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there are as many restrooms spread throughout 
the campgrounds as there are near the music 
venues. Typically the events rent hundreds of 
units for placement on the grounds.

In the past I’ve heard occasional reports of 
campers requesting a personal portable rest-
room at their sites, but Country Thunder Arizona 
this year marketed the option as a VIP treatment 
for attendees. According to a story at media site 
www.azcentral.com, campers were being offered 
units for $140 for the three-day event, $178 with 
taxes and fees.

The story referred to the units as “your per-
sonal Thunder throne” and asked users to “imag-
ine answering the call in the privacy of your own 
campsite toilet instead of marching to the general 
admission area to wait for the same toilets being 
used by the (shudder) single-day pass holders.”

It’s also interesting to note the offer of a 
“glamping” option — you know, the shortened 
term for glamorous camping — at the festival. 
That’s where you can rent a safari-style tent with 
a queen bed and air conditioning. For standard 
camping, they also would rent you a tent, sleep-
ing bags, pads and chairs so you wouldn’t have 
to bother with carrying in your own equipment.

If people are now willing to pay for a glamp-
ing package, I could envision the private camp-
site restroom really taking off and becoming a 
staple offering for music festivals, military re-
enactments, fairs and flea markets across the 
country. If you haven’t already, consider offering 
this option through your event planners. Except 
for the challenge of maneuvering through those 
tight campground roads, this could provide a 
helpful new profit center for special event work.

 
MORE HELP FOR THE HOMELESS

In last month’s cover story about Texas-
based Streetside Showers, organizer Lance Olin-
ski credited another nonprofit group, Lava Mae, 
with inspiring and training him to provide hy-
giene opportunities to the homeless. Recently, 
Lava Mae received publicity for its efforts to serve 
the homeless in Los Angeles, San Francisco and 
San Diego.

KABC-TV in Los Angeles interviewed Lava 
Mae founder Doniece Sandoval and users about 
the need for portable sanitation in the city. The 
nonprofit group doesn’t receive any government 
backing for its efforts, but Los Angeles officials 
recently approved spending $3 million for porta-
ble restrooms and other facilities to serve a large 
homeless population.

Like our featured group Streetside Show-
ers, Lava Mae organizes pop-up free sanitation 
in a variety of locations in the three cities. It calls 
them “care villages,” where users get showers, 
can use bathrooms and receive other services 
such as medical care and haircuts. The group 

started by using old city buses converted for use 
as showers but now uses commercially produced 
shower and restroom trailers.

“You watch one person go in to get a shower 
and a totally different person come out. Lava 
Mae is really about what we call radical hospital-
ity,” Sandoval says on the nonprofit’s website, 
www.lavamae.org. “The way you serve people 
is as important as the service itself. The heart of 
this is restoring or rekindling a sense of dignity in 
people. These acts of kindness and compassion 
can transform almost anything. You have no idea 
what the impact can be for them.”

Sandoval says the shower and restroom ser-
vice is playing a role in homeless people finding 
housing and employment, and overcoming ad-
dictions. It’s great to see more nonprofit groups 
play a role in fighting the serious problem of 
homelessness that is stretching from urban cen-
ters and into smaller cities.

PROs anywhere probably see this issue crop-
ping up in their hometowns. We’ve often suggest-
ed restroom contractors look for ways to partner 
with charity organizations and cities to join in 
this fight. Let me know if you have implemented a 
program to help out in your community. ■

T he portable sanitation industry keeps hitting the news with stories that 
show your service is and will remain in heavy demand in the coming 
years. And more opportunities will arise to provide enhanced service 

and help your fellow man. Here are a few updates:
 

ARA FORECAST:
ARE WE LIVING UP TO THE NUMBERS?

If long-range forecasts from the American Rental Association are ac-
curate, you can probably safely add to restroom inventories in the coming 
years. The ARA recently projected that the equipment rental industry — 

which includes the portable sanitation sector — should enjoy growth out-
pacing the U.S. and Canadian economies through 2022.

In its recently modified outlook, the ARA reports slightly more subdued 
growth than it anticipated earlier in the year. However, the numbers still 
show substantial, steady growth. Revenues in North America were expected 
to register $61.3 billion in 2019 — $55.8 billion in the U.S. and $5.3 billion in 
Canada — a 5% increase over 2018.

Your mileage may vary, but the 
ARA is bullish overall. Expanding on the 
numbers, revenue in the U.S. is expect-
ed to grow by 4.2% in 2020, 4.3% in 2021 
and 4.7% in 2022. The market will top out 
at $63.5 billion for 2022. In Canada, rev-
enue is expected to be up 4.4% in 2020, 
5.6% in 2021 and a more modest 3.7% 
in 2022, to reach $6.3 billion in the final 
year of the study.

“The equipment and event rental 
industry is growing and continues to ex-
pand faster than the overall economy. 
The outlook continues to be positive,” 
says John McClelland, ARA vice presi-
dent for government affairs and chief 
economist.  

Scott Hazelton, managing director 
of IHS Markit, which created the analy-
sis for the ARA, reports that a maturing 

economy, trade issues that need to be sorted out and questions about lasting 
impacts of stimulus tax cuts may have an impact. There are concerns for a 
downside but reasons to be optimistic as well.

“In the United States, not one state has a decline in construction, gener-
al tool, or party and event rental revenues, and there are no signs of a reces-
sion,” he says. “There is also potential upside from an infrastructure bill. The 
exact gain to rental would depend upon the size, time span and composition 
… of the bill.”

 
PERSONAL CAMPING RENTALS:
WAS IT A TREND THIS SUMMER?
If you handle major outdoor music festivals, you know these camping/con-
cert events can provide a lucrative contract. And sometimes it seems like 

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

email PRO editor Jim Kneiszel at editor@promonthly.com.
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THE STATE OF PORTABLE SANITATION IS LOOKING GOOD, AND OUR INDUSTRY IS PROVIDING 
VITAL SERVICES TO FESTIVALGOERS AND THOSE IN NEED

By Jim Kneiszel

“In the United 
States, not one 
state has a decline 
in construction, 
general tool, or 
party and event 
rental revenues, 
and there are 
no signs of a 
recession. There 
is also potential 
upside from an 
infrastructure bill.”

Scott Hazelton
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there are as many restrooms spread throughout 
the campgrounds as there are near the music 
venues. Typically the events rent hundreds of 
units for placement on the grounds.

In the past I’ve heard occasional reports of 
campers requesting a personal portable rest-
room at their sites, but Country Thunder Arizona 
this year marketed the option as a VIP treatment 
for attendees. According to a story at media site 
www.azcentral.com, campers were being offered 
units for $140 for the three-day event, $178 with 
taxes and fees.

The story referred to the units as “your per-
sonal Thunder throne” and asked users to “imag-
ine answering the call in the privacy of your own 
campsite toilet instead of marching to the general 
admission area to wait for the same toilets being 
used by the (shudder) single-day pass holders.”

It’s also interesting to note the offer of a 
“glamping” option — you know, the shortened 
term for glamorous camping — at the festival. 
That’s where you can rent a safari-style tent with 
a queen bed and air conditioning. For standard 
camping, they also would rent you a tent, sleep-
ing bags, pads and chairs so you wouldn’t have 
to bother with carrying in your own equipment.

If people are now willing to pay for a glamp-
ing package, I could envision the private camp-
site restroom really taking off and becoming a 
staple offering for music festivals, military re-
enactments, fairs and flea markets across the 
country. If you haven’t already, consider offering 
this option through your event planners. Except 
for the challenge of maneuvering through those 
tight campground roads, this could provide a 
helpful new profit center for special event work.

 
MORE HELP FOR THE HOMELESS

In last month’s cover story about Texas-
based Streetside Showers, organizer Lance Olin-
ski credited another nonprofit group, Lava Mae, 
with inspiring and training him to provide hy-
giene opportunities to the homeless. Recently, 
Lava Mae received publicity for its efforts to serve 
the homeless in Los Angeles, San Francisco and 
San Diego.

KABC-TV in Los Angeles interviewed Lava 
Mae founder Doniece Sandoval and users about 
the need for portable sanitation in the city. The 
nonprofit group doesn’t receive any government 
backing for its efforts, but Los Angeles officials 
recently approved spending $3 million for porta-
ble restrooms and other facilities to serve a large 
homeless population.

Like our featured group Streetside Show-
ers, Lava Mae organizes pop-up free sanitation 
in a variety of locations in the three cities. It calls 
them “care villages,” where users get showers, 
can use bathrooms and receive other services 
such as medical care and haircuts. The group 

started by using old city buses converted for use 
as showers but now uses commercially produced 
shower and restroom trailers.

“You watch one person go in to get a shower 
and a totally different person come out. Lava 
Mae is really about what we call radical hospital-
ity,” Sandoval says on the nonprofit’s website, 
www.lavamae.org. “The way you serve people 
is as important as the service itself. The heart of 
this is restoring or rekindling a sense of dignity in 
people. These acts of kindness and compassion 
can transform almost anything. You have no idea 
what the impact can be for them.”

Sandoval says the shower and restroom ser-
vice is playing a role in homeless people finding 
housing and employment, and overcoming ad-
dictions. It’s great to see more nonprofit groups 
play a role in fighting the serious problem of 
homelessness that is stretching from urban cen-
ters and into smaller cities.

PROs anywhere probably see this issue crop-
ping up in their hometowns. We’ve often suggest-
ed restroom contractors look for ways to partner 
with charity organizations and cities to join in 
this fight. Let me know if you have implemented a 
program to help out in your community. ■

T he portable sanitation industry keeps hitting the news with stories that 
show your service is and will remain in heavy demand in the coming 
years. And more opportunities will arise to provide enhanced service 

and help your fellow man. Here are a few updates:
 

ARA FORECAST:
ARE WE LIVING UP TO THE NUMBERS?

If long-range forecasts from the American Rental Association are ac-
curate, you can probably safely add to restroom inventories in the coming 
years. The ARA recently projected that the equipment rental industry — 

which includes the portable sanitation sector — should enjoy growth out-
pacing the U.S. and Canadian economies through 2022.

In its recently modified outlook, the ARA reports slightly more subdued 
growth than it anticipated earlier in the year. However, the numbers still 
show substantial, steady growth. Revenues in North America were expected 
to register $61.3 billion in 2019 — $55.8 billion in the U.S. and $5.3 billion in 
Canada — a 5% increase over 2018.

Your mileage may vary, but the 
ARA is bullish overall. Expanding on the 
numbers, revenue in the U.S. is expect-
ed to grow by 4.2% in 2020, 4.3% in 2021 
and 4.7% in 2022. The market will top out 
at $63.5 billion for 2022. In Canada, rev-
enue is expected to be up 4.4% in 2020, 
5.6% in 2021 and a more modest 3.7% 
in 2022, to reach $6.3 billion in the final 
year of the study.

“The equipment and event rental 
industry is growing and continues to ex-
pand faster than the overall economy. 
The outlook continues to be positive,” 
says John McClelland, ARA vice presi-
dent for government affairs and chief 
economist.  

Scott Hazelton, managing director 
of IHS Markit, which created the analy-
sis for the ARA, reports that a maturing 

economy, trade issues that need to be sorted out and questions about lasting 
impacts of stimulus tax cuts may have an impact. There are concerns for a 
downside but reasons to be optimistic as well.

“In the United States, not one state has a decline in construction, gener-
al tool, or party and event rental revenues, and there are no signs of a reces-
sion,” he says. “There is also potential upside from an infrastructure bill. The 
exact gain to rental would depend upon the size, time span and composition 
… of the bill.”

 
PERSONAL CAMPING RENTALS:
WAS IT A TREND THIS SUMMER?
If you handle major outdoor music festivals, you know these camping/con-
cert events can provide a lucrative contract. And sometimes it seems like 

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

email PRO editor Jim Kneiszel at editor@promonthly.com.
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Revenue Growth, Glamping, and Helping the Homeless
THE STATE OF PORTABLE SANITATION IS LOOKING GOOD, AND OUR INDUSTRY IS PROVIDING 
VITAL SERVICES TO FESTIVALGOERS AND THOSE IN NEED

By Jim Kneiszel

“In the United 
States, not one 
state has a decline 
in construction, 
general tool, or 
party and event 
rental revenues, 
and there are 
no signs of a 
recession. There 
is also potential 
upside from an 
infrastructure bill.”

Scott Hazelton
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www.masportpump.com
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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.  

T his month we are honored to address two questions from Alberto 
Guerrero with JW Craft Portable Restrooms in Naples, Florida. Guer-
rero was named the Portable Sanitation Association International 

2019 Service Technician of the Year.
Jennifer Corrigan, owner of JW Craft Portable Restrooms, writes “Al-

berto is one of those people who are a stickler for detail and very humble 
about how it looks. In the past four years with our company, we have never 
received a single complaint about his route. He trains new hires for route 
positions and special event services. Alberto has been offered a promotion 
to supervisor on more than one occasion, but he prefers to be in the field 
working with customers.” 

 
Question: Guerrero would like to know, “In what ways can a route ser-

vice technician obtain job leads?”   
Answer: Route service technicians serve as the eyes and ears of the 

sales department in the field. Take advantage of this daily opportunity to 
assist in increasing sales and growing your company.

Here are some useful suggestions:
Carry a supply of your company’s business cards with you. These 

can be given to your new customers on your route and left on sites where a 
portable restroom has yet to be ordered. Perhaps, in time, your name can 
also appear on the card as a way of strengthening the relationship with your 
current and future customers.

Always make a point of meeting the job supervisor, if possible, on 
the first day of service at the new job site. This introduction will make ser-
vice easier and lead to increased customer satisfaction. At the conclusion 
of this introduction, ask if the company will be starting any other jobs in 
the area. This is a great way to get additional job leads while establishing an 
ongoing partnership with the customer.

As you drive your route, be aware of grading and clearing of land for 
new construction. “Look for dirt” is the industry expression for passing this 
information on to the sales team back at the office. 

Stop and write down or snap a photo of permit information. The 
name of the company and its phone number will be on the permit, as well 
as the name of the building or the subdivision under development.

Observe these sites each time you go by for the addition of signage 
or a contractor’s vehicle. If you see someone and you have the time, stop 
and introduce yourself and give them a business card. Many times the per-
son will eagerly agree to call your office and order a unit, as this is one less 
item they will have to handle in setting up their operations at the job site.  

While sitting in traffic, look for construction, grading, remodeling 
or builder vehicles and make a note (photo) of names and phone num-

bers. These serve as leads for your sales staff.
As projects wind down, ask the supervisor where they are going for 

the next job. Hopefully you have built a relationship with this person and 
they will be eager to work with you and with your company again.

