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Miscalculating labor
costs can lead to bad
decisions that kill
efficiency and your
bottom line, says Don
Desrosiers.

20Don’t fool yourself

Buster Bell (left) receives DLI’s top honor,
the Diamond Achievement award, from
DLI president Mike Nesbit.

Milt & Edie’s Drycleaners & Tailoring
Center celebrated three decades of serving
Burbank and Southern California with a
rededication ribbon cutting ceremony this
spring.

Originally named Milt & Michael’s
when it opened in 1988, it was renamed
Milt & Edie’s by owner Milt Chortkoff in
2004 in honor of his wife, Edie. The 30th
anniversary event was attended by mem-
bers of the Burbank Chamber of Com-
merce, government officials and cus-
tomers. 

“This was a milestone occasion offer-
ing us an opportunity to let our customers
and community know we are continuing
our commitment to providing superior
service and quality cleaning and tailor-
ing,” said Beth Shader, who runs the fam-
ily business with her husband, Michael
Shader, and her mother.

Although Milt passed away last De-
cember, Beth said he was very involved
in the early planning stages of the an-
niversary event.

“Dad loved a reason to celebrate and
this was a big deal, especially for a busi-
ness with the motto, ‘All customers leave
happy… always!’” 

Milt & Edie’s enlisted the Burbank
Chamber of Commerce to help coordinate
the “ribbon cutting” portion of the event.

“Chris Hunter at the chamber con-
tacted our state and local government of-
ficials and chamber members and even
managed to find a ribbon that matched

our signature magenta color,” said
Michael Shader.

Citations and proclamations were pre-
sented by representatives of California
Senator Anthony Portantino, Assembly-
member Laura Friedman, Los Angeles
County Supervisor Katherine Barger, and
the City of Burbank. 

Everyone in attendance enjoyed free
refreshments from local restaurant fa-
vorite Porto’s and all were encouraged to
spin the Milt & Edie’s “Wheel of Re-
wards” to win up to $100 in free services.

Michael said the Wheel of Rewards
comes out throughout the year and en-
courages everyone to “join us on Face-

book because that is where we give some
advance notice of when the Wheel will
be spinning.” 

“Thirty years of love and dedication
have made Milt & Edie’s what it is today
and seeing everyone here supporting us
was wonderful,” said Edie. “Milt would
have loved it!” 

Edie Chortkoff and Beth Shader handle the ribbon-cutting scissors while a host of local dignitaries look on at
the rededication of Milt & Edie’s in Burbank, CA. It was the 30th anniversary of the founding of the company by
Milt Chortkoff, who passed away late last year.

SEFA’s show takes time to honor
Buster Bell’s service to the industry

The South Eastern Fabricare Association took its biennial
trade show to Birmingham, AL, last month with positive results.
Fifty-seven companies exhibited their offerings in the Birming-
ham-Jefferson Convention Complex for three days, giving the
approximate 400 registered attendees plenty of options to con-
sider for improving their businesses while a slate of speakers
on topics ranging from social media and customer service to
how to find good employees provided a wealth of ideas to the
same end. Adding to that were several clinics during the after-
noons on the exhibit hall floor with demonstrations and tutorials
on shirt finishing and stain removal.

There was even a tour of the M&B Hangers factory in nearby
Leeds, AL, for a chance to see how the most common product
in the industry is manufactured.

A highlight of the weekend was the presentation to Buster
Bell of the Drycleaning and Laundry Institute’s Diamond
Achievement award, an honor accorded to just six other indi-
viduals.

Bell joined the family business, Bell Laundry and Cleaners
in Spartanburg, SC, in 1954 and has always been inquisitive

about new methods and technologies for garment care. 
In making the presentation, DLI President Mike Nesbit said,

“He knows stuff about what is going on before we do.” 
Beyond that, Bell is always willing to share what he knows

and to try to help other cleaners and the industry as a whole.
“If you called him today and said ‘I’ve got a problem in my

cleaning plant’, he’d be on his way to come help,” Nesbit said.
“Every day you can pick up the phone and learn something
from Buster Bell.”

“He has a passion for this business,” Nesbit added. “He’s
not doing this to make dollars. He’s doing it to make our busi-
ness better because he loves this business.”

The award presentation was one of Nesbit’s last official acts
as DLI president. During the weekend he turned over the gavel
to new president Leland Waite of Waite’s Cleaners in Mobile,
AL. Two new directors also began four-year terms on the board:
Mark Pollock of Signature Cleaners in Doylestown, PA as Dis-
trict 2 director and James Shepherd of the Cleaners of Ruston
in Ruston, LA as District 6 director. (See the full board line-up
on page 14.)

Deborah Rechnitz
warns that tried and
true industry
benchmarks may no
longer apply to a
changing industry.
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Minimizing customer service problems
One of the biggest problems of being a part of a customer service industry is that one bad transaction can instantly offset

the previous seamless thousand ones. Think about the recent Starbucks’ debacle. The Seattle-based coffee chain has well over
27,000 locations around the world and the company has become synonymous with excellent customer service for many years,
but when two black men were arrested at a Philadelphia location following the call of an employee, it eventually created a
backlash heard around the world in the form of social media boycotts and in-store protests.

The actions of one employee lead to a PR disaster of the highest order. Whether you love Starbucks or hate them, it’s hard
to deny that the company didn’t try to do whatever it could to rectify the situation. They closed more than 8,000 U.S. stores on
the same day to conduct racial-bias training for over 175,000 employees, estimated to cost the chain about $12 million in
profits. You can bet they will rethink employee training in the future to make sure such a costly incident never happens again.

The lesson from all of this is that time is of the essence when dealing with customer service issues. The longer it takes to
resolve a problem, the angrier the customer becomes and the louder they yell. Don’t give a tiny spark time to grow into a huge
conflagration. True, some customers are always crazy and almost impossible to deal with, but some are quite rational for a time
until they reach a breaking point where the only way they can vent their frustration is to tell everybody they know (and even
complete strangers) how the company that wronged them is the worst ever.

Hopefully you can avoid that scenario. The trick is to remember you are dealing with a less-than-rational version of the
customer whenever a problem arises. Train your CSRs to remain calm, listen attentively (without interruption), apologize
gracefully and respond sympathetically. It’s the part of the job that your staff cannot afford to take personally. It is highly
stressful and difficult and the best thing they can to is to respond quickly with a possible solution.

Again, that’s where the training comes in. The worst thing a customer can hear is that the CSR is unauthorized to take any
action. Empowering a counter person with the ability to use their discretion for refunds or other creative solutions goes a long,
long way in minimizing the damage to the customer’s trust. At the very least, make sure you or a manager is accessible so they
can contact a person who can rectify the situation as soon as possible. Every interaction counts. The more people they have to
talk to about their problem, the longer they have to wait, the bigger the problem becomes. Now, they aren’t just mad about a
damaged garment, but about losing more precious time and feeling betrayed by a company they once loved.

Surviving the summer heat
Nobody should be so foolish as to ask someone working in a drycleaning plant on a hot summer day, “Is it hot enough for

you?” When it’s hot and humid outside, you can be sure it is even hotter and more humid in the plant. Stepping outside into the
90° air can seem like relief. 

Drycleaning plants are notoriously hot and steamy and every drycleaner has some strategies to cope with the heat. Some
have gone so far as to aircondition the entire plant. It’s a big expense, to be sure, but those who have taken that step say that it’s
worth it in the payoff of comfort and better productivity. 

But there are other approaches. Area fans won’t cool the air but at least keep it moving. Exhaust fans can be placed to
draw hot air out and away from the work area. When combined with area fans or spot cooling equipment, the plant can at least
be made bearable.

Whatever strategy you use, it’s still important to be aware of and monitor the problems that face overheated workers in the
plant. The signs of “heat illness” can take several forms — from heat cramps to heat exhaustion and life-threatening heat stroke.

Heat cramps are muscle pains caused by the loss of body salts and fluid during sweating and can be abated by drinking
water and/or carbohydrate-electrolyte replacement liquids (e.g., sports drinks) every 15 to 20 minutes. 

A worker suffering heat exhaustion — headache, nausea, dizziness, weakness, irritability, confusion, thirst, heavy sweating
and a high body temperature — should be removed from the hot area and given liquids to drink and cold compresses to the
head, neck, and face.

Heat stroke, the most serious heat-related problem, occurs when the body’s temperature regulating system fails and body
temperature rises to critical levels. Signs of heat stroke are confusion, loss of consciousness and seizures. Workers experiencing
heat stroke have a very high body temperature and may stop sweating. This requires immediate medical attention!

We can’t avoid the heat, but we know how to deal with it.
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The last frontier
A

s J.T. and Katie Hampton can at-
test as third generation owners
of Fireweed Cleaners in Anchor-

age, being a drycleaner in the last fron-
tier is a little bit different than in the
contiguous United States.
For starters, residential pickup and

delivery routes can be darn near im-
possible in the winter, which is a big
reason why the company doesn’t offer
the service right now.
“I have been super gung-ho about

starting routes,” J.T. explained, “but af-
ter careful consideration and strategic
planning, I’m not sure residential
routes are very realistic. They are a lo-
gistical nightmare.”
During the winter months, the aver-

age temperature is frequently below
freezing and the total snowfall for the
year can exceed 100 inches.
The city shuts down so much during

December, January and February that
for the past two years the Hamptons
have actually built their own skating
rink in their yard.
“We froze our backyard so we could

skate on it because Katie and I both
play hockey,” J.T. laughed. “It’s a lot of
work especially when it snows 12 to 18
inches and you have to go clean it off
after a long day of work.”
It isn’t just the weather that can com-

plicate life for a plant owner; having
key equipment parts delivered can take
longer and cost much more.
“We have to evaluate the cost of it

and how we’re going to get it up here…
what’s the most cost-effective,” J.T.
noted. “I really needed a part a couple
of weeks ago and I think the part was
$100 and shipping was $148. It was just
ridiculous.”
“You kind of have to plan and keep

certain parts in stock and keep your
machines running right,” he added.
Shipping new parts in might not

even be the hardest thing; even a sol-
vent as common as perc can be hard to
obtain.
“It’s becoming more and more tax-

ing and difficult to get it,” J.T. ex-
plained. “Distributors kept dropping
off the map which pushed them further
and further away from our distribution
hub, which is in Washington.”
Then, there’s proper disposal. The

Hamptons estimate that the cost to
meet regulations to ship used perc for
both locations out of the state cost them
thousands a year, which is a large rea-
son why they made the switch to K4 in
2016. So far they have replaced two Vic
perc machines for new K4 ones and
plan to do the same with the third
when it is no longer viable.
“K4 is really easy to get here. It’s re-

ally easy to dispose of. The local landfill
hazardous waste will take it,” J.T. said. 
It also doesn’t hurt that the Hamp-

tons only live about two miles away
from Chris White, the technical sales
director for Kreussler for the western
United States and Canada.
“He’s been a great resource and su-

per helpful with questions and getting
to know the solvent and how it’s used,
interacting with the machine, etc.” J.T.
added. “It worked out well. It was re-
ally surprising that he was based out
of Anchorage.”
Long ago — over 50 years, in fact —

Katie’s grandparents were more inter-

ested in the advantages Anchorage had
to offer when contemplating opening a
store there. Gerald and Helen Earp
liked that there was little competition
at the time, so the couple moved from
Monmouth, IL, and soon started Fire-
weed.
Just in case you are a history fan and

wondering about their last name… yes,
there is a connection to the famous old
west lawman with the same surname
who was born in Monmouth.

“Wyatt Earp’s father and my dad’s
great-great grandfather were brothers,”
Katie indicated.

W
hile Gerald found sales work
for Alaska Oil, Helen did any-
thing that was needed —

counter work, pressing, cleaning — to
help make Fireweed a success.
“My grandmother was just a very

smart lady, and driven and very kind,”
Katie recalled. “She pretty much
manned the whole thing. I remember
my dad telling me stories of how she
would go and work Sundays and
maybe vacuum up the lobby to make it
look nice. She would catch him sleep-
ing under the counter because he was
not doing his work.”
Randy Earp may have slept at the

shop from time to time, but he never
intended to take over the family busi-
ness someday. However, after working
for a plumbing company he realized he
wanted to be his own boss.
“He had worked there enough to

know what he needed to do and what
changes needed to be made to make it
more for the times,” Katie noted.
So, in the early to mid-1990s, Helen

was ready to retire and Randy began
the process of updating and moderniz-
ing the business.
As a result, young Katie spent

enough time at the shop to know that
she also didn’t want to pursue a career
there one day.
“I remember if we had to stay home

sick from school, we had a TV in the
office upstairs at work and we would
bring blankets and push chairs together
and make a nest and that’s where we
stayed while mom worked. I remember
waiting on customers before I could
even see over the counter,” she
laughed. “Growing up, I always said,
‘I am NEVER going to work here’ be-
cause I was here so often.”
After high school, Katie left home to

attend Colorado State University where

she met J.T. who had known he wanted
to be an entrepreneur for a long time.
“Ever since I was about ten, I always

had my own business, starting with
mowing lawns. I had that until I was
16, I think,” he recalled. “I got a job at a
golf course. That was pretty cool. When
I was in college, I started another lawn
mowing company.”
At CSU, J.T. studied Business Ad-

ministration and took part in the early
days of a new program at the college

that emphasized entrepreneurship. The
couple never really talked about their
plans for after graduation.
“It was like an unspoken conversa-

tion that we had that after we gradu-
ated we were moving to Alaska and
taking over the cleaners,” Katie said.
The plan was to slowly learn the

business from Randy and ease into suc-
cession. Then, something horrible hap-
pened that changed everything.
“We got married in August of 2010

and we had just really started to work
at the cleaners,” J.T. noted. “A month
later to the day, Randy was in Arizona
and had purchased a new motorcycle
and was driving it home and got into a
really bad accident that put him in the
hospital for a month. For the first week,
I don’t think we could even talk to
him.”

T
here was no time for training
wheels. With nobody else to run
or oversee the business, the only

other option was to step up.
“From September 4th until right be-

fore Thanksgiving, we had to learn
how to run the show very quickly,” J.T.
said. “We were up here trying to figure
it out and keep things running. We
were really very green. We did not
know very much about the operational
back side at all, but we figured it out.”
It hasn’t been an ideal training situ-

ation, but J.T. enjoys that the dryclean-
ing industry is anything but boring.
“I come home and complain, I’ll be

honest, but I couldn’t see myself doing
anything else right now knowing this
opportunity is available to me because
every day is different and that really
fits my personality well,” he said. “I go
to work and I could be doing produc-
tion. I could be helping with customers.
I could do drycleaning or spotting or
working on a piece of equipment or
brainstorming a new idea.”
Though Anchorage has a population

close to 300,000, the Hamptons see it

more as a small town, especially when
it comes to word-of-mouth.
“Word gets around pretty quickly

about what’s going on and who’s good
at this or that, etc.” J.T. explained. “So,
one thing we’ve always done is take
care of people.”

