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HEADLINES

TERRY R. HEAD
IAM President

Leadership: Is It Learnable?

Over the years on numerous speaking occasions and in articles I have written for this 
magazine and others I have often addressed the concept of leadership. Are people 

born to lead? What makes a good leader? How do you get your people to follow you? 
What happens when leaders fail to lead?
 This issue of The Portal focuses on professional development and careers. Editor 
Joyce Dexter refers in her overview (page 11) to the Knowledge Lab we conducted during 
the IAM Annual Meeting in San Diego this past October. I had the honor of opening the 
session and shared some pretty sobering statistics from the Society of Human Resource 
Management (SHRM) relating to leadership. Perhaps most telling was that only one in 10 
people have the combination of attributes that make a great manager or executive. 
 So that poses a question: Can the other nine people learn to become good or better 
managers and leaders and thus boost their careers? I personally believe they can, but it’s 
not easy and takes a lot of work. More important, you can’t do it on your own. 
 The Knowledge Lab featured a panel discussion narrated by IAM’s Director of 
Programs, Brian Limperopulos. The distinguished panelists were drawn from a variety of 
our membership demographics and I would encourage you to read the summations of their 
individual remarks in the overview. But I think Brian summoned it up pretty well when he 
observed that the common theme was “the value of human interaction.”
 I recently read an article in the Harvard Business Review that unveiled the results of 
a 10-year study on leadership traits aimed at determining what separates the “best of the 
best” and why the failure rate of executives is so high. The study looked at a variety of 
performance factors, but through the analysis boiled them down to only four recurring 
patterns or traits that led the top performing executives to achieve the greatest success for 
them and their organizations.
  First, the higher achieving managers and executives invest considerable time in learn-
ing about the entire organization and how all the pieces fit together. I have often noted 
working in this industry that someone who spent the bulk of their career in sales and 
marketing tends to focus on that part of the business once they ascend to the C-level of an 
organization. That’s what they know, but they would be better served by spending time 
learning about and interacting with the people responsible for operations and finance. I 
learned a long time ago to think of a business as a three-legged stool: If one leg is shorter 
or wobbly—or worse, broken or missing—that stool is not going to properly support you. 
It will fall over—with you on it!
 Second, great leaders are good decisionmakers, but they don’t try to do it on their 
own or in a vacuum. Great leaders declare the goals and objectives, then openly solicit 
and engage others’ ideas, analyze data for insights, weigh the alternatives, then make and 
own the final call, communicating the decision clearly to everyone involved or potentially 
affected.
 Third, leaders consistently invest time and energy in learning about and knowing their 
industry. I would add my own recommendation that you not just focus on the workings 
of the moving and forwarding industries. Spend time and engage with others in parallel 
industries like relocation, mobility, logistics and other forms of transportation like airlines 
and railroads. You will gain wider insights in economies, geopolitical events, new tech-
nologies and customer trends. Remain curious, read, talk to people!
 Finally—and this brings us full circle—top performing managers and executives form 
deep trusting relationships. Great leaders invest time in making and maintaining meaning-
ful connections with their superiors, peers, direct reports and other stakeholders in and 
outside their industries. The Review’s article stresses that this is accomplished only if you 
willingly invest in your own emotional and social intelligence and actively seek feedback 
on how others perceive you.
 The HBR article assures us that all four of these attributes are learnable, and I believe 
that to be true. But where do you start? I suggest you consider where in your current role 
you have the opportunity to make the biggest impact or improvement;, and which of the 
four dimensions outlined above might be holding you and your career back. 



By land, air or sea, the DeWitt Companies

The Hawaii, Alaska and Guam Moving Experts
CALL US TODAY FOR WAREHOUSE-TO-DOOR RATES

APPROVED
FREIGHT

APPROVEDFORWARDERS.COM

TOLL-FREE 

800.533.4826  

ROYAL ALASKAN 
MOVERS

ROYALALAKSANMOVERS.COM

TOLL-FREE 

877-618-4756

DEWITT MOVE 
WORLDWIDE

DEWITTMOVE.COM

TOLL-FREE 

877-857-9870

DEWITT
GUAM

DEWITTGUAM.COM

TOLL-FREE 

888-777-4826  

ROYAL HAWAIIAN 
MOVERS

ROYALHAWAIIANMOVERS.COM

TOLL-FREE 

888-717-6925

AFFORDABLE
Our rates are competitive, 

and our outstanding service  
is unmatched.

EASY
Our experienced staff and  

personalized service makes moving 
shipments simple and easy.

SAFE
Your shipments are kept  

safe and secure no matter  
how far they’re going.

MAKE IT EASY

http://www.approvedforwarders.com/
http://www.dewittmove.com/
http://www.royalhawaiianmovers.com/
http://www.royalalaskanmovers.com/
http://www.dewittguam.com/


J.R. NAVARRO & ASSOCIATES INC.
PGI-001

Pac Global Insurance
8.5 x 11” 4c

PGI-001 - Pac Global Insurance ad:Layout 1 12/27/12  12:16 PM  Page 1

https://www.pacglobalins.com/


IAM: Moving Forward Together January/February 2016 •  THE PORTAL     11

PORTAL FOCUS: PROFESSIONAL DEVELOPMENT & CAREERS

J.R. NAVARRO & ASSOCIATES INC.
PGI-001

Pac Global Insurance
8.5 x 11” 4c

PGI-001 - Pac Global Insurance ad:Layout 1 12/27/12  12:16 PM  Page 1

Contributors to This Issue

Aakanksha Bhargava, PMR India 
  (www.pmrelocations.com)
Frederic Delahaye, Delahaye Moving  
  (www.fd-platinum.com)
Kimberly L. Drangstveit, Mitchell Moving & Storage 
  (www.mitchellmoving.com)
Brian Goldstein, Asiatic Trans-Pacific 
  (www.pashagroup.com)
Alexandra Prilipko, IMS—InterNational Moving Services 
  (www.movers.ru; in IAM-YP section, page 33)
Ramiro Quiros, Moveware (www.moveconnect.com)
Barbara Savelli, Gosselin Group 
  (www.gosselingroup.eu; in CMMB Outlook section, 
  page 29)
Samir Shah, Earth Relocation (www.earthrelocation.com) 

Marching to Your Own Drummer: 
Choosing the Career Path That Is Right for You

By Joyce Dexter, Editor, The Portal

For many young people on the cusp of adulthood, leaving 
school and entering the world of work can be daunting. It’s 

a universal dilemma: Will I succeed and thrive? Will my studies 
usher me into a life’s work that is fulfilling and rewarding? Or 
did the path I have chosen look much better on paper than it 
does in reality? Having invested your time and money on an 
education intended to serve as a foundation for an enjoyable 
and prosperous career, you come to realize that you are destined 
to spend most of your waking hours in pursuit of activities that 
either nourish your soul or sap your strength and ambitions.
  In the moving business, newcomers are often drawn to the 
seasonal work that provides a nest egg for college and consider it 
a temporary thing, a means of getting from Point A (demanding 
physical labor) to Point B (a stable future). But once they get a 
taste of what the industry is all about, they’re hooked—moving 
becomes their new career.
  Even when that happens, however, Point B—that career in 
the moving business—presents an array of options: Operations, 
sales, management, military relations, staying in place, traveling 
the world, developing infrastructure, and so many more. 
Choosing the fork in the road that is most attractive is a highly 
individual decision that can inform the rest of your life. It also 
can mean the difference between a workaholic existence or a 
satisfying blend of work and home life. Few people take on any 
job expecting to be on call 24/7 and deprived of time with family 
and other interests, but it happens. The alternative is to take a 
step back and assess the merits of single-minded devotion to the 
company.
 When we invited Portal readers to tell us about their own 
experiences, most of the respondents were younger professionals 
who have determined that a healthy work–life balance is 
essential for their enjoyment and fulfillment in their career. 
They’re perfectly happy with their limited role in a greater 
enterprise and don’t aspire to become an owner or CEO.
  Last October, at IAM’s 53rd Annual Meeting in San Diego, 
California, attendees were drawn to a Knowledge Lab on 
professional development, particularly as it relates to the moving 
and storage industry. In his opening remarks, IAM President 
Terry Head noted some surprising facts that appeared a couple 
of years ago in HR Magazine, published by the Society of 
Human Resource Management:
• One in 10 people have the combination of attributes that 

make a great manager or executive.
• Only 18 percent of current managers have the high level of 

talent required for their role.
• Another two in 10 working adults have some of the traits 

to become effective managers with the right coaching and 
development.

 “This really stuck with me,” said Head. “There are two 
important days in your life. One was the day you were born, and 

Knowledge Lab moderator Brian Limperopulos and panelists 
Angels Gallardo, Laura Ganon, Ben Scheiner, Jan Moore and Steve 
Lewis discussed professional development at IAM’s 53rd Annual 
Meeting in October.

the second is when you realize what you were born to do. I was 
born to do what I’m doing now. But it wasn’t something I went 
to school to learn, or something I could pick up a book and learn 
to do.” 
 For Head, that realization came from a harmonic 
convergence of his previous lifetime experiences and the people 
he’d met, been involved with and mentored by. “I was mentored 
by a variety of people, not necessarily all executives,” he said. 
“Some of the best things I learned were when I was working 
side by side with guys on the street when I was a mover and a 
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packer or in the warehouse. For me, my 
passions were a primary driver in my 
life. You need to know not only your 
passions but all those of the people you 
are working with or managing, the people 
you are hiring. Be aware of how you are 
impacting others on a daily basis, and 
how it affects your relationship.”
 He also advocated testing and 
knowing one’s limits. “Ask yourself: 
Where are my edges?” he advised. “It can 
be fun or scary, it can be exciting. What 
are my boundaries? What am I willing to 
do? Am I willing to do something for the 
sake of profit, or are my values going to 
keep me from doing that? Is it ethical? 
You should be asking yourself every day 
where your edges are, and building on 
those edges. And one of the ways you do 
that is to be mentored or mentor someone 
else.”
  Panel moderator Brian Limpero-
pulos, IAM’s director of programs, 
noted that when he began his career at 
Security International, “I was completely 
overwhelmed. Fortunately for me, they 
invested in my training and education by 

sending me to a FIDI Essentials in Mov-
ing course. When I had the opportunity 
to join IAM I jumped at it, and I have 
benefited from great mentors there, Terry 
Head and Chuck White. I feel there are 
people throughout this industry who have 
had the same experiences as me—com-
pletely overwhelmed but who, given the 
opportunity, could grow and flourish.”
 Similarly, panelist Steve Lewis, 
network relations manager at Voerman 
Group, discovered early in his industry 
career the challenges of dealing with 
colleagues and clients of diverse cultures 
and speaking many languages. “I learned 

by experience with our customers,” he 
recalled, “and it continues to be a voyage 
of discovery. I believe more mentoring, 
more training is needed to ensure that 
everyone you’re working with meets 
certain standards so we can serve our 
clients. You learn from everyone you 
come into contact with.”
 Lewis, who is a trainer with FIDI 
Academy, does a great deal of coaching 
and training in the surveying and 
estimating process. “Every time I go 
on a survey with someone else I learn 
something,” he said, “another way to say 
something or another approach. I have 
had lots of mentors. One was a CEO, 
an accountant by trade, who taught me 
how to read a P&L and how to read a 
balance sheet. If not for him I’d have 
been way behind the curve when it came 
to managing large organizations.”
 Sometimes, mentoring comes 
disguised as unfair expectations. When 
panelist Jan Moore (now retired) began 
her first industry job in 1970, “there was 
no structure, no book. We were moved 
from department to department. When 
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I worked under an industry veteran, Joe Drinko, he tossed me 
things to do and it made me feel angry. I felt like asking, ‘Why 
do you make me do this? This is what you should be doing.’ 
Later I realized he was mentoring me and preparing me to take 
over the running of Bekins—that’s why he was giving me tasks 
that were over my head. He would throw you in and let you sink 
or swim. He was the career-changer for me.”
 The reference to sink-or-swim training resonated with Laura 
Ganon, partner and CEO of Transportes Fink. “I had two 
mentors, and one was Thomas Klien at Finke,” she recalled. “He 
was giving me tasks outside my department and I thought, ‘He’s 
not very smart. He’s giving me things someone could do much 
better than I could.’ But really, he was preparing me for the big 
picture.”
 Throughout one’s life and career, it’s important to build 
and cultivate your network, advised Ben Scheiner, who founded 
Global Relocations Ltd. in 2006. “Someone once said that you 
meet people for a reason and you meet people for a season. You 
need to be smart enough to know who is worthwhile nurturing 
and maintain contact with them, and whom you should get rid of 
very quickly. I have found that there are some people who sort 
of meander in and out of your life, but if you manage to nurture 
and maintain contact with them, you never know where they 
will come up and find you in the future. They can offer you a 
stepping stone into the next part of your life, which can be really 
crucial.”
 Gaining confidence in one’s worth and abilities is essential 
for young professionals navigating their career path, said Angels 
Gallardo, international director of Inter S&R in the USA, 

and organizations like the IAM-YP group are a powerful tool. 
“Being involved in the YP group, ILN, Mentor Match—this 
can help YPs start meeting people. Sometimes you will meet 
someone who can tell you things, explain things, take your hand 
and guide you. Once you find someone open and willing to teach 
you, you must hold onto them and try to learn as much as you 
can. A good thing about the YPs is that we balance really well 
what is work and what is fun, and that gives you the confidence 
to be yourself. I’ve been involved in the Association for 17 years 
and the YPs have this energy and willingness to do things that 
you kind of lose with time.”
  Brian Limperopulos noted that the common theme in each 
panelist’s remarks was the “value of human interaction. IAM 
is trying to develop tools that will help you with that because 
it’s key to growth. You can’t just read what you want to learn in 
a book. Sometimes opportunity knocks. Was there a time that 
you can look back to in your career—a sliding doors moment, 
where you make the train or you don’t? Was there one particular 
opportunity where you look back and say it was a key moment, 
taking you to where you are today?”
  “For me there were probably many,” Steve Lewis replied. “I 
think some of my skills come from having been in the sporting 
world. Being captain of a sports team and managing teams gave 
me some good outside skills sets I then applied to my career and 
work as a FIDI Academy trainer. When you start going through 
the basics in explaining things, you start learning a lot about 
yourself as well or reaffirming things you didn’t know. It’s like 
trying to teach someone a foreign language: You have to learn 
your own grammar and syntax first. We’re a people business 

http://www.mcgimpseys.com
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and we need to invest in people who are going to stay. We need 
to create futures and career paths. Going through different 
functions and writing up training plans got me thinking about 
how much I didn’t know and needed to learn…and about how 
I would translate and transfer that information to other people. 
I looked at training that wasn’t industry-specific—leadership, 
management, customer service, sales—and customized it to 
relate to what we do every day in the industry. Because of the 
nature of the industry—people from different countries speaking 
different languages—the biggest problem is agents trying to 
communicate with each other.”
 As an industry newcomer in the 1970s, Moore did not have 
the advantages of a young professionals network or even very 
many female colleagues in what was an industry dominated by 
older men. “The IAM-YP is such a great tool for you,” she told 
the Knowledge Lab attendees. “You have people in your own 
age group who don’t dismiss you, whom you can talk to, ask 
for advice, and network with. The fact that companies have the 
confidence in the young employees to send you [to IAM annual 
meetings] says a lot about your maturity and knowledge.”
 Moore urged the group to become involved in a 
committee—an invaluable learning experience—and attend 
military panel sessions “even if you don’t do military. Moving 
is moving, mold is mold. Take advantage of your time at the 
annual meeting. There is so much to learn from everyone.”
 And the industry has a great deal to learn from young 
professionals. “A big challenge can be getting out of your 
comfort zone,” said Lewis. “You have to challenge yourself 
to think differently. We are a conservative industry and our 
customers are challenging us to be better, faster, cheaper.” 
And thinking outside traditional boxes is something younger 
people—often fearless, inquisitive and resourceful—excel at. 
 Indeed, it is the wise manager who understands the 
strengths Millennials bring to the workplace. Their sometimes 
frustrating (to their elders, at least) tendency to live their lives 
in a rapid-fire digital world—and work habits that may be alien 
to a traditional 9-to-5 Baby Boomer—have their definite upside. 
As Janet Seely notes in her examination of the relative merits 
of the generations’ respective styles (page 25), employers who 
can harness Millennial energy and savvy will tap into a power-
ful force—24 percent of the world’s population—of fully wired 
talent.

Kimberly Drangstveit, director, military services at Seattle-
based Mitchell Moving, is a typical example of a young 
professional who lucked into what she thought was a job and 
became a career. “I had just graduated from high school,” she 
says, “and I just needed a job. But now I see that if a company 
prospers and is healthy, I will be as well.
 “I am happy where I am,” she adds. “I have been in a higher 
position and I like where I am much better. I can focus on doing 
a great job for the company when called upon to help with 
management decisions but don’t have that responsibility all of 
the time. A title and money are not always better for you and the 
company. I’m satisfied with the job I am doing. I don’t need to 
move up the ladder to do my best for the company and myself.”
 Drangstveit is grateful to mentors for helping her crystallize 
her own needs and goals. “When I first started in this business I 
worked for Jackie Agner,” she recalls. “She is and has continued 
to be my mentor. She has helped me see when I am on the right 

path and when I am on the wrong one. It’s nice having someone 
in the industry who is able to help you learn and meet others 
who are able to increase your understanding and knowledge of 
the industry. This in turn helps you grow and be a better asset to 
your company.”

Like Drangstveit, Ramiro Quiros just needed a job. “In all 
honesty,” he says, “when I started in this industry it was more 
that I needed just a job than an actual career path. I needed 
to work, and an opportunity became available in the moving 
industry. There wasn’t any preplanning, no long-term goals. I 
only started thinking long-term around my first anniversary on 
the job and in the industry.”
  Today, Quiros is director for the Americas at Moveware 
Ltd in Toronto, Canada. He is mindful of John Lennon’s ob-
servation that “Life is what happens to you when you are busy 
making other plans,” but believes he now has “a much better 
understanding of what I like and what I don’t, what my strengths 
and weaknesses are and what I want to focus on. Slowly I have 

“A title and money are not always better 
for you and the company. I’m satisfied 
with the job I am doing. I don’t need to 
move up the ladder to do my best for the 
company and myself.”

—Kimberly Drangstveit

http://www.invictus-relo.com
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“Most of my superiors have at 
one point or another entrusted 
me with either projects or new 
responsibilities for which I was 
not fully qualified or experi-
enced enough.”

—Ramiro Quiros

been dedicating more time to those activities and better defining 
in the process what my business alter ego truly looks like.”
  Age and experience bring opportunities to apply that 
focus, whereas when he began his job “I had more of an ‘I’ll 
do anything’ approach. I always aspire for more responsibility,” 
says Quiros, “because I’m a person who gets easily bored with 
the mundane and if I don’t have new projects in motion I stop 
enjoying what I’m doing. My goals in a sense are therefore more 
of a muse—something to aspire to and look forward to, keeping 
me focused, entertained and energized.”
 He adds that most of his goals are thus “long-term and even 
unreachable, because if I did reach them, then what? To me, 
today’s to-do list, today’s responsibilities, are just a means to a 
goal.” At the same time, for Quiros, wanting more responsibili-
ties and growth does not necessarily equate to being constantly 
busy and working. “I try to keep a very good balance of my 
personal and work life,” he explains. “I do work hard, but I also 
relax hard and know when to stop. Being busy at work often is 
just not knowing how to prioritize or organize what needs to be 
done. It’s not something to be proud of and I don’t think it will 
get you any further up the ladder. Doing things efficiently, con-
sistently and with excellence—that will make the difference.”
  Like most well-rounded professionals, Quiros says, “I am 
extremely satisfied with where I am and currently am more 
than entertained with plenty of projects and plans. We are 
working through the growing pains of changing from a small-
size business to a mid-size, and that brings its own challenges 
and opportunities. I’m trying to better define my role and 
responsibilities and learn to delegate more. I can’t do it all and I 
do need to rely on my excellent colleagues.”

