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CMSA Officers Invite All Members to Attend the
2019 Annual Convention

Chairman
Alan Freese
Peninsula Moving & Stg.
Salinas, CA

On behalf of the CMSA
and my family, | would like to
invite you to Paradise Point,
San Diego for our 101st an-
nual convention. The CMSA
staff and board of directors
have put a lot of effort into
making sure this convention
is as successful as it is en-
joyable for all who attend. |
look forward to celebrating
and spending some time with
all my fellow CMSA mem-
bers at the convention.

(FREESE INVITE continued on page 6)

Vice Chairman
Thomas McCarthy
McCarthy Transfer &
Storage, Inc.

El Cajon, CA

Help us start off the sec-
ond century of the CMSA at
the 101st CMSA Convention
in my hometown of San Die-
go. We will return to Para-
dise Point Resort this year.
It's a beautiful property right
on the bay. There is some-
thing special to me about
getting to wake up and have
your first cup of coffee over-
looking the water. The staff
at the CMSA have been
working hard to put together

(MCCARTHY INVITE continued on page 7)

Secretary/Treasurer
John Chipman, Jr.
Chipman Relocation &
Logistics
Alameda, CA

On behalf of Alan, Thomas
and myself, you are cordially
invited to attend CMSA's
101st annual convention at
the Paradise Point Resort &
Spa. Ourindustry can be a
tough place to work. Fortu-
nately, San Diego's sun-
shine, beaches and warm
waters offer the perfect rem-
edy for the grumpiest of
Movers, and the most ex-
hausted of Suppliers.
Consider the alterna-

(CHIPMAN INVITE continued on page 9)

101st CMSA Annual Convention
Paradise Point Resort & Spa
1404 Vacation Rd, San Diego, CA

O CApril23:28,2019

Register for the 2019
CMSA Convention
Paradise Point Resort & Spa
April 23-28, 2019
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CHAIRMAN’S CORNER T RETREET.
by Alan Freese - 9ou tIJUIIQIJt b ¢

The top military - carried the woes of

brass is giving heavy | the nation on just
bhis shoulders?

consideration to going
to a single source move
provider by 2021. They
have expressed grave
concerns that the cur-

. rent platform is not
meeting or exceeding expectations. | feel
they have thrown their hands up because
now with social media, they can’t hide from
criticism. The entire DPS program has been
a failed experiment, but there is no real
mention of that in Gen. Steve Lyons’ letter
(included in this issue on page 16 and 17).
The DPS program has largely disconnected
the local agent from the military moving pro-
cess, but it relies heavily on their resources
(or lack of) during the peak season. The mil-
itary doesn’t understand the local agent’s
point of view because they never engage
the local agent. | have been to the last four
(4) PPF meetings and | can tell you that
there aren’t more than a handful of agents
that don'’t operate a SCAC code in the build- |
ing. They have relied on the TSP to convey
the views of the local agent and that has not |.
accurately happened.

At this stage of the game, the military
has created a marketplace for SCAC'’s that
didn’t exist under the TOPS program. With
a single source program, that marketplace
will likely disappear. The DPS system has
never served the local agents or the service
members. Without some form of LOI and
AOR as required in TOPS, there is no ac-
countability or transparency and the local
agent is left out in the wind. How many
times in the winter do you get a call from a
driver or a carrier wanting labor for a pack
and haul? That never happened in the days
of the LOI because the carriers and the
agents had a true relationship that was ben-
eficial to both. That’s how successful part-
nerships work — both ways right? No rela-
tionship survives when only one partner
benefits.

(CHAIRMAN’S CORNER continued on page 4)




PRESIDENT’S COMMENTS
By Steve Weitekamp

We just completed our
first Industry Workshop
with the Bureau of
Household Goods and
Services (BHGS). We
were informed that the
focus of the meeting was

SN Household Movers Regu-
lation with a concentration on enforcement
regulations, an upcoming fee study, and
household mover definitions. We were
pleased to have about 15 movers and eight
BHGS staff in the room and several other
movers on the phone participating in the dis-
cussion. BHGS Policy Manager Yeaphana
La Marr started the discussion with a brief
description of how state agencies (other
than the California Public Utilities Commis-
sion) enact regulatory changes. While we
have only heard positive comments from
CMSA members about the Bureau answer-
ing phones and providing assistance with
regulatory issues (wow, their predecessors

really set a low bar), | will tell you that re-
garding regulatory change, the wheels of the
bureaucracy of the state turn very slowly.
Understand that this is a sword that cuts
both ways, but tariff changes that would ben-
efit consumers, regulated industry and state
tax payers (even if regulators are in agree-
ment) will still take a considerable amount of
time.

