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The Newsletter   

   

DEAR READERS, 
 
 Happy Spring!!!!  Thank you to everyone who 
read our newsletter last month.  The Newsletter 
received more view than it ever has.    
 
If you have anything you would like to submit for 
our next newsletter please e-mail me at 
kmeents@canton-street.com.  I would love to 
hear from you. 

 
 

 
 

 
 

"THE PHONES AREN'T RINGING" 
By: Kurt Wilson 

 

How else do you put what seems to be a constant refrain to what we are consistently hearing from you 
out there in the Industry.  From the top executives amongst you in the industry to CSR's with large and 
small agents to Owners of large and small agencies the message is the same pretty much across the 
country.  "The phones are not ringing".   Yes, there a few pockets of activity in the Household arena, 
but let me stress "few".  What is clear is that the household business is in real and significant trouble this 
year, and that any "Summer Honeymoon" will likely be short lived if it happens at all this Summer of 
2008!  For those looking to pump significant cash flow into the business this summer because of the 
traditional massive summer upswing of household moves - do not bet on it in 2008.  I know that this in 
itself is not a news flash but what is newsworthy is the consistency of how down business is 
from whomever' perspective it is shared across the United States. 
  
Perhaps from a different perspective let me share with you anecdotally just how significant the downturn 
is in the household business from a Recruiters' Perspective. I can share with you the following with 
respect to the Number of Job Orders we have had over the last four years and how many were directly 
related to COD.  Below you can see the year, the number of job orders and how many were related to 
COD. 
 
  

Year Number of Job 
Orders 

Type of Job Orders Label 

April 2005 45 Approx. 33% (15) COD sales or CSR positions Kurt Wilson & Mark Gray 
under Movers Search 

Group 
April 2006 120 Approx. 20% (24) COD Sales or CSR positions Wilson-Gray, Inc. – now 

has several recruiters  
April 2007 80 Approx. 10% (8) COD Sales or CSR positions Canton-Street, Inc. – now 

has several recruiters 
April 2008 45  Approx. 5% (3) COD Sales or CSR positions  Canton-Street, Inc. – now 

has several recruiters 
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Now, I know this is not particularly scientific; moreover, there are more questions than answers that one 
would have to account for in the above job orders example. However, what is illustrative about the above 
example is the absolute departure of any need for COD Sales or CSR Positions.  In terms of simply 
looking at demand overall in the business with respect to job orders you can see some correlation in job 
orders and their decline. However, it is worth noting that there is not a good correlation in 2005 when the 
business was strong for most agents, and yet you do not see a particularly large amount of job orders.  
The reason for this is simply this was the first year that Mark Gray and I actually identified the number of 
job orders available. 
 
Certainly, you can see by 2006 that the optimism and positive business carry over from 
2005 carries over into the Spring of 2006.  Moreover, what you can also identify when looking at this 
from a broader perspective is the massive drop off of job orders from 2006 to 2007.  Incidentally, you 
can correlate this directly with the Reversal of Real Estate Equity Appreciation in October 2006 ("the so 
called height of the appreciation factor in real estate) directly to a slow in demand for our services as 
Recruiters, i.e. job orders for placements.  I believe you would find this to be the case with all recruiters 
across the industry. 
  
So what are they saying?  I will share with you what many industry veterans who have been in the 
business for 20 to 30 years have shared with me.   Some of these are names that you would recognize 
instantly.  What they are saying is "This is the second worst time that they have seen in the business in 
the last 20 to 30 years" based upon how long they have been in it. 
  
Therefore, if you are out there feeling like you are somewhat isolated in how bad the household business 
is I am here to tell you, you are not alone.  It is widespread and it is massive.  Now most who know me 
know that I am an optimist; however, there is a stark difference between being an optimist 
and Pollyanna.  The reality is that our business and anything related to the Moving and Storage 
(Relocation) Industry are fighting to survive.  Some businesses are in good fiscal shape so they are able 
to pay their bills, but make no mistake they are not profitable today.  Many agents are not only not 
profitable but are in poor fiscal condition today.  Consequently, the viability of many will come into 
question over the next 6 to 18 months.   There are some out there who would say that it is simply a 
market correction (that there are too many "moving companies' out there and too much competition), and 
they may be right; however, we are not simply talking small one agent shops who do $500,000 to $2 
Million who are in real trouble today.  We are also talking about very significant agents in the U.S. whose 
survival is being challenged.   
  
