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May is Maytag Month! - Equipment Sale and Service 

School 

Yep… you read that title correctly. I said higher prices than your competitors. You see, it’s not all 
about price because customers know that there is a difference between price and value. They 
can feel it deep in their bones. Price is merely the unit cost paid, but value is what is really 
perceived and received compared to what they might be paying less for elsewhere and not 
getting.  
  
The art form for commanding and receiving higher prices from your customers is to do much 
more for them and – equally important – letting them know that you’re doing much more. No 
product sells itself. If it does, the price is simply too low.   
  
Your main job as a self-service laundry owner (or any business owner for that matter) is to 
constantly communicate value to the customer, and your prices charged are only a part of the 
value equation.   
  
Yes, the customer may be able to get it for less elsewhere, but what’s the total deal and what are 
they not getting that they are paying less for elsewhere that they might really want and value if 
they knew it was available?  
  
Did you know that you can point to your higher prices as a reason for customers to use your coin 
laundry? There is a vast difference between “the same” and “similar.” Commodities are the same 
because they have no discernable differences. Your laundry is unique because it’s owned and 
managed by you. It’s not a commodity. 
Your laundry must have discernable differences from other laundries to justify the higher prices 
charged. Never allow your laundry to be viewed as a commodity – if you do, your prices will likely 
end up being those of your competitors. And, to be quite frank, in the world of business from a 
pricing strategy standpoint you are only as smart as your “dumbest” competitors.   
  
By the way, cutting prices to attract business or meet competition is a non-strategy and will end 
up being a self-inflicted wound. Your competitor does not cut your vend prices… you do!   
  

To read the rest of this article click HERE to go to planetlaundry.com.   

 

How to Price Your Washers and Dryers Higher Than 
Your Competitors 
By Stephen Bean | Mar 31, 2010 

May is Maytag month is here and C-PEC is celebrating with an 

incredible equipment sale and a free service school on Maytag 

commercial washers and dryers.  Equipment will be on sale from 

May 3rd through May 14th.  All Maytag washers and dryers, soap 

dispensers, bill changers, laundry carts, Hamilton and Paloma 

water heaters, folding tables and seating and more is on sale 

during the sale dates.  Our service school will be held on 

Wednesday May 12th beginning at 9:00 am.  Lunch will be 

provided and there is no charge to attend the service school.  

Please RSVP by May 7th for the free service school.  If you have 

been thinking about equipment upgrades now is the time to act 

and upgrade your store with the industry’s most energy efficient 

washers and dryers.  Call Mark Svancara at 602-248-0808 x 113 

for sale details. 
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