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Item 7.01. Regulation FD Disclosure.

The following information is included in this document as a result of Expeditors' policy regarding public disclosure of
corporate information.

SAFE HARBOR FOR FORWARD-LOOKING STATEMENTS UNDER SECURITIES LITIGATION REFORM
ACT OF 1995; CERTAIN CAUTIONARY STATEMENTS

Certain portions of this document, including the answers to questions 1, 2, 3, 4, 5, 8, 10, 11, 12, 13, 14, 15, 16, 17, 18,
19, 20, 22, 23, 24, 25, 26, 27, 28, 29, 30, 31, 32, 33, 34, 35, 36 and 37, contain forward-looking statements which are
based on certain assumptions and expectations of future events that are subject to risks and uncertainties. Actual future
results and trends may differ materially from historical results or those projected in any forward-looking statements
depending on a variety of factors including, but not limited to, changes in customer demand for Expeditors' services
caused by a general economic slow-down, inventory build-up, decreased consumer confidence, volatility in equity
markets, energy prices, political changes, changes in foreign currency rates, or the unpredictable acts of competitors.
SELECTED INQUIRIES RECEIVED THROUGH AUGUST 8§, 2014
Airfreight volume growth decelerated as the quarter progressed. What were the primary factors that caused this?
1. Year-over-year growth in Airfreight kilos fell each month from April to June. Do you attribute this to a slowdown
in the global economy or were other factors largely responsible?
This pattern (year-over-year percentage increases that decreased throughout the quarter) was also present in 2013,
only to a greater degree (starting with a 9% increase in April 2013 and falling to a 1% increase in June of 2013). This
year-over-year comparable trend noted in the 2nd quarter 2014 did not continue into the third quarter.

The global economy does seem to have people somewhat concerned these days. The intelligence unit of The
Economist magazine forecasted earlier this summer that world GDP growth will continue to rise this year (hovering
around 3 or 4% depending on whether being measured on a Market Exchange Rate Basis or on a Purchasing Power
Parity basis). The World Trade Organization recently lowered their 2014 world trade growth forecasts (a different
measure from world GDP growth) to 3.1% from a previous forecast of 4.7%. While we’ve always believed the only
accurate thing one could say about forecasts is that they’re inevitably wrong...by some as yet unknown measure of
magnitude...there doesn’t appear to be anything on the horizon related to conventional wisdoms’ economic expectations
that can be read out of our airfreight volumes the last couple of quarters. There also seems to be a pundit consensus
that we will see growth in the global economy during the remainder of 2014 and into 2015...albeit not as robust as
everyone would like to see it. Things do change rapidly, however, as evidenced by the stock market's recent reaction
to somewhat subdued economic reports issued by some key global economies (Germany, Brazil, and China among
them). When growth expectations are somewhat muted to begin with, any perceived or expressed fragility,
understandably causes the markets first reaction to be a very defensive. In these somewhat mercurial times, however, a
couple of positive reports can change the prevailing winds of perceived economic outlook, fairly quickly.

We have always preferred to treat economic reports much the same way a sailor reacts to the direction of the wind.
Any experienced sailor will tell you that it is how the sails are set to tack or jibe, not the direction of the wind, that
ultimately determines where you end up.
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In your opinion, what needs to change in the airfreight and ocean freight markets to improve your pricing power to

“the point that net revenue/unit stabilizes?
In ocean freight, the root cause of the problem, at least from an NVOCC/OTI perspective, is fairly simple. We
currently have a situation where cargo capacity (in the form of new ships) is being introduced into the global market at
a faster rate than demand (in the form of freight volume) is being created. As we learned in Economics 101, when
supply outstrips demand, prices fall. In classical economic theory, they fall until supply and demand reach some kind
of equilibrium. That’s classical economics...and we’re still looking for that real equilibrium in the ocean markets. What
we are in fact witnessing is some inexplicable manifestation of behavioral economics that will probably be deciphered
in its entirety only when it is explained at some future date in a book published by the economists/writers that brought
us all flavors of the FREAKONOMICS series. As ever larger (and therefore more expensive) and more
energy-efficient ships are built and committed to the existing strings calling on the ports around the world, older ships,
most of which are still being paid off, decline in value. These older ships, particularly those still burdened with debt,
are forced to some degree, to stay in the game, operating at less than optimal cost scenarios, but adding to the growing
cumulative over-capacity situation. Some very influential industry consultancy groups have projected this current
over-capacity situation is going to be with us for some time and while there may be short-term, seasonal disruptions or
disruptions caused by shore-term external factors (like labor actions or peak seasons), the long-term trend will have to
grapple with chronic over-capacity.