We were informed at this meeting that the
focus of the Bureau'’s first regulatory submis-
sion, a process that according to their time-
line would in the best case take a minimum
of a year, would focus on enforcement is-
sues. They stated that they are currently
looking at issues that give them the oppor-
tunity for more administrative authority. We
stressed that these changes should focus on
unlicensed operators, those who are doing
damage to consumers, regulated industry
and the California taxpayer. The regulators
nodded in agreement. Their proposed
changes were not shared with us. Our first
opportunity to review, comment, and/or pro-
test, will probably be in the fall during a 45-
day public comment period.

(PRESIDENT'S COMMENTS continued on page 5)

TransGuard Insurance is the trusted name
in moving and storage. For over 40 years
we focused on the needs of the industry;
we have done everything there is to do in
the business and have solved every
problem there is to solve.

With over 40 years of experience, we
offer unparalleled knowledge and service.

Contact Moving & Storage Programs
800.252.6725

@ TRANSGUARD.

A Member of the InwnAncz Grour

www.transguard.com




{CHAIRMAN’S CORNER continued from page 2)

Another fault of this program is that every
two (2) years the military rolls in / out new
leadership. How can the program ever get a
head of steam or sense of direction when
every time the program manager is just
starting to make progress they parachute
out? The people in place now are four gen-
erations of leadership removed from the
days of TOPS. How can you have any rele-
vant conversation or talking points when the
poor people have no idea how the program
previously worked? If the program is to be
successful, the military must invest in per-
sonnel in it for the long haul. They can'’t ro-
tate out every two years and expect to have
a successful program. | can’t think of any
moving operation run successfully that way,
it just doesn’t work as there is no accounta-
bility. Gen. Lyons also doesn’t point out that
although they want best commercial practic-
es applied to their program, they don’t ap-
pear to want to pay for it. This is a critical
reason why local agents don'’t participate in
the military arena. They are paid for these
services for local moves, intrastate moves,

interstate moves, international moves, na-
tional account moves, but not the military?
Why does the military not see this as a de-
terrent to people performing military work?
Shuttles, long carries, stairs, waiting time,
attempted deliveries / pickups, extra
pickups, segregations, crates, hoisting and
all third-party services are an oversight in
the military system at best, but work great
everywhere else. When is the last time you
didn’t have to fight tooth and nail for revenue
earned under any of these services?

The simple fact is the military has gotten
away with being cheap to this point at the
cost of local agents with a lack of transpar-
ency, now with their emphasis on inconven-
ience claims and claims in general, who is
going to want to perform this work? If you
have any endeavors in the military arena, |
strongly suggest you get comments and
concerns to the CMSA as this can be a
game changer for many of us. Let’s all try to
be part of the solution.

Happy Presidents Day to all, Alan.

DISCOVER THE MANY BENEFITS
OF WORKING WITH CHAMPION RISK.

With decades of experience advising our clients in the
moving and storage industry, Champion Risk is proud to be
CMSA'’s endorsed employee benefits consultant.

But there’s more to Champion Risk than health and wellness.
Turn to us for all your business insurance needs.

e Property

* General Liability
* Warehouse Legal
* Motor Truck Cargo

* Auto
e Crime

CA'License #OH18156

» Surety Bonds

* Umbrella

» Workers Compensation

* International Cargo

* Independent contractor coverage
» Captive Programs

Champion Risk

& Insurance Services, L.P.

A

An Affiliate of Wood Gutmann & Bogart Insurance Brokers

Phone: 858-369-7900 | Web: championrisk.net




(PRESIDENT'S COMMENTS continued from page 3)

While we agree that this is extremely im-
portant, we are disappointed that they were
not at the same time willing to address tariff
modifications (included in my January 2019
column). Changes that we have laid out to
the Bureau as being important to the health
of the industry and not damaging to the
moving public. That being said, we remain
optimistic that our efforts and engagement
with a Bureau, that from the top down
agrees that communication with industry is
critical to a successful program, will result in
an improving environment for regulated in-
dustry and moving public.

Another item where this communication
has already been helpful is the annual rate
adjustment to the MAX4 Tariff. As a result
of the transfer some in state government
erroneously interpreted the legislative intent
to be that no changes to the rules, including
annual rate adjustments, could be made
outside the regulatory process. As | have
laid out in proceeding paragraphs that

would have been a huge problem. Thankful-

ly, as a result of our professional relation-

Lease It!

