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Member Spotlight— Delux Cleaners, Lake 

Havasu, AZ 

Sharon Lux opened Delux Cleaners in Lake Havasu in 1996. In 2006 

she built a new plant and moved production to that location, keeping 

the original location as a drop store.  Over the years she has become 

the most successful cleaner in the Lake Havasu area. 

Delux offers drycleaning, shirt laundry, wedding gown preservation, 

pick up and delivery, Suede and leather cleaning, drapes and other 

household items along with shoe repair and alterations. In addition, 

she also offers a service for local doctors processing their exam 

gowns. She is the only cleaner in her area to offer this service as she 

is the only one approved by OSHA for meeting their guidelines for 

sterilization.  

Delux uses Perc as their drycleaning solvent along with Wetcleaning. 

In fact, Sharon says that 60% of the work she processes is 

Wetcleaned. She believes that the increase in the amount of 

Wetcleaning stems from the number of millennials whose wardrobe 

includes such apparel as shorts, khaki's, golf shirts and other casual 

items that can be Wetcleaned.                             (Continued on pg. 6) 
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WSDLA Board of Directors         

2018 

OFFICERS/EXECUTIVE BOARD  

Heath Bolin, President 520-419-7558 

Melissa Coborubio, Secretary 602-323-9200 

Carol Ticgelaor, Treasurer 602-264-0701  

Rich Walton, Chairman of the Board  602-956-2560  

 

DIRECTORS 

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

Joe DiMauro, Street’s/Adco 440-241-8628 

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

Bruce Grebin, Farmers Insurance 480-598-1110 

David Meyer, Elite Cleaners 602-952-7085 

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 

Does your business 

have a report card? 

Remember in grade 

school getting report 

cards. It gave both the 

parents and students 

bench marks for per-

formance. We were 

graded in each subject. 

We learned where we 

were doing well and 

where we needed im-

provement. At home a 

bad report card might 

result in less TV time. 

In business, a bad re-

port card could mean 

decreased or no income 

OUCH!!!! So let’s ap-

ply the same principles to our businesses. Imagine a ship 

without a rudder or road trip without a road map. 

 

Some tips: 

1. Use DLI swatch tests to monitor your solvent quality. 

2. Conduct some type of customer satisfaction survey. 

HOW ARE WE DOING? Get feedback. Listen. Bad feed-

back or good is very valuable. Listen to what your custom-

er wants and try to exceed their expectations. Simple busi-

ness 101. Can be done with email or written forms given 

out at counter.  

3. Use secret shoppers. 

4. Bring in an outside expert. Let them rate your perfor-

mance and give ideas to improve your operation. It is 

worth every penny. 

5. If an expert is too costly invite one or more DLI mem-

bers to tour your facility. 

6. Monitor your social media image. Listen to your re-

views and modify your process to correct negative feed-

back.  

7. Monitor your energy bills. Less business higher bills, 

what is wrong? 

 

I am sure we all believe in our hearts we are doing the best 

job. Don't be afraid to ask HOW AM I DOING? WHAT 

COULD WE DO BETTER? WHAT SERVICE WOULD 

YOU LIKE US TO ADD? 

 

At Elite Cleaners we use automated emails to ask custom-

ers to rate our service. A negative response is truly an op-

portunity to learn. One other example is our credit score. 

Don't we monitor that and try to improve it? Just treat your 

business reputation the same way. 

 

Remember 2018 is the year to take charge of your busi-

ness. It is the year of I CAN.   Regards, David Meyer 

WELCOME TO OUR NEWEST MEMBER’S 

Steve Hofaess—Complete Cleaners 

Las Vegas, NV 

Sameer Kanabar—Platinum Cleaners 

Phoenix, AZ 

WELCOME TO OUR NEWEST ALLIED TRADE MEMBER 

Bruce Grebin— Farmers Insurance 

Scottsdale, AZ 
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CLEAN 2017 EARNS AWARDS IN TSE’S FASTEST 50 

Clean 2017 has been named one of Trade Show Executive’s 50 Fastest-Growing shows of 2017.  The show, held in 

Las Vegas last June, was included in all three categories of the awards competition: net square feet of exhibit space, 

number of exhibiting companies, and total attendance. 

