Florida Workshops Draw Rave
Reviews

SEFA STARTED OFF THE YEAR ON A
HIGH WITH TWO GREAT EDUCATIONAL
PROGRAMS. SEFAHELD A CUSTOMER
SERVICE WORKSHOP IN FT. MYERS
AND THEN A ROUTE DEVELOPMENT
PROGRAM IN TAMPA, FL.

“These were terrific programs,” offered SEFA
Executive Director Peter Blake, “and more suc-
cessful then we could have hoped. We had a
dozen people turn out for Jim Groshans Pro-
gram on a Tuesday evening, and it was stand-
ing room only with over 30 people for James
Peuster’s Route Development workshop on a Wednesday. This is a great start to 2019 and
we are committed to keeping this momentum throughout the year.”

QUIT SPINNING YOUR WHEELS AND DRIVING IN CIRCLES

The mid-week, full-day program drew attendees from as far away as Tennessee and Geor-
gia. Workshop Leader, Route Pro James Peuster guided attendees through proven methods
of increasing route sales, as well as recruiting new customers. He shared his own experi-
ences in building routes and his observations from years of working directly with route
developers.

“It seems every business is jumping into pick-up and delivery,” cautioned Peuster, “and
obviously I know it is a key component of a successful business in today’s industry. But I
also know, that if you don’t do it right, and you do not have a strong strategic plan, it can
also be a growth killer. We work on proven strategies in making your drivers and develop-
ers more successful.”

Based on the success of this program, SEFA is already developing a second program for
later this summer.

THE TEAM APPROACH TO CUSTOMER SERVICE
FabriCoach, Jim Groshans, explored the relationship of Customer Service Personnel and
the technical staff working in the back of the house. Teamwork and coaching are the key

components to building a Customer Service Team. He stressed how you can’t look at
Continued on page 4
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fabricaremanager.com

EXPERIENCE THE SPEED OF TOUCH

The Fabricare Manager touchscreen terminal speeds
up order intake with a touch of the screen.

Fabricare Manager knows dry cleaning. That's why POS FEATURES:
we designed a point of sale solution to improve

~ A User-Friendly Touch Screen
every aspect of your dry cleaning business.

Ultra-Secure Card Processing
The touchscreen terminal allows you to speed up Customizable Pricing Controls
order intake by logging garments, care instructions

' _ Industry Leading 24/7 Support
and more-right at your fingertips.

Targeted Text & Email Notifications
Feel the difference Fabricare Manager POS Third-Party Integration Options
system makes in your daily work-flow. Robust Route Management

C)\ FabricareManager (888) 299-9493

System Solutions for Dry Cleaners
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PRESIDENT'S MESSAGE...

Start the New year Off Right

AS THE NEW YEAR HAS COME UPON
US, I'M FINALLY CATCHING MY BREATH
FROM A WHIRLWIND 4TH QUARTER AND
QUICK START TO THE 1ST QUARTER OF
2019.

In November of 2018 I had two new presses in-
stalled in my drycleaning department and in Jan-
vary I added a single-buck shirt unit to my laun-
dry department. I already had a double-buck
shirt unit in laundry but we were really pushing
it three days a week and the scales always tipped
in favor of my pressers in laundry getting more
hours than the pressers in drycleaning.

Don Holecek,
I have charged my General Manager to get pay-  SEFA President

roll in line now that we have basically all new presses in our building, or at least all of
our presses have less than 5 years on them.

Speaking of January, my wife and I attended the DLI-NCA Brainstorming Conference
in St. Maarten. Most of you may not know but that island was run over in 2017 by
Hurricane Irma. There are two sides to this island — one side controlled by the Dutch
and one side controlled by the French. The hotel/conference was on the Dutch side
and so that is all that my wife and I ventured to see. It is slowly coming back and the
people, who have nothing but tourism, are trying their best to get things moving along.
We did not venture to the French side but by all accounts, is far worse than the Dutch
side.