  No success comes in a vacuum, and Quiros has benefited 
from others who have shared their insights and experiences. 
Through them, he has had access “to a lot more knowledge 
than I could ever find in books or school, and also from having 
many opportunities to try new things and work in many different 
roles. I have been very lucky in that most of my superiors 
have at one point or another entrusted me with either projects 
or new responsibilities for which I was not fully qualified or 
experienced enough, but they decided it was a good time for me 
to learn. Having that vote of confidence has made me that much 
more confident in my own abilities.”
  Having been given these kinds of opportunities has 
movitated Quiros to help others hone their skills and creativity. 
“I constantly try to incentivize others to think outside the box, to 
bring any ideas they have forward, as crazy as they may sound. 
The worst one can get is a no, and there’s nothing lost in trying.” 
 He also encourages them to ask themselves, “Why am 
I doing what I’m doing?” If the only answer is money, says 
Quiros, “them it’s time to look for something else. We spend 
a quarter of our active lifetime at work, so it should be fun, 
enjoyable, and with purpose.”

When you own your own business, the company’s success and 
yours are intertwined. When Samir Shah and his wife, Falguni, 
launched Earth Relocation in 2011, they set both short-term 
and long-term goals. “Like any startup,” says Shah, “we did 
face many challenges, lack of resources and other roadblocks. 
But what kept us afloat were strong planning, determination and 
achievable short-term goals. In my opinion, some folks set goals 
that are too big and hard to achieve, and that makes one lose 
focus of the path to growth.

“Today, when everyone uses 
smart phones, there are no 
set working hours, making it 
very challenging to maintain a 
work–life balance.”

—Samir Shah

http://www.gts.com.lb
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 “One of our five-year goals was to reach our agents globally 
through moving conferences and strengthen our relationship 
with them. That provided great control over our clients’ moves 
and also gave us confidence that our friends at the other end 
would take special care of our clients and hold their hands 
till the end. We’ve attended the Young Movers Conference in 
Europe since 2012 and began attending the International Movers 
Convention in Asia in 2014. This also helped us develop our 
inbound business, which greatly contributed to our revenue. Our 
long-term goal is to get into full-service relocation and mobility 
services and grow into the corporate relocation market.
 “To have your own business is a great feeling,” Shah 
adds. “It brings a lot of freedom and excitement, but also a 
responsibility toward your employees and your clients. Most 
companies have business hours, but an owner must be there 
24/7. Today, when everyone uses smart phones, there are no set 
working hours, making it very challenging to maintain a work–
life balance. My wife, Falguni, has been an excellent source 
of strength and support and has always reminded me of my 
ambitions and goals. Even though she is from the IT industry, 
she has strong business sense and understands how important 
service delivery and commitment is. It’s because of her that I 
have been able to help the company grow so quickly. For me, 
Earth Relocation is my baby and my passion.”
 Shah’s father owns a freight forwarding and customs 
brokerage firm in India. “He was and is my mentor,” he says. 
“From my childhood until I graduated from college, I have 
always been guided by my dad. He educated and trained me 
thoroughly in the commercial cargo and logistics industry, and 

•Worldwide household goods
•Origin and destination service
•Relocation service
•Ocean- and air-freight
•Port agency/customs clearance
•General Commodities
•Warehousing and Trucking

We are looking forward 
to your requests!
Ulrike Winkelmann
International sales manager

INTERNATIONAL FORWARDING www.rosebrock.com

Wilhelm Rosebrock GmbH & Co. KG
P.O. Box 14 02 64, 28089 Bremen / Germany

phone +49  421  520 00-22
fax +49  421  520 00-9922

uwinkelmann@rosebrock.com

INTERNATIONAL FORWARDING

it is that knowledge that has helped me in training our logistics 
coordinators at Earth Relocation. Our company’s success is due 
to our investment in good people and training them.”

Time is a commodity especially prized by one who doesn’t have 
enough of it. Digital technology, which was supposed to free up 
more time for leisure and personal pursuits, wound up chaining 
us to our jobs around the clock. “In any service industry the 
work ethic has to be harder on all levels, as you have clients 
waiting for answers and wanting service 24/7,” says Frederic 

Delahaye of UK-based FD Platinum, “the clients being the 
physical assignee, the company, the relocation consultant and the 
forwarder—all with different needs.
  “Work–life balance in a business that never sleeps, with 
different time zones, different holidays, different weekend 
patterns, is pretty tough to achieve. Technology has made people 
impatient. Before, taking three to five days to reply to a telex 
was okay. Now, taking three to five minutes to respond to an 
e-mail is unacceptable.”
 Delahaye observes that pressures on employees and 
employers are greater than they used to be. “Add to that the 

“In any service industry the work 
ethic has to be harder on all levels, 
as you have clients waiting for an-
swers and wanting service 24/7.”

—Frederic Delahaye

http://www.rosebrock.com
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increase in labor costs, rules and regulations, health and safety 
rules, the need for increased reporting—I don’t think there is 
such a thing as a 35-hour work week.”

It pays to have an open mind about the direction your life may 
take you. Brian Goldstein, manager of Far East operations for 
The Pasha Group, did not consider a career in the industry 
when he took his first job with a moving company so he did not 
set goals for advancing. “When it became clearer that this was 
going to be a viable career for me,” he says, “I did set some 
loose goals; while those have been revised, I have moved in 
the general direction I had in mind. For me, the ultimate path 
depends on opportunity. I am happy with my current position 
and trajectory, which includes a great deal of responsibility as 
well as flexibility. Still, I think one always needs to be open to 
new things and I would take great pride in starting a success-
ful company of my own if the opportunity arose. I would not 
define my career as successful or not based on whether I started 
my own company. In fact, my current position has allowed me 
enough freedom to really take ownership of our company’s suc-
cess or failure, which is likewise fulfilling. The next step remains 
to be seen.”
 Goldstein, a former chair of the IAM-YP group, agrees with 
many of his generation that attention to both work and family 
life are equally important. “For me, balance is very important,” 
he says.
 “I have had many mentors along the way, and each has 
added to my knowledge by either giving me insight into their 
own experiences or by putting me in positions to learn my 
own lessons and continue to grow in my job. Likewise, I try to 
help nurture others who are pursuing a career in the industry. 
Bringing along individuals with an interest or talent for our 
industry cannot help but benefit the company.”

“I would not define my career 
as successful or not based on 
whether or not I started my own 
company.”

—Brian Goldstein

New and Improved: 
The Online Portal

Remember when your staff had to pass along their com-
pany copy of The Portal from one person to another? 

Now, everyone in the office can read past or current issues 
any time at all with the click of a mouse, on a computer, iPad 
or smartphone. It’s easy! Just go to the IAM website: www.
iamovers.org > Resources & Publications > The Portal 
Magazine and select the issue you want. 
 The online edition of every issue is searchable, book-
marked for easy navigation, and all ads are linked to the 
advertiser’s website.

http://www.boonma.com/
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For Entrepreneurs, Work Is Life and Life Is Work!

By Aakanksha Bhargava

Nowadays in developing countries like India, the new 
generation of employees are striving to achieve financial 

growth and success, neglecting crucial aspects of work–life 
balance. Many people aspire to greater levels of responsibility 
and thereby neglect the options of having flexibility and quality 
time with their families. Often, new entrepreneurs and the ones 
already established find it difficult to maintain work–life balance. 
India has seen a greater influx of women joining the workforce 
at major management roles who find themselves sparing less 
time for family life. Today, great importance is given to financial 
independence and work commitments in this ever-evolving 
corporate jungle. 
  The Persian poet Rumi once said, “Everyone has been 
made for some particular work, and the desire for that work 
has been put in every heart.” When I began my own journey I 
didn’t have a career plan with goals and timelines but I fell in 
love with the moving world. I found my passion in the idea of 
being able to transform the lives of others by offering stress-free 
end-to-end moving solutions. My father, Rajeev Bhargava, is a 
first-generation entrepreneur. In my formative years he always 
encouraged me to join the business and has been my biggest 
support, inspiration, mentor and friend. 
  Apart from him, I have been strongly influenced by 
Eric Lim, head of Asian Tigers Mobility. I have admired his 

 www.voxme.com

Max Kreynin, Managing Director
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application for iPad, iPhone 
& Android tablets & phones

Comprehensive solutions 
for fine arts logistics, 
interior design and 
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via our systems,  because we know 

how to make new technology  
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apps and  cool gadgets, but Voxme  

is much more than that“

leadership and advice, and he has groomed, mentored and 
guided me throughout. 
  The beginning was the most important step in my journey. 
Originally I didn’t set out with a plan, but with the support of 
dedicated employees and my family, PMR has expanded to 
14 offices today over a span of nine years. In spearheading 
the company during that time, my career path has changed in 
many ways. My task has only grown over the years—now I feel 
responsible toward my customers and my employees. I honestly 
don’t feel that I have a job in the traditional sense of the word, 
and the lines have blurred between work and leisure. Moving 
families is my biggest leisure and source of happiness. For me, 
jobs are things you do because you need money or some way to 
keep busy. You clock in and out, and maybe if you’re lucky you 
learn a thing or two along the way. I do not have that kind of job. 
As the CEO of PMR, I get to do what I love each and every day. 
Never once have I dreaded going into the office or working with 
my team.
  Being at a crucial top-management level, I strongly be-
lieve in supporting our employees in overall career growth and 
development. Not only do we focus on targeted work perfor-
mances, but we also encourage them to effectively follow a 
disciplined work–life balance. The person I am today owes a 
great deal to my mother, who instilled the values of work–life 

http://www.voxme.com
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balance and compassion. She is the reason I have always been 
able to multi-task, ever since I was a child managing, school, 
hobbies, leadership roles, friendship and now my employees, 
colleagues and business partners. Work in our industry demands 
constant hard work and attention; hence, as a company we offer 
telecommuting and flexi-time arrangements to our employees, 
giving them the time they need to effectively balance their work 
and personal lives. Apart from my company, the most important 
career decision I ever made was about whom to marry. Eventu-
ally, I wed my best friend, Sumit Bawa. It is wonderful to see 
how your family takes care of you. We really cannot do anything 
without a supportive family and a healthy personal life. It’s often 
been said, “Behind every successful man there is a woman,” but 
my version would be a bit different: “Behind every successful 
married woman are the in-laws and the husband who help to 
maintain healthy work–life balance.” 
  The best piece of career advice I get is arrives with every 
new year, in a note from my father. Over the years, one thing that 
has always remained constant: It is essential to remain honest in 
what you do every day, whether in your personal life or profes-
sional life, because the intent is key in anything one does. 

PORTUGAL
Lisbon • Porto • Algarve

We Make the difference!
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Coming Up in 
The Portal 

March/April
IAM Dynasties: A look at IAM member companies now 
with their third or later generation at the helm

May/June 
Heavy Lifting—Surviving and Thriving Amid the Ruins:
How movers are working through and around conflicts 
and in unstable areas of the world

July/August
Odd Jobs: A lighthearted look at the strangest, most 
unique assignments IAM members have handled. 

September/October
Annual Meeting issue

November/December
Recap of IAM’s 54th Annual Meeting 

Watch your inbox and Social Café for ePortals 
with guidelines for submitting articles for each of these 

upcoming issues. If you’re not an ePortal subscriber, e-mail 
membership@iamovers.org and ask to be added to the 

distribution list.
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SOLUTIONS THAT MOVE YOU FORWARD.

Sam Chen
Software Engineer

Brad Edwards
Plant General Manager

THE MOVE:  
3200 sq. ft. house in Dallas, TX to Chicago, 
IL

PRIORITIES:  
1. Finding the right house
2. 1971 Pontiac GTO
3. Grandmotherʼs china

SOLUTION:
  3 Moving and Storage Containers
  Full Pack and Unpack
  Enclosed Auto Transport

RESULTS:
  Stored for 60 days and found the perfect 
  home 
  Brad loves the new assignment!

THE MOVE:  
425 sq. ft. dorm in Cambridge, MA to 
Cupertino, CA

PRIORITIES:  
1. Pickup date
2. Transit time
3. X-Box One

SOLUTION:
  Expedited Trailer Service
  5 Day Transit Time
  Self Pack and Unpack

RESULTS:
  Out by graduation and working in 
  California on Monday 
  Sam found his dream job!    

65 Offices in the US and Canada    888-411-4282     FORWARDRELOCATION.COM

Domestic Moving  |  International Moving  |  Container  |  Van  |  LTL  |  Intermodal | Small 
Shipments | Expidited Shipments  |  Storage  |  Auto Shipping  |  3rd Party Services

http://www.forwardrelocation.com


Special offers  
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» FREE month of payroll processing
or ADP’s current promotion

» Preferred implementation pricing

» Discount on payroll processing
 costs

ADP Offers:

» Payroll and Tax filing

» Human Resources (HR)

» Workers’ Compensation

» ADP Payment Solutions

» Time and Attendance Solutions

» Retirement Services

» Employer Tax Credit assistance

......................

In the BusIness of Your success®

Build a stronger business with better  
payroll, compliance and HR solutions

As an association member, you deal with the same issues and challenges as any small business. 
ADP® offers a trusted, turnkey solution for all your payroll, compliance and HR needs which helps 
you focus less on administrative tasks and more on growing your business.

ADP’s solutions help you: 

• Manage cash flow with payment solutions like direct deposit and
paycards, and mobile solutions that give you the ability to run payroll
from anywhere, anytime

• Minimize compliance risk by staying on top of changing payroll tax and
labor regulations, you can manage multiple locations, states and local
taxes from one portal

• Reduce administrative burden and better manage your people with
time and attendance, hiring and human resources (HR) solutions, so
you can maximize staff productivity and re-focus your energy on
building your business

• Save money with preferred pricing on payroll, HR and tax services
based on your organization’s existing relationship with ADP

• Grow your business with access to valuable tools and resources from
the leading thinkers in payroll and HR solutions

• Gain access to industry experts who will support your business’s
payroll, compliance and HR needs 24/7/3652

1  Discounts and free payroll apply to new ADP clients with 1 to 49 employees that sign complete ADP sales order and to all features of standard payroll
processing invoiced on your regular processing cycle and do not include additional non-payroll services; excludes pass through costs, courier and other
delivery fees, including off cycle fees, hardware, or penalty and interest fees. Must be set-up for direct debit of fees (“DDF”).
2  24/7/365 Service is exclusively available for RUN Powered by ADP®

The ADP Logo, ADP, and In the Business of Your Success are registered trademarks of ADP, LLC.© 2015 ADP, LLC. 

With 60+ years as a payroll, compliance and HR leader, ADP has partnered 
with thousands of small businesses to better manage their cash, their 
people, their risk — and their time.

For more information on ADP’s solutions, contact me anytime:

Chelsea Bendert
301.296.7956
Chelsea.Bendert@adp.com

http://www.adp.com
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Millennials Ascendant

By Janet Seely

Move over, Baby Boomers and Gen Xers—it’s official: 
Millennials are now the largest generation alive. Of the 

7.4 billion people worldwide, roughly 1.8 billion—or about 24 
percent—are members of the generation that grew up in a world 
of the Internet, YouTube, smartphones and Twitter. And like 
generations before them, Millennials are making their mark on 
the workplace, the marketplace, culture and society. 
 Members of this diverse group are frequently described 
as entrepreneurial, idealistic, passionate and tech-savvy, with 
a desire to do good and to make a difference. They are already 
shaking up the workplace status quo, and companies are feeling 
the pressure to change or be left behind. By 2025 Millennials are 
projected to become fully 75 percent of the global workforce, 
and there is no looking back.
 For good reason, researchers are closely studying this 
generation and have found that Millennials—roughly those born 
between 1981 and 1997—are generally well-educated, more af-
fluent and likely to live longer than previous generations. If they 
are female or homosexual, in most countries they enjoy free-
doms not afforded previous generations. But their most talked-
about attribute is their connectedness: Millennials across the 
globe live life online, linked to family, friends, work, school and 
limitless information. They prefer rapid-fire texts or tweets to 
email and think in 147 characters. Much of their online activity 
is driven by and through social networking platforms. Using so-
cial sites, Millennials rate restaurants and clubs, make purchases, 
report crimes, donate to causes and “check in” to share where 

they go and what they do. Selfies are their currency: If it wasn’t 
posted, it didn’t happen. 
 This generation has already changed the way we live and 
work, from how we choose a restaurant or hail a cab to the rise 
in teleworking and the death of the cubicle farm. Digital so-
ciologist Julie M. Albright, author of the upcoming book The 
Untethered Generation, notes that “the immersion of Millennials 
in digital technologies has resulted in major behavioral, social 
and economic changes.” She cites new business models in what 
is called the sharing economy, where “companies like Uber and 
Airbnb disrupt long-standing businesses like hotel chains and 
taxis.” Her message to older businesses: React to the changing 
tastes, values and expectations of Millennial customers or face 
serious losses.
 As happens with agents of change, this disruptor genera-
tion has faced criticism even at the fingertips of its own mem-
bers. In 2015 a Pew Research Center poll of 3,147 adults in the 

United States revealed that 59 percent of Millennials describe 
the members of their generation as self-absorbed, 49 percent say 
they are wasteful and 43 percent describe them as greedy. When 
compared to older generations also sampled, Millennials were 
significantly more critical of their peer group. A study commis-
sioned by the Career Advisory Board indicated that “both Mil-
lennials and their managers agree on the strengths (e.g., digital 
comfort) and weaknesses (e.g., impatience with established 
processes) of the younger generation. “
 Perhaps these responses simply reflect the generation’s 
somewhat matter-of-fact outlook. Their world views were not 
painted in broad strokes of unlimited potential and attaining the 
dream but shaped by global terrorist attacks and global warming, 
financial meltdown, disappearing jobs, the rising cost of housing 
and the burden of student debt. A report recently published in 
The Economist noted that 85 percent of people ages 15 to 30 live 
in developing countries, where their prospects are uncertain in 
the areas of education, jobs, finding a mate and having children. 
“In autocracies, the young are even more disillusioned,” the 
report concludes. “In one study, only 10 percent of Chinese re-
spondents thought that young people’s career prospects depend-
ed more on hard work or ability than on family connections.” 
 Asserting that much of the Millennials’ talent is being 
wasted, the study found that “in most regions Millennials are at 
least twice as likely as their elders to be unemployed. Over 25 
percent of youngsters in middle-income nations and 15 percent 
in rich ones are NEETs: not in education, employment or train-
ing. The job market they are entering is more competitive than 
ever, and in many countries the rules are rigged to favour those 
who already have a job.”

