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Laundrylux

Women in Laundry
Five Stories from Across the Industry to Educate and Inspire



Intro
Laundrylux began the Women in Laundry blog series of interviews back in March, 2018 for 

Women’s History Month, and because of how compelling we found these stories to be, the 

project expanded far beyond its initial scope. The featured business leaders come from 

many different backgrounds and operate all over the country, and have each found ways 

to thrive in a male-dominated industry. You will read about laundromat owners, as well as 

women involved with equipment distribution, on-premise laundry, sales, and more.

We hope you will enjoy reading about their successes and allow their stories to inspire you, 

because the tenacity that drove each of these women to success can help motivate anyone 

starting a business within the laundry industry.

Vivian Trout  |  Top Saleswoman at Uniwasher

“A woman’s place is anywhere she wants to be.”



LAUREN SCHULTZ
Vice President of Midwest Laundries

A family-owned equipment distribution company based in Chicago, IL

PHEBEAN OYEFUSI
Multi-Store Owner

Owner of two Maryland-based laundromats

PAULA KOSTICK
Classic Drycleaners and Laundromats

Nine dry cleaners, five laundromats, and a central plant for dry cleaning and wet cleaning 

services throughout Pennsylvania

ARIANA ROVIELLO
Owner of Laundré

A hybrid laundromat cafe located in San Francisco, CA

VIVIAN TROUT
Uniwasher Laundry Professionals, Inc

Commercial laundry equipment distributor in Florida
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“My family has been in the laundry industry for generations,” 

shared Lauren. “My Grandpa and his brother co-owned multiple 

stores throughout the Chicago area starting in the late 1950s. While 

they never ventured into the distribution side of the business, 

entrepreneurship was modeled in our family.”

Midwest Laundries is the brainchild of Lauren’s brother Jim. That a-ha 

moment came while Jim was manager of a laundromat and found he 

needed to replace some old washers.

“It was then and there he saw the value in rebuilding and reselling 

them,” recalled Lauren. “After rebuilding those two used 50-pound 

washers in a garage in Chicago in the middle of winter, there was 

nothing holding us back. Things really blossomed from there.”

MIDWEST LAUNDRIES PAST AND PRESENT
Just like her brother, Lauren also was a laundromat manager; for 

two laundromats on Chicago’s North side while she attended college. 

Upon graduation, Lauren thought partnering with her brother was a 

smart move.

“At that time, the economy was collapsing and the idea of working 

for someone else wasn’t very appealing to me,” mused Lauren. “I was 

certainly familiar with the industry and always had confidence in my 

brother’s vision, and our ability to build something together.”  

Women in Laundry 

Lauren Schultz
Vice President of Midwest Laundries

Chicago, IL

With solid experience and growing 
success under her belt, Lauren 
Schultz, vice president of Midwest 
Laundries, the family-owned 
distribution company based in 
Chicago, credits her grandfather and 
great uncle for her entrepreneurial 
ambitions and her flourishing 
laundry career.
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However, the year prior to starting a full-time career 

with Midwest Laundries, Lauren landed a position in the 

music industry for a digital distribution and marketing 

company.

“I love music and have always played multiple 

instruments,” she said. “My dream job was to be a music 

supervisor, which is the person that adds music to films 

and television. It offered the perfect blend of using my 

creativity and business skills.”

That experience was more impactful than its brief 

time suggests, according to Lauren. “I got to be part 

of an industry as it grappled with the emergence of 

new technologies that threatened to eliminate its 

longstanding revenue streams,” she said. “Observing how 

companies responded to that shift was a great education. 

It drove home the importance of openness and how 

complacency is the enemy of longevity.”  

Lauren took that education and joined Jim in her current 

role of vice president, focusing on growing the team and 

the business.

“My day-to-day focus is on marketing and branding,” 

explained Lauren. “From idea to design to execution, 

I’ve handled nearly everything related to our marketing 

in-house. As we grow, I lean more on a talented group of 

freelancers, which enables me to work on longer term 

growth strategies.”

When the siblings first joined forces in 2007, Midwest 

Laundries was solely a used laundry-equipment company 

before branching out in new directions. In 2017, Lauren 

and Jim’s brother Chris joined the growing company as 

the director of operations after spending almost 10 years 

as an electrician foreman.