Trade Show Executive magazine presents the Fastest 50 awards annually to trade shows that have excelled in each of 

the three categories. Though 50 shows are named in each category, Clean 2017 is one of the few trade shows that ex-

ceeded the level of growth to be named in all three. Recipients of the 2017 Fastest 50 will be honored at an awards 

and summit June 13-15 in Chicago. 

Formally named the World Educational Congress for Laundering and Drycleaning, the Clean Show is sponsored by 

five industry associations: Association for Linen Management; Coin Laundry Association; Drycleaning and Laundry 

Institute; Textile Care Allied Trades Association; and TRSA, the association for linen, uniform and facility services. 

Clean 2019 will be held in New Orleans, Louisiana, June 20-23, 2019.  For more information visit the show’s web-

site, www.cleanshow.com, or contact the show’s management company, Riddle & Associates, 2751 Buford Highway, 

Suite 100, Atlanta, Georgia 30324 USA, phone 404-876-1988, email info@cleanshow.com. 

"When I was 5 years old, my mother always told me that happiness was the key to life. 

When I went to school, they asked me what I wanted to be when I grew up. I wrote down 

'happy.' They told me I didn't understand the assignment, and I told them they didn't un-

derstand life." -John Lennon  

 

http://www.cleanshow.com
mailto:info@cleanshow.com
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How much is your business 
worth? If you were to list it 
tomorrow what do you think 
you could get for it? Several 
years ago we decided to 
downsize. Our realtor gave 
us a list of things to do to get 
the house ready to show. We 
cringed at some of the items 
because it would require us 
to put money into the house 
that we were trying to sell. 
The realtor said, “You have 
to spend some money to 
make money.” He was right. We replaced the tile in the 
master bath, repainted every room in the house, spent 
money on landscaping and rented a storage facility in 
order to empty out our closets and garage. When we 
listed the house it sold rather quickly and the increase 
in the asking price was more than what the investment 
cost. We also realized that we loved the updates and 
wished we had done them years earlier. 
 
My point is, you don’t have to sell your business to look 
at what you could do to make it worth more. Most peo-
ple don’t like change. The status quo is easy to accept 
rather than to think about what your business could use 
to make it worth more. If you were to talk to a business 
broker he would be the first to tell you that a plant with a 
Social Media presence including a website and a Face-
book page is more desirable for a prospective buyer.  
 
How about the overall appearance of the call office and 
plant in general? You certainly wouldn’t think about 
showing it to a prospective buyer if it was in disarray. 
How about your equipment? Do you have equipment 
that is “down for repair”, puff irons or presses that are 
leaking or the sink in the bathroom that doesn’t work? If 
so, it shows that your business isn’t worth much in your 
own eyes. I’d also ask what your employees think about 
how important your business is to you.  
 
I suggest that at the beginning of next week you take 
another look at your plant through the eyes of a pro-
spective buyer, your customers and employees. Make a 
list of what has to be done to add value to your plant. 
You don’t have to do everything at once, but commit to 
completing everything on your list. Not only will the val-
ue of your plant go up, you’ll feel better about going to 
work every day, trust me. 

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

                                               

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 

Greg Jameson 

HENDERSON INSURANCE AGENCY 

Byron Henderson 

KAJIWARA EQUIPMENT CO.                                  

Art Kajiwara  

KENDALL COMPANY 

William J. Kendall Jr. 

