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HEADLINES

TERRY R. HEAD
IAM President

Optimistically Uncertain

January 2017 marks the 20th year I have had the honor and privilege of serving as the 
president of this association. Over those two decades I have sat down to write this 

column more than 120 times, as well as shared my thoughts and observations in numer-
ous other articles, and given personal interviews, presentations and speeches at the IAM 
Annual Meeting and other industry events.
 As I look back, the one topic that seems to appear consistently is the concept of 
“change.” Sometimes it’s been the fear of change (cainophobia—fear of newness) or 
the pain of change, as more often than not the industry has resisted change. I’d like to 
think I try to get our members focused on the opportunities and possibilities brought on 
by change. But change, like beauty, is in the eye of the beholder.
  As we start the New Year, it appears a lot of change lies ahead for the United States, 
the world and our industry. I can’t think of another time, perhaps since the end of World 
War II, when the breadth and pace of change has ever been greater. Along with such 
upheaval typically comes an atmosphere of uncertainty, and for many, the anticipation 
of what comes next is far worse than change itself. 
 The election of a new U.S. president has greatly added to the level of uncertainty, 
both here in the United States and abroad. Regardless of your politics, it is not hard 
to see things are about to be different on a number of fronts. There is going to be a 
heightened level of uncertainty for many months, if not years, as the United States and 
the world adjust to a new view of globalization and what many predict will be a new 
protectionist environment.
 Those industry members involved in handling U.S. military or government house-
hold moving have been in a constant state of flux for well over 25 years. Now, the 
uncertainty of what lies ahead for the DOD moving program is probably at its all-time 
worst, but for some it means new opportunities.
  For those members focused on the commercial side of the business, the level of 
uncertainty and the potential for change is happening at an accelerated pace…or is it? 
We all know that Brexit will undoubtedly have an impact on our industry, and for some 
that may lead to bigger and better things. Alas, for others that may not be the case. But 
is Brexit really going to happen? And if so, when? There is also the potential breakup of 
the European Union, the possible U.S. withdrawal from NATO and a shift in the balance 
of our relations with world powers like Russia and China.
  In all my presentations to industry groups I underscore the parallels between mov-
ing volumes and home sales in the domestic or national markets. One seems to trend up 
or down in concert with the other. That becomes perhaps even more evident when you 
look at the prospects of international trade and how that is tied to and drives interna-
tional moving. 
  Here again we hear lots of rhetoric about the United States pulling out of or renego-
tiating many of its existing trade deals, such as the North American Free Trade Agree-
ment (NAFTA), which certainly raises the level of global angst. During his first week 
in office, President Donald Trump issued an executive order pulling the United States 
out of the multilateral Trans-Pacific Trade Partnership (TPP); his plan is to negotiate 
more trade deals on a bilateral basis, hurting some partners and creating opportunities 
for others.
 Our industry, certainly in the United States and to a lesser extent elsewhere, has 
suffered under what seems to be an ever-increasing administrative and economic burden 
of regulations and taxation. However, now there appears to be some possibility of a 
relaxation, if not repeal, of some of those regulations along with a more favorable cor-
porate tax structure. 
  Will any of these potential changes lead to more domestic or international moves, 
home sales or trade? I don’t know the answer to that question, but at least things appear 
to be heading in a new direction. Only time will tell if it’s the right direction.
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The Best Fit, the Best Team

By Joyce Dexter, Editor, The Portal

Contributors to This Issue

Heather Engel, True North Relocation 
   (www.truenorthrelocation.com)
Elad Gur-Arie, Transclal Fine Arts Ltd. 
   (www.finearts.co.il)
Florence Hong, Santa Fe Relocation Services 
   (www.santaferelo.com)
Aivars Usans, FF International Movers (www.ff-group.lv)

If you Google “Recruiting Quotes by Famous People,” you’ll 
find several pages of sound-bite wisdom from a broad as-

sortment of industrialists, philosophers, management gurus and 
entrepreneurs. Some of those nuggets stress the importance of a 
candidate’s passion for the job rather than for status or money, 
whereas a Chinese proverb asserts, “If you pay peanuts, you get 
monkeys.”

But although the specifics of the available advice can 
sometimes be contradictory, there’s one thing on which everyone 
agrees: All successful businesses rely on good people doing the 
work they’re best suited for. And nobody needs monkeys on the 
team.

An entire industry has been created to help companies 
separate the wheat from the chaff. Resources and advice are 
abundant, including websites that offer HR support that includes 
recruitment and screening of potential candidates. If there were 
a no-fail formula to assure successfully matching all employees 
with all the right jobs, everyone would do it. But that hasn’t 
stopped human resources experts and consultants from tweaking 
their own version of that formula.

For some, the key to winnowing the field of candidates lies 
in what you ask them. A cursory Web search turns up articles 
suggesting anywhere from three to 20 questions that allegedly 
provide keen insights into the applicant’s experience, strengths, 
weaknesses and aspirations for the job. But first, you have to find 
the applicant, which can be tricky.

Search strategies
“There are so many employment search engines,” says Heather 
Engel, president of Seattle, Washington-based True North 
Relocation, LLC (www.truenorthrelocation.com). “It’s 
really challenging to find one that has current listings and can 

search relevant experience to our industry. Since international 
forwarding is such a specific type of work, we often have to 
search generic terms like ‘moving,’ storage’ or ‘transportation’ to 
find people who have a tiny bit of knowledge of the international 
market. We have found that a good way to find people is through 
the state government employment site—in our case, Work-
sourceWA.com.”

And another consideration is whether you prefer to hire 
someone with industry experience or begin with a clean slate so 
that the employee won’t be unduly influenced by systems and 

“If an employee is looking 
for a new opportunity and is 
going to make a change, it’s 
always easier to retrain some-
one who has experience and 
an inherent interest.”

—Heather Engel,
True North Relocation, LLC

https://www.victorek.fi
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processes learned at a previous company. “I’ve hired employees 
who have worked for other companies and others with no experi-
ence,” says Engel. “Training someone who has never worked in 
the moving business requires a huge commitment of time and 
energy and if the employee doesn’t like the business, they leave. 
I don’t believe in hiring someone away from another company, 
but if an employee is looking for a new opportunity and is going 
to make a change, it’s always easier to retrain someone who has 
experience and an inherent interest.”

A revolution in recruiting and hiring
For Florence Hong, head of human resources for Asia, Middle 
East and Africa Region at Santa Fe Relocation Services 
(www.santaferelo.com), the issue of favoring experienced 
workers versus newcomers depends on the positions and func-
tions for which the company is recruiting. 
 “Diversity in background, experience and thinking helps 
organizations, including our own, maximize talent and produc-
tivity,” says Hong. “All organizations want people performing at 
their best levels; offering a work culture that embraces new ideas 
and perspectives absolutely supports this endeavor. Our employ-
ees also know that strong performance is rewarded, and some-
times the reward is being identified for consideration for another 
role or promotion.
 “Santa Fe highly values a diverse talent pool,” she adds. 
“Having an employee base that is a blend of 1) talent with indus-
try experience and 2) talent from outside of relocation, allows us 
to simultaneously have continuity in expertise as well as innova-
tion in thinking.”
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 Hong notes that the explosion of digital marketing has revo-
lutionized talent management and marketing at Santa Fe, as it 
has at other companies. “It has become the responsibility of em-
ployers to stay informed of new apps and advances so they can 
gain opportunities to connect with the market’s highest-potential 
candidates. 
 “We are also often contacted by potential applicants directly 
through our social media channels, particularly LinkedIn and 
Facebook,” she adds. “Social media is an extension of our brand-
ing, and Millennials especially will often look at a company’s 
social media pages first when researching an organization. It is 
imperative that our employee branding be reflected in our social 
media content. We often feature activity on our social media that 
highlights our own community-focused and family culture.”
 When contacted through social media by applicants for vari-
ous positions, Hong’s department works quickly to connect them 
to those who can best facilitate the process. She observes that 

“Social media is an extension 
of our branding, and Millenni-
als especially will often look 
at a company’s social media 
pages first when researching 
an organization.”

—Florence Hong,
Santa Fe Relocation Services

http://sirmove.com
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social media is now “somewhat equiva-
lent to the traditional office receptionist 
position, as it may be a candidate’s first 
introduction to the company. We try to 
ensure that first introduction leaves an 
excellent impression.”
 Santa Fe’s search efforts comprise 
a multi-prong strategy, Hong explains. 
“Typically, both our HR department and 
in-house staff are involved in recruit-
ing. We want to maximize our chances 
of considering the best talent available. 
Therefore, in-house staff are always 
encouraged to recommend qualified ap-
plicants. 
 “We use recruiters mostly to fill 
positions in sales and management. This 
helps us identify high-potential candi-
dates outside of our industry or typical 
networks, giving us a much broader 
recruiting field. Using a recruiter pro-
vides market intelligence, such as Total 
Rewards benchmarks, and access to a 
larger database of candidates, regardless 
of whether they are actively seeking op-
portunities.
 “Conversely, the downside of using 
recruiters is that they often do not have a 
full understanding of the culture here at 
Santa Fe. They also have different incen-
tives and motivations, which may or may 
not result in recruiting candidates who 
are the best fit for the offered position.” 
 Hong herself has used a recruiter to 
find a job, so she has experience on both 
sides of the HR desk. Generally, she says, 
“I would look to my own network for in-
dustry connections. But with a recruiter’s 
help, I will have access to companies 

who may not advertise an open position 
due to confidentiality issues. From my 
experience, I believe I would be best 
represented, as recruiters tend to up-sell 
candidates. The downside is that the 
recruiter may not be acting in my best 
interest as there is a financial incentive 
for a recruiter to fill the position.
 “In my case, the recruiter prepped 
me for the job interview and indicated 
general interest in me every step of the 
way. They provided expertise on remu-
neration considerations as well.”

The art of the interview
Chances are that over the years you have 
fallen for the charms of an applicant who 
nailed the interview, had all the right skill 
sets and looked fantastic on paper, only to 
discover that he or she was ineffective or 
basically a bad fit—the proverbial square 
peg in a round hole.
 Mary Kaiser, writing for Entrepre-
neur, recalls just such a person. Alas, she 

says, “it turned out that he didn’t have 
compatible strengths for the position he 
was hired for and he didn’t fit with the 
existing corporate culture that is urgent 
and efficient. The new hire was more of 
a big picture guy. He had great ideas and 
was able to quickly distill volumes of 
information that he thought others would 
be excited to digest, too. They saw him as 
intelligent but not practical. When I was 
brought in to conduct a strengths assess-
ment for the team, I clearly saw why. 
The new hire was different than almost 
everyone else in the organization. He 
brought new strengths to the company 
but because he wasn’t compatible with 
the team, they couldn’t figure out how to 
leverage them.”
 Happily, the company moved the 
man to a job more compatible with his 
strengths. But this is more feasible in 
large companies than small ones. “The 
smaller the organization,” says Kaiser, 
“the more important it is to understand 

http://shalom.com.sg
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Eastern Europe:  
A Regional Focus
For the first time, The Portal will turn the spotlight toward the 
Baltic States, the former Soviet Socialist Republics and Russia 
as well as the evolution of the industry in that region. We invite 
IAM members in those countries to contribute to our under-
standing of the unique opportunities and demands of doing 
business in an area relatively new to the moving and storage 
industry—in fact, many movers opened only after the fall of the 
Berlin Wall and the Soviet Bloc.

Specifically, we’d like to know:

• A bit of history about your company. When was it founded, 
by whom, and why? Did you begin by catering to a specific 
market (e.g., embassies, corporations, expats)?

• What market segments do you serve now? Do you have 
competition?

• Are the citizens in your country mobile, or are your clients 
primarily people and companies from other nations?

• Have there been any obstacles to launching your company 
or doing business in your country? If so, please explain, and 
tell us how you navigate those issues.

• Is government bureaucracy or political corruption a prob-
lem? Is the industry regulated?

• How many employees do you have? How do you train them 
(e.g., on-the-job training, online courses, etc.)?

• Do you find it easy or difficult to find and keep good work-
ers? How do you fill available jobs in your company?

• What are your predictions for the future of your company? 
Do you plan expansions within the next few years?

• What other insights related to this topic would you like to 
share with us?

The deadline for the March/April issue of The Portal is February 28. 
You may provide a stand-alone article or respond to the guidelines above, and we will include your comments in our over-
view article. Send your submission to joycedexter47@gmail.com and janet.seely@iamovers.org. 

Submissions must be separate Word documents or pasted into an email message. High-resolution digital photos are 
welcome and will be used on a space-available basis. Don’t forget to include your name, title, company and Web URL and 
email address.

Share your experience in the next issue of 
IAM’s industry magazine, The Portal

www.iamovers.org
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the internal workings of your company and clearly define the 
strengths you are seeking.” She suggests that you consider ask-
ing your top candidate(s) to come in for a day to see how they 
interact in real-time. “You will get a sense for how your team 
will work together,” she says.
 There is a wealth of excellent tips and advice on the Web for 
HR staff and others tasked with interviewing and hiring. Many 
online articles offer workable strategies in easily digestible lists 
that can at least help you coalesce your notions of what you 
should focus on and explore during an interview. For example, in 
its online article “3 Ways to Hire Great People and Avoid Hiring 
Disasters,” hiring.monster.com espouses the “law of three” for 
interviewing candidates:
•  Always interview at least three people for a position. The 

more people you interview, the greater the selection of 
choices you will have, and the more likely it is that you will 
make the right choice.

•  Interview the candidate you like in three different places. 
An individual’s personality can change when you move the 
setting from your office to a coffee shop across the street. 
Candidates typically will be at their very best in the first in-
terview, but any veneer will quickly disappear in subsequent 
meetings.

•  Have the candidate interviewed by at least three different 
people for a post-game review. The more people on the team 
who buy in to the selection of a candidate, the better chance 
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that the staff will be committed to helping the new person 
succeed.

 Another interview strategy, named after executive recruiter 
John Swan, is called the SWAN formula, an acronym for Smart, 
Works hard, Ambitious, and Nice. It’s a good way to ensure that 
you hire people who are positive, cheerful, easy to get along 
with and supportive of others.
 Clearly there are as many different views and strategies as 
there are interviewers. But whatever tactic you use, keep your 
eye on the goal. The site www.charityscience.com notes that too 
often people are hired based on qualities that are not connected 
to the job. Here are some of those traits:
•  Confidence
•  Attractiveness
•  Intelligence
•  Educational background in an unrelated but impressive field
•  Math ability for a job involving no math
•  Memorization ability
•  A large vocabulary
 All of these might be useful in some jobs, but for a huge 
number of positions these traits are useless. Some companies, for 
example, have IQ tests built into the interview. Is this a good use 
of time, or a good way to predict job performance? Studies have 
shown that the relationship of IQ to exceptional performance is 
rather frail in many areas. It might be better to look at metrics 
that are undervalued yet are exceptionally important, such as 

http://flippers.es


conscientiousness, value alignment with the organization and so-
cial skills. Research has revealed that information about people’s 
personalities gleaned from Facebook profiles is a better predictor 
of job performance than IQ tests.

What candidates want
It bears noting as well that the candidates have a few ideas of 
their own about the kind of company they want to work for. 
Psychologist Maynard Brusman, a founder of the consulting firm 
Working Resources, says that allowing prospective employees 
to interview you will help you understand what is important to 
them. It also helps them decide whether they want to pursue a 
job at your company or conclude it’s not the right fit for them. 
“Be open and honest about what it’s going to be like to work for 
your company,” he says. “You want to give a realistic preview of 
the work environment.”
 Sometimes, prospective employees conduct their own inves-
tigation about companies before they even speak to a recruiter or 
hiring manager. According to a study by Glassdoor, 69 percent of 
job seekers said they wouldn’t accept a job with a company that 
had a bad reputation, even if they were currently unemployed. 
At the same time, 94 percent of respondents said they’d likely 
apply for a job if the employer actively manages the employer 
brand by responding to reviews, updating the company’s profile, 
and sharing updates on its culture and work environment. They 
are favorably impressed by companies that are active on review 
websites and post accurate information. Finally, companies that 
have drawn a lot of negative reviews from former employees 
may need to work on company culture before making new hires.

http://www.jaxbox.com
http://boonma.com
http://www.boonma.com/
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 A survey by MIT and Deloitte found that the vast majority 
of respondents ages 22 to 60 want to work with digitally enabled 
organizations. In other words, businesses will have to stay 
ahead of the curve in order to retain employees and attract new 
ones. “Put more of the focus on what your company can do for 
potential employees, and you’ll attract candidates who better fit 
your needs,” says consultant Marci Martin, writing for Insperity 
Recruiting Services (www.insperity.com).
 In fact, your job posting might be scaring away qualified 
candidates from applying if:
•  Your job description and application are too long or if you 

ask for too many details.
•  Your process is outdated. Cover letters are dead; requiring 

them will deter people from completing your application.
•  You don’t include a WIFM (“what’s in it for me”). In your 

job description, begin with the reasons someone would want 
to work for you.

•  Your process is unfriendly. Online applications can make 
candidates wonder whether a real human even wrote them. 
Be sure to include contact information for the position’s 
hiring manager, and be responsive and provide feedback 
throughout the hiring process.

•  The candidate encounters tech troubles. You lose credibil-
ity and qualified applicants when your online application 
presents tech hurdles, or if resume upload feature is slow or 
onerous.

