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The Home
Organization Business

Turn chaos into labeled calm at $349-3.500 a project. Near-zero startup
costs, the most shareable before-and-afters in any Service trade, and
clients mid-transition.

$500-1,550 7-21 days 80-90%

START LEAN FIRST DOLLAR TYPICAL MARGIN
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—— THE BUSINESS AT A GLANCE

Is this your business?

Home organization sells something rarer than tidy shelves: decisions made and weight
lifted. Clients call mid-move, post-baby, or while downsizing a parent's house of forty
years, and they pay $349 to $3,500 for calm they could theoretically create themselves
but never will. Startup costs barely exist, margins live in the high eighties, and the
before-and-after photo is the single most shareable proof in home services.

$500-1,550 $2,500-5,000 7-21 days

LEAN STARTUP COST STANDARD BUILD TIME TO FIRST DOLLAR

80-90% Yes, fully Yes (client-site)

TYPICAL GROSS MARGIN SOLO-FRIENDLY HOME-BASED

BUILT FOR THESE FOUNDER TYPES

CTHE CRAFTSMAN> CTHE ADVISOR >

I . 2/5 difficulty

THE HONEST FIT TEST

This is emotional labor with a label maker. You will spend hours on your feet in strangers' closets, gently

steering keep-or-toss decisions you are never allowed to make, for clients who may cry over a casserole dish.

If you need people to behave logically around their possessions, pass. If patient structure is your native
language, this trade pays you generously to speak it.
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Who pays, and why now.

More than half of Americans say clutter overwhelms
them, but overwhelm alone does not dial the phone.
Four trigger events do: a move, a new baby, a death in
the family, and a downsizing parent. Each one drops a
household into transition with more stuff than system,
and the call that follows is rarely about shelves.
Clients are buying decision-making capacity at the
exact moment theirs has run out, which is why this

service sells in hard months and good ones alike.

The buyer skews to dual-income households with
more money than weekends, and to the adult children
of aging parents, who often pay from another state.
The premium product hiding in this niche is the move:
full unpacking and setup of a new home, priced at
$1,800-3,500, where the client walks into a finished
kitchen instead of a month of box purgatory. Real
estate agents and moving companies get asked for
this constantly and almost never have anyone to

recommend.

Competition is thin and mostly unbusinesslike:
talented solo organizers with no packages, no
portfolio discipline, and no follow-up. The trust bar is
real (you will touch people's finances, medications,
and memories) and the professional signals that clear
it are cheap: insurance, a NAPO credential, a signed
confidentiality clause, and a portfolio shot like a
magazine. Meet that bar and you are competing with

almost no one for clients who refer compulsively.

Busy professional $349-899 per project

households

Families mid-move
setup

Adult children downsizing a
parent

Real estate agents and
stagers

$1,800-3,500 for unpack and

$800-2,500 per project

$400-900 pre-list declutters

Decisions made, a system that survives a real
Monday

To skip the month of boxes and live in their house
now

A respectful edit of forty years, donations handled,
dignity intact

Listings photo-ready in days, a vendor who shows
up

OF AMERICANS FEEL OVERWHELMED BY CLUTTER

54%

Overwhelm is the baseline; the trigger events are the timing. Moves, babies,

losses, and downsizing put a date on the problem, and the organizer who is

visible when one hits gets a client who has already decided to buy. Your

marketing's whole job is being findable in that week.




STARTUP COSTS

Every dollar, before you spend it.

The leanest build in the catalog next to pet waste removal: a label maker, insurance, and proof.
Your portfolio is the real startup asset, and you can build it on your own home and two friends'

pantries before spending a marketing dollar.

THE LEAN BUILD - START HERE WHY IT EARNS ITS PLACE COST

Label maker, cartridges, measuring tape, The label maker is the brand; buy the good one $80-150

toolkit

Starter product samples (bins, For portfolio projects; clients buy their own product $100-250

turntables, dividers) after this

Donation hauling kit (bags, boxes, hand Every project ends with a carload; be ready for it $60-150

truck)

General liability insurance (first month) You move people's possessions; breakage happens $40-80

Website with booking + portfolio The before-and-afters do the selling; this is their $100-300
gallery

Photo kit (tripod, ring light) Same angle, good light, every project: the portfolio is $50-120
the business

LLC + city license Your liability wall. See the legal page $50-500

Lean total

THE STANDARD BUILD - ADD AFTER

$480-1,550 all-in

e (e WHAT IT UNLOCKS COST
NAPO membership + specialist The field's trust currency; clients and referrers both check $300-600
certificates
Trade accounts + product float Pro programs at container retailers run 15-20% off; you $500-1,500
bill retail or pass it through
Branded apparel + car magnet You park in nice neighborhoods for six hours at a time $150-400
CRM + project software Photos, scope, product lists, and follow-ups per client $30-100/mo
THE RULE
Buy almost nothing until a client pays you to. The organizers who stall out are the ones who spent launch
month shopping for bins instead of shooting a portfolio. Three magazine-quality before-and-afters of real
spaces are worth more than every product on the shelf at the container store.
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—— LICENSING, LEGAL & INSURANCE

Clean from day one.