Lauren also takes pride in the Midwest Laundries team 

and the culture of the organization. “I believe that our 

employees and our common goal of providing superior 

customer care and quality work is the basis for every 

success we’ve had to date,” said Lauren.

THE ELECTROLUX BRAND ADDS VALUE 
Midwest Laundries is always looking for ways to add 

value to the relationships with their clients beyond the 

sale of equipment.

“Our partnership with Laundrylux, the exclusive North 

American supplier of Electrolux professional equipment, 

and the Electrolux brand itself, allows us to bring value to 

our customers on a larger scale,” remarked Lauren.

For instance, with customer offerings like Laundrylux 

Creative Services, Midwest Laundries can provide clients 

with even more resources to help them build and market 

modern and professionally operated businesses.

“Additionally, Electrolux professional equipment offers 

exciting technology specifically for the laundry owner 

and technology that is marketable to laundromat 

customers,” Lauren said.

Technology that enables extremely low water and energy 

consumption, for instance, as well as  the LaundryPulse 

and LaundryPay programs that make both owning and 

going to the laundromat a simple process.

“Laundrylux Creative Services and the 

Electrolux brand help our clients differentiate 

their stores from their competitors.”
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TIPS FOR SUCCESS FROM LAUREN SCHULTZ
Take care of your employees.  If you want your employees to deliver a quality product and take care of your 

customers, you must first take care of your employees. It sounds extremely obvious, but I put a lot of effort into 

figuring out what that looks like in the everyday practice of running a business. 

Be confident and knowledgeable.  Not only has being a woman affected my position but being a young woman has 

even more so. I was in my early 20s when we started. It’s still often assumed that I’m an assistant or receptionist or 

in some other type of support role. I used to get frustrated, but I’ve learned to accept that I can’t control another 

person’s bias. Being confident and knowledgeable goes a long way in challenging someone’s assumptions.

Words of advice.  Well, my 12-year-old self would be pretty surprised to find out what she ends up being when she 

grows up. But on a serious note, I’d tell her and others to follow every curiosity and don’t be intimidated. There’s no 

reason to assume everyone else knows more than you. So far, every mistake I’ve made was survivable.

What’s next?  My focus is on improving and expanding Midwest Laundries, especially in new store development. I 

think we are just scratching the surface of what we envision for the company. I’m excited to build on our wins and to 

be a part of this industry for a long time.









FURTHER INFO
Midwest Laundries is a leading distributor of Electrolux vended and commercial laundry equipment in the Chicago 

area. Their goal is simple: to make researching and buying or leasing commercial laundry equipment a simple, 

straightforward, and enjoyable process. 

→  For more information call 773-538-7892 or email sales@MidWestLaundries.com today.



pg 7

Before venturing into the laundry business 
and launching two successful Maryland stores 
– Speedwash laundromat and Brite & Clean 
laundromat – Phebean Oyefusi was a CPA and 
an auditor with a demanding schedule and a 
young family.

Life as an auditor, first in a public accounting firm and 

then with the State of Maryland, required lots of travel 

and meetings with financial executives. However, as a 

mother with children under the age of five, Phebean 

yearned for more of a healthy work-life balance.

“It’s funny to think that as an auditor, I was great at 

managing my clients and a fast-paced work environment, 

yet I found it increasingly challenging to manage my 

personal life,” shared Phebean. “What I needed most was 

more control of my time and more time with my family, 

especially my children who were very young at that 

point.”

A LIFE-CHANGING DECISION
That’s when Phebean and her husband began talking 

in earnest about taking steps to change their family’s 

way of living by getting into the laundry industry. 

Phebean Oyefusi
Multi-Store Owner

Hyattsville, MD

Women in Laundry 

Phebean began by delving into research about owning 

a laundromat; she took advantage of Small Business 

Administration counseling and resources, regularly 

visited her local library, talked to store owners in the 

neighborhood, and set up consultations with various 

laundry distributors.

“Hey, I’m an auditor,” chuckled Phebean. “Extensive due 

diligence is always the first step. You can’t make the best 

decision for yourself without finding out the essential 

details.”

Needless to say, Phebean liked what she found out, so 

she and her husband took the plunge. That was 22 years 

ago. Today, Phebean is the proud businessowner of two 

Maryland-based laundromats. She’s also happy to say 

that the laundry business has given her what she sought 

out to achieve – a satisfying career and fulfilling personal 

life with her family.

