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START UP GUIDE
We appreciate your interest in Satellite | PolyPortables and the
portable sanitation industry, and are happy to provide you with this
booklet to assist you in the creation of your portable restroom rental and
service business.
As you establish a relationship with Satellite | PolyPortables and your
division manager, you’ll soon realize how our company is committed to
the modern portable sanitation industry, which we helped to establish
over 60 years ago. You’ll learn from us, and possibly others in the
industry, how Satellite | PolyPortables enjoys a reputation as a provider
of durable, no-nonsense equipment. You’ll experience a level of “after-thesale” service unmatched in the portable sanitation industry.
We know that our continued success depends solely on your success.
That’s why we continue to be known for its relentless pursuit of the
smaller scale, but more profit-significant, improvements in both
manufactured products as well as the customer support services we
provide on an on-going basis.
Intended to provide helpful information regarding your start-up
business, this booklet is arranged in a step-by-step manner for ease of use.
We look forward to serving you as you build your business.
For further assistance, call your Regional Manager at: 1.800.883.1123
or visit www.satelliteindustries.com

STEP 1: ASSESS THE MARKET

Where do you look for customers? More places than you may think. The construction industry requires portable
sanitation for its workers. So often, a business may be based on month-to-month rentals on construction sites. But
that’s only the beginning. Work an aggressive sales plan, and you’ll quickly line up customers in industrial plants,
agriculture, special events, and more. Basically, any location where people work or congregate, that does not offer
fixed restroom facilities is a potential customer of a portable toilet rental company.

Homework
• Who is your customer?
• What sources of business in your area represent opportunity for you?

Construction Market
You can find an ongoing number of potential customers just by driving around your area. In addition, keep in
touch with the following sources for sales opportunities. F.W. Dodge, a division of McGraw-Hill, publishes the
Dodge Report, which lists new construction projects in the U.S., plus a variety of regional reports, all of which are
available for purchase. The F.W. Dodge website (www.fwdodge.com) offers the same information, which can be
accessed immediately with a credit card. Fwdodge.com will tell you what construction projects are up for bid in
your area, free of charge, if you register and tell them who you are. For a fee, you can obtain the list of construction
companies that are bidding on each project.

• Is it construction, industrials, special events, or agriculture?
• What percentage of income will construction provide?
• How many restrooms could you rent out in an average month? To whom?
• Who is your competition? Study their advertising, their market presence, their reputation with at least one
construction company and one special event planner.

Other good internet sources are: www.thebluebook.com, construction.com, constructionbidding.com, The
Construction Information Network, and The Construction Marketplace. Large metropolitan areas will also have
their own regional resources; ConstructAtlanta.com, for example.
Every state in the U.S. has at least one chapter of the Associated General Contractors organization. The AGC in your
state also most likely offers information on current construction projects as well as a list of contractors in your area.
The national organization’s website (www.agc.org) has a complete list of AGC chapters, alphabetized by state.
Special Event Market
“Special Events” is the title given to the large category of business that includes a variety of short-term rentals,
from one-day parties requiring a single restroom, to multi-day festivals requiring dozens or even hundreds of
them. The popularity of outdoor events has added this specialized and growing market to the portable sanitation
industry’s roster. Every charity race, every fair, every outdoor wedding is a candidate for your portable restrooms,
whether by the handfuls or the hundreds. As the industry has matured, we have witnessed a number of companies which have migrated exclusively into the Special Event market, and do little or no construction-based business.
You can assess rental needs for special events by a study of local permitting authorities, newspaper event
calendars, and party rental businesses. The International Festivals and Events Association (www.ifea.com) keeps a
calendar of its member events as well as a list of chapters in each state. The International Association of Fairs and
Expositions (www.fairsandexpos.com) is the best source of information about fairs. Its website offers quick access
to hundreds of IAFE member websites as well as an indexed list of IAFE associate members. Join these 		
organizations and you’ll have the opportunity to be listed among suppliers to the events industry.
We manufactures a variety of equipment that is targeted toward the special event market, including a large-sized
portable restrooms with flushing toilets, full-length mirrors, lotion soap, hand sanitizer, toilet seat cleaner, and
more. Other recent products, such as our ADA units, and the portable Shower units also give the special event
service provider a full arsenal of equipment to handle every special event situation. And the best part: special
event work & equipment rentals typically mean more profit for you. If the special event market is one of interest to
you, be sure to request the Special Events from your knowledgeable division manager.
Agricultural Market
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Evaluate your market. Identify potential customers. Look at your competition.

