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ACADEMIC EXPERIENCE

Associate Professor of Marketing, Illinois State University, 2006 - present.
Assistant Professor of Marketing, Illinois State University, 2000 – 2006.

Teaching Assistant, 1996 - 2000.  University of Kentucky.  To professors: Jule B. Gassenheimer, William W. Keep, Fred W. Morgan, and Kelly Tepper Tian.

PEER REVIEWED SCHOLARLY PUBLICATIONS
Elango, B., Gary L. Hunter, and Mike Winchell, “Barriers to Nurse Entrepreneurship: A Study of the Process Model of Entrepreneurship,” forthcoming at the Journal of the American Academy of Nurse Practitioners. 
Gassenheimer, Jule B., Gary L. Hunter, and Judy A. Siguaw, “The Taming of a Hostile Supply 

Chain:  An Analysis of Hybrid Distribution from a Transactional Cost and Relational Perspective,” forthcoming at Industrial Marketing Management.
Taylor, Steven A., Gary L. Hunter, and Deborah L. Lindberg, “The Roles of Satisfaction, Value, 
and Brand Equity in the Formation of Customer-Based Brand Equity in Financial Service Marketing,” forthcoming at the Journal of Services Marketing.
Taylor, Steven A., Timothy B. Longfellow, and Gary L. Hunter, “Testing an Expanded Attitude 
Model of Goal Directed Behavior in a Loyalty Context,” forthcoming at the Journal of 
Consumer Satisfaction, Dissatisfaction, and Complaining Behavior.
Harrison, Tina, Kathryn Waite, and Gary L. Hunter (2006), “The Internet, Information

and Empowerment,” European Journal of Marketing, 40 (9/10), 972-993.

Hunter, Gary L. (2006), “The Role of Anticipated Emotion, Desire, and Intention in the 
Relationship between Image and Shopping Center Visits,” International Journal of Retail and Distribution Management, 34 (10), 709-721.

Hunter, Gary L. and Steven A. Taylor (2005), “Predicting the Initial Adoption or Upgrading of 
Electronic Communication Systems,” International Journal of E-business Research, 1 (October-December), 1-23.

Hunter, Gary L. (2004), “Information Overload: Guidance for Identifying When Information Becomes Detrimental to Sales Force Performance," Journal of Personal Selling and Sales Management, 24 (Spring), 91-100.
Taylor, Steven A., Michael Humphreys, Rodger Singley, and Gary L. Hunter (2004), “Business Student Preferences: Identifying the Relative Importance of Web Management in Course Design,” Journal of Marketing Education, 26 (April), 42-49.
Taylor, Steven A. and Gary L. Hunter (2003), “An Exploratory Investigation into the Antecedents of Satisfaction, Brand Attitude, and Loyalty Within the (B2B) e-CRM Industry,” Journal of Consumer Satisfaction, Dissatisfaction, and Complaining Behavior, 16, 19-35.
Taylor, Steven A. and Gary L. Hunter (2002), “The Impact of Loyalty with e-CRM Software and 

e-Services,” International Journal of Service Industry Management, 13 (5), 452-474.
Tian, Kelly Tepper, William O. Bearden, and Gary L. Hunter (2001), “Consumers’ Need for 

Uniqueness: Scale Development and Validation,” Journal of Consumer Research, 28 (June), 50-66.
PEER REVIEWED CONFERENCE PUBLICATIONS AND PRESENTATIONS
Hunter, Gary L., Tina Harrison, and Kathryn Waite (2006), “The Dimensions of Consumer Empowerment,” Enhancing Knowledge Development in Marketing, Ed. Dhruv Grewal, Michael Levy, and R. Krishnan.  American Marketing Association Summer Educators’ Conference. Chicago: AMA 17, p. 207-208.  (Abstract).
Hunter, Gary L. and Daniel J Goebel (2005), “Coping with Information Overload in a Sales 

Environment,” Enhancing Knowledge Development in Marketing, Ed. Beth A. Walker and Mark B. Houston.  American Marketing Association Summer Educators’ Conference.  Chicago: AMA 16, p. 240.  (Abstract).