Millennials’ facility with technology has 
already led companies to rethink policies 

such as flexible work hours and 
telecommuting, how meetings are held and 
the throwback concept of working in silos. 
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 Citing a study by Ronald Lee of the 
University of California, Berkeley, and 
Andrew Mason at the University of Ha-
waii of how much people earn and con-
sume at different ages in 23 countries, the 
report noted that within families, trans-
fers of wealth still flow almost entirely 
from older members to the young. When 
it comes to public spending, however, 
the reverse is true. “In rich countries, 
public spending favours pensions and 
health care for the old over education for 
the young.” In five of the 23 countries 
sampled by Lee and Mason (Germany, 
Austria, Japan, Slovenia and Hungary), 
the net flow of resources (public plus pri-
vate) now goes to the old. As populations 
age, the researchers posit, more countries 
will follow suit.
 The Millennials have the ability to 
influence the outcomes of these obstacles 
and others, but they must employ their 
most powerful weapon: the vote. While 

45.5 percent of young Americans cast a 
ballot in the 2008 presidential election, 
their numbers dropped to 41.2 percent 
in 2012. In the 2014 mid-term elections, 
only 23 percent of Americans aged 18–34 
voted, compared with 59 percent of those 
over age 65. Moreover, in Great Britain’s 
2015 general election 43 percent of those 
aged 18–24 voted compared with 78 per-
cent of those over 65. In both countries 
the party favored by older voters won the 
elections. As Aditi Shorewal, a digital 
media professional and former editor of a 
student paper at King’s College, London 
observed, “My generation has a huge 
interest in political causes but a lack of 
faith in political parties.” 
 It seems that Millennials also are 
suspicious of the way most companies 
are structured, as they prefer to work in 
an environment vastly different from 
those the Baby Boomers and Gen Xers 
inhabit. In fact, the change is one that 
will benefit all once the painful transition 
is over. Millennials’ facility with technol-
ogy has already led companies to rethink 
policies such as flexible work hours and 
telecommuting, how meetings are held 
and the throwback concept of working 
in silos. The potential looms large for 
innovation and technological advances, 
with employees who can work and excel 
outside the strictures of office location, 
core work hours or job titles to achieve 
company goals. 
 It will be incumbent on the com-
panies who hire Millennials to create a 
compatible environment that enables the 
comfortable integration of the talents and 
potential of younger workers with the 
institutional knowledge, experience and 
commitment of more senior staff. It is 

here that the mutual transfer of knowl-
edge must take place in order to propel 
the company to a successful future. 
 Mentorship can play a pivotal role 
in facilitating collaboration and shared 
learning. While mentoring is typically 
thought of as senior staff showing the 
younger workers the ropes, the concept 
of reverse mentoring—where a younger 
employee mentors a senior staff pro-
tégé—turns that notion on its head. Older 
workers may be reluctant to ask for help 
or may view mentoring as a complicated 
or time-consuming task added to an 
already busy workday. But at its essence 
mentoring is a simple concept: helping 
others learn something they don’t already 
know, typically in less time than it would 
take for them to learn it on their own. 
 When an organization can see 
through the eyes of their younger staff, 
and transfer the knowledge and commit-
ment of their senior staff, they open up a 
greater understanding of the possibilities 
for the future.

Editor’s note: IAM’s Mentor Match pro-
gram provides IAM members just such 
an opportunity. Mentors and protégés of 
any age can register on the Mentor Match 
website and search the member database 
to find a partner they can connect with 
online, by phone or in person. For more 
information about this program, visit 
www.IAMovers.org > Affiliated Groups 
> Mentor Match.
.
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CMMB OUTLOOK

Take Charge of Your Own Career, and Set a Path for Others

By Barbara Savelli, Director Corporate Accounts, Gosselin Mobility Italy

When I started my career in the moving industry 22 years 
ago, I didn’t set any goals or timeline for achieving them. 

All I can remember was that every day “learning by doing” 
was never enough for me, and I’m the kind of person who must 
constantly grow my knowledge and experience in order to feel 
satisfied. I’ve never been just money-driven; I also am motivated 
by passion for what I do.
  I was surprised when Marc Smet, the CEO of Gosselin 
Group, approached me to offer me a leadership position in such 
a big company. (Marc and I had become acquainted at IAM Core 
Membership meetings during the annual meetings, as both of us 
were IAM representatives for Europe.) I had spent years build-
ing on my experience and reputation while developing strong 
networks in the industry, so I knew I had the skills to tackle this 
new challenge. Nevertheless, I have to admit that I was initially 
also a bit nervous. For me it was indeed a big step, moving 
from an independent, medium-size Italian-owned company to 
a multinational group that adhered to a global strategy clearly 
delineated by the hierarchy at headquarters in Belgium.
 It was a great opportunity, and in September 2014 I opened 
the new Rome office for Gosselin Mobility, part of Gosselin 
Group, in Rome, Italy. Gosselin Group has always been well 
known as a Belgium company dealing mainly with military con-
tracts but in recent years our Corporate & Diplomatic Mobility 
Division has racked up some great achievements by working as 
a team among our 48 offices in 32 countries. I say “we” to stress 
the fact that I truly feel part of “Gosselin-ville” (as employees af-
fectionately refer to the company) and am focused on its mission 
and vision. 
  Within just a few months I found myself navigating easily 
in my new environment, thanks in large part to guidance from 
management at headquarters and clear and fluid communications 
at all levels of the company. In fact, the mechanics of my new 
role—namely the number of hours I worked and my responsibil-
ities—were much the same as in my previous position. However, 
adding a leadership dimension has meant some changes, at least 
from a psychological perspective.
  Being a director means that you need to motivate other peo-
ple: your team. A manager no longer works under the concept of 
making an individual contribution to the company; instead, one 
becomes responsible for other people’s work. My success now 
depends on how well my team works with me. A good manager 
is judged not only on targets achieved but also on the unique 
rhythm of the employees he or she supervises. All too often, 
good people leave companies because of bad managers and not 
because of dissatisfaction with the company itself.
  I have benefited from good mentors in the past (the won-
derful Jackie Agner comes to mind), and I continue to learn 
from great leaders in our industry whom I have had the good 
fortune to know. In keeping with their generosity in sharing their 
wisdom, I would like to offer some advice to young profession-
als who, like me, someday may be offered a leadership position. 

Don’t be afraid—it is normal and we all go through a learning 
process. Humans inevitably make mistakes, but we all learn 
from them and by sharing our experiences, we can enable others 
to avoid them. My aim is not just to do well at Gosselin Mobil-
ity but to inspire other young colleagues so that with time and 
dedication they can climb higher in their career. A few tips from 
one who has learned firsthand:
• Get enough sleep and allow time for your family. Don’t 

allow your job to destroy your personal life. No one—not 
you, and certainly not your company—will benefit having 
someone whose mind is elsewhere and not focused at work.

• Mens sana in corpore sano is a Latin phrase meaning 
“a sound mind in a sound body” or “a healthy mind in a 
healthy body.” Take some time to nurture and strengthen 
your body, even if it means just walking outside.

• Organize your work, and set priorities and deadlines.
• Get to know your team. Communicate with them in order to 

understand their skills and strengths, and assign them tasks 
accordingly.

• Set an example. Arrive in the office early and be the last to 
leave. Your team needs to see that your workload is heavier 
than theirs, and it truly is! Be positive, leave your door open 
and invite everyone’s suggestions on how to improve the 
team’s effectiveness on the job.

• When you must reprimend an employee, don’t do it in pub-
lic. But when you compliment someone, make sure to share 
the praise with your superiors.

• Learn to teach. Even if you know how to do something, 
it does not mean that you are capable of teaching others. 
The old saying, “If you want something done well, do it 
yourself” does not apply to managers. If mistakes happen, 
it might be the moment for self-analysis, and perhaps even 
admitting that you may be at fault for not explaining clearly 
the result you wanted and how to achieve it.

• Don’t be the kind of manager who feels the need to assign 
blame when something goes wrong. Demand much more 
of yourself than your colleagues. When they understand the 
standard you impose on yourself, they will admire you and 
want to emulate you.

Barbara Savelli is a CMMB representative for Region 4  
(Europe).

“Being a director means 
that you need to motivate 
other people: your team. 
My success now depends 
on how well my team 
works with me.”

—Barbara Savelli
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IAM HALL OF HONOR

Call for Nominations

PURPOSE: The purpose of the IAM Hall of Honor (HoH) is to 
fully recognize individuals that have made outstanding contribu-
tions to the Association and/or have had a profound effect on the 
moving, transportation, forwarding, or relocation industries. 

ELIGIBLE CANDIDATES INCLUDE:
1. Participants of the transportation, moving, forwarding and/or 

relocation and shipping industries
2. Individuals who have served as clients and/or customers of 

the industry 
3. Other individuals as deemed appropriate by the IAM Selec-

tion Committee and IAM Executive Committee
4. IAM members, both past and present, as well as non-mem-

bers

ELIGIBILITY FOR NOMINATION: 
1. Nominees must have made a major contribution to one 

of the related industries. Contributions may include acts, 
deeds, or achievements such as:
a. Acts of kindness, charity, and/or heroic action
b. Creation and/or development of new technologies,  

products, programs and services that benefit the  
industry and/or the IAM membership

c. Development of policies and procedures that benefit the 
industry and/or IAM membership (i.e., training, safety, 
modernization, public relations, equal opportunity, etc.)

d. Other characteristics deemed important and worthy of 
recognition as determined by the HoH Selection and  
IAM Executive Committees

2. Nominees must have a minimum of 5 years’ experience in 
one of the acknowledged industries. 

3. Nominees may be living or deceased.
4. Members of the HoH Selection Committee are not eligible 

for nomination and induction while serving.
5. Nominees may not be self-nominated.

NOTIFICATION PROCEDURE: Nominees will be solicited 
from the full IAM Membership (past or present) along with cli-
ents or customers via The Portal magazine. Submit the IAM Hall 
of Honor Nomination Form by the designated submission dead-
line date of April 1 each year. Incomplete Nomination Forms, 
non-historical documentation (i.e., letters of endorsement) or 
forms submitted after the deadline date will not be considered 
for selection.

HoH SELECTION COMMITTEE: The HoH Selection Com-
mittee is comprised of a balanced group of participants from the 
following groups:
1. Governing, Core, Supplier, Industry Veterans, and IAM-YP 

memberships of IAM
2. Broad global geographic representation
3. At least one representative from the IAM Executive Commit-

tee and the Core Members Management Board
4. Committee members are appointed to serve a minimum of  

3 to 5 years

INDUCTEE SELECTION: The Selection Committee will advise 
the IAM President of all recommended inductees by June 1.  
Following formal acceptance by the IAM Executive Committee, 
all inductee names will be published in The Portal magazine and 
subsequently posted on the Association’s website.

NUMBER OF INDUCTEES: Up to three candidates may be 
inducted each year. Those who receive the highest scores during 
voting will be automatically recommended to the IAM Executive 
Committee for HoH induction. 
 
INDUCTION: Announcement and the induction ceremony will 
occur each year during the IAM Annual Meeting.

AWARDS: Recipients will be recognized by award with per-
manent enshrinement in the IAM Hall of Honor and will be 
acknowledged in The Portal magazine, on the Association’s 
website, and other publications.

Call for 2016 Nominations

Help IAM recognize the true founders and leaders of 
the moving industry by nominating a deserving candi-

date for induction into the Hall of Honor during 2016.
 Nominations may be submitted by any IAM member, 
client, or customer. The awards will be presented in 
October during the IAM 54rd Annual Meeting in New 
Orleans, Louisiana.
 The Selection Committee will consider all duly com-
pleted nomination forms. Complete nominations include 
the nominee’s name and current professional affiliation 
and the reasons for making the nomination. Nominations 
must be received at the IAM office no later than April 1, 
2016. The current Nomination Form can be found on the 
Association’s website: http://www.IAMovers.org.
  You may then submit your nomination in any one of 
the following ways:
•  Complete the online nomination form on the IAM  

website
•  Complete the form, scan it, and e-mail it to 
 hoh@IAMovers.org
•  Mail the completed form to: 
 IAM HOH Selection Committee
 5904 Richmond Highway, Suite 404
 Alexandria, VA 22303
•  Fax the completed form to (703) 317-9960

 Questions may be directed to hoh@IAMovers.org.
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Become a Protégé: Improve your skills and 
competency, and learn new strategies and 
techniques that are relevant to growth in your 
area of interest.

Become a Mentor: Share your particular learning, 
experience and perspective on the industry to help 
others expand their knowledge and reach their 
professional goals.      

Mentor Match is an online networking and  
career development tool aimed at 

helping employees of all ages and at all levels  
grow professionally through mentoring  
relationships with other IAM members.

Visit the IAM Social Café for more information
socialcafe.iamovers.org/aboutmentormatch

(For a Social Café login, email membership@iamovers.org)

Special Features of the IAM Mentor Match 

• Create a unique profile online detailing 
professional skills or expertise you could 
share as a mentor or benefit from as a 
protégé.

• Choose preferences such language, 
geographical region, and how you’d like to 
connect – online, email, phone, or in person.

• Search the database to find mentors or 
protégés who most closely match your 
criteria.

• Participate with others in discussion forums 
on mentoring topics, and find helpful 
mentoring resources online.

• Help improve the program by providing 
confidential feedback through a Mentor 
Match survey.

http://socialcafe.iamovers.org/mentoring/aboutmentormatch
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Take Big Steps Forward in Your Career through Mentoring

By Alexandra Prilipko, Director of Operations, IMS—InterNational Moving Services

Whether we like it or not, employees are constantly being 
judged on their capabilities and benchmarked against their 

peers. Rising to that reality is not like studying for a qualifica-
tion, because the goals in the workplace keep moving. 
  The most important thing about work is that no matter how 
simple the job, it is packed with learning. Any job or assign-
ment involves a range of other small tasks and can be seen as a 
transformative process requiring certain resources that must be 
input to achieve certain results. Small businesses are intense and 
competitive learning environments because you can succeed by 
working hard in the corporate world, but you won’t last long in a 
small company without working smart.
  When you’re busy at work it’s easy to lose sight of the 
changing needs of the job market. That often happens in the 
moving industry during a peak summer season when most of 
us focus on how to survive, not how to improve. Moreover, 
multitasking splits our focus every day. In order not to expose 
a company to risk, it’s necessary to stay up to date with what’s 
happening in a field. Here are some ways to stay current:
• academic study and training courses
• applying for industry scholarships
• reading professional journals, articles, etc.
• attending industry events or forums, conferences and  

workshops
• joining professional and regional associations and  

committees
• online research, blogging
  I believe learning is often a social activity. In all aspects—
past and current experiences, absorption of new ideas, and the 
actions taken to develop the practice—other people are involved. 
Learning comes from a mixture of experience, new ideas and 
action. That is why it can be very helpful to find a mentor. It’s 
equally beneficial to find a mentor and to be a mentor; both will 
increase your visibility in the industry and you will definitely 
learn a lot.
  Mentoring, both in groups and one-on-one, can improve 
employee satisfaction and retention, as well as enrich new-
employee initiation. Best of all, it’s free. A mentor is someone 
who can answer tough questions about one’s career path and 
offer a unique perspective on the industry. The main challenge in 
big companies is choosing a mentor whose expertise and attitude 
are right for you. 
 With that in mind, look for a mentor who is:
• easy to approach and supportive,
• experienced in the sort of work and learning that you wish 

to do,

• has good contacts and can to direct you to other helpful 
people,

• trustworthy and able to keep confidences,
• interested in learning what you are doing,
• able to meet with you two or three times during your  

module,
• willing and has enough time to talk and listen to you, and
• good at encouraging and motivating
  Of course, you are unlikely to find someone who matches 
this list perfectly and sometimes your choice can be very re-
stricted, if for no other reason than that moving companies are 
mostly small or medium-sized. I would also point out that there’s 
a difference between coaching and mentoring. Normally with 
a newcomer we’re talking about immediate skill building for 
the current role and it’s usually delivered by a peer or someone 
working in close proximity during the first months. In contrast, 
mentoring is about long-term career progress. 
 Your mentor may be someone you work with and who is 
ahead of you, doing what you want to, in the way you want to. 
This might be a colleague, although usually not your line man-
ager. I suggest finding a mentor within your industry but outside 
your employer at alumni groups, professional associations and 
networking events. 
  A mentor outside your company will help you acquire a 
broader perspective on the profession. Reach out to great men-
tors among those you respect and admire, through the inspiring 
people you’re already interacting and working with now. They 
need to be people to whom you have already demonstrated your 
potential. Despite the fact many successful companies have for-
mal mentoring programs, I am convinced that organically grown 
relationships are more productive. When people self-select into 
mentoring relationships, there is a greater likelihood that they 
will have good chemistry.
  Mentoring is an effective strategy to reward high poten-
tial with personal attention and guidance, which in turn leads 

“It’s equally beneficial to 
find a mentor and to be a 
mentor; both will increase 
your visibility in the industry 
and you will definitely learn 
a lot.”

 —Alexandra Prilipko

http://www.iam-yp.org
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IAM Mentor Match provides an 
opportunity for moving, relo-

cation, forwarding and logistics 
industry professionals around the 
world to connect and gain experi-
ence through relationships to help 
achieve their professional develop-
ment goals. 
 We’re currently recruiting 
participants who want to elevate 
the competence, professionalism 
and success of moving, relocation, 
forwarding and logistics industry 
professionals through positive 
mentoring relationships. There 
is no cost for participation in the 
program; however, you must be a 
member in good standing.
 Participation in the program 
can help you to:
• Enhance your leadership and 

management skills.
• Give back to the industry.
• Share skills and knowledge and 

help others with their personal 
and professional goals.

• Build a long lasting personal 
and professional  
relationship.

• Gain exposure to diverse per-
spectives and experiences.

  To enroll as a mentor or pro-
tégé visit  
 www.IAMovers.org > Affiliated 
Groups > Mentor Match.

Become a Mentor 
or Protégé 

IAM-YP Leadership

to developing the talent pool in your 
organization. Some organizations are 
good at providing learning opportunities; 
however, what’s offered may not always 
be in line with what you really want or 
need for your career. So, if you want to 
protect and enhance your employability, 
you need to take charge of your personal 
development. 

Chair: Catherina Stier 
Vice Chair: Maria Andrea Rodriguez

Regional Representatives:
Africa (Region 1): Larry Agaba
Central, South America and Caribbean 

(Region 2): Daniel Rodrigues
Eastern and Southeastern Asia  

(Region 3): Brian Goldstein
Europe (Region 4): Ben Scheiner
Middle East and Near Asia (Region 5): 

Elad Gur-Arie
North America (Region 6): Sheena Kiser 
Oceania (Region 7): Julia Paiva

Members-At-Large: 
Caleb Mixon
Angels Gallardo

Events Committee

Ben Scheiner (Chair)
Sheena Kiser 
Sarah Wells
Jimmy Bruzzese
Nishant Shah

Communications Committee

Elad Gur-Arie (Chair)
Marco Rhigetti
Ashley Saunders
Pranadhi Koradia
Luis Holst

Membership Committee

Brian Goldstein (Chair)
Brian Hollmann
Amit Thakker
Mark Williams
Larry Agaba
Caleb Mixon 

Networking Committee

Angels Gallardo (Co-chair)
Daniel Rodrigues (Co-chair)
Ben Cross
Ramiro Quiros
Matthieu Odjik
Josh Norum

3 Reasons You Need a Mentor

By Debbie Stadtler, Manager, Marketing & Communications

There are times in your career where 
you don’t know the next move. Or 

you need a plan to get to where you 
want to go. During these times, a mentor 
can be the difference between making 
progress and getting stuck. Here are three 
reasons a mentor can help you move 
forward:

1. A mentor has experience. A 
mentor is someone who is farther along 
in their career or some aspect of it than 
you are. With this extra experience, 
your mentor can advise you how to gain 
more traction in your career. Whether to 
look for a new job, how to grow certain 
skills, and which path leads to leadership 
positions are all questions that a mentor 
can provide answers to. Their career 
experience helps you to benefit from their 
lessons learned.
 “Early in my career, when I 
was promoted into a role with new 
responsibilities, I found myself in a bit 
over my head,” said Bryan Guido Hassin, 
Cofounder and CEO, Smart Office 
Energy Solutions, Chapel Hill, NC. 
“Fortunately, I had a mentor who helped 

me overcome these complex challenges. 
Instead of floundering, I was recognized 
for success in that role, and it became a 
stepping stone for my career.”

