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

We can do Steel, Stainless Steel and Aluminum.

Financing Available
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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 

Tank World CorpTank World Corp
ALL MAJOR BRANDS IN STOCK 

AND READY TO BUILD.

MAKING DREAM TRUCKS A REALITY

DOING WHAT WE LOVE 
BECAUSE OF  

CUSTOMERS LIKE YOU
SWEET
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hour and talk to other PROs who trust the same 
truck builder, you’ll learn a lot of ideas about the 
best ways to spec a truck for the portable sanita-
tion industry. This type of networking at a trade 
show can be a game-changer for your company. 
Learning just a few new tips about where to place 
a hose hanger or tool rack can save your drivers a 
great deal of time and frustration over the course 
of a year. Comparing notes on tank size, pump 
brands and cubic-feet-per-minute output could 
lead you to try another accessory that works out 
well for you. Who knows, a chance encounter 
with another PRO who uses similar equipment 
could lead to a mutually beneficial professional 
relationship for years to come.

 
HITTING THE BOOKS

I’ve reviewed the full seminar schedule for 
the WWETT Show with the portable restroom 
contractor in mind and have the following sugges-
tions for how to spend your time in the classroom. 
The talks are spread throughout the four-day 
event, so you can knock off a few every day be-
tween the time you spend wearing out your shoes 
in the exhibit hall. Mark these on your calendar:

MONDAY, FEB. 17
• PSAI New Service Tech Training for Por-

table Sanitation Professionals
Speaker Karleen Kos, executive director of 

the Portable Sanitation Association Internation-
al, shares the newly revised basic training course 
for technicians that covers transportation and 
logistics, cleaning and maintaining equipment, 
health safety, and professional excellence. Kos is 
backed up by a panel of experts; this is the per-
fect opportunity to get your new drivers valuable 
training and show them everything the industry 
has to offer.

 
TUESDAY, FEB. 18
• Putting Your Best Face Forward on Face-

book in the Portable Sanitation Industry
As owner of Crossroads Portables in Beld-

ing, Michigan, presenter Andrea Booker knows 
what it’s like to keep up with social media for her 
company while also running service routes all 
day. And her perspective is just what is needed 
by busy PROs. Attendees will leave with an action 
plan for social media, and Booker promises to 
help you get more impact from your social media 
posts and generate more sales through platforms 
like Facebook.

 
WEDNESDAY, FEB. 19
• Hard Won Knowledge; Small-Business 

Guidance From Practical Experience
Jim Aanderud, consultant and former 

wastewater-related contracting company own-

er will discuss several topics aimed at building 
your business. They include leadership, hiring 
workers, training programs, and purchasing 
new equipment and planning for equipment re-
placement.

• Preparing for Extremes in Portable Sani-
tation

Supported by a panel of experts, Kos returns 
with an interesting presentation on handling the 
extreme conditions you may find in the portable 
sanitation industry. Among the situations you 
may encounter are servicing units in extreme 
cold or hot temperatures and securing units in 

windy conditions. The group will discuss steps to 
create a hazard preparedness plan and provide 
portable sanitation during a natural disaster.

• Business Exit Strategies: Selling Your 
Company on Your Terms

Financial expert A. Rhodes Wilson will dis-
cuss the best way to sell or leave your small busi-
ness. He will share advice on strategies to get the 
best price for your business while also develop-
ing favorable payment terms for the buyer. He 
will talk about deciding when you want to sell 
the business and how to identify different paths 
to exit. ■

D uring most of the year, you’re engaged in physical labor, all day, 
every day. There are routes to be run, equipment to maintain and not 
enough hours in the day to get everything done. Then the winter hits, 

and there’s more time for the mental labor necessary to keep your company 
up to date and running smoothly.

This is the time you can chart a course for the future, learn new tricks 
and techniques to improve efficiency throughout the year, and invest in 
education that will pay dividends next week, next year and for the next gen-
eration of owners of your business. One of those wintertime investments 
should be attending industry trade events, and one of those events is the 
Water & Wastewater Equipment, Treatment & Transport Show, coming up 
Feb. 17-20 at the Indiana Convention Center in Indianapolis.

For 40 years, the WWETT Show, formerly called the Pumper & Cleaner 
Environmental Expo, has been a vital touch point for wastewater profession-
als. WWETT week is considered many things to many portable sanitation 
contractors. It is a place for networking with friends and forging new long-
term relationships with peers in the industry. It’s a shopping spree where 
companies enjoy an annual face-to-face visit with their trusted vendors and 
plan to stock up on supplies such as chemicals, accessories and equipment 
replacement parts. It is where you kick tires, literally, looking for that next 
great vacuum truck.

The WWETT Show is the largest annual exhibit of equipment and ser-
vices for the environmental services industries, including portable sanita-
tion. And outside of the exhibit hall, it offers dozens of education and train-
ing opportunities every day, spanning the convention center and inside the 
nearby Lucas Oil Stadium, home of the Indianapolis Colts.

I have attended the last 15 Pumper & Cleaner/WWETT Show events, 
going back to the Opryland Hotel in Nashville, Tennessee, and the Ken-
tucky Exposition Center in Louisville, Kentucky. Change is constant for the 
WWETT Show, and I am ready to make a few suggestions about how you 
can spend your valuable — and often too-limited — time in Indy. If you can 
accomplish only a few of these goals for the show, I’m sure you’ll bring back 
plenty of benefits to your portable sanitation business:

 
Find out what’s new in standard portable restrooms
All of the portable restroom manufacturers will have extensive displays 

of their products on hand in Indy. So it will be a quick and easy task to visit 
each company’s booth and meet with a seasoned representative who knows 
the products inside out. Quiz them on the aspects of the units that matter 

most to you in your individual business environment. What parts have a ten-
dency to wear out and need replacement most often? What features do your 
customers tell you they want to see in a restroom they rent? Look at details 
like the design of springs and hinges, the sturdiness of the skid bases and 
the methods used to secure panels for durability. Are the units easy to han-
dle with well-thought-out ergonomics and functional grab handles? Think 
about whether you want to bring a new type of restroom into your inventory 
or choose an alternative color for the units you use.

 
Perform your own restroom trailer shootout
Restroom trailers are growing in popularity and being requested by 

more customers, both commercial and industrial clients, as well as for small 
events and outdoor weddings. They also represent a huge investment for a 
growing portable sanitation company. It is getting more difficult to say yes 
to customers every time without having a few trailers in your yard. All that 
said, the WWETT Show is the perfect opportunity to compare the growing 
number of restroom trailers being offered by manufacturers.

Start by putting a list together of the most important criteria for your 
first or newest restroom trailer addition. Give this some serious thought, and 
compile the list before you arrive in Indy. When you get to the show, map out 
the trailer manufacturers you want to visit. If you brought the whole crew, be 
sure to get their impressions of every unit that rates serious consideration. 
You could even take your criteria list and have each member of your team 
rate each unit on a scale of 1-5 for each of the must-have features. Narrow 
the field and visit each display again. Talk to the vendors and get their in-
sights on your needs. Now you should feel more confident about pulling the 
trigger on a new trailer.

 
Hang out awhile with your favorite truck and tank supplier
It’s one thing to have a brief catch-up with a representative of the com-

pany you usually hire to build your trucks. They will certainly give you great 
information about trends in the vacuum truck industry and specifically 
about technical details of their products. But if you linger in the booth for an 

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

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

FROM the EDITOR   
February 2020

A PRO’s Guide to the 2020 WWETT Show
FOLLOW THESE SMALL-BUSINESS EXERCISES ON THE EXHIBIT FLOOR AND CAREFULLY 
CHOOSE SEMINARS TO GET THE MOST OUT OF YOUR TRADE SHOW EXPERIENCE

By Jim Kneiszel

Who knows, a chance encounter with another PRO who 
uses similar equipment could lead to a mutually beneficial 
professional relationship for years to come.
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hour and talk to other PROs who trust the same 
truck builder, you’ll learn a lot of ideas about the 
best ways to spec a truck for the portable sanita-
tion industry. This type of networking at a trade 
show can be a game-changer for your company. 
Learning just a few new tips about where to place 
a hose hanger or tool rack can save your drivers a 
great deal of time and frustration over the course 
of a year. Comparing notes on tank size, pump 
brands and cubic-feet-per-minute output could 
lead you to try another accessory that works out 
well for you. Who knows, a chance encounter 
with another PRO who uses similar equipment 
could lead to a mutually beneficial professional 
relationship for years to come.

 
HITTING THE BOOKS

I’ve reviewed the full seminar schedule for 
the WWETT Show with the portable restroom 
contractor in mind and have the following sugges-
tions for how to spend your time in the classroom. 
The talks are spread throughout the four-day 
event, so you can knock off a few every day be-
tween the time you spend wearing out your shoes 
in the exhibit hall. Mark these on your calendar:

MONDAY, FEB. 17
• PSAI New Service Tech Training for Por-

table Sanitation Professionals
Speaker Karleen Kos, executive director of 

the Portable Sanitation Association Internation-
al, shares the newly revised basic training course 
for technicians that covers transportation and 
logistics, cleaning and maintaining equipment, 
health safety, and professional excellence. Kos is 
backed up by a panel of experts; this is the per-
fect opportunity to get your new drivers valuable 
training and show them everything the industry 
has to offer.

 
TUESDAY, FEB. 18
• Putting Your Best Face Forward on Face-

book in the Portable Sanitation Industry
As owner of Crossroads Portables in Beld-

ing, Michigan, presenter Andrea Booker knows 
what it’s like to keep up with social media for her 
company while also running service routes all 
day. And her perspective is just what is needed 
by busy PROs. Attendees will leave with an action 
plan for social media, and Booker promises to 
help you get more impact from your social media 
posts and generate more sales through platforms 
like Facebook.

 
WEDNESDAY, FEB. 19
• Hard Won Knowledge; Small-Business 

Guidance From Practical Experience
Jim Aanderud, consultant and former 

wastewater-related contracting company own-

er will discuss several topics aimed at building 
your business. They include leadership, hiring 
workers, training programs, and purchasing 
new equipment and planning for equipment re-
placement.

• Preparing for Extremes in Portable Sani-
tation

Supported by a panel of experts, Kos returns 
with an interesting presentation on handling the 
extreme conditions you may find in the portable 
sanitation industry. Among the situations you 
may encounter are servicing units in extreme 
cold or hot temperatures and securing units in 

windy conditions. The group will discuss steps to 
create a hazard preparedness plan and provide 
portable sanitation during a natural disaster.