Obviously, with the challenges to the household market, there has been an aggressive surge to anything 
that is not household related.  Logically what has been the most aggressive push into diversification has 
been the push into Commercial or O&I.  Of course, this has a downside as well.  More competition 
means the lowering of pricing; the lowering of pricing translates into less profitability, etc.  In fact, in 
many cases, we are seeing stronger players making the difficult decision to "walk away from business" 
because it is "too cheap" and below the center of gravity for profitability.  Of course, the difficulty in 
making this decision is that you are waiting on your competition to run itself out of money and in the 
meantime, you are not bringing in this cash flow.  Difficult times and difficult decisions are with us and 
will remain with us as long as "The Phones aren't Ringing” and it appears that they are not going to be 
ringing for a while. 
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THANK YOU 
By: Kurt Wilson 

 

We would like to thank all of you who sent or called us about our February/March Newsletter.  
 
We received many responses to the fact that we had listed all of the Recruiters (our competitors) in the 
Moving & Storage (Relocation) Industry.    We did get a lot of "why did you do that?” e-mails which 
particularly came from other Recruiters but we expected that before the article went out.  Nonetheless, 
the comments were overwhelmingly positive - thank you.  So, before we go any further let us make a 
couple of updates from last month’s information. 
 
1. Julie Smith's website is www.westbrookconsultingservices.com.  I would like to apologize for the typo 
and say good luck to Julie.  She has a good looking website that is worth checking out.  Moreover, for a 
Recruiter website in our industry her testimonial page is as good as anyone’s you will see is.  For that 
matter if you like what you see on our website www.canton-street.com it probably has something to do 
with what Julie did for us while she was with us. She did a great job on our website, and put a lot of work 
into it.   

 
I would like to address something because I literally have received too many e-mails and phone calls to 
count reference this subject, and that subject is "what happened to Julie with you guys at Canton 
Street?”   So for those of you who have been asking here is the answer: 
 
Julie did a great job for us at Canton Street.  I hated to see her go.  I know all of you who are Sales 
Managers, GM's, Owners, etc. know how it feels when you lose one of your better performers, and that 
was the way it was with Julie.  Julie left because she can count pretty well, and figured out she probably 
could make more money doing this on her own than she could working with Canton Street.  Was I happy 
that she was leaving - of course not?  Who wants to see a person like Julie who is an excellent producer 
and a nice person to boot walk out the door?  Not me!  Julie will be a big success on her own as a 
Recruiter in the Moving & Storage (Relocation) Industry and all of us here, wish her the best of success. 
 On a personal note, I miss talking to her on a daily basis, but I can tell you that if you are a candidate or 
a client Julie will do an excellent job for you.  So how is that for an endorsement for a competitor? 
 
Lastly, we are very fortunate to have Kristin Meents here.  Kristin's being here is a direct result of Julie's 
employment with Canton Street.  So I hope that answers the "what happened to Julie with you guys at 
Canton Street? 
  
2. Mike Doak wants me to report to you that he is alive and well.  I can attest to that, and Mike we thank 
you for your very kind remarks.  So for all of you that have lost contact with Mike Doak, and or have 
been trying to make contact with him here is Mike's most updated contact information: 

 
Camelot Resource Group (or as Doak Consulting Group) 

Michael Doak 
3890 Adams Street 
Carlsbad, CA 92008 

760-729-8111 mikedoak@gmail.com 
 

Mike told us that he has been recruiting in the Moving and Storage (Relocation) Industry for close to 
thirty-years! 
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DO YOU NEED HELP LOOKING FOR A COLLEGE SCHOLARSHIP FOR YOUR 

CHILD???? 
 

Ok, now that we have confirmed with you what you already know let me share something very positive 
with you!  Since for many of us we are in times that are a little more economically challenging than what 
we would like to have right now, I am including something very interesting for you to check out. 
  
