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Brainstorming with the Five Stars, the annual midwinter conference cosponsored by
the National Cleaners Association and the Drycleaning and Laundry Institute, convened
last month at Grand Velas Resort in Puerto Vallarta, Mexico. Nora Nealis of NCA and
Mary Scalco of DLI welcome the participants before beginning the business program
which included Peter Kressaty (right) who advised cleaners “Don’t make your cus-
tomers think or work.”

The American drycleaning industry will
turn 199 on March 3.

That date, now known as National
Drycleaning Day, marks when Thomas L.
Jennings was first awarded a patent in 1821
for a cleaning process he developed and
called “dry scouring.”

Jennings has gained some notice in re-
cent years as drycleaners around the U.S.
have been trying to share his story with the
public. Marketing agency BeCreative360
launched “National Drycleaning Day” in
2018 to celebrate the legacy he created as
an inventor who engineered methods to
prolong and improve the life of clothing.

BeCreative360 is hoping to take things
up a notch this year. The company has cre-
ated marketing items for both social and
print media to celebrate National Dryclean-
ing Day and inform the public of Jennings’
accomplishments. 

The company has an image that can be
downloaded for free from its website at
www.becreative360.com, for any
drycleaner who wants to take part in mark-
ing the event.

Jennings was the first known African-
American to be awarded a patent in the
United States. He was only 30 years old at
the time.

What his “dry scouring” process entailed
can only be imagined because details of

the process were lost in an 1836 fire in the
building where the patents were stored. It
is now one of the so-called “X-patents,” a
group of 10,000 or so patents issued by the
U.S. Patent and Trademark Office between
its creation in 1790 and 1836.

Before the fire, patents weren’t num-
bered, just catalogued by their name and
issue date. After the fire, the Patent Office
(as it was called then) began numbering
patents. Any copies of the burned patents
that were obtained from the inventors were
given a number as well, ending in ‘X’ to
mark them as part of the destroyed batch.
Jennings’ patent is numbered x3306.

The patent would not have been possible
if Jennings hadn’t been born free in New
York City in 1791. Any inventions by
slaves were considered the property of the
slave’s master. Being one of the estimated
4,682 free African Americans in the New
York, Jennings was able to benefit from the
fruits of his patent.

When a rival tailor tried to use the in-
vention, Jennings sued him in the city’s
Marine Court and won $50 when he dra-
matically produced the Letters of Patent
signed by John Quincy Adams.

Jennings used the wealth from patent
royalties to help promote social change for
equal rights. He was a key member of the
first three National Conventions of the Peo-

ple of Colour and trustee of the Abyssinian
Baptist Church. In 1827, he along with sev-
eral other black business leaders was in-
strumental in establishing Freedom’s Jour-
nal, the nation’s first African-American
newspaper.

Being free was only half the battle;
learning the fine art of cleaning and reno-
vating clothing was not an overnight en-
deavor. After he apprenticed with a famous
New York tailor, Jennings branched out and
became the owner of one of New York’s
larger clothing stores.

Because cleaning technology was often
found lacking at the time, a lot of garments
wore out quickly and frustrated consumers.

For Jennings, this surely boosted his
clothing sales, but that didn’t stop him from
trying to develop ways to make the clothing
he created look better and last longer. He
experimented with a variety of different so-
lutions and cleaning agents on a variety of
fabrics and garments. Eventually, he me-
thodically discovered the right combina-
tions to clean and restore them.

Naturally, this made him enormously
popular with his customers. He applied for
the patent in 1820 and was officially
granted it on March 3 of the following year.

This part of the story alone makes the
history of the industry fascinating, but there
is more to the tale.

Jennings was a lifelong advocate for
African-American civil rights and regularly
donated earnings from his business for the
abolition cause. The dry scouring patent
not only funded his activism, it also allowed
Jennings to buy his family out of slavery.

He became wealthy and encouraged his
children to earn an education and excel in
their pursuits.

They clearly listened well. His son
William became a prominent New York
businessman, his son Thomas built a large
dental practice in New Orleans and his
daughter Elizabeth followed in his tailoring
footsteps and became a notable dressmaker
in New York.

Elizabeth made her own contibutions to
African-American rights.

After being thrown off of a streetcar in
New York City, she sued the Third Avenue
Railroad Company for discrimination. She
won the case in 1855, a big step in the
effort to desegregate passengers for public
transportation in the city.

Four years later, Jennings died. His ac-
complishments were impressive. He was
one of five New York delegates to the First
Annual Convention of Free People of
Color, held in Philadelphia. He was also
one of the founders of the Legal Rights’
Association in New York City and served
as president until he passed.
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The challenges of yesterday and today
Over the years, much has been said and reported of the impending demise of the drycleaning industry. Next month,

however, it will officially be 199 years old in this country and, last we checked, it’s not quite yet at its deathbed.
Of course, the industry has certainly shrunk in recent years and store closures have become very common from coast to

coast. Plant owners have been forced to evolve and adapt to keep their doors open. Yet, this is hardly a new story. The industry
has been adapting throughout its history, through Great Depressions and Polyester Revolutions and Casual Fridays. Heck, that
pretty much is the story of the industry — there will always be some new challenge to overcome.

When you think about it, that’s also the story of how the industry came to be (see front page story). Thomas L. Jennings
faced an extraordinary uphill battle. At least, he did have two things going for him: 1) he was fortunate to be born free in an era
when few people of color could make that claim; and 2) he was incredibly determined to help other African-Americans who
weren’t free. He may have been the first American drycleaner, but he was an activist first and foremost, always donating
earnings from his business to fund the abolition cause.

Then, he was faced with the problem of unhappy customers whose new and expensive garments failed to last for a
significant time. Jennings didn’t like that so he tested chemical after chemical on every fabric he could find and “dry scouring”
was born. His patent was considered highly controversial, not for the use of chemicals, though: No African American had ever
been awarded one before.

In terms of challenges, Jennings didn’t just work hard to come up with the right formulas for the right fabrics, he had to
overcome intense racial barriers and long-held social misconceptions. His work paid off. His patent went on to earn him a lot of
money, but he didn’t invest it all back in his company. Instead, he paid for his family to be free and continued as an active and
passionate abolitionist throughout his life. He was an indomitable spirit who tried to make both his business and the world
better and he just so happens to be a hell of a role model for the industry.

So, no matter how difficult you think the future might be for the industry, consider what the first American drycleaner had
to overcome in the past. Maybe the future doesn’t look so bad after all.

Separate yourself from the competition
An interesting question was posed recently to members of the Fabricare Forum, the internet’s email list. 
“What is your ‘point of difference’ from your competitors and how do your share this with your customer base?” asked

Ron Herson, owner of Herson Supply in Gaithersburg, MD. 
The “point of difference,” he elaborated, is the most productive method to capture competitor market share, which “is

close to the only profitable way to increase sales today. 
Herson’s “point of difference” has often been referred to as a “Unique Selling Proposition,” or USP, for short. It’s an

advertising theory that dates back to the 1940s and is as useful today as it was then. It has been defined as the “unique benefit
exhibited by a company, service, product or brand that enables it to stand out from competitors, a feature that highlights product
benefits that are meaningful to consumers.”

Responses on the forum flowed. They ranged from extended hours, including open on Sunday, text messages when
clothes are ready for pickup, complimentary bottles of water, lockers for 24-hour drop-off and pick-up, attractive, immaculate
stores and easy parking with an option for drive-through service. Of course, top-notch cleaning, thorough stain removal and
meticulous finishing, including hand-finishing, made the list. (Sadly, in some markets, good quality cleaning qualifies as
“unique.”) And customer service. Never forget that one of the leading complaints about cleaners is indifferent, inconsistent or
incompetent customer service.

So what is special or unique about your company, your “point of difference?” Surely you have one or two. Or maybe a
half-dozen. It may even be something you don’t do. Remember Southwest Airlines boasting about not charging extra for bags?
Is there something other cleaners do that irritates customers that you don’t do? 

Determine what makes your organization stand out from the crowd, then make sure everyone knows about it. Tout it in all
your marketing efforts. Feature it in your brochures, website, poly, ads and so on. Leave customers with no doubt about who
you are and what you specialize in. Ask current customers for referrals; word of mouth is still the most effective advertising,
especially in this age of social media.

Unless the world knows about it, you will be just another cleaner. Define your “point of difference” and then blow your
own horn.

BPS
communications inc.

Publisher of
NATIONAL CLOTHESLINE

1001 Easton Rd., Suite 107
Willow Grove, PA 19090
Phone: (215) 830-8467
Fax: (215) 830-8490
info@natclo.com

Web: www.natclo.com
PUBLISHER

Carol Memberg
EDITOR

Hal Horning
CONTRIBUTING WRITER

Chris Pollay
MANAGING DIRECTOR

Leslie Schaeffer
ADVERTISING
Richard Cappo

GRAPHIC DESIGN
Mary Castro-Regan

NATIONAL CLOTHESLINE is not
owned or operated by any national
or regional trade association. Adver-
tisers are solely responsible for state-
ments made in their advertising.
NATIONAL CLOTHESLINE (US
ISSN #07446306) is an independent
trade newspaper published monthly
by BPS Communications Inc. Period-
ical Postage paid at Willow Grove,
PA, and at an additional mailing of-
fice. Postmaster: Send address
changes to: The National Clothes-
line, 1001 Easton Rd., Suite 107, Wil-
low Grove, PA 19090.
•Subscription price for anyone ac-
tively engaged in the drycleaning
and laundry industry in the United
States: $35; Canada $40 (US); All oth-
ers, $75 (US).
•This newspaper is published in
two separate sections. If you do not
receive both sections, please notify
our office.
© 2020 BPS Communications Inc.

