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Vision 2025
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our sights
optimistically
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to come.
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W e’ve all heard the old saying that hindsight is 20/20, 
and as we move into a hopeful new year full of prom-
ise, that hindsight has become the year 2020.

In my 40 years in the workforce and 27 years in leadership, I have 
never experienced a more challenging—and frustrating—year as what 
our industry and the world have gone through this past 12 months. 
Although the pandemic isn’t over and we still have a long road to 
recovery and reinvigoration ahead of us, my inherent optimism tells 
me that we will 100% come out of this a stronger company that is 
leaner, meaner, and able to adapt to “the new normal.”

I fervently believe that our current senior leadership team is as 
good as Atlas® World Group (AWG) has ever had—something that 
2020 hindsight has proved in spades. Coming out of 2019 with strong 
momentum, we entered 2020 poised for record-breaking success. But 
along came COVID-19, which had other plans. 

Our leadership team—and every other member of Atlas® across the 
enterprise—was challenged in their nimbleness and adherence to our 
Vision 2025 strategic plan. Senior management immediately began 
meeting on a daily basis in those early days to track key metrics that 
we measure Atlas’ performance by. We quickly realized that some hard 
cuts and tough decisions would have to be made to ensure the sustain-
ability of our profits, our future, and our family-oriented culture.

Thanks in no small part to that timely decision-making, we were 
still able to close out 2020 in a good place, with many of our subsid-

iaries able to post strong numbers and close new business. Also, every 
member of our agent network received Paycheck Protection Program 
loans that buoyed them, and not a single one lost their business or 
filed for bankruptcy. And while some of our subsidiaries fared better 
than others during 2020, the overall cumulative result for AWG was 
encouraging for the owners of the company.

As we charge ahead, we’ll stay the course Vision 2025 has set for 
us and continue our development of innovative technological solu-
tions and diversification strategies that will benefit and bolster our 
stockholders, Agents, Professional Van Operators, employees, and 
customers across the world.

With collective, focused vision, we will continue to evolve as a 
leading global relocation and logistics company.

Letter
From the
Chairman

Jack Griffin
Chairman & CEO
Atlas® World Group, Inc.
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Change 
Is Our
New 
Normal
Betsy Welch, CRP, SGMS
SVP, Strategic Engagement
Cornerstone Relocation Group®  
+1.908.566.5538Re: Contacting Atlas Headquarters

Atlantic Relocation Systems (1427)

In addition to the estimated quote from your company being 
accurate, the experience today I had with James and crew was out-
standing, you are very blessed to have that team working for you. I 
would definitely use Atlas through Atlantic Relocation again, you 
give your industry a great name. James and crew through Atlan-
tic Relocation were amazing! We moved cross country and they 
took great care of our things, worked in record time and assem-
bled everything so we were ready to go. They even took the time 
to move things into different positions when we couldn't make 
up our mind on placement in the living room. They were friendly 
and took great care with the furnishings and the home. I can't say 
enough good things about them. Thank you!

Re: Excellent Moving Experience
Guardian Relocation (1111)

Kevin,

We can't thank you enough for an excellent moving experience!  
You and your crew didn't stop. Amazing!! Truly! We are tired, 
happy, tired and happy! And wow, can you all pack! We are still 
unpacking boxes and it's just amazing how well everything traveled. 
THANK YOU for caring about us and our stuff. Again, thank you 
so very much! It was a pleasure meeting you...you're a good man.   
 
Sheri and Mitch

Re: My Favorite Mover I've Ever Had
Daniel's Moving and Storage, Inc. (0875)

I've moved numerous times over the last 30 years and had a partic-
ularly challenging one last month needing to move an apartment 
and 3 large storage garages in Arizona (at 2 different facilities at 
a cumulative weight of over 25k lbs) to California within a short 
window, during a pandemic, when I couldn’t be there to provide 
access for a visual inspection in advance of the move. Nevertheless, 
Theresa worked with me, selected Eddy as the driver and point 
person, who worked with Ernesto, Dan, and Caesar and they com-
muted 2 hours over three days to pack everything and load trucks 
(needed a small truck for apartment with the need to transfer onto 
semi), all the while having a backup truck at the ready in case we 
couldn’t fit everything, but they did, though it required using every 
square inch of the truck including loading a brass coffee table on 
the top bunk in the cab (which unconvinced the two-hour com-
mute back). Move in day (again with Eddy and Ernesto, but now 
with David, Ahmad, and Danny from LA) was a breeze, despite 
being in an isolated, hilly peninsula with narrow, windy roads. 
They nailed it, and Eddy is hands down the best and my favorite 
mover I’ve ever had! They're ethical, honest, transparent, folksy, 
fun, and protective. Words I’ve never used before when describing 
a moving company. 
-Lawrence

SUMMER 2021

TRACKS
Atlas® Service Is Appreciated

"Changes like these may require that 
you step outside your comfort zone, 
think creatively with an open mind, 
learn new skills, identify new options, 
understand customer needs, and 
create new solutions." 

“Change before you have to” said 
Jack Welch, the venerable leader at GE. 
When change is our new reality, how do we 
adapt and innovate in a world full of unex-
pected challenges? Certainly, changes can 
create opportunities, but who could have 
anticipated the changes to our professional 
and personal lives since early 2020? In the 
global employee mobility space, we have all 
been rocked by a shift in our businesses and 
face uncertainty.

In a long-term study of how change 
impacts people, Dr. Salvatore Maddi dis-
covered that most people are leveled by great 
change; only one-third thrived in change. 
Hardiness was the factor to thriving, and it is 
made up of three aspects. They are 1) accept-
ing that change is part of life, 2) optimism 
that you can take actions to improve your 
circumstances, and 3) having a sense of pur-
pose and meaning. Instead of asking what 
change means or why it happened, they strive 
to make sense of what they can do now that it 
has impacted them. 

In reflecting on the changes that 2020 
brought (and 2021 will bring), how do we 

adapt and respond to change successfully? 
Business will continue to evolve and trans-
form domestically and globally as companies 
figure out how to engage and manage their 
workforce —and how employee mobility will 
be best suited to enable success for their firms.

Pivot quickly when change happens 
because you’ve embraced that change 
is going to happen. Pause and take a 
breath while you examine and understand 
what is changing. As we look back at 2020, 
the mobility industry faced unanticipated 
challenges. The global pandemic and the 
resulting economic impacts could not have 
been predicted but were the change all of 
us faced. Relocations stopped or were post-
poned, companies adapted to a remote work-
force, and immigration and travel stopped. 
Changes like these may require that you step 
outside your comfort zone, think creatively 
with an open mind, learn new skills, identify 
new options, understand customer needs, 
and create new solutions. 

Practice effective decision-making 
with an optimistic perspective. Every 
decision involves choosing between an unfa-
miliar path or repeating a familiar one. Make 
a choice, knowing the risks and benefits, and 
move ahead. If it’s successful, celebrate! If it 
fails, learn why and what you can do differ-
ently going forward.

 › Define the problem/issue needing a deci-
sion and gather relevant information. 

 › Identify the options—several possible 
paths may arise, so consider them and 
brainstorm new alternatives to generate 
all possibilities.

 › Weigh the options—will the problem/
issue be resolved, how will it work (through 
to end), place the options in order of prior-
ity, choose what is right rather than what is 
acceptable or easiest.

 › Choose the option and act—implement 
and execute.

 › Test and review the effectiveness—if 
needed, reconsider and learn from what 
didn’t work well.

Try to anticipate what may come—
with a clear sense of commitment and 
purpose guiding you. Start with an eval-
uation of the current state—why do we do 
things this way and is there an advantage to it? 

Be open-minded and solicit others’ input 
to get multiple viewpoints and ideas. 

