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I
t seems like every day I review my Google Alerts to find a news report on 

firefighters responding to a blaze originating from a portable restroom. 

Just this morning I read about two more, one in a residential neighbor-

hood in Vancouver, British Columbia, and another in rural Hamilton Town-

ship in eastern Pennsylvania.

The fires are always called suspicious, and seldom do the local law 

enforcement officials have information that leads an arrest. According to 

CTV News, an official in Canada called that fire a likely case of arson because 

“port-a-potties don’t just catch fire.”

We all know what’s going on here. Young vandals figure out portable 

restrooms are easy targets for mayhem. They are often in secluded locations, 

an obvious addition to the landscape, and they are easily torched, it seems. 

The fires are the most serious form of vandalism to restrooms, but they are 

surely not the first.

These units — the key equipment responsible for your livelihood 

— have been targets for years. You’ve lost many restrooms to graffiti, 

construction site pranks involving saws and drills, tip-overs, and stompings. 

Vandals have hit them with vehicles, pushed them into lakes and rivers, and 

quite conspicuously run over the tops of rows of units as part of a drinking 

game at major sporting events.

 

IT’S GETTING WORSE

You’ve tried many ways to hold folks responsible for the damage 

that reaches into the thousands of dollars a year for many PROs. You’ve 

asked customers to pay a damage waiver surcharge for each unit. You’ve 

threatened to pull units from sites where damage happens frequently. You 

work with the police whenever possible to bring the vandals to justice.

But from the trends I’ve been watching, it looks like the problem of 

vandalism is getting worse, not better. And instead of cleaning graffiti or 

changing out a plastic panel once in a while, you’re finding a charred heap 

of plastic when called to the scene of another incident. Rather than a minor 

annoyance, it’s a total loss when a restroom burns.

I know this is disheartening to restroom companies already 

challenged by slim profit margins in many markets and the inevitable 

rising cost of equipment and supplies faced in all industries. Each lost unit 

takes away from your bottom line — and the accumulated losses tumble 

down to have an impact on things like employee raises and benefits, 

equipment upgrades, and effective marketing of your company. How can 

your business advance when you’re always taking a step backward due to 

these losses?

 

WHAT CAN YOU DO?

There is no perfect answer to reducing equipment vandalism. Your 

units are out there, many times in a vulnerable, public location and you 

can’t stand by 24/7 watching them. But there are small things you can do to 

stem the tide of damage and ease that feeling of helplessness you experience 

whenever the phone rings and you get a report of damage.

How about trying these?

Talk to customers about creating permanent enclosures.

A community organization in Milwaukee that runs youth sporting 

events at local parks is looking into building enclosures to house portable 

restrooms. The shelters will have roofs, and restrooms will slide in and out 

for servicing and cleaning. They are doing this for aesthetic reasons, but this 

could be a solution to deter vandalism. The enclosures could be designed to 

keep vandals away from the restrooms inside and locked securely when a 

park is closed.

Create your own temporary security solutions and charge for them.

Design a security cage or fencing structure that can surround units on 

work sites where you may anticipate vandalism issues. Also consider putting 

more restrooms on single-unit transport trailers and ask your construction 

customers to move them from convenient spots to more secure locations 

on the job site at night. Add an upcharge to the invoice to cover the cost of 

these security measures. Justify the charges by explaining the monetary loss 

you suffer each time one of your units is damaged, set on fire or stolen. The 

alternative to these added security measures at high-risk sites is holding the 

customer responsible for all damages.

Perform a rigorous placement assessment.

When a customer calls, you should ask more than simply where and 

when they want the portable restroom delivered. Create a security checklist 

for all jobs, and add a step for an initial site visit to work out the best placement 

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   
January 2019

Another Portable Restroom Burned to the Ground?
ARSON IS THE MOST SERIOUS FORM OF VANDALISM PORTABLE SANITATION 
COMPANIES HAVE FACED YET. FOLLOW THESE TIPS AND FIGHT BACK!

By Jim Kneiszel

When a customer calls, you should ask more than simply 

where and when they want the portable restroom delivered. 

Create a security checklist for all jobs, and add a step for an 

initial site visit to work out the best placement with the client.

■

mailto:editor@promonthly.com
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with the client. Look for locations with the 

highest street visibility, where police surveillance 

is most likely to catch vandals in the act, where 

night lighting will act as deterrence, and where 

you may be able to put up a temporary security 

camera. This process will raise awareness with 

your customers about your shared concern for 

vandalism and might even help them think about 

ways to reduce vandalism of their equipment 

and property on a job site.

 Develop a relationship with

law enforcement.

Your local police can help you develop the 

security checklist mentioned above. They can 

share their expertise about crime prevention 

and ways they go about investigating vandalism 

reports. You can give them a greater perspective 

on how these losses impact your business. 

Establish a good rapport with the police and 

exchange information frequently so they know 

about your presence in the community and can 

patrol areas around your units most effectively. 

Don’t be afraid to ask for their help in reducing 

vandalism.

 Add a mandatory security

attendant at major events.

When you are charging a customer for 50 

to 100 units at events like a weekend camping 

concert venue or big auto race, the cost of a 

24/7 security worker is negligible. The wages 

for this person might amount to the cost of 

a few additional restrooms, but it could save 

considerable damage to your equipment. Write 

the fee for an attendant into your bid for the 

job, and then explain how this worker benefits 

both the event planners and your company. The 

attendant will deter vandalism and report issues 

as soon as they come up. Aside from vandalism, 

they may stop other criminal activity or 

unacceptable behavior — like drug use or sex — 

in the restroom areas, preserving an event’s good 

reputation. And as an added bonus, the security 

worker could alert your cleaning crews to over-

full holding tanks or the need to replenish paper 

products.

 Warn vandals there will be

consequences and follow through.

Add prominent labels inside all restrooms 

spelling out that your company will seek 

penalties for vandalism to the full extent of 

the law. In serious terms, make it clear that 

you will not tolerate this behavior and will 

work with authorities to punish any infraction. 

Then whenever the police arrest a suspect for 

vandalizing your equipment, make sure you 

attend every hearing and inform prosecutors and 

judges about how these crimes have negatively 

impacted your business. Follow up on even the 

smallest loss and you make prevent more serious 

vandalism issues in the future.

 

BE VIGILENT

Vandalism has proven to be a huge, nagging 

problem for PROs, and solutions have been 

elusive for many years. When the costs are added 

up, vandals take a huge toll on the ability to turn 

a fair profit and improve professional service. 

Money lost repairing and replacing damaged 

equipment could be better invested on building 

up your assets — both in your human resources 

and the tools required to do a good job.

That these troubling news stories keep pop-

ping up in the media is frustrating. The only way 

to counter the frequency of these incidents is to 

keep on fighting and searching for ways to make 

things better. If you have ideas to add to my list, 

send them to me at editor@promonthly.com. I 

will share them with readers. ■

mailto:editor@promonthly.com
www.masportpump.com
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sign up for newsletters and 
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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.

THE DISRUPTOR

PRO Finds 
a Greener Way
Nature Commode owner Nicole Cousino 

is going her own way with plastic-free units 

and sawdust. The dry toilets are part of the 

company’s bigger aim to create a greener 

path in portable sanitation. Read more to 

find out how. 

promonthly.com/featured

THE TOP 10

Most-Read Articles
From restroom 

innovations to 

customer service 

issues, this rundown 

of the most-read 

articles of 2018 on PROmonthly.com covers 

all your bases. Take some time for yourself 

and review the highlights of the year. 

promonthly.com/featured

OVERHEARD ONLINE

Your most valuable 
asset is the goodwill of 
your customers. The 
thing that’s ultimately 
going to keep your 
business afloat — and 
bring in new referrals 
— is the integrity with 
which you serve your 
clients. Earn their trust, 
and keep it.

- Want to Start a Portable Restroom Business? 

Here Is Some Advice to Get Started

promonthly.com/featured

LAND-SPREAD PIONEERS

Discard Your Disposal Fees
With disposal fees climbing higher, Rick Rogers of Mondak Portables knew 

there had to be a better way to dispose of waste. Here Rogers shares how he 

worked with health officials to set land-application regulations for North Dakota. 

promonthly.com/featured
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Jeff and Terri Wigley are portable sanitation industry veterans, having 
owned and operated Atlanta-based Pit Stop Sanitation Services for 22 years. 

Send your questions for them or comments to editor@promonthly.com.  

January is definitely a month for planning, and we had two interesting 

questions this month concerning this topic:

 

Question: What documents should I keep in the service truck in case I 

am stopped by a state trooper or the DOT?

Answer: From personal experience, we can say that the preparation 

and organization of documents is instrumental in creating a favorable im-

pression with law-enforcement officials. Having the necessary documents in 

order and easily accessible is calming for your driver during those first ner-

vous moments after being pulled over by the officer. The ability to present all 

of the documents together in an organized fashion indicates your company 

is making a good faith effort to comply with various rules and regulations.

One suggestion that many owners have employed is using a red note-

book to contain all necessary documentation and that is then stored behind 

the passenger seat, within easy reach of the driver. What should be in this 

notebook? While there may be some slight variation by state, the basic com-

ponents are:

Copy of Vehicle Registration: Make sure the registration is valid and 

that the VIN and tag match each vehicle. This form may also indicate if the 

vehicle requires drivers with a CDL.

Copy of Proof of Insurance: Make sure that this form is also valid and 

the insured dates are up to date.

Copy of Federal Annual Inspection: This form demonstrates that the 

particular vehicle passed all federal safety and compliance standards. A de-

cal is also usually affixed inside the cab with the expiration date listed.

Copies of Safety Data Sheets: SDSs have 16 sections of information 

and are more precise than the old, more popular Material Safety Data 

Sheets. In 2012, the Occupational Safety and Health Administration pub-

lished HazCom 2012 that instituted the use of these forms. Make sure you 

have an SDS for each chemical component carried on the truck, such as de-

odorizer, odor eliminating fragrance, cleaning compounds (such as bleach, 

urinal cleaner, etc.), urinal blocks and any other item that is used. Contact 

your supplier for these sheets. Discard old MSDS you have.

Copy of Company Waste Disposal Permit (or Similar Approval): De-

pending on the disposal location rules and regulations, there may be a per-

mit number assigned to your company. Proof of approval of proper disposal 

can be an effective tool when, and if, the situation arises. It can also be an 

effective sales tool in assuring customers that your company is compliant 

and environmentally conscious.

Waste Disposal Manifests: To be completed at the disposal facility be-

fore disposing of waste. 

