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Introduction: Why Memberships, Why Now

The subscription economy has changed how consumers Historically, implementing a subscription model in the
purchase everything from entertainment to groceries. laundry industry was challenging due to the lack of an
Netflix, Spotify, and Amazon Prime have trained an entire efficient platform to manage such offerings. Now,
generation to expect convenient, predictable, and value- specialized platforms, like Cents Memberships, enable
packed subscription experiences. Now, that same shift is laundromat owners to launch subscription programs while
coming to the laundry industry. maintaining strong profit margins. It's a proven model.

Industries like home cleaning services, meal kit deliveries,
Traditional laundromat business models depend on one-time and car washes have thrived on subscriptions, increasing
transactions. Customers walk in, wash their clothes, and customer lifetime value and fostering consistent, repeat
leave with no guarantee they'll return next week. This business.

creates inherent volatility: slow weeks hurt, seasonal dips
are painful, and customer acquisition costs never end.
Membership models flip this equation. Instead of hoping

Memberships are the future of this industry, and

customers come back, you lock in predictable monthly Cents is leading the way

income while giving customers a compelling reason to stay
) - Amy Martinez-Monfort, Tampa Laundry [/
loyal. Churn decreases, and your business becomes more Jlo
y
E_ |

resilient to fluctuations.
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The Business Case
for Memberships

Every laundromat operator knows the pain of seasonal
fluctuations. Summer months see drops in walk-in traffic as
customers travel. College-adjacent locations face dramatic
swings between semester and break periods. Weather
events create unpredictable spikes and Iulls.

Memberships provide a financial buffer against these
fluctuations. When a portion of your revenue is locked in
regardless of foot traffic, you gain stability that pure
transactional businesses simply don't have. This stability isn't
just good for peace of mind, it enables better business
planning, from staffing decisions to equipment investments.

Business Benefits of Memberships

¢ Recurring Revenue & Predictability: Subscription plans
create a stable, predictable income stream, making
financial planning easier and providing a cushion during
slower business periods. This revenue model also makes
laundromats more attractive to potential buyers by
increasing business valuation.

¢ Higher Customer Retention & Loyalty: By eliminating the
need for customers to repeatedly make purchasing
decisions, subscriptions encourage long-term loyalty and
reduce churn. Customers are more likely to stick with a
service they've already committed to.

Reduced Marketing Costs: With a subscription model,
laundromats spend less on customer re-engagement
and retention efforts. Instead of constantly investing in
new promotions or discounts to bring customers back,
you already have a built-in customer base with
automated recurring payments.

Operational Efficiency: Knowing in advance how much
laundry volume to expect helps owners better allocate
resources, manage staffing, and optimize machine
usage. This means less downtime, improved workflow,
and better customer service.

Customization for Different Customer Segments:
Subscription plans can be tailored to various
demographics: busy professionals who need weekly
wash-and-fold services, college students looking for
convenience, families who require bulk laundry services,
or businesses needing regular linen cleaning.

For Your Customers

Memberships aren't just good for your business, they create

real value for customers too:

e Self-service enroliment through your website

e Real-time benefit tracking

e Automatic discounts at checkout

¢ Flexible plan management

e Option to set up recurring pickups for hands-free
convenience
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Membership Types

Not all membership plans work for every business. The key

is matching your plan to your customer base, location, and
operational capacity. Here are four proven membership
structures driving real results for laundromats across the
country.

Important Note: All pricing below is for example purposes
only. Your membership pricing should be based on your
local market, operating costs, competitor pricing, and the
value you deliver. What works in a college town may not
work in a suburb. Test and adjust accordingly.