• Business Exit Strategies: Selling Your 
Company on Your Terms

Financial expert A. Rhodes Wilson will dis-
cuss the best way to sell or leave your small busi-
ness. He will share advice on strategies to get the 
best price for your business while also develop-
ing favorable payment terms for the buyer. He 
will talk about deciding when you want to sell 
the business and how to identify different paths 
to exit. ■

BOOTH
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D uring most of the year, you’re engaged in physical labor, all day, 
every day. There are routes to be run, equipment to maintain and not 
enough hours in the day to get everything done. Then the winter hits, 

and there’s more time for the mental labor necessary to keep your company 
up to date and running smoothly.

This is the time you can chart a course for the future, learn new tricks 
and techniques to improve efficiency throughout the year, and invest in 
education that will pay dividends next week, next year and for the next gen-
eration of owners of your business. One of those wintertime investments 
should be attending industry trade events, and one of those events is the 
Water & Wastewater Equipment, Treatment & Transport Show, coming up 
Feb. 17-20 at the Indiana Convention Center in Indianapolis.

For 40 years, the WWETT Show, formerly called the Pumper & Cleaner 
Environmental Expo, has been a vital touch point for wastewater profession-
als. WWETT week is considered many things to many portable sanitation 
contractors. It is a place for networking with friends and forging new long-
term relationships with peers in the industry. It’s a shopping spree where 
companies enjoy an annual face-to-face visit with their trusted vendors and 
plan to stock up on supplies such as chemicals, accessories and equipment 
replacement parts. It is where you kick tires, literally, looking for that next 
great vacuum truck.

The WWETT Show is the largest annual exhibit of equipment and ser-
vices for the environmental services industries, including portable sanita-
tion. And outside of the exhibit hall, it offers dozens of education and train-
ing opportunities every day, spanning the convention center and inside the 
nearby Lucas Oil Stadium, home of the Indianapolis Colts.

I have attended the last 15 Pumper & Cleaner/WWETT Show events, 
going back to the Opryland Hotel in Nashville, Tennessee, and the Ken-
tucky Exposition Center in Louisville, Kentucky. Change is constant for the 
WWETT Show, and I am ready to make a few suggestions about how you 
can spend your valuable — and often too-limited — time in Indy. If you can 
accomplish only a few of these goals for the show, I’m sure you’ll bring back 
plenty of benefits to your portable sanitation business:

 
Find out what’s new in standard portable restrooms
All of the portable restroom manufacturers will have extensive displays 

of their products on hand in Indy. So it will be a quick and easy task to visit 
each company’s booth and meet with a seasoned representative who knows 
the products inside out. Quiz them on the aspects of the units that matter 

most to you in your individual business environment. What parts have a ten-
dency to wear out and need replacement most often? What features do your 
customers tell you they want to see in a restroom they rent? Look at details 
like the design of springs and hinges, the sturdiness of the skid bases and 
the methods used to secure panels for durability. Are the units easy to han-
dle with well-thought-out ergonomics and functional grab handles? Think 
about whether you want to bring a new type of restroom into your inventory 
or choose an alternative color for the units you use.

 
Perform your own restroom trailer shootout
Restroom trailers are growing in popularity and being requested by 

more customers, both commercial and industrial clients, as well as for small 
events and outdoor weddings. They also represent a huge investment for a 
growing portable sanitation company. It is getting more difficult to say yes 
to customers every time without having a few trailers in your yard. All that 
said, the WWETT Show is the perfect opportunity to compare the growing 
number of restroom trailers being offered by manufacturers.

Start by putting a list together of the most important criteria for your 
first or newest restroom trailer addition. Give this some serious thought, and 
compile the list before you arrive in Indy. When you get to the show, map out 
the trailer manufacturers you want to visit. If you brought the whole crew, be 
sure to get their impressions of every unit that rates serious consideration. 
You could even take your criteria list and have each member of your team 
rate each unit on a scale of 1-5 for each of the must-have features. Narrow 
the field and visit each display again. Talk to the vendors and get their in-
sights on your needs. Now you should feel more confident about pulling the 
trigger on a new trailer.

 
Hang out awhile with your favorite truck and tank supplier
It’s one thing to have a brief catch-up with a representative of the com-

pany you usually hire to build your trucks. They will certainly give you great 
information about trends in the vacuum truck industry and specifically 
about technical details of their products. But if you linger in the booth for an 

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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CHOOSE SEMINARS TO GET THE MOST OUT OF YOUR TRADE SHOW EXPERIENCE

By Jim Kneiszel

Who knows, a chance encounter with another PRO who 
uses similar equipment could lead to a mutually beneficial 
professional relationship for years to come.
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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.  

Question: Could you please provide some clarity around the OSHA 300 
(Occupational Safety and Health Administration) Safety Log process? I have 
heard bits and pieces about the process and have never really understood 
the purpose or the requirements.

Answer: This is a very timely topic. The bottom line is that all portable 
restroom companies with more than 10 employees are to complete and post 
the OSHA 300A Log for the previous year in a visible location in the office 
from Feb. 1 to April 30 each year. Is your log posted now as your read this 
February column?

We hope this is not a surprise to most PROs. If this is “new news,” please 
continue to read and we will do our best to describe the program and to sim-
plify these rather complex procedures.

 
What is this OSHA program?
The OSHA Form 300 Log is a federal requirement designed to report 

safety in the workplace. In 2002, OSHA established the current posting dates 
for Form 300A in the workplace. This form along with Form 300 and 301 
compose this program.

 
What are the required forms?
• OSHA Form 300 is entitled “Log of Work-Related Injuries and Illness-

es.” This document lists each job-related injury by employee name, job title, 
where the injury or illness occurred, description of the injury or fatality, and 
total days away from work. This listing is maintained in a file, and the re-
cords are to be kept for a minimum of five years. Our recommendation is to 
retain all of these files for a longer period of time and to store them with the 
company’s personnel records.

• OSHA Form 300A is entitled “Summary of Work-Related Injuries and 
Illnesses.” This is the form that must be posted annually. This document 
provides only three areas of summary information, which protects individ-
ual confidentiality. The first section summarizes the number of cases from 
the previous year, total number of cases with days away from work and total 
number of cases with job transfer or restriction. The second section provides 
a total number of days away from work for all cases, as well as total number 
of days of job transfer or restriction. The final section provides summary-on-
ly information concerning types of injury and illness types. If the company 
has no incidents, “zero” must be recorded and the summary form is still to 
be posted for the required three-month period.

• OSHA Form 301 is entitled “Injury and Illness Incident Report.” This 
provides the details of each incident, the employee involved, the diagnosis, 
physician(s) involved, hospitalization details (if applicable) and all other 
pertinent information concerning the incident.

 
How does one obtain these forms?
The OSHA website is www.osha.gov. All three forms may be download-

ed from this site, and questions and answers can be accessed. 
 
What is reported to OSHA and when?
Effective in 2015, the following timelines must be observed:
• Work-related fatalities must be reported to OSHA within eight hours.
• Work-related hospitalizations must be reported within 24 hours.
• Work-related amputations, loss of an eye or other serious injury must 

be reported to OSHA within 24 hours.
 
Is there an electronic reporting requirement for Form 300A?
Yes. Two categories of companies must electronically report to OSHA: 

Companies with 250 or more employees, and companies with certain NA-
ICS (North American Industry Classification System) codes with more than 
20 and less than 250 employees are to electronically submit their reports on 
a designated annual schedule. Our research revealed that NAICS Code 5621 
– Waste Collection – is one of the designated categories, but our specific NA-
ICS Code 562991 – Septic Tank and Related Services – is not. We mention 
this only for PROs who may have other types of businesses in the Waste Col-
lection industry.

 
Are there penalties for not maintaining an OSHA 300A Log?
Yes. In the event of an OSHA inspection, failure to maintain and pres-

ent the 300A Log can result in a fine of up to $8,000 for each year of violation. 
 
What are the most common mistakes when completing the OSHA 

Log?
According to OSHA, the top five errors are:
• Assuming that light duty is not a work restriction
• Dismissing the employee statement as not accurate or not usable as 

a reference

PROS WITH 10 EMPLOYEES OR MORE ARE REQUIRED TO COMPLETE 
FEDERAL SAFETY LOGS AND POST THE RESULTS EVERY FEBRUARY

By Jeff and Terri Wigley

Do You Follow OSHA Safety Log Regulations?

AT YOUR SERVICE   
February 2020

Safety is one of the cornerstones of a successful company. 
The OSHA Safety Reporting Program allows PROs to monitor 
safety in the workplace, identify possible safety issues 
and create an atmosphere where safety and safe working 
conditions are paramount in importance.

• Failing to report the injury because the employee did not report it in 
a timely manner

• Failing to record medical treatment
• Forgetting to keep track of lost workdays during lengthy, long-term 

treatments
 
What are the benefits of this program?
Safety is one of the cornerstones of a successful company. The OSHA 

Safety Reporting Program allows PROs to monitor safety in the workplace, 
identify possible safety issues and create an atmosphere where safety and 
safe working conditions are paramount in importance.

 
Are there programs to voluntarily become involved with OSHA in 

order to further improve safety?
OSHA does make programs available to businesses that would like to 

work cooperatively with the agency to help prevent accidents and injuries 
in the workplace. Please consult your local OSHA office about these oppor-
tunities. Finally, some states have OSHA-approved State Plans where coop-
erative assistance is also available.

 
FINAL THOUGHTS

OSHA and its rules and regulations are the ultimate arbiter of this pro-
gram. Please consult the OSHA website for specific questions or concerns. 
In addition, if you would like to share any further information about this 
rather complex topic or to add your own experiences about OSHA Safety 
Reporting, please let us know and we will include the information in a future 
column.

If you haven’t already, get those 300A Logs posted now! ■

mailto:editor@promonthly.com
http://www.osha.gov
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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.  

Question: Could you please provide some clarity around the OSHA 300 
(Occupational Safety and Health Administration) Safety Log process? I have 
heard bits and pieces about the process and have never really understood 
the purpose or the requirements.

Answer: This is a very timely topic. The bottom line is that all portable 
restroom companies with more than 10 employees are to complete and post 
the OSHA 300A Log for the previous year in a visible location in the office 
from Feb. 1 to April 30 each year. Is your log posted now as your read this 
February column?

We hope this is not a surprise to most PROs. If this is “new news,” please 
continue to read and we will do our best to describe the program and to sim-
plify these rather complex procedures.

 
What is this OSHA program?
The OSHA Form 300 Log is a federal requirement designed to report 

safety in the workplace. In 2002, OSHA established the current posting dates 
for Form 300A in the workplace. This form along with Form 300 and 301 
compose this program.

 
What are the required forms?
• OSHA Form 300 is entitled “Log of Work-Related Injuries and Illness-

es.” This document lists each job-related injury by employee name, job title, 
where the injury or illness occurred, description of the injury or fatality, and 
total days away from work. This listing is maintained in a file, and the re-
cords are to be kept for a minimum of five years. Our recommendation is to 
retain all of these files for a longer period of time and to store them with the 
company’s personnel records.

