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TUFF-JON

•   Tank sizes 60,  
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•  Standard holes  
are 2 - 3" holes 
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•  Can customize 
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your specs 

• Lifting Bracket  
Assembly
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• Corner Shelf
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The TSF Company Inc. 
2930 S St. Phillips Rd. | Evansville, IN 47712 
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BEST ENTERPRISES, INC.BEST ENTERPRISES, INC.

940 CFM AND LESS MAINTENANCE
NVE 4310 BLOWER

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

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

If you’re looking to tackle the 

big jobs with ease, then you 

should consider The NVE 43 

series. At Best Enterprises  

we can make that happen  

for you on your custom Tank.   

CALL FOR DETAILS AND 

A QUOTE FOR YOUR  

CUSTOM TANK!

400 waste / 200 water 300 waste / 150 water 

GH1100    
800 waste/ 300 water mounted on a Dodge 5500

Best Enterprises, Inc.
Located in Cabot, Arkansas  

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

Don’t Settle for Less
Demand the BEST!

Building Quality Stainless Steel Tanks Since 1978

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

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

Since 2009 our customers know 

Work Smart, Not Hard  
Ask about Our Remote Vac. Start. 

Be rewarded with 100% connectivity  
from up to 500 feet away  

from the truck
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From festivals to sports events to construction sites, we’ve got you covered.
Five Peaks® understands that remote locations, big crowds and hot weather are part of the job. Year after year 

our customers have come to count on our consistent dedication to tough durable products and outstanding service. 
Plus all of our restrooms come with standard features that no one can compete with for quality or price. 

Our goal at Five Peaks® is to make sure that our restrooms are as tough as our customers.

GET THE BEST IN PORTABLE SANITATION 
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T he portable sanitation industry is dynamic and ever changing. Small 
companies can grow quickly. Manufacturers push the limits of inno-
vation to serve their customers. Competition flourishes and pushes 

every PRO to work smarter.
Your job is to respond to the growing demands of a general public that 

now expects to find relief stations placed conveniently on construction sites, 
at special events, and wherever crowds gather. Our job at PRO is to keep 
pace with an industry that is maturing at a fast pace, bringing news you 
can use once a month in the mailbox and daily in an online format at www.
promonthly.com.

We’re here to help you with your mission. And I’m asking you to help 
us with ours.

Well into our second decade of publishing the magazine, we’ve 
continued with a number of popular monthly feature stories, most notably 
our Contractor PROfile, On Location and Take 5 packages that highlight 
interesting PROs. We look for a wide range of contractors to feature, from 
seasoned industry veterans to younger contractors just starting out.

We’ve featured well over 300 restroom contractors over the years, covering 
the histories of their family businesses and following them to photograph their 
crews working events across North America. We’ve been to music festivals, air 
shows, state fairs, football stadiums … and last month we even highlighted a 
Minnesota company that had the honor of working the Super Bowl.

It’s been great fun for me and our writers and photographers to get 
to know the hardworking folks who provide these vital portable sanitation 
services. It doesn’t matter whether we’re talking to a father-and-son team 
who operate one truck and have an inventory of 150 restrooms or the CEO of 
a large regional or national company. We learn from their valuable business 
insights and pass the advice along to you. We will certainly continue to 
publish these major features and hope PROs continue to be receptive to 
sharing their success stories.

We also publish a Product Focus story, as well as a handy Buyer’s Guide 
once a year (which appeared in the June issue). These features provide you 
with information on the latest innovations from portable sanitation industry 
manufacturers and connect you with the professionals who can help you 
determine which products will help you grow and work more efficiently. 

 
MORE FOR YOU

We’d like to bolster our coverage with more content to help bring PROs 
together to share information and network as a group. That’s where you 
come in.

We often hear from readers who say they look forward to receiving 
the magazine every month and enjoy learning about the companies we 

feature. In fact, readers have told me they like to pass each issue around to 
the crew before filing it in a bookcase for reference later. (Thank you, by the 
way, to all the PROs who regularly read the magazine). I always follow that 
feedback by inviting PROs to get more involved with us. As I like to say, this 
magazine is yours. It wouldn’t exist without you.

So how do you contribute to the editorial content? Contact me and offer 
your opinions, give a story suggestion or share your own advice in response 
to an article you read. If you drop me an email at editor@promonthly.com, 
I promise to respond.

One of the obvious ways to help out is to suggest a company for a 
PROfile or Take 5 feature. That could be your company or another deserving 
restroom business you know about. Maybe there’s someone in the industry 
who you think should be recognized for many years of professional service to 
his or her community. Maybe you know about a PRO or a multigenerational 
company we haven’t featured yet and you think we should. I follow up every 
PROfile suggestion shared with me.

Or how about suggesting an event for our On Location feature? The 
summer/fall event season has a long way to go, and we are always looking 
for new and interesting venues to visit. And you may have never considered 
this: We know that many event organizers (your customers) are ecstatic to 
see their celebration promoted in a national magazine, sometimes even 
landing on the cover. Give us a call before your premier event of the season, 
and we’ll see if we can send a photographer.

Here are a few more ways I invite you to become more involved:
Let’s talk trucks: We run an occasional feature called PRO Rides, where 

we display and talk about a contractor’s new or refurbished vacuum service 
truck. I’d like to build on this feature, maybe even bringing it to the status of 
our popular Classy Truck feature in Pumper magazine. Send me a photo of 
your favorite restroom truck and we’ll publish it along with a story. If we get 
enough of them, we can run an annual PRO Rides Truck of the Year contest 
like we do in Pumper.

I’d also like to develop a new vacuum truck advice column for PRO. For 
years, the late Robert Carlson wrote about trucks, but to return a column like 
that, we need to identify experts willing to answer technical truck questions. 
We also need readers to send questions and suggest topics they’d like to see 

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

email PRO editor Jim Kneiszel at editor@promonthly.com.

FROM the EDITOR   
July 2018

We Value Your Knowledge and Want to Pass It Along
OUR MISSION IS TO TELL YOUR STORIES, ENCOURAGE INDUSTRY NETWORKING 
AND PROMOTE PROFESSIONALISM. YOU CAN HELP US ACCOMPLISH THAT.

By Jim Kneiszel

It doesn’t matter whether we’re talking to a father-and-
son team who operate one truck and have an inventory of 
150 restrooms or the CEO of a large regional or national 
company. We learn from their valuable business insights

explored in a truck column. If you’d share your expertise or have questions 
you’d like answered, please contact me.

Getting to know you: Sometimes we delve into human-interest 
topics in our PROfile stories, and they typically generate positive feedback. 
Readers have a genuine interest in fellow PROs, beyond learning about their 
business practices. Do you have an interesting hobby you’d like to share 
with the rest of us? For example, I am restoring an old car, I volunteer for a 
dog rescue organization, and I serve on my local county board. Most folks 
have an interesting story to tell.

Or maybe you or members of your family are working on a charitable 
cause that you would like to tell others about? Maybe you run foot races 
to raise money to support medical research. Perhaps you belong to a civic 
organization that helps your hometown. Whatever the cause, let us know 
about it and we might write a story about your efforts and your community.

Just for fun: A few years ago we started a feature called Where’s the 
Restroom? We ask readers to send in a photo of one of their units set up in a 
mystery location, and then we give clues to the location. Then readers figure 
out the location and send in their answers. This has been popular, and we’ve 
awarded a prize for the correct answer each time. To keep this fun feature 
going, we need readers to send us photos. If we run your photo, we will send 
you a T-shirt from one of the COLE Publishing magazines.

 
LET’S TALK

There’s nothing more rewarding to a trade publication journalist than 
making another new connection with a member of the industry. I appreciate 
the passion you all have for portable sanitation and the lessons I learn from 
each of you. My goal every month is to pass along as much of that expertise 
and knowledge as I can through the magazine. Let’s keep it going. ■
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For The Portable 
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Satisfaction Guaranteed...
Proudly made in the USA with 

a 2 year warranty against 
manufacturer defects.

Performance...
210 CFM
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ability to change the vanes 

right on the truck!

Hitch Hauler™

• Move ADA Restrooms  
• Aluminum Frame
•  Available with 4, 6 or 8 wheels 
• Easily Rides on Your Truck
• Ships UPS

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

Patented

Super Mongo Mover®

EASILY MOVE RESTROOMS

Toll Free: 866.599.3325
www.DealAssoc.com

T he portable sanitation industry is dynamic and ever changing. Small 
companies can grow quickly. Manufacturers push the limits of inno-
vation to serve their customers. Competition flourishes and pushes 

every PRO to work smarter.
Your job is to respond to the growing demands of a general public that 

now expects to find relief stations placed conveniently on construction sites, 
at special events, and wherever crowds gather. Our job at PRO is to keep 
pace with an industry that is maturing at a fast pace, bringing news you 
can use once a month in the mailbox and daily in an online format at www.
promonthly.com.

We’re here to help you with your mission. And I’m asking you to help 
us with ours.

Well into our second decade of publishing the magazine, we’ve 
continued with a number of popular monthly feature stories, most notably 
our Contractor PROfile, On Location and Take 5 packages that highlight 
interesting PROs. We look for a wide range of contractors to feature, from 
seasoned industry veterans to younger contractors just starting out.

We’ve featured well over 300 restroom contractors over the years, covering 
the histories of their family businesses and following them to photograph their 
crews working events across North America. We’ve been to music festivals, air 
shows, state fairs, football stadiums … and last month we even highlighted a 
Minnesota company that had the honor of working the Super Bowl.

It’s been great fun for me and our writers and photographers to get 
to know the hardworking folks who provide these vital portable sanitation 
services. It doesn’t matter whether we’re talking to a father-and-son team 
who operate one truck and have an inventory of 150 restrooms or the CEO of 
a large regional or national company. We learn from their valuable business 
insights and pass the advice along to you. We will certainly continue to 
publish these major features and hope PROs continue to be receptive to 
sharing their success stories.

We also publish a Product Focus story, as well as a handy Buyer’s Guide 
once a year (which appeared in the June issue). These features provide you 
with information on the latest innovations from portable sanitation industry 
manufacturers and connect you with the professionals who can help you 
determine which products will help you grow and work more efficiently. 

 
MORE FOR YOU

We’d like to bolster our coverage with more content to help bring PROs 
together to share information and network as a group. That’s where you 
come in.

We often hear from readers who say they look forward to receiving 
the magazine every month and enjoy learning about the companies we 

feature. In fact, readers have told me they like to pass each issue around to 
the crew before filing it in a bookcase for reference later. (Thank you, by the 
way, to all the PROs who regularly read the magazine). I always follow that 
feedback by inviting PROs to get more involved with us. As I like to say, this 
magazine is yours. It wouldn’t exist without you.

So how do you contribute to the editorial content? Contact me and offer 
your opinions, give a story suggestion or share your own advice in response 
to an article you read. If you drop me an email at editor@promonthly.com, 
I promise to respond.

One of the obvious ways to help out is to suggest a company for a 
PROfile or Take 5 feature. That could be your company or another deserving 
restroom business you know about. Maybe there’s someone in the industry 
who you think should be recognized for many years of professional service to 
his or her community. Maybe you know about a PRO or a multigenerational 
company we haven’t featured yet and you think we should. I follow up every 
PROfile suggestion shared with me.

Or how about suggesting an event for our On Location feature? The 
summer/fall event season has a long way to go, and we are always looking 
for new and interesting venues to visit. And you may have never considered 
this: We know that many event organizers (your customers) are ecstatic to 
see their celebration promoted in a national magazine, sometimes even 
landing on the cover. Give us a call before your premier event of the season, 
and we’ll see if we can send a photographer.

