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In Business Since 1959

Portable Toilets  |  Holding Tanks  |  Hand Wash Units  |  Accessories

TUFF-JON

• Lifting Bracket  
Assembly

• Sky Heater

• Corner Shelf

• Towel Dispenser

• Hand Washer  
Available For Both 
Styles of Tuff-Jon

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

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

Containment Tray

TJ Handy Stand
Waterless Gel Touch 

Dispensers

90 Gallon Free-Standing Sink
with Optional Handicap Accessible Sink 

(45 gallons fresh water)

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

•  Standard holes  
are 2 - 3" holes 
with plugs

•  Can customize 
holes to match  
your specs 

TJ Junior Single
Free Standing Sink

(16 gallons fresh water)

Sink Lifting Bracket
Interior View of Deluxe TJ-III

60 Gallon Rinse Tank

100 Gallon Fresh 
Water Supply Tank

TJ Shorty

TJ Kids Tuff-Jon III Tuff-Jon

Thanks For  
Visiting Us

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

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

CUSTOM BUILT.  DRIVEN BY YOU.

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

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

CUSTOM BUILT.  DRIVEN BY YOU.

VISIT US AT BOOTH #6013   |   FEBRUARY 21, 2019   |    INDIANA CONVENTION CENTER   |   INDIANAPOLIS, INGo safely with our new 
ELIM A344 Series.

Our new ELIM A344 Series, features the newest member to our line-up—the remarkable RCF344 Commercial 
Duty Vacuum Pump. This compact, low-weight pump has all the durability & design features you’ve come to 
expect from a Fruitland pump.  Offering 210 cfm of air f low and “low” oil consumption, it boasts an automated 
oil delivery system with steel oil lines, level sight gauges, vane gauging ports, and an anti-shock design. This 
pump also comes with a lifetime warranty against manufacturer defects on skeletal pump components, and 
an industry-best two year parts & labor warranty on all pump components.  The ELIM A3444 Series package 
features an oil catch muff ler and secondary shut off, which eliminates plumbing issues and makes for easy 
installation.  This package comes in both gearbox and hydraulic drive options with integrated mounts.

 Ȗ Compact Size
 Ȗ Low Weight
 Ȗ Air-cooled
 Ȗ 216 CFM
 Ȗ Automatic Oil Pump
 Ȗ Integral Oil Reservoir
 Ȗ Optional Air Injection
 Ȗ Integrated Oil Catch 

Muffler & Secondary 
Shut Off

 Ȗ Vacuum Relief Valve
 Ȗ Pressure Relief Valve
 Ȗ Vacuum / Pressure Gauge

Designed specifically for the portable sanitation industry.

FEATURES

6008
BOOTH

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

www.fruitlandmanufacturing.com 
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Available as Stand Alone or Trailer Configurations

SinksVIP Prestige Diplomat

VIP Interior

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

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

www.NuConcepts.com  | info@NuConcepts.com

Optional AC/Heater units require 110V

Luxury Restroom Trailer

WE CALL IT MAJESTIC

These Are Royal Accommodations
Since inventing the first VIP (Very Impressive Portable) over 25 years ago, NuConcepts 
continues to innovate with our MAJESTIC luxury restroom trailer.

• Common sealed roto cast tanks • LED in use and exterior courtesy lights
• Solar powered (excluding A/C) • Recessed LED lighting
• Self-contained • Beveled glass mirror
• Spacious private restroom • Powered roof vent
• Flushing porcelain toilet w/seal • Motion-sensing and  latch activated power
• Custom curved counter/sink • Wood free floor construction
• Brushed aluminum ceiling • Linoleum planked composite floor
 • Premium Aluminum Wheels

• Low Profile- AC/Heater System (Requires 110V)  • 4-Piece Dispenser Kit  
• Half Moon Stainless Trash Receptacle • Premium Spare Tire.

Available Options: 

ORDER YOURS TODAY BY CALLING 
1-800-558-2945 OR VISITING 

IMPERIALIND.COM.

8 Foot / 300 Gallon Flatbed Water Tank

• 4 Side Storage Compartments (2 on each side)
• 700 Gallon Aluminum Tank (waste only)
• NVE 304 Vacuum Pump (210 CFM)
• Pumptec X-5 Pump with Retractable Hose Reel and 

50’ of Hose
and much more...

FLAT OUTFLAT OUT
SOLID.SOLID.

THANKS
FOR

VISITING
 US

http://www.NuConcepts.com
http://www.NuConcepts.com
mailto:info@NuConcepts.com
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when you or others are down with illness, you 
might have to make concessions to your normal 
top-notch service routine. Make a list of regular 
customers and note those who are typically flex-
ible and understanding, those who are the most 
loyal to your company, those who are the most 
demanding and those who you wouldn’t mind 
losing if the workload was suddenly too much for 
you and your staff to handle.

Put customers who are indispensable — for 
instance the huge construction site that accounts 
for 50 restrooms — on the top of the list. Also 
rank the most demanding, but critically impor-
tant, customers up high. I know, this means you 
might have to call some of your favorite and most 
loyal customers and ask them to understand 
delays because of illness, and that’s not fair to 
them. But being caught shorthanded sometimes 
requires drastic measures.

Have a fill-in ready:
Many restroom companies are owned and 

operated by families. So there is probably a logi-
cal person sitting on the sidelines who could 
be called in on short notice for a few days. That 
might be a recently retired family member or 
former employee. Or it could be a friend or an 
acquaintance who works part time or season-
ally and would be willing and available to help 
out on occasion. Create a list of at least a few of 
these candidates and train them (with pay) to 
fill in for sick or vacationing workers. And offer 
them enough money to make it worth their while 
to drop other things to come and work for you 
intermittently.

Designate a No. 2:
Look at every member of your team. Is there 

someone who can always be relied on to get the 
job done and do it well? If so, it might be time to 
promote that person into a management position 
to back you up. Open that person to more of the 
company records and decision-making. Gradu-
ally give him or her more responsibility to han-
dle the day-to-day operations with the goal that 
this person will be capable of steering the ship 
when you are away from the helm. And because 
you have been cross-training everyone else, your 
company won’t miss a beat when you or some-
body else comes down with a 24-hour bug.

Set up a home office:
When you’re sick, you may not want to come 

to the office, but you might be able to run things 
while sitting at home in your pajamas. You may 
want to set up a dedicated home office for your 
business, even if it’s just a corner of the basement 
between the water heater and the furnace. Or you 
may just want a capable laptop computer you can 

work on from bed. While it doesn’t have to look as 
nice as your regular office, it should have all the 
same technology so you can respond to custom-
ers and your crew. That means a computer loaded 
with the software you need, a fast and reliable in-
ternet connection, and access to your work email 
account and a cloud account so you can easily 
transfer large amounts of data back and forth to 
your office staff and technicians.

 
LAY IT ON THE TABLE

If sickness is affecting the quality and time-
liness of your service, don’t be afraid to explain 

the situation to your customers and ask for their 
patience. They’ve probably been in the same 
position as business owners or managers, and 
chances are they will understand.

But it’s better still to implement some 
of these measures to make sure you won’t be 
caught unprepared in the future when you or 
someone on your team invariably comes down 
with an illness and is out of commission for a few 
days or a week. And even if you are blessed with 
good health throughout the year, these tips will 
improve the efficiency of your portable sanita-
tion operation in many ways. To your health! ■

I t’s late winter, and that means cold and flu season is upon us. On any 
day in the month of March, you or a member of your team may come 
down with a sore throat or fever that puts someone out of commission 

and throws a wrench into your operation. For many PROs who operate with 
small staffs, a few missed days due to illness can be a big deal.

But don’t panic. You can take steps to lessen the blow if one or more 
people go down and have to call in sick. An illness-induced worker shortage 
doesn’t mean you have to abandoned customers in need of essential ser-
vices or close up shop for a few days, putting your company at risk of losing 
critical revenue.

And if currently everyone is healthy and at work, this is a great time to 
review your procedures for handling sick day short staffing. Here are eight 
suggestions to help you cope with the cold and flu season and not com-
pound all that feeling bad with bad feelings from your crew and customers:

An ounce of prevention:
Think about the impact of illness on your business before you or other 

key workers call in sick. Start a wellness program that encourages eating 
right, regular exercise, plenty of rest and preventive health care. Contact a 
local clinic and have a nurse practitioner talk to your team about these top-
ics and make suggestions to reduce the likelihood that illness will spread 
through your ranks. This might include stressing germ-fighting sanitary 
habits in the office, taking multivitamins and extending good cleanliness 
habits out into the field. Because sanitation is always top-of-mind for PROs, 
your crew has a head start on preventing the spread of illness.

Act fast at the first sign of sickness:
When you feel that throbbing headache indicating a sinus infection or 

that uneasy feeling in the pit of your stomach that signals a flu bug, get in to 
see a medical professional right away. Over-the-counter and prescription 
medications can often shorten the duration of an illness and reduce the time 
you’re out of commission. Share that same advice with your crew. Paying for 
a visit to a walk-in clinic for a sick employee may reap dividends in the long 
run if you lose them for only a day instead of three. Health care is expensive, 
but so is trying to cover for a lost person with overtime or the potential of 
losing clients due to service interruptions.

Promote flexible scheduling:
If you allow employees to flex their work time around family and other 

important obligations all year long, they will likely be more open to the idea 
of pitching in with long hours to help cover for you or someone else who falls 
ill. Promote the concept of teamwork: You are a team, and you give each 
other a hand when an emergency strikes — no questions asked. Flexible 
scheduling can buy goodwill and that goodwill, can be cashed in for help 
during times when you are shorthanded due to illness.

Cross-train everyone:
Just like you are prepared to jump on a truck and set up and service rest-

rooms when necessary, the technician on your truck should be able to work 
in the warehouse, and the yard person should be able to answer the phones. 
Sure, not all office workers will be able to drive a truck, and not all drivers 
will be able to balance the books. But to the extent you can, cross-training 
every employee to perform another aspect of the work in your company can 
help give you options when someone goes down sick. Make cross-training 
a part of job descriptions, and make sure each employee shadows another 
regularly to stay up to speed on a different aspect of your operation. Then 
when one gets sick, another is ready to step in and take care of business.

Prioritize your service to customers:
You want to give every customer the solid service they expect. However 

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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when you or others are down with illness, you 
might have to make concessions to your normal 
top-notch service routine. Make a list of regular 
customers and note those who are typically flex-
ible and understanding, those who are the most 
loyal to your company, those who are the most 
demanding and those who you wouldn’t mind 
losing if the workload was suddenly too much for 
you and your staff to handle.

Put customers who are indispensable — for 
instance the huge construction site that accounts 
for 50 restrooms — on the top of the list. Also 
rank the most demanding, but critically impor-
tant, customers up high. I know, this means you 
might have to call some of your favorite and most 
loyal customers and ask them to understand 
delays because of illness, and that’s not fair to 
them. But being caught shorthanded sometimes 
requires drastic measures.

Have a fill-in ready:
Many restroom companies are owned and 

operated by families. So there is probably a logi-
cal person sitting on the sidelines who could 
be called in on short notice for a few days. That 
might be a recently retired family member or 
former employee. Or it could be a friend or an 
acquaintance who works part time or season-
ally and would be willing and available to help 
out on occasion. Create a list of at least a few of 
these candidates and train them (with pay) to 
fill in for sick or vacationing workers. And offer 
them enough money to make it worth their while 
to drop other things to come and work for you 
intermittently.

Designate a No. 2:
Look at every member of your team. Is there 

someone who can always be relied on to get the 
job done and do it well? If so, it might be time to 
promote that person into a management position 
to back you up. Open that person to more of the 
company records and decision-making. Gradu-
ally give him or her more responsibility to han-
dle the day-to-day operations with the goal that 
this person will be capable of steering the ship 
when you are away from the helm. And because 
you have been cross-training everyone else, your 
company won’t miss a beat when you or some-
body else comes down with a 24-hour bug.

Set up a home office:
When you’re sick, you may not want to come 

to the office, but you might be able to run things 
while sitting at home in your pajamas. You may 
want to set up a dedicated home office for your 
business, even if it’s just a corner of the basement 
between the water heater and the furnace. Or you 
may just want a capable laptop computer you can 

work on from bed. While it doesn’t have to look as 
nice as your regular office, it should have all the 
same technology so you can respond to custom-
ers and your crew. That means a computer loaded 
with the software you need, a fast and reliable in-
ternet connection, and access to your work email 
account and a cloud account so you can easily 
transfer large amounts of data back and forth to 
your office staff and technicians.

 
LAY IT ON THE TABLE

If sickness is affecting the quality and time-
liness of your service, don’t be afraid to explain 

the situation to your customers and ask for their 
patience. They’ve probably been in the same 
position as business owners or managers, and 
chances are they will understand.

But it’s better still to implement some 
of these measures to make sure you won’t be 
caught unprepared in the future when you or 
someone on your team invariably comes down 
with an illness and is out of commission for a few 
days or a week. And even if you are blessed with 
good health throughout the year, these tips will 
improve the efficiency of your portable sanita-
tion operation in many ways. To your health! ■

I t’s late winter, and that means cold and flu season is upon us. On any 
day in the month of March, you or a member of your team may come 
down with a sore throat or fever that puts someone out of commission 

and throws a wrench into your operation. For many PROs who operate with 
small staffs, a few missed days due to illness can be a big deal.

