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Education

Ph D, Oklahoma State University, 2007.

Major: Marketing

Dissertation Title: The Influence of Sales Management Control Systems on Salesperson Perceptions of the Organization.

MBA, University of Oklahoma, 1999.

Major: Finance

BBA, University of Oklahoma, 1998.

Major: Marketing

Professional Memberships

Marketing Management Association
American Marketing Association.

Society for Marketing Advances.

Awards and Honors

2011 College of Business Faculty Award for Excellence in Undergraduate Teaching, Arkansas State University. (April 11, 2011).

2010 Lt. Col. Barney Smith ASU Professor of the Year, Student Government Association. (March 2010).

2010 Inspire Integrity National Award Winner, National Society of Collegiate Scholars (NCSM). (February 2010).

2008 AMA Selling and Sales Management Doctoral Dissertation Award. (May 2008).

TEACHING

Teaching Experience

Arkansas State University

MKTG 3013, Marketing, 7 course.

MKTG 3093, Professional Selling and Sales Management, 7 courses.

MKTG 419v (4343), Sports Marketing, 4 course.

MKTG 4223, Marketing Management, 14 courses.

MKTG 6223, Strategic Marketing, 17 courses.

Directed Student Learning

Directed Individual/Independent Study, "The Influence of Winning on Mid-Major College Football Attendance," Marketing. (May 7, 2010 - June 30, 2010).
Advised: Tim Padgett

Directed Individual/Independent Study, "Marketing: Planning for Growth and Economic Development in Northeast Arkansas," Marketing. (January 15, 2009 - April 30, 2009).
Advised: Charles Appleby

RESEARCH

Published Intellectual Contributions

Refereed Journal Articles

Saldanha, J., Hunt, S., Mello, J. (2013). The Key to Managing Truck Drivers: Using Formal and Informal Controls to Improve Motor Carrier Performance. Journal of Business Logistics, 34 (1), 15-32.

Hunt, S. (2012). The Emerging Influence of Compensation Plan Choice on Salesperson Organizational Identification and Perceived Organizational Support. Journal of Leadership, Accountability, and Ethics, 9 (1), 71-80.

Hunt, S., Wilson, J. M. (2011). The Impact of Sales Engineers on Salesperson Effectiveness. Journal of Marketing Development and Competitiveness, 5(2), 130-138.

Nonis, S., Hudson, G., Hunt, S. (2010). Should we Label Products from Clones?  An Exploratory Study of Beliefs, Attitudes and Food Safety Information on Consumer Purchase Intentions. Journal of Marketing Development and Competitiveness, 5(1), 95-106.

Mello, J., Hunt, S. (2009). Developing a Theoretical Framework for Research into Current Driver Control Practices in the Trucking Industry. Transportation Journal, 48(4).

Hunt, S., Frankwick, G. L., Flaherty, K. E., Zablah, A. (2008). The Influence of Organizational Identification on the Relationship between Formal Sales Management Control and Salesperson Performance. Journal of Personal Selling and Sales Management, 28, p. 318.

Pappas, J. M., Flaherty, K. E., Hunt, S. (2007). The Joint Influence of Control Strategies and Market Turbulence on Strategic Performance in Sales-Driven Organizations. Journal of Behavioral and Applied Management, 8, 141-164.

Flaherty, K. E., Arnold, T. J., Hunt, S. (2007). The Influence of an Ideal Control System on Salesperson Performance and Championing ,” Journal of Personal Selling and Sales Management. Journal of Personal Selling and Sales Management, 27, 221-233.

Conference Proceedings

Hunt, S. (2012). SELLING FOR A CAUSE: USING EXPERENTIAL LEARNING TO TEACH PROFESSIONAL SELLING, PRICE NEGOTIATION, AND SOCIAL RESPONSIBILITY (2012th ed., pp. 108-110). Minneapolis, MN: Marketing Management Association.

Nonis, S., Fenner, G., Hunt, S. (2011). An empirical examination of time management's influence on salesperson work-family conflict. Society for Marketing Advances.

Hunt, S., Padgettt, T. (2011). The Influence of Winning on Mid-Major College Football Attendance (pp. 71-72). Chicago, IL: Marketing Management Association.

Hunt, S. (2010). Give them what they Want: The Influence of Compensation Plan Choice on Salesperson Organizational Identification and Perceived Organizational Support (vol. 30, pp. 67-71). Milwaukee, WI: National Conference in Sales Management.

Nonis, S., Hudson, G., Hunt, S. (2010). Student Satisfaction with Online Classroom Experience: Interactive Effects of Student, Instructor, Technology (vol. 2010, pp. 285-286). Advances in Marketing, Proceedings of the Association of Colleiate Marketing Educators.

Nonis, S., Hunt, S., Hudson, G. (2009). Should we Label?  The Influence of Food Safety Information about Offspring of Cloned Animals on Consumer Purchase Intentions (pp. 22-25). Oklahoma City, OK: Association of Collegiate Marketing Educators.