 
Question: Guerrero also asks, “What can I do to minimize clogs while 

servicing units?” 
Answer: Having the pump hose clog with debris while servicing a unit 

is a time-consuming problem for service technicians. The best solution is 
to remember that waste should be pumped from the smallest opening in 
the pump system to the largest opening.

To better explain, experience suggests that the PVC wand coming into 
contact with the water and the waste should be smaller in diameter than 
the vacuum hose that ultimately connects with the waste tank on the truck. 
Similarly, the opening into the waste tank is larger in diameter than the 
vacuum hose.

Here are some additional tips to minimize clogs in the vacuum system:
•  Even though the diameter of the PVC is smaller than that of the 

vacuum hose, only open the valve on the wand between one-half 
and three-quarters. This will further ensure any waste or debris that 
makes it through the wand will make it through the entire vacuum 
system.

•  Before pumping, use the wand as a stirrer to determine if foreign de-
bris is in the tank. If you do see debris, use your grabbers to remove 
the item before pumping.

•  Should you get a piece of trash or debris stuck in the PVC wand, use a 
piece of rebar the length of the wand to extract the debris.

•  If you get a clog in the vacuum hose, disconnect the wand and look 
at the connection with the hose. If the debris is stuck there, use long 
needle-nose pliers to remove the item. If the debris is stuck at the 
other end of the hose, remove the connection at the tank and use the 
pliers once again.

•  If the clog is somewhere in between, you may want to disconnect the 
vacuum hose on both ends and reverse the ends so the clog can be 
dislodged by being vacuumed from the other direction.

•  Consider assembling hose runs with clear spaces interspersed 
among colored bands so you can more easily observe where a clog 
is located.

Finally, once you resolve the clog and service the unit, make sure the 
area where you were working is clear and free of debris. The rule of thumb 
is that the area should be just as clean as it would have been if you had not 
been working on removing the trapped debris. ■

ROUTE DRIVERS SHOULD ALWAYS BE ON THE LOOKOUT FOR FRESH CONSTRUCTION SITES 
OR OTHER CLUES TO TURNING UP BUSINESS IN YOUR HOMETOWN

By Jeff and Terri Wigley

7 Tips to Help Land More New Customers
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or builder vehicles and make a note (photo) of names and phone num-
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As projects wind down, ask the supervisor where they are going for 

the next job. Hopefully you have built a relationship with this person and 
they will be eager to work with you and with your company again.

 
Question: Guerrero also asks, “What can I do to minimize clogs while 
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Answer: Having the pump hose clog with debris while servicing a unit 
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the pump system to the largest opening.

To better explain, experience suggests that the PVC wand coming into 
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•  Before pumping, use the wand as a stirrer to determine if foreign de-
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Patrick Léveillé, owner 
of Groupe Star Suites in 
Montréal, is shown with 
a restroom trailer from 
Ameri-Can Engineering. 
(Photos by Allen McEachern)

F I L E

Groupe Star Suites
Boisbriand, Québec

Owner: Patrick Léveillé

Founded: 1995

Employees: 15-60

Services: Washroom- and 
shower-equipped luxury trailer 
rental and service for the film 
industry; construction industry 
leases; event rentals

Service area: 100-mile radius of Montréal

Website: www.starsuites.com
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THE STAR 
TREATMENT

Groupe Star Suites has carved out a niche 
providing restroom, shower and other trailer 
services for large film productions in Québec

BY PETER KENTER

F or a quarter-century, Groupe Star Suites has made a 
name for itself providing luxury restroom- and shower-
equipped trailers to the film industry in Québec. By ef-

ficiently cycling custom- and ready-built trailers from motion 
picture clients to the construction industry and local events, the 
company has grown at a steady pace, expanding its fleet of trail-
ers by 40% over three years. Star Suites offers pumping services, 
but only when it supports its core business of serving clients in 
the entertainment and construction industry.

Star Suites was founded in 1995 by Marcel Paré in Boisbri-
and, a northern suburb of Montréal. The company was put up 
for sale by its retiring owner in 2016 and attracted the interest of 
current owner and president Patrick Léveillé.

“I had worked for 18 years in the commercial banking in-
dustry, and one of my colleagues mentioned that the business 
of one of his clients was going up for sale,” Léveillé says. “I per-
formed my due diligence and could see that the company had 
few competitors in the luxury trailer rental space serving the 
film industry. I dove in directly, making a full transition from 
banker to businessman.”

(continued)

http://www.starsuites.comQU�BECHTHE
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The latest addition to the vacuum 
service fleet is a 2020 Peterbilt 
T337 from Transway Systems with a 
1,925-gallon waste and 575-gallon 
freshwater stainless steel tank and 
Fruitland pump.

 FILM AND TV COME FIRST
Québec is a global motion 

picture powerhouse. In addition 
to producing films for domestic 
audiences, the province plays 
host to U.S. blockbuster films and 
TV series, providing studios, sets, 
buildings and scenery that stand 
in for anything from American cities and rural landscapes 
to European countries.

While the company started out in 1995 with a bor-
rowed camping trailer, the Québec motion picture market 
now demands a full-service offering of specialized trailers 
and logistics services. When Léveillé purchased the busi-
ness, Star Suites offered 170 trailers. Today it operates a 
rental fleet of about 250.

“In Toronto and Vancouver, the film business is different with union 
agreements and requires the film production itself to provide the drivers 
to move those trailers,” he says. “In Québec, full service is the name of the 
game, and we provide everything including a daily cleanup in every trailer.”

Star Suites serves the entire province of Québec. Trailers supplied by 
the company include lodging for actors and film crews, office trailers, rest-

room trailers, wardrobe trailers, and makeup and hair-
styling trailers.

Restroom-only trailers range from single bathroom 
units reserved for top movie talent to 10-unit models. 
Full-service lodging trailers include restrooms, show-
ers, refrigerators and microwave ovens. Others offer 
simpler accommodations, subdivided into as many as 

six smaller units offering 
couches, showers and rest-
rooms.

The majority of the 
company’s restroom trail-
ers are supplied by Ameri-
Can Engineering, with a 
few units supplied by Rich 
Specialty Trailers and Black 

Tie Products. Star Suites also represents and distributes 
Ameri-Can products in eastern Canada. Nonrestroom 
trailers are typically supplied by General Coach Canada 
and Rich Specialty Trailers.

Five of the trailers are ADA-compliant: four large 10-restroom models 
and a smaller single-unit model. Two trailers from Ameri-Can feature show-
ers — an eight- and a six-shower model.

“Our pumping scheduled depends on the 
shooting schedule, which could be day or 
night. Typically we like to pump before 
we move the trailers because we know we 
won’t be disrupting the production.”

PATRICK LÉVEILLÉ

Above: The leadership 
team at Groupe Star 
Suites includes, from 
left, Alain Langevin, 
Veronik Fournier, 
Louise Terroux, Patrick 
Léveillé, Michael Aubin 
and Christian Houle.

Technician Patrick 
Langevin replenishes 
paper products in an 
Ameri-Can Engineering 
restroom trailer on location 
at the Michelin Movin’ On 
sustainable mobility event 
in Montréal, Québec.

(continued)
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ers are supplied by Ameri-
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few units supplied by Rich 
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Tie Products. Star Suites also represents and distributes 
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trailers are typically supplied by General Coach Canada 
and Rich Specialty Trailers.

Five of the trailers are ADA-compliant: four large 10-restroom models 
and a smaller single-unit model. Two trailers from Ameri-Can feature show-
ers — an eight- and a six-shower model.

“Our pumping scheduled depends on the 
shooting schedule, which could be day or 
night. Typically we like to pump before 
we move the trailers because we know we 
won’t be disrupting the production.”
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Above: The leadership 
team at Groupe Star 
Suites includes, from 
left, Alain Langevin, 
Veronik Fournier, 
Louise Terroux, Patrick 
Léveillé, Michael Aubin 
and Christian Houle.

Technician Patrick 
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paper products in an 
Ameri-Can Engineering 
restroom trailer on location 
at the Michelin Movin’ On 
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“We generally custom-order the trailers,” Léveillé says. 
“For example, a six-station makeup trailer is built with all of 
the counter and cabinets in standard configuration.”

 
MANY EVENTS

About 65% of the business is devoted to the film indus-
try, where all new trailers are first deployed. The other 35% 
involves long-term leases to the construction industry, typ-
ically commercial accounts, and events. A recent contract 
involved supplying trailers to the Home Depot locations in 
Québec and transporting them as renovation crews moved 
to new stores. The company also provides temporary stu-
dent restrooms for schools under renovation and serves 
events, such as concerts, festivals and more than 30 wed-
dings per year.

Star Suites’ event service is 
primarily devoted to VIP rest-
room trailers for performers and 
production trailers for crews. 
Montréal events have included 
the Montréal Grand Prix, the 
Osheaga Music and Arts Festi-
val, the Igloofest winter music 
festival, Heavy Montréal, Festival 
Metro Metro and those held at 
PY1, Montréal’s new pyramid-
shaped event venue.

The contracts may extend 
to hospitality trailers, which 
were provided, for example, for a 
Heavy Montréal concert by Me-
tallica and a Festival Metro Metro 
performance by Snoop Dogg. For 
Osheaga, Star Suites has provided 
as many as a dozen hospitality 

and restroom trailers. For the Grand Prix, it provided 
twice as many.

“We’re never tempted to provide plastic rest-
room units for concertgoers, because we’re not a 
pumping business,” Léveillé says.

That said, Star Suites does provide pumping ser-
vices for its restroom trailers serving all industries, as 
part of a broader service package.

The first member of the pumper fleet is a 2016 Ford F-550 with a 630-gal-
lon waste and 330-gallon freshwater Progress aluminum tank and built out 
at Star Suites. The second is a 2008 Kenworth T300 with a 1,440-gallon waste 
and 480-gallon freshwater Progress aluminum tank and Masport pump built 
by Progress. Star Suites’ newest addition is a 2020 Peterbilt T337 from Tran-
sway Systems with a 1,925-gallon waste and 480-gallon freshwater stainless 
steel tank and Fruitland pump.

Deodorant products are from Zep Equipment is moved around the yard 
using a Caterpillar forklift.

 
ALWAYS ON DUTY

Among the productions Star Suites has served are 300, White House 
Down, the recent Pet Sematary remake, three films in the X-Men franchise, 
the upcoming WWII blockbuster Midway and Adam Sandler’s Netflix movie.

Léveillé receives advance notice of film projects coming to the province 
before the busy summer season. This year, he established his full summer 

What happens on set, stays on set
For Groupe Star Suites, leasing and servicing trailers, restrooms, and 

showers to large film productions is its core business.

“Our employees are quick to realize that the production end of the 
film industry is a business that has very little to do with watching movies 
on the screen,” says Patrick Léveillé, owner and president. “You focus on 
what you need to do, not what others are doing.”

When Star Suites signs a 
contract to provide trailers for a 
production, the name of the film 
or TV series is often left unmen-
tioned — only the requirements 
of the production company are 
discussed.

“While providing service to 
the production of X-Men: Apoc-
alypse, we were working only 
with a code name for the film,” 
he says. “It was only when the 
film was being promoted that 
we knew the name of the pro-
duction we’d spent four months 
working on.”

Because much of the ser-
vice work for company trailers 
takes place at night, or when 
the film production is being 
moved to a new location, Star Suites employees are unlikely to see film-
ing take place.

“I’m far more likely to meet the industry contacts who I work with 
regularly, than spot an actor I recognize,” Léveillé says. “Just like our 
business, everyone on set is there to do a job and then move on to the 
next location.”

“I’m far more 
likely to meet the 
industry contacts 
who I work with 
regularly, than 
spot an actor I 
recognize. Just 
like our business, 
everyone on set is 
there to do a job 
and then move 
on to the next 
location.”

PATRICK LÉVEILLÉ

Claude Delorme 
paints parts in the 
machine shop. The 
company sometimes 
custom-finishes its 
own trailers used 
by the film and TV 
industry.

Émie Houle cleans an 
Ameri-Can Engineering 
restroom trailer being set up 
for use at a special event.

schedule by May, although other productions could be announced for late 
summer and fall.

“With those production announcements, we can order additional trail-
ers if we need them,” Léveillé says. 

Star Suites’ biggest production to date has been X-Men: Apocalypse, 
which required as many as 40 trailers (including four restroom trailers) in 
two locations over a four-month shooting schedule.

Each movie and TV production establishes a base camp that acts as a 
central command. A Star Suites employee remains at the base camp dur-
ing the production to assure quality service at all times. They also relay in-
structions as to where trailers will be required and when they need to be 
deployed.

Each trailer is serviced daily by a team of housekeepers who clean rest-
rooms, dust and vacuum.

“Our pumping scheduled depends on the shooting schedule, which 
could be day or night,” Léveillé says. “Typically we like to pump before we 
move the trailers because we know we won’t be disrupting the production.”

 
COORDINATION IS KEY

Logistics are the company’s key concern during film production sea-
son. Movie productions move from location to location, and Star Suites 
snaps into action to move the trailers along with the production.

“It’s a big operation,” Léveillé says. “We have a fleet of 30 trucks, and we 
sometimes supply as many as 15 trucks and drivers to move the trailers for 
a large production.”

During peak movie production season each summer, Star Suites em-
ploys 60 workers. In the winter, that number drops to its core full-time staff 
of about 15.

The company head office covers about 3 acres, but Star Suites rents an 
additional 2 acres of yard space at two additional yards during the off-sea-
son, when more trailers are parked. All of the trailer service and repairs are 
handled by in-house crews.

“We can refurbish a trailer inside and out — metal, woodwork, plumbing 
and electrical work,” Léveillé says. “During the winter, when it’s our quiet sea-
son, we sometimes order an empty trailer and configure it in our own shop.”

For Star Suites, growth depends almost entirely on the health of the 
Québec film industry, and this year’s a healthy one: “From the beginning 
of 2019, we’ve ordered at least one trailer a week from Ameri-Can,” Léveillé 
says. “In one week alone this summer we ordered four. By balancing rentals 
across the industries we serve, we remain profitable.” ■

MORE INFO

Ameri-Can Engineering 
574-892-5151
www.ameri-can.com
(See ad page 27)

Black Tie Products, LLC 
877-253-3533
www.blacktieproducts.com

Fruitland Manufacturing
800-663-9003
www.fruitlandmanufacturing.com
(See ad page 23)

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

Progress Tank 
800-467-5600
www.progresstank.com
 
Rich Specialty Trailers 
260-593-2279
www.richrestrooms.com
 
The Home Depot
800-466-3337
www.homedepot.com
 
Transway Systems Inc. 
800-263-4508
www.transwaysystems.com
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“We generally custom-order the trailers,” Léveillé says. 
“For example, a six-station makeup trailer is built with all of 
the counter and cabinets in standard configuration.”