$1,299."%.@

peor moanth + tax

www.monarchtruck.com

Hwy 101/McKee Rd.
195 N 30th Street

ship with Bureau Chief Nicholas Oliver, we
were able to agree that the annual rate in-
crease would continue as before. Chief Oli-
ver was willing to listen to our well-reasoned
and documented justification for the process
to continue, and then work within the state
bureaucracy to make it happen. As a result
of our joint efforts, we should see a 4% in-
crease to specified MAX4 rates in the next
few days. The Bureau will not mail out
changes to the MAX4, but will post on their
website. The good news for CMSA mem-
bers is that you will be notified by us with an
email that includes a link to the updated tar-
iff as soon as it becomes available.

+ Side Doors Both Sides of Truck

« Translucent Roof

+ Loaded with Tie Downs

+ Afttic Storage

+ Loading Ramp

+ Air Ride Suspension

« 5 Year/250K Mile Engine Warranty
+ More Photo's online

im0 ©

TRUCKS

San Jose, CA 95116 ——

TRUCK CENTER

0 momhs @ 54 286 16

“Bysed on 6 marth + B Leass and ressauy

s DOyl SeCuTTy O8pOsSt damn e 2 Qowermental fres Ea[-‘ﬂg [

Call Bob Padilla

$20

350 80

1-408-275-0500

6 TO%APR, sbiect 10 cred 2ppiondd . Lease startup $5 5%
202019, £727317




(FREESE INVITE continued from page 1)

Please make an effort to attend as many
of our events as possible, you won’t be dis-
appointed. From opening night, to our gen-
eral business sessions, to our military
breakout sessions, there will be a lot going
on. Don’t forget about Antarctic Mike, and
the Van Line panel discussion - always a
good time with a lot of interest-
ing details and facts. For all you
athletes out there, the golf tour- =
nament will be the place to strut

day night and let it roll. Hands
down for me, the best part of
the convention weekend is the
Saturday scholarship awards
luncheon. This is where you get
to see all the efforts of all 12
chapters fund raising over the
year come to a head and make
a lot of kids and families proud.
Please make a special effort to
attend this event. For many of
you that are already tired of seeing me

<
your stuff. If you want to party, . '\ i LA
have your act together for Fri- [ Sl &, :

speak and reading my columns, you will be
happy to know that the Chairman’s Ball Sat-
urday night will be my last event. You won’t
be burdened anymore with my rhetoric after
Saturday night AND none other than San
Diego’s own, Thomas McCarthy, will be-
come the 101st Chairman — awesome night
not to be missed.

\ In closing, | would like to ex-
‘ tend a sincere thank you to all
that | have crossed paths with
during this past year. It is be-
&l YONd wWords, even for me, to ex-
press my gratitude of how wel-
come | have felt everywhere |
have been albeit moving compa-
nies, chapter meetings, military
and state meetings — truly an
epic year for me. | could not be
prouder to have served the
members and the families of the
CMSA. Thank you all for the
support, it means a lot.

Now with all that said,
register for the convention today!

{




(MCCARTHY INVITE continued from page 1)

a great program to help keep us all updated with all the changes that we face.
Lately, we have seen changes on the COD front with the transition from the
PUC to the DCA. Our President Steve Weitekamp has spent many flights on

Southwest, going back and forth to our State Capital on our behalf to make
this changeover as seamless as pos- m sible for all of us.

The Military, in light of a social media storm that occurred last peak season due to
some late shipments, has been grasping for solutions to find peak season capacity. The
word “outsourcing” is back on the table. What will be discussed about these two topics
will be worth the price of admission alone.

If you cannot make the convention, then | encourage you to look at your younger pro-
fessionals and send one in your place. Not only will they be able to bring back knowledge
learned at the convention, but you will be investing in their career, making them stronger
in your own organization.

Lastly, as | will be coming in as your Chairman, | hope you will be able to stay through
Saturday night and enjoy the festivities at the Chairman’s Ball. | vow here and now to
keep my speech shorter than some of the recent gentlemen whose footsteps | now follow

SO we can get to drinking and dancing faster. | look forward to seeing you there to help
me celebrate this accomplishment.

AVERICAN TN
AUC TIONEERS oW Outbound Marketing That Actually Works!

LIQUIDATORS - APPRAISERS - AUCTIONEERS Significant Increase In
Repeat & Referral Business

Highest dollar realized o . "
Email "Drip" Marketing For Movers
Largest buyer base P 9
: ' LR * Consistent Referrals From RE Agents & Business Partners
Sold by the vault or piece 5\’ * Tap Into The Power of Your Forever Growing List

Experienced Auctioneers ' * Full Service Content Creation - No DIY Hassle
; : * Custom Branded Monthly Email Newsletters
* Responsive Mobile Friendly Designs

800-838-7653 by www.moversville.com
818-731-6302




Moving equipment,

boxes and packing supplies '

where you need it.

