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Evaluate carefully 3818 New ways of spotting

If you are still
removing stains the
way you always have,
Dan Eisen wants you
to know that things
have changed.

Compressing air

  National

Clothe sline

Former DLI
garment analyst
Chris Allsbrooks
will be among the
speakers at NEFA’s
Fall Fest.

12Ready for Fall
Bruce Grossman
takes a part-by-part
look at the inner
workings of the air
compressor and how
they do the job.

Frank Kollman warns
that employee
evaluations can be
fraught with pitfalls
that can put an
employer at risk.

For an employee at Milt & Edie’s of
Burbank, it was a strange week for the ages.
It all started after a hard week of Alexis
feeling homesick (she recently moved from

the City of Lights to the City of Angels).
Then, things got weird fast.

Not only did she wait on a sporadic
Melissa McCarthy (star of The Bridesmaids

and The Heat), she then appeared on The
Ellen DeGeneres Show, received $20,000
and was featured in a viral video that ap-
proached one million hits in less than a
week.

Viewers of Ellen DeGeneres’ daytime
talk show are familiar with a prank she
likes to pull on celebrity guests, having
them visit a public place and agree to repeat
whatever she says to them via a hidden
speaker in their ear. She has played the hid-
den camera joke on the likes of Adele,
Emma Watson and Bruno Mars.

However, McCarthy’s version may have
taken the cake. Dumping clothes on the
front counter in front of Alexis, the star
acted disoriented as the young counter
worker asked her how she was doing.

DeGeneres told McCarthy to say she
had accidentally taken two Tylenol PMs
for her headache and then compounded her
sleepiness by mistakenly drinking “sleepy-
time” tea instead of green tea in an effort to
wake up.

“Oh no, so you’re like super tired now?”
a concerned Alexis asks, then displays in-
credible patience and professionalism for
several minutes as McCarthy repeats things
like: “I’m [BLEEP] up! I’m seriously
[BLEEP] up!”

On an extended cut of the prank on el-
lentube, McCarthy also explains to Alexis
that there’s a stain on her blouse that most
people cannot see, but she needs it out
nonetheless. Then she adds that it’s her hus-
band’s blouse and laughs hysterically as
Alexis maintains her composure, obviously
perplexed by her erratic behavior.

The check-in stretches out much longer
as McCarthy offers a few pitches for Milt
& Edie’s infamous outdoor sign that always
features funny or inspirational messages.
Her suggestions, however, were not really
good enough to make the cut.

“Teach a man to press his shirt and we’ll

hire him,” says McCarthy before cracking
up. She adds (thanks to DeGeneres acting
as a mischievous Cyrano de Bergerac):
“Oh, that’s a good one. You can see why
I’m so successful.”

The more McCarthy strays off script,
the funnier the video becomes. Another
sign suggestion from Ellen: “When life
hands you lemons, say, ‘Hey, cool. Free
lemons.’”

McCarthy’s version comes out in a
slurred manner as: “One lemon said to the
other lemon” before she trails off and nods,
adding: “That one’s a thinker.”

The next suggestion just gets worse as
McCarthy fails to recall a long stretch of
dialog from DeGeneres. “Fool me once,
shame on you,” she begins, before going
off book. “Fool me twice, shame on you
for fooling me, and shame on you. Shame
on you.”

“I like that one,” Alexis smiles. How-
ever, her demeanor changes when Mc-
Carthy drops to the ground (on command)
and she rushes to help. That’s also when
everybody in the store becomes concerned.

Once “revived,” the Emmy-Award win-
ning actress says “Emilio Estevez” emphat-
ically before being helped back up. Thank-
fully, McCarthy finally spills the beans on
the prank and Alexis is clearly stunned.

She quickly forgives the actress, who
hugs her and says to blame Ellen for mak-
ing her do it.

Naturally, the video went viral later that
day, but that’s far from the end of the story.
On the following day, DeGeneres invited
Alexis to appear on her show that has won
61 Daytime Emmy Awards to date.

Ellen begins the segment by explaining,
“So, I felt so terrible about the poor woman
having to take care of Melissa. I wanted to
meet her, so I can apologize in person.”

During the subsequent interview, Alexis

Mayhem and mischief at the counter

Continued on page 8

Milt & Edie’s staff rushed to assist Melissa McCarthy after she collapsed to
the floor just before it was revealed that it had all been an elaborate prank
for an Ellen DeGeneres show. A few days later, Alexis, who was working at
the counter and was the main target of the prank, was invited to appear on
DeGeneres’ show to receive an apology, congratulations for handling the sit-
uation so well and, to top it off, a check for $20,000.

16

In lieu of having their annual conference in Kansas City, MO, The Route Pros
teamed up with two of their clients to host regional conferences.

The first was at Puritan Cleaners in Richmond, VA. Thanks to Gary Clover, Norman
Way and Montell White, more than 20 participants were in attendance. Meeting at Pu-
ritan’s Route Hub, the 2 1⁄2 day course was filled with topics like wash-dry-fold and ad-
vanced sales training.

Two weeks later, Classic Cleaners in Indianapolis, IN, was the place for Round 2.
Over 25 participants drove in for the Friday through Sunday Conference.

“What blows me away is the commitment of our clients,” said The Route Pros’
James Peuster. “Many cancelled their routes on Friday for ongoing training!”

Route Pros clients came from all over the country to see the route hubs and to
network with many of the industry’s best route leaders and performers.

Peuster offers his take-aways from the two conferences in his column on page 22 of
this issue.

Deviating from their normal
routes to learn to do them better

Cleaners gathered for the second Route Pro conference in Indianapolis.
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Built Tough  
to Weather 
the Storms

Cyclone CT

HS-2H Hurricane Double Buck 
with Optional Hood

HS-1 Hurricane All-In-One

The new Cyclone CT has many of the outstanding features
of the Hurricane Series for a High Quality Finished Shirt.

CYCLONE CT Boasts a Low Price and Smaller Footprint

Adjustable Arm Height

Contoured Pressing Heads

See Us at NCA’s Texcare • Booth 621
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Shining when the spotlight is on
According to statistics from a social media survey by Buffer about two years ago, more than 500 million hours of video

are viewed each day on YouTube alone. Forbes adds that over 500 million people also watch videos on Facebook every day
(that figure is from 2018). If you have a Facebook page, that’s a lot of background noise to compete with, which makes the
prospect of ever going viral with a post a slim one.

While it’s unclear just how many views make a video viral (like, say, a million in a relatively short amount of time?), it’s
estimated that only about one percent of all of those videos posted on Facebook will end up with that highly coveted status.
That information comes from two years ago when Wochit analyzed more than 5,000 social videos created between March and
May 2017. When you consider how many professional companies devote a bulk of their resources to hit that magic viral video
status, the rest of us ordinary, less savvy web users have little or no chance to make it to that one percent.

That’s precisely why it was such an extraordinary couple of weeks for Milt & Edie’s and the drycleaning industry. When
the video of Ellen Degeneres pranking the staff of the company with the help of actress Melissa McCarthy exploded online, it
was a win-win for all drycleaners. The video is highly hilarious and entertaining, but more important, it depicts a very
professional drycleaning store that operates smoothly even when customers behave very unusually. The counter employee who
waited on McCarthy — Alexis — showed patience, concern, professionalism and kindness even though she was oblivious to
the practical joke. Then, when interviewed by Ellen on her daytime talk show, she comported herself very well. Kudos!

It could have gone down much differently from start to finish. Milt and Edie’s owner Michael Shader (the only one
outside of Ellen’s camp that knew about the prank) took a calculated risk. It was the first time he opened his doors to a film
crew (and there have been numerous requests). Normally, doing such a thing interrupts business and could negatively affect
customer service, but it was Ellen, so Shader decided to take the plunge. It’s hard to argue with the positive final results.

Of course, it didn’t hurt that clearly the front counter staff at Milt & Edie’s are trained to be professional and ready to
handle anything thrown at them. Shader knew that, and now, so do over a million people (and counting).

When it costs a lot to be cheap
Dolly Parton once famously joked (about herself): “It costs a lot of money to look this cheap.”
A variation of that quote comes to mind whenever we see a new product or gizmo that promises to help avoid “expensive”

trips to the drycleaner. We think those who buy into one of these home drycleaning solutions will soon have to admit, “It costs a
lot to be this cheap.”

It started more than 20 years ago when Procter & Gamble took aim at drycleaners with a product called Dryel. This
“home drycleaning” product, promising to reduce trips to the cleaner and even remove stains, generated a lot of media buzz and
even received a “Good Buy” award from Good Housekeeping. It had all the makings of a juggernaut product that could steal
millions away from the industry. 

But a funny thing happened to that juggernaut on its way to wiping out the drycleaning industry. Numerous media outlets
performed side-by-side comparison tests between drycleaning and Dryel and drycleaning came out on top. Dryel’s ability to
remove stains was spotty, at best, and any wrinkles left in the garment were the consumer’s problem. Any savings could quickly
be lost in the time spent getting the garment ready to wear.

That didn’t stop the at-home drycleaning proponents. Since then we have seen all kinds of do-it-yourself home care
products, from detergents and stain removers to steam cabinets to something that calls itself a shirt press. There is even a home
drycleaning closet out there for about $1,800.

Assuming these things actually do the job, then all one needs is the money, the space and the time to do drycleaning at
home — inconveniently. We suspect that anybody who goes down this path will soon find out that the magic of drycleaning
isn’t magic at all; it’s a lot of hard work. The stains don’t come out just because some liquid in a bottle promises to remove
them. Dirt is not removed by tumbling in a dryer or dousing clothes with steam. Wrinkles will be there until you press them
away. And as to savings, it costs a lot to be so cheap, especially if you value your time.

The fact that all these products exist tells us that people want to keep their clothes clean, fresh and pressed. It’s also the
reason drycleaners exist. The important thing is to make sure people know drycleaners have the best and most convenient
solution and, all things considered, it’s not that expensive. So don’t spend so much trying to be cheap.
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Roots and routes
E

ven during last decade’s reces-
sion, Curtis Cleaners of Grand
Rapids, MI, enjoyed growing

sales. The company, now 66 years old,
has been in the hands of a third gener-
ation — brothers Andy and Chris Cur-
tis — for more than ten years, though,
the second generation owner, John
“Bucky” Curtis, is still around to watch
his sons steer the ship.
In the last decade, they’ve focussed

on expanding pickup and delivery
routes. The move was borne out of ne-
cessity when the Curtis brothers real-
ized that the continuous growth of the
family business hit a snag.
“During the recession years, we

were always growing by 15, 20 or 25
percent because we were adding
pickup and delivery even though retail
might not have been going up. We were
always growing new routes,” noted
Chris. “Then, a couple of years later it
finally hit us. It was kind of a flat year
and retail took a dive. Routes didn’t
grow for the first time and we thought,
‘Whoa! What’s going on?’”
For about a year-and-a-half, the

downward trend persisted prompting
the brothers to hire Business Develop-
ment Manager Greg Cutler to reinvig-
orate the routes. Revenues soon began
to climb back up again.
“I think Greg asked me to buy a new

van in June. That was a pretty solid
‘no.’ Then, he wanted to start a new
route and a new territory and then…
well, now we have a new van and a
new route,” Chris said. “I hope by this
time next year to have another man and
another van.”
Originally, when Chris joined the

company he was a bit confused by the
delivery concept. He asked Andy if it
would be similar to pizza delivery.
Andy explained that the idea would be
more like a garbage truck, having spe-
cific routes to run on certain days.
It was not a bad analogy considering

dirty laundry is about as desirable as
garbage to some people. Regardless the
Curtis family’s roots were built on piles
of unclean clothes.

