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ACCREDITED

LETTER FROM THE DEAN

Dear Friends,

So many exciting activities and accomplishments 
continue in the Scott College of Business at Indiana State 
University. In class and outside of class, we are providing 
innovative learning and professional development to 
our students and building new facilities to enrich their 
experiences and connections with the community. 

After more than three decades in the Statesman Towers 
complex, the college will move next summer to a 
renovated Federal Building in downtown Terre Haute. A 
$20.5 million makeover is restoring its beautiful historic 
architecture, while creating spaces and technology 
specifi cally designed for current and future students, 
staff, and faculty. 

Our mission and the success of our students, graduates, 
and the faculty and staff cannot be achieved without our 
alumni and friends. Some provide fi nancial support for 
scholarships, programs, and facilities; others serve on an 
advisory council or mentor students. Guest speakers add 
critical industry insights, and others facilitate connections, 
internships and jobs for our students. 

I hope you enjoy reading and sharing this issue of 
Portfolio and that you will experience some of the 
enthusiasm and student development that I am 
privileged to witness each day.

On behalf of the Scott College of Business, thank 
you!  Please do visit us soon–in person, on 
www.indstate.edu/business, with a call or email. 

Sincerely,

Nancy J. Merritt, Dean
Scott College of Business

SCOTT COLLEGE of BUSINESS

Hullabaloo

Homecoming

A special thanks to our sponsors who helped make the evening a success:

Frontier Communications

The Ohio Building     |     The MacDaddy’s     |     Azar’s Catering     |     The Tribune Star

Woodburn Graphics     |     Citizens National Bank      |     ISU Alumni Association     |     Northwestern Mutual

 Innsbruck Financial     |     Monarch Beverage     |     ISU Federal Credit Union

It was one awesome night!

We invite your support of Scott College of Business activities and programs that make a 
di�erence in our students’ experience.  Visit our website at www.indstate.edu/business to 

learn more about sponsorship opportunities, serving as a mentor to a student or 
participating in special programs.  We look forward to hearing from you!
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Academy of Marketing Science, 
Marketing Management Association 
and the Society for Marketing 
Advances. Hawes is the fi rst 
recipient of the American Marketing 
Association’s “McGraw-Hill/Irwin 
Sales Teacher of the Year Award” and 
of the University Sales Alliance’s fi rst 
Distinguished Sales Educator Award 
in 2005.  

Hawes’ publications include books, 
academic journal articles, business 
publications and press articles. He has 
published over 60 sales, marketing 
and education articles in leading 
academic journals. His article on trust 
development is the most frequently 
cited research in the history of the 
Journal of Personal Selling and
Sales Management. 

“Dr. Hawes is a national star in the 
fi eld of sales education and research.  
He has an established track record 
of preparing students for successful 
careers in business,” Merritt said. 
“He has been a terrifi c addition to 
the Scott College of Business, and 
Indiana State students have already 
benefi ted from his tremendous 

knowledge and teaching.”

Merritt said he was a perfect fi t 
for the Scott College, which was 
interested in advancing marketing 
and sales programs. Hawes quickly 
created the Sales and Negotiations 
Center, a new course in negotiations 
and a laboratory for students and new 
programs. He helped develop changes 
in the marketing major, creating a 
new sales emphasis and formulating 
a new sales minor and certifi cate 
programs in insurance and medical 
sales.  

Each term since joining Indiana 
State as a professor in 2009, Hawes 
has entered students in national sales 
competitions and taken students to 
sales seminars and events.

Under his leadership, the Scott 
College of Business sales program 
has already been identifi ed as a “Top 
University Sales Program” by the 
Sales Education Foundation. 

And, he is still working to reach the 
aggressive goals he set for himself and 
the program.

“We’re continuing to make progress. 
Our challenge is partly the economy 
right now,” he said. “My goal is that 
every student will have a job at the 
time of graduation, and we’re working 
on that but we have not yet reached 
that goal.”

The Sales Advisory Council, which 
supports the sales program while 
mentoring students, has impressive 
members, but Hawes seeks to 
expand the group. He continues to 
advocate for the program and its 
students. New sales and negotiations 
learning facilities are also part of the 
renovation of the Federal Building as 
the new home of the Scott College
of Business.

“We’ve got to have great graduates 
looking for sales jobs who then get 
hired by companies who put them 
to work, and they will be successful,” 
Hawes said. “Once that cycle gets 
going, then it becomes pretty easy to 
keep it going.

“The hard part is getting it started,” 
he said, “and we’ve made a lot of 
progress in that regard.”  

Jon Hawes, director of the Sales and 
Negotiations Center, sits in the audience 
for a presentation during the Sales Career 
Exploration Event in September of last year.
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A conference at Indiana State University in May featured researchers from 
across the nation presenting their award-winning papers about emerging 

critical issues that affect fi nancial services regulation.

The presenters, who received funding from Networks Financial Institute, spoke 
at the Financial Services Policy Reform Conference. NFI, an institute in the 
Scott College of Business, awarded funding to the presenters. Support of doctoral 
students and new scholars was provided to advance fi nancial services research in 
two research competitions.  The award recipients presented their fi ndings at the 
conference, which was followed by discussion among policy experts and scholars 
in attendance.

FINANCIAL SERVICES POLICY REFORM CONFERENCE

EMERGING CRITICAL ISSUES 
THAT AFFECT FINANCIAL 
SERVICES REGULATION by Austin Arceo

FINANCIAL INSIGHT
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Memories of the time Jon  
Hawes studied at Indiana State 

in the 1970s rushed back to him as he 
visited the Scott College of Business 
two years ago. Although it was his 
fi rst time back to campus in almost 
three decades, he wasn’t visiting for a 
reunion.

It was for a job interview. Dean 
Nancy Merritt and the faculty could 
not believe their luck.

Hawes, who earned his baccalaureate 
degree in marketing and economics 
in 1973 and his MBA two years 
later, returned to his alma mater. He 
teaches sales and marketing classes, in 
addition to creating and operating the 
Sales and Negotiations Center, where 
students can learn more about the 
professional sales industry and practice 
sales presentations and negotiation 
sessions.  He has been involved in 
developing programming in the 
business college since joining the 
faculty in 2009.

“This was a dorm when I was a 
student here,” Hawes said during an 
interview in his offi ce on the ninth 
fl oor of the Scott College, which was 
once part of the Statesman Towers 
residential complex. “Coming back 
to ISU was interesting, though it was 
a little bit weird. Obviously, I was 
going back to a place I hadn’t been in 
many, many years. But there are a lot 
of great memories that came to mind 
upon arriving back on campus.”

Hawes didn’t expect to teach after
he fi nished at Indiana State. He 
initially thought he would work in 
the private sector. But he worked 
as a teaching assistant while earning 
his MBA, and during his job search 
he received a call from a business 
professor who had left ISU to work 
at the University of Alabama in 
Huntsville. He encouraged Hawes 
to interview for a teaching position 
there, and the position became Hawes’ 
fi rst post-graduate job.

“After I got started there in Alabama, 
I liked it. I seemed to be pretty good 
at it, and went a few different places 
along the road,” Hawes said. “I very 
much like being around the students, 
watching them grow and develop.  I 
like virtually everything about being a 
college professor.”

He ultimately received his Ph.D. in 
marketing from the University of 
Arkansas in 1981. After graduation, 
he moved to the University of 

Akron, where he was on the faculty 
for 29 years. He taught a variety of 
marketing classes during his tenure, 
though his focus quickly became 
professional selling.

Hawes witnessed many changes to 
marketing education during his career.  
The “sales educator” classifi cation had 
not been created, and no conferences 
or academic journal existed when 
he fi rst started. They are all part of 
the industry now, in part because of 
Hawes’ efforts nationally.

“Sales has become a well-recognized 
segment of marketing education, and 
it simply didn’t exist back in the early 
1980s when I was beginning my full-
time teaching,” he said. “There were a 
few courses here and there, but it was 
not well-developed at all.”

Hawes worked to create some of 
those national developments. He 
is a founding member of the sales 
special interest group of the American 
Marketing Association and the 
national University Sales Center 
Alliance. He created the Fisher 
Institute of Professional Selling at 
the University of Akron and received 
several distinguished awards during
his tenure at the university, including 
the Outstanding Teacher-Scholar 
Award and the Outstanding 
Researcher Award.  

He has received teaching awards from 
the American Marketing Association, 

“I very much like 
being around the 
students, watching 
them grow and 
develop. I like 
virtually everything 
about being a 
college professor.”

Jon Hawes, who earned his baccalaureate degree in marketing and economics in 1973 and his 
MBA two years later, returned to his alma mater two years ago. He teaches sales and marketing 
classes, in addition to creating and operating the Sales and Negotiations Center.
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GRADUATE RETURNS TO
SCOTT COLLEGE TO LEAD SALES
AND NEGOTIATIONS EDUCATION
           by Austin Arceo
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“Each scholar provided insight on 
topics that are of critical importance 
today, either from a broad, theoretical 
perspective or directly on issues that 
policymakers are working to address,” 
said John Tatom, director of research 
for NFI. “This initiative was designed 
to encourage and support research 
among emerging scholars.”

Researchers Joanne W. Hsu, a 
doctoral candidate at the University 
of Michigan, and Ishani Tewari, 
a doctoral candidate at Brown 
University, were among the eight 
presenters. The two received Financial 
Services Dissertation Fellowship 
awards from NFI to study fi nancial 
services policy and fi nancial literacy, 
respectively. They said the fellowships 
allowed them to focus on their 
research projects while still in 
graduate school.

In her presentation, “Aging and 
Strategic Learning: The Impact of 
Spousal Incentives on Financial 
Literacy,” Hsu explained her research, 
which found that women increase 
their fi nancial literacy as their 
husbands get older and the women 
approach widowhood.

While people were aware of the 
gender gap regarding fi nancial literacy, 
Hsu said that her research found that 
women are learning more.

“This is not something out of left 
fi eld,” Hsu said, “but it’s an empirical 
fact that no one knew before.”

Tewari gave a presentation on her 
research, “Home Sweet Home: 
Financial Development and Home 
Ownership.” In the initiative, she 
examines how “improvements in 
credit markets resulting from bank 
branching deregulation impacts 
home ownership in the U.S. 
and especially home ownership 
among lower and middle-income 
borrowers,” she said.
 
She found that, in the 1980s and 
1990s, the result was an increase in 
credit to lower-income borrowers,
but it did not increase foreclosures
or delinquencies.
 
Ironically, Tewari conducted her 
research at a time when her fi ndings 
were juxtaposed against the current 
housing crisis, which saw a historically 
high number of home foreclosures 
that has also impacted the economy. 
 
“Research has shown that during 
the period that led up to the current 
crisis, loan screening technologies 
were used carelessly, resulting in bad 
loans,” Tewari said. “But I think in the 
earlier time period that I investigate, 
when these technologies were 
emerging, they did help get credit
to lower income borrowers, but 
without the adverse consequences
we see today.”

The other presenters attending the 
conference received awards in NFI’s 
National Competition for Research 

Papers on Financial Services Policy 
Reform. The awards were formally 
announced earlier this year.

Third place winner Irina Telyukova, 
assistant professor in the department 
of economics at the University of 
California, San Diego, presented her 
paper “Home Equity Withdrawal in 
Retirement,” which she co-authored 
with Makoto Nakajima.

They focus on the retirement-saving 
puzzle, which is “the statement that 
a lot of households reach the end 
of their lifetimes with signifi cant 
fi nancial assets,” Telyukova said.  
She said that, in their research, 
data suggests that retirees who are 
homeowners don’t seem to expend 
their assets quickly, though the 
opposite is true for retirees who do 
not own their homes.

“The paper aims to quantify and 
analyze the many complex tradeoffs 
that retirees face when they make 
fi nancial decisions. We are the fi rst 

“Each scholar 
provided insight on 
topics that are of 
critical importance 
today, either from 
a broad, theoretical 
perspective or 
directly on issues 
that policymakers 
are working to 
address.”

William C. Gerken, assistant professor 
of fi nance at Auburn University, 
presented his paper, “Predicting Fraud 
by Investment Managers,” which he co-
wrote with Stephen G. Dimmock. 

www.indstate.edu/business  5
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to focus on housing specifi cally, 
which is a key question since most 
people’s wealth in retirement is 
in their homes,” Telyukova added. 
“Retirees have to decide whether 
to own a home, stay in their home, 
whether to maintain it, whether to 
borrow against it - all in the face of 
much uncertainty and the possible 
desire to bequeath wealth to their 
children. In our paper, we quantify 
all these possibly confl icting motives 
to arrive at a picture of how retired 
homeowners differ from renters and 
what drives their decisions.”

Competition winner William C. 
Gerken, assistant professor of fi nance 
at Auburn University, presented 
his paper, “Predicting Fraud by 
Investment Managers,” which he co-
wrote with Stephen G. Dimmock. In 
the research, they analyzed how well 
Securities and Exchange Commission 
disclosures can predict fraud. Their 

analysis found that fraud is “somewhat 
predictable,” Gerken said.

“In the bigger picture, it also points 
out some of the shortcomings of the 
SEC’s existing disclosures methods, 
and that has policy implications,” 
Gerken said. “There are some ways 
that the SEC could improve access 
to this data that might help investors 
utilize this data a little bit better too.”

Second place winner Martin 
Goetz, fi nancial economist for the 
Federal Reserve Bank of Boston, 
also presented his paper, “Bank 
Organization, Market Structure and 
Risk Taking: Theory and Evidence 
from U.S. Commercial Banks,” during 
the event. Several honorable mention 
award recipients presented their 
research as well.

Each presentation featured a 
respondent, which included ISU 
professors, who summarized and 
critiqued the researchers’ work and 
prompted discussions between the 
presenters and the audience. 

The conversations led to additional 
recommendations that the presenters 
can use in the future, either in adding 
to their current papers or for future 
research, said Tatom, who was pleased 
with the event.

“We knew we had good papers, but 
we didn’t know the presentations 
would be as good as they were,” 
Tatom added. “They were excellent.”

The competitive awards supported 
young scholars from across the nation 
to study fi nancial services regulation 
and fi nancial literacy, key areas 
for NFI and the Scott College of 
Business.  The conference at ISU also 
fostered excellent interactions among 
the scholars and faculty, said Nancy 
Merritt, dean of the Scott College.  

“The scholars quickly formed 
connections with each other and 
with ISU and the Networks Financial 
Institute members,” Merritt added.  
“We are truly pleased with the 
research projects and the
conference results.”  

Ishani Tewari, a doctoral candidate 
at Brown University, discusses her 
research, “Home Sweet Home: 
Financial Development and Home 
Ownership” during the Financial 
Services Policy Reform Conference 
at ISU on May 16.

Young had the idea to create the 
hybrid class. Since she specializes 
in motorsports, she approached the 
history department with the concept. 
Phillips expressed interest in teaching 
it, and the course was born.

“She loves everything there is to love 
about motorsports,” Phillips said of 
Young, “and so her enthusiasm really 
helped bring us on board.”

Young explained the racing elements 
of the class, while Phillips taught the 
lessons about broader U.S. history. At 
the end of each class, they would ask 
students an essay question about what 
they learned during the session.

“We take the different developments, 
changes and occurrences that are 
going on in racing in any given 
decade, and look to see if that is 
mirroring what is going on in U.S. 
history, and vice versa,”  Young said.

In the class, they taught how events 
in the course of racing history in 
the 20th century paralleled events in 
American society. The class read Hard 
Driving, a book about Wendell Scott, 
an African-American driver who 
raced in NASCAR during a time 
when the country was segregated. 
The class learned about how Scott 
endured segregation during an era 
when many African-Americans in the 
U.S. experienced similar hardships.

The class also learned about Janet 
Guthrie, the fi rst woman to qualify 
and race in the Indianapolis 500 
and Daytona 500 races. In late April, 
Guthrie visited Indiana State to speak 
to the students and give a public 
presentation about her experience. 
Brian Donovan, a Pulitzer-prize 
winning author who wrote the
book about the now-deceased

Scott, also visited ISU during
the semester.

There were times during their careers 
when Scott and Guthrie both feared 
for their safety, Young said. “There is
a lot of overlap in terms of what
they had to face,” she added.

Students didn’t just learn from events 
on campus. In April, the class toured 
the Hall of Fame Museum of the 
Indianapolis Motor Speedway, the 
historic racetrack that hosts the 
Indianapolis 500. Donald Davidson, 
the historian of the speedway, led 
a private tour for the class. He 
explained different aspects of history 
that students have learned about in 
the course.

The museum also displayed many of 
the cars that have won the Indy 500 
since the race fi rst began.

“It was a once in a lifetime 
opportunity to see these cars since 
many are in private collections,” 
Young said. “The museum made a 
great effort to obtain each for this 
exhibit to celebrate this special year
in Indy 500 history. As a highlight, it 
was extremely interesting to see how 
the cars had evolved throughout
the decades.”

Students also learned from Morgan 
Lucas and Shawn Langdon of the 
National Hot Rod Association. Scott 
Smith, director of public relations at 
Lucas Oil Raceway in Indianapolis, 
and Dick Jordan, vice president of 
communications for the United States 
Auto Club, also visited the class.

Phillips and Young hoped that by 
combining motorsports and history, 
the course would appeal to students 
interested in either subject while 

introducing them to more
in-depth material.

More than 50 students enrolled in
the class, which was taught once a 
week. The course had a diverse mix
of students, Stough said.

“Everybody has to get something out 
of it,” he said. “Everybody has to be 
able to take history and correlate it 
into motorsports of that era.”

Since the class premiered for the 
fi rst time last spring, Young and 
Phillips weren’t sure if students would 
learn the parallels between U.S. and 
motorsports history. Yet Phillips 
discovered that students sometimes 
learned those lessons even better than 
the professors intended.

“That’s the beauty of it. Dr. Young 
and I don’t always know what’s going 
to come out of class at the end of the 
night,” Phillips said, “and we told the 
students that, and so they’re as much 
a part of making those connections as 
we are, and it’s really fun.”  

FINANCIAL INSIGHT
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Student Scheyanna White poses in a 
car at the Indianapolis Motor Speedway 
Hall of Fame Museum. 



The Scott College of Business has again 
been recognized as one of the world’s 

premiere business schools.

The Association to Advance Collegiate 
Schools of Business announced in April that 
the Scott College has met all standards to 
retain its accreditation. Less than 5 percent 
of the world’s business schools earn the 
AACSB-International accreditation. The 
ISU business programs fi rst earned the 
recognition in 1980, and have continuously 
maintained the accreditation for more than 
30 years.

“I am extremely proud of our faculty, staff 
and students for their on-going attention 
to excellence,” said Dean Nancy Merritt. 
“The accreditation announcement 
signals the continued high quality of our 
programs and follows extensive reviews and 
documentation of multiple areas of student 
and faculty achievements and contributions 
to their professions, research areas and the 
university.”  