Balasubramanian, Elango, Gary L. Hunter, and Mike Winchell (2004), “Promoting Entrepreneurial Behavior amongst Health Care Professionals: Converting Ideas into Opportunities,” United States Association for Small Business and Entrepreneurship Conference.
Hunter, Gary L. and Steven A. Taylor (2004), “A Propositional Framework Exploring Consumers’ Shopping Center Choices,” Enhancing Knowledge Development in Marketing, Ed. Kenneth L. Bernhardt, James S. Boles, and Pam Scholder Ellen.  American Marketing Association Summer Educators’ Conference.  Chicago: AMA 15, 267. (Abstract).
Hunter, Gary L. and Tonya Vandersnick (2004), “Salespersons’ Susceptibility to Information Overload:  Scale Development and Validation,” Marketing Theory and Applications, Ed. William L. Cron and George S. Low.  American Marketing Association Winter Educators’ Conference.  Chicago: AMA 15, 184-185.  (Abstract).
Hunter, Gary L. (2003), “Information Overload and the Sales Force,” Marketing Theory and Applications, Ed. Geraldine R. Henderson and Marian Chapman Moore.  American Marketing Association Winter Educators’ Conference.  Chicago: AMA 14, 22-23. (Abstract).

Hunter, Gary L. (2003), “Information Overload: Past, Present, and Future,” Marketing Theory and Applications, Ed. Geraldine R. Henderson and Marian Chapman Moore.  American Marketing Association Winter Educators’ Conference.  Chicago: AMA 14, 247. (Abstract).

Hunter, Gary L. (2001), "Phantom Voices: The Influence of Unrecognized Celebrity Voices on Affective Evaluations of Advertised Brands," Enhancing Knowledge Development in Marketing. Ed. Greg W. Marshall and Stephen J. Grove.  American Marketing Association Educators' Proceedings. Chicago: AMA 12, 316. (Abstract).

Hunter, Gary L. (1998), "Hostile Triads: An Analysis of Dual Distribution Using a Transaction Cost Approach," Enhancing Knowledge Development in Marketing. ed. Ronald C. Goodstein and Scott B. Mckenzie.  American Marketing Association Educators' Proceedings. Chicago: AMA. 9, 300-305.
PEER REVIEWED PAPERS PRESENTED AT PROFESSIONAL MEETINGS
Hunter, Gary L. (2001), “A Dual Process Theory of Information Overload,” presented at 

the Association for Consumer Research.  Austin: ACR.

Hunter, Gary L. (1997), “Information Overload: A Contingency Framework,” presented at the 
Association for Consumer Research.  Denver: ACR.

INVITED BOOK CHAPTER
Hunter, Gary L. and Steven A. Taylor, “Predicting Electronic Communication System Adoption: 
the Influence of Adopter Perceptions of Continuous or Discontinous Innovation,” forthcoming in E-Business Innovation and Process Management (Advances in E-business Research, volume 1), ed. In Lee, Hershey, PA: Idea Group Publishing.
PUBLICATIONS - WORK IN PROGRESS

Under review:

Hunter, Gary L. and Daniel J. Goebel, “Salespersons’ Information Overload: Scale Development and Validation,” under review at the Journal of Personal Selling and Sales Management.

Under preparation: 

Hunter, Gary L. and Daniel J. Goebel, “Salespersons’ Coping with Information Overload,” (targeted towards the Journal of Personal Selling and Sales Management).

Streams of continuing research:

Information overload.  Continuing research investigating consumer attitudes towards and influences of the large number of brands and versions in the marketplace, as well as how salespeople cope with large amounts of product and sales information.

Dual Process Theory.  Continuing research investigating the influence of automatic processes on consumer behavior.