 › Evaluate data—it’s not the only thing to 
consider but may give needed insights.

 › Think strategically and long term, not in 
survival mode.

 › Identify trends and reconstruct them in a 
unique way to create innovative solutions. 

 › Act on the highest and best opportuni-
ties, not the cheapest and easiest. 

 › Focus on long-term growth and profit-
ability, not short-term profits. 

If we embrace change, prepared with an 
optimistic perspective, and with meaningful 
decision-making tools to help us, our lives 
and businesses can thrive in the changing 
tides to come. Let’s show them what hardy 
mobility professionals can achieve as we face 
into the future!
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S omewhere off a stretch of Interstate 
81 in Toms Brook, Virginia, it’s 
snowing. “I’ve never minded driv-

ing in snow,” Imlach Group Professional Van 
Operator (PVO) Ron Pieper says from the 
warm confines of his roomy sleeper cabin, 
“but I’m two years away from retirement—so 
these days I’m extra careful.”

At 65, Pieper has driven through mil-
lions of miles of weather since he got into the 
business at age 13, cleaning up the yards and 
sweeping floors at a moving company in Cal-
ifornia. Later, he’d start making runs with his 
dad, who drove a truck from 1968 until his 
passing in 2005. “I guess you could say I’m 

second-generation,” Pieper jokes with a grin. 
Eventually, he bought his own truck and 
became a PVO in 1978. 

But for all the weather Pieper’s seen, 
nothing could prepare him for the storm that 
came in 2020.

“I had a trip scheduled when everything 
was closing down in March and went right 
into the thick of it into the San Francisco 
Bay Area. It’s eerie when your normal com-
mute is two hours, but you can do it in 45 
minutes. Then I got into the city and there 
was no one on the streets.” He stares off for a 
few moments, recalling the imagery of ghost 
towns he’s traveled through since. “It was like 

something out of a science-fiction movie.”
While day-to-day duties didn’t change 

for Pieper, processes did. He was diligent in 
ensuring he and his crew monitored their 
health and temperatures for any symptoms 
and maintained heightened levels of sanita-
tion. Masks were worn in the cold of the East 
and the heat of the West, inside and out. Cli-
ents had to be quarantined in one room of 
the home, typically per their request, while 
crews performed the job at hand. For Pieper, 
that last one hurt the most.

“I’m a people person,” he says, “and the 
hardest thing is not having that contact with 
the customer and being able to build those 

Professional Van Operator 
Ron Pieper shares his point 
of view of life on the road 
as an essential worker.

Ron’s wife, Joy, has been riding 
with him for the better part of 
decade, which he says has been 
nice. When asked how she’s 
adapted, he says, “You mean how 
have I adapted!” Nestled some-
where alongside them is their dog, 
Boo. Ron calls his 11-year-old shel-
tie mix a cantankerous old gal and 
has one piece of advice to strangers: 
“Do not try to get in the truck!”

Ron says his feet can’t hit the floor 
properly if he doesn’t have his 
Nespresso® in the morning. On 
his favorite flavor, he says he goes 
for the Intenso because he likes an 
“intense cup of coffee.”

“I never leave home without my 
cigars,” says Ron. If someone were 
to draw a caricature of you, would 
a cigar be there? “Oh, absolutely.” 
Also, a good glass of Kentucky 
bourbon—after hours, of course.

Ron Pieper’s 
Essentials for 
Life on the Road A

PVO'S
POV

relationships face-to-face.” But Pieper gives 
a lot of the credit to those customers, saying 
their cooperation made a tough situation 
easier to navigate. The agency he works for 
also helped things go smoother, safely.

“Imlach Group and Atlas® Van Lines have 
been amazing—the entire team. But Vicki 
Imlach? God bless her. She went out and 
scoured the internet when PPE supplies were 
scarce and found them. Whatever we needed, 
she’d find it.”

Though the past year unfolded unlike 
any other as Pieper and his crews wondered 
with uncertainty what the next day would 
bring, he says an uptick of sorts started in late 
summer, and with that and the experience he 
had working throughout the pandemic, he’s 
found his rhythm again. 

On being an essential worker during a 
global pandemic, Pieper takes a moment before 
he speaks, stroking his silver beard pensively.

“It was humbling. You never look at your-
self that way, you know? You’re just out here 
to do a job and help people get through the 

second-toughest thing in their life (moving). It 
was scary there for a while, but then you start 
to feel a little bit like a hero. My mother was 
a healthcare worker, and I support all of our 
frontline workers putting their lives on the 
line. Being deemed essential along with those 
folks? There’s definitely a sense of pride there.”

It didn’t always feel that way, though, 
especially when traffic returned and “certain 
hand gestures” were being delivered from the 
cars below. 

“There was no applause for us like there 
was for others, but that’s OK—that’s not us. 
We’re a rare breed,” he says with a wisdom 
adopted only through years in the industry.

“My fellow brothers and sisters out there in 
the household goods industry, they’re one of 
a kind because they give up so much. We may 
not have been moving essential supplies to hos-
pitals, but we were moving people. Real people 
already going through the stressful experience 
of moving. I hope we were able to help them 
get through what the pandemic made an even 
more difficult time. I think we did.”

Pieper, being recognized as the 2016 American Moving & Storage 
Association (AMSA) PVO of the Year, pictured with his wife, Joy, 
and retired Atlas® Van Lines Director of Safety, Rick Kirby

AMPLIFIER • SUMMER '216



ATLASVANLINES.COMAMPLIFIER • SUMMER '21 98

guise of the agency so it feels like a seamless ex-
perience, with one touchpoint for transferees.

“The Agents love it because it feels we are 
truly an extension of their brand and culture 
rather than a completely separate entity,” says 
Nichols. “I look forward to showing them 
the amazing places we can go and helping 
them get there.”

For Jennifer Butler, Manager of Atlas 
World-Class Travel, the corporate connec-
tion is strong as well.

“Over 95% of what we do is corporate and 
relocation travel,” says Butler. "Our ultimate 
goal is to make things as easy as possible for 
all of our clients so they have someone to 
call when things aren’t going well or things 
change—as they have exponentially over the 
past year.”

While COVID-19 skewed much of 2020, 
a positive Q4 gave the product line managers 
hope. Armed with the lessons each learned as 
they pivoted and adapted to changing land-
scapes, their plans to move ahead formed.

For Thompson, she’s set her sights on im-
proving corporate client sales. Another Q1 
initiative is to rethink the “lump sum” corpo-
rate customer contracts.

“We're exploring how to build everything 
under one contract with the same pricing. 
We're also thinking about leveraging the ben-
efits of our Movr™ tool for transferees mov-
ing under those lump sum contracts for the 
first time to make Atlas® the one-stop shop,” 
says Thompson.

Beyer says he will continue to support the 
current military and GSA programs while 
helping Agents who want to grow in that 
space as well as forging ahead in the GHC 
initiative with Team ARC.

“I’ll strive to increase Atlas’ footprint in 
the military and GSA market sectors because 

but we don’t have it tied up in a neat bow. 
There’s room for evolution,” Thompson 
says. “I think with some good old-fash-
ioned knocking on doors and picking up the 
phone, we could bring in new business. My 
job will be to encourage and equip our sales 
force to do that.”

Outside these lines, Atlas® World Group 
subsidiaries Avail Move Management® and 
Atlas® World-Class Travel also provide sup-
port to Agents, clients, and the product man-
agers at the van line.

Jessica Nichols, Director of Avail Move 
Management, aids and advises the  Atlas® net-
work through transportation and relocation 
solutions that touch every product line. And 
as the Director of Pricing for Atlas, she’s able 
to collaborate frequently with the product 
line managers.