College Semester Plan

e Who it's for: University students who'd rather study than
sort socks.

e Typical Pricing: $299-$499/semester or $75-
$125/month

e What Members Get: 15-20 Ibs/week, free dorm
pickup/delivery, rollover pounds for lighter weeks

e Best Fit: Operators near college campuses with pickup
and delivery capabilities

Why This Plan Works

Students have consistent laundry needs but inconsistent
schedules. Between classes, studying, extracurriculars,
and social life, laundry often falls to the bottom of the
priority list. A semester plan removes that friction entirely.

Students are also notoriously loyal once you make their
lives easier. Once they've established a routine with your
service, switching requires effort they'd rather avoid.

Don't overlook the real decision-makers: parents. Many
will gladly pay upfront for the entire semester just to have
one less thing to worry about.

Ideal Operator Profile

e Located near a college or university campus

e Has or can add pickup/delivery capabilities

e Can handle volume fluctuations around exam periods

e Has capacity during mid-week when most campus
pickups occur

Marketing angle: "Focus on finals, not folding."

Target both students (through campus marketing, social
media, and dorm partnerships) and parents (through
parent orientation events and direct mail to home
addresses).
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Couples Plan

e Who it's for: Young professionals, roommates, dual-
income households without kids.

e Typical Pricing: $129-$179/month

* What Members Get: 30-40 Ibs/week, flexible
scheduling, split billing options, free laundry bags

e Best Fit: Urban operators looking for an accessible
entry-level membership tier

Why This Plan Works

Couples plans hit a sweet spot: affordable enough to feel
like a no-brainer, valuable enough to create real habit
change. These members often upgrade to family plans down
the road when their household grows, making this tier a
smart long-term investment in customer relationships.

Ideal Operator Profile

e |ocated in urban or suburban areas with apartment
complexes

e Serves areas with high concentration of young
professionals

e Has flexible pickup windows (evenings and weekends)

Can offer convenient drop-off and pickup options

. S 1,046 @ 40 @ 06/05/22

Marketing angle: "More weekends together, less time
doing laundry."

Focus on the lifestyle benefits: time saved, reduced
household friction, and the luxury of outsourcing a chore
neither partner enjoys.

B AnLocations +

Laura Dattner Retail
Membership

D) avacnw
Premium Monthly (s180.00 /1 moemn)
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Family Plan

e Whoiit's for: Busy families juggling kids, careers, and
never-ending laundry piles.

» Typical Pricing: $199-$299/month

e What Members Get: 50-75 Ibs/week, weekly scheduled
pickup, free stain treatment and laundry bags, rollover
pounds

e Best Fit: Suburban operators with high-capacity wash
and fold services

Why This Plan Works

Families produce a lot of laundry and they know it. What
they don't have is time. Between work, school runs,
extracurricular activities, and everything else, laundry
becomes a weekend-consuming chore that never seems
to end.

A family membership removes a recurring pain point from
their week, which is why these members tend to stick
around. The scheduled pickup creates a routine they come
to rely on, and rollover pounds give them flexibility during
lighter weeks (vacation, kids at camp) without feeling like
they're losing value.

SPIN

WORKS
‘ = Membership Plans .

X = Premium Monthly
-ﬁ—
Premium Monthly > = $180.00/ month

Benefits apply when we receive your order

o Dry Cleaning
-

X 15% Off x 4 Wash & Fold Bag

FX 15% Off Blankets

= < Sign Up )
l—j Laundry

Wash & Fold Added A2

~
Wash & Fold Deluxe &)

\ y

_J

signUp

\, J

Ideal Operator Profile

e Located in suburban areas with single-family homes
e Has capacity for high-volume wash and fold

e (Can maintain consistent scheduled pickups

e Offers stain treatment and special care options

Marketing angle: "Reclaim your weekends. We've got
the laundry."