Moving & Storage Locations
0:0 Victory Packaging Locations
Northern CA 800.817.5581

Southern CA 800.288.5100

moversales@victorypackaging.com
www.VictoryPackaging.com

|

WARDROBE

Jd

Boston

-y
V4

‘New Jersey
> Baltimore

Victory
Packaging

We are Architects of Packaging Solutions




(CHIPMAN INVITE continued from page 1)
tive. Right now, our fellow movers in the
Midwest have just completed their polar vor-
tex conventions in Minnesota, Wisconsin,
and the Dakotas. Think of it: an entire week
devoted to ice dancing, log rolling, and axe
throwing. Breakout sessions include mitten
weaving, a lutefisk bake off, and fastest
techniques for jump starting bobtails. At the
Midwest conventions, Movers don't high-five
when they greet; they rub noses.

Thank goodness for our conven-
tion. During the week of April 23 through
the 28th, we get the most recent industry in-
tel from our President, military experts,
AMSA, IAM, and our guest speakers. We

get to see and ask questions about the last- §

ed tech from our dedicated suppliers. We
get to bear hug dear friends, and toast new
acquaintances.

The Paradise Point Resort & Spa is
great! The property reminds you of a laid
back, Polynesian-styled village with comfort-
able bungalows, and on-site dining op-
tions. Don't miss Thursday's Golf Tourna-

ment, and Chairman Alan's black-tie Ball on
the final night. Off-site fun abounds. At Sea
World you sit in the blue seats and get
splashed by orcas. Visit the world class zoo
where anchorman Ron Burgundy saved Ve-
ronica Corningston from the Kodiak
Bears. Baseball fans can come down on
Tuesday, April 23rd or 24th and watch the
late, great Tony Gwynn's Padres battle the
Seattle Mariners at downtown Petco
Park. It's good to be a California Mover.
Register with CMSA and reserve your
bungalow today. Alan, Thomas and | will

see you in San Diego.

PUT THE CMSA SPONSORED WORKERS’ COMPENSATION PROGRAM

Take Advantage of CMSA's
Group Buying Power

- The longest running and largest
program available

- Financially Strong
- Competitive Rates
- Superior Customer Service
- On-Line Claims Handling and Review
- Industry-specific Loss Control Services

800-852-1968
paulhanson.com

Doing business in California as SPG Insurance Solutions
License # 0864567

PAUL
HANSON
PARTNERS

SPECIALTY
INSURANCE
SOLUTIONS

Auto Liability » Auto Physical Damage ¢ Cargo Legal Liability ® Warehouse Legal Liability ® Property ® Commercial General Liability
Crime e Surety Bonds ¢ Umbrella ¢ International Cargo ¢ Independent Contractor Work Injury Program
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moving equipment

2019 MOVING EQUIPMENT

BUYER'S GUIDE

Available Now
L.A. (800)421-8700 www.newhaven-usa.com Bay Area (800)624-7950




DISCOVER HOW NEW HAVEN CAN
HELP YOU MOVE SMARTER

We are your one-stop home for a comprehensive selection of Corrugated,
Packaging Materials, On Board Equipment, Moving Pads, E-Crates, Rental
Equipment, Cargo Control, Dollies and Moving Equipment.

We promise to offer you the best customer service anywhere with fast,
often same-day delivery, and quick will-call response time. You and
your time matter to us.

Increase your profitability with our 107 year history of state-of-the-art,
proven products that combine long term durability, safety, quality &
economical pricing.

A dedicated sales and customer service team who love our customers
and have decades of experience and commitment to the California
Moving Industry.




CALENDAR OF EVENTS

Tues., Feb 12 North Bay Chapter Wed., March 13 Legislative Day

Meeting Thurs., March 21 San Diego Chapter
Tues., Feb. 12 Ventura/Santa Barbara Golf Tournament

Chapter Meeting Sun., March 31 Greater Los Angeles

Wed., Feb. 13 Greater Los Angeles Day at the Races
Chapter Meeting

Wed., Feb 20 San Diego Chapter

Meeting CEE_EaSA

Wed ") Feb 20 Northern Region CALIFORNIA MOVING & STORAGE ASSOCIATION
Chapter Meeting

Thurs., Feb 21 Sacramento Chapter Waves of Change:

Meeting/Bowling Tourn. Oceans Of

Thurs., Feb 28 OC/Beach Cities
Chapter Bowling Tourn.

Tues., March 5 Mid Valley Chapter
i Di 101st CMSA Annual Convention
Spaghetti Dinner Paradise Point Resort & Spa

Tues., March 12 Twin Counties Chapter 1404 Vacation Rd, San Diego, CA
Meeting April 23-28, 2019

Vanliner is there for you with immediate, outstanding
service if a loss occurs. Bud did you know that
Vanliner has made loss prevention a top priority since
day one? Our consultants know what it takes to reduce
your exposure and protect your employees and the
public from increased risk of loss. With our loss
prevention tools, competitive rates, unique coverage
options, years of financial stability, and industry-
specific expertise, it's easy to see how we eamed our
A.M. Best Rating of A Excellent.