For those of you who have kids in high school or middle school like I do then the thought of college is 
constantly there. Recently I came across this gentleman in Atlanta who I found to be amazing.  His name 
is Mike Gillam, and basically he helps families (that is moms and dads along with their high school child 
or child soon to be in high school) find their way into athletic scholarships, and have more choices about 
where to go, what to do, how to negotiate, etc.   In other-words rather than relying upon the “expertise” of 
your high school coach or your own expertise and experience in navigating the College Scholarship 
game, you have someone on your side that navigates you through the whole process.  What is even 
more amazing is that your kid does not have to be the "Star" on a major high school team.  Many 
schools are just looking for good kids, with good grades, who play a sport competitively. 
  
Please read Mikes press release below and give him a call.  I think you will be blown away. Our 
company receives no compensation, discounts, etc in any shape, manner or form from Mike and his 
company.  Just a quick disclaimer. 

 
FORMER WORLD-CLASS ATHLETE, HALL OF FAME 

INDUCTEE, NATIONAL CHAMPION, & DIVISION I COACH 
 
Mike Gilliam, recruiting and life skills expert, current Marietta, GA resident and 
business owner is Motivating the Youth of America and teaching their families 
Valuable Life Lessons at the same time.  For over twenty years, Mike’s expertise 
has positively affected the lives of thousands of youths nationwide. Schools, teams, 
and boosters clubs are booking Mr. Gilliam for the 2007-2008 school year and into 
the summer of 2008. 
 
Mike delivers a dynamic message to kids and young adults about the things they 
need to be doing to prepare for college academically, athletically, and personally.  

He educates the parents and kids about how the college recruiting process works so that families can 
navigate the process and choose the BEST college for their needs rather than just settling.  He educates 
about the FIVE STEPS in the recruiting process and how to handle each one.  He is an expert! He 
motivates the student-athletes and parents alike. THIS is his forte!  Parents, coaches, and teachers will 
notice a difference in the leadership and initiative their student-athletes take after hearing Mike's 
message. We receive feedback constantly about how student-athletes have changed their overall 
attitude toward family members, academics, training for athletics, and other areas in their lives after Mr. 
Gilliam’s message.  Mr. Gilliam answers all questions regarding anything he touches on or anything else 
the parents and student-athletes wish to ask. 
 
As for background, Mr. Gilliam is an accomplished former Division I athlete. He was recently inducted 
into the Kent State University Hall of Fame with the likes of Lou Holtz, Jack Lambert, Thurman Munson, 
and Ben Curtis. He was a National Champion, two-time Nationals qualifier, Midwest Regional Champion, 
five-time conference champion, school record holder, and two-year team captain at Kent State 
University. He also coached at the Division I level winning a conference championship and performed in 
five world tours as a professional athlete entertaining millions with the world renowned Daredevils. He 
has been featured on ESPN, CNN, Incredible Sunday, the Tonight Show, and Late Night with David 



“The Newsletter” by Canton Street Inc. * Volume 2 * Issue 2 * April, 2008 * Page 5 * 

Letterman. Mike has recruited some of the finest athletes in the world, professionally and collegiate. He 
has helped hundreds of high school student-athletes and their families, worldwide, with the organization 
he founded in 1998, Opportunities Through Athletics, Inc. (Oi). His organization, based in Marietta, GA, 
has helped secure over $35 MILLION in scholarships and financial aid for the student-athletes with 
whom they work. The Atlanta Falcons have joined forces with Mr. Gilliam and Oi to further assist the 
young people in Metro-Atlanta. Mr. Gilliam and his organization have been featured in the Atlanta 
Journal-Constitution, The Fox 5 High School Sports Show, AM-680 The Fan, AM-790 The Zone, and 
other publications. He has also completed four marathons including the Boston Marathon as well as 
Atlanta, Chicago, and San Diego. He and his family have raised thousands of dollars to assist Cancer 
and Multiple Sclerosis patients to support cancer and MS research through Team in Training and the MS 
Bike Tour. Mike also worked as an executive recruiter working for companies such as Microsoft and 
IBM.  Mr. Gilliam’s program can range from thirty to ninety minutes depending on your organization’s 
needs.  He is a wealth of information, of which people will want to take advantage. He welcomes that!  
Mr. Gilliam is very excited to share his expertise and powerful message. He was shaped by the 
supporting cast and experiences in his life and now gives back to all communities as a part of there 
supporting cast. His message is all about making a difference. He is a dynamic life coach.   
 
