
PORTABLE RESTROOM OPERATOR

TM

STRATEGY FOR 
SUCCESS
In Reno, Nevada, a happy workforce, 
expanded inventory and community 
involvement are keys to growth

March 2018 
www.promonthly.com

Page 16

A music festival for millennials offers
exciting challenges for Powers 
Liquid Waste Management  Page 28

Controlled Chaos

Shop for a new vacuum 
truck or slide-in unit
Page 34

Massachusetts PRO yucks
it up with Bill Murray
Page 8

http://www.promonthly.comPage
http://www.promonthly.comPage


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

•  Standard holes  
are 2 - 3" holes 
with plugs

•  Can customize 
holes to match  
your specs 

•  Lifting Bracket  
Assembly

• Sky Heater

• Corner Shelf

• Towel Dispenser

•  Hand Washer  
Available For Both 
Styles of Tuff-Jon

TJ Junior Single
Free Standing Sink

(16 gallons fresh water)

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

Containment Tray

Sink Lifting Bracket
TJ Handy Stand

Waterless Gel Touch 
Dispensers

60 Gallon Rinse Tank
Interior View of Deluxe TJ-III

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

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

In Business Since 1959

Portable Toilets  |  Holding Tanks  |  Hand Wash Units  |  Accessories

100 Gallon Fresh 
Water Supply Tank

TJ Shorty

TJ Kids
Tuff-Jon III

Tuff-Jon

TUFF-JON

THANKS
FOR

VISITING
 US

mailto:aschenk@tuff-jon.com
http://www.tuff-jon.com


promonthly.com        March 2018        3

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

•  Standard holes  
are 2 - 3" holes 
with plugs

•  Can customize 
holes to match  
your specs 

•  Lifting Bracket  
Assembly

• Sky Heater

• Corner Shelf

• Towel Dispenser

•  Hand Washer  
Available For Both 
Styles of Tuff-Jon

TJ Junior Single
Free Standing Sink

(16 gallons fresh water)

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

Containment Tray

Sink Lifting Bracket
TJ Handy Stand

Waterless Gel Touch 
Dispensers

60 Gallon Rinse Tank
Interior View of Deluxe TJ-III

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

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

In Business Since 1959

Portable Toilets  |  Holding Tanks  |  Hand Wash Units  |  Accessories

100 Gallon Fresh 
Water Supply Tank

TJ Shorty

TJ Kids
Tuff-Jon III

Tuff-Jon

TUFF-JON

THANKS
FOR

VISITING
 US

www.jjchem.com


4        March 2018        Portable Restroom Operator

 8 From the Editor: This PRO Had a Brush With Fame 
and Didn’t Even Know It

  A driver for Massachusetts company Araujo Bros. unwittingly 
played a starring role in Bill Murray’s new baseball web series. 
- Jim Kneiszel

 12 @PROmonthly.com 
Check out exclusive online content.

 14 Back at the Office: 7 Steps to a Better Online Reputation 
When it comes to online reputation, no one can do as much damage to 
your company as you can do yourself. Take steps to improve how your 
business is perceived.  - Judy Kneiszel

 
 24 2018 Vacuum Tank Directory
 
 26 PRO Business: Need to Hire for the Busy Season? 

Consider Older Workers. 
We need to do more to capitalize on the skills, talents and experience 
of senior workers who are usually overlooked and undervalued. 
- Brigette Hyacinth 

 28 On Location: Controlled Chaos 
Rural Wisconsin outdoor music festival for millennials offers many fun 
and exciting challenges for Powers Liquid Waste Management. 
- Betty Dageforde

 34 Product Focus: Trucks and Tanks 
- Craig Mandli

 40 Industry News

www.promonthly.com
Published monthly by

COLE Publishing Inc.
1720 Maple Lake Dam Rd. • PO Box 220

Three Lakes, WI 54562

© Copyright 2018 COLE Publishing Inc.
No part may be reproduced without permission of the publisher.

In U.S. or Canada call toll-free 800-257-7222 
Elsewhere call 715-546-3346 • Fax: 715-546-3786

Website: www.promonthly.com  • Email: pro@promonthly.com
Office hours 7:30 a.m.-5:00 p.m. Central Time, Monday - Friday

SUBSCRIPTION INFORMATION: A one-year (12 issue) subscription to PRO™ in 
the United States, Canada or Mexico is free to qualified subscribers. A qualified 
subscriber is any individual or company in the United States, Canada or Mexico 
that partakes in the portable restroom industry. Non-qualified subscriptions are 
available at a cost of $60 per year in the United States and $120 per year outside 
of the United States. To subscribe please visit promonthly.com or send company 
name, mailing address, phone number and check or money order (U.S. funds pay-
able to COLE Publishing Inc.) to the address above. MasterCard, VISA and Discover 
are also accepted. Supply credit card information with your subscription order.

Our subscriber list is occasionally made available to carefully selected companies 
whose products or services may be of interest to you. Your privacy is important 
to us. If you prefer not to be a part of these lists, please contact Nicole LaBeau at 
nicole.labeau@colepublishing.com.

CLASSIFIED ADVERTISING: Submit ads online at www.promonthly.com/classi-
fieds/place_ad. Minimum rate of $25 for 20 words; $1 per each additional word. 
Include a photo for an additional $125. All classified advertising must be paid in 
advance. DEADLINE: Classified ads must be received by the 10th of the month for 
insertion in the next month’s edition. PHONE-IN ADS ARE NOT ACCEPTED. Fax to 
715-546-3786 only if charging to MasterCard, VISA, Discover or Amex. Include all 
credit card information and your phone number (with area code). Mail with check 
payable to COLE Publishing Inc. to the address above. CLASSIFIED ADVERTISING 
APPEARS NATIONWIDE AND ON THE INTERNET. Not responsible for errors beyond 
first insertion.

DISPLAY ADVERTISING: Call Jim Flory at 800-994-7990. Pub-
lisher reserves the right to reject advertising, which in its opinion 
is misleading, unfair or incompatible with the character of the 
publication.

CIRCULATION: 2017 circulation averaged 7,775 copies per month. 
This figure includes both U.S. and International distribution.

REPRINTS AND BACK ISSUES: Visit www.promonthly.com/reprints/order for 
options and pricing. To order reprints, call Jeff Lane at 800-257-7222 (715-546-
3346) or jeff.lane@colepublishing.com. To order back issues, call Nicole LaBeau 
at 800-257-7222 (715-546-3346) or email nicole.labeau@colepublishing.com.

P O R TA B L E  R E S T R O O M  O P E R AT O R

March 2018               TABLE OF CONTENTS

 COMING NEXT MONTH — April 2018

 • PROfile: Atlanta PRO comes back
 • Product Focus: Office technology and software, business management

Jim Flory

TM

COVER STORY

ON THE COVER: Quick Space, based in Reno-Sparks, 
Nevada, has benefitted from a dynamic growth in an industrial 
base of customers in the region. Rob Heaton, director of 
operations, is shown with an inventory of Satellite Industries 
Global restrooms ready for delivery. (Photo by Tom R. Smedes)

16

Strategy for Success 
A happy workforce, expanded inventory 
and community involvement build on the 
Quick Space brand in Reno, Nevada. 
- Steve Lund

2019 WATER & WASTEWATER EQUIPMENT, 
TREATMENT & TRANSPORT SHOW

Education Day: Wednesday, 
February 20, 2019

Show Days: Thursday - Saturday, 
February 21-23, 2019

Indiana Convention Center,
Indianapolis, IN
www.wwettshow.com

mailto:@PROmonthly.com
http://www.promonthly.com
mailto:pro@promonthly.comOffice
mailto:pro@promonthly.comOffice
mailto:nicole.labeau@colepublishing.com.CLASSIFIED
mailto:nicole.labeau@colepublishing.com.CLASSIFIED
http://www.promonthly.com/classi-fieds/place_ad
http://www.promonthly.com/classi-fieds/place_ad
http://www.promonthly.com/reprints/order
mailto:jeff.lane@colepublishing.com
mailto:nicole.labeau@colepublishing.com.PORTABLE
mailto:nicole.labeau@colepublishing.com.PORTABLE
www.wwettshow.com


 8 From the Editor: This PRO Had a Brush With Fame 
and Didn’t Even Know It

  A driver for Massachusetts company Araujo Bros. unwittingly 
played a starring role in Bill Murray’s new baseball web series. 
- Jim Kneiszel

 12 @PROmonthly.com 
Check out exclusive online content.

 14 Back at the Office: 7 Steps to a Better Online Reputation 
When it comes to online reputation, no one can do as much damage to 
your company as you can do yourself. Take steps to improve how your 
business is perceived.  - Judy Kneiszel

 
 24 2018 Vacuum Tank Directory
 
 26 PRO Business: Need to Hire for the Busy Season? 

Consider Older Workers. 
We need to do more to capitalize on the skills, talents and experience 
of senior workers who are usually overlooked and undervalued. 
- Brigette Hyacinth 

 28 On Location: Controlled Chaos 
Rural Wisconsin outdoor music festival for millennials offers many fun 
and exciting challenges for Powers Liquid Waste Management. 
- Betty Dageforde

 34 Product Focus: Trucks and Tanks 
- Craig Mandli

 40 Industry News

www.promonthly.com
Published monthly by

COLE Publishing Inc.
1720 Maple Lake Dam Rd. • PO Box 220

Three Lakes, WI 54562

© Copyright 2018 COLE Publishing Inc.
No part may be reproduced without permission of the publisher.

In U.S. or Canada call toll-free 800-257-7222 
Elsewhere call 715-546-3346 • Fax: 715-546-3786

Website: www.promonthly.com  • Email: pro@promonthly.com
Office hours 7:30 a.m.-5:00 p.m. Central Time, Monday - Friday

SUBSCRIPTION INFORMATION: A one-year (12 issue) subscription to PRO™ in 
the United States, Canada or Mexico is free to qualified subscribers. A qualified 
subscriber is any individual or company in the United States, Canada or Mexico 
that partakes in the portable restroom industry. Non-qualified subscriptions are 
available at a cost of $60 per year in the United States and $120 per year outside 
of the United States. To subscribe please visit promonthly.com or send company 
name, mailing address, phone number and check or money order (U.S. funds pay-
able to COLE Publishing Inc.) to the address above. MasterCard, VISA and Discover 
are also accepted. Supply credit card information with your subscription order.

Our subscriber list is occasionally made available to carefully selected companies 
whose products or services may be of interest to you. Your privacy is important 
to us. If you prefer not to be a part of these lists, please contact Nicole LaBeau at 
nicole.labeau@colepublishing.com.

CLASSIFIED ADVERTISING: Submit ads online at www.promonthly.com/classi-
fieds/place_ad. Minimum rate of $25 for 20 words; $1 per each additional word. 
Include a photo for an additional $125. All classified advertising must be paid in 
advance. DEADLINE: Classified ads must be received by the 10th of the month for 
insertion in the next month’s edition. PHONE-IN ADS ARE NOT ACCEPTED. Fax to 
715-546-3786 only if charging to MasterCard, VISA, Discover or Amex. Include all 
credit card information and your phone number (with area code). Mail with check 
payable to COLE Publishing Inc. to the address above. CLASSIFIED ADVERTISING 
APPEARS NATIONWIDE AND ON THE INTERNET. Not responsible for errors beyond 
first insertion.

DISPLAY ADVERTISING: Call Jim Flory at 800-994-7990. Pub-
lisher reserves the right to reject advertising, which in its opinion 
is misleading, unfair or incompatible with the character of the 
publication.

CIRCULATION: 2017 circulation averaged 7,775 copies per month. 
This figure includes both U.S. and International distribution.

REPRINTS AND BACK ISSUES: Visit www.promonthly.com/reprints/order for 
options and pricing. To order reprints, call Jeff Lane at 800-257-7222 (715-546-
3346) or jeff.lane@colepublishing.com. To order back issues, call Nicole LaBeau 
at 800-257-7222 (715-546-3346) or email nicole.labeau@colepublishing.com.

P O R TA B L E  R E S T R O O M  O P E R AT O R

March 2018               TABLE OF CONTENTS

 COMING NEXT MONTH — April 2018

 • PROfile: Atlanta PRO comes back
 • Product Focus: Office technology and software, business management

Jim Flory

TM

COVER STORY

ON THE COVER: Quick Space, based in Reno-Sparks, 
Nevada, has benefitted from a dynamic growth in an industrial 
base of customers in the region. Rob Heaton, director of 
operations, is shown with an inventory of Satellite Industries 
Global restrooms ready for delivery. (Photo by Tom R. Smedes)

16

Strategy for Success 
A happy workforce, expanded inventory 
and community involvement build on the 
Quick Space brand in Reno, Nevada. 
- Steve Lund

2019 WATER & WASTEWATER EQUIPMENT, 
TREATMENT & TRANSPORT SHOW

Education Day: Wednesday, 
February 20, 2019

Show Days: Thursday - Saturday, 
February 21-23, 2019

Indiana Convention Center,
Indianapolis, IN
www.wwettshow.com

www.flowmark.com


6        March 2018        Portable Restroom Operator

T0318
866.789.9440
www.keevac.com

The Show is over, lets spring ahead and pump you up.

Big THANK YOU  
To All Who Came By  

The Booth And Took A  
Crack At The Safe!! 

Great to see all of the show goers and to catch up  
with all of our clients. Can’t wait to do it all again.
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truck, and the vacuum rig featured in Extra In-
nings is a 2006 Ford with a 400-gallon waste and 
200-gallon freshwater slide-in tank (Progress 
Tank) and a pump (Masport). Araujo Bros. has 
an inventory of 250 tan PolyPortables restrooms 
and a restroom trailer from Comforts of Home 
Services, which is popular for summer weddings 
and beach parties on the island.

There was a good reason I didn’t see a stick-
er on the restroom in the Murray series. The unit 
was brand-new, and Kane Araujo hadn’t had 
time to add the label. Too bad because millions 
of people would have seen the company name.

 
RIFFING ON RESTROOMS

If you watch the videos, you’ll see it’s almost 
as if Murray knew Murphy didn’t know who he 
was when the two bantered back and forth. Mur-
ray seems amused that Murphy played a dead-
pan straight man … because he didn’t know 
comedy was happening. 

“Are there certain girls that want to ride in 
the truck or what? What’s the deal?” Murray asks 
as the pair look at the pump truck.

“No. No girls ride in the truck — just men,” 
Murphy answers.

“No one wants to ride on the back? There’s 
no girls with really long legs that want to ride on 
the back of this thing?” Murray continues.

“No, you’re not allowed to,” Murphy an-
swers.

At one point, Murray asks about the Mur-
phy’s first name.

“Alanza? With all A’s? I’ve never heard that 
one before. Where does it come from? It’s prob-
ably a mistake,” he jokes.

“It’s not a mistake. My dad gave me it,” Mur-
phy responds.

The closing scene to the second episode 
shows Murray approaching Murphy cleaning the 
unit and says their interaction was “awesome,” 
then walking away as the credits roll.

 
PSAI Convention and Trade Show March 

21-24
The Portable Sanitation Association Inter-

national will hold its 2018 Convention and Trade 
Show later this month at the Oregon Conven-
tion Center in Portland, Oregon. The event runs 
Wednesday through Saturday, March 21-24. To 
register or get more information, go to the asso-
ciation website, www.psai.org.

