ROSEMARY P. RAMSEY
June 2009

212M Rike Hall
Wright State University

Raj Soin College of Business

Dayton, OH 45435-0001

Phone:  937 775-3302

Fax:  937 775-3952

Email:  rosemary.ramsey@wright.edu 

EDUCATION

Ph.D.
University of Cincinnati, Cincinnati, Ohio (1987)


Major:  Marketing (Sales)


Minor:  Social Psychology

M.B.A.
Wright State University, Dayton, Ohio (1980)


Major:  Marketing


Minor:  Finance

B.A.
Wright State University, Dayton, Ohio (1979)


Major:  Psychology

ADMINISTRATIVE EXPERIENCE

August 2003-
Associate Dean, Graduate Programs, International and Community Relations, Raj Soin August 2004
College of Business, Wright State University.  Responsible for all graduate business 
programs, with emphasis on the MBA.  Oversaw the on-campus MBA, Lake campus MBA, MD/MBA, and the international MBA programs in BVI Tortola, and China.  Initiated policy and procedures for MBA programs.  Initiated various activities including the MBA Career Networking Night, MBA Association, and MBA Alumni Association.  Conducted MBA exit interviews as part of the college assessment plan. Worked on development of an EMBA program and a Wright-Patterson AFB MBA program.  Oversight for the SBDC, the Manufacturing SBDC, and the Economic Education Center.  Responsible for all international business programs and projects.  Implemented an International Business Advisory Board, a TARGET/CIBER program with OSU, and coordinated grant activities.  Responsible for all marketing projects, including developing a marketing plan, college newsletters, web page, Connections, e-Connections, and college brochures.  Developed a Management Education Center for non-credit professional development.  Responsible for community relations with all stakeholders including students, alumni, other WSU organizations, and business and government communities.  Initiated Town Hall meetings, and worked with non-profit groups such as PowerNet, IT Alliance, I-zone, and Kettering Foundation.  
July 2000-
Interim Dean and Professor of Marketing, Cleveland State University, College of

June 2002
Business Administration.  Responsible for a $10.4 million budget, 78 faculty, 34 staff, 
and 3000 students.  Facilitator for all academic programs, including a DBA program, seven MBA programs, a Masters in Accountancy, a Masters in Labor Relations, a Masters in Public Health, a Masters in Computer Information Science, and bachelors and minor programs.  Initiated a pilot profit-sharing off-campus MBA program.  Determined budget needs and budget forecasting in a financially challenged environment.  Facilitated a strategic planning process and initiated assessment and continuous improvement processes.  Responsible for AACSB self-study process with a successful on-site visit completed Spring 2002.

Initiated processes and documentation required for continued AACSB accreditation.  Procured as a gift SAP, SPSS Clementine, and SAS Data Mining software. Procured funding for faculty development program. Also encouraged and supported integration of technology across the curriculum.  Engaged in fund raising through telethons and donor requests.  Acted as a liaison between the college and the Visiting Advisory Committee and rebuilt the membership of the Committee.  Initiated and facilitated programs with other colleges such as the JD/MBA and an Engineering MBA.  Made recommendations regarding promotion and tenure, professional leaves, and faculty/staff hiring.  Facilitated programs in the Executive Development Center such as an FBI Computer Forensics Seminar with GE, FBI Internships, and scholarships.  Initiated career activities such as a career counselor housed part-time in the college, and initiated an MBA Networking Night.  Initiated several student activities such as Town Hall Meeting and Business Careers Day for Cleveland City High Schools.  Procured funds for student scholarships.  
July 1999-
Professor and Chair, Department of Marketing, Cleveland State University.  

June 2000
Responsible for various departmental activities.  Recruited and hired full-time and part-time faculty.  Scheduled all classes for which the department was responsible including the undergraduate program, the MBA programs, and the DBA program.  Initiated curriculum changes including new courses, course changes, restructuring of the curriculum, certificate programs and student requirements.  Acted as AACSB coordinator for the department; initiated required documentation such as teaching portfolios.  Responsible for various reports for both the university and the college, such as faculty teaching load status and intellectual contribution reports.  Initiated marketing activities such as overseeing homepage updates, brochure development, and student recruiting.  Monitored departmental activities with regard to AAUP requirements.  Made recommendations for promotion and tenure and professional leaves.  Initiated and monitored relationships with various business organizations such as Sales and Marketing Executives of Cleveland, Cleveland Ad Association, COSE and SBDC, National Association of Women Business Owners; strengthened relationships with the CSU community.  Maintained research activities for journal and conference publications; review board member for two journals and ad hoc reviewer for others.  Maintained relationships with academics on the national level, including participating in the Baylor University National Collegiate Sales Competition, and on the Board of Directors for National Conference in Sales Management.  Carried a twelve-semester hour per year teaching load.

