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Channel Islands
Trade Rates

Effects received at our Portsmouth receiving facility

Guernsey & Jersey
0 - 500cuft £1.70 per cuft
501-1000 cuft £1.50 per cuft
1001 - 1500 cuft ~ £1.30 per cuft

Alderney, Sark, Herm rates on request.

Contact Information:

Adam Palmer - White & Company PLC, Dundas Spur, Portsmouth - 023 92 984 605
Quotes: channelislandquotes@whiteandcompany.co.uk

Steve Hammer - White & Company PLC, International House, Pitronnerie Road, St Peter Port,
Guernsey. 01481 736 868 s.hammer@whiteandcompany. co.uk

Grant Binnie - White & Company PLC, 2 St Peters Technical Park, St Peter, Jersey
01534 484 002 g.binnie@whiteandcompany.co.uk

H.M Customs Documentation - Channel Islands
@ All goods received at our Portsmouth Channel Islands Receiving Facility must
be already wrapped with an inventory and accompanied by full delivery details

@ When shipping goods to The Channel Islands, Customs require three copies of
your company'’s invoice stating country of origin & value - for new effects only

@ If goods are from a foreign destination, we need to be advised if the effects
are in free circulation or under transhipment

@ Full valued inventory must accompany the shipment at all times

@ Jersey only - Jersey Customs forms must be completed and received prior to
receipt of effects at Portsmouth

@ The only genuine ‘self resourced’ daily service to The Channel Islands

@ Full origin services available on both Islands to FIDI FAIM standard
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Contact Details:
Editorial

Contributions on all aspects of
the removals and storage industry
are welcomed, together with
photographsif appropriate.
Please contact Steve Jordan, Editor
Tel:01908 695500

E-mail: editor@themover.co.uk

Deadline:
The deadline for article submission s the
Tstofthe month preceding publication.

Contact Details:
Advertising
Forallenquiries and bookings,
please contact Nikki Gee

Tel: 01908695500

E-mail: adverts@themover.co.uk

Deadline:
The booking deadline for advertisements

is the Tst ofthe month preceding publication.

Artwork for adverts is required by the
8th of the month preceding publication.

Disdaimer:

Opinions expressed in The Mover
are not necessarily those of its
publisher, unless stated otherwise.

Published by:
TheWords Workshop Ltd
26 Swanwick Lane
Broughton

Milton Keynes
MK109LD

Allrights reserved:

No part of The Movermay be scanned,
reproduced, stored ortransmitted in any
form without the prior written permission
ofthe publisher.

The Moveris designed on behalf

ofThe Words Workshop Ltd by

I Like Creative

E-mail: talk2ilike@btopenworld.com
Tel: 01908675854

www.themover.co.uk

— s E—

T e Y ™

©000000000000000000000000000000000000000000000000000000000000000000000000000000000000000

26

COVER STORY:

WORKING WITH CARTUS

Steve Jordan talks to Senior Vice President of Supply

Chain Management for Cartus, Pat DeDonato.

www.themover.co.uk © October 2015 @ The Mover

LEADER: Sell hard at IAM

o\ >

UK NEWS:

Home sales fall, prices rise

Highest first-time buyer sales since 2007
Robinsons Relocation is 180 years old
Community award for Pound Gates

INSIGHT:

Paul Norris, Broking Manager at Reason
Global Insurance explains the role of insurance
in mitigating compliance risks

10

UK NEWS:
Best Rate Removals joins AIM
Best practice list from FLTA

12

BUSINESS:

John Bradshaw & Son's
Shelley Slater spends time
on the road with the crew
to see how they go about
making the right impression
with the customers

14

EUROPEAN ROUNDUP

15

EUROPEAN CONNECTION:
The ECand maternity

16

INTERVIEW:

Sudeep Shah of Orient
International Relocations
was in Nepal the day

the earthquake hit, and
tells Steve Jordan about
whatheand hisfamily
experienced J

18

INTERNATIONAL NEWS:
Dover-Calais route agreement
Paramount partners with OIC for children

20

PROFILE:

Dale Armstrong bought a moving company in
Toronto and spent the next 30 years turning it
into Armstrong Moving - one of Canada’s most
successful moving organisations

3

--------------------------------------------------------------------------------------------------------------------------------------

22

INSIGHT:

Steve Jordan tells how

The Mover has extended

its global reach and explains
how readers prefer to keep
up to date with the

moving industry

30

ON THE ROAD NEWS:
Plastic roads
Information for budding HGV drivers

PROFILE:

Gebr. Roggendorf is a major
player in the EUROMOVERS
network and has built its
reputation on hard work
and a bit of rock n’roll

PRODUCT/PEOPLE NEWS:

Triangular poster tubes

New appointments at Crown Lift Trucks,
Suddath, Move One, Quartix, Kokusai Express,
Global International, Arpin and Graebel, plus an
anniversary at John Mason

36

PROFILE:
(Co-owner Wayne Green tells the story
of Brighton-based LOVE Removals

41

MARKETPLACE

44

DIARY DATES

46

AND FINALLY...
Pet food for thought

Index of advertisers

White & (o...

Alliance of Independent Mover:
Enhanced Operating System
Grospiron International
EUROMOVERS

Mac’s Truck Sales

Buzzmove

Santa Fe Moving Services.....
Matthew James Removals & Storage.

Simpsons Removals & Storage Ltd

Armstrong Moving

Trucksmith...

Pac Global Insurance Brokerage, Inc...
Worldwide Movers Africa ...

. SBR Specialist Coachbuilders
BAR Services
White & Co...
Vancraft
Anglo Pacific

Photo: Carol Gibson



4 The Mover @ October 2015 © www.themover.co.uk

©000000000000000000000000000000000000000 ©000000000000000000000000000000000000000000000000 ©00000000000000000000000000000000000000000 .

LEADER

Sell hard at IAM:
you know it
makes sense

Steve Jordan, Editor
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his month I will be bumping into many of you at

the IAM and PAIMA conferences in San Diego.

Thanks to all those who have expressed an interest
in advertising with us; I look forward to helping you
promote your businesses when we meet. As you know
the companies that advertise with us are our only means
of support, so the more we get, the better we can make
the magazine.

This month the editorial is dominated by our exclusive
interview with Pat DeDonato, the Senior Vice President
of Supply Chain Management for Cartus. Cartus is the
world’s largest relocation management company and,
as such, is probably the biggest customer for many of
you. It’s not often that we get the opportunity of
interviewing such an influencer in the market and [ am
sure you will be interested to read Pat’s take on the
changing relocation industry; how suppliers are managed;
the importance of moving as part of the relocation
offering; the big ‘C’ — compliance — that preoccupies all
in the industry; and how you can become a Cartus
supplier. My thanks to Pat and her team for being so
frank and helpful.

I'would also like to thank Terry, Brian and Chuck at
IAM for inviting me once again to the world’s largest
moving convention. Last year [ wrote an honest, generally
complementary, report on the Orlando convention. But
it's the fact that organisations such as IAM invite me
back despite my occasional criticisms that makes the
communication so strong. You know, that if I say
something is good, I really believe it is; because if I
think it’s rubbish, I will say so.

There have been many who criticise the IAM convention
for its size and the fact that it's a boiling bear pit of
unashamed and unadorned sales activity. For me, that's
a good thing. There are plenty of opportunities in the
moving calendar for those who are so inclined to engage
in the vitally important process of building relationships
and long-lasting friendships. IAM does that too but it also
gives people the opportunity to be upfront about their
companies and the benefits they can provide, and sell
them unashamedly. That’s probably why it's so popular.

So if you do attend IAM: embrace it, drink it in. Wear
your sales hat with pride and, if you can, come away just
a little more prosperous. Ilook forward to seeing you
all there. Now, who wants to advertise next month?
Steve Jordan

@ SJones Containers' latest client, APL.

S Jones Containers wins APL
depot services contract

Major shipping line APL has awarded S Jones Containers Ltd an
ongoing contractfor container handling, inspection, repair and

storage atitsbasein A

dridge, West Mid

ands.

e0cecccccccccccccce ©0000000000000000000000000000000000 eecccccccce

he contract adds APL to

the company’s impressive

client list, which includes

Hanjin, MSC, Marfret,
OOCL, Stinnes Linien, Tarros and
Sloman Neptun.

Andy Cargill, Depot Manager at
S Jones Containers Ltd said, “This
is a very important new client for
us. Not only have we won a valuable
customer in a fiercely competitive
marketplace, we have done so at a
time when the shipping industry is
growing again.”

“Generally, shipping lines have
struggled a great deal in recent years
and have represented a smaller
percentage of our work than they
have done historically, so it’s been
very satisfying to see an upturn in
the amount of work we receive
from our shipping line customers.
Having another of the world’s top
ten shipping lines join us is really
the icing on the cake.”

Tony Pollock, APL's Head of

Operations UK & Ireland said, “We
are looking forward to another long
and mutually beneficial relationship
and are extremely pleased with the
service and customer focus we
have received from S Jones.”

“Having another of
the world’s top ten
shipping linesjoin

usisreally theicing
on the cake.”

Andy Cargil

®000000000000000000000000000 0000

In 2014, S Jones Containers Ltd, a
fourth generation, family-owned
business, celebrated its centenary
after a record year of container sales,
hire, conversions contracts and
storage of shipping containers.
® www.sjonescontainers.co.uk.

albhy,
reallymoving.com

Providing instant quality removals leads

FREE trial

FREE ombudsman
FREE reviews system
NO commitment

FROM £1.99 to £3.49 per lead

01727 238010 www.reallymoving.com




As with a good wine, some things get better with ® Over 140 years' experience in the moving industry
the passing of time. Here at White & Co we’ve been e Excellent storage facilities across the UK

helping people move to new homes across the UK,
Europe and around the world since 1871 - and we
never stop improving.

® Competitive trade rates for all destinations
® Domestic and corporate moves
We are members of FIDI/FAIM, OMNI, IAM and BAR, so you can be

certain your customers’ possessions are in good hands, wherever the
destination may be.

Call or email for an instant quotation or to find out more about our
trade services for the moving industry.

T: 01489774910

E: exports@whiteandcompany.co.uk :
W: www.whiteandcompany.co.uk @ ‘i‘ B o/ poiim Ciam
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NEWS: UK

HOME SALES
FALL, BUT
PRICES UP

According to figures
published by the Land
Registry the number of homes
soldin England and Wales

has fallen significantly while
prices in some areas have
increased by around 13%
duetoashortage of supply.

he figures show that in May
this year there were 65,619

homes sold, a drop of 15% on
the same period in 2014.

Some property experts see the
trend as a welcome return to
normality and a cooling of the
market.

Guy Meacock, head of the
London office of buying agency
Prime Purchase said, “Normality
has returned to the market, with
the panic that has driven it in the
past no longer present. It is more
level and sensible, which is good
news for buyers.”

In August the Royal Institution
of Chartered Surveyors reported
the number of homes available
for sale was at a record low and
that demand was outstripping
supply causing upward pressure
on prices.

The Land Registry also published
figures in August, which showed
prices rising steeply in the East of
England and on the outskirts of
London.

Advertise

in TheMoverand get
afreebanneradverton
www.themover.co.uk.
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@ More first-time buyers completed property transactions in July than since August 2007.

First-time buyer sales
highest since 2007

Monthly first-time buyer sales have hit a post-recession
record, according to figures obtained by estate agents

Your Move and Reeds Rains.

©00000000000000000000000000000000000000000000000000000000000000000

uly saw 29,700 first-time

buyers complete property

transactions, the highest

since August 2007, before
the financial crisis struck, when it
stood at 35,300. The July figure
also represents a 28% rise on April
2015’s number (23,200) —amounting
to a 6,500 increase over the last
three months —as well as 2 4.9%
month-on-month uplift on June’s
figure of 28,300.

The news comes despite the rising
cost of buying a home. The average
first-time buyer deposit in July
totalled £27,975, marking a 10%
increase on July 2014’s figure of
£25,429. In cash terms, this equates
to arise of £2,546. The cost of a
deposit as a proportion of a first-time
buyer’s average income reached
71.6% inJuly, surging 3.1 percentage
points in one month alone and
rising 5.4 percentage points from
66.2% a year ago.

Equally, the average first-time
buyer Loan to Value ratio (LTV),
which represents the proportional
size of an individuals loan compared
to the value of the property they are
buying, is steadily dropping. This
means first-time buyers are having
to pay more up-front, in the form of
larger deposits. July's rate, 82.7%,
represents a 0.5 percentage point
decrease on LTVsinJune anda 0.2
point decrease on a year ago, as the
size of the average deposit rises.

“First-time buyers
are experiencing
asummer of
white-hotactivity,
unimpeded byrising
deposit costs.”

Adrian Gill

A similar picture emerges in the
latest Mortgage Monitor from e.surv.
The data revealed a decline in the
number of small-deposit loans given
approval in July, dropping 5.9%
compared to June and 7.1%
compared to July 2014.

Adrian Gill, Director of Your Move
and Reeds Rains said, “First-time
buyers are experiencing a summer
of white-hot activity, unimpeded by
rising deposit costs. The post-General
Election bounce has given way to a
more stable optimism, as first-time
buyers realise that the property
market —at least their end of it — is
at no immediate risk of being
tampered with by the government.
Rather, incentives attractive to first-
time buyers —such as the Help to
Buy scheme —are running along
steadily, while further low-cost
housing development is being
encouraged to entice more people
onto the ladder.”

Furry clandestine
found in Pickfords’
container

These days we all have to be
careful about stowaways
hitching aliftto the UKin the
back of our trucks. Butwhen a
furry traveller was found
hidingin a Pickfords container
the staffwere only too pleased
tofind herahome.

e feline, believed to have

T‘Eeen a street cat, had found

her way into the shipping
container in Limassol, Cyprus,
and spent a month on the water
on route to the UK. The container
was unloaded and trucked to
Pickfords’ international warehouse
in Kempston, Bedfordshire where
the warehouse team discovered
the tabby.

The cat was not in the best of
health when the container was
opened, so Pickfords gave her
food and water to keep her going.
The team called the local Bedford
Trading Standards organisation
who sent a team to collect the cat
and take her into quarantine.
Once given the all-clear, she was
taken to the Cats Protection
Birmingham Adoption Centre
where she attracted a lot of
interest. Unfortunately, being
rather shy after her ordeal, several
weeks went by before she was
adopted.

Eventually, an elderly couple
visited the Centre, saw the
stowaway and fell in love with
her. The couple were confident
they would be able to coax the
nervous cat out of her shell and
adopted her. Miss Pickford, as the
couple appropriately named her,
is now enjoying the comforts of
her new Birmingham home and is
slowly regaining her confidence,
thanks to the kindness and
encouragement of her new owners.

A happy ending to a long and
frightening journey.