On the private client side is Avail’s pri-
vate-label customer service program, which 
helps Agents who are looking to grow business 
and need professional customer service sup-
port. The customizable program can fit into 
any agency’s culture and is done under the 

have greater alignment as an overarching 
team,” says Kathy Thompson, Corporate 
Client Product Manager/Senior Director, 
Contracts and Pricing.

For Beyer, whose grandfather was an Air 
Force mechanic, our service members’ needs 
are a high priority as he provides Agents with 
the knowledge, tools, and infrastructure 
to be able to successfully handle GSA and 
military DP3 shipments. This will become 
especially relevant as Atlas® competes for the 
Global Household Goods Contract (GH-
C)—a win he is optimistic about.

“I’m excited about our bid for the GHC 
contract, and I believe Team ARC brings 
technology and  solutions that haven’t pre-
viously existed in this space, giving us a com-
petitive advantage,” says Beyer.

Technology is something Private Client 
Product Manager Tiffany Eades is also ex-
cited about for her clients and Atlas sales-
people, especially with Atlas’ keen focus on 
web-based tools for Agent teams and the 
emerging “digital customer.”

“Customers are more educated these days 

A s a leader in corporate relocation, 
Atlas® Van Lines has always been 
robust with corporate clients. But 

as the industry landscape continues to shift, 
the need to increase its private client and U.S. 
military market share became a primary fo-
cus for the van line. So, Atlas®—realizing it 
would need subject matter experts in those 
areas who understood industry trends and 
best practices—came up with a solution: 
Create product line manager roles for each.

“The product management roles provide 
a focused approach to our core product lines 
and support the Agents handling them,” says 
Government/Military/409 Product Manag-
er Brad Beyer. “Having this expert focus 
allows Atlas to respond quicker to industry 
changes by providing our Agent network 
with the information and support they need 
to be successful.”

Since the implementation of the three 
new product manager roles—private cli-
ent, corporate client, and government/mili-
tary/409—the results and collaboration have 
been positive.

“The structure has been a first for us 
because, prior to these roles, you had one 
product line doing things in their own silo. 
By introducing this new process, we’ve 
discovered some incredible efficiencies and 

and will shop around for the easiest choice 
with the best technology,” says Eades. “From 
a sales perspective, the sales teams are no lon-
ger tied to six to eight appointments a week 
spread out to account for travel time. Now 
they can do that many appointments in a day, 
so it really does increase the odds of winning 
more private client business.”

Eades attributes her readiness for the pri-
vate client role as much to her diverse work 
history since leaving Atlas in 2005 as she does 
to everything she learned while working for 
Atlas the first time around.

For Thompson, her 40+ years at Atlas 
have also given her a unique perspective after 
working in various departments and learning 
the business from many sides. While Thomp-
son worked in rating and distribution for a 
time, her department lead helped her un-
derstand tariffs, which she says has been the 
most invaluable lesson.

“Tariffs and contracts is such a big por-
tion of the corporate client marketplace that 
it seemed like a natural segue for me to move 
into this role,” Thompson says.

Thompson’s involvement in the Pricing 
Reset initiative and knowledge of process 
makes her a useful resource for corporate cli-
ent sales—something she’s excited to dig into.

“Atlas is a leader in corporate relocation, 

these lines traditionally maintain consistent 
volumes during swings in the marketplace,” 
says Beyer. “That makes government traffic a 
great way to diversify.”

While she recognizes the promising trends 
in private client business, Eades also sees the 
challenges—but is ready to meet them.

“I always say that any time I see a chal-
lenge, I see an opportunity. And right now, 
Atlas has a great opportunity to grab a big-
ger part of the private client market share 
because people are still moving—something 
our migration study confirms,” says Eades.

Nichols shares Eades’ excitement, say-
ing, “Avail Move Management® is excited to 
grow private clients through our customer 
service program and by working with Tiffa-
ny. The entire Avail team is on board with 
the direction we are heading and is excited 
for the opportunities this will bring for our 
team and clients.”

For Atlas® World-Class Travel, Butler is 
diversifying with meeting and event plan-
ning. It currently handles events for Atlas® 
World Group and Agents, so the extension 
seemed a natural fit.

“We think people are excited to eventually 
come back together for in-person events, and 
we’re ready to take our expertise and knowl-
edge to our clients. When they’re ready to 
start gathering again, we’ll help them make it 
happen,” says Butler.

For 2021 and beyond, Butler succinctly 
echoes the group sentiment: “I’m excited to 
start the road to recovery. The pandemic has 
been a long-term challenge for our industry, 
but I look forward to connecting with clients 
again and seeing the volume we saw before. 
I’m hopeful for whatever the new normal 
will be and what challenges it brings that we 
can conquer as a team.”

FOCUS ON
WHAT YOU KNOW

CONNECTING
THE DOTS

PRESENT
CHALLENGES =

FUTURE
OPPORTUNITIES

Moving
the Lines
How product line managers 
across the Atlas® network are 
taking what they’ve learned and 
looking toward the future.

To learn more about Atlas® World-Class Travel, 
visit www.atlasworldclasstravel.com.

To learn more about Avail Move Management®,
visit www.availmm.com.

FEATURED IN THIS ARTICLE:

KATHY THOMPSON
Corporate Client Product Manager

BRAD BEYER
Government/Military/409 Product Manager

TIFFANY EADES
Private Client Product Manager
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RELOCATION VOLUME & BUDGETS
2020 was a challenging year for the relocation industry; 1 out of 3 firms 
responding say relocation volumes decreased overall. Among firms 
relocating employees internationally, nearly 40% saw decreases in 
international volumes last year. While almost half of respondents saw 
budgets increase in 2020, this was by necessity as companies responded 
to the additional challenges of the COVID-19 pandemic. Roughly 2 out of 
3 companies say the COVID-19 pandemic was the external factor that 
had the most significant impact on relocations last year. Even with the 
challenges of 2020, the outlook for 2021 is optimistic. Around half of firms 
responding expect increases in both overall and international relocation 

volumes, as well as in relocation budgets. 

DECLINED RELOCATIONS
6 out of 10 respondents say they had employees decline relocations in 
2020; around 1 in 3 say the number refusing relocation increased over 
the previous year. The reason for declining relocation was most often 
health concerns/illness/the COVID-19 pandemic both overall (52%) and 

internationally (44%).  

ECONOMY
Even though 1 out of 3 companies say their companies' financial performance 
worsened in 2020, and 1 out of 2 say the US economy worsened, half or 
more expect 2021 to be better on both fronts.

RELOCATION/ WORKFORCE MOBILITY
In 2020, around 1 out of 2 companies say the COVID-19 pandemic:

• Increased the complexity of relocation administration 
• Increased relocation costs
• Increased relocation policy changes
• Increased the difficulty of recruiting employees to relocate

Additionally, nearly 4 out of 10 say it reduced the number of relocations 
performed last year.

In 2021, while more than a third of firms believe the impacts of the COVID-
19 pandemic will remain the same as in 2020, more than 40% of firms 
believe the impact will be:

• Increased relocations 
• Increased complexity of relocation administration 
• Increased relocation costs
• Increased relocation policy changes
• Increased difficulty of recruiting employees to relocate

While the world pressed pause in 2020, companies juggled safety needs and 

the economic pressures of the pandemic to keep business going, even if the 

physical movement of talent slowed markedly. Although the world of work 

is projected to look different post-COVID, moving talent to the right places 

continues to be a priority. Companies indicate a readiness to be flexible, but 

persistent, in keeping their employees connected and working together. 

Creative arrangements and timetables for relocation continue, but the view 

for 2021 is a working world ready to get moving.