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 Pollock 
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Taken from the 4th Quarter HSIA Newsletter                                   CONTACT: FGraul@hsia.org 

EPA ROLLS BACK PLANS TO RESTRICT CERTAIN USES OF TRICHLORO-
ETHYLENE AND METHYLENE CHLORIDE 

In December, the Trump Administration released a new regulatory plan for EPA that moved re-

strictions on certain uses of trichloroethylene (TCE), and methylene chloride (DCM), proposed by the 

Obama Administration in the month before the inauguration, to a “long term action” category. The uses 

that would have been restricted, and are no longer in jeopardy, are aerosol and vapor degreasing and 

spot cleaning for TCE and paint stripping for DCM. HSIA had commented extensively to EPA asking 

that any restrictions on these uses be considered as part of the upcoming risk evaluations already 

scheduled for the two solvents under the amended Toxic Substances Control Act (TSCA). We look for-

ward to participating in these upcoming risk evaluations. 

HSIA PARTICIPATES IN A SOLVENTS PANEL DISCUSSION AT THE NEW 
JERSEY TEXCARE TRADE SHOW 

In October, HSIA participated on a panel to discuss cleaning solutions for the dry cleaning industry 

during the New Jersey TexCare Expo. HSIA represented perchloroethylene users. Also participating 

were representatives of Green Earth, a D5 siloxane based product; Sensene, a new cleaning solution 

developed by Dow Chemical and spun off to a German company, Safechem; hydrocarbon solvents; 

and Solvon K4, a German based company. Nora Nealis, Executive Director of the New York based Na-

tional Cleaners Association, pointed out what while perchloroethylene is heavily regulated, others 

should be “mindful of possible future regulations for alternative solvents.” New York State, in fact, is 

looking at how to regulate these alternative solvents and a representative of the New York Department 

of Environmental Conservation was in the audience.  

(Delux Cleaners Continued from Pg 1) 

When asked to share her thoughts of the future of the industry, she said to expect change. Her business is 

growing, but the mix of garments is changing along with it. “You have to be prepared for those changes 

and address the opportunities.” She prides herself in the quality and level of customer service she pro-

vides. She suggests a media presents with both a website and a Facebook page.  That is what customers 

expect theses days. “You have to give your customers what they want.” 

Sharon has been a member of the association since 1996. She says she joined for the support she receives 

from the association. She also likes the benefits that are available to members such as the Garment Analy-

sis service and the Encyclopedia. The publications keep her in touch with what's going on in the industry. 

mailto:FGraul@hsia.org
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Customer Service Seminar Presentation  

The seminar was attended by 33 individuals representing 16 plants along with 6 allied trade members.  

Jim Groshans presentation focused on defining and exceeding customers’ expectations. “Customer Service begins at 

the front counter” was the backbone of Jim’s presentation. Failure to “communicate” with your team members can 

make it impossible to deliver great customer service.  

There are a number of things that go into providing great customer service.  

  Store design and appearance that communicate Quality and Cleanliness 

  Community activities, industry support/memberships, news articles 

•     Personnel trained in Customer Communications Skills and Garment Care 

 Professional Attire and Attitude 

 Systems to Facilitate Quick Efficient and Accurate Service 

 

Jim stated that the benefits of defining and exceeding customer expectation is: 

 

 Clear Differentiation from your competition 

 Continuous Process Improvement 

 Satisfied Customers 

 Profitable Growth 

 

If a customer service issue isn’t handled properly, “it doesn’t go South . . .it goes sideways.” In many ways a com-

plaint is a gift, it gives you an opportunity to learn from your mistakes. 
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The performance of Nevada’s economy in 2017 continues to impress, with the Silver State outpacing the rest of the 

country by several measures. As of the first quarter of 2017, Nevada saw the fastest private-sector job growth in the 

United States at 3.6 percent. The state added 40,000 jobs relative to the first quarter of 2016.  

 

In the third quarter of 2017, Nevada grabbed the top spot in the Index of State Economic Momentum, which ranks 

states based on their performance in three key metrics of economic vitality: personal income growth, employments 

growth and population growth. 

 

MORE JOBS: 182,000 over six years + NO. 1 in private sector job growth in the 1st Quartet of 2017. 