• OSHA Form 300A is entitled “Summary of Work-Related Injuries and 
Illnesses.” This is the form that must be posted annually. This document 
provides only three areas of summary information, which protects individ-
ual confidentiality. The first section summarizes the number of cases from 
the previous year, total number of cases with days away from work and total 
number of cases with job transfer or restriction. The second section provides 
a total number of days away from work for all cases, as well as total number 
of days of job transfer or restriction. The final section provides summary-on-
ly information concerning types of injury and illness types. If the company 
has no incidents, “zero” must be recorded and the summary form is still to 
be posted for the required three-month period.

• OSHA Form 301 is entitled “Injury and Illness Incident Report.” This 
provides the details of each incident, the employee involved, the diagnosis, 
physician(s) involved, hospitalization details (if applicable) and all other 
pertinent information concerning the incident.

 
How does one obtain these forms?
The OSHA website is www.osha.gov. All three forms may be download-

ed from this site, and questions and answers can be accessed. 
 
What is reported to OSHA and when?
Effective in 2015, the following timelines must be observed:
• Work-related fatalities must be reported to OSHA within eight hours.
• Work-related hospitalizations must be reported within 24 hours.
• Work-related amputations, loss of an eye or other serious injury must 

be reported to OSHA within 24 hours.
 
Is there an electronic reporting requirement for Form 300A?
Yes. Two categories of companies must electronically report to OSHA: 

Companies with 250 or more employees, and companies with certain NA-
ICS (North American Industry Classification System) codes with more than 
20 and less than 250 employees are to electronically submit their reports on 
a designated annual schedule. Our research revealed that NAICS Code 5621 
– Waste Collection – is one of the designated categories, but our specific NA-
ICS Code 562991 – Septic Tank and Related Services – is not. We mention 
this only for PROs who may have other types of businesses in the Waste Col-
lection industry.

 
Are there penalties for not maintaining an OSHA 300A Log?
Yes. In the event of an OSHA inspection, failure to maintain and pres-

ent the 300A Log can result in a fine of up to $8,000 for each year of violation. 
 
What are the most common mistakes when completing the OSHA 

Log?
According to OSHA, the top five errors are:
• Assuming that light duty is not a work restriction
• Dismissing the employee statement as not accurate or not usable as 

a reference

PROS WITH 10 EMPLOYEES OR MORE ARE REQUIRED TO COMPLETE 
FEDERAL SAFETY LOGS AND POST THE RESULTS EVERY FEBRUARY

By Jeff and Terri Wigley

Do You Follow OSHA Safety Log Regulations?

AT YOUR SERVICE   
February 2020

Safety is one of the cornerstones of a successful company. 
The OSHA Safety Reporting Program allows PROs to monitor 
safety in the workplace, identify possible safety issues 
and create an atmosphere where safety and safe working 
conditions are paramount in importance.

• Failing to report the injury because the employee did not report it in 
a timely manner

• Failing to record medical treatment
• Forgetting to keep track of lost workdays during lengthy, long-term 

treatments
 
What are the benefits of this program?
Safety is one of the cornerstones of a successful company. The OSHA 

Safety Reporting Program allows PROs to monitor safety in the workplace, 
identify possible safety issues and create an atmosphere where safety and 
safe working conditions are paramount in importance.

 
Are there programs to voluntarily become involved with OSHA in 

order to further improve safety?
OSHA does make programs available to businesses that would like to 

work cooperatively with the agency to help prevent accidents and injuries 
in the workplace. Please consult your local OSHA office about these oppor-
tunities. Finally, some states have OSHA-approved State Plans where coop-
erative assistance is also available.

 
FINAL THOUGHTS

OSHA and its rules and regulations are the ultimate arbiter of this pro-
gram. Please consult the OSHA website for specific questions or concerns. 
In addition, if you would like to share any further information about this 
rather complex topic or to add your own experiences about OSHA Safety 
Reporting, please let us know and we will include the information in a future 
column.

If you haven’t already, get those 300A Logs posted now! ■
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HE’S 
MAGIC 
MIKE

F I L E
COVER STORY

A1 Porta Potty
Floyds Knobs, Indiana 

Owner: Mike Benson

Founded: 2015

Employees: 9
Services: Portable sanitation, 
septic service, trash and storage 
containers, temporary fencing

Service area: 50-mile radius from Louisville, Kentucky

I N D I A N A

H

M ike Benson worked as a master of ceremonies for 
events and as a wedding DJ for years before he be-
came a portable restroom operator. Two skills from 

his previous career have served him well in his new venture: 
showmanship and the ability to make people feel at ease.

In four years, A1 Porta Potty has grown from 60 units 
and one truck to more than 1,000 restrooms, seven trucks 
and six restroom trailers, plus 76 trash containers, 24 stor-
age containers and 2,500 feet of temporary fencing. The 
company is located in Floyds Knobs, Indiana, just north of 
Louisville, Kentucky.

 
HE’S MAGIC MIKE

His showmanship is apparent in the promotional vid-
eos he posts to Facebook, where he uses his DJ name of 
Magic Mike. He says he started using the name Magic Mike 
long before the movie of that name came out. In his Face-
book videos, he’s a Southern character in the style of Larry 
the Cable Guy. He starts with, “Hey folks, it’s your old pal 
Magic Mike right here,” and he shows off how clean his por-
table restrooms are or perhaps shows where they are going 
to be in the coming weekend. If he buys new units, he’ll 
make a video to introduce them. The videos are short and 
funny, and they get shared.

Showman and Louisville-area 
DJ Mike Benson is a nonstop 
promoter for the value of quality 
portable sanitation service 
BY STEVE LUND

Mike Benson is shown on the grounds 
at A1 Porta Potty with a trailer from 
A Restroom Trailer Co. (ART Co.). 
(Photos by Nathan Cornetet)

(continued)
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• Hand rails
•  Step can be flipped up  

when being transported
•  Expanded metal deck  

for better grip and dirt will 
fall through

•  Strong and durable  
diamond plated fenders

•  LED lights
•  Available in single and 

double trailers
•  This trailer is built strong 

and built to last

Innovative Portable Restroom Solutions™

F.M. Manufacturing, Inc. specializes in Innovative Portable Restroom Solutions™ 
like trailers, carts and hitch haulers that are designed to help your business be  
more efficient and more profitable.

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

NEW FLAT BED TRAILER

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

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

our customers

NEW TRAILER STYLE

BOOTHS

2749, 2848

Go to  promonthly.com/alerts and get started today!
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A1 Porta Potty
Floyds Knobs, Indiana 

Owner: Mike Benson

Founded: 2015

Employees: 9
Services: Portable sanitation, 
septic service, trash and storage 
containers, temporary fencing

Service area: 50-mile radius from Louisville, Kentucky
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The A1 Porta Potty 
team includes (from 
left) Michael Jenkins, 
Jessie Cain, Shaun 
Dolbeare, Mike 
Benson, James Swartz 
and Andy Devore. 

“More or less people follow me personally as a 
character,” says Benson, 50. “Magic Mike is like the 
marketing guru for A1 Porta Potty.”

He had a substantial Facebook following when 
he was a DJ, so of course he shares the A1 Porta Pot-
ty posts with that audience. But he has also built his 
following by encouraging other businesses, espe-
cially local wedding-service vendors, to use Face-
book. He shares their posts, and they share his.

Benson started his company in 2015, about the same time that Presi-
dent Donald Trump started his presidential campaign.

“He said, ‘Let’s make America great again.’ So I said, ‘Let Magic Mike 
make portable restrooms great again,’” Benson recalls. “Then I started do-
ing little videos, little snippets about it, tag lines, things like that. The public 
grasped hold of it. Festivals started coming to me, and everyone wanted a 
better service. That’s how it took off.”

Benson uses his Facebook posts to help make people comfortable 
about using a portable restroom. It’s a skill he developed as a host for wed-
ding receptions, which can be high-anxiety events for the families.

 
CLEANLINESS COUNTS

“People get really nervous on their wedding day. I would tell them, 
‘Hey, you’re in my sandbox now. Let me show you how to make this a great 
day,” Benson says. “After learning how to put people at ease, it was so much 
easier for me to do restrooms. I took a more positive approach to it. I’d say, 
see the A1 Porta Potty logo? It’s OK to use these.”

Benson thinks promoting cleanliness is important to making peo-
ple comfortable about using portable restrooms. All his service trucks are 

equipped with pressure washers, and 
he wants his customers to notice that 
his crews use them.

“They spray the unit down with a 
bleach-soap washdown mixture, then 
they go right behind it and scrub. If 
there are any dirt stains, they scrub 
them with a brush. Then they hit it with 
a pressure washer to wash everything 
out. It may take a couple of extra min-
utes, but your customer is also stand-
ing there, maybe watching through the 
window. They see the time that it takes, 
too, and they’re going to go right be-
hind you when you leave. They’re going 
to see how fresh it smells and how nice 
it looks.”

He also makes sure all of his route 
drivers have a book listing all chemi-
cals used in their cleaning products. 

That way if anyone questions what’s being used, or if there is a spill or other 
emergency, the information will be handy.

 
BRAND LOYAL

Benson likes to stick with one brand in almost every aspect of his business.
A1 Porta Potty has more than 1,000 portable restrooms, and all of them 

are made by PolyJohn Enterprises. Benson uses the PJN3 standard model, 
(continued)

Michael Jenkins and 
Andy Devore set 
up units for a local 
festival. The truck 
they’re using carries 
a KeeVac Industries 
slide-in vacuum unit up 
front and a flatbed for 
restroom delivery.

“If there are any dirt 
stains, they scrub 
them with a brush. 
Then they hit it with 
a pressure washer to 
wash everything out. 
It may take a couple 
of extra minutes, 
but your customer 
is also standing 
there, maybe 
watching through 
the window.”

MIKE BENSON
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Michael Jenkins and 
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slide-in vacuum unit up 
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MORE THAN A RESTROOM

LUXURY PORTABLE RESTROOM TRAILERSAsk Us About Controlling  
Your Costs with Computer  

and Smart Phone Notifications
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The last couple years, Benson has been buying new models, all from 
Ram. Two of them, a 2017 and 2019 were outfitted by PortaLogix. They have 
950-gallon aluminum waste tanks and 350-gallon freshwater tanks in the 
bed of the truck. They both have Masport pumps.

A 2018 Ram was outfitted by Bruder Tank with a 950-gallon waste and 
300-gallon freshwater aluminum tank and a Masport pump.

The company also has three trailers to haul restrooms, two of them 
made by Liquid Waste Industries.

 
FINDING NEW MARKETS

Benson has a knack for finding new places to put portable restrooms. 
For example, he approached local campgrounds and RV parks and offered 
restrooms to individual campers for occasions when they might have a lot 
of visitors.

