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My first two months as IAM’s president have been much more challenging than I ever 
envisioned. The most impactful issue to face IAM, its members and the entire moving 

industry in the 15 years that I have been on staff has surfaced in recent months, and its influ-
ence could have a dramatic effect on the entire world moving market.
  Last fall, due to some negative media attention and social media outcry in the United 
States following what was perceived by some to be a very “challenging” summer mov-
ing season in the U.S. Department of Defense (DoD) moving program, there was a call for 
“radical” change in the Defense Personal Property Program (DP3). Industry leaders met 
several times in recent months with leaders of the organization that manages DoD’s house-
hold goods program. The industry’s suggestions for ways to improve it seemed to fall on 
deaf ears and were deemed not radical enough.
  In December DoD released a Request for Information (RFI) regarding possible out-
sourcing/contracting of the entire DoD moving program to a single entity. DoD received 
more than 20 responses to the RFI, a number of which it considered to be comprehensive. 
DoD now has approved some 900 Transportation Service Providers (TSP) to handle more 
than 400,000 U.S. domestic, international and permanent storage shipments annually. That 
number is not a typo. DoD accounts for almost 20–25 percent of the entire world moving 
market annually and it is proposing to hand that entire market over to a single contractor.
  This would have a ripple effect worldwide. Can you imagine the impact of a single 
entity being able to leverage control over 400,000-plus shipments each year?
  On February 19, DoD held an Industry Day to discuss the proposal to contract the DoD 
moving program, drawing about 200 attendees from across multiple sectors. The participants 
included moving companies, U.S. van lines, relocation management companies, DoD move 
management companies, steamship lines, large U.S. defense contractors and information 
technology companies, among others. It not hard to imagine why so many would be eager to 
participate in a contract that would likely be valued at US$2–3 billion.
  It was clear from the discussion that this initiative has moved beyond the concept stage 
and that DoD is set to move forward with the contracting process. The current timeline 
shows that the next step is to issue a “draft” Request for Proposal (RFP) on March 15. The 
draft RFP should provide a more detailed look at what this contract will entail. 
  Also critical is DoD’s intent to tear down the infrastructure that supports the moving 
program. Its current “transportation offices” (T.O.)—which counsel DoD transferees, award 
traffic, handle quality assurance and qualify warehouses—will be closed as part of the plan. 
DoD currently employs about 2,000 uniformed and civilian DoD personnel around the 
world to handle the T.O. functions, which will also be included among the new contractor’s 
responsibilities.
  We do not believe this huge paradigm shift is in the best interest of DoD, U.S. service 
members, the industry and, most important, IAM members. Putting an entire market in the 
hands of a single entity is incredibly risky, including for DoD transferees. DoD has done no 
study to determine the impact on stakeholders if such a change comes to fruition, and before 
it is allowed to move forward it must provide data to show that such a radical change will 
bring about the outcomes it envisions: increased capacity, reduced claims and a higher level 
of customer satisfaction. IAM does not believe this initiative will accomplish those goals.
  We urge all IAM members involved in the U.S. DoD program to contact their lawmak-
ers on Capitol Hill. We are working collaboratively with the American Moving & Storage 
Association to slow the current pace of the contracting process and to bring DoD back to 
the table to discuss a way forward using the current model. We also advocate a high-level 
working group comprising DoD decisionmakers, industry and individuals from groups rep-
resenting military families. IAM can assist its members with their congressional outreach. 
We have prepared talking points, sample letters, ways to contact your representatives and 
information to leave with them after a visit. We are here to assist you in any way possible.
  All of us must educate ourselves and be aware of the potential effects of this pending 
change. IAM will continue to keep you informed at every step of this process.
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Revolution and Evolution
What’s New in Industry Technologies

By Joyce Dexter, Editor, The Portal

At IAM’s 56th Annual Meeting at National Harbor in October, 
the technology booths in the Expo Hall were abuzz with 

excitement. Just when you think newfangled developments for 
movers have plateaued, you’re forced to reassess. 
 There were many tech exhibitors last fall, each of them 
eager to share their take and introduce visitors to hardware, soft-
ware and services designed to make movers’ day-to-day opera-
tions more streamlined and efficient. From packing and survey 
apps and devices to inventory management to virtual surveys to 
credit card processing to lead generation, there was something 
for everyone, guaranteed to impress and entice.
 Several exhibitors wondered: When and how can we share 
our story with IAM members? And in this issue, they have that 
opportunity. 
 A wise man once said about works of art that they are never 
truly finished, only abandoned. The same is true of moving tech-
nology, which is and will always be a work in progress. Com-
panies are constantly honing their offerings to maximize ease of 
use and the scope of tasks they can handle, as well as adding the 
bells and whistles that truly can make a mover’s job easier. By 
now, moving company employees worldwide, including packers, 
surveyors, accountants and drivers, have been affected by gad-
gets, programs and innovations designed for the specific tasks 
they perform, in all sizes of companies.
 In this issue, several contributors offer their views on the 
role of technology in the moving business. In the following 
pages they weigh in on issues such as digitalizing companies and 
processes, online marketing, pricing technologies, the pros and 
cons of the electronic logging device mandate and other ways 
modern tools have affected the way today’s companies are run. 

Others share some thoughts on why innovation is important, and 
why they want to be a part of it.
 The moving industry may have been relatively slow to jump 
on the high-tech bandwagon compared with other business seg-
ments, but now that it has, there’s no turning back. In this issue, 
we present a baker’s dozen—13 members—who make their case 
for embracing the industry’s evolving technology, now and in the 
future.

http://www.gep.be
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Empowering Your Business Through Technology

By Arina Hammenga, MoversPOE

Technology is affecting each aspect of our lives, personally 
and professionally. In every business, technical development 

has changed the way we work, enabling us to become more ef-
ficient and profitable. 
 In the medical world we use artificial organs to save lives, 
and we consult with doctors online. In the construction industry 
3D printing became an essential aspect of the designing process, 
and chips and sensors are used to monitor remaining stocks and 
working processes.
 Fifteen years ago, we at MoversPOE realized that the 
international moving industry also should benefit from techno-
logical developments and implement them for smoother working 
processes. Software and other technologies that support day-
to-day routines will reduce the time spent on time-consuming 
manual tasks and increase productivity and accuracy, which in 
turn will lead to better financial results. 
 Our vision proved to be correct. In the year that Mark 
Zuckerberg launched Facebook, MoversPOE came up with the 
idea of connecting international movers. By bringing together a 
diverse mix of moving agents worldwide at a central place, and 
by introducing a smart search-and-selection process, we were 
able to reduce the time spent looking for appropriate business 
partners. It turned out to be a much-anticipated step forward for 
many movers worldwide. Today, more than 500 rate requests are 
being sent out through our platform every day.
 But we didn’t stop there. We know the moving industry 
well, and understood that in addition to connecting agents, 
implementing technology solutions in the operations process was 
a step the industry was waiting for.
 We developed our Packing and Survey applications. We 
didn’t create desktop software, because movers are on the 
move. A dynamic job such as surveyor and packing crew leader 
demands on-the-spot solutions. So we came up with easy-to-use 

The MoversP.O.E. booth at IAM’s 56th Annual Meeting last 
October

software that doesn’t presume a whole lot of technology savvy 
or experience. The mobile Survey and Packing applications are 
intuitive, even for the most pen-and-paper-loving sales agent. 
Because of the accuracy and time efficiency these apps offer, 
they are among MoversPOE’s bestsellers.
 As technology advanced, MoversPOE kept pace. We intro-
duced E-tracking, our Shipment Management System that moni-
tors the entire door-to-door delivery process. In a world where 
clients are used to being informed every step of the way on their 
purchases, they now are also kept up to date on the location of 
their treasured belongings.
 We also introduced our Agent Quoting System, for a better 
management of the time-consuming task of providing survey es-
timates. Too often we heard that movers sometimes feel they are 
quoting more than moving. Therefore, we created this software 

http://www.moverspoe.com
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solution that provides a pre-set frame for 
quotes. Its follow-up feature enables the 
mover to just fill out his price, instead of 
rewriting, copying/pasting, losing and 
re-tracking files.
 At IAM’s 56th Annual Meeting last 
fall, we introduced our newest innova-
tion: the RateWizard, an online pricing 
system. The Rate Wizard offers a soft-
ware solution that enables users to pro-
vide rates immediately—no more waiting 
for e-mails or salespeople to return from 
their vacations, no more communication 
getting lost in spam folders. Immediate 
pricing offers immediate clarity and, as 
a result, improves the booking rates of 
agents using online pricing software.
 Moreover, the RateWizard keeps 
the entire sales team on the same page. 
Updating your tariff is simple with this 
flexible system that processes all changes 
in your costs that affect your rate, and 
calculating your price is accurate and 
fast. 
 Website: www.moverspoe.com

A New Tracking App for Owner-Operators

By Jason Hopkins, Director of Sales and Marketing, Audit Information Services, Inc.

Audit and Information Servic-
es, Inc. began in 1998 as a response 

to the need for household goods invoices 
to be audited. Starting in 2005, we began 
servicing clients’ post-move survey re-
quirements by acting as an unbiased third 
party collecting data regarding the qual-
ity of service moving companies were 
providing to their customers. At that time 
AIS, Inc. also started developing Web 
products that allow clients to run their 
own customizable reports, create score-
cards and dashboards, and more. 
 In the winter of 2015 AIS, Inc. began 
development of a mobile app, LaborNet, 
which was created as a tool for domestic 
United States-based moving companies 
and over-the-road drivers to connect with 
casual labor. Begun initially as a platform 
to allow the hiring party to post a job or 
search for labor, LaborNet has grown into 
an enterprise app that can connect with 
move management systems and provide 
a centralized location for finding casual 
labor. At the 2019 AMSA Safety and Op-
erations Conference, LaborNet presented 
to the committee an industry-centralized 
solution for this industry labor shortage 
issue, which continues to get worse each 
year. Since that presentation, LaborNet 
is being embraced as the solution for the 
peak season of 2019.

 AIS, Inc.’s most recent new prod-
uct, Mover Wallet, is a mobile app for 
owner-operators to track and manage 
their revenue and expenses while on the 
road. Released just this year, Mover Wal-
let continues to evolve. It currently offers 
a place for drivers to manage their small 
businesses, which includes industry-
specific tax services. It is all too common 
that drivers leave the industry because 
they are in debt and unable to make 
enough money. With Mover Wallet, mov-
ing companies can provide a tool to help 
recruit and retain drivers while maintain-
ing the financial health of their fleet. 
 Website: www.aismgt.com

Jason Hopkins and Mark Hopkins in the 
Expo Hall at National Harbor last year.

http://www.moverspoe.com
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Expectations and Delivery: Moving the Bar

By Jessica Petzel, Director, PricePoint

Gridlines burned into the back of retinas from endless hours 
in Excel. Computers with spreadsheets populated with 

eye-glazing formulas. Thousands of emails and calls to agents to 
manually assemble non-standardized move pricing. Sounds pain-
ful, right? Move pricing has been complex, slow and uncertain 
for decades. 
 Ryan Keintz was a pricing manager in international mov-
ing, and a proud Excel pro and spreadsheet jockey. But he grew 
increasingly aware that our industry was devoting tremendous 
resources to a function that had nothing to do with what a 
mover’s core competencies should be: actually performing a 
move and providing excellent customer service. 
 That waste drove Keintz to launch PricePoint, a mover-
friendly software solution that makes pricing easy, efficient and 
streamlined for movers and their partners. With PricePoint you 
can:
• Upload your pricing and connect with your moving and 

freight partners.
• Connect your pricing to your platforms and mobility  

partners.
• Allow your move partners to instantly see your pricing,  

as well as theirs, and build lane pricing in seconds for  
individual moves.

• Mass-download multiple lanes for RFQ/RFP responses.
• Provide full control of privacy—no one can see your rates 

unless you allow them to do so.

• Support yourself and your customers with reporting, elimi-
nating the need for audits.

• Access analysis tools to ensure that you and your partners 
are competitive.

• Enable easy audience settings, so you assign the right tariffs 
to the right partner. 

• Have dynamic control over your rates, so your pricing  
becomes a strategic advantage.

 One of the biggest differences between PricePoint and the 
alternatives is that we were built to be mover-friendly, meaning 
that we design software with the mover as our customer. 
 For example, instead of requiring one price for an entire 
lane, we broke out the origin, destination and freight compo-
nents, so movers can update those components independently 
and have the calculations performed by the system. Compared 
to updating an entire lane when only one component needs to be 
changed, this saves you time and money. 
 Being mover-friendly also means building a system where 
movers are fairly compensated and profitable. Any mover- 
friendly solution has to be protective of the pricing data and dis-
courage an environment that aggressively drives the price down 
as the intended goal—in other words, a race to the bottom. 
 Avoiding a race to the bottom means measuring, incentiv-
izing, and rewarding quality. Movers who do a great job deserve 
to be rewarded. Movers who go above and beyond to provide 
quality service to their customers will do so only if they can be 
profitable, and customers will pay a premium for quality only 
if they know it exists. We’re expanding the ways we measure 
quality this year so that those who provide better service are 
rewarded with more business at a fair price. 
 Your customers want more: a better transferee experience 
and a faster move, all while reducing their costs. It’s a lot to 
balance—managing a transferee’s needs and your bottom line. 
When powered by PricePoint, your pricing becomes simple 
and streamlined. Your costs go down, moves are faster, quality 
is rewarded, and the need for RFPs, audits and multiple mover 
surveys goes away. It’s time for something truly innovative that 
helps your business grow. 
 Website: www.pricepointmoves.com

The 
PricePoint 
team

http://www.arrowpak.co.uk
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Mobile Credit Card Processing: Clover Products vs. Square

By Alex Dimitracopoulos, Regional Vice President & Partner O.C., Chosen Payments

Movers often ask us about about mo-
bile POS Solutions, as they all want 

to accept in-person payments to reduce li-
ability and lower processing rates. Being 
able to accept credit cards anywhere you 
happen to be has certainly pushed to the 
top of the list of things movers want from 
their credit card processor. Much of this 
was inspired by the convenience of using 
Square, which has continued to dominate 
with respect to credit card terminals for 
new businesses wishing to process card 
payments on their mobile devices. Square 
is a unique product in the sense that it 
offers flat rate pricing.
 However, a showdown is just begin-
ning with Clover Go, backed by the 
powerful First Data, a financial services 
company that has been gaining significant 
traction in the marketplace. Clover Go 
offers lots of services, along with layers 
of security provided by merchant services 

w   www.moveroneintl.ca                e   rates@moveroneintl.ca

With personal attention 
guaranteed at over 125 locations across Canada, 

choose MoverOne International as your trusted partner.

Moving With Care 
EverywhereTMTM

YOUR TRUSTED  
PARTNER IN CANADA

providers such as Chosen Payments, 
which is an authorized dealer for Clover 
products. Clover Go is similar to Square. 
In fact, it is also a card reader that either 
plugs into your device or connects over 
Bluetooth.

 While some movers like the fact that 
Square has very predictable charges, no 
long-term contracts and is super easy 
to use, all that does come with a heavy 
price. A mover using a merchant service 
provider like Chosen Payments might 

Chosen Payments 
was an exhibitor at 
IAM’s 56th Annual 
Meeting at National 
Harbor in 2018. 
Pictured are Zach 
Baz (left) and Alex 
Dimitracopoulos.

http://www.moveroneintl.ca
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process a transaction with fees of 1.87 percent, while that same 
transaction with Square would cost 3.5 percent (plus a 15-cent 
transaction fee). Let’s do the math on a $1,000 transaction. A 
Chosen Payments mover would pay $18.70. The same transac-
tion with Square would cost a mover $35.20. That’s a whopping 
$16.50 more—nearly double the cost, simply for the conve-
nience.