Emphasize time savings and the value of reclaiming
precious family time. Parents understand immediately
what those extra hours mean.
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Commercial Account Plan Ideal Operator Profile

e Who it's for: Gyms, salons, Airbnb hosts, retirement * Has capacity for high-volume, consistent processing

. : . ) Can accommodate daily or bi-weekly picku
communities, spas, and small businesses with consistent ‘ y yp P

. . schedules
linen or uniform needs.

e Typical Pricing: $399-$999/month (volume-based)

e What Members Get: 100+ Ibs/week, daily or bi-weekly
pickup options, net-30 payment terms, premium
customer support

e Has systems in place for B2B invoicing and account
management
e Ready to invest in dedicated account relationships

Marketing angle: "Professional laundry service for
professional businesses."

e Best Fit: Operators ready to diversify into B2B revenue

streams
B2B sales require a different approach: direct outreach,

proposals, and relationship building. Think local business

Why This Plan Works associations, direct mail to business owners, and door-

Commercial accounts bring higher volume and longer .
) ) ) to-door sales to gyms and salons in your area.
contracts, which means more predictable revenue with

less churn. These clients value reliability above all else.

Order Summary

They need clean towels and linens on schedule, every
time. If you can deliver consistency, you'll earn contracts

Processing Recurring

that renew year after year.

o—o— O

The key is treating these accounts differently: dedicated Order #DWF-1004

support, flexible invoicing, and priority service when issues Apply Promo ) (‘Apply Rewards ) (Apply Credit )

arise. Commercial clients expect a B2B experience, not a

consumer one. o >
Membership applied -$10.31 fagat forte st
Rewards applied -$10.31 (s500) s800  custom

Add a tip for the staff
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Decision Matrix: Which Tier to Launch First?

Near a college campus

Urban location v VvV v v
Suburban neighborhood - v N2% v
Many local businesses - - - N2
Has pickup & delivery Required Recommended Recommended Required
High-volume capacity Moderate Moderate High Very High

Quick recommendations:

Key: e Campus-adjacent? Start with the College Semester Plan.

v v~ = Best fit e Downtown with young professionals? Test a Couples Plan first.

v~ = Good fit e Suburban family neighborhood? The Family Plan is your best bet.

v = Possible fit e Surrounded by gyms and salons? Go Commercial.

- = Not recommended The beauty of memberships is you can start with one tier and expand as you learn

what resonates. Many operators begin with a single plan, refine it based on customer
feedback, then layer in additional tiers over time.
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Pricing Strategy

Pricing is where many operators get stuck. Charge too much and customers won't sign up. Charge too little and you leave
money on the table or worse, make memberships unprofitable. Here's how to find the right balance.

Cost-Plus vs. Value-Based Pricing

There are two approaches to pricing memberships, and the
best operators use elements of both.

Cost-Plus Pricing: Start with your costs (labor, supplies,
pickup/delivery, overhead) and add your target margin. This
ensures profitability but ignores what customers are willing
to pay.

Value-Based Pricing: Price based on the value customers
receive: primarily time saved and convenience gained.

The Recommended Approach

Use cost-plus to set your floor (the minimum you need to
charge), then use value-based thinking to identify your
ceiling. Price somewhere in between: closer to the ceiling
for premium service and closer to the floor for competitive
markets.

Monthly vs. Upfront: Psychology and Cash Flow

How you collect payment matters as much as how much
you charge.

Monthly Payments

e Pros: Lower barrier to entry, easier customer acquisition,
feels more manageable for customers

e Cons: Higher churn risk, monthly payment processing,
less predictable cash flow

Upfront Payments (Semester/Annual)

e Pros: Immediate cash, committed customers, lower
churn, reduced payment processing

e Cons: Higher initial ask, smaller customer pool, need for
attractive discount to incentivize

Best Practice

Offer both options. Price monthly payments at your
standard rate, then offer a discount for semester or annual
prepayment. This gives customers choice while incentivizing
the behavior that benefits your cash flow.
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Marketing Your Membership

A great membership program means nothing if nobody knows about it. Here's how to get the word out and convert customers
into members.

