience and grows 
by responding to customers. With the addition of new restrooms and servic-

es, the building he rents where he began the portable restroom adventure is 
no longer big enough or efficient. Waste Now purchased and is remodeling 
a 20,000-square-foot building on a 3-acre site in downtown Louisville. With 
more bays and places for trucks to have access to water and air, drivers won’t 
need to wait in line, Payne says.

Instead of being reactive to keep up with demand, Payne anticipates 
the business will be more proactive in the future to continue to grow. New-
er technologies are an important part of that growth. Waste Now has GPS 
tracking by marrying CRO Software Solutions software and LG tablets in the 
trucks, and it uses QuickBooks in the office. For marketing, the business has 
a website that includes several pages of information and blogs, and it uses 
social media tools including Facebook and Google AdWords. 

“Social media is a huge part of today’s society. We use it to find more 
employees and more customers, and to promote our company,” Payne says.

Though sometimes it seems like overkill posting on Facebook and other 
social media sites, Shook sees value in regularly updating the many events 
Waste Now covers.

“You never know when or where 
someone will see you one time,” Shook says.

Though he maintains his commercial 
landscape business, Payne doesn’t antici-
pate growing it. Starting the portable rest-
room business has led him in a direction 
where he sees more opportunity in waste 
management services combined with por-
table restrooms.

Shook, who also has been part of 
many sports teams, agrees with Payne that 
reputation and teamwork are important.

“When everyone is on the same page, 
knows the goals, and sees the bosses will-

ing to jump in and lead by example, it’s easy to keep that (team) attitude,” 
Shook says.

As a person who never imagined working in the portable restroom in-
dustry, he is surprised how satisfying it can be when customers are grateful 
for the company’s services.

“It’s a profitable industry if you do what you say you will and do it well,” 
Shook says.  ■

A Restroom Trailer Co. (ART Co.)
269/435-4278
www.arestroomtrailer.com

Comforts of Home Services Inc.
630/906-8002
www.cohsi.com
(See ad page 39)

Party Time Inc.
888/229-0103
www.supplyyourparty.com
 
PolyJohn Enterprises Inc.
800/292-1305
www.polyjohn.com
(See ad page 47)

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

Robinson Vacuum Tanks
844/393-1871
www.robinsontanks.com
(See ad page 35)

Satellite Industries
800/328-3332
www.satelliteindustries.com
 
T.S.F. Company, Inc.
800-843-9286
www.tuff-jon.com
(See ad page 2)

Westmoor Ltd.
800/367-0972
www.westmoorltd.com

MORE INFO

Toby Weathers is shown 
with a restroom trailer from 
A Restroom Trailer Co. (ART 
Co.) and a service truck from 
Robinson Vacuum Tanks.

“Social media is 
a huge part of 
today’s society. We 
use it to find more 
employees and 
more customers, 
and to promote 
our company.”

JOHN PAYNE
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$73,404
$1,035.76/mo
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ORDER YOURS TODAY BY CALLING 1-800-558-2945 OR VISITING IMPERIALIND.COM.

THE IMPERIAL BASELINE SERIES
Everyone knows Imperial makes the highest quality pump trucks. And now we’re making them more a�ordable than ever with our new Imperial Baseline™ 
series without any custom bells or whistles. As always, we start with thicker steel and aluminum when rolling our tanks and join them to the toughest 
trucks on the block. And we don’t stop until every weld is clean and every surface shines. Despite no corners being cut, you still wind up saving a sh*t ton.

NO MATTER YOUR TASTE IN MUSIC, 
WE’LL MAKE YOU A FAN OF

HEAVY METAL. 

$114,929 
lease for as low as  
$1,495.03/mo

$89,828
lease for as low as  

$1,161.98/mo

ON LOCATION

Step 
Right Up!

A popular Missouri country 
fair is the biggest event of the 
season for PRO Dave Flagg 
BY STEVE LUND

A Septic Services vacuum truck is parked 
at the Washington Town & Country Fair. 
(Photos by Nicole Jarrett Alvarado)

THE TEAM
Based in Union, Missouri, Septic Servic-

es Inc. has 18 employees. Normally, just four 
of them work in the portable restroom divi-
sion, but that changes for the company’s big-
gest event of the year: the Washington Town 
& Country Fair. “It’s one of the largest fairs in 
Missouri,” says Dave Flagg, Septic Services 
founder. “On this event, we’ll bring in extra 
people. We’ll take people from other parts of 
the company.” Flagg says usually nine peo-
ple are assigned to work the fair, which runs 
Wednesday through Sunday, with a couple 
more people added on the weekend.

COMPANY HISTORY
Septic Services was founded in 1982 by 

Flagg when he was 19. At first, it was a septic 
pumping business, which Flagg operated dur-
ing the day while he worked a second-shift 
factory job and then did maintenance on his 
equipment and paperwork after that. After 
three years, he went full time and gradually 
added portable restrooms, septic system in-
stallation and service work. Since the 1990s, 
the company has diversified into the manu-
facturing of aerators, pumps and control pan-
els. Septic Services also built a septage treat-
ment facility.

 
THE EVENT

The Washington Town & Country Fair has 
been operating since 1930 in Washington, Mis-
souri, a Missouri River city of 14,000 people, 
about 50 miles west of St. Louis. The five-day 
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$73,404
$1,035.76/mo

INTRODUCING:

$63,328
$893.58/mo

GAS ENGINE, MASPORT HXL4 160CFM PUMP

Also available w/ diesel engine: $68,483 | $966.32/mo
Also available on a Ram

200HP CUMMINS ENGINE
NVE607 FAN-COOLED 380 CFM PUMP
Also available with steel tank
Call for price and financing information

GAS ENGINE, MASPORT HXL4 160CFM PUMP

Also available w/ diesel engine: $80,391 | $1,134.35/mo
Also available on a Ford

350HP CUMMINS ENGINE
NVE607 FAN-COOLED 380 CFM PUMP
Also available w/ 2018 Freightliner M2 106 body
$120,500 | $1,890.69/mo

2017 FORD F550 4X2

2018 INTERNATIONAL 4300 SBA

2018 RAM 5500 4X2

2018 INTERNATIONAL 7500 SBA

980-GALLON STEEL TANK

2500-GALLON ALUMINUM TANK

1300-GALLON ALUMINUM TANK

4000-GALLON ALUMINUM TANK

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.

ORDER YOURS TODAY BY CALLING 1-800-558-2945 OR VISITING IMPERIALIND.COM.

THE IMPERIAL BASELINE SERIES
Everyone knows Imperial makes the highest quality pump trucks. And now we’re making them more a�ordable than ever with our new Imperial Baseline™ 
series without any custom bells or whistles. As always, we start with thicker steel and aluminum when rolling our tanks and join them to the toughest 
trucks on the block. And we don’t stop until every weld is clean and every surface shines. Despite no corners being cut, you still wind up saving a sh*t ton.

NO MATTER YOUR TASTE IN MUSIC, 
WE’LL MAKE YOU A FAN OF

HEAVY METAL. 

$114,929 
lease for as low as  
$1,495.03/mo

$89,828
lease for as low as  

$1,161.98/mo

ON LOCATION

Step 
Right Up!

A popular Missouri country 
fair is the biggest event of the 
season for PRO Dave Flagg 
BY STEVE LUND

A Septic Services vacuum truck is parked 
at the Washington Town & Country Fair. 
(Photos by Nicole Jarrett Alvarado)

THE TEAM
Based in Union, Missouri, Septic Servic-

es Inc. has 18 employees. Normally, just four 
of them work in the portable restroom divi-
sion, but that changes for the company’s big-
gest event of the year: the Washington Town 
& Country Fair. “It’s one of the largest fairs in 
Missouri,” says Dave Flagg, Septic Services 
founder. “On this event, we’ll bring in extra 
people. We’ll take people from other parts of 
the company.” Flagg says usually nine peo-
ple are assigned to work the fair, which runs 
Wednesday through Sunday, with a couple 
more people added on the weekend.

COMPANY HISTORY
Septic Services was founded in 1982 by 

Flagg when he was 19. At first, it was a septic 
pumping business, which Flagg operated dur-
ing the day while he worked a second-shift 
factory job and then did maintenance on his 
equipment and paperwork after that. After 
three years, he went full time and gradually 
added portable restrooms, septic system in-
stallation and service work. Since the 1990s, 
the company has diversified into the manu-
facturing of aerators, pumps and control pan-
els. Septic Services also built a septage treat-
ment facility.

 
THE EVENT

The Washington Town & Country Fair has 
been operating since 1930 in Washington, Mis-
souri, a Missouri River city of 14,000 people, 
about 50 miles west of St. Louis. The five-day 
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event features nationally known entertainers, bronc and bull riding, 
freestyle American bullfighting, truck and tractor pulls, stadium mo-
tocross, demolition derbies, livestock shows, food booths, pie-eating 
contests, midway rides and exhibitions ranging from glass blowing to 
chain saw carving. The fair can be expected to draw 90,000 people or 
more over the five days. Septic Services has been the portable restroom 
provider for the event for 31 years.

 
PREP TIME

Septic Services thoroughly inspects all the equipment it will be 
sending to the fair. “Prior to the event, we super-clean everything, mak-
ing sure any kind of repair is taken care of, and we pressure wash every-
thing,” says Flagg. Trucks and trailers are loaded on the Friday before 
the fair so the first deliveries can start early Monday morning. The rest-
rooms are loaded 12 at a time on custom-built trailers for 
the eight-mile trip from Union to Washington. The deliver-
ies are usually finished by early Monday afternoon.