 The Society for Human Resource Management (SHRM) 
claims that replacing an employee can cost a business one and a 
half times the employee’s annual salary. Whether an employee 
quits or is fired, a poor retention rate often means you’re not 
studying your candidates well enough before you hire them. 
Every employee that leaves your company walks away with a 
portion of your profits, notes Insperity.

IAM Offers Volume Discount 
Pricing for Metal Seals

IAM continues to offer special member pricing on metal 
security seals for liftvans. Seals must be ordered in sets  

of 400. The rates are as follows:

       IAM Members Nonmembers
Under 10,000 .08 each + shipping      .12 each + shipping
Over 10,000 .07 each + shipping      .10 each + shipping

Send all orders to Steve Cox by fax (703) 317-9960 or via 
e-mail to Steve.Cox@IAMovers.org.

http://www.lrdm.com


http://www.globemoving.net
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From Job Applicant to Jedi Master

By Elad Gur-Arie, LCB, Projects Manager, Transclal Fine Arts Ltd.

10 Interview Questions to Get the 
Right Person in the Right Job

Bonnie Monych suggests 10 interview questions that 
will help you gain a better understanding of whether a 

candidate is a good fit in terms of key qualities.
1.  Adaptability: Tell me about a situation where you were 

under a great deal of pressure because of numerous 
demands competing for your time and attention. How 
did you resolve the situation?

2.  Customer service: Tell me about the most difficult 
customer encounter you’ve experienced. How did you 
handle it?

3.  Dependability: Tell me about a time when you had dif-
ficulty keeping a commitment. How did you handle it?

4.  Ethics: Describe a situation where you worked with 
someone you did not like or respect. How did you 
cope with the relationship?

5.  Initiative: Tell me about an opportunity that presented 
itself to you but you were reluctant to take the risk. 
What did you do?

6.  Interpersonal skills: Tell me about a time you had a 
serious conflict with a co-worker. How did you handle 
the situation?

7.  Judgment: Tell me about a time when you had to make 
a difficult decision. What process did you go through 
to arrive at the decision?

8.  Leadership: Tell me about a time when you had to 
inspire or energize an unmotivated individual or group. 
How did you do it and what was the result?

9.  Planning/organizing: Give me a summary of the 
techniques you use to plan and organize your work. 
Describe how you applied one of these techniques in a 
specific situation.

10.  Teamwork: Tell me about a time you had to set your 
own interests or priorities aside in the interest of the 
team.

—Source: Insperity.com

Our industry is a nursery for long-lasting careers, but it’s also 
a jump-start for new job seekers who need to add some 

experience to their resume on their way to fulfilling their dreams. 
We often find ourselves searching for new employees to fill a va-
cant position and even before the first interview begins, we first 
ask ourselves: Should we hire an experienced candidate or seek a 
new, yet promising applicant whom we shall teach all the basics?
  There are advantages and disadvantages to both options. An 
experienced candidate might know the basics, but the candidate 
would most likely bring the work habits of his or her previous 
employer, which might not suit the new employer. One often 
hears in the workplace, “But in my previous company we never 
did it that way.” On the other hand, newcomers with a good head 
on their shoulders can be easily molded into the type of employ-
ee the workplace needs and wants.
  So it’s all a matter of what works best for us as employers. 
Do we choose experienced workers and toss them into the deep 
end, or nurture callow youths and train them to be the Jedi Mas-
ters we envision? One factor to consider is how urgently we need 
to fill the position and whether or not the workplace is willing 
to invest the time and money in someone new who might decide 
after few weeks that the job isn’t the right fit. This is not to say 
that an experienced employee can’t change his or her mind and 
leave after a short period of time. 

 So how would I choose the right candidate? I’ll let you in on 
a little secret. One day I was asked to sit in an interview session 
with three candidates for a new position in my company. I had 
absolutely no experience in conducting such interviews. I was 
always on the other side of the desk—the one being interviewed. 
I decided to try an experiment to determine which applicant had 
the best learning skills. I drew up a list of 20 questions related 
to the work industry (mainly geography, basic economics, etc.). 
I handed over the questionnaire to the candidates and told them 
I going to make myself a cup of coffee and left them alone with 
the questionnaire. Each had a smartphone, but out of the three, 
only one used her device to answer the questions she didn’t 

TM

International Association of Movers

The

l o g i s t i c s  n e t w o r k

in Panama

Your customers in the
BEST HANDS

with your trusted partner

http://canalmovers.com
http://insperity.com
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know. The other two did badly. She was the one I recommended 
to hire. Why? Because she didn’t let the fact that she didn’t 
know the answers stop her from getting them in a very legitimate 
way.
  A client doesn’t know what we know or don’t know. He 
asks a question and expects an answer within a reasonable 
timeframe. If we don’t know, we seek an answer and relay it to 
him. If an employee believes in stopping a process (from sales to 
operations to anything) just because he or she doesn’t know the 
answer, and he or she doesn’t even take the initiative to get it, he 
or she might not be the best choice for this particular position.

Elad Gur-Arie is a member of the IAM-YP Management Board 
representing the Middle East and Near Asia.

•		28	branches	in	
the	Netherlands

•		Your	gateway	to	Europe
•	European	moves
•	Road	-	Sea	-	Air
•	World-wide	moves

Barbara Monnier

Cell
+31 (0)6 23 45 760

ISO	9001	•	ISO	14001	
ISO	26000	•	OHSAS	18001

Rotterdam - Amsterdam

Kelvinring 52b
2952 BG Alblasserdam
The Netherlands
Phone +31 (0)78 - 699 0 333
bmonnier@mondial-movers.nl
www.mondialmoversinternational.nl

“Do we choose experienced 
workers and toss them into the 
deep end, or nurture callow 
youths and train them to be the 
Jedi Masters we envision?”

—Elad Gur-Arie,
Transclal Fine Arts Ltd.

http://www.highrelo.com
http://www.mondialmoversinternational.nl


22 January/February 2017 • THE PORTAL IAM: Moving Forward Together

Employees: The Company Cornerstone

By Aivars Usans, FF International Movers

“Open minded service”—one of our favorite mottos at our 
company. Behind these words, we mean that we are not 

only seeking constant service innovations and standards that are 
responsive to our customers’ needs and requirements, but that 
we also are open-minded to our team. We are pleased that our 
employees appreciate their jobs and regard their colleagues as 
a family, as one of our priorities is taking take good care of our 
crew. They are our company cornerstone.  
  Nowadays, it’s not easy to find a really good employee, one 
who would like a broad understanding of the company and its 
ways, who will devote energy to creating something unique and 
worthwhile without expecting instant gratification. Alas, a lot of 
people don’t feel compelled to work toward something better. 
  Historically, we have tried almost every means to find new 
employees and have been very flexible in our search. We have 
had both good and bad experiences with professional recruiting 
companies, probably because the effectiveness of that strategy 
depends of the position you looking to fill, and the way the can-
didates conform to our corporate culture. 
  Our industry is relatively new to Latvia and neither recruit-
ing companies nor potential employees know a lot about it. It 
stands as to reason that if you are looking for top management 
or sales staff, the recruiter could be the best option. But our need 
is for daily packing and moving crew members, and recruiters 
do not have those candidates in their database. Maybe that will 
change in time, but at the moment the most successful resource 
as we upgrade our staff is our staff. When our employees tell 
their friends where they are working, if those friends are looking 
for a job we can always find new crew member thanks to staff 
recommendations.
  We are working not only on our own company image but 
also on the industry image in general. Meanwhile, we are educat-
ing our potential customers about the big difference between 
moving themselves and the range of professional services we 
offer. As this effort continues, we increase public awareness of 

the industry and the more people are informed, the more likely 
we are to find the personnel we need. Contributing to this greater 
awareness, our company has almost 7,000 followers on Face-
book, nearly 2,000 on Twitter and 1,000 on Instagram. 
 To ensure that the right employee is placed in the right job 
is one of the most complicated tasks for any employer, who must 
constantly monitor the person’s development, as well as main-
tain a balance between the employee’s personal expectations, 
abilities and ambitions. Moreover, do those attributes corre-
spond to the company’s overall development strategy? It is very 
important to support the personal and professional growth of our 
employees.
  That said, it is a pity that inexperienced people are without 
patience. They want to achieve everything immediately and with 
minimum investment on their part. We have great potential and 
future development plans, but it would be wrong to expand too 
quickly, as at that point we could undermine our best company 
characteristic, which is quality. 
  None of our employees has joined our company by accident. 
Every one of them has opened some doors—some smaller, some 
bigger—but it doesn’t matter. Our company needs both people 
with strong knowledge and experience and newcomers with 
fresh, young ideas. This combination enables us to achieve

“Our company has good 
karma and we always find 
the best person when we 
need them to complete our 
mission of further growth and 
development. The person we 
need will come.”

—Aivars Usans,
FF International Movers

http://www.mudanzasmundiales.com
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the balance we need and allows us to 
build on our history in a very innovative 
way. Both types of people are necessary 
for the company. 
  Our company has hired a lot of 
different types of people. Some of them 
have quit, some have changed dramati-
cally and others have become the happi-

Who IAM

Jimmy Bruzzese, President, 
The Swiss Moving Company

My favorite pastime: Spending time 
with my family, my wife and six kids; 
traveling around the world.

The greatest influence on me in 
choosing a career: My father.

The best piece of advice I’ve ever 
received: You have to believe in your 
dreams.

The best vacation I ever took: U.S. 
West Coast from San Francisco to 
Las Vegas.

Most people would be surprised to 
know that I: Have six children and 
I’m only 40 years old.

The most meaningful gift I ever got: 
Meeting my wife.

My favorite app: Spotify.

On my playlist: “A Horse with No 
Name.”

I won’t leave home without: Missing 
my family.

My dream vacation destination: 
Macchu Pichu, Peru.

My secret vice/guilty pleasure: 
Strawberries.

On an airplane, I fill the time by: 
watching movies.

My personal motto: Never say no—
always say yes.

If I hadn’t gone into the moving 
business, I would now be: A tourism 
guide.

est people in the world. You have to stay 
wide open to the people around you. Our 
company has good karma and we always 
find the best people when we need them 
to complete our mission of further growth 
and development. The person we need 
will come. No worries—that’s how life 
works.

2017 Editorial Calendar

This year, The Portal invites member contributions on a variety of topics. Watch 
your inbox for IAM Connected posts, as well as ePortals and Facebook for up-

dates on guidelines and deadlines.

March/April
Eastern Europe: A Regional Focus 
See details on page 15.

May/June
Rising Stars, Big Ideas 
We’d like to know about younger executives who have proposed ideas that paid big 
dividends for their companies. Millennials/YPs will surely have things to say, but we 
also expect to hear from old-timers who made valuable contributions back in the day, 
when they were new on the job.

July/August
A Salute to Canada 
The Portal will celebrate our neighbor to the north, as Canada marks its 150th an-
niversary in 2017. IAM members in Canada will have an opportunity to introduce 
themselves in the magazine, and we’ll take a look at the Canadian Association of 
Movers and its activities on behalf of its members.

September/October
Annual Meeting issue: An overview of planned events.

Also:
The Greening of the Industry
An updated look at the industry’s environmental costs and contributions to the 
planet. Are you recycling moving pads or using recycled materials to manufacture 
them? Are plastic containers gaining currency over wooden ones, and why? How do 
you ensure you’re getting optimal use out of your packing tools? What do you do 
with cartons/crates at the end of their useful life? What is being done to minimize 
waste? Are customer inquiries prompting you to go green (e.g., use recycled materi-
als, alternative fuels)?

November/December
A recap and photo review of the Annual Meeting.

For details, go to 

www.IAMovers.org > Resources & Publications > The Portal Magazine.

Send all submissions and questions about our themes to
 joycedexter47@gmail.com 

AND
 janet.seely@iamovers.org
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The IAM Logistics Network
Grow your business with partners 
you already know and trust

Do You Move More Than 
Household Goods? 

Tell your fellow IAM members! Have you already diversified 
into logistics, providing office moving, project forwarding, 
warehousing and distribution or cargo moving? Or, are you 
considering expanding into new business areas?

The IAM Logistics Network (ILN) facilitates networking 
among companies that you already know and trust as 

IAM members who, like you, are seeking to expand 
already-thriving logistics businesses or that are 

ready to diversify into new business sectors.

www.IAMovers.org/ILN

http://www.IAMovers.org/ILN
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ILN MEMBER PROFILE

Gradlyn: Moving Everything from Ants to Elephants

By Joyce Dexter, Editor, The Portal

Frankfurt, Germany, has long been a hub for transport flights 
used by the U.S. military and other entities requiring spe-

cialized services. “It has one of the best connections in Europe 
and is the number one airport when it comes to transporting 
animals as well as for cargo transport in general,” says Faruk 
Berberovic, CEO of Gradlyn, an IAM Core member that has 
developed an important niche among movers. 
 Since it was first registered in Germany in 1968, Gradlyn 
has transported only animals, starting with U.S. military 
members returning to America from their overseas deployments 
who had to use commercial flights to get their pets home. For 
the past 15 years, Gradlyn has worked under contract with the 
U.S. military. Over the years, the company has provided services 
for many organizations that put a high premium on the safe and 
reliable transport of animals. 
 “We handle police dogs for U.S. police departments,” 
Berberovic explains. “We organize a pickup service at training 
schools in Germany and arrange the flights. We also transport 
mine detection dogs.” In fact, before Berberovic began working 

for his father-in-law, an owner of Gradlyn, 11 years ago, he had 
a contract with a company that trained mine detection dogs.
 Bosnian by birth, Berberovic has been a co-owner of Gra-
dlyn for the past nine years. He met his colleague and fellow 
Bosnian, Vedran Gazic, who was working in the cargo depart-
ment of an airline that shipped live animals—including for the 
world’s largest supplier of tropical fish—through the customs of-
fice in Frankfurt. The two became friends, and eventually Gazic 

IAM
  LOGISTICS
NETWORK
The Key to Success in Logistics

Berufliche Veränderung? Umzug?
Und Ihr Tier? Senden Sie uns gleich von Ihrem Firmen-Account

Ihre Durchwahl und Ihr Anliegen. Wir rufen Sie
gern an und beantworten Ihre Fragen. 

 
 

  
corporate@gradlyn.com
+49 (0)69 6971254-50

Mehr Informationen:  www.gradlyn.com

 

Frankfurt. London. Singapur. Ob in Deutschland  
oder weltweit, profitieren Sie von unserem globalen 
Netzwerk. Vertrauen Sie unserer jahrelangen 
praktischen Erfahrung. Unsere Experten planen, 
organisieren und realisieren den Umzug Ihres 
Haustiers. Artgerecht, professionell und stressfrei.   

Das Reisebüro für Ihr Tier – 
mit über 45 Jahren Erfahrung

GRADLYN - G. K. AIRFREIGHT SERVICE GMBH   |   Cargo City Nord   |   Tor 26   |   Gebäude 458   |   60549 Frankfurt Airport   |   Deutschland   |   +49 (0) 69 6971254-0
|   Frachtbüro Modul F   |   Raum 125   |   85356 München Airport   |   Deutschland   |   +49 (0) 89 975914-81

joined Gradlyn. He now oversees the company’s branch office in 
Munich.
 Gradlyn handles about 200 to 250 shipments a month, the 
size of which varies greatly. “It could be one dog or 40 dogs,” 
Berberovic explains, “or thousands of tropical fish.”

http://www.gradlyn.com
http://www.gradlyn.eu/index.php/en/
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 About the only animals Gradlyn doesn’t handle are 
livestock. Otherwise, says Gazic, “We ship everything from 
ants to elephants.” A member of the World Association of 
Zoos and Aquariums (WAZA), Gradlyn plays a unique role in 
support of breeding programs. The company once was tasked 
with organizing the transport of 11 elephants to the San Diego 
Zoo on a chartered flight, and the preparations took two years. 
Gradlyn also arranged the relocation of a rhino from Germany 
to a Japanese zoo, and frequently works with an organization 
dedicated to saving animals from European zoos and 
transporting them to sanctuaries in South Africa.
  Berberovic and Gazic have actively cultivated relationships 
with professional organizations, in the process building their 
business and educating others about their role in the industry. 
Gradlyn also is a member of FEDEMAC, the Animal Transport 
Association and the International Pet and Animal Transport 
Association. 
 “We work very closely with the Young Movers Conference 
as a gold sponsor,” says Berberovic, “and have been doing 
presentations at their annual meetings. A few years ago, we met 
[IAM Director of Programs] Brian Limperopulos at the YMC in 
Budapest. Over time, we started talking about IAM. Last year 
we approached Brian and began the process to join.”
 Berberovic and Gazic hosted an exhibit booth at the IAM 
54th Annual Meeting in New Orleans in October. “Events like 
this happen only once a year, but you feel like you are part 
of the family,” says Berberovic. “Through the exposure and 
networking, there are many more opportunities to organize the 
transport of pets.”