 
MANY EVENTS

About 65% of the business is devoted to the film indus-
try, where all new trailers are first deployed. The other 35% 
involves long-term leases to the construction industry, typ-
ically commercial accounts, and events. A recent contract 
involved supplying trailers to the Home Depot locations in 
Québec and transporting them as renovation crews moved 
to new stores. The company also provides temporary stu-
dent restrooms for schools under renovation and serves 
events, such as concerts, festivals and more than 30 wed-
dings per year.

Star Suites’ event service is 
primarily devoted to VIP rest-
room trailers for performers and 
production trailers for crews. 
Montréal events have included 
the Montréal Grand Prix, the 
Osheaga Music and Arts Festi-
val, the Igloofest winter music 
festival, Heavy Montréal, Festival 
Metro Metro and those held at 
PY1, Montréal’s new pyramid-
shaped event venue.

The contracts may extend 
to hospitality trailers, which 
were provided, for example, for a 
Heavy Montréal concert by Me-
tallica and a Festival Metro Metro 
performance by Snoop Dogg. For 
Osheaga, Star Suites has provided 
as many as a dozen hospitality 

and restroom trailers. For the Grand Prix, it provided 
twice as many.

“We’re never tempted to provide plastic rest-
room units for concertgoers, because we’re not a 
pumping business,” Léveillé says.

That said, Star Suites does provide pumping ser-
vices for its restroom trailers serving all industries, as 
part of a broader service package.

The first member of the pumper fleet is a 2016 Ford F-550 with a 630-gal-
lon waste and 330-gallon freshwater Progress aluminum tank and built out 
at Star Suites. The second is a 2008 Kenworth T300 with a 1,440-gallon waste 
and 480-gallon freshwater Progress aluminum tank and Masport pump built 
by Progress. Star Suites’ newest addition is a 2020 Peterbilt T337 from Tran-
sway Systems with a 1,925-gallon waste and 480-gallon freshwater stainless 
steel tank and Fruitland pump.

Deodorant products are from Zep Equipment is moved around the yard 
using a Caterpillar forklift.
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Among the productions Star Suites has served are 300, White House 
Down, the recent Pet Sematary remake, three films in the X-Men franchise, 
the upcoming WWII blockbuster Midway and Adam Sandler’s Netflix movie.

Léveillé receives advance notice of film projects coming to the province 
before the busy summer season. This year, he established his full summer 

What happens on set, stays on set
For Groupe Star Suites, leasing and servicing trailers, restrooms, and 

showers to large film productions is its core business.

“Our employees are quick to realize that the production end of the 
film industry is a business that has very little to do with watching movies 
on the screen,” says Patrick Léveillé, owner and president. “You focus on 
what you need to do, not what others are doing.”

When Star Suites signs a 
contract to provide trailers for a 
production, the name of the film 
or TV series is often left unmen-
tioned — only the requirements 
of the production company are 
discussed.

“While providing service to 
the production of X-Men: Apoc-
alypse, we were working only 
with a code name for the film,” 
he says. “It was only when the 
film was being promoted that 
we knew the name of the pro-
duction we’d spent four months 
working on.”

Because much of the ser-
vice work for company trailers 
takes place at night, or when 
the film production is being 
moved to a new location, Star Suites employees are unlikely to see film-
ing take place.

“I’m far more likely to meet the industry contacts who I work with 
regularly, than spot an actor I recognize,” Léveillé says. “Just like our 
business, everyone on set is there to do a job and then move on to the 
next location.”
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restroom trailer being set up 
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schedule by May, although other productions could be announced for late 
summer and fall.

“With those production announcements, we can order additional trail-
ers if we need them,” Léveillé says. 

Star Suites’ biggest production to date has been X-Men: Apocalypse, 
which required as many as 40 trailers (including four restroom trailers) in 
two locations over a four-month shooting schedule.

Each movie and TV production establishes a base camp that acts as a 
central command. A Star Suites employee remains at the base camp dur-
ing the production to assure quality service at all times. They also relay in-
structions as to where trailers will be required and when they need to be 
deployed.

Each trailer is serviced daily by a team of housekeepers who clean rest-
rooms, dust and vacuum.

“Our pumping scheduled depends on the shooting schedule, which 
could be day or night,” Léveillé says. “Typically we like to pump before we 
move the trailers because we know we won’t be disrupting the production.”

 
COORDINATION IS KEY

Logistics are the company’s key concern during film production sea-
son. Movie productions move from location to location, and Star Suites 
snaps into action to move the trailers along with the production.

“It’s a big operation,” Léveillé says. “We have a fleet of 30 trucks, and we 
sometimes supply as many as 15 trucks and drivers to move the trailers for 
a large production.”

During peak movie production season each summer, Star Suites em-
ploys 60 workers. In the winter, that number drops to its core full-time staff 
of about 15.

The company head office covers about 3 acres, but Star Suites rents an 
additional 2 acres of yard space at two additional yards during the off-sea-
son, when more trailers are parked. All of the trailer service and repairs are 
handled by in-house crews.

“We can refurbish a trailer inside and out — metal, woodwork, plumbing 
and electrical work,” Léveillé says. “During the winter, when it’s our quiet sea-
son, we sometimes order an empty trailer and configure it in our own shop.”

For Star Suites, growth depends almost entirely on the health of the 
Québec film industry, and this year’s a healthy one: “From the beginning 
of 2019, we’ve ordered at least one trailer a week from Ameri-Can,” Léveillé 
says. “In one week alone this summer we ordered four. By balancing rentals 
across the industries we serve, we remain profitable.” ■
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Ameri-Can
775 N Michigan St. 
Argos, IN 46501 USA
574-892-5151 • (f) 574-892-5150
info@ameri-can.com
www.ameri-can.com

See ad page 27

ART Company LLC (A Restroom Trailer Company)
PO Box 97 67351 US 131
Constantine, MI 49042 USA
269-435-4278 • (f) 269-435-4507
info@arestroomtrailer.com
www.arestroomtrailer.com

See ad page 10

Comforts of Home Services 
10 Rathbone Ave.
Aurora, IL 60506 USA
630-906-8002 • (f) 847-574-7600
dan@cohsi.com
www.cohsi.com

See ad page 13

Trailer Series ADA, Commercial, Construction, Events, 
Luxury, Shower, Decon, Laundry

Restroom, Commercial, 
Luxury, Shower, Combo 

Restroom, Showers, Combos, Laundry, 
Decontamination, Emergency 
Shower/Eyewash and Custom

Lengths 10' - 44" 8' - 32' 8' - 53'

Frame 
Construction

Rugged steel I-beam Steel Steel

Shell 
Construction

Aluminum in multiple colors Steel shell/Bonded Aluminum Steel-framed walls and roof to create
a fully welded cage structure

Deck 
Construction

3/4" marine-grade tongue and groove Steel/Marine-grade tongue and groove 3/4" marine-grade plywood 
with vapor barrier

Floor Joist 
Specs

2" steel tube 16" OC Steel tube 16" OC Steel tube spaced 16" OC

Weight (lbs.) 3,200 - 20,000 Varies according to size 2,800 - 15,000

Interior Trim Luxury - Amish Hardwood 
Commercial - Non-wood, aluminum, vinyl

Varies according to model Caulked solid oak trim standard 
or aluminum trim as an upgrade

Fixtures Delta metered or hands-free faucets, 
Dometic toilets, Corian-style countertops

Delta metered faucets, water-saving toilets with 
china bowl, solid-surface countertops

Solid surface sinks, residential-size toilets, 
heavy-duty all-aluminum steps

Flooring Range of designer vinyl, 
commerical non-slip rubber

Rubber Sheet vinyl (standard), 
coined rubber as upgrade

Warranty 5 years on frame, tanks, axles and tires 3-year 5-year on frame,
3-year on everything else

Waste Tank 
Sizes (gal.)

300 - 2,000 Varies according to size 300 - 1,800  
Tanks matched to trailer size

Fresh Tank 
Sizes (gal.)

75 - 500 
Up to 2,000 with multiples

74 - 200
Varies by model

130 - 450 freshwater tanks

Additional 
Standard 
Features

Custom-crafted designs. 8 standard interior 
color options. 10 exterior color options. 
Standard high-efficiency A/C. Amish-crafted 
wood cabinets and luxury trim. One piece seam-
less roof, wide commerical entry doors. Easy to 
use step assemblies. Porch options. LED lighting. 
Custom sound systems and entertainment 
packages with custom playlist and personal 
messages.

Heavy-duty undercoated steel frame,
torsion axles, integral trailer skirting, fastener-
less exterior, seamless aluminum roof, roll-out 
or fold-up steps, aluminum wheels, LED lighting.

All-aluminum exterior to eliminate unsightly rust. 
One-piece aluminum roof to reduce chances 
of leaks. Steps and handrails are aluminum 
and stainless steel to eliminate rust issues. 
Undercarriage has an extra layer of vapor-barrier 
material to protect from moisture damage. Water-
resistant Advantech plywood used in our wall 
construction. Heavy-duty steel core doors with 
hydraulic closures and keyed-alike locks.

Options Custom designs and builds. Full range of 
ADA-compliant models. Heat, Arctic weather, 
fresh water, generators, solar, awnings.

Heat and winter packages, hands-free faucets, 
AM/FM MP3 stereo, hydraulic levelers.

All trailers are fully customizable to our 
customers’ specifications. We are available seven 
days a week should you have any questions.

VIP  TRAILER DIRECTORY
Forest River, Inc.
3731 California Rd.
Elkhart, IN 46514 USA
574-266-7520 • (f) 574-266-7533
cmillslagle@forestriverinc.com
www.forestriverinc.com/restroomtrailers

See ad page 33

JAG Mobile Solutions
0770 E State Rd. 120
Howe, IN 46746 USA
800-815-2557 • 260-562-1045 
(f) 260-562-2478
info@jagmobilesolutions.com
ww.jagmobilesolutions.com

Lang Specialty Trailers
321 Cherry Hills Drive
Latrobe, PA 15650 USA
724-972-6590
info@langtrailers.com
www.langrestroomtrailers.com

See ad page 29

Trailer Series Mobile Restroom & Shower Trailers Uptown Select, Urban, Cottage, Residence Restroom Trailers, Shower Trailers, 
Laundry Trailers

Lengths 8' - 32' 8' - 40' 11' to 34'

Frame 
Construction

Steel Aluminum tube 12" Steel I-beam

Shell 
Construction

Bonded aluminum Fiberglass gel-coat Composite (gel-coated fiberglass)

Deck 
Construction

Marine-grade plywood Forever Floor Composite (gel-coated fiberglass).

Floor Joist 
Specs

Steel 16" OC 16" OC Steel tube on 16" centers

Weight (lbs.) 2,800-10,800 2,500 - 14,000 3,000 - 24,000

Interior Trim PVC & non-wood Anodized aluminum and PVC Varies by model

Fixtures Delta commercial metered Low-flow, high efficiency Dometic toilets, Delta metered faucets, 
stainless steel sinks, waterless urinals

Flooring 1-piece rubber standard Heavy-duty seamless One-piece vinyl

Warranty Varies 2 years 3 years

Waste Tank 
Sizes (gal.)

170 - 850 heavy-duty PE 200 - 1,400 200 - 1,500

Fresh Tank 
Sizes (gal.)

80 - 250 heavy-duty PE 100 - 400 105 - 200 

Additional 
Standard 
Features

Roof air, porches and steps with full-length 
railings on both sides. Fiberglass walls and 
ceilings. 12v water pumps. Wall-mounted A/C 
thermostats. Paper towel, toilet paper and soap 
dispensers. Torsion axles with radial tires. LED 
interior lighting.

Numerous Seamless gel-coated fiberglass interior/exterior 
walls, roof, and subfloor. 1/2" thick poly waste 
tank, 13,500 BTU air conditioner(s) with 5,000 
BTU heat strip(s). Slide-out self-leveling stairs with 
landing. Large mechanical room door for easy ac-
cess. Steel freshwater tank surround. Entry doors 
with frosted glass windows. LED interior, exterior, 
and DOT lighting. Metered faucets, paper towel 
dispensers and toilet paper dispensers.

Options Climate, Interior and Solar Power Packages, 
stereos, awnings, heated sink water, aluminum 
wheels, CSA and fiberglass exteriors. 

Various Three-Season Package, Winter Package, 
Winter+ Package, water heater, mobile 
monitoring, AM/FM Bluetooth stereo
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Comforts of Home Services 
10 Rathbone Ave.
Aurora, IL 60506 USA
630-906-8002 • (f) 847-574-7600
dan@cohsi.com
www.cohsi.com
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Trailer Series ADA, Commercial, Construction, Events, 
Luxury, Shower, Decon, Laundry

Restroom, Commercial, 
Luxury, Shower, Combo 

Restroom, Showers, Combos, Laundry, 
Decontamination, Emergency 
Shower/Eyewash and Custom

Lengths 10' - 44" 8' - 32' 8' - 53'

Frame 
Construction

Rugged steel I-beam Steel Steel

Shell 
Construction

Aluminum in multiple colors Steel shell/Bonded Aluminum Steel-framed walls and roof to create
a fully welded cage structure

Deck 
Construction

3/4" marine-grade tongue and groove Steel/Marine-grade tongue and groove 3/4" marine-grade plywood 
with vapor barrier

Floor Joist 
Specs

2" steel tube 16" OC Steel tube 16" OC Steel tube spaced 16" OC

Weight (lbs.) 3,200 - 20,000 Varies according to size 2,800 - 15,000

Interior Trim Luxury - Amish Hardwood 
Commercial - Non-wood, aluminum, vinyl

Varies according to model Caulked solid oak trim standard 
or aluminum trim as an upgrade

Fixtures Delta metered or hands-free faucets, 
Dometic toilets, Corian-style countertops

Delta metered faucets, water-saving toilets with 
china bowl, solid-surface countertops

Solid surface sinks, residential-size toilets, 
heavy-duty all-aluminum steps

Flooring Range of designer vinyl, 
commerical non-slip rubber

Rubber Sheet vinyl (standard), 
coined rubber as upgrade

Warranty 5 years on frame, tanks, axles and tires 3-year 5-year on frame,
3-year on everything else

Waste Tank 
Sizes (gal.)

300 - 2,000 Varies according to size 300 - 1,800  
Tanks matched to trailer size

Fresh Tank 
Sizes (gal.)