The trade show will feature displays and 
representatives from many of the manufactur-
ers serving the portable sanitation industry. The 
event will also feature speakers and workshops, 
roundtable discussions, receptions on the trade 
show floor, and training opportunities. Training 
sessions will cover:

• Portable Sanitation and Special Events.
•  Servicing and Maintaining Portable Sani-

tation Equipment.
•  PSAI Basic Service Technician Training 

Course and Certification Exam.

The keynote speakers will be:
•  Rafi Mohammad — “The 1 Percent Wind-

fall: How Successful Companies Use Price 
to Profit and Grow,” followed by a work-
shop entitled, “The Art of Pricing.”

•  Mark Carpenter — “Crucial Conversations: 
Tools For Talking When the Stakes Are 
High” and “Silent Danger: The Five Crucial 
Conversations That Drive Safety.” ■

To see the episodes of Extra Innings 
featuring PRO Alanza Murphy, go to 
www.facebook.com/billbrianextrainnings

H ow does a portable restroom company not realize one of its drivers 
stars in two episodes of a Facebook web series with funnyman Bill 
Murray that is seen by millions of people? Frankly, after talking to the 

nice folks at Araujo Bros. on the island of Martha’s Vineyard, Massachusetts, 
I still don’t get it.

This story falls under the strange, but true category. Let me explain.
I recently watched the first two episodes of Extra Innings, which stars 

Saturday Night Live legend Murray and his brother, actor Brian Doyle-Mur-
ray, who yuck it up as they tour minor league baseball parks across the coun-
try. The famous baseball fanatics (Murray owns the minor-league St. Paul 
Saints in Minnesota and is a renowned Chicago Cubs fan) started by visiting 
the home of the Martha’s Vineyard Sharks.

What appears like a slightly confused PRO is caught up in both epi-
sodes, as Murray stumbles into the service technician while he cleans a ball-
park restroom, asking him questions about portable restrooms, his vacuum 
truck and other random topics. This goes on for several minutes spread over 
the two episodes, as Murray seems to be amused and fascinated by the gen-
tleman and his cleaning regimen.

 
DETECTIVE WORK

I couldn’t see a name on the vacuum truck, and there was no label on 
the restroom shown. So I messaged the Sharks, who shared the name of 
their restroom vendor. They clearly thought it was peculiar that I wanted 
to know who cleaned their restrooms … and seemed to not believe there 
was a magazine dedicated to this fine industry. But, of course, I’ve heard 
that before.

That’s how I ended up calling Araujo Bros., based in Vineyard Haven, 
and got Bridget Araujo on the line. I explained the reason for my call. She 
had no idea what I was talking about. In fact, she was baffled at first and 
maybe thought I was a prank caller. So I emailed her a link to the new show 
and told her to take a look.

She was dumbfounded to see the company’s truck on film and Murray 
with her service technician.

“Oh, my God, this is hilarious. I can’t take this: I gotta show everybody 
this,” she says. I think she may have even dropped the phone as she watched 
in disbelief.

I couldn’t believe it, either.
“You mean your guy was on camera with Bill Murray and this video 

has had more than 3 million views in a few days and you didn’t know about 
it?” I ask.

Um, that’s right, she replies. Confused and overwhelmed, she says 

she’d have her son, Kane Araujo, who is in charge of day-to-day operations 
for the company, call me right back.

Araujo did call me back. He says his mom called him, hysterical, telling 
him to watch the videos. “She was screaming. I had no idea what this even 
is. Then when I watched it, I thought, ‘Oh wow, that’s a big deal to be in there 
with Bill Murray,’ and then I saw the amount of views.”

 
BIG SURPRISE

Then Araujo tells me something truly amazing. He says his driver, Al-
anza Murphy, likely didn’t recognize the comedian and had no idea they 
were filming a web series.

“I honestly don’t think he knew what was going on. He did mention 
something about it (at the time). He thought it was a home video being 
filmed by someone following him around,” Araujo says.

And even after the videos were released, no friends or family mentioned 
the video to the Araujo family. It’s hard to believe — in the social media-

crazy world we live in — that not a peep 
was heard about this around the island. 
Especially since the Araujo family is so 
plugged into the community and would 
seemingly know about everyone in the 
popular vacation spot that shrinks from 
about 100,000 people in the summer to 
only 15,000 in the winter.

The Araujos are well-known in the 
Vineyard, even Murray himself — a regu-
lar vacationer there — seemed to know 
the name, referring to “old man Araujo” 
at one point during Extra Innings. The old 
man is Joseph Araujo, 74, who founded 
the septic service and restroom company 
46 years ago and who still comes in at 6:30 
a.m. daily to check on the crew, accord-
ing to Kane Araujo.

“Absolutely, to stay in business this 
long is definitely an achievement; I can tell you that,” Araujo says. “Since 
I was 7, I was riding in the trucks with my grandfather.” Kane Araujo, 22, 
joined the company full time four years ago when he graduated from high 
school. Bridget Araujo answers the phones, and the crew is rounded out by 
Murphy, Keith Hamilton and Elijah Lerue. 

The company runs two septic service trucks, has a flatbed delivery 

Contact us: PRO strives to serve the portable restroom industry with interesting and 
helpful stories. We welcome your comments, questions and column suggestions and  
promise a prompt reply to all reader contacts. Call 800-257-7222; fax 715-546-3786; 

email PRO editor Jim Kneiszel at editor@promonthly.com.
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This PRO Had a Brush With Fame and Didn’t Even Know It
A DRIVER FOR MASSACHUSETTS COMPANY ARAUJO BROS. UNWITTINGLY PLAYED 
A STARRING ROLE IN BILL MURRAY’S NEW BASEBALL WEB SERIES

By Jim Kneiszel

“She was 
screaming. I had 
no idea what this 
even is. Then 
when I watched 
it, I thought, ‘Oh 
wow, that’s a big 
deal to be in there 
with Bill Murray,’ 
and then I saw 
the amount of 
views.”

Kane Araujo 
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truck, and the vacuum rig featured in Extra In-
nings is a 2006 Ford with a 400-gallon waste and 
200-gallon freshwater slide-in tank (Progress 
Tank) and a pump (Masport). Araujo Bros. has 
an inventory of 250 tan PolyPortables restrooms 
and a restroom trailer from Comforts of Home 
Services, which is popular for summer weddings 
and beach parties on the island.

There was a good reason I didn’t see a stick-
er on the restroom in the Murray series. The unit 
was brand-new, and Kane Araujo hadn’t had 
time to add the label. Too bad because millions 
of people would have seen the company name.

 
RIFFING ON RESTROOMS

If you watch the videos, you’ll see it’s almost 
as if Murray knew Murphy didn’t know who he 
was when the two bantered back and forth. Mur-
ray seems amused that Murphy played a dead-
pan straight man … because he didn’t know 
comedy was happening. 

“Are there certain girls that want to ride in 
the truck or what? What’s the deal?” Murray asks 
as the pair look at the pump truck.

“No. No girls ride in the truck — just men,” 
Murphy answers.

“No one wants to ride on the back? There’s 
no girls with really long legs that want to ride on 
the back of this thing?” Murray continues.

“No, you’re not allowed to,” Murphy an-
swers.

At one point, Murray asks about the Mur-
phy’s first name.

“Alanza? With all A’s? I’ve never heard that 
one before. Where does it come from? It’s prob-
ably a mistake,” he jokes.

“It’s not a mistake. My dad gave me it,” Mur-
phy responds.

The closing scene to the second episode 
shows Murray approaching Murphy cleaning the 
unit and says their interaction was “awesome,” 
then walking away as the credits roll.

 
PSAI Convention and Trade Show March 

21-24
The Portable Sanitation Association Inter-

national will hold its 2018 Convention and Trade 
Show later this month at the Oregon Conven-
tion Center in Portland, Oregon. The event runs 
Wednesday through Saturday, March 21-24. To 
register or get more information, go to the asso-
ciation website, www.psai.org.

The trade show will feature displays and 
representatives from many of the manufactur-
ers serving the portable sanitation industry. The 
event will also feature speakers and workshops, 
roundtable discussions, receptions on the trade 
show floor, and training opportunities. Training 
sessions will cover:

• Portable Sanitation and Special Events.
•  Servicing and Maintaining Portable Sani-

tation Equipment.
•  PSAI Basic Service Technician Training 

Course and Certification Exam.

The keynote speakers will be:
•  Rafi Mohammad — “The 1 Percent Wind-

fall: How Successful Companies Use Price 
to Profit and Grow,” followed by a work-
shop entitled, “The Art of Pricing.”

•  Mark Carpenter — “Crucial Conversations: 
Tools For Talking When the Stakes Are 
High” and “Silent Danger: The Five Crucial 
Conversations That Drive Safety.” ■

To see the episodes of Extra Innings 
featuring PRO Alanza Murphy, go to 
www.facebook.com/billbrianextrainnings

H ow does a portable restroom company not realize one of its drivers 
stars in two episodes of a Facebook web series with funnyman Bill 
Murray that is seen by millions of people? Frankly, after talking to the 

nice folks at Araujo Bros. on the island of Martha’s Vineyard, Massachusetts, 
I still don’t get it.

This story falls under the strange, but true category. Let me explain.
I recently watched the first two episodes of Extra Innings, which stars 

Saturday Night Live legend Murray and his brother, actor Brian Doyle-Mur-
ray, who yuck it up as they tour minor league baseball parks across the coun-
try. The famous baseball fanatics (Murray owns the minor-league St. Paul 
Saints in Minnesota and is a renowned Chicago Cubs fan) started by visiting 
the home of the Martha’s Vineyard Sharks.

What appears like a slightly confused PRO is caught up in both epi-
sodes, as Murray stumbles into the service technician while he cleans a ball-
park restroom, asking him questions about portable restrooms, his vacuum 
truck and other random topics. This goes on for several minutes spread over 
the two episodes, as Murray seems to be amused and fascinated by the gen-
tleman and his cleaning regimen.

 
DETECTIVE WORK

I couldn’t see a name on the vacuum truck, and there was no label on 
the restroom shown. So I messaged the Sharks, who shared the name of 
their restroom vendor. They clearly thought it was peculiar that I wanted 
to know who cleaned their restrooms … and seemed to not believe there 
was a magazine dedicated to this fine industry. But, of course, I’ve heard 
that before.

That’s how I ended up calling Araujo Bros., based in Vineyard Haven, 
and got Bridget Araujo on the line. I explained the reason for my call. She 
had no idea what I was talking about. In fact, she was baffled at first and 
maybe thought I was a prank caller. So I emailed her a link to the new show 
and told her to take a look.

She was dumbfounded to see the company’s truck on film and Murray 
with her service technician.

“Oh, my God, this is hilarious. I can’t take this: I gotta show everybody 
this,” she says. I think she may have even dropped the phone as she watched 
in disbelief.

I couldn’t believe it, either.
“You mean your guy was on camera with Bill Murray and this video 

has had more than 3 million views in a few days and you didn’t know about 
it?” I ask.

Um, that’s right, she replies. Confused and overwhelmed, she says 

she’d have her son, Kane Araujo, who is in charge of day-to-day operations 
for the company, call me right back.

Araujo did call me back. He says his mom called him, hysterical, telling 
him to watch the videos. “She was screaming. I had no idea what this even 
is. Then when I watched it, I thought, ‘Oh wow, that’s a big deal to be in there 
with Bill Murray,’ and then I saw the amount of views.”

 
BIG SURPRISE

Then Araujo tells me something truly amazing. He says his driver, Al-
anza Murphy, likely didn’t recognize the comedian and had no idea they 
were filming a web series.

“I honestly don’t think he knew what was going on. He did mention 
something about it (at the time). He thought it was a home video being 
filmed by someone following him around,” Araujo says.

And even after the videos were released, no friends or family mentioned 
the video to the Araujo family. It’s hard to believe — in the social media-

crazy world we live in — that not a peep 
was heard about this around the island. 
Especially since the Araujo family is so 
plugged into the community and would 
seemingly know about everyone in the 
popular vacation spot that shrinks from 
about 100,000 people in the summer to 
only 15,000 in the winter.
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Vineyard, even Murray himself — a regu-
lar vacationer there — seemed to know 
the name, referring to “old man Araujo” 
at one point during Extra Innings. The old 
man is Joseph Araujo, 74, who founded 
the septic service and restroom company 
46 years ago and who still comes in at 6:30 
a.m. daily to check on the crew, accord-
ing to Kane Araujo.

“Absolutely, to stay in business this 
long is definitely an achievement; I can tell you that,” Araujo says. “Since 
I was 7, I was riding in the trucks with my grandfather.” Kane Araujo, 22, 
joined the company full time four years ago when he graduated from high 
school. Bridget Araujo answers the phones, and the crew is rounded out by 
Murphy, Keith Hamilton and Elijah Lerue. 

The company runs two septic service trucks, has a flatbed delivery 
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www.TankWorld01.com
12001 W. Peoria Ave
El Mirage, AZ 85335

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

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

Parts and Accessories In Stock

Tank World CorpTank World CorpTank World Corp
ALL MAJOR BRANDS IN STOCK 

AND READY TO BUILD.

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

Financing  
Available

 Tank World Prides Ourselves  
On Our Service

We build Vacuum trucks, Septic trucks, 
Porta potty trucks, and Body swaps.

We can do Steel, Stainless Steel and Aluminum.

@PROmonthly.com

emails and alerts
Visit PROmonthly.com and 
sign up for newsletters and 
alerts. You’ll get exclusive content 

delivered right to your inbox, and you’ll stay 
in the loop on topics important to you!

connect 
with us!
Find us on Facebook 
at facebook.com/PROmonthly
or Twitter at twitter.com/PROmonthly

Visit the site daily for new, exclusive content. Read our blogs, 
find resources and get the most out of PRO magazine.

GEARING UP

Busy Season 
is Coming
It’s that time of year again: Winter is coming 
to an end and special event season will 
soon be in full swing. Are you ready? 
Here we gathered up everything you need 
to know to get ready for a productive, 
profitable summer.

promonthly.com/featured

OVERHEARD ONLINE

Work as hard as 
you can, no matter 
your position, and 
you will inspire 
those around you.

– Leadership Means More in Sanitation

promonthly.com/featured

If you haven’t already, 
now is definitely the time 
to take stock of your restroom 
inventory. You may be shocked 
by how many aren’t in good 
condition. Here are some tips 
for deciding what to repair 
and what you need 
to purchase.

promonthly.com/featured

RESTROOM INVENTORY

Repair 
or Replace

DESTINATION 
WORKPLACE

Keeping
Employees
We hear time and again that 
finding — and keeping — quality, 
hardworking employees is your 
biggest challenge. Here our featured 
company this month, Quick Space, 
spills the secret to successful hiring 
and retention.

promonthly.com/featured

http://www.TankWorld01.com
mailto:tank.jerry1@gmail.com
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Non-CDL
Duel Side Service

Multiple Strapping Points
PTO or Honda Pack

High Pressure Wash Down Pump
Thieman Lift Gates
Carry up to 6 Units

Multiple Load Configurations
Extended Chassis Life

Putting you on the road 
to logistical success.

PATENT PENDING

585-484-7009
PortaLogix.com

Putting you on the road 
to logistical success.

