
	

https://moriv.maxudijuz.com/370275893303118115970363966888153277332168?vijifupozoguderukerupagefobokuzur=lenosafosiwamoxezesariburibetixosutijojafosebibunabaxosidojukunivirikofopibokaseperufibevapebuwekebijujurivewezurojakutisezawevibiwikajazarunisokijesurezajagujopirevudapatofugebiletavemiwajawiravedajawinagu&utm_term=how+to+become+an+independent+freight+broker&xufupidefidifetibakadomovosakuvizopaxusiradexalekit=neferugedilinagoseriwobawenaneraxisodowilikijomotixavuxoxegugakuzenopawurunulidaxofigomapokiwigakisetab






























Freight	brokers	keep	the	wheels	of	the	economy	turning.	Every	product	that	fills	a	store	shelf	or	supplies	a	business	gets	there	because	someone	made	the	connection	between	a	shipper	and	a	carrier.	Independent	freight	brokers	play	a	significantly	larger	role.They	work	without	the	backing	of	a	major	company.	They	negotiate	deals,	build	networks,
and	manage	freight	movements	independently.	If	you	are	ready	to	make	a	business	where	your	success	depends	on	your	ability,	rather	than	a	corporation,	knowing	how	to	become	an	independent	freight	broker	is	the	first	step.Independent	freight	brokers	drive	the	logistics	process	forward	every	day.	They	make	sure	freight	gets	delivered	across
cities,	states,	and	international	borders.	Without	training,	licensing,	and	a	strong	network	of	contacts,	building	a	profitable	brokerage	can	seem	impossible.	With	the	right	approach,	it	can	become	one	of	the	most	rewarding	paths	in	transportation.Steps	Behind	How	to	Become	an	Independent	Freight	BrokerGetting	into	this	business	means	you	must
first	learn	the	industry	from	the	inside	out.	It	is	not	enough	to	know	that	trucks	move	freight.You	must	understand	how	rates	are	built,	how	contracts	are	negotiated,	and	how	federal	regulations	impact	daily	operations.	No	one	is	born	knowing	how	to	move	freight	for	a	profit.	It	is	a	learned	skill,	and	it	starts	with	the	proper	training.Formal	freight
broker	training	programs	provide	the	foundational	knowledge	and	practical	tools	necessary	to	getting	started	on	the	right	foot.	These	programs	cover	essential	topics	such	as	quoting,	booking,	and	tracking	shipments,	as	well	as	carrier	vetting,	insurance	obligations,	and	payment	terms.You	will	also	become	familiar	with	the	terminology	and
communication	practices	used	by	brokers	when	working	with	both	shippers	and	carriers.	With	this	training,	youll	be	well-prepared	to	begin	your	journey	once	you	receive	your	license.Some	brokers	gain	experience	by	working	in	related	jobs.	A	few	start	as	office	administrators	for	freight	companies.	Others	load	trucks	or	manage	dispatch	desks.	This
hands-on	exposure	teaches	you	how	freight	moves	from	the	ground	level,	but	it	often	leaves	gaps	in	the	legal	and	negotiation	sides	of	the	business.	For	this	reason,	formal	in-person	freight	broker	training	remains	the	most	effective	path	for	those	who	want	an	extensive	skill	set.Learning	the	Freight	Business	from	the	InsideGaining	experience	under
the	guidance	of	a	seasoned	freight	broker	is	one	of	the	most	effective	ways	to	learn	the	industry.	This	offers	a	firsthand	view	of	daily	operations.	This	will	allow	you	to	observe	real-time	negotiations	and	problem-solving	strategies.	You	witness	how	experienced	brokers	manage	complex	logistics	and	high	volumes	of	shipments	with	precision	and
professionalism.Some	larger	freight	schools	offer	structured,	paid	training	programs	that	provide	hands-on	instruction.	These	roles	teach	new	brokers	how	to	source	carriers,	book	loads,	quote	rates,	and	interact	with	clients.	You	work	within	a	team	environment	while	gaining	exposure	to	key	areas	such	as	regulatory	compliance,	dispatch,	and
billing.This	type	of	practical	experience	builds	both	competence	and	confidence.	It	also	demonstrates	to	future	clients	and	carriers	that	you	have	the	knowledge	and	reliability	needed	in	a	relationship-driven	business.	Shippers	must	feel	confident	in	their	ability	to	handle	their	freight,	and	carriers	must	trust	that	they	will	receive	fair	compensation	and
timely	payment.If	you	do	not	have	access	to	an	in-person	program,	you	can	still	gain	direct	experience	through	online	freight	broker	training	that	combines	real-world	scenarios	with	practical	exercises.Building	Your	Freight	and	Trucking	Contact	BaseYour	contact	list	forms	the	backbone	of	your	independent	brokerage.	Without	a	strong	network,
booking	consistent	shipments	becomes	a	challenging	task.	Every	shipper,	carrier,	dispatcher,	and	driver	you	meet	holds	potential	for	future	business.	Each	relationship	you	form	can	open	doors	to	new	lanes,	industries,	and	long-term	contracts.Independent	brokers	must	work	daily	to	grow	and	maintain	these	networks.	Cold	calling	remains	one	of	the
most	effective	ways	to	introduce	yourself	to	shipping	managers	and	trucking	company	owners.	Trade	shows	provide	opportunities	to	meet	logistics	professionals	in	person.	Industry	events	and	local	business	mixers	help	you	expand	your	circle	beyond	phone	calls	and	emails.Once	you	start	building	contacts,	organizing	them	becomes	just	as	important.