75 - 500 
Up to 2,000 with multiples

74 - 200
Varies by model

130 - 450 freshwater tanks

Additional 
Standard 
Features

Custom-crafted designs. 8 standard interior 
color options. 10 exterior color options. 
Standard high-efficiency A/C. Amish-crafted 
wood cabinets and luxury trim. One piece seam-
less roof, wide commerical entry doors. Easy to 
use step assemblies. Porch options. LED lighting. 
Custom sound systems and entertainment 
packages with custom playlist and personal 
messages.

Heavy-duty undercoated steel frame,
torsion axles, integral trailer skirting, fastener-
less exterior, seamless aluminum roof, roll-out 
or fold-up steps, aluminum wheels, LED lighting.

All-aluminum exterior to eliminate unsightly rust. 
One-piece aluminum roof to reduce chances 
of leaks. Steps and handrails are aluminum 
and stainless steel to eliminate rust issues. 
Undercarriage has an extra layer of vapor-barrier 
material to protect from moisture damage. Water-
resistant Advantech plywood used in our wall 
construction. Heavy-duty steel core doors with 
hydraulic closures and keyed-alike locks.

Options Custom designs and builds. Full range of 
ADA-compliant models. Heat, Arctic weather, 
fresh water, generators, solar, awnings.

Heat and winter packages, hands-free faucets, 
AM/FM MP3 stereo, hydraulic levelers.

All trailers are fully customizable to our 
customers’ specifications. We are available seven 
days a week should you have any questions.

VIP  TRAILER DIRECTORY
Forest River, Inc.
3731 California Rd.
Elkhart, IN 46514 USA
574-266-7520 • (f) 574-266-7533
cmillslagle@forestriverinc.com
www.forestriverinc.com/restroomtrailers

See ad page 33

JAG Mobile Solutions
0770 E State Rd. 120
Howe, IN 46746 USA
800-815-2557 • 260-562-1045 
(f) 260-562-2478
info@jagmobilesolutions.com
ww.jagmobilesolutions.com

Lang Specialty Trailers
321 Cherry Hills Drive
Latrobe, PA 15650 USA
724-972-6590
info@langtrailers.com
www.langrestroomtrailers.com

See ad page 29

Trailer Series Mobile Restroom & Shower Trailers Uptown Select, Urban, Cottage, Residence Restroom Trailers, Shower Trailers, 
Laundry Trailers

Lengths 8' - 32' 8' - 40' 11' to 34'

Frame 
Construction

Steel Aluminum tube 12" Steel I-beam

Shell 
Construction

Bonded aluminum Fiberglass gel-coat Composite (gel-coated fiberglass)

Deck 
Construction

Marine-grade plywood Forever Floor Composite (gel-coated fiberglass).

Floor Joist 
Specs

Steel 16" OC 16" OC Steel tube on 16" centers

Weight (lbs.) 2,800-10,800 2,500 - 14,000 3,000 - 24,000

Interior Trim PVC & non-wood Anodized aluminum and PVC Varies by model

Fixtures Delta commercial metered Low-flow, high efficiency Dometic toilets, Delta metered faucets, 
stainless steel sinks, waterless urinals

Flooring 1-piece rubber standard Heavy-duty seamless One-piece vinyl

Warranty Varies 2 years 3 years

Waste Tank 
Sizes (gal.)

170 - 850 heavy-duty PE 200 - 1,400 200 - 1,500

Fresh Tank 
Sizes (gal.)

80 - 250 heavy-duty PE 100 - 400 105 - 200 

Additional 
Standard 
Features

Roof air, porches and steps with full-length 
railings on both sides. Fiberglass walls and 
ceilings. 12v water pumps. Wall-mounted A/C 
thermostats. Paper towel, toilet paper and soap 
dispensers. Torsion axles with radial tires. LED 
interior lighting.

Numerous Seamless gel-coated fiberglass interior/exterior 
walls, roof, and subfloor. 1/2" thick poly waste 
tank, 13,500 BTU air conditioner(s) with 5,000 
BTU heat strip(s). Slide-out self-leveling stairs with 
landing. Large mechanical room door for easy ac-
cess. Steel freshwater tank surround. Entry doors 
with frosted glass windows. LED interior, exterior, 
and DOT lighting. Metered faucets, paper towel 
dispensers and toilet paper dispensers.

Options Climate, Interior and Solar Power Packages, 
stereos, awnings, heated sink water, aluminum 
wheels, CSA and fiberglass exteriors. 

Various Three-Season Package, Winter Package, 
Winter+ Package, water heater, mobile 
monitoring, AM/FM Bluetooth stereo
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314 Lake Avenue N., Hamilton, ON  L8E 3A2  |  t:  800-263-4508  |  e:  sales@transwaysystems.com  |  www.transwaysystems.com

CUSTOM BUILT.  DRIVEN BY YOU.

Since 1957, thousands of companies, from around the globe, have confidently put 
their trust in Fruitland®.  These companies know quite well that the Fruitland® brand 
represents quality, consistent reliability & exceptional performance—even in the most 
demanding settings.  Come and discover why the Fruitland® standard is the standard.

314 Lake Avenue N., Hamilton, ON  L8E 3A2  |  t:  800-263-4508  |  e:  sales@transwaysystems.com  |  www.transwaysystems.com

CUSTOM BUILT.  DRIVEN BY YOU.324 Leaside Avenue  Stoney Creek, ON  Canada  L8E 2N7
T: 905-662-6552  |  TF: 1-800-663-9003  |  F: 905-662-5412 

www.fruitlandmanufacturing.com 

MEMBER OF
®

McKee Technologies /
Explorer Trailers
20 Martin Ln.
Elmira, ON N3B 2A1 Canada
866-457-5425 • 519-669-5720 
(f) 519-669-8331
info@mckeetechnologies.com
www.explorertrailers.com

See ad page 37

NuConcepts  
1737 S Vineyard Ave.
Ontario, CA 91761 USA
800-334-1065 • 909-930-6244  
(f) 909-930-6237
robert@nuconcepts.com
www.nuconcepts.com

See ad page 6

Satellite Suites
1686 Commerce Dr.
Bristol, IN 46507 USA
800-883-1123 • 574-350-2150 
(f) 574-206-4020
info@satelliterestroomtrailers.com
www.satelliterestroomtrailers.com

Trailer Series Explorer Contractor II 1-6 unit VIP, 1-3 Unit Prestige & Diplomat, 
Dual or Quad Majestic

Satellite Suites Millemium Edition

Lengths 13' 10' - 24' 8' - 28'

Frame 
Construction

All-steel 10" frame with removable tongue Steel Steel I-beam

Shell 
Construction

Heavy-duty steel shell, 
formed with a continuous-welded
leakproof construction

1/2" high-density polyethylene plastic;
Majestic - high-grade smooth fiberglass

Seamless gel coat

Deck 
Construction

Steel, aluminum diamond plate Poly - fiberglass

Floor Joist 
Specs

All-steel channels Steel 16" on center - Steel

Weight (lbs.) 4,800 1,400 - 6,100 4,000 – 12,000

Interior Trim Complete white fiberglass-reinforced 
plastic anti-graffiti interior wall and ceiling 
surface

Polyethylene/Proprietary extruded aluminum. 
Majestic: High-grade smooth fiberglass. 
Brushed aluminum ceilings

Powder coated/painted

Fixtures Polished stainless steel countertops 
and sinks with self-closing faucets, water-saving 
flush toilets and urinals

Chicago auto-off faucets, Dometic porcelain 
toilet with Teflon seal

Chrome Delta metered faucets, Thetford Toilet 
Stile IIHG, stainless steel and/or vessel sinks

Flooring Full-length aluminum safety-walk floor Weatherproof grey carpeting
Majestic: Planked linoleum composite
Pelham Maple

Commercial seamless

Warranty Full manufacturer warranty 1-year 3 years

Waste Tank 
Sizes (gal.)

240 US all-steel holding tank, hot-dipped galva-
nized after welding. 2" vent stack, 3" drain

VIP & Prestige 65, Diplomat 90, 
Majestic: Shared tanks - dual 150/quad 300

275 - 1,150

Fresh Tank 
Sizes (gal.)

200 US supply tank, high-density polyethylene VIP & Prestige 40, Diplomat 55, 
Majestic: Shared tanks – dual 90/quad 180

105 - 400

Additional 
Standard 
Features

Negative-pressure ventilation system incorporat-
ing a 300 cfm blower and ducted room headers. 
Fully insulated floor and walls. Complete heating 
and optional A/C system. Front utility room for 
electrical panel, water heater, water pump and 
supplies storage.

Solar-powered, self-contained, with no
required electrical or water connections.
Flushing toilet/Teflon seal, sink, trash, and mirror. 
125 to 580 average uses. LED interior/exterior 
lighting with power roof vent standard except 
VIP Classic.

LED lights, mood lighting, vessel sinks, 
Toto urinals, A/C, accent wall, 
stainless subway tile

Options Many floor plans available. A/C, winterized package, power
converter, warm-water hand wash,
city water connection and dispensers.
Custom options are available.

Heat, water heat, Arctic Package, Bluetooth, 
tank monitor, GPS tracking, solar
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Trailer Series Explorer Contractor II 1-6 unit VIP, 1-3 Unit Prestige & Diplomat, 
Dual or Quad Majestic

Satellite Suites Millemium Edition

Lengths 13' 10' - 24' 8' - 28'

Frame 
Construction

All-steel 10" frame with removable tongue Steel Steel I-beam

Shell 
Construction

Heavy-duty steel shell, 
formed with a continuous-welded
leakproof construction

1/2" high-density polyethylene plastic;
Majestic - high-grade smooth fiberglass

Seamless gel coat

Deck 
Construction

Steel, aluminum diamond plate Poly - fiberglass

Floor Joist 
Specs

All-steel channels Steel 16" on center - Steel

Weight (lbs.) 4,800 1,400 - 6,100 4,000 – 12,000

Interior Trim Complete white fiberglass-reinforced 
plastic anti-graffiti interior wall and ceiling 
surface

Polyethylene/Proprietary extruded aluminum. 
Majestic: High-grade smooth fiberglass. 
Brushed aluminum ceilings

Powder coated/painted

Fixtures Polished stainless steel countertops 
and sinks with self-closing faucets, water-saving 
flush toilets and urinals

Chicago auto-off faucets, Dometic porcelain 
toilet with Teflon seal

Chrome Delta metered faucets, Thetford Toilet 
Stile IIHG, stainless steel and/or vessel sinks

Flooring Full-length aluminum safety-walk floor Weatherproof grey carpeting
Majestic: Planked linoleum composite
Pelham Maple

Commercial seamless

Warranty Full manufacturer warranty 1-year 3 years

Waste Tank 
Sizes (gal.)

240 US all-steel holding tank, hot-dipped galva-
nized after welding. 2" vent stack, 3" drain

VIP & Prestige 65, Diplomat 90, 
Majestic: Shared tanks - dual 150/quad 300

275 - 1,150

Fresh Tank 
Sizes (gal.)

200 US supply tank, high-density polyethylene VIP & Prestige 40, Diplomat 55, 
Majestic: Shared tanks – dual 90/quad 180

105 - 400

Additional 
Standard 
Features

Negative-pressure ventilation system incorporat-
ing a 300 cfm blower and ducted room headers. 
Fully insulated floor and walls. Complete heating 
and optional A/C system. Front utility room for 
electrical panel, water heater, water pump and 
supplies storage.

Solar-powered, self-contained, with no
required electrical or water connections.
Flushing toilet/Teflon seal, sink, trash, and mirror. 
125 to 580 average uses. LED interior/exterior 
lighting with power roof vent standard except 
VIP Classic.

LED lights, mood lighting, vessel sinks, 
Toto urinals, A/C, accent wall, 
stainless subway tile

Options Many floor plans available. A/C, winterized package, power
converter, warm-water hand wash,
city water connection and dispensers.
Custom options are available.

Heat, water heat, Arctic Package, Bluetooth, 
tank monitor, GPS tracking, solar

mailto:sales@transwaysystems.com
http://www.transwaysystems.com
http://www.fruitlandmanufacturing.com


24        September 2019        Portable Restroom Operator

E veryone has experienced this at one time or another: What you 
thought was going to be a simple everyday transaction for a product 
or service turned out to be an experience that earned your lifetime 

loyalty as a customer. Sadly, it doesn’t happen very often.
How do you create a culture that encourages your crew to deliver 

this kind of customer care on a routine basis? Consider these tips to raise 
your customer service performance and gain a more loyal following in the 
months and years ahead:

Focus on front-line staff: Your workers who interact directly with 
your customers are the most important people in your organization. It’s 
the front-line employee who is friendly and patient, who smiles all the time 
and who remembers the customers’ names and business needs. That per-
son will ultimately make or break a company. Make sure you treat them 
with the time and attention they deserve and they will treat your customers 
the same way. 

Have a real relationship with your customer: Recognize the relation-
ship you have with your customer should not be simply transactional. Of 
course it’s important to look for opportunities to make transactions sim-
pler, easier and more pleasant for customers. But it’s also imperative that 
you add value to their lives in ways that are unrelated to the transaction. 
Look for ways to be a resource — not just a provider.

Develop a customer-first culture: Improving your company culture 
starts with a slow and methodical hiring process. The time, money and pro-
ductivity lost on a hire who is inconsistent with a company’s culture is im-
measurable. Take your time and hire the right people. Then focus on their 
development. They in turn will grow the business. Customer loyalty is built 
by people, not in spite of them. 

Cultivate reciprocity: We are hard-wired to do more for those who do 
things for us. When it rains, Chick-fil-A has employees wearing ponchos 
run to people’s cars when they pull in and hold an umbrella over them 
while they walk inside. And then escort them back to their cars when they 
have finished their meal. It’s no wonder its average revenue per location is 
three times the average of most quick-serve restaurants while only being 
open six days a week. The key is reciprocity.

Eliminate policies: “I’m sorry, ma’am. That’s just our policy.” These 
words should never be uttered in business. They reveal to your customer 
that your culture values adherence to arbitrary rules more than customer 
satisfaction. You should have only one policy: Do everything within your 
power to exceed your customers’ expectations.

Empower your team: Every team member should feel empowered to 
do what is right in each specific situation. “Let me ask my manager” tells 
your customers that you don’t trust your employees’ discretion or decision-
making. And if you don’t trust the people you hire, why should your cus-
tomers trust they will have a consistently great experience?

