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HOW MUCH TO CHARGE AND 
WHY: ADVICE FROM PROS

How much should I charge for my 
services? Pricing is usually the most 
vexing issue that startups face. It can 
be for established businesses as well. 
There are so many factors to consider 
— or disregard — depending on your 
particular circumstances.

Pricing is not an exact science. 
There is no mathematical formula to 
determine prices. This is not surprising 
because every business is a unique 
mix of inventory, budget, customers, 
competition, service area and goals.

It’s also hard to research pricing. 
Information is not easily available. It’s 

extremely rare to find prices listed on 
websites, for example. You have to dig 
deeper to find helpful guidance.

At our request, several PROs have 
stepped forward and volunteered 
to share their prices. They represent 
different geographic areas and 
individual opinions. We hope it’s a 
helpful starting point as you learn more 
about the portable sanitation industry. 
As you gain experience, you will gain 
greater confidence in setting your own 
prices.

Disclaimer: The prices in this article are 
intended solely for general information 

purposes. They may or may not be 
appropriate for your particular business.

Develop a Pricing Strategy

Good pricing is based on good 
information. Take a wide view and 
consider all the major factors that can 
help determine the prices you will 
charge, including:

• Geography: Do you have a lot of miles 
 to cover on your route(s)? What part of 
 the country do you live in?

• Demographics: How closely grouped 
 or far apart are your customers? In big 
 cities or rural areas?

• Cost of inventory, fuel, waste 
 treatment, overhead, utilities, 
 salaries and supplies: What does it 
 cost to run your business?

• Competition’s prices: How much do 
 your competitors charge?

• Business plan: What are your financial 
 goals? How quickly are you projecting 
 to make a profit? How much do you 
 want to expand your business?

The Small Business Association 
(SBA) recommends that you take a 
critical look at your competitors to 
develop your pricing system. It’s a 
common practice in the industry to 
become a “secret shopper,” contacting 
competitors anonymously in order to 
inquire about their rates.
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Your Guide to Starting a  
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Portable Restroom Business
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Everything you need to 
know for starting a portable 
restroom rental business. 

DOWNLOAD AT 
JTStartupGuide.com
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Everything you need to know 
to run a successful portable 
restroom business. 
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Damage to units and equipment is an unfortunate side 
effect of our industry. When a unit has been sitting 
on a construction site over a long period of time or 
withstanding busy festival traffic for a weekend, it’s not 
unusual for something to happen to it. Luckily, there are 
steps you can take to cover yourself and recover any 
costs so you’re not paying out of pocket.

Precautionary Measures

Make sure you’re covered before an event so you have 
no regrets later. Get general liability and auto insurance, 
at least, to cover any damage to your units, equipment, 
and trucks. Check out our tips on how to save money on 
insurance if you’re still not covered.

Offer optional insurance to your customers, too. The 
benefits of this are that, firstly, it acts as a deterrent for 
your customers when renting from you to not damage 
the units. Secondly, it’s a handy revenue stream for your 
company.

To read the full article, visit bit.ly/recovercosts

To also give you a general sense of 
prices in your area, ask your friends 
or business associates if they have 
recently rented a portable toilet or 
filled out a “request for quote” form 
from a local company for an event. 
Ask friends in construction about their 
costs for long-term rental.

Check out the SBA’s “Introduction 
to Pricing” at https://www.sba.gov/
course/introduction-pricing/.

If you are working with a business 
mentor, this is a high-priority topic to 
discuss.

However, it is not advised to simply 
have the lowest prices in the area. 
Longtime PROs will tell you, your 

prices should reflect the quality of 
your service.

Options Help Determine 
Pricing

Consider your customers when pricing. 
Customers like having choices. Give 
them a range of product options and 
prices.

Rentals usually fall into two 
categories:
• Special events (public and private)
• Construction, agricultural and 
 industrial sites

Special event options might include:
• Standard units

• Standard units with sinks
• Deluxe units (sink and recirculating 
 flush toilet)
• Handicap-accessible units
• ADA-compliant units
• Sinks
• Hand sanitizing stands

Construction/monthly rentals 
usually offer fewer options:
• Standard units
• Handicap-accessible units
• Sinks
• Containment trays

To read the full article, visit 
bit.ly/chargeadvice
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The millennial generation is now the largest in the workforce. But 
what is a millennial?

Also labeled Generation Y, a millennial is someone born between 
1980 and 1994, basically anyone who entered adulthood after the 
millennium. As you are probably aware, the term ‘millennial’ has 
taken on some negative connotations, with certain members of 
older generations labeling them as pampered ‘snowflakes’ who 
aren’t as gritty as their predecessors.

Like all stereotypes, these claims are exaggerated. It’s important 
that you don’t try to figure out ‘the millennial’ as if they’re a code 
to be cracked. In reality, it’s all about managing the motivations of 
older and younger generations. Younger generations have always 
had different ideas and motivations than their parents. So, what 
matters to today’s young workers?

To read the full article, visit bit.ly/howtomanagemillennials 

It’s common for customers to say that your prices 
are too high, but they do this simply to get you to 
cut them. Don’t do it. Remember, your rates make 
a statement about your quality. Here are some 
things you can say to emphasize the quality of your 
products and service.

1. “It’s the finest service available.”
2. “Our prices are too high? Compared to what?”
3. “We would rather have to apologize once for our 
 rates than for the quality of our service 
 throughout the course of this contract.”
4. “We believe in excellence.”
5. “I have the best employees in the area, and I 
 have to pay them that way.”

To view the full infographic, visit bit.ly/explainvalue

INFOGRAPHIC: NEVER DEFEND PRICE. ALWAYS 
EXPLAIN VALUE.

HOW TO MANAGE MILLENNIAL EMPLOYEES
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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.

Hand sanitizer is a great add-on to portable toilet 
rentals. People need a way to clean their hands after 
using the toilet, and hand sanitizer is a convenient 
solution. There are two common forms of hand sanitizer 
in the industry: foam and gel. Which should you offer? 
This infographic compares them head-to-head.

Foam Sanitizer

• Up to 99% effective at stopping the spread of germs
• Substantial savings in product usage over 
 traditional gel
• Delivers approximately twice as many dispenses per 
 refill as most gel sanitizers
• Stays on the user’s hands — no mess!
• Winter variety available (alcohol-based and 
 freeze-resistant)

To view the full infographic, visit 
bit.ly/foamvsgel 

INFOGRAPHIC: FOAM VS. GEL SANITIZER 
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