Launch to Existing Customers First In-Store Signage and POS Prompts
Your best prospects for membership aren't strangers, Every customer interaction is an opportunity to introduce
they're the customers who already know and trust you. memberships. Make them visible and easy to understand.

Before launching to the public, give your existing customers

) ) - Effective signage includes:
an exclusive opportunity to join.

e Counter displays with membership benefits and pricing

Why this works: » Window signs visible from the street ("Ask about our

e They've already experienced your service quality membership program!")

e The conversion conversation is easier ("Want more of  Table tents in waiting areas with QR codes for easy
what you love?") signup

* Early adopters become ambassadors who validate the  Receipt inserts with membership information and signup
program URL

e You can refine your pitch before going public

Staff prompts:
Exclusive launch tactics: Train staff to mention memberships naturally: "Did you know
« Offer a "founding member" discount for the first 30 days you could save with our membership? | can tell you more if
e Send personalized emails to your top customers you're interested.”
e Train staff to mention memberships at pickup/drop-off

Include membership flyers with every order
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Email and SMS Campaigns

Digital communication remains one of the most cost-effective
ways to reach customers. Build campaigns that educate and
convert.

Email sequence for launch:

1.Announcement email: Introduce the membership
program and its benefits

2.Deep-dive email: Explain specific plan details and pricing

3.Social proof email: Share testimonials from early
members

4.Limited-time offer: Create urgency with a deadline-
driven promotion

5.Last chance: Final reminder before promotion expires

SMS best practices:

e Keep messages concise

e Include a clear call to action and link

e Time messages for when customers are likely available
e Limit SMS frequency to avoid opt-outs

Social Media and Local Advertising

Expand your reach beyond existing customers with targeted
outreach.

Social media strategies:

Post member testimonials and success stories

Create "day in the life" content showing the membership
experience

Run targeted ads to local audiences
(Google/Facebook/Instagram)

Partner with local influencers for authentic endorsements

Local advertising options:

Community bulletin boards and local newsletters
Partnerships with apartment complexes (flyers in move-in
packets)

College newspaper ads and campus bulletin boards

Local business cross-promotions (gyms, salons, coffee
shops)
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The 4-Week Launch Checklist

Ready to launch? Here's your week-by-week implementation plan. Follow
these steps to go from concept to live membership program in just one month.

Week 1: Foundation Membership

Goals: Define your membership structure, pricing, and internal processes.

* enefits
Choose your initial membership tier(s) based on customer senett

15% Off Wash & Fold Ba
2 Expiring Aug 1

base and capacity

Membership

Set pricing using cost-plus and value-based analysis

Define benefits, limits, and rollover policies for each tier 10% bry Cleani
% Dry Cleaning

Create internal documentation for staff training i

15% Off Wash & Fold Bag
2 Expiring soon

15% Off Blankets

Set up membership tracking in your Cents platform

Configure payment processing for recurring billing

Payment

000000 O

Draft FA ment for common mer ion
aft FAQ document for co on customer questions X You’re amember
Change Plan

Week 2: Preparation Ceneel Merbarshil IE! =

Goals: Create marketing materials and train your team. 1 N

Billing History -

Create in-store signage (counter displays, window signs, table tents)

Design digital assets (social media graphics, email templates)

Thanks for signing up!

Write email launch sequence (5 emails over 2 weeks)

Train staff on membership benefits, pricing, and objection handling

Practice the membership conversation with role-play scenarios

Set up tracking for membership signups and conversions

0000000

Identify your top customers for exclusive early access.
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Membership

* Benefits

15% Off Wash & Fold Bag
2 Expiring soon

X 15% Off Wash & Fold Bag

2
Expires Aug 1 X

2
Expires Sep 1 x

X2
Expires Sep 1

- J

Week 3: Soft Launch

Goals: Launch exclusively to existing customers and gather feedback.

