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J. Barry Dickinson, PhD
910 Fulton Street  (  Cherry Hill, New Jersey 08002
jbdickinson@comcast.net  (  856.382.0403 (h)  (  856.419.5769 (c)  (  Skype: drbarrydickinson
Curriculum Vitae
Education & Credentials
Ph.D. in Marketing, 2009 – Drexel University, Bennett s. Lebow School of Business – Philadelphia, PA

Specializations in Business Processes, Market-based Assets, CRM, SCM; Minor in Statistics

Dissertation: “The Role of Business Process Capabilities and Market-Based Assets in Creating Customer Value and Superior Performance.”
Master of Business Administration (MBA) – LaSalle University, School of Business – Philadelphia, PA

Concentration in Marketing
Bachelor of Science in Management – Rutgers University, School of Business – Camden, NJ
Minor in Marketing
Certification

American Marketing Association Professional Certified Marketer (PCM)
Professional Development
Birthing of Giants Program, 2002 – MIT University & Inc. Magazine
Professional Experience 

HOLY FAMILY UNIVERSITY, Philadelphia, Pennsylvania, August 2010 to Present
Assistant Professor of Marketing
Teach a variety of classes in the School of Business Administration as a member of the full time faculty. Classes taught include both marketing and management courses: Principles of Marketing, Principles of Advertising, Operations Management, Consumer Behavior, Strategic Marketing Management and Management-Marketing Senior Seminar. Provide service to the university through sitting on various committees and attending university-sponsored events.  Conduct scholarly research and attend conferences/workshops in order to advance the science of marketing and increase the name recognition of the university.

Director of Graduate Business Programs – August 1, 2011 – Present

Director of MS in Human Resources and Information Systems Management programs; duties include interviewing prospective students; reviewing applications for admittance and making acceptance decisions; representing the programs at university and community events; ensuring programs meet curricular requirements of Graduate Curriculum Committee; responsible for marketing of the programs through social media channels and maintaining social media channels such as Facebook, Twitter, and Linked-in.



Accomplishments of note:

· Co-authored grant proposal for testing the feasibility of using a new learning assurance examination offered by SHRM to calibrate learning outcomes in the HURM graduate program.


Interactive services Group, Inc., Delran, New Jersey, 1994 to 2010
CEO, 2005 to August, 2010
Founder, CEO, and Chairman of the Board, 1994 to 2005
Founded and grew $7M mobile technology, professional services firm specializing in providing maintenance and repair services for rugged computer devices, customized solution development, integration services, project management, and application development services for Fortune 500 customers (business-to-business market). Classified as a third-party repair company, ISG competed head-on with some of the largest global companies, such as Mototola, for customers. Responsibilities included strategic business planning, tactical execution, and day-to-day operations for both physical offices (NJ and TX). Personally responsible for enterprise-level account attraction, qualification, and after-sale management.  Intimately involved with qualifying/adopting/implementing/maintaining a robust human resource information system (HRIS), an enterprise resource management (ERP) system (Microsoft Dynamics Navision), a customer relationship management system (salesforce.com and Microsoft CRM), workflow and process optimization systems, and other strategic-level technology systems. Also responsible for cultivating and establishing business partnerships with specialized technology providers, continuously expanding corporate capabilities, pursing corporate acquisitions, and expanding services portfolio.
· Retained executive leadership responsibilities following 2005 sale of business until 2010.
· Personally responsible for meeting with venture capitalists and other potential buyers during the period in which the business was up for sale. Responsible for providing key due diligence documents that convinced the eventual buyers to enter into a complete corporation acquisition rather than a simple asset acquisition. 
· Headed up team to replace legacy ERP system in 2010; eventually selected Microsoft Dynamics Navision with a third-party maintenance and repair module to manage the repair service part of our business. Served as project management lead on the nearly one-year implementation and coordinated over 25 virtual meetings (gotomeeting.com/webex.com) for training, coordination, and orientation between our NJ and TX offices, the MS Dynamics reseller in Canada and the service module provider in Australia. 
· Developed collaborative partnerships with technology leaders to provide service and repair of devices in the field; business alliances included Motorola, Intermec Technologies, Symbol Technologies, Zebra Technologies, LXE, Microslate Technologies, and Dover Corporation.

