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Kelley’s full-time MBA program fortifies its current offerings with an analysis of its value
chain to leverage the best aspects of earlier programs. The goal: Move up in the national
rankings, improve position in a competitive marketplace, and achieve greatness.
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After a 20-year executive climb amid such names as Tiffany & Co., Coach, and Chanel,
MBA alumna Maggy Siegel became president and CEO of Judith Leiber LLC at age 46.
The energetic dynamo blends life as mother to two teenagers with life as a corporate
executive in a high-fashion industry.
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Kelley MBA marketing majors have become brand managers of an “orphaned” time-release
plant fertilizer manufactured by The Scotts Company. The unique plan creates a marketplace lab in which students make all strategic decisions to grow the brand’s bottom line.
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As a marketing genius, the late E.W. Kelley was the first to combine frozen green peas
with pearl onions for the Birds Eye division of General Foods. As a Quaker father, he
taught his children to save ten cents of their weekly allowance for the church offering
plate. As a philanthropist, he gave millions to Indiana University to create the Kelley
Scholars program for undergraduates. This memoriam celebrates a gentle giant whose
life was energized by a sense of “restless dissatisfaction.”
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A lifetime investment

FROM THE EDITOR
Margaret Garrison
Editor-in-Chief

Kelley’s Dean Dan Dalton
uncovered some compelling facts:
Kelley School respondents ranked
fourth in the nation in terms of base
salaries and bonuses, superseded
only by graduates from Harvard,
Stanford, and Georgetown.
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Is the Kelley MBA worth its $50,000 price tag?
The question extends beyond Kelley’s program to all national MBA programs, since recent
critics have looked askance at the effect of the MBA educational product on career outcomes.
Perhaps the most notable naysayer is Stanford University’s Jeffrey Pfeffer, who in 2002
suggested in the Academy of Management Learning and Education journal that MBA degrees
produced “less success than meets the eye.” His study claimed there was no data supporting
the assumption that an MBA degree enhances a career.
Many disagree.
Business schools will be the first to admit that their long history has been rife with criticism
regarding academic legitimacy. Since their beginnings in the early 20th century as schools of
commerce, they have defended themselves against accusations of inadequate “academic rigor.”
Over time they gained increasingly stronger respectability with funding from such supporters
as the Ford Foundation and Carnegie Council.
Today, business education is in demand. The clamor is loud for acceptance into one of
the nation’s 900 business schools, especially one of the 414 AACSB-accredited programs.
The current nationwide crop of 80,000 MBA students is up dramatically from the 5,000
candidates in 1965 and even the 65,000 in 1983.
How does the Kelley MBA fit into the competitive picture?
Since the mid-eighties when Business Week launched its national rankings of MBA
programs, the Kelley School has placed among the nation’s top-25 programs in each ranking.
During this period, Kelley has refined its MBA curriculum several times. The current
iteration is the result of a careful study that began in 2002 and concluded with a decision to
leverage the best assets of earlier programs. As with past programs, the current one emphasizes
the student and the corporate recruiter. However, it now identifies top students through a
selection process that considers EQ as well as IQ. Its enhanced program delivery includes case
competitions at the opening and close of the two years of training, total immersion in the
Leadership Development Institute, and mandated membership in Kelley’s industry-focused
academies. It also provides corporate recruiters a unique offering of customized candidates
who fit each corporation’s organizational culture.
Recently a group of nearly 20 Dean’s Advisory Council members—an illustrious covey
of some of the nation’s top business executives—volunteered to judge an all-day case
competition involving Kelley’s first-year MBA class. As “real-world” practitioners, their
feedback provided commentary that added to input from faculty judges. Students described
it as “awesome” and “amazing.”
The DAC’s effort indicates a new cultivation of all constituents and friends of the Kelley
School—alumni in particular. This issue of Kelley describes the thrusts of the newly
leveraged MBA program. You’ll discover how you can help the School differentiate itself in
an increasingly competitive marketplace and provide opportunities that enable Kelley MBA
students to excel in the world of management.
But back to Prof. Pfeffer’s theory.
Business Week’s September 12, 2003 cover article reported on an in-depth survey the
magazine conducted among 1992 alumni who graduated from their list of top-30 MBA
programs. “Is the MBA Really Worth It?” gave a ten-year retrospection by respondents who
noted, with enthusiasm, a direct correlation between their MBA degrees and their individual
career successes. Kelley’s Dean Dan Dalton, going online to plumb additional data from the
study, uncovered some compelling facts: Kelley School respondents ranked fourth in the
nation in terms of base salaries and bonuses, superseded only by graduates from Harvard,
Stanford, and Georgetown. The income/bonus average of Kelley respondents was $510,000.
And although that figure may have been skewed by one $1-million bonus, Kelley still
managed to stand in 9th place overall when that bonus was eliminated.
Is the Kelley MBA worth its $50,000 price tag? Some suggest it’s the investment
of a lifetime.
WI NTER 2004
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Diffusion of Innovations (4th Edition)
by Everett M. Rogers
This is not a “business book.” It is, however, the best treatment on
change I have ever read and is spot on in every element for organizational change as well. One interesting example after another
underscores its central points. If you are short of time, go straight
to Chapter 6, “Attributes of Innovations and Their Rate of
Adoption,” learn a bit about the attributes of innovations (relative
advantage, compatibility, complexity, trialability, and observability) and types of innovation decisions (optional, collective, authority), and you will be hopelessly hooked to read the rest of the
book. Substitute the word “change” for the word “innovation” and
you may find this book to be as fascinating as I did.
—Dan R. Dalt on, Dean, Haro ld A. Po ling Chair of
Strategic Management
The Loyalty Effect
by Frederick Reichheld
The premise of the book is that customer and employee loyalty
are at the core of firm profitability.The author presents a series of
case studies to support his claim. Using these case studies as a
launching pad, he argues that conventional accounting practices
mask the effects of customer defections. He then develops a
methodical yet practical approach for undertaking an analysis of
customer profitability. While the principles in the book are relevant to a wide range of companies, they appear to be particularly
applicable to organizations with a high service component to
them (e.g., banks, insurance agencies, retail stores, consulting
firms, etc.). I have used chapters from this book in my MBA
courses at the Kelley School and in Kelley Executive Partner
programs. Feedback from students is uniformly positive.
—Dan Smith, Associate Dean of Academics, Clare W. Barker Chair
in Marketing
www.fasb.org
This is the official Web site of the Financial Accounting
Standards Board. Individuals involved in financial reporting can
use it to examine both current standards and likely changes in
generally accepted accounting principles (due to changes in
these standards). The Web site now contains electronic copies
of the standards issued by the FASB. Additionally, the Web site
contains information about projects on which the FASB
is currently working and details of proposed changes to
accounting standards.
—Laureen Maines, Associate Professor of Accounting
The Goal
by Eliyahu Goldratt and Jeff Cox
This book, written in the form of a novel, illustrates common
problems in operations management and their solution through
the Theory of Constraints. The plot focuses on a plant manager
whose plant is threatened with closure. As he works through a
solution to his problem, the readers see illustrations of common
problems, their causes, and how the Theory of Constraints can
help to find solutions. The book has been around for a while, and
WI NTER 2004

it’s required reading for my Honors Introduction to Operations
Management course at Kelley Indianapolis. The students seem to
get its message very readily.
—Mark Ippolito, Senior Lecturer of Operations Management,
Indianapolis
A Conflict of Visions
by Thomas Sowell
Have you ever wondered why people have been arguing about the
same thing for centuries without ever settling the arguments? Or
why you can find intelligent, informed people of good will on both
sides of virtually every issue (despite the fact that we all like to
think they are all stupid and/or mendacious)? Did you ever
wonder why there are some people with whom you’re likely to
disagree on just about everything, although there doesn’t seem to
be any obvious connection among many of the things you
disagree about? For answers to these and other questions, read
this great book. Sowell basically argues that throughout the
centuries people with two competing visions (fundamental
assumptions about human nature and the way the world works)
have been carrying on an argument, sometimes with words and
other times with clubs, bombs, and bullets. This isn’t perfect, but
it has a lot of explanatory power.
—Michael Metzger, Co-Director, MBA Consulting Academy,
Arthur M. Weimer Professor of Business Administration
www.steves-digicams.com
Digital cameras are the rage these days, and many people are on
the lookout for fast and accurate information on the subject. This
Web site has abundant information and gives easy access to
pricing. Most importantly, the Web site is kept up to date and
delivers recent and informative details.
—S. Michael Groomer, Professor of Accounting
Business: The Ultimate Resource Compendium
This reference book provides a concise introduction to a huge
number of topics. Major sections list best practices, starter
“checklists” and “action lists” as you begin to frame your thinking, single-page area summaries by published thought leaders,
and lists of pertinent information sources on many topics. The
book has more than 2,100 pages and is a bargain when you shop
on the Web. Half.com has new copies listed at only $32.99. In my
own area of product innovation, I was pleased to note that the
Product Development and Management Association (PDMA) is
extremely prominent on the list of business information sources
for innovation and creativity and new product development.
PDMA was based for more than a decade in the Kelley School as
it gained momentum as a global organization.
—Thomas P Hustad, Professor of Marketing, John Kosin
Faculty Fellow
Compiled by Mark Meetsma, second-year MBA student.
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Getting loud and proud for our students

DEVELOPMENT UPDATE
Rick Dupree
Executive Director
Development

The marketing basis for the
evolution of the finely tuned
MBA program appears to me
to be quite simple:
Be creative, loud, and proud!
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In past editions of Kelley, you’ve read of our success in attracting resources for a variety
of initiatives including endowed faculty positions, new programs, and facilities such as the
Graduate and Executive Education Center, the home of the Kelley School’s celebrated
MBA program.
Now we focus our attention on students.
In this edition, you’ll read of exciting, innovative changes in the MBA curriculum.
You’ll hear about aggressive, creative marketing improvements designed to transform
our MBA program from the country’s “best-kept secret” into a well-publicized graduate
student magnet from which corporate recruiters attract their very finest young talent.
The marketing basis for the evolution of the finely tuned MBA program appears to me
to be quite simple: Be creative, loud, and proud!
Development’s link in this value chain is to attract the resources for the program to be
able to admit and support the finest, most deserving young men and women to attend the
MBA program and eventually join you as alumni of the Kelley School of Business.
A critical tool recently made available to us to help achieve that goal is the Fellowship
Endowment Income Matching Program. The basic characteristics of the program are
as follows:
1. Endowment funds received after Jan. 1, 2003, for the purpose of establishing
graduate fellowships are eligible for the match.
2. The full match—1:1—will consist of a payout equal to 5 percent of the principal
on an annual basis and will be available for gifts of at least $250,000. If the gift falls
between $150,000 and $250,000, the match will be based on a 1:2 ratio. Payouts
will be in perpetuity. (For example, Jane Doe donates $200,000 to endow a graduate
fellowship in the Kelley School. Assume that the payment from the endowment is
$10,000 per year [that is, 5 percent of $200,000, the current spending policy of
the IU Foundation]. The match is 1:2 on this principal amount [$200,000] in
perpetuity. Thus, in addition to the $10,000, the Kelley School receives an additional
$5,000 per year for support of this fellowship!)
3. A donor may use any of the following gift vehicles, in any combination, in order to
reach the $150,000 minimum requirement for the Fellowship Endowment Income
Matching Program: outright gifts (cash and securities), charitable remainder trusts,
charitable gift annuities, pooled income funds, charitable lead trusts, and bequests.
The program is campus-wide—that is, available to all academic units on the
Bloomington campus until the matching resources are exhausted. It is our intent at the
Kelley School, as has been the case so often in the past, to attract as many matching
dollars as possible in response to Kelley alumni interest in establishing endowed
fellowships for our graduate students.
You’ll hear much more about this matching program and the accompanying
IU Bloomington campaign, but should you have immediate interest in exploring an
endowed fellowship fund, please contact the Office of Development at 812-855-9000,
or send an e-mail to Igive2iu@indiana.edu.
As always, thank you for your continued and record-setting support of the
Kelley School.
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CC o n t i n u e t h e l e g a cy

Alumnus E. W. Kelley, who died of cancer on July 4,
2003, had a fond appreciation of the past—and a keen
vision for the future. It was this vision that prompted
him, along with family members, to create and endow an
unparalleled business scholarship program so that the
country’s brightest undergraduates can study business
at IU. (See the memorial tribute to Mr. Kelley, p. 25.)
You are invited to share in Ed Kelley’s continuing
legacy by contributing to the Kelley School of Business
annual fund. Your gift will further enhance the mission
and objectives of the school and perpetuate the vision of
which Kelley was so proud.
To give online or by mail, phone 812-855-9000 or visit
http://kelley.iu.edu/dev/da/giftforms.cfm.

Eli Lilly and Company was recognized Sept. 23 as part of the
Kelley School’s new Corporate Partner Recognition Day
program. Lilly executives participated in classes and met with
administrators, faculty, and staff, as seen above in an office visit
between Matt Hogan, Lilly information technology systems
leader, and Sue Brown, assistant professor of information
systems. The day included breakfast with the dean, an appreciation luncheon, and a student leaders reception. To qualify for a
Corporate Partner Recognition Day, companies must recruit
Kelley undergraduate and graduate students, have significant
involvement in the School, and provide philanthropic giving and
sponsorships. (Photo by Keith Dayton)

Robert V. Van Trees,
BS’56,
has
given
$100,000 to the Kelley
School of Business in
memory of John Mee
and Art Weimer, two of
the School’s prominent
leaders in the 1940s and
’50s. Upon making the gift, Van Trees said, “We will always be
eternally grateful for the great privilege of spending seven years on
the IU campus.” Van Trees is seen here with his wife, Marjorie.

Indiana Venture Center launched

Target Corp. has committed $55,000 to
support the Kelley School’s Center for
Education and Research in Retailing,
the Undergraduate Career Services
Office, undergraduate scholarships,
MBA fellowships, and Minorities in
Business program. Ha-Keem AbdelKhalig, Target’s college relations representative, presented the gift to Dean Dan
Dalton at a Sept. 30 reception in the
Graduate & Executive Education Center.
WI NTER 2004

The Indiana Venture Center—the first
partnership in the nation involving multiple
universities and the private sector—began
operations in October at a location near the
IUPUI campus. Created to attract entrepreneurial start-ups and fast-growing young
businesses to Indiana, the center will provide
support for technology-related firms and
ideas with high potential.
The Kelley School of Business, representing Indiana University; Ball State University;
the University of Notre Dame; Purdue’s
Krannert School of Management; and RoseHulman Institute of Technology have joined
with the Central Indiana Corporate
Partnership Inc. (CIPC) to assist such business founders as entrepreneurs taking creative ideas to market, owners of rapidly
growing companies needing expansion
assistance, and leaders of established firms

implementing innovative ideas.
“The state of Indiana
has lost many of its
brightest business
minds because it did
not have a supportive
Mike Hatfield
environment,” said Mike
Hatfield, a 1987 MBA graduate of the Kelley
School of Business in Indianapolis and
founder and chief strategy officer of Calix,
Inc. of Petaluma, Calif. Hatfield—who left
Indiana to ensure that his dream of a new
telecommunications firm would flourish—is
providing $3 million in funds to the center.
Leading the collaboration is Steven J.
Beck, who left his position as senior vice
president and founder of the Indianapolis
office of Old National Bank to head
the center.
KELLEY
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Student Spotlight:

Undergraduate David Hosei shines as entrepreneur

The Well-Rounded Student
Scholar, volunteer, resident assistant, intern, and entrepreneur.
IU Bloomington senior David Hosei is all of these things and
credits the university with making it happen.
“Looking back, my focus and outlook were pretty narrow when I
arrived on campus. I thought I knew what I wanted to do with my life
and how I could make it happen,” said David. “But the people and
opportunities at IU opened my eyes and mind to so much more.”
Scholar
David enrolled at IU Bloomington with the wholehearted encouragement of his Warren Central High School teacher and mentor,
Dave Stephens. “I call him the secret behind my success,” said
David. “He told me about IU, about the incredible business school,
and about the opportunities I would have here. He said it would be
a great college for me, and he was right.” David is majoring in
finance and entrepreneurship in the Kelley School of Business and
has received numerous scholarships and academic honors.
Volunteer
David’s dedication to community service began when he arrived
at IU. “Before I got here, I was very focused on how I could get
ahead in the world,” he said. “But the people at IU—my professors,
friends, and mentors—taught me how to have a heart. People had
been giving to me my whole life. I realized it was time to keep
that process of giving going.” In his three years at IU, David has
participated in numerous community service initiatives:
• He helped found the IU Battle of the Bands to raise funds for Jill’s
House (a home for families seeking cancer treatments at the Midwest
Proton Radiotherapy Institute) through an annual music competition.
• He spent two spring breaks doing volunteer work on the East
Coast through IU’s Civic Leadership Development Program. He
helped build a community garden at a New York City school, then
served as a mentor and tutor to at-risk students in Philadelphia.

