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EDUCATION    

2008 
PhD Organization and Management Capella University

2005 
Master of Business Administration Marylhurst University   

1983 
Bachelor of Arts Communication Purdue University



1983 
Associates in Applied Sciences Supervision & Labor Relations Purdue University                                                 
ACADEMIC EMPLOYMENT
2006 - current
Assistant Professor College of Business Eastern Oregon University, La Grande, OR 
AWARDS AND ACHIEVEMENTS
1997 
Second Degree Black Belt 
1997 
Second Degree Certified Instructor

1996 
Gold Metal Chung Moo Doe Marital Arts Tournament

1992 
Outward Bound Leadership Completion

PROFESSIONAL ACTIVITIES
Reviewer

2006, 2007, 2008, 2009 Western Academy of Management

2006, 2008 Session Facilitator Western Academy of Management

2005 Eastern Oregon First Year Experience Institute 
Memberships
2006-current Western Academy of Management
2006-current Faculty Union Eastern Oregon University

2006-current Society of Human Resource Management

Invited Presentations

2009
Speaker Tri County Realtors Awards Banquet

2007 
Speaker for FBLA Regional Conference

2007 
Speaker for Baker County Career Fair
2008 & 2009 Speaker Oregon Small Business Development Counsel
Professional Service
2009-10 Chair Budget & Planning Committee

2009-10 Students In Free Enterprise Faculty Adviser

2009-10 Inter-institutional Faculty Senate
20008-09 Marketing Adviser to Aramark On campus

2008-09 Integrated Marketing Committee

2008-09 Budget & Planning Sub Committee

2008-09 Library Marketing Committee

2007-08 Business Faculty Accreditation Committee Standards 2 & 4

2007-08 Business Faculty Financial Aid Representative 

Teaching: On Campus and Online Modalities 

Self-satisfaction as an Element of Customer Service BA 210

ROI: Return on Insight BA 410

MBA Strategic Marketing BA 515

Human Resource Management BA451 

Consumer Behavior BA465

International Marketing BA485

Principles of Marketing BA312 

Marketing Research BA410 

Introduction to Business BA101

Conference Presentations

2009 
Buddhism in Business: Ethics One Breath at a Time. With S. Clements & K. Day. Annual Regional Meeting International Assembly of Collegiate Business Education,


Marylhurst University, Portland, Oregon.
2009 
Enhancing an Organization’s Knowledge: Human Resource’s Role in the Successful Management of Human, Social and Organizational Capital. Carpenter, S. Clements, S & Ramey, G. 10th International Human Resource Management Conference, Santa Fe, New Mexico.
2009    Innovative, Adaptive Leaders as Change Agents in Learning System.
           with Gerry Ramey. 50th Annual Western Academy of Management

           Conference, Managing Smart: More Innovation, Moving Forward, Midway, Utah.
2008     Multiple Formats, Same Outcomes: Three Faculty, One Course. Carpenter, S. Clements, S & Ramey. Region VII (Northwest), Annual Regional Meeting International Assembly of Collegiate Business Education,


Marylhurst University, Portland, Oregon.
2008     Maslow Revisited: Mutual Actualization as a Condition for Peak

             Performance. Carpenter, S. &  Ramey, G. 49th Annual Western Academy of


 Management Conference, Oakland, California.
2008 
The Connection of Learning, Leaders and Culture in Organizations. Presented at 

             the Multi-Sector Forum for International Leadership Institute. Indianapolis, Indiana.
PUBLICATIONS

Edited Journal Special Issues

2006
Journal of Organizational Change Management

Special Issue: Romania in transition: The heart of the people will lead them forward.  

Guest Co-Editor, editorial assistant.
Research Articles Currently In Progress
Self-Satisfaction as an Element of Customer Service
Analyzing Student Needs On line versus On campus 

The Connection of Learning, Leaders and Culture in Organizations

The Application of Maslow’s Theory to Organizational Productivity
Realization of Human Potential: Developing Human Capital in Academia

Managing Conflict in an Academic Organization

Organizational Structure as an Element of Organizational Effectiveness

Societal Change and its Effect on the Economy

PROFESSIONAL WORK EXPERIENCE

2004-2006   Student Accounts Manager
 
Eastern Oregon University, La Grande, OR

Worked with students and faculty helping them to understand student accounts and its role within the university.  Created accounting and communication policies that facilitated the time effective use of staff.  Worked with regional corporations to develop specialized billing processes to help increase student count.  Fostered relationships with Distance Education regional advisors and distance students by opening a clear channel of communication for problem solving.  Responsible for cash counts, cash boxes and maintaining overall student receivables. Managed staff and maintained budgets for the Accounts Receivable department. Responsible for motivating staff and creating positive group dynamics that resulted in above average performance and positive staff attitudes. 