B
ack in the early days, Andy and
Chris’s grandfather Richard
Curtis (not to be confused with

the director of Notting Hill and Love Ac-
tually) didn’t mind dirty work; he just
didn’t want dirty attire.
As a lieutenant in the Marines, he

had grown accustomed to impeccably
crisp and clean uniforms. Starting Cur-
tis Cleaners was essentially a way to
make sure he could have his suit
pressed to his liking.
“He couldn’t get anything

drycleaned in town. He couldn’t get his
suit pressed,” Andy noted. “He didn’t
like that.”
At about the same time he opened

the business in 1953, he also utilized
his tinkering skills to build fully
stocked drycleaning plants and laun-
dromats, including many Wash King
franchises. That venture became a sec-
ond business: Curtis Equipment Com-
pany. Richard set up stores all over
Michigan, Indiana and Florida.
As gifted as Richard was with his

hands, he also had a larger-than-life
people-pleasing personality, which cer-

tainly doesn’t hurt when you own a
drycleaning plant. Also playing a big
role was Kevin Smith (not to be con-
fused with the director of Clerks and
Mallrats) who married into the family
and also spent most of his life with Cur-
tis Cleaners.
Kevin was honored after his death

about four years ago when Curtis
Cleaners added to its sign: “Now De-
livering to Pearly Gates. RIP Kevin.”
“It was kind of sad,” Chris recalled.

“He and my dad were partners and

they worked out a buy-out. He was of-
ficially retired and he made it six weeks
before he passed.”

A
fter Richard, Kevin and Bucky
spent decades building the busi-
ness up, about 15 years ago a

load of rags almost ended its run.
“We had a fire in 2004, so we’re kind

of completely rebuilt at that point,”
Chris noted. “In the laundromat, there
was a customer — a restaurant cus-
tomer — had left their rags in the dryer.
Our staff member removed them from
the dryer and placed them in a paper
sack and they spontaneously com-
busted.”
He also noted the humor of the situ-

ation, especially the timing: “I always
like to joke with them… we were
blessed because of the fire because
Kevin and Bucky had to deal with all
of the headaches and now we have to
deal with this brand new plant.”
Of course, the Curtis brothers have

had their own challenges to overcome.
When revenue growth atrophied, they
called in the Route Pro James Peuster
for help.
“I went out with James that [first]

day and I think we signed up the per-
son at the first door we knocked on.
James says, ‘It’s not always that easy!’”
Chris recalled. Next, Peuster went to
help Andy. “We met back up a few min-
utes later and they were running down
a driveway getting oranges thrown at
them.”
“All the good things happened to

James when he was with me,” Andy
laughed.
Andy is a “lifer”in the cleaning in-

dustry and if he had to wager a guess,
he’d say he’s been at the plant since the
day he was born.
“I think I got my first official pay-

check when I was in sixth grade,” he
recalled. “For a little while, we had a
car wash, too, in front of the building. I
would come after school and on week-

ends straight to the bays and clean
them up and sweep the floors in the
laundry. All the things that I complain
about now that don’t get done, I used
to do.”
He currently sits on the board for

the Michigan Institute of Laundering
and Drycleaning.

C
hris, on the other hand, went an-
other direction at first. He spent a
few years as a residential realtor,

but unfortunately those years were

right on the cusp of the recession.
“I went into real estate right out of

high school,” he explained. “It was not
a great time for an 18-year-old to try to
sell real estate. I needed a paycheck.
Then, Andy started telling me about
this pickup and delivery thing.”
The delivery routes have always

been an area of focus for Chris with the
company. He oversees a lot of the
routes himself and finds time to work
the front counter and the back office.
Andy is the head drycleaner/spotter
who runs the day-to-day operations of
the plant and also shares times with his
duties at Curtis Equipment, Co., which
Bucky still manages.
The two siblings have worked well

together so far. “It’s certainly not al-
ways sunshine and rainbows, but at the
end of the day, we’re all in it together,”
Chris laughed.

T
oday, the company’s main pro-
duction facility takes up a little
over 7,000 square feet in Lowell,

plus they have two additional locations
in Grand Rapids and Cascade. Overall,
they employ roughly 30 to 35 people.
Approximately ten years ago, they

had zero route customers. When Andy
started the project, they put five good
regular customers on it. That was the
beginning of 2009.
After years of dodging slamming

doors and flying fruit (“We try as much
as we can to have our guys be door-to-
door salesmen,” Chris said.), they esti-
mate about 60 to 70 percent of the busi-
ness is from the delivery routes.
“We currently have six route vans

on the road Monday/Thursday and
Tuesday/Friday,” Chris explained.
“The total number of routes could be
anywhere from 14 to 16.”
Even when a foot of snow falls, the

routes remain open (though the vans
might carry salt buckets and be
equipped with snow tires). 
“I think we’ve only officially closed

the routes one day in ten or so years,”
Chris added.

N
ot all cleaning jobs are equal at a
drycleaning plant, of course, but
some are completely unique.

Case in point: a person called the com-
pany out of the blue one day and said,
“I’ve got some fire hoses… can you
wash them?”
“A local firefighter goes around the

country and collects used fire hoses
that have failed their tests and they

can’t put them in service anymore,”
Andy said. “He goes around and col-
lects them and turns them into apparel:
belts, rugs, wallets, all sorts of different
stuff. They were power washing them
for a while.
“It took some figuring out but we’ve

got a system now. So, he brings in loads
of fires hoses and we run them through
some of our old washers in the back
warehouse that we use for horse blan-
kets and that kind of stuff. We run them
through there and hang them up to dry.
It’s good money.”
Originally, it was quite perplexing

to receive “giant wads of 150-ft. long
fire hoses.” Now, they worked it out
with the client (the business name is
Ladder 34) to bring them in rolled up
and folded up more neatly in contain-
ers.

A
ccording to Andy, it’s jobs like
that one that keep the work in-
teresting.

“There’s always something to do. If
you’re bored and you can’t find some-
thing to do, you don’t want to be here,”
he said. “There’s always a stain you
can’t get out or a challenge on a delicate
item and the way they make things
now. It’s always challenging. Most
drycleaners don’t keep up with the fab-
rics. They keep changing the way they
make all the clothes and we don’t
change the way we’re processing the
clothes. That’s one thing we’ve done in
the last couple of years; we’ve really
changed the way we process clothes. I
think that’s going to make a big differ-
ence in the long run.”
The fire of 2004 was unfortunate, but

virtually every piece of equipment has
been upgraded since and the plant is
running better than ever. In the end,
just as it was for Richard in the begin-
ning, it’s about that final result.
“It’s always about getting a higher

quality and letting the machines do
more of the work,” Andy said.

Curtis
Family
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Chris, John and Andy Curtis
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Texcare 2019, the National Cleaners As-
sociation’s biennial drycleaning and laun-
dry trade show, will take place Oct. 19 and
20 at the Meadowlands Expo Center in Se-
caucus, NJ.

NCA is also planning to hold its second
annual Coats for Kids golf outing on Mon-
day, Oct. 21 the day after the show closes.

The exhibit will offer opportunities to
learn about new solvents and cleaning tech-
nologies, demonstrations of automation
software and a chance to meet new ven-
dors.

The exhibit hall will be open from 11
a.m. to 5 p.m. on Saturday and 10 a.m. to 4
p.m. on Sunday. Admission to the exhibit
hall is free for all cleaners.

Advance registration for TexCare regis-
tration can save time at the site. For infor-
mation, email annhargrove252@gmail.com
or visit www.texcareusa.com.

On both Saturday and Sunday seminars
will begin at 9 a.m.

The first seminar on Saturday will ex-
plain how to grow your business with voice
search.

“The world is changing and you have to

change with it to stay relevant,” NCA said.
“Gone are the days of the Yellow Pages
and the Pennysaver; here are the days of
the apps and voice search.

“Disruptors are counting on drycleaners
to be unaware of the change happening
around them. Prove them wrong.  Find out
what changes are happening in the world
— from voice search to Alexa and Siri, and
how you can use them to attract and keep
customers.”

A 10 a.m. panel presentation will cover
computer systems. Attendees will learn
how the industry’s leading software
providers can help you grow and control
your business, from facial recognition to
key performance indicators, to text mes-
saging and garment tracking.

The first Sunday morning session will
help answer the question “Is Now the Time
to Get Out or Grow?”

Whether you are thinking about growing
through acquisition or thinking you have
had enough and want to sell, this seminar
will offer tips and techniques in identifying
likely buyers and sellers, negotiating and
establishing a reasonable value.

At 10 a.m., a seminar will address di-
versification and things you can do to make
more money.

From added services available for just a
small investment to dramatic diversification
opportunities exist that could change the
entire trajectory of your business, this panel
presentation will offer fresh new ideas and
possible avenues of growth.

Also on Sunday, NCA will offer New
York state-mandated sexual harassment
training which has an October deadline.
The training will be offered in both English
and Spanish sessions on Sunday at 10 a.m.
and 4 p.m.

Preregistration for the training sessions
is recommended as space is limited. Con-
tact Ann Hargrove at (800) 888-1622 to
preregister or for more information.

NCA has secured special rates at two
nearby hotels. Embassy Suites offers king
suites at $189 and double suites at $199.
Both rates include a cooked to order break-
fast. Call the hotel, (201) 864-7300, for
reservations.

The Holiday Inn Secaucus offers king
or double rooms at $149. Call the hotel di-

rectly for room reservations, (888) 231-
5540.

Reservations and other information can
be found on the NCATexcare website,
www.texcareusa.com.

On Monday following the show, NCA’s
Coats for Kids golf outing will take place
at the White Beeches Golf and Country
Club in Haworth, NJ.

That event will begin with registration
at 10 a.m. followed by a buffet breakfast
before the noon shotgun start.

Evening activities will include a three-
hour open bar beginning at 5 p.m. Dinner
and carving stations will be available be-
ginning at 6 p.m. with awards and raffles at
7 p.m.