1996-1999:
Professor and Chair, Department of Management and Marketing, Eastern Kentucky University.  Performed departmental administrative functions such as student and faculty recruiting, faculty performance and merit evaluation process, promotion and tenure process, class scheduling, and budgeting.  Involved in AACSB accreditation process.  Initiated several new projects such as departmental strategic planning process, faculty development plans, departmental advisory council, and peer teaching evaluation process.  Had a six semester-hour teaching load and acted as a student advisor.  Actively involved in various research activities, as well as relationship-building with various constituencies.  
ACADEMIC EXPERIENCE

2004-present:
Professor of Marketing, Raj Soin College of Business, Wright State University.  


Teach Principles of Marketing classes, Professional Sales, Marketing Strategy, Marketing Capstone, and MBA classes.  Developed and taught a University Honors class on problem solving and creativity for which I received a grant.  Also received a grant from the University Center for International Education for designing an international business course including a trip to Jena, Germany.  Provide service to the department, college, university, and the profession.
2002-2003:
Professor of Marketing, College of Business Administration, Cleveland State University.  Responsible for maintaining research level to retain doctoral-program qualification.  Teach in various programs, including Executive MBA, Accelerated MBA, and corporate on-site MBA programs.  Provide service to the department, college, university, profession, and business community.  These activities include working with the Mayor’s Office, City of Cleveland on various marketing activities, and developing and promoting programs with other CSU colleges such as the JD/MBA program, and the College of Education Superintendents’ Leadership Program.  Work with CAMP on small business start-ups.
1989-1996:
Associate/Assistant Professor, University of South Florida.  Taught Basic Marketing, Professional Selling, Buyer Behavior, Advanced Sales Seminar, Honors Sales Seminar and Business Trends at the undergraduate level.  Taught sales seminars at the doctoral level.  Also, taught various modules in the Marketing Honors Program.  Offered a course on Creativity for Executive MBA program.

1987-1989:
Assistant Professor, Department of Marketing, University of Kentucky.  Taught Personal Selling.

1985-1987
Marketing Instructor (part-time), University of Cincinnati and Northern Kentucky University.  Taught Consumer Behavior and Sales Management.  Taught Marketing Management in the MBA program.

1980-1982:
Systems Sales Analyst, NCR Corporation, Dayton, Ohio.  Taught selling skills and product information classes to sales personnel and district managers.

REFEREED JOURNAL ARTICLES
Ramsey, Rosemary, Dawn Deeter-Schmelz, and Scott Miller, “Problem Solving in Organizations:  Psychometric Assessment of the Adaptor-Innovator Instrument,” accepted at Journal of Marketing Theory and Practice.

Ramsey, Rosemary, and Dawn R. Deeter-Schmelz (2008), “An Assessment of the Psychometric Properties of the Style of Processing (SOP) Scale:  How Do We Measure Individuals’ Verbal/Visual Information Processing Preferences,” Journal of Marketing Theory and Practice, 16 (1), 41-55.

Dewett, Todd, Rosemary P. Ramsey, and Michael Z. Sincoff (2007), “A Call for Infusing Creativity


throughout Marketing,” Business Journal for Entrepreneurs, 1, 1-39.
Ramsey, Rosemary, Greg Marshall, Mark T. Johnston, and Dawn R. Deeter-Schmelz (2007), “Ethical Ideologies and Older Consumer Perceptions of Unethical Sales Tactics,” Journal of Business Ethics, 70, 191-207.

Deeter-Schmelz, Dawn, and Rosemary P. Ramsey (2003), “An Investigation of Team Information


Process in Service Teams:  Exploring the Link Between Teams and Customers,” Journal of the Academy of Marketing Science, 31 (4), 409-424.

Deeter-Schmelz, Dawn R., Karen N. Kennedy, and Rosemary P. Ramsey (2002), “Enriching and Understanding of Student Team Effectiveness,” Journal of Marketing Education, 24 (2), 114-124.

Javalgi, Rajshekhar and Rosemary P. Ramsey (2001), “Strategic Issues of E-Commerce as an Alternative Global Distribution System,” International Marketing Review, 18 (4), 376-391.  

