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Through superior customer service and 

quality innovative products, On The Move 

provides their Licensees the ability to add 

value and profits to their business.



Editor’s letter

SHOW LOCATION DATES

Events

Letter to Editor

I have a rental truck and tenant protection at my facility, but my in-house managers have a hard time 
upselling. How can I encourage them to be better salespeople?
Befuddled Boss

 
Dear Boss,
This is a common concern! A good way to begin is to park your truck in front of your facility so 
tenants will ask about it unprompted. You may consider offering commission to your employees, 
posting signage inside about tenant protection and truck rental guidelines, and using your On The 
Move resources. We have compiled sales tips and tricks to educate facility operators about upselling 
to tenants. Call us to learn more! 800-645-9949

Happy New Year everyone! We hope this new decade has been an exciting and happy 
start for all of our customers! On The Move has continued to innovate and 2020 will be no 
exception! We’re excited to roll out our new initiatives and get this year started on the right 
foot. Stay tuned! 

Sincerely,
Callie Newman

 Inman Connect Real Estate Expo. New York, NY  January 28-31 

CRS Sell-A-Bration Real Estate Show Orlando, FL February 13-16 

Florida Self-Storage Expo.  Kissimmee, FL February 19-20

Self-Storage Association Show San Antonio, TX March 17-19
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On The Move News

Happy Holidays from On The Move!
We had our annual Christmas party and sent our 
customers their 2020 calendars! Didn’t receive yours? 
Want a few extras? Call 800-645-9949! 

Thanksgiving Feast
On The Move had its first potluck 
Friendsgiving Feast this year! It was a lot 
of fun and a lot of food!

Halloween Overload
On The Move loved the holiday season, 
especially Halloween! Our Staff Accountant’s 
daughter, Zoey, had too much candy!
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State Shows
We’ve been making the rounds to different 
state’s Self-Storage Association shows! This past 
quarter we traveled to Virginia, Maryland, Illinois, 
Nebraska, Kansas, and North Carolina. 

Success at NAR!
20,000 real estate professionals gathered in San Francisco 
to learn about increasing revenue through a truck. 

Charleston Estates 
Thanksgiving Food Drive
The Real Estate Team at Charleston 
Estates used their truck to run a very 
successful Thanksgiving food drive! 
They collected over 350 pounds of food! 
Congratulations and many thanks to this 
generous team! 
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Tell us about Canton Self-Storage!

Established in Chattanooga, TN in 
1927, Fletcher Bright Company is a 
full service real estate development 
company that has since grown to 
become a dominant leader in the 
Southeast. Beginning solely as a 
residential real estate company, the 
Company expanded into commercial 
developments in the 1960s. 
Today, Fletcher Bright Company 
offers a wide range of real estate 
services, including residential and 
commercial brokerage, shopping 
center development, property 
management and leasing, multi-
family development, commercial 
mortgage banking and commercial 
insurance services.

In 2017, Fletcher Bright Company, 
in partnership with Meyers Brothers 
Properties of Atlanta, continued 
portfolio diversification with the 
development and construction of 
its first Self Storage Facility: Canton 
Storage in Canton, GA.  Early success 
of this state-of-the-art facility has 
been exciting to track, and we look 
forward to future opportunities in the 
self-storage industry.

How long have you had a truck 

through On The Move?

Five months! 

How has your truck increased your 

business?

In today’s competitive market the 
truck has been an added benefit to 
draw customers to our property.  
The property has achieved 51% unit 
occupancy and 61% square foot 
occupancy in five short months! 

How do you use your truck?

New customers can use the truck at 
no cost to move their belongings to 
Canton Self-Storage. 

What is your favorite thing about the 

truck?

The custom graphics! Of course, we 
are partial to the logo! 

TRUCK OF THE QUARTER

CANTON SELF-STORAGE

On The Move | 7



Tell us about yourself!
I was born in Atlanta, GA but moved 
to Nashville when I was 5 years 
old. Since then, I’ve gone through 
all my schooling in Tennessee and 
graduated from Middle Tennessee 
State University in 2015. During my 
college days I worked at a butcher 
shop helping the owners with 
customer service, butchery, and grill 
sales. It was an old-school style shop 
that focused heavily on the customer, 
and I credit that place to developing 
my passion for sales. 

What is your position at 
OTM?
Account Executive. I work with 
self-storage facilities, realtors, 
and apartment communities with 
our custom truck rental program. 
I’m a new remote position for the 
company, so I also have to coordinate 
with the team throughout the day.