GREATEST ACHIEVEMENT TO DATE
Her newest store is just shy of 6,000-square feet and 

features beautifully appointed Electrolux professional 

washers and dryers, all carded, and built by an 

experienced Electrolux distributor Al Moore, president of 

Laundry Unlimited, LLC.
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“When it came time to replacing the equipment, the Electrolux brand was the best choice,” said Phebean. 

“I’m especially impressed by the utility savings – low-water and energy usage. It took me just a short time to 

recognize the advantage of the new equipment over the old.”

Phebean also recommends working with an expert in the industry. “Working with Al and his team at Laundry 

Unlimited put me at ease,” said Phebean. “They treat my business as their own. And that’s everything to me.”

TIPS FOR SUCCESS FROM PHEBEAN OYEFUSI
Be confident. Knowing what I know now I would advise anyone – including a younger version of myself – 

to be confident early on in life. Hang out with people in business. Ask questions and be more resourceful. 

Also take marketing courses in college – or right now. It’s never too late.

Never limit yourself. I have never defined my goals and aspirations within the confines of gender. Hence 

being in a profession that is largely male, was not a limiting factor to me at all. It never even crossed my 

mind. And don’t let it cross your mind either. Surround yourself with a network of people you trust and 

who believe in you. My husband is one of my biggest fans and he rises to the occasion as needed, despite 

having full-time regular employment outside of the home.

Don’t leave any option unexplored. I was determined to spend more time with my family. I wrote down 

every which way I could accomplish that. Thinking through the options, really exploring them, ultimately 

lead me to a brand-new career that I love that gave me what I was looking for. I use this approach when 

running my stores too. There are so many decisions to make as a business owner. This way, when I 

ultimately decide to move ahead, I have no regrets.

What’s next? Store number three and four and maybe five, who knows. I feel that the sky’s the limit! With 

the new technology in the market today, running multiple stores is much easier than in the past.

FURTHER INFO
Want to visit Phebean and Brite & Clean laundromat? 

You can find her store at 7575 Annapolis Rd, Hyattsville, MD 20784 – Open 24 hours!
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However, as a teenager, Paula found it hard to envision herself with 

a serious career – much less one where she was overseeing the 

Classic brand of businesses, located in the Harrisburg, Pennsylvania 

metro area. “I wasn’t much of a ‘school person,’” she shares. “I did 

like to work though, and ride horses. That’s all I knew about myself.”

Paula had an after-school job working at one of her father’s 

laundromats. That is, until she was let go. “I was 16 and like many 

16-year-olds, I tended to act like one,” recalls Paula. “One day the 

store manager had enough and fired me.”

Taken aback yet undaunted, Paula walked across the street from 

the laundromat and got a job at Wendy’s where she worked the 

rest of her junior and senior year of high school. Then Paula went to 

college. About a year in, she decided the college experience wasn’t 

right for her.

TWO PEAS IN A POD
“I’m a lot like my dad, Paul,” muses Paula. “We both place a high 

value on doing an honest day’s work.”

After leaving college and returning home, Paula began working in 

various fast-food restaurants without any clear career path. “Then 

I asked my dad if he was hiring and he said he didn’t know,” laughs 

Paula. “’Just fill out an application and get an interview.’ So that’s 

what I did.”

With nine drycleaners, five 
laundromats, and a central plant for 
dry cleaning and wetcleaning services, 
Classic Drycleaners and laundromats 
owner Paula Kostick is without question 
an influencer in today’s laundry 
industry.

Women in Laundry

Paula Kostick
Classic Drycleaners and laundromats

Harrisburg, PA
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By this time, the Classic brand had grown to include 

several dry cleaning locations and laundromats. Paula’s 

father employed general managers who were responsible 

for running the daily operations.

Paula interviewed with one of her father’s general 

managers and was hired on the spot. However, she was 

quick to point out that she received no special treatment.

“I started where everyone pretty much starts out in the 

dry cleaning business, pressing pants,” Paula says. “I dry 

cleaned for a year and was eager to learn all I could about 

the business.”

THEN AN OPPORTUNITY APPEARED
A general manager’s position opened up within her 

father’s company. She was only 23-years old, but Paula 

felt ready to take on the responsibility. “I went through 

the interview process along with other candidates,” 

shares Paula.