No state licenses organizers, which makes the paperwork you volunteer the differentiator. The

real legal landscape here is donations, disposal, confidentiality, and the absolute rule that

discard decisions belong to the client.

O

[

Form your LLC: File in your home state, get the EIN free at irs.gov, open the business bank account. THE LAUNCHPAD
Module Three walks every step.

City or county business license: Usually $50-150 a year. One call to the clerk settles it.

General liability insurance, $1M: You will carry someone's grandmother's china down their stairs. Expect $40-80 a month,

and have the certificate ready: stagers and agents ask.

NAPO membership and certificates: Not legally required anywhere, but the National Association of Productivity and

Organizing Professionals is the field's trust currency, and its specialist tracks (moves, seniors, ADHD) map exactly onto the

highest-paying niches.

Donation rules: Receipts belong to the client: the tax deduction is theirs, never yours, and you never take client items into

your own possession or resale. Drop donations same-day, photograph the load, send the receipt with the project recap.

Disposal rules: Paint, electronics, mattresses, chemicals, and medications each have municipal disposal rules. Know your

county's drop sites and fees before a garage project surfaces all five in one afternoon.

Confidentiality clause: You will see finances, prescriptions, and private papers. Put discretion in writing in your service
agreement: it closes nervous clients and it is simply the professional standard.

Photo release: Before-and-afters are the marketing engine, so get signed permission with an anonymity option. Most
clients say yes when asked respectfully; none forgive being posted without asking.

INSURANCE, SPECIFICALLY

General liability covers the dropped box and the scratched floor, and at $40-80 a month it is the cheapest
credibility you can buy. If you grow into a team, workers' comp becomes mandatory in nearly every state, and if
you start holding product inventory or client items in transit, a small inland marine rider covers what your car
carries. The deeper protection is procedural: sign-offs, photographs, and never being alone with valuables you
have not documented.

WATCH FOR

The discard decision is never yours. Ever. The story that ends careers in this trade is the organizer who tossed the
box that held the birth certificates, or the ring, or the last letter. The client makes every keep-or-go call; you stage
'decide' bins, you photograph every donation load before it leaves, and you get written sign-off on anything
headed to a dumpster. The thirty seconds of ceremony protects them, and it is the only thing that protects you.

Requirements vary by state and city. Verify with your state, city clerk, and a licensed professional. Education, not legal advice.

PLAYBOOK NO. 12 - LEGAL & LICENSING

05



—— THE PRICING MENU

Three doors. Real numbers.

Bill the project, not the hour. Open-ended hourly is the industry default and it terrifies clients: a
defined space, a defined price, and a defined after-photo closes where 'it depends' stalls. Hold

an hourly rate internally ($§60-90) and quote packages built from it.

DOOR ONE DOOR TWO

The Reset The Whole Room
$349 _449 one space $649 - 899 most-booked

V'S Kitchen, garage, office, or

* ¢ One space: pantry, closet, or
entryway primary closet

* ¢ A4-hour working session,
client present plan, we shop it

¢ Two sessions, custom product

LIRS Full edit, sort, and system 'S Labeled zones the whole

install family can keep up
LIS Product list with links, donation LIS Donation runs and disposal
carload hauled handled

¢ Two-week follow-up tweak
visit included

DOOR THREE

The Move
$1,800_3,500 unpack +

setup

V'S Full unpack: kitchen, closets,
baths, linens

'S Systems installed as boxes
empty, not after

V'S Beds made, art staged, boxes
gone day one

¢ 30-day reset visit once real life
moves in

PRICING NOTES FOR THIS BUSINESS

e Minimum engagement $300: no ninety-minute jobs. Small spaces become The Reset or they become a

referral to a great YouTube video.

e Product is billed separately, and pick one model: client buys from your linked list, or you buy on trade
discount and bill retail. Disclose whichever you choose and never mix them.

e The move-in unpack prices at two to three times the hourly math because speed is the product: a finished

home in 48 hours is worth more than the hours inside it.

e Downsizing projects get a patience premium, gently framed: more sessions, shorter days, and a pace that

respects what is actually being sorted.

e Raise prices when you are booked three weeks out. Calendar pressure, not courage, is the correct trigger.

