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eauty is in the eye of the beholder. When a PRO passes a portable 
restroom along the side of the road, you see a handsome moneymaker 
for your company. When others see this restroom, they recoil at the 

thought of what takes place inside the unit. Unfortunately, there are a small 
number of people who see the practical beauty of a restroom and a huge 
population of people who see a blight on the landscape.
 We need to work on changing this perception.
 Take the folks in Conway, New Hampshire, for instance. Their town 
sounds like a wonderful place adjacent to the White Mountain National 
Forest. They enjoy being near the trail encircling Echo Lake, visiting nearby 
waterfalls and the Conway Scenic Railroad’s vintage trains and Victorian 
station. Picture postcard views all around.
 But when they see a portable restroom in a park, the citizens of Conway 
hit the roof. That’s all it takes to get them riled up.
 “I think it’s ugly to centralize them in the park,” town manager Tom 
Holmes said during a meeting with Conway selectmen. As reported in the 
Conway Daily Sun, Holmes called 15 units at Schouler Park an “eyesore,” 
and said, “We are trying to come 
up with ideas to disperse them 
throughout the village.”
 The board voted 5-0 to ban 
the use of portable restrooms at 
Schouler Park.

IT’S NIMBY TIME
 It is interesting to note 
that town officials said the units 
were too well-used during the 
pandemic as they served many 
new visitors to the quaint 
community. One of their chief 
complaints, aside from that they 
didn’t find the units pretty, is 
that the service providers couldn’t 
keep them clean enough because 
of their popularity.
 So Conway officials’ answer was to either hide the units around town 
where nobody would see them and complain, or eliminate restroom service 
that seemed to be sorely needed.

 What kind of solution is that? People are using the restrooms, so let’s 
get rid of them because they are unsightly! How about taking a different tack, 
like ordering more restrooms, more frequent service, and continue placing 
them where the public uses them?
 Frankly, I am weary of residents in towns and cities across the country 
complaining when they see a portable restroom show up for a construction 
site, a community event or to provide relief for folks during the busy summer 
season. It happens so regularly I suspect potential complaints are on the 
minds of PROs every time they drop a restroom at a new, fairly visible location.
 Let’s say you’re placing a unit in front of a home remodeling job in 
some ritzy neighborhood. Oh oh, will you be called out later today to move it 
behind a fence or away from the view of an unhappy neighbor? A call like this 
creates frustration for you and your crew and the resulting relocation adds 
labor to the day and takes profits off the table. And the sad part is you can’t 
accurately predict when one of these complaints is going to happen. You can 
make an educated guess, but it might happen when you least expect it.
 When I was working in the newspaper business, we used to call these 
NIMBY complaints, as in Not In My Back Yard. What I found as a small-

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; 
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Above: Portable restrooms are practical, functional and look nice in a 
busy waterfront park in Duluth, Minnesota. (Photos by Jim Kneiszel)

town newspaper editor and still find today is that a complaint from one 
disgruntled person can quickly be magnified in a public forum, such as a 
town board meeting.
 As a wastewater publication editor, I find these situations not just with 
portable sanitation, but with the siting of private dewatering or treatment 
facilities, neighbors surrounding wastewater land-application sites, and 
grease trap service exhaust in urban settings.
 What really irks me when folks raise a stink over wastewater services? 
That these people don’t understand the valuable service that is being 
provided. No, they only recognize their temporary sacrifice of seeing a 
restroom in the park or getting a whiff of exhaust from your tank.

THE UNWELCOME MAT
 Consider those folks in Conway, New Hampshire. Clean portable 
restrooms provide hospitality and make visitors to the town safer and more 
comfortable during their stay. Would they rather roll out the unwelcome 
mat and discourage families from coming and shopping at their retail 
establishments, eating at their restaurants and giving the economy a shot in 
the arm during a business-killing virus crisis?
 Rather than complain, they should make sanitation services a priority 
and see these restrooms in a different light. They should work with their 
local portable sanitation contractors to devise plans to ensure enhanced 
service. And they should look at restrooms like you do, as an important 
public health tool.
 And by the way, portable restrooms are not unsightly. They are 
the embodiment of practicality, a purpose-built product that does a 
necessary job effectively, efficiently and at a fair price. And no matter 
what anyone says in a public forum, know that you are appreciated here 
for doing a vital job.  ■

Above: There is nothing to object to in this restroom placement at a 
construction site along a Lake Superior waterfront trail.
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establishments, eating at their restaurants and giving the economy a shot in 
the arm during a business-killing virus crisis?
 Rather than complain, they should make sanitation services a priority 
and see these restrooms in a different light. They should work with their 
local portable sanitation contractors to devise plans to ensure enhanced 
service. And they should look at restrooms like you do, as an important 
public health tool.
 And by the way, portable restrooms are not unsightly. They are 
the embodiment of practicality, a purpose-built product that does a 
necessary job effectively, efficiently and at a fair price. And no matter 
what anyone says in a public forum, know that you are appreciated here 
for doing a vital job.  ■

Above: There is nothing to object to in this restroom placement at a 
construction site along a Lake Superior waterfront trail.

http://www.keevac.com


10        February 2021        Portable Restroom Operator

@PROmonthly.com

emails and alerts
Visit PROmonthly.com and 
sign up for newsletters and 
alerts. You’ll get exclusive content 

delivered right to your inbox, and you’ll stay 
in the loop on topics important to you!

connect 
with us!
Find us on Facebook 
at facebook.com/PROmonthly
or Twitter at twitter.com/PROmonthly

Visit the site daily for new, exclusive content. Read our blogs, 
find resources and get the most out of PRO magazine.

OVERHEARD ONLINE

     Don’t always assume other 

businesses aren’t doing things 

because it doesn’t make good 

business sense. Maybe you 

will bust an entire market 

wide open and make chunks 

of money. But you’ll never have 

information to make a decision 

on until you gather the data.

SWOT, PART 3

Examine Your  
Opportunities  
and Threats
In this column, Amanda Clark leads portable 
restroom operators through the examination 
of their opportunities and threats as part of 
SWOT (strengths, weaknesses, opportunities 
and threats) grid analysis. Find out more in 
this online exclusive article.   

promonthly.com/featured

ROCK THE AIRWAVES

Draw Customer 
Attention With  
a Catchy Tune
Find out how one pumper-portable 
restroom operator deploys a commercial 
jingle in his quest for market dominance. 
Learn how your operation can buy-in  
with creative marketing by reading this  
online article.

promonthly.com/featured

Explore the value of OSHA’s On-Site Consultation Program in this exclusive 
online article. Read how the program can help build your company’s safety 
culture and change your relationship with the government body.   
promonthly.com/featured

OSHA Job Site Program Works for 
Your Portable Restroom Operation  

AN OUNCE OF PREVENTION

- Gain an Edge by Regularly Conducting  
a Competitor Analysis    

promonthly.com/featured

http://www.MasportPump.com


@PROmonthly.com

emails and alerts
Visit PROmonthly.com and 
sign up for newsletters and 
alerts. You’ll get exclusive content 

delivered right to your inbox, and you’ll stay 
in the loop on topics important to you!

connect 
with us!
Find us on Facebook 
at facebook.com/PROmonthly
or Twitter at twitter.com/PROmonthly

Visit the site daily for new, exclusive content. Read our blogs, 
find resources and get the most out of PRO magazine.

OVERHEARD ONLINE

     Don’t always assume other 

businesses aren’t doing things 

because it doesn’t make good 

business sense. Maybe you 

will bust an entire market 

wide open and make chunks 

of money. But you’ll never have 

information to make a decision 

on until you gather the data.

SWOT, PART 3

Examine Your  
Opportunities  
and Threats
In this column, Amanda Clark leads portable 
restroom operators through the examination 
of their opportunities and threats as part of 
SWOT (strengths, weaknesses, opportunities 
and threats) grid analysis. Find out more in 
this online exclusive article.   

promonthly.com/featured

ROCK THE AIRWAVES

Draw Customer 
Attention With  
a Catchy Tune
Find out how one pumper-portable 
restroom operator deploys a commercial 
jingle in his quest for market dominance. 
Learn how your operation can buy-in  
with creative marketing by reading this  
online article.

promonthly.com/featured

Explore the value of OSHA’s On-Site Consultation Program in this exclusive 
online article. Read how the program can help build your company’s safety 
culture and change your relationship with the government body.   
promonthly.com/featured

OSHA Job Site Program Works for 
Your Portable Restroom Operation  

AN OUNCE OF PREVENTION

- Gain an Edge by Regularly Conducting  
a Competitor Analysis    

promonthly.com/featured

http://www.walex.com


12        February 2021        Portable Restroom Operator

PLACE HEAVY BLOCKS ON EITHER SIDE OF THE UNIT AND CONNECTED WITH A 
ROPE. This may be a solution in an open area with no other way to secure 
the unit. Place the block on the ground in the middle of the side of the 
unit, connect the rope to the block and place it over the top of the unit and 
connect the rope to the block on the ground in the middle of the other side 
of the unit.      

 With winds ranging from breezes to strong gusts and deadly winds, 
none of these strategies and techniques can ever be 100% effective but they 
represent some of the best techniques developed in our industry over the 
years. Some of you might recall the derecho, a widespread and destructive 
straight-line wind storm, that hit the U.S. Midwest last summer. This type of 
storm could damage portable restrooms no matter how they are secured. 
Consider these events more common to many PROs:

TORNADOES
 Often, these deadly winds occur with little or no warning. Some 
areas of the country are more prone to tornadoes during certain times of 
the year, However, according to the National Oceanic and Atmospheric 
Administration (NOAA), about 1,200 tornadoes are recorded annually and 
they can occur in all 50 states.
 According to NOAA, the peak tornado season is early spring on the Gulf 
Coast, from May into June for the Texas-Oklahoma-Kansas area, and in June 
and July in the Northern Plains and the Upper Midwest.
 PROs in these areas should consider some of the securing methods that 
were discussed above during their tornado season and rely less on more 
passive strategies.

HURRICANES
 With advanced warnings, PROs have the objective of not only 
protecting their equipment in the field but also protecting and preparing 
their equipment in the yard for use in the aftermath of the hurricane.

FOR UNITS IN THE FIELD

 • With the customer’s permission, move and/or removing units in the 
field that may be highly susceptible to damage. This would include units 
in elevated areas such as on the top of hills or buildings. These units could 
cause damage when blown about. In addition, units in low lying areas or 
in other locations that would easily succumb to flood waters should be 
targeted for removal.
 • Attempt to pump as many units as possible empty and place them 
“doors down” on the ground if no inside storage facility is available. If the 
doors on units can be held closed, this will make the unit less likely to be 
blown greater distances.
 • For multiple units, pump empty and place together on the ground. If 
the units cannot be pumped, group them together with doors facing each 
other.
 • If a unit can be locked on the job site by the customer, consider this 
option to make the unit more resistant to being blown wildly about.
 • On construction sites with various pieces of large equipment that will 
not be moved in storm preparation, get permission to place your units 
between this equipment.

