
Be the Safest, Most CustomerBe the Safest, Most Customer--Focused andFocused and
Successful Transportation Company in the WorldSuccessful Transportation Company in the World



NS Corporate OverviewNS Corporate Overview
• 8.6 million Shipments
• $9.4 billion in Revenue
• 75.2% Operating Ratio
• 22,000 miles of track in 22 states, District of 

Columbia and Canada                  
• 31,400 employees
• 4,145 Locomotives 
• 99,398 fright cars
• Fortune 500 Companies Corporate Rating for

2008: 276



NS Intermodal System MapNS Intermodal System Map

Norfolk Southern System

Meridian Speedway        

Heartland Corridor

Crescent  Corridor

Patriot Corridor

NSNS’’ Core Intermodal NetworkCore Intermodal Network
4 Corridor Strategy4 Corridor Strategy



NS Ports ServedNS Ports Served



Norfolk Southern Railroad
Business Groups

• Intermodal
• Coal
• Automotive
• Industrial Products

– Ag
– Chem
– Met/con
– Paper/Clay/Forest/Msw
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Industrial Products Sales Roles
• National Account Managers - Revenue responsibility is included in
one or two accounts of essentially the same “Commodity”. Report to
Marketing Directors.

• Sr. Account Managers - Significant revenue responsibility but
spread over several accounts. Report to Sales Directors.

• Account Managers - Lower revenue responsibility and spread over
several accounts. Report to Sales Directors.

• Account Managers with Regional jurisdiction – Smaller accounts
and spread over a geographical area. Report to Sales Directors.

• Commercial Development Managers - No assigned accounts.
Focus on business development, particularly industries that
traditionally do not use rail. Report to Commercial Development AVP.



Definitions
• Customers - “Assigned” or “Unassigned”. 

– Assigned – SALES COVERAGE. 
• Accounts that control freight (Shipper) 
• significant revenue 
• expectation for growth..  

– Unassigned – NO SALES COVERAGE.
• Any of the three

– Do not control freight (Rreceiver)
– No significant revenue
– No expectation for growth

• Accounts - “Control” or “Non-Control”. 
– Control – Customer pays for the freight.  