- All In One Service/ 
Delivery Truck
- Most Waste
- Most Toilets

- MOST PROFITABLE
- No Pumping Angle Games

- No Early Pack Off
- Light Weight

- Aluminum Only
- Warranty

- Profits
- Time
- Efficiency
-  Streamline  

Operations
- Fuel
- Labor
- Truck Repairs
- Headaches

The Bed is the 
Water TankTHANKS

FOR 
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Phone: 800.422.1844 
Fax: 888.883.9380
Visit our website: www.libertyfg.com

Call Michael DeGroat (ext 812)

Flexible
and Affordable

Financing
Options

Commercial Equipment Financing Call 800-422-1844

Financing for
New and Used Equipment

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

THANKS
FOR 

VISITING US

STRONG.EXPERIENCED.WORLDWIDE.
1-866-873-7796

@PROmonthly.com

emails and alerts
Visit PROmonthly.com and 
sign up for newsletters and 
alerts. You’ll get exclusive content 

delivered right to your inbox, and you’ll stay 
in the loop on topics important to you!

connect 
with us!
Find us on Facebook 
at facebook.com/PROmonthly
or Twitter at twitter.com/PROmonthly

Visit the site daily for new, exclusive content. Read our blogs, 
find resources and get the most out of PRO magazine.

GEARING UP

Busy Season 
is Coming
It’s that time of year again: Winter is coming 
to an end and special event season will 
soon be in full swing. Are you ready? 
Here we gathered up everything you need 
to know to get ready for a productive, 
profitable summer.

promonthly.com/featured

OVERHEARD ONLINE

Work as hard as 
you can, no matter 
your position, and 
you will inspire 
those around you.

– Leadership Means More in Sanitation

promonthly.com/featured

If you haven’t already, 
now is definitely the time 
to take stock of your restroom 
inventory. You may be shocked 
by how many aren’t in good 
condition. Here are some tips 
for deciding what to repair 
and what you need 
to purchase.

promonthly.com/featured

RESTROOM INVENTORY

Repair 
or Replace

DESTINATION 
WORKPLACE

Keeping
Employees
We hear time and again that 
finding — and keeping — quality, 
hardworking employees is your 
biggest challenge. Here our featured 
company this month, Quick Space, 
spills the secret to successful hiring 
and retention.

promonthly.com/featured

http://www.libertyfg.com
www.portalogix.com
www.armal.biz


14        March 2018        Portable Restroom Operator

324 Leaside Avenue
Stoney Creek, ON  Canada  L8E 2N7

Tel: 905-662-6552 / TF: 1-800-663-9003
Fax: 905-662-5412 

www.fruitlandmanufacturing.com 

We offer a lifetime warranty against 
manufacturer defects & workmanship 
on all of our Fruitland® manufactured 
products.  This is one of the reasons 
that Fruitland® is the trusted brand for 
vacuum pumps &  vacuum systems.  

Compared to other pumps, advertising 
similar CFM output, Fruitland® 
pumps run cooler & quieter, have 
higher efficiencies, and are lighter 
in weight — these are the real facts.  
Our rigorously tested 500 & 870 
series pumps are proven to run at a 
minimum 30% less operating cost.  
This means real dollar savings!  

Play Safe.  Only trust genuine 
Fruitland® brand pumps & spare 
parts, and you’ll discover why the 
Fruitland® standard is the standard.

Encore, Encore!
The Best Performer – Bar None!

THANKS
FOR

VISITING
 US

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.

S o much depends on what pops up on a screen when a potential cus-
tomer types your name or company name into a search engine or 
mentions it to Siri. The first thing someone sees after they click can 

make the difference between giving you business or taking it to another 
PRO. Make sure they like what they see by taking steps to give your online 
reputation a checkup and possibly a makeover.

1. Analyze. Type your name into a search engine, and note what 
comes up and how the order mentions of your name come up. Do the 
same for your company name. Also search “portable restroom rentals” and 
your city name to see how high up your company is listed. If you find nega-
tive comments, bad reviews, or come up low on the page when searched, 
make note of these and any other things you would like to correct, answer 
to, or eliminate.

2. Consider a social media diet. The number of platforms is growing 
every day, and while throwing everything at the wall to see what sticks is 
a popular marketing strategy, you’ll have more control over your online 
reputation if you limit yourself to the platforms you’re comfortable with 
that get the best results. Maybe you get a lot of traffic on Facebook but are 
ignored on Twitter, or vise versa. It’s OK to delete a stagnant account, and 
it’s actually better than leaving it ignored and vulnerable to negative com-
ments that might sit for months because you don’t have time to keep up 
with every platform. If you decide to delete an account, make sure to also 
delete any connecting links on your webpage and email signature.

3. Respond to negativity positively. If someone posted a negative 
comment or review of your company, address it head on. If you were 
wrong or someone in the company made a mistake, admit it, apologize, 
and move on. If there are so many complaints you notice a pattern emerg-
ing, you need to fix the root cause, explain how it was fixed, apologize, and 
move on. If, however, a comment or complaint is inappropriate or com-
pletely unwarranted, you may want to delete it and block the poster. No 
matter how badly you want to set some complaining jerk straight, do not 
get into an argument on a social media site. Arguing will only draw more 
attention to the situation, and even if you’re right, you’re likely to end up 
looking bad.

4. Be proactive. Sometimes the best defense is a good offense. If you 
anticipate negative comments after a rate hike, for example, get out in front 
of it and write a detailed explanation justifying the increase before anyone 
has a chance to complain. Get them to see your side of the story and they 
are less likely to publicly grumble.

5. Review your website. While your social media sites are important, 
don’t forget your website. Check for dead links. Make sure everything on it 

is still accurate and that it loads quickly on all devices. A tired, dated web-
site that doesn’t fit on a smartphone screen and takes forever to load tells 
potential customers you’re not on top of things. You don’t want a reputa-
tion, online or otherwise, for being lazy.

6. Assess your professionalism. If you Google your name and the first 
thing that comes up is bathroom humor, political pontificating, or a picture 
of yourself dancing with a lampshade on your head and a jumbo margarita 
in your hand at the company Christmas party, it’s time to clean up your 
online image. Articles and columns in this publication frequently advise 
PROs to maintain a professional image by wearing sharp-looking uniforms, 
having super-clean trucks and avoiding bathroom humor in branding. The 
same should be true for your online presence. Keep it clean and profession-
al at all times. And in this age of political divisiveness, why risk alienating 50 
percent of your potential customers by spouting political rhetoric online?

7. Get help if necessary. There are companies that, for a fee, provide 
reputation management services. If you are facing an online reputation 
crisis requiring more time and expertise than you or your staff have to 
devote to the problem, outside help may be part of the solution. Some of 
these services simply offer tools you can set to monitor review sites, social 
media sites and search engine results for mentions of your company. Oth-
ers provide managed assistance. The trouble is, it’s hard to predict how 
much it will cost to have an outside service attempt to fix your online repu-
tation and if they can actually deliver results.

There are individual self-proclaimed experts who send out email 
blasts or advertise on Craigslist promising to fix your online reputation for 
a few hundred dollars. On the other side of the spectrum, there are large 
agencies specializing in reputation management that charge thousands of 
dollars or more each month for their services. If your online reputation is 
so damaged it’s beyond your ability to repair and you need professional 
help, shop around, ask trusted associates for recommendations, and hire a 
firm with a proven track record of results.

 
KEEP IT CLEAN

Like it or not, the internet is the first place most people turn when 
shopping for the services your company provides. Make sure they like what 
they see when your company or personal website, Facebook page, Twitter 
feed, blog or other social media content pops up. Just like you wouldn’t 
show up for a meeting with a potential client in a dirty shirt, don’t show up 
on their smartphone with an offensive comment. Every footprint you leave 
online should lead one to the conclusion that you and your company can 
be trusted to provide top-notch professional service. ■

WHEN IT COMES TO ONLINE REPUTATION, NO ONE CAN DO AS MUCH DAMAGE TO YOUR COMPANY 
AS YOU CAN DO YOURSELF. TAKE STEPS TO IMPROVE HOW YOUR BUSINESS IS PERCEIVED.

By Judy Kneiszel

7 Steps to a Better Online Reputation

BACK at the OFFICE   
March 2018
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BACK at the OFFICE   
March 2018

http://www.fruitlandmanufacturing.com
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COVER STORY

F I L E

A happy workforce, expanded inventory 
and community involvement build on the 
Quick Space brand in Reno, Nevada  BY STEVE LUND

STRATEGY 
FOR  SUCCESS

D ynamic change in the business landscape around Reno-
Sparks, Nevada, has helped Quick Space transition from a 
small storage-container provider into a broader site services 

company with a focus on tapping into customer needs for fast and 
flexible response.

In recent years, the company, founded in 1995 as Rapidspace, 
has doubled its portable restroom inventory and quadrupled its 
number of unit services to accommodate customer demands for 
cleanliness. It has also doubled its truck fleet over the past two years.

In addition to restrooms and containers, the company now of-
fers mobile offices, portable buildings, restroom and shower trailers, 
storage vans, fencing, and more. It has grown to 60 employees, with 
one-fourth of them added in the last year.

Several key business moves helped boost profitability for 
Quick Space, and PROs everywhere may benefit from the compa-
ny’s strategies.

 

Quick Space
Sparks, Nevada

Owner: Scott Offerdahl

Founded: 1995

Employees: 60

Services: Portable sanitation, mobile 
offices, containers and related site services

Service area: Northern Nevada, including 
Reno and Lake Tahoe, and nearby communities in 
California; additional locations in Carson City and 
Winnemucca, Nevada

Affiliations: Associated General Contractors of America, 
National Portable Storage Association, Nevada Builders 
Alliance, Builders Association of Northern Nevada

Website: www.quickspacenevada.com

H Nevada

(continued)

The Quick Space management team 
includes (from left) Ty Rogers, director 
of sales and marketing; Scott Offerdahl, 
owner and CEO; Rob Heaton, director of 
operations; Dick Stufflebeam, interim 
general manager; and Michael Brandt, 
controller. (Photos by Tom R. Smedes)

http://www.quickspacenevada.com


THANKS
FOR 

VISITING US

COVER STORY

F I L E

A happy workforce, expanded inventory 
and community involvement build on the 
Quick Space brand in Reno, Nevada  BY STEVE LUND

STRATEGY 
FOR  SUCCESS

D ynamic change in the business landscape around Reno-
Sparks, Nevada, has helped Quick Space transition from a 
small storage-container provider into a broader site services 

company with a focus on tapping into customer needs for fast and 
flexible response.

In recent years, the company, founded in 1995 as Rapidspace, 
has doubled its portable restroom inventory and quadrupled its 
number of unit services to accommodate customer demands for 
cleanliness. It has also doubled its truck fleet over the past two years.

In addition to restrooms and containers, the company now of-
fers mobile offices, portable buildings, restroom and shower trailers, 
storage vans, fencing, and more. It has grown to 60 employees, with 
one-fourth of them added in the last year.

Several key business moves helped boost profitability for 
Quick Space, and PROs everywhere may benefit from the compa-
ny’s strategies.

 

Quick Space
Sparks, Nevada

Owner: Scott Offerdahl

Founded: 1995

Employees: 60

Services: Portable sanitation, mobile 
offices, containers and related site services

Service area: Northern Nevada, including 
Reno and Lake Tahoe, and nearby communities in 
California; additional locations in Carson City and 
Winnemucca, Nevada

Affiliations: Associated General Contractors of America, 
National Portable Storage Association, Nevada Builders 
Alliance, Builders Association of Northern Nevada

Website: www.quickspacenevada.com

H Nevada

(continued)

The Quick Space management team 
includes (from left) Ty Rogers, director 
of sales and marketing; Scott Offerdahl, 
owner and CEO; Rob Heaton, director of 
operations; Dick Stufflebeam, interim 
general manager; and Michael Brandt, 
controller. (Photos by Tom R. Smedes)

www.sansomindustries.com


18        March 2018        Portable Restroom Operator
All 304 Stainless Steel

Best provides  
a full line of  

Vacuum pumps 
and parts.  

All orders received by  
2 pm CST, will be  

shipped the same day

There are those who bought STAINLESS  
and those who wish they had. 

BEST  ENTERPRISES, INC.

Best Enterprises, Inc.
Located in Cabot, Arkansas  

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

Building quality Stainless Steel Tanks  
One Truck at a Time, Since 1978

Thank you for coming by our booth at the 2018 WWETT Show. 
BEST is looking forward to doing business with you in the future.

CUSTOMERS WANT MORE
Part of the explanation for the growth is being in the Reno area, says 

Rob Heaton, the Quick Space director of operations. It’s been a high-growth 
region, in part because of the success of a huge — 107,000-acre — industrial 
complex east of Reno. The Tahoe-Reno Industrial Center, or TRIC, is home 
to many of Quick Space’s customers. And some of those customers require 
more than the usual amount of service, and providing that has been a huge 
factor in the company’s growth, Heaton says.

“Over the last year, we have really focused on what we call high-density 
customers,” Heaton says. “These are customers who may or may not have a 
high number of units, but more importantly, those units need to be serviced 
on higher intervals.

“The whole industry is based on a model where every portable re-
stroom is serviced once per week. 
That’s a tried-and-true, solid busi-
ness, but what we found was that a lot 
of our growth has occurred through 
customers who need more than that,” 
Heaton continues. “They need every-
thing from twice a day service to three 
times a week.

“They need units to have wheels 
and casters installed on them so they 
can move them around in their ware-
houses. They need units that have 
sling equipment installed on them 
so they can raise and lower the units 
with a crane from the top of the plat-
forms to the ground level.

“We’ve done a really good job of 
working with our customers and their 
construction crews with sticking to 

what we do best — which is servicing their units — and letting them do what 
they do, so they have more of everything from crane time to construction 
space to work on their construction projects,” Heaton says.

LOGISTICS A KEY
Heaton, 40, has education and work experience well-suited to coordi-

nating site services with the customer’s work, whatever it happens to be. He 
grew up in Carson City, Nevada, and graduated from the University of Ne-
vada, Reno, where he studied logistics and supply chain operations as well 
as economics. Heaton worked in logistics for several local companies, in-
cluding some fast-growing ones, but never in site services.

“I’ve done a little bit of all operations in logistics, from traditional trucks 
and trailers to international logistics for the Department of Defense and oil 
and gas,” he explains. “But at the end of the day, a widget is kind of a widget, so 
logistics and supply chain principles apply to just about any industry sector.

“Any sort of routing business has a lot to do with your route efficiencies,” 
Heaton continues. “There’s a very fine line between making a profit and be-
ing overpriced and not having customers.”

With Quick Space, having the right inventory is also a key to growth. A 
one-size-fits-all approach won’t work for this company.

“We have restrooms that can go on the roof. We have restrooms that 
are stored inside of buildings that are multiple hundreds of square feet that 
they have to roll around and bring out to us,” Heaton says. “We have trailer-
mounted units that can be pulled behind vehicles that people can take to 
beaches or campgrounds or to mobile road crews that are moving 100 yards 
at a time — lots of different things.”

(continued)

“The whole industry 
is based on a model 
where every portable 
restroom is serviced 
once per week. That’s 
a tried-and-true, solid 
business, but what 
we found was that a 
lot of our growth has 
occurred through 
customers who need 
more than that.”

ROB HEATON

Left: Technician Rob Caddell 
washes restrooms at Idlewild Park 
for a Food Truck Friday event.

Below: Satellite Industries 
restrooms and hand-wash 
stations are prepared by 
Thaddeus Coughran, technician, 
at Idlewild Park in Reno, Nevada.
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marketing. “Rather than us putting a ton 
of money into direct marketing, we found 
that community engagement marketing 
has gotten our brands and our image out 
there. People see that we have newer and 
higher-quality equipment and that we’re 
very responsive.”