2. A mentor has perspective. The 
career experience that a mentor has 
also comes with life perspective. How 
to better achieve work/life balance, 
the timing of getting an advanced 
degree, or when to lean in are areas 
where a mentor’s perspective can help. 
Personally, one of my mentors helps 
me to see the balance in my work and 
family life. How I make time for me, the 
importance of family, and ways to keep 
all the plates spinning are areas that my 
mentor has helped shape my decisions.
“More recently, a mentor who has 
provided me with invaluable management 
advice over the years gave me the 
confidence to branch out and start my 
own company,” said Hassin. “He offered 
moral support and belief in my abilities. 
I think this kind of emotional support 
from mentors can be just as valuable, if 
not more so, in the cutthroat world of 
climbing the corporate ladder.”

http://smartoes.com/
http://smartoes.com/
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Catching Up ...

Earlier this year, IAM introduced Portal readers to mentor–protégé teams who had 
become involved in the Mentor Match program after it was launched at the 2014 

Annual Meeting in Orlando, Florida. We asked them for an update on their partnership.
 

The Mentor

Austen Chamberlain 
President & CEO 
Carepack Moving 
  & Storage 

I believe this is going  
well. Marsha and I  

communicate via e-mail about once a 
month. We discuss issues in the industry, 
her job and her organization. I try to 
provide guidance and advice on issues 
that pop up, like internal changes she has 
to deal with and we are also working on 
areas of her skill set that she feels she 
needs to improve in order to grow within 
her organization. She has actively sought 
opportunities in other departments to 
increase her knowledge of the business. 

The Protégé

Marsha Huffman 
International Pricing 
Analyst 
Graebel

I’m very pleased  
with the program  

and how things are progressing. Austen 
is an invaluable resource, responsive and 
helpful. His knowledge of the industry 
and overall business practices has been 
informative and useful. 
 It’s great having someone to contact 
who’s always willing to answer ques-
tions, give guidance and advice whenever 
needed.

3.  A mentor has an outside view. 
While it would seem that we would know 
ourselves best, it is often hardest to see 
ourselves objectively. A mentor can help 
you see your strengths (or weaknesses), 
areas that you excel, and even what lights 
you up inside. Having this outside view 
can help clarify career decisions when 
looking for new responsibilities, a new 
job, or in changing careers.
  “I have had several mentors that 
have been invaluable in helping guide me 
throughout my career,” said Charles L. 
White, CAE, M.Ed., Senior Vice Presi-
dent, International Association of Movers, 
Alexandria, VA. “They have been like the 
headlights of the car, helping me to see 
through the darkness in order to avoid the 
pitfalls.”
 A mentor relationship is a way to 
step back from your day-to-day work 
life and see the big picture. Through the 
experience, perspective, and outside view 
of a mentor, you can build an overall plan, 
make better decisions, and put it all in 
context. How do you succeed not just at 
work, but in life? Get a mentor.

rates@�ippers.es          www.�ippers.es

Leave everything 
in our hands!
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AFWSF Recipients: 
Where Are They Now?

Each year, the Alan F. Wohlstetter Scholarship Fund awards 
$5,000 scholarships to deserving students who are pursuing 

higher education in colleges and universities. Thanks to IAM 
members who contribute to the Alan F. Wohlstetter Scholarship 
Program, students are relieved of some of the burden of paying 
for lodging, tuition and books, enabling them to focus on their 
education. Recently, we invited several past recipients to provide 
an update on their studies and careers, and their responses will 
appear in The Portal. Your support truly counts toward providing 
tomorrow’s leaders the resources they need in order to succeed. 

v

Pete Nash, 2006 Recipient

I was fortunate to have been chosen for an Alan F. Wohlstet-
ter Scholarship. I attended Towson University in Baltimore, 

Maryland, and graduated in 2007 with a degree in geography 
and environmental planning. 
 Understanding geography is about much more than know-
ing where something is on the map. We studied why things are 
where they are, and the relationship between people and their 
environment. I attended classes on globalization, geography of 
economics, specific regions and countries, planning and geo-
graphic information systems. 
  I have worked in several areas of the moving industry, from 
packing/delivery crew, export operations, and I am currently 
the sales manager at UPakWeShip, the self-packing division of 
EuroUSA International Shipping. I work with custom-
ers from all over the world, and regularly find myself saying, 
“Wow—it’s a small world!” while chatting with them. Having a 
background in geography helps me connect with customers, and 
is a great asset in the international shipping industry.

Pete Nash

ExpEriEncE GrEat SErvicE
World-WidE

the new Haven webstore conveniently 
provides quality products you want on-line.  

Go to webstore.newhaven-usa.com

webstore.newhaven-usa.com

BuyinG movinG equipment  
has never Been easier. 

Celebrating               of business!
 

103
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http://www.highrelo.com
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The Board of Directors of the Alan F. Wohlstetter Scholarship Fund urges you to consider a contribution or donation to the Scholarship 
Fund as part of your year-end tax strategy or as you formulate your company budget. Please advise your employees that scholarships 
are available to qualified candidates of any IAM company worldwide. For further information, visit www.IAMovers.org > Affiliate Groups. 
Deadline for applications: May 1.

SCHOLASTIC ASSISTANCE
PROGRAM CONTRIBUTORS

Platinum ($5,000 or more)
AAARE Logistics, LLC

(in memory of Ken Garrison
and Chuck Fisher)

Deseret Forwarding International
Dewitt Companies

(in memory of Richard Dewitt)
Manchester Grand Hyatt San Diego

National Forwarding Co., Inc.
Orlando World Centre

Royal Hawaiian Movers, Inc.
(in memory of Richard Dewitt)

Gold ($2,500–$4,999)
ABBA International, Inc.
AirLand Forwarders, Inc.
Cartwright International 

Van Lines, Inc.
Crown Worldwide Holdings Ltd.

(in memory of Jim Thompson Sr.)
Crystal Forwarding, Inc.

Daycos, Inc.
Government Logistics NV

Paxton International
Republic Moving and

Storage Company
Roiatti Srl. Italy

Roiatti International Movers
(in memory of Alessio Prosdocimo)

Royal Hawaiian Movers, Inc.
Southwest Port Services, Inc.
Tri Star Freight Systems, Inc.

Silver ($1,000–$2,499)
3S Logistics Co., Ltd

Aloha Worldwide
Approved Forwarders, Inc.

(in memory of Richard Dewitt)
Atlas World Group

Classic Forwarding, Inc.
Coleman World Group

Customs Movers Services
Dewitt Guam

DeWitt Move Worldwide
(in memory of Woodrow Dewitt)

Enterprise Database Corporation
Executive Moving Systems Inc.

Executive Relocation International, Inc.
Foremost Forwarders, Inc.

Foxlog
Gateways International, Inc.
Gridiron Forwarding Co., Inc.

Jet Forwarding, Inc.
(in honor of Belvian Carrington)

Matson Navigation Co., Ind. & Subsidiaries
Morrissette Family Foundation
P & F Safepack Company Ltd.

Pac Global Insurance Brokerage, Inc.
Paxton International
Security International

Sourdough Transfer, Inc.
Southwest Port Services, Inc.

Stevens Forwarders, Inc.
The Pasha Group

Totem Ocean Trailer Express, Inc.
Trans-Atlantic American
Flag Liners Operators

True North Relocation, LLC
Victory Van International

Westpac International, Inc.

Bronze ($500–$999)
Affiliated Transportation Systems, Inc.

All-American Relocation
A-Whisco, Inc.

B" Transfer, Inc.
(in memory of George W. Pasha III)

Garvey Schubert Barer
Gateways International, Inc.

Terry R. Head
(in honor of Belvian Carrington Sr.

on his retirement from IAM)
Richard and Judith Curry
(in memory of Cal Stein)

Royal Alaskan Movers, LLC
R. D. Simmons & Associates, Inc.

Senate Forwarding, Inc.

In Kind or Other
A&W Transportation Services, Inc.

Ace Relocation Systems
Jacqueline M. Agner

(in honor of Belvian Carrington Sr.
on his retirement from IAM)

Alexandra Ajale
(in honor of Catherina Stier)

Albert Moving & Storage
Alliance Relocation Services

Anonymous
Anonymous

Francesco Argirò
California Multimodal LLC
Canal Movers & Logistics

Eric Carden
Claims Adjustment Technology, LLC

Clover Systems, LLC
Customs Clearance International, Inc..

Darwish Logistics
Brandon Day

De La Fuente International Movers
Econocaribe

Heather Engel
(in honor of my friends Jackie Agner

and Sandra Rowe Maier)
Euro-Asia-US International

Services, Inc.
Angels Gallardo

Golden Services, LLC
(in honor of Belvian Carrington Sr.)

Brian Goldstein
Graebel Movers International, Inc.

Songuel Karaboga
Brian Limperopulos

(in honor of Belvian Carrington Sr.)
Alessandro Mannozzi

M.I.D. Moving & Storage, Inc.
Joe Mulholland, Inc.

Nik F. Nikoukar
Federico Presta

John Rotticci (IWL)
Andrews Silva

Michelle St. Cyr
Stevens Van Lines, Inc.

(in honor of Belvian Carrington Sr.)
Suddath Government Services

Suddath International
True North Relocation, LLC

Twin Oaks Moving Company, Inc.
Sarah Wells 

Charles L. White
Edward Zielinski

*Denotes contributions made since the previous issue of The Portal was published.

Alan F. Wohlstetter Scholarship Fund
5904 Richmond Highway, Suite 404 • Alexandria, VA 22303 • Phone: (703) 317-9950  • Fax: (703) 317-9960

The Alan F. Wohlstetter Scholarship Fund is the cornerstone of the IAM Scholastic Assistance Program, which is aimed at promoting and 
supporting individuals in higher education related to the areas of transportation and logistics. Donations (by major annual giving levels) to 
the Fund received during the last 12 months are as follows:



Going to College? 
Apply to IAM for tuition assistance  

anywhere in the world!
 Scholarship applications are now being accepted from qualified individuals 
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Wohlstetter Scholarship. With the 
scholarship, I was able to cover my 
yearly University fees and the cost 
of my books, which can be very 
expensive.”

“Through the Alan F. Wohlstetter 
Scholarship Fund’s financial support, 
all current and potential students 
in our industry are being given 
the opportunity to achieve our 
educational goals and the ability to 
improve ourselves.”
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MILITARY/GOVERNMENT UPDATE

Since 1999, the International 
Shippers Association (ISA) has 

provided international shippers and 
forwarders of Commercial and US 

Military and Government household 
goods, unaccompanied baggage, 

and general commodities the lowest 
comparative shipping rates (FCL & 
LCL) and best service throughout 
the world by establishing volume 
discounts with preferred vendors.

ISA | 5904 Richmond Highway, Suite 404, Alexandria, VA  22303 | tel 703-317-9950 | www.IAMovers.org

Preferred Vendors

USA Outbound Commercial HHG: 
FCL & LCL

Direct Container Line /  
Vanguard Logistics
+1 (847) 238-5029
www.dcl-global.com
Contact: Steven Leff
stevenleff@theleffgroup.com 
(502) 468-2575 

S.E.A. Corp.
+1 (704) 732-6063
www.seacorpnc.com
Contact: Sheena Kiser
rates@seacorpnc.com
bookings@seacorpnc.com

For U.S. Military HHG to/from  
from the UK and North Europe

North Atlantic Services
+32 (0)3 360 78 21 
www.nas.gosselingroup.eu
Contact: Patrick Vercauteren
patrickv@north-atlantic-services.com

Pasha International
+1 (415) 927-6439 
www.pashagroup.com
Contact: Mike Connolly
Mike_Connolly@Pashanet.com

For U.S. Military or Government 
HHGs Port to Port to/from Pacific Rim

SEACO Shipping SA
Contact: Patrick Vercauteren 
Patrickv@north-atlantic-services.com
Contact: Mike Connolly
Mike_Connolly@pashanet.com

Members: When contacting vendors 
please identify yourself as an ISA member 

to receive preferred rates.
ISA Members are eligible to earn an annual patronage dividend.

For information or to join ISA, go to www.IAMovers.org,  click on Affiliate Groups 

2016 DP3 Rate Filing and Other DP3 Issues

By Charles L. White, Senior Vice President

The Surface Deployment and Distribution Command (SDDC) 
opened the window for the first round of the 2016 Defense 

Personal Property Program (DP3) rate filing on January 10. 
Round 1 was supposed to close on January 15 but was extended 
until January 20. The extension was necessary because some of 
the industry rate filing services were able to access the Defense 
Personal Property System (DPS) in order to upload rates and 
due to a few minor data issues. This is not a new phenomenon. It 
seems that every year issues surface during the annual rate filing. 
This year’s issues were much less significant and disruptive than 
the industry has seen in recent years.
 As a result of the Round 1 extension, Round 2 of the 2016 
rate filing was delayed, opening February 3 and running through 
February 10.
 Rate rejection notices began being pushed to Transpora-
tion Service Providers (TSPs) on January 21. TSPs had until the 
close of Round 2 to make adjustments to any rates that had been 
rejected and resubmit a “best and final” offer.
 This rate filing timeline was much earlier in the year than 
the industry had experienced previously. SDDC’s goal was 
to make the Traffic Distribution Lists (TDLs) available much 

earlier to allow more time for booking Peak Season shipments 
and to provide a little buffer in case issues with the rate filing 
did surface. It is hoped that the earlier booking of shipments will 
allow for a more efficient scheduling process that will eliminate, 
or at least reduce, many of the issues that encountered in previ-
ous years. Only time will tell whether moving the rate filing “to 
the left” (i.e., earlier in the year) will be positive for all of the 
DP3 stakeholders.
 Coinciding with the rate filing is the release of the new 
Solicitations for 2016. The International Tender (IT) and the 
400NG Tariff were both released with some changes that may 
have significant effects on how that DP3 business is conducted.
 The first key change to both the 2016 IT and 400NG has 
to do with new reweigh procedures and requirements. The new 
guidelines for reweighs, currently effective starting May 15, 
2016, is stated as follows:

Reweighs—Item 505 of the IT-16
“The TSP must enter the shipment weight into DPS prior 
to the shipment arrival to allow the customer or PPSO the 
opportunity to request a reweigh. For shipments pending 
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reweighs, TSPs must enter reweigh information into DPS 
prior to submitting any invoices. Invoices for shipments 
pending reweigh will be disputed or denied until the reweigh 
is performed. TSPs must be cognizant of reweigh requests 
and must accomplish requested reweighs prior to the actual 
commencement of unloading of the shipment for delivery or 
into storage.”

 IAM and SDDC continue to discuss this item. It is unclear 
at this point how SDDC expects international TSPs/agents to 
accomplish this change. It appears to be a domestically focused 
requirement that has been added to the IT. But it also has severe 
implications for the Domestic Market as well. IAM has pointed 
out to SDDC all of the operational issues as well as the cash flow 
implications for TSPs and their service providers.
 IAM continues to discuss this issue with SDDC and we 
believe that a workable solution can be reached. IAM staff has 
scheduled a face-to-face meeting with SDDC on February 18 
where this will be one of the major discussion topics.
  Two other significant changes that have been made to the 
solicitations deal with billing for both crating and pickups/deliv-
eries at mini-storage/commercial warehouses. SDDC has limited 
the billing size for crates.

Crating—Item 508
Billing Note 4: Regardless of the actual cubic feet of the 
crate provided, compensation for internal crates will not ex-
ceed 3 inches beyond any single dimension (length, width, or 
height) of the item being crated. For example: an invoice for 
an internal crate for an item with dimensions of 39 inches x 
71 inches x 0.5 inches will not exceed 42 inches x 74 inches 
x 3.5 inches, or a total 6.29 cubic feet.
Billing Note 5: Regardless of the actual cubic feet of the 
crate provided, compensation for external crates will not 
exceed 5 inches beyond any single dimension (length, width, 
or height) of the item being crated.

 SDDC has also required all crating be approved by the 
Personal Property Shipping Office (PPSO), even for motorized 

vehicles, which in the past had been automatically approved. 
They have also prohibited the approval of crating for motorized 
items that can “stand alone”:
 

Subject to PPSO approval, additional external crating/
containers may be authorized for item(s) that may require 
additional external crating such as motorcycles, mopeds, 
mini-bikes, scooters, etc. Additional external crating should 
not be approved for items that can stand alone such as 
motorcycles with more than two wheels, ATVs, Jet Ski with 
trailer, trailers, etc.

 No longer will compensation be given for pickups or deliv-
ery at min-storage warehouses if the pickup or delivery is the 
primary location shown in Block 18/19:

Pickup or Delivery at Commercial  
Warehouse—Item 215
a. When the “Primary” Pickup (Block 19) or Delivery 
(Block 18) is a commercial warehouse rented by the DOD 
customer, the TSP is “required” to enter the facility, at “no 
additional cost,” to service the shipment IAW with Item 223 
or 224.
b. If an “additional” pickup or delivery is requested at a 
commercial warehouse rented by the DoD customer, upon 
PPSO request, labor rates may apply (with PPSO pre-ap-
proval) utilizing item code 509.

 Both of these items have a direct effect on agent compensa-
tion and must be considered by both agents and TSPs for the 
coming year in their compensation schedules.

