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2017CCA Set to Host 2-day Intensive 

Management BootCamp 
CCA’S MANAGEMENT BOOTCAMP IS SET 

FOR OCTOBER 20 AND 21 IN OAKLAND, CA.  

THE PROGRAM WILL RUN FROM 10:00 TO 

5:00 ON FRIDAY AND FROM 8:30 TO 3:00 ON 

SATURDAY.  

The program, “How to Run a Drycleaning Plant Eas-

ily, Effi ciently, and Profi tably” is presented by Man-

agement Expert Don Desrosiers.

The course will explore the necessity of monitoring 

labor and production.  Attendees will learn the basics 

of why you need to track information, and then will 

explore how to put that information to use.  Included 

in the discussion will be calculating cost per piece, 

boosting productivity, managing labor costs, and interpreting information.

Desrosiers will also include an introductory version of his proprietary tracking system, 

FlightPlan, to help attendees understand the impact changes in operation can have on pro-

ductivity. The program will also delve into time management, problem solving, and organ-

izational skills.  

“We consistently hear from members the need for more management training,” offered 

Peter Blake, CCA Executive Director, “and we are excited to be able to bring this to our 

membership.  This is a fi rst of its kind program for our industry, and CCA members are 

fortunate to have this opportunity.  I think this program is critical for members who want to 

run a more effi cient plant, and for those who want to increase their productivity and profi t-

ability.  It is designed for owners, production managers, and supervisors.  This is a perfect 

opportunity to invest in your staff -- and invest in your plant’s future success.”

The cost of the program for members is $295 for the fi rst person from a plant, and $250/

each for additional people from the same member company.  Non-members are $395/per-

son.  Registration includes lunch each day.

For more information visit the events page on www.calcleaners.org where you will fi nd 

links for both a registration form, as well as, a draft syllabus.  Please call the CCA Offi ce at 

(916) 239-4070 or e-mail us at peter@calcleaners.org if you need assistance.
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Arik Levy, CCA President

I AM PROUD TO SAY WE ARE MOVING 

FORWARD AND DEVELOPING SOME 

GREAT NEW PROGRAMS.  THIS IS 

AN EXCITING TIME FOR CCA AND I 

COULDN’T BE MORE PROUD OF THE 

ASSOCIATION AND OUR BOARD. 

We just held a terrifi c program in SoCal with 

a standing room only audience.  We weren’t 

sure if the Sunday Morning time would de-

ter people, but we were really excited by the 

turnout.  Peter Blake did an outstanding job, 

and the people really got some great inform-

ation.

We are really focussing on Education this year, and have already had great programs.  

The spotting demonstration and workshop series in Sacramento in February, and then 

the marketing program last month.  We aren’t resting though!  We will be doing a sim-

ilar program in conjunction with our next Board meeting in the Oakland, CA area.  The 

topic will again be “10 Ways to Increase Sales” and Peter will be the presenter.  Keep 

your eyes open for our CCA CleanFacts Online e-blasts for details.

MANAGEMENT BOOTCAMP

As you read on the front page, we are presenting a 2-day Intensive management pro-

gram.  Management training is one of the most requested programs nationwide -- but  

they are seldom held.  Associations tend to stick with the traditional technical training 

programs like spotting and pressing -- but neglect the professional training so many of 

our supervisors and managers need.

CCA is looking to address that need in this program.  I really anticipate a strong at-

tendance, and there is a limited class size we can accommodate, so please register 

early.  This is a program that may not be repeated in this area for a long time.  We have 

structured it to alleviate as much time away from the plant as possible, so invest now 

-- and invest in your staff.

LOOKING AHEAD

CCA continues to have a strong committee structure looking at enhancing our mem-

ber’s experience and increasing our value.  We have re-worked the website, redesigned 

CleanFacts, are developing more diverse workshops and courses, but the work isn’t 

done.  We will to build on a great foundation -- and we will continue to earn your 

membership! Our next Board meeting is Saturday, August 19 in the San Francisco Bay 

area.  Make plans to join us -- and learn how you too can get involved in shaping the 

course of the association, and the industry.

PRESIDENT’S MESSAGE.. .

Spring Board Report

Arik Levy
Laundry Locker 

(415) 255-7500  /  arik@luxerone.com
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MEETING RECAP.. .