Spain, Judith W., Carolyn F. Siegel, and Rosemary P. Ramsey (2001), “Selling Prescription-Only Drugs Online:  Distribution Related Legal/Regulatory Issues,” International Marketing Review, 18 (4), 432-449.

Spain, Judith W. and Rosemary P. Ramsey (2000), “Workers’ Compensation and Respondent Superior Liability Involving Salesperson’ Misuse of Alcohol,” Journal of Personal Selling & Sales Management, 20 (4), 263-270.
Boorom, Michael, Jerry Goolsby, and Rosemary P. Ramsey (1998), “Relational Communication Traits and Their Effect on Adaptiveness and Sales Performance,” Journal of the Academy of Marketing Sciences, 26 (1), 16-30.
Deeter-Schmelz, D.R. and R. Ramsey (1998), “Student Team Performance:  A Method for Classroom Assessment,” Journal of Marketing Education, 20 (1), 85-93.

Deeter-Schmelz, D.R. and R. Ramsey (1997), “Considering Sources and Types of Social Support:  A Psychometric Evaluation of the House and Wells (1978) Instrument,” Journal of Personal Selling & Sales Management, 27 (1), 49-61.

Ramsey, R. and R. Sohi (1997), “Listening to Your Customers:  The Impact of Perceived Salesperson Listening Behavior on Relationship Outcomes,” Journal of the Academy of Marketing Science, 25 (2), 127-137.

Deeter-Schmelz, D.R. and R. Ramsey (1995), “A Conceptualization of the Functions and Roles of Formalized Selling and Buying Teams,” Journal of Personal Selling & Sales Management, 15 (2), 47-60.

Kennedy, K. and R. Ramsey (1995), “Psychometric Evaluation of the Hall Professionalism Scale,” Psychological Reports, 77, 331-338.
Ramsey, R., F.G. Lassk, and G.W. Marshall (1995), “A Critical Evaluation of a Measure of Job Involvement:  The Use of Lodahl and Kejner (1965) Scale with Salespeople,” Journal of Personal Selling & Sales Management, 15 (3), 65-74.

Gassenheimer, J.B. and R. Ramsey (1994), “The Impact of Dependence on Dealer Satisfaction:  A Comparison of Reseller-Supplier Relationships,” Journal of Retailing, 70 (3), 253-266.

(*Lagace was my married name.)

Lagace, R.R., S.B. Castleberry, and R.E. Ridnour (1993), “An Exploratory Salesforce Study on the Relationship Between Leader-Member Exchange and Motivation, Role Stress, and Manager Evaluation,” Journal of Applied Business Research, 9 (4), 110-119.

Lagace, R.R., J.R. Goolsby, and J.B. Gassenheimer (1993), “Scaling and Measurement:  A Quasi-Replicative Assessment of a Revised Version of INDSALES,” Journal of Personal Selling & Sales Management, 13 (1), 65-72.

Goolsby, J.R., R.R. Lagace, and M.L. Boorom (1992), “Psychological Adaptiveness in Sales Performance,” Journal of Personal Selling & Sales Management, 12 (2), 51-66.

Lassk, F., K. Kennedy, M. Powell, and R. Lagace (1992), “Psychological Adaptiveness and Sales Managers’ Job Performance,” Journal of Social Behavior and Personality, 7 (4), 611-620.
Lagace, R.R. (1991), “An Exploratory Study of Reciprocal Trust Between Sales Managers and Salespersons,” Journal of Personal Selling & Sales Management, 11 (2), 49-58.

Lagace, R.R., R. Dahlstrom, and J.B. Gassenheimer (1991), “The Relevance of Ethical Salesperson Behavior on Relationship Quality:  The Pharmaceutical Industry,” Journal of Personal Selling & Sales Management, 11 (4), 39-47.

Lagace, R.R. (1990), “Leader-Member Exchange:  Antecedents and Consequences of the Cadre and Hired Hand,” Journal of Personal Selling & Sales Management, 10 (Winter), 11-19.

Lagace, R.R. and J.L. Twible (1990), “The Impact of Source Credibility Characteristics on Physicians’ Satisfaction with Pharmaceutical Salespeople,” Journal of Ambulatory Care Marketing, 4 (2), 53-63.  Also in Advances in Health Care Research, (D. Scammon and M. Ven Verkatesan, eds.), 144-148.
Lagace, R.R. and J.L. Twible (1990), “The Androgyny Level of Salespeople:  Gooses and Ganders, or All Geese?” Journal of Social Behavior and Personality, 5 (6), 641-650.