[

@ Miss Pickford in quarantine.
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@ Robinsons’ vehicles bearing the new logo.
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Robinsons Relocation:
120 years old and getting

even stronger

Robinsons Relocation is celebrating its 120th yearin the
industry by moving away fromits well-known blue and
yellow corporate colours and embracing a newly refreshed
and sleeker grey and orange logo.

©0000000000000000000000000000000000000000000000000000000000000000

ur rebranding exercise
is proudly highlighting
what four generations
of Robinsons have been
passionate about,” explained Anthony
Robinson, Managing Director.
“Our brand has naturally evolved
over the years, but our core values
remain untouched. We are proud of
our family heritage and thrive to
apply the same dedication Alfred
Robinson had when he created the
company in 1895. ‘Moving your
way' is simply what we do: we are
committed to understanding our
clients’ challenges and supporting
them throughout the changes in
their lives.”

Robinsons is also launching its
new website. “Our industry can’t
ignore the digital world,” said
Anthony. “Our clients require
direct and permanent access to
information, so we feel it is our duty
to facilitate this. Our website is a
direct reflection of our business
hence we wanted our professionalism
and efficiency to emerge through
the user experience.”

Robinsons Relocation may be
investing in its brand but it’s also
investing in its senior management
with the arrival of Mark Lucas from
Elliot Mobility in South Africa. “After

living in South Africa for the past
32 years, and working for Elliot
Mobility for 16 of them, my wife and
I decided to relocate back home to
the UK,” Mark said. “My children
had neverlived in the UK and we
felt that is was the most appropriate
time in our lives to make this
move.” Mark is ecstatic to have
joined the Robinsons family at
Robinsons Relocation. “It is
another family owned and
managed relocations and moving
company. Anthony, Philippa and
the team at Robinsons have
welcomed me with open arms.”

@ Mark Lucas joins Robinsons from Elliot Mobility.

www.themover.co.uk © October 2015 @ The Mover 7
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NEWS: UK

Community award

for Pound Gates

Ipswich-based insurance broker Pound Gates has
won the 2015 £ast Anglian Daily Times Business
Award for Community Involvement.

©0000000000000000000000000000000000000000000000000000000000000000

he award was made in
Trecognition of the company’s

support for local charities and
the enthusiastic involvement of
its staff.

The judges said they were
impressed by the way Pound Gates
had developed its involvement in
the local community and by the
inspirational leadership of its senior
management.

“We are really pleased that our
‘Doing Good’ ethos as we call it has

been recognised in this way,” said
Pound Gates’ Director Rob Thacker.
“The award reinforces our approach
to balance our desire for business
success with the needs of the wider
community. It acknowledges the
efforts of all our team and the wide
variety of causes we have supported
during the last 12 months.”

Pound Gates was founded in 1988
and specialises in insurance products
for a number of sectors including
the removals and storage industry.

@ Rob Thacker and Del Sharman, Directors of Pound Gates, accepting the award
from Emma Hibbert from Adnams PLC, the awards sponsors.

Dogs go to John Mason

part in ‘Bring Your Dog to Work

Day’ to fundraise for a local
Dogs Trust charity. A total of
seven dogs came to work for the
day and were all generally very
well behaved.

Each member of staff donated
£10 to charity to bring their dog
into the office.

Bring Your Dog to Work Day is
an annual nationwide event in the
UK organised by the dog grooming
company HOWND. In the US it is
known as Take Your Dog to Work
Day and even Barak Obama took
part this year taking his dog Bo
into the Oval Office.

Reported benefits of dogs in the
workplace include improved
morale, increased productivity
and stress reduction. Many

John Mason International took

companies such as Google and
Amazon welcome dogs to the
workplace all year round.

@ John Mason International’s 00, Noel Briscoe’s dog
Jasper making himself athome in the office.
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INSIGHT: COMPLIANCE RISKS

@ Companies face increasing risk of cyber attack.

The role of insurance in
mitigating compliance risks

By Paul Norris, Broking Manager, Reason Global Insurance

©00000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000

very company in the world

that provides business-to-

business services is now

having to consider risk and
compliance management as part of
its business offering. Data security
is an important part of compliance
and the international moving
business is particularly vulnerable
to breaches as personal information
(such as copy passports, National
Insurance numbers, etc.) is
exchanged as a necessary part of
the process. If the worst happens,
does your company insurance
provide any protection to you, your
customers or their assignees? If
not, it should.

The general term ‘compliance’
includes the requirement for
companies to operate within regional
regulations such as the UK Bribery
Act of 2010 and the US Foreign
Corrupt Policies Act; to comply with
all contractual obligations; and to
behave in a way that develops trust
between the company and its
customers. What's more, it also

requires companies to take
responsibility for the whole supply
chain. It's a tough challenge, many
say an impossible one, and even
the most vigilant company lives in
fear of a breach that can prove
devastating for themselves and
their customers.

Data security too is an important
part of compliance with companies
being required to ensure that all
personal information, held on behalf
of clients, is kept safe. However with
the level of cyber attacks increasing,
the chances of any company being
hit are significant. If a breach occurs
the costs, direct and indirect, can
be crippling. New EU regulations
in 2016 will require businesses to
comply with more onerous rules
around notification to the Information
Commissioner’s Office, explicit
consent to hold and process data,
and the right to be forgotten.
Breaches could result in significant
fines of up to 2% of their turnover.

A report from the UK government
and Marsh [UK Cyber Security: The

Role of Insurance in Managing and
Mitigating the Risk (March 2015)],
for example, estimates that 81% of
large UK companies and 60% of
small businesses suffered a cyber-
security breach in 2014. Official
figures also estimate the cost of theft
of customer data at £ 1bn. A survey
by Price Waterhouse Cooper carried
outin 2012 found that 72% of small
businesses reported staff misuse of
e-mail or the Internet and the
unauthorised access of files resulting
in a Data Protection Act breach,
misuse or leakage of confidential
information.

This is not just a local problem for
the moving company concerned. A
high proportion of international
relocations are performed on behalf
of employees of multi-national
companies and are controlled
through relocation management
companies (RMC). These large
customers rely absolutely on their
reputations and any small slip will
be exploited by a controversy-
hungry media. Similarly the RMCs

need to demonstrate to their clients
that they deal with compliance
transgressors harshly. A data
protection breach would easily be
enough to lose a moving company
their contract with a major
corporation who will take a ‘zero
tolerance’ approach.

Insurance cover cannot prevent a
breach but it could just keep a mover
in business should a breach occur.
It might even give a corporate client
some comfort that the mover takes
the whole compliance issue seriously
and, therefore, become a powerful
part of the sales proposition.

It's fair to say, however, that cyber-
risks insurance is an emerging
market. With this in mind many
policies do not include it. So it
makes sense for movers to work
with their brokers to develop cover
that is appropriate for their individual
businesses. This could include, for
example, cover for system damage,
business interruption, theft of money,
cyber extortion, reputational
damage, etc. and also claims by
third parties, possibly the client or
the RMC, following a security breach.
These could include the cost of
meeting claims for the loss of
confidential data under the Data
Protection Act and regulatory
investigations caused by hacking,
etc.

If a breach occurs the response
from the insurance company will
be to provide a range of services to
protect the business and minimise
the detrimental effects. These can
include: the employment of public
relations, crisis management,
forensic and speciality services;
financial compensation; the cost of
replacing equipment and recovering
information; business interruption
costs; fines imposed by government
or the public authority regulator;
costs of notifying the data protection
authorities of the breach; and the
payment of extortion fees with
associated negotiation, handling,
contracting and delivery of monies.

If a corporate client has a ‘zero
tolerance’ policy, any data breach is
likely to result in a serious penalty
or loss of the contract for the mover.
That in itself is bad enough but
there’s no need for it to bring the
company down too. Appropriate
insurance can help a business
survive what will undoubtedly be a
very rocky time, allow it to ride the
storm, and help protect customers
too.

Reason Global Insurance is Lloyd’s
of London'’s only specialist insurance
broker solely dedicated to moving,
self storage and relocation.
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NEWS: UK

Best Rate Removals joins AIM

West London-based Best Rate Removals & Storage has become the latest member of the Alliance of Independent Movers.
The company hasa staffof 14 and specialises in home and commercial moves, mainly in the London area.

©00000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000

@ Best Rate Removals & Storage.

Is ahis an
indust
first? Y

n August 7 Britannia
0 Lanes of Cornwall

received a booking for a
small international move. The
job itself was not exceptional,
but the method in which it
was converted may well be.

Mark Lane called The Mover
as he realised that this might
be the first instance in the
UK of a customer booking an
international move online,
paying the charges and
organising the insurance
without ever making any direct
contact with the company.

It has often been considered
too difficult to set up an
algorithm that can cover all
the variables involved in an
international move. It seems,
however, that Britannia Lanes
has cracked the problem.

Is this a first for the industry?
Or do you know otherwise?

mll'

."F

est Rate began trading in
2011 and moved to its
present location in
Perivale earlier this year.

The company is now able to offer
storage facilities, a service which

Director Svetoslav Georgiev is keen

to develop.

“We are a relatively new company

so being a member of AIM is very
useful if we need help or advice on
anything relating to the business,”
said Svetoslav. “The guys are very
experienced and they’re always

there if we need them. I also think it

reassures customers to know we
are part of a trade organisation and

have to meet high standards.”

AIM founder Scott Rust said, “Best
Rate Removals is a growing company
and I'm delighted to welcome them
as AIM members. I'm looking
forward to working with Svetoslav
and his team in the future.”

The Alliance of Independent Movers
was created to assist removers of
all sizes, to grow and expand their
businesses while offering their
customers a high level of service.
For the mover with limited resources,
or even larger more established
businesses, AIM can offer a wide
range of benefits.
® www.bestrateremovals.co.uk.

FLTA launches best practice safety checklist

The UK's Fork LiftTruck Association, in partnership with Mentor Training, has
launched a checklistto help managersandsupervisors overseeinglifttruck
operations toformalise and document safety procedures.
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lanaging Forklift Operations:
M Manager’s Checklist and Best

Practice Guidance Notes, was
formally launched at the National
Fork Lift Truck Safety Conference
in Loughborough on 23 September.

Although practical resources
allowing operators to record daily
checks are widespread within the
industry, this is believed to be the
first resource specifically developed
to take managers and supervisors
through the essential checks
necessary to maintain safe fork lift
operations.

Mentor Managing Director Stuart
Taylor said, “In creating this new
resource, we looked for ways in
which we could support the efforts

of managers and supervisors in
reducing risk and keeping operations
safe. They play a vital role on site —
directing activity and, ultimately,
they hold responsibility when
operations go wrong. The safety
checklists give managers and
supervisors a structure for their
checks, starting with operators and
equipment and finishing with risk
assessments and policies.”

As well as a checklist, the pocket-
sized booklet provides a range of
information that managers might
need during the space of a shift,
such as important contacts, sources
of further information and best
practice guidance.

Managing Forklift Operations:

John Mason International
hold a Marie Curie Tea Party

e John Mason fundraising
T’:leam recently held a Tea Party
at the office to raise funds for

the UK charity Marie Curie.

Vintage tea cups and saucers
were used to serve tea, coffee,
sandwiches and cakes to the staff
at John Mason International’s
head office. Staff were also asked

to wear something yellow for the
day. A total of £200 was raised for
the lunchtime offering.

Marie Curie is one of the charities

that the company has decided to
support this year. Marie Curie

works to support and provide care

for people with terminal illnesses
and their families.

@ The pocket-sized FLTA Manager’s Checklist
and Best Practice Guidance Notes.

Manager’s Checklist and Best
Practice Guidance is priced at £3.95
and is available exclusively from
Mentor Training and the FLTA.

@ International Move Manager,
Amanda Hilton, at the tea party.
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BUSINESS: CUSTOMER RELATIONS

TayAAnLA

@ Above: Simon Beck (left) and Pete Ainsworth, Bradshaw’s removal men of the month; below: Mark Pennington and Martin Niedziela.

7 br#ail conge

Shelley Slater, Web & Marketing Manager, John Bradshaw & Son
inManchester takes a trip on the road to find out how the crew
puts customers at ease to help them through a stressful day.
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impression

emoval men around the

world encounter the same

core issue —how to build

a relationship with the
customer and smooth the process of
moving house for everyone involved.
I've discovered it takes a mixture of
skill, diplomacy and the right kind
of personality to master the art of
client confidence.

['wanted to learn more about the
relationship between removal men
and customers, so I took the
opportunity to shadow some of the
removal men at Britannia Bradshaw
International Removals & Storage
in Manchester on a few jobs.

From the moment the removal
lorry pulls up outside the customer’s
home, the relationship with the
customer begins. A knock at the
customer’s door, a big smile and an
introduction is the normal way a
removal man’s day begins.

As we approached the customer’s
house during one of the jobs I
attended, Pete Ainsworth, a porter
with Britannia Bradshaw told me:
“The most important thing is to put
the customer at ease.” As soon as
the truck was parked, he was at the
customer’s door, his characteristic
smile shining for the customer-who
was visibly nervous. He asked her

about her move, engaged in a bit of
chit chat and immediately found
out one of her big concerns for the
day was her nervous dog. Pete’s
attention became focussed on
ensuring the dog was comfortable

Aknockat the
customer’sdoor,
abig smileand
anintroductionis
thenormalwaya
removal man’s
day begins.

with each of us, and distracted from
what was going on all around. You
could see the customer visibly relax
as we interacted with the dog and
Pete asked her questions about her
move and where she was going.
The customer offered a cup of tea,
which was a perfect opportunity to
get to know her and how she was
feeling about the move and what
her needs were for the day. She was
then much more comfortable when
she showed Pete and the driver
that day, Martin Niedziela, around
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@ Pete Ainsworth and Martin Niedziela (carrying sofa).

the house to explain what was to be
packed for her overseas move and
what was not being packed. I
observed how Pete and Martin's
welcoming, approachable and
calming attitudes helped her to
visibly relax as they spoke — she knew
from their friendly yet professional
demeanour that her belongings
were in good hands.

As the day progressed, I noticed
both Pete and Martin would check
with the customer and make sure
she was doing well — along with
taking a few moments to play with
the dog, helping to ease everyone’s
anxiety about the day. Pete was
based mainly in the same room the
customer and her dog were based
in, and spoke with her a lot about
her new home, why she was moving
there, and generally helping to
bring out her excitement about her
overseas move and the new life
waiting for her.

A few weeks later, I then
accompanied Martin and another
porter, Mark Pennington, to a
relatively straightforward local
move. This time, the customers
were most anxious about moving
their fish — something that initially
eclipsed everything else for them.
As with Pete on the overseas packing
jobIobserved, Mark was out of the
truck the moment we pulled up
outside the house and was talking
to the customer with his typical smile
and humour. He quickly discovered
the fish were the customers’ biggest
concern, and immediately addressed
how they’d be moved and reassured
the customers that he’d moved
others with similar concerns before
and they would do everything to
ensure it all went smoothly.