MC 551548

Movage, Inc. • 135 Lincoln Avenue • Bronx, NY 10454
Tel: 718.292.7000 • info@movage-moving.com • Toll Free 1.866.9.MOVAGE

www.movageinternational.com
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PORTAL TO ASIA

Having What It Takes to Be a Manager for Asia

By Rob Faraone, IAM Regional Relations Liaison—Asia

Crown Pacific pioneers. Back 
row: Dennis  Berkompas, 
Rob Faraone, Kent Comstock, 
Bob Matthews. Front row: 
Jim Kreigsman, Jim Thompson, 
John Kreigsman

My moving industry career started in 1973. In my mid-20s 
I chucked aside the corporate world of Caterpillar and 

signed on as the Crown Pacific (now Crown Worldwide) general 
manager for the startup in Indonesia. A decision to move to 
Jakarta was easy because I’d always been enthralled with things 
international. The package was decent because of the perks. And 
the chance to “pioneer,” as envisioned by owner-founders Jim 
Thompson and Jim Kriegsman, was alluring. 
  At that time there were no established regional or global 
movers in Asia. The Vietnam War was winding down, and the 
military movers who knew Asia well saw opportunity. The pio-
neers in the region included Crown Pacific, Four Winds, Cosmo-
politan (Seven Santini Brothers out of New York), VanPac and a 
Pelichet-led consortium. The big bookers were the international 
departments of a handful of big U.S. van lines. It was not always 
easy to find young guys (ladies were not generally hired for 
these jobs) with the right blend of personal attributes and reliable 
business skills.
  The working environment for start-ups was basic by today’s 
standards. Often undercapitalized, a new company entered a 
market where there were just one or two local movers who led 

their international market. We communicated by telex, relied on 
just a few land phone lines and, in Indonesia, engaged a full-time 
phone dialing person. Offices had multiple secretaries and abun-
dant local staff. Employees were expensive although often weak 
in English and lacked international moving experience. The head 
office’s first instruction to new expat hires was “get the business, 

http://www.scltms.com/
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any business,” and this was done mostly through the expat com-
munity. Expats could influence their corporate employer’s mov-
ing and logistics choices. A trouble-free and profitable move was 
expected. Operations were “in house” and virtually all systems 
were manual. 
 Certain personal characteristics were common to the expat 
managers of yesteryear. In fact, personal attributes often got 
more attention than proven business skills or experience. Movers 
relied on their own devices to find new talent, and the training 
could be as little as a couple weeks at one of their existing of-
fices. They looked for youth and enthusiasm, a “social butterfly” 
who liked sports and could tip a few beers after the game, and an 
independent streak, which ideally included being able to work 
unsupervised, adaptability and willingness to endure, trust and 
optimism. Single men were less expensive and would demand 
less than married couples. However, couples could network 
better with corporate customers because a wife could schmooze 

later Saudi Arabia. “I remember the seven packers arriving at our 
house at 5 in the morning to start work,” she said of her time in 
Iran. “Hammering crates by 5:30 was common while they bick-
ered and chattered in Farsi among themselves. The common wall 
between their quarters and my bedroom was thin and insufficient 
to maintain privacy for a new bride. However, I adjusted, know-
ing that it wouldn’t last forever. It did last a year and a half before 
a suitable warehouse was built. In the meantime, I shared the 
bathroom with nine men and rarely was able to leave my bedroom 
or kitchen. The men prayed on their dusty prayer rugs and brought 
sand in on the tiled floor at home. The company truck on our front 
yard created havoc with our Iranian neighbors, who had rules 
about not having a business in a residential area.”
  Owner-managers like Bill Reinsh of Transpo or Jim Kriegs-
man directed expansion while performing general manager duties 
in their home office. To keep pace with the Asian expansion, those 
hired managers who proved themselves with sales and profits 
were “promoted” to start new operations in Iran or Saudi Arabia, 
and asked to leave a more convivial location like Thailand or 
Malaysia. New and younger guys were brought in to learn on the 
job and grow their careers. 
  Brand-new hires were not always put into GM roles. Some 
went into a “sales manager” slot because the main market was 
expat, and even a young inexperienced person could quickly 
assimilate into the expat community. The GM had to manage 
relations within the sales department carefully because the young 
expat often knew less than the local salespeople, yet they enjoyed 
higher compensation and more perks. 
  An expat candidate with prior managerial experience was 
valued, as was operational experience in the commercial world 
or the military. There was a need for strong verbal and written 
communication skills, although local secretaries helped prop up 
many a young expat. Movers expected active sales and prospect-
ing from any expat hires. GM candidates ideally had some sense 
of systemization, as well as strong written and verbal communica-
tion skills. Ethnicity could be relevant, as was language profi-
ciency to help generate business in the big expat markets. Upon 
reflection, Crown’s preferences did not differ too much from their 
competitors at the time.
  Carepak owner-Managing Director Austen Chamber-
lain got his start as salesperson with KC Dat 35 years ago. “I’ve 
always believed there’s a basic need for leadership skills and a 
‘people person’ in this region,” he said. “A start-up GM requires 
well-rounded skills and local knowledge and experience. He 
needs to know the geography to get it right. This was true when I 
started in the early 1980s and it’s still true today.”
 Like many in our industry, Asian Tigers’ Singapore-based 
Director Gordon Bell started in sales in the late 1970s. “House-
hold goods experience was a plus but it was not critical,” he 
noted. “More important were a candidate’s personal traits, includ-
ing truly accepting the local culture, actively embracing and be-
coming active in the expat community. The entry point for a new 

with other expat wives. Our industry’s entrepreneurs built net-
works with men like this who got their experience on the job in 
a new country they knew little about. Looking back, it’s amazing 
how well some firms did. 
  Crown steadily opened more offices in the region and the 
Middle East from the 1970s through the 1990s and some were 
tough. Asia comprised developing countries (e.g., Taiwan, 
Hong Kong) and less developed countries like Indonesia. Even 
Singapore expats, considered coddled by expats in nearby coun-
tries, encountered cobras in their homes, pythons during a walk 
outside or crocodiles sunning along a stream. In less developed 
countries like Indonesia, electricity blackouts and contaminated 
water were not uncommon even in the capital, Jakarta. 
 Illustrative from a “mover’s wife” perspective were the 
recollections of Kathy Matthews. Her husband, Bob Matthews 
(who passed away in 2015), set up Crown Pacific in Tehran and 

“I remember the seven packers arriv-
ing at our house at 5 in the morning 
to start work. Hammering crates by 
5:30 was common while they bick-
ered and chattered in Farsi among 
themselves.”

—Kathy Matthews

“A start-up GM requires well-rounded 
skills and local knowledge and 
experience. He needs to know the 
geography to get it right.”

—Austen Chamberlain, Carepak
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RK: A central feature to PricePoint is the privacy archi-
tecture in which the agent can directly control which 
companies are or are not authorized to access their pric-
ing. I recall that you were initially opposed to building such 
firewalls within a marketplace environment. Please explain 
your initial concerns and what persuaded you to shift your 
position.
DB: Originally I was excited about creating an efficient market 
that would offer the best price to our clients. It didn’t make a lot 
of sense to create a system where the same service would cost 20 
percent more just because the customer didn’t have a negotiated 
relationship with the vendor. When you book a flight through 
an aggregator like Kayak or Priceline, you expect to get the best 
price from each airline, and I wanted the same to be true for 
PricePoint.
  I still think that it’s where the industry will end up eventu-
ally, but there has to be a smooth transition from the status quo. 
The privacy feature allows agents to replicate their existing 
pricing strategy and relationship structure in PricePoint, and then 
experiment with minor adjustments, as we’ve seen many agents 
take advantage of, to more strategically manage their pricing and 
partnerships.

RK: Not too surprisingly, we do encounter a fair amount of 
concern and reluctance from some companies in the indus-
try who fear that tools like PricePoint only serve to press 
prices downward. What’s your view on this type of concern 
within traditional industries to embrace new paradigms?
DB: I think this trend is inevitable, and always looks scarier than 
it really is. But we know that there is a lot more to a successful 
move than the number of cubic feet packed and shipped. A good 
move requires timely execution, clear communication, and excel-
lent customer service. Streamlining the pricing component means 
that agents can stop spending their limited time and resources 
on managing their price lists, and maintaining their sub-contrac-
tor networks. Instead, agents will be able to focus completely 
on their customers, and provide them with the highest quality of 
service. 
        Every industry has had to face major shifts and disruptions. 
The assembly line made cars a lot cheaper to manufacture, but 
it was a boon to the automotive industry. Standardization of the 

shipping container made domestic and international shipping a lot 
cheaper, but made the shipping industry what it is today. 
        Uber is an interesting example of a company that is disrupt-
ing another traditional industry: taxi service. While the focus is 
on the battle between Uber and the taxi industry (which Uber 
is winning in every district), many “traditional” taxi companies 
have embraced Uber’s model and are successfully competing 
with Uber in their markets. They will be the taxi companies that 
survive. Technology is coming. Maybe it’ll get delayed by a few 
years, but it’s going to disrupt this industry. Companies that adapt 
sooner will come out stronger, leaner, and more profitable.
 
RK: What is most exciting to you about our future plans to 
enhance PricePoint for industry benefit?
DB: I think quality is a big factor. It’s misguided to think that 
price is all that matters, when there are so many other aspects to a 
successful move. We will need to create the same kind of quality 
transparency as we have pricing transparency, before we can call 
PricePoint a success.
 
RK: As you’ve gained more insight into the moving indus-
try, do you see any interesting parallels to tech adoption in 
other industries?
DB: I think the distributed and international nature of the mov-
ing industry makes it much harder to adopt new technology than 
in other industries. Typically what I’ve seen in other industries 
is either a new startup disrupting the existing industry (such as 
AirBnB or Uber), or a large incumbent investing in tech, domi-
nating the industry, and everyone else learning to follow suit. It 
doesn’t seem like either is likely in the moving industry. There 
seem to be a lot of smaller players, and a startup wouldn’t have 
the necessary relationships to compete in the market. That’s why 
I think our strategy of helping the existing players streamline 
their process and pricing, is going to be effective.
 
RK: Do have any big-picture predictions or expectations on 
how tech will transform the moving industry long-term?
DB: I think in addition to creating price and quality transpar-
ency, technology will help with managing the logistics of a move. 
There are a lot of moving parts, and software is much better at 
keeping track of them than people.
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hire was in the sales department. If a ‘green’ expat was hired as 
a GM, he’d better be sales-minded and have experienced people 
surrounding him. New hires were isolated and the head office or 
owner was only able to offer a new manager minimal help and 
assistance. Remember that phone calls were expensive and a 
telex machines were cumbersome to use.”
  The two Crown Pacific founders were not infallible in their 
choice of new, young GMs. Some dropped out and some were 
urged out. The reasons varied and included failure to adapt to 
the local culture, overindulgence in Asia’s expat lifestyle, poor 
personal decisions and poor business decisions, or an inability to 
work independently. 

to promote their company. Specialized search firms cater to our 
industry, and some larger movers use testing to identify the right 
person for a position. Training may be in-house but organiza-
tions such as IAM, FIDI and AMSA offer help. 
  Communication is simple and cheap. Managers must 
perform without secretaries. A mover may serve as many as 
four “customers”: the corporate account, a relocation company, 
a central mover-booker, and the transferee. Execution of the 
move had better be smooth (with information readily available) 
and profitable. Various softwares support a pared-down office 
where packing and transport may be outsourced. In 2016, there 
are global and regional movers that compete in start-ups or in 
emerging markets. They have the experience, depth and resourc-
es to find and keep a good manager. Systemization and efficien-
cy are important, and there are networks. Business development 
no longer relies on one or two charming expats. Sales feed off a 
global marketing effort, sophisticated reporting and IT, and intra-
office cooperation. 
  Whereas it used to be critical that a mover find business 
locally, many moves are now contract-driven and relentlessly 
controlled by relocation firms and large overseas bookers. Gor-
don Bell points out how important it is for a new GM to be able 
to deliver service and be “operationally astute.” Significantly, it 
is less necessary for an expat GM or sales manager. Movers look 
for someone with two or more languages, management skills 
and experience, relevant contacts and Microsoft Office fluency. 
“Once we find the right person, we don’t change managers as 
much,” Bell says. 

  Some 40 years later we do not really “pioneer” a new 
country but we do expand into emerging markets like Myanmar, 
Cambodia, and Laos in Asia or the Sub-Sahara region of Africa. 
  The 2016 environment is much different. First, the pioneer 
markets like China and India are now developed economies, and 
many movers serve those markets. Even the smaller movers have 
some Web presence and utilize the many types of social media 

“[In the 1970s] household goods 
experience was a plus but it was 
not critical. More important were a 
candidate’s personal traits … 
including becoming active in the 
expat community.”
—Gordon Bell, Asian Tigers
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  An example is Ruud von Martels in Myanmar. “We found 
him and the appeal was that he’d had 15 years experience in 
Yangon,” Bell recalls. “We provided the industry training and 
support in Singapore and Thailand. He was able to use the indus-
try knowledge leveraged off his Myanmar knowledge.”
  Other differences encountered by managers in 2016 include 
a heavier reliance on relocation firms and overseas bookers, 
refined customer service and communication as supported by 
salesforce.com, regional and global conference calls, forecasting 
and metrics. New hires need to know how to work social media, 
adopt some form of corporate social responsibility, and have 
cyber-sense. 

  Asian Tigers Singapore General Manager Patrick Goh 
headed the relocation and mobility department and now over-
sees moving. He contrasts hiring a “moving” manager versus a 
relocation manager: “It is easier to find a good moving candidate 
than a relocation manager,” Goh says. “The moving person 
needs to be operationally competent and have rapport with the 
customer base and within his internal organization. The relo-
cation manager has to deal with relocation firms whose DNA 
differs from movers. He must know the real estate transaction 
process, tenancy law, immigration rules, compensation and as-
signment management. This is true for an emerging market or a 
mature market like Singapore or Hong Kong.”
  There’s also more competition in most moving markets. It 
used to be that the internationally competent movers, as viewed 
by expats in the market, could be counted on one hand or two. 
But today, just look at the IAM members listed in some of the 
emerging or developing markets like China, India or developing 
markets like Singapore or Hong Kong. 
  Managing a mature and larger company in Asia is different 
from managing a start-up. More people mean more personnel 
issues and larger payrolls. A big company cannot afford to be 
weak in any of the key areas (sales, operations, finance). Pre-
sumably there is depth and tenure within the organization. This 
is not the place for trying out an untested person. Because the 
stakes are higher, owners are willing to use a search firm if there 
are no viable candidates within the company. 
  Compensation for expats used to include perks such as car, 
home, club, home leave, schooling and even servants and tax 
protection. No longer are these common; most employers opt for 
a gross package. All things being equal, movers may seek out 
single managers or couples, or look for a Western-educated or 
Western-experienced local GM. Expat salespersons are hired as 
needed. 
  Many consider the Asia–Pacific region to include Australia 
and New Zealand. “The main difference from the Asia market,” 
Grace General Manager Nicki French explains, “is that with 
English as the language, integration is simple so there is no exis-
tence of a defined expat market. A large domestic market means 
we have to meet the needs of consumers as well as the corporate 
market.

“It is easier to find a good moving 
candidate than a relocation 
manager.”
—Patrick Goh, Asian Tigers Singapore

  “Grace has no trouble attracting good candidates,” she adds, 
“but many from Asia struggle to adapt to the different busi-
ness model. With high labor costs and slim margins we demand 
operational efficiency, cost control and effective sales. We focus 
less on removal industry experience than recruiting candidates 
with service-based consumer sales experience. We then invest 
heavily in sales training to adapt to our needs.”
  Once upon a time, movers looked mostly for personal traits 
and paid extra for business skill sets in early Asian expansion. 
The markets had fewer competitors, and the business environ-
ment lacked all the IT that we take for granted today.
  The bar has been raised in this decade, and personality is no 
longer enough for companies that are building their workforce. 
Movers care about business skills because they often support—
and help manage—the emerging market locations. 
  The old management style was simpler, often intuitive … 
and possibly more fun. 

“We focus less on removal industry 
experience than recruiting candidates 
with service-based consumer sales 
experience. We then invest heavily in 
sales training to adapt to our needs.”

—Nicki French, Grace
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MARITIME/OCEAN SHIPPING

Clarifying Current FMC Licensing Requirements

By Jennifer M. Gartlan, Deputy Director, Office of Consumer Affairs & Dispute Resolution Services, Federal Maritime Commission

The Federal Maritime Commission’s Office of Consumer 
Affairs & Dispute Resolution Services (CADRS) annually 

receives numerous inquiries from ocean transportation interme-
diaries (OTIs) and the shipping public regarding OTI licensing 
requirements and nuances. By way of background, OTIs offering 
services in the international trade of the United States must be 
licensed or registered and bonded by the FMC. The Commission 
offers two types of licenses: Non-Vessel Operating Common 
Carrier (NVOCC) with a U.S. office, and Freight Forwarder 
(FF). Under current licensing requirements, NVOCCs must have 
a $75,000 bond. FFs must maintain a $50,000 bond. In addition, 
NVOCCs without a U.S. office may register with the FMC and 
must maintain a $150,000 bond. 
  IAM recently provided CADRS with a list of questions 
posed by its members. Based on consultation with the Bureau 
of Certification and Licensing and the Bureau of Enforcement, 
below are the answers to the questions posed:

1.  Can a domestic mover without an FMC license in the 
United States advertise that they can handle interna-
tional moves?

 Generally, a domestic mover in the United States cannot of-
fer to provide international moving services by ocean without an 
FMC OTI license. 

2.  Can a domestic mover without an OTI license book an 
international move, invoice the shipper and then sub-
contract the move after origin services are performed 
to an FMC licensed forwarder?

 No. The domestic mover must have an OTI license to offer 
international services, book the shipment, and invoice the ship-
ment in its own name. Subcontracting would be considered an 
illegal transaction, which could subject both the unlicensed and 
the licensed companies to civil enforcement action and penalties.

3.  Who is allowed to invoice a shipper or its company for 
an international door-to-door move?

  Invoices for an international door-to-door move should be 
issued in the name of the FMC-licensed OTI that is performing 
the move. 

4.  Can an agent for a van line advertise for international 
shipments, book the job, invoice shipper and then 
subcontract the move after origin service to its van line 
headquarters?

  If the van line does not have an OTI license, the transaction 
would be illegal in its entirety.
 If the van line is licensed and the advertising is in the name 
of the licensed van line, the transaction would appear to be 
permissible. The use of the term “subcontract” in the question 
suggests the reverse of the typical agency arrangement. Gener-
ally, an agent, the unlicensed moving company, works on behalf 
of a licensed company and all actions it takes are attributed to 
the principal (i.e., the licensed company). The agent would not 
be subcontracting with the principal for all or a portion of the 
move—it would be performing moving activities on behalf of 
the licensed entity. The licensed company would have to be 
responsible for the shipment in its entirety (e.g., be liable for loss 
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and damage). The shipper would have to know that it is working 
with the licensed entity, and all documents (e.g. shipping quotes, 
contracts, bills of lading, etc.) would have to be in the name of 
the licensed entity.
  With respect to performing origin services, the agent may 
be able to perform origin services such as estimates, packing, 
and transporting the shipment to warehouse for consolidation 
on behalf of the van line. However, the activities of the agent 
may be subject to local, state, and federal safety and commercial 
trucking statutes and regulations.

5.  Can an agent for a van line advertise for international 
shipments, book the job, invoice shipper and then 
subcontract the move after origin service to a licensed 
freight forwarder?

  If the van line does not have an OTI license then the trans-
action in its entirety would be prohibited.
  If the van line is a licensed OTI, then all of activities con-
ducted must be in the name of the licensed OTI and the OTI is 
responsible for the shipment. Furthermore, while it might be per-
missible for a licensed company (through its agent) to book with 
a forwarder, it cannot book the shipment with a forwarder that is 
related to the principal OTI for purposes of obtaining brokerage. 