· Led corporate expansions, launching new facilities and orchestrating corporate headquarters’ moves to larger offices; staffing levels at peak reached a combined 65 employees in Texas and New Jersey.

· Established software application development group in 2002 to write applications for route accounting, proof-of-delivery, warehouse management, and RFID vertical markets. 
· Pursued and achieved ISO 9001 certification in 2005 and recertification of ISO9001:2010 in 2010.
· Designed state-of-the-art service and repair processes utilizing sophisticated Management Dashboards, Metric Analyses (Mean Time Between Failure, Out of Box Failure, Mean Time to Repair by Product Category, Technician Productivity), electronic training/troubleshooting, and electronic workflows.
· Established wireless site survey consultancy and wireless technology service and repair solutions in 2002.

· Recognized as authorized reseller for multiple technology providers, including Motorola, Intermec Technologies, Printek, Glacier Computer, Roper Products, Psion Teklogix, Datalogic, and Unitec.

Janiking of Philadelphia, Philadelphia, Pennsylvania, 1991 to 1994
President
Launched commercial building maintenance franchise, spearheading business planning, startup, development, and administration. Managed all business functions and operations, spanning marketing and promotion, prospecting, customer acquisition and engagement, service delivery, accounting and financial management, recruiting and staffing, and back-office administration. Ensured the highest caliber of service planning and delivery toward exceptional client retention rates.
· Realized $100K+ in annual gross revenues and year-over-year growth.
· Consistently built business, winning client contracts and increasing maintenance team size accordingly; achieved top staffing of 15 FTEs.
Contract Applications, Inc., Boston, Massachusetts, 1985 to 1991
Regional Manager
Held responsibility for product production within the 8-state New England region for industrial, service-oriented product, directing end-to-end operations across logistics, supply chain, production, regulatory compliance, and distribution. Oversaw a broad array of functions, including labor estimation, resource and material cost projection, budget administration, customer relations, and HAZMAT / DOT compliance.
· Drove a complete operational turnaround in profitability, resulting in reversal of net losses and consistent profit margin growth to reach 46.6% within less than 5 years.

· Substantially exceeded sales forecasts; assigned a $900K target for 1988 and achieved $1.4M.

· Forged a remarkable improvement to warranty accrual rates from 12% of sales to 1.3% of sales.

Teaching Experience
West Virginia University, Morgantown, West Virginia, 2009 to Present

Adjunct Professor, Integrated Marketing Communications (online)
Teach asynchronous (with synchronous components), online courses within the Integrated Marketing Communication Program (graduate level) such as Mobile Marketing. 
· Integrated synchronous tools, Wimba for instance, into the curriculum to increase interaction in the online environment.

· Completely designed a nine-week, online Mobile Marketing course in 2010 including lectures, reading assignments, assessments, grading rubrics, weekly discussion questions, blogs, student journals, etc.

STRAYER UNIVERSITY, Cherry Hill, New Jersey, 2009 to 2010.
Adjunct Professor, School of Business (online and on-ground)
Lead on-ground and online courses within the School of Business including: Introduction to Marketing, Introduction to Business, Introduction to Statistics, Marketing Management (graduate),and Electronic Marketing. Class size is approximately 20 students.

· Completed seven-week training course, as part of New Faculty Orientation process, which included delivering both synchronous as well as asynchronous online courses.   
· Completed one-week, online training program resulting in Black Board v9.1 certification.
Devry UNIVERSITY, Virtual Assignment, 2009 to 2010.
Adjunct Professor, Keller Graduate School of Business (online)
Lead asynchronous, online courses within the graduate school of business including Marketing Management (MM522).  Class size is approximately 25 students.

· Completed eight-week, online training program concerning engaging students online, leading/managing/grading discussion threads, using grading rubrics, designing assessments, etc.

· Lead online discussions; foster furtive online interaction among students and with instructor. 

· Primary deliverable is a professional marketing plan; submitted by students in three separate drafts and one final, graduate-level completed plan. 

