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UPCOMING EVENTS:

Sales Career Exploration Event
On Tuesday, September 17th, the evening prior to the
ISU Career Center’s campus-wide Career Fair, the Sales
and Negotiations Center sponsored a unique event in
which sales professionals and ISU students from various
degree programs got together to explore career
opportunities in the field of sales (Pictured Above).
Students tend to seek careers in fields with which they
are familiar and in which they know successful people
working in that profession. The goal for the event was to
introduce our students to successful sales
representatives and sales managers who could become
employers, role models, mentors and/or career coaches
for our students.

Coffee Corners
10/30 - Stadler & Company
11/6 - Indiana Bankers Association
Elevator Pitch Competition
11/15 - Finalist Day
Sales Competitions
11/1 - Ball State University
Follow SNC to Stay Up-to-Date
@ISU_SNC
@ISUSNC
indstate.edu/business/SNC

Thank you to the following companies for attending:
Jasper Engines, United Rentals, Mutual of Omaha,
Midwest Communications, Charles Schwab, SherwinWilliams, Ferguson, McGraw-Hill Education, Reynolds &
Reynolds, State Farm, Blue Ribbon Transport, Cintas,
CED, ABC Supply Co., Kirby Risk
Full Member

American Marketing Association

Coffee Corners

College students can increase their
understanding of the marketing profession,
begin career development and gain
valuable skills by joining the American
Marketing Association (AMA). As advisors
to the ISU chapter of the AMA, Dr. Ricky
Fergurson and Dr. Sandeep Bhowmick
have invited students to join this
organization. The American Marketing
Association strives to be the most relevant
force and voice shaping marketing around
the world, an essential community for
marketers. Members gain access to
exclusive AMA content and discounts on
products and events that will help boost
their knowledge and advance their career

One of the challenges that faces many sales
programs is the desire of companies to get in
front of students. This semester marks the
beginning of Coffee Corners, the event
where students meet with employers over a
cup of coffee. Coffee Corners offer a solution
to putting employers in front of students
without sacrificing class time. Our Coffee
Corners have proven to be mutually
beneficial.
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Intersted in representing your company with
our business students? Email the Sales and
Negotiations Center Director, Dr. David
Fleming at David.Fleming@indstate.edu

Welcome Dr. Fergurson
LinkedIn: https://www.linkedin.com/in/ricky-fergurson/
Twitter: @DrRFergurson
We welcome Dr. Ricky Fergurson, Assistant Professor of Marketing, to
ISU. He earned his Ph.D. from the University of North Texas. Ricky
currently teaches Professional Selling. He taught for two years at Nova
Southeastern University in Ft. Lauderdale, FL before coming to Indiana
State University. His teaching philosophy is a belief that all learning
experiences should be engaging and enlightening. He draws on over
twenty years of experience in sales and marketing to incorporate real
world issues into his classroom teachings. His research and teaching
interests include B2B Sales and Sales Management, Relationship
Marketing, Marketing Strategy, and Consumer Behavior.

