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Member Spotlight— Uptowne 

Cleaners— Phoenix, AZ 

Uptowne Drycleaning has operated from the same location since 1950.   
When the Silliman family assumed ownership in 1975, there were already  
many years of drycleaning experience in the family.  Granddad Vian B.  
Silliman started the "Bureau of Laundry and Drycleaning Standards" in  
the late 50's, and ran the operation from the Allen Laundry in  Allentown, 
Pa. Dad Neil Silliman started on the route at the Allen  Laundry in the late 
40's, and moved through the ranks, ending up in the  60's as the General 
Manager of Reading Laundries in Reading, Pa. Recruited to take over as 
General Manager of a large drycleaning  operation in the Valley, Neil moved 
the family here in 1969. 
 
After years of working for other people, in 1975, the Silliman’s had an  
opportunity to purchase Uptowne.  For the first few years, Neil, Marilyn  
and the four kids were heavily involved in the day-to-day operation.   
Eventually, two sisters left, and Neil, Dave and Carol carried on. Neil  
recently retired, and Dave and Carol now run the operation.  
 
Quality has always been in the forefront at Uptowne. Dave, who has  
always done all of the drycleaning and spotting, holds certifications from 
DLI as a Professional Drycleaner, Professional Wetcleaner, Environmental 
Drycleaner and Certified Garment Care Professional. Dave is also a Past-
President of both WSDLA and DLI, spent 8 years on the DLI Board of Di-
rectors, and has been a member of WSDLA’s Board of Directors for 20+ 
years. 
 
                                                                               (Cont. on Page 6)             
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WSDLA Board of Directors         

2018 

 

OFFICERS/EXECUTIVE BOARD 

David Meyer, President 602-952-7085 

Melissa Coborubio, Secretary 602-323-9200 

Carol Ticgelaor, Treasurer 602-264-0701  

Heath Bolin, Chairman of the Board 520-419-7558  

 

DIRECTORS 

Phil D’Elia, Delia Cleaners 602-431-8555 

John Cirillo, Street’s/Adco 480-390-2394 

Dave Eckenrode, Laundry & Cleaners Supply 602-244-0770 

Bruce Grebin, Farmers Insurance 480-598-1110 

David Miller, Small Business America 480-223-1234 

Jeff Schwarz, A.L. Wilson  201-240-9446 

Dave Silliman, Uptowne Cleaners 602-264-0701 

Denise Testori, Prestige Cleaners 480-495-2272 

Mark Witt, Arcadia Cleaners 602-955-3680 

Mark Witt Jr., Arcadia Cleaners 602-955-3680 

 

 

EXECUTIVE DIRECTOR 

Bill Hay,  602-524-0023, ed@wsdla.org 

 

 

President’s Message 

                                          

Blessed 
Repetition 

I would like to dedi-

cate this article to 

Harold Janow. Har-

old was the owner 

of Cleaners Prod-

ucts a supply Com-

pany that was locat-

ed in Queens NY. I 

had the honor to 

work for Harold for 

10 years. He was kind, tough and smart. 

 

Being a true New Yorker there was no to-

morrow in Harold's vocabulary. It was let's 

get it done today.  

I was taught to make my sales calls to my 

customers on the same day and the same 

time every cycle. Some were every week 

some were biweekly. (I drove a 150 miles a 

day and made sure I was at every stop on 

time). Sometimes this meant crisscrossing 

my territory to see customers when they 

were available. I had only been working 

for him for 2 weeks when I had a heart at-

tack. Harold practiced what he preached. 

Rather than calling my customers he drove 

my routes. After a short time, he informed 

me he was picking me up and we would do 

the route together. I was terrified but he 

was knocking on my door the next day at 

5:30 am. 

                                        (Cont. on Page 4) 
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If you have route deliveries make sure your drivers get to each customer on the designated day and at the 

same time each week. Hang the order in the same place every time. Instruct customers where to leave their 

bag. Document this so another driver can fill in without having chaos. 

