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HEADLINES

TERRY R. HEAD
IAM President

A Big Pie and A Big Man

As you are no doubt aware, IAM’s predecessor, the Household Goods Forwarders 
Association of America (HHGFAA), was originally founded in 1962 by a small 

group of forwarders who primarily focused on, or exclusively handled, international 
moves for the U.S. Department of Defense (DoD) and the individual military ser-
vices. Today, a large portion of IAM’s Governing Members are approved by the DoD 
as Transportation Service Providers (TSPs). And an even larger segment of our Core 
Members, both in the United States and abroad, remain involved with military moves, 
providing origin and destination services as well as long- and short-term storage and 
warehousing.
  During the Association’s evolution over the past couple of decades we as an orga-
nization, and particularly The Portal magazine, have shied away from focusing on the 
military side of moving since the majority of IAM members now concentrate on com-
mercial moving and relocation services as their prime sources of business.
 Nevertheless, it’s always good to remember your roots, so we thought the timing 
was right to dedicate an issue of the magazine to the topic of military moves. This also 
provides an excellent opportunity to profile some of the people in both government and 
industry who are key to the business of military relocations.
  I think even readers who aren’t involved in military will be interested to un-
derstand the size and scope of the military market, which fluctuates year to year but 
historically accounts for approximately 500,000 annual shipments and some $2.3B 
(yes—that’s a B, as in billion) in annual revenue to the industry. That’s a big pie shared 
by a relatively small number of movers.
  Whether you’re currently involved with military moves or have an interest in 
learning more about the DoD Personal Property Program (DP3), I believe you will find 
this issue full of useful information.
  Speaking of our roots, one of the legendary military movers, Jack Kagan of Great 
American Forwarders Inc., recently passed away. For further insight into the role “Big 
Jack” played in the formation and development of HHGFAA/IAM, I encourage you to 
read our tribute to Mr. Kagan and, more important, the fond recollections and memories 
of his contemporaries, beginning on page 51.
  I had the honor and privilege of knowing Mr. Kagan first as a competitor in the 
early stages of my career and then as a very engaged and vocal member after I be-
came the Association’s president. In the interest of full disclosure, I should add that 
Mr. Kagan didn’t make my job very easy when I first accepted the leadership position; 
however, in retrospect I now see his interaction with me as a very good thing. He made 
me be a better representative for our members. The Association, the industry and even 
the world need more people like Mr. Kagan who aren’t shy about speaking their minds 
and telling you where they stand—or in Jack’s case, where you should stand. 
  Jack Kagan and I came to share a mutual respect and he would occasionally drop 
by the IAM office for lunch or just to catch up on what was going on in the industry 
and ask what the Association was going to do about it.
  We who knew Mr. Kagan will miss him, but his legacy will continue for a long 
time to come.



PORTAL FOCUS: THE INDUSTRY’S BIGGEST CUSTOMER

The Military–Industry Partnership

By Charles L. White, Director, Government & Military Relations

The U.S. Department of Defense (DoD) is the single largest 
household goods shipper in the world, awarding more than 

500,000 moves per year. This accounts for, by most estimates, 
approximately 25 percent of the entire world’s household goods 
market. The fact that DoD owns no “organic” lift capacity forces 
it to rely solely on the worldwide moving industry to relocate its 
personnel, and this symbiotic relationship results in a moving 
program whose annual budget exceeds $2.2 billion. 
  The organization that manages the DoD household goods 
program is the Surface Deployment and Distribution Command 
(SDDC). That agency is charged not only with oversight of the 
household goods program but also with the management of much 
of the DoD’s surface (truck and rail) movements of material and 
personnel worldwide.  
  SDDC is not a stand-alone entity. It is one of the three com-
ponents that make up the U.S. Transportation Command (USTC). 
The other two parts of USTC’s three-legged stool are the Air 
Mobility Command (AMC) and the Military Sealift Command 
(MSC). These three components allow USTC to oversee all three 
of the major transportation modes—air, sea and surface—within 
DoD’s entire distribution network. Thus, in 1987 U.S. Transpor-
tation Command became one DoD’s nine major Combatant Com-
mands and is considered the Distribution Process Owner (DPO) 
for the Department.
  This edition of The Portal examines the relationships be-
tween the DoD entities involved in the movement of “personal 
property,” the DoD term for household goods, and the IAM mem-
bers that service those shipments. It will also identify some of 
the key decision makers within DoD who oversee these entities. 
Finally, this issue will provide perspectives from several former 
military personnel who currently work in the industry for IAM 
member companies.
  SDDC is the key piece in the relationship between the 
industry and DoD. They manage the major program under which 
90 percent of DoD’s personal property shipments move—the 
Defense Personal Property Program (DP3). The program is still 
in its infancy. It began with a partial rollout in 2009 and is set to 
begin only its fi fth full year of existence. DP3 has moved DoD’s 
household goods program from one previously based almost 
solely on low cost, to a program based on a Best Value model. 
Under the new paradigm shipments are awarded to DoD contrac-
tors known as Transportation Service Providers (TSP), based on 
scores made up of customer feedback (70 percent) and price (30 
percent). This has been a radical change for all of the stakehold-
ers, DoD and industry, involved in the process. The learning 
curve has been steep.
  SDDC is not the only organization to have a hand in running 
the program. SDDC manages the program but each of the mili-
tary services—Army, Air Force, Navy, Marine Corps and Coast 
Guard—actually pays for the Permanent Change of Station (PCS) 
moves for their personnel out of their individual budgets; thus 
each service has offi ces that oversee the service-specifi c policies 
for their troops. The services also staff and manage both local and 

regional transportation offi ces that assist the military members 
with their moves and also award traffi c to the service providers. 
  The personnel at the transportation offi ces, known as Person-
al Property Processing Offi ces (PPPO), Personal Property Ship-
ping Offi ces (PPSO), Joint Personal Property Shipping Offi ces 
(JPPSO) or Consolidated Personal Property Shipping Offi ces 
(CPPSO) depending on their size and responsibilities, are critical 
pieces in the moving process. They are the entities that handle the 
day-to-day operational mission of the program. They award ship-
ments, handle quality control, and approve accessorials and the 
payment of invoices. They are the “feet on the ground” for DoD 
in the household goods moving process. 
  Representatives from SDDC, each of the military services 
and USTC meet periodically to discuss issues and formulate the 
direction of the program. These groups meet at two levels. The 
intermediate level is called the Council of Captains & Colonels 
(CoCC) and the fi nal decision making body, made up of each 
service’s highest ranking person involved with personal property, 
is the General Offi cers Steering Committee (GOSC).
  Another key group evolved when the Defense Personal Prop-
erty Program began. A Web-based information technology system 
was developed to allow all of the stakeholders to interact via the 
Internet. That system, the Defense Personal Property System 
(DPS), became the lynchpin for the program. An offi ce tied to 
USTC, the DPS Program Offi ce, was established to oversee and 
direct the development and sustainment of the system. The offi ce 
now plays a critical role by ensuring that DPS is robust enough to 
support the DP3 mission.
  One of the fi nal pieces to the DoD personal property puzzle 
is the Offi ce of the Secretary of Defense (OSD). OSD is the 
policy driver for all aspects of the U.S. Department of Defense. 
The OSD–Transportation Policy offi ce is the key offi ce for 
overarching policy initiatives in the DoD transportation arena. 
Although it is not involved in the day-to-day operational is-
sues of personal property, it does set the overall direction for the 
program. OSD-TP has recently been involved in the initiative to 
“regionalize” the Personal Property Shipping Offi ces in order to 
reduce cost and increase effi ciencies, as well as further the ability 
for service providers to invoice the government through a Third 
Party Payment System (TPPS).
  These organizations are just the tip of the iceberg of organi-
zations that have an impact on DoD’s household goods moving 
program. The General Services Administration (GSA) Audit 
Division, each service’s Military Claims Offi ces, and the multiple 
offi ces of the Defense Finance and Accounting Service (DFAS) 
are just a few more, and the list goes on and on. It is doubt-
ful that any one IAM member could navigate this arena on its 
own. That’s why the IAM staff is here to help its members work 
through this labyrinth of organizations and interact with the key 
individuals within each.
  We trust that this issue of The Portal can help IAM members 
gain a better understanding of the how all of these pieces of the 
DoD personal property puzzle fi t together.
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that comprise our partners in the Defense 
Personal Property Program.

The Office of the Secretary of Defense 
(OSD) is the principal staff element of the 
Secretary of Defense in the exercise of 
policy development, planning, resource 
management, fiscal and program evaluation 
responsibilities. OSD includes the offices 
of the Secretary and Deputy Secretary of 
Defense, Under Secretaries of Defense, 
Assistant Secretaries of Defense, General 
Counsel, and many other staff offices to 
assist in carrying out responsibilities. IAM 
enjoys a positive working relationship with 
the Office of Deputy Assistant Secretary of 
Defense (Transportation Policy).

The Joint Chiefs of Staff (JCS) is a body 
of senior uniformed leaders in the U.S. 
DoD who advise the Secretary of Defense, 
Homeland Security Council, National Security 
Council, and the President of the United 
States on military matters.

Logistics Directorates serve as the head-
quarters for personal property movement in 
each branch of the U.S. Military. The director-
ates are responsible for policy regulations, 
including entitlements, and oversee Personal 
Property Shipping Offices (PPSOs) and Joint 
Personal Property Shipping Offices (JPPSOs). 

Claims Centers handle household goods 
claims for service members, family 
members, and civilians in the Army, Navy, 
Marine Corps, Air Force, and Coast Guard. 
Claimants enter claims into the DPS system 
except under certain conditions, such as the 
amount of time elapsed since the shipment’s 
delivery. In that case, the claimant files 
through the claims center.

Personal Property Shipping Offices 
(PPSOs) provide services for shipment, 
receipt, and storage of personal property for 
military and civilian members of the Army, 
Navy, Marine Corps, Air Force and Coast 
Guard. Prior to a move, a personal property 
counselor explains a service member’s enti-
tlements (move, storage, etc.) and reviews 
the responsibilities of both the customer and 
the assigned TSP (transportation service 
provider). Alternatively, the DPS system 
provides an online self-counseling option.

Personal Property Activity Headquar-
ters (PPA HQ) is the Air Force’s single 
manager for personal property, responsible 
for providing quality relocation for service 
members and civilians. The PPA HQ oper-
ates three Joint Personal Property Shipping 
Offices (JPPSOs) throughout the continental 
United States. 

Joint Personal Property Shipping Offices 
(JPPSOs) perform PPSO duties for all 
branches of the service, supporting multiple 
bases and facilities within three geographical 
areas in the U.S. 

The Defense Finance and Accounting 
Service Centers (DFAS) pay all DoD military 
and civilian personnel, as well as major DoD 
contractors and vendors, including TSPs. It 
also serves customers outside the DoD in 
support of electronic government initiatives. 

U.S. Transportation Command 
(USTRANSCOM) is a combatant command 
providing support to eight other U.S. 
combatant commands, the military 
services, and other government organiza-
tions. USTRANSCOM coordinates missions 
worldwide using both military and commer-
cial transportation resources. It comprises 
three service component commands: the 
Air Mobility Command, the Military Sealift 
Command, and the Military Surface Deploy-
ment and Distribution Command (SDDC). 

Military Surface Deployment and Distribu-
tion Command (SDDC) is USTRANSCOM’s 
primary surface distribution manager. SDDC 
is also the executive agent for DoD’s Defense 
Personal Property Program (DP3) and 
continues to reengineer the way DoD selects, 
manages, and works with TSPs. SDDC 
Europe and SDDC Pacific act as SDDC’s 
representatives in those overseas theaters.

Regional Storage Management Offices 
(RSMOs) arrange for storage of personal 
property, including unaccompanied baggage 
and household goods. The storage function 
is the direct responsibility of four regional 
storage management offices, which contract 
with commercial firms.

The U.S. Department of Homeland 
Security (DHS) is a cabinet department of 
the U.S. federal government. DHS works 
in the civilian sphere to protect the United 
States within, at, and outside its borders, 
and to prepare for, prevent, and respond to 
domestic emergencies. DHS combined 22 
different federal departments and agencies 
into an integrated cabinet agency. The 
Immigration and Naturalization Service, U.S. 
Border Patrol, U.S. Customs Service, and the 
Animal and Plant Health Inspection Service 
were consolidated into the U.S. Customs and 
Border Protection. 

The Hierarchy and Jargon of 
IAM’s Personal Property Moving Partners

Learning the players involved in the business of moving military service 
members, civilian personnel, and their families is no easy task—
especially when a common language is hard to find. In an attempt to fight 
through the jargon-laced official descriptions and the maze of acronyms, 
IAM has provided organizational charts and concise descriptions of each 
of the departments, commands, directorates, centers, offices, and HQs 
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three service component commands: the 
Air Mobility Command, the Military Sealift 
Command, and the Military Surface Deploy-
ment and Distribution Command (SDDC). 

Military Surface Deployment and Distribu-
tion Command (SDDC) is USTRANSCOM’s 
primary surface distribution manager. SDDC 
is also the executive agent for DoD’s Defense 
Personal Property Program (DP3) and 
continues to reengineer the way DoD selects, 
manages, and works with TSPs. SDDC 
Europe and SDDC Pacific act as SDDC’s 
representatives in those overseas theaters.

Regional Storage Management Offices 
(RSMOs) arrange for storage of personal 
property, including unaccompanied baggage 
and household goods. The storage function 
is the direct responsibility of four regional 
storage management offices, which contract 
with commercial firms.

The U.S. Department of Homeland 
Security (DHS) is a cabinet department of 
the U.S. federal government. DHS works 
in the civilian sphere to protect the United 
States within, at, and outside its borders, 
and to prepare for, prevent, and respond to 
domestic emergencies. DHS combined 22 
different federal departments and agencies 
into an integrated cabinet agency. The 
Immigration and Naturalization Service, U.S. 
Border Patrol, U.S. Customs Service, and the 
Animal and Plant Health Inspection Service 
were consolidated into the U.S. Customs and 
Border Protection. 

The Hierarchy and Jargon of 
IAM’s Personal Property Moving Partners

Learning the players involved in the business of moving military service 
members, civilian personnel, and their families is no easy task—
especially when a common language is hard to find. In an attempt to fight 
through the jargon-laced official descriptions and the maze of acronyms, 
IAM has provided organizational charts and concise descriptions of each 
of the departments, commands, directorates, centers, offices, and HQs 



The Evolution of DoD’s Defense Personal Property Program

By Mitch Chandran and Dr. Kent Beck

After almost 55 years of technological and procedural im-
provements, Military Surface Deployment and Distribution 

Command’s Defense Personal Property Program, or DP3, pro-
vides uniformed members, federal employees and their families 
the highest quality household goods and privately owned vehicle 
moves seen to date.
  But as many service members know, it hasn’t always been 
that way. The Department of Defense’s journey to improve this 
program can be traced back to July 1958. During that year, the 
average price for a gallon of gas was 24 cents and a postage 
stamp was four; DoD offi cials took the fi rst step to improve 
effi ciencies by reassigning the responsibilities of household 
good movements from the services and centralizing it under one 
agency.
  As the fi rst step to centralize and improve the household 
goods moving process, the then-Military Traffi c Management 
Agency, or MTMA, created the Household Goods Branch under 
the General Traffi c Division of the Directorate of Traffi c. In Janu-
ary 1962, as gas prices climbed to an average of 31 cents, MTMA 
was renamed Defense Traffi c Management Service, or DTMS. 
With the new name came an expanded mission, including as-
signing the joint Defense Supply Agency (forerunner of Defense 
Logistics Agency) management of household goods in September 
1963. These steps made DoD household goods moves the only 
DTMS mission that extended beyond the continental United 
States. 
  In 1965, television audiences watched the fi rst season of 
“I Dream of Jeannie” and U.S. troop levels in Vietnam topped 
200,000. That year, the U.S. Army established MTMTS—the 
Military Traffi c Management and Terminal Service (forerunner 
of Military Surface Deployment and Distribution Command) as 
a single manager responsible for a variety of transportation func-
tions for DoD. MTMTS assumed the responsibility of managing 
the DoD Household Goods program for service members by con-
solidating a large number of directives spread across the services 
and combining them into one standard, creating a moving and 
storage program for DoD members. The directive also included 
monitoring the quality of carrier performance.
  From the late 1950s into the 1960s, the defi nition of house-
hold goods grew to include crated and uncrated furniture and 
appliances, house trailers, unaccompanied baggage, personal ef-
fects, and professional books. Recognizing this expanded scope, 
MTMTS redesignated the Household Goods Directorate as the 
Directorate of Personal Property Traffi c in October 1966. The 
name “Personal Property” has remained ever since.
  The late 1960s brought signs of progress in Personal Proper-
ty management, although challenges remained. Gains in effi cien-
cies throughout the years started saving money for the department 
and cost avoidances were generated when MTMTS negotiated 
lower rates for volume moves. In 1966, MTMTS launched a plan 
to develop 12 new automated systems that would combine with 
three existing systems to analyze carrier performance, rates and 
trends and generate a report. The Worldwide Household Goods 
Information System for Traffi c Management, or WHIST, was the 
fi rst effort to monitor and apply such large-scale data in a com-
prehensive way to improve service and save money by cutting 

duplication. Seven of the planned 15 subsystems were operational 
by mid-1967 and two more were up and running two years later.
  In 1969, Americans watched Neil Armstrong and Buzz 
Aldrin walked the surface of the moon on live television and MT-
MTS tested the potential development of a Carrier Performance 
Rating system based on service, time and cost. The CPR system 
was made possible by integrating data from the WHIST system.
  MTMTS was re-designated Military Traffi c Management 
Command in July 1974, and toward the end of the decade, auto-
mation was being considered to improve the program. MTMC 
continued experimentations. In May 1975, the command intro-
duced the Carrier Evaluation and Reporting System to assess and 
set a standard to carrier performance. By the end of 1976, CERS 
was in use at all continental U.S. installation collecting data on 
carriers. CERS ultimately was deployed to overseas installations 
but after sharp criticism about its scoring system, CERS was 
taken out of service by the end of the 1980s.

Automation: The new buzzword
February 1977 was a time when disco music was popular and 
DoD approved a concept plan called the Transportation Opera-
tional Personal Property Standard System, better known as TOPS, 
setting the stage for a new era of managing personal property 
moves. MTMC convened and presided over a joint committee to 
oversee the development of TOPS. However, pressures during the 
post-Vietnam era of tight DoD budgets slowed the development 
of the system.
  When funding began to free up in 1980–81, MTMC wrote a 
statement of work to build the future system. How TOPS would 
be developed became an issue across the services. Initiatives 
to have the Navy, Marines and Air Force each independently 
develop aspects of the system led MTMC to persuade DoD to 
have the Department of Transportation’s Transportation Systems 
Center conduct an economic analysis of TOPS options. 
  Throughout 1988, the average price for a gallon of gas hov-
ered around the 95-cent mark, postage stamps spiked to 25 cents 
and the investigative television program “48 Hours” debuted. 
That same year, Military Traffi c Management Command intro-
duced TOPS as the technologically supported personal property 
management program for defense members. The program reached 
an initial operating capability at 12 sites in 1990. Program admin-
istrators in the 1990s saw TOPS as a big step forward capitalizing 
on the technology available at the time.
  Standardizing moves with TOPS eventually meant a struc-
tured common counseling experience between Personal Property 
Shipping Offi ce, or PPSO, counselors and DoD members with 
the system routinely generating the required forms. TOPS was 
also designed with an electronic sharing of information between 
PPSOs so that move records arrived at the next duty station long 
before the incoming member. With a central database, TOPS 
enabled clerks to process members from all services and to obtain 
the latest information available in the database.
  By mid-1992, TOPS had spread to half the PPSOs in the 
Continental United States. Enhancements to TOPS were made 
in 1994–1996 to include tracing personal property shipments 
through surface and aerial ports and managing specialty move-



ments such as privately owned vehicles and “do it yourself” 
moves. By September 1994, 260 PPSOs in the country operated 
under TOPS. In March 1995, TOPS was installed at 13 overseas 
locations in Europe and the Western Pacifi c with plans to extend 
it to 70 sites worldwide.
  TOPS’ potential to enhance DoD members’ quality of life 
was evident during the response to Hurricane Andrew, which 
struck Southern Florida in August 1992. Four TOPS technicians 
at Patrick Air Force Base, Florida, aided by computers, cut off the 
previous paper driven process to direct and record the pickup of 
household goods for 4,400 Air Force members and their families 
being evacuated from the base. The summer of 1994 brought 
a challenging “peak” moving season, especially for military 
members and civilian employees in the National Capital Region. 
Several factors—a severe winter, ongoing post-Cold War defense 
drawdown and an improving economy increasing overall demand 
for moves—resulted in potential delays of up to 30 days in 
arranging “normal” rotation moves in the region. Today, DoD ex-
periences 520,000 personal property moves each year, of which, 
250,000 moves occur between May and August, also known as 
peak moving season.
  By 1995, TOPS was 85 percent functional with full function-
ality scheduled for the end of 1996, and the program continued as 
the standard for booking, shipping and storing service members’ 
household goods up to the launch of DP3 in November 2008. 