• Shipper
– Non-Control – Customer does not pay for the freight

• Receiver



Jackson

Little Rock

Baton Rouge

Topeka

Jefferson City

Des Moines

St Paul

Lansing

Albany

Montpelier

Boston

Hartford
Providence

Concord

Augusta

Trenton

Dover

Columbia
Atlanta

Montgomery

Tallahassee

Annapolis

Richmond

Raleigh

Charleston     

Madison

Frankfort

Nashville

Indianapolis
Columbus

Bismarck

Cheyenne

Denver

Olympia

Salem

Boise

Sacramento

Salt Lake CityCarson City

Helena

Santa Fe

Phoenix

Austin

Oklahoma
City

Pierre

Lincoln
Springfield

© BRUCE JONES DESIGN INC  2004 

0 100 200 Miles

Steve Blinn

Joe Giuliano

Tom Reese

Bob Plain

Dan Pratcher

Bill Williams

Columbia

Sales Director Territories

Sales Director
Coverage Legend

Nashville

Canada

NEBRASKA

MICHIGAN

MICHIGAN

INDIANA

OHIO WEST
VIRGINIA

PENNSYLVANIA

NEW
YORK

VIRGINIA

DC

KENTUCKY

VT

NH

MAINE

RI

MASS

CONN

NEW JERSEY

DELAWARE

MARYLAND

NORTH CAROLINA

TENNESSEE

ALABAMA
GEORGIA

SOUTH

FLORIDA

CAROLINA

WASHINGTON

OREGON

MONTANA

NEVADA

CALIFORNIA

COLORADO

NEW MEXICO

OKLAHOMA

MISSOURI

ARKANSAS

LOUISIANA

NORTH DAKOTA

SOUTH DAKOTA

MINNESOTA

WISCONSIN

IDAHO

WYOMING

UTAH

ARIZONA

TEXAS

MISSISSIPPI

KANSAS

ILLINOIS

IOWA Harrisburg

Areas denote “preponderance” of accounts



NEBRASKA

MICHIGAN

MICHIGAN

INDIANA

OHIO WEST
VIRGINIA

PENNSYLVANIA

NEW
YORK

VIRGINIA

DC

KENTUCKY

VT

NH

MAINE

RI

MASS

CONN

NEW JERSEY

DELAWARE

MARYLAND

NORTH CAROLINA

TENNESSEE

ALABAMA
GEORGIA

SOUTH

FLORIDA

CAROLINA

WASHINGTON

OREGON

MONTANA

NEVADA

CALIFORNIA

COLORADO

NEW MEXICO

OKLAHOMA

MISSOURI

ARKANSAS

LOUISIANA

NORTH DAKOTA

SOUTH DAKOTA

MINNESOTA

WISCONSIN

IDAHO

WYOMING

UTAH

ARIZONA

TEXAS

MISSISSIPPI

KANSAS

ILLINOIS

IOWA

Jackson

Little Rock

Baton Rouge

Topeka

Jefferson City

Des Moines

St Paul

Lansing

Albany

Montpelier

Boston

Hartford
Providence

Concord

Augusta

Trenton

Dover

Columbia
Atlanta

Montgomery

Tallahassee

Annapolis

Richmond

Raleigh

Harrisburg

Charleston     

Madison

Frankfort

Nashville

Indianapolis
Columbus

Bismarck

Cheyenne

Denver

Olympia

Salem

Boise

Sacramento

Salt Lake CityCarson City

Helena

Santa Fe

Phoenix

Austin

Oklahoma
City

Pierre

Lincoln
Springfield

© BRUCE JONES DESIGN INC  2004 

0 100 200 Miles

Coverage Legend
Susan Clark

Yvonne Dunlea

Patty Franklin

Warren Hackett

Fran Hennessy

Frank Moczulewski

Dave Reitman

Kristen Stewart

Carolyn Trimble

PENNSYLVANIA

Harrisburg

Account Manager (Regional) 
Territories

Areas denote “preponderance” of accounts

Nashville

TENNESSEE

WEST
VIRGINIA

Columbus



NEBRASKA

MICHIGAN

MICHIGAN

INDIANA

OHIO WEST
VIRGINIA

PENNSYLVANIA

NEW
YORK

VIRGINIA

DC

KENTUCKY

VT

NH

MAINE

RI

MASS

CONN

NEW JERSEY

DELAWARE

MARYLAND

NORTH CAROLINA

TENNESSEE

ALABAMA
GEORGIA

SOUTH

FLORIDA

CAROLINA

WASHINGTON

OREGON

MONTANA

NEVADA

CALIFORNIA

COLORADO

NEW MEXICO

OKLAHOMA

MISSOURI

ARKANSAS

LOUISIANA

NORTH DAKOTA

SOUTH DAKOTA

MINNESOTA

WISCONSIN

IDAHO

WYOMING

UTAH

ARIZONA

TEXAS

MISSISSIPPI

KANSAS

ILLINOIS

IOWA

Jackson

Little Rock

Baton Rouge

Topeka

Jefferson City

Des Moines

St Paul

Lansing

Albany

Montpelier

Boston

Hartford
Providence

Concord

Augusta

Trenton

Dover

Columbia
Atlanta

Montgomery

Tallahassee

Annapolis

Richmond

Raleigh

Harrisburg

Charleston     

Madison

Frankfort

Nashville

Indianapolis
Columbus

Bismarck

Cheyenne

Denver

Olympia

Salem

Boise

Sacramento

Salt Lake CityCarson City

Helena

Santa Fe

Phoenix

Austin

Oklahoma
City

Pierre

Lincoln
Springfield

© BRUCE JONES DESIGN INC  2004 

0 100 200 Miles

CDM Coverage Legend
Charlie Barker

Suzanne Butler

Jim Conway

Don Jones 

Sharon Cinkowski

PENNSYLVANIA

Harrisburg

Commercial Development Manager Territor

Areas denote “preponderance” of accounts



Sales Focus
• Sales spending more time on Commercial 

Activities for Revenue Growth.

• Sales spending less time on 
ancillary/support activities.

• Represents a change on how Sales 
Organization responds to customers who 
do not control the freight, no significant 
revenue or growth, 



NCSC 

and 

CYO





NCSC

• Network Performance Monitoring
– Lane Analysis
– Embargoes
– Service Alerts • Customer Assistance

– General Customer 
Assistance

- Directing customers
• Special Handling

– Ethanol
– Military Shipments
– Non-coal Unit Trains



Network Performance Monitoring
(NCSC)

• Lane Analysis
– Origin of Data
– Investigation
– Findings
– Trip Plan
– Department Ownership
– Follow-up



Network Performance Monitoring
(NCSC) 

• Embargoes
– Impact on Operations
– Coordination
– Permits
– Error Queue
– Resulting fluidity



• Service Alerts
– Force Majeure

• Mudslides
• Derailments

– Holiday Plans
• Revised Schedule of Operations
• Customer Switching Requirements
• Published for Internal Use Only

Network Performance
(NCSC)



Sales &

Marketing

Revenue 
Waybilling

Accounting

Transportation
(TM and Supt)

NCSC Communication

NCSC 
Merchandise

Customer

Network 
Planning

NCSC Merchandise communicates with several groups to satisfy our
customers’ rail service needs. NCSC’s primary responsibility is to 
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Central Yard Operations
(CYO)

• Local Performance Management
– Setting up and maintaining Customer Profiles
– Coordination of Customer orders 
– Processing and Executing Industry Work Orders
– Train Reporting

• Local Performance Monitoring
– LOPA
– Switching Consistency
– Train Consist Accuracy

• Assessing/Protecting Miscellaneous & Demurrage 
Charges



CYO Miscellaneous Charges and 
Admin. Group Functions

• Switching 
– Intra-plant; intra-terminal

• Overload and imbalance
• Cash Holds
• Rejected Loads
• Refrigeration
• Turnover – Destination and Originating



CYO communicates with various internal business groups as 
well as customer for any issues or questions concerning 

railcars. CYO’s focus in Local Performance..
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• Delayed Shipments
• Special train or Special Switches
• Loads moving as empties
• Railroad Errors
• Reships
• Shared Asset/ConRail

– CYO Data Quality
• Point of Contact - NCSC 

NCSC and CYO




