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NEFA Pressing Class a Great IANUARVIFEBRUARY, 2015
Success

NEFA STARTED THE YEAR
OFF RIGHT WITH A GREAT
DRYCLEANING FINISHING
PROGRAM HELD IN QUIN-
CY, MA.

“We are looking to make Educa-
tion a cornerstone of our menu of
membership benefits in 20197,
stated Peter Blake, NEFA Ex-
ecutive Director, “and this got us
started on a very positive note.
This is just the beginning of our
program and we are looking to
having more classes, and more educational opportunities throughout our area. Next up are
Professional Stain Removal 101 and then an Advanced Stain Removal program. Plans are ) ,
underway to bring the pressing class to upstate New York in the near future. This is very President’s Message: Start the Year

exciting for us.” Off Right .....coooviiiiiiiiiiiee 2

PROFESSIONAL .DRYCLEANING FINISHING . Worcester Drycleaner Fined $84,000
This program was limited to only 12 attendees as the hands -on program was designed for by MA DEP 4
maximum personal instruction. The sold-out program featured attendees from Massachu- A
setts and Connecticut, and all of who raved about the program.

IN THIS ISSUE

NEFA Attends Sanitone Licensee
“This was terrific, just what we needed,” observed attendee Art Wald. “We certainly got Conference ... 5
a lot out of it, and really were impressed with the instructor and the program. We would

definitely send more people to the next one, and would even like to host the program.” o )
Minimum Wage increases

The class was led by Training Expert David Grippi, who also had some assistance from Take Effect .o 6
long-time training expert Ken Grippi. The class focussed on speed, production -- and
maintaining quality.

Are all Cleaners the Same, or Does
“This was a great class”, concluded Blake, “and David did an excellent job sharing his Price Indicate Quality?..................... 8
expertise and experience with the group. He was able to stress the importance of not sacri-
ficing quality for production, while demonstrating ways to be more effective. It is amazing

how just a few tips can increase overall efficiency.” How Clean is Clean

Enough? Pt. L. 10
Dependable Cleaners was a perfect place to hold the program as there was ample space
around the presses, and afforded attendees the ability to use the equipment and demonstrate Allied Trade Members ... 1
the skills being taught. Keep watch for the next programs coming soon by visiting NEFA’s
website: www.nefabricare.com.
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PRESIDENT’S MESSAGE...

Start The Year Off Right

AS THE NEW YEAR HEADS INTO
FULL SWING, WE NEED TO LOOK
AT WHAT WE WANT TO ACCOM-
PLISH THIS YEAR.

I like to view each new year as an op-
portunity to evaluate my business, see
where we can improve, and determine
where we can make some changes to
keep improving.

Lets face it, we can always improve. We
can do things to be more efficient, t0 | a7 Fish, NEFA President at NEFA's Fall
produce higher quality, and to increase  Fest Management Conference

sales. I know we all struggle at times,

but we need to look at these challenges with an open mind, and learn how we can
overcome.

Last year I was able to install Solar power for my plant. That was a HUGE boon for
my business. It saved me a lot of money, with very little cost and exposure. I learned
of the program by attending and taking advantage of educational opportunities. The
company was featured at Fall Fest last year, and I hope people are investigating the
possible benefits for their plants. If you want to learn more, call me.

I am also concerned that numbers are flattening out for cleaners in terms of piece
counts. NEFA and DLI have great programs to help members answer those challenges
and to take advantage of the opportunities out there. Contact NEFA if you need as-
sistance. NEFA is planning great classes in 2019, and we should all take advantage of
the opportunity. Start 2019 off right, and look inward at your business. Identify areas
you need help with, and let us know. NEFA is ready to help!

Larry Fish

Pier Cleaners
(401) 789-2333 / Piercleaners@piercleanersri.com

RICHARD G. STONE
JUDITH STONE

DRy CLEANING CONSULTANTS

BuYING AND SELLING DRY CLEANING BUSINESSES

* BusiNEss BROKERAGE ° Exit PLANNING
e CONSULTING SERVICES ¢ EVALUATIONS/APPRAISALS

Serucng the Northeast
40 Years of Dry Cleaning Erperience

BRrRINGING PeEoPLE TOGETHER FOR MuTuaL PROFIT

(845) 395-0963

www.drycleaningplus.biz 4 dcplusinc@gmail.com
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DRYCLEANING & LAUNDRY
INSTITUTE INTERNATIONAL

Membership Includes

\/ 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.