But don’t panic. You can take steps to lessen the blow if one or more 
people go down and have to call in sick. An illness-induced worker shortage 
doesn’t mean you have to abandoned customers in need of essential ser-
vices or close up shop for a few days, putting your company at risk of losing 
critical revenue.

And if currently everyone is healthy and at work, this is a great time to 
review your procedures for handling sick day short staffing. Here are eight 
suggestions to help you cope with the cold and flu season and not com-
pound all that feeling bad with bad feelings from your crew and customers:

An ounce of prevention:
Think about the impact of illness on your business before you or other 

key workers call in sick. Start a wellness program that encourages eating 
right, regular exercise, plenty of rest and preventive health care. Contact a 
local clinic and have a nurse practitioner talk to your team about these top-
ics and make suggestions to reduce the likelihood that illness will spread 
through your ranks. This might include stressing germ-fighting sanitary 
habits in the office, taking multivitamins and extending good cleanliness 
habits out into the field. Because sanitation is always top-of-mind for PROs, 
your crew has a head start on preventing the spread of illness.

Act fast at the first sign of sickness:
When you feel that throbbing headache indicating a sinus infection or 

that uneasy feeling in the pit of your stomach that signals a flu bug, get in to 
see a medical professional right away. Over-the-counter and prescription 
medications can often shorten the duration of an illness and reduce the time 
you’re out of commission. Share that same advice with your crew. Paying for 
a visit to a walk-in clinic for a sick employee may reap dividends in the long 
run if you lose them for only a day instead of three. Health care is expensive, 
but so is trying to cover for a lost person with overtime or the potential of 
losing clients due to service interruptions.

Promote flexible scheduling:
If you allow employees to flex their work time around family and other 

important obligations all year long, they will likely be more open to the idea 
of pitching in with long hours to help cover for you or someone else who falls 
ill. Promote the concept of teamwork: You are a team, and you give each 
other a hand when an emergency strikes — no questions asked. Flexible 
scheduling can buy goodwill and that goodwill, can be cashed in for help 
during times when you are shorthanded due to illness.

Cross-train everyone:
Just like you are prepared to jump on a truck and set up and service rest-

rooms when necessary, the technician on your truck should be able to work 
in the warehouse, and the yard person should be able to answer the phones. 
Sure, not all office workers will be able to drive a truck, and not all drivers 
will be able to balance the books. But to the extent you can, cross-training 
every employee to perform another aspect of the work in your company can 
help give you options when someone goes down sick. Make cross-training 
a part of job descriptions, and make sure each employee shadows another 
regularly to stay up to speed on a different aspect of your operation. Then 
when one gets sick, another is ready to step in and take care of business.

Prioritize your service to customers:
You want to give every customer the solid service they expect. However 
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not delineate the employee’s level of accomplishment. For example, yes, 
they do a certain task, but do they do the minimum or do they far exceed in 
that area?

Another method is “relative performance.” To prevent the shortcom-
ing of the yes-no method, here the employee is evaluated along a range of 
performance. Examples on this continuum would be consistently does not 
accomplish, occasionally accomplishes, consistently accomplishes, occa-
sionally overachieves and constantly overachieves. After evaluating all job 
responsibilities in this manner, an overall rating can be obtained with “con-
sistently accomplishes” describing a situation where the employee is doing 
the job as described.

“Point accumulation” is another method whereby the employee is 
given points based on achieving certain objectives. For example, if an em-
ployee is consistently on time, they would receive a certain point value for 
that job responsibility. If they were late on some occasions, a smaller point 
value would be assigned. At the end of the review, a total score would be 
calculated against preassigned targets. For example, an employee with 90 or 
more points on a scale of 100 would receive the top pay increase available.      

“Weighted average” is another method based on point accumulation, 
however, the relative importance of the job tasks are taken into account. 
For example, in the first question of this column, five job tasks were deter-
mined to be important for the route service technician. Perhaps these five 
tasks are determined to be 75% of the job in terms of time and importance. 
The point values here therefore comprise 75% of the total score. Perhaps 
the remaining 25% would include responsibilities such as not being late for 
work, keeping a clean work area in the office, being a team player and vol-
unteering for extra work. This method gives the best overall description of 
the employee’s performance.

 FINAL THOUGHTS
We can only make suggestions based on our experiences. Use this infor-

mation as a guide, and work to personalize your performance plans based 
on the unique circumstances within your company. As a final reminder, 
present the performance plan to the employee well in advance of the actual 
review, schedule the reviews on regular schedule, be consistent in evaluat-
ing all performance and use as much empirical data as you can to support 
your evaluations. Performance plans are a necessary and valuable tool in 
training and maintaining good employees. ■

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

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

T wo questions this month deal with the issue of employee performance 
plans. This is a very important topic, and we highly recommend that 
you have plans in place for all employees. As the well-known business 

management consultant Peter Drucker once said, “What gets measured gets 
improved.”

Performance plans are necessary to clarify communications and ex-
pectations between management and the employee. Plans are indeed the 
measurement tool in which outstanding performance is rewarded and ad-
vancement is earned. Plans are also needed to protect the employer if poor 
performance leads to termination.

 
Question: Could you make some general suggestions about information 

we should include in the performance plans for our route service technicians? 
We have long thought that their job is to properly service units and to provide 
excellent customer service. Please help us to expand upon these principles.        

Answer: These suggestions are general in nature, and you must tailor 
the requirements to the specific needs of your business.

Over the last several years, the Portable Sanitation Association Interna-
tional has surveyed PROs as to the major job responsibilities of the route ser-
vice technician. While these individual job descriptions were confidential 
once received by the PSAI, an overall job task analysis was completed on this 
data and five areas of responsibility emerged. These areas would be a great 
starting point in developing a performance plan for your route drivers. We 
would recommend taking each area and listing specific tasks necessary for 
the job that can be measured. The five areas of responsibility with examples 
of requirements are:

Transportation and Logistics – Pretrip and post-trip inspections of the 
service truck, operating the truck in a safe manner in accordance with traffic 
laws, completing the route in a timely manner, placing units and equipment 
in areas where they can be serviced and proper disposal of waste.   

Servicing Portable Sanitation Equipment – Proper cleaning of the 
units and equipment, identifying problems such as overuse or equipment 
damage onsite and resolving such issues, and wisely managing supplies 
such as deodorizer, toilet paper and paper towels. 

Safety and Hazard Management – Using proper personal protective 
equipment (PPE), spill containment procedures, accident and incident 
management, and safe driving.

Recordkeeping – Completion of service information once a unit has 
been cleaned, truck inspection reports, and accurate and timely reporting of 
hours worked.

Professional Demeanor and Conduct – Positive feedback from cus-
tomers, a clean record regarding customer complaints, a “team player” with-
in the company, and an overall positive attitude toward the job, customers, 
co-workers and management. In this section, you could include other work 
attributes such as reporting to work on time, adherence to company policies 
and maintaining a clean service truck and work area at the office.

One additional job responsibility could be added as a catchall to cover 
unforeseen job tasks. That description could read “other duties as assigned.”

Once all job responsibilities have been determined, share the perfor-
mance plan with the employee to elicit feedback and then schedule the per-
formance review as you deem necessary. Many PROs will do a 90-day and a 
six-month review on new employees, with annual reviews after that point. 
Again, this review process will vary from one company to another. Our ex-
perience is that it’s a good thing to be consistent once your company has 
established a timetable for reviews.

All of the information shared are merely suggestions to initiate thought, 
conversation and discussion about the job responsibilities of a route service 
technician. As correctly stated in the question, “properly servicing units and 
providing good customer service” are the foundations of building a strong 
and descriptive performance plan, and perhaps some of these suggestions 
listed will help in this process.

 
Question: We have developed descriptions of the necessary tasks for 

each of the jobs in our company. How can we now assign value to these tasks 
to measure performance?  

Answer: Once you decide how you will evaluate performance against 
various job descriptions, communicate this information to the employees, 
be consistent in your evaluation methods and use as much factual data as 
possible in the evaluation process.

The simplest method of evaluating performance in a performance plan 
is the “yes-no method.” The manager evaluates each job responsibility and 
the employee either does the task or does not. While functional, this does 

EMPLOYEE PERFORMANCE PLANS HELP YOUR CREW MEMBERS REACH THEIR CAREER GOALS 
AND PROVIDE THE BEST SERVICE FOR YOUR CUSTOMERS

By Jeff and Terri Wigley

Follow These Steps to Define the Duties of Your Service Technicians
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Performance plans are necessary to clarify communications 
and expectations between management and the employee. 
Plans are indeed the measurement tool in which outstanding 
performance is rewarded and advancement is earned.
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not delineate the employee’s level of accomplishment. For example, yes, 
they do a certain task, but do they do the minimum or do they far exceed in 
that area?

Another method is “relative performance.” To prevent the shortcom-
ing of the yes-no method, here the employee is evaluated along a range of 
performance. Examples on this continuum would be consistently does not 
accomplish, occasionally accomplishes, consistently accomplishes, occa-
sionally overachieves and constantly overachieves. After evaluating all job 
responsibilities in this manner, an overall rating can be obtained with “con-
sistently accomplishes” describing a situation where the employee is doing 
the job as described.

“Point accumulation” is another method whereby the employee is 
given points based on achieving certain objectives. For example, if an em-
ployee is consistently on time, they would receive a certain point value for 
that job responsibility. If they were late on some occasions, a smaller point 
value would be assigned. At the end of the review, a total score would be 
calculated against preassigned targets. For example, an employee with 90 or 
more points on a scale of 100 would receive the top pay increase available.      

“Weighted average” is another method based on point accumulation, 
however, the relative importance of the job tasks are taken into account. 
For example, in the first question of this column, five job tasks were deter-
mined to be important for the route service technician. Perhaps these five 
tasks are determined to be 75% of the job in terms of time and importance. 
The point values here therefore comprise 75% of the total score. Perhaps 
the remaining 25% would include responsibilities such as not being late for 
work, keeping a clean work area in the office, being a team player and vol-
unteering for extra work. This method gives the best overall description of 
the employee’s performance.

 FINAL THOUGHTS
We can only make suggestions based on our experiences. Use this infor-

mation as a guide, and work to personalize your performance plans based 
on the unique circumstances within your company. As a final reminder, 
present the performance plan to the employee well in advance of the actual 
review, schedule the reviews on regular schedule, be consistent in evaluat-
ing all performance and use as much empirical data as you can to support 
your evaluations. Performance plans are a necessary and valuable tool in 
training and maintaining good employees. ■
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Jeff and Terri Wigley are portable sanitation industry veterans, having 
owned and operated Atlanta-based Pit Stop Sanitation Services for 22 years. 

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

T wo questions this month deal with the issue of employee performance 
plans. This is a very important topic, and we highly recommend that 
you have plans in place for all employees. As the well-known business 

management consultant Peter Drucker once said, “What gets measured gets 
improved.”

Performance plans are necessary to clarify communications and ex-
pectations between management and the employee. Plans are indeed the 
measurement tool in which outstanding performance is rewarded and ad-
vancement is earned. Plans are also needed to protect the employer if poor 
performance leads to termination.

 
Question: Could you make some general suggestions about information 

we should include in the performance plans for our route service technicians? 
We have long thought that their job is to properly service units and to provide 
excellent customer service. Please help us to expand upon these principles.        

Answer: These suggestions are general in nature, and you must tailor 
the requirements to the specific needs of your business.

Over the last several years, the Portable Sanitation Association Interna-
tional has surveyed PROs as to the major job responsibilities of the route ser-
vice technician. While these individual job descriptions were confidential 
once received by the PSAI, an overall job task analysis was completed on this 
data and five areas of responsibility emerged. These areas would be a great 
starting point in developing a performance plan for your route drivers. We 
would recommend taking each area and listing specific tasks necessary for 
the job that can be measured. The five areas of responsibility with examples 
of requirements are:

Transportation and Logistics – Pretrip and post-trip inspections of the 
service truck, operating the truck in a safe manner in accordance with traffic 
laws, completing the route in a timely manner, placing units and equipment 
in areas where they can be serviced and proper disposal of waste.   

Servicing Portable Sanitation Equipment – Proper cleaning of the 
units and equipment, identifying problems such as overuse or equipment 
damage onsite and resolving such issues, and wisely managing supplies 
such as deodorizer, toilet paper and paper towels. 

Safety and Hazard Management – Using proper personal protective 
equipment (PPE), spill containment procedures, accident and incident 
management, and safe driving.

Recordkeeping – Completion of service information once a unit has 
been cleaned, truck inspection reports, and accurate and timely reporting of 
hours worked.

Professional Demeanor and Conduct – Positive feedback from cus-
tomers, a clean record regarding customer complaints, a “team player” with-
in the company, and an overall positive attitude toward the job, customers, 
co-workers and management. In this section, you could include other work 
attributes such as reporting to work on time, adherence to company policies 
and maintaining a clean service truck and work area at the office.

One additional job responsibility could be added as a catchall to cover 
unforeseen job tasks. That description could read “other duties as assigned.”

