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Industry sees a greater need for graduates with detailed experience       and knowledge as supply chains shift gears in an economic recovery

TEACHING 
‘HANDS-ON’ 

LOGISTICS
By William B. Cassidy
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COMPANIES THAT CUT BACK

Industry sees a greater need for graduates with detailed experience       and knowledge as supply chains shift gears in an economic recovery
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Contact William B. Cassidy at  
wcassidy@joc.com.

“THEY GET A LOT OF 
INFORMATION TODAY,  

BUT THEY HAVE A  
HARDER TIME WITH  

THE CONTEXT.”
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THE NEW YEAR 

IMPROVED CONFIDENCE FROM EMPLOYERS

Industry job market 

shows signs of 

freeing up, but the 

road to full recovery 

is just beginning
By Bill Conroy and Susan Dvonch

HIRING FREEZE 
STARTS TO THAW
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SUCCESSFUL SALES 
PROFESSIONALS IN DEMAND  

INSIDE THE SALARY SURVEY
Some things to consider when looking at the 2010 edition:

 All numbers are base salary.
Small and large companies are grouped together. Large, Fortune 1000 firms will warrant the 

higher end of the salary range because of larger budgets, volume and headcount responsibility. 
Small companies are defined as having less than 100 employees. Midsize companies are defined as 
having less than 500 employees. When looking at the numbers, a good rule of thumb is to break the 
range into thirds, with the highest salary in the Fortune 1000 community, the small companies at the 
low range and the rest somewhere in the middle.

Director-level and above positions usually enjoy healthy bonus potential and stock incentives at 
publicly traded companies.

A hiring manager or HR executive should look at these numbers as the replacement value of an 
employee, not a level to which they will have to bring a longtime employee.  

If you are with a company longer than four years, you are likely receiving 0 to 4 percent annual 
salary increases unless you move to the next grade level.

Summary:
Salaries in the corporate sector are experiencing tremendous downward pressure. The single 

most important factor in salary negotiations is still the individual’s current base salary. If you are 
unemployed, your only leverage is to say no and walk away from a lowball offer. The advantage 
has shifted to the employer side as fewer positions are available. Newly created positions have 
diminished.

ABOUT THE SALARY SURVEY
The 8th Annual Journal of Commerce Salary 

Survey was conducted by Shey-Harding Associ-
ates, a Seal Beach, Calif., executive recruiting firm 
that primarily serves the maritime transportation 
industry, and Tyler Search Consultants, a Ramsey, 
N.J.-based executive recruiting firm for the logis-
tics, supply chain management and transporta-
tion industries. Tyler also has offices in New York; 
Boston; Birmingham, Ala.; Atlanta; Albany, N.Y.; 
and Miami.

TREADING WATER
From junior clerks to senior executives, salaries 

among transportation workers vary widely. Though 
the level of responsibility is a key component, other 
variables play a major role, including location and 
transportation sector. This table represents a range of 
average salaries, in thousands of dollars, for a broad 
cross-section of the ocean shipping industry.

Position    Salary Range
Clericals (junior) ..........................................45-55

Clericals (senior) ......................................... 55-70

Controller  ...................................................75-95

Customs Broker ..........................................60-80

Dispatcher ...................................................45-65

Distribution Manager ..................................50-70

Equipment Control Mgr. ............................60-80

Human Resources Mgmt.................. Entry: 75-85 
  ..........................................................Mid: 110 
  ..........................................................Top: 175

IT/E-Commerce (Sr.) .................................. 90-120

IT/E-Commerce (VP) ................................. 130-150

Logistics Manager (Operations) ................80-100

Logistics Sales Exec. (International) ........ 80-125,  
  ........................................... plus commission

Maintenance & Repair Supervisor ............. 55-70

Marine/Vessel Planner ............................... 80-95

Marine Superintendent...............................65-85

Marine Operations ................................... 150-170 
(VP/Managing Director)

Marketing Manager ...................................60-80

Operations Management  ......................... 70-100

Pricing, Rates, Traffic Analyst ..................... 45-80

Purchasing Manager ..................................60-80

Safety and Security Manager ................... 90-125

Sales General Manager ............................130-155

Sales (Inside/Sales Coordinator) ................45-65

Sales Manager ........................................... 85-115

Sales Manager (Regional) ........................ 100-130

Sales Representative (Sr. or Key Accounts) ......85-120

Sales Representative ................................. 70-100

Sales-Senior VP ........................................ 170-190

Sales-VP ....................................................140-160

Supply Chain Manager ...............................75-95

Terminal/Station Manager ......................... 75-125

Warehousing Manager ...............................55-85

Yield Management .................................... 75-100

Source: Shey-Harding Associates, www.shey-harding.com
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TWO CANDIDATE POOLS,  
TWO PERCEPTIONS

BOOMERS, GEN X, Y 

CREATIVE RECRUITMENT AND 
SELECTION TACTICS

  Average annual survey for international 
forwarders, customs brokers and logistics 
providers, in thousands of dollars.