Topping TOPS
In June 1995, two months after the bombing of the federal build-
ing in Oklahoma City, Congress directed the Pentagon to conduct 
pilot programs that would seek higher levels of service by using 
“best practice” standards while also considering the needs of 
small businesses. The pilot programs were based on contracts 
written using the Federal Acquisition Regulation, which allowed 
the government to have long-term relationships with service pro-
viders, to base contracts on factors other than price, and to hold 
contractors accountable for the quality of their service. Four pilot 
programs were tested between 1997 and 2002.
  In June 2002, the commander of U.S. Transportation Com-
mand recommended to Congress that the DoD Personal Property 
program be re-engineered based on the promising results of the 
four pilot programs. This proposal envisioned starting the new 
program in 2005 with three key features. First, to improve carrier 

performance, future moves would be awarded on a standard of 
“best value.” Second, effi ciency would be promoted by simplify-
ing the customer claims process. Third, an integrated information 
system would be developed to permit customers, carriers and 
DoD representatives to interact directly on a day-to-day basis. 
In April 2004, four months after MTMC was renamed Military 
Surface Deployment and Distribution Command, or SDDC, 
Phase I of the then-named Families First program was imple-
mented. The goal of Phase 1 was to improve the electronic billing 
and payment process in the current program using a Central Web 
Application. Along with improving electronic billing, an interim 
Customer Satisfaction Survey was introduced.
  In February 2006, a year before SDDC Headquarters relo-
cated from Alexandria, Virginia, to Scott Air Force Base, Illinois, 
the Families First program was placed in a “strategic pause” to 
address system development issues. In November 2008, SDDC 
launched Families First to 17 sites, thus beginning the incremen-
tal replacement of the legacy TOPS. The name lasted only a few 
months due to a copyright infringement and was renamed the 
Defense Personal Property Program, or DP3, in early 2009. That 
spring, Phase II of DP3 was implemented and the deployment of 
the Defense Personal Property System, or DPS, was launched. 
DPS is managed by USTRANSCOM and is the technology side 
supporting DP3, giving the program a one-stop shop for manag-
ing personal property moves. The website, move.mil, is the portal 
between DPS, customers and transportation service providers 
and dedicated to manage the entire move process. Throughout 
SDDC’s 48-year history, the command perpetually worked to im-
prove automation and benefi ts of the personal property program 
including quality and improved communications. SDDC remains 
committed to providing a quality personal property moving 
experience for DoD service members, U.S. Coast Guard, federal 
employees and their families.
  Today’s DP3 benefi ts include full replacement and repair 
value for damaged or lost household goods at no additional cost; 
online claims fi ling and direct claims settlement between member 
and transportation service providers; best value acquisition of 
transportation services (through the Customer Satisfaction Sur-
vey), improved communications between customers, transporta-
tion service providers and military personal property offi ces; and 
a Web-based entitlements counseling option.



CAPT. Aaron K. Stanley

The People at SDDC

Maj. Gen. Thomas J. Richardson 
assumed command of the Military 

Surface Deployment and Distribution 
Command at Scott Air Force Base, Il-
linois, in 2012.
  Richardson entered the U.S. Army 
upon graduation from Stephen F. Austin 
University in 1980, and was commis-
sioned in the Quartermaster Corps. He has 
held a wide variety of command and staff 
positions during his 31-year career. The 
general recently returned from Iraq, where 
he was the J4 for U.S. Forces—Iraq. Other 
key assignments include Commander, 
Land & Maritime DLA; U.S. Pacifi c Com-
mand J4; Executive Offi cer to the Deputy 
Commander, Army Materiel Command; 
Commander, 64th Corps Support Group; 
Deputy J4, U.S. European Command; 
and Commander, 296th Forward Support 
Battalion, 3rd Brigade Combat Team, 2nd 
Infantry Division, Fort Lewis, Washing-
ton.
  His military education includes the 
Quartermaster Basic and Advance Cours-
es, Combined Arms Staff School, Army 
Command and General Staff College, 
and the Industrial College of the Armed 
Forces. He holds a bachelor’s degree in 
Business Administration from Stephen 
F. Austin State University; a Master of 
Military Arts and Science from U.S. Army 
Command and General Staff College; and 

Maj. Gen. Thomas J. Richardson
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Major General Thomas J. Richardson 
Commanding General 
Surface Deployment and Distribution Command 

Maj. Gen. Thomas J. Richardson assumed command of 
the Military Surface Deployment and Distribution Com-
mand at Scott Air Force Base, Ill., on March 27, 2012. 
  
General Richardson was born in Saint Louis, Mo.  He 
entered the U.S. Army upon graduation from Stephen F. 
Austin University in 1980, and was commissioned in the 
Quartermaster Corps. 
  
He has held a wide variety of command and staff posi-
tions during his 31-year career.  The general recently re-
turned from Iraq where he was the J4 for U.S. Forces – Iraq.  Other key assignments include: 
Commander, Land & Maritime DLA; U.S. Pacific Command J4; Executive Officer to the 
Deputy Commander, Army Materiel Command; Commander, 64th Corps Support Group; 
Deputy J4, U.S. European Command; and Commander, 296th Forward Support Battalion, 
3rd Brigade Combat Team, 2nd Infantry Division, Fort Lewis, Wash. 
  
His military education includes the Quartermaster Basic and Advance Courses, Combined 
Arms Staff School, Army Command and General Staff College, and the Industrial College of 
the Armed Forces.  He holds a Bachelor degree in Business Administration from Stephen F. 
Austin State University; a Master of Military Arts and Science from U.S. Army Command 
and General Staff College; and a Master of Science in Strategic Resource Management from 
National Defense University. 
  
The general’s joint assignments include: Commander, Defense Supply Center Columbus, 
Defense Logistics Agency, Columbus, Ohio, from August 2009 to September 2010; Director 
for Logistics, Engineering and Security Assistance, J-4, U.S. Pacific Command, Camp H. M. 
Smith, Hawaii, from June 2007 to August 2009; and, Joint Logistics Staff Officer, and later, 
Chief, Logistics Operations Division, and later Deputy Director, Logistics and Security As-
sistance Directorate, J-4, U.S. European Command, Germany, from June 1999 to July 2002. 
  
General Richardson’s operations assignments include: Director, J-4, U.S. Forces-Iraq, Op-
eration New Dawn, Iraq, from October 2010 to December 2011; Commander, 64th Corps 
Support Group, Fort Hood, Texas, and OPERATION IRAQI FREEDOM, Iraq, from June 
2003 to June 2005; and, Task Force S-4 Observer/Controller, Operations Group, Combat 
Maneuver Training Command, Seventh Training Center, U.S.  Army Europe and Seventh 
Army, Germany, and Support Operations Officer, Seventh Army Training Command Mobile 
Training Team and Operation Desert Storm, Saudi Arabia, from August 1989 to June 1992. 
  
His decorations and badges include the Defense Superior Service Medal (with 2 Oak Leaf 
Clusters); Legion of Merit (with Oak Leaf Cluster); Bronze Star Medal; Meritorious Service 
Medal (with 3 Oak Leaf Clusters); Army Commendation Medal (with 2 Oak Leaf Clusters); 
Army Achievement Medal; and Parachutist Badge.  

a Master of Science in Strategic Resource 
Management from National Defense Uni-
versity.
  The general’s joint assignments in-
clude: Commander, Defense Supply Cen-
ter Columbus, Defense Logistics Agency, 
Columbus, Ohio (2009–2010); Director 
for Logistics, Engineering and Security 
Assistance, J-4, U.S. Pacifi c Command, 
Camp H. M. Smith, Hawaii (2007–2009); 
and, Joint Logistics Staff Offi cer, and later, 
Chief, Logistics Operations Division, and 
later Deputy Director, Logistics and Secu-
rity Assistance Directorate, J-4, U.S. Euro-
pean Command, Germany (1999–2002).
  General Richardson’s operations 
assignments include: Director, J-4, U.S. 
Forces-Iraq, Operation New Dawn, Iraq 
(2010–2011); Commander, 64th Corps 
Support Group, Fort Hood, Texas, and Op-
eration Iraqi Freedom, Iraq (2003–2005); 

and Task Force S-4 Observer/Controller, 
Operations Group, Combat Maneuver 
Training Command, Seventh Training 
Center, U.S. Army Europe and Seventh 
Army, Germany, and Support Operations 
Offi cer, Seventh Army Training Command 
Mobile Training Team and Operation 
Desert Storm, Saudi Arabia (1989–1992).
  His decorations and badges include 
the Defense Superior Service Medal (with 
2 Oak Leaf Clusters); Legion of Merit 
(with Oak Leaf Cluster); Bronze Star 
Medal; Meritorious Service Medal (with 3 
Oak Leaf Clusters); Army Commendation 
Medal (with 2 Oak Leaf Clusters); Army 
Achievement Medal; and Parachutist 
Badge.

Capt. Aaron K. Stanley, born and raised 
in Kansas City, Missouri, earned 

a B.S. degree in management from the 
University of Missouri, and was commis-
sioned via the NROTC program in 1991. 
After attending the Navy Supply Corps 
School in Athens, Georgia, he reported to 
Naval Air Station Kefl avik, Iceland, where 
he served as a bachelor quarters offi cer 
and aviation support division offi cer until 
1994. During that time he earned the des-
ignation of naval aviation supply offi cer.
  In 1995, following submarine school, 
Stanley reported as the supply offi cer 
of USS Santa Fe. During that tour, he 
qualifi ed as an offi cer of the deck—afl oat, 
completed the ship’s maiden Western Pa-
cifi c deployment and earned his submarine 
supply dolphins.
  Two years later, Stanley returned to 
the Navy Supply Corps School to serve as 
an instructor for the supply offi cer depart-
ment head course. He was designated a 
master training specialist and completed a 
master’s degree in business administration 
from Brenau University.
  In 1999 he reported to USS John F. 
Kennedy (CV 67), where he served as a 
stock control offi cer, readiness offi cer and 
the assistant supply offi cer. He also par-
ticipated in two six-month Arabian Gulf 
deployments in support of both operations 
Northern Watch and Enduring Freedom.



Meet the New SDDC Commander  In June 2002, Stanley reported to the 
Naval Inventory Control Point in Philadel-
phia, Pennsylvania, where he served as the 
inventory accuracy officer and the branch 
head for the Common Avionics Integrated 
Weapon System Team. In May 2005, he 
was selected to serve as executive assistant 
to the Commander, Naval Supply Systems 
Command and Chief of Supply Corps. 
Following this assignment, Stanley at-
tended the Industrial College of the Armed 
Forces in Washington, D.C. He graduated 
with distinction in June 2007 with a Mas-
ter of Science degree in national resource 
management.
  In July 2007, Stanley reported to 
the USS Theodore Roosevelt (CVN71) 
as the “Big Stick” supply officer. During 
this tour, TR completed an eight-month 
deployment in support of Operation En-
during Freedom and won two Blue E’s for 
Supply excellence. 
  Stanley reported to the United States 
Transportation Command in August 2009 
as the Strategy Division Chief in the 
Policy, Plans and Logistics Directorate. He 
was heavily involved in the development 
and expansion of the Northern Distribu-
tion Network (NDN). 
  In 2013 he reported to SDDC as the 
Director of Personal Property.
  His personal decorations include the 
Defense Superior Service Medal, Meritori-
ous Service Medal (three awards), Navy 
and Marine Corps Commendation Medal 
(five awards), Navy and Marine Corps 
Achievement medal (four awards) and 
various campaign and service awards.

United States Army Brig. Gen. Susan 
A. Davidson will become the new 

Commander of the Military Surface 
Deployment and Distribution Command 
in June 2014. She previously served as 
deputy commanding general/director of 
operations, SDDC.
  Davidson’s military career began as 
a cadet at New Mexico Military Institute, 
followed by graduation from New Mexico 
State University with a B.S. degree in 
chemistry. She received her commission in 
1983, coming on active duty in 1986.
  Her key assignments include duty 
as the executive officer to the Deputy 
Commanding General of Army Materiel 
Command; deputy G3, 13th COSCOM; 
joint mobility operations officer, U.S. 
Transportation Command; executive of-
ficer and support operations officer, 524th 
Corps Support Battalion; Group S4, 45th 
Corps Support Group; Army Reserve 
advisor, 78 Infantry Division; group plans 
officer, operations officer, and chemical 
staff officer, 7th Transportation Group; 
Human Resources Command as the direc-
tor, Logistics Officers Assignment Branch 
for Captains; and director for Strategy and 
Integration, Headquarters, Department of 
the Army G-4 (Logistics).
  Davidson has commanded at com-
pany, battalion and brigade level in peace 
and war. She commanded the 870th 
Transportation Company for 17 months, 
including an 11-month deployment in 

support of Operation Desert Shield and 
Operation Desert Storm. As a battalion 
commander, she commanded the 49th 
Movement Control Battalion during Op-
eration Iraqi Freedom and at Fort Hood, 
Texas. In 2007, Davidson assumed com-
mand of the 599th Transportation Group, 
and deployed forward to simultaneously 
serve as commander of the 595th Terminal 
Transportation Group in Kuwait for six 
months before returning to Hawaii to fin-
ish her 599th command time.
  Her military education includes the 
Chemical Officer Basic Course, Transpor-
tation Officer Advanced Course, CAS3, 
the Air Command and Staff College, 
Support Operations Course, Phase II, and 
the Navy War College. She holds a Master 
of Military Art and Science degree in 
advanced military studies, and a Master 
of Arts degree in national security and 
strategic studies.
  Davidson’s awards and decorations 
include the Legion of Merit with two 
Oak Leaf Clusters; Bronze Star with two 
Oak Leaf Clusters; Defense Meritori-
ous Service Medal; Meritorious Service 
Medal with four Oak Leaf Clusters; Army 
Commendation Medal with four Oak Leaf 
Clusters; Army Achievement Medal with 
Oak Leaf Cluster; Humanitarian Service 
Medal; and Army Staff Identification 
Badge.

Brig. Gen. Susan A. Davidson

Pentagon to Cut 6,300 Civilians in 2015

The Pentagon plans to reduce the number of its civilian workers from about 
755,400 in 2014 to 749,100 in 2015—a reduction of 6,300 workers, or 1 percent, 

according to its 2015 defense budget request. 
  “The Military Services and Defense Agencies will begin to shape the workforce 
to reflect the changing post-Afghanistan needs and a declining military force,” said a 
recent budget overview. “The budget request supports a civilian workforce appropri-
ately sized and shaped to reflect changes to the Department’s reduced force structure.”
  The need for civilian skills related to the Afghanistan War, such as those support-
ing depot maintenance, will decrease over time, according to the overview. The Army 
would lose 4,400 civilians, and the Air Force would lose 900 civilians. An additional 
3,100 would be cut Defense Department-wide. The Navy and Marine Corps will 
increase the number of civilians by 2,200. 
     Meanwhile, the active duty will go down by 36,700 in 2015, a reduction of 
about 3 percent. The Army will lose 20,400 soldiers, the Air Force will lose 11,300 
airmen, the Marine Corps would go down about 4,700, and the Navy would lose 300 
sailors.  

—SOURCE: Kristina Wong, thehill.com/blogs



United States Transportation Command

USTRANSCOM is a unified, functional combatant command 
that provides support to the eight other U.S. combatant com-

mands, the military services, defense agencies and other govern-
ment organizations. As such, USTRANSCOM provides full-spec-
trum global mobility solutions and related enabling capabilities 
for supported customers’ requirements in peace and war.

❖

Gen. William M. Fraser III is current commander, U.S. Transpor-
tation Command, Scott Air Force Base, Illinois. He assumed that 
position in October 2011. USTRANSCOM is the single manager 
for global air, land and sea transportation for the Department of 
Defense.
  General Fraser entered the Air Force in 1974 as a distin-
guished graduate of the Texas A&M University ROTC program. 
His operational assignments include duty as a T-37, B-52, B-1, 
and B-2 instructor pilot and evaluator. He has commanded an op-
erations group, two bomb wings and a major command. His staff 
duties include tours on the Air Staff, Joint Staff, and Joint Strate-
gic Target Planning Staff at Offutt Air Force Base, Nebraska. He 
has also served as chief of staff for U.S. Strategic Command, as 
the Assistant to the Chairman of the Joint Chiefs of Staff and the 
34th Vice Chief of Staff, Headquarters U.S. Air Force, Washing-
ton, D.C.
  General Fraser has extensive wartime, contingency, and 
humanitarian relief operational experience. During Operation 
Enduring Freedom he led an intelligence fusion organization that 
provided direct support to the warfighter.
  Prior to assuming his current position, General Fraser was 
the commander, Air Combat Command, Langley Air Force Base, 
Virginia, and Air Component Commander for U.S. Joint Forces 
Command, where he led more than 130,000 total force Airmen.
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General William M. Fraser III

Gen. William M. Fraser III is commander, U.S. Transportation 
Command, Scott Air Force Base, Ill. USTRANSCOM is the single 
manager for global air, land and sea transportation for the 
Department of Defense.

General Fraser entered the Air Force in 1974 as a distinguished 
graduate of the Texas A&M University ROTC program. His 
operational assignments include duty as a T-37, B-52, B-1, and B-2
instructor pilot and evaluator. General Fraser has commanded an 
operations group, two bomb wings and a major command. His staff 
duties include tours on the Air Staff, Joint Staff, and Joint Strategic 
Target Planning Staff at Offutt Air Force Base, Neb. He has also 
served as chief of staff for U.S. Strategic Command, as the Assistant 
to the Chairman of the Joint Chiefs of Staff and the 34th Vice Chief of 
Staff, Headquarters U.S. Air Force, Washington, D.C.

General Fraser has extensive wartime, contingency, and 
humanitarian relief operational experience. During Operation 
Enduring Freedom he led an intelligence fusion organization that 
provided direct support to the warfighter.

Prior to assuming his current position, General Fraser was the commander, Air Combat Command, Langley Air 
Force Base, Va., and Air Component Commander for U.S. Joint Forces Command, where he led over 130,000
Total Force Airmen.

EDUCATION
1974 Bachelor of science degree in engineering technology, Texas A&M University
1977 Squadron Officer School, Maxwell Air Force Base, Ala.
1980 Master of science degree in management information systems, University of Northern Colorado, Greeley
1983 Marine Corps Command and Staff College, Quantico, Va.
1985 Armed Forces Staff College, Norfolk, Va.
1987 National Security Management Course, Syracuse University, N.Y.
1991 Air War College, Maxwell Air Force Base, Ala.
1995 Executive Development Program, Johnson Graduate School of Mgmt., Cornell University, Ithaca, N.Y.
1999 Combined Force Air Component Commander Course, Maxwell Air Force Base, Ala.
1999 Senior Information Warfare Applications Course, Maxwell Air Force Base, Ala.
2000 National Security Leadership Course, National Security Studies, Maxwell School of Citizenship and Public 
Affairs, Syracuse University, N.Y.
2002 Executive Program for Russian and U.S. General Officers, John F. Kennedy School of Government,
Harvard University, Cambridge, Mass.
2002 Joint Flag Officer Warfighting Course, Maxwell Air Force Base, Ala.

General William M. Fraser III Gen. Paul J. Selva

Selva Nominated to Succeed Fraser

President Barack Obama has nominated Air Force Gen. Paul 
J. Selva to relieve Air Force Gen. William M. Fraser III as 

commander, U.S. Transportation Command. Selva’s nomination 
requires Senate confirmation, to include a hearing set for March.
  Selva currently commands USTRANSCOM’s air compo-
nent, Air Mobility Command, also headquartered at Scott AFB. 
A 1980 graduate of the U.S. Air Force Academy, he completed 
undergraduate pilot training at Reese Air Force Base, Texas. He 
has held numerous staff positions and has commanded at the 
squadron, group, wing and headquarters levels. Prior to his cur-
rent assignment General Selva was the Vice Commander, Pacific 
Air Forces, Joint Base Pearl Harbor-Hickam, Hawaii. 
  General Selva is a command pilot with more than 3,100 
hours in the C-5, C-17A, C-141B, KC-10, KC-135A and T-37.



Veterans—and Canine Companions—Moving Forward

From left, IAM President Terry Head, Lt. 
Michael Turner and comfort dog Josh, VMF 
CEO Karen Jeffries, IAM Director, and 
Government & Military Relations Charles 
White.

The young man in the VA hospital bed 
had not spoken a word since the trau-

matic injury that left him a multiple-am-
putee. “His family and health care teams 
were at a loss as to how to get him to re-
spond – to speak or communicate in some 
fashion,” explained Cmdr. Karen Jeffries, 
USN (Ret), president and CEO of the 
nonprofit group Veterans Moving Forward 
(VMF). “After we invited the [therapy] 
dog to get into the bed with him—his doc-
tor on one side and his parents at the foot 
of the bed—the dog worked his magic.”
  Cmdr. Karen Jeffries, USN (Ret), who 
founded VMF in 2010, related this story 
late last year to attendees at a National 
Defense Transportation Association lun-
cheon. Accompanying Cmdr. Jeffries was 
Vietnam veteran Lt. Michael Turner, USN 
(Ret), and therapy dog Josh. Lt. Turner 
is a recovering a PTSD survivor as well 
as Josh’s handler. The dog has a “natural 
empathy and gift to calm others,” says 
Lt. Turner. “I know Josh helps me with 
depression and anxiety. No matter how I 
feel, I know he is going to do something to 
make me laugh.” On a visit to Walter Reed 
National Medical Center in Bethesda, 
Maryland, remembers Turner, “I watched 
as Josh went up to a 19-year-old with no 

legs. The smile that came over the young 
man’s face took over the room.”
  In addition to interacting with and 
calming combat veterans, the dogs act as a 
conduit for social interaction. They bring 
people together and get the vets talking to 
each other, breaking the ice in a situation 
that can cause many people to feel alone. 
“These guys had never spoken to one an-
other before then, but while looking at and 
petting the dog, they opened up and started 
talking,” a Navy commander explained. 
One sailor recalled, “I brightened up and 
forgot about the pain for a few brief mo-
ments when the dogs arrived for a visit.” 
  Veterans Moving Forward is a 
501(c)(3) organization that furnishes vet-
erans with companion dogs at no cost to 
the veteran. The dogs are classed into four 
categories, with different functions and 
training in each: comfort, therapy, facil-
ity, and assistance/service dogs. The cost 
of training varies with each level, as well. 
A comfort dog can cost as little as $6,500 
to train and place, while an assistance or 
service dog receives specialized training 
costing upward of $40,000.
  VMF has shown a clear need for its 
services, saying that there are presently 
300,000 veterans with PTSD, traumatic 

brain injuries, and depression, and 40,000 
who are physically wounded. In 2009–the 
year before VMF was founded—only 
eight veterans received financial assistance 
from the U.S. Veterans Administration for 
comfort or assistive dogs.
  For more information on Veterans 
Moving Forward, go to www.vetsfwd.org.
 

Accepting 
New Members!

Is your company diversifying into logistics? Do you already work in logistics, providing office moving, project 
forwarding, warehousing and distribution or cargo moving? 

Then it’s time to join forces with a group of IAM members who recently formed the IAM Logistics Network (ILN)

This member-driven group, created in 2013, facilitates networking among IAM colleague companies seeking to 
expand already-thriving logistics businesses or ready to diversify into new business sectors.

ILN members realize these membership benefits immediately: 

▶ Become part of an logistics network of IAM members 
with whom you’ve already spent years developing 
relationships and trust

▶ Join your ILN colleagues for anytime chat and 
discussion on the ILN Members-Only LinkedIn Group 
and in the IAM Social Café.