Once all job responsibilities have been determined, share the perfor-
mance plan with the employee to elicit feedback and then schedule the per-
formance review as you deem necessary. Many PROs will do a 90-day and a 
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Question: We have developed descriptions of the necessary tasks for 
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Follow These Steps to Define the Duties of Your Service Technicians

AT YOUR SERVICE   
March 2020

Performance plans are necessary to clarify communications 
and expectations between management and the employee. 
Plans are indeed the measurement tool in which outstanding 
performance is rewarded and advancement is earned.
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Women-owned Pacific Northwest company 
delivers high-end restroom trailers and 

personalized service for weddings, construction 
projects and film sets  BY DEE GOERGE

W hen Kasey Salvetti and her mother, Julie Herring, 
planned Salvetti’s wedding, they never anticipated 
it would lead to starting a business in the portable 

restroom industry. But the market around Portland, Or-
egon, and Seattle has proven to be ripe for Luxury Restroom 
Trailers by Privy Chambers. The focus on thoughtful details, 
cleanliness and investing in trailer units has allowed the 
woman majority-owned company to grow from one rest-
room trailer to 38 trailers in six years.

 
WEDDING FOCUS

Salvetti and her husband, Joe Salvetti, set their wed-
ding date for Sept. 10, 2011, without realizing it was one of 
the busiest weekends for weddings and other events in the 
Portland area. Because the venue was on a friend’s property, 
they needed to rent restroom facilities. They thought all the 
quotes for construction-grade trailers were high. They end-
ed up with regular portable restrooms for the guests, and 
Kasey Salvetti used the bathroom in the home.

Salvetti knew there were other options.

The Luxury Restroom Trailers by Privy Chambers family includes, 
from left, Joe Salvetti (holding Morrow Salvetti), Julie Herring, Kasey 
Salvetti (holding Erasmus Salvetti), Cliff Porter, Breanna Hays-McKay 
and Jen Drake. Trailers in the yard are from JAG Mobile Solutions, 
NuConcepts and Black Tie Products. (Photos by Ethan Rocke)

(continued)

http://www.luxuryrestroomtrailers.comOREGONHWomen-owned
http://www.luxuryrestroomtrailers.comOREGONHWomen-owned


promonthly.com       March 2020        15

THANKS
FOR 

VISITING US

THANKS
FOR

VISITING
 US

WE’REON
AROLL

F I L E
COVER STORY

Luxury Restroom Trailers 
by Privy Chambers
Portland, Oregon 

Owners: Kasey Salvetti, Julie 
Herring, Joe Salvetti and Cliff Porter

Founded: 2013

Employees: 5 full time, 12-15 seasonally

Services: Restroom trailer rentals

Service area: Oregon and Washington

Website: www.luxuryrestroomtrailers.com

O R E G O N

H

Women-owned Pacific Northwest company 
delivers high-end restroom trailers and 

personalized service for weddings, construction 
projects and film sets  BY DEE GOERGE

W hen Kasey Salvetti and her mother, Julie Herring, 
planned Salvetti’s wedding, they never anticipated 
it would lead to starting a business in the portable 

restroom industry. But the market around Portland, Or-
egon, and Seattle has proven to be ripe for Luxury Restroom 
Trailers by Privy Chambers. The focus on thoughtful details, 
cleanliness and investing in trailer units has allowed the 
woman majority-owned company to grow from one rest-
room trailer to 38 trailers in six years.

 
WEDDING FOCUS

Salvetti and her husband, Joe Salvetti, set their wed-
ding date for Sept. 10, 2011, without realizing it was one of 
the busiest weekends for weddings and other events in the 
Portland area. Because the venue was on a friend’s property, 
they needed to rent restroom facilities. They thought all the 
quotes for construction-grade trailers were high. They end-
ed up with regular portable restrooms for the guests, and 
Kasey Salvetti used the bathroom in the home.

Salvetti knew there were other options.

The Luxury Restroom Trailers by Privy Chambers family includes, 
from left, Joe Salvetti (holding Morrow Salvetti), Julie Herring, Kasey 
Salvetti (holding Erasmus Salvetti), Cliff Porter, Breanna Hays-McKay 
and Jen Drake. Trailers in the yard are from JAG Mobile Solutions, 
NuConcepts and Black Tie Products. (Photos by Ethan Rocke)

(continued)

www.pikrite.com
800.326.9763

Made in the USA

Quality Matters...

SO DO YOU.

http://www.pikrite.com
www.pikrite.com
store.roeda.com
http://www.westmoorltd.co/


16        March 2020        Portable Restroom Operator

Right: Technician Robert 
Anderson services a JAG 

Mobile Solutions restroom 
trailer in Portland, Oregon. 

The Chevy pickup carries a 
Garsite/Progress tank.

Below: Anderson carries 
water to a JAG Mobile 

Solutions restroom trailer 
during a service call.

“I knew I could make them beautiful and do a nice job with them,” she 
says. In 2013, she and her husband, both archeologists, decided to invest 
in one three-stall trailer to rent on weekends to help pay off student loans. 
With very little marketing, they covered nine events the first year, doing all 
the work themselves. They added two two-stall trailers the following year.

By the end of the second year, Kasey was full time in the Luxury Rest-
room Trailers business. Joe went full time the following year. With Kasey’s 
mother as part owner, the mother/daughter duo have 51% ownership of the 
business. In addition to Joe, they took on a fourth partner in 2015. Cliff Por-
ter was retired from other restroom businesses and brings experience and 
CPA expertise to help with the financial side of the business.

“He is a mentor,” Kasey Salvetti notes, though he was hesitant initial-
ly of the trailer niche because of the Pacific Northwest rainy, cool weather 
and short season, as well as the durability of trailers with wooden compo-
nents. Despite the climate, couples who want weddings in the region are not 
deterred and demand has continued to grow. Trailer manufacturers have 
modified designs to use wood sparingly so trailers hold up better in the wet 
climate.

“We consider ourselves to be in the event industry,” Salvetti says. “Late-
ly our summers have been warmer, and July through September is our peak 
season. The outdoor wedding community has grown exponentially.”

Part of that is because the region’s venues with spectacular views and 
scenery attract East Coast and other clients seeking destination weddings. 
Many clients live in Washington and Oregon and have great backyard views, 
perfect for family weddings.

With that focus, the owners have a “tight vision” of what they want for 
their business. Salvetti has an understanding of the clients’ perspective. She 
had a full-skirted, ballgown-style wedding dress and knows brides don’t 
want to worry about brushing up against dirty surfaces.

“We want them (trailers) to be approachable on cost and absolutely 
clean, and I want to make them beautiful,” she says. “We have new interior 
designs each year and pay attention to details.” That includes simple things 
like thoughtful positioning of a shelf, as well as high-end options like ves-
sel sinks, backlit mirrors, crown molding and wainscoting upgrades. Salvetti 

works with JAG Mobile Solutions to add 
custom features to each new trailer.

 
CUSTOM CHOICES

Salvetti understands the importance 
of walking clients through the process to 
explain options and calculating the right 
size units. “We have never had an event 
go over capacity,” she says. “We calculate 
and educate. We want them to under-
stand what makes their event successful.”

Clients often comment that they 
feel like they are the first to use the re-

strooms, which reflects Luxury Restroom Trailers emphasis on “zero odor.” 
The cleaning team follows extra steps to ensure that. All tanks are pumped 
and cleaned before the trailers are moved, using enzymes and ozone clean-
ers and additional rinsing time.

At the same time, environmental and water usage factors are consid-
ered. For example, the low-flow water system in the trailers use an average of 
one-third of a gallon of water for flushing and hand-washing. And, instead of 
dumping the freshwater, they have custom-built valves (an innovation they 
came up with) so the water can be recycled to rinse out the restroom tanks. 
Outside cleanliness is as important as the inside, so the trailers are all taken 
through a commercial car wash before every event.

The need to protect wetlands in their region also helped the business 
to set up long-term contracts for trailers in environmentally-sensitive areas. 

(continued)

“We have never 
had an event go 
over capacity. 
We calculate and 
educate. We want 
them to understand 
what makes their 
event successful.”

KASEY SALVETTI
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ers and additional rinsing time.
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one-third of a gallon of water for flushing and hand-washing. And, instead of 
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(continued)

“We have never 
had an event go 
over capacity. 
We calculate and 
educate. We want 
them to understand 
what makes their 
event successful.”

KASEY SALVETTI
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Clients don’t have to do excessive permitting and invest in expen-
sive septic systems. While about 75% of Luxury Restroom Trailers’ 
business is weddings, other clients use their trailers for long-term 
bathroom remodels, office operations and other industrial uses.

With the area’s variety of backdrops from mountains to desert 
to ocean, the trailer demand for photo shoots, commercials and 
the film industry is also growing. The trailer restrooms are also 
used at music venues. The best ones go for backstage VIPs, and the 
industrial units are provided for the general public.

“We’re pleasantly surprised that because we keep the rest-
rooms so clean, people treat the restrooms better than we antici-
pated,” Salvetti says.

 
THE INVENTORY

To serve the wedding, event and industrial markets, Luxury Re-
stroom Trailers has 38 units in a variety of models. For industrial and 
long-term customers, they have two NuConcepts trailers. One is a 
two-stall Industrial, and the other is a two-stall Elementary. Black Tie 

Products restrooms cover a variety of customers. They include a two-stall Bridal 
Suite, two five-stall Industrials and an eight-stall Executive.

“Everything else is built by JAG Mobile Solutions. Most of the JAGs are 
custom built, but they fall into the category of the Porta-Lisa Plus. They range 
from two-stall restrooms up to 10-station restrooms,” Salvetti says.

She explains that she works with JAG to customize new models. “We’ve 
changed up colors and materials,” she says, to set different moods for events. 
Beadboard adds a country feel, while picture-frame wainscoting creates a 
Victorian atmosphere. Instead of neutral colors, she’s opted for everything 
from stark white to bold colors like a charcoal navy blue and emerald green 
to a relaxing dusty lavender.

“We’re always changing vessel sinks. And urinals are a passion of mine 
— how they function, look better and have flushing mechanisms more like 
home restrooms,” she says.

With LED lighting and skylights, units are well lit. A sound system and 
air conditioning/heating make them comfortable.

Instead of stalls, many have floor-to-ceiling walls with interior doors to 
separate each unit. Baby changing stations are available in both men’s and 
women’s restrooms, while sign holders on the exterior allow gender-neutral 
options when appropriate. Trailers with three stalls include an ADA option 
that is fully ADA compliant with the correct ramp pitch, door weight, acces-
sory placement, etc.

“Even the sign is different, with a wheelchair in motion,” Salvetti says. 
“It’s a mission we support.”

(continued)

Communicating with clients
Being part of the “wedding industry” means that Kasey Salvetti and other 

members of the team at Luxury Restroom Trailers by Privy Chambers deal with 
clients who are excited and happy. To maintain that goodwill requires good 
communication and helping the client get exactly what they need.

“I say we write emails with a smile on our faces,” Salvetti says, but she 
notes that specific protocols are followed. Clients fill out an online question-
naire and have a phone conference with staff.

“With dates, numbers and location, then we can start putting together an 
efficient bid for them,” Salvetti says, and her policy is to make it in a timely 
manner. “When I was planning my wedding, even a couple of days was a long 
time to wait for a reply. I don’t want to leave a client hanging like that. So that 
they can make a decision, I want them to have information — and no secret 
hidden fees.”

Because they serve markets in two regions, costs vary. Due to more traffic 
and longer times to make deliveries, Seattle is more expensive. Sites make a 
difference too, so setting the groundwork means asking if there is power and 
water available to hook up. If not, Luxury Restroom Trailers can provide a gen-
erator and holding tanks.

Size is also an important factor to ensure the restrooms don’t go over ca-
pacity. Often, the two-stall trailers are sufficient for 150-200 wedding guests.

“We want the success of the event to take priority,” Salvetti says. “At the 
same time, budgets are important also, so clients may be comfortable if there 
are lines on occasion.”

Right: Joe Salvetti delivers a restroom 
trailer to a location along the Willamette 

River. Several pickup service trucks carry 
slide-in tanks from Garsite/Progress.

Below: Salvetti sets up the ramp for a 
JAG Mobile Solutions trailer along the 

Willamette River in Portland.
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Though they don’t market standard poly-
ethylene restrooms, the company owns 11 
PolyJohn Enterprises units (including an ADA 
model), mostly for behind-the-scenes and 
event support staff. They also have a couple of PolyJohn hand-wash stations.

The truck fleet includes seven Chevrolet pickups (2016-19), four car-
rying 350- or 325-gallon waste and 150-gallon freshwater slide-in Garsite/
Progress (three aluminum and one steel) tanks from FMI Truck Sales & Ser-
vice. All carry Honda engines. 

They also have a 1999 International 4700 with a 925-gallon wastewater 
and 600-gallon freshwater stainless steel tank and Masport pump from Lely 
Tank & Waste Solutions and a 2018 Isuzu NPR with a 325-gallon wastewater 
and 150-gallon freshwater WorkMate steel tank from FMI with a Honda engine.