Smart	brokers	invest	in	customer	relationship	management	(CRM)	software	early.	CRM	tools	allow	you	to	track	every	conversation,	follow	up	at	the	right	time,	and	manage	shipper	and	carrier	profiles	efficiently.	A	well-maintained	database	enables	you	to	respond	more	quickly	when	opportunities	arise.Starting	with	Local	Shippers	and	Regional
CarriersThe	best	place	to	start	building	your	contact	base	is	often	close	to	home.	Local	manufacturers,	produce	distributors,	and	wholesalers	consistently	require	reliable	freight	brokers	to	transport	goods	within	a	region.	Reaching	out	to	these	businesses	allows	you	to	build	trust	with	brokers	without	ever	leaving	home.Regional	trucking	companies
also	offer	a	good	entry	point.	These	carriers	often	prefer	working	with	brokers	who	understand	their	local	delivery	patterns,	available	equipment,	and	capacity	needs.	Building	strong	relationships	with	regional	carriers	allows	you	to	match	loads	quickly	and	cover	shipments	without	relying	solely	on	load	boards.Face-to-face	meetings,	facility	tours,	and
regional	association	memberships	can	speed	up	trust-building	with	local	contacts.	Establishing	yourself	locally	creates	a	strong,	sustainable	foundation	for	expanding	your	network	nationally.Building	a	Direct	Freight	Contact	ListA	freight	brokers	business	depends	heavily	on	direct	shipper	contacts.	Relying	too	much	on	carrier	relationships	without
shipper	connections	limits	your	ability	to	make	money	in	freight	brokering.Building	a	direct	shipper	database	involves	identifying	businesses	that	regularly	ship	freight.	Manufacturing	plants,	food	distributors,	industrial	suppliers,	and	automotive	parts	companies	often	have	steady	shipping	needs.	Researching	company	profiles,	attending	trade	shows,
and	prospecting	using	databases	like	D&B	Hoovers	or	LinkedIn	can	help	you	create	a	targeted	list	of	potential	shippers.When	you	reach	out,	focus	on	learning	what	types	of	freight	they	move,	how	often	they	ship,	and	what	their	pain	points	are	with	their	current	transportation	setup.	Showing	that	you	understand	their	needsnot	just	quoting
ratesbuilds	stronger	business	relationships	from	the	first	conversation.Getting	Your	Broker	License	and	Business	RegistrationEvery	independent	freight	broker	must	hold	a	valid	federal	operating	authority	from	the	FMCSA.	You	cannot	move	loads	legally	without	it.	Securing	your	broker	license	involves	several	steps	that	cannot	be	skipped.You	must
first	complete	the	OP-1	application	and	submit	it	to	the	FMCSA	with	the	required	$300	application	fee.	You	also	must	obtain	a	freight	broker	bond,	known	as	a	BMC-84.	This	surety	bond	guarantees	that	you	will	meet	your	financial	obligations.	The	minimum	bond	amount	currently	stands	at	$75,000.	In	addition	to	the	bond,	you	must	submit	a	BOC-3
form.	This	designates	process	agents	in	every	state	where	you	operate.	These	agents	accept	legal	documents	on	your	behalf	in	case	of	a	dispute	or	legal	action.You	must	also	set	up	your	business	entity	legally.	Register	your	brokerage	as	a	corporation	or	limited	liability	company	(LLC)	in	your	state.	Obtain	a	federal	Employer	Identification	Number
(EIN)	from	the	IRS.	Open	a	business	banking	account	to	separate	personal	and	business	finances.	These	steps	position	you	as	a	legitimate	business	in	the	eyes	of	shippers	and	carriers.Selling	Your	Services	and	Growing	Your	BusinessRunning	a	freight	brokerage	involves	selling	your	services	every	single	day.	New	brokers	spend	a	significant	amount
of	their	time	reaching	out	to	shippers	and	offering	solutions	to	their	transportation	needs.The	most	successful	independent	brokers	develop	sales	processes	that	consistently	work.	They	make	prospecting	calls	every	day.	They	build	email	campaigns	that	offer	value,	not	just	sales	pitches.	They	use	LinkedIn	and	industry	forums	to	position	themselves	as
transportation	experts.	They	also	follow	up	with	every	potential	client	until	they	get	a	firm	answer.Learning	lead-generation	strategies	sets	you	apart	in	a	crowded	field.	Freight	broker	training	often	includes	detailed	instructions	on	how	to	build	a	lead	list,	manage	follow-ups,	and	turn	cold	prospects	into	paying	customers.	The	more	you	focus	on
building	your	book	of	business,	the	faster	your	independent	brokerage	will	grow.Launching	Your	Independent	Freight	BrokerageOnce	you	have	acquired	the	necessary	skills,	experience,	license,	and	contact	base,	you	can	launch	your	independent	brokerage.	This	step	moves	you	from	supporting	others	to	running	your	own	operation.Starting	strong
means	setting	up	the	right	tools.	Transportation	Management	Systems	(TMS)	help	you	quote	loads,	assign	carriers,	track	shipments,	and	invoice	customers	accurately	and	efficiently.	Load	boards	allow	you	to	post	freight	and	find	available	trucks.	Accounting	software	keeps	your	finances	organized.You	must	also	think	about	branding.	A	professional
website,	business	cards,	email	addresses,	and	a	strong	brand	identity	signal	to	shippers	that	you	are	a	serious	professional.	Your	business	must	look	and	act	like	an	established	operation	from	day	one.Why	LoadTraining	Is	the	Best	ChoiceAt	LoadTraining,	we	teach	exactly	what	it	takes	to	succeed	as	an	independent	freight	broker.	We	have	built	more
broker	careers	than	any	other	school	in	the	country.	We	built	the	oldest	and	largest	freight	broker	training	school	by	doing	things	differently.	Our	students	handle	real	loads	and	work	with	genuine	carriers	and	shippers.	The	best	way	to	learn	the	freight	business	is	to	work	inside	it	from	day	one.Learning	how	to	become	a	freight	broker	requires
serious	training,	real-world	experience,	proper	licensing,	and	strong	relationship-building	skills.	The	effort	you	invest	upfront	creates	a	long-lasting	business	that	puts	you	in	control.When	you	are	ready	to	learn	from	the	team	that	moves	freight	every	day,	contact	LoadTraining.	We	will	help	you	build	a	career	in	freight	that	you	control.	Get	started	with
LoadTrainings	freight	broker	training	today.	Becoming	a	freight	agent	can	be	a	lucrative	and	highly	appealing	position	in	the	transportation	industry	freight	brokering	is	a	varied	and	fascinating	career	choice	that	allows	you	to	earn	a	good	salary	and	even	work	for	yourself.	So	what	training	do	freight	agents	need?	Do	you	need	to	go	to	school	to
become	a	freight	broker?	This	guide	answers	all	your	questions	about	what	this	role	entails,	how	to	qualify,	and	whether	you	should	work	for	a	brokerage	or	strike	out	independently.	Freight	brokers	act	as	the	intermediary	between	shipping	companies	and	land	transportation	services.	In	this	role,	its	your	responsibility	to	arrange	communication
between	these	parties	and	facilitate	the	smooth	transition	of	goods	from	sea	to	land.	You	have	to	ensure	that	arrivals	get	in	on	time	and	that	unloading	and	loading	progress	without	issues.	In	other	words,	youre	the	person	who	puts	cargo	companies	in	touch	with	truck	drivers.	You	make	sure	everything	arrives	on	time	and	in	good	condition,	and	you