When and how did you 
start working at OTM?
I’ve been with On The Move since 
April of this year. For me, I started 
in the transportation industry out of 
college, and when I heard they were 
looking for new sales team members 
I jumped on the opportunity. 

Favorite thing about 
working at OTM?
The family atmosphere. This company 
has felt like a second home to me, 
and everyone at On The Move has 
been welcoming and willing to teach. 

JUSTIN HAGG

Employee Spotlight
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I’m happiest when…
I’m on an adventure. Whether 
it’s going to a new restaurant, 
traveling to a new city, or flying to 
a new country. I have my sights set 
on traveling to Europe again next 
summer.

What are your hobbies?
I love to rock climb and spend time 
with my friends on the weekends. 
If I’m at home then I’m probably 
listening to music or watching horror 
movies on Netflix/Hulu. I’m also a big 
soccer fan, and enjoy watching the 
German league. Go Bayern!

What’s your favorite 
OTM story? 
My first major tradeshow was the SSA 
show in Vegas earlier this year. One 
of the nights we went to Del Frisco’s 
Double Eagle Steakhouse, and at that 
restaurant they have a James Bond 
Wine Table that opens up and plays 
themed music. Each one is hand 
etched with a different Bond movie 
and is seriously one of the coolest 
displays I’ve ever seen. That story has 
stuck with me!

OTM goals?
To develop my sales career and have 
some fun while doing it.
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Is your open house not getting the 
attention it deserves? Are you looking for 
a new fresh appeal to your open house 
marketing efforts? Then this is the article 
for you! Marketing an open house does 
not have to be boring, there are ways to 
set yourself apart from the competition. 
In this I article would like to give you 
some fresh ideas to help you drive traffic 
and make your next open house sell!

TIMING IS EVERYTHING
First, knowing the right time to put your 
listing on the market can be challenging. 
However, some agents have discovered 
a useful strategy to help establish a 
crowd at their open house. They have 

found that having a crowd stirs a sense 
of urgency among potential buyers. 
Kassie Lock, a Houston based real-estate 
agent, finds it useful to make the listing 
active on a Thursday, halt all showings on 
Thursday and Friday, then host your open 
house on Saturday. “This strategy has 
proven effective time and again as we’ve 
sold homes in 15 minutes, five hours, and 
one day in communities with an average 
of 80 days on market.”  

DRIVE WITH DIGITAL MARKETING
Marketing an open house does not 
have to be an “in-person” feat. Getting 
the word out about your open house 
should be a top priority, and using social 

media and email can help you achieve 
this. If you are a realtor who has a larger 
following on social media platforms 
like Facebook or Instagram, running a 
live stream is right up your alley. A live 
stream allows you to give potential 
buyers who can’t physically make it to 
your open house a chance to see it from 
a virtual first-person view in real time. 
They are also great because buyers can 
ask questions during the stream. Perhaps 
someone wants to see how big the 
closet is in the master bedroom. With a 
live stream you can show them exactly 
what they want to see! If you do not 
have a large following on social media, 
email can also be an effective medium 
to send information about your open 
house. Creating a pre-recorded video and 
directly embedding it into emails to send 
out prior to the open house is a great 
tactic to use. Your video should create an 
inviting way to presell your prospects on 
the best attributes of the house.

VIRTUALLY STAGE EVERY ROOM
Lastly, virtually staging a room has 
become easy. There are many apps that 
allow you to stage a home without going 
through the hassle of actually hiring an 
interior designer. What is great about 
virtual staging apps is you can stage the 
house in a variety of décor styles. If a 
homebuyer visualizes the home in a style 
that is more in line with what they are 
looking for, they will be more inclined to 
engage. After the open house, email the 
images that resonated most with your 
potential client. This will help them make 
the decision to buy. Even if you offer 
digital staging options, you can also print 
out floor plans with measurements of 
each room. 

BY LOGAN DOLLANDER,  MARKETING SPECIALIST

MARKETING AN
OPEN HOUSE
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BY CALLIE  NEWMAN, MARKETING MANAGER

HOW TO START
THE NEW YEAR OFF RIGHT

It’s a new year, new decade, and a 
fabulous return to the roaring twenties! 
Most importantly, it’s a time for all of 
us to reflect on the previous year and 
decide how to improve in the new year. 
Here are some metrics to consider when 
making your plans for 2020. 

