
Louis Massaro’s 
Moving Company Success Assessment

Think about a big vision or goal you’d like to achieve in your moving business. What if we knew in advance whether or 
not you’re working on the most effective areas to move you towards your vision? We can. Below are several categories 
to consider when trying to assess your company's ability to effectively and consistently have more than enough sales and 
moves being booked to reach your goal. With each category, give yourself a rating of 1-10 as described. After you 
complete all categories and scaling, find out your overall score and implications by adding all of your ratings. 

Categories 
Lead Management
Do I have a system for all leads and phone calls being “worked” to make sure we are not 
missing any opportunities? Do I have automated systems of follow-up and value building in 
place using modern technology? 

Sales Framework
Am I using a move cost analysis to ensure my prices are highly profitable? Do I have a well 
designed sales script that creates accuracy, consistency and a high conversion of sales? Do I 
have a set process on following up after an estimate is given to increase bookings? 

Sales Acceleration
Does my sales team understand the psychology of our potential customers? Do they know 
what to say to close the deal? Do I have a list of responses to overcome any reason a 
customer may have for why they’re not ready to book their move yet? 

Sales Control
Is there someone in my company that fulfills the role of sales manager, even if it’s myself? Do I 
have a set of reports that I use to manage my business? Am I conducting sales meetings at least 
once a week? Am I actively coaching my sales team to make them better? 

Power Team 
Am I able to quickly hire great sales reps when needed? Do I have set training procedures to 
ensure they estimate moves correctly and close deals? Do I have a pay structure, commission 
and bonus plan in place to motivate my sales people that’s also profitable for the company?

Move Multiplier  
Do I have processes in place to prevent and save customers from cancelling their move? Am I 
generating revenue streams by selling additional services to my customers? Do I have a 
referral program in place to get more repeat and referral customers? Do I have an automated 
system of having my customers post online reviews to Yelp, Google, Facebook etc? 

Results: If tallying all your ratings you didn’t end up with a score of at least 45, then it’s likely you aren't working on the areas that 
are moving you toward your goal. So, what if your score isn’t at least 45? Should you give up and not proceed? Not necessarily. 
Spend some time looking at each area you didn’t get at least a score of 8, and ask yourself, “What could I do in this area so that my 
score would be higher?” In other words, do the hard work of thinking about how to increase your ratings. That, or just reconsider 
whether or not this new goal or vision is really something worthwhile to pursue at all. 
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Your Rating 
Yes, very much = 10 — No, not at all = 1
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Total Score ________
Add the numbers to get the total score. 
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