Depending on where you’re located, servicing farm workers could be another business opportunity. The
agricultural market has joined the ranks of the portable restroom industry’s focus, as the government regulates
to protect both the farm worker and consumer from disease. Although the number of U.S. farm laborers has been
decreasing steadily over the past decade, there were still almost 1.5 million hired workers on the nation’s farms
and ranches at the start of the decade. If you are looking to augment your construction business, research the
agricultural market potential in your service area. Your state’s Department of Agriculture is a good place to start.

STEP 2: THE BASICS OF RESTROOM SERVICING
Spend time making sure this industry is right for you and your family
Some say it takes a special breed to operate a portable toilet business. And they would be right. It takes a person
with an entrepreneurial spirit, who’s willing to work long hours, often in undesirable conditions (rain, cold, etc.).
And it helps if you possess the innate drive to do an exceptional job with little or no thanks. The financial rewards
from this business may be plentiful, but so too are the rewards in knowing you’ve contributed to the health and
well-being of the community in which you operate.
As with any new endeavor, it helps to have at least a little hands-on experience with what you’re getting in to.
Cleaning a portable restroom is not difficult, but creating a method that works for you, and that can be replicated
at each service stop, is the key to efficiency. As the saying goes, “time is money,” and that certainly is the case in
servicing portable restrooms.

The following procedures will be done each time a portable restroom is serviced:
1. Sign and date “service log sticker” in each unit. If there is no sticker, one must be added. This 		
is a record of the service to the customer.
2. Replace and replenish appropriate amount of toilet tissue.
3. Replace the hand sanitizer bladder pack, if applicable, checking that it operates properly.
WEAR GLOVES for the next steps:
4.De-scale the urinal with the appropriate cleaner. Let set. Scrub later (see step 7).

16. Dispose of all debris that you have removed from the unit in your waste bucket. No debris is 		
to be left at the job site.
17. Complete paperwork for unit indicating unit usage, or any other items to report: tip-over, repairs, ex
change, etc.
No Pump Procedures:
Partially-blocked unit: Perform ALL service steps, except # 5
For completely blocked, locked or inaccessible site, complete steps 18-20 ONLY:
18. Find job superintendent, or someone on location in attempt to move blocking vehicles
19. Provide adequate information on “missed service tag.”
20. Tag the gate or office trailer (or the unit, if that is all that is there).
So you’re a hardworking person not afraid to get a little dirt under your fingernails, and you have no problem
mastering the service techniques listed above. You’re probably asking yourself, “So what’s the worst that can
happen?” Beyond the basic “ick” factor many associate with the portable restroom industry resides a larger truth:
It’s not really that bad. Many operators will tell you they get no dirtier doing a route than anyone else who works
outdoors. There are, of course, exceptions to the rule, as with any situation. The worst of these many say is the
“tip-over,” when a unit falls over (door down is the worst). In this case, the unit must be righted, the contents of
the waste tank that has escaped onto the ground contained and evacuated, and the inside of the unit thoroughly
cleaned. There are methods used to reduce the number of tip-overs, such as staking down a unit. PolyPortables’
units have specially designed skids to easily facilitate the staking down of the unit.
If you’ve located customers, and hard work in unique environments does not deter you, you’re ready to move on
to Step 3.