For booking and fees, please call: 770 579-6464 / 770 722-6464 or email: mgill2@mindspring.com. 

 
 
 

RECRUITING NEEDS!!!!! 

 
Are you a working Sales Manager?  If you have good tenure and you want to work for one of the best 
companies in the Industry then we have the right position for you!  We need you in the Southeast!!!! 
  
Are you a sales oriented General Manager?  If you have good tenure and experience with P&L and a $5 
Million agent then call us!  We have a great company with a fantastic opportunity.  This company has a 
GREAT bonus program.  Make a percent of the profit and G&A is very low.  If this sounds like the 
job for you then we need you in the Western part of the U.S. !!!!! 
  
Strong Operations Managers needed in the Western part of the U.S.  Good tenure is important. 
 
We currently have strong General Manager positions open in the Southwest and Midwest!  If you are an 
experienced General Manager and live in the southwest or midwest, give us a call.  
 
********************************************************************************************************************** 
 
If you are looking for a new opportunity in the moving and storage industry give Canton-Street a call.  
The four positions above are just a few that we have available.  
 
Please check out all of our open positions and contact information on the last page of The Newsletter.   
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RIPPED FROM THE 
HEADLINES! 

Announcements Awards and Honors 

 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
CONGRATULATIONS!!!!!!!! 

 
Suddath Relocation Systems in Deerfield, FL 
recently honored one of their van operators, Eddie 
Zielnik, as the 2007 AMSA Super Van Operator 
Lifetime Achievement Award Winner. 
 
United Van Lines has been awarded the 2007 Fleet 
Safety Award by the American Moving and Storage 
Association (AMSA) for the second year in a row.  
 
Scott Kiewitt, McCollister's Transportation 
Systems, Burlington, N.J., was honored with the 
United Van Lines 2008 Sales Achievement Award at 
United’s national sales and operation conference. 
 
Rob Wendland of Hollander International Storage 
and Moving Company in Elk Grove Village, IL was 
honored with the United Van Lines 2008 Operations 
Achievement Award at United’s national sales and 
operation conference, held recently in St. Louis.  
 
Bekins International Group recently announced the 
appointment of Rod Amos to the position of Manager 
of International Military Operations.  

 
Dircks has hired Ed Rueda as their Commercial 
Business Development Manager.  Ed is an Arizona 
State University Alumni with 12 years of sales 
experience. 
 
The international office of Two Men and a Truck hired 
Sherry Pfaff-Doody as its new VP of Human 
Resources.  
 
Johnson Storage & Moving Company is pleased to 
announce that Julie Johnson has been named as a 
new member to the 2008 Rocky Mountain Relocation 
Council (RMRC) Board. 

 
 
 

 Kristin’s ColumnKristin’s ColumnKristin’s ColumnKristin’s Column    

 

 
In the last edition of The Newsletter, you read tips on 
preparing to interview and tips on being interviewed.  
Here are questions that you should be prepared to be 
asked. 
 
QUESTIONS EMPLOYERS WILL ASK  
 
Tell me about yourself?   
 
You should try to hold this to no longer than two 
minutes.  You do not want to be caught rambling.  Try 
to take time in advance to prepare your answer for this.   
 
What do you know about our company?   
 
Never go into an interview unless you have researched 
the company.  They will expect you to know about their 
company and what they do. 
  
Why should we hire you?  
 
Be confident when you answer this.  Make sure you 
know why they should hire you.  Highlight areas from 
your background.  Talk about the qualifications the 
position requires and how you fit those qualifications.     
 
Can you work well under deadlines or pressure?  
 
Do not just give a yes or no answer.  Sell your skills.  
The best way to answer this is to give an example of 
time that you were under pressure and had to meet a 
deadline.   
 
What are your strengths and weaknesses? 
 
Once again, SELL YOUR SKILLS!!!!  Talk about your 
job specific skills.  Prove that you are perfect for the 
position.  Make sure you turn your weaknesses into a 
positive.     
 

In the next issue of The Newsletter look for 
tips on dress in the work place.   
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*** Do you know of any other news within the Moving Industry that we missed? If so, please e-mail us at 
MoversNewsletter@Canton-Street.com and let us know so we can post it in next month’s issue! *** 

CONGRATULATIONS!!!!!!!!!!!!!!! 
By: Kurt Wilson 

 

The winner of the 2008 Canton Street NCAA March Madness Bracket Tournament is. 
  