6.  What can a licensed forwarder do that a licensed 
NVOCC cannot, and vice versa?

 Ocean Freight Non-Vessel Operating
 Forwarder Common Carrier

Serves as an agent of the  Serves as a common carrier
shipper; owes a fiduciary  to underlying shipper; not an 
duty to the shipper agent

Listed as agent of shipper on bill Listed as the shipper on the
of lading (B/L) either in agent master B/L
box or in shipper box as “ABC 
Movers as agent for Jane Doe”; 
cannot be listed as shipper in its 
own right

Cannot issue its own B/L Issues its own house B/L

Does not publish tariff; does not  Must publish tariff; 
use Negotiated Rate Arrangements  may use NRAs and NSAs
(NRAs) or NVOCC Service 
Arrangements (NSAs)

Cannot enter into service contracts  Can enter into service
with Vessel-Operating Common  contracts with VOCC as
Carriers (VOCCs); cannot serve as  “shipper”; can be a member
part of a shippers association of a shippers association

May collect brokerage fee from May not collect brokerage
VOCC fee from VOCC (Note: If OTI
 is licensed as both NVOCC
 and FF, it cannot structure
 shipment as both in order to
 be paid brokerage fees.)

http://www.IAMovers.org
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7.  What is the difference in the paperwork between a FF 
and an NVOCC with an international move?

 Ocean Freight Non-Vessel Operating
 Forwarder Common Carrier

May help prepare a master B/L, Issues a house bill of lading

Appears in the forwarder box  Listed as shipper on another
or in the shipper’s box “as   NVOCC’s house B/L and/or
agent for Jane Doe,” but is   as the shipper on a master B/L;
never listed as direct shipper  may also be listed as consignee,
on a B/L   if acting as a delivery agent for
     an unlicensed foreign NVOCC

8.  If a company has an NVOCC and a FF license, what 
paperwork is it meant to produce for an international 
move? 

  Generally, a company licensed as both an NVOCC and FF 
should not be acting as both on the same shipment. If the com-
pany is providing NVOCC services, it should be issuing its own 
house B/Ls and related documents. If acting as a FF, then it can 
help prepare B/Ls on behalf of the vessel operator, but would not 
be issuing its own B/Ls. Both entities though would be respon-
sible for preparing or obtaining and maintaining the types of 
documents set forth in question 9 below.

9.  What type of documents must NVOCCs and FFs retain?
 Under the Commission’s regulations, FFs are required to 
maintain the following paperwork for a period of five years:
• General financial data: all receipts and disbursements, ac-

counts receivable and payable, daily cash balances, bank 
deposit slips, cancelled checks, and monthly reconciliation 
of bank statements

• Shipment files: separate file maintained for each shipment 
containing a copy of each document prepared, processed, or 
obtained by the FF, including each invoice for any service 
arranged by the licensee and performed by others, with 
respect to such shipment. (Examples include but are not 
limited to: bills of lading, booking confirmations, delivery 

orders, packing lists, manifests, dock receipts, trucking 
invoices, commercial invoices, bills of sale, freight invoices, 
customer invoices, inventories of personal effects, documen-
tation of shipment measurements, internal emails, etc.)

• Receipts and disbursements by shipment: a record of all 
sums received and/or disbursed by the FF for services ren-
dered and out-of-pocket expenses advanced in connection 
with each shipment, including specific dates and amounts.

• Copies of contacts or memoranda summarizing every agree-
ment with a principal shipper.

 With respect to NVOCCs, there has been some confusion 
regarding mandatory recordkeeping requirements. The FMC’s 
Final Rule, recently adopted, seeks to clarify that NVOCCs are 
required to maintain the same types of records as FFs (i.e., gen-
eral financial data, shipment files, receipts and disbursements, 
and contracts). FMC regulations also require NVOCCs to main-
tain copies of NSAs, amendments and related materials as well 
as NRAs for a period of five years. Further, while the FMC does 
not require agency agreements to be in writing, the Commission 
would expect to see copies of written agency agreements that are 
reduced to writing along with any written co-loading agreements 
that an NVOCC may have.

10.  How should foreign registered OTIs renew their regis-
tration to comply with 46 CFR 515.19(d)?

 It is anticipated that the FMC will introduce an electronic 
renewal method of renewing registration. Under this plan, 
the foreign-registered OTI would receive notice within 60 
days of the renewal date requesting the entity to confirm 
whether there are no changes to the current registration 
information and requesting refilling of the Form FMC-65 if 
there is a change in the company’s registration information.

http://www.victorek.fi
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PORTAL PROFILE

From Persian Rugs to Pachyderms, 
Gallagher Transport International Clears the Way

By Joyce Dexter, Editor, The Portal

Deb Gallagher knows what it’s like to fret over the impend-
ing arrival of personal treasures and prized possessions. 

Having grown up in Kansas, when she was in junior high school 
her family pulled up stakes, after her father accepted a job in 
Tripoli, Libya. During that time she lived in Tripoli for a couple 
of years and then attended school in Switzerland.
  Those experiences, she says, “gave me an insight into the 
relocation business. I know what it’s like to wait for my posses-
sions to arrive and got excited when they did.”
  Fast-forward to 1990, when Patrick Gallagher began Gal-
lagher Transport International. His wife, Deb, was a 
commercial insurance rep, but went to work full time in their 
customs brokerage business in 1996. The Colorado-based 
company was launched in the Gallaghers’ home but has grown 
steadily since 1990. It provides customs clearance for household 
goods and commercial shipments in all U.S. ports, explains Deb 
Gallagher, who is vice president.
  Systems and processes have evolved, keeping pace with the 
times. “Originally, everything was done with paper and typewrit-
ers,” she says. “Twelve to 15 years ago you had to have someone 
onsite at the port. Now, you can file from remote locations, from 
wherever you are for most shipments, although for some com-
mercial shipments someone must be at the port.”
  To get to this point, Gallagher recalls, “We contacted Cus-
toms headquarters in Washington, DC, and met with them to iron 
out how we could streamline the household goods clearance pro-
cess. We basically pioneered handling clearances remotely and 
electronically.  All of our household goods business is through 

Patrick and 
Deb Gallagher 
of Gallagher 
Transport 
International

moving/relocation companies, and about half our business is 
commercial shipments.”
  In meeting with moving companies, Gallagher realized that 
relocation specialists are responsible for a broad cross-section 
of tasks every move entails. “They take care of packing, trans-
port, moving families,” she says. “We just handle a little piece 
of that. Our goal is to handle that little piece as well as possible. 
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We make it as simple as we can—we have one e-mail address 
that clients can use to contact us, no matter where the shipment 
comes in, for all 50 states.”
  The process is exacting but routine: U.S. Customs and 
Border Protection has certain document requirements that must 
be satisfied, Gallagher explains. “It is very regulated. The reloca-
tion companies obtain those documents, send them to us, and we 
have to enter all of the information into our software, which is 
then transmitted to the Customs software.
  “Once we get the documents—such as the Bill of Lading—
we track it and stay on top of it. Where does the customer want 
it delivered? We arrange that for them. We then get a message 
from Customs saying the shipment is cleared, or they need to 
inspect it, or—our favorite message—the shipment is released.”

devastating. And these things cost people so much money. The 
terminals and carriers keep charging for as long as the freight sits 
on the ship or at the terminal. The importers/shippers have to pay 
those fees to get their goods.”
   Occasionally the company is called upon to handle a truly 
memorable shipment. In June 2013, the Denver Zoo imported a 
very special animal from Belgium: Billy the elephant. Gallagher 
Transport had to clear the pachyderm before he could be un-
loaded. “We watched him being taken off the plane,” Gallagher 
recalls. Billy the elephant was a unique case for sure, but prob-
lem solving is a part of Gallagher’s day-to-day routine. In fact, 
she says, “It’s what I really like about my job. Our clients can 
e-mail all their questions to me. I help them achieve their goals, 
and make sure things go as smoothly for them as possible.”
  The company that was launched in the Gallagher home a 
quarter-century ago now employs 29 people. Deb Gallagher and 
her husband travel regularly, attending events such as IAM’s 53rd 
Annual Meeting, where the company was an exhibitor. “We’ve 
been an IAM member for about a decade,” she says. “It has 
given us an opportunity to know our clients, and stay on top of 
developments in the industry and at Customs.” She is a fan of 
the Social Café, and visits the site regularly.
  Growth has been steady, but kept within prudent limits. “If 
you grow too fast,” says Gallagher, “it is painful. We want our 
customers to know we are here for them, to provide the services 
they need and answer their questions. The most important thing 
we want our customers to know is that we appreciate them.”

  Because it has its role down to a science and performs it 
well, Gallagher Transport International gets plenty of repeat 
business. “We have customers we’ve had for years and years,” 
says Gallagher. “The key is providing the best possible customer 
service. We do what they need us to do, and keep them informed 
throughout the customs process.”
  Although most shipments are handled smoothly and without 
incident, outside forces beyond anyone’s control can pres-
ent complications. For example, Gallagher notes, “If the U.S. 
President imposes sanctions on a particular country, we can’t 
import things from there. One example is Persian rugs. If they 
are a family’s personal belonging we can work on that; how-
ever, if they do not meet certain requirements, importing them 
is prohibited by the U.S. Port slowdowns and strikes also affect 
us tremendously. The Pacific Coast slowdown at the ports was 

Billy the elephant was a unique case for sure, 
but problem solving is a part of 
Gallagher’s day-to-day routine. 
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TECHNOTES

How Much Code Should You Know?

By Ernie Smith

Wanna Learn Code?

In case the idea of learning pro-
gramming skills does in fact appeal 

to you and you’d like to dive a little 
deeper, a few tips to get you started:

Language of choice? A number of 
options are out there, but some of 
the ones that matter most these days 
are Javascript, which drives most of 
the programming inside of the Web 
browser; varieties of C, including the 
Apple-focused variant Objective-C; 
Java, the language used to program 
apps in Android; PHP, the language 
on which Facebook, Drupal, and 
WordPress were built; and Ruby, the 
base language for many modern Web 
apps. All of these languages ranked 
on TIOBE’s list of popular program-
ming languages in 2015.

One to watch: Another language 
that’s become popular in the last year 
but is still fairly young is Apple’s 
Swift language, which it announced 
in 2014 as an alternative to its 
Objective-C. The language is a good 
starting point for beginners as it was 
designed to be both easy to learn and 
powerful. And the company last year 
open-sourced the language, encour-
aging bigger uptake.

Cool schools: Good online places 
for budding programmers to beef 
up on their skills are Codecademy, 
which is designed to teach program-
ming skills; Udemy, which offers a 
variety of courses, including many 
programming-oriented classes; and 
Khan Academy, which offers lessons 
great for kids but also easy to follow 
for adults.

A common new kind of New Year’s 
resolution—competing with old 

standbys like losing weight and quitting 
smoking—has been a pledge to learn a 
programming language. It sounds like a 
good idea, but perhaps the real goal for 
non-technical employees should simply 
be a pledge to become a little more tech-
literate in 2016.
  I love lots of stuff about technol-
ogy and what it can offer to my life, but 
I have to admit that one of the things I 
struggle with to this day is learning the 
logic around coding.
  It has been a pretty common New 
Year’s resolution in the past four or five 
years, partly because careers across the 
spectrum suddenly require more technol-
ogy know-how. (Think about it: How 
much more often do you talk about 
technology on a daily basis, compared to 
a decade ago?)
 With my design background, I have 
some skills that translate effectively to 
online environments. I learned HTML 
and CSS in my own free time, and I can 
generally keep up with technical discus-
sions about programming and other tech-
nical topics. And being an early adopter, 
I’m generally cognizant of both the tools 
and the basic ideas out there. I know how 
to jailbreak my iPhone, I can launch and 
maintain a server on my own, and I’ve 
even been known to use the command 
line!
 But sometimes I feel like more tradi-
tional programming skills have fallen out 
of my wheelhouse completely. I would 
love, for example, to better understand 
how to use Javascript to build things 
effectively. But beyond a couple of tiny 
coding projects as part of bigger Web 
design projects—HTML and CSS are 
scripting, not coding, in my book, as they 
don’t require logic-based programming 
skills—I’m not nearly as familiar with 
the ins and outs of computer code as I 
wish I were.
  I’m definitely not the only person in 
this situation, nor do I think this problem 
will go away. The question, as technol-

ogy becomes more of a defining factor 
in everything we do, is this: For people 
who don’t have to write code as part of 
their jobs, how much does it matter that 
they’re familiar with coding?

Learn to code? We barely even know 
how to search.
The answer is complicated, though in 
some ways the fact that this is a question 
at all represents progress in the world 
of technology, because the divide in 
the past has been vast. As an example, 
a 2011 story in The Atlantic reported 
on research done by Google that found 
roughly 90 percent of Internet users 
didn’t know how to use CTRL-F, a 
common command that allows users to 
easily search through text in a document.
  The finding was so surprising among 
a certain set of Internet users that the 
Mozilla Foundation released its own 
research on the matter. It found that 81 
percent of Firefox users never used the 
command themselves, despite the fact 
that its audience sample was likely more 
tech-savvy than the average computer 
user.
 If nine in 10 people—or even, to 
be charitable, eight in 10 people—don’t 
know how to use a command that’s been 
hard-wired in operating systems for gen-
erations (one that, by the way, is pretty 
much essential to know if you’d like to to 
flutter through a page of code), how can 
we expect them to know how to code?
 The answer, of course, is that we 
can’t. But we can definitely work harder 
on the computer literacy front here.

The pros and cons
Now, the option of learning how to pro-
gram is definitely available to everyone, 
and there are differing schools of thought 
on the issue. President Obama, for one, is 
firmly in the learn-to-code camp. And so 
is former New York City Mayor Michael 
Bloomberg, who famously claimed in 
2012 that he was learning to code as part 
of a New Year’s resolution. (No word on 
how that went.)
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https://blog.mozilla.org/metrics/2011/08/25/do-90-of-people-not-use-ctrlf/
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  And there are advocates for learning programming out there 
who say it offers huge advantages to those who take the time to 
pick up the skill.
 “Coding is increasingly more approachable for new learn-
ers, thanks to the huge number of online and offline resources, 
and it’s a skill that, once learned, can empower you with the 
ability to create and solve problems to an extent that few other 
skills can,” Khan Academy’s Pamela Fox, who helps devise the 
education nonprofit’s coding curriculum, told Business Insider.
 But, at the same time the pro-coding argument has started 
to gain attention, there has been backlash against the idea that 
average people need to embrace programming. Jeff Atwood, 
the co-founder of the programming discussion platform Stack 
Exchange, suggests the idea of learning how to code has been 
blown out of proportion over the years, and gets in the way of 
tangible lessons that might be better to focus on.
 “Look, I love programming. I also believe programming 
is important … in the right context, for some people. But so 
are a lot of skills,” Atwood wrote in a 2012 rebuke of Michael 
Bloomberg. “I would no more urge everyone to learn program-
ming than I would urge everyone to learn plumbing. That’d be 
ridiculous, right?”
 Combine this thought process with the insight of famous 
George Mason University economist, author, and blogger Tyler 
Cowen, and suddenly it feels like the anti-coding pitch has some 
meat on those bones.
 “There is often this naive reaction a lot of people have,” 
Cowen said in an interview with 99U a couple of years ago. 
“They say, ‘Now I need to take X number of years off, learn all 
the skills of computer programming and become a programmer.’ 
Very often that’s a bad way to go. It’s people who integrate 
technical skills with knowledge of a concrete area and who 
understand marketing, presentation, and persuasion.”

Why it’s OK not to speak in code
Cowen’s a smart guy and his points stick perhaps a little better 
than Atwood’s do, because they’re a lot closer to reality for a 
number of folks in the association space.

 Association executives are the masters of the jack-of-all-
trades philosophy. They understand the realities driving the 
business as well as the thought processes that make those actions 
happen. And, in some ways, programming would be another 
thing to juggle on top of all these other bits of knowledge.
 Ultimately, I think this question comes up because we want 
to understand our own limitations and plow through them. We 
think that the next time we talk with the IT guy, we can discuss 
some of the things he’s talking about and not get totally lost. And 
perhaps, we figure, by understanding what goes into program-
ming, we might be able to think more creatively about the prob-
lems we’re looking to solve.
 But those problems are generally business problems, 
not technical ones, and not having a hang on the tech end of 
things doesn’t make you a bad person; it just means you have 
other things in your life to worry about. Don’t fret if you don’t 
know—instead, be smart enough to hire or associate with some-
one who does.
 If you’re not looking to learn a new language, focus instead 
on your computer literacy skills—learn CTRL-F, along with 
every other command on the keyboard. Dive deeper into social 
media and get a handle on the world of online tools. And think 
about how these skills could slowly but surely apply to what 
you’re doing on the job.
 I think this year I may personally spend some time trying 
to dig into the coding—because I really do want to be better at 
it, and I think that it’ll make me better at what I do—but I don’t 
think it’s something that everyone must jump into because Presi-
dent Obama or any other smart person said so.
 Treat it like playing a guitar: Not everyone knows how to 
play a barre chord, but those who do know the lingo and can 
gain some benefits from that.

Ernie Smith is the social media journalist for Associations Now.

Reprinted with permission. Copyright, ASAE: The Center for 
Association Leadership, January 2016, Washington, DC.
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MOVERS DOING GOOD

Premnath, supervisor, and Kathik, purchase manager, from the 
Universal Relocations office in Chennai, offer relief supplies to 
villagers.

ARA Assists Victims of 
Monsoons in India

In December, after India suffered major flooding, the Asian 
Relocation Association board agreed to donate funds and 

request members in the region to donate it to the community. 
  “This past monsoon season has been one of a kind,” said Sai 
Dattani, president of India-based Universal Relocations. 
“We have not seen a rainy season like this for generations, and 
never have we seen a rainy season like this with the population 
as developed. It was an incredible challenge that we, the people 
of Chennai, faced. One truly incredible part of this experi-
ence was being able to witness the interaction between com-
munity members. It is an extremely rare happening to be able 
to see communities in this world come together as one, not act 
viciously to one another, and provide care to the elderly and the 
sick before thinking of themselves.”
  Dattani added that the donations and support for relief ef-
forts during this time “truly means a lot to our communities and 
it meant a lot to our organization.”

Bedding, food and other goods donated by ARA members in the 
affected region were distributed to those in need.

Building Fun at a 
Charity Bazaar in Hanoi

The Saigon Van team took part in November in one of the 
biggest charity events in Hanoi, the HIWC Bazaar. The 

event, which drew some 9,000 visitors this year, is one of several 
projects organized by the Hanoi International Women’s Club that 
benefit children’s health and education initiatives and support 
women victims of domestic violence.
  For the bazaar, Saigon Van donated large structures de-
signed and constructed over several days by its packing/opera-
tions team using packing boxes. The team built Vietnamese-style 
houses and a maze/tunnel—one of the busiest attractions at the 
event—and the main gate, made in the shape of a lotus flower. 
  This year, the company also had a booth, also built with 
cartons. Especially popular among both children and adults was 
a game—balls in a hole—that allowed visitors to try their luck 
tossing a ball into holes cut in the boxes.

Above, youngsters enter a maze 
constructed of boxes. At right, two 
boys in front of a replica of a Viet-
namese house.

A sea of cardboard packing boxes where children could get lost in 
the moment.
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IAM Members Offer 
Support after Typhoon

CTSI Logistics, Matson Navigation Co. and Cargo 
Express (Saipan), Inc., were recently acknowledged 

in the Saipan Tribune for their assistance to Typhoon Soudelor 
victims. Residents in the U.S. Pacific Northwest donated a 40-
foot container of relief goods and other much-needed supplies 
to Saipan. The donations were turned over to the Empty Vessel 
Ministry Foundation for distribution to the typhoon victims. 
  The container, filled with food, clothes, shoes, baby wipes, 
bedding, water, school supplies, personal hygiene products, 
tents, batteries, hydropacks and medical supplies, was shipped 
for free to Saipan courtesy of the three companies. In a state-
ment, the foundation expressed “gratitude to the generous ship-
ping and logistics companies.”