A device comparison
Both Square and Clover products offer mobile apps that can be 
used for transactions. But there are some differences:

Clover Go offers:
•  Customizable tax and tip
•  Quick sale
•  Full/partial refunds
•  Unlimited users
•  Email/SMS (short message  

service) receipts
•  Integrated reporting with  

online dashboard
•  Discounts by percentage  

or dollar amount

Square’s features:
•  Customizable tax and 

tip
•  Quick sale 
•  Full/partial refunds
•  Email/SMS receipts
•  Reporting
•  Fixed or flat rate  

pricing

Which device should you choose?
There are always pros and cons in selecting between available 
products. You have to decide what is right for your business 
based on what your needs are, the demands of your custom-
ers and how much you are willing to pay. If having a merchant 
services provider in your corner with lower credit card process-
ing rates and fees is most important, then Clover Go is the best 
option for you. If you process a handful of credit cards with low 
transaction volumes and the rates and fees don’t really signifi-
cantly impact your bottom-line profit, then Square is probably a 
great option. 

The benefits of a credit card processor
Putting more money back into your pocket or reinvesting the 
savings into your business is probably the most important benefit 
of using a credit card processor, but not the only reason. A credit 
card processor will represent you if you have a chargeback and 
assist with your PCI compliance. Most credit card processors 
offer 24/7 support for their clients. Chosen Payments supports 
the industries we serve through association membership and 
sponsorship, as well as making financial contributions to help 
your industry association grow. 
 Website: www.chosenpayments.com

http://www.boonma.com
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Don’t Miss Out on Business: Add Video Surveys to Your Arsenal

By Menno Martens, Head of Video Surveying, buzzsurvey 

Against a backdrop of mounting 
margin pressure and rapidly chang-

ing home-mover expectations, we are 
committed to transforming moving 
companies through technology. And we 
believe the survey represents the key 
battleground for the future of the moving 
industry—it is, after all, your number-one 
opportunity to win new business.
 This is why, back in 2016, we 
launched buzzsurvey, a video tool that 
makes it possible for moving profession-
als to survey their customers remotely. 
Our ambition was to bring the pre-move 
survey into line with the sorts of 24/7, 
on-demand services that today’s consum-
ers have come to expect as the norm. 
With buzzsurvey, all you require to get 
surveyed is a smartphone and an Inter-
net connection. And there’s no need for 
anyone to physically enter your property.
 Video surveys are great for movers 
too, bringing with them all manner of ef-
ficiency savings. Doing surveys remotely 
takes less time, and therefore costs less 
money, than doing them face-to-face. By 
our estimates, you can survey home-
movers at twice the rate using video as 
you can conduct surveys the old way. 
Moreover, you can save substantially on 
the fuel cost of having a surveyor drive 
to a job in person, and do your bit for the 
environment while you’re at it. 
 But the real game is not about boost-
ing survey volume or cutting survey 
costs—it’s about converting more jobs. 
And this is where video gets excit-
ing, because it breaks the reliance on 
the traditional 9-to-5 working day of 
the professional surveyor, giving busy 
customers—what other kind is there, 
these days?—more options for getting the 
survey done and dusted.
 This sort of on-demand convenience, 
the convenience of doing it on your 
smartphone, is especially beloved of 
millennial home movers and city work-
ers, who represent a growing share of 
moving companies’ business. And this 
means that, if you have a video option, 
you get a realistic chance to survey, quote 
and convert these customers before rival 
surveyors have so much as fired up their 
car engines.

 This isn’t to say that video is always 
the survey format that’s going to win you 
the job. There are other customer demo-
graphics, and other move types, where 
hyper-convenience is less of a factor. But 
even here, having a video-survey option 
can still indirectly help you out.
 Look at it this way. There’s noth-
ing worse than being understaffed when 
a must-win job comes along, the sort of 
job where you want your best surveyor 
there in person to seal the deal. However, 
if you’ve got video in the mix, you can 
effectively create additional face-to-face 
capacity on the fly, by clearing the lower-
priority jobs in half the time it would 
normally take you.

 The key question with video is less 
whether it should be part of your survey-
ing arsenal than exactly how you should 
use it to generate the biggest return.
 In our experience, success here is 
all about combining video effectively 
with your existing face-to-face efforts. 
It is about matching survey formats to 
different customer segments based on 
conversion rates and move value. The 
better integrated your marketing and your 
operations, the better your results will be. 
And to find that sweet spot for growing 
revenue—which is different for every 
single business—you must be prepared to 
tolerate a level of trial and error along the 
way. However, once you’ve found it, the 
benefits are yours to reap at scale.

http://www.thaimovers.com
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 So, selecting your video-survey tool 
is only the first step in a longer journey of 
development and support—and this is an 
area we’ve invested in heavily at buzz-
survey.
 Our expert in-house surveyors set 
us above the competition in terms of 
understanding the needs, requirements 
and processes of surveyors out in the field 
and reflecting these in our video software. 
buzzsurvey really is designed by moving 

years of working directly for some of the 
biggest names in moving. Alternatively, 
you can outsource your video surveys 
to the buzzsurvey team, and one of our 
seasoned in-house surveyors will take 
care of everything for you, sending you a 
finished recording and survey report.
 A key reason for choosing the 
outsourced option is that you can win 
business outside of regular office hours. 
The buzzsurvey team works weekday 

The key question is less whether video should be 
part of your surveying arsenal than exactly how you should 

use it to generate the biggest return. Success here is 
all about combining video effectively with your 

existing face-to-face efforts.

people for moving people, and we use 
our huge knowledge base to support our 
clients, however they wish to work with 
us.
 If you want to conduct video surveys 
yourself, our dedicated implementation 
manager can advise on the most ap-
propriate use cases for your business, 
drawing on expertise assembled in 20 

evenings and weekends, so that you truly 
can offer your moving prospects surveys 
on demand. And, because we know as 
well as anyone that the only good survey 
is one that yields a job, we strive to leave 
every transferee we survey with an over-
whelming preference to move with the 
company we’re representing.
 Website: https://gobuzzsurvey.com
 

http://www.larelocations.in
http://www.globalmobility.pt
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Paxton’s Take on the ELD Mandate

By Tera Beatty, Marketing Administrator, Paxton International USA

The Electronic Logging Device man-
date is perhaps one of the biggest 

technological changes affecting the mov-
ing industry in the United States in the 
last decade. An ELD is a device linked to 
a truck engine that electronically records 
a truck driver’s status and compliance 
with hours-of-service regulations. It 
replaces the previous paper logbook 
method many drivers were using to 
manually record their status and hours. 
 The ELD mandate just came into full 
effect as of last year in the United States, 
falling in step with the European model 
that has been in place for more than 15 
years, with a demonstrated improvement 
in safety. And while it does not change 
any of the laws regarding how many 
hours drivers can be on the road, how 
frequently they must take breaks, etc., it 
does change the accuracy with which this 
information is recorded and reported. The 
mandate has improved safety generally, 
but it also has had a significant impact on 
the way business is done and the associ-
ated costs. 
 As is often the case with change, 
there are drawbacks. Some of the hardest 
hitting elements have been wait times 
and deliveries running over schedule. A 
driver is allowed to work for 14 hours a 
day, 11 of which can be driving hours, 
and must take a 30-minute break every 
eight hours. So the impact is really felt 
when a driver arrives at a warehouse and 
must wait in a queue to be unloaded, an 
average downtime of anywhere from 20 
minutes for freight to up to two hours 
for household goods. Each minute spent 
waiting ticks away at the driver’s hours, 
potentially putting him or her behind 
schedule. If that driver exceeds the hours 
of service and is then pulled for a road-
side inspection, he will be forced to come 
into compliance by going off-duty for 10 
hours. To combat these issues, individual 
companies must adapt and become better 
at managing their own fleets, making 
smarter dispatching decisions for their 
crews and setting realistic timeframes, 
as well as managing the expectations of 
their clients. 
 If a delivery crew gets held up at 
a residence and goes past their allow-
able hours, the company must send out 

a replacement driver or risk being put 
out of service for 10 hours if the truck 
gets pulled for inspection; either way, the 
electronic logs will show that the service 
hours were violated. The task and deci-
sion become that much more challeng-
ing with unforeseen traffic and during 
bad weather or snowstorms, which slow 
everything down, becoming especially 
critical in the busy season, when delays 
are typical. Large financial penalties can 
be incurred for repeated or egregious 
violations, but the most common reper-

cussion is being forced out of service and 
losing valuable time. These decisions also 
can be expensive, potentially resulting in 
higher costs for everyone.
 But while these and other challenges 
have arisen from the mandate, there have 
been numerous benefits as well. ELD 
makes it easier to track improvements 
in driving performance and new truck-
ing technologies, reduces administrative 
paperwork costs by several hours a week 
for larger fleets, and gives dispatchers 
real-time information on driver status 

http://www.maxwellrelocations.com
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and time, thus allowing them to adapt to 
changes more quickly and to better plan 
future loads. 
 Recent data from the Federal Motor 
Carrier Safety Administration (FMCSA) 
reveals that hours-of-service compliance 
has improved significantly since the ELD 
mandate, with the greatest benefit evident 
in FMCSA’s recently released document, 
Evaluating the Potential Safety Benefits 
of Electronic Hours of Service Record-
ers Final Report. That report noted that 
commercial drivers using e-logs had a 
11.7 percent crash rate reduction over 
drivers of trucks not equipped with elec-
tronic logs. This benefit is one the entire 
community can enjoy. The vast major-
ity of drivers work hard to comply with 
the hours-of-service regulations, and the 
ELD helps ensure that they can. Kevin 
Callahan, Paxton’s safety and risk miti-
gation director and a former truck driver, 
says it best: “We’re all always doing the 
best we can to be pillars of the commu-
nity we serve, and this is the next logical 
step for the next generation of truckers. It 
makes us better operators.” 
 Website: www.paxton.com
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A Smart, Low-cost Asset-tracking Solution

By Gerard Geijtenbeek, Director, Roldo Rent and Scanalytic

More and more businesses are 
switching to an RFID-based 

asset-tracking system, which means that 
analyzing and tracking removal equip-
ment, stocks and/or operating equipment 
is now a breeze. However, purchasing 
such a system often required a consider-
able investment. That’s now a thing of the 
past, though.
 Scanalytic makes professional 
material management accessible for all 
businesses, big and small. The low rental 
investment, compared to a potential loss 
of goods and/or removal equipment—not 
to mention reputational damage—is re-
couped very quickly. Another advantage 
for movers is that rented equipment can 
be traced at any time. 
 Scanalytic was developed by Roldo 
Rent, a Dutch company and a major Eu-
ropean player in the removal equipment 
market. The tracking system, which is 

easy to integrate, is praised by customers 
for its convenience and ease of use.
 The mobile state-of-the-art track-
and-trace scanner allows you to work 
anywhere, anytime, right away. All 
packaging, machinery and equipment and 

A Scanalytic handheld scanner

http://www.gradlyn.com
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removal equipment bears its own unique 
RFID tag. In contrast with barcode 
labeling, Scanalytic allows you to count 
large quantities of materials quickly and 
accurately. Thanks to its strong radio 
signal, combined with high-quality RFID 
tags, you can count dozens of items per 
second. And when materials are returned, 
you can quickly find out whether any of 
them were left behind and, if so, where 
they are.
 The convenient handheld scan-
ner uses the latest generation Android 
software and is easy to use. The associ-
ated app, installed on your PC, laptop or 
a mobile device, enables you to locate all 
your equipment via GPS, which means 
that permanent loss of packaging and 
removal equipment is a thing of the past. 
 Thanks to the compatible automated 
reporting options, you have more control 
over your removal equipment and you 
can also detect any bottlenecks in your 
logistics process, on top of having a 24/7 
up-to-date overview. This guarantees less 
loss of equipment, a higher return and 
happy customers.

 Because of its low rental investment 
and financial benefits, Scanalytic is an 
interesting and profitable solution for 
every business. The system is very 
popular in the removal industry, but 
many other businesses, including local 
agencies, schools, museums, libraries, 
hospitals, IT organizations, etc., use it 

for simple and smart stock and asset man-
agement. 
 Scanalytic tells you exactly what 
you have, in what quantities and where, 
onsite or elsewhere, offering simple, safe 
and optimal asset management anytime, 
anywhere.
 Website: www.scanalytic.com
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YMC2019!
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The Advantages of Instant Pricing

By Paul Farthing, Managing Director, MATT Moving Software Inc.

MATT Moving Systems, known as MATT, provides moving companies with 
an online program to allow their agents to find instant pricing for destination and 

origin services.
 Currently there are more than 100 moving companies using MATT, covering 68 
countries. Each system has hundreds of users from IAM member companies. Custom-
ers have free access to find the rates they require, 24/7. In the past, companies sent 
emails and often waited days for the pricing they needed for their final customer. MATT 
reduced that time to just seconds. MATT’s focus is, and has always been, to make the 
quoting process faster and easier. 
 In 2016 we created The MATT Cloud (www.themattcloud.com) to streamline the 
process. The MATT Cloud’s function allows any employee of any moving company to 
create a free profile and, once approved, access all the different MATT systems from 
one login location.
 This year we are launching MATT 2.0, which we believe will change the way quot-
ing and communication between moving companies are done. After providing instant 
quotes online for more than six years and listening to the individual needs from hun-
dreds of companies, we have learned many things. 
 MATT 2.0 changes the game, as we are offering a free system to every IAM 
member. This new system allows company employees to find rates from other mov-
ers, all from within their own branded system. The MATT Cloud is now built into a 
company’s MATT system and will no longer be a stand-alone site. A number of func-
tions—finding pricing, making bookings, sharing files, pictures and videos related to a 
customer’s moves—are now all in one place, controlled by your company. New features 
and functionality will be added throughout 2019.
 Any customer can walk into a store for free, to browse items they wish to buy. 
MATT follows this same principle, as finding rates will always be free, although it is 
important to note that there is a monthly hosting fee to post your company’s rates within 
The MATT Cloud. The system will greatly reduce the time needed for employees to 
answer quotes, and your company will always open for business, giving your agents the 
best customer service possible. 
 Website: www.mattmovingsystems.com

Who IAM

Charlie Vinall
Head of Sales & 
Partnerships
BuzzSurvey (The 
Buzz Group)

My favorite pastime: Hiking.

The greatest influence on me in 
choosing a career: The international 
community.

The best piece of advice I’ve ever 
received: You’ll always regret what 
you didn’t do rather than what you 
did.

The best vacation I ever took: A 
road trip in Italy.

Most people would be surprised to 
know that I: Own an eco-friendly 
toothbrush business.

The most meaningful gift I ever got: 
Flying lessons.

My favorite app: BuzzSurvey (of 
course).

On my playlist: Cyndi Lauper.

Peek into my carry-on or purse 
and you’ll find: A book on Roman 
history.

What I won’t leave home without: 
My iPhone.

My dream vacation destination: 
Australia.

My secret vice/guilty pleasure: 
McDonald’s (especially a Big Mac).

On an airplane, I fill the time by: 
Watching terrible movies and 
reading.

My personal motto: Learn from 
every mistake.