The customers were stressing
about their fish as the logistics of
carrying out the move were being
planned, and Mark engaged them
several times, joking with them
(including calling the over 6’5" tall
Martin “Tiny”, just to elicit alaugh),
breaking the ice and relaxing them
further. You could see they

understood the removal men were
professional, yet personable, and
their concerns about the fish were
a top priority for the men, too. This
seemed to be the key to ensuring
the customers’ satisfaction with
their move.

I noted how Mark’s friendly
banter with customers as well as
with his co-workers helped the
client be much more relaxed, at
ease and trusting in the removal
process for their home and fish,
and asked him what the secret to
his success was. He simply said
“It's nice to be nice”, smiled and
moved some more boxes into the
customers’ new home, with a small
comment to the homeowner as he
passed, which again brought out
smiles and laughter from the client.

On the drive back to the yard, I
asked Mark about his rapport with
customers, as he truly made it look
effortless to gain their trust and
confidence and establish a bond
with them. He told me he’s been a

Asthe day
progressed, | noticed
both Pete and Martin
would check with
the customerand
make sure shewas
doing well.

removal man most of his life, and
he’s learned that the first five minutes
with the customer are crucial to
gaining their trust. He was also
very humble about his ability to win
the client’s confidence and smooth
the way for a good removal. Combine
that with his natural friendly attitude,
good sense of humour, and his
experience in performing removals,
and I think I've found the winning
combination to ensuring a good
rapport and trust with the customer
for moving day.

GROSPIRON
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NEWS: INTERNATIONAL

***

* European Roundup

Drivers fear greater
border controls

Truck drivers say that they fear
greater border controls as a result
of the migrant crisis. The EU is
struggling to deal with a large
influx of migrants and the Member
States are failing to join forces in
order to agree on a common and
workable solution. German
Chancellor Angela Merkel said

“If Europe fails to agree to a fair
distribution of refugees, the passport-
free Schengen zone encompassing
26 European States would be called
into question”.

The re-introduction of border
controls across Europe would lead
to serious consequences resulting
not only in fuelling inflation, but it
will also become very costly for
everyone. Goods will become more
expensive and the bill will be passed
on to the consumer.

Information courtesy of FEDEMAC.

on 15 August. The new office is just a

short distance from the old address but
the serviced office from Regus provides much
more flexible accommodation that better suits

the organisation’s current needs.

The move was completed by DT Moving over
the weekend to minimise disruption to the

A new home for OMNI

OMNI moved into new office accommodation

I Want du Lo Ger rr|
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@ The EUis struggling to deal with the influx of migrants.

EU urges further VAT
collection reform

The latest figures released by the
European Commission show that
there has been little improvement
in VAT revenue collection across

working of the office. Ian Waters, General
Manager of OMNI, was very pleased with the
way the move was handled. “The boys did an
excellent job,” he said.

The new OMNI address is: 3000 Cathedral
Hill, Guildford, Surrey, GU2 7YB. The phone
number remains unchanged: +44 (0) 208
0995395 as do all e-mail addresses.

EU Member States.

The difference between the
amount of VAT expected and that
paid has reached €168 billion, the
equivalent of 15.2% loss in revenue.
The gap is caused by a combination
of fraud, evasion, tax avoidance,

bankruptcies, financial insolvencies
and miscalculation. The problem is
lowest in Finland, the Netherlands
and Sweden and worst in Romania.
Pierre Moscovici, Commissioner
for Economic and Financial Affairs,
Taxation and Customs said: “I urge
Member States to take the steps
needed to fight tax evasion and tax
fraud at all levels. This remains a
burning issue and is at the top of
this Commission’s agenda.”
No Ecotaxe in France
The French government does not
intend to bring back a regional
environmental tax. A spokesperson
for the Prime Minister’s office
stated that: “The government has
no plans at all to open this possibility.”
Carriers are firmly opposed to any
revival of the Ecotaxe. Furthermore
it is against community law to
impose any taxes solely on foreign
trucks as it will be discriminatory.

@ lan Waters with the DT Moving crew on moving day.

EUROMOVERS International

Wor/dwid_e Movers Allicance

family spirit.

The EUROMOVERS Network, now in existence for over
10 years, is proud fo count partners in more than 30
countries in Europe and Overseas.

Throughout the years, the network has developed a
strong, international recognized partnership. Originally
created by likeminded European Movers who wished to
co-operate with others under the same standards, vision
and banner, it has developed to an exclusive Circle of
Experts with strong coherence, co-operating with a

Email: info@euromovers.com
Web: www.euromovers.com

EUROMOVERS International SA
13, Rue Edmond Reuter - L-5326 Contern, Luxembourg
Phone: +352-26 70 16 56 - Fax: +352-26 70 16 57

EUROMOVERSY”

EUROPEAN MOVER PARTNERSHIP
Recognized Trademark
Co-operation and Assistance
Special rates and Conditions
Powerlanes and Groupage Services
Exchange of Knowledge and Experience
Participate in Corporate Accounts
HO's Sales Assistance
Partner-to-Partner Sales Assistance
Marketing, Public Relations, Web

Quality Training Environment

International Matrix Certification

Area Coverage




e0c0ccc00cc0cc0000000000

il

@ New regulations are a headache for families with childrenrelocating to South Africa.

South Africa’s anti-trafficking
regulations causing headaches
for global mobility

New requlations for parents and quardians taking childreninto
South Africa are causing a headache not only for tourists but also
for HR departments and those on business assignments,
according to global mobility expert Crown World Mobility.

e0c0cccccc0cccccccce @000 0000000000000000000000000000000 eeccccccce

he controversial requlations,
designed to combat child
trafficking, require adults
to produce a birth certificate
for any children travelling with them
—and possibly a letter of authority
from any absent parents - before
being allowed to enter the country.
The South African government
has recently appointed a special
committee to look in to the new
Regulations, amid widespread
criticism. However the issue of child
trafficking is clearly hugely important
and the Minister of Tourism, Derek
Hanekom and Minister of Home
Affairs, Malusi Gigaba have openly
disagreed over what the most
appropriate solution should be.
Ben Sookia, EMEA Immigration
Manager at Crown World Mobility
said: “The regulations were brought
in for laudable reasons but have
proved a major headache for those
on global mobility programmes as
well as for tourists. They also cause
delays at airports all over the world
for people travelling to South Africa.
We anticipate there is a possibility
that the regulations will be amended
in the coming months. But, until we
obtain confirmation in writing from
the Department of Home Affairs in
South Africa, our advice is that all
foreign nationals — and any person
travelling to or from South Africa -
should comply fully with the
regulations. It is important that the
HR departments inform employees
of the new regulations and make
sure that any person travelling to

“Theregulations
were brought in for
laudablereasons
but haveproveda
major headache...”
Ben Sookia

®000000000000000000000000000 0000

South Africa with children obtains
all the relevant documents before
travelling.”

The Regulations could prove
particularly complicated for families
of assignees wishing to visit. If both
parents are not travelling together
then a letter of consent from the
absent parent may be required.
Single parents may need to bring a
court order which confirms they
are the legal guardian. Friends of
the family bringing children to visit
who are not their own face a long
list of requirements — including an
affidavit from the parents, copies of
the parents’ passports, contact
details of the parents and the child’s
‘unabridged’ birth certificate, defined
as one that contains the details of
both the child’s parents, including
their marital status and whether
they are the biological parents

"“For a lot of people this could
prove very complicated,” said Ben
Sookia. “So it is important HR
departments make families aware
of the details as early as possible if
a visit is being planned.”
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Connection

The European Commission

\

and maternity: new legislation

or new objectives?

n August, the European
ICommission published a

roadmap setting out policy
options to address the challenges
of work-life balance faced by
working families. This initiative
focuses on parenthood rather
than gender equality, aiming to
facilitate a balance between home
and professional responsibilities.

Essentially, the Commission is
reframing a policy to revise the
Maternity Leave Directive that it
failed to build consensus around.
The Commissioner is now shifting
attention from women to parents
and from child bearing to
productivity.

The aim is to address the low
participation of women in the
labour market by modernising
and adapting current EU legal
and policy framework to today’s
labour market; to help parents
with children or those with
dependent relatives better
balance caring and professional
responsibilities; and to increase
women’s economic independence.

Proposed initiatives include:
extending flexible working
arrangements to both parents
and women and men with
caring responsibilities and
strengthening the enforcement
of those rights; inviting the social
partners to assess their
agreements on parental leave,
fixed-term work and part-time
work; better enforcement of
and new incentives for take-up
of parental leave by fathers;
improvements to the Maternity
Leave Directive; and the
introduction of carers’ leave.

But perhaps this is not the best
timing for a new initiative focussing
on the labour market argument?

The German Minister of
Finance has recently asked for a
repatriation of power from the
Commission, particularly on
market regulation and some

countries, such as the UK, already
have proposals around ‘closing
the gender pay gap'.

Such matters may well leave
the European Commissioner
trying to walk a very thin line, as
her plan will not really be about
equality, but about ‘flexibility” at
work, about productivity gains,
about getting the number-
crunchers rather than ‘social
change’ activists excited.

By taking out the ‘motherhood
penalty’ for female labour market
participation, the idea is to expand
the labour force participation of
women amidst and ever aging
work force and, thereby increase
contributions, tax revenue, and
productivity.

Womens' rights are now seen
to be set on the margins of the
discussion. The emphasis would
be on child care, easing the return
of mothers into the workforce,
preventing unfair dismissals,
allowing working hours and
work place flexibility, making
work easier to do. Making it
easy, not quite empowering, is
the idea!

Moving from rights-based to
economic discourse will no
doubt be interesting. The
Commissioner will be arguing
that it is better to add women
into the labour market than to
bail out countries; better to bring
alower common pension
denominator than slash mens’
pensions; better to speak of ‘flex-
security’ than part-time work
and working poor. In essence the
political argument in Brussels is
that the issue of maternity leave
as a woman's right has been
given up in the form of a ‘not
good enough’ Directive, to
pursue a ‘what’s good for
business, is good’ Directive.

The Commissioner may get her
Directive through, but will that
do something for women?
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INTERVIEW: SUDEEP SHAH

NEPAL: AF

EW@VF

t was about mid-day that the
'g earthquake hit Nepal.

F~ Saturday, 25 April, a day of
AR rest. Sudeep Shah from Orient
International Relocations was
planning a relaxing day with his wife
and daughter in Kathmandu: a visit
to the temple followed by lunch
somewhere nice.

The earthquake registered 7.8 on
the Richter scale. Its epicentre was
just 80km north-west of Kathmandu
and its hypocentre just 15km deep,
shallow by comparison to some and
very destructive. Kathmandu moved
10ft to the south in 30 seconds.
10,000 people died; 23,000 were
injured; hundreds of thousands
were left homeless. It was the worst
natural disaster in the country for
over 80 years.

“Suddenly the house started
shaking like a matchbox,” said
Sudeep. “The windows were rattling,
the doors were banging, people were
screaming. A 200kg refrigerator
moved five feet across the floor. I
can't describe the feeling. We were
terrified. We thought it was the last
moments of our lives.”

Sudeep had experienced

- - ot - s
® Left: Sudeep with Bruno Gomez of the UN World Food Programme; . -_,. ot i i
below left: Sudeep’s son Sudev, collecting from theairportat 2am; t - e
below: Sudeep with Joseph Abdo of Care Canada. .

earthquakes before but nothing like
this one. “This was just like a bomb
exploding,” he said. “It went on for
about 45 seconds, but time seemed
to stop.” Then came the aftershocks,
some almost as strong as the main
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Steve Jordan 1nterv1ewed Sudeep Shah from Orient Internatlonal
Relocatlons about the day the earthquake hit. -
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Miraculously Sudeep and his family
were physically unharmed and his
house undamaged. His company too
escaped without serious damage
although everything had been thrown
around the offices.

1k from ey house

was a 3060ft-5 nmagﬂ mf.,,mrg
montment. It fall on the
ity killivg 250 people.”

Sudeep Shah

quake, that kept everyone outside
the buildings for safety. “They just
kept on coming.” Asked for how
long they had continued Sudeep
said that the last one had been only
two days earlier: 8 July, over two
months after the initial shock. And
they continue.

“People were running on the streets
trying to find out if everyone was OK
and sometimes finding that someone
had died,” said Sudeep. “About 1km
from my house was a 300ft-high
victory monument. It fell on the city
killing 250 people.”

For a day the situation was very
confused. Then Sudeep received a
call from Care International (an
international non-government
organisation) saying that supplies
were coming into the airport and
that his help was needed. “There
was only the Nepalese army at the
airport; no customs people. We
could only identify the flights by
their call signs.”

But the aid came in from all over
the world and Sudeep, his son Sudev
and their crews worked tirelessly to
distribute it to the people who

needed it most. Normal business
was on hold. There was no Internet
or power for a week. Sudeep’s only
connection to the world was his
Blackberry which miraculously was
functional and was charged by the
car charger. All his trucks were
switched to relief work. “We felt it
was our duty to save our nation
first,” he said. At the time of writing
Orient International had already
distributed 3,800 tonnes of building
materials and essential supplies.
The work continues.

Inside the old city of Kathmandu
there are still hundreds of people
living in tents and everything is badly
damaged. In the outlying villages
the problem is worse. It's the most
mountainous region on earth. Relief
work is slow. Now it’s started raining,
roads are slippery, even tractors
can't get through, and the helicopters,
provided by foreign governments
at the height of the crisis, have
returned to their bases.

But for Sudeep and his men the
work continues and he is very
grateful for all the help that his
country received from outside. “I
must thank all of the volunteers and
the governments who have come to
Nepal to help,” he said. “They give
their time and effort and put their
lives in danger. They are still
working here. I met many wonderful
people from different countries. One,
a Care volunteer from Lebanon,
Joseph Abdo, worked 18 hours a
day, he didn't sleep. This is what
motivates us. People trying to help
without any monetary interest. We
are really thankful to them.”

Asked what others can do to help
now, Sudeep said that he believes
that the bad time is over. “But we
still need help to support the victims
in the villages,” he said. “I ask that
people continue to donate to the
aid agencies such as Care, the Red
Cross and Action Aid, because they
will make sure the help gets to where
it's needed.” Beyond that Sudeep
said that they needed nothing more
that our good wishes.

Rebuilding Nepal will be along
process. It's a beautiful but poor
country that has been ruined by
bad politics. But Sudeep has an
important message for everyone
that the disaster has brought into
clear focus for him. “Despite all the
terrible things that are happening
in the world, natural or otherwise, I
want you to know that humanity
still prevails over trouble.”

May it always remain so. And on
behalf of the rest of the global
moving industry Sudeep, be
assured, you have our good wishes.
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NEWS: INTERNATIONAL

Movers
at the EMEA
EMMAs

he movingindustryis well
Trepresented on theshortlist for

the EMEA EMMAs (Expatriate
Management and Mobility Awards)
from the Forum for Expatriate
Managementin2015.

