Moving To New York

Experts Make Relocation

BY DAVID J. KNIGHT

U rgency sets relocation apart from
everyday residential real estate

brokerage. An individual seeking relo-
cation services often has an infinitely
greater sense of immediacy and seri-
ousness than the native New Yorker
shopping foranew place tolive,

The pressures facing a “wansfer-
ee” or newcomer can be enormous.
The anxieties of beginning a new job,
perhaps with a new company and
commonly in a city that the transferce
knows little about, is just the tip of the
iceberg. Worries over whether a
spouse and children can adapt; poten-
tial language or cultural barriers; and
concerns over the lifestyle, friends,
family and comlfons one is leaving are
common and can often lead o a
tremendously traumatic experience.
Add to this the complexities of the
New York metropolitan area on an
average day (abundantly stressful even
for us die-hards who know Grand
Cenwral Station from the Grand
Central Parkway), and its a wonder
thatanyone would ever relocate atall!

What is the most important com-
ponent of a successful relocation? The
answer lies first and foremost with the
relocation broker. Unlike the tradition-
al real estate broker whose job is to
unite buyer with seller or tenant with
landlord, a genuine relocation broker
provides a far greater array of services.
For example, the relocation broker
becomes more intimately involved
with the day-to-day life of the clientand
their family over the entire course of the
move. This relationship begins long
before they ever leave their home city
and can potentially last months and
months alter the last box is unpacked
(and in many casesbeyond!).

Manageable

Rare is the person that requires
and expects nothing more than finding
and moving into a new home. Most
clients feel more secure being able to
wirn to one source 1o provide helpwith
the entire moving process including
the movement of houschold goods,
finding interim housing, destination
services, home sale assistance, and
property management,

A good relocation broker ought
to be flexible with the services he/she
provides to a client. The concept of
relocation service can be asgeneral or
as intensely specilic as required. A
"pre-assessment interview" allows
the broker proper insight into the
extent of services that might be need-
ed. ltis during the interview, that the
relocation specialist is able 1o evalu-
ate crucial factors including family
status, social involvement, special
interests, and housing allowance
limitations versus current lifestyle, to
determine the extent of services that
will be needed. The broker will assist
the transferee (and family) in learn-
ing more about their new city as a
place 1o live and werk. To many,
moving to a new, strange city can be
highly stressful and a source of frus-
tration and anxiety. Counseling ses-
sions should be offered 1o helpallevi-
ate any fear or misgivings the cliemt
may have. [tis often helpiul as well,
to direct transferees to specific pro-
fessional and social support organi-
zations upon theirarrival,

| founded DJ Knight & Company
in 1987 with the goal of transcending
the relocation services provided by
traditional residential brokerage
firms. Having relocated numerous
times mysell — to London, Caracas,
Geneva and Houston — | became
quite aware of the many components
that come to bear on a positive reloca-
tion experience. Each subsequemt
return home to Mew York made me

particularly sensitive to the needs of
newcomers in acity unlikeany other.

With these needs in mind, D]
Knight has grown to be a leading
provider of relocation services to both
individual transferees and numerous
Fortune 300 companies. From the
sales manager relocating from Sydney,
1o the investment banker repatriating
from Tokyo, 1o the anti-trust attorney
moving three states north from
Washington, D.C., our commitment
o personalized attention and value-
added service are the driving florces
behind our relocation programs. We
have found our niche in a complex
marketplace and pride ourselves on
offering much more than real estate
brokeragealone.

In future columns, T plan o
address more specific relocation-relat-
ed issues including: repatriation, the
economics of sell relocation; home
sale options il you are being relocated
and assessing your moving needs—
what 1o 1ake, what tostore and what 1o
buy in your host city. linvite your spe-
cific relocation queries that 1 will
answer in future columns. Please c-
mail your questions 1o me, at
david. knight@djknight com. |
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