Make sure your store hours are posted and that your staff follows the posted hours. Even opening 5 minutes 

late or closing early can be very costly. One Saturday (it had been very slow) I was about to leave 5 

minutes before closing time. I noticed a car pulling in to the parking lot. I could have ignored it but chose 

to wait until it parked. The customer had a huge order that I would have missed had I closed early. 

Call your store around closing and see if your staff answers the phone. If you have an alarm system, check 

the opening and closing times. 

Let your customers know what time to come for their orders and make sure you are ready when they show 

up. There is nothing worse than having a line out the door at 5 pm while you are scampering around trying 

to find orders. This is a great reason to have another cleaner that can help you if you break down. I have 

had several times when other cleaners helped me out and we were ready and on 

  

Back to routes, make sure your drivers follow maintenance schedules. My drivers are required to have their 

vans checked on the first of every month. Vans must be washed twice a week or more. Every van must 

have at least half a tank of gas or more before being parked at the end of each day.  

Practice these principles and you will have a happy staff and happy customers.  

On another note, perform scheduled maintenance on your machinery and you will have fewer breakdowns. 

Create a maintenance schedule and stick to it. 

Regards, 

David Meyer 

President WSDLA 

Elite Cleaners  -  elitecleanersoffice@gmail.com 

 



 5 

 

 

 

 

 

  
                                                

Clean Show is 
Coming  
 
The Clean Show will be 
here soon. This year it will 
be held in New Orleans. 
Yes, it will be hot and 
muggy, but the venue is 
air conditioned. There is 
plenty to do at night. New 
Orleans also offers some of the best restaurants in the 
country. Commanders Palace is my favorite. The food 
and atmosphere can’t be beat.  
 
I first started attending Clean Shows with my father 
more years ago than I care to share. That first con-
vention was in Atlantic City, New Jersey.  I remember 
the show like it was yesterday. Of course, what I re-
member the most was the quality time I spent with 
my Dad.  
 
Over the years that followed I attended Clean Shows 
in Atlanta, Chicago, Orlando, New Orleans, Las Vegas 
and again in Atlantic City. Every one of them was 
filled with memories. Some of them where when I 
was still a Drycleaner. Many of them occurred when I 
was with Street’s. All of them helped me to become re
-energized and more enthusiastic about our industry.   
 
I looked forward to seeing all of the new products in-
troduced at the show. At one show as a Drycleaner I 
saw my first ozone machine and ordered one as soon 
as I returned to the plant. I got into smoke and odor 
removal which added an additional income stream. 
Had I not gone to that show I doubt I would have ev-
er discovered that ozone machine.  
 
Over the years working with Street’s I was able to de-
velop strong relationships with the cleaning machine 
manufacturers. Those relationships continue to this 
day. People like Vic Williams, Jason Smith and Tom 
Sheridan from Union. Ron Velli from Multimatic and 
others from other manufacturers. The relationships 
helped me to become more knowledgeable about 
their machines so I could support my customers bet-
ter.  
 
My relationships didn’t stop there. I also got to know 
other equipment manufacturers from pressing equip-
ment to boilers.                                             
(CONT. on page 6 )                                                    

                                              

Executive Directors Corner  

THANK YOU!  
ALLIED TRADES MEMBERS 

A.L. WILSON CO. 

Jeff Schwarz  

ARROW LEATHERCARE 

Bruce Gershon 

BRUCE GREBIN INSURANCE AGENCY 

Bruce Grebin 

CPEC 

Jerry Salcedo 

HENDERSON INSURANCE AGENCY 

Scott Henderson 

KAJIWARA EQUIPMENT CO.                                  

Art Kajiwara  

KREUSSLER, INC. 

Richard Fitzpatrick 

LAUNDRY & CLEANERS SUPPLY, INC.                   

Dave Eckenrode  

M&B HANGER CO. 

Steve Mathews  

OUR TOWN AZ 

David Cox 

PRO LAUNDRY 

Jim Nolan 

R.R. STREET & CO. Inc./Adco 

Joe DiMauro 

SANKOSHA U.S.A., INC. 

