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During Strategic Planning the NAPO 

Board of Directors identified key strategic 

priorities for NAPO, one of which is to 

equate NAPO membership with business 

and career success. This will allow NAPO 

to establish a baseline from which the 

effectiveness of actions and programs 

related to this initiative are measured.  

The NAPO Board and the Information 

and Research Committee collaborated to 

produce a short member survey related 

to financial performance. 815 NAPO 

members responded to the survey.  

The survey was issued in May 2019.

This report details the data collected, 

along with insights and proposed 

actions/initiatives that NAPO’s Board 

could consider as a result.

To learn more about NAPO’s Information and Research  
Committee or to volunteer for the Survey Team,  
please contact NAPO at 856.380.6828 or napo@napo.net.
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How long have you worked in the productivity 
and organizing industry?

 LESS THAN 1 YEAR 

 1-5 YEARS 

 6-10 YEARS

 11-15 YEARS

 16-20 YEARS

 MORE THAN 20 YEARS

29.7%

13.9%

20.9%

9.8%

19.3%

6.5%

It was decided that using member tenure as a way to 
better understand the subsequent questions by reviewing 
the responses against the length of time working in the 
profession. 

We are making an assumption that professionals with 
longevity will start out by charging a sustainable rate—
which takes into account the background costs of running a 
business—and will increase their fees over time due to two 
sets of factors:
• The improved value proposition business owners offer to 

their clients (e.g., increased education, credentials earned, 
training, professional memberships, and client work 
experience)

• The expected cost of doing business (e.g, cost of living 
increases, expanded business expenses, hiring employees, 
developing processes and procedures, etc.)

Do you expect your revenue to increase in 2019?

 NO

 YES

 NOT SURE

Insight #1: Over 65% of respondents expect their revenue 
to increase in 2019. This indicates a general optimism about 
individual growth and success, as well as the overall health 
and performance of the industry in its current state.

As a result of this insight, NAPO is considering the following 
actions/initiatives:
• Leverage these results to recruit new NAPO members. 

Insight #2: 20% of respondents were not sure whether 
current trends were projecting business growth or loss. 
This result may indicate that these members do not have 
a method of projecting future business performance or 
trend analysis— a core business skill and tactic aligned with 
budgeting and planning for strategic growth. 

As a result of this insight, NAPO is considering the following 
actions/initiatives:
• Offer to our entrepreneur members the resources to learn 

and apply business strategies like budgeting, market 
projections, strategic planning, and business growth plans 
so they can project and control business earnings. 

14.8%

65.2%

20.0%
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6.4%
3.5%

19.5%

36.3%

2.5%
1.0% 0.6%

11.8%

18.5%

If you are a business owner, what is the highest 
gross revenue your business has ever earned 
in one year? (Gross revenue is defined as the 
total amount of money collected from clients as 
payment for goods and/or services.) 

 I AM NOT A  
BUSINESS OWNER

 $0 

 $1 - $24,999

 $25,000 - $49,999 

 $50,000-  $99,999 

 $100,000 - $249,999 

 $250,000 - $499,999 

 $500,000 - $749,999 

 $750,000 - $999,999 

Insight #1: When cross-tabulated with length of time in 
the profession, the data clearly shows a trend of increased 
revenue performance. What we see here is upward 
mobility—the longer you stick with it, the more likely your 
business is to go into 6- and 7-figure ranges. 

As a result of this insight, NAPO is considering the following 
actions/initiatives:
• Offer additional resources to our entrepreneur members 

early on to help them get traction in their businesses.
• Give support for establishing a business: what do 

entrepreneurs need to know to run, grow, market their 
businesses? 

• Ensure that prospective organizing and productivity 
professionals understand what it takes to run a business.

• Provide information about business grants and other 
capital access for small businesses that would help a 
business owner get through those early lean years.

Insight #2: Overall, just under 20% of respondents have 
gross revenue of $100,000 or more, and just over 60% of 
respondents have gross revenue of $50,000 or less—across 
all lengths of tenure in the profession.

We see a general prevalence of micro versus small 
businesses. (A micro business is defined as having annual 
sales and assets valued at less than $250,000 per year and 
fewer than five employees, including the owner.)

It is worth consideration if overall business performance is 
negatively affected by past perception that the only way to 
be a professional organizer or productivity professional is 
to become an entrepreneur. This means that people were 
starting businesses regardless of the inclination or skills to be 
an entrepreneur. So one could argue that as an industry, the 
overall quality and strength of our businesses is suffering as 
a result.

