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SEPTEMBER/OCTOBER

2019MAC Set to Host Preventative 

Maintenance Workshop 
ON WEDNESDAY, DECEMBER 4, 

MAC HAS ARRANGED FOR JERRY 

MOORE, PRESIDENT OF MOORE 

SERVICES, TO CONDUCT A PRE-

VENTIVE MAINTENANCE WORK-

SHOP AT PURITAN CLEANERS IN 

RICHMOND, VA.  

The program, “Proper Maintenance:  The 

Key to Productivity and Effi ciency” will 

explore the routine maintenance required 

for keeping your equipment in top operat-

ing condition.  The workshop will not only 

discuss the drycleaning machine main-

tenance, but will also explore:  pressing 

equipment, compressors, and even boiler maintenance.“

“If you think of the anatomy of the drycleaning plant,” observed Peter Blake, “the dry-

cleaning machine and the presses make up the body of the plant, but the boiler is the heart.  

The boiler is what keeps everything pumping, everything moving.  A properly maintained 

boiler will keep the plant functioning.  If the boiler is the heart -- the air compressor is the 

lungs.  Without a properly functioning air compressor, you are left with no power.  Just like 

the human body, you need everything functioning together to achieve peak performance 

and effi ciency.”

This program is designed to demonstrate proactive ways you can ensure your equipment is 

operating at their optimum capabilities.  Jerry Moore will draw on his 40+ years of experi-

ence with the drycleaning industry, and the sales and service of equipment, to help explore 

what needs to be done to be in compliance with local and federal regulations.  He will 

also explore what you need to do to increase your productivity.  All equipment needs to be 

properly maintained, and this workshop will help you protect your equipment investment.

The cost of the program is only $25 for members and $35 for non-members.  The cost 

includes dinner following the program.

For more information visit the events page on www.macassociation.org where you will 

fi nd a link for the registration form.  Please call the MAC Offi ce at 800-235-8360 or e-mail 

us at peter@macassociation.org if you need assistance.
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MOST OF THE CLEANERS I KNOW DO A 

GREAT DEAL OF PHILANTHROPY AND 

COMMUNITY SERVICE WORK, BUT YOU 

SELDOM HEAR ABOUT IT.  CLEANERS 

AND OTHER SMALL BUSINESSES ARE 

HESITANT TO MIX THEIR MESSAGES, 

AND I HAVE TO WONDER WHY?

Does the promotion or acknowledgement of a 
community service or support of a charitable 
organization lessen the effect or the benefi t?  Is 
there a fear people will look at their involvement 
differently because they are “receiving a benefi t” 
from donating their time and/or fi nancial sup-
port?  I am confi dent when I say -- NO!  It does not lessen your commitment or your 
generosity.  It provides the efforts with a greater platform and raises the awareness.

One of the fi rst lessons I learned in Association Management was the defi nition of 
Public Relations:  Doing a good job, and telling people about it.”  I have always taken 
that to heart and have tried to assist businesses in embracing that philosophy.  There 
seems to be a hesitation for people to talk about themselves and the good work they 
do.  Many times it is because the reasons they are doing it is not to promote the busi-
ness, but to support the community.  They don’t want people to question their motives.  
Other times, it is because the charity or endeavor is a personal rather than professional 
relationship.

Trust me, no one who receives your support is going to questions your motives -- they 
are just going to be excited to have you help with the cause.  More often than not, by 
you talking about it and promoting the service or program will entice other people to 
get involved.  By spotlighting the programs that are important to you, and highlighting 
the work you do on their behalf can spur more people to join you in the cause.

