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Each branch is responsible for its own growth and profitability. Our branch salespeople are responsible for developing new 

business, negotiating and pricing services, receiving and processing service requests from customers, and contracting with 

carriers to provide the transportation requested. In addition to routine transportation, salespeople are often called upon to 

handle customers’ unusual, seasonal, and emergency needs. Shipments to be transported by truck are priced at the branch 

level, and branches cooperate with each other to hire carriers to provide transportation. Branches may rely on expertise in 

other branches when contracting LTL, intermodal, international ocean and air shipments. Multiple branches may also work 
together to service larger, national accounts where the expertise and resources of more than one branch are required to meet 

the customer’s needs. Their efforts are usually coordinated by one “lead” branch on the account. 

Salespeople in the branches both sell to and service their customers. Sales opportunities are identified through our database, 

referrals from current customers, leads generated by branch office personnel through knowledge of their local and regional 

markets, and third party sources such as industry directories. Salespeople are also responsible for recruiting new carriers, who

are referred to our centralized carrier services group to make sure they are properly licensed and insured, and that they do not
have an unacceptable safety rating. 

Branch Expansion. We expect to continue to open new branch offices. New branch offices are viewed as a long-term 

contributor to overall company growth. In addition to market opportunity, a major consideration in opening a new branch is 

whether we have branch salespeople that are ready to manage a new branch. Additional branches are often opened within a 

geographic area previously served by another branch, such as within major cities, as the volume of business in a particular 

area warrants opening a separate branch. A modest amount of capital is required to open a new branch, usually involving a 
lease for a small amount of office space, communications and hardware, and often employee compensation guaranties for a 

short time. We have also augmented our branch office network through selective acquisitions. 

Branch Employees. Because the quality of our employees is essential to our success, we are highly selective in our hiring. We 

recruit applicants from across North America, Europe, Asia, and South America. Our applicants typically have college 

degrees, and some have business experience, although not necessarily within the transportation industry. 

Early in their tenure, most newly hired branch employees go through centralized training that emphasizes development of the 
necessary skills and customer service philosophy to become productive members of a branch team. Centralized training is 

followed by ongoing, on-the-job training at the branch level. We expect most new salespeople to start contributing to the 

success of the branch in a matter of weeks.  

Employees at a branch operate and are compensated in large part on a team basis. The team structure is motivated by our 
performance-based compensation system, in which a significant portion of the cash compensation of most branch managers 

and salespeople is dependent on the profitability of their particular branch or business unit. Branch managers and salespeople 

who have been employed for at least one complete year are paid a performance-based bonus which is a portion of the 

branch’s earnings for that calendar year. The percentage they can potentially earn is predetermined in an annual bonus 

contract and is based on their productivity and contributions to the overall success of the branch. Employees can also receive 

profit sharing contributions that depend on our overall profitability and other factors in our 401(k) plan. In some special 

circumstances, such as opening new branches, we may guarantee a level of compensation to the branch manager and key 

salespersons for a short period of time.

All of our managers and certain other employees who have significant responsibilities are eligible to participate in our 
amended 1997 Omnibus Stock Plan. Within that plan, in 2003 we began regularly issuing restricted stock and restricted stock 

units as our primary equity awards because we believe these awards are an effective tool for creating long-term ownership 

and alignment between employees and our shareholders. For most restricted equity awards, restricted stock and units are 

available to vest over five calendar years, based on company performance. 

Individual salespeople benefit both through the growth and profitability of individual branches and by achieving individual 
goals. They are motivated by the opportunity to advance in a variety of career paths, including branch management, national 

sales, and national account management. We have a “promote from within” philosophy, and fill nearly all branch 

management positions with current employees. 