A national newspaper    
for drycleaners and launderers

February, 2020
Volume 61 Number 5

National

Clothesline

Regions

Departments

Contents
News & Features Columns

16 James Peuster Looking back, some business
predictions from 2015 still apply today6 Louisiana living Three generations of Guilotts have

helmed AAA Cleaners through strange times in Lake Charles

24 Midwest WFI looks ahead to a webinar, golf and baseball;
Indiana hosts Miami for MWDLI’s Night with the Pacers

20 Midatlantic DLI’s 2020 class schedule will cover the
gamut of drycleaning; MAC hosts leadership meeting in May

12 Southwest An expert on millennials will be the keynote
speaker for SDA’s Cleaners Showcase 2020

8 Obituary: Ted Fibison A long-time drycleaner, pilot
and Clean Show jazz legend passed away at the age of 100 18 Don Desrosiers Collar cones can help quality if

used right, but they are often used incorrectly

32 Bruce Grossman Teflon and silicone are versatile
options in trying to stop leaks

Newsmakers22
26 South Brunson Laundry of SC destroyed in fire; SEFA

moves annual convention to Kissimmee, FL

34 Dan Eisen Various stain and fabric problems means
using the best products available on the market

Info Central3332 Northeast DEC certification, pressing and more coming to
NCA’s school; Colvin Cleaners tops 20,000 coats in drive

36 Frank Kollman When disciplining an employee, be
as clear as you can be on the details



FEBRUARY, 2020 / NATIONAL CLOTHESLINE / PAGE 5

To learn more, see the Index of Advertisers on page 38 or visit www.natclo.com/ads



Finding direction
C

lyde Guilott lacked direction in
his life. He was a laid back indi-
vidual who never seemed to find

his niche.
After serving as a pilot instructor in

Brazil during World War II, he returned
to the Big Easy, went to college, got
married, then discovered he wasn’t
content in his job as a high school sci-
ence teacher. Perhaps it was because
the students were as restless as he was
when he was their age.

“He was always a bad kid himself.
He was a rapscallion youth of New Or-
leans in the 1930s and 1940s who liked
to fight,” laughed Sarah Guilott-McIn-
nis, granddaughter to Clyde and cur-
rent third-generation owner of AAA
Drive In Cleaners in Lake Charles. “If
he had issues with his students, he’d
get the boxing gloves out and fight
them.”

It was probably best for his students,
as well as himself, that he try some-
thing else. Clyde chose to launch a
brand new drycleaners in 1953 and
called it Varsity Cleaners. In the begin-
ning, business wasn’t exactly booming.

“I don’t know if he was all that busy,
to tell you the truth,” Sarah noted. “I’ve
heard stories we had a couch in the of-
fice and most of the time he’d be taking
a nap and a customer would have to
ring the bell to get his attention.”

Enough bells were rung to keep the
business going for many years, but
then it was demolished in 1969. Clyde
eventually started a location that re-
mains open today.

“When we had an expansion in our
city — they built a 210 loop off of I-10
and they took that land and demol-
ished the building in order to build
that,” Sarah explained. “I think he may
have changed the name at that point. I
think that was a strategic thing because
there were so many cleaners in the area
at the time. He was going from V and
last in the phone book to AAA and
guaranteeing himself first.”

R
obert Guilott lacked direction in
his life. He couldn’t find a pro-
fession that fit just right.

“After high school, he did a few dif-
ferent things. He worked for FEMA in
West Texas doing relief work after tor-
nadoes,” Sarah said.

When he returned to Louisiana, he
secured a job at a chemical plant that
processed and refined petroleum-based
products. Ironically, he worked with
perchloroethylene. Then in 1983, he
continued to do the same, though now
at the family business. He bought it
from his father three years later.

Turns out, drycleaning was an ex-
cellent fit as Robert worked hard to
grow the business and he was good at
it.

“My dad was definitely more busi-
ness oriented,” Sarah said. “He ex-
panded this building in 1993. We put
up a huge metal building in the back
and now all of the production is in its
own separate area. Before, the cus-
tomers would be able to see the pro-
duction going on.”

Ten years later, they opened a sec-
ond location. Today they have about 30
employees. Sarah remembers well that
period of AAA’s growth.

“All through the 1990s and 2000s

when my parents were working their
butts off here trying to make it better, I
had to tag along. Probably one of my
first jobs was when I was five or six
was putting the shoulder guards on the
hangers.”

S
arah Guilott lacked direction in
her life. She felt indifferent about
the family business, so she at-

tended the University of Louisiana
where she studied art education. She
enjoyed jewelry and metal work, but

didn’t enjoy the teaching side of things
as much and she was sure that being an
artist would likely be a risky profes-
sion.

“After college, I moved back into
town and started working for my dad
as a wetcleaner/drycleaner kind of
role,” she recalled. “So, I was learning
all of the ins and outs of sorting and
fiber and stain theory and colors and
how to clean. I was specializing in vin-
tage heirlooms, experimenting with
dyes.”

She learned everything she could
from her father and found the rest of
her answers online in Facebook groups
and through practice. If she ruined any
garments, it wasn’t as big of a deal.

“I buy and sell vintage clothing so I
was able to experiment on my own
clothes that I was purchasing,” she
said. “It gives me an advantage.”

In fact, she also has an Etsy store,
Geodesica Vintage Clothing, that she
launched about six years ago.

She began full time with the com-
pany in 2011 and took over the reins of
AAA last April along with her hus-
band, Zack, who spent many years in a
submarine for the Navy and has an ex-
tensive background in electrical tech.
He also has a “side hustle” helping a
friend run a wholesale crawfish distri-
bution/catering company called Cajun
Caviar Catering. The couple have one
daughter now (or possibly two by press
time since she was 32 weeks pregnant
during the interview).

AAA cleaners certainly doesn’t lack
direction. Today, it’s a well-oiled ma-
chine that has won “Best Dry Cleaner”
for over 20 years in Lagniappe maga-
zine. Both Robert and Sarah have been
DLI-certified garment care specialists
and many of the managers and staff
have stayed with them for a long
tenure. Despite all of that, it has been a
bit of a rough start for Sarah behind
the scenes.

“Sometimes you’re thrown a lot of

curveballs,” she explained. “I’ve had
employees pass away on me so far,
good employees leave me that I was
upset about — I mean just last week I
had a distracted driver run through my
sign on Country Club. Some days you
just wake up and wonder what new
surprise is waiting for you.

O
ver the years, AAA has had
more than its share of unpleas-
ant surprises.

“We survived Hurricane Rita, which

got a little bit knocked out of the lime-
light by Hurricane Katrina, but that
was just as big of a hurricane and just
as damaging,” she said. “I really do
think if Katrina hadn’t happened before
Rita — I know the people in my com-
munity — they wouldn’t have taken
the warning seriously. They would
have stayed and we would have had
deaths, too.”

As a result of Hurricane Katrina’s
devastation, the area was mainly evac-
uated. However, Hurricane Rita left to-
tal destruction in its wake.

“The city below us, further south on
the coast, there was nothing left. It was
completely decimated,” she recalled.
“All that was left was the courthouse.
Every other house, business, school —
gone. It was like a post-apocalyptic
world for months afterward. It was odd
to see your city kind of destroyed. We
lost a lot of competitors.”

Fortunately, AAA didn’t suffer much
damage, but it was out of commission
for a while, losing employees and cus-
tomers who had their lives to pickup
and rebuild.

That wasn’t even the most unusual
surprise in the business’s history. There
was also a bizarre arson incident that
happened about 20 years ago.

“We had a break in at our Prien Lake
store and they took all of the buggies
full of all the clothes that came in Fri-
day and Saturday. They wheeled them
to the back, put gasoline all over them
and lit them on fire,” she said. “So, my
employees came in the next day and
found a big burn pile. Had they started
the fire in the front of the business, they
could have burned the whole building
down, but they did it in the metal part
with the high ceilings. It just burned it-
self out. We lost everyone’s clothes
from those two drop-off days.”

Who started the fire remains a mys-
tery. It could have been a random ar-
sonist, a disgruntled ex-employee or a
competitor for all the family knows.

Sometimes answers cannot be found,
like when a competitor disappeared.

“When I was in high school, there
was a cleaners where the owner just
skipped out of town one day. He didn’t
warn his employees. He didn’t warn
his customers,” she noted. “Maybe he
was in trouble with the law or some-
thing, but we were given the keys to let
the customers come in and get their
clothes. It was very strange.”

Through good times or bad — or just
plain weird — the reputation of AAA

has remained strong. That is not by
luck or accident.

“You have to be more strategic now
in the way that you are processing your
clothes and in how you approach find-
ing or getting customers,” she said.

O
ne way Sarah is seeking to ac-
complish that is by teaming
with a delivery app in her area.

“We’re thinking they will fill in the
gaps for the people who don’t want to
commit to be on a weekly route with
us but want that sporadic pickup or de-
livery,” she added. “This operation will
be able to do it for a flat fee on the cus-
tomer’s end and I don’t have any fees
on my end, which is nice. Plus, their
radius is much larger than ours.”

As for the future of the industry, she
is confident that the business will con-
tinue to follow a successful path no
matter how it eventually shapes up.

“Being able to find reliable employ-
ees, train them correctly, trying to miti-
gate any kinds of issues before they ar-
rive as far as the cleaning and
equipment — that’s the right thing you
need to do in order to keep going and
keep ahead,” she emphasized. “It does-
n’t take much to be better. You just have
to put forward a little effort, try to make
a few connections, start meeting other
cleaners who are not in your area. Talk
to them. Find out what they do because
you live in your own little bubble in
this work.”

While Sarah hopes the future will be
bright, she cannot help but think the
business is only where it is today be-
cause of the past.

“None of this would be possible and
the business wouldn’t be where it is to-
day without the hard work and dedi-
cation of my father,” she explained.
“He is the one who deserves most of
the praise and my husband and I just
want to continue advancing and pro-
gressing the business and making him
proud.”

Sarah
Guillot-
McInnis
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After selling his drycleaning
business and formally retiring,
Ted Fibison lived just a little more
than two years. A sad story, per-
haps, but then he was 98 when he
retired and 100 when he died Dec.
28 of last year.

He was born into the garment
care business in 1919. His father
had learned tailoring in Lausanne,
Switzerland, as an apprentice be-
fore immigrating to the United
States and establishing P.T. Fibi-
son, Inc. in Syracuse.