“After we deliver, we pressure wash again. We make 
sure they’re really clean and make sure the decals are on 
right,” Flagg says.

The fair itself also has some preparatory events, in-
cluding a parade through town on the Sunday before the fair. Septic 
Services is also involved with the parade. “We scatter toilets all through 
town for the parade, then pick them up and clean them, and bring them 
out to the fair,” Flagg says. At the fair, the restrooms and sinks are placed 
strategically around the site.

Flagg says that when he first started working this 
event, the restrooms would be serviced twice a day. Now, 
he says, they use more restrooms, and the crew knows from 

experience where they are needed most, so they only need to be ser-
viced once a day.

 THE EQUIPMENT
Septic Services delivers 140 portable restrooms, 13 to 15 sinks, and 

five or six wheelchair-accessible portable restrooms, all from PolyJohn 
Enterprises. To service units at the fair, the company uses two vacuum The Septic Services team includes (from left) David Pickett, Johnny 

Barnhouse, Evan Friedman, Danny Collins, Dave Flagg, Mithilda Eckstein, 
Mark Eckstein, Hannah Eckstein and Chris Hiatt.

(continued)

Johnny Barnhouse, 
foreground, and Mark 
Eckstein service a row 

of PolyJohn Enterprises 
restrooms at the Washington 

Town & Country Fair.
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trucks with a third one added on the weekend. The 
trucks are Dodge 5500s, outfitted with parts from dif-
ferent manufacturers. The trucks have 600-gallon waste 
and 300-gallon freshwater steel or stainless steel tanks 
and Moro USA pumps.

Septic Services also sends a pickup truck to the 
fair every day to restock toilet paper, hand sanitizer and 
paper towels. The company’s chemical provider is J&J 
Chemical Co. Paper products are supplied by 7 Cedars 
Supply.

GETTING IT DONE
During the fair, Flagg’s crew services every rest-

room and sink daily. The team starts at 5 
a.m. with two people working each vacu-
um truck and another two in the pickup 
truck with supplies. Each unit is pressure 
washed inside and out with every ser-
vice, Flagg says, using a General Pump 
pressure washer. The crew has to work 
fast, he says.

“It’s imperative that we get it done 
quickly,” Flagg says. “We always pick up 
all the trash — the beer cups and such — 
in and around the units. We get the job 
done, get it done right and get out of the 
way for the customers. We’ve got a pretty 
good system, and it goes pretty well. We 
do this early in the morning and then go 
on to our normal construction servicing and weekend servicing.”

In 2017, the fair experienced some rain, which is not unusual for a five-
day midsummer event.

“Rain makes the job a little harder,” Flagg says. “Sometimes you have 
to put down sawdust or wood chips in front of the units to keep them clean 
inside.” Fortunately, there are usually plenty of wood chips available from 
the livestock areas.

 BACK-TO-BACK EVENTS
In 2017, the Washington Town & Country Fair was rapidly followed by 

another big event that created a huge demand for portable restrooms, the 
solar eclipse on Aug. 21. The path of totality cut right across Missouri and 
right through the area served by Septic Services. Numerous eclipse-watch-
ing events in the area needed portable re-
strooms. Septic Services’ inventory of more 
than 400 restrooms was completely booked.

“We had a little space in between 
(where we took them back to our yard), but 
we went right from the fair to the eclipse,” 
Flagg says. “We had everything booked for 
the eclipse — every unit we had to spare. 
We had to cut it off because we didn’t have 
enough to go around.” ■

General Pump
888/474-5487 
www.generalpump.com 
 
J&J Chemical Co.
800/345-3303
www.jjchem.com
(See ad page 21)

Moro USA Inc.
800/383-6304
www.morousa.com
 
PolyJohn Enterprises Inc.
800/292-1305
www.polyjohn.com
(See ad page 47)

MORE INFO

Right: A Chevy pickup is part of the 
Septic Services fleet that served the fair. 
It’s parked near a bank of restrooms that 

was serviced by the crew of PROs.

Below: A fairgoer uses one of the sinks 
placed and serviced by Septic Services. 

The PRO has served the fair for more 
than 30 years.

“It’s imperative that we 
get it done quickly. We 
always pick up all the 
trash — the beer cups 
and such — in and 
around the units. We get 
the job done, get it done 
right and get out of the 
way for the customers.”

DAVE FLAGG

A row of PolyJohn Enterprises restrooms 
is lined up near the fair’s midway.

http://www.generalpump.com
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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
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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.”
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
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F I L E

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 

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

MOJOMOJO
Music City

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

PoshPrivy Nashville, Tenn.
★
Tennessee

(continued)

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

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

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

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

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

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

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

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

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

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

(continued)

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

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

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

 
TARGETING CUSTOMERS

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

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

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

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

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

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

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

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

www.promonthly.com

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

(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 

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

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

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

COVER STORY

F I L E

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 

An estate manager for a country star in 
Nashville saw the potential for restroom 
trailer service and dialed in to land exclusive 
outdoor events. By PaTrICK dUrKIn
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Working for singer Ronnie Dunn, 
Brandon McNeely recognized a need 
for portable sanitation at upscale 
parties. So he started PoshPrivy, 
where this compact Comforts of Home 
restroom trailer is a popular offering.
(Photos by Patrick Durkin)
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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.
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McNeely brings special 
events expertise to country 
stars, backyard parties

Page 10

MOJOMOJO
Music City

Cleanliness is critical for PROs who serve 
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Producing

trucks with a third one added on the weekend. The 
trucks are Dodge 5500s, outfitted with parts from dif-
ferent manufacturers. The trucks have 600-gallon waste 
and 300-gallon freshwater steel or stainless steel tanks 
and Moro USA pumps.

Septic Services also sends a pickup truck to the 
fair every day to restock toilet paper, hand sanitizer and 
paper towels. The company’s chemical provider is J&J 
Chemical Co. Paper products are supplied by 7 Cedars 
Supply.

GETTING IT DONE
During the fair, Flagg’s crew services every rest-
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good system, and it goes pretty well. We 
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Right: A Chevy pickup is part of the 
Septic Services fleet that served the fair. 
It’s parked near a bank of restrooms that 

was serviced by the crew of PROs.

Below: A fairgoer uses one of the sinks 
placed and serviced by Septic Services. 

The PRO has served the fair for more 
than 30 years.

“It’s imperative that we 
get it done quickly. We 
always pick up all the 
trash — the beer cups 
and such — in and 
around the units. We get 
the job done, get it done 
right and get out of the 
way for the customers.”

DAVE FLAGG

A row of PolyJohn Enterprises restrooms 
is lined up near the fair’s midway.
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“H i, this is Ahmad calling from Acme Industries. How are you today?”
“Well, Ahmad, I was a lot happier before you called and in-

terrupted me. I’m behind with my project, and I’m too busy to 
leave my desk. Don’t call me again.”

The truth hurts, but it’s honest. Ahmad blew it. He had an opportunity 
to win the ear of the person on the other end of the line, but he squandered 
it by asking a silly question. 

Clueless, Ahmad probably won’t get another chance to engage that tar-
get. As anyone in the business-to-business sales industry will tell you, step-
ping off on the right foot can mean the difference between clicking and a 
terminal “click.”

Is there hope for Ahmad and the legions of desperate dialers like him? 
Of course there is. By paying careful attention to three basic things — prepa-
ration, practice and patience — almost anyone can improve their business-
to-business calls.   

 
PREPARE FOR THE SALES CALL

Are you cold-calling people to sell portable sanitation services and sim-
ply hoping for the best? Or do you invest an adequate amount of time and 
effort into homework? First, do you know what you offer, and can you use 
fewer than 20 words of conversational English to explain your service? If not, 
don’t make the call.

Second, have you researched the people you plan to call? This doesn’t 
mean full-throttle cyberstalking, but at a minimum, you need to look for 
them in the usual places: LinkedIn, Facebook, Twitter and Google. Search 
for people by name and company, by name only, and by email address. To-
gether, those three inquiries will yield more complete results than any single 
query. Searching that way can also reveal personal information you other-
wise might have missed that could be useful later. 

For example, maybe the email address search links you to an interest 
of your prospect, say a story about his involvement in a local youth sports. 
Now, you know something you might be able to weave into a conversation 
at some point in the future. A quick word of caution: If you discover informa-
tion beyond what you see on LinkedIn, whatever you do, don’t admit to the 
depth of your research unless you want to sound creepy. “I saw on Facebook 
that you and your family had a great time at the Outer Banks last summer.” 
This comes off as extremely invasive.

In addition to research about the people you are calling, you should also 
know something about the company they work for. At least look at the orga-
nization’s website. You should also run a quick search for news mentions. 

If you fail to tend to those basics, don’t be surprised if you get caught 
and have your lack of knowledge held against you. Given the ubiquity of 

information in the age of the internet, there is no excuse for not knowing 
the fundamentals about the organizations you call and the people who work 
there. Period.

The third step in the preparation process is choosing a reason to call. 
The more specific it is, the more likely you are to get a thoughtful response. 
As a restroom provider, you likely call regularly on small construction com-
pany owners and special event organizers. Here are examples of how you 
may tailor your telephone sales pitch to get better results:

“Good morning. This is Jane Jones with ABC Portable Restrooms. I’m 
calling because I’m verifying a mailing list for a promotion we’re running 
next month. Could you tell me if you’re the most appropriate person to re-
ceive information about our special on units for construction sites and if you 
prefer email notification or a hard copy?”