Spill Containment Procedure Report: To be completed in case of an 

accidental septage spill. The Portable Sanitation Association International 

has an excellent example in its training materials. The report form should be 

verified by legal counsel in your areas of operation.

Accident/Incident Report: The design of this form will vary, based on 

company policies, but the basic information would include driver’s name, 

date, time, weather conditions, names of parties involved with phone num-

bers, a narrative of the incident, police report number (if applicable), etc.

Pre-trip Inspection Report: Some companies will include in the note-

book, while others prefer that it be with the Route Sheet for that day and be 

on the front seat. Still others may maintain them electronically. 

List of Important Phone Numbers: Management and other key per-

sonnel, fellow driver’s numbers, etc. The detail will vary greatly by company.

Other: Any and all information you deem to be pertinent. When in 

doubt, include it in the notebook.

     

• • •

Question: What do you suggest for setting up a first-aid kit for each ve-

hicle in preparation for the upcoming busy season?

Answer: After a careful review of the Federal Motor Carriers Safety 

Administration regulations, there are no specified requirements for the 

contents of a first-aid kit. While first-aid kits in the office and near the yard 

should be extensive and complete, including eyewash stations and possibly 

defibrillators, first-aid kits in trucks need to be as similar as possible but on 

a smaller scale. A basic first-aid kit should contain:

• Various sizes of adhesive bandages

• First-aid tape

• Gauze

• Antibiotic ointment

• Burn-cooling gel

• Scissors

• Tweezers

• Health care gloves

• Acetaminophen (or similar) extra-strength caplets

• First-aid guide.

Although not included in a basic kit, a strong suggestion is a personal 

eyewash kit. These small kits are relatively inexpensive, yet provide immedi-

ate access to a saline spray in the case of eye injury or chemical splash.

Most basic kits will fit quite nicely behind the passenger seat next to 

the organizational notebook. As was discussed with the organizational note-

book, if in doubt, add it to the kit!  ■

WHETHER YOU’RE STOPPED BY THE HIGHWAY PATROL OR INJURED ON THE JOB, CARRY THESE 
HELPFUL DOCUMENTS AND FIRST-AID SUPPLIES TO KEEP RUNNING SAFE AND LEGAL

By Jeff and Terri Wigley

Keep Your Service Truck Paperwork

AT YOUR SERVICE   
January 2019

mailto:editor@promonthly.com
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Owner B.J. Davis is shown with the 
crew at Moon Portable Restrooms. 
(Photos by Nathan Cornetet)

ON LOCATION

THE TEAM

B.J. Davis is co-owner and operations manager of Moon Por-

table Restrooms in Louisville, Kentucky, one of three Moon compa-

nies providing services to construction and other accounts, includ-

ing trailer leasing, storage units and roll-off containers. In addition 

to shared office staff, Davis has 10 employees. The WFPK Waterfront 

Wednesday service team included Josh Downey, manager, and ser-

vice techs Greg Wilcher, Matt Thomas, and Davis’ son, Dylan West. 

Key coordinators were dispatcher Cecilia Duffin and Davis’ mother 

and sales rep Bobbie Davis.
(continued)

Repeat 
Performance

From spring to fall, Louisville’s Moon Portable 

Restrooms sets up and services restrooms at 

monthly Waterfront Wednesday concerts 

BY BETTY DAGEFORDE

The crowds took good advantage of a neat row of PolyJohn restrooms 
during a Waterfront Wednesday concert in Louisville, Kentucky.

THE JOB: Six WFPK Waterfront Wednesday concerts

LOCATION: Louisville, Kentucky

THE PRO: Moon Portable Restrooms
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• Hand rails
•  Step can be flipped up  

when being transported
•  Expanded metal deck  

for better grip and dirt will 
fall through

•  Strong and durable  
diamond plated fenders

•  LED lights
•  Available in single and 

double trailers
•  This trailer is built strong 

and built to last

Innovative Portable Restroom Solutions™

F.M. Manufacturing, Inc. specializes in Innovative Portable Restroom Solutions™ 

like trailers, carts and hitch haulers that are designed to help your business be  

more efficient and more profitable.

F.M. Manufacturing, Inc.   p 877.889.2246   www.fmmfg.com

NEW FLAT BED TRAILER

• 30 ft deck
• Tie downs on both sides
• Side roller for easier loading
• VERY solid front header
• Low profile tires

• 3 - 3700# torsion bar axles
• Electric brakes on all axles
• LED light
•  Made to the spec of  

our customers

NEW TRAILER STYLE
BOOTHS

2559 
2561

Go to  promonthly.com/alerts and get started today!

GET  

EMAIL NEWS 
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http://www.fmmfg.com
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COMPANY HISTORY

After losing his corporate accounting 

job in 2002, Davis went to work for his father-

in-law, David Pottinger, owner, along with 

David Jones of Moon Cos. He learned the 

business from the ground up, starting as a la-

borer working on everything from equipment 

maintenance and prep to sweeping the yard. 

Happy with his enthusiasm and work ethic, 

after eight months Pottinger moved him into 

sales where he spent another five months. 

“Then they came to me and said they’d always 

wanted to get into the portable restroom busi-

ness because it went hand in hand with their 

construction work,” Davis says.

Pottinger and Jones supplied the office, 

a truckload of portable restrooms, and one 

truck, and Davis provided the sweat equity — 

sales, delivery, service and accounting. The 

internet wasn’t quite up to speed yet and he 

just missed the phone book advertising deadline so he marketed the busi-

ness by joining construction organizations and pounding the pavement. He 

also used his equipment as advertising. “I’d carry a unit with me everywhere 

I went — going home, taking my son to school, baseball games.” When 

he nearly reached burnout after about a year, he hired his first employee, 

which, along with development of a website, led to further expansion. A 

couple years later, he became a full partner in Moon Cos.

Today the company has 1,200 standard and 10 flushable PolyJohn units, 

12 Wells Cargo and JAG Mobile Solutions restroom trailers, and one JAG Mo-

bile Solutions shower trailer. Their service territory covers a 60-mile radius. 

About 30 percent of their work is for special events including waterfront ac-

tivities and football games at the University of Kentucky.

 

MAKING CONNECTIONS

Through his networking activities, in 2005 

Davis was introduced to Ashley Cox Smith, 

event manager for the Waterfront Development 

Corp., sponsor of many activities along the Ohio River park including WFPK 

Waterfront Wednesday. He approached her for work.

“She wasn’t unhappy with the current vendor,” he says, “but I was going 

to provide newer units and be in and out a lot faster. She saw I was a young 

entrepreneur and the passion I had.” He also sold her on the fact that all his 

units had hand sanitizer, which she really liked, and that all were the same 

style and color (tan). “Since day one, I wanted to have that branding. When 

you go around town and see tan units, you just know it’s from Moon.”

 

THE MAIN EVENT

The Big Four Lawn along the Ohio River was the site of the WFPK Water-

front Wednesday concert series held from 5 to 11 p.m. on the last Wednesday 

of every month from April through September, featuring national emerging 

talent, upscale festival food, and cash bar. The event was free for the 5,000 

to 10,000 attendees, hosted by the Waterfront Development Corp. and ra-

dio station 91.9 WFPK-FM. Started in 2002, it’s one of many events resulting 

from the revitalization of the waterfront. Each month three bands performed 

in succession, and kids explored the new Classical Corner activity area.

 

BY THE NUMBERS

For each concert, the company brought in 50 standard units (PolyJohn 

PJN3) and four wheelchair-accessible units (PolyJohn Comfort XL) and al-

ways had another 10 to 20 on standby. “Ashley always wanted to make sure 

there were enough,” Davis says. “If she thought the weather was going to be 

beautiful, she’d have me bring another 10 down. She made the final decision 

by 2 p.m.” All units were supplied with hand sanitizer, two rolls of 2,500-sheet 

tissue and J&J Chemical deodorant tablets.

In July and August, the company also showcased two of their newest 

units called Floosh developed by Mark Townes. The self-contained, solar-

Right: Manager Josh Downey sets up some of 
the 50-plus PolyJohn units delivered at every 

Waterfront Wednesday concert. Transport trailers 
are from Lane’s Vacuum Tank and F.M. Mfg.

Below: B.J. Davis meets with a Waterfront 
Wednesday official during setup.

Left: Technician Greg Wilcher adds J&J 
Chemical deodorant to the units being set 
up at a Waterfront Wednesday concert. 
Technician Matt Thomas is helping out.

“Ashley always 

wanted to make 

sure there were 

enough. If she 

thought the weather 

was going to be 

beautiful, she’d 

have me bring 

another 10 down. 

She made the final 

decision by 2 p.m.”

B.J. DAVIS

(continued)
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Portable Toilets and Accessories

powered unit with automatic lights, ceiling 

fan, pedal-flushing porcelain toilet and mo-

tion-sensored vessel sink were well-received, 

Davis says. The company bought the units for 

their wedding business to fill the price gap 

between portable flushable units and high-

end trailers.

Units were set up Wednesday mornings 

starting around 9 a.m. in two large banks on 

either side of the Big Four Lawn. Two units 

were placed behind the stage and one in the 

concession area. Service vehicles and Davis’ 

2017 Dodge 2500 pickup truck were used for 

delivery along with 10- and 20-unit Lane’s 

Vacuum Tank and F.M. Mfg. hauling trailers. 

Wheelchair-accessible units were transport-

ed on a 20-foot flatbed trailer.

 

KEEPIN’ IT CLEAN

Service and removal of units was done Thursday mornings after other 

vendors were out of the way. The service team, wearing bright yellow com-

pany shirts, would arrive around 7:30 a.m. to pump and clean the units 

before returning them to the shop. They used two service trucks from their 

fleet, which includes a 2015 Chevy 3500 with a 450-gallon Imperial Indus-

tries steel slide-in tank and two 55-gallon water totes, a 2015 Ford 750 with 

a 1,500-gallon waste and 500-gallon freshwater FlowMark Vacuum Trucks 

aluminum tank, a 2016 Hino with a 750-gallon waste and 350-gallon fresh-

water Crescent Tank steel tank, and 2016 

and 2017 Dodge 5500s with 1,100-gallon 

waste and 400-gallon freshwater Flow-

Mark Vacuum Trucks aluminum tanks — 

all with Masport pumps. Waste was taken 

to the treatment plant just down the block 

from the company’s office.