“My approach would be: If people are coming over for the weekend, 
why use your trailer? Why not get a port-a-potty? We can pump the port-a-
potty, and you can save the trailer.’ Or, let’s say it’s a Memorial Day weekend 
and there are a lot of people. Don’t let them run in and out of the camper. Let 
them use a port-a-potty. Campgrounds liked it because it cut down the use 
of their facilities. We eventually grew into pumping their septics.”

For another example, A1 Porta Potty was placing restrooms at park-
ing lots where many RVs would set up for Thunder Over Louisville, a big air 
show and fireworks display. It’s one of 
the preliminary events before the Ken-
tucky Derby.

“Thousands of people come to 
town,” Benson says. “They go to lots 
on both sides of the river, and they just 
stay. We went to these parking lots and 
set up port-a-potty rentals. Then we 
took that to another level. We would 
go back on Sunday and park at the 
parking lot exits to pump their camp-
ers before they left. We charged $25. 
It saved them a lot of time waiting to 
dump. This past Thunder, we probably 
pumped 60 to 75 campers in one lot.”

He also promotes putting por-
table restrooms at home swimming 
pools so people don’t have to run in and out of the house so much.

Most of his business, though, is at construction sites, plus festivals and 
weddings. The local economy is booming, and one of his investors had a 
landscaping company and knew a lot of builders.

“We approached the builders and said, ‘What if we could do this and 
make a better restroom?’ All the builders jumped on board right away,” Ben-
son says. “That’s where it started to take off. Then I took it to the next level by 
changing the word ‘party’ to ‘potty’ in my marketing. Have a barbecue potty, 
a birthday potty, wedding potty, pool potty. We’re not having a party, we’re 
having a potty.”

It’s the social media activity, Benson says, that spurred his company’s 
growth.

“It was the voice. People laughed, and people grasped ahold of it,” he 
says. “The concept of selling the merchandise went right along with it.”

 
TO THE WWETT SHOW

Benson makes a point of going to the Water & Wastewater Equipment, 
Treatment & Transport (WWETT) Show every year. He bought his compa-
ny’s first truck from a posting on the sales bulletin board there. He likes to 
make contact with the companies that make the products he uses.

“I love going to talk to them, and actually they love talking to me, just 
because of the entrepreneurial part of taking a restroom and making it great 
again and being the positive guy,” Benson says. His vendors get him together 
with newcomers to the industry.

“They want to introduce me to people who have just started in the re-
stroom business and talk to them about being positive in it,” he says. “I tell 
them, don’t think its negative and that it’s the worst thing out there. That’s 
what (the public sometimes) thinks, but do things to make it better.”

That’s Benson’s philosophy about portable restroom business in a nut-
shell: Make it better.

“Make people not scared to use them,” he says. “Doing the fun videos 
was to get in front of people saying, ‘They’re OK to use. They’re going to be 
clean.’ It was a great concept, and it took off.” ■

MORE INFO

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

Bruder Tank 
217-292-9058
www.brudertank.com
 
KeeVac Industries, Inc.
866-789-9440
www.keevac.com
(See ad page 10)
 
Liquid Waste Industries, Inc.
877-445-5511
www.lwiinc.com
(See ad page 36)

Masport, Inc.
800-228-4510
www.masportpump.com
(See ad page 9)
 
PolyJohn Enterprises Corp.
800-292-1305
www.polyjohn.com
(See ad page 43)

PortaLogix
585-484-7009
www.portalogix.com
(See ad page 29)

Walex Products Company 
800-338-3155
www.walex.com
(See ad page 42)

“I started doing 
little videos, little 
snippets about it, 
tag lines, things like 
that. The public 
grasped hold of it. 
Festivals started 
coming to me, and 
everyone wanted a 
better service. That’s 
how it took off.”

MIKE BENSON

the Comfort XL handicapped-accessible model and PJN3 models with sinks 
replacing urinals.

His restroom trailers, which include two- and three-station trailers, a 
four-station unit, a six-station unit and a nine-station trailer, are all made by 
A Restroom Trailer Co. (ART Co.).

He also uses only one brand of cleaning product — Walex.
“Every chemical I get has the same scent, even the scent rings that you 

hang in the windows. All the scents match, so it’s not offsetting,” he says.
Almost all of his trucks use Masport pumps.
His truck fleet includes the first truck he bought, a 1997 International 

with a steel 600-gallon waste and 200-gallon freshwater tank and Masport 
pump. The cab has severe rust damage on the underside, and the crew refers 
to that truck as Grandpa. “If your truck breaks down, you’ve got to use Grand-
pa, so they always try to keep their trucks from breaking down,” Benson says.

The company has two larger vacuum trucks: a 2014 Kenworth with a 
1,600-gallon waste, 300-gallon freshwater aluminum tank and a 2012 Ford 
with a 2,000-gallon waste, 200-gallon freshwater aluminum tank. Both 
trucks have Masport pumps, and both are able to haul a couple of portable 
restrooms on the back. A1 Porta Potty uses both trucks for portable restroom 
servicing and septic pumping. Both trucks were bought used.

A1 Porta Potty also has a KeeVac Industries 300-gallon waste and 
150-gallon freshwater aluminum slide-in unit with a Honda power plant. 
The unit has been mounted on several trucks over the years and is currently 
on an older Dodge. It’s not in regular use but is outfitted with a gas-heated 
pressure washer, so it gets sent out when there is an especially dirty restroom 
to be retrieved.

In the air for charity
Every year just before Thanksgiving, Mike Benson, the owner of A1 Porta 

Potty in Floyds Knobs, Indiana, spends five days and four nights living on a plat-
form hoisted 60 feet in the air on a scissor lift. He basically lives in a box and 
drops a bucket down on a rope for food and beverages. Of course, he also has a 
portable restroom from A1 Porta Potty on the platform.

The point is to generate excitement for a charity known as Bikes or Bust, 
which provides bicycles to local children for Christmas. It was started by a Lou-
isville, Kentucky, radio personality known as Dingo, and he challenged Benson 
— a well-known personality from his former career as a wedding DJ and stage 
host — to get involved.

Benson was all-in from the beginning. The first year, he helped out on the 
ground. The second year, and every year since, he’s been up in the air and talk-
ing on the radio every 15 minutes to encourage people to donate bicycles or 
money. They’d rather have bicycles.

“The idea is to bring a physical bicycle,” Benson says. “You don’t want to 
give a child money on Christmas Day. You want him or her to see a bicycle. You 
want them to have a smile on their face, because there’s a shiny new bicycle 
that they weren’t expecting.”

The bicycles Benson collects on the Indiana side of the Ohio River get 
distributed by The Salvation Army. The bicycles Dingo collects on the Louisville 
side of the river are distributed by the U.S. Marine Corps Toys for Tots campaign. 
The first year, they brought in 650 bikes. In 2018, it rose to 2,541 bikes.

Benson and his counterpart go up on the platform at 5 a.m. on a Thursday, 
and they don’t come down until 8 a.m. Monday.

“The morning that we go up, there’s nothing on the ground beneath us,” 
Benson says. “And when we come down, there’s a mass of bicycles.”

Benson says living on the platform is exciting because of what’s happening 
below, but it isn’t fun. “There’s very limited space where you can actually move 
around up there, and with the weather around here, you never know what’s 
going to happen,” Benson says.

One year there was a tornado warning. That prompted a lowering of the 
platform to about 10 feet off the ground so he could get down if necessary. Last 
winter there was an ice storm the first day Benson went up.

Benson is proud of the way the community has responded to the charity drive.
“Families would buy a bike and bring it to us. They would tell their children 

what the purpose of doing this is, the gift of giving. On my side, some builders 
and some charitable groups would start challenging people. Police would chal-
lenge firefighters.” 

Right: Technician Andy Devore cleans 
a restroom from PolyJohn Enterprises. 
The truck he’s using is outfitted with a 

slide-in unit from KeeVac Industries.

Below: Technicians Michael Jenkins, 
left, and Andy Devore prepare PolyJohn 

Enterprises restrooms for use at a 
special event in Jeffersonville, Indiana.
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The last couple years, Benson has been buying new models, all from 
Ram. Two of them, a 2017 and 2019 were outfitted by PortaLogix. They have 
950-gallon aluminum waste tanks and 350-gallon freshwater tanks in the 
bed of the truck. They both have Masport pumps.

A 2018 Ram was outfitted by Bruder Tank with a 950-gallon waste and 
300-gallon freshwater aluminum tank and a Masport pump.

The company also has three trailers to haul restrooms, two of them 
made by Liquid Waste Industries.

 
FINDING NEW MARKETS

Benson has a knack for finding new places to put portable restrooms. 
For example, he approached local campgrounds and RV parks and offered 
restrooms to individual campers for occasions when they might have a lot 
of visitors.

“My approach would be: If people are coming over for the weekend, 
why use your trailer? Why not get a port-a-potty? We can pump the port-a-
potty, and you can save the trailer.’ Or, let’s say it’s a Memorial Day weekend 
and there are a lot of people. Don’t let them run in and out of the camper. Let 
them use a port-a-potty. Campgrounds liked it because it cut down the use 
of their facilities. We eventually grew into pumping their septics.”

For another example, A1 Porta Potty was placing restrooms at park-
ing lots where many RVs would set up for Thunder Over Louisville, a big air 
show and fireworks display. It’s one of 
the preliminary events before the Ken-
tucky Derby.

“Thousands of people come to 
town,” Benson says. “They go to lots 
on both sides of the river, and they just 
stay. We went to these parking lots and 
set up port-a-potty rentals. Then we 
took that to another level. We would 
go back on Sunday and park at the 
parking lot exits to pump their camp-
ers before they left. We charged $25. 
It saved them a lot of time waiting to 
dump. This past Thunder, we probably 
pumped 60 to 75 campers in one lot.”

He also promotes putting por-
table restrooms at home swimming 
pools so people don’t have to run in and out of the house so much.

Most of his business, though, is at construction sites, plus festivals and 
weddings. The local economy is booming, and one of his investors had a 
landscaping company and knew a lot of builders.

“We approached the builders and said, ‘What if we could do this and 
make a better restroom?’ All the builders jumped on board right away,” Ben-
son says. “That’s where it started to take off. Then I took it to the next level by 
changing the word ‘party’ to ‘potty’ in my marketing. Have a barbecue potty, 
a birthday potty, wedding potty, pool potty. We’re not having a party, we’re 
having a potty.”

It’s the social media activity, Benson says, that spurred his company’s 
growth.

“It was the voice. People laughed, and people grasped ahold of it,” he 
says. “The concept of selling the merchandise went right along with it.”

 
TO THE WWETT SHOW

Benson makes a point of going to the Water & Wastewater Equipment, 
Treatment & Transport (WWETT) Show every year. He bought his compa-
ny’s first truck from a posting on the sales bulletin board there. He likes to 
make contact with the companies that make the products he uses.