Measure and Map Your Marketing 
What marketing initiatives did you 
implement in 2019? Were you tracking 
those efforts consistently? Do you know 
what worked and what didn’t? The new 
year often brings more customers as 
people purge their homes to make room 
for the gifts they received or just to clear 
their space for the new year! But the 
increased clutter around holiday sales 
promotions can make your marketing 
blend into the background. What are you 
doing that’s unique? 

For real estate professionals, Spring 
and Summer are often the most 
popular months to move. Map out your 
marketing efforts for the year based on 
known customer data and patterns and 
set realistic goals. Don’t forget to involve 
your team so it’s all hands on deck! 

Study Your Sales
How did you perform in 2019? Did your 
sales grow, drop, or stay stagnant? It’s 
important to carefully measure your 
year-over-year ratios and figure out what 
caused these patterns. Consider raising 
your prices, giving your facility a facelift, 
or checking in with the competition to 
make sure you’re still relevant. 

Review the Reviews

What did customers have to say about 
you this year? This is the most educated 
consumer generation in history because 
most people check for reviews before 

investing in a service. People don’t want 
to waste their time and money, so it’s 
more important than ever to have a 
positive online presence. Read through 
your reviews and customer feedback and 
see if there are any common complaints 
that can be addressed. Don’t forget to 
also check for something well-liked by all 
that you can continue to impress people 
with what you do best!

Evaluate Employees 

Are your employees happy? Are they 
continuing to embody your mission 
and values? Do they feel appreciated 
and fulfilled? It is every employers 
responsibility to make sure their people 
are thriving so that your brand is strong 
throughout your entire organization. 
Whether you have one employee or 
a thousand, one negative customer 
interaction can sour someone’s opinion 
of your company forever. Put in some 
time to listen to your employees about 
what you could be doing to improve your 
business and their professional lives. 

Gather Your Growth 
Did you grow this year? If not, why? 
If you’re not growing, something is 
wrong. If you’re in storage, maybe your 
turnover is too low. Consider raising rent, 
implementing our Tenant Protection 
Program, and/or improving your facility’s 
appearance. If you’re in real estate, 
maybe your advertising efforts are 
misplaced, you’re not engaging with the 
community enough, or aren’t getting the 
right listings. This is the time to reflect on 
all the twists and turns 2019 threw at you 
and decide how you can conquer 2020!
If you have any questions on how to 
improve your business in 2020, please 
give us a call at 800-645-9949!
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BY CALLIE  NEWMAN, MARKETING MANAGER

GHT

On The Move is a one-stop shop for your trucking needs. We’ll get you the 

truck, wrap it in custom graphics, and take care of the insurance – all in-house. 

You just concentrate on your business and customers, we’ll do the rest.

866-757-3419  I  onthemovetrucks.com C o m p l e t e  R e n t a l  T r u c k  P r o g r a m

NONE OF THE  

HASSLE.

ALL THE BENEFITS 

OF OWNING A TRUCK.



On The Move Rental Agreement Forms 

and Truck Claims

One of the benefits to insuring your 
truck with On the Move is that our 
policy is built to allow you to rent your 
truck(s) to your customers without fear 
of exclusion at an incredibly competitive 
rate. On The Move takes that benefit 
one step further by providing you with 
access to compliant rental agreement 
forms that have been designed for your 
specific situation with insurance and 
state regulations in mind. These rental 
agreement forms are available for 
purchase online or by phone order, but 
did you know that they are also available 

for FREE to current insurance customers 
using our Action! 2.0 software? It doesn’t 
get any easier than that!

Why are these rental agreement forms 

so important?

Not only are they a clean and 
professional-loo king document that 
represents your business – our rental 
agreements are built to protect you 
as well. The forms were designed and 
meticulously reviewed in order to ensure 
that they include all information that 
would be necessary in the event that 
a renter damages your truck. Items 
such as insurance, driver’s license, and 

contact information can be instrumental 
in ensuring that we can recover for 
damages that your renter is responsible 
for and continue to keep our rates down!

Can I use my own rental agreement 

forms?

Using rental agreement forms that 
haven’t been approved to be used with 
our program is not permitted and puts 
you at additional risk. Our forms have 
been deeply vetted to ensure compliance 
and can be purchased or printed through 
Action 2.0! for free. Any deviation from 
using OTM truck rental agreements must 
be pre-approved by OTM and our carrier 
or claims may be denied. 