I have a very good friend that is involved with “Relay for Life” which is a nationwide 
program fi ghting for cancer research.  A great cause without a doubt.  Through a per-
sonal email, he sent me information on the event including why he was participating 
and providing an opportunity to support him.  When I asked him if he sent it out to his 
customers in his email newsletter he was taken aback.  He felt his customers would be 
put off by his solicitation.  As a friend, a customer, and a member of the community I 
disagreed.  I believe the opposite is true: his customers would be proud of him, many 
would choose to support him in the event, and the community is better off.  More 
awareness and a greater opportunity to raise money.  I helped him craft an email that 
we sent to his customers and it was a great success.

This is not a unique story.  I have helped others with charity bike rides, clothing drives, 
Boys and Girls club events.  Be proud of your community involvement and showcase 
your commitment!

WHAT COMMUNITY RELATIONS PROGRAMS DO YOU SUPPORT?  

I would love to hear about the work you do in your community.  “Read to Ride”, Coat 
drives, new suits for unemployed, Big Brothers and Big Sisters programs -- the list is 

endless.  I want to hear what you are involved in, and we can possibly highlight these 

programs in future articles here, or on the Association Facebook page.

Peter Blake, 

MAC Executive Director

EXECUTIVE DIRECTOR’S MESSAGE.. .

Philanthropy Vs. Marketing
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DLI-NCA 2020 Getaway Conference in Mexico

EDUCATION EVENT.. .

THE POPULAR 

DLI-NCA GET-

AWAY CONFER-

ENCE IS MOVING 

TO PUERTA VAL-

LARTA, MEXICO.  

THE LEADERSHIP 

CONFERENCE IS 

SCHEDULED FOR 

JANUARY 16-19, 

AND IS BEING HELD AT THE ALL-INCLUSIVE GRAND 

VELAS RIVIERA NAYARIT RESORT. 

“The resort is amazing”, observed Peter Blake, MAC Executive 

Director, “and the program that is being put together is high-cal-

iber.  Members need to take advantage of this opportunity.  The 

program sells out every year, so I urge everyone to register early.”

Three speakers are lined up for the DLI-NCA 2020 Conference, 

Topics were chosen based on survey responses from previous 

attendees and are designed to help drycleaning business owners 

identify opportunities in their businesses.

GLOBAL HOSPITALITY EXPERT TO SPOTLIGHT 

EXCELLENT CUSTOMER SERVICE

Peter Kressaty is scheduled to help attendees set their businesses 

apart through customer service. As Executive Vice President of 

the Forbes Travel Guide Global Partner Services Team, Kressaty 

is part of a team that scouts hotels, restaurants, and spas world-

wide, searching for the best in customer service. When his team 

identifi es properties as offering excellent customer service, Forbes 

invites the property to join its travel platform. Kressaty will share 

stories about what he has seen and learned in his global search for 

the absolute best customer experience and ideas to help attendees 

take their service to the next level.

THE EVOLUTION OF LEADERSHIP AND THE 

EMERGING MILLENNIAL GENERATION

Leadership styles must change to manage transitions in the mar-

ketplace for workers. In a few short years millennials will account 

for 46% of your employees and in less than a decade, millennials 

will dominate and comprise 88% of the U.S. workforce. Millenni-

als are the largest generation in U.S. history and their impact on the 

economy will be immense. For companies to succeed, their leaders 

must evolve. This presentation will highlight the steps necessary 

to challenge and lead a new and uniquely different workforce. At-

tendees will learn how to expand their understanding by defi ning 

purpose and communicating differently. 

John Dame has helped presidents and CEOs project their values 

into the corporate culture to reduce turnover. His success, particu-

larly in minimum-wage factory settings can help drycleaning busi-

ness owners retain top talent and cut turnover costs. 

ESTABLISH GROWTH STRATEGIES TO BUILD 

MORE PROFITS

David Winford is a Small Business Profi t Expert and Business 

Coach who has helped small business owners achieve profi t 

growth and build multimillion-dollar businesses since 1995.

Winford helps small business owners double profi ts and grow. His 

creative thinking and talent for simplifying sophisticated business 

strategies position him to help drycleaning business owners estab-

lish growth strategies and build business profi ts.

