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So you've decided to explore starting your own portable sanitation business.
Congratulations! The exploration phase is the first part of an exciting journey that can lead
to more freedom and satisfaction in your personal and professional life.

Because the portable sanitation business directly serves rapidly growing sectors, it's an
industry with plenty of opportunities for long-term success.

In early 2023
that total employment in the
construction industry had

increased by 231,000, or 3.1%,
compared to the same month in
the previous year.

And with portable sanitation being one of the biggest (and often overlooked) needs on a
construction site, you can take advantage of this increase. A portable restroom business is a
great option for those who value freedom, hard work, and results. As your own boss, you'll
determine when and how much you work, whom you work with, and have the potential to
earn a steady, sustainable income. Portable restroom business operators work closely with
community partners to provide safe and reliable on-site restroom facilities for events,
construction sites, and more.

Before you jump into buying equipment and reaching out to potential customers, there are
some important first steps to consider.
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CREATE A BUSINESS PLAN

Without a plan, you're just throwing spaghetti at the wall to see what sticks. A business
plan allows you to put the time and research in before you start to build and know exactly
who you serve, what your best approach is, and where to invest resources. A business plan
typically includes the following elements.

Executive Summary

The executive summary briefly states what your business is, the products or services it
provides, and why it will be successful. You may also want to include a values or
mission statement, along with a high-level overview of the leadership team.

Company Description

This is where you'll dive into deeper details of your business. It will address the
problems your business will solve for customers, what gives your new business a
competitive advantage and any other strengths you wish to share. This may include
your past experience, expertise, or anything else that positions you to serve customers
above and beyond the competitors. Go ahead, brag a little!

Market Research

Most people see the word “research” and run in the opposite direction, but this form of
research doesn’t have to be scary or take months to gather. It's extremely valuable to get an
idea of what potential customers are looking for and what your competitors are doing well.
It will help paint a picture of the trends, themes, strengths, and weaknesses in your market,
plus shine a light on where your business can fill the gaps
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HOW TO START A PORTABLE SANITATION BUSINESS

This part of the plan will outline the structure of your company, the personnel you'll
need to bring on board and the chart of where each role fits into the overall team. It’s
also the place where you'll identify what type of business you’ll have: a sole
proprietorship, an LLC, a corporation and so on. If you're not sure what type of
business makes sense for you, a lawyer should be able to explain your options.

You don't have to have all the parts of your marketing strategy defined and you may change
this section at any time to address the needs of your business as it grows. This section is
simply an area to describe how you'll attract and maintain customers. It may include tactics
like social media marketing, advertisements, or public relations.

Again, your financial projections in this section don’t have to be exact, but the purpose is to
convince the reader that your business is stable and will be a financial success. If your
business is already established, you will want to include existing financial statements to
support your projections, like income, cash flow, and balance sheets. If you don’t have these
yet, a projection with a detailed explanation should be included.

A business plan can be as complex (traditional) or simple (lean startup) as you want it to be.
For larger organizations or for those requesting outside funding, a more detailed plan may
be required.

During your research and planning phase, you'll want to examine things like standard ROI,
pricing, and expenses.
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The highlight of beginning a
portable sanitation business is
that you can expect a return on
your investment in just 24 to 36
months from a cold startup,
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Next, it's time to plan your pricing structure. How will you price your units? This is an
important piece to research while doing market analysis. How does your competitor price
their units? What's the typical cost for this type of service in your region?

To determine the cost per service, you will need to calculate the cost of fuel, labor, and
supplies for each service and divide it by the number of toilets serviced per hour or day.

cnslll PEH (FUEL COST PER SERVICE - LABOR COST PER SERVICE - SUPPLIES COST PER SERVICE)

SEBVIGE ] NUMBER OF TOILETS SERVICED PER HOUR OR DAY

To calculate the standard expenses, add up the costs for fuel, paper goods, chemical
supplies, fleet maintenance, disposal fees, and overtime labor costs. Ideally, the total
amount of expenses should be less than 30.5% of your total revenue.

STANDARD _ Fue cost - PAPER GOODS COST - CHEMICAL SUPPLIES COST - FLEET
ENPENSES > MAINTENANCE COST - DISPOSAL FEES - OVERTIMEE LABOR COSTS

To calculate your monthly margins, multiply the cost per service by the number of services
in a month and subtract it from your monthly revenue from one customer. This will give you
the amount of profit you are making per customer each month.