ISU is among 620 schools in 38 countries 
that maintain AACSB-International 
accreditation.

“For students and faculty selecting a 
university, this recognition signals the Scott 
College of Business and Indiana State 
University commitment to the quality and 
continuous advancement of our programs,” 
Merritt said. “Strong, positive recognition by 
other universities, the media and industry is 
gained through the AACSB-International 
accreditation.” 

ISU’s accreditation is for fi ve years.  Though 
the university works to renew the status 
in a rigorous fi ve-year review covering 
15 quality standards, the Scott College 
of Business maintains emphasis on the 
standards each year and fi les annual reports 
on its students, faculty and programs. 
Particular areas of quality include student 
learning, faculty research and professional 
experiences, and strategic planning and 
management.  

“This prestigious accreditation validates 
what we at Indiana State University know 
about the asset we have in the Scott College 
of Business,” ISU provost Jack Maynard said. 
“This recognition helps convey the strength 
of programming the college has to offer, 
as well as the education that prospective 
business students can hope to receive.” 

SCOTT COLLEGE OF 
BUSINESS MAINTAINS 
ACCREDITATION OF QUALITY

As Indiana State University 
student Neil Stough perused the 

schedule of classes for spring 2011, a 
course about American history caught 
his eye. But that’s not all that was 
involved. 

“Then the motorsports sold me,”
he said.

Stough was a student in a class that 
combined U.S. history with the 
history of motorsports in the 20th 
century. Joyce Young, marketing 
professor and director of ISU’s 
motorsports program, and history 
professor Lisa Phillips co-taught the 
class, which was created to coincide 
with the centennial anniversary of the 
fi rst running of the Indianapolis 500.

“For a fi rst time out, I can’t believe 
how organized they’ve got it,” Stough 
said. “It’s challenging. You have to be 
there in class, you have to read, you 
have to study in order to keep up 
with the class, but they arranged it 
that way.”

Indy 100:

NEW CLASS combines
century of RACING,
U.S. HISTORY by Austin Arceo

Legendary racecar driver Janet 
Guthrie speaks to a class. Guthrie’s 
visit was part of a class that taught 
the past 100 years of motorsports 
history in conjunction with U.S. 
history. The class commemorated the 
centennial anniversary of the fi rst 
running of the Indianapolis 
500.
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As instructor Ken Jones drove to 
campus for an interview last fall, 

he caught a glimpse of something that 
surprised him. On his way to the Scott 
College of Business, he drove right past 
Clabber Girl, which was about three blocks 
away from his interview.

“So immediately the wheels were spinning 
that, maybe we should reach out to these 
folks, because my teaching approach 
is a little bit different,” Jones said. “It’s 
experiential learning fi rst.” 

Those were the fi rst steps that helped lead 
to Indiana State University and Clabber 
Girl offi cials forming the partnership 
known as “Project Clabberation.” 
Jones was hired in the newly formed 
marketing and operations department in 
the Scott College of Business to teach 
operations management. He immediately 
implemented the initiative in spring classes. 

ISU students work with Clabber Girl 
employees on a variety of projects as a way 
to provide the students with hands-on 
experience to enhance and supplement 
what they are learning in the classroom. 

“We’re getting so much hands-on 
experience here, and the minute he 
brought this up, we realized this company 
is really opening their doors to us,” said 
Brittany Jones, an operations management 
major from Clinton, Ind., who is the team 
leader on one of the projects. “They really 
want us there. They want us to help
with something.”

Brittany Jones, who is not related to the 
instructor, worked as part of a group 
diagramming the process fl ow chart of 
Clabber Girl’s retail baking powder line. 
The diagram explains how each of
Clabber Girl’s departments is involved
in the process. 

“We knew it was a great opportunity,” 
Jones said of her group’s efforts. “It was 
worth the extra hours of work. I can 
defi nitely vouch for that. It has been worth 
every minute we’ve put into it, and more.” 

A separate group worked with Clabber 
Girl on the company’s packaging line 
for its Royal® gelatin product. Students 
involved in the project were working on 
their green belt certifi cation in Six Sigma 
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INDIANA STATE,
CLABBER GIRL team up
in ‘CLABBERATION’ effort
      by Austin Arceo

EXPERIENTIAL LEARNING

president of Gamma Iota Sigma, a 
business fraternity for insurance and 
risk management students. Through 
summer internships with Lincoln 
and Conseco (now known as CNO 
Financial Group, Inc.) and industry 
mixers, Leman learned about different 
opportunities available with his 
degree. 

“Well, I started to see there were a 
lot of good opportunities and good 
jobs,” Leman said. “In that 1993-1994 
time frame, the economy was still 
kind of tough and was just starting to 
rebound, and it looked pretty stable” 
in insurance and risk management.

After graduation, he worked with 
Aon Consulting in Indianapolis. 
Two years later, Leman and his wife 
moved to Phoenix, where he worked 
with Willis Group Holdings, a global 
insurance broker. Within a few years, 

he was managing the company’s 
employee benefi ts practice in the 
southwestern U.S.

He was at Willis for six years before 
joining Gibson in 2005. In 2009, he 
was named president, and in July he 
took over as the company’s CEO.

He has established a Sycamore 
presence in the different offi ces where 
he has worked. While at Willis, he 
hired two Indiana State graduates 
who were Gongaware Scholars. 
Currently, about 10 percent of Gibson 
employees are Indiana State alumni, 
Leman said, which amounts to more 
than a half-dozen Sycamores.

“It’s been really rewarding for me to 
be able to keep the cycle going and 
hire ISU grads and see them grow 
and do well,” said Leman, who serves 
on the Insurance Advisory Council in 

the Scott College. “It’s been fun too.  
It’s kept me really connected to
the university.”

Though he worked in offi ces 
of different sizes and corporate 
structures, he enjoys working with 
clients directly and not having to 
wade through “corporate red tape.” 

“I love being an owner,” he said,
“and I love being at a private regional 
fi rm where we are able to take care
of our clients the best way that we
see fi t.”  

Tim Leman, who graduated from Indiana 
State in 1997, is president and CEO 
of Gibson Insurance Group, which has 
multiple offi ces in northern and central 
Indiana. 
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training, an industry-recognized 
method for problem-solving and 
continuous improvement, Ken Jones 
said.

The students worked with Clabber 
Girl employees to help improve 
effi ciency in the packaging process, 
said Ken Campbell, executive director 
of manufacturing operations for the 
food ingredient manufacturer. The 
ISU group identifi ed the manual 
case forming process and labeling 
functioning as areas that could be 
improved to increase the amount of 
gelatin shipped daily.

“With the increased gelatin business, 
it’s a perfect area for us to work on,” 
Campbell said.

This is hardly the fi rst time that ISU 
students have worked with Clabber 
Girl to enrich the lessons from the 
classroom. Students in Indiana State’s 
food and nutrition program have 
worked with the food ingredient 
manufacturer, for example. Clabber 
Girl has hired interns and other ISU 
graduates for full-time positions.

Still, Project Clabberation is the fi rst 
time that a long-term partnership 
has been explicitly spelled out. 
Expectations are high that the 
initiative will lead to ISU students 

working with Clabber Girl on 
projects in a consistent fashion. 
Clabber Girl President Gary Morris 
envisions projects that would involve 
students majoring in disciplines across 
the Scott College of Business.

“There are a number of projects that 
we want to accelerate,” Morris said, 
“and this helps us do it.”  

Not all the projects involved in the 
collaborative efforts were weeks-
long initiatives. Ken Jones worked 
with Kumi McGuire, purchasing 
director for Clabber Girl, to create a 
negotiations workshop he taught to 
about 10 students one afternoon
last April. 

During the session, Jones provided 
the students with several role-play 
simulations, including one that 
involved Clabber Girl negotiating 
with a hypothetical supplier. Though 
the role-play was not a real situation, 
McGuire reviewed it to ensure that 
it was similar to the negotiations that 
the company encounters.

As Jones discussed concepts during 
the session, he at times asked 
McGuire for her perspective based 
on her experiences negotiating with 
suppliers and service providers. The 
simulations helped teach students 

about negotiations in a manner that 
was different than what might simply 
be taught in the textbook, she said.

“So I think it was a great opportunity 
to learn in a real business world 
scenario,” McGuire added.

Morris sees the benefi t for students 
to learn by participating in projects, 
rather than simply learning about 
them in a textbook, which may not 
provide realistic situations.

“The one fact I can state is the fact 
that it never works like that,” Morris 
said. “Whatever it is in a book and in 
theory, there’s always some variable 
to it.”

Quite a few possibilities already exist 
for future collaborative projects. 
Clabber Girl will be working during 
2012 on a “green” initiative focused 
on reducing the company’s carbon 
footprint, and Morris suggested that 
ISU students could work on efforts 
related to that, such as working 
with suppliers to reduce inbound 
packaging that Clabber Girl receives. 

“That’s just one of the thousands
of projects that could take place,”
he said.  

Instructor Ken Jones talks to several students during 
a workshop about negotiations at Clabber Girl 
headquarters in Terre Haute. Jones organized the 
session with Kumi McGuire, purchasing director for 
Clabber Girl. The event was one of several projects 
created as part of “Project Clabberation,” a joint 
initiative between ISU and Clabber Girl.
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profession where I could do what I 
love, yet be limited only by my own 
ambition and skill set.”

She ultimately decided that she 
wanted to be a CPA. She returned 
to Indiana State, and though she said 
she hated math in high school, she 
enjoyed the math classes required for 
her degree. After she graduated, she 
worked in Terre Haute before joining 
her current fi rm as a partner in 1996.

Partners in the fi rm perform a variety 
of work, but all have developed 
additional expertise in areas they 
enjoy.  Willis’ practice emphasis 
includes serving small businesses 
and their owners with income, gift, 
estate and trust tax planning and 
compliance.

Willis also became involved with 
the Indiana CPA Society, serving 
as the chair of the society’s board 
of directors during its 2005-2006 

fi scal year. She was later elected to 
represent Indiana CPAs as a Member 
of Council in the American Institute 
of Certifi ed Public Accountants, the 
national professional organization
of CPAs.

The organizations represent and 
advocate for CPAs, while promoting 
the public interest and encouraging 
their members to adhere to high 
professional and ethical standards, 
Willis said.  During her tenure, she 
spoke with elected representatives 
about legislation that was of interest 
to the organization.

Several Indiana State alumni have 
worked at the fi rm in past years; the 
organization currently employs fi ve 
Sycamores, including Willis. The fi rm 
also regularly employs interns from 
Indiana State during tax season. Willis 
serves her alma mater as a member
of the Scott College’s advisory council
in accounting.

“Folks who go to ISU are very well-
educated,” she added. “We obviously 
must have extremely accomplished 
people in order to maintain our high 
quality of service.”

Minimal Risk
The insurance industry always ran in 
Leman’s bloodline. He remembers 
his dad’s life insurance agency in Fort 
Wayne, Ind. Yet as a kid, he thought it 
was “the last thing I wanted to do.”

But the mindset eventually changed 
for the 1997 alumnus who earned 
a degree in insurance and risk 
management. He is now the president 
and CEO of Gibson, a regional 
insurance broker with offi ces in 
northern and central Indiana.

While at Indiana State, he was a 
math tutor and student worker 
with professor Larry Coleman in 
the insurance and risk management 
program offi ce. He also served as 

(Clockwise, from top left) Graduates Patrick 
E. Bell ’79, Ashley L. Hill, ’11, Patricia J. 
Finch ’81, Susi H. Willis ’77 and ’87 work 
at Larsson Woodyard and Henson, an 
accounting fi rm based in Paris, Ill., with offi ces 
in Illinois and Indiana. Their co-worker and 
fellow alumna, Kimberla J. Clements ’88, is 
not pictured.
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Some students taking classes in the Scott College of Business’ newest 
department practice negotiations in a lab designed for sales, not science, 

while others visit a world-renowned food ingredients producer to learn 
about supply chains, not baking.

Several noteworthy developments already provide opportunities for students 
in the newly created marketing and operations department. The college 
earlier this year reorganized from the former analytical and organizational 
departments into three: the department of accounting, fi nance, insurance and 
risk management; the department of management, information systems and 
business education; and the department of marketing and operations. 

by Austin Arceo

Alumnus Karl Person, a 
marketing major from 
Merrillville who graduated 
in May, speaks to his group 
during a session in the Sales 
and Negotiations Laboratory 
in ISU’s Scott College of 
Business last fall. 

REAL-LIFE OPPORTUNITY

NEW DEPARTMENT links
MARKETING and OPERATIONS
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Power Markets
Pruett graduated from Indiana State 
in 1978 with a degree in accounting. 
He worked at PSI Energy, now 
known as Duke Energy, as an 
accountant. While there, he researched 
ways for the company to sell the 
excess electricity it produced. In the 
process, he learned about various 
markets for power.

PSI Energy was one of the fi rst 
companies to sell its excess power 
outside its control area when it sold 
energy to a city in Virginia, Pruett 
said. The company hoped to fi nd 
new ways to develop long-term deals, 
which resulted in the creation of
the power commodities market
for electricity. 

Commodities markets already existed 
for other power sources, such as crude 
oil. Yet the creation of such a market 
for electricity was more than what 
PSI Energy originally sought.

“We just wanted open access so we 
could sell to other entities, but the 
thought process was more of term 
deals, not trading of a commodity,” 
Pruett said.

Though it was far different from his 
work as an accountant, Pruett enjoyed 
working in this new area.

“The interesting thing about it is you 
get a scorecard every day, how you 

did, because of the profi t and loss on 
your position,” Pruett said. “You do 
it every day, so everyone knows how 
you did.”

His work in the market led him 
to join Goldman Sachs in 1997 
to establish the fi rm’s work in the 
commodities market for electricity. In 
2001, he moved to New York City to 
head the power commodities trading 
division for Goldman Sachs.

“It’s all about opportunity, taking risk 
and getting to know people, because 
you don’t know what doors might 
open for you,” Pruett said. “I sure 
didn’t. If you asked me when I was 
22 or 23 if I would work on Wall 
Street, help develop a business and be 
involved in that, I would never have 
dreamed it then.”

He headed the power commodities 
trading for Goldman Sachs for fi ve 
years before retiring at the end of 
2006. Though he left Goldman 
Sachs, the commodities market for 
electricity still exists.

“I enjoyed it, and I loved the 
challenge of it,” said Pruett, who is 
a member of the ISU Foundation 
Board of Directors. “I wouldn’t trade 
it for anything, as the experience was
just awesome.”

Chemistry to CPA
As a certifi ed public accountant, Willis 
works with clients across the country 
in a fi rm that serves people and 
companies around the world. 

Not bad for a job in the town she’s 
lived in all her life. 

Willis graduated from Indiana State 
in 1977 with a bachelor’s degree in 
medical technology and a bachelor’s 

in accounting 10 years later. She is 
a partner with Larsson Woodyard 
and Henson, a CPA fi rm based in 
Paris, Ill., with offi ces in Illinois and 
Indiana. Her career path started in a 
much different place, when it took 
her to Terre Haute Regional Hospital, 
where she rose to be technical 
supervisor of chemistry.
 
“I enjoyed medical technology, but 
there wasn’t really much upward 
mobility beyond what I had already 
achieved,” Willis said. “I longed for a 

“It’s all about 
opportunity, taking 
risk and getting to 
know people, because 
you don’t know what 
doors might open
for you.”

www.indstate.edu/business  31

Portfolio

Alumnus Steve Pruett speaks to a 
group during a visit to ISU. Pruett, who 
graduated in 1978, has worked with PSI 
Energy and Goldman Sachs in the power 
commodities market.



The marketing and operations 
programs were previously housed in 
separate departments before they were 
joined to create the college’s third 
department. They were combined 
because they are “the two main 
players in supply chain management,” 
said Paul Schikora, chair of the
new department.

“Supply chain management is 
a lot more than just operations 
or logistics,” Schikora said as he 
explained the difference between 
operations management and supply 
chain management. “Marketing and 
operations provide the links between 
different stages of the entire supply 
chain” from the basic raw materials
to the fi nished product sold to
the consumer.

“In between the materials and the 
consumer sale, both operations and 
marketing participate,” said Dean 
Nancy Merritt, who is a marketing 
faculty member.  In particular, 
distribution systems have been her 
area of study.  

While Merritt has focused more 
on wholesaling and industrial 
distribution, Joyce Young, also a 
professor of marketing, has a strong 
research and teaching background 

in distribution channel management 
and retail management.  Young is 
the editor of the national Journal of 
Marketing Channels.   

“This new department provides 
strong potential for courses and 
programs along the intersections 
of operations, logistics, purchasing, 
distribution channels and business-to-
business sales and marketing,”
Merritt said.  

Some of the newest initiatives of the 
department are linking students with 
the business community and giving 
them experience with hands-on 
learning.  

Set Sale
The marketing program has received 
a huge boost since Professor Jon 
Hawes joined the ISU faculty in 2009. 
In February 2010, the university’s 
Board of Trustees approved the Sales 
and Negotiations Center created by 
Hawes, who is an ISU graduate with 
a B.S. in marketing and economics 
(’73) and an MBA (’75). 

Hawes, who is also the center’s 
director, has been working to 
establish the sales program and help 
get ISU recognized as a great place 
to recruit sales talent. In addition to 
his workload as a professor, Hawes’ 
tasks run the gamut from planning 
events and competitions for students 
to cultivating relationships with 
prominent members of the business 
community. His goal is to prepare 
students for outstanding sales careers, 
which he admits they might not yet 
be aware of during their fi rst few 
years of college.

“Generally, people prepare for jobs 
currently held by people they know 
or can relate to. The only sales people 

that our students may have come in 
contact with worked in retail stores 
and that is not the type of sales job 
that we help our students prepare 
for,” Hawes said. “Consequently, they 
don’t think about working as sales 
executives in the business-to-business 
sector until we introduce them to 
highly successful role models in
those jobs.”
 
The center helps students network 
with professionals. Hawes created 
the Sales Advisory Council, which 
consists of industry leaders, including 
ISU alumni, who are helping develop 
the sales program.

Indiana State University alumni Karl Person 
and Dexter Dunham shake hands during a 
group project in the Sales and Negotiations 
Laboratory last fall, when they were seniors. 
Professor Jon Hawes created the lab and the 
Sales and Negotiations Center to help provide 
more professional development and experiential 
learning opportunities to students.

“This new department 
provides strong 
potential for courses 
and programs along 
the intersections of 
operations, logistics, 
purchasing, distribution 
channels and business-
to-business sales and 
marketing.”
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Indiana State University graduate Steve Pruett began a research project 
expecting to fi nd a new way for his employer to generate revenue.

He didn’t suspect it would help lead to the creation of a new 
commodities market, or to a job with Goldman Sachs.