• He founded Helping Educate
Lots of People (H.E.L.P.), a
non-profit organization that
educates college students
about financial literacy and
money management.
Intern
Following his sophomore year
at IU, David was the lone
undergraduate to receive an
appointment to the Chambers
Internship Program, an initiative run by the Johnson Center for
Entrepreneurship and Innovation at the Kelley School. For 12 weeks
that summer, David shadowed the chief executive officer of
Vasmo, Inc., an emerging technology business in Indianapolis.
Entrepreneur
David’s business career began in his hometown of Indianapolis,
when at 14 he started Hosei Lawn Care. His first client was his nextdoor neighbor and his first check was for $10. Six years later, when
David sold the business to pay for his college education, Hosei Lawn
Care had annual revenues of more than $25,000, six employees, and
a client list in the hundreds.
David’s entrepreneurial spirit continued at IU, partly through the
Kelley School’s Young Entrepreneur’s Association. 3GUpload, an
Internet-based company that provides ring tones, games, and screen
savers to cellular phone users, is his current venture. The 3GUpload
Web site boasts 250,000 users and has been featured on TechTV.
“This has become my dream job. I get to merge my interest in business and entrepreneurship with my interest in technology.”
Written by Karen Mittelstadt and adapted with permission from the
IU Office of Communications and Marketing.
More than 1,400 Kelley School inductees, family members, faculty, and staff attended the third annual Induction Ceremony
Sept. 19 for incoming students. Addresses were given by Kelley
Student Government President Brian Montminy and Kelley
alumnus Kevin J. Martin, BS’88, MBA’95. Left, students read
together the Kelley School of Business Creed, in which they
pledge to approach all aspects of their education with honesty
and integrity, to maintain high standards of conduct, and to
become part of the “unique spirit” of the Kelley School. (Photo
by Kendall Reeves)

SAP America creates faculty fellowships, supports ERP curriculum
SAP America, the world’s leading provider of business software solutions, is establishing two Kelley School faculty fellowships and making a grant to support the school’s Enterprise Resource Planning
(ERP) curriculum integrating a plug-and-play feature. The gift of
$150,000 over the next five years will support two fellowships in the
Operations and Decision Technologies Department, and the
8 KELLEY

curriculum grant totals $100,000. Ash Soni, professor of decision
sciences, and Doug Blocher, associate professor of operations
management, are the recipients of the fellowships. Amelia A.
Maurizio, director of Education Alliances at SAP, presented Dean
Dan Dalton with the first installment of the gift May 12.
WI NTER 2004
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Kelley-intense training classes provide real-world skills
Kelley Executive Partners has responded to the hue and cry of
its customers.
After listening for several years to a marketplace requesting
access to Kelley expertise, the Kelley School’s executive
education arm has initiated an aggressive program that offers
short-term faculty-taught courses to business employers and
firms in Indiana and surrounding regions.
The new program—Kelley Business Education Network, or
KBEN for short—is a composite of 40 courses and certificate
programs in business administration, finance, professional
management, and project management.
All can be completed as two-day residential courses. Better yet, all are offered at $690 per
class—a price tag far below executive education programs offered at other top-tier business
schools. And discounts to dues-paying members of the IU Alumni Association can bring the cost
even lower.
The program began in September, with 25 class members drawn mainly from private industry
and nonprofit organizations. Much of the curriculum was designed in part by area business leaders.
The rich array of courses is offered without sequence so that a participant can sign up during
the middle of a semester and start at the beginning of the chosen program. The material can also
be delivered to individual firms at company sites.
The courses will continue throughout the year on both the Bloomington and Indianapolis
campuses. For additional information, call Jim Pershing at (888) KEP-KBEN (888-537-5236), or
click on www.kep.indiana.edu. (Photo by David Snodgress, Herald-Times)

Suze totes for Kelley
When financial-advice author Suze
Orman spoke to the iWOMAN
Conference in Indianapolis, the Kelley
School was there as an education
sponsor. Orman shows delight with her
Kelley School of Business tote bag,
stuffed with her best-sellers. (Photo by
Tyagan Miller)

Indianapolis alumnae raise female
enrollment, enhance MBA experience
As the saying goes: “If you want a job done well, give it to a woman.”
Or, in this case, women. About a year ago, a group of 22 alumnae from the Indianapolis Evening
MBA program took on the challenge of increasing the number of female students in the program.
To their credit, this fall’s female MBA enrollment is at an all-time high of 25 percent—up from 13
percent last year. And with the average GMAT score a healthy 637, the numbers speak highly of
quality as well.
The 22 alumnae are mid- or upper-level career business women in the Indianapolis area.
Originally formed as an ad hoc group, they immediately initiated a written survey of all female
graduates from the Kelley Indianapolis Evening MBA program to determine ways to make it more
attractive to women students. They included graduates of the former Executive Education
program of the early ’90s among those surveyed.
Their 28 percent response rate has given way to some positive changes, including a new maternity policy that allows female graduate students to sit out a semester without penalty. It’s also led
to the identification of Kelley alumnae in the area willing to mentor current MBA women or serve
as industry experts for them. Their credentials are auspicious: a bank president and several vice
presidents, attorneys, Eli Lilly executives, presidents of mid-sized firms—even a physician who
teaches at the Indiana University Medical School. The group is also forming a national Graduate
Women in Business chapter (GWIB) for the IUPUI campus.
The original 22 have become an alumni advisory board to Associate Dean Roger Schmenner
and the Kelley Indianapolis MBA Policy Committee. Their mission includes not only recruiting and
mentoring women students but also helping them network with community women who support
graduate business education. Additionally, they are a test group as the first “virtual community”
for the KSBAA, a project initiated by the Kelley Alumni Programs Office to create a segmented
online alumni network.
WI NTER 2004

Bill Ezzell, chairman of the American

Institute of Certified Public
Accountants (AICPA), shared his
views of the accounting profession
with students from Kelley’s accounting graduate programs. Ezzell was
luncheon speaker to incoming MBA
in Accounting and MPA students
during Orientation Week. (Photo by
Tyagan Miller)
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Kelley programs continue high national rankings
In a triple-slam that continues to broaden the Kelley School’s
reputation as a top-20 business school among public and private
institutions, three leading business publications once again have
recognized the School’s strengths through their various rankings.
U.S. News & World Report continued to rank the School’s undergraduate programs within the nation’s stellar top-10 tier, placing
it No. 10—and second only to the University of Michigan among
undergraduate business schools in the Big Ten. Kelley’s undergraduate management discipline was cited as fourth-best in the
country.
The Wall Street Journal’s third annual online survey among
corporate recruiters ranked Kelley’s MBA program 12th. The
recent ranking moved the program up from 14th place in 2002 and
23rd in 2001. It cited the consumer products discipline second
among industry recruiters, gave a 3rd-place nod to the marketing

program, and named Kelley No. 8 among MBA programs recognized as “hidden gems.”
Business Week’s 2003 Executive Education rankings named
Kelley Executive Partners No. 16 among providers of customized
executive programs for companies, up from No. 20 among general
executive programs in 1999. The rankings are based on the results
of 134 surveys received from directors of leadership and executive
development at companies worldwide.
Business Week, which publishes MBA rankings in alternate
years, named Kelley’s MBA program No. 20 in 2002.
“In our new rankings, Kelley is in the top 10 to 12 of virtually all
disciplines across the board,” said Dean Dan R. Dalton. “Only
three other business schools—Wharton, Texas, and Michigan—can
claim that as well.”

MBA Class of 2005 boasts myriad of talents and achievements
What did members of the Kelley MBA Class of 2005 do in their
lives-before-Kelley? These sample answers might surprise you:
• U.S. Navy Seal
• U.S. Army officer in Operation Iraqi Freedom
• Commercial model, actress, and magazine cover model
in China
• Manager of a $40-million global HIV/AIDS project
• Photo-journalist and winner of the Edward R. Murrow
award for excellence in journalism
• Member of IU’s 1999 and 2000 national championship
soccer teams
• Three-time national collegiate medalist in rowing and 1997
national champion
• Business manager for the Salt Lake Organizing Committee
for the Olympic Winter Games
• Director of an international travel company for
cycling tours
• Swim coach and manager of a New York City swim team
• Financial staff writer for Barron’s
• Financial manager for WBUR, Boston’s NPR affiliate
• Marketing specialist for Moscow’s largest daily newspaper
• Producer assistant for Walt Disney feature animation films
• Manager of labor relations for 20th-Century Fox
In addition, several class members served as Peace Corps
volunteers in Bolivia, El Salvador, and Kazakhstan. Others
taught English abroad in Japan, China, and Hong Kong.
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Profile: Fall 2003 Entering Class
Class Characteristics
Class size
Women
Minorities
International
Average age
Age range
Average years of full-time work experience
Percent with full-time work experience

250
27%
15%
30%
28
22-38
5
98%

Academic Background
GPA (average 3.31)
Percent with undergraduate GPA 3.5 or higher
Percent with undergraduate GPA between 3.0-3.49
Percent with undergraduate GPA between 2.5-2.99
Percent with undergraduate GPA 2.49 or below

35%
46%
18%
1%

GMAT (average 650)
Percent with GMAT scores 700 or higher
Percent with GMAT scores between 600-699
Percent with GMAT scores between 500-599

20%
66%
14%

Undergraduate Majors
Business administration
Liberal arts
Science and engineering
Other

40%
29%
28%
3%

Geographic Distribution
Midwest
Northeast/Mid-Atlantic
West/Southwest
South/Possessions
International

37%
15%
13%
5%
30%
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(Photo courtesy of the Indianapolis Star)
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Cathy Langham, BS’80, owner and president of Langham Transport Services, listens on
stage as President George W. Bush delivers a speech about the nation’s economy to an
Indianapolis crowd in the cavernous Langham warehouse. The freight distribution firm
was chosen to host the Sept. 5 presidential visit because it is a small business using the
president’s $350-billion tax cut to improve operations. Langham graduated from the
Bloomington program in marketing and serves on the Kelley Indianapolis Board of Visitors.

Test your fashion IQ
Is it a tomato? A strawberry? Actually, it’s an
exquisitely beaded Judith Leiber“pumpkin”
evening bag valued at $2,850. For a
personal profile of the Kelley School
alumna who heads up this high-end Madison
Avenue company, see pp. 16-17. (© 2003
Joseph Pobereskin)

Toshiba America executives help launch Toshiba Tablet MSIS student competition
Top executives from Toshiba America
were on hand Oct. 17 to help the Kelley
School of Business launch a unique
student competition that will determine
how best to use Toshiba’s Portege 3505
PC—popularly known as the “Toshiba
Tablet”—to enhance the university-level
learning experience.
Hideo Ito, chairman and CEO of Toshiba
America, Inc., and a Kelley School of
Business MBA alumnus, presented 10
Toshiba Tablets to Dean Dan R. Dalton. The
PCs will be used by a group of 30 Master of
Science in Information Systems (MSIS)
majors, who will work in teams during the
next few months.
Their goal: Develop a new curriculumrelated application for the convertible
tablet side of the PC that employs a digital
pen, or investigate innovative uses of
existing applications that apply to a classroom environment.
“We are very grateful to Toshiba for their
contribution to the Kelley classroom experience,” said Dean Dalton. “We strive to
enrich the educational experience by
immersing our students in technology.
Toshiba is helping us to do that through the
generous gift they present today.”
WI NTER 2004

In the spring, the student teams will
present their findings to a panel of judges
composed of executives from Toshiba and
other leading technology companies. The
results are expected to generate insights
for Toshiba on how the Tablet PC can
become a powerful tool within the classroom environment.
“Several groups of MSIS students will
use the Tablet PCs in conjunction with
Conference XP technology from MSFT to
design and evaluate next-generation
teaching and learning technology,” said
Ramesh Venkataraman, associate professor of information systems and Ford Motor
Company Teaching Fellow at Kelley.
“Through these projects, we hope to provide to Toshiba valuable insight about the
application of Tablet PC technology in conjunction with Conference XP in support of
teaching and learning.”
The Toshiba Tablet is uniquely designed
with a swiveling screen that allows the
computer to be used both as a standard
laptop and a wireless mobile tablet carried
like a clipboard. When the screen is folded
under and turned sideways, it can be
written upon with a stylus whose magnetic
system tracks its position over the screen.

Script can be thus be captured, moved,
and converted into typed text through a
handwriting recognition system.

Top executives from Toshiba America
helped the Kelley School launch a
unique student competition that will
determine how best to use Toshiba’s
tablet PC to enhance the classroom
learning experience. Hideo Ito (far right),
MBA’77 and chairman and CEO of
Toshiba America, Inc., presented the 10
tablets and tutored users during a
demonstration. The PCs will be used by
a group of 30 Master of Science in
Information Systems (MSIS) majors,
who will work in teams during the next
few months. (Photo by Tyagan Miller)
KELLEY
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Sixth crop of Kelley Scholars
begin academic careers
Nine of the Midwest’s most gifted and promising students began
their studies in Bloomington this fall as the newest crop of Kelley
Scholars. Named from a pool of 170 exceptional candidates with
outstanding academic records and strong leadership skills, they
are receiving complete funding for tuition, fees, books, and living
expenses. Each four-year award has an annual value of more than
$15,000 for Indiana residents and more than $22,000 for non-residents. A $23-million gift from the family of E.W. “Ed” Kelley, BS’39,
funds the program. (Photos by Kendall Reeves)

Andrew Phillip
Monica Baik
Baldwin
Mounds View High School
Vadnais Heights, Minn. North Central High School
Indianapolis, Ind.

Steven Coulis
Munster High School
Munster, Ind.

Conover named director of
Indiana Business Research Center
Jerry Conover, a Terre
Haute native who previously
directed a similar program at
Northern Arizona University,
has been named director
of the Indiana Business
Research Center. Conover
succeeds 18-year director
Morton Marcus, who retired
from IU this fall but is still
involved with initiatives to
help Indiana citizens understand the economy.
Prior to coming to Kelley,
Conover directed the Bureau of Business and Economic
Research at NAU, where he was also professor of marketing. He
directed NAU’s MBA program from 1990 to 1994 and previously
served on the faculty at the University of Arizona. (Photo by
Tyagan Miller)
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Giovanni Gallo
Carmel High School
Carmel, Ind.

Kara Howard
Homestead High School
Fort Wayne, Ind.

David Krismanits
Moline High School
Moline, Ill.

Kyle McNaught
Center Grove
High School
Greenwood, Ind.

Francesca Smith
Chesterton High School
Chesterton, Ind.

Jessica Wild
Carmel High School
Carmel, Ind.