Send personal outreach to top customers with exclusive offer
Launch email sequence to full customer list

Install in-store signage and enable POS

Begin staff mentions at every customer interaction

Collect feedback from early members on signup experience
Refine FAQ and objection responses based on real conversations

Request testimonials from satisfied early adopters

00000 0oao

Monitor and resolve any operational issues

Week 4: Public Launch
Goals: Expand marketing and establish ongoing membership acquisition.

Launch social media campaign with testimonials and benefits

Activate referral program for existing members

Begin local advertising if budget allows

Add membership signup link to website and all digital touchpoints

Set up ongoing email nurture for prospects who don't convert immediately
Review Week 3 metrics and adjust marketing as needed

Celebrate wins with team and share early success metrics

DO0000000

Plan ongoing membership marketing cadence
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Key Metrics to Track

From day one, track these metrics to understand your

program's health:

e Conversion rate: Percentage of prospects who become
members

¢ Monthly recurring revenue (MRR): Total predictable
monthly income from memberships

e Churn rate: Percentage of members who cancel each
month

e Average revenue per member: Including any overages
or add-on services

e Member satisfaction: Customer feedback and
satisfaction surveys

e Referral rate: New members acquired through existing
member referrals

Cents Memberships lets us provide more value to
customers while making things easier for our team.
The Cents team made setup incredibly simple and
user-friendly. Memberships are the future of this
industry, and Cents is leading the way.

- Amy Martinez-Monfort, Tampa Laundry

Key Lessons Learned

1.Start simple: Begin with one or two membership tiers
rather than trying to launch everything at once. This
allows you to refine your approach before scaling.

2.Train your team: Staff who understand the membership
value proposition become natural advocates for the
program.

3.Focus on value: Memberships succeed when customers
feel they're getting more value than they're paying for.

4.Be patient: Building a substantial membership base
takes time, but the compounding benefits of recurring
revenue make the effort worthwhile.

a1
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How Cents Makes It Easy

Cents Memberships is a subscription platform built specifically for laundry businesses. Here's what's included:

¢ Ready-to-Use Templates: No designer or developer e Complete Control:
needed. Cents provides professional templates for o Charge monthly or collect payment upfront for
customer-facing landing pages and member semester or annual plans
dashboards. Simply customize with your branding, o Set discounts and quantity limits for each benefit
adjust pricing structures, and launch. o Customize plans for individual customers without
e Customer Self-Enrollment: Customers can sign up changing your overall membership
online through a link you add to your website using pre- o Update plans for new members only or apply
built enrollment templates. They can also be enrolled changes to everyone
directly by staff with a sign-up SMS. Self-service o Create unlimited membership plans with public
enroliment reduces friction and frees up your team. enrollment and private invite-only options
e Multi-Location Support: If you operate multiple
locations, Cents gives you full control over which Simple Pricing
benefits apply where. Create location-specific plans or Add Cents Memberships to your existing Cents platform
offer memberships that work across your entire network. for just $35/month. Get unlimited membership creation with
* Flexible Benefit Structures: Build membership plans all the professional templates and tools you need to launch.

with percentage discounts, dollar amounts, quantity
limits, and one-time bonuses. Smart rollover
management with built-in protections maintains
customer satisfaction while protecting your margins.
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Get Started Today

You've made it through the complete guide. Now it's time to take action.

If You're Already a Cents Customer

Contact your Customer Success Manager to add
Memberships to your account. They'll walk you through
setup and help you configure your first membership tier.

If You're Not a Cents Customer Yet

Schedule a demo to see how Cents Memberships can work

for your laundry business. Our team will show you the
platform, answer your questions, and help you understand
how memberships fit into your operation.

Questions?

The Cents team is here to help. Reach out to discuss your
specific situation, get advice on which membership tier to
start with, or learn more about how other operators are
building recurring revenue.

Schedule a demo today

Scaling Wash & Fold Services for Laundromat Growth | 16


https://www.trycents.com/demo
https://www.trycents.com/solutions/laundry-payment-system