Luxury Restroom Trailers is based in Portland and has a secondary site 
in Seattle to cover that area.

 
HAPPY BUSINESS

Because they serve mostly clients in the wedding market, Salvetti says 
their business is different from many PROs. “People planning a wedding are 
excited about it; we get to be a part of that planning process and want to 
maintain that excitement. It’s a fun industry to be part of. Our drivers get 

many hugs,” Salvetti says.
She finds good employees through a hir-

ing firm and personal contacts and follows 
a lengthy interview process. Besides being 
willing to meet cleaning standards, employ-
ees need people skills to give clients “a five-
minute hotel experience” while giving tours 
of the trailers and educating how to use all 
the trailer’s features.

Drivers have at least six weeks of training. Only one truck requires a 
CDL license, but Salvetti offers to pay employees’ costs to get licensed with 
the goal of having them all CDL-certified.

To retain good employees, Luxury Restroom Trailers pays well, offers vaca-
tion and sick time and is flexible with scheduling to meet busy families’ needs.

“We don’t ask others to do things that we haven’t done,” Salvetti says. 
With the recent birth of her second child, she understands the challenges of 
balancing work and family life.

 
BRIGHT FUTURE

At 33, Salvetti is proficient with technology and comfortable with so-
cial media to efficiently run and market the business. QuickBooks software 
keeps track of bookkeeping and Smartsheet covers almost everything else 
related to office work, providing everyone live access to everything from 
generating quotes to booking to scheduling.

The entire crew also connects with Slack, a team text message app that 
can be used to send messages, photos, invoices and other documents to in-
dividuals or all.

Because weddings for millennials is the company’s main target, the in-
ternet and social media are its biggest marketing tool. Salvetti regularly posts 
on Facebook, Instagram and Pinterest, as well as occasionally on Twitter.

“We focus on the beautiful side with interior and exterior photos and 
wonderful locations, not so much the operational side. We cater to high-
end, so they want to see what it’s like and how it blends in with scenery. On 
Facebook, we do blogging on how to overcome event hurdles like providing 
water and electric. And we cover trending ideas,” Salvetti says.

In the end, good service and offering a great experience lead to the best 
advertising — word-of-mouth. Salvetti 
credits a dedicated team for the growth 
of the business in just a few years.

The business has been an inter-
esting leap from the couple’s careers 
in archeology, but they joke that it was 
“in the stars” because of their own wed-
ding experience and from research 
work they did for the University of Or-
egon Museum of Natural and Cultural 
History. They rehydrated and studied 
15,000-year-old coprolites — mummi-
fied human feces.

In naming their business, they in-
corporated another piece of history to 
match their upscale market. The “Privy 
Chambers” part of the company’s name 

refers back to the time of King Henry VIII. He was the first king to have in-
door restroom facilities — called privy chambers.

The Salvettis have discovered that many skills and experiences as ar-
cheologists are helpful with their business.

“My husband is very mechanically inclined and good at troubleshoot-
ing,” Salvetti says. “I have done marketing with community outreach and 
administrative work with museums. This business uses the same strategies.”

As they serve the Portland and Seattle markets, they see growth poten-
tial in rural areas and for industrial markets. They added trailers in 2019 and 
by midyear were turning away work, so they plan to add 10 trailers in 2020.

“We are always expanding, as much as the market allows,” Salvetti con-
cludes. ■

Robert Anderson prepares to 
empty the holding tank of a 
restroom trailer on location.

MORE INFO

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

FMI Truck Sales & Service
800-927-8750
www.fmitrucks.com
(See ad page 35)

Garsite/Progress, LLC 
800-467-5600
www.progresstank.com
 
Isuzu Commercial Truck of America 
866-441-9638
www.isuzucv.com
 
JAG Mobile Solutions
800-815-2557
www.jagmobilesolutions.com

 
Lely Tank & Waste Solutions, LLC
800-367-5359
www.lelytank.com
 
Masport, Inc. 
800-228-4510
www.masportpump.com
(See ad page 9)

NUCONCEPTS
800-334-1065
www.nuconcepts.com
(See ad page 6)

PolyJohn Enterprises Corp. 
800-292-1305
www.polyjohn.com
(See ad page 39)

To learn more about 
Luxury Restroom Trailers 
by Privy Chambers, 
watch a video profile of 
the company at 
www.promonthly.com.

“People planning 
a wedding are 
excited about it; 
we get to be a part 
of that planning 
process and want 
to maintain that 
excitement. It’s a 
fun industry to be 
part of. Our drivers 
get many hugs.”

KASEY SALVETTI

http://www.promonthly.com.%E2%80%9CPeople
http://www.promonthly.com.%E2%80%9CPeople
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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

Thanks For  
Visiting Us

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

GET  
EMAIL NEWS 

ALERTS 

FOR

Though they don’t market standard poly-
ethylene restrooms, the company owns 11 
PolyJohn Enterprises units (including an ADA 
model), mostly for behind-the-scenes and 
event support staff. They also have a couple of PolyJohn hand-wash stations.

The truck fleet includes seven Chevrolet pickups (2016-19), four car-
rying 350- or 325-gallon waste and 150-gallon freshwater slide-in Garsite/
Progress (three aluminum and one steel) tanks from FMI Truck Sales & Ser-
vice. All carry Honda engines. 

They also have a 1999 International 4700 with a 925-gallon wastewater 
and 600-gallon freshwater stainless steel tank and Masport pump from Lely 
Tank & Waste Solutions and a 2018 Isuzu NPR with a 325-gallon wastewater 
and 150-gallon freshwater WorkMate steel tank from FMI with a Honda engine.

Luxury Restroom Trailers is based in Portland and has a secondary site 
in Seattle to cover that area.

 
HAPPY BUSINESS

Because they serve mostly clients in the wedding market, Salvetti says 
their business is different from many PROs. “People planning a wedding are 
excited about it; we get to be a part of that planning process and want to 
maintain that excitement. It’s a fun industry to be part of. Our drivers get 

many hugs,” Salvetti says.
She finds good employees through a hir-

ing firm and personal contacts and follows 
a lengthy interview process. Besides being 
willing to meet cleaning standards, employ-
ees need people skills to give clients “a five-
minute hotel experience” while giving tours 
of the trailers and educating how to use all 
the trailer’s features.

Drivers have at least six weeks of training. Only one truck requires a 
CDL license, but Salvetti offers to pay employees’ costs to get licensed with 
the goal of having them all CDL-certified.

To retain good employees, Luxury Restroom Trailers pays well, offers vaca-
tion and sick time and is flexible with scheduling to meet busy families’ needs.

“We don’t ask others to do things that we haven’t done,” Salvetti says. 
With the recent birth of her second child, she understands the challenges of 
balancing work and family life.

 
BRIGHT FUTURE

At 33, Salvetti is proficient with technology and comfortable with so-
cial media to efficiently run and market the business. QuickBooks software 
keeps track of bookkeeping and Smartsheet covers almost everything else 
related to office work, providing everyone live access to everything from 
generating quotes to booking to scheduling.

The entire crew also connects with Slack, a team text message app that 
can be used to send messages, photos, invoices and other documents to in-
dividuals or all.

Because weddings for millennials is the company’s main target, the in-
ternet and social media are its biggest marketing tool. Salvetti regularly posts 
on Facebook, Instagram and Pinterest, as well as occasionally on Twitter.

“We focus on the beautiful side with interior and exterior photos and 
wonderful locations, not so much the operational side. We cater to high-
end, so they want to see what it’s like and how it blends in with scenery. On 
Facebook, we do blogging on how to overcome event hurdles like providing 
water and electric. And we cover trending ideas,” Salvetti says.

In the end, good service and offering a great experience lead to the best 
advertising — word-of-mouth. Salvetti 
credits a dedicated team for the growth 
of the business in just a few years.

The business has been an inter-
esting leap from the couple’s careers 
in archeology, but they joke that it was 
“in the stars” because of their own wed-
ding experience and from research 
work they did for the University of Or-
egon Museum of Natural and Cultural 
History. They rehydrated and studied 
15,000-year-old coprolites — mummi-
fied human feces.

In naming their business, they in-
corporated another piece of history to 
match their upscale market. The “Privy 
Chambers” part of the company’s name 

refers back to the time of King Henry VIII. He was the first king to have in-
door restroom facilities — called privy chambers.

The Salvettis have discovered that many skills and experiences as ar-
cheologists are helpful with their business.

“My husband is very mechanically inclined and good at troubleshoot-
ing,” Salvetti says. “I have done marketing with community outreach and 
administrative work with museums. This business uses the same strategies.”

As they serve the Portland and Seattle markets, they see growth poten-
tial in rural areas and for industrial markets. They added trailers in 2019 and 
by midyear were turning away work, so they plan to add 10 trailers in 2020.

“We are always expanding, as much as the market allows,” Salvetti con-
cludes. ■

Robert Anderson prepares to 
empty the holding tank of a 
restroom trailer on location.

MORE INFO

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

FMI Truck Sales & Service
800-927-8750
www.fmitrucks.com
(See ad page 35)

Garsite/Progress, LLC 
800-467-5600
www.progresstank.com
 
Isuzu Commercial Truck of America 
866-441-9638
www.isuzucv.com
 
JAG Mobile Solutions
800-815-2557
www.jagmobilesolutions.com

 
Lely Tank & Waste Solutions, LLC
800-367-5359
www.lelytank.com
 
Masport, Inc. 
800-228-4510
www.masportpump.com
(See ad page 9)

NUCONCEPTS
800-334-1065
www.nuconcepts.com
(See ad page 6)

PolyJohn Enterprises Corp. 
800-292-1305
www.polyjohn.com
(See ad page 39)

To learn more about 
Luxury Restroom Trailers 
by Privy Chambers, 
watch a video profile of 
the company at 
www.promonthly.com.

“People planning 
a wedding are 
excited about it; 
we get to be a part 
of that planning 
process and want 
to maintain that 
excitement. It’s a 
fun industry to be 
part of. Our drivers 
get many hugs.”

KASEY SALVETTI

http://www.fmmfg.com


22        March 2020        Portable Restroom Operator

The road to 
service is not 

always paved.
 Count on the 

DURABLE &
DEPENDABLE
 Trucks, Tanks, 
and Slide-ins 

Call: 866-789-9440
www.keevac.com

888-445-4892
www.slideinwarehouse.com

FD-950 shown 650/300

SC-450 shown 300/150

 Pickup Truck
Flat Bed Truck
Roll Off Truck

Trailer

Fully contained to install

48 Standard 
Slide-In 
Models

Ranging from 
300-1500 

gallons

Y ou can see sailboat masts in the background of one of these photos flying both 
U.S. and Canadian flags. And what’s with the giant inflatable rubber duck? 
There are a lot of restrooms set up for the event, and the PolyJohn Enterprises 

PJN3 units are getting a good workout on this sunny afternoon. This could be the setting 
for any coastal town festival, but it’s a real mystery for you to solve.

Can you name the city where these photos were taken? Here are a few clues:

1.  This is a traveling maritime festival where visitors can take a ride on an old-
fashioned schooner.

2.  The city center is nestled around a waterfront, with steep surrounding hills 
you can see in the background.

3. Closely linked to an apparel company not headquartered here.

4. The festival park is in the shadow of a regionally famous bridge.

5. Home of the first indoor shopping mall, built in 1915.

6.  The first time someone dropped a scoop of ice cream on a piece of pie hap-
pened here.

7.  Surfing is big here, where waves reaching 15 feet during the winter are com-
parable to the biggest swells in Hawaii and California.

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 Portable Restroom 
Operator T-shirt and recognition as a geographical whiz. Send your responses to 
editor@promonthly.com. The winner will be announced at www.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?   
March 2020

CAN YOU NAME THE PICTURESQUE WATERFRONT CITY 
WHERE FOLKS ARE HAVING A GREAT TIME DURING A 
DOWNTOWN SUMMER FESTIVAL? 
By Jim Kneiszel

This Town 
Is Known 
for Surfing and Pie

mailto:editor@promonthly.com
http://www.promonthly.com
mailto:editor@promonthly.com.Where%E2%80%99s
mailto:editor@promonthly.com.Where%E2%80%99s
www.keevac.com
www.slideinwarehouse.com
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Innovation • Excellence • Durability
The QUALITY You Deserve

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.

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. All freight is 
FOB Portage, Wi.

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

*Special show pricing is for pre-assembled units. Pricing valid through March 31, 2020.

100% MADE IN USA

Zenith
$579*

Our 80-gallon
Flagship Model

RAM
$549*

Superior 65-gallon 
Mid-range Model

MAX
$1,599*

ADA
$1,749*

Fully ADA and 
California Title 24 Compliant

FREE 

FREIGHT**

All Sansom Industries

models protected 

by multiple 

U.S. Patents

Special
Pricing*

Because of the vast
response to our 

at WWETT,we’ve extended
these savings through 

March 31, 2020. 

GOLD MEMBER

Upgrade to 70-gallon tank for only $100 THANKS
FOR 

VISITING US

SOLD
Sell your equipment in PRO classifieds

Reach over 9,000 potential buyers each month when you list your 

equipment in the classified section. Plus, your listing is placed  

automatically online at the PRO website. That’s two ways to  

move your equipment out of the parking lot!