Yet that’s what happened for the former accountant. Pruett is one of 
many Scott College of Business alumni to impact the fi nancial services 
fi eld. Indiana State graduate Tim Leman is president and CEO of Gibson, 
an insurance and risk management services fi rm with offi ces throughout 
northern and central Indiana. Sycamore Susi H. Willis is a partner in the 
certifi ed public accounting fi rm Larsson Woodyard and Henson, LLP. 

Indiana State graduates have worked in a wide range of fi elds, from Wall 
Street to risk management to accounting fi rms, and in locations ranging 
from the Wabash Valley to the nation’s fi nancial hubs.

SYCAMORES IN 
FINANCIAL SERVICES
INDIANA STATE GRADS 
CONTRIBUTE TO A
VARIETY OF FIELDS 
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The center also includes the Sales 
and Negotiations Laboratory, a space 
where students practice sales calls 
and negotiation sessions to hone 
their skills and develop what they 
have learned in class. In his classes, 
Hawes’ students read and discuss the 
material they are learning and then 
watch someone engage in a selling 
technique before they practice it
in the lab. 

“So it’s a very lengthy but well-
developed learning system that
we’ve put together for them,”
Hawes said, “and the lab is integral
to that.”

Recent graduate Lauren Martin,
who had Hawes as a professor before 
she completed her degree in May,
said during her senior year that the 
lab sessions help to put her “in
the situation.”

“It’s different sitting in the classroom 
and reading a textbook about how 
you should go about sales calls and 
talking to people for the fi rst time,” 

Martin said, “but when we get to 
the sales lab, it’s more of a real life 
situation where we’re actually going 
through the things that we
have learned.”

Last fall, the university began to 
offer a sales management track in 
the marketing major and a sales 
and negotiations minor. ISU also 
offers certifi cates in medical sales 
and insurance sales. Indiana is home 
to many vibrant companies in the 
medical, life sciences and health care 
industries, Hawes said.

“I didn’t realize it before I got here, 
but Indiana has a substantial number 
of very successful fi rms within those 
industries,” he added, “and of course 
our goal is to help our students 
become very attractive candidates for 
high-paying jobs at those fi rms.”

Education Supply
The marketing and operations 
department also provides new 
opportunities for students to learn 
about supply chain management. 

Though marketing is more popular 
among ISU students, supply chain 
management is becoming a “really hot 
fi eld nowadays,” Schikora said.

“We have demand for graduates that 
we really can’t fi ll,” he added. “We 
have companies that come to us 
looking for alumni with skills in the 
operations management area, and we 
just don’t have enough graduates to 
fi ll the holes.”

The department also recruited a 
new professor to teach supply chain 
and operations management. Kuntal 
Bhattacharyya joined the Scott 
College of Business this fall. He has 
worked in a corporate setting as a 
sourcing analyst and in industrial 
operations; his research interests are 
in the areas of sourcing, supply chain 
risk management, and health care 
operations.

Instructor Ken Jones, who joined 
Indiana State in spring 2011, quickly 
provided additional opportunities 
for students studying supply chain 

A camera set up in the Sales and 
Negotiations Laboratory records 
students during a simulated sales 
session.
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with business professionals, such as 
the executive dining experiences, 
which are held in Terre Haute and in 
Indianapolis.  The center also offers 
a variety of workshops, including 
several that provide insights on job 
interviews and public speaking.

“We know that business students 
often fi nd themselves in circumstances 
where they walk into a reception 
or a professional event of some type 
where they know no one,” LaGrange 
said. “It can be a little intimidating 
for students to walk up to someone 
they don’t know, introduce themselves 
and start making conversations, so we 
actually have a workshop where we 
teach students how to handle that sort 
of situation.”

A dozen students participated in a 
mentoring program the center started 
as a pilot program in 2010. Business 
professionals volunteered to mentor 
the students, which includes providing 
perspectives on job searching and 
working in their industry and learning 
to become a successful professional.

Iboni Borden-Pittman, a student from 
Zion, Ill., majoring in management 
information systems, teamed up with 
Jackie Zuerner, a business analyst 
with Liberty Mutual Insurance, who 
graduated from Indiana State in 2007. 
Through the course of last spring 
semester they conversed through 
e-mail and met to discuss career plans 
and development of professional skills.

Zuerner plans on helping Borden-
Pittman craft her résumé, provide 
insight into job searching and possibly 
even help her network for a job.
In the program, Borden-Pittman
was hoping to meet “somebody that 
could help me in my fi eld of study 
to be successful in life, take their 

experience and use it to guide me 
through life a bit,” she said. She is 
pleased with how the program has 
been going, and she and Zuerner 
expect their developing relationship 
to continue.

Zuerner serves on the Scott College 
Young Professionals Board and wants 
to share her professional experiences 
with college students.  

“I’ve been in my career almost four 
years, and when I fi rst started out, I 
had a mentor,” Zuerner said, “and I 
would still consider her today to
be a mentor.”

Center faculty and staff will expand 
the mentoring program, LaGrange 
said. In its June meeting, the Young 
Professionals Board discussed 
expansion of mentoring and different 
types of mentoring and advising for 
students.  

More students seem to be taking 
notice of the center. The number of 
students visiting the center for services 
and events has been increasing the 
past several years, LaGrange said. More 
than 625 students took advantage 
of the center’s programs during the 
2010-2011 academic year.

“Students are becoming more aware 
of our presence here, and what we do, 
and we’d like to think that the quality 
of programs is good,” LaGrange said. 
“Students who use our services or 
come to our events have a positive 
experience, and tell their friends, and 
that helps bring more students.”

The center has teamed with some 
business professors to include 
opportunities to use the center’s 
programming in their classes. Students 
enrolled in those classes attend the 

center’s programs, and in turn receive 
additional professional preparation 
they would not have had otherwise.

For students and recent graduates 
such as Neisen, preparation at the 
center can help lead to a successful 
job search, to building a career 
and professional networks and to 
continuing their development as a 
professional. Students need to work 
hard during their college years, 
especially in the current job market, 
Neisen said.

“It is a great resource for all the 
students who go to it, but just because 
you have great resources doesn’t
mean you can seal the deal,” he
added. “However, for those that are 
willing to use it as a tool ... it is a 
great resource.”  
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Alumnus John Perry, a retired senior vice 
president and trust offi cer for Terre Haute 
Savings Bank, talks with an Indiana State 
student during a networking event.



management to learn in creative ways. 
He helped forge Project Clabberation, 
a joint effort between Indiana 
State and Clabber Girl to provide 
experiential learning opportunities
to students by working directly
with business employees on
company initiatives.  

A group of students in a summer 
course he taught also analyzed 
attendance statistics for the Terre 
Haute Rex, a summer collegiate 
baseball team that plays its games at 
Bob Warn Field at Sycamore Stadium. 
The students analyzed attendance 

data from the team’s home games 
to compare them to teams in 
similar markets and determine what 
factors infl uence turnout. With the 
information, the Rex can better 
estimate attendance for future games.

“My sincere belief is that the only 
way a student can truly learn what it’s 
like as a future business professional 
is to experience the environment 
fi rsthand,” Jones said. “To do so, one 
must actually perform the work, feel 
the pressure of looming deadlines and 
meeting expectations of others, and 
navigate through the complexities of 
group dynamics.”

Hawes and Jones also developed an 
MBA course in negotiations for the 
new Professional MBA program 
offered at the Plainfi eld Industrial 
Park just west of Indianapolis. 

Schikora expects other new courses 
to be created, and he hopes for the 
department to offer a minor in supply 
chain management. Some older classes 
that have lost popularity among 
students could be retired to make way 
for the new offerings, Schikora said.

While he estimates that between 140 
and 150 students major in marketing 
each year, only about a dozen major 
in operations management. The 
operations management classes are 
small and students receive a lot of 
attention from professors, and they 
also face less competition for jobs 
when they graduate, Schikora said. 

“I think it’s a very sellable major,” he 
said. “Our graduates typically will 
place without much diffi culty in good 
paying jobs.”  
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In an interview that Indiana State graduate 
Kyle Neisen experienced during his job 

search, a question asked of him immediately 
reminded him of a job in high school – 
and one of several conversations he had to 
prepare him for the interview. 

Neisen is among the more than 1,000 
business students who have used the Center 
for Student Professional Development 
since it fi rst opened more than fi ve years 
ago. He sought help from the center to 
prepare him for job interviews with MSD 
Ignition in El Paso, Texas. His preparation 
included meetings and conversations with 
Kim LaGrange, director of the center, who 
advised him on how a variety of his past 
experiences, such as a high school job, could 
be assets in job interviews.

“If it wasn’t for her pushing for me to 
do things like that, then I never would’ve 
thought of that high school job,” said 

Neisen, marketing specialist for MSD 
Ignition. “It didn’t come to mind as
résumé worthy, necessarily.”

Since Neisen, who graduated from Indiana 
State in May 2010, was trying to break 
into the motorsports industry, his needs 
were different than other students who 
might have applied to companies that had 
established recruiting policies, LaGrange 
said.

“He had to work a lot harder, and he had to 
be a lot more creative and innovative, and 
really put himself out there for networking,” 
LaGrange said. “So we could coach him in a 
one-on-one setting on how to do that.”

The Center for Student Professional 
Development helps business students 
strengthen their professional and networking 
skills. Programming from the center 
includes events where students can interact 

CENTER HELPS students hone skills, 
develop PROFESSIONAL NETWORKS
               by Austin Arceo
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Gerry Dick, Indiana State 
graduate and host of INside 
Indiana Business, talks with 
students during an event hosted 
by the Center for Student 
Professional Development. The 
center organizes and hosts 
events to help business students 
strengthen their professional and 
networking skills.

Instructor Ken Jones’ class, pictured 
here at Bob Warn Field at Sycamore 
Stadium, analyzed attendance data for 
the Terre Haute Rex, a summer collegiate 
baseball team, to help determine what 
factors infl uence fan turnout. The team 
is owned by Sycamore Foundation 
Holdings, a non-profi t subsidiary of the 
Indiana State University Foundation.
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“Before, I had only been on a train 
to Chicago, which is not a big deal,” 
she said. “But then when you go on 
a train across Ireland, pretty much by 
yourself, you know you can do it, and 
you have more faith in yourself.”

The group also got to witness Irish 
history. During their visit, Queen 
Elizabeth II of England visited Ireland, 
the fi rst time since the early 1900s an 
English monarch had been on Irish 
soil, Sherwood said.

“The nice thing about it, her visit 
encouraged the students to learn 
more about Irish-English history,” 
Sherwood said. “They came out with 
a much deeper understanding about 
what has transpired between the
two countries.”

Visits to different sites in Europe 
strengthened the students’ 
understanding of the lessons that
were taught, Sherwood said.

“Our work in the archives at 
Guinness went way beyond my 
expectations,” he added. “I’ve never 
seen a group of students dig so
deeply into a live case, where they 
owned it.”

Students learned about business 
etiquette and culture during the trips 

to Europe. Junior 
Jade Conrad, 
who made the 
journey to Paris, 
learned about 
etiquette and 
proper behavior 
with regard 
to business 
interactions in a 
different culture. 
The trip helped
her to expand 
her professional 
goals and to 
realize she can achieve more than 
she previously thought.

“It ended up 10 times greater than 
I thought it would be,” Conrad said. 
“Just the things that I saw and got 
to experience, everything was just 
amazing.  This is the best thing that’s 
ever happened to me in my life.”

The Scott College of Business 
is very grateful for the support 
of Becky and Steve Whitman, 
Networks Financial Institute 
and the Offi ce of International 
Programs and Services, said 
Dean Nancy Merritt.  

“We are fortunate to have 
opportunities for our students 
to truly engage in their 
learning about business and 
cultures across the globe.  At 
the same time, study trips 
enrich faculty and staff 
understanding of today’s 
global business environment,” 
Merritt commented. “We 
hope to provide additional 
experiences like these in several 
international
locations with even more
of our students.”  

“We are 
fortunate to have 
opportunities 
for our students 
to truly engage 
in their learning 
about business 
and cultures 
across the globe.”
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The group that traveled to Ireland 
pose at the Guinness facility in Dublin. 
Students in the group visited the 
archives at the Guinness Storehouse 
to create fi nal projects for a course 
professor Art Sherwood taught during 
the group’s three-week trip to Europe.

The group of students who traveled to 
Ireland pose in front of the residence 
hall where they stayed at the National 
University of Ireland, Maynooth. 



Bruce McLaren recently strolled past metallic 
framework beaming at him as he toured 

the structure that next fall will house his offi ce, 
replacing his transitional one – more than 30 
years after he moved in.

“We’ve been in a temporary space since 1980,” 
McLaren said in his offi ce at the Scott College 
of Business, currently headquartered in one of 
the Statesman Towers. “This is a residence hall.”

Originally designed to house students, one 
of the Statesman tower currently hosts the 
Scott College of Business (the other tower 
was the previous home of the Bayh College of 
Education). That will change next fall, when the 
Scott College relocates to a building with a lore 
all its own – along with a spot on the National 
Register of Historic Places.

McLaren, associate dean of the Scott College, 
and Dean Nancy Merritt exude pride as they 
discuss the trademark characteristics that will 
be preserved in downtown Terre Haute’s 
Federal Building. The edifi ce, once supporting 
a downtown post offi ce and federal court, is 
being transformed to support young adults in 
academic endeavors ranging from analyzing 
accounting data to rehearsing sales tactics. 
University students may be using Skype to talk 
with peers anywhere in the world, while in 
the former federal courtroom an audience will 
listen to a prominent speaker detail expectations 
of future business leaders against a backdrop of 
the Magna Carta’s signing.

“It is a bit dusty now,” Merritt said of the prized 
mural. “However, as renovations continue, the 
painting will be cleaned by art restorers, and it 
will look fantastic.”

Merritt and McLaren pointed out the “crown 
jewel of the crown jewel,” as they refer to the 
mural, while on a tour with student Brittany 
Kirk and Diann McKee, vice president for 
business affairs, fi nance and university treasurer 
at ISU. They toured the renovation areas of the 
structure, which are already taking shape for 
new purposes. In one room, a workbench sits 
on fl oors sprinkled with mud chips and sawdust, 
while elegant, glossy wooden cabinets embed 
the structure’s walls feet away.

“The Scott College of Business’ 
future is upon us with the 
renovation of a new home 
fully under way. This project 
will have a lasting impact 
on the education of business 
students for generations to 
come,” Merritt said, as the 
group peered over blueprints in 
the former courtroom, where 
speeches from prominent 
speakers, town hall-style 
meetings and other events 
will be held. “I cannot wait to 
welcome our students, faculty, 
staff and the community to this 
building. It will
be magnifi cent.”

ALMOST HOME
BUILDING RENOVATION TO BE 
COMPLETE FOR FALL 2012

(Opposite Page) Nancy Merritt, dean of 
the Scott College of Business at Indiana 
State University; ISU student Brittany 
Kirk; Bruce McLaren, associate dean of 
the Scott College; and Diann McKee, 
vice president for business affairs, 
fi nance and university treasurer at ISU, 
review blueprints of the Federal Building 
renovation in the federal courtroom.
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and the World Bank. They studied 
Ireland’s National Parliament, the 
Houses of the Oireachtas, visited the 
U.S. Embassy in Dublin and met with 
partners at Ernst and Young
in Dublin.

Sherwood taught his summer 
international business management 
course during the trip.  He and 
the students resided in Ireland at 
the National University of Ireland, 
Maynooth. The study trip was 
designed in cooperation with Sandeep 
Gopalan, who was a visiting scholar 
with Networks Financial Institute at 
ISU, and chair of the law department 
at the National University of Ireland, 
Maynooth.

“A lot of students found information 
from when the company fi rst started, 
and how they were producing their 
brew,” said junior Jenna Vaal, one 
of the students attending the trip.  
“These dated all the way back to 
Arthur Guinness’ fi rst ingredient page, 
where he wrote down the ingredients 
that he was using, and how much of 
each one.”

The Ireland student 
group also traveled 
to London, where 
students toured the 

Bank of England and the London 
Metal Exchange. The group of 15 
students and two leadership interns 
who graduated in May also visited 
other cultural and tourist stops, such 
as Shakespeare’s Globe Theatre and 
the Tower of London, while they 
were in England for 
four days.

Many lessons were 
taught that may 
be impossible to 
experience in a 
classroom. Ireland 
students split into 
three teams to plan 
trip logistics, study 
cultural issues and 
gain information 
about different 
businesses. They 
learned fi rsthand 
how to budget 
with multiple 
currencies and how 
business practices 
and etiquette in 
European countries 
compare to those 
in the U.S., said 

Priscilla Wolfe, director of education 
at NFI who led the London portion 
of the trip.

“I think it was useful for them to 
understand business and banking 
specifi cally from an international 
perspective, and how it varies across 
countries,” Wolfe said.

For some students, the Ireland 
experience changed their perceptions 
as well. For Vaal, the trip marked the 
fi rst time she ever traveled outside of 
the U.S. She and Jaclin Huxford, who 
were student co-leaders, helped make 
some of the group’s arrangements 
when they toured Ireland and 
England.
 
Now, Vaal is interested in pursuing 
an internship in a different country, 
something she didn’t consider before 
the trip.

TRAVELING ABROAD

A photo from the airplane as the group 
visiting Paris departs from France.
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The group of 
travelers in Paris 
pose in front of 
the Eiffel tower.



The renovations will juxtapose 21st century-
style construction and technology with early 
20th century Art Deco traditional architecture. 
The building’s historic post offi ce backdrop 
on the fi rst fl oor will remain intact, appearing 
similar to when the building opened more than 
three-quarters of a century ago. 

Nearby, newcomers will be welcomed by a 
contemporary fi nancial trading room lined with 
digital screens, including data displays, stock 
ticker and news tickers from around the world 
so that students can see the effect international 
news can have on stock prices.

“When I was a student, my class was one of 
the fi rst to move into the current location 
in the Statesman Towers,” said McKee, who 
graduated from Indiana State in 1982 with 
a bachelor’s in accounting and a master’s in 
public administration in 1993. “To see the Scott 
College of Business evolve from that many years 
ago to where it is today, particularly with all 
the opportunities that are available for today’s 
students, it is just phenomenal.” 

McKee has worked on the project since the 
building was transferred to ISU, a process that 
began several years ago. She is instrumental in 
ensuring that Indiana State maintains proper 
approval and funding for the renovation.

“It is a wonderful historic building with a great 
deal of potential. I am thrilled that the Scott 
College of Business will relocate there next 
fall, and that I’ve had a small part to play in 

that,” McKee said after touring the site. “As an 
alumna, it truly is an honor and a privilege to 
have helped make that happen.”

The project is estimated to cost about $20.5 
million, including federal, state and private 
funding, and has spanned several phases of 
restoration and construction. Once complete 
next summer, students will learn in classrooms 
located throughout the building, including the 
trading room and a new Sales and Negotiations 
Laboratory, which will include breakout rooms 
equipped with technology to record students’ 
practice sessions as they hone their sales tactics 
and negotiation skills.