CCA AND SOCAL’S JOINT WORK, “10 

WAYS TO INCREASE SALES”, WAS A 

TERRIFIC SUCCESS DRAWING OVER 

30 PEOPLE FROM AROUND THE 

SOUTHERN CALIFORNIA AREA.  

CCA Executive Director, Peter Blake, presen-

ted the program which featured a great deal 

of discussion and a free fl ow of ideas from 

many of the participants.  This was the fi rst 

speaking venture for Blake since he assumed 

the role of Executive Director in January.

“This was a terrifi c program,” offered Jackie 

Smith, CCA and SoCal Board member, “and 

the attendance was very encouraging.  I think 

the subject is very enticing and many of the 

cleaners really need assistance right now as 

they try and break out of the past and com-

municate with a new customer base.”

Blake focussed on marketing strategies in-

cluding social media marketing, networking, 

reputation management, and community act-

ivism.  He also demonstrated ways CCA and 

DLI help you in putting those programs in 

place and maximizing your return on invest-

ment for your marketing efforts.

“I really enjoyed the trip to CA,” offered 

Blake, “and I really enjoyed getting to meet many of the CCA 

members in the program and then afterwards as I took a couple 

days to drive through areas of Southern California to meet mem-

bers and prospective members.  I am looking forward to doing a 

similar program in the San Francisco Bay area this August -- and 

again getting out to meet more of the CCA Membership.”

“One of the keys I really wanted to stress,” continued Blake, “is 

that increasing sales is hard work, and it takes an investment to 

really build your business.  The investment isn’t always fi nancial -- 

its sweat equity.  You have to work it and be committed to it.  Many 

of the tools available to you are practically free, but you have to 

invest the time.  Much of what I featured are ways you can make a 

difference with a small marketing budget.”

CCA and SoCal really want to thank LA Leather Cleaners who 

sponsored the workshop, and Be Creative 360 who hosted the 

workshop, as well as, the CCA Board meeting at their Orange, CA 

Offi ces.

“It was really inspiring,” concluded Blake, “to be doing a market-

ing program surrounded by so much marketing inspiration.  The 

examples of unique, creative promotions that line the walls of the 

be Creative Offi ce provided everyone with some great energy as 

they go back to focus on their own businesses.

ON THE ROAD WITH CCA

Executive Director, Peter Blake, will be spending time visiting 

members and prospective members throughout California as time 

allows.  In the future, Blake plans to spend a couple days in the 

areas of the Board meetings to try and get to interact with as many 

members as possible.

“This part of the job can be very rewarding,” offered Blake, “and 

fascinating.  It is an opportunity to hear from cleaners in California 

directly what their concerns are, and how the association can better 

assist them in reaching their goals.”

Over the course of the two days following the  workshop, Steve 

Eichelberger of united Fabricare took Peter on his normal route 

and introduced him to industry members throughout the areas.  

I really appreciate Steve taking the time to take me around with 

him, and it gave me a new perspective on ways CCA can be more 

engaging with our members,” concluded Blake.

“I have been a member of CCA, CFI, DLI, IFI for years,” ob-

served Jake Parunyan of Kenn Cleaners, “and this is the fi rst time 

someone from the organization has come into my plant.  It is great 

to see the association taking an interest in getting out to meet the 

members.”

CCA/SoCal Workshop Great Success

Peter Blake discussing marketing strategy with a 

packed house, United’s Steve Eichelberger with long-

time CCA Member Jake Parunyan, Terrifi c marketing 

examples at workshop hosts “Be Creative 360” offi ce, 

and the CCA Board hard at work.



4  /  CALIFORNIA CLEANERS ASSOCIATION

If You Don’t Measure It, You Cannot Manage It
Written By Don Desrosiers, Tailwind Systems -- Management Consultant

MANY MANAGERS HAVE 

HEARD THIS AND IT IS 

DIFFICULT TO ARGUE 

WITH THE NOTION:  IN-

SPECT WHAT YOU EX-

PECT.  IT MAKES PER-

FECT SENSE, BUT WHAT 

IS HARD TO UNDER-

STAND IS THAT FEW 

MANAGERS ACTUALLY 

LIVE BY THIS GOLDEN 

RULE.  