“Good morning. This is Jane Jones with ABC Portable Restrooms. I’m 
calling because we rent restroom trailers for event service and weddings. 
I came across your profile on LinkedIn while I was working on something 
else, and you look like you may need our services at some point. I wanted to 
call to see if we could serve as a resource for you. Could you tell me how you 
are currently choosing your portable sanitation provider?”

Either of those is sure better than saying, “Good morning. This is Jane 
Jones with ABC Portable Restrooms. How are you today?” 

 
PRACTICE

Just as a skilled skater makes jumping, twirling and other acrobatics 
look as effortless as breathing, smooth phone selling requires athlete-level 
discipline. What you say should roll off your tongue and sound natural. A 
perfect conversation starter will often sound stilted if it’s not practiced. Be 
prepared to work hard to sound unrehearsed.

Where do you find the time? How about in the shower, while you’re 
behind the wheel of the service truck, or by doing some role-playing with 
others in the office? Role-playing can be painful and unpleasant, but as the 
saying goes, no pain, no gain. As uncomfortable as they may be, these exer-
cises are one of the fastest ways to learn.
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Here’s the Script for Successful Restroom Sales Calls
WHEN YOU REACH A BUSY CONTRACTOR OR EVENT PLANNER, YOU HAVE A FEW SECONDS 
TO INTEREST THEM IN YOUR SERVICES. MAKE THE MOST OF THE OPPORTUNITY.

By Kate Zabriskie

Given the ubiquity of information in the age of the internet, 
there is no excuse for not knowing the fundamentals 
about the organizations you call and the people who work 
there. Period.

PATIENCE
You follow the preparation and practice instructions to the letter, and 

your first two calls are a bust. What happened? Maybe you’ve just been un-
lucky. Not everyone is going to want to talk to you, and that’s their loss. If you 
have a good reason to call and you offer service that might solve a prospect’s 
business problem, hold your head up and press on. Keep dialing, improv-
ing, and learning from what works and what doesn’t, and do it with a smile 
and a good attitude. 

Lack of patience will get you no place you want to be. Regularly prac-
tice and critique your performance, and you will get better. If improvement 
is not happening fast enough for you, enlist someone you trust to listen in 
on your calls. His or her comments may sting, but too bad. In the long run, 
you’ll be glad you got the help.

 There’s no secret sauce in the recipe for better business-to-business 
calls, just elbow grease. With better preparation, practice and patience, ev-
eryone can improve their results one call at a time. ■

 
Kate Zabriskie is president of Business Training Works Inc., a Maryland-

based talent development firm. Reach her at www.businesstrainingworks.com.
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to attach controllers, wiring harnesses and power 
grounds. Klossner says that even a dealer will re-
quire up to five hours to install a connect system.

“Once this is in place, it will only take a minute 
or so to attach a plow when you need it,” he says.

Manufacturers offer a multitude of blade con-
figurations, including V-plows, straight-blade plows, box plows, UTV plows, 
ATV plows and skid-steer plows. Klossner offers some general tips for blade 

selection.
“For commercial and institutional 

work, you likely won’t satisfy those con-
tracts with one truck and one blade,” he 
says. “You’ll probably need two or three 
working simultaneously to keep them 
happy.”

Klossner notes that plows with ex-
pandable straight blades are becoming 
popular in the midsized truck market.

“Our expandable model is the EXT 
plow,” he says. “When you’re driving 
down the road it’s eight feet wide, but 
you can hit the controllers to expand 
the wings to 10 feet when you get to the 
job site to improve productivity.”

Rectangular-design box plows can 
be outfitted on loaders, backhoes and 

skid-steers. “They offer blunt force to move massive amounts of snow in a 
straight line for large jobs such as mall parking lots,” he says.

 
VERSATILE V-PLOWS

The configurations of V-plows can be adjusted, making them a versatile 
choice for restroom contractors who use their equipment for other purposes 
in the summer. With the open part of the V forward, the blade becomes a 
snow scooper, allowing the operator to stack the snow at the end of the run. 
Heavy, wet fresh snow can best be attacked with the V in an arrow shape.

“That presents less surface area and allows the plow to break up snow 
on the first pass,” Klossner says. “Then, you can put the plow in straight con-
figuration and angle it, making passes back and forth until you get all the 
snow off the parking lot. V blades are also good for breaking up old crusty 
snow, which is more difficult for straight blades.”

Commercial snowplow contractors will almost always require a 
sander or salt spreader to keep the pavement black and wet to the client’s 
specifications.

Safety is paramount for snowplow operators because visibility is re-
duced due to snow heaps, plows, hoppers and spreaders. Buyers can look 
for heated LED lighting on plow attachments to increase visibility.

 
CONSIDER THE SKID-STEER

“When operating a plow truck, you rely on mirrors and you always have 
to assume there’s somebody right behind you,” Klossner says. “You’re off-
road, but obey the rules of the road — no speeding, texting or cellphone use.”

While many snow removal contractors choose trucks, Klossner says 
they shouldn’t underestimate the power of a skid-steer.

“It offers a lot of visibility, is very maneuverable in tight spaces and has 
a lot of power,” he says. “If you gave me a choice on a parking lot, I would 
rather clear with a skid-steer than a truck.” ■

“For commercial 
and institutional 
work, you likely 
won’t satisfy those 
contracts with 
one truck and 
one blade. You’ll 
probably need two 
or three working 
simultaneously to 
keep them happy.”

Mark Klossner

A power V-blade plow 
can be adjusted many 
ways to offer snow-
handling versatility 
when attached to your 
pickup truck.

W hen your business is located up north, winter puts a damper on 
your construction and special event workload. PROs who have a 
suitable vehicle and time on their hands during the slow season 

might want to consider adding a snowplow to their toolkit. But restroom op-
erators need to decide the depth of commitment they want to make to the 
snow removal business — there’s a big difference between plowing drive-
ways and commercial parking lots. 

Eddie Quast and his father, Garry, are co-owners of GE Quast Exca-
vating in Manotick, Ontario. The company is located in a region known for 
heavy snowfalls. They’ve fitted quick-connect plow mounts to six trucks, 
ranging from a 3/4-ton pickup to loaders and dump trucks.

“Snow removal is not for the faint of heart,” Eddie Quast says. “The 
hours can be endless, and you sometimes work so hard you think you can’t 
work another hour — but you have to.”

The company works commercial contracts, including large parking lots 
and private condominium roads. These jobs require the company to sign 
performance contracts, which include possible penalties. The company 
must carry liability insurance for snow remov-
al, with an additional rider to perform salting, 
sanding and ice management. 

“You have to schedule your work to maxi-
mize the value of every moment or you can 
bankrupt yourself,” Quast says. “If you’re in-
stalling a septic tank and a piece of equipment 
breaks down, a delay might be acceptable. If a 
plow breaks down at 3 a.m., you have to repair 
it or call someone to help you immediately. 
You can’t tell a customer that the mall won’t be 
opening on time.”

 
MATCH TRUCK AND PLOW

PROs looking to get into snow removal 
should match the vehicle to the right plow for their purposes, says Mark 
Klossner, vice president of marketing at BOSS Snowplow. The company spe-
cializes in plow blades 10 feet wide and smaller for medium-duty trucks.

“The first thing I recommend is to check the front gross axle weight rat-
ing (or FGAWR) of your vehicle,” he says. “You can’t exceed this rating when 
adding a plow to your truck.”

He says a half-ton pickup, utility task vehicle or all-terrain vehicle out-
fitted with a blade 7 feet, 6 inches wide and smaller will do the trick for yard 
service or to clear a few driveways.

“If you’re going to do this to earn money on 20 or more driveways or 
commercial contracts, you’ll need at least a 3/4-ton truck with a FGAWR 

that can handle the larger plows,” Klossner 
says. “Some people make the mistake of going 
out to buy a 3/4-ton dually diesel and want to 
put the biggest plow ever made on it. The truck 
may have options — an extended cab and a big 

diesel engine that weighs hundreds of pounds more than a comparable gas 
engine — so you reduce the ability of that truck to carry additional weight. 
It’s counterintuitive, but you might only be able to carry a smaller plow on 
that truck than a comparable gasoline-engine truck.”

 
MOUNTING KITS

One of the challenges of manufacturing plows is ensuring that engi-
neers keep on top of truck designs to ensure undercarriage mounting kits 
will work with any vehicle. Even a vacuum truck can be outfitted to support 
a plow. While the kits are generally bolted on, mounting a plow for the first 
time requires knowledge of the vehicle’s headlight and electrical system 

IN THE GARAGE
November 2017

CAREFULLY MATCH YOUR TRUCKS TO THE RIGHT BLADE ATTACHMENTS TO ENSURE SUCCESS 
IN A SIDE BUSINESS THAT CAN KEEP YOUR CREW HAPPY DURING THE OFF-SEASON

Would Snowplowing Bring in a Blizzard of Winter Revenue?

By Peter Kenter

Above: A box plow attached to heavy 
equipment will clear parking lots quickly. 
(Photos courtesy of BOSS Snowplow) 

Left: A skid-steer can be an effective snow 
removal machine combined with a compact 
straight-blade plow attachment.
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Klossner, vice president of marketing at BOSS Snowplow. The company spe-
cializes in plow blades 10 feet wide and smaller for medium-duty trucks.

“The first thing I recommend is to check the front gross axle weight rat-
ing (or FGAWR) of your vehicle,” he says. “You can’t exceed this rating when 
adding a plow to your truck.”

He says a half-ton pickup, utility task vehicle or all-terrain vehicle out-
fitted with a blade 7 feet, 6 inches wide and smaller will do the trick for yard 
service or to clear a few driveways.