 

GREATER DIVERSITY: Manufacturing, Logistics & Operations, Information Technology, Health & Medical 

and Aerospace and Defense grew by more that 27% of national trends. 

 

HIGHER WAGES: New jobs pay 2X more than old + NO. 1 in wage growth. 

 

“I am pleased to see the progress that we have made in the Silver State in re-bounding  from  the recession,” said Gov-

ernor Brian Sandoval.  “Moving to first place in job growth nationwide is a testament to the tremendous resolve of our 

citizens and businesses and the dedication everyone has shown in putting Nevada on top once again.” 

 

Prior to the recession, the state led the country in job growth at 6.4 percent and was the hardest hit during the reces-

sion with a – 10.1 percent growth rate in 2009. Nevada currently leads the way in job growth ahead of Idaho, 

Florida, Utah and Georgia.  

 

According to GOED Research Director Bob Potts, a closer examination of what is happening in Nevada reveals 

broad changes that bode well for the future of the state’s economy. “With the addition of more than 182,000 private 

sector jobs over the past six years, Nevada’s economic recovery has been strong. The good news , however, doesn’t 

end there. When we review the underlying industry trends within that growth, the mix and distribution of those new 

jobs are decidedly different that they were in 2010.This structural change has moved us well down the path to a more 

sustainable and vibrant economy,” said Potts. 

 

All but one of Nevada’s emerging sectors grew by more than 27 percent of what would be expected after taking out 

national trends. For example: manufacturing growth over the past 6 years exceeded expected growth by 101.4 percent 

followed by logistics and operations (77.3%), information technology (58.9%), health and medical (54.9%), and aero-

space and defense (27.8%). 

 
  

                                                                                                                                                      Continued on Page 12 
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Allied Trade Member Spotlight— The WesVic Story 
 

WesVic Systems was founded by brothers Craig and Chad Boucher. They grew up 

learning about the family dry cleaning business from their father, Harry Boucher. 

Both Craig and Chad worked in the cleaners all through elementary, high school and 

college. Craig went on to receive a degree in Information Systems from California 

State University Stanislaus while Chad received his degree in Business Administra-

tion from Fresno Pacific University. After their university work, Craig went to work 

as a programmer in the California State University system. Chad went in to the fami-

ly dry cleaning business and eventually acquired it from his parents at their retire-

ment. 

 

While managing the cleaners Chad looked at the dry cleaning industry and realized 

there was a need to simplify management by using technology. Chad understood the 

significant impact presser productivity had on the bottom line. He was using “bread 

tabs” that were placed on each item pressed and then counted at the end of each day 

to measure presser performance. He knew his pressers would be much more produc-

tive if he could provide immediate feedback of their pressing rate. That is how the idea of the PieceCounter was born. 

 

In 2000 Chad went to his brother for help with the technological aspect of the project. At that point the unique and 

innovative team of Chad and Craig was created. After six years of intense research and development the 

PieceCounter has become a reality. 

 

The Wesvic Systems team of Craig and Chad is truly unique in that it combines first hand knowledge of the dry 

cleaning industry with cutting edge computer based technologies. 
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Continued from page 10 (The Economic Pulse Nevada Governor's Office of Economic Devel-

opment) 
 

“Much of this structural change can be attributed to strategic economic development and diversification efforts. For 

example, without the assistance of economic development agencies and private entities across the state, our manufac-

turing  sector would have lost jobs where, in face it grew by almost 5,500 positions. Likewise, 81.3 percent of IT jobs, 

71.9 percent of natural resource jobs, 53.8 percent of logistics and operations jobs, and 9.8 percent of health care jobs 

were brought online with the assistance of economic development, “said Potts. 

 

Potts added that the wages paid by jobs supported through economic development efforts in Nevada are higher than 

average, a point underscored by the findings of State Policy Reports, which publishes the Index of State Economic  

Momentum, and the Bureau of Economic Analysis (BEA). 