If you’ve never been to these DLI-NCA Brainstorming conferences, I encourage you
to look into them. I was able to reacquaint myself with cleaners that I have met over
the years at Clean shows, software user conferences, and the occasional plant visit to
witness first hand different equipment. There is no need to think that you would be
out of place at this conference. Cleaners of all sizes attend and let’s be honest, it’s a
great chance to get away from the plant and let your accountant and the IRS figure out
the details.

Going forward, I encourage everyone to start thinking about what they want to ac-
complish in 2019. We had some great speakers at the Brainstorming conference and
one of them was from Chick-fil-A. He spoke of their program where they hire new
employees at a higher rate of pay and then if the new employee can handle the duties
prescribed to them, they can stay at the payrate. If not, they drop down incrementally.

It’s an interesting concept to say the least and one that I’'m going to try an implement
in 2019. We are always looking for new and innovative ideas to change the way we
work, and improve our operations. Have you been making any changes? Do you have
any ideas you are thinking of implementing? Let me know. Together we can probably
think through the issues and we may all learn from it.

Don Holecek,

Crown Cleaners
(865) 584-7464 / Don@crowncleaners.com
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A MEMBERSHIP UPDATE...

Scenes from the Field

Continued from page 1

them as individual staff positions, but every-
one needs to understand the relationship they
have to the overall success of the plant.

With over a dozen attendees, some traveling
over 2 hours to attend, this was a great pro-
gram. This is the first time SEFA has held
a program in the Ft. Myers area in the past
5 years, and SEFA is continuing its commit-
ment to bring more programs to more areas
of the southeast.

“This is a terrific program” stated Peter
Blake, SEFA Executive Director, “Jim does
a great job of demonstrating the need to
understand the process in order to deliver a
consistent service promise. I am really proud
to be able to bring programs like this to the
membership.”

SEFA IN THE FIELD

When SEFA has Educational programming
in an area, it also takes the opportunity to visit
members, former members, and prospective
members whenever possible. SEFA Execu-

tive Director was able to spend a couple days
visiting members in the Tampa, Sarasota,
Naples, and Ft. Myers area in January.

(Scenes from Florida, From top left, clockwise) Fab-
riCoach shares his insights, SEFA Board members
shake off the cold for a little business on the links,
James Peuster helping attendees learn, and SEFA
Board dinner after recent Board meeting in Destin!

“In the 3 days,” commented Blake, “I was

able to visit 25 businesses and discuss what

is happening on the industry. I was able to discuss the changes
both SEFA and DLI have undertaken, as well as highlight some of
the programs we have to offer. Through these visits, | welcomed
back 3 members, and upgraded one membership.”

Some of the key programs people wanted to learn more about in-
cluded:

SEFA In-Plant Training & Scholarships

Effortless Social Media
*  Education Classes & Workshops

*  Ways to increase sales & marketing

“Visiting plants in different areas of the country is one of the best
parts of my job,” continued Blake. “It gives me a chance to learn
what programs are having the best impact on our members, as well
as what programs aren’t being used and why. It also gives me
the opportunity to tell people they are not alone in their struggles.
When our members are struggling, they sometimes feel it is just
them, but it is not. There are companies struggling throughout the
country -- but I can draw from experiences and find ways to help
and answer some of those challenges.”

If you would like to schedule a visit when I am in your area, con-
tact the SEFA Office and I will do my best to get out to see you.
I would love to hear from our members as to their specific chal-
lenges and opportunities you would like to discuss. Email us at
peter@sefa.org.

