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AVOID LOSING BUSINESS TO THE 
CHANGE IN SEASONS

Along with the predictability of winter 
comes the inevitable dip in portable 
toilet rentals. When faced with 
downtime, many portable restroom 
operators tighten their budgets, hunker 
down and prepare for the next busy 
season. However, there are ways to 
avoid losing business when the seasons 
change. PROs who diversify their 
income streams, focus on winter event 
promotion and equip a few rentals for 
cold-weather use buffer their company 
from seasonal revenue declines. 
Ongoing promotion and strategic 
planning prevent a loss during the cold 
months.

Prep Your Portable Restroom 
Units for Cold Weather

This time of year, PROs race to winterize 
their portable toilets for storage and 
stay ahead of inclement weather and 
freezing temperatures. It’s likely that 
most of your units will hibernate for 
the winter. However, experts suggest 
winterizing select units or portable 
restroom trailers for cold-weather use.

New and ongoing construction projects 
and local events provide opportunities 
to rent your portable restroom units 
even in the coldest of months. 
Depending on your weather and type 

of unit, there are a variety of ways to 
protect your rentals from freezing 
weather conditions.

Consult with your portable restroom 
manufacturer for the best winterization 
procedures for your equipment. For 
example, PROs avoid freezing lines 
under their restroom trailers by adding 
skirting for heat retainment, using 
heaters, and insulating lines.

Search for New Local Winter 
Events

Operators with a stock of winterized 
units increase their seasonal income 
by scouring local event listings for 
opportunities. Many communities offer 
town-wide events, like the lighting 
of a central Christmas tree or holiday 
parade. Capture this market by prepping 
your units for cold-weather use and 
promoting your services.

• Search local websites and social 
 media posts for upcoming events.

• Develop a plan of action for 
 contacting each organization.

• Put your best units forward.

By developing relationships within 
your community and promoting your 
business year-round, you’ll avoid 
the income dip due to the change in 
seasons. Step into this market and 
showcase your winter-ready units.
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Your Guide to Starting a  
Portable Restroom Business

Your Guide to Operating a 
Portable Restroom Business

FREE DOWNLOAD: FREE DOWNLOAD: 

Everything you need to 
know for starting a portable 
restroom rental business. 

DOWNLOAD AT 
JTStartupGuide.com

Continued on Next Page

Everything you need to know 
to run a successful portable 
restroom business. 

DOWNLOAD AT 
JTOperationsGuide.com

http://JTStartupGuide.com
http://JTOperationsGuide.com


How you maintain your units and other portable 
sanitation products when you’re not using them is just 
as important as how you care for your units when you’re 
using them.

Consider all the time your units aren’t in use, even 
during your busy season. During the slow season, unit 
downtime increases. They may sit for long periods in all 
sorts of weather, from blazing heat to extreme cold.

There are three times in particular when you should 
take steps to protect your portable toilets when they 
aren’t being used: 1.) When you store your units; 2.) 
When you transport your units; and 3.) When you 
handle units (loading and unloading). Also, an essential 
element in maintaining your inventory during downtime 
is security.

PROs have established basic practices to ensure that 
units have a long and profitable service life. Much of 
what you do during these times is common sense 
and becomes routine with experience. However, it’s 
helpful to occasionally take a step back to review your 
processes and how carefully you and your employees 
follow them.

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

Diversify to Avoid Losing 
Business

Broaden your services, products and 
market to keep a steady flow of winter 
work. When your primary income 
source goes into storage, finding 
alternative revenue streams is crucial. 
PROs offer services that are required 
year-round, like event rentals. Other 
portable restroom operators choose 
winter-specific services, such as using 
their skid steer or truck for plowing.

Regardless if your company rents 
equipment to homeowners for 
DIY work or party rentals for local 
functions, promoting multiple streams 
of income gets you through the lean 
months. Gear up for cold weather by 
focusing on marketing your winter 
services.
Portable restroom operators expect 
a change in demand over the winter 
months. However, there’s no reason 
to focus solely on maintenance 
and inventory upkeep. Instead, use 
this time to build your business 

through diversification into industries 
insulated from the seasons. Target 
local organizations and construction 
companies by highlighting your 
winterized units. With planning, you’ll 
avoid a drop in income due to the 
dropping temperature.

AVOID LOSING BUSINESS TO THE CHANGE 
IN SEASONS (Continued)

PROTECT YOUR INVESTMENT: PROPER STORAGE, 
SECURITY AND HANDLING
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Social media is a game-changer not just for our personal lives, but 
for the business world, too. Those companies who play the game 
successfully are reaping the rewards.

Boosting your social media game shouldn’t be seen as something 
outside of your business model — an extracurricular activity for 
after-work hours. It’s not enough to create a Facebook account and 
post now and then. Instead, social media should be an important 
component of your brand.

If you use it well, social media can attract new clients and keep old 
ones, improve your brand awareness and advertising, and provide a 
communication tool. Here are some tips on how to use it effectively:

Pick the Right Platforms

For PROs, not all social media platforms will be worth using. A big one we recommend is Yelp. It lets people rate and review 
your business, and it’s the most-used website for people searching for local companies and can make or break small 
businesses. Don’t be afraid of it, however. If you’re not on Yelp, people searching online for PROs in your local area may not 
find you. Just make sure your services are up to scratch on the job, and ask clients to leave you a Yelp review. The more 5-star 
reviews you get, the better your chances of earning more business.

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

Anyone who has been in the portable restroom business above North 
America’s frost line has had to find a way to prevent liquid waste from 
freezing in order to do their job. There are several different methods 
available. The method you use may depend on the size of your operation, 
the dumping requirements in your area, the number of units you service in 
the winter, and the average number of below freezing days you must deal 
with each year.

Operators in Alaska, Canada and some of the most northern parts of the US 
must be prepared for up to 8 months of potentially freezing weather with 
temperatures that can drop to -30⁰ F or colder. Down below the Mason-
Dixon Line, operators may face only a few weeks of freezing days per year.

There are two ways to deal with freezing temperatures. You can be 
proactive or reactive. Being proactive means you have prepared long in 
advance of the freezing weather, then throughout the winter you watch the 
Weather Channel and prepare your antifreeze formulations according to 
what temperatures are expected in the week ahead.

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

WINTERIZATION: PREPARING FOR THE BIG CHILL

HOW TO BOOST YOUR SOCIAL MEDIA GAME
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Sell Your Used 
Equipment with 

a FREE Listing on 
JohnTalk Classifieds

Get the All-Access Pass & 
Become a Member 

for FREE!
Visit JohnTalk.com

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.

As a society, discounts are so common that we rarely 
expect to pay full price for anything. From advertisements 
for buy-one-get-one sales to markdowns on products 
across the board, consumers expect and often demand the 
lowest price.

As a portable restroom operator, it’s easy to feel pressured 
into offering discounts. However, your business does 
more than rent out equipment. You provide a service 
that requires human resources. It’s your expertise that 
provides a smooth, hassle-free process whether it’s for a 
family wedding or a corporate event. People want value. 
Demonstrate your portable restroom company’s worth, 
and, in most cases, you won’t need to discount. However, 
don’t completely disregard discounts, as there are certain 
situations where it is beneficial to utilize them.

Know Your Market and Understand Your Customers

A portable restroom operator’s cost of doing business rarely decreases, which is why offering discounts can hurt your bottom 
line. Stay on top of your local market conditions and the pain points of your customers. Doing so allows you to tailor your 
response accordingly. When asked for a price break, word your comeback carefully. Explain value and avoid putting your 
customer on the defensive.

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

DOES IT MAKE SENSE TO OFFER DISCOUNTS?


