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Business Process Manager
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Account Manager
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Program Manager

1997
Relocation Specialist

Career Path
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Executive Vice President

2013
Vice President of Operations

2008
Director of Client Services

& Operations

Career Path



Aires Overview
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• 36-year History
• Flat organization structure

• Stable leadership (average 17 years)

• Organic growth

• 487 Employees

• Independent – Singular Focus

28,000 Families
Moved in 2016

Families
Moved
Families
Moved

Global
Footprint
Global

Footprint

Midsize
in Relocation Market

Small Large

RevenueRevenue
Services
Provided
Services
Provided



Aires Global Business Activity

26%
EMEA

63%
Americas 11%

APAC

70%

30%

US Domestic International Global Percentages based on Destination



Global S t ructure

American International
Relocation Solutions, LLC (Aires)

• Pittsburgh (HQ and CRO)
• Danbury, CT – NERO
• Houston, TX - GCRO

• Dallas, TX (DFWO)
• Huntington Beach, CA

(WCRO)
• Remote & Onsite Staff

• London
• Hong Kong
• India
• China (WFOE)
• Remote Staff

• Singapore
• Dublin



Service Offerings
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Corporate Services

Policy Review and Development

Total Program Management

Real Estate Services

Expense Management

Move Management

Risk Management and Insurance

Reporting

Assignment Management

Compensation Services

Corporate Services

Policy Review and Development

Total Program Management

Real Estate Services

Expense Management

Move Management

Risk Management and Insurance

Reporting

Assignment Management

Compensation Services

Family ServicesFamily Services

Destination and Settling In Services

School Search

Temporary Housing

ReloNet® Auto Update

Immigration

School Search and Registration

Departure Services

Household Goods Moving

Cross Cultural and Language Training

Mortgage Solutions
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people. process. technology.

2
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people • process • technology

Technology
An Aires Differentiator



Internal Technology
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ASSIST Dashboards and Managers’ ASSIST
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Full Suite of Technology Solutions
Self Service Full Service
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Career
Lifecycle
Solutions

Concierge Service
High Touch
Executive / VIP

Affinity
EE Self-Serve

The Mobile
Employee
Lifecycle

New Grad
Lump Sum

Non-Traditional
Commuter
Rotational

EBT

Manager
Full Service-Self Service



Lump Sum &
Self-service

Tools

EBT Tracking



ReloNet Overhaul



Technology Trends
And the Mobility Industry



Financial

Consistent and centralized
billing and reporting
(Tax & Payroll)

Compliance

Country requirements
Business Travel Policy
Duty of Care

Quality

Property quality,
furnishings

Safety

Personal safety, theft,
loss/damage of property

Alternative Temporary Housing
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Virtual Services

20%

Virtual HHG Survey

Automated Valuation
Model (AVM)



CONs

• No relo component
(marketing or forecasting
adjustment opportunities)

• No human experience
• Short history on product
• Not used to replace ERC
• Value differences vs.

Relocation Appraisals

PROs

• Inexpensive (<$20)
• Fast
• Algorithm based
• Based on different modeling

methods (15 for one product)
• Some AMC’s already using

purchased or homegrown
• Lenders have used > 5 years
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Uber Freight

65%
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So what…..no what?



Customer experience is the new battlefield



How do we
Measure success?



• High Speed of Response
• Mobile Experience
• Extended Support Hours
• No Hidden Fees
• Omnichannel Customer Service
• Possibility to Monitor Communication
• Cooperation with Brands
• Self-service Tools



Of shopping carts are abandoned right

before the transaction its completed.

Suitable for all categories

*NOTE: THIS PAGE NOT BROKEN, YOU CAN PLAY THE ANIMATION

Customer experience is your customers’ perception of
how the company treats them. These perceptions

affect their behaviors and build memories and feelings
and may drive their loyalty. In other words: if they like

you and continue to like you, they are going to do
business with you and recommend you to the others.



put your “Whatever you do, do it well. Do it so
well that when people see you do it, they will
want to come back and see you do it again,

and they will want to bring others and show
them how well you do what you do.”

- Walt Disney

“People don’t always remember what you
say or even what you do, but they always
remember how you made them feel.”
- Maya AngelouInfographic

“Businesses often forget about
the culture, and ultimately,

they suffer for it because you
can’t deliver good service

from unhappy employees.”
- Tony Hsieh

“You’ve got to start with
the customer experience

and work back toward
the technology, not the

other way around.”
- Steve Jobs

589%

Growwel Training

"Get closer than ever to your
customers. So close that you tell

them what they need well before
they realize it themselves."

- Steve Jobs

“The future of communicating with
customers rests in engaging with
them through every possible
channel: phone, email, chat, Web,
and social networks.”
- Marc Benioff



T h a n k

You
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