 

Between the second quarter and the same period in 2017, national personal income grew a modest 2.9 percent, while 

Nevada had the strongest year-over-year growth, at 4.8 percent.  

Employees Are Your Best Asset 
Take care of your employees and they will take care of your cus-
tomers. 
Why should we train? They’ll just leave. But, if we don’t train do 
we want them to stay?  
 
Your employees are your best asset.  Think about it. Could you run 
your business without them? Here at DLI, I am very fortunate to 
work with wonderful people who make me look good day in and day out. Now, that is not to say we don't 
have our bumps in the road and some days my best training for a situation was taking care of a two-year-
old, but I am very pleased that everyone at DLI is dedicated to providing you with a wonderful experi-
ence.  Does this happen overnight—not likely.  This issue of Fabricare contains several articles on tech-
niques for managing, hiring, and retaining employees. 
 
I do believe you should hire people who will fit your culture.  We all spend a lot of time at work so why 
wouldn’t you want to be with people you enjoy or at the very least have a cup of coffee with.  And then 
you can train them for the skills you want.  
 
DLI's School of Drycleaning Technology is celebrating 90 yrs. of training and education.  The school has 
changed a lot over the years and it will continue to evolve as our industry changes. One of the reasons 
the training facility is exemplary is that we are very fortunate that the allied trades are very generous in 
supplying the school with the latest technologies and supplies.  The latest addition to the school is a K4 
machine so now we have perc, hydrocarbon, GreenEarth, K4, and wetcleaning.   
 
We also have companies that provide scholarships so that the training is more affordable.  In this issue 
you’ll hear how the training not only changed the students work experience but what impact the training 
had on the company from their manager’s perspective.  I've heard it said "Why should we train, they'll 
just go somewhere else?" The more important question, "If you don’t train, do you want them to stay?"  
We are in a tight labor market and predications are that is not going to change anytime soon so keeping 
good employees is a must.  You may not agree with some of the articles but hopefully they will make you 
think about your business culture and what you can do to maintain a quality staff. 
 

Posted By Harry Kimmel | 12/4/2017 12:45:14 PM 
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 New Online Resource for Technical Support Available at 

SUPPORT.4STREETS.COM 
R.R. Street & Co. Inc. is pleased to announce a new and convenient online resource for technical support at SUP-

PORT.4STREETS.COM.  This portal provides an easy way for professional drycleaners and launderers to submit a 

question, problem, product issue or service need to our customer support team and receive a quick and thorough re-

sponse. 

“It’s crucial for our customers to get answers quickly so they can continue to be productive and efficient,” says 

Mike Miller, Vice President of Sales for Street’s.  “We have a great network of Street’s Representatives in the field 

who have tremendous knowledge but unfortunately they can’t be everywhere at once.  This portal gives us a way to 

serve our many customers more effectively through a broader customer team.” 

With each submission, customers will receive a Request ID# that recognizes their issue and lets them know the 

Street’s team member who will be responding. In most cases a member of the customer team will be able to respond 

almost immediately by email or phone. The team member can also help the customer determine the type of service 

call which may be necessary in order to resolve issues being experienced.  

Kristen Vos, Street’s Director of Marketing, further explains, “This portal is part of our company-wide goal to make 

over 140 years of knowledge and expertise more easily accessible to our customers through expanded resources of 

service and training.  Providing our customers with solutions is our priority.” 

The portal can be accessed at SUPPORT.4STREETS.COM or through the Company website at 4STREETS.COM. 

For more information about our technical service and support, contact Kristen Vos at kvos@4streets.com or 630-

753-1036. 

 
Arizona Projected To Add Over 150,000 Jobs Over Two-

Year Period 
PHOENIX - The Arizona Office of Economic Opportunity today projected Arizona will add over 150,000 new 

jobs over a two-year period as part of its annual short term economic outlook. The outlook, which was produced in 

conjunction with the U.S. Department of Labor, shows Arizona jobs to grow throughout the state at an annualized 

rate of 2.6 percent. 