THE IMPORTANCE OF
TRUCK RENTAL AGREEMENTS

BY LEXIE  ROSE,  STAFF ACCOUNTANT
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What are you responsible for as a 

licensee?

All OTM Licensees have a $2,500 
deductible for total theft and $1,000 
deductible for other covered claims. In 
addition to the deductible, your main 
responsibility is to obtain the appropriate 
information and provide the completed 
paperwork! When damage unfortunately 
occurs, you will contact our claims 
administrator, Fleet Response, to file 
a claim and they will request a signed 
rental agreement and your renter’s 
information be provided to them. Once 
you’ve provided the documentation 
they need, they will handle the recovery 
and you will only need to worry about 
getting your truck back out there to work 
for you. If Fleet Response doesn’t have 
complete information it can result in 
delays processing your claim.

What are your renters responsible for?

The rental agreement outlines exactly 
what your renter will be responsible 
for in the event of an accident and 
anything that his/her insurance does 
not cover will be the responsibility of 
the renter directly. This includes 100% 
of damages due to insufficient height/
weight clearances and the first $2,500 
of any other loss or damage. You may 
choose to let your renter “buy down” 
their deductible for an additional fee 
using the Comprehensive/Collision 
Damage Waiver section. This means that 
you would charge an additional daily 
rate in order for the renter to have a 
lower out of pocket cost in the event of 
an accident. This waiver will not apply to 
damages caused by theft, fire, vandalism, 
or damage resulting from intentional/
criminal acts.

What else do I need to know?

The On The Move community 
is incredibly proud to have only 
experienced one rate increase in over 20 
years and it is up to us to work together 
to keep the rates down! Here are a few 
tips to take into consideration when 
renting out your truck so that we can all 
benefit from the continued low costs:

• Along with the completed rental 
agreement, keep copies of your 
renter’s driver’s license and insurance 
card on file. Most renters will be able 
to email you a copy of their insurance 
if they don’t have a hard copy!

• Ensure you are getting the driver’s 
license and insurance card for EACH 
PERSON looking to drive the truck 
– this could be the renter’s spouse, 
parent’s, friends, etc. Who you allow 
to drive is up to you so long as you 
obtain the correct information – 
attach a plain sheet of paper with the 
additional driver’s information in the 
event you run out of space.
• OTM does not recommend using the 
Collision/Comprehensive Deductible 
Waiver to reduce a renter’s deductible 
below your deductible of $1,000. If 
you choose to allow an amount lower 
than $1,000 you must understand 
that you are still responsible for the 
first $1,000 of damages and will incur 
that cost when it is time to repair the 
truck.

• If you take credit card deposits at 
the onset of a rental, you may decide 
to charge a renter that brings your 
truck back with damage your $1,000 
deductible up front to offset your 
out of pocket costs. This is not a 
requirement but is acceptable so long 
as documentation is provided to Fleet 
Response when filing the claim to 
avoid confusion.

• Before filing a claim with Fleet 
Response, attempt to file a claim 
through your renters insurance 
or have them pay for the damage 
directly. This can help reduce 
processing fees and your out-of-
pocket expenses. There is no need to 
worry if that is not an option as Fleet 
Response is still ready to handle your 
claim!

• Our most common claims are due 
to avoidable actions! On the Move 
provides you with stickers to denote 
clearance and other best practices – 
make sure they are posted in a highly 
visible location and your renters are 
well educated so that you won’t have 
to deal with damage that could’ve 
been avoided.

Last, but CERTAINLY not least!
Our recommended best practice is that 
you make a checklist of paperwork you 
will need and topics you want to discuss 
with your renter and have it ready in 
an Action Jacket or folder to help stay 
organized and reduce confusion. This 
will come with the added benefit of a 
professional appearance! The below 
items are a good start:

1. Action Jacket (Available for 
purchase from OTM)
2. Safety Qualification Form
3. Rental Agreement
4. Copy of the renters Driver’s License
5. Copy of the renters Insurance Card
6. Go over what to do in the event 
Roadside Assistance is needed
7. Advise of truck height clearance 
and width restrictions
8. Advise of other restrictions such 
as smoking, mobile devices, and 
unrestrained pets

S
BY LEXIE  ROSE,  STAFF ACCOUNTANT
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With the new year comes biting 
temperatures, more tenants moving in to 
make room for the gifts they received this 
season, and of course, resolutions. As 
you set your goals for 2020 and continue 
building your business, consider these 
insurance resolutions as well.