 • For units already secured with stakes, ropes or other methods 
described above, attempt to have the doors locked either by your route 
service technician or by the customer.  

                
FOR UNITS IN THE COMPANY YARD

 • Arrange the units together in large blocks or cubes with all doors 
facing inward.
 • If any trucks are to be parked outside, place the vehicles in front of 
the blocks of units. If possible, surround the units with vehicles. Restroom 
trailers, transport trailers and even trash containers can add some 
resistance to these tremendous storms.
 • The more units that can be protected in the yard, the more units are 
available for use in the community after the hurricane has passed.   

FINAL THOUGHTS
 While Mother Nature is stronger than our equipment, we can attempt 
to mitigate potential damage to the equipment as well as damage to 
the surrounding area caused by the equipment. Try to be as proactive as 
possible. That is the best a PRO can do.   ■

Take our advice and try these techniques to secure restrooms 
before you learn the hard way in a devastating windstorm

The Answer is Blowin’ In the Wind

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.  

UESTION: We operate in northern Louisiana and we are susceptible 
to high winds, occasional tornados and, especially in 2020, hurricanes. 
What are some strategies for securing units in such conditions?

ANSWER: Wind, regardless of the intensity, is an enemy to PROs and their 
portable restrooms. We will address your question in terms of the three 
weather conditions that you reference.

HIGH WINDS
 Windy conditions exist in most parts of the country and can occur most 
anytime during the year. The best advice is to be proactive. So here are some 
tips for unit placement:

FLAT, STABLE LAND IS AN EXCELLENT FOUNDATION. A proper foundation allows 
for the unit to function as designed. The user can be comfortable inside the 
unit. The deodorizer and water solution are level and can maximize coverage 
of waste. The vent stack can allow odors to escape with maximum efficiency. 
Level paved or concrete areas are also excellent choices for placement.

PLACING UNITS NEAR WALLS OR SIMILAR LOCATIONS CAN MINIMIZE THE EFFECT 
OF WIND. Placement near a large tree or a group of large trees is also an 
effective proactive measure.

UNITS PLACED NEXT TO EACH OTHER IN A LINE CAN BE A STABILIZING FACTOR. 
As we will discuss next, knowing the predominant wind direction allows 
for the line of units to be placed perpendicular to these winds. Strong gusts 
would therefore hit the side of the first unit which would be backed up by the 
remainder of the units at that location.    

IF YOUR GEOGRAPHICAL AREA EXPERIENCES MOST PREVAILING WINDS FROM  
A SPECIFIC DIRECTION, TAKE THAT INTO CONSIDERATION. Some PROs operate 
in areas near the coast where prevailing winds come from over the water, 
while other PROs are in areas near hills and mountain ranges that generally 
produce winds from a specific direction. Some PROs operate in relatively 
flat areas where the weather and the winds normally come from a certain 

area. If prevailing winds are common in your area, know the “downwind 
direction” when placing units. 

TIPS FOR SECURING UNITS
 If your area is prone to strong and sustained winds, other options are 
available to further protect your units.

PLACE THE UNIT INSIDE A WAREHOUSE OR OTHER ENCLOSED STRUCTURE. Please 
keep in mind that the unit must also be easily accessible for weekly servicing.

SKIDS CAN BE STAKED INTO THE GROUND. Depending on the type of unit, 
some PROs use stakes that go straight into the ground with a curved end 
that rests on top of the skid. Other PROs opt for a U-shaped stake that goes 
over both sides of the skid. In either case, all four of the exposed areas of 
the skid are staked.

SECURE THE UNIT TO A MORE STABLE OBJECT. A tree, light post or other 
approved structure on the job site can allow for a unit to be tied, strapped or 
even chained in place by taking advantage of either the bottom of the unit 
below the door or the top of the unit above the door. Again, depending on 
the design of the unit, holes near the end of the skids can be used for the 
ends of the securing line. For example, a rope tied to one end of the back 
skid, wrapped around tree or pole, and then secured at the other end of the 
unit’s rear skid provides a great deal of stability in windy conditions.

Take our advice and try these techniques to secure restrooms 
before you learn the hard way in a devastating windstorm

By Jeff and Terri Wigley

The Answer is Blowin’ In the Wind

 AT YOUR SERVICE   

Pump as many units as possible empty and place them 

“doors down” on the ground if no inside storage facility is 

available. If the doors on units can be held closed, this will 

make the unit less likely to be blown greater distances.

Q
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PLACE HEAVY BLOCKS ON EITHER SIDE OF THE UNIT AND CONNECTED WITH A 
ROPE. This may be a solution in an open area with no other way to secure 
the unit. Place the block on the ground in the middle of the side of the 
unit, connect the rope to the block and place it over the top of the unit and 
connect the rope to the block on the ground in the middle of the other side 
of the unit.      

 With winds ranging from breezes to strong gusts and deadly winds, 
none of these strategies and techniques can ever be 100% effective but they 
represent some of the best techniques developed in our industry over the 
years. Some of you might recall the derecho, a widespread and destructive 
straight-line wind storm, that hit the U.S. Midwest last summer. This type of 
storm could damage portable restrooms no matter how they are secured. 
Consider these events more common to many PROs:

TORNADOES
 Often, these deadly winds occur with little or no warning. Some 
areas of the country are more prone to tornadoes during certain times of 
the year, However, according to the National Oceanic and Atmospheric 
Administration (NOAA), about 1,200 tornadoes are recorded annually and 
they can occur in all 50 states.
 According to NOAA, the peak tornado season is early spring on the Gulf 
Coast, from May into June for the Texas-Oklahoma-Kansas area, and in June 
and July in the Northern Plains and the Upper Midwest.
 PROs in these areas should consider some of the securing methods that 
were discussed above during their tornado season and rely less on more 
passive strategies.

HURRICANES
 With advanced warnings, PROs have the objective of not only 
protecting their equipment in the field but also protecting and preparing 
their equipment in the yard for use in the aftermath of the hurricane.

FOR UNITS IN THE FIELD

 • With the customer’s permission, move and/or removing units in the 
field that may be highly susceptible to damage. This would include units 
in elevated areas such as on the top of hills or buildings. These units could 
cause damage when blown about. In addition, units in low lying areas or 
in other locations that would easily succumb to flood waters should be 
targeted for removal.
 • Attempt to pump as many units as possible empty and place them 
“doors down” on the ground if no inside storage facility is available. If the 
doors on units can be held closed, this will make the unit less likely to be 
blown greater distances.
 • For multiple units, pump empty and place together on the ground. If 
the units cannot be pumped, group them together with doors facing each 
other.
 • If a unit can be locked on the job site by the customer, consider this 
option to make the unit more resistant to being blown wildly about.
 • On construction sites with various pieces of large equipment that will 
not be moved in storm preparation, get permission to place your units 
between this equipment.

 • For units already secured with stakes, ropes or other methods 
described above, attempt to have the doors locked either by your route 
service technician or by the customer.  

                
FOR UNITS IN THE COMPANY YARD

 • Arrange the units together in large blocks or cubes with all doors 
facing inward.
 • If any trucks are to be parked outside, place the vehicles in front of 
the blocks of units. If possible, surround the units with vehicles. Restroom 
trailers, transport trailers and even trash containers can add some 
resistance to these tremendous storms.
 • The more units that can be protected in the yard, the more units are 
available for use in the community after the hurricane has passed.   

FINAL THOUGHTS
 While Mother Nature is stronger than our equipment, we can attempt 
to mitigate potential damage to the equipment as well as damage to 
the surrounding area caused by the equipment. Try to be as proactive as 
possible. That is the best a PRO can do.   ■

Take our advice and try these techniques to secure restrooms 
before you learn the hard way in a devastating windstorm

The Answer is Blowin’ In the Wind

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.  

UESTION: We operate in northern Louisiana and we are susceptible 
to high winds, occasional tornados and, especially in 2020, hurricanes. 
What are some strategies for securing units in such conditions?

ANSWER: Wind, regardless of the intensity, is an enemy to PROs and their 
portable restrooms. We will address your question in terms of the three 
weather conditions that you reference.

HIGH WINDS
 Windy conditions exist in most parts of the country and can occur most 
anytime during the year. The best advice is to be proactive. So here are some 
tips for unit placement:

FLAT, STABLE LAND IS AN EXCELLENT FOUNDATION. A proper foundation allows 
for the unit to function as designed. The user can be comfortable inside the 
unit. The deodorizer and water solution are level and can maximize coverage 
of waste. The vent stack can allow odors to escape with maximum efficiency. 
Level paved or concrete areas are also excellent choices for placement.

PLACING UNITS NEAR WALLS OR SIMILAR LOCATIONS CAN MINIMIZE THE EFFECT 
OF WIND. Placement near a large tree or a group of large trees is also an 
effective proactive measure.

UNITS PLACED NEXT TO EACH OTHER IN A LINE CAN BE A STABILIZING FACTOR. 
As we will discuss next, knowing the predominant wind direction allows 
for the line of units to be placed perpendicular to these winds. Strong gusts 
would therefore hit the side of the first unit which would be backed up by the 
remainder of the units at that location.    

IF YOUR GEOGRAPHICAL AREA EXPERIENCES MOST PREVAILING WINDS FROM  
A SPECIFIC DIRECTION, TAKE THAT INTO CONSIDERATION. Some PROs operate 
in areas near the coast where prevailing winds come from over the water, 
while other PROs are in areas near hills and mountain ranges that generally 
produce winds from a specific direction. Some PROs operate in relatively 
flat areas where the weather and the winds normally come from a certain 

area. If prevailing winds are common in your area, know the “downwind 
direction” when placing units. 

TIPS FOR SECURING UNITS
 If your area is prone to strong and sustained winds, other options are 
available to further protect your units.

PLACE THE UNIT INSIDE A WAREHOUSE OR OTHER ENCLOSED STRUCTURE. Please 
keep in mind that the unit must also be easily accessible for weekly servicing.

SKIDS CAN BE STAKED INTO THE GROUND. Depending on the type of unit, 
some PROs use stakes that go straight into the ground with a curved end 
that rests on top of the skid. Other PROs opt for a U-shaped stake that goes 
over both sides of the skid. In either case, all four of the exposed areas of 
the skid are staked.

SECURE THE UNIT TO A MORE STABLE OBJECT. A tree, light post or other 
approved structure on the job site can allow for a unit to be tied, strapped or 
even chained in place by taking advantage of either the bottom of the unit 
below the door or the top of the unit above the door. Again, depending on 
the design of the unit, holes near the end of the skids can be used for the 
ends of the securing line. For example, a rope tied to one end of the back 
skid, wrapped around tree or pole, and then secured at the other end of the 
unit’s rear skid provides a great deal of stability in windy conditions.

