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Norway, (October 13, 1987)

14. * Strategic Planning,” (with John U. Farley and James M. Hulbert) at Marketing Strategy, Marketing
Science Ingtitute Conference, (December 16, 1986)

13. “The Marketing of Technology,” (with Rashi Glazer) at Marketing Strategy, Marketing Science
Institute Conference, (December 16, 1986)

12. Corporate Strategic Planning and Firm Financial Performance, (with John U. Farley and James M.
Hulbert) at “ Strategic Alliances. New Competitive Muscle,” Business Week Ninth Annual Strategic
Planning Conference, (October 7, 1986)

11. “An Empirical Test of 'In Search of Excellence,” (with John U. Farley, James M. Hulbert and David
Lel) to the Columbia/Wharton Business Schools Joint Marketing Colloquium, Wharton School,
(January 24, 1986)

10.” The Importance of a Mix of Life Cycle Positions in the Firm's Portfolio,” (with John U. Farley and
James M. Hulbert) to Conference on Life Cycles, Marketing Science Irstitute, Cambridge, Mass.,,
(December 12, 1985)

9. “Changing Views of Children's Consumer Information Processing,” Discussant at Association of
Consumer Research Annual Conference, Las Vegas, (October 20, 1985)

8. “Corporate Diversity and Economic Performarce: The Impact of Market Specialization,” (with E.
Martin) to the New Y ork, Columbia, Y ale Universities Joint Marketing Colloquium, New Y ork City,
(May 10, 1985)

7. “Marketing Financia Services: Principles and Strategy Development” to Conferences on Marketing
Financial Services, organized by The Center for Strategic Management, New York City, (January
24, 1984; May 2, 1984)

6. “Organizational Processes and Economic Performance: A Contingency Approach,” (with S. Wright,
John U. Farley, James M. Hulbert, Academy of Management, (August 1984)

5. “Institutional Change in Dentistry: A Marketing Perspective,” to the Dunning Memorid
Symposium, School of Public Health, Columbia University, New Y ork, (April 29, 1981)

4. “Credit Scoring: Some Questions,” to the Advisory Council of the Credit Research Center, Purdue
University, Atlanta, Georgia, (November 10, 1977)

3. “Some Issues Raised by the Use of Credit Scoring,” to the Third Annual Management Forum of the
Associated Credit Bureaus, Houston, Texas, (February 23, 1978)

2. “Credit Scoring: Some Unanswered Questions,” to the Annual Convention of the Consumer Bankers
Association, Boca Raton, Florida, (October 9, 1978). Reprinted in American Banker, 144 (March 19,
1979), 10, 15, 17.

1. “Problems with Credit Scoring,” to Senior Management, Consumer Services Group, Citibank,
Montauk, New Y ork, (June 13, 1979)

TV APPEARANCES
Business This Morning, WCBS and FNN, June 15, 1989.



DOCTORAL DISSERTATION COMMITTEES
Jin-Kyung Han, Columbia University, 1993
Yael Zackai, Columbia University, 1993
Praveen Kopalle, Columbia University, 1992
Jukti K. Kalita (chair), Columbia University, 1991
Scott Hoenig, Columbia University, 1990
Sunder Narayanan, Columbia University, 1990
Kapil Jain, Columbia University, 1989
Raj Sisodia (chair), Columbia University, 1988
Elizabeth Martin (sponsor), Columbia University, 1986
David Lei (de facto sponsor), Columbia University, 1985
Heather Wilson, Teachers College, Columbia University, 1985
Tom Christian, Columbia University, 1984
Robert Clarke, Harvard Business School, 1980
Dan Sarrel, Harvard Business School, 1979

GRANTSAND AWARDS
Marketing Case Studies in Asia, 1995, HK$235,000
Case Studies. New Y ork City Police Department, 1993, $5,000; Northern Telecom, 1993, $5,000
Marketing of Financial Services. Genera Electric Foundation, (1984), $7,000; General Motors
Acceptance Corporation, (1985), $150,000; The Equitable Life Assurance Society of the
United States, (1986), $150,000
Marketing of Technology, Marketing Science Ingtitute, 1982, $7,000