2000-2004 
Administrator
                       

       Eye Health Laser Vision, Portland, OR


Trained and managed staff on improving and creating effective communication with customers.  Trained field sales people in presentation and communication techniques.  Responsible for daily operation of the division, profit and loss, maintaining effective labor percentages, negotiating supply costs, and overall budgets. Ongoing market research on competition and market tendencies. Ongoing analysis of research resulting in knowledge-based strategic marketing plan. Directed advertising and marketing implementation, including multi-media purchasing as well as all printed collateral.  Conceptualized and designed newspaper and magazine ads as well as conceptualized and helped direct television commercials.  Created and maintained data base on surgical results, patient information, practice procedures and surgical equipment effectiveness.  Completed probability studies on the effect of pre surgical corneal thickness, environmental effects and post surgical flap thicknesses. 
1999-2000        Marketing Director

        


 Teplick Laser Centers, Beaverton, OR
Responsible for training internal and external staff, area Optometric and Ophthalmic staff in product presentation techniques. Conducted weekly educational seminars for the public and staff.  Analyzed product offerings, market potential and designed marketing strategy. Conducted ongoing competitor and customer research and analysis. Developed strategies for customer follow up resulting in increased patient retention and patient referral.  Developed professional relationships within the ophthalmic community resulting in increased revenues and profitability.  Created concepts and market themes.  Worked with regional television producers to direct television media production for both Public Service messages regarding overall ophthalmic health and television commercials promoting general services.





1998-1999           Marketing Director 

Santa Rosa Eye Physicians & Surgeons, Santa Rosa, CA               

Profitably created and nurtured Laser Vision Correction business segment in an existing 50-year-old ophthalmic practice. Developed policies and procedures for the segment. Trained staff members to smoothly integrate new clients into a busy practice.  Developed cost effective marketing techniques to promote the existing services as well as the services specific to the new division. Provided staff training for co-management network of Optometric Physicians. Formulated marketing strategy, including website and print media, to promote services. Designed and managed production of all marketing and advertising materials.  Performed direct sales to prospective patients and supported patients from first contact to post-operative visits.  

1997-1998  
      Owner/Founder


Winning Yourself International, Inc., Seattle, WA
Created a marketing and business services company to provide support to a regional group of high-end martial arts and health facilities. As a Second-degree black belt taught seminars for companies on motivation and self-defense for children, woman and men.  Consistently conducted leadership and motivational seminars through out the community focusing on the betterment of one’s self. Using Maslow’s principles in Peak Performance helped individuals to attain higher levels of self-esteem and physical health.  Profitably marketed children’s and adult programs to public schools, health clubs, women’s associations and local businesses.  Developed marketing and sales programs, including newsletters, and website for entire region.  Managed and motivated a staff of independent contractors to achieve defined sales and customer service goals. As a second degree black belt taught general Martial arts class and Self-defense class to men, woman and children. 
1994-1997           Division Manager 



United Grocers Team Work, Portland, OR
Hired to create and direct a new fund division of United Grocers Grocery Wholesalers. Co-authored policies and procedures manual in harmony with UG Legal department. Collaborated with research and development department to create effective product mixes.  Monitored sales and profits by product line to maintain innovative products and constant sales gains.  Created marketing strategies and advertising media to successfully communicate the concepts to target markets, including a variety of non-profit entities.  Managed day-to-day functions, including training, staff development and sales forecasting.  Consistently made successful sales presentations to target companies, school officials and volunteer organizations.  Cost effectively maintained product mix and planned inventory of products. Completed longitudinal research to monitor product purchasing habits and customer needs.
1990-1994
National Sales Manager
                                   Little Crow Foods, Inc., Warsaw, IN

Marketed wholesale and retail consumer food products throughout the US and Canada. Cost effectively increased share, sales and profits through analysis and the development of new markets.  Developed and supervised a network of national food brokers and buyers for nationally recognized retailers. Created and maintained ongoing marketing strategies and promotions to grow line item sales. Monitored on going customer analysis on which marketing and distribution decisions were made. Participated in sales planning strategies with major grocery chains including Kroger and non food chains such as Wal-Mart and Target to project sales and growth of profit items.

1983-1990      President/Founder

        Marquart/Carpenter Marketing, Inc., Fort Wayne, IN

Created the physical and procedural structure for a full service marketing and advertising agency.  Analyzed and filled the need for public relations and marketing services.  Lead the creative, sales and administrative team to successfully meet the demands of the market.  Developed continuous motivation methods for staff.  Company consistently exceeded sales and customer service expectations to produce award winning, results oriented advertising collateral and printed media.  Managed mutually profitable relationships with outside vendors and freelance suppliers. Company specialized in Direct Marketing, Business to Business Marketing, Multimedia advertising campaign including database management and direct mail campaigns. Due to the extreme success of the company, consistently presented at various clubs and organizations on success and determination and self-motivation.

1979-1983           Marketing Sales

       
  

Marketing Impact, Fort Wayne, IN

Learned the basics of printing and photography working in a large full service advertising agency.  As a sales person secured clients; both through cold calls and through retention due to exemplary service.  Developed relations with clients that resulting in the development of successful advertising and marketing campaigns. Learned printing techniques that helped to support sales. 
1977-1979
    Perspective, Inc.