Let the pros at Vanliner secure and protect your
business
\ Want to learn more? For additional information,
* Vincluding the name of the Vanliner representative in

your area, please call our marketing department at
1-800-325-3619, or visit us on line at

www.vanliner.com
EX/I
.

amestraneor WVANLINER.

A EXCELLENT INSURANCE COMPANY
AND YOUR BOTTOM-LINE UNIQUELY QUALIFIED. CONSISTENTLY BEST.

COMMNMERCIAL I 'Ollllil' MOVERS' Akls UMBRELLA I l!Dl'[lDl'll GWl.l.ll
AuvTo COMPENSATION WAREHOUSEMEN'S LIABILITY LIABILITY OPERATOR PROGRAMS
GENERAL LIABILITY COMMERCIAL PROFPERTY BENEFIYTS FPROGRAMS SPECIALTY COVERAGES
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oung Professionials Gorner

ASAP Movers is
| 2 small family-

i owned moving
company based in
beautiful San Luis
Obispo, California.
I've had the honor
of working for my
brother, Kasey
Fox, for five years.
In those five years
where we've grown
from an office staff

of three to seven, three trucks to 11, and
six-10 full-time movers to 25-35 movers.

When my brother asked me to help in

the office a few hours a week, | was a full-
time nursing student and full-time member-
ship sales associate at Costco. As time
progressed, my love for the moving industry
and family business grew. | eventually left
Costco and not to long after that | changed
my major to business, from that moment |
was all in!

| started learning everything | could

about the moving industry, our business
model, and putting in hard work. Being a

Shandie Fox

Association
Leaderboard
CMSA Report

E"Ovzi

FOR

Hunger

Association Total Lbs.

1 lllinois (IMAWA) 1,590,248

2 Pennsylvania (PMSA) 1,255,811

3 Southwest Movers (SMA) 1,143,171

4 California (CMSA) 1,013,943

5 Florida (FMWA) 937,114

small business, I'd go from dispatching
crews, to scheduling a move, to driving the
forklift, then manually unloading a semitruck
full of furniture into our warehouse. It was
important for me to experience the industry
from bottom to top, in order to relate to my
movers and office staff.

Although, my current title at ASAP Mov-
ers is Director of Human Resources | still
wear many hats and prefer my unofficial ti-
tle, Manager of Movers acronym M.O.M., as
it better suits my role here at ASAP. My
passion is taking care of our employees and
creating a positive company culture. The
moving industry is like nothing else, it’s
physically and emotionally taxing on our
employees.

| strive to create the best working envi-
ronment so they can provide our customers
incredible move experiences every day. |
have big dreams and can’t get there without
a strong team.

When I’'m not working you can find me at
the beach with my dog Sugar, wine tasting,
or finding the best brunch spot on the Cen-
tral Coast!

| PITY THE FOOL

WHO DOESNT COME T[l"TH| 1
CONVENTION

made with mematic

Shandie Fox




What You Need to Know About Flood
And Water Damage

Bad weather is here and will likely con-
tinue for several more months. There are
lots of weather risks for moving & storage
companies, but this article will only deal with
water and flood damage.

The first issue is that water damage and
flood damage are not the same things in
insurance. “Flood” is generally defined in
insurance policy exclusions as:

Flood, surface water, waves,

tides, tidal waves, storm surge,

overflow of any body of water, or
their spray, mudslide or mudflow

all whether driven by wind or not;

Water that backs up from a sewer

or drain; Water under the ground

surface pressing on, flowing, or

seeping through  foundations,
walls, floors or paved surfaces;
basements, whether paved or not,
doors, windows or other openings.

The “shorthand” version defines flood as
water coming from below. So, what about
water that comes from above? Such as rain
falling through a hole in the roof, sprinkler
leakage, broken pipes, etc. Those causes
of water damage are generally covered by
insurance — but every claim is different.

What should you do if water damage oc-
curs in your vehicles or your warehouse
from above or from below? Well, you cer-
tainly shouldn’t wait for an insurance adjust-
er to determine if the damage is covered by
your insurance. You should immediately try
to remediate the damage — dry things out,
replace the soggy packing material, repack
the property as soon as it is dry. Most car-
go and warehouse policies will reimburse
for these expenses — check with your insur-
ance rep to be sure.