Here are a few more ways I invite you to become more involved:
Let’s talk trucks: We run an occasional feature called PRO Rides, where 

we display and talk about a contractor’s new or refurbished vacuum service 
truck. I’d like to build on this feature, maybe even bringing it to the status of 
our popular Classy Truck feature in Pumper magazine. Send me a photo of 
your favorite restroom truck and we’ll publish it along with a story. If we get 
enough of them, we can run an annual PRO Rides Truck of the Year contest 
like we do in Pumper.

I’d also like to develop a new vacuum truck advice column for PRO. For 
years, the late Robert Carlson wrote about trucks, but to return a column like 
that, we need to identify experts willing to answer technical truck questions. 
We also need readers to send questions and suggest topics they’d like to see 

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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We Value Your Knowledge and Want to Pass It Along
OUR MISSION IS TO TELL YOUR STORIES, ENCOURAGE INDUSTRY NETWORKING 
AND PROMOTE PROFESSIONALISM. YOU CAN HELP US ACCOMPLISH THAT.
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It doesn’t matter whether we’re talking to a father-and-
son team who operate one truck and have an inventory of 
150 restrooms or the CEO of a large regional or national 
company. We learn from their valuable business insights

explored in a truck column. If you’d share your expertise or have questions 
you’d like answered, please contact me.
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topics in our PROfile stories, and they typically generate positive feedback. 
Readers have a genuine interest in fellow PROs, beyond learning about their 
business practices. Do you have an interesting hobby you’d like to share 
with the rest of us? For example, I am restoring an old car, I volunteer for a 
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have an interesting story to tell.

Or maybe you or members of your family are working on a charitable 
cause that you would like to tell others about? Maybe you run foot races 
to raise money to support medical research. Perhaps you belong to a civic 
organization that helps your hometown. Whatever the cause, let us know 
about it and we might write a story about your efforts and your community.

Just for fun: A few years ago we started a feature called Where’s the 
Restroom? We ask readers to send in a photo of one of their units set up in a 
mystery location, and then we give clues to the location. Then readers figure 
out the location and send in their answers. This has been popular, and we’ve 
awarded a prize for the correct answer each time. To keep this fun feature 
going, we need readers to send us photos. If we run your photo, we will send 
you a T-shirt from one of the COLE Publishing magazines.

 
LET’S TALK

There’s nothing more rewarding to a trade publication journalist than 
making another new connection with a member of the industry. I appreciate 
the passion you all have for portable sanitation and the lessons I learn from 
each of you. My goal every month is to pass along as much of that expertise 
and knowledge as I can through the magazine. Let’s keep it going. ■
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Optional AC/Heater units require 110V

WE CALL IT MAJESTIC

 Self Contained-Solar Powered-Flushing Porcelain Toilet
Available as Stand Alone or Trailer Configurations

SinksVIP Prestige Diplomat

VIP Interior

These Are Royal Accomodations
Since inventing the first VIP (Very Impressive Portable) over 25 years ago, NuConcepts 
continues to innovate with our MAJESTIC luxury restroom trailer.
• Common sealed roto cast tanks • LED in use and exterior courtesy lights
• Solar powered (excluding A/C) • Recessed LED lighting
• Self-contained • Beveled glass mirror
• Spacious private restroom • Powered roof vent
• Flushing porcelain toilet w/seal • Motion-sensing and  latch activated power
• Custom curved counter/sink • Wood free floor construction
• Brushed aluminum ceiling • Linoleum planked composite floor

Available Options 
• AC System (Requires 110V) • Stainless Steel Dispensers • Premium Aluminum Wheels
• 220V to 110V Step Down Transformer      • Water Heater      • Diamond Plate Box

Visit Our Website and Video at www.NuConcepts.com 
CALL FOR YOUR LUXURY OPTIONS AND CUSTOM QUOTE

909-930-6244 | 800-334-1065
1737 S Vineyard Ave., Ontario, California 91761

www.NuConcepts.com  | info@NuConcepts.com

Visit us at “THE WATER EXPO” In Miami  –  BOOTH #835  –  August 29 & 30

PUT OUR TEAM TO WORK FOR YOU. 1-800-558-2945 | IMPERIALIND.COM

ONE-STOP SHOP, NONSTOP SERVICE.
DELIVERING EVERYTHING YOU NEED UNDER ONE ROOF:

• Detail-driven design and manufacturing

• Steel, stainless steel and aluminum tanks

• The latest truck chassis, vacuum pumps  
and accessories

• Unmatched customization and stock  
packages available

• Full line of replacement parts

• Trusted consultation on needs big and small

• 35 years worth of been-there-done-that expertise

• State-of-the-art production facilities 

• The loyalty of a family-owned team

• Service that never sleeps

@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.

WHEN THINGS GO WRONG

Fixing a Disastrous 
Event
Hopefully this 
doesn’t happen 
too often, but 
every PRO 
knows what it’s like when one thing after 
another goes wrong and a big event turns 
into a full-blown crisis. When Murphy’s law 
is in full effect, follow these tips to turn that 
disastrous event around.

promonthly.com/featuredPUBLIC PERCEPTION

No Detail Too Small
Many factors go into how a portable 
restroom company is perceived by the public: 
customer service, fair pricing, responsiveness 
and clean equipment. Sheila Nessler, owner 
of Columbia Potties for the Rockies, includes 
color schemes and scents in that category 
and considers them important details. Check 
out this exclusive online story about how 
everything from truck colors to deodorizer 
scents factors into the company image.

promonthly.com/featured

OVERHEARD ONLINE

If you’re looking for 
someone who can make 
decisions wisely, without 
needing to come to you 
for approval over every 
tiny thing, a veteran is a 
great bet.

–  Why Your Next Hire Should Be a Veteran
promonthly.com/featured

The consensus among economists is that profit sharing plans boost 
productivity. It’s not hard to figure out why. Knowing that if the company 
does well, employees will directly benefit by receiving a bonus is 
extremely motivating. And profit sharing isn’t just for huge companies. 
This article explains important things to think about when creating a 
profit sharing plan. promonthly.com/featured

  ALL FOR ONE

Profit Sharing Unites Workers
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Writer Judy Kneiszel has operated her own small business for 20 years and is familiar  
with the many rewards and challenges of business ownership. Write to her with 

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

T he website www.manta.com conducted a survey of 1,960 small-busi-
ness owners in 2017, and 34 percent of those surveyed said they don’t 
have a retirement savings plan. Of those respondents who do not 

have retirement savings, 37 percent said they don’t make enough profit to 
save for retirement and 21 percent said they used their previous retirement 
savings to invest in their business.

Eighteen percent of those without a plan said their business was their 
retirement, meaning they hope proceeds from selling the business will be 
enough to retire on. That’s what financial experts call putting all of your eggs 
in one basket, and it’s risky because if the business fails, your retirement 
savings vanish.

In that same survey, 12 percent of those without a retirement savings 
plan said they didn’t see any need to save for retirement, and another 12 
percent said they don’t have any plans to retire. People in those two groups 
hope to have a huge inheritance coming from a long lost relative or they plan 
to work themselves to death.

If you are in any of these no-plan scenarios, it might be time to learn 
your letters and numbers. No, not the Sesame Street ones, but rather the 
confusing stew of letter and number combinations that make up the variety 
of retirement plan options for small-business owners.

If you do have a retirement savings plan for yourself, you may be in-
terested in starting plans for your employees as well. It’s a benefit that can 
set you apart from competing employers and help you keep good employ-
ees. A job offer that includes a retirement plan is more attractive than one 
from a company without that benefit. Likewise, it makes more sense for an 
employee to stay with a company until he or she is vested than to quit. For 

example, employees may not be fully vested for five years so leaving after 
two or three years would mean only a percentage of the money contributed 
to a retirement account by the company is theirs.

Here are some features of the most common retirement savings plan 
options:

1. SEP IRA. The simplified employee pension, or SEP, IRA is avail-
able to companies filing taxes as sole proprietors, partnerships, C corpo-
rations, and S corporations and can be used by self-employed individuals 
or small-business owners, including those with employees. A SEP is easy 
to set up and maintain, and there are typically low or no setup fees or an-
nual charges.

A SEP IRA can cover employees, but it is completely employer funded 
— employees do not make contributions. For 2018, an employer can con-
tribute up to 25 percent of an employee’s compensation up to $55,000. For 
business owners with employees, it’s important to note that while you are 
not required to make a contribution every year, you must contribute the 
same percentage for employees that you contribute for yourself.

As for access to the funds, withdrawals are allowed at any time, but a 10 
percent penalty may apply before the plan owner reaches 59 1/2.

2. SIMPLE IRA. A savings incentive match plan, or SIMPLE, IRA is 
available for self-employed individuals and also allows businesses with 100 
or fewer employees to establish an account for employees. The SIMPLE IRA 
is available for companies filing taxes as sole proprietors, partnerships, C 
corporations or S corporations.

Employees are allowed to make salary-deferral contributions of up to 
100 percent of compensation up to $12,500 in 2018. Employees over age 
50 can also make a $3,000 catch-up contribution. The employer can either 
match employee contributions up to 3 percent of compensation or contrib-
ute 2 percent of compensation if the employee does not contribute. The em-
ployer contribution limit is $5,500 for 2018 in either scenario.

Fees for this type of plan vary by administrator, but are usually pretty 
low at about $25 per participant or a few hundred dollars per plan. Money 

SO MANY ACCOUNT OPTIONS MAY BE CONFUSING, BUT NO MATTER YOUR AGE, 
THE TIME TO START SAVING FOR RETIREMENT IS NOW

By Judy Kneiszel

PROs Must Learn the Alphabet Soup of Retirement Savings Plans

BACK at the OFFICE   
July 2018

You may be interested in starting plans for your employees 
as well. It’s a benefit that can set you apart from competing 
employers and help you keep good employees. 

may be withdrawn at any time with a 10 percent 
penalty before age 59 1/2. If a withdrawal is taken 
within the first two years one participates in the 
plan, however, that penalty is 25 percent.

3. Self-employed or solo 401(k). This type 
of plan is available for self-employed individu-
als or business owners with no employees other 
than a spouse. It is available to sole proprietors, 
partnerships, C corporations or S corporations. 
It is a good choice for a self-employed individ-
ual who needs to play catch-up when it comes 
to retirement savings because, depending on 
your age and income, it allows a person to save 
as much as $60,000 a year.

Some people like that it can be self-directed, 
allowing the account holder to allocate money to 
the stocks, bonds or other investments of their 
choosing. Another feature some business owners 
like is that they can borrow against a solo 401(k). 
Withdrawals cannot be taken from the plan un-
til age 59 1/2, except in cases of disability or plan 
termination.

4. Simple 401(k). For companies with fewer 
than 100 employees, the Simple 401(k) is some-
times preferred because it’s easier to adminis-
ter than a standard 401(k). Employees can elect 
to contribute, and the employer is obligated to 
make a matching contribution. The employer 
must file a form 5500 but does not have to per-
form the nondiscrimination testing required by 
the IRS with a regular 401(k). The simple 401(k) 
is not the best type of plan to offer if your moti-
vation is employee retention, however, because 
this type of account vests immediately.

5. 401(k). The 401(k) most people are famil-
iar with is most appropriate for companies with 
20 or more employees. Startup and maintenance 
fees vary by plan. It is funded by employee defer-
rals and employer contributions. Employers may 
make matching contributions up to 25 percent of 
an employee’s compensation up to a total maxi-
mum of $55,000. Total employer and employee 
contributions cannot exceed $55,000 annually, 
and the IRS conducts nondiscrimination tests to 
make sure plans do not favor highly compensat-
ed employees. Early hardship withdrawals may 
be available, but penalties usually apply before 
age 59 1/2.