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



http://www.hasenkamp.com
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Why We Do What We Do

By Max Kreynin, Voxme Software
 

In 2003 my brother, Roman, and I established Voxme Soft-
ware, Inc., leveraging his experience in international remov-

als and mine in mobile technology. We began by developing 
Palm Pilot applications for preparing pre-move surveys, digital 
packing lists, label printing and scanning. Later that year, after 
Roman tested the system at his own moving company in Israel, 
we were able to present it at the HHGFAA (now IAM) Annual 
Meeting in San Diego—the first IAM gathering we attended.
 Our mission from the very beginning has been to provide 
applications that enable movers to provide efficient, high-quality 
service. Our products would have to be flexible, easy to use, and 
adaptable to each company’s needs. 
 Interestingly, not much has changed since we started to 
deliver apps for pre-move surveys and driver inventory back in 
2003. Voxme still does that, but Palm Pilot and Windows mobile 
support had to give way to Apple and Android. A Windows-
based move management system was replaced by a proper 
cloud- and browser-based system. Over the years we have added 
a totally dedicated system for fine arts logistics. The cloud-based 
platform for virtual pre-move surveys via two-way video chat 
with recording is our latest development, one that came about 
three years ago.  
 Clients new and old continue to ask: “Why do you guys do 
what you do, and what made you get into this business?” Some 
of them bring it up during the first meeting and some pop it after 
a decade of working with us. And over the years we have offered 
all sorts of honest, factual answers, albeit with a varying degree 
of details, entertainment value and self-censorship. 
 Fortunately, we’ve never had to ask ourselves the “why” 
question and ponder it for even a split second. Voxme was born 
out of the founders’ belief that they can give removals and 
fine art logistics professionals easy-to use, comprehensive and 
customizable apps and systems that would help them be the best 
they can be at their craft.
 We’ve gone through all the phases of a new technology 
startup—the expected eye-rolling at the sight of the pre-move 
survey and driver inventory apps on Palm Pilot III back in 2003; 
the obligatory “Okay, I get it, but my employees are too dumb to 
pick it up”; to the most recent “I don’t want the system to force 
my hand. I know what I’m doing and I remember where every-
thing is in the warehouse.” 
 Our biggest reward has always been that precious moment 
when a customer inquires about a very specific feature that only 
a high-caliber pro would be able to even formulate, see it imple-
mented and say, “Ah—so you guys actually get it.” Hearing that 
justifies all the blood and sweat that our amazing team has put in 
over the years and makes us push for more. 
 Website: www.voxme.com

Max Kreynin, right, with his brother, Roman, at IAM’s 2004 an-
nual meeting—the first they attended. “He pushed me to start 
Voxme,” says Max. “The guy on the poster is the first user of our 
inventory app on the Palm Pilot-based Symbol scanner.”
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For Lead Generation, the Future Is Now

Brielle Jones, Manager Marketing and Sales, TriGlobal

The world is rapidly changing, especially due to technologi-
cal innovations such as the Internet. Without it, the world 

stops functioning. Just look around at other industries and how 
they have been transformed. The future is now for the moving 
industry as well. 
 Fifteen years ago, around the time the Internet started to 
take shape, TriGlobal was founded in a small town in the Neth-
erlands with just a handful of staff. We now employ more than 
30 people who collectively speak more than 10 languages, and 
we are still growing. 
 With our initial roots in lead generation, our primary focus 
was to increase online marketing efficiency. A decade and a half 
ago, the lead generation business model was quite revolutionary, 
as it helped moving companies navigate the Web and reduce the 
cost of online marketing. 
 Ten years later, we shifted our focus to what it is now: 
creating value, above money. This may seem counterintuitive for 
a privately owned company, but we believe that when you are 
driven to create value, money will follow. This mindset con-
sequently gave us the freedom to reassess what we were doing 
and allowed us to start thinking from an industry perspective. 
Essentially, we started seeing the industry, and the role we play 
within it, as a whole. 
 With more than 500 international moving companies in our 
network and quote requests from more than 150,000 consumers 
every year, we now need to think sustainably about the long-
term implications on the entire industry. Ultimately, we ask 
ourselves: How can we continue to make the moving industry 
more efficient? How can we better contribute to a more sustain-
able future for the industry in this rapidly changing world?
 To date, we have created a one-stop location, The Mover 
Portal, which contains the following tools for movers:

•  Online Sales Solutions: Leads and more
•  Sirelo Platform: Everything consumers need to 
  plan a move including guides, 
  reviews and a moving company 
  database 
•  On-road efficiency solutions: The Load Exchange platform
•  Coaching and feedback: Benchmarks, statistics and 
  data; designed to help movers 
  grow

 To innovate our next tool, we need to understand the indus-
try’s biggest challenges. Undoubtedly, one of those is the rapidly 
changing behavior of consumers. Move volumes are becoming 
smaller; customers are expecting lower prices for the same qual-
ity within an even shorter time span, not to mention the “instant 
pricing,” regardless of the associated complexities.
 The moving company DNA is also evolving, and that is 
blurring the boundaries and forcing us to rethink traditional 
dialogue. It is becoming harder to differentiate between the man-
and-van services and high-end moving companies. Moving com-
panies are also changing in form and considering outsourcing 
as a new norm. Certain companies are drastically changing the 

consumer dynamic 
by controlling the 
price of bookings in 
the market. And the 
list goes on. 
 We believe that 
the need for instant 
pricing underscores 
one of the greatest 
inefficiencies cur-
rently challenging 
the moving indus-
try today. For movers, the lengthy process between receiving a 
quote request and booking a job can be very costly; on the other 
hand, the lengthy process between requesting a quote and receiv-
ing a price is equally as frustrating for the consumer.
 With the cooperation of our moving partners, we are work-
ing to find new ways to shorten these processes, while reassuring 
the mover’s contractual ownership of the service. We expect to 
pilot this technology in the first quarter of this year and officially 
launch it sometime thereafter. 
 Moving companies are the soul of this industry, and it is 
important they remain so. We take the role of our technology 
seriously and aim to translate the needs of today’s customer into 
tomorrow’s move, for the movers. 
 Website: www.triglobal.org

http://www.arrowpak.co.uk
http://www.triglobal.org
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Let’s Keep Moving Forward!

By Marco Maruccia, Move4U
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Using a paper map to navigate around the country was 
ordinary 30 years ago. Buying a product was something 

you could only do in a physical store. Nowadays, we can buy 
anything we want online, and the world’s biggest retailers do not 
own a single physical store. And of course, apps allow us to nav-
igate anywhere in the world. Over the past three decades, many 
industries have seen huge technological changes that streamline 
processes and services for companies as well as consumers. 
 But what about the moving industry? Some movers still 
rely on pen and paper to manage some of their activities. Almost 
every function has been affected by innovation, but I have found 
that a many companies have not yet embraced the technology 
that is available to them. Why?
 I believe some are slow to adapt because, in some respects, 
technology can be hard to implement in this business, primarily 
because of the complexity of the moving process. Technology is 
most effective in situations where processes and data flows are 
highly standardized. Such tasks have limited variables and are 
easy to automate. 
 For moving companies, the processes are more complicated, 
making them more challenging to standardize and, therefore, to 
digitalize. This industry is unique in that every aspect of moving 
entails different options and configurations. No two surveys are 
the same. Every client has different items, needs and requests for 

services. Moving is not just one process; it consists of multiple 
smaller, highly customizable tasks that all vary on a case-by-case 
basis. 
 It’s different for other consumer-focused industries. In the 
hospitality industry, for example, the booking of a hotel room 
is standardized, with a few variables. The price of a room isn’t 
determined by the goods you are bringing along, or whether they 
need to be stored. You either take the room on an available date 
or decide to choose another. Moving is exactly the opposite. The 

By implementing technology step 
by step, “companies can separate-
ly accommodate each process and 
work	toward	a	new,	more	efficient	
digital	workflow	tailor-made	for	
the end user.”

—Marco Maruccia,
Move4U

http://www.srt.co.id
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customer decides on a preferred date, which goods he or she will 
move and whether the service (the move) will be consumed all at 
once or in multiple stages.
 I have been involved in the moving industry for more than 
10 years and have developed a deep understanding of it. I have 
always been fascinated by the opportunities modern technology 
offers movers in increasing both efficiency and revenue. Six 
months ago I joined Move4U, which shares this vision. As a 
company with its roots in moving, Move4U began a few years 
ago with a simple roadmap of technological solutions. We now 
have a full suite of solutions that have been embraced by many 
enthusiastic clients all over the globe. 
 Our products can save moving companies and their clients 
valuable time and money by allowing customers to conduct their 
own surveys. With the SurveyForm, clients can request a quote 
directly from the moving company’s website. The SurveyApp 
enables moving companies to provide their clients with an intui-
tive photo-based self-survey capability. We also offer tools to 
manage the entire moving process, from survey to packing list. 
The SurveyPro application enables you to do an inventory and 
create a quote immediately. CrewPro will take the pre-move sur-
vey information and allow your packing crew to simply update 
the information or create a packing inventory from the begin-
ning.
 All of these apps are connected to MoveDashboard, the cor-
nerstone of our various digital solutions. It synchronizes move 
data seamlessly between the apps and gives you 24/7 access to 
data. It is also possible to integrate our solutions into the system 
you are currently using. The key to our success is keeping it per-
sonal and knowing our clients and their needs. Our ultimate goal 
is to make moving processes more efficient and cost-effective for 
clients and their customers.
 So as you can see, moving technology offers great advan-
tages. Movers can save time and money by centralizing the man-
agement of customer and moving data. Time-consuming tasks 
can now be accomplished with just a click of a button. And when 
processes are automated, there is less room for error, saving 
moving companies valuable time normally spent on correcting 
mistakes. 
 Technology can make moving processes more efficient, as 
well as improve the service for your most important stakeholder: 
the customer. Consumers today expect a more personal service. 
They also want to use digital solutions that give them control 
over their move. The younger IKEA generation in particular 
often doesn’t want to spend time receiving multiple visitors to 
evaluate their inventory. 
 The way for movers to successfully implement technology 
is to do so step by step. Then, companies can separately accom-
modate each process and work toward a new, more efficient 
digital workflow tailor-made for the end user. 
 It’s clear that the moving industry is in the midst of the tech-
nological revolution. Because the advantages can be tremendous 
for movers as well as for consumers, more and more companies 
are adapting. I am convinced that in another 30 years we will 
look back upon huge, positive transitions that are creating a bet-
ter environment for movers and their customers. 
 Website: move4u.com/move-pro

http://www.highrelo.com
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Video Move Surveys: A Trend with Staying Power

By Tom Tama, Co-Founder, Virtual Moving Technologies

Video move surveys are taking the moving industry by storm. 
In just few short years, they have gone from being a novelty 

to a standard best practice in the moving industry. The military 
has approved video surveys as an alternative to in-home surveys, 
and a leading industry trade association has accepted their use. 
Corporations and third-party relocation companies are relying 
on them to better serve busy relocating employees. Several van 
lines have rolled out video survey applications. And a large and 
rapidly growing number of moving consumers prefer video sur-
veys as a way to get faster service, save time, and eliminate the 
inconvenience of an in-home appointment. 
 Having originated within a multi-generational moving com-
pany, Virtual Moving Technologies (VMT) was created, 
developed and built from a mover’s perspective, to address the 
specific needs of movers who are trying to do more with less. 
VMT was designed to better service today’s contemporary con-
sumers, meet the changing needs of corporate and military cli-
ents, reduce the cost and time of surveying and pricing a move, 
and enable the ability to quote more moves (with less work) in 
the busy summer season. 
 VMT offers:
• DIY and guided video surveys. Movers can guide custom-

ers through the survey process via a two-way video feed, 
or enable customers to conduct and upload their own video 
surveys with an easy step-by-step app.

• Full-service or self-service. VMT gives movers the choice 
of 1) using VMT software to conduct DIY or guided sur-
veys in their own offices, call centers, and websites, or 2) 
outsourcing video surveys to VMT, which will do the video 
surveys for the mover and provide a complete survey, home 
inventory list, and cube sheet, ready for the mover to use 
to prepare a quote. And the best part is that movers can use 
both options, doing video surveys in-house, but relying on 
VMT when volume gets too busy, such as during the hectic 
summer season.

• Survey accuracy. Because of its moving industry roots, 
VMT understands mover needs and risks. One such need 
is accurate move quotes. The VMT app was built to deliver 
an accurate inventory, and the VMT video team is skilled at 
asking the right questions to yield move estimates that are as 
accurate or better than in-home surveys. 

• Subscription-based pricing. Unlike competitors that typi-
cally charge per survey, VMT offers a subscription model 
that enables movers to perform multiple video surveys for 
a set monthly fee. This tiered fee structure allows them to 
pick a monthly survey quantity that meets their needs and 
budgets. And it’s a great way for a mover to “test drive” 
video surveys without a big up-front cost or commitment. 
The subscription pricing model lowers video survey cost 
and risk.

http://www.WorldCarePet.com
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228 State Route 18

East Brunswick, NJ 08816

Mailing Address:

P.O. Box 7351

East Brunswick, NJ 08816

Phone: 732-246-7070

Fax: 732-246-7022

Email: info@grinmail.com

CIAO ITALIA! 

LCL Groupage Service  

from New Jersey, USA  

to Naples, Italy! 
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HALLO BELGIUM! 

New WEEKLY LCL Groupage  
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• AI-enabled surveys. VMT enhances the video survey expe-
rience with proprietary artificial intelligence technology that 
recognizes household items and automatically calculates 
weight and cube, without human intervention. This new 
application delivers video survey results faster and more 
accurately. 

 In addition, VMT’s video move survey technology enables 
movers to:
• Reduce the costs and time required for in-home move sur-

veys.
• Eliminate the travel time and cost for out-of-area, urban or 

small move estimates.
• Better serve the demanding time frames of corporate and 

military clients.
• Impress residential customers with modern real-time service 

and faster quotes.
• Empower inside sales teams to easily and quickly quote and 

book moves.
• Offer a DIY video survey application on the mover’s web-

site.
• Quote more moves, with less time and cost.
• Leverage the VMT team to quote more moves when you 

don’t have the time or resources.

 VMT offers IAM members a personalized demonstration, 
tutorial and no-obligation video survey trial via its website. 
 Website: www.virtualmovingtechnologies.com 

Coming Up Next Time in

THE PORTAL

A Regional Focus on Southeast 
Asia, Australia and New Zealand

The May/June issue of The Portal will turn the 
spotlight on IAM member companies in a part 

of the world with its own unique challenges and 
opportunities.

If your company operates from one of the coun-
tries in that region, you are invited to weigh in 
with your insights.

We’ll be sending you information on how you 
can participate in this important issue. Watch 
IAM Connected and your email inbox for details 
and guidelines.

http://www.gridironforwarding.com


Your Governing 
membership will include all 

the IAM programs, resources, 
member protections, advocacy and 

unparalleled networking opportunities you 
currently value, plus these top-tier benefits:

Take your company to the next level with  
the exclusive access that only Governing members enjoy.  

To upgrade to IAM Governing membership,  
email membership@iamovers.org.

Congratulations! You’ve made your mark in the industry and  
set your company on the path to distinction by joining IAM,  
the industry’s largest global trade association.

Now it’s time to take the next step up for your business… 
and your membership: Get exclusive access to the highest  
levels of benefits that come with IAM Governing status. 