Congratulations to Greg Calvert - Winner of a $250 American Express Gift Card. 
  
Here are the top 10 finishers with Greg at the top.  So many of you were so close and then the final 
four (with all #1 Seeds) really messed everybody up! 
  

1. Greg Calvert 
2. John Wildey 
3. Gregg Kava 
4. Bill Douma 
5. Tim Conners 
6. David Jachim 
7. Deborah Lee 
8. Frank Contreas 
9. Mary Sloane  
10. Wes Struebing 

 
We could not believe how many people participated in our Canton Street NCAA March Madness 
Bracket Tournament.  We did not send out an e-mail on this until 18 hours before the first game on 
Thursday.  I am glad we procrastinated on sending it out because if we had sent out the invitation to 
participate on Sunday night or Monday I do not know what we would have done.  The responses we 
got in those short 18 hours nearly shut us down on Thursday and Friday.  So next year we will send it 
out on Sunday Night/Monday Morning so you will have four (4) days to play; however, I think we are 
going to hire some people just to administer the Canton Street NCAA March Madness 
Bracket Tournament.  Anyway, this was a fun idea from Rick Herbison and thanks to all of you for 
playing.  I am glad most of you took my advice to not play Rick Herbison's or Larry Muratore's plays. 
As you could clearly see, they were losers! 

 

APPROPRIATE AT NCAA TOURNAMENT TIME... 
 
 Introduction by Kurt Wilson: 
 
Since we had the Canton Street NCAA March Madness Bracket Tournament, I thought it would also 
be appropriate to put in this story about someone who was very much involved in college basketball.  
I wish I could appropriately attribute the origins of the attached story; nonetheless, it is worth sharing.  
You know we Americans love our coaches.  I grew up in Alabama and there is no one more revered 
than Paul “Bear” Bryant!  My parents were both Hoosiers and I grew up admiring Bobby Knight.  One 
of the best books I have read in the last ten years was the biography of Vince Lombardi by David 
Maraniss.  This book will remind you of an America of yesterday that will leave you longing for more.  
However, look below and read this little story about John Wooden.  This article is not about winning 
and losing.  Make no mistakes his records are clearly stated and unparalleled.  This is about 
someone who seems to be the kind of person I think most of us long to be – a hero.  Please read this 
article about John Wooden.  In my book, he is a hero who gets it right every day by being true to 
himself and to his beliefs.  
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Written by a west coast sportswriter.... 

 
 On the 21st of the month, the best man I know will do what he always does on the 21st of the month. 
He will sit down and pen a love letter to his best girl. He will say how much he misses her and loves 
her and cannot wait to see her again. Then he will fold it once, slide it in a little envelope and walk into 
his bedroom. He will go to the stack of love letters sitting there on her pillow, untie the yellow ribbon, 
place the new one on top and tie the ribbon again. The stack will be 180 letters high then, because 
the 21st will be 15 years to the day since Nellie, his beloved wife of 53 years, died.  
 
In her memory, he sleeps only on his half of the bed, only on his pillow, only on top of the sheets, 
never between, with just the old bedspread they shared to keep him warm. 
  
There has never been a finer man in American sports than John Wooden, or a finer coach.  He won 
10 NCAA basketball championships at UCLA, the last in 1975. Nobody has ever come within six of 
him. He won 88 straight games between January 30, 1971, and January 17, 1974. Nobody has come 
within 42 since. 
  
So, sometimes, when the Basketball Madness gets to be too much -- too many players trying to make 
Sports Center, too few players trying to make assists, too few coaches willing to be mentors, too 
many freshmen with out-of-wedlock kids, too few freshmen who will stay in school long enough to 
become men -- I like to go see Coach Wooden. 
  
I visit him in his little condo in Encino, 20 minutes northwest of Los Angeles, and hear him say things 
like "Gracious sakes alive!" and tell stories about teaching "Lewis" the hook shot. Lewis Alcindor, that 
is...who became Kareem Abdul-Jabbar. 
  
There has never been another coach like Wooden, quiet as an April snow and square as a game of 
checkers; loyal to one woman, one school, one way; walking around campus in his sensible shoes 
and Jimmy Stewart morals. 
  