 
REMEMBER CORE VALUES

Quick Space is guided by a set of core values Heaton says are reviewed 
at all levels in the company on a weekly basis and once a month at safety 
meetings. The core values are:

• Take care of others.
• Honest communication.
• Flexibility.
• Respect.
• Trustworthy.
The core values come from the company’s owner, Scott Offerdahl. He 

lives in Phoenix and owns other companies, but he has become more and 
more involved in the daily operations of Quick Space as it has grown. “He’s 
our visionary,” Heaton says. “A few years 
ago, when he started to get reinvested in 
the day-to-day operations of the company, 
he wanted to re-establish the core values.”

Heaton says the core values are re-
flected in the company’s hiring practices 
and culture. Going back to the example 
of a restroom for a mobile highway crew, 
Heaton says, “Rather than them having to 
pay for us to pick up and deliver this thing 
multiple times in a week, we can either of-
fer them a mobile unit or we can work with 
our customers to move with them as they 
move along their projects.”

Finding the right mix of equipment 
and service in each situation is crucial, 
Heaton says.

“It goes back to our core value of flex-
ibility,” Heaton says. “We’ve been hiring folks who can think ‘beyond’ a little 
bit and make those decisions. That’s where we’ve really focused on customer 
service that’s more than just a nice voice on the phone.”

Quality customer service is another factor in the company’s growth, 
Heaton explains.

“Most of it is directly related to our customers and finding out what 
their needs are,” he says. “To get something to them first thing tomorrow, we 
bring a guy in early rather than just putting them on a calendar schedule for 
the first block available. We’re still small enough to maintain that relation-
ship with the customer base, but we’re large enough to have the inventory 
and rolling assets to get the products to them.” ■

Fruitland Manufacturing
800-663-9003
www.fruitlandmanufacturing.com
(See ad page 15)

Imperial Industries, Inc.
800-558-2945
www.imperialind.com
(See ad page 33)

JAG Mobile Solutions
800-815-2557
www.jagmobilesolutions.com
 
Masport, Inc.
800-228-4510
www.masportpump.com
(See ad page 9)
 
Rich Specialty Trailers
260-593-2279
www.portablerestroomtrailer.com

 
Robinson Vacuum Tanks
844-393-1871
www.robinsontanks.com
(See ad page 31)
 
Satellite Industries
800-328-3332
www.satelliteindustries.com
(See ad, pages 22-23)

TOICO Industries
888-935-1133
www.toico.com
 
Walex Products Company
800-338-3155
www.walex.com
(See ad page 29)

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

MORE INFO

Rob Heaton, director of 
operations, coordinates with 
workers Thaddeus Coughran 
(center), technician, and Dennis 
Sterling (right) as they prepare to 
set up for a special event at the 
Governor’s Mansion in Carson 
City, Nevada.

“We’re still 
small enough to 
maintain that 
relationship with 
the customer 
base, but we’re 
large enough 
to have the 
inventory and 
rolling assets to 
get the products 
to them.”

ROB HEATON

 EQUIPMENT LIST
The Quick Space truck fleet includes two Internationals with 1,200-gal-

lon waste and 800-gallon freshwater stainless steel tanks built out by Rob-
inson Vacuum Tanks and Imperial Industries with Fruitland and Masport 
pumps, as well as eight Dodge 5500s with 600-gallon waste and 400 gallon 
freshwater steel tanks (two are slide-in units) built out by Satellite Indus-
tries, Imperial Industries, and TOICO Industries, all carrying Conde pumps 
(Westmoor).

The high-volume trucks are predominantly used for the high-density 
customers. “What we’ve found is that those smaller trucks, even though they 
have a lower capacity, in this region and this geography, give about a 10-
hour route day, which is a very efficient day,” Heaton says.

Portable restrooms and hand-wash stations are from Satellite Industries. 
The company also carries flushing and ADA units and a shower trailer from 
Satellite Industries, as well as a variety of restroom trailers from JAG Mobile 
Solutions, Rich Specialty Trailers and Satellite Industries. Quick Space uses 
Walex Products chemicals, and fencing is supplied by Cafence Depot.

 COMMUNITY ENGAGEMENT
Heaton says Quick Space relies on three characteristics to grow in the 

marketplace. He refers to them as the “three uniques:”
•  Speed of delivery, and speed of response to customers. “It’s right 

there in our name,” Heaton says.
•  Inventory depth. “We made a commitment to having inventory avail-

able so that we can deliver quickly.”
•  Community engagement. From supporting youth sports and Univer-

sity of Nevada, Reno athletics to contributing to the Reno Rodeo or the 
Boys & Girls Club, Quick Space tries to be visible in the community.

One way that Quick Space engages the community is by donating a por-
tion of all portable restroom revenue to a fund that directly benefits build-
ing trades programs at local schools. Quick Space also helps sponsor com-
munity events, such as Reno Street Food and WinterWonderGrass Tahoe, a 
music festival at Squaw Valley Ski Resort, Olympic Valley, California. Some 
of the events that Quick Space helps sponsor would be natural customers for 
a portable restroom operator.

“In some cases, we do treat them as customers, and in some cases, we 
do complete charitable events,” Heaton says. “In some cases, it’s a little bit 
of both: They pay for a portion of it and we may give them additional equip-
ment or services free of charge, so they don’t have to take on the whole 
burden.”

Quick Space finds participating in local events is an effective form of 

The benefit of sports 
sponsorships

Quick Space puts a high value on community engagement, and it often 
takes the form of sponsoring local sports. The company supports everything 
from University of Nevada, Reno athletics to the Reno Rodeo to Little League 
baseball and Pop Warner football teams.

It also supports the Reno Aces minor league baseball team and the Reno 
1868 FC, a team in the United Soccer League. In both those cases, Quick 
Space has a customer relationship with the team as well as a charitable re-
lationship. That’s true of the local university as well, where technicians run a 
regular seasonal service route during the fall sports season.

“Sports fits with our core values and family atmosphere,” says Rob 
Heaton, director of operations. “Our employee base tends to be younger and 
family-oriented.” Heaton and his wife, April, have three boys, so he has plenty 
of opportunities to sponsor youth sports teams. And there’s a positive market-
ing advantage to being involved with youth sports programs, he says.

“You have a local contractor who goes down to his kids’ baseball game. 
If he sees there is a nice portable restroom, the next time he starts a new job 
maybe he gives us a call,” Heaton says.

Above: Rob Heaton, director of operations, is shown with a 
Rich Specialty Trailers restroom trailer delivered to Nevada’s 
Governor’s Mansion for a special event.

Left: Technicians Thaddeus Coughran (left) and Rob Caddell 
service restrooms at a park in Reno.
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One way that Quick Space engages the community is by donating a por-
tion of all portable restroom revenue to a fund that directly benefits build-
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munity events, such as Reno Street Food and WinterWonderGrass Tahoe, a 
music festival at Squaw Valley Ski Resort, Olympic Valley, California. Some 
of the events that Quick Space helps sponsor would be natural customers for 
a portable restroom operator.
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do complete charitable events,” Heaton says. “In some cases, it’s a little bit 
of both: They pay for a portion of it and we may give them additional equip-
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Space has a customer relationship with the team as well as a charitable re-
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“Sports fits with our core values and family atmosphere,” says Rob 
Heaton, director of operations. “Our employee base tends to be younger and 
family-oriented.” Heaton and his wife, April, have three boys, so he has plenty 
of opportunities to sponsor youth sports teams. And there’s a positive market-
ing advantage to being involved with youth sports programs, he says.

“You have a local contractor who goes down to his kids’ baseball game. 
If he sees there is a nice portable restroom, the next time he starts a new job 
maybe he gives us a call,” Heaton says.
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Robinson Vacuum Tanks
306 Runville Rd., Bellefonte, PA 16823
814-933-0927
www.robinsontanks.com • info@robinsontanks.com

PortaLogix
6089 Loomis Rd., Farmington, NY 14425
585-484-7009
www.portalogix.com • sales@portalogix.com

Tank World Corp
12001 W Peoria Ave., El Mirage, AZ 85335
623-536-1199 • (f) 623-935-4782
www.tankworld01.com • tankworld01@gmail.com
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FMI Truck Sales & Service
8305 NE MLK Jr. Blvd., Portland, OR 97211
800-927-8750 • 503-286-2800 • (f) 503-286-3223
www.fmitrucks.com • johnb@fmitrucks.com
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PAGE 38 n n n n n n

KeeVac Industries, Inc.
7717 W 6th Ave., Unit E, Lakewood, CO 80214
866-789-9440 • 303-789-9440 • (f) 303-459-4439
www.keevac.com • matt@keevac.com

nSEE AD 
PAGE 6 n n n n n n n

Imperial Industries, Inc.
505 W Industrial Park Ave., Rothschild, WI 54474
800-558-2945 • 715-359-0200 • (f) 715-241-9385
www.imperialind.com • info@imperialind.com

nSEE AD 
PAGE 33 n n n n n n

Lely Tank and Waste Solutions
PO Box 2063, Temple, TX 76503
800-367-5359 • 254-938-2564 • (f) 254-938-7074
www.lelytank.com • bjones@lelytank.com
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PAGE 41 n n n n n n

n

n

Drop Zone Portable Service
312 Alessio Dr., Joliet, IL 60433
815-727-7304 •(f) 815-727-7350
www.restroomtruck.com • sales@restroomtruck.com

SEE AD 
PAGE 42 n n n n n n n

Best Enterprises, Inc.
3513 W Mountain Springs Rd., Cabot, AR 72023
800-288-2378 • 501-988-1905 • (f) 501-988-2880
www.bestenterprises.net • info@bestenterprises.net

nSEE AD 
PAGE 19 n n n n

Crescent Tank Mfg.
2557 Cannan Rd., Bloomfield, NY 14469
585-657-4104 • (f) 585-657-1014
www.crescenttank.com • info@crescenttank.com

n
SEE AD 

PAGE 35 n n n n
CRESCENT TANK MFG.

The Septage Vacuum Experts

FlowMark
610 S Adams St., Kansas City, KS 66105
855-653-8100 
www.flowmark.com • sales@flowmark.com

nSEE AD 
PAGE 5 n n n n
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“H e is ‘too old’ for this job,” the human resources manager says to 
me after we interviewed John (not his real name). She continued, 
saying he “will not fit into our culture.” John had been laid off at 

53 years old by his previous employer due to restructuring.
Ageism in the workplace is very real. It is the elephant in the room. I see 

uproars over every other “ism” (sexism, racism, etc.), but everyone turns a 
blind eye to ageism. It is being swept under the carpet. To the HR manager’s 
disappointment, I did hire John. John brought a wealth of experience and 
taught me a lot that I never learned from an MBA degree.

We live in a youth-oriented society. The hype about “out with the old, 
in with the new” needs to stop. You can’t Google experience. A person’s age 
doesn’t lessen their ability to work hard or to make a valuable contribution 
to the organization or society. When someone crosses 50 years old, it doesn’t 
mean they cannot function and should just retire and sit in a corner. Com-
mon myths include they can’t learn, they are not creative, they are not as 
productive as younger employees, and customers do not respond as well to 
older workers. These are all based on false premises and assumptions.

 
A PRIME EXAMPLE

Anna sent me this email:
“I would get telephone interviews, which would go quite well. However, 

when I showed up to the face-to-face interview, it never went further as they 
would classify me as ‘overqualified.’ ‘Seasoned’ is another word I routine-
ly heard. I feel like my 30 years’ of experience has become a double-edge 
sword. So I stopped putting the year I graduated from college on my resume. 
I also left out years from my employment history and started dyeing my hair 
and I finally got a job.”

It’s sad when someone has to submit to this ideal to land a job.
It’s easy to drop the years from the resume. It’s more difficult to hide 

that required information (DOB) on an online job application. A bigger 
majority of people don’t even get to an age discriminatory level. Keyword 
searches, 10-second resume scans and other high-volume candidate churn-
ing processes exclude many such candidates.

German researchers have found that older people tend to be more 
productive than younger employees. Additionally, verbal communication 
is critical in business relationships. Research confirms verbal communica-
tion improves with age. Companies are looking for diversity to foster in-
novation and growth ... but which type? Only gender or ethnicity? Why not 
age diversity?

Older skilled workers add a level of diversity to a younger team that 
helps create well-rounded solutions. Institutional knowledge and maturity 
together make people 40 and over the perfect balance. We need to do more 

to capitalize on the skills, talents and experience of a significant number of 
senior workers who are usually overlooked and undervalued. Subsequently, 
employee loyalty toward employer increases with age.

 
AGE DISCRIMINATION LAWS

In previous generations, age was something to be admired and hon-
ored. However, in today’s world, it is looked upon with contempt. Only in 
certain high-level positions is being over 40 acceptable. We recognize it 
in management and politics, where we trust those with decades of expe-
rience. This form of discrimination continues to make the workforce un-
healthy for individuals and creates stagnation within our society as we are 
not open to change.

Many people over 40 have to stay in whatever job they are doing be-
cause their opportunities are limited. We need to teach our younger genera-
tions to respect our veterans instead of just throwing them under the bus.

Mark Zuckerberg once said, “If you are over 30 ... successful companies 
should not employ you.” This brought no outcry. Why? Because ageism is 
widely acceptable and silently encouraged. The majority do not view it as 
discrimination. The Age Discrimination in Employment Act forbids age dis-
crimination against people who are age 40 or older. Yes, there is legislation, 
but it is hard to prove. At the moment, it seems the Equal Employment Op-
portunity Commission has no interest in enforcing the law.

Age and experience should be rewarded, not punished. It’s time to stop 
discrimination on the grounds of a person’s age. We need strong advocates 
to stand up to businesses who embrace ageism. We can no longer sit idly by 
and tolerate this type of discrimination. It has gone on for far too long. Age 
diversity is just as important as any other type of diversity and should be 
included in a company’s diversity plan.

 
WORKER POOL IS GROWING

With the increased life expectancy and with many countries opting to 
push back the retirement age, ageism has become a critical issue.

The baby boomer generation may be getting older, but, they still flex a 
tremendous amount of economic (and voting) muscle. Only when we, as 

PRO Business   
March 2018

Need to Hire for the Busy Season? Consider Older Workers.
WE NEED TO DO MORE TO CAPITALIZE ON THE SKILLS, TALENTS AND EXPERIENCE 
OF SENIOR WORKERS WHO ARE USUALLY OVERLOOKED AND UNDERVALUED

Brigette Hyacinth

Common myths include they can’t learn, they are not 
creative, they are not as productive as younger employees, 
and customers do not respond as well to older workers. 
These are all based on false premises and assumptions.

individuals as well as a society, make it clear that the legal, financial, social, 
and other costs of age discrimination will be much steeper and more pain-
ful than any benefit — perceived or actual — that such employers might get 
through age discrimination will we begin to end such discrimination.