• Exclusive first week of registration for IAM Annual 
Meeting & Expo exhibit booths and sponsorships 
(priceless)

• Early bird Annual Meeting registration rate regardless of 
date PLUS 10% discount on regular exhibitor fees (savings 
TBD, but they will be substantial)

• Opportunity to validate your IAM Mobility Exchange listing at no 
additional charge ($240 savings)

• Free membership in the IAM Logistics Network (ILN) (application 
required) ($500 savings)

• Three free IAM-YP (IAM Young Professionals) memberships ($345 savings)

• Voting rights on all matters that affect Governing members, including electing 
officials of the IAM Executive Committee
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Technology and Removals: Communication and Digital Management

By Federico Presta, Marketing Department, Bliss Corporation

How important is digital innovation to 
the removals industry? Very—yet, 

its role is often underestimated. Even 
though the removal sector may be per-
ceived as “old” or “stale,” there are many 
applications of new technologies that can 
substantially improve our operations. 
This is particularly true with respect to 
communicating with customers and in 
company management.

Communication with customers: 
The Web’s potential 
It is useless to talk about the potential 
of the Web since everyone knows it is 
the center of gravity around which the 
search for potential customers revolves. 
For prospective clients, the Web’s value 
lies in social media outreach, getting and 
posting testimonials and online reviews, 
and obtaining quotations from various 
companies. In other words, the Internet 

makes it easier for the customer to search 
for and select a removal company.
 It’s hard to believe, but even today 
many average/small companies, local and 
international, do not fully exploit the Web 
and its opportunities. If we want a poten-
tial customer to find us, we can accom-
plish a lot through a well-planned website 
and a presence on social networks.

Don’t call it software
For many years, information technology 
companies have been promoting the use 
of management software dedicated to the 
various industry sectors, including inter-
national removals. But we think the term 
“software” has become obsolete.
 Management software is in all 
respects a control center where it is pos-
sible to manage one’s work from A to Z, 
including leads, CRM, marketing emails, 
sales management, operations oversight, 

Moving dreams
We reach everywhere in Spain

AF Prensa Flippers_180x127.indd   2 28/3/18   14:34

Federico Presta at IAM’s 56th Annual 
Meeting last October

http://www.flippers.es
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warehouse management, documents, and so on. The possibilities 
are infinite. Yet, too many removal companies continue to rely 
only on emails, Word and Excel files, printouts and paper docu-
ments in file folders.
 But what happens if a colleague is on leave and the paper 
file can’t be found? Digitization enables us to save the data on 
the cloud in a safe way and share it with others in the company. 
The information may be circulated by computer, unlike paper 
files that can be lost or are accessible only to a limited number of 
people.
 With sound policies and appropriate management software, 
it is possible to considerably improve a company’s efficiency 
and economies of scale.

Switching to digital? 
Transitioning to computerized management of operational and 
business activities is not at all simple.
 Work procedures change, the personnel must get used to 
new working methods and data entry processes may initially be 
complicated and tedious.
 New technologies require a soft start: communication, train-
ing, assistance. If you have decided to digitize your company, 
don’t just buy software. You should be concerned with how to 
introduce it to your staff gradually and launch training programs 
for your personnel.
  Often, when we want to impose something new, resistance 
is likely. This is why my advice is to do some briefing, and to 

THE PORTAL 
at Your Fingertips

You can read archived editions of The Portal any time 
from your computer or electronic device.

To view past issues, go to

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

•Worldwide Household Goods and General Cargo

•Project Cargo / Chartering / Cross Trades

•Full Origin and Destination Service

•Ocean and Airfreight worldwide

•Port Agency / Customs Handling
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 Management and Distribution
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Ulrike Winkelmann
International sales manager

INTERNATIONAL FORWARDING www.rosebrock.com

Wilhelm Rosebrock GmbH & Co. KG
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phone  +49  421  520 00-22
fax  +49  421  520 00-9922

uwinkelmann@rosebrock.com
We are certified:

•ISO 9001:2015          ISO 14001:2015
•ISO 27001:2017

•AEO (Authorized Economic Operator)

Worldwide Household Goods and General Cargo

Project Cargo / Chartering / Cross Trades

Full Origin and Destination Service

Ocean and Airfreight worldwide

Port Agency / Customs Handling
We are looking forward 
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Ulrike Winkelmann
International 

INTERNATIONAL FORWARDING

ask for views and opinions on the change that is about to take 
place. The participation of everyone is key to their acceptance of 
the change.
 For example: Announce that you have selected three man-
agement software products suitable for your work. Organize a 
brief demonstration for the entire staff, showing the advantages 
and disadvantages of each solution, asking everyone for their 
views and opinions. At the end, take into consideration what the 
staff communicated and choose the appropriate software. This 
will make your staff feel more included and help the change, 
which will feel like a collective experience and not as if it has 
been imposed by the company’s top management.

http://www.rosebrock.com
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www.iam-yp.org

Register Now for the 2019 Young Movers Conference

The annual Young Movers Conference draws the best and 
brightest young industry professionals not only from across 

Europe, but also from around the globe. 
 Since its inception in 1991, the Young Movers Conference 
has garnered widespread recognition and become one of the 
biggest forums of the moving industry. Every year, the YMC is 
hosted in a different European city.  
 YMC2019 will be held in Bucharest, Romania, May 9–12. 
Those three days will be packed with seminars, meetings, 
presentations, informative speeches, innovations, discussions 
and professional training activities—but with plenty of time 
set aside for fun. The social agenda includes a welcome party, 
outdoor activities and clubbing. In keeping with annual tradition, 
YMC2019 will end on a high note, with a gala dinner to be held 
in a very special place.
 Participants will have the opportunity to make new friends, 
reunite with old colleagues, expand their networking resources 
all over the world and gain insights into a mover’s day-to-day 
responsibilities. 

 The Young Movers Conference not only is very educational 
for professionals; it also provides opportunities to explore new 
cities and countries, and to learn about other cultures and people. 
 Join us for a unique experience, quality networking and 
great connections with an industry with high impact on a wide 
range of businesses around the world. 
 To register, please visit

www.youngmovers.eu
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SCHOLASTIC ASSISTANCE
PROGRAM CONTRIBUTORS

Platinum ($5,000 or more)
Alan F. Wohlstetter Trust

(in memory of Alan F. Wohlstetter)
Long Beach Convention Center

Marriott National Harbor
Wally & AJ Saubert

(in memory of Alan F. Wohlstetter)

Gold ($2,500–$4,999)
Crown Worldwide Holdings Ltd.

(in memory of Jim Thompson Sr.)
Daycos, Inc.

(in honor of Sue Fuchtman)
Government Logistics NV

Royal Hawaiian Movers, Inc.
Suddath

The Pasha Group
Tri Star Freight Systems, Inc.

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

Aloha Worldwide Forwarders, Inc.
Approved Forwarders, Inc.

A-Whisco, Inc.
Coleman Worldwide

DeWitt Guam
DeWitt Move Worldwide

(in memory of Woodrow DeWitt)
Deseret Forwarding

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

Terry R. Head
IAM Governing Members

(in honor of Terry R. Head)
Interstate Van Lines, Inc.

Jet Forwarding, Inc.
(in memory of Alan & Joyce Wohlstetter)

Jet Forwarding, Inc.
(in memory of Jackie Agner)
Matson Navigation Company

Morrissette Family Foundation
National Forwarding Company, Inc.
(in memory of Alan F. Wohlstetter)

Pac Global Insurance Brokerage, Inc.
Michael Raney & Heather Engel

(in memory of Jackie Agner)
Republic Moving & Storage
Royal Hawaiian Movers, Inc.
Southwest Port Services, Inc.

Stevens International Forwarders
Stevens Worldwide Van Lines

TAAFLO–TPAFBO
The Pasha Group

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

Twin Oaks Moving Company, Inc.

Bronze ($500–$999)
A-Whisco, Inc.

(in memory of George W. Pasha III)
Cornerstone Moving & Storage LLC

Richard & Judith Curry
(in memory of Calvin Stein)
DeWitt Moving & Storage

DeWitt Transportation Services of Guam, Inc.
(in memory of Alan F. Wohlstetter)

Gateways International, Inc.
Terry R. Head

(in memory of Alan F. Wohlstetter)
Lynden International

Caleb McCartney
Royal Alaskan Movers, LLC
R. D. Simmons & Associates
Royal Alaskan Movers, LLC

Southwest Port Services, Inc.
Stevens International Forwarders

TAAFLO

In Kind or Other
A-1 Freeman North America
ACR International Mobility

*AGS France
AGZust & Bachmeier
Allied Logistics LLC

Carolyn S. Alper Revocable Trust
(in memory of Alan F. Wohlstetter)
AMCO Express Cargo Systems

Approved Forwarders, Inc.
Asian Tigers Mobility—Korea
ATA Cargo & Logistics Corp.
Karen & James Beardsley

(in memory of Alan F. Wohlstetter)
Sean Bradley

Canal Movers & Logistics Corp.
Spencer Carlyle

Cartwright International Van Lines
Central Van Lines, Inc.

Constantine Limited
Cornerstone Moving & Storage

Decapack
Juan Carlos De La Fuente

Matt Dolan
Heather Engel

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

Federal Transportation Systems Inc.
Nancy Ferris & Karen Beardsley

(in memory of Alan F. Wohlstetter)
Gateways International

Stanley & Coral Goldman
(in memory of Alan F. Wohlstetter)

Jeff Gregory
High Relocation Korea

Intrapack de Colombia Ltda
Jane Johnston

(in memory of Alan F. Wohlstetter)
Joe Mulholland, Inc.

Sheena Kiser

Walter Laffitte
C. J. Lefevre

(in memory of Alan F. Wohlstetter)
Carol Lefevre

(in memory of Alan F. Wohlstetter)
Lincoln Moving & Storage Co., Inc.

Wendy & Timothy Manley
(in memory of Alan F. Wohlstetter)

Thomas Matters
Kitty Melvin

Mesa Systems, Inc.
M.I.D. Moving & Storage

Gunnar Moeskjaer
Mikhail Mishustin

Mudanzas Internacionales Global C.A.
National Van Lines

Nilson Worldwide LLC
Kathleen Northrop

Raja Rajan Parthiban
Pegasus Forwarding Inc.

Pickfords
Pullen Moving Company

R.D. Simmons & Associates
Abraham C. Reich & Sherri Reich
(in memory of Alan F. Wohlstetter)

RKG Associates
Santa Fe London

Steven & Marcella Ridenour
(in memory of Alan F. Wohlstetter)

John Roller
Macarena Scalia

Barton M. Silverman
(in memory of Alan F. Wohlstetter)

SIRVA Move Management SA
SIT Grupo Empresarial, S.L.

Albert H. Small
(in memory of Alan F. Wohlstetter)

Square One Relocations
Ivan & Roz Stern

(in memory of Alan F. Wohlstetter)
Stevens Forwarders, Inc.

(in memory of Alan F. Wohlstetter)
Stevens Van Lines, Inc.

(in honor of Belvian Carrington Sr.)
The Swiss Moving Group SA

The Viking Corporation
Edward Touhy

TPAFBO
Transcontainer

Transferet Relocation Services (I) Pvt. Ltd.
True North Relocation, LLC
(in memory of Jackie Agner)

Betty V. Tsangeos
(in memory of Alan F. Wohlstetter)

Victory Worldwide Transportation, Inc.
Westerberg Global Mobility Services

Zarwin, Baum, DeVito, Kaplan,
Schaer & Toddy PC

(in memory of Alan F. Wohlstetter)
Debra & Gary Zlotnick

(in memory of Alan F. Wohlstetter)

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:



For more information, visit 

www.iamovers.org/scholarship

Going to College?
Scholarship applications are now being accepted from 
qualified individuals enrolled at an accredited college or 
university anywhere in the world. 

The Alan F. Wohlstetter Scholarship Fund awards 
scholarships to assist the employees of IAM member 
companies and their dependents with college tuition.  
The benefit is also available to student members of IAM. 

The deadline for submitting applications is May 1. 
Supporting documents are required so start early as 
materials must be submitted together. The AFWSF board 
selects recipients based on the merit of each applicant.



no matter where, we’ll move you there

Email | sales@the-eurogroup.com  Tel | +44 1638515335
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•  DA Services
•  Customs Brokerage
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MILITARY/GOVERNMENT UPDATE

Since 1999, the International 
Shippers Association (ISA) has 

provided international shippers and 
forwarders of Commercial and US 

Military and Government household 
goods, unaccompanied baggage, 

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

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

Preferred Vendors

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 

Government & Military Program Review 

By Daniel J. Bradley, Director, Government & Military Relations

Back in October, when the Commander of United States 
Transportation Command (USTC), GEN Stephen Lyons, 

met with a cross-section of industry representatives, he said he 
was looking for “radical” change, and that “everything is on 
the table.” In January, it became clear that the radical change 
referred to was for USTC to contract out much of the Depart-
ment of Defense (DoD) and industry capabilities to a sole-source 
provider who will act as a move manager for DoD. 
 The request for information (RFI) that came out at the end 
of November on Fed Biz Ops asking industry whether there was 
interest or capability to provide DoD with move management 
services seemed fairly basic in nature, and did not provide much 
detail. However, it provided some insight that DoD was consid-
ering the idea of contracting out some household goods move-
ment functions. But when asked about their intent with the RFI, 
USTC initially portrayed it as just seeking information and just 
one option among many potential courses of action. Industry was 
told not to get people worked up over the RFI, since it was just a 
normal part of information gathering. 

 In hindsight, with the pace and aggressive nature of where 
this contracting effort has already gone, those assurances seem 
a bit disingenuous. The USTC Commander has relayed to the 
service secretaries, service chiefs (four-star level) and Congres-
sional leaders that he intends to contract out DoD and industry 
household goods movement services to a sole-source provider. 
This contracting effort, as it stands, will include personal proper-
ty shipping offices and personal property processing offices. And 
it appears the intent is to give the sole-source provider consistent 
latitude in how shipments are awarded, and to whom. 
 While no single provider can bring its own household goods 
network to accomplish the vast DoD personal property move-
ment mission, it stands to reason a contractor might search to 
find ways to consolidate its operations and look for “efficien-
cies.” Thus, transportation service providers who have trucks, 
drivers, crews and warehouses can assume there is likely a place 
for them as a subcontractor to the overall contract winner. Alter-
natively, it’s much less clear how a sole-source contract winner 
might treat international transportation service providers (TSPs). 
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While having a diverse network of international TSPs creates 
healthy competition for rates and performance, it’s not yet clear 
what flexibility USTC will give a contractor in this area. 
 It’s important to note the subtlety with which USTC’s words 
have changed on the contracting initiative in a very short time. 
What was only recently referred to as a potential contracting ef-
fort, or stated in terms of “if we chose to go with a contract,” has 
evolved. Senior members of USTC Personal Property are now 
using statements like, “When we go to a sole-source provider.” 
This is now an aggressive, all-out effort to contract out all of 
DoD’s household goods functions in a very short period of time. 
What we’ve seen from USTC is that they’ve completed a draft 
of the performance work statement (PWS) that contractors will 
use to bid on the contract. Service representatives have traveled 
to USTC to work on the PWS. USTC already released a draft of 
the PWS to interested industry members prior to an “Industry 
Day” that USTC Acquisitions Directorate held on February 19. 
 A schedule of the contracting effort includes an acquisition 
timeline that would target awarding the new contract by January 
2020, and execution under the contract by October 2020 at the 
earliest, and in time for the 2021 peak season at the latest. 
 During the February 19 Industry Day held outside Scott 
AFB, Illinois, USTC provided a timeline of major milestones. 
Those include having a completed PWS in a little over three 
weeks (March 15, to be specific). They intend to issue the full 
solicitation to industry by June 21; receive proposals from 
interested parties by August 5; and select the awardee by 
November 1, 2019. 
 This is a very aggressive timeline, especially considering 
that many of the details of what USTC will ask a potential con-

tractor to bid on were not known when specific questions were 
posed during Industry Day. 
 Many IAM members asked for support to contact their law-
makers and to have an industry-wide position. IAM worked with 
American Moving and Storage Association (AMSA) to draft 
endorsed talking points for visits with Congressional representa-
tives, and a policy paper to leave with their staffers. This con-
solidated message can be used to help make consistent, relevant 
points on the potential threats a sole source-provider represents, 
not only for not only the industry but for DoD service members 
as well. 
 Such an aggressive rollout plan for a comprehensive con-
tract does not include time to consider many relevant factors 
prior to executing the contract. For example: 
• How would a sole-source contractor create more peak  

season capacity than is already in the program? 
• What does analysis of data show as the weakness in the  

current program, and how does the contract propose to 
resolve those weaknesses?

