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Workshops Increase Productivity 
CCA’s is pArtnering with Jim 
groshAns, FAbriCoACh, to 
present two proFessionAl 
Finishing workshops this 
JAnuAry.  both progrAms will 
run From 9:00 A.m - 4:00 p.m.  

The first program will be held on Saturday, 
January 20, at Laundry Locker in San 
Francisco, CA.  The next program will be 
on Sunday, January 21 at Bryan’s Clean-
ers in Pasadena, CA. The cost of each pro-
gram is only $79/members and $179 for 
non-members.  

Professional Finishing is an art form, and it takes practice, expert guidance, and and great 
coaching in order to be proficient.  Jim Groshans, Head Coach at FabriCoach will host this 
hands-on workshop that is designed to increase productivity without sacrificing quality.

“I look at myself as a coach,” offered Jim Groshans, “working with participants to better 
their skills, learn new and effective techniques, and to understand the nuances of a properly 
finishing garment.”

The seminar will explore:

• Producing a quality-finished garment in drycleaning and laundry

• Setting production standards for both drycleaning and shirt laundry

• Setting individual, departmental and plant PPH’s

• Managing your production floor, decrease your labor hours and increase your profit-
ability

• Understanding the importance of work flow and proper equipment placement

For more information visit the events page on www.calcleaners.org where you will find a 
link for the registration form.  Please call the CCA Office at (916) 239-4070 or e-mail us at 
peter@calcleaners.org if you need assistance.
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Arik Levy, CCA President

on behAlF oF the oFFiCers, 
DireCtors, AnD stAFF oF CCA -- i 
wAnt to wish All oF you A hAppy 
holiDAy seAson, AnD A hAppy & 
prosperous new yeAr.

This is a great time of year to reflect back on 
the past year, and think about all that we have 
accomplished, as well as a good time to take 
a look ahead at our own goals and objectives.   
It is also a great time to make ourselves new 
resolutions on things we are going to do in the 
coming year.

I am really proud of all that we have been able 
to accomplish with CCA over the past year.  We have successfully transitioned to a 
new management team.  We have have a new website, www.calcleaners.org, that is 
constantly updated with news, education events, and helpful tools.  We have given 
CleanFacts, our bi-monthly magazine a complete makeover.  We have improved our 
electronic communications and e-blasts making us more accessible to our members.  
We continue to make a concerted effort to be more accessible to our membership.  
We are even working to have a greater in-field presence with our Executive Director, 
Peter Blake, periodically visiting cleaners throughout California.  I am very excited 
to be able to say we have turned the membership tide and we are actually growing in 
membership.

As I look to the future, I see great things on the horizon.  My own personal resolution 
is to use my CCA/DLI Membership more, and to take advantage of all the opportunit-
ies I have available to me.  I hope you will do the same.  Take a look at the full menu 
of services you have in your membership category.  Are you taking full advantage of 
your membership?  Don’t just pay your membership fee and put the list of benefits on 
the shelf.  Review it -- look at it -- and make sure you are getting all you can.  Read 
the article on page 6 of this magazine and see if you can check all the boxes.  Put your 
membership to work for you.

Take advantage of the education programs from CCA.  In January, Jim Groshans is 
presenting 2 workshops on Professional Finishing.  Put them on your calendar.  We 
have a great laundry tour co-sponsored with SoCal at the USC campus.  Our Fabricare 
2018 exhibit and convention promises to be one of the best we have had in a decade.

There are some very exciting things ahead, and I am proud to be working with you all!  
Have a GREAT New Year!

presiDent’s messAge.. .

Arik Levy
Laundry Locker 

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



november/DeCember 2017  /  3

upComing events.. .

CCA is pleAseD 
to AnnounCe A 
return visit to 
long beACh For 
FAbriCAre 2018. 

The association recently 
announced its intentions 
to return to the venue 
for 2018 and booth 
sales are currently open 
for the event that is set 
to take place from Au-

gust 18 - 19.  Commitments have already been received for over 
50% of the floor space, well ahead of previous shows.