Andrew (Bud) Bakker 

SHEEN EQUIPMENT CO. 

Chino Martinez 

SMALL BUSINESS AMERICA 

David Miller 

TRANS CHEM ENVIRONMENTAL CO.       

Don Huey  

UNITED CLEANERS SUPPLY                               

Lane Olson  

WES VIC SYSTEMS 

Chad Boucher  

Zellermayer 

David Singer 
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(Cont. Member Spotlight from Page 1) 
 
Click on the Uptowne website, www.drycleandave.com, and you’ll find information for consumers with questions 
about Fabric Care, as well as, information for less-experienced drycleaners. At one time, Dave taught a class at  
Paradise Valley Community College called "Practical Textiles", which taught students to read and correctly inter-
pret labels, fabrics and to identify potential problem garments, forever becoming a more discerning consumer. 
 
When asked why he is a member of the association, he said his dad always impressed upon him that, “whatever 
business you are in, you should always support the trade association.” Many people overlook what the local asso-
ciation does for all drycleaners. He recalls the time that ADEQ was about to increase the permit cost by an addi-
tional $150 a year. If the Association hadn't met with ADEQ, and lobbied for the permit to remain the same, all 
drycleaners, members and non-members, would now be paying more. The Association continues to work with 
ADEQ to keep communication lines open, and to keep up with the latest regulations; however, without the support 
from cleaners who become members, that can’t continue. 
 
Dave says he also looks forward to regular educational seminars, as well as the WSDLA newsletter and DLI’s 
"Fabricare" magazine. “Education is important, and, regardless of how much I think I know, I always 

learn something new. Those seminars and publications help to keep me up to date.” 

(Cont. Executive Directors Corner from Page 5) 
 
I also got to know some of my competitors along with reps from other industries like the laundry industry. 
It didn’t stop there. I got to know reps from the hanger industry, poly manufacturers, tag and invoice com-
panies as well as many others. Every show I attended it became like “old home week” as I stopped at all 
the booths to say hello to old friends and see their latest new offerings.  
 
I miss not attending those shows, but I just can’t get around like I once could. All I can do now is try to im-
press on as many cleaners as I can how important these shows are. In addition to seeing what is new, there 
are also the educational seminars that are available. There is a complete list of the educational seminars 
for the show included in the newsletter on page 9. If you want to learn how to build your business, these 
seminars will give you more ideas than you can imagine. You’ll come away energized and ready to have a 
positive impact when you get back to the plant.  
 
So, while there is still time, why don’t you commit to taking this opportunity to sign up for this Clean 
Show? Sure it will cost you some money to attend. Then, there is the time you will have to take away from 
the plant. However, if you use either of these as excuses not to go you are being very short sighted. The 
question you should ask yourself is, “can I afford not to go?” Isn’t your future worth it? 
 

Best regards, Bill Hay ed@wsdla.org 602-524-0023 

 

http://www.drycleandave.com/
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WSDLA Holds Seminar on the “Art of Influence” 
 

WSDLA held a seminar presented by Chris Widener, a successful trainer, speaker, author and businessman. The 
subject was The Art of Influence, the topic of one of his books. Influence is about being able to change other peo-
ple’s thoughts, beliefs and actions. The presentation helped us discover how to create trust, respect, admiration and 
loyalty from our employees and customers.  
 
Chris did a great job of presenting the material. He used equal parts of humor, storytelling, audience participation 
and his own enthusiasm to keep everyone on the edge of their seats. His message was straight and to the point. 
Much of the focus was on being an optimist in every situation, why standards of excellence are so important and 
that integrity breed’s trust.  
 
For a copy of the meeting notes from the seminar email me at:   
ed@wsdla.org 
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Allied Trade Spotlight - Bruce Grebin Insurance Agency 
 

As a risk management professional with almost thirty years’ experience, I 
can say with confidence that I’ve seen a thing or two, just like our TV com-
mercials state, and my hard-working team and I protect nearly $120 million 
dollars’ worth of local property assets. That’s a lot of trust and we do our 
best to earn it each and every day.  