“I love going to talk to them, and actually they love talking to me, just 
because of the entrepreneurial part of taking a restroom and making it great 
again and being the positive guy,” Benson says. His vendors get him together 
with newcomers to the industry.

“They want to introduce me to people who have just started in the re-
stroom business and talk to them about being positive in it,” he says. “I tell 
them, don’t think its negative and that it’s the worst thing out there. That’s 
what (the public sometimes) thinks, but do things to make it better.”

That’s Benson’s philosophy about portable restroom business in a nut-
shell: Make it better.

“Make people not scared to use them,” he says. “Doing the fun videos 
was to get in front of people saying, ‘They’re OK to use. They’re going to be 
clean.’ It was a great concept, and it took off.” ■

MORE INFO

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

Bruder Tank 
217-292-9058
www.brudertank.com
 
KeeVac Industries, Inc.
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“I started doing 
little videos, little 
snippets about it, 
tag lines, things like 
that. The public 
grasped hold of it. 
Festivals started 
coming to me, and 
everyone wanted a 
better service. That’s 
how it took off.”

MIKE BENSON
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His restroom trailers, which include two- and three-station trailers, a 
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A Restroom Trailer Co. (ART Co.).

He also uses only one brand of cleaning product — Walex.
“Every chemical I get has the same scent, even the scent rings that you 

hang in the windows. All the scents match, so it’s not offsetting,” he says.
Almost all of his trucks use Masport pumps.
His truck fleet includes the first truck he bought, a 1997 International 

with a steel 600-gallon waste and 200-gallon freshwater tank and Masport 
pump. The cab has severe rust damage on the underside, and the crew refers 
to that truck as Grandpa. “If your truck breaks down, you’ve got to use Grand-
pa, so they always try to keep their trucks from breaking down,” Benson says.

The company has two larger vacuum trucks: a 2014 Kenworth with a 
1,600-gallon waste, 300-gallon freshwater aluminum tank and a 2012 Ford 
with a 2,000-gallon waste, 200-gallon freshwater aluminum tank. Both 
trucks have Masport pumps, and both are able to haul a couple of portable 
restrooms on the back. A1 Porta Potty uses both trucks for portable restroom 
servicing and septic pumping. Both trucks were bought used.

A1 Porta Potty also has a KeeVac Industries 300-gallon waste and 
150-gallon freshwater aluminum slide-in unit with a Honda power plant. 
The unit has been mounted on several trucks over the years and is currently 
on an older Dodge. It’s not in regular use but is outfitted with a gas-heated 
pressure washer, so it gets sent out when there is an especially dirty restroom 
to be retrieved.

In the air for charity
Every year just before Thanksgiving, Mike Benson, the owner of A1 Porta 

Potty in Floyds Knobs, Indiana, spends five days and four nights living on a plat-
form hoisted 60 feet in the air on a scissor lift. He basically lives in a box and 
drops a bucket down on a rope for food and beverages. Of course, he also has a 
portable restroom from A1 Porta Potty on the platform.

The point is to generate excitement for a charity known as Bikes or Bust, 
which provides bicycles to local children for Christmas. It was started by a Lou-
isville, Kentucky, radio personality known as Dingo, and he challenged Benson 
— a well-known personality from his former career as a wedding DJ and stage 
host — to get involved.

Benson was all-in from the beginning. The first year, he helped out on the 
ground. The second year, and every year since, he’s been up in the air and talk-
ing on the radio every 15 minutes to encourage people to donate bicycles or 
money. They’d rather have bicycles.

“The idea is to bring a physical bicycle,” Benson says. “You don’t want to 
give a child money on Christmas Day. You want him or her to see a bicycle. You 
want them to have a smile on their face, because there’s a shiny new bicycle 
that they weren’t expecting.”

The bicycles Benson collects on the Indiana side of the Ohio River get 
distributed by The Salvation Army. The bicycles Dingo collects on the Louisville 
side of the river are distributed by the U.S. Marine Corps Toys for Tots campaign. 
The first year, they brought in 650 bikes. In 2018, it rose to 2,541 bikes.

Benson and his counterpart go up on the platform at 5 a.m. on a Thursday, 
and they don’t come down until 8 a.m. Monday.

“The morning that we go up, there’s nothing on the ground beneath us,” 
Benson says. “And when we come down, there’s a mass of bicycles.”

Benson says living on the platform is exciting because of what’s happening 
below, but it isn’t fun. “There’s very limited space where you can actually move 
around up there, and with the weather around here, you never know what’s 
going to happen,” Benson says.

One year there was a tornado warning. That prompted a lowering of the 
platform to about 10 feet off the ground so he could get down if necessary. Last 
winter there was an ice storm the first day Benson went up.

Benson is proud of the way the community has responded to the charity drive.
“Families would buy a bike and bring it to us. They would tell their children 

what the purpose of doing this is, the gift of giving. On my side, some builders 
and some charitable groups would start challenging people. Police would chal-
lenge firefighters.” 

Right: Technician Andy Devore cleans 
a restroom from PolyJohn Enterprises. 
The truck he’s using is outfitted with a 

slide-in unit from KeeVac Industries.

Below: Technicians Michael Jenkins, 
left, and Andy Devore prepare PolyJohn 

Enterprises restrooms for use at a 
special event in Jeffersonville, Indiana.
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ON LOCATION

An awe-inspiring California air show featuring the 
Blue Angels is a signature service event for Area 
Portable Services  BY BETTY DAGEFORDE

Flyin’ High

(continued)

THE TEAM
Area Portable Services in Rancho Cordova, California, provides 

portable restrooms and temporary fencing for events and construction 
sites within a 45-mile radius around nearby Sacramento. The company is 
owned by Doug Gredvig. Jason Klapper, sales manager, oversaw the Cali-
fornia Capital Airshow project along with J.J. Rengstorff, operations man-
ager, who tapped about 10 of the company’s 35 employees for the event.

 
COMPANY HISTORY

Gredvig enjoyed a successful minor league baseball career, but after 
seven years and a couple of back surgeries, he retired in 2006. He thought 
he might have a knack for business, so he decided to give entrepreneur-
ship a try. A curiosity about the sanitation industry had been piqued dur-
ing his travels, which led to helping out a Maryland PRO in the offseason 
— so that industry seemed a natural fit.

Gredvig bought a load of portable restrooms and a vacuum truck and, 
with a competitive spirit and determination, started knocking on doors. 
Within a short period of time, he brought on help and has been growing 
ever since.

THE JOB: California Capital Airshow

LOCATION: Mather Airport, Sacramento

THE PRO: Area Portable Services

The U.S. Navy Blue Angels fly in close 
formation at the California Capital Airshow.
(Photos by Lezlie Sterling)

The Area Portable Services leadership team includes, from left, Jason Klapper, sales 
manager; Doug Gredvig, owner; and J.J. Rengstorff, operations manager. They are 
shown with one of several service trucks on hand, built out by Davidson Tank, Crescent 
Tank and Tank World, all carrying Masport pumps.
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with a competitive spirit and determination, started knocking on doors. 
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MAKING CONNECTIONS

Klapper started with the company in May 2017 and landed the contract 
for the air show, now their largest event. Klapper shepherded it through the 
bidding process, but he says it wasn’t just about the numbers. “It was more 
about being service-oriented and able to take care of such a large event in a 
short amount of time,” he says, “and making the experience positive for the 
guests.” The company has had the job every year since.

 
THE MAIN EVENT

The U.S. Navy Blue Angels’ precision flight demonstration team was a 
highlight of the California Capital Airshow held at Mather Airport in Sac-
ramento the weekend of Oct. 5-6, 2019. The event drew more than 120,000 
attendees. The price of admission covered aerial performances including 
parachuting, barnstorming and a D-Day tribute; on-ground military and ci-
vilian aircraft displays; interactive informational activities; and the Kiddie 
Hawk children’s activity area.

BY THE NUMBERS
Klapper and Rengstorff began the planning process by taking the pre-

vious year’s numbers, factoring in the organizers’ preliminary attendance 

guesstimate, which assumed larger crowds because of the Blue Angels, and 
adjusting for the fact that it was reduced from a three-day event in 2018 to 
two days. For 2019, they provided 175 gray Maxim 3000 standard units, 27 
Freedom, three ADA-compliant units, 50 double-station Breeze hand-wash 
units and a few 300-gallon holding tanks for food vendors, all from Satellite | 
PolyPortables. They also brought in seven restroom trailers from JAG Mobile 
Solutions and NuConcepts, ranging in size from two to eight stalls.

 
LET’S ROLL

Proper layout for the event is critical, Klapper says. “We don’t want them 
[units] blocking views or aircraft,” he says. “And planes might come in later 
than expected so we can’t have certain banks set up because they’d get blown 
over by the jet blast. When they bring in a big C-5, it needs a lot of space, so 
there are some units that wait until all the planes are there to get into their fi-

(continued)

Left: Technicians Josh Bridges, left, and 
Jermaine Felton restock paper supplies as 
they service restrooms at Mather Airport in 
Sacramento, California.

Below: Operations manager J.J. Rengstorff, 
right, and drivers David Fuentes, left, and 
Jermaine Felton, center, service a hand-wash 
station from Satellite | PolyPortables.

About 120,000 people attended the 
air show, which included the U.S. Navy 
Blue Angels, seen here on the tarmac.
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vilian aircraft displays; interactive informational activities; and the Kiddie 
Hawk children’s activity area.
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Freedom, three ADA-compliant units, 50 double-station Breeze hand-wash 
units and a few 300-gallon holding tanks for food vendors, all from Satellite | 
PolyPortables. They also brought in seven restroom trailers from JAG Mobile 
Solutions and NuConcepts, ranging in size from two to eight stalls.
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Proper layout for the event is critical, Klapper says. “We don’t want them 
[units] blocking views or aircraft,” he says. “And planes might come in later 
than expected so we can’t have certain banks set up because they’d get blown 
over by the jet blast. When they bring in a big C-5, it needs a lot of space, so 
there are some units that wait until all the planes are there to get into their fi-
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Left: Technicians Josh Bridges, left, and 
Jermaine Felton restock paper supplies as 
they service restrooms at Mather Airport in 
Sacramento, California.

Below: Operations manager J.J. Rengstorff, 
right, and drivers David Fuentes, left, and 
Jermaine Felton, center, service a hand-wash 
station from Satellite | PolyPortables.

About 120,000 people attended the 
air show, which included the U.S. Navy 
Blue Angels, seen here on the tarmac.
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nal position.” Five or six months out, Area 
Portable Services got together with event 
organizers to review the preliminary lay-
out and quantities. Fine-tuning the plan 
started about a month out and continued 
right up until showtime.