▶ Take part in an ILN members-only networking event at 
IAM’s 52nd Annual Meeting in Orlando, Florida

To join, or receive more information on the IAM Logistics Network (ILN), contact Membership@IAMovers.org

Members can display the ILN logo on their websites!
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A Glossary of Selected Military Moving-Related Terms

• Command Sponsored Dependent 
Entry Approval: Authorization for 
a military dependent to reside at an 
overseas location with the military 
sponsor. With this authorization 
comes the benefit of having the gov-
ernment cover transportation to and 
from the duty station.

• CONUS: The 48 contiguous United 
States and the District of Columbia.

• CPPSO: Consolidated Personal Prop-
erty Shipping Office.

• Do It Yourself (DITY) Move: A 
move in which the service mem-
ber completes aspects of the move 
without government transportation 
assistance. There are different types of 
DITY moves that range from a partial 
DITY move, in which the govern-
ment provides some assistance, to a 
complete DITY move, in which the 
service member completes every as-
pect of the move without government 
assistance. Financial reimbursement 
is given for DITY moves according to 
established military guidelines.

• Household Goods (HHG): Property, 
unless specifically excluded, associ-
ated with the home and all personal 
effects belonging to an employee 
and immediate family members on 
the effective date of the employee’s 
change of official station orders 
that legally may be accepted and 
transported by a commercial HHG 
carrier. Examples of items included 
are professional books, papers and 
equipment (PBP&E), spare parts of 
a POV, consumable goods where the 
Department of State has declared that 
they are necessary, vehicles other than 
POVs, and ultra light vehicles for 
recreation or sport. Not included are 
personal baggage when carried on a 
ticket, automobiles, trucks, vans, etc., 
live animals and other similar articles.

• JPPSO: Joint Personal Property Ship-
ping Office.

• Non-Temporary Storage (NTS): 
Long-term storage. This is only au-
thorized under specific circumstances, 
such as some overseas assignments or 
retirement.

• OCONUS: Outside of the continental 
United States.

• Permanent Change of Station 
(PCS): A permanent transfer from one 
duty station to another.

• Relocation Assistance Program 
(RAP): RAP is designated to provide 
comprehensive services and support 
related to relocation.

• TMO: Transportation Management 
Office.

• TO: Transportation Office.
SOURCE: Military Homefront



The View from Both Sides of the Fence

Today there are many former military personnel who now work for moving companies. In these pages, we introduce several 
individuals who bring to the table a unique perspective that comes from understanding the challenges of both industry and the 

military services—experience that has helped them to foster a mutually beneficial relationship.

Connie Constable
Director of Military Affairs
Interstate Service Group, Inc.

My whole career—45 years now—has involved transporta-
tion, starting with 21 years with the Army Transportation 

Corps, four years of that in the international moving arena, and 
23 years with Interstate Van Lines (MoveInterstate.com).
  When I joined Interstate in 1990, I brought a lot of experi-
ence to the table, having served overseas and later as the only 
NCO at Military Traffic Management Command (MTMC—now 
SDDC) Headquarters in a position created for me in the Personal 
Property Program. After serving in the military, expressly within 
the transportation MOS (military occupational skill), I felt it was 
a natural step to bring my experience and knowledge to the mov-
ing industry. I hoped not only to benefit the industry but also to 
experience another facet of the household goods realm and bring 
the two together in future endeavors, specifically with the aim 
of improving quality of life for our military members and their 
families.
  I began my transportation career as a quality control inspec-
tor at Ft. Stewart, Georgia. It was not only the duties I performed 
in the military, from the Transportation Management Officer level 
all the way to the MTMC Command level, but also the first-hand 
experience of moving as a military family that gave me the ability 
to review and apply best practices at Interstate. Those experiences 
informed my ability to create innovative quality-based initiatives 
in a private-sector program, from operations to administration, 
that would benefit our military members and services. At the 
same time, we wanted to improve upon a generations-old com-
pany philosophy that puts the customer first, whether military, 
private, or government. For us, the military and the private sector 
are parallel in that customer service is at the forefront. That phi-
losophy and those efforts are paying off: Interstate Van Lines has 
won 11 SDDC Quality Awards, an all-time record.

I believe that having served 
in the military and then at 

MTMC before moving into 
private industry, I have the 
benefit of both perspectives 
and am able to make sugges-
tions and implementations 
to create a win-win for both 
parties.

—Connie Constable

  I’ve found that working in the private sector offers certain 
advantages with respect to improving the moving program—
namely the ability to initiate changes with timely efficiency for 
the needs of customers, and the drive to develop customer service 
based upon quality and sound, financially feasible business deci-
sions. Interstate has become one of the forerunners in the military 
moving industry over the years, thanks to a team effort of execu-
tive direction and dedicated employees, and I’m proud to be a 
part of that.
  After retiring from the military, I worked for an international 
freight forwarder, where I developed their computerized traf-
fic management system, as well as a security seal system for all 
iHHG and iUB containers that was also adopted as a requirement 
in the DoD program. I believe that with this experience, and hav-
ing served in the military and then at MTMC before moving into 
private industry, I have the benefit of both perspectives and am 
able to make suggestions and implementations to create a win-
win for both parties. 



CJ Dabo
DoD/DP3 Program Manager
Interstate Service Group, Inc.

In 2002, I retired from the U.S. Marine Corps.  I spent the 
next five years at the Military Traffic Management Command 

(MTMC) and Surface Deployment and Distribution Command 
(SDDC). However, in 2007, SDDC became part of the Base 
Realignment and Closure (BRAC) and moved to Scott Air Force 
Base, Illinois. Few GS14 positions were available in the National 
Capital Region at the time and I had a desire to stay in the D.C. 
area, so when an opportunity arose to enter the commercial sec-
tor  I gladly accepted the challenge and now work at Interstate 
Service Group, Inc. (MoveInterstate.com).
  I was confident my skills, experience, and reputation in the 
military would benefit the service headquarters and military 
members moving under the DoD program. I now oversee the 
development and implementation of long-range strategic plans at 
Interstate International to increase Department of Defense market 
share and to meet the requirements of the Defense Personal 
Property System (DPS) supporting the Defense Personal Property 
Program (DP3).
  Having worked for the military after 20 years of active duty, 
I understand what it is like to move with a family under the DoD 
program as a service member. My Military Occupational Special-
ty was as a Transporter (Traffic Management Specialist); there-
fore, I had transportation-related work experience for personal 
property, passenger and freight. My last assignment on active 
duty in the Marine Corps was working on the DoD Full Service 
Moving Project (FSMP), which was a pilot program that basi-
cally outsourced the movement of personal property. That was a 
learning experience in and of itself. 
  While working in the military, my sphere of influence was 
mainly within the Marine Corps and at my duty station, except 
during my assignment with FSMP (Full Service Moving Project). 

When I left the govern-
ment, I was confident, 

based on my overall experi-
ence with the military and 
as a DoD civilian, that I 
would be a strong asset for 
Interstate Van Lines and also 
serve as a type of unofficial 
liaison between the industry 
and military.

—CJ Dabo

At MTMC/SDDC, I was one of many who participated (along 
with industry) in forging the way ahead for DP3. My five years 
at SDDC as a civilian Traffic Management Specialist for the gov-
ernment further expanded my experience and knowledge. When 
I left the military and joined MTMC/SDDC as a federal civilian 
employee, I was optimistic that I would have the potential to 
influence and make positive changes.
  When I left the government, I was confident, based on my 
overall experience with the military and as a DoD civilian, that 
I would be a strong asset for Interstate Van Lines and also serve 
as a type of unofficial liaison between the industry and military 
(SDDC, service headquarters, PPSOs, etc.). My background has 
afforded me the ability to effectively work with each party to help 
them gain a better understanding of each other’s perspective on 
the various issues. 
 In my current role in the industry, I feel my contributions at 
conferences, forums, association meetings, etc., have had a posi-
tive influence on changes being made to the program.



CAPT Matt Dolan, USN (Ret)
Chief Operating Officer
Senior Vice President Military Services
Arpin Group

I am a retired Navy captain who served 25 years. I was a pilot 
and flew the SH-60b as well as other aircraft and have logged 

more than 4,000 flight hours and many operations deployments. 
I had four squadron tours and a ship tour as well as D.C. tours 
before finally moving to Newport, Rhode Island, where the Naval 
War College is located, and now serve as an instructor at the 
Navy’s Command Leadership School.
  As I was deciding whether or not to retire or take another set 
of orders, I met Bob Sullivan, senior vice president of business 
development for the Arpin Group. We talked about my 15 moves 
with my five kids during my career. He mentioned the Navy had 
a new program called Families First and asked whether I would 
be interested in talking to the Arpin Group (www.arpingroup.
com) about my experiences. That led to an opportunity for me to 
join the Arpin Group full time. My new career launch was very 
much a result of luck and my good fortune to meet Bob Sullivan 
at a time when I was making career decisions. He introduced me 
to Paul, David and Peter Arpin and I joined the company in May 
2007.
  Being a Navy pilot and a military leader is all about problem 
solving and finding solutions. This is a skill set that I bring to the 
private sector. It’s common to change jobs in the military every 

few years and this has helped enable me to learn new responsi-
bilities. I also understand how decisions are made in the military. 
Finally, having moved with my own family 15 times during my 
Navy career I can definitely relate to our military customers and 
can bring that perspective. 
  Arpin has many great employees, and organizations such as 
IAM have excellent staffs. I have been fortunate to be here as we 
transition from TOPS to DPS. I have been a spokesman, along 
with many others for the industry as we shape DPS. 

Being a Navy pilot and 
a military leader is all 

about problem solving and 
finding solutions. This is a 
skill set that I bring to the 
private sector. 

—Matt Dolan



The key to ensuring 
quality is see that each 

person responsible for his or 
her part of the move process 
is trained and certified to 
the military standards in the 
tender of service. Involved 
leadership is a critical factor 
to make this happen and to 
ensure a good move.

—Craig Rasmussen

Gen. Craig Rasmussen (Ret.)
President
Armstrong Eagle Worldwide
Armstrong Relocation and Companies

After serving my country as an Air Force officer for 32 years, 
and with my personal and professional transportation and 

moving experience and expertise, it was an easy decision to say 
“yes” when I was asked to work in the military household goods 
moving industry and continue to support our military service 
members and their families. 
  I grew up as a son of an Air Force Chief Master Sergeant. 
My father fought in three wars. We moved as a military fam-
ily many times throughout his 30-year career, including tours in 
France and Germany. 
  As I child I learned to “fly” by building cardboard airplanes 
out of the wardrobe moving cartons and crawling under the fence 
at Davis-Monthan Air Force Base to fly the “real airplanes” in the 
Air Force’s aircraft boneyard. I was always around airplanes and 
moving vans throughout my childhood.
  I graduated and was commissioned as an officer from 
Colorado State University to start a 32-year career in the Air 
Force. Over the years, I was able to fly numerous types of aircraft 
including tanker air refueling planes, fighter bombers, airdrop and 
cargo planes. My wife, Pam, and I moved 17 times for permanent 
change of station and seven other local moves on or off base. She 
always says, “I had 24 moving vans in the front of our house.” 
Having had the opportunity to travel or live in all 50 states and 
seven continents, I’ve been able to see the world as the recruit-
ing poster promised. Each of our two children went to three high 
schools. We also moved internationally to Turkey and Germany.
  As a commander of an operations group, two wings, and 
vice commander of 15th Air Force, I had the honor of working 
together with the transportation offices responsible for moving 
the household goods of those units. In addition, as the European 
Command Director of Logistics, I was responsible for all move-
ments in or passing through Europe and most of Africa. My last 
active duty assignment was as the head of transportation and 
supply for the Air Force at the Pentagon. From that perspective, 
you see the good, the bad and the ugly of the moving business. 
The vast majority of household goods shipments go without a 
hitch—on time with little or no damage.
  The good shipments mostly go unnoticed and without much 
fanfare. The bad are the ones that are late or the shipment with 
overflows left behind, usually the bed. Everyone hears about 
the “ugly” ones, with the lost containers no one can find or the 
four-star general’s wooden crate with the puncture wounds from a 
forklift.

  The military, in an effort to reduce the “bad” and the ugly” 
and dramatically increase the” good” shipments, has spent years 
working a replacement program for military household goods 
shipments. Change for the military is hard, based on its size and 
culture. Each service—Army, Air Force, Navy, Marines and 
Coast Guard—owns its transportation offices and the money 
that make the moves happen. Any policy that relates to moving 
a shipment must be coordinated and approved by each service. 
The services play the major role in the move processes from the 
shipment award through the claims process. As the functional 
command and one of U.S. Transportation Command’s compo-
nents, SDDC has a significant and direct impact on the military 
household goods program. Suggestions for improvements must 
be worked closely with both the services and SDDC. 
  The increased urgency to improve the quality of life of our 
service members dictated that it was time to change the program. 
The momentum shifted when the order came down that “some-
thing must be done now” to improve the movement of military 
household goods. After several tests and many months, the 
Department of Defense settled on the Families First program to 
increase the quality of the moving process and reduce damages. 
As a commander and from my position on the Pentagon staff, I 
played my part in helping start the change for the better.
  In my new life as president of Armstrong Eagle World-
wide (www.goarmstrongeagle.com) and a member of the 
household goods industry, I am still able to support our service 
members, just as I did on active duty. I have tried to ensure that 
our team does its best to take care of military families. We are 
working on improvements with our network of agents to pro-
vide the best quality moves possible. We work especially hard to 
improve when we get less than 100 score on our customer survey 



by identifying the areas where we could have done better and let 
those who own those areas know what needs to be fixed.
  The key to ensuring quality is to see that each person respon-
sible for his or her part of the move process is trained and certi-
fied to the military standards in the tender of service. Involved 
leadership is critical to making this happen and ensuring a good 
move.
  I now work directly with the military and through the mov-
ing industry associations such as IAM to address the critical 
issues that hinder a mover’s ability to provide a good move. A 
major issue we have and will continue to address is for the mili-
tary to adopt commercial standards that are being used to service 
our national accounts and COD business. The change to allow 
the use of commercial containers is one good example. Progress 
is being made to achieve the goals of the DP3 Program, namely 
decreasing costs and improving quality of the military moves. 

Under the new DP3 system, the Families First successor program, 
we now receive customer surveys and quality feedback to assist 
us in making improvements. According to the military, the overall 
carrier scores have been steadily improving since the start of the 
program and the costs are coming down.
  The best way that an agent, carrier, third party vendor or 
individual can influence the military move processes and policies 
is to play a part in an industry association. One voice can make a 
difference, but the collective voices of an association can make 
an even larger impact. 
  Speaking as someone who has been on both sides of a 
military household goods move for more than 60 years, I believe 
there is still a need to make the household goods shipment pro-
cesses, procedures and policies better. Working with the military 
organizations both directly and through the industry associations 
has made a difference. 

Sylvia Walker
DP3 Program Assistant
Interstate Service Group, Inc.

My Department of Defense civilian career began in March 
1983, at the Joint Personal Property Shipping Office in 

Washington, D.C. In 1989, I accepted a position in the Interna-
tional Rates section of HQ, Military Traffic Management Com-
mand (MTMC), which is now Military Surface Deployment and 
Distribution Command (SDDC). I later joined the Qualifications 
section at SDDC, where I worked for many years. The work was 
both challenging and rewarding. When SDDC moved to Scott Air 
Force Base, Illinois, I chose to remain in the Washington, D.C., 
area and was offered a position at Interstate (MoveInterstate.
com).
  I am the daughter of a retired Air Force military member. My 
mother, father, and siblings moved using the military system for 
more than 20 years. I can remember good moves and not-so-good 
moves. Moving as a military family member also helped build 
my experience in the moving industry.
  At Interstate, I am able to use the experience and knowledge 
I gained as a DoD civilian to assist our valued military customers. 
The military customer is foremost in my mind, on a daily basis, 
as I perform my duties at Interstate. I strive to offer our military 
customers and our fellow transportation service providers the 
best possible service, and assist them with troubleshooting and 
problem solving. At times, when a problem does arise, I can offer 
another point of view or perspective, pulling from my experience 
as a DoD civilian.

My mother, father, and siblings moved using the military 
system for more than 20 years. I can remember good moves 

and not-so-good moves. Moving as a military family member also 
helped build my experience in the moving industry.

—Sylvia Walker



Timothy S. Vandagriff
Senior Program Advisor
Total Military Management

I spent my entire military and civil service career in transporta-
tion and logistics and had some unique opportunities specific 

to household goods. In the early years, I was in charge of an 
in-transit baggage section at an Air Mobility Command aerial 
port transshipping Direct Procurement Method, Code J and Code 
T shipments. I learned a lot about port agent operations and the 
DPM process through this assignment. I was later selected to be a 
Traffic Management Career Field Instructor for the Air Force and 
spent the next three years teaching traffic management to new 
recruits. The course included five blocks of training specific to 
household goods. 
  As my Air Force journey continued, I was initially assigned 
as Chief, Quality Assurance, at the Joint Personal Property 
Shipping Office (JPPSO) in San Antonio, Texas, and eventually 
served as the Personal Property Division Chief. Trust me, JPPSO 
experience greatly accelerates the learning curve when it comes 
to household goods! I served the final eight years of my civil 
service career in top-level staff positions with HQs Marine Corps, 
HQs Air Force and finally—the pinnacle of any government 
career—as an Assistant to the Deputy Assistant Secretary of De-
fense for Transportation Policy. Those opportunities and assign-
ments certainly prepared and informed me for the private sector 
but I think more than anything else, it was the close relationships 
and networks I formed along this path that have paid even higher 
dividends in understanding the moving industry.
  After leaving my civil service post with almost 31 years of 
transportation experience, many of those years directly involved 
in leading and managing government household goods opera-
tions, I was actually looking for something different. In fact, early 
in the spring of 2013, I had begun a lake mapping venture with a 
childhood friend and local Chattanooga, Tennessee, fishing guide 
working as an independent contractor for Johnson Outdoors. This 
work is technically difficult to explain but my workday consisted 
of riding around in my bass boat pinging electrons off the bottom 
of the lake. 
  A few months later, I exchanged e-mails with Matt Connell, 
president of Total Military Management (www.totalmm.
com). Matt invited me to Florida to meet the TMM family and 
discuss future opportunities. I arrived in Jacksonville receptive 
to the idea of working with industry but wanted to weigh my 
decision carefully. I soon discovered what I now think of as the 
“TMM buzz.” I met a highly energized, educated and talented 
workforce who were properly equipped and organized to exceed 
service expectations. I also met leaders who had been in place 
since the inception of the company in 2003. I could see that it 

Trust me, JPPSO experi-
ence greatly acceler-

ates the learning curve 
when it comes to house-
hold goods! [My military 
and civil service career] 
certainly prepared and 
informed me for the private 
sector but I think more 
than anything else, it was 
the close relationships and 
networks I formed along 
this path that have paid 
even higher dividends in 
understanding the moving 
industry.

—Tim Vandagriff

was a company that spent time and money supporting charities 
and giving back to those less fortunate. I knew I had found the 
right fit, and am very proud to be part of the TMM family. 
  I left government service without an intention to work in the 
moving industry but now that I am back and with a great team, 
I hope to work within the established protocol and help make 
a difference in the future. First and foremost, I think the De-
fense Personal Property Program is rock-solid; it is competitive, 
dynamic and is in the hands of very capable leaders. Moreover, 
the Defense Personal Property System continues to mature as a 
system and through analytics allows for collective and expedited 
(industry/government) process adjustments to mitigate peak 
season challenges. With my new industry perspective, I remain 
excited about the government’s plan to regionalize personal prop-
erty operations worldwide and standardize processes to give our 
military members and their families the best move possible. All 
in all—and I think most Portal readers will agree—we’ve come 
a long way together over the last 10 years or so and I’m excited 
to work with my industry partners, associations and committee 
chairs to make the program even better. 
  I am just getting started but in time, I hope to offer some 
clarity in a number of areas. In the past, I’ve turned to dual-career 
colleagues for advice. One in particular is Dave Stauty of Lone 
Star Relocations. Dave was my early mentor at JPPSO-SAT and 
went on to a very successful career with industry. I still call Dave 
to get his perspective on ideas and vision. I think the existing 
cadre of dual-career folks embedded with industry have a lot to 
offer around the negotiating table and I’m elated to still be part 
of it. Finally, I want to thank Matt Connell for leading the right 
fit organization for me to continue to serve our military members 
and their families. 



Jim Westbrook 
Founder
Sentinel International

I was honorably discharged from active duty in the U.S. Air 
Force in 1956 after serving in Japan during the Korean conflict 

and permanently separated from my Air Force reserve require-
ments in 1960. Immediately after my discharge I joined Imperial 
Van & Storage of Long Beach, California, as a contract owner-
operator. I began my career there because my father was already 
employed there and I needed a job. I worked on the packing and 
crating (DPM) contract that Imperial had with Fort McArthur 
Army Base, Long Beach Naval Shipyard, Norton Air Force Base 
and March Air Force Base in California.
  After Imperial I worked for other companies in California, 
Germany, England, and Washington State. I launched Sentinel 
International (www.sentinelintl.com) in 1989 and continue to 
be the primary shareholder. 
  My assignments during my Air Force enlistment had little in 
common with my work at Imperial. However, during my military 
career I did learn respect for authority, the ability to follow rules, 
the desire to provide quality performance at work, dependability, 
reliability, and total dedication to my employer and our custom-
ers. These work habits carried over throughout my career in the 
industry.
  My Air Force service definitely contributed to my ability to 
improve the overall services we were and are expected to provide 
to our U.S. military customers. The many positions I have held 
during my industry career have also reinforced my commitment 
to serve our DoD customers and enabled me to do that well. 
  I’ve been involved with IAM (formerly HHGFAA) for more 
than 50 years, including as a Governing Member since 1989. In 
my opinion, all of the companies, their employees and senior 

management who participate in the DoD Personal Property Ship-
ping Program have contributed in remarkable ways to influence 
the way we go about our business of providing quality service to 
our major—and in many cases sole—customer. Practically all the 
methods we now utilize to accomplish this have been developed 
and improved on by industry. This is also true of the rules and 
regulations that have been put into place, most of which have 
been a result of industry input and development. A few examples 
would be improved packing materials, equipment, training pro-
grams, logistics, agency selections, communication and routing 
methods. All of these have been implemented and improved upon 
by industry at the request or direction of DoD. 
  It must also be mentioned that all of these efforts have been 
accomplished under extreme pressure to provide services in a 
manner most economical to the U.S. Government, often at the 
risk of providing services in a less-than-economical environment.