deal	with	the	problem	if	this	doesnt	happen.	Youll	spend	a	lot	of	time	talking	to	clients	on	both	ends	and	resolving	confusion	over	deliveries	(were	not	going	to	sugarcoat	it:	there	can	be	a	lot	of	confusion).	If	this	sounds	a	lot	like	putting	out	fires,	rest	assured	that	a	successful	freight	broker	earns	just	as	much	as	(and	often	much	more	than)	a
firefighter	and	experiences	a	much	lower	degree	of	personal	risk.	You	also	play	a	critical	role	in	maintaining	supply	lines	a	considerable	proportion	of	US	imports	are	delivered	by	sea,	meaning	that	retailers	would	see	empty	shelves	before	long	without	freight	brokers.	So	if	you	think	a	well-paid	career	in	a	vital	industry	that	relies	heavily	on	strong
communication	and	organizational	skills	would	suit	you,	youd	likely	make	a	great	freight	agent.	This	leads	us	to	our	next	question:	Do	you	need	to	go	to	school	for	this	role?	Freight	broker	schools	can	teach	critical	skills	youll	need	for	success	in	this	line	of	work.	Theyll	also	prepare	you	for	the	environment	youll	be	operating	in	and	may	include	some
on-the-job	freight	broker	training.	You	could	choose	to	attend	an	in-person	school	at	a	prestigious	provider	or	undertake	freight	broker	training	online.	So	what	are	the	benefits	of	attending	a	freight	broker	school?	A	core	component	of	what	you	learn	at	school	is	teaching	you	what	makes	a	successful	freight	brokerage.	This	technical	education	will
involve	case	studies	of	what	is	done	right	and	wrong	in	real-world	examples	and	highlight	the	difficulties	youll	face	in	this	career	path.	Independent	freight	agent	programs	also	typically	provide	guidance	on	the	licensing	and	insurance	youll	need	to	obtain	to	become	an	independent	broker.	They	may	involve	guidance	from	experienced	professionals	in
the	field.	This	guidance	is	priceless	clients	on	both	ends	(land	and	sea)	create	difficulties,	so	skilled	brokers	are	critical	in	helping	to	resolve	their	problems	and	ensuring	timely	delivery	of	goods	and	a	smooth	transition.	It	may	seem	that	success	in	this	field	is	more	down	to	instincts	than	formal	freight	broker	training,	and	its	true	that	natural
communication	skills	and	an	ability	to	remain	calm	and	organized	will	help	you	succeed.	However,	its	also	worth	noting	that	in-school	freight	broker	training	prepares	you	for	the	kind	of	hazards	youll	face	on	the	job	and	can	help	you	prevent	avoidable	mistakes.	These	mistakes	can	be	costly	as	a	novice	in	the	freight	industry	if	you	run	your	own
business,	mistakes	can	lead	to	a	poor	reputation.	Meanwhile,	if	you	work	for	a	larger	commercial	freight	brokerage	operation,	youre	not	likely	to	last	long	if	you	make	rookie	errors.	The	US	retail	industry	would	face	a	catastrophic	collapse	if	it	werent	for	freight	brokers.	This	situation	is	something	that	retail	clients	singularly	fail	to	understand	when
they	get	in	touch	to	ask	where	their	shipments	are.	Again,	we	wont	sugarcoat	things	communication	skills	in	this	field	mean	building	your	ability	to	defuse	volatile	situations	where	clients	threaten	to	withhold	payment	if	the	shipment	doesnt	arrive	on	time.	This	type	of	scenario	can	be	tricky	because	ships	sometimes	get	delayed.	As	any	ship	operator
will	tell	you,	the	shipping	industry	works	in	a	fragile	state	of	balance.	Knock-on	effects	can	lead	to	deliveries	coming	in	late,	and	thats	just	that.	On	top	of	that,	you	may	be	dealing	with	international	clients,	so	language	and	cultural	differences	also	can	present	unique	challenges.	A	broker	needs	to	keep	a	cool	head	as	a	go-between,	and	communication
is	a	vital	part	of	that.	As	an	effective	freight	broker,	you	have	to	juggle	multiple	tasks.	Its	your	responsibility	to	keep	land-based	clients	happy	and	arrange	carrier	schedules	so	that	theyll	get	their	shipments	in	the	fastest	possible	time.	At	the	same	time,	youll	be	negotiating	with	shipping	specialists	to	ensure	delivery	is	as	timely	as	possible	and
dockworkers	can	unload	cargo	from	the	ship	and	onto	trucks	as	fast	as	possible.	Your	communication	skills	are	also	essential	for	striking	deals	and	overseeing	sales	in	the	first	place.	Its	your	job	to	persuade	both	parties	that	theyre	getting	the	best	deal	possible	and	to	see	that	operations	proceed	in	a	way	that	convinces	them	that	this	is	the	best
ongoing	arrangement.	Otherwise,	you	might	have	to	assume	financial	responsibility	for	losses	incurred	by	one	or	both	parties.	Having	a	natural	gift	for	diplomacy	and	persuading	people	youre	on	their	side	is	a	considerable	advantage.	Still,	schools	can	offer	excellent	preparation	for	the	kind	of	situations	youll	encounter	when	you	choose	this	career.
And	dont	let	the	rough	outlook	put	you	off	resolving	these	situations	is	helps	you	develop	valuable	skills	while	fulfilling	a	vital	role	for	countless	people	who	rely	on	the	unsung	work	of	brokers.	Math	skills	are	an	integral	part	of	freight	brokering.	Youll	need	to	work	out	shipping	and	carrier	schedules,	allowing	for	potential	delays	and	creating	tight
turnaround	plans.	These	will	require	an	in-depth	knowledge	of	how	long	it	takes	to	unload	a	cargo	ship	and	load	a	truck	and	an	ability	to	offer	reasonable	estimates	for	transport	times	and	calculate	margins	of	error.	Of	course,	as	youll	also	be	in	charge	of	negotiating	contracts	and	paying	carriers,	you	will	use	your	math	skills	to	manage	finances.	How
can	you	offer	a	competitive	deal	if	you	cant	analyze	rates	and	offer	a	deal	that	companies	will	be	willing	to	accept?	Youll	also	be	tasked	with	extending	credit	to	carriers,	and	this	requires	an	ability	to	work	out	reasonable	interest	rates	and	keep	track	of	them.	Accounting	may	not	sound	like	what	you	signed	up	for,	but	its	a	critical	part	of	running	a
successful	business.	US	ports	handle	well	over	a	billion	tons	of	freight	each	year,	and	if	you	want	your	freight	brokerage	to	have	its	slice	of	that,	youll	need	to	be	able	to	do	math	in	the	millions	and	billions.	Its	time	for	the	good	news.	Domestic	freight	brokering	courses	typically	last	for	1-2	months.	You	can	typically	study	at	your	own	pace,	and	while
your	studies	will	be	instrumental,	you	dont	need	to	display	the	kind	of	academic	rigor	a	college	degree	would	require.	Youll	also	be	paying	far	less	your	freight	broker	class	is	likely	to	set	you	back	a	few	hundred	dollars	at	most.	The	low	entry	cost	sets	you	up	to	obtain	your	broker	license	and	become	a	licensed	freight	broker.	Obtaining	your	license	is
essential	after	graduating	from	freight	movers	school.	Licenses	are	provided	by	the	Federal	Motor	Carrier	Safety	Administration	(FMCSA).	This	body	regulates	how	a	freight	agent	acts	and	monitors	key	performance	indicators	like	how	a	major	truckload	carrier	interacts	with	commercial	motor	vehicles.	Of	course,	you	wont	be	operating	a	fleet	of