The Next South Eastern Fabricare Association Board Meeting

SEFA Annual Member Meeting & Spring Board Meeting
Saturday, April 6, 2019
Jekyll Island Club Resort, GA
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WET CLEANING SEMINAR
Saturday, March 2, 2019 8:00am - 4:00pm

WET CLEANING DONE RIGHT

Instructors / Presenters

N F Seitz Chemicals - Joon Hem, Ken Chambless, & Larry Woltf
Poseidon - Jeff Quail & Frank Briercheck
UniPress - Liz Davies - Finishing Expert

Filling Up Fast
- Limited Seats
Continental Breakfast and Book Now

Full Lunch Provided

All Attendees will have hands-On
Sorting for Wet Cleaning
Spotting & Fabrics

Clean and Fully Finish

Location: UniPress Corp
3501 Queen Palm Dr.
Tampa, FL. 33619

[I)isccunied Hotel - Come In Friday - Meet with Team - Enjoy l‘riends]

Courtyard By Marriott Tampa Brandon Fairfield Inn by Marriott Tampa Brandon
10152 Palm River Rd, Tampa, F'L 33619 or 10150 Palm River Rd, Tampa, F'L 33619

We will send a discount link to book hotel when you register for the smeinar

OnlLine Registration Required at UniPresscorp.com

Laundeﬁr Sponsored by m

ON-PREMISE & COIN OPERATED LAUNDRY SYSTEMS

””IP”ESS The fresher company.
POSEIDON &g

Questions - Call Larry 813.598.2587 or Frank 813.300.7148
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DRYCLEANING & LAUNDRY
INSTITUTE INTERNATIONAL

Membership Includes

o Effortless Web Products

A smartphone-ready website, automated
post to your brand's Facebook page

and engaging email marketing to your
customers.

Apps For Dry Cleaners

Apps prepare your staff for any question,
stain or fabric. Search any dry cleaning topic
or send DLI pictures of damaged garments
for analysis. (you may not be liable)

DLI Experts on Demand

We hire the experts so you don't have
to. If you have any technical problems
or questions, we'll solve it in one call,
email or online chat.

Industry Advice, and Discounts

Dry cleaning news, marketing techniques
and warnings on problem garments.
Members have access to industry
discounts, networking events and

much more.




THE ENVIRONMENTAL REMEDIATION REPORT...

How Clean is Clean Enough? Pt. 1

Written By Jeff Carnahan, LPG President, EnviroForensics

MANY YEARS AGO,
WHEN | WAS A YOUNG-
ER MAN JUST WAITING
FOR LIFE TO TEACH ME
THE LESSONS I'D NEED,
| HAD A BROWN, FOUR-
DOOR 1976 FORD MAV-
ERICK.

This thing wasn’t pretty, and
it certainly wasn’t cool, but it
got me to school and to work,
and occasionally it would deliver a brave girl and I to the movies
on a Saturday night. I spent the time needed to change the oil and
replace the filters, but for the most part I took for granted how
important it was to me. One day on my way to somewhere, I heard
an awful clunk and it just died. The first thought through my head
was, “Oh no! How much is this going to cost me?” After a $50 tow
to the shop and following several hours of waiting, the mechanic
asked me this question, “Well son, do you want it to run, or do you
want it fixed?”

I’m sure you can figure out the rest of the story. Since I was count-
ing pennies at the time, I chose to have the minimum amount of
work done to get my car running and back on the road immediately
for the cheapest amount possible, rather than investing the time
and money into getting it fixed correctly. I won’t bore you with the
details but be assured that when that old Maverick died for good
soon after, I was left high and dry with no transportation and wish-
ing I’d have made a different decision a few months prior. That
was an important lesson for me, and one that I keep with me.

Tip: Fix things right, and the investment will more than pay for
itself.

I’d love to say that it only took that one incident for me to learn this
lesson. It’s funny how life keeps giving you opportunities to learn.