He would spend a half hour the first day of practice teaching his men how to put on a sock. "Wrinkles 
can lead to blisters," he would warn. These huge players would sneak looks at one another and roll 
their eyes. Eventually, they would do it right. "Good," he would say. "And now for the other foot." 
  
 
Of the 180 players who played for him, Wooden knows the whereabouts of 172. Of course, it is not 
hard when most of them call, checking on his health, secretly hoping to hear some of his simple life 
lessons so that they can write them on the lunch bags of their kids, who will roll their eyes.  
 
"Discipline yourself, and others won't need to," Coach would say. "Never lie, never cheat, never 
steal," and "Earn the right to be proud and confident." 
  
If you played for him, you played by his rules: Never score without acknowledging a teammate. One 
word of profanity and you are done for the day. Treat your opponent with respect. 
  
He believed in hopelessly out-of-date stuff that never did anything but win championships. No 
dribbling behind the back or through the legs. "There's no need," he would say. 
  
No UCLA basketball number was retired under his watch. "What about the fellows who wore that 
number before? Didn't they contribute to the team?" he would say. 
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No long hair, no facial hair. "They take too long to dry, and you could catch cold leaving the gym," he 
would say. That one drove his players bonkers. 
  
One day, All-America center Bill Walton showed up with a full beard. "It's my right," he insisted. 
Wooden asked if he believed that strongly. Walton said he did. "That is good, Bill," Coach said. "I 
admire people who have strong beliefs and stick by them, I really do. We're going to miss you." 
Walton shaved it right then and there. Now Walton calls once a week to tell Coach he loves him. 
  
It's always too soon when you have to leave the condo and go back out into the real world, where the 
rules are so much grayer and the teams so much worse. 
  
As Wooden shows you to the door, you take one last look around. The framed report cards of his 
great-grandkids, the boxes of jellybeans peeking out from under the favorite chair, the dozens of 
pictures of Nellie. You think a little more hunched over than last time. Steps a little smaller. You hope 
it is not the last time you see him. He smiles. "I'm not afraid to die," he says. "Death is my only chance 
to be with her again." 
 
Problem is, we still need him here.  

 

WILLIAM B. MEYER, INC. DELIVERS MORE THAN 25 MILLION COOKIES 
FOR THE GIRL SCOUTS IN EIGHT HOURS 

 
William B. Meyer, Inc., an agent for United Van Lines, transported and distributed more than 25 
million Girl Scout cookies to eight locations throughout Connecticut, where they were picked up by 
Girls Scout “Cookie Managers” arriving in the largest vehicles they could maneuver. 
 
This is the first year that the Girl Scouts of Connecticut have attempted a statewide delivery of 
cookies in one day since the councils throughout Connecticut merged in October 2007. William B. 
Meyer, Inc. was selected by the Girl Scouts of Connecticut to move these tasty treats totaling more 
than a million boxes and approximately 900,000 pounds. This is the sixth year that William B. Meyer, 
Inc. was involved in leading the cookie delivery day for the Girl Scouts. The shipment of cookies 
stretched across the entire state of Connecticut. 
 
To some, it would appear to be a logistical nightmare, but William B. Meyer, Inc. Vice President of 
Sales Bob Gallucci said, “At William B. Meyer, Inc., we work as a team to make this type of delivery 
run as smoothly as possible. All areas of our organization are involved, from the truck drivers to the 
warehouse staff to the customer service professionals. The logistics are carefully thought out, so that 
our customers are completely satisfied. William B. Meyer, Inc. takes pride in knowing that our 
expertise will benefit such a wonderful association like the Girl Scouts. It is very important to us to 
make a contribution to the community.” 
 
The Girl Scouts of Connecticut have 3,000 troops, more than 32,000 girl members and more than 
10,000 adult volunteers involved in the cookie sales to make it a success. The profits from the 
cookies support many worthwhile programs for the Girl Scouts throughout the year. They encourage 
the Girl Scouts to set goals and achieve them. Safety for the girls is an utmost concern and the Girl 
Scouts are trained to sell the cookies in a safe way with an adult supervisor. 
 