Scan the 
code  

with your 
smartphone.

Why wait?  
Go to  

promonthly.com/classifieds/place_ad

Y ou can see sailboat masts in the background of one of these photos flying both 
U.S. and Canadian flags. And what’s with the giant inflatable rubber duck? 
There are a lot of restrooms set up for the event, and the PolyJohn Enterprises 

PJN3 units are getting a good workout on this sunny afternoon. This could be the setting 
for any coastal town festival, but it’s a real mystery for you to solve.

Can you name the city where these photos were taken? Here are a few clues:

1.  This is a traveling maritime festival where visitors can take a ride on an old-
fashioned schooner.

2.  The city center is nestled around a waterfront, with steep surrounding hills 
you can see in the background.

3. Closely linked to an apparel company not headquartered here.

4. The festival park is in the shadow of a regionally famous bridge.

5. Home of the first indoor shopping mall, built in 1915.

6.  The first time someone dropped a scoop of ice cream on a piece of pie hap-
pened here.

7.  Surfing is big here, where waves reaching 15 feet during the winter are com-
parable to the biggest swells in Hawaii and California.

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 Portable Restroom 
Operator T-shirt and recognition as a geographical whiz. Send your responses to 
editor@promonthly.com. The winner will be announced at www.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?   
March 2020

CAN YOU NAME THE PICTURESQUE WATERFRONT CITY 
WHERE FOLKS ARE HAVING A GREAT TIME DURING A 
DOWNTOWN SUMMER FESTIVAL? 
By Jim Kneiszel

This Town 
Is Known 
for Surfing and Pie

www.sansomindustries.com


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

SEE AD 
PAGE 25 n n n n n

Restroomtruck.com
300 Alessio Dr., Joliet, IL 60433
815-727-7020 • 815-714-2204
www.restroomtruck.com • sales@restroomtruck.com

nSEE AD 
PAGE 37 n n n n n n n

n n n n n n n n

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

SEE AD 
PAGE 7

n n n n n n n n

Pik Rite, Inc.
60 Pik Rite Ln., Lewisburg, PA 17837
800-330-3965 • 570-523-8174 • (f) 570-523-8175
www.pikrite.com • sales@pikrite.com

SEE AD 
PAGE 15

n n n n n n n n

KeeVac Industries, Inc.
7717 W 6th Ave., Unit E, Lakewood, CO 80214
833-PUMPERS • 833-786-7377 • (f) 303-459-4439
www.keevac.com • matt@keevac.com

SEE AD 
PAGE 22 n

n n n n n n n

Robinson Vacuum Tanks
306 Runville Rd., Bellefonte, PA 16823
814-933-0927
www.robinsontanks.com • info@robinsontanks.com

SEE AD 
PAGE 38

n n n n n n n n

FlowMark
827 S 7th St., Kansas City, KS 66105
833-653-8100
www.flowmark.com • jcollins@skymarkrefuelers.com

SEE AD 
PAGE 27

CRESCENT TANK MFG.
The Septage Vacuum Experts

n n n n n n n n

FMI Truck Sales & Service
8305 NE MLK Jr. Blvd., Portland, OR 97211
800-927-8750 • 503-286-2800 • (f) 503-286-3223
www.fmitrucks.com • johnb@fmitrucks.com

SEE AD 
PAGE 35

Satellite Vacuum Trucks
2530 Xenium Ln. N, Plymouth, MN 55441
800-883-1123
www.satellitevacuumtrucks.com • information@satelliteindustries.com

Westmoor Ltd
906 West Hamilton Ave, Sherrill, NY 13461
800-367-0972 • 315-363-0193
www.westmoorltd.com • pumps@westmoorltd.com

n n n n n n n n n

SEE AD 
PAGE 15 n
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Tank World Corp
12001 W Peoria Ave., El Mirage, AZ 85335
623-536-1199 • (f) 623-935-4782
www.tankworldaz.com • service@tankworldaz.com

nSEE AD 
PAGE 10 n n n n n n n n

PortaLogix
6107 Loomis Rd., Farmington, NY 14425
585-484-7009
www.portalogix.com • sales@portalogix.com

nSEE AD 
PAGE 17 n n n n

Industries,  Inc.

VACUUM TANK 
2020 DIRECTORY
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CRESCENT TANK MFG.
The Septage Vacuum Experts

585-657-4104    info@crescenttank.com    www.crescenttank.comU.S. Patent #6598242B1  BLOOMFIELD NY

Celebrating 20 Years  
of Strength, Integrity 

and Engineering

Stainless Steel Cracks 
Aluminum Fatigues  

Only Carbon Steel Has  
the Strength to Last

 Don’t bother with impostors.  
Crescent Tank is the only patented tank

 Crescent Tank is the only one in the industry  
with longevity, strength and integrity

Engineered to distribute weight correctly

 Built in sizes from 100-2,000 gallons  
and used across multiple industries

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

SEE AD 
PAGE 25 n n n n n
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www.restroomtruck.com • sales@restroomtruck.com

nSEE AD 
PAGE 37 n n n n n n n

n n n n n n n n

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

SEE AD 
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Pik Rite, Inc.
60 Pik Rite Ln., Lewisburg, PA 17837
800-330-3965 • 570-523-8174 • (f) 570-523-8175
www.pikrite.com • sales@pikrite.com

SEE AD 
PAGE 15
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KeeVac Industries, Inc.
7717 W 6th Ave., Unit E, Lakewood, CO 80214
833-PUMPERS • 833-786-7377 • (f) 303-459-4439
www.keevac.com • matt@keevac.com
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PAGE 22 n
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Robinson Vacuum Tanks
306 Runville Rd., Bellefonte, PA 16823
814-933-0927
www.robinsontanks.com • info@robinsontanks.com

SEE AD 
PAGE 38
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FlowMark
827 S 7th St., Kansas City, KS 66105
833-653-8100
www.flowmark.com • jcollins@skymarkrefuelers.com

SEE AD 
PAGE 27

CRESCENT TANK MFG.
The Septage Vacuum Experts

n n n n n n n n

FMI Truck Sales & Service
8305 NE MLK Jr. Blvd., Portland, OR 97211
800-927-8750 • 503-286-2800 • (f) 503-286-3223
www.fmitrucks.com • johnb@fmitrucks.com

SEE AD 
PAGE 35

Satellite Vacuum Trucks
2530 Xenium Ln. N, Plymouth, MN 55441
800-883-1123
www.satellitevacuumtrucks.com • information@satelliteindustries.com

Westmoor Ltd
906 West Hamilton Ave, Sherrill, NY 13461
800-367-0972 • 315-363-0193
www.westmoorltd.com • pumps@westmoorltd.com
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Tank World Corp
12001 W Peoria Ave., El Mirage, AZ 85335
623-536-1199 • (f) 623-935-4782
www.tankworldaz.com • service@tankworldaz.com

nSEE AD 
PAGE 10 n n n n n n n n

PortaLogix
6107 Loomis Rd., Farmington, NY 14425
585-484-7009
www.portalogix.com • sales@portalogix.com

nSEE AD 
PAGE 17 n n n n

Industries,  Inc.

VACUUM TANK 
2020 DIRECTORY
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Take 5 ... 
with Jack’s Expert Flush & Toilet Rentals 

PIVOTING TO TAKE ADVANTAGE 
OF NEW OPPORTUNITIES

Werry spent most of the 1980s working as a flooring installer contractor in high-rise 
buildings in Calgary, Alberta. Returning to Nova Scotia, he filled a market niche by 
launching Expert Rubbish Removal in 1992, a garbage removal service that grew to 44 
containers.

“We served construction and residential customers and specialized in cleaning out 
the properties of hoarders, like the ones you see in the TV shows,” Werry says. “I only had 
three competitors in the market when the business started and 73 when I got out.”

Realizing that the bulk trash business had only a short shelf life left, he pivoted to 
offering construction customers both containers and portable restrooms as part of a 
package deal. 

His first vacuum truck came in handy during the business crossover period, most 
prominently in executing a contract on a hoarder’s home in Dartmouth. “The house was 
waist-high in trash and rats were running everywhere,” he recalls. “The toilets had been 
plugged long ago and human waste had been stored in 5-gallon buckets. I was the only 
company that would bid on it because I was the only one with a pumper.”

As the portable restroom business became busier and busier, he moved entirely away 
from trash into portable restroom rentals and service. “I’ve never looked back,” he says.

As a PRO, he’s always looking for new opportunities as well. That includes branching 
out into wedding service. He takes on about 50 weddings per year.

1

(continued)

EXPLORE FIVE ISSUES THAT AFFECT 
JACK WERRY’S PORTABLE SANITATION BUSINESS

J ack Werry, owner of Jack’s Expert Flush & Toilet 
Rentals in Halifax, Nova Scotia, has been a portable 
restroom operator since 2004. With about 260 

restrooms, Werry believes he’s found the sweet spot 
where he can remain personally involved in all aspects of 
providing quality service while making a good profit.

He serves primarily construction industry clients in 
the Halifax area, rounded out by weddings and occasional 
events. He employs two full-time staff members and one 
part-time worker. The company offers restrooms from 
PolyJohn Canada, Five Peaks and Satellite | PolyPortables. 
A single VIP wedding trailer was self-built.

Werry operates three vacuum trucks, all built out by 
Vacutrux with Wallenstein pumps and steel tanks. The first 
is a 2005 Chevrolet Silverado with a 240-gallon waste and 
180-gallons freshwater tank. The second is a 2010 Ram 5500 
with a 300-gallon waste and 150-gallon freshwater tank. 
The third is a 2011 Ram 2500 with a 120-gallon waste and 
120-gallon freshwater tank.

A new Ram Sport delivery truck pulls units on three 
self-built trailers — a 10-unit model, six-unit model and 
three-unit model. “I like the way the Rams sit a little taller 
than the others,” he says. “Working on construction sites, I 
like that higher ride because I don’t want to tear the bottom 
out of that truck.”

The company is a member of the Waste Water Nova 
Scotia Society, a professional organization primarily 
serving the province’s onsite industry. Although he’s 
not a member, Werry also attends Portable Sanitation 
Association International events. He’s a regular attendee 
at the WWETT Show. “I talk to other operators, check 
out what’s new and I buy stuff,” he says. “If it’s about my 
business, I go.”

The owner of Jack’s Expert Flush & Toilet 
Rentals believes smaller PROs can be 
profitable if they concentrate on hard work 
and quality service  By Peter Kenter

Finding the
     Sweet Spot

Jack Werry is shown 
in the company 
yard. (Photos by 
Warren Robertson)
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Take 5 ... 
with Jack’s Expert Flush & Toilet Rentals 

PIVOTING TO TAKE ADVANTAGE 
OF NEW OPPORTUNITIES

Werry spent most of the 1980s working as a flooring installer contractor in high-rise 
buildings in Calgary, Alberta. Returning to Nova Scotia, he filled a market niche by 
launching Expert Rubbish Removal in 1992, a garbage removal service that grew to 44 
containers.

“We served construction and residential customers and specialized in cleaning out 
the properties of hoarders, like the ones you see in the TV shows,” Werry says. “I only had 
three competitors in the market when the business started and 73 when I got out.”

Realizing that the bulk trash business had only a short shelf life left, he pivoted to 
offering construction customers both containers and portable restrooms as part of a 
package deal. 

His first vacuum truck came in handy during the business crossover period, most 
prominently in executing a contract on a hoarder’s home in Dartmouth. “The house was 
waist-high in trash and rats were running everywhere,” he recalls. “The toilets had been 
plugged long ago and human waste had been stored in 5-gallon buckets. I was the only 
company that would bid on it because I was the only one with a pumper.”

As the portable restroom business became busier and busier, he moved entirely away 
from trash into portable restroom rentals and service. “I’ve never looked back,” he says.

As a PRO, he’s always looking for new opportunities as well. That includes branching 
out into wedding service. He takes on about 50 weddings per year.

1

(continued)

EXPLORE FIVE ISSUES THAT AFFECT 
JACK WERRY’S PORTABLE SANITATION BUSINESS

J ack Werry, owner of Jack’s Expert Flush & Toilet 
Rentals in Halifax, Nova Scotia, has been a portable 
restroom operator since 2004. With about 260 

restrooms, Werry believes he’s found the sweet spot 
where he can remain personally involved in all aspects of 
providing quality service while making a good profit.

He serves primarily construction industry clients in 
the Halifax area, rounded out by weddings and occasional 
events. He employs two full-time staff members and one 
part-time worker. The company offers restrooms from 
PolyJohn Canada, Five Peaks and Satellite | PolyPortables. 
A single VIP wedding trailer was self-built.

Werry operates three vacuum trucks, all built out by 
Vacutrux with Wallenstein pumps and steel tanks. The first 
is a 2005 Chevrolet Silverado with a 240-gallon waste and 
180-gallons freshwater tank. The second is a 2010 Ram 5500 
with a 300-gallon waste and 150-gallon freshwater tank. 
The third is a 2011 Ram 2500 with a 120-gallon waste and 
120-gallon freshwater tank.