Celebrate: Everybody loves a winner, and nobody wants to be on the 
losing team. Customers want to feel like the money they spend is making 
the world a better place. Publicly celebrate your wins, your anniversaries, 
your employees’ accomplishments (both in and out of work), your growth, 
your community engagement, your awards and your achievements. Did 
one of your employees get a college degree? Have a baby? Compete in a tri-
athlon? Celebrate it. This has the added advantage of developing employee 
loyalty as well as customer loyalty. 

Raise the stakes: Service innovation inherently means you are chal-
lenging the assumptions of traditional expectations. On the flip side is the 
realization that doing something new is also a new opportunity to fail. For-
tunately, studies have shown customers value your effort nearly as much as 
the result. As such, they are incredibly forgiving of failure so long as every 
effort was made to succeed. So challenge your team and yourself. Raise the 
stakes. Go big. Consistent yet average is still unimpressive.

Have a mission: People are not motivated by what; people are moti-
vated by why. Where you spend your money is a major part of your identity. 
Customers align themselves with organizations that mirror who they are, or 
at least who they’d like to be. Therefore, the motives that drive your organi-
zation also drive your customers’ loyalty. Without a mission, you and your 
customer have no “why.” ■

 
Tra Williams works with organizations on small-business issues and 

leadership and is the author of the forthcoming book Feed Your Unicorn. For 
more information, visit www.trawilliams.com.
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An Empowered Crew Helps You Win Big
FOLLOW THESE HANDY REMINDERS ON HOW TO BUILD A BETTER 
CUSTOMER SERVICE CULTURE IN YOUR PORTABLE SANITATION BUSINESS

Tra Williams

Wholesale Prices
Direct from the Manufacturer

800 422-2866
951 277-5180 • FAX 951 277-5170

9168 Stellar Court • Corona, CA 92883 
sales@laigroup.com • www.LAIgroup.com
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Keyed Aliked

Master KeyFive colors to match your color schemes.
Perfect for portable toilets.ct for pof rtable toileoileo

Great for containers
and dumpsters. Set your own combination!

Can be keyed to 
your 5253 key code.

Get your own key different 
from your competitor.

Get The Best Locks,Get The Best Locks,

http://www.trawilliams.com
mailto:sales@laigroup.com
http://www.LAIgroup.com
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E veryone has experienced this at one time or another: What you 
thought was going to be a simple everyday transaction for a product 
or service turned out to be an experience that earned your lifetime 

loyalty as a customer. Sadly, it doesn’t happen very often.
How do you create a culture that encourages your crew to deliver 

this kind of customer care on a routine basis? Consider these tips to raise 
your customer service performance and gain a more loyal following in the 
months and years ahead:

Focus on front-line staff: Your workers who interact directly with 
your customers are the most important people in your organization. It’s 
the front-line employee who is friendly and patient, who smiles all the time 
and who remembers the customers’ names and business needs. That per-
son will ultimately make or break a company. Make sure you treat them 
with the time and attention they deserve and they will treat your customers 
the same way. 

Have a real relationship with your customer: Recognize the relation-
ship you have with your customer should not be simply transactional. Of 
course it’s important to look for opportunities to make transactions sim-
pler, easier and more pleasant for customers. But it’s also imperative that 
you add value to their lives in ways that are unrelated to the transaction. 
Look for ways to be a resource — not just a provider.

Develop a customer-first culture: Improving your company culture 
starts with a slow and methodical hiring process. The time, money and pro-
ductivity lost on a hire who is inconsistent with a company’s culture is im-
measurable. Take your time and hire the right people. Then focus on their 
development. They in turn will grow the business. Customer loyalty is built 
by people, not in spite of them. 

Cultivate reciprocity: We are hard-wired to do more for those who do 
things for us. When it rains, Chick-fil-A has employees wearing ponchos 
run to people’s cars when they pull in and hold an umbrella over them 
while they walk inside. And then escort them back to their cars when they 
have finished their meal. It’s no wonder its average revenue per location is 
three times the average of most quick-serve restaurants while only being 
open six days a week. The key is reciprocity.

Eliminate policies: “I’m sorry, ma’am. That’s just our policy.” These 
words should never be uttered in business. They reveal to your customer 
that your culture values adherence to arbitrary rules more than customer 
satisfaction. You should have only one policy: Do everything within your 
power to exceed your customers’ expectations.

Empower your team: Every team member should feel empowered to 
do what is right in each specific situation. “Let me ask my manager” tells 
your customers that you don’t trust your employees’ discretion or decision-
making. And if you don’t trust the people you hire, why should your cus-
tomers trust they will have a consistently great experience?

Celebrate: Everybody loves a winner, and nobody wants to be on the 
losing team. Customers want to feel like the money they spend is making 
the world a better place. Publicly celebrate your wins, your anniversaries, 
your employees’ accomplishments (both in and out of work), your growth, 
your community engagement, your awards and your achievements. Did 
one of your employees get a college degree? Have a baby? Compete in a tri-
athlon? Celebrate it. This has the added advantage of developing employee 
loyalty as well as customer loyalty. 

Raise the stakes: Service innovation inherently means you are chal-
lenging the assumptions of traditional expectations. On the flip side is the 
realization that doing something new is also a new opportunity to fail. For-
tunately, studies have shown customers value your effort nearly as much as 
the result. As such, they are incredibly forgiving of failure so long as every 
effort was made to succeed. So challenge your team and yourself. Raise the 
stakes. Go big. Consistent yet average is still unimpressive.

Have a mission: People are not motivated by what; people are moti-
vated by why. Where you spend your money is a major part of your identity. 
Customers align themselves with organizations that mirror who they are, or 
at least who they’d like to be. Therefore, the motives that drive your organi-
zation also drive your customers’ loyalty. Without a mission, you and your 
customer have no “why.” ■

 
Tra Williams works with organizations on small-business issues and 

leadership and is the author of the forthcoming book Feed Your Unicorn. For 
more information, visit www.trawilliams.com.
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Tra Williams

• 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

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

GET  
EMAIL NEWS 

ALERTS 

FOR

http://www.fmmfg.com
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The crew sets up restrooms at 5:30 a.m. 
before a playoff game. Restrooms are from 
Satellite | PolyPortables, and the vacuum 
truck is from Satellite Vacuum Trucks. 
(Photos by Joel Boily)

ON LOCATION

THE TEAM
Steven Moon is president of King’s Services, a portable restroom and septic ser-

vice company in Headingley, Manitoba. All of their portable restroom technicians 
were called into service for extra duty for the street parties held during the Winnipeg 
Jets home games in the Stanley Cup playoffs. Mike Campbell oversaw sanitation and 
Terry Rempel the fencing.

 
COMPANY HISTORY

Moon bought the company in 2004 from founder Bruce King who started it in 
1985. As a chartered accountant, Moon helped clients finance business sale transac-
tions. He was talking with a broker one day and asked what the guy had for sale. “He 
showed me a couple companies and King’s was one of them,” he recalls. “It had a lot of 
good qualities from a business point of view. Six months later, I owned it.”

The business came with a staff of eight, so Moon was initially very hands on with 
operations. When he purchased another septic/portable sanitation company, the 
owner came on board and took over operations, freeing Moon to focus on sales and 

It’s NHL playoff hockey with the Winnipeg Jets, 
and King’s Services is there to help celebrate in the streets  
BY BETTY DAGEFORDE

(continued)

Drop 
 the Puck!

Elmer Oduca, left, and David Mariner 
prepare a hand-wash station for service.

THE JOB: Whiteout Street Parties
 for Winnipeg Jets home playoff games

LOCATION: Winnipeg, Manitoba

THE PRO: King’s Services
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NVE 304 
PROVEN TO GET THE JOB DONE FASTER

HORIZONTALHORIZONTALHORIZONTALCOMBINATION ENGINE DRIVE

MADE IN THE USA

• Compact design to fit on today’s trucks
• New integral pre-filter with vacuum relief
• Diesel flush kit
• Pressure relief valve
• Liquid filled gauge
• 2 year warranty

National Vacuum Equipment 

National Vacuum Equipment 

National Vacuum Equipment 

800-253-5500   natvac.com

210 CFM

Hitch Hauler™

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

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

Patented

Super Mongo Mover®

EASILY MOVE RESTROOMS

Toll Free: 866.599.3325
www.DealAssoc.com

HANDWASH TRAILERS

574-892-5151             www.ameri-can.com

Handwash trailers  
available in multiple  

sizes and layouts

Available in  
Fire Service  

Approved Models

The crew sets up restrooms at 5:30 a.m. 
before a playoff game. Restrooms are from 
Satellite | PolyPortables, and the vacuum 
truck is from Satellite Vacuum Trucks. 
(Photos by Joel Boily)

ON LOCATION

THE TEAM
Steven Moon is president of King’s Services, a portable restroom and septic ser-

vice company in Headingley, Manitoba. All of their portable restroom technicians 
were called into service for extra duty for the street parties held during the Winnipeg 
Jets home games in the Stanley Cup playoffs. Mike Campbell oversaw sanitation and 
Terry Rempel the fencing.

 
COMPANY HISTORY

Moon bought the company in 2004 from founder Bruce King who started it in 
1985. As a chartered accountant, Moon helped clients finance business sale transac-
tions. He was talking with a broker one day and asked what the guy had for sale. “He 
showed me a couple companies and King’s was one of them,” he recalls. “It had a lot of 
good qualities from a business point of view. Six months later, I owned it.”

The business came with a staff of eight, so Moon was initially very hands on with 
operations. When he purchased another septic/portable sanitation company, the 
owner came on board and took over operations, freeing Moon to focus on sales and 

It’s NHL playoff hockey with the Winnipeg Jets, 
and King’s Services is there to help celebrate in the streets  
BY BETTY DAGEFORDE

(continued)

Drop 
 the Puck!

Elmer Oduca, left, and David Mariner 
prepare a hand-wash station for service.

THE JOB: Whiteout Street Parties
 for Winnipeg Jets home playoff games

LOCATION: Winnipeg, Manitoba

THE PRO: King’s Services

http://www.DealAssoc.com
http://www.ameri-can.com
www.natvac.com
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expansion. The company now has 35 
people and 1,100 portable restrooms. 
About 50% of its work is portable 
sanitation, 40% septic and 10% fenc-
ing and plumbing. They work within 
a 30-mile radius and operate out of a 
13,000-square-foot facility.

 
THE MAIN EVENT

In 2019 the Jets played six games 
before being eliminated in the first 
round of the playoffs against the St. Louis Blues, who ultimately took home 
the Stanley Cup. Three of the games were held at home — April 10, 12 and 
18 — and fans gathered in downtown streets adjacent to the arena, Bell MTS 
Place, to celebrate and watch the games.

“It’s a massive street party and everyone wears white,” Moon explains. 
“They have live bands, outdoor bars, food trucks and massive TV screens. It’s 
generally around 20,000 people, plus the people actually going to the game, 
which is another 15,000.”

 
MAKING CONNECTIONS

2019 was the second year in a row the Jets made the playoffs. In 2018, 
the company got a call from Jason Smith, the event planner working with the 

Jets owner. The call was vague: “We’re not exactly sure 
what we’re doing yet, but we’re going to have an out-
door party.” The event was planned on the fly without 
much notice.

“They didn’t know how well it would be attend-
ed,” Moon says. “They expected maybe 5,000 to 10,000 

people, but it grew very quickly as the fever caught Winnipeg, and then they 
were getting 20,000.” The Jets played 10 home playoff games that year. After 
each party, the company and organizers analyzed the situation and adjusted 
numbers and locations. King’s Services just rolled with the punches, ensur-
ing them the contract again in 2019.
 
THE JOB

Flexibility continued to be the name of the game in 2019. King’s Servic-
es was charged with providing portable sanitation and fencing on unknown 
dates for an unknown number of Whiteout Street Parties. “It could last one 
week; it could be six,” Moon says. “We quote it like each game is its own 
separate event.” They had to coordinate with multiple parties — team own-
ers, the police and fire departments, and health and liquor inspectors. But 
planning was easier in 2019 and started in January.

“When we were 90% sure the Jets were going to make the playoffs, they 
gave us some preliminary maps where our fence and toilets were to go; we 
gave them our comments on it and did two site walks,” Moon says. “We did 
as much planning as we could ahead of time, but we did not know when the 
first game was until three days before.”

 
BY THE NUMBERS

In 2019 event planners decided to charge $5 (given to charity) to attend 

(continued)

“They expected maybe 
5,000 to 10,000 people, 
but it grew very quickly 
as the fever caught 
Winnipeg, and then they 
were getting 20,000.”

STEVEN MOON

Left: The King’s Services team includes, from 
left, Alex Bain, Fabien Peters, Mike Campbell, 
Steven Moon, Mark Mulla, David Mariner, Mussie 
Tewolde, Don Brennan and Elmer Oduca. The Bell 
MTS Place arena is in the background.

Below: Peters and Brennan set up Modu-Loc 
fencing for crowd control.

Right: Technician 
Jerret Dyck sets up a 

Satellite | PolyPortables 
hand-wash station in 
the snowy springtime 

weather.
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•  Portalogix PL1150 Portable Restroom Truck
•  800 Waste x 350 Fresh
•  Fruitland 344 Vacuum Pump (210 CFM)

•  DC10 Water Pump
•  Hannay Hose Reel
•  Diesel

•  PR2000A Portable Restroom Truck
•  2,000-Gal. Vacuum Tank (Aluminum) 
•  NVE 304 (210 CFM) Vacuum Pump
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people and 1,100 portable restrooms. 
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round of the playoffs against the St. Louis Blues, who ultimately took home 
the Stanley Cup. Three of the games were held at home — April 10, 12 and 
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“They have live bands, outdoor bars, food trucks and massive TV screens. It’s 
generally around 20,000 people, plus the people actually going to the game, 
which is another 15,000.”
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2019 was the second year in a row the Jets made the playoffs. In 2018, 
the company got a call from Jason Smith, the event planner working with the 

Jets owner. The call was vague: “We’re not exactly sure 
what we’re doing yet, but we’re going to have an out-
door party.” The event was planned on the fly without 
much notice.

“They didn’t know how well it would be attend-
ed,” Moon says. “They expected maybe 5,000 to 10,000 

people, but it grew very quickly as the fever caught Winnipeg, and then they 
were getting 20,000.” The Jets played 10 home playoff games that year. After 
each party, the company and organizers analyzed the situation and adjusted 
numbers and locations. King’s Services just rolled with the punches, ensur-
ing them the contract again in 2019.
 