The EMMAs celebrate excellence
and innovation in global mobility. An
independentjudging panel assess
nomineesagainstastrict setof ariteria,
induding dientcommunication,
innovation, knowledge, skillsand
expertisein theirnominated category.

(ategoriesin which the moving
industryis shortlisted are:
Bestsurvey orresearch study
AlReS

Sterling Relocation

Mostinnovative use of technology
Sterling Relocation

International Moving
company of the year

Bishops

Bournes

Harrow Green

Icon Moving Services

Pickfords

Immigration provider of the year
Sterling Relocation

Destination services

provider of the year

EMS (Employee Mobility Solutions)
SantaFe

IconMoving Services

Relocation management
company of the year

AlReS

EMS (Employee Mobility Solutions)
Graebel

Santafe

Sterling

The winners willbeannouncedata
galadinnerand ceremonyatThe

EMEA Global Mobility Summit at the
LancasterLondon Hotel on 6 November.

@ DFDS Seaways.

Agreement reached on
the Dover-Calais route

FDS has announced that an
Dagreement between the staff

representatives of SCOP-
SeaFrance, Eurotunnel and DFDS,
concerning the release of the
Channel ferries Rodin and Berlioz,
was reached with the assistance of
the French transport minister on
Monday August 31.

As part of the agreement, DFDS is
committing to the employment of
202 former SCOP-Seafrance
employees in its French organisation.

Depending on when Eurotunnel
is able to deliver the ships to DFDS
Seaways, the Berlioz and Rodin are
expected to be deployed during Q4
2015 on Dover-Calais together with

Calais Seaways. This means that
DFDS Seaways will operate three
ferries on this route instead of two
ferries, which are in service today.
Malo Seaways, which currently
sails alongside Calais Seaways, will
be deployed elsewhere in DFDS’
network.

DFDS will therefore operate a
total of six ferries out of Dover to
Calais and Dunkirk respectively,
with three ferries on each route. The
additional frequency and capacity
of the future operational set-up will
enhance DFDS’ offering to both
freight customers and passengers.

Carsten Jensen, Senior Vice
President at DFDS Seaways said:
“This ends a long period of
uncertainty for both our employees
and our customers on the Channel
as this agreement gives us the
platform needed to create a
sustainable ferry service. It also
means that we have an equal
number of French and UK flagged
ships making the service a truly
Anglo-French partnership, which
we believe is in everyone’s best
interests.”

Paramount partners with 0IC to help children

f

Transportation Systems in North

Carolina teamed up with the
Orthopaedic Institute for Children
(OIC), aworld leader in orthopaedic
care, education and research.
Through the OIC's Corporate
Giving Program, paramount will
donate $5 for every move it
completes anywhere in the world.
The program is expected to raise
more than $100,000 for OIC’s new
pediatric orthopaedic surgery
centre, scheduled to open in Los
Angeles next year.

Dr Anthony A Scaduto, President
and CEO of OIC commented:
“Because of corporate partners
like you we are able to provide
the highest level of orthopaedic

I n March 2015, Paramount

MOVE J4elLs
OVER 200 CLIENTS

in 25 counfries have already recognired
The value of Moveworna

NOW IT'S YOUR TURN

The Only Softwore you Meed

care to kids who need it.”

To put this into perspective, Rob
Cormier from Paramount sent The
Mover a story about a 15-year-old

girl called Bibiana from Tanzania.

Bibiana and her sister suffer from
albinism. In her society the blood
and bones of albinos are highly
sought after by witch doctors.
When she was ten, and under the
care of her uncle, intruders broke
into her home and amputated her
leg and two fingers. Her uncle
was complicit in the attack. OIC
has now teamed up with African
Millennium Foundation, Hanger
Prosthetics and Ronald McDonald
House to look after her.

Whatever their religious beliefs
or local traditions, however

@ Bibiana with her guardian and Dr Scaduto
during one of her physical therapy sessions at the
Orthopaedic Institute for Children. She continues
to make good progress.

impoverished her family, nothing
can justify this. Are there no limits

to human wickedness?
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JC PAYNE (UK) LTD

Removals Vehicle Bodybuilders & Repair Specialists
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From chassis to complete vehicle

JC Payne provides a complete removals vehicle service
from chassis supply to body delivery, ensuring a highly
efficient and cost effective solution to meet the needs of
today’s removal professionals.

Body options available:

v/ Flush doors v Ramps

v/ Barn doors v/ Fold out tables
v Side shutters v/ Storage lockers
v/ Container doors v Load restraint

D I —
o
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AVAILABLE
NOow!

BEFORE AFTER

2010 Scania G230
Highline Sleeper Chassis
now available

2008 (58) lveco
Eurocargo 75E16
Fitted with a brand new
24ft JC Payne lightweight 2011(60) Mercedes
dropwell Luton body, rear ~ Sprinter 313

barn doors, tie rails, factory  Fitted with brand new JC
fitted immobiliser, digital Payne 16ft pantechnicon

tacho, cd player, 3 man body, rear barn doors,
Full furniture vehicle repair service also available cab, cruise control, very walk in ramp, tie rails, with
utilising our own 60ft Spraybake paintbOOth. IOW milesl exce“ent fu” JC Payne body
condition. warranty. Choice of 2.

01922453333 o st

Email: sara.cleverley@jcpayne.com
Unit 2, Westgate, Aldridge, West Midlands, WS9 8EX A N Y B 0 DY’

WWW.jcpayne.com y jcpayneuk m j-c-payne-uk-Itd

AFPROVED FRODIACT
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PROFILE: ARMSTRONG MOVING

THE

ARMSTRONG

PRINCIPLE

It'sbeen over 30 years since

Dale Armstrong bought a moving
company in Toronto, changed its
name to Armstrong Moving, and
started building it into one of the
country’s most successful moving
organisations. Steve Jordan spoke

to him to find out how.

he moving company that
Dale bought was virtually
worthless, had a poor
reputation and one
broken-down truck. But Dale realised
that he had a talent that could be
applied to any business: the ability
to get good people around him.
With hard work and dedication the
business expanded first to do local
moves in the city, then long haul
within Canada, long distance moves
in the USA, international moves,
fine art and commercial warehousing.

Asked what has been the key to
his success, Dale makes it sound
deceptively simple: “We consistently
apply the proven business principles
of continuous investment in the
latest technology, staff training and
process improvement,” he said.
“All our management and employees
embrace the culture of ‘better today
than yesterday’.”

Dale is the CEO of the company.
His fellow owners are Rod Speers,
President and Derek Duffy, Vice
President. “There are some things
that we do really well,” explained

Derek. “We embrace these things
passionately.”

One of those key things is people
development. “We know that if we
can make our people a little better
today than they were yesterday, we
are going to keep growing,” said
Derek. “The business benefits of
low staff turnover, job satisfaction

“We know thatif
we canmake our
people alittle better
today than they
were yesterday, we
are going tokeep
growing...”

Derek Duffy

and higher profits will follow.”
One of the ways in which
Armstrong is true to its principles
is the Armstrong College that is
dedicated to ensuring that every

employee is at the top of their
game. Derek explained that the
idea was not necessarily to focus
on technical subjects such as
learning about documentation or
packing skills, it is more about self
development.

“We recently had a naturopathic
doctor come to talk to us about how
we can all strengthen our immune
systems,” he said. “By having
healthier employees we help them
to embrace their lives both at home
and at work. This type of lifestyle
advice is woven into the curriculum
of the Armstrong College.”

The College has been operating
now for over ten years. During that
time guest speakers have included
experts on: insurance, public
speaking, physical fitness, how to
write e-mails properly, and even
ergonomics to help those who sit at
their desks all day to do so efficiently
and safely. Last year the College
organised a packing competition
that was open to everyone except
the packers. One of the road crew
gave a brief tutorial then all the

office staff had a go at packing a
china barrel. When they had finished,
the barrels were cut open to see
how everyone’s work compared
with the professional job.

“We were all surprised how well
everyone did,” said Derek. “Because
they are very detailed people they
went about their task meticulously.
It would have taken them a month
to pack a house but it did give them
a good appreciation of what the
packers do.”

Attendance at the College is
compulsory for everyone, including
the business owners. “Its
mandatory,” said Derek, “But they
don’t need any encouragement.
Most people are very happy to take
part.” At the end of each session,
which may include plenary meetings
and workshops, the participants
complete a short survey to rate the
course and to provide feedback on
what other topics they would like
covered in the future. This level of
engagement has allowed Armstrong
to shape and grow the educational
programme over the years.




The day after every session the
staff take part in a test to assess
what they have gained from the
previous day’s course. They are
grouped into teams to inject a little
competition with the winning team
being awarded a prize. “It's very
engaging with everyone encouraging
each other,” said Derek. The company
even publishes a “Top 10’ list of
who’s doing best. Armstrong also
invites customers to speak at the
College to provide an insight into
the complexities of their business.

The benefits of this type of
education are not always easy to
quantify. It's more a question of
faith: you know it works so just do it
without necessarily assessing every
twist and turn. “We don't have
statistics on the success of the
programme but there is a massive
amount of research that says that
the companies that invest in training
for employees do better,” explained
Dale. “We know that it helps us to
attract and retain employees. It's a
major differentiating factor when
working at our company.”
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The Armstrong College has become
avital part of the company’s
development that sets it apart from
much of its competition. But there
are other aspects of the company
that have also contributed to its
success. Itis, for example, a culturally
diverse company. That is partly
because Canada, as a country built

“We have people
whoarefluentin1b
languagesand we are
very good at making
surewe use that
cultural diversity

for the benefit of

our customers.”

Dale Armstrong

on migration, is culturally very
mixed anyway, but it’s also because
Armstrong has made sure its staff
represent as many sections of global

@ Left: Armstrong Moving's Toronto offices; above, left to right: Derek Duffy, Dale Armstrong and Rod Speers.

society as possible.

“Over 50% of our people were
born outside Canada,” said Dale.
“We have people who are fluent in
15 languages and we are very good
at making sure we use that cultural
diversity for the benefit of our
customers. Being able to work in
their mother tongue can be a great
comfort to people when they are
dealing with unfamiliar subjects such
as visas or customs clearance.” The
importance of this type of diversity
was highlighted at one of the staff
feedback sessions following a
College course.

Another area singled out for
attention was the differing needs and
skills of generations. The company’s
workforce includes baby boomers,
Generation X and Generation Y
employees, who all have different
skills, outlooks and ambitions.
“These generational differences
are fascinating and looking closely
at them makes sure that we touch
all the important things for each
group,” said Derek.

The Armstrong principle of making

everyone today a little better than
yesterday does sound simple, but
it's not. To pull it off requires constant
attention and dedication to the
cause. Two of the company’s latest
initiatives, for example, are the Move
for Hunger campaign for which
Armstrong has become one of the
top ten contributors; and Tree
Canada that provides reforestation
for areas of the country following
natural disasters such as flooding
or damage from human activity
such as mining. “This type of
Corporate Social Responsibility
activity is very important to us and
our customers,” explained Dale.

So yes, to build a successful moving
company you have to be able to do
the moves well. But there is a lot
more to it than that. It has become
a cliché that a company’s staff are
its greatest asset, but it is true and
the way in which a company
motivates, rewards and educates its
people is critical to its development.
For Armstrong Moving, this principle
has served it well in the past and
will continue to do so in the future.
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INSIGHT: MEASURING THE MOVER

@ The Mover’s Editor, Steve Jordan.

Measuring The Mover

Steve Jordan takes alook at the global reach of The Mover and how
readers prefer to keep up to date with the industry and its people.

©000000000000000000000000000000000000000000000000000000000000000000000000000000000000000

hen The Mover magazine started

life in April 2011 we billed it as the

world's first and only independent

publication specifically for the
global moving industry. It caught on quickly,
and is now read widely by the people who make
up this extraordinary industry of ours. But just
how far does it go? Who reads it? Why should
anyone care?

When it started, The Mover was published in
hard copy and mailed to every major moving
company in the UK. The magazine’s website
www.themover.co.uk was, of course, available
for anyone to view and carried all the news from
each issue, plus latest news items that were too
time sensitive for a printed publication, and a pdf
copy of the latest and all back issues. Today that
has not changed, however, the number of online
readers has expanded steadily and continues to

do so.

If you look at the raw statistics and compare
them with the stratospheric figures claimed by
some YouTube posts, you will get the wrong
impression. Even globally the moving industry
is niche and relatively small. However, what is
undoubtedly true is that there are more people
reading The Mover online every month than attend
every moving convention around the world put
together in a whole year: that’s a lot of movers.

Some of those readers are responding to our
monthly newsletter which we send by e-mail to
around 6,300 movers worldwide every month to
accompany the release of each new issue of the
magazine. The newsletter carries a note from
me as editor, with my recommended stories for
a global audience. Statistically around 23% of
those recipients open the e-mail every month
(not always the same people of course) which is

much higher than the industry average for
media sent in this way, and an above average
number of those actually click through to read
more stories from the website.

Understandably perhaps, just over half the
online readers are in the UK (despite the magazine
being sent in hard copy to all major movers there
anyway), however that still leaves over 40%
being read in the rest of the world. The USA is
second on the list with almost 8% of the total,
rather surprisingly followed by the Netherlands
with a similar figure. There are also an impressive
number of readers from far and wide including
Australia, India, Japan, Singapore and New
Zealand all appearing in the top 15 locations. In
August there was even one reader in Syria, one
in Yemen and two in Afghanistan where you
might have thought they had other things on
their minds.

For me the novelty of bumping into someone I
don’t know, thousands of miles from home, who
is an avid reader, has never quite worn off. I
attended IAM last year in Orlando and nearly
everyone I met knew of the magazine and some
said they were fans. It was great to hear. Being a
little cynical I thought ‘well they would say that
wouldn't they’, but then they promptly started
talking about some of the stories. I thought, Wow!
They really have read it.

I'mtold 63% of online readers choose to access
The Mover through their desktop machines. This
is, presumably, for lunch time entertainment.
26% use mobiles and a further 11% prefer a
tablet. Outlook is by far the favourite e-mail client
and, remarkably, 91% of mobile users choose
an iPhone with only 1% choosing BlackBerry
and 2% using an Android device.

The global reach of the magazine has been
greatly enhanced by our coverage of overseas
events. With the help of my brother David
(Deputy Editor) we have attended and reported
on almost every moving convention in the world
for the last two years. It has involved us in a lot
of travelling but we feel it's important to include
as much international news every month as we
can, and we greatly value contributions from
around the world. We are also building up quite
a few air miles between us!

I believe the success of the magazine is not just
aresult of its international bias. Its independence
means we can include stories about anything
we feel is interesting. We don’t have an agenda,
we just want to inform and entertain our readers.
This means we can say what we like and be
honest. We don't go in for ‘corporate speak’ or
hyperbole. We are very straightforward. We
never try to upset anyone either, we just tell the
truth. If people don't like it, that’s their problem.