If remediation is not done, mold and mil-
dew can develop in the wet household

(WATER DAMAGE continued on page 15)

Stevens Worldwide Van Lines is committed to our agents’ success
by assisting them in building their local and interstate business.

Stevens Agent Advantages include:

« Stevens Realty Partnership Program
- International growth opportunities
« Outstanding Military business opportunities

« Stevens Sales Edge Program
« Dedicated agency development team
- Finandial and corporate stability

Proud supporter of the National Breast Cancer Foundation, In« For more information on becomi nga

STEVENS

worldwide van lines
The Way to Move. The Way to Care.

J USDOT 72029

Stevens agent, contact Morrie Stevens, Jr. at:
morrie@stevensworldwide.com

800.678.3836
stevensworldwide.com/becomeanagent
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(WATER DAMAGE continued from page 14) damage. Dry everything out as soon as pos-
goods and packing material. Movers could |sible to avoid mold.
be h_eld liable fc_)r t_hls _klnd of damage if im- Courtesy of MOVE-PAK CONSULTING —
mediate remediation is not undertak- www.movepakconsulting.com or
en. Most insurance contracts clearly ex- ' '

: A 213-760-7444.
clude mold, mildew and bacteria injury or

Ask the Regulator

Q. I wish to perform both residential moves and office moves. What permit do |
need?

A. To move household goods or personal effects to or from a residence you must obtain a
Household Mover permit issued by the Bureau. You may elect to perform office moves un-
der either (1) your Household Mover permit or (2) a motor carrier permit issued by the De-
partment of Motor Vehicles (DMV). To perform office moves under a Bureau permit you
will need to complete and file the Notice of Election (Form TL 706-N) (this form is included
in the Household Movers Application Packet) with the Division of Household Movers.

Q. May | conduct operations using owner-operators as independent contractors?

A. You may engage independent contractors (referred to as "subhaulers"), provided that
each contractor holds its own Household Mover permit and you file a subhaul-lease bond
of not less than $15,000 with the Commission in accordance with General Order 102.

WHO ARE THOSE

MOVING BOXES
PACKING SUPPLIES
MOVING BLANKETS

TAPE 24 HR
STRETCH WRAP PICK UP
NEWSPRINT AVAILABLE
FLOOR PROTECTION ‘

STORAGE VAULTS

TYPE II'S ? 1-800-628-6567
MILITARY CONTAINERS | ‘

e 430 S. GRAND AVE. SANTA ANA, CA 92705

CARGC Fd
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http://www.movepakconsulting.com

UNITED STATES TRANSPORTATION COMMAND

OFFICE OF THE COMMANDER
508 SCOTT DRIVE
SCOTT AIR FORCE BASE, ILLINOIS 62225-5357

The Honorable Dan Sullivan 31 January 2019
Chairman

Subcommittee Readiness and Management Support

Committee on Armed Services

U.S. Senate

Washington DC 20510

Dear Mr. Chairman

Following this summer’s military move peak season, I received a letter from four Senators and in-
quiries from other members of Congress regarding their concerns with the household goods program. I
wanted to take an opportunity to share U.S. Transportation Command’s plan with you to improve the
relocation experience for service members, Department of Defense civilians, and their families.

Let me begin, though, by commenting on the criticisms and critiques directed at the Defense Per-
sonal Property Program (DP3) since I’ve assumed command. Put simply, I agree. The experiences re-
counted by DOD families in letters to Congressional leaders, to the media, and to my staff are unac-
ceptable.

As you are aware, the scope of this program is enormous. Each year the DOD relies on over 900
Transportation Service Providers (TSPs) to relocate over 400,000 service members, DOD civilians,
and their families to assignments across the globe in support of national security objectives; perhaps
the most stressful portion of the relocation process involves shipping household goods. Roughly 40%
of these moves occur between 15 May and 31 August, which is the period we refer to as ‘Peak Sea-
son’ due to the strain the DOD’s assignment cycle places on commercial capacity (namely the crews
that pack/unpack belongings and truck drivers).

Historically, 90% of DP3 customer satisfaction survey respondents rated their personal property
relocation as either satisfactory (9%), good (18%), or excellent (63%). 10% of our service members
and civilians reported an unsatisfactory experience and expressed concerns with the quality of service
provided; the claims process for lost or damaged property; DOD actions to hold industry accountable;
and a lack of transparency regarding industry performance.

I have personally reviewed TSP performance over the last several months. Generally speaking,
TSPs meet program requirements; when they don’t, DOD transportation officers use the tools at their
disposal to document and influence TSP performance. That said, I do not believe the tools available—
nor our employment of those tools—are sufficient to hold TSPs accountable in a constructive manner.
We take action in an inconsistent, uncoordinated fashion and our most severe sanctions—suspensions
and disqualifications—ultimately work against us as they remove capacity from the program.