Comprehensive Pre-Move Survey Solution

Simple, intuitive process ensures fast, accurate Survey 

Creates detailed room-by-room list - in any supported language 

Generates detailed Survey Report, prevents differences between estimated & actual volumes

Supports multiple shipment types (land, sea, air, and storage)

Estimates type and quantity of cartons needed

Positions your company as a provider of state-of-the-art industry solutions

Supported by the MoversPOE website that enables online activities before and after the survey

Turns your Smartphone, iPad, or Android tablet into your Survey tool

Utilizing advanced technology - and activated by a smartphone or tablet - 
the HHG Survey is supported by sophisticated online capabilities.
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√

√

√

www.moverspoe.com    |    sales@moverspoe.com

EMPOWERING YOUR BUSINESS THROUGH TECHNOLOGY

 Although they hope eventually to open an office in Berlin, 
they have no plans to expand outside of Germany. “We try to 
use existing partners in areas where there are local companies,” 
Gazic explains. “It’s kind of a gentleman’s agreement—we all 
work together and everyone gets a piece of the cake.” Gradlyn 
has about 20 employees and seven contractors who handle 
ground transportation for the company.
 The two men get great satisfaction from what they do and 
enjoy the personal contact with clients. “When people come to 
the office and feel they can trust us, know that their pets are in 
good hands, it is gratifying,” says Berberovic. “They tell us, 
‘These are my kids.’ We know exactly what to do, and organize 
all the documents. If we can take over those jobs, the owners 
have less stress because they are confident in us. After all these 
years we know who to work with as partners—we would never 
use an airline we aren’t 100 percent sure of. We are selling a 
service. Just one mistake can be ruinous—everybody talks about 
their bad experiences.
 “I have a war behind me,” Berberovic explains. “After that, 
you just looked for a job to get paid. When I came to Germany 
I thought, this is me, this is it—I love doing this every day. Our 
clients are all over the world. The work is a kind of adventure. I 
don’t know what else I could do to have this kind of life.”

White tiger cubs await 
transport to a zoo.

A family pet travels with all the comforts of home, including 
plenty of water, a favorite toy and soft bedding.

http://www.moverspoe.com
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Mobile Inventory Management System

Allows work crew to quickly and easily capture contents of cartons & packed pieces

Creates comprehensive Inventory list, including description, condition, value, and photo 

Multi-lingual capabilities eliminate language issues, can create and send packing list in 
multiple languages to customer

Overcomes problems of handwritten inventories, including legibility & spelling

Requires no learning; completely intuitive, based on familiar program 

Supported by the MoversPOE website that enables online activities before and after packing

Enables quick capture of package contents on your Smartphone

www.moverspoe.com    |    sales@moverspoe.com

Provides your agents, partners, and customers with a state-of-the-art 
mobile inventory management system.
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 Challenges are abundant and keep 
the work interesting. On one occasion, 
Gradlyn handled the import of a grizzly 
bear from the United States. “We had 
clearance at the port but had to organize 
road transport to a zoo in Romania,” 
Berberovic recalls. “It involved moving 
the bear from his cage to our crate by 
attaching them to each other. So we got 
the dimensions of the cage. But when the 
bear landed, the crate was 10 centimeters 
wider than the cage dimensions we ex-
pected. By chance we had a lion crate in 
our warehouse, so we called the company 
and asked them to rebuild that crate over-
night. The next morning at 8, the crate 
was waiting for us at the airport. We then 
had to transfer the bear from one crate to 
the other. But the animal didn’t want to 
move. Finally, the woman from the zoo 
who was escorting the bear suggested 
using marshmallows to get him into the 
new crate and that worked. He arrived at 
the zoo two days later.”

  Some moments are almost magical. 
Seven years ago, 13 wolves that had been 
used in a movie had to be relocated from 
Siberia to Canada. Berberovic and Gazic 
found the owner playing with them in the 
lounge in the Frankfurt airport during a 
layover. On another occasion, Gradlyn 
was looking after three-month-old white 
tiger cubs. “The crate was opened,” says 
Berberovic, “and everyone was playing 
with them.
 Perhaps most rewarding, however, 
are the occasions when Gradlyn can save 
lives and keep families together. “We 
recently had a dog, Elvis, that couldn’t 
fly with his owners because of problems 
with documentation,” says Berberovic. 
“The people absolutely had to leave, so 
Elvis became our office dog for a while. 
One of our employees took him home at 
night until the documents were sorted out 
and he could rejoin his family. The owner 
was emailing us thank-you’s several 
times a day.”

Faruk Berberovic addresses ILN members 
in New Orleans last October.  For Gazic, the opportunity to get up 

close and personal with pets and unusual 
animals is immensely satisfying. “Spi-
ders, falcons—we have direct contact 
with animals you see only in a zoo. When 
the rhino was being loaded, it was good 
to see how smoothly things were going. 
We fed and watered the rhino. Doing a 
normal job you would never have this 
kind of experience.”

Vedran Gazic at the Gradlyn booth during 
the IAM gathering in New Orleans

Working dogs from 
training schools in 
Germany are shipped 
in crates by air to 
police and fire depart-
ments in the United 
States.

http://www.moverspoe.com
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Steve Jordan: The Force Behind The Mover

By Joyce Dexter, Editor, The Portal

It’s often said that once the moving 
business gets into your blood, there’s 

no cure for it. Steve Jordan is a case in 
point.
 Jordan was just 20 when he be-
gan working at Scotpac, a UK moving 
company, in 1974. When his boss left six 
months later and started his own com-
pany, Avalon Overseas, Jordan joined 
him. Together they ran Avalon until 1989, 
when it was sold to Trans Euro. But by 
1992, he concluded that as a single father, 
he needed to stick close to home for his 
children and leave the world of moving 
behind.
  “So I became a writer,” he says, “I 
had no training in journalism, but I was 
always good at writing. If you can do 
something, you assume everyone else 
can do it. But I came to realize that most 
people find writing difficult. I was away 
from the industry for about three years, 
writing for anyone who would pay me. 
Then Paul Mason, who was treasurer of 
OMNI, asked if I would write a magazine 
for them.”
  Other moving groups took notice, 
and in 2005 Jordan began editing Remov-
als  & Storage, published by the British 
Association of Removers (BAR). After 
six years, he decided to launch his own 
magazine. The first issue of his indepen-
dently published magazine, The Mover, 
debuted in 2011. 
  Throughout his years in the busi-
ness, Jordan had known a lot of people 
and cultivated friendships. “Suddenly, all 
those years I spent years sharing drinks 
with people in bars, building relationships 
at conventions, came to fruition,” he says. 
“In 2010 I phoned 15 or 20 people I knew 
in the business, who I felt would benefit 
from advertising in the magazine, to ask 
if they would support me. Every one of 
them said yes, and some are still with us 
today. The industry needed something 
that was independent in every respect, 
and not run by an organization to pro-
mote its own agenda. My magazine has 
no agenda at all. I’m only interested in 
compelling stories and news. No politics. 
I deal with what I see, as I see it. I think 

that’s why it has been successful. People 
know that what they read is totally unbi-
ased. ”
 The free, 52-page monthly magazine 
has been a success from the beginning. 
Hard copies of The Mover are given to all 
of the approximately 2,500 major moving 
companies in the United Kingdom, and it 
is distributed online to about 7,000 com-
panies around the world. All production 
expenses are covered by advertising. 

 In addition to publishing The Mover, 
Jordan still helps organize OMNI confer-
ences and gatherings for Euromovers. He 
also edits The PAIMA Report. Jordan’s 
company is a small public relations shop 
with a healthy contingent of clients. 
He runs the company with his brother, 
David; Nikki Gee, who runs the office 
and keeps them both under control; and 
additional freelance help. The brothers 
also serve as the magazine’s resident 
photographers.
 He attends industry gatherings—in-
cluding IAM’s 54th Annual Meeting in 
New Orleans—to gather material and 
information and cultivate relationships. 
“This business is unique,” he says. “I’ve 
worked in many industries, but this is the 
only one where people make genuine, 
lifelong friendships. IAM is an important 
center for that. When I was away from 
the industry, I never wanted to do another 
survey or carry another box; but I did 
miss the people.
 “My job,” he adds, “is to tell stories, 
to report on what the industry does. I’m 
always interested in Terry Head’s State of 
the Association address, very incisive.”   
Jordan—chronicler of the companies and 
players that comprise his readership—
watches the trends that propel the evolu-
tion of moving and storage. “The moving 
industry has always been very slow to 
react to things,” he says. “It was in denial 
over the relocation industry but should 

Steve Jordan
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have been driving it. Instead, the reloca-
tion companies drove the movers. The 
relocation principle changed the whole 
dynamic of the industry.”
 Another missed opportunity, he 
adds, was self-storage. “Self storage has 
become a global phenomenon,” he notes, 
“and moving companies should have 
embraced it years ago.”
 “And then there’s the whole concept 
of brokering leads online. In the UK, the 
industry was in denial as late as 2010, 
and considered brokerage companies 
to be parasites. But today, most movers 
have some relationship with brokerage 
firms. Moreover, the industry failed early 
on to appreciate the power of the Internet 
to generate leads.”
 Jordan predicts that compliance will 
increasingly capture significant attention 
and resources. “Relocation management 
companies and big corporate accounts 
require suppliers to have compliance 
programs in place,” he says. “Those have 
become an all-encompassing chore for 
the big companies, which must invest 
huge amounts of money in compliance 
systems. This will affect the dynamics of 

the way they operate. Only the big com-
panies can afford to have these systems. 
Over the next few years, they are the ones 
who will generate the business, and the 
smaller ones will do the actual work.”
 There is a certain irony here. “As 
more customers become comfortable 
buying relocation services (home search, 
school search, etc.) online, so the role of 
the big relocation companies will become 
diminished. In time, perhaps, the only 
things you won’t be able to do online will 
be drive trucks and move boxes. So the 
large companies and brokers will have 
the resources to develop leads, and the 
smaller ones will carry boxes and trans-
port the shipments. Will we go full circle, 
to the beginning?”
 From his vantage point in his various 
roles with several industry groups, Jordan 
sees an increasing level of cooperation to 
further their mutual goals, but he cautions 
that each must retain its unique identity 
and purpose in order to remain viable. 
“Everybody who joins an organization 
wants to feel part of something different,” 
he says. “Cooperation is great when it 
avoids clashes in terms of dates and con-

tent, but there’s a danger that the groups 
will begin to look very similar and lose 
their individuality.  That would be a bad 
thing. As long as cooperation is designed 
to help them do what they do, it serves 
everyone well.”
  After 42 years in the industry Jordan 
has seen plenty of changes. “But I don’t 
think it’s ever changed so rapidly as 
it’s doing now and the rate of change is 
accelerating. It’s really quite exciting … 
and a little scary.”  

Is Your Contact 
Information Current? 

Update your Membership 
Directory listing at any time by 

sending an e-mail to 
Membership@IAMovers.org

http://www.worldcarepet.com


IAM: Moving Forward Together January/February 2017 •  THE PORTAL     31

www.iam-yp.org

Spotlight: The IAM-YP Management Board

As the IAM-YP grows, new faces are 
appearing alongside incumbents in 

leadership roles. Following is a quick in-
troduction to some of the members of the 
current IAM-YP Management Board.

Catherina Stier, chair of the IAM-YP, 
has been working in the moving in-
dustry for 10 years and is currently the 
international manager for Schenker 
Deutschland AG in Germany. 
 “Looking back, my first IAM Annual 
Meeting in Hawaii in 2008 was quite 
an adventure,” says Stier. “I was super 
excited about representing the company I 
worked for, and was proud and happy for 
the opportunity to be able to attend the 
most important meeting in the industry.” 
 “Like most first-time attendees, I 
experienced the nerves generated by the 
huge number of participants. So it was 
very comforting to be introduced to the 
Young Professionals group. I was very 
relieved to know there is this likeminded 
group who welcomed me and helped me 
to kick start my first convention.” 
  The YP group enhanced her abil-
ity to network, and Stier has gained an 
understanding of the issues that affect the 
businesses and responsibilities of young 
professional leaders. “My vision is to 
offer every young professional an added 
value to their careers by being part of this 
continuously growing team,” she says. 
“I’m truly committed to ensuring that 
every YP is kept up to date on all devel-

Catherina 
Stier

opments and has access to all the benefits 
and networking opportunities that are 
available throughout the year. 
 “I would encourage every company 
to invest in its young professionals. 
Apart from the important networking 
opportunities, we deal on a day-to-day 
basis with agents who influence where 
their tonnage is consigned. Long-term 
business relationships are built and 
young professionals are given a platform 
to share their thoughts. I’m grateful to 
have been re-elected to serve as IAM-YP 
chair for the next two years. I’m really 
looking forward to work with the new 
management board.”

Juhana Eskela

Juhana Eskela has been the owner/CEO 
of Pegasus Moving Oy since it was 
established in 2011. He launched his 
industry career at the age of 13, when 
he needed to find a way to earn pocket 
money. “I started sorting out my former 
employer’s warehouse and archives as a 
school project,” he recalls.  
 “After that I came back every sum-
mer and during holidays to earn some 
extra money. As a little boy, having your 
own money is a big thing. So basically I 
started from the ground and, step by step, 
ended where I’m now. This was a great 
experience. I still occasionally go out to 
pack and load with the crew—and actu-
ally know what I’m doing.”
 A couple of years ago, Eskela’s good 
friend, IAM-YP Chair Catherine Stier, 
encouraged him to join the organization. 

“I’ve never looked back,” he says. “I 
have been privileged to be part of this 
group, meet great new friends and find 
good new business opportunities from 
around the world. You can never know 
too many good and trustworthy people. 
I have also gained new business from 
being part of the IAM-YP.” 
 Eskela recently was elected to serve 
on the IAM-YP Management Board. “I 
simply wanted to give something back 
because of everything I have gained from 
the group,” he says. “If there is anything 
I can do for somebody, I’m more than 
happy to give it everything I can.”

Elad Gur-Arie, a 13-year industry 
veteran, manages the household goods 
department at Transclal Fine Arts 
Ltd., in Lod, Israel. Since he joined the 
company about five years ago, he has 
also gained experience in other roles, 
such as Customs Broker and handling 
fine arts shipments to galleries and pri-
vate collectors. 
  “My first admission to the IAM-
YP group was in 2006, when I was 
working for VASM in Israel,” Gur-Arie 
recalls. “I didn’t get to participate much 
in the activities, as the company went 
bankrupt.” He then spent four years 
working for a commercial forwarder in 
order to get his customs broker license. 
 “I returned to the household goods 
industry in 2011 and immediately joined 
the IAM-YP,” he says. “I still knew many 

Elad Gur-Arie
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of its members since my days at VASM 
and I knew it was a good way to recon-
nect and network with them in order to 
build up my network of agents world-
wide.” 
 Gur-Arie considers his association 
with IAM-YP a real asset and says he has 
greatly benefited from his membership in 
the group. “If there is a YP member in a 
location I’ve never worked with before, 
I am more confident that my cargo will 
be in good hands than if I had just picked 
an agent from the directory,” he explains. 
“I have more access now to nearly any 
location in the world, either by knowing 
the agent in person or by being recom-
mended by fellow YPs.
 “Since IAM and the YP has given me 
so much, volunteering is the minimum I 
can give back. And yes, it also helps me 
to be more visible to a non-YP agents, 
with whom I would love to cooperate in 
the future.”

Sheena Kiser was introduced to the 
industry as a senior in high school, when 
she worked part time as a documentation 
clerk. “I quickly developed a passion for 
the industry,” she says, “and decided to 
study international business in college.” 
She currently is vice president of sales 
and pricing at Sea Express America 
Corporation, dba SEA Corp. 
 “My favorite aspect of the logistics 
industry is the ever-changing environ-
ment,” she says. “New regulations and 
laws are introduced each year across the 
world, sanctions are imposed, new trade 
agreements are signed, and as logistics 
professionals, we must quickly adapt, fa-
miliarize ourselves with new information, 
and share knowledge across our network. 
Working on the NVO side of the industry, 
I have the opportunity to interact with a 
vast group of people involved in the sup-
ply chain. I enjoy working with shippers, 
forwarders, and agents, negotiating pric-
ing with our carriers based on the need 
for each individual shipment, and match-

Sheena Kiser

ing that need with the best service avail-
able. In moving household goods, autos, 
or diplomatic cargo it seems that no two 
shipments are the same. Each shipment is 
unique, I learn something new every day, 
and I like this industry because it keeps 
me on my toes.
 “While serving on the IAM-YP 
Management Board,” Kiser adds, “I 
hope to build strong relationships and 
gain experience by communicating and 
networking with IAM members from all 
different countries. As a Management 
Board member serving the North 
American Region, I have the privilege to 
promote the opportunities, and address 
the needs and challenges, within our 
region. Our group is important, because 
we are the future of the moving and 
logistics industry. We will carry on 
the legacy of our Association, and the 
decisions we make within our group now 
will help mold and shape the future of 
IAM.”

Abhilash Nair, who has worked in 
the moving industry for more than 15 
years, has been with ISS Worldwide 
Movers (a division of Inchcape 
Shipping Services) for more than five 
years as regional manager of its Removal 
Division. 
  Nair joined IAM-YP in 2012 and 
found the group to be an “enthusiastic 
and energetic bunch of people who were 
keen to leave a mark in the business in 
the future. Also,” he adds, “it was quite 
easy to approach younger colleagues and 
quickly build long-lasting relationships 
and share the goal of attending annual 

Abhilash Nair

meetings that are more fruitful—i.e., 
generate more business. 
 “The benefits of being part of IAM-
YP are several,” Nair says. “It means that 
business can take place with much more 
fun. Today, having a relationship with a 
younger individual in a company you are 
working with or plan to work with for 
your shipments does play a big role in 
ensuring quicker and better service, with 
more professional and personal attention.
 “I decided to participate in the elec-
tion when I saw good potential in the 
IAM-YP group to generate more business 
opportunities for ourselves, each other 
and the companies we work for. Also, I 
see that the kind of knowledge I have so 
far in the business can be shared in more 
constructive ways to benefit others. By 
all means I think more participation by 
IAM-YP individuals, who I can bring 
into the group, ensures the ultimate goal 
of being in YP: creating more legitimate 
value for each other.”