If you need to be convinced 

that you can’t manage something if you don’t measure it, consider 

this:  

You want to improve the productivity (shirts pressed per hour) off 

your shirt unit.  You consider it to be a problem primarily because 

you aren’t getting orders completed on time.  Your drivers wait 

every afternoon, for the shirt department.  Perhaps you bark at the 

pressers in the shirt department.  You aren’t measuring anything, 

but you feel certain that if you press shirts more quickly, your 

problem will disappear.  This seems logical.  But it is inconclusive. 

This is called a correlation between x and y.  x = poor production 

and y = delivery delays.  The problem with a correlation is that you 

don’t have all of the facts.  Does x cause y?  Or does y cause x?  Or 

is it another factor, z, that is the culprit? 

CAUSE AND EFFECT 

The conventional wisdom is that poor production breeds delivery 

delays – because it is “simple, convenient, comfortable and com-

forting – though not necessarily true.”  We correlate poor produc-

tion with delivery delays, x causes y, but this is wrong.  Perhaps 

Z is the cause.  But what = Z?  The only way to know is to have 

been measuring it.  Maybe your delivery delays have nothing to do 

with pressing productivity at all.  It is possible that the inspection/

assembly arena is a disaster; shirts get pressed quickly, but then 

they go into the black hole that is the assembly area.  

Its possible that pressing productivity exceeds your expecta-

tion and because of that, your inspection/assembly area is over-

whelmed.  That suggests that your barking about poor production 

may be causing the delivery delays!  Maybe the problem is the per-

son scanning barcodes.  They are too slow.  Or maybe it isn’t the 

scanner (person) but rather the scanning device.  Switching gears, 

if the drycleaning isn’t getting out promptly, you may assume that 

pressing productivity is the culprit.  

Measuring everything would have shown you that you can only 

clean 50 pounds per hour, but you have pressing equipment that 

can easily press twice that.  Big problem.  The pressers know that 

they do not  produce at maximum speed because they learned, a 

long time ago, that if they pressed clothes at their optimum rate, 

they would run out in 30 minutes.  They may not be able to tell 

you, precisely, that you can only clean half as fast as they can 

press, but they know it in their hearts.  You should be the answer 

man.  Measure everything!

INFORMATION: CRITICAL TO PROBLEM SOLVING

I was working for a client in Oregon years ago and I was asked to 

look at one of his other businesses.  I didn’t know anything about 

this business – it was a delivery service.  I didn’t know anything 

about the business but I understand business and productivity and 

goal-setting.  One of the fi rst things that I did was measure the time 

that the trucks went out.  Something about it didn’t seem right.  

Three vans, sparsely loaded, out for 8 hours.  I knew that I didn’t 

have a clue about the geography.  It’s possible that the drivers had 

hundreds of miles to cover.  I didn’t ask questions.  I felt certain 

that if I did, the answers would be inaccurate.  I asked the manager 

to look into driver/delivery time.  It turns out that one of the drivers 

would come to work, load his truck and then go back home for 3 

hours.  He would then head out to begin his route after lunch!

I mentioned to a client that I was suspicious about a presser that 

did starch pants and BDU’s.  This employee had been clocked in 

for 4 hours and had only pressed 20 pieces (I know this because I 

measured it).  I was clear about my dissatisfaction with this pro-

ductivity rate.  “It’s 12 noon and this guy has been here since eight.  

This is not acceptable!”  The owner corrected me by saying that 

this presser only gets in at 11.  I showed him the time card re-

port that showed him clocked in at 8.  Everyday.  It turns out that 

someone in collusion with this dishonest employee, would clock 

him in every morning at 8.  She was caught on video!  They were 

both terminated that day, of course.  But the real lesson is that you 

can’t manage anything that you don’t measure!   

Measure everything!  Even if you have no clue what the standard 

should be.  And when you have no clue, it is amazing what you 

learn in 24 hours.  I have numerous examples of measuring some-

thing for which there is no established benchmark, but learning 

within a day, that one day the cost is double what it is on the other 

day!

Measure everything and then go from there.  Management will get 

much easier because undesirable statistics will be your manager’s 

call to action!

MANAGEMENT BOOTCAMP

Desrosiers is a nationally renowned expert in the industry and is an 

accomplished author.  He will be presenting CCA’s 2-day Intens-

ive bootcamp.  For more information on the program visit www.

calcleaners.org.  