 

GREAT MINDS THINK ALIKE

Davis and Smith are always on the 

same page when it comes to having high 

standards and providing above-average service. “I like neat and pristine, and 

I’m a little OCD that the units all have to be straight and look perfect,” Davis 

says. “Roofs are a big thing with me. I want my roofs clean along with the in-

side of the units.” His operating philosophy is: “Are these good enough for my 

mother to sit on the seat? I would get in there and clean them like no other.”

And Smith was fanatical about making sure there were always more 

than enough restrooms for the event and plenty of hand sanitizer and tissue. 

The two of them went over the numbers after each concert. “I’d give Ashley 

a call and let her know how much waste we collected and how heavy the use 

was,” Davis says. “She asked me every time, ‘Do you think we have enough?’ 

— and we always did.”

Their attention to detail was not lost on the crowd. “I just got a lot of 

compliments,” Davis says. ■

Crescent Tank Mfg. 
585-657-4104
www.crescenttank.com
(See ad page 32)

F.M. Manufacturing, Inc. 
877-889-2246
www.fmmfg.com
(See ad page 17)

Floosh Portable Toilets
865-297-8944
www.floosh.com

FlowMark Vacuum Trucks 
833-653-8100
www.flowmark.com
(See ad page 13)

Imperial Industries, Inc. 
800-558-2945
www.imperialind.com
(See ad, pages 22-23) 

J&J Chemical Co. 
800-345-3303
www.jjchem.com
(See ad page 3)

JAG Mobile Solutions
800-815-2557
www.jagmobilesolutions.com

Lane’s Vacuum Tank, Inc.
800-592-3308
www.lanesmobilejohn.com

Masport, Inc. 
800-228-4510
www.masportpump.com
(See ad page 9)

PolyJohn 
800-292-1305
www.polyjohn.com
(See ad page 43)

MORE INFO

Above: Moon Portable Restrooms is 
experimenting with a few new solar-powered 
Floosh restrooms developed by Mark Townes.
 
Left: B.J. Davis gathers with Waterfront 
Wednesday staff members, including Catie 
Nelson (in a gray shirt) to discuss placement 
of the Floosh restrooms.

“I like neat and 

pristine, and I’m a 

little OCD that the 

units all have to be 

straight and look 

perfect. … Are these 

good enough for my 

mother to sit on the 

seat? I would get in 

there and clean them 

like no other.”

B.J. DAVIS

A row of PolyJohn restrooms 
are configured for maximum 
efficiency, including some of 
the units placed under a roof 
at Waterfront Wednesday.

http://www.crescenttank.com
http://www.fmmfg.com
http://www.floosh.com
http://www.flowmark.com
http://www.imperialind.com
http://www.jjchem.com
http://www.jagmobilesolutions.com
http://www.lanesmobilejohn.com
http://www.masportpump.com
http://www.polyjohn.com
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F I L E Devan Hanson, owner of Texan 
Restrooms in Stephenville, Texas. 
(Photos by Olivia Ogren-Hrejsa)

I
t may seem implausible that a Texas state trooper would suddenly 

steer his law-enforcement career into the portable restroom indus-

try. But lured by the prospect of eventually owning his own busi-

ness, that’s exactly what Devan Hanson did in 2010 when he quit his 

job with the Texas Highway Patrol to work for a restroom company in 

Stephenville, where he’d worked during his college years.

The deal to buy the company eventually fell through. But Han-

son’s ambitions did not. The 34-year-old entrepreneur went on to es-

tablish Texan Restrooms in 2016 and hasn’t looked back.

Growth came quickly; the company now owns roughly 350 rest-

rooms, up from 75 initially, and three service trucks, an increase from 

one when he first started out.

The company increased its annual gross revenue for 2018 by 60 

percent over 2017. Hanson says his formula for success is relatively 

simple: Establish a solid business plan. Do business with a personal 

touch. Invest in new, productivity-enhancing equipment whenever 

possible. And work really, really hard.

“In the end, it all boils down to doing the work,” Hanson says. “If 

you want something, go do it. No one is going to do it for you. I simply 

will not let anyone outwork me. Period — end of story.”

 

BACK TO THE FUTURE

Hanson’s first foray into portable restrooms occurred while he 

was attending Tarleton State University in Stephenville, about 80 

miles southwest of the Dallas-Fort Worth metro area. His high school 

baseball coach’s father-in-law ran a portable restroom outfit and the 

A former Texas state trooper pursues his business 
ownership dream through successful startup 

company Texan Restrooms  BY KEN WYSOCKY

(continued)

Texan Restrooms
Stephenville, Texas

Owners: Devan Hanson 

and two silent partners

Founded: 2016

Employees: 3

Services: Restroom rentals and service

Service area: 65-mile radius around Stephenville

Website: www.texanrestrooms.com

T E X A S

★

COVER STORY

BY THE 
BOOK

http://www.texanrestrooms.com
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coach said he could get Hanson a job there. He slowly moved up from deliv-

ering and picking up restrooms to handling customer relations, mostly with 

construction contractors — a skill that would come in handy later.

Hanson graduated from Tarleton in 2007 with a criminal justice degree, 

then turned down a job offer to work full-time for the restroom company. 

Instead, he went through six months of state-trooper training, followed by a 

2 1/2-year-long stint as a highway patrol-

man, based in Austin. “I loved that job,” 

he says. “Aside from my current job, it was 

the only thing I ever did that didn’t seem 

like work.”

Then came the career U-turn, as the 

owner of the restroom company asked 

if he was interested in buying it. Think-

ing ahead about earning potential and 

the chance to steer his own ship, Han-

son said yes and recruited two investors. 

“Plus, I had just starting dating a girl who 

I thought was going to be my wife. So I 

started thinking about raising a family 

and Stephenville is where I wanted to do 

that, not in Austin. Now we’re married 

with 4-year-old twins and I feel that it was 

the right move.”

As one thing led to another, the deal 

eventually fizzled out. Hanson nonethe-

less stuck around for a while longer until he was unexpectedly fired in spring 

2016.

 

THE BUSINESS PLAN

One of the two potential investors then encouraged Hanson to start his 

own company. The more he thought about it, the more appealing the pros-

pect became. So he wrote a 30-page business plan; found another investor 

after one of the original two dropped out; and bought 4 acres of land, 75 

restrooms, and a new 2016 Dodge 3500 truck outfitted by Best Enterprises 

with an 800-gallon waste and 300-gallon freshwater stainless steel tank and 

a Masport pump.

Developing a business plan is critical to success. Hanson stresses that 

even if an entrepreneur is thorough and “articulates everything to a T” dur-

ing a face-to-face meeting with a potential investor, it’s still not as valuable 

as a well-written business plan.

“This may sound dumb, but writing a business plan made me iron out 

the numbers so they were very tight, instead of general estimates of what 

things might cost — items such as diesel fuel, toilet paper and so forth,” he 

says. “Pinning down your overhead costs is so important. … When you’re 

starting from scratch with zero customers, you can project your revenue all 

day long. But with expenses, you can determine what they’re going to be.”

In addition, developing a plan is one thing; knowing it is another. “An 

investor will pick it apart, so you have to be able to answer all the questions,” 

he says.

Hanson relied on an attorney friend for advice and also got help from a 

small-business administration department at Tarleton, as well as the federal 

government’s Small Business Administration website. He found a business-

plan template on the internet. “Even if you don’t need funding from outside 

sources, it’s still beneficial to write up a plan,” he adds.

 

KEEPING IT PERSONAL

Starting out from scratch with no employees wasn’t easy. Hanson did 

everything by himself until he hired an old college buddy, Justin Taylor, who 

has been instrumental to the company’s success. “He’s such a great asset 

to the company,” Hanson says. “I know he’s always handling his business. 

He does so much for this company … if I could find another one like him, it 

would really be smooth sailing.”

(continued)

“I didn’t start 

this business 

because I wanted 

to get rich — I 

wanted to serve 

customers. I 

started this 

business with the 

premise that if 

all I do is worry 

about customers’ 

needs, enough 

money will follow.”

DEVAN HANSON

Left: Technician Justin Taylor loads 
PolyJohn restrooms onto a 12-unit 
transport trailer from McKee Technologies - 
Explorer Trailers.

Below: Devan Hanson, left, visits with 
construction customer Toby O’Neal. The 
service truck is from Best Enterprises and 
carries a Masport pump.
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An emphasis on developing personal relationships with 

construction firms has been critical to the company’s growth. 

About 90 percent of revenue stems from construction rentals, 

he says.

In fact, aside from providing a critical service, the relation-

ships are one of the things that Hanson relishes most about 

his job. He counts many construction customers as personal 

friends and says he sees them socially. For example, he recently 

sponsored a table at a charitable event and invited contractors 

to attend the dinner with him and his wife, Sara.

“I love the connection with the builders. I don’t 

ever want to get so big that I don’t know customers 

personally,” Hanson says. “I didn’t start this business 

because I wanted to get rich — I wanted to serve cus-

tomers. I started this business with the premise that 

if all I do is worry about customers’ needs, enough 

money will follow.”

When Hanson calls on new customers, he tries to make it a face-to-face 

meeting and always tells them he’ll take them out to lunch. “Some of them 

think I’m just blowing smoke, but I do it,” he says. “It’s all about taking care 

of relationships and fostering new ones. I want to build such a strong con-

nection with builders that it never crosses their mind to switch to another 

company.”

Maintaining a work ethic is key. Hanson says he’s usually at work by 

5:30 a.m., and if someone calls at 4:30 p.m. and needs a restroom right away, 

he’ll get in his truck and deliver it. “That’s my game,” he says. “We all offer 

the same basic product with four plastic walls, so one of the only ways to 

differentiate is through customer service — how fast you can get someone a 

restroom when they really need it.

“I also constantly have my head on a swivel, looking for new business,” 

he adds. “If I see a new pad being built, I do a 180-turn and go talk to some-

body. If you don’t at least try talking to someone about becoming their rest-

room provider, the answer always is no.”

 

EQUIPMENT INVESTMENT

The company’s roughly 350 restrooms (about 300 for construction and 

50 for special events) are made by PolyJohn. Other equipment includes 10 

two-sided hand-wash stations and 10 hand-sanitizing stations; 15 hand-

icapped-accessible restrooms; and 10 250-gallon holding tanks (for con-

struction office trailers), all from PolyJohn.

The hand-wash and hand-sanitizing stations are a good investment be-

cause they provide a chance to generate more revenue by upselling to cus-

tomers. Moreover, a county ordinance requires some kind of hand-washing 

capability for any event where food is present.

