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Chapter 1

Why Our Crap is Your Goldmine





There’s never been a better time in history to be in the Junk Hauling business. It’s been said that “one man’s trash is another man’s treasure.”  Well, America has lots of trash, which means there’s tons of treasure out there.

In fact, America has way too much stuff... and we’re definitely not slowing down anytime soon.

Did you know that the average home in the U.S. contains over 300,000 items?  1 Clothes, tools, boxes of forgotten junk stashed in closets, basements, and garages. We’ve simply run out of room, but we just can’t stop buying. In fact, Americans spend $1.7 trillion a year on non-essential goods—things we don’t need but still bring home anyway.

So, where does it all go?

Into storage units. Into attics. Into corners of the garage. And eventually, it finds its way into your truck.

The self-storage industry alone is valued at more than $44 billion,  and nearly one in eleven Americans pays for extra space to store their extra stuff. That’s millions of people admitting they’ve got way more than they can handle.

The junk is there. The demand is there. The stress is there. People are overwhelmed—and that’s your ticket to making a ton of money.

When people are finally ready to part with their extra crap, they don’t want to spend their weekend filling a dumpster. They want it gone. Fast. Clean. Done-for-them. And that’s the real value you bring to the table.

Junk hauling isn’t a “side hustle” anymore. It’s a real service business in a growing market. With the right marketing, you can stop chasing jobs and start choosing them.

There’s money in that mess. Let’s go get it.

You Know How to Do the Work.
Now Let’s Go Get the Work


You’ve got the truck. You’ve got the trailer. You’ve got the muscle and the hustle. You know how to rip out a hot tub, load a basement cleanout, and stack a dump run like a game of Tetris.

But here’s the problem: being good at doing the work doesn’t mean your phone will ring.

There are guys out there with less experience, fewer tools, and worse service who stay booked solid—because they know how to get found. Meanwhile, solid haulers like you sit around, waiting for a lead to come in.

It’s frustrating. It’s backwards. But it’s reality.

Real success in this business isn’t about who can move the most junk. It’s about who shows up first when a customer Googles “junk removal near me.” It’s who has the clean-looking flyer on the community bulletin board. It’s about whose name gets remembered when someone’s sister-in-law says, “I need a guy to haul this crap away.”

In other words, it’s not just about doing the work. It’s about getting the work.

And that starts with marketing.

That’s right. Marketing.

Not gimmicks. Not begging for referrals. 

I’m talking real marketing that works on the street level—without a degree or a big budget. 

Remember: your hauling skills are valuable. Your work ethic is real. Now we just need to make sure the right people know who you are—and why you’re the one to call.
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Pro Tip: Don’t Wait Until You "Feel Ready.” You don’t need a fleet of trucks or a polished logo to start marketing. The best time to promote your junk hauling business is before you’re fully booked, not after. Visibility creates momentum. Don’t wait for perfection, just start.






Here’s Why Most Junk Haulers Struggle with Marketing


Most junk haulers don’t start with a marketing plan. They start with a truck, a trailer, a good work ethic, and they hope that the jobs will just come rolling in.

In the beginning, it works.  Well, sort of. Friends call. Neighbors need a hand. You get tagged in a few Facebook posts. Maybe you hand out a few business cards and put a magnet on your truck. You stay busy enough to “feel like it’s working.”

But then it slows down.

The calls stop. Your name gets buried under five new haulers offering couch removals for fifty bucks. The Facebook groups get too crowded. Thumbtack and TaskRabbit start taking a cut so big that you feel like you’re basically working for tips.

Here’s what happens next: you lower your prices, hoping it’ll make the phone ring again. You buy leads from an app or a website that sends the same job to eight other guys. You waste gas quoting jobs you don’t land. And every time a job falls through, it feels like a piece of your soul is lost.  It hits much harder because you have no backup plan to keep the schedule full.

The problem isn’t that you’re lazy. It’s not because you’re bad at the work. It’s because no one ever taught you how to build up demand.
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