Headlines

NEFA'’s In-Person “Profit Fest”
Conference Coming in October

NEFA IS EXCITED TO ANNOUNCE “PROF-
IT FEST. HOW TO MAKE MONEY IN THE
DRYCLEANING BUSINESS” IS COMING TO
WAKEFIELD, MAON OCTOBER 28, 29 & 30.

“Profit Fest” is a unique blend of educational ses-
sions, exhibits, and networking opportunities de-
signed to help attendees prepare for the new op-
portunities facing our industries.

“This is exciting to be able to bring live programs
back to the membership,” Offered President Larry
Fish. “It has been too long, and we really want to provide a great experience for all our
members. This will be one of our best programs yet, and I think it will be one of the best
attended. I am sure most drycleaners and small businesses are feeling isolated, and need to
rekindle that strong sense of Community. This will be the perfect opportunity.

“We changed the name slightly from the more traditional “Fall Fest” to reflect the need to
focus on certain management areas, “offered Executive Vice President Peter Blake, “and I
know every attendee will benefit from the program.

GREAT SPEAKERS

Profit Fest will feature some of the best speakers in the industry -- as well as some new
perspectives. Included in the program will be Jason Loeb of Sudsies in Miami, FL., Da-
vid Coyle from In the Bag Cleaners and Maverick Marketing, Puzzle HR, and this years
Drycleaner Spotlight will be Rechelle Balanzat from Julliette’s Cleaners in Manhatten, NY.

TABLETOP EXHIBITS

Once again, Profit Fest will feature exhibits from the most progressive, diverse, and in-
novative allied trades in the industry. These vendors will showcase products, services, and
equipment that will help you realize greater profits and productivity.

COMMUNITY

One of the greatest benefits of membership and conferences like these are the opportuni-
ties to network and learn from your peers. Profit Fest includes some great opportunities to
connect with old friend and meet new ones. We will have the ever popular Silent Auction,
a great cocktail reception, a blend a brainstorming lunch.

Save the Date, and check nefabricare.com for registration
information and updates

North East Fabricare Association
www.nefabricare.com
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EXECUTIVE DIRECTOR’S MESSAGE...

Make the Most of CLEAN ‘22

| HOPE YOU HAVE MADE YOUR PLANS
TO ATTEND CLEAN. | WANTED TO PRO-
VIDE SOME INSIGHT INTO ORGANIZING
YOUR THOUGHTS AND PUTTING SOME
SYSTEMS IN PLACE TO TAKE ADVAN-
TAGE OF ALL YOU HAVE SEEN AND EX-
PERIENCED IN ATLANTA.

If you are like me, you go to these events and you
get caught up in the excitement and the positive
feelings. I admit it, I get re-energized and filled
with a desire to improve everything. 1 get that
feeling I am going to come back to the home of-
fice and light the world on fire with all these great
ideas. All the new programs and services I have seen. I am ready to strive forward.

!
Peter Blake,
NEFA Executive Director

Then I get back, I am hit with the same pressures issues and challenges I left. I get
dragged back into the same routines and bad habits. I have all great intentions of
implementing new programs and policies, but I never seem to make that jump. You
know what they say, “The Road to Hell is Paved with Good Intentions”

We all do the same thing. We lose focus and lose the energy and have a trouble recap-
turing the momentum we started to feel. Here are some ways to keep on track, and to
keep your focus.

EDUCATIONAL SESSIONS:

It is a great idea to take copious notes. Review them when you get back to the hotel.
Decide what is important to you. I think for the most part we all do that. Now take
it one step further, for each educational session you attend. Deiced on 3 take-a-ways.
Three key concepts that resonated with you and you want to take back and implement.
Take those three concepts, just the headlines -- not the details, and post them on a sepa-
rate list combining key concepts from each program you attend. Then when you have
the list, think about a key staff person in those areas that would implement those ideas
and make their name down next to it. That will remind you to discuss the program
with them. Next rank the ideas on a scale so you know which are the most important,
best value, and will have the greatest return.

When you get back to the plant, make it a priority to meet with those staff people you
have highlighted in those areas to review the broad ideas and to get them thinking of
possible implementation strategies. That way you will have a greater likelihood of
staying on top of the ideas that are most important.

Don’t get overwhelmed with too many great ideas and projects. Prioritize them. Look
at what you feel will have the most impact. If you come back from Clean with a
notebook of ideas, it can be daunting to go through and you can get paralyzed by over
commitment and over analyzation.