“If you’re going to do this to earn money on 20 or more driveways or 
commercial contracts, you’ll need at least a 3/4-ton truck with a FGAWR 

that can handle the larger plows,” Klossner 
says. “Some people make the mistake of going 
out to buy a 3/4-ton dually diesel and want to 
put the biggest plow ever made on it. The truck 
may have options — an extended cab and a big 

diesel engine that weighs hundreds of pounds more than a comparable gas 
engine — so you reduce the ability of that truck to carry additional weight. 
It’s counterintuitive, but you might only be able to carry a smaller plow on 
that truck than a comparable gasoline-engine truck.”

 
MOUNTING KITS

One of the challenges of manufacturing plows is ensuring that engi-
neers keep on top of truck designs to ensure undercarriage mounting kits 
will work with any vehicle. Even a vacuum truck can be outfitted to support 
a plow. While the kits are generally bolted on, mounting a plow for the first 
time requires knowledge of the vehicle’s headlight and electrical system 
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CAREFULLY MATCH YOUR TRUCKS TO THE RIGHT BLADE ATTACHMENTS TO ENSURE SUCCESS 
IN A SIDE BUSINESS THAT CAN KEEP YOUR CREW HAPPY DURING THE OFF-SEASON

Would Snowplowing Bring in a Blizzard of Winter Revenue?

By Peter Kenter

Above: A box plow attached to heavy 
equipment will clear parking lots quickly. 
(Photos courtesy of BOSS Snowplow) 

Left: A skid-steer can be an effective snow 
removal machine combined with a compact 
straight-blade plow attachment.
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It’s time to 
get more out of 

portable sanitation. 

When organizing an 

event Five Peaks® has you 

covered. Tough enough for 

any sized crowd, you can 

rely on our rugged line of 

portable restrooms that all 
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fivepeaks.net
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231.830.8099  866.293.1502 MADE IN U.S.A.
Now with two new Distribution Centers 

to serve you better.

Porterville, CA Waco, TX

CRESCENT TANK MFG. 
VACUUM TANK
The Crescent Tank Mfg. Vacuum 
Tank is completely flat inside and out. 
It has no baffles, allowing it to be fully 
emptied to avoid internal corrosion. 
With the included pump at specified cubic feet per minute, unnecessary fatigue 
of the structure is eliminated and the life of the tank is prolonged. It is made 
from 1/4-inch steel, making it structurally strong. The workstation is designed 
for the portable restroom industry. Freshwater is held inside an external 1/2-
inch poly tank to avoid contamination. The slide-in unit has a low profile for 
better weight distribution and is barely visible in the bed of a pickup truck. A 
1-ton or greater chassis is required and an 8-foot bed pickup or flatbed truck, 
based on maximum load capacity. 585/657-4104; www.crescenttank.com.

FMI TRUCK SALES & SERVICE 
WORKMATE
The WorkMate three-compartment slide-in 
unit from FMI Truck Sales & Service is de-
signed to be easy to work and fits in the back 
of a 1-ton pickup truck. It also works just as 
efficiently across a flatbed truck to operate as 
a pickup and delivery or special event truck. 
It has a 325-gallon waste compartment and 
twin 75-gallon poly water tanks that can be 

isolated for a three-compartment system or flow together for a two-com-
partment system. Standard options include a primary and secondary shut-
off, 12-volt freshwater delivery, an oil catch muffler and easy-drain manifold 
system. It comes with a wand, bucket, ergonomic workstation, hoses and 
straps. Options include a supply storage box on the passenger side and tool 
storage on the driver’s side. 800/927-8750; www.fmitrucks.com.

IMPERIAL INDUSTRIES SELF-CONTAINED 
SLIDE-IN UNIT 
The Self-Contained Slide-In Unit from Im-
perial Industries is offered in two designs: 
single compartment for grease or industrial 
sludge and two compartment for the por-
table restroom industry. It includes a hori-
zontal freshwater tube and extruded skid design. 
Stock units are manufactured in steel, aluminum or stain-
less steel with capacities of 300, 450, 550 and 650 gallons. They are 
equipped with Masport or Conde vacuum pump packages, featuring Honda 
gas engines. 800/558-2945; www.imperialind.com.

ARTHUR CUSTOM TANK LLC, 
A DIVISION OF MID-STATE 
TANK INC., PORTABLE 
RESTROOM UNIT 
Service units from Arthur Custom 
Tank LLC, a division of Mid-State 
Tank Inc., are available in 1,500-gal-
lon two-compartment portable re-
stroom units, with 400 gallons for 
freshwater and 1,100 gallons for waste. They are constructed of 5454 H32 
polished aluminum, with stainless steel and a No. 4 satin finish also avail-
able. They have dual service inlets, a 20-inch pressure manhole with 2-inch 
primary connection, pressure relief valve installed, four work lights, two 
rear 5-inch sight eyes, a discharge flange on the bottom of the tank, two 
restroom bumper assemblies on the rear, a 36-inch aluminum cabinet on 
each side, drop-down workstation on one side, hose hanger on each side, 
bucket and bottle holder, lights and wiring, full-length sills 34 inches wide, 
and full-length hose trays on both sides and across the rear. 800/722-8384; 
www.midstatetank.com.
 

BEST ENTERPRISES
SLIDE-IN UNIT
Stainless steel slide-in units from Best 
Enterprises are available in three 
stock models: a 400-gallon waste and 
200-gallon freshwater unit; 400-gal-
lon waste and 200-gallon freshwater 
long-box unit; and a 300-gallon waste 
and 150-gallon freshwater unit. They 

come with Honda 5.5 hp engines, a Conde Super 6 70-cfm vacuum pump, 
30 feet of 2-inch tiger tail suction hose with wand, stainless steel hose hang-
er, 3-inch waste discharge with 10 feet of 3-inch dump hose, Hypro electric 
roller pump for washdown with a 50-foot hose, lifting eyes located at the top 
of the tank, stainless secondary and primary, stainless steel braiding on suc-
tion hoses, vacuum and pressure relief valves, two 2-inch sight glasses on the 
waste tank, and a sight tube for the water compartment. Manways and work 
lights are available. 800/288-2378; www.bestenterprises.net.

Slide-In Units
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efficiently across a flatbed truck to operate as 
a pickup and delivery or special event truck. 
It has a 325-gallon waste compartment and 
twin 75-gallon poly water tanks that can be 

isolated for a three-compartment system or flow together for a two-com-
partment system. Standard options include a primary and secondary shut-
off, 12-volt freshwater delivery, an oil catch muffler and easy-drain manifold 
system. It comes with a wand, bucket, ergonomic workstation, hoses and 
straps. Options include a supply storage box on the passenger side and tool 
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The Self-Contained Slide-In Unit from Im-
perial Industries is offered in two designs: 
single compartment for grease or industrial 
sludge and two compartment for the por-
table restroom industry. It includes a hori-
zontal freshwater tube and extruded skid design. 
Stock units are manufactured in steel, aluminum or stain-
less steel with capacities of 300, 450, 550 and 650 gallons. They are 
equipped with Masport or Conde vacuum pump packages, featuring Honda 
gas engines. 800/558-2945; www.imperialind.com.

ARTHUR CUSTOM TANK LLC, 
A DIVISION OF MID-STATE 
TANK INC., PORTABLE 
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Service units from Arthur Custom 
Tank LLC, a division of Mid-State 
Tank Inc., are available in 1,500-gal-
lon two-compartment portable re-
stroom units, with 400 gallons for 
freshwater and 1,100 gallons for waste. They are constructed of 5454 H32 
polished aluminum, with stainless steel and a No. 4 satin finish also avail-
able. They have dual service inlets, a 20-inch pressure manhole with 2-inch 
primary connection, pressure relief valve installed, four work lights, two 
rear 5-inch sight eyes, a discharge flange on the bottom of the tank, two 
restroom bumper assemblies on the rear, a 36-inch aluminum cabinet on 
each side, drop-down workstation on one side, hose hanger on each side, 
bucket and bottle holder, lights and wiring, full-length sills 34 inches wide, 
and full-length hose trays on both sides and across the rear. 800/722-8384; 
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BEST ENTERPRISES
SLIDE-IN UNIT
Stainless steel slide-in units from Best 
Enterprises are available in three 
stock models: a 400-gallon waste and 
200-gallon freshwater unit; 400-gal-
lon waste and 200-gallon freshwater 
long-box unit; and a 300-gallon waste 
and 150-gallon freshwater unit. They 

come with Honda 5.5 hp engines, a Conde Super 6 70-cfm vacuum pump, 
30 feet of 2-inch tiger tail suction hose with wand, stainless steel hose hang-
er, 3-inch waste discharge with 10 feet of 3-inch dump hose, Hypro electric 
roller pump for washdown with a 50-foot hose, lifting eyes located at the top 
of the tank, stainless secondary and primary, stainless steel braiding on suc-
tion hoses, vacuum and pressure relief valves, two 2-inch sight glasses on the 
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KEEVAC INDUSTRIES FD-950
The FD-950 slide-in unit from Ke-
eVac Industries is a full-flanged and 
dished head tank with a full man-
way for easy maintenance. It has a 
650-gallon waste compartment and 
300-gallon freshwater compartment. The standard pump is a 115 cfm Conde 
SDS 6 with a 9 hp electric-start Honda engine. Multiple pump and engine 
combinations are available. The 12-volt washdown pump comes with a 50-
foot hose. A 30-foot tiger tail hose with valve and wand complete the unit. It 
is designed to fit on a 10-foot flatbed with a side engine for ease of operator 
use. 866/789-9440; www.keevac.com.