My Air Force service 
definitely contributed 

to my ability to improve the 
overall services we were and 
are expected to provide to our 
U.S. military customers.

—Jim Westbrook



Woody Zobel
Former Owner and Consultant
Express-Transport-Shipping-Agency

My first contact with the moving business was in 1957 when 
my dad built two crates to accommodate our belongings as 

we were about to embark on the adventure of immigrating to the 
U.S. By the way, one crate was for a grandfather clock, which 
was a gift to our U.S. immigration sponsor. The other, measuring 
about 48 cubic feet, held all of our belongings. Two months later 
we would pick up both at the pier in San Francisco.
  In 1970, after serving in the U.S. Army, stationed in Germa-
ny and subsequently working for the phone company and Xerox 
in Oakland, California, I decided to travel around the world. I 
went to Vancouver, Canada, where after nine months I decided 
that South Africa was a place I wanted to see. Since Germany 
seemed to be en route and my limited bank balance was depleted, 
I thought I would stop over in Germany on my way and find a 
temporary job to replenish my finances, prior to proceeding on 
my journey to South Africa. 
  Once in Germany, I went to the U.S. Military Employment 
Office in Wiesbaden to apply for a job. One of their first ques-
tions was, “Can you type?” I couldn’t, so they said, “OK, we’ll 
put you in transportation.” I ended up working at the Air Force 
Traffic Management Office (TMO) on Wiesbaden Air Base near 
Frankfurt, as a civilian Freight Rate Clerk. What I did not know 
at the time was that this was a small but definite step toward a 
career in the moving business. Since I had not been out of the 
military for too long, I felt comfortable in the military environ-
ment and actually enjoyed the challenge of learning all about 
transportation from a military standpoint. 
  While I was working at the TMO, a young lady arrived 
from the U.S. as a summer hire. She was the base comptroller’s 
daughter and I was told by my supervisors to stay away from her; 
alas, it was too late. Needless to say, my world traveler days came 
to an abrupt end. Nancy and I have been married for 38 years and 
have three daughters and three grandchildren.
  From the TMO, it was only a short step to hiring on at a local 
mover. By then I was fairly adept at two-finger typing and was 
placed in charge of the military contract billing department. Un-
fortunately, the branch manager had the bad habit of always tak-
ing on more jobs than we could handle with our normal capacity. 
This meant that during peak season, which seemed to be most of 
the year, between 3 and 4 p.m. the office personnel had to go out 
on the pack jobs. Since this was a regular occurrence I received 
good solid training in packing household goods shipments. I also 
had the opportunity to deal directly with the moving customers 
and learned to appreciate their concerns.
  My growing contacts in the industry led me to hire on with 
German-based Smyth Worldwide Movers, a major van line at the 
time. Starting with controlling the massive inventory of lift vans 
required to service the shipments for 370,000 U.S. soldiers in 
Germany, I became more involved in the general agency aspect, 
including rate negotiations with the local agents. Visits to the 
numerous Transportation Offices provided a welcome opportu-
nity to meet the people who represented our customer, the U.S. 
Department of Defense. This was prior to telefax, cell phones, 

We should all do our 
best to be a fair and 

honest business partner with 
the military and break down 
barriers of communication 
and rivalry when they come 
up. 

—Woody Zobel

navigation systems and the Internet, and personal contact with 
everyone involved in the industry was all the more important.
  In 1975, Smyth’s German entity, I.T.A., sent me to Bremer-
haven to open our own port agency. After many sleepless nights 
with my mind on preparing documentation or working on con-
tainer stowage plans, I had established a successfully operating 
port agency for Smyth. It was not uncommon to see nets laid out 
at the pier, with liftvans stacked on them ready to hoist into the 
hold of a vessel. Obviously this method of shipping did not have 
a chance against the growing steamship container fleet. Unfor-
tunately in 1977, Smyth began closing their overseas offices, 
including my branch in Bremerhaven.
  In the same year I hired on with a competitor in Bremer-
haven, again responsible for the general agency work. It was also 
the year that I attended my first HHGFA convention. In 1983, 
with three partners I founded Express-Transport-Shipping-
Agency (www.etsa-germany.de) as a commercial household 
goods forwarding agent. By 1999 I had bought out the partners 
and was sole owner of the company. That was also the year that 
E.T.S.A. again became general and port agent for numerous U.S. 
military TSPs.
  We are now in our 31st year as E.T.S.A. with no sign of 
slowing down. My own experience with the U.S. military, the 
commercial accounts and the individual customers have taught 
me to treat each one as I would like to be treated in their situa-
tion. The U.S. military needs regulations to manage their im-
mense task of logistics, and we need to partner with them in order 
to make things work. We should all do our best to be a fair and 
honest business partner with them and break down barriers of 
communication and rivalry when they come up. 
  I have been in this industry for about 43 years now and I 
have no intention of leaving it too soon. Although it has been 
very hard work at times and maybe the family sometimes felt 
neglected, they were always supportive. It has always been a 
very gratifying experience. I enjoy the people I work with in my 
company and our customers, who for the most part have become 
close friends over the years. I would not want to miss any of 
them. When I attend our conferences and see the people interact-
ing, I know I made the right decision many years ago and that my 
goal was not South Africa or any other place, but that my calling 
was a lifetime of working in the moving industry.



Living the Good Life—Thanks to the U.S. DoD

By Antonio Gil, Mudanzas Clara del Rey S.L., Madrid Spain

I have heavily participated in DoD mov-
ing of household goods since 1961, 

when the U.S. and Spain signed a Joint 
Defense agreement that brought the 
construction of giant Navy and Air Force 
installations in the country. It provided a 
big source of unusually well-paid jobs for 
that era, something that at the time was 
totally unknown. It became important 
for a country that was still struggling for 
recovery since the years of our Spanish 
Civil War. 
  It forced many to learn another 
language (English) with eyes on how 
to get a job at those installations. I had 
received my degree shortly before, and in 
1961, I changed my clerical job to work 
with A. Moving Company, a firm that was 
heavily linked to the local U.S.-Spanish 
Joint Air Base, and I was offered the 
position of supervisor of military traffic. 
It was a dream, and also the start of my 
moving career. It has kept me tied to it, 
and I’ve been moving people for 53 years. 
  By 1961 the DoD had changed the 
transportation systems to a new method of 
packing military household goods: All was 
packed in 192 cubic-foot wood liftvans—
yes, exactly the same liftvans you have in 
your warehouse today. The only difference 
then was that in the 1960s the actual 20-
foot by 40-foot containers had not been 
invented. All U.S.-flag shipping lines were 
instrumental to provide us, the Spanish 
local agents of the U.S. move contractors, 
with almost daily ship service to and from 
the Spanish ports in the Mediterranean, 
where special customs and shipping 
brokers helped us to deal with the massive 
DoD traffic.
  World strategic alliances and other 
global political situations in 1965 called 
for revision of the operational aspects 
of these joint installations worldwide, 
not only in Spain. Early in 1965 it was 
decided that some of these bases had 
to be phased down, which meant that 
although the installations were kept 

fully operative, large numbers of DoD 
personnel were no longer necessary. The 
TMO called all the local participating 
contractors to a briefing, asking us to 
cooperate in the challenging plan to move 
about 3,500 families, only out of my own 
city, while other similar installations in 
Spain proceeded in much the same way. 
The DoD asked each and every one of us 
to get ready by shaping up our logistics, 
hiring all adequate labor, talking to our 
packing suppliers, having our carpenters 
furnish some 15,000 units of 192-cubic-
foot liftvans and another 2,500 units of 
86-cubic-foot pieces for overflows, hiring 
all necessary chassis to ensure adequate 
transportation to the port of departure, 
from which they would sail on the 
oceangoing U.S.-flag vessels, which were 
also being organized.
  We were told that DoD wanted this 
plan to take place in 90 days—in other 
words, in just three months!
  My company had the experience 
and the resources, and so did the other 
two local contractors. We represented 
the largest number of participating U.S. 
carriers, not all of them. All were approved 
for the “Me-Too” DoD program. We were 
awarded an average of 25 to 30 jobs daily, 
and stress was a word whose meaning 
we all ignored. The challenge was there 
and we committed to it. Long 18-hour 
workdays were common for all of us; nor 
was eating lunch and dinner—when, what 
and how were not important. My work 
was so fine-tuned that I had to write the 
packing inventory in English, talk to the 
family, hear comments and praise, then to 
report to the office for coordination. I had 
a new DKW pickup van, and since I did 
not drive myself (during he 1960s in Spain 
it was a rarity that anyone could drive) 
my company assigned a driver to me. I 
was the most stylish person to go to work 
for a moving company, totally chauffeur 
driven! Ah, and all of it with no mobile 
phones, my friend. Saturdays and Sundays 

Antonio Gil

were dedicated to office work to help my 
office colleagues cut the invoices and send 
packing inventories, weight certificates, 
GB/Ls and you name it.
  And we did it. The work did not kill 
me, but I gained 40 pounds of weight and 
waistline due to the stress, lack of sleep, 
and terrible dietary habits. I never lost 
that weight, which I think of as Uncle 
Sam’s personal gift to me. I also reaped 
another reward: Our company had big 
growth plans, and soon I was promoted to 
director of one of our branches. It also was 
a permanent success for me as my career 
progressed. I managed the operations 
of five other branches in different 
Spanish cities and islands, ending up as 
vice president of international for that 
company, where I was based in Madrid. 
Once in that city, I met our director of 
operations...and married her. 
  Soon later, Adela and I declared our 
independence and bought our pride and 
joy, Clara del Rey. That was just before 
Valentine’s Day, 18 years ago. I have the 
privilege of traveling to more than 70 
countries, and to gain more than 600 true 
friend contacts in LinkedIn, from all parts 
of the world.



Military Oversize Cargo: Special Handling by The Pasha Group 

As a world leader in the movement 
of military household goods, The 

Pasha Group has been committed to 
providing the highest quality relocation 
services to military and government cus-
tomers and their families for decades.
  Pasha’s global expertise, however, 
extends beyond household goods, encom-
passing a full range of integrated automo-
tive, maritime, logistics, and global POV 
(privately owned vehicle) solutions. Pasha 
Hawaii, which supports each of The Pasha 
Group’s specialized divisions, is also a 
major service provider to the U.S. military. 

Military unit moves
Since service began in 2005, Pasha Hawaii 
has completed twelve unit moves of 
military equipment aboard the M/V Jean 
Anne, a roll-on/roll-off carrier that sails 
biweekly between Southern California and 
Hawaii. Unit moves are large, multi-piece 
shipments of equipment or aircraft that 
take place when military units go for train-
ing, deployment or are being re-supplied 
with new equipment. 
  Upon entering service, the Jean Anne 
quickly became the preferred vessel for 
military unit cargoes due to its ability to 
stow all cargo safely beneath the deck and 
away from the elements. Transporting on 
the Jean Anne is also very cost effective 
for the government as ocean transport is 
significantly less than moving the cargoes 
via large C-5 military transport aircraft. 
Pasha regularly ships Black Hawk and 
Chinook helicopters, Stryker combat ve-
hicles, and various other types of oversize 
military cargoes.

The helicopter carrier 
For most of the past year, Pasha Hawaii 
has supported several movements of U.S. 
Army helicopters. In May 2013, Pasha 
Hawaii moved 12 twin-bladed Chinook 
CH-47 helicopters on one sailing in sup-
port of a National Guard exercise at Fort 
Hood. This was followed by the first of 
three UH60M and HH60M Black Hawk 
helicopter shipments to Pearl Harbor, Ha-
waii in August. Since then, Pasha Hawaii 
has provided ocean transport for a total of 
45 Black Hawks, replacing aircraft for the 
Combat Aviation Brigade, 25th Infantry 
Division (25th CAB). 
  As part of the operation, Pasha Ha-
waii needed to provide an area near the 
ship where the helicopters could land and 

Blackhawks offload Jean Anne.

the unit could prepare them for loading in 
San Diego. Once in Hawaii, a special call 
was then made to the Naval Supply Center 
Berth at Pearl Harbor, as the Jean Anne 
typically calls Honolulu Harbor on Oahu. 
Both were simple adjustments that helped 
to streamline the move.
  Pasha Hawaii recently completed 
the last delivery of 25th CAB aircraft to 
Hawaii and the removal of an additional 
24 surplus helicopters back to the main-
land for refurbishment. [Editor’s note: For 

Above: Strykers in San Diego

more on this project see the Military/Gov-
ernment Update section in this issue.]
  “Our military moves are truly a 
joint effort with the units,” says George 
W. Pasha, IV, President and CEO, The 
Pasha Group. “It’s an added bonus for 
us that they provide fun and challenging 
experiences for our crew. We are proud 
to partner with the U.S. military as they 
modernize their inventory in the Pacific 
with top-of-the-line equipment.”



The Case for Containerized Storage and Transport

By Ray daSilva, Principal, Intelexe

Those who are involved in the U. S. domestic moving busi-
ness know that the last seven years, marked by economic 

uncertainty, the weak housing market and regulatory challenges, 
have been difficult ones for our industry. Companies have 
adapted by adjusting to lower volume levels, a decision that has 
decreased overall service capacity. In addition, the professional 
moving industry has continued to be affected by acute and wors-
ening driver shortages.
  Whether you blame it on regulatory issues like reduced hours 
of service, tougher driver screening requirements or the general 
trend away from the lifestyle associated with long-distance van 
line operators, the fact is that the pool of van drivers is getting 
older and it is increasingly more difficult to attract young drivers 
into the industry. Add that to the already reduced industry capac-
ity and the volatile seasonal peak periods become even more 
challenging than they historically have been. 
  More informed consumers and an Internet-connected world 
driven by social media have raised the bar for acceptable service 
quality. Stranding customers on moving day because the van 
driver is delayed or providing delivery spreads of several days in 
the peak season has become unacceptable. Service failures due 
to peak season capacity issues are increasing, and the consumer 
tolerance level for such failures is minimal.

Time to review the traditional van line model?
The traditional van line service model of a van line operator 
providing personalized service is not ready to disappear any time 
soon. It is a time-tested, proven model for delivering excellent, 
cost-efficient service, especially for larger, long distance moves. 
However, the industry recognizes that the world is changing and 
the segment of the market that professional movers have tradi-
tionally relied on may not be growing.
  According to estimates published by the American Moving 
& Storage Association, interstate moves account for about 14 per-
cent of the 15 million households that move annually. Yet, profes-
sional movers only touch less than 27 percent of those interstate 
moves. Some 33 percent rent a truck and about 40 percent move 
themselves.
  Intrastate moves make up about 83 percent of the moves 
annually, and statistics are not readily available, but the share 
handled by professional movers may be even less than the 27 
percent for interstate moves. While a large segment of the mov-
ing market may never open up to professional movers, there is 

still a very large and perhaps growing segment of clients who are 
using or are potential customers for a hybrid do-it-yourself (DIY) 
move. In fact, some of the professional movers’ market share 
may actually be shifting toward such models. This may be true 
not just of private customers but increasingly of corporate and 
government customers as well. DIY and flexible hybrid moving 
solutions may actually be a growing segment of an otherwise 
contracting industry.

Containerized storage and transport solutions
As the growth of the self-storage industry indicates, American 
consumers are more open to flexible, hybrid moving solutions 
that give them choices and options for cost reduction. Contain-
erization of household goods is not a new idea but the growing 
acceptance by the consumer of flexible storage and transport 
solutions utilizing containerization rather than traditional van 
shipments coming to market is new. Perhaps this is an idea that 
has been tried many times whose time has finally come. In fact, 
the convergence of factors affecting the industry environment 
may be creating the perfect storm heralding a sea change in its 
traditional business model.
  The U.S. military, the largest shipper of household goods 
in the United States, has taken a cautious approach so far but 
the services are following developments closely, and they are 
beginning to open up their domestic moving programs to include 
containerized options. The DP3 Domestic 400NG Tariff already 
includes this language defining traditional Motor Van Shipments 
(Code D):

“Domestic Household Goods: Movement of Household 
Goods in a motor van or container from origin residence 
in CONUS to destination residence in CONUS. The actual 
mode of service is at the discretion of the TSP. Movement 
is based on Code “D” rates at no extra cost to the shipper/
government. If TSP elects to containerize the shipment, the 
destination PPSO must be notified of the change prior to 
shipments arrival at destination.” 

Are the van lines evolving to meet the need?
The answer probably depends on the van line. Judging from their 
service offerings, some are recognizing the need for a contain-
erization strategy and are offering consumers the choice. Some 
are looking at containerization reluctantly and only as a method 



of handling peak volume issues. The service and inefficiencies 
related to G11 or agent warehouse pickup issues are well rec-
ognized in the industry and a few van lines are committing to 
containerization as a solution.
  However, none of the van lines seem to have committed 
forcefully enough to a national strategy to move toward contain-
erization. A few of the van lines have tried and recoiled from their 
experiences with containerization, unable to make the paradigm 
shifts required to retrofit their legacy systems. A few are restruc-
turing their experiments with containerization trying to find the 
right formula. Many are waiting to see what happens and do not 
have a coherent long-term containerization strategy.

If not the van lines, then who?
There is a risk that if the van lines do not meet the current chal-
lenges head-on and look to alternatives to traditional van moves, 
they may become less relevant to their agents and to their end 
customers. There is a risk that alternate entities may move force-
fully into this space.
  PODS, Pack-Rat, ABF and other containerized moving solu-
tions may not have deeply penetrated the professional moving 
market yet but they have definitely made inroads. Their strategy 
may still be developing but they are gathering momentum.
  The other probability is that a new type of van line-like 
entity may emerge. For example, a consortium of independent 
moving companies or self storage operators, a less-than-truckload 
freight carrier and a container manufacturer could get together to 
invest in a van line-like concept. Each has its distinct motivations 
for wanting the new entity to win a share of the moving market 
and utilize its respective product or service. A joint investment 
into a nationally branded containerized moving service built on 
current best business practices, modern technology and focused, 
professional sales and marketing without the baggage of experi-
ence from decades of legacy van line systems could be a compel-
ling proposition.
  You can be sure such discussions are taking place. In fact my 
company, Intelexe, is currently engaged in some of them.

SOURCE: www.intelexe.com
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Share Your Tips, Stories, and Experiences Next Time in

the portal
Customs Regulations and Port Rules/Practices in Different Countries

Being an international mover isn’t always easy. Getting a shipment from Point A to Point B takes ex-
perience, contacts, an understanding of the origin and destination country’s laws, regulations, and 

quirks ... and, on occasion, a lot of luck. No doubt during your career you’ve handled a Nightmare 
Shipment that is now the stuff of company lore—a story that is entertaining only in retrospect when 
you’re sharing tales with colleagues over dinner. Or, on the more serious side, perhaps you’ve had to 
troubleshoot an unexpected snag or bureaucratic snafu.

Now is your chance to share your experiences—the good, the bad, and the ugly—with Portal readers. 
Our May/June issue of the magazine will focus on the idiosyncrasies of international moving, and what 
you now know—and others should know—about doing business in other countries. Here are a few 
points to consider:

• What are the easiest and worst (that is, most difficult) countries or regions to ship into and 
out of? What puts those places at the top of your list?

• Have you encountered arcane requirements or regulations that make compliance difficult or 
impossible? Where, and what did you do about it?

•  If you’ve had a Nightmare Shipment, have you later handled another related to the same 
country? If so, how did that one work for you? How did you adapt in order to ensure a 
smoother experience?

• Do you have procedures in place to identify potential hurdles in countries where you do 
business (or, for that matter, have not yet done business)?

•  Please tell us about bureaucratic obstacles in your own country. What do your colleagues 
need to know, and what resources do you recommend for doing business there?

• Do you have tips for overcoming unexpected difficulties with respect to shipments? 

Submissions may be full-length articles or briefer anecdotes that can be used in a staff-written overview. 
IMPORTANT: Be sure to include your name, company, and your title at the company. High-resolu-
tion digital photos of yourself and/or pictures relating to the country or shipment you are describing are 
welcome. (Note: Cell phone photos often do not reproduce well and are unlikely to be included in the 
print version of The Portal.)

Please e-mail your submission to

janet.seely@iamovers.org AND joycedexter47@comcast.net

The deadline for the Mary/June issue is APRIL 30, 2014.
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Military Moves: A Primer

By Jane Carole Bunting, Customer Relations & Development, Total Military Management (TMM)

The military household goods moving industry volume is 
greatly infl uenced by congressional budget decisions, the 

planned drawdown of troops in worldwide arenas, and base 
realignment and consolidation (BRAC) decisions. Each of these 
factors, along with the unique method developed by the Surface 
Deployment and Distribution Command (SDDC) to award jobs 
based on a combination of perceived service quality and rate, 
control the volume of business handled by any single company. 
  Unlike in the commercial world, a company handling mili-
tary household goods moves in the DP3 program cannot increase 
its volume by soliciting additional work or contracts but must 
provide a high-quality move experience in the eyes of the service 
member that aligns with the rules and regulations set forth by the 
SDDC. 
 With the ever-changing landscape of military moves still in 
the formative years of the DP3 program, the Total Military 
Management (TMM) model has evolved and grown with the 
program to respond to the needs of the services and individuals 
while remaining competitive in the industry. TMM has created 
unique software platforms that integrate with the government 
systems to keep information fl owing and up to date among all 
involved parties. 
 As a company where approximately 85 percent of the 
employees are eligible for IAM-YP membership, TMM handles 
more military household goods moves than any other single en-
tity. To achieve this level of service for our military, TMM creates 

an excellent move experience for all involved parties through a 
unique combination of people, processes and partnerships. En-
hancing our ability to provide high-quality experiences that meet 
the expectations of the service member is the composition of the 
TMM workforce: Nearly 12 percent have previously served in the 
military including the following:  
• Randy Groger, International Consultant
 (formerly Captain, U.S. Army Transportation Corps)
• Jason Tiedeberg, International Operations Manager
 (formerly Sergeant, U.S. Army)
• Candice Snow, International Customer Care Advocate
 (formerly SPC E-4, Transportation Management 
 Coordinator, U.S. Army)

May 1–4, 2014

Young Movers 
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*
London, England

A New Logo for PMR

PM Relocations Pvt. Ltd., a 27-year-old India-based compa-
ny headed by IAM-YP and CEO Aakanksha Bhargava, recently 
launched a new logo to refl ect its dynamic youth, experience and 
aggressiveness, as well as its commitment to client satisfaction.
  “The various angles in the logo represent the multiple ser-
vices for making relocation simpler for clients in their new desti-
nation,” says Aakanksha. “The vibrant and vivid colors represent 
our youthfulness along with ample experience. The new logo 
brings freshness and a contemporary feel, advancing our ability 
to spread our wings worldwide, covering the global market.”