THE UPSELL THAT PAYS THE RENT

The maintenance membership: quarterly three-hour reset visits at $225-275, card on file, offered at the reveal

while they are staring at the after. Spaces drift, babies arrive, seasons change wardrobes, and a year of
quarterly resets is worth more than the original project. Members also generate the best referrals, because

their homes stay portfolio-grade year-round.
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—— YOUR FIRST TEN CUSTOMERS

Names, not strategies.

Your first ten clients come from proof, not ads. Build the portfolio on spaces you can access free,

then put the transformations where stressed households and their agents already look.

] Your own home, then two friends' worst spaces

Shoot them like a magazine: same angle, daylight, after-styling. These six photos are the entire startup capital
of this business; treat the shoot as seriously as the work.

2 Local Facebook and Nextdoor
One pantry transformation with an honest caption out-pulls any ad. Neighborhood groups treat a great before-
and-after as content, not marketing, and the comments fill with tags.

5 Real estate agents and stagers
Pitch the pre-list declutter: $400-900, photo-ready in days, you haul the donations. Agents are repeat referrers

with deadline-driven clients, and stagers want you on speed dial.

4 Moving companies
Movers get asked 'do you know anyone who unpacks?' weekly. A referral fee or a co-branded flyer in their
folder puts you at the highest-ticket moment in the niche.

5 A free talk at the library or community center
'‘Downsizing a family home' fills a room with seniors and the adult daughters who drove them: both are buyers.

One talk a month is a pipeline.

6 School and parent groups

Post-baby and back-to-school chaos are trigger seasons. A playroom transformation posted in a parents' group
lands inside the exact demographic that books The Whole Room.

THE EXACT ASK

"Hi, I'm [name]: [Tun a home organization studio here in [town]. Last week [ turned a paniry on [street] from
avalanche to labeled in one afternoon, and the owner texted me three days later just to say it still looked that way. I'm
booking three founding projects this month at $75 off, with before-and-after photos and a system your family can
actually keep up. What's the one space in your house you'd rather not open in front of guests?”

THE FOUNDING-CUSTOMER DEAL

First five projects: $75 off plus a free two-week follow-up visit, in exchange for a Google review and before-and-
after photo rights, anonymity offered. Five is enough: each project produces the portfolio piece and the review
that sells the next one at full price. Retire it publicly and say so: 'founding spots filled, posted rates from here.'

PLAYBOOK NO. 12 - FIRST TEN 07



—— THE MARKETING ENGINE

Owned, earned, then paid.

This niche has a marketing superpower: organizing content is enormous on social, and the

supply of genuinely local content is near zero. One good transformation reel a week, captured at

jobs you were already paid for, builds the channel that fills the calendar.

CHANNEL, WHY IT WORKS HERE THE FIRST MOVE
RANKED
Instagram + TikTok Restock and transformation content is algorithm One reel per project: before, the edit,
gold; local faces outperform national accounts the labeled after; town tagged
Google Business 'Professional organizer [city] searchers have Claim day one; portfolio photos weekly;
Profile already decided to pay reviews answered same day
Agent, stager, and All three are asked constantly at the highest- Quarterly check-ins, a pre-list one-
mover referrals ticket moments pager, referral fee where appropriate
Nextdoor + local Before-and-afters get treated as content and One transformation post weekly; answer
Facebook shared like news every recommendation thread
Community talks Downsizing talks reach seniors and adult children Monthly library or senior-center talk
in one room with a booking sheet at the back
FIVE CONTENT PIECES THAT WIN THIS THE REVIEW MACHINE
NICHE . .
Ask at the reveal, the single most emotional
* The pantry transformation reel, same angle, moment this business produces: 'If this feels as

with the product list linked

good as your face says, a review would mean

e What a professional organizer actually costs everything: I'll text the link now.' The reveal also

in [your C|ty] (the page every searcher Wants) carries the membership p|tCh and the referral

e The 15-minute drawer: the smallest win that
starts every system

ask, so script all three into it deliberately.

Reviews that mention trust, gentleness, and 'it's

still organized months later' are the exact
* Downsizing a parent's home: where to start objections future clients need answered.

when everything feels precious

e Label and restock ASMR: oddly massive,

weirdly effective, free to film
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One unit, one month,
no fog.

Two honest snapshots: one Whole Room project at the middle door, and a steady solo month
mixing resets, rooms, and one move. Note what is missing: almost no materials cost. You are

selling judgment and hours, which is why the margins look like software.

Revenue $749 Revenue (resets, rooms, one move) $7,600
Labels, supplies consumed -§25 Supplies + product float -$280
Donation run + dump fees -$25 Fuel + donation runs -$170
Payment processing (2.9%) -$22 Insurance, software, phone -$190
Insurance + software share -$17 Marketing (boosts, prints) -$210
Gross profit (9 hrs over two sessions) $660 Pre-tax profit $6,750
Tax reserve (27%) -$178 Tax reserve (27%) -$1,820
Yours, per project $482 Owner take-home $4,930

BREAK-EVEN

1-3 projects

Almost nothing to buy means almost nothing to recover: one Whole Room project
covers the entire lean build. The constraint in this business was never capital. It is
calendar and proof, which is why the portfolio shoot is the real launch task.