Atlas®

Corporate
Relocation
Survey

54TH ANNUAL

Atlas' annual Corporate Relocation Survey (now 
in its 54th year) captures a fascinating look into 
the COVID-19 pandemic's impact on the world of 
relocation. Invited via email, 420 decision-makers 
completed an online questionnaire between 
January 14 and March 1, 2021. Each respondent has 
responsibility for relocation and is employed by 
a company that has either relocated employees 
during the past two years or plans to relocate 
employees this year.

9 out of 10 firms responding made changes to relocation policy/programs due to COVID-19 
last year. The most frequent changes were:

9 out of 10 firms responding anticipate having to make additional changes to relocation 
policy/programs due to COVID-19 in 2021. The most anticipated changes are:

9 out of 10 firms asked relocation providers to perform additional services due to COVID-19.
The most frequent requests were:

For analysis, firms are categorized by size:

SMALL
Fewer than 500 salaried employees (32%)

MID-SIZE
500-4,999 salaried employees (35%)

LARGE
5,000+ salaried employees (34%)

More than half work in firms that relocate 
employees internationally.

COVID-19 "Pause" & Effect

Financial assistance for
COVID-related expenses

Financial assistance for
COVID-related expenses

Wear masks

Wear gloves

Perform COVID-19
exposure checks

Maintain social
distancing

Use hand
sanitizer frequently

Perform fever checks

Wear PPE

Increased flexibility
for relocation timelines

Increased flexibility
for relocation timelines

Offered virtual/remote
work assignments

Offered virtual/remote
work assignments

Delayed/postponed
relocations

Delayed/postponed
relocations

Expanded use 
of lump sums

Offering EBT or
short-term assignments

ADDITIONAL SERVICES

RELOCATION IN 2021 - READY TO RUN

RELOCATION POLICY

Scan to see more of 
our 2021 Corporate 
Relocation Survey
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With a tough year in the rear-view, 
and a mightier strategy in play for the 
future, the Atlas® team talks about 
how Vision 2025 is keeping their 
sights optimistically set on what’s to 
come—and how to get there.

F loat like a butterfly, sting like a bee? 
That’s great for the GOAT, but after 
the past year of innumerable twists 

and turns, Atlas® World Group had to be a 
little more deliberate.

“I can’t believe I’m going to use a Mike 
Tyson quote,” Atlas World Group Chairman 
and CEO Jack Griffin says with a laugh, “but 
when he said, ‘Everybody has a plan until 
they get punched in the mouth,’ it felt pro-
phetic and relevant to our marketplace. With 
nine subsidiaries and a dozen or so product 
lines with different customers, you have to be 
really nimble and flexible so when that punch 
comes like it did with COVID-19, you can 
jump back up and win the match.”

Thankfully, Atlas’ Vision 2025 strate-
gic plan was built to bob and weave against 
whatever’s thrown at it—even a global pan-
demic that affected the enterprise at every 
level imaginable.

Atlas® Van Lines President and COO 
Barry Schellenberg agrees with Griffin, 
saying adaptability is a cornerstone of any stra-
tegic plan.

“Your strategy needs to be flexible enough 
to encompass the changing environment. If 

you design it well up front and take the time 
to methodically go through the process, it will 
be specific but still neutral enough to allow for 
that necessary flexibility,” says Schellenberg. 

Schellenberg also points out that as the 
strategic plan has evolved from Vision 2018 
to Vision 2025, it’s become more focused as 
the Atlas® teams have learned the discipline 
of strategy design. Tactical executions against 
that strategy have allowed them to grow as an 
organization and a culture, especially as it re-
lates to being able to pivot.

For Ryan McConnell, Vice President 
of Strategic Planning at Atlas Van Lines, the 
evolution of the strategic plan after the pan-
demic will be a primary focus leading into 
2021 as Atlas, its Agents, and its subsidiaries 
react to its effect on the industry.

“Over the next few quarters of 2021, 
you’re going to see us taking a look at the 
Atlas Van Lines strategic road map in relation 
to what we’ve learned and push ourselves to 
where we want to go,” says McConnell.

One direction people across the organiza-
tion agree they want to lean into? Technology. 
And while Vision 2025 has five other strate-
gic priorities—Atlas Van Lines, Atlas® World 

Group International, Atlas Logistics®, Atlas® 
Van Lines Canada, and Cornerstone Relo-
cation Group®—with technology being the 
sixth, technological innovation is a com-
ponent that interlaces with all the others. 
Because, as Griffin keenly points out, “We all 
kneel at the altar of technology.”

From a strategic position, the adoption of 
new integrations and enhancements of Atlas’ 
technological solutions, like SimpliCity™, 
will be vital for success moving forward. Says 
McConnell, “One of the biggest changes for 
the household goods industry will be the 
utilization of technology in ways we haven’t 
been to stay ahead of that curve. Part of our 
strategy for Vision 2025 was to use the ar-
chitecture we created to go somewhere new. 
Technology coupled with process will take us 
to that next level.”

For David Smith, the new Chief In-
formation Officer for Atlas Van Lines, the 
process McConnell mentions is a top-line 
priority as he develops strategies to execute 
on Vision 2025 and improve systems for 
Agents, team members, and the emerging 
“digital customer.” 

“We need to better understand what we 
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It’s easy to fall 
prey to things 

happening in real 
time and lose 

focus, but if you 
have a strategic 

plan in place, 
you can always 
go back to get 
a big picture of 

forward-thinking 
movement.” 

"

JACK GRIFFIN

want the digital customer experience to be,” 
says Smith, “and the best way to do that will be 
to focus on understanding the business pro-
cess for our teams and our Agents so we can 
create those solutions. If anyone brings some-
thing to IT that they want us to develop, our 
first question should be ‘What is the business 
process? How do you want this to work?’”

When Smith came aboard, he made 
quick work of creating a 
one-page strategy sheet 
that had an image of a 
moving truck on it, with 
“strategy boxes” filling the 
back. When he presented 
it to leadership, Griffin 
asked, “Where’d you get 
the ideas for these boxes?” 

“From the Vision 2025 
plan,” Smith replied.

With a diverse organi-
zation such as Atlas World 
Group, which has nine 
subsidiaries and over 400 
Agents, collaboration is 
key to ensure that the plan 
works from top to bottom.

“This is bigger than me 
and the other members of 
leadership,” says Griffin. 
“It’s about everyone down 
to the smallest agency in a 
rural area. Those are the 
folks who fly our Atlas flag 
and promote our brand 
and service quality. We 
must remember that we are partners and to 
communicate with all members of our Agent 
family. We won’t always agree, but that’s not 
uncommon for passionate people who be-
lieve in what they are doing.”

Adds McConnell, “We know every 
member of our Agent family has an entre-
preneurial bone in every part of their body. 
They want to improve, and through this stra-
tegic plan, if they want to be a part of the glue 
that is Atlas, we’re giving them something to 
stand behind that allows them to be differ-

ent, to embrace that entrepreneurial spirit 
and blossom— as a collective family.”

Schellenberg, who is currently working 
on a Strategic Roadmap and Balanced Score-
card to distill and disseminate the Vision 
2025 mission across the network, says Agent 
input and collaboration is vital when design-
ing and executing the plan.

“It’s driven ownership from the Agent 
side because they’ve had a 
lot of input into the design 
of the strategy, which cre-
ates a powerful buy-in and 
allows us to deliver on the 
results more quickly,” says 
Schellenberg. “If we just 
say, ‘Here’s our strategy, 
execute it,’ it wouldn’t get 
done because there isn’t 
that sense of ownership 
on behalf of the Agent 
through those touch-
points we have with them. 
And we need that. We 
need them.