Diversity Workshop
Students discuss issues raised during a fall interactive
theater workshop in which professional actors personified
diversity in the workplace presenting different ethnic, racial,
gender, and sexual orientation backgrounds. After the actors
performed, they returned in character to talk with members of
the audience in a dialogue facilitated by Connie Wong of CSW
Associates Inc.
For the past three years Kelley has worked with CSW to
present the diversity management workshops to MBA students.
This year, through a generous
gift from the State Farm
Foundation, these workshops
were also integrated into the
undergraduate I-Core curriculum. State Farm has committed
funding for this initiative for an
additional two years. The magnitude of Kelley’s efforts to
infuse diversity management
skills into its curriculum is
thought to be unprecedented at
a top business school. (Photo by
Kendall Reeves)
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From Kelley cohort to Manhattan:
Blue 9 Burger
Look out, mighty Mac! The Blue 9
Burger may someday nip at your
bottom line.
After strong mentions in the New
York Times, Daily News, and Village
Voice, the one-year-old burger restaurant with the catchy name and logo
is wagging tongues—and pleasing
palates—in Manhattan’s East Village.
For Kelley School alumni, the story has
a personal touch. The Blue 9 name
comes directly from owner T. J. Villano’s
experience as an MBA student at Kelley,
where all first-years are assigned to a
Blue, Red, Green, or Gold cohort and a
numbered team. As an incoming student in the fall of 1996, Villano ended up
in the Blue cohort—on Team #9.
While at IU, Villano missed the In-NOut burger chain he had thrived on
while living in California. On the other
hand, he delighted in discovering the
thick milkshakes popular at Steak n
Shake restaurants—owned, coincidentally, by the same E.W. Kelley who
would become the business school’s
namesake during Villano’s time as an
IU student.

Blue 9 Burger is nestled among shops
in Manhattan’s East Village.
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After graduating in finance and spending more than four years as a Wall Street
analyst, Villano decided to put his Kelley
School training—including expertise
gained through the MBA Investment
Management Academy—to the ultimate
test. With financial support from bestfriends Dan Butler and Jony Hartono
who had shared the Blue 9 cohort, he
opened a restaurant named in honor of
their Kelley School experience.
His vision for success: never-frozen
hamburgers sculpted from fresh ingredients, French fries diced on the premises, and Indiana-style hand-dipped
milkshakes.
“We decided to concentrate on only
one product and to make it extremely
well,” Villano says. “It’s a powerful business model.” All Blue 9 burgers are
cooked to order and served with lettuce, tomato, and a Thousand Islandbased sauce. Onions are optional.
Microwaves are banned from the site.
The plan apparently works. Located on
Third Avenue between 12th and 13th
Streets and surrounded by four NYU
dormitories, the restaurant caters to

Menu
Blue 9 (Double Cheeseburger)
Cheeseburger
Hamburger
French Fries
Drinks (Small)
Drinks (Medium)
Drinks (Large)
Shakes
(Vanilla, Chocolate, Strawberry)

$3.90
$2.80
$2.35
$1.75
$1.25
$1.55
$1.75
$2.25

busy college students and on-the-go
shop personnel. Forty percent of the
clientele eat in, 45 percent take out, and
15 percent request delivery.
As Kelley graduate students, the Blue 9
teammates learned how to analyze
businesses and think strategically
about product placement. “Currently
we’re raising money to expand to other
New York City locations,” Villano says
candidly. They need $2.5 million dollars
to reach their goal.
Can he duplicate his East Village success in other locales? Villano likes being
“small but successful” but also appreciates the cult-like following enjoyed by
his favorite West Coast chain.
The Village Voice minces no words in
serving up its opinion. The Blue 9
Burger “bedevils Ronald and his pals,”
it writes, and “looks like a franchise
waiting to happen.”
Visiting the Big Apple soon? If you drop
by Blue 9 Burger, be sure to mention
your Kelley School affiliation. 92 Third
Avenue; phone 212-979-0053.

The restaurant’s commitment to fresh
ingredients is printed across one wall.
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Eight tenure-track faculty join Kelley’s two campuses
Nancy M. Epling, assistant professor of business economics
and public policy, holds a Ph.D. from Yale University. Her
research interests include industrial organization, applied
econometrics, and applied microeconomics.
Levent Guntay, assistant professor of finance, has a Ph.D. in
finance from the R.H. Smith School of Business, University of
Maryland. His research interests include credit risk, corporate
bonds, and empirical finance.
Nandini Gupta, assistant professor of finance, holds a Ph.D.
in economics from the University of Pittsburgh. Among her
research interests are corporate and international finance, privatization, international business, and industrial organization.
Most recently Gupta was on the faculty at the William Davidson
Institute at the University of Michigan.
Dirk Hackbarth, assistant professor of finance, earned a
Ph.D. in financial economics from the University of California
at Berkeley. Corporate finance, agency and applied contract
theory, behavioral economics and finance, and asset pricing
and real options are among his research interests.

Leslie Hodder, assistant professor of accounting, holds a
Ph.D. from the Graduate School of Business, University of
Texas at Austin. Most recently Hodder was on the faculty of
Stanford University. Her research interests include risk
measurement and disclosure, regulated enterprises, and
commercial banking.
Susan Powell Mantel, associate professor of marketing
at Kelley Indianapolis, holds a Ph.D. from the University of
Cincinnati. Her primary research relates to consumer behavior.
Xing Pan, assistant professor of marketing, earned a Ph.D.
from the University of Maryland. Among his research interests are price and pricing, e-commerce, marketing strategy,
and consumer economics.
Andrey D. Ukhov, assistant professor of finance, holds
a Ph.D. from Yale University in financial economics. His
teaching interests include corporate finance, investments,
derivatives, and valuation.

Daniel C. Smith, the Clare W. Barker Chair in Marketing, has been appointed associate dean
of academics for a three-year term that commenced in mid-August 2003. He follows in the footsteps of Professor of Business Economics & Public Policy Bruce Jaffee, who continues to teach
while assuming new duties as IU’s faculty representative to the Big Ten Conference.
Smith joined the Kelley School faculty in 1996 after serving on the faculty at the University of
Wisconsin-Madison and the Katz School of Business at the University of Pittsburgh. His research
focuses on brand strategy and product management. In addition to his associate dean’s duties,
Smith teaches graduate and executive courses in marketing strategy and Ph.D. seminars in
marketing strategy, research methods, and philosophy of science. (Photo by Tyagan Miller)

Podsakoff ranks among most-cited
A Kelley School of Business management professor has been
identified in recent months as one of the world’s most highly
cited authors.
Philip M. Podsakoff, John F. Mee Chair of Management, is one of
only 245 such researchers in the category of Business and Economics
listed by the Institute for Scientific Information (ISI), whose computerized database collects all cited references from the world’s most
scholarly literature. ISI’s “highly-cited researcher” list in Business/
Economics represents those authors who have received the greatest
number of cumulative citations from 1981 to the present in 250
journals that publish research in these areas.
Within the group of 245, Podsakoff is one of only 35 authors in his
specific area of business management. He has published about 75
scholarly papers in the areas of research methodology, leadership
effectiveness, organizational citizenship behavior, and social
power, which together have accumulated over 2,000 references.
One paper alone—“Self-Reports in Organizational Research:
Problems and Prospects,” co-authored with Kelley Professor of
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Management Dennis Organ—
has been cited approximately
500 times, with the count
increasing continuously.
Distinctive researchers sharing the honor within Podsakoff’s
management field include
Michael Porter of Harvard
University, Jeffrey Pfeffer of
Stanford University, and C.K.
Prahalad of the University
of Michigan.
In academia, citations are the
measure of the quality of research. When someone refers to the
work of another, that researcher is, in essence, acknowledging the
influence it has had on his or her own work.
Six other Indiana University researchers are currently identified as
“highly-cited” in their various fields. (Photo by Tyagan Miller)
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Faculty Forum: research and awards
Lance Bettencourt, assistant professor of marketing, had an
article published in the Journal of the Academy of Marketing Science,
Fall 2003, V.31, #4, titled “Role Stressors and Customer-Oriented
Boundary-Spanning Behaviors in Service Organizations.”
LaSalle Bank Faculty Fellow and Associate Professor of Finance
Utpal Bhattacharya’s paper titled “The World Price of Earnings
Opacity,” (with Hazem Daouk and Michael Welker), The Accounting
Review, 2003, vol. 78, 641-678, won the Best Paper Award in the
Conference on the Theories and Practices of Securities and Financial
Markets Taipei, Taiwan, December 2002. In addition, Bhattacharya,
Visiting Lecturer of Finance Peter Groznik, and doctoral student
Bruce Haslem had their article titled “Is CEO Certification
Credible?”published in Regulation, Fall 2003, the journal of the Cato
Institute. Also, Bhattacharya’s paper, titled “Financial Liberalization
and the Stability of Currency Pegs,” was accepted for publication in
the Journal of Corporate Finance. Bhattacharya joined the
Massachusetts Institute of Technology (MIT) Sloan School of
Management as a visiting associate professor in their Economics,
Finance, and Accounting Department on July 1, 2003, and will teach
there in Fall 2003.
The 24 Sales Traps by Dick Canada, director of the Center for
Sales Studies and Market Intelligence, has been named by the
American Chamber of Commerce Executives as one of its top-25
recommended reads.
Elizabeth Gatewood, the Jack M. Gill Chair of Entrepreneurship
and director of the Johnson Center for Entrepreneurship and
Innovation, has recently been published by the Center for Economic
Progress’ Critical Junctures in Women’s Economic Lives: A Collection
of Symposium Papers. Gatewood’s research examines women’s
access to venture capital.
Professor of Marketing and Kosin Fellow Tom Hustad
co-chaired the 10th International Product Development Management
Conference in Brussels June 10-11, sponsored by the European
Institute for Advanced Studies in Management. Additionally, Hustad
has been appointed a visiting professor at Central European
University Graduate School in Budapest.
In mid-June, the government of Croatia announced that it is granting accreditation for Kelley’s latest European effort—the establishment of a high-quality, English-language MBA program in Zagreb.
This program, directed by Bruce L. Jaffee, professor of business
economics and public policy, will provide top-tier management education to young managers throughout Southeastern Europe.
Additionally, Jaffee has been appointed to the Indiana University
Press Advisory Board.
Robert “Buck” Klemkosky, the Fred T. Greene Professor of
Finance, has been named to the board of trustees of Sirius Capital
Management, LLC, which is starting three new mutual funds sponsored by the Quaker Fund group of Philadelphia.
John Maxwell, associate professor of business economics and
public policy, has accepted the position of chairman of the
International Advisory Committee of Peking University (Beijing
University) Department of Environmental, Resource, and
Development Economics, one of the first such programs in mainland
China. The committee will advise the department on the development
of its undergraduate degree program.
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Patricia McDougall, the Haeberle Professor of Strategic
Management, was inducted into the 21st Century Entrepreneurship
Research Fellows during the 2003 Academy of Management meetings
in Seattle, Wash.
Arvind Parkhe accepted the position of professor and Cochran
Senior Research Fellow at Temple University in Philadelphia.
Lori Rumreich, adjunct lecturer in management at Kelley
Indianapolis, is celebrating her team’s $48,000 windfall from the
Purdue Life Sciences Business Plan Competition, sponsored by
Roche Diagnostics Corp. Medical Reporting Solutions, a team consisting of Rumreich and Indiana University School of Medicine professor Patrick Jamieson, M.D., took second prize among 46 national
participants and the top prize for an Indiana team. The $20,000 Best
Indiana Team award was presented during the Indiana Health
Industry Forum’s Health Innovention 2003 program.
Dan Smith, Clare W. Barker Chair in Marketing and chair of the
marketing department, and Jonlee Andrews, clinical associate
professor of marketing, presented a paper titled “Can Marketing
Strategy Offset the Effects of and Economic Downturn on
Product-Level Profitability” at the annual Summer Marketing Camp
hosted by Ohio State University. Dan also participated as a panelist
in a session discussing the future of marketing scholarships.
Rosann Spiro, marketing department chair and professor of
marketing, had an article titled “Attributions and Behavioral
Intentions of Inexperienced Salespeople to Failure: An Empirical
Investigation” published in the Journal of the Academy of Marketing
Science, Fall 2003, V.31, #4.
Hans Thorelli, Distinguished Professor Emeritus of Business
Administration, received an award from the American Marketing
Association for “significant contributions to global marketing knowledge.” Thorelli is a member of the 50-plus Circle of Fellows of the
Academy of International Business and was awarded the E.W. Kelley
Chair in Marketing and related disciplines upon its establishment in
1971, serving in that role for 20 years.
Rockney G. Walters, professor of marketing, and Monika
Kukar-Kinney, former Kelley doctoral student, had their article
“Consumer Perceptions of Refund Depth and Competitive Scope in
Price-Matching Guarantees: Effects on Store Patronage” published
in the Journal of Retailing, 2003, 79, 3, 153-160.
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G 8

P r e - S u m m i t

C o n f e r e n c e

Security and Prosperity:
Why America Needs the G8
June 3-4, 2004
Hosted by Indiana University, Bloomington,
and the Kelley School of Business
In this two-day conference, scholars and policymakers will examine how best the
United States, with its G8 partners and through the G8, can meet its vital security
needs in ways that enhance the prosperity that America and its partners require.
For additional information, contact Louise Siffin, Director of Global Programs,
Kelley School of Business, at 812-855-3365 or lsiffin@indiana.edu.
KELLEY
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Maggy Siegel sparkles in a luxury industry
by Margaret Garrison
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(© 2003 Joseph Pobereskin)

J

udith Leiber “pumpkins” would never feel at home in an Indiana
farm patch.
As ornately beaded evening bags—just large enough to hold “a
lipstick, a handkerchief, and a $100 bill,” according to a famous
Leiber quote—their four-figure price tags speak of a meticulous
handcraft preserved from generations past. They are carried proudly
by women as disparate in tastes as former First Lady Barbara Bush,
opera diva Beverly Sills, and television actress Sarah Jessica Parker.
Within the world of celebrity and wealth, Judith Leiber workmanship creates the haute-est bags on Madison Avenue.
Kelley alumna Margaret “Maggy” Siegel, MBA ’80, is president
and CEO of Judith Leiber LLC, a position to which she ascended
last spring after a 20-year executive climb amid such names as
Tiffany & Co., Coach, and Chanel. Her move to Leiber evolved
after a surprise phone call from company executives, she says, “on an
ordinary day when I was minding my own business.” The company
was founded 40 years ago by entrepreneur Judith Leiber, age 83,
who learned the exquisite art of hand-beading in her native Hungary.
Charming and gregarious, Siegel is a high-energy dynamo who
carefully blends the schedule of a corporate executive into a singlemother private life with two teenagers. Her Hoosier-style friendliness
comes naturally, as does her interest in retail merchandising. She was
raised in Michigan City, Indiana, where father Arthur Mayer, BA
’42, ran a popular children’s clothing store founded by Siegel’s grandfather. Siegel recalls the tradition of childhood Christmas Days when
her entire family worked together marking down winter coats to be
on sale the next day. “This was one of my favorite days to have my
family together, and I’m sure this routine had a huge impact on my
future career,” she says.
Another major influence was Interlochen Arts Camp, where
Siegel spent four teenage summers studying piano under some of the
world’s most renowned teachers. This training led her to IU’s School
of Music as an undergraduate. At the end of her junior year, she
decided against a career as a performer and was allowed to complete
her music major through the College of Arts and Sciences. She thus
spent her “best year ever” taking such diverse electives as accounting,
genetics, art history, and religion. “And no senior recital!” she grins.
Intrigued now by the world of business, she applied to IU’s MBA
program, only to be promptly rejected. “You really do want me!” she
wrote back pertly. Accepted soon after, she tackled her studies fully,
undaunted by her reputation as “the music major.” She nailed down
straight A’s the first semester.
During her graduate studies, Siegel devoured every marketing
course, enticed by topics about channels of distribution and international trade. She also worked in the business placement office
(BPO) under then-director Randy Powell. The job-search skills
learned through the BPO helped her to acquire an excellent position with Hart Shaffner and Marx, whose two-year training program exposed her to all aspects of retailing—manufacturing,
wholesale, and marketing.
When her then-husband’s job took them to New York City, she
landed a position at Tiffany & Company. Her first boss, Michael
Kowalski, climbed the executive ladder quickly, eventually moving
into his current position as chairman and CEO. “I was able to follow