ABOUT THE RESORT

The family-friendly destination for the DLI-NCA 2020 Five-Star 

Brainstorming Conference, Jan. 16-19 is the luxurious, all-inclu-

sive Grand Velas Riviera Nayarit resort in Puerto Vallarta, Mexico. 

The resort received a “fi ve out of fi ve” rating on TripAdvisor.com. 

Attendees will enjoy:

• Cocktail reception the night before the conference begins

• Award-winning spa and fi tness

• Incredible dining and entertainment

• Activities for babies, kids, and teens

• Guest suites of 1,000 sq. ft. or more.

“The change to Mexico is also exciting,” concluded Blake, “and 

should allow more people to attend.  This is a great opportunity to 

join together with your peers from around the country and share 

information and experiences.  Some of the biggest benefi ts of these 

types of programs is the chance to unwind, make new acquaintanc-

es, and learn from each other.  No matter where you are located, 

other drycleaners are having the same growing pains and same 

challenges you are facing.  Sometimes, the best way to overcome 

these challenges is to explore them with your fellow cleaners.”

Attendees may also book trips off-site for snorkeling and scuba 

diving in the coral reefs or boat rides and kayaking. On land, at-

tendees may enjoy the local shopping scene, zip lining through the 

forests ,or hiking in the jungle, among other activities.

The associations negotiated reduced room rates for this property. 

All prices are for double occupancy. Room availability may be 

limited for days before and after the conference dates.

• Master/Parlor Suite: $570

• 1 Bedroom Family Suite: $710

• Wellness Suite: $740

• Grand Class Suite: $770

For more information or to register for this event, 

call DLI’s Melissa Wagner at 800-638-2627.
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Mid Atlantic Association of Cleaners Presents ...  

 

Proper Maintenance: 

The Key to Productivity & Efficiency 

Featuring Jerry Moore of 

Moore Services 

The program, “Proper Maintenance:  The Key to 

Productivity and Efficiency” will explore the routine 

maintenance required for keeping your equipment in top 

operating condition.  The workshop will not only discuss 

the drycleaning machine maintenance, but will also ex-

plore:  pressing equipment, compressors, and even boiler 

maintenance.“ 

This program will cover:  
 

Þ Proper Boiler 

Maintenance 

 

Þ Proper Machine  

Maintenance  

 

Þ Regulatory  

Required Maintenance 

 

Þ Importance of Pads & 

Covers 

 

Þ Finding & Fixing Steam 

Leaks 

Call MAC at  

800-235-8360 

or visit  

www.macassociation.org 

Puritan Cleaners 

1807 Staples Mill Rd 

Richmond, VA 23230 

 

Wednesday  

December 4, 2019 

Seminar 5 pm - 8 pm  

Includes Dinner 

 Puritan Cleaners 

1807 Staples Mill Rd 

Richmond, VA 23230 
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A Certifi cate of Insurance Can Save You From 

Paying Unnecessary Claims
Written By Jackie Smith, Henderson Insurance (Columnist for Cleaner & Launderer Magazine)

RECENTLY, I HAD AN IN-

SURED CALL AND ASK 

“MY LANDLORD WANTS 

ME TO PROVIDE A COI.  

WHAT IS A COI?”  COI 

IS SHORT FOR CERTIFI-

CATE OF INSURANCE. 

LANDLORDS ALWAYS 

REQUEST THEM.  

If you are doing work for ho-

tels or other businesses, they 

always request them.  Below I will outline what a COI is and why 

it is so important for YOU to obtain them from contractors that are 

doing work for you. 

WHAT IS A CERTIFICATE OF INSURANCE?  

A certifi cate of insurance is a document used to provide proof of 

insurance coverage.  It will contain information on the types and 

limits of coverage, the named insured, policy number and effec-

tive dates. It verifi es that a business has active insurance coverage. 