Holy Family University, Philadelphia, Pennsylvania, 2002-2005; Spring 2010.
Adjunct Professor, Marketing and Strategic Management
Teach a variety of undergraduate business courses including International Marketing, Senior Seminar in Business Policy, and Principles of Advertising; Class size is approximately 15.
Lasalle University, Philadelphia, Pennsylvania, 1988 to 2001
Adjunct Professor, Marketing
Served as Marketing instructor, performing all aspects of curriculum development and management for undergraduate, graduate, and professional courses for up to 3 courses of 25+ students each per semester. Selected course materials, prepared lectures and exercises, and designed examinations. Performed student mentoring and performance evaluation. Collaborated within the department to design and launch new programs and courses.
· Instrumental contributor to LaSalle’s innovative e-Commerce Certificate e-Program initiative, partnering with departmental staff to design, develop, and implement the program.
· Selected undergraduate and graduate coursework included Principles of Marketing, Marketing Research, Business Strategy, Marketing Communication, Marketing Strategy, B2B Marketing, Consumer Behavior, International Marketing, Services Marketing, and e-Commerce.

Publications & Presentations (in press or under review)
1. Dickinson, J. Barry (2012). “An entrepreneurial decision: what if the market moves away from you?” Journal of Case Research in Business and Economics. 9(January) (forthcoming).
2. Dickinson, J. Barry (2011). “An entrepreneurial decision: what if the market moves away from you?” Presented at the Academic and Business Research Institute International Conference, October 2011.
3. Dickinson, J. Barry (2011). “The relationship between market-based assets, business process capabilities, and customer perceived value,” Presented at the Academy of Business Research Conference, September 2011; published in the Proceedings for the Academy of Business Research, September 2011. 
4. Dickinson, J. Barry (2011). “The role of authenticity in relationship marketing.” Journal of Management and Marketing Research, 8(June): 29-40.
5. Dickinson, J. Barry (2011). “Intermec, Inc.: Managing Multi-Channel Strategy” Case study to Marketing Channels: A Management View (Rosenbloom, Bert), 8th ed.
6. Dickinson, J. Barry (2011). “The impact of privacy/trust issues on emerging trends in mobile marketing,” Presented at West Virginia University Integrate 2011 Conference for Integrated Marketing Communication Professionals, June 3-4 2011; published in Proceedings for the  West Virginia University Integrate 2011 Conference for Integrated Marketing Communication Professionals, June 2011.
7. Dickinson, J. Barry. (2011). “Authenticity in relationship marketing.” Presented at the Academic and Business Research Institute International Conference, March 2011; published in Proceedings for the Academic and Business Research Institute, March 2011. 
8. Dickinson, J.B. and Kritz, G.H., “Popup ads versus print ads: do web-based advertisements lead to stronger attitudes than traditional ads?” Presented at American Society of Business & Behavioral Sciences Conference, February 2003; published in Proceedings for the American Society of Business & Behavioral Sciences, February 2003.
Manuscripts in Preparation (writing stage)

1. Dickinson, J. Barry. “What really drives customer loyalty:  a meta-analysis,” (in preparation); to be submitted to the Journal of Marketing.
2. Dickinson, J. Barry. “Delivering more value to customers through effective business processes:  a holistic approach,” (in preparation) to be submitted to Business Horizons.  

honors and awards
Best Paper Award, Case Studies Track, Academic and Business Research Institute Conference; Las Vegas, NV (October 2011)
Academic Service

Presenter, Scholars Forum, HFU (December 2011)
Attendee, Graduate Open House, Representing HFU SBA Graduate Programs (October 2011)
Collaborator, Scholars Forum, HFU; Interviewed and Videotaped concerning views on Boyer’s Model of Scholarship which because part of a collaborative presentation (October 2011)
Attendee, Fall Graduate Open House, Representing the HFU School of Business Graduate Programs (October 2011)
Presenter, Academic and Business Research Institute Conference, Case Study Track; Las Vegas, NV (October 2011)
Attendee, Business Executive Advisory Board, HFU (September 2011)
Presenter, Academy of Business Research Conference; Atlantic City, NJ (September 2011)
Committee Member, Academic Review Committee, HFU (September 2011)
Committee Member, Graduate Curriculum Council, HFU (September 2011)
Committee Member, Undergraduate Curriculum Committee, HFU (August 2011)
Member, Sports Marketing-Management Business Executive Board of Directors, HFU (September 2011)
Attendee, Fall Open House, Representing the School of Business, HFU (October 2011)
Editorial Review Board Member, International Journal of E-Entrepreneurship and Innovation (August 2011)
Attendee, Reception for Accepted Graduate Students, HFU (August 2011)
Presenter, MBA International Exchange Student Program, Lasalle University (July 2011)
Committee Member, School of Business Administration Dean Search Committee, HFU (June 2011)
Attendee, Accreditation Council for Business Schools and Programs, Annual Induction Ceremony, HFU; Indianapolis, IN (June 2011)

