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Volume 18, no. 1Florida Workshops Draw rave  

reviews
SEFA StArtEd oFF thE yEAr on A 
high with two grEAt EducAtionAl 
progrAmS.  SEFA hEld 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



EXPERIENCE THE SPEED OF TOUCH
The Fabricare Manager touchscreen terminal speeds 
up order intake with a touch of the screen.

fabricaremanager.com

(888) 299-9493

Fabricare Manager knows dry cleaning. That’s why 
we designed a point of sale solution to improve 
every aspect of your dry cleaning business.

The touchscreen terminal allows you to speed up 
order intake by logging garments, care instructions 
and more–right at your fingertips.

Feel the difference Fabricare Manager POS 
system makes in your daily work-flow.

POS FEATURES:
User-Friendly Touch Screen
Ultra-Secure Card Processing
Customizable Pricing Controls
Industry Leading 24/7 Support
Targeted Text & Email Notifications
Third-Party Integration Options
Robust Route Management
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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-
uary 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.  

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

Don Holecek
Crown Cleaners

(865) 584-7464  /  Don@crowncleaners.com

prESidEnt’S mESSAgE.. .
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the next south eastern Fabricare association Board meeting

SEFA Annual Member Meeting & Spring Board Meeting 
Saturday, April 6, 2019 

Jekyll Island Club Resort, GA

(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!

scenes from the Field
A mEmBErShip updAtE.. .

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.

“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, I 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.

Continued from page 1



 JAnuAry/FEBruAry, 2019  /  5

Continental Breakfast and
Full Lunch Provided
All Attendees will have hands-On
Sorting for Wet Cleaning
Spotting & Fabrics
Clean and Fully Finish

WET CLEANING SEMINAR
Saturday, March 2, 2019      8:00am - 4:00pm

WET CLEANING DONE RIGHT

Hands On Training
Instructors / Presenters

Seitz Chemicals - Joon Han, Ken Chambless, & Larry Wolff
Poseidon - Jeff Quail & Frank Briercheck
UniPress - Liz Davies - Finishing Expert

OnLine Registration Required at UniPresscorp.com

Sponsored by

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

Questions - Call Larry 813.598.2587  or Frank 813.300.7148

Discounted Hotel - Come In Friday - Meet with Team - Enjoy Friends
Courtyard By Marriott Tampa Brandon
10152 Palm River Rd, Tampa, FL 33619

or
Fairfield Inn by Marriott Tampa Brandon

10150 Palm River Rd, Tampa, FL 33619

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

Filling Up Fast
Limited Seats

Book Now
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how Clean is Clean enough?  pt. 1
Written By Jeff Carnahan, LPG President, EnviroForensics

mAny yEArS Ago, 
whEn i wAS A young-
Er mAn JuSt wAiting 
For liFE to tEAch mE 
thE lESSonS i’d nEEd, 
i 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. 

thE EnvironmEntAl rEmEdiAtion rEport.. .
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800.542.7769 // www.arrowcare.com

L E AT H E RCA R E  S E RV I C E S

   •  Leather & Suede Cleaning   
       & Refinishing
   •  Leather & Suede Handbags
   •  Leather & Suede Repairs
    • Designer Leathers
   •  Shearlings
   •  UGGs
   •  Fur Trim Cloth & Leather
    • Fur Lined Leathers
   •  Professional Fur Cleaning
    • Wedding Gown Cleaning &  
       Presevation
    • Reweaving & More

America’s Most Recommended Specialty Cleaner

written by peter Blake, SEFA Executive director

are all Cleaners essentially the same? Does price 
alone Indicate Quality?

BuSinESS dEvElopmEnt.. .

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, 

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

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

DISTRIBUTED BY:

3920 Holden Road
Lakeland, FL 33811

(800) 232-5736 (863) 701-7714

Engineered to exceed the professional
fabricare industry’s highest standards,
the Poseidon Textile Care System
delivers unrivaled programmability for
undisputed and superior wetcleaning
results. 
Poseidon harnesses high-performance
Soft-Mount Wetcleaning Machines and
Intelligent - Fully Programable Moisture
Control Dryers for results and
efficiencies that outshine traditional
Dry Cleaning.
 

Visit ...  poseidonwetcleaning.com  ~ laundryproofflorida.com 

EH030 - 30lb (4.4 cu ft),
EH040 - 40lb (6.1 cu ft),
EH060 - 60lb (8.4 cu ft ,
EH090 - 90lb (13.9 cu ft)

ED260-(30lb)
ED340-(40lb)
ED460-(60lb)
ED660-(85lb)

Washers:   

Available Sizes:
Dryers:      

Call for a
Demonstration

Location Near You

99 Fully
Programable Cycles
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minimum Wage Increases take effect
rEgulAtory updAtE.. .

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.

 

 

For all your dry cleaning, laundry and janitorial supplies 

Now is the time to switch 
to paperless! 

GO GREEN  
GO PAPERLESS 

Stay in Control, Connected and Informed digitally 

With all of the tools available now 
you can easily manage your account in one place   

you do not need paper anymore! 
 

stay Connected 
get up to date 

technical guidance, 
download safety 
Data sheets, get 
easy access to 
events, helpful 

links and useful 
documents.  

Thank you for supporting our initiative to 
 

Go Green , Go Paperless 
 

    Contact us at info@fabricleansupply.com to enroll 
 

 

stay in Control 
access your 

accounts payable, 
review invoices and 
monthly statements 

and pay 
electronically from 
virtually anywhere, 

anytime! 

stay Informed  
have everything 

you need, all in one 
place, for easy 

reference, tracking 
and budgeting. stay 

on top of your 
orders and 

payments by 
having an e-mail 
notification when 

they happen. 

By enrolling in FabriClean paperless e-Communications, I agree to receive my statements and other 
documents electronically. I will receive an email when my statement or notice is available to view online. 
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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.

EducAtion updAtE.. .

seFa education report:  Wet Cleaning Demo

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



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. 

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.

Save Money.
Using EMV-compatible equipment may help lower your processing expenses  

by potentially reducing compliance fees.

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

*$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 
MasterCard® transactions only. TF3893a_DLI0315AD

nail down your
emv STATUS TODAY
WITH A $199 TERMINAL OFFER.*

Let TransFirst® help you

($495 Value) 
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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

2019 SEFA’S AlliEd trAdES.. .

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. 



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

We’re a full-service environmental consulting 
firm that has cleaned up more dry cleaning 
sites than any other firm in the USA. We’re the 
only firm that focuses on finding the money 
to pay for investigation, cleanup, and legal 
defense. We restore the value of your property 
while protecting you from regulatory and legal 
issues. Call us today.

Turning environmental 
liabilities into assets

     enviroforensics.com  866-888-7911