“My dad was a designer and a
tailor. He learned his trade in
Switzerland and he came to this
country and he started out by
measuring customers, making pat-
terns and cutting the cloth,” Fibi-
son recalled in a NATIONAL
CLOTHESLINE interview in 2017.

“He had about four tailors
sewing for him and he made high-
priced suits,” he explained. “It got
so that people would bring in re-
pairs, too, but they were a little
soiled. I was a kid trying to help. I
would have to spot clean them.”

By the time he was in high
school, he decided that spot clean-
ing wasn’t enough and he sug-
gested to his family that it was
time to start a drycleaning plant
to clean the tailored garments.
Thus, Fibison Cleaners of Syra-
cuse was born and became one of
Syracuse’s largest independently-
owned drycleaning services. It
was a family affair that included

his father, Peter, his mother,
Louise, and his aunt, Marie. He
sold the Syracuse business in the
1990s.

“I thought I was so smart, but I
didn’t realize I had my dad, my
mother, my aunt and, my good-
ness, they worked so hard and the
plant grew,” he recalled. “At one
time, it was the largest in Syra-
cuse. At one time we had as many
as 100 employees.” 

After high school, he attended
Cazenovia College and Syracuse
University. After the United States
entered World War II, he joined
the Army where his love of flying
led him to serve as a flight in-
structor for the Army Air Corps,
helping students master aerial ma-
neuvers such as loops, Immel-

mann turns and snap rolls. His
personal favorite was a “falling
leaf” in which the plane swoops
in a U-shape toward the ground.

He continued flying after the
war, working as a pilot for United
Airlines on the Denver-Chicago
route, probably without the Im-
melmann turns, snap rolls or fly-
ing leaf maneuvers.

He would be back to dryclean-
ing before long, however. Con-
cerned for the health of his wife,
Elizabeth, he left his position with
United Airlines and returned to
Syracuse where he could help care
for her along with her family that
lived there.

She recovered and the couple
lived out 74 years of marriage be-
fore her death in 2017.

He started Parkview Cleaners
in Watertown, NY, in 1950, a
2,500-sq.-ft. space across from
Thompson Park where he  had
three employees and earned a cou-
ple hundred dollars a week. That
was a bit different than Fibison
Cleaners in Syracuse which at one
time was the largest in the city
and had more than 100 employ-
ees.

Undaunted by competition
from about a dozen other
drycleaners, he was able to in-
crease the speed of his service at
the Waterown plant and earn more
revenue.

The Watertown business grew
from its humble origins and relo-

cated followed by several expan-
sion projects.

Fibison purchased adjacent
lots, built more space, paved a
new parking lot, added a boiler
room and more equipment. He
also said he added shirt laundry to
his services and offered delivery
and drape rehabilitation.

“We always believed in giving
good measure to our customers,
good measure to our employees
and paying all our bills,” he said.

He survived economic reces-
sions and depressions as well as
wash-n-wear and casual wear, and
he faced a lot of competition that
led other cleaners to close their
doors.

“I guess so many of my
peers… they just gave up. It was
a lot of hard work without the re-
turn they wanted,” he noted. “I
guess I was foolish enough to love
the business and the industry, and
I hung in there with it.” 

In addition to accruing a life-
time of good memories, he also
gained many close relationships
over the years. 

“I always went to the conven-
tions and I had many friends. Of
course, a lot of my friends are
gone now,” he said at the time of
his retirement. 

“Listen, it’s a good industry,”
he added. “You meet a lot of won-
derful people and you have the
opportunity to work with hard-
working people. It’s not an easy

industry, but it’s a pleasure to deal
with the customer. It’s a pleasure
to deal with the people who are
with you. Then, there are so many
wonderful people in the industry.
I just really love the industry,
that’s all.” 

Among his memories was one
that took place afterhours during
a Clean Show in New Orleans. At
a little jazz club on Bourbon
Street, he had a chance to perform
live on stage. He had played piano
in college but because he couldn’t
read music he never considered
himself a real musician. 

“I never thought I was, but I
was that night,” he said. “I was a
hack, but this other guy, also a
drycleaner, was a real musician
and he played treble and I played
bass. I’m telling you, we closed
the joint.” 

He is survived by three daugh-
ters: Deanne Canty Scanlon of
Chaumont, NY; Dr. Wendy J.
Fibison of Alexandria, VA, and
Chaumont, NY; and Ellen Fibison
of Mallorytown, Ontario, along
with four grandchildren and a
great-grandchild.

A family graveside burial is
planned for this spring. Memorial
contributions in his name may be
made to Hospice of Jefferson
County and United Way of NNY
with a memo for the Association
For the Blind.

Online condolences may be of-
fered at www.reedbenoit.com.
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See what everyone’s saying...

PREMIUM QUALITY GUARANTEED
5 YEAR PARTS WARRANTY

•”Quality no one competes with.”

•”Move over Alliance...”

•”Yamamoto’s a QUALITY company.”

•”They’re raising the standards.”

•”It’s the BEST machine I’ve seen 
   in my 40 year career!” SCAN NOW

SEE IT FOR
YOURSELF

See what ever    ryone’s saying..

”They’re raising the standards.”

See what ever  

•

”Yamamoto’s a QUALITY company.”•

”Move over Alliance...”•

”Quality no one competes with.”•

”They’re raising the standards.”

  ryone s saying..

  QUALITY company

”Move over Alliance...”

”Quality no one competes with.”

   y.

   .

   in my 40 year career!”

Yamamoto North America - PO Box 3264 Bloomington, IL 61702

Visit Yamamoto-na.com or Call Today (309) 827-4303
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Obituary Ted Fibison
Long-time drycleaner retired at 98, died at 100
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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
Forenta Single Legger $3,800
Hoffman Manual Utility Press $2,995
Unipress V3 Versaform $8,995

LAUNDRY WASHERS & DRYERS
Milnor 35 lb. Washer $2,795
Speed Queen 120 lb. Steam Dryer $4,500
Unimac 60 lb. Washer $4,595
Speed Queen 60 lb. Washer $4,100
Unimac 75 lb. Reversing Gas Dryer $2,195

LAUNDRY PRESSES
Hoffman Bantam Body Press $2,995
Forenta Semi-Automatic Shirt Folder $1,500
Unipress ABS 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
Cissell Ironing Board $350
Sankosha Semi-auto Bagger $8,495
Bock 20” Extractor $3,995
Ingersoll Rand 10 H.P. Compressor $1,995

SR-200U Spotting Board
• Integrated Vortex Vacuum System

• Swing Arm for Detailed Work

•  Two Tank Chemical System

•  Three Foot Pedal System for Vacuum, Air & Steam

SW-100U Stationary Washer
• Hanger Arm for Prewash

• Prewash Detergent Sprayer

•  Fast-back Type Holding Net

All Equipment Tested Prior to Shipping
Your Satisfaction Assured

DRY CLEANING PRICE
Sankosha Triple Puff Iron $1,960
Forenta Hot Head Fast Back Utility Press $6,550
Lattner 20 H.P. HE Boiler $14,995
Forenta Form Finisher $4,195
Unisec 50 lb. Dry to Dry Easysec $29,995

LAUNDRY

Bantam Body Press $3,995
Wascomat 67 lb. Gas Dryer $3,500
Ipso 60 lb. Hard Mount Washer $8,595
Ipso 55 lb. Soft Mount Washer $10,500
Forenta Double Topper $6,450
Miele 45 lb. Soft Mount Washer $9,900

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 38 or visit www.natclo.com/ads
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Akitchen is a room, or an area equipped for preparing and
cooking food. For our associates and guests, a Kitchiteria is

not just a place to eat but a room to relax, share personal stories
and grow closer as a family.

Kitchiteria

Showroom

Parts Department

Parts, yes we have parts. Over $1M in stock both mechanical
parts and Original Manufacture Sankosha Brand Covers and

Pads. Will call, drop ship or available locally from your local
Authorized Sankosha Distributor. WE HAVE PARTS!

E-mail sankoshaparts@gmail.com or info@sankosha-inc.com.

Toll Free 888-427-9120.

Our state-of-the-art showroom is fully functional. The perfect site to view
new equipment, bring garments to finish or have operators and

managers try machines hands on, in a friendly relaxing environment.
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SSaannkkoosshhaa hhaass SShhrroooommss!!

HDP-218TU
Hot Head Drycleaning Press 18” Buck

ADP-218VU
Drycleaning Mushroom Press

AHP-218V2
Hot Head Laundry Press

HDP-221TU
Hot Head Drycleaning Press 21” Buck

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

Please note the models ADP-218VU, HDP-218TU & HDP-221TU come with a self-contained vacuum.

To learn more, see the Index of Advertisers on page 38 or visit www.natclo.com/ads
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VALET CLEANERS AND COIN LAUNDRY in Temple, TX, pur-
chased a Union HL-860-K cleaning machine for using K4 sol-
vent through Gulf States Laundry Equipment Co. From left
are Matt A. Lipman of Union, Allan Cripe, owner of Valet
Cleaners, and Daniel Cripe of Kreussler, Inc.

This year, a TEDx speaker with
expert knowledge on Millennials
will be the keynote speaker for the
Southwest Drycleaners Associa-
tion’s Cleaners Showcase 2020
that will be take place in Fort
Worth, TX,  April 16-18.

Headlining the event will be
Jeff Butler, a speaker who has ad-
dressed more than 100 organiza-
tions internationally such as
Google, Amazon, LinkedIn and
Wells Fargo.

By the age of 27, he had

founded three profitable compa-
nies and published two books, as
well, including The Authentic
Workplace: How Authenticity is
Creating the Workplace of Tomor-
row.

His program at SDA’s show
will be emphasize “Authentic
Customer Service: Marketing the
right products and services to mul-
tiple generations.”

While Butler may be a big
draw, SDA took no chances with
this year’s educational schedule.

“The show
committee
has sched-
uled more
education
s e s s i o n s
than ever
before. We
will be of-
f e r i n g
more busi-
ness and
man a g e -
ment focused speakers in addition
to our live demonstrations,” noted
Jess Culpepper, the showcase
chairman.

Other speakers will include
many recognizable industry lead-
ers. Kermit Engh of Methods for
Management will discuss man-
agement while Coin Laundry As-
sociation CEO Brian Wallace will
focus on the coin laundry market.