MONTHLY _  _ cosr peR SERVICE X NUMBER OF SERVIGES IN A MONTH

MARGINS - MONTHLY REVENUE FROM 1 CUSTOMER
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IDENTIFY YOUR TARGET MARKET AND
WHAT SERVICES YOU WISH TO PROVIDE

There’s a variety of client segments your portable sanitation business can choose to focus
on, from commercial construction to special events. This decision may reflect the type of
businesses you want to serve or it may be based on top revenue generators.

Note that in 2022, the most profitable portable restroom business customers came from
the home builder and commercial categories. Residential construction includes home
builders as well as home projects, like swimming pool installation. Commercial construction
includes apartments, high-rise buildings, schools, and other larger projects.

Whichever segment you choose to focus on, be sure to consider factors like seasonality,
rates, cleaning, and the amount of equipment each job will require. These will all have an
effect on your bottom line.

After everything above, it’s time to decide what services you will offer. Portable sanitation
covers a lot of territories. These are just a few options you might want to include under
your offer umbrella.

e Portable restrooms (there are many variations of size, shape, capabilities, and

accessibilities)

¢ Hand washing stations

e Sanitizing stations

¢ Restroom trailers

e Septic trucks

¢ Dumping services

Once you determine what services will be available to your customers, it’s time to think
about how you'll pay for equipment.
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FINANCING

The question on most people’s minds when they think about launching a business is, “How
much money will | need to get started?” The number may vary depending on each unique
situation, but generally, having access to $350,000 will ensure a smooth beginning. This
amount will get you two trucks, 100 toilets, and 30 days of supplies.

We get it — that is a lot of money, but there are several avenues to explore when securing
startup funding. The best funding source will depend on whether you need it for large
purchases, day-to-day expenses, or startup costs.

¢ US Small Business Administration loans: This may be an option if your business is small
to moderate size and meets qualifications. SBA loans are traditional term loans that you
pay back over time with interest. SBA-guaranteed loans generally have rates and fees
that are comparable to non-guaranteed loans, plus lower down payments, flexible
overhead requirements, and no collateral needed for some loans.
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¢ Online lenders: These lenders provide small business loans and lines of credit of up to
$500,000. The APR on these loans ranges from 6% to 99%, depending on the lender,
the type and size of the loan, the length of the repayment term, the borrower’s credit
history, and whether collateral is required.

e Business lines of credit: If you're looking for funding for day-to-day expenses, you may
want to look into a business line of credit. Many credit card companies offer these,
along with banks. Be sure to research your options before committing to one, as each
will have its own unique set of rules, regulations, and interest rates.

Not all business expenses need to be funded by an outside source. If you have access to
cash flow that can be applied to your business, you can take advantage of smaller loans
with less risk.

When planning the finances of your portable sanitation business, don’t forget to open a
business bank account. We recommend reaching out to a local banker who can act as your
connection point for any financial questions that may arise as you launch your business. A
close banking relationship can go a long way.
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LEGALITIES

Though it can be tempting to launch your business before you have all the proper
documentation set, resist the urge! There is nothing riskier for a new business than
stumbling into some bad luck, forgetting an important piece of paperwork or insurance
coverage, and being hung out to dry with no protection. Don’t neglect these important
factors.

. What licenses do you need to operate this type of business in your
particular area of the US?

. Similarly, what type of permits are required by your state, county, or
region to operate legally?

. Never go into business without insurance coverage. You may want to
consider both business insurance and fleet insurance for your portable restroom
business.

. As a portable service provider, you will need to know and abide by

the local dumping laws and procedures. Some wastewater disposal facilities
require both specific licensing and an account to do business. Some disposal sites
measure by truckload capacity while others by solid waste measurement, etc. It
never hurts to contact your local wastewater disposal sites and learn about their
unique requirements.

It can feel overwhelming to ensure all of these items are in place before opening for
business but we assure you, it is worth doing the right way and will save you from future
headaches.

Lastly, ask lots of questions. Chances are, the professionals you are dealing with at waste
disposal sites, municipalities, etc have helped others in your situation. They can be a great
resource for you. Ask them if you are forgetting anything. Also partner with other PROs or
the PSAI for resources and tribal knowledge
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WHAT DO YOU NEED TO GET STARTED
WITH YOUR PORTABLE SANITATION
BUSINESS?