LELY TANK & WASTE SOLUTIONS 
SLIDE-IN UNIT
Slide-in units from Lely Tank & Waste Solu-
tions include a Masport ProPak package with 
Honda electric-start engine providing ample 
vacuum for portable restroom or grease ap-
plications. The system includes 30 feet of 
vacuum hose, a suction wand and a shut-off 
valve. Two-compartment units come with a 
3.5 gpm, 40 psi water pump with 50 feet of 

hose and nozzle for freshwater. Tank sizes range from a 400-gallon unit in 
a single- or double-compartment configuration up to a 1,000-gallon unit. 
They can be mounted in pickup beds, on flatbeds or on trailers. They are 
available in steel, aluminum or stainless steel, and they can be configured 
with end or side mounts for the vacuum and water systems. 800/367-5359; 
www.lelytank.com.

PIK RITE 450-GALLON 
SLIDE-IN VACUUM TANK
The 450-gallon slide-in vacuum tank 
from Pik Rite has a 20-inch manway 
on the front head for clean-out ac-
cessibility. The tank is built with all 
steel components. The 8 hp Honda 
electric-start engine is paired with a 
Jurop/Chandler PN23 vacuum pump 
and equipped with 30 feet of 2-inch fill hose with a nozzle. Side hose hooks 
are coated with protective super liner. 800/326-9763; www.pikrite.com.

TANKTEC SLIDE-IN TANK
Slide-in tanks from TankTec range in 
size from 100 to 995 gallons. The demand 
for larger slide-in tanks has led to 800- 
and 995-gallon sizes being added to the 
line. The tanks are available in single-
compartment grease and septic, or two-
compartment for portable toilet service. 
888/428-6422; www.tanktec.biz.

TRUCKXPRESS MD SERIES 
The MD Series slide-in from TruckXpress 
is made of high-strength carbon steel and 
comes in a variety of sizes. They include 
the MD 300, 400, 450 and 650, with custom 
sizes also available. Each tank can be bolted onto 
any truck frame with a 4,000-pound payload capacity. 
They come with 3-inch waste and 2-inch freshwater outlet 
valves, and clean and graywater reservoirs with sight glasses. They also in-
clude an internal baffle system that helps eliminate front-to-back and side-
to-side sloshing, resulting in better cornering and stopping. A Honda 5.5 hp 
Conde 6 vacuum system is the standard pump system, with a vacuum gauge 
mounted on the vacuum system platform. It has a 25-foot service hose with 
1/2-inch metal hose standoff to protect the paint, with a rack for the service 
hose. 800/328-3332; www.satellitetruckxpress.com.

HANNAY REELS 1500 SERIES
Hannay Reels 1500 Series reels are 
designed for portable carts and high-
pressure needs for washdown. This 
lightweight, compact reel handles single 
1/4- through 5/8-inch I.D. hoses and is de-
signed for long lengths of hose in manual and power rewind. The direct-
crank rewind is permanently attached, and the chain and sprocket drive are 
powered by an electric, hydraulic, or compressed air motor. Manual reels 
include a cam-lock drag brake and spring-actuated pin lock. The standard 
inlet includes a 90-degree ball bearing swivel joint with 1/2-inch female 
NPT threads, while the standard outlet has 1/2-inch female NPT threads. 
Standard pressures from 3,000 psi up through 10,000 psi are available. 
They can handle temperatures from 20 to 400 degrees F. 877/467-3357; 
www.hannay.com.

REELCRAFT INDUSTRIES SERIES CTJ
Series CTJ hose reels from Reelcraft Industries 
are designed for medium-duty applications for 
200 feet of 3/8-inch I.D. or 150 feet of 1/2-inch 
I.D. high-pressure hose up to 5,000 psi. Utilizing 

a hand crank with a balanced brass swivel and 
brass inlet, the reel is the product of lighter-weight 

components and forward-thinking design. Reels in 
this family have a corrosion-resistant, powder-coat 

finish. All reels have a drag brake to prevent despooling when the reel is not 
in use. 800/444-3134; www.reelcraft.com.
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KEEVAC INDUSTRIES FD-950
The FD-950 slide-in unit from Ke-
eVac Industries is a full-flanged and 
dished head tank with a full man-
way for easy maintenance. It has a 
650-gallon waste compartment and 
300-gallon freshwater compartment. The standard pump is a 115 cfm Conde 
SDS 6 with a 9 hp electric-start Honda engine. Multiple pump and engine 
combinations are available. The 12-volt washdown pump comes with a 50-
foot hose. A 30-foot tiger tail hose with valve and wand complete the unit. It 
is designed to fit on a 10-foot flatbed with a side engine for ease of operator 
use. 866/789-9440; www.keevac.com.

LELY TANK & WASTE SOLUTIONS 
SLIDE-IN UNIT
Slide-in units from Lely Tank & Waste Solu-
tions include a Masport ProPak package with 
Honda electric-start engine providing ample 
vacuum for portable restroom or grease ap-
plications. The system includes 30 feet of 
vacuum hose, a suction wand and a shut-off 
valve. Two-compartment units come with a 
3.5 gpm, 40 psi water pump with 50 feet of 

hose and nozzle for freshwater. Tank sizes range from a 400-gallon unit in 
a single- or double-compartment configuration up to a 1,000-gallon unit. 
They can be mounted in pickup beds, on flatbeds or on trailers. They are 
available in steel, aluminum or stainless steel, and they can be configured 
with end or side mounts for the vacuum and water systems. 800/367-5359; 
www.lelytank.com.

PIK RITE 450-GALLON 
SLIDE-IN VACUUM TANK
The 450-gallon slide-in vacuum tank 
from Pik Rite has a 20-inch manway 
on the front head for clean-out ac-
cessibility. The tank is built with all 
steel components. The 8 hp Honda 
electric-start engine is paired with a 
Jurop/Chandler PN23 vacuum pump 
and equipped with 30 feet of 2-inch fill hose with a nozzle. Side hose hooks 
are coated with protective super liner. 800/326-9763; www.pikrite.com.

TANKTEC SLIDE-IN TANK
Slide-in tanks from TankTec range in 
size from 100 to 995 gallons. The demand 
for larger slide-in tanks has led to 800- 
and 995-gallon sizes being added to the 
line. The tanks are available in single-
compartment grease and septic, or two-
compartment for portable toilet service. 
888/428-6422; www.tanktec.biz.

TRUCKXPRESS MD SERIES 
The MD Series slide-in from TruckXpress 
is made of high-strength carbon steel and 
comes in a variety of sizes. They include 
the MD 300, 400, 450 and 650, with custom 
sizes also available. Each tank can be bolted onto 
any truck frame with a 4,000-pound payload capacity. 
They come with 3-inch waste and 2-inch freshwater outlet 
valves, and clean and graywater reservoirs with sight glasses. They also in-
clude an internal baffle system that helps eliminate front-to-back and side-
to-side sloshing, resulting in better cornering and stopping. A Honda 5.5 hp 
Conde 6 vacuum system is the standard pump system, with a vacuum gauge 
mounted on the vacuum system platform. It has a 25-foot service hose with 
1/2-inch metal hose standoff to protect the paint, with a rack for the service 
hose. 800/328-3332; www.satellitetruckxpress.com.

HANNAY REELS 1500 SERIES
Hannay Reels 1500 Series reels are 
designed for portable carts and high-
pressure needs for washdown. This 
lightweight, compact reel handles single 
1/4- through 5/8-inch I.D. hoses and is de-
signed for long lengths of hose in manual and power rewind. The direct-
crank rewind is permanently attached, and the chain and sprocket drive are 
powered by an electric, hydraulic, or compressed air motor. Manual reels 
include a cam-lock drag brake and spring-actuated pin lock. The standard 
inlet includes a 90-degree ball bearing swivel joint with 1/2-inch female 
NPT threads, while the standard outlet has 1/2-inch female NPT threads. 
Standard pressures from 3,000 psi up through 10,000 psi are available. 
They can handle temperatures from 20 to 400 degrees F. 877/467-3357; 
www.hannay.com.

REELCRAFT INDUSTRIES SERIES CTJ
Series CTJ hose reels from Reelcraft Industries 
are designed for medium-duty applications for 
200 feet of 3/8-inch I.D. or 150 feet of 1/2-inch 
I.D. high-pressure hose up to 5,000 psi. Utilizing 

a hand crank with a balanced brass swivel and 
brass inlet, the reel is the product of lighter-weight 

components and forward-thinking design. Reels in 
this family have a corrosion-resistant, powder-coat 

finish. All reels have a drag brake to prevent despooling when the reel is not 
in use. 800/444-3134; www.reelcraft.com.
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CAM SPRAY MCB SERIES
MCB Series skid-mounted pressure washers 
from Cam Spray can be used with a flatbed 
truck, pickup or van — with or without an on-
board water tank. They are available in operat-
ing pressures from 2,000 to 7,000 psi and don’t 
require plugging into an electrical source. 
These machines use gasoline engines with a high-
amp charging system. The engine provides power to drive the pump sys-
tem and provide 12-volt DC power to keep the battery charged and operate 
the burner system. They include an industrial gas-powered engine; triplex 
plunger pump; chemical injection; 50-foot hose; and a trigger gun with 0-, 
15-, 25- and 40-degree nozzles. The burner system includes a rust-free fuel 
tank and heavy-duty coil with stainless steel wrap, and is controlled by an 
adjustable thermostat. 800/648-5011; www.camspray.com.

