
1. Lead Generation
Inbound Marketing: Optimize SEO for local search, run Google Ads, and leverage social media campaigns to
attract residential and commercial moving prospects.
Outbound Prospecting: Utilize cold calling, email outreach, and door-to-door sales for high-value commercial
clients.
Referral Programs: Implement incentives for real estate agents, property managers, and past customers to
generate warm leads.
Partnership Development: Establish relationships with apartment complexes, storage facilities, and corporate HR
departments for direct lead sourcing.
2. Lead Qualification
Needs Analysis: Determine the scope (residential, commercial, long-distance, or specialty moves) and timeframe.
Budget Assessment: Pre-qualify leads based on budget expectations versus service offerings.
Decision Maker Identification: Ensure you are engaging with the individual who has purchasing authority.
CRM Scoring: Assign lead scores based on move urgency, job size, and likelihood of conversion.
3. Initial Consultation & Estimate
On-Site or Virtual Survey: Conduct an assessment to determine volume, special handling requirements, and
logistical challenges.
Customized Proposal: Provide a transparent, itemized estimate outlining labor, truck fees, packing services, and
insurance options.
Upsell & Cross-Sell Opportunities: Offer additional services such as full-service packing, temporary storage, and
specialty item handling.
Address Objections: Proactively discuss common concerns regarding pricing, timing, and service reliability.
4. Follow-Up & Nurturing
Automated Email Sequences: Drip campaigns with testimonials, FAQs, and service differentiators.
Personalized Call Outreach: Engage with high-value leads through direct follow-ups to address objections and
confirm scheduling.
Limited-Time Incentives: Use discounts, priority scheduling, or bonus services to create urgency.
Retargeting Campaigns: Leverage digital ads to re-engage leads who visited the website but didn’t convert.
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5. Closing the Sale
Final Proposal Agreement: Ensure the customer signs a formal agreement with clear terms and conditions.
Deposit Collection: Secure a deposit to confirm the booking and lock in the schedule.
Pre-Move Planning Call: Set expectations regarding packing deadlines, moving day logistics, and contingency
planning.
6. Service Execution
Customer Handoff to Operations: Sales provides detailed move notes, customer preferences, and special
instructions to the operations team.
Real-Time Updates: Offer customers status updates via SMS, email, or a tracking portal.
Quality Assurance Checkpoints: Conduct a mid-move check-in and a post-move walkthrough to ensure
satisfaction.
7. Post-Move Follow-Up & Retention
Satisfaction Survey: Send a feedback form and address any concerns immediately.
Review & Referral Request: Incentivize happy customers to leave online reviews and refer friends.
Loyalty Program Enrollment: Offer discounts on future moves or partner services such as cleaning and storage.
Re-Engagement Strategy: Send follow-ups at 6-month and 12-month intervals for potential future moves or
related services.
8. Performance Tracking & Optimization
Pipeline Metrics: Track conversion rates at each stage (lead-to-consultation, consultation-to-booking, etc.).
Sales Rep Performance: Evaluate close rates, average deal size, and customer satisfaction scores per rep.
Campaign ROI Analysis: Measure the effectiveness of marketing channels and optimize based on cost per lead
and acquisition rate.
Process Refinement: Continuously iterate on sales scripts, objection handling techniques, and lead nurturing
strategies based on performance data.
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