CALL YOUR AGENT
Maybe your resolution last year was to 
renovate your lobby, or perhaps you 
finally replaced those old storage doors. 
Either of these updates may affect how 
much your facility is worth, so check-
in with your agent to see if you should 
increase your coverages. Higher security, 
a moving truck, new technology — all 
great additions to make, but additional 
liability might come with the territory. 
Again, your agent can help you determine 
what warrants more coverage. They want 
to make sure you have the right coverage 
in place to give you peace of mind.

BE AWARE OF WHAT’S COVERED
2019 had no shortage of crazy weather or 
natural disasters. From hurricanes to wild 
fires, businesses across the nation were 
hoping they invested in the right kind 
of insurance. Do you know your policy 
well enough to feel peace of mind in 
midst of a disaster? Be sure you have the 
coverages you need so you can protect 
your vulnerabilities. 

WHEN IS IT TIME TO RENEW?

Renewing is easy through On The Move 
Insurance Agency, but it’s worth keeping 
track of when it will be time to renew. 
Getting busy during the year is inevitable 
and you don’t want to be caught off 
guard! Revisit your policy information 
and mark your calendar for renewal time. 

KEEP RECORDS
Did you upgrade your facility this year? 
Make sure you have pictures in case your 
property is damaged. If your property 
was or will be serviced, keep records and 
receipts so you can easily pull the file if 
need be. If there has been an accident or 
injury on your property, collect as much 
information as you can so you know how 
to move forward. 

EDUCATE YOUR TENANTS 
Tenants want peace of mind, so make 
sure they know what coverages extend 

to them. Every smart facility owner offers 
tenant protection, so let your tenants 
know they’re in good hands!  Take the 
time to teach people to take an inventory 
of what they moved in, take pictures, 
and have items appraised if needed. The 
more information they have, the easier 
the claims process will be. 

Questions on how else you can prepare 
for 2020? Call us at 800-645-9949!

BY CALLIE  NEWMAN, MARKETING MANAGER

INSURANCE CHECKLIST
FOR THE NEW YEAR
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BY CALLIE  NEWMAN, MARKETING MANAGER

HOW TO KEEP SUMMER TRAFFIC AT
YOUR FOOD TRUCK ALL YEAR LONG

Sunshine, vacation, easy living – summer 
is the perfect recipe for food truck 
success. Does that mean you have to 
shut down when the colder months blow 
through? Of course not! We hear a lot of 
our northern customers say they close 
up shop for the biting, snowy months. If 
you’re among those food truck operators, 
you’re missing out on a lot of revenue! 
There are a lot of ways to keep those 
summer patrons coming back well into 
winter.

Mobile ordering 
People want to spend as little time 
outside as possible, so make ordering 
easy! On The Move Custom Food Trucks 
are compatible with mobile ordering, 
allowing your customer to just pick up 
their food and head back inside.  

Get a runner 
Go a step further with mobile ordering 
and hire a runner. If you park near a 
business or a popular neighborhood, 
people could order online and have their 
food delivered to them by the runner. 
Even if the runner only goes as far as the 
lobby of an office building, people will 
appreciate not having to go outside. 

Partner with a delivery service
Door Dash, Uber Eats, Postmates – there 
are tons of food delivery services out 
there to partner with. These services 
allow businesses to offer their food for 
delivery without having to invest in their 
own delivery person. It’s win-win! 

Park near office buildings 
If you’re not doing this, you’re losing 
money. Call some local businesses in your 
area and ask if you can park in their lot 
and offer food to their employees. Even 

better, a lot of On The Move customers 
have made deals with business owners 
that pay for lunch for their employees 
as an office treat. That way you’re 
guaranteed a fixed rate, can park for an 
hour or two, and then move on. 

Even if you don’t have a deal with offices, 
parking near them can drive people to 
your food truck so they can hurry back 
inside. 

Cash in on holiday parties and weddings 
Colder weather means winter weddings 
and lots of holiday parties. Lots of 
consumers are opting to hire food 
trucks instead of paying for catering. 
Start calling around and get booked for 
months to come!

Change your menu 
Offer some warm treats like coffee or hot 
cocoa to pull your cold customers to you. 
Pick one day out of the week to offer free 

coffee and promote it on social media – 
people will buy food to go with their free, 
warm treat! 