Daniel Rodrigues, a director/partner 
at Atlantis International in Rio de 
Janeiro, Brazil, began with the company 
in 1998, when he launched his industry 

http://www.thaimovers.com
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career. He joined IAM-YP in 2009, 
he says, “because I am interested in 
discussing business with people of our 
generation. And it’s really nice to be part 
of this group. One of benefits is that we 
can do business with people who are 
becoming good professionals, and in 
some ways we help them to mature.” 
 This is Rodrigues’s second year with 
the Board. “I decided to run because I 
know I can add energy to the group,” 
he says. “Since I started in the busi-
ness I have noted the need to develop 
young professionals and over the years 
I have participated in all of those types 
of groups. I am sure that by working for 
people of my region, we will be better 

Daniel 
Rodrigues

represented in a worldwide scenario.” 

Ashley Saunders has worked at Atlas 
World Group International for 
six years. She spent the first five years 
in sales and recently transitioned to the 
role of quality manager, with her primary 
focus on improving customer satisfaction 
and vendor relations. In addition to 
working at Atlas, she will complete 
her master’s degree in supply chain 
transportation and logistics in August.
 The global moving industry and her 
participation in IAM-YP has allowed her 
to meet and work with colleagues around 
the world. The fun, energy and optimism 
she observed among young professionals 

encouraged her to become more involved 
in IAM-YP and the industry as a whole.
  During the last two years, 
Ashley participated in the IAM-YP 
Communications Committee. She 
now looks forward to contributing as a 
member of the IAM-YP Board in 2017 to 
grow current relationships while meeting 
new people. Most important, she enjoys 
sharing her excitement for the industry 
with those who are new to it.

Hammad Shah was inspired by his 
father, who overcame difficult condi-

Ashley 
Saunders

Hammad 
Shah

tions in a small village to bring his family 
out of poverty. “Like him,” says Shah, 
“I also vowed to stand on my own feet, 

http://www.global.pt
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and with $750 in my pocket I opened my 
own company, Solution Mobility, in 
Islamabad, Pakistan, in 2013.”
 Shah reports that he is closely 
involved in all aspects of serving custom-
ers, and overseeing and participating in 
the moving process with his team.
 His first experience, in 2002, was 
as a packer. His role continued to evolve 
into packing supervisor, import/export 
and customs brokerage trainee, quality 
manager and finally general manager 
at his former company’s five branches. 
He has been involved with professional 
organizations, including IAM and FIDI, 
for several years. His company became 
an IAM member in 2015. 
 “I joined IAM-YP because it is a 
platform for the younger minds that in 
my belief hold the real key to the future 
of the moving industry,” he says. “The 
young minds of today ought to be taken 
seriously by industry veterans, as it is 
now their time to uplift the organization 
and take it to new heights and newer 
opportunities.” 
 Shah feels fortunate to be a part of 
the leadership team of IAM-YP. “I feel 
very lucky that I was asked to be part of 
the management board in New Orleans, 
and entered my name for elections 
immediately,” he says. “I hope to make 
a difference through consultations and 
teamwork with the Board and present 
ideas and writings that may help change 
the course of the YP and IAM for the 
better.”

Join Us at the
Young Movers Conference 2017

 
May 11–13, 2017 • Riga, Latvia

The YMC has been an amazing event since 1991. This gathering has drawn 
together a diverse group of young professionals in our industry, may of whom 

are now great friends, trusted colleagues and reliable agents all over the world. This 
event gives everyone an opportunity to meet new people, secure already existing 
relationships, and establish new ones. Enjoy discovering industry innovations and 
simply have a wonderful time. Every year we meet in a new city, a new country—
often a place we haven’t yet explored or visited. 
 That’s why we, the Organizing Committee of Young Movers Conference 2017, 
have the honor to hold YMC in our beautiful home city, Riga, the capital of Latvia. 
We encourage everyone to participate in this YMC, because it’s a unique opportuni-
ty to visit Northern Europe as well. We are preparing a lot of surprises for you, and 
you’re bound to return home with many great memories. Organizing YMC is such 
a great thing, we inspire every country to take responsibility for organizing future 
YMC gatherings. It’s such an experience, challenges and of course a positive and 
exciting vibe permeating every day of YMC. 
 This year, 2017, the YMC will take part May 11–13. We are taking care of a lot 
of things to ensure that our participants will feel in Riga like home and that they will 
take the very best of it. Thank you, everyone, for your great responsiveness to our 
work, faith and heart-warming greetings. 
 See you in Riga!

—YMC 2017 Riga Organizing Committee

The international brand name of
MØBELTRANSPORT DANMARK

Immigration       Destination Service       Moving       Furniture Rental       Expense Management       Global Mobility

Denmark
rates.dk@aspiremobility.com

Sweden
rates.se@aspiremobility.com www.aspiremobility.com

To register, visit youngmovers.eu > registration

http://youngmovers.eu
http://aspiremobility.com
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Mentor Match Profile:
Ben Scheiner, Managing Director, Global Relocations

If you are enjoying a successful career 
in the moving industry, chances are a 

more seasoned and experienced col-
league was there to guide you early on 
as you learned your job. Ben Scheiner, 
managing director of UK-based Global 
Relocations, says he owes a lot to his 
first boss, who 19 years ago “took me 
under his wing and taught me all aspects 
of the business from being a porter all 
the way up to operations. During nine 
months of working together I experienced 
the life on the road with our crews and 
got to export-wrap and pack at many cli-
ent homes, some of which were the more 
exclusive residences we had the pleasure 
to service. So I really got to know how 
to handle high-value fine art as well as 
complex furniture in a relatively short 
space of time.”
 Scheiner’s natural skill in sales 
and business development were put to 
productive use. “I got to shadow my 
boss on pre-move surveys to develop an 
eye for detail and to see how to handle 
clients during a confusing time when 
they needed to organize an international 
move,” he recalls. “I came to realize that 
one of the most important areas to focus 
on in order to succeed is to be personable 
with the prospective client as well as of-
fer useful tips that can help build imme-
diate trust. That always goes a long way 
when trying to make the right impression. 
Back then there were no fancy gadgets 
or gimmicks like iPads to wow the cli-
ent. Using pen and paper to survey was 
really old school, but with the experience 
of packing behind me it was a natural 
progression to move to home surveys.”
  A work colleague took over the 
final stages of Scheiner’s mentorship. “I 
learned how to open doors and talk to 
companies, embassies and international 
organizations,” he says, “and to be taken 
seriously as a young professional in what 
was then a prehistoric industry. Having 
experienced such opportunities at a 
young age generated my passion for the 
removals industry. Thanks to the people 
who were my mentors, I essentially 
got to fast track my total knowledge 
of all working departments in this 
industry, allowing me to gain a greater 
understanding and effectively add greater 
value to the business.”

 Scheiner, a former IAM-YP who to-
day leads his own company, has benefited 
from the tutelage and wisdom of indus-
try veterans over the years. “One really 
good piece of advice I got,” he says, 
“is that when you talk with prospective 
customers, you should keep the language 
simple and more like conversation. That 
way, your personality will always shine 
through. During the last job I had as an 
employee for a removal company some 
12 years ago, a prospective client called 
the office and mistakenly thought she 
was calling a competitor. I took the call, 
dealing with her enquiry after normal 
office hours in a professional and friendly 
manner, and the following morning we 
moved to a pre-move survey. By the end 
of that day she confirmed she wanted us 
to handle her move. My colleague put 
through a recommendation to the director 
of the company, which got me a mini-
promotion—which I was told almost 
never happened!”
 Now, Scheiner hopes to draw upon 
his wealth of 19 years’ experience 
and pass along what he has learned to 
others who aspire to a successful career 
through IAM’s Mentor Match program. 
“Experiencing first-hand the benefits 
of removal veterans when I was new in 
this industry taught me that information 

always needs to be passed along, freely 
and unequivocally,” he explains. “If I 
can have a positive impact on someone’s 
career, that to me is important in keeping 
good people in our industry for the 
long term. Mentor Match provides an 
opportunity to monitor and measure any 
success stories in a number of different 
aspects, whether in sales, convention 
success, business development, agent 
sourcing and accountancy, to name a 
few. So rather than just answer a few 
questions on any given topic this program 
allows me to engage with real issues and 
test my knowledge and experience, and to 
pass on valuable information. In that way, 
I hope can leave a positive impression 
on the next generation of young 
professionals in our growing industry.”
 

“If I can have a positive impact on someone’s 
career, that to me is important in keeping good 
people in our industry for the long term. Mentor 
Match provides [that opportunity].”

Ben Scheiner is ready to work with a protégé through 
Mentor Match. If you need guidance in your career and are 
interested in a connection with him, please send an email to 
Margaret.Kerr@iamovers.org

To enroll in the program or for more information about 
IAM’s Mentor Match program, visit 

www.IAMovers.org > Affiliated Groups > Mentor Match 

“What you want in a mentor is some-
one who truly cares for you and who 
will look after your interests and not 
just their own. When you do come 
across the right person to mentor you, 
start by showing them that the time 
they spend with you is worthwhile. “

—Vivek Wadhwa, Ameican
Technology Entrepreneur

http://www.IAMovers.org
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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)
DeWitt Move Worldwide

*International Association of Movers
(in memory of Jackie Agner)
National Forwarding Co., Inc.

Orlando World Centre
*Universal Relocations

Alan F. Wohlstetter
(in memory of Jackie Agner)

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.)
Daycos, Inc.

Government Logistics NV
Paxton International

Roiatti Srl. Italy
Roiatti International Movers

(in memory of Alessio Prosdocimo)
Royal Hawaiian Movers, Inc.
Southwest Port Services, Inc.

Suddath
Tri Star Freight Systems, Inc.

(in memory of Kenneth Garrison)

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

Aloha Worldwide Forwarders, Inc.
Approved Forwarders, Inc.

(in memory of Richard Dewitt)
A-Whisco

Cartwright International Van Lines
Coleman Worldwide

Dewitt Guam
DeWitt Move Worldwide

(in memory of Woodrow Dewitt)

Enterprise Database Corporation
Executive Moving Systems Inc.

Executive Relocation International, Inc.
Foxlog

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

*Terry R. Head
Jet Forwarding, Inc.

(in memory of Jackie Agner)
Matson Navigation Company

Morrissette Family Foundation
P & F Safepack Company Ltd.

Pac Global Insurance Brokerage, Inc.
Paxton International

Michael Raney & Heather Engel
(in memory of Jackie Agner)
Republic Moving & Storage
Royal Hawaiian Movers, Inc.

Sourdough Transfer, Inc.
Southwest Port Services, Inc.

Stewart Moving & Storage
Stevens International Forwarders

Stevens Worldwide Van Lines
TAAFLO–TPAFBO
The Pasha Group

Totem Ocean Trailer Express, Inc.
True North Relocation, LLC
(in memory of Jackie Agner)

Twin Oaks Moving Company, Inc.
*Westpac International, Inc.

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

A-Whisco, Inc.
B Transfer, Inc.

(in memory of George W. Pasha III)
Richard and Judith Curry

Deseret Forwarding
Gateways International, Inc.

Hi-Line Moving Services

Lynden International
Caleb McCartney

Royal Alaskan Movers, LLC
Senate Forwarding, Inc.

TMM
Tote Marine

In Kind or Other
ABF Logistics

Albert Moving & Storage
Approved Forwarders, Inc.

Cartwright International Van Lines
Cornerstone Moving & Storage

*De la Fuente International Movers
Heather Engel

(in honor of my friends Jackie Agner
and Sandra Rowe Maier)

Euro-Asia-US International
Services, Inc.

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

Jeff Gregory
*Intrapack de Colombia Ltda

Sheena Kiser
Walter Laffitte

M. Dyer & Sons, Inc.
*M.I.D. Moving & Storage, Inc.

Gunnar Moeskjaer
Joe Mulholland, Inc.
Kathleen Northrop

Raja Rajan Parthiban
John Roller

Macarena Scalia
Stevens Van Lines, Inc.

(in honor of Belvian Carrington Sr.)
Edward Touhy

True North Relocation, LLC
(in memory of Jackie Agner)

Twin Oaks Moving Company, Inc.
Victory Worldwide Transportation, Inc.

*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:

Tuition Assistance Available through the Alan F. Wohlstetter Scholarship Fund 

Apply by May 1 to qualify for assistance in 2017. 
For more information, visit www.iamovers.org/scholarship

http://www.iamovers.org/scholarship


For more information, visit 

www.iamovers.org/scholarship

Donate 
Today!

You can make a difference in the life 
of a student pursuing an education in 
the moving, relocation, forwarding and 
logistics industry by donating to the 
Alan F. Wohlstetter Scholarship Fund.

The benefits of making a gift include:

• The opportunity to support the future of our industry, as 
well as the students who benefit from the scholarship.

• Your name and company listed in The Portal magazine 
for a year from the date of donation

• Your name and company displayed prominently during 
the IAM Annual Meeting.

• Your name and company acknowledged during the 
Membership Breakfast at the IAM Annual Meeting.

• A potential tax deduction (consult your local tax 
professional).

http://iamovers.org/scholarship
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HappYPlanet

7 Offbeat Ways to Experience Roman Lifestyle

By Francesco Argiro, President & CEO, and Skaiste Rucyte, Coordinator, Operations, Bliss Corporation

The Eternal City. The cradle of civilization. All that and 
much more describe Rome, a city of history, romance, art 

and culture. Thus it is no surprise that this is one of the top 
destinations to visit, and that there is an endless array of things 
to do and be amazed about. While we would never recommend 
skipping such monuments as the Coliseum, Spanish Steps, 
Pantheon and all other famous historical and architectural 
objects, Rome is much more than that. We can certainly 
recommend a few unusual ways to discover a different side of 
Rome to ensure you don’t miss out on anything.

History
With its long and rich history, Rome—the Eternal City—is the 
best place to explore the legacy of this ancient civilization. After 
all, it was here that Roman life began, and it was from here that 
the Roman world expanded into an Empire with dominion over 
millions. But although some of the most famous sites are truly 
spectacular, we recommend getting your fill of ancient Rome 
in a variety of ways. Using state-of-the-art technology such as 
lasers and sound effects, the archaeological remains of ancient 
Roman houses are brought to life. Situated in the headquarters of 
the Province of Rome, Palazzo Valentini, just a short walk from 
Piazza Venezia, is educational, fascinating and a must-visit. 

Art
No one will dispute that Rome is a great place to steep yourself 
in art by offering collections from as early as 13 B.C. to the 
21st century’s best works. Indeed, one of the world’s great art 
collections is housed in a magnificent Roman garden villa, Villa 
Borghese. Caravaggio, Berninin, Titian—all are on display here. 
Both the masterpieces and the building—itself a work of art—
are extravagantly breathtaking. 

Panorama
Even though Rome’s chaos is well known, you can find many 
different peaceful facets of this city. It gives you shivers to 
realize how beautifully street noises shut down when you’re 
facing incredible panoramic views. Walk up to Gianicolo Hill 
and listen for the cannon that fires every single day at midday, 
as it has done since the battle for Rome was won here in 1849. 
Then admire the view of all of Rome—just breathtaking. 
However, you must not miss the Knights of Malta keyhole on 
Aventine Hill. Just around the corner is the Orange Garden, 
which offers a great view of Trastevere and St. Peter’s Basilica.

Religion
Even if you’re not very interested in Roman Catholic sites, this 
is where the Vatican is situated, and there are more than 900 
churches. We promise you can still enjoy it a lot, since a major-
ity of them are incredible art galleries. Cool off on a hot day in 
summer by slipping into the dark, cool air of Roman churches 
to ponder some amazing works by Caravaggio: The Calling of 

St. Matthew at San Luigi dei Francsi, Madonna of Loreto in 
the Basilica of Sant’Agostino and The Crucifixion of St. Peter 
and Conversion on the Way to Damascus in Santa Maria del 
Popolo.

Food
This one is a no-brainer. If there is one thing you won’t have to 
worry about, it’s finding a nice place to enjoy good food. Rome’s 
huge variety of amazing eateries satisfies every taste, from fam-
ily-run trattorias to fancy hip restaurants. Interestingly, one very 
central neighborhood, known as the Jewish Ghetto, has gained a 
reputation for its abundance of restaurants and delicious cuisine. 
Their carciofi alla giudea are sublime: Following the traditional 
recipe, the artichoke is cleaned and then fried whole, seasoned 
with a bit of salt and pepper. Definitely a must.
  Another usually forgotten but amazing area is Testaccio, 
the city’s original foodie neighborhood where cucina romana 
(Roman cuisine) was born. In addition to amazing rustic 
restaurants, there is the Testaccio open-air market, which has 
provided fresh, in-season produce to residents of this working-
class enclave for generations.

