
Philadelphia’s Commerce Department held a public
hearing on Sept. 10 to discuss the proposal to ban most
single use plastic bags and to place a $.15 charge on re-

cyclable plastic and paper bags that the store provides. The
only exemption would be for bags used to transport bulk
goods, fruit, produce, meat etc. within a store.

PDCA Executive Director Carol Memberg attended the
meeting, along with Todd McKenna of FM Supply, Nick
Kashkashian of Frankford Machinery, Jay Fisher from the poly
manufacturer First Film, and several Philadelphia drycleaners.
The attendees were divided into groups, with the drycleaners
sent to what was basically a store owner’s group. This group
emphasized the problems drycleaners would have if the ban
went into effect.

Carol was sent to a policy group, which turned out to be
beneficial. She stressed that bags cleaners use are essential to
keeping garments clean after processing, and that there are no
practical alternatives. She also presented a list of states that had
similar legislation, all exempting drycleaning bags. Then, one
of the others in the group proposed an amendment to the bill
to exempt drycleaners, commenting that nobody sees
drycleaning bags blowing in the street. 

All the participants have been promised a summary of the
discussions and conclusions from the meeting. This will be

presented to the councilman who is expected to introduce the
bill during the legislative session that has just gotten underway.

See photo from hearing on page 2.

House Bill 17, Printer’s number 1851, amends the
Tax Reform Code providing for statute of limita-
tion for collection of assessed taxes and for period of

limitations on criminal tax prosecutions. This legislation adds
Section 3003.23 providing a 10-year time period during which
the Department of Revenue must collect any assessed tax. The
10-year period applies to all taxes administered by the depart-
ment, excluding Inheritance Taxes. It may pass in the Senate.

There has been no action on the proposed minimum wage
increase.

Legislative Updates
Plastic Bag Ban Proposal

And in Harrisburg...

Successful Webinar on Avoiding
Environmental Cleanup Costs

How to use old insurance to pay for environmental
cleanup was the topic of the PDCA free September 25 webi-
nar. EnviroForensics led the discussion on what to expect in
a drycleaner’s environmental cleanup, funding opportunities,
and how to get into the driver’s seat. The moderators fielded
questions from the participants. Topics covered included:

• How environmental cleanups are triggered
• How differences in the underground soil in Pennsylva-

nia and Delaware affect cleanups
• What to expect during the environmental cleanup

process and emerging issues that need to be addressed
• How to use historical insurance policies to help pay for

environmental cleanups
• How to can protect yourself and others from environ-

mental liability
• And tips on how to get started
It was a proverbial roadmap for drycleaners to address

their environmental issues while minimizing out-of-pocket
expenses.

For more details, go to pdclean.org.

Press 2019
www.pdclean.org

October

A DLI Affiliate As so ci a tion

Marijuana and Workers’ Comp
Seminars Coming in Nov.

Marijuana in the Workplace and Workers’ Comp will be
the topics of a series of fall seminars held throughout Penn-
sylvania. They will be held late afternoons on November 12,
13, and 14 in the east, central and western area. The seminars
will be followed by a small reception. Details coming soon.
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PA Grants Received
Pennsylvania Department of Environmental Protection (DEP) Secretary Patrick

McDonnell announced the approval of nearly $1 million in new funding to help re-
duce costs, energy consumption and waste. Among them were five Pennsylvania
drycleaners, who received grants to assist in the purchase of new boilers. They are
Chong’s Dry Cleaners and Kim’s Greenwood Cleaners in Bucks County, Kennett
Square Cleaners Inc in Chester County, and Bala Cynwyd Cleaners in Montgomery
County. In addition, Bell Discount Cleaners Inc. in Philadelphia received a grant to
help in the purchase of drycleaning equipment.

The grants, which grew out of a PDCA initiative, are available to small businesses
that have fewer than 100 employees and were required to reduce their energy con-
sumption or waste by 25 percent or more. The grant was available to Pennsylvania-
based small businesses to install equipment which significantly lowered their energy
use or decreased the amount of pollution or waste generated by their operations.
Future grant availability will be announced at a later date.

Congratulations
Congratulations to Nathan Whitmore from Balford

Cleaners, who recently completed the DLI drycleaning
course. Nathan attended the class on a PDCA Lucky Am-
atore Scholarship.