Also scheduled to speak will
be two regular NATIONAL
CLOTHESLINE columnists: Frank
Kollman, who will examine legal
issues, and James Peuster, who
will speak on diversifying service
offerings.

SDA also has plans to feature
other experts to address the fol-
lowing topics: wetcleaning, labor
laws, marketing, environmental
clean-ups and spotting demonstra-
tions.

All in all, it seems like a lot of
bang for the buck, except there
won’t be any cost for admission
for SDA or CLA members.

Otherwise, non-members can
pay $35 pre-registered or $50 at
the door.

Housing is already open for the
show. This year’s host hotel will
be the Omni Fort Worth Hotel, lo-
cated across the street from the
convention center.

Special hotel rates are available
for convention attendees and ex-
hibitors through March 20 either
by signing up via the SDA website
or by calling (817) 535-6664.

Also during the three days of
the show, there will be multiple
meetings and social events. 

SDA will host its Member
Breakfast and General Member-
ship Meeting on Thursday morn-
ing, followed by a presentation of
the USA Best Practices Laundry
Awards from 2 to 5 p.m. that af-
ternoon.

The exhibit hall will officially
open at 11 a.m. on Friday morning
and will close at 5 p.m. that day. It
will also be open again on Satur-
day from 10 a.m. to 3:30 p.m.

So far, close to 100 exhibit
booths have already been sold. To
see the full current exhibit list and
floor plan, visit SDA’s site at
www.cleanersshowcase.com.

For more details, call the asso-
ciation, (512) 873-8195.

Millennial expert Jeff Butler
to keynote SDA’s Showcase

Jeff Butler

While
Delivering the

Stain-Free Garments
Your Customers

Desire

And these stain removers are eco-friendly...
a win for you, your customers and the
environment.

Replace VDS with EasyGo® spray spotter.  
Spray it on and dryclean it out in any solvent.

Replace traditional POGs with TarGo® EF.  
It removes the toughest oil-based stains.

Use these stain removers to deliver
stain-free garments while enhancing
your green reputation.

Become a stain wizard at
ALWilson.com

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

Go Green
with Wilson’s

Team!

EasyGo and TarGo EF are California compliant, 
chlorinated-solvent and NPE free, biodegradeable 
and non-combustible.
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THE ROUTE PRO
Five years later, it’s still good advice

BY JAMES PEUSTER

B
ack in mid-2015, I wrote
about a simple, but in-
formative Forbes maga-

zine article on “Seven Reasons
Your Business Is Failing &
What To Do About It.”

The interesting thing is that
I found the old NATIONAL
CLOTHESLINE issue with the ar-
ticle and thought I would re-
visit the reasons in 2020.

Times have sure changed in

the past five years as many
more stores continue to close
while others are merging or
selling. I see more and more
articles about exit strategies or
how much is your business re-

ally worth.
I don’t know what the ac-

tual numbers are, but from
what I have witnessed about
eight drop stores close for each
new one opened. Tide and

Zips are spreading into other
markets. Wash-dry-fold is here
to stay.

So let’s look at the top seven
reasons again; they shouldn’t
shock you.

1. You don’t know how to
market your business.

2. Your prices are too low.
3. You don’t really know

your customers.
4. You think SEO and social

media don’t apply to you.
5. You’ve got the answer to

everything.
6. You can’t handle growth.
7. You don’t have savvy

business culture or mindset.
I still have to agree with

much of the article as it is time-
less as ever. Today, some of
you may look at a couple of
reasons as warning signs and
you should. Competition lev-
els are on the rise in the
drycleaning route world as
trends and spends go down. 

I believe the ’20s will truly
separate those who thrive and
those who are just trying to
survive. What’s sad is some of
the successful cleaners of the
past are unaware of the fact
that they may not be in busi-
ness in 2030.

Let’s look at each one at a
time and I will give you the
cliff notes version of what I rec-
ommend you do now!

1. Marketing: If it didn’t
work before it probably won’t
work again. Don’t go off hope
and don’t forget that it’s sales
AND marketing—not sales OR
marketing.

2. Don’t be afraid to raise
prices. No one has ever won
the price war by being the low-
est priced cleaner.

3.When is the last time you
surveyed your customers?

4. Don’t over invest in social
media, but don’t neglect it, ei-
ther.

5. Learn more to earn more.
Those who have all the an-
swers never ask the right ques-
tions.

6. If you can’t handle what
you have now, you can’t grow.
Whoever said “sales cures all
evils” never worked at a
drycleaner.

7. Since trends and spends
are down, you have to increase
your market share.

I look forward to recapping
this article in 2030. Hopefully
you will still be around!

I believe the ’20s will truly separate those who thrive 
and those who are just trying to survive. What’s sad is
some of the successful cleaners of the past are unaware 
of the fact that they may not be in business in 2030.

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.

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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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)

EXCEP
TIONA

L

SOLVE
NT

MILEA
GE!!!

UP TO

100,00
0 LBS

/DRUM
!!!

NEW YORK STATEAPPROVED!!!

To learn more, see the Index of Advertisers on page 38 or visit www.natclo.com/ads
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SHIRT TALES BY DON DESROSIERS

The use and misuse of collar cones
T

his month, let’s talk
about collar cones —
what they’re for, what

they are not for, how they can
help your quality and how
they can hurt your quality. 

So, first things first: What
are they for? 

The intent is to improve
your quality by neatly round-
ing the collar and smoothing
the inside of it — the part of
the collar band that touches
one’s neck. The resulting shirt
has a collar that is perfectly
round, doesn’t droop in the
front and stays that way.

What they are not for?
• A coffee cup holder.
• A place to throw wet

shirts on.
• A place to throw a pressed

shirt on for a while until you
can get to button it.

• A thing to make tying a
button easier.

• A thing to hold a shirt for
a few seconds while you tie the

button.
• And (sorry about this one)

it is not a thing to hold hang-
ers

My guess is that you knew
about the first three no-no’s
here, but are not inclined to
agree so quickly with the last
three.

“A thing to make tying a
button easier”

True or false?
Both.
You can get rather fast tying

button if you learn to pull
against the cone while doing
it, but you are clearly missing
the point if you tie a button
while pulling against the cone
and then promptly hang the
shirt on a hanger and send it
on its way.

It is true that you get better
at tying a button that way than
tying a button on your own
shirt, due to sheer repetition,
but this is far from the intent
of the collar cone.

It’s all relative. It’s all what
you are used to. Consider that
there are collar cones on the
market that cost over $1,000. I
wouldn’t care how much eas-
ier button tying got, I wouldn’t

be able to justify $1,000 unless
the shirt buttoned itself!

“A thing to hold a shirt for
a few seconds while you tie the
button.”

True or false?
Both.
Is only true if you also add

several dozen more seconds to
let it sit there for a while after
you button it.

“It is a thing to hold hang-
ers.”

True or false?
False. You get no latitude on

this one.
In spite of the fact that some

brilliant inventor decided to
cut a slot in a collar cone so
that it could hold hangers is in-
consequential to me. I will not
waiver. It is not a place to hold
hangers because the very fact
that there are hangers in there
prevents the shirt from hang-
ing low enough on the cone to
do its job.

It is okay to buy one that
has a slot in it as long as you
don’t use it. The presser needs
to tie the button around the

collar cone and then push the
shirt down on the cone firmly.
It should stay there for 30 to 60
seconds. The cone should be
heated in order to be
supremely effective. The

wooden ones are passé.
If you can’t leave a shirt on

there for 30 seconds due to
production, get a three-headed
one. It is the ideal solution for
all but the lowest volume
plants

It virtually assures that 1)
hangers will not be used with
them because there are no
hanger slots and 2) the shirt
will stay on the cone for 60 sec-
onds or more.

So how can a collar cone
lower your quality? 

This is the scariest thing
about collar cones: using them
incorrectly.

If you do any of the things
listed above — not using a col-
lar cone at all, using it to hold
the shirt while you tie it or
leaving it to droop on a hanger
while the cone never evens
touches the shirt, you aren’t re-
ally deteriorating your shirts,
you just aren’t using all of the
tools at your disposal.

You have a collar cone, but
you are not using it for its in-
tended purpose.

You will lower your quality
if your presser pulls the shirt
down on the shirt in such a
way that front of the shirt,
where the collar button is, rolls
down and folds over on itself.

This is very undesirable.
In fact, I think that this is

the reason that most folks buy
a collar cone in the first place.
They are trying to fix the prob-
lem that we generally call
“drooping.”

I would universally endorse
collar cones if they invariably
fixed droopy collars. They do
not, however, for one or more
of the following reasons:

• The collar cones are not
heated.

• The shirts don’t stay on
the cone for any length of time.

• There are hangers in the
way that prevent the shirt col-
lar from ever being pulled taut
around the cone.

• The collars of the shirts
are carelessly pulled down on
the cone. This, instead of cur-
ing the collar in the upright po-
sition, cures the collar in the
“drooping down” position.

If you are curing the collars
in the “drooping down” posi-
tion, you are using a tool that
is intended to improve your
product in a way that actually
lowers your quality. It’s like
buying a hammer to pound a
nail, but pounding your thumb
instead. Ouch!

Get a nice heated, three-
headed collar cone to improve
your quality. Each shirt will
stay on a cone for two to three
press cycles. You will be
pleased with results provided
that you train your people how
to use it, show them what to
avoid, and then supervise!

To learn more, see the Index of Advertisers on page 38 or visit www.natclo.com/ads

You may be using a tool that is intended 
to improve your product in a way 
that actually lowers your quality. 

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.

BLACK TIE FRENCH CLEANERS in Jackson Heights, NY,
purchased a Pony Eagle 2.0 blowing pressing shirt finisher
through New York Machinery. Pictured from right are Mr.
Chung, owner of Black Tie, David Kim of New York Machin-
ery, the store manager, Michele Plebani of Pony Spa, and
Richard Greco of Pony.
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No matter how much you think
you know about drycleaning,
there is always a new fabric, com-
bination stain or challenge to
make you rethink that notion.