VISITING EXHIBIT BOOTHS:

When you are on the show floor, you are going to see new products, services, equip-
ment, automation devices, and more. You will see the best the industry has to offer.
Everyone has a cell phone now, so use it. Take pictures with a purpose. When you see
a piece of equipment that you like, an innovative service, or even some new supplies

Continued on page 4
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Making the Most of Clean ‘22

Continued from page 2

that catch your eye: document it. Take a picture of something that
will remind you WHY it caught your interest. Your pictures should
trigger a recollection of what you found special. Take a video of
someone demonstrating it. Have a record you can refer to.

I bet many of you are just like me and can’t remember names or
people. Take a picture not only of the service or equipment, but
snap a picture of the salesperson you spoke with so you can go
back and continue the conversation.

If you find something you are intent on investing in, after you take
the picture text it to a key manager telling them something like,
“just saw a great piece of equipment to help increase efficiency.
Ask me about it when I get back”. That way they will also begin
to get invested in the idea and will help you start implementation.

SOCIAL EVENTS:

There is so much value to be had throughout the entire Clean Show
Experience including all the off-floor activity. The cocktail par-
ties, the company dinners, etc. Make sure you go to DLI/TCATA
reception on Saturday night where you can meet your peers from
around the country. I have a terrible memory at times, so don’t
be afraid to take a few pictures of people you meet and make sure
you have their name badge in the picture. That way when you are

back at work a couple weeks later and you have a question for that
person, you can look back and see who it was and how to contact
them.

The real key to taking advantage of the opportunities you will find
at Clean or any event like this is to be organized. You will return
to your own operation and be ready to make all the changes you
have envisioned. You will be ready to invest in your company, but
all too often we lose that momentum and weeks go by before we
start to implement the programs. All too often we never take the
steps necessary because we either have forgotten or don’t have the
same drive we initially felt.

Don’t let that happen to you. Document the best ideas. Work to
get buy-in from your key staff. Make sure you have proper docu-
mentation and information to get the help you need to succeed.
Conferences like this can be a great opportunity, but only if you
act.

Peter Blake

Peter@nefabricare.com
(617) 791-0128

powered by

BUSINESS SYSTEMS

* Proud supporter of the industry since 1991

+ Operate your POS and Plant the way you

want, not the way your software wants you to

- Flexible and easy to use

* Let technology improve your operations,
delivery and the customer experience

comH‘aasxs

SPOT Business Systems is the most
comprehensive and complete system available.

www.SPOTpos.com - (801) 208-2212
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IDEAS THAT WORK...

Inspect What You Expect

HAVE YOU TOLD
YOUR EMPLOYEES
WHAT IS EXPECTED
OF THEM? ARE YOU
MAXIMIZING THE PO-
TENTIAL OF YOUR
STAFF?

Many owners and man-
agers never tell their
employees what level of
production is expected of them. Put yourself in your employee’s
place. How much would you do if you did not know what was
expected? Without a standard to meet, many employees will not
be fully productive, and instead the likelihood is they will make
the hours fit the workload.

commented
NEFA Executive Director Peter Blake, “and it continues to be an
important topic. On average, what production level can you rea-
sonably expect. One of the keys I find is that anything measured
seems to grow. If you aren’t inspecting the production levels --
or counting and evaluating, the minute you start, production will

“This is one question we are continually asked,”

likely increase. When you stop inspecting and counting, over time
you tend to revert back and counts will go down. In order to keep
people mindful, and aware -- you have to Inspect what you expect.
You have to measure the results you want to achieve. It is just
human nature to strive to hit a target, but only when the target is
being measured.”

DLI has produced some great information on production standards
including averages that you can use as a rule of thumb. The infor-
mation on how to measure production, and how to set standards is
covered in Technical Operating Information No. 674. It is avail-
able on the DLI’s “Encyclopedia of Drycleaning” of you can get
a copy by contacting Peter Blake (617-791-0128, peter@nefabri-
care.com).

“Understanding your current production and your potential pro-
duction can be critical to your success. Keeping in mind the ad-
age: INSPECT what you EXPECT can really help you maximize
your resources. If you need advice or help, call Peter Blake at
617-791-0128.