6. ROTH IRA. Taxes are paid on money be-
fore it goes into a ROTH. It then grows tax-free and 
can be withdrawn tax-free when the account own-
er reaches 70 1/2. An advantage of the ROTH IRA 
is that if you meet IRS income restrictions, you 
can contribute to your company’s SEP or SIMPLE 
IRA, as well as a ROTH. That gives you one tax ad-

vantage now and one later. Eligibility for a ROTH 
is based on modified adjusted gross income or 
MAGI. For single filers in 2018, if your MAGI is 
higher than $120,000, your contribution limit is 
reduced. It is eliminated completely at $135,000. 
For married taxpayers who file jointly, contribu-
tions begin decreasing when income hits $186,000 
and are phased out completely at $199,000.

 
NEW TAX LAWS

One of the incentives for investing in a re-

tirement savings plan besides having a nest egg 
when you retire is that there are tax benefits. The 
new federal tax laws that went into effect this 
year do not change retirement savings incen-
tives. While there was talk of rule changes, they 
did not end up being part of the final tax package 
passed by Congress and signed by the president. 
Talk to your accountant or financial planner for 
details on how to set up a retirement savings 
plan and how contributions will affect your 2018 
tax picture. ■
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with the many rewards and challenges of business ownership. Write to her with 

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

T he website www.manta.com conducted a survey of 1,960 small-busi-
ness owners in 2017, and 34 percent of those surveyed said they don’t 
have a retirement savings plan. Of those respondents who do not 

have retirement savings, 37 percent said they don’t make enough profit to 
save for retirement and 21 percent said they used their previous retirement 
savings to invest in their business.

Eighteen percent of those without a plan said their business was their 
retirement, meaning they hope proceeds from selling the business will be 
enough to retire on. That’s what financial experts call putting all of your eggs 
in one basket, and it’s risky because if the business fails, your retirement 
savings vanish.

In that same survey, 12 percent of those without a retirement savings 
plan said they didn’t see any need to save for retirement, and another 12 
percent said they don’t have any plans to retire. People in those two groups 
hope to have a huge inheritance coming from a long lost relative or they plan 
to work themselves to death.

If you are in any of these no-plan scenarios, it might be time to learn 
your letters and numbers. No, not the Sesame Street ones, but rather the 
confusing stew of letter and number combinations that make up the variety 
of retirement plan options for small-business owners.

If you do have a retirement savings plan for yourself, you may be in-
terested in starting plans for your employees as well. It’s a benefit that can 
set you apart from competing employers and help you keep good employ-
ees. A job offer that includes a retirement plan is more attractive than one 
from a company without that benefit. Likewise, it makes more sense for an 
employee to stay with a company until he or she is vested than to quit. For 

example, employees may not be fully vested for five years so leaving after 
two or three years would mean only a percentage of the money contributed 
to a retirement account by the company is theirs.

Here are some features of the most common retirement savings plan 
options:

1. SEP IRA. The simplified employee pension, or SEP, IRA is avail-
able to companies filing taxes as sole proprietors, partnerships, C corpo-
rations, and S corporations and can be used by self-employed individuals 
or small-business owners, including those with employees. A SEP is easy 
to set up and maintain, and there are typically low or no setup fees or an-
nual charges.

A SEP IRA can cover employees, but it is completely employer funded 
— employees do not make contributions. For 2018, an employer can con-
tribute up to 25 percent of an employee’s compensation up to $55,000. For 
business owners with employees, it’s important to note that while you are 
not required to make a contribution every year, you must contribute the 
same percentage for employees that you contribute for yourself.

As for access to the funds, withdrawals are allowed at any time, but a 10 
percent penalty may apply before the plan owner reaches 59 1/2.

2. SIMPLE IRA. A savings incentive match plan, or SIMPLE, IRA is 
available for self-employed individuals and also allows businesses with 100 
or fewer employees to establish an account for employees. The SIMPLE IRA 
is available for companies filing taxes as sole proprietors, partnerships, C 
corporations or S corporations.

Employees are allowed to make salary-deferral contributions of up to 
100 percent of compensation up to $12,500 in 2018. Employees over age 
50 can also make a $3,000 catch-up contribution. The employer can either 
match employee contributions up to 3 percent of compensation or contrib-
ute 2 percent of compensation if the employee does not contribute. The em-
ployer contribution limit is $5,500 for 2018 in either scenario.

Fees for this type of plan vary by administrator, but are usually pretty 
low at about $25 per participant or a few hundred dollars per plan. Money 
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may be withdrawn at any time with a 10 percent 
penalty before age 59 1/2. If a withdrawal is taken 
within the first two years one participates in the 
plan, however, that penalty is 25 percent.

3. Self-employed or solo 401(k). This type 
of plan is available for self-employed individu-
als or business owners with no employees other 
than a spouse. It is available to sole proprietors, 
partnerships, C corporations or S corporations. 
It is a good choice for a self-employed individ-
ual who needs to play catch-up when it comes 
to retirement savings because, depending on 
your age and income, it allows a person to save 
as much as $60,000 a year.

Some people like that it can be self-directed, 
allowing the account holder to allocate money to 
the stocks, bonds or other investments of their 
choosing. Another feature some business owners 
like is that they can borrow against a solo 401(k). 
Withdrawals cannot be taken from the plan un-
til age 59 1/2, except in cases of disability or plan 
termination.

4. Simple 401(k). For companies with fewer 
than 100 employees, the Simple 401(k) is some-
times preferred because it’s easier to adminis-
ter than a standard 401(k). Employees can elect 
to contribute, and the employer is obligated to 
make a matching contribution. The employer 
must file a form 5500 but does not have to per-
form the nondiscrimination testing required by 
the IRS with a regular 401(k). The simple 401(k) 
is not the best type of plan to offer if your moti-
vation is employee retention, however, because 
this type of account vests immediately.

5. 401(k). The 401(k) most people are famil-
iar with is most appropriate for companies with 
20 or more employees. Startup and maintenance 
fees vary by plan. It is funded by employee defer-
rals and employer contributions. Employers may 
make matching contributions up to 25 percent of 
an employee’s compensation up to a total maxi-
mum of $55,000. Total employer and employee 
contributions cannot exceed $55,000 annually, 
and the IRS conducts nondiscrimination tests to 
make sure plans do not favor highly compensat-
ed employees. Early hardship withdrawals may 
be available, but penalties usually apply before 
age 59 1/2.

6. ROTH IRA. Taxes are paid on money be-
fore it goes into a ROTH. It then grows tax-free and 
can be withdrawn tax-free when the account own-
er reaches 70 1/2. An advantage of the ROTH IRA 
is that if you meet IRS income restrictions, you 
can contribute to your company’s SEP or SIMPLE 
IRA, as well as a ROTH. That gives you one tax ad-

vantage now and one later. Eligibility for a ROTH 
is based on modified adjusted gross income or 
MAGI. For single filers in 2018, if your MAGI is 
higher than $120,000, your contribution limit is 
reduced. It is eliminated completely at $135,000. 
For married taxpayers who file jointly, contribu-
tions begin decreasing when income hits $186,000 
and are phased out completely at $199,000.

 
NEW TAX LAWS

One of the incentives for investing in a re-

tirement savings plan besides having a nest egg 
when you retire is that there are tax benefits. The 
new federal tax laws that went into effect this 
year do not change retirement savings incen-
tives. While there was talk of rule changes, they 
did not end up being part of the final tax package 
passed by Congress and signed by the president. 
Talk to your accountant or financial planner for 
details on how to set up a retirement savings 
plan and how contributions will affect your 2018 
tax picture. ■
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COVER STORY
Kent Simmons, operations manager, 
is shown in the company yard with 
a vacuum truck from Vacutrux and a 
Satellite Industries Tufway restroom. 
(Photos by Carl Scofield)

C olumbia Sanitary, located in the foothills of the 
Rocky Mountains just outside Denver, has been 
providing septic services to neighboring commu-

nities since 1959. But new ownership and a new line of 
work in the early 2000s put the company in perfect posi-
tion to benefit from tremendous growth the city has ex-
perienced in the last 10 years.

Sheila and Denny Nessler bought the company in 
the late 1990s and a few years later added portable re-
strooms. As majority owner, Sheila Nessler was able to 
obtain Minority/Woman-Owned, Disadvantaged and 
Small Business Enterprise certifications, which opened 
the doors to a number of large public works projects. The 
city implemented the certification program a number of 
years ago when studies indicated certain groups were 
historically not given equal opportunities and were un-
derutilized in some industries.

ELEVATED 
SERVICE

(continued)

From the plains to the mountains and 
throughout a growing Denver metro 
area, Columbia Sanitary and Columbia 
Potties for the Rockies concentrates on 
presenting a winning user experience 
BY BETTY DAGEFORDE
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(continued)

But those certifications are also what’s making it a chal-
lenge for the Nesslers, at 67 and 73, to transition out of the busi-
ness as they think about retirement 
and the future of the company. A logi-
cal replacement would be their great-
nephew, 30-year-old Kent Simmons, 
who grew up in the business and is 
now the operations manager, but cer-
tifications would be lost.

The family operates the company 
out of a half-acre property in Golden 
with a staff of 15 — four portable sanitation drivers, three septic 
drivers, two advanced septic system maintenance technicians 
and three office personnel. Their 75-mile-radius territory in-
cludes communities in the mountains and the plains, as well as 
the metropolitan area.

 
STARTED WITH SEPTIC

The septic company was founded in 1959 by Harvey Seipp. 
His son Jeff took it over in 1985, but by 1998, he was ready to get out. “My (great) uncle rode 
with him one day and said that’s what he wanted to do,” Simmons says. “My (great) aunt had 
the money, so she bought it.” Simmons, then 11, also came on board around that time when he 
moved in with them and started riding around with Denny Nessler.

The business came with one truck and 3,000 customers, but with Denny Nessler’s expe-
rience as a diesel mechanic and Sheila Nessler’s entrepreneurial and accounting education 
picked up between layoffs as an airline mechanic, they quickly grew the business.

Today the company has five vacuum trucks. The 2001 Sterling 9500 and 2006 Peterbilt 385 
with 3,200-gallon Imperial Industries tanks (pumps from National Vacuum Equipment and 
Masport) are used as backups these days. The active fleet is 2013-17 Kenworths (T800 and 
T880) with 3,400-gallon tanks from Vacutrux and pumps from Elmira Machine Industries / 
Wallenstein Vacuum. All tanks are steel. Other equipment includes a Prototek locator.

Columbia Sanitary 
and Columbia Potties for 
the Rockies
Golden, Colorado

Owners: Sheila and 
Denny Nessler

Founded: 1959

Employees: 15

Services: Portable sanitation; septic pumping, 
maintenance and inspections

Service area: 75-mile radius

Website: www.copotties.com

H

Colorado

The Columbia Sanitary team includes (from left) Troy 
Milburn, Kay Wells, Matthew Kulp, Kent Simmons, Jason 
Kulp, Fred Rule, Derald Jones, Pete Gallegos, and Wayne 
Geong. Trucks in the background are from Vacutrux and 
Satellite Industries. Restrooms are from Satellite Industries 
and PolyPortables, a division of Satellite. 

Technician Derald Jones 
prepares to service 

a Satellite Industries 
restroom in a public park 
using a Ford F‑550 from 

Imperial Industries carrying 
a 650‑gallon waste and 

300‑gallon freshwater tank 
and Masport pump.
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For a complete catalog go to:  www.SlideinwarehouSe.com/catalog
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48 Standard models. 
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Mount and go
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Multiple engine/pump choices. 

Call the guys with the experience to get you  
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because they get to see the event and talk to the people. Simmons regretted 
not going himself to a Vail wedding in July 2017 when he found out it was for 
the former Colorado Avalanche ice hockey center Matt Duchene. “They had 
to keep it super hush-hush, so I didn’t hear about who was getting married 
until the day we delivered the trailer,” he says. “Sheila and Denny were up 
there doing the wedding, and they had no idea who any of the people were. 
I was super jealous.”