WATER CANNON INC. – MWBE
WHISPER WASH

Whisper Wash rotary spray systems from Water 
Cannon Inc. – MWBE can be used with conventional 

hot or cold pressure washers from 2,000 to 5,000 psi. 
The Classic comes with oversized self-lubricating twin-

thrust bearings, balanced spray bar and portable break-
away handles for ease of transport and storage. The Big 

Guy has an oversized 28-inch housing that covers large 
surfaces and is crafted with Xenoy, stainless steel and 

aircraft-grade aluminum for long life. The Platinum offers 
a one-piece unitized swivel cartridge, 5,000 psi maximum working pres-
sure and 212 degrees F maximum working temperature. 800/333-9274; 
www.watercannon.com.

KURIYAMA OF AMERICA
KING BEE KBEE SERIES
King Bee KBEE Series polyethyl-
ene liquid suction hose from Kuriyama of America provides high flexibility 
for maneuvering in tight areas such as portable restrooms. The hose remains 
flexible in subzero temperatures, is crush-resistant and will not kink. The 
easy-slide helix protects the hose tube from cover wear and moves easily 
over rough surfaces. Over-molded cuffs help eliminate leaking. It is avail-
able in 2- and 3-inch I.D. sizes in multiple lengths. The 3-inch I.D. hose is 
also available as a 3-foot hose guard. 847/755-0360; www.kuriyama.com.

 PRESSURE WASHERS AND SPRAYERS  VACUUM PUMPS

 VACUUM HOSE

ELMIRA MACHINE INDUSTRIES / 
WALLENSTEIN VACUUM MODEL 151 
The Model 151 from Elmira Machine In-
dustries / Wallenstein Vacuum can be used 
on portable sanitation tanks, slide-in units, 
campgrounds and marinas that need a com-
pact package. It offers 80 cfm at 15 inches 
Hg with a 2-inch vacuum/pressure valve, swivel elbows for easy hookup, 
air pressure or mechanical lubrication, and clockwise or counterclockwise 
operation. It can be direct-, hydraulic-, pulley- or clutch-driven. 800/801-
6663; www.wallenstein.com.

FRUITLAND MANUFACTURING 
ELIMINATOR 250PT 
The Eliminator 250PT from Fruitland 
Manufacturing was designed with a 
smaller mount and accessories, allow-
ing it to fit on almost all portable rest-
room service trucks while still allowing 
for big-truck, continuous-duty perfor-
mance. The package includes an RCF250 

180 cfm vacuum pump with an integral heavy-duty secondary shut-off and 
oil-catch muffler. The compact design is 26 inches wide and 19 inches high, 
taking up minimum frame rail space. The package comes with hydraulic 
or gearbox drive options; the gearbox drive allows for five distance options 
for alignment to the PTO shaft (8, 9, 10, 11 and 12 inches), making drive-
shaft clearance hurdles easy. The mount has two emergency brake cable 
slots, allowing for quick and easy installation. It offers low oil consumption, 
including an automated oiling system with all-steel oil lines, pump oil-
level sight gauge, vane gauging ports and antishock design. 800/663-9003; 
www.fruitlandmanufacturing.com.

MASPORT HXL4
The HXL4 air-cooled vacuum pump from Masport 
offers 165 cfm while achieving a minimum of 27 
inches Hg. It is available in both vacuum/pressure 
and vacuum-only models, and it has precise 
machining and assembly with heavy-duty 
bearings and Viton oil seals for longer service 
life. Its Kevlar vanes are heat-stabilized and 
machined with exacting tolerances for durabil-
ity. It has a mechanical oil pump with automatic 
oiling, so no adjustment is required. Its durable, trans-
lucent, high-temperature oil lines allow for visible flow of oil to the pump. 
End thrust protection prevents rotor-to-end-cover contact. It has 1 1/2-inch 
bolt-on valve flanges for ease of installation and a 1/4-inch NPT vane flush 
port. Its double end shaft accommodates clockwise or counterclockwise 
drive systems. O-ring end covers eliminate air or oil leakages. 800/228-
4510; www.masportpump.com.

 VACUUM PUMPS

NATIONAL VACUUM EQUIPMENT 
CHALLENGER 304  
The Challenger 304 vacuum pump from 
National Vacuum Equipment delivers 210 
cfm in a number of compact packages that 
include a pump with a pump stand; a pump with a 
stand, prefilter and moisture trap in two variations; and an engine drive unit 
with a 13 hp electric-start engine. Standard packages are available in gearbox 
drive or with a hydraulic drive adapter. The package is designed with a duc-
tile iron housing and stainless steel braided oil lines for durability. Routine 
maintenance, such as vane inspection and replacement, can be done with-
out removing the pump from the truck. 800/253-5500; www.natvac.com. ■

http://www.camspray.com
http://www.watercannon.com
http://www.kuriyama.com
http://www.wallenstein.com
http://www.fruitlandmanufacturing.com
http://www.masportpump.com
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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 16-96 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

More Stories at PROmonthly.com/featured

See what’s not in print!

MORE?!

CAM SPRAY MCB SERIES
MCB Series skid-mounted pressure washers 
from Cam Spray can be used with a flatbed 
truck, pickup or van — with or without an on-
board water tank. They are available in operat-
ing pressures from 2,000 to 7,000 psi and don’t 
require plugging into an electrical source. 
These machines use gasoline engines with a high-
amp charging system. The engine provides power to drive the pump sys-
tem and provide 12-volt DC power to keep the battery charged and operate 
the burner system. They include an industrial gas-powered engine; triplex 
plunger pump; chemical injection; 50-foot hose; and a trigger gun with 0-, 
15-, 25- and 40-degree nozzles. The burner system includes a rust-free fuel 
tank and heavy-duty coil with stainless steel wrap, and is controlled by an 
adjustable thermostat. 800/648-5011; www.camspray.com.

WATER CANNON INC. – MWBE
WHISPER WASH

Whisper Wash rotary spray systems from Water 
Cannon Inc. – MWBE can be used with conventional 

hot or cold pressure washers from 2,000 to 5,000 psi. 
The Classic comes with oversized self-lubricating twin-

thrust bearings, balanced spray bar and portable break-
away handles for ease of transport and storage. The Big 

Guy has an oversized 28-inch housing that covers large 
surfaces and is crafted with Xenoy, stainless steel and 

aircraft-grade aluminum for long life. The Platinum offers 
a one-piece unitized swivel cartridge, 5,000 psi maximum working pres-
sure and 212 degrees F maximum working temperature. 800/333-9274; 
www.watercannon.com.

KURIYAMA OF AMERICA
KING BEE KBEE SERIES
King Bee KBEE Series polyethyl-
ene liquid suction hose from Kuriyama of America provides high flexibility 
for maneuvering in tight areas such as portable restrooms. The hose remains 
flexible in subzero temperatures, is crush-resistant and will not kink. The 
easy-slide helix protects the hose tube from cover wear and moves easily 
over rough surfaces. Over-molded cuffs help eliminate leaking. It is avail-
able in 2- and 3-inch I.D. sizes in multiple lengths. The 3-inch I.D. hose is 
also available as a 3-foot hose guard. 847/755-0360; www.kuriyama.com.

 PRESSURE WASHERS AND SPRAYERS  VACUUM PUMPS

 VACUUM HOSE

ELMIRA MACHINE INDUSTRIES / 
WALLENSTEIN VACUUM MODEL 151 
The Model 151 from Elmira Machine In-
dustries / Wallenstein Vacuum can be used 
on portable sanitation tanks, slide-in units, 
campgrounds and marinas that need a com-
pact package. It offers 80 cfm at 15 inches 
Hg with a 2-inch vacuum/pressure valve, swivel elbows for easy hookup, 
air pressure or mechanical lubrication, and clockwise or counterclockwise 
operation. It can be direct-, hydraulic-, pulley- or clutch-driven. 800/801-
6663; www.wallenstein.com.

FRUITLAND MANUFACTURING 
ELIMINATOR 250PT 
The Eliminator 250PT from Fruitland 
Manufacturing was designed with a 
smaller mount and accessories, allow-
ing it to fit on almost all portable rest-
room service trucks while still allowing 
for big-truck, continuous-duty perfor-
mance. The package includes an RCF250 

180 cfm vacuum pump with an integral heavy-duty secondary shut-off and 
oil-catch muffler. The compact design is 26 inches wide and 19 inches high, 
taking up minimum frame rail space. The package comes with hydraulic 
or gearbox drive options; the gearbox drive allows for five distance options 
for alignment to the PTO shaft (8, 9, 10, 11 and 12 inches), making drive-
shaft clearance hurdles easy. The mount has two emergency brake cable 
slots, allowing for quick and easy installation. It offers low oil consumption, 
including an automated oiling system with all-steel oil lines, pump oil-
level sight gauge, vane gauging ports and antishock design. 800/663-9003; 
www.fruitlandmanufacturing.com.

MASPORT HXL4
The HXL4 air-cooled vacuum pump from Masport 
offers 165 cfm while achieving a minimum of 27 
inches Hg. It is available in both vacuum/pressure 
and vacuum-only models, and it has precise 
machining and assembly with heavy-duty 
bearings and Viton oil seals for longer service 
life. Its Kevlar vanes are heat-stabilized and 
machined with exacting tolerances for durabil-
ity. It has a mechanical oil pump with automatic 
oiling, so no adjustment is required. Its durable, trans-
lucent, high-temperature oil lines allow for visible flow of oil to the pump. 
End thrust protection prevents rotor-to-end-cover contact. It has 1 1/2-inch 
bolt-on valve flanges for ease of installation and a 1/4-inch NPT vane flush 
port. Its double end shaft accommodates clockwise or counterclockwise 
drive systems. O-ring end covers eliminate air or oil leakages. 800/228-
4510; www.masportpump.com.