5. Pump all waste from the tank.
6. Remove all rocks, ice, and other debris from the tank and the unit.
7. Clean and scrub all surfaces, including urinal, with appropriate brush, squeegee and cleaner 			
solution.
8. Add fresh deodorizer solution to the tank (5-gal bucket weighs approximately 42 pounds)
		

A) Light – medium used units = 5 – 6 gallons

		

B) Heavily used units = 7 – 10 gallons

		

C) Special Event units = 7 – 10 gallons

		

D) Partially blocked units = up to 5 gallons to refresh

Homework
• Are you unafraid of hard work, sometimes in extreme weather conditions (wind, rain, cold)?
• Attempt to locate a restroom operator outside of your service area with whom you can ride a route for a couple
of days. Your PolyPortables division manager will be willing to help you identify such an operator.

9. Towel dry all surfaces, including ledges above the screens and doors. Do NOT use towels on 			
the floor.
10. Floors are to clear of all debris, mud, ice, etc. and liquid removed with a squeegee.
11. Spray with fragrance booster as needed.
12. Remove all graffiti with the appropriate product.
13. Check overall unit: screens, urinal, seat, door latch, toilet paper cover, etc. Repair any inoperable parts
as necessary.
14. Confirm that the unit is level and in the proper location.
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As an example of a service method, check out these Basic Steps to Cleaning a Portable Restroom:

15. Check outside logo decals to ensure that all four sides are clear and easy to read.

STEP 3: RESEARCH EQUIPMENT
Research the costs to be incurred equipping yourself to serve the markets you have identified.
To be successful in the portable restroom business, you’ll need a base facility that includes fenced storage for
restrooms, sinks, and your service truck(s) as well as an area protected from the elements in which to perform
maintenance and repairs. Here you will want to keep your high pressure and/or steam cleaning equipment and
supplies. A one-to- two-inch water line is helpful, and many restroom dealers like to have fuel storage on site.
Vacuum Truck / Tank

Generally speaking, you’ll find there are two types of vacuum trucks used in the service of portable restrooms:
Large pickup trucks with a slide-in tank that fits in the bed of the truck and may be removed when necessary, or a
much larger truck carrying a dedicated vacuum tank and pump system. Slide-in tanks generally run in the 450- to
500-gallon size, and include volume for
both waste and fresh water
compartments. Larger dedicated trucks
may be found either in GVW ratings
below CDL limits or in the larger models
that require CDL certification for lawful
operation. Benefits of a slide-in unit
include flexibility in the use of the
equipment and lower costs. The larger
dedicated trucks typically are set up for
maximum efficiency with built-in supply
boxes, and provide the ability to transport
one or two units. Tank sizes on a
dedicated chassis enerally range from
900-gallons to 2,000-gallons, depending
on the chassis and tank material.
Keep in mind that only about 90% of your
waste tank capacity will actually be
available for use before the tank need
to be evacuated (on an 1,100-gal waste tank, the primary shutoff will blow at about 990-gallons). If you need to
pump 50 toilets, and the average waste evacuated is 15-gallons per unit, you’re going to be cutting it close.
You’ll use 5-gallons of water to prepare each toilet tank for use, and will need water for on-site cleaning, and to fill
hand wash stations (if you rent them). A 400-gal water tank on your service truck would be sufficient to service
about 60 units between fills (5 gal / tank, plus 2.67-gal for cleaning).
All trucks must be equipped with a vacuum pump, either mounted under the hood and operated by the engine, or
separate with its own gasoline engine, or a PTO system from the truck’s drive shaft to operate it. A highly flexible
“Tiger” type of hose with a cutoff valve is required for vacuuming, as well as a discharge hose for discharging waste
into the waste water treatment system. Fresh water may be delivered for washing and recharging the restroom
units through the use of either a standard garden-hose type pump, or the use of a pressurized sprayer.

