Labor Pains & Profit Drains -- CCA
Workshop Helps Control Costs

September/October
2017

CCA’s Management Bootcamp is
set for October 20 and 21 at the
Courtyard by Marriott in downtown Oakland, Ca. The program
will run from 10:00 to 5:00 on Friday and from 8:30 to 3:00 on SATURDAY.
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The program, “How to Run a Drycleaning Plant
Easily, Efficiently, and Profitably” is presented
by Management Expert Don Desrosiers.

CCA & SoCal Host Terrific Open
House at United Fabricare................3

In this issue

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.

The Blind Spot..................................3

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 productivity. The program will also delve into time management, problem solving, and organizational skills.

CCA Board to Meet in
Culver City........................................4

“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 first 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 efficient plant, and for those who want to increase their productivity and profitability. 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 first person from a plant, and $195/
each for additional people from the same member company. Non-members are $395/person. Registration includes lunch each day.
For more information visit the events page on www.calcleaners.org where you will find
links for both a registration form, as well as, a draft syllabus. Please call the CCA Office at
(916) 239-4070 or e-mail us at peter@calcleaners.org if you need assistance.
California cleaners association / www.calcleaners.org / (916) 239-4070
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President’s Message...

CCA is Working for You
As the President of the California Cleaners Association and a
fellow dry cleaner, I want to
highlight a terrific educational
opportunity we are bring to
northern California this month
as well as the efforts we are
making as a board.
One of our main goals is to improve the resources for fellow Northern California cleaners, as well as every area of the state, and
Arik Levy, CCA President
make sure you are all getting value for your
membership. One of the best ways we can do
that is through training and education. In January, we established a number of standing committees, one of which is Education. The committees meet monthly via conference calls and are continually working on an established list of Goals and Objectives.
We are striving to provide at least 2 educational workshops per year -- and one larger
education event -- like the Management BootCamp this month. The Committee’s objective is to bring a minimum of 6 programs per year including the three in Northern
California.
I am very proud of the spotting demonstration in Sacramento in February, and our
own Executive Director’s marketing program in Oakland just this past August. It is our
desire to keep building on these programs, but that will be tied directly to the support
of our local cleaners. By attending our seminars and sending your employees we will
continue our focus on bringing you quality content.
We have engaged management expert, Don Desrosiers of Tailwind Systems to conduct
our first-ever Management BootCamp on October 20 and 21. Don is an industry icon
that has written several books, is a columnist for both National Clothesline and DLI’s
Fabricare, and we have featured columns by Don in our own CleanFacts publication.
He an expert in drycleaning production and management, and this is a rare opportunity
to learn from the best. I am very excited about the opportunity, and I am planning to
send a number of our managers. I am sure that if you and your team attend you won’t
be disappointed. All the details are can be found on www.calcleaners.org and there is
more in-depth information on the front page of this CleanFacts.
I hope you will be joining me in supporting the program and I hope you will be either
attending or sending your key managers. I know the program is well-worth the investment. If you want programming in your area, please contact the CCA Office and let
us know. If you have a particular area of interest, workshop topic you want to hear
about, or if you have seen programs in other areas you would like to have closer to you
-- please reach out and let us know. We want to hear from you.
If you have any questions, comments and/or concerns -- please let me know.

Arik Levy
Laundry Locker
(415) 255-7500 / arik@luxerone.com

Meeting Recap...

CCA & SoCal Host Terrific Open House at
United Fabricare
With over 60
cleaners from
all over the
state, the recent
United
Fabricare open
house
cosponsored by
CCA and SoCal
Cleaners
Association was
a tremendous
success.
The Open House featured warehouse tours of the facility as well as
presentations from nine different vendors.
“We are very proud of this event,” offered Dave Suber, CCA &
SoCal Board member and owner of Perfect Cleaners, “and it was
really great to see the response from the drycleaning community.
We had almost 100 people from companies all over the area. I