• Are there changes to the current program that might more 
effectively address issues identified by a thorough data 
analysis?

• What are the costs of the proposed contract effort, and are 
those costs sustainable?

• Will a contractor have enough time to develop an effective 
IT system to effectively manage DoD and industry-related 
processes?

• If the contract is a failure, and the service member experi-
ence gets worse, what is the DoD fallback position once 
government and industry expertise is lost? 

 The questions go on and on. 
 IAM’s leaders and members have made visits to Capitol Hill 
asking these questions and raising these concerns. If you have 
not yet weighed in with your views, IAM has prepared the fol-
lowing resources to help you:

MILITARY, 
COMMERCIAL

& GSA.
Make us your one-stop-shop partner in the UK.

Visit www.arrowpak.co.uk  Email: sales@arrowpak.co.uk
Telephone: +44 1842812165  Facsimile: +44 1842816328

Sherwood House, Norwood Road, Brandon, United Kingdom IP27 0PB

Membership No.  A041

AMSA IAM Talking Points DP3—for your use in preparing 
your comments, to be delivered in person; these are not intended 
to be left behind: https://bit.ly/2ENGti5

AMSA IAM DP3 Working Group Policy Paper—to 
leave with congressional staff if you were to visit, or include it in 
a letter to your lawmakers: https://bit.ly/2XCak4l

Letter to congressional representatives (draft)—if 
you prefer to write a letter, this document is provided for your 
use as a template: https://bit.ly/2SFN1D6

http://www.arrowpak.co.uk
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IAM LOOKING BACK

L            king 

1983–1984: Service Is the Only Business. Provide It!

By Rick Curry

The headline of the January/February 1983 issue of The 
Portal read, “Service is the Only Business of the ITGBL 

Household Goods Industry—Provide It!” Strong words from 
HHGFAA President Cal Stein. The Association’s vice presi-
dent, Doug Barnes, had attended a meeting at Travis Air Force 
Base and participated in an industry panel at the Western Area 
Regional Meeting. The Transportation Officers who attended 
were upset with the poor flatbed performance that was being 
provided by the industry. Barnes thought that the issue has been 

addressed and resolved. Obviously, it was still a major problem. 
Stein was reminded of another MTMC (Military Traffic Manage-
ment Command) meeting that he had attended in the Philippines 
where agents’ issues were addressed. 
 Also at that meeting, MTMC announced the goal of having 
a “Quality Control Program” in place by April 1984 for overseas 
shipments, similar to the domestic CERS (Carrier Evaluation 
Reporting System) program. Stein concluded that it was time for 
the industry to correct deficiencies before punitive actions were 
taken by MTMC. The industry listened.
 The Military Traffic Management Command had developed 
an entirely new program that was going to affect the State of 
Alaska. The Alaska Movers Association was actively involved in 
obtaining the support of three of the state’s lawmakers: Sen. Ted 
Stevens, Sen. Frank Murkowski and Rep. Dan Young. Stevens 
was extremely supportive to our industry, as was evident in the 
letter (see sidebar) he wrote to Secretary of Defense Caspar 
Weinberger. His influence was important in 1983 and as we 
moved forward.
 HHGFAA continued to be involved with Members of 
Congress. California Rep. Glenn Anderson addressed the 1983 
Annual Meeting in Las Vegas. He was important to the indus-

On January 24, 1983, Assistant Majority Leader Sen. Ted 
Stevens (R-AK) wrote the following letter to Secretary of State 
Caspar Weinberger:

Dear Cap:
 As you are aware, we have had a long and acrimonious 
dispute between the contract movers who carry household 
goods for the military to Alaska and the Military Traffic 
Management Command (MTMC). I’ve tried to mediate this 
dispute in the past, and have met substantial resistance from 
various levels in MTMC to my basic concern that shipment 
of household goods to and from Alaska be treated in a manner 
that is consistent with that which is utilized to shipments in 
every other state in the Union.
 Unfortunately, the message has not gotten through, and 
once again we are facing a program which was implemented 
as of October 1, 1982 that is unique to my state and it will 
increase the cost to the government.
 You may also be aware that I have included language in 
the Appropriations bill for the last several years which limited 
the ability of the Department of Defense to implement pro-
grams that differed in substance with those that were in place 
in other parts of the country. The report language that is in the 
Continuing Resolution, which passed Congress in 
December, states in part “…no procedures in this respect 
should be implemented that are unique to these two states or 
that are substantially different from those conducted in the 
other 48 states.” This section is designed to limit your author-
ity without prior approval of the Appropriations committees 
in the House and the Senate to change the method of ship-
ment to and from Alaska.
 I hope that you will review this matter and address the 
specific concerns that are raised in the letter which I have 
enclosed.
 With best wishes,
   Cordially,
   Ted Stevens
   Assistant Majority Leader

try, as he served on the House Public Works and Transportation 
Committee, where he chaired the Surface Transportation Sub-
committee and the Merchant Fisheries Committee. He supported 
our efforts to ensure that the military program was fair for all 
participants.
 The issues facing the industry seemed to get longer. For 
example:
1. Elimination of ocean freight and currency adjustments 

if they changed after the rate filing. MTMC was reluctant to 
reinstitute this adjustment.

Rep. Glenn Anderson, who ad-
dressed the 1983 Annual Meeting 
in Las Vegas, supported HHGFAA 
efforts to ensure that the military 
program was fair for everyone.
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2. The ILA (International Longshoremen’s Association) 
50-mile Rule. All containers would be handled by the ILA 
within 50 miles of the port. The Federal Maritime Commis-
sion was reviewing the rule. 

3. MTMC rate filing procedures. There was a need for pro-
cedures when a mistake in rate filing (MIRF) occurred.

4. Reduction of the bond for the low bidder carrier from 
$200,000 to $50,000.

 The largest issue that continued to face Col. Nathan R. 
Berkeley at MTMC and the industry was the CFAC (Common 
Financial & Administrative Control). What roles could be out-
sourced? There was definitely a split within the industry. At the 
1983 Annual Meeting, several motions were discussed. A motion 
was passed that the HHGFAA support the current rules pertain-
ing to joint financial and administrative control and the verbiage 
in the current Service Organization Certificate.
 In 1984, the focus of the Executive Committee and the in-
dustry was to work on open issues. There was also an increased 
incidence of pilferage of stereo and other electronic equipment 
from international shipments. In addition, MTMC changed the 
reweighing requirements that were discussed with the industry at 
the September Military Personal Property Symposium.

The Executive Committee at HHGFAA’s 1984 Annual Meeting in 
Maui, Hawaii.

 At HHGFAA’s 1984 Annual Meeting in Maui, Hawaii, 
members discussed and took action on the following items:
1. CFAC: The industry passed a motion providing that a docu-

ment would be presented to MTMC that included the Pre-
Award Certificate with a Pre-Award Bond that conformed to 
MTMC’s regulations. The bond would be based on estimat-
ed tonnage and establish a line of credit for the carrier. 

2. By-Laws change: The HHGFAA Legislative Committee 
would no longer be a standing committee, and the Claims 
Committee would be a new standing committee.

3. Shippers Association: $25,000 was authorized to study the 
establishment of this association under the Federal Maritime 
Act of 1984.

4. Discussions:
a. The General Accounting Office issued a report recom-
mending that DoD utilize government warehouse space for 
storage.
b. The Claims Committee was looking at safety seals to 
address the loss of high-value items.

 In a letter dated October 19, 1984, MTMC advised all 
ITGBL forwarders and carriers that the currency rate adjustment 
procedure would be terminated simultaneously with the comple-
tion of Volume 49 rates (effective March 31, 1985).
 Associate (now Core) membership changes were an-
nounced. John Day of John Day and Associates in Norfolk, Ne-
braska, was elected to a full two-year term (instead of one year) 
as Associate Members Representative. A By-Laws change gave 
this position the authority to appoint the Associate Members 
Management Board.
 At HHGFAA, a committee was appointed to search for 
an executive director to replace Cal Stein, who was retiring as 
president. The person selected would be hired in 1985 and join 
the association in early 1986.
 So, on the horizon were a new director, CFAC changes and 
possibly a new Shippers Association in 1985. It would be inter-
esting.

http://www.airanimal.com
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IAM MOBILITY EXCHANGE

One Exchange—Infinite Connections

By Ray daSilva, IAM Mobility Exchange

“Data interchange provides another great 
asset to the moving industry. Besides 
verification	of	membership,	it	assures	
confidence	in	the	Association’s		efforts	
to increase its value and provide a better 
understanding of our organization’s 
trustworthiness.”

—Thomas Juchum, General Manager, 
Euromovers International

With all the technology-driven changes and developments 
happening at IAM, this issue’s theme of technology 

couldn’t be any timelier or more relevant.
 In October 2017, the Association launched IAM Mobility 
Exchange (IAMX) to replace its existing online membership 
directory. The vision was for IAMX to go beyond being a mem-
bership directory and eventually become the universal directory 
for the moving, relocation and mobility services industry. From 
the beginning, IAM recognized that the online directory was 
not going to be the only feature of IAMX. As the industry’s one 
exchange offering infinite connections, IAMX was headed for 
bigger things.

A pretty good online directory
By now, we have established that IAMX is a pretty good online 
directory. Many members have started to understand and ap-
preciate its powerful search and filtering capabilities. By the time 
this issue goes to print, more than 700 IAM members will have 
voluntarily validated their online company profiles, providing 
their colleagues with documentation to demonstrate their qualifi-
cations and compliance credentials. 
 The IAMX Data Analytics reports (available exclusively to 
Validated members) show that each month IAMX hosts more 
than 2,500 professional industry users who perform more than 
40,000 searches. IAMX generates more than 14,000 e-mail 
click-throughs. This means that industry colleagues are connect-
ing through IAMX. The rest of the data analytics are equally 
impressive: You can get fairly detailed information regarding the 
search and activity related to your location and your company. 
(Email support@mobilityex.com for more information.)

Where do we go from here?
Having established a stable and useful infrastructure in IAMX, 
IAM has a long list of ideas for possible enhancements built on 
the foundation of connectivity. It is up to IAM members to voice 
their opinions on which enhancements will provide the best 
benefits.

Data interchange
IAM has already begun implementing successful data inter-
change with industry associations such as PAIMA, OMNI, Har-
mony Relocation Network, Euromovers, Eurovan and EuRA, all 
of which have signed Data Integration Agreements with IAMX. 
This means that these organizations have agreed to synchronize 
their membership data with IAMX to ensure that the respective 
membership claims made in IAMX are accurate and current.

Data integration
IAMX has signed its first Data Integration Agreement with 
a major global moving and relocation group. This service is 
termed Supply Chain Management, or SCM. The SCM customer 
can select from IAMX the service partners that make up its sup-

ply chain. Using an API (Application Programming Interface), 
the SCM customer maps the unique IDs of their supply chain 
members from their computer move management system to the 
unique IDs from IAMX. Once this connection is established, the 
SCM customer is able to make dynamic calls to get the latest 
public directory information for each of its supply chain mem-
bers on demand. In effect, the SCM customer has outsourced 
to IAMX the maintenance of the public directory information 
contained in its move management system. 
 This represents a huge potential for the industry, because ac-
curately establishing a standard for the public directory informa-
tion regarding the industry’s service partners is the foundation 
for any steps forward toward data integration within the indus-
try. Without this kind of standardization, services that we take 
for granted—like making a phone connection anywhere in the 
world using a standard phone number, or connecting to Internet 
resources using a Uniform Resource Locator (URL) or Web 
address—would be impossible. 
 The universal directory is the foundation upon which data 
integration within our industry can be built.

IAM Data Hub
Data integration is not a new technology. Our industry has 
dabbled in it with mixed results for many years. Some industry 
service partners use it successfully today, and some have cre-
ated integration bridges to connect with their customers. This 
improves data integrity and enhances efficiency. The benefits are 
obvious. The challenge has been that any integration between 
two disparate service partners or with a client involves a fair 
amount of commitment and resource investment. 
 Each system is different, and establishing an API along with 
the rules for engagement between integration partners requires 
a degree of effort and access to technical resources that most 
companies cannot manage. So, what is a data hub concept?
 If IAM established a standard API protocol for the inter-
change of transaction data between industry members, then 
a company could integrate once with the IAM Data Hub and 
become connected to any other member integrated with it. Soft-
ware vendors integrated with the IAM Data Hub would then be 
providing integration possibilities for all its customers. 
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 It is not a small project, but using modern technology that 
has already made tremendous strides in this area, it is achievable 
in phases. IAM has already established an ISO Standard for the 
exchange of data related to household goods inventories. It has 
already begun working to create a standard for the interchange 
of basic shipment manifest information, and discussions have 
begun with software companies, associations and interested 
members.

Service capability calendar
Our industry struggles with seasonal capacity issues each year. 
Consumers, corporate and government clients have all voiced 
frustration with the service issues related to the lack of capacity 
visibility. We now have the infrastructure for a potential solu-
tion. IAMX has implemented and proven the role-based security 
required for industry members to access their company profile 
information and to update the information in it. Extending this 
infrastructure so that a service provider could input blackout 
dates for storage in transit or services on a date or date range is 
fairly simple. 
 IAMX has already integrated with Google Maps to allow 
this service capacity information to be displayed dynamically 
with icons or colored flags on a map. You can do a search for a 
specific location and view the service capacity for providers in 
that area in real time. Technology is no longer the barrier. Work-
ing out the rules for engagement and having industry people lead 
the way toward implementation—that is the challenge. 
 The U.S. military, which is the largest customer of moving 
services in the world, is frustrated to the point of considering 
radical changes to its moving procurement program, in part be-
cause of seasonal capacity issues. We have the technology within 
reach to make a tremendous improvement in how we manage 
seasonal capacity issues.

Member reviews
While credentials are important in choosing service partners, 
referrals may be even more important. A system allowing regis-
tered IAM members to review their peers offers definite value. 
The infrastructure of the IAMX role-based security would allow 
control of the validity of member reviews by requiring that re-
viewers be registered and identified in order to submit a review. 

Compliance
This is, perhaps, one of the most important opportunities IAM 
is considering. The Association is a very inclusive organization 
that welcomes members of every size, scope of operations and 
capability. Through the IAMX validation system, IAM now is 
able to differentiate members who have met the compliance 
requirements of the service capabilities they advertise in their 
company profiles. 
 Here is one example to illustrate the point. The United 
States Federal Maritime Commission requires that movers and 
forwarders offering international moving services to the public 
be properly licensed for the scope of service they provide. But a 
significant number of IAM member companies are not in com-
pliance with this rule.
 By establishing the compliance requirements for various 
scopes of service, IAM could confer a Compliance Seal of Ap-
proval to companies that have documented and validated their 
adherence to the applicable regulations. 