T
he 50-year-old family business
has earned a few honors over the
years for such efforts, including a

Gold Pan Award in 2008 for entrepre-

neurial excellence and a strong commit-
ment to community service, and more
recently they won the 2018 Family
Business of the Year by the Small Busi-
ness Administration’s Alaska Division.

A
large reason for their recognition
is the company’s Coats for Kids
program, which is over 15 years

old. It collects a thousand warm gar-
ments a year for those who really need
them.
In some aspects, they face the same

problems and issues as any cleaners in
the lower 48 states. In fact, a vast ma-
jority of Fireweed’s work is for profes-
sional attire from the city’s many oil
executives. Like many other cleaners
though, they have had to tighten belts
of late.
“Things have gotten a little tighter

because a lot of our state relies on the
oil industry,” J.T. noted. “There have
been changes in the oil industry lately
such as companies exiting exploration
or development, etc. For instance, one
of BP’s main offices is right down the
road from us, so if those executives
aren’t there, they’re not going to get
their clothes cleaned.”
Still, the Hamptons feel confident

about Fireweed’s future and hope to
keep finding new ways to be more con-
venient to customers. In the meantime,
they’ll just keep dealing with some of
the crazier quirks that comes with be-
ing a cleaners in Anchorage, like
bizarre crimes that defy explanation:
this winter, J.T. got a call at 2 a.m. that
Fireweed’s alarm went off. Somebody
tried to break in through a laminate
window. They failed, but he had to
board up the hole to avoid everything
freezing inside. Then, a month later,
they tried again.
“This time they got all the way in,”

he said. “They didn’t steal anything but
a handful of candy that we had on our
counter. They left a trail of candy and
broken glass out the window.”

J.T. and
Katie
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The new solvent based on
modified alcohols

“I’ve been in the drycleaning
business for 28 years, always using
perc. I have been searching for an
alternative solvent for the past two
years.  After researching Sensene,
visiting plants running with
Sensene for the past few months, it
has been beyond my wildest
expectations. It’s better than perc!
As the owner of Ruthie’s Cleaners,
Owasso, MI, I am a hands-on
operator and the one that has
always done the cleaning. 4is
solvent is just phenomenal. 4is is my second Columbia machine. In
23 years Columbia has always been the leading company in
technology and my new Columbia is a testament to that fact.”

~Robert Marks, Ruthy’s Cleaners

“Having 5nally bought my
Columbia I can honestly
say I’ve entered the 21st
Century. 4is machine
produces exceptional
cleaning and is e6cient,
whites are white and I
don’t have to worry about
anything after I hit Start.
My only regret is having
waited so long!”

~Mike Ingalls, Iron Mike’s Cleaners

The Evolution of Clean

(800)446-5634 • In NY (631)293-7571 • www.columbiailsa.com     

Join these satisfied customers...
Hear what they have to say...

“4is is my third Columbia, they never cease to amaze me.
Each generation
gets better and
better with their
engineering design
and maintenance. It
puts this end of my
business on cruise
control!”

~Kurt and Drew Skasik, Skasik’s Quality Dry Cleaners

“Ten days ago we made the transition from a Columbia perc
machine to a Columbia
SENSENE  machine.
Having been a perc
operator for so long, I
was very nervous about
making the move. 

Fast forward 10 days,
I can honestly say I am
very happy with the
purchase! 4e learning
curve is minimal, the
solvent does the job as
advertised, we are down
to 4 spotting chemicals, the running cycle is just a little bit longer
than perc, the clothes come out soft and the colors are vibrant. And
when you open the door at the end of the cycle, instead of getting
a blast of perc, you get a pleasant and refreshing smell.”

~Craig Ford, Owner/Operator, SeaBreeze Cleaners



STRATEGIC
MANAGEMENT

PAGE 8 / NATIONAL CLOTHESLINE / JULY, 2018

S
everal of my recent arti-
cles have discussed the
industry disrupters along

with those pioneers who con-
tinue to test new business
models for this industry.
Why is it useful to focus on

these unproven and some-
times even untried scenarios?
This is an industry in a state

of transition. No denying it.
Drycleaning pieces are falling.
Competition in areas of grow-
ing population is still increas-
ing. Marketing is in a whole
new world. Recent headlines
have even claimed that the in-
dustry is “dying!”
With this state of affairs,

change is inevitable. It also
means that with new, out-of-
industry competitors, new pri-
orities from our youngest cus-
tomers, and even new and
growing product lines, the his-
torical standard operating
methods and procedures may
no longer be valid or may, at
the very least, lose their degree
of importance that we have re-
lied upon for so long. 

Historical best practices
There are some well estab-

lished and very successful
“best practices” used in this in-
dustry. They are tried and true.
Managing to these best prac-
tices has allowed us to meet fi-
nancial and operational bench-
marks which ultimately
translate to strong profit per-
formance.
There are established best

practices for building route
sales, managing daily produc-

tive labor, scheduling counter
staff, direct mail promotions,
and even paying claims. These
best practices are based on es-
tablished and proven systems

and procedures, but what was
once true has evolved and
moved on. Relying solely on
old benchmarks is dangerous
to profits and is proving to be
non-competitive. 
One current example is

drycleaning productivity. Gen-
erally, it is measured by pieces
per operator hour, with hours,
in this example including the
cleaner, spotter, presser, in-
spector and assembly.
The benchmark, in the not

so recent past, used to be ten
to 12 pieces per operator hour
(total drycleaning pieces
processed divided by total
hours worked). It leapt to 16
and then it moved to 18. Now
it exceeds 22 pieces per opera-
tor hour.
For those operators still re-

lying on an old industry stan-
dard of 16 pieces per hour,
they are found to be less prof-
itable than their competitors
and feeling price pressures in
the marketplace to maintain
historical profitability.
The installation of new tech-

nology along with changes in

the garment mix has raised the
achievable standard without
compromising quality. Opera-
tors who have recognized the
opportunities and reinvested

in their business have also
reaped the rewards in lower la-
bor costs, which becomes even
more critical today where good
employees are hard to find and
more expensive than ever. 
As the industry continues to

move in new directions, addi-
tional benchmarks may be los-
ing their validity. Historically,
piece count increases, on same
store sales, were expected to be
a minimum of three percent
with annual price increases of
three percent providing a min-
imum revenue growth of six
percent.
Wow! Where did that go?
Now we see achievable

goals very differently. One
wedding dress at $600 is the
equivalent to 100 pairs of pants
at $6 per piece. So, on a very
simple level, piece count may
have fallen by 100 times, but
revenue remains the same. Not
all bad, and it displays the dan-
ger of being overly concerned
with piece count growth. To-
day, it is much more about rev-
enue than piece count.
What happens when I add

wash-and-fold as a significant
product line? I may have a lot
of socks and no drycleaning.
Tracking total pieces looks
very impressive, but my rev-

enue per piece has been cut in
half. Is that bad? Not necessar-
ily if I have doubled my pro-
ductivity and lowered my op-
erating costs compared to the
drycleaning process.
At the end of the day, prof-

itability may be very similar. 

New benchmarks
Today, the expanding closet

approach is fast becoming a
new standard. Everything can
come out of the home includ-
ing the household, the bed
linens, the washing and the
drycleaning. The new bench-
mark to track, focus on and
manage to is now about rev-
enue per person or per house-
hold, not revenue per piece.
Our point of sale systems will
have to expand their features
to accommodate our growing
diversity. 
Productivity was always

measured with two separate
product lines — drycleaning
and shirts. Laundry was con-
sidered “miscellaneous” and
labor was often borrowed from
other departments.

As this product line grows,
it deserves it’s own manage-
ment, tracking, recording and
ultimately the establishment of
standards based on the types
of equipment available along
with the packaging and move-
ment methodology being uti-
lized. With this approach its
profitability will continue to
improve. 
Managing to best practices

has been very good for this in-
dustry. Understanding estab-
lished approaches that consis-
tently deliver results is, in
many ways, what has enabled
the best in the industry to grow
and flourish during the past 30
years.
When an effective ap-

proach, based on an estab-
lished set of best practices, is
introduced it enables scale,
predictability, and consistency.
If we figure out the right way
to do something in a particular
situation, it should work again
in a similar store, route or
plant.
However, retaining histori-

cal best practices while the in-
dustry is reinvesting and re-
defining itself is a recipe for
failure. Being so worried about
a loss in piece count that forces
discounting rather than
growth in new areas may fore-
tell future failure. 
There are new and evolving

standards, nearly by the day.
There are the beginning of
benchmarks for social media
marketing results, for wash-
dry-fold production standards,
and for customer service
staffing.
Those operators who have

constantly moved their bench-
marks to higher levels as op-
portunities arise are well
equipped to build new ones,
modify the old ones and con-
tinue to prosper. 
Be alert, be aware, continue

to question everything today
about your business. Assume
nothing is stagnant. See the
evolution and embrace it. Plan
to move forward without fail-
ing.

Industry best practices must change
BY DEBORAH RECHNITZ

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads

Retaining historical best practices 
while the industry is reinvesting and
redefining itself is a recipe for failure.

Deborah Rechnitz has been an
independent management con-
sultant in the drycleaning indus-
try since 1980. She also was
chief operating officer of one of
the largest USA drycleaning op-
erations in 2008. She holds a
Bachelor of Science degree in Fi-
nance and Personnel Administra-
tion; a Bachelor of Arts degree in
Interpersonal Com munications;
and an MBA in Operations Man-
agement from Case Western Re-
serve University. She can be
reached by e-mail at drech-
nitz@gmail.com or phone at
(253) 405-7043.
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DF-740UV3 Pants Topper
• Easy garment setting for greater productivity

• Automatic pants cuff clamp unit to insure proper finish
quality

•  Manual pre-steam feature to minimize wrinkles

SDP-880U Double Legger Press
• Quality creases for both legs of pants

• Can also be used for touch up work and skirt finishing

•  Easy to Set Pants

•  Has a true middle press with vacuum

All Equipment Tested Prior to Shipping
Your Satisfaction Assured

UUSSEEDD** DDRRYYCCLLEEAANNIINNGG EEQQUUIIPPMMEENNTT PPRRIICCEE
√ Hoyt 100 lb. Petroleum Reclaimer $11,000

Marvel 30 lb. Transfer Washer/Extractor $3,995
Marvel 100 lb. Transfer Washer/Extractor $12,995

DDRRYYCCLLEEAANNIINNGG PPRREESSSSEESS
Forenta Triple Puff Iron $1,100
Forenta Utility Press $2,950
Hoffman Mushroom Topper $3,600

√ Ajax Legger $3,200

LLAAUUNNDDRRYY WWAASSHHEERRSS && DDRRYYEERRSS
Unimac 75 lb. Reversing Gas Dryer $2,200
Speed Queen 30 lb. Stacked Gas Dryer $2,500
Dexter 55 lb. Washer $3,800

LLAAUUNNDDRRYY PPRREESSSSEESS
Forenta 32VB Body Press $3,200
Unipress 3TZ Collar and Cuff $3,800
Fujistar Double Buck w/unloader $14,000
Forenta 54” Apparel Press $3,300
Unipress ABS Sleever $5,995
Unipress TD2 Double Buck $12,995

√ Unipress NT2 Double Buck $18,000

OOTTHHEERR
Fimas Finishing Board $1,695
Superstarch Starch Cooker $2,995
Ingersoll Rand 5 HP 120 Gal. Compressor $995

DDRRYY CCLLEEAANNIINNGG PRICE
Easysec 50 lb. Hydrocarbon Dry to Dry $30,900
Forenta Triple Puff Iron $1,849
Hoffman Dry Cleaning Mushroom Topper $5,795
Lattner 20 H.P. Boiler $13,995

LLAAUUNNDDRRYY
Forenta Single Topper $5,999
Forenta 19VS Topper $4,450
Ipso 50 lb. Gas Dryer $3,195
Bantam Body Press $3,995
Forenta 51” Single Legger $6,300
Wascomat 83 lb. Gas Dryer $3,525
LG 35 lb. Soft Mount Washer $2,395
Ipso 55 lb. Soft Mount Washer $9,995
Electrolux 62 lb. Washer $7,995
Forenta 53” Laundry Legger $6,695
Fagor               60 lb. Washer $7,295  

NEW**
EQUIPMENT

√ New Listing •  * Used equipment subject to prior sale FOB San Antonio •  ** New Equipment FOB Factory

866-734-3644 • www.MustangEnterprises.com
info@mustangenterprises.com • San Antonio, TX

√

√
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NORTHEAST
NEFA plans return to Plymouth for Fall Fest ’18

The North East Fabricare As-
sociation will be making a return
trip to Hotel 1620 in Plymouth,
MA, for its annual Fall Fest event.

It is scheduled to take from
Oct. 26 to 28.

The Fall Fest Management
Conference and Tabletop Conven-
tion will follow in the footsteps

of past offerings by tapping expert
speakers from all over to cover
topics that are relevant for today’s
drycleaners who wish to find new
ways to grow their businesses.

Look for announcements in the
near future on who will be speak-
ing and what specific topics will
be covered; however there will be

an interactive luncheon with in-
dustry experts and a “Spotlight on
the Industry” session featuring an
innovative drycleaning company
sharing their experiences.

“This is an exciting program,”
said NEFA President Larry Fish.
“We have really brought in very
talented, knowledgeable speakers
— and couple that with some ter-
rific opportunities to learn from
our vendors and peers — to make
this an incredible opportunity for
everyone. I get excited every year
about the program, and I think this
may be our strongest program yet.
I am looking forward to attending
and bringing my key staff.”

Other highlights of the event
will include all the latest dryclean-
ing offerings and services at the
Allied Trades tabletop exhibits,
giving attendees a chance to speak
one-on-one with vendors, as well
as network with their peers.

Social events such as NEFA’s
Silent Auction and Cocktail Re-
ception will also be a great place
to connect with other cleaners
while having a good time.

As for the site of the event, the
1620 Plymouth Harbor Hotel is
located across the street from the

bay.
“We are excited about return-

ing to this venue,” noted Fish. “It
is a great hotel — and a fun town
to spend a weekend in. Plymouth
is a gorgeous place to be in Octo-
ber, and the town does a really
good job of highlighting the
Thanksgiving season.”