“Exhibits like this are a tremendous undertaking,” noted Peter 
Blake, CCA Executive Director, “and the planning takes well over 
a year. I am really excited about the event, and I know it will be 
one of the best in the entire country.”

“We have been looking at show improvements, great educational 
programs to hold in conjunction with the event, and some new 
ideas that will enhance the attendees experience.”

CCA has retained the same show management company as it util-

ized in 2016, lead by show manager Leslie Schaeffer.

“This will be an event you can’t afford to miss,” added Blake. “We 
are fortunate to have Leslie back running the show. Her unique 
experience coupled with her familiarity with the venue from last 
year will gives us a great opportunity to really improve the show. 
I am confident the show will be one of the best in CCA’s recent 
past, and I am excited about some of the enhancements we will be 
bringing to the attendees — and the exhibitors.”

Details are still being finalized, but visitors can expects aisles full 
of the latest industry technology and services throughout the ex-
hibit hall as well as several educational programs designed to help 
drycleaners be more profitable and continue to be strong in the 
future.

CCA has a block of rooms at its host hotel, Renaissance Hotel, at 
a rate of $189 per night and a small block of rooms at the Hyatt 
Regency for $219 per night.

CCA will keep members and prospective attendees updated via its 
website located online at www.calcleaners.org. The site includes a 
complete prospectus for companies interested in exhibiting (Early 
Bird pricing is still available), a floor plan, and an up-to-date list 
of exhibitors. Information may also be obtained by calling show 
management, (215) 830-8467.

fabricare 2018 returns to long beach

August 18-19, 2018 • Long Beach, CA 

As we work 
through the eArly 
winter seAson, i Am 
getting AskeD more 
AnD more --”how 
Do i get more busi-
ness?” 

I usually respond by asking 
who your best prospects 
are? Your best prospect for 
more business is your cur-

rent customer.  You need to educate your current customers on the 
true extent of your menu of services.  Far too often you are stuck 
in the shirts-pants-coats mentality of your basic offerings, not the 
full scope of what you can offer your best customers. 

The best advice I can give you is to start by making a list of ser-
vices you provide.  I would then take a look at what the clean-
ers around you are promoting to see if there is something on their 
menu of services you aren’t providing -- but should be.  Next, I 
would analyze which of your customers are using your services 
in order to list the most popular optional services.  When you take 

that information into consideration with the profit potential of the 
service, you can then determine what services you want to grow.

Once you have the list of services you want to concentrate on, take 
a look at how you are getting the information out to your current 
customers.  Are you utilizing Social Media?  Remember the old 
adage, “A picture is worth a thousand words”? It is even more 
true today because the picture can be seen by so many, so quickly.  
A video is even more powerful.  When you can show before and 
after affects of your service, or a video demonstrating the complex 
nature of your business -- customers will begin to understand the 
professionalism and talent you use in caring for their garments.  
The effect of E-mail Marketing, using Facebook, and utilizing 
your webpage can be dramatic when done right.

How do you promote your services?  What do you offer?  Are 
your counter personnel trained to introduce customers to optional 
services they may see value in?  These are the things you need to 
concentrate on to increase volume and business.   Call me at the 
CCA office if you need help developing your marketing strategy.

Next month I will focus on ways to get your message out to new 
potential customers. 

how are you Attracting new business?
business Development inFormAtion.. .

Written By Peter Blake, CCA Executive Director
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california employers now banned from Asking 
salary history During the hiring Process
Written By Jibit Cinar, Esq., Cepkinian Cinar Law Group

in september oF 2016, 
governor Jerry brown 
signeD Assembly bill 
1676, whiCh mAnDAteD 
thAt sAlAry history 
Alone CoulD not be useD 
to JustiFy pAy inequAlit-
ies between employees. 

On October 12, 2017, Governor 
Brown took that a step further and 
signed Assembly Bill 168, which 
now prohibits employers from 

even asking about salary history information during the hiring 
process.