On the construction side, the company has worked on some of Den-
ver’s largest infrastructure projects, starting in 2006 with the Denver Justice 
Center, which took three years. Certifications do not guarantee participation 
in projects, but after proving themselves on this job, they went on to do the 
Union Station train terminal redevelopment project, converting the historic 
station into a transportation hub incorporating the city’s light-rail and bus 
systems, a six-year project.

And they’ve been involved since 2011 on the construction of Denver’s 
expanding light-rail system to several suburbs. They also worked on the 
long-anticipated airport light-rail line where they still have 60 units out at 
grade-level crossings with twice-a-week servicing.

The down side to the growing economy has been a tight labor market. 
With low unemployment and lots of competition, Simmons says it’s been 
a struggle to attract and keep good workers. But the company has several 

things in its favor. They offer a good ben-
efits package with health, dental, and 
vision insurance, and Sheila Nessler is 
looking into a retirement program.

They also do some fun things with 
the staff. The Christmas party is held at 
the Nesslers’ home where they serve 
turkey and ham and pass out bonuses 
and presents. There’s also a spring par-
ty and a party if the team reaches 250 
days in a year without a safety incident. 
But Simmons says their biggest selling 

point is their family-friendly, family-first philosophy where people feel like 
they matter.

 
WHAT’S NEXT?

The next big project the company hopes to bid on is the upcoming re-
construction of a 10-mile stretch of Interstate 70 through central Denver, ex-
pected to take five years.

Simmons says he’d like to take over the business some day and see his 
great aunt and great uncle take time off and enjoy themselves. But losing 
Sheila Nessler’s business enterprise certifications would be a significant 
change for the company. Succession planning has been discussed, and it’s 
in the back of everyone’s mind but no formal plans are in place. “We’re try-
ing to figure it out,” he says. “We’re going to re-evaluate in three years.”

That will also give Simmons time to really assess his interest in taking 
it over. But right now, he says he loves it. “I’m outside every day, not stuck 
in the office. And I love seeing the joy on the customer’s face. Even on the 
restroom side of it, people enjoy having a clean toilet. That’s what I enjoy the 
most — just seeing how excited people can get.” ■
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MORE INFO

“We power-wash 
them all, keep them 
clean, keep the 
urinals fresh. If they 
get gummed up, 
we’ll put brand-new 
urinals in them.”

KENT SIMMONS

The company uses software from Westrom Software for work order 
tracking. It integrates with QuickBooks and is used with mobile devices so 
technicians can finish work orders in the field, enabling the company to 
quickly send invoices. It generally works well, Simmons says, but notes cell 
service in the mountains is still sketchy in places.

 
PORTABLES FLOURISH

When customers complained it was difficult getting portable restroom 
companies to deliver units to their remote locations, the Nesslers decided to 
add a new line of business in 2003, calling it Columbia Potties for the Rock-
ies. They bought 15 Satellite Industries units and used their septic truck to 
service them until buying a 1995 pickup with a 300-gallon waste and 100-gal-
lon freshwater slide-in unit from Specialty B Sales.

Today they have five service trucks — a 2008 Sterling Bullet from Satel-
lite Industries with a 650-gallon waste and 300-gallon freshwater tank and a 
Conde (Westmoor) pump, a 2013 Ford F-550 from Imperial Industries with a 
650-gallon waste and 300-gallon freshwater tank and Masport pump, a 2015 
Ford F-550 from Imperial Industries with a 700-gallon waste and 400-gallon 
freshwater tank and Masport pump, a 2015 Kenworth T300 from TankTec 
with a 300-gallon waste and 100-gallon freshwater tank and Masport pump, 
and a 2017 Ford F-550 from Satellite Industries with a 650-gallon waste and 
300-gallon freshwater tank and Conde pump. The company’s seven hauling 
trailers are from McKee Technologies - Explorer Trailers.

Inventory includes 550 Satellite Industries Tufways, 50 pink urinal-free 
Integras from PolyPortables, a division of Satellite, four blue and four pink 
flushable Satellite Industries Maxim 3000s, 20 ADA and wheelchair-acces-
sible units (Satellite Industries and PolyPortables, a division of Satellite), 30 
45-gallon T.S.F. hand-wash stations and a few TagAlongs from PolyPortables, 
a division of Satellite. Service products are from Surco Portable Sanitation 
Products, J&J Chemical and Walex Products.

“Our motto is we have the best-smelling toilets,” Simmons says. “We 
power-wash them all, keep them clean, keep the urinals fresh. If they get 
gummed up, we’ll put brand-new urinals in them.”

In 2006 the company added a third business line, a land application 
operation, under the name Gator Gro. Although it was mostly a break-even 
enterprise, it did save them an enormous amount of money in disposal fees, 
so it had quite an effect when land application was outlawed in 2015. They 
continue to use their 1995 and 1997 Kenworth W900 tractor-trailers with 
8,000-gallon steel tanks to haul waste for a couple of small portable rest-

room/septic companies. All septage is now 
taken to the metropolitan treatment plant.

In 2006, Simmons graduated from high 
school and had a decision to make. “My 
aunt said, ‘Do you want to go to college, or 

do you want to work for us?’ I said, ‘I guess I’ll just work for you,’ 
and I jumped into it.” By 2014 he was overseeing day-to-day op-
erations.

 
MANY EVENTS

Although the septic side has always been a solid staple for 
the company, portable restroom work has benefitted signifi-
cantly from the growing economy and now accounts for about 
50 percent of the company’s business. Half of that work is for 
events including many county fairs and town festivals, as well 
as metro-area events such as the Colorado Irish Festival and 
Red White & You.

In 2014 the company added restroom trailers and now has 
three Satellite Industries units (10-, eight- and four-station). 
The trailers were something of novelty in the state at the time, 

Simmons says, and people went crazy for them. They’ve been popular for 
parties and weddings and have gotten considerable use at the Bandimere 
Speedway drag strip VIP area and a lake marina in Frisco.

When attendants are requested, Sheila and Denny Nessler like to go 

Felon-friendly
Many companies are hesitant to hire former prison inmates, but Columbia 

Sanitary and Columbia Potties for the Rockies has done it since 1998 when 
Sheila and Denny Nessler took over the business. “It’s Sheila’s equal-oppor-
tunity employment view,” says Kent Simmons, operations manager. “She just 
wanted to give the opportunity to them.”

The company is registered with the Jefferson County (Colorado) Sheriff’s 
Office where they’re on a list of employers willing to hire ex-convicts or pro-
bationers. The person is given the list, and it’s up to them to contact the com-
panies. The main requirement Columbia Sanitary and Columbia Potties For 
the Rockies has is the applicant needs to have a basic driver’s license. Crimes 
could be felonies or misdemeanors.

The company has also worked with the juvenile offender system. For a 
while, Jefferson County would even pay the salaries of juveniles hired as sum-
mer help. Although that program no longer exists, the company is still willing 
to hire these kids for the summer.

Simmons says the company has not experienced any problems with the 
program. “These people are on parole or probation, so they have that parole 
officer pushing them,” he says. The company does not have to report to the 
court officer. “The only thing we do is if they need time stubs or pay stabs or 
anything for their parole officer, we give it to them.” A few parolees over the 
years have stayed on with the company. They have one excellent employee 
right now, Simmons says, who’s been with them two years.

The success of the program in helping these people get back into the 
workforce is mixed. “It really depends on the person,” Simmons says. “If 
they’re drug addicts or alcoholics, they tend to eventually go back to it. Or 
if they’re so used to being in jail, they just go back to jail.” But the company 
doesn’t give up. One juvenile worked for them for two summers then ended 
up getting in trouble again. When he got out, he called Sheila Nessler and she 
readily took him back. “We do everything we can to train them and get them 
back out into the real world,” Simmons says.

Derald Jones is 
ready to clean 
a restroom at a 
local park.
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construction of a 10-mile stretch of Interstate 70 through central Denver, ex-
pected to take five years.

Simmons says he’d like to take over the business some day and see his 
great aunt and great uncle take time off and enjoy themselves. But losing 
Sheila Nessler’s business enterprise certifications would be a significant 
change for the company. Succession planning has been discussed, and it’s 
in the back of everyone’s mind but no formal plans are in place. “We’re try-
ing to figure it out,” he says. “We’re going to re-evaluate in three years.”

That will also give Simmons time to really assess his interest in taking 
it over. But right now, he says he loves it. “I’m outside every day, not stuck 
in the office. And I love seeing the joy on the customer’s face. Even on the 
restroom side of it, people enjoy having a clean toilet. That’s what I enjoy the 
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Ford F-550 from Imperial Industries with a 700-gallon waste and 400-gallon 
freshwater tank and Masport pump, a 2015 Kenworth T300 from TankTec 
with a 300-gallon waste and 100-gallon freshwater tank and Masport pump, 
and a 2017 Ford F-550 from Satellite Industries with a 650-gallon waste and 
300-gallon freshwater tank and Conde pump. The company’s seven hauling 
trailers are from McKee Technologies - Explorer Trailers.

Inventory includes 550 Satellite Industries Tufways, 50 pink urinal-free 
Integras from PolyPortables, a division of Satellite, four blue and four pink 
flushable Satellite Industries Maxim 3000s, 20 ADA and wheelchair-acces-
sible units (Satellite Industries and PolyPortables, a division of Satellite), 30 
45-gallon T.S.F. hand-wash stations and a few TagAlongs from PolyPortables, 
a division of Satellite. Service products are from Surco Portable Sanitation 
Products, J&J Chemical and Walex Products.

“Our motto is we have the best-smelling toilets,” Simmons says. “We 
power-wash them all, keep them clean, keep the urinals fresh. If they get 
gummed up, we’ll put brand-new urinals in them.”

In 2006 the company added a third business line, a land application 
operation, under the name Gator Gro. Although it was mostly a break-even 
enterprise, it did save them an enormous amount of money in disposal fees, 
so it had quite an effect when land application was outlawed in 2015. They 
continue to use their 1995 and 1997 Kenworth W900 tractor-trailers with 
8,000-gallon steel tanks to haul waste for a couple of small portable rest-

room/septic companies. All septage is now 
taken to the metropolitan treatment plant.

In 2006, Simmons graduated from high 
school and had a decision to make. “My 
aunt said, ‘Do you want to go to college, or 

do you want to work for us?’ I said, ‘I guess I’ll just work for you,’ 
and I jumped into it.” By 2014 he was overseeing day-to-day op-
erations.

 
MANY EVENTS

Although the septic side has always been a solid staple for 
the company, portable restroom work has benefitted signifi-
cantly from the growing economy and now accounts for about 
50 percent of the company’s business. Half of that work is for 
events including many county fairs and town festivals, as well 
as metro-area events such as the Colorado Irish Festival and 
Red White & You.

In 2014 the company added restroom trailers and now has 
three Satellite Industries units (10-, eight- and four-station). 
The trailers were something of novelty in the state at the time, 

Simmons says, and people went crazy for them. They’ve been popular for 
parties and weddings and have gotten considerable use at the Bandimere 
Speedway drag strip VIP area and a lake marina in Frisco.

When attendants are requested, Sheila and Denny Nessler like to go 

Felon-friendly
Many companies are hesitant to hire former prison inmates, but Columbia 

Sanitary and Columbia Potties for the Rockies has done it since 1998 when 
Sheila and Denny Nessler took over the business. “It’s Sheila’s equal-oppor-
tunity employment view,” says Kent Simmons, operations manager. “She just 
wanted to give the opportunity to them.”

The company is registered with the Jefferson County (Colorado) Sheriff’s 
Office where they’re on a list of employers willing to hire ex-convicts or pro-
bationers. The person is given the list, and it’s up to them to contact the com-
panies. The main requirement Columbia Sanitary and Columbia Potties For 
the Rockies has is the applicant needs to have a basic driver’s license. Crimes 
could be felonies or misdemeanors.