Conversely, no matter how lit-
tle you think you know about
drycleaning, you can rectify that
in a very short amount of time.

Throughout the year, the
Drycleaning and Laundry Institute
will give cleaners four opportuni-
ties to learn the basics, three to
learn advanced skills and one of-
fering that will focus only on stain
removal.

Classes begin as early as this
month and go into November.

DLI will host its one-week
comprehensive Introduction to
Drycleaning course later this
month from the 24th to the 28th.

The class is an excellent option
for those who think they know
nothing about drycleaning, or, at
the very least, have less than one
year experience.

The class will cover sorting
loads for cleaning, operating a
drycleaning machine and how to
clean silk, satin and other fabrics.
Then, the stakes are raised a bit as
students gain spotting skills to re-
move coffe, ink, grease and other
stains.

Pressing pants, coats and skirts

will also be covered, as well as
how to use tensioning equipment
to improve finishing quality.

Premier Members can enjoy a
free admission for the course but
non-members must pay $2,195.

The class will also meet on the
following dates later this year:
July 13 to 17, Aug. 17 to 21 and
Oct. 19 to 23.

Graduates of the course, or
those with a few years production
experience, will be ready for the
next step: the two-week advanced
drycleaning course that takes
things to another level.

Students of that class will
cover a lot of new ground: identi-

fying fabrics, using bleaches,
pressing, wetcleaning, getting
clean, white laundry, pressing
laundered shirts, designing a
drycleaning plant for maximum
work flow, maintaining and
changing filters, troubleshooting
problems with the dryleaning ma-
chine, current regulations facing
the industry, customer service
techniques, cleaning and preserv-
ing wedding gowns and under-
standing the difference between
solvents (perc, GreenEarth, hy-
drocarbon and SOLVONK4).

Class dates for the advanced
class this year include March 2-13,
July 20-31 and Oct. 26 to Nov. 6.

Like the introductory course,
instruction time takes place from
9 a.m. to 4:30 p.m., Monday
through Friday. Tuition for the
ten-day class is $2,195 for non-
members; Premier Members can
take the class for free.

For those who want to learn
everything in a hurry, both the in-
troductory and advanced class can
be taken together on three occa-
sions in 2020; non-members who
sign up for both together can en-
joy a reduced tuition of $2,895 for
both classes.

In addition to its signature
drycleaning courses, DLI also
hosts a two-day stain removal
course at its School of Dryclean-
ing Technology from Sept. 23 to
25.

Students will learn practical
application of stain removal tech-
niques including removing coffee,
ink, grease and other stains from
clothing, identifying cotton, silk,
polyester and other fabrics, using
bleaches without damaging the
fabric color, using specialty prod-
ucts such as digesters, amyl ac-
etate and acetone in stain removal,
removing spotting rings and water
marks and identifying fibers and
fabric construction.

Premier Members may register
for free for the course. For non-
members the tuition is $649 each.
Scholarships are available from
several sources for DLI courses.

DLI’s School of Drycleaning
Technology is located in Laurel,
MD, making it accessible to three
nearby airports: Baltimore Wash-
ington International in Maryland,
Reagan National and Dulles In-
ternational in Virginia.

For more information on any
of DLI’s upcoming educational
programs, or to register, call (800)
638-2627 or visit the website at
www.dlionline.org.

First DLI classes of 2020 begin this month

MAC leadership
meeting in May

The Midatlantic Association of
Cleaners is in the planning stages
for its fourth annual MAC leader-
ship conference.

After hosting its final program
of 2019, a well attended mainte-
nance workshop, the board turned
its attention to building a strong
2020 program.

The leadership conference wll
be held May 1-3. Locations under
consideration include Virginia
Beach, VA, Washington, DC, and
Charlottesville, VA. The site com-
mittee should make its selection
soon while the board also evalu-
ates speakers and topics for the
program.

In addition to the leadership
conference, MAC plans to host
more workshops and seminars in
different areas of the region and
will be developing a series of
Meet and Greet dinners to help
spearhead more peer-to-peer net-
working among the membership.

For updates on MAC’s plans,
visit www.macassociation.org.
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NuYale Cleaners in Jeffersonville, IN, received the Route Pro Treatment with James Peuster
(right) and Michael Willams (left) of The Route Pro who worked with Michelle Eddie and
Daryl Bohannon on route development.

Owen Cleaners of Paducah,
KY, celebrated its 100th anniver-
sary during an informal reception
for employees, customers and
friends on January 10 at the com-
pany’s main plant on Kentucky
Avenue.

Woodrow Wilson was presi-
dent when Horace and Tully
Owen first opened the doors to
Owen Brothers Quality Cleaners
in January 1920. The brothers had
started in Fulton, KY, before mov-
ing to Paducah.

Carolyn Perry, a granddaugh-

ter of Horace Owen and current
owner along with her husband,
David Perry, asked a local
archivist, Leigh Ann Paxton, to
find information on the grand
opening. She located the original
advertisement for the grand open-
ing in the January 11, 1920 edition
of the Paducah News Democrat.

The two brothers ran the busi-
ness together for the first few
years until Horace Owen eventu-
ally bought out his brother to be-
come sole proprietor.

In the early years the company

specialized not only in dryclean-
ing and laundry services, but also
fur cleaning and alterations and
fabric dying. Many other diversi-
fications occurred over the
decades including coin-operated
laundry, drapery and rug cleaning
and even photo finishing.

In 1950, Horace Owen was
joined by his son-in-law, Gene
Katterjohn, Jr. in a partnership
that expanded the business and
lasted until Mr. Owen’s death in
1977.

Katterjohn and his wife Car-
olyn ran the business until the
early 1990s. In January, 1992 Car-
olyn Perry, the daughter of Gene
and Carolyn Katterjohn, and
David Perry, their son-in-law, pur-
chased the business to become the
third generation to own and oper-
ate the family business.

David and Carolyn Perry both

left corporate careers in Dallas,
TX, to move to Paducah and con-
tinue the family tradition in
drycleaning.

Now 28 years later, both David
and Carolyn, agreed that the deci-
sion to move back to Paducah was
a good one.

“Leaving the corporate world
for a small business could be per-
ceived by some as a risk,” said
David Perry. “But it had always
been my dream to own and run
my own business. I soon found
that running a small business and
sustaining it over many years can
be just as challenging as any cor-
porate career.”

On the challenges for a busi-
ness to sustain itself for a century,
David commented, “The only way
to survive is to constantly adapt
and evolve. While some may
think that drycleaning is a static

business, it actually must con-
stantly adapt to changes in fabrics,
fashions, demographics, lifestyles
and even technology.”

Owen Cleaners has often been
recognized as an industry leader
and innovator. In the 1930s, Mr.
Owen first signed up with the
Sanitone drycleaning process
which originated in Cincinnati.
Today Owen Cleaners ranks as the
oldest, continuous licensee of
Sanitone in the world. 

Owen Cleaners plans to recog-
nize and thank its many customers
with special promotions and pro-
grams throughout the year. Car-
olyn said, “We plan to make 2020
a very special year as we thank all
of our customers for their long-
standing support.” David added,
“As the year progresses, we will
begin to turn our focus from the
past to the future.”

Barbara Moore, international sales coordinator for Forenta,
has retired after 28 years with the company. She played a critical
role in assisting Forenta’s international dealers and customers with
quotes, orders and shipments. 

“Barbara’s achievements will not be forgotten,” said Craig
Forsey, vice president of sales.
“Her work ethic, command of
complexity, devotion and client
focus have exemplified Forenta’s
commitment to our customers.
Her influence has made an indeli-
ble impact on the entire staff at
the company.” 

Pamela Blankenbeckler will
now serve as international sales
coordinator. She came to Forenta
from another local equipment
manufacturer and has many years
of sales and customer service ex-
perience. 

Forenta designs and manufac-
tures a wide range of garment care
products including finishing
equipment, conveyors and
chillers.

Pamela Blankenbeckler
(left) is Forenta’s new inter-
national sales coordinator,
taking over for Barbara
Moore (right) who has re-
tired.

NEWSMAKERS
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Brent Padon: 561-644-5517
email: bpadon@renzacci-usa.com - info@renzacci-usa.com

Dry Cleaning Machines
IS ALL YOU NEED
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Washer Extractors Tumbling Dryers

High Spin Soft Mounted, Extra & Regular
Spin Hard Mounted from 20 up to 264 Lb.

Complete range from 20 up to 264 Lb.,
With exclusive range of closed circuit - vent-less dryers

 COMPLETE PARTS INVENTORY
 TECHNICAL SUPPORT

 US SCHOOLING AND TRAINING CENTER
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FABRIC CARE CENTER in Indianapolis, IN, installed a Co-
lumbia drycleaning machine using Sensene solvent. Pictured
from left are Tom Prionas, owner of Fabric Care Center, Chris
Hogard with Columbia and Paul Hanson of PLW Enterprises.
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This month, the Wisconsin
Fabricare Institute will host a we-
binar offering updates and re-
minders on air and waste regula-
tions for drycleaners in the state
of Wisconsin.

The program will be held from
3 to 4 p.m. on Wednesday, Feb.
19. The cost of registration is free.

Inspectors from the state’s De-
partment of Natural Resources
have found improper labeling on
waste containers, insufficient
record-keeping and solvent con-
tainers left open when not in use.

Some drycleaners are not keep-

ing up with recent rule changes
and key requirements, so WFI has
enlisted a representative from
DNR’s small business assistance
program to talk about the Dry
Cleaner Compliance Calendar and
the federal EPA air toxic rule, in-
cluding what records are needed
and the ban on co-located shops
that is effective in December of
this year.

Those who register for the
event will receive an email one
day prior with login information
for the webinar. Any questions can
be directed to Mike Foti at

mike@wamllc.net or call (414)
488-1754.

Later this year, WFI will host
a fun social outing as it tees off its
17th Annual Fitzgerald Scholar-
ship Golf Classic on June 16 at
the River Club of Mequon located
at 12400 N. Ville Du Parc Dr. in
Mequon, WI.

The cost is $135 per golfer,
which includes lunch on the sun-
deck, a round of golf with carts
and entrance to the Putting Con-
test. Dinner will be served after at
6 p.m.