“More and more construction companies are starting to rent them, too,” 

Hanson says. “In my mind, you want to be able to offer customers every-

thing available in the sanitation world — provide every piece of that puzzle 

so there’s no need for customers to call anyone else.” As such, Hanson says 

he plans to invest in a restroom trailer in 2019.

(continued)

Pricing transparency

Some restroom-rental operators resist revealing prices upfront. Devan 

Hanson, the owner of Texan Restrooms in Stephenville, Texas, is not one of 

those operators.

Instead, Hanson believes that transparency is critical in order to attract 

customers and make renting restrooms as easy as shopping for other items on 

the internet. That’s especially important in light of what he calls the Amazoniza-

tion of today’s consumers, who demand purchasing ease and convenience.

As such, the Texan Restrooms website offers a detailed spreadsheet out-

lining the costs of its products, right down to volume discounts, delivery fees 

and total costs with taxes included. “No one wants to have to call somebody 

to figure out how much something costs,” he says. “That’s just the world we 

live in today.”

But isn’t Hanson concerned about competitors knowing his prices in such 

detail? Not really, he says, because they can always find out by calling them-

selves and posing as a customer, which he believes is a common practice in the 

industry anyway. “I’d rather save customers the trouble and hassle,” he says.

Speaking of prices, Hanson says he rarely lowers his rates if customers ask 

him to match a competitor’s lower price. But he makes exceptions in certain 

instances where route density and volume make it a profitable venture. For 

example, he might cut a rental rate by $5 per unit per month if a construction 

company wants to rent 15 or 20 restrooms, with most of them located on the 

same street or in the same neighborhood.

“In that kind of situation, the profit margins might be even higher, even 

though the rental rates are lower, because the labor and fuel costs for servicing 

that many restrooms are so much lower,” he explains. “I’m not interested in 

engaging in price wars. But if it makes sense for the right customer, I’ll con-

sider lower rates.”

Above: Technician 
Justin Taylor washes 
a group of PolyJohn 
restrooms.

Left: Taylor adds 
stickers to restrooms.
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The company also owns six trailer-

mounted single PolyJohn units; they’re 

rented by customers that need to fre-

quently move units between job sites. The company charges a nominal fee 

for the trailers. The company also owns a trailer made by McKee Technolo-

gies - Explorer Trailers that carries up to 12 restrooms and a 16-foot flatbed 

trailer built by Texas Bragg Trailers to carry handicap units.

Along with the 2016 Dodge 5500 service truck, the company owns a 

2012 Dodge 3500 with a 400-gallon waste and 200-gallon freshwater stain-

less steel slide-in tank from Best Enterprises and equipped with a Conde 

pump (Westmoor). Another Dodge 

2018 5500 truck from Best Enter-

prises is on the way.

 

GET TO 500

Looking ahead, Hanson’s goal 

is to own 500 restrooms, then stop. 

Expanding farther geographically to 

the east, past the Interstate 35 corri-

dor leading into Fort Worth, doesn’t 

make sense because he would have 

to charge so much more for extra 

fuel and labor costs that he’d be un-

able to compete with larger firms in the Fort Worth area.

So instead, he envisions buying another small restroom-rental com-

pany located in the opposite direction, or establishing a branch facility in 

a strategic location. “My goal is to do that two or three times, with no more 

than 500 restrooms at each location,” he says. Is that goal pretty ambitious 

for a 2-year-old company? Not really, he says.

“You’ve got to have goals. And if you have motivation and drive, you can 

achieve whatever you want in the world,” he concludes. “I know that sounds 

cliché, but I truly believe it.” ■

“You’ve got to have 

goals. And if you 

have motivation and 

drive, you can achieve 

whatever you want in 

the world. I know that 

sounds cliché, but I 

truly believe it.”

DEVAN HANSON

MORE INFO

Best Enterprises, Inc. 
800-288-2378
www.bestenterprises.net

Masport, Inc. 
800-228-4510
www.masportpump.com
(See ad page 9)

McKee Technologies - Explorer Trailers
866-457-5425
www.mckeetechnologies.com
(See ad page 41)

PolyJohn 
800-292-1305
www.polyjohn.com
(See ad page 43)

Westmoor Ltd. 
800-367-0972
www.westmoorltd.com
(See ad page 39)

The Texan Restrooms team 
includes (from left) Colton Salyer, 
Devan Hanson and Justin Taylor.

http://www.bestenterprises.net
http://www.masportpump.com
http://www.mckeetechnologies.com
http://www.polyjohn.com
http://www.westmoorltd.com
www.centurypaper.com
http://www.allied-graphics.com
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EASILY MOVE RESTROOMS

SUPER MONGO MOVER®

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

Toll Free: 866.599.3325

www.DealAssoc.com

Offering a complete line of toilet treatments, 

 deodorizers, odor control, 

 and cleaning solutions.

BUY DIRECT and SAVE

Call today for your 

FREE sample!

BUY DIRECT and SAVE

Call today for your 

FREE sample!

 Effective, Long-Lasting Odor Control…

 GUARANTEED!

Discover CPACEX 

for ALL your Portable 

Sanitation Needs…

800-974-7383

cpacex.comBOOTH

2451

■

Made in the USA               724.972.6590LangRestroomTrailers.com

Shower Trailers

Laundry Trailers 

Decontamination 

Shower Trailers 

Restroom Trailers

Office Trailers 

BOOTH

2351

http://www.DealAssoc.com
www.langrestroomtrailers.com
www.cpacex.com
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CRESCENT TANK MFG.
The Septage Vacuum ExpertsC

Made in America with American Steel
Direct From Manufacturer Pricing

The Septage Vacuum Experts

US Patent # 6598242B1

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

Many waste capacity options available. Call to get more details.

Crescent Tank is the Only Flat Vacuum Tank Manufacturer.

2019 Hino 195 COE  
> Diesel  

> Crescent Tank  
Model 1100 (750/350)

Complete, ready to go!

2019 Ford F550  
> Diesel  > Crescent Tank  

Model 1100 (750/350)
Complete, ready to go!

$79,770*

* Price subject to availability

Trucks and Tanks always  
in stock and ready to go

$79,489*
4x2

$83,771*
4x4

No WWETT Show for us this year but 
we have a “No-Show” special for you!

Call or e-mail for the details
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(866) 926-7849

Call for a personalized online demo.

 Specialized Software for Toilets/Septic/Grease/Oil/Roll-Off
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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

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

Taking
           a Bow

At the Oregon Jamboree 
music festival, the crew 
at Buck’s Sanitary Service 
provides service that sings
BY BETTY DAGEFORDE

 LET’S ROLL

Eight times, Sunday through Wednesday, a caravan of three trailers 

made the hour-long drive up Interstate 5 from the company’s yard to the 

Jamboree site to deliver units. Two of their 15-year-old company-built 

trailers held 16 units each and a third trailer carried 20 (also company-built, 

using an Explorer receiver from McKee Technologies, Inc.). The company 

used service vehicles to pull the trailers.

Weld tried a new approach for the removal process. Sunday night 

and continuing Monday, the team pumped and moved all units to a single 

staging area, which he felt simplified the job. “It’s easier to send a driver to 

pick up toilets if they’re all in one spot,” he explains. “I probably spent a little 

bit extra labor, but at least you don’t have to send somebody with a map to 

go to this campground, get these six, go to another campground, get these 

eight. Then you start leaving sinks behind and the (handicap unit) doesn’t 

fit. It’s just a logistics nightmare trying to get the loads to work out.” During 

the week, they grabbed units as schedules permitted.

 

KEEPIN’ IT CLEAN

Jamboree organizers required someone be on site and available by 

radio at all times so Weld, his son and another member of the team stayed in 

a motor home at one of the campgrounds.

Venue units were serviced each night from 11 p.m. to 2 a.m. At 6:30 

a.m. they started in on the campground units, finishing around 9:30 a.m. 

During the day, they pumped out 20 RVs and 19 holding tanks — 10 at the 

two shower facilities and the balance for the food vendors.

Five service vehicles were used: A 2010 Peterbilt 335 and a 2008 

International 4300, both built out by Progress Vactruck with 1,500-gallon 

waste/500-gallon freshwater aluminum tanks; a 2001 Isuzu FTR from 

Workmate/FMI Truck Sales & Service with an 850-gallon waste/350-gallon 

freshwater steel tank; and two 2000 International 4700s built out by Lely 

Manufacturing Inc. with 750-gallon waste/350-gallon freshwater steel tanks. 

All have Masport pumps.

Waste was transported to the company’s yard each night and transferred 

to a 20,000-gallon tank. From there, another pumping contractor picked up 

the waste and disposed of it by land application.

 

SAME BUT DIFFERENT

In one sense, Weld was an old pro at this event, so it was “pretty much 

business as usual,” he says. On the other hand, the size and scope had 

changed significantly over the years — their first year, they brought in 60 

units for one venue and four campgrounds. “That was the most difficult 

thing for me,” he says. “So I had to get my act together.” He quickly got his 

arms around it. “You’ve got to just scratch your head and kick it in gear and 

go. We didn’t stop moving all weekend.” ■

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

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

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

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

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

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

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

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

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

MORE INFO

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

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

Page 10

MOJOMOJO
Music City

ResultsResultsResults
Producing

COVER STORY

F I L E

W
hen Brandon McNeely graduated college about 

eight years ago, he couldn’t see himself working in 

an offi  ce-cubicle environment, even though he had 

just earned a bachelor’s degree in fi nance and economics.

Soon after, McNeely began working as an estate manager 

for country music star Ronnie Dunn, of Brooks & Dunn 

fame, a job that requires regular 10-hour days overseeing the 

performer’s 17-acre residence and 250-acre farm. As his work 

duties bounced him back and forth between the properties, 

McNeely learned he enjoys the energy and excitement 

surrounding fundraisers and other big events that drew large, 

well-dressed crowds to Dunn’s properties.

McNeely fi gured there must be a way for a businessman 

with entrepreneurial instincts to become a regular part of that 

excitement. He sifted through various ideas, but when nothing 

took root, he returned to college about three years ago to get a 

master’s degree in fi nance and economics.

RESEARCHING THE MARKET

A few months after earning his master’s degree in 

May 2011, McNeely stumbled onto his niche while reading 

An estate manager for a country star in 
Nashville saw the potential for restroom 
trailer service and dialed in to land exclusive 
outdoor events. BY PATRICK DURKIN

MOJOMOJO
Music City

Owners: Brandon and Kristeen McNeely

Employees: 2

Service area: 100-mile radius of Nashville, Tenn.