Nightlife
The city of la dolce vita offers plenty of bars and nightclubs for 
everyone’s taste—the best, the worst and the ugly. When it’s 
late at night and you’re heading back to your hotel, intoxicated 
by the heady essence of Rome, visit the Trevi Fountain at 
midnight. It’s truly magical, and probably the only time that you 
can get an unobstructed photo of the iconic fountain. 

People-watching
This may be the best city in the world for people-watching and 
Piazza Navona tops the list—it’s always full of people and 
surrounded by stunning monuments. Grab your favorite flavor of 
gelato and enjoy!
  Another great place for both people-watching and gelato is 
Monti, the neighborhood for young and old alike. Its cool and 
hip charm makes it a favorite hangout for locals and tourists. 
Bonus: It’s a haven for anyone seeking a vintage or local 
designer statement piece. 

The Coliseum in 
Rome
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MILITARY/GOVERNMENT UPDATE

What’s in Store for DOD Moving in 2017?

By Charles L. White, Senior Vice President

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

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

USA Outbound Commercial HHG: 
FCL & LCL

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

Many IAM members must be wondering: What’s in store for 
the U.S. Department of Defense (DOD) moving program 

in 2017 and beyond? Unfortunately, as preparations began for 
the 2017 rate filing, more questions than answers were available.
  With a new U.S. President in office, a continuing resolu-
tion in place until April for the U.S. government’s budget and 
multiple questions surrounding the size of the U.S. military’s 
footprint in future years, no one really has a handle on what 
to expect for the DOD moving program. That uncertainty has 
elevated the level of angst among many organizations involved 
in DOD moving to new heights.
  What is going to happen with DOD troop levels? Some of 
President Donald Trump’s rhetoric seems to suggest that the 
United States may pull back from some of its historical relation-
ships with other nations. Will that lead to a reduction in the U.S. 
military presence on foreign soil and thus a reduction in the 
number of DOD international relocations? What will happen 
with the U.S. domestic moving program if a higher percentage 
of U.S. military members are positioned on U.S. soil? These are 
just a few of the many questions that will have to play out in the 
coming year.

  What do we know? It appears that a new DOD budget will 
be put in place in April. There are indications that at least a small 
increase in the military budget is in the offing. This means that 
troop levels should remain, at a minimum, at current levels, 
and thus bodes well for military moving levels to remain fairly 
steady in comparison to 2016.
  Other than the DOD budget, troop levels and the positioning 
of U.S. troops around the world, what other factors may affect 
DOD moving? Government regulation of the moving industry 
has continued to increase in recent years. New hours of service 
rules, mandates for electronic logging devices (ELDs) and new 
safety programs have continued to heap new regulation on the 
entire moving industry. Access to military installations also 
continues to be a major roadblock. Will the new administration 
address these issues and provide any relief for the industry?
  Increased costs continue to hit the industry from every 
direction. The cost of packing material, liftvans and storage 
pallets, ocean carriage, labor costs and myriad other expenses 
continue to increase at a rapid pace. Will industry pricing be able 
to keep pace with these factors? This question looms as the 2017 
Defense Personal Property Program (DP3) rate filing comes to a 
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IAM President Attends 
Industry Summit

IAM President Terry Head attended the 2nd Moving Industry 
Leaders Summit in Luxembourg in November. The aim of 

the Summit is to facilitate the exchange of best practices among 
industry associations around the world and determine areas of 
cooperation and collaboration. The Summit was organized by the 
Federation of Europeans Moving Associations (FEDEMAC). 
 In addition to Head, among the Summit attendees were 
representatives from FEDEMAC Member Associations (i.e., the 
British Association of Removers) and special guests, including 
Walter Laffitte (LACMA), Eric Lim (Asian Tigers Mobility), Ian 
Waters (OMNI) and Jesse van Sas (FIDI). 
 During the Summit, Sergio Mujica, Deputy Secretary 
General of the World Customs Organisation (WCO), officially 
signed a Memorandum of Understanding (MOU) with 
FEDEMAC President Sabine Hartmann. The MOU provides a 
good basis for better cooperation between the two organizations 
and will also enable the FEDEMAC representative to attend 
events, workshops and committees in order to voice the issues 
important to the international moving industry when transporting 
household goods from one country to another. FEDEMAC’s 
relationship with WCO is a critical one and it gives our industry 
a key link to this important organization. 
 Peter Lundgren, Member of the European Parliament, also 
provided valuable information on the latest developments in the 
European Parliament with respect to road transport. Lundgren’s 
presence was welcome, as he had worked as a truck driver for 
more than three decades and therefore has first-hand knowledge 
of the issues that our members face. During the meeting, he 
explained how difficult it was for him to maneuver in the politi-
cal world and to push for changes in legislations that are needed 
to better the lives of drivers and businesses across Europe. 
FEDEMAC’s connections to people like Lundgren are invalu-
able and they will continue working in close cooperation with 
him.

IAM President Terry Head (left) and CMMB Representative Aivars 
Usans were among the attendees at the Moving Industry Leaders 
Summit in Luxembourg last November. At right is FEDEMAC Presi-
dent Sabine Hartmann.

conclusion. The Surface Deployment and Distribution Command 
(SDDC) conducts a Rate Reasonableness review during the rate 
filing process and it is critical that they understand all of the 
cost factors affecting the DOD moving industry. For that reason 
IAM has provided SDDC personnel with a list of the many fac-
tors that may affect the filed rates for 2017. We are hopeful that 
SDDC will take these considerations to heart during their Rate 
Reasonableness review. DOD is in competition for capacity with 
the other markets serviced by the moving industry and if they 
hope to win their fair share of that capacity they must allow the 
marketplace to drive DOD pricing.
 One other major issue affecting the DOD moving industry is 
the state of the Defense Personal Property System (DPS). During 
the past 12 months the instability of this key system has been 
suspect. Many outages and the lack of system development have 
been roadblocks for both industry and the DOD stakeholders 
who also use the system. Without a stable system the Defense 
Personal Property Program cannot work effectively. Will DOD 
find a way to make DPS a viable and robust system in 2017?
 It is hoped that this year will pave the way for finding 
answers and solutions to all of the questions and roadblocks that 
stand in the way of a robust DOD moving program. Without 
some answers coming forward, the DOD moving program stands 
to drown under the weight of uncertainty.  

http://www.agarwalpackers.com
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TECHNOTES

Scan2Move Launches Innovative Digital Inventory List 

Left to right: Kari Karkkainen, Taavi Suorsa and Sander Kollerie 
at their exhibit booth during IAM’s 54th Annual Meeting in New 
Orleans last October

Scan2Move unveiled its new digital inventory list solution 
during the 54th IAM Annual Meeting in New Orleans.

  Headquartered in Amsterdam, The Netherlands, the 
company was founded in late 2014 by a small but passionate 
team of moving industry veterans and information technology 
experts. They shared a strong, common vision of a faster, more 
accurate and more modern way of managing the moving process, 
and this led to the new digital inventory system.
  With Scan2Move, the user can create a digital inventory 
list of all items that are being moved. The solution consists of 
a mobile application, which can run on any Android or iOS 
mobile device, and a Web application, which can run from 
any Internet-connected computer. The system covers all three 
stages of moving: loading, mid-scan and unloading. Before the 
loading starts, all general information related to the move or the 
transferee is entered into the system by the move coordinator 
using the Web application. The move coordinator then assigns 
the move to the selected crew leader.
 During loading, the packer can first check the condition of 
the house and record any pre-existing damage by taking high-
resolution photos with the mobile application to create the Pre-
existing Damage Report. Then he or she proceeds to packing. 

This includes entering item information simply by clicking on 
IAM-approved ISO-accredited items lists, taking photos of dam-
aged or special items, taking notes, creating labels with barcodes 
and printing them out onsite with an optional Bluetooth-
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connected mobile printer. After every-
thing has been packed, the move can 
be digitally signed onsite and all item 
information, including photos and notes, 
is uploaded to cloud-based Scan2Move 
servers. Then, through the Web applica-
tion, detailed packing lists of the move 
can be viewed, printed or emailed. This 
can be done in different languages, which 
means that packers can create an inven-
tory list in their native language, and with 
a click of a button the list is translated 
into another language. The languages 
currently supported are English, Spanish, 
German, French, Portuguese, Russian, 
Arabic and simplified Chinese.
 Mid-scan can be done at any stage 
after the loading has been completed. 
This involves scanning the barcodes from 
the labels generated during the loading 
stage. Every scan is location (GPS) and 
time stamped, creating an accurate trail 
for each package. If something has gone 
missing, it will be immediately detected. 
This information will also be known at 
the office, since the mid-scan results are 
again uploaded into the cloud in real 

time if WiFi or mobile data connection is 
available.
 Unloading allows the packing team 
to easily scan all the items while they 
are being carried in upon arrival. If there 
are missing or broken items, it is easy to 
record that information and synchronize 
it with Scan2Move cloud for further 
processing.
  All information from each stage is 
uploaded into cloud-based Scan2Move 
servers and can be accessed by all re-
quired parties (e.g., origin agent, destina-
tion agent, corporate and transferee) with 
unique usernames and passwords from 
anywhere there is a computer. Numerous 
reports and statistics are also available 
for all parties concerned. If items get 
damaged or go missing, it is very easy to 
see when that happened. This clarifies the 
responsibility between the origin and the 
destination agent and the transferee, as 
well as the other parties involved with the 
move. Scan2Move makes the entire pro-
cess transparent, clarifying responsibility 
and resulting in fewer insurance claims 
and disputes.

  For more information or to access a 
free trial of the Scan2Move product go to 
www.scan2move.com.

Various functions used during loading and 
other stages of the move.

http://www.scan2move.com
http://www.mcgimpseys.com
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MARITIME/OCEAN SHIPPING

Preventing and Resolving Shipping Disputes

By Jennifer M. Gartlan, Deputy Director, CADRS

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

confidential assistance to parties seeking to resolve their 
international ocean shipping disputes. In FY 2016, household 
goods matters represented approximately 30 percent of all 
requests for assistance received by CADRS. 
 CADRS often receives inquiries about ocean transportation 
intermediaries (OTIs) and the services they provide to help 
shippers transport household goods overseas as well as common 
issues that arise during a household goods move. The following 
Q&A discusses some of the most common questions received by 
CADRS regarding its services.
 CADRS staff are trained mediators with expertise in ocean 
shipping regulations and commercial practices. Staff utilize 
these capabilities to help parties avoid time consuming and 
costly litigation by working with parties to negotiate creative 
and meaningful solutions to ocean shipping challenges and 
disputes in real time. 
 The process is confidential, meaning that CADRS staff will 
not disclose to the public or other agency offices confidential 

information provided during the course of the dispute resolution 
process. 
 The following responds to some of the most common 
questions received by CADRS regarding its services. 

What kind of services does CADRS offer?
CADRS offers ombuds and mediation services to resolve both 
emergent and ongoing international ocean shipping disputes. 
Services can be provided at any phase of a dispute (i.e., to avoid 
litigation or to resolve ongoing litigation).
 These services are offered on a voluntary basis; all parties 
to the dispute must consent to the use of CADRS’s staff to assist 
with resolving the dispute prior to the provision of services. 
The CADRS staff member or either party may discontinue the 
process at any time after the process begins.
 Services provided by CADRS are confidential—CADRS 
staff cannot disclose confidential information provided during 
an ombuds or mediation session to the public or to other FMC 
offices.
 With respect to the process itself, CADRS staff act as 
neutrals. They do not advocate for a particular party; rather they 

http://www.arcshipping.com
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advocate for a fair and balanced process that takes into account 
the needs and interests of each participating party. CADRS staff 
work with the parties to generate workable settlement options to 
meet party needs and interests. This approach often lends itself 
to creative solutions that allow parties to go beyond traditional 
legal remedies to provide the parties with what they are actually 
seeking (e.g., release of cargo, enhanced business opportunities, 
avoidance of negative publicity, etc.).

What is the difference between ombuds services and 
mediation?

Ombuds Mediation

CADRS neutral uses various ADR process used to
techniques (e.g., inquiry, resolve disputes between
informal coaching, telephone two or more parties
mediation, etc.) to assist two
or more parties resolve chall-
enges or disputes between
two or more parties

ADR process used to resolve Appropriate for immediate
disputes between two or or ongoing issue that may
more parties or may not be in litigation

Parties control outcome; Parties control outcome;
either party/ombuds can either party/mediator can
terminate at any time terminate at any time

Results in an informal Parties enter a formal
agreement to resolve written settlement
dispute as agreed by the agreement at the
parties successful end of 
 mediation

What if I would like assistance, but am not ready for 
CADRS to contact the other party?
Occasionally, a party will request general information or seek 
guidance as a means to prevent a dispute. While CADRS does 
not provide legal guidance or representation, it can help parties 
obtain a better understanding of commercial norms, as well as 
the various options that may be available to resolve a dispute. 
CADRS can also assist parties with strategizing on how to best 
communicate with another party. For example, a party may be 
concerned regarding the perception of a lack of trust or the use 
of commercial terms in communication with another party. This 
is an area where CADRS may be able to provide preliminary 
assistance to parties.

Do I need a lawyer to use CADRS’s services?
Parties are not required to have legal representation, but may 
include counsel if they prefer. Because CADRS cannot provide 
legal advice or representation, it is always advisable for parties 
to consult with counsel if they have specific legal questions or 
concerns.

Will using CADRS leave my company vulnerable to FMC 
enforcement action? Will CADRS report another party 
to the Commission’s Bureau of Enforcement (BOE) if my 
dispute is not resolved?
No. Federal law bars CADRS staff from disclosing confidential 
information provided during an ombuds or mediation matter 
for the purpose of resolving a dispute. As such, CADRS staff 
will not report an entity to BOE based upon its good faith 
participation in a CADRS sponsored dispute resolution process. 

Can an ocean transportation intermediary that arranges 
for household goods shipments request assistance with 
resolving a dispute between the moving company and a 
customer?
Yes. Ocean transportation intermediaries (i.e., international mov-
ing companies) that offer to arrange household goods shipments 
between U.S. and foreign seaports may request assistance from 
CADRS. Such assistance may involve answering inquiries as 

How are services offered?
Because parties are often located at significant geographic 
distances, CADRS often provides services via telephone or 
video conference. However, where parties are located in the 
same region or wish to travel to Washington, DC, CADRS may 
offer services in person.

GUYANA OVERSEAS TRADERS
Your best option in Guyana

For Crating, Overseas Packing,
Excellent Origin & Destination Services,

Customs Procedures,
Air and Sea Shipment

Core Member of IAM

1 Victoria Road, Sparendaam, East Coast Demerara,
Guyana, South America

Tel: 592 222 5552  Fax: 592 222 5553
E-mail: guyotrad@networksgy.com

Owned & Managed by Guyanese since 1977
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well as providing ombuds or mediation services to help parties 
resolve their disputes in real time.

Are CADRS services limited to moving company and cus-
tomer disputes?
No. CADRS routinely handles disputes between the ocean trans-
portation intermediaries and other parties in the logistics chain 
such as other freight forwarders and NVOCCs; vessel operators; 
marine terminal operators; truckers; etc. CADRS can also pro-
vide assistance for inquiries and disputes involving commodities 
other than household goods.

What are some of the issues that CADRS regularly ad-
dresses? 
Some typical examples of disputes handled by CADRS include:
• assessment of demurrage and per diem
• cargo liens
• service contract disputes or negotiated rate agreement 

disputes
• rate or surcharge disputes
• volume disputes
• co-loading disputes 
Are there any current dispute trends that international 
movers should be aware of?
Ocean transportation intermediaries accepting shipments from 
unlicensed entities continues to be a significant problem. Under 
FMC regulations, licensed moving companies are prohibited 
from accepting shipments from unlicensed or unregistered 
NVOCCs. 46 CFR 515.27(a). In addition to the legal risks 
associated with accepting shipments from unlicensed entities, 
there are competitive and practical problems associated with ac-
cepting such shipments. For example, many unlicensed entities 
often undercut licensed companies’ rates. Further, unscrupulous 
companies often book multiple shipments with a licensed ocean 
transportation intermediary but fail to tender ocean freight and 
other charges, leaving the ocean transportation intermediary in a 
vulnerable position given its contractual obligation to the vessel 
operator.
 Another trend involves challenges with the use of NVOCC 
Negotiated Rate Agreements (NRAs). There have been instances 
where an NVOCC will use an NRA to establish rates for a 
particular household goods move that do not sufficiently cover 
the volume of cargo that is to be transported. For example, a 
mover may quote a rate for a 40-foot container and 20-foot con-
tainer for a move, but later determine that an additional 20-foot 
container is necessary. Because an NRA may not be modified 
upon receipt of the cargo by the NVOCC, this is an area where 
disputes are prevalent. 
 The Commission recently addressed this issue in 
Gruenberg–Reisner v. Overseas Moving Specialist Inc. d/b/a 
Int’l Sea & Air Shipping, FMC Docket 1947(I), holding that a 
company that attempted to increase a rate established in an NRA 
after receipt of the cargo had violated the Shipping Act. See 46 
U.S.C. § 41102(c). Essentially, the Commission held that the 
first agreement for the 40-foot and 20-foot containers met the 
requirement of an NRA; however, a second agreement submitted 
to the shipper by the NVOCC after cargo was received raising 
the rate did not meet the NRA requirements as it was not agreed 
upon by the parties prior to receipt of the cargo pursuant to 46 
C.F.R. §532.5.