www.satellitevacuumxpress.com
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When making your first equipment purchases, plan to take delivery of your service truck first. In most cases,
delivery of your truck / tank will take several weeks from the time the order is placed until your new vehicle is
ready for delivery. Conversely, your other equipment can usually be manufactured, assembled and delivered in a
shorter time frame. Coordinate the delivery of your toilets to be within a few days of the delivery of your truck so
that you’re not wasting time with units sitting on your yard and no way to service them. In some states that have
protracted licensing periods, you may want to get your truck several weeks prior to receiving your first load of
units.
Restrooms
You will want to invest in equipment that has been proven to stand up to the sometimes harsh demands that a
portable restroom has to contend with. We recommend Satellite | PolyPortables units for the following reasons:
•Modular Design: every component has been built in a modular fashion. This enables you to 			
repair or replace parts only as needed.
•Truly Portable: anywhere you grab hold along the edges there’s a molded-in handhold. You’re 			
going to be moving them around a lot, and the easier and quicker to move, the better for you.
•Quality Control: We carefully specifies material requirements so that you don’t have 				
to worry about fading or premature failure due to shortcuts taken in material buying or plastics 		
molding.
•Aluminum Rivets: All the components are held together with aluminum rivets. Aluminum is 			
known for its strong holding power, and it won’t rust.
•Full-Door: A large door opening allows users and service personnel to enter and exit without 			
hitting their head.
•Wall Strength: strength, flexibility, and an enhanced ability to withstand impact.
•Deep Sump: delivers twice the depth of a conventional restroom tank with a charge of only 			
five gallons of water and deodorizer.
•Offset Seating: maximizes the distance between the user and the urinal to minimize odors.
•No-Holes Tank: molded-in indentations for rivets makes drilling holes into the interior 				
unnecessary¬no leakage!
•Easy Servicing: ledge-free, smooth surfaces make for ease of cleaning.
Handwashing
One of the ways to achieve an edge over the competition is by offering handwashing capabilities, especially for
events. There are two types: small in-unit models designed for installation within the restroom cabana, and larger
free-standing models built to be placed in the vicinity of portable restrooms deployed on a job or event site. We’ve
got a variety on in-unit sinks with various capacities. All ofwhich are designed to be installed in the full line of
restroom units with the least-possible modification to the unit. The same is true fro free standing sinks. No matter
the situation, we’ve got a hand-wash stations for all occasions. Be sure to pick up one of our product guides to see
our full line on in-unit and free-standing sink
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When choosing a service vehicle, you’ll need to consider the material used in constructing the tank (aluminum,
mild steel or stainless steel), the tank capacity for fresh water and waste compartments, the chassis manufacturer,
and the options included (pressure washers, dual side service, multi-compartments, cabinets, work areas).

You will use either your service truck or separate delivery vehicle (or both) for transporting restrooms to and from
rental sites. Hydraulic lift gates on the service trucks can be helpful, allowing you to load/unload toilets more
easily by yourself. To make your work even more efficient, you may want to consider a custom trailer designed to
carry multiple restrooms and be hauled by any or all of your trucks. Trailers can range from a small two-unit trailer
to as large as a 24-unit trailer. Many operators fabricate their own trailer designs, taking into account personal
preferences in transporting and loading the restroom units.

Service
The portable restroom business is a service industry; service is your most important product. You might get a
rental business off to a great start, but without consistently superior service, you’re unlikely to keep it going. There
are ways to make this job easier, starting with equipment that is built for mobile applications and easy to maintain.
A number of software packages are available for the portable sanitation industry, all with the same goal: to
automate and increase your efficiency so you can increase profits. These programs all have similar features
including routing, mapping, scheduling, accounting, container tracking, dispatching, billing, truck maintenance,
etc., and they are all available on demonstration CDs at no charge. The following is a list of web addresses for some
of these software packages: www.clearcomputing.com; www.routeoptix.com; www.desertmicro.net; 		
www.transcomp.com; www.soft-pak.com and www.eztrakr.com.
To properly service a portable restroom, you need to be sure that there are deodorizers, cleaning supplies, repair
parts, and toilet paper on the service truck. Each restroom needs to be thoroughly cleaned during its service, the
holding tank recharged with fresh water and the proper deodorizers, toilet paper supplies replenished, dirt and
graffiti cleaned from the surfaces. Minor repairs such as vent screens, door latches, and hinges should be
completed during regular servicing. Each truck should carry a complete tool kit to enable the driver not only to
handle problems inherent in the truck and pumping equipment, i.e., objects getting caught in the vacuum line,
but for fixing basic problems with the toilets.
Deodorizers
You can purchase premixed deodorizers for use in portable toilet holding tanks. On each service call, these are
mixed with the desired amount of water, in varying amounts for the season of the year. A myriad of deodorizer
brands are available on the market, most of which contain the same basic ingredients. There are liquid
formaldehyde- and nonformaldehyde-based chemicals that contain perfumes, dyes, bacteria control agents, and
surfactants, and also several dry chemicals in either powder or block form for use in the waste tank.