In airfreight there have been some analogous over-capacity issues. Scheduled passenger carriers have been reducing
dedicated freighter fleets for several years now and some are actually getting out of the dedicated freight business
altogether. The underlying fundamentals that affect the airfreight markets, and its follow-on impact on pricing, while
easily analyzed within a supply and demand framework, are blurred somewhat by the fact that air-cargo, except in
those instances where you have all-cargo airlines, is typically a secondary source or revenue to the major airlines who
are passenger focused. What airlines forecast concerning the demand for dedicated freighters several years ago, when
decisions were made to place orders for new dedicated wide-body freighters, is not currently being proved out in the
market. According to statistics published by the International Air Transport Association (IATA), global airfreight
tonnage for the last several years has not grown substantially. The more passenger airlines reduce their dedicated
cargo capacity in reaction to marginal cargo growth, the more the strategic trend to increase the use of belly-space as
the cargo capacity of choice has emerged. Until the excess capacity in the freighter markets is absorbed, either by a
further reduction in capacity or an increase in airfreight volumes, there will be a long-term softness in the pricing,
interrupted on occasion by peak season demand or other short-term events.

Are the competitive challenges in either the ocean freight or airfreight markets getting worse, better, or staying the

“same since the start of 20147
Trying to isolate the impact of competitive challenges in our industry is a little like trying to apply the first law of
thermodynamics to a baseball game. Competitive challenges have always been there and will always be there in our
business. We’ve had some industry analysts describe our business as the purest form of free market competition still
existing in the global economy... and we don’t disagree. Competitive challenges seem to be neither created nor
destroyed, but rather just tend to transform themselves by the way the players align themselves and the methods they
choose to emphasize. We can’t say that we have even been trying to measure the degree that competitive challenges are
getting better or worse. In fact, what we have been trying to assess is what new kinds of competitive pressures are
showing up in different forms and how we should be responding to them. An example of this, and as we've
commented previously in this forum, is the practice some companies in our industry have fallen into of accepting
economically unsustainable terms and conditions of liability. Failing to factor in long-term, and in many cases,
permanent
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costs that are committed to by accepting terms and conditions of liability that make absolutely no economic sense, but
appear to have remote expectations of occurrence, is not effective risk management. It isn't good for the customer or
for the forwarder. The litmus test for just how lacking in economic sense some of these conditions are becomes
patently evident when one seeks to insure them. In making inquiries to professional underwriters (in many cases from
those whose “counter party risk”” insurance products fueled the sub-prime mortgage debacle of 2008), who, when they
understand what they are being expected to insure, react like a vampire, who upon waking up at dawn in the middle of
a garlic patch finds himself surrounded by a sharp-edged wooden picket fence. We attempt to take a much more
pro-active approach to risk management by negotiating terms that make economic sense to Expeditors, but are also
fair to our customers.
Can you give us your sense for how 2014 peak season will play out both in the ocean freight market and the
“airfreight market?
In the past several years, peak seasons, as the industry has come to know them, if they existed at all, have been much
less intense and much shorter in duration than have commonly been experienced in the past. That trend is a function,
we believe, of weaker global economies, better supply chain planning and increased unwillingness by retailers (and
let’s not forget that peak season has always been influenced by retailers catering to holiday demand) to end up with a
lot of unsold, marked-down and ultimately unprofitable, inventory in January.
At this stage in October, we seem to sense a "soft peak." Demand did pick up, and with marginal capacity reduction
moves made by both ocean and air carriers, space has tightened to a degree which has allowed sustained general ocean
and air freight increases.
Do you believe that shippers either moved freight early or rerouted freight to avoid any potential labor unrest at the
"US West Coast ports? If so, to what degree did this positively or negatively impact your 1H14 results?
We’ve been told by carriers that customers have both moved freight early and selected alternative routings to anticipate
the impact of any potential U.S. west coast labor unrest. There are some customers who have confirmed their ocean
freight routing decisions included increasing more east-coast all-water options than they previously used...done
specifically to reduce exposure to the U.S. west coast ports. We couldn’t measure the impact even if we could quantify
it. The impact, should one exist, will be more likely felt through how long and intense the 2014 peak season turns out
to be.
How would you break down the 17% reduction in your ocean freight consolidation net revenues/container between
“competitive pressures and your effort to expand your ocean market share?
We’re really not capable of differentiating one from another in that context. Sometimes getting and keeping the
business takes on the same dimension. Particularly given the overriding capacity that exists in the market these days.
Can you explain the differences between your three major ocean freight business lines: ocean freight consolidation,
7.direct ocean forwarding and order management? How does your overall ocean freight segment gross and net
revenue break down between these three services?
We would also refer you to page 2 of our 2013 10-K filed 27-February 2014.