This proof of insurance does not take place of the actual insurance 

policy. 

WHO NEEDS A CERTIFICATE OF INSURANCE? 

Certifi cates are usually requested by the opposite party in an agree-

ment or contract.  As I indicated above, your Landlord will defi -

nitely request one.  If you are leasing equipment, the leasing Com-

pany will also request one. Quite often, these 3rd parties will also 

ask to be named as additional insured.  YOU need certifi cates of 

insurance as well.

As a business owner, you need to protect your business.  You have 

many independent contractors that you do business with.  Do you 

send your shirts out?  Do you have equipment repair people work 

on your machines?  Do you have a cleaning service that cleans 

your location?  You must ask these contractors for a COI.  This will 

protect you in the event the contractor is injured while performing 

the work for you.  Your independent contractors must be insured.  

I have one drycleaner who hired a mechanic to repair her pants 

press.  In the process, a piece of metal came up and hit the repair-

man in the eye.  After medical treatment, he lost eyesight in his 

eye.  He fi led a claim under the drycleaner’s liability policy and 

received a settlement.  Consequently, the drycleaner’s policy was 

nonrenewed and that drycleaner had to pay more premiums for the 

next 3 years. 

We often get calls from an owner of an agency/drop store stat-

ing the plant that does their dry cleaning has ruined a garment.  

The plant will not take responsibility.  It is important for you to 

have a COI showing that plant has coverage.    If you have worker 

compensation coverage, it is imperative that you obtain proof of 

insurance OR the Insurance Company may charge your payroll 

for these contractors.  Worse case, the Company could non renew 

your policy if you hire subcontractors who do not have insurance 

coverage. 

WHO ISSUES THE CERTIFICATE OF INSURANCE?  

The Insurance agent or Broker.  Your subcontractor will need to 

contact their agent/broker for the COI.  If your business needs to 

provide proof, you would call your agent/broker.  Generally the 

COI can be produced quickly.  At Henderson Insurance Agency, 

we have a 24 hour turn around (or sooner)

In the event you do not know what one looks like, there is a sample 

COI on the MAC website.  This should be a very important part 

of your insurance coverage.  If you have any questions about COI, 

call your Insurance Agent and discuss it with him/her.

BUSINESS MANAGEMENT INFORMATION.. .

Sudden Plant Closing Affects MAC Members

MEMBERSHIP ALERT.. .

AS MANY OF YOU ARE AWARE, SHERMAN LEATHER 

CLEANERS, A LARGE LEATHER AND SUEDE WHOLE-

SALER IN THE AREA RECENTLY SHUT THEIR DOORS 

AND CLOSED THEIR BUSINESS WITHOUT WARNING.  

THIS LEFT MANY MEMBERS IN A BIND AS THEY STILL 

HELD NUMEROUS GARMENTS ON THEIR PROPERTY 

AND WITH NO WAY TO RETRIEVE THEM.

This article below is reprinted from Cleaner and Launderer Maga-

zine and highlights the way to protect yourself in events like this.  

The company has fi led for bankruptcy and for many there has been 

little success in retrieving the garments that were sent to them.

Members are faced with fi ling insurance claims on their own li-

ability policies -- with some being told they do not have coverage.  

Please review the article below to properly protect yourselves in 

similar situations.

In the meantime, MAC is working to assist members affected by 

this situation.  If you need help, contact Peter Blake at the MAC 

Offi ce: peter@macassociation.org or 617-791-0128.
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Insurance Archeology Can Protect Your Business
Written By Je!  Carnahan, LPG President, EnviroForensics

ONCE I MET WITH A DRY 

CLEANER WHO SAID HE 

HAD GONE TO THE AT-

TIC IN SEARCH OF HIS 

OLD BUSINESS PACK-

AGE POLICIES. 

