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Before continuing to read this book, it is
important to identify what stage you are
in with your current brokerage or agency.

You're within your first 6 months - 1 year of brokering: are still
learning the process of moving freight, and are focusing on
landing your first couple of shippers to kick-start your business.
Use this book to help mold the foundation of your business, for
when the day comes, you'll have already positioned yourself to
scale. 

NOVICE 

INTERMEDIATE 
You're within your first 2-3 years of brokering: have gotten the
core shippers that you work with routinely, fluent with the
process of moving freight, moving at least 4-6 shipments per day.
At this point in the process, you've surpassed the hard part,
getting shippers; use this book to set strategic timelines to
position yourself to scale in the next year or two.   

 ADVANCED 
You have over 3 years of brokering experience: you now have
established great relationships with your customers from
multiple years of servicing them, are an expert in moving freight,
and are moving over 25+ shipments per week. You are the ideal
target for this book; you will learn advanced scaling strategy,
with the hope that successful integration adds an extra zero to
your income annually.  
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Foudation 

Surety Bond 

In order to effectively scale to 7-figures, you need to establish
a foundation that can support that amount of growth. Here

are the things you will need for your foundation: 

Insurance 

Integrated TMS Broker License 
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LOAD BOARDS 
A staple among any freight brokerage, load boards are  the system
that initiate contact between the broker and carrier. As the broker,

you want to be posting to the most widely used platforms in the
industry. 

DAT is the most commonly used
load-posting system in the industry.
In 2018 thus far, there have been
approximately 252 million loads
posted on their platform. Brokers
can also check industry trends and
spot market rates to stay up-to-date
on what's going on in the market.
This is imperative to keeping profits
high on your loads.  

The other main load board used in
full truckload transport is Internet
Truckstop. In some ways, they are

similar to a platform like DAT. They
also have spot market comparisons

of their own, called 'Rate Mate'.
Being on multiple platforms just
allows you to get your freight in

front of as many eyes as possible,
which is important when you're

fishing for a low rate.  
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INDUSTRY 
AWARENESS 
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recognize 
opportunity 

Freight brokering has become increasingly popular among
industry professionals and those with no logistics experience at
all. The industry has been undergoing continuous growth over
the past several years and forecasts that this performance will
continue to head in that direction. In fact, the freight brokerage
market is expected to grow at a Compound Annual Growth Rate
of 4.33% between 2018 – 2022. Some of the rises in participation
could be a result of increased media coverage and awareness,
while reports suggest that the growing market for outsourced
operations services have played an integral role in its growth as
well.  

There are countless companies that now specialize in freight
brokering related services: dispatch, freight factoring, customer
set up, transportation management system (TMS), etc. As the
process of operating a freight brokerage continues to become
simpler and more cost-effective, there will continue to be steady
growth in the number of its participants. Despite the continually
increasing competition in the market, there is still the
opportunity to make good money, including generating over $1
million per year.
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BUILD AN 
INFRASTRUCTURE 
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Operating a freight brokerage that generates seven-figures per
year requires an infrastructure designed of support its
sustainability and potential for scale. Today, most operations are
managed through plethora of industry-standard technological
utilities. However, the main technology system used to manage a
freight brokerage is known as a transportation management
system (TMS). The TMS is designed to streamline planning and
decision making, execute transportation acts, follow up with
transportation, and measure key metrics of the business.

A TMS can be stock or “off the shelf”, meaning the user has made
no modifications to it. However, some brokers require there be
customization made to the TMS, so it can run more efficiently or
have alternate features, based on the needs of the broker. In
addition to optimizing production, a TMS also rates the
significance of various transportation metrics: cost of transport,
reducing lead-time, and maximizing quality development.
Managerial capabilities also play an important role in the
functionality of the TMS. For example, tracing shipments,
confirming arrival time, invoicing, and providing customers with
alerts in the case of unforeseen events: delays, accidents, or bad
weather. This tool encompasses the entirety of the operation,
which streamlines efficiency within the brokerage; optimizing the
management of carriers and communication between broker and
shipper. Providing shippers with frequent updates on their order
institutes confidence that operations are under control and their
shipment is going to get where it needs to go on time and in one
piece. Frequent analysis of operations and financials are required
to be able to continually elevate performance.