Arpin Transports Wreaths to 
Honor Veterans

Arpin Van Lines recently transported 6,354 wreaths from 
Columbia Falls, Maine, to Arlington National Cemetery, to 

be laid in memory of veterans during National Wreaths Across 
America Day on December 12.
 Van operator Steven Meyer and his wife, Angie, volun-
teered on behalf of Arpin Van Lines to drive the wreaths from 
Maine to Virginia, with stops to deliver wreaths at veteran cem-
eteries in Exeter and Newport, Rhode Island, as well as Balti-
more, Maryland.
 At Arlington, they helped unload and place the wreaths at 
gravestones with the aid of active members of the Armed Forces, 
veterans, families and community volunteers.

Arpin drivers 
Steven Meyer 
(left) and Seth 
Klein pose in 
front of the Arpin 
Van Lines truck 
that carried 
6,354 wreaths 
from Columbia 
Falls, Maine, to 
Arlington Na-
tional Cemetery 
during National 
Wreaths Across 
America Day.

Wreaths to be placed 
at veterans’ graves 
are unloaded at 
Arlington National 
Cemetery.

Are you a mover doing good? Tell us about it. 
Send your story to joycedexter47@gmail.com

http://www.jaxbox.com/
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 “When we opened up the trailer to allow the families of 
fallen veterans to take the first wreaths, I was immediately over-
come with emotion,” said Meyer. “My wife and I are very proud 
to have been a part of this occasion to honor our fallen heroes.”
 The Arpin Charitable Fund got involved with Wreaths 
Across America by coordinating donations from team mem-
bers. More than $2,000 was raised for wreaths to be placed at 
gravesites at the Rhode Island Veterans Memorial Cemetery in 
Exeter and Arlington National Cemetery. Contributions arrived 
from Arpin agents, Arpin’s management and staff, and the Arpin 
Charitable Fund.
 “This is our third year participating in this event and it has 
started to become a tradition among our drivers, agents and em-
ployees, who eagerly lend a helping hand by making donations 
or volunteering to unload and lay the wreaths at gravestones,” 
said David Vieira, vice president of Arpin Van Lines. “We 
are especially grateful to Steven Meyer for his dedication and 
leadership in coordinating Arpin’s contribution to this important 
annual event.”

John Mason International Raises 
Money for Children in Need

Staff at John Mason International’s head office in Liver-
pool raised £300 for Children in Need via a dressing up day 

in the office, lunchtime quiz, a cake sale and raffle.  
 Staff got involved in this year’s theme, “Superheros,” by 
dressing up for the occasion. 
  Children in Need is a UK charity that conducts a nationwide 
fundraising day every November. Over the years it has raised 
more than GBP 600 million to support disabled children and 
disadvantaged young people in the UK and overseas. 

John Mason 
Interna-
tional’s 
reception-
ist, Denise 
D’Arcy, aka 
Batgirl
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Mover for Hunger Executive Director Adam Lowy 
reports that 2015 was a banner year. The organization and 
its partners helped to provide more than 1 million meals to 
those in need.
  To learn how you and your company can participate in 
the program, visit www.MoveForHunger.org.

http://www.gridironforwarding.com
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AIR CARGO/AIR TRAVEL

The Forwarder Awakens: Amazon Receives NVOCC License

By Randy Woods, Air Cargo World

Did you feel that? A disturbance throughout the logistics 
community? Perhaps that was the news that Amazon 

China—a subsidiary of the Seattle-based e-commerce titan—has 
been granted a license from the U.S. Federal Maritime Com-
mission to operate as a non-vessel operating common carrier 
(NVOCC) for cargo shipments between China and the United 
States. In short, Amazon China is now a freight forwarder.
 While the license will allow the Beijing-based Amazon 
China subsidiary—officially named Beijing Century Joyo 
Courier Service Co., Ltd.—to purchase and sell block space on 
ocean vessels for itself and for other companies, Amazon has 
made other recent moves in the airfreight and trucking industries 
to suggest that it could use its NVOCC license to provide third-
party logistics services in the air and surface markets as well.
 The license, first noted by the Flexport Blog, is expected to 
reduce retail costs for Amazon and give the company more con-
trol over the shipping of goods from China to the United States. 
“Amazon’s ocean freight services will be far more attractive 
to Chinese sellers than to American buyers. Chinese suppliers 
would love direct access to Amazon’s vast American customer 
base,” wrote Ryan Petersen, CEO Flexport, on the blog. “By us-
ing software to eliminate additional transaction costs associated 

with government filings, status updates, pricing, booking and 
more, Amazon will be able to cut their costs significantly.”
 However Amazon plans to operate as a freight forwarder, 
it’s become clear that airfreight will be a large part of its busi-
ness. Late last year, Air Cargo World’s sister publication, Cargo 
Facts, broke the news that Amazon was creating a logistics 
operation that could include overnight air operations in the U.S. 
domestic market, potentially including the acquisition of at least 
20 freighter aircraft. Later, it was revealed that Amazon has been 
conducting air logistics tests in Europe and the United States, as 
well as investing in road delivery networks. 
 Many in the industry had speculated that Amazon was 
making the investments in logistics networking merely to avoid 
future delays in shipping goods during peak season, as the e-
tailer had experienced before with integrator such as FedEx and 
UPS. But the NVOCC license suggests that Amazon is interested 
in becoming a permanent player in the 3PL market.
 Satish Jindel, a logistics consultant and president of SJ Con-
sulting Group, told Reuters that the new license gives Amazon 
“more and more control over the supply chain of their business 
and it gives them the ability to squeeze [costs] even further,” 
which can provide an edge over traditional U.S. retailers in terms 
of negotiating prices for goods.

http://aircargoworld.com/wp-content/uploads/2016/01/Amazon-box.jpg
http://www2.fmc.gov/oti/NVOCC.aspx
http://www2.fmc.gov/oti/NVOCC.aspx
http://www.lginternationalmovers.com
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INDUSTRY NEWS
A look at people and events shaping IAM member companies

Richard Hooker Brad Stevenson

AIReS, headquartered in Pittsburgh, Pennsylvania, has an-
nounced several appointments.
 Richard Hooker has joined AIReS as director of operations 
serving the EMEA (Europe, Middle East, Africa) and APAC 
(Asia Pacific) regions. He will be responsible for the overall 
operation and performance of these regions to include operations 
teams based in AIReS offices in London and Hong Kong, as well 
as those placed onsite with customers in various global locations. 
He will also oversee the AIReS Global Eye® Support Center, 
which provides 24/7 support to its customers and partners.
 Hooker has 13 years of relocation and mobility experience, 
and previously served in operations and client services roles 
in Europe and Asia. He has worked with many clients across 
numerous industries and different cultures. 
 Brad Stevenson, partner manager, family services, has been 
promoted to director of global procurement. He will be respon-
sible for management of the procurement/rates team, mobility 
services group and partner operations group to fulfill AIReS’ 
procurement strategy while ensuring AIReS’ high partner perfor-
mance standards.
 Stevenson joined the company in 2012 with six years of 
prior relocation industry experience. During that time he estab-
lished long-term partnerships with AIReS’ supplier partners that 
yielded strong results for both sides.
  In his new role, Stevenson will also serve as an escalation 
point for the resolution of partner-related matters. He will sup-
port and monitor key metrics, investigate and resolve any partner 
performance issues or ISO non-conformance, ensure that AIReS’ 
procedures are compliant with IRS regulations and industry 
guidelines, maximize business received for AIReS partners, and 
identify additional growth opportunities.
 Andrew Meadowcroft and Emma Herblot have joined the 
company as global client service managers serving the EMEA 
Region and APAC Region, respectively. They will be responsible 
for managing client relationships, client program implementation 
and ongoing assistance and training for the operations service 
team. 
 Meadowcroft has five years of comprehensive relocation 
and mobility experience, and his past employers include a global 

Andrew Meadowcroft Emma Herblot Stephen Bonollo

assignment management organization, a destination services 
provider, and a Big Four accounting firm.
 Herblot has six years of comprehensive relocation and im-
migration management experience, including work with a large 
mobility management company and an immigration provider. 
Through this experience, Herblot has worked with clients across 
many different industries, focusing on high-quality service deliv-
ery and account management. She will be based in AIReS’ Hong 
Kong office. 

AIM International Moving, headquartered in Dublin, Ire-
land, has announced that Vivian Gerber has joined the company 
as operations manager. Gerber previously worked at Robinsons 
& Team in England, Pickfords in Egypt and Kings & Elliotts in 
South Africa.

Grace Removals Group announced that Stephen Bonollo 
has been named north regional general manager, replacing Jim 
Cumerford, who retired after 22 years with the company.
  Bonollo brings more than 20 years of freight and moving 
industry experience in both the domestic and international mar-
kets. His portfolio of developing strategic international relation-
ships and achieving business growth is strongly underpinned by 
his significant senior management experience.

APPOINTMENTS

GUYANA OVERSEAS TRADERS
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Armstrong International Movers 
has named Daniel Renaud as manager 
of global partnerships. In his new role, he 
will have responsibility for all import and 
export business booked with Armstrong 
by the company’s global trade partners.
 Renaud is well known in the industry 
and brings years of experience to the 
Armstrong team. After living in Mexico 
for 22 years, he will now be based in 
Toronto, Canada.

Daniel Renaud Gareth Thomas Cédric Tavernier Andrea Gastaldi Marc Guyonnaud

AGS Group has announced a number 
of new hires and appointments.
 Gareth Thomas joined the company 
as managing director for AGS 360° 
Solutions. He has 10 years’ experience 
in the international freight and logistics 
industry, his last position being that 
of group development and operational 
manager for Sea-Cargo Norway.  He 
has also worked as procurement 
and operations director and group 
development, sales and operations 
manager for Fischerblack International 
and Charles Gee Group, respectively. He 
has a proven track record in producing 
results, delivering projects to set time-
scales and budgets. 
  Thomas has integrated the AGS 
corporate culture through time spent in 
three AGS affiliates in Bucharest, Madrid 
and Singapore over the last four months. 
His peers gave him his induction and 
training in the Group’s methodology, 
processes and procedures. 
  In this new role, his aim will be 
to drive new ideas and to support the 
existing AGS 360° Solutions team, 
ensuring the right practices and structure 
to address the challenges faced in the 
ever-changing industry. 
  Cédric Tavernier was named 
branch manager of AGS Warsaw in 
November. He has been living and 
working in Poland since 2003 in country 

and general management positions. 
Previously, he had served in a number of 
sales, business development and project 
management roles in diverse industries 
in Ireland and France. He speaks French, 
English, Polish, German and Spanish. 
 After completing the training 
program for future branch managers, 
Andrea Gastaldi was promoted in 
November 2015 to the position of branch 
manager for the Group’s newly establi-
shed affiliate, AGS Four Winds Cambo-
dia. 
 Gastaldi began working for the 
Group in 2011 as a salesman with AGS 
Four Winds Singapore. His involvement 
and profile led superiors to recommend 
him to the Group’s management for a 
future managerial position. Now alone at 
the helm of a newly created branch, he 

hopes to maintain the Group’s reputation 
and to develop the AGS Four Winds 
network in the highly strategic South-
East Asian zone.
 Marc Guyonnaud has returned to 
AGS after a five-year interval working 
for an international shipping line. His 
early career experience was gained 
at AGS Frasers from 2004 to 2010. 
However, after spending 10 years in 
Africa, Guyonnaud wished to develop 
his career in Asia. After working at AGS 
Four Winds Thailand as trainee branch 
manager, he was appointed to manage the 
Group’s new branch, AGS Four Winds 
Myanmar in November 2015. 
 Quentin Thomazeau has joined 
the Group as branch manager of AGS 
Mayotte/Comoros. Previously he worked 
in many different locations around the 

http://www.euromovers.com
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Boonma Promotes Staff 
Wellness Program 

Healthier employees can actually 
help the employer’s bottom line. 

At Boonma, the management has 
implemented employee-based wellness 
programs for years and worked on solu-
tions to combat rising healthcare issues. 
In cooperation with Dr. Panya General 
Hospital, the company’s Human Re-
sources Department organized an annual 

Boonma employees receive their annual 
health screenings through the company’s 
corporate wellness program. 

Is Your Contact 
Information Current? 

Update your Membership 
Directory listing at any time by 

sending an e-mail to 
Membership@IAMovers.org

corporate health check-up for all 243 
employees from five companies in the 
group: Boonma Moving, Boonma Inter-
national, Boonma Cargo, M-PE Industry 
and M-PE Insulation. 
  “Corporate wellness is a long-term 
effort,” said Boonma Executive Director 
Tiddy S. Teerawit. “The success of our 
corporate wellness is driven by our HR 
strategic plan requiring support and com-
mitment from the employer, employees 
and vendors. Corporate wellness is not 
just one solution, but is the culmination 
of many solutions that work together 
under the core strategy.”  

The company’s HR department organized 
the screenings for employees.

Florent Birot

world, including for the French Embassy 
in Tanzania in 2006, before moving to 
Johannesburg and then to Dakar.
 Back in Europe, he worked in 
Brussels, then returned to Africa, where 
he became project manager and director 
in Maputo for three years. He joined the 
AGS Group in November 2015. His re-
cent experience includes records manage-
ment. 
 Florent Birot has been named 
deputy branch manager for AGS Nigeria 
and branch manager for AGS Frasers Ni-
geria in Port Harcort. Having joined the 

Group in January 2015 as trainee branch 
manager in Mali, he was named to his 
new position in December. Before joining 
the AGS Group, Birot worked in various 
industries: supply chain management, 
logistics, sales and client relations as well 
as supplier management. 

Atlantis Moving Logistics & Relo-
cation has announced that Max Barrow 
has returned to the company as internatio-
nal manager. 
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AIReS Hosts Broker Summit

AIReS recently hosted its 2nd annual Broker Network Summit 
in Pittsburgh, Pennsylvania. At the three-day event in December, 
AIReS provided education, training, and an inside look at the  
AIReS culture to its top real estate brokerage partners. The 
second day of training closed with keynote speaker Jeff Tobe, 
author of the popular book Coloring Outside the Lines, who 
provided an engaging and entertaining look at the customer 
experience.

Dancing Removal Team 
Celebrates Australia Day

 

International moving company John Mason International 
took part in a very special removals job last week to mark and 

honor Australia Day. And it involved moving a little bit of the 
“land down under” to the streets of London.
  The UK-based removals company made a special delivery 
to an address just a stone’s throw from the Houses of Parliament.  
Its team of dancing removal people emerged from the back of 
a vehicle, while numerous others unpacked Australian-themed 
items, including a life-size kangaroo, crocodile, surfboard, and 
even a barbecue.
  “We continue to move thousands of people each year across 
the world and Australia still remains a popular location for many 
Brits,” said John Mason International’s Simon Hood. “This was 
a demonstration of how we always go that extra mile—and we 
wanted to wish everyone a happy Australia Day too.
  “Moving can be a very emotional time, no matter how old 
or young you are, and we wanted to take this special opportunity 
to relay just how important our customers are to us.”
  The commotion stopped lunch-goers and road workers in 
their tracks to applaud the impromptu dancing. Others were 
filming from bus windows on their phones as they passed the 
unusual Aussie spectacle.

John Mason employees wowed the crowd with impromptu danc-
ing in front of the Houses of Parliament in London.

Boonma Executive Director Tiddy S. Teerawit (center) and his 
team at the AMCHAM awards luncheon, which featured a tradi-
tional Thanksgiving meal.

Celebrating an American 
Thanksgiving in Bangkok

A team from Boonma Mobility joined the the American 
Chamber of Commerce in Thailand to celebrate the 2015 

AMCHAM Corporate Social Responsibility (CSR) Excellence 
(ACE) Awards, presented by the U.S. Ambassador Glyn T. 
Davies. The luncheon, organized by AMCHAM, also included a 
traditional Thanksgiving lunch with turkey and trimmings.  
 “The first Thanksgiving was not the holiday feast we know 
today, but a simple gathering,” said Tiddy S. Teerawit, executive 
director of Boonma Mobility, during the event. “The meaning of 
Thanksgiving has undergone numerous transitions since and in 
the process has created bedrock American traditions and values 
such as gratitude, unity, and sharing. Let us contemplate all of 
the blessings and bountiful gifts we have been given and share 
our gratitude with our family, friends, and community.”  

http://www.emeraldrelocations.com
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John Mason Moves 
Its Headquarters

John Mason International moved to a new depot in 
Hemel Hempstead, effective January 4, 2016. The interna-

tional removals specialist, which has called Croydon home for 
many years, will now serve the south of England from its new 
location, according to John Mason COO Noel Briscoe.
  “Hemel Hempstead will provide us with much improved 
transport links,” said Briscoe, “so we will be better placed to 
serve our many trade customers across the south. The new site 
will also provide us with the option to expand should we require 
additional storage facilities.”

From left to right: BCA President and CEO William J. Canary, Rep. 
Martha Roby, Coleman Worldwide Moving CEO Jeff Coleman.

Coleman Hosts Gathering for 
Rep. Martha Roby

Coleman Worldwide Moving hosted the Business Coun-
cil of Alabama’s endorsement of the state’s 2nd Congressio-

nal District Representative, Martha Roby, on January 28. Cole-
man Worldwide Moving CEO Jeff Coleman said after the event, 
“Congressman Martha Roby has been a great friend and ally to 
Coleman Worldwide Moving and the Dothan/Wiregrass area. On 
a difficult national stage, I have witnessed her work diligently 
and courageously in fighting to represent the values, needs and 
desires for the people and the businesses of the 2nd Congressional 
District of Alabama.”

What’s New?

Send your announcements, articles, and news to

janet.seely@iamovers.org
AND

joycedexter47@gmail.com

http://www.canalmovers.com
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The IAM Code of Ethics: 
What Is It and How Does It Work?

By Brian Limperopulos, Director, Programs

Members of the International As-
sociation of Movers recognize 

the importance of codifying and raising 
awareness about the ethical principles 
that guide the work of moving compa-
nies, their suppliers and their staffs. 
 Ethical dilemmas occur when values 
conflict. The IAM Code of Ethics states 
the values to which our members are 
committed and embodies the ethical 
responsibilities of our profession. More 
specifically, it provides IAM members 
with a set of guidelines to assist them in 
understanding the difference between 
“right” and “wrong,” and in applying 
that understanding to their dealings with 
clients and other IAM members. 
 Each member must abide by the 
tenets set forth in this document, which 
are as follows:  
• Members shall acknowledge and 

respect the cultural similarities and 
differences among all members.

• Members shall conduct business in a 
responsible and professional manner.

• Members shall deal fairly with all 
customers, Association members, 
and other business entities.

• Members shall adhere to a policy of 
honesty and integrity in accordance 
with generally accepted principles of 
professional conduct.

• Members shall be forthright and 
truthful in their professional commu-
nications.

• Members shall abide by all lawful 
agreements to which they are a party, 
including agreements with custom-

ers, the Association, and Association 
members.

• Members shall pay their just ob-
ligations. Members shall strive to 
comply with all applicable laws and 
governmental regulations.