The Board of Directors of the Alan F. Wohlstetter Scholarship Fund urges you to consider a contribution or donation to 
the Scholarship Fund as part of your year-end tax strategy or as you formulate your company budget. Please advise your 
employees that scholarships are available to qualified candidates of any IAM company worldwide. For further information, 
visit www.IAMovers.org and click on Affiliate Groups.

ALAN F. WOHLSTETTER SCHOLARSHIP FUND UPDATE
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 Alan F. Wohlstetter Scholarship Fund received during the last 12 months are as follows:

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

Crown Worldwide Holdings Ltd.
Deseret Forwarding International, Inc.

Gridiron Forwarding Company, Inc.
   *National Forwarding Co., Inc. 
 Walter E. and Alicejo P. Saubert

(in honor of the lifetime
commitment of David P. Beere)
Vancouver Convention Center

Gold ($2,500–$4,999)
*Cartwright International 

Van Lines, Inc.
Daycos, Inc.

Deseret Forwarding International
DeWitt Transportation Services 

of Guam
GovLog, N.V.

Paxton Companies
Republic Moving and Storage 

Company
Roiatti International Moving Italy

(in memory of Alessio Prosdocimo)
Crown  Worldwide 

   (in memory of James Thompson Sr.)
Wagler Integrated Logistics, LLC

Silver ($1,000–$2,499)
ABBA International Inc.
Adele Forwarding Ltd.

*Aloha Worldwide Forwarders, Inc.
Arrowpack International

Arpin International Group, Inc.

Atlas World Group International
Blonde International, Inc.

Carlyle Van Lines, Inc.
Coleman World Group

Crystal Forwarding, Inc.
Executive Relocation International, Inc.

Executive Moving Systems Inc.
Foremost Forwarders, Inc.

Gateways International, Inc.
Global Transportation Services, Inc.
Graebel Movers International Inc.

Terry R. Head 
Hidden Valley Moving & Storage, Inc.

Jet Forwarding, Inc.
Lynden Transport

Morrissette Family Foundation
Nilson Van & Storage

*Pac Global Insurance Brokerage
Priority Moving, Inc.

Secor Group/Security Moving & Storage
Southwest Port Services Inc.

Stevens Forwarders, Inc.
The Pasha Group

Trans-Atlantic American Flag Liner 
Operators

True North Relocation, LLC
Victory Van Corp.

Wagler Integrated Logistics
Westpac International

Bronze ($500–$999)
AAA Systems, Inc.

Affiliated Transportation Systems, Inc. 
Allstates Worldwide Movers Inc. 

Aloha International Moving 
Services, Inc.

Andrews Forwarders, Inc. 
Claims Adjustment Technology, LLC

(in honor of Sandra Rowe Maier)
Classic Forwarding, Inc.
Richard & Judith Curry

(in memory of Cal Stein)
First Enterprise Forwarding, Inc.

Gulf Agency Company
Pan American International Movers

Pearl Forwarding, Inc.
R.D. Simmons & Associates, Inc.

Sourdough Transfer, Inc. 
*Total Military Management, Inc.

Westpac International, Inc.
Wonjin Transportation Co., Ltd.

In Kind or Other
Claims Adjustment Technology, LLC

(in honor of Jan Moore)
*Albert Moving & Storage

Joyce Stanley Batipps
(in memory of Gregory Raven Batipps)

Bay Area Movers, Inc. 
*Katrina Blackwell

Evergreen Forwarding, Inc.
*D. Finke

Terry R. Head 
Republic Moving & Storage 

John and Dana Rotticci

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

Join this prestigious list of contributors by sending your contribution TODAY! For more information on how to donate, please 
go to www.IAMovers.org and click on Affiliate Groups. Make checks payable to Alan F. Wohlstetter Scholarship Fund.

Alan F. Wohlstetter Scholarship Fund
5904 Richmond Highway, Suite 404 • Alexandria, VA 22303

Phone: (703) 317-9950  • Fax: (703) 317-9960



Going to College? 
Apply to IAM for tuition assistance  

anywhere in the world!
 Scholarship applications are now being accepted from qualified individuals 

enrolled at an accredited college or university worldwide.

The Alan F. Wohlstetter Scholarship Fund awards scholarships  
to assist the employees of IAM member companies  

and their dependents with college tuition.  
This benefit is also available to Student Members of IAM.

Supporting documents are required, so start early.  
All application materials must be submitted together.

The deadline for submitting applications is May 1.

The AFWSF board selects recipients based on the merit of each applicant. 

For information on eligibility, requirements,  
and application instructions, go to  

www.IAMovers.org and click on Affiliate Groups  

  

“I feel very proud to have been 
selected twice for the Alan F. 
Wohlstetter Scholarship. With the 
scholarship, I was able to cover my 
yearly University fees and the cost 
of my books, which can be very 
expensive.”

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



Bliss Team Tackles 24-Hour 
Bike Race

Bliss Moving & Logistics Srl sponsored 
the team Dedica Net Bikersss at the 24-hour 

mountain bike race held in Rome in late 2013. 
Several events and sports shows were offered in 
conjunction with the race to entertain families and 
children.
  “It was a great event that drew thousands of 
people, from athletes to sports and bike lovers,” 
said Francesco Argirò, CEO, Bliss Moving & Lo-
gistics and European Representative for the IAM-
YP. “Bliss staff was honored to take part in this 
event and to give its support to such a close group 
of people.” Bliss supports local events, especially 
eco-friendly gatherings and events for families.
  “It was amazing to join this great event in 
Roma! Combining work with sports and this kind 
of event makes life wonderful to live,” Argirò 
added.

From left to right: Federico Presta, who handles marketing and communications; 
Maurizio Massaroni, packing leader; and CEO & President Francesco Argirò of 
Bliss Moving & Logistics and European Representative for the IAM-YP. 

Bliss fi elded the 
Dedica Net Bikersss, a 
team of eight cyclists, 
in the race. The group 
fi nished 65/400.



IAMSOCIALCAFÉIAMSOCIALSOCIAL

We’re 
always open!

Access through www.IAMovers.org or http://socialcafe.iamovers.org

What can you do in the IAM Social Café?
• Build an individual profile with a photo or import your 

LinkedIn profile with just a few clicks. It’s that easy!
• Join a discussion to share best practices, talk about 

industry issues, or post a message about… whatever is 
on your mind.

• Follow the blogs of IAM staff, including President Terry 
Head and Chuck White, Director of Government & 
Military Relations. Be the first to know breaking IAM 
news!

How do you access the IAM Social Café?
• If you already have an IAM username 

and password, login at 
http://socialcafe.iamovers.org. 

• If you don’t have a username and 
password, contact Membership@
IAMovers.org and we will set one up 
for you. It’s that easy!

What do you do next in the IAM Social Café?
• Complete your profile.  Fill in the online form and be sure to upload your photo – your IAM 

Social Café friends will then know you by name AND face at the next IAM Annual Meeting!  
• Explore the community.  Find IAM friends and colleagues in the Social Café directory and 

add them as contacts, read posts in the community and blogs from IAM staff. 
• Post a message.  Got a question?  Your colleagues may have the answer!  Click Post a 

Message to send a question or discussion starter to your colleagues around the world.



SECURITY

Since 1999, the International 
Association of Movers (ISA) has 

provided international shippers and 
forwarders of Commercial and US 

Military and Government household 
goods, unaccompanied baggage, 

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

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

Preferred Vendors

USA Outbound Commercial HHG:
FCL & LCL

Mallory Alexander
International Logistics
+1 (502) 327-7776 
www.mallorygroup.com 
Contact: Theresa Walker
theresaw@mallorygroup.com

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

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

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

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

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

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

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

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

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

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

QR Codes Threaten Internet Security

Internet security experts have raised concerns about the grow-
ing use of Quick Response (QR) codes. Because the codes can 

only be read by a machine, such as a smart phone, it is diffi cult 
for people to determine what they are about to download, said 
Dr. Nik Thompson of Murdoch University. “There have already 
been cases of QR codes used maliciously to install malware on 
devices, or direct them to questionable websites,” he said.
  The codes, which are often used in marketing campaigns, 
could also be used to subscribe people to unwanted services, such 
as premium SMS. A Murdoch University release reports that in 
one recent case, a poster with a QR code was placed on the wall 
at a security conference, inviting passers-by to scan the code to 
win an iPad. During the weekend conference, 445 people scanned 
this code and visited the linked Website.
  “The fact that so many people were willing to scan this 
untrusted QR code, even at a conference dedicated to IT security, 
highlights the possibly dangerous level of trust that is placed in 
printed materials such as posters,” Thompson said. “Most of us 
are familiar with standard barcodes, which have been used safely 
for decades, and so don’t understand the risks associated with QR 
codes.”

  A standard barcode can represent up to 20 characters of 
information, while QR codes can carry much more data—up to 
thousands of characters. Originally used in the automotive in-
dustry, QR codes are now used to direct people to URLs, contact 
details, and other online content.
  To avoid the scammers, Thompson suggests using QR code 
readers that allow you to preview the entire URL before proceed-
ing to the site. He also recommends seeking out one of the many 
anti-malware apps available, developed by well-known Internet 
security companies.
  “Internet users need to be just as cautious with their mobile 
and tablet devices as they are with their laptop and desktop com-
puters,” Thompson said. “Never log in or submit personal details 
to any website you access by QR code, as it could be a fake site 
set up to capture your information. Criminals follow the money, 
so if more people are using mobile devices, that’s what they’re 
going to target.”

SOURCE: Homeland Security News Wire
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MILITARY/GOVERNMENT UPDATE

USAREUR and IMCOM-E Announce FY14, FY15 Structural Changes

U.S. Army Europe and Installation Management Command—
Europe announced recently two separate actions to rebal-

ance and reduce the personnel structure across the U.S. Army in 
Europe.
  These changes will result in an overall net increase of 44 
U.S. civilian employee positions, and a reduction of 89 military 
positions and 579 Local National civilian employee positions in 
Europe by the summer of 2015 as follows:
• In Belgium, there will be an increase of three military posi-

tions, an increase of five U.S. civilian employee positions 
and a decrease of 25 Local National civilian employee posi-
tions.

• In Germany, there will be an aggregate reduction of 93 
military positions and 554 Local National civilian employee 
positions. There will be an aggregate gain in Germany of 53 
U.S. civilian employee positions.

• In The Netherlands, there will be an aggregate increase of 
one military position and a decrease of 14 U.S. civilian em-
ployee positions with no impact on Local National civilian 
employee positions.

  The Department of the Army approved these actions, which 
support the Department of Defense’s reshaping of Europe-based 
forces in accordance with the national defense strategy. They ad-
just theater and garrison staff support levels to optimize efficien-
cies without degrading effectiveness. 
  The Army routinely makes adjustments in manpower docu-
ments. This rebalancing of support personnel reflects the second- 
and third-order effects of recent posture changes throughout the 
theater.
  In addition, the personnel reductions directly support the Eu-
rope-wide posture changes announced by DoD on Feb. 16, 2012. 
Those changes included the inactivation of two heavy Brigade 
Combat Teams, V Corps headquarters and the removal of 2,500 
soldier positions in enabling units—a total of more than 11,000 
U.S. soldier positions.
  In the first action, 21st Theater Sustainment Command and 
Joint Multinational Training Command conducted thorough 
analyses to determine the appropriate Fiscal Year 15 theater 
support structure and capabilities needed within their respective 
functional areas to increase efficiencies while improving mission 
effectiveness. The expected decrease in future workload require-
ments in conjunction with the posture changes announced by 
DoD in 2012 make these changes necessary.

Germany
  Four units assigned to the 21st Theater Sustainment Com-
mand will reduce civilian personnel positions no later than April 
2015 as follows:
• 6966th Truck Transportation Terminal, Kaiserslautern, Ger-

many, will reduce three U.S. civilian employee positions and 
63 Local National civilian employee positions.

• Maintenance Activity Kaiserslautern, Kaiserslautern, Ger-
many, will reduce 330 Local National civilian employee 
positions and gain one U.S civilian employee position.

• Maintenance Activity Vilseck, Vilseck, Germany, will reduce 
one U.S. civilian employee position and 20 Local National 
civilian employee positions.

• Supply Activity Europe, Kaiserslautern, Germany, will 
reduce one U.S. civilian employee position and 42 Local 
National civilian employee positions.

  The Joint Multinational Training Command, Grafenwoehr, 
Germany, will reduce 83 military positions, nine U.S civilian 
employee positions, and 114 Local National civilian employee 
positions in Germany by September 30, 2014.
  In the second action, Installation Management Command—
Europe will rebalance and reduce military and civilian employee 
positions at installations across Europe by September 30, 2014.
  Based on ongoing reviews of standard garrison workforce 
levels, IMCOM-E adjusted the base support operations staff 
required to support USAREUR forces.
  In addition to changes within some established garrisons, this 
action covers restructuring of the IMCOM-E Garrison Support 
Element, the inactivation of IMCOM-E’s last two indirect report 
garrisons—Baumholder and Hohenfels—and their subsequent 
conversion to Small Sites under their parent garrisons. This ac-
tion is in line with the previous inactivations of USAG Brussels, 
Garmisch, and Schinnen, all of which have been fully converted 
to Small Sites.
  The IMCOM-E actions rebalance positions across garrisons. 
Most of the positions we are reducing are in public works, budget 
and management, as we have fewer overall numbers of person-
nel and facilities requiring support. DoD is increasing positions 
in other areas to address long-term staffing shortfalls. IMCOM-E 
will implement the following net changes at various locations by 
September 30, 2014:

Belgium
• U.S. Army Garrison Benelux will reduce two military posi-

tions and 30 Local National civilian employee positions.
• Small Site Brussels will gain five military positions, five U.S. 

civilian employee positions and five Local National civilian 
employee positions.

Germany.
• IMCOM-E Garrison Support Element in Sembach, part of 

USAG Rheinland-Pfalz, will increase three U.S. civilian em-
ployee positions and four Local National civilian employee 
positions with no impact on military positions.

• U.S. Army Garrison Ansbach will reduce one military 
position, increase six U.S. civilian employee positions and 
reduce 20 Local National civilian employee positions.

• U.S. Army Garrison Baumholder will convert to a Small 
Site under USAG Rheinland-Pfalz and reduce eight military 
positions, 11 U.S. civilian employee positions, and 154 Local 
National civilian employee positions.



• Small Site Garmisch will increase one military position, 
reduce four U.S. civilian employee positions, and increase 14 
Local National civilian employee positions.

• U.S. Army Garrison Bavaria will reduce two military posi-
tions, increase 19 U.S. civilian employee positions, and 
reduce 72 Local National civilian employee positions.

• U.S. Army Garrison Hohenfels will convert to a Small Site 
under USAG Bavaria and reduce three military positions, 
eight U.S. civilian employee positions, and 59 Local Nation-
al civilian employee positions.

• U.S. Army Garrison Rheinland-Pfalz will gain three military 
positions, 21 U.S. civilian employee positions, and 179 Local 
National civilian employee positions.

• U.S. Army Garrison Stuttgart will gain two military posi-
tions, two U.S. civilian employee positions and 91 Local 
National civilian employee positions.

Marine Budget Boosts Embassy Security Forces

• U.S. Army Garrison Wiesbaden will reduce two military 
positions, increase 38 U.S. civilian employee positions, and 
increase 32 Local National civilian employee positions

The Netherlands
• Small Site Schinnen will increase one military position and 

reduce 14 U.S. civilian employee positions with no impact 
on Local National civilian employee positions.

  The U.S. Army in Europe structure will continue to change 
to maximize effectiveness in meeting mission requirements. U.S. 
Army in Europe leaders are fully aware of the potential effects 
reductions can have—both professionally and personally—on the 
members of the workforce and their families. Civilian employees 
are key to USAREUR’s success, and its leadership is committed 
to ensuring they are kept informed and apprised of their options.

SOURCE: U.S. Army Europe Public Affairs

Editor’s note: Under a recent agreement between the Department 
of Defense (DoD) and the U.S. State Department, the personal 
effects shipments for the Marines, or any military personnel be-
ing assigned to U.S. embassies, are now handled and coordinated 
by the State Department through their moving program and no 
longer handled through the DoD DP3 program. The estimated 
number of shipments involved ranges between 3,000 and 5,000; 
and the assignment of these additional Marines could actually 
double the volume of shipments.

The $22.8 billion Marine Corps budget request for Fiscal Year 
2015, down $1.4 billion from the previous year, included 

funding for a major buildup of embassy security and quick reac-
tion forces in the wake of the Benghazi attacks.
  Under the proposal, about 1,000 additional Marines would 
be assigned to Special-Purpose Marine Air-Ground Task Force 
Crisis Response units and to 12 new Marine embassy security 
detachments, said Rear Adm. William K. Lescher, who briefed on 
the Marine and Navy budgets at the Pentagon.
  Embassy security has been a major concern of Congress 
since the 2012 attacks in Benghazi, Libya, that killed Ambassa-
dor Chris Stephens and three other Americans. The $22.8 budget 
request did not include the Marines’ share from the so-called 
Overseas Contingency Operations (OCO) fund—mainly for the 
war in Afghanistan—which could boost overall Marine spending 
to about $30 billion.
  Pentagon Comptroller Bob Hale said the OCO fund request, 
which was in the range of about $85 billion last year, had yet to 
be drawn up for FY2015 but was likely to amount to a “place-
holder” sum of about $79 billion.

  The $22.8 billion for the Marines was part of the Navy’s 
overall $148 billion budget request included in the Defense 
Department’s $495.6 billion FY 2015 budget proposal, which 
itself was part of President Obama’s overall federal spending plan 
of nearly $4 trillion. The $1.4 billion reduction for the Marines 
primarily reflected cuts in the active duty and Reserve forces.
  Currently, Marine active duty strength was about 190,000 
and was expected to go down to about 182,700 at the end of FY 
2015, Lescher said.
  If the mandatory cuts under the Congressional sequester pro-
cess continue, the number of active duty Marines would go down 
to 179,400 in FY 2016 and 175,000 in FY 2017, Lescher said. 
Marine Reserve strength would go down from the current 39,600 
to 39,200 at the end of FY2015, according to the projections.
  The projected cuts could also force changes in the areas in 
where Marines are deployed. Currently, about 6,000 Marines are 
in Afghanistan, 4,600 are aboard ships and 25,300 are deployed 
to the Pacific region. However, the Navy said that the proposed 
rebalance of U.S. forces to the Pacific would be protected.
  The Marine budget would maintain purchases of the MV-22 
Osprey at 19 in FY 2015. The Marines likely would ask for 19 
more Ospreys in FY2016 and 18 in FY 2017 before dialing back 
to four Ospreys in FY 2018 and four in FY 2019.
  For new systems, the Marines put a premium on air defense 
in the budget request. The Marines asked for funding for 89 of 
Northrup Grumman’s new mobile radar system called the “Ga-
tor,” for AN/TPS-80 Ground/Air Task Oriented Radar.

SOURCE: DODbuzz.com



Pasha Hawaii Delivers 25th CAB Black Hawks

By Donna Klapakis, 599th Transportation Brigade Public Affairs

The end of a long wait for inbound 
helicopters came for the 25th Combat 

Aviation Brigade (CAB), 25th Infantry 
Division, on February 12 after the offload 
of new UH60M Black Hawks from the 
Motor Vessel Jean Anne at Pearl Harbor.
  “This is the last evolution of the new 
equipment, the UH-60M model,” said 
John Manahane, 599th Transportation 
Brigade traffic management specialist. 
“Today they offloaded the final 14 of 45 
combined. This movement started with 
the first evolution in September. This 
completes the fielding and transfer of 
ownership from the Aviation and Missile 
Command to the 25th Combat Aviation 
Brigade, 25th Infantry Division.” 
  After offloading the new helicopters, 
soldiers from the 209th Aviation Support 
Battalion supported loading 23 of the 
CAB’s legacy UH-60A and -L models 
onto the Jean Anne for retrograde to the 
mainland for further disposition.
  “This kind of joint operation requires 
very careful coordination,” said Mana-
hane, who was acting as liaison for all 
groups as part of his single-port-manager 
duties. “We have the CAB, which sup-
ports the actual loading and offloading of 
its helicopters, the Fleet Logistics Center, 
Pear Harbor, which is providing the facil-
ity, and our commercial shipping industry, 
which provides the transport.”
  In addition to fulfilling single-port-
manager duties at Pearl Harbor, the 599th 

Transportation Brigade also conducted 
leadership professional development for 
any personnel who could attend during the 
port operations.
  “Leadership development is always a 
good thing to do, not only for NCOs and 
officers, but for the civilian workforce, 
too,” said Command Sgt. Maj. Claudia 
Shakespeare, 599th Transportation Bri-
gade senior enlisted advisor. “This was a 
great opportunity to take our workforce 
out to see and hear how our missions are 
conducted. Having a vessel dock and he-
licopters loading and unloading improved 

everyone’s firsthand knowledge of what 
we do.”
  “This was a combination of a com-
mercial ship at a Navy port with Army 
soldiers supporting loading and offloading 
their equipment,” said Daniel “Danny” 
Martinez, 599th Transportation Brigade 
deputy director of operations. “From my 
perspective the leadership development 
was useful to see how all of the teams 
come together to work as one.”

SOURCE: TRANSLOG: The Journal of 
Surface Deployment and Distribution

The Jean Anne offloaded 25 CAB Black Hawk helicopters in February.