Here’s what employers need to know about the bill:

1. Employers cannot rely on salary history information during 
the hiring process as a factor in deciding whether to offer an 
applicant employment;

2. Employers cannot rely on salary history information during 
the hiring process as a factor in deciding how much to pay an 
applicant;

3. Employers cannot ask, either orally or in writing, how much 
an applicant has made in the past;

4. The bill applies to all employers, regardless of how many em-
ployees the business employs;

5. An applicant may ask a prospective employer to provide the 
pay scale for a position for which he or she is applying;

6. The bill does not prevent an applicant from volunteering, 
without being prompted by the prospective employer, his or 
her salary history;

If an applicant does volunteer his or her salary history, the bill does 
not prevent the prospective employer from considering the inform-
ation when determining the salary for that applicant.

The approved bill becomes effective January 1, 2018. It is imper-
ative that employers revise their applications for employment so as 
to delete any inquiries into salary history.

for more InformAtIon
If you have any questions regarding the passing of Assembly Bill 
168 or would like a professional to review your application for 
employment, please contact Jibit Cinar, Esq. directly at (714) 835-
4529 or jibit@cclawgroup.net.

regulAtory Alert.. .

EDuCAtion RECAP. . .

CCA helD its 
First ever, mAn-
Agement boot-
CAmp to rAve 
reviews.  the 
progrAm wAs 
helD on  oCto-
ber 20 & 21 is oAk-
lAnD, CA.

The program, “How 
to Run a Drycleaning 

Plant Easily, Efficiently, and Profitably” was a first of its kind, and 
was presented by Management Expert Don Desrosiers of Tailwind 
Systems.  This program, which has been held in other areas around 
the country, is critical to increasing your management efficiency.  
CCA is planning to host the workshop in the SoCal area next year.

The course explored the necessity of monitoring labor and pro-
duction.  Attendees learned the basics of why you need to track 

information, and then they explored how to put that information to 
use.  Included in the discussion was methodology for calculating 
cost per piece, boosting productivity, managing labor costs, and 
interpreting information.

“Management training is one of the most requested topics we re-
ceive,” offered Peter Blake, CCA Executive Director, “and this 
was a great opportunity.  I wish more people had been able to take 
advantage of it. People need training like this, and need to priorit-
ize it when it is available.  Unfortunately, there is never a guarantee 
the program will be repeated in an area.”

Due to the feedback of the attendees, CCA will be planning a 
second, follow-up BootCamp next year.  The second program will 
feature different management topics.  

For more information on all upcoming events, visit www.calclean-
ers.org where you will find the most up-to-date information on all 
CCA Activities. Please e-mail us at peter@calcleaners.org if you 
would like to request a class or educational program in your area.

management bootcamp receives rave reviews
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inCreAsing membership roi. . .

Are you put-
ting your 
membership to 
gooD use?  Are 
you mAximizing 
your return 
on investment 
For your mem-
bership Dol-
lAr?

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 series of articles are designed to 
make sure you get the most from your membership.  Six times 
a year we will highlight one member service for you to use now.

effortless socIAl meDIA
Most members I talk to understand the need and benefits of main-
taining an online presence.  They know they need to do it, and they 
want to do it, but it often ends up on the bottom of the “To Do” list.   
Members who don’t use professional services like Be Creative, 
will start a program, but won’t be consistent and before you know 
it -- its been months since something was posted.

That is where DLI’s new Effortless Social Media Program comes 
into play.  When you sign up for the service, DLI will post con-
sumer oriented posts directly to your page weekly.  It is consistent, 
automatic, and best of all -- included with your membership at 
Silver and above.  

It is a GREAT program, and one that can be used to compliment 
what you are already doing, or can be a stand alone beginning to 
getting your company an online presence.  

Get stArteD
Go to DLIOnline.org and click the login button on the top menu 
bar. You will have to put your membership number in.  You will be 
taken to the members only page, where you can select “Effortless 
Social Media” from the menu. There you will fill out your business 
information and submit it to DLI.