Any suggestions for avoiding disputes?
• Avoid accepting shipments from unlicensed ocean 

transportation intermediaries. 
• Be wary of companies that book multiple shipments, but are 

slow to pay. 
• Whenever possible, base quotes for service on an onsite 

inspection of the goods using an itemized packing list; 
ensure that any customer additions are clearly marked.

• Whenever possible, use plain language rather than industry 
terms when dealing with consumers.

• Ensure that consumers understand what is, and is not, 
included in the quote for service; and, if the shipment is 
flagged for additional scrutiny by customs, it will incur 
additional related handling and storage charges.

• Ensure that consumers are aware of what insurance does, 
and does not, cover.

• Ensure that consumers provide accurate declarations of 
value.

• Ensure that consumers are aware of commodity specific 
regulatory requirements (e.g., need for BIS license for cer-
tain types of computer parts, ensuring that consumers empty 
gas tank before shipping vehicles, ensuring that items are 
removed from automobiles before shipping, etc.).

• Ensure that the consumer is kept up to date with respect to 
consolidation and shipment arrival status.

How can I learn more about CADRS or request assistance?
To inquire about CADRS or to request assistance, call (866) 448-
9586 (toll free) or send an email to complaints@fmc.gov. 
 When requesting assistance please provide CADRS staff 
with a brief description of the dispute and what you are hop-
ing to attain through CADRS’s services, and provide copies of 
relevant shipping documents.

Jennifer M. Gartlan is the Deputy Director of the FMC’s 
Office of Consumer Affairs & Dispute Resolution Services. 
The opinions and views expressed in this article are her own 
and are not binding on the FMC. This article is intended to 
provide general guidance and does not constitute legal advice or 
guidance.
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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.

15 LOCATIONS:  Go to ww.newhaven-usa.com
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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.

IAM LOOKING BACK

L            king 

The Kingpak Decision

By Rick Curry

In the September/October 2016 issue of The Portal, we noted 
that in 1967 the Interstate Commerce Commission (ICC) 

approved Exempt Freight Forwarders in a pivotal ruling that 
came to be known as the Kingpak decision. (Editor’s note: 
The Kingpak case, named for the company in Kansas City that 
brought the case to the ICC, was principally concerned with 
the legality of door-to-door container services provided by 
non-regulated freight forwarders of used household goods.) 
The Department of Defense (DOD) then began to approve 
forwarders to handle the same type of shipments as regulated 

motor freight companies. The ICC provided criteria to guide the 
relationships between the forwarder and the agent. Agents had 
to obtain ICC operating authority. Forwarders were required to 
have an agency agreement with the servicing agent indicating 
the precise scope of authority that was delegated and the exact 
service to be rendered. The forwarder would retain complete and 
total responsibility to the shipper.
 Normally, to obtain ICC operating authority there would be 
an oral hearing. With the Kingpak ruling, the ICC now handled 
the applications for authority under a modified procedure. 
Consequently, the agency dispensed with hearings on 400 to 
600 motor carrier applications. Those agents would now provide 
origin and destination service for Exempt Freight Forwarders. 
 A joint Petition for Reconsideration was filed by the 
Household Goods Carriers’ Bureau, Allied Van Lines, North 
American Van Lines and United Van Lines. The Household 
Goods Forwarders Association of America (HHGFAA; now 
IAM) took the position that the Commission’s decision was 
entirely correct and should be reaffirmed. On June 6, 1968, 
the U.S. District Court for the Northern District of California 
dismissed the complaint of the plaintiffs, allowing the ICC to 
uphold its decision to deny the petition two weeks later. The 
Commission upheld the lawfulness of the door-to-door container 
freight forwarder mode for the movement of household goods 
and determined that the operating authority was required to be 
held by local movers in order to perform origin and destination 
services for this traffic. Many forwarder members were 
recommended for authority.
 On December 16, 1968, five years after the ICC initiated 
its review, the Supreme Court of the United States acted on the 
appeal made by the Household Goods Carriers’ Bureau, et al., 
based on the decision of the U.S. District Court for Northern 

District of California. The one-sentence decision stated, “The 
motions to affirm are granted and the judgment is affirmed.” 
 On June 26, 1969, HHGFAA held a Special Active 
Membership Meeting at the Plush Horse Inn in Redondo Beach, 
California. HHGFAA Executive Director Cal Stein announced 
that DOD/Military Traffic Management & Terminal System 
(MTMTS; now known as the Military Surface Deployment and 
Distribution Command, or SDDC) had engaged the Logistics 
Management Institute (LMI) to make a study of the DOD 
International and Household Goods Movement and Storage 
Program. As indicated in the minutes of that meeting, Stein 
presented a letter from the Institute and forms in which members 
were requested to set forth cost factors, in sequential order, step 
by step, for all operations required for Through Government 
Bills of Lading (TGBL) and those applicable to the Direct 
Procurement Method (DPM). Cost factors were discussed. The 
Association would attempt to work with LMI on this study. 
That effort probably led to the changes in the military program 
through the Okinawa Trial and the Competitive Rate Program 
(CRP) in the 1970s.

Pictured, clockwise 
from left: Cal Stein, 
Doug Barnes and 
Alan F. Wohlstetter at 
HHGFAA’s 6th Annual 
Meeting in Frankfurt, 
Germany, in 1967.
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IAM Hall of Honor
Call for 2017 Nominations

Help IAM recognize the founders, innovators and leaders of the moving 
industry by nominating a deserving candidate for induction into the IAM 

Hall of Honor in 2017.
 Nominations may be submitted by any IAM member, client or customer. The 
candidates selected will be honored in October at the induction ceremonies during 
IAM’s 55th Annual Meeting in Long Beach, California, USA.
 The Hall of Honor Selection Committee will consider all duly completed 
nomination forms. Nominations must include the nominee’s name and current 
professional affiliation and the reasons you believe the candidate is deserving of 
this distinction. Nominations must be received at the IAM office no later than 
April 1, 2017. You will find the current Nomination Form on the Association’s 
website (www.IAMovers.org > Programs and Education > IAM Hall of Honor).
 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

 Questions? Send an email to hoh@IAMovers.org.

http://www.univers-transit.co.il
http://www.gallagherintl.com
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EXECUTIVE SUITE

IAM Code of Ethics Enforcement Procedures

IAM members recognize the importance of codifying and rais-
ing awareness about the ethical principles that guide the work 

of moving companies, their suppliers and their staffs. That is 
why the Association established the Code of Ethics a decade ago 
and bolstered that effort by forming a Members’ Ethics Council 
comprising your member peers and setting forth a non-arbitrary 
step-by-step set of enforcement procedures to help IAM adjudi-
cate these ethical disputes when they arise. 
 The IAM Code of Ethics Enforcement Procedures is a 
seven-page document and can be somewhat difficult to access 
and understand, so a brief tutorial may be helpful. 
  First, the document provides basic guidance on who can file 
a complaint and how to do so. Once a complaint has been filed, 
a preliminary review is undertaken by the IAM President, who 
can either reject the complaint if it does not qualify or accept 
the complaint. By accepting the complaint, the IAM President 
directs it to the Chair of the IAM Ethics Council, and a Review 
Task Force is formed. The Review Task Force consists of the 
Ethics Council Chair, the IAM President and a Case Review 
Panel comprising three Ethics Council Members.
  Following these initial steps, the IAM President and staff 
shall investigate the allegations made in the complaint to com-

pose a Case Summary and put forth a separate recommendation 
to the Ethics Council Chair on the appropriate resolution. Upon 
receipt of the Case Summary and recommendation, the Ethics 
Council Chair may mediate a resolution between the two parties, 
direct the complaint to the Case Review Panel or dismiss it. 
  If directed on to the Case Review Panel, those individuals 
will review the evidence and documentation that has been 
provided and determine whether or not it will be necessary to 
hold a hearing. Once all the evidence is reviewed, the Case 
Review Panel will render a judgment. If they find that the IAM 
member breached the IAM Code of Ethics as alleged, they can 
issue the following punishments:
 • reprimand (private or public)
 • probation
 • suspension
 • termination
  Regarding the Enforcement Procedures, there are several 
points that should emphasized. First, this is a slow process. It can 
take several months and complainants should not expect a quick 
judgment.
  Second, this process is in place to resolve ethical disputes 
and it is not a substitute for legal judgments. If a complaint is 
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Know the Rules So Your Claims Will Be Approved: 
Updated RPP Operating Rules & Regulations

IAM encourages all members to review the updated RPP Operating Rules and 
Regulations, which are now available on the RPP page on the IAM website  

[www.iamovers.org > Programs & Education > Membership Protections > 
Receivable Protection Program (RPP)]. 
  The RPP will compensate your company if it is owed by another IAM member 
who goes out of business. Last year, IAM paid over US$80,000 in qualified claims 
and will likely pay out close to US$200,000 in qualified claims this year. In addition 
to the claims process, the Operating Rules and Regulations specify how IAM 
intervenes between members when outstanding debts are owed and the criteria by 
which members are added to the Alleged Debtor List. 
 One key change to the Operating Rules and Regulations is that an unpaid 
invoice must be no older than 120 days from the date of its issuance when it is 
submitted to IAM for Unpaid Invoice Compensation through the RPP. In other 
words, if the invoice is older than 120 days, it will be automatically denied. 
Previously, the unpaid invoice could be no older than 180 days. IAM encourages all 
members to closely monitor their receivables and notify us should receivables owed 
to your company by other members exceed 60 days. 
 Questions concerning the RPP and the updated rules and regulations can be 
directed to rpp@iamovers.org. 

brought to IAM that we believe should be 
referred to the appropriate legal authori-
ties, we will dismiss the complaint but 
request that the complainant keep us 
updated if a legal judgment is rendered so 
we may take appropriate action. 
 Finally, there is an appeals process 
so a disciplined member may request 
a further review by the IAM Executive 
Committee. 
 If you have a question about the 
IAM Code of Ethics, the IAM Members’ 
Ethics Council or the Code of Ethics 
Enforcement Procedures, please send an 
email to info@iamovers.org. Members 
may submit ethics complaints on our 
website on the Code of Ethics Web page 
(www.iamovers.org > Programs and 
Education > Membership Protections > 
Code of Ethics/Ethics Review Process)
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The Box That Talks

By Daniele Piani, Marketing, New Media & Communication, Bliss Moving & Logistics

The Purple Cow by Seth Godin is a very interesting book 
that I suggest you read. Its premise is based on a simple 

observation: We live in a world in which all companies are 
alike, propose the same services, do the same things and create 
value in an identical way. We live in a “brown” world, so in 
order to stand out from the masses, we must stand out—become 
“purple.” Hence the title, The Purple Cow.
  But what is differentiation based on? On which pillars 
is it built? How does a company become purple? An easy-
to-understand model helps to illustrate. We can imagine 
differentiation as a sum comprising the value generated to 
the client and ancillary services, the result of which is the 
development of the brand that will stick in the consumer’s mind. 
So we have: 
• Value generated to the client
• Development of the brand (branding)
• Ancillary services offered to the client

Value generated to the client
Throughout its evolution, the market has adopted various 
interesting configurations:
• Orientation toward production, typical of Taylor-Fordism, 

a theory of management characterized by high production 
volumes and a great demand

• Orientation toward the market (i.e., when the demand de-
creases with respect to the supply, requiring logistics models 
such as just-in-time)

• Orientation toward the client. This is characterized by 
an increasing position of the demand, a demand that no 
longer wants to passively submit to the brand but wants 
to be narrated, seduced and surprised. In particular, it asks 
for more and more solutions that place it at the center of 
companies’ business approaches and offer a dedicated 
product or service. 

Ancillary services offered to the client
The only way a company may react in this customer-oriented 
revolution is to provide the client with tailor-made services 
or products. The company that wants to make a difference is 
able to propose exclusive ancillary services. With respect to 
international removals, this can mean a shipment service made 
specifically for a client, a portal on which the latter receives 
useful information, a clear website, a continued and timely 
communication with a personal operator—even a removal box 
that is of concrete help to the client. More on this in a moment.

Development of the brand
Brand management is the application of marketing techniques 
to a specific product, product line or brand. The objective is 
to increase the value that a client perceives from a brand, and 
therefore the brand equity—in other words, its appeal. We can 
imagine it as a tacit agreement between the company and the 
client: If the company product is of good quality, it produces 
value and is therefore distinct, the brand will not be forgotten 
and positive characteristics will be associated to it.

The box that talks
At Bliss Moving & Logistics we always try to make a 
difference for our clients, beginning with the first telephone 
contact, up to the service and communication on social media. I 
would suggest, however, that it is possible to make a difference 
in small things. Let me introduce to you the Bliss box—the box 
that talks
  In this small example we find all the three principles men-
tioned above: 
• Focus on the client: Obviously “the box that talks” refers 

mainly to the writing placed on the upper side, which is 
read by our operator during the removal: “Handle with care! 
Part of my life is in here” (see photo above).

• Ancillary services: It is a “box that talks” also because it 
gives useful indications not only to our operator but to the 
client as well. One can easily understand where the items 
are taken from during the removal so that they may be 
placed exactly in the new room at destination. 

• Development of the brand: The last picture shows a vis-
ible label, contacts and information as to our identity. If all 
the preceding principles have been applied properly, the cli-
ent will see a differentiation that is not merely commercial 
but indicative of value, experience and care the company 
succeeded in providing, because in the end, as Steve Jobs 
famously said, “Being the richest man in the cemetery 
doesn’t matter to me. Going to bed at night saying we’ve 
done something wonderful...that’s what matters to me.” 

The upper left corner of the box reads, “Handle with care! Part of 
my life is in here.”



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
  YEARS

http://webstore.newhaven-usa.com


IAM: Moving Forward Together January/February 2017 •  THE PORTAL     59

MOVERS DOING GOOD

The Power of Caring

By Chandra Naylor, Tippet-Richardson International/Tippets World

It’s amazing what people can do when they truly care about the 
cause and the people affected by it. Almost 30 years ago, Elina 

Katsman, a young Canadian dental hygienist, was vacationing in 
the Dominican Republic, where she discovered a need for dental 
care and education for low-income children and youth. Once 
back in Canada, Elina would share her vision, make connections 
and gather everything necessary to begin her dream of starting 
a charity to help provide the dental care that was so desperately 
needed. When Elina launched Smiles Foundation she had no 
idea that it would ever be more than one clinic, but thanks to 
her dedication and commitment, she exceeded even her own 
expectations. 
 Today, Smiles Foundation has 10 permanent clinics in 
the Dominican Republic and five mobile clinics that visit 
remote areas of the island. They offer free primary dental 
care, preventative health education and restorative dental 
treatments for children. Adults receive treatment at a discounted 
rate. Smiles Foundation also provides computer training for 
youth, job and volunteer opportunities for locals. To date, the 
organization has helped more than 4.26 million people through 
treatment, education and care.
 Elina recalls receiving her first shipments in the Dominican 
Republic 30 years ago. She waited with a truck for her container 
to clear customs, then drove it out by herself to be sorted, 
distributed and installed at her various mobile clinics. 
  Recently I joined Elina as she supervised yet another of her 
shipments loading at Tippet-Richardson International/
Tippets World, one of Smiles Foundation’s longtime partners. 
This Canadian global relocations firm offers much needed 
expertise to facilitate international shipments, making it easier 
for donations to reach their destination and those in need. This 
recent shipment contained 15 dental chairs, tables, chairs, office 

A child 
receiving 
dental care 
from Smiles 
Foundation 
in the 
Dominican 
Republic 
gets a lesson 
in flossing.

furniture, fridges, latex gloves, two panoramic X-ray machines 
and two intra-oral X-ray machines, all headed for the Dominican 
Republic to be sorted and distributed among the mobile and 
stationary clinics. All of these goods were generated through 
Smiles Foundation’s partnerships with Canadian and American 
dental companies, as well as private dentists. The Willowdale 
Rotary Club, another Smiles Foundation partner, is currently 
raising funds for new mobile clinics, as some of the existing 
ones are quite old and difficult to maintain.
  Smiles Foundation has proven resilient during the economic 
challenges of the last few years. Elina thanks her generous 
partners and encourages others to get involved. Each of us has 
something we can give, whether monetary, in-kind or volunteer 
contributions. From a vacation more than 30 years ago to 
helping 4.26 million people is surely a remarkable journey 
demonstrating the power of caring by Elina Katsman.
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Arpin Van Lines Drivers Deliver 
Wreaths to Veteran Cemeteries

 

More than 20 Arpin Van Lines drivers and agents from 
locations across the Northeast, Midwest and South 

volunteered to collect and deliver remembrance wreaths to be 
laid at veteran cemeteries on National Wreaths Across America 
Day on December 17.
  “This is our fourth year participating in this event and the 
outpouring of support from our drivers, agents and employees 
continues to amaze and inspire me,” said David Vieira, vice 
president of Arpin Van Lines. “Wreaths Across America Day has 
become a tradition among our drivers and agents, who eagerly 
lend a helping hand and volunteer their own time to pick up, 
haul, unload and lay the wreaths at gravestones to honor our 
fallen heroes.”
 Each Arpin trailer carried 600 boxes containing 5,400 
wreaths. Combined, the 20 Arpin drivers and agents delivered 
approximately 108,000 wreaths to more than 800 veteran cem-
eteries across the United States for remembrance ceremonies. 
Two Arpin drivers carried about 10,800 wreaths to Arlington 
National Cemetery in Virginia.
 In Rhode Island, even a sudden snowstorm did not keep the 
dedicated volunteers from honoring the fallen soldiers. About 15 
Arpin volunteers, including several children and young adults, 
were present at the Veterans Memorial Cemetery in Exeter to 
take part in a memorial service for the veterans. Current and 
retired service members from all branches of the Armed Forces 

Wreaths on gravestones at Arlington National Cemetery.

were represented. Following the ceremony, volunteers helped lay 
nearly 4,000 wreaths at gravestones.
  “Before placing each wreath, we recited the name of the 
fallen soldier,” said Brian Asay, vice president of the Arpin 
Charitable Fund. “It was very emotional for everyone involved. I 
brought my 14-year-old son, Cameron, because it’s important for 
young people to recognize our veterans’ ultimate sacrifice and to 
know that the freedom they have is thanks to these heroes.”
 The Arpin Charitable Fund was an official fundraising spon-
sor of the Rhode Island Veterans Memorial Cemetery. Donors 
raised enough money to purchase 160 wreaths to be laid at the 
cemetery.