The company has also worked with the juvenile offender system. For a 
while, Jefferson County would even pay the salaries of juveniles hired as sum-
mer help. Although that program no longer exists, the company is still willing 
to hire these kids for the summer.

Simmons says the company has not experienced any problems with the 
program. “These people are on parole or probation, so they have that parole 
officer pushing them,” he says. The company does not have to report to the 
court officer. “The only thing we do is if they need time stubs or pay stabs or 
anything for their parole officer, we give it to them.” A few parolees over the 
years have stayed on with the company. They have one excellent employee 
right now, Simmons says, who’s been with them two years.

The success of the program in helping these people get back into the 
workforce is mixed. “It really depends on the person,” Simmons says. “If 
they’re drug addicts or alcoholics, they tend to eventually go back to it. Or 
if they’re so used to being in jail, they just go back to jail.” But the company 
doesn’t give up. One juvenile worked for them for two summers then ended 
up getting in trouble again. When he got out, he called Sheila Nessler and she 
readily took him back. “We do everything we can to train them and get them 
back out into the real world,” Simmons says.

Derald Jones is 
ready to clean 
a restroom at a 
local park.

http://www.wallensteinpumps.ca
http://www.imperialind.com
http://www.jjchem.com
http://www.masportpump.com
http://www.mckeetechnologies.com
http://www.natvac.com
http://www.polyportables.com
http://www.prototek.net
http://www.satelliteindustries.com
http://www.surco.com
http://www.tuff-jon.com
http://www.tanktec.biz
http://www.vacutrux.com
http://www.walex.com
http://www.westmoorltd.com
http://www.westromsoftware.com
www.centurypaper.com
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stress-free ordering and 
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• 5 gallons of chemical water

yields a 5'' depth
• Forces chemical, by law of
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• No more clogged urinals
• Ratchet belts will not

damage the New Zenith
• No more places for dust to

collect
• No more maintenance cost

(except for vandalism)
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Profitable Advantages
& Features of the 

New Zenith Model: The High Quality that
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N ot so long ago, most people in the workplace received feedback once 
a year during a performance review. An employee didn’t expect a 
development plan, a career track, or anyone to take an interest in his 

or her professional growth. That responsibility was often a solo activity. In 
fact, as recently as a couple of decades ago, there wasn’t a great deal of help 
on the road to career success, and most people didn’t complain. It simply 
was what it was.

But times change, and norms evolve. The practice of once-a-year feed-
back is fast becoming an anachronism and out of place in the modern busi-
ness setting. The reason the average worker has evolved to expect a steady 
diet of attention and conversation is debatable and perhaps worth scholarly 
inquiry. In the meantime, however, a demand for dialogue exists and must 
be answered.

So, why should portable sanitation company owners and managers 
take action? What does it take to establish and maintain an ongoing give-
and-take? How can you balance the constant conversation with their own 
workplace responsibilities?

For some, accepting the new reality means moving past the fact that 
they came along when life was hard. Sorry, it’s time to get with the times, 
and get over it. Practices have evolved. First-class organizations have ca-
reer paths, they invest in employee development, and managers engage in 
regular dialogue with their employees. Bottom line: If you want a top-notch 
worker, you better start acting like you know what to do with one.

 
GET THE CONVERSATION STARTED

Once you’ve bought into the notion that routine conversation is a must, 
the next step is knowing how to guide interactions. First, take an interest. 
Very little builds engagement as well as a manager who seems to genuinely 
care for people, promotes their success, and has the ability to develop them. 
This is not an annual affair. Rather, you’ve got to have a range of formal and 
informal conversations throughout the year. To get started, ask questions, 
and pay attention to the answers.

• “What are you working on that’s exciting to you?”

• “What aspects of your job do you enjoy the most?”

• “If you could eliminate parts of your work, what would you stop doing?”

•  “If you could try something new with limited chance for failure, what 
risks would you take?”

•  “Tell me a little about what first attracted you to this job. Has anything 
changed about how you feel about your work here?”

•  “How do you feel about our interactions? Do I give your development 
the right amount of attention, and do you receive the right amount of 
feedback?”

There is no limit to the questions you could ask. The key is showing a 
sincere interest in the answers, withholding judgment about what you’re 
told, and taking action when you can.

Secondly, be observant. As a manager, your job is to focus on the work 
that gets done and how it gets done. When you pay attention and are specific 
with your feedback, you show you’ve spent time to notice what’s working 
and where opportunities exist. In other words, it’s important to communi-
cate to people that they matter to you.

 
FINDING THE TIME

There is no clock fairy or magic solution to time management and fit-
ting feedback and development conversations into a regular workload. It’s 
an effort that requires discipline. To ensure planned dialogue happens, you 
need to put formal meetings on a calendar, schedule them at regular inter-
vals, show up on time, and put the smartphone away.

While increased levels of informal feedback and scheduled conversa-
tion can seem overwhelming at first, the more often a manager engages, the 
easier it is, the franker the discussions become, and the greater the under-
standing between the employee and the manager grows.

With whom should you be having conversations? ■
 
Kate Zabriskie is president of Business Training Works, a Maryland-based 

talent development firm. Reach her at www.businesstrainingworks.com.

PRO Business   
July 2018

Employee Annual Reviews Aren’t Enough Anymore
WANT A MORE PRODUCTIVE AND SUCCESSFUL TEAM? GET GOING WITH MORE FREQUENT CONVERSATIONS 
ABOUT EACH EMPLOYEE’S PERFORMANCE AND PLANS FOR THE FUTURE WITH YOUR COMPANY.

Kate Zabriskie

As a manager, your job is to focus on the work that gets 
done and how it gets done. When you pay attention and are 
specific with your feedback, you show you’ve spent time to 
notice what’s working and where opportunities exist.

http://www.businesstrainingworks.com
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ON LOCATION

A huge team from India’s 3S Corp. takes 
on the challenge of sanitation for one of 

India’s huge religious processions

BY DAVID STEINKRAUS

THE TEAM
3S Corp. founder and CEO Rajeev Kher depends on a core team 

of four people to do the initial planning. They do the reconnaissance 
work, traveling through the state, visiting all the villages where pilgrims 
will stop, looking at locations for units, and contacting local officials. 
Kher also speaks with the official who coordinates the entire event. In 
2017 he learned another vendor couldn’t meet its responsibility, so 3S 
Corp. brought in a couple hundred portable restrooms from one of its 
locations to make up the difference.

From that initial group of four, the core team expands to include 
about 50 people who coordinate service while the pilgrimage is hap-
pening, Kher says. “We have to hire a couple hundred more people to 
help with this event. I have three or four guys we’ve trained and who 
have done the PSAI (Portable Sanitation Association International) 
tests. We also have an agency that helps train the temporary staff in 
the skills they will need,” Kher says.

(continued)

More than a million 
people participated in 
the Hindu pilgrimage to 
honor St. Dnyaneshwar 
and St. Tukaram. 
(Photos courtesy of 
Rajeev Kher)

A Crowd on 
the Move

Pilgrims have designated overnight 
stops. Each day they walk about 10 
miles along a 140-mile route that starts 
in two different towns and converges 
on the temple town of Pandharpur.

THE JOB: Annual Dnyaneshwar and Tukaram Pilgrimage

LOCATION: State of Maharashtra in western India

THE PRO: 3S Corp., Pune, India
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STRONG. EXPERIENCED. WORLDWIDE.

866 873 7796
www.armal.biz

For all occasions …

®

 COMPANY HISTORY
3S Corp. was founded in 1999 by Kher to bring 

sanitation to people in India who did not have ac-
cess to toilets. In 2008 it was merged with Saraplast, 
which had been started as a separate manufactur-
ing company. Kher has advocated for portable re-
stroom as a way for people in poverty to help them-
selves. Renting a restroom to someone in one of In-
dia’s slums allows the renter to make some money 
by charging for the service and related hygiene 
products. Saraplast operates about 4,000 units and 
has about 300 employees in India’s largest cities: 
their base of Pune, plus Mumbai (formerly called 
Bombay), Bengaluru (formerly called Bangalore), 
Hyderabad, Chennai, and the capital city of New 
Delhi.

 
MAKING CONNECTIONS

3S Corp. has been providing sanitation for about five years but only 
in the last three has the national government placed an increased em-
phasis on hygiene, Kher says. That is due to the efforts of Prime Minister 
Narandra Modi who has set a goal of having no open defecation in India 
by Oct. 2, 2019, the 150th birthday of Mahatma Gandhi. As a result, the 
demand for restrooms along the pilgrimage route has also increased dra-
matically, Kher says. Previously, 3S Corp. provided only a few hundred 
units instead of the thousands requested now.

 
THE MAIN EVENT

June and July are pilgrimage season in India. Hundreds occur all 
over the country. Pune is located in the western state of Maharashtra, 
about 60 miles from the Arabian Sea and the city of Mumbai. Here the pri-
mary pilgrimage honors two saints, Dnyaneshwar and Tukaram. About 1 
million Hindus attend.

Pilgrims start in the towns of 
Alandi and Dehu and over the course 
of two weeks, walk about 140 miles to 
the temple town of Pandharpur. With 
them on the journey are wagons bear-
ing representations of the saints’ foot-
prints. Each day pilgrims walk about 

10 miles. The entire pilgrimage has 16 stops where 3S Corp. provided por-
table restrooms. In 2017 3S Corp. was the lead provider of sanitation on 
the routes for the pilgrims, as it has been for several years.

 
BY THE NUMBERS

About 3,000 units were used for 2017. All of these are built on a Satel-
lite Industries shell that is fitted with an India-produced molded insert to 
allow squatting. This is a preferred position for using the toilet in much 

3S Corp. used its own trucks to 
move all the portable restrooms 
and used some of its own pumper 
trucks. It also hired a number of 
vacuum trucks from villages along 
the pilgrimage route to handle the 
workload and dispose of wastewater.

(continued)

This is a fraction of the 3,000 
portable restrooms that 3S Corp. 
provided for the pilgrimage in the 
Indian state of Maharashtra. In 
addition to restrooms, 3S Corp. 
provided several thousand gallons 
of water at each overnight stop.
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of Asia. In addition to portable restrooms, 
3S Corp. also provides urinals and water for 
the pilgrims. “In India, it’s a big headache to 
provide enough water for pilgrims to wash 
and perform their ablutions. People don’t 
use toilet paper here, so they need a huge 
amount of water for drinking and to clean 
themselves,” Kher says. In addition to rest-
rooms, each stop also receives several water 
tanks with capacities of up to more than 500 
gallons. Chemicals are from Satellite Industries and Walex Products.

 
LET’S ROLL

“The pilgrims leave about 3 or 4 a.m. Our guys clean the units, put them 
on trucks, and haul them to the next designated stop,” Kher says. “There was 
a huge transportation cost in moving the toilets,” Kher says. Technicians are 
divided into teams. One is tasked with nothing but cleaning, the other with 
transporting units.

The size of this job makes it a challenge, and so does the season. The 
pilgrimage comes in the middle of the monsoon season when drenching 

rains bring India much of the annual mois-
ture that farmers need for crops. “For us, it 
means trucks get stuck in the mud,” Kher 
says.

To keep units moving, Kher’s team has 
local tractors or excavators on call in each 
village to pull stuck trucks out of the mud. In 
2017 there were major issues in only a few 
places. That’s because by doing the job year 
after year, 3S Corp. technicians have learned 
where to put units — on flat surfaces and in 
places that trucks can easily move to and 
from.