A new Ram Sport delivery truck pulls units on three 
self-built trailers — a 10-unit model, six-unit model and 
three-unit model. “I like the way the Rams sit a little taller 
than the others,” he says. “Working on construction sites, I 
like that higher ride because I don’t want to tear the bottom 
out of that truck.”

The company is a member of the Waste Water Nova 
Scotia Society, a professional organization primarily 
serving the province’s onsite industry. Although he’s 
not a member, Werry also attends Portable Sanitation 
Association International events. He’s a regular attendee 
at the WWETT Show. “I talk to other operators, check 
out what’s new and I buy stuff,” he says. “If it’s about my 
business, I go.”

The owner of Jack’s Expert Flush & Toilet 
Rentals believes smaller PROs can be 
profitable if they concentrate on hard work 
and quality service  By Peter Kenter

Finding the
     Sweet Spot

Jack Werry is shown 
in the company 
yard. (Photos by 
Warren Robertson)
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KNOWING HIS COMPANY’S 
STRENGTHS

While many PROs like to bring work — such as vehicle repair or marketing 
— in-house, Werry sticks to what the business is good at.

“We repair all of our portable restrooms and the truck pumps, but don’t 
even show me a mechanic’s wrench when it comes to truck maintenance 
because I won’t touch it,” he says. “We’re good at a lot of things and so are 
mechanics who specialize in fixing broken trucks. I don’t mind paying a ga-
rage a little more, as long as they give me service. That means fixing my 
truck and getting it back to me the same day, because our profit is mea-
sured in trucks on the road.”

He feels he same way about marketing, trusting his ad spend to phone 
books and paying them to operate his website. “Business that doesn’t come 

in from word-of-mouth comes in from Yellow Pages 
advertising and the website,” he says. “It’s worth every 
cent I pay them.”

ADJUSTING TO A THRIVING 
LOCAL ECONOMY

Once thought of as a rural province, Nova Scotia has grown to almost a mil-
lion residents, with much of that growth centered in Halifax (population 
410,000). “For many years, Halifax wasn’t considered a city of opportunity,” he 
says. “But it’s definitely a place of opportunity today because the economy is 
so strong. There are so many people with money moving here who are mak-

ing this economy go.”
The construction industry, one of Werry’s biggest markets, 

has also grown along with the economy. “My business has under-
gone a steady improvement under the current economic expan-
sion,” he says. “I’m busier in winter of this year than I was in the 
summer.”

Working in Nova Scotia means contending with cold winters, but busi-
ness continues year-round. “We winterize our portable restrooms using a salt 
brine,” Werry says. “They never freeze. We have at least two pumper trucks 
running all winter.”

REMAINING SMALL TO 
MAINTAIN QUALITY SERVICE

Werry is a hands-on owner. He and one other employee provide most of the 
outside labor for the business. A part-time employee maintains the portable 
restrooms and the truck pumps. His girl-
friend, Shelly Dollemont, handles book-
keeping and office duties.

“I want to make a good living, but I 
have no interest in managing a lot of em-
ployees,” he says. “I want to stress cleanli-
ness, and personal service is the best way 
to achieve that. I also believe that if I be-
came a lot larger, additional costs would 
result in a smaller rate of return.”

Werry says many clients tell him 
they prefer working with a small com-
pany that can offer personal service. At 
65, he remains in good physical shape, 
in part because he never shies away 
from the physical labor required to keep 
the business running.

“I work seven days a week,” he says. 
“Some people just say that to let you know that they’re really busy. I mean 
that I literally work seven days a week. That’s as many hours as I can handle.”
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“I want to stress 
cleanliness, and 
personal service 
is the best way to 
achieve that. I also 
believe that if I 
became a lot larger, 
additional costs 
would result in a 
smaller rate of return.”

JACK WERRY

2

Jack Werry maneuvers a Ram 5500 service 
truck in the company yard. Company trucks 
were built by Vacutrux and carry Wallenstein 
pumps. Restrooms are from PolyJohn Canada, 
Five Peaks and Satellite | PolyPortables.

Werry, owner of Jack’s 
Expert Flush & Toilet 
Rentals, is shown with 
one of his service 
trucks, carrying a 
Vacutrux tank and 
Wallenstein pump.

The lone restroom 
trailer in the Jack’s 
Expert Flush & Toilet 
Rentals inventory 
was built in-house.
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While many PROs like to bring work — such as vehicle repair or marketing 
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because I won’t touch it,” he says. “We’re good at a lot of things and so are 
mechanics who specialize in fixing broken trucks. I don’t mind paying a ga-
rage a little more, as long as they give me service. That means fixing my 
truck and getting it back to me the same day, because our profit is mea-
sured in trucks on the road.”

He feels he same way about marketing, trusting his ad spend to phone 
books and paying them to operate his website. “Business that doesn’t come 

in from word-of-mouth comes in from Yellow Pages 
advertising and the website,” he says. “It’s worth every 
cent I pay them.”
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Once thought of as a rural province, Nova Scotia has grown to almost a mil-
lion residents, with much of that growth centered in Halifax (population 
410,000). “For many years, Halifax wasn’t considered a city of opportunity,” he 
says. “But it’s definitely a place of opportunity today because the economy is 
so strong. There are so many people with money moving here who are mak-

ing this economy go.”
The construction industry, one of Werry’s biggest markets, 

has also grown along with the economy. “My business has under-
gone a steady improvement under the current economic expan-
sion,” he says. “I’m busier in winter of this year than I was in the 
summer.”

Working in Nova Scotia means contending with cold winters, but busi-
ness continues year-round. “We winterize our portable restrooms using a salt 
brine,” Werry says. “They never freeze. We have at least two pumper trucks 
running all winter.”

REMAINING SMALL TO 
MAINTAIN QUALITY SERVICE

Werry is a hands-on owner. He and one other employee provide most of the 
outside labor for the business. A part-time employee maintains the portable 
restrooms and the truck pumps. His girl-
friend, Shelly Dollemont, handles book-
keeping and office duties.

“I want to make a good living, but I 
have no interest in managing a lot of em-
ployees,” he says. “I want to stress cleanli-
ness, and personal service is the best way 
to achieve that. I also believe that if I be-
came a lot larger, additional costs would 
result in a smaller rate of return.”

Werry says many clients tell him 
they prefer working with a small com-
pany that can offer personal service. At 
65, he remains in good physical shape, 
in part because he never shies away 
from the physical labor required to keep 
the business running.

“I work seven days a week,” he says. 
“Some people just say that to let you know that they’re really busy. I mean 
that I literally work seven days a week. That’s as many hours as I can handle.”
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“I want to stress 
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is the best way to 
achieve that. I also 
believe that if I 
became a lot larger, 
additional costs 
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smaller rate of return.”
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Jack Werry maneuvers a Ram 5500 service 
truck in the company yard. Company trucks 
were built by Vacutrux and carry Wallenstein 
pumps. Restrooms are from PolyJohn Canada, 
Five Peaks and Satellite | PolyPortables.

Werry, owner of Jack’s 
Expert Flush & Toilet 
Rentals, is shown with 
one of his service 
trucks, carrying a 
Vacutrux tank and 
Wallenstein pump.

The lone restroom 
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Expert Flush & Toilet 
Rentals inventory 
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info@cohsi.com l 630.906.8002 l www.cohsi.com
See our website for floor plans and options.

BATHROOM • SHOWER • SPECIALTY TRAILERS
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Proudly Made 
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BUILDING THE COMPANY’S 
VALUE AHEAD OF RETIREMENT

Werry would be happy to pass the business on to his son, who lives in Alberta, but 
family obligations keep him tied to that prov-
ince. Instead, Werry plans to sell the company in 
the next two years. Although he’s satisfied with 
the success of the business, he’s entered one fi-
nal sprint to maximize its value before putting it 
on the market.

“I continue to order new portable restroom 
units,” he says. “I’ve ordered new units four times 
this year alone. And I’ll also be bringing in a new 
pumper truck from Vacutrux in 2020, another 
Ram 5500. I believe a new owner with ambition 
could make a lot of money with the business I’ve 
built.”

When the new truck arrives, Werry says he 
plans to hire an additional employee to handle 
the increased activity.

His advice to people interested in becom-
ing a PRO: “We’ll always have a need for portable 
restrooms, and there’ll always be business opportunities here. If you’re a young 
person with energy, there’s money to be made.”  ■

Elmira Machine Industries / 
Wallenstein Vacuum
800-801-6663
www.wallensteinpumps.ca

Five Peaks
866-293-1502
www.fivepeaks.net
 
PolyJohn Canada
800-465-9590
www.polyjohncanada.ca
 

Satellite | PolyPortables
800-883-1123
www.satelliteindustries.com
(See ad page 40)
 
Vacutrux Limited
800-305-4305
www.vacutrux.com

MORE INFO

5

“We’ll always have 
a need for portable 
restrooms, and 
there’ll always 
be business 
opportunities here. 
If you’re a young 
person with energy, 
there’s money to 
be made.”

JACK WERRY

Jack Werry 
checks out one 
of his restrooms 
from Satellite | 
PolyPortables.
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FMI TRUCK SALES
& SERVICE WORKMATE
The WorkMate service truck 
from FMI Truck Sales & 
Service has equal weight 
distribution of the sidewind-
er tank designed to extend 
brake life and improve handling. The two food-grade poly water tanks are 
plumbed to carry brine, freshwater, premix or any combination of fluids 
with no corrosion or rusty water. The ergonomically designed workstation 
with over 60 cubic feet of storage space saves time and effort during the 
workday, minimizing restocking and driver movement. With the ability to 
carry four restrooms, delivery and pickup expenses are greatly reduced. An 
E-track load securement system eliminates the need for ropes. Its modu-
lar design allows components to be easily replaced or transferred if dam-
aged. The entire vacuum system is plumbed using hot-tar hose and Masport 
components. Marine-style wiring is used, and all of the electrical systems 
are contained in a watertight panel with automatic reset circuit breakers. 
800-927-8750; www.fmitrucks.com.

IMPERIAL INDUSTRIES
FLATVAC
The 1,000-gallon stainless steel 
Flatvac from Imperial Indus-
tries can carry up to six por-
table restroom units on top of 
the unit’s 1,000-gallon stain-
less steel flat vacuum tank. 
The baffled internally divided 

tank offers 700 gallons of waste capacity and 300 gallons of freshwater ca-
pacity. In addition, the unit offers dual-sided bucket fill, dual Hannay hose 
reels with 50 feet of hose, a Pumptec X-5 washdown pump, Masport HXL4 
plug-and-play vacuum pump system, Thieman liftgate, and a 3-inch stain-
less steel boom with 30 feet of 2-inch intake hose and a suction nozzle. 
800-558-2945; www.imperialind.com.

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

CRESCENT TANK
VACUUM TANK
The Crescent Tank vac-
uum tank is completely 
flat inside and out. It 
can carry up to 10 por-

table restrooms, and the weight capacity is the same as a flatbed truck. It 
has no baffles, allowing it to be emptied completely to avoid internal cor-
rosion. With the included pump at specified cubic feet per minute, un-
necessary fatigue of the structure is eliminated and the life of the tank is 
prolonged. It is made from 1/4-inch-thick steel for structural strength. 
Its workstation is designed for the portable restroom industry. The lift-
gate rail width allows units to fit, and multiple liftgate decks and rail op-
tions are available. Freshwater is held inside the external 1/2-inch-thick 
poly tank. It can be installed on any chassis within the specifications re-
quired for each model based on axle ratings and maximum load capacity. 
585-657-4104; www.crescenttank.com.

Trucks and Tanks

PRODUCT FOCUS 
March 2020

 VACUUM TANKS  VACUUM TRUCKS

By Craig Mandli

KEEVAC INDUSTRIES KV999
The KV999 from KeeVac Indus-
tries carries a 999-gallon portable 
restroom vacuum tank for opera-
tors who want to stay under the U.S. 
Department of Transportation tanker endorsement re-
quirement. It is available in aluminum, stainless steel and carbon steel, with 
single- or dual-side service, holds 699 gallons of waste and 300 gallons of 
freshwater and includes a two-unit fold-down restroom carrier with trailer 
hitch. The tank can be mounted on a variety of chassis and with a variety of 
pump options. Each unit also comes with an upgraded DC-10 washdown 
pump and hose reel from Hannay Reels. Exterior controls and dual cabinets 
are designed for operator safety and convenience. An arctic package and 
safety lighting are available. 866-789-9440; www.keevac.com.

PIK RITE FLATBED
RESTROOM HAULER
The Flatbed Restroom 
Hauler from Pik Rite has 
a 650-gallon tank, flatbed 
and liftgate. The tank has a 
400-gallon waste compart-

ment and internal 250-gallon freshwater compartment for even weight dis-
tribution. The truck includes a National Vacuum Equipment 304 vacuum 
pump, dual 2-inch fill hoses, 20 gpm washdown system, dual-spring return 
freshwater hose reels and dual 2-inch bucket fills. A 20-inch top manway, 
5-inch sight eyes and clear hose sight tube are included. The truck is also 
equipped with a 98-by-102-inch aluminum flatbed and Thieman TVL lift-
gate. Two diamond plate toolboxes are mounted on the passenger side. The 
truck has an LED running light kit with a durable, fully molded wiring har-
ness. 800-326-9763; www.pikrite.com.