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




BUSINESS DEVELOPMENT WORKSHOP...

Worcester Drycleaner Fined $84,000 by MA DEP

NEFA HAS BEEN WARNING
MASSACHUSETTS  CLEAN-
ERS TO BE VIGILANT IN THEIR
ENVIRONMENTAL  COMPLI-
ANCE. MAKING SURE YOU
ARE IN COMPLIANCE WITH
THE TURA AND ERP PRO-
GRAMS ARE VITAL TO KEEP-
ING YOUR BUSINESS VIABLE.

Recently, a Main Street dry clean-

ing business in Worcester was or-
dered to pay almost $84,000 in penalties for violating environmen-
tal regulations.

The Massachusetts Department of Environmental Protection as-
sessed a $62,000 penalty to Thuy Thi Tran, the owner and operator
of White & Brite Cleaners. Her son, Tam Vuong, was also fined
nearly $22,000.

According to the DEP, a release of perchloroethylene (PCE) at the
business was detected in 2007 and testing in 2014 discovered the
vapors infiltrated a multi-family building on the property. The state
ordered the business to take action to address the exposure, but the
family business did not, the DEP said.

Other inspections continued to identify air quality and hazardous
waste violations, and the business failed to submit required reports
three times between 2016 and 2018.

The business is being ordered to address the air hazards in the resi-
dential building, resume the required assessment and cleanup ac-
tivities and comply with all relevant regulations.

“This is a serious issue,” offered Peter Blake, NEFA Executive
Vice President, “and it should serve as a warning for all dryclean-
ers to check their compliance history and make sure they have
done their annual filings. It is not uncommon for Environmental
Agencies to focus on an industry in the wake of enforcement ac-
tions like this. I implore members to check their compliance and
if there are concerns -- call me at the NEFA Office and I can help
get you on the right track.”

In Massachusetts, all drycleaners who use PERC have to complete
the ERP self-certification program every year. Reports are due by
September 15. Additionally, all cleaners who use over 75 gallons
of perc, and have 10 or more full-time equivalent employees must
complete the Toxic Use Reduction Plan & Report.

Any member who needs assistance is invited to contact NEFA at
603-635-0322 or via email: peter@nefabricare.com.

. ®
rensics
Turning environmental
liabilities into assets"

We Find Funds.
We Clean Up.

We're a full-service environmental
consulting firm that has cleaned up
more dry cleaning sites than any
other firm in the USA. We're the
only firm that focuses on finding
the money to pay for investigation,
cleanup, and legal defense. We
restore the value of your property
while protecting you from
regulatory and legal issues.

Call us today.

BET FLLANERS

( 866-888-7911
& enviroforensics.com
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INDUSTRY UPDATE...

NEFA Attends Sanitone Licensee Conference

NEFA WAS RE-
CENTLY INVITED
TO ATTEND THE
74TH ANNUAL
SANITONE LI-
CENSEE CON-
FERENCE HELD
IN BOSTON, MAIN
JANUARY.

“This was really a
great conference”, of-
fered Peter Blake, NEFA Executive Vice President, ‘and I was very
appreciate of the invitation. It was a great chance to meet and so-
cialize with our members, as well as make some great connections
with some cleaners from different parts of the country.”

The attendance is made up of Sanitone/Fabritec users from across
the country. This year they drew cleaners from Florida, Virginia,
and Michigan in addition to the more local participants.

The program started with an update from John Jordan on what lies
ahead for Sanitone and some of the new products they are develop-
ing and advancements in chemistry. He also shared with attendees

some of their marketing assistance programs they provide to their
customers.

CONFERENCE SPEAKERS

“I was really impressed with the structure of the program,” con-
tinued Blake, “and with the quality of the session speakers. Itis a
unique opportunity to see a program developed and shaped by the
attendees. It provided some great insight into what our members
would like to hear about.

The highlight of the program was a presentation on building a pos-
itive Corporate Culture, and some of the common mistakes people
make when trying to combat employee dissatisfaction.

“This was a great session,” continued Blake, “and I really learned
a lot. In this day and age, we continue to hear how important
employee retention is, and building a positive culture is one of
the most important. It was eye opening to learn how some of the
‘expert advice’ doesn’t work. I hope we can bring this speaker to
more of our membership in the Fall!”

