
  

3rd Quarter 2016 

Free Seminar For Members And Non-Members 

OSHA & EPA Compliance Seminar 

Wednesday, July 20, 2016 at 6:30 PM  

Christ Church Lutheran - Arizona Room 

3901 E. Indian School Road Phoenix, AZ 

 

On Wednesday, July 20th WSDLA is sponsoring an OSHA & EPA Compliance seminar to be presented by 
Henry and Jan Parker, Safety & Environmental Consultants. The Parker’s have been private consultants to 
the drycleaning industry since 1993. Henry and Jan are both Certified Environmental Compliance Man-
ager’s. Henry is OSHA qualified as an instructor. Henry has also contributed articles to DLI, Cleaner & Laun-
derer and various associations over the years. 

Topics to be covered:  

• Employee Training 

• MSDS/SDS 

• Hazardous Communication 

• Fire Safety 

• First Aid and Safety 

• Hazardous Waste Management 

• Lockout/Tagout 

• Housekeeping 

• Bloodborne Pathogens 

 

Henry encourages questions on all of these topics as well as other industry related subjects. 

 

We strongly urge all cleaners to attend.  
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WSDLA Board of Directors        
2016 

OFFICERS/EXECUTIVE BOARD 

Heath Bolin, President 520-419-7558 

Marci Benge, Secretary 520-836-6771 

Carol Ticgelaor, Treasurer 602-264-0701  

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

DIRECTORS 

Dave Silliman, Uptowne Cleaners  602-264-0701 

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

Larry Durgin, Seville Cleaners 520-320-1710 

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

David Meyer, Elite Cleaners 602-952-7085 

David Miller, Small Business America 480-223-1234 

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

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 

Welcome to our newest Members: 

Giuseppe Maggianie 

Premier Cleaners, Surprise, AZ 

Tom Thomas—Thomas Cleaners 

Tucson, AZ 

 

 

PRESIDENT’S 

MESSAGE 

  
 

CALENDAR  OF  EVENTS               

July 11—15         DLI Five Day Intro to Drycleaning course, Laurel, MD 

July 18—29                  DLI Two week Advanced Drycleaning course, Laurel, MD  

July 20                          OSHA Seminar Christ Church Lutheran 6:30 PM 

August 5—6                 Midwest Drycleaning & Laundry Assoc. Belterra, Florence, IN 

August 20—21             DLI Cleaning and Stain Removal course, Laurel, MD 

August 26—28             California Cleaners Association Convention Long Beach, CA 

September 22              Customer Service Seminar—Trudy Adams—To Be Announced  

  

Dear Members, 
  
I think it’s safe to say that Summer has ar-
rived.  With record setting temperatures comes the 
alert to stay cool and hydrated this summer.  Make 
sure employees have plenty of available cool water 
and your coolers and AC’s are working well.  Here 
in the Southwest most of us slow down quite a bit 
this time of the year so it is also a good time to work 
on special projects and remodeling.  It can also be a 
valuable time to refocus on the basics of your busi-
ness and do some re-training of your staff.  In our 
busy time we can barely get the work done, but in 
the summer we tend to have free time that can be 
used to get better for when we do get busy again.   
Since I am talking about training be sure to come out 
to the OSHA training seminar and catch up on the 
latest issues and regulations that we all face.  Also, 
stay tuned for another seminar planned for the Fall 
that will surely be a great value for everyone in the 
Industry. 
 
Thanks, 
 
Heath Bolin 
 
Sparkle Cleaners—Tucson, AZ  
 
Cell: 520-419-7558 
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Executive Directors Corner 
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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.  
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Spotlight on Allied Trade Members 
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Out of the Mouths of Customers - The Importance of Testimonials 

"You have a great product. It was delivered quickly and in perfect shape. I'll be sure to tell my friends." 

Statements like this can boost your company's sales as much as 250 per cent. Even better, when you get a testimoni-
al from a consumer, that person is likely to become a more loyal customer and help spread the word about your 
company's products.   

If your company is a small or medium sized enterprise, it probably doesn't have the built-in credibility of a national 
brand. But even on a tight advertising budget, you can build credibility with the help of satisfied customers. 

Testimonials increase the comfort zones of potential buyers and help them overcome their concerns about trying 
new products. So consider a campaign to snag customer testimonials. Among the benefits: 

Feedback - Customer testimonials provide valuable insight into what your company is doing right.  

Increased loyalty - People who are willing to attach their names to your product are likely to become repeat buyers. 
These devoted customers also tend to develop a vested interest in your company and believe they have a hand in 
helping it grow. 

Free advertising - Satisfied customers who put their names and reputations at stake for your company's products or 
services become a source of free, viral advertising.  

The first step in gathering testimonials, of course, is to provide top-notch products or services and to support them 
with consistently high customer service. Then, start the testimonial collection process by taking these steps: 

File away positive customer comments that come in. These comments might come from casual conversations with 
your employees on the phone or in person. Ask employees to write down complimentary comments they hear from 
customers and submit them to someone in the company who is assigned to manage the file. And ask customers to 
write down their opinions in a letter or e-mail after you hear a flattering comment. 

Actively solicit testimonials by sending out postcards or e-mail messages. Ask buyers what they like the most about 
your products or services. 