Do you have an idea you would like to share? E-mail it
to peter@nefabricare.com

Robert Aldrich
President

CLEANU® ®TETCH

ALDRICH

EQ U1l PMENT

SALES AND SERVICE FOR THE FABRICARE INDUSTRY

CLEAN e FAST e EFFICIENT

ONE CALL DOES IT ALL!
Serving NE Dry Cleaners and Laundry Operators — 42 Years
In House Design and Layout Department
New Equipment Sales and Installation
Expert Repair and Technical Services
Centrally located in New England
Full Parts Department

ONE CALL DOES IT ALL
Highly Trained Installation Technicians — Arrive on Time
Workmanship and Finish — Highest Quality
Customer Satisfaction — Top Priority
Downtime — Kept to a Minimum
Job Site — Left Clean and Neat

FOR PEACE OF MIND ONE CALL DOES IT ALL

Direct: 774.670.4512

e-mail: baldrich@aldrichcleantech.com
ALDRICH CLEAN TECH EQUIPMENT CORP
Worcester, MA 01603
www.aldrichcleantech.com

Guaranteed!

OUR 42nd YEAR!
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EDUCATION UPDATE...

DLI School to Host Introductory and Advance

Courses in August

THERE IS STILL TIME
TO REGISTER FOR
UPCOMING CLASS-
ES TO BE HELD AT
THE DRYCLEANING
AND LAUNDRY IN-
STITUTE’'S SCHOOL
{ OF  DRYCLEANING
TECHNOLOGY IN
LAUREL, MD.

DLI is the industry leader in all fabricare training. Their combina-
tion of classroom, practical, and virtual training allows students
to master lessons in an optimal environment. Lectures provide
instruction students apply on the latest industry equipment to de-
velop and reinforce their new skills.

INTRODUCTION TO DRYCLEANING

Summer courses will start with the association’s signature “Intro-
ductory to Drycleaning” course geared toward helping those with

MEMBER BENEFIT...

Join the Conversation

EVERY TUESDAY MORNING AT 11:30 EST, CLEANERS
FROM ACROSS THE COUNTRY JOIN TOGETHER ON
DLI/MAC’S PEER-TO-PEER CALLS.

The calls are designed as an open forum for members to ask ques-
tions, pose thoughts or ideas, and to voice concerns over the latest
happenings. On the calls, people share their ideas, problems and
successes. Some of the cleaners who participate have very large
operations, while others have only one location and just a couple
of employees. But, they all say they gain meaningful information
to help their business succeed in difficult times.

“This is one of the best new programs developed for our mem-
bers,” offered peter Blake, MAC Executive Director. “It is a great
way to get feedback from the people that are facing the same chal-
lenges, the same issues and are trying to accomplish very similar
goals. You have tis community of people ready and willing to
offer their experience, and I hope you will take advantage of it.
One of the best benefits membership gives you is access to a tre-
mendous community of people who are invested in your success.”

The calls start at 11:30 a.m. EST. To join, go to:

https://us02web.zoom.us/j/84063392764
Dial by your location: 929 205 6099
Meeting ID: 840 6339 2764

7 | NORTH EAST FABRICARE ASSOCIATION

only a year of industry experience or less.

Topics include: sorting drycleaning loads; operating a drycleaning
machine; cleaning silk, satin and other fabrics; removing coffee,
ink, grease and other stains from clothing; pressing pants, coats
and skirts; and using tensioning equipment to improve finishing
quality. It will take place during the week of Aug. 8 to 12.

ADVANCED DRYCLEANING

On the heels of that course, DLI will present its two week “Ad-
vanced Drycleaning” class from Aug. 15 to 26 for graduates of its
introductory course or individuals with a few years of experience
in the industry.

The comprehensive course will cover additional topics such as
fabric identification, wetcleaning items, customer service tech-
niques, industry regulations, plant workflow and much more.

Tuition for each course varies depending on DLI membership lev-
el. For pricing and other information, as well as registration, visit
dlionline.org.

cleaners

SUPPLY

Low prices on
every product...
® every day.

Huge selection * u"
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iv’ PRODUCTS
{

EXTRAORDINARY
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Place your order by

We're always here to

offer expert advice!
5:00PM (your time) and

we'll ship it' FAST
swev Sl DELIVERY,

20,000 PRODUCTS IN STOCK.

Product Order Line: 1-800-568-7768 Korean Speaking 1-800-368-7768
www.cleanersupply.com ©2016 Cleaner’s Supply, Inc.




BUSINESS ASSISTANCE...

Insurance 101: How to Evaluate Coverage

By: Jackie Smith, Insurance Expert formerly of Henderson Insurance, columnist for Cleaner & Launderer

DON'T SKIP THIS ARTICLE BE-
CAUSE YOU THINK IT WILL BE BOR-
ING OR YOU ARE INSURANCE SAV-
VY AND KNOW WHAT YOU NEED TO
KNOW. | HAVE WORKED IN THE IN-
SURANCE INDUSTRY (AS WELL AS
OWNING MY OWN DRY CLEANING
PLANT) FOR TOO MANY YEARS TO
COUNT.