really have to hand it to United Fabricare, they really put a lot
of effort into the program and supplied everyone with food, refreshments, and an incredible opportunity to meet and talk with
fellow cleaners. I also want to acknowledge the highlight of the
free raffles were the 4 tickets to the red hot LA Dodgers that were
donated by Parker Boiler.”
During the event, most vendors gave away samples of their
product, and CCA and SoCal held numerous raffles throughout the
day for many gallons of chemicals, large bags of soap, and other
great prizes.
United also gave guided tours of their facility to all the cleaners,
with vendors, United staff and cleaners we had over 100 people in
our industry gather for this event.
“Sometimes the best events are the ones where people just gather
and talk,” concluded Suber, “and this event had it all. Great food,
great people, great educational opportunities, and if people weren’t
able to make the Open House -- they really missed a great opportunity and a terrific event.”

Business development...

The Blind Spot
Written by Peter Blake, CCA Executive Director

Even the best businesses
and the most successful people can have a
blind spot. The trick is
to evaluate your business and continually
look at your business
with fresh eyes -- and uncover your blind spot

ness: a good website, a positive customer service experience, and
a clean, bright, receptive call office. Only after you have those
three basics can you begin to really structure a marketing program.
Two of those three key elements are often the owners “blind spot”.
Take a look at your business with a fresh pair of eyes. Walk in the
front door, and not only look around, but “See” what your customers see as if they are walking in the door for the first time. Does it
match the service you want to give your clientele?

DLI SECRET SHOPPER PROGRAM

Most plant owners arrive early,
come in the back door near production and go to the office, or walk
the plant floor. We get so entrenched in the day to day operations,
and the need for increased quality and production, we are all too
frequently blind to what is happening in the front of the store.

DLI has developed a program that can help you -- and it was a
feature benefit in the last issue of CleanFacts. If you haven’t done
it yet -- call DLI and get your business signed up for the program.
DLI has partnered with Marketwise Consulting Groups to offer
In-store evaluations.

When was the last time you came in the front door, and really
looked at the front call office? When you get used to seeing the
same things day in and day out you begin to take things for granted and look without really seeing. Before you know it paint is
starting to look old. The lights bulb needs to be replaced, the store
starts to look cluttered. It is a long slow progression, but if you
don’t really see, you all too often don’t realize how things look to
the customer.

This is an excellent opportunity to identify and fix weaknesses in
your services. Do you really know what service your customers
are receiving? Do you know the impressions made on a new customer?

I feel there are three, basic core tenets to marketing your busi-

In this day and age we can’t afford to lost customers unknowingly.
We need to know and experience what the customer sees, and this
is just one effective tool open to members. Don’t be blind to the
reality of your business. Open you eyes and minds and take a fresh
look at your business.
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REGUlatory Alert...

Misclassifying Your Employee as “EXEMPT” Could
be Very Costlyfor Employers
Written By Jibit Cinar, Esq., Cepkinian Cinar Law Group

I’ve recently been
receiving
many
questions
on
whether or not
employers can pay
their employees
a “salary” versus
paying them the
minimum
hourly
wage mandated by
California law.

•

The employee’s duties and responsibilities involve the management of the enterprise in which he/she is employed or of a
customarily recognized department or subdivision of the enterprise; AND

•

The employee customarily and regularly directs the work of
two or more other employees in the business; AND

•

The employee has the authority to hire or fire other employees
whose suggestions and recommendations as to the hiring or
firing and as to the advancement and promotion or any other
change of status of other employees will be given particular
weight; AND

There are very strict
guidelines and criteria that designates the types of workers and
positions that can be deemed salaried.

•

The employee customarily and regularly exercises discretion
and independent judgment; AND

•

The employee earns a monthly salary equivalent to no less
than two times the state minimum wage for full-time employment (in California at this time, the minimum salary for exempt employees is $3,466.67 if the employee works for an
employer with 25 or fewer people and $3,640.00 if the employee works for an employer with 25 or more people); AND

•

The employee is primarily engaged in duties which meet the
test of the exemption (in California, “primarily engaged”
means that the potentially exempt employee spends more than
50% of his/her time on exempt work, such as interviewing,
selecting, and training of employees; setting and adjusting
their rates of pay and hours of work; directing the work of
employees; maintaining production or sales records for use
in supervision or control; handling employee complaints and
grievances; disciplining employees; planning the work; determining the techniques to be used; planning and controlling
the budget; and monitoring or implementing legal compliance
measures).