Also in June, WFI will host its
Milwaukee Brewers Game this
year at Miller Park on the John-
sonville Party Deck.

The game will begin at 6:10
p.m. Tickets are $75 each, which
included two complimentary
beers per adult and a buffet that
begins 60 minutes after the first
pitch and concludes about two
hours later.

For more information on
WFI’s events, visit them online at
www.wiscleaners.com or call the
office, (414) 488-1692.

WFI plans webinar, golf and
baseball game outing in 2020

MWDLI ready
for Night with
the Pacers

The NBA playoffs are still sev-
eral months away, but both the
Miami Heat and Indiana Pacers
will by vying for better playoff
position next month and the Mid-
west Drycleaning and Laundry In-
stitute will be there for a fun social
event.

Space is limited, though, so
signing up as soon as possible is
highly recommended.

The association will host its an-
nual Night with the Pacers on Fri-
day, March 20 at the Planet Fit-
ness Lounge at Bankers Life
Fieldhouse in downtown Indi-
anapolis. The tipoff for the game
will take place at 7 p.m.; the doors
are set to open at 6 p.m.

In the Planet Fitness Lounge,
attendees will be able to enjoy an
all-inclusive buffet that will in-
clude several chef’s tables and ad-
ditionals specialty items including
nacho bars and gourmet hot dogs
and brats.

Many complimentary bever-
ages are also included with each
ticket, including draft beer, wine,
soda and water.

The cost per ticket is $125 per
person. There is a deadline of Feb.
19, so signing up as soon as pos-
sible is encouraged.

Registrations packages are
available at MWDLI’s website
online, www.mwdli.org, by click-
ing on “Events” at the top of the
page and then on the “Register”
button.

For more questions or to reg-
ister, contact Jon Meijer at (765)
969-5745 or email him at mid-
westdli@gmail.com.

The ONE and ONLY 
Original EM Natura 
Cartridge Filters
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First Class Cleaners in Orlando, FL, installed a Union HL-88o
with solvent heating for GreenEarth. Pictured are Matt A.
Lipman (left) of Union and Tom Hudgeons of First Class
Cleaners’ new product development.
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SOUTH
The population of Brunson,

SC, includes about 550 residents
about ten percent of whom lost
their jobs and the town lost a long-
time business when a fire de-
stroyed Brunson Laundry and
Cleaners of South Carolina in
early January.

Fortunately, though, nobody
lost their lives or was injured. The
fire devastated the building, even
though the fire department re-
sponded quickly because the as-
sistant fire chief happened to be at
the gas station next door and

called it in immediately.
Fire officials place the start of

the fire in the early morning. The
cause was believed to be a lint
trap.

Firefighters from several coun-
ties worked together to battle the
blaze, but it wasn’t enough to save
the longtime business that was the
biggest source of employment for
the town.

Debbie Bullard, the current
owner whose family has run the
cleaners for four generations since
the 1940s, told WTOC11 that it

had been nearly an impossible
day.

“We got the call about six 
o’clock this morning that it was
on fire and we found out it was the
lint collector from one of the big
dryers we have in back,” she said.
“It’s gut wrenching.”

Even as the building was burn-
ing and the roof was collapsing,
Bullard was considering new lo-
cations to rebuild, including one
in Allendale.

Bullard received assistance
from the County Administrator
and other officials in moving for-
ward because the cleaners is so
important to Brunson.

As Rep. Shedron Williams, SC
District 122, explained to
WJCL22 ABC, “Fifty-five jobs
gone, and if you look around the
town is very small. That is the
biggest supplier of workforce here
in the small town of Brunson,
South Carolina.”

The local community came out
to show support for the business
and Bullard remains determined
to overcome the loss.

“How long it will take I don’t
know, but we will rebuild. We’ll
come back,” she said.

Devastating fire completely
destroys Brunson, SC cleaner

SEFA will host
SLDS show in
Kissimmee, FL

The South Eastern Fabricare
Association will relocate its an-
nual convention this year, heading
to the Gaylord Palms Hotel in
Kissimmee, FL, from June 12 to
14.

According to SEFA Executive
Director Peter Blake, the move
has been a long time in the mak-
ing. “We have been trying to se-
cure a spot in Central Florida for
years, and we have finally found
a space that is both feasible and
relatively affordable,” he noted.
“I feel extremely confident that
location will translate into some
of our biggest attendance numbers
in years.”

The Gaylord Hotel is located
only a few minutes away from Or-
lando International Airport. It is
also near several major highways
for convenience.

Currently, the SEFA board is
in the planning stages for the
event, but are planning on having
more laundry, wetcleaning and
coin-op exhibitors this year, in ad-
dition to a wide variety of educa-
tional topics that will be delivered
by guest speakers.

For more information on the
event, visit the association’s web
site located at www.sefa.org, or
contact the office directly by call-
ing (877) 707-7332.

SEFA has secured a rate of
$187 per night single/double oc-
cupancy. Call (877) 350-3236 and
mentioning the show.

We Find Funds. We Clean Up. You Stay Open.®

Turning environmental 

 866-888-7911
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NORTHEAST

SWEETWATERS FRENCH STYLE DRY CLEANERS in Wain-
scott, NY, purchased a Realstar cleaning machine through
Metro Equipment. Pictured with the owner, Charles Garland
(center), are Frank Gebbia (left) and Vincent Gebbia (right),
owners of Metro Equipment.
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NCA continues
2020 class slate
with finishing

It’s still early in the year, but
already the National Cleaners As-
sociation has co-hosted the Brain-
storming and Five Star Confer-
ence at the Grand Velas Riveria
Nayarit, an offering of its eight-
hour Advanced Stain Removal
and Bleaching, a one-week Radi-
cal Drycleaning/Stain Removal
course and an installment of its
DEC Certification course for New
York State.

Turns out, that’s just the begin-
ning of a schedule planned for
2020; many more courses will be
offered throughout the year.

The next class on the schedule
is a two-day Pressing and Finish-
ing class that will be held on Sat-
urday and Sunday, Feb. 8 and 9.

In all, students will meet for a
course of 16 hours on both days,
from 8:30 a.m. until 5 p.m. in the
Bronx.

The class is free for Platinum
Members, but regular members
must pay $455 each and non-
members must pay $595 each.

NCA will also offer several in-
stallments of its New York Cepart-
ment of Environmental Conserva-
tion certification class throughout
the year, all in New York City.
The next one on the schedule is
set for May 17 and 24.

Overall, the class takes place
from 9 a.m. to 6 p.m. on consecu-
tive Sundays.

Tuition for members is $809
and $1,309 for non-members.

There will be two additional
offerings of the DEC Certification
course later in the year; the first
will be on Aug. 2 and 9 and the
other will take place on Nov. 15
and 22.

For more information on any
of NCA’s upcoming classes, or to
register, visit them online at
www.nca-i.com or call the office
at (212) 967-3002.

This season marked the 24th
annual Colvin Cleaners Coats 4
Kids program and, for the first
time ever, the company collected
and distributed over 20,000 winter
coats in one drive.

Overall, the tally came in at
20,700 winter coats, along with
thousands of hats, gloves and
scarves to give to local children
in need.

According to Paul Billoni,
president and CEO of Colvin
Cleaners, that figure represented

a new record for the company,
surpassing last year’s total of
18,500, a record at that time.

In the two year previous to that
(2016, 2017), the company col-
lected 5,350 and 13,350, respec-
tively.

For this year’s drive, Colvin
Cleaners received collection help
from Bethesda Full Gospel Tab-
ernacle, Every Person Influences
Children, Fathers Armed Together
to Help, Educate, Restore and
Save, Friends of Night People,

Kenmore Mercy Hospital’s
Catherine’s Closet, the Ken-Ton
Closet, St. Luke’s Mission of
Mercy, Haven House; Healthy
Moms and Jewish Family Serv-
ices.

This year’s drive was spon-
sored by the Allstate Foundation
with support from WIVB-TV and
WYRK.

Since the program’s inception,
Colvin Cleaners has distributed
approximately 130,000 coats and
gently used winter hats, scarves
and gloves for everyone in need,
from infants to adults.

Colvin Cleaners accepts dona-
tions of coats, as well as gowns
for its Gowns For Prom program,
year-round.

For more information, visit
them at www.colvin cleaners.com.

Colvin Cleaners tops 20,000
in 2019 Coats 4 Kids drive
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WRENCH WORKS BY BRUCE GROSSMAN

Stopping those expensive leaks
L

ast month was devoted to
stopping solvent and
vapor leaks by maintain-

ing the gaskets which provide
a seal on the various doors of
the drycleaning machine.

These gaskets are normally
pre-formed (molded) to the
precise size and shape required
to fit in the door. This month
we’re going to cover how to
seal areas that do not have pre-
formed gaskets or where in-
stalling a pre-formed gasket
would be difficult and time
consuming.

The two greatest gifts for
stopping leaks of all sorts are
the materials of Teflon and Sil-
icone. We will be using these
versatile sealants frequently, in
one form or other, in the re-
pairs covered in this and fol-
lowing articles. 

Let’s begin with the KING
of gasket material, Teflon.
Teflon has four wonderful
qualities that are especially
suited to our industry.

First its temperature range
is from -50° F to around 400° F,
thus allowing its use on the
steam piping in a normal
drycleaning/laundry opera-
tion.

Second, it is chemically re-
sistant to just about anything
you can slop on or over it in-
cluding any of the solvents you
may be using, in either a liquid
or vapor form.

Third, it has self lubricating
qualities and last but not least
it comes in several forms, each
well suited to a particular leak
stopping application. I’ll give

a quick list of the types of
Teflon, then their uses.

Teflon tape. You are all by
now familiar with Teflon in the
form of a tape. Teflon tape
comes in various flavors for
different purposes.

I use three different types: a
cheap thin half-inch wide
white colored for wrapping
screws and bolts in order to
keep them from locking up
from dirt or corrosion; a dense
half-inch wide white colored
tape for wrapping pipe threads
up to and including a half inch;
a yellow three-quarter inch
wide tape for wrapping
threads on pipe over one-half
inch.