I have similarly reviewed the operations of our personal property offices and found that responsi-
bility and oversight are diffused across the Department. [ am convinced every employee associated
with the vast program operates with noble intent, but their efforts are not synchronized. This renders
the application of their performance management tools ineffective and prevents the program-wide ac-
countability families demand. Moreover, the fractured nature of our operations—from receipt of relo-
cation orders at origin through the completion of the claims process at destination—makes it difficult
for families to determine who can help them when things go wrong. Our business rules are over-
engineered, making the DOD an unattractive and inefficient business partner to TSPs and serving as a
deterrent for additional capacity to join the program. When potential solutions are recommended, ef-
forts to reform our processes are often constrained by our legacy IT platform. The Defense Personal
Property Program is not the system we would deliberately design in 2019, and the status quo is no way
to run a two billion dollar Enterprise.
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As many in Congress have pointed out, we tackle the same set of long-standing and predictable
challenges each year with very predictable results: quality and capacity are lacking, and we have lim-
ited accountability measures to drive improvements. I have spoken with families, DOD leaders, indus-
try associations, and TSPs (both servicing and unaffiliated with DP3) and concluded drastic change is
required. We cannot rely on a loose confederation of government transportation activities to oversee
and coordinate a similarly disparate network of hundreds of commercial agents and transporters. We
must fundamentally change the nature of our relationship with industry and do so in a manner that
eliminates the gaps and seams that generate unnecessary friction and opacity within the DP3.

The Office of the Secretary of Defense established a Cross Functional Team—co-chaired by the
Under Secretary of Defense for Personnel and Readiness and the Under Secretary of Defense for Ac-
quisition and Sustainment—to synchronize the Personnel and Logistics communities’ efforts in im-
proving the relocation process for the 2019 Peak Season. The Cross Functional Team outlined 10 spe-
cific 2019 tasks in its action plan, including integrating the Permanent Change of Station Orders pro-
cess with transportation systems; improving the overall Permanent Change of Station Orders lead
time; seeking opportunities to reduce report dates during peak season; resourcing transportation offic-
es to meet quality assurance inspection standards; and establishing a central call center to improve
customer service. All of U.S. Transportation Command’s efforts are done on behalf of Office of the
Secretary of Defense and the Services and are fully nested under the Cross Functional Team.

To that end—and after personal consultation with Service Secretaries and Service Chiefs—the
U.S. Transportation Command staff has begun the formal acquisition process to award end-to-end
household goods transportation and storage processes to a single commercial move manager in time
for the 2021 peak season. Given the scope and complexity of the program, we anticipate a phased ap-
proach; not all DOD moves will be immediately impacted upon contract award. Restructuring this re-
lationship fundamentally changes the way we manage capacity and quality. Rather than relying on 42
separate offices to award individual shipments to individual carries on a transactional basis, we can let
industry do what industry does best: invest in networks of providers that can capitalize on regional
and functional expertise to manage shipments in a more efficient manner year-round. By working
with a single move manager, we will be able to hold those companies accountable in a much more
meaningful, transparent way. When corrective action is required, we’ll seek financial remedies as op-
posed to barring capacity when we need it most. While this acquisition will take time, we believe it
will improve quality and generate additional capacity.

We maintain a close working relationship with industry and have invited industry to provide in-
sights and expertise as we restructure DP3. While we will continue to work closely with our commer-
cial providers, we anticipate portions of industry will resist program changes of this scale. As leaders
across the DOD and Congress engage with industry on this topic, it’s critical industry understands we
expect overall DOD demand to remain stable, and we are not attempting to shrink the market.

While the proposal will address many of the ‘logistical’ aspects of managing household goods
shipments and storage lots, there is more to the family relocation process than transportation. Togeth-
er, we will work tirelessly to support our military families.

I look forward to meeting with you in person and discussing the broad range of USTRANSCOM
priorities, including progress on this topic soon. On 5 and 6 February, my Director of Strategic Plans,
Policy, and Logistics will provide a DP3 briefing for Senate personal staffs and SASC professional
staffs, respectively. I appreciate the opportunity to provide our insights and recommendations on im-
proving the Defense Personal Property Program, and for your continued support of our Nation’s mili-

tary.
Sincerely
Y

Stephen R. Lyons
General, U.S. Army
Commanding
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MEMORIAL BULLETIN

It is with great sadness that we announce the passing of our
longtime sales executive and friend, Claude “Dick” Dickerson.
Dick was an original employee of Pioneer Packing when our
doors opened in 1976. He was instrumental in the early suc-
cess and sales growth of Pioneer and was devoted to serving
and supplying the Moving and Storage Industry. He truly loved
being with his clients who were also dear friends. Dick also en-
joyed the CMSA and the monthly meetings and was the Con-
ventions’ annual golf tournament chairman for 35 years. Dick is
now with his wife Elaine who passed last year. He will be dear-
ly missed, and we will be ever grateful for his dedication, ser-
vice and friendship.