Take our advice and try these techniques to secure restrooms 
before you learn the hard way in a devastating windstorm

By Jeff and Terri Wigley

The Answer is Blowin’ In the Wind

 AT YOUR SERVICE   

Pump as many units as possible empty and place them 

“doors down” on the ground if no inside storage facility is 

available. If the doors on units can be held closed, this will 

make the unit less likely to be blown greater distances.
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• Specialized & Customized Septic Trucks
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TRUCKS BUILT FOR DEMANDING JOBS 
JUST LIKE YOURS

Look to us for the toughest septic trucks, portable restroom trucks 
and slide-in units. Crafting any truck to your needs.



14        February 2021        Portable Restroom Operator

THE TEAM
Based in New Franken, Wisconsin — located just northeast of Green Bay 

— Jim’s John’s is owned by Jim Jansen. He also owns a septic tank pumping 
company called Dyckesville Sanitation, which is based in nearby Dyckesville 
and managed by his son, Chris, his only employee.

COMPANY HISTORY
In 1997, Jansen was working as a salesman and supervisor/estimator for 

a local fabrication shop when he heard about a portable restroom company 
that was for sale. An entrepreneur at heart, he thought it might be a good way 
to earn a little extra money on weekends. “But it took off from there because I 
went farther out for customers than the original owner did,” Jansen explains. 
“I tripled the company’s service area almost right away.”

Today, the company serves about a 75-mile radius around New Franken, 
which includes Brown and Kewaunee counties as well as part of Door County, 
a popular Wisconsin tourist destination. About 75% of its revenue comes from 
monthly rentals with special events supplying the balance, he says.

EQUIPMENT ROUND-UP
The company owns more than 400 restrooms. Most of them are from 

Satellite Industries, with the rest from Samson Industries and PolyJohn 
Enterprises. The company also owns nearly two dozen hand-wash stations 
built by The T.S.F. Company and Satellite. He uses Walex chemical products.

Below: One of the 
barges on the Fox River 
in downtown Green Bay 
carries a Jim’s Johns 
Satellite Industries 
restroom.

  Barging AHEAD

ON LOCATION

Servicing floating restrooms in Wisconsin requires an innovative approach to customer service
By Ken Wysocky

Below: This barge is processing ma-
terials in the bay of Green Bay as part 
of an 11-year dredging operation.

»  THE JOB: 
 Serving Dredging Rigs Doing   
 Environmental Cleanup

»  LOCATION: 
 Green Bay, Wisconsin

»  THE PRO: 
 Jim’s Johns,
 New Franken, Wisconsin
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As a trailer manufacturer we 
take pride in every build we 

complete. As a specialty trailer 
manufacturer DRE Custom Trailers 

offers a variety of different models, so our trailers can be 
used for a wide spectrum of industries. We listen to your 
needs and will custom build! We are here to work with you 
to build what is in the best interest of your needs!

330.716.2004  •  www.dretrailer.com  •  704.633.6098

NASCAR Drivers  
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Manufacturing

THE TEAM
Based in New Franken, Wisconsin — located just northeast of Green Bay 

— Jim’s John’s is owned by Jim Jansen. He also owns a septic tank pumping 
company called Dyckesville Sanitation, which is based in nearby Dyckesville 
and managed by his son, Chris, his only employee.

COMPANY HISTORY
In 1997, Jansen was working as a salesman and supervisor/estimator for 

a local fabrication shop when he heard about a portable restroom company 
that was for sale. An entrepreneur at heart, he thought it might be a good way 
to earn a little extra money on weekends. “But it took off from there because I 
went farther out for customers than the original owner did,” Jansen explains. 
“I tripled the company’s service area almost right away.”

Today, the company serves about a 75-mile radius around New Franken, 
which includes Brown and Kewaunee counties as well as part of Door County, 
a popular Wisconsin tourist destination. About 75% of its revenue comes from 
monthly rentals with special events supplying the balance, he says.

EQUIPMENT ROUND-UP
The company owns more than 400 restrooms. Most of them are from 

Satellite Industries, with the rest from Samson Industries and PolyJohn 
Enterprises. The company also owns nearly two dozen hand-wash stations 
built by The T.S.F. Company and Satellite. He uses Walex chemical products.

Below: One of the 
barges on the Fox River 
in downtown Green Bay 
carries a Jim’s Johns 
Satellite Industries 
restroom.

  Barging AHEAD

ON LOCATION

Servicing floating restrooms in Wisconsin requires an innovative approach to customer service
By Ken Wysocky

Below: This barge is processing ma-
terials in the bay of Green Bay as part 
of an 11-year dredging operation.

»  THE JOB: 
 Serving Dredging Rigs Doing   
 Environmental Cleanup

»  LOCATION: 
 Green Bay, Wisconsin

»  THE PRO: 
 Jim’s Johns,
 New Franken, Wisconsin

http://www.flowmark.com
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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 TanksRobinson Vacuum Tanks

• 2019 RAM 5500 4x2 Gas

• 980 Gallon carbon steel portable restroom tank

• 680 waste x 300 fresh

• NVE 304 vacuum pump

• Flojet washdown pump + hose reel

• $75,100

• Multiple slide-in tanks in stock

•  Stocked tank only so you can pick the vacuum 
pump of your choice

• Stock tanks range from 300 gallons to 950 gallons

• 40+ Additional standard models to choose from

•  Call For Pricing

• 2020 International HV607

• Allison Automatic Transmission

• 3600 Gallon aluminum vacuum tank

• NVE 4307 Blower

• $145,900 + FET

• 2020 Ford F550 4x4 Diesel

• 1500 Gallon aluminum portable restroom tank

• 1100 waste x 400 fresh

• NVE 304 and Masport HXL4V vacuum pump options

• Flojet washdown pump + hose reel

• $85,200

Visit Our Website tO see All AVAilAble inVentOryVisit Our Website tO see All AVAilAble inVentOry

To service restrooms, the company relies on a locally fabricated 2004 
Chevrolet 4500 with an 800-gallon waste/300-gallon freshwater steel tank 
and Masport pump; and a 2004 Ford F-550 with a 400-gallon waste/200-
gallon freshwater aluminum tank built out by Imperial Industries with 
a Masport pump. For pumping septic tanks, the company owns a 2015 
Western Star truck equipped with a locally built 5,800-gallon steel tank and 
a National Vacuum Equipment vacuum pump.

THE MAIN EVENT
In 2009, contractors started a $1 billion project to dredge a 13-mile 

stretch of the lower Fox River, from Green Bay to a dam located upstream, 
then recap portions of the river bottom with sand and gravel. The goal? 
Remove PCBs, a man-made chemical used for years in the papermaking 
industry before it was banned. During the recently completed 11-year 
project, contractors removed an estimated 5.4 million cubic yards of PCB-
polluted sediment, which was dewatered, then taken to a special landfill.

Tetra Tech EC, the project’s primary contractor, and J.F. Brennan, a 
subcontractor that did the actual dredging, hired Jim’s Johns in 2009 to 
supply 12 restrooms for about a dozen barges doing dredging and related 
work. Jansen supplied the companies with new Tufway restrooms from 
Satellite Industries. A local fabricator outfitted the restrooms with special 
frames so a crane could lift them on and off the barges, Jansen says.

Jansen also supplied an additional 15 or so restrooms at other 
locations related to the project, including a temporary fabricating shop, 
on-site trailer offices and the dewatering facility. Servicing the roughly 
27 restrooms and two hand-wash stations, located within about a 5-mile 
radius of each other, took about two hours once a week, he says.

OPERATIONAL EFFICIENCY
The job posed one logistical problem: Jansen never knew exactly when 

the barges would come ashore so he could clean the restrooms. So rather 
than waiting for them to arrive, he proposed putting 12 clean restrooms at 
a designated spot along the river on a designated day every week.

That allowed the barges to come ashore during the designated day, 
offload a dirty restroom, load a clean restroom on-board and be on its way, 
all without Jansen having to waste time waiting.

“Time is money,” he says. 
“I didn’t want to have to sit 
around and wait. Every Tuesday 
afternoon or Wednesday 
morning, I’d go to the drop-
off site, clean the restrooms 
they dropped off and zip-tie 
the locks to indicate they were 
cleaned. Then I’d go and clean 
the other restrooms.

“It was a very unusual 
arrangement, but in the long 
run, it was a much more feasible 
and efficient way to do it,” he 
continues. “They said it made 
a lot of sense and it worked out 
great, they loved it.

Jansen only charged the companies for 12 restrooms, not 24, because 
the arrangement potentially saved him hours and hours of waiting. “I 
can clean a lot of restrooms in that time that I’d otherwise spend waiting 
if something went wrong and it took the barges longer than expected 
to come ashore,” he explains. “And giving them 12 free restrooms 
helped build a bond of trust.”

“It’s a very peaceful, rural 
area, which is what they 
wanted for their workers 
because they work 12-hour 
shifts and need a quiet 
spot to sleep. I found there 
was no ordinance against 
building a campground on 
my property, so I got on it 
right away.”

JIM JANSEN

Right: A typical riverside construction site 
setup in Green Bay features restrooms from 
Satellite Industries and a T.S.F. Company 
hand-wash station.

Below: Jansen moves Satellite Industries 
restrooms in the company yard using a 
Yanmar YL110 loader.
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can clean a lot of restrooms in that time that I’d otherwise spend waiting 
if something went wrong and it took the barges longer than expected 
to come ashore,” he explains. “And giving them 12 free restrooms 
helped build a bond of trust.”

“It’s a very peaceful, rural 
area, which is what they 
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because they work 12-hour 
shifts and need a quiet 
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building a campground on 
my property, so I got on it 
right away.”

JIM JANSEN

Right: A typical riverside construction site 
setup in Green Bay features restrooms from 
Satellite Industries and a T.S.F. Company 
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NEW REVENUE STREAM
The project also led Jansen into another role: campground operator. 

Shortly after the dredging project began, a local campground flooded and 
left dredging workers staying in campers stranded. That prompted officials 
from the companies to ask Jansen if he’d consider building a campground 
on the 10-acre site where his business is located.

“It’s a very peaceful, rural area, which is what they wanted for their 
workers because they work 12-hour shifts and need a quiet spot to 
sleep,” Jansen says. “I found there was no ordinance against building a 
campground on my property, so I got on it right away.”

In just two weeks, Jansen rounded up contractors that did the 
required site-prep work, drilled a well and ran water and electric power to 
12 camping sites. “It went unbelievable quick,” he says. “And the customers 
were very grateful.” The total cost? About $20,000, he says, noting it paid for 
itself in 1-1/2 years.