Most of us have an example of how we’ve experienced this situa-
tion in the past, but when these types of decisions must be made in
business it’s even trickier. In your experience, was it during a dry
cleaning machine repair job or when fixing a leaky roof, or even
as you tried to put yet another quick fix on that temperamental
boiler? Environmental cleanups probably don’t come to mind for
most folks, but the exact same thing applies for them. There are
three components to dealing with an environmental contamination
problem:

1. Immediately halting any human exposure to chemicals that
may be occurring;

2. Cleaning up the contamination on-site and off-site; and

3. Getting a Closure, or No Further Action, Letter from the state

regulatory agency.

Once the necessary work has been conducted to stop human ex-
posure, the question then becomes, “Now, do you want it clean,
or do you just want a regulatory closure?” This may be putting
the cart before the horse a little bit, but let’s leave the discussion
about why immediately halting human exposure is top priority and
non-negotiable for a later edition, and let’s focus on the interplay
between cleaning up and getting regulatory closure.

WHAT DOES “CLEAN” MEAN IN AN ENVIRON-
MENTAL CLEANUP?

When performing an environmental cleanup, there is very little
basis to involve the word clean. True clean never really occurs.
There are only various levels of not quite clean, and at some point,
it’sclean enough. In the world of environmental contamination
there are numerous people setting the standard for when a property
can be called clean enough. Most regulators worry mainly about
two things beyond the current human exposure component; (1)
ensuring that the contamination problem is getting better rather
than worse and (2) ensuring that there is no threat of future human
or ecological exposure. Believe it or not, your property doesn’t
have to be very clean at all for these boxes to be checked. Other
parties who will be deciding if your property is clean enough are
future purchasers and their financial lenders. They will not only
be looking at whether you have a regulatory closure, but they will
also be using the general environmental health of the property to
help determine its practical value. This is a component that often
gets overlooked when deciding how clean is clean enough. If the
money isn’t spent during the first crack at environmental remedy,
it could cost a significant amount of money later in the form of a
lower property value when its time to sell, or a requirement for ad-
ditional environmental work to be performed to even attract quali-
fied purchasers.

Tip: The trick is to strike just the right balance between spend-
ing money on active environmental cleanup, and the future costs
that could arise. This will be a little different for most everyone
facing these decisions, but the fundamental thought process re-
mains the same.

In part 2 in the next issue, we will focus on “What Regulatory
Closure Means for Drycleaners”.

ABOUT THE AUTHOR

Jeff Carnahan is a Licensed Professional Geologist (LPG) with
over 20 years of environmental consulting and remediation expe-
rience and is currently serving EnviroForensics® and our clients
as President. Jeff has contributed to the success and growth of En-
viroForensics through strategic market analysis and corporate risk
management, as well as encouraging and upholding the superior
level of technical expertise found at EnviroForensics. Jeff focuses
on controlling risk and costs to all of our clients.

JANUARY/FEBRUARY, 2019 / 7



BUSINESS DEVELOPMENT...

Are All Cleaners Essentially the Same? Does Price

Alone Indicate Quality?

Written by Peter Blake, SEFA Executive Director

THERE HAS BEEN A GREAT
DEAL OF DISCUSSION AND
DEBATE OVER THE STATE
OF THE INDUSTRY AND THE
PUBLIC’'S PERCEPTION OF
OUR PROFESSION LATELY.

At the heart of the discussion were
recent reports that aired on televi-
sion news stations about recent
“investigative reporting” efforts on
different cleaners in the Houston,
TX area. There have been numer-
ous similar reports throughout the country that seem to show there
is little difference between cleaners, and yet a great deal of pricing
discrepancies. The consumer is left with an impression that there
is no difference in levels of services. The reports were based large-
ly on surveys of customers. While the methodology is distinctly
flawed, as an industry, we can take some lessons from the reports.

Drycleaners, like all small businesses, are faced with the basic
pricing question: What level of service and quality will I deliver,
and how much will that level of service cost.

Think about Starbucks who charges up to $6.00 for a latte, and
contrast that with the local corner donut store who charges $2.00.
Is there a difference? If you are a coffee drinker, and a frequent
customer of Starbucks-- you bet there is. But if you don’t go out
for coffee much, or are used to the corner donut store, I bet you
would not see the value in going to Starbucks.