him as he was promoted over those next few years,” she says,
watching from the front row when Tiffany experienced a leveraged
buy-out from Avon in 1984 and an initial public offering of its
common stock three years later. When Kowalski moved into
merchandising, Siegel was given responsibility for the lowestperforming product at that time—watches. In the process of elevating
them to significant new levels, she founded and became president of
Tiffany’s watch factory in Switzerland. Eventually she was responsible
for the sales of all of Tiffany’s products except jewelry.
“This was such an exciting time to be with Tiffany,” she says,
“and over those next nine years I traveled the world, gaining sales
experience and opening up new markets in the Middle East and
Asia.” She visited such cities as Paris, London, Honolulu, Tokyo and
Hong Kong and learned “every square inch of Switzerland.”
Her next four years were as a vice president for Coach leatherware,
where she continued to work with high-end products in international luxury stores. She then became president of Baume &
Mercier, a luxury watch firm owned by Cartier’s Richemont Group.
After 18 months, even though she was “doing great things” and the
company was 68 percent ahead in sales, she was unexpectedly told
there was “no fit” for her at the company. Siegel found herself in
New York City with a perfect résumé—but no job.
Fortuitously, this career interruption occurred during the summer
of 1999 when the dot-coms first appeared, and Siegel watched that
phenomenon closely. She spent a year researching the scene and
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Margaret Mayer Siegel
rejected offers from several Internet firms that no longer exist. “I never understood how a luxury brand was going to start on the Internet,” she says.
The wait paid off with an offer from Chanel—the ultimate international brand—to
become vice president of fine jewelry and watches. “For the next three years I was one of the
best-dressed and sweetest-smelling female executives anywhere,” she laughs. She flew the
Concorde to Europe, attended Paris fashion shows, and lived a professional life on the high
end of glamour.
Then came the call to head Judith Leiber LLC—a prestigious position for Siegel at 46 to
achieve in a fiercely competitive industry. Ironically, the new job has returned her to her
previous Tiffany address at 600 Madison Avenue near 58th Street—but in a beautiful corner
office a few floors above her former colleagues.
Siegel now finds herself in her true element as an executive. “This is the first job where
I have all the different disciplines reporting to me at the same time,” she says, “from design
to marketing to finance to domestic and international sales and to owning a factory and
manufacturing everything ourselves in New York City.” She credits her wide range of
experience, along with her ability to build strong management teams. “Through the years,
I’ve stuck myself out there when others might have held back, and I’ve never been afraid to
raise my hand when ready to take on more.”
Siegel has also had success in coaxing the venerable Judith Leiber out of retirement to
celebrate the company’s 40th anniversary. Recently they traveled to the nation’s leading
department stores and boutiques, touting the company’s latest lines and conducting press
interviews. “I’m learning so much from Mrs. Leiber. There’s no doubt she is a creative
genius,” marvels Siegel.
Everywhere, Judith Leiber bags create conversation. The handsome day bags, fashioned
from exotic reptile skins or buttery leathers, are scrupulously cut and trimmed, then coaxed
by hand into their brass, satin-lined frames. Popular among the evening-wear bags are classic
minaudieres—metal boxes encrusted with rhinestones beguiled into stunning patterns. For a
different approach, the bags themselves might be shaped into whimsical designs: a flirty
butterfly, a prickly sea urchin, a Humpty Dumpty in pantaloons. Each is garnished with
thousands of tiny Austrian crystals applied with long cuticle sticks dipped in heated beeswax.
Judith Leiber bags show up at inauguration balls, red-carpet awards shows in Hollywood,
and dinner parties for the rich and famous.
Barely a year into her current position, Siegel maintains a stable of 160 eagle-eyed artisans
in a modest building near the Empire State Building. She praises the creativity of her young
design team, who profess to scanning National Geographic and Audubon guides for inspiration.
Siegel had a huge success with a personalized monogram minaudiere in 2003 that generated
over $1 million in retail sales. Strategically, she is now focused on launching new product
categories such as shoes and gifts, opening a flagship store in New York City in the fall of
2004, and expanding internationally into all new markets. A major celebrity will be
announced as “the face” of Judith Leiber in 2004.
As for her own fashion sense, Siegel loves to dress smartly, but she emphasizes that her
working wardrobe must be comfortable above all else. She’s an enthusiastic walker and, when
time permits, strides the 30 blocks between her Upper East Side apartment and her office.
Next to her designer suits hangs a “huge wardrobe” of Indiana University apparel, and she’s
often decked out in IU red during strolls in Central Park
Siegel is also a grade parent for her children, a voracious reader, and a logic problem buff.
She serves on the national board of Cancer Care, an organization that cares for families of
cancer patients, and she revels in what she calls “wonderful, wonderful friends.” A perfect
weekend involves a return trip to Bloomington for a Kelley School Dean’s Advisory Council
meeting, coupled with a School of Music opera and an IU basketball game.
The luxury goods industry, contrary to popular myth, is not impervious to the dips of a
downward economy, and, like the majority of the nation’s leading retailers, Judith Leiber LLC
felt the tourism slump after the 9/11 attacks. At the same time, Siegel is encouraged by today’s
stronger economy and stock market. And if past history serves as an indicator of future
success, this handbag lady of Madison Avenue is worth a careful watch.
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Current Position
• President and CEO, Judith Leiber LLC
Business Address
• 600 Madison Ave., New York
(office & showroom)
• 20 W. 33rd St., New York
(factory & warehouse)
Birthplace
• Michigan City, Indiana
Education
• Interlochen Arts Camp, Michigan, 1969-72
• Indiana University, BA in Music, 1978;
MBA in Marketing, 1980
Career Path
• Hartmarx Corporation, Planning Analyst,
1980-83
• Tiffany & Company, 1983-94
Vice President, Merchandising,
1986-94
President, Tiffany Swiss Watch
Center, 1990-94
• Coach Leatherware, Vice President,
International, 1994-98
• Baume & Mercier (Cartier subsidiary),
President, 1998-99
• Chanel, Vice President, Fine Jewelry &
Watches, 2000-03
• Judith Leiber LLC, President and CEO,
2003-present
Family
• Son Charles and daughter Emily
Favorite IU memory
• Working as a student in the career
placement office (BPO)
Contributions to IU
• Member, MBA Global Experience
Program Board, 1999-2002, Kelley School
of Business
• Member, Dean’s Advisory Council,
2002-present, Kelley School of Business
Favorite recent book
• Bel Canto by Ann Patchett
Most distinctive new product:
• A $2,300 Judith Leiber monogrammed
crystal clutch with personalized letters
—the single most successful bag sold in
the company’s history
Quotable Quote:
“Hard work, good timing, and lots of
luck were essential in my career
development, but being a parent gave
me the most important ingredient for
success—balance.”
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leveraging

our best
NEW KELLEY MBA INITIATIVES
“Leave no stone unturned.”
This challenging mandate came from
a visionary Dean Dan Dalton to an MBA task
force of 14 Kelley School faculty and
professional staffers who first convened in
the summer of 2002. The group was asked
to investigate every aspect of Bloomington’s
residential MBA program to improve its
position in the marketplace—one increasingly
marked by stiff competition, often from
well-funded private universities.
Their goal: Leverage the best aspects and
assets of earlier Kelley MBA programs and
move up in national and international rankings.
The process was not simple.
(Background photo by Tyagan Miller)
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The Task Force
James Wimbush Chairman, 2001-03 MBA

assets

Program Chair Walt
Blacconiere Accounting
Terrill Cosgray MBA
Programs Joe Fisher

Accounting Michele Fratianni Business
Economics and Public Policy Betsy Gatewood
Johnson Center for Entrepreneurship and
Innovation Idie Kesner Management Robert
Klemkosky Finance Anne Massey Information
Systems Dick McCracken Graduate Careers
Service Mike Metzger Business Law Phil
Podsakoff Management Scott Smart Finance
Dan Smith Marketing M.A. Venkataramanan
Operations & Decision Sciences

Led by then-MBA program chair James Wimbush,
the task force brainstormed its way through creative,
energized sessions. Early in the process, they
conducted a value chain analysis by breaking apart
each aspect of the MBA program. Every link—from
how prospective students first learn about the
program to the program’s relationship with its
alumni—was scrutinized.

Student identification

Student selection

The results? A revolutionary MBA program that pulls from the
strengths of earlier programs and tailors them to meet the
needs of today’s graduate students.
“Our traditional vision of providing the best quality educational
experience for our students hasn’t changed,” says Idie Kesner,
Frank P. Popoff Chair of Strategic Management, who became
MBA program chair this fall. “What has changed is the
emphasis placed by students and recruiters on external
rankings in publications such as Business Week, The Wall Street
Journal, U.S. News & World Report, and Financial Times.
Although we may know that our program provides tremendous
value, it’s important for the external world to also recognize
our numerous strengths.”

Student matriculation

Student development
(program delivery)

To make their job less formidable, the task force created
subgroups to identify areas for improvement, such as student
recruitment, student development, corporate recruiting, and
alumni relations.

Corporate recruiting
& corporate relations

“It was eye-opening,” notes Dan Smith, a former MBA program
chair who, together with Kesner and Chair of Business
Economics & Public Policy Michele Fratianni, spearheaded a
subcommittee that ultimately sculpted the best ideas of the
task force into the new program. “In the area of student
recruiting alone, we found that other top-20 MBA programs
were well down the curve of marketing their programs
nationally and internationally.”

Alumni relations

The Kelley MBA value chain was scrutinized to identify main
strengths of earlier programs.

After months of discussion and research, the task force
recommended a variety of actions to reinforce the program:

Increase advertising.

This diorama is on display near security checkpoints on all
four concourses in the Indianapolis International Airport.

Print ads in national publications, Web videos, and airport
diorama displays have been added; recruiting trips have
expanded to include 22 new events nationwide.

Increase the size and scope of Admitted Students
Weekend. After prospective students visit the Bloomington

(Photo by Tyagan Miller)

campus, Kelley’s matriculation rate increases to 75 percent.
Because of this dramatic upturn, alumni and other donors are
being recruited to financially ensure that top-caliber candidates
enjoy a Bloomington experience.

Identify and assure the quality of admitted students.
All admissible candidates are interviewed, with care given to
assessing their emotional quotient as well as intellectual skills.
After admission, candidates are blanketed with personalized
letters and follow-up calls from faculty and current students.
WI NTER 2004
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First-year MBA students engage in a group discussion as part of
their assessment process in Kelley’s Leadership Development
Institute. Second-year MBA students role-play with first-years and

assess them through a series of leadership exercises including
group discussions, mock press conferences and job interviews, and
mock performance appraisals with a subordinate.

Ten Things You Can Do To Help
Here’s a list of ten ways you can help support the new
MBA initiatives. Even if you choose just one area, your
contributions will be greatly appreciated.
1. Encourage your organization to contribute to a funding
opportunity. Consider corporate support for a case competition, diversity workshop, leadership workshop, orientation for
new students, or Admitted Students Weekend. These events
build visibility on campus while contributing to your company’s business objectives. Contact Tracy Connelly in the
Development Office (trconnel@indiana.edu).
2. Sponsor an event or project personally. Small events and
projects that need funding range from sponsorship of weekly
faculty-student coffee breaks to paying for posters that
promote the Kelley brand. Kelley’s alumni Web site features a
“wish list” with funding opportunities designed for individuals
who want to help personally. Contact MBA Program Director
Terrill Cosgray (tcosgray@indiana.edu).
3. Encourage your company to recruit at Kelley. Whether
your company has full-time or summer internship opportunities, encourage your organization to recruit Kelley MBAs.
Like you, they are hard-working, dedicated, and well-trained.
Contact Dick McCracken (dmccrack@indiana.edu) or Debbie
Morris (morrisd@indiana.edu) in the Graduate Career
Services office.
4. Volunteer to help with Academy events or activities.
Academies, a central feature of our MBA program, have
achieved tremendous success in the past. For the Academy
in your industry, volunteer to speak during one of the
Academy Intensive Weeks or host an Academy trip to your
city or mentor an Academy student.
5. Identify outstanding candidates inside your company for
our MBA Program. Who in your company would benefit from
an MBA and fit the Kelley MBA profile? Submit these names
by e-mail to Admissions Director Jim Holmen at
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(jholmen@indiana.edu). We need your eyes and ears to
identify great candidates.
6. Ask your company to host a prospective candidate
dinner. Chances are we’ll be traveling to your area to meet
prospective students, hosting small dinners to persuade
top-quality candidates to consider Kelley. Host a small dinner
gathering at a favorite restaurant and meet a handful of
candidates. Arrange a dinner sponsorship through Terrill
Cosgray (tcosgray@indiana.edu) or Jim Holmen
(jholmen@indiana.edu).
7. Attend Admitted Students Weekend in Bloomington.
Each April we invite admitted students to meet our faculty,
staff, and current students. Once they come to Bloomington,
they’re sold! Take part by mingling with the students and
sharing your experience. This year, Admitted Students
Weekend is April 16-18, 2004.
8. Call admitted students in your area and encourage them
to join Kelley. Volunteer for telephone calls to encourage
admitted area students to join Kelley. This personal touch
goes a long way in showing candidates that Kelley is a
program with a top-notch alumni base. Contact Jim Holmen
(jholmen@indiana.edu).
9. Volunteer as a judge for the 2nd-year case competition.
Second-year MBAs get a chance to test their skills in a case
competition during the spring semester of their second year.
Come to Bloomington and serve as a judge—the other side of
the fence! Contact Keith Dayton (kdayton@indiana.edu).
10. Serve as a mock interviewer or a mentor for a current
student. All MBA students need practice with the job
interview. Your willingness to provide constructive feedback
will help our students prepare for their real-time interviews.
Perhaps the mock interview can be the first step toward
building a mentor/mentee relationship. Contact Laurie
Stearn (lstearn@indiana.edu).
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Expand the successful MBA academies program
to include all MBAs. Started in 1995 but open to limited

Leveraging your
company’s best assets

H

ow do you as alumni in the business
world leverage your company’s
best assets to develop strategies
that become sustainable
competitive advantages?

Take a lesson from successful corporations,
advises Kesner. Leveraging strengths is something successful companies do. Take Southwest
Airlines, for example. One of this company’s
strengths is its use of a single type of airplane.
This business model allows Southwest to train
pilots, flight attendants, and mechanics more
quickly and efficiently than before. The company
then turns its airplanes around faster, which
means less time sitting on the ground and more
time in the air. It also allows the company to carry
lower inventories of spare parts. All of these
advantages translate into lower costs, which in
turn fuel Southwest’s business strategy of being
a low-cost/low-priced leader in the industry.
“One asset is transformed into a true competitive
advantage,” Kesner says.

numbers, the MBA academies have been crucial in providing
professional preparation in focused industries. Now all students
will choose an academy and become totally embedded in the
workings of a particular career path, with three weeks for
immersion-style learning added to the curriculum.

Create career briefing sessions to allow students in
one academy to learn about the basics in another.
Since many industries and career paths intersect, members in
one academy can now attend briefing sessions in another,
giving them both depth and breadth as they experience
cross-sections in overlapping industry fields.

Give students a unique competitive advantage by
increasing their participation in the Leadership
Development Institute (LDI). Created five years ago as an
elective MBA program, LDI has provided individual evaluations
of students’ leadership skills. Specific feedback after a series of
exercises tells students how they can improve their skills while at
Kelley. Second-year students are trained to assess those in their
first year. Beginning next fall, all MBAs will participate.

Increase experiential learning beyond the
LDI program. Recognizing that Kelley MBAs have won nine
case competitions during the past six years, the revised program
places students in major case competitions both as they enter
the program and, comparatively, as they exit two years later. In
addition, an improved curriculum encourages participation in

Kesner also points to Dell Computer, known for
its remarkably low inventory velocity (i.e., the
time it takes to turn parts into computers and
ship them out the door to customers). This
approach lowers Dell’s costs and passes savings
on to consumers. Moreover, it reinforces the
company’s emphasis on mass customization
and speed to market.
Suggests Kesner: “The MBA task force followed
the lead of successful companies and you can
too. Do a value chain analysis of every aspect of
your business. Focus on your key assets, then
develop strategies that lead to competitive
advantages. The results should be rewarding,
if not revolutionary.”

First-year MBA students engage in a team-building exercise
at Bradford Woods during the 2003 MBA Orientation.
(Photo by Scott Miller)
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Career interests
the student-sponsored Kelley International Perspectives (KIPs)
program, a popular elective involving two weeks in distant
countries to learn first-hand about international businesses.