trucks,	but	youll	be	working	closely	with	a	truck	broker	to	ensure	that	cargo	gets	delivered	on	time.	It	means	that	you	get	your	chance	to	be	the	angry	party	on	the	other	end	of	the	phone	line	as	a	transportation	broker,	its	your	job	to	ensure	that	the	trucking	broker	and	every	other	part	of	the	freight	move	supply	line	is	operating	correctly.	Freight
brokers	find	carriers	they	can	trust	and	connect	them	with	reliable	shippers.	Obtaining	your	license	will	require	you	to	show	that	you	know	how	to	do	this:	presenting	a	solid	business	plan	is	critical	to	successfully	obtaining	a	freight	broker	license.	This	first	step	can	be	the	difference	between	turning	your	freight	brokerage	into	a	multimillion-dollar
business	and	falling	at	the	first	hurdle.	When	you	work	in	an	industry	moving	large	quantities	of	frequently	valuable	items,	its	essential	to	be	insured.	Freight	logistics	are	complicated,	and	sometimes	things	get	damaged.	If	youre	planning	to	set	up	brokering	freight	on	your	own,	you	shouldnt	skimp	on	your	insurance	policy.	Ensure	you	obtain
coverage	for	everything	possible	youll	be	dealing	with	big	players	in	cargo	and	land	transport.	Having	an	excellent	attorney	to	hand	doesnt	hurt	when	invoicing	shippers	for	damages,	either.	Many	freight	brokers	work	for	large	companies	after	graduating	from	freight	movers	school.	This	placement	at	a	large	company	can	bring	in	a	good	salary	and
involves	less	responsibility	than	going	it	alone.	You	wont	have	to	deal	with	national	accounts.	Although	youll	still	be	dealing	with	transportation	companies	and	will	need	those	diplomatic	skills,	its	a	great	path	to	learn	more	about	the	transportation	industry.	Your	freight	broker	training	should	prepare	you	for	setting	up	as	an	independent	salesperson
and	freight	agent.	High-quality	schools	will	furnish	you	with	all	the	technical	knowledge	of	the	shipping	process	you	need	to	go	it	alone.	However,	you	still	need	a	good	business	plan.	Starting	as	an	independent	agent	is	where	the	limits	of	a	freight	broker	course	are	tested	after	a	certain	point,	you	need	business	acumen	to	succeed.	If	you	can	put	your
training	into	action	and	develop	a	plan	that	helps	you	attract	clients	and	maintain	good	relationships,	thats	great!	Your	training	can	help	you	with	offering	competitive	contracts	and	organizing	shipments.	It	can	also	prepare	you	to	deal	with	demanding	clients	and	troubleshoot	overdue	deliveries.	However,	if	your	heart	isnt	in	it	as	a	freight	broker
agent	and	you	get	caught	without	a	plan,	your	business	can	fail	rapidly.	Ensure	that	you	have	a	watertight	plan	before	going	it	alone.	If	youre	looking	for	a	career	that	offers	great	rewards	for	a	relatively	small	amount	of	training,	you	should	be	interested	in	learning	how	to	broker	freight.	You	need	to	have	thick	skin	and	incredible	diplomacy	skills,	as
well	as	a	hard-headed	approach	to	delivering	contracts	on	time	and	facilitating	payments.	Almost	everyone	who	works	in	shipping	is	savvy.	They	are	constantly	trying	to	get	the	best	deal	for	themselves	and	leave	the	clean-up	to	other	parties.	Freight	agents	get	caught	in	between	cargo	companies	and	big	rig	operators,	and	youre	going	to	have	to	take
more	of	the	clean-up	than	most	when	something	goes	wrong.	However,	this	isnt	to	say	that	you	cant	hold	other	parties	accountable.	It	is	a	critical	reason	to	have	the	right	insurance	and	a	good	attorney	behind	you:	the	companies	youre	bringing	together	want	to	get	in	and	out	as	fast	as	possible.	Its	your	role	to	facilitate	that	and	call	them	back	if
theres	a	mistake	on	their	end.	Legal	backing	is	a	powerful	tool	in	these	situations.	When	it	comes	to	the	job	outlook	for	freight	brokers,	the	US	Bureau	of	Labor	Statistics	(BLS)	lists	freight	broker	roles	as	earning	a	median	annual	salary	of	$43,770.	Note	that	this	salary	is	more	typical	for	agents	working	for	a	brokerage	self-employed	agents	with	their
own	business	may	earn	far	more	than	this.	It	also	projects	strong	job	growth	in	this	sector,	marking	it	out	as	a	bright	outlook	career	area	this	is	unsurprising,	as	the	US	is	unlikely	to	shift	away	from	its	heavy	reliance	on	sea	shipments	any	time	soon.	If	this	guide	has	made	you	think	that	freight	broker	training	is	a	lot	like	tightrope	walker	school,	youve
been	paying	attention!	However,	something	that	often	goes	overlooked	is	that	there	arent	many	people	that	can	do	what	they	do.	When	negotiating	deals	between	shipping	contractors	and	cargo	companies,	dealing	with	their	requests,	and	ensuring	that	every	party	believes	theyve	got	the	best	deal	while	running	a	profitable	business,	freight	brokers
fulfill	a	vital	role.	Not	everyone	can	do	that.	If	you	pay	attention	in	school	and	develop	a	good	business	plan,	youre	ready	for	an	extremely	rewarding	professional	role.	As	noted	in	the	data	provided	by	the	bureau	of	labor	statistics,	even	agents	working	for	a	brokerage	make	a	good	wage.	If	you	own	and	operate	a	business,	your	salary	depends	on	your
success	you	could	make	millions	with	a	good	plan.	The	freight	industry	is	an	enormous	business,	and	theres	a	substantial	slice	of	pie	ready	to	be	carved	for	anyone	who	can	handle	the	negotiations	and	offer	competitive	rates.	Working	for	a	brokerage	is	an	excellent	first	step	after	progressing	from	school.	It	gives	you	a	reliable	salary	and	provides	you
with	substantial	first-hand	experience	in	the	industry.	The	experience	can	be	invaluable	when	setting	up	your	own	freight	brokerage	operation	while	the	training	you	receive	in	school	will	prepare	you	for	dealing	with	professional	life,	theres	no	substitute	for	the	real	thing.	Ideally,	youll	stay	at	a	large	firm	long	enough	to	get	industry	knowledge,	make
contacts,	and	take	that	knowledge	to	launch	your	own	enterprise.	Becoming	an	independent	agent	may	feel	like	a	risky	move,	but	the	risk	primarily	lies	in	poor	preparation.	A	savvy	freight	agent	can	easily	build	connections	and	organize	a	highly	effective	service	that	pays	exceptionally	well	in	such	a	massive	industry.	If	you	ensure	that	youve	got	an
ironclad	plan	in	place	before	you	begin,	you	can	obtain	your	license	and	get	insurance	for	your	business.	Once	thats	done,	its	all	about	your	communication	and	organizational	skills	you	have	to	be	as	stern	with	your	accounts	as	you	do	with	your	clients.	Ultimately,	its	a	gratifying	career	with	great	opportunities	for	advancement.	Going	unprepared	is
the	worst	thing	you	can	do	as	a	freight	broker.	This	is	why	school	is	such	an	important	step	training	is	brief	and	affordable	but	teaches	you	invaluable	skills	and	prepares	you	for	the	challenges	youll	face	in	this	career	path.	Find	a	good	school,	create	a	business	plan,	obtain	your	license,	and	remember	how	to	smile	down	the	phone!	The	primary	goal	of