Even if you think this does not concern you now. Your decision to re-
main silent will come back to bite you. Inevitably, we all will grow old. ■

 
Brigette Hyacinth is a leadership expert, keynote speaker and author 

of the book, Purpose Driven Leadership. Reach her at brigettehyacinth@ 
mbacaribbean.org.
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“H e is ‘too old’ for this job,” the human resources manager says to 
me after we interviewed John (not his real name). She continued, 
saying he “will not fit into our culture.” John had been laid off at 

53 years old by his previous employer due to restructuring.
Ageism in the workplace is very real. It is the elephant in the room. I see 

uproars over every other “ism” (sexism, racism, etc.), but everyone turns a 
blind eye to ageism. It is being swept under the carpet. To the HR manager’s 
disappointment, I did hire John. John brought a wealth of experience and 
taught me a lot that I never learned from an MBA degree.

We live in a youth-oriented society. The hype about “out with the old, 
in with the new” needs to stop. You can’t Google experience. A person’s age 
doesn’t lessen their ability to work hard or to make a valuable contribution 
to the organization or society. When someone crosses 50 years old, it doesn’t 
mean they cannot function and should just retire and sit in a corner. Com-
mon myths include they can’t learn, they are not creative, they are not as 
productive as younger employees, and customers do not respond as well to 
older workers. These are all based on false premises and assumptions.

 
A PRIME EXAMPLE

Anna sent me this email:
“I would get telephone interviews, which would go quite well. However, 

when I showed up to the face-to-face interview, it never went further as they 
would classify me as ‘overqualified.’ ‘Seasoned’ is another word I routine-
ly heard. I feel like my 30 years’ of experience has become a double-edge 
sword. So I stopped putting the year I graduated from college on my resume. 
I also left out years from my employment history and started dyeing my hair 
and I finally got a job.”

It’s sad when someone has to submit to this ideal to land a job.
It’s easy to drop the years from the resume. It’s more difficult to hide 

that required information (DOB) on an online job application. A bigger 
majority of people don’t even get to an age discriminatory level. Keyword 
searches, 10-second resume scans and other high-volume candidate churn-
ing processes exclude many such candidates.

German researchers have found that older people tend to be more 
productive than younger employees. Additionally, verbal communication 
is critical in business relationships. Research confirms verbal communica-
tion improves with age. Companies are looking for diversity to foster in-
novation and growth ... but which type? Only gender or ethnicity? Why not 
age diversity?

Older skilled workers add a level of diversity to a younger team that 
helps create well-rounded solutions. Institutional knowledge and maturity 
together make people 40 and over the perfect balance. We need to do more 

to capitalize on the skills, talents and experience of a significant number of 
senior workers who are usually overlooked and undervalued. Subsequently, 
employee loyalty toward employer increases with age.

 
AGE DISCRIMINATION LAWS

In previous generations, age was something to be admired and hon-
ored. However, in today’s world, it is looked upon with contempt. Only in 
certain high-level positions is being over 40 acceptable. We recognize it 
in management and politics, where we trust those with decades of expe-
rience. This form of discrimination continues to make the workforce un-
healthy for individuals and creates stagnation within our society as we are 
not open to change.

Many people over 40 have to stay in whatever job they are doing be-
cause their opportunities are limited. We need to teach our younger genera-
tions to respect our veterans instead of just throwing them under the bus.

Mark Zuckerberg once said, “If you are over 30 ... successful companies 
should not employ you.” This brought no outcry. Why? Because ageism is 
widely acceptable and silently encouraged. The majority do not view it as 
discrimination. The Age Discrimination in Employment Act forbids age dis-
crimination against people who are age 40 or older. Yes, there is legislation, 
but it is hard to prove. At the moment, it seems the Equal Employment Op-
portunity Commission has no interest in enforcing the law.

Age and experience should be rewarded, not punished. It’s time to stop 
discrimination on the grounds of a person’s age. We need strong advocates 
to stand up to businesses who embrace ageism. We can no longer sit idly by 
and tolerate this type of discrimination. It has gone on for far too long. Age 
diversity is just as important as any other type of diversity and should be 
included in a company’s diversity plan.

 
WORKER POOL IS GROWING

With the increased life expectancy and with many countries opting to 
push back the retirement age, ageism has become a critical issue.

The baby boomer generation may be getting older, but, they still flex a 
tremendous amount of economic (and voting) muscle. Only when we, as 
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Need to Hire for the Busy Season? Consider Older Workers.
WE NEED TO DO MORE TO CAPITALIZE ON THE SKILLS, TALENTS AND EXPERIENCE 
OF SENIOR WORKERS WHO ARE USUALLY OVERLOOKED AND UNDERVALUED

Brigette Hyacinth

Common myths include they can’t learn, they are not 
creative, they are not as productive as younger employees, 
and customers do not respond as well to older workers. 
These are all based on false premises and assumptions.

individuals as well as a society, make it clear that the legal, financial, social, 
and other costs of age discrimination will be much steeper and more pain-
ful than any benefit — perceived or actual — that such employers might get 
through age discrimination will we begin to end such discrimination.

Even if you think this does not concern you now. Your decision to re-
main silent will come back to bite you. Inevitably, we all will grow old. ■

 
Brigette Hyacinth is a leadership expert, keynote speaker and author 

of the book, Purpose Driven Leadership. Reach her at brigettehyacinth@ 
mbacaribbean.org.
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ECLIPSE
NEW POWERFUL FRAGRANCE
WITH ODOR CAPTURING TECHNOLOGY

INTRODUCING

ECLIPSE

THANKS
FOR 

VISITING US

Partiers cut loose at the Somerset 
Amphitheater during the Summer Set Music 
& Camping Festival in Somerset, Wisconsin. 
(Photos by Brad Stauffer)

ON LOCATION

Rural Wisconsin 
outdoor music 

festival for millennials 
offers many fun and 

exciting challenges for 
Powers Liquid Waste 

Management

BY BETTY DAGEFORDE

Controlled 
Chaos

THE TEAM
Chris Hoppe and his wife, Shannon, are the 

owners of Powers Liquid Waste Management in New 
Richmond, Wisconsin. It’s primarily a septic pump-
ing company, but about 25 percent of their work is 
portable restrooms. They have one full-time employ-
ee, Zac Parfitt, but for three days twice a year, they 
bring in an additional 20 or so people to help out at 
two large music festivals, mostly family and friends 
including daughter Ashley Vanasse and her hus-
band, Steve; veteran helpers Gary Utecht and Craig 
Thomas; and brother-in-law Roger Rineck, who’s 
been a key player in the portable restroom side of the 
business. Ethan Lamirande came on board early to 
help with setup.

 
COMPANY HISTORY

Hoppe’s grandfather, Calvin Bud Powers, start-
ed the business in 1953 pumping septic systems. At 
one time, he also built portable restrooms to rent out. 
Different parts of the company were eventually taken 
over by his sons, with septic going to Hoppe’s aunt 
and uncle Daren and Tammy Powers in the 1980s. 

Hoppe worked for them until 2006 when he and his 
wife purchased the business. He added portable re-
strooms when he bought out a cousin in 2011, then a 
competitor a few years later, and eventually 50 units 
from Satellite Industries. The current inventory is 
about 210 units.

 
MAKING CONNECTIONS

While working for his uncle, Hoppe occasionally 
picked up additional income doing security work at 
the Somerset Amphitheater. One music festival in the 
mid-1990s got out of control, and the company pro-
viding portable restrooms refused to go in and clean 
them even though halfway through the multiday 
event the units were full. “The owner at the time knew 
what I did,” Hoppe says, “So they paid me to take my 
septic truck in and pump them out.” Over the next few 
years, he occasionally provided a similar service.

In 2011, a new owner came in and built perma-
nent restrooms and campgrounds. He used his own 
portable restrooms for events and had Hoppe service 
them, but as more units were needed, Hoppe got into 
the portable restroom business and started providing 
them. (continued)

THE JOB: Summer Set Music & Camping Festival

LOCATION: Somerset, Wisconsin

THE PRO: Powers Liquid Waste Management
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BY BETTY DAGEFORDE
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THE TEAM
Chris Hoppe and his wife, Shannon, are the 

owners of Powers Liquid Waste Management in New 
Richmond, Wisconsin. It’s primarily a septic pump-
ing company, but about 25 percent of their work is 
portable restrooms. They have one full-time employ-
ee, Zac Parfitt, but for three days twice a year, they 
bring in an additional 20 or so people to help out at 
two large music festivals, mostly family and friends 
including daughter Ashley Vanasse and her hus-
band, Steve; veteran helpers Gary Utecht and Craig 
Thomas; and brother-in-law Roger Rineck, who’s 
been a key player in the portable restroom side of the 
business. Ethan Lamirande came on board early to 
help with setup.

 
COMPANY HISTORY

Hoppe’s grandfather, Calvin Bud Powers, start-
ed the business in 1953 pumping septic systems. At 
one time, he also built portable restrooms to rent out. 
Different parts of the company were eventually taken 
over by his sons, with septic going to Hoppe’s aunt 
and uncle Daren and Tammy Powers in the 1980s. 

Hoppe worked for them until 2006 when he and his 
wife purchased the business. He added portable re-
strooms when he bought out a cousin in 2011, then a 
competitor a few years later, and eventually 50 units 
from Satellite Industries. The current inventory is 
about 210 units.

 
MAKING CONNECTIONS

While working for his uncle, Hoppe occasionally 
picked up additional income doing security work at 
the Somerset Amphitheater. One music festival in the 
mid-1990s got out of control, and the company pro-
viding portable restrooms refused to go in and clean 
them even though halfway through the multiday 
event the units were full. “The owner at the time knew 
what I did,” Hoppe says, “So they paid me to take my 
septic truck in and pump them out.” Over the next few 
years, he occasionally provided a similar service.

In 2011, a new owner came in and built perma-
nent restrooms and campgrounds. He used his own 
portable restrooms for events and had Hoppe service 
them, but as more units were needed, Hoppe got into 
the portable restroom business and started providing 
them. (continued)

THE JOB: Summer Set Music & Camping Festival

LOCATION: Somerset, Wisconsin

THE PRO: Powers Liquid Waste Management

www.walex.com


 THE MAIN EVENT
Summer Set Music & Camping Festival 

took place the weekend of Aug. 11-13, 2017 at 
the 160-acre Somerset Amphitheater in Som-
erset. Main activities for the millennial crowd 
were electronic dance music on multiple 
stages; camping; tubing down the Apple River; 
and, of course, eating and drinking. The event 
usually attracts about 20,000 people, but it was 
about half that in 2017 due to logistical issues 
affecting the promoter.

 
THE JOB

The company was tasked with providing 
and servicing portable restrooms, a restroom 

trailer, hand-wash stations, and holding tanks. 
They also serviced facility-owned units, rest-
room and shower trailers brought in by another 
vendor, and on-site permanent restrooms and 
showers. In addition, they pumped out RVs.

 
BY THE NUMBERS

Hoppe brought in 100 standard Satellite 
Industries Tufways to supplement the facility’s 
60 units and eight Satellite Industries Liberty 
wheelchair-accessible units. For food vend-
ing areas, he supplied six PolyPortables hand-
wash stations, six hand sanitizer stands (built 
by a friend), and six 250- and 500-gallon hold-
ing tanks. He also brought in one six-stall rest-
room trailer and one 1,500-gallon waste tank 
for the VIP Campground shower.

Units were set up in six groups of eight in 
the South Campground and one group of eight 
and three groups of five in the North Camp-
ground. The rest were sprinkled throughout 
the facility in production and backstage areas, 
security check-in, box office, parking lots, ven-
dor areas, medical and police, front of house 
and the artist compound.

A map helped the team keep track of 
everything, but Hoppe says a lot of it was just 
familiarity. “All I can tell you is we have a plan 

Part of the Powers Liquid Waste Management team stands in front 
of the company’s vacuum truck, a Sterling with a 5,000-gallon 
Presvac Systems tank and National Vacuum Equipment pump, 
along with the company’s Ford F-450 water truck. They’re about 
to service a row of Satellite Industries restrooms next to the 
campground at the Summer Set Music & Camping Festival.
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Above: Chris Hoppe, owner of 
Powers Liquid Waste Management 

in New Richmond, Wisconsin, is 
shown on location at the Summer Set 

Music & Camping Festival with his 
2006 Sterling truck that’s carrying a 
Presvac Systems tank and National 

Vacuum Equipment pump.

Right: Hoppe makes the rounds 
checking on some of the 100 Satellite 

Industries restrooms his company 
placed at the music festival.
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 THE MAIN EVENT
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and, of course, eating and drinking. The event 
usually attracts about 20,000 people, but it was 
about half that in 2017 due to logistical issues 
affecting the promoter.

 
THE JOB

The company was tasked with providing 
and servicing portable restrooms, a restroom 

trailer, hand-wash stations, and holding tanks. 
They also serviced facility-owned units, rest-
room and shower trailers brought in by another 
vendor, and on-site permanent restrooms and 
showers. In addition, they pumped out RVs.

 
BY THE NUMBERS

Hoppe brought in 100 standard Satellite 
Industries Tufways to supplement the facility’s 
60 units and eight Satellite Industries Liberty 
wheelchair-accessible units. For food vend-
ing areas, he supplied six PolyPortables hand-
wash stations, six hand sanitizer stands (built 
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ground. The rest were sprinkled throughout 
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security check-in, box office, parking lots, ven-
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familiarity. “All I can tell you is we have a plan 

Part of the Powers Liquid Waste Management team stands in front 
of the company’s vacuum truck, a Sterling with a 5,000-gallon 
Presvac Systems tank and National Vacuum Equipment pump, 
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of action that consists of starting here and finishing 
there,” he says. A spotter hired by the production 
company circulated through the facility checking 
restrooms. Any problems and Hoppe would have 
been called immediately. “But our goal,” he says, 
“and my guarantee is that they don’t have to call us. 
We promise our service to be that good.”

 
LET’S ROLL

Parfitt and Lamirande started delivering 
equipment a week before the event using a Ford 
F-550 vacuum truck, a Ford F-450 flatbed, 8- and 16-place hauling trailers, 
as well as a flatbed car trailer for the wheelchair-accessible units and hand-
wash stations. Before opening day, units were pressure washed, sanitized 
with lemon sanitizer from Supply Solutions, and freshened with coconilla-
scented deodorizer from J&J Chemical.

 
KEEPIN’ IT CLEAN

By Friday, all temporary help was on board, and the company started 
servicing everything three times a day. The first round began at 8 a.m., start-
ing with the campgrounds. They used a 2012 Ford F-550 built out by Lely 
Tank & Waste Solutions with a 750-gallon waste and 300-gallon freshwater 
steel tank and a 2006 Sterling built out by Presvac Systems with a 5,000-gal-
lon aluminum tank, both with National Vacuum Equipment pumps.

At 9 a.m., the team assigned to the permanent restrooms started clean-
ing and stocking — first the artists’ facilities, and then VIP camping, then the 
four buildings containing 30 toilets each. Working in shifts, they continually 
rotated through the facility until midnight.

By 10 a.m., the concert site opened and the team got a chance to head 
out to the Sportsmans Bar and Grill for breakfast. “All my guys go in and eat 
whenever they’re hungry,” Hoppe says. “We run a tab, and at the end of the 
concert, I go in and pay.” Another favorite spot was General Sam’s Bar and 
Grill. “Happy employees are hardworking employees,” Hoppe notes. After 
returning to the venue, they checked everything and started in on RVs.

The 3 p.m. service went faster because not all units needed servicing. 
Two people in each truck facilitated movement through crowds, but gener-
ally people were appreciative and happy to get out of the way, Hoppe reports. 