Ocean freight consolidation is our Non Vessel Operating Common Carrier ("NVOCC"), also sometimes referred to as
Ocean Transport Intermediary ("OTI") business which occurs when we
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issue our own contract of carriage, a House Bill of Lading ("HBL"), to our customer, from a retail perspective. To our
customer, we are the carrier. We then contract with an asset-based carrier, from a wholesale pricing perspective, to
move our customer’s shipment (or shipments) on one of their vessels. The selected asset-based carrier issues a contract
of carriage, a Master Bill of Lading ("MBL") to Expeditors for what is to them, one consignment tendered by
Expeditors. When a steamship line issues an MBL to Expeditors, our origin office shows up as the shipper and our
destination office shows up as the consignee. In many instances we will group a number of shipments and HBL’s and
associate them with one MBL. On an HBL, we are shown as the carrier, while our customer, or our customer’s supplier
is shown as the shipper. Despite the fact we might have one or a multitude of HBL’s destined for different customers,
to the steamship line, the consignment looks like one consignment and we make our money on the difference between
what we pay the carrier issuing the MBL and what we bill the customer. Since we have higher shipping volumes
(usually) on a particular lane than do our customers, we would offer a more favorable buy-rate to the customer than
they could negotiate on their own. The difference between what we pay the carrier on the MBL and what we bill the
customers on the HBL is where we make our money. We should also note that because the US government regulates
ocean freight movements to and from the United States under the aegis of the Federal Maritime Commission, there are
a myriad of tariff filing, quoting and compliance rules to follow when moving ocean freight to and from the United
States (which represents just over 60% of all our ocean traffic by container count) that require very careful attention.
The economics though, is in negotiating the best wholesale rates we are able, based on anticipated volumes and then
in selling the most competitive rates we can, to earn enough margin to compensate our people, and provide an
adequate return to shareholders. Our customers in this segment are typically small and medium size shippers who seek
a reliable and flexible door to door integrated service and/or large shippers who supplement their direct contract
business with an NVOCC strategy for capacity management and/or ad-hoc business.

Direct ocean forwarding is a service we provide where we act as an agent for our customers who have their own
contract with the steamship lines. There is no HBL issued by Expeditors, only a MBL issued by the carrier directly to
our customer who employs us to create documentation, manage the shipment information, and sometimes arrange for
a variety of services to facilitate the shipment of the goods, from the management of the pickup and delivery of the
shipments to customs export formalities in some jurisdictions. The main distinguishing point between direct ocean
forwarding and our ocean freight consolidation service is that the customer is the Beneficial Cargo Owners ("BCO’s")
having their own contracts with the steamship lines. The steamship line issues a MBL showing our customer as the
shipper and there is no HBL issued by Expeditors. In these instances, the steamship line issuing the MBL is the
carrier, and we are a service provider providing services in any number of ways stipulated by our customer. Our
customers in this segment are typically medium to large shippers who primarily contract directly with the asset-based
steamship lines but seek a value added solution to manage the interface between suppliers and carriers as well as key
logistics processes and milestones.