The program also featured discussions of Environmental Reme-
diation and Stress Management. The program wrapped up with
a drycleaner sharing some of the unique ways he has adapted his
business. His talk was an inspirational discussion on how we can
adapt to the changes in the industry.

1s Internat;
Jelelte Ongy
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EzPi

garment labeling experts since 1989

custom solutions for all budgets

Text Label Printer

Permanent Clothing
Label Cartridges
Eliminate paper tags

Stop Shaking Out Shirts

Genuine MBH Rope-Ties
& Zip-Ties

a F

po8

Save Time, Labor and Money
with EzProducts

]
A | Heat Seal Presses

Scanner/barcode lower platens, single or dual heat

Pre-printed sequentially numbered o 115V or 230V 2 Year Warranty

heat seal barcode labels in one v Proudly Made in the USA e Built to OSHA Standards
day, Four sizes with or without 9 i

a side stripe - 3 "

Five Colors available for special handling, finishing or routes

You Deserve the Best!
The Ultimate Heat Seal Machine
Choose from 3 models, 7 interchangeable

A

a Molly the
! - HangerDolly
E Easily store
e—u EzLabelOff and transport
Removes heat 500 hangers
"—'I sealed labels from
iri most fabrics
% Toll Free
877.906.1818

Www.ezpi.us
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REGULATORY UPDATE...

Minimum Wage Increases Take Effect

THIS TIME OF YEAR MANY OF YOU RECEIVE NOTIFICA-
TIONS FROM LABOR POSTER VENDORS REGARDING
CHANGES IN POSTING REQUIREMENTS DUE TO MINI-
MUM WAGE INCREASES AND OTHER REGULATION
CHANGES.

In 2019, we have various state and local municipalities imple-
menting hourly minimum wage increases effective January 1st
and throughout the year. Some of these hourly rates are double the
federal minimum wage rate.

Under the Fair Labor Standards Act, the current federal minimum
hourly wage is $7.25. If there is a state or local municipal regula-
tion offering a higher minimum wage, the employer is required to
pay the higher rate.

As of January 1, 2019, the hourly minimum wage for federal con-
tract workers will increase to the rate of $10.60 per hour. Tipped
employees performing work on or in connection with covered con-
tracts must be paid a cash wage at least $7.40 per hour.

In conjunction with the rate increases there are requirements to
display an updated minimum wage poster. In some cases the state
or municipality will update the poster for the new year, even if
there is no rate increase.

Posters are important not only because they are required by em-
ployment regulations, but also because they provide evidence and
documentation of your good faith intent to comply with the gov-
ernment’s regulations.

OTHER POSTING REQUIREMENT UPDATES

Many states have revised their discrimination posters to include
expanded coverage of the state regulation to apply to additional
protected categories.

Several state and local municipalities have implemented paid sick
leave, family leave and school/parental leave regulations. Employ-
ers should ensure this is reflected in current written policies and
display corresponding notices as required.

MORE INFORMATION

A printable PDF list of the current state and local minimum wage
increases is available through the NEFA office upon request.

Additionally, If you would like assistance in receiving an update
of an applicable minimum wage poster, please email us at peter@
nefabricare.com. If you have a question regarding the many im-
portant areas of HR compliance, please contact Seay Management
Consultants. Initial inquires are a member benefit of NEFA/DLI.

Robert Aldrich

President

C L E A N = TECH
. - |
ALDRICH
FQ_L I P M E-Z_.\' T

SALFE AND SFREVICE FOR THE FABRICARE INDILISTRY

CLEAN e FAST e EFFICIENT

OMNE CALL DOES IT ALL!
Serving ME Dry Cleaners and Laundry Operators — 40 Years
In House Design and Layout Department
Mew Equipment Sales and Installation
Expert Repair and Technical Services
Centrally located in New England
Full Parts Department

OME 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 5ite — Left Clean and Neat

FOR PEACE OF MIND OME CALL DOES IT ALL — OUR 40TH YEAR!

Direct: 774.670.4512

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

Guaranteed!
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Our Decades
of Experience Representing
the Dry Cleaning Industry is

Spot On!

With years of experience, Rubin and Rudman attorneys offer specialized
legal services to the dry cleaning industry, including:

® Environmental/Regulatory, including compliance with federal and state regulations

® GCeneral Corporate and Closely-held Businesses, including acquisitions, mergers and sales
@ Intellectual Property, including patent protection, copyright and trademark

® Labor and Employment matters and representation

® Alltypes of appeals - administrative and litigation - including white collar crime defense
® Real Estate, including financing, leasing, and property owner/manager issues

@® Succession Planning and Trusts and Estates

Whatever your legal needs are today or in the future,
Rubin and Rudman LLP offers legal advice that's spot-on.