“Through this type of hands-on learning, our 
students will develop the type of professional 
skills that enable them to become highly 
successful members of the workforce,” said 
Jon Hawes, marketing professor and director 
of the Sales and Negotiations Center. “We 
are excited to be able to offer new capability 
to our students and hope to also increase our 
community engagement through use of the 
Sales and Negotiations Center.”

The Center for Student Professional 
Development also will relocate to the new 
structure, which has been intentionally designed 
to facilitate small-group meetings. Breakout 
rooms capable of seating six to eight people 
will be located throughout the building and 
are designed for student groups to complete 
projects and to hone their communication, team 
and professional skills. The building’s lower level 
also will feature a lobby area and the Executive 
Express, a student-run café.

“The breakout rooms and meeting spaces are 
important, as we know a lot of work done in 
the business world is in small groups,” McLaren 
said. “Students gain practical experience in 
the Scott College of Business doing relatively 
unstructured assignments in groups. In the 
process, they also learn how groups function, 
how to delegate work within a group and how 
to prioritize to make sure the group’s work is 
done well and on time.” 

“The Scott College of 
Business’ future is upon 
us with the renovation of 
a new home fully under 
way. This project will 
have a lasting impact on 
education of business 
students for generations 
to come.”
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Students in the Scott College of 
Business traveled to Europe to 
learn fi rst-hand about international 
business relations, traditions and 
opportunities available to them. In 
addition to Sherwood’s group, other 
students joined Bruce McLaren and 
Connie McLaren, professors in the 
Scott College, and Steve and Becky 
Whitman. The Whitmans created a 
fund to support a different journey - a 
weeklong trip to Paris to learn about 
business in Europe.

During both trips, students studied 
international business practices 
and relations in Europe. They also 
encountered cultural icons during 
their visits.

“What we want is for students to 
open their eyes to opportunities,” 
Bruce McLaren said of students 
studying internationally. “It gives them 
perspectives to speak to employers 
that really are different than they have 
had before.”  

Students on the Parisian trip met 
with business offi cials from European 
companies, which were scheduled 
throughout the group’s stay in the 
French city. In between meetings, the 
group toured Paris and stopped at 
many of the tourist locales, including 

the Louvre and even 
eating at a restaurant in 
the Eiffel Tower.

It wasn’t all recreation. 
Students also learned 
about business 
practices and concepts 
for companies in the 
European Union.

“It was defi nitely 
eye-opening to truly 
experience life in 
France,” student 
Miguel de la Rosa 
said. “It was more than a vacation.  We 
certainly explored every aspect of
life there.”

The Whitmans covered most of the 
costs for the nine students traveling 
to Paris. Yet Steve Whitman, a 1977 
alumnus with a degree in business 
administration, also wanted to 
contribute more. He enlisted the
help of friends and business
contacts in Paris to meet with the 
students, and he traveled with the 
group to provide fi rsthand
knowledge and perspectives 
from his experiences engaging in 
intercontinental trade.

”I’m not that much unlike them,” 
Whitman said. “I grew up in southern 
Indiana, never really had a lot of travel 
experience before I got into business, 
and it worked out okay with me.  So 
I think we can all do it.”

The McLarens arranged the trip’s 
logistics for the participants. They 
sought out students who hadn’t 
previously traveled internationally. Six 
of the nine students on the trip had 
not traveled outside the United States.

The professors also encouraged 
students between their sophomore 

and junior years to participate, 
Connie McLaren said. That way, 
students can arrange to study 
abroad for a semester later if they’re 
interested, she said. 

Bruce McLaren thought it was 
benefi cial for students to have the 
choice between Ireland and France 
and time-frames to visit.

The Ireland journey, sponsored by 
Networks Financial Institute (NFI) in 
the Scott College and Indiana State’s 
Offi ce of International Programs and 
Services, allowed students to learn 
about international business during 
the three-week trip. The group 
learned about the fi nancial system 
in the European Union, along with 
the International Monetary Fund 
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“I think it was 
useful for them to 
understand business 
and banking 
specifi cally from 
an international 
perspective, and 
how it varies across 
countries.”

ALMOST HOME

Students Milos Pavlovic (left), Ellen 
Hedge, Jade Conrad and Miguel 
de la Rosa pose for a photo in 
Paris. They were among the nine 
students who attended the trip to 
learn more about international 
business relations.
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For Kirk, a sophomore business major 
from Casey, Ill., the tour provided a 
glimpse of the future. The Networks 
Scholar attests to the amount of time 
she spends outside the classroom 
working on a variety of projects that 
are part of her workload.

“After touring the construction site, 
it’s easy to see the new building will 
have unique spaces where we can 
work together,” Kirk said. “The space 
is sure to facilitate our interactions 
and networking with students, faculty 
and staff.  I’m looking forward to next 
year and starting classes there!”

Kirk, McKee, McLaren and Merritt 
ended their recent tour of the site 
by walking past the rows of historic 
postal boxes that served Terre Haute 
professionals and companies for more 
than half a century. Donald W. Scott, 
the retired former owner of Sycamore 
Agency and president of Old 
National Insurance, whose gift helped 
make possible the Federal Building 
renovations, estimated that he walked 
into the structure at least 4,000 times 
during his career. When the college 
was dedicated in September 2010, 
Merritt surprised Scott with a replica 

of P.O. Box 443, his Federal Building 
mailbox.

“This building is a place that was 
very special to Don Scott, and he 
holds those memories fondly to this 
day,” Merritt said. “Because of the 

generosity of Susan and Don Scott, 
the Federal Building not only has 
served past and present business 
leaders, but it will play an integral
role in educating future business 
leaders as well.”  

Portfolio

Nancy Merritt (left), dean of the Donald W. Scott College of Business, and Jack 
Maynard (center), provost and vice president for academic affairs at Indiana State 
University, present Don Scott with a replica of the door to a post offi ce box from the 
Terre Haute Federal Building. The gift was in recognition of a gift from Scott and his 
wife Susan that will help renovate the building to serve as the college’s new home. 

Associate Professor Art Sherwood devised a fi nal 
project for his students that was, to borrow a word 

from Guinness advertising, brilliant!

Sherwood implemented an iconic Irish resource into 
a course he taught to ISU students while the group 
spent several weeks during the summer in Ireland: the 
Guinness Storehouse in Dublin. At the archives, the 
students scoured items ranging from centuries-old 
documents to company websites to create case study 
presentations about the business history of Guinness.

While Sherwood led a group of students to Ireland, 
another international excursion was underway as Scott 
College alumnus Steve Whitman guided students 
through Parisian business and culture. 

TRAVELING ABROAD
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INTERNATIONAL
INTERLUDE
STUDENTS’ EUROPEAN SUMMER STUDY by Austin Arceo

A lunch meeting of the Paris group.



included presenters ranging from 
Indiana State professors to business 
professionals. The Ethics and Social 
Responsibility Conference led to a 
series of events for Ethics Week in the 
Scott College of Business.

“The topic of ethical issues is 
important to everyone, as ethical 
dilemmas exist in every industry,” 
said accounting major Brittany 
Cuthbertson, one of the students who 
organized the conference. “It was 
important for us to provide a wide 
variety of perspectives, from
professors to people in the outside 
business community.”

Social responsibility has led to new 
ways of analyzing a company’s success. 

While the stockholder paradigm of 
management is primarily concerned 
with the “traditional bottom line, 
which is profi t maximization,” 
ethicists use multiple metrics to 
determine a company’s success, 
Douglas said. 

While profi ts factor into the success 
equation, additional elements 
are included, such as ecological 
stewardship, corporate governance
and philanthropy, to analyze a 
company, he added. Douglas assigned 
students in his business and society 
course to create a corporate social 
responsibility assessment
of a company.

“When someone asks them to assess 

a company,”  Douglas said, “one of 
the lessons I want my students to be 
aware of is that they need to assess its 
integrity and its ethical position from 
other than simply looking at how 
much profi t they generate, because 
some companies historically have 
generated profi ts based upon the 
lowest level, greed.”  
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A professional MBA program in Plainfi eld, 
Ind., is being launched by the Scott 

College of Business.

The program gives working professionals the 
ability to balance the demands of a full-time 
job, a family and other responsibilities while 
pursuing a graduate degree in the classroom. 
Classes meet weekly for 10-week terms, with 
three terms in a year. The program, which is 
tailored to individuals with at least fi ve years of 
business experience, takes two years for students 
to complete.

“We believe that the in-class experience is 
something that can’t be underestimated because 
of the learning experience associated with 

being face-to-face with a professor and the 
learning environment that exists through having 
interaction with other rising professionals 
who are in the same classes,” said Jeff Harper, 
a professor in the Scott College of Business 
who helped create the program. “All of that 
experience is very important for an advanced 
business degree.” 

The courses are the same offerings as the 
MBA program on campus in Terre Haute, with 
additional interactive components. Participants 
in the professional MBA program take two 
classes per 10-week term and attend class 
one night a week. Additional interactions and 
projects are available for students on
the Internet.

NEW PROFESSIONAL MBA 
PROGRAM in PLAINFIELD

The professional MBA 
program is housed 
in a state-of-the-art 
classroom facility 
in the Plainfi eld 
Industrial Park near 
Interstate 70.

by Austin Arceo
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The team Seniors with Skillz pose with Bill 
Wilhelm, professor of business education, during 
the fi rst annual Ethics Bowl, which happened last 
spring. The bowl was part of a weeklong series 
of events for Ethics Week, which included the 
Ethics and Social Responsibility Conference.
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ETHICAL DILEMMA

Many college students don’t 
understand what it means to be 
involved in a confl ict of interest, 
Douglas said. He advocates giving 
students a case-study that incorporates 
such a dilemma to teach them about 
how confl icts of interest can be 
involved in an ethical issue.

Business schools, Douglas explained, 
approach teaching ethics in two ways: 
in a course dedicated to the topic, 
or through integrating ethics into 
classes in all disciplines. While ISU 
offered the course Douglas taught, 
it was only required for business 
students majoring in management. 
In the last fi ve years, professors in 
the Scott College have integrated 
ethics teaching in all degree programs, 
Douglas said.

New for the fall term, the College is 
extending ethics lessons to students 
across Indiana State.  Wilhelm 

designed and is teaching the Ethics 
in Organizations course, which is 
part of Foundational Studies, the 
general education requirements all 
undergraduate students must fulfi ll.  
The class quickly fi lled to capacity 
and is helping more students learn 
about ethics and social responsibility 
in business. 

Though it is a business class, it’s open 
to all students. The lessons taught are 
not unique to any particular industry.

“It’s inclusive of all types of 
organizations, and what students 
are going to encounter in the 
workplace, whether it’s a non-profi t 
or a governmental or educational 
institution, or a business,”
Wilhelm said.
  
He uses current events to teach 
lessons about ethics. Students also 
learn about ethical dilemmas, in 

which they need to decide on a 
course of action, even when people 
may be adversely affected by
their decisions.

Down to Business
Scott College students have presented 
lessons in ethics in a unique format 
for the past six years. The junior 
class of Networks Professional 
Development Program has organized 
and implemented the Ethics and 
Corporate Social Responsibility 
Conference every spring since 2006. 
Different speakers and activities teach 
attendees about how ethics infl uence 
an array of situations and events. 

The conference last April had a
theme of “One size fi ts all?” and 
included speakers and presentations 
on topics that ranged from health care 
to tenure for university professors 
to globalizing ethics. More than 550 
people attended the event, which 

Bill Wilhelm, coordinator and 
professor of business education, 
information and technology, 
helps lead a presentation at 
the sixth annual Ethics and 
Corporate Social Responsibility 
Conference on April 4. Wilhelm 
led the presentation with 
Charles Giesting, corporate 
ethics manager for Rolls-Royce 
North America.

“So you end up with the robust in-
class experience that we think is so 
very important,” Harper said, “and 
then web-based technologies round 
out the course and the program.” 

Tuition and fees over the two years 
to complete the program is about 
$25,000. Graduates receive the same 
MBA degree as students participating 
in the traditional MBA program. All 
programs in the Scott College of 
Business hold the most prestigious 
accreditation from AACSB-
International, the Association to 
Advance Collegiate Schools
of Business.

Dean Nancy Merritt proposed the 
concept in the fall of 2007, and the 
graduate faculty of the college began 
researching MBA programs across 
the country. They then developed a 
program where participants don’t just 
learn from professors and speakers, but 
from their classmates as well.

“One of my preferences is for this 
to be a very interactive method 
of learning. Professionals learn as 
individuals, and through networking 
with the other class members,” 
Merritt said. ”Each class participant 
accepted into the program has rich 
experiences to bring to the table.”

T.J. Mattick, an ISU MBA graduate 
and vice president and relationship 

manager for the Business Banking 
Group at Harris Bank, is excited 
about the program. The new initiative 
provides people with a “quality, 
affordable option to enhance their” 
educations, Mattick said.

He knew the diffi culty of balancing 
a full-time job with the rigors of the 
MBA graduate program. While at
ISU, he typically worked during 
the day and had classes scheduled 
two nights a week, rather than the 
one night per week schedule of the 
professional MBA program. The 
semesters spanned several weeks more 
than the new program.

“One night a week is much more 
feasible than trying to make two or 
three nights a week fi t on a regular 
basis,” said Mattick, who lives in 
Plainfi eld, “so I’m glad they structured 
it that way.”

Indiana State offi cials identifi ed 
Hendricks County as an underserved 
market for the business graduate 
degree, Harper said.

“There is not another MBA program 
that holds classes in Hendricks 
County, but we have identifi ed a 
good number of students or potential 
students in the area who would like 
to have a master’s degree program,”
he added. “They simply have not 
found the right program to meet

their needs.”

University offi cials considered several 
locations in Hendricks County as 
the initial site of the program before 
deciding on Plainfi eld.

“We think that this is a way for us to 
pilot this method and type of teaching 
so the university might be able to 
offer other kinds of professional 
programming,” Merritt said. “We 
might utilize this to expand the 
program to other areas in the state 
where professionals currently have
to travel some distance to get
their MBAs.”

The program has received positive 
support from various organizations, 
including college network programs 
and local Chambers of Commerce.

“It is an opportunity for us to grow 
our alumni base among rising stars in 
business and industry in the greater 
Indianapolis area,” Harper said. “It is 
an opportunity for us to do innovative 
things, to put our best foot forward 
and to offer another program in the 
state that is a high quality and in-
demand opportunity.”

Additional information can be 
found on the professional MBA 
program website: http://www.
indstate.edu/business/proMBA/  
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“I never realized how strongly
some people could feel about
certain ideas or proposals, and how 
much courage it actually took to 
stand up and say what you thought 
was right and believed in, even if you 
were in the minority of the group
or alone,” senior Kelsie Noble
said afterward.

Bill Wilhelm, professor of business 
education, created the simulation 
with Sandeep Gopalan, head of the 
department of law at the National 
University of Ireland, Maynooth, 
and visiting scholar with Networks 
Financial Institute in the Scott 
College. They wrote the simulation 
loosely based on actions allegedly 
committed by a real bank and its 
president, Wilhelm said.

Wilhelm and Gopalan used the 
simulation to teach students about 
ethical decision-making in business.  
Wilhelm focuses on teaching students 
about ethical behaviors, including 
getting them to recognize the factors 
that infl uence the decision-
making process.

“Students are going to be working 
in organizations, and we want to 
make sure that they are aware of 
some of these potential infl uences 
that might take them down a slippery 
slope toward bad decision-making,” 
Wilhelm said. “So they need to 
explore those things.”

Interesting Confl icts
Wilhelm is not alone in teaching 
ethics to business students. Max 
Douglas, who retired from full-time 
teaching at Indiana State in 2010, 
taught students about ethics in his 
business and society course for 
almost 20 years. He said the Porter-
McKibbon Report published in 

1988 fi rst showed disparities between 
different colleges of business and how 
they taught – or didn’t teach – ethics.

Widespread calls for teaching ethics 
to business students ebbed and 
fl owed, though it “reached a new 
crescendo with the Enron debacle” 
about 10 years ago, Douglas said. 
Enron fi led for bankruptcy in 
December 2001. Just months prior, 
some people considered Enron to be 
very successful, according to a 2003 
Congressional Research Service 
report. The report stated that Enron 
made bad investments and then 
“falsifi ed its accounts” instead of 

disclosing the full state of affairs. 

The situation “violated a whole 
variety of ethical ideals,” Douglas 
said. He said a business working with 
Enron should have disclosed what
had been occurring, even though 
Enron was paying the company for
its services.

“They have an obligation to bring 
transparency to the process, rather 
than to allow a cover-up to be 
perpetuated,” Douglas explained. “So 
the confl ict of interest is if I charge 
the company with a cover-up, I may 
cut my paycheck off.”

ETHICS IN 
ACTION
LESSONS AT SCOTT COLLEGE
by Austin Arceo

“Well, that’s offensive!” the 
fi nancial executive asserted 
defi antly as he glared toward 
several college students sitting 
near him. “Is what I am
doing unethical?”

President and CEO of Citizens 
National Bank Bill Minnis hurled 
the response to an Indiana State 
University business student among 
the group sitting around him. Minnis, 
who has also worked as a college 
professor, volunteered to take on the 
role of president for a fi ctitious bank 
that misled the public about its risky 
lending practices. 

The simulation that took place last 
fall taught a group of Indiana State 
business students about ethics and 
social responsibility. Several professors

have dedicated their efforts to 
teaching courses about ethics, while 
other activities created for – and by 
– Scott College of Business students 
ensure they know that leading 
businesses is about more than just the 
bottom line.

Banking on Ethics
During the bank simulation, students 
played the role of a bank’s board of 
directors, following a discussion with 
Minnis and George Rogers, chair of 
the board of Citizens National Bank.  
Minnis challenged the students to 
defend their thoughts on the proper 
actions to resolve the issues caused 
by the fi ctional bank’s risky loan 
practices and misleading the public. 
He consistently refuted them, and at 
times even managed to put them on 
the defensive.

“One size fi ts all?” was the theme of last spring’s Ethics Conference, 
organized by juniors in the Networks Professional Development 
Program, where more than 550 attendees experienced presentations 
on topics ranging from health care to tenure for university professors 
to globalizing ethics.  

Bill Minnis, a former college professor and current CEO and president of Citizens 
National Bank, speaks to a group of students in class during a visit. Minnis role-
played as the president of a fi ctitious bank in a simulation for a class taught by 
Bill Wilhelm, coordinator and professor of business education, information and 
technology.
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“I never realized how strongly
some people could feel about
certain ideas or proposals, and how 
much courage it actually took to 
stand up and say what you thought 
was right and believed in, even if you 
were in the minority of the group
or alone,” senior Kelsie Noble
said afterward.