“At headquarters, we 
don’t pack things, do 
sales calls, or transport 
the goods. That’s all done 
through our Agents. They 
are our front line, our sales 
force, the ones who exe-
cute operations daily—we 
help them connect the 
dots and offer guidance,” 
says Schellenberg.

One way that input is gathered is through 
Strategic Planning Assessment (SPA) 
committees, specialized groups of Agents 
and other stakeholders who focus on var-
ious areas of interest that help direct and 
grow Vision 2025. President and CEO of 
Ace World Wide Moving & Storage® (24) 
Jason Steiner, whose family business has 
been with Atlas since 1964, is one of those 
Agents. Steiner sits on both the Logistics and 
International SPAs and says he appreciates 
the voice he’s been given.

“I was around when the Vision program 
was hatched in 2014 and have been involved 
since. My business as an Agent is pretty di-
versified, not with just household goods but 
logistics, crating, packing, and other trans-
portation. I think that diversified background 
helped me become involved and hopefully be 
a help to the development of the initiatives,” 
says Steiner. 

On how Vision 2025 has helped him as 
an Agent, Steiner is emphatic in its value as a 
businessperson. He looks to it as a guidepost 
for strategic action and as a way to align with 
Atlas and reduce friction costs—especially 
during the pandemic.

“Knowing that Atlas has a plan that we 
are following and that it’s constantly evolv-
ing—even during COVID-19—gave me 
confidence in what we’re doing and what the 
future could bring,” says Steiner.

Terri Palmer, a Principal and the Vice 
President of Account Services for Palmer 
Moving Services® (1641), agrees with Stein-
er. Palmer Moving Services joined the Atlas 
family three years ago because they saw the 
value of being an Agent in an Agent-owned 
network—a choice Palmer says has already 
paid dividends.

“Understanding the goals of Atlas Van 
Lines through Vision 2025 has helped our 

agency sharpen our long-term goals and posi-
tion ourselves to meet those with the support 
of Atlas,” says Palmer. “Being a part of the 
Atlas network under a vision that has met and 
continues to exceed changing customer needs 
has been encouraging. It’s definitely brought 
us a sense of confidence and security as we 
evolve and emerge from the pandemic and 
helped show us that we’ll come out on top.”

What are Steiner and Palmer both fo-
cused on as Vision 2025 unfolds? Once 
again, technology. 

“I’m very encouraged by the cutting-edge 
technology weaved throughout Vision 2025,” 
says Palmer. “Atlas is just so committed to 

technology throughout every layer, and 
whether it’s the customer portal, video sur-
veying, two-way texting—we know that it 
will provide great value for the entire Agent 
family to sell and win business in a tech-savvy 
marketplace.”

Commitment. Support. Communica-
tion. Growth. These are just a handful of 
things that will ensure the future success of 
Vision 2025, as long as perspective and focus 
are maintained.

“The challenge is to stay at 30,000 feet with 
a plan like Vision 2025,” says Griffin. “It’s easy 
to fall prey to things happening in real time 
and lose focus, but if you have a strategic plan 
in place, you can always go back to get a big 
picture of forward-thinking movement.”

After an encouraging end to 2020, Atlas 
World Group is well positioned to continue 
soaring operationally, financially, and, from 
a teaming standpoint, both at headquarters 
and on the ground. Says McConnell, “We 
finished 2020 pretty well from a van line per-
spective. It shows us that in five years, we are 
going to be in a great spot and be stronger for 
our Agents, our customers, and our team.”

From every perspective, the commitment 
to focus and willingness to be nimble will be 
imperative so Atlas is able to recognize and 
adapt to market changes and competitive 
disadvantages. As Vision 2025 evolves with 
those shifts, Atlas aims to make it crystal 
clear what the plan is, how it can be used to 
achieve objectives, and how those achieve-
ments will be made. Ultimately, the plan is a 
tool to get back on track when sidelines occur 
and to galvanize what the mission and vision 
are for everyone.

“Think of it like sports,” says Schellenberg. 
“The coach has a playbook, the quarterback 
has the plays written on his arm, and when he 
calls them out, it’s all things they’ve practiced. 
It’s all been designed and thought out—it 
isn’t on the fly because they’ve done it all. 
That’s the same thing we’re doing in build-
ing and evolving what is essentially the Atlas 
team’s playbook.”

“Think of it like sports. The coach has 
a playbook, the quarterback has the 
plays written on his arm, and when 
he calls them out, it’s all things they’ve 
practiced. It’s all been designed and 
thought out—it isn’t on the fly because 
they’ve done it all..."
BARRY SCHELLENBERG
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According to one of the nation’s leading movers, the 2020 Atlas® Van 
Lines Migration Patterns Study found that 23 U.S. states registered as 
balanced, meaning that moves in and out of the states were roughly 
equal; 12 states registered as outbound; and 15 states, in addition to 
Washington, D.C., registered as inbound. The data also conveyed a 
decrease in moves from 2019 to 2020. The company has conducted this 
study since 1993 to track the nation’s interstate (between states), cross-
border (U.S. to Canada only), and international (between countries) 
moving patterns annually as reflected in moves handled by Atlas®.

The 10 U.S. states with the highest percentage of outbound and inbound 
moves are listed in order below, with Idaho ranking as the study’s 
inbound leader for the fourth time since 2016. New York led the country 
in outbound moves in 2020, a designation it has held for two years in a 
row. This year, the state experienced its highest percentage of outbound 
moves since the study’s inception. 

Former balanced state Kentucky gained an inbound status for the first 
time since 2010, while California earned an outbound status for the 
first time since 1995. Minnesota and New Jersey also saw the highest 
percentages of outbound moves since 2014 and 2009, respectively. 
The year’s total number of interstate and cross-border moves in North 
America totaled 64,858 in 2020, down from 66,308 in 2019.

Atlas® World Group International conducted 
4,187 international household goods moves in 
2020, down from 7,821 in 2019 due to COVID-19 
restrictions around the globe.

United States
and Canada
Household Moving
Migration Patterns

U.S. INBOUND U.S. OUTBOUND

Idaho  

North Carolina 

Maine

New Hampshire

Alabama 

District of Columbia

New Mexico

Nevada 

Alaska

Kentucky 

New York

Illinois

New Jersey

Louisiana

West Virginia 

Nebraska

Minnesota

Indiana 

California

Iowa 

Prince Edward Island

Nova Scotia

New Brunswick

Newfoundland and Labrador

Saskatchewan

Manitoba

1. Japan

2. South Korea

3. Saudi Arabia

4. Germany

5. United Kingdom

6. Bahrain

7. Italy

8. China

9. Colombia

10. Philippines

1. Japan

2. South Korea

3. Germany

4. United Kingdom

5. Canada

6. Turkey

7. Israel

8. Italy

9. China

10. Saudi Arabia

66%

65%

62%

62%

61%

60%

60%

60%

59%

58%

66%

63%

61%

60%

60%

58%

58%

58%

57%

56%

80%

55%

50%

100%

91%

64%

CANADA INBOUND

CANADA OUTBOUND

TOP 10 INTERNATIONAL

ORIGINS DESTINATIONS

OUTBOUND BALANCED INBOUND

Over 55% of total shipments
moving out of the state

Over 55% of total shipments
moving into the state

Inbound and outbound
individually represent 55%
or less of total shipments

Yukon

Alaska

Hawaii

Scan to see more of 
our 2020 Migration 

Patterns Study
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Get to know the face behind your 
move with a CSR Profile

We've all come to realize the importance of 
connectivity—especially when it comes to 
keeping track of your move. That’s why Atlas® 
has continued to improve the technology 
used by our network. Communication and 
peace of mind for customers remain critical 
elements to a successful move, so a new Cus-
tomer Service Representative (CSR) Profile 
feature has been made available through the 
Atlas® Customer Portal. Like the previously 
rolled-out Professional Van Operator (PVO) 
Profiles, a CSR Profile provides information 
about the CSR who is managing a custom-
er’s move, such as their name, bio, and photo. 