MANAGEMENT ASSISTANCE.. .
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WITH ALMOST 13,000 ATTENDEES 

SPANNING THE GLOBE, CLEAN 

SHOW 2017 EXCEEDED ALL EXPECT-

ATIONS.  WITH MORE EXHIBIT SPACE 

SOLD THAN THE LAST 6-YEARS, AND 

MORE INDIVIDUAL EXHIBITORS THE 

SHOW WAS A HUGE SUCCESS.

Throughout the trade show fl oor, exhibitors 

were pulling out all stops to enhance the ex-

citement and the experience of the attendees.  

From free refreshments, to even free beer and 

wine, to custom drawn caped hanger carica-

tures there was enough variety to entice even 

the casual attendee to explore every ailseway 

of the exhibit.  Right from the crowd gather-

ing at the opening ceremony you could tell 

the show was going to be special.

PRESS-TON THE HIT OF THE 

SHOW

DLI introduced Press-ton to the audience at 

packed opening session on Monday morning.    

Rolling through the center aisle, introducing 

the technological changes DLI has embraced 

and highlighting DLI’s progressive view of 

the industry and its member services.

While many didn’t know what to make of 

Press-ton at fi rst, the crowds quickly embraced him at the DLI 

Booth.  Dancing with attendees, attracting crowds, and even 

speaking 7 languages fl uently he was an international sensation.  

DLI UNVEILS NEW ENCYCLOPEDIA APP

Since unveiling its Stain Removal App at the Clean Show in At-

lanta in 2015, DLI has now introduced their third DLI App which 

features the Institutes’s Encyclopedia of Drycleaning.  

The new version of the Encyclopedia offers a complete redesign as 

well as a mobile app version, allowing DLI members to access this 

wealth of information more conveniently than ever before. 

One of the key updates is the search capabilities.  As the techno-

logy has gotten more advanced, some of the search capabilities 

struggled to keep up.  Now with the new redesign and the mobile 

app -- searches are quicker, easier and more refi ned.  

TABS, Not in Vogue, Counter Sense, Marketing Methods, Man-

agement Matters, exhaustive reports and advice on topics such as 

wetcleaning, drycleaning, fi nishing, shirt procedures, counter ser-

vice, insurance, regulations, and more are all packed into the En-

cyclopedia. It’s an indispensable resource for anyone and everyone 

involved in fabricare.

NEW MEMBERSHIP MARKETING PROGRAM

DLI also announced the development of a new social media mar-

keting program for its members.  If you are in the Silver mem-

bership category or higher, you can opt into the service at no ad-

ditional cost.  DLI will populate your company’s Facebook page 

with a minimum of one post per week.

The posts will be targeted to consumers and will highlight storage 

tips, garment care advice, garment alerts, and other information.  

The posts may also include interesting pictures and other engaging 

content.  You can enroll in the program by calling the DLI Offi ce.

With the success of Las Vegas already behind us, sights are now 

set for New Orleans in 2019!  We aren’t sure what new advances 

or technology will be unveiled, but according to Press-ton, DLI 

is on the right track and helping our members compete in today’s 

technological society!

Clean Show Exceeds Lofty Expectations

CLEAN SHOW RECAP.. .

The DLI Team with Press-ton at the Member Recep-

tion, Brian Johnson reunites with classmates from his 

very fi rst DLI class, Press-Ton (the hit of the show) 

dances with a young admirer, Executive Director gets 

a caricature from the M & B Hanger Booth --see results 

below.
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Dealing with Drugs and Alcohol in the Workplace
Written By Raleigh F. “Sandy” Seay, Jr., PHD, Chairman of ! e Seay Management Consulting Firm

SANDY HAS OFTEN RE-

MARKED, “IN HR, IT’S 

NOT SO MUCH WHAT 

YOU DO, AS HOW YOU 

DO IT.”  UNDER MOST 

EXISTING REGULA-

TIONS, EMPLOYERS 

HAVE THE RIGHT TO 

REQUIRE A DRUG TEST 

WHENEVER, IN THE 

OPINION OF MANAGE-

MENT, THIS IS NECES-

SARY.  IN MOST CASES, THIS MEANS THAT EMPLOYERS 

HAVE REASONABLE SUSPICION THAT AN EMPLOYEE 

IS COMING TO WORK UNDER THE INFLUENCE OF IL-

LEGAL DRUGS. 