The simple answer is NO.
California law assumes that all employees are non-exempt employees, which means that they are not excluded from the wage
and hour laws of this state. In other words, these non-exempt employees would be entitled to receive their meal breaks and rest
periods, and would receive overtime compensation for any hour
worked over 8 hours in a day and over 40 hours in a week.
On the other hand, California’s wage and hour laws do not apply to
exempt employees. Regardless of the number of hours they work,
exempt employees would not be entitled to overtime compensation, meal breaks, or rest periods.

When is it appropriate?
Now that we understand the terminology, when is it appropriate for
an employer to classify an employee as “exempt” (i.e. salaried)?
With regards to dry cleaning operators, the only exemption that
could potentially apply is the executive/managerial exemption.
This is the only situation I can think of that could possibly justify
paying an employee a salary so long as all of the following conditions are met:

If you have any concerns or questions regarding whether or not
your business is affected by one of the local minimum wage ordinances, please contact Jibit Cinar, Esq. directly at (714) 835-4529
or jibit@cclawgroup.net.

The Next California Cleaners Association Board Meeting
CCA Board Meeting,
Culver City, CA
10:30 am - 3:00 pm on Sunday, October 22, 2017
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INCRE ASING MEMBERSHIP ROI...

Information at Your Fingertips:
Have you Downloaded Your DLI Apps Yet?
Written by Peter Blake, CCA Executive Director

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 new 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 this month.

PUT DLI Technology to work

Free download for all Members: DLI’s Garment Analysis App
Free download for all Silver, Gold and Premier Members: Stain
Removal App & Encyclopedia of Drycleaning App
DLI remains the leading expert of drycleaning and laundry. They
are the premier source of information for all things drycleaning,
and have been providing members with information and guidance
crucial to their success.
They continue to publish great information in Fabricare Magazine,
their e-blasts and services, and on their website, but now you can
access it all through their series of Apps and fully-searchable
Member Only section of DLIONLINE.org.

DLI Encyclopedia App

This app is free to members in Silver level and above, and features main topics you can browse including: Fibers & Fabrics,
Customer Service, Laundry, Management & Marketing, Not-InVogue, TABS, Technical Operating Information, Wet Cleaning,
and Regulatory & Legislative.
Or you can type in your subject matter in the search line at the top
of the initial page. All results are downloadable and can be printed
in full color.
One caution, you do need an active internet connection to access
use the app.
“This is a great tool for owners, mangers, and even counter sales
personnel”, offered Blake. “I know cleaners that have placed
I-pads at the front counter so if there are any questions from consumers, you can look up information instantly. Can you imagine
the reaction from the customer that sees you have all this information available at the touch of a button? It really shows your professionalism.”
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DLI Stain Removal App

This app was DLI’s initial venture into the digital world back at the
Atlanta Clean Show in 2015 -- and it has been getting better and
better ever since.
The app is an easy to use, step by step guide to removing even the
toughest stains. The initial screen comes up and you identify the
type of stain: beverage, food, pets, oils, cosmetics, personal, or
household. Then you are brought to a second screen where you
identify the type of stain (wine, ketchup, mustard, etc.). Lastly,
you are brought to a third screen where you identify the fabric
(cashmere, angora, ramie, etc.).
Then you are brought to a page featuring step-by-step instructions
on removing the stain. It is as simple as that: effective, easy to
use, and accurate. You do not need an active internet connection
to use this app, but you do need to update the information periodically.
But that is not all.. on the initial start-up screen, there is a red button “SP” in the top right hand corner. If you hit that button, it
changes the language from English to Spanish! Just click the EN
to put it back in English.