My wife and I had always dreamed about being our own bosses, like many 
nine-to-fivers, and at long last we had the resources and knowledge base to 
make it work. So we took the plunge and opened an insurance agency. What 
started as a two-person “mom and pop” business a few short years ago has 
grown into a bustling insurance agency that handles everything from home 
and auto policies to complex commercial coverages, employee benefits, and 
financial solutions.  

We have a real estate professional on staff as well as an entire network in place to handle relocation for those mov-
ing into the Valley from out of state. Our clients are young couples, families, seasoned and first-time business own-
ers, investors, HOAs, and even professional athletes.  

What really makes us shine is our dedication to customer service. A lot of companies say that, but we take it to 
heart- when a client walks into our office, they can expect personalized attention. We purposely schedule appoint-
ments far apart so if a client needs extra time, it’s already built into the day. We sit down together and go over their 
assets so that when they leave, their questions are answered, and their concerns are addressed. We’ve helped clients 
estimate insurance costs so they can make informed decisions while car shopping. We’ve helped customers create a 

video file of their possessions in the event of a claim. 
We assist business owners to navigate the maze of 
workers compensation and commercial needs. We 
make the effort to learn about their lives and individ-
ualize our services. We care enough to get it right, 
because they have too much at stake to get it wrong.  

We believe that business is about building communi-
ties. We organize food and clothing drives and spon-
sor a local Cub Scout troop. We’ve done events for 
Canine Companions for Independence and provided 
lunch for our local fire, police, and veterinarians for 
“First Responder Fridays”. We’ve hosted events in 
our office in which clients and colleagues to come in 
for a cool drink, play a little skee ball and ping pong 
on the conference table, and just get out of their of-
fice for a break. As a result, we connected a few 
business owners with each other and helped build 
stronger bonds within our community. One of our 
new staff members invited a friend who has a bur-
geoning videography business. We started funneling 
business to him and now he has a growing portfolio 
of commercial projects. 

 

As our agency grows, we see our clients and their 
businesses, families grow as well.  I love talking to a 
new grandparent of a newborn or helping a new busi-
ness owner get started.  I see us as being a strong pil-
lar in our community and treat our clients as an ex-
tension of our family. 
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DLI Clean Show 2019 Education Sessions 
 

DLI plans educational sessions for every Clean Show and this year The Institute's lineup includes several 
ways drycleaners can improve their livelihoods. From new perspectives, technologies, and diversifica-
tions, DLI's Clean Show education sessions will help you make better-informed business decisions. Join 
us for these sessions and get the most out of your trip to the Clean Show. All events will be held at the 
Ernest N. Morial Convention Center in New Orleans during the Clean Show. 

Thursday, June 20 

8:30 – 9:30 a.m. 

No Bad Days: Positive Attitude is Everything 

If you allow yourself to have a bad day, you LOSE! NO BAD DAYS is a philosophy and mindset.  Learn 
how to set your attitude up for success by rolling with the punches and finding opportunities where others 
see obstacles. 

Friday, June 21 

8:00 – 9:00 a.m. 

What First Impression Does Your Website Make? 

Does your website provide the same amazing experience people get when they walk in to your store? Can 
they find answers to their questions? Can they request or receive services after hours? Hear how to im-
prove your website's performance and impress your customers even when you are not around. 

Friday, June 21 

9:00-10:00 a.m. 

Are Your Marketing Methods Changing with Your Clientele? 

Hear how a successful cleaner has evolved his marketing techniques to attract the growing new wave of 
consumers.  The reality is your customers are changing whether you are or not.  So now is the time to fu-
ture-proof your customer base. 

Saturday, June 22 

8:00-9:00 a.m. 

Customer Service: Being Good is Not Good Enough 

Customers expect the finest service and today's market offers them plenty of choices for their clothing ser-
vice needs. Wow them with service above and beyond their expectations to keep customers coming back 
for years to come. 

Saturday, June 22 

9:00-10:00 a.m.  