Now that the project has concluded, Jansen plans to rent campsites to 
construction workers and others that might need temporary lodging. “I’m 
not worried at all about it being empty,” he says. “Lots of people come here 
from out-of-state.”

KEYS TO SUCCESS
What made the project work? A strong commitment to customer 

service, Jansen says. “If they’d call for something, I responded right away,” 
he observes. “Sometimes they’d need another restroom in another location 
for a month or two, so I’d do it. We developed a good working relationship.” 
Developing a practical solution to the barge-arrival issue also helped, he 
adds, noting, “Sometimes it helps to think outside the box.”  ■

Caterpillar, Inc.
919-465-6877
www.cat.com

Imperial Industries, Inc.
800-558-2945
www.imperialind.com
See ad, page 39

Masport, Inc.
800-228-4510
www.masportpump.com
See ad, page 10

National Vacuum Equipment, Inc.
800-253-5500
www.natvac.com
See ad, page 5

PolyJohn
800-292-1305
www.polyjohn.com
See ad, page 40

Sansom Industries LLC
844-972-6766
www.sansomindustries.com
See ad, page 31

Satellite Industries
800-883-1123
www.satelliteindustries.com
See ads, page 7, 27

T.S.F. Company, Inc.
800-843-9286
www.tuff-jon.com
See ad, page 2

Walex Products Company
800-338-3155
www.walex.com
See ad, page 11

Western Star Trucks
www.westernstar.com

Yanmar America Corporation
us.yanmar.com

MORE INFO

Right: Jim Jansen spent $20,000 to build 
a 12-site RV campground at his company 

headquarters for use by construction crews.

Below: Jansen dons gloves while preparing 
to pump the holding tank of a camper. 

The service truck is a Ford F-550 with a 
400-gallon waste/200-gallon freshwater 

aluminum tank built out by Imperial  
Industries with a Masport pump.

“I can clean a lot of restrooms in that time 
that I’d otherwise spend waiting if something 

went wrong and it took the barges longer than 
expected to come ashore. And giving them 12 

free restrooms helped build a bond of trust.”

JIM JANSEN
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sleep,” Jansen says. “I found there was no ordinance against building a 
campground on my property, so I got on it right away.”

In just two weeks, Jansen rounded up contractors that did the 
required site-prep work, drilled a well and ran water and electric power to 
12 camping sites. “It went unbelievable quick,” he says. “And the customers 
were very grateful.” The total cost? About $20,000, he says, noting it paid for 
itself in 1-1/2 years.

Now that the project has concluded, Jansen plans to rent campsites to 
construction workers and others that might need temporary lodging. “I’m 
not worried at all about it being empty,” he says. “Lots of people come here 
from out-of-state.”

KEYS TO SUCCESS
What made the project work? A strong commitment to customer 

service, Jansen says. “If they’d call for something, I responded right away,” 
he observes. “Sometimes they’d need another restroom in another location 
for a month or two, so I’d do it. We developed a good working relationship.” 
Developing a practical solution to the barge-arrival issue also helped, he 
adds, noting, “Sometimes it helps to think outside the box.”  ■
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Right: Jim Jansen spent $20,000 to build 
a 12-site RV campground at his company 

headquarters for use by construction crews.

Below: Jansen dons gloves while preparing 
to pump the holding tank of a camper. 

The service truck is a Ford F-550 with a 
400-gallon waste/200-gallon freshwater 

aluminum tank built out by Imperial  
Industries with a Masport pump.

“I can clean a lot of restrooms in that time 
that I’d otherwise spend waiting if something 

went wrong and it took the barges longer than 
expected to come ashore. And giving them 12 

free restrooms helped build a bond of trust.”
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NEW FLAT BED TRAILER
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•  Low profile tires are standard, 
but we can use any size tire

•  2700 to 3500 torsion  
bar axles

•  LED lights on all units
•  Flat bed trailers have  
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nyone in a family business knows that according to many statistics, 
the chance of the business surviving declines with each handoff to 
the next generation. What causes the drop off? Among the myriad of 

reasons, times change, dedication levels vary, and talent isn’t always genetic.

 If you’re in family business, do any of the following sound familiar?

 • Granddaddy toiled day and night. He adored his work and never 
stopped with the new ideas. Most of his creations met with tremendous 
success. He just had a knack for knowing what the public wanted. My uncle, 
on the other hand, has practically run the place into the ground. He’s got an 
idea a minute. Unfortunately, almost everything he dreams up is a dud.

 • This place certainly has an us-versus-them feel. If you’re family, you 
get away with murder. If you’re not, the rules are the rules. I’m sick of it. 
The culture shifted when Jenny married Greg, and he started working here. 
I’ve dedicated years to this company, and it breaks my heart to see how an 
entitled spouse has practically ruined it. You think Jenny would know better.

 

 
 • Since we were in the cradle, Mother has had us on a path to take 
over the reins. My brother and I know the business inside, outside and 
everywhere in between. Perhaps familiarity breeds contempt. Because as 
the years go by, I see my options slipping away. I’m only 23. Maybe I’ll get 
the courage before the end of the season to tell my parents I’m leaving to go 
to law school.

 Family dysfunction junction is no picnic. It’s even worse when people’s 
livelihoods are at stake. The longer any issues have gone unchecked, often 
the more severe they become. But there is good news, it’s almost never too 
late to confront a problem.
 
DYSFUNCTION SYMPTOM NO. 1: The people currently in charge are running 
the business as usual but not innovating. Status quo will lead to hanging a 
going-out-of-business sign on the door.

CORRECTION STRATEGY: Not everyone is a driver, nor does just anybody have 
the creative spark to carry the torch when a dynamic owner steps down. 
Fortunately, inside this dark cloud of bad news hides a silver lining. Nothing 
mandates a company to home grow its top talent. If you’re not suited to 
the top spot, hire it out. You won’t look weak, you won’t have to give up 
control of your legacy, and you’ll look smart and humble as you position 
your organization for future success. Nervous about an outsider? There are 
many ways to get a fit right. Be specific about what you’re looking for, focus 
on culture, and find someone who is good at the parts of the business where 
you don’t excel.

Long-running small family-run companies are to be applauded. 
But sometimes generational challenges threaten this wonderful institution.

Are Problems Brewing  
in the Family Business?

 PRO BUSINESS   

Do you care more about the business or  
about your children having the opportunity  
to pursue their professional passions and  
goals? Yes, it’s sad when after a lot of years  
the legacy stops, but it’s sadder still when  
forced participation ruins something  
beyond the business.

A

By Kate Zabriskie

About the Author
Kate Zabriskie is president of Business Training Works Inc., 

a Maryland-based talent development firm. Reach her at 
www.businesstrainingworks.com.   

Help!

DYSFUNCTION SYMPTOM NO. 2: The rules don’t apply to workers the same 
way. Blood relatives and/or their spouses may take advantage of family 
membership, and it negatively impacts culture, morale and attitudes.

CORRECTION STRATEGY: Addressing this dysfunction requires some tough 
love and may hurt feelings. When you decide to address the problem, have 
your data ready, and come prepared with plenty of examples. Obviously, 
the confrontation conversation is easier if you have power. When you don’t, 
your approach may need some adjustment.
 No matter your version of the entitlement dysfunction, one factor is 
almost certain; this dysfunction is not going to self-correct. At some point 
you’re going to have to address bad behavior.

DYSFUNCTION SYMPTOM NO. 3: Some of the family work on vacation and 
others vacation at work.

CORRECTION STRATEGY: Start by making rules and goals visible and 
measurable. State the obvious to ensure everyone knows what’s expected. 
Then, review goals and any rule violations regularly. Sometimes additional 
structure and sunlight can go a long way toward correcting an imbalance. 
Of course, if that doesn’t work, it may be time to talk about a pay-for-
performance structure, a split of some sort, or even a buyout. When tackling 
this challenge, you need to consider your interactions outside the business. 
Do you still want to have Thanksgiving with these people? Regardless of your 
answer, the greater relationship ecosystem should inform your decisions.

DYSFUNCTION SYMPTOM NO. 4: The kids want to join the business but see it 
more as a meal ticket than a career move.

CORRECTION STRATEGY: Many families that have successfully passed the 
stewardship of their enterprise from one generation to the next know the 
value of putting people to work outside the business before they earn a spot 
on the inside. While nothing is wrong with a short summer stint or after-
school job, if junior hasn’t started as a full-time employee, consider creating 
an outside work requirement. If you adopt this strategy, not only will you get 
someone who has had to earn a paycheck without the cache of the family 
name, you will have someone who has seen something different that your 
way of doing business.

DYSFUNCTION SYMPTOM NO. 5: The next generation has little to no interest in 
the business.

CORRECTION STRATEGY: Sometimes it’s best to hear “no” the first time. After 
all, do you care more about the business or about your children having the 
opportunity to pursue their professional passions and goals? Yes, it’s sad 
when after a lot of years, the legacy stops, but it’s sadder still when forced 
participation ruins something beyond the business. The bottom line: when 
your offspring want to jump ship, hear the message and let them pursue 
their own future.

 If you’ve encountered a problem in the family business, you know 
firsthand that knots rarely untie themselves. In fact, many get tighter and 
bigger as time goes by. So, if you’re dealing with one of the dysfunctions 
described above or something else, now’s the time to start planning a 
correction strategy and setting a timetable to execute it.

  
■
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on the other hand, has practically run the place into the ground. He’s got an 
idea a minute. Unfortunately, almost everything he dreams up is a dud.

 • This place certainly has an us-versus-them feel. If you’re family, you 
get away with murder. If you’re not, the rules are the rules. I’m sick of it. 
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I’ve dedicated years to this company, and it breaks my heart to see how an 
entitled spouse has practically ruined it. You think Jenny would know better.
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everywhere in between. Perhaps familiarity breeds contempt. Because as 
the years go by, I see my options slipping away. I’m only 23. Maybe I’ll get 
the courage before the end of the season to tell my parents I’m leaving to go 
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 Family dysfunction junction is no picnic. It’s even worse when people’s 
livelihoods are at stake. The longer any issues have gone unchecked, often 
the more severe they become. But there is good news, it’s almost never too 
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DYSFUNCTION SYMPTOM NO. 1: The people currently in charge are running 
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DYSFUNCTION SYMPTOM NO. 2: The rules don’t apply to workers the same 
way. Blood relatives and/or their spouses may take advantage of family 
membership, and it negatively impacts culture, morale and attitudes.

CORRECTION STRATEGY: Addressing this dysfunction requires some tough 
love and may hurt feelings. When you decide to address the problem, have 
your data ready, and come prepared with plenty of examples. Obviously, 
the confrontation conversation is easier if you have power. When you don’t, 
your approach may need some adjustment.
 No matter your version of the entitlement dysfunction, one factor is 
almost certain; this dysfunction is not going to self-correct. At some point 
you’re going to have to address bad behavior.