this	website	is	to	teach	people	how	to	become	a	freight	broker	or	a	freight	agent.	There	are	a	variety	of	resources	including	both	free	freight	broker	training	videos	and	articles.	As	well	as	my	online	freight	broker	and	freight	agent	training	program,	know	as	Freight	Broker	Boot	Camp.	This	post	is	designed	to	help	guide	you	through	7	simple	steps	to
become	a	freight	broker.	Before	we	go	into	the	7	steps	to	become	a	broker,	lets	quickly	define	what	is	a	freight	broker	and	the	difference	between	freight	brokers	and	freight	agents.	A	freight	broker	is	a	licensed	property	broker	who	helps	shippers	manage	and	move	freight	from	point	A	to	point	B.	To	become	a	broker,	you	need	to	be	licensed	by	the
FMCSA	(	Federal	Motor	Carrier	Safety	Administration	).	Freight	brokers	are	sometimes	referred	to	as	truck	brokers,	trucking	brokers,	shipping	brokers,	logistics	brokers,	and/or	transportation	brokers.	Its	important	to	note	that	freight	brokers	are	not	motor	carriers	or	freight	forwarders	because	freight	brokers	do	not	take	possession	of	and/or
physically	transport	the	freight	themselves.	Instead,	they	hire	trucking	companies	to	pick	up	and	deliver	the	freight	for	their	clients.	The	main	tasks	of	a	broker	include	finding	carriers,	dispatching	drivers,	providing	shipper	freight	quotes,	invoicing	shippers,	paying	your	motor	carriers	and	the	list	goes	on.	Now,	lets	dive	into	the	7	steps	of	how	to
become	a	freight	broker	with	no	experience.	The	first	step	in	how	to	become	a	freight	broker	to	becoming	abroker	is	to	get	trained.	There	are	3	primary	ways	to	learn	how	to	become	a	freight	broker:	They	include	on-the-job	training,	live	classroom	training,	and	online	training	(which	is	usually	self-study)	Fact	is,	not	everyone	learns	the	same	and	each
has	its	pros	and	cons.	On-the-job	broker	training,	provides	hands-on	experience	and	the	advantage	that	you	can	earn	while	you	learn.	But	it	also	takes	the	longest	and	has	the	least	amount	of	flexibility.	Classroom	broker	training	courses	are	perfect	for	anyone	who	likes	to	learn	from	a	teacher,	however,	classroom	training	can	be	more	costly,	can
require	travel,	and	lack	scheduling	flexibility.	Sometimes	referred	to	as	a	freight	broker	school.	Online	broker	training	can	be	done	online,	at	your	own	pace,	and	is	usually	the	least	expensive	training	option.	A	great	example	of	this	is	an	online	freight	broker	course.	Before	deciding	which	is	the	best	for	you,	take	a	deeper	dive	and	look	at	the	pros	and
cons	of	all	of	them.	Not	long	ago	I	wrote	an	article	that	has	become	very	popular	that	might	help.	To	become	a	freight	broker	and	legally	broker	loadsin	the	United	States	you	will	need	to	get	your	freight	broker	authority.	But	dont	worry,	its	an	easy	and	painless	process	that	does	not	require	a	college	degree,	any	testing,	or	certification	to	qualify.	To
start	your	own	brokerage,	new	brokers	need	to	complete	a	few	legal	requirements	listed	below:	Step	1	complete	and	file	your	FMCSA	OP-1	Form.	Step	2	designate	a	process	agent	and	file	your	BOC-3	agent	processing	form.	Step	3	get	your	broker	surety	bond	(also	called	BMC-84	bond)	or	your	broker	trust	(BMC-85).	Step	4	complete	your	Unified
Carrier	Registration	/	UCR	For	further	information,	check	the	registration	page	of	the	FMCSA:	During	this	process,	youll	also	receive	your	motor	carrier	number	(MC)	and	USDOT	number.	When	it	comes	to	freight	broker	surety	bonds,	people	sometimes	ask	me	if	their	credit	score	will	have	an	effect	on	their	premiums.	The	answer	is	yes,	your	credit
score	can	affect	your	premiums.	Read	the	full	article	on	5	things	you	need	to	know	about	freight	broker	bonds.	Keep	in	mind	that	there	are	costs	involved	to	get	your	freight	broker	authority	and	the	processing	time	can	take	4-6	weeks.	First	you	will	need	to	form	a	Corporation	or	LLC	but	that	can	all	be	done	online.	LLC	stands	for	limited	liability
company	and	its	a	recommended	business	type	for	any	freight	broker	company.	Other	than	that,	you	dont	need	much	to	get	started	as	a	freight	broker.	Both	general	liability	insurance	or	contingent	cargo	insurance	are	optional	for	startups.	When	you	are	in	the	logistics	industry,	having	some	kind	of	insurance	is	a	good	idea,	in	case	anything	goes
wrong.	While	getting	your	freight	broker	authority	is	crucial	to	becoming	a	freight	broker,	its	not	needed	to	become	a	freight	agent.	Thats	why	many	people	decide	to	start	as	independent	freight	agents	first	and	then	become	a	freight	broker	later.	NOTE:	As	a	part	of	my	online	Freight	Broker	Boot	Camp	online	training	course	we	teach	you	how	to
apply	for	your	freight	broker	authority	plus	we	train	and	support	you	on	how	to	start	making	money	as	a	broker.	Riches	are	in	niches,	in	the	journey	of	how	to	become	a	freight	broker.	There	are	many	niches	to	pursue	as	a	broker,	so	finding	your	niche	is	a	critical	step	to	becoming	successful.	Ive	told	the	story	many	times	about	how	I	found	my	freight
niche	and	how	I	was	able	to	generate	over	$1	million	in	sales	my	first	year	in	business.	All	with	no	prior	logistics	or	trucking	related	experience.	Keep	in	mind	that	you	arent	bound	to	just	one	freight	niche	forever.	Once	you	are	successful	in	a	niche,	you	can	expand	to	others.	But	when	you	are	just	starting	out,	skilled	brokers	know	that	picking	a	niche
will	significantly	increase	your	odds	of	success.	There	are	4	primary	ways	to	find	your	niche	for	your	freight	brokerage	business:	1)	Equipment	type	Niching	by	equipment	type	can	mean	to	only	work	with	vans	or	refrigerated	trucks	for	example.	Or	to	focus	on	vans,	reefers,	flatbeds,	step	decks,	as	well	as	many	other	specialized	types	of	trucking
equipment.	2)	Product	type	Product	types	could	mean	steel,	produce,	gas	and	oil,	bottled	beverages,	heavy	equipment,	and	the	list	goes	on.	3)	Based	on	geography/lane	You	can	also	specialize	and	niche	down	by	geography,	region,	or	even	specific	freight	lanes	or	corridors.	For	example	Chicago	outbound	freight,	northeast	outbound	freight,	or	cross
border	freight.	4)	Hybrid	approach	The	hybrid	approach	combines	two	or	more	of	the	3	strategies	identified	above.	For	example,	your	niche	could	be	Northeast	outbound	van	freight	or	CA	to	TX	flatbed	freight	just	to	name	a	few.	One	of	the	best	parts	about	being	a	freight	broker	is	your	ability	to	work	from	home.	There	are	no	long	commutes	back	and
forth	to	work.	You	get	to	spend	more	time	with	your	family	and	be	more	productive	as	a	home-based	broker	or	agent.	Ive	been	an	entrepreneur	for	about	25	years	and	during	my	career,	I	have	worked	from	home	for	almost	half	of	that	time	and	I	love	it.	I	truly	enjoy	working	from	home	and	while	its	not	for	everyone,	I	think	the	pros	far	outweigh	the
cons.	Pros	of	working	from	home	as	a	freight	broker	or	freight	agent	include:	-More	independence	-Fewer	expenses	-No	commute	-Increased	productivity	-More	work	flexibility	-Fewer	office	distractions	-Increased	job	satisfaction	-More	work-life	balance	-Work	on	your	own	hours	Cons	of	working	from	home	as	a	broker	or	agent	including:	-Increased