On Wednesday, the team started 
transporting equipment to the airfield 5 
miles away using eight-unit, 12-unit and 
16-unit trailers (McKee Technologies - 
Explorer Trailers). Units were set up in a 
dozen locations. Large banks of about 12 
were placed throughout the facility in-
cluding major walkways, the grandstand 
and the food court. Smaller banks or sin-
gles were set up at entrance gates, parking 
lots, the fire department compound and first-aid stations. Restroom trailers 
were stationed at private VIP chalets.

 
KEEPIN’ IT CLEAN

On Saturday morning, the uniformed crew headed out to the airfield in 
six of the company’s vacuum trucks. The trucks weren’t used until evening 
but remained on site throughout the day at the company’s base camp. “It 
gives us a nice presence — our nice shiny trucks lined up in a row,” Klapper 
says. The crew spent the day restocking and wiping down units. They were 
mostly feet on the street, but they also had access to facility-provided golf 
carts. The air show’s volunteer staff was also on hand to help, particularly 
for the restroom trailers, so there was no chance for cleanliness problems.

Base camp was also where the crew took their breaks. “We put up [a 
canopy] and some chairs and had plenty of water and Gatorade and snacks 
on hand,” Klapper says. “I brought donuts in the morning, and we provided 
lunch. We keep them well hydrated and well fed.”

On Sunday morning, the crew repeated the process, also bringing in a few 
hauling trailers so they could begin removal that night, finishing by Tuesday.

Pumping took place Saturday night shortly after the show 
ended at 5 p.m. and again Sunday night when the event con-
cluded using a 2015 Ford F-550 with a 750-gallon waste and 
300-gallon freshwater tank from Crescent Tank, a 2017 Hino 
with a 1,000-gallon waste and 300-gallon freshwater tank 
from Crescent Tank, a 2017 Hino with a 1,500-gallon waste 
and 600-gallon freshwater tank from Davidson Tank, two 2019 
Hino 268As with 1,100-gallon waste and 500-gallon freshwa-
ter tanks from Davidson Tank, and a 2019 Ford F-550 with a 

900-gallon waste and 400-gallon freshwater tank from Tank World. All have 
steel tanks and Masport pumps. The company uses deodorant products 
from Walex Products. Waste was taken to the nearby 24-hour Sacramento 
County wastewater treatment plant.

 
THINKING AHEAD

Other than a few hand-wash stations running out of water — quickly 
swapped out with extras on hand — the event went smoothly, Klapper re-
ports. He and Rengstorff were on site the entire time, already thinking about 
next year. “We always take notes,” he says. “Then we go through how the 
event went and where banks were, and we consider if we want to add more 
in certain areas because of traffic flow.”

In addition to a lot of planning, Klapper gives credit to the team for a 
smooth-running operation. “Being at the air show and seeing the planes fly-
ing, that’s a lot of fun. But taking care of such a large crowd, that’s the most 
fulfilling part for me — seeing our team working together, making it as seam-
less as possible. It’s a credit to all the guys who put in the time and hard work. 
It really makes this thing shine.” ■

(See ad page xx)

Crescent Tank Mfg.
585-657-4104
www.crescenttank.com
(See ad page 14)

Davidson Tank
661-325-2145
www.davidsontank.com
(See ad page 30)

JAG Mobile Solutions
800-815-2557
www.jagmobilesolutions.com
(See ad page 31)

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

McKee Technologies - 
Explorer Trailers
866-457-5425
www.mckeetechnologies.com
(See ad page 40)

NUCONCEPTS 
800-334-1065
www.nuconcepts.com

Satellite | PolyPortables
800-883-1123
www.satelliteindustries.com
(See ad page 44)

Tank World Corp 
623-536-1199
www.tankworldaz.com
(See ad page 6)

Walex Products Company 
800-338-3155
www.walex.com
(See ad page 42)

MORE INFO

“Being at the air show 
and seeing the planes 
flying, that’s a lot of fun. 
But taking care of such 
a large crowd, that’s 
the most fulfilling part 
for me — seeing our 
team working together, 
making it as seamless 
as possible.”

JASON KLAPPER

Right: Air show visitors utilize one of the restroom trailers on 
hand, this one from JAG Mobile Solutions.

Below: Spectators use some of the 175 Satellite | PolyPortables 
restrooms and hand-wash stations during the run of the air show.
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KEEPIN’ IT CLEAN

On Saturday morning, the uniformed crew headed out to the airfield in 
six of the company’s vacuum trucks. The trucks weren’t used until evening 
but remained on site throughout the day at the company’s base camp. “It 
gives us a nice presence — our nice shiny trucks lined up in a row,” Klapper 
says. The crew spent the day restocking and wiping down units. They were 
mostly feet on the street, but they also had access to facility-provided golf 
carts. The air show’s volunteer staff was also on hand to help, particularly 
for the restroom trailers, so there was no chance for cleanliness problems.

Base camp was also where the crew took their breaks. “We put up [a 
canopy] and some chairs and had plenty of water and Gatorade and snacks 
on hand,” Klapper says. “I brought donuts in the morning, and we provided 
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On Sunday morning, the crew repeated the process, also bringing in a few 
hauling trailers so they could begin removal that night, finishing by Tuesday.
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•  Aluminum/ 

Steel/Stainless

•  Portable Restroom 
Service Trucks 

•  Aluminum/  
Steel/  
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Miller  
Plastic Products, Inc

• Durable  • Variety Of Colors & Materials
• Made With Precision From Your Specs

www.MillerPlastics.com | 724-947-5000 | Sales@MillerPlastics.com

•  We use engineer grade 
co-poly polypropylene  
material that is 25% lighter 
while being more durable  
& impact resistant.

•  We can customize to any 
size or shape for maximum 
capacity & space efficiency

•  Custom plumbing  
available with optional  
heating system

• Doors • Cabinets • Interiors •

Our tanks and interiors are made to outlast the trailer!  
Contact our professional reps today!

• Tanks •

Custom Made For Any Mobile Restroom Trailer Interiors

BOOTH

HL20

Order through our website
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Starting At
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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.

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

Page 10

MOJOMOJO
Music City
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F I L E

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 

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

MOJOMOJO
Music City

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

PoshPrivy Nashville, Tenn.
★
Tennessee

(continued)

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

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

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

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

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

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

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

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

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

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

(continued)

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

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

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

 
TARGETING CUSTOMERS

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

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

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

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

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

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

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

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

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

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

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

MORE INFO

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

Brandon Mcneely

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

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

POSTERS 
Starting At
$35

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

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

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

 
TARGETING CUSTOMERS

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

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

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

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

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

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

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

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

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

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

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

MORE INFO

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

Brandon Mcneely

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

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

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

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

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

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

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

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

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

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

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

(continued)

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

COVER STORYCOVER STORY

F I L E

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 

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

MOJOMOJO
Music City

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

PoshPrivy Nashville, Tenn.
★
Tennessee

(continued)

Working for singer Ronnie Dunn, 
Brandon McNeely recognized a need 
for portable sanitation at upscale 
parties. So he started PoshPrivy, 
where this compact Comforts of Home 
restroom trailer is a popular offering.
(Photos by Patrick Durkin)
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G 
oodbye customer! It’s nothing personal (at least not usually). 
Sometimes customers’ expectations can’t be met, other times 
customers require an inordinate amount of time, and on rare 

occasions, a customer’s behavior may expose an organization to undue 
peril. When any of those situations occur, it’s best to say goodbye and to do 
so quickly in a way that creates the least resentment on both sides.

Here are five signs it’s time to part company and how to say, “So long!”

1. They cause 80% of your problems and don’t contribute even close 
to 80% of your revenue.

From time to time, any customer could require more energy than oth-
ers. Those high-demand situations are normal. What isn’t normal, howev-
er, is the perpetual squeaky wheel that routinely disrupts normal business 
operations.

Customers who buy very little and cost a lot of time, personnel or men-
tal energy to service may not be the customers you want to keep — especially 
if serving them prevents you from taking care of customers or clients who 
are more profitable and easier to help.

Goodbye Move: When a customer is more work than it’s worth, the 
easiest way to say goodbye is to rely on the classic “It’s not you, it’s me” ap-
proach. For example: “Brad, I’m concerned. I’ve reviewed your account and 
have discovered that we’re doing a lot of rework and revisions to the projects 
we have with your firm. I’ve concluded that there has got to be someone who is 
a better fit for you. We’re not hitting the mark with you the way we do with our 
other clients. This isn’t good for you or us.” If after that they insist on staying 
anyway, consider raising your rates accordingly.

 
2. They are abusive to your employees.
When management allows customers to abuse employees, it’s the same 

as perpetrating the abuse directly. Do customers swear, yell, demean or ha-
rass your employees? If so, it’s time to draw a line in the sand and let them 
know what behavior is and isn’t acceptable. “Julie, we have a no-profanity 
rule here. Respect is one of our core values, and we’ve agreed that we don’t yell 
and swear at our clients or each other.”

If the bad behavior continues, the relationship should stop. “But she’s 
our best customer. She has a lot of sway.” Maybe so. She’s also the poison that 
potentially exposes the organization to a lawsuit, erodes morale and nega-
tively affects the culture.

Goodbye Move: When someone is abusive, again, it’s best to say good-
bye and to do so in a calm and professional manner. “Julie, you’re obviously 

unhappy, and my employees are too. For the benefit of everyone, at this point 
I think it’s best that we part company. We both deserve better.”

 3. Their behavior is out of touch with your ethics policies and practices.
You are the company you keep. If you are enabling customers to act in 

a way that is in disagreement with your organization’s values or the law, it 
may be time to say goodbye. Do you really want to associate yourself and 
your organization with those whose business practices are illegal, immoral 
or routinely questionable? When you like the people on a personal level, it 
can feel like a tough decision when you’re making it. The good news is once 
you do, you won’t look back.

Goodbye Move: When someone or an organization exposes you to un-
needed risk, it’s prudent to disassociate yourself and your organization from 
them pronto. “We’re a very conservative organization. While we understand 
others have a more robust appetite for risk, it’s typically something we avoid. 
For that reason, another vendor is probably going to better meet your needs. 
At this point, we’re really just not a good fit.”

 
4. They expose you to unneeded financial risk.
If you spend more time chasing payments than performing work, it’s 

time to consider a new payment plan at a minimum or a permanent breakup 
if that step doesn’t solve the problem.

Goodbye Move: Just as it doesn’t make sense to stay involved with 
someone who exposes you to ethical and legal risks, an organization that 
puts your pocketbook on the line is probably best avoided. “Janet, I know 
we’ve tried a range of payment options to make this relationship work. At 
this point, we simply don’t have the financial appetite to accommodate your 
payment schedule. For that reason, I’m asking you to find another vendor. We 
can’t accommodate the work.”
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Customers who buy very little and cost a lot of time, 
personnel or mental energy to service may not be the 
customers you want to keep — especially if serving them 
prevents you from taking care of customers or clients who 
are more profitable and easier to help.