3 ways to scale 

HIRE INDEPENDENT AGENTS 

GROW CUSTOMER BASE 
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JOIN 3PL BROKERAGE 
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There are a few of ways to scale a
freight brokerage to $1 million;
become the home of an agency,

master servicing your customers,
or partner up with a 3PL

brokerage. What will skyrocket any
one of these infrastructures to
netting $1 million is to identify
your business directive and see

which coincides with it the most. 

key takeaway 
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hire independent agents 

A brokerage that decides to pursue the agent-
based business will focus on developing the
back-end office support needed to support
brokers or independent agents that don’t want
to deal with clerical tasks: billing, accounting,
vetting carriers, setting up customers, and
dealing with insurance claims. They would
also be targeting those who don’t mind clerical
tasks but simply don’t have the capital to
purchase the bond and insurance and don’t
want to deal with having to get partnered with
a factoring company to compensate their
carriers. Either way, the accessory work and
capital associated with moving freight are
eliminated. The agents benefit from the
reduction of their responsibilities, allowing
them to focus on the core essentials of
optimizing their business.

https://www.eagexpress.com/eagleexpress/indexphp/agent-application/
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GROW YOUR CUSTOMER BASE 

So how do you scale your customer base and
number of shipments? Like in any other
service-based business, growth originates
through providing an elite service and follow
through. If a broker is consistently delivering
exceptional services to their customer, it is not
unheard of for that customer to designate a
larger portion of their shipping operation to
the broker; granted they have the necessary
capacity. Warren Buffett said it perfectly:
“focus on your customers and lead your people
as though their lives depending on your
success”. In the end, the customers will dictate
the success of a brokerage, so treat them well.
Being able to attain more shipments from a
current customer is one way of scaling a
freight business, but it is not the only way. A
good freight broker must be confident in their
abilities to acquire new customers.
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JOIN 3PL BROKERAGE 

3PL brokers are becoming sought-after tools for
independent freight agents and brokers alike,
assisting with the day-to-day operations of their
businesses. As you may already know, most 3PL
brokers have a series of offerings available to
agents that are looking to facilitate a partnership.
These include a broker mc authority, insurance,
surety bond, and technology and systems.
Partnering with a 3PL provides another outlet for
agents to streamline their operation, freeing up
their time up to focus on the things that matter
the most, servicing existing customers and
acquiring new ones. These are essential for scale,
as I am sure you know; freight agents will not be
able to reach multi-million dollar revenues
unless they are continually funneling new
customers into their business. Just be cautious
when selecting a broker, you want to partner
with one that is honest and can best
accommodate your business. 
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JOIN EAGLE EXPRESS
(3PL) - INDEPENDENT

FREIGHT AGENT 

100% Commission
Whether you are looking to grow your current book of business,
or are determined to start your own agency, we have the right
opportunities for you. Eagle Express pays 100% commission,
provides all software, platforms, support, and back-end office
administration. We take away all time-consuming tasks that eat
up valuable hours of your day, so you can focus on customer
acquisition, premium service, and driving revenue. Your success
is our mission. Apply Now

Overview 
We provide quick customer and carrier setup 
No charge-backs for customer's bad debt 
Work from home. Set your own schedule. Be your own boss. 
We administer all customer invoicing, carrier accounts payable and
back-end office support 
Requirements 
You must have an active customer base/book of business 
A 5% administrative fee will be assessed on your gross receipts to cover
operations 

https://www.eagexpress.com/eagleexpress/indexphp/agent-application/
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PROJECTING 
SCALABILITY 