Up until this point, Paula’s father had been 

contemplating selling the business her parents had 

begun before she was born.

Paul and his wife Joanne Kostick had opened their first 

dry cleaning store in 1970. “It was a One Hour Martinizing 

dry cleaning franchise and they did it for 10 years,” 

explains Paula. “In 1980, they opened a dry cleaner under 

their own name, Classic DryCleaner. Mom even designed 

the logo.”

Sadly, Joanne passed away when Paula was 11. Paul 

continued on raising their family and growing the 

Classic brand; building what he and Joanne had created 

together.

Over the years, Paul had always enjoyed the real estate 

aspect of running a sizable business as well as purchasing 

equipment, but he disliked the day-to-day involvements. 

Paul struggled with the notion of handing the reins 

over to an outsider. Now with his daughter seeking a 

leadership role, Paul decided to put his trust in her.

BECOMING A GENERAL MANAGER
In her new role, Paula very much wanted to prove her 

worth. Growing up, Paul and Paula didn’t always have a 

warm and fuzzy father-daughter relationship.

“He was always a very straightforward type of dad,” 

reminisces Paula. “For instance, when I came home from 

college, he told me I had two weeks to get a place to live 

or pay him rent. He wasn’t mean about it, it was just the 

way it was.

Now, Paula can better appreciate her father’s practical 

nature and no-nonsense child raising. “Looking back, 

he really prepared me to be a responsible person and a 

business leader,” she shares. “I can’t thank him enough.”

MAKING HER MARK
As general manager, Paula worked hard, immersing 

herself in the everyday operations and strategic planning 

to make her own mark growing her father’s company. She 

would quickly get her chance to do exactly that.

The early 90s was a time when “Dress-Down Friday” was 

fast becoming the norm, and by 1998, Paula saw the 

financial impact polo shirts and khaki pants were having 

on Classic’s dry cleaning services.

To combat the steadfast acceptance of “Casual Work 

Days,” Paula decided to branch out with her unique idea – 

partnering with CRDN.
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“Certified Restoration Dry cleaning Network, better known as CRDN, offers insurance restoration for clothing damaged 

in household disasters such as floods and fires,” explains Paula. “We partnered with CRDN in 2003 and it has been an 

invaluable resource for us, creating direct relationships with insurance companies. It felt great to trust myself and make 

the decision to run with it.”

TRUSTED RELATIONSHIPS WITH WASCOMAT
When it comes to choosing commercial laundry equipment, Paula likes to 

follow in her father’s footsteps. “My dad always purchased Wascomat washers 

and dryers,” says Paula. “We have 30-year old Wascomat machines that are 

still running and look great.”

Paula has also continued the longstanding business relationship with 

Wascomat Regional Sales Director, Dan Goldman. “Dan is not only our trusted 

sales rep, but a friend,” shares Paula. “Throughout the years we have relied on 

him for his candid advice and expertise.”

When it came time to buy a wet cleaning system, Paula turned to Dan and 

the Wascomat brand. “The Wascomat WetClean System was perfect – 

environmentally safe and dual-use for dry cleaners,” says Paula. “What can I 

say, I love Wascomat equipment!”

“The Wascomat WetClean System was 

perfect – environmentally safe and dual-use 

for dry cleaners,” says Paula. “What can I 

say, I love Wascomat equipment!”

“If you use your dry cleaning 

solvents properly and 

use specific wet cleaning 

detergents correctly, you are 

making a positive impact. Our 

Wascomat Wetclean System 

also complies with OSHA, 

EPA and other environmental 

regulations. It’s been a 

great complement to our dry 

cleaning capabilities.”
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MINDFUL LEADERSHIP
Being environmentally accountable is also part of Paula’s mindful leadership. Under her direction, the Classic 

company has implemented changes that help reduce the impact on the environment.

One of the biggest eco-friendly changes Paula made was getting rid of a dry cleaning staple – paper covers.

“Paper covers fit over the hanger and it’s a huge branding item for many dry cleaners,” explains Paula. “It’s also 

an incredible waste of paper.”

REDUCING PLASTIC POLLUTION 
In addition to using less paper, Classic reuses hangers and recycles plastic bottles collected at its locations. 

Classic makes use of automatic bagging too, which further reduces plastic consumption since the machine only 

metes out as much plastic as a garment requires.

