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HOW TO CALCULATE COSTS AND 
PREPARE AN EVENT BID

For PROs, events are both lucrative 
and competitive. However, to win the 
contract and profit from it, it’s crucial 
not to undersell your services or make 
mistakes during the bidding process. 
While some clients may provide an 
Invitation to Bid (ITB), others may offer 
fewer details.

Protect your portable restroom business 

by covering all of your bases, from cost 
variations to markups, before submitting 
your event bid. Plus, enlist help to 
review your document before sending 
it over to avoid any mistakes that may 
void the proposal.

Consider the Needs of the Event

Take a close look at details provided by 

your potential portable restroom client. 
With an ITB, instructions may be explicit, 
down to the color of the portable 
restroom units. Ask additional questions 
as needed to get a clear understanding 
of their needs and expectations. You 
may want clarification as to:

• Estimates on crowd size
• Expected food and beverage   
 consumption among attendees
• Types of units and the number 
 requested
• ADA requirements
• Number of sinks and hand sanitizer   
 units
• Length of use (when the event is in   
 session, days and hours)
• Add-on requirements such as   
 handwashing stations, locking toilet   
 paper rolls, and lighting

Calculate Cost Factors

Once you’ve determined the event 
basics, go through your variable costs. 
Not all events are equal, so it’s essential 
to customize your bid accordingly. 
For example, the size of the activity or 
location may require more staff-hours, 
supplies, or result in higher dump fees 
and fuel costs. Figure out your pricing 
by adding up your direct expenses for 
the event before settling on your final 
numbers.

Add Your Markup

With your direct expenses completed, 
refer to your list of indirect and fixed 
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A common dilemma for portable 
restroom rental companies, especially 
businesses that are in their infancy, is 
determining the equipment needs for 
special events and construction sites. 
Well, worry no more! These charts will 
give you a pretty close estimation of 
how many portable toilets and sinks you 
should provide based on the length of 
the event and the expected number of 
people.

To view the full infographic, visit 
bit.ly/2ncBVLI

expenses. These figures include the 
cost of doing business, from insurance 
to advertising. If it’s been a while since 
you’ve updated these figures, take 
a second look at them now. Factor 
in any changes to ensure that you’re 
providing enough of a markup to cover 
your portable restroom business costs. 
When bidding on a significant event, 
a discrepancy in figures can undercut 
your profit big time.

Lastly, add your profit markup to your 
final calculations. While it’s crucial to 
stay competitive and not price yourself 
out of the running, doing so at the 
cost of profit isn’t wise. A successful 
event bid could result in an ongoing 

contract, so add a markup that reflects 
the value of your services.

Prepare Your Event Bid

Winning an event bid is more than 
numbers. For example, bids that don’t 
meet the precise specifications on the 
ITB may be disqualified. During the 
final stages of writing your proposal, 
PROs benefit from a second pair of 
eyes.

• Double-check that each number 
 is correct and that you’ve outlined all 
 pertinent details.
• Submit your proposal (and all 
 required documentation) by the 

deadline.

Events provide an incredible 
opportunity to showcase your 
portable restroom services and create 
long-lasting relationships. Failure to 
accurately calculate costs and prepare 
an event bid can hurt your reputation 
and result in a loss. By considering 
the unique aspects of each event and 
double-checking your event proposal, 
you’ll guarantee that you’re on the way 
to doing more than breaking even.

To share & read the full article, visit 
bit.ly/2nS3EBJ

HOW TO CALCULATE COSTS AND PREPARE AN EVENT BID   
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Do you have a truck that’s entering its senior years 
or a hose that isn’t what it used to be? Retiring your 
equipment can be a tough decision, both operationally 
and financially, in the portable sanitation industry where 
your inventory is your most important asset.  

This can lead to PROs holding on to what they have. 
Some think of the old adage, “If it ain’t broke, don’t fix 
it.” But that’s not always true for equipment. So, how do 
you know when it’s time to scrap or sell something? Let’s 
investigate.

How Many Times Have You Repaired It?

If you find yourself at the mechanic shop on a regular 
basis, it’s probably time to shop around for a new truck, 
especially if the cost of repairs is creeping closer to the 
cost of a new vehicle.

To read the full article, visit bit.ly/2ncFvWa

Whether it’s a forest fire, hurricane, or tornado, weather 
catastrophes can happen anywhere and anytime. There’s 
no waiting until Monday for disaster assistance. Along with 
considerations about responding and assisting during a 
crisis, it’s also crucial to understand how to best maximize 
your portable restroom company’s opportunities during 
states of emergency.

Emergency Fleet and Supply Preparations

When a problem strikes, the portable sanitation team 
that’s ready will snag the business. By preparing ahead of 
time and staying aware of the ongoing situation, you’ll be 
positioned to answer the call and immediately jump into 
action. Develop an emergency checklist for each section of 
your business so you can easily delegate tasks as needed.

To read the full article, visit bit.ly/2mlVNfk

HOW TO MAXIMIZE YOUR COMPANY’S 
OPPORTUNITIES DURING STATES OF EMERGENCY

HOW TO KNOW WHEN IT’S TIME TO RETIRE YOUR 
EQUIPMENT
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JohnTalk is a website designed to be your go-to resource for all the 
information you need to improve your portable restroom business. No matter 
the format: articles, videos, reports and how-to manuals - if it’s important to 

the portable sanitation industry you’ll find it on JohnTalk.

One of the biggest headaches of owning a business is 
collections. While there is no sure-fire way to guarantee 
you’ll be paid on time, or paid at all, for your services, 
we have some advice on the best practices for 
collecting payments.

Be Prepared

Contracts are key to safeguarding you against future 
payment issues. Enlist the help of an attorney when 
drawing up your customer contract template to ensure 
you’re not missing anything. Written into the contract 
should be the billing terms: how to make payments, 
when they’re due and if there is a late payment fee. 
These protect you down the line.

To read the full article, visit bit.ly/2mkEgEf

WHAT ARE THE MOST EFFECTIVE COLLECTIONS 
ACTIVITIES? 

http://bit.ly/2mkEgEf