You can use The Mover to promote your company
to the international trade. Advertising allows
you to shout your name and service as loud as
you like, but sometimes a more subtle editorial
can be just as effective. Our editorial must be
informative or entertaining and preferably both.
If it happens to promote an organisation too,
that’s fine with me.

If you'd like to know more about The Mover
and how it can help you get your message out to
the world give me a call on +44 (0) 1980 695500,
or drop an e-mail to steve@themover.co.uk.
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ELF STORAGE CONTAINERS

o Containers purpose designed for the Self Storage
Industry. Available for either sale or hire

o Sizes available: 8ft (351 cu ft), 10ft (561 cu ft), 20ft
(1,170 cu ft) and 40fts (2,386 cu ft)

o We also supply High Security Padlocks, Steel
Staircases, Gantries and Locking Stacking Cones

o Delivery arranged using hiab trucks

Supplying the Removals and Self Storage
Industry for over 10 years

" 444 (0)800 783 9885 mﬂm

At PPS we offer crate hire services to our customers who are looking
to relocate or refurbish commercial and public sector buildings.

All of our crates can be delivered and collected from any location
throughout the UK and they will arrive clean and ready to pack.

Choose from our comprehensive range of removal and storage
equipment, including:

Plastic crates

Computer crates
Collapsible pallet boxes
Sack barrows and dollies
Bubble wrap

Labels and security seals
I N U
. . 4
—= CRATE HIRE

Units 8-13, Marchington Industrial
Estate, Stubby Lane, Marchington,
Uttoxeter, Staffordshire ST14 8LP
Fax:01283 821 592
E.mail:enquiries@ppsequipment.co.uk

Our expert sales team can help advise
you on the equipment that you require.

For further information Tel: 01283 821 502
www.ppscratehire.co.uk
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COVER STORY: PAT DeDONATO INTERVIEW

CARTUS

with

Cartus

Pat DeDonatois the Senior Vice President
of Supply Chain Management for Cartus.
Assuch, she is customer to a large proportion
ofthe moving and relocation industry
worldwide. Steve Jordan talked to her

tofind out how (artus manages its
supplier relationships.

artus is the largest relocation
management company in the
world. It started business in
1955 in Connecticut, USA, so
this year is celebrating its 60th anniversary.
The company works with almost half of
the Fortune 100 companies, employs
3,000 people in 18 offices worldwide, and
last year helped 171,000 people relocate
to or from 150 countries. The company
provides a livelihood for many of the
world’s corporate movers and destination
services providers.
Pat DeDonato is responsible for the
management of the Cartus supplier
network. She’s worked for the company

Working

for 28 years and has seen the business
flourish and adapt to meet the changing
needs of its most exacting clients.
Although Cartus works with the giants of
industry, its worldwide client base includes
companies of all sizes and in all business
sectors, all with specific and varied needs.
So, how can a company that must have
tight process control to manage its high
volume and vast supplier base, provide a
bespoke service to rival that of much
smaller, fleet-of-foot relocation companies?
“We have our standard processes across
the company, but we are very flexible
with what services we can offer and are
constantly evolving to improve our service

Photo: Carol Gibson

@ Above: Pat DeDonato
has been with Cartus for

28 years.

offerings,” explained Pat. “We can, and
do, custom design our processes to suit
each client’s needs. We have a dedicated
team who work closely with clients
regardless of whether they are small,
medium orlarge.”

Managing the network

Cartus manages its supplier network
very carefully using a matrix system that
balances cost and service standards, and
through a continual process of site visits,
audits, and compliance assessments,
ensures that suppliers achieve the
company’s exacting standards. The
matrix is very precise and leaves nothing




“We have to make sure we have
enough suppliers to cover our capacity
butalso the right suppliers goinginto

our customers’ homes.”
Pat DeDonato

open to interpretation; therefore, it's a
necessarily objective process.

As a service- and cost-driven business,
supplier relationships are critical to their
success but of secondary importance. “We
select members for their expertise and
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< reliability,” Pat explained. “We monitor

our suppliers on an ongoing basis and
make sure we align our customers with
companies that are experts in their field
and understand their unique needs.
Service is the ticket to the game; suppliers
operate as an extension of Cartus, so

it's very important who we place our
customers with.”

Each supplier’s performance is repeatedly
entered into the matrix, with customer
feedback being of prime importance.
And whether Cartus retains them as a
member of their supply chain depends
not only on customer feedback but also
on numerous other factors, such as
innovative practices, meeting or exceeding
service metrics that are measured
quarterly, offering competitive pricing,
and more.

For international household goods, those
suppliers that have proved themselves
capable of providing the required quality
or service and ability to accede to Cartus’
compliance requirements take partin a
transparent e-procurement system. This
allows each company to bid on moves for
a specific route. “As long as the service
standard is met, we will choose the best
price for the route,” explained Pat. “It
creates an element of competition on every
move. If a company’s service is good but
they are not getting moves, it may be
because the costs are too high.”

Cartus also manages the price and
service balance by controlling the volume
given to each supplier. On international
moves, this allows a company to negotiate
with shipping lines for the best price for
a given volume; however, service is still
key. “We can negotiate the best rate
depending on the volume we give the
suppliers. But without the ability to offer
the appropriate level of service, they won't
be offered the move,” she explained.

Getting afootin the door

Keeping high standards for their suppliers
helps maintain Cartus’ reputation. “Over
the years, we have built up our networks
based on service, cost, and compliance,”
said Pat. However, she added, if a customer
is relocating to an area that is not served
by the network, or if the existing suppliers
are not performing well, the company will
engage in a full procurement exercise to
see what suppliers it would like to invite
into the network. The company will check
out potential suppliers in the area and
start a conversation with them.

Importance of moving

As with all relocation companies, the
moving industry plays a crucial part in
Cartus’ operation. “Moving companies
are at the frontline of many of our
engagements; they not only represent
themselves but they also represent Cartus,”
said Pat. “We have to make sure we have
enough suppliers to cover our capacity

NTERVIEW

but also the right suppliers going into our
customers’ homes. The importance of the
moving industry can’t be overestimated.”

Working with compliance

Compliance is a huge issue that faces not
only Cartus, but also the industry as a
whole. Complying with local laws in each
country as well as the US and UK
regulations on bribery and corruption
can be a minefield. Companies that work
with Cartus not only need to meet the
company’s compliance standards but
must ensure that their entire supply chain
does, too. This includes the treatment of
personal information, prohibitions on
bribery and corruption, health, safety,
security, and the environment. “We've
invested very heavily in a risk management
system called ‘Compliance 360’ that
enhances our ability to collect and report
on supplier compliance,” explained Pat.
"It produces a whole view of each supplier’s
compliance level, houses all the relevant
information and can track and run
reports on individual suppliers as a clear
demonstration of global compliance.”

It is essential that all suppliers
acknowledge their contractual obligations.
However, the system isn't entirely self-
regulatory. Every six months, Cartus
runs international watch list checks on
its suppliers. Every year, suppliers must
take an online certification module to
make sure they are trained properly with
respect to customer service, business
ethics, US foreign corrupt practices, the
UK Bribery Act, and other legislation.
“We make sure that we remind suppliers
of this often, and when we are onsite with
them we do a double check to confirm
the self-certification,” said Pat. “Our
reach is very wide, and our commitment
to compliance is at the top of our priority
list.”

Pat isn't opposed to using a third-party
compliance certification service but
currently, she feels that the internal
system is sufficiently thorough. However,
if Cartus became even stricter with its
regulations in the future, third-party
monitoring wouldn't be ruled out.

Zero tolerance

As with any company and process,
things can go wrong and mistakes are
sometimes unavoidable. Pat was
extremely clear on the process for dealing
with these mistakes. “It depends on what
goes wrong and where. Ifit's a compliance
issue, it goes straight into the 360
system.” This triggers an evaluation to
see whether any law has been broken or
if a simple conversation is all that’s
necessary. If it is a service defect, their
‘Service Watch Programme’ aims to help
the supplier regain the position in the
network and help them improve. If it’s
more serious, it could be the end of the
relationship. “We can work with each »
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CARTUS

other to provide a solution or we end the
relationship, depending on the issue,”
explained Pat.

Of course there are many countries
where corruption is endemic, and it
seems that nothing can be done without
making facilitation payments. However,
Cartus has a zero tolerance on this
practice. “It's not acceptable for us,”
explained Pat. “Legislation prohibits it
and even though Cartus is a US company,
it does business all over the world so we
are committed to meeting the laws of all
the countries we operate in.” Pat explained
that if this means a shipment of goods is
delayed, they just have to accept it as an
unfortunate fact of life in that location,
and they always explain the situation to
the customer. “Communication is key,”
she said, adding “one hundred percent
of the time, people understand we have
to abide by laws.”

Pat did say, also, that disclosure was
much preferable to discovery. “If a supplier
is struggling for any reason, we need to
know about it as soon as possible so we
can work with them to arrive at a solution
or, rarely, make a decision to end the
relationship.” She added that it was
imperative that any problems be
disclosed by the vendor—not
discovered by Cartus or, worse
still, by the customer or client.

The changing relocation industry
Cartus has been in the relocation

“Ifasupplieris struggling for any
reason, we need to know aboutit as
soon as possible so we can work with
themtoarriveatasolution...”

Pat DeDonato

industry for 60 years. Over that time, the
changes it has seen have been many.
Developments in technology have changed
the face of relocation forever. But Pat
isn't fazed by developments in technology;
she embraces the possibilities of them

building their business. “It will help us
improve our services,” she said, making
special mention of the Cartus mobile
phone app and the annual ‘Best
Innovation” awards given to suppliers at
the annual Cartus Global Network
Conference in recognition and
celebration of their development and
implementation of new products that
enhance the business.

But will technology ever take over
completely, making relocation professionals
redundant? Pat thinks not. “There are so
many moving pieces to a customer’s
transfer that need to be coordinated in a
single place,” she said. “A lot can be done

Photo: Carol Gibson

through technology to make it easier, but
it still needs the human touch to help them
through that time of their lives. They
need to get on with their new job, and we
need to make it easier for them to do that.”
Cartus was founded on a simple vision:
to ease relocation for its clients and their
transferring employees. That vision is
still as strong today as it ever was and, in
an ever more demanding world, the supply
chain for the world’s largest relocation
company needs to be on its toes. Top
service, competitive pricing and an
absolute adherence to risk and compliance
requirements are fundamental. It is likely
to stay that way for the foreseeable future.




Receiving at our
London hub

and delivering
trade groupage
oughol t_Furope.

UK +44 1322 251 000 - SPAIN +34 93| 84 54 94
Email - trade@matthewjamesremovals.com - www.matthewjamesremovals.com

By - @ @ & MATTHEW JAMES

GLOBAL RELOCATIONS —




30 The Mover @ October 2015

www.themover.co.uk

©00000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000

NEWS: ON THE ROAD

i

VolkeWessals

@ Theroad to the future.

Plastic roads could be just
around the corner

utch construction
company VolkerWessels
has come up with a
revolutionary new
concept in road building that could
bring an end to potholes and delays
due to road maintenance and
repairs. PlasticRoad is made from
100% recycled material, is virtually
maintenance free, is relatively
cheap to construct and is expected

New information
for budding
HGV drivers

he Driver Vehicle Standards
TAgency has rewritten its

advice about how to become a
lorry driver. The new information
explains very clearly the process
including the requirements for
Driver CPC qualification. Anyone
wishing to become a lorry driver
should go to www.gov.uk and
type ‘how to become a lorry
driver’ in the search bar.

@ Right: www.gov.uk.

to last three times longer than a
conventional tarmac road.
PlasticRoad has many other
advantages over conventional
roads. Plastic is much more
sustainable and opens the door for
a number of new innovations such
as quieter road surfaces, heated
roads and modular construction.
Additionally, the PlasticRoad
design features a "hollow’ space

that can be used for cables, pipes
and rainwater.

The PlasticRoad is still an idea on
paper at the moment; the next
stage is to build and test it in a
laboratory to make sure it’s safe in
wet and slippery conditions.
VolkerWessels is currently looking
for partners to collaborate on a
pilot — as well as manufacturers in
the plastics industry.
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Insurance
broker urges
movers to
regularl
check driving
licences

Reason Global is reminding

moving companies of the need
to maintain up to date checks on
their drivers’ licences following the
abolition of the paper counterpart.
Failure to report a driving conviction
to the company’s insurers could
result in difficulties in the event of
a claim.

Since 9 June employers are
required to go online to check their
employees’ driving record but to do
so they must first ask their drivers
to obtain an access code from the
DVLA website. The code must be
used within 21 days of being issued
and may be used only once.

The Department for Transport
recommends checking licences at
least annually but urges operators
to risk-assess their driver and
vehicle profile and consider more
frequent checks if they are deemed
to be appropriate. For example,
companies with a high percentage
of young drivers or people newly
arrived from overseas may wish to
carry out quarterly checks.

Reason Global Director John Luker
said, “Checking drivers’ licences is
more time consuming than it was
in the days of the paper counterpart.
As a prudent vehicle operator it is
still important to maintain regular
checks and where necessary inform
the insurance provider if there are
changes to a driver’s status.”

All insurance contracts work on
the principal of “utmost good faith’,
in other words both parties are
legally obliged to reveal any
information that may influence the
decision to provide cover. While in
practice a relatively minor driving
offence may not adversely affect
the outcome of a claim, a more
serious infringement may well do
so and it is the responsibility of the
insured to keep information insurers
have up to date and accurate.

The consequences of a claim
being rejected by an insurance
company could be catastrophic, so
having a robust system in place to
regularly check driving licences
and keep insurers informed of any
changes is vital.

Specialist insurance broker
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of truck building

excellence.

Here at Mac’s Truck Sales we've been building furniture
vans for the removals industry for more than 40 years.

We have a large range of vehicles in stock from 7.5 to 18
tonnes, or we can build to order to suit your requirements.

Mac's

Truck Sales Lta

All our trucks have:

e Twelve months’ MoT

* New paintwork

e New aluminium ramps
and side tables

e Fully valeted cabs

¢ Vehicle and body warranty

43

YEARS OF 5

CELLENCE

Call us on 01422 311999 or 07836 646227 for our latest offers

View our stock vehicles at www.macstrucks.co.uk. Follow us on twitter @martinatmacs y
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PROFILE: GEBR. ROGGENDORF

Y
Rock‘n’roll ‘n”moving
Gebr. Roggendorf from Cologne became the top booker through the EUROMOVERS
network in 2014. Itis a company thatis not only one of the founders of the network but

remains totally committed to the concept both at home in Germany and internationally.
Ithas built its reputation on a diet of hard work, commitments and a little rock ‘n’ roll.

anfred Roggendorf

and his brother Walter

run the company that

was founded by their
father, Theo, 50 years earlier. “Our
father was a freak,” said Manfred.
“He just loved the moving industry
and never stopped talking about
it.” Sadly he died five years ago.