Reasonable suspicion can mean glassy eyes, slurred speech, diffi -

culty in maintaining balance, frequent unexplained absences dur-

ing the day, or numerous trips to the rest room.  You should always 

have some other person drive the employee to the testing laborat-

ory, in order to avoid the possibility of an accident and to maintain 

the “chain of custody” of the test.

EMPLOYER RIGHTS

Employers have the right to prohibit employees from coming to 

work under the infl uence of illegal drugs and from bringing illegal 

drugs into the workplace or from dealing in illegal drugs at work.  

Employers should have a written policy in the employee handbook 

that covers these points.  Employers have the right to discipline 

or dismiss employees who come to work under the infl uence of 

illegal drugs (whether that’s the best alternative is another question 

– we should always discuss the alternatives ahead of time).

However, a couple of new wrinkles have made their way into the 

workplace and employers need to know about them when develop-

ing drug policy.  One wrinkle is that some states have legalized or 

de-criminalized the use of marijuana in certain amounts.  Colorado 

and Massachusetts are examples.

The second wrinkle is that some states like California, Michigan, 

Maine and Montana have legalized medical marijuana.  Florida is 

on the verge of doing so, as soon as the legislature fi nalizes the reg-

ulations, and a number of other states are lining up to follow suit.

Further, there is such a thing as “synthetic marijuana.”  It’s not real 

marijuana but it has a similar effect when consumed and, accord-

ing to numerous reports, can be extremely dangerous.

So, while every situation is different, and while we would want 

to consider all of the circumstances in each case, here are some 

thoughts about Scenes I, II and III.

SCENE I 

Absent extenuating circumstances, the employer would have a 

solid case for dismissal – (a) the employee came to work exhibit-

ing irregular symptoms, (b) the employer had someone drive him 

to the laboratory for a drug screen, and (c) the drug screen came 

back positive.  That’s not to say that you should go out and “win 

one for the Gipper,” but it is to say that, in most cases, the prepon-

derance of information would support a dismissal, if that’s what 

you choose to do.  Even if marijuana is “legal” in your state, the 

employee still is not allowed to report to work under its infl uence.

SCENE II

Even with a prescription for medical marijuana, the employee does 

not have the right to come to work under the infl uence of drugs.  

However, our recommendation is to handle this a bit more care-

fully.  First, have the employee bring you a doctor’s statement that 

the employee is able to perform the essential duties of his position, 

with or without accommodation.  Second, remind the employee 

that, even with the prescription, he may not come to work under 

the infl uence of marijuana.  Second, inform him that a subsequent 

incident could result in further disciplinary action that could in-

clude dismissal.  I don’t know that we can ask the employee to 

produce the prescription, as this raises a number of ADA , HIPAA 

and privacy issues.  The important point is not so much that the 

employee has a prescription as it is that he is not allowed to report 

to work under the infl uence of marijuana, prescribed or otherwise.

SCENE III

Synthetic marijuana produces a similar effect as organic marijuana 

and your drug policy can and should include a prohibition on pos-

sessing or dealing in synthetic marijuana at work.  In this case, 

you should talk with the employee and, absent extenuating circum-

stances, you would have a strong case for dismissal on the basis 

of “possession.”  Most traditional drug screens have not been able 

to test for the presence of synthetic marijuana but this seems to be 

changing.  We recommend that you inform the testing laboratory 

that you use that you want them to include synthetic marijuana.

FOR FURTHER ASSISTANCE

Please contact Sandy or your Seay Management Consultant if you 

have any question about dealing with drugs and alcohol at work, 

and visit our web site at www.seay.us for management advice and 

guidance on other employee issues.

Seay Management Consultants are under retainer by DLI to assist 

DLI/CCA members in HR and Management issues.  Members are 

invited to call 888-245-6272 for free consultation when they have 

questions or need advise in dealing with employee relation issues.