Once registered, you need to set-up the program and grant DLI 
access to your Facebook page.  There is a downloadable PDF on 
the next page that will walk you through it.  It is best to do the fol-
lowing steps on a computer rather than a mobile device.  

First step is to log-in to your Facebook page (you will need your 
username and password). Once in Facebook, you need to click on 
your business page.  Click on the top right arrow and select your 
page.  If you don’t have a separate business page, call me and I will 
help you get set-up.

Next select the “Settings” button.  Select the “Page Roles” option. 
You will then be able to add DLI as an editor to the page.  Under 
“Assign A New Page Role”, enter ricgnzlzcr@gmail.com as an ed-
itor, select the account titled “Ric Go”, and click the “Add” button.  

You will have to confirm your password, but you are all set. Just sit 
back and wait for the automatic posts to start populating your page.

hoW mAnY boxes hAve You checkeD?
This is our fourth article on how to increase your membership re-
turn on investment.  We want to make sure you are using your 
membership, and taking advantage of all the tools in your business 
development toolbox.

How many have you done?  If you can’t check off all 4 boxes be-
low, then make a New Year’s Resolution to do them now.  The next  
certification exam period is April 7-15, 2018.  you must register by 
March 30, 2018. 

Don’t wait, get busy on your membership “to do” list.  I would 
hate for a year to go by with you wondering how can DLI help.

All articles are 
archived on our 
website, so if you 
missed a past art-
icle, or just need 
to be reminded of 
how to activate the 
service,  visit www.
calcleaners.org.

using DlI’s new effortless social media
written by peter blake, CCA executive Director

the next california cleaners Association board meeting 

CCA Board Meeting,  
Laundry Locker, San Francisco, CA 

10:30 am - 3:00 pm on Saturday, January 20, 2018
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Reservations Mandatory to attend tour

U
PD

ATED
 12-0

7-17

 University Park Campus

MAP KEY Academic

Athletics Libraries

Parking

Dining Galleries, Lectures  
& Performances

Residential

General Information: (213) 740-2311 or www.usc.edu 
Public Safety, Security and Emergency: (213) 740-4321

Featuring Todd Hewitt - USC Equipment Manager

Saturday, January 27, 2018   
10:30 AM TO 2:30 PM

USC ATHLETIC EQUIPMENT FACILITY TOUR

Speaker: Henri Barbe, Faultless Starch

Cost: $25 per person 

Call for reservations today 714-494-9350 or online at www.SoCalCleaners.org.

Photo Credit: 2013 USC Spring Cromwell Field; Chris Shinn

HOW TO BE A LAUNDRY PRO

Tour of Heritage Hall Heisman Trophies and John McKay Center

Sports Cleaning | Shirt Laundry tricks | Commercial Laundry | Wet Cleaning

Enter off Jefferson/McClintock and park in the Downey Way Parking structure ($12) and meet at the 
John McKay Statue in front of John McKay center.

Sponsored By:

x
MEET HERE
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there Are mAny wAys you CAn AChieve eFFi-
CienCy.  proDuCtion, purChAsing oF proDuCts 
AnD supplies, mAnAging lAbor Costs CAn All 
Contribute to overAll eFFiCienCy, AnD Are 
First AnD Foremost to running A suCCessFul 
business.   it Doesn’t enD there, however.

A good maintenance plan can be instrumental in saving energy 
-- but is also crucial to increasing your plant efficiency.  Now you 
must be thinking: “How can maintenance make my business more 
efficient?” Simply put, it costs a lot of money to maintain a plant, 
and it might surprise you when you look at the numbers.

PreventAtIve mAIntenAnce ProGrAms
For starters, what does a good maintenance plan involve and cost?  
The first thing that we need to realize is that with any good main-
tenance program, it is preventative in nature.  When you prevent 
breakdowns and schedule services to not affect your daily opera-
tions, you are being efficient.  

