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There’s one primary question on everyone’s mind in the 
transportation industry – “where’s my freight?” It’s a question 
that must be answered daily, hourly and sometimes even more 
frequently in the increasingly global world of transportation. 
Old Dominion Freight Line makes it their job to know the 
answer.

Solutions
The Thomasville, N.C. truck line has a myriad of solutions 

for its customers, just one of several reasons for the continued 
growth and success of the company when many in the industry 
are folding. What’s the reason for Old Dominion’s (OD) 
success? They don’t just deliver freight, they deliver solutions.

David S. Congdon, president and chief operating officer, 
would say OD’s strategy is tied to thoughtful and strategic 
planning, innovation, the strength of its management team, 
and the power of the “OD Family Spirit” that permeates the 
organization.

 The numbers say it all.  The domestic freight transporta-
tion industry is a $700 billion business with 87 percent of the 
revenue generated by trucks. Of that $700 billion figure, $27 
billion is attributed to the LTL (less than truck load) segment 
that OD participates in.

The LTL trucking industry is comprised of regional, multi-
regional (the OD niche), and national long haul carriers.  OD 
currently ranks ninth in annual revenue among the LTL carrier 
category.

Under the steady hand of Congdon, a third generation OD 
man, 2004 was a growth year for the company that added twelve 
service centers.  The OD Solutions Center was also unveiled 
in 2004 making expanded services available to customers 
including phone access to trained domestic and global shipping 
specialists, expedited services, business consulting, web site 
access and other special services.

OD kicked off 2005 with the acquisition of Wichita 
Southeast Kansas Transit (WSKT) based in Parsons, Kan. 
The transaction added 10 new Service Centers plus full state 
coverage in Kansas and Iowa and transit time improvements 
to approximately 4,000 traffic lanes bringing its total to 149 
centers operating in 41 states.

The OD Advantage
Rounding out the company’s products are OD-Domestic, 

OD-Expedited, OD-Global, and OD-Technology that allow 
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2004

1969-1979

1940-1946

1934

2005

OD acquires Wichita Southeast 
Kansas Transit adding 10 
new service centers plus full 
state coverage in Kansas and 
Iowa. OD operates 149 service 
centers in 41 states.OD Solutions Center is 

unveiled  offering business 
consulting , web site access 
and adds 12 service centers.

OD acquires Carter & Sons 
Trucking and extends total 

coverage to Texas, Oklahoma, 
New Hampshire, Arkansas, 

Louisana & Missouri.

2001-2003

OD goes public in 1991 and 
initiates Intraregional service 
in the Mid-Atlantic region in 

1993. 1994 marked ODs 60th 
Anniversary.

1985-1994

OD expands with acquisi-
tions of Barnes Truck Line, 

Nilson Motor Express,White 
Transport, Star Transport and 

Deaton Trucking.

OD leads the way as World 
War II creates a boom in 

traffic. Teamsters strike against 
OD and OD reopens as a 

non-union carrier

Earl and Lillian Congdon 
found Old Dominion Freight 

Line with a single truck 
running between Richmond, 

Va. and Norfolk, Va.

2002
OD expands its East Coast 
break-bulk hub to be a major 
hub for its northeast and 
southeast operations.

1998-2000
David Congdon named 
President and Chief Operating 
Officer. OD offers 100% full 
state coverage in 21 states.

1980-1984

OD extends services to Florida, 
Tennessee, California, Dallas 
and Chicago.

1950-1962
OD extends operations to most 
major markets in N.C. and 
southern VA with acquisition 
of Bottoms-Fiske Truck Line. 
OD moves corporate offices to 
High Point.

1935-1939

Congress regulates the 
trucking industry; OD receives 
the Interstate Commerce 
Commission to transport 
general commodities and 
begins a period of rapid 
growth.
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OD to provide innovative 
solutions and services to its 
customers regionally, nationally 
and internationally. 

OD Domestic, the backbone 
of the company representing 94 
percent of its annual revenues, 
is comprised of a unique 
blend of regional next day and 
two day service within the 
Southeast, Northeast, Midwest, 
Gulf Coast and Western regions 
of the country interconnected 
with best of class inter-regional 
service. “Carriers said in the 
past that you could not be both 
a short and long haul carrier but 
OD tackled it in the mid-90s. 
By providing both services, 
OD is better positioned to be 
a single-source provider of 
transportation solutions to our 
customers,” said Congdon.

OD Global includes service 
to and from Canada, Mexico, 
Alaska, Hawaii, and the 
Caribbean as well as ocean 
container service between 
the predominant east coast 
ports and the Triad.  To serve 
customers with time definite 
needs for important shipments, 
OD-Expedited offers a guaran-
teed service, on demand pickup 
and time-specific airfreight 
services within the continental 
United States.