But he lived to see his company
grow to one of the largest and most
respected in Germany. Today the
company performs domestic,
international and commercial moves
for its private and corporate clients.
Gebr. Roggendorf also has an
impressive 6,000m? archive storage
facility and provides move consulting
as a discrete service for large
commercial relocations.

It was 20 years ago that Gebr.
Roggendorf became one of the
founding fathers of EUROMOVERS.
It started with a handful of companies
who had worked with other groups
but felt they did not provide value
for money. “The intention was for
the exchange of traffic in Europe, to
work together, help and learn from
each other, and to have a corporate
image,” said Manfred. And that’s
exactly the way it turned out. Ten
years ago EUROMOVERS
International was formed to extend
the network further and is still
growing. “We still search for new
EUROMOVERS members and
agents all over the world. This too
has been successful.”

Today EUROMOVERS has around

400 trucks painted in its distinctive
livery in Germany alone. Thisis a
distinct advantage when tackling
large corporate moves. “We can
easily provide 20 or more vehicles,
from different companies but all
looking the same, for a large job,”
said Manfred. “With big customers
we wouldn't have a chance
without it.”

That image often has a marketing
benefit with clients, then their
employees, remembering the name
and contacting EUROMOVERS for
subsequent commercial or private
household goods moves. Manfred
recalls when Sony moved into
Potsdamer Platz in Berlin. Gebr.
Roggendorf handled the commercial
move for 300+ people and has been
providing moving services to the
company ever since.

EUROMOVERS is also becoming
a strong brand around the world.
Last year Manfred said that in
addition to his chart topping
bookings in Germany his company
also placed around 150 shipments
to the international EUROMOVERS
members.

It's easy to see why Gebr.
Roggendorf has been successful. The
EUROMOVERS network, with more
than 60 international and over 30
national qualified members and
agents, has undoubtedly helped,
but the company was successful
anyway. Quality is important and
Manfred believes in training his staff
properly and paying them well. He

@ Top: aGebr. Roggendorfvehicle on the street with the EUROMOVERS livery;

above: Manfred perf

ing with Hongkong Wi

also holds regular staff meetings to
encourage everyone to have an
opportunity to share in the company’s
development and makes sure that
every opinion voiced is respected and
acted upon. There is a dedicated
quality management officer who
identifies problem areas and takes
corrective action. “We use the
EUROMOVERS training centres here
in Cologne and in Nuremberg,” he
said. “We want to give everyone who
works here the opportunity to do well.
Often it's the little things that matter.
Good employees are like gold.”

One of those nuggets is Stephan
Strauss who handles the international
work. “Stephan is the son of a
diplomat,” said Manfred. “He has a
talent for languages and really
understands the international
market.”

Alook at the Gebr. Roggendorf
website also gives a clue into the

company’s innovative style. Along
with the usual services the site offers
a special service for ‘older people’.
“Older people have the money and
want good quality rather than cheap
prices,” said Manfred. “If you want
to employ the best people and pay
them properly you have to work for
people who can pay the right rate
for the job.” Gebr. Roggendorf also
provides fine art packing and
shipping services.

But there is one other passion in
Manfred’s life: music. For the last
30 years or so he’s played regularly
in arock and roll soul band called
Hongkong Winnetous. Manfred
plays rhythm and lead guitar and
sings. “Our motto is ‘moving, fun
and rock and roll’,” said Manfred,
showing me a YouTube clip of his
alter ego on stage. They are pretty
good too. Take a look: www.youtube
.com/watch?v=yWd6leAL-6Y.




Weekly services
to Scandinavia

* Part loads and dedicated
loads
* Export and i
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-NORWAY_ . FINLAND- - “SWEBEN

Call our trade section on:

01322 386969

E: trade@simpsons-uk.com

www.simpsons-uk.com
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@ Simon Barkworth.

New MD for
Crown Lift Trucks

imon Barkworth has been
S appointed to the position of

managing director UK
operations at Crown Lift Trucks.
In his new role, Simon will oversee
all Crown’s retail business activities
in the United Kingdom with its
branch offices in Basingstoke,
Warrington and Bellshill. Simon
has been in the materials handling
industry for over 20 years. For the
past 15 years, he has worked for
Crown in a variety of different roles,
most recently as sales director of
Crown Lift Trucks UK.

Register for free at
www.buzzmove.com/
company-sign-up

TRIANGULAR POSTER TUBES
FROM ANTALIS PACKAGING

that can be rolled, preventing
damage or crushing in transit.

The tubes have a strong structure
consisting of a single piece of self-
adhesive rigid corrugated board.
They are available in five sizes and
interlock when assembled.

@ www.antalispackaging.co.uk.

ntalis Packaging has become
Aa distributor of triangular

postal tubes. The tubes are
supplied flat packed making them
easy for storage in the warehouse
and on the van. They could be
useful for moving companies for
transporting posters and prints

@ Triangular poster tubes.

@ Rebecca Tunstall.

New marketing
manager for
packaging
company

ebecca Tunstall has
Rbecome the marketing

manager for Antalis
Packaging in Coalville,
Leicestershire. Antalis is a
supplier of a wide range of
packing materials including
cartons, tape and strapping.

Sam Sharp joins Suddath

Suddath Global Logistics has appointed Sam Sharp
asits new senior vice president, contract logistics.

©00000000000000000000000000000000000000000000000000000000000000000

supply chain management

including operations, business
process integration and
improvements as well as value-
added services.

Prior to joining Suddath, he held
various positions with his previous
employer of 13 years and in his new
role, Sam will define how Suddath
offers contract logistics in the
marketplace and have the
responsibility of building services
and operational efficiencies.

“We are very pleased to have Sam
assume this critical leadership role
within Suddath,” said Dan DeSoto,
President of Suddath Global
Logistics. “He is an instrumental
part of building on our strategic
vision for future growth in this area.”

“Tam excited to be part of the
contract logistics team and to
further develop our overall service
offerings in a new and expanded
way,” said Sam. “Ilove the potential
for growth in this area and look
forward to building a great team.”

Sam graduated from Penn State

Sam has extensive experience in

move

“lam excited to be
part of the contract
logistics team and
to further develop
ouroverall service
offerings...”

Sam Sharp

0000000000000 0000000000000000000

with a bachelor’s degree in supply
chain and information systems, is a
certified supply chain analyst with
the International Supply Chain
Education Alliance (ISCEA) and a
member of the Council of Supply
Chain Management Professionals
(CSCMP).
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PROFILE: LOVE REMOVALS

THUCKSMITH

An English man,
a French man and
an Italian man walk
into a van...

This Rugby World Cup,
which Trucksmith team
will you be backing to be the
last van standing?

&S & &

TRUCKSMITH™ have been helping people
MOVE THIMNGS for aver twanty years with the

Renault Master LoLoader™, Vauxhall Movano

KneaHi™ and Fiat Ducato Canniloader™.

Far mare information on these vehicles, contact
the sales office on 01884 841055 opt. 1 or email
mail&@trucksmith.co.uk

On the wab:

wwrw loloader.couk  www kneohico.uk
wianar.canniboader.co,uk

@ Lefttoright: Rich North, Craig Neesam, Lucas Mulkeen, Rik Goldsmith, Ricky Jones, Danny Larby.

How LOVE Began

[t was back in 2005 thatWayne Green, co-owner
0f LOVE Removals, started a man and van service
in Brighton called ASAP Removals.

©0000000000000000000000000000000000000000000000000000000000000000

oday the company has

changed its name and

trebled in size with Wayne

putting customer service
at the heart of its success.

In the early days the company’s
business was mainly serving
Brighton's itinerant population of
students but soon the work expanded
to include bigger moves much
further afield. It was one of these
larger jobs that brought Wayne into
contact with Justina Percy. She was
alegal aid solicitor and Wayne and
his team helped her with a difficult
move when she downsized her
property from a four bedroomed
detached bungalow to a three
bedroom townhouse.

Justina was also looking to leave
the legal profession to balance her
work and her home life and was
looking for a business to invest in.
And as Wayne was looking for a
business partner the two agreed to
go into business and LOVE began
at the tail end of 2013.

With Justina on board, Wayne
was able to focus on what he does
best—removals! He believes there is
an art to removals and that customer
service is the vital ingredient. When
pressed by The Mover for examples
of excellent service Wayne
commented: “We take extreme
pride in our work and put love into
every move, working with people who
are moving house as individuals,
rather than just loading and
unloading vans.” He gave the
example of a recent booking from
Crawley Borough Council Housing
received shortly after LOVE had
moved a previous tenant of theirs
who had special needs. The housing
officer commented: “It’s a delicate
move and the tenant is already

quite stressed. We are trying to
keep disruption to a minimum
because of his complicated nature.
As you very sensitively moved my
last tenant, I would like to book you
for this move too.”

Akey driver in LOVE's growth
over the past few years has been
through excellent reviews on the
Checkatrade website. They've had
a score of 10/10 for well over a year
now and currently have 173

“We take extreme
pride in ourwork
and put loveinto
every move, working
with people who

are moving house
asindividuals...”
Wayne Green

®000000000000000000000000000 0000

customer reviews. Wayne believes
their good score is attributed to the
fact that they offer each of their
clients an Individual Removals
Plan which details all agreed
requirements of the move at a fixed
price. “Customers appreciate
having a plan as it ensures they
have peace of mind that all their
needs are covered and that there
are no hidden costs.”

Brighton is a town which is
saturated with numerous removal
companies. In such a competitive
space LOVE says that it has used
outstanding customer service as a
means to gain a competitive
advantage. Long may it continue to
do so.




Pac Global
Insurance

Brokerage, Inc.

Marine Insurance Brokers

e Tailored Programs for the Household
(zoods Remowval Imllmtr}'

e Com ill'i‘_‘h{':nﬁi‘\-’l?: Administrative Services

e Detailed Management Reports,
Including Premiom & Claim Tracking

® Declared Value Program
® On-Line Declaration Issuance
® Automated Reporting

® A Rated Paper

Pac Global Insurance Brokerage, Inc.
898 N. Sepulveda Blvd., Suite 700

El Segundo, CA 90245

Tel: 310-227-8500 » Fax: 310-227-8511
mwille(@ pacglobalins.com

www.pacglobalins.com
Ca. Lic. No. 0774170
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NEWS: PEOPLE

@ Jorge Ramirez.

Jorge Ramirez
joins Move One

Relocations Team
Move One hasannounced the
appointment of Jorge Ramirez
toits relocation services team
based at its London office.

@00000000000000000000000000000 00

orge has over 15 years’
experience in the industry

having previously worked for
Cartus, Brookfield and most
recently the Santa Fe Group, where
he was director of relocation visa
& immigration.

“I'm very excited to be working
in my own backyard, London,
while helping expand and develop
solutions in dynamic, new
markets,” said Jorge. “Ilook
forward to using my skill and
background to work with the
team on solidifying and growing
Move One’s position as the market
leader in mobility solutions in
emerging markets.”

Curt Clements, Move One’s CEO
said, “We are very excited to have
Jorge join our team at Move One.
Not only will he bring a tighter
focus on customer relationship
quality, but we feel his position in
London will ensure we are in
lockstep with our partners’ and
customers’ objectives.”

Jorge will also be joining Move
One’s Technology Development
Group which designs and develops
mobility technologies and tools to
help manage the mobility process
and the ever increasing amounts
of information related to
international assignments.

QUARTIX
APPOINTS
CLAIRE DEVNEY
TO EXPAND
USA BUSINESS

uartix Ltd, a supplier of vehicle
tracking systems, software
and services with operations
in the UK, France and the USA, has
appointed Claire M Devney as a
director of the company, with
responsibility for the company’s
growing business in the USA.
Claire spent nine years with British
Airways, during which she held a
series of sales, marketing and
business planning roles in
Washington DC, New York and
London. Most recently Claire held
the position of airline partners
manager, based in London, where
she was responsible for building,
implementing and managing
commercial partnerships with a
number of global airline partners.
Originally from Omaha, Claire has
a BAin International Relations and
Global Business from the University
of Southern California, and is
completing an MBA at the Judge
Business School of the University
of Cambridge. Claire started her
new role with Quartix in a full-time
capacity on 5 October, having
already spent time with Quartix
staff in both the Chicago and UK

@ (laire Devney.

offices. She will initially be based at

Quartix’s Cambridge office, from
where she will be responsible for

its operations in Chicago, as well as

for all digital marketing, systems
and e-commerce activities for the
USA which are currently managed
in the UK.

“We are delighted to welcome
Claire to the company,” said Andy
Walters, Managing Director of
Quartix Ltd. “Her sales, marketing
and systems experience in an

international environment, coupled

with her business education and

background, are a perfect fit with the

requirements of our US business,
which now has over 500 fleet
clients.”

Quartix was founded in 2001and
was admitted to London’s AIM
market in November last year. The
company now has over 180,000
vehicles fitted with its tracking
system.

Daniel Kuss joins
Kokusai Express

n 3 August, 2015 Daniel J
O Kuss joined Kokusai Express

in Japan. In his new role he
will be responsible for developing
international awareness in the
household goods and heavy lift
sectors. Kokusai Express was
founded in 1990 and now provides
a full range of logistics services.

Daniel has been in the moving
industry for around 35 years, has
been based mainly in Japan and is
well known as a regular on the
conference circuit. He says that
he has attended IAM conventions
for the last 34 years. Kokusai
Express has been a member of
IAM for three years and Daniel is
looking forward to representing
the company in San Diego.

Part of Daniel’s responsibility at
Kokusai Express is to manage the
company’s quality programme to
ensure the best possible service
for both inbound and outbound

customers.

@ DanielJ Kuss.

Global International Relocation appoints
business development director

Portugal’s Global International Relocation has appointed former Relocations
Espafia Director Rossana Veglia as business development manager.
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lobal’s CEO Jorge da Costa
Gsaid, “Rossana was formerly

marketing and business
development director of Relocation
Espana, one of the leading Spanish
mobility companies, and enjoys an
enviable reputation in the Iberian
mobility market. I have no doubt
that she will reinforce our strategic
approach and will contribute to
Global's growth.”

Rossana Veglia said, “Joining the
Portuguese mobility market leader
and embracing the challenge to
further boost its international
business growth was a unique

opportunity and an honour.
Relocation and moving is part of
my DNA and I do believe that with
my years of experience in the
Spanish mobility market, together
with my marketing background, I
can add value to Global's team.”
Rossana holds a degree in social
communication, and a masters
in marketing. She started her
professional career in 2006 as
key account manager for Space
Corporation, and in 2010 solidified
her marketing experience while
working for Orbital-BBDO. At the
end of 2010 she joined Relocations

@ Rossana Veglia.

Espafia where her strong
intercultural business background
and expertise in international
corporate marketing, branding and
communication, contributed to the
company’s significant growth.
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PUZZLES

“Years of experience in African relocations are not enough
to maintain the gold-standard reputation jealously

protected by the stakeholders of Worldwide Movers Africa. P u z : I es ~y
Innovation is pivotal to thinking and planning for the SERVICES

Sfuture of mobility to intra and extra African destinations.