THE JOB

Flexibility continued to be the name of the game in 2019. King’s Servic-
es was charged with providing portable sanitation and fencing on unknown 
dates for an unknown number of Whiteout Street Parties. “It could last one 
week; it could be six,” Moon says. “We quote it like each game is its own 
separate event.” They had to coordinate with multiple parties — team own-
ers, the police and fire departments, and health and liquor inspectors. But 
planning was easier in 2019 and started in January.

“When we were 90% sure the Jets were going to make the playoffs, they 
gave us some preliminary maps where our fence and toilets were to go; we 
gave them our comments on it and did two site walks,” Moon says. “We did 
as much planning as we could ahead of time, but we did not know when the 
first game was until three days before.”

 
BY THE NUMBERS

In 2019 event planners decided to charge $5 (given to charity) to attend 
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“They expected maybe 
5,000 to 10,000 people, 
but it grew very quickly 
as the fever caught 
Winnipeg, and then they 
were getting 20,000.”

STEVEN MOON

Left: The King’s Services team includes, from 
left, Alex Bain, Fabien Peters, Mike Campbell, 
Steven Moon, Mark Mulla, David Mariner, Mussie 
Tewolde, Don Brennan and Elmer Oduca. The Bell 
MTS Place arena is in the background.

Below: Peters and Brennan set up Modu-Loc 
fencing for crowd control.

Right: Technician 
Jerret Dyck sets up a 

Satellite | PolyPortables 
hand-wash station in 
the snowy springtime 

weather.
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the parties so they’d know how many people to expect, making it easier for 
vendors to plan. They also knew exactly where they wanted everything to go. 
For each party, King’s Services set up 95 standard units, eight wheelchair-
accessible units and 16 hand-wash 
stations (all Satellite | PolyPortables) 
— 40 units in the main area, 15 in the 
alcohol-free family zone, one for the 
TV crew, one behind the stage and 
the rest in the food court. They also 
brought in about 7,000 feet of Mo-
du-Loc fencing for crowd control, to 
mark the perimeter and to designate 
alcohol-serving areas.

 
LET’S ROLL

Initial fencing setup took six 
team members 2 1/2 days. Some of 
it remained in place after each game, 
the rest were taken back to the shop 
until the next party. About 15 people brought in the sanitation equipment 
the day before and the day of the first party, starting at 4 a.m. to avoid rush 
hour. They used three Saturn Industries 14-unit transport trailers. Four 
streets were closed late in the morning for the 4 p.m. parties and reopened 
an hour after the game around 11 p.m., at which time 12 technicians began 
the three-hour process of pumping and moving units to eight downtown 
parking spaces for storage. The two subsequent street parties required a 
smaller setup crew since units were on site, but the team still started around 
4 a.m. to move everything into place.

When the Jets lost the series on Saturday, April 20, in St. Louis, the crew 
made the usual 4 a.m. run on Monday, but this time to pick up the units and 
return them to the shop. It took 1 1/2 days to tear down the fencing.

 

KEEPIN’ IT CLEAN
Six vacuum trucks were used, all using Ford F-550s. Two were built out 

by SchellVac Equipment with 650-gallon waste and 300-gallon freshwa-
ter carbon steel tanks and Fruitland 250 pumps. The rest were from Satel-
lite Vacuum Trucks and had Masport HXL4V pumps, one with a 775-gal-
lon waste and 400-gallon freshwater aluminum tank, one with a 450-gallon 
waste and 150-gallon freshwater steel tank, and two with 650-gallon waste 
and 300-gallon freshwater steel tanks. Units were pressure-washed inside 
and out with 1,800 psi electric Cat Pumps pressure washers, then wiped 
down and recharged with Safe-T-Fresh deodorizer from Satellite | PolyPo-
rtables. Waste was taken to the city’s treatment plant.

Ten cellphones were recovered; they were able to return half to their 
owners. In one case, the phone was locked, but when the technician used 
the voice command “Call dad,” the phone complied. When Moon realized 
the phones were all owned by females, he guessed it was because they, like 
his own daughters, keep phones in their back pockets.

 
MIXED FEELINGS

Moon jokes they all shed a tear when it ended, but in a way it was a 
relief, too. “I have an awesome staff,” he says, “but it’s hard on them because 
of the early mornings, and then doing their normal route work, and then 
coming back late at night. But I think they were a little disappointed it ended 
after one round.”

The last unknown the company faces for this event is the future, and 
Moon just shrugs. “Next year, who knows?” ■

Right: David Mariner cleans the exterior of 
a bank of Satellite | PolyPortables restrooms 

near the main outdoor bar used by fans 
during pregame festivities.

 
Below: A service vehicle from Satellite 

Vacuum Trucks is loaded and waiting in the 
early morning hours to prepare units for 

Whiteout Street Parties.

Cat Pumps 
763-780-5440
www.catpumps.com

Fruitland Manufacturing
800-663-9003
www.fruitlandmanufacturing.com
(See ad page 23)

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

Safe-T-Fresh
800-883-1123
www.safetfresh.com
 
Satellite | PolyPortables 
800-883-1123
www.satelliteindustries.com
(See ad page 40)
 
Satellite Vacuum Trucks
800-883-1123
www.satellitetruckxpress.com
 
SchellVac Equipment Inc.
877-336-0081
www.schellvacequipment.com

MORE INFO

“I have an awesome staff, 
but it’s hard on them 
because of the early 
mornings, and then doing 
their normal route work, 
and then coming back late 
at night. But I think they 
were a little disappointed it 
ended after one round.”

STEVEN MOON
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One Truck Does it All

Non-CDL
Dual Side Service

Multiple Strapping Points
PTO or Honda Pack

High Pressure  
Wash Down Pump

Towing Capabilities
Available in 4x4 or 4x2

Back-up Cameras
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800 Gallons of Waste

Smaller frame trucks allow PRO’s 
to get closer to units for service

Services 50-70 units on a service route.  
Eliminates P&D routes. Reduces labor cost, fuel and wear & tear.
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Water Drop Points 
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vendors to plan. They also knew exactly where they wanted everything to go. 
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accessible units and 16 hand-wash 
stations (all Satellite | PolyPortables) 
— 40 units in the main area, 15 in the 
alcohol-free family zone, one for the 
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Initial fencing setup took six 
team members 2 1/2 days. Some of 
it remained in place after each game, 
the rest were taken back to the shop 
until the next party. About 15 people brought in the sanitation equipment 
the day before and the day of the first party, starting at 4 a.m. to avoid rush 
hour. They used three Saturn Industries 14-unit transport trailers. Four 
streets were closed late in the morning for the 4 p.m. parties and reopened 
an hour after the game around 11 p.m., at which time 12 technicians began 
the three-hour process of pumping and moving units to eight downtown 
parking spaces for storage. The two subsequent street parties required a 
smaller setup crew since units were on site, but the team still started around 
4 a.m. to move everything into place.

When the Jets lost the series on Saturday, April 20, in St. Louis, the crew 
made the usual 4 a.m. run on Monday, but this time to pick up the units and 
return them to the shop. It took 1 1/2 days to tear down the fencing.
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Six vacuum trucks were used, all using Ford F-550s. Two were built out 

by SchellVac Equipment with 650-gallon waste and 300-gallon freshwa-
ter carbon steel tanks and Fruitland 250 pumps. The rest were from Satel-
lite Vacuum Trucks and had Masport HXL4V pumps, one with a 775-gal-
lon waste and 400-gallon freshwater aluminum tank, one with a 450-gallon 
waste and 150-gallon freshwater steel tank, and two with 650-gallon waste 
and 300-gallon freshwater steel tanks. Units were pressure-washed inside 
and out with 1,800 psi electric Cat Pumps pressure washers, then wiped 
down and recharged with Safe-T-Fresh deodorizer from Satellite | PolyPo-
rtables. Waste was taken to the city’s treatment plant.

Ten cellphones were recovered; they were able to return half to their 
owners. In one case, the phone was locked, but when the technician used 
the voice command “Call dad,” the phone complied. When Moon realized 
the phones were all owned by females, he guessed it was because they, like 
his own daughters, keep phones in their back pockets.

 
MIXED FEELINGS

Moon jokes they all shed a tear when it ended, but in a way it was a 
relief, too. “I have an awesome staff,” he says, “but it’s hard on them because 
of the early mornings, and then doing their normal route work, and then 
coming back late at night. But I think they were a little disappointed it ended 
after one round.”

The last unknown the company faces for this event is the future, and 
Moon just shrugs. “Next year, who knows?” ■

Right: David Mariner cleans the exterior of 
a bank of Satellite | PolyPortables restrooms 

near the main outdoor bar used by fans 
during pregame festivities.
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“I have an awesome staff, 
but it’s hard on them 
because of the early 
mornings, and then doing 
their normal route work, 
and then coming back late 
at night. But I think they 
were a little disappointed it 
ended after one round.”
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COMFORTS OF HOME SERVICES
ADA LINE
The ADA-accessible line of restroom, 
shower and combination trailers from 
Comforts of Home Services is in full 
compliance with federal guidelines for 
the interior of the trailer. Access options 
include a stand-alone, commercial aluminum ramp system. Lowering the 
trailer is accomplished with electric one-button execution for 20-foot and 
smaller models. Trailers longer than 20 feet use an ADA lowering module 
in conjunction with an attached aluminum ramp. The hydraulic lowering 
system is designed for customers renting the trailer or moving the trailer nu-
merous times at the same venue. It takes less than 15 minutes to lower the 
ADA module and then lower the aluminum ramp. At this point, the trailer is 
ready to use. 630-906-8002; www.cohsi.com. 

JAG MOBILE SOLUTIONS DIGNIFIED
ACCESSIBLE TRAILER SOLUTIONS
Dignified Accessible Trailer Solutions, or 
DATS, from JAG Mobile Solutions have Stop, 
Drop And Go! Technology and are available 
in a variety of sizes and configurations, from 
single-station to multiperson occupancy. With no 
hydraulics, no macerator toilets, no loose parts and 
approximately a 10-minute setup time, the trailer is 
designed to save maintenance and maximize uptime. 
ADA-compliant units are available in any JAG signature interior packages or 
custom interiors. All units have Forever Floor wood-free subfloors, gel-coat 
exteriors, fiberglass roofs, dusk-to-dawn porch lights and stair illumination. 
800-815-2557; www.jagmobilesolutions.com.

LANG SPECIALTY TRAILERS
PRO SERIES
The Pro Series line of restroom and shower 
trailers from Lang Specialty Trailers have 
gel-coated exterior/interior walls, ceiling 
and subfloor designed to be durable and 
easy to clean. They have slide-out self-leveling 
stairs with foldout handrails that require no tools to install. The trailers 
also have an integrated spray bar washout that allows using the excess wa-
ter in freshwater tanks to wash out the waste tank while the trailer is being 
pumped. 724-972-6590; www.langrestroomtrailers.com.

POLYJOHN ENTERPRISES
RHINO BARRIER 
Rhino Barriers from PolyJohn Enterprises 
can be used to keep vehicle or pedestrian traffic in or out at construction 
sites, road projects, airports and special events. They are lightweight, easy to 
handle and can be positioned by a single worker. They’re also easy to stack 
and store; are manufactured from durable, molded polyethylene; and can 
be custom-designed in a variety of high-visibility colors. A pin system tightly 
interlocks each barrier for strength. They can be filled with water or sand for 
added weight and security. Safety reflectors, warning lights and space for 
company signage are optional. 800-292-1305; www.polyjohn.com.

OXFORD PLASTICS SYSTEMS BIGFOOT
BigFoot temporary fence weights from Oxford 
Plastics Systems provide distributed weight 
that covers the stand and easily stack to allow 
more ballast weight when warranted. They are 
easy to store and transport, are aesthetically 
pleasing and have a low profile and high-visibility edging to help reduce trip 
hazards and liability. They are made of recycled materials and are recycla-
ble. 800-567-9182; www.oxfordplasticsusa.com.

A RESTROOM TRAILER CO.
(ART CO.) 1404-W
The 1404-W restroom trailer from 
ART Co. is designed for fast and easy 
setup with a sleek, streamlined ap-
pearance. The 14-by-8-foot four-sta-
tion unit comes with foldout steps and stabilizer scissor jacks for easy lev-
eling and setup. Units are available in Embassy, Cellar, Estate and Chalet 
interior finishes and in several exterior color combinations to match existing 
fleet colors. Standard features include a 535-gallon waste tank, 200-gallon 
freshwater tank, heavy-duty steel frame, integral trailer skirting, 2 5/16-inch 
adjustable trailer hitch, heavy-duty tongue jack, maple cabinetry, Corian 
countertops, LED lighting, and ducted heat and air conditioning. Options 
include flip-up steps, AM/FM/MP3 stereo and pipe-mount leveling jacks. 
269-435-4278; www.arestroomtrailer.com.

Temporary Site Services – Traffic Control, VIP/Special Events
BARRICADES

FENCING

RESTROOM TRAILERS

By Craig Mandli

(continued)

PRODUCT FOCUS 
September 2019
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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

208-790-8770 • www.screencosystems.com • sales@screencosystems.com

n Affordable   n No Moving Parts 
n Screens That Really Work   n Gravity Off-Load At 500 GPM 
n Small Footprint   n Fits In An 8' Pickup Box For Easy Transport

n Great For Special Events Portable Toilet Screening
n Fork Lift Skids For Easy Transport And Loading

GRIT ELIMINATOR 
Keeps Onsite Storage Grit Free

Available in 18-96 Cu. Ft. Grit Capacity

PORTABLE  
RECEIVING  

STATION
Aluminum &  

Stainless Construction
Patented  

Dual Screen Design

• Portable Event Screening
• Doubles As Screener Spreader & 
Mobile Septic Receiving Station

• Clean Up Your Land Application Site
• Never Hand Pick Trash Again

MINI SCREEN 400MINI SCREEN 400MINI SCREEN 400
NEW  

Grit Eliminator 
capacity 18 cu ft, 
32 cu ft, 64 cu ft 

and 96 cu ft

Our  
Systems  

Meet  
Ecology  
503s

Dual Screen Design
LLC

ScreencO
Systems

www.tankworldaz.com
12001 W. Peoria Ave
El Mirage, AZ 85335

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

Office 623-536-1199
Fax 623-935-4514
service@tankworldaz.com

Parts and Accessories In Stock

ASME & R stamp accredited UL 142 

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

We can do Steel, Stainless Steel and Aluminum.

Tank World CorpTank World Corp

Financing Available

ALL MAJOR BRANDS IN STOCK 
AND READY TO BUILD.