SATELLITE
VACUUM TRUCKS
MD995 FLAT VAC
The Satellite Vacuum 
Trucks MD995 Flat Vac 
provides added capacity for 
hauling restrooms. It is designed with space for eight standard units, with 
a 695-gallon waste and 300-gallon freshwater tank. Ergonomic features, 
including lowered service area and easy-to-reach stainless steel cabinets, 
are designed to increase driver efficiency and lower fatigue. 800-883-1123; 
www.satellitetruckxpress.com.

FRUITLAND ELIMINATOR 250PT
The Eliminator 250PT from Fruitland was 
designed with a smaller mount and acces-
sories, allowing it to fit on most portable rest-
room service trucks while still allowing for big-truck, 
continuous-duty performance. The package includes an RCF250 
180 cfm vacuum pump with an integral heavy-duty secondary shut-off 
and oil-catch muffler. The design is 26 inches wide and 19 inches high to 
take up less frame rail space. It comes with hydraulic or gearbox drive op-
tions; the gearbox drive allows for five distance options for alignment to 
the PTO shaft (8, 9, 10, 11 and 12 inches). The mount has two emergency 
brake cable slots, allowing for quick and easy installation. It offers low oil 
consumption, including an automated oiling system with all-steel oil lines, 
pump oil-level sight gauge, vane gauging ports and anti-shock design. 
800-663-9003; www.fruitlandmanufacturing.com.

MORO USA DC
Heavy-duty Moro USA DC water pumps 
offer 20 gpm maximum flow for quick re-

stroom fills, while 42 psi maximum pressure 
provides quick high-pressure cleaning. Avail-

able with cast iron or stainless steel pump body, both models offer a stain-
less steel impeller and Viton elastomers. Fan-cooled, 12-volt (83-amp maxi-
mum draw) motors are epoxy-coated for durability. These continuous-duty 
pumps come solenoid- and pressure-switch standard for easy installation. 
They have 1.25-inch suction and 1-inch discharge ports. The discharge can 
be mounted in four different positions. 800-383-6304; www.morousa.com.

NATIONAL VACUUM EQUIPMENT
CHALLENGER 304 
The Challenger 304 vacuum pump from Nation-
al Vacuum Equipment delivers 210 cfm in a 
number of compact packages that include 
a pump with a pump stand; a pump with 
a stand, prefilter and moisture trap in two 
variations; and an engine drive unit with a 13 hp elec-
tric-start engine. Standard packages are available in gearbox 
drive or with a hydraulic drive adapter. The package is designed with a duc-
tile iron housing and stainless steel braided oil lines for durability. Routine 
maintenance, such as vane inspection and replacement, can be done with-
out removing the pump from the truck. 800-253-5500; www.natvac.com.

  CASE STUDY

PRO picks truck that 
performs two jobs in one

PROBLEM: Syracuse, New York, PRO Galaxy Restroom had a limited amount of 
capital for its annual fleet expenditures due to a recent acquisition. Meanwhile, 
much of the fleet it acquired was tired and outdated. The company needed 
to buy at least two trucks, one for service as the company almost doubled in 
size with the acquisition and a second one to help with delivery and pickup at 
special events.

SOLUTION: Company owners 
chose a PortaLogix truck 
designed to service more 
than 65 units on a route 
utilizing an 800-gallon 
waste tank and 350-gallon 
freshwater tank in the 
flatbed. The same truck carries up to six units on the bed.

RESULT: The company stayed within its fleet budget and posted higher profits. 
It then did 80% of its deliveries and pickups with PortaLogix trucks, which allows 
for a smaller fleet, less fuel expense and fewer labor hours for drivers. 
585-484-7009; www.portalogix.com.

 VACUUM TRUCKS

 VACUUM TRUCK PARTS/COMPONENTS

http://www.fmitrucks.com
http://www.imperialind.com
http://www.amthorinternational.com
http://www.crescenttank.com
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FMI TRUCK SALES
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with no corrosion or rusty water. The ergonomically designed workstation 
with over 60 cubic feet of storage space saves time and effort during the 
workday, minimizing restocking and driver movement. With the ability to 
carry four restrooms, delivery and pickup expenses are greatly reduced. An 
E-track load securement system eliminates the need for ropes. Its modu-
lar design allows components to be easily replaced or transferred if dam-
aged. The entire vacuum system is plumbed using hot-tar hose and Masport 
components. Marine-style wiring is used, and all of the electrical systems 
are contained in a watertight panel with automatic reset circuit breakers. 
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Flatvac from Imperial Indus-
tries can carry up to six por-
table restroom units on top of 
the unit’s 1,000-gallon stain-
less steel flat vacuum tank. 
The baffled internally divided 
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pacity. In addition, the unit offers dual-sided bucket fill, dual Hannay hose 
reels with 50 feet of hose, a Pumptec X-5 washdown pump, Masport HXL4 
plug-and-play vacuum pump system, Thieman liftgate, and a 3-inch stain-
less steel boom with 30 feet of 2-inch intake hose and a suction nozzle. 
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AMTHOR
INTERNATIONAL
FLAT VAC
The Flat Vac multipurpose por-
table restroom vacuum tank 
from Amthor International al-
lows the operator to carry up to 
12 restrooms on top of the tank 
and pull a restroom delivery trailer. The tank has a rounded bottom with a 
full-length formed sump design for drainage and full baffles for strength. 
The flat tank has wastewater and freshwater compartments, as well as an 
option for a chemical or brine compartment. It is available in steel, stainless 
steel or aluminum. It comes with a workstation and a vertical cabinet with 
an aluminum extruded door and shelves. A liftgate is installed behind the 
tank to load and unload restrooms. All units are custom-built to specifica-
tions. 800-328-6633; www.amthorinternational.com.

CRESCENT TANK
VACUUM TANK
The Crescent Tank vac-
uum tank is completely 
flat inside and out. It 
can carry up to 10 por-

table restrooms, and the weight capacity is the same as a flatbed truck. It 
has no baffles, allowing it to be emptied completely to avoid internal cor-
rosion. With the included pump at specified cubic feet per minute, un-
necessary fatigue of the structure is eliminated and the life of the tank is 
prolonged. It is made from 1/4-inch-thick steel for structural strength. 
Its workstation is designed for the portable restroom industry. The lift-
gate rail width allows units to fit, and multiple liftgate decks and rail op-
tions are available. Freshwater is held inside the external 1/2-inch-thick 
poly tank. It can be installed on any chassis within the specifications re-
quired for each model based on axle ratings and maximum load capacity. 
585-657-4104; www.crescenttank.com.

Trucks and Tanks

PRODUCT FOCUS 
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 VACUUM TANKS  VACUUM TRUCKS

By Craig Mandli

KEEVAC INDUSTRIES KV999
The KV999 from KeeVac Indus-
tries carries a 999-gallon portable 
restroom vacuum tank for opera-
tors who want to stay under the U.S. 
Department of Transportation tanker endorsement re-
quirement. It is available in aluminum, stainless steel and carbon steel, with 
single- or dual-side service, holds 699 gallons of waste and 300 gallons of 
freshwater and includes a two-unit fold-down restroom carrier with trailer 
hitch. The tank can be mounted on a variety of chassis and with a variety of 
pump options. Each unit also comes with an upgraded DC-10 washdown 
pump and hose reel from Hannay Reels. Exterior controls and dual cabinets 
are designed for operator safety and convenience. An arctic package and 
safety lighting are available. 866-789-9440; www.keevac.com.

PIK RITE FLATBED
RESTROOM HAULER
The Flatbed Restroom 
Hauler from Pik Rite has 
a 650-gallon tank, flatbed 
and liftgate. The tank has a 
400-gallon waste compart-

ment and internal 250-gallon freshwater compartment for even weight dis-
tribution. The truck includes a National Vacuum Equipment 304 vacuum 
pump, dual 2-inch fill hoses, 20 gpm washdown system, dual-spring return 
freshwater hose reels and dual 2-inch bucket fills. A 20-inch top manway, 
5-inch sight eyes and clear hose sight tube are included. The truck is also 
equipped with a 98-by-102-inch aluminum flatbed and Thieman TVL lift-
gate. Two diamond plate toolboxes are mounted on the passenger side. The 
truck has an LED running light kit with a durable, fully molded wiring har-
ness. 800-326-9763; www.pikrite.com.

SATELLITE
VACUUM TRUCKS
MD995 FLAT VAC
The Satellite Vacuum 
Trucks MD995 Flat Vac 
provides added capacity for 
hauling restrooms. It is designed with space for eight standard units, with 
a 695-gallon waste and 300-gallon freshwater tank. Ergonomic features, 
including lowered service area and easy-to-reach stainless steel cabinets, 
are designed to increase driver efficiency and lower fatigue. 800-883-1123; 
www.satellitetruckxpress.com.

FRUITLAND ELIMINATOR 250PT
The Eliminator 250PT from Fruitland was 
designed with a smaller mount and acces-
sories, allowing it to fit on most portable rest-
room service trucks while still allowing for big-truck, 
continuous-duty performance. The package includes an RCF250 
180 cfm vacuum pump with an integral heavy-duty secondary shut-off 
and oil-catch muffler. The design is 26 inches wide and 19 inches high to 
take up less frame rail space. It comes with hydraulic or gearbox drive op-
tions; the gearbox drive allows for five distance options for alignment to 
the PTO shaft (8, 9, 10, 11 and 12 inches). The mount has two emergency 
brake cable slots, allowing for quick and easy installation. It offers low oil 
consumption, including an automated oiling system with all-steel oil lines, 
pump oil-level sight gauge, vane gauging ports and anti-shock design. 
800-663-9003; www.fruitlandmanufacturing.com.

MORO USA DC
Heavy-duty Moro USA DC water pumps 
offer 20 gpm maximum flow for quick re-

stroom fills, while 42 psi maximum pressure 
provides quick high-pressure cleaning. Avail-

able with cast iron or stainless steel pump body, both models offer a stain-
less steel impeller and Viton elastomers. Fan-cooled, 12-volt (83-amp maxi-
mum draw) motors are epoxy-coated for durability. These continuous-duty 
pumps come solenoid- and pressure-switch standard for easy installation. 
They have 1.25-inch suction and 1-inch discharge ports. The discharge can 
be mounted in four different positions. 800-383-6304; www.morousa.com.

NATIONAL VACUUM EQUIPMENT
CHALLENGER 304 
The Challenger 304 vacuum pump from Nation-
al Vacuum Equipment delivers 210 cfm in a 
number of compact packages that include 
a pump with a pump stand; a pump with 
a stand, prefilter and moisture trap in two 
variations; and an engine drive unit with a 13 hp elec-
tric-start engine. Standard packages are available in gearbox 
drive or with a hydraulic drive adapter. The package is designed with a duc-
tile iron housing and stainless steel braided oil lines for durability. Routine 
maintenance, such as vane inspection and replacement, can be done with-
out removing the pump from the truck. 800-253-5500; www.natvac.com.

  CASE STUDY

PRO picks truck that 
performs two jobs in one

PROBLEM: Syracuse, New York, PRO Galaxy Restroom had a limited amount of 
capital for its annual fleet expenditures due to a recent acquisition. Meanwhile, 
much of the fleet it acquired was tired and outdated. The company needed 
to buy at least two trucks, one for service as the company almost doubled in 
size with the acquisition and a second one to help with delivery and pickup at 
special events.

SOLUTION: Company owners 
chose a PortaLogix truck 
designed to service more 
than 65 units on a route 
utilizing an 800-gallon 
waste tank and 350-gallon 
freshwater tank in the 
flatbed. The same truck carries up to six units on the bed.

RESULT: The company stayed within its fleet budget and posted higher profits. 
It then did 80% of its deliveries and pickups with PortaLogix trucks, which allows 
for a smaller fleet, less fuel expense and fewer labor hours for drivers. 
585-484-7009; www.portalogix.com.

 VACUUM TRUCKS

 VACUUM TRUCK PARTS/COMPONENTS
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PRESVAC SYSTEMS PV750
The Presvac Systems PV750 rotary vane 
pump is designed for continuous full-
vacuum operation in extreme condi-
tions. It offers 400 cfm at free air, 350 cfm 
at 15 inches Hg, a maximum vacuum of 
27 inches Hg and maximum pressure of 
35 psi. Dual fans and twin ballast ports 
efficiently cool the pump. The solid housing with deep cooling ribs allows 
for greater heat transfer from the vacuum chamber. Aluminum fans and 
shrouding work like a heat exchanger to aid in heat reduction. Multiple 
manifold and drive options are available for truck, trailer or stationary ap-
plications. 800-387-7763; www.presvac.com.

WESTMOOR CONDE FLUSH KIT
The Conde Flush Kit from Westmoor makes it easy to peri-
odically flush the pump on a vacuum truck, helping to pro-
long its life. It can be used by simply turning on the pump and 
opening the ball valve. Made of durable aluminum, the unit 
has instructions on the side. It can be mounted in any con-
venient location. 800-367-0972; www.westmoorltd.com. ■

 VACUUM TRUCK PARTS/COMPONENTS
 PRODUCT NEWS

AllyPro from Jates Co. is business management software designed to 
reduce the cost of operations and simplify processes. It allows PROs to review 
critical business information in real time.