Committee Member, Honorary Degree Committee, HFU (July 2011-Present)
Presenter and Attendee, West Virginia University Integrate 2011 Conference for Integrated Marketing Communication Professions; Morgantown, WV (June 2011)
Attendee, Business Executive Advisory Board, HFU (September 2010; April 2011)
Committee Member, SBA Digital Forensics Marketing Committee; HFU (March 2011-Present)

Member, Social Media Users Group; HFU (March 2011-Present)

Attendee, Microsoft IT Academy Training (Introduction and Excel); Knowledge Solutions, Inc.; HFU (November 2010 and April 2011)
Attendee, Pacific Rim Markets and Opportunities Symposium; HFU (April 2011)

Attendee, Scholars Forum, HFU (September 2010 and April 2011)
Reviewer, American Marketing Association Marketing Educators Summer 2011 Conference

Reviewer, American Marketing Association Marketing Educators Winter 2011 Conference
Attendee and Discussant, American Marketing Association Marketing Educators Winter 2011 Conference; Austin, TX (February 2011)
Attendee, Marketing and Management Business Faculty Symposium, Pearson Publishing; King of Prussia, PA (February 2011)
Presenter and Attendee, Academic and Business Research Institute Conference; Nashville, TN (March 2011)
Editorial Review Board, Managing Service Quality Journal, 2010-2011
Reviewer, Executive Advisory Board, Journal of Research in Interactive Marketing, 2010-2011

Presenter, MBA International Exchange Student Program, Lasalle University (2006-2009)
Member, Executives on Campus, Lasalle University (1999 to Present)
Member, Dean’s Circle of Associates, Lasalle university (1999 to Present)
Council Member, Council of President’s Associates, LaSalle University (1997 to Present)
Presenter, Small Business Development Center, Rutgers University (1992 to 2002)
Community Service

Consultant, SCORE, Entrepreneur and Small Business Support Network (Partner of US Small Business Administration), 2011-Present
Member (Various Committee Seats), ST. BARTHOLOMEW’S EPISCOPAL CHURCH, Cherry Hill, NJ (2003-Present)
Cherry Hill Board of Education, Ran for Seat on the Board (April 2011)
Former Member, Board of Trustees, Umbrella of Delaware Valley (2002 to 2008)
Former Member, Board of Trustees, Choral Arts Society of Philadelphia (1998 to 2002)
Research & Teaching Topics
	· Electronic Commerce & Emerging Channels
	· Entrepreneurship/Small Business Management

	· Mobile Marketing and Strategy
	· Strategic Business Planning & Management

	· Business Marketing and Management
	· Business Processes 

	· Strategy and Competitive Advantage Drivers
	· Market-Based Assets

	· Customer Equity & Relationship Marketing
	· Global / International Marketplace

	· Service Marketing & Value Propositions
	· ISO 9000 and Quality Initiatives for Services


Courses taught
Holy Family University 

	· MNMK 312 Principles of Marketing
	· MNMK 421 Strategic Marketing

	· MNMK 315 Operations Management
	· MNKK 432 International Marketing

	· MNMK 439 Senior Seminar
	· MNMK 405 Principles of Advertising

	· BUSA 435 Business Policy
	· MNMK 406 Consumer Behavior

	· MNMK 355 Entrepreneurship
	


Strayer University 
	· BUS 100 Introduction to Business
	· MAT 300 Introduction to Statistics

	· MKT 100 Introduction to Marketing
	· MAT 540 Quantitative Methods

	· MKT 500 Graduate Marketing Management
	


Associations & Selected Technical proficiencies
American Marketing Association (AMA), Philadelphia Chapter; since 1993 
Young Entrepreneur Organization (YEO), Philadelphia Chapter, 1999-2004

Association for Service Management International (AFSMI), North American Chapter
Beta Gamma Sigma Business Honor Society Member
Professional Certified Marketer (AMA); since 2005
Microsoft Dynamics NAV (Navision) v5.0

Microsoft CRM

Salesforce.com

Gotomeeting.com

Statistical software (SPSS, Minitab, SAS)
Capsim Business Simulation Software (capsim.com)

Continued…
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