As we all know even a small or simple breakdown can cost you a 
lot of money in both labor costs and in time lost.  Here is a simple 
analogy for you.  Would you allow your car to go sixty thousand 
miles before performing an oil change?  Any individual that has 
this approach might think to themselves that they can save about 
seven hundred dollars by avoiding this routine maintenance, but 
that thinking will almost certainly cause a blown motor.  That in 
turn will end up costing you way more than the seven hundred 
dollars you were trying to save.  

How does an oil change relate to my dry cleaning business?  It 
is actually quite 
simple. How often 
do you spin your 
filters, change your 
cartridge filters, 
or clean your but-
ton traps?  Do you 
clean out your lint 
traps thoroughly 
every day? We re-
quire filters to be 
spun 3 days a week, 
usually Monday, 
Wednesday, and 

Friday mornings.   On average, that is about every 12 to 16 loads 
per machine.  Once a month, we also manually spin the filters to 
give them a longer spin program.  The cartridge filters are changed 
out when they are at eighty percent capacity. So, if the manufac-
turer recommends changing them out at 20,000 pounds we change 
them out at less than 16,000.  An efficient plan ensures that all lint 

and button traps are thoroughly cleaned at the end of each day. That 
means it is not just cleaning the filters but also removing them, 
wiping down the housing casings and cleaning the air sensors.  

These are equally important because if the air sensors are clogged 
they may give false readings, which may extend drying times.  
Other routine maintenance that should be performed include chan-
ging out check valves, 
sensors and cleaning 
your coils. You should 
also take apart your 
solvent pump, clean and 
inspect it. These things 
are all equally import-
ant, but only need to be 
done on annually.  Just 
remember, some of these 
more technical issues 
should be handled by an 
experienced mechanic.

All in all, excluding the cost of the cartridge filters proper mainten-
ance can be done for only a few hundred dollars per year.  When 
you consider a new dry cleaning machine can cost around fifty 
thousand dollars, you realize just how important a good main-
tenance plan is and how much money it can end up saving your 
company.  One thing to remember is to keep a log of what you do 
and when.  A log will help in scheduling future maintenance; it 
can also help in diagnosing potential problems.  Diagnosing poor 
filter pressure, and realizing that it has been twenty-five thousand 
pounds since you last changed the filters.  

tAkInG cAre of Your equIPment Is keY
Ever notice how as your dry cleaning machine gets older it slows 
down? What used to take an hour and ten minutes now takes an 
hour and a half?  Your drum doesn’t fill up with solvent in the 
time given through the program, and you find yourself having to 
manually add more?  By failing to do the preventive maintenance 
described above you can restrict the air flow and or the flow of the 
solvent. If you are cleaning four loads a day and it takes an extra 
fifteen minutes. That’s an hour a day your will lose in production 
time.  That leads to an extra hour of labor and an extra hour for 
your utilities.  Add that up over the course of a year, and there 
is a where your profits are going.  Even worse, fail to do these 
preventive maintenance steps and restrict air flow. You can freeze 
lines causing a breakdown and a mechanics visit.  Breakdowns 
cost time and money. You don’t need to be wasting time and en-
ergy dealing with breakdowns that are preventable.  You need to 
be proactive and efficient.  Being efficient means using resources 
in a cost effective manner.  When you divert resources to catch up 
from down time, you have lost time and money that could have 
been used to grow your business.

equipment mAintenAnCe inFormAtion.. .

What Does It Mean to be Efficient?
Written By Louis D’Autorio,  Facility Manager of Sun Country Cleaners, DLi Member Submission

Lint can build up quickly

In need of Maintenance
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When is the last time you 
updated your Facebook page?

With DLI’s new Effortless Social Media program, you won’t have to.

DLI finds and posts content for you. Weekly updates
keep your profile fresh and engaging with customers.

It’s that Easy.

www.DLIonline.org
800-638-2627

GO TO DLIONLINE.ORG/ESM OR CALL DLI FOR MORE INFORMATION.