Tips for Entering the Wash Dry Fold Market 

In today's economy, drycleaning isn't enough. Customers expect you to offer a full spectrum of services. 
Diversification into wash-dry-fold is a natural fit for drycleaners. Hear how one expert is running a boom-
ing business in this growing service. Wash, Dry, Fold and Succeed! 

 

Learn more about The Drycleaning & Laundry Institute at DLIonline.org. 
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Changes at Your Company?  
 

Have there been changes at your Company? Is 
the name and address label for this newsletter 
still correct? Are there other key people working 

for your company, possibly at other locations 
that would like to receive their own copy of our 
newsletter. Send us your changes by email to 
ed@wsdla.org or mail to: WSDLA, c/o Bill Hay, 
6616 S. 5th Place, Phoenix, AZ 85042 

 
 
“You can’t go back and change the beginning 

but you can start where you are and change 

the ending.” 

                                                   C.S. Lewis 

Spot Clean Only 
 
Q: Is “Spot Clean Only” valid on a care label? 
 
A: According to the Federal Trade Commission (FTC), this care label 
falls under the guidelines of the Care Label Rule. Care labels stating, 
“Do Not Dryclean; Do Not Wash; Spot Clean Only,” sometimes appear 
on expensive, heavily-beaded or sequin-covered gowns. The coating on 
such beads is often not resistant to drycleaning processes or solvents. 
In other cases, the base fabric is not resistant to washing processes. 
As a result, drycleaning or washing such articles may not be possible. Such a label mandates that the gar-
ment be cleaned with localized stain removal only. This can be extremely difficult on some of these 
gowns because of their fabric type. For example, removing stains from taffeta and similar fabrics can be 
especially difficult without leaving circles or rings where the area was spotted. Removing discolorations 
from underarm areas can also be difficult without disturbing sizing’s. 
Do not attempt to process the article in any way other than that recommended by the care label without 
the customer’s consent. If you process the article through another process without the customer's con-
sent, and the garment is damaged, you will be held liable. Inform your customer of the limitations of the 
procedures that can be used to care for the gown. If the garment is heavily soiled or stained, localized 
stain removal may not be possible. 
Posted By Harry Kimmel | 3/4/2019 11:10:39 AM | 1 Comment 

mailto:ed@wsdla.org
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Wall Street Journal: An Arizona Occupational Wel-
come 
  

Recognizing Out-Of-State Licenses Would Help Newcomers Get To Work 

Editorial Board 

Wall Street Journal 

  

February 18, 2019 

Arizona last year attracted more than 122,000 newcomers, many fleeing states with crushing regulation and taxes. 
Republicans are now giving overtaxed Californians and New Yorkers another reason to move to the state by making 
it easier to work and start businesses. 

Arizona Republicans this month introduced legislation to recognize other states’ occupational licenses, even if the 
courtesy isn’t reciprocated. Newcomers to Arizona would be required to hold a comparable license in another state 
for at least a year, and they could not have outstanding complaints, pending investigations or a disqualifying crimi-
nal history. 

  

“Workers don’t lose their skills simply because they move to Arizona,” GOP Gov. Doug Ducey said last month. But 
they can’t work because of “our own licensing boards and their cronies, who tell them, ‘You can’t work here. You 
haven’t paid the piper.’” These gatekeepers feign concern about public safety, but their real objective is to limit 
competition and increase the price of services that consumers pay. 

Arizona already recognizes many out-of-state licenses for military spouses, but starting over is tough for everyone 
else. In 2017 the Institute for Justice ranked the Grand Canyon State fourth worst in the nation for the burden and 
breadth of licensing requirements with 68 categories for lower-income workers such as manicurists, carpenters, 
emergency medical technicians and school bus drivers. 

  

But in 2017 Mr. Ducey signed legislation requiring licensing boards to waive fees for workers below 200% of the 
poverty level. Last year lawmakers made it easier for workers with a criminal record to obtain a license as long as it 
wouldn’t endanger the public or increase their likelihood of committing another crime. This could reduce recidi-
vism, which has been linked to employment barriers. 