Create a Leadership, Professional, and Career
Development course. The resulting new course helps
students develop résumés, practice interview techniques,
and learn networking skills. Coverage also includes critical
thinking and problem solving, ethics, and oral and
written communications.

Offer customized assistance to recruiters.
Beyond simply providing recruiters with the names of academy
students, faculty and academy directors can assist them in
creating customized lists of candidates that ideally fit the job
requirements and their organization’s culture.

Involve Kelley alumni in recruiting prospective
MBA candidates. The Kelley alumni network—78,000
undergraduate alumni and more than 17,000 MBAs—is a
valuable resource for identifying and encouraging future
outstanding performers. Alumni are being encouraged to
be the eyes and ears into their companies and to promote
the Kelley program to high-achieving potential MBAs.

Regional General Manager
Internal Mgt. Consultant
External Mgt. Consultant
Brand Manager
Financial Analyst
Entrepreneur
Investment Banker
Investment Manager
Product Manager

Majors & minors

MBA
student

Accounting
Information Systems
International Business
Finance
Marketing
New Venture/Entrepreneurship
Operations & Decision Technologies
Strategic Management
Business Economics & Public Policy

Academies
Consumer Retailing
Entrepreneurship
Global Business
Healthcare
Investment Banking
Investment Management
Management Consulting
Sports & Entertainment

(Note the reply postcard inserted in this magazine issue.)

What makes Kelley unique? Mass customization.

Not surprisingly, the task force found that alumni want to see
Kelley’s rankings improve as much as do current students.
Kesner stresses that since the program’s new focus is about
leveraging Kelley’s assets, the overall program must also
leverage their valuable alumni.

Idalene F. Kesner,
MBA Program Chair

“Alumni involvement in every facet of the program will help
the MBA program improve its rankings and build brand
visibility,” she says. “This, in turn, will increase the value
of the degree for all Kelley alumni, both undergraduate
and graduate.”
In her thinking, Kesner utilizes Jim Collins’ Good to Great,
which stresses the need for hard work, focus, discipline, and
desire in order to achieve greatness. “The MBA task force
analysis allowed us to recognize our strengths and our weaknesses. We approached the plan with a balanced dose of realism
and optimism. We’ve identified assets we can leverage and turn
into advantages. We have the discipline and intense desire to
move forward—a desire shared by everyone involved. These
forces have led us to significant progress in every link of the
value chain.”
Summarizing, Kesner adds, “The competition may be daunting, but we have a great plan, a great team, and clear goals and
objectives. In my opinion, it’s not a question of whether we
will succeed; it’s merely a question of how quickly.”
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Idalene (Idie) Kesner, who
became chair of the Kelley
School’s MBA program in August
2003, has long been known for
her numerous awards as a master
teacher. Since joining the IU
Kelley School faculty in 1995, she
has won 16 teaching awards for her work with MBAs
and executives. She holds the Frank P. Popoff Chair
in Strategic Management, and she teaches strategic
management in the first-year MBA Core as well as
MBA electives in management consulting and crisis
management. Popular with students and known for
high energy and enthusiasm, she is recognized for
creative classroom skills as a case teacher. She
has worked as a consultant for various national
and international companies and has served as a
director on numerous corporate boards. She has
also received many service awards, including one
from the governor of North Carolina for her work in
establishing a program for business-oriented high
school students. Prof. Kesner has also published
numerous articles and management cases in a
variety of academic and practitioner journals.
(Photo by Jim Barnett)
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Our thesaurus fails us as we attempt to convey
the grandness of the Bloomington Brands story.

(Photo by Tyagan Miller)

This unique-to-Kelley tale involves a benevolent alumnus with
executive experience and a passion for IU; an “orphan” product
owned by a $2-billion lawn and garden company and sold in
leading home and garden centers nationwide; and the opportunity
for Kelley MBAs to run their own company—Bloomington Brands
—as a marketplace laboratory in which they make all strategic
decisions designed to grow the brand’s top and bottom line.
The alumnus is Bob Stohler, BS’64, MBA’69, a diehard IU fan
from Madison County, Indiana. As a business undergraduate, he
was a member of Phi Kappa Psi fraternity, senior manager of the
IU basketball team, and, most memorably, manager of the Little
500 bicycle team immortalized in the 1979 movie “Breaking Away.”
After U.S. Navy service and an IU MBA, Stohler began a
corporate climb that included long years with Procter & Gamble
and the international division of Johnson Wax (now SC Johnson).
Later he became CFO of Synthes, president of Rubbermaid Europe,
and, eventually, executive vice president-North America of Scotts
lawn and garden company in Marysville, Ohio.
About a year ago, approaching retirement in his early sixties and
attracted to Bloomington’s positive environment, Stohler gave considerable thought to ways he could combine a move to Bloomington
with his strong desire to work constructively with young people.
Writing on the back of his Wall Street Journal during a flight to
Los Angeles, he scribbled out a plan: Find a way to work with
talented students and pass on ideas to them. Do something good
for the Kelley School. Fix Osmocote.
Osmocote, a $12-million product manufactured by The Scotts
Company, was a longtime thorn in Stohler’s side. A granular

Digging In for Osmocote
The Bloomington Brands team gathers around a colorful array of
Osmocote garden products. From left to right are Jessica Hoste,
MBA marketing student; Jonlee Andrews, clinical associate professor of marketing and director of the Center for Brand Leadership;
Bob Stohler, BS ’64, MBA ’69, former Scotts Company executive;
Brian Carey, MBA marketing student; Scott Berg, MBA marketing
student; and Kate Gorman, MBA finance student.
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time-release fertilizer for garden plants and
shrubs, it has flourished in sales to commercial
growers but produced a miniscule market
share among home gardeners. Throughout
his years at Scotts, Stohler had vowed to find
a way to improve Osmocote sales.
Last spring, Stohler approached Kelley
officials with the unusual idea of having
MBA students, working for academic credit,
assume all responsibility for managing the
international Osmocote brand.
“We jumped at the opportunity,” said
Jonlee Andrews, clinical associate professor
of marketing and director of Kelley’s Center
for Brand Leadership, who instantly
championed the cause.
Once Stohler convinced Scotts CEO
Jim Hagedorn and other executives on the
benefits of outsourcing to the Kelley School,
the plan took flight. In short, students will
make pricing decisions, develop sales strategies, create new package design and
point-of-sales displays, and establish a
media plan. Stohler will oversee their activities, working directly with Kelley School
faculty. The Scotts Company, which will
continue to manufacture and distribute
the product and own the trademark, will
link their computers and database with
Bloomington Brands’ computers.
To lead the project, Stohler has handpicked
a strong core team of four second-year MBA
students in marketing and finance. This
spring the team will select and train a firstyear brand team, thus acquiring experience
in identifying and managing employees.
Other MBA students will participate
as well. Students of Raymond Burke,
the E.W. Kelley Chair of Business
Administration, will review existing market
research and launch new research to understand consumers’ attitudes and behavior
regarding Osmocote.
“The traditional way to teach marketing
is through cases and computer simulations,”
says Andrews, who as director of
Osmocoted
the MBA Consumer Marketing
These cascading petuAcademy will also engage her students
nias, famous outside
in the project. “These methods still
Bloomington’s Fountain
work. But Bloomington Brands will
Square Mall for their
pioneer leading-edge marketing
bountiful blooms, are the
education that will set us apart from
results of regular nurturall other schools.”
ing with Osmocote.
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Bloomington Brands to pioneer as
marketplace lab for Kelley MBAs

To those in the food industry, the late E.W. “Ed” Kelley is best remembered as the
marketing guru who first combined frozen green peas with pearl onions. He directed
the roll-outs of Tang and Cool Whip, developed the Klondike ice cream bar, and brought
Grey Poupon mustard to America. He is also known as the modern-day founder of the
Steak n Shake restaurant chain.
To rural neighbors near his Tipton County, Indiana, family farm, Kelley was known as a
young mathematical genius, a nine-year-old who sold apples and cider from a roadside
stand. He wore white shirts with bib overalls, rode to school in a motorized horse hack, and
won numerous state fair ribbons for his prized show hogs.
To his daughter and two sons, he was the loving but strict father who gave them each
25 cents as a weekly allowance, then taught them to save back 10 cents for the Sunday
offering plate.
To dozens of gifted Indiana University undergraduates, he is the source of their
four-year scholarships to one of the most prestigious business schools in the world. That
school—Kelley—today bears his name in gratitude to this captain of industry, whose
self-made millions were often “given back” to society.
Estel Wood Kelley was born March 24, 1917, to an Irish-Quaker farm family. They instilled
not only a deep work ethic in young Ed but also an appreciation for the power of a generous spirit. Throughout his lifetime he enjoyed giving things away, whether they were beautiful home-grown tomatoes or philanthropic gifts to charities, universities, and hospitals.
He made substantial financial gifts to the Boy Scouts of America and YMCA International,
underwriting the building of the Jerusalem YMCA to help foster peaceful relations among
its multifaith residents.
Kelley’s climb to wealth began with his education at IU, where he graduated in 1939 with
a bachelor’s degree in accounting. After several years as a controller in Indiana and Ohio,
he moved to New York, lecturing at Columbia University’s graduate school while working at
Standard Brands’ 15 sales offices.
In 1951, R.H. Macy & Company enticed him to a controller’s position in Kansas City (he
served briefly as mayor of Leawood, Kan., later vowing never to enter politics again). In
1956, he was hired by General Foods and became its youngest-ever vice president at age 44.
The climb continued: Gulf + Western Industries, where the nonsmoking Kelley introduced a slimmer, smaller cigar and won a national marketing award; Fairmont Foods,
where he first gained the title of CEO; and finally, Steak n Shake, a mainstay Midwestern
chain which Kelley and several partners purchased in 1981. Kelley opened the chain’s 400th
store in 2002. Known for their 24-hour service, the restaurants sometimes served their
famous steakburgers to Ed Kelley himself when he surprised them with visits to nationwide sites.
Kelley lived “Hoosier” traditions with pride. He never forgot the instruction and direction
he received at IU. He fully funded the first professor’s chair in marketing—the E.W. Kelley
Chair in Business Administration, currently held by a professor recruited from Harvard. He
also gave generously to the Virgil T. DeVault Alumni Center, the Mellencamp Pavilion, the
Alva Prickett Chair in Accounting, and the IU School of Music. Most recently, he pledged
funding toward a new business school building on the Indianapolis campus.
In 1997, Kelley approached university officials about making a gift for undergraduate
scholarships to attract the nation’s most promising young people, an offer that would
become the largest-ever in IU’s history. It has evolved into the renowned Kelley Scholars
program, which awards scholarships to as many as 15 high school seniors each spring. In
addition to room, board, and tuition, the generous stipends cover living expenses and funding for international study.
IU executives, recognizing Kelley as the quintessential steward, asked to name the
business school in honor of his longtime generosity to the university. Kelley hesitated,
fearful that outsiders would mistakenly think he had “sold” his name to his beloved IU. He
relented only when officials explained how the strength of his name would benefit university programs. When the naming gift was announced in front of a flank of television cameras, Kelley unabashedly shed a few tears. In the years to come, his tears would openly
flow whenever he shared time with the young recipients of his scholarships.
Throughout his lifetime, Ed Kelley was energized by a sense of “restless dissatisfaction,”
an inner drive that pushed him to believe hard work could achieve anything. He was unwillWI NTER 2004

(Photo by Tim Bath)

The Power of a Generous Spirit

E.W. “Ed” Kelley (1917-2003)
ing to accept that anything was simply
“good enough.” He was the consummate
manager who relished roadblocks because
he loved the challenge of the solution. He
was intense, indefatigable, focused, and
forceful—a natural leader of the pack.
One of Kelley’s proudest days was
Nov. 22, 2002, when the Kelley School dedicated its new Graduate and Executive
Education Center. Although he was nearly
86 years old and had endured chemotherapy the day before—fighting the cancer
that would take his life seven months
later—he lived the day fully, enjoying a
front-row seat during the ceremony and
vividly recounting favorite memories in a
long tape-recorded session.
Kelley is survived by his wife of 64 years,
Wilma, who was an IU business school
receptionist when they met; three adult
children; six grandchildren; and one greatgrandchild. Funeral services were held
July 10, 2003, at the First Friends Meeting in
Kokomo, Ind. Later, an Indianapolis memorial service was attended by 200 of his
close friends and colleagues—including a
busload of nearly 40 Kelley Scholars.
On his last day of life, unable to speak
from his hospital bed at IU’s medical
center in Indianapolis, he signaled his
children that he wanted to check stock
market prices.
He found them to be in order—as was
his life.
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The hidden bottom line
Good business revolves around analysis of numbers. That is how we are trained. Show me
a balance sheet consisting of total assets and total liabilities, and I can easily determine
financial position and an owner’s net worth from the difference in these two amounts.
It is an easy formula and an easy analysis, right?
Wrong. It is not so easy here at the Kelley School.

ALUMNI NEWS
By Kari L. Niblack
Director
Alumni Programs

When we began planning this issue of Kelley magazine, it was quickly decided that its
overall theme would be “leveraging our best assets.” As one of the publication’s executive
editors, I approached my duties with this specific theme in mind. However, measuring—
and most certainly leveraging—our assets is not so easy at Kelley because we bring many
hidden resources to the table. The net worth of a Kelley degree is not so black and
white—not simply the asset value of one’s salary post-degree for a fixed number of years
minus the actual cost of the education, but more a constant gray.
Friends, this is what makes the Kelley School so very special.

The net worth of a Kelley degree is not
so black and white—not simply the
asset value of one’s salary post-degree
for a fixed number of years
minus the actual cost of the education,
but more a constant gray.