DYSFUNCTION SYMPTOM NO. 3: Some of the family work on vacation and 
others vacation at work.

CORRECTION STRATEGY: Start by making rules and goals visible and 
measurable. State the obvious to ensure everyone knows what’s expected. 
Then, review goals and any rule violations regularly. Sometimes additional 
structure and sunlight can go a long way toward correcting an imbalance. 
Of course, if that doesn’t work, it may be time to talk about a pay-for-
performance structure, a split of some sort, or even a buyout. When tackling 
this challenge, you need to consider your interactions outside the business. 
Do you still want to have Thanksgiving with these people? Regardless of your 
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DYSFUNCTION SYMPTOM NO. 4: The kids want to join the business but see it 
more as a meal ticket than a career move.

CORRECTION STRATEGY: Many families that have successfully passed the 
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bigger as time goes by. So, if you’re dealing with one of the dysfunctions 
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■
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t’s been 10 years since Shawn Hiscott and two 
business partners took ownership of Honey 
Huts Portables, a restroom company in Dart-

mouth, Nova Scotia. By his own reckoning, they 
started off doing more things wrong than right. 
But after a rocky start, a focus on better hiring 
decisions, quality service and measured growth 
has helped the company to prosper.
 The original plan to enter the portable sani-
tation industry was made — like many of the 
company’s subsequent business decisions — 
during a friendly discussion following a game of 
gentleman’s ice hockey.
 “A portable restroom business in the area 
came up for sale in 2010,” says Hiscott. “We liked 
the potential margins and thought we could 
build it up quickly.”
 They offered a bid, but the business was ul-
timately sold to a larger company. However, the 
friends saw another opportunity when Honey 
Huts came up for sale four months later.

 “It was part of a construction equipment 
rental company,” says Hiscott. “It was located a 
half hour outside of Halifax and servicing a rather 
rural area, but had no business in greater Halifax 
where we saw significant potential for growth.”
 The business assets included 67 restrooms, 
and a single vacuum truck. Honey Huts’ existing 
client list included home and road builders with 
a few customers in the agriculture sector. Hiscott 
had cut his teeth in the construction industry 
and leveraged his construction connections to 
quickly build up the business.

MAKING GOOD CONNECTIONS
 “A lot of PROs are owner-operators,” he 
says. “They make connections on job sites. In 
the construction business, that means market-
ing themselves to site superintendents. In ad-
dition to supers, we also went straight to the 
presidents and regional vice presidents of con-
tracting companies. Many of those people had 

I

Owners:  Shawn Hiscott; Glen MacDonald;  
                   Paul MacMillan

Founded:  2000

Employees:  5
Services:  Portable sanitation

Service Area:  Greater Halifax area

Website: www.honeyhuts.ca
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Sweet SUCCESS
The owners of Honey Huts Portables found a winning combination with  
measured expansion, exemplary service — and a bright yellow brand
By Peter Kenter
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never been called by a PRO and they were quick to put us on their lists of 
preferred vendors.”
 Within a short time, Honey Huts was generating significant business in 
greater Halifax. The company began buying new restroom units with bright 
yellow branding, but Hiscott admits the growth occurred faster than the 
company’s capability to deliver the service it hoped to provide.
 “We made a lot of hiring mistakes in the early years,” he says. “You need 
great drivers and equipment operators, and people who have an ability to 
deliver quality service, and you need to pay enough to hire that talent.”
 Early on, drivers often failed to arrive on time or do the scheduled work. 
They also damaged equipment with regularity. “By the end of 2011 we went 
through more transmissions and pumps than you could imagine,” Hiscott 
says. “We set a record I’m sure.”
 With vacuum trucks offline, Honey Huts was often forced to rent trucks 
and strapped tanks and pumps to trailers, eating into profit margins. The 
company also pursued some nonconstruction contracts too aggressively, 
including events, resulting in further reductions in profitability.

RIGHTING THE SHIP
 By 2014 one of the original partners sold his interests to Hiscott and Glen 
MacDonald, the remaining partner. The consolidation underscored the fact 
that their other business interests were straining the ability of either partner 
to devote enough time to Honey Huts to provide consistent oversight. That 
resulted in a search for a full-time general manager — who just happened to 
be the manager of the minor league hockey team Hiscott was coaching.
 “Paul MacMillan was in industrial sales and had the personality and drive 
we were looking for,” says Hiscott. “He learned quickly and stepped up to his 
new position so well that within six months we offered him a partnership.”
 Hiscott notes that the company had previously hired quickly and 
fired slowly. That HR policy was flipped on its head after MacMillan took 
charge, with the general manager filling in as a route driver between hires 
when necessary.
 “We also became more rigorous about vehicle maintenance,” says His-
cott. “We created schedules, checklists, standard operating procedures and 
training protocols, and followed them rigorously.”

Sweet 

“We’re seeing more units ordered per site — 
both restrooms and hand-wash stations —  
and requests for increased levels of service. 
They’re focused on assuring their employees 
that they stand for their health and safety.  
Price has also become less of an issue.”

SHAWN HISCOTT

Far Left: Technician Doug Todd 
prepares to service restrooms from 
Satellite Industries and PolyJohn, 
while John Caines, senior service 
technician, looks on.

Left: The Honey Huts team 
includes, from left, John Caines, 
Paul MacMillan, Shawn Hiscott and 
Doug Todd.

Below: Technician Todd returns a 
suction hose to his service truck, 
which was built out by Vacutrux 
and utilizes a Wallenstein pump.
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 Honey Huts currently em-
ploys five people, including Mac-
Millan, office manager Sue Porter 
and three drivers, with plans in 
place to hire a fourth.

AMASSING EQUIPMENT
 The company offers 310 stan-
dard portable restroom units from 
Satellite Industries and PolyJohn 
Canada, 25 Poly-Lift units from 
PolyJohn, six elevator units from 
Satellite, and three transport trail-
ers and three restroom trailers 
from McKee Technologies.
 “We’re switching the portable 
restroom inventory to products from PolyJohn Canada, in part inspired by 
the declining value of the Canadian dollar,” says Hiscott. “They’re a good 
product, and they have a ready supply of the bright yellow units we’re using 
as part of Honey Huts branding.”
 Honey Huts also provides 37 hand-wash stations from PolyJohn.
 The vacuum truck fleet consists of four vehicles, all with Wallenstein 
pumps and steel tanks. Two Ram 5500s, a 2018 and a 2020, each provide 
780 gallons waste/300 gallons freshwater and were built out by Vacutrux. A 
2012 Ford F-550, also providing 780 gallons waste/300 gallons freshwater, 
was built by Satellite Industries. A 2014 Fuso with 360 gallons waste/180 gal-
lons freshwater was assembled by Honey Huts.
 Honey Huts uses The Service Program, a QuickBooks add-on for dis-
patch, routing and work order tracking.
 Over the years, the company has doubled down on serving construc-
tion clients, which now comprise 95% of revenue.
 “It’s often harder to regain the trust from clients you’ve lost than to win 
new ones,” says Hiscott. “But we’ve regained many of the construction cli-
ents we’d lost — in some cases they came back after six or seven years.”

 Honey Huts occasionally bids on small one-off events, such as wed-
dings, using its restroom trailers, but only when the event doesn’t conflict 
with serving core construction clients.

SELLING CLEANLINESS
 “Initially, when we were pursuing more events, we were finding that we 
had to borrow units from construction sites that weren’t using them on the 
weekend and then rush them back on Sunday night or Monday morning, 
just before they were needed,” he says. “You can imagine the pressure on 
that schedule.”
 Nova Scotia construction businesses have remained open as essential 
services during the COVID-19 pandemic. Service and cleanliness remain 
clients’ top concerns.
 “We’re seeing more units ordered per site — both restrooms and hand-
wash stations — and requests for increased levels of service,” says Hiscott. 

Left: A Dodge Ram 5500 
from Vacutrux and carrying 
a Wallenstein pump is ready 
to deliver a pair of PolyJohn 
restrooms to a customer.

Below: John Caines pulls a 
water service hose to service a 
bank of restrooms. His service 
truck is from Vacutrux and 
carries a Wallenstein pump.

F I L E
 

“We made a lot of hiring 
mistakes in the early 
years. You need great 
drivers and equipment 
operators, and people 
who have an ability to 
deliver quality service, 
and you need to pay 
enough to hire that 
talent.”

SHAWN HISCOTT
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“They’re focused on assuring their employees that they stand for their 
health and safety. Price has also become less of an issue. They’re not wor-
ried about the cost of an extra rental or an extra service charge on a $20 
million project if it helps ensure that the Department of Health is happy 
and that they remain open.”

 

       The future of Honey Huts will rely on a continued focus on expanding 
its construction clientele. The company’s new venture, Privy Ad, aims to sell 
advertising placed inside restroom unites targeting construction workers. 
“We’ve trialed it in our own restrooms and we’re now expanding the offering 
to PROs across Canada on a revenue-sharing basis,” Hiscott says.

KEEP IT GOING
 The company is planning to move from a rented office and a leased yard 
to a fully owned yard and office in the same business park in 2021. The new 
garage will feature wash bays, allowing drivers to wash their trucks.
 The partners are also on the lookout for a strategic acquisition some-
where in Atlantic Canada, provided the right opportunity presents itself.
 For now, Honey Huts continues to work to achieve its unofficial motto: 
“We never want to hear from the customer.”
 “When we started out we heard from them a lot,” says Hiscott. “Now we 
rarely hear from them at all. It’s a sign that we’re doing our jobs well.”  ■

xxMORE INFO

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

McKee Technologies - Explorer Trailers
866-457-5425
www.mckeetechnologies.com
See ad, page 36

Mitsubishi Fuso Truck of America, Inc.
856-467-4500
www.mitfuso.com

PolyJohn Canada
800-465-9590
www.polyjohncanada.ca

Satellite Industries
800-883-1123
www.satelliteindustries.com
See ads, page 7, 27

Vacutrux Limited
800-305-4305
www.vacutrux.com

Right: John Caines, left, and Paul MacMillan, 
general manager and partner, use an iPad to 
confirm bookings for restroom service.
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  FORGET WINTER COLD;  
HALIFAX WINDS ARE THE REAL PROBLEM

Shawn Hiscott hates the cold weather months in Halifax, Nova Scotia. But 
it’s strong ocean winds that really make life difficult for the co-owner of Honey 
Huts Portables.

“We get more wind than a lot of cities and it’s tough on our business,” he 
says. “Here on the ocean we also get the remnants of hurricanes and tropical 
storms. The wind up the Atlantic coast is strong enough that it can blow our 
units over, with the worst winds coming in from August through October.”