“Relocating is one of the top stress-in-
ducing events in life. We want to do anything 
we can to ease stress for our transferees and 
provide them with an excellent moving expe-
rience. Not only does the Atlas Customer 
Portal provide a 24-hour resource for cus-
tomers, but I’m excited to see the PVO and 
CSR Profiles there so our transferees can 
associate a name with a face. The ability for 

customers to get to know the people who 
are making their move happen eases tension 
and adds to the overall relocation experi-
ence.” —Daniel Ozbun, Founder and Chief 
Opportunity Officer, Daniel’s Moving and 
Storage, Inc. (875).

Provide feedback to better your 
move with Status Checks

Atlas® is always striving for excellence in 
customer service, and now customers can 
help by using the new Status Checks fea-
ture. Here’s how it works: Before their move 
begins, a customer is given the option to opt 
in to receive text messages that will prompt 
them to provide feedback during up to four 
key checkpoints during their move—after 
survey, packing, loading, and final delivery. 
That way, the customer is able to quickly 
send feedback about their experience of these 
pivotal moments as they occur. 

“Status checks allow our customers to 
give us real-time feedback while their move 
is happening so we can make adjustments 
as needed to better their experience,” said 

Jessica Greenhalgh, Senior Manager, Cus-
tomer Experience, Ace Relocation Systems, 
Inc. (62). “Getting this information earlier 
in the process can be the difference between 
a customer being satisfied enough to use our 
services again or choosing to go another route 
when it comes time for their next move.”

It’s nice to have options. For this reason, 
Atlas allows customers to choose whether 
they opt in to status checks or not. “By no 
means is it required to opt in, and custom-
ers always have the option to do so at a later 
time by visiting the Customer Portal,” adds 
Greg Klott, Director of Client Services, 
Alexander’s Mobility Services (207). “Even 
if they don’t opt in to status checks, they can 
still let us know about their experience after 
their shipment is delivered. We love that our 
transferees can tailor their communication 
preferences to what feels most comfortable 
to them.”

Pandemic or not, today’s customer is 
a digital one, and Atlas will continue to 
implement features like the ones above to 
ensure our customers get the best moving 
experience possible. 

TEAMMATES IN MOTION

With a background in the security sector 
and project management, Draper has gained 
experience in the industry that equips her to 
oversee security and data at the Atlas® World 
Group level. She began her career with a finan-
cial institution, where she implemented the 
company’s first cybersecurity program. Fol-
lowing Draper’s influential 17 years there and 
her security work with other organizations, 
she was interested in a more global role. As 
Chief Security Officer, she’s excited to build 
a mature security and privacy program under 
the National Institute of Standards and Tech-
nology framework in collaboration with Chief 
Information Officer David Smith. Draper is 
focused on providing global guidance and 
resilience to the Atlas® network by incorpo-
rating business continuity plans, business 
impact analysis, disaster recovery planning, 
and business resumption planning under one 
umbrella. The ever-changing threat landscape 
requires constant adaptation, and Draper’s 
three-year strategic privacy and security road 
map will enrich Atlas’ security management 
program moving forward.

Smith joins the Atlas® team with experience 
in engineering and finance. He launched his 
career doing technology automation and  pro-
cess engineering with RR Donnelley & Sons. 
After relocating for various jobs, Smith seized 
the opportunity to move back to Evansville, 
IN, where he worked with Card Management 
Corporation, LLC as the Chief Information 
Officer. His next career transition landed 
Smith at OneMain Financial, then known 
as American General Finance, Inc., where he 
concentrated on application development, 
project management, quality assurance, and 
business intelligence, leading a 400-person 
team before accepting the CIO role with 
Atlas. Assuming this position in March 2020, 
he is tasked with both strategic and tactical 
work. In crafting a strategic road map, he will 
give Atlas’ vision direction. He aims to foster 
a collaborative technological relationship and 
to focus on Atlas’ priorities—the applications 
only Atlas can deliver. Smith’s work with 
Stacy Draper has been goal-oriented and sup-
portive, and he plans to ensure information 
technology is in lockstep with the organiza-
tion in 2021.

After serving the Atlas® Van Lines Canada 
team for over 30 years, Haladay was promoted 
to President and Chief Operating Officer of 
Atlas Canada in October 2020. He joined the 
industry following time as a signalman in the 
Royal Canadian Navy and has since held an 
array of positions in the company. For years, 
Haladay has enjoyed the opportunity to form 
relationships with customers and employees 
across the country. His goal as a leader is to 
maintain this engagement and act as a steward 
for stockholders as he secures Atlas Canada’s 
future. Though the COVID-19 pandemic 
precipitated very difficult business decisions, it 
also fostered a rise in migration rates. Haladay 
is optimistic this growth will continue into 
2021. Unified by their strategic objectives and 
positive messaging, Haladay and his team will 
transition Atlas Canada’s operating system 
to AtlasNet®. He’s eager to install this strong 
operational base to better support Canadian 
Agents and customers in 2021. 

“I’m looking forward to 
implementing a strategic privacy 

and security road map, growing the 
program, and adjusting it to adapt to 

the evolving threat landscape.”

“Technology doesn’t stand alone—
it’s an integral part of everything 
we do. With our priorities set, we 
will adopt a more collaborative 

mindset toward technology.”

“By the end of 2021, we will ensure 
all front-facing applications for 

Agents and staff are on AtlasNet®, 
enhancing our efficiency and 

service for all.” 

Stacy Draper
CHIEF SECURITY OFFICER

ATLAS® VAN LINES

David Smith
VICE PRESIDENT & CIO

ATLAS® VAN LINES

Fred Haladay
PRESIDENT & COO

ATLAS® VAN LINES CANADA

Connecting
to Customers
With New
Features
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Next Destination:
Retirement

Nancy Priebe, Vice President of Human Resources for Atlas® World 
Group (AWG), began her journey with Atlas® Van Lines in November 
2004 with 25 years of HR experience already under her belt. In her 
role as Director of Human Resources, she was responsible for devel-
opment and administration of all HR plans, programs, and policies 
and ensured compliance with various programs. Just two years later, 
Priebe was appointed to her current role, taking on 
additional responsibilities for all AWG companies.

In reflecting on what her time at Atlas® has 
meant to her, Priebe says, “Being able to grow 
the HR department to support the AWG orga-
nization has been very fulfilling. Over the years 
we have merged from separate companies 
with their own benefits plans and policies to 
a cohesive approach that makes it easier for 
employees to transfer from one business 
unit to another. The HR team has also 
built a robust training platform and has 
recently rolled out enhanced succession 
planning and leadership development 
processes —it is great to see the orga-
nization continue to develop its 
people resources to be prepared for 
future opportunities.”

Throughout her career in HR, Priebe became a member of var-
ious professional societies, including the Evansville-Area Human 
Resource Association, Inc., the Tri-State Business Group On Health, 

Society for Human Resource Management (SHRM), WorldatWork, 
and the Human Resources Professionals Association (HRPA) in 
Canada. These affiliations only helped to mold her contribution 
to Atlas.