Since 1967, NCA’s Coats for Kids has
facilitated the collection, cleaning and do-
nating of coats for children in need, part-
nering with local drycleaners and other or-
ganizations.

To join the golfers or be a sponsor, con-
tact Joe Hallak at jjh@hallak.com or
Richard Aviles at Richard@kinggarment-
care.com. Online registration is available
at www.coatsforkidsusa.com.
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Exhibits, seminars by NCA in Secaucus

To learn more, visit
ALWilson.com

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

Become a STAIN WIZARD at ALWilson.com
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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.
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Mischief at
Milt & Edie’s
notes that she has seen quite a few
celebrities at the cleaners, but see-
ing McCarthy “was like a whole
different level because that’s like
my favorite artist. I just love her
so much.”

Then, after a couple of days
full of big surprises, she received
the biggest one of all. DeGeneres
adds at the end of the interview,
“Well, we wanted to have you on
just to apologize, but since then I
learned that you owe some money
in student loans. You’re trying to
save money for a car and you’re
such a good person, you were so
patient with her. You didn’t get
frustrated. You didn’t tell someone
to come help. You just stayed
there with her the whole time. So,
I want to reward your kindness.
So Shutterfly wants to give you
$20,000.”

Overwhelmed by the gesture,
Alexis cries and hugs Ellen. It’s a
nice ending to the story. 
Behind the Scenes

Like most things out of Holly-
wood, there was quite a bit going
on behind the scenes before Mc-
Carthy initially even showed up
at Milt & Edie’s.

Michael Shader, co-owner of
Milt & Edies with his wife, Beth,
was the only one outside of Ellen
DeGeneres’ team that knew about
the hidden camera prank. It almost
didn’t happen, however.

“Because of the nature of how
we conduct business, we are con-
tacted a lot by the entertainment
industry to come in and shoot and
make commercials, or this or that,
and the irony is they want us to
shut down,” he explained.

Closing down a 24-hour clean-
ers would prevent Milt & Edie’s
from giving the kind of service
that draws such people’s attention
in the first place. 

“For the sake of our customers,
we say, ‘No,’” Shader added.
“This is the first time we’ve al-
lowed it, because first of all it is
Ellen and Melissa happens to be
our customer… and I was the only
one who actually knew that it was
going down.”

See Us at  NCA’s Texcare 
Booth 424
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USED* DRYCLEANING EQUIPMENT PRICE
Marvel 30 lb. Transfer Washer/Extractor $3,995
Hoyt 50 lb. Petro-Miser $9,500

DRYCLEANING PRESSES
Forenta Utility Press $3,195
Hoffman Mushroom Topper $3,600
Forenta Single Legger $3,800
Unipress V3 Versaform $8,995

LAUNDRY WASHERS & DRYERS
Milnor 35 lb. Washer $2,795
Dexter 60 lb. Washer $3,800 
Speed Queen 120 lb. Steam Dryer $4,500
Unimac 60 lb. Washer $4,595

LAUNDRY PRESSES
Hoffman Bantam Body Press $2,995
Hoffman Double Topper $3,450
Fujistar Double Buck w/unloader $14,000
Ajax CBS Sleever $3,995
Forenta 54” Apparel Press $3,400
Sankosha LP190 Double Buck $29,000
Forenta Collar and Cuff $3,600
Unipress LS2 Double Buck $16.995

OTHER
Fimas Finishing Board $1,695
Boch 20” Extractor $3,995

DF-200U Rotary Form Finisher
• Body Up/Down Function

• Wide Body Fit - Female XXS to Male XXL

•  Front and Side Clamps / Shoulder Width Adjustment

•  Soft Sleever - Fits any size and shape

DP-420TU-V2 Utility Press
• Self-contained vacuum

• Automatic motor stop (after 10 seconds)

•  Inverter for Vacuum Motor

All Equipment Tested Prior to Shipping
Your Satisfaction Assured

DRY CLEANING PRICE
Sankosha Triple Puff Iron $1,960
Forenta Utility Press $6,295
Lattner 20 H.P.WLF Boiler $14,995
Forenta Form Finisher $4,195
Unisec 50 lb. Dry to Dry Easysec $29,995

LAUNDRY
Ipso 50 lb. Gas Dryer $3,350
Bantam Body Press $3,995
Wascomat 83 lb. Gas Dryer $3,675
Ipso 60 lb. Hard Mount Washer $8,595
Ipso 55 lb. Soft Mount Washer $10,500 
Electrolux 62 lb. Washer $8,195
Forenta 53” Laundry Legger $6,695
Miele 30 lb. Soft Mount Washer $7,900
Fagor               60 lb. Washer $7,995  

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

√

SSeerrvviinngg tthhee IInndduussttrryy ffoorr 3322 YYeeaarrss

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

Our Founder, Mitsuyuki Uchikoshi began as a Dry Cleaner.
Running a cleaning store, his eyes always went toward

one thing – the pressing machines. Eventually, he decided to
become a finishing equipment press manufacturer. This was
the beginning of Sankosha Manufacturing over 40 years ago.

Our State-of-the-Art manufacturing facility incorporates the
latest in manufacturing technology for making the most reliable
finishing equipment.

The Sankosha Dry Cleaning Store provided
the inspiration to create new and innovative
pressing equipment for future generations
of our Industry.

See Us at NCA’s Texcare • Booth 501
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1901 Landmeier Rd., Elk Grove Village, IL 60007
TOLL FREE: (888) 427-9120 • TEL: (847) 427-9120 • FAX: (847) 427-9634

http://www.sankosha-inc.com

New and Improved Finishing Solutions

DS-300U
Stationary Dryer

SR-200U
Spotting Board

PS-290U-V3
Bagger with Elevator

SW-100U
Stationary Washer

Below are some of the latest technologies that were showcased at Clean:

Wide-Body Fit
Wide range of finishing from
Female XXS to Male XXL

Shoulder Width
Adjustment
Fits to shape
Precise adjustment

DF-200U Rotary Form Finisher

Soft Sleever
• Fits any size & shape
• No crease on sleeves
• Soft finishing with air pocket retainer
• Lightweight and easier to use

Body Up/Down Function  

Front Clamp Pad
Holds jacket front firm
without buttoning

Side Clamp
Firm clamp for slim body – no marks

44 1/4"

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads
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NORTHEAST
NEFA heading to Worcester for Fall Fest

When the AC Hotel by Mar-
riott opened in downtown Worces-
ter in April of last year, XSS Ho-
tels spent about $30 million on
the five-story property, making it
an integral part of the city’s down-
town redevelopment plans.

With 170 guest rooms and a
ballroom that can hold approxi-
mately 750 people, the European
designed hotel offers luxurious ac-
commodations.

It seems like an appropriate
venue for the North East Fabricare
Association’s Fall Fest 2019, the
first time the event will be held in
Worcester, MA, in 14 years.

The event will take place from

Nov. 15 to 17 this year, which
means there is still time for those
seeking to make reservations at
the AC Hotel.

“Capitalizing on Opportunity”
is the theme of the conference
with education sessions and ex-
hibits designed to help attendees
prepare for the new opportunities
facing our industry.

The event gets underway at
8:30 a.m. on Saturday with wel-
coming remarks and an introduc-
tion of sponsors and exhibits for
the weekend.

Sean Abbas, president of
Threads, Inc. will be the first
speaker with the topic “The Best

Culture Wins.” 
Threads, Inc. is a software

company co-founded by Abbas to
help organizations review em-
ployees on culture.

He has more than 25 years of
experience managing people and
leading companies. He believes in
authentic communication and
challenging the status quo and will
use stories from his management
experience to help leaders under-
stand and improve the culture in
their own organizations.

The next speaker, Rita Foley,
will adopt the theme of the con-
ference as the title of her talk.

A popular speaker at the Clean
show in New Orleans, she is the
owner of Regency Cleaners in
Durham, NC, a six-store operation
including laundromats and valet
routes.

She also serves as the past
president of the North Carolina
Association of Launderers and
Cleaners and is a member of the
Coin Laundry Association and
Methods for Management.

She will speak from 11 a.m. to
12:30 p.m. which will be followed
by a luncheon roundtable with
discussion on industry best prac-
tices.

That will be followed by an op-
erator spotlight featuring NEFA’s
2019 “Spotlight Drycleaner.”

A break to see the exhibitor’s
showcase will take place from 3
to 3:20 p.m.

Wrapping up the afternoon will
be NEFA Executive Director Peter
Blake who will discuss “Using All
the Tools in your Toolbox” from

3:20 until 4:30 p.m.
Evening plans feature NEFA’s

Saturday night cocktail reception
and silent auction.

James Peuster and Chris Alls-
brooks will give presentations on
Sunday morning following a buf-
fet breakfast from 8 to 9 a.m.

Peuster will talk on “Turning
Potential into Performance: In-
vesting in Your Staff” from 9 to
10:30 a.m. He is the founder of
The Route Pros  and is a featured
columnist for NATIONAL CLOTHES-
LINE. His expertise includes man-
agement, team building, and staff
development.

In addition to his 15 years ex-
perience working in the fabric
care industry, he has also been a
training expert for a national
restaurant chain.

Chris Allsbrooks, currently di-
rector of store operations for
ZIPS, will speak at 10:45 a.m. on
“Capitalizing on Opportunities:
The Importance of Valuing Your
Customers.”

Prior to joining ZIPS in 2009
she worked in the textile analysis
laboratory of the Drycleaning and
Laundry Institute for 16 years. As
a textile analyst, her primary role
was to determine the cause and
responsibility for damage on gar-
ments.

The conference is scheduled to
wrap up by noon on Sunday.

NEFA has secured a dis-
counted rate of $149/night based
on double occupancy at the AC
Hotel by Marriott.

Full Registration for the con-
ference is $250/per person for
NEFA members and $300 for non-
members. DLI Premier members
can register one and get a second
registration at no charge.

Registration for just Saturday,
which includes breakfast, lunch
and the cocktail reception, is $199
for members and $225 for non-
member.Sunday-only registration
is also available.

For more information or to reg-
ister, visit www.nefabricare.com.

Three classes remain
on NCA’s 2019 slate

With a trio of classes filling out the remainder of 2019, the Na-
tional Cleaners Association will end the year on a busy note.

Those seeking to obtain or update their DEC certification for
New York State will have a chance on Oct. 6 and 13. The class will
meet on those two consecutive Sundays from 9 a.m. to 6 p.m. in
New York City. The cost is $809 for NCA members and $1,309 for
non-members.

The association has also scheduled two one-day seminars that
will both take place in the Bronx.

On Nov. 24, NCA will offer an eight-hour class on “Basic Spot-
ting 101 with Alternative Solvents.”