MAKING DREAM TRUCKS A REALITY

QUALITY PRODUCTS, 
QUALITY SERVICE,  

QUALITY FABRICATION
COMFORTS OF HOME SERVICES
ADA LINE
The ADA-accessible line of restroom, 
shower and combination trailers from 
Comforts of Home Services is in full 
compliance with federal guidelines for 
the interior of the trailer. Access options 
include a stand-alone, commercial aluminum ramp system. Lowering the 
trailer is accomplished with electric one-button execution for 20-foot and 
smaller models. Trailers longer than 20 feet use an ADA lowering module 
in conjunction with an attached aluminum ramp. The hydraulic lowering 
system is designed for customers renting the trailer or moving the trailer nu-
merous times at the same venue. It takes less than 15 minutes to lower the 
ADA module and then lower the aluminum ramp. At this point, the trailer is 
ready to use. 630-906-8002; www.cohsi.com. 

JAG MOBILE SOLUTIONS DIGNIFIED
ACCESSIBLE TRAILER SOLUTIONS
Dignified Accessible Trailer Solutions, or 
DATS, from JAG Mobile Solutions have Stop, 
Drop And Go! Technology and are available 
in a variety of sizes and configurations, from 
single-station to multiperson occupancy. With no 
hydraulics, no macerator toilets, no loose parts and 
approximately a 10-minute setup time, the trailer is 
designed to save maintenance and maximize uptime. 
ADA-compliant units are available in any JAG signature interior packages or 
custom interiors. All units have Forever Floor wood-free subfloors, gel-coat 
exteriors, fiberglass roofs, dusk-to-dawn porch lights and stair illumination. 
800-815-2557; www.jagmobilesolutions.com.

LANG SPECIALTY TRAILERS
PRO SERIES
The Pro Series line of restroom and shower 
trailers from Lang Specialty Trailers have 
gel-coated exterior/interior walls, ceiling 
and subfloor designed to be durable and 
easy to clean. They have slide-out self-leveling 
stairs with foldout handrails that require no tools to install. The trailers 
also have an integrated spray bar washout that allows using the excess wa-
ter in freshwater tanks to wash out the waste tank while the trailer is being 
pumped. 724-972-6590; www.langrestroomtrailers.com.

POLYJOHN ENTERPRISES
RHINO BARRIER 
Rhino Barriers from PolyJohn Enterprises 
can be used to keep vehicle or pedestrian traffic in or out at construction 
sites, road projects, airports and special events. They are lightweight, easy to 
handle and can be positioned by a single worker. They’re also easy to stack 
and store; are manufactured from durable, molded polyethylene; and can 
be custom-designed in a variety of high-visibility colors. A pin system tightly 
interlocks each barrier for strength. They can be filled with water or sand for 
added weight and security. Safety reflectors, warning lights and space for 
company signage are optional. 800-292-1305; www.polyjohn.com.

OXFORD PLASTICS SYSTEMS BIGFOOT
BigFoot temporary fence weights from Oxford 
Plastics Systems provide distributed weight 
that covers the stand and easily stack to allow 
more ballast weight when warranted. They are 
easy to store and transport, are aesthetically 
pleasing and have a low profile and high-visibility edging to help reduce trip 
hazards and liability. They are made of recycled materials and are recycla-
ble. 800-567-9182; www.oxfordplasticsusa.com.

A RESTROOM TRAILER CO.
(ART CO.) 1404-W
The 1404-W restroom trailer from 
ART Co. is designed for fast and easy 
setup with a sleek, streamlined ap-
pearance. The 14-by-8-foot four-sta-
tion unit comes with foldout steps and stabilizer scissor jacks for easy lev-
eling and setup. Units are available in Embassy, Cellar, Estate and Chalet 
interior finishes and in several exterior color combinations to match existing 
fleet colors. Standard features include a 535-gallon waste tank, 200-gallon 
freshwater tank, heavy-duty steel frame, integral trailer skirting, 2 5/16-inch 
adjustable trailer hitch, heavy-duty tongue jack, maple cabinetry, Corian 
countertops, LED lighting, and ducted heat and air conditioning. Options 
include flip-up steps, AM/FM/MP3 stereo and pipe-mount leveling jacks. 
269-435-4278; www.arestroomtrailer.com.

Temporary Site Services – Traffic Control, VIP/Special Events
BARRICADES

FENCING

RESTROOM TRAILERS

By Craig Mandli

(continued)
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 PRODUCT NEWS

LunarGlo solar lights
LunarGlo solar lights are designed to 

meet the needs of the portable restroom 
industry. They are automatic, are power 
washable, operate for up to 80 hours on 
a single charge and are backed by a two-
year warranty. Other LunarGlo products 
include the LunarVent solar-powered vent 
fan, as well as mounting hardware to adapt LunarGlo solar lights to a wide 
variety of applications. 574-294-2624; www.lunarglo.com. ■

MCKEE TECHNOLOGIES - EXPLORER
TRAILERS COMFORT STATION
The Comfort Station restroom from McKee 
Technologies - Explorer Trailers has heavy-
duty carbon-steel construction and comfortable 
private facilities designed for use in remote loca-
tions and extreme conditions, according to the manufacturer. Loading and 
transport is simple using either the incorporated crane-lift hooks or forklift 
skid. The washroom includes a stainless steel sink; easy-to-clean, fiberglass-
reinforced plastic interior wall panels; and metal floors. It has a 90-gallon 
freshwater tank and 130-gallon waste tank. The utility closet includes service 
access to the thermostat, water and electrical. It’s wired for 110-volt electri-
cal service. 866-457-5425; www.explorertrailers.com.

NUCONCEPTS MAJESTIC
The Majestic restroom trailer 
from NUCONCEPTS is available 
in two- or four-unit configura-
tions. Common sealed roto-cast 
holding tanks help make ser-
vicing easy. Using high-grade, 
computer numerical control-cut fiberglass panels and wood-free-floor con-
struction, the luxury restroom trailer is built for ease of maintenance and 
durability, according to the maker. It is built with arched doorways, curved 
countertops, flushing porcelain toilets, brushed aluminum ceilings, re-
cessed LED ceiling lighting, beveled glass mirror and plank flooring in each 
spacious individual and private restroom. The solar-powered, self-contained 
unit is designed for VIP service. 800-334-1065; www.nuconcepts.com.

SATELLITE SUITES
MILLENNIUM
The spacious Millennium four-sta-
tion restroom trailer from Satellite 
Suites has an appealing interior and 
enough capacity to accommodate 
up to 350 guests per event, accord-
ing to the maker. Its rich wood and complementary textured walls and floor 
create an upscale appearance designed to be durable and easy to main-
tain. The trailer has a nonwood structure that is lightweight and moisture-
proof, eliminating the threat of unwanted odors, mold and extensive rotting. 
800-883-1123; www.satelliterestroomtrailers.com.

PIK RITE
SELF-CONTAINED
ROLL-OFF UNIT
Pik Rite self-contained roll-
off units are fully operational at the pumping 
site without a chassis. The heavy-duty front platform holds the user’s choice 
of pump and a Kohler 25 hp electric-start engine. The tank is set up with a 
level indicator, rear sight eyes, 36-inch top manway, 20-inch rear manway, 
3-inch intake with an internal 3-inch standpipe, and a 4-inch discharge. The 
low-profile, 12-inch primary shut-off is paired with a 10-gallon secondary 
shut-off. Spray-on liner under the hoses protects from scratches and pro-
motes durability. Work lights and a safety beacon are mounted on the rear 
tank head, and a ladder is mounted on the side. Polished aluminum hose 
trays and custom paint finish are standard. Other customizable options are 
available. 800-326-9763; www.pikrite.com. 

AMERI-CAN ENGINEERING
SHOWER TRAILERS
Shower trailers from Ameri-Can 
Engineering are available in 15 
models, including handicapped accessible and ADA compliant. Shower/re-
stroom combination trailers and decontamination shower trailers are also 
available. Each trailer is designed for rugged long-term use and to easily ac-
commodate large numbers of users with comfort and cleanliness. The trail-
ers are easy to set up and service and are user-friendly. Shower trailers are 
available in many different sizes, colors and floor plans. All trailers have an 
extra-large, steel, epoxy-lined waste tank; Torflex axles; lockable equipment 
room; an onboard poly freshwater tank; and on-demand propane hot-water 
heater. 574-892-5151; www.ameri-can.com.

RICH SPECIALTY TRAILERS
STARTECH SHOWER TRAILERS
StarTech shower trailers from Rich Specialty Trail-
ers are built with heavy-duty steel I-beam uniframes 
and gel-coat fiberglass exteriors. The spacious units 
come with durable and easy-to-maintain pontoon 
boat wood-grain flooring. Optional stainless steel 
shower pans are easy to clean and maintain. Units 
are available with two to 16 stations. 260-593-2279; 
www.richrestrooms.com. ■

RESTROOM TRAILERS

SHOWER TRAILERS

ROLL-OFF CONTAINERS

http://www.explorertrailers.com
http://www.nuconcepts.com
http://www.satelliterestroomtrailers.com
http://www.pikrite.com
http://www.ameri-can.com
http://www.richrestrooms.com
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NEW EQUIPMENT CUSTOM BUILT TO YOUR SPECIFICATIONS

Vacuum Sales Inc.
51 Stone Rd. | Lindenwold, NJ 08021

888-VAC-UNIT  |  888-822-8648  |  Fax: 856-627-3044
E-mail: sales@vacuumsalesinc.com | www.VacuumSalesInc.com

(13762) 1,600 U.S. gallon, carbon steel,  
portable toilet service unit. Mounted on 

2018 Hino 268A cab and chassis with a  
Masport HXL75V vacuum pressure pump package.

$114,800

NEW

We Build 
Trucks

That Suck!

 PRODUCT NEWS

LunarGlo solar lights
LunarGlo solar lights are designed to 

meet the needs of the portable restroom 
industry. They are automatic, are power 
washable, operate for up to 80 hours on 
a single charge and are backed by a two-
year warranty. Other LunarGlo products 
include the LunarVent solar-powered vent 
fan, as well as mounting hardware to adapt LunarGlo solar lights to a wide 
variety of applications. 574-294-2624; www.lunarglo.com. ■

MCKEE TECHNOLOGIES - EXPLORER
TRAILERS COMFORT STATION
The Comfort Station restroom from McKee 
Technologies - Explorer Trailers has heavy-
duty carbon-steel construction and comfortable 
private facilities designed for use in remote loca-
tions and extreme conditions, according to the manufacturer. Loading and 
transport is simple using either the incorporated crane-lift hooks or forklift 
skid. The washroom includes a stainless steel sink; easy-to-clean, fiberglass-
reinforced plastic interior wall panels; and metal floors. It has a 90-gallon 
freshwater tank and 130-gallon waste tank. The utility closet includes service 
access to the thermostat, water and electrical. It’s wired for 110-volt electri-
cal service. 866-457-5425; www.explorertrailers.com.

NUCONCEPTS MAJESTIC
The Majestic restroom trailer 
from NUCONCEPTS is available 
in two- or four-unit configura-
tions. Common sealed roto-cast 
holding tanks help make ser-
vicing easy. Using high-grade, 
computer numerical control-cut fiberglass panels and wood-free-floor con-
struction, the luxury restroom trailer is built for ease of maintenance and 
durability, according to the maker. It is built with arched doorways, curved 
countertops, flushing porcelain toilets, brushed aluminum ceilings, re-
cessed LED ceiling lighting, beveled glass mirror and plank flooring in each 
spacious individual and private restroom. The solar-powered, self-contained 
unit is designed for VIP service. 800-334-1065; www.nuconcepts.com.

SATELLITE SUITES
MILLENNIUM
The spacious Millennium four-sta-
tion restroom trailer from Satellite 
Suites has an appealing interior and 
enough capacity to accommodate 
up to 350 guests per event, accord-
ing to the maker. Its rich wood and complementary textured walls and floor 
create an upscale appearance designed to be durable and easy to main-
tain. The trailer has a nonwood structure that is lightweight and moisture-
proof, eliminating the threat of unwanted odors, mold and extensive rotting. 
800-883-1123; www.satelliterestroomtrailers.com.

PIK RITE
SELF-CONTAINED
ROLL-OFF UNIT
Pik Rite self-contained roll-
off units are fully operational at the pumping 
site without a chassis. The heavy-duty front platform holds the user’s choice 
of pump and a Kohler 25 hp electric-start engine. The tank is set up with a 
level indicator, rear sight eyes, 36-inch top manway, 20-inch rear manway, 
3-inch intake with an internal 3-inch standpipe, and a 4-inch discharge. The 
low-profile, 12-inch primary shut-off is paired with a 10-gallon secondary 
shut-off. Spray-on liner under the hoses protects from scratches and pro-
motes durability. Work lights and a safety beacon are mounted on the rear 
tank head, and a ladder is mounted on the side. Polished aluminum hose 
trays and custom paint finish are standard. Other customizable options are 
available. 800-326-9763; www.pikrite.com. 

AMERI-CAN ENGINEERING
SHOWER TRAILERS
Shower trailers from Ameri-Can 
Engineering are available in 15 
models, including handicapped accessible and ADA compliant. Shower/re-
stroom combination trailers and decontamination shower trailers are also 
available. Each trailer is designed for rugged long-term use and to easily ac-
commodate large numbers of users with comfort and cleanliness. The trail-
ers are easy to set up and service and are user-friendly. Shower trailers are 
available in many different sizes, colors and floor plans. All trailers have an 
extra-large, steel, epoxy-lined waste tank; Torflex axles; lockable equipment 
room; an onboard poly freshwater tank; and on-demand propane hot-water 
heater. 574-892-5151; www.ameri-can.com.

RICH SPECIALTY TRAILERS
STARTECH SHOWER TRAILERS
StarTech shower trailers from Rich Specialty Trail-
ers are built with heavy-duty steel I-beam uniframes 
and gel-coat fiberglass exteriors. The spacious units 
come with durable and easy-to-maintain pontoon 
boat wood-grain flooring. Optional stainless steel 
shower pans are easy to clean and maintain. Units 
are available with two to 16 stations. 260-593-2279; 
www.richrestrooms.com. ■
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SHOWER TRAILERS

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

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

 

Making connections

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

 

the Main event

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

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

 

By the nuMBers

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

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

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

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

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

(continued)

the teaM

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

 

coMpany history

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

(continued)

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

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

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

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

 Let’s roLL

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

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

 

keepin’ it cLean

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

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

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

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

 

saMe But different

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

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

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

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

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

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

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

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

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

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

MORE INFO

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

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

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 

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

MOJOMOJO
Music City

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

PoshPrivy Nashville, Tenn.
★
Tennessee

(continued)

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

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

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

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

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

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

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

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

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

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

(continued)

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

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

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

 
TARGETING CUSTOMERS

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

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

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

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

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

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

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

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

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

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

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

MORE INFO

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

Brandon Mcneely

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

^^^ McNeely runs a power cord to his Porta Pal unit from 
Rich Restrooms. Music City customers organizing backyard 
weddings and special events want a lot of amenities when 
shopping for portable sanitation units.
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trailer, another upscale unit made by Rich Specialty Trailers, which McNeely 
subleases through a partnership with Portable Restrooms LLC. in Charlotte, 
N.C. This large two-suite trailer – which has a 600-gallon internal waste tank 
and 200-gallon freshwater tank – includes a working fireplace, as well as hot 
water, solid marble and granite countertops, designer vanities, and heating 
and air conditioning for full climate control.
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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.
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brand and what you’re all about. You don’t have to say much, but you have 
to say it right.”