USTRANSCOM Ranks High among Federal Workplaces

By Bob Fehringer, U.S. Transportation Command

While the past year may not have been the best for morale-
building among federal employees, it was not all negative 

for those at U.S. Transportation Command, which ranked among 
the top 10 percent of places to work in our nation’s government 
according to www.bestplacestowork.org.
  According to the website, The Best Places to Work in the 
Federal Government®, rankings offer the most comprehensive 
assessment of how federal employees view their jobs and work-
places. They provide insight into issues that range from leader-
ship and pay to innovation and work–life balance. The rankings 
alert leaders to signs of trouble and provide a roadmap to help 
improve organizational performance and better manage our 
government’s most important asset—its employees.
  “I’m very pleased and proud to report that USTRANSCOM 
has placed in the top 10 percent of places to work in our nation’s 
government,” said Gen. William M. Fraser III, commander, US-
TRANSCOM. “Specifically, we placed number 24 of 300 agency 
subcomponents in the 2013 Rankings of The Best Places to Work 
in the Federal Government. Most notably, despite many chal-
lenges, our net score increased during 2013.”

  According to www.bestplacestowork.org:
• The 2013 Best Places to Work in the Federal Government® 

rankings drew on responses from more than 376,000 civil 
servants across 371 federal agencies and subcomponents.

 • The rankings provide a mechanism to hold agency leaders 
accountable for the health of their organizations; serve as an 
early warning sign for agencies in trouble; offer a roadmap 
for improvement; and give job seekers insights into how 
federal employees view their agencies.

• The Partnership for Public Service uses data from the Office 
of Personnel Management’s (OPM) Federal Employee View-
point Survey to rank agencies and their subcomponents ac-
cording to a Best Places to Work index score. Agencies and 
subcomponents are measured on overall employee satisfac-
tion and scored on 10 workplace categories, such as effective 
leadership, employee skills–mission match, pay, teamwork 
and work–life balance.

  To see exactly how USTRANSCOM compared to other units 
in the competitive grouping, go to http://bestplacestowork.
org/BPTW/rankings/overall/sub.



SDDC Contracting Office Disestablished; G9, TRANSCOM, ACC Pick Up 
Critical Acquisition Functions

By Mark Diamond, SDDC

Caeser served three tours of duty overseas. He will be 
patrolling the New York City subways with his handler.

In an effort to streamline and provide 
increased oversight and management of 

all Military Surface Deployment and Dis-
tribution Command contract requirements, 
the SDDC Contracting Office will be 
disestablished as of September 30, 2014. 
The command’s delegated procurement 
authority will also be removed. Prior to its 
disestablishment, the SDDC Contracting 
Office handled stevedoring and related 
terminal services and SDDC information 
technology contracts within the Conti-
nental United States, as well as CONUS 
SDDC brigade and battalion support for 
commodities and services. 
 According to SDDC Contracting 
Office officials, during Fiscal 2013 the 
office managed more than $100 million 
in contract actions and was responsible 
for the SDDC Government Purchase 
Card program at an additional estimated 
$4 million in annual transactions. Carla 
Diamond, SDDC Contracts Division chief, 
said the work previously accomplished 
by the SDDC Contracting Office is being 
realigned to other organizations within and 
outside of the command. While acquisi-
tion management responsibilities are being 
assigned to SDDC’s G9 Strategic Business 
directorate, contracting responsibilities 
will be handled by the U.S. TRANSCOM 
Acquisition Office at Scott Air Force Base, 
and U.S. Army Contracting Command at 
Rock Island, Illinois.

  According to the command’s top 
civilian leader, the disestablishment of 
the SDDC Contracting Office is “another 
evolution taking SDDC’s residual procure-
ment and contracting requirements and 
distributing those to U.S. TRANSCOM 
and ACC, where they can be aggre-
gated with other requirements to deliver 
improved transportation or distribution 
services to our customers.”
  In addition to consolidating and re-
aligning the SDDC procurement and con-

tracting workload, the disestablishment of 
the SDDC Contracting Office eliminates 
the command’s delegated procurement 
authority and, therefore, eliminates the 
need for 1102-series contracting special-
ists within SDDC. Functionality will now 
be fulfilled by contracting specialists at 
TCAQ and ACC. As of January 1, almost 
all AQ employees had found new employ-
ment with other agencies on or around 
Scott Air Force Base. 

NYPD Gets Ex-Military Dog

The New York Police Department is welcoming a 
newcomer, the first of his kind for the nation’s largest 

police department: a former military service dog. The 
four-year-old German shepherd served three tours of duty 
overseas. Now he’ll patrol the New York City subways 
with Officer Juan Rodriguez.
  The Department of Defense has long made some of 
its retired dogs available to law enforcement agencies, but 
the NYPD hasn’t had one before. The arrangement saves 
the police force the $6,000–8,000 cost of training an inex-
perienced dog.
  NYPD Sgt. Randy Brenner says military dogs make 
promising police partners, because they’re “already used 
to working in stressful situations.”



AIR CARGO/AIR TRAVEL

TIACA Calls for ‘Significant Further Testing’ and Standards 
Re Air Cargo Security Screening

Significant further testing must be con-
ducted into the provision of advance 

data for air cargo and mail parcels security 
screening. Furthermore, common global 
standards and procedures must be devel-
oped to avoid potentially serious disrup-
tion to the flow of world trade, according 
to The International Air Cargo Association 
(TIACA).
  In his address to the World Customs 
Organization’s (WCO) Annual Techni-
cal Experts Group on Air Cargo Security 
Conference in Brussels, TIACA Secretary 
General Doug Brittin cautioned customs 
regulators against taking unilateral action 
to require submission of certain customs 
information for all air cargo shipments, in 
advance of aircraft departure. He told del-
egates, “We recommend that all regulatory 
parties coordinate this process through the 
WCO and that they consult more closely 
with industry before they move forward 
on establishing regulations.”
  A similar process should be fol-
lowed to establish common procedures 
for member states’ security regulators to 
ensure common cargo screening methods 
are in place after the analysis process is 
completed, he said.
  While country specific advance data 
programs have been tested by customs 
regulators—including ACAS in the United 
States, PRECISE in Europe and PACT 
in Canada—and some results shared 
through the WCO and other venues, gaps 
in ”global standards” remain. Brittin said 
the air cargo industry fully supports the 
concept of advance data risk analysis, stat-

ing that many positive lessons had been 
learned in relation to the creation of data 
sets, data transmission, data analysis and 
the message “return” process. However, 
he highlighted a series of challenges that 
must still be overcome. These, he said, 
included the lack of compatibility between 
many carrier and forwarder IT systems, 
inaccurate or incomplete information, 
wide variations in the timing of data avail-
ability, and limited testing of forwarder ca-
pabilities, especially outside of the United 
States.
  Another big challenge for indus-
try, according to TIACA, is the diverse 
regulatory needs of customs and security 
regulators, ranging from information ac-
ceptance, analysis and messaging to action 
and physical screening. While compliance 
is the responsibility of both customs and 
security regulators, both have different 
needs that often involve separate functions 
within industry management structures, 
the association says.
  Brittin told the WCO conference that 
the air cargo industry still has a number 
of concerns about advance data analysis, 
notably systems and standards are not yet 
established, “operational” testing is not 
yet sufficient in terms of getting messages 
to the freight dock in time, and airline and 
forwarder responsibilities and roles are not 
fully defined.
  “Real rule sets are not yet tested and 
it is essential to determine cost, effort and 
capability,” he said. “Actual screening pro-
tocols lack common practices, even within 

some of the mutual recognition practices 
such as the U.S./EU, Canada, Japan and 
others. Further questions surround issues 
such as how e-AWB and e-CSD (trusted 
shipper) messaging procedures could link 
to a regulator data scheme. Will customs 
regimes impose penalties on advance 
filings and, if so, against whom? Without 
common customs and security regulatory 
processes, cargo transiting or transfer-
ring at a gateway may be required to be 
located, off-loaded and screened—and the 
shipment may be only one piece in a Unit 
Load Device (ULD) container. Carriers 
may be required to submit the same or 
similar data to multiple customs regimes, 
based on routing. We also face a situation 
where different screening procedures, 
varying by country, will continue for 
targeted, higher risk shipments.” Beyond 
that, Brittin expressed concern that smaller 
and medium sized forwarders may be left 
out in the process.
  As the next step, TIACA wants cus-
toms and security regulators to work with 
industry to ensure data elements, analysis 
and messaging procedures, screening 
and response protocols are all standard-
ized. The association says the best way to 
achieve this is by customs regulators and 
industry working collaboratively through 
the WCO while security regulators work 
to develop common “targeted” cargo 
screening and compliance standards.
  In the meantime, TIACA recommends 
that regulators continue to utilize the cur-
rent testing approach and procedures until 
global standards are established.



8 Nifty Little Items You Never Pack... But Should

No matter where you’re traveling next, there are a few things you can add to your 
grab-and-go bag that will make everything run a little more smoothly. Meet eight 

items that will turn you into the MacGyver of the vacation set.
• Power strip. Outlet shortage at the airport? A multi-socket power strip helps share 
the juice from a single public outlet. Forgot your charging iPod in your hotel room? By 
plugging all of your electronics into the same place, you’ll be less likely to leave one 
behind. One catch: Abroad, you’ll need to use an adapter and a converter. Belkin Mini 
Surge Protector with USB Charger, from $10.
• Bandanna. The list of obvious uses for a bandanna is long—hand towel, lens 
cleaner, eye mask, hair tie, headband, scarf, cooling device (when dampened)—but this 
versatile carry-on can also work in a pinch as a pillow when you tie it around a bundled-
up sweater, as a sling for a sprained arm, and even as a hobo handbag to tote your 
belongings.
• Duct tape. From bandaging up exploded luggage to removing lint from clothing, 
duct tape earns its all-purpose reputation. Carry a small roll (about $5) with you to patch 
tears in shoes, bags, or clothing; baby-proof your hotel room by covering outlets and 
securing drawers shut; hold together a well-worn guidebook when the spine gives out; 
and more.
• Travel mug. To prevent damage, transport sunglasses or delicate souvenirs in an 
empty travel mug with a wide mouth—just make sure it’s got a secure screw top. Dur-
ing your trip, the mug can be an ecofriendly to-go cup or a great decoy for stashing 
valuables in your hotel room (a coffee-stained thermos is an unlikely target for thieves). 
OXO Good Grips LiquiSeal Travel Mug, $20.
• Moist towelettes. They aren’t just for babies! Not only can you sanitize your hands 
and kill germs on tray tables, doorknobs, tabletops, and other public places, you can also 
use them as a refreshing face cloth after a day spent in transit. The alcohol in many wet 
wipes helps remove ink stains in a pinch, too.
• Silicone travel bottles. TSA-approved mini bottles are old news to an experienced 
traveler like you. But their rigid plastic shells waste expensive moisturizer, sunscreen, 
and hair products that can’t be squeezed out. Enter squishy travel bottles made out of 
transparent, soft silicone: easy to clean, more flexible to pack, and good to the last drop. 
GoToob Bottles, from $5.
• Safety pins. The safety pin: a multifunctional travel tool. Clasp the zippers of your 
day pack together to deter thieves; use in place of a missing button, zipper pull, or to 
mend other wardrobe malfunctions; tack kids’ pant legs up when hiking through mucky 
terrain; even prevent static cling in a dress or skirt by slipping the safety pin into the 
seam of your slip (the metal has repelling properties).
• Tote bag. Many shops abroad charge extra for single-use plastic bags, so BYO 
bag with an expandable tote like the Baggu ($9). Bring one that’s tough enough to toss 
around as a carry-on and handle farmers market, picnic, and beach items, too. At trip’s 
end, cordon off the dirty laundry inside your suitcase to preserve the freshness of any 
clean clothes that are left.

SOURCE: HuffingtonPost.com



BUSINESS & ECONOMIC NEWS

Report: Latin American Economies Likely to Improve in 2014

Latin American currencies have been 
falling for several years. Decreased 

demand for exported goods and continuing 
currency market instability have contrib-
uted to slowing the performance of many 
Latin American emerging economies, a 
report from the Economic Commission 
for Latin America and the Caribbean 
(ECLAC) has shown.
  ECLAC’s Preliminary Overview of 
the Economies of Latin America and the 
Caribbean 2013 report emphasizes that 
volatility in European and Asian markets 
has also contributed to the less-than-fore-
cast GDP growth in the region. ECLAC 
had forecast an average of 3 percent 
growth for its member countries but poor 
performance—chiefly in Mexico and Bra-
zil—cut that figure down to 2.6 percent.
  The Brazilian economy suffered its 
largest quarterly slowdown in nearly five 

years, registering 2013 growth at 2.4 per-
cent. In Mexico, ECLAC says that GDP 
growth will register at only 1.3 percent, 
just over Venezuela—the worst perform-
ing economy in the bloc at 1. 2 percent.
  Meanwhile, other countries in 
ECLAC appear to be outperforming tradi-
tional powerhouses due to increased do-
mestic demand and slightly higher domes-
tic investments. Peru’s GDP, for example, 
is expected to grow at a rate of more than 
5 percent for 2013, surpassed by Bolivia at 
6.4 and Panama at 7.5 percent.
  Paraguay is expected to report 13 
percent growth. Meanwhile, Argentina, 
Chile, Colombia, Guyana, Nicaragua and 
Uruguay posted growth of between 4 and 
5 percent, the report showed.
  Currency depreciation has also played 
a role, particularly on fears that the U.S. 
Federal Reserve may be prompted by 

positive economic indicators to taper its 
stimulus program some time in 2014.
  The ECLAC report anticipates an-
ticipates that 2014 will likely offer better 
prospects as domestic consumption for 
manufactured goods and services will 
likely increase and contribute to GDP 
growth, while better-than-expected growth 
in China could fuel external demand in the 
bloc’s markets.
  But it cautions that “an upturn in the 
regional growth rate will depend, in part, 
on continued recovery in Mexico and 
better growth performance in Brazil, both 
of whose growth rates lagged the regional 
average in 2013.

SOURCE: The BRICS Post



EXECUTIVE SUITE

Does Your Staff Respect You—Or Fear You?

By Alesia Latson

When you’re driving down the road 
and see those flashing blue lights 

in your rearview mirror, what’s the first 
thought that pops into your mind? If 
you’re like most people, you get an uneasy 
feeling in your stomach and think, “Uh-
oh. What did I do?” The thought that the 
police officer might be pulling you over 
to tell you something simple, such as that 
your taillight is out, rarely crosses your 
mind. That’s because when a person of au-
thority suddenly makes an appearance or 
asserts himself, it’s human nature for those 
around the person to have a fear response 
triggered and to jump to the worst case 
scenario, as in: “I did something wrong.”
  If you’re a leader, chances are your 
staff feels that same status differential 
with you, and they translate it as fear. So 
when you casually ask a staff member, 
“Can you please come to my office for a 
moment?” or when you’re in a meeting 
and defensively respond to an employee’s 
comments by saying, “But that’s not my 
understanding of things,” or when you 
repeatedly interrupt your staff member as 
she’s speaking, you’re triggering the fear 
response in the person, just as the flashing 
blue lights in the rearview mirror do.
  While you might think that having 
people fear you to some degree is good, 
fear in a relationship actually has many 
negative effects. In fact, research shows 
that when people are operating in fear, it 
impairs their analytical thinking skills, de-
creases their creative insight, and reduces 
their problem-solving abilities—the exact 
things workplaces need to succeed in 
today’s marketplace. So even though you 
likely don’t walk around basking in your 
authority and you don’t consciously exert 
your power over people, your employees 
feel it in all the seemingly simple things 
you do each day.
  If you want your staff to respect your 
authority rather than fear it, following are 
some suggestions for making sure every 
interaction with them is a positive one.

Headline your requests
Because your mind is likely jumping 
from one topic to the next, it’s easy to get 

trapped in the busy-ness of the day and not 
realize the unintended consequences of a 
simple question. For example, when you 
ask an employee, “Can you please come 
to my office for a moment?” you probably 
believe it’s nothing more than an innocu-
ous request. But the employee translates 
your words and rushed tone as, “Oh no! 
What did I do? Am I in trouble?”
  To ensure this doesn’t happen, take 
a few seconds to headline your requests. 
Before saying the fear-inducing “Can you 
come to my office for a moment,” give 
a little headline to add context to your 
request, as in “Chris, I’d like to get your 
feedback on something. Can you come 
to my office for a moment?” Notice how 
those few words of clarification change 
the implied context of the request and ease 
any fears the employee may have.

Be curious   
Leaders are supposed to challenge their 
staff. That’s often what prompts new ideas 
and bold solutions. The key is to chal-
lenge people in a positive, motivating way 
rather than to squelch their creativity or 
have them fear your pushback. So instead 
of challenging people with defensive 
questions like “Why did you do that?” or 
with intimidating “but” statements like 
“Yes, but that’s not my understanding of 
the issue,” get in the habit of asking three 
open-ended questions before you advocate 
your point of view.  
  Asking open-ended questions (those 
that elicit something other than a “yes” 
or “no” reply) makes the person you’re 
speaking with feel valuable and that he 
or she has important insights. This alone 
helps to create an environment of collabo-
ration, trust and respect, which naturally 
reduces any defensiveness.
  The two most powerful types of open-
ended questions to ask are “what” and 
“how” questions. Asking in a neutral tone, 
“What evidence do you have to support 
this conclusion?” “What process did you 
engage in?” and “How would you describe 
your philosophy on this?” prompts the 
employee to reflect on the situation and 
brings forth the most useful information. 

Additionally, by asking three questions 
rather than one or two, you’re showing 
more than a superficial interest in the other 
person’s perspective.

Set ground rules
One of the most common ways leaders 
unknowingly assert their dominance over 
employees is by interrupting people when 
they speak. Since most employees want to 
please the boss, they allow the interruption 
to derail the conversation and they hold 
back on ideas.
  Of course, leaders usually interrupt 
because others are going on too long and 
they just don’t have the patience. Domi-
nance and fear are the furthest things from 
their mind. To alleviate this fear-inducing 
habit, set the ground rules for how you 
work best. If you want people to get to 
the point and only discuss the pertinent 
details, tell them. You could say, “We 
only have an hour here. My request is that 
when you are reporting, be succinct. Start 
with what the conclusion is and then we 
can ask questions and look into details.” 
When you make requests for how you 
want the information, the need to interrupt 
decreases. Additionally, your employees 
will appreciate knowing your wishes and 
will eagerly accommodate them.

Be a fear-less leader
Leaders have a tremendous impact on their 
employees’ lives—
financially, emotionally and mentally. 
When you take the steps to make sure your 
impact is one that enhances the workplace 
rather than instills fear in it, you’ll create 
an organizational culture that breeds mu-
tual respect, creativity and collaboration. 
And that’s the hallmark of a true leader.
 Alesia Latson is a speaker, trainer, 
coach and founder of 
Latson Leadership Group, a consulting 
firm specializing in management and lead-
ership development. 

SOURCE: Government Executive 
Magazine



Three Business Basics to Review Constantly 

By Erik Sherman

With all the distractions in trying to make a venture take off, 
it’s important to take stock and make sure you’re getting 

the fundamentals right.
  In a recent Wall Street Journal blog post, Eze Vidra, head of 
Google for Entrepreneurs Europe, enumerated five things entre-
preneurs need to know. There were some good points, the most 
important being an indirect one: It’s always time to reconsider the 
basics. These aren’t points you check off a list and then move be-
yond any more than a great baseball player can stop paying atten-
tion to throwing, catching, and hitting. Lawyers and doctors must 
regularly learn new developments in the basics in their fields, so 
that their practices are as effective and relevant as possible.
  Of course the basics must be incorporated in everything you 
do, but that doesn’t mean you can take them for granted. When 
you stop paying attention is exactly when things can lose their 
way. Here are some things you never want to take for granted.

Know your customers
 Vidra says that entrepreneurs should know their markets and 
build products and services those markets want. That’s cor-
rect. But at a more fundamental level, you want to forget about 
markets and pay attention to people. Actual individuals will 
either buy from or pass on your company, whether you sell to a 
consumer market or are in the B2B space. The more you under-
stand what they want, what they lack, where they feel pain, and 
what they hope for, the better your chance of developing some-
thing they want, rather than taking a more hit-or-miss approach. 
Steve Jobs understood his customers—not all customers, but 
his customers—so well that his flops were relatively few and 
far between. Spend time with your customers, talk with them, 
and—most important—listen to them.

Look for simple yet big ideas
 Forget what everyone says customers are clamoring for, un-
less those people are actual customers trying to buy something 

specific. Take your customer knowledge and start to solve their 
problems. That means you identify the problem and find a way 
to solve it as simply and completely as possible. Also recognize 
that the full solution might take time to develop. Vidra mentions 
that Google Maps started as a simple mapping service. Later, 
it started offering specialized directions for driving, walking or 
cycling. Then it started offering alternatives to traditional maps, 
with images from street level and overhead satellite photos. Now 
the company is working on self-driving cars. The big problem 
Google is solving: how to get from point A to point B.

Hire smart
Hiring is a tough one. Vidra warns against working with friends 
just because you have the relationship. You want people whose 
talents and strengths complement yours. If they happen to be 
people you went to school with or who were coworkers at a pre-
vious employer, that’s fine. And having loyalty is important. (Just 
look at the legal problems facing SnapChat and Square, where 
people claimed they were instrumental in the founding then were 
pushed to the sidelines.) But people need to have the right fit. 
Best to make things clear up front than to dodge an issue because 
you’re uncomfortable discussing it.
  By the way, that also means you have to consider yourself 
in the same light. There may come a time when your talents 
run thin, as a company grows and you need to find more quali-
fied management. You may also find before that point that some 
employees are better suited to dealing with certain aspects of the 
business. Get out of the way and let them.
  The more you focus on the fundamentals of business, the 
stronger your undertaking will become and the more effectively 
you will manage. Every day look at what you’re doing and ask 
yourself, “How will I strengthen the basics today?” If you can’t 
list a handful of ways in which you can do that, you’d better work 
harder and smarter until you can.
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GInter: Poised to Seize Brazil’s ‘Very Good Moment’

By Joyce Dexter, Portal Editor

After 47 years in business, Granero Group is a well-known 
name in the transportation industry in Brazil. Its internation-

al subsidiary, GInter, is a giant among the country’s household 
goods movers. According to Executive Director Robson Gra-
nero, GInter handles more than 3,000 international moves and 
some 25,000 domestic moves per year, supported by 65 offices 
and 1,600 employees in all states in Brazil. 
 Headquartered in São Paulo, the huge Granero network was 
founded by Robson’s grandfather, Pedro Granero, his uncle, Ber-
nardo Granero, and his father, Roberto Granero. Today, it thrives 
as a family enterprise, with the new generation turning its laser 
focus to smart growth and offering a broad range of services. 
Robson’s father, Roberto, is the president of the board of Gra-
nero Group and his cousin Emerson Granero is the commercial 
director at GInter; two cousins work in the domestic side of the 
business.
  Robson himself grew up in the industry but left for a time 
when he was 17. Today, he is responsible for building on GInter’s 
success. He sees certain advantages to his relative youth, as well 
as his generation’s unique capabilities. By harnessing technolo-
gies and a better way of accessing available data, he says, “We 
have a more professional company, using the best practices of the 
marketplace. We don’t just go by what the market is doing—we 
use customer satisfaction surveys to help guide us in the right 
direction. And our planning is very efficient. Every year, we use 
strategic planning to set our goals.”