The most important component of starting a portable sanitation business? The equipment,
of course! There is a range of portable restroom options to consider adding to your
inventory- whether leased or owned. These are the main types of toilets.

e Standard portable toilet: The most common option is great for large scale
events and job sites where many toilets are needed.

e ADA- accessible toilet: A handicap-accessible portable toilet is similar to the
standard, but larger and wider to meet ADA compliance. It’s wise to have one or
several of these in your line up.

e Portable toilet with sink: In the post-pandemic world, users appreciate having
access to a handwashing station after using the facilities, so this is a good
option to consider.

e Portable toilet with a baby changing table: Do you plan to serve family-friendly
events or customers? This is an important option to offer.

Flushable toilet. Unlike the standard portable toilet, this restroom includes a
flushing feature. This option is great for more intimate events like outdoor
weddings.
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Before deciding on your toilet inventory, do your research and think 18 to 36 months in the
future. What types of customers will you serve? Is there a peak season for your clientele?
What type of events do you plan to focus on? You'll also want to think about how much
inventory you need to properly serve your client sector.

Research manufacturers — the quality of their products, their status in the supply
chain, and any guarantees or warranties that accompany their toilets. Here are a few
manufacturers that partner with ServiceCore:

It's generally recommended to have 3 hand washing stations for every 10 toilets in
your inventory (assuming you don’t have sinks included in each restroom.)

Don’t forget to account for supply chain issues across the board- which includes
toilet paper, deodorizer, paper towels, and soap. Without reliable access to these
“accessories” you can’t run a successful portable sanitation business.

Have you thought about storage? Where will you store your equipment when it’s
not in use? How much will that cost annually?

These factors should all tie into your business plan.
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PROCESSES

Processes are at the core of every successful business, and with good reason. Processes are
the scaffolding that keeps your business on top of things like billing, payroll, accounting,
and customer service best practices. Let’s start with making and receiving payments.

You'll want to determine your billing and invoicing process from the get-go. We highly
recommend setting up a credit card payment option to avoid always having to wait on and
process checks from customers. In 2023, many businesses prefer a cashless payment
option. Make sure to factor in any processing fees or deductions by the provider.

Next, create an invoicing guideline that is the same across the board. This will eliminate
having to get customers on the same page. If everyone is invoiced with the same payment
cycle, that becomes your expectation. There is less room for negotiation or confusing
process changes. Be mindful that some customers may ask for Net 60 or Net 90, but
research found that the most profitable survey respondents are billing their customers
upfront, on a 28-day cycle, and keep their accounts receivable under 60 days outstanding.

BILLINGONA BILLING INVOICING REQUIRING A CUSTOMERS
28-DAY CYCLE UPFRONT CUSTOMERS DAILY CREDIT CARD CAN PAY ONLINE

' 83% ' 70% ' 45% ’ 28% i l 73% '

Data from the 2022 Portable Sanitation Industry Benchmark Report: download to learn more
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When invoicing, it's advisable to request as much payment upfront for an event as
possible- at least 25-50% of the total bill. This practice can save your business a lot of
hassle or chasing after an event is over, something neither you or your customer should
have to worry about. It’s also best to avoid having an on-call staff member handle cash from
weekend or off-hours events. It’s too risky.

By establishing your invoicing and payment policies right away, everyone will be on the
same page, and operations will run more smoothly.

Staffing is nearly as important as the business itself, as your staff will become the face and
reputation builders for your portable sanitation business. You'll need to consider:
¢ How many drivers to hire
¢ How many service technicians to hire
¢ Positions to fill, including operations manager, delivery and pickup driver, yard
technician, and sales.

Don’t skimp on front-end personnel. Customer service should be a large focus as you build
your team. These are the folks who will keep things running even when you're not there.
Consider utilizing technology to streamline your customer service processes (incoming calls,
appointments, reservations, etc.) It's a great way to streamline workflows without adding to
the overall headcount.

Route management is essential when it comes to portable sanitation. It’s generally better to
structure 10-hour days vs. 7 or 8. Overtime is typical in this industry, so it can be helpful to
have more wiggle room in your daily schedule. It takes time for trucks to be loaded, fuel up,
and get on the road. If your route is not optimized, there is too much leeway for wasted
time or off-the-books coffee breaks from your drivers. This is another area where software
can save you time and money in the long run.
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PARTNERSHIPS

Despite what you may have been taught, it's actually a good thing to build relationships
with your competition. This industry is quite collaborative, so you may find yourself looking
for assistance or providing assistance to someone in your local portable restroom business

circle.