Two DLI classes will begin this month with Introduc-
tion to Drycleaning beginning October 21 and an Ad-
vanced Dryceaning course on October 28. The full
schedule of classes will be announced for 2020 soon.
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straight from the 
board

The drycleaners’ point of view at the Philadelphia hearing on plastic
bags was represented by users and suppliers in the area.

Photo by Todd McKenna of FM Supply.
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My business is in its 95th year of operation.
For years our customer base was filled with the
next generation of families that had loyally
used us. It was common for a customer to re-
late how their parents and even grandparents
always brought their clothes to us. As to these

customers we were already the cleaner of choice with positive
reviews. 

Lately, however, I am noticing a group of customers who are
using a drycleaner for the first time. In the phone call I received
on Saturday as I was closing a woman said her son had to get
his band uniform cleaned — “It is our first time; how does it
work?” she asked. 

From the drycleaner’s perspective there are hurdles to clear
to gain this customer’s confidence. It is the perfect time for cus-
tomer education.

Customer education is more than just advertising or mar-
keting. Customer education is taking the time to explain to cus-
tomers how their garments will be processed and cared for. It
can include examining garments with the customer. 

You, as the clothing care expert, should be noting charac-

teristics, concerns and/or limitations. The goal is to produce a
confident, well-informed customer with reasonable expecta-
tions. Here are a few rules I use in these situations:

Be Personable— Now is the time to establish a positive rap-
port. Try to make the trip to the drycleaner a pleasant one. You
want the customer to view the visit as a social call rather than an
errand.

Do Not Over-Promise At The Counter — We all want
business but it is better to over-deliver than ask for forgiveness.
Establish a level of reasonableness and stick with it. There will
always be customers who want you to absolve them of irre-
sponsible acts. You provide a service to the best of your ability.
You are not an indentured servant.

Be Honest And Practical With The Customer — I have
turned items away when the cost of cleaning exceeded the value
of the item. There are exceptions when a customer attributes
nostalgic or sentimental value to an item. Remember, unless or-
ders are prepaid, what is hanging on your conveyor is unrealized
income but realized expense.

I have found that by following these rules the payoff from
customers is trust, loyalty and the absence of conflict.
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Now is the Time for Customer Education

straight from the 
president

Steve Stevenson
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When I joined the DLI Board 3+ years ago, the main
incentive for me to get involved was to improve the com-
munication between DLI and the various joint state as-

sociations around the country, including
PDCA. There was a lack of understanding
at the state level as to what DLI was ac-
complishing for the industry, and a similar
void at the national level as far as what the
local organizations were doing for their
members.
Much work has been done to correct

this situation. More information has been distributed
among the various parties explaining DLI services, as well
as the educational programs that the JSAs are presenting.
Just this past July, I was asked by DLI President Den-

nis Schmitt to chair the JSA/ Membership Committee. I
gladly accepted the position, and I am working with the
other committee members to keep the improvements
coming. What I am asking of our members is to share
their thoughts and suggestions as to how well the two
sides are working together. What are they doing well and
what areas can be improved? The relationship between

the folks at the national level, and those at the local level,
must be kept strong. How do we accomplish this?
Please contact me directly with your input. With your

help, I and other industry leaders can continue to work for
the betterment of our industry and you, our members.
I can be reached at any time at mark@mysignature-

cleaners.com or at 267-701-6045. I look forward to hear-
ing from you!

Mark Pollock

from the 
director’s chair

We have expanded our delivery area.
Call Rick at 724-288-2991

• LEATHER, SUEDE & FUR
• BOOTS & SHOES
• HANDBAGS
• AREA RUGS
• REPAIRS & ALTERATIONS
• FEATHER PILLOW

RESTORATION
• WEDDING GOWN

PRESERVATION
• MILITARY HATS

& UNIFORMS

SPECIALTY CLEANING EXPERTS

T E R R I TO RY  M A N A G E R

WWW.RAMLEATHERCARE.COM
INFO@RAMLEATHERCARE.COM
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supportgroup
The following allied tradespeople support PDCA as Associate Members. Show your ap pre ci a tion by supporting them.