Contact NEFA Board Director-at-Large Robert A. Fasanella at Rubin and Rudman LLP.
Call Bob at 617.330.7018 or email him at rfasanella@rubinrudman.com

'RUBIN and 50 Rowes Wharf Boston, MA

300 New Jersey Avenue. NW, Washington, D.C.

r RU D MA N LLP 99 Willow Street, Yarmouthport, MA
The Value of Experience rubinrudman.com

Copyright 2016 Rubin and Rudman LLP
The stylized double-R logo and phrase The Value of Experience are registered service marks of Rubin and Rudman LLP. All rights reserved.
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BUSINESS DEVELOPMENT...

Are All Cleaners Essentially the Same? Does Price

Alone Indicate Quality?

Written by Peter Blake, NEFA Executive Vice President

THERE HAS BEEN A GREAT
DEAL OF DISCUSSION AND
DEBATE OVER THE STATE
OF THE INDUSTRY AND THE
PUBLIC’'S PERCEPTION OF
OUR PROFESSION LATELY.

At the heart of the discussion were
recent reports that aired on televi-
sion news stations about recent
“investigative reporting” efforts on
different cleaners in the Houston,
TX area. There have been numer-
ous similar reports throughout the country that seem to show there
is little difference between cleaners, and yet a great deal of pricing
discrepancies. The consumer is left with an impression that there
is no difference in levels of services. The reports were based large-
ly on surveys of customers. While the methodology is distinctly
flawed, as an industry, we can take some lessons from the reports.

Drycleaners, like all small businesses, are faced with the basic
pricing question: What level of service and quality will I deliver,
and how much will that level of service cost.

Think about Starbucks who charges up to $6.00 for a latte, and
contrast that with the local corner donut store who charges $2.00.
Is there a difference? If you are a coffee drinker, and a frequent
customer of Starbucks-- you bet there is. But if you don’t go out
for coffee much, or are used to the corner donut store, I bet you
would not see the value in going to Starbucks.

There is a direct correlation to our industry. What market share
are you trying to attract? Who are your primary customers? They
probably understand the differences. But to the one and done cus-
tomers, or the very infrequent drycleaning customer they probably
fail to understand the difference between concepts. Packaging,
pressing, inspection, level of finishing, are all factors that can af-
fect the price of the garment. Some cleaners will prioritize speed
over quality. In order to keep the costs down to a one-price struc-
ture, or low-cost/high volume plant, you need to make decisions on
what level of service you can produce, and your customers expect.

WHAT CAN BE DONE?

Reports like this one can be very damaging to the industry. When
they base conclusions on surveys and feedback, you will not get
the typical consumer of a high end drycleaners. You will be much
more likely to get feedback from consumers who tend to chase
price and don’t use a specific drycleaner.

What we as an industry need to do is to continue to educate our
consumers. We need to keep promoting the industry and the qual-
ity we deliver. There should be a difference between drycleaners
and the products we deliver. If you are a higher priced drycleaner,

8 / NORTH EAST FABRICARE ASSOCIATION

you need to be able to demonstrate the difference. You need to ed-
ucate your customers, and potential future customers, what “Qual-
ity Drycleaners” are, and what they deliver.

We need to look at the dramatic change that has taken place over
the past 10 to 15 years. Many consumers really don’t know the
difference in quality. In many cases they have not been educated,
nor have they experienced true high-quality cleaning and service.
They may accept a lesser product because that is what they have
come to expect from their limited experience. It is up to the indus-
try to modify and adapt -- and engage new consumers. We also
need to help these consumers see the value we bring.

There are a number of discount cleaners that do a great job, and
there is room in the industry for all pricing strategies. We as an in-
dustry can embrace them all, but we can also make sure the public
and consumer knows what quality drycleaning is and what to look
for. NEFA is looking to develop more tools and information for our
members to use to help educate the public and to understand the
benefits of professional drycleaning. Please contact Peter Blake at
peter@nefabricare.com and let us know your thoughts!

cleaners

SUPPLY

Low prices on
every product...
o every day.

Huge selection ¥ x t "

e AMAZING
. $2PRODUCTS.