With three years in development, AllyPro is designed to meet the varied, 
but specific needs of the portable restroom industry, including comprehensive 
inventory, paperless dispatch, mobile application, complete CRM, billing, fleet 
maintenance and many other business needs. According to Lee Moore, senior 
project manager for OnPoint AVL and Navigation, the North American distributor 
for AllyPro, the program offers a complete solution.

“AllyPro incorporates collecting data in the field as services such as deliv-
ery, repair, cleaning, removals and whatever other things the company sets up 
to happen,” he says. “The customizable mobile app updates the back office, 
continually providing near-real-time visibility into field operations.”

AllyPro is able to leverage OnPoint’s nationwide footprint, with more than 
1,000 successful launches of other platforms. Selecting OnPoint was an easy 
decision, according to Shawn Parks, CEO and chief developer of the AllyPro 
platform. “AllyPro will still be deploying its international clients but having 
OnPoint engaged in the U.S. allows us to stay focused on what we do best, 
ongoing development and improving the platform,” he says.

As a software as a service platform, the customer’s business can be 
accessed from any internet-connected device by anyone with the proper cre-
dentials. It’s suitable for the small operator who may need to be on the move 
some of the time, as well as large enterprises that require multiple accesses to 
follow their business.

The flexible system allows the user to name and arrange varied field 
functions, describe equipment, and customize status updates and services 
provided. AllyPro can be used in any service enterprise, with any combination 
of rental, delivery, pickup, one-time and/or periodic services.

“Everything from the structured query language database schema to 
the look and feel of the mobile application and user interface was built from 
scratch to minimize intrusiveness in operations while providing incredibly gran-
ular data,” Moore says. “That means no more corner cutting or ‘good enough’ 
judgment calls.” 888-974-8488; www.allypro.com ■

PRODUCT SPOTLIGHT

AllyPro software is designed specifically 
for portable restroom industry
By Craig Mandli

http://www.promonthly.com/online_exclusivesPRESVAC
http://www.presvac.com.WESTMOOR
http://www.presvac.com.WESTMOOR
http://www.westmoorltd.com
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“The very day we found out we’d have to move our shop, somebody 
came through the door and said, ‘Do you want to buy Buck’s back?’ It 
was really a door closing, door opening, all in the same day.” They quickly 
jumped at the chance.

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

 

Making connections

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

 

the Main event

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

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

 

By the nuMBers

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

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

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

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

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

(continued)

the teaM

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

 

coMpany history

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

(continued)

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

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

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

tHe JoB: Oregon Jamboree

oN locAtIoN

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

 Let’s roLL

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

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

 

keepin’ it cLean

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

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

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

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

 

saMe But different

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

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

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

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

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

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

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

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

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

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

MORE INFO

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

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

Page 10
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F I L E

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 

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

MOJOMOJO
Music City

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

PoshPrivy Nashville, Tenn.
★
Tennessee

(continued)

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

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

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

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

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

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

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

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

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

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

(continued)

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

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

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

 
TARGETING CUSTOMERS

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

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

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

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

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

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

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

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

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

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

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

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

 
SELL YOURSELF

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

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

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

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

After all, the more McNeely does to make his portable restrooms 
pleasing, and perhaps even memorable, the greater the chance he’ll never 
have to work from the confines of an office cubicle. ■
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wastewater outlet valve on one 
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^^^ McNeely runs a power cord to his Porta Pal unit from 
Rich Restrooms. Music City customers organizing backyard 
weddings and special events want a lot of amenities when 
shopping for portable sanitation units.
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of our business (has been) from their 
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planners to raise awareness of PoshPrivy. 
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to learn all he can about events and how best to service them. He also plans 
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“The more I can network with experts in those areas – people who also need 
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trailers. That includes mints, amenity baskets, flower bouquets in the 
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^^^ McNeely adjusts the 
wastewater outlet valve on one
of his restroom trailers.

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

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

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

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

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

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

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

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

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

(continued)

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

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

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

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

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

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

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

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

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

Tips for Bringing 
the “Wow” Factor

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

Brandon Mcneely

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

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

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

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

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

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

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

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

May 2011, McNeely stumbled onto his niche while reading 

An estate manager for a country star in 
Nashville saw the potential for restroom 
trailer service and dialed in to land exclusive 
outdoor events. By PaTrICK dUrKIn
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Working for singer Ronnie Dunn, 
Brandon McNeely recognized a need 
for portable sanitation at upscale 
parties. So he started PoshPrivy, 
where this compact Comforts of Home 
restroom trailer is a popular offering.
(Photos by Patrick Durkin)
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PRESVAC SYSTEMS PV750
The Presvac Systems PV750 rotary vane 
pump is designed for continuous full-
vacuum operation in extreme condi-
tions. It offers 400 cfm at free air, 350 cfm 
at 15 inches Hg, a maximum vacuum of 
27 inches Hg and maximum pressure of 
35 psi. Dual fans and twin ballast ports 
efficiently cool the pump. The solid housing with deep cooling ribs allows 
for greater heat transfer from the vacuum chamber. Aluminum fans and 
shrouding work like a heat exchanger to aid in heat reduction. Multiple 
manifold and drive options are available for truck, trailer or stationary ap-
plications. 800-387-7763; www.presvac.com.

WESTMOOR CONDE FLUSH KIT
The Conde Flush Kit from Westmoor makes it easy to peri-
odically flush the pump on a vacuum truck, helping to pro-
long its life. It can be used by simply turning on the pump and 
opening the ball valve. Made of durable aluminum, the unit 
has instructions on the side. It can be mounted in any con-
venient location. 800-367-0972; www.westmoorltd.com. ■

 VACUUM TRUCK PARTS/COMPONENTS
 PRODUCT NEWS

AllyPro from Jates Co. is business management software designed to 
reduce the cost of operations and simplify processes. It allows PROs to review 
critical business information in real time.

With three years in development, AllyPro is designed to meet the varied, 
but specific needs of the portable restroom industry, including comprehensive 
inventory, paperless dispatch, mobile application, complete CRM, billing, fleet 
maintenance and many other business needs. According to Lee Moore, senior 
project manager for OnPoint AVL and Navigation, the North American distributor 
for AllyPro, the program offers a complete solution.

“AllyPro incorporates collecting data in the field as services such as deliv-
ery, repair, cleaning, removals and whatever other things the company sets up 
to happen,” he says. “The customizable mobile app updates the back office, 
continually providing near-real-time visibility into field operations.”

AllyPro is able to leverage OnPoint’s nationwide footprint, with more than 
1,000 successful launches of other platforms. Selecting OnPoint was an easy 
decision, according to Shawn Parks, CEO and chief developer of the AllyPro 
platform. “AllyPro will still be deploying its international clients but having 
OnPoint engaged in the U.S. allows us to stay focused on what we do best, 
ongoing development and improving the platform,” he says.

As a software as a service platform, the customer’s business can be 
accessed from any internet-connected device by anyone with the proper cre-
dentials. It’s suitable for the small operator who may need to be on the move 
some of the time, as well as large enterprises that require multiple accesses to 
follow their business.

The flexible system allows the user to name and arrange varied field 
functions, describe equipment, and customize status updates and services 
provided. AllyPro can be used in any service enterprise, with any combination 
of rental, delivery, pickup, one-time and/or periodic services.

“Everything from the structured query language database schema to 
the look and feel of the mobile application and user interface was built from 
scratch to minimize intrusiveness in operations while providing incredibly gran-
ular data,” Moore says. “That means no more corner cutting or ‘good enough’ 
judgment calls.” 888-974-8488; www.allypro.com ■

PRODUCT SPOTLIGHT

AllyPro software is designed specifically 
for portable restroom industry
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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 restroom business for sale in Win-
ston-Salem - Charlotte North Carolina area. 
Over 400 toilets, holding tanks, handwash-
ing stations, 2 service trucks and 1 delivery 
truck. All equipment in excellent condition. 
Please contact 336-345-4392.  (T04) 

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.  (P03)

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

LEASING/FINANCING
Western Equipment Finance, a bank-
owned direct lender, is committed to continu-
ing to help you prosper. All equipment types, 
new or used; we have the best rates and 
terms you deserve. App-Only Financing and 
credit decisions within an hour. Call the team 
you can trust, Jim Stekl at Western Equip-
ment Finance 701-665-1647. jim.stekl@ 
westernequipmentfinance.com  (PBM)

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)

PORTABLE RESTROOM TRAILERS
2013 Ameri-Can Engineering 612 Royale 
Dooley. Pewter in color. 2 stalls, one women/
baby changing station, one men. Please 
reach out to Kimberli at PortaPros for more 
information and images 208-467-0089 or 
kimi@portapros.com. $17,500.  (T08)

PORTABLE RESTROOM TRUCKS
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 Freightliner, Cummins motor, 
automatic transmission, a/c, hydraulic-
driven pump and pressure washer 
(1,000psi), Best stainless-steel tank with 
900-gallon waste & 450-gallon fresh-
water and Masport HXL4 vacuum pump. 
Dual side service. 145,000 miles. Call for 
additional information.  .... $42,000 OBO

419-262-5769, OH 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)

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)

2014 Dodge 3500, Hemi gas engine, auto, 
70,000 miles, 2WD. New aluminum 450-gal-
lon vacuum tank, 300 waste/250 water, Ma-
sport vacuum pump, Honda engine. Call JR 
@ 720-253-8014, CO  (PBM)

Portable toilet truck for sale. Built by Satel-
lite Industries. Tank is 500-gallon waste and 
300-gallon freshwater. Heads have been 
replaced by Ford dealer ($10,000). Just in-
stalled new Conde Pump ($1,600). Also has 
a new freshwater pump. Many other repairs 
performed. Truck is ready to work! Call 
260-432-5132. (P03)

2006 Ford F750 vac truck with Cummins 
motor and Masport pump. $22,500 OBO. 
Contact us at 419-358-1936 or basi_mm@
yahoo.com for more information.  (P03)

SEPTIC TRUCKS

2017 International, 6.7 Cummins, 
74k miles, auto transmission, under 
CDL. A/C, cruise. New aluminum tank 
900/400, Jurop PN58 vac pump and 
94gpm washdown pump. This truck 
has all new equipment and is in excel-
lent condition. Financing and delivery 
options available.  ..................  $62,000

Call Hull’s Truck Bodies, LLC 
740-820-5338, OH T03

1990 Freightliner septic truck. 628,209 
miles. Current on all maintenance. Registra-
tion is valid. Asking $19,500. For more infor-
mation, call 707-839-2270.  (P03)

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, CO (PBM)

MARKETPLACE 
ADVERTISING

March 2020CLASSIFIEDS

To advertise in PRO Marketplace 
Call 1-800-994-7990
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YOU
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York, PA – 
June 15-16, 2021
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Call (814) 933-0927, v is i t  www.RobinsonTanks.com, or emai l  sales@robinsontanks.com

Dedicated to keeping inventory on the ground to provide fast turnkey solutions!
Robinson Vacuum Tanks

• 1200 Gallon aluminum portable restroom trucks
• Ford, RAM, Diesel, Gas, 4x2 and 4x4’s available

• Starting at: $75,800

• Portalogix 1150. Haul 6 restrooms!
• Ford, RAM, Diesel, Gas, 4x2 and 4x4’s available

• Starting at: $83,900

• 2500 Gallon aluminum vacuum trucks
•  Peterbilt, Hino, International and  

Freightliners available

• Starting at $109,550

• 1500 Gallon aluminum portable restroom truck
• CURRENTLY ONLY 1 REMAINING!
•  2020 Ford F550 4x2 Diesel. NVE 304,  

DC10 washdown pump, hose reel

• $85,200

• 4200 Gallon aluminum vacuum trucks
• Peterbilt & Internationals

• Starting at $140,000 + FET

• 2000 Gallon aluminum portable restroom trucks
• Peterbilt, Kenworth, Hino & Internationals available

• Starting at $104,300

• 980 Gallon steel portable restroom truck
• CURRENTLY ONLY 1 REMAINING!
•  2019 Ford F550 4x2 Diesel. NVE 304,  

Powertwin washdown pump, garden hose

• $76,930

•  We offer the largest catalog for predesigned  
slide-ins ranging from 300 to 1500 gallons

•  We stock many of our most popular models  
while offering a FAST LANE for production  
of non-stock standard models

•  Starting at $9,100

Visit  
Our Website  
tO see All  
AVAilAble  
inVentOry

DOWNLOAD OUR GUIDES
PJProductGuide.com | PJBuyersGuide.com

2500 GASPAR AVE., WHITING, IN 46394

pjpROMAG.com | 800.292.1305

You won’t need luck to fi nd what you’re looking for at PolyJohn. We offer a wide 
range of the roomiest portable restrooms in the industry — from standard to XL, and 

even ADA. Check out our product lineup and you will fi nd your pot of gold.

THE NOT-SO-P   NT-SIZED Lineup

From
Happy St. Patrick’s Day

REGISTER
AND

COME SEE US 
AT THE PSAI 

SHOW!

http://www.RobinsonTanks.com
mailto:sales@robinsontanks.com
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