  

Republican state Sen. Michelle Ugenti-Rita has introduced a bill this year that would allow salon workers to blow-
dry, style, straighten and curl hair without a license. They now have to train for a 1,000 hours or more, even if they 
don’t wield scissors or work with chemicals. 

  

Arizona ranks among the fastest growing states in part because policy makers have interfered less with business than 
other states have. By taking on the licensing cartels, they’re welcoming workers with open arms unlike, well, pro-
gressives in New York. 
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TransChem Environmental, LLC (TCE) is 

your single, reliable source to properly  

handle hazardous waste issues. 

Let us worry about your waste disposal. 

We offer the lowest prices and best service 

for regularly scheduled pick ups. 

Our environmental professionals and chemical disposal specialists have the            

credentials and experience to solve your hazardous waste issues quickly, safely, and 

professionally. 

We never use subcontractors, so you can be assured that we are accountable to you, 

your timeline and your budget. 

Our Management team is ready to respond to your needs with speed and safety. 

Most quotations are provided with 24 hours! 

Call Don Huey, Vice President, Sales at (866) 778-8563 (O) or (602) 513-6528 (C) 
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Building Successful Relationships 
 
As owners of dry cleaning companies, all of us want to have successful relationships with 
our employees, our clients, our vendors and our professional advisors. The question then 
becomes, how do we achieve these relationships? While there is no simple, silver bullet 
answer, there is one strategy I can suggest that can take you far down the path to ultimate 
success. 
 
Imagine the following scenario all of us have experienced. You’ve decided to revamp your 
pressing area. You’ve done the research, been to the trade shows, and negotiated a good 
deal for some new pressing equipment. You’ve sketched out a modern design with better 
workflow, and all that remains is the installation. You trust a local mechanical contractor to 
do the work, so you hire them, and set up a mutually convenient schedule, and the work begins. 
 
The mechanical contractor sends two guys to your plant to begin the work, and because you’ve chosen a good com-
pany, these guys are smart, hardworking, diligent and respectful of your place of business and your needs. They’re 
good guys, with dirt under their nails, children who need braces, and you’re happy to buy them a cup of coffee at 
break time, or even a pizza for their lunch. The work goes more slowly than you had imagined, which causes you 
some anxiety and frustration, but owners always underestimate how long a project is going to take, and you (should) 
know that, so don’t let it bother you too much. The work gets done, and overall, you’re thrilled with the outcome and 
the project. High fives all around. 
 
The bill for the work eventually comes from the contractor, and like the time it took to complete the project, the bill 
is higher than you expected. Don’t worry, it always is. Just make sure it’s accurate and pay it as a one-time expense, 
and then reap the long-term benefits of your foresight for having dramatically improved your facility. Your produc-
tivity is rising, your staff is happier, and so are your clients since the work is better and more likely delivered on 
time. 
 
When you send the check to pay for the mechanical work, include a hand-written personal note of thanks to Bob the 
owner of the mechanical company. Tell him what an excellent job his workers Jason and Alex did. Tell him about 
how they had a better idea, about how diligent they were, about how pleased you are with the project. Offer to write a 
recommendation for their Facebook page. It doesn’t have to be long, just sincere. 
 
 I can almost guarantee you that the mechanical company owner isn’t flooded with such mail. Your note is going to 
be the highlight of his otherwise long day, and he’s going to share it all around his office. And when those men return 
to the shop on the day their boss gets that note, he’s going to invite them into his office to tell them how thrilled he is 
with their work. He’ll show them the note, and it will become the highlight of their day too. He will tell them that 
he’s going to frame the note and put it in the breakroom. Maybe the boss gives them a little bonus to help them cele-
brate. How many other such notes like yours is that company going to receive all year? Yours might be the only one. 
 
What happens the next time you need that company for something?   You are now one of their very best clients, like 
magic. Notes like this, and the personal sentiment behind them, have the capacity to generate enormous good will. It 
is the ultimate win / win situation for everyone involved. People like nothing better than to be appreciated.  
 