Bill Wilhelm, professor of business 
education, created the simulation 
with Sandeep Gopalan, head of the 
department of law at the National 
University of Ireland, Maynooth, 
and visiting scholar with Networks 
Financial Institute in the Scott 
College. They wrote the simulation 
loosely based on actions allegedly 
committed by a real bank and its 
president, Wilhelm said.

Wilhelm and Gopalan used the 
simulation to teach students about 
ethical decision-making in business.  
Wilhelm focuses on teaching students 
about ethical behaviors, including 
getting them to recognize the factors 
that infl uence the decision-
making process.

“Students are going to be working 
in organizations, and we want to 
make sure that they are aware of 
some of these potential infl uences 
that might take them down a slippery 
slope toward bad decision-making,” 
Wilhelm said. “So they need to 
explore those things.”

Interesting Confl icts
Wilhelm is not alone in teaching 
ethics to business students. Max 
Douglas, who retired from full-time 
teaching at Indiana State in 2010, 
taught students about ethics in his 
business and society course for 
almost 20 years. He said the Porter-
McKibbon Report published in 

1988 fi rst showed disparities between 
different colleges of business and how 
they taught – or didn’t teach – ethics.

Widespread calls for teaching ethics 
to business students ebbed and 
fl owed, though it “reached a new 
crescendo with the Enron debacle” 
about 10 years ago, Douglas said. 
Enron fi led for bankruptcy in 
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very successful, according to a 2003 
Congressional Research Service 
report. The report stated that Enron 
made bad investments and then 
“falsifi ed its accounts” instead of 
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Many college students don’t 
understand what it means to be 
involved in a confl ict of interest, 
Douglas said. He advocates giving 
students a case-study that incorporates 
such a dilemma to teach them about 
how confl icts of interest can be 
involved in an ethical issue.

Business schools, Douglas explained, 
approach teaching ethics in two ways: 
in a course dedicated to the topic, 
or through integrating ethics into 
classes in all disciplines. While ISU 
offered the course Douglas taught, 
it was only required for business 
students majoring in management. 
In the last fi ve years, professors in 
the Scott College have integrated 
ethics teaching in all degree programs, 
Douglas said.

New for the fall term, the College is 
extending ethics lessons to students 
across Indiana State.  Wilhelm 

designed and is teaching the Ethics 
in Organizations course, which is 
part of Foundational Studies, the 
general education requirements all 
undergraduate students must fulfi ll.  
The class quickly fi lled to capacity 
and is helping more students learn 
about ethics and social responsibility 
in business. 

Though it is a business class, it’s open 
to all students. The lessons taught are 
not unique to any particular industry.

“It’s inclusive of all types of 
organizations, and what students 
are going to encounter in the 
workplace, whether it’s a non-profi t 
or a governmental or educational 
institution, or a business,”
Wilhelm said.
  
He uses current events to teach 
lessons about ethics. Students also 
learn about ethical dilemmas, in 

which they need to decide on a 
course of action, even when people 
may be adversely affected by
their decisions.

Down to Business
Scott College students have presented 
lessons in ethics in a unique format 
for the past six years. The junior 
class of Networks Professional 
Development Program has organized 
and implemented the Ethics and 
Corporate Social Responsibility 
Conference every spring since 2006. 
Different speakers and activities teach 
attendees about how ethics infl uence 
an array of situations and events. 

The conference last April had a
theme of “One size fi ts all?” and 
included speakers and presentations 
on topics that ranged from health care 
to tenure for university professors 
to globalizing ethics. More than 550 
people attended the event, which 

Bill Wilhelm, coordinator and 
professor of business education, 
information and technology, 
helps lead a presentation at 
the sixth annual Ethics and 
Corporate Social Responsibility 
Conference on April 4. Wilhelm 
led the presentation with 
Charles Giesting, corporate 
ethics manager for Rolls-Royce 
North America.

“So you end up with the robust in-
class experience that we think is so 
very important,” Harper said, “and 
then web-based technologies round 
out the course and the program.” 

Tuition and fees over the two years 
to complete the program is about 
$25,000. Graduates receive the same 
MBA degree as students participating 
in the traditional MBA program. All 
programs in the Scott College of 
Business hold the most prestigious 
accreditation from AACSB-
International, the Association to 
Advance Collegiate Schools
of Business.

Dean Nancy Merritt proposed the 
concept in the fall of 2007, and the 
graduate faculty of the college began 
researching MBA programs across 
the country. They then developed a 
program where participants don’t just 
learn from professors and speakers, but 
from their classmates as well.

“One of my preferences is for this 
to be a very interactive method 
of learning. Professionals learn as 
individuals, and through networking 
with the other class members,” 
Merritt said. ”Each class participant 
accepted into the program has rich 
experiences to bring to the table.”

T.J. Mattick, an ISU MBA graduate 
and vice president and relationship 

manager for the Business Banking 
Group at Harris Bank, is excited 
about the program. The new initiative 
provides people with a “quality, 
affordable option to enhance their” 
educations, Mattick said.

He knew the diffi culty of balancing 
a full-time job with the rigors of the 
MBA graduate program. While at
ISU, he typically worked during 
the day and had classes scheduled 
two nights a week, rather than the 
one night per week schedule of the 
professional MBA program. The 
semesters spanned several weeks more 
than the new program.

“One night a week is much more 
feasible than trying to make two or 
three nights a week fi t on a regular 
basis,” said Mattick, who lives in 
Plainfi eld, “so I’m glad they structured 
it that way.”

Indiana State offi cials identifi ed 
Hendricks County as an underserved 
market for the business graduate 
degree, Harper said.

“There is not another MBA program 
that holds classes in Hendricks 
County, but we have identifi ed a 
good number of students or potential 
students in the area who would like 
to have a master’s degree program,”
he added. “They simply have not 
found the right program to meet

their needs.”

University offi cials considered several 
locations in Hendricks County as 
the initial site of the program before 
deciding on Plainfi eld.

“We think that this is a way for us to 
pilot this method and type of teaching 
so the university might be able to 
offer other kinds of professional 
programming,” Merritt said. “We 
might utilize this to expand the 
program to other areas in the state 
where professionals currently have
to travel some distance to get
their MBAs.”

The program has received positive 
support from various organizations, 
including college network programs 
and local Chambers of Commerce.

“It is an opportunity for us to grow 
our alumni base among rising stars in 
business and industry in the greater 
Indianapolis area,” Harper said. “It is 
an opportunity for us to do innovative 
things, to put our best foot forward 
and to offer another program in the 
state that is a high quality and in-
demand opportunity.”

Additional information can be 
found on the professional MBA 
program website: http://www.
indstate.edu/business/proMBA/  
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included presenters ranging from 
Indiana State professors to business 
professionals. The Ethics and Social 
Responsibility Conference led to a 
series of events for Ethics Week in the 
Scott College of Business.

“The topic of ethical issues is 
important to everyone, as ethical 
dilemmas exist in every industry,” 
said accounting major Brittany 
Cuthbertson, one of the students who 
organized the conference. “It was 
important for us to provide a wide 
variety of perspectives, from
professors to people in the outside 
business community.”

Social responsibility has led to new 
ways of analyzing a company’s success. 

While the stockholder paradigm of 
management is primarily concerned 
with the “traditional bottom line, 
which is profi t maximization,” 
ethicists use multiple metrics to 
determine a company’s success, 
Douglas said. 

While profi ts factor into the success 
equation, additional elements 
are included, such as ecological 
stewardship, corporate governance
and philanthropy, to analyze a 
company, he added. Douglas assigned 
students in his business and society 
course to create a corporate social 
responsibility assessment
of a company.

“When someone asks them to assess 

a company,”  Douglas said, “one of 
the lessons I want my students to be 
aware of is that they need to assess its 
integrity and its ethical position from 
other than simply looking at how 
much profi t they generate, because 
some companies historically have 
generated profi ts based upon the 
lowest level, greed.”  
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A professional MBA program in Plainfi eld, 
Ind., is being launched by the Scott 

College of Business.

The program gives working professionals the 
ability to balance the demands of a full-time 
job, a family and other responsibilities while 
pursuing a graduate degree in the classroom. 
Classes meet weekly for 10-week terms, with 
three terms in a year. The program, which is 
tailored to individuals with at least fi ve years of 
business experience, takes two years for students 
to complete.

“We believe that the in-class experience is 
something that can’t be underestimated because 
of the learning experience associated with 

being face-to-face with a professor and the 
learning environment that exists through having 
interaction with other rising professionals 
who are in the same classes,” said Jeff Harper, 
a professor in the Scott College of Business 
who helped create the program. “All of that 
experience is very important for an advanced 
business degree.” 

The courses are the same offerings as the 
MBA program on campus in Terre Haute, with 
additional interactive components. Participants 
in the professional MBA program take two 
classes per 10-week term and attend class 
one night a week. Additional interactions and 
projects are available for students on
the Internet.

NEW PROFESSIONAL MBA 
PROGRAM in PLAINFIELD

The professional MBA 
program is housed 
in a state-of-the-art 
classroom facility 
in the Plainfi eld 
Industrial Park near 
Interstate 70.

by Austin Arceo

18  

REAL-LIFE OPPORTUNITY

The team Seniors with Skillz pose with Bill 
Wilhelm, professor of business education, during 
the fi rst annual Ethics Bowl, which happened last 
spring. The bowl was part of a weeklong series 
of events for Ethics Week, which included the 
Ethics and Social Responsibility Conference.
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For Kirk, a sophomore business major 
from Casey, Ill., the tour provided a 
glimpse of the future. The Networks 
Scholar attests to the amount of time 
she spends outside the classroom 
working on a variety of projects that 
are part of her workload.

“After touring the construction site, 
it’s easy to see the new building will 
have unique spaces where we can 
work together,” Kirk said. “The space 
is sure to facilitate our interactions 
and networking with students, faculty 
and staff.  I’m looking forward to next 
year and starting classes there!”

Kirk, McKee, McLaren and Merritt 
ended their recent tour of the site 
by walking past the rows of historic 
postal boxes that served Terre Haute 
professionals and companies for more 
than half a century. Donald W. Scott, 
the retired former owner of Sycamore 
Agency and president of Old 
National Insurance, whose gift helped 
make possible the Federal Building 
renovations, estimated that he walked 
into the structure at least 4,000 times 
during his career. When the college 
was dedicated in September 2010, 
Merritt surprised Scott with a replica 

of P.O. Box 443, his Federal Building 
mailbox.

“This building is a place that was 
very special to Don Scott, and he 
holds those memories fondly to this 
day,” Merritt said. “Because of the 

generosity of Susan and Don Scott, 
the Federal Building not only has 
served past and present business 
leaders, but it will play an integral
role in educating future business 
leaders as well.”  
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Nancy Merritt (left), dean of the Donald W. Scott College of Business, and Jack 
Maynard (center), provost and vice president for academic affairs at Indiana State 
University, present Don Scott with a replica of the door to a post offi ce box from the 
Terre Haute Federal Building. The gift was in recognition of a gift from Scott and his 
wife Susan that will help renovate the building to serve as the college’s new home. 

Associate Professor Art Sherwood devised a fi nal 
project for his students that was, to borrow a word 

from Guinness advertising, brilliant!

Sherwood implemented an iconic Irish resource into 
a course he taught to ISU students while the group 
spent several weeks during the summer in Ireland: the 
Guinness Storehouse in Dublin. At the archives, the 
students scoured items ranging from centuries-old 
documents to company websites to create case study 
presentations about the business history of Guinness.

While Sherwood led a group of students to Ireland, 
another international excursion was underway as Scott 
College alumnus Steve Whitman guided students 
through Parisian business and culture. 

TRAVELING ABROAD

fess
hi
vve

en

du
in

ms r
ny w
e b

urs

nd 

24  

INTERNATIONAL
INTERLUDE
STUDENTS’ EUROPEAN SUMMER STUDY by Austin Arceo

A lunch meeting of the Paris group.



The renovations will juxtapose 21st century-
style construction and technology with early 
20th century Art Deco traditional architecture. 
The building’s historic post offi ce backdrop 
on the fi rst fl oor will remain intact, appearing 
similar to when the building opened more than 
three-quarters of a century ago. 

Nearby, newcomers will be welcomed by a 
contemporary fi nancial trading room lined with 
digital screens, including data displays, stock 
ticker and news tickers from around the world 
so that students can see the effect international 
news can have on stock prices.

“When I was a student, my class was one of 
the fi rst to move into the current location 
in the Statesman Towers,” said McKee, who 
graduated from Indiana State in 1982 with 
a bachelor’s in accounting and a master’s in 
public administration in 1993. “To see the Scott 
College of Business evolve from that many years 
ago to where it is today, particularly with all 
the opportunities that are available for today’s 
students, it is just phenomenal.” 

McKee has worked on the project since the 
building was transferred to ISU, a process that 
began several years ago. She is instrumental in 
ensuring that Indiana State maintains proper 
approval and funding for the renovation.

“It is a wonderful historic building with a great 
deal of potential. I am thrilled that the Scott 
College of Business will relocate there next 
fall, and that I’ve had a small part to play in 

that,” McKee said after touring the site. “As an 
alumna, it truly is an honor and a privilege to 
have helped make that happen.”

The project is estimated to cost about $20.5 
million, including federal, state and private 
funding, and has spanned several phases of 
restoration and construction. Once complete 
next summer, students will learn in classrooms 
located throughout the building, including the 
trading room and a new Sales and Negotiations 
Laboratory, which will include breakout rooms 
equipped with technology to record students’ 
practice sessions as they hone their sales tactics 
and negotiation skills.

“Through this type of hands-on learning, our 
students will develop the type of professional 
skills that enable them to become highly 
successful members of the workforce,” said 
Jon Hawes, marketing professor and director 
of the Sales and Negotiations Center. “We 
are excited to be able to offer new capability 
to our students and hope to also increase our 
community engagement through use of the 
Sales and Negotiations Center.”

The Center for Student Professional 
Development also will relocate to the new 
structure, which has been intentionally designed 
to facilitate small-group meetings. Breakout 
rooms capable of seating six to eight people 
will be located throughout the building and 
are designed for student groups to complete 
projects and to hone their communication, team 
and professional skills. The building’s lower level 
also will feature a lobby area and the Executive 
Express, a student-run café.

“The breakout rooms and meeting spaces are 
important, as we know a lot of work done in 
the business world is in small groups,” McLaren 
said. “Students gain practical experience in 
the Scott College of Business doing relatively 
unstructured assignments in groups. In the 
process, they also learn how groups function, 
how to delegate work within a group and how 
to prioritize to make sure the group’s work is 
done well and on time.” 

“The Scott College of 
Business’ future is upon 
us with the renovation of 
a new home fully under 
way. This project will 
have a lasting impact on 
education of business 
students for generations 
to come.”

www.indstate.edu/business  25

Portfolio

Students in the Scott College of 
Business traveled to Europe to 
learn fi rst-hand about international 
business relations, traditions and 
opportunities available to them. In 
addition to Sherwood’s group, other 
students joined Bruce McLaren and 
Connie McLaren, professors in the 
Scott College, and Steve and Becky 
Whitman. The Whitmans created a 
fund to support a different journey - a 
weeklong trip to Paris to learn about 
business in Europe.

During both trips, students studied 
international business practices 
and relations in Europe. They also 
encountered cultural icons during 
their visits.

“What we want is for students to 
open their eyes to opportunities,” 
Bruce McLaren said of students 
studying internationally. “It gives them 
perspectives to speak to employers 
that really are different than they have 
had before.”  

Students on the Parisian trip met 
with business offi cials from European 
companies, which were scheduled 
throughout the group’s stay in the 
French city. In between meetings, the 
group toured Paris and stopped at 
many of the tourist locales, including 

the Louvre and even 
eating at a restaurant in 
the Eiffel Tower.

It wasn’t all recreation. 
Students also learned 
about business 
practices and concepts 
for companies in the 
European Union.

“It was defi nitely 
eye-opening to truly 
experience life in 
France,” student 
Miguel de la Rosa 
said. “It was more than a vacation.  We 
certainly explored every aspect of
life there.”

The Whitmans covered most of the 
costs for the nine students traveling 
to Paris. Yet Steve Whitman, a 1977 
alumnus with a degree in business 
administration, also wanted to 
contribute more. He enlisted the
help of friends and business
contacts in Paris to meet with the 
students, and he traveled with the 
group to provide fi rsthand
knowledge and perspectives 
from his experiences engaging in 
intercontinental trade.

”I’m not that much unlike them,” 
Whitman said. “I grew up in southern 
Indiana, never really had a lot of travel 
experience before I got into business, 
and it worked out okay with me.  So 
I think we can all do it.”

The McLarens arranged the trip’s 
logistics for the participants. They 
sought out students who hadn’t 
previously traveled internationally. Six 
of the nine students on the trip had 
not traveled outside the United States.

The professors also encouraged 
students between their sophomore 

and junior years to participate, 
Connie McLaren said. That way, 
students can arrange to study 
abroad for a semester later if they’re 
interested, she said. 

Bruce McLaren thought it was 
benefi cial for students to have the 
choice between Ireland and France 
and time-frames to visit.

The Ireland journey, sponsored by 
Networks Financial Institute (NFI) in 
the Scott College and Indiana State’s 
Offi ce of International Programs and 
Services, allowed students to learn 
about international business during 
the three-week trip. The group 
learned about the fi nancial system 
in the European Union, along with 
the International Monetary Fund 
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“I think it was 
useful for them to 
understand business 
and banking 
specifi cally from 
an international 
perspective, and 
how it varies across 
countries.”

ALMOST HOME

Students Milos Pavlovic (left), Ellen 
Hedge, Jade Conrad and Miguel 
de la Rosa pose for a photo in 
Paris. They were among the nine 
students who attended the trip to 
learn more about international 
business relations.



Bruce McLaren recently strolled past metallic 
framework beaming at him as he toured 

the structure that next fall will house his offi ce, 
replacing his transitional one – more than 30 
years after he moved in.

“We’ve been in a temporary space since 1980,” 
McLaren said in his offi ce at the Scott College 
of Business, currently headquartered in one of 
the Statesman Towers. “This is a residence hall.”

Originally designed to house students, one 
of the Statesman tower currently hosts the 
Scott College of Business (the other tower 
was the previous home of the Bayh College of 
Education). That will change next fall, when the 
Scott College relocates to a building with a lore 
all its own – along with a spot on the National 
Register of Historic Places.

McLaren, associate dean of the Scott College, 
and Dean Nancy Merritt exude pride as they 
discuss the trademark characteristics that will 
be preserved in downtown Terre Haute’s 
Federal Building. The edifi ce, once supporting 
a downtown post offi ce and federal court, is 
being transformed to support young adults in 
academic endeavors ranging from analyzing 
accounting data to rehearsing sales tactics. 
University students may be using Skype to talk 
with peers anywhere in the world, while in 
the former federal courtroom an audience will 
listen to a prominent speaker detail expectations 
of future business leaders against a backdrop of 
the Magna Carta’s signing.