Boonma staff serve pad Thai to people about to board a bus for 
the late King’s memorial ceremony.

Boonma Honors Thailand’s Late King

On October 16, 76 million people mourned the passing of the 
only king most Thais have ever known. In remembrance 

and honor of the King, Boonma staff, led by Managing Director 
Chaivudhi Pungthong, prepared a traditional fried noodle dish, 
pad Thai, to serve to 600 people waiting at the public transfer 
station, where they then boarded a bus to the King Palace for a 
memorial ceremony. 

http://www.invictus-relo.com
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Still Transfer Helps with 
Wildfire Relief

Kathy Fulton of American Logistics Aid Network (ALAN)  
reports that IAM Core member Still Transfer 

Company, Inc., in Kingsport, Tennessee, recently donated 
an important move. The need was for 20 twin-size bunk beds 
and mattresses to be moved from Greenville to Gatlinburg, 
Tennessee, for housing for volunteers assisting with cleanup and 
rebuilding after the recent wildfires that devastated much of the 
area. Still Transfer provided crucial assistance.
 “Still Transfer has a long history of community 
involvement,” said company President Randy Still. “We have 
furnished use of trailers for a group which reconditions bicycles 
for children at Christmas each year. Three years ago, we 
transported an antique carousel from Bridgeport, Connecticut, to 
Kingsport, Tennessee, when our community decided to restore 
and construct a building for its use in our town. We donated the 
transportation as our part of the project. 
 “We were pleased to assist in dealing with the recovery 
efforts of those in the Gatlinburg community as they cope with 
their gigantic loss of homes, parklands, businesses and the lives 
of neighbors,” Still added.

Crouch pre-
pares bunk 
beds for load-
ing in truck.

Still 
Transfer 
driver 
Randy 
Crouch 
(right) with
Rev. Ted of 
Lutheran 
Disaster 
Response 
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UPCOMING RACES

February 5, 2017
Rock ‘n’ Roll New Orleans Marathon, 1/2 Marathon & 10K

March 4, 2017
The Woodlands (Texas) Marathon, 1/2 Marathon Relay & 5K

March 11, 2017
Rock ‘n’ Roll D.C. Marathon, 1/2 Marathon & 10K

March 19, 2017
Skechers Performance Los Angeles Marathon & 5K

April 30, 2017
Big Sur (California) International Marathon

April 30, 2017
New Jersey Marathon, 1/2 Marathon & 5K (Jersey Shore) 

May 7, 2017
Flying Pig Marathon, 10K & 5K (Cincinnati, Ohio)

June 17, 2017
Grandma’s Marathon & Garry Bjorklund 1/2 Marathon 

(Duluth, Minnesota)

July 23, 2017
San Francisco Marathon, 1/2 Marathon & 5K

Golden Services Partners with 
Move for Hunger to Support

Tacoma Rescue Mission

On November 30, Golden Services, headquartered in 
Lakewood, Washington, partnered with Move for Hun-

ger and the Seattle Marathon to provide nearly a ton of food 
and beverages to families in need. On race day, the organizers 
ensured that there were plenty of proteins, fruit and water at the 
finish to help the athletes replenish their energy. Golden Services 
sent a crew and truck to the area and following the event, they 
packed up everything that went unused—1,850 pounds of it—
and delivered it to the Tacoma Rescue Mission.
 “Golden Services loves to work in tandem with the folks at 
Move for Hunger, as it is a perfect partnership between movers 
and a very worthwhile charitable organization,” said Vikki 
Kelly, business development manager at Golden Services. “So 
many families in our surrounding communities are in need of 
assistance, especially during this time of year, so anything we 
can do to help is a win for us as well.”
 Seattle Marathon Association Event Manager Melissa 
Valenzuela praised Golden Services for their kindness and gener-
osity about picking up the items. “Vikki at Golden Services was 
helpful and provided great customer service. The drivers also felt 
like they were doing more than just picking up items. That was 
important for us as an organization—to team up with folks who 
care and are thoughtful.”
 In addition to the food, runners were asked to leave any 
warm clothing they would like to donate at the starting line. 
More than 20 bags of jackets, sweatshirts and sweaters were 
donated to the Mission and delivered by Golden Services as 
well, just in time for the winter months.

Editor’s note: Move For Hunger and its partners have scheduled 
more races in coming months (see sidebar). For information on 
how you can participate, email emily@moveforhunger.org.

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

and janet.seely@iamovers.org
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INDUSTRY NEWS
A look at people and events shaping IAM member companies

Ben Cross Kurtis Naylor

APPOINTMENTS

Yogesh Thakker

University Moving and Storage 
Co. has announced the addition of Ben 
Cross, CRP, to their senior executive 
team. In his new role, Cross will lead 
strategic growth initiatives. He brings 
more than a decade of leadership in the 
transportation industry, most recently 
as the senior executive who founded 
Forward Relocation.
 The hiring of Cross is part of an 
ongoing investment to grow the company, 
headquartered in Metro Detroit with offi-
ces in Cincinnati, Indianapolis and Grand 
Rapids. This year University was honored 
with the Agent Excellence Award from 
the American Moving and Storage Asso-
ciation. 
 Cross currently serves on the board 
of the Detroit Regional Relocation Coun-
cil and on various Worldwide Employee 
Relocation Council committees. 

Tippett-Richardson International 
has named Kurtis Naylor as operations 
project manager for its Toronto branch. 
Naylor previously was a dispatcher and 
later operations manager at the Calgary 
and Vancouver offices. 
 Like his father, uncles, aunt, 
grandfather and great-grandfather before 
him, Naylor began his career working 
on the trucks as a helper. One of his first 
projects in his new role will be assisting 
in the reorganization of TR Overseas 
Moving Inc.’s purchase of Crown 
Worldwide Limited’s business records 
division and building in Burlington, 
Ontario.

Gridiron Forwarding Company 
Inc., announced that industry veteran 
Yogesh Thakker has joined the company 
as commercial traffic operations manager. 
Thakker brings more than 28 years’ 
experience in international moving.
 The company said that Thakker’s 
considerable knowledge and expertise 
will be instrumental in the further 
development of its growing commercial 
division, which also encompasses its U.S. 
State Department business. 
 Thakker, who specializes in the 
movement of used household goods 
and personal effects, was the founder of 
India-based 21st Century Relocations, 
Inc., and served for many years on IAM’s 
Core Members Management Board.

Aires has hired Peter Rosada, CRP, as 
director, business development. In his 
role, he will be responsible for strategic 
sales initiatives and global account 
management. 
 Rosada, who is bilingual, has 39 
years of comprehensive relocation 

management experience serving in 
sales, general management and account 
management roles. His experience 
includes leading sales efforts, managing 
business strategies, and oversight of day-
to-day operations for a regional office. He 
most recently served in another company 
as vice president of global accounts, 
working closely with clients to provide 
insights and advisory services for all 
aspects of global mobility strategy.
 Angela Gomez also has joined the 
company as director of sales for Aires’ 
West Coast operations. In her role, she 
will lead and oversee sales initiatives for 
the Huntington Beach, California, office.
 Gomez has extensive sales and 
operations experience in both the 
hospitality and temporary housing 
industries, most recently leading the West 
Coast sales initiatives for a large furniture 
rental company. She also served for many 
years as a district manager for a leading 
temporary housing firm. She holds the 
Certified Corporate Housing Professional 
(CCHP) designation and is an active 
member of the Southern California 
Relocation Council, where she currently 
serves on the Membership Committee.

Is Your Contact 
Information Current? 

Update your Membership 
Directory listing at any time by 

sending an e-mail to 
Membership@IAMovers.org

http://www.homepack.pk
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MILESTONES

Fauna & Flora is now part of MIQ Logistics (www.miq.
com), a global logistics company. The specialized services 
that Fauna & Flora offered for more than 35 years have 
been combined with the broad logistics service portfolio and 
worldwide coverage provided by MIQ Logistics.
  The existing Fauna & Flora staff, including John and 
Suzanne Meehan, will continue to support its customers’ 
logistics needs at the current location in Jamaica, New York. 
As an MIQ Logistics branch office, the location will offer 
global logistics services, including customs brokerage, 
bonded container freight station, groupage deconsolidation, 
air and ocean international freight forwarding and global trade 
compliance.
   MIQ Logistics has approximately 70 offices and thousands 
of in-country logistics professionals in more than 20 countries. 
With global network partners, MIQ Logistics operates in and 
between virtually all international trade lanes. This infrastructure 
will enable Fauna & Flora customers to receive seamless end-to-
end supply chain solutions worldwide, the company said.

Stefan Cordeiro, general manager of Stewart Moving & 
Storage’s Jacksonville, Florida, location and vice president of 
Florida operations, recently was elected president of The Wes 
Stewart Corporation in Midlothian, Virginia.
 Cordeiro is a second generation mover. He started in the 
moving business helping his father and brother on the trucks 
during the summers. He was already a 25-year veteran of the 
industry with experience as a warehouse manager and owner-
operator before joining Stewart Moving & Storage. He was 
named general manager in 2008, and tripled the Jacksonville 
facility’s business. He improved the quality of service to 
customers and was instrumental in opening the Pensacola, 
Florida, office. He was named to the board of directors for The 
West Stewart Corporation in 2015.
 He succeeds Wes Stewart as president. Stewart will serve 
as CEO, focusing on long-distance hauling operations.

EXPANSIONS

G-Solutions (www.gsolutions) has expanded its international 
removals service in Stockholm by acquiring 100 percent of Enter 
Global Logistics, effective January 1, 2017.
 From the new office in Stockholm, G-Solutions–Interna-
tional Removals will enhance its offerings, including in-house 
IATA airfreight services; its own terminals with customs license, 
in-house customs services and systems; logistics and warehous-
ing services; more dedicated operations personnel in Stockholm; 
and a larger global network.
 Enter Global Logistic’s core business is air and ocean 
freight, customs services, logistics and warehousing. The exist-
ing Enter Global Logistics structure, management team and 
staff complements the Global Freight Solutions business model 
and will be headquartered in Stockholm’s Rosersberg logistics 
center. 

Boonma Annual First Aid & 
Fire Drill Workshop

In cooperation with the Fire Police Department in Bangkok, 
Boonma Group organized a one-day training program for its 

annual First Aid and Fire Drill Workshop 2016 for the staff at 
Boonma headquarters, the airport office and the factory. 
 Some 395 staff participated in the program. “It’s another 
useful activity that our management has tried to keep all of 
our staff alert to safety, health and environmental issues,” said 
Boonma Executive Director Tiddy S. Teerawit. “Prevention is 
better than cure.” 

Boonma staff at the First Aid and Fire Drill Workshop

JK Moving Services recently celebrated the opening of its 
new 75,000-square-foot warehouse in Sterling, Virginia. The 
event was open to the public and featured complimentary food 
and drink, live entertainment, children’s activities and tours of 
the faiclity. Several regional nonprofit organizations participated, 
underscoring the company’s commitment to and support for the 
local community.
 According to Founder, President and CEO Chuck Kuhn, 
the expansion created by the new facility will result in more than 
100 new jobs. 

Guests check out JK’s new warehouse at the grand opening.
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IN MEMORIAM

Arthur E. “Buddy” Morrissette, Jr.

Arthur E. “Buddy” Morrissette, Jr. 
passed away at age 79 on Decem-

ber 18, 2016, after a courageous battle 
with brain cancer. 
 Born to Arthur E. Morrissette Sr. 
and Clara May Holsinger and raised in 
Washington, DC, Mr. Morrissette never 
forgot his roots and was always known 
for his helpfulness and compassion to 
those less fortunate. “It was not unhe-
ard of for Buddy to drop everything 
he was doing and visit an employee or 
friend upon learning of the person’s 
challenges and give them a helping 
hand when they were in need,” said the 
company. “From his interaction with 
schoolmates and golf partners to sports 
figures and government officials, his 
mutual interests and common causes 
were the foundation of long-term 
friendships.” 
  Mr. Morrissette always maintained  
a strong pride in his country and 
served in the Air National Guard. As 
he grew, so did his varied interests, 
passions and commitments, from youth 
Little League to community groups 
and business associations. His love of 
vintage hotrods eventually resulted in 
an enviable museum-quality collection. 
He took great pride in teaching each 
of his grandchildren to drive. More 
recently he took a special interest in 
NASCAR racing and became co-owner 
in a Sprint Cup team. Thus, he and his 

wife, Jackie, enjoyed the excitement of 
the sport across the country, establishing 
another community of friends. He was 
also an avid golfer. 
 Mr. Morrissette was nearly synony-
mous with Interstate Van Lines, Inc., 
which his father, Arthur Sr., founded in 
Washington, DC, in 1943. In 1970, he 
was instrumental in the relocation of the 
firm to a 30-acre campus in Springfield, 
Virginia, where the corporate offices 
still reside. He and his brothers, Donald 
and Kenneth, ran the business after their 
father’s death and he was the driving 
force through the 1980s, 1990s and early 

2000s behind the image, reputation 
and expansion of the family business, 
which includes multiple transportation 
companies and commercial real estate 
interests. He orchestrated all aspects of 
Interstate in order to position it among 
the moving industry’s most recognized 
service providers. One of his proudest 
moments came when the company was 
awarded the military’s first moving 
quality award.  
 Also important to Mr. Morrissette 
was the community involvement of the 
company, evidenced by its many 
awards for community service through-
out the Washington, DC, area. 
 The company remembers Mr. 
Morrissette as always direct and 
hands-on, and he won the respect 
of his family, peers, employees and 
associates. 
 He is survived by his wife of 57 
years, Jacqueline (Jackie) Doris 
Bowen; three children and 16 grand-
children; two brothers; and many life-
long friends, employees and business 
associates.    
 Donations in memory of Mr. 
Morrissette may be made to either The 
Fund for Johns Hopkins Medicine, 550 
N. Broadway, Suite 727, Baltimore, 
MD 21205 (ref: “NSRG/Brain Cancer” 
in the memo line), or The Kane Center 
Council on Aging, 900 SE Salerno Rd, 
Stuart, FL 34997.

Arthur E. Morrissette, Jr.
June 30, 1937–December 18, 2016

Daycos President Ends Mayoral Service

Daycos President Sue Fuchtman served 
as mayor of Norfolk, Nebraska, for eight 
years.

One of Daycos' Core Values is "Give 
back—it's what we do." People 

across the company take this value to 
heart by volunteering, fundraising and 
even serving on committees and boards 
at various organizations in our area and 
industry. These efforts go above and 
beyond our day-to-day lives to make an 
impact on the daily lives of others. 
 The company recently extended 
genuine, heartfelt gratitude to its em-
ployees for serving as examples of this 
Core Value and making the world a better 
place.

  In December, Daycos President Sue 
Fuchtman ended eight years serving as 
mayor of Norfolk, Nebraska. As the city’s 
first female mayor, she tackled the role 
with energy and dedication. Fuchtman 
leveraged her natural talent for bringing 
people together by listening to their chal-
lenges, seeking solutions and building 
teams to effect change. 
 Fuchtman devoted countless hours 
in the community while maintaining her 
leadership position at Daycos and on the 
board of AMSA and other industry lead-
ership associations.



66 January/February 2017 • THE PORTAL IAM: Moving Forward Together

Members Only | IAM Store

Price List for Selected IAM Publications, 
Miscellaneous Items

 CONUS OVERSEAS
 MEMBERS MEMBERS

  
 Additional 1-year subscriptions  
   to The Portal 120.00 145.00

Additional IAM Membership 
   Certificates  55.00 65.00

To receive an order form and payment information, please 
email info@iamovers.org 

Bishop’s Move Awarded 
Quality Citations

Bishop’s Move has announced that its entire branch network 
has become both ISO 4001 and BS OHSAS 18001 accred-

ited. This is in recognition of the company’s environmentally 
friendly business credentials and high standard in its health and 
safety management systems. The designations are in addition to 
Bishop’s Move’s existing IS0 9001 and BS8522 certifications.
 The accreditation in the internationally agreed ISO 4001 
standard demonstrates that Bishop’s Move is focused on proac-
tive environmental management; reducing costs, overheads and 
wastage and achieving operational excellence by ensuring legisla-
tive awareness and compliance.
  The BS OHSAS 18001 acknowledges the company’s dedica-
tion to improving its day-to-day health and safety management, 
striving “toward zero accidents.”