THE SEAY MANAGEMENT REPORT.. .
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The Next California Cleaners Association Board Meeting

CCA Board Meeting, 
San Francisco Bay Area, CA

10:30 am - 3:00 pm on Saturday, August 19, 2017

ARE YOU PUTTING 

YOUR MEMBERSHIP 

TO GOOD USE?  ARE 

YOU MAXIMIZING 

YOUR RETURN ON 

INVESTMENT FOR 

YOUR MEMBERSHIP 

DOLLAR?

I sincerely hope you are, 

but if you are like many 

members you get too 

busy and things seem to slip through the cracks and before you 

know it a year has passed and you haven’t used your membership 

as much as you intended.  This is the fi rst in a new series of articles 

developed to make sure you get the most from your membership.  

Six times a year we will highlight one member service for you to 

use this month.  Don’t wait -- take advantage of it now.  

CERTIFICATION ENHANCES PROFESSIONALISM

Premier: 3 Free, Gold: 2 Free, Silver: 1 Free

The marketplace is becoming more and more competitive and you 

need to keep staying a step ahead of your competition.  You need to 

be able to differentiate yourself and let your customers (and poten-

tial customers) know why you are the best choice.  DLI’s Profes-

sional Certifi cation helps you do that.  It signifi es you have taken 

the extra steps to ensure you are properly trained and that you keep 

current with a changing industry.  Certifi cation helps improve your 

expertise, builds customer confi dence, and prepares you to better 

handle the continuing demands of our industry.

To successfully complete the Certifi cation process a successful 

candidate must achieve a satisfactory score on a multiple–choice 

examination.  Depending on which Certifi cation you are testing 

for, subjects range from business management, customer ser-

vice, fi bers and fabrics, stain removal, environmental regulations, 

proper waste handling, safe operating procedures, the drycleaning 

and wetcleaning processes. 

When you register for the Certifi cation Exam, you are given online 

access to specially designed self–study guides to assist in prepar-

ation. However, certifi cation exams are designed not only to test 

an individual’s ability to read and memorize DLI materials, but 

also aimed at testing knowledge gained through work experience. 

Therefore, it is recommended an individual have a minimum of 

three years of experience in the drycleaning industry before taking 

an exam. For details on the topics covered in each exam, you can 

view or download the Certifi cation Handbook.

Once you have successfully completed the process and passed the 

exam, you are granted the right to use the industry–endorsed titles: 

Certifi ed Professional Drycleaner (CPD), Certifi ed Professional 

Wetcleaner (CPW), and Certifi ed Environmental Cleaner (CED), 

and Certifi ed Garment Care Professional (CGCP).

All certifi cations are valid for a term of three (3) years. At the 

end of the term, individuals must renew to maintain their certifi ed 

status.

DO IT NOW!

Don’t wait and let this program be one of the ones “you were going 

to get to”.  Log into www.dlionline.org with your member number.  

Go to the Education drop down menu and select Certifi cation, and 

then click on register.

Silver members -- you can do one each year and then renew one 

each year so in the next 3 years you can have 3 designations, and 

keep them renewed. 

Gold and Premier you can have yourselves fully certifi ed and even 

include some of you managers over time and it is already included 

in your membership.

Now is the perfect time to get your certifi cations and put them to 

use.  The next exam period is August 5 - 13, and the deadline to 

register is July 28.

Once you get your certifi cations -- use them!  Put them on your 

business cards, on your website, and use it in your social media 

marketing.  I can help you draft a press release to send to your local 

media outlets to help you promote your accomplishments.  If you 

have any questions -- or need assistance call DLI at 1-800-638-

2627.  Make the most of your DLI/CCA Membership!

Making the Most of your Membership

INCREASING MEMBERSHIP ROI. . .

Written by Peter Blake, CCA Executive Director



MAY/JUNE 2017  /  9

DLI's Garment Analysis App 

No boxes. No shipping. No insurance fees. 

Just point, shoot, and send your problem to DLI. 

It's that easy. 

Visit DLIonline.org/Garment-Analysis  
or call 800-638-2627 for more information.
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LYNNETTE WATTERSON HAS BE-

COME ICONIC IN THE DRYCLEANING 

INDUSTRY.  HER LEADERSHIP IN CCA 

COUPLED WITH HER INVOLVEMENT 

IN IDC HAS LED TO SOME INCRED-

IBLE EXPERIENCES, AND SHE LOVES 

TO SHARE HER EXPERTISE WITH 

THE ENTIRE INDUSTRY.