These tapes not only act as
sealant. In addition, Teflon’s’
self lubricating qualities allow
the pipe to screw into the fit-
ting without “galling;” mean-
ing friction grinding metal
chips off the pipe and fittings
and freezing up the assembly
before a good seal is accom-
plished. (Also galling makes it
impossible to disassemble the
pipe and fittings without dam-
age.)

Teflon pipe dope. This
paste-like material comes in a
can with a brush built into the
lid. It is used to coat the
threads on pipe and in fitting
before assembling these parts.

Teflon string or round
packing. Resembling spa-
ghetti, this round form of
Teflon is used to pack valves
to and from seals and gaskets
between flanges or other flat
surfaces.

Solid Teflon sheeting. This
material comes in both a solid
and a closed cell foam version.
It is expensive but at times is
the only answer for sealing
some very difficult leaks at ir-
regularly shaped flanges or
uneven, warped or pitted mat-
ing surfaces.

Starting with the use of
Teflon tape:

1. For sealing pipe threads.
Wind at least three turns of
tape around the circumference
of the pipe. It is important to
wind the tape in the correct di-
rection which is clockwise
when facing the end of the
pipe. This distributes the tape
evenly and pulls it into the
threads when a fitting is
screwed onto the pipe.
(Wound in the wrong direc-
tion, the tape will be pushed
out of the threads and bunch
up on the outside of the fit-
ting).

Use a dense half-inch wide
white colored tape for wrap-
ping pipe threads up to and in-
cluding a half inch or a yellow
three-quarter inch wide tape
for wrapping threads on pipe
over a half inch.

For extra sealing reliability
use Teflon pipe dope over the
tape on the male end of the fit-
ting and in the treads on the
female fitting.

2. For preventing nuts,
screws and bolts from freez-
ing together or locking up.
Wind two turns around the
threads in a clockwise direc-
tion, same as with pipe
threads, and pull the tape
tight.

3. Creating thin string
packing. You will often find
small valves leaking at the
stems. The shut off valves at
the top and bottom of boiler
sight glass fixtures are a perfect
example of this kind of leak.

After completing the pack-
ing procedure and tightening
down the packing nut, remem-
ber this type of valve seats
with the valve completely
open. 

Do not do any maintenance on
a pressurized or hot boiler!

Compression fittings leak-
ing steam past the compres-
sion nut is another common
leak of this type. An unusually
effective method to stop these
leaks is to install extra Teflon
packing behind the packing
nut on valves, or the compres-
sion nut on fittings.

You can whip up this pack-
ing in a heartbeat by taking a
12-inch length of Teflon tape
and holding one end while
“spinning” the other end be-
tween the thumb and forefin-
ger of the other hand until it

forms a soft round string. Then
unscrew the leaking nut and
slide it up the valve stem or
down the copper tubing in the
case of a compression fitting
nut, hold one end of the string
and wind several turns around
the valve stem or copper tub-
ing pulling it taut.

Now while holding tension
on the string, push the packing
nut or compression nut onto
the valve or fitting body and
screw it down. The beauty of
using Teflon like this is that the
nut will cut through the soft
Teflon so you needn’t try to cut
the ends of the string, losing
the tension on the packing in
the process.

Bruce Grossman is the chief of
R&D for EZtimers Manufactur-
ing, maker of the EZ Level return
tank water level control. To pre-
vent boiler scaling and other
damage, the EZ Level  control re-
places that ball float valve in the
condensate return tank. For sav-
ing money on handling waste the
Sahara and Drop in the Bucket
line of high purity separator
water mister/evaporators pro-
vide a thrifty, legal method to get
rid of the separator water gener-
ated by your drycleaning ma-
chine. For more information,
visit www.eztimers.com. Ad-
dress any questions or com-
ments to bruce@eztimers.com
or call (702) 376-6693.

Via R. Morandi, 13 
06012 Città di Castello (PG) ITALY
Ph.+39 075 8521264 

www.consorziounimatic.it
info@consorziounimatic.it

POR-FESR (2014-2020) ASSE III AZIONE 3.3.1
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MASTER KLEEN CLEANERS in High Point, NC, purchased
a Unisec Model MS402N through Yoo Enterprise. Pictured
from left are Mr. Park from Yoo Enterprise, Mrs. Houser,
owner of Master Kleen, and Robert Lee of New York Machin-
ery.
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LAS VEGAS, NV — EZtimers
Manufacturing announces the ad-
dition of the EZ-Dose return tank
precision boiler compound injec-
tion system and level management
controller to its expanding line of
products designed especially for
the drycleaning and laundry in-
dustries.

This device monitors the vol-
ume of city (make-up water)
added to the boiler return tank,
precisely injecting the exact
amount of boiler compound re-
quired to control scale and bind
free oxygen in the boiler feed wa-
ter.

The EZ-Dose contains its own
compound injection pump and is
integrated with EZtimers’ return
tank level control to replaces the
troublesome, leaky ball float

valve.
This combination of electronic

compound injection system and
level control will save boiler com-
pound, wasted fuel, unnecessary
water and sewage fees and greatly
reduce the high costs incurred by
maintenance and lost production.
Most importantly, it will extend
the working life of the boiler.

The EZ-Dose is entirely self-
contained, shipped with all neces-
sary parts for installation and is
very easy to install and set up. It
can be used with any liquid boiler
compound.
To learn more, visit www.eztimers.com.

INFORMATION CENTRAL
Products and Services for Drycleaners

CONKLIN, NY — The new year brought a new catalog
from Cleaner’s Supply that includes more than 200 new
and innovative products for the drycleaning industry.

Among the new products is an exclusive Hotseal ma-
chine for applying barcode heat seal labels. It has fully
programable temperature and timer controls and uses stan-
dard 110V while complying with OSHA standards. Its
small footprint saves space while packing performance and
durability into an easy-to-use labeling system. Made in the
USA, it includes a full two-year warranty.

Cleaner’s Supply also added a stripe label option to its
custom printed heat seal labels in response to customers
who to mark routes and stores. The multiple colors adds
versatility to the labeling system. Stripe colors include
black, blue, green, red or yellow.

To learn more, visit www.cleanersupply.com.

Boiler compound dose
injection system

LOS ANGELES, CA — CollarCard
makes a patented credit card-sized
plastic card containing four pop-
out collar stays that can be stored
in a man’s wallet.

CollarCards are a unique pro-
motional product whose low price
point and 100 percent usage rate
has made it a popular giveaway
for drycleaners.

“We invented CollarCards to
address and fix the common prob-
lem of men forgetting their collar
stays when they leave the house,
when they are traveling, or for any
occasion when they are wearing a
dress shirt,” said Randall Kaplan,
chief executive officer and owner
of CollarCard.

CollarCards are made in the
United States from environmen-
tally-friendly recycled plastic and
are fully customizable; customers
can add any graphics, logos, col-
ors, or tagline to their design.

To learn more,
email sales@collarcard.com.
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Heat seal, labels 
in new catalog

Collar card
promotion
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I
spent nearly an entire week
in Naples, FL, teaching the
use of specialized products

for solving various stain and
fabric problems.

The focus was on more ad-
vanced usage of chemicals. We
also concentrated on different
manufacturers having some
chemicals that others did not
have. No one manufacturer

had all the products necessary
for problem correction. Al-
though the basic of spotting
was covered, we concentrated
on the best products available.

Problems

Using a fast and efficient
way of spotting. We concen-
trated on using the best prod-
ucts that produced the fastest

and safest way of stain re-
moval.

The order of spotting
started with wetside going in
to the dryside method. Specific
use of the steam gun was dis-
cussed so as not to set the stain.

A. Neutral lubricant. 
B. Tannin.
C. Protein Formula-non am-

moniated. 

D. Citrus based formula.
E. Environmentally friendly

oily-type paint remover and al-
kaline in nature.

F. Acid based environmen-
tally friendly oily-type ink re-
mover acid in nature.

G. Sodium perborate. All
the oily type agents can be
flushed wetside

Yellowing on a dyed silk.
We used a neutral based oxi-
dizing agent that is safe to col-
ors. We were able to correct
several stains such as perspi-
ration, body stain and others.

Dye bleeding from wet-
cleaning. Chris Bamberg of
Platinum Cleaners showed the
use of a lubricant that easily
removed the stain without
bleaching.

Heavy ink stain on a print
shirt. No one attending the
session thought the ink could
be removed. We showed how
the ink must be reduced to its
last traces before bleaching can
be used.

We used citrus based lubri-
cant, oily-type paint remover
and acid paint remover.

We also combined ink re-
mover with a tannin formula.
The ink was finally removed
totally with sodium perborate
bleach.

Potassium permanganate
usage.Many drycleaners were
having problems neutralizing
this agent. We showed how
hydrogen peroxide is the easi-
est and best neutralizer.

Odor problems. We re-
ceived a load of household fab-
rics stained with animal urine.
We used a cationic detergent
in a wetcleaning formula. The
odor and staining were re-
moved.

Restoring color and luster
to silk and other fabrics. We
used a mineral oil bath in the
cleaning machine. In a low
level of solvent (20 gallons) we
added 12 ounces of mineral oil.
We batched the load and then
sent the solvent to the still. Af-
ter a short extraction the load

was dried. The garments came
out with color and luster re-
stored.

Specialized bleaching for
silk and similar fabrics.

A. Hydrogen peroxide for
bath bleaching. This bleach
avoids color loss on off white
silk and other fabrics. Sodium
perborate is often too aggres-
sive and may change the color
to a whiter white.

B. Paracetic acid. This
bleach is formulated by mixing
hydrogen peroxide with acetic
acid. It has been found to be
very effective for whitening
silk and removing mildew. 

Hydrogen peroxide and
paracetic acid are formulated
to use as a bath bleach or in a
wetcleaning formulation.
There are chemical companies
that have formulated these
bleaches mixed and ready to
use.

Special thanks

Jeff Rhea, owner of Fashion
Fresh Drycleaners, for the use
of his plant that has the most
updated state-of-the-art
drycleaning, wetcleaning and
finishing equipment. We
trained his entire staff for three
days.