EXTRAORDINARY
SERVICE. 2

Place your order by

We’re always here to

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

we’ll ship it' FAST
s SN 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.




fabricaremanager.com

EXPERIENCE THE SPEED OF TOUCH

The Fabricare Manager touchscreen terminal speeds
up order intake with a touch of the screen.

Fabricare Manager knows dry cleaning. That's why POS FEATURES:
we designed a point of sale solution to improve

. . User-Friendly Touch Screen
every aspect of your dry cleaning business.

Ultra-Secure Card Processing
The touchscreen terminal allows you to speed up Customizable Pricing Controls
order intake by logging garments, care instructions

] ] Industry Leading 24/7 Support
and more-right at your fingertips.

Targeted Text & Email Notifications
Feel the difference Fabricare Manager POS Third-Party Integration Options
system makes in your daily work-flow. Robust Route Management

fj FabricareManager (888) 299-0493

System Solutions for Dry Cleaners

JANUARY/FEBRUARY 2019 / 9



THE ENVIRONMENTAL REMEDIATION REPORT...

How Clean is Clean Enough? Pt. 1

Written By Jeff Carnahan, LPG President, EnviroForensics

MANY  YEARS AGO,
WHEN | WAS A YOUNG-
ER MAN JUST WAITING
FOR LIFE TO TEACH ME
THE LESSONS I'D NEED,
| HAD A BROWN, FOUR-
DOOR 1976 FORD MAV-
ERICK.

This thing wasn’t pretty, and
it certainly wasn’t cool, but it
got me to school and to work,
and occasionally it would deliver a brave girl and I to the movies
on a Saturday night. I spent the time needed to change the oil and
replace the filters, but for the most part I took for granted how
important it was to me. One day on my way to somewhere, I heard
an awful clunk and it just died. The first thought through my head
was, “Oh no! How much is this going to cost me?” After a $50 tow
to the shop and following several hours of waiting, the mechanic
asked me this question, “Well son, do you want it to run, or do you
want it fixed?”

I’m sure you can figure out the rest of the story. Since I was count-
ing pennies at the time, I chose to have the minimum amount of
work done to get my car running and back on the road immediately
for the cheapest amount possible, rather than investing the time
and money into getting it fixed correctly. I won’t bore you with the
details but be assured that when that old Maverick died for good
soon after, I was left high and dry with no transportation and wish-
ing I’d have made a different decision a few months prior. That
was an important lesson for me, and one that I keep with me.

Tip: Fix things right, and the investment will more than pay for
itself.

I’d love to say that it only took that one incident for me to learn this
lesson. It’s funny how life keeps giving you opportunities to learn.

Most of us have an example of how we’ve experienced this situa-
tion in the past, but when these types of decisions must be made in
business it’s even trickier. In your experience, was it during a dry
cleaning machine repair job or when fixing a leaky roof, or even
as you tried to put yet another quick fix on that temperamental
boiler? Environmental cleanups probably don’t come to mind for
most folks, but the exact same thing applies for them. There are
three components to dealing with an environmental contamination
problem:

1. Immediately halting any human exposure to chemicals that
may be occurring;

2. Cleaning up the contamination on-site and off-site; and

3. Getting a Closure, or No Further Action, Letter from the state

regulatory agency.
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Once the necessary work has been conducted to stop human ex-
posure, the question then becomes, “Now, do you want it clean,
or do you just want a regulatory closure?” This may be putting
the cart before the horse a little bit, but let’s leave the discussion
about why immediately halting human exposure is top priority and
non-negotiable for a later edition, and let’s focus on the interplay
between cleaning up and getting regulatory closure.

WHAT DOES “CLEAN” MEAN IN AN ENVIRON-
MENTAL CLEANUP?

When performing an environmental cleanup, there is very little
basis to involve the word clean. True clean never really occurs.
There are only various levels of not quite clean, and at some point,
it’s clean enough. In the world of environmental contamination
there are numerous people setting the standard for when a property
can be called clean enough. Most regulators worry mainly about
two things beyond the current human exposure component; (1)
ensuring that the contamination problem is getting better rather
than worse and (2) ensuring that there is no threat of future human
or ecological exposure. Believe it or not, your property doesn’t
have to be very clean at all for these boxes to be checked. Other
parties who will be deciding if your property is clean enough are
future purchasers and their financial lenders. They will not only
be looking at whether you have a regulatory closure, but they will
also be using the general environmental health of the property to
help determine its practical value. This is a component that often
gets overlooked when deciding how clean is clean enough. If the
money isn’t spent during the first crack at environmental remedy,
it could cost a significant amount of money later in the form of a
lower property value when its time to sell, or a requirement for ad-
ditional environmental work to be performed to even attract quali-
fied purchasers.