Let’s focus on just one of these hidden assets—our diversity—and share some insightful
statistics. Kelley’s Evening MBA program in Indianapolis is composed of 25 percent
women with an average GMAT score of 637. The Systems and Accounting Graduate
Programs gender balance of students is 50-50, with international students comprising
25 percent of the whole. For Fall 2003, Kelley’s Undergraduate Programs office offered
direct admission to 139 minority students.
What is not so easily measured is the value these groups bring to the table for all of Kelley.
In contrast, what is clear is that diversity is essential to the Kelley educational process.
The leadership of the Kelley School has created an environment where diversity is
celebrated and encouraged, and it thrives. Different nationalities, different sexual
orientations, different ages are all welcomed and recognized here. When leveraging our
assets, one doesn’t need to look very far afield.
What does this do to the proverbial balance sheet? Ours at Kelley is a little more
complicated than just assets and liabilities, but much more effective when building and
determining net worth. One needs merely to pick up a phone, send an e-mail, attend an
alumni event like the Annual Business Conference on March 3, or mentor a Kelley
student to leverage our family’s assets. These are just a few of the ways the Kelley School’s
educational mission benefits us all.
United and diverse we stand at Kelley. We hope you will continue the learning and
leveraging of our assets long after your educational process is complete.
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New alumni board members draw on executive
experience, international travel
Patrick K. Decker, BS’87 and CPA, joined Tyco
International in May 2003 as chief financial officer
of Tyco Plastics and Adhesives. Prior to Tyco,
Decker worked at Bristol-Myers Squibb, New
York, from 1990 to 2003. His tenure included three
years in Corporate Audit; three years as finance
director of Manufacturing Operations in Puerto
Rico and Latin America; four years in Bangkok as finance director for BMS Thailand/Indochina and then regional finance director, Asia/Pacific, Mead Johnson/Clairol; and two years in
Evansville, Ind., as VP for finance and business development for
Mead Johnson Nutritionals Worldwide. Hobbies include adventure travel, cooking, and collecting wine and music.
W. Anthony Gamron, MBA’77, is a consultant
for Kimberly-Clark Corporation, Dallas, Texas,
where he has served as vice president and treasurer since 1986. He joined Kimberly-Clark in 1980
as a business analyst and was appointed assistant treasurer in 1984. Prior to that he held financial and management positions with Pfizer, Inc.
and Chrysler Corp. A native of Seymour, Ind., he received his
undergraduate degree from Indiana State University before
coming to IU for graduate work. He has recently earned his
private pilot’s license.
Richard S. Hensley, BS’77, joined Johnson
Bank in 2002 as senior vice president-corporate
banking for the Milwaukee market. Formerly, he
was president and director of Meridian Capital
Bank, a member of the Marquette Financial
Companies which was sold to Wells Fargo in 2002.
He joined Meridian Capital Bank as senior vice
president-commercial banking in 1999. Hensley spent 12 years
with M&I Northern Bank, with earlier service at Marine Bank,
N.A., and Union Bank & Trust Co., N.A., Grand Rapids, Mich.
Young-jin Kim, MBA’84, is CEO and vice chairman, Aventis Pharma Co. and Handok
Pharmaceuticals Co. He joined Handok in 1984,
having spent two years at Hoechst AG in
Germany to gain international experience. Kim
has been vice president of the Korea
Pharmaceutical Manufacturers Association
since 1999 and chair of its International Committee since 2001. He
is currently vice president of the Indiana University Alumni
Association Korea Club and a member of the IU Foundation
Board of Directors International Committee.
Felisa (Lisa) J. Kline, MBA’84, has been with
General Mills since graduation. Her experience
has included plant assignments, international
assignments, corporate assignments, and business unit assignments. Currently, she is director
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of finance for the $1 billion snacks division, which sells Betty
Crocker Fruit Snacks, Chex Snacks Mix, Bugles, Pop Secret
Popcorn and Nature Valley Granola Bars. Kline resides in
Minnetrista, Minn., but enjoys numerous trips back to
Bloomington to entice Kelley students to the Twin Cities and
General Mills.
Maurice D. Markey, MBA’94, is senior category business director at Kraft Foods, responsible
for business management and marketing on the
Recipe Cheese category (Velveeta, Cheez Whiz
and Kraft Cheese Spread brands). Earlier he
helped market the Parkay, DiGiorno Rising
Crust Pizza, Tombstone Pizza and Kraft Natural
Cheese brands. He also spent three years with Goodyear Tire &
Rubber Company. Markey holds a bachelor’s degree in industrial
engineering from Purdue University. He also serves on the
board of directors of Sinai Community Institute.
Arthur A. Marsh, BS’84, MBA’87, first
followed a sales position with the Pillsbury
Company before pursuing graduate studies at
IU and a career with Marsh Supermarkets, Inc.
At Marsh, he has served as senior vice
president of merchandising and senior vice
president of mergers and acquisitions.
Currently he is CEO of the Village Pantry division, a
Marsh subsidiary. He serves on the boards of the Indiana
Chamber of Commerce, the National Grocers Association,
the Food Marketing Institute Research Council, and the
RCA Championships.
E. Ray Stewart, BS’79, MBA’83, has worked in
the telecommunications industry for more than
25 years. A seven-year resident of Belgium, he
is CFO for Belgacom, Belgium’s primary
telecommunications company with revenues of
more than $5 billion. He was also CFO for
Matav, the primary telecommunications
company in Hungary, as well as for Ameritech International in
Chicago. He joined the Air Force in 1968 before earning his two
degrees at IU. He is also a Certified Public Accountant.
L. Robert Stohler, BS’64, MBA’69, recently
retired after serving as executive vice president
of The Scotts Company and general manager of
Scotts-North America Division. He joined
Scotts as vice president-international in 1995.
He resided outside London until returning to
the United States in 1998. Prior to Scotts, he
was president of Rubbermaid Europe, based in Luxembourg. He
also enjoyed international assignments in the Philippines with
Procter & Gamble and in England with SC Johnson & Son.
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KSBAA alumni services: Find ’em online!
The Kelley School of Business Alumni Association (KSBAA) is
constantly expanding and enhancing online services for
Kelley alumni.
Free subscriptions. One of the newest services provides
online newsletters to keep alumni updated with the latest
Kelley School news. Alumni may read current and archived
issues, as well as register to be notified when a new issue is
available. For any of the following online newsletters, subscribe
at http://www.kelley.iu.edu/alumni/value/subscribe.cfm:
• Kelley NewsWire (published monthly)
• MBA News and Views (published two to four times
per year)
• Systems and Accounting Graduate Programs News and Views
(published two to four times per year)
Kelley apparel. Alumni can purchase Kelley apparel and
merchandise online. Members of the KSBAA receive
a discount on each item they purchase. Shop at
http://kelley.iu.edu/alumni/apparel for items that display your
Kelley pride.
Professional events. Kelley clubs, networks, and liaison
areas provide Kelley alumni with professional development
opportunities. Many of these events have discounted registration fees for members of the KSBAA. To learn about upcoming
events across the country, check out the online calendar of
Kelley alumni events at http://www.kelley.iu.edu/alumni/events/
calendar.cfm. Online registration is available for most events.

Alumni directory. An opportunity to update your contact
information and search for other Kelley alumni, either by name
or other criteria, is provided through the online Kelley alumni
directory at http://www.kelley.iu.edu/alumni/directory. Ongoing
access to the online directory is a benefit of KSBAA membership, but non-members of the Alumni Association may
update their information and conduct up to five searches
before joining.
Online career services. Another KSBAA member
benefit is access to online career ser vices at http://
www.kelley.iu.edu/alumni/value/career_services.cfm through
CareerTools by ExecuPlanet, a division of Lee Hecht Harrison,
the world’s leading career consulting firm. CareerTools
provides a wide array of information to help alumni brush up
on their interviewing skills, create compelling résumés and
cover letters, consider a career change, find a new job, or
develop and manage their current careers. CareerTools’ Mega
Job Search Spider searches more than 100,000 job boards and
company/association Web sites and allows users to specify
their interests by job title, skills and qualifications, and/or
geographic location.
Membership information. To learn more about membership
benefits or to join or renew your membership in the Indiana
University Alumni Association/Kelley School of Business
Alumni Association, visit http://www.kelley.iu.edu/alumni/
value/membership.cfm. If you have questions or comments
about KSBAA services, contact the Kelley Alumni Programs
Office at busalum@indiana.edu.

Three Kelley students receive “Click-to-Donate” scholarships
One undergraduate and two graduate students each received a
$1,000 scholarship at the September meeting of the Kelley
School of Business Alumni Association (KSBAA) Board of
Directors. A committee of board members reviewed their
essays, submitted as part of the application process, on the
topic of the crisis in corporate governance.
The scholarships are funded through a “click-to-donate”
program on the KSBAA Web site at http://kelley.iu.edu/
alumni/scholarship.cfm. You can join others in providing
funds for worthy students by clicking daily—at no cost to
yourself. Full details about the scholarship program, profiles
of the scholarship recipients, and copies of their winning
essays are available online.
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Alumni Scholars
Recipients of the 2003 Kelley Alumni Internet Scholarships are
shown with KSBAA President Alan S. Alport, BS’68, MBA’69. Left
to right are Deepam Rusia, a junior at the Bloomington campus;
Alport; Erik Kreifeldt, an MBA student at the Bloomington campus;
and Darrel May, an MBA student at the Indianapolis campus.
WI NTER 2004
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MBA Class of 2033
When several friends from the MBA class of 1998 gathered for a
July weekend in Detroit, this cheery photo was taken of Kelley
people, both former and future. Alumni, left to right, are Jen
Pratt, Cheryl Brockmiller Morey, Sue Ting Tang, and Jerry
Weckstein. The four little boys, in order, are Robby, Nathan, Jett,
and Ryan. Also attending the gathering were Eric and Gwen
Shamlin Peterson, who met while MBA students.

Michael R. Becher, BS’76, past president of the Kelley School
of Business Alumni Association and managing partner of Deloitte
& Touche LLP’s local accounting office, has received the 2003
Outstanding CPA in Public Practice award from the Indiana CPA
Society. The award is given annually to one of the Society’s nearly 3,000 members who contributes to the growth and success of
his or her firm and profession. Becher is a 26-year veteran of
Deloitte & Touche and managing partner of audit services for the
Wilton, Conn.-based firm’s Ohio Valley region while serving on its
management committee for audit services.

Five alumni to be honored at
annual conference
March 3, 2004
Indiana Convention Center
Indianapolis
2004 Academy of Alumni Fellows
Cheryl A. Bachelder
(BS’78, MBA’78)
Immediate Past President and
Chief Concept Officer
KFC Corporation
Louisville, KY
Philip L. Francis
(MBA’71)
Chairman, President,
and CEO
PETsMART, Inc.
Phoenix, AZ

WI NTER 2004

Alan B. Graf Jr.
(BS’75, MBA’77)
Executive Vice President and CFO
FedEx Corporation
Memphis, TN
Quintin E. Primo III
(BS’77)
Co-Chairman
Capri Capital
Chicago, IL
2004 Distinguished Entrepreneur
Jane (BS’70) and Jean
(BS’70) Ford
Co-founders and
Creative Directors
Benefit Cosmetics
San Francisco, CA

Screen play
Kelley alumni Mark Cuban, left, and Todd Wagner recently purchased Landmark Theatres, which includes in its 54-cinema chain
the old Inwood Theater in Dallas. Along with some new digital networks, including HDNet, they now have assets outside the normal
realm of big Hollywood studios. This newest venture combines
Wagner’s passion for film with Cuban’s talent for exploring new
technology. The two are hoping to do for movies what they did for
broadcasting over the Internet when they founded broadcast.com,
selling it to Yahoo in 1999 for nearly $6 billion. (Look for this spring’s
release of Godsend with Robert DeNiro and Greg Kinnear. It is produced by Wagner’s 2929 Entertainment, which additionally holds
interests in Magnolia Pictures and Lion’s Gate Entertainment.)

Final tape completes Kelley School oral history
The fourth and final videotape documenting the 100-plus years of
business education at Indiana University has been completed and
may be purchased online at http://kelley.iu.edu/alumni/history/
oral_history.cfm. Researched by Professor Emeritus Joe Waldman,
the highly professional tapes give a panoramic perspective of the
School’s history, with prolific use of old photographs and interviews
with professors from each era. The earlier three tapes remain available as well, and a selection from each may be viewed at the Web site.
The tapes—either individually or as a set—make excellent gifts and
provide an excellent overview of the School’s growth and national
influence over the past century.

The Honorable Walter L. Lukken, BS’89 and
Commissioner of the Commodity Futures
Trading Commission, chats with Alumni
Director Kari Niblack prior to speaking with
MBA students October 13. As one of five
commissioners, he is responsible for overseeing the laws and regulations that govern
our nation’s futures and options exchanges.
President Bush nominated him to this post
in January 2002 and the Senate confirmed his nomination in
August 2002. (Photo by Melinda Beatty)
KELLEY
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GRADUATE
GRADUATE
B E F O R E 19 6 0
Lawrence J. Frommer,
BAJ’39, MSB’42, is listed in the
2003 edition of Who’s Who in
America. While running Frommer
Travel Service in Washington from
1958 to 1991, he was named
National Travel Agent of the Year in
1985 by the American Society
of Travel Agents. For the past 25
years, he has authored travel
columns. Frommer recently
completed a book titled
Memorable Moments in the U.S.
Memorial Holocaust Museum.
He lives in Alexandria, Va.
Edward L. Hutton, BS’40,
MS’41, LLD’92, was honored with
the Herman B Wells Visionary
Award in October on the IU
Bloomington campus. He is chair
of Chemed Corp. and of Omnicare,
Inc. He lives in Cincinnati.
Joseph M. Waldman, MBA’58,
DBA’66, is the author of Indiana
University Kelley School of
Business: The First One Hundred
Years of Education for Business —
1902–2002. He is the Lawrence D.
Glaubinger Professor Emeritus
of Business Administration at
the Kelley School of Business
in Bloomington.

19 6 0 s
John A. Nash, BS’60, MBA’61,
is president of Irwin Financial
Corp. He lives in Columbus, Ind.,
with his wife, Susan Moss
Nash, ’62. They have three children, John Jr., William, and Stacia.
Wright L. Lassiter Jr.,
MBA’62, a distinguished adjunct
professor at Dallas Baptist
University, was named the John W.
Turner Outstanding Faculty
Member for 2003 by the faculty of
the College of Business. The
president of El Centro College in
Dallas, he also served as the
Staley Distinguished Lecturer at
the university and was awarded
an honorary doctor of humanities
degree. He lives in Dallas with his
wife, Bessie.
John E. Sampson, MBA’64,
recently published How to Sell Your
Business and Get the Best Price for
It (Beaver’s Pond Press, 2003).
President of Sampson Associates,
Inc., a Minneapolis-based firm that
helps clients buy and sell businesses, Sampson can be reached
at johnesampson1@aol.com.
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African-American business pioneer dies at age 88
Milton Wilson, BS’48, DBA’51, the first African-American to
receive a doctorate in the field of business from Indiana University,
died Sept. 2 in his hometown in Texas at age 88. Widely distinguished in both higher education and his discipline of accounting,
he was founding dean of the Howard University School of Business,
which under his leadership became the first AACSB-accredited
school in Washington, D.C. Wilson also founded the business
school at Texas Southern University and was the first AfricanAmerican CPA in the state of Texas. Throughout his career, Wilson
worked to break the color barrier in accountancy, for years a
predominantly white profession in the United States. When he
received his doctorate at IU, he became only the second AfricanAmerican in the country to receive this advanced degree, and by
the mid-1960s he was still one of only seven in the nation. (Wilson’s
story is detailed in the Nov.-Dec. issue of Indiana Alumni magazine,
titled “Bringing Blacks into a White-Collar Profession.”)
J. Terry Clapacs, BS’65,
MBA’69, IU’s vice president
and chief administrative officer
since 1990, was selected by
the IU Foundation as its fifth
recipient of the Bill Armstrong
“Ambassador” award. Clapacs
joined IU in 1966 and currently
serves as the interim
athletics director.
Lawrence K. Volland, MBA’65,
is currently employed as SAP
alliance director at Crystal
Decisions in Vancouver, British
Columbia. A resident of Ellicott
City, Md., he can be reached at
lvolland@comcast.net.
Edward H. Osborne, BS’64,
MBA’65, of Marietta, Ohio, was
recently elected chair of the
Marietta College faculty. The professor of accounting was also
awarded the Marietta Community
Leadership Award at the college’s
annual Founders Day ceremonies.
William Ryan, DBA’66, retired
in May after 36 years as a professor in the College of Business at
Florida Atlantic University, Boca
Raton, Fla. He now operates his
own international consulting firm,
H. Rig, Inc. He is a life member of
the Indiana University Alumni
Association and the IU alumni
association for Palm Beach
Country, Fla.

1970 s
R. David Hoover, MBA’70,
is chair, president, and chief
executive officer of Ball Corp.,
a leading supplier of metal and
plastic packaging to the beverage

and food industries. He and his
wife, Suzanne, MS’71, live in
Longmont, Colo.
George H. Krauss III,
AAS’68, BS’70, MBA’72, married
Margaret Sheridan-Bannister on
July 18. The couple lives in
Westfield, Ind.
William G. Mays, BA’70,
MBA’73, joined First Indiana
Corp.’s board of directors in April.
President of Mays Chemical
Company, Inc., he lives in
Indianapolis and can be reached
at wgmays@mayschem.com.
Judith A. Donnenfeld, BA’78,
MBA’79, graduated from Touro
Law School in Huntington, N.Y.,
in May 2002. She lives in
Centerport, N.Y.
Jon E. Fraley, MBA’79, is the
boy’s tennis coach at Benjamin
Bosse High School in Evansville,
Ind. He can be reached at
fraleyevv@aol.com.

19 8 0 s
Linda G. Corrin, MBA’82,
teaches technical writing at
the New Jersey Institute of
Technology in Newark. Her e-mail
address is linda.g.corrin@njit.edu.
Javier Conde, MBA’86, was
appointed chairman of the board
of directors of Banco Depositario
BBVA, a major Spanish bank,
where he also serves as custody
managing director. He and his
wife, Patricia Torcal, live in
Madrid, Spain.
Lorne Olfman, MBA’86,
PhD’87, was named Fletcher
Jones Chair of Technology

Lynette I. Wood, Ph.D.’03, Howard
University professor and the first
African-American woman to complete
the doctoral program in accounting
at IU, is pictured at a 1997 conference with the late Milton Wilson,
DBA’51, the first African-American
man to complete the program.
Management at Claremont
Graduate University, where he
serves as dean of the School of
Information Science. He lives in
Claremont, Calif., with his wife,
Darlene, and can be reached at
lorne.olfman@cgu.edu.
Mike Mutka, BS’86, MBA’89, is
vice president of sales at Briggs
Corp. in Des Moines, Iowa. He
lives in Adel, Iowa, with his wife,
Annette R. Mutka,
BS’85, and can be reached at
mikemutka@prairienet.net.