  For Granero, associations like IAM also play an important 
part. “It’s good to have associations that know what the industry 
is doing, and enable us to share what we are doing with overseas 
partners,” he explains. “It’s good for our clients to know that we 
are involved in important professional groups. In our home coun-
try we don’t have associations of movers, so our affiliations with 
IAM, FIDI, OMNI, LACMA and PAIMA signal credibility to 
our corporate and other clients and are attractive to new partners. 
Sometimes we have clients who are moving to places where we 
haven’t sent shipments before. Our membership with IAM helps 
us to find partners in those areas. We couldn’t imagine doing this 
without IAM.” 

One of GInter’s fleet of trucks in Brazil.

GInter Executive Director Robson Granero

International 
Director 
Patrick Ohara



One of GInter’s fleet of trucks in Brazil.
Packers and other operations staff are trained in-house. “We constantly strive to improve our quality and training,” says Robson Granero.

  Granero and his colleague, Interna-
tional Director Patrick Ohara, spoke 
with The Portal during IAM’s 51st Annual 
Meeting in Vancouver. Ohara, who was 
born in São Paolo and educated in the 
United States, has been working in the 
industry for 17 years. He began his career 
with Metropolitan, another Brazil-based 
mover, and joined GInter about seven 
years ago. “At my first job I started in 
sales, then agent relationships. At GInter, I 
work on agent relationships and develop-
ing more business.”
  Under the company’s strategic plan, 
GInter intends to expand its range of ser-
vices. Today, its international side handles 
household goods, fine arts, relocation ser-
vices and immigration. GInter is branching 
out into rental furnishings and is investing 
in the Fine Arts Division, both of which 
are growing markets in Brazil. “We are the 
only company in Brazil that can provide 
a full menu of services, especially in our 
country,” he says. “We want our clients to 
turn to us for help with household goods 
moves, visas and other documents, home 
search, finding schools for their kids, and 
so on. We have our own resources to make 
that happen.”
  GInter places heavy emphasis on 
training, which is accomplished through 
FIDI for administrative personnel and 
in-house for its operations people. “We 

constantly strive to improve our quality 
and training,” says Granero.
 Next year is an election year and there 
are challenges to be faced, not least of 
which is Brazil’s lack of adequate infra-
structure to support its ambitions. “Brazil 
needs to increase its growth,” Granero ex-
plains. “We have the lowest rate of growth 

Some of GInter’s staff in Brazil, now 1,600 strong

among BRIC countries [Brazil, Russia, 
India and China].
  “Right now,” he adds, “Brazil is in a 
very good moment. Because of the 2014 
World Cup, the 2016 Olympics in Rio 
and the discovery of oil reserves, many 
corporate accounts are looking to invest in 
Brazil.”



INDUSTRY NEWS
A look at people and events shaping IAM member companies

Marc Ladian Jonathan Bastide Marco P. Uriati

EUROGROUP International has an-
nounced the appointment of Marc Ladian 
as country manager for EUROGROUP 
International Movers (France). 
  Ladian has extensive experience 
within the international moving industry 
formally working in the Far East for Asian 
Tigers. 

RILVAN Moving and Relocations, 
headquartered in Bucharest, Romania, has 
named Jonathan Bastide its new business 
development manager. 
  Bastide, who has more than 15 years 
in the logistics and transport industry, 
recently joined the company. In his new 
role, he will be tasked with driving new 
business sales and increasing turnover.

Invictus Relocation Services, a new 
IAM Core member, was recently launched 
in Portugal. CEO & Business Manager 
Fábio Manuel, the founder of Invictus, 
previously worked at Premier International 
Movers, also in Portugal. The new com-
pany will focus on relocations, moving, 
storage and art handling.

Arpin Group, Inc., has appointed 
Marco P. Uriati to the position of chief 
legal officer and general counsel.
  Uriati has served as general counsel 
and senior vice president of Arpin Group 
since 2007, and previously as outside 
counsel since 1999. He is an experienced 
executive and attorney with a comprehen-
sive background including international 
transportation, complex litigation, regula-
tory compliance, corporate, insurance, 
commercial real estate and employment 
law. Additionally, Uriati brings a wealth of 
knowledge and experience to the posi-
tion in the areas of strategic planning, 
government affairs, risk management and 
operations. He will oversee all legal and 
compliance matters for Arpin Group’s 
enterprises worldwide.
  Uriati is the current second-term 
chairman of the Legal Advisory Council 
of the American Moving and Storage 
Association. 
 Also at Arpin Group, Christina Ses-
key has joined the company as director of 
business development for the West Coast, 
based in Los Angeles. She will be respon-
sible for acquiring new clients as well as 

further developing opportunities within 
Arpin’s current portfolio of clients.
   Seskey brings more than 10 years 
of experience in the financial and reloca-
tion industry, having worked as director 
of business development at International 
Financial Group in Pittsburgh, Pennsylva-
nia, and as a senior international reloca-
tion specialist and team leader at AIReS 
Relocations. 
 
Santa Fe Group announced that 
Alexis Saporta has joined the company 
as Regional Sales Director–Middle East. 
He will be based out of the Dubai office. 
Saporta has held positions in multiple in-
dustries in many locations. He previously 
worked at another relocation services 
provider, where he served as the Riyadh/
Nairobi/Moscow branch manager and has 
held numerous positions in mobility, sales 
and business management for companies 
including New Light Communication, 
Lumexpress and Interdean Interconex.
  His appointment is in line with Santa 
Fe Group’s strategy of growth in the 
region and its range of services. He speaks 
English, French, Greek, Italian, Russian 
and Spanish.

Christina SesskeyFábio Manuel



Those Who Know How, Do!

By Ita McCobb

Many people are familiar with Art Basel and its U.S. partner, 
Art Basel Miami. Now Geneva—Switzerland’s famous 

international center—has, over the last three years, established its 
very own international art event: ArtGenève. 

Modern and contemporary art 
During four hectic days each year, Geneva’s enormous Palexpo 
exhibition complex becomes home to leading international art 
galleries. With each exhibitor presenting an ever-changing exhibi-
tion of work from masters of modern and contemporary art to 
pieces by emerging new stars, making the event both dynamic 
and compelling.
  The distinction of being chosen as the official transporter and 
customs broker for the event would have been a mixed blessing 
for most companies, given its frantic and last-minute nature. But 
Harsch, well known for its professional and organized approach 
to fine art transportation, packing, security, customs expertise and 
logistics, took it all in its stride.

Sculpture: “Three hanging trees,” by Henrik Hakansson 

works of all shapes, sizes, materials and weights. We were cer-
tainly never short of things to do.”

Timing is of the essence
Timing and expertise are of the essence at such events. With ex-
hibits coming from as far away as New York and from all around 
Europe it was important that they arrived at Palexpo in perfect 
condition, having already been carefully catalogued, customs 
cleared, and ready to unpack and set up. Fortunately this wasn’t 
a problem for the well-practiced team from Harsch, who were 
quickly able to have their clients’ displays perfectly presented for 
public viewing.  “In fact,” said Julia Passera, “as the last elements 
of packing material were being collected from one end of the 
exhibition hall, visitors were entering at the other!”
  Upon closure of the exhibition the exhibits had to be readied 
for their return trip home and the initial catalogued items checked 
and cross-checked to ensure everything was accounted for. 
Kohler likened the post exhibition to a house being dismantled 
brick by catalogued brick in order to rebuild it elsewhere: “One 
minute the exhibition was all in place and next minute everyone 
was working hard to securely pack items to safely transport them 
back to where they came from.”
  As they say, “Those who know how, do.”

ILN MEMBER
SPOTLIGHT

 Based in Carouge, Switzerland, Harsch is one of the found-
ing members of the International Convention of Exhibition and 
Fine Art Transporters (ICEFAT), the leading network of fine art 
shipping companies.

Constantly changing the exhibits 
Julia Passera, head of Harsch Logistics for the event, explained, 
“With just one and a half days to set up and the same for disman-
tling, and with each exhibitor frequently needing to change the 
exhibits on their stands, it is easy to imagine the commitment of 
time, personnel, and storage and packing facilities that we needed 
to have at hand, which is why we set up an onsite office and 200-
square-meter packing facility.”
  The constant sale of the fine art on display meant that, in 
order to benefit from their presence at the event, exhibitors 
needed to replace items they had sold as quickly as possible. 
But this could cause quite a dilemma for exhibitors, as artists are 
renowned for their individuality and don’t tend to produce art 
works with identical dimensions. Often, therefore, a display had 
to be completely changed or totally rearranged. 

Fine art in all shapes and sizes 
“It was quite a challenge to anticipate the exact number of per-
sonnel we needed available to manage the ever-changing nature 
of our clients’ stands,” said Gérard Kohler, head of Harsch’s 
Fine Art Department. “Changes were needed to be made at any 
time of day, including early morning and late at night. Added 
to this was the constant need to unpack or repack specialist art 



Welcome to Glasgow!

British Association of Removers Overseas Group Chairman Ian Palmer and 
Deputy Chairman Tony Tickner have issued an invitation to IAM members to attend 
this year’s BAR Annual Conference in Glasgow, one of Scotland’s largest and most vi-
brant of cities and home to a variety of world-class cultural attractions, a trendy arts and 
music scene, as well as a second-to-none dining landscape.  
  The BAR conference will be held May 15–17 at the 
Glasgow Marriott Hotel in the heart of the city, less than 
nine miles from Glasgow International Airport. The confer-
ence will officially open with a Welcome Drinks & Scottish 
Themed Meal and 25-piece Scottish pipe band, which this 
year will be sponsored by the BAR Overseas Group. The 
event will culminate with the traditional and spectacular Gala 
Dinner & Awards Night. 
  As always, there will be a varied program of events 
combining the very best entertainment, business and opportunities for socializing, 
Palmer said, as well as a number of exhibitors and sponsors. During the conference it-
self, several speakers from the international moving community will make presentations 
and conduct workshops.
  IAM President Terry R. Head will discuss current trends in the overseas remov-
als and relocations market, especially in North America, and some of IAM’s programs. 
Another senior figure in the business, FIDI President Errol Gardiner, will arrive from 
New Zealand to share his insights and experiences. Finally, Ed Katz of the International 
Office Moving Institute will address the “Pros and Cons of Becoming an Office Mover 
and How to Grow Your Office Moving Business.” 
  The talks by these industry specialists represent a valuable opportunity for Members 
and invited guests to gain a high-level insight into the trends shaping the international 
moving business, and they are certain to be among the highlights of this year’s confer-
ence.
  For further Conference details and to register online, e-mail conference@bar.co.uk 
or visit www.bar.co.uk/conference2014.aspx.  

Boonma Signs MOU with PPi in Thailand

Boonma Executive Director Tiddy S. Teerawit (second 
from left) and Eric Jordan, managing director of PPi, 
conclude an MOU.

On January 7 in Bangkok, 
Thailand, Boonma 

Moving & Mobility and Pro-
fessional Portfolio International 
(PPi) signed a Memorandum 
of Understanding. Both parties 
have agreed to cooperate and 
provide hassle-free, one stop 
assistance to expatriates when 
they accept international assign-
ments.
  PPi, which provides 
financial planning and wealth 
management services through-
out Southeast Asia and beyond, 
has several offices in Thailand, 
Malaysia and Indonesia.



SCG Selects V.Pack & Move for 
Major Office Move

The Siam Cement Group (SCG), founded in 1913, chose 
V.Pack & Move (Bangkok) Co., Ltd. to conduct a ma-

jor office move within their corporate headquarters complex and 
from two other subsidiary company sites to SGC’s 100th Year 
Building.
  It took approximately 120 trips to relocate more than 600 
cubic meters of office equipment and documents over a period of 
12 days.
  The move involved SCG Chemicals, SCG Paper, Thai Plastic 
and Chemical Co., Ltd., Thai Cane Paper Public Co., Ltd. and 
some corporate function units.
  This very important project required careful planning by the 
client working with V.Pack & Move’s sales, operations and trans-
port departments to ensure a successful and smooth transition.

V.Pack & Move took about 120 trips to move Siam Cement Group’s 
offices.

Packing equipment and documents for the big move



Global Mobility Report 2014—Russia

Eurohome Relocation Services, part of the Voerman 
Group, has published its 2014 Global Mobility Report on 

Russia. This report provides an update on the ever-changing 
market in that country. With new insights on today’s business 
and an outlook on tomorrow, the report summarizes what “global 
mobility” means for multinationals in Russia. The report was 
produced in cooperation with Russian multinational organizations 
and corporations with the objective of supporting mobility teams 
around the world in understanding the opportunities and chal-
lenges in an increasingly important human resources topic.
  Eurohome is the longest serving relocation company in Rus-
sia after being established in the late 1980s. Sherman Pereira is 
Eurohome’s managing director in Russia.  
  The report is available at www.eurohome-relocation.com. 

Boonma Holds Staff Retreat 

Boonma held a three-day team-building retreat in Chiang 
Mai, in northern Thailand, for its key sales and services staff 

from various departments (e.g., inbound, outbound, pets and proj-
ects). The program at the December retreat included indoor team 
building games and outdoor activities, as well as brainstorming 
for SWOT (strengths, weaknesses, opportunities, and threats) 
Analysis 2013. “We’ve really achieved the trip objectives and 
are now ready to serve all of our agents and clients in 2014,” said 
Executive Director Tiddy S. Teerawit. 

MOVERS DOING GOOD

Arpin Nonprofit Raises $31K for 
Organizations in 2013

The Arpin Charitable Fund, Inc., doing business as Arpin Strong, 
a nonprofit organization established by Arpin Group employ-
ees in May 2013, announced in its year-end report that it has 
raised more than $31,000 and donated to 13 charitable and medi-
cal organizations.
  Mark Dearborn, president of Arpin Strong and vice president 
of corporate accounts for Arpin Group, attributed its success 
during a brief eight-month period to “the Arpin employees who 
have come together to rally behind each of our charitable causes. 
I have been overwhelmed by their spirit and enthusiasm.”
   Moved by the “Boston Strong” slogan that inspired the 
outpouring of national support for those injured in the Boston 
Marathon bombings of May 2013, Dearborn conceived of a simi-
lar slogan for Arpin employees to show their own support: “Arpin 
Strong.” Dearborn solicited others to join him, thus launching an 
ongoing campaign and series of events to raise donations not only 
for the victims of the marathon bombings, but also of other such 
tragedies, disasters and for worthy causes.
  The corporation is now a registered 501(c)(3) and is a sepa-
rate entity from the Arpin Group companies, with its own board 
of directors and bylaws.
  The board of directors include Mark Dearborn, president; 
Brian Asay, vice president; Mike Killoran, treasurer; Christina 
Sarza, secretary; and Kathy Frazier, director of communications 
and marketing. 
  Since its inception, Arpin Strong has conducted theme days 
and monthly raffles, and supported the efforts of Arpin’s Race 
Team to raise funds. Employees have participated on their own 
time in the collection of supplies for those affected by the torna-
dos in Oklahoma and by Typhoon Haiyan in the Philippines. 
  Bob Sullivan, senior vice president of corporate accounts 
for Arpin Group, raised more than $20,000 for Arpin Strong 
and several medical organizations during a personal weight-loss 
challenge, inspired by his daughter Michaela’s battle with severe 
scoliosis and Ehlers-Danlos syndrome.
   Arpin Strong selects a special charity to support each month. 
The following organizations have received assistance in 2013:
• Tomorrow Fund
• RI Community Food Bank
• West Bay (RI) Community Action
• Veteran’s Medical Center
• Oklahoma Tornado Assistance
• Typhoon Haiyan Relief (Save the Children) 
• Spaulding Rehab Center (Boston)
• Ehlers-Danlos National Foundation
• Payton’s Place
• The Doolan Family
• Curvy Girls Foundation
• The Coalition Against Pediatric Pain
• Grocery Store Gift Cards for Adopted Families 
  For more information or to make a donation, visit 
http://arpingroup.com/index.php/about/arpin_strong.



Arpin International Group sponsors Team Canada in the 10th an-
nual Christmas Cup World Amateur Ice Hockey Championship for 
the Prize of the President of the Republic of Belarus. Bob Sullivan 
(left) and Mark Dearborn (right) are shown with children from a 
local orphanage in Minsk.

Arpin VPs Team Up with Former NHL 
Players in Belarus Charity Event

Two Arpin Group vice presidents teamed up with former 
NHL players in an international charity hockey tournament, 

hosted by the president of Belarus last month.
  Bob Sullivan, senior vice president of corporate accounts, 
and Mark Dearborn, vice president of corporate accounts, trav-
eled to Belarus to take part in the 10th International Christmas 
Cup, a hockey tournament comprised of 12 teams, each repre-
senting a nation. The Arpin delegates played for the Canadian 
team, and in one exciting play, Dearborn scored against the 
Ukrainians.
  “This was a once-in-a-lifetime experience,” said Sullivan. 
“It was a treat to play in front of thousands of fans and compete 
alongside some great former NHL and KHL players. The fact that 
we were able to do so much good for children’s charities made it 
that much more special.”
  Sullivan and Dearborn also braved the cold and participated 
in their team’s “polar plunge” in a nearby lake to raise funds for a 
children’s orphanage in Belarus.

MILESTONES

Donath International GmbH & Co. KG in Koenigstein, 
Germany, has successfully completed the audit by the TÜV 
Rheinland Cert GmbH and was certified to DIN/IEC 27001, an 
ISO standard, in October 2013. This means that the relocation 
company now fulfills all management and process aspects of the 
requirements to set up, operate and maintain an information se-
curity management system (ISMS) for the protection of data. The 
family-run business now joins the ranks of the very few globally 
active relocation companies that have organized their business 
processes to comply with this international security standard. 
  “The certification is particularly relevant for our business 
customers for whom we carry out employee relocations because 
we have found that information security is of prime importance 
for many of them,” said Michael Donath, a director of Donath 
International. “Whoever is moving must be able to know that all 
their data are adequately protected. We can provide evidence with 
DIN 27001 that they are in safe hands with us.” 
  The certification is valid for three years and repeat audits are 
carried out each year to ensure continuity of the process quality.

IAM Director of Government & Military Relations Charles 
L. (Chuck) White recently earned the Certified Association 
Executive (CAE) credential. The CAE is the highest professional 
credential in the association industry, and shows a leader’s com-
mitment to the association profession. 
  “Individuals pursue the CAE for a variety of reasons, includ-
ing professional development, professional pride, dedication 
to career, and a personal belief in the association profession,” 
said IAM President Terry R. Head. “Those who have known 
Chuck since he joined the IAM staff in 2005 will affirm that he is 
dedicated to his work for IAM members and for the Industry as a 
whole, and that this recognition is well deserved.”
  Currently, two of IAM’s staff—White and Head—have 
earned the credential; Programs Director Brian Limperopulos is 
studying for the CAE exam as well.



IN MEMORIAM

Jack Kagan

Jack Kagan, the owner of Great Ameri-
can Forwarders, an active participant 

in the formation and early years of  
HHGFAA/IAM and a 2009 inductee into 
the Association’s Hall of Honor, died on 
February 18 at a medical center in  
Annapolis, Maryland. He was 92.
  Mr. Kagan was born in Boston in 
1921. During the Great Depression he 
started driving trucks, delivering fruit, 
vegetables, anything to make a little 
money. He continued along that path 
after being drafted into the U.S. Army in 
1942, where he drove in the supply chain 
during fighting that included the Battle 
of the Bulge. After returning home, he 
borrowed $25 to put down on a truck 
and his successful career in the indus-
try began. He became owner of Great 
American Forwarders in 1965. 
  In the early years of HHGFAA, Mr. 
Kagan was involved with claims and was 
chair of the Military Affairs Committee 
for eight years. He headed other com-
mittees and offered “unselfish counsel 
and guidance,” wrote Dave Beere in his 
nomination of Jack Kagan to the IAM 
Hall of Honor. At that time, Warren 
Bock, who retired from Willis, also noted 
with respect to Mr. Kagan ‘s involve-
ment in the development and success of 
HHGFAA, “He was always on the scene 
and made himself heard.” 
  In addition to being a member of 
HHGFAA/IAM for half a century, Jack 

Kagan held membership in the National 
Defense Transportation Association and 
the Virginia Movers Association. He was 
also an avid sailor.
  Although Mr. Kagan came close to 
retiring a number of times, his interest 
in the industry would never allow him to 
stop. 
  Jack Kagan is survived by his four 
children, three grandchildren, and two 
great-grandchildren. Memorial contribu-
tions may be made to the Wounded War-
rior Project, P.O. Box 758517, Topeka, 
Kansas 66675. 

Remembering 
Jack Kagan

So many of us affectionately referred to 
Jack as “Big Jack.” He would always 

say hello at the many IAM gatherings 
we attended. Nobody could tell a story 
like Jack and they were hilarious tales of 
the business in days of yore. Jack knew 
everyone in the business and could tell 
you the background of how everything we 
take for granted  today evolved over the 
years. If I had a question I could always 
ask Jack; he never would turn you down. 
As big as Jack was, that was how nice he 
was. He was one of the members of as 
we referred to them the “Big Three,” the 
other two being Vern Schumacher and 
Don Mensch. All of them were business 
associates at Great American. They were 
big literally as well as figuratively. When 
the big three entered a room they created a 
commanding presence and did not need a 
microphone to make themselves heard. 
  I will end with this story as told to 
me by Mario Rizzo. Mario was going to 
a meeting when a big Cadillac pulls up 
and it seems to have no driver. The doors 
on the driver’s side stays closed but the 
other three doors swing open and as three 
figures emerge at once the car literally 
rises up on its springs many inches as the 
Big Three emerge, all 800 to 900 pounds 
of them. The question was, how was this 
car driven, as Mario could see no one. The 
answer was that the driver was so small 
and had to sit on cushions—it was Frannie 
Wyche. 
  I will miss Big Jack because he was 
one of those larger-than-life figures who 
stand out in the crowd. He wore big shoes, 
and today there is no one around who 
could fill them, literally or figuratively. All 
who knew our Big Jack will sorely miss 
him. So long, sailor Jack.