 VACUUM PUMPS

NATIONAL VACUUM EQUIPMENT 
CHALLENGER 304  
The Challenger 304 vacuum pump from 
National Vacuum Equipment delivers 210 
cfm in a number of compact packages that 
include a pump with a pump stand; a pump with a 
stand, prefilter and moisture trap in two variations; and an engine drive unit 
with a 13 hp electric-start engine. Standard packages are available in gearbox 
drive or with a hydraulic drive adapter. The package is designed with a duc-
tile iron housing and stainless steel braided oil lines for durability. Routine 
maintenance, such as vane inspection and replacement, can be done with-
out removing the pump from the truck. 800/253-5500; www.natvac.com. ■

http://www.ScreencoSystems.com
mailto:sales@screencosystems.com
http://www.natvac.com
www.pikrite.com


42        November 2017       Portable Restroom Operator

Portable Sanitation Association International
2018 PSAI Convention and Trade Show

© 2018 PSAI

Oregon Convention Center
Portland, Oregon

Join us in Portland March 21-24, 2018  
for the 2018 PSAI Convention and Trade Show
This event is focused exclusively on the portable sanitation industry. Join us for 
networking, great speakers, and new trade show hours! 

For more information visit www.psai.org/convention-trade-show, call the PSAI of�ce 
at 952-854-8300, or email info@psai.org.

Like Us! www.crescenttank.com | info@crescenttank.com | 585-657-4104

Crescent Tank is the Only Flat Vacuum Tank Manufacturer.

CRESCENT TANK MFG.
CRESCENT TANK MFG.The Septage Vacuum Experts
US Patent # 6598242B1

2017 
RAM  

> Diesel  
> 4x2

2017 
RAM  

> Diesel  
> 4x4

2018 
Hino 195 

COE

ALL IN STOCK AND READY TO GO

$76,565*

$81,829*

$79,547*

* Price subject to availability

 PRODUCT NEWS

Water Cannon Inc. -  
MWBE skid-style 
pressure washer

The V-belt drive skid-style hot-
water pressure washer from Water 
Cannon Inc. - MWBE is powered by 
a Kohler diesel engine and has cus-
tomizable psi ratings from 3,200 to 
4,000 and power from 4 to 8 gpm. It is 
self-contained with dual 15-gallon poly diesel fuel tanks, 
a 12-volt battery start, and a 45-amp charging system, so no external power is 
required. It has a stainless steel coil wrap, a burner hood, Beckett burners, a 
control panel, an adjustable thermostat and safety pressure release valve con-
trols. Accessories included are a gun/wand assembly, 50-foot high-pressure 
hose, Maxi-Flo 20 percent chemical injector, four color-coded spray nozzles 
and a color-coded chemical nozzle. An optional wheel kit is offered for porta-
bility. 800/333-9274; www.watercannon.com. ■

Walex Products Company 
hires regional account manager

Brian Rooney has been hired as the Walex Products 
Company regional account manager for the Midwest. He 
will visit current and potential clients as well as attend 
trade shows.

 
McKee Technologies - Explorer Trailers 
names Texas distributor

Elton Tamplin of Mansfield, Texas, is the new McKee Technologies 
distributor for Explorer Trailers. Tom Woyt is retiring after 16 years’ service 
on the Explorer line.

 
Imperial Industries expands manufacturing 
facility and staff

Imperial Industries announced an expansion of both its manufactur-
ing facility and staff. Recent additions to the commercial and industrial 
customer support staff include Jeff Nyberg, commercial portable truck 
sales and Calumet ag equipment sales; Tim Janssen, commercial portable 
truck sales; and Cannon Peterson, project manager and industrial sales. 
The company also completed a 70,000-square-foot expansion to its design 
and manufacturing facility in Rothschild, Wisconsin. ■

 INDUSTRY NEWS

Brian Rooney

http://www.crescenttank.com
mailto:info@crescenttank.com
http://www.watercannon.com
www.sanitationgraphics.com
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Portable Sanitation Association International
2018 PSAI Convention and Trade Show

© 2018 PSAI

Oregon Convention Center
Portland, Oregon

Join us in Portland March 21-24, 2018  
for the 2018 PSAI Convention and Trade Show
This event is focused exclusively on the portable sanitation industry. Join us for 
networking, great speakers, and new trade show hours! 

For more information visit www.psai.org/convention-trade-show, call the PSAI of�ce 
at 952-854-8300, or email info@psai.org.

 PRODUCT NEWS

Water Cannon Inc. -  
MWBE skid-style 
pressure washer

The V-belt drive skid-style hot-
water pressure washer from Water 
Cannon Inc. - MWBE is powered by 
a Kohler diesel engine and has cus-
tomizable psi ratings from 3,200 to 
4,000 and power from 4 to 8 gpm. It is 
self-contained with dual 15-gallon poly diesel fuel tanks, 
a 12-volt battery start, and a 45-amp charging system, so no external power is 
required. It has a stainless steel coil wrap, a burner hood, Beckett burners, a 
control panel, an adjustable thermostat and safety pressure release valve con-
trols. Accessories included are a gun/wand assembly, 50-foot high-pressure 
hose, Maxi-Flo 20 percent chemical injector, four color-coded spray nozzles 
and a color-coded chemical nozzle. An optional wheel kit is offered for porta-
bility. 800/333-9274; www.watercannon.com. ■

Walex Products Company 
hires regional account manager

Brian Rooney has been hired as the Walex Products 
Company regional account manager for the Midwest. He 
will visit current and potential clients as well as attend 
trade shows.

 
McKee Technologies - Explorer Trailers 
names Texas distributor

Elton Tamplin of Mansfield, Texas, is the new McKee Technologies 
distributor for Explorer Trailers. Tom Woyt is retiring after 16 years’ service 
on the Explorer line.

 
Imperial Industries expands manufacturing 
facility and staff

Imperial Industries announced an expansion of both its manufactur-
ing facility and staff. Recent additions to the commercial and industrial 
customer support staff include Jeff Nyberg, commercial portable truck 
sales and Calumet ag equipment sales; Tim Janssen, commercial portable 
truck sales; and Cannon Peterson, project manager and industrial sales. 
The company also completed a 70,000-square-foot expansion to its design 
and manufacturing facility in Rothschild, Wisconsin. ■

 INDUSTRY NEWS

Brian Rooney

http://www.psai.org/convention-trade-show
mailto:info@psai.org
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BUSINESSES
Connecticut-based restroom trailer business 
for sale. Successful, stable business in it’s 
11th year with many repeat customers and 
events. Consistent revenues in $400-$600K. 
Incredible upside potential in a very lucrative 
market! Units are currently kept in Southern 
CT, with business coming from through-
out the New England market. Included in 
the transaction: >20 assorted trailers (ten 
stalls, shower trailers, ADA accessible, two/
three stalls), three delivery trucks, training, 
dependable work force, website domain and 
management team open for transition pe-
riod. No existing port-o-potties or sanitation. 
A great add-on addition to your business or 
a turnkey business for someone looking to 
enter the industry. Serious inquiries only call 
203-520-4397.  (P11)

Escape to the Northern Arizona pines where 
a successful septic and porta-jon company 
awaits you! 2 septic trucks, 5 service trucks 
and 700 toilets with lots of extras! Great, 
consistent clientele! 928-710-9598  (P11)

Portable Restroom Business, Greater Bruns-
wick Area, ME. Long-term contractor cus-
tomer base. Long-term annual event cus-
tomers. Good money. 80 portable restrooms 
with customers. Other equipment available. 
$80,000. Email portabizsale@gmail.com or 
call 207-841-4267.  (P11)

COMPUTER SOFTWARE

FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (T11)

PORTABLE RESTROOM TRAILERS

NATIONAL RESTROOM TRAILERS — COAST-
TO-COAST AFFORDABLE SOLUTIONS. New 
and used restroom, shower and decontami-
nation trailers. 1-877-727-3621; sales@
nationalrestroomtrailers.com  (T11)

2015 Satellite Suites 6x10 commercial 
2-station trailer. Arctic Extreme pack-
age, many upgrades. Used twice, like new. 
$25,000 OBO. For details call 218-750-8185 
or email info@a1servicesmn.com  (T11)

PORTABLE RESTROOM TRUCKS

2012 Ford F550 Best Enterprise built 
800-gallon waste tank/300-gallon water 
tank. 2-unit carrier. 30 ft. Tiger Tail hose. 
119,647 miles. Runs great. $46,000 OBO. 
608-835-3459; sales@buckyspt.com  (P11)

2008 Isuzu NPR HD, Crescent flat tank 
550w/250f, 6-unit carrier, Thieman liftgate, 
Masport pump, Shurflo washdown. 122k 
miles, automatic, exhaust brake, dual side 
service. $30,000. 203-748-6906  (P11)

2008 Ford F750 truck: Runs, but has 
some mechanical issues. Progress tank 
1,100/500. 2007 Ford F750 truck, 
does not run. Engine issues. Progress 
tank 1,100/500. For more info., contact:

tritter@blusitesolutions.com T11

2010 Isuzu 700/300, runs but has en-
gine issues - $8,000. (2) 2012 Isuzus, 
both with 700/300 tanks, neither truck 
runs - $5,000 each. 2007 F750, truck 
runs but has engine miss, Progress tank 
1,100/400 - $15,000. (2) 2006 F750s, 
both run but have some mechanical is-
sues, one w/Progress 1,100/400 tank, 
one w/Abernathy 1,000/400 tank - 
$15,000 each. 2005 Chevrolet 5500, 
800/300 tank, truck runs, has 236k 
miles - $15,000. 2007 F750 parts 
truck, Progress tank 1,100/400, No 
transmission, injectors - $5,000.