The scalability of a freight brokerage is determined
by its ability to accommodate a larger workload

without forgoing revenue or performance. The key
to proper execution is in the timing; scaling either

too quickly or too slowly will make the process more
challenging. Scale too quickly and the infrastructure

will be unable to support the rapid growth in
revenue, creating an inability to fund and manage

volume shipments. However, scaling too slowly will
make inefficient use of systems put in place to

support company growth and often results in little
to no growth at all. There is that sweet spot in

between these two that amounts for scaling at the
correct rate while revenue increases. How do you

know whether you're scaling correctly? Great
question, if you can check off these four boxes, then

you’re growing at the right rate. If not, it’s time to
re-evaluate where your business is lacking.
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SCALABILITY
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THE FOUR
CRITERIA  



COMRADERY 
AMONG TEAM 

MEMBERS 

In business, having a team that works together and can
communicate and express ideas with one another is
crucial. Try running a business where no one talks to each
other and no one knows what the rest of their team is
even working on. Teams need to be able to delegate tasks,
help each other out, and exchange ideas to have a
foundation off which they can scale. In freight brokerage,
moving shipments is so reliant on communication that
this rule applies double time.
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PUT YOUR 
CUSTOMERS 

FIRST 

It should be quite apparent that your customers are the fuel that
keeps your business running. Without them, there is no freight to
move or commissions to be had. Amidst expanding networks,
improving systems, and growing technology, it is important to
keep the thing most important to your business happy – the
customer. They’ve entrusted you with their business because they
appreciated the fact that you took good care of them when they
needed it the most. Don’t start slipping now – keep the focus on
running a customer-centric business. Dabble in the testing
technology and business development strategy when the
customers aren’t requiring immediate attention.
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DON'T SECOND 
GUESS YOUR 
POTENTIAL 

Once it has been decided that the best thing for
the brokerage is to begin scale, create a business
plan and stick to it. How can you ensure you stick
to your plan? It’s quite simple, make sure it’s
thorough. The trajectory of your path to a million-
dollar brokerage will not be a linear uptrend. Like
anything else in life, there are going to be ups and
downs along the way. Stay focused, this is an
integral part of your success.  
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TEAMWORK 
MAKES THE 

DREAM WORK 

There’s a saying that goes, “no one that ever accomplished
anything great did it while sitting down”. That very well could be
true, but no one who ever accomplished anything great did it
alone either. Partnering up with like-minded people is a great way
to scale your brokerage that much faster. For one, you now have
two or more hands on deck, which instantly doubled or maybe
even tripled your work output: phone calls, start-up capital, brain
power, etc. Having business partners to weigh in on ideas and
assist with problem-solving is also an added benefit. Hitting $1
million in business is a substantial goal no matter how many
people you have working towards it, however, it becomes a lot
more manageable when you compare it to going on the road
alone.
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ESSENTIALS FOR
GROWTH AND

ETHICS  
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Visit Your Customers 

They are your pot of gold 
Anticipate their needs 
Go above and beyond for them and they
will return the favor 
Take care of them and even better care
of their referrals
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Work With Reliable Carriers 

• The backbone of your business  
• Have a consistent vetting process 
• Don’t make exceptions at the expense of the
customer 
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Charge Fair Market Rates 

• Don’t overcharge your customer or
underpay your carrier 
• Take a reasonable brokerage fee and
play the long game 
• Long-lasting, grand reputation versus
temporary small profits 
• Know the market rates so you can
maximize profits on a given load 
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Scale Your Brokerage 

• Reverse engineer how many customers,
shipments, and profit margins you’ll need to
generate to hit $1M in profit 
• Industry standard profit margins is roughly 15% 
• Average load amount $2,000  
• 3,333 shipments to reach $1M or 277 shipments per
month  
• Gross revenue is $6.7M  
• 80% of effort is designated towards the 20% of
your customer base moving the most shipments 
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CONCLUSION 
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Hopefully, this book has given you proper
insight on how to make it big in the world

of freight brokering. The task of scaling
your brokerage to 7-figures can actually be

rather simple, but I can guarantee you, it
will far from easy. The transportation

industry by nature is quite demanding, but
if effective systems are established early on,

it makes things a whole lot easier. 

Conclusion 