STEP 3

Design and manufacture of deodorizers have advanced considerably in the last decade due in part to the
banning of certain ingredients from disposal in our nation’s waste treatment facilities. Formaldehyde-based
products, which are now completely outlawed in many areas, are the main target, and many blends of deodorizers
have leapt into the market to fill the void caused by the banning of formaldehyde products.
Homework
• Many portable restroom start-ups are extensions or expansions of existing businesses, which already possess
some of the required elements described above, i.e., yard space, an extra truck, or even a pump truck. How many
of the requirements do you already have? How many are on your shopping list?
• Your PolyPortables representative can help you identify and locate suppliers for any of the requirements
discussed. Send us your shopping list, along with your marketing assessment (your projected average number of
toilet rentals per month from your last homework assignment) and we will make some recommendations.
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STEP 4: CONSIDER FINANCES
What amount of risk are you willing to take? What amount of debt are you willing to incur? How long before
you’re making a profit?
Most bankers are reluctant to lend money on portable restrooms because they feel they have no method of
getting rid of the toilets should they have to repossess. When you go to visit your banker, be sure to take your
personal financial statements, your projected rentals for three years, and a cash-flow projection showing where
the money is going to come from to repay the loan as well as give you a source of profits, both for living expenses
and expanding your business. A bank should readily lend you funds for trucks, and there should be no problem in
financing these.
Alternate sources of financing are available through loan companies, leasing agents, and savings and loan
associations as well as any private sources you may have. The Small Business Administration is an excellent source
of business management and financial assistance. Your knowledgeable PolyPortables’ division manager will be
happy to help you identify financing outlets.

The two-day tax workshop includes information on federal and state employment taxes and the basics of
preparing common business returns. The first day covers types of business organizations, record-keeping, travel
expenses, depreciations, investment credit, estimated taxes, state, sales tax and Schedule C and SE. The second
day covers Forms W-2, W-3, W-4, W-5, and the use of Circular E-”Employers Tax Guide,” along with federal and state
income tax withholding and unemployment taxes. The program is presented on a regular basis and no reservation
is necessary. Participants may attend either of the day sessions, or they may attend the two-day workshop in its
entirety. Anyone wishing to attend the seminar or receive further information can also call the IRS and ask for the
Taxpayer Education Desk.
Homework
• Will your portable restroom business be an expansion of another business or a separate one? Get your
accountant’s advice!
• If yours will be a ground-up endeavor, consider the SBA, SCORE, and, of course, an accountant to help get you
organized financially.

Equipment Leasing
Leasing is one of the most popular methods for financing equipment today
with 80% of U.S. businesses, ranging from Fortune 500 companies to the
corner store, leasing a portion of their equipment. In its simplest sense,
leasing is an alternative source of financing that allows you to obtain the
equipment you need with little money up front. The leasing company buys
the equipment from the vendor and in turn leases it to you for a specified
period of time for a fixed payment per month. At the end of the lease term,
you have the right to buy the equipment either for its fair market value
(normally 10%) or, for a fixed amount you can return the equipment to the
lessor with no further obligation.
If the lease is structured correctly, you, as the lessee may be able to write
off the payments as an expense rather than depreciate the equipment. This
allows the government to absorb some of the costs. Depending upon how
much income the asset produces, you can make a substantial profit with a
limited investment.
The leasing of equipment:
• Improves cash flow—100% financing enables you to use operating capital for other investments
• Establishes fixed payments. Your budgeting processes are made easier in most cases, and you have 		
the added advantage of up-to-date equipment.
• Potentially lowers the cost of the equipment. Tax advantages often make leasing less expensive 		
than an outright purchase or bank financing.