Comer, J.M., K.A. Machleit, and R.R. Lagace (1989), “A Psychometric Assessment of a Reduced Version of INDSALES,” Journal of Business Research, 18 (4), 291-302.

Lagace, R.R. and J.B. Gassenheimer (1989), “A Measure of Global Trust and Suspicion:  A Replication,” Psychological Reports, 65, 473-474.

Lagace, R.R. and T.A. Longfellow (1989), “The Impact of Classroom Style on Student Attitudes Toward Sales Careers:  A Comparative Approach,” Journal of Marketing Education, 11 (3), 72-77.

Lagace, R.R. (1988), “Role-Stress Differences Between Salesmen and Saleswomen:  Effect on Job Satisfaction and Performance,” Psychological Reports, 62, 816-825.

Lagace, R.R. and G.K. Rhoads (1988), “Evaluation of the MacDonald, Kessel, and Fuller Self-Report Trust Scale,” Psychological Reports, 63, 961-962.
REFEREED CONFERENCE PAPERS

Ramsey, Rosemary, Jule B. Gassenheimer, and Iris E. Harvey (2008) “Defining our Discipline:  How Well Do We Market Marketing?” Summer 2008 AMA Conference Proceedings.
Deeter-Schmelz, Dawn R and Rosemary P. Ramsey (2007), “A Psychometric Assessment of Jaworski and Kohli’s Esprit de Corps Measure for Use in Team Selling Environment,” Summer 2008 Conference Proceedings.
Harvey, Iris and Rosemary P. Ramsey (2007), “Competing with For-Profit Universities:  Can Nonprofits Use Similar Marketing Strategies?” American Marketing Association Symposium for the Marketing of Higher Education.
Deeter-Schmelz, Dawn R. and Rosemary P. Ramsey (2002), “Fear of Success:  Exploring Gender and Age Differences,” Conference of the Academy of Marketing Science, 49-55.

Ramsey, Rosemary, Injazz Chen, and Karen Popovich (2002), “Enhancing a Firm’s Market Orientation with Customer Relationship Management (CRM and Supply Chain Management (SCM),” Conference on Relationship Marketing and Customer Relationship Management.

Deeter-Schmelz, Dawn R., and Rosemary P. Ramsey (2001), “Fear of Success in Salespeople:  What Is It?  How Do We Measure It?”  American Marketing Association Winter Educators’ Conference, 248-255.

Ramsey, Rosemary P., Marcus L. Myers, and Dawn R. Deeter-Schmelz (2000), “Innovativeness of Salespeople:  Assessments of Scales,” National Conference in Sales Management, 66-67.

Ramsey, Rosemary P. and Dawn R. Deeter-Schmelz (1999), “Salespeople as Problem Solvers:  The Need for Creativity,” National Conference in Sales Management Proceedings, 77-86.

Ramsey, Rosemary P., Carolyn F. Siegel, and Greg W. Marshall (1999), “Web-Based Shopping vs. Other Shopping Modes:  When Given a Choice, What Do Consumers Prefer?” American Marketing Association Winter Educators’ Conference, 44-50.
Ramsey, Rosemary P., Dawn R. Deeter-Schmelz, Judith W. Spain, and Greg Marshall (1999), “A Psychometric Evaluation of the Ethics Position Questionnaire (EPQ),” Society for Marketing Advances Conference Proceedings, 238-241.

Siegel, Carolyn F. and Rosemary P. Ramsey (1999), “Community Mental Health Centers:  Are They Ready for Online Marketing?”  Society for Marketing Advances Conference Proceedings.

Deeter-Schmelz, Dawn R. and Rosemary P. Ramsey (1998), “Salesperson Social Support:  How Important Is It?” National Conference in Sales Management, (M. Humphreys, ed.), 29-38.

McGlone, Teresa and Rosemary P. Ramsey (1998), “Getting Realistic about Reality:  Using Chaos Theory to Explain Marketing Phenomena,” Southern Marketing Association Conference, 248-251.

Deeter-Schmelz, D.R. and R. Ramsey (1997), “Retail Customers’ Perceptions of Salesperson Interaction Performance:  Initial Scale Development,” National Conference in Sales Management Proceedings, 152-162.
Boorom, M.L., R. Ramsey, and D. Deeter-Schmelz (1996), “The Impact of Anxiety-Reducing Exercise on Communication Competency in a Professional Sales Class,” Summer AMA Educator’s Conference Proceedings.