Construction clients are the backbone of the business, and Honey Huts 
takes a construction industry approach to the problem. Technicians drive iron 
rebar through unit bases to stake them to the ground where possible. Otherwise, 
they’re chained to adjacent structures.

“If we know heavy winds are coming over a weekend, we have a strong 
enough relationship with our clients that we can ask them to move heavy equip-
ment around the units so they don’t blow over,” he says.

As the weather gets particularly cold, an injection of 20% methanol keeps 
freshwater tanks from freezing. Hiscott prefers premixed methanol because 
it doesn’t promote rust and allows drivers to concentrate on other tasks more 
important than calculating the strength of salt mixtures.

“Even though I don’t love the cold, I do like the winter for one reason,” he says. 
“Once ice and snow form around the restroom units they get frozen into place.”
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We offer them all at:  www.SolarGoose.com Or call 484-639-4833
PROVIDING LIGHTING SOLUTIONS FOR OVER 80 YEARS.

(Recommended 
by Can-Doo Lou!)

Introducing 
the  

Phone Lite

• An economy lighting option for portable restrooms. 
• People can place their cell phone light on a door mount. 

• The unit attaches in minutes and is durable  
and easy to clean.

Winter Sale as low as 
$30 per light

http://www.rarossne.com
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FD-950 shown (650/300)

Mount to your: 
Pickup Truck      Flat Bed Truck 
Roll Off Truck                  Trailer

48 Standard Models

300-1500 Gallons
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Have you recently 
completed – or are about 
to start – one of your most 
challenging special events 
or construction job? 

Drop us a note at editor@
promonthly.com and tell 
us about the project, from 
landing the contract to 
delivering, servicing and 
picking up the units. We’ll 
share your story with readers 
in an On Location feature.

http://www.slideinwarehouse.com
http://www.allied-graphics.com
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Zenith

available in
grey!

Interior View

RAM

45- or 70-gallon
SUMPED tank

Zenith
MAX/ADA now

available in
grey!

844-9SANSOM 844-972-6766

SAINT LOUIS, MISSOURI • SANSOMINDUSTRIES.COMI N D U S T R I E S
Superior Portable Restrooms

Superior 65-gallon 
Mid-range Model

Units so durable that when dropped
approximately 9 feet from forklift to

concrete: NO DAMAGE 

Forklift guides 
on both sides and rear

MADE IN USA

Zenith Our 80-gallon
Flagship Model

80-gallon SUMPED tank
provides 6'' liquid depth 

with 5-gallon charge 

Corners dovetail joined 

unmatched durability

Superior Design
with four layers of plastic 

on each corner

65-gallon SUMPED tank
provides 6'' liquid depth 

with 5-gallon charge

Wall

Floor Pan

Floor/Wall Mount System
.400 gauge sheet

5/16 18x1''  Torx Truss Bolt
into 5/16 18 Nyloc Nut on Inside

Unit does not
require angled

metal parts 

and wall

23 FASTENERS connect walls to base

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

Weighing 220lbs; 36lbs heavier than the current 
average standard industry restroom of 174lbs. 

Weighing 200lbs; 26lbs heavier than the current
average standard industry restroom of 174lbs.

MAX/ADA
Fully ADA and California Title 24 Compliant

Innovation • Excellence • Durability
The QUALITY You Deserve

With Sansom Industries Superior Portable Restrooms, you give your customer unmatched 
features, bene�ts, and innovations—and ensure your maximum pro�tability with an advantage over the competition.
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Sansom Industries is currently looking to add a dynamic Account Rep with experience in the portable restroom industry.  If interested email your resume to sansomcustomerservice@gmail.com

$598*
*Per unit unassembled,  

volume discount available

$649*
*Per unit unassembled,  

volume discount available

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

GET  
EMAIL NEWS 

ALERTS 

FOR

http://sansomindustries.com
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Karleen Kos is executive 
director of the Portable 
Sanitation Association 

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

or 952-854-8300.

ast summer when protests were happening in American cities, a 

portable sanitation company leader overheard a conversation outside 

her office window. It went something like this:

 Employee: “Yeah, I know this sounds horrible but someone ought to 

shoot a few of ’em (protesters). That’ll clear ’em out.”

 Manager: “No kidding. A little ammo therapy is what’s needed.”

 At the PSAI, we often get calls from company leaders asking for guidance 

on how to approach a situation like this and just about any other topic that 

might arise while running a portable sanitation operation. Sometimes, the 

question turns into a roundtable discussion or a newsletter article. We take 

the tough questions, do the research and get back to you with information 

you can use. In the case of this scenario, here’s what we told the company 

leader who called us: 

1. Don’t ignore offensive language just because no one seems to be 
offended. Maybe you think they were joking. Maybe nobody is bothered 

at all by what was said. That’s not the point when it comes to workplace 

requirements. What if they were just joking about a particular ethnic group 

or people of a certain sexual orientation? Even if you don’t employ anybody 

from those groups, it’s a bad idea to ignore the stories. You don’t know who 

is listening, or who has an LGBT relative, or who might assume tolerance 

of the joke means you would be biased in hiring. Would you want anyone 

talking this way in front of customers? It’s better to have a company code of 

conduct that spells out what you expect and then stick to it with everyone.

2. There’s company culture, and then there are lines that should not be 
crossed. Everyone is entitled to their opinions. No one is entitled to threaten 

to commit criminal acts or otherwise take actions that are harmful to 

others. These remarks should be addressed immediately, clearly prohibited 

and documented. In the scenario above, this is especially important since 

one of the people involved is a manager. It’s been a long time since anyone 

thought a joke about bombs on airplanes were funny. In today’s world, 

jokes about shooting people are similarly off limits. Period.

3. Free speech is not free at work. Inevitably, someone is likely to 

complain that you are infringing on his or her right to free speech. The 

Constitution prohibits the government from shutting down free speech, 

but your company is not the government. There is no right to free speech at 

work. Company leaders get to decide how much talk about politics, current 

events, and other sensitive topics to allow on company time. Here’s another 

consideration: do you want customers whose views may differ? If so, you 

may find it best to address what is acceptable in your code of conduct and 

make it clear the code applies both on and off the yard.

4. You have a legal responsibility to protect employees from a “hostile 
and offensive” work environment. Even if almost everyone at your 

company agrees on politics, protesters, and whether or not such-and-such 

is real or a hoax, there’s always the possibility someone sees it differently. As 

long as dissenting employees are doing their jobs as you have legally defined 

the duties, they are entitled to a work environment free of harassment or 

intimidation. Be sure you are not accepting offensive jokes, insults, name-

calling, ridicule or mockery in the workplace. Allowing this sort of “humor” 

can backfire by costing you money dealing with U.S. Equal Employment 

Opportunity Commission (EEO) complaints. They can also result in bad 

reviews on sites like Indeed or Glassdoor that turn off potential employees.

 Take action. Whether someone is threatening to shoot people, not 

minding if others shoot people, or just shooting off their mouth, these 

situations do not take care of themselves. You need to lead. In the case 

of illegal or threatening behavior, the action you take could save lives. In 

the case of inappropriate comments, stepping up and actively supervising 

will help create a positive culture that attracts better employees, more 

customers, and discourages costly complaints or lawsuits.

 Often, the best defense is a good offense. Have a code of conduct, 

model the attitudes you want to see, talk about expectations in team 

meetings, and reward the best behavior. It will pay off in the end. And so 

will a PSAI membership.   ■

By Karleen Kos

Sharing Advice on Stopping Offensive  
Language in the Workplace
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shoot a few of ’em (protesters). That’ll clear ’em out.”
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on how to approach a situation like this and just about any other topic that 

might arise while running a portable sanitation operation. Sometimes, the 

question turns into a roundtable discussion or a newsletter article. We take 

the tough questions, do the research and get back to you with information 

you can use. In the case of this scenario, here’s what we told the company 

leader who called us: 

1. Don’t ignore offensive language just because no one seems to be 
offended. Maybe you think they were joking. Maybe nobody is bothered 

at all by what was said. That’s not the point when it comes to workplace 

requirements. What if they were just joking about a particular ethnic group 

or people of a certain sexual orientation? Even if you don’t employ anybody 
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is listening, or who has an LGBT relative, or who might assume tolerance 
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talking this way in front of customers? It’s better to have a company code of 

conduct that spells out what you expect and then stick to it with everyone.

2. There’s company culture, and then there are lines that should not be 
crossed. Everyone is entitled to their opinions. No one is entitled to threaten 

to commit criminal acts or otherwise take actions that are harmful to 

others. These remarks should be addressed immediately, clearly prohibited 

and documented. In the scenario above, this is especially important since 

one of the people involved is a manager. It’s been a long time since anyone 

thought a joke about bombs on airplanes were funny. In today’s world, 

jokes about shooting people are similarly off limits. Period.

3. Free speech is not free at work. Inevitably, someone is likely to 

complain that you are infringing on his or her right to free speech. The 

Constitution prohibits the government from shutting down free speech, 

but your company is not the government. There is no right to free speech at 

work. Company leaders get to decide how much talk about politics, current 

events, and other sensitive topics to allow on company time. Here’s another 

consideration: do you want customers whose views may differ? If so, you 

may find it best to address what is acceptable in your code of conduct and 

make it clear the code applies both on and off the yard.

4. You have a legal responsibility to protect employees from a “hostile 
and offensive” work environment. Even if almost everyone at your 

company agrees on politics, protesters, and whether or not such-and-such 

is real or a hoax, there’s always the possibility someone sees it differently. As 

long as dissenting employees are doing their jobs as you have legally defined 

the duties, they are entitled to a work environment free of harassment or 

intimidation. Be sure you are not accepting offensive jokes, insults, name-

calling, ridicule or mockery in the workplace. Allowing this sort of “humor” 

can backfire by costing you money dealing with U.S. Equal Employment 

Opportunity Commission (EEO) complaints. They can also result in bad 

reviews on sites like Indeed or Glassdoor that turn off potential employees.

 Take action. Whether someone is threatening to shoot people, not 

minding if others shoot people, or just shooting off their mouth, these 

situations do not take care of themselves. You need to lead. In the case 

of illegal or threatening behavior, the action you take could save lives. In 

the case of inappropriate comments, stepping up and actively supervising 

will help create a positive culture that attracts better employees, more 

customers, and discourages costly complaints or lawsuits.

 Often, the best defense is a good offense. Have a code of conduct, 

model the attitudes you want to see, talk about expectations in team 

meetings, and reward the best behavior. It will pay off in the end. And so 
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Sharing Advice on Stopping Offensive  
Language in the Workplace
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COMPANIES NEED 

 TO STAY RELEVANT... 
LOTS OF IT. 

Fresh Content

Trying to handle all of that on your 
own can be daunting.

That’s why you need  
COLE Media.