NEFA has arranged for a spe-

cial rate during the proceedings of
its Fall Fest. Attendees pay only
$159 per night. Registration de-
tails will be made available by the
association soon.

For more information on
NEFA’s Fall Fest, contact the as-
sociation directly by calling (603)
635-0322 or visit them at
www.nefabricare.com.

serving PA, NJ, DE and MD

Complete drycleaning plant and coin laundry installations
Locations and stores for sale

Authorized
Distributor

For more information, contact Jack  267-549-8264  or  Brian  267-784-3686

Model 604AF 
Form Finisher

Convert your drop store to a plant using Columbia’s Ipura 
dry cleaning machine and Forenta’s Self Contained Finishing System

Model 461SURMC 
Press

$59,995*
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ECO-COMMUNITY CLEANERS in New York, NY, installed a
Hi-Steam SAM 451 multi-garment finisher and a PAM-510P
pants topper. Pictured from left are Eric Seo of Hi-Steam and
Martin, the store manager.

PRESTIGE CLEANERS in Suffern, NY, installed an Innoclean
drycleaning machine. Pictured from left Peter Kim and Kim
Chul, both from Innoclean, with Choi Seok-yoon and his wife,
owners of Prestige Cleaners.
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PM-470U
Semi-Automatic

PS-290U
Automatic

PS-290HU
Industrial Automatic

~ Jan Caon Barlow, CED, CPD, CPW
Jan’s Professional Dry Cleaners

What a blessing! ,e PS290U auto bagger from Sankosha
is a dream come true! We started barcoding shirt laundry

and dry cleaning with auto assembly before all the best places for
barcodes were discovered.

As the economy changed, the labor savings from barcoding
was wonderful. We didn’t realize the additional labor savings we
would immediately realize with the PS290U.

Adding the PS290U has made IAB Inspection - Assembly
Bagging, a ONE person job! �is addition has saved my company
time, money and labor.”

“

          
          

       
      

       
          

             
      

        
          

      

     
     

 
 

 
  

     
    

  
 

         

• Increases Your Profits & Efficiency
• Easy to Add to Your Production Line
• Loads from Either Side

Screw Conveyor Parts

... ALL IN PERFECT BALANCE

http://www.sankosha-inc.com
1901 Landmeier Rd., Elk Grove Village, IL 60007
TOLL FREE: (888) 427-9120 • TEL: (847) 427-9120 ���� ����

�
�

SA
NKOSHA U.S.A.

�
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YEAR ANNIVERSARY

�
�����



PAGE 12 / NATIONAL CLOTHESLINE / JULY, 2018

THE ROUTE PRO
Cautions on paperless manifests

BY JAMES PEUSTER

S
everal years ago, I was
chirping about how the
POS systems really

needed to step into the 21st
century with a paperless man-
ifest that drivers could use to
eliminate the antiquated paper
form.
The benefits of using your

phone or device to run the
route would make you believe
that it exceeds the old paper,
pen and clipboard.
Once I saw SMRT, Starchup

and Spot’s versions in place, I
performed numerous cart-
wheels as I saw an improve-
ment in customer service, ac-
curacy and driver con-
venience.
Also, anyone can run the

route now with the GPS, drive-
by-drive versions that make
back-up driver solutions so
much easier.
While I still get excited

about a paperless manifest,
there are many things you
need to be aware of.
One report came out that

pedestrian fatalities are up
nearly 50 percent in the last
five years, mainly do to the
driver texting or looking at a

phone.
While a driver may look at

a manifest while driving, using
a device can be a distraction
while performing route opera-
tions. We know of drivers hit-
ting a few more cars and other

objects due to performing the
steps necessary to go from stop
to stop.
This is why it is so impor-

tant to have the phone
mounted on the dash or by the
upper section of the wind-
shield so that it is more hands-
free for the driver. 
I recently rode with two dif-

ferent drivers who were ultra
cautious using the phone
while doing the route. I could
tell they were disciplined to
not hold the phone while driv-
ing.
One of them even admitted

to being distracted by the GPS

as he often compared the
phones choices of turning ver-
sus his own. He tended to miss
more turns and admitted to
running a stop light.
Another driver I rode with

admitted to swerving more to

catch up with his paperless
manifest.
As we have discussed be-

fore, the extra steps some pro-
grams require takes the driver
longer to perform the route
than the old paper manifest.
It’s a trade off when it comes
to an experienced driver ver-
sus a newbie.
My point of view is simply

this: While technology is de-
signed to make our lives easier,
the human element is always
there. The quicker the driver
learns the route and territory,
the more efficient route opera-
tions are.

If drivers solely rely on
turn-by-turn instructions, they
will have a tough time learning
the route and keeping the
route optimized. 
I always challenge route

drivers to remove the GPS

from the equation and run the
route on their own. Oftentimes
they get it done quicker by
route memorization and the
multi-stops at one location log
jam.
So what should you do? I

have these suggestions moving
forward with the paperless
manifest.

1. Challenge drivers to not
use the paperless turn-by-turn
directions on every stop.
This way they can skip the

extra steps going to each cus-
tomer.

2. Purchase the magnets
that clip the phone/device to
the dashboard.
This allows for easy re-

moval when needed, but keeps
the device in front of the
driver.

3. Do a ride-along to see
how often the driver is mov-
ing and looking at the device.
The habit created will be

tough to overcome and may
provide you with the opportu-
nity to coach them on how to
go hands-free.

4. Purchase Bluetooth
headsets for drivers.
It’s better to be listening

with eyes forward than to be
having the phone in your
hand.

5. Monitor complaints.
It’s better to be safe than

sorry if people are calling
about erratic driving.

6. Be careful.
Some states give tickets for

having the device in your hand
while driving. Know the laws.

7. Determine if the extra
customer service steps are
necessary.
This may save time and ac-

cidents.
The bottom line is to listen

to drivers and their concerns,
complaints and feedback.
Some drivers love the manifest
while others love the paperless
version.
See for yourself as an owner

or manager in the field. While
I love the paperless manifest
functions, I am also concerned
about accidents. Again, edu-
cate and monitor the driver’s
habits.

James Peuster is a consultant
who specializes in route devel-
opment, management and main-
tenance. He offers onsite
consulting as well as ongoing
coaching across the country. He
also has cost groups to monitor
route efficiency. For more infor-
mation, call him at (816) 739-
2066 or visit his website at
www.theroutepro.com.

We accept Visa, MasterCard
& American Express

Replace your bearings at half the cost! 
���
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we back our bearings with a 30-day money-back guarantee. 

������	 ��
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Keep Business on Track

Orders of 200 units or more will be discounted an additional 20%. 

SARATOGA / WHITE / RAILEX 
“Trolley” Bearing

Manufacturer’s Price $2.72
Our price $2.15

SPEEDCHECK
“Trolley” Bearing

Manufacturer’s Price $7.00
Our price $5.50

WHITE / OLD STYLE
“Trolley” Bearing

Manufacturer’s Price $4.60
our price $2.50

In Stock – Immediate Delivery! 
Call Today! 
1-800-392-1769

www.trolleybearingcompany.com
STENA CLEANERS in Loudenville, NY, had a Unipress Hur-
ricane HS-2 double buck shirt unit installed by Bob Aldrich
of Aldrich Clean-Tech in Worcester, MA. Bill Kahan (left) of
Unipress is pictured with Erica and Rizzo Haxhillari.

While a driver may look at a manifest while driving, 
using a device can be a distraction while 

performing route operations. 

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads
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The Sonesta Ocean Point Re-
sort in St. Maarten will be the site
of the next Brainstorming/Five
Stars conference sponsored by the
National Cleaners Association and
the Drycleaning and Laundry In-
stitute.

Planned for Jan. 17-20, the
conference gives cleaners a mid-
winter break and time to gather
and network while hearing from
top speakers.

Speakers lined up include
keynoter John DiJulius, who will

tell how to attract and retain mil-
lennial employees and clients, and
Arthur Greeno, who will explain
the secret to Chick Fil-A’s suc-
cess.

DiJulius, who spoke at the con-
ference in 2015, is the author of
Secret Service, Hidden Systems
that Deliver Unforgettable Cus-
tomer Service, and What's the Se-
cret? At this conference, he will
share insights and answers to the
key questions about attracting and
retaining millennial employees
and clients, a challenge he has
been studying for some time.

Greeno is a long-time Chick
Fil-A employee turned owner and
is the author of two best-selling
books, Dysfunctional Inspiration
and Breaking Conformity. He will
discuss the fast food brand’s suc-
cess during his Sunday morning
program. He will give his best tips
for attracting media exposure and
connecting with clients and em-
ployees in creative ways.

The venue is a boutique, all-
inclusive resort that lends itself to
connecting everyone. All rooms
have an ocean view.

Room rates for  two people
double occupancy range from
$500 to $760 per night.

There are only 129 rooms on
the property so early sign-ups are
encouraged.

For more information, call Ann
Hargrove at NCA, (800) 888-1622
or (708) 205-7611 or email
annhargrove252@gamil.com.

The new Drycleaning and Laundry Institute board of direc-
tors was installed at DLI‘s annual meeting during SEFA’s
Southern Drycleaners and Launderers Show in June. The ex-
ecutive committee in the front row consists of (from left) Jess
Culpepper, treasurer. Mike Nesbit, chairman, Leland Waite,
president, and Dennis Schmitt, president-elect. In the second
row are John Jordan, allied trades director, Hilary Taylor,
District 7 DCM, Kathy Benzinger, District 1 DCM, Jeff
Schwegmann District 4 director, and Ray Kroner, District 4
DCM. In the third row are Mark Watkins, District 3 DCM,
Perry Bullard, District 3 director, Mark Pollock, District 2 di-
rector, James Shepherd, District 6 director, Bill Odorizzi, al-
lied trades DCM and Ed Longanecker, District 5 DCM. In
back are Joe Blaha, allied trades director, Bobby Patel, Dis-
trict 8 director, and Richard Thum, District 6 DCM.

Obituary
Al Lage

Columbia Drycleaning Machines
Alphonse “Al” G. Lage, former owner of Columbia Drycleaning

Inc. in West Babylon, NY, died May 24. He was 87.
A U.S. Air Force veteran of the Korean

War, he founded Columbia in the 1980s.
Under his leadership, the company intro-
duced the roto disc spin filter, the auto-
matic still clean-out “bipot,” the “ground
guard” spillage pan, the fifth-generation
Turbo Dri machine and the first closed-
loop hydrocarbon machine.

He was also active in his community
and in 2012 was presented the Man of the
Year award by the Merrick, NY, Chamber
of Commerce.

Carmela, his wife of more the 60 years, received the Chamber’s
Woman of the Year award in 1995. The couple was active in United
Cerebral Palsy of Nassau County and served on its board. The not-
for-profit health agency serves more than 1,800 children and adults
with cerebral palsy, developmental and other disabilities.

Lage was also a founding member of the Merrick’s annual fall
festival.

In addition to his wife, he is survived by a son, John, a daughter,
Michelle, four grandchildren and a great-grandson.

Military honors preceded a funeral Mass at Sacred Heart Church
in Merrick.

Memorial donations to United Cerebral Palsy Association of
Nassau County Inc., 380 Washington Ave., Roosevelt, NY 11575-
1899 are appreciated.

NCA, DLI planning winter
conference in St. Maarten

Leland Waite begins term
as DLI president; new

board members installed
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A1 CLEANERS in Dover, DE, installed a UniSec 60-lb. clean-
ing machine. Pictured are Shunli Lou (left), the owner and
Robert Lee of New York Machinery.

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads

The Drycleaning and Laundry
Institute will do its part to educate
students on both basic and ad-
vanced principles in drycleaning.

During the week of July 16 to
23, DLI will host an offering of
its Introduction to Drycleaning
course at its School of Dryclean-
ing Technology located in Laurel,
MD.

The curriculum is designed for
those new to the industry with less
than one year of production expe-
rience and will cover a lot of
ground: sorting loads, drycleaning
science, fibers and their charac-

teristics, cleaning silk, satin and
other fabrics, soil and cleaning
theory, how to operate a dryclean-
ing machine, stain removal chem-
istry and procedures, pressing
pants, coats and skirts and using
tensioning equipment.

Tuition is $1,095 for DLI
members and $1,449 for non-
members. There are additional
discounts for two or more atten-
dees from the same member com-
pany.

Those who finish the introduc-
tory course will be qualified to
take the ten-day advanced one that

is suitable for those with more
production experience. It will take
place from July 23 to Aug. 3.

It covers some of the same top-
ics as the first class, though more
in-depth, plus other subjects such
as: fiber identification through
burn testing, maintaining and
changing filters, distillation pro-
cedures, troubleshooting problems
with the drycleaning machine,
customer service techniques, un-
derstanding the differences be-
tween solvents including K4,
GreenEarth, perc and hydrocar-
bon, pressing laundered shirts and
designing an effective work flow
for a drycleaning plant.

The advanced class costs DLI
members $1,549 each and non-
members $2,049 each. There are
additional discounts for two or
more attendees from the same
member company.

Both classes will be offered
again later this year: the introduc-
tory course will run from Oct. 15
to 19 and the advanced class will
run from Oct. 22 to Nov. 2.

Those who take both classes
together can save additional
money. Tuition is $1,895 for DLI
members and $2,795 for every-
body else.

For more information or to reg-
ister, visit DLI online at
www.dlionline.org or call (800)
638-2627.

DLI presents introductory
and advanced drycleaning

PDCA heads to
Baltimore for
its Nov. Expo

Plans are underway for the
Pennsylvania and Delaware
Cleaners Association’s 2018
Drycleaning and Laundry Expo
Convention and Exhibit.

This year, the association will
host the event in Baltimore, MD,
from Nov. 9 to 11.

The Baltimore Convention
Center is located in the city’s In-
ner Harbor sightseeing hub, close
in proximity to the National
Aquarium, home of the USS Con-
stellation and near Oriole Park at
Camden Yards.

It is only about 15 minutes
away from the Baltimore-Wash-
ington International Airport.

The exhibit hall hours will be
open from 11 a.m. until 7 p.m. on
Saturday and from 10 a.m. until 4
p.m. on Sunday.

PDCA has secured a dis-
counted block of rooms at the host
hotel, the Hyatt Regency Balti-
more Inner Harbor. The cost for a
room will be $159 nightly for sin-
gle or double occupancy.