Then, an eight-hour course on “Advanced Stain Removal and
Bleaching” is set to take place on Dec. 15.

Both classes meet from 8:30 a.m. until 5 p.m. The cost to attend
the basic spotting or advanced stain removal seminar is $250 for
NCA members and $350 for non-members.

For more information on any of the association’s upcoming
events, or to register, visit them online at www.nca-i.com.

Obituary
Ennis Dawson, Philadelphia cleaner

Ennis G. Dawson, owner of Dawson’s Clean-
ers in Philadelphia, died Sept. 5 at home. He was
81.

He was born on Nov. 26, 1937 in Bivins, TX,
the middle child of the late Hiram and Zephyr
Dawson.

The Dawson family
moved to Philadelphia
in 1946. Shortly after
relocating, they joined
Williams Chapel Bap-
tist Church, presently
known as Metropolitan
Baptist Church. He
was active in Sunday
school and was bap-
tized in 1954.

Dawson was edu-
cated in Philadelphia

public schools and graduated from Bok Voca-
tional-Technical High School in 1955 as a tailor.

Following graduation he began his career at
Sears Northeast Philadelphia as the store’s first
African-American tailor, then a salesman, in the
men’s department. He later became the first
African American manager of that department.
In the late 1960s, he managed women’s wear at
Sears Upper Darby.

In 1973, he left Sears and opened Dawson’s
Cleaners on Lansdowne Ave., offering profes-
sional drycleaning and alterations. In the mid-

1980s, he opened a second store.
The two stores were staffed by members of

the Dawson family, said daughter Crystal Blanco.
“I helped for a few years. My husband, my
mother, and my cousin worked there. It was truly
a family operation,” she said.

The business had a diverse customer base.
“Philadelphia Mayor Michael Nutter was a cus-
tomer. We had people from the Philadelphia Zoo,
and Ringling Brothers when the circus was in
town,” his daughter said. “But the bulk of the
business came from West Philly and Overbrook.”

Dawson was an expert tailor and much ad-
mired for the mentoring of young people in the
community, his daughter said. He was in business
for 42 years before selling both locations and re-
tiring in August 2015.

He was an avid fan of National Hot Rod Asso-
ciation (NHRA) drag racing. In his younger days
he enjoyed racing cars, winning many trophies.
As a spectator, he traveled all over the country to
the major racing events, becoming acquainted
with the professional drivers and their teams.

He is survived by his wife of 62 years, Mar-
lene; his daughter, Crystal Blanco; a sister, Saun-
dra Brown; sisters-in-law, Joan Dawson and Lor-
raine Brister; brother-in-law, Edward Brown;
son-in-law, Julio Blanco; three grandchildren, and
a great-grandaugher.

Services were held Sept. 14 at 10 a.m. at Mt.
Calvary Baptist Church in Ardmore.

RAINBOW CLEANERS in Norwalk, CT, purchased a Unisec
Model MS402NE through Yes Tech. Pictured from left are
Robert Lee of Unisec, Mr. Park, owner of Rainbow Cleaners,
and Kevin Jung of Yes Tech.

Chris Allsbrooks                                 Sean Abbas

James Peuster                                     Rita Foley
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KEEP IT LEGAL
The pitfalls of employee evaluations

BY FRANK KOLLMAN

T
he performance evalua-
tion is the least under-
stood and the most

abused practice in labor and
employment law.
If you attend a seminar on

good employment practices,
you will be told how impor-
tant they are, how to complete
them to avoid legal problems
down the road, and how to get
around them if you, as many
employers do, screw them up.
I wish it were that simple.
I have been formally evalu-

ated only once in my legal ca-
reer, which now spans four
decades. I was 28 or 29, and I

was working at a large firm.
The partner, a nice fellow, told
me that I was really doing
well, that my work was excel-
lent, and that clients liked me.
He added, however, that the
partners believed that I “did
not take criticism well.”
I do not recall if I said “OK,

I’ll work on that,” or if I said
“That’s nonsense, I take criti-
cism very well.” It was proba-
bly the latter.
Evaluations are used to de-

termine wage increases, correct
deficiencies in job perform-
ance, and ultimately to show
that the employee discharged

for poor work performance
had notice that her choice was
to improve or get fired.
More often, evaluations are

used by plaintiff’s lawyers to
show that your former em-
ployee was the victim of dis-
crimination or wrongful termi-
nation. If your evaluations are
more likely to hurt you in liti-
gation, it’s better not to use
them at all.
The first problem with eval-

uations is that they are rarely
accurate. While there may be
companies that employ only
top notch, honest, and moti-
vated employees, the odds of
your company being one of
them are not good. Even the
best of companies has employ-
ees with different skills and
ability, and while one person
may be a fantastic performer
when he’s there, that does not
mean he is always on time, a
good team player, or someone
who is good at paperwork.
Nobody is perfect, even your
best employee.
Essentially, evaluations of a

workforce should show a few
outstanding performers, a
large group of satisfactory em-
ployees, and a small group of
soon-to-be former employees.
One of the reasons why they

do not is because of the rating
systems found on typical eval-
uation forms. No employee
wants to receive an “average”
rating, and no employer wants
to give an “average” rating be-
cause “good enough” is not the
goal. Giving an average em-
ployee five stars or an “out-
standing” rating, however, en-

courages everyone to be just
“good enough.”
It’s like recreational council

soccer — make sure every kid
gets a trophy. In the workplace,
employers do not want to up-
set average performers by tell
them the truth.
Unfortunately, when it

comes time to terminate a
poorly performing employee,
those prior outstanding evalu-
ations become a major liabil-
ity.
How do you explain at a

deposition why this five-star
67-year-old employee with di-
abetes went from outstanding
in 2018 to unemployed in
2019? And if the idea of evalu-
ations is to make the employee
improve, what sense does it
make to give five-star reviews
in any category?
For this reason, if you use

evaluation forms with ratings,
consider changing to a form
that reports performance in a
more objective way. “John av-
eraged 10 widgets an hour last
quarter, but is expected (or re-
quired) to average 15 this quar-
ter” is a better evaluation than
a star rating, and outstanding
employees can be noted by
stating “John regularly exceeds
20 widgets per hour, and it will
be reflected in his wage in-
crease this year.”
Using words instead of rat-

ings to describe performance
is not without its risks.
First, vague conclusory lan-

guage is not always helpful.
Words like “satisfactory,” “in-
appropriate,” “attitude,” “dif-
ficult,” etc., should be avoided

without more explanation. It
would be better to say that
“John needs to avoid vulgar
language and lower his voice
to coworkers when he has a
problem” instead of “John has
a bad attitude.”
Second, editorial language

or overblown explanations can
be dangerous, especially in the
hands of plaintiff’s lawyers.
For example, “Beth is doing as
well as she can given that this
is normally a man’s job,”
“Andy needs to spend less
time complaining about dis-
crimination,” “Ron’s perform-
ance has deteriorated since his
hunting accident and medical
leave,” and “Habibe needs to
act more like an American” are
comments that are dangerous
even if you are only thinking
them. 
What is the perfect evalua-

tion? I cannot describe it, but I
know it when I see it. It is help-
ful to the employee who needs
to improve and reaffirming to
the employee who is doing a
good job. It accurately places
the employee in the spectrum
from satisfactory to great with-
out using ratings. It contains
no language that is subject to
torture by a clever plaintiff’s
lawyer. It contains language
that is helpful to your lawyer
if the employee is about to en-
ter the ranks of the unem-
ployed. It is done on time (an-
nually, for example), and it is
consistent with the evaluations
of other employees in structure
and tone. It is shorter than this
article.
Finally, evaluations can be

excellent devices at any point
in an employee’s tenure with
the company.
If it is clear that an em-

ployee is not going to make it
during her first 30 to 90 days,
that first and final evaluation
should explain why. If an em-
ployee is starting to slip in his
performance, the evaluation
should be a warning shot. If
slippage continues, the evalu-
ation should set goals that, if
not met, will result in the ter-
mination of his or her employ-
ment.
Again, badly constructed

evaluations are far worse than
no evaluations at all. Use them
as an opportunity to make
your company better.

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

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. It has ar-
ticles, sample policies, news and
other information on em-
ployee/employer relations.

ALDREDGE CLEANERS in Gilmer, TX, purchased a Union
HXL-8018-C cleaning machine through Gulf States Laundry
Machinery. Charlotte Cage, the owner, is pictured with Matt
A. Lipman, sales representative for Union.

See Us at NCA’s Texcare • Booth 703-15



OCTOBER, 2019 / NATIONAL CLOTHESLINE / PAGE 17

Leading the way in High Quality Used Dry Cleaning & Laundry Equipment
expertly conditioned by our service staff

866-885-5218 • tristatelaundryequipment.com

We are your Parker Boiler source with
15/20/25 H.P. and parts always in stock.

USED IN STOCK NOW

Dry Cleaning Finishing

Sankosha DP‐420TU‐V2 Utility

Sankosha DP‐870U Double Legger

Sankosha DP‐850U Double Legger

Forenta 421FOR Utility

Forenta 481FGR Auto Legger

Unipress ATT Tensioning Pants Topper

Sankosha DF‐740U Tensioning Pants Topper

Forenta single/double & Triple Puff Irons

Hi‐Steam Vacuum Spotting Board

Iowa Tech Sweater Board

Dry Cleaning Machines/
Associated Equipment

Columbia NCS 500N2 Hydrocarbon

Columbia Ipura

Kleen‐Rite 5 Ton with Tank & Pump

USED Boilers
• Parker Boilers – Mod# 103-15 & 103‐20
• Parker WH‐730 Water Heater with Tank

*Ask About Our Custom Boiler Return Systems

If you don’t see it listed, ASK US...we have more in stock

Laundry Equipment

Unipress Mushroom W/Vac

Forenta Mushroom W/Vac

Forenta Mushroom

Sankosha LP‐185U Double Buck

Sankosha CN‐561 Single Buck

Sankosha LP‐690U Collar & Cuff

Unipress NT Single Buck

Unipress VASY3PC All‐In‐One

Unipress DAYV Double Buck

Unipress 46XH Hot Head Legger

Forenta 51VL Hot Head Legger

Unipress Collar Cuffs Pleat & Non

Milnor & Unimac Washers

*Custom Washer Bases for All Makes

Call Tri–State to Buy, Sale or Trade Late Model Equipment

6 Month
Parts Warranty
Available for

ALL
Used Equipment

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



I
have been teaching spotting
and drycleaning more than
50 years.
At the time I was director of

the New York School of
Drycleaning, the spotting tech-
niques I taught were the law
of the land. These procedures
that were taught are now inef-
ficient, time consuming, unsafe
to some fabrics and not com-
pletely EPA friendly.
In my consultations and

training, I now teach entirely
different spotting techniques,
but it is my understanding that

the old techniques are still
taught.
Old spotting process 

for unidentified stains

The thought process was to
first treat it as a dryside stain,
then a wetside stain. The black
brush was designated for dry-
side stains and the white brush
for wetside stains.
• Oily type paint remover.
• Mechanical action.
• OTPR and amyl acetate.
• Mechanical action.
• Flush with volatile dry

solvent or dryclean.
The stain is then worked as

a wetside stain.
• Flush-steam gun.
• Neutral lubicant.
• Mechanical action.
• Flush.
• Neutral lubricant plus

acetic acid.
• Mechanical action.
• Flush.
• Oxalic acid — test.
• Heat.
• Flush.
• Rust remover — test.
• Heat.