Working during the monsoon season 
also means caring for the health of techni-
cians because the rainy season is associ-
ated with spikes in certain illnesses such as 

typhoid and cholera. To keep workers comfortable and safe, their hours of 
work are carefully regulated, they receive vitamin supplements to promote 
health, and 3S Corp. arranges lodging and food.

 

KEEPIN’ IT CLEAN
3S Corp. uses 50 to 70 of its own trucks to move units 

and hires additional vacuum trucks from local villages 
to haul waste to the nearest disposal point. This may be 
a municipal wastewater plant. In some cases, there was 
no municipal plant available, so 3S Corp. created large 
sludge pits, covered waste with soil, and added enzymes 
to speed the process of converting it to fertilizer.

All the 3S Corp. trucks are built on chassis from ei-
ther Mercedes-Benz or Tata, the Indian automaker.

 
IN THE SPIRIT

“We use a lot of tech to manage this job and ensure 
that units are where they’re supposed to be and are clean,” 
Kher says. Key to this is a smartphone app used by tech-
nicians. Each village where units are placed has an ap-
pointed representative of the pilgrimage organizer. When 
units are in place, the 3S Corp. field supervisor takes a 

photo with his phone to show the units are 
in place, cleaned, and ready for use, and the 
representative signs off on the phone. This 
eliminates disputes about whether units 
were placed or what condition they were in, 
and the technology greatly reduces paper-
work, Kher says. ■

Satellite Industries 
800-328-3332
www.satelliteindustries.com
(See ad page 31)

Walex Products Company
800-338-3155
www.walex.com
(See ad page 15)

MORE INFO

“In India, it’s a big 
headache to provide 
enough water for 
pilgrims to wash and 
perform their ablutions. 
People don’t use toilet 
paper here, so they 
need a huge amount of 
water for drinking and 
to clean themselves.”

RAJEEV KHER

With more than 3,000 units to 
deal with, with the shells provided 
by Satellite Industries, work was 
done in teams. One team was 
dedicated solely to cleaning, the 
other to transport. After pilgrims 
left their overnight stop at 3 or 4 
a.m., technicians went to work to 
clean all the units and move them 
to the next designated stop.
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of Asia. In addition to portable restrooms, 
3S Corp. also provides urinals and water for 
the pilgrims. “In India, it’s a big headache to 
provide enough water for pilgrims to wash 
and perform their ablutions. People don’t 
use toilet paper here, so they need a huge 
amount of water for drinking and to clean 
themselves,” Kher says. In addition to rest-
rooms, each stop also receives several water 
tanks with capacities of up to more than 500 
gallons. Chemicals are from Satellite Industries and Walex Products.

 
LET’S ROLL
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on trucks, and haul them to the next designated stop,” Kher says. “There was 
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divided into teams. One is tasked with nothing but cleaning, the other with 
transporting units.
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cians because the rainy season is associ-
ated with spikes in certain illnesses such as 

typhoid and cholera. To keep workers comfortable and safe, their hours of 
work are carefully regulated, they receive vitamin supplements to promote 
health, and 3S Corp. arranges lodging and food.
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to haul waste to the nearest disposal point. This may be 
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no municipal plant available, so 3S Corp. created large 
sludge pits, covered waste with soil, and added enzymes 
to speed the process of converting it to fertilizer.

All the 3S Corp. trucks are built on chassis from ei-
ther Mercedes-Benz or Tata, the Indian automaker.
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“We use a lot of tech to manage this job and ensure 
that units are where they’re supposed to be and are clean,” 
Kher says. Key to this is a smartphone app used by tech-
nicians. Each village where units are placed has an ap-
pointed representative of the pilgrimage organizer. When 
units are in place, the 3S Corp. field supervisor takes a 

photo with his phone to show the units are 
in place, cleaned, and ready for use, and the 
representative signs off on the phone. This 
eliminates disputes about whether units 
were placed or what condition they were in, 
and the technology greatly reduces paper-
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You’ve invested in a Fruitland® Pump 
because you know the Fruitland® brand 
represents quality, consistent reliability 
& exceptional performance.  So why 
take a chance using inferior, off brand, 
generic spare parts? A broken pump is 
a loss of revenue.  Fruitland’s factory 
supported dealer network is second 
to none!  Contact your nearest 
dealer for Fruitland® product, 
parts and service.  Only buy 
genuine Fruitland® brand 
parts and discover why the 
Fruitland® standard is the 
standard.

Play Safe.
Only trust genuine Fruitland® 
brand spare parts.

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 

WALEX PRODUCTS 
BANISH GRAFFITI REMOVER
Banish Graffiti Remover, a cleaner and protectant in 
one from Walex Products, is designed to be safer 
than aerosols and remove all types of tough graffiti 
without harsh fumes and chemical odors. It tackles 
marks on surfaces including plastic, glass, brick, 
wood, concrete and fiberglass. Marks created with 
crayon, pen, marker and dirt can be removed with 
just a spray and a wipe clean. Tougher materials and 
marks, such as gum, stickers, scuff marks, glue, and tar, can also be removed. 
Banish Cleaning Pads work in conjunction with Banish Graffiti Remover. 
910-371-2242; www.walex.com.

BIONETIX INTERNATIONAL PORTA-TREAT
Porta-Treat from Bionetix International is designed to 
quickly deodorize portable restrooms and holding tanks and 
leave a fresh fragrance. It contains natural, safe bacteria that 
produce specific extracellular fast-acting enzymes to attack 
waste and its byproducts at the molecular level, degrading 
organic wastes. It digests odor-causing compounds and 
targets large waste particles that settle at the bottom 
of holding tanks. Adding the water-soluble pouch af-
ter emptying and cleaning the tank reduces substances 
such as cellulose in toilet paper into odorless carbon dioxide and water. The 
nonformaldehyde formula is safe, with no adverse effects on waste or sewage 
treatment plants. Pouches with exact dosage are easy to store and use with no 
measuring, waste or mess. 514-457-2914; www.bionetix-international.com.
 

CPACEX PowrX
For odor control in extreme heat and 

overuse conditions, PowrX from 
CPACEX is designed to provide 
continuous performance for up 
to seven days. It combines the 
latest fragrance and odor control 
technology for maximum odor 

control necessary in the summer, according to the maker. It is available in 
three formulations to fit specific climates and applications. Each blend is 
biodegradable and contains deep, rich blue dye. Powerful time-released ad-
ditives continually break down waste to control mounding while assisting 
in odor elimination. New fragrances include cinnamon and lemon-twist. 
419-450-6208; www.cpacex.com.

THETFORD PROTECTALL 
ALL-SURFACE CARE
ProtectAll All-Surface Care from Thetford protects 
the interior and exterior surfaces of portable trailers 
and trucks. It is designed to polish, wax, treat and 
protect in a fraction of the time and effort of mul-
tiple wax component systems. It works on plastics, 
metals, painted metals, gel coats, aluminum, chrome, vinyl, wood, glass, 
leather, sinks, and other hard surfaces, including mirrors, windows, and 
stainless steel. It contains carnauba wax and UV blockers. It can also be used 
for cars and trucks, RV, boats, motorcycles and all-terrain vehicles. It is avail-
able in a gallon jug. 800-543-1219; www.protectall.com.

CENTURY CHEMICAL GRAFFITI WIPES
Graffiti Wipes from Century Chemical are used for 
fast, easy cleanup of paint from nonporous surfaces. The 
abrasive, yet nonscratching fabric aids in cleaning and 
can be used on a variety of surfaces, including portable 
restrooms, showers, partitions and wash stations. They 
are premoistened with an environmentally safe and 
biodegradable cleaning formula that removes paints 
(including enamel), ink and permanent marker. A few swipes with a single 
wipe dissolves unwanted paint and graffiti, according to the maker. Each 
case contains six canisters, with each canister holding 70 wipes that are 9 
1/2 by 12 inches. 800-348-3505; www.centurychemical.com.

J&J CHEMICAL ART BLASTER 
AND GRAFFITI BLASTER

Art Blaster and Graffiti Blaster 
from J&J Chemical form a pow-
erful combo for removal of graf-
fiti from portable restrooms in the 
field or yard. Art Blaster is a liquid 
graffiti remover, cleaner and pro-

tector designed to quickly and easily remove graffiti such as paint, marker 
and even pencil from portable restrooms. It leaves a protective sheen with 
a green-apple scent. It is meant to be convenient to use in the field. Graffiti 
Blaster is a gel-like liquid that clings to the sidewalls of portables while cut-
ting through difficult, baked-in graffiti. The company promotes it for clean-
ing units in the yard. 800-345-3303; www.jjchem.com.
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DEL VEL CHEM ODOR INTERCEPTOR
Biodegradable Odor Interceptor from Del Vel Chem 
is used to neutralize and absorb odors from a variety 
of sources. It lasts 45 to 60 days, depending 
on the degree of odor. The product shrinks 
as it absorbs odors. The heavier the odor, 
the faster it is used. It will shrink to about 12 
percent of its original size before it should be re-
placed. Once odors are under control, it will shrink at a slower rate. It is avail-
able in 1/2-, 4- and 35-pound containers. 800-699-9903; www.delvel.com.
 

FIVE PEAKS GLACIER BAY 
DROP-N-GO PACKETS

Glacier Bay Drop-N-Go Packets from Five Peaks 
provide the same effective odor control, fragrance 

and deep-blue color mask as liquid deodorant with 
the convenience of premeasured, ready-to-use 
pouches. The packets eliminate the guesswork of liq-
uids and allow for a better inventory control system. 

A premeasured quantity of powder is packed in a water-
soluble pouch, preventing waste and contact with product. Drop a single 
packet into the holding tank and add water. They are conveniently packaged 
in a stand-up, resealable gusset bag, which reduces the risk of exposing the 
packets to moisture. They are available in three strengths: ultimate, everyday 
and event. 866-293-1502; www.fivepeaks.net.
 

GREEN WAY PRODUCTS
BY POLYPORTABLES
SUPER TURBO TUBES
Super Turbo Tubes from Green Way Prod-
ucts by PolyPortables are portable toilet de-
odorizers in a 1,000 mL squeeze bottle with a 
drip-proof cap. Flip the cap up, point it into 
the holding tank, and squeeze the bottle. A 
one-second squeeze delivers 10 mL, ideal 
for cooler temperatures and special events. A 
two-second squeeze delivers 20 mL for high-heat and heavy-use applica-
tions. A three-second squeeze is recommended for severe temperatures and 
demand. It is available in all standard fragrances, as well as a fragrance of the 
month. 800-241-7951; www.polyportables.com.
 

POLYJOHN COOPER’S BEST 
DEODORIZING PACKETS

Cooper’s Best Deodorizing Packets from PolyJohn 
give portable restroom operators an environmentally 
friendly option to control odors. Packets offer the ease 

and efficiency of an individually packaged deodorizer 
combined with a powerful, “green” formulation of bac-

terial agents that dissolves waste and destroys 
odors. One packet is used per 5 gallons of fresh-

water to service the unit. They come with 250 
packets per case. 800-292-1305; www.polyjohn.com.

SAFE-T-FRESH QUICKBLUE
QuickBlue from Safe-T-Fresh is a dual-
film, effervescent deodorizer packet that 
dissolves in brine. It is manufactured by 
combining a PVA film with paper. The 
paper film dissolves much faster in water 
than PVC and is accelerated by the effer-
vescent action, which also disperses the 
deep blue color more evenly in the tank. The Event & Winter blend is de-
signed for winter service. 888-556-4067; www.safetfresh.com.
 

SURCO PORTABLE SANITATION 
PRODUCTS FRESH STRAPS

Fresh Straps self-locking portable restroom air fresh-
eners from Surco Portable Sanitation Products are 

waterproof air freshener straps that cinch to the porta-
ble restroom vent pipe. The self-locking feature deters 
theft, and they last up to 60 days. They are available in 
Xtreme fresh, lavender and berry cherry fragrances. 