“We bring our plastics to a local grocery store that we have a recycling partnership with,” says Paula. “Being 

conscious about curbing waste and using eco-friendly products has its costs, yet it absolutely saves money 

too. And I tell you, our customers really appreciate the eco-friendly changes that we made and that makes me 

especially happy.”

THE MOST IMPORTANT RELATIONSHIP
What Paula values most about becoming general manager was that it created a closeness with her father. “My 

position forced us to work side-by-side,” she shares. “I started to make him proud. And created a friendship that 

we never had before.”

Paula’s father passed away in 2010, entrusting the Classic family legacy to her.

WHAT’S NEXT?
Two years ago, Paula and her team made the decision to aggressively go after a new money stream in the dry 

cleaning business: offering wash-and-fold and laundry pick-up and delivery to their dry cleaning customers.

“Millennials want more time for their family and friends and for themselves,” says Paula. “They don’t want to 

spend it doing laundry if they don’t have to.”

Paula is excited to see how this recent business decision continues to unfold. “These days, I find it very satisfying 

to not only ‘work’ but work at something I care deeply about.”
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TIPS FOR SUCCESS FROM PAULA KOSTICK
Surround yourself with industry leaders. I belong to the Coin Laundry Association. I also joined a local business group 

eight years ago. We’re in noncompeting industries and we meet monthly. It’s good to be able to talk through things and 

get new perspectives from other business owners.

Your people are everything. My greatest achievement to date is being able to find the best people to run and 

manage the businesses – and retain them. I got that knack from my dad. My dad was really good about taking 

care of people. We have one manager who has been with us for 40 years. Shirley started with us in 1978 and now 

manages one of our Wascomat laundromats. Your people are everything. You have to stand up for them.

With over 40 years of experience, Classic Drycleaners and laundromats takes great pride in its stellar reputation in the 

Greater Harrisburg area. Voted “Simply the Best Dry Cleaner and Laundromat” by the readers of Harrisburg Magazine 

for over 10 years, Classic takes great pride in being known as Harrisburg’s preferred garment care specialist. Paula is 

excited to continue her journey and remains committed to advancing her father’s legacy. “We love our customers, our 

employees and our community!”
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Women in Laundry

Ariana Roviello
Laundré

San Francisco, CA

Ariana’s interest in the laundry business first began in the most unlikely 

of places – at the Fashion Institute of Design and Merchandising (FIDM) 

in San Francisco. It was in a business class where she was challenged 

with creating a unique business model.

“laundromats were at the top of my mind,” laughs Ariana. “When I 

moved to San Francisco for college, I had to use them. It was a pretty 

rude awakening to go from your parents’ in-house laundry room to 

doing your laundry in a dirty, unsafe environment. The class assignment 

allowed me to put my laundromat wants and wishes into a concrete, 

workable business plan. And that’s how I came up with my initial idea 

for Laundré.”

THE WINDING ROAD FROM CREATIVE CONCEPT 
TO TANGIBLE REALITY
After graduating from FIDM, Ariana decided to follow her passion for 

clothing and design rather than embark on a laundry career, and soon 

landed a position in the buying department of a large fashion retailer.

However, about a year in, Ariana decided the fashion profession wasn’t 

for her after all. She chose to leave her job and take time to figure out 

her next move.

“During this stretch, I kept coming back to my Laundré concept and 

the fact that there were still no great laundromat options in the area,” 

shares Ariana. “That’s when I focused my efforts on learning more about 

the business – and got hooked.”

All month long we are applauding 
the women who, thanks to their 
ingenuity and fortitude, are 
making their entrepreneurial 
mark on the laundry industry. 
Exemplifying these inspiring 
characteristics is San Francisco’s 
Laundré founder Ariana Roviello, 
the one-time fashion student who 
took the “laundry meets eatery” 
concept and brought it to life in 
San Francisco.
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RESEARCH, RESEARCH, RESEARCH
As Ariana dove into her research, she discovered many beneficial resources – from 

reading industry publications to investigating other laundromats with creative 

offerings.

“Immersing myself this way was time well spent,” explains Ariana. “It’s incredibly 

valuable getting information from laundromat owners, as well as learning about 

trends in the industry and in commercial laundry equipment. Doing your research is a 

must for anyone interested in getting into this industry.”

Another indispensable source of expertise came from local distributor, Golden State 

Laundry. In business since 1954, Golden State’s wealth of knowledge and experience 

impressed Ariana.