Order management is a fee-based service that began very simply years ago as a means for large BCO’s contracting

with factories overseas to have an intermediary at origin manage the fulfillment of their Purchase Orders ("PQO's)
through “boots on the ground” supplier management. This included overseeing the loading of the BCO’s goods into an
ocean containers, whether that entailed arranging delivery of full factory-loaded containers to the steamship lines
container yard...or more intensive management of the loading (stuffing) process of containers in a Third Party Container
Freight Station and subsequent delivery of the containers to the container yards. Once this was done, it was (and
remains) important to communicate this critical information to the customers at destination via EDI messaging. Today

it includes all of these same features, but is even more sophisticated in its applications that allow supply-chain
management visibility and supplier management capabilities to extend beyond physical handling and management of
PO’s
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with factories to incorporate features of supply-chain management like analytics and advance visibility, order
fulfillment and planning capabilities, carrier management as well as reporting capabilities. It is now also usual for
airfreight and ground transportation customers to make use of order management capabilities to coordinate and
manage their suppliers order delivery commitments. This includes the consolidation for shipments from disparate
vendors into one container, where possible. Our customers in this segment range in various sizes but seek customized
value added solutions to manage from order inception to order delivery including performance management of all
parties involved (suppliers, carriers, drayage providers, ourselves and the customer).

If we look at all these products, from a gross revenue standpoint, Ocean consolidation has been between 70 and 75%
of gross Ocean revenues the last several years. On a net revenue basis, in 2013, Ocean consolidation contributed 46%
of the Ocean freight net revenue.

Should we expect the consulting fees related to the strategic assessment program to continue for the next several

"quarters or was most of this expense captured in the 2Q?

No. There shouldn’t be a lot more consulting fees...and there were probably far less than you might be thinking, as the
consulting fees were less than $1 million. Again, for reference, we used consultants, some very talented,
knowledgeable consultants to help us look at things differently and help us stay strategically focused as opposed to
tactically oriented in our initiatives. Our Senior Management Team created the strategy.

There may well be other costs related to the strategic initiatives we’re pursuing, but at this stage, we don’t expect

consulting fees to be a cost concern going forward.

9.Can you quantify the benefit in the 2Q from the recovery of bad debt expense?

There was no benefit from the recovery of bad debt expense in the 2014 second quarter. There was however a

recovery for the first six months of 2014 as shown in the Statement of Cash Flows in both our earnings release and in

our second quarter 2014 Form 10-Q.

10 Why isn’t equity a greater portion of the NEOs’ annual compensation? Per the proxy statement, equity comprised
"1.2%, 1.3% and 2.1% of compensation for Mr. Wang, Mr. Gates and Mr. Powell respectively in 2014.

We have been asked this question before, more lately than formerly. To us, this is a prime example of no good deed

goes unpunished. Before the provisions FASB pronouncement ASC Topic 718 (The Financial Accounting Standards

Board pronouncement formerly known as FASB 123R which required the expensing of Stock Options using a value

imputed by the application of the Black-Scholes formula), equity compensation grants was a common portion of the

compensation package for executives. That said, having a “broad-based” plan has always been a part of our philosophy,

as we believed that reinforced a culture of ownership we found appealing. With the advent of the requirement to

expense the Black-Scholes value of stock option grants, we did two things:

*We began requesting our shareholders approve employee stock option plans on an annual basis, by requesting
3,000,000 shares back in 2006. This year, the 3,000,000 shares requested had 2,750,000 shares earmarked for
employees and management and 250,000 reserved for stock grants to be made to outside members of our Board of
Directors. The outside Board members each receive an annual grant of $200,000 worth of Expeditors stock (based on
the stock price on June 1st of each year). The 250,000 shares reserved out of this year's grants are expected to last for
several years (the last requests were made in 2008). When requests for future Board shares are made, the intention is
to
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reduce the request for annual option award grants to employees, in that year, as we did this year, by the amount
requested for Board members.