DLI_EffortlessSocial_August17_NatCloJSA_AdFA_Layout 1  7/12/17  2:05 PM  Page 1
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it’s no seCret thAt mAny 
oF you struggle to FinD 
AnD keep gooD employ-
ees.  in FACt, we oFten 
hire when we Are Des-
perAte AnD then hope 
AnD prAy the they will 
reACh their perForm-
AnCe stAnDArDs. 

Whether you are starting a route 
or have 5 vans out there, you want 
and need top talent to grow and add 

value to your company. Company culture, productivity, and over-
all employee happiness stem directly from how much training, re-
sponsibility, and empowerment you have.   With the growing need 
for route drivers and the escalating trend of high turnover rates, 
it’s more important than ever to be investing time, resources, and 
money into your employees.  Instead of spending endless amounts 
of dollars to hire and retrain new employees, dry clean owners 
need to focus more on how to hire and retain top talent.

Additionally, dry cleaners who are starting routes simply cannot 
afford to have a high turnover because of a lack of cash flow early 
on.  Avoid high turnover and invest in your team with this in mind.

hIre for WIllInGness, trAIn for skIlls & 
cAPAbIlItIes
I heard this saying early on. Just because someone’s skills are a 
perfect fit does not mean they are a perfect fit for your company.

In interviews, besides asking about a candidate’s qualifications, I 
like to figure out what type of person they are, what they like to do 
outside of work, and what their true passions are. It’s much easier 
to teach someone a skill if they are willing and motivated than it 
is to motivate someone who has the skills — or worse — try to 
change their personality or workability within the company. This 
is why we recommend DISC profiles and MOTIVATORS.  This 
allows both you and I to look into the soul of the potential hire.

exPect to succeeD.
One of the biggest reasons people leave a job or are unhappy with 
their current employer is that they don’t feel challenged or feel like 
they are experiencing personal growth. Not only do people want 
to be led, but they also want to feel that you believe in them and 
want the best of them.

DeleGAte
Giving responsibility to those within your organization shows 
that you trust your employees. The goal is to replicate your own 
leadership qualities in your organization, and that will not happen 

without giving responsibility and showing your trust so that they 
can take themselves, your route and you to the next level.

benchmArks & AccountAbIlItY
It’s important to hold your employees accountable, but it’s also im-
portant to be accountable to them. Spend time with each employee 
to ensure that things 
are going well person-
ally and professionally 
in their role within the 
company. This is a great 
opportunity to work out 
any problems or issues 
and, most importantly, a 
great time to brainstorm 
ways that the company 
could be doing things 
better.  Hold weekly 
route meetings with 
your route staff.  As 
things start to grow and scale, spend time with your leaders and 
developers so that they know they are being measured..

be PAtIent & flexIble
Hold your employees accountable, but also be flexible to their 
needs, learning curve and initial performance . By creating a flex-
ible environment and culture, you can really empower your em-
ployees to embrace failure and learn from their mistakes instead of 
constantly walking on eggshells. Additionally, if you are spending 
more and more time correcting mistakes, letting people go, and 
hiring new employees, it will stunt your business’ growth — no 
matter how well the company is doing.

trAInInG
Invest in training as if your new employee is an asset, not a liabil-
ity.  If you look at it as a cost, then you will have a negative attitude 
towards results.  Your expectations may also be too high, thus both 
parties will be frustrated.  Your most important asset as well as 
your highest line item in your P&L is labor.  

Route developers need the proper tools to learn, grow, succeed and 
stay positive to be a long-term contributor to your business.  Don’t 
have the exiting driver train the incoming hire.

The bottom line is that many of us look at employees and staff 
members and money going out without analysing how much they 
have and still bring in.  Employee turnover is costly, time consum-
ing and involves a risk of customer turnover as well. 

This doesn’t mean that you never fire someone; it suggests that you 
should invest time and resources in firing them up first.  

“It is important to hold 
employees accountable, 
but it is also important to 
be accountable to them.  
spend time with each 
employee...”

Why and how to Invest in your biggest Asset:  
Your employees

business Development.. .

written by James peuster, 21st Century Drycleaning & the route pro
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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!