Adco-R.R. Street
Mike Tirpok, 610-442-7664
www.4streets.com

A.L. Wilson Chemical Co.
Bob Edwards, 201-741-010
www.alwilson.com

Cleaners Supply
Crystal Granish, 607-775-7905
www.cleanersupply.com

Columbia Boiler Co.
Mike Bonjo, 610-323-2700
www.columbiaboiler.com

Columbia-ILSA Machines
Stephen Langiulli, 631-293-7571
www.columbiailsa.com

Commercial-Industrial Laundry 
Services (CILS)
Anthony Mohl, 888-820-2457
www.cils-inc.com

E.J. Thomas Co.
Ryan Aguglia, 724-816-5377
www.ejthomascompany.com

EZ Products International
Diane Rue, 877-906-1818
www.ezpi.us

FM Supply Inc.
Todd McKenna, 610-444-1412
www.fmsupply4u.com

Firbimatic
Darrin Haiges, 815-338-2355
www.firbimaticusa.com

Frankford Machinery, Inc.
Nick Kashkashian, Jr., Ron Kashkashian,
215-289-3434
www.frankfordonline.com

Fulton Boiler
Mike McLean, 315-298-5121
www.fulton.com

Gurtler Industries 
Philip Bodner, 609-923-5352
www.Gurtler.com

Irving Weber Associates, Inc. 
Adam C. Weber, 800-243-1811
www.iwains.com

JCZ Training and Consulting
Jane Zellers, 717-507-4607
www.janezellers.com

Kreussler Chemical
Tom McAllister, 610-585-5390
www.kreussler.com

Laundry Owners Mutual 
Blaine Meixner, 800-590-4404
www.lom1915.com

Moore Services Inc
Jerry Moore, 800-941-6673
www.mooreservices.info

PAC Industries Inc.
Joseph J. Leo, 717-657-0407
www.pacindustries.com

The Route Pro
James Peuster, 877-377-6883 ext. 2
www.theroutepro.com

Ram Leather Care
Rick Danley, 724-288-2991
www.ramleather.com

Sankosha
Bill Odorizzi, 847-427-9120
www.sankosha-inc.com

Union Drycleaning Products
Vic Williams, 404-363-8699
www.uniondc.com

United Wire Hanger Corp.
Peter Goldman, 201-288-4540
www.unitedwirehanger.com

By Marsha Friedman
Founder and CEO of EMSI Public Relations
Social media is the world’s biggest cocktail party and every-

one’s there — including your competitors and your potential
customers. But you won’t connect with the huge potential if
you don’t have a plan and don’t apply cocktail party rules of
etiquette. What works on social media — and what doesn’t —
are the same things that work (and don’t) when you’re net-
working at that hotel conference room party:

• Go in with a plan. If you're going to a party to network,
you have goals.

• On social media, the world’s biggest cocktail party, mak-
ing the right moves gets a bit more complicated and involves
some strategizing.

• Don’t stand in the middle of the room saying the same
thing over and over. Repeatedly posting the same thing, like
“Come in for our big sale tomorrow” or “We won Business of
the Year!” is like going to a party and saying the same thing
over and over. Instead, engage in conversations on a variety of
topics.

• Be genuine and show some personality. People are drawn
to people, not things, so let your humanity shine. But don’t try
to be something you’re not. Other users will quickly figure it

out and you — and your brand — will lose their trust.�
• Social media is a great way to build awareness of your

brand, cultivate prospective customers and establish yourself as
an authority. It has tremendous value for anyone with market-
ing needs, and it’s really not intimidating once you jump in.

Social Media Tips

How can a drycleaner save fuel without investing capital?
One way is to make sure your boiler is working only when it
needs to. If the plant stops work at 3:30 p.m. at what time
should the boiler be cut off? Through a bit of experimentation
you may find that a 15-minute coast-down time is adequate.
Therefore, you could cut off the boiler at 3:15 p.m. and use the
remaining steam for processing. This 15-minute period each day
equals 90 minutes per week for a six-day work week. This is 90
minutes that the boiler would not be using fuel. In one year,
you would save 78 hours of fuel burning, which is equivalent to
almost two 40-hour weeks. The same principle can be applied
to start-up times. Too often a full head of steam is on line an
hour before processing begins, and a full hour of fuel is wasted.

Reprinted with permission of DLI

A Simple Way to Save
on Energy Costs
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