Deeter-Schmelz, D., R. Ramsey, and M. Boorom (1996), “Sales Force Technology:  The Reality of Virtual Reality,” National Conference in Sales Management.

Kennedy, K., R. Ramsey, and T. Ingram (1996), “Model of Sales Training:  From Corporate Training to the University Classroom,” Winter AMA Educator’s Conference Proceedings, 399-405.  Best Paper in Track Award.

Boorom, M. and R. Ramsey (1995), “Psychometric Assessment of the Behrman-Perreault Salesperson Performance Scale Using Salesperson-Sales Manager Dyads,” National Conference in Sales Management, 126-132.

Ramsey, R., Theresa Bilitski, and J.B. Gassenheimer (1995), “Motivational Differences Between Salesmen and Saleswomen, Actual or Perceptual,” Academy of Marketing Science Conference, 133-138.

Lagace, R.R., T.N. Ingram, and M.L. Boorom (1994), “An Exploratory Study of Buyers’ Perceptions of Salesperson Unethical Behavior:  Scale Development and Validation,” AMA Summer Conference Proceedings, 118-123.

Lagace, R.R. and G.W. Marshall (1994), “Buyers’ Trust of Salespeople:  Does It Go Beyond the Dyad?”  National Conference in Sales Management, 44-48.

Lagace, R.R. and J.B. Gassenheimer (1993), “The Impact of Role Stressors on Sales Manager Job Satisfaction,” National Sales Management Conference Proceedings, (Avila and Weilbaker, eds.), 77-81.
Lassk, F., R.R. Lagace, and P. Solomon (1992), “An Exploratory Study to Investigate the Use of Emotions to Segment the Nonprofit Market,” Southern Marketing Association Proceedings, (R. King, ed.), 366-371.

Young, M.R. and R.R. Lagace (1992), “The Theory of Reasoned Action Revisited:  A Case of Highly Involved, Long Term Voluntary Behavior,” Summer AMA Conference Proceedings, (Leone and Kumar, eds.), 547-554.

Lagace, R.R. and J.B. Gassenheimer (1991), “An Exploratory Study of Trust and Suspicion Toward Salespeople:  Scale Validation and Replication,” Winter AMA Conference Proceedings, (Childers et al. eds.), 121-125.
Lagace, R.R. and M.L. Boorom (1990), “Do Salespeople Trust Their Managers?  An Exploratory Study of Salespersons’ Trust of Sales Managers,” Proceedings of National Sales Management Conference, 89-92.
Lagace, R.R., M.R. Young, and J.G. Marks (1990), “The Use of Terminal and Instrumental Values for Nonprofit Marketing,” Southern Marketing Association, (L.M. Capella et al. eds.), 91-96.
Twible, J.L. and R.R. Lagace (1990), “Students Attitudes Towards a Career in Sales:  The Impact of Perceived Control,” in 1990 Summer AMA Educators’ Proceedings, 142-145.

Rhoads, G.K. and R.R. Lagace (1989), “Age and Gender Factors Affecting the Negotiation Behaviors of Industrial Buyers,” Winter Educators’ Conference Proceedings, (Childers et al. eds.), Chicago:  American Marketing Association, 105-109.

Lagace, R.R. (1988), “Negative Stereotyping of Saleswomen:  Do Role Problems Really Exist?” Winter Educator’s Conference Proceedings, (S. Shapiro ed.), Chicago:  American Marketing Association, 374-379.

Lagace, R. R. and V. Howe (1988), “Salesperson Performance: An Evaluation of the Behrman and Perreault Scale,” Summer Educator’s Conference Proceedings, (Ingene and Frazier, eds.), Chicago:  American Marketing Association, 313.

Dwyer, F.R. and R.R. Lagace (1986), “On the Nature and Role of Buyer-Seller Trust,” 1986 Educators’ Conference Proceedings, (T.A. Shimp and S. Sharma, eds.), 40-45.
Dwyer, F.R., S. Oh, and R.R. Lagace (1986), “Exploring the Environmental and Behavioral Antecedents of Franchisee Trust and Satisfaction,” Franchising:  Interdisciplinary Perspectives on a Dynamic Business System, (R. Mittlestaedt, ed.).