There is a direct correlation to our industry. What market share
are you trying to attract? Who are your primary customers? They
probably understand the differences. But to the one and done cus-
tomers, or the very infrequent drycleaning customer they probably
fail to understand the difference between concepts. Packaging,
pressing, inspection, level of finishing, are all factors that can af-
fect the price of the garment. Some cleaners will prioritize speed
over quality. In order to keep the costs down to a one-price struc-
ture, or low-cost/high volume plant, you need to make decisions on
what level of service you can produce, and your customers expect.

WHAT CAN BE DONE?

Reports like this one can be very damaging to the industry. When
they base conclusions on surveys and feedback, you will not get
the typical consumer of a high end drycleaners. You will be much
more likely to get feedback from consumers who tend to chase
price and don’t use a specific drycleaner.

What we as an industry need to do is to continue to educate our
consumers. We need to keep promoting the industry and the qual-
ity we deliver. There should be a difference between drycleaners
and the products we deliver. If you are a higher priced drycleaner,

8 / SOUTH EASTERN FABRICARE ASSOCIATION

you need to be able to demonstrate the difference. You need to ed-
ucate your customers, and potential future customers, what “Qual-
ity Drycleaners” are, and what they deliver.

We need to look at the dramatic change that has taken place over
the past 10 to 15 years. Many consumers really don’t know the
difference in quality. In many cases they have not been educated,
nor have they experienced true high-quality cleaning and service.
They may accept a lesser product because that is what they have
come to expect from their limited experience. It is up to the indus-
try to modify and adapt -- and engage new consumers. We also
need to help these consumers see the value we bring.

There are a number of discount cleaners that do a great job, and
there is room in the industry for all pricing strategies. We as an in-
dustry can embrace them all, but we can also make sure the public
and consumer knows what quality drycleaning is and what to look
for. SEFA is looking to develop more tools and information for our
members to use to help educate the public and to understand the
benefits of professional drycleaning. Please contact Peter Blake at
peter@sefa.org and let us know your thoughts!

i
America’s Most Recommended Specialty Cleaner ;

OVER 1,200 DRY CLEANERS, MANUFACTURERS AND RETAILERS

DEPEND ON ARROWS SKILL AND PROFESSIONALISM

« Leather & Suede Cleaning
& Refinishing

« Leather & Suede Handbays

« Leather & Suede Repairs

- Designer Leathers

« Shearlings

* UGGS

Trim Cloth & Leather

Lined Leathers

fessional Fur Cleaning

dding Gown Cleani

Presevation




Equipment-Parts Warehouse Sales Event!
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© Dry-Cleaning Machines Great Pricing
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www.GSLAUNDRY .co
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DRY-CLEANING-COIN LAUNDRY-OPL www.gslaundry.com

Toll Free : 1-800-875-4756 Tel: 770-343-8455

DRY-CLEANING-COIN LAUNDRY-OPL www.gslaundry.com
benprema@gslaundry.com
4035 Nine Mciarland Drive, Alpharetta, GA 30004 ) LAUNDRY MACHINERY COMPANY




Call for a

P O S E I D O N Den!onstration

TEXTILE CARE SYSTEWS Location Near You

A NEW KING OF THE SEA
IS HERE... True WetCleaning!

DISTRIBUTED BY:

L@Mﬂdﬂy Pro

*of Florida inc.
ON-PREMISE & COIN OPERATED LAUNDRY SYSTEMS

3920 Holden Road
Lakeland, FL 33811
(800) 232-5736 (863) 701-7714
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results '

' CONTINENTHAL g+
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REGULATORY UPDATE...

Minimum Wage Increases Take Effect

THIS TIME OF YEAR MANY OF YOU RECEIVE NOTIFICA-
TIONS FROM LABOR POSTER VENDORS REGARDING
CHANGES IN POSTING REQUIREMENTS DUE TO MINI-
MUM WAGE INCREASES AND OTHER REGULATION
CHANGES.