During the afternoon break, team members either went home 
or headed over to Hoppe’s house for socializing or a snooze on 
the lawn. Then, they returned and checked everything. The last 
service was at 9 p.m., in time for the midnight after-parties. The 
company had a key to the local treatment plant and made one or 
two trips each day.

 
GO WITH THE FLOW

Hoppe’s philosophy for servic-
ing events that can sometimes be a 
bit chaotic is to have a laser focus on 
doing the job and not getting con-
cerned about anything else going on 
around them. “We’re able to shut all 
that off,” he says. “My people’s jobs 
are to keep the toilets clean so that 
the people that hire us — their cus-
tomer — are happy. That’s what we 
worry about.” If something comes 
up that affects them, they love the 
challenge of figuring out how to deal 
with it on the fly. If somebody else 
needs help, they’re on it.

Two unplanned situations in 2017 that impacted them were the appear-
ance of unscheduled pop-up stages at random locations, causing an increase 
in portable restroom usage in unexpected areas, and the overuse of a bank 
of units in the handicap camping area when tubing companies chose to pick 
up their customers. Those are the types of things Hoppe will discuss with the 
facility manager in preparation for next year’s festival, along with any chang-
es the producers plan to make.

“It’s controlled chaos,” Hoppe says. “That’s what I like. When there’s a 
problem and you can solve it quickly — especially if it’s outside your scope 
of work — that’s even better.” He also enjoys the camaraderie. “You have 
your tense moments when everybody’s tired, but you also have your funny 
moments.” ■

J&J Chemical Co.
800-345-3303
www.jjchem.com
(See ad page 3)
 
Lely Tank & Waste Solutions
800-367-5359
www.lelytank.com
(See ad page 41)

National Vacuum Equipment, Inc.
800-253-5500
www.natvac.com
(See ad page 35)

 

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

Presvac Systems
800-387-7763
www.presvac.com
 
Satellite Industries
800-328-3332
www.satelliteindustries.com
(See ad, pages 22-23)
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“When there’s a problem and you can solve it 
quickly — especially if it’s outside your scope 
of work — that’s even better. You have your 
tense moments when everybody’s tired, but 
you also have your funny moments.”

CHRIS HOPPE

Crews were kept busy constantly 
monitoring and servicing restrooms 
to ensure festivalgoers always found 
a clean unit.

Temporary worker Ethan 
Lamirande washes a bank of 
Satellite Industries restrooms 
at the music festival.
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F-550 vacuum truck, a Ford F-450 flatbed, 8- and 16-place hauling trailers, 
as well as a flatbed car trailer for the wheelchair-accessible units and hand-
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with lemon sanitizer from Supply Solutions, and freshened with coconilla-
scented deodorizer from J&J Chemical.
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ing with the campgrounds. They used a 2012 Ford F-550 built out by Lely 
Tank & Waste Solutions with a 750-gallon waste and 300-gallon freshwater 
steel tank and a 2006 Sterling built out by Presvac Systems with a 5,000-gal-
lon aluminum tank, both with National Vacuum Equipment pumps.

At 9 a.m., the team assigned to the permanent restrooms started clean-
ing and stocking — first the artists’ facilities, and then VIP camping, then the 
four buildings containing 30 toilets each. Working in shifts, they continually 
rotated through the facility until midnight.

By 10 a.m., the concert site opened and the team got a chance to head 
out to the Sportsmans Bar and Grill for breakfast. “All my guys go in and eat 
whenever they’re hungry,” Hoppe says. “We run a tab, and at the end of the 
concert, I go in and pay.” Another favorite spot was General Sam’s Bar and 
Grill. “Happy employees are hardworking employees,” Hoppe notes. After 
returning to the venue, they checked everything and started in on RVs.

The 3 p.m. service went faster because not all units needed servicing. 
Two people in each truck facilitated movement through crowds, but gener-
ally people were appreciative and happy to get out of the way, Hoppe reports. 

During the afternoon break, team members either went home 
or headed over to Hoppe’s house for socializing or a snooze on 
the lawn. Then, they returned and checked everything. The last 
service was at 9 p.m., in time for the midnight after-parties. The 
company had a key to the local treatment plant and made one or 
two trips each day.
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ing events that can sometimes be a 
bit chaotic is to have a laser focus on 
doing the job and not getting con-
cerned about anything else going on 
around them. “We’re able to shut all 
that off,” he says. “My people’s jobs 
are to keep the toilets clean so that 
the people that hire us — their cus-
tomer — are happy. That’s what we 
worry about.” If something comes 
up that affects them, they love the 
challenge of figuring out how to deal 
with it on the fly. If somebody else 
needs help, they’re on it.

Two unplanned situations in 2017 that impacted them were the appear-
ance of unscheduled pop-up stages at random locations, causing an increase 
in portable restroom usage in unexpected areas, and the overuse of a bank 
of units in the handicap camping area when tubing companies chose to pick 
up their customers. Those are the types of things Hoppe will discuss with the 
facility manager in preparation for next year’s festival, along with any chang-
es the producers plan to make.

“It’s controlled chaos,” Hoppe says. “That’s what I like. When there’s a 
problem and you can solve it quickly — especially if it’s outside your scope 
of work — that’s even better.” He also enjoys the camaraderie. “You have 
your tense moments when everybody’s tired, but you also have your funny 
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J&J Chemical Co.
800-345-3303
www.jjchem.com
(See ad page 3)
 
Lely Tank & Waste Solutions
800-367-5359
www.lelytank.com
(See ad page 41)

National Vacuum Equipment, Inc.
800-253-5500
www.natvac.com
(See ad page 35)

 

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

Presvac Systems
800-387-7763
www.presvac.com
 
Satellite Industries
800-328-3332
www.satelliteindustries.com
(See ad, pages 22-23)

MORE INFO
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quickly — especially if it’s outside your scope 
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CRESCENT TANK VACUUM TANK 
The Crescent Tank 
vacuum tank is flat in-
side and out. It has no 
baffles, allowing it to be 
emptied completely to 
avoid internal corrosion, 
according to the manu-
facturer. With the included pump at specified cubic feet per minute, unnec-
essary fatigue of the structure is eliminated and the life of the tank is pro-
longed. It is made from 1/4-inch steel for structural strength. The workstation 
is designed for the portable restroom industry. The liftgate rail width allows 
units to fit, and multiple liftgate deck and rail options are available. It carries 
up to 10 portable restrooms based on the model, and the weight capacity is 
the same as a flatbed truck, the maker says. Freshwater is held inside the ex-
ternal 1/2-inch-thick poly tank to avoid wastewater contamination. It can be 
installed by Crescent Tank on any chassis within the specifications required 
for each model based on axle ratings and maximum load capacity, or it can 
be installed by the purchaser. 585-657-4104; www.crescenttank.com.

FMI TRUCK SALES & SERVICE WORKMATE
The WorkMate service 
truck from FMI Truck 
Sales & Service is de-
signed for the rigors 
of the portable sani-
tation industry. The 
always-equal weight 
distribution of the side-
winder tank extends brake life and improves handling. Its two food-grade 
poly water tanks are plumbed to provide brine, freshwater, premix, or any 
combination of fluids with no corrosion or rusty water. The ergonomically 
designed workstation with more than 60 cubic feet of storage space saves 
time and effort during the workday, minimizing restocking and driver 
movement. It carries four restrooms for delivery and pickup. E-track load 
securement systems eliminate the need for ropes. The modular design al-
lows components to be easily replaced or transferred if damaged. The entire 
vacuum system is plumbed using hot tar hose and Masport components. 
800-927-8750; www.fmitrucks.com.

LELY TANK & WASTE SOLUTIONS HAWK-2000
The Hawk-2000 steel, 
dual-sided portable re-
stroom tank from Lely 
Tank & Waste Solutions 
can be mounted on the 
customer’s choice of 
truck. It has a 1,600-gal-
lon compartment for 
waste and a 400-gallon, 
coated freshwater compartment. The hose trays are coated with a bed liner 
that also goes up the side of the tank to protect from the hose and other ob-
jects that are stored daily on the truck. There are two lockable cabinets, one 
on each side, to store items that need to be protected. The vacuum system is 
a Jurop/Chandler PN84 package with the secondary, oil catch and final filter. 
The water system has a DC-10 water pump with stainless impeller and feeds 
the 50-foot hose for each side. The tank has twin drop-down workstations at 
the rear, each with a bucket fill, chemical fill spigot and water hose connec-
tion. 800-367-5359; www.lelytank.com.

AMTHOR INTERNATIONAL FLAT VAC
The Flat Vac multipur-
pose portable restroom 
vacuum tank from 
Amthor International 
allows the operator to 
carry up to 12 restrooms 
on top of the tank and 
also pull a restroom de-
livery trailer. The tank has 
a rounded bottom with a 
full-length formed sump design for drainage and full baffles for strength. The 
flat tank has wastewater and freshwater compartments as well as an option for 
a chemical or brine compartment. It is available in steel, stainless steel or alu-
minum. It comes with a workstation and a vertical cabinet with an aluminum 
extruded door including numerous shelves. A liftgate is installed behind the 
tank to load and unload restrooms. All units are custom built to specifications. 
800-328-6633; www.amthorinternational.com.

Trucks and Tanks

VACUUM TANKS

VACUUM TRUCKS
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EASILY MOVE RESTROOMS
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* Price subject to availability
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Complete Package!
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> Diesel  
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Model 1100 (750/350)
Complete Package!
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CRESCENT TANK VACUUM TANK 
The Crescent Tank 
vacuum tank is flat in-
side and out. It has no 
baffles, allowing it to be 
emptied completely to 
avoid internal corrosion, 
according to the manu-
facturer. With the included pump at specified cubic feet per minute, unnec-
essary fatigue of the structure is eliminated and the life of the tank is pro-
longed. It is made from 1/4-inch steel for structural strength. The workstation 
is designed for the portable restroom industry. The liftgate rail width allows 
units to fit, and multiple liftgate deck and rail options are available. It carries 
up to 10 portable restrooms based on the model, and the weight capacity is 
the same as a flatbed truck, the maker says. Freshwater is held inside the ex-
ternal 1/2-inch-thick poly tank to avoid wastewater contamination. It can be 
installed by Crescent Tank on any chassis within the specifications required 
for each model based on axle ratings and maximum load capacity, or it can 
be installed by the purchaser. 585-657-4104; www.crescenttank.com.

FMI TRUCK SALES & SERVICE WORKMATE
The WorkMate service 
truck from FMI Truck 
Sales & Service is de-
signed for the rigors 
of the portable sani-
tation industry. The 
always-equal weight 
distribution of the side-
winder tank extends brake life and improves handling. Its two food-grade 
poly water tanks are plumbed to provide brine, freshwater, premix, or any 
combination of fluids with no corrosion or rusty water. The ergonomically 
designed workstation with more than 60 cubic feet of storage space saves 
time and effort during the workday, minimizing restocking and driver 
movement. It carries four restrooms for delivery and pickup. E-track load 
securement systems eliminate the need for ropes. The modular design al-
lows components to be easily replaced or transferred if damaged. The entire 
vacuum system is plumbed using hot tar hose and Masport components. 
800-927-8750; www.fmitrucks.com.

LELY TANK & WASTE SOLUTIONS HAWK-2000
The Hawk-2000 steel, 
dual-sided portable re-
stroom tank from Lely 
Tank & Waste Solutions 
can be mounted on the 
customer’s choice of 
truck. It has a 1,600-gal-
lon compartment for 
waste and a 400-gallon, 
coated freshwater compartment. The hose trays are coated with a bed liner 
that also goes up the side of the tank to protect from the hose and other ob-
jects that are stored daily on the truck. There are two lockable cabinets, one 
on each side, to store items that need to be protected. The vacuum system is 
a Jurop/Chandler PN84 package with the secondary, oil catch and final filter. 
The water system has a DC-10 water pump with stainless impeller and feeds 
the 50-foot hose for each side. The tank has twin drop-down workstations at 
the rear, each with a bucket fill, chemical fill spigot and water hose connec-
tion. 800-367-5359; www.lelytank.com.

AMTHOR INTERNATIONAL FLAT VAC
The Flat Vac multipur-
pose portable restroom 
vacuum tank from 
Amthor International 
allows the operator to 
carry up to 12 restrooms 
on top of the tank and 
also pull a restroom de-
livery trailer. The tank has 
a rounded bottom with a 
full-length formed sump design for drainage and full baffles for strength. The 
flat tank has wastewater and freshwater compartments as well as an option for 
a chemical or brine compartment. It is available in steel, stainless steel or alu-
minum. It comes with a workstation and a vertical cabinet with an aluminum 
extruded door including numerous shelves. A liftgate is installed behind the 
tank to load and unload restrooms. All units are custom built to specifications. 
800-328-6633; www.amthorinternational.com.
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Exclusive Manufacturer

800-253-5500    natvac.com

Designed Specifically
For The Portable 
Toilet Industry

Satisfaction Guaranteed...
Proudly made in the USA with 

a 2 year warranty against 
manufacturer defects.

Performance...
210 CFM

Serviceability...
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inspection port  and the 
ability to change the vanes 

right on the truck!
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IMPERIAL INDUSTRIES PORTABLE RESTROOM SERVICE UNIT
The portable restroom 
service unit from Im-
perial Industries has 
a single-compartment, 
700-gallon, epoxy-lined 
aluminum waste tank 
and 500-gallon aluminum flat water tank. It comes with a steel flow-through 
liftgate and hauls six restrooms on the aluminum flat water tank. Its water 
hose mixes chemicals with water attached to the suction hose, so users 
never have to leave restrooms while servicing them. This dual-sided service 
unit comes with hose cabinets, two garbage cans, a Burks DC10 water pump, 
a Cat pressure washer, two LED work lights and six strobe lights. 800-558-
2945; www.imperialind.com.

KEEVAC INDUSTRIES KV950 
The KeeVac Industries 
KV950 can be used by con-
tractors who want to stay 
under the DOT tanker en-
dorsement requirement 
yet still service a large 
route. With a capacity of 
650 gallons of wastewater 
and 300 gallons of freshwater, it can service 60 to 65 portable restrooms. It is 
available in carbon steel or aluminum, with either two- or four-wheel-drive 
chassis. A selection of vacuum pumps is available. It includes a two-unit 
fold-down restroom carrier with trailer hitch. An arctic package is also avail-
able. 866-789-9440; www.keevac.com.
 

PIK RITE PORTABLE RESTROOM SERVICE TRUCK
The Pik Rite portable re-
stroom service truck is a 
Peterbilt 337 chassis with a 
2,000-gallon (1,500-gallon 
waste and 500-gallon fresh-
water) aluminum vacuum 
tank. The side workstation 
features low and ergonom-
ically friendly hose hooks with the toolboxes, and a freshwater hose reel. Fill 
level is indicated by a freshwater sight tube in the front and four wastewater 
sight eyes in the rear. The tank is equipped with a low-profile primary and in-
ternal plumbing. The 4-inch discharge is located on the passenger side of the 
truck for curbside off-loading. The rear rack holds two standard restrooms 
and has a hydraulic lift for ease of loading. It has polished aluminum hose 
trays and LED lighting. 800-326-9763; www.pikrite.com.

PRESVAC SYSTEMS PORTABLE TOILET TRUCK
The Presvac Systems portable 
toilet truck is a versatile vacuum 
unit. Basic or custom models are 
available. Units come in carbon 
steel, stainless steel, or alumi-
num with vacuum pump op-
tions from 100 to 300 cfm at 28 
inches Hg full vacuum, water 
tank volumes of 300 to 500 gallons, and waste tank volumes from 400 to 1,500 
gallons. Options include custom hose trays and toolboxes and heated valves. 
800-387-7763; www.presvac.com.

