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December 2, 2019 
 

General Stephen Lyons 
Commander 
U.S. Transportation Command 
Scott Air Force Base, IL 62225 
 
General Lyons, 
 
The below moving and storage service providers are writing to you to raise concerns with the proposed 
Global Household Goods Contract (GHC). We believe it will have a significant negative impact on our 
service members and their families due to a lack of transition planning and its structural dependence on a 
single supplier to provide global service. Our service members deserve better, and we believe we are best 
equipped to provide the highest quality customer service at the lowest cost to the tax-payer under the 
current construct of the Defense Personal Property (DP3) program.  In this regard, we ask that you 
consider comprehensive solutions to the issues highlighted below before you follow through with 
implementing the Global Household Goods Contract. 
 
Resiliency 
 
Under the proposed GHC contract, if anything happens to the prime contractor, the underlying structure 
lacks the ability to coordinate and shift capacity requirements. In the current DP3 program, if a single 
Transportation Service Provider (TSP) – SCAC owners, move managers, international forwarders, and 
carriers – ceases operations for any reason, the remaining hundreds of TSPs are capable of absorbing the 
loss of that capacity with minimal effort or strain to the system. There is an incredible resiliency built into 
the current program – similar to the resiliency you have positively highlighted in the Civil Reserve Air 
Fleet and Voluntary Intermodal Sealift Agreement programs – that does not exist in the GHC. 
 
We do not believe U.S. Transportation Command (TRANSCOM) has considered the risks associated with 
a single-move manager contract as it relates to resiliency. Some of the largest companies in the world 
have gone bankrupt, experienced legal trouble, or failed to perform at expected levels. With no back up to 
the prime contractor to carry the load, service members and their families could suffer significantly. 
 
Additionally, the winner of the GHC is expected to develop and own move management software that has 
an extreme amount of customization exclusively required for the Department of Defense (DOD). They 
will also require invoicing software that is built to electronically interface with DOD systems. This unique 
system will be exclusively operated by the prime contracting organization, creating yet another single 
point of failure. A system failure of this size and scale would have vast repercussions including a 
complete shutdown of military family moves nation-wide and a delay in funding to the thousands of 
service providers paid by the single move manager. 
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Peak Season Transition Phase 
 
Following the scheduled April 2020 contract award, there is a planned transition phase from the current 
operating environment with more than 900 TSPs to a single move manager system. This transition period 
begins during the peak season of 2020, which has raised significant concerns throughout the moving 
industry as to the quality of service we can provide to our military customer. Once the winning bidder is 
announced, the entire DOD moving industry will be forced to make financial decisions based on their 
individual business model – some of which will be highly disruptive to service member moves.  
 
For the 900 TSPs that are not the winner of the sole-source contract, their network of local moving and 
storage agents will likely demand pre-payment to service shipments, especially from those TSPs that 
provide most of their capacity to the DOD. This will likely cause a cascade effect resulting in “blackouts” 
of future shipments and financial hardship to small businesses that will limit capacity for peak season 
moves.  
 
The transition will be further complicated by the split actions of companies that intend to have a 
relationship with the winning single-move manager and those that will be leaving the program.  Those 
companies intending to work with the winning bidder may attempt to avoid poor customer satisfaction 
scores by limiting their exposure in the current program, further impacting capacity for the 2020 peak 
season. For those companies leaving the system, customer service satisfaction scores will cease to be an 
incentive. They may instead choose to over extend their operations to receive more moves in the short 
term, viewing such a choice as a wise financial decision to maximize revenue before going out of 
business in order to pay employees and outstanding bills. 
 
The short-term choices of both companies intending to partner with the single-move manager and those 
departing the program could, during the transition year, result in reduced capacity and poor customer 
service for service members. We do not believe TRANSCOM has developed a comprehensive-enough 
strategy to deal with the consequences of these choices. 
 
Accountability 
 
A frequent argument in favor of the GHC used by TRANSCOM is the perceived accountability it will 
provide, and the perception that the current system lacks accountability. This is absolutely not the case. 
The current DP3 structure provides a “best-value” performance incentive program that has consistently 
increased performance metrics industry-wide since its establishment. This decades-long improved 
customer satisfaction has come about in part because of its repercussions for poor performers, and we 
have encouraged the suspension of movers – a tool TRANSCOM has used on multiple occasions to keep 
industry accountable – that cannot meet the very high standards that we demand. 
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Should a single-move management contractor under the GHC be deemed underperforming, TRANSCOM 
will have significantly fewer options to enforce financial penalties or other forms of repercussions. A 
company of that size will be able to absorb any attempts at halting bad behavior, and TRANSCOM will 
likely have much less accountability over their service providers than they have now.  
 
Driver Recruitment 
 
Another unintended consequence of the GHC transition relates to disruption of an absolutely essential cog 
in the supply chain: Drivers. Transition to the GHC will create an uncertain job environment for drivers, 
forcing many to find better and more reliable pay from the freight market. Our industry already has a 
systemic issue recruiting and retaining quality drivers, and the transition to the GHC will only result in 
greater losses. This issue extends to moving crews, move managers, and others who are uncertain of their 
future, given today’s low unemployment. We do not believe TRANSCOM has appropriately addressed 
this issue during their transition phase, and ultimately the biggest loser will be the service members. 
 
In conclusion, we don’t believe industry has been given the opportunity to come to the table as a partner 
in this decision. Our goal has always been to make real, impactful changes to the current program with 
senior decision makers and create a better experience for our service members. Considerable study and 
analysis are needed to ensure the program has significant resiliency, addresses unintended consequences, 
and is implemented effectively. The current DP3 system was built to adjust over time to address the needs 
of the consumer and we would like to see these adjustments continue as our requirements change. We ask 
that you consider what is best for the service member, avoid a single-move manager contract that will be 
less equipped and less agile to survive in this complex and difficult industry, and work with us to create 
lasting solutions to the current problems in the moving industry. 

 