Specialty: Upscale portable sanitation for weddings and special events

Affi liations: Portable Sanitation Association International, National 

Association of Catering and Events, Tennessee Wedding and Events 

Specialists Association

Website: www.poshprivy.com

PoshPrivy Nashville, Tenn.
★
Tennessee

(continued)

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

about a specialty restroom service company in an online news story. The 

concept of renting posh privies for business, family or formal affairs might 

offer everything he desired: independence, flexible hours, fun and exciting 

events, a service that won’t fade away, and weekend work that allows him to 

keep the “day job” he loves.

Still, McNeely knew better than to jump 

into a business before studying and analyzing 

the idea further. His analysis of the Nashville 

area’s ability to support a boutique, high-end 

portable restrooms company led him to Atlanta. 

He spent a day there with the owner of an 

upscale portable sanitation company, and 

the trip reinforced that his business idea 

was solid.

In January 2012, McNeely and his 

wife, Kristeen, put his plan into action. He 

takes a conservative approach to building 

PoshPrivy. “This business is a baby right 

now, and we want to pay for everything 

as we go,” he says. “I don’t believe in 

assuming debt. I’ll get where I want to go 

by adding one or two trailers at a time as I can pay for them.”

McNeely bought his first restroom trailer in early 2012 from a portable 

restroom company in Michigan that was shedding some inventory. This 6-by-

8-foot restroom trailer – which he calls “The Petite” – includes a 300-gallon 

internal waste tank and a 125-gallon onboard freshwater tank. McNeely 

brought the two-stall 2010 Comforts of Home trailer back to Nashville, and 

then remodeled it. “It was our first unit, so I wanted to make sure it had a 

modern, upscale look and feel,” McNeely says.

He started the makeover by removing the unit’s free-standing pedestal 

sink, replacing vinyl for hardwood-style flooring, then installing designer 

lighting, floating vanities and automatic touchless faucets. To finish, he 

repainted the interior with an up-to-date color scheme.

Next he bought a new 2012 three-stall Porta Pal restroom trailer from Rich 

Specialty Trailers. The 13- foot restroom trailer – which he calls “The Polished” 

– has a 400-gallon internal waste tank and a 105-gallon freshwater tank.

In fall 2012, McNeely added “The Plush,” an Alpha Mobile Solutions 

Signature Series 3 featuring two private women’s rooms and one room 

for men. It comes with a 500-gallon internal waste tank and 125-gallon 

freshwater tank. Each restroom features amenities including vessel sinks, 

(continued)

Brandon McNeely wants people to be talking 

about PoshPrivy’s restroom trailers the minute they 

walk out the door, no matter who they are and what 

the event. After all, people wearing wedding gowns, 

tuxedos and fine footwear expect five-star restroom 

accommodations.

“Using a portable restroom doesn’t have to be 

a cringe-worthy deal,” McNeely says. “We’re a bou-

tique business. Our restroom trailers are unique and 

designed specifically for special events. We try to re-

ally ‘wow’ people. They can’t believe how nice our 

trailers are. Most people have never seen anything 

like them.” 

Here are some of the ways McNeely markets to 

VIP customers:

 

Pricing options

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

basic package is just the trailer with toiletries. For an additional cost, Mc-

Neely provides a ‘signature’ package, which includes flowers, fresh mints, 

LED candles, indoor-outdoor rugs and a personalized chalkboard message. 

He also sets out amenity baskets. “When your niche is special events, you 

must cater to high expectations and meet them,” he says.

 

Show it off

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

of his restroom trailers. “Our website is clean and easy to navigate. We 

describe our features under ‘Products and Pricing’ and show them in our 

‘Gallery.’ Our trailers offer so many advantages, and pictures tell that story. 

People look at photos of our trailers and say, ‘I’ve got to have that.’ Once we 

roll in and set them up, they walk into something special.”

 

Plush interiors

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

ing the online photos, McNeely offers guided tours of the trailers and their 

luxurious interiors at his storage site. “Some customers just need to see 

things in person to be convinced, and I have no problem with that,” he 

says. “But that doesn’t happen too often.” When it does, though, it allows 

McNeely to discuss possible upgrades as clients inspect the trailers.

Tips for Bringing 
the “Wow” Factor

“I want to be part of my 

client’s event … I’m genuinely 

interested in being part of 

a great wedding, reunion or 

whatever. When you deal with 

brides and brides’ mothers, they 

want the best. This is not just a 

business proposition for them.”

BRANDON McNEELY

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

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

floating vanities, Corian countertops, stereo, 

ceramic floors and flatscreen TVs.

Rounding out his inventory is “The Premiere” 

trailer, another upscale unit made by Rich Specialty Trailers, which McNeely 

subleases through a partnership with Portable Restrooms LLC. in Charlotte, 

N.C. This large two-suite trailer – which has a 600-gallon internal waste tank 

and 200-gallon freshwater tank – includes a working fireplace, as well as hot 

water, solid marble and granite countertops, designer vanities, and heating 

and air conditioning for full climate control.

 

TARGETING CUSTOMERS

When McNeely was assembling his inventory, he contacting his target 

markets to alert them to his fledgling business. He services the Nashville 

area and roughly 100 miles in all directions in middle Tennessee, going after 

weddings, festivals, large reunions, corporate fundraisers and other events.

McNeely puts himself at the center of the business as the contact person 

and chief problem-solver. He handles all email communication, and every 

call placed to PoshPrivy routes to his personal phone.

“I want to be part of my client’s event,” he says. “I take time to make 

them feel comfortable with me, and assure them I’m genuinely interested 

in being part of a great wedding, reunion or whatever. When you deal with 

brides and brides’ mothers, they want the best. This is not just a business 

proposition for them.”

McNeely believes PoshPrivy’s website and targeted email campaigns 

play key roles in establishing and building the company’s unique brand. His 

maxim is “Redefining the portable restroom experience.” That starts with 

a “clean,” simple website that projects PoshPrivy’s upscale niche. He also 

works hard to ensure the company pops up prominently when people search 

for upscale portable restrooms on Google or other Internet search engines.

 OUTDOOR EVENTS

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

says. “And once they find you, your website must instantly project your 

brand and what you’re all about. You don’t have to say much, but you have 

to say it right.”

That doesn’t mean McNeely just flipped a switch and waited for 

business to build. He also networks with job-related companies to spread 

his message by word-of-mouth.

“I started going around to party-tent rental companies because our 

business is mostly geared toward outdoor 

events,” McNeely says. “Probably 70 percent 

of our business (has been) from their 

referrals.”

At the same time, he targeted event 

planners to raise awareness of PoshPrivy. 

For that, targeted emails generate results.

“I spent a couple of days compiling an 

email list of every event planner I could find 

around Nashville and middle Tennessee,” 

McNeely says. “I use a service called 

MailChimp, which helps me design letters 

to target event planners who might need my 

restroom trailers. MailChimp works much 

better than traditional mail. Event planners 

need to think of you when giving portable 

restroom options to their clients.”

Finally, McNeely – who doesn’t own 

a vacuum truck – partners with a local 

company to pump out the trailers before hauling them home from the event 

site. “Most of the events we service last a half-day or so, which means we 

usually don’t have to pump them until they’re ready to be removed,” he 

explains. “It’s less trouble for everyone if we get them pumped on the job 

site right after the event.”

 

SELL YOURSELF

All the while, McNeely builds business through face-to-face contact. 

“Once we’re in touch with companies that can help us, I try to meet with the 

owners and essentially sell myself and our product to them,” he said.

Part of “selling himself” means being an expert in the field. Before 

launching his venture, McNeely joined the Portable Sanitation Association 

International and attended its annual convention and trade show in 2011. While 

there, he attended seminars and talked with experts to broaden his knowledge.

More recently, he joined the National Association of Catering and Events 

to learn all he can about events and how best to service them. He also plans 

to join the Tennessee Wedding and Events Specialists Association this year. 

“The more I can network with experts in those areas – people who also need 

my trailers – the more I’ll learn, and the more ideas and referrals I’ll get.”

Meanwhile, he provides personal touches to complement his restroom 

trailers. That includes mints, amenity baskets, flower bouquets in the 

women’s side of the trailers, a personal message for the bride and groom on 

a chalkboard, and tiki lights that illuminate the path to the trailers after dark.

After all, the more McNeely does to make his portable restrooms 

pleasing, and perhaps even memorable, the greater the chance he’ll never 

have to work from the confines of an office cubicle. ■

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

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

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

MORE INFO

“If people can’t find you quickly with Google, you don’t exist. 

And once they find you, your website must instantly project 

your brand and what you’re all about. You don’t have to say 

much, but you have to say it right.”

BRANDON McNEELY

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

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

POSTERS 
Starting At

$35

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

floating vanities, Corian countertops, stereo, 

ceramic floors and flatscreen TVs.

Rounding out his inventory is “The Premiere” 

trailer, another upscale unit made by Rich Specialty Trailers, which McNeely 

subleases through a partnership with Portable Restrooms LLC. in Charlotte, 

N.C. This large two-suite trailer – which has a 600-gallon internal waste tank 

and 200-gallon freshwater tank – includes a working fireplace, as well as hot 

water, solid marble and granite countertops, designer vanities, and heating 

and air conditioning for full climate control.

 

TARGETING CUSTOMERS

When McNeely was assembling his inventory, he contacting his target 

markets to alert them to his fledgling business. He services the Nashville 

area and roughly 100 miles in all directions in middle Tennessee, going after 

weddings, festivals, large reunions, corporate fundraisers and other events.

McNeely puts himself at the center of the business as the contact person 

and chief problem-solver. He handles all email communication, and every 

call placed to PoshPrivy routes to his personal phone.

“I want to be part of my client’s event,” he says. “I take time to make 

them feel comfortable with me, and assure them I’m genuinely interested 

in being part of a great wedding, reunion or whatever. When you deal with 

brides and brides’ mothers, they want the best. This is not just a business 

proposition for them.”

McNeely believes PoshPrivy’s website and targeted email campaigns 

play key roles in establishing and building the company’s unique brand. His 

maxim is “Redefining the portable restroom experience.” That starts with 

a “clean,” simple website that projects PoshPrivy’s upscale niche. He also 

works hard to ensure the company pops up prominently when people search 

for upscale portable restrooms on Google or other Internet search engines.

 OUTDOOR EVENTS

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

says. “And once they find you, your website must instantly project your 

brand and what you’re all about. You don’t have to say much, but you have 

to say it right.”

That doesn’t mean McNeely just flipped a switch and waited for 

business to build. He also networks with job-related companies to spread 

his message by word-of-mouth.