DLI Garment Analysis App

This app is free to download for all members, but there is a cost
to use the service. All levels of membership can use the analysis
services, and some levels have a number of free analysis included
as a part of their membership investment.
This new service has been working very well. With the quality of
images that can be taken with cell phones and other technology
today, DLI can effectively analyze up to 75% of all issues through
pictures and information without having to send in the garment.
The process is much quicker, and saves on shipping costs of garments to and from the Institute.
Even after using the app, there is still the possibility of further
testing required, so some garments will still have to be sent in for
evaluation.

Download them NOW-- Here’s how!
For android devices, visit “Play Store” and type in “DLI” and
search. Both the “Stain Solver” and “Garment Analysis” apps will
show up for free download. Download them both and when you
open them, you will need to enter your 6-digit membership number to access them and begin use. You may need to search: “DLI
Encyclopedia” to locate and download the last app.
On Apple Products, visit the APP store, and search for “DLI” and
all three apps will come up. You may have to scroll down to find
them all, but they are there for free download. Once installed, you

SPOT USER GROUP

Hands On
Training Class
Trainer: Nicole Kirby
Spot Expert

Nicole Kirby

Nicole started in the dry cleaning industry in 2004 as
an employee at a dry cleaner. Shortly after in 2010 she
joined Spot Business Systems as their Implementation
Specialist, handling new customer installs, customer
training on-site, and conveyor integrations.

CRDN

4520 Doran Street
Los Angeles, CA 90039
Corner of Interstate 5 & the 134 Freeway

Sunday
November 12, 2017
10:00 AM TO 2:00 PM

Best Practices to be discussed:
•

How to get email addresses

•

Quality control flags

•

Orphan garments

•

Heat seals using or moving too

Dashboard Setup - Free setup
Invoice Template Editing
SMS/Texting Setup
Marketing Settings:
•

Both OTS and Batch emails

•

Email Templates

Assisted Assembly:

Cost: $50 per company (including lunch)

•

Bring your laptops, this is going to be a classroom
style teaching where you can change your settings
as we go.

Advanced Production
Commitment

SM

BUSINESS SYSTEMS, LLC

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

Conveyor Best Practices

Location Settings:
•

Hours

•

Managers

•

Address

•

Phones, etc.

General Questions
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Management assistance...

What’s the Point?

Written By Don Desrosiers, Tailwind Systems -- Management Consultant

Most plant owners
or managers do some
sort of record-keeping. Some track sales,
some track pieces,
some track labor as a
percentage of sales,
some track pieces per
labor hour. But why?

What do they do with that information?
This is an important question. The first company that I worked
with that kept daily records was meticulous about it. On a pre-printed form, they would jot down the number of drycleaning pieces
and the number of labor hours used in that department. Similarly,
they would collect and record the number of shirts and labor hours.
Then, using a calculator, they would divide the number of pieces
by the number of labor hours. The result was the number of pieces
per labor hour. On the form, there was a space for these entries for
each day of the week. I considered this to be quite impressive. But
I soon changed my tune.
I asked the manager what he did with that data. He responded immediately with an answer that was both accurate and disappointing. He said, “We put it in a file and never look at it again.” He

was 100% correct. That is exactly what they did. I cannot help
but wonder why they kept records. What purpose did this serve? I
doubt that they had an answer. I guess that the boss asked for the
data. Compiling this data sounds like the right thing to do. So,
compiling and storing the data must be necessary, but it doesn’t
serve any purpose unless the compilers of these numbers use the
data in the future.
Recording numbers is very important. The point is to tell management what needs attention. Data first acts as a call to action….
This is what needs a manager’s attention…. And then it maps the
progress of the remedial action. You cannot accomplish this if the
paperwork is buried in a file cabinet!
For example, let’s say that a manager finds that the drycleaning
department pieces per labor hour (PPLH) is 14. He considers this
to be unacceptable. The manager now has something to do; improve that statistic! The record-keeping is already on its way to
becoming invaluable. The data has pointed to and highlighted a
problem area. The manager sees this as a call to action. Now, the
data becomes a monitor. Assuming that the manager works on
the problem at hand, the daily reporting reports back to him/her.
It says “This is how you’re doing.” If the statistic improves, the
manager is on the right path. If it does not, they a different tactic
is in order.
That’s what record-keeping is for!