—— THE 30-DAY LAUNCH PLAN

Pre-decided, so motivation
iS never consulted.

WEEK ONE: FOUNDATIONS
[] LLC filed, EIN issued, business bank account open

[ ] Insurance bound; certificate saved to phone

|:| Portfolio built: your home plus two friends' spaces,
shot properly

[] Google Business Profile claimed; portfolio up

[ ] Agreements done: scope, confidentiality, photo
release

WEEK TWO: DOORS OPEN
[ ] 2-3founding projects booked at $75 off

[ ] Before-and-afters captured at every project, same
angles

[

First transformation reel posted, town tagged

[l

Agents and stagers pitched the pre-list declutter

|:| Trade account applications submitted

WEEK THREE: MOMENTUM

[ ] Founding offer running; track asks versus books
[ ] Reviews requested at every reveal
Moving company partnership pitched

Library or community talk scheduled

O 0O O

Donation and disposal routes mapped for your
county

WEEK FOUR: THE SYSTEM

[

Founding spots retired; posted rates live

Month-one P&L completed; one lever chosen

O 0O O O

Move-in unpack one-pager sent to every agent
contact

Maintenance membership offered at every reveal

Weekly content cadence locked: one reel, one tip

DAY 30 VERDICT

Green light: 6+ paid projects, 5 reviews, two referral partners who have sent at least one client. Yellow:

projects but no pipeline: the reveal moment is being wasted: script the review, the referral, and the

membership into it and use all three every time. Red: under 3 projects despite 25 real asks: it is the photos,

not the skills: rebuild the portfolio on friends' spaces until the before-and-afters stop the scroll, then re-run

week two.
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PITFALLS & THE PATH UP

How this business fails,
and how it grows.

THE FIVE KILLERS

X

PLAYBOOK NO. 12 -

Open-ended hourly billing

'$75 an hour for as long as it takes' frightens
exactly the overwhelmed person you serve.
Defined space, defined price, defined after:
packages close what hourly stalls.

Making discard decisions

The career-ending move in this trade is tossing
something irreplaceable. Client decides, you
document, sign-offs on every load that leaves.
No exceptions, even when they beg you to
choose.

Shopping before the edit

Bins bought before the sort are clutter with
better branding. The edit always comes first;
product serves the system, never the reverse.
Clients judge you on this and they are right to.

Underpricing the move

An unpacked, systemized home in 48 hours is
the most valuable product in the niche. Price it
on the outcome, not the hours, or the hardest
work in your year subsidizes your cheapest
clients.

Ignoring the emotional pacing

Decision fatigue is real: clients stall mid-session,
sessions overrun, margins die. Build breaks,
sequence easy categories first, and end every
session on a visible win.

PITFALLS & SCALE

THREE SCALE PATHS

1

The team model

A lead organizer plus one or two assistants sells
the multi-organizer day: whole floors
transformed in hours, priced at $1,200-2,400 a
day. You design and direct; the team executes;
throughput triples without the quality wobble.

The moving niche

Partner formally with two movers and five
agents and let the unpack become your
flagship. Moves are the closest thing this field
has to commercial contracts: high ticket,
deadline-driven, zero price sensitivity in the
final week.

Memberships and small business

Quarterly home resets on stored cards build
the recurring floor, and small offices, studios,
and shop backrooms buy the same skill at
business rates. Fifty members plus a handful of
commercial accounts is a calendar that fills
itself.

YOUR FIRST HIRE

An assistant organizer for session days: they
sort, haul, label, and stage donation loads while
you steer decisions with the client. Whole Room
days drop from nine hours to five, your calendar
effectively doubles, and the client-facing
judgment (the part that is actually the brand)
stays exactly where it belongs: with you.



THE STAIRCASE CONTINUES

The playbook is the map.
The machine is waiting.

Everything this playbook describes, Epic Advisory Group can build with you: the
brand, the cinematic website, the entity, the engine. Describe your idea to the

Launch Engine and see your business real in about sixty seconds, free.

= The Launch Engine: your idea, built free, in about a minute
= THE ASCENT: Founder Edition: the eight-module course
= Launch-in-a-Box: entity, brand, site, and first campaign, one flat price

= Growth, capital readiness, and the path to the public markets

"There is no right age. There is only the decision. "

<C> Epic Advisory Grou
p ry p EPICADVISORYGROUP.NET