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

After all, the more McNeely does to make his portable restrooms 
pleasing, and perhaps even memorable, the greater the chance he’ll never 
have to work from the confines of an office cubicle. ■
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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.”
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^^^ McNeely runs a power cord to his Porta Pal unit from 
Rich Restrooms. Music City customers organizing backyard 
weddings and special events want a lot of amenities when 
shopping for portable sanitation units.
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play key roles in establishing and building the company’s unique brand. His 
maxim is “Redefining the portable restroom experience.” That starts with 
a “clean,” simple website that projects PoshPrivy’s upscale niche. He also 
works hard to ensure the company pops up prominently when people search 
for upscale portable restrooms on Google or other Internet search engines.
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That doesn’t mean McNeely just flipped a switch and waited for 
business to build. He also networks with job-related companies to spread 
his message by word-of-mouth.

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

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

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

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

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

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

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

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

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

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

After all, the more McNeely does to make his portable restrooms 
pleasing, and perhaps even memorable, the greater the chance he’ll never 
have to work from the confines of an office cubicle. 
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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 
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In January 2012, McNeely and his 
wife, Kristeen, put his plan into action. He 
takes a conservative approach to building 
PoshPrivy. “This business is a baby right 
now, and we want to pay for everything 
as we go,” he says. “I don’t believe in 
assuming debt. I’ll get where I want to go 

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

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

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

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

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely
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PoshPrivy. He operates 
the business with his wife, 
Kristeen, in Nashville.
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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

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

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 >>>

set up shop at home for his 

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 

>>> Brandon McNeely
set up shop at home for his 

COVER STORY

F I L E

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading May 2011, McNeely stumbled onto his niche while reading 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

MOJOMOJOMOJO
Music CityMusic CityMusic CityMusic CityMusic 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

PoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivyPoshPrivy Nashville, Tenn.
★★
Tennessee

(continued)(continued)

May 2013
www.promonthly.com

Cleanliness is critical for PROs who serve 
California farm operations  Page  18

PORTABLE RESTROOM OPERATOR

TM

Nashville’s Brandon 
McNeely brings special 
events expertise to country 
stars, backyard parties

Page 10

MOJOMOJO
Music City

Cleanliness is critical for PROs who serve 
ResultsResultsResults

Producing

Order through our website

www.promonthly.com

mailto:sales@vacuumsalesinc.com
http://www.VacuumSalesInc.com
http://www.lunarglo.com
http://www.promonthly.com
http://www.acsi-us.com
http://www.ameri-can.com
http://www.lelyus.com
http://www.masportpump.com
http://www.mckeetechnologies.com
http://www.polyportables.com
http://www.progressvactruck.com
http://www.satelliteindustries.com
http://www.fmitrucks.com
http://www.promonthly.com
http://www.promonthly.com
http://www.poshprivy.com
http://www.alphamobilesolutions.com
http://www.cohsi.com
http://www.richrestrooms.com
http://www.alphamobilesolutions.com
http://www.cohsi.com
http://www.richrestrooms.com
http://www.poshprivy.com
http://www.promonthly.com
http://www.promonthly.com
http://www.promonthly.com
http://www.acsi-us.com
http://www.ameri-can.com
http://www.lelyus.com
http://www.masportpump.com
http://www.mckeetechnologies.com
http://www.polyportables.com
http://www.progressvactruck.com
http://www.satelliteindustries.com
http://www.fmitrucks.com
http://www.promonthly.com
http://www.promonthly.com
http://www.poshprivy.com
http://www.alphamobilesolutions.com
http://www.cohsi.com
http://www.richrestrooms.com
http://www.alphamobilesolutions.com
http://www.cohsi.com
http://www.richrestrooms.com
http://www.poshprivy.com
http://www.promonthly.com
www.roeda.com


36        September 2019        Portable Restroom Operator

Satellite | PolyPortables 
celebrates opening of plant expansion

Satellite | PolyPortables celebrated the grand opening of its plant ex-
pansion in Bristol, Indiana. The expansion added 120,000 square feet to the 
existing 120,000-square-foot building with outdoor storage and ample park-
ing. The new addition is home to Satellite Suites restroom trailer manufac-
turing and the Central Distribution Center for portable restrooms. The team 
welcomed visitors from the U.S. Congress, county council, local council and 
various partners.

Portable restroom pioneer Clyde Sansom passes away
Clyde Brown Sansom Jr., age 89, passed away July 4. He was founder 

and owner of Johnny on the Spot, Able Industries, Synergy World Manufac-
turing and most recently, St. Louis-based Sansom Industries. 

In 1993, Sansom was the first recipient of the Por-
table Sanitation Association International’s Andy Gump 
Award, considered the portable sanitation industry’s 
highest honor. One portable sanitation professional re-
ceives the award annually at the PSAI Convention and 
Trade Show.

Jeff Wigley, past president, PSAI board of directors, 
notes in Association Insight, “Clyde was a successful, in-
novative and humble man.” Wigley considered him a 
mentor and says he was sold on the industry due to Sansom’s generosity and 
commitment to help others. He remembered the help Sansom gave him as 
he was starting in the portable restroom industry, inviting him to St. Louis to 
tour his then-company Johnny on the Spot. 

“He took his time to give me an overview of the industry and his desire 
to give the best possible service to his many customers. He was not above 
taking time out of his day to meet with a guy from Atlanta who was basically 
clueless about the portable restroom industry,” Wigley says. 

He was born in Bartow, Georgia, in 1930. He is survived by his wife, Sally, 
son Clyde B. “Mannie” Sansom III and his wife, Chantelle, five grandchildren, 
two great-grandchildren and four sisters. A private celebration of life was held 
on July 29 at Schrader Funeral Home and Crematory, Ballwin, Missouri.

Honey Bucket expands into Texas market
Honey Bucket Portable Restrooms entered the greater Austin market 

June 1 by acquiring B&L Portable Toilets based in Taylor, Texas. With yards in 
California, Oregon, Utah and Washington, the employee-owned company 
runs each location independently and with local employees. Honey Bucket 
offers restrooms, restroom and shower trailers, hand sanitizers, temporary 
fence, secure storage containers, and crowd barricades. 

 INDUSTRY NEWS

Clyde Sansom

Routeware acquires RouteOptix Management Systems
Routeware acquired Ontario-based RouteOptix Management Systems. 

RouteOptix Management Systems provides software for customer manage-
ment, vehicle routing and billing. Routeware, which has traditionally fo-
cused on in-cab computers for municipal and for-profit fleets that handle 
solid waste, recycling, street sweeping and snowplows, gains an operation 
in Canada. It also adds complementary products and significant experience 
in areas including liquid waste disposal, hazardous waste, medical waste, 
scrap metal, oil recovery and document destruction. ■

 

BUSINESSES
BUSINESS FOR SALE – Miami, FL. Five (5) 
pump trucks from 2017 to 2019, Two (2) 
PND trucks 2017 & 2019, Nine (9) restroom 
trailers from 2-stall to 8-stall, and about 
1,000 portable restroom units. Any questions 
please email info@expressportable.com or 
call 786-488-4276.  (P09)

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

Business for sale – Miami, Florida. Two 
pumper trucks, well-established routes. Por-
table toilet, tanks, sinks, handicap and 24-
unit trailer. 2 flatbed trailers, 900 pieces of 
equipment. Contact Manny 305-970-9837 
or 305-345-4941  (P09)

FOR SALE: Since 1951 TA Lauritsen Septic 
& Drain has been a great business. Located 
in south-central Minnesota, owner wishes to 
retire. 2 beautiful Kenworths with 3,500-gal-
lon stainless-steel tanks & hoists. Many roto 
rooters, jetters and locators. Also 3-stall 
heated shop and an additional 40’ x 80’ 
new building. No septic competition in the 
area. Call for more information. Check out 
talauritsen-septic.com for photos. Call Tom 
320-269-2920  (P09)

COMPUTER SOFTWARE
FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (T09)

LEASE/FINANCING
Working Capital & Equipment Loans –  
When you or your buyer need a commercial 
equipment loan or a working capital loan to 
help your company grow, then this is your 
opportunity to obtain the financing you need. 
There is no pressure or obligation. Funding in 
2-3 days. Call BSG Services today and let’s 
get STARTED. It’s quick and easy without all 
the headaches. Call now! Toll-free 866-259-
5370 or 352-516-7808.  (T10)

PORTABLE RESTROOMS

For sale – 28 new, never used half-
rise portable toilets.  ......  $1,000 each

Call 956-230-1370, TX T09

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)

15 Satellite and PolyJohn flushable forest-
green portable toilets. Asking $100/each. 
Superior Sanitation Inc. 518-398-7361 (P09)

Crosier’s Sanitary Service is selling 35 like-
new handicap-accessible portable rest-
rooms (Satellite). These were only used for 
one special event. Contact Chip Herrald at 
304-658-4419.    (P09)

50 Satellite Maxim 3000 portable restroom 
units for sale. All units 4 to 6 years old, dou-
ble-walled with hand sanitizer and 3 toilet 
paper holders. Price is $350 per unit. Dave 
724-222-6080, PA (P09)

PORTABLE RESTROOM TRAILERS

2008 Forest River air-conditioned restroom 
trailer. Womens 4-stall, 2 sinks. Mens 3-stall, 
3-urinal, 2 sinks. Entry and exit doors on 
both sides. Onboard freshwater holding 
tank. Ready for rentals. $30,000. Contact 
info@dakotaportabletoilets.com for more in-
formation and pictures.  (P09)

2015 Rich Specialty Trailers Model CT8206 
portable restroom trailer. All-winter package, 
kept very clean & well maintained. Like new. 
$40,000. Contact Jake 570-656-8483, PA 
gottagorentals@outlook.com (P09)

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)

2007 Ford F550 Super Duty. 40,000 miles on 
a new engine. 650/300 split. Satellite sys-
tem. $22,500 OBO. Need to sell. Call or text 
Keith @ 406-260-0082 for photos.  (P09)

2016 Ford F550 with 1,000-gallon septic 
and 250-gallon fresh Crescent tank, 8-unit 
hauler. Good condition. Approx. 80k miles. 
Truck still in service with routine fleet main-
tenance. $70,000. 740-349-2783  (P09)

1999 International 4700, automatic trans-
mission, 1,100-gallon waste/400-gallon fresh 
with a Masport pump. $15,000. For more 
info call 843-283-3749.  (P09)

SLIDE-IN UNITS
NEW aluminum slide-in tanks. 2 available. 
450-gallon (300 waste/150 fresh), Honda 
motors, Masport pumps. Call JR @ 720-253-
8014 or Mike @ 303-478-4796 (PBM)

2015 300/150 slide-in unit built by Quality 
Tank Truck in Indianapolis. Used daily, taking 
out of service August 1. Upgraded tank. Mor-
gantown, IN. $4,000. Email Chad for more 
information. chad@hhrp.org (P09)
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Scan the 
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with your 
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Satellite | PolyPortables 
celebrates opening of plant expansion

Satellite | PolyPortables celebrated the grand opening of its plant ex-
pansion in Bristol, Indiana. The expansion added 120,000 square feet to the 
existing 120,000-square-foot building with outdoor storage and ample park-
ing. The new addition is home to Satellite Suites restroom trailer manufac-
turing and the Central Distribution Center for portable restrooms. The team 
welcomed visitors from the U.S. Congress, county council, local council and 
various partners.

Portable restroom pioneer Clyde Sansom passes away
Clyde Brown Sansom Jr., age 89, passed away July 4. He was founder 

and owner of Johnny on the Spot, Able Industries, Synergy World Manufac-
turing and most recently, St. Louis-based Sansom Industries. 

In 1993, Sansom was the first recipient of the Por-
table Sanitation Association International’s Andy Gump 
Award, considered the portable sanitation industry’s 
highest honor. One portable sanitation professional re-
ceives the award annually at the PSAI Convention and 
Trade Show.

Jeff Wigley, past president, PSAI board of directors, 
notes in Association Insight, “Clyde was a successful, in-
novative and humble man.” Wigley considered him a 
mentor and says he was sold on the industry due to Sansom’s generosity and 
commitment to help others. He remembered the help Sansom gave him as 
he was starting in the portable restroom industry, inviting him to St. Louis to 
tour his then-company Johnny on the Spot. 

“He took his time to give me an overview of the industry and his desire 
to give the best possible service to his many customers. He was not above 
taking time out of his day to meet with a guy from Atlanta who was basically 
clueless about the portable restroom industry,” Wigley says. 

He was born in Bartow, Georgia, in 1930. He is survived by his wife, Sally, 
son Clyde B. “Mannie” Sansom III and his wife, Chantelle, five grandchildren, 
two great-grandchildren and four sisters. A private celebration of life was held 
on July 29 at Schrader Funeral Home and Crematory, Ballwin, Missouri.

Honey Bucket expands into Texas market
Honey Bucket Portable Restrooms entered the greater Austin market 

June 1 by acquiring B&L Portable Toilets based in Taylor, Texas. With yards in 
California, Oregon, Utah and Washington, the employee-owned company 
runs each location independently and with local employees. Honey Bucket 
offers restrooms, restroom and shower trailers, hand sanitizers, temporary 
fence, secure storage containers, and crowd barricades. 

 INDUSTRY NEWS

Clyde Sansom

Routeware acquires RouteOptix Management Systems
Routeware acquired Ontario-based RouteOptix Management Systems. 

RouteOptix Management Systems provides software for customer manage-
ment, vehicle routing and billing. Routeware, which has traditionally fo-
cused on in-cab computers for municipal and for-profit fleets that handle 
solid waste, recycling, street sweeping and snowplows, gains an operation 
in Canada. It also adds complementary products and significant experience 
in areas including liquid waste disposal, hazardous waste, medical waste, 
scrap metal, oil recovery and document destruction. ■
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