In 2019, we have various state and local municipalities imple-
menting hourly minimum wage increases effective January 1st
and throughout the year. Some of these hourly rates are double the
federal minimum wage rate.

Under the Fair Labor Standards Act, the current federal minimum
hourly wage is $7.25. If there is a state or local municipal regula-
tion offering a higher minimum wage, the employer is required to
pay the higher rate.

As of January 1, 2019, the hourly minimum wage for federal con-
tract workers will increase to the rate of $10.60 per hour. Tipped
employees performing work on or in connection with covered con-
tracts must be paid a cash wage at least $7.40 per hour.

In conjunction with the rate increases there are requirements to
display an updated minimum wage poster. In some cases the state
or municipality will update the poster for the new year, even if
there is no rate increase.

Posters are important not only because they are required by em-
ployment regulations, but also because they provide evidence and
documentation of your good faith intent to comply with the gov-
ernment’s regulations.

OTHER POSTING REQUIREMENT UPDATES

Many states have revised their discrimination posters to include
expanded coverage of the state regulation to apply to additional
protected categories.

Several state and local municipalities have implemented paid sick
leave, family leave and school/parental leave regulations. Employ-
ers should ensure this is reflected in current written policies and
display corresponding notices as required.

MORE INFORMATION

A printable PDF list of the current state and local minimum wage
increases is available through the SEFA office upon request.

Additionally, If you would like assistance in receiving an update
of an applicable minimum wage poster, please email us at peter@
sefa.org. If you have a question regarding the many important ar-
eas of HR compliance, please contact Seay Management Consul-
tants. Initial inquires are a member benefit of SEFA/DLI.

Clean Supply

-’-\_‘,—' For all your dry cleaning, laundry and janitorial supplies

Now is the time to switch
to paperless!

Stay Connected
Get up to date
technical guidance,
download Safety
Data Sheets, get
easy access to
events, helpful
links and useful
documents.

Stay in Control
Access your
accounts payable,

GO PAPERLESS
rol, Connected and Inqued digitally

Stay Informed
Have everything

you need, all in one
place, for easy
' 4 reference, tracking
and budgeting. Stay
on top of your
orders and
payments by
having an e-mail
notification when
they happen.

review invoices and

monthly statements
and pay

electronically from

virtually anywhere,
anytime!

onde’
You e d 't
Thank you for supporting our initiative to  yny yo “er‘
[\

Go Green , Go Paperless

Contact us at info@fabricleansupply.com to enroll

do!

its i L Lwill

By enrolllng in FabriClean Paperless E-Communications, | agree to receive my statements and other
ive an email when my statement or notice is available to view online.
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EDUCATION UPDATE...

SEFA Education Report: Wet Cleaning Demo

SEFA IS HELPING TO SUPPORT A
PROFESSIONAL WETCLEANING
DEMONSTRATION BEING HELD
AT UNIPRESS IN TAMPA, FL ON
MARCH 2, 2019.

“We are proud to be working with the
program sponsors: Seitz, Unipress,
Laundry Pros, Poseidon Wetcleaning,
and FabriClean,” stated Rhonda Eysel,
SEFA’s Education Committee Chair.
“Anytime we can help promote valuable
educational opportunities to our members, we are helping our in-
dustry improve. I think this will be a great program and I am really
looking forward to attending.”

“Wetcleaning is becoming an increasingly important component
of the industry”, observed Peter Blake, SEFA Executive Director,
“and members need to embrace the changes and learn about the

technology improvements and the changes in wetcleaning chemis-
try. With the changes in the fashion world, and the increase in gar-
ments that lend themselves to wetcleaning, this is an opportunity
for the industry to learn and understand what lies ahead.”