• A member shall not compete unfairly 
with other members. Members shall 
refrain from engaging in any activity 
which discredits the Association or 
any of its members.

 This Code is overseen by the IAM 
Members’ Ethics Council, which is a 
permanent institutional body comprised 
of volunteers from various IAM member-
ship categories and geographic regions 
to provide a variety of experiences and 
industry knowledge to the Council. 
 Chaired by former IAM Chair Rick 
Curry, the Ethics Council receives allega-
tions of ethics breaches through the IAM 
Code of Ethics Enforcement Procedures. 
This step-by-step process enables IAM 
and the Ethics Council to administer 
reasonable and nonrestrictive sanctions 
for Code of Ethics violations in a fair and 
impartial manner. 
  In future issues of The Portal, we 
will use this space to publish ethical guid-
ance using case studies and informative 
articles. If you have a question about the 
Code of Ethics or a situation with another 
member, please consult the Code of Eth-
ics section on the IAM website to learn 
more about the Code, the enforcement 
procedures and how to lodge an ethics 
complaint.

Write for 
The Portal!

Do you have news, experiences or ideas you’d like to share with Portal 
readers?  Go to www.iamovers.org > Resources & Publications > The 

Portal Magazine, click “Submit Your Story” in the box on the left and follow the 
instructions in the guidelines.

http://www.univers-transit.co.il
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WELCOME NEW MEMBERS

Peg Wilken
Stevens Forwarders Inc.
IAM Chair

Governing Member
Reads Moving Systems of Richmond 
5851 Quality Way 
Prince George, VA 23875-3040 USA 
Tel: 804-520-2900 • Fax: 804-520-8630 
dp3va@readsmovers.com 
POC: Jim Hannon 
POC: Tim Ruddle 
POC: Jim Patrick 
Sponsors: Ace Relocation Systems, USA 
Atlas World Group International, USA 

Core Members
2AMOVERS
11/2 Sim’i Khokhlovykh 
04119 Kiev, Ukraine 
Tel: 380 (44) 303-9085 
Fax: 380 (44) 303-9085 
2amovers@2amovers.com 
POC: Aleksey Avsievitch 
POC: Oksana Golub 
POC: Ekaterina Kobernyk 
Sponsors: Rilvan Moving and Relocations, 
  Romania  
Voerman Russia (Moscow), Russia 

3 Way International Logistics Inc.
1515 Britannia Road East 
Mississauga, Ont. L4W 4K1 Canada 
Tel:  905-565-1920 
Fax: 905- 565-1920 
3way@ship3way.com  
POC: Mario Martins 
POC: Meuren Martins 
POC: Juliana Rasquinha 
Sponsors: Fusion Shipping & Logistics Co., 
  W.L.L., Kuwait  
Top Most Freight Solutions LLC, United Arab 
  Emirates 

A-1 Freeman Moving Group
1100 Westlake Pkwy SW 
Atlanta, GA 30336-2908 USA 
Tel: 404-732-9037 
Fax: 404-349-0351 
hcooper@a-1freeman.com 
POC: Holly Cooper 
POC: Larry Vinzant 
POC: Brenda Hendricks 
Sponsors: Corrigan International, USA 
Stevens Forwarders, Inc., USA 

A-Marshall Packers & Movers
First Floor, Adnan Plaza 
G-10 Markaz 
44000 Islamabad, Pakistan 
Tel: 92-51-2353617 
Fax: 92-51-2291749 
info@mpackers.com  
POC: Malik Mansoor Ahmad 
POC: Mohammad Shahid Khan  
POC: Syed Arif Hussain 
Sponsors: Freeline Movers, Afghanistan 
Homepack Freight International, Pakistan

Adem
106 Cours Lie Utaud 
13006 Marseille, France 
Tel: 33 (0) 4 91790042 
Fax: 33 (0) 491799237 
adem.demenagements@wanadoo.fr 
POC: Philippe Haddad 
POC: Kamelia Laborie 
Sponsors: EuroUSA Shipping Inc., USA  
MoveHub (Best Global Movers), United 
  Kingdom 

Airlift (U.S.A.) Inc. 
11099 S La Cienega Blvd Ste 151 
Los Angeles, CA 90045-6126 USA 
Tel: 310-337-0700 
Fax: 310- 337-0786 
la@airliftusa.com 
POC: Pramod Kumar Dinkar 
POC: Balaji Viswanathan 
POC: Steven Prabhu 
Sponsors: Integrated Logistics, Qatar  
MEXL Express Ltd., United Kingdom 

All Cargo Express Inc.
Unti 200 - 2251 No. 5 Road 
Richmond, V6X 2S8 Canada 
ace@allcargoexpress.com  
Tel: 604-606-0633 
Fax: 604-232-4544 
POC: Worick Garrison 
POC: Alberto Ferreira 
POC:  Erin Stewart  
Sponsors: Go Transport Canada 
All-Route Shipping (NI) Ltd., Ireland

Container Freight Station 
Bldg 3594, Road 2153, Block 321 
Al Guadaibiya, P.O. Box 23135 
Manama, Bahrain 
Tel: 00973 17540008 
Fax: 00973 17540009 
shelil@cfsbh.com  
POC: Shelil Ali 
POC: Sanaa Akbar 
POC: Leonora San Juan 
Sponsors: Integrated Logistics, Qatar  
Universal Relocations Inc., USA 

Container Freight Station 
C Ring Road, beside Dar Al Arab 
(Arab News Papers), Ezdan Bldg. No. 70 
Zone 27, Street 230, Umm Ghuwalina 
31242 Doha, Qatar 
Tel: 00974 40165800 
Fax: 00974 40165802 
shabeer@cfsbh.com  
POC: Shabeer Abbas 
POC: Shameer Cethil Manikoth 
POC:  Fasal Charapparamba 
Sponsors: Writer Relocations, Qatar 
Universal Relocations Inc., USA 

http://www.homepack.pk
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Dinamo Logistica Internacional 
Av. Pte. Ramon Castillo 
Buenos Aires, 1720 Argentina 
Tel: 5411-5354-6782 
consultas@dinamolog.com.ar  
POC: Nazareno Villa Abrille 
POC: Guillermina Frigerio 
Sponsors: WillMove Worldwide Removals  
   S.L.U., Spain
Cicon Internacional Ltda., 
  Colombia  

Glaube Logistics 
Falasteen Street, Al Jawal Centre 
First Floor, Office No. 4 
Jeddah, 138216 Saudi Arabia 
Tel: 966126641075 
Fax: 9660126641075, ext. 108 
fazil@glaubelogistics.com  
POC: Mohammed Fazil 
POC: Shafeeq Ali 
POC: Arun Kuttykrishnan 
Sponsors: Express Forwarding Services, 
  Saudi Arabia 
Freight Solutions Office, Saudi Arabia

Infinity Pack & Ship 
10 Yad Harutzim, Talpiot 
93442148 Jerusalem, Israel 
Tel: 972 0722 393 99 
Fax: 972 0722 328 686 
info@infinitypack.co.il  
POC: Ronen Harel 
POC: Oren Pikel  
Sponsors: WillMove Worldwide Removals 
   S.L.U., Spain 
Orient Express Forwarding Pte 
  Ltd., Singapore  

Irish Removal Specialist Limited 
Public Storage Centre 
Bandon Road, Bishopstown 
Cork, T12 Y6HC Ireland 
Tel: 00353 21 4543976 
Fax: 00353 21 4345564 
info@irishremovals.ie  
POC: Trevor Mulcahy 
POC: Brian Curtin 
Sponsors: NEDRAC, Inc., USA 
AIM International Moving Ltd, Ireland 

ISE Logistics Ventures, LLC
2501 Broening Hwy. 
Baltimore, MD 21224-6624 USA 
Tel: 410-325-1540 
ken.gitter@iselv.com  
POC: Kenneth Gitter 
POC: Tina Davis 
Sponsors: H & S Logistics Ventures LLC, 
  USA  
North Atlantic Services N.V., Belgium 

Medex 
Jabal Al-Hussein, Ramallah Centre 
6th Floor, Office #8 
Amman, Jordan 
Tel: 962 65639002 
Fax: 962 65639003 
m.refai@medexpac.com  
POC: Mohammad Al-Refai 
POC: Mohammad Najjar 
POC: Israa Naser 
Sponsors: Felix Relocations (M) SDN BHD, 
  Malaysia 
Eazy Moving & Storage, United Arab 
  Emirates 

OWL—One World Movers 
Al Maseel Pearl Building 
Office # 104, 1st Floor 
(Opposite the Educational Service Museum) 
Mirqab-Kuwait City, Kuwait 
Tel: 965 22285468 
Fax: 965 22285469 
info@oneworld-movers.com  
POC: Tony Fernandes 
POC: Joseph Manzo 
POC: Pradeep Joseph 
Sponsors: Bridgeway Relocations, United 
  Arab Emirates  
Globe Moving & Storage Co. Pvt. Ltd., India 

Simorg International Transport 
Inonu Mahallesi Kartal Caddesi 
34775 Istanbul, Turkey 
Tel: 902165933373 
Fax: 902165454721 
info@simorgtrans.com 
POC: Arnela Adkovaycin 
Sponsors: Brisk International Cargo Inc., 
  Canada 
Paragon Saudi Services (Shipping & 
  Logistics), Saudi Arabia

Sparber Lineas Maritimas, S.A. 
Torres Quevedo, 30 
28823 Madrid, Spain 
Tel: 34916601608 
Fax: 346601600 
express@sparber.es  
POC: Udi Nemirovsky 
POC: Oscar Perez 
POC: Lucia Gomez 
Sponsors: Decapack, Chile 
Globus Int’l Packing, Shipping & Moving 
  Limited, Israel

IMPORTANT NOTICE

In compliance with the U.S. Revenue Reconciliation Act of 1993, 87 
percent of your IAM membership dues may be deductible as a business ex-
pense. However, 13 percent may not be deductible as allocable expenses 
to state and federal lobbying activities of this Association.

Tad Logistics 
P.O. Box 262361, Plot #S60503 
Jebel Ali Free Zone South 
262361 Dubai, United Arab Emirates 
Tel: 971 4 8809700 
Fax: 971 4 8809702 
rajesh@tadlogistics.com  
POC: Rajesh Kuttichi 
POC: Subhash Parathi 
POC: Dinesh Kumar 
Sponsors: Dolphin Shipping & Logistics, 
  Kuwait  
Freight International Inc., United Arab 
  Emirates

Taxi-Meubles SA 
Route d’Apples 6 
1144 Ballens, Switzerland 
Tel: 41 848 870 007 
yvan.duperrex@duperrex.ch  
POC:  Yvan Duperrex 
POC:  Alain Duperrex 
Sponsors: Ritschard SA, Switzerland 
Luker Bros. (Removals And Storage) Ltd., 
  England  

Trans Canada Movers Inc.
1080 Cliveden Avenue 
Delta, BC V3M6G6 Canada 
Tel: 604-540-4109 
Fax: 604-540-4170 
info@transcanadamovers.com  
POC: Margaret Grant 
POC: Abdullah Yurukcu 
Sponsors: Euro Transport Int’l, Canada  
SDC International Shipping, Inc., USA 

Victor Moving Services–VMS
103 Rue Sainte Cecile 
13005 Marseille, France 
Tel: 07 82 03 57 39 
victorms@hotmail.fr  
POC: Victor Krief  
Sponsors: Deminter International, Tunisia 
United Trans Moving & Storage, Egypt 



Moving
Packing
Shipping
Storage
Trucking
Heavy Hauling
Fine Arts HandlingFine Arts Handling
Machinery Rigging
Local & Int'l Relocations
Heavy Crating

San Juan, Puerto Rico
T. 787.762.5353 
F. 787.762.5648

sales@garciatrucking.com

http://www.garciatrucking.com
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WASHINGTON UPDATE
By Jim Wise and Bryan Vickers, PACE, LLP

Examination of Port Performance Required in Highway Bill

While much of the focus of the recently passed long-term 
highway reauthorization bill, the Fixing America’s 

Surface Transportation Act (also known as the FAST Act), has 
centered on infrastructure, roads and related highway provi-
sions, this important legislation also requires a review of—and 
subsequent recommendations for improving efficiency at—the 
nation’s ports.
  IAM is engaged with other industry stakeholders, and joined 
in a letter to the Department of Transportation (DOT) requesting 
that the agency review key port metrics, several of them specific 
to factors that have increased congestion over the past several 
years. 
  DOT is required to develop key metrics at the ports, which 
will entail establishing a working group at the agency to address 
them. Our joint request to DOT also advocates for shipper and 
cargo representatives to be part of that working group. Specifi-
cally, the metrics would cover four areas:

1. Berth operations
 The main activity of a container port is the loading and 
unloading of shipping containers onto and off vessels. Almost 
by definition, statistics that measure port performance must also 
include data on the efficiency of these loading and unloading 
operations. Because both ships and ports come in different sizes, 
the metrics for berth operations should take into account both 
ship and berth size. A berth equipped with the newest and largest 
cranes is likely to be more efficient than one equipped with older 
and smaller cranes. 

2.  Activities within marine terminal yards
 There is significant variation between the monthly average 
vessel turn time at the ports, often due to vessel and berth size. 

Key metrics for this area would include the number of days a 
vessel sits at berth, including fractions of a day. Those metrics 
should also indicate vessel size, because it takes less time to 
load and unload a smaller ship than a larger one. As part of this 
metric, it would be helpful to develop a list of vessels and berth 
classes by size.
 IAM would also like to explore the idea of including demur-
rage charges and their underlying causes at specific ports as one 
of the metrics covered by the study. We are aware of repeated 
problems in securing timely customs inspections in certain ports 
and want to see if this is a port-specific metric or a system-wide 
consideration.

3.  Truck gate operations
 Truck mobility at the nation’s ports has long been a concern 
for shippers, surface carriers, and state and local governments. 
Many ports are already working with stakeholder groups on 

YOUR SWISS MOBILITY SPECIALIST
Quality & Independence since 1957

 GENEVA   -   LAUSANNE   -  BASEL   -   ZURICH                           TEL. +41 (0) 22 300 4 300   -   WWW.HARSCH.CH

MOVING            |            RELOCATION            |            FINE ART TRANSPORT            |            RECORDS MANAGEMENT

Truck appointment systems could improve flow of deliveries at 
ports.

http://www.harsch.ch
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helpful metrics that could lead to improvements in truck mobil-
ity and support the development of truck appointment systems 
(a means of balancing the flow of truck arrivals at the port). In 
addition, reducing truck wait times has a positive impact on air 
quality. Equally important, reduced waiting times allow dray-
age drivers to make multiple deliveries in a day, which in turn 
increases driver income. 

4.  On-dock rail operations
 While not every port has the ability to build trains on dock, 
we believe the working group should investigate the develop-
ment of a metric for the average monthly number of well cars 
(i.e., railroad cars specially designed to carry intermodal contain-
ers) available for those ports that do. A lack of well cars has been 
responsible for previous port slowdowns. If possible, a more 
dynamic “supply/demand” comparison of available well cars, 
versus containers to be moved, would offer valuable insight into 
on-dock rail operations.

Omnibus Spending Bill Includes 
H-2B Visa Expansion

On December 18, President Obama signed into law a $1.1 
trillion omnibus spending bill that, in addition to funding 

the government and agencies through October 1, 2016, includes 
input and legislation from the 12 congressional appropriations 
subcommittees.
  Significant to the household goods moving industry, a provi-
sion was included that could potentially quadruple the number of 
H-2B visas for temporary guest workers. IAM member compa-
nies often utilize these temporary workers during the peak mov-
ing season.
  Specifically, the provision would increase the number of 
H-2B visa workers allowed into the United States in 2016 from 
66,000 to up to 264,000. It does this by allowing workers who 
have participated in the H-2B visa anytime during the past three 
years to not be counted against the current cap. 

Railroad well cars

European Import Procedures 
Set to Change

By Brian Limperopulos and Anna Lanman

Do you typically route shipments for European destinations 
through the UK because of their more relaxed customs 

regulations? Well, that is all set to change on May 1, 2016, when 
shipments may have to be cleared in the destination country 
where customs regulations can be more onerous, leading to 
higher costs and transit times. 
 The basis of this change is Article 123 of EC Regulation 
1186/2009, which states that the UK Customs Authority can no 
longer provide Transfer of Residence (ToR) approval for natural 
persons relocating to a territory of another member state. The 
UK Customs Authority can approve ToR only for natural persons 
relocating within the UK. A natural person is defined by Her 
Majesty’s Revenue and Customs (HMRC) as a “living indi-
vidual; not a trust, corporation, company, association, group or 
organization.”

  What does this mean for you? Currently, companies are 
able to clear containers in the country in which they were un-
loaded from the ship and then deliver the individual shipments 
elsewhere without supplementary approval. According to The 
Mover, because “the UK has the simplest customs clearance 
process of any EU country with shipments being able to be 
cleared simply on a C3 form1,” it was typically chosen as the 
best place to clear the shipment. With this new change though, 
shipments may have to be imported directly into the EU Member 
State where final delivery will take place. As we all know, this 
will cause a huge headache with consolidations containing ship-
ments with final delivery addresses in a number of different EU 
Member States. 
 Be aware that the implementation date has already been 
postponed twice, and a number of outstanding questions re-
main concerning how this will really affect the status quo. Our 
partner in the UK, the British Association of Removers (BAR), 
is pushing hard to clarify this information. IAM will continue to 
monitor the situation and update you with information on this 
important change. 
 If you regularly import shipments through the UK for final 
delivery in the EU, please start making arrangements so you are 
prepared come May 2016. 

1“The Big Issue.” The Mover, 13 Nov. 2015. Web. 23 Nov. 2015. 
http://themover.co.uk/blogs/editor’s-blogs/2015/11/13/the-big-

issue. 

Brian Limperopulos is director, programs and Anna Lanman is 
an intern at IAM. 

As we all know, this will cause a huge 
headache with consolidations containing 

shipments with final delivery addresses in a 
number of different EU Member States. 
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Industry Calendar
March 1–4, 2016
2016 ILN Regional Meeting
Singapore

March 6–9, 2016
LACMA Conference
Bogota, Colombia

March 27–29, 2016
Asian Relocation Association Annual 
Convention
Penang, Malaysia

April 3–6, 2016
Animal Transportation Association 
42nd Annual Conference
Lisbon, Portugal

April 10–13, 2016
FIDI Conference
Geneva, Switzerland

May 5–7, 2016
Young Movers Conference
Madrid, Spain

October 2–4, 2016
Pharos Logistics, Ports & Shipping Expo
Cairo, Egypt

October 21-–24, 2016
IAM 54th Annual Meeting & Expo
New Orleans, Louisiana, USA

October 9–12, 2017
IAM 55th Annual Meeting & Expo
Long Beach, California, USA

October 4–8, 2018
IAM 56th Annual Meeting & Expo
Washington, DC, USA

October 3–6, 2019
IAM 57th Annual Meeting & Expo
Chicago, Illinois, USA

Save the Date!

March 1–4, 2016
2016 ILN Regional Meeting
Singapore
Held in conjunction with the 
Combined Logistics Networks 
(CLN) Annual Meeting

Watch for more details in all 
IAM communications.

Questions? e-mail 
brianl@iamovers.org

It’s Not Too Early to Save the Date!

IAM 54th Annual Meeting & Expo
New Orleans, Louisiana, USA

October 21–24, 2016
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