“Golden State Laundry was a real find,” says Ariana. “The team at Golden State are 

very interactive and made sure that I always had what I needed. They guided me in 

the right direction on equipment mix, layout, and installation. Today, they continue to 

give me great service and I am very happy with the relationship we’ve built over the 

last couple of years.”

CHOOSING ELECTROLUX WAS KEY
During her initial research, Ariana scrutinized all of her equipment choices to figure 

out which brand of machine was right for her. “I wanted top-of-the-line, eco-friendly 

equipment that also had modern integrated technologies,” she shares. “I eventually 

zeroed in on Electrolux Professional.”

“After learning more and more about what Electrolux machines could offer, I was 

floored,” she exclaims. “Maximum water, energy, and time savings, increased 

productivity, easy operation and text messaging features – all while turning out the 

best laundry results, load after load. It was the only logical choice.”

BECOMING PART OF THE COMMUNITY
The clean and open 5,000-square foot space, housed in San Francisco’s hip Mission 

District, has an ultra-modern feel. In addition to wash-and-fold services and free eco-

friendly soap with every wash, Laundré offers a delectable selection of coffee, lattes, 

and teas as well as delicious goods such as Brioche Toast, Grilled Cheese on thick 

sliced country bread and Chia Seed Pudding.

“I wanted top-of-the-line, 

eco-friendly equipment that 

also had modern integrated 

technologies,” she shares. 

“I eventually zeroed in on 

Electrolux Professional.”
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There are other laundries around the world and in the United States that have combined a cafe and laundry, or offer 

other activities, but not many.  It’s still a very different concept. And Ariana is the first to admit, laundry and coffee are 

two very different types of businesses and it’s a daily challenge making sure they both remain cohesive.

“We’re doing better with that every day,” says Ariana. “And the community is responding in such a positive way.”

Another distinction that Laundré enjoys is that it has a diverse group of laundry customers.

“I’m very proud that we serve a wide spectrum of people,” says Ariana. “Young couples, large families, and everything 

in-between; all do their wash with us. After all, laundromats are the great equalizer – everyone has to wash their clothes.”

ARIANA ROVIELLO’S RULES FOR SUCCESS
In keeping with her personal motto of “Encourage everyone to succeed,” here are Ariana’s rules for success:

Create a schedule. Every day I arrive at the store around 7:30am to prep for our 8am opening. I catch up on emails 

and place orders for the week. Then I process wash-and-fold orders. In the afternoons, I work in the café and then 

head back to the laundromat to make sure everything is work’n and wash’n.’

Interact with customers. I try to have as much customer interaction as possible. I want to understand my 

customers’ wants and needs so that Laundré can keep evolving.

Know what you want. The planning and research phases are critical. Have the courage to implement your ideas 

even if they aren’t mainstream. Especially if they aren’t!

Ask for help. Which may be hard for some women since we often tend to take on other people’s responsibilities 

or may feel intimidated, but asking for help will save you time and headaches. I guarantee you, anyone – man or 

woman – venturing into this business needs expert advice and guidance.   

Persist. I never took my eye off of the end goal and I’m proud how the concept turned out. I think success can be an 

ever-moving target, so I focus on appreciating what I’ve done up until this point as much as possible.

FURTHER INFO
Laundré, located at 2401 Mission Street, San Francisco, California, aims to make laundry less of a chore while 

providing a space that welcomes creativity, work, and people. It also boasts a 4.9-star restaurant review from Zagat.













pg 17

Women in Laundry

Vivian Trout
Uniwasher Laundry Professionals, Inc

South Florida

As the daughter of Cuban immigrants, born and raised in Miami, 

Florida during the 1960s, Vivian always knew she would make her 

way. “My parents had a very strong work ethic,” she reflects. “It 

didn’t matter what the chore was, making your bed, weeding the 

garden, it was instilled in me early on to always do my best.”

TESTING THE REAL ESTATE WATERS
Vivian first took a property manager position and then became 

a licensed Real Estate broker. “I liked being a property manager 

– the operations, the relationship-building, the negotiating, the 

thinking on your feet – it suited me,” says Vivian.

When a new opportunity presented itself, Vivian changed her 

career path. “I became a service dispatcher for Amerivend, one of 

the largest route operators of coin laundry equipment at the time,” 

explains Vivian. “The biggest draw was it was just a mile away from 

my home and I could stay in one place.”