RESEARCH UNDER REVIEW
Deeter-Schmelz, Dawn and Rosemary P. Ramsey, “A Psychometeric Assessment of the Lennox and


Wolfe Self-Monitoring Behavior Scale in the Sales Force,” Industrial

Marketing Management, revise and resubmit.
Deeter-Schmelz, Dawn and Rosemary P. Ramsey, “ The Impact of Student Team Performance on 


Course Outcomes,” data analysis.

Goodrich, Kendall and Rosemary P. Ramsey, “ Are Consumers with Disabilities Receiving the Services


They Need? A Comparative Study,” study design.

RECOGNITION AND HONORS
2007:  
Ohio Department of Education, Marketing Standards Writing Team

2007:
Chair Elect, American Marketing Association Sales SIG
2006:  
Outstanding Marketing Professor, Raj Soin College of Business, WSU
2005- 2006:
Vice-Chair, Conference Programming, American Marketing Association Sales SIG.

2005:
Who’s Who in Business Higher Education

2005:
Awarded Grant from University Honors Program for Honors Seminar development on 


“Embracing Change through Problem Solving and Creativity.”

2005:
Who’s Who Among American Teachers, multiple year recipient.
2004:
Certification in Kirton’s Adaptor-Innovator Theory, London, England.

2004:
Awarded Grant from University Center for International Education for trip to Jena, Germany and for course development.

2003:
Who’s Who Among American Executives and Professionals.

2002: 
Who’s Who Among American Teachers.

2001:
FBI Citizens’ Academy Participant.

2001:
CSU Women Who Make a Difference.

1997:
Elected Vice-Chair Finance and Treasurer, American Marketing Association Sales Special Interest Group.

1996:
Awarded “Excellence in Reviewing” from Pi Sigma Epsilon for Journal of Personal Selling and Sales Management.

1996:
Southern Marketing Association Track Chair:  Sales Management, Promotion Advertising, and Public Relations.

1995:
Certification in Photography, University of South Florida.

1994:
USF Research/Creative Scholarship awarded for project titled:  An Existential-Phenomenological Investigation to Identify the Creative Process in Marketing.

1993-94:
Awarded State University System Teaching Incentive Program Award.

1992:
Faculty Initiate, Delta Sigma Pi.

1992:
1992 Alumni Professor Award for University of South Florida.

1992:
American Marketing Association Faculty Consortium, Memphis (Session Chair).

1992:
Summer Research Grant from COBA, University of South Florida.

1991:
American Marketing Association Summer Conference, (Session Chair).

1990-91:
Outstanding Undergraduate Teaching Award, University of South Florida.

1989-90:
College of Business Administration Annual Research Award, University of South Florida.

1988:
Ashland Oil Summer Research Fellowship, University of Kentucky.

1987:
University Research Council Summer Research Fellowship, University Cincinnati.

1986:
“Kelley Siddall Graduate Student Research Grant,” University of Cincinnati.

1986:
“Friends of Women’s Studies Research Grant,” University of Cincinnati.

1986:
Elected to Beta Gamma Sigma.

1986:
University of Cincinnati Research Assistantship.

1985:
University of Cincinnati Graduate Scholarship

1983:
Number One Sales Representative for NCR in the United States.

Awarded Graduate and Professional Opportunity Program Fellowship from Department of Health, Education, and Welfare for MBA Program.

Presented Honors Dissertation paper in behavioral sciences at Wright State University (1979).

Awarded Special University Honors and Psychology Department Honors upon graduation form bachelor’s degree program, Wright State University (1979)

EDITORIAL EXPERIENCE

Associate Editor for Journal of Personal Selling & Sales Management (1995-1998)

Reviewer for:

            Journal of Personal Selling & Sales Management
            Journal of Marketing Theory and Practic

Summer AMA Proceedings


Winter AMA Proceedings


Academy of Marketing Science Proceedings


National Conference in Sales Management Proceedings

Ad Hoc Reviewer:


Journal of the Academy of Marketing Science

Journal of Retailing


Industrial Marketing Management
PROFESSIONAL ORGANIZATIONS

Academy of Marketing Science

Alpha Mu Alpha

American Marketing Association

Beta Gamma Sigma

Delta Sigma Pi

Society for Marketing Advances

DOCTORAL DISSERTATION CHAIR

Michael Boorom, Chair, University of South Florida.

Dawn R. Deeter-Schmelz, Co-Chair, University of South Florida.
COMMUNITY CONTRIBUTION

Volunteer:


VA Medical Center, Dayton, Ohio


Peace Museum, Dayton, Ohio


Dayton Philharmonic Volunteer Association


Member, Dayton Art Institute
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