“I started going around to party-tent rental companies because our 

business is mostly geared toward outdoor 

events,” McNeely says. “Probably 70 percent 

of our business (has been) from their 

referrals.”

At the same time, he targeted event 

planners to raise awareness of PoshPrivy. 

For that, targeted emails generate results.

“I spent a couple of days compiling an 

email list of every event planner I could find 

around Nashville and middle Tennessee,” 

McNeely says. “I use a service called 

MailChimp, which helps me design letters 

to target event planners who might need my 

restroom trailers. MailChimp works much 

better than traditional mail. Event planners 

need to think of you when giving portable 

restroom options to their clients.”

Finally, McNeely – who doesn’t own 

a vacuum truck – partners with a local 

company to pump out the trailers before hauling them home from the event 

site. “Most of the events we service last a half-day or so, which means we 

usually don’t have to pump them until they’re ready to be removed,” he 

explains. “It’s less trouble for everyone if we get them pumped on the job 

site right after the event.”

 

SELL YOURSELF

All the while, McNeely builds business through face-to-face contact. 

“Once we’re in touch with companies that can help us, I try to meet with the 

owners and essentially sell myself and our product to them,” he said.

Part of “selling himself” means being an expert in the field. Before 

launching his venture, McNeely joined the Portable Sanitation Association 

International and attended its annual convention and trade show in 2011. While 

there, he attended seminars and talked with experts to broaden his knowledge.

More recently, he joined the National Association of Catering and Events 

to learn all he can about events and how best to service them. He also plans 

to join the Tennessee Wedding and Events Specialists Association this year. 

“The more I can network with experts in those areas – people who also need 

my trailers – the more I’ll learn, and the more ideas and referrals I’ll get.”

Meanwhile, he provides personal touches to complement his restroom 

trailers. That includes mints, amenity baskets, flower bouquets in the 

women’s side of the trailers, a personal message for the bride and groom on 

a chalkboard, and tiki lights that illuminate the path to the trailers after dark.

After all, the more McNeely does to make his portable restrooms 

pleasing, and perhaps even memorable, the greater the chance he’ll never 

have to work from the confines of an office cubicle. ■

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

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

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

MORE INFO

“If people can’t find you quickly with Google, you don’t exist. 

And once they find you, your website must instantly project 

your brand and what you’re all about. You don’t have to say 

much, but you have to say it right.”

BRANDON McNEELY

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

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

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.

COVER STORY

F I L E

W
hen Brandon McNeely graduated college about 

eight years ago, he couldn’t see himself working in 

an offi  ce-cubicle environment, even though he had 

just earned a bachelor’s degree in fi nance and economics.

Soon after, McNeely began working as an estate manager 

for country music star Ronnie Dunn, of Brooks & Dunn 

fame, a job that requires regular 10-hour days overseeing the 

performer’s 17-acre residence and 250-acre farm. As his work 

duties bounced him back and forth between the properties, 

McNeely learned he enjoys the energy and excitement 

surrounding fundraisers and other big events that drew large, 

well-dressed crowds to Dunn’s properties.

McNeely fi gured there must be a way for a businessman 

with entrepreneurial instincts to become a regular part of that 

excitement. He sifted through various ideas, but when nothing 

took root, he returned to college about three years ago to get a 

master’s degree in fi nance and economics.

RESEARCHING THE MARKET

A few months after earning his master’s degree in 

May 2011, McNeely stumbled onto his niche while reading 

An estate manager for a country star in 
Nashville saw the potential for restroom 
trailer service and dialed in to land exclusive 
outdoor events. BY PATRICK DURKIN

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)

May 2013
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BOOTH

3000

Contact 574/266-7520  

for more Information

www.forestriverinc.com/restroomtrailers

• Spacious and free-flowing floorplans

•  Economical to lavish – Tough to sophisticated

•  Yard stock and order-out available year round 

•  Fully caged steel frame for durability  

and strength

•  Our waste and fresh water tanks are standard 

features and are built in-house for complete 

quality control 

•  Full length railings on both sides of our  

aluminum porches and steps

•  All units are fully D.O.T. compliant and have 

torsion axles with brakes for years of  

smooth towing

•  Roof air conditioners with heat strips and 

wall-mounted controls standard

•  Efficient 12v L.E.D. interior lighting in every unit

• We are your partners, not competitors 

•  Service locations throughout North America

Forest River Mobile  

Restroom Trailers
BOOTH

6758

http://www.forestriverinc.com/restroomtrailers
www.natvac.com
www.robinsontanks.com


34        January 2019        Portable Restroom Operator

■

E
veryone in the industry has heard at least one horror story about 

someone getting fired or demoted for reporting a safety violation.

In fact, OSHA’s whistleblower department investigates approxi-

mately 3,000 such cases a year. Reporting a safety violation is rarely easy. 

Employees don’t want to get their company in trouble and may be afraid of 

bringing the issue to superiors.

When employees notice a safety concern, it’s not uncommon that the 

fear of blowback results in a reluctance to bring it to the attention of their 

supervisors. But repressive atmospheres that discourage employees from re-

porting can lead to much bigger problems for employers and their employees.

If an employer takes what could be considered a retaliatory action against 

an employee for protected activity like reporting safety issues, the best-case 

scenario is months of investigation, most likely legal fees and headaches, with-

out even taking into account the potential penalties if an employer is found to 

be at fault. This can also result in decreased productivity for the organization.

That’s why the Occupational Safety and Health Administration requires 

an anti-retaliation culture among employers to reduce these instances. The 

agency recently issued recommended practices to help employers establish 

anti-retaliation programs in their workplaces.

“The idea is that if we educate an employer about its responsibilities 

under the law and the benefits of having an effective program that allows 

employees to raise concerns without fear of retaliation, there’s less likeli-

hood of having to hire an attorney or legal team to defend itself against an 

allegation of retaliation or an unreported hazard that causes a serious in-

jury or death,” says Anthony Rosa, deputy director of OSHA’s Directorate of 

Whistleblower Protection Programs.  

Though employers often feel compelled to do everything they can to sup-

press reports of safety violations, creating an atmosphere that supports em-

ployees in raising those concerns can make them feel more comfortable to deal 

with the problem in-house, potentially avoiding OSHA involvement altogether. 

Moreover, it allows the employer to address the safety or health concern before 

an incident occurs, which could result in greater loss to the company.

The most important component for developing a safety-first culture is 

making sure employees understand their right to a safe workplace and their 

right to report any violations without repercussions.

 

SAFETY AND HEALTH VS. WHISTLEBLOWING

There are two relevant offices within OSHA that come into play in these 

circumstances.

The safety and health program is actually separate from the whistle-

blower protection program. If an employee notices a safety issue on a work 

site that their employer cannot or will not resolve, they have an absolute 

right to report that violation.

In that instance, you would call the nearest OSHA area office.

If, after reporting that violation, an employer or superior within the 

company finds out that a particular employee was involved and takes re-

taliatory action against them, the whistleblower protection program in the 

nearest OSHA regional office gets the call.

When OSHA’s Whistleblower Protection Program receives a report of 

retaliation, an initial review decides whether the case meets the minimum 

investigative requirements to proceed through the system. This is known as 

a prima-facie allegation.

Over half of the complaints are administratively closed without inves-

tigation based on the initial evaluation, 

such as being filed late, lack of jurisdic-

tion, or lack of a prima-facie case. About 

7,000 reports are filed with the whistle-

blower protection program each year, 

and only 3,000 are docketed for investi-

gation.

“One of the things I ask employ-

ees, and it’s probably the hardest thing, 

is to have patience with us,” Rosa says. 

“I have a lot of empathy for people that 

bravely come forward because they’re 

going through some strife, they’re going 

through economic hardship, and our in-

vestigations can take a long time.”

Patience and cooperation are im-

portant, as many cases are dropped 

simply because the employee gives up 

or doesn’t respond by the time OSHA is 

able to reach out to them.

“In many instances, we end up dis-

missing the case because the employee never got back to the investigator, 

and there’s a missed opportunity there,” Rosa says.

 

MANY TECHNICALITIES

First and foremost, all workers have a right to contact OSHA at any time 

to report a safety violation without being subjected to retaliation from their 

employer.

OSHA has many resources available on the website, by contacting an 

OSHA office, or by calling OSHA at 800-321-6742. If you are unsure whether 

there is a safety issue or have questions about your rights or about the limits 

on the reporting process, it’s always best to check.

Timing can be a factor. For example, with environmental complaints, 

NOBODY WANTS TO BLOW THE WHISTLE ON A DANGEROUS WORKPLACE SITUATION. BUT WHEN IT 
HAPPENS, WORK TO GET INTO COMPLIANCE RATHER THAN PUNISH THE REPORTING EMPLOYEE.

By Jared Raney

Keep Communication Lines Open to Resolve OSHA Safety Violations

SAFETY FIRST   
Janaury 2019

“If we educate an 

employer about 

its responsibilities 

under the law and 

the benefits of 

having an effective 

program that 

allows employees 

to raise concerns 

without fear of 

retaliation, there’s 

less likelihood of 

having to hire an 

attorney.”

Anthony Rosa
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there is a 30-day window to file a report with the whistleblower protection 

program after the retaliation.

Employees should also be aware that the circumstances around sus-

pected retaliation can have an impact.

Say an employee notices an unshored trench on a work site. If they sim-

ply walk off the job site and are fired, that will most likely not be considered 

a protected work refusal. There are precipitating factors that OSHA looks for 

in determining valid work refusals.

Work refusal requirements:

• Imminent Danger: In order for OSHA to consider a protected work 

refusal, the urgency of the situation must be so unsafe that serious injury or 

death could occur and there is not enough time to call OSHA.

• Notify Employer: The field supervisor or other relevant management 

must be aware of the danger before work can be refused. Where possible, 

the employee must have sought the employer but have been unable to ob-

tain correction of the dangerous condition.

• Good Faith: Refusals must be made in good faith, which OSHA de-

fines as “a reasonable person would agree that there was imminent danger.”

• Alternative Work: Employees who believe a situation is too unsafe to 

proceed should ask the employer if there is another job or work duty they 

could perform while the issue is addressed.

When all of these boxes are checked, the employee should still not leave 

the work site until directed to by his or her employer. If that is the case, it is 

possible that OSHA will find merit to the complaint, especially if the em-

ployee is subsequently disciplined or fired after the work refusal.