Dick Dickerson
1928 - 2019
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KENTUCKY TRAILER

A Servant Leader Company

138 Years InThe Making

Kentucky Iraller
Custom-Built Truck

A

' Bodies

Tough. Safe. Dependable. That's what you

need in a truck body, and it's what we put
in every vehicle we've built since 1879.

No one builds a better truck body than

Kentucky Trailer. No one. Each is custom
made, and every one is

“Built KT Strong”

888-598-7245
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CLASSIFIED ADVERTISING

CHARGES: 1-5 lines $15; $2 each additional line. CMSA box number $5.
Special heading/setup extra.
Email Renee Hifumi at rhifumi@thecmsa.org to place your advertisement.

FOR SALE
Two 2006 International Diesel trucks,
26000gvw w/fold away lift gates; 100
vaults (40 recently purchased); Two
Toyota forklifts-#4000/#6000, propane,
great condition; Plus other equipment
(dollies, pads, piano boards, etc.).
Please call Carol at 661-822-6441.

FOR SALE
* Vaults used.
* Couch/sofa racks. They are 21 ft high
adjustable 10°8” wide 8’ deep. They
have 7 Plywood Shelves fully
adjustable; they are on steel wheels
easy to move loaded. They hold 21
couches and sofas.
* Shoring beams 96-102 inch USED.
Email Rusty at rusty5055@cs.com for
pictures and prices.

BUSINESS WANTED

We are interested in purchasing all or a
part of your business. We are able to
provide quick cash for certain assets.
We can assist in an exit strategy. Major
CA markets are desired. Discussions
will be in strictest confidence. Send
information to CMSA, Box J1, 10900

E. 183rd St., #300, Cerritos, CA 90703.

FOR SALE

Large quantity of storage vaults for
sale. Price subject to quantity
purchased. Call John at 415-716-7341
or Email: irishexpress@gmail.com.

EMPLOYMENT OPPORTUNITY

Looking for managers in L.A./Orange
and Northern Bay Area. Must be
extremely computer literate. Must be
good with people and should have
experience in the Moving and Storage
Industry. Send resumes and letters of
inquiries to: CMSA, Box J2, 10900 E.
183rd St., #300, Cerritos, CA 90703.

FOR SALE
Established local, intra and interstate,
full-service moving and storage
company for sale. Send information to
CMSA, Box G1, 10900 E. 183rd St.,
Ste 300, Cerritos, CA 90703.

EMPLOYMENT OPPORTUNITY

Rebel Van Lines is looking to hire Class
A & B drivers. To apply, please email
nan@rebelvanlines.com or call
800-421-5045.
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NEW MEMBER SPOTLIGHT

We help companies build a safer and more re-

) sponsible fleet. Our solution will significantly re-

@ duce fuel costs, reduce vehicle maintenance
m costs, reduce insurance costs, reduce speeding
violations and accidents, and prolong the life of
“Keeping Your Fleet on Track” your vehicles. Ehsi Fleet provides the tools that

allows companies to be more profitable, produc-
tive, and safe. www.ehsifleet.org

IMPORTANT ALERT:
Convention Room Reservation Scam

CMSA is not working with, nor affiliated with, any housing company.
CMSA has negotiated the best rate directly with the hotel.
Reservations should only be made using the reservation

link on the CMSA convention web page or by calling
Paradise Point directly at (855) 463-3361 and referencing the
California Moving & Storage Association.

MOVE WORLDWIDE
A DEWITT COMPANY o HAWAII

We offer twice weekly service to all islands.
Royufﬂumewm Our rates include fuel surchages and
EWITT COMPANY delivery services up to 50 miles from the

YOUR ONE STOP CONNECTION - port of Oahu, Maui, Hilo or Kona.
to Hawaii, Alaska & Guam

@ DEWITT OFFERING WEEKLY CONSOLIDATIONS

f\ ALASKA

Our all in rate includes fuel surcharges
ROYAL ALASKAN MOVYERS and delivery services up to 50 miles from
A DEWITT COMPANY the port of Anchorage, AK.

6 GUAM
We are the Guam experts. Our all in

el /it (Guam ratgs include.fuel surchages‘ and
D h/ 6 delivery services anywhere in Guam.

rrrrrrrrrrrrrrr

CONTACT US FOR A QUOTE TODAY www.DeWittMove.com
info@DeWittMove.com | 858.560.1621
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