The Internal Revenue Service offers free guides and sponsors free tax seminars in each state for owners and
operators of small businesses. Visit the IRS online, where there is a section devoted to small business (www.irs.
ustreas.gov/smallbiz ) . Here you’ll find a list of tax seminars in each state as well as industry/profession specific
information and links to other helpful sites.
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• Provides a better hedge against inflation. Although you acquire equipment at today’s dollar value, 		
over the term of the lease you pay in dollars that are devalued if inflation occurs.
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Make a personal inventory of your strengths and weaknesses. In which area of the business will you need the
most help? Create a business plan for your first year. Make sure you’re aware of all the available options.

maintain hard-to-establish relationships. By treating special events like military maneuvers, you’ll discover that there are
ways to plan that are uniquely your own, refined with every “battle” you fight!
Portable restrooms must be serviced on a regular basis. Most construction site toilet placements require service either
once or twice weekly. Special event placements may require servicing once or twice a day. Extremely heavy usage will
sometimes require either additional toilets at the site or more frequent servicing of those already there.

A common issue in renting portable toilets to construction sites is “How many are needed?” The following is a
discussion on the topic taken from materials provided by the Portable Sanitation Association International (PSAI).

Once the frequency of the service is established, routing can be accomplished in any one of several ways, or a
combination thereof. One simple method is to use a loose leaf binder as a routing tool. Every toilet to be serviced that
day has a detail sheet marking its proper position at the site, along with any special requirements the customer may
have requested. The sheet will double as a service log as well, with spaces for recording the time of visit, and also for
recording any problems that occurred either with the toilet itself (repairs) or at the site (the toilet was blocked and could
not be serviced.) Sheets are arranged in the binder in the order in which they are to be serviced.

Generally, you will provide a minimum number of sanitation facilities to meet basic needs and satisfy OSHA
requirements. It is possible, however, to determine a break-even point, after which each additional unit will earn you a
return high enough to pay for itself.

You can also add either a manually-generated or a computer-generated routing list. These can be set up to replace the
individual sheet system above, but it’s a good idea to have your drivers take the sheets with them as well: some
problems can be monitored and solved more efficiently if drivers have service records with them.

To determine that break-even point, the PSAI National Health Committee commissioned the Center for Business and
Industrial Studies, University of Missouri, to study four different types of construction sites: home, utility, high-rise, and
highway. Taken into consideration were the varying requirements of each type of site, the number of workers, and
placement of portable toilets.

Routing

A good plan is crucial for starting a business and will also be a bonus when visiting banks and leasing companies for
financial help. Consider the following issues when writing your plan:
Selling/Servicing Construction Sites