Useful, organized, cross-platform  
content is the key to a successful  
marketing strategy. Our content  
generation team specializes in  

custom-built, affordable solutions  
exclusively tailored to fit your needs.

Digital & Print Media
» Website content «

» Blog posts & customer education materials «
» Press materials - products, industry, personnel «

» Social media management & marketing «
» Email marketing «

» Hired professional photography & videography «

Creative Content
» Logo & business card design «

» Outside creative (advertisements, billboards, digital) «
» Catalogs & brochures «

» Video editing «

F

www.cole-media.com 800.257.7222  

Allen Luebbe rejoins Imperial Industries
Allen Luebbe has returned to Imperial Industries to 

handle heavy- and medium-duty truck purchasing. With 
more than 15 years in the industry, his career in vacuum 
trucks started in December of 2005 at Imperial Industries. 
He worked in the commercial tank division, specializing 
in vacuum trucks. In 2008, he moved to Mid-State Truck 
Service and worked closely with Imperial Industries for 
the past 12 years.   ■

   INDUSTRY NEWS

Allen Luebbe
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Bakersfield, California

Our Chassis Or Yours • Built To Specs

•  Septic/Grease/ 
Industrial Waste

•  400-5,000 Gallon 
•  Aluminum/ 

Steel/Stainless

•  Portable Restroom 
Service Trucks 

•  Aluminum/  
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Stainless

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

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

 

Making connections

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

 

the Main event

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

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

 

By the nuMBers

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

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

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

“It’s easier to send a driver 

to pick up toilets if they’re 

all in one spot. I probably 

spent a little bit extra labor, 

but at least you don’t 

have to send somebody 

with a map to go to this 

campground, get these six, 

go to another campground, 

get these eight.’’

Scott Weld

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

(continued)

the teaM

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

 

coMpany history

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

(continued)

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

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

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

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

 Let’s roLL

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

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

 

keepin’ it cLean

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

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

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

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

 

saMe But different

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

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

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

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

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

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

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

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

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

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

MORE INFO

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

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

Reprinted with permission from PRO™ / February 2013 / © 2013, COLE Publishing Inc., P.O. Box 220, Three Lakes, WI 54562 / 800-257-7222 / www.promonthly.com
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Giulliano Paizante started his restroom business  
from scratch, but now he’s The Throne King
Page 14

THE QUEEN OF 
CONNECTIONS
Nothing replaces nonstop networking when 
you want to see your restrooms popping up all 
over town, says Tennessee’s Peaches Searles
Page 22

Take 5 ... 
with The Throne King

iulliano Paizante admits he didn’t know much about the 
portable restroom business when he started, but in four years, 
The Throne King in Peabody, Massachusetts, has grown from 

zero to 400 units and four trucks.
It was, however, a slow start. He and his sister, Lucy Paizante, 

incorporated the company in June 2015, but the business didn’t find 
a suitable location until December.

“Every time I found a nice building to rent, the city wouldn’t let 
me do it because it wasn’t the right area for this type of business,” 
Paizante laments. “And every time we went to the right area, 
we didn’t have the right building. It took us six months to find a 
warehouse to rent.”

While they were looking, he kept working in his construction 
business and his sister continued working in her cleaning business. 
Today she continues to operate the cleaning business, only 
occasionally working in the office of The Throne King, but he is now 
fully engaged as a PRO.

Once he had the space, Paizante went shopping for portable 
restrooms. He didn’t know exactly what he needed. Sam Calleiro 
from Armal helped him get started with 30 units and advice on other 
startup issues.

It wasn’t until February 2016 that The Throne King rented out 
its first unit. When Paizante delivered it, he put another unit on the 
truck, so he wouldn’t be driving back empty. “Somebody saw it 
on the truck and called me,” Paizante says. He rented the second 
restroom unit the same day.

From there, growth was steady. The Throne King had 64 units 
at the end of 2016 and 120 at the end of 2017. The company now has 
400 restrooms and four trucks. His wife, Patricia Badaro, works full 
time in the office, and there are two full-time drivers, plus one who 
works part time.

Paizante, who was born and raised in Brazil, promotes his 
business in the substantial Brazilian community in the Boston-area 
construction industry. He also promotes his business on Facebook, 
especially for special events and parties.

Giulliano Paizante started his restroom business  
from scratch, but now he’s The Throne King

By Steve Lund   |   Photos by Noah Willman
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EXPLORE FIVE ISSUES THAT AFFECT  
GIULLIANO PAIZANTE AND THE THRONE KING:
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BRAND AND VENDOR LOYALTY
Paizante believes in product familiarity and sticks with the vendors and 

equipment that have helped him along the way. All of his portable restroom 
units are from the same manufacturer, Armal.

His first truck was an Isuzu with a KeeVac Industries slide-in unit and 
Conde pump (Westmoor), and he continues to add to his fleet with Isuzu 
trucks, KeeVac Industries aluminum tanks and Conde pumps. The Throne 
King still uses the first truck, a 2003 pickup with a 300-gallon waste and 
150-gallon freshwater tank. In 2017, the company added a new Isuzu truck 
with a 500-gallon waste and 300-gallon freshwater tank. In 2018, another 
identical truck was added. This year the company added a fourth truck, 
another Isuzu with a 700-gallon waste and 400-gallon freshwater tank. 
Paizante consults with KeeVac Industries on the layout of the trucks, but 
he mounts the tanks and equipment himself. He learned to weld when he 
worked in his father’s body shop.

The company also has two restroom transport trailers: a 10-unit and 
four-unit. Both trailers were customized in-house. One is modified from a 
snowmobile trailer; the other is a modified all-terrain vehicle trailer. Paizante 
expects to add another, larger trailer soon.
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Giulliano Paizante and his wife, Patricia 
Badaro, are shown with an Isuzu NPR 
service truck built out by KeeVac Industries 
and using a Conde pump (Westmoor)

THE PRICE IS  
THE PRICE

 Paizante has strong opinions about pricing. He 
doesn’t cut the price to get new business. “I never put 
my price down, because I never want to damage the 
business,” he says. “Sometimes when people start a 
business, they put the price down so they can catch 
a lot of customers. I never did that, because I knew it 
would be bad for me in the future. Because any time I 
tried to raise the price, I would lose a customer.”
 The best way to keep good relationships with 
customers, he says, is by providing quality service. “I 
keep the price the same as when they start,” he says. 
“The first customer I have, he’s got the same price, 
same service.”

2

Left: Technician Alexander Afonso loads an  
Armal restroom onto a service truck for delivery.

Above: The Throne King staff includes, from left, Warley Prates, Helinton 
Gomes, Junior Andrade, Giulliano Paizante, Alexander Afonso, Christopher 
Paizante, Gabriel Paizante and Patricia Badaro. The vacuum trucks were 
built out by KeeVac Industries with Conde pumps (Westmoor).

CLEANLINESS  
IS A PRIORITY

Paizante is picky about cleanliness 
of his units. He stresses drivers have 
to clean the restrooms, not just pump  
the tanks, and he wants them to make 
sure that the units smell good and  
have no spiderwebs. He uses a locally  
sourced, environmentally friendly brand 
of cleaning products.

Maintaining quality service requires 
recruiting good technicians. Although The 
Throne King has not had trouble keeping 
workers, Paizante says it is difficult to 
recruit new employees. He has learned to look at the cars of job applicants. “If his 
car is full of trash and dirty, he’s not going to work out,” Paizante says.

He also makes a habit of checking on his units as he drives around town, 
often on the day after or two days after the units were serviced. “Everywhere 
I go, I always check the units,” he says. “Every unit has got to be clean. I try my 
best to make sure they are clean.”

3

GROWTH IS ESSENTIAL
Despite the company’s slow start, The Throne King has grown 

rapidly in the last couple years. In 2018, it more than doubled its inventory to 340. 
It grew further in 2019, partly because it won a contract for a circus that needed 
34 units with daily service for 40 days. Paizante thinks growth is necessary for 
continuing profitability.

“I’m not making money yet,” he says. “We have to reinvest money. If we’re 
not going to get big, we’re not going to make money. We’ve got to grow.” How 
big does he want the company to get? He’s not sure: “I never stop to think about 
how big I have to grow.”   ■

Armal, Inc.
866-873-7796
www.armal.biz
See ad, page 25

Isuzu Commercial  
Truck of America
866-441-9638
www.isuzucv.com

 

KeeVac Industries
866-789-9440
www.keevac.com
See ad, page 10

Westmoor Ltd.
800-367-0972
www.westmoorltd.com
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“Sometimes when 
people start a 
business, they put 
the price down so 
they can catch a lot 
of customers. I never 
did that, because I 
knew it would be bad 
for me in the future.”

GIULLIANO PAIZANTE

Above: Afonso washes down a row of Armal portable 
restrooms. The Isuzu truck is from KeeVac Industries.

PAY AS YOU GROW
When The Throne King adds more portable restrooms 

to its inventory, Paizante likes to pay upfront rather than with credit. It’s a 
conservative philosophy about money that he learned from his father. 
People have told Paizante he should buy on credit, even if he has the money 
in the bank, to build his company’s credit rating, but he’d rather write a 
check. “I tried to borrow money from a bank once, but the interest rate was 
too high,” he says. “If I have the money saved, why should I pay interest?”

4

Below: Afonso returns a suction hose to his service truck. All of the 
company’s vacuum trucks were built out by KeeVac Industries.
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THE PRICE
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business, they put the price down so they can catch 
a lot of customers. I never did that, because I knew it 
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tried to raise the price, I would lose a customer.”
 The best way to keep good relationships with 
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keep the price the same as when they start,” he says. 
“The first customer I have, he’s got the same price, 
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Take 5 ... 
with The Throne King

iulliano Paizante admits he didn’t know much about the 
portable restroom business when he started, but in four years, 
The Throne King in Peabody, Massachusetts, has grown from 

zero to 400 units and four trucks.
It was, however, a slow start. He and his sister, Lucy Paizante, 

incorporated the company in June 2015, but the business didn’t find 
a suitable location until December.

“Every time I found a nice building to rent, the city wouldn’t let 
me do it because it wasn’t the right area for this type of business,” 
Paizante laments. “And every time we went to the right area, 
we didn’t have the right building. It took us six months to find a 
warehouse to rent.”

While they were looking, he kept working in his construction 
business and his sister continued working in her cleaning business. 
Today she continues to operate the cleaning business, only 
occasionally working in the office of The Throne King, but he is now 
fully engaged as a PRO.

Once he had the space, Paizante went shopping for portable 
restrooms. He didn’t know exactly what he needed. Sam Calleiro 
from Armal helped him get started with 30 units and advice on other 
startup issues.

It wasn’t until February 2016 that The Throne King rented out 
its first unit. When Paizante delivered it, he put another unit on the 
truck, so he wouldn’t be driving back empty. “Somebody saw it 
on the truck and called me,” Paizante says. He rented the second 
restroom unit the same day.