Not just for us, but for all who rely on us as a vital part of
their moves to and from Africa.”

Eric Beuthin
President & CEO of Worldwide Movers Africa

J. WORLDWIDE
!> MOVERS
AFRICA

In over 14 countries across Africa.
worldwidemoversafrica.com
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1 Mainartery (5) 21 Rendered senseless (7) 6 Geographical plan (5)
4 Additionaland 22 Thorax (5) 10 Growing old (9)
supplementary part (7) 12 0ld-fashioned (7)
7 Seabirds (5) DOWN 13 Formofan element (7)
The Removal 8 Grandiosityoflanguage (8) 1 Theoryfavouringabolition 14 Wrestling hold (6)
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SBR Specialist Coachbuilders offer the complete “One Stop” for all your
commercial vehicle bodywork requirements. From a simple repair to a
complete new purpose built body, we have the skills and experience to
produce exactly the truck you need. 9 2 4

New 3,4,5 & 6 container bodies built on
your chassis or on one of our quality used
vehicles.

Built and ready vehicles always available
Cab top sleeper pods fitted to most makes
of vehicles

Chassis modifications, wheelbase
extensions & reductions, drawbar coupling
installations.

Repairs, refurbishments & modifications
carried out to all types of bodywork.

Full paintwork and livery services

Alloy loading ramps, car loading ramps and
side loading platforms made to order.

o1

-
({o]
~

(o))
=
()]

Unit 3 Sandbank Estates, Cumeragh Lane,
Whittingham, Preston, Lancashire PR3 2AJ 4
www.sbr-msv.com Email: info@sbr-msv.com

Telephone: 01772 785966 5 1 8
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@ John Mason International’s C00 Noel Briscoe presents Steve Sheldon with his 25 Years’ Service Award.

Steve Sheldon celebrates
25 years with John Mason

ohn Mason International’s Facilities Director, Steve Sheldon,
Jcelebrated 25 years with the company on Friday, 7 August. Steve’s
family were invited to join a celebratory lunch and presentation
which was held at John Mason International’s head office. Steve was
presented with a 25 Years’ Service award and a gift from the company.
Steve Sheldon joined John Mason International in August 1990 as
manager of the company’s UK Division, bringing with him many years
of experience in the removals industry, including working for Scotpac
and Bowies International in Manchester. Steve was appointed a
director of the company in June 1995.
Steve Sheldon was BAR President, 1998 — 1999.

Bedford Bournemouth
Dunfermline Farnborough
Forres Jersey & Guernsey
Knaresborough Lancaster

ECOMPANY

Not just in
London, but...

Contact:
imports@whiteandcompany.co.uk
www.whiteandcompany.co.uk

Leeds Plymouth
Portsmouth Southampton
Southsea  Telford
Winchester

UK

The White & Co Mystery Mover

Sadly nobody managed to identify our famous faces last month. They
were Birger Falkner, then from Kungsholms in Sweden and Dick Myers
from Colonial Storage in Washington DC. It was a tricky one, but maybe
this month’s competition is a little easier. Again you have two faces to

identify but if you can only manage one you'll still be in with a chance of

winning the White and Company Red and Black watch. Answers please
to editor@thewordsworkshop.co.uk.

Ricardo Ramos-Seyffert takes
on Marcom for Arpin

Arpin Group has promoted Ricardo Ramos-Seyffert to vice
president of global marketing and communications.
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he company said that
Ricardo has been
instrumental to its
marketing success over the
past 12 years, particularly during a
period of rapid growth and change.
“[Ricardo has] provided essential
guidance during the unification of
our multiple divisions and companies
under a singular Arpin Group brand,
supported our expansion into
international markets in Europe
and Asia, and has contributed to
our sales growth worldwide,” said
Matt Dolan, Chief Operating Officer
of Arpin Group. “His promotion
and new title reflects his expanding
leadership role at the helm of our
global marketing department.”
Ricardo is responsible for
developing Arpin Group’s annual
marketing plan, corporate branding,
strategies, tactics and resources
necessary to achieve the goals of
each division. He previously worked
at Ernst & Young before coming to

@ Ricardo Ramos-Seyffert.

Arpin Group in 2003. He started as
the sales and marketing manager
for the international division and
was promoted to director of global
marketing in 2005. During that
time, he led the development and
implementation of marketing plans
that contributed to the growth of the
commercial division from $5 million
to $50 million in annual sales.

New appointments at Graebel

raebel has announced three
Gnew members of its

management team: Veronika
Kim, Katherine Miller and Francesca
Clark.

Veronika Kim has been with
Graebel since 2006 and has now
become North American regional
director for the relocation partner
management group. She will now
oversee performance management
and pricing negotiations with North
American suppliers, as well as the
training regime for new Graebel
coordinators. Previously, Veronika
was an international forwarder and
most recently was an international
operations supervisor at Graebel.

i

Katherine Miller has assumed the
management position for the US
real estate service partners group,
and will continue to work in the
Graebel Relocation centre in
Atlanta, Georgia USA. She will
work closely with colleagues on the
client relationship team, and with
clients. Katherine was the senior
operations manager for the centre.

Francesca Clark is now the
manager of strategic services in the
world headquarters. She has been
with Graebel for two years and
formerly administered the
organisation’s ISO compliance
initiatives and corporate social
responsibility (CSR) programme.

@ Veronica Kim.

@ Katherine Miller.

@ Francesca Clark.
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WL IWIDE FELOCATION « FINE RET & ANTHNIES SRPPING

Britannia

'RADE SERVICE TO
SPAIN]& PORTUGAL

tleeklysemce ) UK based vehncles & crew
?Eollectlonldelwery ® Competitive rates

Call Richard on 01202 495600

richardf@leatherbarrows.co.uk
www.leatherbarrows.co.uk

« WE KNOW LONDON

/] LONDOM COLLECTIONS AND DELIVERIES
.y_‘ *LAST MILE® MOVES

[|SECURE STORAGE ON'A13.A406

030 'mns 535 & Infeftopremavals.couk

wivew lopremavali.coulk
Guaranteed GB
weekly service to
SWITZERLAND (Liners
every week )
e Continuous receiving of full {:A >
& part loads at all depots ;g%“gj
e Delivery within four to nine [E=]
Working days Memb No: GO13
e Customs clearance service included

Contact Tom on 01273 391777
email: swiss@gbliners.com

Casey’s London
Furniture Platform Hoists (@

e Up to 24m.

© 400kg capacity.

* Makes removals easy.

e |deal where no internal
access is available.

e Trained operatives.

e Fully insured.

Call: 020 8780 2799

www.caseyshoistcompany.co.uk
sales@caseyshoistcompany.co.uk

ESTIMATOR
TRAINING

FORK LIFT
TRAINING

HHPE from the UK to Israel.
Weekly with full destination sevices

020 8832 2222

Seephen B pering Fic, Unit 5 Dckham Drre
Gepeniond Park, Greanford UBS OFD
iepleiSEhipire Sk | W, SR pare.co, ok

OPERATIVE
TRAINING

DRIVER CPC
TRAINING

Please note this is not theory training.
This is active training with real furniture,
real Grand pianos, etc. and is delivered by

our own BARTS trained instructors.

ALLEN

REMOVALS

‘Weakly Back Loads UK. io eland
& Re-dobvery
Porter & Hoist Hire in Greater Dublin Ama
TEL: 00353 1 4513585
E: info@allencemavals ie
W wwrw.allenremaovals.ie

2 s @@ 2.

B

WORLDWIDE RELOCATION « FINE ART & ANTIQUES SHIPPING

MALTA & GOZO

equla
every week
Full destination services

020 8832 2222
Stephen Morris Shipping Ple, Unit' 9, Ockham Drive,

Greenford Park, Greenford UB6 OFD
stephen@shipsms.co.uk | www. shipsms.co.uk

CATEGORYC+E
DRIVERSAND
PORTERS REQUIRED

We are recruiting for category C+E
drivers and porters for long-term
contracts paying English salaries.

Must have experience in the export

packing of household goods and the
preparation of shipping inventories.

The successful candidates may live

anywhere in Europe, but preferably
in the UK or Spain, as the job
requires a shift pattern.

For details please send your CV to
Tony.Taylor@mijr.global

MATTHEW JAMES

GLOBAL RELOCATIONS

1 Cromm Cloze, I':"«'mI LOWDON EX 204
Tel: 020 8880 1937, Fax: 020 BE-BI.'I JT62

Emait: in

niof@abrahamsca
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BELGIUM * LUXEMBOURG |-

GERMANY —— "

NETHERLANDS » DENMARK
TRADE FULL AND PART LOADS

T: +44 (0) 1634 666688 (KENT)

T: +44 (0) 208 851 2215 (LONDON)
E: enquiries@fontanamoving.com
W: www.fontanamoving.com

www.themover.co.uk

------------------------------------------------------------------------------------------

Guaranteed GB
weekly service to
GERMANY Liners
" every week —
Py
¢ Continuous receiving \@/
E = from nationwide depots %
“ * Fu” and part Ioads Memb No: GO13
to and from Germany
¢ Dedicated timescales

Contact Richard on 01509 632850
email: german@gbliners.com

—FONTANA

MonDId4L MOUERS

GEHKEHDE E-mail: Idejong@henneken.nl
VEEHUIZERS Internet: www.henneken.nl

Weekly back loads to Holland

The UK Movers Since 1870

Worldwide removals ¢ Domestic removals ¢ Office removals ¢ Storage

SWITZERLAND
FRANCE
GERMANY
GIBRALTAR

PO ST SaES G iR ROl AR AIRRACTE
EEmaTil T O FluRORLEN A
Goudstraat 51 ﬂEﬂE- 391 3234
2718 RD Zoetermeer, The Netherlands
Telefoon: +31 (0)79-361 13 68 X

ANGLO FRENCH
EURO REMOVALS LTD

Your French Connection

® Weekly services to &1fro
® Internal moves within Fra
® Containerised storage

® Range of packing services available

® Over 33 years’ experience

Tel: 0044 1622 690 653
Email: info@anglofrenchmail.com
www.anglofrenchremovals.co.uk
UK Registration 543 77 60 UK

l
MAII\TL%ES l8{lGSﬁ/l\_NDS | Btltﬂnnlﬂ
ALL EUROPE
-9 Weekly Service

to/from
Portugal

Global f_'

Competitive trade groupage rates

Or Sode Lise placed (o load at UK address
Guaranbeed delrsery timbs

Four sailings per week

International
Relocation

Ask us now!!!
Call herivy on

01202578581

email; sales@eatherbarmows.co.uk

Tel: +351 21 923 6550
Email: info@global.pt
www.global.pt

EMPECT MOVE

= INTIREATIHEL] BOPEE]

A quality weekly
service to Scandinavia

T: 01895 201595
E: expectmove@agsmovers.com

BURKE BROS

ISPM 15 Heat Treated
We supply crates for motorcycles, pianos, paintings, fine art,

antiques and grandfather clocks

Lift Vans and Tea Chests

Please contact Chris or Melissa on 01902 714555 F"—;_!J
E: shipping@burkebros.co.uk -

Burke Bros Moving Group, Fox’s Lane, Wolverhampton, WV1 1PA
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paul@bearsbys.com

e Regular runs to all areas e Full or part loads
¢ Receiving depot just off Jct 4 M20 ...

or we collect
* All deliveries and collections carried out by our own crews
Phone Paul for advice and genuine delivery/collection times

FHE FIANC)
SPECIALISTS

Email: Trde@care]ine.ie
Tel: 00 353 1 2572350
Web: wwrw cage ling . a

frelamd jrelamd lrelamd Lreland Lrsiand

Trade rates to all European
and international destinations

FULL LOADS e GROUPAGE e LCL o AIRFREIGHT

Get instant groupage rates online from www.foxtraderates.com
Receiving Midlands, Bristol, South Wales, Southampton, London

Contact Mike, Chris or Stephen on
0800 1583374 or +44 1633 488100
Email: trade@fox-moving.com Web: www.fox-moving.com

INTERNATIOMNAL
MOATING & STORAGE

Wherever you are going, we are going too.

Regular Trade
Se?vices to GB
UNITED ARAB |LIners
EMIRATES =
Dubai, Sharjah (@/
and Abu Dhabi =
Full & part loads Memb No: 6013

Contact Justine or Will on

01432 377477

email: international@gbliners.com
www.gbliners.com

Relax, your move is in safe hands.

® Removals: weekly one box to full or part load service
to andd from UK and Portugal wich opgional full or
J'il.[l. J"ill. L:illé: SUEYILE

@ Storage: warchouses in both the UK & the Algarve

# Shop online: ar main high sereer stores and have
items delivered che following week (ol us now for a FREE quote

UK Tek: 0044 (0)1621 850070 Algarve Tel: D0351 289 513851
Mob: 0044 (07711 179842 Maob: 00351 968019226
Email: sales@algarveremovals.com  WWW.aigarveremovails.com

& =

I POLISHMOVERS

mmmm
- packing/unpacking

MIOVERS

France - Spain - Portugal - Italy
WeeKkly Service for the Trade. Call now for best rates
Depots in Preston, Alicante, Malaga

PRESTON 01772 651570
Email: info@moversint.co.uk Web: www.moversint.co.uk

2UNITAD

MONO: £240 PER QUARTER
COLOUR: £300 PER QUARTER
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MARKETPLACE/DIARY DATES

Puzzle o

DiaryDates

solutions %ES/

PAIMA Convention
15 - 17 October, 2015, California, USA

IAM 53rd Annual Meeting
18 - 21 October, 2015, California, USA

TheMover
Advertising

Booking advertisements

We've dug up afew
facts that we thought
you may (or may not)
findinteresting.

A giraffe can clean its ears
with its 21-inch tongue.

......................................