Installing one additional unit on each of the four sites, thus reducing the length of time workers waste, either waiting
for a unit to become available or walking to an available unit, amounted to an average of 15 minutes per worker per
day. The average savings as a percentage of direct cost was 600%. In addition to direct cost savings, indirect benefits
were also realized. Some of the indirect benefits were:
• With reduced travel time to and from facilities, workers returned from breaks better rested.
• Additional and easily accessible facilities increased the cleanliness of the work environment.
• Enhanced comfort level for workers increased their productivity.
To realize these direct and indirect benefits requires correct placement of toilets for ease of access by all workers. Each
group of seven or more workers on a work site should have at least one toilet placed within 100 feet of a central
location.
Selling/Servicing Special Events
Successful portable toilet dealers agree that special event planning is best described in terms of military maneuvers.
Rule 1: Choose battles wisely. By honestly evaluating your local special event marketplace, you’ll realize that some events
are too big or too complicated to handle, given your existing resources. Weigh your profit potential before investing in
additional toilet inventory; a good rule of thumb is a one-year payback on a fleet of units earmarked for special events.
Choose the right events at any particular time; in other words, pick the right battles!
Rule 2: Know the enemy. In the special event arena, there is only one enemy, and its name is time. Try to get the event
organizer to talk, and then listen carefully. Invariably you’ll hear something that will be useful in servicing the event
better. Take time in advance to better understand the battlefield... there won’t be time for it later.
Rule 3: Strategize. Plan your strategy for D-Day well in advance. The toilets in the yard are ready, trucks are serviced, and
the part-time help to deliver and setup is prepped and reliable. Most events are blown on the first day, when there are
no good excuses for problems... customers are more understanding about problems that happen along the way. Always
have a backup plan. You usually won’t need extra people or equipment, but know where to find these resources in an
emergency. Being prepared for this, mentally at least, gives you a slight time advantage should something unexpected
happen once the battle starts.
Rule 4: Bury the dead. Call the organizer the day after the event to be sure there are no casualties you might have missed.
Event organizers appreciate this professionalism, and quick problem acknowledgment and problem resolution can help

Routing in a portable toilet business is critical: time and fuel efficiency are the obvious benefits. Routing systems
become even more important: they are your communication tools with your drivers, your control mechanisms for
problem-solving, and your “delivery receipts” when you send your bills!
Waste Disposal
Most likely you will be disposing waste into a municipal or private sewer system that goes through a treatment plant.
Generally, permits are needed and fees are charged for this type of disposal. (There are a few areas of the United States
where the waste can be spread on farmland and plowed under or used in a controlled disposal area.)
You should always check with your local sewer authority about disposal. Keep in mind that for “long-distance” service
trips you might need a place to dispose of waste along the route so the driver doesn’t have to come all the way home to
dump his truck. Waste treatment facilities charge for this service in a variety of ways: some charge a flat fee up to a
particular volume of waste dumped ($50 per 1,000 gallons), while others meter the waste entering the treatment
facility, and charge by the gallon. Be sure to check with your facility in order to be able to budget for waste treatment
charges.
Billing
Most of the time, billing occurs on the monthly anniversary date of the delivery of the toilet. This allows a bookkeeper
to do a small amount of work each day rather than have it all lumped together for several days at only one time during
the month. A decision must be made either to invoice after the month ends or invoice in advance for the service just
like rent on a house or apartment. Some dealers bill on a calendar month while others bill on a four week basis, thus
generating thirteen months of revenue per year. Whatever decision is made, it should be consistent! In a service
business, prompt and accurate billing procedures are crucial. Evaluate your bookkeeping capabilities and your plans for
growth. Although there are still business competing without the use of computer assistance, the varied tasks
performed in a portable sanitation office are significantly more easily tackled with the use of computers.
Homework
• Remember your “Market Assessment?” Are the customers you expect to service “routable?” Are 20 service calls/day
possible (your break-even point for a truck and driver) given the geographic distribution of your customers? How far
away (or out of the way) is the sewage treatment facility? Think it through!
• Are you a computer person or a loose-leaf binder person? If you plan to grow your business aggressively, better think
about that computer NOW.
• Check the permits required and the cost for waste disposal in your area (or areas). This ongoing expense must be
factored into your profit projections.
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STEP 5: CREATE A PLAN

STEP 6: CREATE TIMETABLES
Create timetables for the action steps required to open your business.
Remember that government-related permitting, the preparation of legal documents, and the processing of
financial applications usually take time. It’s important to know how many you require, and how long it will take to
get all of them. Commercially-printed promotional materials can also take longer than you think.
Even though you know your systems are likely to change and evolve after you’ve been in business a while,
start out with some sort of system in place. Have minimal quantities of forms printed or photocopied: good
record-keeping will eventually surpass your memory or your intuition as a tool for growth.