Executive Officers 

Under our decentralized business structure, branch managers, while retaining autonomy for their branch performance, receive 

guidance and support from the executives at our central corporate office. These executives provide training and education, 

develop new services and applications to be offered to customers, analyze and monitor branch productivity and performance 

metrics, share operations and management guidance, and provide broad market analysis.  
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The Board of Directors designates the executive officers annually. Below are the names, ages, and positions of the executive 
officers:  

Name Age Position

John P. Wiehoff 47 Chief Executive Officer and Chairman of the Board 

James E. Butts 53 Senior Vice President 

Ben G. Campbell 43 Vice President, General Counsel and Secretary 

James P. Lemke 41 Senior Vice President 

Chad M. Lindbloom 44 Senior Vice President and Chief Financial Officer 

Scott A. Satterlee 40 Senior Vice President 

Mark A. Walker 51 Senior Vice President 

John P. Wiehoff has been chief executive officer of C.H. Robinson since May 2002, President of the company since 

December 1999, a director since 2001, and became the Chairman in January 2007. Previous positions with the company 

include Senior Vice President from October 1998, Chief Financial Officer from July 1998 to December 1999, Treasurer from 

August 1997 to June 1998, and Corporate Controller from 1992 to June 1998. Prior to that, John was employed by Arthur 

Andersen LLP. John also serves on the Boards of Directors of Polaris Industries Inc. and Donaldson Company, Inc. He holds 

a Bachelor of Science degree from St. John’s University.  

James E. Butts was named senior vice president in December 2007, having served as an executive and officer of C.H. 

Robinson since April 2002. Previous positions with the company include transportation manager at the Chicago South and 

Detroit branches. Jim has been with C.H. Robinson since 1978, and holds a Bachelor of Arts degree from Wayne State 

University and a Masters of Business Administration from Phoenix University.   

Ben G. Campbell was named vice president, general counsel and secretary in January 2009. Ben joined C.H. Robinson in 

2004 and most recently held the position of assistant general counsel. Before coming to C.H. Robinson, Ben was a partner at 

Rider Bennett, LLP, in Minneapolis. Ben holds a Bachelor of Science degree from St. John’s University and a Juris Doctor 

from William Mitchell Law School. 

James P. Lemke was named senior vice president in December 2007, having served as vice president, sourcing since 2003. 

Prior to that time, he served as the vice president and manager of C.H. Robinson’s Corporate Procurement and Distribution 

Services division. Jim joined the company in 1989. Jim holds a Bachelors of Arts degree in International Relations from the 

University of Minnesota. 

Chad M. Lindbloom was named a senior vice president in December 2007. He has served as an executive and as chief 

financial officer since 1999. From June 1998 until December 1999, he served as corporate controller. Chad joined the 
company in 1990. Chad holds a Bachelor of Science degree and a Masters of Business Administration from the Carlson 

School of Management at the University of Minnesota. Chad also serves on the Board of Directors of Xata Corporation, a 

provider of vehicle data and fleet operations services to the trucking industry, and is a member of the Board of Directors of 

Children’s Hospitals and Clinics of Minnesota.

Scott A. Satterlee was named a senior vice president in December 2007. He has served as an executive and officer of C.H. 
Robinson since February 2002. Additional positions with C.H. Robinson include director of operations and manager of the 

Salt Lake City branch office. Scott joined the company in 1991. Scott holds a Bachelor of Arts degree from the University of 

St. Thomas. Scott also serves on the Board of Directors of Fastenal, the largest fastener distributor in the nation.

Mark A. Walker was named senior vice president in December 2007, after serving as a vice president and officer since 

December 1999. Additional positions with C.H. Robinson include chief information officer from December 1999 to October 

2001 and president of T-Chek Systems. Mark joined the company in 1980. Mark holds a Bachelor of Science degree from 
Iowa State University and a Masters of Business Administration from the University of St. Thomas. 

Employees 

As of December 31, 2008, we had a total of 7,961 employees, of whom approximately 7,100 were located in our branch 
offices. Services such as accounting, information technology, legal, marketing, human resource support, credit and claims 

management, and carrier services are supported centrally. 