Act fast. The best comments come shortly after a purchase when customers are satisfied. That is when they are the 
most likely to take the time and write something positive. 

Once you receive complimentary comments, get permission to use them. Ask the customers if you can use their 
names, titles, and locations. A positive testimonial from a respected customer in your field goes a long way toward 
boosting your company's credibility. Depending on your company's marketing strategy, you may even want to get a 
picture with customers using your product or service.  

What about surveys? Avoid asking for testimonials in the course of conducting them. Surveys are generally meant to 
be anonymous and customers need to feel free to make negative comments that can help your company improve. 

Customer testimonials are among the best promotional copy around. In the end, let the customers speak for them-
selves so that the comments reflect their excitement and satisfaction. Edit them only when they need a little polish 
and get permission for the final version. 

What Makes a Good Testimonial? 

Not all testimonials are created equal. To ensure yours have an impact, keep them: 

     Real -- Testimonials have to be honest and believable. Otherwise, your company won't gain credibility and it 
could lose some. 

     Specific -- Customers should say exactly what they like. Whether it's fast delivery, great customer service, or ex-
cellent quality, the more specific the details, the more believable and powerful the testimonial. 

     Comparative -- Ask customers to discuss how your product or service has made life easier for them. Potential cus-
tomers are likely to identify with those same problems. 

(Continued on PAGE 12)                                                                       Reprinted courtesy of Ontario Fabricare Association 
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Social Media Tips 
 
It's helpful to know how to use social media to 
benefit your business. It is a great tool for sharing 
information, however there are some potential 
pitfalls out there. How can you avoid them? 
Here are a few tips: 
 

 Keep social media accounts separate from per-
sonal accounts to avoid mix-ups. 
 

 Remember your audience - speak in their 
terms, avoid technical terms if possible. 
 

 Balance your posts. Remember to intermingle 
posts promoting your business with informative 
posts like news, industry trends, and local hap-
penings. 

 Ask questions - remember you are trying to 
engage in a conversation. 

 Post pictures. They’re fun! 

Proof read before you post anything for spelling 
and punctuation. Don’t rely on spell check. 
Consumers want to have control over their pur-
chases, and they are intelligent. Remember who 
you are speaking to and remember to have fun 
with it.  
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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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(Continued from PAGE 9) 

Varied -- Testimonials should reflect different aspects of your products and services so they appeal to different cus-
tomers. The more benefits described, the more business will be generated. 

Highlight Your Company's USP - Don't Let Your Business Get Knocked Out 

Every company has its good and bad points, yet some business owners spend so much time trying to eliminate 
weaknesses that they never capitalize on their strengths. 

Take the time to identify your company's unique selling proposition -- what makes it different from the competition. 
Your business's competitive edge might be something as complex as developing a state-of-the-art computer system 
or as simple as having warm, friendly employees. 

Failing to communicate the attributes that make your business special is like entering a boxing ring with one hand 
tied behind your back. You might come out a winner but the odds are against it 

Involve employees from every level in your company and hold some brainstorming sessions to come up with your 
USP. It should be a powerful, concise statement that prospective customers understand. Ask the following four 
questions: 

1. What elements make our products or services unique? 

2. Which elements are most important to our growth? 

3. Which elements are the most difficult for our competitors to copy? 

4. What is the No.1 Reason customers should buy from us? 

Parlay Strength into Success 

An office equipment retailer appeared to be doing everything right. It offered 24-hour service on all business ma-
chines sold or leased, free loaners when equipment was being 
repaired, and renewal of maintenance contracts for as long as 
customers owned the machines.  

No other retailer in the area matched these perks, yet the 
company was being hit hard by rivals. Long-time customers 
took the service policies for granted and potential customers 
never learned about them. Even some of the company's em-
ployees didn't know the policies were special.  

Eventually, the CEO recognized the problem and took steps to 
communicate the company's strong points. Today, prospec-
tive customers are given detailed brochures outlining the un-
matched services. The process turned out to be a real morale 
builder for employees too. 
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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. 
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THANK YOU!  
ALLIED TRADES MEMBERS 

A.L. WILSON CO. 

Jeff Schwarz - TX 

ARROW LEATHERCARE 

Bruce Gershon 

CPEC 

Greg Jameson 

HENDERSON INSURANCE AGENCY 

Byron Henderson 

KAJIWARA EQUIPMENT CO.                                  

Art Kajiwara - CA 

LAUNDRY & CLEANERS SUPPLY, INC.                   

Dave Eckenrode - AZ 

M&B HANGER CO. 

Steve Mathews - AL 

OUR TOWN AZ 

David Cox 

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

John Cirillo 

SANKOSHA U.S.A., INC. 

Andrew (Bud) Bakker 

SHEEN EQUIPMENT CO. 

Chino Martinez 

SMALL BUSINESS AMERICA 

David Miller 

TRANS CHEM ENVIRONMENTAL CO.       

Don Huey - AZ 

UNITED CLEANERS SUPPLY                               

Lane Olson - NV 

WES VIC SYSTEMS 

Chad Boucher - CA 
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Western States Drycleaners 
& Launderers Association 

P. O. Box 31838 

Phoe-
nix, 
AZ   