From there, growth was steady. The Throne King had 64 units 
at the end of 2016 and 120 at the end of 2017. The company now has 
400 restrooms and four trucks. His wife, Patricia Badaro, works full 
time in the office, and there are two full-time drivers, plus one who 
works part time.

Paizante, who was born and raised in Brazil, promotes his 
business in the substantial Brazilian community in the Boston-area 
construction industry. He also promotes his business on Facebook, 
especially for special events and parties.

Giulliano Paizante started his restroom business  
from scratch, but now he’s The Throne King

By Steve Lund   |   Photos by Noah Willman
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EXPLORE FIVE ISSUES THAT AFFECT  
GIULLIANO PAIZANTE AND THE THRONE KING:

 
  ROYAL 
 TREATMENT

BRAND AND VENDOR LOYALTY
Paizante believes in product familiarity and sticks with the vendors and 

equipment that have helped him along the way. All of his portable restroom 
units are from the same manufacturer, Armal.

His first truck was an Isuzu with a KeeVac Industries slide-in unit and 
Conde pump (Westmoor), and he continues to add to his fleet with Isuzu 
trucks, KeeVac Industries aluminum tanks and Conde pumps. The Throne 
King still uses the first truck, a 2003 pickup with a 300-gallon waste and 
150-gallon freshwater tank. In 2017, the company added a new Isuzu truck 
with a 500-gallon waste and 300-gallon freshwater tank. In 2018, another 
identical truck was added. This year the company added a fourth truck, 
another Isuzu with a 700-gallon waste and 400-gallon freshwater tank. 
Paizante consults with KeeVac Industries on the layout of the trucks, but 
he mounts the tanks and equipment himself. He learned to weld when he 
worked in his father’s body shop.

The company also has two restroom transport trailers: a 10-unit and 
four-unit. Both trailers were customized in-house. One is modified from a 
snowmobile trailer; the other is a modified all-terrain vehicle trailer. Paizante 
expects to add another, larger trailer soon.
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  GIVE THEM THE

Giulliano Paizante and his wife, Patricia 
Badaro, are shown with an Isuzu NPR 
service truck built out by KeeVac Industries 
and using a Conde pump (Westmoor)
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October 2020
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Giulliano Paizante started his restroom business  
from scratch, but now he’s The Throne King
Page 14

THE QUEEN OF 
CONNECTIONS
Nothing replaces nonstop networking when 
you want to see your restrooms popping up all 
over town, says Tennessee’s Peaches Searles
Page 22

www.promonthly.com

Allen Luebbe rejoins Imperial Industries
Allen Luebbe has returned to Imperial Industries to 

handle heavy- and medium-duty truck purchasing. With 
more than 15 years in the industry, his career in vacuum 
trucks started in December of 2005 at Imperial Industries. 
He worked in the commercial tank division, specializing 
in vacuum trucks. In 2008, he moved to Mid-State Truck 
Service and worked closely with Imperial Industries for 
the past 12 years.   ■

   INDUSTRY NEWS

Allen Luebbe

http://www.armal.biz


36        February 2021        Portable Restroom Operator

BUSINESSES

Luxury Restroom Trailer company in CA, 
Wine Country. Trailers: 20, Trucks: 1, Tanker 
3-Delivery. Asking: $1,500,00. 3-year aver-
age gross: $591,000. For more information 
contact Heather at buysellbusiness21@
gmail.com.  (T02)

COMPUTER SOFTWARE

FreeServiceReminderSoftware.com, 
FreeServiceDispatchSoftware.com, 
FreeRouteManagementSoftware.com (TBM)

PORTABLE RESTROOMS

20 flushable PolyJohn portable restrooms 
PSN1-2000, colors are pink and blue, very 
good condition. Located in Ft. Lauderdale, 
FL. alice@portajane.com or call 954-650-
4342.  (T03) 

4,000 used portable restrooms for sale.  
Updating 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 TRUCKS

2008 GMC C5500 Portable Rest-
room Service Truck for sale. Asking 
$17,500 or best offer. 230k miles on 
a Duramax/Allison. Truck runs and 

drives well, no emissions. Would make 
a great spare truck. Pumps well. No 

leaks. 900 waste/300 fresh with dual 
suction hoses. Additional large tool box 
on passenger side. Has a new (2019) 

Conde SDS 12 Vac Pump. Folding rack 
to carry up to two units. Tires are good. 
Call/Text Cole @ 785-577-5682 or 
email salinasepticservice@gmail.

com. KS (T02)

2019 Ford F650 cab & chassis with an Impe-
rial s/s flat vac unit 300 water/700 waste, 
6 unit capacity with Thieman liftgate and  
Masport HXL4V pump. (Stock #94456C).  
www.VacuumSalesInc.com. 
(888) VAC-UNIT (822-8648).  (TBM) 

New Imperial 1,300 U.S. gallon, portable 
toilet service unit mounted on a 2020 Ford 
F550 cab and chassis with a Masport HXL4 
pump package. (Stock #13933). www.
VacuumSalesInc.com. (888) VAC-UNIT  
(822-8648).  (TBM)

New Imperial 980 U.S. gallon, portable  
toilet service unit mounted on a 2020 Ford 
F550 cab and chassis with a Masport HXL4 
pump package. (Stock #13931). www.
VacuumSalesInc.com. (888) VAC-UNIT  
(822-8648).  (TBM)

1,600-gallon portable toilet service unit 
(tank only). (Stock# 13762). www.Vacu-
umSalesInc.com. (888) VAC-UNIT  
(822-8648).  (TBM)

PORTABLE SINKS

DRE custom trailers, hand-wash  
trailers for sale or rent. 11 and 12 

station units, top quality, prompt turn 
around and delivery on all orders. 2 

units available immediately.  
Call Rick @ 330-716-2004.  
www.dretrailer.com. (T02)

POSITIONS AVAILABLE

Bright Technologies, a waste & recycling 
equipment manufacturer, is seeking a tal-
ented, highly motivated individual to fill a 
full-time Project Manager/Sales Position. 
Individual would be focused on rentals and 
startup’s of the Belt Filter Press Division. The 
individual should have a solid background in 
water and wastewater to help oversee the 
design and management of various projects 
within that division. We manufacture a re-
liable, user friendly, and efficient belt filter 
press for the industrial and municipal mar-
kets. Send resumes to stuart@sebrightprod-
ucts.com or PO BOX 296, Hopkins MI 49328 
Attn: Stuart Sebright.  (T02)

CALL  
800-994-7990 

to advertise in  
PRO 

Marketplace

  CLASSIFIEDS

Have equipment to sell?  
List it in the pages of PRO!

www.promonthly.com/ 
classifieds/place_ad

800.556.0111
surco.com

Powerfully-effective  
odor control liquid  

portable toilet deodorant!
Non-Formaldehyde • Deep Blue Non-Staining Dye

Portable Toilet Deodorant

Surco
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   PRODUCT NEWS

When the COVID-19 pandemic hit last spring, hand sanitizers became essential to 
help prevent the spread of the virus when handwashing was not an option. However, as 
the pandemic continued, sanitizers from household brands sold out even before they 
hit the shelves. The demand vastly outweighed the supply, causing companies all over 
the country to spring into action to meet the supply shortage. Surco Portable Sanita-
tion Products quickly offered a new Pure Care hand sanitizer line under their Air-Scent 
International brand.

“At the time of the pandemic outbreak, we immediately went through the gov-
ernment approval process to produce sanitizer for many industries,” says Tonya Ray, 
account manager for Surco Portable Sanitation Products. “Pure Care kills bacteria and 
viruses, and prevents spread of viruses by working immediately to kill microorganisms. 
It is available in bulk to refill just about any dispenser or pump.”

If you can’t wash your hands properly with soap and water, you need hand san-
itizer with at least 60% alcohol. FDA-compliant Pure Care hand sanitizer comes in 
spray, gel and foaming formulations, all of which exceed the 60% alcohol threshold. 
The strongest variety, Stat80, is an 80% alcohol spray solution, while IPA70 is a 70% 
alcohol gel solution. Stat62 is a 62% alcohol gel solution, while the foaming variety is 
a 62% alcohol solution.

All are available in a variety of fragrances, and contain a topical antiseptic that re-
duces germs, viruses and bacteria that can cause disease. They are available in 1-gal-
lon jugs, 5-gallon buckets, 55-gallon drums and 275-gallon totes. According to Ray, 
the products are offered in bulk to make refilling dispensers easy and for repackaging 
to provide a revenue generation opportunity for PROs. The response from the field has 
also been positive, she says.

“We’ve gotten excellent feedback so far,” Ray says. “Many large portable re-
stroom operators tried it in a smaller amount at first, and later ordered it in drums 
and totes. We’ve gotten lots of compliments on the fragrance.” 800-556-0111;  
www.airscent.com.

PRODUCT SPOTLIGHT

Surco provides new sanitizer products  
to fill demand caused by the pandemic 
By Craig Mandli

http://mckeetechnologies.com
http://surco.com
http://surco.com
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Wholesale Prices
Direct from the Manufacturer
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951 277-5180 • FAX 951 277-5170

9168 Stellar Court • Corona, CA 92883 
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Get your own key different 
from your competitor.
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• Same Day Credit Decisions 

• Affordable Repayment Plans
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• Deferred Payments
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• Seasonal Payments

Mention this ad and receive
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For more information contact us at 

800.422.1844

Command More Financing Power With Navitas
We Finance the Trucks and Equipment You Need to Grow

Get Results Driven Commercial Equipment Financing with Navitas

sve.navitascredit.com

Liberty Financial is Now the
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Brand New Name...Same Great Service.

Searching 
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Please note: Although all specifications are believed to be correct, periodically errors, omissions or changes occur. Imperial Industries Inc. will not be held liable for any errors and omissions. Please verify all specifications with your salesperson. 

Imperial Industries

Stainless Steel Slide-In

450-Gallon Stainless Steel Slide-In
Masport HXL3 Pump

9HP Honda Engine

Stock #98412

$12,747

2020 Ford F-550

Stock #103769

1300-Gallon Aluminum Vacuum Tank, (900 waste/400 water)
Masport HXL4 Plug-n-Play Vacuum Pump, (165 CFM)

2-Unit Hauler

$87,704

2020 Ford F-550

$77,553

We Have Stock on
The Ground Ready 
to Get to Work

http://weqfair.com
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Happy Valentine’s Day

It’s been said that the only things that 

last longer than our products are our 

relationships. That’s because for 

more than three decades, we’ve 

paired industry-leading products 

with unmatched customer service. 

It’s that combination that makes 

PROs fall in love 

with PolyJohn. 

Matching PROs with Quality Portable Restrooms Since 1984

http://pjpromag.com