Chris and Craig Bamberg
from Platinum Drycleaners,
which is like a fashion de-
signer show room with up-
dated modern equipment. We
trained his entire staff and sev-
eral other drycleaners from
other plants

Peter Blake of the South
Eastern Fabricare Association
for offering a scholarship pro-
gram that reimburses
drycleaners who have consult-
ants like myself who come to
their plant.
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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 at www.gar-
mentanalysis.com.

BY DAN EISEN

To learn more, see the Index of Advertisers on page 38 or visit www.natclo.com/ads

Learning problem-solving methods

Dan Eisen (third from left) with the people he trained at Fashion Fresh Drycleaners in
Naples, FL — Meyton, Carlos, Leny, Reyes and Joel.

ARROYO CLEANERS in Pasadena, CA, purchased a Unisec
402NE no-distillation cleaning machine through Ted Kim at
Blue Ocean Machinery. Pictured from left are Ted Kim of
Blue Ocean, Dong Y. Kim, owner of Arroyo Cleaners, and
Robert Lee of New York Machinery.
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KEEP IT LEGAL
In matters of discipline: be specific

BY FRANK KOLLMAN

W
hen a former em-
ployee alleges that he
or she was the victim

of discrimination, the em-
ployee must show that (1) he is
in a protected classification, (2)
he was disciplined (or dis-
charged), and (3) that employ-
ees not in his protected
classification were treated less
harshly than he.

The concept is known in le-
gal circles as “disparate treat-
ment.” The employer then
must articulate a legitimate
reason for the disparate treat-
ment, such as poorer perform-
ance, a worst disciplinary
record, or some other reason
unrelated to race, sex, age, etc.

Once the employer articu-
lates the legitimate business
reason, the former employee
then is allowed to prove that
the stated reason is false, or in
legal terms, a “pretext” for dis-
crimination. One of the factors
that a court or jury can con-

sider is what the employee was
told in the first place about the
reason for his termination.

A federal court in Wisconsin
is allowing a discrimination
case to go to trial because,
among other things, the rea-
sons given for performance
problems were too “vague.”
As such, a jury could find the
“vague” stated reasons to be

pretextual, namely, a false rea-
son to cover up illegal discrim-
ination. EEOC v. Board of Re-
gents of the University of
Wisconsin System, 18-cv-602-jdp
(W.D. Wis. 2019).

The Court, after noting that
an employer who lies about
the reason for discipline raises
the inference that it has acted
illegally, also said that the rea-
sons given — even if truthful
— must be specific to avoid
having a judge or jury decide
whether discrimination oc-
curred.

In this case, the employer
stated that the plaintiff had not
been “responsive, or timely, to
central marketing.” The court
found that the absence of ex-
amples or an explanation of
what “responsive” or “timely”
meant made the offered rea-
sons too vague to allow them
to go unchallenged by the
plaintiff.

If you must discipline an
employee, be as specific and
direct as you can be. Trying to

soften the blow or reduce the
stress of the experience is a
huge mistake. Lying, of course,
is the worst possible strategy.
Never call a disciplinary action
a “job elimination” or “layoff,”
unless you want to see a dis-
crimination charge that is ex-

tremely difficult to defend.
In writing human resources

documents, from evaluations
to disciplinary notices to poli-
cies and procedures, do not
write like a lawyer. Write like
a businessperson. Be direct,
and whenever possible, favor
objective over subjective.

Instead of “Bill engaged in
inappropriate behavior when
he was confronted about his
chronic lateness,” say “Bill was
being counseled about his sev-
enth late arrival in the past 30
days, and Bill responded by
calling his supervisor a
s#8thead and throwing the
written warning for lateness in
his face.”

Avoid words like unsatis-
factory, attitude, inappropriate,
timely, troublemaker, respon-
sive, production, and the like
without examples that give
these conclusory words con-
text. One person’s “bad atti-
tude” is another person’s exer-
cise of protected rights.

Sometimes, an employer

can be too thorough in describ-
ing an employee’s bad per-
formance or behavior. If the
employee has engaged in egre-
gious misconduct, there is no
need to detail the employee’s
attendance and lateness
record. It could detract from

the main reason, rather than
support it.

Once you have made your
point in a written document
that discipline or a poor per-
formance evaluation are war-
ranted, it might be a good time
to stop. Never stop, however,
before you have made your
point convincingly, objectively,
and specifically.

A few years ago, a client in-
tercepted a vulgar, inappropri-
ate (good taste prevents me
from being specific) email an
employee had sent to another
employee.

The employee was fired,
and the state unemployment
agency asked for the reason.

The client looked at its rules
governing misconduct, and it
could not find a rule that
clearly defined what the em-
ployee had done. My solution
was to tell the agency that the
employee was fired for send-
ing the email that was attached
to the response. We decided to
let the agency put a label on
the email and the employee’s
misconduct.

Even though it can be un-
comfortable to tell an em-
ployee that she is doing a bad
job or that she crossed the line
on discipline, it is absolutely
essential that employees be
told the truthful reasons for
your actions in descriptive, ob-
jective language.

You may have heard that
your company is in an “at
will” state and that means that
employees can be fired for any
reason or no reason at all.
Never rely on the “at will”
doctrine, however, to avoid
giving an employee the stark
truth, or you could find your-
self in a federal trial for em-
ployment discrimination.

If you must discipline an employee, be as specific 
and direct as you can be. Trying to soften the blow 

or reduce the stress of the experience is a huge mistake.

To learn more, see the Index of Advertisers on page 38 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.

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?

LEGEND CLEANERS in Phoenix, AZ, installed a new Colum-
bia Ipura cleaning machine purchased through New Wave
Equipment. Pictured with Chris Hogard of Columbia (center)
are Kim and Matt Bizzack, owners of Legend Cleaners.
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EYE-LEVEL ADVERTISING NOW AVAILABLE!
TAKE ADVANTAGE OF CUSTOM PRINTING

1 & 2 COLOR

FRUSTRATED 

BY $600 ARTWORK

AND PLATE FEES?

WE’LL DO IT FOR 

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 
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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



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
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Newhouse Specialty
Company, Inc.

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

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

High quality products for Drycleaners
and Garment Manufacturers.

Serving our customers since 1946.

Equipment and Supplies 

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.

Independent reps needed for covers
and pads for laundry and drycleaning
plants. High commissions paid weekly
and no up front investment on rep’s

part. Large territories are available.
Mechanics, etc., welcome. Zeller-
mayer Corp, 800/431-2244 or zeller-
mayercorp@aol.com.                    2c

Position Available

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

$39/mos
800-298-5968

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.

ONLINE AUCTION
Complete Liquidation of Custom Cleaners

Dry Cleaning and Service Master Carpet, Floor & Janitorial Equipment & Vans
Beginning February 24th, 2020 and Ending February 26th, 2020 @ 10:00 AM 

Location: 1420 W. High St., Bryan, OH 43506
Dry Cleaning & Rug Equipment/Inventory:
Unipress Collar/Cuff Press, STHS; Unipress Shirt Sleeve Press, ABS; Unipress
Double Buck Shirt Unit; (2) Unipress Hot Head Leggers; Forenta Cindy Lou
Sleeve Finisher, 800A; Rheem Bobcat Double Press Legger, BL42; Cissel Pant
Topper; (2) Cissel Cindy Lou’s; Cissel Single Head Puff Finisher; Cissel Triple
Head Puff Finisher; Glover VF Vac, Steam Ironer; Forenta Steam Ironer; Speed
Queen 30SCH Dryer; Union Ideal 140 Washer w/ Dialog 600 Controls; Dexter
DL 2x30-8 Stack Dryer; Huebsch Originator 120 Dryer; Belenky Dryer; (2) ADC
Dryers; Braun 400NTDP Washer; Continental H2130PM22010 Washer –
Needs Repair; Dexter Thoroughbred 300 Washer; York Shipley Boiler; FS Cur-
tis 10 HP, 3 Stage Air Compressor; Polycot 2400 Ironer; Lygad 2213 Sheet
Folder; Laundry Tubs – Plastic / Canvas; (3) Conveyor Systems; Consew 222
& 230R-1 Sewing Machine; Bernina Record 930 Sewing Machine; Singer
Portable Sewing Machine; White Speed Lock 234DE Serger; Baby Lock Pro-
line Serger; E-Z Rug Roller; Inventory: Large Quantity of Walk-Off Rugs – Var-
ious Sizes; Linens: Table Cloths, Napkins, & Sheets
Service Master Carpet, Floor & Janitorial Equipment & Vans & More
Terms: Visa, M/C or Wire Transfers. 18% buyer’s premium added.

Visit our Website for More Info.
WILSON AUCTION & REALTY CO., LTD.

825 N. Main St. Bryan, OH 43506 / 419-636-5500
Toll Free: 866-870-5500

Auctioneers: Brent J. Wilson CAI 
Wayne M. Wilson CAI, Bart Westfall, 
Phil Stotz, Rich Merillat, Ryan Ruble

www.WilsonAuctionLtd.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

Find it fast when you need it at natclo.com.
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Vertical Water Wall - Horizontal Drum Water Tube
9.6 to 24 HP Gas Fired - Pressures up to 200 PSI

NEVER A COMPROMISE FOR QUALITY OR SAFTEY
5930 Bandini Blvd. 

Los Angeles, CA 90040
Tel: 323-727-9800

www.parkerboiler.com
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THE FUTURE IS HERE!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 effectively clean and press
virtually every type of garment.

Toll Free (877) TREVIL 1 • www.TrevilAmerica.com
P.O. Box 127, Mamaroneck, NY 10543 • Phone (973) 535-8305 • Email: info@trevilamerica.com

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

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

PRINCESS
ULTRA

TREVISTAR

Trevistar CR
Blown Air Shirt Finisher
• High Quality “Hand Finished” Look
• Includes Economizer Device

– Saves Energy and Increases Production
• Single Pedal Operation
• Large Presses for Plackets Plackets and Cuff Pleats

– PTFE Coated to Avoid Shine on Dark Colors

To learn more, see the Index of Advertisers on page 38 or visit www.natclo.com/ads
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