TEACHING EXPERIENCE

Courses Taught:

Illinois State University: 

Evaluations of 1 (excellent) to 5 (very poor)

Undergraduate Courses:

Marketing Research

 
Teaching evaluation (average): 1.89
Retail Management 


Teaching evaluation (average): 1.89
Consumer Behavior


Teaching evaluation (average): 2.04
Marketing Principles


Summer (not applicable)

Graduate Courses:

Advanced Consumer Behavior
Teaching evaluation (average): 2.11
University of Kentucky:

Evaluations of 1 to 4 (highest)

Retail Management


Teaching evaluation (overall average): 3.6

Consumer Behavior

Internet Marketing

Marketing Principles

TEACHING INTERESTS

Retail Marketing, Consumer Behavior, Marketing Research
AWARDS 
College of Business Outstanding Researcher Award (2007), Illinois State University.
Manahan Family Award for Teaching Excellence in Business (2006), Illinois State University.
Invited to teach at Universität Paderborn in Paderborn, Germany, Summer 2006

Wilma Jean Alexander Technology Innovation Award (2005), Illinois State University.
EXTERNAL GRANTS
Winchell, Michael W., B. Elango, and Gary L. Hunter (2002), “Entrepreneurship for Healthcare Professionals,” The Coleman Foundation Grant, $10,000.  Research award from a private foundation.
Research Challenge Gatton Doctoral Fellow (2000), University of Kentucky.

Haggin Research Fellow (1999), University of Kentucky.

American Marketing Association Doctoral Consortium Fellow (1999), funded meeting expenses.

INTERNAL GRANTS

Hunter, Gary L. (2006), “The Automatic Influence of Assortment Size,” University Research Grant, Illinois State University, July 1, 2006 – June 30, 2006.
Hunter, Gary L. and Daniel J. Goebel (2006), “Technology Adoption by Insurance and Financial Services Representatives: How Widespread is its Use and What is the Impact on Outcomes?” Katie Insurance School Faculty Development Grant, Illinois State University, July 1, 2006 – June 30, 2006.

Hunter, Gary L. (2005), “We Can’t Go On Together…: Effects and Management of Suspicion in Distribution Channels,” University Research Grant, Illinois State University, July 1, 2005 – June 30, 2006. 
Hunter, Gary L. and Daniel J. Goebel (2005), “A Scale to Measure Consumers’ Susceptibility to Information Overload,” Katie Insurance School Faculty Development Grant, Illinois State University, July 1, 2005 – June 30, 2006.
Hunter, Gary L. (2004), “Downtown or the Mall: Investigating the Interaction between the Characteristics of the Shopping Center and Shopper Type in Choosing Where to Shop,” University Research Grant, Illinois State University, July 1, 2004 – June 30, 2005.
Goebel, Daniel J. and Gary L. Hunter (2004), “Achieving Clarity through the Fog: An Investigation of Agent-Firm Communication Practices and Their Effect on Agent Performance,” Katie Insurance School Faculty Development Grant, Illinois State University, July 1, 2004 – June 30, 2005.
Hunter, Gary L. and Daniel J. Goebel (2003), “An Investigation into the Use of Agent Coping Strategies to Moderate the Effect of Information Overload on Job Satisfaction and Turnover,” Katie Insurance School Grant, Illinois State University, July 1, 2003 – June 30, 2004.
Hunter, Gary L. and Daniel J. Goebel (2002), “An Exploratory Investigation of the Impact of Large Amounts of Information on an Insurance Industry Sales Force,” Katie Insurance School Faculty Development Grant, Illinois State University, July 1, 2002 – June 30, 2003.
Hunter, Gary L. (2001), “Information Overload: Effortful or Automatic?” University Research Grant, Illinois State University, July 1, 2001 – June 30, 2002.
Hunter, Gary L. (2001), “The Insurance Sales Force and Information Overload: The Relationship Between the Number of Products Offered and Sales Force Effectiveness,” Katie Insurance School Grant, Illinois State University, July 1, 2001 – June 30, 2002.
State Farm Teaching Technology Fellow (2001), Illinois State University.
SERVICE ACTIVITIES

Committee member, Alana Anderson, master’s thesis in business administration, Illinois State University, 2006.
Committee member, College of Business, Technology and Physical Environment Team, 2005, 2006

Committee member, Illinois State University, Bone Student Center Advisory Board, 2006.