• Flush.
• Neutral lubricant plus

ammonia.
• Mechanical action.
• Flush.
• Peroxide plus ammonia

— test.
• Heat.
• Flush.

Reasons why this

method is inefficient

1. White and black brushes
do not have to be separated
since new environmentally
safe dryside agents can be

flushed wetside.
2. There are substitutes for

amyl acetate that are environ-
mentally safe.

3. Since most unidentified
stains are wetside, it is more
time consuming to treat dry-
side.

4. Acetic acid often leaves
odor in fabrics and is capable
of causing color change.

5. Ammonia is not com-
pletely environmentally safe
and can cause color loss on
some fabrics.

6. Too much testing of
chemicals is time consuming.

7. Sodium perborate is a
more effective last step bleach
than hydrogen peroxide.

New spotting processes

Work a stain wetside then
dryside. The process used en-
tails prepared protein and tan-
nin formulas that are relatively
safe and do not have to be
tested. Rust remover and ox-
alic acid are used as last steps
if needed.
• Flush.
• Neutral lubricant.
• Mechanical action.
• Flush.
• Tannin formula.
• Mechanical action, flush.
• Protein forumula.
• Mechanical action, flush.
• Citrus based spotting

agent.
• Mechanical action, flush.
• Oily-type paint remover

— environmentally safe.
• Mechanical action.
• Flush.
• Ink remover.
• Mechanical action.
• Flush.
• Sodium perborate-test.
• Heat.
• Flush.
• Neutralize.
• Flush.
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THE SPOTTING BOARD

Dan Eisen, former chief garment
analyst for the National Cleaners
Association, can be reached at
(772) 340-0909 or (772) 579-
5044, by e-mail at
cleandan@comcast.net or
through his website is www.gar-
mentanalysis.com.

The old spotting
procedures that
were taught are
now inefficient,
time consuming,
unsafe to some
fabrics and not
completely EPA
friendly.

BY DAN EISEN

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

POSEIDON
T E X T I L E  C A R E  S Y S T E M S®

Poseidon offers innovative programmability for complete control over 
every conditional aspect of the wet cleaning, drying and ironing process. 
That’s why professional fabricare operations rely on Poseidon equipment 
to perfectly wet clean the most delicate items including tailored wool 
suits, cashmere sweaters, silk wedding dresses, and so much more!

CALL 800-482-3400 FOR A COST ANALYSIS OF DRY CLEANING VS.  

WET CLEANING IN YOUR FABRICARE BUSINESS!

“Wet cleaning is better & faster than 

dry cleaning. We wet clean anything 

from wool suits to wedding gowns.

— Gary Heflin, Owner, Perfect Cleaners

Wet Cleaning is the 
New Dry Cleaning
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Old techniques give way to the new 
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Several Ohio drycleaners have
received assistance from the state
in replacing cleaning equipment
to help with clean air compliance. 

The financing assistance
comes through the Ohio Air Qual-
ity Development Authority’s
Clean Air Resource Center that
helps small businesses comply
with the Clean Air Act.

“OAQDA offers a variety of fi-
nancing opportunities to Ohio
businesses seeking to become

clean air facilities,” said Christina
O’Keeffe, OAQDA executive di-
rector.

Recent recipients include Es-
teem Cleaners in Parma Heights,
Mercury Cleaners in Defiance,
Henry Cleaners in Columbus,
Long Cleaners in Miamisburg,
and Clifton Cleaners in Cleveland.

Esteem Cleaners is replacing
its current drycleaning equipment
with a new machine that uses
GreenEarth and a wetcleaning

machine.
“The new equipment we will

purchase thanks to the CARC fi-
nancing from OAQDA is an ef-
fective and environmentally
sound alternative to traditional
solvents,” Thomas Fuller, owner
of Esteem Cleaners, said. “Using
these safe, alternative solvents al-
lows us to maintain our high qual-
ity customer service standards
while eliminating hazardous
waste.” 

“We appreciate the State of
Ohio's commitment to sustainabil-
ity in awarding this grant to Es-
teem Cleaners,” said GreenEarth
President Tim Maxwell. “Provid-
ing top-quality garment care while
reducing water, electricity, and
natural gas consumption using an
environmentally non-toxic solu-
tion will benefit Thomas, his em-
ployees, and the community for
years to come.”

In March, OAQDA approved
Mercury Cleaners for up
to $76,000 in funding to replace
an old drycleaning machine with
a new system that will reduce en-
ergy consumption and also cut
hazardous emissions.

Long Cleaners in Miamisburg
was approved in 2018 for financ-
ing to replace their old cleaning

machine with a non-perc alterna-
tive. The company has been in op-
eration since 1942 and has three
locations in the Dayton area.

“This financing through
OAQDA provides significant op-
erational improvements for our
business,” said Tom Perry, owner
of Long Cleaners. “With the abil-
ity to use these alternative sol-
vents, we will be able to switch to
a cleaning system which will
eliminate hazardous waste.”

Henry’s Cleaners in Columbus
was approved for up to $48,000
to purchase and install equipment
that uses environmentally-friendly
cleaning solvents 

“The Henry’s Cleaners project
is a wonderful example of the
partnerships that OAQDA devel-
ops with small Ohio businesses
through the Clean Air Resource
Center to help them tackle the fi-
nancial challenges of meeting fed-
eral regulations and encourage
their economic growth,” Christina
O’Keeffe, OAQDA executive di-
rector, said.

The business was established
in 1969 by Henry Bufford, grand-
father of current owner Eric War-
ren, and has operated at the same
location for 50 years. 

“I began working with my

grandfather in 1994, and we
worked diligently together in the
business and in the community.
When my grandfather died in
2005, I became sole proprietor of
the business and continue his
commitment to the community in
customer service,” Eric Warren,
president of Henry’s, said.

“This financing from OAQDA
allows us to create a safer envi-
ronment for employees and cus-
tomers by eliminating hazardous
waste and preserving the quality
of the air,” he added.

Clifton Cleaners received fi-
nancing approval for up to
$60,000 from CARC.

The business, established in
1954, plans to purchase new
cleaning equipment that will help
the business reduce hazardous
emissions.

A business can qualify for the
CARC program if it has 100 or
fewer employees, maintains of-
fices or operating facilities in
Ohio with its principal place of
business in the state, has financial
difficulty complying with the
Clean Air Act Amendments of
1990, and emits less than 75 tons
per year of all regulated pollutants
and 50 tons or less per year of any
regulated pollutant

State grants help Ohio cleaners comply

Christina O’Keeffe, OAQDA executive director, and Thomas
Fuller, owner of Esteem Cleaners, are pictured in front of the
machine purchased with help from an OAQDA grant.
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THE ROUTE PRO
Small improvements that add up

BY JAMES PEUSTER

R
aise the bar on 100
things 1 percent and
you can grow 100 per-

cent.
I am a huge baseball fan as

as a well student of the laws of
probability. You put the two to-
gether and you see the differ-
ence between good and bad
luck, taking chances and mak-
ing choices that all define the
pathway to success.
Major League hitters and

pitchers listen to their coaches
as they strive to get better and
better, which in turn means
more financial success. What

does this have to do with
drycleaning?
Well, after having two re-

gional conferences with some
of the best in our industry, I
was able to take away many
little adjustments, changes,
new ideas and motivational
practices that I know will add
up to increased profits and de-
creased costs. 
The key to all of this is the

willingness to learn more to
earn more, a key ingredient for
anyone who wants to succeed.
One thing that I continue to

see in the success equation are

the three main elements of a
route developer: driving, cus-
tomer service and sales. They
have to learn how to be inven-
tory specialists, good drivers
and focused on not hitting cars
while not missing bags or mis-
delivering clothes.
They have to communicate

with route customers from the
very first bag they get to when
they are missing in action.
Third, they must strive to

make sales attempts and get
new starts.
That is a lot of responsibility

for one individual to follow.
The manifest is the key.

Wether you still print or use a
mobile device to go from A to
B to C To Z, having the mani-
fest in order and detailed
makes it more efficient and ac-
curate for the driver to use and
the manager to have access to.
From simple notes on deliv-

ery instructions to making sure
the piece count is correct, the
driver can eliminate many mis-
takes during the delivery
process. If you have a driver
who refuses to use the mani-
fest, then you write them up.

The manifest is the one tool
that leads to success or failure,
depending on if it is used cor-
rectly. If a driver says, “I know
this like the back of my hand”
and doesn’t use it as a refer-
ence, mistakes will be made.
Also, they are holding you
hostage in regards to making
sure they are “irreplaceable.”
When it comes to customer

service, make sure you are ad-
dressing new customers, core
customers, missing customers
and lost customers.
Automated reminders for

communication are nice, but a
more personable interaction
goes 10 times further. Every lit-
tle thing you can do with re-
tention increases the probabil-
ity growing internally.
Handwritten thank-you notes
to simple hellos during the
route add up.
Sales is the biggie. This is

where some hit a grand slam
while others get only the occa-
sional hits. This is where it’s so
critical for each part of the
sales cycle to be analyzed, cri-
tiqued, coached and the neces-
sary adjustments to be put in

place.
One tip is to simply start off

by handing the brochure right
away to the prospect. This will
allow time for the prospect to
aesthetically look over your
material as well as to hold
something in their hand  then
staying in contact with you for
another 10 seconds. That could
be very valuable.
Having “free pick-up and

delivery” on your van makes
a big difference. Some vans
leave off pick-up and that can
confuse some. This is another
example of how one or two lit-
tle things can make all the dif-
ference in the world. 
The bottom line is that cut-

ting corners can cut your
chances of growth.
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The Route Pro conference in Richmond, VA, hosted by Puri-
tan Cleaners, drew more than 20 participants.

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 information,
call (816) 739-2066 or visit  
www.theroutepro.com.
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TWIN OAKS CLEANERS AND LAUNDRY in Houston, TX, in-
stalled a Quicksort from Garment Management Systems.
Brett McLeod (left) of GMS is pictured with Aaron Nishizaki,
owner of Twin Oaks.

The Southwest Drycleaners
Association will be posing the fol-
lowing question at an education
seminar later this month: How do
you know whether to sell your
business, franchise or expand?