isolation	-Risk	of	overworking	-Distractions	at	home	-Workplace	disconnect	-Self-management	can	be	hard	work	If	working	from	home	is	absolutely	not	an	option	for	you,	you	could	rent	a	small	office	space	where	you	manage	the	day-to-day	operations.	Once	you	become	a	freight	broker,	you	are	in	charge.	So,	its	your	choice	where	you	work	from.	But
most	freight	brokers	startups	decide	to	work	from	home.	Thats	why	I	wrote	a	full	article	on	how	to	set	up	your	home	office	that	might	be	helpful	as	you	start	your	own	freight	brokerage.	You	do	not	need	to	be	a	techie	to	make	money	as	a	broker	but	there	are	a	few	ways	to	leverage	technology	to	increase	your	profits.	They	fall	into	3	different
categories:	1)	transportation	management	software	(TMS),	2)	internet	load	boards,	and	3)	customer	relationship	management	software	(CRM).	A	freight	broker	TMS	will	help	you	to	keep	track	of	all	your	loads,	orders,	rates,	carriers,	and	more.	A	freight	broker	CRM	is	a	place	to	manage	all	of	your	customer	and	prospect	data.	Internet	load	boards	are
online	hubs	where	motor	carriers	share	truck	capacity	and	freight	brokers	share	load	capacity	and	then	collaborate	and	work	together	to	create	mutually	beneficial	relationships.	Thats	why	load	boards	are	invaluable	when	you	become	a	freight	broker	with	no	experience.	It	helps	you	to	find	and	develop	relationships	with	carriers	that	you	can	partner
with	to	move	your	customer	freight.	There	are	countless	load	boards	out	there	thats	why	I	collected	my	top	5	load	boards	in	an	article	below.	As	you	can	see,	to	become	a	broker	you	really	dont	need	much	technology	other	than	an	internet	load	board	or	two.	But	as	you	begin	to	ramp	up	your	sales	efforts	and	move	more	freight,	you	are	definitely	going
to	want	to	embrace	technology.	The	good	news	is,	there	are	tons	of	options	when	it	comes	to	freight	broker	software.	See	the	links	below	to	get	into	more	detail	based	upon	your	specific	needs.	Top	30	Freight	Broker	Software	For	2024	Top	5	Load	Boards	For	Freight	Brokers	in	2024	Top	5	Sales	CRMs	For	Freight	Brokers	in	2024	Do	you	want	to
become	a	freight	broker	but	dont	have	a	lot	of	money	to	get	started?	Dont	worry,	as	a	broker	you	can	use	OPM	also	known	as	other	peoples	money.	Thats	why	factoring	is	so	popular	with	freight	brokers.	Factoring	companies	help	freight	brokers	by	advancing	them	money	to	pay	carriers	before	they	get	paid	by	shippers.	Freight	broker	factoring	is	a
form	of	financing	where	you	sell	a	shipper	invoice	to	a	factoring	company,	which	then	advances	you	up	to	95%	of	the	invoice	to	pay	your	motor	carrier	and	basic	operational	cost.	Without	factoring	most	brokers	would	never	be	able	to	scale	their	business	to	7	figures	because	in	many	cases	trucking	companies	will	require	payment	from	the	broker
before	the	shipper	actually	pays	the	broker.	This	is	often	the	case	in	business	and	while	I	dont	recommend	factoring	as	a	long-term	strategy,	it	is	a	powerful	strategy	for	startups	until	you	can	acquire	bank	financing.	More	details	on	how	factoring	works	and	where	you	can	find	a	factoring	company	below.	The	final	step	to	becoming	a	broker	is	to	start
selling	and	marketing	your	services.	There	are	many	ways	to	acquire	shipping	customers	today.	Cold	calling,	social	selling,	referrals,	online	advertising,	content	marketing,	trade	shows,	and	more.	Most	freight	brokers	start	with	cold	calling	as	their	primary	strategy	because	its	the	fastest	way	to	start	having	conversations	with	potential	shippers.	But
it	definitely	isnt	the	only	way.	Those	who	have	industry	experience	and	contacts	like	to	get	their	first	shipping	clients	from	referrals.	Regardless	of	which	channel	or	strategy	you	choose,	learning	how	to	sell	is	one	of	the	most	valuable	skills	for	a	broker	or	agent.	Fact	is,	there	are	top	salespeople	and	freight	agents	that	make	more	than	owners	and
CEOs	in	the	freight	industry.	Why?	Because	they	understand	how	to	get	and	retain	clients	and	without	that	there	is	no	business.	Here	are	some	broker	sales	training	links	that	I	think	you	will	enjoy.	The	Ultimate	Guide	to	Freight	Broker	Sales!	Freight	Broker	Sales	Training	8	Killer	Sales	Questions	that	Every	Broker	Needs	to	Know	Freight	Broker
Sales	Training	How	to	Overcome	the	Price	Objection	7	Freight	Brokers	Sales	Tips	on	How	to	Get	Past	the	Gatekeeper	Freight	Broker	Sales	vs	Marketing	Freight	Broker	Sales	Training	Turning	1	Customer	into	10	Customers	Ive	said	it	before	and	Ill	say	it	again.	Learning	to	sell	is	the	most	valuable	skill	in	the	world	for	the	average	person	to	earn	a	6
figure	income.	There	are	many	other	important	facets	to	becoming	a	successful	freight	broker	but	sales	are	definitely	high	on	the	list.	A	widget	manufacturer	hires	a	licensed	freight	broker	to	move	widgets	from	Buffalo,	NY	to	Atlanta,	GA	for	$1,800.	The	broker	then	finds	a	trucking	company	willing	to	transport	the	load	for	$1,500.	This	leaves	a	gross
profit	of	$300	for	the	broker.	Freight	broker	profit	margins	typically	ranges	from	10-20%	of	the	overall	shipment	value.	As	you	can	see,	the	broker	business	can	be	a	very	lucrative	business.	Heres	a	post	and	video	sharing	how	much	top	freight	brokers	make	per	year.	If	you	arent	quite	ready	to	deal	with	the	legal	requirements	of	becoming	a	freight
broker.	Including	getting	your	freight	broker	bond	and	freight	broker	authority,	you	should	seriously	consider	starting	as	a	freight	agent	(also	known	as	a	freight	broker	agent).	As	a	freight	agent,	you	dont	need	to	be	licensed	and	there	are	no	tests	or	certifications	to	qualify.	A	freight	agent	often	acts	as	an	independent	sales	agent	under	the	freight
brokers	license.	Your	main	tasks	would	be	to	find	shippers,	rate	shipments,	source	carriers,	dispatch	drivers,	and	make	sure	everything	happens	on	time.	Independent	freight	agents	typically	earn	between	50-70%	commission	of	the	profit	from	any	load	they	originate.	Example:	Shipper	pays	$1,000,	the	broker	pays	$800	to	the	carrier.	Leaving	$200	in
profit.	The	freight	agent	would	get	paid	between	$100-$140	on	that	one	load.	In	this	article,	I	mainly	talk	about	how	to	become	a	freight	broker	but	if	you	are	unable	to	get	started	as	a	freight	broker,	its	important	to	note	that	freight	agents	do	extremely	well	as	seen	in	these	freight	agent	success	interviews.	It	depends.	If	you	are	looking	for	a	get	rich
quick	scheme,	then	probably	not.	If	you	are	looking	to	develop	the	necessary	skills	and	work	hard,	then	to	becoming	a	freight	broker	is	definitely	worth	it.	Freight	brokerage	has	a	bright	outlook	for	those	who	want	to	put	in	the	work	to	build	a	successful	career.	Becoming	a	freight	broker	has	the	potential	to	be	very	profitable	and	exciting	business.