The program is free for all, but you need to pre-register at unipres-
scorp.com. For more information, see page 5 of this magazine.

WHAT LIES AHEAD

SEFA is looking at hosting a multitude of classes over the next 12
months. Already in the planning stages are Drycleaning and Shirt
Pressing classes in Atlanta, GA. Professional Stain Removal in
Columbia, SC, and Marketing Programs in TN.

“This will be a great year for SEFA Education”, concluded Eysel.
“We are committed to bringing the best speakers we can to all
areas of SEFA. If you don’t see something in your area, or if you
want to request a program to be held in your area -- contact the
SEFA Office now. We are planning the full schedule and we can
take your requests and suggestions into consideration.

s Internati
(oQuC Ong/
%’L? s //70

EzPi

garment labeling experts since 1989

custom solutions for all budgets

Scanner/barcode
Pre-printed sequentially numbered @

Text Label Printer

Permanent Clothing
Label Cartridges
Eliminate paper tags

Stop Shaking Out Shirts

Genuine MBH Rope-Ties
& Zip-Ties

a R

qie

Save Time, Labor and Money
with EzProducts

]
l Heat Seal Presses

S-_— heat seal barcode labels in one v
&y . . .
' day, Four sizes with or without C ]
a side stripe =

rf/ Molly the
HangerDolly

{ Easily store

= EzLabelOff and transport

—= Removes heat 500 hangers

= sealed labels from

gf most fabrics

lﬁ Toll Free
877.906.1818

Five Colors available for special handling, finishing or routes

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 e Built to O0SHA Standards

Www.ezpi.us
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What does your business need to do
to become EMV® compliant?

Avoid Liability.

Starting October 2015, if your business does not use EMV equipment and a data breach
or a counterfeit transaction occurs, you may be held financially liable if you have not upgraded.

X

Increase Security.

New credit and debit cards will use a chip that generates unique data for each transaction,
making it much harder for criminals to duplicate card information and steal data.

X

Save Money.

Using EMV-compatible equipment may help lower your processing expenses
by potentially reducing compliance fees.

X

LET TRANSFIRST® HELP YOU

NAIL DOWN YOUR
EMV STATUS TODAY

WITH A $199 TERMINAL OFFER.

($495 VALUE)

Upgrade your equipment. Call 800.613.0148
or email DLIStatements@TransFirst.com today!

@ = TRANSFIRST’ DrycleaningC Laundry Institute

Ilnterna

*$199 terminal purchase offer valid for new TransFirst customers only. Terminal offer expires May 31, 2015. All accounts subject to credit approval;
some restrictions or exclusions apply. EMV is a registered trademark in the U.S. and other countries, and an unregistered trademark in other countries,

owned by EMVCo. TransFirst is a registered ISO/MSP of: Wells Fargo Bank, N.A., Walnut Creek, CA, and Synovus Bank, Columbus, GA, for Visa® and
TF3893a_DLI0315AD

MasterCard® transactions only.




Keep DLI's Best Information
at Your Fingertips.

Get easy access to DLI's wealth of drycleaning knowledge
with the ALL NEW DLI Drycleaning Encyclopedia App,
available for i0S and Android devices.

DRYCLEANING & LAUNDRY

www.DLlonline.org

FREE TO DLI SILVER, GOLD, AND PREMIER MEMBERS.

CALL DLI FOR MORE INFORMATION 800-638-2627.