They are packed 72 individually wrapped straps per 
case. 412-789-8683; www.surco.com.

WATER CANNON INC. - MWBE 
INDOOR APPLICATION 
PRESSURE WASHER
The industrial-duty line of indoor pres-
sure washers from Water Cannon Inc. - 
MWBE are powered with a Baldor Electric 
20 hp motor and the General Pump TSP 
Series pump. Three models are available of-
fering up to 5.5 gpm and 7,000 psi. The attach-
ment kit includes a 50-foot hose, trigger gun, and 
wand, and the washers come with quick-connect nozzles. The auto-stop/
start feature shuts down the motor and pump when the trigger gun is closed. 
800-333-9274; www.watercannon.com. ■

ODOR CONTROL

PRESSURE WASHERS AND SPRAYERS

FIND OUT HOW.
FREE subscription at digdifferent.com

Beyond 
buckets 
and blades.
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DEL VEL CHEM ODOR INTERCEPTOR
Biodegradable Odor Interceptor from Del Vel Chem 
is used to neutralize and absorb odors from a variety 
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packets to moisture. They are available in three strengths: ultimate, everyday 
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one-second squeeze delivers 10 mL, ideal 
for cooler temperatures and special events. A 
two-second squeeze delivers 20 mL for high-heat and heavy-use applica-
tions. A three-second squeeze is recommended for severe temperatures and 
demand. It is available in all standard fragrances, as well as a fragrance of the 
month. 800-241-7951; www.polyportables.com.
 

POLYJOHN COOPER’S BEST 
DEODORIZING PACKETS

Cooper’s Best Deodorizing Packets from PolyJohn 
give portable restroom operators an environmentally 
friendly option to control odors. Packets offer the ease 

and efficiency of an individually packaged deodorizer 
combined with a powerful, “green” formulation of bac-

terial agents that dissolves waste and destroys 
odors. One packet is used per 5 gallons of fresh-

water to service the unit. They come with 250 
packets per case. 800-292-1305; www.polyjohn.com.

SAFE-T-FRESH QUICKBLUE
QuickBlue from Safe-T-Fresh is a dual-
film, effervescent deodorizer packet that 
dissolves in brine. It is manufactured by 
combining a PVA film with paper. The 
paper film dissolves much faster in water 
than PVC and is accelerated by the effer-
vescent action, which also disperses the 
deep blue color more evenly in the tank. The Event & Winter blend is de-
signed for winter service. 888-556-4067; www.safetfresh.com.
 

SURCO PORTABLE SANITATION 
PRODUCTS FRESH STRAPS

Fresh Straps self-locking portable restroom air fresh-
eners from Surco Portable Sanitation Products are 

waterproof air freshener straps that cinch to the porta-
ble restroom vent pipe. The self-locking feature deters 
theft, and they last up to 60 days. They are available in 
Xtreme fresh, lavender and berry cherry fragrances. 

They are packed 72 individually wrapped straps per 
case. 412-789-8683; www.surco.com.

WATER CANNON INC. - MWBE 
INDOOR APPLICATION 
PRESSURE WASHER
The industrial-duty line of indoor pres-
sure washers from Water Cannon Inc. - 
MWBE are powered with a Baldor Electric 
20 hp motor and the General Pump TSP 
Series pump. Three models are available of-
fering up to 5.5 gpm and 7,000 psi. The attach-
ment kit includes a 50-foot hose, trigger gun, and 
wand, and the washers come with quick-connect nozzles. The auto-stop/
start feature shuts down the motor and pump when the trigger gun is closed. 
800-333-9274; www.watercannon.com. ■

ODOR CONTROL

PRESSURE WASHERS AND SPRAYERS

• Specializing in custom trailers

• Lowest interior floor height in the industry

• ADA wheelchair accessible units

• Unlimited floor plans

• Rigid steel shell construction

• Easy fold-up steps 

• 24/7 tech support

• Nation Wide Rental Referral Program for our customers

• Large capacity waste tanks

info@cohsi.com l 630.906.8002 l www.cohsi.com

GS-07F-0236V

See our website for layouts and options.

BATHROOM • SHOWER • SPECIALTY TRAILERS

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 ........$2970 (12ft)
 8 Hauler ........$3905 (16ft)
 10 Hauler .......$4235 (20ft)
 12 Hauler .......$4730 (24ft)
 14 Hauler .......$5280 (28ft)
 16 Hauler .......$5940 (32ft)
 18 Hauler .......$6820 (36ft)
 20 Hauler .......$7480 (40ft)

Extra! 
Extra!

Get more news, 

information, 

and features 

with our 

exclusive 

online content.

Want More Stories?

Check out 

Online Exclusives
at 

www.promonthly.com/online_exclusives

mailto:info@cohsi.com
http://www.cohsi.com
http://www.promonthly.com/online_exclusives
www.restroomdeliverytrailers.com
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ServiceCore partners with CardConnect
ServiceCore announced a partnership with CardConnect, a secure pay-

ment acceptance provider. The partnership will allow users to accept credit 
and debit cards, as well as automatic clearinghouse checks, electronic ben-
efit transfer, gift cards and near-field communication directly within the Ser-
viceCore software. ■

 INDUSTRY NEWS

 PRODUCT NEWS

Bionetix International 
PORTA-TREAT P Plus 
deodorizer and cleaner

Bionetix International’s PORTA-
TREAT P Plus is a safe, environmentally 
friendly solution for cleaning and de-
odorizing portable restroom holding tanks. The water-soluble pouches are 
easy to store and can be tossed into portable restroom tanks after routine 
cleaning without special measuring required. The nonformaldehyde, non-
bronopol formula has no adverse effects on sewage treatment plants. Bacteria 
inside PORTA-TREAT Plus transforms waste into a liquefied substance that 
is easier to pump, extending pump life and reducing odor. Bacteria count is 
1 billion CFUs per gram. 514-457-2914; www.bionetix-international.com.

 

Greenwood Tool 
Phone-Lite holder

The Phone-Lite holder made by Green-
wood Tool mounts to any portable restroom 
door and allows the user to use their cellphone 
flashlight to illuminate the restroom at eve-
ning events. It keeps the restroom cleaner and 
saves an investment of installing high-cost so-
lar lights. The yellow, high-impact polypropyl-
ene plastic product requires no maintenance. 
302-396-4820; www.greenwoodtool.com.

 

Muncie Power Products 
Muncie Start

Muncie Start from Muncie Power Products 
is a new power takeoff option that reduces startup 
torque for high-inertia loads, allowing for a smooth 
PTO engagement. The Muncie Start operates via mod-
ulation of the clutch, easing loads into engagement. 
It eliminates torque spikes through the PTO, truck 
drivetrain and mounted auxiliary equipment upon 
startup for increased life of the PTO and driven me-
chanical components. The PTO option also prevents engine stalls at low-en-
gagement revolutions per minute. Muncie Start is suitable for applications 
such as blowers, vacuum pumps, water pumps, compressors and genera-
tors. 800-367-7867; www.munciepower.com. ■

Order through our website

We provide 
reprint options
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An Article?

LASER 
REPRINTS 

Starting At
$10

ELECTRONIC 
REPRINTS 

Starting At
$25
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“The very day we found out we’d have to move our shop, somebody 
came through the door and said, ‘Do you want to buy Buck’s back?’ It 
was really a door closing, door opening, all in the same day.” They quickly 
jumped at the chance.

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

 

Making connections

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

 

the Main event

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

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

 

By the nuMBers

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

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

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

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

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

(continued)

the teaM

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

 

coMpany history

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

(continued)

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

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

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

tHe JoB: Oregon Jamboree

oN locAtIoN

“The very day we found out we’d 
have to move our shop, somebody 
came through the door and said, 
‘Do you want to buy Buck’s back?’ 
It was really a door closing, door 
opening, all in the same day.”
Scott Weld
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At the oregon Jamboree 
music festival, the crew 
at Buck’s Sanitary Service 
provides service that singsprovides service that sings
BY BettY dAGeFoRde

 Let’s roLL

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

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

 

keepin’ it cLean

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

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

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

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

 

saMe But different

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

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

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

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

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

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

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

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

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

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

MORE INFO

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

^^^ Satellite Industries Tufway restrooms are lined up and ready to go before the 
Oregon Jamboree, complete with lighting strung in the front of the units.

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

Page 10

MOJOMOJO
Music City
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F I L E

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 

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

MOJOMOJO
Music City

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

PoshPrivy Nashville, Tenn.
★
Tennessee

(continued)

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

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

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

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

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

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

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

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

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

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

(continued)

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

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

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

 
TARGETING CUSTOMERS

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

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

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

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

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

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

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

After all, the more McNeely does to make his portable restrooms 
pleasing, and perhaps even memorable, the greater the chance he’ll never 
have to work from the confines of an office cubicle. ■
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“If people can’t find you quickly with Google, you don’t exist. 
And once they find you, your website must instantly project 
your brand and what you’re all about. You don’t have to say 
much, but you have to say it right.”

Brandon Mcneely

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

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

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

 
TARGETING CUSTOMERS

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

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

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

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

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

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

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

After all, the more McNeely does to make his portable restrooms 
pleasing, and perhaps even memorable, the greater the chance he’ll never 
have to work from the confines of an office cubicle. ■
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^^^ 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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site right after the event.”
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“Once we’re in touch with companies that can help us, I try to meet with the 
owners and essentially sell myself and our product to them,” he said.

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

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

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

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

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

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

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

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

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

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

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

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

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

(continued)

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

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

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 

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

Manhole rehab trailer: Trailer setup for man-
hole rehab. New mixing and pump from Ma-
chine Technology. Generator and air compres-
sor built on complete rehab trailer. Start your 
own company. Marc 574-532-2655  (T08)

Owners ready to retire: Septic tank and 
portable toilet business for sale. Highly-
reputable family business. Grease tank 
pumping contracts. 23 years of service 
with the same phone number included. We 
have a loyal customer base. (1) 4,200-gal-
lon vac truck (1) 2,500-gallon vac truck 
(1) septic tank set truck (1) portable toilet 
truck (1) Excavator with trailer (160) por-
table toilets (2) Handwashing stations (5) 
handicap portable toilets. Panhandle of 
Florida. Endless potential. Serious inquiries 
only. Can be sold without portable toilets 
business. Call/text 850-516-9573 or email 
carterandsonseptic@gmail.com.  (P07)

Portable Restroom Company for Sale: 400-
unit portable restroom company and vehicles 
conveniently located on the Jersey Shore. 
Easy access to all parts of the state. All units 
are rented out on sites. Unlimited growth 
potential. Contact Don Van Sant: 732-600-
1404 or email: vansantd@aol.com.  (P07)

Owner is retiring: Nashville, TN portable toilet 
and dumpster business for sale. Great repu-
tation, consistent customer base, over 12 
years in business, in one of the hottest area 
in the nation: Nashville, Tennessee. 550 units, 
(40) 30-yard dumpsters, (4) Dodge pumper 
trucks and (1) FL70 roll-off truck. Will sell 
with or with out dumpsters. Growth poten-
tial unlimited! Possible owner financing. Call 
615-812-1314 or email metalq4u@aol.com. 
www.rockytopwastecompany.com  (P09)

For sale: Portable restroom business in the 
beautiful area of West Texas. Turnkey opera-
tion. Includes trucks and all equipment. Very 
fast growing business – we have a great 
crew. Please feel free to give us a shout for 
more information or for any questions. Mid-
land, Texas area. 432-934-2455  (P08)

www.RooterMan.com. Franchises avail-
able with low flat fee. New concept. Visit  
website or call 1-800-700-8062. (PBM)

COMPUTER SOFTWARE

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

PORTABLE RESTROOMS

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)