Your association, your voice
IAM members are not short on ideas for how technology can 
be leveraged to improve efficiency and enhance the service 
being delivered to its members. Development and implementa-
tion of these ideas require access to resources and funding, both 
of which are limited. As a result IAM, while ready to invest 
in development based on the priorities set by its members, has 
to do it in the context of very real budget constraints. You as 
an IAM member can help us shape our priorities by telling us 
what is important to you. Just log onto IAM Mobility Exchange 
(www.iamovers.mobilityex.com) and access the survey we’ve 
prepared at http://bit.ly/2TKslej.
 You have a voice, and it is important that you participate. It 
is not just about what the Association can do for you, but what 
you and other members can achieve together using IAM as the 
vehicle.
 The time to speak up, contribute and participate is now.

“We rely on our trusted service partners 
around the world who we have worked 
with for many years but when we 
have a need in a new location or for a 
new service, we turn to IAM Mobility 
Exchange.	We	can	search	and	filter	
for our exact requirements and have 
confidence	in	the	information	provided	
by Validated companies.”

—Tiddy S. Teerawit, Executive Director, 
Boonma Mobility
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IAM LEARNING

IAM Learning: The How, the Why … and the Future

Editor’s note: IAM launched its new online education program 
at the 56th Annual Meeting last October. Led by IAM consultant 
Ray daSilva, who also developed the Association’s online mem-
bership directory, IAM Mobility Exchange, IAM Learning has 
quickly gained traction throughout the industry. It has also won 
praise from a range of users, including company executives who 
want to evaluate its relevance for their staff as well as employees 
who sign up for the modules. Here, daSilva shares his vision 
for the program and his plans to create more modules that will 
benefit IAM member companies.

Portal: What is your relationship with IAM and IAM Learning?
Ray daSilva: My company, Mobility Exchange LLC, is a 
strategic consulting and technology partner to IAM. We were 
initially engaged by the Association to develop and implement 
IAM Mobility Exchange. Based on the success and trust built in 
that undertaking, we proposed a collaboration to develop IAM 
Learning.
 Mobility Exchange facilitates the technology platform for 
IAM Learning. As director of learning, I am guided by the IAM 
staff and an Education Committee made up of IAM volunteers.

Portal:  What got you interested?
daSilva: Teaching has been a lifelong passion and has always 
been a part of my career in the moving business. I’ve been in the 
industry for close to 40 years, working in areas such as sales, 
marketing, operations and executive management. Like most 

people, I was better at certain areas and found some to be more 
enjoyable and fulfilling than others. I am now in a fortunate 
position at this point in my career to focus my time and attention 
on the aspects of the industry that I am most passionate about—
teaching and technology. 
 My experience with Crown University was a turning point. 
Crown University was a four-month training and management 
development program that included four weeks of classroom 
sessions and a three-month internship. To see young people who 
knew next to nothing about our business graduate and go on to 
develop career paths within the industry was especially reward-
ing. The opportunity to build on that experience to help uplift the 
industry through IAM is a great privilege.

Portal:  Have there been challenges?
daSilva: No, not really. Some might look at the pace that I set 

“While I know that we will have 
to build a foundation to get there, 
my hope is that the IAM Learning 
courses will culminate in an industry-
recognized and respected designation 
called	Certified	Moving	Professional.”

—Ray daSilva



46 March/April 2019 • THE PORTAL IAM: Moving Forward Together

and mistake my sense of urgency for frustration. If I seem impa-
tient, it is only because I have a clear vision of the potential of 
IAM Learning, and I am intent on bringing that potential to the 
industry now. 
 In our industry people are wary of change and are under-
standably slow to adapt to it. IAM is an association sensitive to 
building consensus and ensuring that every member is heard, so 
I hope that my sense of urgency provides some much-needed 
balance. I also hope the results prove us right as we continue to 
deliver quality learning content in record time. 

Portal: What have been the initial results since the IAM Learn-
ing launch?
daSilva: As of this writing, more than 300 industry members 
have registered interest. More than 30 are currently taking train-
ing courses. Eight students have successfully completed the 
Move Coordination Training Program and earned their Certifi-
cate of Achievement.
 Interestingly, a large percentage of our learners who are in-
dustry veterans in their own right found the course quite engag-
ing, even challenging in many ways. For a lot of them, experi-
encing the training in a formal, disciplined format has been an 
enriching learning experience.

Portal: What are the development plans for IAM Learning?
daSilva: We’ve only just begun, and there are so many near-term 
priorities. We will soon launch the Residential Sales Training 
Program for moving consultants. It teaches pre-move survey 
skills as well as sales. When you break down the skills required 

of a moving consultant, you realize that a lot of knowledge and 
experience are required for one to be considered a professional. 
 We are starting work on modules that will specifically ad-
dress government and military move management. A course on 
Marine Risk Transit Insurance is in development now.
 We are also in discussions to address management training 
needs. When we first started receiving feedback, industry owners 
and managers were saying, “Train my people.” What we are 
discovering is that while the staff need to be trained, there may 
be an even greater need to train our leaders.
 Our industry has low barriers to entry, and many owners 
have created successful businesses based on their commitment to 
excellent service and hard work. To take their businesses to the 
next stage or prepare for succession planning to bring in the next 
generation, they need to develop new skills. The greatest chal-
lenge—and perhaps excuse—has been time. Business owners 
feel that they just do not have enough time to devote to learning. 
As a result, the same mistakes are made repeatedy, an endless 
cycle that leaves them with even less time because they are con-
stantly busy putting out fires and dealing with staff turnover.
 Another impediment to managers and owners investing 
in their own development may be a lack of humility. In our 
training, we talk of the stages of competence where we move 
from unconscious incompetence to conscious incompetence 
to conscious competence and finally unconscious competence. 
That’s covered in a whole section in one of our training courses, 
but here’s the short version. Only when you are unconsciously 
competent can you be a true professional who does not have to 
think about the mechanics of what you do. This leaves you free 

http://www.mcgimpseys.com
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to listen and understand your customer, and respond from a posi-
tion of experience and knowledge.
 Many managers reach a point of unconscious competence in 
their business, but the problem is that they stay in their comfort 
zone. Humility is returning yourself to a state of unconscious 
incompetence in a new area of your business and not being 
afraid to say, “I didn’t know that, and I didn’t even know that I 
didn’t know that.” Now, learning and the cycle of competence 
can begin.
 Training our staff is important but the greater urgency may 
be training our leaders.

Portal: These sound like some great initiatives for the near term, 
but what is your long-term vision?
daSilva: Everything is near term for someone like me who can’t 
wait to achieve his goals. While I know that we will have to 
build a foundation to get there, my hope is that the IAM Learn-
ing courses will culminate in an industry-recognized and respect-
ed designation called Certified Moving Professional. 
 It will not be easy to earn the CMP designation. It will 
require a certain level of industry experience as well as course 
credits that IAM Learning and other industry training initiatives 
will supply. The industry and consumers of our services will 
recognize a person with the CMP designation as a trustworthy 
industry professional who can be counted on for integrity, 
knowledge and experience.
 Along the way to reaching that goal, I think we can have a 
bit of fun. And I also believe we can swing the moving public’s 
perception of the entire industry back to a more positive one. 

•		28	branches	in
the	Netherlands

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

Barbara Monnier 

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

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


Do You Do More Than Move 
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

The IAM Logistics Network:  
Grow your business with partners you already know and trust
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MOVERS DOING GOOD

Arpin Drivers Deliver 93,000 Wreaths to Veteran Cemeteries

Volunteers prepare to lay wreaths at veterans’ graves.

Arpin Van Lines drivers and agents from locations across 
the country volunteered to collect and deliver remembrance 

wreaths to be laid at veteran cemeteries on National Wreaths 
Across America Day on December 15.
 “This is our sixth year participating in Wreaths Across 
America Day, and we are proud to be a part of this national 
movement to honor our veterans,” said Anthony Uriati, vice 
president of operations for Arpin Van Lines. “This event is a 
carefully coordinated nationwide effort among our drivers and 
agents to pick up the wreaths, transport and deliver them to 
veteran cemeteries across the country. It has become a valued 
tradition here at Arpin, which our drivers look forward to each 
year.”
 Combined, Arpin drivers and agents delivered 23 truck-
loads, which carried 10,331 boxes containing 92,979 wreaths, 
to veteran cemeteries across the United States for remembrance 
ceremonies.
 The Arpin drivers who participated were Steven Meyer, Ste-
ven Lee, Eddie Cooper, Steven Douglas, Bob Cordeiro, James 
and Carol Dunton, Chris McDonald, Doug Evers and Adam 
Money. The Arpin agents that volunteered to carry wreaths were 
Liberty Moving & Storage, Arpin of Rhode Island, Hampton 
Roads Moving & Storage, Apple Transfer & Storage, Allen’s 
Moving Services, Omni Moving & Storage, RLD Relocation, 
Bristol-Plymouth Moving & Storage, and McGuire’s Moving & 
Storage. In addition, Steven Meyer and Don Queeney of Hamp-
ton Roads Moving and Storage brought a truckload of wreaths to 
Arlington National Cemetery. 
 In Rhode Island, Arpin volunteers and their families were 
present at the Veterans Memorial Cemetery in Exeter to take part 
in a memorial service for the veterans. 
 The Arpin Charitable Fund was an official fundraising spon-
sor of the Rhode Island Veterans Memorial Cemetery. Donors 
raised enough money to purchase 67 wreaths to be placed on the 
markers of fallen veterans.

Will You Help When Disaster Strikes?

Learn more about IAM’s nonprofit organization that connects 
and coordinates relief efforts of the global mobility industry 

during humanitarian crises or natural disasters at

www.iamovers.org > Affiliate Groups > IAM Here 2 Help

http://www.brytons.co.za
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EXECUTIVE SUITE

The Bottom Line: Caring Counts 

By Chuck Kuhn, CEO and Founder, JK Moving Services

I have been called a lot of things—husband, dad, CEO, entre-
preneur, volunteer, philanthropist, environmentalist, outdoors-

man, employer and friend. The themes that run through my 
various titles are care and respect, values around which I have 
built my business and life. 
 When I was young, my family moved abroad for my father’s 
job. The move was a lot of work and stressful for all of us. After 
returning to the States, I worked for my uncle at his moving 
company as a young teen. When dealing with clients, I aimed to 
ease their stress by recalling my family’s moving experience and 
keeping this in mind. Further shaped by my family’s move, in 
the basement of my parents’ home, I then founded JK Moving 
Services on those two fundamental values: care and respect. 
 Today JK is the largest independently owned and operated 
moving company in North America. During our 38 years in busi-
ness, we have remained faithful to these values, which are the 
basis of seven core enterprise values that are embraced by all of 
our 800 employees. 
 Our values are a source of pride for employees and help 
make us an employer of choice. Our outstanding work culture 
and benefits reflect the respect we have for our employees. JK’s 
people are at the heart of our success, and we strive to attract and 
retain the very best employees, providing them with ongoing ca-
reer development, a path for advancement and top-notch benefits 
and workplace.
  In our day-to-day business practices, JK employees dem-
onstrate our core values of care and respect every day to make 
the world a better and healthier place. We aim to be good to our 
customers—and also good to the community. I always have be-
lieved in investing back into the community. Through donations, 
in-kind service and volunteering, JK employees support many 

TM

International Association of Movers
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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

JK Moving Services CEO and Founder Chuck Kuhn

community-related causes, including direct services to people in 
need; accessible education; and assistance to U.S. service mem-
bers, military families, veterans and first responders. 
 Beyond these, I had a vision for our company to make 
meaningful, sustainable investments that would have long-term 
benefits for the community. A growing relationship with a local 
food bank became the avenue for this. Last April, we launched 
the JK Community Farm, a signature charitable initiative that 
will have a lasting and healthy impact on struggling families 
within, and even beyond, the local Loudoun community where 
we are headquartered. We purchased land to house The JK Com-
munity Farm and placed it in a conservation easement. Then we 
hired a farmer. The organic farm is designed to alleviate hunger 
by growing and harvesting crops and livestock and donating 
them. As part of this innovative program, we partnered with 
Loudoun Hunger Relief to distribute the crops and protein to 
those facing food insecurity. 
 JK is a part of the community, and I know that poverty is a 
very real issue. This charitable effort meets critical community 
needs in a tangible way. Initially, four acres were designated to 
grow more than 16 varieties of vegetables. This year we will 
almost double the amount of acreage we are farming. My family 

http://www.canalmovers.com
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JK’s Awards and Recognitions

Loudoun County Chamber of 
  Commerce Executive of the Year: 
  Community Leadership
Loudoun County Chamber of 
  Commerce Large Company of the 
  Year: Community Leadership
Loudoun Times-Mirror Corporate 
  Citizen of the Year
Washington Business Journal Top 
  Corporate Citizen
Friends of the Blue Ridge Friend of 
  the Mountains Award
Mosby Heritage Area Association 
  2018 Heritage Hero Award

also is donating beef, pork and venison. 
During year one, the crops and meat 
helped produce 25,000 healthful meals.
 In addition to sharing meat and fresh 
produce, the farm provides volunteer-
ing opportunities for JK staff and others 
in the community who are interested in 
growing food for the food bank. Like-
wise, the farm will serve as a source for 
workforce training for nonprofits. Longer 
term, we plan to host educational classes 
for food bank clients about cooking, 
gardening and nutrition. 
 Complementing the farm, we re-
cently partnered with Loudoun Wildlife 
Conservancy (LWC) to protect an 87-
acre parcel of land in northern Loudoun 
County called Stumptown Woods that has 
more native species of plants and wildlife 
indigenous to our area than is typical. To 
protect the land, JK Moving purchased 
the property, put the land into a conserva-
tion easement and gave it to LWC. 
 Preserving and protecting our envi-
ronment will ensure that our communities 
will be healthier places to live and work. 
That’s good for our business, our employ-
ees and our customers. The donation of 
the Stumptown property furthers our 
interest in making meaningful charitable 
investments and protecting open spaces.
 Our environmental stewardship also 
extends to JK Moving’s operations. The 
company was one of the first to order 

Tesla semi moving trucks, embracing 
new technologies that will further our 
aggressive carbon emissions-reduction 
goals. We also focus on boxless moves 
and major recycling efforts, keeping 
nearly four million pounds of materials 
out of area landfills.
 JK continues to grow and is one of 
our county’s largest employers. We know 
that our words, actions and character all 
shape the company’s success. I am proud 

Greens are harvested at the JK Community Farm.

of the work we’ve done to make moving 
a seamless, less stressful event for our 
customers. I am just as proud that we are 
a company that makes investments that 
are sustainable, shaping the region and 
ultimately showing care and respect by 
making a real difference in people’s lives. 

http://www.euromovers.com
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For Böcker’s Specialized Machines, the Sky’s the Limit

By Joyce Dexter, Editor, The Portal

First-time exhibitors at any industry exposition arrive with a 
set of goals and expectations. Foremost among them is to 

establish connections and contacts with prospective trading part-
ners, and perhaps even to sign up new clients before they board 
their flights home.
 For Andreas Sparrer, IAM’s 56th Annual Meeting was a 
way to broaden his company’s reach. Sparrer, who is head of 
international sales at Germany-based Böcker Maschinen-
werke GmbH, has been quite active in other associations, 
primarily national groups such as ones in Germany, Italy and 
other countries.
 “We’re always trying to get in touch with the industry,” says 
Sparrer. Böcker, which celebrated its 60th anniversary in 2018, 
offers a broad range of lifting equipment—machinery that lifts 
either goods or personnel. Its products are used in applications 
ranging from construction to plant manufacturing to logistics.
 The company’s work with movers began—as these things 
often do—with filling a specific need. “In 1974,” says Sparrer, 
“a German moving company approached us to design a revised 
model of our hoist for the moving industry. We came up with a 
telescopic hoist that can be trailer- or truck-mounted.” 