TRUCKXPRESS MD950
The 650-gallon waste and 300-gallon 
freshwater MD950 restroom ser-
vice truck from TruckXpress re-
duces service times and driver fa-
tigue due to its ergonomic design, 
which places the pump switch, storage 
cabinet, hose, freshwater fill, and sprayer within easy reach of the driver. The 
powder-coated, carbon-steel tank is the most popular and comes with stain-
less steel cabinets, side panels and work area. The unit is equipped with two 
5-inch sight glasses for simple monitoring. For increased safety, the tank has 
an internal baffle system that prevents sudden weight shifts from side to side 
and front to back. Tanks are also available in stainless steel. 888-660-5434; 
www.satellitetruckxpress.com.

VACUUM TRUCKS
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IMPERIAL INDUSTRIES PORTABLE RESTROOM SERVICE UNIT
The portable restroom 
service unit from Im-
perial Industries has 
a single-compartment, 
700-gallon, epoxy-lined 
aluminum waste tank 
and 500-gallon aluminum flat water tank. It comes with a steel flow-through 
liftgate and hauls six restrooms on the aluminum flat water tank. Its water 
hose mixes chemicals with water attached to the suction hose, so users 
never have to leave restrooms while servicing them. This dual-sided service 
unit comes with hose cabinets, two garbage cans, a Burks DC10 water pump, 
a Cat pressure washer, two LED work lights and six strobe lights. 800-558-
2945; www.imperialind.com.

KEEVAC INDUSTRIES KV950 
The KeeVac Industries 
KV950 can be used by con-
tractors who want to stay 
under the DOT tanker en-
dorsement requirement 
yet still service a large 
route. With a capacity of 
650 gallons of wastewater 
and 300 gallons of freshwater, it can service 60 to 65 portable restrooms. It is 
available in carbon steel or aluminum, with either two- or four-wheel-drive 
chassis. A selection of vacuum pumps is available. It includes a two-unit 
fold-down restroom carrier with trailer hitch. An arctic package is also avail-
able. 866-789-9440; www.keevac.com.
 

PIK RITE PORTABLE RESTROOM SERVICE TRUCK
The Pik Rite portable re-
stroom service truck is a 
Peterbilt 337 chassis with a 
2,000-gallon (1,500-gallon 
waste and 500-gallon fresh-
water) aluminum vacuum 
tank. The side workstation 
features low and ergonom-
ically friendly hose hooks with the toolboxes, and a freshwater hose reel. Fill 
level is indicated by a freshwater sight tube in the front and four wastewater 
sight eyes in the rear. The tank is equipped with a low-profile primary and in-
ternal plumbing. The 4-inch discharge is located on the passenger side of the 
truck for curbside off-loading. The rear rack holds two standard restrooms 
and has a hydraulic lift for ease of loading. It has polished aluminum hose 
trays and LED lighting. 800-326-9763; www.pikrite.com.

PRESVAC SYSTEMS PORTABLE TOILET TRUCK
The Presvac Systems portable 
toilet truck is a versatile vacuum 
unit. Basic or custom models are 
available. Units come in carbon 
steel, stainless steel, or alumi-
num with vacuum pump op-
tions from 100 to 300 cfm at 28 
inches Hg full vacuum, water 
tank volumes of 300 to 500 gallons, and waste tank volumes from 400 to 1,500 
gallons. Options include custom hose trays and toolboxes and heated valves. 
800-387-7763; www.presvac.com.

TRUCKXPRESS MD950
The 650-gallon waste and 300-gallon 
freshwater MD950 restroom ser-
vice truck from TruckXpress re-
duces service times and driver fa-
tigue due to its ergonomic design, 
which places the pump switch, storage 
cabinet, hose, freshwater fill, and sprayer within easy reach of the driver. The 
powder-coated, carbon-steel tank is the most popular and comes with stain-
less steel cabinets, side panels and work area. The unit is equipped with two 
5-inch sight glasses for simple monitoring. For increased safety, the tank has 
an internal baffle system that prevents sudden weight shifts from side to side 
and front to back. Tanks are also available in stainless steel. 888-660-5434; 
www.satellitetruckxpress.com.

VACUUM TRUCKS

(continued)

Portable Restroom Delivery

RestroomDeliveryTrailers.com

Heavy Duty Steel with Double Axle, Electric Brakes, 
Flush Mounted Lights and Built-in Ratchet Straps

TRAILERS

877-445-5511

 6 Hauler ........$2700 (12ft)
 8 Hauler ........$3550 (16ft)
 10 Hauler .......$3850 (20ft)
 12 Hauler .......$4300 (24ft)
 14 Hauler .......$4800 (28ft)
 16 Hauler .......$5400 (32ft)
 18 Hauler .......$6200 (36ft)
 20 Hauler .......$6800 (40ft)
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Shop our easy-to-use decal webstore at
sANITATIONGRAPHICS.com

or call  our specialists for custom artwork at

800.829.3021

We Get You Recognized

Formerly ScreenTech Imaging

READY TO GET
rECOGNIZED?

ScreenTech Imaging 1.800.829.3021

PR-0124
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 US

www.pikrite.com
www.sanitationgraphics.com
www.restroomdeliverytrailers.com
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VACUUM TRUCKS

VACUTRUX LTD. HOOKLIFT ROUTETRUX
Oversized and heavy portable restrooms can be handled with ease with the 
Hooklift Routetrux from Vacutrux Ltd. It has a 4,000-pound traveling winch 
to pull and lift up to 9,000 pounds. It has an 800-gallon, two-compartment 
galvanized steel vacuum tank with Wally 202 hydraulic drive, and it is shown 
mounted on a 33,000-pound GVW-rated Hino chassis. 800-305-4305; 
www.vacutrux.com.

BEST ENTERPRISES HEATING LINES
Items such as water pumps, water 
compartments, hose reels, and wa-
terlines used on vacuum trucks can 
freeze and fail during winter months 
while servicing portable restroom 
and septic tanks. However, install-
ing double-insulated lines from Best 
Enterprises that run from the truck’s 
radiator to the heated coils installed 
inside the water compartment, heat-
ed water collars, and waste dumps, allows warm water/antifreeze to flow 
through the system, keeping the equipment operational in freezing weather. 
Having the heated collars on the waste dump and water dump valves allows 
for operations such as sucking out waste, washing out portable restrooms, 
and dumping waste in freezing conditions. Placing high-pressure water 
pumps, washdown pumps, vacuum pumps and hose reels inside insulated 
stainless steel or aluminum boxes with DC heaters can keep pumps and 
lines from freezing. This DC electric heater has a three-speed fan motor, so 
the heat can be adjusted. 501-988-1905; www.bestenterprises.net.

FRUITLAND ELIMINATOR 250PT 
The Eliminator 250PT from Fruitland was 
designed with a smaller mount and ac-
cessories, allowing it to fit on almost all 
portable restroom service trucks while 
still allowing for big-truck, continuous-
duty performance. 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 gear-
box 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 installa-
tion. 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.

MORO USA DCSS
The DCSS heavy-duty, 12-volt wash-
down pump from Moro USA is de-
signed for filling sinks and toilets. It 
has a maximum delivery rate of 20 
gpm at 42 psi and uses a 1 hp, 12-volt 
DC motor with a 1-inch discharge and 1 
1/4-inch intake. It has a high-grade stain-
less steel impeller, Viton elastomers, a pressure switch, and a 12-volt sole-
noid, allowing full-control flow at the nozzle without damaging the pump. It 
has an industrial-grade epoxy-coated, painted motor to protect against rust. 
Its stainless steel pump head won’t break in freezing winter temperatures. It 
weighs 52 pounds. 800-383-6304; www.morousa.com.
 

NATIONAL VACUUM EQUIPMENT 
CHALLENGER 304  
The Challenger 304 vacuum pump from Na-
tional 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 en-
gine. Standard packages are available in gearbox drive 
or with a hydraulic drive adapter. The package is designed with a ductile iron 
housing and stainless steel braided oil lines for durability. Routine mainte-
nance, such as vane inspection and replacement, can be done without re-
moving the pump from the truck. 800-253-5500; www.natvac.com. ■

VACUUM TRUCK PARTS/COMPONENTS

http://www.vacutrux.com
http://www.bestenterprises.net
http://www.fruitlandmanufacturing.com
http://www.morousa.com
http://www.natvac.com
www.fmitrucks.com
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lines from freezing. This DC electric heater has a three-speed fan motor, so 
the heat can be adjusted. 501-988-1905; www.bestenterprises.net.
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The Eliminator 250PT from Fruitland was 
designed with a smaller mount and ac-
cessories, allowing it to fit on almost all 
portable restroom service trucks while 
still allowing for big-truck, continuous-
duty performance. 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 gear-
box 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 installa-
tion. 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.
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The DCSS heavy-duty, 12-volt wash-
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signed for filling sinks and toilets. It 
has a maximum delivery rate of 20 
gpm at 42 psi and uses a 1 hp, 12-volt 
DC motor with a 1-inch discharge and 1 
1/4-inch intake. It has a high-grade stain-
less steel impeller, Viton elastomers, a pressure switch, and a 12-volt sole-
noid, allowing full-control flow at the nozzle without damaging the pump. It 
has an industrial-grade epoxy-coated, painted motor to protect against rust. 
Its stainless steel pump head won’t break in freezing winter temperatures. It 
weighs 52 pounds. 800-383-6304; www.morousa.com.
 

NATIONAL VACUUM EQUIPMENT 
CHALLENGER 304  
The Challenger 304 vacuum pump from Na-
tional 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 en-
gine. Standard packages are available in gearbox drive 
or with a hydraulic drive adapter. The package is designed with a ductile iron 
housing and stainless steel braided oil lines for durability. Routine mainte-
nance, such as vane inspection and replacement, can be done without re-
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VACUUM TRUCK PARTS/COMPONENTS

WE CALL IT  
MAJESTIC

These are Royal Accommodations

Since inventing the first VIP (Very Impressive  
Portable) over 25 years ago, NuConcepts continues 
to innovate with our new Majestic restroom trailer. 
All of our restrooms are self contained, solar  
powered and full flushing with sealed waste tanks. 
The stylish Majestic restroom trailer includes:

Optional AC/Heater units require 110V

•  Spacious Individual 
Restrooms

•  Shared Sealed  
Roto-cast Tanks

• Solar Power
• Recessed LED Lighting
•  Single Cast Counter 

& Sink

• Beveled Glass Mirror
•  Single & Sealed  

Dump Valve
• Powered Roof Vent
•  Flushing Porcelain 

Toilet
•  Custom Options  

Available

Prestige InteriorVIP Prestige DiplomatVIP Interior

Available as portable restrooms or multi-unit trailers, NuConcepts 
builds a VIP that is just right for your customers. All of our units,  
including our durable deli sink, are hand crafted in the U.S.A.  
We build with proprietary aluminum structural fittings, CNC-cut 
panels and high quality components. 

CALL FOR YOUR LUXURY OPTIONS AND CUSTOM QUOTE

Manufacturer of Modern, Durable,  
Easy-to-Maintain Portable Sanitation Equipment.

909-930-6244 | 800-334-1065
1737 S Vineyard Ave.  

Ontario, California 91761
www.NuConcepts.com  | info@NuConcepts.com

Visit Our Website and Video at www.NuConcepts.com

Visit us at PSAI Convention and Trade Show,  
Portland, Oregon |  March 21-24, 2018

THANKS
FOR

VISITING
 US

THANKS
FOR 

VISITING US

THANKS
FOR 

VISITING US

http://www.NuConcepts.com
mailto:info@NuConcepts.com
http://www.NuConcepts.com
www.ritam.com
www.centurypaper.com
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Vacuum truck innovator
LaVerne Charlet passes away

Wastewater industry pioneer LaVerne Charlet passed away Dec. 20 in 
Paducah, Kentucky. He was 83. Charlet was a manufacturer, marketer and 
innovator in the vacuum truck industry and a recipient of the prestigious 
Ralph Macchio Lifetime Achievement Award presented by COLE Publish-
ing founder Bob Kendall at the Pumper & Cleaner Environmental Expo.

In 2004, Charlet was honored by Pumper as influential in vacuum 
truck technology. He was instrumental in septic service companies mov-
ing away from rudimentary diaphragm pumps or creating suction off a 
truck’s intake manifold and utilizing modern pumps and vacuum tanks.

“We’d buy a truck and build a body. I’d jump in to the truck and go out 
and do some demonstrations and sell it. Then I’d come back and we would 
do it all again,” he recalled at the time. “When I demonstrated a truck with a 
vacuum pump, they were amazed. Some people, after the demonstration, 
would refuse to buy one. They’d say, ‘People wouldn’t pay me — they’d 
think I was getting money too easily.’”

Charlet operated the vacuum tank manufacturing company Industrial 
Municipal Engineering, or IME, with Leland Pearson and then later started 
an aluminum tank distributorship, LC Tanks. In 2004, he told Pumper that 
IME was the first company to introduce full-opening rear doors and hoist-
ed tanks, and brought Moro pumps to the U.S. market. Charlet also served 
as president of Kentucky-based IBEX, which manufactured vacuum trucks 
and dewatering systems.

In a 2012 letter in Pumper, Charlet announced the sale of LC Tanks 
and his retirement after 45 years in the liquid waste industry. Charlet was a 
U.S. Navy veteran. Memorials may be made to the Alzheimer’s Association, 
Greater Kentucky Chapter, 6100 Dutchmans Lane, Suite 401, Louisville, KY 
40206-3506.

 
Davis appointed vice president 
of manufacturing for Lely Tank & 
Waste Solutions

Chad Davis has been promoted to vice president of 
manufacturing for Lely Tank & Waste Solutions in Wil-
son, South Carolina. He formerly served as operations 
and service manager for the company and has worked for 
Lely Tank & Waste Solutions since 2003. He will oversee 
manufacturing operations in North Carolina and Texas.

 
Palmer named president and CEO 
of Mitsubishi Fuso Truck of America

Mitsubishi Fuso Truck of America promoted Justin Palmer to presi-
dent and CEO. He replaces Jack Glasman. Palmer joined the company in 
2015 and spent the last two years as its director of business operations. ■
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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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At the oregon Jamboree 
music festival, the crew 
at Buck’s Sanitary Service 
provides service that singsprovides service that sings
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 Let’s roLL

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

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

 

keepin’ it cLean

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

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

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

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

 

saMe But different

In one sense, Weld was an old pro at this event, so it was “pretty much 
business as usual,” he says. On the other hand, the size and scope had 
changed significantly over the years — their first year, they brought in 60 
units for one venue and four campgrounds. “That was the most difficult 
thing for me,” he says. “So I had to get my act together.” He quickly got his 
arms around it. “You’ve got to just scratch your head and kick it in gear and 
go. We didn’t stop moving all weekend.” ■
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^^^ Milah Weld helps out her father’s crew, keeping restrooms and hand-wash 
stations stocked with soap and paper products at the Oregon Jamboree, includ-
ing these Wave sinks from Satellite Industries.