*We conducted a “bottom up” grant process where we took great care to provide our employees with stock options,
before we granted options to Named Executive Officers and other members of Senior Management. As a result,
amounts granted to senior executives predictably declined.

One concern others who have raised this same question have had is that management does not appear to have enough
long-term incentives tied to the generation of long-term shareholder value. To that comment, we’ve always asked that
the inquirer look at the stock holdings of Senior Management and refer them to the table on page 14 of our 2013
Definitive 14A Proxy Statement filed with the U.S. Securities and Exchange Commission on March 29, 2013.
(http://www.sec.gov/Archives/edgar/data/746515/000074651513000008/a2013def14a.htm).

We think that this table illustrates management’s commitment to and alignment with shareholders. There were very
few individual shareholders who owned more than most of the Company’s Executive Officers did in 2013.

The Compensation Committee, in the wake of the Company’s failed say-on-pay vote in May 2014, and in response to
subsequent shareholder feedback, is looking at several options to ensure that compensation for Senior Management is
giving equity compensation greater weight in the overall compensation formula, while reducing the weight that cash
bonuses have had for the last several years.
Did the drain in working capital this quarter (larger than a normal 2Q) impact the rate of share repurchase at all and
should there be a reversal in the use of working capital in 3Q (we noted receivables rose more than a normal 2Q).
"Working capital was significantly lower than previous second quarters, should we expect this to reverse in 3Q?
What was the driver of lower working capital?
No. The higher the stock goes, the closer the stock gets to its intrinsic value, (we do our own calculation of intrinsic
value, and, a la the Warren Buffett and Charlie Munger school of intrinsic value calculation, we won’t be sharing ours
either) the more reflective thought goes into whether or not a buyback is in the true long-term interest of shareholders.

The reasons for the retreat of working capital this period was obviously impacted by stock buybacks, but also
estimated tax payments related to timing or repatriation of earnings from foreign subsidiaries (also see the response to
question 2 on our 8-K filing of 25 August 2011 for more on Expeditors' tax policies related to repatriation of earnings)
versus timing of payments to carriers and some increases in relative amounts of trade receivables.
The $5.4 million in improved healthcare costs - was that an unusual 2Q event, or is healthcare costs expected to be
lower by a similar amount going forward. Is the $5.4MM reduction in salaries and related costs due to “a favorable
“experience in [EXPD’s] health insurance program” one-time or should EXPD continue to see that benefit going
forward?
Our healthcare plan has for some time contained self-insured features with some insurance caps that kicked in above
specified loss thresholds. In recent years, in light of the changing U.S. healthcare landscape (i.e. The Affordable Care
Act), we have taken steps to mitigate increasing trends in U.S. healthcare expenses, while minimizing the impact on
our most valuable asset, our employees. In 2013, we transitioned our funding arrangement from more of an insured to
a predominately self-funded format (with some individual stop loss protections for exceedingly large claims). In both
cases, we have routinely made adjustments when actual health plan expenses
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differ from what was expected. As a self-funded plan, we use a plan administrator, a third party, to manage the plan.
They create actuarial assumptions, based on our claims history and participant profile, to anticipate what our current
period costs will be when all expected claims are paid. The unusually large adjustment this quarter is attributable to a
combination of factors, but most significantly the 2013 change to a more self-funded format and our favorable
experience with claims subsequent to the change.

Could it happen again? Maybe. Are we counting on it happening again soon? No.
What was the driver behind the increase in headcount in North America? Was the increase in the number of
“employees in North America related to initiatives that are part of your strategic assessment?
The increase in North America was not related to the strategic assessment. It was related to handling more business,
increasing the sales and account management staff and making necessary investments in infrastructure to support
product development and account management.