19 9 0 s
Thomas W. Laming, MBA’90,
is a portfolio manager and chief
equity strategist for Buffalo Mutual
Funds in Shawnee Mission, Kan.
David J. Doedtman, MBA’92,
writes, “I passed the November
2002 CPA exam and am now
the controller for the RV Evans
Company in Decatur, Ill.” He and
his wife, Ann, live in Savoy, Ill.
Molly A. Hupke, MBA’95, of
Kansas City, Mo., is a senior
marketing manager for Hallmark,
and her husband, Jeffrey R.
Hupke, MBA’94, AC GBA’94, is a
controller and director of finance
at MachineryLink. They have two
children, Luke and Delaney.
William C. Slover, MBA’96,
and his wife, Nancy L. Slover,
BGS’95, MS AE’98, celebrated
the birth of a son, William Foster,
on Dec. 31, 2002. They live
in Indianapolis.
John F. Bromage, MBA’97, is
finance manager with Sara Lee
Corp. in Cincinnati. He and his
WI NTER 2004
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wife, Karalyn Carmichael,
MBA’96, rejoiced in the birth of
their son, Matthew Howard, on
March 28. They live in Cincinnati
and can be reached at
jbromage@worldnet.att.net.
Patrick J. Carroll, MBA’97,
was recently featured at www.fortune.com for the marketing of a
brand of cigarettes through his
company, Freedom Tobacco. The
entrepreneur lives in New York.
Bradley T. Bernatek, MBA’98,
has started the doctoral program
in finance at the University of
Michigan Business School.
He can be reached at
bernatek@umich.edu.

UNDERGRADUATE
B E F O R E 19 6 0
Eugene D. Fletchall, BS’32,
JD’67, the oldest living former IU
Alumni Association president,
received the Distinguished Fiji
Award in June. The award goes
to those Phi Gamma Delta
fraternity graduates who go
on to excel in their professional
careers. He lives in Bloomington
with his wife, Jane M.
Fletchall,’36.
Eugene B. Glick, BS’42, and
his wife, Marilyn, were honored
as arts and community leaders
and awarded one of five 2003
Indiana Governor’s Arts Awards
by the Indiana Arts Commission.
The Indianapolis couple was
recognized for generously
supporting the arts and arts
organizations in Indianapolis and
arts programming statewide.
Kenneth M. Smith, BS’48,
LLB’50, received the 16th annual
Tradition of Excellence Award
from the general practice section
of the Virginia State Bar Association. The award is given to an
attorney dedicated to community
activities while improving the
image of general practice lawyers
in the public’s eye. He lives in
Arlington, Va.
Don W. Goelzer, BS’50, chair
of the IU Alumni Association’s
investment committee since 1982,
was elected chair of the board of
directors of Goelzer Investment
Management, Inc.
Frank S. Howard III, BS’50,
writes that he and his wife, Peg,
“are continuing to raise funds to
build Jill’s House for temporary
housing while cancer patients
receive proton radiotherapy at
WI NTER 2004

the IU Cyclotron.” They live in
Unionville, Ind.
Richard L. Johnson Sr.,
BS’55, provided a $1 million gift
with his wife, Ruth, in support
of Kelley’s Johnson Center for
Entrepreneurship and Innovation.
He also funded the Kelley
Entrepreneur-in-Residence
program and received the Kelley
School’s Distinguished
Entrepreneur Award in 1994.
He currently serves on both the
Kelley School’s Dean’s Advisory
Council and the IU Foundation
Board of Directors. His son,
Rick L. Johnson Jr., BS’81,
serves as an adjunct professor at
the Kelley School of Business in
Bloomington, teaching Venture
Growth Management, an entrepreneurship class. The father and son
are partners in Johnson Ventures,
Inc., an equity investor in
Columbus, Ind.
Robert V. Van Trees, BS’56,
gave a gift of $100,000 to the
Kelley School of Business in
memory of two of the school’s
prominent leaders in the 1940s
and ’50s, John Mee and Art
Weimer. The Fairborn, Ohio,
resident can be reached at
vntrz@graphtronics.net.

Brady Corp., an international
manufacturer and marketer of
identification materials located
in Milwaukee, elected
Katherine M. Hudson, BS’68,
as chair of the board. She has
served as president and CEO of
the corporation since 1994. She
and her husband, Robert, live in
Thiensville, Wis.
Lante K. Earnest, BS’69,
JD’73, a partner of Tabbert Hahn
Earnest & Weddle LLP in
Indianapolis, was re-elected to
a one-year term as president of
the Indianapolis Bar Foundation.
He and his wife, Jill, live in
Carmel, Ind.
Dennis D. Smith, BS’69,
senior vice president of Hilliard
Lyons, Inc. and a financial
consultant in the branch’s
Bloomington office, has been
named an Outstanding Broker
by Registered Rep magazine.
Only 10 investment brokers nationwide receive the honor each year.
He lives in Bloomington with his
wife, Carolyn S. Smith,
MS’80, PhD’96.

19 6 0 s
James C. Patton, BS’64,
retired as a partner with
Ernst & Young, where he specialized in serving the health-care
industry from the Indianapolis
and Chicago offices. He lives in
Indianapolis and has continued
his involvement in health care
by serving on several health
system boards, including a recent
appointment to the board for
Catholic Healthcare Partners
based in Cincinnati. He is a past
president of the Kelley School of
Business Alumni Association
and can be reached at
jamescpatton@aol.com.
Randall L. Tobias, BS’64,
LLD’97, was named global AIDS
coordinator by President George
Bush in July. Reporting directly
to Secretary of State Colin
Powell, the chairman emeritus of
Eli Lilly and Co. is to coordinate
international HIV/AIDS activities
for all U.S. departments and
agencies and oversee the
resources for the program. He is
also president and treasurer of
the Randall L. Tobias Foundation.
He lives with his wife, Marianne,
in Indianapolis.

In Memory
Margaret “Margie” Haynie, BS’00,
was one of 12 victims killed in the tragic
June 29, 2003, accident that occurred when a
Chicago porch collapsed during a party. Her
boyfriend and a high school friend attending
with her were injured. At the time of her
death, Haynie was an associate in the
syndications and capital markets division at
Bank One in Chicago. As a Kelley School
undergraduate in Bloomington, she had been
active in student affairs and was known for
her industrious and focused attitude. She
participated in Kelley’s overseas program to
Maastricht, working at a local Kroger to fund
her trip. She had turned 25 a few days before
the accident. Her funeral in Evansville was
attended by former colleagues from the
Kelley School.

1970 s
Robert E. Hite, BS’70, the
Jones Distinguished Professor
at Emporia State University in
Kansas, has been named dean
of the university’s school of
business. He was formerly chair
of marketing and real estate at
the University of West Georgia.
Mark T. McDermott, BS’70,
JD’74, was selected in July as an
Angel in Adoption by U.S.
Congressman Chris Van Hollen.
He is an adoptive parent and a
founding member of the
American Academy of Adoption
Attorneys, where he has served
as president and is currently
legislative chair. McDermott
lives in Kensington, Md.,
with his wife, Pamela K.
McDermott, BS’70, MS’73,
and can be reached at
mcdermott@jmr-law.com.
Francis M. Szabo, BS’70,
is vice president of sales and
marketing for Custom Food
Products, Inc. in Montebello,
Calif. He can be reached at
mszabo2749@sbcglobal.net.
Bonnie J. Lavender, BS’71,
associate director of marketing
for systems and accounting
graduate programs at the Kelley
School of Business, recently
attended the annual meeting
of the National Association of
Graduate Admissions
Professionals in New Orleans.
In addition to participating in
numerous workshops related to
marketing graduate programs
and recruiting graduate students,
Lavender moderated a session
titled “Design Your Mailing Pieces
for Recruitment, Savings, and
Web Site Destination.” She lives
in Bloomington with her husband,
Michael S. Lavender, BS’69.
Linda K. Huebschman,
BS’73, writes, “Since 1995, my
husband (Robert) and I have been
owners and operators of Kuttawa
Harbor, Inc., one of the most
heavily used marinas on Lake
Barkley in western Kentucky.”
They live in Eddyville, Ky.
Gregory Roberts, BS’74,
MS’76, was named executive
director and senior operating
officer of the American College
Personnel Association. He and
his wife, Beverly J. BennettRoberts, BS’76, live in
St. Paul, Minn.
David L. Swider, BS’75,
JD’78, a partner with Bose
McKinney & Evans LLP in
Indianapolis, spoke at Indiana
KELLEY
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Wesleyan University in June on
the Department of Labor’s proposed reform to the Fair Labor
Standards Act. He and his wife,
Cynthia, live in Indianapolis.
U.S. Sen. Evan Bayh, BS’78,
former two-term governor of
Indiana, was honored in May
with a doctor of management
degree from Purdue University
for his efforts to eliminate corporate fraud and for his leadership in national education
reform legislation.
Thomas A. Mason, BS’79, is
chief operations officer of TSYS
Debt Management in Atlanta. He
lives in Alpharetta, Ga., with his
wife, Connie.

19 8 0 s
Brian D. Hall, BS’80, was
named CEO of SouthTrust Bank’s
Sarasota, Fla., market. The
24-year banking veteran joined
the company in 2001 as senior
lending manager after working as
market president for Irwin Union
Bank and Trust in Bloomington.
He lives in Bradenton, Fla., with
his wife, Elizabeth.
William D. Hartman, BS’81,
was promoted to senior investment trust officer at First Security
Bank in Mississippi. The Batesville,
Miss., resident can be reached at
bhartman@cableone.net.
John W. Lichtle, BS’81, is vice
president in the Indiana division
of corporate banking at National
City Bank of Indiana. He and his
wife, Sandra, live in Fishers, Ind.
Donald J. Vogel, BS’81,
JD’85, was elected secretary and
treasurer of the Transportation
Lawyers Association, an
independent bar organization of
attorneys from across North
America serving the transportation industry. Vogel is an attorney
with Michael Best & Friedrich
in Chicago.
David C. Whitmore Jr.,
BS’83, is launching the
Connecticut branch of Buckman
Buckman & Reid financial
advisory business. He and his
wife, Kathleen, live in Bethel,
Conn., and can be reached at
dwhitmore@snet.net.
G. Grant Dixon III, BS’87,
was acknowledged by the Law
Bulletin Publishing Co. as one of
the “40 Illinois Attorneys Under 40
to Watch.” He started the Dixon
Law Office in 2000 in La Grange,
Ill., where he lives with his wife,
Susan K. Dixon, BS’88.
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David A. Neumann, BS’82,
was recently elected chair of the
board of directors and president of
the Stemmons Corridor Business
Association. The organization
promotes the economic development of business and property
owners that represent more than
20 percent of Dallas’ tax base.
He is also president and CEO of
F.K. Malik, a women’s apparel
manufacturer founded in 1987.
Also vice president of the Dallas
Apparel Mart board of governors
and treasurer of the Dallas
Apparel Manufacturers
Association, Neumann lives in
Dallas with his wife, Frances.
Susan Miller Bartow, BS’84,
writes, “I have three terrific
children: Katie, 11, Andrew, 8,
and Julie, 3. I’m spending much
of my time volunteering at
school and shuttling to sports
activities.” She lives in Acton,
Mass., with her children and her
husband, William.
Arthur J. Fogel, BS’84, is a
senior vice president at Northern
Trust in Chicago and was
recently named head of the
Middle Market Client Group. He
and his wife, Susan C. Fogel,
BS’87, live in Northbrook, Ill.,
with their children, Anne, 8,
and Lucy, 5.
Debora E. Jackson, BS’84,
serves as chief information
officer for SmartEnergy. She lives
in Auburndale, Mass.
Linda D. Chval, BS’85, joined
MidAmerica Bank as vice president of marketing, after leaving
Heller Financial where she served
as vice president of marketing
for two years. Her husband,
Keith G. Chval, BS’85, is an
attorney and director of Internet
crimes for the Illinois Attorney
General’s Office. They live in
Clarendon Hills, Ill.
Jennifer L. Hebble, BS’85, is
the director of internal audit and
finance for Res-Care Inc., in
Louisville, Ky. She and her
husband, Scott Hebble, BA’85,
live in Sellersburg, Ind.
David M. Lenz, BS’85,
writes, “I recently accepted a
position as director of finance
for a unit of DTE Energy in
Golden, Colo.” The Littleton, Colo.,
resident can be reached at
david_lenz@hotmail.com.
Jamie L. Immel, BS’86, is
director of finance and administration with Starlight Children’s
Foundation. He lives in Santa
Monica, Calif.

KL Robertson Daly, BS’87,
president of the West Cook
Chapter of Women in
Management, was awarded the
Charlotte Danstrom Award at the
2003 WIM convention in Aurora,
Ill. The winner in the entrepreneurial service category, Daly is a
marketing/business consultant
and executive coach with more
than 17 years of experience. She
lives in Oak Park, Ill.
Bradley S. Smith, BS’87, is
a real estate broker at Sandestin
Golf and Beach Resort in Destin,
Fla. He writes to say he is married, has two children, and that
“life is good!” He lives in Miramar
Beach, Fla.
Adam Arceneaux, BS’88, is
a partner at Ice Miller Legal and
Business Advisors in Indianapolis.
He and his wife, Margaret, live
in Carmel, Ind., and have three
children, Austin, Audrey,
and Lawrence.
Sarah E. Bell, BA’88, BS’88,
MS’94, writes that she and her
husband celebrated the birth of
their second child, Lucy, in July.
The associate director at
Bucknell University in Lewisburg,
Pa., can be reached at
sebell@bucknell.edu.
Polly D. Grieger, BS’88,
writes, “I just launched Meeting
Achievements, Inc., a full-service
event-and-meeting planning
firm.” She lives in Valparaiso, Ind.
Dean R. Humphreys, BS’88,
writes, “I presented a lecture at
the University of Wales-Bagor/
Prifysgol Cymru-Bangor. The
topic of the lecture was ‘The Role
of the Nurse Practitioner in
America.’ My father, Robert
Humphreys, and I were given a
tour of the College of Nursing and
Midwifery, as well as the local
hospital. We spent a total of 10

days exploring the country and
our heritage. Our vacation
memories will last a lifetime. The
Welsh people are very warm and
welcoming, the country is beautiful, and the language is heavenly!
Please note that I am wearing my
red Indiana pullover as we explore
Tintern Abbey in South Wales.”
A nurse practitioner in Syracuse,
N.Y., he lives in Liverpool, N.Y.,
with his wife, Lisa.
Scott D. Dorsey, BS’89,
received the Ernst & Young
Entrepreneur of the Year award
for his contributions to his
company, ExactTarget. The
Indianapolis-based company
provides permission-based e-mail
marketing that allows users to
opt in to receive e-mails. He and
his wife, Erin K. Dorsey, BS’89,
live in Indianapolis.
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Scott E. Pointner, BS’90, was
made a partner at the law firm of
Rathje & Woodward in Wheaton,
Ill. In February, he was one of
three lecturers at a continuing
legal education seminar on
zoning and land use in Illinois
and was a guest lecturer at
Midwestern University on civil
litigation. A resident of Winfield,
Ill., he can be reached at
spointner@rathjewoodward.com.
Andrea E. Thalheimer, BS’90,
and Steven W. Thalheimer,
BA’91, were married on June 7
and traveled to Switzerland for
their honeymoon. They live in
Lawrenceburg, Ind.
Jennifer L. Cavanaugh,
BS’91, was named a partner in
the assurance department at
Grant Thornton LLP’s Chicago
office. The Chicago resident can
be reached at jcvanaugh@gt.com.