 

POST-INVESTIGATION

After the whistleblower protection program investigates a complaint 

and finds it to have merit, they will forward it to the court system for litiga-

tion or issue a merit determination, depending on the whistleblower stat-

ute. Most merit cases are settled, but if not, then the court or the Secretary’s 

Findings can order a number of compensatory and punitive damages, again 

depending on the whistleblower statute.

In the case of an investigation, it is important for both employer and 

employee to keep records, as these are crucial pieces of evidence in OSHA’s 

evaluation and determination.

“Our job is to investigate whether the allegations hold water. If the par-

ties want to get together and settle, we absolutely entertain the settlement. In 

fact, we have an Alternative Dispute Resolution program that actually can halt 

the investigation while the parties try to settle the case,” Rosa says. “That’s our 

goal — that we always look for opportunities to settle the case.” ■

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

SinksVIP Prestige Diplomat

VIP Interior

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

These Are Royal Accommodations
Since inventing the first VIP (Very Impressive Portable) over 25 years ago,  

NuConcepts continues to innovate with our MAJESTIC 2 or 4 unit luxury restroom trailer.

WE CALL IT MAJESTIC

Feb. 18-20  Anaheim Convention Center, California – Booth #2697
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Challenging

EVENT?
Have you recently 

completed – or are about 

to start – one of your most 

challenging special events 

or construction job? 

Drop us a note at editor@

promonthly.com and tell us 

about the project. We’ll share 

your story with readers in an 

On Location feature.

Fueled for 
SUCCESS

Indiana’s Aardvark Tidy Toilets
keeps the pedal to the metal 
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I’m proud 
of my industry.

I belong to an elite group of business people

who keep homes and communities safe, clean

and healthy. My colleagues and competitors

are true professionals who care about their

work and about customers’ welfare. Members

of this industry are some of my greatest 

role models and best friends.

I work with the greatest people in the world.

Lead the way
For your customers,
your industry, 
and your business



For your customers,
your industr
and your business

www.psai.org
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NUCONCEPTS VIP

The VIP from NuConcepts is built using extrud-

ed aluminum structural elements, polyethylene 

walls and sun strong fiberglass doors. It is solar-

powered and self-contained; it has a flushable 

porcelain toilet, sink with auto-off faucet, LED 

interior lights, exterior in-use light, power roof 

vent, acrylic mirror and roto-cast tanks. Options 

include air conditioning (requiring 110 volts), in-

terior heating, winterizing package, water heater, 

city water connections, dump valves and an up-

graded countertop. 800-334-1065; www.nuconcepts.com.

POLYJOHN PJN3

The PJN3 from PolyJohn has a spacious interior and 

a translucent roof. It includes anti-slip floors, maxi-

mum ventilation, a two-roll paper dispenser and 

an occupancy signal latch. Options include a hand-

washing sink or hand-sanitizing dispenser, conve-

nience shelf with hook, locking kit and gender signs. 

It is available in the standard drop tank model or with 

an optional recirculating flush tank. Its waste tank 

design makes cleaning and servicing easy, according 

to the maker. Each unit comes with a door-mounted 

mirror, handle and a nonsplash urinal. It is made 

from high-grade polyethylene. 800-292-1305; www.polyjohn.com.

POLYPORTABLES, A DIVISION 

OF SATELLITE, AXXIS

The Axxis standard-size portable restroom from 

PolyPortables, a division of Satellite, is designed 

to be durable, customizable and easy to maintain 

and clean. Its self-closing hinges operate from 

an internal stainless steel spring. It is made of 

outdoor-rated materials and molded polymer 

construction, with a heavy-duty, easy-to-use 

rotary latch made to withstand the roughest us-

ers, according to the manufacturer. An ambidex-

trous door pull provides better grip and handling 

convenience. Its re-engineered door frame has a 

single jamb point and twin-molded construction. 

706-864-3776; www.polyportables.com.

ARMAL WAVE 

The Wave portable restroom from Armal is designed 

for easy assembly, handling and cleaning. The single 

block floor is resistant to impact. The units are made 

of high-density polyethylene and are treated to resist 

UV damage, creating color stability and parts durabil-

ity at extreme temperatures. Its curved corners make 

it easy to handle, and its ultrasmooth surfaces make 

it easy to clean, according to the maker. The unit can 

be configured with several options. 866-873-7796; 

www.armal.biz.

FIVE PEAKS GLACIER 1

The Glacier 1 from Five Peaks offers ultrasmooth in-

terior and exterior sidewalls making it easy to clean, 

according to the manufacturer. Its integrated vents 

eliminate unnecessary screen maintenance. Extra-

deep molded-in grab handles are in all four corners 

for ease of maneuverability. It is manufactured from 

durable, high-density polyethylene with UV stabi-

lizers and includes a twin-sheet heavy-duty door 

and jamb with a strong integrated hinge and return 

spring. The 65-gallon tank has sloping lines to keep 

the tank top dry and clean. It comes with a hover han-

dle, oversized mirror, two shelves, gender sign, utility hook, beverage holder 

and three-roll toilet paper holder. 866-293-1502; www.fivepeaks.net.

KROS INTERNATIONAL USA 

KROS URINAL

The Kros Urinal from Kros Interna-

tional USA has a 100-gallon tank and a 

small footprint at 36.6 inches square. It 

has a draining connection under the unit 

to connect it with other urinals and allow 

it to drain through 1.5-inch pipes to a 

holding tank. It handles four users simul-

taneously, resulting in shorter waiting lines and cleaner portable restrooms. 

855-576-7872; www.krosinternationalusa.com.

Standard Restrooms
By Craig Mandli

PRODUCT FOCUS 
January 2019

■
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SANSOM INDUSTRIES ZENITH

The Zenith portable restroom from Sansom In-

dustries includes an 80-gallon holding tank with 

deep sump, blow-molded construction, a roomy 

interior with ample headroom, smooth interior 

surfaces for easy cleaning, stainless steel fasteners, 

a three-roll paper holder and attractive aesthetics, 

the maker says. Many custom options are available. 

844-972-6766; www.sansomindustries.com.

 

SATELLITE INDUSTRIES TUFWAY

The interior of the Tufway restroom from Satellite 

Industries is built for user comfort. A combination 

of floor and molded-in wall vents promote continu-

ous airflow. The urinal drains down the vent pipe, 

which prevents unwanted tank odors from venting 

back into the cabana. The seat is positioned at the 

farthest point away from the urinal, away from odor 

and user’s direct sight. There is a convenient door 

hook to hang a purse or jacket. Made from high-

density polyethylene, it can withstand impact and 

abusive handling without cracking or breaking. Its front-sloping tank top, 

slightly domed floor, and smooth, deep sumped tank make it easy to clean 

and service, according to the manufacturer. Adding slope to the tank and 

floor surface forces liquids to drain rather than puddle, and the sumped tank 

improves deodorizer coverage and assures quick, complete waste removal. 

800-328-3332; www.satelliteindustries.com.

 

T BLUSTAR RAPIDLOO

The Rapidloo standard portable restroom 

from T blustar is composed of a modular in-

terlocking system that can be assembled and 

unassembled in less than two minutes using 

no tools or rivets and stored or transported 

as stacked individual parts, according to the 

maker. The lightweight components can be 

disassembled and stacked on a trailer for easy 

maneuverability. If parts of are damaged, un-

lock the broken part and replace it with a new part in less than a minute. 

Units are designed to fit three unassembled units inside of one assembled 

unit, allowing PROs to efficiently transport four times the units in one trip. 

During downtime, units can be disassembled and stored neatly and orga-

nized, taking up a quarter of the space. 404-719-0715; www.tblustar.com.

 

T.S.F. TUFF JON III

The Tuff Jon III from T.S.F. has molded wall vents, 

a sky heater, lifting brackets and a 16-gallon hand-

wash station with foot-pedal pump. Designed for easy 

cleaning, the one-piece polyethylene unit is avail-

able in nine colors and has a 70-gallon holding tank. 

Options include towel holder and soap dispenser. 

800-843-9286; www.tuff-jon.com. ■

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 ........$3197 (12ft)
 8 Hauler ........$4159 (16ft)
 10 Hauler .......$4519 (20ft)
 12 Hauler .......$5064 (24ft)
 14 Hauler .......$5617 (28ft)
 16 Hauler .......$6375 (32ft)
 18 Hauler .......$7328 (36ft)
 20 Hauler .......$8024 (40ft)BOOTH

1621

http://www.sansomindustries.com
http://www.satelliteindustries.com
http://www.tblustar.com
http://www.tuff-jon.com
www.westmoorltd.com
www.restroomdeliverytrailers.com


800.556.0111
surco.com

New mess-free  
packets available!

+

=

meaty-deliv .c
833-777-8443

Delivered

Hand-selected Wisconsin 

sausage and jerky  

delivered in a 20-qt.

                     cooler.

www.wwettshow.com
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BUSINESSES

Well-established, booming SW Florida busi-

ness for sale. From North Port to Marco Is-

land 900+ units on the street, 15 ADA, 30+ 

sinks, 20+ holding tanks, 7 trucks, 2 trailers. 

Many long-term construction customers, 

year-round event customers. Documented 

yearly growth. Only serious buyers need to 

inquire. Email office@ronsjons.com  (P01)

Well-established septic pumping and porta-

ble restroom rental business located in West 

Tennessee for sale. Contact Doug Starnes for 

details. getyourpottyon@icloud.com; 901-

872-0772  (P01)

COMPUTER SOFTWARE

FreeSer v iceReminderSof tware .com, 

FreeSe r v i ceD i spa tchSo f tware . com,  

FreeRouteManagementSoftware.com.  

 (T01)

PORTABLE RESTROOMS

250 Two-tone grey PolyPortables Integras. 

All in excellent, rentable condition. WILL NOT 

LAST! $200 per unit. Call 800-634-2085 

NY  (T03)

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)

PORTABLE RESTROOM HAULERS

10-unit Explorer portable restroom hauler. 

Electric brakes.  $3,500. Call or text 402-

689-9496. (T01)

PORTABLE RESTROOM TRAILERS

Two (2) 8' Jag Porta-Lisa, one (1) 15' Jag 

4-station, two (2) Jag 24' 8-station. All re-

stroom trailers still in great rental condition. 

Call for more details and pricing. Pictures 

available upon request. Contact Bruce at 

631-767-9404. (P01)

PORTABLE RESTROOM TRUCKS

2018 Hino 268A cab & chassis, 25,950 

GVW with a new 1,600-gallon portable toi-

let service unit. (Stock# 13762) www.Vac 

uumSalesInc.com (888) VAC-UNIT (822-

8648)  (TBM)

2008 Ford F550 cab & chassis with an 

aluminum 1,160 U.S. gallon, 3-compart-

ment (130 – 670 – 360) PTS unit and 

Masport vacuum pump. (Stock# 1661V) 

www.VacuumSalesInc.com (888) VAC-

UNIT (822-8648)  (TBM)

2008 Ford F550 cab & chassis with an alumi-

num 1,100 U.S. gallon,2-compartment (750 

– 350) PTS unit and Masport vacuum pump. 