Bishop’s Move Com-
mercial Relocation 
General Manager 
Stuart Philp (left) and 
Managing Director Al 
Bingle with the new 
certificates

Beranich to Head GWERC

Stevens International Managing Director Lisa Beranich 
was recently named President-elect of the Greater Washing-

ton Employee Relocation Council (GWERC). Beranich will 
serve a one-year term as President-elect, then her title will shift 
to President in 2018.
  The position of President-elect comes with voting responsi-
bilities and the duty of sitting on the Board of GWERC, which 
meets quarterly. The Board governs over the member body 
of GWERC, which is comprised of federal civilian agencies, 
corporations and service providers. GWERC is unique among 
the other chapters of ERC due to its location in Washington, DC, 
and the government membership.

Lisa Beranich

IN MEMORIAM

Bertrand Harsch

Bertrand Harsch, the son of the founder of the Swiss 
company Harsch, The Art of Moving, passed away in 

December.
 The company, a Geneva-based family business founded 
in 1957 by Henri and Irène Harsch, specialized in packing 
and shipping fine arts and antiquities from its inception. Their 
son, Bertrand, joined the company in 1973 and became the 
president. He propelled the company’s activities in interna-
tional moving.
 In 2015 Mr. Harsch announced that his daughter, Isabelle 
Harsch, would take the reins of the company as CEO.
 A longtime colleague, Michel Gobbo of ACR Inter-
national Mobility Sarl, remembered Mr. Harsch as being 
dedicated to his company, often spending weekends in the 
office. “The company was a very important part of his life,” 
said Gobbo, “and he was proud of what he achieved. He also 
had a passion for cycling. He had a group of old friends from 
school he met every week to spend time together and enjoy 
wine and good food.”
 In addition to his wife, Elisabeth, he is survived by four 
children, Prisca, Manou, Robin and Isabelle. 

Bertrand Harsch
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WELCOME NEW MEMBERS

Peg Wilken
Stevens Forwarders Inc.
IAM Chair

Governing Member
CMTL Group Ltd.
5th Floor, Ubungo PLL
Morogoro Rd.
Dar-es-Salaam, Tanzania
Tel: 255 756-757575
info@cmtl.co.tz
POC: Fredrick Swai
POC: Vimbai Madya
POC: Deo Lema
Sponsors: Uni-Movers & Logistics Limited, 
  Uganda
Stuttafords International Removals, Malawi

Core Members
Ability Logistics & Transport WLL
P.O. Box 96087 
Doha, Qatar 
Tel: 974 4472 4191 
Fax: 974 4472 0061 
info@abilitylogisticsqa.com 
POC: Rameez Shamsudeen 
POC: Gilbert Batac 
POC: Sivakumar Sivanantham 
Sponsors: Alliance Maritime Company, 
  Bahrain  
Nayak Freight (S) Pte. Ltd., Singapore 

AIDU International Relocation Services 
(Beijing) Co., Ltd.
Rm. 705 Bldg. 4 
Greenland Sailing No.9 of Yu Xi Rd. 
Sha Yu Town, Shunyi District 
101318 Beijing, China (PRC) 
Tel: 86-10-84720581 
Fax: 86-10-84720582 
wangjing@aidugroup.com 
POC: David Shi 
POC: Yolanda Wang 
POC: Jenny Zhao 
Sponsors: AMJ Campbell International 
  Movers, Canada  
Inter Trans Insurance Services Inc., USA

Aim Intermovers
19 rue Berlioz
16003 El Biar Algiers, Algeria
Tel: 213 (0) 21 92 47 32
Fax: 213 (0) 21 92 47 32
contact@aimintermovers.com
POC: Mohamed Lamine Rahouli
POC: Nesrine Ammari
Sponsors: Khammal International Movers, 
  Algeria
Olympic Import & Export Tunisia, Tunisia

Atlas International Movers Est.
Street 5, Industrial area 7 
81132 Sharjah, United Arab Emirates 
Tel: 971 6 559 9401 
POC: Arif Ismail Bhat 
POC: Mohammad Yasin Bhat  
POC: Mohammed Ishaq Bhat 
Sponsors: Servile Relocations Pvt. Ltd., India  
Star Moving, Australia 

Brytons Removals of SA 
288 Koornhof Rd.
Meadowdale Ext. 2
Meadowdale, Gerniston
1420 Gauteng, South Africa
Tel: 27 (0) 11392-3962
Fax: 27 (0) 11 392 3939
brytons@brytons.co.za
POC: Douglas H. Fear
POC: John Wentzel
POC: Lorraine Perkins
Sponsors: Biddulphs Removals and Storage 
  S A Pty. Ltd., South Africa
Steers Afrovan Worldwide Moving, 
  South Africa

DTS—Dubini Traslochi e Servizi Srl.
Via G. D’Annunzio 32
20016 Milano Lombardi, Italy
Tel: 39.02.9176.7158
Fax: 39.02.3391.0929
salts@dts2000.com
POC: Peter Salts
POC: Davide Dubini
POC: Rosanna Baldini
Sponsors: Rainier Overseas Movers, Inc., 
  USA
Movecorp International Removals Ltd., UK

Fasten Freight Services
Old Airport Rd.
Al Futtaim Building, Office No. 3, 1st floor
55502 Matar Qadeem 
Doha, Qatar
Tel: 974 44314946 • Fax: 974 44314948
info@fastengroup.com
POC: Pinto
POC: Gigi George
POC: Sanjay Murugan
Sponsors: Quot8, Australia
Conroy Removals Ltd., New Zealand

Freight and Transit Co. Ltd. (FTL)
P.O. Box 659, Bell Village 
Royal Road 
11111 Pointe aux Sables, Mauritius 
Tel: 320-234-2700 
Fax: 230 234-4060 
contact@ftl.mu 
POC: Keni Vardin 
POC: Laurent Vigier de Latour  
POC: Shehzad Dilmahomed 
Sponsors: Transcausse-Demimpex, France 
European Relocation Services, France 

Get Cracking Limited
15 Orion Business Campus
Rosemount Bus. Park, Blanchardstown
Dublin 15, Ireland
Tel: 003 531
info@getcracking.ie
POC: Don Langan
POC: Nataliya Langan
Sponsors: Kae International, Greece
Palmers Relocation Group, Australia

Interdean Georgia Ltd.
14 Gamtsemlidze St.
0108 Tbilisi, Georgia
Tel: 995 32 299 01 10
Fax: 995 32 299 85 72
tbilisi@interdean.com.ge
POC: Revaz Tchanturia
POC: Amina Ahmedova
POC: Mzia Salukvadze
Sponsors: Pretul Succesului SRL, Moldova
Intermovex LLP, Kazakhstan

Interdean Ltd.
125 Heydar Aliyev Ave.
Caucasus BC, 3rd floor
AZ1029 Baku, Azerbaijan
Tel: (994) 12 566 38 69
Fax: (994) 12 567 31 91
baku@interdean.com.az
POC: Vagif Samosud
POC: Amina Ahmedova
POC: Irina Gaponova
Sponsors: Pretul Succesului SRL, Moldova
Intermovex LLP, Kazakhstan

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 expense. 
However, 13 percent may not be 
deductible as allocable expenses 
to state and federal lobbying 
activities of this Association.
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MM Cargo Logistica Internacional Ltda.
Rua Leonardo Vallardi, 87, Jd. Gumercindo 
Guarulhos, 07090-080 SP, Brazil 
Tel: 55 11 4574-1528 
contato@mmcargologistics.com.br 
POC: Marcos Zamai 
POC: Jefferson Lima 
Sponsors: Move One Relocations, Saudi 
  Arabia
Gradlyn—G.K. Airfreight Service GmbH, 
  Germany 

NAAAS Logistics
378 D-ring Rd.
New Salata
Doha, Qatar
Tel: 974 44864057
Fax: 974 44861483
annaliza@naaaslogistics.com
POC: Malik Al-Masry
POC: Ummer Karuparambil
POC: Ramzi Darouazim
Sponsors: Ghorayeb International Freight 
  Forwarding, Lebanon
MovEx Transportation & International 
  Shipping, Egypt

Neptune International Movers Co., Ltd.
88 Fengzhao Rd.
201822 Shanghai, China (PRC)
Tel: (86) 21 5910 5217
info@neptcn.com
POC: Chris Hu
POC: Vince Wang
POC: Cindy Cheng
Sponsors: Contour Logistics, Inc., USA
Dachser & Kolb GmbH & Co. KG, Germany

Relocately UG (haftungsbeschrankt)
Grunberger Strasse 68
10245 Berlin, Germany
Tel: 49 800 7244530
info@relocately.com
POC: Lennart Will
POC: Georg Koenigsmann Jr.
POC: Julian Treidler
Sponsors: TIS Worldwide, USA
ITO Mobeltransport GmbH, Germany

SAS Lagache
4 Rue Abroise Croizat 
Zi des Ciroliers 
91700 Fleury Merogis, France  
Tel: 331 69466464 
Fax: 331 69048001 
sinfos@lagachemobility.com 
POC: Cyril Juillan 
POC: Martine Gribonval 
Sponsors: Brytor International, Canada  
Focus Moving Services, Inc., Canada 

SDC International LLC
3A Mamba Point 
Monrovia, Liberia 
Tel: 231 777471267 
info@sdcinterlogistics.com 
POC: Liban Mugabo 
POC: Aden Muhire 
POC: Aimee Cyuzuzo Nkusi 
Sponsors: SDC Interlogistics, Rwanda 
SDC Interlogistics Limited, Tanzania 

TNL Global Relocation
P. Horova 7 
841 07 Bratislava, Slovakia 
Tel: 00421 048 251 707 
manager@tnl.sk 
POC: Ladislav Holocsi 
Sponsors: ABC Ricard FL Zrt., Hungary  
TNL Global Relocation Co., Ltd., Korea 

Top Removals Limited
Unit 76, London Industrial Park
Roding Rd.
London, E6 6LS UK
Tel: 020 7205 2525 • Fax: 0845 017 0822
info@topremovals.co.uk
POC: Emil Perushanov
POC: Dimitar Dimitrov
Sponsors: Matrix Relocations Ltd., Bulgaria
Pearson Home Moving, UK

TransCrate International Logistics
Sharq, Jasim Boodai Str.
Office #23, Bldg. #7, Block #3, Plot #31
Kuwait City, Kuwait
Tel: (965) 180-4949 • Fax: (965) 22447723
relocations@transcrate.com
POC: Tony Fernandes
POC: Muzammil Sanaullah
POC: Rajeesh Chinnan
Sponsors: Al Sawan Company, Kuwait
Destination Services International Ltd., UK

University Moving & Storage Co.
23305 Commerce Dr.
Farmington Hills, MI 48335-2727 USA
Tel: (248) 615-7000 • Fax: (248) 615-4715
info@universitymoving.com
POC: Ben Cross
POC: William Gray
Sponsors: 1-800-Pack-Rat, USA
North American Van Lines Inc., USA

Verax Global Logistics Limited
Ambalal Bldg., 2nd Floor Nkurumah Rd.
P.O. Box 88264
80100 Mombasa, Kenya
Tel: 254 789 577 529
Fax: 254 789 577 529
info@veraxgloballogistics.co.ke
POC: Beverly A. Akal
Sponsors: Falcon Freight Forwarders, India
Brisk International Cargo Inc., Canada

Worldwide Relocations (Thailand) Co. Ltd.
Rm. 517 Bldg. 8 
444 Port Authority of Thailand 
Tharua Road 
Bangkok, Thailand  
Tel: 662 350-21 
thailand@wwrsea.com 
POC: Andy Flynn 
POC: Benchawan Promchan 
POC: Chachara Ngamchamnanrit 
Sponsors: Links Moving, Hong Kong 
Harmony Relocation Network, 
  The Netherlands 

http://www.euromovers.com
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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.

Yamato Logistics Co., Ltd.
Yamatoginza Bldg. 5F 2-12-18,
Ginza, Chuo-ku
Tokyo, 104-0061 Japan
Tel: (035) 418-5524
Fax: 03-5418-5515
iam@y-logi.com
POC: Maeda Hisaaki
POC: Suzuki Yuichi
POC: Thomas Alex Godoy
Sponsors: B.M. International Pvt. Ltd., India
Star Worldwide Group Pvt. Ltd., India

Supplier Member
Multi Trolley AB
Nastagatan 2 
70227 Orebro, Sweden 
Tel: 004619272732 
Fax: 0046125490 
info@multitrolley.se 
POC: John Simpson 
POC: Peder Jensen 
Sponsors: Niemi Services OY, Finland 
FF International Movers, Ltd., Latvia

Learn ab
out our 

compreh
ensive s

ervice 

and chec
k out ou

r 

testimon
ials.

www.moveroneintl.ca
rates@moveroneintl.ca

INTERNATIONAL YOUR TRUSTED PARTNER IN CANADA

International Move Management
Origin & Destination
Export & Import
Worldwide Groupage Service
Shipping & Freight
Storage

http://airanimal.com
http://www.moveroneintl.ca


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

IAM Joins Coalition Focused on Reducing Port Charges

At the end of 2016, IAM joined 24 other industry organiza-
tions, the Coalition for Fair Port Practices, in requesting 

clear guidelines and exemptions from certain detention and de-
murrage charges issued by container lines and marine terminals 
imposed for delays at U.S. ports. The reasoning, rationale and 
requests for clear guidelines were outlined in a petition submit-
ted to the U.S. Federal Maritime Commission (FMC).
  Over the past two years, FMC Commissioners have held 
several stakeholder meetings at ports around the United States to 
better understand ongoing congestion issues at the ports, which 
have resulted in substantial loading, unloading and delivery to 
trucks. 
  Pursuant to the Shipping Act of 1984, the petition makes the 
case that charges resulting from following areas can and should 
be addressed:
1. Port congestion
2. Weather-related events
3. Labor disruption

4. Delays as a result of governmental action or requirements
  Key to IAM member companies and the household goods 
moving industry at large is the government inspection aspect 
of the petition. Specifically, the petition requests that the “free 
time”-associated government inspections be extended, at no 
cost to the shipper or consignee. The petition also highlights 
the potential of thousands of dollars in unanticipated and 
unwarranted charges due to government inspections.
  The Coalition for Fair Port Practices has petitioned the FMC 
to issue a rule requiring container lines and terminals to extend 
free time for container storage or equipment use when ports are 
disrupted by events outside the control of shippers, truckers and 
transport intermediaries.
 Stakeholders can submit comments through the end of 
February 2017. At that time, FMC staff will prepare a report 
for the Commission and continue the rulemaking process, 
anticipated to be finalized in the last quarter of 2017.

http://www.doortodoor.com.pe
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Comprehensive Tax Reform 
on Tap for 2017

While the first 100 days of the new administration will focus 
heavily on signing executive orders and easing rulemak-

ing efforts through appointments at federal agencies, the new 
administration will need to work with the U.S. Congress to 
overhaul the U.S. Internal Revenue Code (also known as the tax 
code). This is a stated priority of President Trump, as well as 
Republican leadership in the U.S. House of Representatives. 
  In addition to simplifying tax rates for individuals, 
eliminating the estate tax (or “death” tax) and lowering the 
overall corporate tax rate, the incoming administration and 
House Republicans are examining how a border adjustability tax 
may work. Implementation of such a tax on imports is key to the 
overall success of comprehensive tax reform. 
 Revenues received from this border adjustment will be 
calculated into the cost and “pay-fors” associated with an 
overhaul of the tax code. In addition to generating the offsetting 
revenue, it is designed to encourage more domestic production 
of goods, as U.S. exports would not be subject to a similar tax. 
  Republican leaders are meeting with the President’s advisers 
throughout January to determine how such a provision might 
work, and examine its potential impact on inflation, production 
and trade with other countries.

http://www.maxwellrelocations.com
http://sclusa.com
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Industry Calendar
February 5–7, 2017
EUROVAN Meeting
Garmisch-Partenkirchen, Germany

February 26–March 3, 2017
AMSA 98th Annual Educational 
  Conference & Expo
Palm Springs, California, USA

February 28–March 1, 2017
IMC–International Mobility Convention
Penang, Malaysia

March 5-8, 2017
FIDI 66th Annual Conference
Dubai, United Arab Emirates 

March 11, 2017
Move for Hunger Rock 'n' Roll DC 
  Marathon, 1/2 Marathon & 5K
Washington, DC, USA

May 2–7, 2017
California Moving & Storage Association
  Convention
Rancho Mirage, California, USA

May 11-13, 2017
Young Movers Conference (YMC)
Riga, Latvia 

April 23–26, 2017
LACMA Convention
Puerto Vallarta, Mexico

June 4-7, 2017
National Council of Moving Associations 
  (NCMA)
Santa Fe, New Mexico, USA

September 27-29, 2017
ERC Global Workforce Symposium
Chicago, Illinois 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



The right solution at the right time.

• Overseas General and   
   Local Agency Services 

• Military and Government   
 Ocean Services to and        
 from Europe and Asia

• Port and Consolidation    
 Services

• Inland Transportation

• Competitive Hawaii Ocean   
 Services

• GSA Relocation Services

For more information, visit 
us at pashagroup.com and 
pashafamiliesfirst.com 
or call (415) 927-6400.
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