He explained that he had no 

idea before visiting an at-

torney that these old expired 

insurance policies could be of 

any use to him. Since they were package policies, they contained 

multiple lines of insurance. Parts of the policy provided coverage 

against damage to his building, against break-ins, storm damage 

and even workers compensation coverage. As far as he knew all of 

this coverage had long ago expired. Why would he still have cop-

ies of these old policies? There was no reason, he thought, that he 

would want to have kept them. They would have to be in a box or 

two that he had neglected to put in the dumpster.

LEARNING THE VALUE OF OLD LIABILITY 

POLICIES IN ENVIRONMENTAL CLEANUPS

He had been told by his attorney to look for that part of the policy 

that addressed damage to the property of others. Not damage to 

others he might do in his delivery van. That was covered under the 

automobile insurance section of the policy. Rather, it was the part 

of the policy that covered his customers (the slip and fall coverage) 

that he was looking for. His attorney had told him that part of the 

old package policies could provide him the coverage he needed 

now to address the environmental contamination on his property 

from perchloroethylene (Perc) spills below ground that had oc-

curred years earlier.

THE IMPACT OF PERC SPILLS WHEN REFINAN-

CING A PROPERTY

It was these Perc spills that apparently had caused all the trouble. 

The landlord, a strip mall owner, had been refi nancing and the 

bank required that he conduct a simple environmental audit that 

had included soil sampling. The samples had shown Perc in the 

soil at his end of the strip mall. The landlord was going to have 

to clean this up to get his refi nancing. The cleanup would be ex-

pensive and the dry cleaner was expected to take care of the bill 

because he was the one who had accidentally put the Perc into the 

soil over the many years of his operation there. The attorney had 

assured the dry cleaner that this was indeed legal. The law in his 

state required that “the polluter” remove the pollution or at least 

reimburse the landlord if he had to have it done. Up until this time, 

the dry cleaner had not considered himself a polluter–it was a new 

role he was going to have to get used to before this nightmare 

would be over.

UTILIZING OLD CGL POLICIES TO FUND ENVIR-

ONMENTAL CLEANUP

His attorney had explained that in his state, as in most states, it 

took policies issued before 1986 to pay for environmental inves-

tigations. This was because the later policies contained pollution 

exclusions that the courts in his state recognized as barring cover-

age for Perc spills. Paying the landlord’s environmental experts 

was likely to be too great for the dry cleaner to handle. After years 

of operating a successful business, he had signifi cant savings, but 

these ongoing costs could deplete that savings account in no time. 

He may even need to consider bankruptcy unless he could fi nd 

those insurance policies issued before 1986, and successfully fi le 

claims that would require his insurers to step in and defend him.

CALLING IN THE INSURANCE ARCHEOLOGIST

Digging around in the attic, he succeeded in fi nding one collec-

tion of old policies, but these policies dated only to the late 1990s. 

Telephoning the insurance agent identifi ed on the policies, the dry 

cleaner found that that insurance agency was no longer in busi-

ness. Despairing, he reported his lack of success to the attorney, 

prepared to discuss bankruptcy instead of insurance recovery. 

However, the attorney suggested another option. He suggested that 

the dry cleaner hire an insurance archeologist to see what insur-

ance might be located elsewhere.

THE ENVIRONMENTAL REMEDIATION REPORT.. .

 Continued on page 10

The Next Mid-Atlantic Association of Cleaners Board Meeting

MAC Winter Board Meeting

3:00 pm, Wednesday, December 4, 2019

Puritan Cleaners

1807 Staples Mill Road

 Richmond, VA 23230
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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 marke!ng 

to your customers. 

Apps For Dry Cleaners 

Apps prepare your staff for any ques!on, 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 ques!ons, we’ll solve it in one call, 

email or online chat.  

Industry Advice, and Discounts 

Dry cleaning news, marke!ng techniques and warnings 

on problem garments. Members have access to indus-

try discounts, networking events and much more. 
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Matthew Gilman Succeeds Father as RICHCLEAN 

President

ALLIED TRADE UPDATE.. .