               Perspective, Inc., Fort Wayne, IN

Worked as a commercial photographer for advertising and marketing clients as well as a commercial film and print processor. Learned the operation of multiple varieties of cameras and lens. Worked with clients in helping to design advertising and marketing layouts.

References

Michael Cannon, EdD, Dean 

Eastern Oregon University Distance Education

541-962-3765

Les Balsiger, JD

Eastern Oregon University Distance Education

541-962-3138

Ralph House, CFO
Eye Health Northwest

503-344-5101

I worked with Ralph on a daily basis at Eye Health Northwest.  In his capacity as financial officer we worked together on budgets, billing methods and over all building sales and developing profits.

Mark Lewis & Pat Hatleli

Educational Resource Specialists

Portland General Electric

503-582-5008

Mark.Lewis@pgn.com         Pat.Hatleli@pgn.com

I worked with Pat and Mark in putting together specialized billing methods and registration systems to facilitate PGE employees taking Distance Education classes. Successfully making sales presentations to their group in order to gain back their business after some past problems.

Jody Potter

Eastern Oregon University Information Technology

541-962-3922

Jody and I routinely worked together on various computer projects. Together we constructed the EOU fee tables and orchestrated student-billing processes. 

J. Pinto & Associates, Inc
1576 Willow Street 
San Diego, CA 92106 Email: pintoinc@aol.com  Site: www.pintoinc.com 
Phone: 619-223-2233 
John is the author of "Marketing Your Ophthalmic Practice", "John Pinto's Little Green Book of Ophthalmology", "Ten Practices: Benchmarks for Success", and Turnaround: 21 Weeks to Ophthalmic Practice Survival and Permanent Improvement". Prior to founding J. Pinto & Associates, John served as a lecturer in science ethics and journalism at the University of California, San Diego. I worked with John on various consulting projects.

Student Emails from Online and On campus Students.

Dr. Carpenter,

Thank you for a great class.  It will be one I'll remember (in a good way!).  I really like the ones that have practical application and involve 

working in teams.  Very much real-life related.  Thanks again,

Patti

___
I just wanted to thank you for such a wonderful class! From your class, I have decided to do my major in Marketing.  I have really enjoyed the class 

and have learned a tremendous am out about Marketing, and not only about Marketing, but working with others, and interacting with the class. 

(which in the long run, deals with marketing) Thanks for a wonderful term and looking forward to having more classes with you, in the future.  

   Sincerely,

     Tracey Brice

___

Hi Shari,

I was just writing to tell you that I really enjoyed your class.  I think you do a very good job of teaching.  I liked the fact that we didn't just look at a power point every day without any actual discussion.  You forced us to get to know our classmates and that made for a much better environment for learning (especially learning about human resources)and discussion.  So, I would like to say thank you for being a great teacher.  I hope that I will be able to work some more of your classes into my future schedule.

Thanks Again

Casey Sandusky

___

Shari

Thank you very much for all your help. I really enjoyed your class. it's very different than other classes because it made me feel more comfortable talking in front of the class.  I have also developed friendship with many fellow classmates.  I hope we didn't give you any hard time in class.  You're a great professor.  I'll see you next term. with

best regards,

chao chen

___


I wanted to thank you again for your kindness.  You are not only a great instructor, you are a very warm person and that speaks volumes about your personality, values, and who you are. 

Thank you again for a memorable class, and conversation. 

Crystal

___

Thank you.  You're an excellent instructor.  I am glad that I took the

course.  I have taken personnel training through out my career with the

government but none of them covered the theories behind HRM.

Thanks.

Don.

Dear Prof. Carpenter:

 

I just want to take a moment and tell you how much I enjoyed your class in Marketing.  

 

I was particularly taken by your style and techniques that enabled me, and others that I have talked with, to learn so much material in such a short time.  Everything from the numerous presentations, the delegating of class participation in the testing preparation, the evaluation processes, the selected reading material, the interaction between students, the many discussions, and most importantly, your facilitating as both the leader, educator and mentor, have all been a wonderful experience for me in learning.  

 

I further suspect that I am speaking for many others, given the many positive comments and discussions I have had with my peers, in giving you a big "THANK YOU!" for such a wonderful experience!

  

Thanks so much!

David Dow 

___

Hello Becky, 
Thank you for sharing your satisfaction with Professor Carpenter's course and the way our online processes and website are working.  It is truly a wonderful compliment to many individuals who have worked over the years to continuously evaluate and improve, where necessary, our Distance Education outreach.  Best wishes with your degree-completion plans.  I'll look forward to seeing you in the future at your graduation! 


Sincerely, 
Dixie Lund 
President EOU

___

Ms. Carpenter,

I just wanted to thank you for principles of marketing and wanted to let you know that I and everyone I know in that class actually enjoyed that class (and with the people I know that doesn't happen very often).  So again I say thank you and wanted to let you know I am even considering a minor in marketing now.

Jake Merriman

___

Dr. Carpenter,

Just letting you know how much I enjoy your class.  I am learning lots of good tools as well as having fun.  I wish more teachers would use your strategy.

Thanks 
Kyle McAndie
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