One thing that might be of interest is despite the addition of headcount, our productivity metrics (shipments/customs
entries per person) have actually improved.
14.Do you consider your IT system to be a significant component of your competitive advantage?
Yes, we do, but we also believe that it isn’t our IT system, in and of itself, that creates our competitive advantage. We
believe that it is the synergistic integration of our systems and our physical handling capabilities, enhancing the
abilities of our people to execute consistently across the globe, which actually creates the most sustainable competitive
advantage.
Can you provide a high level description of how you designed and implemented your IT system? How much of
the system was designed in-house vs. 3™ party software? Did you originally design the system to scale as the
15.company grew or have you been forced to change the system as you grew? Why can’t competitors make a system
that is as good or better than yours? With regards to your IT system, how important is it that you have primarily
grown organically (unlike most of your competitors)?
Our IT systems were built upon a foundation that dictated consistency and uniformity across our global network with
the idea that we would be able to scale. Ironically, we never anticipated that we would have over 100 branches.
Modifying this caused us some angst, but we were able to overcome that piece of understandable shortsightedness
when we started to bump up against that limit. They were also designed on a decentralized basis, so that an
interruption in one office or location would not debilitate the abilities of the entire network, or even a significant
sub-part of the network.

Perhaps most significant is that they were designed, coded, tested and implemented by the collaborative efforts of our
own logistics industry professionals and own IS staff, who understood best by actually having done it, what was
important and what was extraneous. We can't emphasize enough what a competitive advantage we feel having a
globally consistent IT system designed and built by logistics professionals for logistics professionals provides our
people in servicing the needs for our customers. Our internal system capabilities has also created a culture where
everyone is attuned to the power of appropriately deployed systems, realizing that our people's good ideas can and do
make their way into the features of our systems. This is in keeping with Expeditors' long-held beliefs that we do not
"outsource" our core functions...and systems at Expeditors are one of those things we have always believed to be core.
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We like to say that our systems evolved through a series of enhancements made by our own people, as opposed to the
"Big Bang" approach of systems development where a group of people locked themselves away in a cloistered setting
for some period of time and emerge with a drum roll and a flash and shouted "Voila! "Here's your System." Not only
has the underlying architecture of our systems allowed for its localization in all the countries we operate (and we
operate the same system in all of our offices globally), it has also given us the ability to facilitate the continuation of
its development, again through relevant, focused and coordinated enhancements. Just as this business changes, so do
the system requirements that support it. Being able to make those system enhancements and modifications when and
how they are required is imperative to the perpetuation of a seamless, consistent global network. Some of the
advantages of using our own systems strikes to the core of our professional commitment to being able to provide
customized solutions to accommodate our customer's unique and ever evolving needs. We are not dependent on a
third party to make decisions about the desirability of making needed customer modifications. We control our own
destiny, and thereby the destiny of our customers in this manner. It has always been our belief that the importance of
consistent systems reinforcing sound processes being an extension of operational execution capability has been far
under-appreciated and far undervalued in this business. We are constantly engaged in enhancing and improving these
systems.

Finally, we would point out that having a single, uniform, globally-connected system, providing comprehensive
visibility creates great efficiency and great value...particularly in this era where the value of data, and the ability to
provide timely visibility to that data in a consistent and reliable format is becoming increasingly important.
Do you think Expeditors’ incentive compensation model will always be unique to the company? Why don’t
‘competitors copy your incentive model?
We hope so. We believe that properly administered and monitored, our incentive compensation system is a critical
element that not only reinforces our culture, but allows us to extend that culture to our customers by way of how we
grow and maintain our business relationships with them.

We have said before that we think we were fortunate to have implemented our model from the Company's very early
days. We can hardly be expected to know why our competitors have not copied the model, but we would point to the
following factors:

Our model, with its emphasis on very modest base salaries, a