Highlights from the report include: 

Employment in Arizona is projected to increase from 2,933,968 to 3,086,936 over the two-year period, rep-

resenting growth of 152,968 jobs. 

Arizona’s annualized jobs growth rate is projected at 2.6 percent. 

All 11 substate areas are projected to add jobs over the two-year period. 

All 11 supersectors are projected to add jobs. 

Educational and Health Services is expected to add the largest number of jobs (39,779 jobs or 3.3 percent 

annualized growth). 

Manufacturing is expected to grow at 2.4 percent over the two year period, an increase from 1.3 percent 

growth from 2015-2017. 

Sectors with the largest expected gains are: Educational and Health Services (39,779 jobs), Professional and 

Business Services (22,391 jobs), Leisure and Hospitality (19,547 jobs), Construction (15,554 jobs), and 

Trade, Transportation and Utilities (15,312 jobs). 

 

Since 2015, Arizona has added over 160,000 private sector jobs. 

“Arizona’s economy continues to thrive thanks to the hard work of entrepreneurs and innovators throughout our 

state,” said Governor Ducey. “We are focused on making Arizona the best place in the country to launch a new 

idea, re-locate, or expand a business, and I am excited to see the continued positive developments to come.” 

mailto:kvos@4streets.com
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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) 

Garcia Cleaners in Tucson is celebrating 50 years at the same location, 205 East 22nd St. Congratulations to 

Barbara Cariño and her son Eddie Escalante.  
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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.  

 

Salvation Army Teams with Tucson’s Cleaners in the Spring Cloth-

ing Drive 

Cleaners in the Tucson market will assist the Salvation Army in a “Spring Clothing 

Drive”. The program is designed to increase clothing donations in what amounts to 

the slowest time of the year for the Salvation Army. The program will begin on Earth 

Day, April 22nd and run through the end of June.   

Mary Lou Milyard, Customer Service Rep with Laundry & Cleaners Supply in Tucson 

will be handing out flyers to all of the cleaners in Tucson while explaining how the 

program works. Many of the cleaners in the Tucson market have participated in the 

program over the past couple of years. It is our hope that more cleaners will lend 

their support. 

The Salvation Army will provide posters for all cleaners who choose to participate in the program. They 

will also drop off the box pictured in the photo above to accommodate donated garments dropped off at 

your plant. The boxes will come with plastic liners that will be placed inside the box. Once the box be-

comes full, the liner should be removed and a new one installed in its place. At that point, the Salvation 

Army should be contacted so they can send a truck to pick up the donated garments.  

We encourage all of the plants participating in the program to take the opportunity to do a bit of 

"housecleaning" yourselves by going through your racks and looking for orders that have been on the con-

veyer well over 90 days. Most cleaners do this purging a couple of times a year. The garments you give to 

the Salvation Army from your racks or conveyers will qualify as a donation.  
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 Taking the mystery out of stain removal...... 

 

Proteins/ alkali, Tannins/acids, wetside, dryside, combination stains, invisible stains, 

bleaches, digesters, PH..........it can really be overwhelming, if you don’t know the steps 

to follow. 

 

Solvents, Detergency, Chemical action, Mechanical action, too much water, not enough 

water.......Laundry, Wetcleaning, Drycleaning... 

 

Dry Clean Only “.......that needs to be wetcleaned. 

 St. John knits (wool) in water. 

Black &Whites..... that bleed. 

Tommy Bahama, purses, Uggs, pleather, leather, beads, glues, adhesives, Bedazzled 

britches.... 

And if All of that isn’t enough to ponder, We have to then deal with garments where customers have re-

moved the care labels! Stop the madness!! 

 

Renowned industry icon, Kenney Slatten, would tell you 75% of stains should be removed in the cleaning process, 

5% of stains can’t be removed, no matter what you do. The remaining 20% is what separates you from your com-

petition. 