As a result of this insight, NAPO is considering the following 
actions/initiatives:
• Help prospective organizing and productivity professionals 

identify whether or not they want to be an entrepreneur 
before they join NAPO.

• Offer prospective organizing and productivity professionals 
alternative paths from business ownership, i.e., work for 
someone else/job opportunities board, sub-contracting 
(Contained Home, Home Sweet Home, etc). 

• Offer resources and discussions that nurture business 
growth, i.e., how to engage teams to scale income, 
how to determine actual hours worked on the business 
to determine a sustainable income, how to engage 
support as needed in the business (strategic marketing, 
administrative, financials, hiring, etc.), encourage 
networking with small business owners of other industries.
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41.0%

18.3%

26.6%

10.0%

2.1% 2.0%

Whether you charge by the hour or by the 
project, what was your average hourly rate for 
your business in 2018? Your best estimate is fine. 

 LESS THAN $50

 $50 - $74

 $75 - $99

 $100 - $149

 $150 - $199

 $200 OR ABOVE

We felt that the hourly rate figure was a more accessible data 
point than business revenue for most members. It speaks more 
concretely to the definition of success when viewed through the 
lens of a lifestyle business.

Insight #1: Responses show a concrete trend of rate growth 
over time in the industry. Expectation of earnings can 
increase commensurate with length of time in the industry. 

Insight #2: The prevailing majority of our respondents 
(86%) are commanding a rate of $99 or less. Organizers and 
productivity consultants are starting with low hourly rates. 
Only 16% of respondents in their first year in the industry are 
commanding a rate higher than $74/hour.

As a result of this insight, NAPO is considering the following 
actions/initiatives:
• Provide resources that give members the knowledge, 

confidence, and mindset they need to raise and stick to 
their rates without running afoul of antitrust laws.

• Collect information on why members have raised rates 
(e.g., certificates or certification earned, length of time in the 
profession, data detailing industry averages, membership 
survey results, etc.) and share with all members to empower 
them to consider increasing their rates.

• Offer tools to calculate disparity between the rates 
charged to clients and take-home pay.

Insight #3: Low hourly rates charged by NAPO members 
may be consistent with the rates that would be advertised 
by a non-affiliated provider on Craigslist, Thumbtack, Angie’s 
List, HomeAdvisor, Handy, or similar. Having very little 
disparity between fees of non-affiliated providers and NAPO 
professionals may cause confusion in the marketplace. Many 
NAPO professionals are not leveraging the distinction and 
advantages of NAPO membership in a way that translates to 
higher value to the end consumer, and therefore higher rates.

As a result of this insight, NAPO is considering the following 
actions/initiatives:
• Leverage NAPO’s marketing plan to:

 – Get NAPO front and center in the public eye so that 
clients understand the difference in value between 
hiring a non-NAPO organizer and a NAPO organizer for a 
slightly higher rate.

 – Educate the public about NAPO members’ advanced 
training and skill sets, such as chronic disorganization, 
move management, business strategy, managing teams, 
and productivity coaching.

 – Teach the public about the distinction between an 
experienced and trained residential organizer vs. a house 
cleaner or a tradesperson. 

• Disseminate scripts to NAPO members that help them 
articulate value of NAPO membership for the consumer 
and why that value may translate to higher rates in the 
marketplace.



Conclusion

NAPO is committed to the advancement of the productivity 
and organizing profession and its members. Although NAPO 
continues to move forward with providing the tools for members 
to be successful, there are still some gaps that need to be 
addressed.
 
There is concrete data that our members increase performance 
over time. NAPO would like to create quick start programs 
that strengthen initial performance as well as cultivate a value 
mindset that could carry a member through all the evolutions of 
his/her career within the industry.

The final survey question results show that the majority of our 
respondents have a positive view of their business growth and 
the future of the organizing and productivity industry. Industry 
forecasting and trend-analysis should reflect that member 
outlook is positive.

We are encouraged by the enthusiastic response and general 
interest in this survey content. NAPO’s leaders will continue 
to use this data and other member feedback to ensure that 
careers within the organizing and productivity industry are 
financially viable as well as personally rewarding. Hopefully, this 
survey data will serve as a baseline point against which future 
performance can be evaluated.

Thank you to all those who participated.