  2010
JOB DESCRIPTION REGION SALARY RANGE

LICENSED CUSTOMS BROKER
 Northeast................68-84
 Southeast................50-81
 Midwest................55-83
 Northwest................50-78
 Southwest................55-84

BRANCH MANAGER
 Northeast................70-92
 Southeast................55-87
 Midwest................60-86
 Northwest................55-75
 Southwest................55-81

REGIONAL MANAGER 
 Northeast................91-128
 Southeast................80-109
 Midwest................80-108
 Northwest................65-111
 Southwest................82-118

GM/VP/EXECUTIVE
 Northeast................96-138
 Southeast................80-120
 Midwest................89-127
 Northwest................85-118
 Southwest................88-127

SALES REPRESENTATIVES
 Northeast................63-88
 Southeast................55-85
 Midwest................65-88
 Southwest................66-85

Source: Tyler Search Consultants, www.tylersearch.com

WHAT THEY EARN:  
    FORWARDERS, BROKERS, 3PLS

TRADE COMPLIANCE. Responsible for ensuring all exporting and importing is done within the proper 
regulatory guidelines and trade agreements for the corporation and its foreign subsidiaries.

DISTRIBUTION PROFESSIONAL. Handles the flow of materials and product into and out of a warehouse. 
Responsible for prompt, efficient flow of product to customer or company facilities. Proficient with 
warehouse management systems. Works closely with warehouse manager and transportation 
team for optimum scheduling, production and cycle counts.

INVENTORY PROFESSIONAL. Manages inventory levels and trends to minimize carrying costs. Coor-
dinates with purchasing and logistics managers to optimize company accessibility and customer 
availability.

SUPPLY CHAIN PROFESSIONAL. Involved in every segment of the business and supply pipeline: pur-
chasing, production, planning, forecasting, transportation, warehousing and distribution. This 
multifaceted position encompasses and manages the other jobs in this list.

MATERIALS MANAGER. Works closely with the manufacturing and purchasing departments to ensure 
pieces, components and raw materials needed to make the product are delivered reliably and 
the production line is consistent.

PURCHASING/PROCUREMENT PROFESSIONAL. Handles the buying activities for the company. Sources 
and negotiates best terms with suppliers. Works with the manufacturing and material departments 
to ensure the right amount of product arrives on time.

TRANSPORTATION PROFESSIONAL. Handles relationships with carriers, forwarders, brokers and 
3PLs. Responsible for the movement of product any time, anywhere.

WAREHOUSING PROFESSIONAL. Responsible for all activity with a specific warehouse or a group 
of facilities.

Defining the Jobs
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RELOCATION TO SMALLER  
JOB MARKETS

JOC

Bill Conroy is executive director of Tyler Search 
Consultants, an executive search firm in Ramsey, N.J. He 
can be contacted at bconroy@tylersearch.com. Susan 
Dvonch is a partner in Shey-Harding Associates, a Seal 
Beach, Calif.-based executive recruiter and consultant. 
She can be contacted at sue@shey-harding.com.

  Salary range for executives at importers/exporters, manufacturers and 
distributors, in thousands of dollars.  

  2010
JOB DESCRIPTION REGION SALARY RANGE

CUSTOMS COMPLIANCE Northeast ...................................... 120-195
 Southeast ......................................105-188
 Midwest .......................................112-180
 West ....................................... 110-170

WAREHOUSE/DISTRIBUTION Northeast ....................................... 110-178
 Southeast .........................................93-171
 Midwest .......................................112-180
 Northwest .........................................92-171
 Southwest ....................................... 110-178

INVENTORY Northeast ........................................121-172
 Southeast ........................................ 91-130
 Midwest .......................................90-144
 Northwest ........................................88-123
 Southwest .......................................112-168

MATERIALS MANAGEMENT Northeast ...................................... 128-182
 Southeast .......................................107-170
 Midwest ........................................ 111-155
 Northwest ...................................... 100-147
 Southwest ...................................... 128-185

PURCHASING PROCUREMENT Northeast ...................................... 120-183
 Southeast .......................................110-188
 Midwest .......................................109-191
 Northwest .......................................99-168
 Southwest ......................................120-190

TRANSPORTATION/LOGISTICS Northeast .......................................110-188
 Southeast .......................................105-173
 Midwest .........................................112-171
 Northwest .......................................96-158
 Southwest ...................................... 120-176

WHAT THEY EARN: EXECUTIVES

  Salary range for employees in middle management roles at importers/
exporters, manufacturers, retailers, distributors, in thousands of dollars.

  2010
JOB DESCRIPTION REGION SALARY RANGE

GLOBAL TRADE COMPLIANCE Northeast ....................................... 80-145
 Southeast ....................................... 85-128
 Midwest .......................................80-130
 West ....................................... 83-140

WAREHOUSE/DISTRIBUTION Northeast .........................................75-127
 Southeast ........................................75-120
 Midwest .........................................72-112
 Northwest ........................................79-107
 Southwest ........................................80-115

INVENTORY Northeast ........................................70-124
 Southeast .......................................60-100
 Midwest .......................................60-109
 Northwest .........................................55-90
 Southwest ..........................................61-92

MATERIALS MANAGEMENT Northeast .......................................88-120
 Southeast ........................................72-108
 Midwest ......................................... 73-97
 Northwest .........................................62-97
 Southwest .........................................87-110

PURCHASING PROCUREMENT Northeast ........................................84-122
 Southeast .........................................76-114
 Midwest ........................................70-107
 Northwest ......................................... 61-99
 Southwest ....................................... 65-120

TRANSPORTATION/LOGISTICS Northeast ........................................80-110
 Southeast ........................................60-94
 Midwest .......................................68-104
 Northwest ........................................60-90
 Southwest ....................................... 70-108 
 

WHAT THEY EARN: MID-LEVEL MANAGERS