Appleby, C., Hunt, S. (2009). Marketing: Planning for Growth and Economic Development in Northeast Arkansas. Society for Marketing Advances.

Nonis, S., Hunt, S., Hudson, G. (2009). Online Course Expectations in Graduate Business Courses: The Less Investigated Variables (pp. 140-141). Society for Marketin Advances.

Wilson, J. M., Hunt, S. (2009). The Influence of Sales Engineers on Salesperson Time Management, Role Ambiguity, and Information Effectiveness. Society for Marketing Advances.

Nonis, S., Hunt, S., Hudson, G. (2009). Relationship of Student Perceptions of Instructor's Reference and Expert Power with their Learning/Course Experience: A comparions of Online and Traditional Classroom Learning Environments (pp. p.236-238). Association of Collegiate Marketing Educators Annual Conference.

Hunt, S. (2008). The Impact of Perceived Organizational Support on Formal Sales Management Controls and Salesperson Performance (pp. 278-279). St. Petersburg, FL: Society for Marketing Advances.

Hunt, S., Frankwick, G. L., Flaherty, K. E., Zablah, A. (2008). The Influence of Organizational Identification on the Relationship between Formal Sales Management Control and Salesperson Performance (pp.  70-74). National Conference in Sales Management.

Presentations Given

Mello, J. (Author Only), Hunt, S. (Presenter & Author), MMA Spring Conference, "INVESTIGATING DRIVER CONTROL PRACTICES FROM THE PERSPECTIVE OF THE DRIVER," Marketing Management Association, Chicago, Illinois.

Intellectual Contributions in Submission

Refereed Journal Articles

Hunt, S., Mello, J. Linking Formal Controls to Motor Carrier Performance: Curvilinear and Interaction Effects. Transportation Research Part E: Logistics and Transportation Review, Elsevier.

Saldanha, J. P., Miller, J., Hunt, S., Mello, J. Combining Formal Controls and Technology Control to Improve Firm Performance. Journal of Business logistics.

SERVICE

Department Service

Committee Member, Department PRT Committee. (June 1, 2013 - Present).

Committee Member, Program Promotion Committee. (August 2008 - Present).

Committee Member, Student Scholarship Selection Committee. (August 2008 - Present).

Committee Member, Graduate Curriculum Committee. (August 2007 - Present).

College Service

Committee Member, COB Graduate Programs Committee. (August 2010 - Present).

Committee Chair, COB Publicity and Outreach Committee. (August 2009 - Present).

Committee Member, College of Business Website Committee. (August 2009 - Present).

Committee Member, College of Business Entrepreneurship Institute Strategic Planning Committee. (August 2007 - Present).

Committee Member, College of Business Recruiting Committee. (August 2007 - Present).

University Service

Committee Member, Undergraduate Enrollment and Academic Policy Committee. (August 2008 - Present).

Committee Member, ASU-Jonesboro Chancellor Search Committee. (August 31, 2011 - March 1, 2012).

Committee Member, Vice Chancelor for Advancement Search Committee. (April 2008 - September 2008).

Professional Service

Reviewer, Textbook, Principles of Marketing and Marketing Management texts.

Reviewer, Ad Hoc Reviewer, Journal of Marketing Channels. (November 2010 - Present).

Officer, Vice President, American Marketing Association Sales Special Interest Group. (July 1, 2010 - Present).

Editorial Review Board Member, Journal of Personal Selling and Sales Management. (October 2009 - Present).

Track Organizer, Society for Marketing Advances Conference, New Orleans, Louisiana. (2009).

Reviewer, Conference Paper, National Conference on Sales Management. (2008).

Reviewer, Conference Paper, Society for Marketing Advances. (2008).

Reviewer, Conference Paper, National Conference on Sales Management. (2007).

Public Service

Board Member, Forest Home Church of the Nazarene, Jonesboro, AR. (May 1, 2013 - Present).

Member, Red Wolf Club, Jonesboro, AR. (July 2008 - Present).

Youth Basketball Coach, Upward Basketball, Jonesboro, AR. (November 2007 - Present).

Member, Jonesboro University Rotary Club, Jonesboro, AR. (July 2008 - July 2011).

Consulting

For Profit Organization, McGraw-Hill, Chicago,IL. (December 20, 2009 - Present).

Academic, Delta Center for Economic Development, Jonesboro, AR. (August 2008 - Present).

Ndoxa, Tulsa, OK. (June 2008 - Present).

Academic, Optus Communications, Jonesboro, AR. (June 2008 - Present).

Atlantic-ACM, Boston, MA. (June 2007 - Present).

For Profit Organization, RiceTec, Harrisburg, AR. (June 10, 2010 - June 20, 2010).

For Profit Organization, KAIT - Raycom Media, Jonesboro, AR. (November 1, 2009 - November 15, 2009).
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