Future Events...

The CCA’s Fabricare ‘18 Set to Return to
Long Beach: August 17 - 19, 2018
CCA’s popular
Convention
and
Exhibit,
Fabricare,
is
returning to
Long
Beach,
CA.
CCA recently announced the dates for the show, August 17 - 19, 2018 and booth
sales are already underway.
“Exhibits like this are a tremendous undertaking,” offered 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.”
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CCA has retained the same show management company as in
2016, and the team is led by Show Manager Leslie Schaeffer. Her
team did an outstanding job taking over in 2016, and with the experience of having done the previous show, will help in making the
show even better than the previous one.

Mark your Calendars now!
“This will be an event you can’t afford to miss. We are fortunate to
have Leslie back running the show,” continued Blake, “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
brining to the attendees -- and the exhibitors.”
Updated information will be posted on CCA’s website: calcleaners.
com, and can also be accessed by fabricareshow.com. The website
will include a complete prospectus for companies interested in exhibiting, a floorplan, and an up-to-date list of exhibitors.

DLI_EffortlessSocial_August17_NatCloJSA_AdFA_Layout 1 7/12/17 2:05 PM Page 1

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.
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Meet our Allied trade Members...

James Peuster of The Route Pro
Most people know who James
“The Route Pro” Peuster is as
he enters his 12th year of consulting dry cleaners in all
areas of pick-up and delivery.
He speaks at meetings and events throughout
the country on Customer Service, Leadership
Training, as well as Route Sales and Marketing. He was also a recent recipient of a DLI
Meritorious Service Award.
James has always been committed to cca and
other State and Regional Associations, and
emphasizes the importance of Associations
for small businesses. After getting his start
working with Al Robson in Peer -to-Peer
Marketing groups, he has researched, studied, and made himself a drycleaning expert.
James has been a featured speaker at CCA
Conventions, and conducts many Workshops
throughout the country -- and if you haven’t
been able to attend one you are really missing Where will James be next... first almost missing his
out. He is one of the top industry speakers in plane, next he’s with Pat Sajak on The Wheel of
Fortune and then he’s hanging out in the dugout with
the country. His wit, story telling, and innate Josh Hamilton.
ability to make the audience understand the
importance of training and systems has made
World Record Holder?
him one of the most sought after speakers we have ever had. CCA Anyone who has seen him speak usually hears James tell the story
is in the process of scheduling a Route Building Workshop in the of Wheel Of Fortune in which he set a world record. “I incorporcoming year.
ate it in one of my power points to show no matter how good you
“I have been influenced by many people, but the top two were my
brother and Al Robson” Peuster said. “Both of them challenged,
coached, and shaped me into the person I am today.” Peuster
strives to combine professionalism as well as fulfill his desire to
enjoy each day.
Many people know that James spends his free time covering sports
on the radio and internet. “I started my hobby sports radio the
same time I launched The Route Pro.” “Yes, I go to events based
on my schedule and visa-versa.”
James has had the privilege of doing the play-by-play of high
school sports as well as several professional events as well. His
favorite story is covering mixed martial arts on Spike TV. “I truly
knew nothing of MMA at the time, I just had to fake it on national
TV.”
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are at what you can control, many are spinning their wheels and
not making money.” The story behind the world record is that he
was the first contestant to hit 4 bankrupts on a show (you can see it
on YouTube-wheel of fortune Peuster). “The other story I include
was the time I hung out with Charlie Sheen, but that is not as well
received.”
In addition to cultivating his reputation as the fore-most expert on
route development, Peuster has been a leader in management consulting and training. He has led workshops throughout the country
on topics including: Finding & Keeping Employees, Motivating
Employees, and the Art of Delegation.
He has submitted articles for publication in CCA’s CleanFacts and
has been a contributing author to national drycleaning publications.