Vivian excelled in her job and was made head dispatcher. A year 

later, she was promoted to Inventory Control Manager for the 

Miami branch.

STANDING OUT FROM THE CROWD
Leading a team of warehouse workers, tracking inventory, 

evaluating suppliers, and creating excellent rapport along the 

way, Vivian’s role quickly grew to cover the company’s Tampa 

In honor of Women’s History Month, 
Vivian Trout, the top-producing 
OPL saleswoman at Florida-based 
Uniwasher Laundry Professionals, 
shares her remarkable rise in the 
industry and career advice for breaking 
down barriers in the “boys club.”
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office as well. “I was able to save Amerivend a lot of money,” she says, “It felt good to be 

recognized, but more importantly, I really enjoyed the work. I was good at it.”

In 1998, Amerivend was sold to Mac-Gray, a pioneering leader in the Commercial Laundry 

Systems industry since 1927. Vivian was asked to join the team to manage their inventory 

as well, and was soon promoted to branch administrator.

“I really loved the diversity of responsibilities,” recalls Vivian. “Every day was different. 

I also liked that it was an important role, central to the growth and viability of the 

company.”

In 2002, Vivian decided to jump on board with a small laundry service company – 

Uniwasher, Inc. This career move would eventually lead her into a top-earning sales 

position.

“Uniwasher had been around since 1998, but it was more of a startup when I joined the 

company,” says Vivian. “At that time, it was a small office and a warehouse without a 

computer system.”

Vivian was attracted to the idea of being on the ground floor, helping to establish the 

infrastructure for growth. What’s more, thanks to the vendor connections she had 

cultivated over the years in the laundry industry, Vivian was soon opening new accounts.

“Up until that point, we were a sub-distributor through another company, selling 

Wascomat equipment,” says Vivian. “Acquiring solid distribution routes was huge. That’s 

when things started taking off for us. Little by little, Uniwasher was growing in sales and 

services and gaining a presence in the marketplace.”

UNIWASHER GROWS ITS OPERATIONS
In 2011, Uniwasher became a Laundrylux Authorized Distributor of Electrolux 

Professional Laundry equipment for South Florida – and sales skyrocketed. “Every 

department grew because of this – accounting, dispatch, service,” shares Vivian. “As our 

coin and OPL sales increased, so did our staffing and operations.”

Today, Vivian primarily sells to the OPL market.  In 2017, she had her best year yet, hitting 

the  $2+million-dollar mark, and earning the status of top salesperson.

In 2011, Uniwasher became 

a Laundrylux Authorized 

Distributor of Electrolux 

Professional Laundry 

equipment for South Florida 

– and sales skyrocketed.
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“In the last six years, I have sold millions of dollars in machinery. I’ve learned so much over the years, it’s really been 

incredible. When I started, I didn’t know one damn thing about industrial washers and dryers,” chuckles Vivian.

In addition, Vivian has rented out scores of Wascomat and Electrolux laundry equipment to hotels and nursing homes. 

“When I began selling, leasing equipment was unheard of in South Florida,” says Vivian. “But I soon realized that many 

companies didn’t have the budget to purchase. Understanding your customers is at the very heart of every successful 

salesperson.”

TIPS FOR SUCCESS FROM VIVIAN TROUT
Vivian advises “anyone wanting to join this boys club” to do your homework.

Know your laundry customers! “The great thing about laundry is that everyone and every service company needs to 

do wash.”

Read up on equipment. “Be knowledgeable about equipment options. Strong sales are made by being able to talk 

about the benefits the equipment brings to your customers. Know your equipment so you can provide the proper 

solution.

Go to see the equipment installed. “It’s really amazing to see the installation process. And you get to ask questions 

and meet with experienced professionals, which in my case are Alejandro Correa and Mariano Miguel, the owners of 

Uniwasher, Inc. They taught me a lot about the technical aspects of the products.

Take classes at the service schools. “There’s nothing more valuable than getting hands-on experience.”

Vivian is looking forward to growing her business even further. She continues to play a major role in this “boys club” and 

is excited about the opportunities ahead. “A woman’s place is anywhere she wants to be,” Vivian sums up quite nicely.
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Laundrylux
Contact Laundrylux Today

http://laundrylux.com/contact-us/