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 

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

MOJOMOJO
Music City

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

PoshPrivy Nashville, Tenn.
★
Tennessee

(continued)

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

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

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

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

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

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

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

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

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

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

(continued)

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

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

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

 
TARGETING CUSTOMERS

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

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

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

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

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

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

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

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

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

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

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

Brandon Mcneely

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

^^^ McNeely runs a power cord to his Porta Pal unit from 
Rich Restrooms. Music City customers organizing backyard 
weddings and special events want a lot of amenities when 
shopping for portable sanitation units.
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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.
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brides and brides’ mothers, they want the best. This is not just a business 
proposition for them.”
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play key roles in establishing and building the company’s unique brand. His 
maxim is “Redefining the portable restroom experience.” That starts with 
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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 
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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 
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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 
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^^^ 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 
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about a specialty restroom service company in an online news story. The 
concept of renting posh privies for business, family or formal affairs might 
offer everything he desired: independence, flexible hours, fun and exciting 
events, a service that won’t fade away, and weekend work that allows him to 
keep the “day job” he loves.

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely
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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.
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Vacuum truck innovator
LaVerne Charlet passes away

Wastewater industry pioneer LaVerne Charlet passed away Dec. 20 in 
Paducah, Kentucky. He was 83. Charlet was a manufacturer, marketer and 
innovator in the vacuum truck industry and a recipient of the prestigious 
Ralph Macchio Lifetime Achievement Award presented by COLE Publish-
ing founder Bob Kendall at the Pumper & Cleaner Environmental Expo.

In 2004, Charlet was honored by Pumper as influential in vacuum 
truck technology. He was instrumental in septic service companies mov-
ing away from rudimentary diaphragm pumps or creating suction off a 
truck’s intake manifold and utilizing modern pumps and vacuum tanks.

“We’d buy a truck and build a body. I’d jump in to the truck and go out 
and do some demonstrations and sell it. Then I’d come back and we would 
do it all again,” he recalled at the time. “When I demonstrated a truck with a 
vacuum pump, they were amazed. Some people, after the demonstration, 
would refuse to buy one. They’d say, ‘People wouldn’t pay me — they’d 
think I was getting money too easily.’”

Charlet operated the vacuum tank manufacturing company Industrial 
Municipal Engineering, or IME, with Leland Pearson and then later started 
an aluminum tank distributorship, LC Tanks. In 2004, he told Pumper that 
IME was the first company to introduce full-opening rear doors and hoist-
ed tanks, and brought Moro pumps to the U.S. market. Charlet also served 
as president of Kentucky-based IBEX, which manufactured vacuum trucks 
and dewatering systems.

In a 2012 letter in Pumper, Charlet announced the sale of LC Tanks 
and his retirement after 45 years in the liquid waste industry. Charlet was a 
U.S. Navy veteran. Memorials may be made to the Alzheimer’s Association, 
Greater Kentucky Chapter, 6100 Dutchmans Lane, Suite 401, Louisville, KY 
40206-3506.

 
Davis appointed vice president 
of manufacturing for Lely Tank & 
Waste Solutions

Chad Davis has been promoted to vice president of 
manufacturing for Lely Tank & Waste Solutions in Wil-
son, South Carolina. He formerly served as operations 
and service manager for the company and has worked for 
Lely Tank & Waste Solutions since 2003. He will oversee 
manufacturing operations in North Carolina and Texas.

 
Palmer named president and CEO 
of Mitsubishi Fuso Truck of America

Mitsubishi Fuso Truck of America promoted Justin Palmer to presi-
dent and CEO. He replaces Jack Glasman. Palmer joined the company in 
2015 and spent the last two years as its director of business operations. ■
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BUSINESSES
Owners ready to retire: Septic tank and 
portable toilet business for sale. Highly-rep-
utable family business. Grease tank pump-
ing contracts. 23 years of service with the 
same phone number included. We have a 
loyal customer base. (1) 4,200-gallon vac 
truck (1) 2,500-gallon vac truck (1) septic 
tank set truck (1) portable toilet truck (1) 
Excavator with trailer (160) portable toilets 
(2) Handwashing stations (5) handicap por-
table toilets. Panhandle of Florida. Endless 
potential. Serious inquiries only. Can be sold 
without portable toilets business. Call/text 
850-516-9573  (P03)

WEST TEXAS Portable toilet rentals & septic 
business for sale. 30+ yrs. in business. 150 
PolyJohn toilets, 5 handicap toilets, 5 hand-
wash stations, 1 trash trailer, 30 holding 
tanks, 3 trucks (all running daily). Call 325-
656-6007  (P03)

Start your own septic service business 
in Florida! For more information call 931-
248-1284.   (PBM)

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

PORTABLE RESTROOMS

Approximately 40 used portable rest-
rooms. Some need minor repairs: loose 
runners, door locks, etc. Asking $175 
each for large quantities.

Contact baystrash@aol.com 
or 540-871-0107, VA T03

120 Satellite Tufways, sand, good-to-new 
condition $300-$900. Also have 21 Poly-
John hi-rise units @ $500. 2012 Dodge 
5500, 4x4, diesel auto.,90% tires. Best En-
terprises stainless-steel 800/300 tank, Ma-
sport pump, PTO-drive power washer. Also 
includes Leeson washdown pump for filling 
holding tanks, 30 ft. TigerTail vacuum hose, 
toolboxes. Stored inside heated shop. Ready 
to work! Asking $55,000 OBO. Contact Rick 
@ 517-468-7677, MI.  (T05)

4,000 used portable restrooms for sale. Up-
dating our fleet to the new Zenith portable 
restrooms from Sansom Industries. Prices 
range from $125 - $325. Call Jim Reisinger 
@ 314-776-4000.  (TBM)

For Sale: 150 used, clean and good working 
condition portable toilets. Satellite and Poly-
Portables brands. All are matching light brown 
and located in North Dakota. $300 each, FOB 
Dickinson, ND. Contact 701-590-1700 or 
701-264-5974 for more information.  (T03)

Portable restrooms for sale, construction-
grade, various types: Satellite, Five Peaks 
and PolyJohn. Price range from $75 to $225 
depending on quality of unit. Some will need 
repair. Call or text Ryan 951-834-3790. (P03)

Used blue PolyPortables restrooms for sale. 
Some with sinks, some without. Ready to 
rent out. Starting at $200. We are updating 
inventory. Call Sam 707-554-8258.  (P03)

59 Hampel Global & Deluxe models. 2 ADA 
handicap. 1 enhanced Polyportable. All units 
are event-ready. $350/$400/$600/$350. 
Call or text 207-841-4267.  (P03)

100 PolyJohn PJN3 portable toilets and 30 
PolyJohn Bravo handwash stations for sale. 
$350/ea. Contact Jason Morgan 361-484-
9583.  (P03)

PORTABLE RESTROOM TRAILERS

2017 Satellite Suites Commercial Series 
restroom trailer. Suite 6 x 14 4-station rest-
room trailer. This trailer is in excellent shape, 
used during our renovation for our guests. 
Many upgrades. Like-new.  SPECIFICATIONS: 
Length: 14’ box, 19’ w/tongue. Width: 8’5”, 
9’6” w/steps down. Height: 11’3” including 
a/c unit. Fresh: 200 gallons. Waste: 440 gal-
lons. Weight: 5280 lbs. Axle: 7,000 lb. tor-
sion. Wheels: 16” aluminum. $35,000 OBO. 
Please call 707-923-2124, ext. 144 or email 
nhanke@benbowinn.com  (T03)

2015 Satellite Suites 6x10 commercial 
2-station model. Arctic Extreme pack-
age, many upgrades. Used twice, like new. 
$25,000 OBO. Call 218-750-8185 or email 
info@a1servicesmn.com  (T03)

2- and 3-station 2009 Wells Cargo re-
stroom trailers for sale. Excellent condi-
tion, well maintained. Great price for both. 
Call or email for pictures and specs. Na-
tional Restroom Trailers 877-727-3621 or 
sales@nationalrestroomtrailers.com  (P03)

PORTABLE RESTROOM TRUCKS

Upgraded fleet and have these daily route 
trucks available in Georgia: 2002 F550, 900 
/350 $10,000. 1993 International, 1,000/ 
300 $10,000. 2000 Isuzu, 750/300 $5,000. 
2005 GMC, 900/300 $15,000. 2000 F550, 
750/300 $10,000. Call 478-718-9451 (T03)

2007 Ford F550 diesel, 345,000 miles. Im-
perial 800/300 aluminum tank. Masport 
HXL4 vacuum pump, shaft driven.$15,000. 
Please contact Tim at 585-738-5381.  (P03)

2007 Kenworth T300: 1,100 waste/400 
fresh stainless-steel Best Enterprises 
tank. Dual 2” suction hoses, dual bucket 
dumps, 3” suction port. Dual toolboxes, 
heated freshwater dump valve, new Mas-
port H7-5V, DC10 washdown pump. New 
5.9 Cummins engine with 9,253 miles 
installed by Kenworth dealer. Allison au-
tomatic transmission. All new: front-end 
bushings, brakes, king pins, air compressor, 
regulator, alignment, steer tires. 260,000 
total miles. Ready to work. $60,000 OBO. 
Ryan 307-231-1161  (P03)

2003 Ford F550, Satellite tank, 251,000 
miles. Good or better condition, red in 
color. Aluminum wheels, nice truck. Still 
pumping tanks but out of toilet business. 
$16,500. Can send pictures. 815-716-0528; 
furrexc@yahoo.com  (P03)

POSITIONS AVAILABLE

Sansom Industries hiring sales personnel, 
preferably with sales experience & skills for 
a new line of portable restrooms. Southwest 
region. Call Clyde @ 314-277-2873.  (TBM)
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portable toilet business for sale. Highly-rep-
utable family business. Grease tank pump-
ing contracts. 23 years of service with the 
same phone number included. We have a 
loyal customer base. (1) 4,200-gallon vac 
truck (1) 2,500-gallon vac truck (1) septic 
tank set truck (1) portable toilet truck (1) 
Excavator with trailer (160) portable toilets 
(2) Handwashing stations (5) handicap por-
table toilets. Panhandle of Florida. Endless 
potential. Serious inquiries only. Can be sold 
without portable toilets business. Call/text 
850-516-9573  (P03)

WEST TEXAS Portable toilet rentals & septic 
business for sale. 30+ yrs. in business. 150 
PolyJohn toilets, 5 handicap toilets, 5 hand-
wash stations, 1 trash trailer, 30 holding 
tanks, 3 trucks (all running daily). Call 325-
656-6007  (P03)

Start your own septic service business 
in Florida! For more information call 931-
248-1284.   (PBM)
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PORTABLE RESTROOMS

Approximately 40 used portable rest-
rooms. Some need minor repairs: loose 
runners, door locks, etc. Asking $175 
each for large quantities.

Contact baystrash@aol.com 
or 540-871-0107, VA T03

120 Satellite Tufways, sand, good-to-new 
condition $300-$900. Also have 21 Poly-
John hi-rise units @ $500. 2012 Dodge 
5500, 4x4, diesel auto.,90% tires. Best En-
terprises stainless-steel 800/300 tank, Ma-
sport pump, PTO-drive power washer. Also 
includes Leeson washdown pump for filling 
holding tanks, 30 ft. TigerTail vacuum hose, 
toolboxes. Stored inside heated shop. Ready 
to work! Asking $55,000 OBO. Contact Rick 
@ 517-468-7677, MI.  (T05)

4,000 used portable restrooms for sale. Up-
dating our fleet to the new Zenith portable 
restrooms from Sansom Industries. Prices 
range from $125 - $325. Call Jim Reisinger 
@ 314-776-4000.  (TBM)

For Sale: 150 used, clean and good working 
condition portable toilets. Satellite and Poly-
Portables brands. All are matching light brown 
and located in North Dakota. $300 each, FOB 
Dickinson, ND. Contact 701-590-1700 or 
701-264-5974 for more information.  (T03)

Portable restrooms for sale, construction-
grade, various types: Satellite, Five Peaks 
and PolyJohn. Price range from $75 to $225 
depending on quality of unit. Some will need 
repair. Call or text Ryan 951-834-3790. (P03)

Used blue PolyPortables restrooms for sale. 
Some with sinks, some without. Ready to 
rent out. Starting at $200. We are updating 
inventory. Call Sam 707-554-8258.  (P03)

59 Hampel Global & Deluxe models. 2 ADA 
handicap. 1 enhanced Polyportable. All units 
are event-ready. $350/$400/$600/$350. 
Call or text 207-841-4267.  (P03)

100 PolyJohn PJN3 portable toilets and 30 
PolyJohn Bravo handwash stations for sale. 
$350/ea. Contact Jason Morgan 361-484-
9583.  (P03)

PORTABLE RESTROOM TRAILERS

2017 Satellite Suites Commercial Series 
restroom trailer. Suite 6 x 14 4-station rest-
room trailer. This trailer is in excellent shape, 
used during our renovation for our guests. 
Many upgrades. Like-new.  SPECIFICATIONS: 
Length: 14’ box, 19’ w/tongue. Width: 8’5”, 
9’6” w/steps down. Height: 11’3” including 
a/c unit. Fresh: 200 gallons. Waste: 440 gal-
lons. Weight: 5280 lbs. Axle: 7,000 lb. tor-
sion. Wheels: 16” aluminum. $35,000 OBO. 
Please call 707-923-2124, ext. 144 or email 
nhanke@benbowinn.com  (T03)

2015 Satellite Suites 6x10 commercial 
2-station model. Arctic Extreme pack-
age, many upgrades. Used twice, like new. 
$25,000 OBO. Call 218-750-8185 or email 
info@a1servicesmn.com  (T03)

2- and 3-station 2009 Wells Cargo re-
stroom trailers for sale. Excellent condi-
tion, well maintained. Great price for both. 
Call or email for pictures and specs. Na-
tional Restroom Trailers 877-727-3621 or 
sales@nationalrestroomtrailers.com  (P03)

PORTABLE RESTROOM TRUCKS

Upgraded fleet and have these daily route 
trucks available in Georgia: 2002 F550, 900 
/350 $10,000. 1993 International, 1,000/ 
300 $10,000. 2000 Isuzu, 750/300 $5,000. 
2005 GMC, 900/300 $15,000. 2000 F550, 
750/300 $10,000. Call 478-718-9451 (T03)

2007 Ford F550 diesel, 345,000 miles. Im-
perial 800/300 aluminum tank. Masport 
HXL4 vacuum pump, shaft driven.$15,000. 
Please contact Tim at 585-738-5381.  (P03)

2007 Kenworth T300: 1,100 waste/400 
fresh stainless-steel Best Enterprises 
tank. Dual 2” suction hoses, dual bucket 
dumps, 3” suction port. Dual toolboxes, 
heated freshwater dump valve, new Mas-
port H7-5V, DC10 washdown pump. New 
5.9 Cummins engine with 9,253 miles 
installed by Kenworth dealer. Allison au-
tomatic transmission. All new: front-end 
bushings, brakes, king pins, air compressor, 
regulator, alignment, steer tires. 260,000 
total miles. Ready to work. $60,000 OBO. 
Ryan 307-231-1161  (P03)

2003 Ford F550, Satellite tank, 251,000 
miles. Good or better condition, red in 
color. Aluminum wheels, nice truck. Still 
pumping tanks but out of toilet business. 
$16,500. Can send pictures. 815-716-0528; 
furrexc@yahoo.com  (P03)

POSITIONS AVAILABLE

Sansom Industries hiring sales personnel, 
preferably with sales experience & skills for 
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