HHGFAA Advocate Summary

Issue: DOD Personal Property Movement and Storage

Advocate #: 104-01

Interviewee: Terry Head (TH), President

Organization:  Household Goods Forwarders Association of American (HHGFAA)

Date of Interview: June 17, 2002

Basic Background: 

· The issue deals with military procurement for moving companies for military personnel, such as moving their home and personal property when their orders send them elsewhere.  DOD arranges both moving and temporary storage on behalf of personnel for domestic and foreign relocations.  The DOD’s “reengineering initiative” is an effort to change how this particular procurement system works so efficiency and customer satisfaction can increase.  

· In 1994 “move management” companies approached Secretary Cohen with a pitch that they could improve the DOD’s moving and storage program.  Move management companies, like Cen-dant, are large corporations that sell complete moving services from home buying and selling (e.g. Century 21 is a subsidiary of Cen-dant), moving and logistics, storage, etc.  This is basically an “outsourcing” issue because move managers are proposing to provide services that DOD currently provides for personnel.  

· Moving and storage companies and household goods forwarders (shipping), on the other hand, only provide moving, storage, and logistics services.  DOD does not currently contract with move management companies.  The status quo policy is that DOD awards 6-month contracts separately to companies to provide these services for each of about 1700 routes.  HHGFAA and The American Moving and Storage Association (AMSA) countered the move management industry’s efforts to change the DOD program later that year during Defense Authorization hearings. 

· Moving and shipping companies do not want the DOD to “bundle” all personnel moving services into one package, as the move managers propose.  If they have it their way, move management companies will be awarded DOD contracts, then will subcontract particular services to individual moving and storage companies.  But, moving and storage companies want to be able to compete for these contracts directly with DOD.

· DOD subsequently arranged for a US Transportation Command (TransCom) working group to look into the issue.  TransCom commissioned three pilot programs, and just released its findings in a June 15 report.

· Transcom has planned a working group meeting in August and expects to make its recommendations to the Secretary by September.

Prior Activity on the Issue:

· The issue has been raised each year during Armed Services hearings since 1994

· The Transcom working group commissioned three pilot programs

Advocacy Activities Undertaken:

· Direct lobbied MCs and staff

· Direct lobbied SecDef and staff

· Requested Chairman of Small Business Committee write letter on their behalf to SecDef

· Testified at several hearings (TH was not more specific)

· Participated in working group

· Led informal coalition with its member companies that have DC offices and AMSA and its member companies

· Encouraged grassroots through bi-monthly newsletter to member companies

Future Advocacy Activities Planned:

· Attend upcoming Transcom meeting, and decide what to do next from there

· DOD’s stated goal is to implement a new program by 2005, which means they need to commit to something by the end of this year so Congress can authorize and fund it.

Key Congressional Contacts/Champions:

· Chairman of House Small Business Committee Manzullo

· Representative Abercrombie (HI)

· Senator Stevens (AK)

· Senator Inouye (HI)

Targets of Direct Lobbying:

· Members of House and Senate Armed Services Committees

Targets of Grassroots Lobbying:

· Member companies encouraged grassroots to contact MCs in bi-monthly newsletter 

Coalition Partners (Names/participants): HHGFAA leads an informal coalition that includes:

· HHGFAA member companies

· AMSA

· AMSA member companies

Other Participants in the Issue Debate:

· Move management companies, especially the Cen-Dant Corporation

· Military Mobility Coalition

· Major commercial banks

· Realtors

· Mortgage lenders

· Johnson Controls

Ubiquitous Arguments and Evidence:

· Moving and shipping companies do not want the DOD to “bundle” all personnel moving services into one package, as the move managers propose.  

· “Bundling is anti-competitive and unfair for small business.”

· “Our members will provide better quality and service because this is what we do.”

·  “Our movers have direct contact with personnel, so we can provide better service.  Move management companies can’t do that.”

Secondary Arguments and Evidence:

· In response to their opponent’s claims about “economies of scale,” TH said: “When you have one company do everything and no competition, quality is lost.”  Also, TH later said: “In the long run, costs won’t go down because competition is limited, so prices will be high.”

Targeted Arguments, Targets, and Evidence: none mentioned

Nature of the Opposition: Their primary opposition is the move management companies, which do not yet have a trade association but has created the Military Mobility Coalition to do most of their advocacy.  Move management is a service offered by large corporations that sell complete moving services from home buying and selling (e.g. Century 21 is a subsidiary of Cen-dant), moving and logistics, storage, etc.  Also, realtors and mortgage lenders and other companies involved in the moving process want to start offering moving and storage services so they can remain competitive with move management companies, so they have become active on this issue.

Ubiquitous Arguments and Evidence of the Opposition:

· TH said, “They simply argue ‘cost.’  You get an economies of scale effect by doing everything under one roof.”

· “Also, they say there will be less DOD management because move managers will arrange everything and will have direct contact with personnel.  But we can do the same thing, so it’s not really an argument.”

Secondary Arguments and Evidence of the Opposition: none mentioned

Targeted Arguments, Targets, and Evidence of the Opposition: none mentioned.

Described as a Partisan Issue: No

Venues of Activity:

· House and Senate Armed Services Committee

· Secretary of Defense

Action Pending or Taken by Relevant Decision Makers:  The Transcom working group will make a recommendation to the SecDef, who will choose how to change the program.  Then, DOD must get Congress to authorize the new program and subsequently appropriate money for it.  The goal is to implement a new program by fiscal year 2005.

Policy Objectives and Support for/Opposition to the Status Quo: The HHGFAA supports the status quo that allows all types of moving service companies, not just move managers, to compete for DOD personnel moving and storage contracts.

Advocate’s Experience: Tenure in Current Job/Previous Experience: TH formerly owned a household goods carrier company in Alexandria, VA.  Because he lived in the DC metro area and contracted with DOD, he began to get involved in advocacy when this issue started.  He has since sold the company and became president of HHGFAA 5½ years ago.

Reliance on Research: In-house/External: They have contracted out some market projections research for this issue.  They do not have in-house research.

Number of Individuals Involved in Advocacy: 1.

Units in Organization Involved in Public Affairs/Policy: 1.

Advocate’s Outstanding Skills/Assets:  His experience as a company owner that contracted with DOD gives him experience with how the business of moving and storage and the contract process works.

Type of Membership (None, Institution, Individuals, Both): member companies, which are mostly small companies.

Membership Size: not obtained.

Organizational Age: 40 years old.  In the beginning, the association consisted only of DOD moving and storage companies, but many companies in the association has expanded to do work for other government departments and in the private sector (but, the AMSA is the primary trade association for private sector companies).

Miscellaneous: none