2017 CCA’s Allied Trades...
3 Hanger Supply co.

fuji star shirt systems

R.R. Streets & Co.

A.L. Wilson Chemical Co.

fulton boiler works

reterro inc

AlbatroSs USA Inc

Garment management systems

BEcreative360

Gold state laundry systems

Jerry Moore
(800) 941-6673

Jerry Moore
(800) 941-6673

calclean inc

GreenEarth cleaning

seitz “the fresh company”, inc

Chevron Phillips

henderson insurance agency

select risk insurance services

Newport Beach, CA
(949) 863-0900

Long Beach, CA
(562) 216-9016

Columbia/iLSA

hendricks mechanical

sigma garments films

Fullerton, CA
(949) 633-9616

Rancho Dominquez, CA
(310) 344-2732

compassmax/maineline computers

itsumi usa, inc

SNA Manufacture

Falmouth, ME
(800) 354-2525

Gardena, CA
(310) 532-0534

Acworth, GA
(678) 631-1010

covers etc, inc

kleen-rite, Inc.

SPOT Business System

Arlington, TX
(800)

St. Louis, MO
(314) 353-1712

Draper, UT
(801) 495-1200

Daniel Steam Inc

kreussler, inc

The Green garmento, llc

Torrance, CA
(213) 926-9113

Tampa, FL
(813) 884-1499

Chatsworth, GA
(323) 512-2600

Drop locker

kelleher equipment supply inc

The route pro

San Francisco, CA
(805) 886-9445

Long Beach, CA
(562) 422-1257

Edgeton, MO
(816) 739-2066

enviroforensics

leonard automatics

Unipress corporation

Indianapolis, IN
(317) 972-7870

Denver, NC
(704) 483-9316

Ez Products International Inc.

megs envirotech solution inc

Wauchula, FL
(877) 906-1818

Huntington Beach, CA
(714) 343-6109

Irvington, NJ
(973) 375-1111

European finishing equipment

memories Gown preservation

united fabricare supply, inc

Secaucus, NJ ,
(201) 210-2247

Houston, TX
(866) 492-4696

Fabricare management systems

metalprogetti us

Acwoth, GA
(770) 966-9323

Phoenix, AZ
(602) 944-2923

fabritec international

norchem corp.

Florence, KY
(859) 781-8200

Los Angeles, CA
(323) 221-0221

firbimatic

pacific steam equipment

Hawthorne, CA
(887) 679-8800
Kearny, NJ
(201) 997-3300

Los Angeles, CA
(800) 233-4468
Orange, CA
(949) 270-1609
Orange, CA
(714) 921-1234

The Woodlands, TX
(800) 858-4327
West Babylon, NY
(202) 723-7616

Woodstock, IL
(815) 338-2355

Sylmar, CA
(818) 361-1066

Pulaski, NY
(315) 298-5121

Little Rock, AR
(501) 420-1682

Kansas City, MO
(816) 926-0895

Santa Fe Spring, CA
(562) 906-9292

Naperville, IL 60007
(800) 4STREETS
Livermore, CA
(925) 227-1192
Sankosha

Elk Grove Village, IL
(847) 427-9120
scanq

Tampa, FL
(813) 886-2700

Tampa, FL
(813) 623-3731
Unisec/NY

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

parker boiler company

Los Angeles, CA
(323) 727-9800
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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

Toll Free

877.906.1818
www.ezpi.us
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Choose from 3 models, 7 different interchangeable
lower platens and single or dual heated platens
• Eliminate paper tags
with text and barcode
labeling solutions

• Operator Error Detections
• Only weighs 15 lbs

• Automatic fabric thickness • Ideal for retail countertops
adjustment
• Lifetime Free Technical
Support
• Small footprint

Genuine MBH Rope-Ties
Stop Shaking Out Shirts.
Save time. Save money.
Don’t be fooled by cheap inferior ones!

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

2 YEAR
WARRANTY