“It is a bit dusty now,” Merritt said of the prized 
mural. “However, as renovations continue, the 
painting will be cleaned by art restorers, and it 
will look fantastic.”

Merritt and McLaren pointed out the “crown 
jewel of the crown jewel,” as they refer to the 
mural, while on a tour with student Brittany 
Kirk and Diann McKee, vice president for 
business affairs, fi nance and university treasurer 
at ISU. They toured the renovation areas of the 
structure, which are already taking shape for 
new purposes. In one room, a workbench sits 
on fl oors sprinkled with mud chips and sawdust, 
while elegant, glossy wooden cabinets embed 
the structure’s walls feet away.

“The Scott College of Business’ 
future is upon us with the 
renovation of a new home 
fully under way. This project 
will have a lasting impact 
on the education of business 
students for generations to 
come,” Merritt said, as the 
group peered over blueprints in 
the former courtroom, where 
speeches from prominent 
speakers, town hall-style 
meetings and other events 
will be held. “I cannot wait to 
welcome our students, faculty, 
staff and the community to this 
building. It will
be magnifi cent.”

ALMOST HOME
BUILDING RENOVATION TO BE 
COMPLETE FOR FALL 2012

(Opposite Page) Nancy Merritt, dean of 
the Scott College of Business at Indiana 
State University; ISU student Brittany 
Kirk; Bruce McLaren, associate dean of 
the Scott College; and Diann McKee, 
vice president for business affairs, 
fi nance and university treasurer at ISU, 
review blueprints of the Federal Building 
renovation in the federal courtroom.
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and the World Bank. They studied 
Ireland’s National Parliament, the 
Houses of the Oireachtas, visited the 
U.S. Embassy in Dublin and met with 
partners at Ernst and Young
in Dublin.

Sherwood taught his summer 
international business management 
course during the trip.  He and 
the students resided in Ireland at 
the National University of Ireland, 
Maynooth. The study trip was 
designed in cooperation with Sandeep 
Gopalan, who was a visiting scholar 
with Networks Financial Institute at 
ISU, and chair of the law department 
at the National University of Ireland, 
Maynooth.

“A lot of students found information 
from when the company fi rst started, 
and how they were producing their 
brew,” said junior Jenna Vaal, one 
of the students attending the trip.  
“These dated all the way back to 
Arthur Guinness’ fi rst ingredient page, 
where he wrote down the ingredients 
that he was using, and how much of 
each one.”

The Ireland student 
group also traveled 
to London, where 
students toured the 

Bank of England and the London 
Metal Exchange. The group of 15 
students and two leadership interns 
who graduated in May also visited 
other cultural and tourist stops, such 
as Shakespeare’s Globe Theatre and 
the Tower of London, while they 
were in England for 
four days.

Many lessons were 
taught that may 
be impossible to 
experience in a 
classroom. Ireland 
students split into 
three teams to plan 
trip logistics, study 
cultural issues and 
gain information 
about different 
businesses. They 
learned fi rsthand 
how to budget 
with multiple 
currencies and how 
business practices 
and etiquette in 
European countries 
compare to those 
in the U.S., said 

Priscilla Wolfe, director of education 
at NFI who led the London portion 
of the trip.

“I think it was useful for them to 
understand business and banking 
specifi cally from an international 
perspective, and how it varies across 
countries,” Wolfe said.

For some students, the Ireland 
experience changed their perceptions 
as well. For Vaal, the trip marked the 
fi rst time she ever traveled outside of 
the U.S. She and Jaclin Huxford, who 
were student co-leaders, helped make 
some of the group’s arrangements 
when they toured Ireland and 
England.
 
Now, Vaal is interested in pursuing 
an internship in a different country, 
something she didn’t consider before 
the trip.

TRAVELING ABROAD

A photo from the airplane as the group 
visiting Paris departs from France.
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The group of 
travelers in Paris 
pose in front of 
the Eiffel tower.
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“Before, I had only been on a train 
to Chicago, which is not a big deal,” 
she said. “But then when you go on 
a train across Ireland, pretty much by 
yourself, you know you can do it, and 
you have more faith in yourself.”

The group also got to witness Irish 
history. During their visit, Queen 
Elizabeth II of England visited Ireland, 
the fi rst time since the early 1900s an 
English monarch had been on Irish 
soil, Sherwood said.

“The nice thing about it, her visit 
encouraged the students to learn 
more about Irish-English history,” 
Sherwood said. “They came out with 
a much deeper understanding about 
what has transpired between the
two countries.”

Visits to different sites in Europe 
strengthened the students’ 
understanding of the lessons that
were taught, Sherwood said.

“Our work in the archives at 
Guinness went way beyond my 
expectations,” he added. “I’ve never 
seen a group of students dig so
deeply into a live case, where they 
owned it.”

Students learned about business 
etiquette and culture during the trips 

to Europe. Junior 
Jade Conrad, 
who made the 
journey to Paris, 
learned about 
etiquette and 
proper behavior 
with regard 
to business 
interactions in a 
different culture. 
The trip helped
her to expand 
her professional 
goals and to 
realize she can achieve more than 
she previously thought.

“It ended up 10 times greater than 
I thought it would be,” Conrad said. 
“Just the things that I saw and got 
to experience, everything was just 
amazing.  This is the best thing that’s 
ever happened to me in my life.”

The Scott College of Business 
is very grateful for the support 
of Becky and Steve Whitman, 
Networks Financial Institute 
and the Offi ce of International 
Programs and Services, said 
Dean Nancy Merritt.  

“We are fortunate to have 
opportunities for our students 
to truly engage in their 
learning about business and 
cultures across the globe.  At 
the same time, study trips 
enrich faculty and staff 
understanding of today’s 
global business environment,” 
Merritt commented. “We 
hope to provide additional 
experiences like these in several 
international
locations with even more
of our students.”  

“We are 
fortunate to have 
opportunities 
for our students 
to truly engage 
in their learning 
about business 
and cultures 
across the globe.”
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The group that traveled to Ireland 
pose at the Guinness facility in Dublin. 
Students in the group visited the 
archives at the Guinness Storehouse 
to create fi nal projects for a course 
professor Art Sherwood taught during 
the group’s three-week trip to Europe.

The group of students who traveled to 
Ireland pose in front of the residence 
hall where they stayed at the National 
University of Ireland, Maynooth. 



management to learn in creative ways. 
He helped forge Project Clabberation, 
a joint effort between Indiana 
State and Clabber Girl to provide 
experiential learning opportunities
to students by working directly
with business employees on
company initiatives.  

A group of students in a summer 
course he taught also analyzed 
attendance statistics for the Terre 
Haute Rex, a summer collegiate 
baseball team that plays its games at 
Bob Warn Field at Sycamore Stadium. 
The students analyzed attendance 

data from the team’s home games 
to compare them to teams in 
similar markets and determine what 
factors infl uence turnout. With the 
information, the Rex can better 
estimate attendance for future games.

“My sincere belief is that the only 
way a student can truly learn what it’s 
like as a future business professional 
is to experience the environment 
fi rsthand,” Jones said. “To do so, one 
must actually perform the work, feel 
the pressure of looming deadlines and 
meeting expectations of others, and 
navigate through the complexities of 
group dynamics.”

Hawes and Jones also developed an 
MBA course in negotiations for the 
new Professional MBA program 
offered at the Plainfi eld Industrial 
Park just west of Indianapolis. 

Schikora expects other new courses 
to be created, and he hopes for the 
department to offer a minor in supply 
chain management. Some older classes 
that have lost popularity among 
students could be retired to make way 
for the new offerings, Schikora said.

While he estimates that between 140 
and 150 students major in marketing 
each year, only about a dozen major 
in operations management. The 
operations management classes are 
small and students receive a lot of 
attention from professors, and they 
also face less competition for jobs 
when they graduate, Schikora said. 

“I think it’s a very sellable major,” he 
said. “Our graduates typically will 
place without much diffi culty in good 
paying jobs.”  

www.indstate.edu/business  13
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In an interview that Indiana State graduate 
Kyle Neisen experienced during his job 

search, a question asked of him immediately 
reminded him of a job in high school – 
and one of several conversations he had to 
prepare him for the interview. 

Neisen is among the more than 1,000 
business students who have used the Center 
for Student Professional Development 
since it fi rst opened more than fi ve years 
ago. He sought help from the center to 
prepare him for job interviews with MSD 
Ignition in El Paso, Texas. His preparation 
included meetings and conversations with 
Kim LaGrange, director of the center, who 
advised him on how a variety of his past 
experiences, such as a high school job, could 
be assets in job interviews.

“If it wasn’t for her pushing for me to 
do things like that, then I never would’ve 
thought of that high school job,” said 

Neisen, marketing specialist for MSD 
Ignition. “It didn’t come to mind as
résumé worthy, necessarily.”

Since Neisen, who graduated from Indiana 
State in May 2010, was trying to break 
into the motorsports industry, his needs 
were different than other students who 
might have applied to companies that had 
established recruiting policies, LaGrange 
said.

“He had to work a lot harder, and he had to 
be a lot more creative and innovative, and 
really put himself out there for networking,” 
LaGrange said. “So we could coach him in a 
one-on-one setting on how to do that.”

The Center for Student Professional 
Development helps business students 
strengthen their professional and networking 
skills. Programming from the center 
includes events where students can interact 

CENTER HELPS students hone skills, 
develop PROFESSIONAL NETWORKS
               by Austin Arceo

TALKING BUSINESS
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Gerry Dick, Indiana State 
graduate and host of INside 
Indiana Business, talks with 
students during an event hosted 
by the Center for Student 
Professional Development. The 
center organizes and hosts 
events to help business students 
strengthen their professional and 
networking skills.

Instructor Ken Jones’ class, pictured 
here at Bob Warn Field at Sycamore 
Stadium, analyzed attendance data for 
the Terre Haute Rex, a summer collegiate 
baseball team, to help determine what 
factors infl uence fan turnout. The team 
is owned by Sycamore Foundation 
Holdings, a non-profi t subsidiary of the 
Indiana State University Foundation.



The center also includes the Sales 
and Negotiations Laboratory, a space 
where students practice sales calls 
and negotiation sessions to hone 
their skills and develop what they 
have learned in class. In his classes, 
Hawes’ students read and discuss the 
material they are learning and then 
watch someone engage in a selling 
technique before they practice it
in the lab. 

“So it’s a very lengthy but well-
developed learning system that
we’ve put together for them,”
Hawes said, “and the lab is integral
to that.”

Recent graduate Lauren Martin,
who had Hawes as a professor before 
she completed her degree in May,
said during her senior year that the 
lab sessions help to put her “in
the situation.”

“It’s different sitting in the classroom 
and reading a textbook about how 
you should go about sales calls and 
talking to people for the fi rst time,” 

Martin said, “but when we get to 
the sales lab, it’s more of a real life 
situation where we’re actually going 
through the things that we
have learned.”

Last fall, the university began to 
offer a sales management track in 
the marketing major and a sales 
and negotiations minor. ISU also 
offers certifi cates in medical sales 
and insurance sales. Indiana is home 
to many vibrant companies in the 
medical, life sciences and health care 
industries, Hawes said.

“I didn’t realize it before I got here, 
but Indiana has a substantial number 
of very successful fi rms within those 
industries,” he added, “and of course 
our goal is to help our students 
become very attractive candidates for 
high-paying jobs at those fi rms.”

Education Supply
The marketing and operations 
department also provides new 
opportunities for students to learn 
about supply chain management. 

Though marketing is more popular 
among ISU students, supply chain 
management is becoming a “really hot 
fi eld nowadays,” Schikora said.

“We have demand for graduates that 
we really can’t fi ll,” he added. “We 
have companies that come to us 
looking for alumni with skills in the 
operations management area, and we 
just don’t have enough graduates to 
fi ll the holes.”

The department also recruited a 
new professor to teach supply chain 
and operations management. Kuntal 
Bhattacharyya joined the Scott 
College of Business this fall. He has 
worked in a corporate setting as a 
sourcing analyst and in industrial 
operations; his research interests are 
in the areas of sourcing, supply chain 
risk management, and health care 
operations.

Instructor Ken Jones, who joined 
Indiana State in spring 2011, quickly 
provided additional opportunities 
for students studying supply chain 

A camera set up in the Sales and 
Negotiations Laboratory records 
students during a simulated sales 
session.
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with business professionals, such as 
the executive dining experiences, 
which are held in Terre Haute and in 
Indianapolis.  The center also offers 
a variety of workshops, including 
several that provide insights on job 
interviews and public speaking.

“We know that business students 
often fi nd themselves in circumstances 
where they walk into a reception 
or a professional event of some type 
where they know no one,” LaGrange 
said. “It can be a little intimidating 
for students to walk up to someone 
they don’t know, introduce themselves 
and start making conversations, so we 
actually have a workshop where we 
teach students how to handle that sort 
of situation.”

A dozen students participated in a 
mentoring program the center started 
as a pilot program in 2010. Business 
professionals volunteered to mentor 
the students, which includes providing 
perspectives on job searching and 
working in their industry and learning 
to become a successful professional.

Iboni Borden-Pittman, a student from 
Zion, Ill., majoring in management 
information systems, teamed up with 
Jackie Zuerner, a business analyst 
with Liberty Mutual Insurance, who 
graduated from Indiana State in 2007. 
Through the course of last spring 
semester they conversed through 
e-mail and met to discuss career plans 
and development of professional skills.

Zuerner plans on helping Borden-
Pittman craft her résumé, provide 
insight into job searching and possibly 
even help her network for a job.
In the program, Borden-Pittman
was hoping to meet “somebody that 
could help me in my fi eld of study 
to be successful in life, take their 

experience and use it to guide me 
through life a bit,” she said. She is 
pleased with how the program has 
been going, and she and Zuerner 
expect their developing relationship 
to continue.

Zuerner serves on the Scott College 
Young Professionals Board and wants 
to share her professional experiences 
with college students.  

“I’ve been in my career almost four 
years, and when I fi rst started out, I 
had a mentor,” Zuerner said, “and I 
would still consider her today to
be a mentor.”

Center faculty and staff will expand 
the mentoring program, LaGrange 
said. In its June meeting, the Young 
Professionals Board discussed 
expansion of mentoring and different 
types of mentoring and advising for 
students.  

More students seem to be taking 
notice of the center. The number of 
students visiting the center for services 
and events has been increasing the 
past several years, LaGrange said. More 
than 625 students took advantage 
of the center’s programs during the 
2010-2011 academic year.

“Students are becoming more aware 
of our presence here, and what we do, 
and we’d like to think that the quality 
of programs is good,” LaGrange said. 
“Students who use our services or 
come to our events have a positive 
experience, and tell their friends, and 
that helps bring more students.”

The center has teamed with some 
business professors to include 
opportunities to use the center’s 
programming in their classes. Students 
enrolled in those classes attend the 

center’s programs, and in turn receive 
additional professional preparation 
they would not have had otherwise.

For students and recent graduates 
such as Neisen, preparation at the 
center can help lead to a successful 
job search, to building a career 
and professional networks and to 
continuing their development as a 
professional. Students need to work 
hard during their college years, 
especially in the current job market, 
Neisen said.

“It is a great resource for all the 
students who go to it, but just because 
you have great resources doesn’t
mean you can seal the deal,” he
added. “However, for those that are 
willing to use it as a tool ... it is a 
great resource.”  

www.indstate.edu/business   29

Portfolio

Alumnus John Perry, a retired senior vice 
president and trust offi cer for Terre Haute 
Savings Bank, talks with an Indiana State 
student during a networking event.



The marketing and operations 
programs were previously housed in 
separate departments before they were 
joined to create the college’s third 
department. They were combined 
because they are “the two main 
players in supply chain management,” 
said Paul Schikora, chair of the
new department.

“Supply chain management is 
a lot more than just operations 
or logistics,” Schikora said as he 
explained the difference between 
operations management and supply 
chain management. “Marketing and 
operations provide the links between 
different stages of the entire supply 
chain” from the basic raw materials
to the fi nished product sold to
the consumer.

“In between the materials and the 
consumer sale, both operations and 
marketing participate,” said Dean 
Nancy Merritt, who is a marketing 
faculty member.  In particular, 
distribution systems have been her 
area of study.  

While Merritt has focused more 
on wholesaling and industrial 
distribution, Joyce Young, also a 
professor of marketing, has a strong 
research and teaching background 

in distribution channel management 
and retail management.  Young is 
the editor of the national Journal of 
Marketing Channels.   

“This new department provides 
strong potential for courses and 
programs along the intersections 
of operations, logistics, purchasing, 
distribution channels and business-to-
business sales and marketing,”
Merritt said.  

Some of the newest initiatives of the 
department are linking students with 
the business community and giving 
them experience with hands-on 
learning.  

Set Sale
The marketing program has received 
a huge boost since Professor Jon 
Hawes joined the ISU faculty in 2009. 
In February 2010, the university’s 
Board of Trustees approved the Sales 
and Negotiations Center created by 
Hawes, who is an ISU graduate with 
a B.S. in marketing and economics 
(’73) and an MBA (’75). 

Hawes, who is also the center’s 
director, has been working to 
establish the sales program and help 
get ISU recognized as a great place 
to recruit sales talent. In addition to 
his workload as a professor, Hawes’ 
tasks run the gamut from planning 
events and competitions for students 
to cultivating relationships with 
prominent members of the business 
community. His goal is to prepare 
students for outstanding sales careers, 
which he admits they might not yet 
be aware of during their fi rst few 
years of college.

“Generally, people prepare for jobs 
currently held by people they know 
or can relate to. The only sales people 

that our students may have come in 
contact with worked in retail stores 
and that is not the type of sales job 
that we help our students prepare 
for,” Hawes said. “Consequently, they 
don’t think about working as sales 
executives in the business-to-business 
sector until we introduce them to 
highly successful role models in
those jobs.”
 
The center helps students network 
with professionals. Hawes created 
the Sales Advisory Council, which 
consists of industry leaders, including 
ISU alumni, who are helping develop 
the sales program.

Indiana State University alumni Karl Person 
and Dexter Dunham shake hands during a 
group project in the Sales and Negotiations 
Laboratory last fall, when they were seniors. 
Professor Jon Hawes created the lab and the 
Sales and Negotiations Center to help provide 
more professional development and experiential 
learning opportunities to students.

“This new department 
provides strong 
potential for courses 
and programs along 
the intersections of 
operations, logistics, 
purchasing, distribution 
channels and business-
to-business sales and 
marketing.”

www.indstate.edu/business  11
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Indiana State University graduate Steve Pruett began a research project 
expecting to fi nd a new way for his employer to generate revenue.

He didn’t suspect it would help lead to the creation of a new 
commodities market, or to a job with Goldman Sachs.

Yet that’s what happened for the former accountant. Pruett is one of 
many Scott College of Business alumni to impact the fi nancial services 
fi eld. Indiana State graduate Tim Leman is president and CEO of Gibson, 
an insurance and risk management services fi rm with offi ces throughout 
northern and central Indiana. Sycamore Susi H. Willis is a partner in the 
certifi ed public accounting fi rm Larsson Woodyard and Henson, LLP. 