On hand will be a panel of ex-
perts who will discuss ways you
can assess your business and what
you can expect from different sce-
narios. 

There will also be time for a
Q&A session from the audience
afterwards.

CCK Strategies will show at-

tendees how to value their busi-
ness and steps they can take on
how to choose whether to sell or
not, or even expand.

Based out of Tulsa, CCK
Strategies is a CPA firm that spe-
cializes in estate and succession
planning as well as business ap-
praisal and evaluation.

Martinizing Drycleaning will
be at the seminar, as well, to ex-
plain the benefits of franchising
and the specific advantages such
a partnership contains.

The company can trace its root

back more than half a century and
currently operates more than 400
stores in the U.S. and other coun-
tries around the world.

The seminar will accompany
SDA’s upcoming Membership
Meeting, which will take place on
Oct. 25 and 26 at the DoubleTree
Warren Place in Tulsa, OK.

It will kick off on Friday
evening at 5:30 p.m. with a Happy
Hour Welcome Reception. Then,
members will meet in the lobby
to head to dinner at the Bistro at
Seville at 7 p.m.

Following an 8:30 a.m. break-
fast on Saturday morning, SDA
will host a board meeting begin-
ning at 9 a.m.

The expert panel will take
place after lunch at 1:30 p.m.
There is also time set aside at 3:30
p.m. for a discussion of legislative
issues facing the industry. The
evening will conclude with dinner
at Pub W Tulsa.

Those planning on attending
can utilize a discounted rate by
mentioning the Southwest
Drycleaning Association. 

The cost is $119 per night at
the DoubleTree Hotel Warren
Place. Reservations have to be
made prior to the cut-off date of
Oct. 9. 

Call (800) 801-1317 or visit
the link on the SDA web page at
www.sda-dryclean.com.

Looking ahead to next year,
SDA has already secured a date
and location for its Cleaners
Showcase 2020 convention. It will
run from April 16 to 18 at the Fort
Worth Convention Center in Ft.
Worth, TX.

Exhibitors can take advantage
of early bird pricing on booths
through Dec. 31. Visit www.sda-
dryclean.com or call the SDA of-
fice, (512) 873-8195, for details. 

Millennial expert and Ted Talk
speaker Jeff Butler will be the
keynote speaker, focusing on cre-
ating authentic customer service
and cultivating products and serv-
ices that sell to this generation.

Deciding your future will
be SDA’s topic in Tulsa

The ONE and ONLY 
Original EM Natura 
Cartridge Filters

MELANIE’S CLEANERS in
Little Elm, TX, purchased a
Union HL-860 cleaning ma-
chine through Gulf States
Laundry Machinery. Mahesh
Derashri, the owner, is pic-
tured with Matt A. Lipman of
Union Drycleaning Products.

See Us at NCA’s Texcare • Booth 401
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SHIRT TALES BY DON DESROSIERS

More highlights from New Orleans 
T

he Clean Show in New
Orleans had a lot to offer
as far as shirt pressing

equipment goes with many
players in the game.
In the last two issues we

have covered many of the of-
ferings from these players. I
took lots of photos at the
booths and made movies of the
equipment which include
video of yours truly pressing
on the shirt equipment. It is

one thing if you see an experi-
enced factory representative
pressing flawlessly on a shirt
unit, but it is another thing en-
tirely when you see a com-
pletely different person (me)
with very short training press-
ing excellent shirts.
We have already covered of-

ferings from Unipress with a
brand new shirt unit at price
point that is less than last
year’s model; Sankosha which

had a new tensioning steam
form and a must-see stationary
washer; Pony with at least

three shirt units and their black
Teflon coated steam chests; Hi-
Steam which now features a
pneumatic collar clamp and
double heat exchangers; Itsumi
with a new multi-former
model which, if it could only
do pants, would be the only
press you would need in a
plant; and Barbanti, a new
name in the shirt equipment
business that making shirt
units for other brands for 30
years; 
This month, let’s take a look

at Forenta, YAC and Weishi.
Forenta really should sell

more shirt units. Their shirt
units are great!
There is no fiddling with the

back of the shirt when dressing
the buck. You simply place the

shirt on the buck and clamp
the collar. No need to pull
down the back or adjust any-

thing. The shirt unit does all of
the work. It really is a joy to
press on this unit.
Forenta also introduced a

heaping handful of new fea-
tures to its entire line. To name
a few: 
• Pneumatic steam and vac-

uum valves.
• Pressure selector switches.
• Hanger racks available.
• An optional built-in vac-

uum.
All this is groundbreaking

for Forenta!
YAC has always been fa-

mous for its high-production
shirt unit.
This model year, they have

added a feature that no other
unit on the market has. After
the shirt is dressed and queued
on the buck, a wand that liter-
ally wipes the back of the shirt
downward to assure a smooth

press. Weishi Fujistar contin-
ues to offer the most unique
shirt on the market. See it in

action on my website.
You can see videos of this

and all the other units men-
tioned above on my website,
www.tailwindsystems.com.

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

A wide array of shirt finishing equipment
was on display at Clean ’19 with nearly
every maker introducing new features.

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.

Forenta’s shirt unit does all the work — no need to pull down
the back or adjust anything. A number of new features have
been added, too.

YAC has added a wand that literally wipes the back of the
shirt downward after dressing and queing on the buck to as-
sure a smooth press.

Weishi Fujistar offers a unique shirt unit.
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The board of directors of Richclean announced the promotion
of Matthew Gilman to president of the company on July 1.

He succeeds his father, Barry Gilman, who
held the leadership position since the company
began in 1975.

Barry decided that it was time for him to
scale back his activities and responsibilities at
Richclean and partially retire. There has been
a long-time strategy in place for Matthew to
step into the position when his father retired.

For the last 21 years, he has been learning
the ropes and the Richclean board of directors felt that he was
ready to step up to the leadership position.

Vernon Norris, chairman of the board, said, “I am proud of
Matthew’s accomplishments over the years and have full confidence
that he will successfully lead Richclean going forward.” He added
that “Barry will still be around, fulfilling various roles and offering
advice and wisdom when needed.”

Richclean serves the cleaning industry in Virginia, Maryland
and the District of Columbia with supplies and expertise for
drycleaners, laundries, lodging, health care and coin-ops. 

The company operates from a 20,500-sq.-ft. warehouse facility
in western Henrico County just outside of Richmond, VA.

Commercial laundry equipment manufacturer
Alliance Laundry has purchased a former Mani-
towoc Crane plant of more than 330,000 square
feet which will be used to help grow production at
its Ripon location.

The action will create up to 250 positions, help-
ing to boost the local economy. The move is not in-
tended to reduce positions in Ripon, according to
the company, as staff will be redeployed elsewhere

in that facility.
Cost of the project, which also includes upgrades

to the Ripon facility, is approximately $30 million.
Mike Schoeb, CEO of Alliance Laundry Sys-

tems said that by shifting some functions to the
new facility, Alliance will be able to grow high-
value production locally and increase the output of
this factory with additional job creation in both
communities.

NEWSMAKERS
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Three stain removal specialists

at Milt & Edie’s Cleaners in Bur-
bank, CA, have been recognized
by long-time educator Dan Eisen
as exceptional practitioners of
their craft.

“Not all spotters are equal,”
Eisen said. “In my travels while
doing training I encounter many
spotters with unusual and excep-
tional ability. These spotters rise
above the normal and are able to
accomplish things that others can
not.”

At Milt & Edie’s there is
Rafael Montano, the manager
and person in charge of all the
spotters.

“Rafael makes sure all the
spotters working at Milt & Edies
Cleaners use only the chemicals
that he has tested and deemed safe
for usage. He makes sure that all
the spotters know its limitations
and proper usage,” Eisen said.
“He checks and gives ongoing les-
sons on safety. 

“How exceptional is it that this
drycleaner who is open 24 hours
a day can boast a near to zero per-
cent spotting damages?” he asked.

Emilio Perez is Rafael’s right-
hand man. He is also in charge of
helping spotters who are having
difficulty removing a stain. He
oversees the cleaning and spotting
of delicate fabrics and museum
articles.

Maria Jacobo is a capable
spotter and is an expert in fabrics
limitations. 

She also has a talent for identi-
fying stains correctly using her
sense of feel, odor, and appear-
ance of the stain, Eisen said.

Top spotters at Milt & Edie’s are pictured from left: Emilio
Perez, Maria Jacobo, instructor Dan Eisen and Rafael Mon-
tano.

Keith Aune of Clean N Press
inWest St. Paul was elected presi-
dent of the Minnesota Cleaners
Association at MCA’s annual
meeting.

Also elected were Nathan
Hansen of American Cleaners in
Alexandria, vice president; and
Andrew Gaspart of Skylark
Cleaners in St. Paul, treasurer.
Polly Nemec of St. Croix Clean-
ers in Stillwater, MN is the imme-
diate past president.

Directors include Dave Cole-
hour of Best Cleaners in Eden
Prairie; Janet Dynan of Wayzata

Home Laundry and Dry Cleaning
in Wayzata; Laura Grahme of
Wayzata Pennhurst Cleaners in
Wayzata; Bill Kleinman of Roxy
Cleaners in St. Paul; Dart Poach
of Don’s Leather Cleaning, Inc.
in Minneapolis; and Dan Tollef-
son of Schwegman’s Cleaners in
Willmar.

Allied Trades representatives
on the board are Tony Crain of
Minnesota Chemical, David
Weinberg of E. Weinberg Supply
Company and Brent Hendrick-
son and Ken Bazille of SoapTech
Corporation.
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NEW EASTERN CLEANERS in Voorhees, NJ, installed a Co-
lumbia drycleaning system using Sensene solvent. Pictured
are Jack O’Mara of O’Mara Brothers Equipment with the
owners, Lisa and Philip Porras.
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Those seeking to attend an up-
coming course on either basic or
advanced drycleaning from the
Drycleaning and Laundry Institute
will have the option of this month
or next year.

The association has one offer-
ing each for the remainder of the
year: the one-week basic course
will run from Oct. 21 to 25 and
the two-week advanced course
will be held from Oct. 28 to Nov.
8.

The introductory course, much
as its title suggests, is suitable for
newcomers to the industry or
those with a few industry years of

experience or less. It will run from
9 a.m. to 4:30 p.m. Monday
through Friday.

The 40-hour course covers a
lot of basics, from sorting
drycleaning loads to operating a
cleaning machine to cleaning
silks, satins and other fabrics.

Students will also develop
some stain removal skills includ-
ing coffee and grease. Pressing
pants, coats and skirts will be cov-
ered, as will using tensioning
equipment to improve overall fin-
ishing quality.

The cost of tuition for the
course is free for Premier mem-

bers of DLI and $1,595 for all
non-members.