Insurance policies are filled with too many words for the average
person to understand and if you ever tried to read it, you would
definitely fall asleep. I am going to try to be brief and hit the high-
lights of what you need to know. Some will be things you have
never thought about. If you have additional questions, you need
to call your Insurance Agent. There are many Insurance Agents
around but the best business decision you can make is choosing
an agent who knows your business. You might feel an allegiance
to your brother, sister or cousin who is an Insurance agent but do
they REALLY know your business and what you need? It may not
seem important but in the event of a claim, this could be devastat-
ing. You can afford to pay a customer for a $100 blouse but you
need the best protection in the event of a CATASTROPHIC loss.

I dealt with dry cleaner business owners every day. Here are some
of the everyday questions I received and answers to some of them
so you can have some insight into what to expect of your Policy.

CUSTOMER CLOTHING (Bailee): Itis a VERY important cov-
erage that you must have on your policy. Agents who are not fa-
miliar with the dry cleaning industry frequently do not understand
this coverage and only provide a minimum amount, if any. Make
sure your policy has this coverage. In addition, your customer
clothes need to be covered for PROCESS DAMAGE, MISSING
CLOTHES, and CLOTHES IN TRANSIT (you may have routes).
An Insurance agent unfamiliar with the dry cleaning business
might not realize how important this coverage is. Unlimited bailee
is the best possible coverage so ask for it. The Insurance industry is
changing. Previously unlimited bailee coverage was easy to find.
Now the Insurance Companies are setting limits on the bailee cov-
erage. Review your inventory values to determine the amount that
is adequate for you. Just make sure your policy has this important
coverage.

DEDUCTIBLES: Almost every coverage has a deductible. Busi-
ness personal, property, customer’s clothes, money, signs, glass
coverage all have deductibles. Try to live with the highest deduct-
ible you are comfortable with. Higher deductibles means money
in your pocket since the Companies will give additional credits for
these higher deductibles. Business income/interruption coverage
also has a deductible. This deductible is measured in terms of
hours. Yes, hours. Before the coverage applies, you can have any-
where from 24 hour to 72-hour delay before the coverage applies.

LIABILITY: All of the business owner’s policies include liabil-

ity coverage. Your landlords are instrumental in determining how
much liability coverage you must have. Landlords require a cer-
tain limit which you must maintain. It is important to discuss your
liability limits with your agent. He/she is equipped to recommend
the best coverage for you.

CHANGES IN YOUR BUSINESS: Being the busy business own-
er that you are, often you do not think of notifying your Insurance
agent of any changes you have made. Did you buy new equip-
ment? CALL YOUR AGENT. If you were to have a large fire loss,
you need to have this equipment covered. Make sure your equip-
ment values are up to date. Did you move or close your location?
CALL YOUR AGENT. Policies need to be cancelled properly or
you may be subject to additional premium due. Did you incorpo-
rate, or form an LLC? CALL YOUR AGENT. Did you finance
a new piece of equipment or pay off an existing contract? CALL
YOUR AGENT. In the event a loan in paid off, it is important to
notify your agent. I had an insured who did not inform us that he
paid off a finance contract. He had a major loss and that finance
bank was named on his settlement check. It was taken care of but
it resulted in time wasted for him. Did you sell your business or
buy anew one? CALL YOUR AGENT. Again, policies need to be
cancelled properly. Otherwise this could result in earned premium
that you will be responsible for.

EQUIPMENT BREAKDOWN COVERAGE: Mechanical break-
down coverage is a coverage on many dry cleaner policies. If the
machine is not working because of wear and tear or rust and corro-
sion, THERE IS NO COVERAGE. The coverage is not meant to
be a “maintenance” policy. If your equipment is old and worn, it
will NOT be covered. And more importantly, if you do not main-
tain your boiler (water softener program), don’t expect the Insur-
ance company to pay. Scale build up or holes in the coils are gen-
erally considered wear and tear. Occasionally a claim is paid in
error under this coverage. Insurance companies do make mistakes

WORKER COMPENSATION: Most States require this coverage
if you have employees. The premium is based on the amount of
payroll you have. These policies are auditable. This means when
the policy is issued, you give your best estimate of what you expect
your payroll to be for the next 12 months. At the end of the policy
term, the Company will ask for your actual payroll. Some Compa-
nies only want a 1 page sheet completed. Some Companies want
a questionnaire and copies of your 941 forms. Some Companies
want to come out and see your payroll records. If your payroll is
higher than estimated, there will be money due. If it is lower, you
will get money back. DO NOT IGNORE THIS AUDIT. If you
do not respond to the audit inquiry, the Company will process an
“estimated” audit. This audit is approximately 15% higher than
the estimated premium. You will be responsible for paying it. SO
always comply with the final audit request!