Indiana State graduates have worked in a wide range of fi elds, from Wall 
Street to risk management to accounting fi rms, and in locations ranging 
from the Wabash Valley to the nation’s fi nancial hubs.

SYCAMORES IN 
FINANCIAL SERVICES
INDIANA STATE GRADS 
CONTRIBUTE TO A
VARIETY OF FIELDS 

ALUMNI RELATIONS
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Some students taking classes in the Scott College of Business’ newest 
department practice negotiations in a lab designed for sales, not science, 

while others visit a world-renowned food ingredients producer to learn 
about supply chains, not baking.

Several noteworthy developments already provide opportunities for students 
in the newly created marketing and operations department. The college 
earlier this year reorganized from the former analytical and organizational 
departments into three: the department of accounting, fi nance, insurance and 
risk management; the department of management, information systems and 
business education; and the department of marketing and operations. 

by Austin Arceo

Alumnus Karl Person, a 
marketing major from 
Merrillville who graduated 
in May, speaks to his group 
during a session in the Sales 
and Negotiations Laboratory 
in ISU’s Scott College of 
Business last fall. 
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NEW DEPARTMENT links
MARKETING and OPERATIONS
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Power Markets
Pruett graduated from Indiana State 
in 1978 with a degree in accounting. 
He worked at PSI Energy, now 
known as Duke Energy, as an 
accountant. While there, he researched 
ways for the company to sell the 
excess electricity it produced. In the 
process, he learned about various 
markets for power.

PSI Energy was one of the fi rst 
companies to sell its excess power 
outside its control area when it sold 
energy to a city in Virginia, Pruett 
said. The company hoped to fi nd 
new ways to develop long-term deals, 
which resulted in the creation of
the power commodities market
for electricity. 

Commodities markets already existed 
for other power sources, such as crude 
oil. Yet the creation of such a market 
for electricity was more than what 
PSI Energy originally sought.

“We just wanted open access so we 
could sell to other entities, but the 
thought process was more of term 
deals, not trading of a commodity,” 
Pruett said.

Though it was far different from his 
work as an accountant, Pruett enjoyed 
working in this new area.

“The interesting thing about it is you 
get a scorecard every day, how you 

did, because of the profi t and loss on 
your position,” Pruett said. “You do 
it every day, so everyone knows how 
you did.”

His work in the market led him 
to join Goldman Sachs in 1997 
to establish the fi rm’s work in the 
commodities market for electricity. In 
2001, he moved to New York City to 
head the power commodities trading 
division for Goldman Sachs.

“It’s all about opportunity, taking risk 
and getting to know people, because 
you don’t know what doors might 
open for you,” Pruett said. “I sure 
didn’t. If you asked me when I was 
22 or 23 if I would work on Wall 
Street, help develop a business and be 
involved in that, I would never have 
dreamed it then.”

He headed the power commodities 
trading for Goldman Sachs for fi ve 
years before retiring at the end of 
2006. Though he left Goldman 
Sachs, the commodities market for 
electricity still exists.

“I enjoyed it, and I loved the 
challenge of it,” said Pruett, who is 
a member of the ISU Foundation 
Board of Directors. “I wouldn’t trade 
it for anything, as the experience was
just awesome.”

Chemistry to CPA
As a certifi ed public accountant, Willis 
works with clients across the country 
in a fi rm that serves people and 
companies around the world. 

Not bad for a job in the town she’s 
lived in all her life. 

Willis graduated from Indiana State 
in 1977 with a bachelor’s degree in 
medical technology and a bachelor’s 

in accounting 10 years later. She is 
a partner with Larsson Woodyard 
and Henson, a CPA fi rm based in 
Paris, Ill., with offi ces in Illinois and 
Indiana. Her career path started in a 
much different place, when it took 
her to Terre Haute Regional Hospital, 
where she rose to be technical 
supervisor of chemistry.
 
“I enjoyed medical technology, but 
there wasn’t really much upward 
mobility beyond what I had already 
achieved,” Willis said. “I longed for a 

“It’s all about 
opportunity, taking 
risk and getting to 
know people, because 
you don’t know what 
doors might open
for you.”
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Alumnus Steve Pruett speaks to a 
group during a visit to ISU. Pruett, who 
graduated in 1978, has worked with PSI 
Energy and Goldman Sachs in the power 
commodities market.



training, an industry-recognized 
method for problem-solving and 
continuous improvement, Ken Jones 
said.

The students worked with Clabber 
Girl employees to help improve 
effi ciency in the packaging process, 
said Ken Campbell, executive director 
of manufacturing operations for the 
food ingredient manufacturer. The 
ISU group identifi ed the manual 
case forming process and labeling 
functioning as areas that could be 
improved to increase the amount of 
gelatin shipped daily.

“With the increased gelatin business, 
it’s a perfect area for us to work on,” 
Campbell said.

This is hardly the fi rst time that ISU 
students have worked with Clabber 
Girl to enrich the lessons from the 
classroom. Students in Indiana State’s 
food and nutrition program have 
worked with the food ingredient 
manufacturer, for example. Clabber 
Girl has hired interns and other ISU 
graduates for full-time positions.

Still, Project Clabberation is the fi rst 
time that a long-term partnership 
has been explicitly spelled out. 
Expectations are high that the 
initiative will lead to ISU students 

working with Clabber Girl on 
projects in a consistent fashion. 
Clabber Girl President Gary Morris 
envisions projects that would involve 
students majoring in disciplines across 
the Scott College of Business.

“There are a number of projects that 
we want to accelerate,” Morris said, 
“and this helps us do it.”  

Not all the projects involved in the 
collaborative efforts were weeks-
long initiatives. Ken Jones worked 
with Kumi McGuire, purchasing 
director for Clabber Girl, to create a 
negotiations workshop he taught to 
about 10 students one afternoon
last April. 

During the session, Jones provided 
the students with several role-play 
simulations, including one that 
involved Clabber Girl negotiating 
with a hypothetical supplier. Though 
the role-play was not a real situation, 
McGuire reviewed it to ensure that 
it was similar to the negotiations that 
the company encounters.

As Jones discussed concepts during 
the session, he at times asked 
McGuire for her perspective based 
on her experiences negotiating with 
suppliers and service providers. The 
simulations helped teach students 

about negotiations in a manner that 
was different than what might simply 
be taught in the textbook, she said.

“So I think it was a great opportunity 
to learn in a real business world 
scenario,” McGuire added.

Morris sees the benefi t for students 
to learn by participating in projects, 
rather than simply learning about 
them in a textbook, which may not 
provide realistic situations.

“The one fact I can state is the fact 
that it never works like that,” Morris 
said. “Whatever it is in a book and in 
theory, there’s always some variable 
to it.”

Quite a few possibilities already exist 
for future collaborative projects. 
Clabber Girl will be working during 
2012 on a “green” initiative focused 
on reducing the company’s carbon 
footprint, and Morris suggested that 
ISU students could work on efforts 
related to that, such as working 
with suppliers to reduce inbound 
packaging that Clabber Girl receives. 

“That’s just one of the thousands
of projects that could take place,”
he said.  

Instructor Ken Jones talks to several students during 
a workshop about negotiations at Clabber Girl 
headquarters in Terre Haute. Jones organized the 
session with Kumi McGuire, purchasing director for 
Clabber Girl. The event was one of several projects 
created as part of “Project Clabberation,” a joint 
initiative between ISU and Clabber Girl.
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profession where I could do what I 
love, yet be limited only by my own 
ambition and skill set.”

She ultimately decided that she 
wanted to be a CPA. She returned 
to Indiana State, and though she said 
she hated math in high school, she 
enjoyed the math classes required for 
her degree. After she graduated, she 
worked in Terre Haute before joining 
her current fi rm as a partner in 1996.

Partners in the fi rm perform a variety 
of work, but all have developed 
additional expertise in areas they 
enjoy.  Willis’ practice emphasis 
includes serving small businesses 
and their owners with income, gift, 
estate and trust tax planning and 
compliance.

Willis also became involved with 
the Indiana CPA Society, serving 
as the chair of the society’s board 
of directors during its 2005-2006 

fi scal year. She was later elected to 
represent Indiana CPAs as a Member 
of Council in the American Institute 
of Certifi ed Public Accountants, the 
national professional organization
of CPAs.

The organizations represent and 
advocate for CPAs, while promoting 
the public interest and encouraging 
their members to adhere to high 
professional and ethical standards, 
Willis said.  During her tenure, she 
spoke with elected representatives 
about legislation that was of interest 
to the organization.

Several Indiana State alumni have 
worked at the fi rm in past years; the 
organization currently employs fi ve 
Sycamores, including Willis. The fi rm 
also regularly employs interns from 
Indiana State during tax season. Willis 
serves her alma mater as a member
of the Scott College’s advisory council
in accounting.

“Folks who go to ISU are very well-
educated,” she added. “We obviously 
must have extremely accomplished 
people in order to maintain our high 
quality of service.”

Minimal Risk
The insurance industry always ran in 
Leman’s bloodline. He remembers 
his dad’s life insurance agency in Fort 
Wayne, Ind. Yet as a kid, he thought it 
was “the last thing I wanted to do.”

But the mindset eventually changed 
for the 1997 alumnus who earned 
a degree in insurance and risk 
management. He is now the president 
and CEO of Gibson, a regional 
insurance broker with offi ces in 
northern and central Indiana.

While at Indiana State, he was a 
math tutor and student worker 
with professor Larry Coleman in 
the insurance and risk management 
program offi ce. He also served as 

(Clockwise, from top left) Graduates Patrick 
E. Bell ’79, Ashley L. Hill, ’11, Patricia J. 
Finch ’81, Susi H. Willis ’77 and ’87 work 
at Larsson Woodyard and Henson, an 
accounting fi rm based in Paris, Ill., with offi ces 
in Illinois and Indiana. Their co-worker and 
fellow alumna, Kimberla J. Clements ’88, is 
not pictured.
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As instructor Ken Jones drove to 
campus for an interview last fall, 

he caught a glimpse of something that 
surprised him. On his way to the Scott 
College of Business, he drove right past 
Clabber Girl, which was about three blocks 
away from his interview.

“So immediately the wheels were spinning 
that, maybe we should reach out to these 
folks, because my teaching approach 
is a little bit different,” Jones said. “It’s 
experiential learning fi rst.” 

Those were the fi rst steps that helped lead 
to Indiana State University and Clabber 
Girl offi cials forming the partnership 
known as “Project Clabberation.” 
Jones was hired in the newly formed 
marketing and operations department in 
the Scott College of Business to teach 
operations management. He immediately 
implemented the initiative in spring classes. 

ISU students work with Clabber Girl 
employees on a variety of projects as a way 
to provide the students with hands-on 
experience to enhance and supplement 
what they are learning in the classroom. 

“We’re getting so much hands-on 
experience here, and the minute he 
brought this up, we realized this company 
is really opening their doors to us,” said 
Brittany Jones, an operations management 
major from Clinton, Ind., who is the team 
leader on one of the projects. “They really 
want us there. They want us to help
with something.”

Brittany Jones, who is not related to the 
instructor, worked as part of a group 
diagramming the process fl ow chart of 
Clabber Girl’s retail baking powder line. 
The diagram explains how each of
Clabber Girl’s departments is involved
in the process. 

“We knew it was a great opportunity,” 
Jones said of her group’s efforts. “It was 
worth the extra hours of work. I can 
defi nitely vouch for that. It has been worth 
every minute we’ve put into it, and more.” 

A separate group worked with Clabber 
Girl on the company’s packaging line 
for its Royal® gelatin product. Students 
involved in the project were working on 
their green belt certifi cation in Six Sigma 
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INDIANA STATE,
CLABBER GIRL team up
in ‘CLABBERATION’ effort
      by Austin Arceo

EXPERIENTIAL LEARNING

president of Gamma Iota Sigma, a 
business fraternity for insurance and 
risk management students. Through 
summer internships with Lincoln 
and Conseco (now known as CNO 
Financial Group, Inc.) and industry 
mixers, Leman learned about different 
opportunities available with his 
degree. 

“Well, I started to see there were a 
lot of good opportunities and good 
jobs,” Leman said. “In that 1993-1994 
time frame, the economy was still 
kind of tough and was just starting to 
rebound, and it looked pretty stable” 
in insurance and risk management.

After graduation, he worked with 
Aon Consulting in Indianapolis. 
Two years later, Leman and his wife 
moved to Phoenix, where he worked 
with Willis Group Holdings, a global 
insurance broker. Within a few years, 

he was managing the company’s 
employee benefi ts practice in the 
southwestern U.S.

He was at Willis for six years before 
joining Gibson in 2005. In 2009, he 
was named president, and in July he 
took over as the company’s CEO.

He has established a Sycamore 
presence in the different offi ces where 
he has worked. While at Willis, he 
hired two Indiana State graduates 
who were Gongaware Scholars. 
Currently, about 10 percent of Gibson 
employees are Indiana State alumni, 
Leman said, which amounts to more 
than a half-dozen Sycamores.

“It’s been really rewarding for me to 
be able to keep the cycle going and 
hire ISU grads and see them grow 
and do well,” said Leman, who serves 
on the Insurance Advisory Council in 

the Scott College. “It’s been fun too.  
It’s kept me really connected to
the university.”

Though he worked in offi ces 
of different sizes and corporate 
structures, he enjoys working with 
clients directly and not having to 
wade through “corporate red tape.” 

“I love being an owner,” he said,
“and I love being at a private regional 
fi rm where we are able to take care
of our clients the best way that we
see fi t.”  

Tim Leman, who graduated from Indiana 
State in 1997, is president and CEO 
of Gibson Insurance Group, which has 
multiple offi ces in northern and central 
Indiana. 
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The Scott College of Business has again 
been recognized as one of the world’s 

premiere business schools.

The Association to Advance Collegiate 
Schools of Business announced in April that 
the Scott College has met all standards to 
retain its accreditation. Less than 5 percent 
of the world’s business schools earn the 
AACSB-International accreditation. The 
ISU business programs fi rst earned the 
recognition in 1980, and have continuously 
maintained the accreditation for more than 
30 years.

“I am extremely proud of our faculty, staff 
and students for their on-going attention 
to excellence,” said Dean Nancy Merritt. 
“The accreditation announcement 
signals the continued high quality of our 
programs and follows extensive reviews and 
documentation of multiple areas of student 
and faculty achievements and contributions 
to their professions, research areas and the 
university.”  

ISU is among 620 schools in 38 countries 
that maintain AACSB-International 
accreditation.

“For students and faculty selecting a 
university, this recognition signals the Scott 
College of Business and Indiana State 
University commitment to the quality and 
continuous advancement of our programs,” 
Merritt said. “Strong, positive recognition by 
other universities, the media and industry is 
gained through the AACSB-International 
accreditation.” 

ISU’s accreditation is for fi ve years.  Though 
the university works to renew the status 
in a rigorous fi ve-year review covering 
15 quality standards, the Scott College 
of Business maintains emphasis on the 
standards each year and fi les annual reports 
on its students, faculty and programs. 
Particular areas of quality include student 
learning, faculty research and professional 
experiences, and strategic planning and 
management.  

“This prestigious accreditation validates 
what we at Indiana State University know 
about the asset we have in the Scott College 
of Business,” ISU provost Jack Maynard said. 
“This recognition helps convey the strength 
of programming the college has to offer, 
as well as the education that prospective 
business students can hope to receive.” 

SCOTT COLLEGE OF 
BUSINESS MAINTAINS 
ACCREDITATION OF QUALITY

As Indiana State University 
student Neil Stough perused the 

schedule of classes for spring 2011, a 
course about American history caught 
his eye. But that’s not all that was 
involved. 

“Then the motorsports sold me,”
he said.

Stough was a student in a class that 
combined U.S. history with the 
history of motorsports in the 20th 
century. Joyce Young, marketing 
professor and director of ISU’s 
motorsports program, and history 
professor Lisa Phillips co-taught the 
class, which was created to coincide 
with the centennial anniversary of the 
fi rst running of the Indianapolis 500.

“For a fi rst time out, I can’t believe 
how organized they’ve got it,” Stough 
said. “It’s challenging. You have to be 
there in class, you have to read, you 
have to study in order to keep up 
with the class, but they arranged it 
that way.”

Indy 100:

NEW CLASS combines
century of RACING,
U.S. HISTORY by Austin Arceo

Legendary racecar driver Janet 
Guthrie speaks to a class. Guthrie’s 
visit was part of a class that taught 
the past 100 years of motorsports 
history in conjunction with U.S. 
history. The class commemorated the 
centennial anniversary of the fi rst 
running of the Indianapolis 
500.
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to focus on housing specifi cally, 
which is a key question since most 
people’s wealth in retirement is 
in their homes,” Telyukova added. 
“Retirees have to decide whether 
to own a home, stay in their home, 
whether to maintain it, whether to 
borrow against it - all in the face of 
much uncertainty and the possible 
desire to bequeath wealth to their 
children. In our paper, we quantify 
all these possibly confl icting motives 
to arrive at a picture of how retired 
homeowners differ from renters and 
what drives their decisions.”

Competition winner William C. 
Gerken, assistant professor of fi nance 
at Auburn University, presented 
his paper, “Predicting Fraud by 
Investment Managers,” which he co-
wrote with Stephen G. Dimmock. In 
the research, they analyzed how well 
Securities and Exchange Commission 
disclosures can predict fraud. Their 

analysis found that fraud is “somewhat 
predictable,” Gerken said.

“In the bigger picture, it also points 
out some of the shortcomings of the 
SEC’s existing disclosures methods, 
and that has policy implications,” 
Gerken said. “There are some ways 
that the SEC could improve access 
to this data that might help investors 
utilize this data a little bit better too.”

Second place winner Martin 
Goetz, fi nancial economist for the 
Federal Reserve Bank of Boston, 
also presented his paper, “Bank 
Organization, Market Structure and 
Risk Taking: Theory and Evidence 
from U.S. Commercial Banks,” during 
the event. Several honorable mention 
award recipients presented their 
research as well.

Each presentation featured a 
respondent, which included ISU 
professors, who summarized and 
critiqued the researchers’ work and 
prompted discussions between the 
presenters and the audience. 

The conversations led to additional 
recommendations that the presenters 
can use in the future, either in adding 
to their current papers or for future 
research, said Tatom, who was pleased 
with the event.

“We knew we had good papers, but 
we didn’t know the presentations 
would be as good as they were,” 
Tatom added. “They were excellent.”

The competitive awards supported 
young scholars from across the nation 
to study fi nancial services regulation 
and fi nancial literacy, key areas 
for NFI and the Scott College of 
Business.  The conference at ISU also 
fostered excellent interactions among 
the scholars and faculty, said Nancy 
Merritt, dean of the Scott College.  