Congdon reports that the 
company has many advantages 
over national carriers but the 
predominant ones are faster 
transit time in long haul lanes, 
next-day services that the other 
carriers don’t offer, being a 
non-union company and lastly 
having a lower cost structure.  
These advantages have allowed 
them to compete with top LTL 
carriers from across the US 
and to increase market share. 
The 100 percent non-union 
company has enjoyed an eighty 
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percent increase in its market 
share since 1995.

Location, 
Location…

Due to the Triad’s network 
of highways, Fed-Ex hub, Dell 
and a focus on transportation, 
the Triad is evolving into a 
distribution center that will add 
significant revenue to the area 
as growth continues. Global 
business and the sense of urgency 
have prompted faster service 
and demand for quick deliveries 
hence the sudden proliferation 
of warehouses, giving OD the 
advantage of being at the right 
place at the right time. 

OD planted its footprint 
firmly in the Triad when the 
company capitalized on location 
by expanding its East Coast 
break-bulk hub in Greensboro 
in 2002.  Part renovation and 
part new construction, the 
$15 million facility features 
217 loading doors, sits on 
approximately 50 acres and is 
a major hub for OD’s northeast 
and southeast operations.   The 
service to and from this hub for 
customers in the Piedmont Triad 
entails one-day delivery to 29 
cities and two-day delivery to 
41 additional U.S. cities with 
other services available, and 
three to five day service to the 
remainder of the OD network.  
“The difference in the ability to 
move goods has increased tre-
mendously since the expansion 
of the hub,” says Tim McBride, 
Manager of Sales and Service 
for the hub.

Innovation and 
Technology

OD understands the impor-
tance of technology.  Its state-
of-the-art freight processing 
technology and superior manage-
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ment systems are just two ways in 
which the company is changing the 
face of business. OD-Technology 
entails real time shipping status, 
operation centers and drivers with 
hand held computers for up to the 
minute projections and communica-
tions. Congdon says supporting the 
investment in technology is crucial 
because information about freight 
movement is as important as the 
physical movement itself, both to 
the customer and to management. 

The introduction of the OD 
Solutions Center in 2004 solidi-
fied the company’s commitment 
to excellence and technology by 
providing added value to customers. 

The center is an operations and sales 
team effort focused on the delivery 
of OD Expedited, OD Global, 
truckload and other specialized 
services that allow effective man-
agement of supply chain processes.  
It is truly a case of one call, one 
solution. 

The Power of People 
It takes all of the approximate 

10,000 employees in 149 locations, 
serving 41 states and 63,000 
customers throughout the U.S. to 
keep the company moving forward 
towards its goal of exceeding 
$1 billion in sales for 2005. The 
company has been located in 
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High Point since 1960 and moved 
the corporate headquarters to 
Thomasville in 2002. Having direct 
access to company officers and OD 
Business Solutions analysts are key 
value added solutions that other 
LTL’s don’t have in the Triad.

Being a positive player in the 
local workforce is important to 
OD and they have added over 100 
new positions to the Triad in the 
last three years with more expected 
growth in the future.  “The people 
of the Triad are excellent and the 
diversity of talent is enormous,” 
says Congdon. The company is 
considered a major employer in the 
area and has approximately 1,000 
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Dock supervisor, Danny Hill, oversees the OD loading/unloading operation
from a second story view.

“We are having a good time.
It feels good to be on a winning team.”
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employees on the Old Dominion 
payroll.

The power of people is not 
missed at OD. The fact that 
people don’t leave the company is 
also not unnoticed. The manage-
ment team is “experience heavy” 
with an average of 27 years of 
industry experience and 17 years 
in the company. A sales team of 
almost 400 can take credit for 
contributing to the bottom line 
and resulting revenue of $824 
million dollars for 2004.

Careful planning will be the 
key to driving growth strategies 
for OD’s future. Although long-
term revenue growth target for 
the company has been between 10 
to 15 percent for the last decade, 
growth for the last nine quarters 
has been in the 20 percent range. 
The company plans to continue 
its focus on building density in 
existing service areas, expanding 
full state coverage, building a 
national footprint and acquisi-
tions. OD predicts sales growth in 
the 20 percent range for 2005.

For the man who started at 
Old Dominion as a teenager, 
2004 was a good year with more 
ahead. Congdon is proud of the 
company’s accomplishments 
and sums up his philosophy, 
“Anyone can buy tractors, trailers, 
terminals, equipment and have 
all the plans and strategies in the 
world, but it’s all about execution. 
The strength of our management 
team and the dedication and 
commitment of all the OD family 
members will take us into the 
future. They have delivered past 
results and will deliver the future 
for our company.” 

By all accounts it is clear that 
the company is in the driver’s 
seat headed for success. If you 
listen carefully, you can hear the 
wheels of fortune rolling at Old 
Dominion. ■
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