This is a short summary of a complicated subject. It is imperative
you deal with an experienced professional. Your personal Insur-
ance agent may not be able to handle the coverage needed for your
business. If you are unsure where to go to find an agent, contact
your Dry Cleaner Association for some recommendations.
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In the same amount of time that it takes you
to read this, you could have started a pickup

and delivery service for your business

GROW with CleanCloud

Learn mora at httpe/clsancloudapp.com/grow
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“| saved 25% on press pads just
for renewing my DLI membership.
That’s $995 of real money our
business saved. New members
save even more.”

S

u - John Mertes,
Operations Manager at
é Ziker Cleaners, South Bend, IN

DLI Membership Pays You Back

Start your DLI membership in 2022 and receive gift certificates worth
more than $2,000 from these industry manufacturers and suppliers:

BeCreative360 Luetzow Ind. Poly Factory Direct
Cleaner’s Supply Memories Gown Preservation
EnviroForensics and PolicyFind NIE Insurance

EzProducts International, Inc. The Route Pros

FabriClean Supply Sankosha USA, Inc.

Fabritec International SPOT by Xplor

GreenEarth Cleaning Unipress Corporation

Kleerwite Chemical United Fabricare Supply, Inc.

DRYCLEANING & LAUNDRY
INSTITUTE INTERNATIONAL

Join now at DLIonline.org/Membership or call 800-638-2627
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2021 NEFA ALLIED TRADES...

Platinum Members

ARISTOCRAFT OF AMERICA ALDRICH CLEAN-TECH EQUIPMENT CLEAN CLOUD
Oxford, MA Robert Aldrich 774-670-4512 Ken Sarni
(508) 987-6444 Worcester, MA ken@cleancloud.com
www.aristocraftsupply.com www.aldrichcleantech.com www.Cleancloudapp.com
SANKOSHA ENVIROFORENSICS
(847) 427-9120 866-888-7911
Elk Grove, IL Indianapolis, IN
www.sankosha-inc.com www.enviroforensics.com
Gold Members
EZPRODUCTS INTERNATIONAL, INC SPOT BUSINESS SYSTEMS UNITED MINERAL CORP
Diane Rue Wash Respess Michael Prelevic
(863) 767-0155 (801) 495-1200 (917) 420-6863
www.EZProductsInc.com spotpos.com WWW.Umecorp.com

Silver Members

CLEANERS SUPPLY PUZZLE HR
Rebecca Hardin Sue Boardman
Conklin, NY (603) 714-2112
800-568-7768 www.puzzlehr.com
www.cleanersupply.com

Associate Members

FABRITEC INTERNATIONAL, INC TAILWIND SYSTEMS UNION DRYCLEANING PRODUCTS
Lancaster, MA Westford, MA McDonough, GA
(978) 733-1194 Don Desrosiers (508) 965-3163 Jack Burnett
www.fabritec.com www.tailwindsystems.com www.uniondc.com
THE ROUTE PRO GODES, SCHAFFER & CO
Edgarton, MO Stoughton, MA R.R. STREET & CO., INC
James Peuster, (877) 377-6883 Arnold Schaffer, CPA Naperville, IL
www.theroutepro.com (781) 344-9000 ext. 106 Brian Massey
www.4streets.com
YANKEFj EQUIPMENT M&B HANGERS
Barrington, NH Leeds, AL UNIPRESS, INC
(603) 868-6691 (205) 699-2171 Tampa, FL

Bill Kahan, (813) 334-9891
WWWw.unipresscorp..com

www.yankeeequipment.com www.mbhangers.com

These suppliers support the work of NEFA as Allied Trades Members.
When you need supplies, equipment or other goods or services, please

contact a NEFA Member first.
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The Only Full-Service Distributor in New England

. Full Product Line

. Competitive Prices
. Knowledgeable Staff
. Timely Deliveries S &
. Limited Backorders S
. Accurate Billing
. We Stand Out In A Crowd!

« Customer Friendly

Policies www aristocrafisupply.com « Call toll free (800} 875-0479

i

NORTH EAST FABRICARE ASSOCIATION
A DRYCLEANING & LAUNDRY INSTITUTE PARTNER
P.O. BOX 920
PELHAM, NH 03076

For up to date news and information,
visit us at www.nefabricare.com!