—Joel Summer., 
Klein’s Moving & Storage, Inc.
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I was so very sorry to read about Jack’s death. He was one of my 
very first employers in the moving industry. Back in the early 

’70s I worked for Jack at International Export Packers. He was 
certainly an interesting guy to work for! I thought it interesting 
that Jackie Agner referred to her discussions with him as heated. 
I would have to call some of mine actual yelling matches. You 
could certainly tell when Jack was in the room! I did learn a lot 
about the industry, which helped to pave the path I ultimately 
chose. I have to credit Jack with a lot of that. 
  I would always see him at the conventions and he’d call me 
once or twice during the year to ask an insurance question or just 
to talk. Many memories and the good ones certainly outweigh the 
“challenging” ones! He will be missed.

—Diane Fletcher, Executive Insurance Services Inc.

Jack was a real giant of a man and in his prime did a lot for, and 
shaped, our industry through his strong beliefs and opinions, 

which he never failed to express. With you, or against you, he 
was a man that had everyone’s respect.
  I personally got to know him when I started working in Al-
exandria in 1968 (after 5 years in the port of Baltimore). Jack was 
our neighbor just a few doors down the street. Jack was a regular 
in our area, and I learned a lot from him when he was in his mid 
40s and I almost 20 years younger. Later I worked with him 
on various HHGFAA assignments. He was never easy, but you 
always knew exactly where he stood. If on opposite sides, it was 
not easy for me to go up against a person like Jack, who frankly 
had so much more experience than I carried with me.
  In retrospect, I think I learned at least one thing from him, 
and that was to stand up and be counted. I do not measure up to 
him in this, but it shaped my approach to anything that was being 
discussed in later years and served me well. I repeat, he was a 
real giant of a man. We will all miss him.

—Han Helders, Crystal Forwarding Inc.

With a lot of sadness, we learn the death of Mr. Jack Kagan. 
Mr. Jack was great and successful pioneer in his career and 

will be always survived in our memory as one of the great leader 
of HHGFAA/IAM. Our sincere condolences to his family, friends 
and HHHFAA/IAM members.
  May we ask the great Lord peace and mercy for his soul in 
Heaven.

—President, Directors and Staff, La Levantine Daher & cie

I first met Jack in 1973 at the forwarders convention in Seattle, 
Washington. After that, whenever he would see me, he would 

always say to me, “How’s everything in New Yawk?” with his 
New England accent. I can still hear him saying it. 
  Jack was truly an industry leader. Whenever there were as-
sociation meetings, during turbulent times, on deciding what the 
association’s position should be on an issue, Jack always brought 
a unique perspective to the floor. He had a sharp wit when he 
spoke, and made astute observations. Sometimes you agreed with 
him and sometimes you didn’t, but you always respected what 
he had to say, and always looked forward to hearing his perspec-
tive of things. He was an industry man, through and through. Our 
industry lost a true friend with his passing.

—Donald Klein, Allstates Worldwide Movers Inc.

My heart is broken by the loss of Jack Kagan. Although I 
have never worked directly for Jack, we became acquainted 

during a heated discussion—and I do mean heated—in the hotel 
elevator during a convention decades ago. Ever since, we would 
meet up during the annual conventions and reminisce over the 
trials and tribulations of the past year. 
  Jack and I often disagreed with each other, but over the years 
we grew to respect and love each other as friends. I can’t tell you 
how much I will miss our meetings, yet I know he is in God’s 
hands now and will be rewarded for the good life he led.

—Jackie Agner, Covenant Transport Solutions, Inc.

I had the privilege and honor of working for Mr. Kagan when I 
was 15 years old at his port operation in Baltimore in the early 

1980s. I started out my career in the industry as the “warehouse 
sweeper.” I worked for him for several years learning all aspects 
of the business. Mr. Kagan was very kind to me and was also 
very gracious to my mother, who managed the company for him. 
He was a man who took care of his people and who encouraged 
them to grow. I am very thankful for the opportunity that he gave 
me and for the potential that he saw in me.
  I left the industry for over ten years and pursued my educa-
tional goals. When I got back into the industry, I was privileged 
to run into Mr. Kagan again—now as a customer. He was creative 
with his approach to moving freight, and was always available to 
share his vast wisdom and knowledge of the industry with me.
  Thank you, Mr. Kagan, for everything! You will be sorely 
missed!

—Marc Cruise, Mid Atlantic Port Service

Jack Kagan was truly a giant of a man in our industry both physi-
cally and in intellect. Jack has been our friend for over 50 years 
and he will be missed by all. Our most sincere condolences to 
family, friends  and the household goods moving industry. God-
speed, Jack.

—Jim and Heike Westbrook, 
Sentinel International Forwarding Inc.

I would like to express, on behalf of Mr. Rithy Sear & World-
bridge International (Cambodia) Ltd., our condolences on Mr. 

Jack Kagan’s passing. We extend our deepest sympathies to his 
family and friends during this period of mourning.

—Jeffersony Duran, Worldbridge International (Cambodia) Ltd.



IN MEMORIAM

Dogan Turhan

HONORS & AWARDS

JK Moving Services recently was 
named by the American Moving & Stor-
age Association as one of the nation’s saf-
est carriers, earning AMSA’s prestigious 
2013 Fleet Safety Award, in the category 
of 5–20 million miles driven annually.
  Company founder, president and CEO 
Charles Kuhn received the award on 
behalf of his company and staff.
  AMSA’s Fleet Safety Awards rec-
ognize carriers demonstrating the best 
overall safety performance, safety im-
provement, and creativity and leadership 
in safety programs. 

Arpin International Group has 
earned the Gold Award 2013 from FIDI, 
the largest global alliance of independent 
quality international removal companies.
   Arpin was honored for having 25 
employees complete industry training at 
the FIDI academy, obtaining their FIM 
Diploma (Foundations of International 
Moving). Another 30 employees increased 
their industry knowledge and compe-
tence by attending online trainings. Arpin 
requires all new employees to be FIDI 
certified.
   Of the more than 600 FIDI-regis-
tered companies, only 11 received the 
Gold Award this year. Arpin International 
Group’s Singapore office also was granted 
its FIDI certification.

Dogan Turhan, founder and honor-
ary chairman of Istanbul Ekspres, 

passed away on January 17. He was 77.
  He is survived by his wife, Berrin 
Turhan, and two sons, Engin Turhan and 
Ersin Turhan, who are currently manag-
ing partners of Istanbul Ekspres Co.
  Mr. Turhan earned a Bachelor of 
Architecture degree from Guzel Sanatlar 
Institute (Mimar Sinan University) in 
Istanbul, Turkey. However, at the insis-
tence of an uncle who was then seeking 
a second in command for his growing 
transport business, Mr. Turhan was first 
introduced to the industry at the family 
company of Tuzcuoglu in 1959. 
  In 1964, after leading the company 
through many different projects and 
making Tuzcuoglu a household name 
synonymous with door to door moving 
in Turkey, he established his own com-
pany, Istanbul Ekspres Co., which under 
his guidance quickly became another 
household name in the Turkish moving 
industry.
  In 2007, he handed over his respon-
sibilities and day-to-day management 
of Istanbul Ekspres to his sons in order 
to establish a property development 
company to construct, lease, and operate 

logistics warehouses, regional distribu-
tion centers for large multinational com-
panies, and a shopping mall in Turkey.
  Istanbul Ekspres will celebrate its 
50th anniversary in 2014, remembering 
Mr. Turhan for his vision, courage and 
experience in the moving business dur-
ing the last 54 years.



WELCOME NEW MEMBERS

Jeffrey Coleman
Coleman World Group
IAM Chair

GOVERNING MEMBER
Compass International Forwarding, Inc.
4413 E 119th St.
Grandview, MO 64030-1119 USA
Tel: 816-965-6385 • Fax: 816- 442-6390
customersvc@compassintlfwd.com
www.compassinternationalforwarding.com
P.O.C. Charles Selvey
P.O.C. Thomas Cartwright
P.O.C. Lorraine Ragsdale

CORE MEMBERS
AGS Worldwide Movers
803 NBK Building
Airport Road - P.O. Box 91136
Abu Dhabi, United Arab Emirates
Tel: 971 2 5500 917 • Fax: 971 2 5500 918
www.agsmovers.comabudhabi@agsmovers.com
P.O.C. Fabris Grujic
P.O.C. Cheikh Diop
P.O.C. Joana Eigo

De Vellis Traslochi & Trasporti SRL
Via Volturno 7
00185 Roma, Italy
Tel: 39 077589881 • Fax: 39 07758988211
commerciale@devellis.it
www.devellis.it
P.O.C. Ennio De Vellis
P.O.C. Christian De Vellis
P.O.C. Anna Rosa Giuliani
Sponsors: Bliss Moving & Logistics Srl, Italy
Italian Moving Network, Italy 

Dynamic Star Packing & Storage L.L.C.
P.O. Box No. 117905
Plot No. 5981154 W/H No. 12
Dubai Investment Park, Phase 1
117905 Dubai, United Arab Emirates
Tel: 971 4 885 1556 • Fax: 971 4 885 1557
biju@dynamicmoversdubai.com
P.O.C. Biju Sridharan
P.O.C. Arun Raj
P.O.C. Ranjini Muthu Lakshmi
Sponsors: Royal Moving & Storage, Canada 
Servile Relocations Pvt. Ltd., India

Frontline Relocations
Al Kath Al Amani
Al Tabadul al-tejar Round, Basrah-Safwan
Ashti City, Ebril, Kurdistan
A 649 Basra, Iraq
Tel: 964 771206508
info.iraq@frontlinerelo.com
www.frontlinerelo.com
P.O.C. Tristan Fernandes
P.O.C. BP Nassar
P.O.C. Gurumurthy Sivapanchanadam
Sponsors: Continental Movers & Storage Sdn. 
Bhd., Malaysia
Express Forwarding Services, Saudi Arabia

Grow Pack Movers Sdn Bhd.
1A-5-1 Taman Kilangin
Jala Sungai
Georgetown Penang, 10150, Malaysia
Tel: 604 826-0407 • Fax: 604 826-0409
move.gpm@growpackmovers.com
P.O.C. Kumar KJ
P.O.C. Nalayini Nala
Sponsors: Chandra Exim, Indonesia
Pioneer Movers SDN BHD, Malaysia

Invictus Relocations Services
Estrada das Ligeiras, Nave A8
Casal Vale Mourao
Cacem
2735-337 Lisbon, Portugal
Tel: 351 214 264 180 • Fax: 351 214 260 499
fabio@invictus-relo.com
P.O.C. Fabio Manuel
P.O.C. Ryan Powell
P.O.C. Rodrigo Pinto
Sponsors: Welti-Furrer Limited, Switzerland 
360 Relocations Ltd., United Kingdom 

Kanoo Freight LLC
4th Floor, Kanoo Building
Najda Street , P.O. Box 245
Abu Dhabi, United Arab Emirates
Tel: 971 2 6954223 • Fax: 971 2 6787956
packing.abudhabi@kanoo.ae
Vanpac International Limited
P.O.C. Nazir Ahmed
P.O.C. Naresh Pawar
P.O.C. Tuan Rasseedeen
Sponsors: Freightworks, United Arab Emirates 
Vanpac International Limited, England 

Ocean Logistics Pvt Limited
1st Floor, Handuhuvaree Hingun
20020 Male, Maldives
Tel: 00 9603305957 • Fax: 00 960 3305958
waheed@ologline.com
www.ologline.com
P.O.C. Mohamed Waheed
P.O.C. Ahmed Hussain
P.O.C. Susantha Fernando
Sponsors: FPS Movers, Indonesia
Servile Relocations Pvt. Ltd., India

PT. Elang Mas Indocipta
JL. Kavling Keuangan Raya VIII
No. 87 Kedaung, Ciputat
Tangerang Selatan 15415, Indonesia
Tel: 021-74639335-336 • Fax: 021 742-1333
P.O.C. Agus Budiono
P.O.C. Denny Kusuma
P.O.C. Agus Kurniawan
Sponsors: EZY Relo, Indonesia
Subalipack (M) Sdn Bhd, Malaysia

Relosmart
Room 1607 No. 168, Yu De Road
200030 Shanghai, China (PRC)
Tel: 8621 54592017 • Fax: 8621 54592102
enquiry@relosmart.asia
P.O.C. Zio Yu
P.O.C. Cara Lee
P.O.C. Lars Kuepper 

Sterling Relocation Switzerland SA
5A Route des Jeunes
1227 Les Acacias/Geneva, Switzerland
Tel: 41 22 750 6060 • Fax: 41 22 750 6061
geneva@sterlingrelocation.com
www.sterlingrelocation.com
P.O.C. Dominique Mundia
P.O.C. Xavier Michel
P.O.C. Lee Fry
Sponsors: Alfa Quality Moving AB, Sweden
Champion International Moving Limited, USA 

Zebra Cargo
14, Ziemelu Iela
LV 1053 Riga, Latvia
Tel: 371-67412108
zebra@zebracargo.com
www.zebracargo.com
P.O.C. Oskars Veinbergs
P.O.C. Douglas Balchin
P.O.C. Kristine Sidraba
Sponsors: AGS Ukraine
Pickfords, England
Team Relocations AS, Norway

You’ll find a comprehensive 
list of RPP members in 

the print and online IAM 
Annual Directory.



For more information about IAM’s Receivable Protection Program,  
go to www.IAMovers and click on Programs & Education or contact IAM at rpp@iamovers.org

RPP Enhanced Dispute Resolution Process… 
Including Notification of Alleged Debtors

IAM takes an active role in mediating and resolving 
payment issues between members, contacting the 
slow payer and negotiating a payment timeline. 
Through the RPP, IAM will also work with the slow 
payer if they too have outstanding invoices with IAM 
members. Only after mediation is exhausted, the slow 
payer is added to a list of alleged debtors.

As an RPP participant, each month you will receive 
a list of alleged debtors who have cases pending with 
the Association.

Stop the bad debt before it starts. Join RPP to receive 
the list of debtors and to use IAM’s mediation services 
to solve your slow-pay problems. For added security, 
seek out other RPP members as business partners. 
RPP members are designated in the IAM Membership 
Directory with a special RPP logo.

File a Claim through the  
Receivable Protection Program  

to Recoup Lost Revenue

As an RPP member, if you think another 
IAM member might declare bankruptcy 
or go out of business, you can file a 
claim through the program and receive 
reimbursement for unpaid commercial 
invoices.

Do you currently have an invoice dispute 
with a fellow IAM member? Contact IAM 
Programs Manager Brian Limperopulos 
at brianl@IAMovers.org to see if IAM 
can assist in recovering money owed 
from another IAM member.

You do your best to protect your 
company, and then the unexpected 
happens: Your partners or clients
 — your fellow IAM members — 

are having difficulty paying  their bills 
and you’re left holding the invoices.

What do you do? 



WASHINGTON UPDATE
By Jim Wise, PACE, LLP

2-Year Budget Agreement Reached on 
Defense and Agency Spending

The Congress has agreed to, and the President has signed into 
law, a two-year federal budget that will set spending levels at 

$1.012 trillion for the 2014 fiscal year (FY) and $1.014 trillion in 
FY 2015. The agreement cuts $23 billion from the federal deficit 
and, importantly, restores $63 billion in past spending cuts caused 
by sequestration, the automatic reduction at the agency levels that 
has affected budgets across the board for the last few years. This 
maneuver will allow the Department of Defense (DoD) to see a 
total of $30 billion of the restored $63 billion put back into its 
budget over the next two years. It is estimated that by 2016 the 
Pentagon’s inflation-adjusted funding would fall to about what it 
received in 2007 and remain essentially flat through FY 2021.
  Even with the limited relief provided, to stay within these 
lowered spending caps DoD will have to make drastic cuts to the 
size of military forces, possibly close bases, reform military com-
pensations and take other politically unpopular steps. The White 
House has provided DoD with budget guidance through 2019 that 
calls for more money after 2015 than congressional budget caps 
allow.
  This guidance, which is expected to be issued through the 
Office of Management and Budget (OMB), is known as the 
“pass-back,” and it also includes for the first time an “investment 
fund” for programs the White House has approved to receive 
additional funds should they become available. The document 
outlining this guidance has not as yet been drafted.
  As part of its budget submission to Congress, DoD is expect-
ed to present the OMB investment fund to lawmakers to demon-
strate where more money would be added to that allocated in last 
year’s bipartisan budget deal. The federal budget, including the 
Pentagon blueprint, is due to be released on or about March 4.
  Separate from the defense budget request, agency officials 
have said that they intend to submit to Congress a $28 billion 
“wish list” of second-tier priorities for fiscal 2015. If Congress 
had set spending levels to pre-sequestration levels funding for 
these programs would have been allocated, instead of providing 
limited relief.
  House Armed Services Committee Chairman Howard McKe-
on (R-CA) would like the individual services to submit their 

wish list on the same day that DoD submits its budget (again, 
anticipated March 4). There is concern among many Members of 
Congress that the Administration-issued list (via OMB) will not 
adequately reflect all of the service priorities.

IAM Requests FMCSA Bonding 
Requirement Exemption for DoD-

Only Freight Forwarders

IAM has formally requested an exemption from the Federal 
Motor Carrier Safety Administration’s $75,000 bonding re-

quirement for freight forwarders who operate participate solely in 
the DoD household goods program. In its request to the agency, 
IAM cited precedent from the Federal Maritime Commission 
(FMC), which has already granted a similar exemption. The IAM 
request appeared in the Federal Register on December 26.
  In the DoD household goods program, approved carriers and 
Transportation Service Providers are already required to main-
tain either a Motor Carrier or Freight Forwarder license from the 
FMCSA. 
  Since obtaining the $75,000 bond is now a requirement for 
freight forwarders to maintain their FMCSA license, they are 
required by DoD to procure the bond or face losing their approval 
to operate in the DoD program. In its comments to the FMCSA, 
IAM pointed out that obtaining the bond is a cost of doing busi-
ness, being mandated by one government agency (FMCSA) but 
passed on to another one (DoD) without any benefit to the organi-
zation bearing the cost, as DoD freight forwarders will be forced 
to add this cost into the rates they provide DoD.
  IAM’s exemption request appeared with a much broader 
exemption requested by the Association of Independent Property 
Brokers and Agents (AIPBA). AIPBA has unsuccessfully chal-
lenged the $75,000 bond requirement with both an attempt to 
legislatively repeal and a lawsuit filed against the agency (which 
was eventually dismissed by the courts). It is not anticipated that 
the agency will grant the broad-based exemption.
  Industry and other stakeholders anticipate a decision on the 
exemption request from the agency over the next two months.



Members Only | IAM Store

Price List for Selected IAM Publications, 
Miscellaneous Items

 CONUS OVERSEAS
 MEMBERS MEMBERS

  
 IAM Membership Directory    95.00 110.00

Additional 1-year subscriptions  
   to The Portal 120.00 145.00

Additional IAM Membership 
   Certificates  55.00 65.00

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

IAM Offers Volume Discount 
Pricing for Metal Seals

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

of 400. The rates are as follows:

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

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



the portal
ADVERTISING RATES, DIMENSIONS, AND DEADLINES

Deadlines to receive new artwork**:

May/June Issue ................................................April 30, 2014
July/August Issue ................................................. July 1, 2014
September/October Issue ........................... August 15, 2014
    (ANNUAL MEETING ISSUE)
November/December Issue ....................... October 20, 2014
January/February 2015 Issue ................... December 20, 2015
March/April Issue ......................................February 15, 2015

For further information about Portal display advertising, 
contact Belvian Carrington at IAM:

Phone: (703) 317-9950 • Fax: (703) 317-9960 • E-mail: bel.carrington@IAMovers.org

The Portal accepts only computer-generated fi les, graphics, and ads. (If you plan to submit 
your ad on CD-ROM, please contact IAM for requirements.) ADS SENT BY E-MAIL 

MUST BE HIGH-RESOLUTION PDFs.

Prices shown are the total cost for six insertions (one year). All new ads must be in color.

AD FORMAT  WIDTH HEIGHT COST*
  AND SIZE

Full page 7-1/2” 10-1/4” US$3,187.50
Full page bleed 8-1/2” 11” 
  (add 1/8 at each edge)

1/2 page horizontal 7-1/2” 5” US$1,687.50
1/2 page vertical 3-3/4” 10” US$1,687.50
1/2 page vertical bleed 3-3/4” 11” 
  (add 1/8” at top and bottom)

1/3 page horizontal 7-1/2” 3-1/8” US$1,187.50
1/3 page vertical 3-3/4” 5” US$1,187.50
1/3 page box 4-3/4” 5” US$1,187.50

1/4 page horizontal 4-3/4” 4” US$875.00
1/4 page vertical 3-3/4” 5” US$875.00

1/6 page horizontal 3-1/2” 3” US$531.25
1/6 page vertical 2-1/4” 4-3/4” US$531.25

1/8 page 3-1/2” 2-1/2 US$437.50
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Industry Calendar
March 23–25, 2014
2014 IWLA Conference & Expo
Phoenix, Arizona, USA 

March 30–April 2, 2014
FIDI Annual Conference
Singapore

April 4–7, 2014
OMNI Conference
Bali

April 8–12, 2014
EUROMOVERS International 
  Conference
Rome, Italy

April 29–May 4, 2014
California Moving & Storage
  Association (CMSA) Annual 
  Convention
Monterey, California, USA

May 1–4, 2014
Young Movers Conference
London, England, GB
 
May 15–17, 2014
British Association of Removers 
  (BAR) Annual Conference
Glasgow, Scotland, GB

May 20–22. 2014
IAM Logistics Network (ILN)
  Regional Meeting
Antwerp, Belgium

October 7–10, 2014
IAM 52nd Annual Meeting
Orlando, Florida, USA

October 24–27, 2014
North Carolina Movers 
  Association 60th Annual 
  Convention and Trade Show
Carolina Beach, North Carolina, 
  USA

October 18–21, 2015
IAM 53rd Annual Meeting
San Diego, California, USA
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