Discussant, Consumer Satisfaction, Dissatisfaction, and Complaining Behavior Conference, 2006

Session chair, Sales Management Track, American Marketing Association Summer Educators’ Conference, 2006

Session Chair, Interorganizational Relationships Track, American Marketing Association Summer Educators’ Conference, 2005, 2006

Reviewer, National Conference in Sales Management, 2007
Program Committee Member, Information Resources Management Association, 2006
Reviewer, International Review of Economics and Finance, 2006

Director, Summer Study Abroad to England and Belgium, 2006 – present.

Advisor, Pi Sigma Epsilon, Illinois State University, 2002-present.

Member, International Editorial Review Board, International Journal of E-Business Research, 2005, 2006.

Member, Editorial Review Board, Journal of Marketing Theory and Practice, 2006.

Reviewer, Journal of Business Research, 2006

Reviewer, Journal of Retailing, 2006

Reviewer, Journal of Marketing Theory and Practice, 2005

Reviewer, International Journal of Internet Marketing and Advertising, 2004.

Reviewer, Journal of Consumer Satisfaction, Dissatisfaction, and Complaining Behavior, 2004, 2005, 2006.

Reviewer, American Marketing Association Winter Educators’ Conference, Consumer Behavior Track, 2006.

Reviewer, American Marketing Association Winter Educators’ Conference, Sales Track, 2006.

Reviewer, American Marketing Association Winter Educators’ Conference, Interorganizational Relationships Track, 2005, 2006.

Reviewer, John A. Howard Dissertation Competition, 2005.

Reviewer, Academy of Marketing Science, Business-to-Business and Supply Chain Management Track, 2003.

Reviewer, Marketing Management Association Spring Conference, Non-profit Track, 2003.

Reviewer, Academy of Marketing Science/American Collegiate Retailing Association Conference, 2003.

Reviewer, Society for Consumer Psychology Conference, 2003, 2004, 2005.

Reviewer, Association for Consumer Research Conference, 2005, 2006.

Reviewer, Association for Consumer Research Asia Pacific Conference, 2006.

Reviewer, Personal Selling and Sales Management track, American Marketing Association Educators’ Conference, 2005.

Reviewer, Service Marketing Track, American Marketing Association Educators’ Conference, 2005.

Session chair, Interorganizational Relationships Track, American Marketing Association Summer Educators’ Conference, 2005, 2006.

Reviewer, Business-to-Business & Marketing Channels Track, Society for Marketing Advances Conference, 2005. 

Committee member, Textbook Rental Task Force, the task force is responsible for investigating the possibility of textbook rental on the Illinois State University campus.  The investigation is in response to a request by the Illinois Board of Higher Education, 2004. 

Committee member, campus bookstore advisory board, Illinois State University, 2001-present.

Committee member, constituent satisfaction team, college wide committee investigating the relationship between the college and its constituents, Illinois State University, 2001-2003.

Committee member, Lars Georg Teigen, master’s thesis in communication, Illinois State University, 2000-2001.

Co-chair, university wide committee charged with determining perceptions of the campus bookstore, Illinois State University, 2000-2001.

PROFESSIONAL AFFILIATIONS

Association for Consumer Research (1997 - present)

American Marketing Association (1997 - present)

Society for Consumer Psychology (1997 - present)

RELEVANT BUSINESS EXPERIENCE

Senior Manager, 1983 - 1996.  Responsible for all aspects of a retail business with annual net sales of 1.3 million. Radio Shack, Independence Mall, Wilmington, NC.
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