5 Signs It’s Time to Say Goodbye to Your Customer
SOMETIMES LONG-TERM CUSTOMERS JUST DON’T SERVE YOUR COMPANY’S BEST INTERESTS. 
HERE’S HOW TO BREAK UP WITH THEM THE RIGHT WAY.

By Kate Zabriskie

5. You’re no longer a good fit.
Sometimes people and organizations grow apart. Nobody has done 

anything wrong; the two parties are just in different places and it’s time to 
say goodbye.

Goodbye Move: This last goodbye is the hardest. When you find you 
and your customer are no longer compatible, it’s a good idea to start the 
conversation with something open-ended. “Bill, tell me a little bit about how 
you see your business growing in the next few years.”

Assuming Bill isn’t planning for growth, you might continue with: “It’s 
good to hear that you’re comfortable where you are. That’s a nice place and 
a future goal of ours. As you may know, we’re on a growth strategy and have 
been for a couple of years. What concerns me is our ability to give you the at-
tention in the future that we’ve been able to give you in the past. I think you 
deserve to work with a partner company that can make your work priority 
No. 1, and right now I don’t think that’s us.”

 
DO IT NOW

No matter the reason, prolonging a relationship that isn’t working 
does no one any favors. It’s usually not fun to say goodbye, but once you 
do, you’ll have more time to say hello to customers who should conduct 
business with you. ■

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

talent development firm. Reach her at www.businesstrainingworks.com.
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5. You’re no longer a good fit.
Sometimes people and organizations grow apart. Nobody has done 

anything wrong; the two parties are just in different places and it’s time to 
say goodbye.

Goodbye Move: This last goodbye is the hardest. When you find you 
and your customer are no longer compatible, it’s a good idea to start the 
conversation with something open-ended. “Bill, tell me a little bit about how 
you see your business growing in the next few years.”

Assuming Bill isn’t planning for growth, you might continue with: “It’s 
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a future goal of ours. As you may know, we’re on a growth strategy and have 
been for a couple of years. What concerns me is our ability to give you the at-
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Kate Zabriskie is president of Business Training Works, a Maryland-based 

talent development firm. Reach her at www.businesstrainingworks.com.
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SOLAR LED INNOVATIONS

Choose a  
lighting option…
for portable 
restrooms.

Performance . . . . . .GOOD . . . . BETTER . . . . . . . BEST 
Solar Panel  .  .  .  .  .  .  .  .  .  .  .  .  .2v  .  .  .  .  .  .  .  .  .  .  .4v .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 6v
Lumens  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .30 .  .  .  .  .  .  .  .  .  .  .50 .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 65
Sensor  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .Motion .  .  .  .  .  .  .Motion .  .  .  .  .  .  .  . Dusk To Dawn
Battery (ma)  .  .  .  .  .  .  .  .  .  .  . 600  .  .  .  .  .  .  .  .  .3200 .  .  .  .  .  .  .  .  .  .  .  . 10600
Profile/Shaft  .  .  .  .  .  .  .  . High/Long  .  .  . High/Long  .  .  .  .  .  . Low/Medium

We offer them all at:  www.SolarGoose.com 
Or call 484-639-4833

PROVIDING LIGHTING SOLUTIONS FOR OVER 80 YEARS.

(Recommended 
by Can-Doo Lou!)

Introducing the Phone Lite
•  An economy lighting option for portable restrooms . 
•  People can place their cell phone light on a door mount . 
•  The unit attaches in minutes and is durable  

and easy to clean .

Winter Sale as low as $30 per light T his past winner of the Where’s the Restroom? contest, Elliot Dill of Kansas City, 
Missouri, wore the Portable Restroom Operator T-shirt he won when he ventured 
out on vacation, then submitted a photo of himself at a tourist attraction. Now it’s 

your turn to guess where he was found standing next to a Five Peaks restroom.
We’re looking for the name of the attraction, the city and state, and the intersec-

tion where it is found. Here are a few clues to help you guess where the gentleman is 
visiting.

1. The town, population 567, was settled soon after the Revolutionary War.

2. The slogan for the attraction, founded in 2001, is “Engineered By Nature.”

3.  The world’s largest recreation of a Native American fruit, not Concord grapes, 
raspberries or cranberries.

4. Also home to a national organization that promotes patriotism.

5. From this location, you can see a large mountain in a national park.

6. On the 44th parallel.

7.  Home to a baseball notable, one of only two pitchers in Major League history 
to win 20 games for a team that lost 100 games.

To win the contest, be the first person to respond with the correct location where 
the restroom trailer is located. The winner will receive a PRO T-shirt and recognition as 
a geographical whiz. Send your responses to editor@promonthly.com. The winner will 
be announced at PROmonthly.com and through the PRO Facebook page. ■

SEND YOUR MYSTERY PHOTOS! Do you have an interesting spot where you’ve been 
dropping and servicing restrooms? Send some photos to be considered for our feature, 
Where’s the Restroom? If we decide to run your photos in a future issue, we’ll send you a 
Portable Restroom Operator T-shirt! Send your photos to editor@promonthly.com.

Where’s the Restroom?   
February 2020

This Roadside Attraction 
Is Dedicated to a Super Food
OUR PRO T-SHIRT TRAVELED FAR AND WIDE TO END 
UP AT THIS MYSTERY LOCATION. CAN YOU NAME IT? 
By Jim Kneiszel

https://store.solargoose.com/
mailto:editor@promonthly.com
mailto:editor@promonthly.com
www.westmoorltd.com
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Innovation • Excellence • Durability
The QUALITY You Deserve

Special
Pricing*

Take
advantage 

of 

Visit us at
Booth #2559

With Sansom Industries Superior Portable Restrooms, you give your
customer unmatched features, benefits, and innovations—and ensure your

maximum profitability with an advantage over the competition.

Fully assembled 

Zenith
$579*

Our 80-gallon Flagship Model

Fully assembled 

RAM
$549*

Superior 65-gallon Mid-range Model

Fully assembled 

MAX
$1,599*

*Upgrade to 70-gallon tank for $100 more

All Sansom
Industries
models
protected 
by multiple 
U.S. Patents

844-9SANSOM 844-972-6766 | SAINT LOUIS, MISSOURI 

SANSOMINDUSTRIES.COM

Buy a
truckload of

95 unassembled
Zenith or RAM units

and get FREE FREIGHT in
the 48 contiguous states.*

Up to $4,000 value; cannot be 
combined with other special 
pricing or offers.

I N D U S T R I E S
Superior Portable Restrooms

FREE 
FREIGHT*

*WWETT Show Specials valid January 15,
2020 through February 28, 2020.

100% MADE IN USA

Fully assembled 

ADA
$1,749*

Fully ADA and California Title 24 Compliant

ad 3 4 pumper 825x75_Zenith  12/11/2019  4:53 PM  Page 1

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

fffffrrom theoom thethe

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,

BOOTH
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T his past winner of the Where’s the Restroom? contest, Elliot Dill of Kansas City, 
Missouri, wore the Portable Restroom Operator T-shirt he won when he ventured 
out on vacation, then submitted a photo of himself at a tourist attraction. Now it’s 

your turn to guess where he was found standing next to a Five Peaks restroom.
We’re looking for the name of the attraction, the city and state, and the intersec-

tion where it is found. Here are a few clues to help you guess where the gentleman is 
visiting.

1. The town, population 567, was settled soon after the Revolutionary War.

2. The slogan for the attraction, founded in 2001, is “Engineered By Nature.”

3.  The world’s largest recreation of a Native American fruit, not Concord grapes, 
raspberries or cranberries.

4. Also home to a national organization that promotes patriotism.

5. From this location, you can see a large mountain in a national park.

6. On the 44th parallel.

7.  Home to a baseball notable, one of only two pitchers in Major League history 
to win 20 games for a team that lost 100 games.

To win the contest, be the first person to respond with the correct location where 
the restroom trailer is located. The winner will receive a PRO T-shirt and recognition as 
a geographical whiz. Send your responses to editor@promonthly.com. The winner will 
be announced at PROmonthly.com and through the PRO Facebook page. ■

SEND YOUR MYSTERY PHOTOS! Do you have an interesting spot where you’ve been 
dropping and servicing restrooms? Send some photos to be considered for our feature, 
Where’s the Restroom? If we decide to run your photos in a future issue, we’ll send you a 
Portable Restroom Operator T-shirt! Send your photos to editor@promonthly.com.

Where’s the Restroom?   
February 2020

This Roadside Attraction 
Is Dedicated to a Super Food
OUR PRO T-SHIRT TRAVELED FAR AND WIDE TO END 
UP AT THIS MYSTERY LOCATION. CAN YOU NAME IT? 
By Jim Kneiszel

mailto:sales@laigroup.com
http://www.LAIgroup.com
www.sansomindustries.com
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Portable Restroom Delivery

RestroomDeliveryTrailers.com

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

TRAILERS

877-445-5511

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

BOOTH
1130

Extra! 
Extra!

Get more news, 

information, 

and features 

with our 

exclusive 

online content.

Want More Stories?

Check out 

Online Exclusives
at 

www.promonthly.com/online_exclusives

http://www.promonthly.com/online_exclusives
www.restroomdeliverytrailers.com
www.centurypaper.com
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724.972.6590www.LangRestroomTrailers.com

Shower Trailers

Laundry Trailers 

Decontamination 
Shower Trailers 

Restroom Trailers

O�ce Trailers 

BOOTH

2500

Like our Facebook page 
and stop by our booth

for a chance to win an Amazon gift card

“The quality of 
their product, 
the quality of 
their service, 

and the quality 
of their people...
keep us coming 

back.”

Steve Smith,
Smith’s Sanitary Septic Service
Hanover, PA

www.pikrite.com
800.326.9763

Made in the USA

YOU WANT QUALITY.

WE GET THAT.

BOOTHS
4405,
4410,
4413,
4415

http://www.LangRestroomTrailers.com
http://www.pikrite.com
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Karleen Kos is executive 
director of the Portable 
Sanitation Association 

International. She may be 
reached at karleenk@psai.org 

or 952-854-8300.

S ometimes it’s hard to tell the difference between things that seem very 
alike. If you are a Harry Potter fan, you know that even Mrs. Weasley 
had trouble sorting out Fred and George. If you are older, you might 

recall the challenges — at least from a distance — of separating the Pontiac, 
Chevrolet and Oldsmobile “cookie-cutter cars” of the 1980s. And who can 
say whether there is any meaningful distinction between an Oreo and a Hy-
drox cookie in a blind taste test?