When was the last time you hand wrote a letter of thanks and appreciation to your attorney? To your accountant? To 
the people who pick up your trash? To your spouse? 
 
We get confused because life hurtles by us at an alarming rate. We have too much to do. We lose sight of what really 
matters. People work for more than money. Fixate on that concept and keep it at the top of your mind. Money is 
simply a means to an end; survival first, and then leisure. What all people want more than anything, even money, is 
self-respect, appreciation for their efforts, and the feeling of being useful. You can provide that. You have that kind 
of power. 
 
                                                                                                                       Mark Gadue Consulting LLC 
                                                                                                                       Colchester, VT 
                                                                                                                       markgadue@gmail.com    
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The Henderson Insurance Agency 

Insuring Drycleaners for 44 Years 

Proper Clothing Coverage and Perfect Service 

Get a Quote Over the Phone in 5 Minutes 

      602-262-9080 

The Western States Drycleaners & 
Launderers Association newsletter is 
published quarterly.  
 
WSDLA welcomes submission of 
typed articles and pictures. Larger 
articles submitted in WORD format 
will also be considered for publica-
tion.  
 
Advertising rates are available on re-
quest. Call 877-342-1114 or email 
ed@wsdla.org for rates.  
 
Our Allied Trade members support 
allows us to provide this newsletter 
to all drycleaners and launderers in 
Arizona and Nevada regardless of 
their membership status.  

 

Cleaning Athletic Uniforms 
 
Athletic uniforms are usually made of synthetic fibers, such 
as nylon, polyester, spandex, or a blend of these fibers. Ath-
letic uniforms may experience dye bleeding during the 
cleaning process, so it is important that you follow the man-
ufacturer’s care instructions. Because some dyes are water-
soluble, resulting in fading or dye transfer during washing, 
many uniforms have care labels that recommend a cold wa-
ter wash. The color should be safe if washed in cold water, 
but it will often bleed if washed at a higher temperature. If 
the color bleeds when washed at the recommended temper-
ature, the manufacturer should be held responsible. 
 
Care must be taken in stain removal. Some uniforms contain lacquer prints that loosen or are removed 
when oily-type paint removers or volatile dry solvents are used. When using wetside stain removal proce-
dures to remove water-soluble stains, such as mud or grass, the fabric should be dried thoroughly before 
cleaning to prevent localized color loss. 
 
Athletic uniforms should be able to be finished on a utility press without damage. If a hand iron is used, 
make sure it is set at the proper setting. Since most uniforms are made of synthetic fibers, a low tempera-
ture setting, such as polyester, is safe. You may also want to use a press cloth on areas that contain lami-
nates to prevent dye transfer onto the press head. 
 
Posted By Harry Kimmel | 2/18/2019 10:54:09 AM 
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WSDLA Mission Statement 

Western States Drycleaners & Launderers             

Association, an affiliate of the Drycleaning &    

Laundry Institute, is the trade association of      

professional drycleaners and launderers in           

Arizona and Nevada. 

The not-for-profit organization provides value 

through education, research, legislative                

representation and industry specific informational 

programs, products and services. 

Western States Drycleaners & Launderers            

Association is dedicated to the highest standards 

of business ethics and professionalism,                 

environmental responsibility, textile serviceability 

and a positive public image. 

 

 

 

 

 

 

 

CALENDAR  OF  EVENTS   

             

June 20 – 23         Clean Show - New Orleans, Louisiana 

July 15  - 19          DLI Introduction to Drycleaning Course - Laurel, MD 

July 22  -               DLI Advanced Drycleaning Course - Laurel, MD 

August 2 

August                  DLI Introduction to Drycleaning Course - Laurel, MD 

19  - 23 

Oct. 21  - 25         DLI Introduction to Drycleaning Course - Laurel, MD   

Oct. 28  -              DLI Advanced Drycleaning Course - Laurel, MD 

Nov. 8                    

 
 



 20 

 

Western States Drycleaners 
& Launderers Association 

P. O. Box 31838 

Phoe-
nix, 
AZ   