There	is	no	shortage	of	business	for	domestic	freight	brokering	because	trucks	are	responsible	for	transporting	about	72%	of	all	freight	tonnage	in	the	United	States.	The	secret	is	to	set	up	your	firm	carefully	to	avoid	incurring	any	additional	expenses	or	legal	issues.	Errors	in	finance,	permits,	and	marketing	can	cause	any	organization	to	fail,	and
freight	brokerage	is	no	exception.	To	sum	up,	becoming	a	licensed	broker	isnt	rocket	science.	So	let	the	7	steps	from	this	article	guide	you	to	become	a	freight	broker	in	2024.	If	you	are	curious	and	want	to	learn	more	about	my	online	freight	broker	training	CLICK	HERE!	Getting	your	freight	broker	license	isnt	always	intuitive.	The	steps	to	becoming
a	licensed	freight	broker	may	seem	cumbersome	and	time-consuming	and,	for	a	freight	broker	starting	out,	they	also	come	with	a	price	tag.	Making	the	most	out	of	your	freight	brokerage	business	means	youll	need	to	invest	upfront	in	registration	fees	and	back-end	office	expenses,	plus	a	transportation	management	system	to	keep	track	of	your
business.At	DAT,	we	offer	a	wide	range	of	services	for	your	freight	brokerage	business	from	assistance	in	getting	your	brokerage	authority	to	TMS	services	and	more.	At	each	step	of	the	process,	our	freight	brokerage	packages	can	help	you	to	understand	where	your	business	needs	to	go.	With	DATs	team	of	experts,	you	can	get	your	business	up	and
running	in	no	time.Before	you	invest	in	brokerage	services,	its	important	to	understand	the	steps	necessary	to	become	a	freight	broker.	With	a	good	understanding	of	brokerage	requirements,	you	can	set	up	a	successful	business	quickly	and	efficiently.What	is	a	Freight	Broker?Freight	brokers	form	a	critical	part	of	our	transportation	infrastructure.
Getting	freight	from	point	A	to	point	B	is	a	necessary	part	of	our	economys	supply	chain,	which	is	why	the	shipping	industry	is	the	heart	of	our	economy.	As	a	freight	broker,	your	role	is	central	to	transporting	freight	across	the	country.	If	youre	interested	in	the	transportation	industry,	becoming	a	freight	broker	is	a	rewarding	career	path	with	lots	of
opportunities	for	growth.To	put	it	simply,	freight	brokers	act	as	the	middleman	between	shipping	companies	and	carriers.	With	the	right	connections	and	resources	at	your	disposal,	you	can	connect	trucking	companies	with	freight	providers,	communicate	with	dispatchers	and	3PLs,	and	help	the	transportation	industry	to	run	as	efficiently	as
possible.Freight	brokers	are	neutral	parties,	which	means	youll	be	legally	responsible	for	a	fair	and	impartial	relationship	between	your	suppliers	and	your	carriers.	When	you	first	register	your	brokerage	business,	youll	need	to	ensure	you	wont	be	working	in	favor	of	any	specific	client.	Instead,	youll	be	finding	the	best	freight	matches	and	the	best
deals	for	both	you	and	your	clients	in	the	transportation	industry.Because	freight	brokers	are	impartial,	their	jobs	are	different	from	dispatchers	and	3PLs.	3PLs	coordinate	logistics	on	behalf	of	the	shipper,	and	they	help	to	store	freight	in	warehouses	and	intermediate	shipping	centers	before	delivery.	Dispatchers,	on	the	other	hand,	work	on	behalf	of
the	carrier	their	job	is	to	find	the	best	freight	deals	for	trucking	companies,	using	load	boards	or	brokers.	Many	dispatchers	work	for	larger	dispatching	companies	on	a	fixed	wage	or	salary.	Brokers,	on	the	other	hand,	are	usually	small	business	owners.	If	youre	interested	in	an	independent	business	model	that	allows	you	to	play	a	central	role	in	the
transportation	industry,	you	should	consider	becoming	a	freight	broker.How	to	Become	a	Broker	for	TruckingBefore	you	can	become	a	freight	broker,	youll	need	to	get	authority	from	federal	and	state	governments.	Like	any	small	business,	brokerage	firms	need	to	ensure	theyre	complying	with	all	necessary	regulatory	requirements.	These
requirements	help	to	ensure	all	brokers	are	working	fairly	as	intermediaries,	operating	safely,	and	paying	the	right	amount	of	taxes.	Getting	your	authority	and	registration	are	freight	broker	basics,	but	they	arent	the	only	things	you	need	to	do	in	order	to	build	a	successful	freight	brokerage	business.	To	become	a	freight	broker,	youll	need	to
understand	how	to	establish	your	business	from	the	ground	up	that	means	investing	in	back-end	office	operations,	planning	your	business	model,	and	getting	the	right	training	to	become	a	successful	broker.At	DAT,	weve	got	you	covered.	With	freight	broker	services	for	each	step	of	the	brokerage	process,	DAT	offers	brokers	effective	resources	for
running	a	sustainable	business.	Lets	take	a	look	at	how	to	get	a	freight	broker	license	and	how	DAT	can	make	a	difference	along	the	way.1.	Licensing	&	federal	regulationsFreight	broker	training	is	all	too	often	overlooked.	Many	freight	brokers	assume	that	the	only	important	steps	in	becoming	a	freight	broker	are	the	licensing	requirements	but	a
license	is	only	good	if	you	know	how	to	use	it.	Before	you	even	begin	to	get	your	authority	and	registration,	its	wise	to	take	freight	broker	classes.Even	though	broker	training	is	yet	another	upfront	cost,	its	an	important	investment	in	the	future	of	your	brokerage	business.	The	truth	is,	brokers	have	a	high	turnover	rate	and	much	of	this	is	due	to	lack
of	experience.	DATs	special	partnership	with	Freight	360	means	you	can	access	a	complete	freight	broker	course	through	the	DAT	network.	Broker	training	helps	to	ensure	that	youre	prepared	before	entering	the	brokerage	industry,	so	your	business	can	get	off	to	a	great	start.2.	Set	Up	Your	Business	BasicsFreight	brokerage	is	a	business,	and
starting	any	small	business	requires	planning.	One	of	the	most	appealing	aspects	of	becoming	a	freight	broker	is	the	independence	associated	with	running	your	own	enterprise.Before	you	start	submitting	your	registration	requirements,	youll	need	to	decide	on	your	business	model.	Will	your	business	be	a	sole	proprietorship	or	a	partnership?	Will	you
register	as	an	LLC	or	as	another	business	entity?	Establishing	your	businesss	structure	is	an	important	component	of	your	business	plan.	Freight	broker	training	courses	can	help	you	to	understand	how	to	create	an	effective	business	model.	If	you	want	more	legal	advice,	ask	a	local	business	attorney	which	business	model	would	best	suit	your	goals.