To make reservations, contact
them at (410) 528-1234 and men-
tion your affiliation with the
PDCA 2018 Drycleaning and
Laundry Expo.

For more information on the
show, contact PDCA at (215) 830-
8490 or visit www.pdclean.org.

Wet Cleaning Saves $72,200

Wet Cleaning Saves $68,000

POSEIDON

MAKING CENTS OF 
THE DOLLARS 
COMPARING WET CLEANING 
& DRY CLEANING COSTS
New technologies allow wet cleaning to significantly improve throughput production over 

traditional dry cleaning. This makes a strong case for the eco-friendly wet cleaning process.  

But what about the costs associated with wet cleaning versus dry cleaning? When compared — 

dollar for dollar — wet cleaning is thousands less. 

INITIAL INVESTMENT

First, let’s evaluate the initial cost of  each system. This is the amount required 
to purchase new alternative-solvent dry cleaning machines versus similarly 
sized Poseidon wet cleaning systems. 

in favor of  Poseidon wet cleaning. But that’s just the tip of  the iceberg.  
Let’s dig deeper. 

 1)  Additional Capital Expenditures

  Often, there are additional costs associated with operating a new dry  
cleaning machine, including upgrading boilers, chillers, air compressors 
and electrical. If  you have to upgrade any of  these because of  your new dry 
cleaning machine, you’ll fork out considerably more. Whereas, if  you go with 
a wet cleaning system, you won’t. 

  For example, a customer is installing an 80-pound capacity dry cleaning 
machine at a cost north of  $100,000 list price. It’s going into an existing 
facility. To operate correctly, the dry cleaning machine will require the 
purchase of  another chiller ($16,000) and an 80 amp breaker. Additionally, 
the new chiller will require another 70 amp breaker. In the end, the new 
dry cleaning machine not only requires a new chiller, it demands a costly 
electrical upgrade. All this adds up.

  By comparison, an 80-pound capacity Poseidon wet cleaning system, which 
operates on 15 amp breakers, doesn’t require anything extra. So, if  you add a 
wet cleaning system, you’ll likely not have to purchase or upgrade anything else.

  2) Operational Costs 

  We know now that the minimal initial investment of  a 60-pound capacity 
dry cleaning machine is at least $67,000 greater than that of  a similarly sized 
wet cleaning system. We also know other capital expenditures and upgrades 
are also part of  the installation and operational equation. Now, let’s compare 
labor, chemistry/solvent, regulatory/licensing fees and utility costs.

  Chemistry — Initial start-up costs for chemistry for a 60-pound wet cleaning 
machine is around $2,000. It’s $6,000 for a 60-pound dry cleaning machine. 

  Water — Water usage can vary. On the dry cleaning 
side, when a chiller is utilized to recycle water through a 
dry cleaning machine, very little water is used. But, a chiller 
costs between $15,000 and $30,000. 

  In general, a 60-pound wet cleaning machine uses 40 gallons of  water 
per load, and over the course of  a year, would go through as much water 
as a dry cleaning machine hooked to a water tower. A dry cleaning machine 

scenario requires a costly initial investment. 
  Electricity — When it comes to electricity, wet cleaning comes out ahead. 

This is because a dry cleaning machine requires 60-90 amps to operate, 
whereas a wet cleaning system requires just 15. 

  Natural Gas — The boiler needed to operate a dry cleaning machine 
uses 670,000 BTUs, which dwarfs the wet cleaning requirement of  118,000 
BTUs. Plus, a boiler will run until all plant production is completed for the 
day. A wet cleaning system dryer operates in 15-20 minute increments a 
dozen times a day. Again, wet cleaning wins.

  Labor — When compared, labor costs are very similar in both dry cleaning 
and wet cleaning. 

  3) Regulatory & Waste Disposal Fees

  Finally, regulatory fees and waste disposal costs are not uniform across the 
country because each state has its own set of  laws. Typically, it costs hundreds 
per drum for removal of  dry cleaning still-bottom-solvent wastes.

WET CLEANING — A THIRD OF THE COST OF DRY CLEANING

At the end of  the day – when all factors are considered – wet cleaning costs are 
thousands less than those of  dry cleaning. Plus, wet cleaning delivers 50 percent 
more throughput. That’s a one-two punch that’s hard to reckon with. 

COST OF INSTALLING A POSEIDON WET CLEANING SYSTEM 
 VS. AN ALTERNATIVE SOLVENT DRY CLEANING MACHINE
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Solvent Dry Cleaning Machine
80 lb. Capacity Alternative

Wet Cleaning System
80 lb. Capacity Poseidon
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NEW QUIK CLEANERS in
Elizabethtown, TN, installed
a Union HXL 8025C cleaning
machine. John Armstrong
(left) of WAG Equipment is
pictured with Kirby Taylor of
New Quik.To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads

M&B Hangers has been recog-
nized by the Alabama Department
of Labor and Manufacture Ala-
bama for its exemplary safety
record in 2017. 

The award was presented on
April 12 at Manufacture Ala-
bama’s Safety, Human Resources,
and Health Conference.

M&B Hangers was recognized
for successfully operating with no
lost-time accidents. M&B Hang-
ers attributes this 12th consecutive
year record to an ongoing com-
mitment to maintaining the high-
est safety standard. Company
president Milton Magnus in par-
ticular credits operations manager
Dallas White and human re-
sources director Darlene Yarbor-

ough in their commitment to up-
holding an outstanding safety
record. 

“This is a fantastic milestone
that could not have been accom-
plished without their hard work,”
says Magnus. 

Magnus continues, “This year
we celebrate 75 years as a family-
run business, and our motto at
M&B is and has always been,
‘Make It Happen.’ All of our as-
sociates do just that. We make an
intentional effort in all that we do,
and Dallas’ and Darlene’s work is
a perfect example of proactivity
and leadership in keeping our
team safe.” 

M&B Hangers’ safety efforts
run company-wide, and the em-
ployee-led safety committee
meets monthly. Committee mem-
bers change every six months, en-
suring that every employee is per-
sonally invested in upholding the
highest safety standard. 

In celebration of their spotless
safety record, M&B treated its as-
sociates to a celebratory barbecue
on April 23. 

M&B Hangers is also celebrat-
ing 75 years of producing wire
garment hangers and paper prod-
ucts. Founded in 1943, the com-
pany is headquartered in Leeds,
AL. 

M&B honored for stellar employee safety record

M&B employees enjoyed a celebratory barbecue in recognition of their contribution to the
company being awarded for its outstanding safety record by the state of Alabama. 

NCALC plans
fall convention

The North Carolina Associa-
tion of Launderers and Cleaners
will hold its 2018 annual conven-
tion from Oct. 19-21 at the State
View Hotel, Autograph Collec-
tion, located at 2451 Alumni Dr.
(on the North Carolina State Uni-
versity campus) in Raleigh, NC.

Events on the schedule include
a Friday evening Dinner Social, a
Saturday morning Annual Mem-
bership and Board Meeting and a
Saturday evening Recognition
Banquet.

Look for more information on
the convention in the coming
months. Updates should be posted
on NCALC’s website at
www.ncalc.org or call the office
directly at (919) 313-4542.

SOUTH
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SHIRT TALES BY DON DESROSIERS

The cost of miscalculating PPLH
S

ome industry analysts will
tell you that you should be
aiming for 25 shirts

processed for each and every
shirt department labor hour
that you buy.
This is commonly called

pieces per operator hour and
generally referred to by the
acronym – PPOH.
I adopted this method years

ago because this is the best
way for me to get a snapshot
of someone’s plant. A few
decades ago, I renamed this
and now call it PPLH. The “op-
erator,” the “O,” sounds too
much like a machine operator;
a shirt presser.
I think that this led some

down the wrong path. You
would not call the shirt washer
an “operator,” it doesn’t sound
right. But you know that the
shirt washer is an employee
that you need to pay. They are
working Labor hours, hence
the “L.” PPLH levels the play-
ing field.
I have no idea what that

comes to in labor cost percent-
age. Labor cost percentage is
useless to me because I have
clients all over the United
States and many foreign coun-
tries that charge between 70
cents and $27 to launder and
press a shirt. The gross income,
of course, radically alters the
percentage figure.
PPLH allows me to com-

pare workflow patterns at
laundries regardless of what
they have to pay for a shirt
presser and regardless of what

they can sell their service for.
It is a good barometer for you,
too, because it will keep you
from getting a tainted view of
your individual situation.
For instance, suppose you

are relying upon a percentage
figure and yours is higher than

you’d like or higher than that
of your peers.
You may hide behind the

fact that you must pay higher
wages because of your com-
munity standards or that you
can’t charge enough on aver-
age because of your wholesale
accounts.
In reality if using PPLH to

compare, you may find that
you’ve developed a highly ef-
ficient plant or that your profit
margin is being lost in ineffi-
ciency.
The biggest sin, I will prove

to you, is calculating it incor-
rectly.
It happens to be a fact that

25 PPLH is very rarely
achieved. About 95 out of
every 100 cleaners that call me
for advice have a PPLH of be-
tween 16 and 18. Some clean-
ers are below 12 PPLH.
Miscalculating PPLH makes

my list of common goofs that
cost you money with ease, and

is probably the biggest cause
of declining profits in the in-
dustry, by far.
Let me explain, but first let’s

make sure that we all under-
stand that labor is your biggest
expense. No surprise there,
right?

Still, we love to beat up our
supplier for a dollar on a case
of hangers.
Why? Because labor does

not appear to be out of line.
Everybody is working, and
when there is one person out
sick, pandemonium rears its
ugly head. We certainly con-
clude that our labor is at rock
bottom. We essentially prove it
when we have a skeleton crew.
When we hear about PPLH,

even before we figure out what
ours is, we conclude that we
are surely within the envelope
of respectability because of the
very obvious fact that we have
few employees and all of them
work and, in fact, work very
hard. Perhaps we think that we
understand how to calculate it,
but we just may second guess
ourselves later. 
Let me illustrate with an ex-

ample. Let’s imagine a double-
buck shirt unit operated by
two employees. This unit feeds

two other “post-press” em-
ployees — an inspector/touch-
up and an assembly person.
They, in turn, send off com-

pleted orders to be bagged.
The person who bags
drycleaning does the shirts as
well. Our hypothetical plant

does 2,500 shirts per week.
They average 80 to 85 shirts
per hour and work about 37
hours per week.
To complete the fantasy,

let’s say that you’ve just re-
turned from your local DLI af-
filiate’s holiday social where
they talked about PPLH and
stressed 25 as a good goal in
the shirt department.

Fiddling with numbers
When you figure out yours

in the manner that was ex-
plained, you are flat out
floored. It simply can’t be.
Then you begin backing out
certain labor hours until you
have a palatable number —
one that you won’t be embar-
rassed to admit to your peers.
The truth is that you are lying
to yourself.
Here are a few ways to im-

properly calculate PPLH, and
then I’ll show you how to do it
correctly.

An honest PPLH number is
never a spike, it is a global av-
erage. A common mistake
then, is to actually include all
of the labor hours that you
should but select a small win-
dow of time to calculate it.
Let’s say that the plant that

we described a minute ago has
an equipment failure during
the week.
Consequently, there are still

220 shirts to do at two o’clock
on Friday afternoon. Your em-
ployees are used to going
home at that time, but they
hang in there and press like
they have had way too much
coffee.
They finish at 4, they’ve

done a good job on the shirts,
and they have finished much
earlier than mathematics led
you to believe at 2 p.m.
You are pumped up from a

combination of too much cof-
fee yourself, last night’s pep
talk about PPLH and the fact
that your pressers finished an
hour earlier than you thought
that they would. They have
pressed at the rate of 110 shirts
per hour. Two pressers plus
two support people, each
working two hours (between 2
and 4 p.m.) for a total labor
hour usage of 8. 
Two hundred twenty shirts,

using eight hours of labor is
27.5 PPLH (220/8 = 27.5
PPLH).
You may reason: “Hmm,

27.5 PPLH! Excellent! Nobody
that I’ve talked to is doing that
well. Well, actually, I’m not do-
ing 27.5. My pressers really
kicked butt this afternoon. If
they pressed at their normal
rate, I’d probably be at 25
PPLH.”
The next time that someone

asks you about PPLH, you will
probably tell them that you are
right at 25, maybe a hair under,
“…but we do a quality shirt.”
Everybody says that.  
There are so many things

wrong with this all too com-
mon scenario. 
• PPLH is a global average.

Sighting the performance dur-
ing a small window of time is
inaccurate, perhaps even
meaningless. It only serves to
allow you to justify clutching
onto a money-wasting system
and never allows you to see

Miscalculating PPLH makes my list of common goofs that
cost you money with ease, and is probably the biggest

cause of declining profits in the industry, by far.

Planning For the Future?
Want to grow in a thoughtful and productive manner?
Are you considering
� family transitions?
� buy / sell strategies?
� taking advantage of 

future growth trends?
� building measurement and

control systems?
� improving cash flow?

Contact: Deborah Rechnitz drechnitz@gmail.com

Our clients seek
� confidentiality

� efficient and
effective consulting

� insight and clarity

Involved with the drycleaning industry since 1980 Independent
consultant, COO of $80,000,000 operation, international expertise,

formal financial and operational training.
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the desperate need to make a
serious change.
• It is remarkably easy to

calculate PPLH, but so often
the accepted formula yields a
truly offensive number. The
conclusion is that “you did it
wrong.”
The result of that, remark-

ably, is to tweak the formula
until its product is more like
what the guys at the meetings
tell you it should be. Nothing
could be more wrong. Nothing
could be more costly.
•  Let’s go back to our hy-

pothetical plant with two
pressers and two other em-
ployees for a minute.
Who washes the shirts?

Who marks them in? Who
packages the completed or-
ders?
If these tasks are being done

for “free,” then you and I need
to have a heart to heart meet-
ing.