Share real-world experience with a Kelley intern
Interact and lend support in the career education of a
Kelley undergraduate student by promoting an internship
opportunity with your company. Kelley’s career services
offices on both the Bloomington and Indianapolis campuses
are available to assist you. To learn more about a summer
internship program for undergraduates, contact Susie
Clarke, direct or of Undergr adua te Career Ser vices a t
bpo@indiana.edu, 812-855-5317, or online at bpo.indiana.edu.
For year-round internships, full-time or part-time, contact
Beth Haggenjos, assistant director of internships at Kelley
Indianapolis, at bmhaggen@iupui.edu, 317-278-7842, or online
at kelley.iupui.edu/careeropps.
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Rich Hardesty, BS’91, of
LaPorte, Ind., plays piano and
guitar and has started a record
label, RichLife Entertainment.
Among his business partners
and management team are
Andy Clouse, BS’94, and
Milt Thompson, JD’79, both of
Indianapolis. The label currently
features the Rich Hardesty Band.
Eric S. Marcus, BS’91, is a
residential real estate broker and
owner of ESM Realty located in
the Lakeview area of Chicago.
He serves on the board of the IU
Alumni Club of Chicago as one of
the community service leaders. In
cooperation with his Purdue Club
counterpart and Lifesource Blood
Services, he helped establish
the March Madness Battle for
Blood in Chicago. The blood drive
competition was held for the
third time in 2003, and Marcus
looks forward to another successful drive in 2004. He lives
in Chicago and can be reached
at esmarcus@sbcglobal.net.
Trent J. Green, BS’92, a
former IU quarterback, is
donating funds to help renovate
the IU Memorial Stadium locker
room. Now a quarterback for the
Kansas City Chiefs, he lives with
his wife, Julie A. Green, BS’92, in
Overland Park, Kan.
Jeffery R. McNish, BS’92,
is the associate director for the
executive MBA and weekend
MBA programs at Michigan
State University. He lives in
Royal Oak, Mich.
Kendall D. Mickley, BS’92,
of Huntington, Ind., is a
controller for Macsteel Heat
Treating Division. His wife,
Lori A. Mickley, BS’94, is a
quality engineer for Bendix CVS
LLC. They can be reached at
kandlmickley@fwi.com.
Timothy L. Burkholder,
BS’93, writes, “My wife, Alicia,
and I just had our first child,
Nicholas Alan, born on May 7. I
am currently an area account
manager for Spectrum Human
Resource Systems, covering the
southeast United States.” He
lives in Orlando, Fla.
Barry D. Ramsey, BS’93,
writes, “I am a business
systems analyst for Anthem in
Indianapolis.” He can be reached
at barindy89@aol.com.
David P. Nuerge, BS’94, is a
financial representative with
Financial Independence Group
in Fort Wayne, Ind. His wife,
Natasha A. Nuerge, BS’96,
WI NTER 2004

works for Lincoln National Corp.
as the training coordinator for the
American Legacy sales force.
They live in Fort Wayne with
their two children, Zachary
and Andrew.
Allison E. Shelton, BS’94,
writes, “I am now the inventory
manager for lawn-care products
for Lowe’s Companies, Inc.,
based in Wilkesboro, N.C. My
team buys all the fertilizer, soil,
grass seed, and garden chemicals for the Lowe’s stores across
the U.S. I know entirely too much
about dirt, thanks to Lowe’s.” She
lives in North Wilkesboro, N.C.,
and can be reached at
allison.e.shelton@lowes.com.
Michael C. Williams, BS’95,
was named a partner in the
assurance and advisory
business services practice with
Ernst & Young in Cincinnati.
A CPA, he lives in Fort Mitchell,
Ky., with his wife, Ana.
Michael T. Dendinger, BS’97,
is a commodity manager for Intel.
He is training for the November
2003 Ironman Triathlon and lives
in Phoenix.
Nathaniel L. King, BS’97,
writes that he was deployed with
the U.S. Army on March 25 and is
currently serving in Iraq in support of Operation Enduring
Freedom. He lives in Fishers, Ind.
Robert C. Scharlau, BS’97,
and his wife, Kathy L. Scharlau,
BS’97, celebrated the birth of
their son, Ryan Charles, on
Oct. 18, 2002. They live in Fort
Myers, Fla.
Joshua B. Brewer, BS’98,
recently took over as the IU
assistant men’s golf coach and
serves as the assistant golf
professional at the IU golf course.
He was married to Selena O.
Brewer, BS’01, on May 4, 2002.
They live in Indianapolis.
David L. Feinberg, BS’98,
married Maureen E. Keller,
BAJ’01, in August. He is a CPA
at Crowe Chizek, spending most
of his time in the education
and development department.
An Indianapolis resident,
he can be reached at
dfeinberg@crowchizek.com.
Jason M. Dilk, BS’99, was
married to Jessica Anne Ludwig
on May 17. They reside in Auburn
Hills, Mich.
Eric R. Morse, BS’99, writes,
“I will publish my second book in
mid-2003, Justice and Equality.”
He lives in San Diego.

Finish line
Current Kelley MBA students Tim Goldsmid, Tom White, Jason Semerad, and
Lauren Simpson posed for cameras after completing the Chicago Marathon Oct.
12. Tim and Lauren both set new personal records, and Tim is smiling because
he finished “before the line got too long at the massage tent.”The students hope
to establish Kelley alumni teams at future marathons around the country. If
interested in such an event for your region, contact Lauren Simpson, MBA’05, at
lasimps@indiana.edu, or 812-322-2049.
Y. Kevin Yeh, BS’99, is
production manager for Irwin
Industrial Tool Co., a division of
Newell Rubbermaid, located in
Huntersville, N.C. A resident of
Cornelius, N.C., he can be
reached at kevin.yeh@irwin.com

2000s
Heather E. Stege, BS’00, of
Chicago, writes, “I have recently
joined McKinsey & Co. as an
information analyst for the retail
practice in Chicago.”
Lisa M. Braudis, BS’01, is
pursuing a career in real estate in
Columbia, Mo., and plans to move
to St. Louis in the fall of 2003.
Alexander W. English,
CBusF’01, BGS’02, is a graduate
student in the Center for
Information and Communications
Sciences at Ball State University.
He lives in Muncie, Ind.
Joshua A. Hedderich, BS’01,
serves as retail asset manager
for Crow Holdings in Dallas.
Responsible for overseeing $70
million of retail commercial real
estate assets, he can be reached
at jhedderich@crowholdings.com.
Scott P. Komlanc, BS’01, of
Brownsburg, Ind., was promoted
to senior consultant for BKD
State & Local Tax Services
in Indianapolis.
Adam D. Taylor, CBusF’01,
BS PA’02, works at Kernel
Seasons in Chicago. He lives in
Highland Park, Ill.

Gregory G. Clark, BS’02, is
working in audit for KPMG LLP
in Raleigh, N.C. He and his wife,
Erin, live in Raleigh.
Charles T. Hagelskamp,
BS’02, is a marketing analyst
for Precision Propeller, Inc. in
Indianapolis. He lives in
Fishers, Ind.
Leigh E. Keperling, BS’02,
is an associate in public
accounting for Deloitte & Touche.
The Middletown, Ohio,
resident can be reached at
lkeperling@deloitte.com.
Ryan J. McCreery, BS’02, of
San Diego, is a sales representative for Border Products Corp.
Irah J. Modry-Caron, BS’02,
accepted a position with the
Peace Corps teaching computer
instruction in Belize. He lives
in Bloomington.
Anne E. Rable, BS’02, is
working for Ernst & Young LLP.
She lives in Indianapolis.
William E. A. Sorgatz, BS’02,
recently made a cross-country
move from Philadelphia to Austin,
Texas. After working for Sears
Credit and Financial Services in
the National Management
Program, he is now a sales and
service manager with Sears
Customer Care Network.

Due to space limitations, Class
Notes submissions from IUAA
dues-paying members are given
priority in this issue.
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An entrepreneurial renaissance

PERSPECTIVE
Dan R. Dalton
Dean
Kelley School of Business

The relationship with firms with
technologies/products relevant for
the life sciences, advanced
manufacturing, and information
systems will underscore further
research and development,
business formation, and jobs.
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October of this year marked the formation of two related initiatives that, in concert, promise
to importantly enhance the support, resources, and infrastructure available for new ventures in
Indiana—the Indiana Venture Center and the Entrepreneurship Federation.
The Indiana Venture Center was born from the vision of Mike Hatfield, an alumnus
of Indiana University’s Kelley School of Business (MBA’87) and the Rose-Hulman Institute of
Technology. Mr. Hatfield, co-founder of Cerent Corporation, a high-speed optical transport
company that was sold in 1999 to Cisco Systems, and founder of Calix Inc., provided
$3 million in seed money to establish the Indiana Venture Center.
In partnership with the Indiana Venture is the Entrepreneurship Federation comprised of
Indiana University’s Kelley School of Business, Ball State University’s School of Business,
Purdue University’s Krannert School of Management, the University of Notre Dame’s Mendoza
School of Business, and the Rose-Hulman Institute/Rose-Hulman Ventures.
Through the Federation, the Indiana Venture Center’s participating companies will have the
advantage of internships with the terrific young men and women of member schools’ entrepreneurship centers/institutes. These students will have hands-on experiences with the very type
of companies to which they aspire. These programs must be aggressive and affordable. Beyond
that, the participating schools will share access to professional programs, speaker series, alumni
events, and they will establish formal and informal networking capability.
The Federation also has great promise for State engagement. The relationship with venture
capital preferenced on doing business in Indiana is an obvious advantage for the state. The
relationship with firms with technologies/products relevant for the life sciences, advanced
manufacturing, and information systems will underscore further research and development,
business formation, and jobs.
The Indiana Venture Center is designed to offer a variety of services to would-be founders
and high-growth entrepreneurship ventures. Consider, for example:
• Guidelines, review, consultation, and constructive criticism for the development of sound
business plans
• The facilitation of appropriate venture capital (e.g., venture funds and angels) for the
various stages of the venture process consistent with the company’s state of development
• Linkages to reliable service providers (e.g., legal, technical, accounting, consulting)
• Guidance on intellectual property, logistics, design, and market research
• Access to mentors, faculty experts in specific aspects of venturing, and possible officers
and directors for the fledgling enterprise
• The availability of student resources including interns and group projects to supplement
internal efforts
• The establishment of a resource center for entrepreneurs
• A two-way channel for Federation schools to direct nascent entrepreneurs to a central location and for the Indiana Venture Center to supply the basics of entrepreneurship back
through the channel
• A variety of linkages to the “venture community” broadly defined, and
• The delivery of lifelong learning, accessible and affordable, to entrepreneurs statewide.
There is yet another critical—perhaps the most important—aspect of the Indiana Venture
Center. The Center will always be an objective, credible source of information and advice, and
its interactions with its “clients” will be treated with confidentiality.
Remember, too, that the Indiana Venture Center’s mission is the support of the entrepreneurial
community at large. The Center will be judged on the commitment and active participation of
its partners, the capacity of its highly-qualified, dedicated staff to help and directly interact with
new ventures, and its accountability for observable measures of success.
We at the Kelley School of Business join our federation partners and all those associated with
the Indiana Venture Center in thanking Mr. Hatfield for his strong support. It is a privilege to
be part of the team that will raise entrepreneurial awareness statewide and provide so many
opportunities for new business enterprises, high-growth firms, and for many, many students.
WI NTER 2004

Whatthe Dean’
is s Associates program?
The Dean’s Associates program is the Kelley School of Business’ annual fund, which was
established to raise annual operating funds to support the ongoing work and programs at
the Kelley School. In general, annual giving provides the Dean with a steady supply of
unrestricted money that can be used for scholarships, faculty research projects, special
services, and supplies.

What is an unrestricted gift?
An unrestricted gift is given to the Kelley School without any
designation for its use. Restricted gifts, on the other hand, are
earmarked for specific purposes such as a named or endowed
scholarship/fellowship/professorship or for building construction.
Although both restricted and unrestricted gifts are welcomed and
appreciated, unrestricted gifts are of critical importance. The
Kelley School’s unrestricted goal for 2002-03 is $1.2 million.

Why is unrestricted support important?
The Kelley School’s need for unrestricted support has reached an
all-time high. The expense of operating the Kelley School has increased
while support from state funding continues to decrease. Obviously,
more unrestricted private support is essential to supplement the
Kelley School’s operating budget. Any help our alumni and friends
can give toward this initiative is greatly valued.

How can you make a gift?
There are several ways you can make a gift. Please select the
method below that best suits your needs.
Make an online gift via credit card.
Visit http://kelley.iu/edu/development/da/giftforms.cfm
Make a gift via check, payable to the IU Foundation,
by sending it to:
Office of Development
Kelley School of Business
1275 E. 10th Street, Suite 3000
Bloomington, IN 47405-1703
Call the Office of Development for assistance at 812.855.9000.

KELLEY SCHOOL OF BUSINESS
A L U M N I A S S O C I AT I O N
B OA R D O F D I R E C TO R S
OFFICERS
President: Alan S. Alport, BS’68, MBA’69, Tax
Partner, Blackman Kallick Bartelstein, Chicago
Vice President: Susan A. Maupin, MBA’96, Boston
Secretary: Lucy M. Roberts, MBA’77,
Assistant Project Director, Citicorp Electronic
Financial Services, Columbus, Ohio
Treasurer: Kevin T. Davis, MBA’96, Vice
President, Sabre Inc., Southlake, Texas
Past President: John E. Voris, BS’69, MBA’73,
President & CEO, ePocrates, Inc., San Mateo, Calif.
IUAA Executive Council Representative:
Kevin D. Hall, MBA’85, Senior Vice President,
Fidelity Investments, Marlborough, Mass.
DIRECTORS

Term expiring 2004
Rebecca M. Jamrog, BS’88, Functional ControllerOperations, Dow Chemical Company, Midland, Mich.
Kevin J. Martin, BS’88, MBA’95, Partner & Chief
Financial Officer, Johnson Ventures, Columbus, Ind.
Heather L. McAfee, MBA’99, Dallas, Texas
Marisa E. Pratt, MBA’91, Vice President, Finance,
Eli Lilly Canada, Inc., Toronto
Connie Shepherd, BA’84, MBA’87, Senior Vice
President, National City, Indianapolis, Ind.
Teresa D. Wessel, BS’82, Director,
Storage Software & PDT Operations, IBM Corp.,
Research Triangle Park, N.C.

Term expiring 2005
Mark A. Carmichael, BS’80, Vice President,
Finance and Financial Operations, Universal
Service Administrative Co., Washington, D.C.
Karen L. Gentleman, MBA’85, President,
Gentleman Associates, Indianapolis, Ind.
Karin N. Gustafson Teglia, BS’90, Vice PresidentTax, McDonald’s Corp., Oak Brook, Ill.
David L. Hecht, BS’93, Client Service Advisor,
Oxford Financial Group, Ltd., Indianapolis, Ind.
Sarah L. McClelland, MBA’83,
Executive Vice President and Chief Auditor,
Bank One Corp., Chicago

Term Expiring 2006
Patrick K. Decker, BS’87, Chief Financial Officer,
Tyco Plastics & Adhesives, Morristown, N.J.
W. Anthony Gamron, MBA’77, Trophy Club,Texas
Richard S. Hensley, BS’77, Senior Vice President,
Commercial Banking, Johnson Bank, Milwaukee, Wis.
Young-Jin Kim, MBA’84, CEO & Vice Chairman,
Aventis Pharma Co. Ltd., Seoul, Korea
Lisa J. Kline, MBA’84, Director, Financial
Operations, General Mills, Inc., Minneapolis, Minn.
Maurice D. Markey, MBA’94, Senior Category
Business Director, Kraft Foods North America, Inc.,
Glenview, Ill.
Arthur Marsh, BS’84, MBA’87, Senior Vice
President, Grocery Merchandising, Marsh
Supermarkets, Inc., Indianapolis, Ind.
E. Ray Stewart, BS’79, MBA’83, Belgacom,
Brussels, Belgium
L. Robert Stohler, BS’64, MBA’69, Bloomington
Brands LLC, Bloomington, Ind.
For additional information about KSBAA board
members, click on kelley.iu.edu/alumni.
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