2019 SEFA’S ALLIED TRADES...

A-1 PRODUCTS, INC
Birmingham, AL
(205) 787-1403
www.a-1products.com

A.M. CHEVY EQUIPMENT
Pompano Beach, FL
(844) 802-3247
drdrycleaning.com

APEX INSURANCE
Delray Beach, FL
(561) 272-9683
www.fortheinsured.com

ARROW LEATHERCARE
Kansas City, MO
800-542-7769

CENTRAL EQUIPMENT COMPANY, INC
Columbia, SC
(803) 779-2390
centralequip.com

CLEANERS SUPPLY
Conklin, NY
(800) 568-7768
cleanersupply.com

COMPASSMAX
Falmouth, ME
(207) 781-5590

WWW.compassmax.com

ENVIRO FORENICS
Indianapolis, IN
(317) 972-7870

www.enviroforensics.com

EPSILON PLASTICS
Marietta, GA
(770) 578-4228
www.sigmaplastics.com

EZPRODUCTS INTERNATIONAL, INC
Wauchula, FL
(863) 735-0813
www.ezproductsinc.com

FABRICARE MANAGEMENT
Acworth, GA
(888) 299-9493
www.fabricaremanager.com

FABRICLEAN SUPPLY
Decatur, GA 770-981-2800
Columbia, SC 803-776-7988

Tampa, FL 813-623-3553
Jacksonville, FL 904-696-7688
Nashville, TN 615-254-5192
Knoxville, TN 865-689-1221
Birmingham, AL 205-251-7272

FABRICOACH
Jim Groshans, jim@fabricoach.com
(954) 850-3618
www.fabricoach.com

FABRITEC INTERNATIONAL, INC
Lutz, FL
(813) 990-7401
www.fabritec.com

GULF STATES LAUNDRY MACHINERY
Alpharetta, GA
(770) 343-8455
www.gslaundry.com

HEARTLAND PAYMENT SYSTEMS
Clarksville, MD
(352) 246-4600
www.heartlandpaymentsystems.com

INDUSTRIAL EQUIPMENT & SUPPLIES
Miami, FL
(800) 969-4766

INTERSTATE CHEMICAL
Lakeland, FL
(863) 607-6700
www.interstatechem.com

JCZ CONSULTING
Mt. Gretna, PA
(717) 507-4607

www.janezellers.com

KREUSSLER, INC
Tampa, FL
(813) 884-1499
www.kreussler.com

LAUNDRY PRO OF FLORIDA
Lakeland, FL
(813) 300-7148

M&B HANGERS
Leeds, AL
(205) 699-2171
www.mbhangers.com

NIE INSURANCE
St. Louis, MO
(800) 325-9522

www.nie.biz

N.S. FARRINGTON & CO.
Winston-Salem, NC
(336) 788-7705
www.nsfarrington.com

R.R. STREET & CO,, INC
Naperville, IL
(630) 416-4244
www.4streets.com

SMITH BROTHERS
Chapel Hill, NC
(252) 793-2579

THE ROUTE PRO
1-877-DR-ROUTE
www.theroutepro.com

SEITZ, INC.
Tampa, FL
(813) 886-2700
www.seitz24.com

STEINER-ATLANTIC CORP
Miami, FL
(800) 333-8883
www.steineratlantic.com

UNI CLEAN DIRECT, LLC
Cleremont, FL
(321) 297-4286
www.unicleandirect.com

UNION DRYCLEANING MACHINES
McDonough, GA
(404) 361-7775
www.uniondc.com

W.A.G. EQUIPMENT LLC
Mount Juliet, TN
(615) 830-5959
www.wagnashville.com

WHITE CONVEYORS, INC
Cary, NC
(800) 524-0273
www.white-conveyors.com\

WILLCO FORMS
Mike Fleming
(800) 375-3676

Golden City, MO

These suppliers support the work of SEFA as Allied Trades

Members. When you need supplies, equipment or other goods
or services, contact a SEFA Member first.
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DRY CLEANERS

We Find Funds. We Clean Up.

We're a full-service environmental consulting
firm that has cleaned up more dry cleaning

. o sites than any other firm in the USA. We're the
rensics only firm that focuses on finding the money
Turning environmental to pay for investigation, cleanup, and legal

abilities into assets defense. We restore the value of your property
while protecting you from regulatory and legal
issues. Call us today.

® enviroforensics.com (¢ 866-888-7911