Students who complete the
course, or workers with a few
years of production experience
can learn more advanced knowl-
edge and skills in the ten-day
course.

Some of the main topics to be
explored include: identifying cot-
ton, silk, polyester and other fab-
rics; using bleaches without dam-
aging fabric color; pressing
blouses, dresses, ties, pleated gar-
ments, silks, velvets, corduroy;
wetcleaning wool, silk and more;
maintaining and changing filters;
troubleshooting the drycleaning
machine; current regulations fac-
ing the drycleaning industry; cus-
tomer service techniques for
drycleaners; getting clean, white
laundry; cleaning and preserving
wedding gowns; understanding
the difference between solvents
including perc, GreenEarth, hy-
drocarbon and SOLVON K4;
pressing laundered shirts; and de-
signing a drycleaning plant with
the most effective workflow.

Tuition is free for Premier
Members and $2,195 for non-
members.

Those seeking a complete
drycleaning education can opt to
take both the basic and advanced
courses concurrently at a dis-
counted overall rate of $2,895 for
non-members.

Course fees cover classroom
instruction, notebook and other
materials and lunch.

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

Last round of basic, advanced DLI
courses for 2019 begin this month

While the Drycleaning and
Laundry Institute will conclude its
2019 classes at the School of
Drycleaning Technology soon, the
association also offers four online
self-study classes.

Drycleaning Fundamentals
presents basic information to help
students understand the dryclean-
ing process, regardless of their po-
sition in it.

Another offering, Fibers &
Fabrics, is ideal for anyone han-
dling fabrics, from the front
counter to production.

DLI’s Wetcleaning course is
intended for beginners seeking to
understand the wetcleaning
process and veterans seeking to
fine-tune it.

Lastly, there is a Stain Re-
moval course. Self-study classes
costs $139 each for members and
$249 each for non-members.

For more information, visit
www.dlionline.org and click on
the “Education” link at the top of
the homepage. A link for online
Self Studies can be found there.

DLI offers
self-study on
its website

See Us at NCA’s Texcare • Booth 420
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MCDOWELL CLEANERS in Atlanta, GA, purchased a Union
HL-860 heated hydrocarbon drycleaning machine through
Gulf States Laundry Machinery. Ben Prema (left), president
of Gulf States Laundry Machinery-Georgia, is pictured with
Reg Kirk, owner of McDowell Cleaners.

SOUTH
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The North Carolina Associa-
tion of Launderers and Cleaners
are trying offer a little bit of
everything at their upcoming an-
nual convention.

In his “From the President’s
Column” from the Spring/Sum-
mer edition of Carolina Clean,
NCALC President David Make-
peace summed up the associa-
tion’s plans: “It is going to be held
in Raleigh on October 25th and
26th at the Embassy Suites in
Brier Creek. We will have a
roundtable discussion on the latest
in equipment technology on Fri-

day before dinner, 4 educational
sessions on Saturday morning, a
host of activities to choose from
for Saturday afternoon and of
course, excellent fellowship Fri-
day and Saturday night.”

Then, there is the keynote
speaker at the Friday dinner: Stan
Phelps, a Forbes contributor,
TEDx speaker, IBM futurist and
author of the Purple Goldfish
business series.

His program will be called
“Purple Goldfish: Little Things
Make the Biggest Difference in
Driving Loyalty and Sales.”

E s s e n -
tially, he will
focus on how
customer ex-
perience and
employee en-
gagement can
drive differ-
entiation, in-
crease loyalty
and create
positive word
of mouth in
business.

Topics that will be explored in
the seminar sessions on Saturday
morning include employee re-
cruitment and retention, market-
ing and advertising, plant equip-
ment maintenance and improving
plant production. 

Later in the evening, NCALC
will present its President’s Recep-
tion and Recognition Banquet.
Also throughout the weekend, the
association will host its annual
membership meeting and there
will be tabletop vendor exhibits.

Those with spare time on their
hands will have plenty of local
Raleigh attractions nearby such as
the State Capitol, the North Car-
olina Art Museum and the Mu-
seum of Natural Sciences.

For more details or to register,
contact NCALC by calling (919)
313-4542 or them at visit
www.ncalc.org.

Plans take shape for NCALC’s
annual convention in Raleigh

Board members of the South
Eastern Fabricare Association re-
cently gathered in Music City —
Nashville, TN — for the annual
summer meeting.

The agenda focussed on four
major areas of concern: member-
ship, member services, education
and the Southern Drycleaners and
Launderers Show that will be
hosted next year in Orlando, FL.

“This was a great meeting and
I’m really excited about the future
of SEFA. This meeting laid the
foundation for a great 2020,” said
SEFA President Rhonda Eysel.

A top priority for the associa-
tion will be membership growth
and retention, which they hope to
achieve with educational pro-
grams in each member state (Al-
abama, Florida, Georgia, South
Carolina and Tennessee).

During the meeting, it was also
noted that SEFA Executive Direc-
tor Peter Blake will give the asso-
ciation a stronger “in-the-field”
presence for better interaction and
more feedback.

“I am really excited about get-
ting out more to the members,”
he said, “and this will give me a
better understanding of what our
members are looking for and what
services will best assist their suc-
cess.”

Phelps

SEFA hosts
board meeting
in Nashville
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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)

EXCEPTIONAL

SOLVENT

MILEAGE!!!

UP TO

100,000 LBS/DRUM!!!

NEW YORK STATEAPPROVED!!!

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

See Us at NCA’s Texcare • Booth 638



NAPERVILLE, IL—R. R. Street & Co. Inc. has
launched Inktastic, a new addition to the company’s
line of stain removal products designed specifically
for the removal of inks.

Inktastic is a newly formulated solution designed
to overcome a wide variety of both wetside and dry-
side ink and dye stains. 

No matter the type of ink or dye, the company
said Inktastic effectively penetrates, loosens, and re-
moves stains from almost any fabric. 

Its all-in-one efficiency eliminates the costly and
tiring process of using various different stain re-
movers and procedures, saving the customer both
time and money.

Beyond ink removal, Inktastic’s versatile and

quick-action formula also eliminates autoclave tape
and adhesives, and stubborn combination stains, in-
cluding heavy greases, oils, make-up, sauces, and
condiments.

Inktastic was introduced to distributors and cus-
tomers at the Clean Show in New Orleans and the
company said it is pleased by the interest and feed-
back from customers.

Available through authorized Street’s distributors
in filled 12-ounce bottles and single-gallon jugs, Ink-
tastic extends garment life, and increases productiv-
ity by quickly and effectively removing a variety of
stains with one product, reducing labor and costly
recleans. 

To learn more, visit www.4STREETS.com.

INFORMATIONCENTRAL
Products and Services for Drycleaners
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MORRISTOWN, TN — Forenta has introduced
a fully self-contained drycleaning press that
meets ETL approval for use in the U.S., Canada
and Mexico. This press is ideal for small shops
where central steam and vacuum are not avail-
able. 

The press utilizes all the recent product im-
provements to the Forenta scissor press line
and is available in multiple head and buck con-
figurations.

The optional integrated vacuum is available
in 120- or 230-volt single phase. An easily ac-
cessible pressure selector switch provides for a
firm or soft pressure mat. 

To learn more, visit www.forentausa.com.   

All-purpose ink remover

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

CONKLIN, NY — Cleaner’s Supply has launched a new video market-
ing program designed to help drycleaner’s increase their sales, elevate
their online presence and take advantage of search engine optimization
(SEO) algorithms that will increase their search ranking results.

The program offers drycleaners up to eight professionally produced
videos to promote many of the most sought-after services that
drycleaner’s offer. These videos can be used as in-store TV advertising,
embedded on the drycleaner’s website or on social media. 

Video has proven to be an effective way to increase search ranking
in Google when placed on company websites, Cleaner’s Supply noted
and the company will also customize these videos with the drycleaner’s
business logo. Studies have also shown that viewers retain 95 percent
of a message when they watch a video compared to 10 percent when
reading it as text.

These videos can increase business with current customers and at-
tract new ones. The eight videos available are Wash N’ Fold, Express
Bag Drop-Off, Keepsafe Wedding Gown Cleaning & Preservation,
ECO2GO reusable 2-In-1 Bag, Comforter Cleaning, Museum Quality
Wedding Gown Cleaning & Preservation, Pick-Up & Delivery, and
Tailoring Service.

To learn more, visit www.cleanersupply.com.

Self-contained
scissor press

Customizable promotional
video marketing

 

 

 

  

 
 

  

 
 

 DATELINE
S

2019
October 5 Rocky Mountain Fabricare Association, Fall Confer-

ence, Marriott Hotel in the Denver Tech Center. Call (970) 330-
0124.

October 5-6 Canadian Fabricare Association educational confer-
ence, Holiday Inn Hotel (Yorkdale) in Toronto. Call (416) 573-
1929.

October 6 DEC Class, two-day course on consecutive Sundays,
sponsored by the Neighborhood Cleaners Association, New
York, NY. Call (800) 888-1622.

October 15-17 Gulf Laundrex, Dubai World Trade Center, Dubai,
United Arab Emirates http://mectw.com/

October 19-20 Texcare 2019 sponsored by the National Cleaners
Association, Meadowlands Convention Center, Secaucus, NJ.
Call (212) 967-3002.

October 21 Introduction to Drycleaning one-week course at the
Drycleaning and Laundry Institute, Laurel, MD. Call (800) 638-
2627.

October 25-27 North Carolina Association of Launderers and
Cleaners annual convention, Embassy Suites by Hilton Raleigh
Durham Airport Brier Creek, Raleigh, NC. Call (919) 313-4542.

October 25-26 Southwest Drycleaners Association fall board and
membership meeting. Doubletree Hotel, Tulsa, OK. Call (512)
873-8195.

October 25-26 Southwest Drycleaners Association membership
and board meeting. Tulsa, OK. Call (512) 873-8195.

October 28Advanced Drycleaning two-week course at the
Drycleaning and Laundry Institute, Laurel, MD. Call (800) 638-
2627.

November 15-17 Fall Fest ’19, sponsored by the North East Fab-
ricare Association. AC Hotel, Worchester, MA. Call (603) 635-
0322.

November 24 Basic Spotting 101 with Alternative Solvents,
course sponsored by the Neighborhood Cleaners Association,
Bronx, NY. Call (800) 888-1622.

December 15Advanced Stain Removal and Bleaching course
sponsored by the Neighborhood Cleaners Association, Bronx,
NY. Call (800) 888-1622.

2020
January 16-19 Five Star/Brainstorming Conference, sponsored by

the Drycleaning and Laundry Institute and the National Cleaners
Association. Grand Velas Riviera Nayarit resort in Puerto Val-
larta, Mexico. Call NCA (800) 888-1622, or DLI (800) 638-
2627.