THE BOARD OF DI-

RECTORS OF RICH-

CLEAN ANNOUNCED 

THE PROMOTION 

OF MATTHEW GIL-

MAN TO PRESIDENT 

OF THE COMPANY 

ON JULY 1, 2019.

Richclean is a full ser-

vice distributor that 

serves laundries and 

drycleaners in Virginia, 

Maryland, and DC.  They have been long-time supporters of both  

MAC and the industry as a whole.

Matthew succeeds his father, Barry Gilman in this position. Barry 

held the leadership position since the company began in 1975. 

RICHCLEAN serves the cleaning industry in Virginia, Maryland 

and D.C. with quality supplies and expertise for dry cleaners, laun-

dries, lodging, health-care, coin-ops, etc. 

RICHCLEAN operates from a 20,500-warehouse facility in west-

ern Henrico County just outside of Richmond, VA.

Barry decided that it was time for him to scale back his activities 

and responsibilities at RICHCLEAN and partially retire. There has 

been a long-time strategy in place for Matthew to step into Barry’s 

position when he retired. For the last twenty-one years, Matthew 

has been “learning the ropes” and the RICHCLEAN Board of Di-

rectors felt that he was ready to step up to the leadership position. 

Vernon Norris, Chairman of the Board said, “I am proud of Mat-

thew’s accomplishments over the years and have full confi dence 

that he will successfully lead RICHCLEAN going forward”. Nor-

ris also stated that, “Barry will still be around, fulfi lling various 

roles and offering advice and wisdom when needed”.

“MAC congratulates Matthew,” added Peter Blake, “and we are 

excited for the new opportunities to work with Richclean moving 

forward.  We have always had a good working relationship and are 

looking forward to exploring ways we can work together for our 

members, the industry, and the patrons of Richclean.
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Working backward 

from the earliest in-

surance policy, the 

insurance archeologist 

was able to discover 

that another insurance 

agency had purchased 

the defunct agency’s 

book of business prior 

to closing.

Contacting that insur-

ance agency, the archeologist found that old policy fi les no lon-

ger existed, but that the agent would permit him to review his old 

accounting fi les. A review of these fi les identifi ed some premium 

notices issued to the dry cleaner in 1985. These notices identifi ed 

the policy numbers, dates and insurance carrier.

The insurance archeologist provided a specimen policy issued by 

the same insurance carrier to a different dry cleaner in his state 

from the 1985 policy period. This policy had a pollution exclu-

sion on it but that exclusion, the attorney advised, was not a bar to 

coverage as long as the Perc releases had not been intentional, and 

had been “sudden and accidental.”

Using the premium notices and specimen policy together, the dry 

cleaner’s attorney was able to fi le a claim with the insurance com-

pany. The company stepped in to defend the dry cleaner, paid his 

attorney fees and paid the landlord’s environmental experts.

THE MORAL OF THE STORY

Don’t give up. Get some professional help and look under every 

rock. Ask your attorney about how insurance archeology can help 

you locate the records you need to defend against environmental 

claims.

To fi nd out if you have historical assets, contact us for a Confi den-

tial Insurance Archeology® consultation.

Established in 1996, EnviroForensics® is an environmental en-

gineering, consulting and remediation design fi rm. Comprised of 

expert engineers, scientists, and insurance archeologists. As the 

nation’s leader in applying historical coverage towards environ-

mental liability, we solve challenging problems involving politi-

cal, technical, regulatory, legal, and fi nancial issues. We do this 

by locating historical insurance policies to fund the cost of legal 

defense against third-party liabilities, and environmental investi-

gation and remediation. 

ENVIRONMENTAL REMEDIATION REPORT. . .

