
1.

A.

B.

C.

D.

I. Identify your mobile notary clients.

II. Figure out how to reach them (Marketing).

E.

F.

G.

I. Plot out zip codes you will visit.

II. Set a base fee for your own area that you will charge .

III. Add the amount you will charge for extra services.

IV. Decide how much you will charge for every place you will visit.

2.

A.

B.

C.

D.

E.

I. Get an idea of clients to target.
Who are the bad, good, and
ugly?

II. Marketing techniques and ideas.

III. Identify clients that will allow
new notaries to work for them.

IV. Identify educational
opportunities you may want to
take.

V. See what equipment other
notaries use, love, and hate.

VI. Capture ideas on how to set fees.

3.

A.

B.

C.

I. Use your mobile notary income to help purchase
items you need.

II. Track your  income, expenses, and profit from  Day one.

D.

I. Errors & Omissions insurance.

II. What other training do you need?

III. Make a list of what you need to spend on
compliance matters.

IV. What will be your marketing costs?

V. Do you need to purchase additional equipment?

E.

F.

http://score.org
https://www.irs.gov/businesses/small-businesses-self-employed
https://www.sba.gov/business-guide/plan-your-business/write-your-business-plan
http://notaryrotary.com