E-mail adverts@themover.co.uk or contact Nikki Gee on ‘Spirit of Ecstasy’
719 41 ladverts@th k kki G The
89 563 01908 695500 for more information or to make a booking. bonnet ornament on
4.3 2|91 7/!5 68 All prices are subject to VAT at the current rate.
.. Rolls-Royce cars is also
6/ 1/5/3 48729 Overseas subscriptions R
The Mover is distributed free of charge to UK movers. Annual known as Emﬂy ’
96/1|/4/7 5|83 2 subscriptions are available in Europe and the rest of the world at a ‘Silver Lady’ and
7 2 8!6/39/15!/4 cost of £100 per year. E-mail adverts@themover.co.uk or contact , . , ,
Nikki Gee on -+44 1908 695500 to subscibe. Flying Lady’. On today’s
5/4/3(1 8/ 2|9/7 6 ;
Copy dates cars she is mounted
37 6(8/94(2/ 15 Booking of adverts: 1st of the month preceding publication. ona spring—]oaded
Artwork for adverts: 8th of the month preceding publication. . .
18/4/5 23697 mechanism designed
25976 1]/4 8 3| Enquires retract instantly in
All enquiries to: Nikki Gee, The Words Workshop, toret .aCt sta t yinto
26 Swanwick Lane, Broughton, Milton Keynes MK109LD. the radiator shell if struck
Tel: 01908 695500; E-mail: adverts@themover.co.uk from any direction.
m,_ PLEASENOTE: | ceeeeeeeccecccccccsccccsccncccancccans
. ) Advertising rates cover the cost of advert insertion only. . .
;.tI:vI;eJodrl(?ag?(ﬂtI;an dPublisherat Advertisers should provide their own advertising artwork. The ChromOPhObla IS
s LI Mover can generate new or amend existing artwork for an
The Mover Magazine additional charge. All advertising must be paid forin advance by the fear of colours.
lﬁ L.k Credit (ard. oooooooooooooooooooooooooooooooooooooo
ike o
. In 1752 Britain abandoned
Like us on Facebook:

www.facebook.com/The Mover Magazine

.

For details of advertising
opportunies call Nikki Gee on

the Julian calendar in favour
of the Gregorian calendar.

. By doing so, 3 September
Followus onTwitter: +44(0)1908 695500 or e-mail y comg P
@The_Mover_Mag nikki@themover.co.uk stantly became 24
SR September so nothing

TheMover

whatsoever happened in
British history between 3
and 13 September, 1752.
To date, the world’s longest
road train was an Australian
truck that had 112 semi-
trailers and ran a length of
1,474.3 metres.

--------------------------------------
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FreelineageAds

FREE LINEAGE ADS

Lineage ads up to 20 words for sales and wants are free in The Mover.
E-mail youradvertisement to nikki@themover.co.uk.

Earn valuable additional income by
helping your customers save money
on household bills (they'll love you!).
www.sharingwealth.co.uk.

Call 01403 330097, 07791 310363.
LOOKINGTO SELLYOURREMOVALS
AND STORAGE BUSINESS?

PLEASE CALL 07831255986 IN FULL
CONFIDENCE FORA QUICK
DECISION.

CITY & WEST END RELOCATIONS LTD
company name for sale,

sensible offers invited.

Call Kevin or Alan: 0208 443 3122
BO55 MOV NUMBER PLATE

forsale, £11,500 + VAT ono,

Call Brad 07990 576936

LEYLAND DAF 1997 12TONNE

MOT Aug 2014 - 5 container,
regularly serviced and inspections,
£3,500 + VAT.

Call 01279 726641

PORTERS WANTED for respectable
BAR removals company in HP3 area.
Experience not essential but ideal.
Call: 01442 256229;

Email: info@in-excessremovals.co.uk
BUSY REMOVAL COMPANY,

in the Somerset area, is looking for an
experienced HGV driver.

Please call Henrietta on

01225 314433

WANTED: 7FT STORAGE CONTAINERS
Any quantity and location considered.
Will collect.

Please phone 01747 822077,

e-mail sandysremovals@aol.com
WANTED - TOP SPECREMOVAL VAN,
1250/1450cube Vancraft or similar,
LEZ compliant, w.h.y?

e-mail david@easy2move.com
EXPERIENCED HGV DRIVERS NEEDED
for BAR registered removals
company in Hemel Hempstead area.
Call: 01442 256229;

Email: info@in-excessremovals.co.uk
VEHICLE FORSALE

M Reg, Leyland DAF 12,500kg,

3 container van. Tax and tested,
£1,750 + VAT.

Tel 01452 617600

NON HGV DRIVERS/PORTER

Clean driving licence required,

BAR registered removals company

in HP3 area.

Call: 01442 256229;

Email: info@in-excessremovals.co.uk

7.5TONNE DRIVER/REMOVALS
PORTER required for family run BAR
member in CM16 area.

01279 882822 ext 603 Jayne Arnold
MVO3ERU

novelty number plate for sale.

Call Mr Taylor on 01354 695698
WANTED STORAGE CONTAINERS
5,6,7ft. Any amount, collect from
anywhere.

E-mail: Paul.gray@mrshifterremovals
.org or telephone: 01745 591339
LOOKING FORCLASS 1 OR2DRIVER
FORFULL-TIMEJOB

Local and long distance work.

Call Scott on 0208 892 8931 or e-
mail scott@centralmoves.co.uk
2004DAF 75

Sleeper PSV’'D Great Condition

4 Pallet+Space 2,000ft>. On Air.
Walk in Tail. £15,500.

Tel: 02891 271734
REMOVALTRUCK NEEDED

Low profile body/drop well, big cab
2 bunks (not a pod). Side doors,

low mileage. Cash waiting.

07774 937947, pkiddy@aol.com

or www.balloonfantasia.com
NUMBER PLATE C4SES on retention
for sale £6,000 no VAT.

Tel: Michael on 020 8 492 9740
STORAGE CONTAINERS FOR SALE
250 cubic feet each, good condition,
based in Devon.

£80 PER CONTAINER.

Call 01803 665535

PORTER (EXPERIENCE ESSENTIAL)
AND HGV DRIVER REQUIRED
Birmingham area.

Call 0121 400 2000 or

e-mail interemovals@yahoo.co.uk
EXPERIENCED ITTECHNICIAN
Required for Croydon-based removal
company. References required.
Contact: 0208 633 1800
lynn@diamondrelocations.com
COMMERCIAL SALES PERSON
Required for Croydon-based removal
company to generate new business.
Contact: 0208 633 1800
lynn@diamondrelocations.com
WANTED 3-4 PALLET
REMOVALTRUCK

Sleeper and side doors required,
valid MOT, ideally 2003 or newer and
LEZ compliant. Cash buyer waiting.
Ring Adam on 01497 831 507 or
07717 323 356

REMOVAL/LIGHT TRANSPORT
BUSINESS

Est 20yrs. Retirement sale, netting
45k includes Iveco Hi Cube, asking
30k, Dorset.

Call 07500 337560

HGV DRIVER AND PORTERWANTED
Experience essential. Local and long
distance work. Family run firm in Torbay.
Please e-mail:
claire@michaelgarrettremovals.co.uk
EXPERIENCED REMOVALS
PORTER/DRIVER

with CPC theory wanted for

Sheffield company.

Call 07932 589428

EXPERIENCED HGV, 7.5 TONNE AND
PORTERS/PACKERS REQUIRED
Based in Rochester, Kent. Must hold
Passport and be available for some
nights away.
enquiries@fontanamoving.com or
07717 478206

RELIABLE REMOVALS

&STORAGE KENT

Experienced Class 2, 7.5T drivers and
porters/packers required.

E-mail sara.large@reliable
removals.com for application form
LORRY LOADING RAMPS

Ra’alloy removal ramps, £350. Please
contact me for pictures

and sizes.

Liam: 07807 243670, Liam.benning
@momentousrelocation.com
WANTED 250FT* WAREHOUSE
CONTAINERS

Any quantity, good condition, collect
anywhere. 01223 833777 or
eh@warehousecontainers.com
COMMERCIAL MOVES SALES
PERSON REQUIRED

To generate new business,
experience required, Enfield area.
CVs to brad@bradanuk.com

01992 630710

NUMBER PLATES:

M3 VES (MOVES) M3 VER (MOVER)
CALL MIKE ON 07973 848883

EXPERIENCED HGV DRIVERS

& PORTERS REQUIRED

For busy Fine Art company in RM8.
Excellent rates of pay!

Please call Graham on 07984381502
BUSINESS GETTING YOU DOWN?
DEBT PROBLEMS? DON’'T CLOSE
DOWN. We buy/invest in struggling
removal businesses. Turnover £500k+
www.hahnbeck.com 07913 505084
HGV1 REMOVALS DRIVER

Required by BAR Company in BN8
for Scandinavian work.

Top rates of pay.

Tel: 01825 880040

2010 MERCEDES ATEGO 1018

10.5 tonne, chassis cab/air suspension
Bluetec Euro 5, service history

from new. Excellent condition.

Tel: 01637 872529 or 07773 340538
WANTED DISUSED REMOVALS
EQUIPMENT

For example OLD TEA CHESTS,
ramps, crates, sack-trucks, containers,
etc. Cash offers waiting.

07946 209922
Richp2001@hotmail.com
VEHICLEFORSALE

Volvo FH12, 1,450 cuft, LEZ compliant,
left-hand drive, twin sleeper cab, full
spec, 1998, 532,000Km.

£12,500 ono,

Call 07796 265801

CHESHIRE REMOVAL AND
STORAGE BUSINESS FORSALE
Due to retirement. Contact David:
davidremovalsl@hotmail.com
INDOORWOODEN STORAGE
CONTAINERS WANTED

Any amount, top prices paid.

CALL JOHN 01269 860248
REMOVAL LORRIES FORSALE
Several available, 7.5 & 18T.

CALL JOHN ON 01269 860248
VOLVO FL6 CAB AND CHASSIS
PReg 1997. Current M.o.T. with

5 demount ground loading bodies in
need of attention, £9,000.

Call 01255 220095/0797 1864585
PARTTIME 7.5 TONNE DRIVER/
REMOVALS PORTER

Required in Reading area, must have
CPC. E-mail Martin on
annatremovals@gmail.com

or 07879428335.
WOULDYOULIKETO

MOVETO DORSET?

7-5 ton and Class 2 drivers wanted.
Phone Sandy’s Removals
Gillingham 01747 822077

WELL ESTABLISHED REMOVAL
COMPANY FORSALE

Family owned since 1970.

North Dorset. Container storage
(rented warehouse)

for more information phone Dave:
07831 236278 (owner retiring).
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Petfood for thought

as it ever occurred to you that our
leace in the ecological chain might

simply be to ensure the future of
Gerbils (or pets in general)? Certainly
not Homo sapiens, we seem to be doing
a pretty good job of bringing our brief
reign on earth to an end —and isn't it ironic
that Homo sapiens is Latin for ‘wise
person’? Talking of reigns; are the Queen’s
corgis her pet subjects?

I do apologise for finishing the previous
paragraph with two entirely unrelated
questions, but you might be aware from
previous articles that one of my hobbies
is rambling and I suppose [ have just proved
it! But there is a purpose because I am
going to write around the subject of pets
—including my daughter’s dog Zac, a
Border Collie and with whom I spend a lot
of time walking. This is also an excellent
excuse for me to tell you about an amusing
experience which we had recently - more
later.

In a previous article I wrote about
statistics, well here’s another one:
apparently around 46 % of households
offer a home to a pet—so you might
therefore conclude that this article is only
going to be of interest to 46% of readers.
Not true; I haven't got a pet, although I
would like one, but it’s just too inconvenient
as we are not always around and it would
therefore be unfair.

The point I would like to make is that
although we think we are exceedingly
intelligent, pets are really the clever ones.
Take the cat for example, we offerita
comfortable home; we feed it; we clean
it; we cuddle it; we talk to it; we consider
it a close friend. It doesn’t have to earn a
living; it has no worries; and it no longer
has to hunt for food in order to stay alive
but only for its pleasure. In addition, there
are very few rats or mice present in our
homes any more, so there is really no
practical reason to have Tiddles in your
house (Iknow there is a double entendre
here but so be it!).

Ever had a cat? They are great at telling
you how nice you are and how much
they appreciate being with you. Problem
is that if you happen to bump into them
outside of the home environment it is an
entirely different matter:

“Hello Tiddles.”

“Clear off four-eyes — can’t you see I'm
busy hunting for my own pleasure!”

Fascinating really but of course there
are also pet benefits; an excuse for a walk
for example. Which reminds me, I did
say I would tell you about an experience
that Zac and I had, so here it is.

Owing to an increasing propensity to
procreate with not only other dogs, but
almost anything from a beanbag to a

bale of hay (which actually was the last
straw) Zac was taken to the local vet in
order to have two rather sensitive items
surgically removed. My daughter told me
to be careful whilst out walking because
for an amount of time after having this
operation testosterone levels actually
increase. Interesting!

There we were in the heart of The
Ashdown Forest, miles from anywhere
with only the sounds of a chattering gang
of sparrows and a very distant chainsaw,
when I noticed two middle aged ladies
coming towards me; one with a Springer
Spaniel and the other with a rather cute
little Yorkshire Terrier. Anyway, we had
hardly begun to exchange pleasantries
when Zac decided to upend the cute
little Yorkie (perhaps mistaking him for
beanbag!), I was mortified, but having
had the presence of mind to put him on a
lead [ was able to drag him away saying:
“Look I am very sorry about that, but
he has recently had, you know, ‘the
operation”.”

The point I would like to make
1s that although we think we
are exceedingly intelligent,
pets are really the clever ones.

“Tt's OK, I totally understand, don't
worry”.

“Apparently, for a while it actually puts
up their testosterone levels ..."

Then I heard myself saying — and never
being one to let good taste get in the way
of a joke:

“...Infact, I'm thinking of having it
done myself!”

Without missing a beat, the lady turned
to her friend and said:

“You know, I think I might get Colin
done!”

All three of us then collapsed in fits of
laughter. I could still hear them giggling
as they walked on into the distance, and
until, finally, the only sounds were a
chattering gang of sparrows and a very
distant chainsaw. I must say that my
overriding feeling was one of sympathy
for poor old Colin, although whether the
distant chainsaw was anything to do with
it, I'm not quite sure. Zac of course very
soon lost his interest in all things carnal
and now lives a life of celibacy —and by
the way in case you're interested I still
remain intact.

Mind how you go!




vancraft mes

Commercial Viehiclke Bodvbulders and Repairers
Specialst Suppliers of Removal Vehicles
Besthorpe, Norfollk NR17 2LB

Telephone 01953 457000 Fax 01953 454511
wwwi.vancratt.co.uk

Refurbished Mercedes fitted with new five container
drawbar body and shide out tail lift.

Large selection of chassis/cabs available
for new premium quality bodywork

- Repairs and refurbishment carried out to all types
of bodywork, with fast turnaround

~ Insurance estimates and valuations

~ Mail order parts service available from stock

~ Non-slip aluminium ramps made to measure

Outstanding quality and service for 35 years



rade Secrets

Find out what you can achieve on-line with
our trade groupage shipping services,
and make sure you're in the know.

We've been in the business for
35 years and offer frequent
sailings on all routes to major
destinations worldwide.

We'll arrange shipment on the vessel
promised and nominate reliable FIDI
agents at destination. With depots in
London, Manchester and Glasgow we
offer a competitive groupage solution
wherever you are located.

At Anglo Pacific we understand
your business and will ensure
that your goods are handled

professionally from start to

finish.

Visit our website or simply call

our friendly experts and
get the facts.

Memb No: A026 F l DI

- q
Our Services M

I

ANGLO
A~ACIFIC

WORLD MOVERS

\

Or visit us at www.anglopacific.co.uk. London, Manchester, Glasgow