 Continued from page 7

Attn: Drycleaners  & Allied Trades

SAVE SERIOUS $$$$
• Business Exit Strategy & Sale

• Business Fair Market Value

• Business Environmental Issue

• Business Strategic Thinking

We have the unique experience of Drycleaning

Hands-on Management, Business Brokerage &

Management Consulting to HELP YOU!

Contact Richard at 301-924-9247
or Richard@EhrenAssoc.com

Contact Richard Ehrenreich, F-CBI

Ehrenreich & Associates, LLC

Richard@Ehrenassoc.com

301-924-9247

• $745K Sales, up 7% over 2018

• All Sales Retail - No Rte or PUs

• Profitable, Mature, Growing BIZ

• Located N. VA, Close to Tysons

• Exponential Growth Area & Ctr.

• Great Demographics & Center

• Experienced Staff in Place

• Constant Growth & Profit

• SBA Loan avail. for strong Buyer

• 30% Capacity available to Grow

•

Retiring VA Owner 
Motivated to SELL

Buyer Finder’s Fee Paid on Sale
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A.L. WILSON CHEMICAL CO.

Bob Edwards
(800) 526-1188

CHRISTOPHER CARLEY, CO

Chris Carley
(410)-781-7145

CLEANERS SUPPLY

Kathleen Kelleher
(800) 531-2943

D & R EQUIPMENT

Rick Levine
(202) 832-6660

DISTRICT CLEANERS EQUIPMENT, INC.

Larry Langton
(202) 723-7616

EHRENREICH & ASSOCIATES

Richard Ehrenreich
(301) 924-9247

ENVIROFORENSICS

Nancy Shields
(317) 972-7870

EZPRODUCTS INTERNATIONAL, INC

Diane Rue
(863) 767-0155

SMITH BROTHERS CO.

Clint Harris
(336) 788-7705

FABRICLEAN MID-ATLANTIC

Dwayne Gwaltney
(800) 446-3006 

FERGUSSON MCKENNA

Daniel Kucharczuk
(610) 444-1412

HERSON SUPPLY

Ron Herson
(301) 417-1300

KLEERWITE CHEMICAL

Buddy Poms
(877) 553-3794

KLINGER INSURANCE GROUP

Robert Klinger
(301) 428-4935

KOLLMAN& SAUCIER, PA

Frank Kollman, Esq.
(410) 727-4300

KREUSSLER, INC

Tom McAllister
(813) 884-1499

MECHANICAL CONTRACTING & 

MAINTENANCE

Mike Bright
(240) 216-4342

METHODS FOR MANAGEMENT

Kermit Engh
(402) 306-3129

METRO-CHEM

Jim Tirpok
(336) 788-7705

MOORE SERVICES

Jerry Moore
(800) 941-6673

SANKOSHA

Ken Uchikoshi
(888) 427-9120

SEITZ, INC.

Jeffrey Hoffman
(813) 886-2700

SPOT BUSINESS SYSTEMS

Ray Cheshire
(801) 208-2212

R.R. STREETS & CO

James Just
(202) 215-5086

TRIAD ENGINEERING, INC.

Dane Ryan
(304) -755-0721

THE ROUTE PRO

James Peuster
1-877-DR-ROUTE

USB PAYMENT PROCESSING NE, INC

Donny Lala
(410) 828-4286

WILLIAMS MULLEN 

Channing Martin, Esq.
(804) 420-6422

2019 MAC’S ALLIED TRADES.. .

These suppliers support the work of MAC as Allied Trades Members. 

When you need supplies, equipment or other goods or services, 

contact a MAC Member fi rst. Show them you value their support of 

the association and the industry.

Don’t see your supplier here?  Contact MAC and let us know and we 

can send them membership information.  Make sure your suppliers are 

supporting YOU!



MID ATLANTIC ASSOCIATION OF CLEANERS

A DRYCLEANING & LAUNDRY INSTITUTE 

PARTNER

14700 SWEITZER LN.

LAUREL, MD  20707

For up to date news and information,

visit us at www.macassociation.org

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