STEP 6

While you’re at it, get a day-timer or another digital method of tracking your schedule. They have different ways
of helping you prioritize, arranging things that have to be done, and streamlining repetitive tasks, as well as a
convenient place to organize your timetable with deadlines on a calendar.
Try to find out exactly when things are due and just when you’ll need to have that truck bought or those
restrooms in place. Be realistic about dates in your timetable; the point is to get everything done that must be
done and be successful. An unrealistic timetable will only be a frustration.
If you’re a procrastinator, try this technique. Break up large, overwhelming projects into small chunks. Pick
an extremely limited time frame...10 minutes before a lunch date, for example. Make a phone call relating to
information you need to finish filling out a form or to fill in a gap on your budget worksheet. Do this three to five
days in a row and you’ve put some dimension to the project.
Homework
• If you don’t already own one, acquire a good time management tool (day-timer, hand-held computer device,
etc.) Some emphasize the planning aspects of time management, others record-keeping. Keep in mind that even
though time management equipment and programs may sound complicated, they are all usually based on the
same principles: to do, doing, and done.

ACTION STEPS
1. Evaluate the Market
		a. Construction
		
b. Special Event
		c. Agricultural
2. Learn the Basics
		
a. Identify a mentor in the industry
		
b. Spend time on a pump truck servicing toilets
		
3. Research Equipment
		
a. Vacuum equipment (slide-in vs. dedicated truck)
		
b. Restroom makes & models
		
c. Handwash stations
		
d. Office / Accounting Support
		
e. Deodorizer / Other Supplies
4. Financial Considerations
		
a. Determine cost of insurance and proper licensing
		
b. Build a business plan
		
c. Investigate funding sources if not self-funded
5. Create a Plan
		
a. Plan of attack for construction customers
		
b. Develop a Special Event calendar and contact list
		
c. Create routing system (either manual or computer driven)
		
d. Line up waste treatment options
6. Create Timetables
		
a. Break to-do lists into manageable chunks
		
b. Set deadlines for specific tasks
7. Promote Yourself
		
a. Create promotional materials (business cards, ads, flyers)
		
b. Look for any way possible to get your name / number in front of potential customers.
Many of these steps will occur concurrently. The important thing is not what order they occur, but that they all are
handled prior to a decision being made to start up in this industry.
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STEP 7: PROMOTE YOURSELF
Don’t be shy about your new beginnings. Make a splash!
Getting the word out that you have a new portable restroom business is not always easy, but it is critical. There are
many ways to advertise and promote your portable restroom business. Do an analysis of the advertising of your
would-be competitors. What kind of an image do they present?
Check the Yellow Pages to see what kind of display ads other companies use. Go to your area’s Associated General
Contractors office and look at its publications. Are there ads for restroom rentals there? Take a look at the logos
and slogans on portable restroom signs and trucks. Check the internet to see what portable restroom company
websites you can find. Visit some of your competitors’ offices and see if they have a brochure on their counter.
At the very least, get a professional business card designed and printed. You can leave one behind everywhere
you go, attach them to proposals, pass them out at social functions, put them up on bulletin boards frequented by
potential customers. Consider a different kind of advertising for each market. An ad for the construction industry,
for example, would look very different from one aimed at special events.
Carefully consider the name of your business, your slogan, whatever you’re going to present to the public. What do
they say about the service you have to offer? What will set you apart from the competition? Once you have chosen
an image for yourself, use it freely. Get your name out everywhere you can think of.
Be sure your promotional materials are ready when you are...truck and toilet decals, business cards, promotional
flyers...you only have one chance to make a first impression. Work to make it a good one.
Homework
• Pick a company name that represents you and your business professionally, and yet still describes what you do.
• Contact the Yellow Pages for pricing and insertion information.
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• First impressions count! Have business cards, flyers, and the other necessary forms ready to go prior to making
your first rental.
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