“Free” labor?
Commonly, one reason is

that these chores are done by
someone else and therefore
their labor cost is not relevant
or the task itself is done for
“free.” This is wrong.
First, let’s consider the pack-

aging duties. They are being
done by the person who bags
the drycleaning. Half of those
labor hours MUST be charged

to the shirt department.
Disagree? How can it possi-

bly make sense to charge that
labor to the drycleaning de-
partment? It doesn’t matter
that “that department can af-
ford it.” You are only kidding
yourself.
If the labor cost belongs to

shirts, it belongs to shirts. Pe-
riod. You could argue that if
that person didn’t bag shirts,
she’d still have to be there all
day, so therefore it’s being
done for free. That’s not such a
foreign thought.
But that is when you would

have to play manager and
combine the drycleaning bag-
ging duties with another “part-
time” job that takes all day, like
perhaps inspection. Only you
can answer that because it will
differ in virtually every plant.
In any case, packaging labor

can not be ignored, even if for
no other reason than to com-
pare yourself with your peers.
If your total number of shirts
is approximately equal to your
number of drycleaning pieces
in any given time frame, then
half of the bagger’s hours must
be charged to shirts.
All of these words are also

true for washing labor (which
may be done by your
drycleaner/spotter) although
it may be only five to ten hours
per week.
I look at mark-in labor from

the other side of the fence,

however. It is generally consid-
ered acceptable to charge the
cost to tag or mark-in to the
customer service department.
The best justification for doing
so is that, for the purpose of
comparison with your peers,
everybody does it that way.
Arguably, shirt productivity

is being measured and shirts
have not begun their time in
“production” until they have
arrived at the washing arena.
If you wish to compare your-
self to a peer that has a central
mark-in area, like perhaps a
wholesaler, you should at-
tempt to figure the amount of
time that your customer serv-
ice staff actually uses to mark-
in shirts. An accurate figure
will be tough to tabulate. But
never consider mark-in to be
free.
If you need to prove this to

yourself, you will do so if you
invest in one of those fancy
tagging machines that will re-
quire you to perform central
mark-in. With that, you will
not save labor. You will create
a new job instead.
When I had my last whole-

sale shirt laundry, I was at 28
pieces per operator hour, but
that had to include mark-in, as
all of the business was whole-
sale.
I now have clients that have

a PPLH of over 30 (my own
personal drycleaner, for in-
stance, is at 31). In order for

me to compare his perform-
ance to my own, I would need
to recalculate my historical fig-
ures and exclude the mark-in
hours. He has a couple of
stores where the counter per-
sonnel do the mark-in chores.
Incidentally, suppose you

have a full-timer plus a part-
timer at a store (say, eight
hours plus four hours), and
you are able to calculate that
one-third of their time is used
to mark-in shirts. That is prob-
ably far too many hours, but it
serves to illustrate this point.
Would that then mean that

if they did not mark-in shirts,
you could then eliminate the
part-time position? Very un-
likely. Much more likely is that
the part-timer is there to keep
customers from waiting dur-
ing the busy time between 7
and 11 a.m.
In the final analysis, it is

perfectly acceptable, in fact rec-
ommended, that mark-in
hours not be counted unless
central mark-in is the rule. In
that case, the mark-in hours
would be backed only for the
purpose of comparison with
others.

Don’t kid yourself
At our hypothetical plant,

how can they be averaging 80
to 85 shirts per hour if they
work for 37 hours? You argue
that you pay them for breaks
and restroom visits and maybe
even lunches.
Nice try. That dog don’t

hunt.
The fact is you are paying

for 37 hours per employee.
Like it or not, you are doing
67.5 shirts per hour. Mortified?
You should be. Defensive, per-
haps? No surprise.
You explain that they actu-

ally do process 80 shirts per
hour, it’s just that they have to
help the assembly people or do
some folds after they’re done
pressing.
That doesn’t fly. The fact is,

we are not calculating how
many shirts we can press per
hour, we are calculating a pro-
ductivity figure.
Press a thousand shirts per

hour if you wish, but they
aren’t ready to return to the
customer until all of the neces-
sary processes are complete.
Or, press a thousand shirts per
hour if you wish, but if you
need a hundred people to do
it, you will be broke before you
finish reading this publication.
So whether you like it or

not, our hypothetical plant
isn’t even close to the 25 PPLH
that he may brag about. In ac-
tuality, he has two pressers that
each work 37 hours (74), two
post-press people that likely
work a little more than that
(but we will be conservative
and count them as 74 hours,
too, for a sub-total of 148).
Seven hours for washing labor
(155) and let’s say 16 hours for

bagging. That is a total of 171
hours for 2,500 shirts.
The PPLH is simple to cal-

culate: 2,500 divided by 171 la-
bor hours = 14.6 PPLH. Ouch!
This hypothetical plant may

or may not resemble your
plant, but I think that you get
the picture.

What to do?
Can it be saved? Of course

it can! But it requires that scary
thing that we call manage-
ment. The pressers are proba-
bly not lazy; likely they simply
have not been trained to effec-
tively produce 90 to 100 shirts
per hour while maintaining
top quality.
There is a good chance that

the workflow rhythm in the
plant is such that it generates
relative confusion in the in-
spection and assembly theater
and the need for two people
rather than one. Even without
added production from the
shirt unit, shirts per hour re-
maining at a lowly 67.5, PPLH
would be increased to 18.6
with the reduction of one em-
ployee. As much as that is — a
savings of over 25 percent in
labor dollars or roughly
$13,500 per year — it is still a
far cry from what is possible.
In fact, it is easy to actually

double those savings without
increasing shirts per hour from
the shirt unit even one bit!
A reasonable goal, by the

way, would be 29 PPLH for
this scenario. And this is done
everyday, at efficient plants.
The hazard, and the point

of this column, is that if you
miscalculate your PPLH and
think that you are already at
27.5, you will do nothing about
it because you will mathemat-
ically deduce that you are as
efficient as you can be, when
in fact you are merely at 14.6
PPLH. You are leaving a whop-
ping $29,120 on the lunch table
for your employees to take. 
That is the cost of miscalcu-

lating pieces per operator hour. 
Join my e-mail newsletter at

www.tailwindshirts.com.
“If you do what you’ve always

done, you’ll get what you always
got.”
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Continued from page 20

Don Desrosiers
The cost of miscalculating PPLH

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads

Don Desrosiers has been in the
drycleaning and shirt laundering
business since 1978. He is a
work-flow engineer and a man-
agement consultant who pro-
vides services to shirt launderers
and drycleaners through Tail-
wind Systems. He is a member of
the Society of Professional Con-
sultants and winner of DLI’s
Commitment to Professionalism
award. He can be reached at
186 Narrow Ave., Westport, MA
02790 or at his office by fax
(508) 636-8839; by cell (508)
965-3163; or e-mail at tail-
windsystems@charter.net. The
Tailwind web site is
www.tailwind systems.com.
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THE SPOTTING BOARD

T
he laboratory analysis depart-
ment of a drycleaning association
has reported problems with

spandex blended fabrics consisting of
rayon and polyester.
Spandex is an elastic yarn similar to

rubber but consists of polyurethane. It
is used to give fabrics better fit and
wearability.
Spandex blended fabrics may con-

sist of rayon or polyester or both.
The dyes on polyester and rayon are

usually stable to both drycleaning and
wetcleaning when not blended with
Spandex.
When polyester and rayon yarns are

blended with Spandex, the fabric can
be fugitive to drycleaning solvent or
water or both.
I do not know the reason why the

Spandex blend produced a less serv-
iceable fabric. The Spandex blended
fabrics are often used in expensive
women’s designer garments. The gar-
ments may consist of mostly black
dresses or womans suits with white
trim or mostly white garments with
black trim.

Testing to drycleaning
The serviceability of the dyes on

these fabrics can easily be tested. Wipe
an unexposed area with a Q-tip damp
with solvent or oily type paint remover.
Note if the dye transferred to the Q-tip.
It is important to note that if the

drycleaner uses hot solvent in their
cleaning machine the test is not accu-
rate and bleeding can occur. 

Drycleaning and hot solvent
The biggest source of bleeding prob-

lems occur with those drycleaners us-
ing hot solvent. This was documented
by the problem garments sent to my
garment analysis laboratory.
Many manufacturers advocate heat-

ing up solvent to increase the KB value
of less aggressive solvent such as Gree-
nEarth and hydrocarbon. Although
drycleaners may obtain a more aggres-
sive solvent, they run a greater risk of
dye bleeding and possibly a damaged
garment.
It should be noted that drycleaners

using cooler solvents have not encoun-
tered as many problems.

Correction
I had a problem with these garments

in a recent consultation. Five spandex
blended dresses with white trim bled

in the drycleaning process.
The spotter tried batching the gar-

ment and wetcleaning with no results.
We then tried running each one in the
drycleaning machine separately. The
result was that they were corrected.
The high solvent level in agitation

prevented dye transfer. The rule is if
something bleeds in drycleaning it
should be drycleaned again.
Wetcleaning
The fabrics can also bleed in wet-

cleaning even if labeled washable.
Many drycleaners may run these gar-
ments on a gentle cycle for fabric safety.
A gentle cycle or soaking creates more
bleeding.
The more time a fabric soaks and is

not flushed the more chance it has of
transferring dye. Dye setting agents
usually do not stabilize poor dye.

Testing
The easiest way to test is to place a

clean cloth under the garment and
flush with the steam gun noting dye
transfer.

Correction
The easiest way to attempt correc-

tion is to run the fabric over again in a
regular run. The constant agitation and
flushing with warm water prevents dye
transfer from occurring. 

Bleaching
On dye transfer, a titanium sulphate

bath may work well. Testing is neces-
sary to ascertain how readily the rayon
is affected by the bleach.
Sometimes if the testing shows the

dyes are affected by stripping agents it
can often still be stripped by immersing
the garment in the bleach bath for a
few seconds.
This immersion process can be re-

peated several times until correction is
obtained.
When making up the bleach bath

make sure you follow the manufac-
turer’s instructions.

Dan Eisen, former chief garment analyst
for the National Cleaners Association,
can be reached at (772) 340-0909 or
(772) 579-5044 or by e-mail at clean-
dan@comcast.net. He offers independent
garment analysis and provides consulting
services. His website is www.garment-
analysis.com.

BY DAN EISEN

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads

Paula Kostick  
Owner, Classic Drycleaners

“My company, Classic Drycleaners, 
completed a one million dollar 
plant renovation in 2017.  Our goal 
was to purchase and install the 
best equipment we could while 
staying within our budget.  We 
chose QuickSort as our automat-
ed assembly system after much 
research and plant visits to see 
not only QuickSort, but two other 
well-known assembly systems.  I 
highly recommend this system to 
be reliable, employee friendly, and 
a�ordable.”

                                                          

Dealing with dye bleeding issues
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Know 
How

Visit our website for more information: www.hsia.org
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WEST

BUSY BEE GOLD DRY CLEANERS in Vancouver, BC, in-
stalled a 10-ft. Quicksort system. Brett McLeod of Garment
Management Systems is pictured with Mohamud Rahim of
Busy Bee.

Whether you need to network,
examine equipment or soak up
some seminar strategies, the Cali-
fornia Cleaners Association’s Fab-
ricare Show 2018 should be on
your radar.

The event will take place from
Aug. 17 to 19 at the Long Beach
Convention Center and it will def-
initely be a busy few days for at-
tendees.

Things will kick off on Friday
with a special full day of in-depth
seminars that require a separate
registration from the show.

The Leadership Day itenerary

will begin at 10 a.m. with a pro-
gram by Krista Clive-Smith, a
professional speaker on branding
and business innovation.

She will present “Get Noticed.
Be Remembered.” The two-hour
session will explore the topics of
brand recognition, how to create
a personal brand for success and
how to achieve success.

At noon, attendees can enjoy
lunch and a discussion by speaker
Riaz Chauthani who will explore
“Business Valuation and Prepar-
ing for Business Succession” for
one hour.

Rounding out the day will be
one more program, this time
headed by Brian Rashid, an inter-
national speaker and branding ex-
pert. 

He will present “Smart Social
Media Marketing” with an em-
phasis on digital marketing on a
shoestring budget easily and ef-
fectively.

All three programs will cost
CCA members $160 each to at-
tend. Non-members must pay
$250 each.

The official Fabricare 2018
programming begins the follow-
ing morning with a 9:30 a.m. sem-
inar on “Maximizing Revenue
Streams” by Chris Moreno of
Laundry Locker.

He will examine how dryclean-
ers can get more profit streams,
such as wash-n-fold service or the
use of newer technology including
laundry lockers and apps.

One hour later, Jibit Cinar will
take to the podium to offer a criti-
cal update on California human
resources and employment issues
including the latest news on sex-
ual harrassment in the workplace,
minimum wage issues, and hiring
and firing problems.

On Sunday, the focus will shift
back to marketing when Kyle
Nesbit, Vice President of Business
Development for MW Cleaners,
will discuss “Marketing for
Profit” from 10 to 11 a.m.

Afterwards, Fabricoach Jim
Groshans will outline “The Team
Approach to Building Customer
Service Excellence” at 11 a.m.

The Saturday and Sunday sem-
inar sessions are free to all CCA
members, as is registration to the
show.

Non-members can take advan-
tage of early bird pricing at $55
each before Aug. 1. After that
date, the cost climbs to $75 each.

All registrants will have full
access to the exhibit hall during
its hours of operation: from 10
a.m. to 5:30 p.m. on Saturday and
from 10 a.m. to 4 p.m. on Sunday.

There will also be live clinics
all day during show hours.

For hotel accommodations,
there are two nearby options. The
headquarters hotel for the event is
the Renaissance Long Beach lo-
cated at 111 E. Ocean Blvd across
the street from the convention
center. CCA has a block or rooms
for $189 per night for those who
call (562) 437-5900 and mention
the Fabricare Show while making
reservations.

A small block of rooms is also
available at the the Hyatt Regency
Long Beach, located adjacent to
the convention center. 

The special show discount rate
is $219 per night. To make reser-
vations, contact the hotel at (562)
491-1234. When making reserva-
tions, mention the Fabricare
Show. 

For more information visit
www.calcleaners.com.

Long Beach will host three
days of all things drycleaning

To learn more, visit
ALWilson.com

or call 800-526-1188
 A. L. WILSON CHEMICAL CO.

Become a STAIN WIZARD at ALWilson.com

PPORTUNITY
every ink stain is an

Since stain removal matters to your customers,
each stain is an opportunity to impress them.  

InkGo is the effective and safe way to remove ink 
stains from all types of fabric - including acetates. 

Use it to remove adhesives, too.

It's eco-friendly... California compliant, 
chlorinated-solvent and NPE free, biodegradable 

and non-combustible.  And since InkGo is 
user-friendly and odor-free, it's pleasant to work with.

Use InkGo to deliver stain-free cleaning.               
You'll build your reputation for quality 

 – and keep customers coming back.

every ink stain is anevery ink stain is anevery ink stain is anevery ink stain is an

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads
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Since 2003, CBS has given me consistent updates
and easy to understand tech support, all at a price
that our industry can afford. I would recommend
CBS, and I have, to anyone who is still wasting their
time and money on those over priced POS systems.