As you're getting started, it's helpful to have shared access to equipment that you can rent
from a partner. Once you're established, you might do the same for another business. We
are believers in the old phrase, “What goes around comes around!”

Becoming friendly with your competitors will also allow you to learn more about the pricing
structure in your area. If you're all pricing services approximately the same, you can rise
together and eliminate lowballers. Everyone benefits and becomes stronger together.
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Business owners often get nervous about the idea of marketing their business, especially if
they’re not experienced in sales. Marketing is just a fancy way of saying, “This is how we
will attract customers.” There are so many different avenues to explore while marketing
your new portable sanitation business. Choose one or a few that complement each other
and work within your marketing budget.

The first step to marketing your business is to brand yourself. Who are you? What do you
stand for? What are your values? Who do you serve? How do you serve? What is your logo,
brand colors, and marketing tone of voice? Once you establish these elements- stick to
them. It will build brand recognition. Identify what makes your business unique or better
than the competition and make it part of your identity.

Whenever possible, get your name out there. This can mean putting flyers in local business
establishments, through the chamber of commerce in your town, rotary club, or by
volunteering for community events. (This is also a nice way to show your values to potential
customers.)

As your brand begins to grow, you can make the most of free marketing tools like social
media and networking. You may be surprised by how effective these tactics can be when
you show up consistently.

Also, consider paid marketing through direct mail, online advertising, print advertising, and
PR via television and radio. Are there industry-appropriate events you can sponsor to get
your name out there? How about participating in a tournament at a fundraiser or brewery?
Anytime you can think outside the box for your marketing, you'll catch the attention of
more potential customers.

ServJceCoRe
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If you are working in a specific sector like construction or special events, make an effort to
build relationships with event venues and government agencies. Many of these
organizations will put out RFPs (requests for proposals) that you can apply to. Check
websites for a published calendar of opportunities.

Treat your new business like a new baby or pet. Growth takes time, effort, and patience but
the payoff is well worth it!
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BEST PRACTICES FOR PORTABLE
SANITATION BUSINESSES

Now that you have a solid strategy for launching your new portable sanitation business,
let’s explore some general best practices tried and true within the industry. Some of these
may seem like common sense, but we know it can be overwhelming, considering everything
you need to know to be successful.

¢ Cleanliness: Here are some rules of thumb for ensuring your service is up to standard.

o Your team should be able to service 5 units per hour.

o |ldentify how you want the toilets cleaned to minimize the number of trips from the
truck back to the unit. This makes it the most efficient process for your service tech.

o Clean units the same way every time with the same thoroughness. Your reputation
is at stake.

o ldentify service frequency. Partner with your customer based on job site traffic
(construction), expected attendees (events), and usage levels to determine service
frequency. Partner with PSAI for guidelines and recommendations.

o

¢ Honesty: Don’t market yourself as having a restroom trailer until you have it. Then and
only then, push into those markets and opportunities when you do.

¢ Don't oversell your inventory: By using an inventory management system, you'll be able
to more accurately forecast what your client needs will be in the months ahead.

¢ Mix up your services: It's okay to specialize in one area but also experiment in various
sectors. It's also smart to diversify your services. What else can compliment your
portable restrooms? Portable fencing is one such idea.
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WHAT’S NEXT?

Once your business is up and running, you'll want to start to think of new and innovative
ways to continuously improve client experience, add value, and increase revenue. Here are
some questions to ask and plan for.

¢ How do you protect your business as it grows? Additional insurance?

¢ |dentify what inventory you need to continue to fund growth

¢ Examine route efficiency

¢ Set a plan for managing difficult customers

¢ Brainstorm the most efficient way to scale- it might include adding additional accounts
to maximize density.

¢ Plan for unexpected challenges like challenging customers, bad terrain, and unsafe
circumstances.

If you've been in the portable sanitation business for some time, what tips and tricks can
you share? Your insights are so valuable and appreciated!

Want help growing your portable restroom business? Consider ServiceCore to help with route optimization,
inventory management, automated billing, customer/job management, and more.
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