	
	8:30m  - 10:00am
	
	10:30 – 12noon
	
	12:00pm
	1:30pm – 3:00pm
	
	3:30 pm– 5:00pm
	



	Session .1
Salon IV
	AMA Academic Council: Panel Discussion on Revisions to AMA Statement of Ethics
	Meet the Editors of AMA Journals
	
	Meet the Editors of Non AMA Journals
	Sports Marketing and Sponsorship: Empirical Assessment of Outcomes

	Session .2
Salon V
	Around the World, Around the Waist: A Look at What Marketing May Offer to Improve Worldwide Obesity
	Marketing and Society: Issues and Perspectives
	
	Social Marketing and Environmental Issues
	Digital Footprints in Social Networks: An Assessment of Consumer Privacy Concerns, Knowledge, and Expectations

	Session .3
Salon VI
	Brand Loyalty: Determinants and Consequences
	Brand Associations and Personality
	
	Research in Global Marketing: Emerging Themes and Future Directions
	Innovations in Service Research: An Examination of Service Initiatives

	Session .4
Salons 1-11
	Insights into the Market Driven Organization
	Customer Response to Firm Strategic Actions
	Awards Lunch
	Evolution of Marketing Capabilities: Initiation, Accumulation, Learning
	Marketing Strategy and Value Creation

	Session .5
Salon 111
	A Customer-Centric View of Service Encounters
	Exploring New Frontiers in Trust and Customer Commitment in the Retailing Context
	
	Lower Out-of-Stocks, Improved Sales Forecasts, and Enhanced Shopper Satisfaction: How Retailers Can Enhance Perpetual Inventory Accuracy through RFID and Item Movement Data
	Retailing Research Evolution: Insights from the Past Three Decades

	Session .6
Meeting Rm 1
	Managing Marketing of Services
	Innovation and Value Creation
	
	Marketing Simulation Games: Effectiveness of Current and Next Generation Simulations
	Critically Assessing the MBA Core Marketing Course: Role, Trends, Pedagogical Options, and Recommended Changes

	Session .7
Meeting Rm 4
	Agency Challenges in Marketing Partnerships: Design, Relationship, and Selection Solutions
	Sales Leadership, Control, and the Sales-Marketing Interface
	
	Customer Loyalty, Satisfaction, and Complaints
	Sales Technology and Customer Relationship Management

	Session .8
Meeting Rm 5
	Nations, Culture, and Cross-Culture Comparisons
	Consumer Innovation and Symbolism
	
	Online Consumer Behavior
	The Good, the Bad, and the Ugly: Understanding Consumer Financial Decision Making Behavior

	Meeting Room 6
	Doctoral Student SIG Special Session
	
	
	
	


See Program Guide for SIG Receptions 5:30pm – 7:00pm


	Session .1
Salon IV
	"New" Approaches to "Old" Problems in Interorganizational Research
	Channel Management I: Experimental Studies
	
	Channel Management II: Experimental Studies and Beyond
	Research and the Job Market

	Session .2
Salon V
	Perspectives on Measurement Issues in Marketing Research
	Contemporary Issues in Marketing Research
	
	The AMA's Redefinition of Marketing: Why the Redefinition and What It Means for the Future
	Violence and Marketing: Positive Intentions / Negative Externalities

	Session .3
Salon VI
	Branding Potpourri: Marketing Mix, Brand Alliances, and Word of Mouth
	Global Marketing Research in China
	
	Marketing Strategy and Global Research
	Developing Marketing Entrepreneurship Theory Workshop

	Session .4
Salon I-II
	Measuring and Understanding the Strategic Impact of Brand and Customer Equity
	Price Decisions
	
	Technology Evolution and Value Creation
	Marketing Strategy Meets Technology: Issues, Challenges, and Illustrations

	Session .5
Salon III
	8:30a - 10:00a

Customers and Employees Behaving Badly: An Examination of Service Failures and Customer Complaints
	10:30a - 12:00p

Pricing Strategies in Services and Retailing
	Lunch On Own
	Journal of Retailing Best Paper Awards
	Emerging Perspectives in Services Research: Winners of the 'Fisher IMS and AMA SERVSIG Dissertation Proposal Competition'

	Session .6
Meeting Rm 1
	8:30a - 10:00a

Strategic Innovation and New Product Development
	10:30a - 12:00p

Understanding Innovation Adoption
	
	Marketing Simulation Games: New Tools and How to Add Digital Technology
	Marketing Sports to Children and Adolescents

	Session .7
Meeting Rm 4
	8:30a - 10:00a

B2B Sales & Marketing: Social Capital Theory, Brand Strength, and Customer Orientation
	10:30a - 12:00p

Modeling Factors Affecting Salesperson Performance and Employee Exiting
	
	The Role and Functioning of the 21st Century Salesforce: Strategic Customer Management
	Increasing Cross-Disciplinary Research to Advance the Sales Profession: The Sales-Logistics Interface

	Session .8
Meeting Rm 5
	8:30a - 10:00a

Individual Differences in Consumer Behavior-1
	10:30a - 12:00p

Individual Differences in Consumer Behavior-2
	
	Desirability, Emotions, and Moods
	Pricing


See Program Guide for SIG Receptions 5:30pm – 7:00pm 



	Session .1 
Salon IV
	How to Improve Organizational Performance? One Question, Different Answers
	
	Understanding Online Communities

	Session .2
Salon V
	Sequence Analysis in Marketing Research
	
	The Effectiveness of Corporate Social Responsibility Initiatives

	Session .3
Salon VI
	
	
	New Theories in Global Marketing Research

	Session .4
Salon 1-11
	Innovation, Capabilities, and Organizational Learning
	
	Antecedents of Firm Performance and Growth

	Session .5
Salon III
	The Role of Culture and Environment on Consumer Behavior in Services and Retailing
	
	Satisfaction and Retention: Keeping Customers Satisfied and Coming Back

	Session .6
Meeting Rm 1
	Student Learning and Instructor Evaluation
	
	Technological and Cross-cultural Challenges in Teaching Marketing

	Session .7
Meeting Rm 6
	Internationalizing Selling and Relationship Marketing
	
	Trust, Superstition, Deviance, and Reciprocity in Sales Relationships

	Session .8
Meeting Rm 5
	Self Regulation and Regulatory Focus
	
	Advertising and Word of Mouth


12noon – Conference Adjourns

See you next year! 
Saturday, February, 21, 2009





Sunday February 22, 2009





Monday, February 23, 2009