“The scholars quickly formed 
connections with each other and 
with ISU and the Networks Financial 
Institute members,” Merritt added.  
“We are truly pleased with the 
research projects and the
conference results.”  

Ishani Tewari, a doctoral candidate 
at Brown University, discusses her 
research, “Home Sweet Home: 
Financial Development and Home 
Ownership” during the Financial 
Services Policy Reform Conference 
at ISU on May 16.

Young had the idea to create the 
hybrid class. Since she specializes 
in motorsports, she approached the 
history department with the concept. 
Phillips expressed interest in teaching 
it, and the course was born.

“She loves everything there is to love 
about motorsports,” Phillips said of 
Young, “and so her enthusiasm really 
helped bring us on board.”

Young explained the racing elements 
of the class, while Phillips taught the 
lessons about broader U.S. history. At 
the end of each class, they would ask 
students an essay question about what 
they learned during the session.

“We take the different developments, 
changes and occurrences that are 
going on in racing in any given 
decade, and look to see if that is 
mirroring what is going on in U.S. 
history, and vice versa,”  Young said.

In the class, they taught how events 
in the course of racing history in 
the 20th century paralleled events in 
American society. The class read Hard 
Driving, a book about Wendell Scott, 
an African-American driver who 
raced in NASCAR during a time 
when the country was segregated. 
The class learned about how Scott 
endured segregation during an era 
when many African-Americans in the 
U.S. experienced similar hardships.

The class also learned about Janet 
Guthrie, the fi rst woman to qualify 
and race in the Indianapolis 500 
and Daytona 500 races. In late April, 
Guthrie visited Indiana State to speak 
to the students and give a public 
presentation about her experience. 
Brian Donovan, a Pulitzer-prize 
winning author who wrote the
book about the now-deceased

Scott, also visited ISU during
the semester.

There were times during their careers 
when Scott and Guthrie both feared 
for their safety, Young said. “There is
a lot of overlap in terms of what
they had to face,” she added.

Students didn’t just learn from events 
on campus. In April, the class toured 
the Hall of Fame Museum of the 
Indianapolis Motor Speedway, the 
historic racetrack that hosts the 
Indianapolis 500. Donald Davidson, 
the historian of the speedway, led 
a private tour for the class. He 
explained different aspects of history 
that students have learned about in 
the course.

The museum also displayed many of 
the cars that have won the Indy 500 
since the race fi rst began.

“It was a once in a lifetime 
opportunity to see these cars since 
many are in private collections,” 
Young said. “The museum made a 
great effort to obtain each for this 
exhibit to celebrate this special year
in Indy 500 history. As a highlight, it 
was extremely interesting to see how 
the cars had evolved throughout
the decades.”

Students also learned from Morgan 
Lucas and Shawn Langdon of the 
National Hot Rod Association. Scott 
Smith, director of public relations at 
Lucas Oil Raceway in Indianapolis, 
and Dick Jordan, vice president of 
communications for the United States 
Auto Club, also visited the class.

Phillips and Young hoped that by 
combining motorsports and history, 
the course would appeal to students 
interested in either subject while 

introducing them to more
in-depth material.

More than 50 students enrolled in
the class, which was taught once a 
week. The course had a diverse mix
of students, Stough said.

“Everybody has to get something out 
of it,” he said. “Everybody has to be 
able to take history and correlate it 
into motorsports of that era.”

Since the class premiered for the 
fi rst time last spring, Young and 
Phillips weren’t sure if students would 
learn the parallels between U.S. and 
motorsports history. Yet Phillips 
discovered that students sometimes 
learned those lessons even better than 
the professors intended.

“That’s the beauty of it. Dr. Young 
and I don’t always know what’s going 
to come out of class at the end of the 
night,” Phillips said, “and we told the 
students that, and so they’re as much 
a part of making those connections as 
we are, and it’s really fun.”  

FINANCIAL INSIGHT
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Student Scheyanna White poses in a 
car at the Indianapolis Motor Speedway 
Hall of Fame Museum. 



GRADUATE RETURNS TO
SCOTT COLLEGE TO LEAD SALES
AND NEGOTIATIONS EDUCATION
           by Austin Arceo
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“Each scholar provided insight on 
topics that are of critical importance 
today, either from a broad, theoretical 
perspective or directly on issues that 
policymakers are working to address,” 
said John Tatom, director of research 
for NFI. “This initiative was designed 
to encourage and support research 
among emerging scholars.”

Researchers Joanne W. Hsu, a 
doctoral candidate at the University 
of Michigan, and Ishani Tewari, 
a doctoral candidate at Brown 
University, were among the eight 
presenters. The two received Financial 
Services Dissertation Fellowship 
awards from NFI to study fi nancial 
services policy and fi nancial literacy, 
respectively. They said the fellowships 
allowed them to focus on their 
research projects while still in 
graduate school.

In her presentation, “Aging and 
Strategic Learning: The Impact of 
Spousal Incentives on Financial 
Literacy,” Hsu explained her research, 
which found that women increase 
their fi nancial literacy as their 
husbands get older and the women 
approach widowhood.

While people were aware of the 
gender gap regarding fi nancial literacy, 
Hsu said that her research found that 
women are learning more.

“This is not something out of left 
fi eld,” Hsu said, “but it’s an empirical 
fact that no one knew before.”

Tewari gave a presentation on her 
research, “Home Sweet Home: 
Financial Development and Home 
Ownership.” In the initiative, she 
examines how “improvements in 
credit markets resulting from bank 
branching deregulation impacts 
home ownership in the U.S. 
and especially home ownership 
among lower and middle-income 
borrowers,” she said.
 
She found that, in the 1980s and 
1990s, the result was an increase in 
credit to lower-income borrowers,
but it did not increase foreclosures
or delinquencies.
 
Ironically, Tewari conducted her 
research at a time when her fi ndings 
were juxtaposed against the current 
housing crisis, which saw a historically 
high number of home foreclosures 
that has also impacted the economy. 
 
“Research has shown that during 
the period that led up to the current 
crisis, loan screening technologies 
were used carelessly, resulting in bad 
loans,” Tewari said. “But I think in the 
earlier time period that I investigate, 
when these technologies were 
emerging, they did help get credit
to lower income borrowers, but 
without the adverse consequences
we see today.”

The other presenters attending the 
conference received awards in NFI’s 
National Competition for Research 

Papers on Financial Services Policy 
Reform. The awards were formally 
announced earlier this year.

Third place winner Irina Telyukova, 
assistant professor in the department 
of economics at the University of 
California, San Diego, presented her 
paper “Home Equity Withdrawal in 
Retirement,” which she co-authored 
with Makoto Nakajima.

They focus on the retirement-saving 
puzzle, which is “the statement that 
a lot of households reach the end 
of their lifetimes with signifi cant 
fi nancial assets,” Telyukova said.  
She said that, in their research, 
data suggests that retirees who are 
homeowners don’t seem to expend 
their assets quickly, though the 
opposite is true for retirees who do 
not own their homes.

“The paper aims to quantify and 
analyze the many complex tradeoffs 
that retirees face when they make 
fi nancial decisions. We are the fi rst 

“Each scholar 
provided insight on 
topics that are of 
critical importance 
today, either from 
a broad, theoretical 
perspective or 
directly on issues 
that policymakers 
are working to 
address.”

William C. Gerken, assistant professor 
of fi nance at Auburn University, 
presented his paper, “Predicting Fraud 
by Investment Managers,” which he co-
wrote with Stephen G. Dimmock. 
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A conference at Indiana State University in May featured researchers from 
across the nation presenting their award-winning papers about emerging 

critical issues that affect fi nancial services regulation.

The presenters, who received funding from Networks Financial Institute, spoke 
at the Financial Services Policy Reform Conference. NFI, an institute in the 
Scott College of Business, awarded funding to the presenters. Support of doctoral 
students and new scholars was provided to advance fi nancial services research in 
two research competitions.  The award recipients presented their fi ndings at the 
conference, which was followed by discussion among policy experts and scholars 
in attendance.

FINANCIAL SERVICES POLICY REFORM CONFERENCE

EMERGING CRITICAL ISSUES 
THAT AFFECT FINANCIAL 
SERVICES REGULATION by Austin Arceo

FINANCIAL INSIGHT
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Memories of the time Jon  
Hawes studied at Indiana State 

in the 1970s rushed back to him as he 
visited the Scott College of Business 
two years ago. Although it was his 
fi rst time back to campus in almost 
three decades, he wasn’t visiting for a 
reunion.

It was for a job interview. Dean 
Nancy Merritt and the faculty could 
not believe their luck.

Hawes, who earned his baccalaureate 
degree in marketing and economics 
in 1973 and his MBA two years 
later, returned to his alma mater. He 
teaches sales and marketing classes, in 
addition to creating and operating the 
Sales and Negotiations Center, where 
students can learn more about the 
professional sales industry and practice 
sales presentations and negotiation 
sessions.  He has been involved in 
developing programming in the 
business college since joining the 
faculty in 2009.

“This was a dorm when I was a 
student here,” Hawes said during an 
interview in his offi ce on the ninth 
fl oor of the Scott College, which was 
once part of the Statesman Towers 
residential complex. “Coming back 
to ISU was interesting, though it was 
a little bit weird. Obviously, I was 
going back to a place I hadn’t been in 
many, many years. But there are a lot 
of great memories that came to mind 
upon arriving back on campus.”

Hawes didn’t expect to teach after
he fi nished at Indiana State. He 
initially thought he would work in 
the private sector. But he worked 
as a teaching assistant while earning 
his MBA, and during his job search 
he received a call from a business 
professor who had left ISU to work 
at the University of Alabama in 
Huntsville. He encouraged Hawes 
to interview for a teaching position 
there, and the position became Hawes’ 
fi rst post-graduate job.

“After I got started there in Alabama, 
I liked it. I seemed to be pretty good 
at it, and went a few different places 
along the road,” Hawes said. “I very 
much like being around the students, 
watching them grow and develop.  I 
like virtually everything about being a 
college professor.”

He ultimately received his Ph.D. in 
marketing from the University of 
Arkansas in 1981. After graduation, 
he moved to the University of 

Akron, where he was on the faculty 
for 29 years. He taught a variety of 
marketing classes during his tenure, 
though his focus quickly became 
professional selling.

Hawes witnessed many changes to 
marketing education during his career.  
The “sales educator” classifi cation had 
not been created, and no conferences 
or academic journal existed when 
he fi rst started. They are all part of 
the industry now, in part because of 
Hawes’ efforts nationally.

“Sales has become a well-recognized 
segment of marketing education, and 
it simply didn’t exist back in the early 
1980s when I was beginning my full-
time teaching,” he said. “There were a 
few courses here and there, but it was 
not well-developed at all.”

Hawes worked to create some of 
those national developments. He 
is a founding member of the sales 
special interest group of the American 
Marketing Association and the 
national University Sales Center 
Alliance. He created the Fisher 
Institute of Professional Selling at 
the University of Akron and received 
several distinguished awards during
his tenure at the university, including 
the Outstanding Teacher-Scholar 
Award and the Outstanding 
Researcher Award.  

He has received teaching awards from 
the American Marketing Association, 

“I very much like 
being around the 
students, watching 
them grow and 
develop. I like 
virtually everything 
about being a 
college professor.”

Jon Hawes, who earned his baccalaureate degree in marketing and economics in 1973 and his 
MBA two years later, returned to his alma mater two years ago. He teaches sales and marketing 
classes, in addition to creating and operating the Sales and Negotiations Center.
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EMERGING CRITICAL 
ISSUES THAT AFFECT 
FINANCIAL SERVICES 
REGULATION
Eight researchers who 
received awards from 
Networks Financial 
Institute presented their 
research at the Financial Services 
Policy Reform Conference in May.

7
SCOTT COLLEGE OF 
BUSINESS MAINTAINS 
AACSB ACCREDITATION
The Association to Advance 
Collegiate Schools of Business in 
April announced that the Scott 
College of Business has maintained its 
AACSB-International 
accreditation. 

8
INDIANA STATE, 
CLABBER GIRL team up in 
‘CLABBERATION’ effort
In “Project Clabberation,” ISU 
students work with Clabber Girl 
employees on projects that provide 
experiential learning for students 
while improving company initiatives.

10
NEW DEPARTMENT
links MARKETING
and OPERATIONS
Previously housed in separate 
departments, the marketing and 
operations programs are now the 
Scott College’s third department.

14
ALMOST HOME BUILDING 
RENOVATION TO BE 
COMPLETE FOR FALL 2012
The Federal Building in downtown 
Terre Haute is undergoing a $20.5 
million, three-phase renovation 
to become the new home for the 
Scott College of 
Business in the 
summer of 2012.

18
NEW PROFESSIONAL 
MBA PROGRAM in 
PLAINFIELD
The professional MBA program gives 
working professionals the ability to 
balance the demands of a full-time 
job, a family and other responsibilities 
while pursuing a graduate degree.

20
ETHICS IN ACTION 
LESSONS AT SCOTT COLLEGE
Several professors’ efforts and other 
activities created for – and by – 
business students ensure that they 
know that becoming a business
leader is about more than just the 
bottom line.

24
INTERNATIONAL 
INTERLUDE STUDENTS’ 
EUROPEAN SUMMER STUDY
Students learned about international 
business relations with European 
nations through different 
summer trips to Paris 
and Ireland.

28
CENTER HELPS
students hone skills, develop 
PROFESSIONAL NETWORKS
The Center for Student Professional 
Development helps business students 
strengthen their professional and 
networking skills while developing 
critical skills. 

30
SYCAMORES 
IN FINANCIAL 
SERVICES
Scott College of Business alumni 
Steve Pruett, Tim Leman and
Susi H. Willis are profi led. 

34
NEW CLASS combines 
century of RACING,
U.S. HISTORY
Joyce Young, director of the 
motorsports studies program, and 
history professor Lisa Phillips teamed 
up to co-teach a course that combines 
U.S. history with the history of 
motorsports in the 20th century.

36
GRADUATE RETURNS TO 
SCOTT COLLEGE TO LEAD 
SALES AND NEGOTIATIONS 
EDUCATION
Scott College of Business graduate 
Jon Hawes returned to his alma mater 
to develop and expand the college’s 
sales programming. 

FALL 2011
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Academy of Marketing Science, 
Marketing Management Association 
and the Society for Marketing 
Advances. Hawes is the fi rst 
recipient of the American Marketing 
Association’s “McGraw-Hill/Irwin 
Sales Teacher of the Year Award” and 
of the University Sales Alliance’s fi rst 
Distinguished Sales Educator Award 
in 2005.  

Hawes’ publications include books, 
academic journal articles, business 
publications and press articles. He has 
published over 60 sales, marketing 
and education articles in leading 
academic journals. His article on trust 
development is the most frequently 
cited research in the history of the 
Journal of Personal Selling and
Sales Management. 

“Dr. Hawes is a national star in the 
fi eld of sales education and research.  
He has an established track record 
of preparing students for successful 
careers in business,” Merritt said. 
“He has been a terrifi c addition to 
the Scott College of Business, and 
Indiana State students have already 
benefi ted from his tremendous 

knowledge and teaching.”

Merritt said he was a perfect fi t 
for the Scott College, which was 
interested in advancing marketing 
and sales programs. Hawes quickly 
created the Sales and Negotiations 
Center, a new course in negotiations 
and a laboratory for students and new 
programs. He helped develop changes 
in the marketing major, creating a 
new sales emphasis and formulating 
a new sales minor and certifi cate 
programs in insurance and medical 
sales.  

Each term since joining Indiana 
State as a professor in 2009, Hawes 
has entered students in national sales 
competitions and taken students to 
sales seminars and events.

Under his leadership, the Scott 
College of Business sales program 
has already been identifi ed as a “Top 
University Sales Program” by the 
Sales Education Foundation. 

And, he is still working to reach the 
aggressive goals he set for himself and 
the program.

“We’re continuing to make progress. 
Our challenge is partly the economy 
right now,” he said. “My goal is that 
every student will have a job at the 
time of graduation, and we’re working 
on that but we have not yet reached 
that goal.”

The Sales Advisory Council, which 
supports the sales program while 
mentoring students, has impressive 
members, but Hawes seeks to 
expand the group. He continues to 
advocate for the program and its 
students. New sales and negotiations 
learning facilities are also part of the 
renovation of the Federal Building as 
the new home of the Scott College
of Business.

“We’ve got to have great graduates 
looking for sales jobs who then get 
hired by companies who put them 
to work, and they will be successful,” 
Hawes said. “Once that cycle gets 
going, then it becomes pretty easy to 
keep it going.

“The hard part is getting it started,” 
he said, “and we’ve made a lot of 
progress in that regard.”  

Jon Hawes, director of the Sales and 
Negotiations Center, sits in the audience 
for a presentation during the Sales Career 
Exploration Event in September of last year.
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A student-managed coffee cafe
located in the Scott College of Business.

Stop by and check out the new food items for fall 2011.
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LETTER FROM THE DEAN

Dear Friends,

So many exciting activities and accomplishments 
continue in the Scott College of Business at Indiana State 
University. In class and outside of class, we are providing 
innovative learning and professional development to 
our students and building new facilities to enrich their 
experiences and connections with the community. 

After more than three decades in the Statesman Towers 
complex, the college will move next summer to a 
renovated Federal Building in downtown Terre Haute. A 
$20.5 million makeover is restoring its beautiful historic 
architecture, while creating spaces and technology 
specifi cally designed for current and future students, 
staff, and faculty. 

Our mission and the success of our students, graduates, 
and the faculty and staff cannot be achieved without our 
alumni and friends. Some provide fi nancial support for 
scholarships, programs, and facilities; others serve on an 
advisory council or mentor students. Guest speakers add 
critical industry insights, and others facilitate connections, 
internships and jobs for our students. 

I hope you enjoy reading and sharing this issue of 
Portfolio and that you will experience some of the 
enthusiasm and student development that I am 
privileged to witness each day.

On behalf of the Scott College of Business, thank 
you!  Please do visit us soon–in person, on 
www.indstate.edu/business, with a call or email. 

Sincerely,

Nancy J. Merritt, Dean
Scott College of Business

SCOTT COLLEGE of BUSINESS

Hullabaloo

Homecoming

A special thanks to our sponsors who helped make the evening a success:

Frontier Communications

The Ohio Building     |     The MacDaddy’s     |     Azar’s Catering     |     The Tribune Star

Woodburn Graphics     |     Citizens National Bank      |     ISU Alumni Association     |     Northwestern Mutual

 Innsbruck Financial     |     Monarch Beverage     |     ISU Federal Credit Union

It was one awesome night!

We invite your support of Scott College of Business activities and programs that make a 
di�erence in our students’ experience.  Visit our website at www.indstate.edu/business to 

learn more about sponsorship opportunities, serving as a mentor to a student or 
participating in special programs.  We look forward to hearing from you!
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