Dan Loesher
Sunshine Cleaners
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KEEP IT LEGAL
The problem with arbitration

BY FRANK KOLLMAN

I
n May, the United States
Supreme Court ruled that
mandatory arbitration pro-

visions in employment agree-
ments are enforceable.
In most employment dis-

putes, employees can file law-
suits in state or federal court
to decide their claims of dis-
crimination, unpaid wages, or
wrongful termination, to name
but a few. The purpose of these
mandatory arbitration agree-
ments is to prevent lawsuits in
favor of cheaper, more efficient
arbitration.
The court also approved

similar agreements that waive
an employee’s right to partici-
pate in a class action.
Typically, employees are re-

quired at the time of their hire
to sign these agreements,
which may also include confi-
dentiality requirements and
non-compete terms. 
Taking a look at these

mandatory arbitration provi-
sions politically, liberal folk
tend to disfavor them and con-
servative folk tend to like
them. While I am generally
very conservative when it
comes to employment matters,
I do not favor arbitration,

which is the reason for this ar-
ticle.
Many of the things about ar-

bitration that make it popular
with business people also

make it unattractive to me. An
arbitration decision, as long as
it is consistent with the matters
under dispute, is virtually im-
possible to have overturned. If
a judge makes a mistake, there
are appeals’ courts; if an arbi-
trator makes a mistake, that is
the end of it.
Further, while an arbitrator

can be required by the parties
to state the reason for his or
her decision, such a require-
ment is easy to skirt.
A judge has to make find-

ings of fact and law; an arbi-
trator, because the decision is
virtually impossible to over-
turn, only has to justify his or
her decision in the broadest
terms.

Judges are government offi-
cials with ethical obligations;
arbitrators are ordinary folk
chosen by the parties to resolve
a dispute.

Because arbitrators are not
truly answerable to anyone,
their decisions vary widely.
Further, because arbitrators are
selected by the parties — either
by agreement or from a panel
of arbitrators provided by an
arbitration group like the
American Arbitration Associa-
tion or the Federal Mediation
and Conciliation Service —
they have an incentive to reach
decisions that encourage other
litigants to select them in the
future.
Those decisions frequently

are designed to make no one
happy or avoid the appearance
that an arbitrator selected in an
employment case, for example,
favors either management or

labor. As a result, unfair deci-
sions outnumber the fair ones.
Arbitrations can be cheaper,

quicker, and more efficient. If
you lose because you have se-

lected or been given a bad ar-
bitrator, those considerations
go out the window.
All the efficiency in the

world is no substitute for a cor-
rect decision, or at least a deci-
sion that will be reviewed by a
panel of judges to make sure it
was correct. Renegade arbitra-
tors are harder to stop than
renegade judges.
The class action waiver,

which can be part of the agree-
ment, has more to say for it.
An employee who has not
waived this right can very eas-
ily be added to a class of em-
ployees claiming they were
paid improperly, were victims
of discrimination, or were oth-
erwise subjected to mistreat-
ment by the employer.
Many employees prefer not

to sue their employers, even
when there is a basis, so such a
waiver can be used by the em-
ployee to avoid being dragged
into a dispute with a company
that, for the most part, he or
she likes. This is frequently the
case in wage and hour litiga-
tion.
One other pitfall of manda-

tory arbitration provisions is
that arbitration can be trig-
gered by a mere demand. A
lawsuit usually requires a com-
plaint filed in court, in many

cases after a charge has been
filed with an agency that first
looks at the problem.
If all an employee has to do

is demand arbitration, employ-

ers could find themselves in
more litigation — cheaper and
more efficient — than they
were before. While it would be
good for my practice, I would
not like to see a company that
gets sued once every five to ten
years find itself conducting
two arbitrations (or more) a
year.
If you are interested in

mandatory arbitration, despite
my arguments against it, I sug-
gest you contact your lawyer
for some model language.
Requiring current employ-

ees to agree to it could present
some problems, such as what
do you do to the employee
who refuses.
Requiring new hires to sign

is less confrontational. Again,
your lawyer should have sug-
gestions on how to implement
your new mandatory arbitra-
tion policy. Beware, however,
the bad arbitrator.

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads

A judge has to make findings of fact and law.  An
arbitrator only has to justify his or her decision in the
broadest terms and is not truly answerable to anyone. 

Frank Kollman is a partner in the
law firm of Kollman & Saucier,
PA, in Baltimore, MD. He can be
reached by phone at (410) 727-
4300 or fax (410) 727-4391. His
firm’s web site can be found at
www.kollmanlaw.com has arti-
cles, sample policies, news and
other information on em-
ployee/employer relations.

ON TIME CLEANERS in New York, NY, installed a Pony ten-
sioning shirt system. Pictured from left are Mr. Kim, an em-
ployee of On Time, and Bryan Kim, the plant manager. New
York Machinery handled the sale and installation.
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Please contact us soon to learn more about intense®!
SEITZ, Inc. • 5101 Tampa West Blvd., Suite 300 • Tampa, FL 33634 • phone: 813-886-2700 • mail: seitz_inc.office@seitz24.com • www.seitz24.com

A highly effective solvent 
for state-of-the-art textile
cleaning. 
intense®

• is intensive, efficient and effective

• has a high cleaning effect

• ensures smooth goods and reduces the 

ironing effort 

• ensures exceptional cleanliness

• is odorless and pleasant to handle 

• is excellent in removing water soluble stains

• is gentle to fabrics

• reduces the need for pre-spotting

• can be used in any multi-solvent machine 

• can be disposed of the same as any hydrocarbon

• does not contain CMR substances

• reduces the effort when finishing

This new Solution is a real alternative in Textile Cleaning. 

intense® has an outstanding cleaning effect, but is also suitable

for sensitive, high-quality textiles with delicate, decorative trim.

READ WHAT OUR SATISFIED CUSTOMERS HAVE TO SAY:

When I found out I had to change from perc after 14 years, I was very
concerned that I would have to deal with the “alternative solvent”
headaches I had heard so much about. To my surprise, since switching
to intense® I have had none of the issues I was worried about. My
cleaning results have been nothing short of amazing. My customers
have noticed that there is no chemical smell on their garments any-
more and are pleased with the feel and cleanliness of their clothes,
as well as the idea that we are more environmentally responsible
now. intense® was the right move for us. 

Bob Hamila (Lighthouse Cleaners  |  Palm Beach Gardens, FL)

Finally, a solvent that is comparable to perc in cleaning strength, but
gentle enough to handle all of the beads, sequins and faux finishes
that adorn today's clothing. intense® is clean smelling, incredibly 
reclaimable and easy to use. We are 10 weeks+ in a new Union hy-
drocarbon machine with intense® solvent and extremely satisfied
with the results. We still haven't had to change the filters or have the
waste picked up because there is so little of it, but we look forward
to the savings there as well. Probably the wisest decision we've
made yet. Thanks Ken for all your help. 

Stephanie Barrero (Door2Door Drycleaners  |  Bluffton, SC) 

I've been waiting for a solvent alternative to PERC. I look for companies
that have a proven track record of longevity. What's important to me
is to partner with a company that believes in constant innovation,
technology advances and unparalleled support. I have always found
this with SEITZ, which gave me the confidence to embrace and convert
to their new solvent. It is performing fabulously and will allow me to
make the necessary changes to continue to improve my service and
my business. 

Bill Wright (Royal Fine Cleaners  |  Northport, AL) 

For as long as I've been in dry cleaning, I've been using Seitz products.
From their spotting chemicals to dry cleaning detergents, all performed
beyond my expectations. So when it came time to make the switch
from Perc to an environmentally friendly solvent, I turned to SEITZ.
Their answer was intense®. It's cleaning and grease cutting ability
made my transition from Perc very easy. I'm glad I chose SEITZ.
Thank you for another quality product! 

Julian Bulsara (Prestige Cleaners  | Lauderhill, FL)

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads
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FIFTH AVENUE CLEANERS in Kansas City, MO, installed
two new Columbia C550 VGH drycleaning machines. Pic-
tured from left are Jim Mayfield, the owner, Chris Hogard,
Columbia representative, and Steve Moler, the installer.

MIDWEST
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The Boyne Highland Resort in
Harbor Springs will host the
Michigan Institute of Laundering
and Drycleaning which will be
heading to Harbor Springs for its
summer convention scheduled to
be held July 20 to 22.

A MILD board meeting and a
welcome reception on Friday will
kick off the weekend’s events.

On Saturday, Nora Nealis, ex-
ecutive director of the National
Cleaners Association, will deliver
a keynote address.

She will advise cleaners on
how to succeed, from a look at in-

dustry disruptors, to fashion
trends that demand more than tra-
ditional drycleaning, to opportu-
nities for growth. She will also
discuss millennial behavior and
explore drycleaning service en-
hancements, apps and other
“hooks” that appeal to them.

On Sunday, the audience will
hear from a panel of solvent users.
Experienced drycleaners who use
GreenEarth, K4, Sensene, Intense,
and perc will discuss the pros and
cons and answer the production
questions like stain removal, soft-
ness and odor quality.

Other events for the weekend
include a nine-hole golf outing on
Saturday afternoon and a presi-
dent’s reception and dinner Satur-
day evening.

Registration for the conference
is $250 for members, $75 for an
adult guest, $25 for children be-
tween eight and 17, and children
under eight can attend for free. 

Non-members pay $300 each
with $100 for an adult guest, $25
for children between eight and 17,
and free for children under eight.

Registration fees cover the full
conference attendance, the wel-
come reception, the president’s re-
ception and dinner.

For room accommodations at
the Boyne Highlands Resort, call
(800) 462-6963.

For more information, call
MILD, (877) 390-6453 or visit
www.mildmi.org.

MILD to hear from Nealis,
solvent users at convention

Zips eyes 10
store openings
in Cincinnati

Zips Dry Cleaners has signed
a franchise agreement to open 10
stores in the Cincinnati region
over the next eight years.

Josh Pinkey of DeVoe &
Pinkey Enterprises LLC. will own
and operate the stores.

“Zips is the future of dryclean-
ing, and we know that Cincinnati
residents will appreciate our com-
mitment to making and keeping
quality drycleaning services af-
fordable at one low price,” Pinkey
said.

Based in Maryland, Zips is
known for its same-day, one-price
business model in which  cus-
tomers can have clothing items
cleaned for a flat rate of $2.29.
The flat-rate pricing applies to any
clothing item, Pinkey said,
whether it’s a necktie, coat or pair
of pants.

“It’s easy to understand why
an entrée at a restaurant costs
more than an appetizer or why
getting a new transmission costs
more than an oil change,” Pinkey
said. “But why should you pay
more to dryclean a coat than a pair
of pants when they’re both
cleaned using the exact same
process?”

No Cincinnati area locations
have been formally announced,
but Zips is looking at locations in
Downtown,  Oakley, Hyde Park,
Blue Ash and Florence  among
others.

The company has also an-
nounced agreements to open five
franchise stores in the Indianapo-
lis, IN, metro area over the next
five years as it pursues expansion
plans.

Zips said it has more than 50
locations open and operating
throughout the Midatlantic region
and in the states of Texas and Cal-
ifornia.

8

C O N V E N T I O N  A N D  E X H I B I T
Bal t imore Convent ion Center  � Bal t imore,  Mar y land

NEWLOCATION

Exhibit at the

November 9-11, 2018

Baltimore’s Inner Harbor
� 15 minutes from BWI
� National Aquarium
� Home of the USS Constellation
� Oriole Park at Camden Yards
� Sightseeing hub

Sponsored by the Pennsylvania and Delaware Cleaners Association
For more information:  leslie@pdclean.org � www.pdclean.org � 800-822-7352

Download the Prospectus at
www.pdclean.org

Early Bird Pricing Available

Exciting Seminars
Learn About...

Keynote Speaker:
Brian Rashid, Ceo of A Life in Shorts
Smart Social Media Marketing 
Digital Marketing on a Shoestring Budget
and How Easy it can be

James Peuster, The Route Pro
Breaking the “I can’t find
good people” Myth

Frank Kollman, Kollman & Saucier, PA 
Keeping on the Right Side of
Employment Laws

Jim Groshans, FabricCoach, LLC
The Team Approach to Building
Customer Service Excellence



JULY, 2018 / NATIONAL CLOTHESLINE / PAGE 33

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads



PAGE 34 / NATIONAL CLOTHESLINE / JULY, 2018

WRENCH WORKS BY BRUCE GROSSMAN

The dreaded water pump failure
T

he article for this month will be
about how to handle the failure
of the water pump. This pump

supplies coolant to the still and refrig-
eration condensers and in many cases
the solvent cooler of the drycleaning
machine.
In order to cool these components, a

liquid called “coolant” is forced
through the coils of the condensers by
a pump.
In systems using a water tower, the

coolant is water; in systems using a
chiller it is either water or a mixture of
water and anti-freeze called “brine.”
In water tower installations, the

pump is sometimes located on the roof
near the tower or on the floor near the
drycleaning machine; in chillers the
pump is generally inside the enclosure
housing the refrigeration components. 
Before we get into managing this

species of disaster, a few words about
prevention. These pumps seldom fail
without giving ample warning of an
evolving problem.
If the circuit breaker in the electrical

panel that controls the pump trips fre-
quently it is a sure sign of looming dis-
aster.
If you are not afraid of electricity this

would be the time to set the breaker for
the pump in the off position, remove
the protective electrical plate at the rear
of the pump then take a good look at
the wire connections at both the pump.
There is precious little room for the

wire connections in the end of the
pump and pumps vibrate, causing the
screw connections or push on connec-
tors to loosen and eventually fail; in
many cases this is the problem area.
Using a flashlight observe if there is

any melted insulation, bluing or dis-

coloration of the wires or connectors. If
so replace them.

If you are not experienced in working
with electricity hire an electrician for the
following procedures.
Remove the cover to the appropriate

breaker panel and switch off the
breaker controlling the pump. Make
sure screws holding the wires in place
are securely tightened down. Using a
flashlight observe if there is any melted
insulation, bluing or discoloration of
the wires or circuit breaker connections
or the area where the circuit breaker at-
taches to the power busses in the
breaker box.