She is the current owner of Crystal Cleaning 

Center which was founded by her mother, 

Violet Janks, in 1963.  She grew up in the 

business helping her mom at the store on Sat-

urdays and during school vacations.  

Her career started out in a very different path, 

however, when she began her adult working 

career at the FBI and worked there for 17 

years.

After retiring from the bureau, she decided 

to go back to her roots and join her Mom at 

Crystal Cleaning Center and recently celeb-

rated her 30th Crystal Cleaning Center An-

niversary.  

“My Mom modelled a strong commitment to 

the industry” offered Watterson, “by attend-

ing conventions, seminars and holding mem-

bership in industry organizations.  She instilled a deep sense of 

commitment and professionalism to the industry in me, and I am 

proud to continue on in her footsteps.”

She is married to Bob Watterson whom she met in 8th grade in 

San Francisco.  They are proud parents to two children and two 

grandchildren.  

HOBBIES

When she is not at the Cleaning Center, she can usually be found 

on the golf course.  Bob and Lynnette enjoy golfi ng and do so 

almost every Sunday, and always try to sneak away for a golf day 

when travelling for conventions or meetings.  

Lynnette also enjoy gardening, but for the most part, golf takes 

precedence.  One of her real joys is hosting holiday dinners for 

family members.

INDUSTRY INVOLVEMENT

With her Mom as an incredible role model, and as a result of her 

dedication to the industry,  she has always been a member of our 

industry organizations and have served in various capacities.  She 

has been a Division Director for CCA for many years and addition-

ally has served as Treasurer, Vice President, Membership Chair-

person and President. She still serves on the CCA Board and is the 

Chair of the membership Committee.  She is the current President 

of the International Drycleaners Congress (IDC).  She also has 

participated in various workgroups about solvents and task forces.

“Being actively involved in Industry organizations provides a 

deeper knowledge of industry issues”, offered Lynnette, “and 

provides an opportunity for learning from one another.  IDC in 

particular has the broadest reach by virtue of being an international 

organization.”

While not exactly an “industry” trade group, she has also been very 

active in, and served on the Board of, the Better Business Bureau 

for years.  Lynnette has also been very active in her community.  

“I still thoroughly enjoy going to work every day,” she expressed, 

“and the relationships that have been formed with customers over 

many years are very gratifying.  My philosophy is one of very 

personalized service, and I pride myself on knowing most of our 

customers by name.  My employees have been at Crystal Cleaning 

Center for many years and I am very grateful for them.”

“We handle a lot of specialized work from christening gowns, 

wedding gowns, vintage clothing and heirloom pieces.  I value the 

trust placed in us by people bringing us items that are so precious 

to them.”

Lynnette Watterson of Crystal Cleaning Center

MEET THE CCA BOARD.. .

Lynnette with IDC in China, with fellow CCA Board 

members at CCA’s Fabricare, getting the hangers 

ready for recycling, and with husband Bob on the links.
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3 HANGER SUPPLY CO.
Hawthorne, CA 
(887) 679-8800

A.L. WILSON CHEMICAL CO.
Kearny, NJ 

(201) 997-3300

ALBATROSS USA INC
Los Angeles, CA
(800) 233-4468

BECREATIVE360
Orange, CA

(949) 270-1609

CALCLEAN INC
Orange, CA

(714) 921-1234

CHEVRON PHILLIPS 
The Woodlands, TX

(800) 858-4327

COLUMBIA/ILSA
West Babylon, NY

(202) 723-7616

COMPASSMAX/MAINELINE COMPUTERS
Falmouth, ME
(800) 354-2525

COVERS ETC, INC
Arlington, TX

(800) 