April 16-18 Cleaners Showcase, sponsored by the Southwest
Drycleaners Association, Ft. Worth, TX. Call (512) 873-8195.

April 29-May 2 Textile Care Allied Trades Association annual
conference and 100th anniversary celebration, Hilton Head, SC.
Call (813) 348-0075.

May 13-14 Excellence in Laundry Conference, sponsored by the
Coin Laundry Association. Rancho Bernardo Inn, San Diego,
CA. Call (800) 570-5629.
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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
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WRENCH WORKS BY BRUCE GROSSMAN

What’s inside the air compressor?
L

ast month I discussed the
basic components of a re-
ciprocating compressor —

motor, pump and receiver
(tank) — which you’ll find on
every machine in this family of
compressor.

This month I will explain
the function of other compo-
nents which, when combined,
make up a complete air com-
pressor.

In review, the electric motor
is connected to the pump using
belts. The rotary motion of the
motor turns a flywheel on the
pump linked to a crankshaft
which moves piston(s) inside
the pump cylinder up, com-
pressing air and down sucking
air into the cylinder to be com-
pressed during the next com-
pression cycle.

The compressed air leaves
the cylinder through the top
portion called the head and is
pushed into a large vessel
called a receiver or tank. 

In order to familiarize your-
self with air compressors, de-
scriptions of the individual
component parts are as follow:

• To prevent the air from
just flowing back from the tank
then into the cylinder when the
piston moves down to suck in
more air, there is a check valve
(see item #1 generally in the

tank) that permits the air to
flow into the receiver but pre-
vents the air from flowing back
out.

• There is a pressure relief
valve (see item #2) guarding
against excessive pressure
building up inside the cylin-
der. When the pressure setting
of this valve is exceeded, this
safety device opens venting to
the atmosphere, thereby reliev-

ing excessive pressure inside
the cylinder.

• A valve provides a means
of shutting off the air flow out
of the compressor (see item
#3). Ball valves serve nicely for
this purpose.

• Contaminants in the form
of small amounts of oil as well
as water accumulate in the
tank and must be removed.
This is accomplished by a
drain valve located at the bot-
tom of the tank which, when
opened, provides a path for
pressurized air to blow con-
taminants out of the tank (see
item #4.)

I highly recommend in-
stalling an auto drain type
valve to accomplish this, how-
ever a ball valve will do nicely
if you remember to use it.

• As air pressure increases
inside the tank there needs to
be a method to shut off the mo-

tor when the desired air pres-
sure is reached.

An electrical air pressure
control switch (see item #5) is
generally used to accomplish
this. This switch opens an elec-
trical circuit either controlling
a motor starter (see item #9)
on larger compressors, or di-
rectly opening the power cir-
cuit to the motor on smaller
compressors.

• When the air pressure in
the tank has reached the set-
ting on the pressure control
switch, shutting off the motor,
pressurized air is trapped be-
tween the top of the cylinder
and the tank check valve.

When the air pressure in the
tank drops and the motor
restarts, this pressurized air
would resist the piston from
moving up inside the pump
cylinder, thereby placing an ex-
tremely high load on the motor
while it is starting.

To prevent this, a small
valve called an unloader (see
item #6) is used to bleed off
this high-pressure air when the
pressure control switch opens.
In some compressors, usually
larger types, when the desired
pressure is reached the motor
continues to run; however, the
cylinder head is unloaded to
the atmosphere using an un-

loader valve (see item #6a) so
there will be no further in-
crease in tank pressure

• Located near the air pres-
sure control switch is a gage
that indicates the pressure in-
side the tank (see item #7). 

• To protect the tank from
excessive pressurization, a re-
lief valve is used. These valves
are generally calibrated to
open at a preset pressure, ex-
hausting to the atmosphere,
and should never be tampered
with and always be replaced
by valves having an identical
pressure rating (see item #8).

• To safely control the mo-
tor switching on and off, a mo-
tor starter is used (see item #9).

The term “motor starter”
means that there is a magnetic
motor contactor (switch)
which does the actual switch-
ing of the motor as well as
some form of motor overload
protection, usually in the form
of a resettable thermal over-
load device combined in one
control.

If excessive current flows
through the motor, the circuit
automatically opens, shutting
the motor off before damage
can occur. 

That’s it for this issue. I’ll be
back in the next issue with
more good stuff on air com-
pressors and compressed air
systems.
Bruce Grossman is the chief of
R&D for EZtimers Manufactur-
ing, maker of the new EZ Level
return tank water level control.
To prevent boiler scaling and
other damage, the EZ Level re-
turn tank water level control re-
places that troublesome ball
float valve in the condensate re-
turn tank. A new addition to the
family of boiler products is the
EZ-Dose, which, in addition to
controlling return tank level au-
tomatically, pumps the exact
amount of boiler compound re-
quired for new water added to
the return tank. For saving
money on handling waste the Sa-
hara and Drop in the Bucket line
of high purity separator water
mister/evaporators provide a
thrifty, legal method to get rid of
the separator water generated
by the drycleaning machine. Ad-
dress any questions or com-
ments to bruce@eztimers.com
or call (702) 376-6693.

Contaminants accumulate in the tank 
and must be removed through a drain

valve at the bottom of the tank. 

CONTACT DON DESROSIERS
Over 40 years of experience in dry clean operations, 

617.207.5218  I  TAILWINDSYSTEMS.COM

WANT TO IMPROVE 
YOUR PLANT’S 
PRODUCTIVITY?

To learn more, see the Index of Advertisers on page 42 or visit www.natclo.com/ads
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• Best Italian Machines
• Multi-Solvent System
• Cooking & No-Cooking
• The Name You Trust

• Best in Business
• Highest Efficiency
• Highest Reliability
• New VSRT Model!

DryClean101.com  704-281-7185
Email: info@dryclean101.com

DryClean 101.com • 705 Long Point Road • Mount Pleasant, SC 29464

New Equipment Best Price On-Time Delivery

Finance Arrangement

THE BEST EQUIPMENT at THE BEST PRICE

We can find you ANY EQUIPMENT!!

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

(816)  739-2066
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EYE-LEVEL ADVERTISING NOW AVAILABLE!
TAKE ADVANTAGE OF CUSTOM PRINTING

1 & 2 COLOR

FRUSTR
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FREE!

GGrreeaatt oonn HHaannggeerreedd oorr FFoollddeedd SShhiirrttss
Call for Your Free Samples ((880000)) 555588--44445555

or E-mail: sales@Collarite.com
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See our website for more info – www.Collarite.com
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COLLAR WRONG

CREATE
BRANDRECOGNITION

It’s Made Right – It Works Right

The Original 

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

See Us at NCA’s Texcare • Booth 531

See Us at NCA’s Texcare • Booth 531
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FREE Credit Card Terminal Placement Wireless/Landline/High-Speed/Dial-Up

Easy setup (with no setup fees and quick approvals)

Seamless integration with your current POS

$295** towards your early termination fee (if you have one) with your current processor

Access to Payments Hub – our secure, online merchant portal

Free paper**

  

     
 

  

 

    

FREE NFC & EMV-READY
TERMINAL & PIN PAD
OR WIRELESS 
TERMINAL

COMPATIBLE WITH
GAS CARDS

WRIGHT EXPRESS
FLEET CARDS
VOYAGER
AND MORE…

    

    

  

        

    

  

     
 

  

 

    

  
   

 

    

    

  

        

    

  

NAB makes it easy to offset your credit card processing 
fees with our non-cash adjustment.

ELIMINATE UP TO 100%
OF YOUR CREDIT CARD PROCESSING FEES!

©2019 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 Pay is a trademark of Apple Inc.

GROW YOUR BUSINESS. PARTNER WITH NAB TODAY!

866.481.4604    

  
   

 

    

    

  

        

    

   WWW. NYNAB.COM

     
 

  

REDUCE YOUR CREDIT CARD 
PROCESSING FEES

Accept EMV/NFC
(Apple Pay, ETC.), 
Checks and more

Process credit cards on 
your smartphone

Next Day funding with 
weekend settlement

Rates as low as .05%*

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



Turn your assets into cash! Sell your
business in the classified ads.

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

PAGE 42 / NATIONAL CLOTHESLINE / OCTOBER, 2019

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 

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                      

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.

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

Leather Cleaning
Leather Master is a nationwide wholesale leather cleaner located in Chicago but
providing mail-in service for drycleaners from the West Coast to the East Coast,
from leather and suede jackets to Ugg boots, purses and even wedding gowns.
For more information, please visit our website at www.suedecleaners.com, call
800/240-0107 or email us at JohnConway@suedecleaners.com.

Miss an issue?
Looking for an article?

Want to connect to the industry?
Point your web browser to
www.natclo.com

• Complete text
of the current
issue.
• Back issues to
2014 with
search
capabilities
• Links to
hundreds of
industry web
sites
• On-line
classifieds

Profitable Drycleaning businesses
for sale by owner. Many sizes and lo-
cations. For additional information,
please visit www.bizsale.com or call Af-
filiated Business Consultants at
800/617-7204.                              10c

Find the right person for the job.
Don’t limit yourself to the “usual sus-
pects.” National Clothesline classified
ads are read by thousands of industry
professionals and reach a nationwide
audience for just $1.70 per word.

Diamond Cleaners 
Computer from

$39/mos
800-298-5968

Attn: Drycleaners  & Allied Trades
SAVE SERIOUS $$$$

• Business Exit Strategy & Sale
• Business Fair Market Value
• Business Environmental Issue
• Business Strategic Thinking

We have the unique experience of Drycleaning
Hands-on Management, Business Brokerage &

Management Consulting to HELP YOU!

Contact Richard at 301-924-9247
or Richard@EhrenAssoc.com

Retiring VA Owner 
Motivated to SELL

Contact Richard Ehrenreich, F-CBI
Ehrenreich & Associates, LLC
Richard@Ehrenassoc.com

301-924-9247

• $745K Sales, up 7% over 2018
• All Sales Retail - No Rte or PUs
• Profitable, Mature, Growing BIZ
• Located N. VA, Close to Tysons
• Exponential Growth Area & Ctr.
• Great Demographics & Center
• Experienced Staff in Place
• Constant Growth & Profit
• SBA Loan avail. for strong Buyer
• 30% Capacity available to Grow
• Outstanding Appearance In/Out
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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

P.O. Box 127 - Mamaroneck, NY 10543
Telephone (973) 535-8305
E-Mail: info@trevilamerica.com

Toll Free (877) TREVIL 1
www.TrevilAmerica.com

The Future Is Here!

The Venice Wetcleaning System by Imesa gives
you complete control over the washing and drying
cycles providing superior results.

When paired with Trevil tensioning equipment you
will have everything you need to e<ectively clean and
press virtually every type of garment.

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
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