Frequent shutdowns
Another harbinger of doom is fre-

quent pump motor shut down due to
the motor overheating, which trips the
motors internal protective thermostat.
If this is the case, follow the same

steps outlined in the previous para-
graph and in addition make sure the lou-
vers that allow air to flow through the mo-
tor are free of lint, dust or obstructions.
You can drastically shorten the time

this internal thermostat requires to re-
set by obtaining a bag of ice, placing it
inside another strong plastic bag and
laying it on the far end of the pump
motor. Remember, this is only a tem-
porary solution.
The following goes for all electrical

equipment. Do not use the circuit breakers
as switches to turn equipment on and off!
This practice results in the degrading
of the breakers performance and some-
times will keep the breaker from trip-
ping at the right current levels. Each
machine should have a disconnect close
by; use this for switching instead of the
breaker. 

Excessive head pressure
The next pump killer is excessive

head pressure. Excessive head pressure
could be caused by a number of factors
(see last month’s article) and will be in-
dicated by a high reading (45 PSI and
above) on the pump outlet pressure
gage, if you have one installed.
Also, the sound of the pump starting

up will be different under high head
pressure.
Trying to describe sounds is near im-

possible but the best way I can is to say
that when starting, the pump the sound
will take longer to even out (sorry, best
I could do).
Causes of this problem often lie in

the bypass valve being shut or not suf-
ficiently opened or the clogging of
strainers going into the drycleaning
machinery.

Make a coolant bypass
OK, we’ve done our best to avoid

the problem, but what to do when the
pump fails so you can continue run-
ning the drycleaning machine?
We give the drycleaning machine a

“coolant bypass.” You’re going to need
two lengths of garden hose, preferably
with an ID of 5/8 - 7/8".
One length needs to reach from a

water source like a hose bib outside the
plant or a faucet or valve inside the
plant in order to supply cold water; the
other length needs to reach outside
through a door or to a toilet, sink or
drain in order to remove the water
which has flowed through the machine.
In addition, two adapters from the

garden hose type fitting to pipe type
fittings will also be required.
Now let’s take a look at what’s avail-

able at the drycleaning machine end.

First, you’ll need to shut the valves
going to the water pump on both the
supply (high pressure) and return (low
pressure) side to prevent the city water
that will be flowing from bypassing the
drycleaning machine.
On properly designed and installed

cooling water systems, there should be
connections for pressure gages and
thermometers as well as other locations
where you can break into the cooling
water supply on the water inlet and
outlet sides in order to attach these hose
connections.
If not, you will need to open unions,

break into the piping, and install tees
to allow the hoses to be hooked up. If
you are in the unenviable situation of
having to install tees, also install hose
bibs (these are the angled valves that
you use for connecting garden hoses)
and you will have a permanent emer-
gency connection for future use.
OK, now we’re all “hooked up” (dif-

ferent meaning today from when I
grew up) and ready to go.
Turn on the water and make sure

you’ve got flow through the dryclean-
ing machine when it’s in the dry cycle
(some machines will prevent water
flow when not required).
You may not be able to distill and

dry at the same time, but at least you
can operate while awaiting a new
pump. 

All new pump or just parts?
On the subject of new pumps — in

many cases there is no need to replace
the entire pump requiring lots of pipe
disassembly and reassembly. If you or-
der exactly the same model pump it is
usually possible to unbolt the
motor/impellor side from the race-
way/piping side and just bolt on the
new motor/impellor side onto the old
existing raceway/piping side.
The next logical question is, in that

case why purchase the entire pump?
The answer is I have never been able to
obtain a completely assembled
motor/impellor assembly, without the
raceway, that’s why! 
The illustration for this month

shows a really simple and inexpensive
method to prevent the pump motor
from overheating. Whether you’re cur-
rently experiencing overheating prob-
lems or not, it’s well worth it to install
this cooling device. 

Bruce Grossman is the chief of R&D for
EZtimers Manufacturing, maker of the
new EZ Level return tank water level con-
trol. To prevent boiler scaling and other
damage, the EZ Level return tank water
level control replaces that troublesome
ball float valve in the condensate return
tank. For saving money on handling
waste, the SAHARA and DROP IN THE
BUCKET line of high purity separator
water mister/evaporators provide a
thrifty, legal method to get rid of the sep-
arator water generated by your dryclean-
ing machine. For further information, visit
www.eztimers.com. Address any ques-
tions or comments for Bruce to
bruce@eztimers.com or call (702) 376-
6693.
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„SENSENE continues to prove itself effective and effi cient. 
This is an amazing product with a high cleaning power 
combined with excellent material compatibility. Finally, 
it‘s what we all have been waiting for.“

www.safechem.com
www.sensene.com

DISTRIBUTION PARTNER 

FOR NORTH AMERICA: 

SEITZ The fresher Company

5101 Tampa West Blvd. / Suite 300 /

Tampa, FL 33634 / Phone: 813.886.2700

Email: seitz_inc.offi ce@seitz24.com

Jan Barlow, 
owner of Jan‘s Professional Dry Cleaners 
and former president of DLI 
(Dry Cleaning and Laundry Institute) 

SENSENE™ Modifi ed Alcohol
Made to delight your senses…

Modifi ed Alcohol
Made to delight your senses…

  ™Trademark of SAFECHEM

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads



INFORMATIONCENTRAL
Products and Services for Drycleaners

TORONTO, CANADA  — Pivot is
a technology platform for the pro-
fessional cleaning industry, a
comprehensive cloud-based dry-
cleaning and laundry management
software that provides point-of-
sale, production, logistics, com-
munication (internal and external)
and billing solutions. 

Pivot’s cloud-based solution is
compatible with most hardware.
The company does not charge set-
up or installation fees.

Pivot’s integrated digital mar-
keting tools give cleaners relevant
data and the ability to deliver text
and email offers directly to cus-
tomers’  smart phones and email
accounts. It is adaptable to any
type of business, one location or
ten, five employees or 500, a coin
laundry or a couture drycleaner.  

The company has announced
that Intercap has completed a ven-
ture investment in Pivot’s soft-
ware. Pivot intends to use the pro-
ceeds to invest in engineering and
customer service.

The team behind Pivot has
over 35 years of experience in
building businesses and innovat-
ing in North America’s dryclean-
ing industry, he noted, including
managing Canada’s largest fran-
chise of drycleaners and its lead-
ing couture cleaner. 

Pivot is currently offering a 45-
day free trial.

To learn more, visit www.pivot.io.
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Tells A Story...
25 Years

All our customers are partners in our business.  Because of their ideas and suggestions, they
have provided us the ability to develop innovative equipment to help their businesses be
successful and more profitable.

We would just like to say

thank you
for being a part of our family.

http://www.sankosha-inc.com
1901 Landmeier Rd., Elk Grove Village, IL 60007 • TOLL FREE: (888) 427-9120 • TEL: (847) 427-9120
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YEAR ANNIVERSARY

�
�����

TAMPA,  FL — Unipress has a
steam cabinet that it says is easy
to operate and can increase pro-
duction with a minimum of train-
ing. 

The SC 1 cabinet offers quick
steam injection with a powerful
blower.

The dimensions of the unit are
75.5 inches tall, 40.5 inches wide
and 36.5 inches deep. The overall
depth with the door open is 50.75
inches. Net weight is 550 pounds.

The unit uses 85 psi steam
pressure and requires 1-2 BHP of
steam.
To learn more, visit unipresscorp.com.

Cloud-based
management

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads

TAMPA, FL — Kreussler Inc. that it has earned the U.S. Department
of Agriculture Certified Biobased Product label, making its SolvonK4
now able to display a USDA label that highlights its percentage of
biobased content.

Third-party verification for a product’s biobased content is ad-
ministered through the USDA BioPreferred Program, an initiative
created by the 2002 Farm Bill and recently expanded by the 2014
Farm Bill. One of the goals of the BioPreferred Program is to increase
the development, purchase and use of biobased products.

The USDA Certified Biobased Product label displays a product’s
biobased content, which is the portion of a product that comes from
a renewable source, such as plant, animal, marine, or forestry feed-
stocks. 

Richard Fitzpatrick, vice president of Kreussler Inc., said, “Being
the first and only drycleaning solvent on the market with the USDA
BioPreferred label provides credibility and visibility to Kreussler’s
commitment to our client’s needs and the environment. This new
BioPreferred label indicates that SolvonK4 has been independently
certified to meet the USDA BioPreferred program standards for

biobased content. Having the BioPreferred label from the USDA is
an important distinction for SolvonK4 and the SystemK4 drycleaning
process and Kreussler is proud of this achievement.”

Kreussler has partnered with Green Biologics, Inc. to produce
bio-based SystemK4. Green Biologics will use its patented fermen-
tation process to take locally-grown feedstocks from family-owned
American farms and convert it through a low-energy, minimal waste
process into the bio-based n-butanol used to produce SolvonK4, the
main solvent in the SystemK4 drycleaning process. SolvonK4 will
now be sustainable and bio-based while retaining the cleaning attrib-
utes of the original formula.

“This next step for SystemK4 adds a critical and significant ad-
vantage for our clients, the ability to market a bio-derived and sus-
tainable cleaning fluid,” said Fitzpatrick. “Green Biologics advanced
developments in fermentation has given us the ability to push sol-
vent-based textile cleaning into a new level and completes the picture
of unparalleled cleaning, cost-effective operations, extremely low
risk, and true ecological benefits.”

To learn more, visit www.kreussler.com.

USDA certification for biobased cleaning solvent Steam
cabinet



JULY, 2018 / NATIONAL CLOTHESLINE / PAGE 37

©2017 North American Bancard is a registered ISO of Wells Fargo Bank, N.A., Concord, CA, and The Bancorp Bank, Philadelphia, PA.
American Express may require separate approval. * Durbin regulated Check Card percentage rate. A per transaction fee will also apply.
**Some restrictions apply. This advertisement is sponsored by an ISO of North American Bancard. Apple Play is a trademark of Apple Inc.

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads



To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads

Steven Cantrell of Lynn
Haven, FL, was selected as the
recipient of the 2018 Textile Care
Allied Trades Association col-
lege scholarship fund. He is the
son of Glenn and Christie
Cantrell, who both work for
Jensen USA of Panama City, FL.
Mariah, his sister, was the TCATA
scholarship recipient in 2015.

Cantrell was chosen from an
outstanding group of applicants.
Ranked 11 out of 370 graduating
seniors in high school, he main-
tained a GPA of 4.50 despite a
schedule of demanding courses.
He was chosen to represent Beta
Club at the Florida State Convention where he competed in math
and was part of the Quiz Bowl team. He was also an active member
of Mu Alpha Theta and the National Honor Society, received the
principal’s leadership award, and was named the Mosley Top Senior
Science Student of the Year, among other honors.

He was also a member of the varsity baseball team for two years
that achieved state runner-up status. While on the team, he and his
teammates put together a workshop for disabled children to teach
them the game of baseball.

Having already completed his freshman year at the University
of Florida, where he made the Dean’s List,  Cantrell will continue
there this fall, where he is majoring in Aerospace Engineering.

“I continue to be very impressed with the quality of the applicants
that apply for the scholarship,” stated Leslie Schaeffer, TCATA
president. “The association is most pleased to provide assistance
for outstanding students like Steven, and we all wish him the very
best success in college and beyond.”
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Steve Cantrell

What this industry has needed for decades…
Plant Management Software! 

A program that walks a manager 
through the day-to-day plant operations.

Buy online! www.Tailwindsystems.Com                         Questions? Call 508.965.3163

Available as a software
download or 

pre-installed on a laptop

What are the results?
Stunning labor savings!

Major Features
� Labor Management – Daily Reports

� Productivity Reports – presser
production graphs

� Trending Reports – How does
today’s cost and productivity
compare to the past 30 days?

� Employee Hours Management –
How many hours? By employee,
department, day

� Comparison Reports – How does
volume, cost per piece and
productivity compare?

� Equipment Maintenance Logs

� Vehicle Maintenance Logs

� Employee Vacation Scheduling

� Employee Absenteeism Tracking

� Custom Dates Reporting – Costs
and Productivity over a speci5ed
range (even exclude some dates!)

� Daily Cost per Piece – All
departments

� Fully Customizable

� Real-Time Management Reports –
You’ll know how your costs are
trending every minute of the day!

� Comprehensive User Guide

� Constant Real-Time PPH Reporting

NEWSMAKERS

Garment Management Systems announced that
ZIPS Dry Cleaners has agreed to include the Quick-
Sort Automated Assembly System in all its new plant
designs and to recommend the system to all existing
franchisees.  

The screening process was well underway when
Drew Ritger became the new CEO of ZIPS Dry
Cleaners late last year. 

“Incorporating labor and space saving equipment
that simplifies assembly is a no-brainer,” Ritger said.
“Providing the best model for our operators to be
successful furthers our goal of growing the ZIPS
brand nationwide.” 

Ritger, who has a background in franchising and
growing profits, added that “space is a premium and
the QuickSort Automated Assembly System reduces

the footprint of the assembly area. Less square
footage in our new plants results in less overhead
which in turn helps our new franchisees be more
profitable.” 

Brett McLeod, president of Garment Manage-
ment Systems, was excited about becoming the pre-
ferred vendor. “One price cleaners are successful
because of their efficiencies and we are thrilled they
want to include our production piece of equipment
to help them be more efficient as well as save space,”
McLeod said. “Our mission has always been to pro-
vide dependable, accurate automation that is afford-
able.”

To date, around 15 assembly systems have been
installed with another five systems scheduled to be
installed in the coming months.

The staff of Wedding Gown Preservation Co. has received training from several industry ex-
perts. They included Dan Eisen (at left in the photo) on spotting, bleaching, wetcleaning and
fabrics and Bob Edwards (standing next to Eisen) of A. L. Wilson on using the company’s new
chemical formulations. Jane Zellers also worked with the staff on management, plant effi-
ciency and production. An OSHA representative trained the staff on chemical safety. Also pic-
tured are Mike Schapiro (third from right), president of the company, with staff members
Dawn Hromada, Tiffany Gay, Michelle Coish, Semka Karic, Amanda Spagenberg and Sheila

Sheldon Fishman, owner of
Fishman’s Personal Garment
Care in Calgary, Alberta, has been
named Canadian Manager of the
Year for Tailwind Systems.

Although Tailwind has been
selecting a Manager of the year
for nearly two decades, this is the
first time for bestowing a Cana-
dian Manager of the Year award. 

The awards go to a manager
that Tailwind’s Don Desrosiers
feels most understands the inner
workings of running a drycleaning
plant — a manager who “gets it,”
demonstrating that running a
drycleaning plant is dynamic.

“The one thing that is the same
in every plant that I’ve worked in,
in any country in the world, every
state in the union, is that every
plant is  unique in its own way,”
said Desrosiers. “There is some-
thing at every plant that has a par-
ticular nuance that I’ve never seen
before.”