Get some heaters 
A simple solution to an old problem. 
Putting heaters around your food truck 
will get the attention of passersby and 
make your customers more comfortable. 

Go where people are already outside 
Festivals and tourist areas will have 
people outside and looking for something 
to warm them up – that’s where you 
come in! Capitalizing on an event or 
popular spot in town will pay off in a big 
way for food truck operators willing to 
brave the cold.  

Don’t let a drop in temperature deprive 
the world of your delicious food! You’re 
losing profit, being forgotten by the 
consumer, and not using your most 
valuable tool – your truck!
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BY LOGAN DOLLANDER,  MARKETING SPECIALIST

STAYING CONNECTED:
HOW EMAIL MARKETING HAS CHANGED THE GAME

Today the use of print media such as 
flyers, postcards, newspaper ads, and 
more are becoming less popular among 
business owners. Although print ads do 
have their place and can be an effective 
marketing strategy, email marketing is now 
becoming the norm. In this article I would 
like to discuss 4 benefits of marketing via 
email and how it can create an improved 
business to consumer relationship. 

Email Marketing is Concentrated
Email marketing solves all of the 
problems associated with non-targeted 
marketing. Before it was common for ads 
to be shown either on television or in the 
newspaper with no control of knowing 
who will see it. With email marketing, 
you now have the capacity to target 
exactly who sees an email by segregating 
your contacts based on their lead status. 

Concentrating emails ensures that your 
audience will receive information that is 
relevant to his/her needs. It is simple to 
customize your message for each client, 
resulting in a higher conversion rate.

Email Marketing is Shareable  
Email marketing is a form of marketing 
that is the easiest to share. With the click 
of the “forward” button, subscribers can 
easily share your deals, specials, and 
information with their friends. Clients 
who share your emails are helping to raise 
your brand awareness. Therefore, giving 
your brand more exposure and credibility 
in the market. This is all accomplished 
through a simple share, so when using 
email marketing it is crucial to advertise 
the sharing capability of emails.

Email Marketing is 
Quantitative 
Many marketing 
channels present 
inaccurate and 
estimated results. 
This makes measuring 
the success of any 
campaign difficult. 
Email marketing, on 
the other hand, uses 
precise and accurate 
analytics, including 
delivery rates, open 
rates, click rates, and 
subscriber retention. 
What makes these 
analytics unique to 
email marketing is 
that these are not 
just simply numbers, 
but insights about 
your customers 
behaviors. Use email 

marketing as a tool to understand which 
information your customers are the most 
responsive to. After learning what your 
customers are responsive to, you can 
then develop a new marketing strategy/
campaign specifically targeting  these 
customers with reactive information. 
Generating more successful campaigns 
and topics of interest.

Email Marketing is Cost Effective
Possibly the most appealing advantage 
of email marketing is the low cost and 
return on investment. There are no 
print costs, postage fees, or advertising 
rates. Email marketing is one of the most 
affordable mediums of marketing. The 
Direct Marketing Association states that 
email marketing brings in $40 for every 
$1 spent, outperforming many other 
forms of marketing.
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 GAME
ACTION!
Account Tracking & Insurance Online

Innovative Technology For All Your Vehicle Renting Needs:
Tracking, Claims, Accounting And Much More

800.645.9949
www.onthemovetrucks.com  |  28825 IH-10 West  |  Boerne, TX 78006

New & Improved
• Streamlined account creation for quick sign up
• Licensee login with admin capabilities for each location
• Ability to easily switch modes between licensee and location levels
• Clickable calendar based reservations
• Real time calendar updates for reservations
• Easy-to-use pick-up and return processes
• New online vehicle damage history
• Printable PDF rental agreements

SIGN UP TODAY!
at www.otmrentals.com

Version

2.0





For truck claims (Fleet Response) ............ 800-338-0619

SecureLease claims .................................. 212-269-8220

Windshield/Glass Repair ......................... 830-428-0785

On The Move Roadside Assistance .......... 888-242-9044

Order supplies ......................................... 800-645-9949

Request cert/ID card ............................... 830-428-0785

ACTION!2.0 ...................830-428-0778 or 830-428-0779

Submit address change

Email info@onthemovetrucks.com

Important Websites:

www.onthemovetrucks.com

www.onthemovevehicles.com

www.onthemoveinsurance.com

www.onthemovefoodtrucks.com

RESOURCE GUIDE
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