“Nancy has brought years of valuable expertise to the Atlas team. 
She is a true human resources professional whose leadership, expe-

rience, and integrity has greatly 
benefited our company,” said 

Jim McMurray, Senior Vice 
President and General Counsel, 

Atlas World Group. “Upon her 
retirement, she will leave with us 

an impressive career and a stamp of 
excellence that will continue to be an 

asset to Atlas.”
“I am grateful to have been a part 

of the Atlas family and round out my 
working career with a company focused 

on growth of the organization and of its 
employees,” Priebe adds. “I wish the entire 

Atlas organization—our employees, Atlas 
Agents, and PVOs—much continued success 

in the future.” 
In her retirement, Priebe looks forward to 

taking a break from constant technological connection, enjoying the 
upcoming spring weather, and eventually tightening up some travel 
plans once COVID-19 has declined.

21

An Evansville native, Steve Hermann kicked off his 
very successful career with Atlas® Van Lines in 1978 
in Household Goods Operations, seizing the oppor-
tunity to return to his hometown for work. In 1981, 
he started as a recruiter in Agency Development. Six 
years later, Hermann became Director of Commercial 
Truckload and in 1996 was promoted to Assistant Vice 
President of Operations. In 2009, he assumed his most 
recent role as Vice President of Agency Development.

Why stick around for so long? “I found the culture 
and working environment to be top-notch,” Hermann 
says. “It kept my interest from the type of service we 
provided to the work I enjoyed most, recruiting Agents 
for our national network. I will cherish the memories 
of traveling on the Atlas® plane, attending hydroplane 
races, and learning the business from great teachers.”

Through the years, Hermann has been a strong 

contributor as part of the Senior Leadership 
team at Atlas. “Steve’s wealth of knowledge of 
the industry and strong relationships will be 
greatly missed,” said Barry Schellenberg, Pres-
ident and COO of Atlas Van Lines. “His years 
of service, hard work, dedication, and strong 
character have built a legacy and set an example 
for others to follow. We will be forever grateful for 
his accomplishments.”

What now? Says Hermann, “Even in my 
retirement, I am excited to see where Jack 
Griffin and Barry Schellenberg are taking 
the company with acquisitions and 
sound management. As for me, it’s 
time now to enjoy my large family 
and grandkids.”



ATLASVANLINES.COMAMPLIFIER • SUMMER '21 2322

For the last eight years, Hampton Roads 
Moving and Storage (1083) has participated 
in sponsoring Wreaths Across America, an 
organization whose mission is to Remember 
our fallen U.S. veterans, Honor those who 
serve, and Teach children the value of free-
dom. Each December, this mission is carried 
out through wreath-laying ceremonies taking 
place at over 2,100 locations in all 50 U.S. 
states, at sea, and abroad. 

With the help of Professional Van Opera-
tors James Blankenship and Steven Meyer, 
Hampton Roads Moving and Storage has 
delivered multiple trailer loads of wreaths 
to national cemeteries in Virginia, including 
Arlington National Cemetery, along with 
cemeteries in North Carolina, Indiana, Ken-
tucky, and Florida. 

Hampton Roads offers more than just 
transportation support to Wreaths Across 
America, though. Founder Don Queeney, 
along with Meyer, has become a liaison 
for the organization and educated fellow 
movers about the mission of Wreaths Across 
America. On top of that, monetary dona-
tions have been made to support Freedom’s 
Cadence, a fundraising group spearheaded 
by an 11-year-old girl with a goal to make sure 
every veteran buried at Yorktown Cemetery 
is honored with a wreath. And, as a gesture 
of appreciation to their relationship with 
Atlas® Van Lines, Hampton Roads Moving 
and Storage donated $1,500, enough for 100 
wreaths, for the 2020 ceremony at Oak Hill 
Cemetery in Evansville, IN, where Atlas®  
is headquartered. 

“We are privileged to serve a lot of military 
families in their relocations, and we have a true 
admiration and respect for what they do,” 
said Chad Queeney, Vice President, Hamp-
ton Roads Moving and Storage. “We’re 
proud to support Wreaths Across America 
and their mission of Remembering, Honor-
ing, and Teaching. We know we wouldn’t be 
where we are today without those who have 
made the ultimate sacrifice for this country, 
so it’s important to us to pay our respects in 
whatever way we can.”

Slater Transfer and Storage was voted Best 
Moving Service for 2020, taking Silver Place 
in Las Vegas’ “Best of Las Vegas 2020” con-
test. Despite a pandemic, the 2020 contest 
was the largest in its 39-year history as well 
as the first in which moving services was 
included as a category. According to Best of 
Las Vegas, “In 2020, Best of Las Vegas expe-
rienced the largest number of businesses 
competing and the largest number of nomi-
nations received…nearly double compared to 
the 2019 contest.” Voting began September 
1 and concluded on September 30 with over 
1.8 million ballots submitted and 5.6 million 
votes cast in over 350 categories.

While Slater clearly offered award-win-
ning service to their customers last year, 
they also diligently continued their com-

munity outreach efforts. All three Slater 
Transfer and Storage locations are involved 
with Move For Hunger™, a nonprofit orga-
nization that has embraced working with 
the household goods moving industry to 
reduce food waste and fight hunger. Addi-
tionally, the St. George, Utah, location has 
assisted with moves for the Dove Center, a 
local agency that provides safe-shelter, crisis 
intervention, and prevention for clients who 
have been victimized by domestic violence 
or sexual assault. 

“At Slater, we have a plaque in each 
office location that reads ‘Every Customer 
Deserves a Perfect Move,’ and we believe 
charitable organizations in our community 
deserve the same level of service,” said Craig 
Slater, CEO of Slater Transfer and Storage. 

“It’s important to us stay involved in the 
communities we serve.”

Delivering top-notch solutions for both 
customers and communities is at the top of 
Slater Transfer and Storage’s priority list, and 
that dedication has been recognized by the 
greater Las Vegas area and by the Atlas® family. 

Agents and
the Industry

Hampton Roads Moving and Storage 
Moves Wreaths Across America 

Slater Transfer and Storage 
Voted Best of Las Vegas

To learn more about the Dove Center, 
visit www.dovecenter.org.

To learn more about Move For Hunger, 
visit www.moveforhunger.org.

To learn more about Wreaths Across America, 
visit www.wreathsacrossamerica.org.
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ATLAS ASSOCIATE
Farrell Allsup

Roger Babbitt

Meredith Baggett

Steve Bailey

Theresa Banta

Ed Bean

Dave Blackburn

Richard Bland

Ron Bowman

Rick Brimley

Carroll Brittell

Frank Budd 

Clyde Byrne

Jennifer & Keith Campbell

Joel Cohen

Melissa Compton

Scott Coyle

Larry “Doc” Criqui

Joan Duggan

Fred Falla

Michael Fazio

Bonnie FirstRaised

Melanie Freeman

Thomas W. Hoffa 

Jim Hough

SERVICE MEMBER (RELATIONSHIP)
Clayton Mounce   (Son-in-law)

Kevin Lacy   (Brother-in-law)

Wesley Ruedlinger   (Nephew)

William B. Bailey   (Son)

Neil S. Banta   (Son)

Jessie Bean   (Son)

Robert Joseph Blackburn  (Son)

Elliot Timms   (Nephew)

Ronny Bowman   (Nephew)

Rich Bowman   (Nephew)

Don Allred   (Son-in-law)

Colten Powell   (Grandson)

Clayton Powell   (Grandson)

Steve Budd   (Nephew)

Brian Cummings   (Stepson)

James A. Hicks   (Son/Stepson)

Michael A. Hicks   (Son/Stepson)

Aaron Pierce   (Nephew) 

Josiah Cavanaugh   (Son)

Active Reservist

Brett D. Criqui   (Son)

Andrew Duggan   (Son)

Ryan DeCoste   (Grandson)

Robert Szeligowski   (Nephew)

Jason Szeligowski   (Nephew)

Astacia Anderson   (Daughter)

William J. Freeman   (Brother)

Keith W. Hoffa   (Son)

Jeff Hough   (Son)