A manager or owner who has
worked in a plant for years must
be ready, willing and able to adapt
what they do to accommodate a
new situation, a new volume
level,  or a new competitor,
Desrosiers said.

“Every drycleaning plant has
had to reinvent itself over the past
decade or so,” he said. “The econ-
omy has changed and still is
changing. In most cases, the piece
counts have dropped measurably.
So how does a plant adapt? How
does a manager react?”

“Usually,  when a busy plant
loses volume, all of the employ-
ees  remain  and they should be
working fewer hours,” he added.
“The problem is that they often
do not. The staff, consciously or
subconsciously, pads the time
clock and raises labor cost signif-
icantly. The staff may even blame
you and think to themselves ‘It’s
a lot slower here than it used to

be, and I don’t know why, but I
work 7-3.’   That mentality, if al-
lowed to take hold, is deadly.”

The economy in Calgary has
taken a hit over the past few years
and when the price of oil falls,
Calgary pays the price. 

“Given the need for
dynamic management, and seeing
it in real time at Fishman’s Per-
sonal Garment Care, the choice
for the Canadian Manager of the
Year is clearly Sheldon Fishman,”
Desrosiers said. 

“I have been visiting Fish-
man’s for many years. During the
time between my last two visits
there, many changes took place.
Piece counts are down, but man-
agement proved up for the chal-
lenge.”

Instead of waiting for business
to return to “normal,” Sheldon
went about the business of trans-
forming his generations-old com-
pany into the new normal,
Desrosiers said.

Tailwind’s Canadian Man-
ager of the Year Sheldon
Fishman with his wife Tasha.
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Friday, August 17

Get Noticed. Be Remembered
Brand Recognition, Create a Personal Brand;
Strategy for Success
Speaker: Krista Clive-Smith
10:00am - 12:00pm

Business Valuation and
Preparing for Business Succession
Lunch included
Speaker: Riaz Chauthani  
12:00pm - 1:00pm

Smart Social Media Marketing
Digital Marketing on a Shoestring Budget
and How Easy it can be
Speaker: Brian Rashid
1:00pm - 3:00pm

Maximizing Revenue Streams -
How to get Wash N Fold, How to Attract New Customers
to New Services, Use of New Technology (Lockers/Apps)
Speaker: Chris Moreno
9:30am - 10:30am

Show Hours: 10:00am - 5:30pm
Critical Update:
CA HR & Employment Issues - Explore Latest News on
Sexual Harassment in the Workplace, Minimum Wage
Issues, Hiring & Firing Issues and More
Speaker: Jibit Cinar
10:30am - 11:30am

President’s Reception
Renaissance Long Beach Hotel
5:30 - 7:00pm

Non-Members Full Registration
Early Bird Pricing - $55, $75 after August 1 • Individual Day - $40

Management Leadership Day

Contact Leslie Schaeffer for more information Leslie@bpscommunications.com • 215-830-8467 • www.calcleaners.org

Hotel Information

FREE

Adm
issio

n to 
Exhi

bit

Register TODAY!

www.c
alclea

ners.o
rg

Sponsored by

Since 1921

August 18-19
Long Beach Convention Center • Long Beach, California

Things To Do in Long Beach

Marketing for Profit
Speaker: Kyle Nesbit
10:00am - 11:00am

Show Hours: 10:00am - 4:00pm

The Team Approach to
Building Customer Service Excellence
Speaker: Jim Groshans
11:00am - 12:00pm

Event Schedule

Over 120 booths representing more than 60 companies. For the full list of exhibitors visit our website www.calcleaners.org

Saturday, August 18

Sunday, August 19

CCA MembersNo Charge

Saturday, August 8

Shirt Finishing Clinic
Presented by Unipress
12:30 pm

Stain Removal Clinic
Presented by A.L. Wilson
2:00 pm

Laundry Clinic
Presented by Faultless Starch
3:30 pm

Sunday, August 9

Pants Finishing Clinic
Presented by Sankosha
12:00 pm

Stain Removal Clinic
Presented by R.R. Street & Co. Inc. 
2:00 pm

THANK YOU to our Sponsors!

LIVE Clinics on the Show Floor

CCA Members - $160 • Non Members - $250

Pine Avenue Restaurants • Aquarium of the Pacific
The Queen Mary • Long Beach Museum of Art

Beach City Food Tours • Knott’s Berry Farm Theme Park

Host Hotel:
Renaissance Long Beach, 562-437-5900 • Show Rate: $189

Hyatt Regency Long Beach, 562-491-1234 • Show Rate: $210

Reserve roooms at www.calcleaners.org
Discount Hotel Rooms Available (Expires July 25)

SHOW HOURSSaturday: 10am - 5:30pmSunday: 10am - 4pm
LIVE Clinics on the show floor

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads
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Coils Designed To Meet Your Specific Needs
At Factory Direct Pricing

213 Chesterfield Industrial Blvd.

Chesterfield, MO 63005

636-532-1523 • 800-532-2645
Fax: 636-532-8259

®

Booster Coils

Hot Water Coils

Steel  Stainless Steel Cupro-Nickel...and more

Steam Distributing Coils

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads

(816)  739-2066

CASH IN ON SPRING CLEANING WITH THE
DRY CLEANERS BEST FRIEND…

Silk Magic!
AAnn EExxcceeppttiioonnaall,, PPrroovveenn DDrryy CClleeaanniinngg PPrreessppootttteerr TThhaatt DDooeess NNoott LLeeaavvee RRiinnggss..

GGrreeaatt FFoorr UUssee OOnn::

�� Bed Comforters     �� Bed Spreads 
�� Pillow Shams & Skirts
�� Water Sensitive Duvet Covers (Silk, Rayon, Wool, Linen)
�� Snow/Rain Marked Silk or Silk Blend Clothing
�� Winter Wool or Wool Blend Coats for Storage
�� Curtains (Wool, Linen, Ramie, Rayon or Silk)

ENVIRONMENTALLY SAFE AND COMPATIBLE
WITH ALL DRY CLEANING FLUIDS

ENVIRONMENTALLYL SAFE AND COMPAPP TIBLE
WITH ALL DRY CLEANING FLUIDS

ENVIRONMENTALLY SAFE AND COMPATIBLE
WITH ALL DRY CLEANING FLUIDS

Contact Your Distributor or Call Royaltone today
11--880000--333311--55550066

wwwwww..rrooyyaallttoonnee..ccoomm

tttoodddaayy

Silk Magic…
Our #1 Seller and As
Reliable As Your Old Dog!

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/adsTo learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads

Text Label Printer
Permanent Clothing 
Label Cartridges 
Eliminate paper tags 

Scanner/barcode
Pre-printed sequentially numbered 
heat seal barcode 
labels in one 
day, Four sizes 
with or without 
a side stripe

Heat Seal Presses
You Deserve the Best! The Ultimate Heat Seal Machine
  Choose from 3 models, 7 interchangeable   
   lower platens, single or dual heat
        115V or 230V    2 Year Warranty
           Proudly Made in the USA • Built to OSHA Standards

Save Time, Labor 
and Money 

with EzProducts

Stop Shaking Out Shirts 
Genuine MBH Rope-Ties 
& Zip-Ties
Five Colors available for special handling, 
finishing or routes

Molly the 
HangerDolly 
Easily store 
and transport 
500 hangers

EzLabelOff 
Removes heat 
sealed labels from 
most fabrics

Toll Free

877.906.1818
www.ezpi.us
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3 used Unipress DAYV shirt units:
Year 2000; Year, 2003; Year, 2004. All
units are 1-DAYV, 2-3TZs, 1-ABS (4
pieces). Best offer. Location: Silver
Spring, MD & Owings Mills, MD. Call
Habib 240/447-9498 for info.

Rates: $1.70 per Word. $35 minimum
Deadline 10th of the Month

To place an ad, call (215) 830 8467 
or download the form at
www.natclo.com/adform
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Newhouse Specialty
Company, Inc.

Call 877-435-3859 for a
Newhouse Catalog or go to

www.newhouseco.com
to download and print a page.

High quality products for Drycleaners
and Garment Manufacturers.

Serving our customers since 1946.

Equipment and Supplies 

Reweaving
Services

Market Place

QUALITY REBUILT 
EQUIPMENT

BUILT TO THE HIGHEST
STANDARD AT

AFFORDABLE PRICES
Phone: 757/562-7033.  

Mosena Enterprises Inc.
PO Box 175

26460 Smith’s Ferry Rd.
Franklin, VA 23851

richardm@mosena.com

www.mosena.com

Destroys
• SmokeOdors
• Pet Odors
• Food Odors
• Mildew
Removes
Odors From:
• Clothes
• Rugs
• Drapes
• Furniture

Dry Cleaner’s Special!
www.sonozaire.com
Call 800-323-2115
for nearest
distributor

Business Opportunities
Sell Your Drycleaner

New Jersey
Pennsylvania
Delaware

Patriot Business Advisors
Phone: 267-391-7642 • Fax: 800-903-0613

broker@patriotbusinessadvisors.com
patriotbusinessadvisors.com

Catalogs

Plant
Design

Expanding? Consolidating? Reno-
vating? Relocating? We provide cost-
saving plant layouts. Visit
www.drycleandesign.com. Email: bill-
stork@drycleandesign.com. Phone
618/531-1214.

MiMiss an issue?ss an issue?
Looking for an article?Looking for an article?

Then visit www.natclo.comThen visit www.natclo.com
• Current issue and recent back issues• Current issue and recent back issues

of National Clotheslineof National Clothesline
• On-line classified ads• On-line classified ads

Find it fast when you need it with Find it fast when you need it with 
National Clothesline on-line.National Clothesline on-line.

S & W Equipment
We buy and sell used
and refurbished dry
cleaning equipment

Quality refurbishing 
using OEM parts. 

Please visit our website at
www.swequipmenttx.com

972/276-2794

Positions
Available

Drycleaners for sale w/shirt laundry.
Est. 2001. Henderson, Nevada. 150K
gross. Operational store of just equip-
ment. Absentee owner retiring. Asking
59K. All reasonable offers considered.
702/838-5900.                                tfc
For Sale Drycleaning/laundry over
$200K cash flow; revenue $550+. Nine
full-time employees. 3,400-sq.-ft. free
standing building. Heath, TX, area.
Owner retiring. Asking $1.2 million.
903/235-2850                                 7c

Diamond Cleaners
Computer from $888
Call now: 800-298-5968

Visit these advertisers’ web sites!
Links to all are listed at www.natclo.com/ads

July 2018
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To place your classified ad, download the pdf form 
at www.natclo.com/adform 

or e-mail info@natclo.com or call (215) 830-8467.

Established commercial laundry,
drycleaning and restoration company
in Houston, Texas is seeking a Plant
Manager for its production facility. Re-
sponsibilities: management of
drycleaning/laundry/restoration facility,
production staff, along with oversight of
hotel delivery routes and drivers. Must
be organized, customer focused, de-
tailed oriented, knowledgeable in MS
office products, and willing to work 6
days per week. Drycleaning/laundry
experience and bilingual (Spanish) are
a plus. Requirements: management/
supervisory experience, excellent ver-
bal and written communication, High
School diploma or equivalent with a
minimum of three years of production
experience. Send resume
apply@restorationcleaners.com.
Maintenance Technician. Challeng-
ing opportunity to join an expanding
commercial laundry, drycleaning and
restoration company. Responsibilities:
perform facility maintenance on clean-
ing and pressing equipment, possibly
at multiple locations. Requirements:
minimum of 2 years of experience in
facility maintenance. Must possess a
high-level of mechanical ability, com-
puter skills, valid driver’s license, ability
to travel and a High School diploma or
equivalent. Send resume to
apply@restorationcleaners.com. 

Without-A-Trace: Chosen the best in
the U.S. by the Robb Report. Over 50
years experience. Experts in silk, knits,
French weaving and piece weaving.
For more information, please view our
web site: www.withoutatrace.com.
3344 West Bryn Mawr, Chicago, IL,
60659. 1-800-475-4922                      
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Since 1919 Parker boilers have been 
engineered for more efficient operation 
(whether gas, oil, or combination gas/
oil fired) for delivery of hot, dry steam 
in less than 10 minutes. And Parker 
boilers have a longer service life 
for a greater return on your 
investment.

Parker boilers are designed for 
ease of routine maintenance, 
annual inspections, and on site 
repairs, so there is less down time, more reliability. 
Parker boilers also have extra heavy, insulated, 
double-wall steel cabinet construction (Stainless 
steel cabinet lids and/or sides available).

All Parker boilers are delivered complete, 
ready to connect to utilities. What’s more, 
every boiler is test fired before it leaves 
the factory so you can count on getting 

up and running as soon as possible.

Kompact mounted return 
systems are available on 3 to 
25 hp boilers to save on 
installation costs.

All of Parker’s superior quality 
boilers are available at competitive 

prices and have been distributed through 
our regional representatives for over 60 
years.

All our Low NOx models are 
certified to SCAQMD Rule 
1146.2 emission requirements.

Parker boilers are UL or ETL 
listed and ASME and NB 
registered. 

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads



Tensioning Blouse/Shirt/Jacket/Form Finisher
• Sizes From 0 Petite To 3 XL and larger
• Blouses, Shirts, Jackets, Labcoats
–Wet or Dry

• Dual, Rotating Front Clamps
(Patented System)

• One Heated For Wet Shirts/Blouses
• One Unheated For Drycleaned
Shirts/Blouses

• Front Clamps Pivot & Rotate
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The Future Is Here!

INTRODUCING

PRESTO FC

Single Buck Hot Plate Shirt Finisher
• Full Length, PTFE Coated Plates
• No Shine Cu; Placket Presses
• Rear Tensioning With Vacuum & Pull Down
• Sleeve Angle Adjustment
• Top Hood Removes Heat From The Work Environment

NO MORE SHINENO MORE SHINE

PRINCESS
ULTRA

The <rst machine that can <nish the entire pair of pants
INCLUDING THE CREASE with one operator at a level of
quality superior to conventional equipment.
• For All Types Of Pants;
– Creased Or Uncreased
– Pleated Or Unpleated
– Men’s Or Ladies

• No Experienced Operator Needed
• Requires Less Floor Space Than Conventional Equipment
• Rotating Cu; Clamps For Creased/Uncreased/Flat Front Finish

PANTASTAR

No Need To Disconnect & Store Unused ClampNo Need To Disconnect & Store Unused Clamp

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads


