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nOVeMBeR/DeCeMBeR, 2018
VOluMe 17, nO. 6seFA hosts Customer service & 

Route Development Workshops
Education and training arE a SEFa 
priority in 2019.  thE aSSociation 
iS Starting oFF 2019 with two tEr-
riFic programS in Florida.   

“Education is a cornerstone of our menu of 
membership benefits”, stated Peter Blake, 
SEFA Executive Director.  “We will be reach-
ing out with classes to all SEFA states.  For 
those members who can’t attend SEFA pro-
grams --we are still dedicated to their education 
and offer great scholarships (see article on page 
8).”

the teAM AppROACh tO CustOMeR seRVICe
SEFA is teaming up with Jim Groshans, FabriCoach, to present this 2-hour workshop on 
January 15 from 6:00 pm - 8:00 pm in Ft. Myers, FL  The program is FREE for all members 
who register by January 11.  There is a nominal fee for non-members and for members who 
do not pre-register.

“Welcome to Customer Service Coaching for the fabricare industry,” offered Jim Gro-
shans.  In this class, we take an in-depth look at how team building and understanding of 
the entire fabricare process is a key to delivering customer service excellence. We will 
define customer’s expectations and explore ways to exceed those expectations. Topics of 
discussion include:

• Define customer service

• Describe customer expectation levels

• Describe how each step in the DC plant work flow impacts customer satisfaction

• Identify internal communication gaps and solutions

• Describe why care label basics are important for quality output and customer service

• Define customer service behaviors needed to get the right people 

FabriCoach believes the key to success is through team work and training.  Knowledge 
Continued on page 4



EXPERIENCE THE SPEED OF TOUCH
The Fabricare Manager touchscreen terminal speeds 
up order intake with a touch of the screen.

fabricaremanager.com

(888) 299-9493

Fabricare Manager knows dry cleaning. That’s why 
we designed a point of sale solution to improve 
every aspect of your dry cleaning business.

The touchscreen terminal allows you to speed up 
order intake by logging garments, care instructions 
and more–right at your fingertips.

Feel the difference Fabricare Manager POS 
system makes in your daily work-flow.

POS FEATURES:
User-Friendly Touch Screen
Ultra-Secure Card Processing
Customizable Pricing Controls
Industry Leading 24/7 Support
Targeted Text & Email Notifications
Third-Party Integration Options
Robust Route Management
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Count your Blessings 
aS thE yEar windS down, hopE-
Fully wE arE BEing rEFlEctiVE on 
all thE BlESSingS that wE haVE 
rEcEiVEd throughout thE yEar.  
whEthEr you cElEBratE chriSt-
maS, hanukkah, kwanza or EVEn 
FEStiVuS, plEaSE Stop For a mo-
mEnt and count your BlESSingS.  

I had the good fortune of traveling overseas this 
past May for the first time in my life.  As my 
wife and I toured a few European countries, we 
encountered heavily armed military guards at 
airports, train stations, and popular tourist des-
tinations.  Metal detectors were also present in 
a lot of places.  It made the both of us stop and 
think how blessed we are to be in the United States.  While our country and political 
system has its’ flaws, it pales in comparison to the places we visited.

This coming year should be an exciting one as well.  A lot of changes have occurred 
within our industry such as software companies merging, a large cleaning operation 
rebranding itself as a national name brand, Tide Cleaners, and the continuing decline 
of smaller, owner-operator locations.  

Many of us have said for years that there were too many cleaners around.  Well, we 
need to be careful because what we wished for has happened.  As I talk to cleaners 
throughout the southeast, this trend will continue well into 2019.

Finally, in terms of looking forward, I have a few predictions.  Most columnists do this 
funny business every year around December just to see what actually might come true 
the following year so I’m no different in that regard.  I predict the Clean Show in New 
Orleans will actually exceed the numbers that the Las Vegas Clean Show produced.  I 
don’t have any hard evidence as to why this may happen, I just believe this because 
the venue is closer to the east coast this time and that will allow for more cleaners to 
travel to it.  

I am also predicting that numbers will start to flatten out for cleaners in terms of piece 
counts.  What I mean by this is that unless you are acquiring someone else, your num-
bers will start to flatten as most of us have seen a bit of increase in the last few years.    
SEFA and DLI have great programs to help members answer those challenges and to 
take advantage of the opportunities out there.  Contact SEFA if you need assistance.  
I also predict some great SEFA classes in 2019.  In fact, predict we will have more 
educational classes this year then we have ever had.

Finally, the mighty Alabama football will not repeat as National Champions.  On sec-
ond thought, don’t bet on that one.

Don Holecek, 
SEFA President

Don Holecek
Crown Cleaners

(865) 584-7464  /  Don@crowncleaners.com

prESidEnt’S mESSagE.. .
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upcoming EVEntS.. .

of the process is critical when dealing with complaints and con-
flicts.  A team approach to handling customers can be essential to 
empowering your staff, and giving them the confidence they need 
to handle the most difficult customers and situations effectively.  
FabriCoach is able to explore those situations and help your staff 
leverage them to the success of the business.

 “This is a terrific program” stated Peter Blake, SEFA Executive 
Director, “Jim does a great job of demonstrating the need to under-
stand the process in order to deliver a consistent service promise.  I 
am really proud to be able to bring programs like this to the mem-
bership.  My sincere hope is that the members in the area will seize 
the opportunity to learn.”

Visit www.sefa.org for more information and to register

QuIt spInnInG yOuR Wheels AnD DRIVInG In 
CIRCles

SEFA is bringing 
nationally renowned 
route expert James 
Peuster to Florida to 
explore ways to im-
prove your pick-up 
and delivery busi-
ness.  The class will 
be held on January 

16 from 10:00 am - 4:00 pm in Tampa, FL.  The cost for members 
is only $49/person and $99/person for non-members.

This workshop is geared for owners, managers, and all sales staff. 
Peuster will draw on his years of experience in the industry to 
share some of the essential strategies of Route Development. This 
workshop is for anyone who wishes to increase their route sales 
and who feel like they may be missing the extra edge to grow.

The program will feature discussions of some of the core strategies 
for route development and growth including:

• Time Management Drives Success

• 10 Ways to increase Sales

• Effective marketing materials & Tools

• Staying Motivated & Stay Accountable 

Pick-up and delivery service is one of the fastest growing seg-
ments of the industry, and the success of the service can be vital to 
a businesses growth.

“We are extremely fortunate to have an expert like James Peuster 
available to assist our membership”, continued Blake.  “He is the 
nations leading expert on training, route drivers and managers, as 
well as, in developing sales methods.  His guidance can give your 
key personnel the tools and confidence they need to succeed.”

Visit www.sefa.org for more information and to register

WhAt lIes AheAD
SEFA is developing its education schedule for the remainder of 
2019.  This is the perfect opportunity to let us know what programs 
you would like to see in your area.  We are currently exploring 
programs for South Carolina, Alabama, Georgia, and Tennessee.

Current program topics include:  Professional Spotting, Pressing, 
Customer Service, Regulatory Update, Marketing, Route Devel-
opment, Social Media Utilization and Management & Productiv-
ity.  Members are encouraged to reach out to Peter Blake at peter@
sefa.org or by calling the SEFA Office at 877-707-7332.

Workshops Coming to Florida
Continued from page 1
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POSEIDON
®T E X T I L E  C A R E  S Y S T E M S

IS HERE… True WetCleaning!
A NEW KING OF THE SEA 

DISTRIBUTED BY:

3920 Holden Road
Lakeland, FL 33811

(800) 232-5736 (863) 701-7714

Engineered to exceed the professional
fabricare industry’s highest standards,
the Poseidon Textile Care System
delivers unrivaled programmability for
undisputed and superior wetcleaning
results. 
Poseidon harnesses high-performance
Soft-Mount Wetcleaning Machines and
Intelligent - Fully Programable Moisture
Control Dryers for results and
efficiencies that outshine traditional
Dry Cleaning.
 

Visit ...  poseidonwetcleaning.com  ~ laundryproofflorida.com 

EH030 - 30lb (4.4 cu ft),
EH040 - 40lb (6.1 cu ft),
EH060 - 60lb (8.4 cu ft ,
EH090 - 90lb (13.9 cu ft)

ED260-(30lb)
ED340-(40lb)
ED460-(60lb)
ED660-(85lb)

Washers:   

Available Sizes:
Dryers:      

Call for a
Demonstration

Location Near You

99 Fully
Programable Cycles
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Membership Includes 

Join today at www.DLIonline.org or 
give us a call 800-638-2627 

Effortless Web Products 
A smartphone-ready website, automated post to your 
brand’s Facebook page and engaging email marketing 
to your customers. 

Apps For Dry Cleaners 
Apps prepare your staff for any question, stain or fabric. 
Search any dry cleaning topic or send DLI pictures of 
damaged garments for analysis. (you may not be liable) 

DLI Experts on Demand 
We hire the experts so you don’t have to. If you have any 
technical problems or questions, we’ll solve it in one call, 
email or online chat.  

Industry Advice, and Discounts 
Dry cleaning news, marketing techniques and warnings 
on problem garments. Members have access to indus-
try discounts, networking events and much more. 
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Is an exit plan in your Future?
Written By Judith Stone, a principal of Dry Cleaning Plus 

at SomE timE in thE 
FuturE you will 
lEaVE thE hElm oF 
your BuSinESS. thE 
quEStion iS whEthEr 
or not you will BE 
propErly prEparEd 
For thE tranSition 
EithEr within thE 
Family, to currEnt 
EmployEES or By 
SalE.  no mattEr how 

thE changE iS coming, you nEEd to propErly 
prEparE yourSElF and thE BuSinESS.

There is an assortment of reasons why businesses change hands: 

• You are ready to retire. You have worked hard and are “burnt 
out”.

• You are bored and want to seek a new challenge. 

• You have health issues and need to focus on getting better.

• You want to pass your business to an heir. 

An Exit Plan goes a long way to simplify the process of selling and 
will make it less stressful. It enables you to maximize the value of 
your asset. Even if your exit is several years away, you can have 
peace of mind if you are prepared for life’s expected and unex-
pected surprises. 

sO WhAt eXACtly Is An eXIt plAn AnD hOW 
DO yOu pRepARe One? 
The basic function of an Exit Plan is to prepare your business to be 
sold at maximum market value. A smooth operation is more attrac-
tive to a buyer; an operation that makes sense to an inexperienced 
buyer enlarges the market for your business. 

As you go through the steps of an Exit Plan, you will almost al-
ways see things that can be improved. These changes can be im-
plemented immediately so you get the benefit of a better business 
while you are still the owner. Improvements or changes may con-
tribute to an increase in your profit and the value of your asset. 

An Exit Plan looks for places to improve your bottom line and 
increase sales. One place to start is making sure your record- keep-
ing is up-to-date. You ought to know your profit margin and you 
should be able to prove it. Get in the habit of using the report func-
tion in your point-of-sale computer system; you will find valuable 
information that helps you make better business decisions. 

Doing an Exit Plan demands that you look at your physical plant 
with a critical eye. Is it clean, is it organized, is your equipment in 
tiptop shape? Too many cleaners forget that we are in the CLEAN-
ING industry. Treat your space to a thorough spring-cleaning. Dis-
card accumulated junk; sort through the rail filled with garments 
that have no home; hire a cleaning service to remove greasy dirt on 
walls, lighting and ceilings; give your call office a face-lift. This 
doesn’t require a major outlay of money, just ingenuity and elbow 
grease. 

If you are thinking of selling, the most important conversation to 
have is with your spouse. Talk about a timetable for exiting the 
business that is agreeable to both. Talk to your accountant to dis-
cuss potential tax obligations stemming from a sale of your busi-
ness. Advise your attorney that you are prepping for a future sale 
and if you don’t have 
an attorney, look for 
one that handles retail 
business transactions 
and understands that the 
goal is to protect you, 
but finish the sale. 

Know where your im-
portant documents are. 
This includes your 
lease, insurance poli-
cies, environmental reports, advertising contracts and other com-
mitments you have made. Read your lease so you are clear about 
terms, increases and the process of assignment. Learn how your 
state’s environmental rules may affect a sale so you can be proac-
tive at addressing any issues. 

All of the above are just part of a professional Exit Plan. Take 
these steps over time or hire a professional to guide you in the right 
direction and make certain it gets done. An Exit Plan is the surest 
method of experiencing a smooth and profitable business sale.

ABOut the AuthOR: 
Judith Stone, a principal of Dry Cleaning Plus, is an experienced 
dry cleaning consultant and business matchmaker. She and her 
partner, Richard G. Stone, offer Business Matchmaking and Bro-
kerage, bringing people together for mutual profit; Exit Plans that 
consider a fair market value of the business and appraisals for es-
tates, prenuptials or to discover if an offer on the table is the right 
one. On the consulting side, Judith collaborates with clients to up-
grade and streamline operations offering suggestions to improve 
the bottom line through increased efficiency, improved produc-
tivity and better customer service. Services provided are always 
directed toward helping our clients achieve their goals. For more 
information visit our website, www.drycleaningplus.biz. 

BuSinESS planning inFormation.. .

“... an exit plan demands 
that you look at your 
physical plant with a crit-
ical eye. Is it clean, is it 
organized, is your equip-
ment in tiptop shape?”
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800.542.7769 // www.arrowcare.com

L E AT H E RCA R E  S E RV I C E S

   •  Leather & Suede Cleaning   
       & Refinishing
   •  Leather & Suede Handbags
   •  Leather & Suede Repairs
    • Designer Leathers
   •  Shearlings
   •  UGGs
   •  Fur Trim Cloth & Leather
    • Fur Lined Leathers
   •  Professional Fur Cleaning
    • Wedding Gown Cleaning &  
       Presevation
    • Reweaving & More

America’s Most Recommended Specialty Cleaner

Are you taking Full Advantage of seFA’s  
Commitment to education?

BuSinESS dEVElopmEnt.. .

mEmBErS in SEFa arE Ex-
trEmEly FortunatE to 
haVE an aSSociation that 
iS aS committEd to Educa-
tion aS SEFa iS.  

SEFA has always maintained a 
strong educational program that 
stresses affordability over profit.  
SEFA is committed to offering all of 
its programs to members at cost or 
below.  It is rare that an association 

is able to significantly subsidize its programs.  In fact, in January 
alone, SEFA is offering a FREE customer service program in Ft. 
Myers, FL and a Route Development Program in Tampa that is 
priced below break even.

SEFA will continue that same philosophy as it schedules classes 
across the SEFA region including at least one program in each of 
its states.  Plans are underway for Spotting programs in South Car-
olina, Management Classes in Georgia.  SEFA will also be looking 
to do some technical classes in Alabama and Tennessee.

sChOlARshIps tO DlI ResIDent COuRses  
The SEFA Board realizes it can be hard to find the local training 
when you need it, so they have developed an extremely generous 
Scholarship Program affording members the opportunity to go to 
the DLI Resident Courses

SEFA has set aside up to $9000 a year in funds for Members to 
attend DLI Schools.  The funds are available in increments of 
$1,000/week of training and is capped at $3,000/plant over a 
course of 3 years.  This scholarship is not solely for tuition, but 
can be used to help defray other costs associated with going to the 
DLI Resident course.

In-plAnt tRAInInG ReIMBuRseMent
This addition to the SEFA Educational Program provides scholar-
ships for up to $300/day or $600/event to help defray the cost of 
in-plant training. In order to be eligible for the program, applicants 
must be a member in good standing in DLI/SEFA and preference 
will be given to those applicants who have been members for lon-
ger than one year.

The scholarships can be used to bring in any of the approved edu-
cators listed on the SEFA Website. The initial list or participating 
trainers includes: Liz Davies, Trudy Adams, Jane Zellers, Jim Gro-
shans, Wash Respess, Don Desrosiers, and James Peuster. SEFA 
will be looking to add to the list of participating educators.

“This is a great initiative,” offered Rhonda Eysel, SEFA Education 
Chairperson. “and we are really excited about it. We recognize the 

challenges of sending people out for training, and also understand 
the benefits of having someone come into your own plant and train 
on your own equipment. This is really an incredible opportunity 
for all of us.”

SEFA has provided $10,000 in funding to the program for the first 
year. The Board will reevaluate the program after the first year to 
determine its success and member benefit before committing to 
continuing the scholarship program.

Once an application is approved, SEFA will reimburse the member 
upon completion of training, and pending a completion of an ar-
ticle submission for The Reclaimer. All applications must be sub-
mitted and approved prior to the training event.

“It’s exciting to be part of this new program,” offered Jane Zellers, 
“and I am really looking forward to working with SEFA Mem-
bers. I think this is an outstanding opportunity and I think SEFA 
has taken another tremendous step in their commitment to their 
members.”

For more information, or to apply, visit www.sefa.org

written by peter Blake, SEFa Executive director
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the next south eastern Fabricare Association Board Meeting

SEFA Winter Board Meeting 
Saturday, January 12, 2019 

Sandestin Golf and Beach Resort, Mirmar Beach, FL

take your Dog to Work Day
Written By Raleigh F. “Sandy” Seay, Jr., PHD, Chairman of The Seay Management Consulting Firm

on a rEcEnt trip to 
our long timE and 
grEatly ValuEd cli-
Ent, thE national 
pESt managEmEnt aS-
Sociation in ViEnna, 
Virginia, i waS Sur-
priSEd But plEaSEd 
to SEE SEVEral dogS 
wandEring around 
thE workplacE.  

I am a dog guy myself and enjoyed watching them and, yes, pet-
ting them when they came up to me.  The dogs provided a sense 
of pleasure and of calmness and the employees really liked having 
them around.  Allison Allen is the Executive Director of the Quali-
ty Pro initiative at NPMA and also serves as “Dog Deputy” and has 
graciously written this fine article, which I know you’ll enjoy read-
ing.  Maybe this is a new employee benefit for your organization!

ARtICle suBMItteD By AllIsOn Allen:
Each year, during our most stressful season, the National Pest 
Management Association (NPMA) conducts an employee satis-
faction survey. On the survey, employees are asked to rank the 
benefits of working at NPMA. 

Year-after-year, having dogs at work hovers near the top. “In addi-
tion to keeping employees happy, having dogs at work is one of the 
best expressions of our core values which include life balance, fun, 
passion, and teamwork,” says CEO Dominique Stumpf.

For many years there was an understanding that if you needed 
to bring your dog to work for a day, it was fine. Having a dog 
greet you at the door was an exception rather than a daily occur-
rence. But after a few well-behaved pups started coming every 
day, NPMA formalized a “Dog Friendly Workplace Policy.” “The 
policy was not created in response to an incident, rather we wanted 
to make sure the practice of having our furry friends at work would 
be fair and safe for years to come,” says Stumpf.

the pOlICy
The Dog Friendly Workplace Policy ensures the office is a pro-
ductive work environment that is safe and fun for employees and 

animals alike. In order to bring their dogs to work, even if it’s 
just a day or two a year, employees need to submit an application 
that covers the topics of vaccinations, training, and disposition. In 
addition, employees must agree to hold an insurance policy that 
covers dog bites and communicate with the “Dog Deputy” when 
they want to bring in their pet to ensure there are never more than 
4 dogs in the office at once.

the pROs
“Nothing takes the edge off a stressful meeting like having a dog 
give a big ol’ yawn and roll over on his back to stretch. Just being 
around them takes the edge off,” says NPMA employee Megan 
Moloney. 

In addition to stress reduction, having dogs around promotes em-
ployee bonding. People who don’t usually work together will take 
a moment to chat while giving a belly rub. 

When employees post pictures of office dogs to social media, 
inevitably friends comment “I wish I worked there!” In today’s 
tough job market, anything thatgives an employer an edge is great. 
NPMA would accommodate an employee, vendor or visitor who 
doesn’t like dogs, but so far this hasn’t been an issue.

the COns
Luckily, having a policy in place has proactively protected NPMA 
against liability, fairness issues and having dogs that are more 
stressed at work than they would be at home. Even though most 
people in the office of 25+ employees have dogs, people know 
their pets and understand that not every dog is suitable for a work-
place. “As we learn little things, we update the policy. For ex-
ample, no squeaky toys,” says Stumpf.

Inevitably, having lots of dogs in the office adds a level of aller-
gens and dirt, so NPMA has the carpets cleaned at least once a year 
and carpet cleaner is on-hand just in case there is an accident. The 
only other ever-present concern is making sure the dogs that come 
often don’t get fat. Most employees keep treats in their desks. 
From time-to-time owners need to put a pause to the treat-giving 
or provide healthy treats in lieu of pup-peroni!

Please contact Sandy or your Seay Management Consultant if you 
have any questions or concerns when dealing with employment is-
sues. Seay Management Consultants are under retainer by DLI to 
assist DLI/SEFA members in HR and Management issues. 

thE SEay managEmEnt rEport.. .
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past DlI presidents Invited to Recent DlI Meetings
alliEd tradE updatE.. .

ElEVEn paSt prESidEntS (Four oF which hailEd 
From SEFa) gathErEd at thE laurEl, md, hEad-
quartErS oF thE dryclEaning and laundry 
inStitutE laSt month, during thE Fall Board 
mEEting hEld in conjunction with thE pEnn-
SylVania and dElawarE clEanErS aSSociation 
tradE Show in nEarBy BaltimorE.

The past presidents toured DLI’s facility and caught up with their 
colleagues and the DLI staff and were invited to attend the fall 
board meeting and share input and perspectives with the current 
board.

Pictured in the front row starting from left are Lang Houston 
(2001-2002), Crest Cleaners, Cocoa Beach, FL; Ed Robinson 
(2008-2009), Ed Robinson Laundry and Drycleaning, Columbia, 
SC; Donald Fawcett (2005-2006), Dependable Cleaners, Quincy, 
MA; Jim Nixon (1992-1993), Nu-Way Cleaners, Greely, CO; Eric 
Kloter (1999-2000), Swiss Laundry, Rockville, CT. 

In the back row are Allan P. Johnson III (2014-2015), Peerless 
Cleaners, Corpus Christi, TX; Rick Kasperbauer (2010-2011), 
Kasperbauer Cleaners, Carroll, IA; Dan Martino (2004-2005), 
Martino’s Master Drycleaners, Kenosha, WI; Greg Myers (2015-
2016), Southside Cleaners, Lakeland, FL; David Beatty (2016-
2017), Murrysville Cleaners, Murrysville, PA; and Gary Dawson 
(2005-2006), Belleair Bluffs Cleaners, Belleair Bluffs, FL.

We are very proud of the SEFA legacy,” observed Don Holecek, 
SEFA President, “of sending great representatives to the DLI 
Board.  The fact we have such a great turnout of past DLI Leader-
ship really demonstrates SEFA’s commitment to the industry.  I 
really applaud all these representatives for their time, devotion and 
leadership throughout the years.  DLI has had some rough times, 
and it is these very individuals who helped steer us through and 
helped us retain our foundation as the leading association for the 
laundry and drycleaning industries.  Thank you!”

Text Label Printer
Permanent Clothing 
Label Cartridges 
Eliminate paper tags 

Scanner/barcode
Pre-printed sequentially numbered 
heat seal barcode labels in one 
day, Four sizes with or without 
a side stripe

Heat Seal Presses
You Deserve the Best! 
The Ultimate Heat Seal Machine
  Choose from 3 models, 7 interchangeable   
   lower platens, single or dual heat
        115V or 230V    2 Year Warranty
           Proudly Made in the USA • Built to OSHA Standards

Save Time, Labor and Money 
with EzProducts

Stop Shaking Out Shirts 
Genuine MBH Rope-Ties 
& Zip-Ties
Five Colors available for special handling, finishing or routes

Molly the 
HangerDolly 
Easily store 
and transport 
500 hangers

EzLabelOff 
Removes heat 
sealed labels from 
most fabrics

Toll Free

877.906.1818
www.ezpi.us
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For all your dry cleaning, laundry and janitorial supplies 

Now is the time to switch 
to paperless! 

GO GREEN  
GO PAPERLESS 

Stay in Control, Connected and Informed digitally 

With all of the tools available now 
you can easily manage your account in one place   

you do not need paper anymore! 
 

stay Connected 
Get up to date 

technical guidance, 
download safety 
Data sheets, get 
easy access to 
events, helpful 

links and useful 
documents.  

Thank you for supporting our initiative to 
 

Go Green , Go Paperless 
 

    Contact us at info@fabricleansupply.com to enroll 
 

 

stay in Control 
Access your 

accounts payable, 
review invoices and 
monthly statements 

and pay 
electronically from 
virtually anywhere, 

anytime! 

stay Informed  
have everything 

you need, all in one 
place, for easy 

reference, tracking 
and budgeting. stay 

on top of your 
orders and 

payments by 
having an e-mail 
notification when 

they happen. 

By enrolling in FabriClean paperless e-Communications, I agree to receive my statements and other 
documents electronically. I will receive an email when my statement or notice is available to view online. 

 

thE Florida dEpart-
mEnt oF EnViron-
mEntal protEction 
haS iSSuEd itS nEw 
2019 compliancE cal-
Endar, and it iS now 
aVailaBlE on thEir 
wEBSitE, and haS 
alSo BEEn linkEd on 
SEFa.org.  

The Florida DEP, in cooperation with the Florida Drycleaners Co-
alition was the first state to develop the Compliance Calendar that 
has now been picked up by many other states across the country  
The Calendar provides a perfect record keeping tool to ensure your 
continued compliance.  There are provisions for all the required 
data in one handy booklet that can be taken down at the end of the 
year and stored for the mandatory 5 year period.

“Record keeping violations,” commented Peter Blake, SEFA Ex-

ecutive Director, “are the most common state and federal viola-
tions in the drycleaning industry.  Even if you are not in Florida, 
this tool can help you get your plant in compliance.”

The Calendar features reminders on the three most important areas 
of concern:  tracking monthly perc purchases, recording your tem-
perature gauge readings, and recording your leak checks. 

“This is a perfect opportunity for all drycleaners to review their 
compliance status,” offered Blake, “and in this business climate 
-- I urge everyone to do so.  I have seen more aggressive enforce-
ment up and down the east coast, and I shudder at the thought of 
our members being unprepared.  This calendar, while produced for 
FL drycleaners is useful in every state, and most of the check list 
items are federally mandated.  SEFA has other compliance tools 
available on its website or by request for OSHA regulations as 
well other regulatory programs.  If you have questions, call.  We 
are here to help!”

SEFA has posted a copy of this Calendar on www.sefa.org.  If you 
need assistance, please call Peter Blake at 877-707-7332.

2019 Compliance Calendars now Available
rEgulatory aSSiStancE.. .



What does your business need to do  
to become EMV® compliant?

Avoid Liability.
Starting October 2015, if your business does not use EMV equipment and a data breach  

or a counterfeit transaction occurs, you may be held financially liable if you have not upgraded. 

Increase Security.
New credit and debit cards will use a chip that generates unique data for each transaction, 

making it much harder for criminals to duplicate card information and steal data.

Save Money.
Using EMV-compatible equipment may help lower your processing expenses  

by potentially reducing compliance fees.

Upgrade your equipment. Call 800.613.0148  
or email DLIStatements@TransFirst.com today! 

*$199 terminal purchase offer valid for new TransFirst customers only. Terminal offer expires May 31, 2015. All accounts subject to credit approval; 
some restrictions or exclusions apply. EMV is a registered trademark in the U.S. and other countries, and an unregistered trademark in other countries, 
owned by EMVCo. TransFirst is a registered ISO/MSP of: Wells Fargo Bank, N.A., Walnut Creek, CA, and Synovus Bank, Columbus, GA, for Visa® and 
MasterCard® transactions only. TF3893a_DLI0315AD

nail down your
emv STATUS TODAY
WITH A $199 TERMINAL OFFER.*

Let TransFirst® help you

($495 Value) 
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A-1 pRODuCts, InC
Birmingham, AL
(205) 787-1403

www.a-1products.com

A.M. CheVy eQuIpMent
Pompano Beach, FL

(844) 802-3247
drdrycleaning.com

ApeX InsuRAnCe
Delray Beach, FL
(561) 272-9683

www.fortheinsured.com

ARROW leAtheRCARe 
Kansas City, MO

800-542-7769 

CentRAl eQuIpMent COMpAny, InC
Columbia, SC

(803) 779-2390
centralequip.com

CleAneRs supply
Conklin, NY

(800) 568-7768
cleanersupply.com

COMpAssMAX
Falmouth, ME
(207) 781-5590

www.compassmax.com

enVIRO FORenICs
Indianapolis, IN
(317) 972-7870

www.enviroforensics.com

epsIlOn plAstICs
Marietta, GA

(770) 578-4228
www.sigmaplastics.com

ezpRODuCts InteRnAtIOnAl, InC
Wauchula, FL

(863) 735-0813
www.ezproductsinc.com

FABRICARe MAnAGeMent
Acworth, GA

(888) 299-9493
www.fabricaremanager.com

FABRICleAn supply
Decatur, GA   770-981-2800 

Columbia, SC   803-776-7988 

Tampa, FL  813-623-3553 
Jacksonville, FL   904-696-7688 
Nashville, TN   615-254-5192 
Knoxville, TN  865-689-1221 

Birmingham, AL  205-251-7272

FABRIteC InteRnAtIOnAl, InC
Lutz, FL

(813) 990-7401
www.fabritec.com

Fh BOnn COMpAny
Lawrenceville, GA

(678) 472-6202
www.fhbonn.com

GulF stAtes lAunDRy MAChIneRy
Alpharetta, GA
(770) 343-8455

www.gslaundry.com

heARtlAnD pAyMent systeMs
Clarksville, MD
(352) 246-4600

www.heartlandpaymentsystems.com

InDustRIAl eQuIpMent & supplIes
Miami, FL

(800) 969-4766

InteRstAte CheMICAl
Lakeland, FL

(863) 607-6700
www.interstatechem.com

JCz COnsultInG
Mt. Gretna, PA
(717) 507-4607

www.janezellers.com

KReussleR, InC
Tampa, FL

(813) 884-1499
www.kreussler.com

lAunDRy pRO OF FlORIDA
Lakeland, FL

(813) 300-7148

M&B hAnGeRs
Leeds, AL

(205) 699-2171
www.mbhangers.com

nIe InsuRAnCe 
St. Louis, MO 

(800) 325-9522 

www.nie.biz

n.s. FARRInGtOn & CO.
Winston-Salem, NC

(336) 788-7705
www.nsfarrington.com

R.R. stReet & CO., InC
Naperville, IL

(630) 416-4244
www.4streets.com

sMIth BROtheRs
Chapel Hill, NC
(252) 793-2579

the ROute pRO 
1-877-DR-ROUTE 

www.theroutepro.com

seItz, InC.
Tampa, FL

(813) 886-2700
www.seitz24.com

steIneR-AtlAntIC CORp
Miami, FL

(800) 333-8883
www.steineratlantic.com

unI CleAn DIReCt, llC
Cleremont, FL
(321) 297-4286

www.unicleandirect.com

unIOn DRyCleAnInG MAChInes
McDonough, GA
(404) 361-7775

www.uniondc.com

W.A.G. eQuIpMent llC
Mount Juliet, TN
(615) 830-5959

www.wagnashville.com

WhIte COnVeyORs, InC
Cary, NC

(800) 524-0273
www.white-conveyors.com\

WIllCO FORMs
Mike Fleming

(800) 375-3676
Golden City, MO

2018 SEFa’S alliEd tradES.. .

these suppliers support the work of SEFa as allied trades 
members. when you need supplies, equipment or other goods 
or services, contact a SEFA Member first. 



It can be alarming to learn that your dry cleaning 
business might be responsible for unintentional 
environmental contamination. This news doesn’t 
have to ruin your reputation or your savings. Let us 
defend your business, clean up the contamination, 
and restore your property value at little to no cost 
to you. We take care of all of this, so you can stay 
open and run your business.

WE FIND FUNDS. 
WE CLEAN UP. 

YOU STAY OPEN.®

866-888-7911
enviroforensics.com/

stay-open

®