 Today the comprehensive product range for the removal in-
dustry starts with compact and cost-effective ladder lifts, which 
are extremely light and versatile in use for heights up to 20 me-
ters. Trailer-mounted models provide customers with improved 

The Agilo, a truck-loaded furniture lift, can extend to 55 meters.

http://www.sclusa.com
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performance in terms of setup, lifting speed and payload. Thanks 
to their compact and maneuverable design they are suitable 
for difficult conditions and narrow sites. The Junior model, for 
instance, is capable of extending up to 24 meters and can move 
furniture with a payload up to 250 kg/550 pounds. Truck-mount-
ed lift models offer high-end performance and come with the 
benefit of unsurpassed mobility. The Agilo is a truck-mounted 
furniture lift model that provides payloads of up to 400 kg/880 
pounds and is extendable up to 55 meters.
 “For movers,” Sparrer explains, “this is a big benefit, as they 
don’t have to use indoor stairways. Everything is done from the 
outside through windows and balconies. It saves both money 
and time because it speeds up the process. And it’s also safer, be-
cause movers need to carry less weight and for shorter distances. 
It’s an established way of moving, a tool of the trade in Europe.
 “You see this lifting technology used in Paris, Amsterdam 
and other cities, and we feel it is in growing demand in the 
United States now. Former industrial buildings like factories are 
being converted into housing. Our machines can be easily de-
ployed there, and we are the only IAM member that makes this 
equipment.”
 A family-owned enterprise now led by CEO Alexander 
Böcker, the grandson of founder Albert Böcker, the company 
employs 440 people, 400 of them in Germany assigned to 
research and development, manufacturing and sales. The rest 
are deployed in six foreign subsidiaries—in The Netherlands, 
Belgium, France, the UK, Switzerland and Italy—dedicated to 
sales, service and rentals. The company offers equipment for 
clients who need to rent it for short-term use.
 Sparrer joined the company nearly a decade ago as an ap-
prentice with the branch in Holland. He rose through the ranks 
to become general manager there before transferring to Böcker’s 
headquarters in Germany to develop sales of rack-and-pinion 
hoists. Since early 2018 he has been responsible for international 
sales, and he also serves on the board in Italy and as general 
manager in France.
 In his current role, he explains, “I specialize in building 
up our sales network. Exhibiting here at IAM is efficient on an 
organizational level, and I am here to establish a footprint. We 
know it will take some time, but we have the patience for it.”

Above: The Junior model being transported. At right: it is extended 
to the upper floor at a residence.  Sparrer’s fluency in five languages—German, English, Ital-

ian, French and Dutch—serves him well in this effort. “It’s very 
important for us to maintain a dialogue with the industry and 
potential users of our equipment,” he says. “We look forward to 
a long-term involvement with IAM.”
 Website: www.boeker.de

http://www.primeglobal.com.my
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INDUSTRY NEWS
A look at people and events shaping IAM member companies

Stevens International Forwarders recently announced 
two appointments.
 Rebecca Weiss has been named Department of State relo-
cation coordinator to the organization’s government relocation 
team. She will be responsible for coordinating customer moves, 
overseeing evaluations for household goods and tonnage reports, 
and assisting with billing and insurance management. Weiss was 
the first person to earn her Certificate of Achievement for Pro-
gram Completion from IAM Learning, the Association’s recently 
launched education and training initiative.
 Also at Stevens, Andy Roller has been appointed interna-
tional pricing and vendor supply chain manager. He will develop 
pricing models for overseas partners and corporate customers 
while analyzing estimation costs for international moves. Roller 
brings nine years’ industry experience and previously worked at 
Africa Trans, Graebel Movers International, Inc., Hilldrup Com-
panies, Inc. and Paramount Transportation Systems, Inc.

Willis Towers Watson has named Boris Populoh to lead its 
Willis Relocation Risk Group (WRRG). Populoh will assume 
full management responsibility of WRRG. He succeeds Bill 
Rose, who recently announced his retirement.

 Populoh will be responsible for the further growth and de-
velopment of WRRG, leading a team of relocation risk special-
ists. He joined the company in 2011 as part of the company’s 
leadership and has been instrumental in delivering consistent 
growth and profitability to the team. Populoh currently serves as 
IAM’s Core Members Representative.
 Also at WRRG, Rechelle Castro has been tasked with 
expanding the scope of her current responsibilities, working with 
Populoh in executing its strategic plans. Castro joined Willis 
Towers Watson in 2007. 

Victor Ek Moving Ltd. has hired Charles Gray as head of 
international partner relations. Gray has worked in the industry 
since 1983, at Allied Pickfords, JVK Indochina Movers and 
Niemi Services. His main focus at Victor Ek will be on further 
developing the company’s international agent business, which 
has been growing steadily during the past few years.
 Also at Victor Ek, Satu Alaruikka has been appointed 
senior coordinator, She has a strong background in the interna-
tional moving industry, having previously worked for Sterling 
Relocation in London and Alfa Quality Moving in Finland. She 
will handle both inbound and outbound business for Vicktor Ek’s 
corporate and private customers.

Rebecca Weiss Boris Populoh Charles Gray Satu Alaruikka

http://www.victorek.fi
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EXPANSIONS & MERGERS

Lexicon Relocation and Sterling Mobility have an-
nounced the launch of their new brand, Sterling Lexicon. In mid-
2018, Lexicon Relocation acquired Sterling Mobility, expanding 
their combined global footprint and service offerings in the mo-
bility marketplace. After six months of integration, the compa-
nies have rolled out as one unified, global brand. The integration 
of the two companies enables Sterling Lexicon to deliver end-
to-end services around the world. Combined, Sterling Lexicon 
manages more than 25,000 global relocations annually, drawing 
on the resources of 14 regional offices and 1,000 supply chain 
partners, serving 180 countries across the globe. The newly 
branded company is part of The Suddath Companies.

PMR has opened two new warehouses in Mumbai and at Rajiv 
Gandhi Nagar in Hyderabad. 
 Spanning an extensive area of more than 10,000 square feet 
combined, the warehouses are fully-equipped with round-the-
clock security to provide access to household and commercial 
shipments for both long-term and short-term duration. The new 
warehouse is a state-of-the-art facility with a secure and efficient 
area, equipped with high-vision CCTV cameras for the safety of 
goods, a full back-up generator and a dedicated air-conditioned 
section for artwork and temperature-controlled storage of both 
personal and commercial assets.

Tiddy S. Teerawit (center, in pink shirt) with ARA delegates who 
visited the Chiang Mai branch office and facilities.

Boonma Welcomes ARA Delegates 
at Chiang Mai Branch

During the 11th Annual Convention of the Asian Relocation 
Association (ARA), Boonma Mobility invited over-

seas delegates to visit the office and facilities at its Chiang Mai 
branch.
 “We were very pleased to organize a welcome tour for our 
industry peers to visit our Northern Regional facilities,” said 
Boonma Mobility Executive Director Tiddy S. Teerawit. “Our 
Chiang Mai branch has extended services to clients in nine 
provinces in northern Thailand for our core services, including 
household removals, pet relocation, fine arts transport, expo 
logistics and others.”

Mondial Movers BV announced that its shareholders have 
chosen Marcel de Waal as the new director, succeeding Tom 
Stuij, who has served in that role for 20 years. 
 Since 2002, de Waal has been working as a commercial di-
rector for Mondial Movers. To ensure a smooth transition, Stuij 
will serve as advisor to the Supervisory Board until his retire-
ment in 2020. de Waal has taken over the daily management of 
the moving company.

Hilldrup has hired Bob Gallucci, GMS, as senior vice presi-
dent of client engagement at its corporate headquarters in Staf-
ford, Virginia. A recognized expert in corporate relocation and 
client relations, Gallucci brings more than 33 years of experi-
ence to this role. He is a multiple inductee of United Van Lines’ 
Masters Club Inner Circle, one of the transportation industry’s 
top honors. He has worked within the United Van Lines network 
and helped provide global transportation and relocation solu-
tions to a wide range of clients over the years. In his new role, 
Gallucci will be responsible for leading and growing Hilldrup’s 
relationships with its relocation management company (RMC) 
partners, supporting the company’s RMC sales and marketing 
efforts, and developing best practices and processes for serving 
those partners.

Move One announced that Dawn Hasil has joined the com-
pany as director, partner relations, mobility services. Hasil is a 
30-year veteran of the global mobility and household goods in-
dustry, and her experience spans all areas of business operations. 
During the past two decades she has held senior-level positions 
at SIRVA Worldwide, Allied and North America International 
and Continuum Relocation. Most recently she was vice president 
household goods and global mobility at Hollander International 
Storage and Moving.

Aires has hired Lance Allen, GMS, as general manager of the 
West Coast Region. He will be responsible for the continued 
growth and development of Aires’ business in the region.
 Allen brings more than 30 years of mobility industry experi-
ence and leadership, having worked extensively in the United 
States, Asia, Africa and the Middle East. He has worked for re-
location management, destination services and household goods 
shipping companies over the course of his career, specializing in 
strategic company development in key markets, client relation-
ship building and team development. He has also been instru-
mental in establishing CSR, ISO and other relevant certifications 
for several organizations.

Lance Allen Marcel de Waal
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Isaac’s M&S Founders Mark 30th Anniversary at Summit of Kilimanjaro

In 1988 Isaac Edry and his partner Ami Joseph set off on a 
journey to build one of the finest moving and storage compa-

nies in the United States. Their friendship began almost 35 years 
ago, when they both served as officers in the military. Earlier this 
year, Edry and Joseph celebrated the 30th anniversary of Isaac’s 
Moving and Storage by climbing the tallest peak on the 
continent of Africa, Mt. Kilimanjaro. 
  The seeds of the idea of climbing Mt. Kilimanjaro were 
planted during a business discussion back in 2008, after cross-
ing the 20-year threshold. The two men decided then that when 
the company reached the 30-year landmark they would do 
something to commemorate this achievement and at the same 
time to celebrate their 35-year friendship. On January 18, these 
two longtime friends and business partners began the trek up 
the mountain. After seven long days and nights facing rain, sun, 

Isaac Edry (left) 
and Ami Joseph 
celebrate their 
achievement with 
a banner marking 
the company’s 
30th anniversary.

powerful winds, snow and temperatures that dropped below 
zero, they reached the summit.
  When the climbers returned to the company’s headquarters 
they were greeted by the entire Isaac’s staff. They celebrated 
with a cake and a signed photograph of them standing on top 
of Mt. Kilimanjaro. Edry and Joseph took the opportunity to 
share with their employees the lesson that they learned along the 
way: that people can accomplish anything they set their mind to. 
Whether building a company or climbing a mountain, one can 
accomplish incredible things with just desire and determination. 

Ami Joseph (left) and Isaac Edry, with Mt. Kilimanjaro in the 
background.
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Ashoka CEO Back to Work after Accident, Surgery

Ashoka CEO Ashok Kumar was back on 
the golf course less than three months fol-
lowing critical surgery.

On his way home from IAM’s 56th 
Annual Meeting in October, Ashok 

Kumar suffered a serious accident in 
Zurich and injured his leg badly. Kumar, 
the CEO of New Delhi-based Ashoka 
International, required surgery for his 
injury and his doctors insisted on com-
plete bed rest for six months to give him 
time to recover.
 “But our boss surprised us,” says Di-
rector Amit Chawla. “The only time he 
was not available was when he was in the 
operating theater. Once in his recovery 
room, he was already on top of things, 
answering emails, advising quotes, solv-
ing problems and discussing business 
with the staff. In fact, our staff meetings 
moved to his hospital room.”
 Determined to return to the office 
quickly, Kumar underwent extra physical 
therapy sessions to hasten his recovery 
and watched hours of videos on how to 

climb stairs post-surgery. In less than 
three weeks he was back in the office. He 
was even back on the golf course within 
three months, says Chawla.

Who I AM

Bogdan Petrea
Founder
RACS Moving

My favorite pastime: Gym, running, 
being active.

The greatest influence on me in 
choosing a career: My father’s auto 
garage.

The best piece of advice I’ve ever 
received: Stay away from negative 
people.

The best vacation I ever took: 
Camping in the mountains.

Most people would be surprised to 
know that I:	…like	fluffy	animals.

The most meaningful gift I ever got: 
My daughter —Carina.

My favorite app: Ryanair app.

On my playlist: Always Pablo 
Alboran.

Peek into my carry-on or purse 
and you’ll find: Mints and business 
cards.

What I won’t leave home without: 
Faith.

My dream vacation destination: 
Exuma Island, The Bahamas—
swimming with the pigs.

My secret vice/guilty pleasure: 
Leffe beer.

On an airplane, I fill the time by: 
Thinking about her.

My personal motto: Never—but 
never—give up!

If I hadn’t gone into the moving 
business, I would now be: An 
architect.

http://www.gallagherintl.com
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ARA Hosts 11th Annual Convention at Chiang Mai, Thailand 

The Asian Relocation Asso-
ciation (ARA) recently concluded 

another milestone event. Forty-seven 
people from 26 countries from Argentina 
to Vietnam attended ARA’s 11th Annual 
Convention, held in Chiang Mai,  
Thailand. 
 ARA President Sudeep Shah noted 
that Corporate Social Responsibility is 
one of the organization’s missions. This 
year, the group selected Baan Nokkamin 
Foundation as its CSR focus. 
 Baan Nokkamin (or Canary Home) 
offers assistance to orphans, street 
children, underprivileged children, the 
elderly and drug addicts by developing 
and changing their lives, and strengthen-
ing them emotionally until they are able 
to live independently. 

Attendees at ARA’s 11th Annual Convention

This year’s ARA CSR 
activity benefited 
Baan Nokkamin. 
Representatives from 
ARA from center to 
right: Sudeep Shah 
(ARA president), Su-
dip Ghosh (DSI UK) 
and Tiddy S. Teerawit 
(Boonma Thailand)

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

http://www.aspiremobility.com
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Boonma Conducts Staff Training and Workshop

MILESTONES

IN MEMORIAM

Dr. Grant Jones

Dr. Grant Jones, director of World-
wide Movers Africa in Ghana, 

died on January 16 after suffering 
a fatal stroke. He had been unwell 
recently, according to colleagues at the 
company.  
 Dr. Jones was born in the UK 
on August 12, 1965. He received a 
PhD in applied ecology (Hons) from 
Wolverhampton University. At various 
times in his career he lived in Zim-
babwe, Belize and New Zealand. Dr. 
Jones and his wife, Helen, established 
Worldwide Movers, Ghana in 2014 
and in four years built it into a $1.5 
million company.
 “Grant will be fondly remem-
bered by all who knew him for his 
forthright manner, his integrity and 
his heart-warming smile—a man for 
all the world,” said his colleague Val 
Princep.

Dr. Grant Jones

Boonma’s Chiang 
Mai staff recently 
completed a week of 
intensive training and 
a workshop.