DANIEL STEAM INC
Torrance, CA

(213) 926-9113

DROP LOCKER
San Francisco, CA

(805) 886-9445

ENVIROFORENSICS
Indianapolis, IN
(317) 972-7870

EZ PRODUCTS INTERNATIONAL INC.
Wauchula, FL

(877) 906-1818

EUROPEAN FINISHING EQUIPMENT
Secaucus, NJ , 
(201) 210-2247

FABRICARE MANAGEMENT SYSTEMS
Acwoth, GA

(770) 966-9323

FABRITEC INTERNATIONAL
Florence, KY

(859) 781-8200

FIRBIMATIC
Woodstock, IL
(815) 338-2355

FUJI STAR SHIRT SYSTEMS 
Sylmar, CA

(818) 361-1066

FULTON BOILER WORKS
Pulaski, NY

(315) 298-5121

GARMENT MANAGEMENT SYSTEMS
Little Rock, AR
(501) 420-1682

GOLD STATE LAUNDRY SYSTEMS
Jerry Moore

(800) 941-6673

GREENEARTH CLEANING
Kansas City, MO
(816) 926-0895

HENDERSON INSURANCE AGENCY 
Newport Beach, CA

(949) 863-0900

HENDRICKS MECHANICAL
Fullerton, CA

(949) 633-9616

ITSUMI USA, INC
Gardena, CA

(310) 532-0534

KLEEN-RITE, INC.
St. Louis, MO

(314) 353-1712

KREUSSLER, INC
Tampa, FL

(813) 884-1499

KELLEHER EQUIPMENT SUPPLY INC
Long Beach, CA 
(562) 422-1257

LEONARD AUTOMATICS
Denver, NC

(704) 483-9316

MEGS ENVIROTECH SOLUTION INC
Huntington Beach, CA

(714) 343-6109

MEMORIES GOWN  PRESERVATION

 Houston, TX
(866) 492-4696

METALPROGETTI US
Phoenix, AZ

(602) 944-2923

NORCHEM CORP. 
Los Angeles, CA
(323) 221-0221

PACIFIC STEAM EQUIPMENT
Santa Fe Spring, CA

(562) 906-9292

PARKER BOILER COMPANY
Los Angeles, CA
(323) 727-9800

R.R. STREETS & CO.
Naperville, IL 60007

(800) 4STREETS

RETERRO INC
Livermore, CA
(925) 227-1192

SANKOSHA
Elk Grove Village, IL

(847) 427-9120

SCANQ
Jerry Moore

(800) 941-6673

SEITZ “THE FRESH COMPANY”, INC
Tampa, FL

(813) 886-2700

SELECT RISK INSURANCE SERVICES
Long Beach, CA
(562) 216-9016

SIGMA GARMENTS FILMS
Rancho Dominquez, CA

(310) 344-2732

SNA MANUFACTURE
Acworth, GA

(678) 631-1010

SPOT BUSINESS SYSTEM
Draper, UT

(801) 495-1200

THE GREEN GARMENTO, LLC
Chatsworth, GA 
(323) 512-2600

THE ROUTE PRO
Edgeton, MO

(816) 739-2066

UNIPRESS CORPORATION
Tampa, FL

(813) 623-3731

UNISEC/NY
Irvington, NJ

(973)  375-1111

UNITED FABRICARE SUPPLY, INC
Los Angeles, CA
(310) 537-2096

US WESTERN MULTITECH INC
Anaheim, CA 

(714) 525-3616

WHITE CONVEYOR 
Kenilworth, NJ 
(908) 686-5700

YAMAMOTO JAPAN, INC
Smithville, MO
(816) 729-1223

2017 CCA’S ALLIED TRADES.. .



CALIFORNIA CLEANERS ASSOCIATION

A DRYCLEANING & LAUNDRY INSTITUTE 

PARTNER

700 N. VALLEY ST, SUITE B PMB 69559

ANAHEIM, CA  92801

For up to date news and information,

visit us at www.calcleaners.org

Heat Seal Presses, Heat Seal Labels 
and Genuine Rope-Ties

You Deserve the Best!

The Ultimate Heat Seal Machine
Proudly made in the U.S.A. • Built to OSHA standards

2 YEAR 
WARRANTY

Choose from 3 models, 7 different interchangeable 
lower platens and single or dual heated platens

Toll Free

877.906.1818
www.ezpi.us 

Genuine MBH Rope-Ties

Stop Shaking Out Shirts.

Save time. Save money.

Don’t be fooled by cheap inferior ones!

• Eliminate paper tags
 with text and barcode 
 labeling solutions 

•  Automatic fabric thickness 
adjustment

• Small footprint

•  Operator Error Detections

•  Only weighs 15 lbs 

•  Ideal for retail countertops

•  Lifetime Free Technical  
Support

These Products are 

Recommended by the 

Consultants You Trust!