tritter@blusitesolutions.com T11

2005 International 4300: 3-compart-
ment, stainless-steel tank. Hot-water 
washdown, heated valves. 2-unit carrier. 
Air brakes, leaf suspension.  .... $42,500

Call for more info
631-767-9404, NY T11

2011 Dodge 5500 with 1,100-gallon tank, 
2WD/Auto Cummins diesel with 148k miles - 
$34,000. 2003 International with 1,600-gal-
lon Best stainless tank. 2WD/Auto diesel with 
234k miles - $25,000. 2012 Ford F-550 with 
1,100-gallon tank, 2WD/Auto diesel with 
85k miles - $29,000. Send email to Tom@
ArisRentals.com for pictures. Ohio 330-562-
8300  (P11)

SEPTIC TRUCKS

For Sale: Single-axle trailer with 1 porta potty, 
great for highway crew. 3,000-gallon capaci-
ty septic truck with 150-gallon freshwater ca-
pacity - $15,000. GMC TopKick with 700-gal-
lon capacity tank - $15,000. 1,100-gallon 
waste capacity septic truck with 150-gallon 
freshwater capacity - $15,000. Stake truck 
with 26.5 ft. bed with 16-unit storage capac-
ity with electronic lift gate and saddle bags 
with freshwater capacity of 150 gallons - 
$12,000. Location: Brighton, Michigan. Call 
810-217-4639, ask for Bart.  (T11)

1989 Oshkosh 6x6 septic pumper, 5,000- 
gallon tank, Masport HXL400W pump. 290 
Cummins (rebuilt 1 year ago), 9-speed Eaton 
Fuller Road Ranger transmission. 2-speed 
transfer case. 833,000 miles. Call 715-889-
1544 (P11)

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)
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290 Alpha Drive, Pittsburgh PA 15238
     800.556.0111      412.252.7000
surcopt.com

PORTABLE SANITATION PRODUCTS 

800.556.0111
surcopt.com

New mess-free  
packets available!

Call to get your FREE sample

Portable Toilet
Deodorant

Surco®

Have an item to sell?
Submit your classified ad online!

It’s easy, quick and secure!
www.promonthly.com/classifieds/place_ad

MARKETPLACE 
ADVERTISING

November 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  
Johnny Mover

800-498-3000 
www.cesspoolcleaners.com

Trailers In Stock 

Ready To Ship

Eliminates the need 
to strap down each 

individual unit!

mailto:portabizsale@gmail.com
mailto:sales@nationalrestroomtrailers.com
mailto:sales@nationalrestroomtrailers.com
mailto:info@a1servicesmn.com
mailto:sales@buckyspt.com
mailto:tritter@blusitesolutions.comT112010
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http://www.promonthly.com/classifieds/place_adMARKETPLACE
http://www.cesspoolcleaners.com
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>  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 

CALL NOW FOR YOUR 1ST TIME
 BUYER DISCOUNT

DUAL STATION  
HAND WASH SINK

READY FOR  
IMMEDIATE  
SHIPMENT!

Extra! 
Extra!

Get more news, 

information, 

and features 

with our 

exclusive 

online content.

Want More Stories?

Check out 

Online Exclusives
at 

www.promonthly.com/online_exclusives

BUSINESSES
Connecticut-based restroom trailer business 
for sale. Successful, stable business in it’s 
11th year with many repeat customers and 
events. Consistent revenues in $400-$600K. 
Incredible upside potential in a very lucrative 
market! Units are currently kept in Southern 
CT, with business coming from through-
out the New England market. Included in 
the transaction: >20 assorted trailers (ten 
stalls, shower trailers, ADA accessible, two/
three stalls), three delivery trucks, training, 
dependable work force, website domain and 
management team open for transition pe-
riod. No existing port-o-potties or sanitation. 
A great add-on addition to your business or 
a turnkey business for someone looking to 
enter the industry. Serious inquiries only call 
203-520-4397.  (P11)

Escape to the Northern Arizona pines where 
a successful septic and porta-jon company 
awaits you! 2 septic trucks, 5 service trucks 
and 700 toilets with lots of extras! Great, 
consistent clientele! 928-710-9598  (P11)

Portable Restroom Business, Greater Bruns-
wick Area, ME. Long-term contractor cus-
tomer base. Long-term annual event cus-
tomers. Good money. 80 portable restrooms 
with customers. Other equipment available. 
$80,000. Email portabizsale@gmail.com or 
call 207-841-4267.  (P11)

COMPUTER SOFTWARE

FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (T11)

PORTABLE RESTROOM TRAILERS

NATIONAL RESTROOM TRAILERS — COAST-
TO-COAST AFFORDABLE SOLUTIONS. New 
and used restroom, shower and decontami-
nation trailers. 1-877-727-3621; sales@
nationalrestroomtrailers.com  (T11)

2015 Satellite Suites 6x10 commercial 
2-station trailer. Arctic Extreme pack-
age, many upgrades. Used twice, like new. 
$25,000 OBO. For details call 218-750-8185 
or email info@a1servicesmn.com  (T11)

PORTABLE RESTROOM TRUCKS

2012 Ford F550 Best Enterprise built 
800-gallon waste tank/300-gallon water 
tank. 2-unit carrier. 30 ft. Tiger Tail hose. 
119,647 miles. Runs great. $46,000 OBO. 
608-835-3459; sales@buckyspt.com  (P11)

2008 Isuzu NPR HD, Crescent flat tank 
550w/250f, 6-unit carrier, Thieman liftgate, 
Masport pump, Shurflo washdown. 122k 
miles, automatic, exhaust brake, dual side 
service. $30,000. 203-748-6906  (P11)

2008 Ford F750 truck: Runs, but has 
some mechanical issues. Progress tank 
1,100/500. 2007 Ford F750 truck, 
does not run. Engine issues. Progress 
tank 1,100/500. For more info., contact:

tritter@blusitesolutions.com T11

2010 Isuzu 700/300, runs but has en-
gine issues - $8,000. (2) 2012 Isuzus, 
both with 700/300 tanks, neither truck 
runs - $5,000 each. 2007 F750, truck 
runs but has engine miss, Progress tank 
1,100/400 - $15,000. (2) 2006 F750s, 
both run but have some mechanical is-
sues, one w/Progress 1,100/400 tank, 
one w/Abernathy 1,000/400 tank - 
$15,000 each. 2005 Chevrolet 5500, 
800/300 tank, truck runs, has 236k 
miles - $15,000. 2007 F750 parts 
truck, Progress tank 1,100/400, No 
transmission, injectors - $5,000.

tritter@blusitesolutions.com T11

2005 International 4300: 3-compart-
ment, stainless-steel tank. Hot-water 
washdown, heated valves. 2-unit carrier. 
Air brakes, leaf suspension.  .... $42,500

Call for more info
631-767-9404, NY T11

2011 Dodge 5500 with 1,100-gallon tank, 
2WD/Auto Cummins diesel with 148k miles - 
$34,000. 2003 International with 1,600-gal-
lon Best stainless tank. 2WD/Auto diesel with 
234k miles - $25,000. 2012 Ford F-550 with 
1,100-gallon tank, 2WD/Auto diesel with 
85k miles - $29,000. Send email to Tom@
ArisRentals.com for pictures. Ohio 330-562-
8300  (P11)

SEPTIC TRUCKS

For Sale: Single-axle trailer with 1 porta potty, 
great for highway crew. 3,000-gallon capaci-
ty septic truck with 150-gallon freshwater ca-
pacity - $15,000. GMC TopKick with 700-gal-
lon capacity tank - $15,000. 1,100-gallon 
waste capacity septic truck with 150-gallon 
freshwater capacity - $15,000. Stake truck 
with 26.5 ft. bed with 16-unit storage capac-
ity with electronic lift gate and saddle bags 
with freshwater capacity of 150 gallons - 
$12,000. Location: Brighton, Michigan. Call 
810-217-4639, ask for Bart.  (T11)

1989 Oshkosh 6x6 septic pumper, 5,000- 
gallon tank, Masport HXL400W pump. 290 
Cummins (rebuilt 1 year ago), 9-speed Eaton 
Fuller Road Ranger transmission. 2-speed 
transfer case. 833,000 miles. Call 715-889-
1544 (P11)

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)
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290 Alpha Drive, Pittsburgh PA 15238
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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®

Have an item to sell?
Submit your classified ad online!

It’s easy, quick and secure!
www.promonthly.com/classifieds/place_ad

MARKETPLACE 
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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  
Johnny Mover

800-498-3000 
www.cesspoolcleaners.com

Trailers In Stock 

Ready To Ship

Eliminates the need 
to strap down each 

individual unit!

http://www.promonthly.com/online_exclusives
www.centurypaper.com
www.spinproducts.com


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?

Looking for professional development? The education 
sessions at WWETT Show 2018 are just what you 
need. 110 sessions over three days will cover a wide 
array of industry and business topics. You can choose 
certification classes, and new for 2018 - technical tours 
to area facilities. And be sure and look at the lists of 
available CEU credits. WWETT Show education - it’s a 
great way to up your game. 
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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

No one can stop a natural disaster, but 
we CAN help you recover from it.

This year, we’ve been able to 
provide thousands of Portable
Restrooms and Hand Wash Stations 
to first responders and disaster 
relief crews all over the country.

We fight for our customers and   
we’re always ready to help    
in your time of need. 

www.polyportables.com