Used PolyJohn porta jons for sale. Flushable 
with sinks. AS IS. $400 each. mrsalrussell@
gmail.com (T07)

250 Two-tone grey PolyPortables Integras. 
All in excellent, rentable condition. WILL NOT 
LAST! $200 per unit. 800-634-2085 NY (P07)

50 Armal Wave portable toilets. Half are 
all-grey, half are orange and grey. We re-
cently sold 200 of these! They're in GREAT 
CONDITION at a LOW PRICE! $150 per unit! 
800-634-2085 NY  (P07)

PolyPortables Integra units. 12 white units 
in excellent condition - $325 each. 12 blue 
construction-grade units - $225 each. Lo-
cated near Toledo, Ohio. Text or call for pics. 
419-392-4364  (P07)

PORTABLE RESTROOM TRAILERS

Existing PRO looking to purchase used Wells 
Cargo Comfort Elite restroom trailers. Inter-
ested in the newer Ultra Lav models as well. 
Also interested in Ameri-Can models poten-
tially. Call to discuss anytime. Jamie Hunter 
317-439-9383.  (T10)

2011 Rich restroom trailer, 6-station with 
AC/heat. Also an onboard water tank. Price 
$19,500. Call 901-452-7040, ask for Megan 
or Josh.  (P08)

8-station Ritz, solid maple doors, SS dis-
pensers, TVs, fireplaces. Well cared for. Start 
renting this June, ROI by 2019 if you're good. 
$31,500. Email: Jeff@RestRem.com  (P07)

PORTABLE RESTROOM TRUCKS

2008 International 4300: DT466, 304,800 
miles, 2,100/400 aluminum tank, Battioni 
MEC 6500 pump. Good running truck that 
ran daily. $22,000. 817-568-2333  (P07)

2009 International 4400: MaxxForce DT, 
242,500 miles, 1,600/600 aluminum tank. 
Good truck that ran daily. 817-568-2333; 
Patrick@chemcans.com  (P07)

2012 Ford F550 Best Enterprise built 
800-gallon waste tank/300-gallon water 
tank. 2-unit carrier. 30 ft. Tiger Tail hose. 
119,647 miles. Runs great. $40,000 OBO. 
608-835-3459; sales@buckyspt.com  (PBM)
2014 International pump truck, Flow-
Mark aluminum 1,850-gallon tank, 62,000 
miles, $85,000; 2007 International 4300 
1,350-gallon, 265,000 miles, $37,500. 256-
757-9900 or www.pbsos.com  (PBM)

2018 Hino 268A cab & chassis, 25,950 
GVW with a new 1,600-gallon portable 
toilet service unit. (Stock# 13762) www. 
vacuumsalesinc.com (888) VAC-UNIT 
(822-8648) (PBM)

SEPTIC TRUCKS

FOR SALE: Single-axle trailer with 1 porta 
potty, great for highway crew. GMC Top-
Kick with 700-gallon capacity tank; $6,000. 
1,100-gallon waste capacity septic truck with 
150-gallon freshwater capacity; $12,500. 
Stake truck with 26.5 ft. bed with 16-unit 
storage capacity and electronic liftgate, sad-
dle bags with freshwater capacity of 150 gal-
lons; $12,000. Location: Brighton, Michigan. 
Call Bart at 810-217-4639.  (T07) 

SLIDE-IN UNITS

Self-contained slide-in vacuum tank unit 
ICI S450. Aluminum, 450 gallons with elec-
tric hose reel and 1,200-gallon water tank. 
$3,999. Dan 216-780-2357  (P07)

TANKS

750-gallon vacuum tank (1/4" steel) on 
heavy-duty trailer. Has been used for potable 
water only. New tires. AZ title. $2,800. Text 
928-920-4471 for pics or questions.  (P07)
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ServiceCore partners with CardConnect
ServiceCore announced a partnership with CardConnect, a secure pay-

ment acceptance provider. The partnership will allow users to accept credit 
and debit cards, as well as automatic clearinghouse checks, electronic ben-
efit transfer, gift cards and near-field communication directly within the Ser-
viceCore software. ■

 INDUSTRY NEWS

 PRODUCT NEWS

Bionetix International 
PORTA-TREAT P Plus 
deodorizer and cleaner

Bionetix International’s PORTA-
TREAT P Plus is a safe, environmentally 
friendly solution for cleaning and de-
odorizing portable restroom holding tanks. The water-soluble pouches are 
easy to store and can be tossed into portable restroom tanks after routine 
cleaning without special measuring required. The nonformaldehyde, non-
bronopol formula has no adverse effects on sewage treatment plants. Bacteria 
inside PORTA-TREAT Plus transforms waste into a liquefied substance that 
is easier to pump, extending pump life and reducing odor. Bacteria count is 
1 billion CFUs per gram. 514-457-2914; www.bionetix-international.com.

 

Greenwood Tool 
Phone-Lite holder

The Phone-Lite holder made by Green-
wood Tool mounts to any portable restroom 
door and allows the user to use their cellphone 
flashlight to illuminate the restroom at eve-
ning events. It keeps the restroom cleaner and 
saves an investment of installing high-cost so-
lar lights. The yellow, high-impact polypropyl-
ene plastic product requires no maintenance. 
302-396-4820; www.greenwoodtool.com.

 

Muncie Power Products 
Muncie Start

Muncie Start from Muncie Power Products 
is a new power takeoff option that reduces startup 
torque for high-inertia loads, allowing for a smooth 
PTO engagement. The Muncie Start operates via mod-
ulation of the clutch, easing loads into engagement. 
It eliminates torque spikes through the PTO, truck 
drivetrain and mounted auxiliary equipment upon 
startup for increased life of the PTO and driven me-
chanical components. The PTO option also prevents engine stalls at low-en-
gagement revolutions per minute. Muncie Start is suitable for applications 
such as blowers, vacuum pumps, water pumps, compressors and genera-
tors. 800-367-7867; www.munciepower.com. ■

BUSINESSES

Manhole rehab trailer: Trailer setup for man-
hole rehab. New mixing and pump from Ma-
chine Technology. Generator and air compres-
sor built on complete rehab trailer. Start your 
own company. Marc 574-532-2655  (T08)

Owners ready to retire: Septic tank and 
portable toilet business for sale. Highly-
reputable family business. Grease tank 
pumping contracts. 23 years of service 
with the same phone number included. We 
have a loyal customer base. (1) 4,200-gal-
lon vac truck (1) 2,500-gallon vac truck 
(1) septic tank set truck (1) portable toilet 
truck (1) Excavator with trailer (160) por-
table toilets (2) Handwashing stations (5) 
handicap portable toilets. Panhandle of 
Florida. Endless potential. Serious inquiries 
only. Can be sold without portable toilets 
business. Call/text 850-516-9573 or email 
carterandsonseptic@gmail.com.  (P07)

Portable Restroom Company for Sale: 400-
unit portable restroom company and vehicles 
conveniently located on the Jersey Shore. 
Easy access to all parts of the state. All units 
are rented out on sites. Unlimited growth 
potential. Contact Don Van Sant: 732-600-
1404 or email: vansantd@aol.com.  (P07)

Owner is retiring: Nashville, TN portable toilet 
and dumpster business for sale. Great repu-
tation, consistent customer base, over 12 
years in business, in one of the hottest area 
in the nation: Nashville, Tennessee. 550 units, 
(40) 30-yard dumpsters, (4) Dodge pumper 
trucks and (1) FL70 roll-off truck. Will sell 
with or with out dumpsters. Growth poten-
tial unlimited! Possible owner financing. Call 
615-812-1314 or email metalq4u@aol.com. 
www.rockytopwastecompany.com  (P09)

For sale: Portable restroom business in the 
beautiful area of West Texas. Turnkey opera-
tion. Includes trucks and all equipment. Very 
fast growing business – we have a great 
crew. Please feel free to give us a shout for 
more information or for any questions. Mid-
land, Texas area. 432-934-2455  (P08)

www.RooterMan.com. Franchises avail-
able with low flat fee. New concept. Visit  
website or call 1-800-700-8062. (PBM)

COMPUTER SOFTWARE

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

PORTABLE RESTROOMS

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)

Used PolyJohn porta jons for sale. Flushable 
with sinks. AS IS. $400 each. mrsalrussell@
gmail.com (T07)

250 Two-tone grey PolyPortables Integras. 
All in excellent, rentable condition. WILL NOT 
LAST! $200 per unit. 800-634-2085 NY (P07)

50 Armal Wave portable toilets. Half are 
all-grey, half are orange and grey. We re-
cently sold 200 of these! They're in GREAT 
CONDITION at a LOW PRICE! $150 per unit! 
800-634-2085 NY  (P07)

PolyPortables Integra units. 12 white units 
in excellent condition - $325 each. 12 blue 
construction-grade units - $225 each. Lo-
cated near Toledo, Ohio. Text or call for pics. 
419-392-4364  (P07)

PORTABLE RESTROOM TRAILERS

Existing PRO looking to purchase used Wells 
Cargo Comfort Elite restroom trailers. Inter-
ested in the newer Ultra Lav models as well. 
Also interested in Ameri-Can models poten-
tially. Call to discuss anytime. Jamie Hunter 
317-439-9383.  (T10)

2011 Rich restroom trailer, 6-station with 
AC/heat. Also an onboard water tank. Price 
$19,500. Call 901-452-7040, ask for Megan 
or Josh.  (P08)

8-station Ritz, solid maple doors, SS dis-
pensers, TVs, fireplaces. Well cared for. Start 
renting this June, ROI by 2019 if you're good. 
$31,500. Email: Jeff@RestRem.com  (P07)

PORTABLE RESTROOM TRUCKS

2008 International 4300: DT466, 304,800 
miles, 2,100/400 aluminum tank, Battioni 
MEC 6500 pump. Good running truck that 
ran daily. $22,000. 817-568-2333  (P07)

2009 International 4400: MaxxForce DT, 
242,500 miles, 1,600/600 aluminum tank. 
Good truck that ran daily. 817-568-2333; 
Patrick@chemcans.com  (P07)

2012 Ford F550 Best Enterprise built 
800-gallon waste tank/300-gallon water 
tank. 2-unit carrier. 30 ft. Tiger Tail hose. 
119,647 miles. Runs great. $40,000 OBO. 
608-835-3459; sales@buckyspt.com  (PBM)
2014 International pump truck, Flow-
Mark aluminum 1,850-gallon tank, 62,000 
miles, $85,000; 2007 International 4300 
1,350-gallon, 265,000 miles, $37,500. 256-
757-9900 or www.pbsos.com  (PBM)

2018 Hino 268A cab & chassis, 25,950 
GVW with a new 1,600-gallon portable 
toilet service unit. (Stock# 13762) www. 
vacuumsalesinc.com (888) VAC-UNIT 
(822-8648) (PBM)

SEPTIC TRUCKS

FOR SALE: Single-axle trailer with 1 porta 
potty, great for highway crew. GMC Top-
Kick with 700-gallon capacity tank; $6,000. 
1,100-gallon waste capacity septic truck with 
150-gallon freshwater capacity; $12,500. 
Stake truck with 26.5 ft. bed with 16-unit 
storage capacity and electronic liftgate, sad-
dle bags with freshwater capacity of 150 gal-
lons; $12,000. Location: Brighton, Michigan. 
Call Bart at 810-217-4639.  (T07) 

SLIDE-IN UNITS

Self-contained slide-in vacuum tank unit 
ICI S450. Aluminum, 450 gallons with elec-
tric hose reel and 1,200-gallon water tank. 
$3,999. Dan 216-780-2357  (P07)

TANKS

750-gallon vacuum tank (1/4" steel) on 
heavy-duty trailer. Has been used for potable 
water only. New tires. AZ title. $2,800. Text 
928-920-4471 for pics or questions.  (P07)
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