Working with the professionals at William B. Meyer, Inc. has been delightful,” said Bella Casanova, 
vice president of the Girl Scouts of Connecticut. “They have made this huge undertaking so much 
easier. I have nothing but praise for their efforts! The cookie sales are the backbone of all of our 
programs, and it is a tremendous learning process for the girls. This project enables us to accomplish 
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our goals and support our programs throughout the year. I would like to thank the Connecticut 
community for their ongoing support of this effort.” 
  
William B. Meyer is a diverse, fourth generation family-owned company enjoying its 93rd year in the 
transportation industry. Its areas of expertise range from household and commercial moving; office 
interiors; library relocation; order fulfillment; record management and courier services to rigging. 
 

INTERNATIONAL COMPANY HIRES NEW ADDITION TO IT 
DEPARTMENT  

 

The international office of Two Men and a Truck has hired Scott Auge as its new Network and 
Systems Administrator.  At Two Men and a Truck, he will assist the IT department in improving and 
implementing technical infrastructure in the network, servers, workstations, applications and other 
areas of the department.  He will also work to support the technological needs of franchises across 
the United States so that they may better serve their service.   
 
Auge comes to Two Men and a Truck from Michigan State University’s College of Engineering, where 
he worked as the Systems Administrator.  Auge, of Lansing, MI has a bachelor’s degree in Electrical 
and Computer Technology.  He is a graduate of Michigan State University.   

 
 

TWO MEN AND A TRUCK EMPLOYEES CERTIFIED BY NATIONAL 
MOVING ASSOCIATION 

 
Two Men and a Truck International, Inc. employees recently completed courses offered by the 
American Moving and Storage Association and are now specialists in the field.   
 
Garrett Peterman, of Lansing, recently became a Certified Office and Industrial Consultant and is an 
AMSA Certified Moving Consultant.  Peterman has been a Two Men and a Truck employee for nearly 
five years, beginning as a mover at the Lansing franchise in the summer of 2003.   
 
Michael Arrieta, of Lansing, earned his Certified Moving Consultant specialization through AMSA. He 
has worked at the Two Men and a Truck International, Inc. headquarters for more than one year.   
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FIRST HORIZON INSURANCE SERVICES TO PROVIDE HEALTH PLANS 
FOR NATIONAL ASSOCIATION OF INDEPENDENT TRUCKERS 

 

First Horizon Insurance Services, Inc., a subsidiary of First Tennessee Bank National Association, 
has been selected by the National Association of Independent Truckers (NAIT) as exclusive provider 
of high-deductible health plans and Health Savings Accounts (HSAs).  "We are delighted to be 
teaming up with First Horizon to provide our members with this valuable benefit," said Scott Miller, 
vice president of business development for NAIT.  "First Horizon specializes in working with self-
employed individuals and independent contractors, which makes the program a perfect fit for our 
membership base.”  The partnership between the NAIT and First Horizon will give NAIT members 
dedicated access to information, service and support for all their health insurance needs. First 
Horizon works with numerous top-rated insurance carriers, offering a variety of plans to clients 
nationwide.  “Our goal is to work one-on-one with each NAIT member who is seeking healthcare 
coverage and to leverage our expertise and product offerings toward a solution that is truly tailored to 
their specific needs,” said Kim Riley, chief operating officer of First Horizon Insurance Services. “We 
are pleased to have the opportunity to be a part of the NAIT membership program and look forward to 
working with their group.”  Many professional associations recognize first Horizon Insurance Services 
as exclusive provider of HSA-qualified health plans, including AMA Insurance Agency, Inc. (a 
subsidiary of the American Medical Association), and the American Dental Association 

CROWN RECORDS MANAGEMENT LAUNCHES NEW WEB SITE 

Crown Records Management has launched a new interactive Web site, crownrms.com.  

Crown Records Management serves large and small corporations around the world. The new web 
site combines Crown’s global expertise with its regional capabilities and its local Management 
Centers. Thirty-seven country-specific web pages, in eight languages, provide information about 
Crown’s Management Centers around the world and include details on security features, storage 
capacity and local staff.  

The new Customer Center provides Crown’s clients with a variety of ways to request retrievals of their 
records in storage and access information about their records 24 hours a day, 7 days a week. Clients 
can view the number of records in storage, where their records are in their retention cycle and which 
records have been retrieved. They can also access invoices, dispute invoice, etc., in various 
languages and formats.  