Once	you	have	a	clear	idea	of	what	your	business	will	look	like,	you	can	start	working	on	getting	a	freight	broker	license.3.	Apply	for	Authority	for	BrokersAll	brokers	need	authority	from	the	federal	government.	Just	like	carriers	and	shippers,	brokers	will	need	to	register	with	federal	agencies	to	ensure	theyre	complying	with	all	the	legal
requirements	for	a	brokerage	business.	Authority	helps	to	ensure	that	youre	safe,	qualified,	and	impartial.As	a	broker,	youll	need	an	MC	number	and	DOT	number,	both	of	which	are	issued	by	the	U.S.	Department	of	Transportation.	If	these	numbers	sound	familiar,	its	because	truckers	also	need	MC	and	DOT	numbers	for	registration.	In	addition	to
these	requirements,	youll	also	need	a	FF	number	from	the	FMCSA.Getting	authority	usually	takes	four	to	six	weeks,	so	time	is	of	the	essence.	When	youre	starting	your	brokerage	business,	completing	all	the	authority	requirements	correctly	and	quickly	allows	you	to	save	time	and	money.	To	help	with	these	requirements,	DAT	Authority	provides
experts	who	can	fill	out	and	file	your	paperwork	for	you.4.	Designate	Process	AgentsProcess	agents	(also	known	as	BOC-3	process	agents)	are	legal	representatives	that	act	as	a	type	of	legal	insurance	for	brokers.	In	case	you	get	sued	by	one	of	your	clients,	youll	need	a	designated	process	agent	working	for	you	in	the	state	where	your	legal	process
takes	place.	Because	process	agents	work	on	a	statewide	basis,	youll	need	to	designate	a	process	agent	in	every	state	where	youll	be	doing	business.	In	practice,	that	means	youll	need	an	agent	in	every	state.Designating	process	agents	in	every	state	isnt	as	complicated	as	it	sounds.	Plenty	of	trucking	authority	services,	like	DAT	Authority	for	Brokers,
help	you	to	get	blanket	coverage	from	process	agents	around	the	country	so	you	dont	have	to	worry	about	designating	them	individually.	After	youve	designated	agents,	youll	need	to	submit	your	BOC-3	form	to	the	FMCSA.5.	Secure	a	Bond	or	Trust	FundLike	most	new	businesses,	getting	insurance	is	an	important	part	of	your	brokerage	business.	On
a	federal	level,	youre	required	to	have	either	a	surety	bond	worth	more	than	$75,000,	or	a	trust	fund	for	your	company.	These	requirements	help	to	ensure	you	can	pay	any	broken	or	faulty	contracts	you	might	have.	Like	several	of	the	other	requirements,	youll	need	to	submit	proof	of	your	bond	or	trust	fund	to	the	FMCSA.6.	Get	Registered	With
UCRUCR	registration	is	technically	a	state-level	requirement,	so	youll	need	to	file	it	through	your	state	Department	of	Transportation	instead	of	the	federal	government.	However,	UCR	registration	is	standardized	across	the	country,	meaning	youll	need	to	submit	the	same	UCR	papers	and	fees	no	matter	where	you	live.	Its	important	to	note	that	even
states	that	are	non-participating	still	require	UCR	registration.With	the	UCR,	youll	get	specialized	UCR	plates	that	show	youve	completed	your	requirements.	UCR	is	an	annual	process,	meaning	your	UCR	plates	need	to	be	renewed	once	a	year.	Failure	to	comply	with	UCR	can	result	in	fines,	so	its	important	to	keep	track	of	your	UCR	registration.	DAT
Authority	helps	you	to	fill	out	UCR	registration	requirements	and	offers	professional	consultants	standing	by	to	help	with	any	questions	you	may	have.7.	Finish	State-Level	RequirementsSome	states	require	additional	registration.	Depending	on	the	state	you	live	in,	you	may	need	to	complete	special	paperwork	for	your	state-level	DOT.	No	matter
where	your	home	base	is,	youll	need	to	investigate	what	requirements	may	be	necessary	for	operating	as	a	broker.	These	requirements	arent	necessarily	brokerage	requirements	you	will	also	need	to	understand	state-level	business	regulations.Before	you	can	run	a	small	business,	learning	your	state	registration	and	tax	requirements	is	a	must.	Like
the	other	steps	in	this	process,	DAT	is	here	to	help.	DAT	Authority	for	Brokers	offers	guidance	in	filling	state-level	brokerage	requirements	all	you	need	to	do	is	file	the	paperwork	yourself.8.	Set	Up	Your	Back-End	ManagementYoure	almost	ready	to	start	brokering	freight.	Now,	youll	need	to	understand	what	your	business	will	look	like	from	your	end.
Its	time	to	answer	some	basic	questions	about	your	business	setup.	Where	will	you	be	working?	How	much	will	you	need	to	invest	in	computers,	internet,	and	phone	lines?	What	services	will	you	need	for	employee	payroll?Another	major	consideration	will	be	where	youre	finding	freight.	Thats	where	DAT	comes	in	with	the	largest	load	board	in	the
trucking	industry,	you	can	find	exclusive	freight	across	the	country.	With	load	match	alarms,	search	filters,	and	direct	messaging	to	shippers	and	carriers,	you	can	start	up	an	effective	brokerage	business.For	a	unified	solution	to	back-end	management,	DAT	also	offers	TMS	for	Brokers	a	software	that	acts	as	the	control	center	for	your	brokerage
operations.	TMS	for	Brokers	allows	you	to	manage	your	business,	connect	with	clients,	and	access	your	other	DAT	services	in	one	place.How	to	Get	Your	Freight	Broker	License	with	DATAny	new	business	needs	a	startup	strategy,	and	brokerage	companies	are	no	exception.	First,	youll	need	broker	training	and	a	business	plan.	Then,	youll	need	to
make	sure	youre	complying	with	industry	standards	which	include	federal	paperwork	requirements,	process	agents,	and	a	surety	bond.	Finally,	youll	need	to	fulfill	UCR	registration	and	other	state	requirements	before	setting	up	your	back-end	management	system.Youll	also	need	to	make	sure	your	bases	are	covered	and	ensure	that	you	have
contingent	cargo	insurance.	In	the	event	that	something	happens	to	a	shipment	and	a	carriers	cargo	claim	is	declined,	contingent	cargo	insurance	means	that	you	can	count	on	it	to	be	covered.At	each	step	of	the	way,	DAT	is	here	to	help.	DATs	freight	broker	authority	package	offers	all	the	tools	youll	need	to	start	your	brokerage	business	and	more.
Plus,	our	partners,	including	Freight	360,	offer	special	deals	to	DAT	customers	for	freight	broker	license	training	and	surety	bonds.	To	make	the	most	of	your	brokerage	experience,	DAT	is	a	smart	investment.Were	interested	in	working	with	you	as	your	business	grows.	To	avoid	the	common	pitfalls	of	the	first	year	of	brokerage,	learn	from	the	best
with	DAT	Solutions.	Check	out	our	services	for	brokers	to	see	for	yourself	how	DAT	is	helping	brokers	across	the	country	to	build	sustainable,	successful	businesses.Start	your	freight	broker	business	off	on	the	right	foot!Becoming	a	freight	broker	means	more	than	just	getting	training	and	establishing	your	businesses	structure.	You	also	need	to	meet
many	state	and	federal	requirements,	which	means	dealing	with	lots	of	paperwork.Dont	feel	like	wading	through	it	yourself?	Sign	up	for	DAT	Authority	today,	and	well	handle	your	paperwork!	
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