Boonma’s Bangkok headquarters re-
cently flew a team of four key manag-

ers to conduct the first intensive training 
and workshop for the staff at its Chiang 
Mai branch over a full week.  
 The first session included in-room 
training on topics including market-
ing, cross-selling, upselling, pricing and 
operations. The second session included a 

workshop and customer visits in various 
sectors, such as international schools, 
museum, pet farms. 
 “It’s our common practice to get a 
good head start at the beginning of the 
year to boost our business volume while 
our energy is still high,” said Tiddy S. 
Teerawit, executive director of Boonma 
Group.

Relocation Management Spain 
S.L. has been awarded the FIDI FAIM 
accreditation and cited as top performer 
with zero noncompliance in an Ernst and 
Young audit carried out at the company’s 
offices in October 2018.
 According to CEO Andrew Rose-
meyer, this milestone represents part 
of the company’s ongoing investment 
program into its growth in tandem with 
the opening of its second branch office in 
Barcelona Spain. 
 The company is now focusing heav-
ily on DSP services. In January 2019 
Relocation Management Spain S.L. was 
formally acknowledged by the Spanish 
Foreign Affairs office in Madrid as its 

worldwide supplier of moving services 
for all its embassies worldwide.

Stevens International Forward-
ers has been awarded the FAIM Con-
firmation of Quality Assurance certifi-
cation, a FIDI-endorsed program that 
recognizes professional moving com-
panies meeting the highest standards in 
international relocation operations.
   The FAIM certification program 
requires that moving companies suc-
cessfully undergo an audit assessment, 
which measures their comprehensive 
policies and procedures for perform-
ing optimal international relocation 
services.

Is Your Company an IAM Governing Member?

If so, remember that Governing Members receive three IAM-YP memberships 
as a benefit at no additional cost.
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IN MEMORIAM

David P. Beere

Industry veteran Dave Beere died on 
January 24 at the age of 100. Born 

and raised in Owego, New York, he 
graduated from Syracuse University in 
1940. When the United States entered 
World War II, he entered the United 
States Merchant Marine Academy in 
Kings Point, New York. A few months 
later, he went out to sea on the tanker 
Texas Sun.
  On June 6, 1944, Mr. Beere was 
on the first troop transport ship, the 
USS General G. W. Goethals, to arrive 
at Omaha Beach. The USS Susan B. 
Anthony, initially the first ship, had 
struck a mine off Normandy. Although 
proud of his service during World War 
II, he could not talk about what he 
witnessed on that day until recently. A 
visit to Normandy in 2012 gave him 
some peace. He was especially moved 
by a group of young French school 
children who asked him questions and 
wanted to have their picture taken with 
him. At a local restaurant, they refused 
to charge him for his meal and thanked 
him for his service.
  In November 1945, Mr. Beere was 
in Dubrovnik, Yugoslavia, awaiting the 
arrival of the SS Abbot L. Mills with its 
cargo of relief wheat from Texas. As 
the Abbott Mills approached the Du-
brovnik harbor, it hit a mine. Damage 
was confined to one hold and David 
was assigned responsibility of the ship. 
Knowing that the wheat had been sent 
for the hungry citizens of Dubrovnik 
but would soon be confiscated by 
Russian authorities, he spread word to 
citizens to bring all wagons, buckets, 
and bags to carry the wheat to their 
homes. That is what happened.
  He returned after the war to 
Kings Point Academy for a delayed 
graduation ceremony. The future Vice 
President of U.S. Lines, Admiral Giles 
C. Stedman, awarded Mr. Beere his 
diploma. Ten years later, Stedman hired 
him to work for U.S. Lines, which was 
then considered one of the world’s top 
shipping lines. He spent more than a 
decade in Japan managing U.S. Lines’ 
Osaka office. While in Japan, he con-

tinued to serve in the United States Naval 
Reserve, retiring as lieutenant command-
er in 1966. In 1983, he retired from U.S. 
Lines. He then joined American President 
Lines for 12 years, followed by Lykes 
Brothers Lines (aka CP Ships, Hapag 
Lloyd), The Pasha Group and Matson 
Lines, where he was still working months 
before his death.
  Mr. Beere was known for his amaz-
ing memory, which allowed him to 
recall not just names and birthdays of his 
family and close friends, but the names, 
birthdays and schools of his friends’ and 
colleagues’ children. He enjoyed nothing 
more than hosting a luncheon or dinner 
when he could bring people and good 
food together.
  A longtime member of IAM, he was 
inducted into the Association’s Hall of 
Honor in 2008.
 “Dave Beere was one of the fin-
est gentleman I have ever known,” said 
IAM President Chuck White. “His was a 
life well lived. I came to love Dave like 
he was family and there will never be 
another one like him. He will be sorely 
missed by an entire industry.”
  In 1977, as president of the Los 
Angeles Chapter of the National Defense 
Transportation Association, he gave the 
welcome message at the 32nd Annual 
Forum and Exposition. He observed, 
“The challenge of success is an ever-
moving target requiring constant change 

and adaptation if we are to attain our 
goals.” Little did he realize in 1977 
that he would be able to change and 
adapt for 40 more years as a member 
of the shipping industry, working until 
he was 100.
  Mr. Beere is survived by three 
daughters, a son, three grandchildren, 
a niece and a nephew. A memorial 
service will take place this summer 
at Arlington National Cemetery. To 
honor his life and work, one can con-
tribute to two scholarship funds that 
were meaningful to him.
  The David P. Beere Family 
Scholarship is presented each year by 
the Owego, New York-based CHB 
Youth Foundation to a graduating high 
school senior who has demonstrated 
good character, a high concern for oth-
ers, an ethic of hard work, and a desire 
to attend a service academy, enter the 
military service or do public service. 
Contributions can be sent in honor of 
Mr. Beere to CHB Youth Foundation, 
34½ Lake Street, Owego, NY 13827. 
 The Alan F. Wohlstetter Scholar-
ship Fund awards scholarships to the 
employees of IAM member compa-
nies, their dependents, and student 
members of IAM. Contributions can 
be mailed to the Alan F Wohlstet-
ter Scholarship Fund, International 
Association of Movers, 5904 Rich-
mond Hwy., Suite 404, Alexandria VA 
22303-1864.

David P. Beere

In 2012, Mr. Beere returned to 
Normandy, France, site of the D-Day 
landing.
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HONORS & AWARDS

John Casuccio, Aires vice president, Central Region (holding 
award), with Joleen Lauffer, executive vice president (far left) and 
Arline Kennelly, client service manager (far right)

Aires recently earned Highmark Health’s Best Practice Area 
Performance award as a mobility partner in recruiting. The 
award was presented to Aires at a ceremony held in Pittsburgh 
on January 17. Aires serves the Highmark and Allegheny Health 
Network’s transferring employees and was recognized for their 
focused advocacy and high-touch urgency to make sure each 
move goes smoothly. Highmark Heath executives noted Aires’ 
service, processes and superior account focus as key reasons for 
the award.

PM Relocations (PMR) CEO Aakanksha Bhargava re-
cently was honored with the prestigious WEInspire Award at the 
ThinkBig 2018 annual event held by WEConnect International 
at Hyderabad, India. WEConnect International is a business as-
sociation that identifies, educates, registers and certifies women’s 
business enterprises based outside the United States that are at 
least 51 percent owned, as well as managed and controlled by, 

one or more women, and then connects them with multinational 
corporate buyers.
 Bhargava, an established name in the global mobility indus-
try, has successfully led a relocation business in an unorganized 
industry in India for more than a decade. Under her dynamic 
leadership, PMR recently commemorated its 33 years in the 
relocation business with an incredible expansion in its workforce 
and the exponential growth of its bottom-line.  
 Also under her leadership, PMR was recently presented 
with the prestigious Gold Award for Commitment to Excellence 
by the Cartus Global Network, and even joined hands with the 
reputed National Gallery of Modern Art (NGMA) as its official 
mover for all artwork moving within India and overseas.
 Bhargava serves on IAM’s Core Member Management 
Board as a representative for Eastern & Southeastern Asia.

Alisons Relocations Inc. has been recognized by Global 
Mobility Solutions (GMS) as its Partner of the Year in the Inter-

PMR CEO 
Aakanksha 
Bhargava with the 
WEInspire Award

http://www.luicom.com


IAM: Moving Forward Together March/April 2019 •  THE PORTAL     65

JK Moving Services 
CEO Chuck Kuhn 
(right) and Vice 
President of Sales 
Brian McGuiness, 
with their Communi-
ty Leadership awards 
from the Loudoun 
County Chamber of 
Commerce

JK Moving Services recently was honored with two pres-
tigious Loudoun County Chamber of Commerce Community 
Leadership awards. JK CEO Chuck Kuhn was recognized with 
the Executive Leader of the Year Award and JK Moving Services 
as Community Leader (Large Organization) for charitable initia-
tives launched in 2018. These included starting the JK Commu-
nity Farm, an effort designed to alleviate hunger by growing and 
harvesting crops and livestock and donating them to Loudoun 
Hunger Relief, as well as for its efforts to protect Loudoun land-
scapes by placing land into a conservation easement.
  “Being recognized by other Loudoun business leaders 
means a lot to my company and family,” said Kuhn. “We believe 
in treating our customers and community with care and respect. 
Increasingly we do this through the land—by protecting it for 
future generations and using it to help feed those in our region 
facing food insecurity. That’s the kind of company we aim to 
be—the kind that cares about our neighbors.” 
 The JK Community Farm began last year when Kuhn 
wanted to expand the breadth of his family and company’s 
philanthropic investments in a way that upheld the company 
values and had lasting impact. After purchasing land in Purcell-
ville, Virginia, and putting the land into a conservation ease-
ment, four acres were initially used to grow more than 16 types 
of vegetables. In addition, the Kuhn family donated beef, pork 
and venison. The farm also represented volunteering opportuni-
ties for the JK Moving staff and others in the community. In all, 
the farm produced enough food to provide for 25,000 meals for 
those facing food insecurity in Loudoun County.

By placing your valuables in our care,
you will hardly be aware that you have even moved.

Editor’s note: Chuck Kuhn and his company have actively 
supported efforts to improve the lives of less advantaged 
citizens in their community. Kuhn discusses the reasons for 
community engagement, as well as the benefits the company 
and its employees derive from their activities in an essay on 
page 51 of this issue.

national HHG category. The award was presented to the com-
pany’s president, Alison McDaniel, at the GMS Annual Forum 
held in Scottsdale, Arizona, in February.

http://www.tonginkorea.com


http://www.newhaven-usa.com
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Legislative Efforts to Address Proposed DP3 Changes

As you are no doubt keenly aware, the IAM team has been 
exercising a full court press to address the proposed chang-

es that the Department of Defense (DoD) is proposing to the 
DP3 program administered by the United States Transportation 
Command (USTC). These proposed changes are as a result of re-
ports by military family members and the development of social 
media attention to some of the challenges that arose within the 
DP3 program during the peak of the moving season last summer. 
As a result of this criticism, several Members of Congress sent 
a letter to DoD raising questions presented to them by military 
families who were critical of the moves they experienced.
 In response, DoD has decided to outsource the administra-
tion of the program to a single entity and have taken steps to 
formally change this element of the program. These steps, in the 
view of IAM’s leadership and members, are an overreaction to 
the perennial capacity challenge during the peak moving season 
and do nothing to resolve the underlying issues that arise during 
this short time frame. The goal of IAM’s Congressional outreach 
efforts is to educate lawmakers about the shortcomings associ-
ated with the proposed program changes that USTC is pursu-
ing. Further, we are asking Congress to intervene and create a 

cooperative environment in which DoD and industry can adapt 
in a way that will effect the needed improvements that all parties 
seek. 
 To that end, IAM efforts on Capitol Hill are especially 
targeting members of the House and Senate Armed Services 
committees, which have jurisdiction over all DoD issues. In 
addition, we are focusing on members of the DoD Appropria-
tions subcommittees who control the spending that run these 
programs. Finally, we are working closely with individual IAM 
members who may have personal relationships with Members of 
Congress—or those members who just want to reach out to their 
Senators and Representatives on this critical issue.
	 Our	message	is	simple	and	direct.	This	isn’t	the	first	time	
DoD has tried this approach to outsourcing that it is now con-
templating. The agency attempted a pilot program several years 
ago. That undertaking was terminated early when the various 
service branches realized that they could no longer afford to pay 
for	the	administration	of	the	program.	A	significant	reason	the	
pilot program did not work is that it only added an administra-
tive layer but did nothing to address the capacity issue that is at 
the core of the current controversy and which arises every peak 
moving season. 
 We believe that many Members of Congress and their staffs 
are accepting our insights and perspectives, especially those in-
dividuals	who	have	first-hand	experience	with	the	DP3	program.	
Finally, the successes we are hoping to have on Capitol Hill will 
be a direct result of the grassroots and highly personalized lob-
bying efforts by the members of IAM.

Editor’s note: For more on the proposed DoD changes and 
IAM’s efforts to mitigate their effects on the moving industry, 
see IAM President Chuck White’s message on page 6, and 
IAM Director of Government & Military Relations Daniel J. 
Bradley’s	update	on	page	37	of	this	issue,	where	you’ll	also	find	
links to resources you can use.

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 .09 each + shipping  .13 each + shipping
Over 10,000 .08 each + shipping  .11 each + shipping

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

http://www.arrowpak.co.uk


68 March/April 2019 • THE PORTAL IAM: Moving Forward Together

• 30 days free storage on import / export shipments,
never a fee on in / out handling

• Payment deposit shipping line on
import shipments

• 30 Days credit for FIDI members
• Ocean / Air freight / Import / Export

 • Authorized custom brokers
• Wood crating & packers

• Total commitment to excellence
• 50,000 SQ.FT. Storage facility

• All trucks with GPS
• Specializing in Diplomatic and international

organizations shipments
• Warehouse with 24/7 surveillance

A WEALTH OF EXPERIENCE!!
IN DOMINICAN REPUBLIC

A WEALTH OF EXPERIENCE!!
IN DOMINICAN REPUBLIC

809-537-0427 / 809-531-2586 / 809-530-4494
jlopez@lginternationalmovers.com

www.lginternationalmovers.com
lgintlmovers@hotmail.com

YOUR DOMINICAN CONNECTION!!!!

Worldwide Movers

SANTO DOMINGO

DOMSDQ00089-1-1
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Industry Calendar

March 24–26, 2019
AMSA Annual Meeting
Houston, Texas, USA

March 31–April 3, 2019
Animal Transport Association Annual
  Conference
Budapest, Hungary

March 31–April 3, 2019
2019 FIDI Conference
Amsterdam, The Netherlands

April 23-28, 2019
California Moving & Storage Association
  101st Annual Convention
San Diego, California, USA

April 29–May 3, 2019
2019 EuRA International Relocation
  Congress
Munich, Germany

May 9–12, 2019
2019 Young Movers Conference
Bucharest, Romania

September 30–October 2, 2019
PAIMA 35th Annual Convention
Chicago, Illinois, USA

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

October 16–19, 2019
ERC Global Workforce Symposium
Boston, Massachusetts, USA

November 1–5, 2019
IPATA International Conference
Chicago, Illinois, USA

November 17–19, 2019
24th Annual Canadian Association of
  Movers Conference
Blue Mountain, Ontario, Canada

October 2–6, 2020
IPATA International Conference
Frankfurt, Germany

October 21–24, 2020
IAM 58th Annual Meeting & Expo
San Diego, California, USA

October 28–30, 2020
ERC Global Workforce Symposium 2020
Washington, DC, USA

October 13–16, 2021
IAM 59th Annual Meeting & Expo
Orlando, Florida, USA
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