David Muir, CEO of Crown Worldwide, EMEA, noted, "In a fast-paced, detail-oriented industry like 
ours, we must be innovative and stay ahead of our clients' expectations. This exciting new site is not 
just a Web brochure; it is a real working tool in the hands of practitioners of information management. 
Crown professionals will be pleased to give a live demonstration to interested parties upon request."  

The site also features a new online newsletter, The Global Record, to be issued twice a year. The 
Global Record will feature articles from Crown’s industry experts and stories from members of 
Crown's worldwide team. Visitors can subscribe to the newsletter and receive new issues 
automatically.  

The Knowledge Center features case studies which provide information on companies that have 
solved specific records management problems such as dealing with documents internally, managing 
a growing number of files, consolidating storage areas across multiple locations and managing staff 
resources. The Knowledge Center also features information sheets on a range of topics such as 
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Retention Planning, and Destruction and Shredding. It also includes biographies of Crown’s global 
team of subject-matter experts who specialize in record management topics ranging from health and 
safety to digital imaging, and risk management. 
 

SIRVA RELOCATION ANNOUNCES NEW OFFICE IN CLEVELAND, OHIO 

SIRVA Relocation LLC today announced that the Company’s Mayfield, OH office will be relocating 
closer to the Cleveland metro area. Scheduled to officially open in late May 2008 and located at 6200 
Oak Tree Boulevard in Independence, Ohio, the new site enables SIRVA Relocation to significantly 
reduce its operating costs while providing clients and associates with a more central location and 
easier access to the airport and major transportation routes.  

“Relocating to an office with greater transportation access and upgraded amenities while significantly 
reducing operating costs is the right solution for our Company,” said Mike McMahon, president, 
SIRVA Relocation. “This also puts us in a more central location from which we can better serve 
existing and new clientele.”  

The new facility will provide SIRVA associates with upgraded amenities, including an on-site 
Montessori preschool/daycare, an auditorium and a hot food grill/deli. Commandeering the entire third 
floor of the new corporate facility, SIRVA Relocation’s 60,000-square-foot office will also provide the 
Company with many opportunities for future growth.  

 

 
 
 
 
 
 
 
 
 
 
 

 

  

 

 

 

 

 

 

 
*** Do you know of any other news within the Moving Industry that we missed? If so, please e-mail us at 

MoversNewsletter@Canton-Street.com and let us know so we can post it in next month’s issue! *** 
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CURRENT JOB OPENINGS! 
Accounting: Book Keeper  Midwest 
Administrative Assistant  Midwest 
On Site CSR Coordinator Virginia, Maryland 
Director of Operations  New Jersey 
General Manager  Texas, Colorado, Missouri 
VP of Sales  Texas 
Local Dispatcher Houston 
Operations Manager Wyoming, Louisiana, Colorado  
Warehouse Manager  Colorado  
Business Development  Pennsylvania  
Third Proviso Sales  California, Connecticut  
COD Sales  Louisiana, Colorado, Kansas, New York  
International Sales  Connecticut 
Sales Manager  Georgia, New Jersey, Colorado  
National Account Sales Virginia, Maryland, Colorado, Texas, Ohio, California, Minnesota  
O&I Sales  North Carolina, Virginia, Maryland, Illinois, Colorado 
Record Storage Sales  Georgia  
Trade Show Sales  Illinois 
 
Visit our website at http://www.canton-street.com/JobPostings.htm to see a complete listing of 
all of our jobs with more details. It is up-dated instantaneously as new jobs come in.  
 

WE LOOK FORWARD TO HEARING FROM YOU SOON! 
 
 

  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  
 
 
 

Thank you for reading our April 2008 Newsletter. 
 

 
RECRUITING DIVISION 
 
Kurt Wilson 
800-269-9153 x 102 
kwilson@canton-street.com  
 
Rick Herbison – President 
800-269-9153 x 101 
rherbison@canton-street.com  
 
Jim Burns 
800-269-9153 x 6 
jburns@canton-street.com 

 

 
BUSINESS BROKERAGE DIVISION 
 
Larry Muratore 
800-269-9153 x 103 
lmuratore@canton-street.com  
 
 
SALES SUPPORT / DATA ANALYSIS 
 
Kristin Meents 
800-269-9153 x 106 
kmeents@canton-street.com  