 

How can you learn? 

 

Reading the trade publications, resources from DLI, Stain apps, Chemical company’s websites, trial and error, 

success and failure. 

I’ve heard it said...”Experience is the best teacher...” I beg to differ.....GUIDED Experience......is the best teach-

er!!!  Imagine learning to play a musical instrument...You could try to teach yourself, but how much better would 

it be to have an instructor teach you how to play?  

 

It’s the beginning of a new year. Make a commitment to learn something new every week utilizing all the re-

sources at your fingertips. Making an effort to see what’s new at the SDA Show in Shreveport and don’t forget the 

CCA show in Long Beach. Meet your peers, Make new friends. Welcome to the family. 

 

Jeff Schwarz 

A. L. Wilson Chemical Co. 

JeffSchwarz@ALWilson.com 

201-240-9446 - cell 

800-526-1188 - office 

Learn More at ALWilson.com 

mailto:JeffSchwarz@ALWilson.com
tel:(201)%20240-9446
tel:(800)%20526-1188
http://ALWilson.com
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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   

             

April 5—7                  Southwest Drycleaners Association 2018 Cleaners Showcase, Shreveport, LA 

April 20                     California Cleaners Association Management Bootcamp—Orange, CA 

April 28                     Illinois Professional Drycleaners & Launderers Educational Extravaganza—KC       

    Cleaners, Joliet, IL  

June 8—10               Southern Drycleaners & Launderers Show—Birmingham, AL        

June 14                     WSDLA Board meeting—Maroney’s Cleaners, Phoenix, AZ 4PM 

August 17—19  California Cleaners Association Fabricare 2018 Show—Long Beach, CA   
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American Drycleaner’s first-ever podcast: 2018’s Plant Design 

Award winner 
 
CHICAGO — American Drycleaner is about to “turn up the volume” on communicating in the drycleaning indus-

try, with its very first podcast, now available for listening here. With the launch of its first-ever podcast on Jan. 17, 

2018, the friendly magazine that has been serving cleaners since 1934 now has a new way to provide fabricare in-

dustry content to drycleaning owners. 

 

“These American Drycleaner podcasts will be another communications channel for busy owners and operators to 

get fabricare industry information, and do it while driving in their car or listening at work or home,” says Charles 

Thompson, publisher of American Drycleaner and owner of parent company American Trade Magazines LLC.  

 

“The very first American Drycleaner podcast is all about the 2018 Plant Design Awards (PDA) winner telling his 

story of how his plant rose again after a devastating fire. Listeners will find it gripping, and there are lessons to be 

learned as well,” Thompson says. 

 

In this first podcast, listeners can hear the story of how Raleigh, N.C.-based Brothers Cleaners rebuilt its plant after 

a critical fire two years ago that all but destroyed the business. It’s the powerful, first-person tale of determination 

and hope, told by co-owner Bob Hilker.  

 

This podcast, and others to follow throughout the year, hosted by American Drycleaner Editor Tim Burke, will of-

fer an easy way for owners to listen to conversations about what’s happening in their drycleaning world right now 

— and also share these podcasts with family, friends, colleagues, vendors and suppliers.  

 

Podcasts such as this first one about the PDA grand prize winner give busy drycleaning owners a convenient way to 

hear opinions from peers and experts about topics directly related to their fabricare business. 

 

Future American Drycleaner podcasts that are in the works, and coming soon, will bring varied and timely topics 

to the ears of busy drycleaning owners and operators. 

 

“We think our podcasts will catch on with the readers of American Drycleaner. We want our audience to hear the 

voices of their peers and experts telling it like it is. We think they’ll hear another side of the stories we print in the 

magazine,” he says. 

 

Author: Tim Burke – Editor America Drycleaner Magazine 

http://americandrycleaner.com/podcasts/forged-fire-brothers-cleaners-rebuilds-wins-pda-honors
http://www.brotherscleaners.com/
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