So it is with the Water & Wastewater Equipment, Treatment & Transport 
(WWETT) Show and the Portable Sanitation Association International’s 
Convention and Trade Show. In some ways they seem very similar, yet 

there are some clear differences. The WWETT Show is larger and located 
in Indianapolis, while the PSAI event is smaller and moves around the 
country. But there are more meaningful differences too. So when you are 
considering which one to attend, it might be helpful to have the following 
things in mind:

•  Are you interested primarily in portable sanitation or a wide 
range of wastewater-related industries? By its larger nature, the 
WWETT Show reaches into many aspects of the water and wastewater 
industries. The PSAI’s event has been created by, and for, portable 
sanitation professionals, and that is its primary focus.

•  Do you want to blend into something big or have a personalized 
experience? If you like to go to a huge show, walk the floor and “do 
your own thing,” the WWETT Show is a great fit for you. With its huge 
space and hundreds of vendors, you can spend days doing just that. 
The PSAI’s event, by contrast, is more interactive with other attendees. 
You will meet and talk with people who do what you do. You’ll pick 
topics that matter to you, share lessons you’ve learned and hear how 
others have solved some of the problems you’ve faced. You’ll be drawn 
into dinners and discussions that will have an immediate impact on 
your business back home. When you leave, you’ll be leaving folks who 
feel like family.

•  Do you want speakers with hands-on experience in your field? 
No doubt about it, the WWETT Show offers some great educational 
opportunities across a lot of fields. Many of their speakers are experts 
in whatever they do. With its singular focus, the PSAI’s programming 
drills down into both the “why” and “how” of various aspects of 
running a portable sanitation company or business line. From our 
roundtable discussions to our hands-on learning labs, most of the 
presenters and facilitators actually do what you do for a living.

The portable sanitation industry is lucky to have two great events to con-
sider for continuing education and product display. We hope you will attend 
one or both of them. The WWETT Show will be held Feb. 17-20 at the Indiana 
Convention Center, and the PSAI’s Annual Convention and Trade Show will 
be held March 24-28 at the Baltimore Convention Center. Next year, join the 
PSAI Feb. 2-5 in Memphis, Tennessee, and also check out WWETT Feb. 22-
25, 2021, in Indianapolis. We’ll see you there!  ■

By Karleen Kos

Winter Brings Industry Exhibition 
and Education Options for PROs

mailto:karleenk@psai.org
store.roeda.com
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BUSINESSES

Luxury Flushing Restroom Business for Sale 
- Montana. Relocating out of state. Business 
includes one (1) 2018 Rich Restrooms 2-stall 
portable restroom trailer, one 2018 Satellite 
Selfie 2-stall portable restroom trailer – both 
with winter packages, two generators. Ex-
cellent reputation from Missoula, Helena, 
Bozeman and beyond, and 4 confirmed or-
ders for 2020 season. Serious inquires to 
fancyflushmt@gmail.com.  (T03) 

Portable toilet business for sale in Charlotte, 
Winston-Salem, Greensboro NC and sur-
rounding area. 350+ portable toilets, holding 
tanks, half toilets, handwashing stations. Se-
rious inquires only. Call 336-345-4392. (P02)

Portable restroom service business for sale 
located in Bluffton, Ohio. Approximately 160 
portable restrooms, 8 handicap units, 12 
handwash stations, 2006 FM Mfg. 10-unit 
trailer with hand cart, 2006 Ford F750 ser-
vice truck with 1,500/300 gallon tank. Se-
rious inquiries to Mrseptic6@gmail.com or 
basi1@comcast.net.  (P02)

COMPUTER SOFTWARE
FreeSer v iceReminderSof tware .com, 
FreeSe r v i ceD i spa tchSo f tware . com,  
FreeRouteManagementSoftware.com.  
 (T02)

LEASING/FINANCING
Help your company grow! –  Call BSG 
Services today and let’s get STARTED. It’s 
quick and easy! Call toll-free 866-259-5370 
or 352-516-7808.  (TBM)

PORTABLE RESTROOMS

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

(21) (13 still in plastic) Five Peaks Aspen 
(citrus door/forest green body) $350 each. 
(1) ADA Summit brand new in plastic forest 
green/gray door - $1,200. (4) forest green 
body/door Aspen still in plastic - $350. (3) 
Five Peaks ride along sink stands - $350. (2) 
sanitizer stands - $150. Selling off to focus 
on other biz. Info@froggyjohns.com for pics/
details.  (P02)

PORTABLE RESTROOM TRAILERS

2016 2-stall Rich restroom trailer with 
120-gallon freshwater tank/350-gallon waste. 
$14,900. Any questions or pictures please 
email info@expressportable.com or call 786-
488-4276.  (P02)

2004 15' Executive Restroom Trailer, white 
in color, one stall for ladies and one stall for 
men. Asking $4,000. 410-795-2947  (P02)

2003 20' Olympia Executive Restroom Trail-
er, 2 stalls for women, 1 stall and 1 urinal for 
the men. $5,000. 410-795-2947 (P02)

PORTABLE RESTROOM TRUCKS

2005 F550 XL SuperDuty, 2WD. Lely 
700 waste/300 fresh, Masport pump, 
12v Leeson water pump. 285,401 
miles. Call for more information.

843-431-8643, SC T02

2000 International 4700 Series, 
DT466 engine, automatic transmission, 
262,244 miles, 23,119 hours. 1,100 
waste, 400 freshwater, air on the water. 
PTO-driven Masport pump. Good tires 
and air brakes.  ......................  $22,000

Call 843-431-8643, SC T02

1999 International 4900 Series, DT466, man-
ual transmission, 300k+ miles. 1,500-gallon 
tank, 1,100/400, dual work stations, PTO 
driven, Masport/pressure washer, great rub-
ber. Ready to work. Great price $15,000. 
Call 317-997-5600.  (T03)

2012 Ford F550 cab and chassis with an Im-
perial 1,100 U.S. gallon tank, 3-compartment 
150/600/350 aluminum portable toilet, ser-
vice unit, with a Masport HXL4 vacuum pump. 
(Stock #4246V). www.vacuumsalesinc.com 
(888) VAC-UNIT (822-8648). (TBM)

2014 Hino 195 stainless steel pump truck, 
Best Enterprise built 1,050-gallon tank (300 
water/750 waste), Conde PTO-driven pump. 
Runs perfect and dealer maintained, 185k 
miles. $36,000. Call 718-634-2780.  (T02)

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

2012 Chevy 3500 HD Extra Cab - Duramax 
6.6 Allison transmission. 275-gallon waste, 
125-gallon freshwater. New tank, new tires, 
Conde pump, Honda motor w/electric start. 
Hauls 2 units. $19,500 OBO. Contact Mike 
208-739-7151 or mike@portapros.com. (P02)

2006 Ford F750 vac truck, $25,000 OBO. Con-
tact us at 419-358-1936 or basi_mm@yahoo.
com for pictures or more information.  (P02)

2003 International 4300, DT466, 6-speed. 
Good condition with 600-waste/200-100 
fresh. Masport pump 13hp electric start. 
Runs great, needs clutch. $8,500 OBO. 
Contact Mike at 208-739-7151 or mike@ 
portapros.com.  (P02)

SLIDE-IN UNITS
Looking to buy slide-in units - any condition. 
239-633-4766.  (T05)

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)

WANTED
Looking for used slide-in units. Please call 
765-3079-8318 or 765-894-3007 if you 
have any. Also looking for a good, used port-
a-pot truck, a small route truck and also look-
ing for used port-a-pots.  (T02)

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

PORTABLE SANITATION PRODUCTS 

800.556.0111
surco.com

New mess-free  
packets available!

Call to get your FREE sample

Portable Toilet
Deodorant

Surco®
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RestRoomTruck.com

Specializing In Portable Restroom 
Delivery & Pick-up Service Trucks.

815.727.7020  restroomtruck.com

The Best Trailer  
For All Of Your  
Portable Toilet  

Transport Needs

The  
Johnny Mover

800-498-3000 
www.cesspoolcleaners.com
troyd@cesspoolcleaners.net

Trailers In Stock 

Ready To Ship

mailto:fancyflushmt@gmail.com
mailto:Mrseptic6@gmail.com
mailto:basi1@comcast.net
mailto:Info@froggyjohns.com
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RJ Products, LLC • Elkhart, Indiana
574-294-2624 • www.lunarglo.com

 
 

Made in 
the USA

Online Ordering Available Now

LunarGlo® Light & LunarVent® Solar Fan

Elkhart, Indiana
574-294-2624 • www.lunarglo.com

Improvements to the ever popular 
LunarGlo™ light are receiving great reviews

 
 

Made in 
the USA

Charge by day, light all night, every night – automatically! 

A new clear dome that covers the solar cell array.  This provides additional 
protection from falling limbs, hail or other potentially damaging debris!

Extended reach of the threaded section to accommodate the new thicker 
roof designs.  It is now 7/8”.  This makes the LunarGlo™ easily adaptable to 
all current designs!

No switches or other moving parts to wear out or break!

Order Online Or Give Us A Call

RJ Products, LLC • Elkhart, Indiana
574-294-2624 • www.lunarglo.com

Improvements to the ever popular 
LunarGlo™ light are receiving great reviews

 
 

Made in 
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Charge by day, light all night, every night – automatically! 

A new clear dome that covers the solar cell array.  This provides additional 
protection from falling limbs, hail or other potentially damaging debris!

Extended reach of the threaded section to accommodate the new thicker 
roof designs.  It is now 7/8”.  This makes the LunarGlo™ easily adaptable to 
all current designs!

No switches or other moving parts to wear out or break!

Online Ordering Available Now

RJ Products, LLC • Elkhart, Indiana
574-294-2624 • www.lunarglo.com

Improvements to the ever popular 
LunarGlo™ light are receiving great reviews

 
 

Made in 
the USA

Charge by day, light all night, every night – automatically! 

A new clear dome that covers the solar cell array.  This provides additional 
protection from falling limbs, hail or other potentially damaging debris!

Extended reach of the threaded section to accommodate the new thicker 
roof designs.  It is now 7/8”.  This makes the LunarGlo™ easily adaptable to 
all current designs!

No switches or other moving parts to wear out or break!

Online Ordering Available Now 2-Year 
Warranty

Manufactured after 
April 1, 2016

Made in the USA Contact us for CAGE code and DUNS number.

Proud  
Member of

   l  Charge by day, usable all night, every night –  
automatically! 

l  A unibody housing provides additional protection 
from falling limbs, hail or other potentially  
damaging debris! High-pressure washer resistant.

l  Power a ventilation fan capable of moving up  
to 22 cubic feet of air per minute.

l  No switches or other moving parts to wear out or break!

l  Lowest cost of ownership        l  No batteries to change

See the difference LunarGlo can make.

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

BOOTHS

6617
6621

http://www.lunarglo.com
http://www.lunarglo.com
http://www.screencosystems.com
mailto:sales@screencosystems.com
https://www.weqfair.com/


BOOTH
1567

www.walex.com


BOOTH
1567

www.pjpromag.com


https://www.satelliteindustries.com