ATLAS ASSOCIATE LOCATION
Daze Transfer & Storage, Inc. (0723)

NMS Moving Systems, Inc. (1533)

Avail Move Management

Nelson Westerberg (1517)

Ace Relocation Systems, Inc. (0062)

Ace Moving & Storage, LLC (1406)

Van Operator, DMS Moving Systems (0800)

Atlas Logistics

Lee Moving & Storage, Inc. (1317)

Mountain States Moving & Storage Co., Inc. (1451)

Ace Relocation Systems, Inc. (0075)

Myers Transfer & Storage Systems, Inc. (1450)

Ace Relocation Systems, Inc. (0015)

Smith Dray Line & Storage, Inc. (2273)

Metropolitan Van & Storage, Inc. (1418)

Atlas Logistics

Ace Midwest Moving and Storage (0191)

Kansas Van & Storage, Criqui Corporation (1286)

Atlas World Group Headquarters

Falla Cartage & Movers Ltd. (8570)

Nelson Westerberg (1523)

Discover Moving & Storage, Inc. (0539)

Advance Relocation Systems (0059)

Collins Brothers Moving Corp. (0547)

Ace Relocation Systems, Inc. (0066)

Keep our servicemen & 
women in your heart.
The entire Atlas® family wishes to express gratitude and appreciation to the courageous men and women who serve  
our country in the armed forces. In particular, we ask you to keep the following employees and members of our agent 
families in your thoughts and prayers.

ATLAS ASSOCIATE
Kelly Howard

Amanda Jillson

Mary Johannes

Patrice Jones

Pat Kelly

Audrey Kingsland

Teresa Kintop

Jane M. Kiser

David Ledford

Brandy Lumbert  

John Lutwyche

Shannon Martin

Annie Mejias

Jack Mier

Tammy Miller

Patricia Miranda

Frank Moreno

Imelda Navasca

Ken Niesner

David Olson Sr.

Dennise Pasichnyk

Beverly Rockhold 

Ginny Royer

Tim Ruddle

Theresa Russell

John Scott

Stephanie Shelton

Chris Shipp

Lynn Skillman

Rex Stierhoff

Tammy Teague

Monique Tennison

Sue Tonkel

Steve Warner

Tammy Warrick

Cindy & Barney Wint

Belynda Woodruff

Debbie & Robert Wright

Angela Zuke

SERVICE MEMBER (RELATIONSHIP)
Wayne Howard   (Husband)

Zachary Scott   (Nephew)

Kirk Linder   (Nephew)

James Hobby III   (Stepson)

Dawn Link   (Daughter-in-law)

Justin Casey   (Son)

Kenneth Clifford Montross   (Cousin)

John Kintop   (Husband)

Kyle M. Kiser   (Son)

Mark Ledford   (Brother)

Nick Lumbert   (Husband)

Bryan Lampinen (Son-in-law)

Michele Mathews   (Sister)

Mason Cruz   (Son)

Jack A. Mier   (Son)

Virgil I. Ebrecht Jr.   (Brother)

Jose Herrera   (Son-in-law)

Alex Trinidad   (Nephew)

Tracy Otto   (Sister)

Jason Weintraub   (Brother-in-law)

Joshua Weintraub   (Nephew)

Melissa Rieger   (Granddaughter)

David Olson Jr.   (Son)

John Pasichnyk  (Son)

Jared Mount   (Son)

Joshua Mount   (Son)

Jason Royer   (Son)

Jason Hendrix   (Son-in-law)

Justin Mayer   (Stepbrother)

Steven Washechek   (Brother)

Justin Scott   (Son)

Kristopher Scott   (Son)

Stephen Johnston   (Son)

Kyle Walts   (Nephew)

Nicolas Mello   (Nephew)

Matthew O’Malley   (Niece’s Husband)

Jacob T. Stierhoff   (Son)

Nick Lumbert   (Son-in-law)

Starr Love-Phillips   (Niece)

Nichalos A. Tucker   (Son-in-law)

Timon Davis   (Son)

Joshua Shaw   (Nephew)

Jesse Woods   (Nephew)

Barry Woodruff   (Husband)

Lacie Barela   (Daughter)

Trevor Olsen   (Son)

ATLAS ASSOCIATE LOCATION
Guardian Storage, Inc. (1012)

Atlas World Group Headquarters

Reads Moving Systems of Florida, Inc. (1724)

Daze Transfer & Storage, Inc. (0723)

Alexander’s Mobility Services (0207)

Cornerstone Relocation Group, LLC

Ace Relocation Systems, Inc. (0062)

Atlantic Relocation Systems (1148)

Ace Moving & Storage, LLC (1406)

Imlach & Collins Brothers, LLC (1132) 

Van Operator, Nelson Westerberg (1505)

Ace Relocation Systems, Inc. (0062)

Collins Brothers Moving Corp. (0547)

Van Operator, Imlach Group (1130)

Atlas World Group Headquarters

Ace Relocation Systems, Inc. (0062) 

Ace Relocation Systems, Inc. (0066) 

AWG International

Specialty Moving Systems, Inc. (1811)

Atlantic Relocation Systems (1148)

Santiego Worldwide, Inc. (1808)

Guardian Relocation of Ohio (1111)

Ace Moving & Storage, LLC (1406)

Reads Moving Systems of Richmond, Inc. (1701)

Roush Moving & Storage, Inc. (1773) 

Atlas World Group Headquarters

Atlas World Group Headquarters

Ace Relocation Systems, Inc. (0025)

Discover Moving & Storage, Inc. (0539)

Superior Mobility Services, LLC (1902)

Imlach & Collins Brothers, LLC (1132)

Ace Relocation Systems, Inc. (0062)

Guardian Relocation, Inc. (1040)

Warners Moving & Storage (2144)

Ace Relocation Systems, Inc. (0043)

Financial Planning & Reporting / Atlas Terminal, HQ

Ace Moving & Storage, LLC (1406)

Atlantic Relocation Systems (1427)

Atlantic Relocation Systems (1038)
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For more information on Atlas® and our services, visit atlasvanlines.com
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2021 Calendar
April-December

MAY

JUNE

JULY

AUGUST

SEPTEMBER

OCTOBER

NOVEMBER

DECEMBER

Good Friday Canada offices closed
Atlas Forum Canceled

18–20
24–26

24
24
31

2

7-9

6
9–12

12–14

22-24

11 
13-16

20–22 

3-5
25
26

24-25
26

1
4

2

Institute for Supply Management Conference Virtual Event
Worldwide ERC Americas Mobility Conference Hilton San Francisco Union Square
American Alliance of Museums (AAM) Annual Meeting & Museum Expo Virtual Event
Victoria Day Canada offices closed
Memorial Day U.S. offices closed

American Alliance of Museums (AAM) Annual Meeting & Museum Expo Virtual Event

Labor Day U.S. offices closed
2021 SHRM Annual Conference & Expo Las Vegas Convention Center, Las Vegas, NV
Canadian Employee Relocation Council (CERC) Conference
Delta Hotel and Convention Centre, St. John’s, Newfoundland
BRAVO Boosting Recognition of Atlas Van Operators

Thanksgiving Day (CAN) Canada offices closed
59th IAM Annual Meeting & Expo Hyatt Regency, Orlando, FL
Worldwide ERC Global Workforce Symposium Hyatt Regency, Chicago, IL

Atlas World Group Convention JW Hill Country, San Antonio, TX
Thanksgiving Day U.S. offices closed
Black Friday U.S. offices closed

Christmas Eve & Christmas Day U.S. offices closed
Boxing Day Canada offices closed

Canada Day Canada offices closed
Independence Day U.S. offices closed

Civic Holiday Canada offices closed