Tip: The trick is to strike just the right balance between spend-
ing money on active environmental cleanup, and the future costs
that could arise. This will be a little different for most everyone
facing these decisions, but the fundamental thought process re-
mains the same.

In part 2 in the next issue, we will focus on “What Regulatory
Closure Means for Drycleaners”.

ABOUT THE AUTHOR

Jeff Carnahan is a Licensed Professional Geologist (LPG) with
over 20 years of environmental consulting and remediation expe-
rience and is currently serving EnviroForensics® and our clients
as President. Jeff has contributed to the success and growth of En-
viroForensics through strategic market analysis and corporate risk
management, as well as encouraging and upholding the superior
level of technical expertise found at EnviroForensics. Jeff focuses
on controlling risk and costs to all of our clients.



2019 NEFA ALLIED TRADES...

Platinum Members

ARISTOCRAFT OF AMERICA
Oxford, MA
(508) 987-6444
www.aristocraftsupply.com

RUBIN AND RUDMAN
Robert Fasanella (617) 330-7018
Boston, MA
www.rubinrudman.com

ALDRICH CLEAN-TECH EQUIPMENT
Robert Aldrich 774-670-4512
Worcester, MA
www.aldrichcleantech.com

ENVIROFORENSICS
866-888-7911
Indianapolis, IN
www.enviroforensics.com

Gold Members

EZ PRODUCTS, INC
Diane Rue
877-906-1818
www.EZProductsInc.com

CLEAN SOILS ENVIRONMENTAL
Bill Mitchell,
Ipswich, MA
(978) 356-1177
www.cleansoils.com

CLEANERS SUPPLY
Rebecca Hardin
Conklin, NY
800-568-7768
www.cleanersupply.com

Silver Members

DRY CLEANING PLUS
Richard G. Stone & Judith Stone
(845) 395-0963
www.drycleaningplus.biz

ROUX ASSOCIATES
Loryn Nash
Woburn, MA
(781) 569-4054
WWW.rouxinc.com

PULLMAN & COMLEY, LLC
Hartford, CT
(860) 424-4300
www.pullcom.com

SMITH BROTHERS CO.
Clint Harris, CEO
Chapel Hill, NC
(252) 793-2579
smithbrotherscompany.com

FABRITEC INTERNATIONAL, INC
Lancaster, MA
(978) 733-1194
www.fabritec.com

REGENESIS
Wakefield, MA
Maureen Dooley, (856) 786-2197
wWww.regenesis.com

THE ROUTE PRO
Edgarton, MO
James Peuster, (877) 377-6883
www.theroutepro.com

YANKEE EQUIPMENT
Barrington, NH
(603) 868-6691
www.yankeeequipment.com

RIGAS MACHINERY
Plymouth, MA
(508) 743-5435

www.rigasmachinery.com

Associate Members

TAILWIND SYSTEMS
Westford, MA
Don Desrosiers (508) 965-3163
www.tailwindsystems.com

GODES, SCHAFFER & CO
Stoughton, MA
Arnold Schaffer, CPA
(781) 344-9000 ext. 106

METRO MEDIA ENERGY
Westborough,, MA
(508) 366-0108
www.metromediaenergy.com

M&B HANGERS
Leeds, AL
(205) 699-2171
www.mbhangers.com

UNION DRYCLEANING PRODUCTS
McDonough, GA
Jack Burnett
www.uniondc.com

R.R. STREET & CO., INC
Naperville, IL
Brian Massey

www.4streets.com

SPECTOR TEXTILES.
Lawrence, MA
800-533-3001/(978) 688-3501
www.spectortextile.com

UNIPRESS, INC
Tampa, FL
Bill Kahan, (813) 334-9891
WWWw.unipresscorp..com

XEROS BEAD CLEANING
Duncan Blaine
603-552-8011
Www.xeroscleaning.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 ~ Qi
. BT o)
. Limited Backorders - “.,;___::

+ Accurate Billing We Stand Out In A Crowd!
« Customer Friendly

Policies www aristocraftsupply.com = Call toll free (8007 873-0479

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!