(Stock# 6618V) www.VacuumSalesInc.com 

(888) VAC-UNIT (822-8648)  (TBM)

2000 International 4700LPX, 155k 
miles (I bought chassis in 2010 
w/60,000 miles; installed tank in 
2014). 7.3L diesel w/Allison automatic. 
300/600 steel tank (new in 2010), Bat-
tioni MEC4000 145cfm vacuum pump, 
DC10 washdown pump. Dual side ser-
vice & LED work light. New at 124,000 
miles: glow plugs and all 8 injectors. 
New recently: brakes and tires. No rust, 
stored winters its whole life, cab is 
100% rust free. Drives straight, fantas-
tic turning radius, does not leak fluids at 
all, starts right up and drives/operates 
fantastic. This was our backup truck 
and used weekends for special events. 
...................................... $24,000 OBO

Email nick@plummersdisposal.

com or call 616-261-4344, MI T01

2012 Ford F550, automatic, 4x2, 6.7 die-

sel. Emissions DEF delete. 158,000 miles. 

2008 Satellite Industries MD-950 with side-

mounted hydraulic-driven Conde pump. Tank 

has never seen salt and is in good condition. 

Side boards, catwalks, and utility boxes have 

some rust. Service hose and wand not in-

cluded. $30,000. Call/text 402-689-9496 for 

pictures.  (T01)

1993 Isuzu NRR portable toilet truck, 400 

waste/400 water, Conde vacuum pump, 

DC-10 washdown pump, 2 unit carrier gate. 

288k miles, 6-cylinder diesel. Great running 

truck, all tires less than 1 year old, $7,950. 

662-285-8531  (T01)

(2) 2006 Isuzu NQR 500/300. 2006 GMC 

cab-over 500/300. 2004 Isuzu 900/300. 

All for sale, updating my fleet. $12,500 

each. Call or text for more info and pictures. 

570-656-8483   (P01)

2005 Ford F350 XLT 6.0 diesel, auto, red. PW, 

AC. 600 waste, 250 fresh, Masport pump, alu-

minum tool boxes, side troughs, hauls toilets 

on rear bumper. 227,000 miles. Can email 

pictures. $14,500. 989-379-3054  (P01)

2004 Ford F550 6.0 Diesel: In use, new truck 

ordered. 99,300 miles. New Masport HXL4V 

pump, new cast-iron water pump. 500 

waste/400 fresh steel tank, 2-toilet carrier 

rack. $26,500. 336-625-6374, NC  (P01)

2000 Ford F450, 7.3 diesel, manual trans-

mission. 700-gallon tank (250/450), 2-unit 

carrier. 184k miles, original owner. $12,000. 

507-210-1722  (P01)

2007 International, non-CDL. DT466 with 

2015 FlowMark 2,000-gallon tank. $34,500. 

Call 979-525-6319  (T01)

SEPTIC TRUCKS

FOR SALE: 1,100-gallon waste capacity 

septic truck with 350-gallon freshwater ca-

pacity; $12,500. Stake truck with 30 ft. bed, 

16-unit storage capacity and electronic lift-

gate, saddle tanks with freshwater capacity 

of 600 gallons; $12,000. Location: Brighton, 

Michigan. Call Bart at 810-217-4639.   (T01)

BOOTH
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MARKETPLACE 

ADVERTISING

January 2019CLASSIFIEDS

F R A G R A N C E

F R A G R A N C E

SUMMER FRESH
FRAGRANCE

290 Alpha Drive, Pittsburgh PA 15238

PORTABLE SANITATION PRODUCTS 

800.556.0111
surco.com

New mess-free  
packets available!

Call to get your FREE sample

Portable Toilet

Deodorant

Surco®

BOOTH

1639

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

The  
Johnny Mover

800-498-3000 
www.cesspoolcleaners.com

Trailers In Stock 

Ready To Ship

Eliminates the need 

to strap down each 

individual unit!

+

=Thank You!

meaty-delivery.com
833-777-8443

Delivered$199.99

Hand-selected Wisconsin 

sausage and jerky  

delivered in a 20-qt.

                     cooler.

BOOTHS

5318,
5418,
5420

mailto:office@ronsjons.com
mailto:getyourpottyon@icloud.com
http://www.Vac
http://www.VacuumSalesInc.com
http://www.VacuumSalesInc.com
http://www.cesspoolcleaners.com
www.surco.com
www.surcopt.com
http://www.meaty-delivery.com
www.explorertrailers.com


COMPACT HD BINOCULARS

20 Quart Cooler

Size: 21.25 x 13.75 x 14.25

Capacity: 30 cans no ice

$149.99

Small Handgun/Electronics Case

Large Handgun/Laptop Case

Tactical/AR Case

Rifle Case

Compound Bow Case

Shotgun Case

Specs: 9”L x 8”W x 2”H, PVC Exterior, Floats

Specs: 16”L x 11.75”W x 2”H, PVC Exterior, Floats

Specs: 44”L x 14.25”W x 2”H,  

PVC Exterior, Floats

Specs: 48”L x 10.385”W x 2”H,  

PVC Exterior, Floats

Specs: 39”L x 18.5”W x 6”H,  

PVC Exterior, Floats

Specs: 54”L x 10”W x 2”H,  

PVC Exterior, Floats

35 Quart Cooler

Size: 22.5 x 16.25 x 16.25

Capacity: 48 cans no ice

$179.99

45 Quart Cooler

Size: 27 x 16 x 16.25

Capacity: 64 cans no ice

$199.99

60 Quart Cooler

Size: 28.5 x 18.375 x 18

Capacity: 95 cans no ice

$239.99

75 Quart  
Cooler

Size: 34.25 x 18.375 x 18

Capacity:  
117 cans no ice

$299.99

  $39.99                     $69.99

  $49.99                     $79.99

Standard Waterproof: $99.99
Submersible Waterproof: $149.99

  $189.99
   $239.99

Standard Waterproof: $99.99  Submersible Waterproof:  $149.99

Standard Waterproof: $99.99  Submersible Waterproof:  $149.99

8 x 42 Binoculars

10 x 42 Binoculars

Specs: 5.3”H x 4.9”W,  

Waterproof, Fog Proof, 

Roof Prism BAK4, 

Coated Lenses

Specs: 5.3”H x 4.9”W,  

Waterproof, Fog Proof, 

Roof Prism BAK4, 

Coated Lenses

$189.99

$199.99

HIGH PERFORMANCE COOLERS

FLOATING & WATERPROOF

GUN & BOW CASES

Durable Gear for Extreme Conditions

Shown in Snow

Shown in Surf

Shown in Sand

Shown in Sky

Shown in Slate

RUGIDGEAR.COM

Order online at:

Or call us to order toll free: 833-777-8443

Standard
Waterproof:

Standard
Waterproof:

Submersible 
Waterproof:

Submersible 
Waterproof:

Standard
Waterproof:

Submersible 
Waterproof:

FLAT RATE SHIPPING
ON ALL ORDERS

$9
*

* Continental U.S. Only

www.rugidgear.com


COMPACT HD BINOCULARS

20 Quart Cooler

Size: 21.25 x 13.75 x 14.25

apacity: 30 cans no ic

$149.99

Small Handgun/Electronics Case

Large Handgun/Laptop Case

actical/AR Case

Rifle Case

Compound Bow Case

gun Case

Specs: 9”L x 8”W x 2”H, PVC Exterior, Floats

Specs: 16”L x 11.75”W x 2”H, PVC Exterior, Floats

Specs: 44”L x 14.25”W x 2”H,  

PVC Exterior, Floats

Specs: 48”L x 10.385”W x 2”H,  

PVC Exterior, Floats

Specs: 39”L x 18.5”W x 6”H,  

PVC Exterior, Floats

Specs: 54”L x 10”W x 2”H,  

PVC Exterior, Floats

35 Quart Cooler

Size: 22.5 x 16.25 x 16.25

apacity: 48 cans no ic

$179.99

45 Quart Cooler

Size: 27 x 16 x 16.25

apacity: 64 cans no ic

6  Quart Cooler

Size: 28.5 x 18.375 x 18

apacity: 95 cans no ic

$239.99

75 Quart  
Cooler

Size: 34.25 x 18.375 x 18

apacity:  
117 cans no ic

  $39.99                     $69.99

  $49.99                     $79.99

Standard Wat f: 

Submersible Wat f: $149.99

  $189.99
   $239.99

Standard Wat f: $99.99  Submersible Wat f:  $149.99

Standard Wat f: $99.99  Submersible Wat f:  $149.99

8 x 42 Binoculars

10 x 42 Binoculars

Specs: 5.3”H x 4.9”W,  

aterproof, Fog Proof, 

Roof Prism BAK4, 

Coated Lenses

Specs: 5.3”H x 4.9”W,  

aterproof, Fog Proof, 

Roof Prism BAK4, 

Coated Lenses

$189.99

HIGH PERFORMANCE C OLERS

ATING & WATERPRO

GUN & BOW CA

Durable Gear for Extreme Conditions

Shown in Snow

Shown in Surf

Shown in Sand

Shown in Sk

Shown in Slat

RUGIDGEAR.COM

Order online at:

Or call us to order toll free: 833-777-8443

Standard
Wat f:

Standard
Wat f:

Submersible 
Wat f:

Submersible 
Wat f:

Standard
Wat f:

Submersible 
Wat f:

FLAT RATE SHIPPING
ON ALL ORDERS

* Continental U.S. Only

www.pjpromag.com


�at’s a Winning Combination

www.satelliteindustries.com | www.polyportables.com | 866-358-0859

Your Name On Front

Ours On Back

Winning is moving beyond paying the bills to building 

long-term profitability and we can help. 

Our restrooms, deodorizers, trucks, and trailers will 

improve your service times, control odors, decrease 

driver fatigue and provide your customers with a luxury 

restroom experience. Add the industries best warranties 

and that’s how Satellite|PolyPortables can help you build 

long-term profitability.

The next time you need equipment, think beyond a 

supplier to a business partner who has your back.

Your Name Here

BOOTH

5022

http://www.satelliteindustries.com
http://www.polyportables.com



