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PROFESSIONAL ADDRESS 
 
Stephen F. Austin State University 
Management & Marketing 
BUSI - R.E. McGee Business 403D 
Nacogdoches, TX 75962 
Department Telephone:  (936) 468-4103 
Office Telephone:  (936) 468-1802 
Fax:  (936) 468-1660 
Email:  jballenger@sfasu.edu 
 

EDUCATION 
 
PHD, 1983. 
Institution: University of North Texas 
Specialization/Major: Marketing 
 
MBA, 1975. 
Institution: NTSU 
 
BBA, 1970. 
Institution: NTSU 
 

TEACHING & RESEARCH INTERESTS 
 
Teaching Interests: 
Principles of Marketing 
Retailing 
Marketing Research 
International Marketing 
 
Research Interests: 
Case Research over retail stores 
Research dealing with person's with disabilities 
 

PUBLICATIONS 
 
Henderson, C. R., Ballenger, J. K. (in press). Performance of Hispanic-owned Businesses. 

Abstract:  The Hispanic population and Hispanic owned businesses have been growing at a 
healthy rate for the past several years in the United States, and this is especially true in Texas.  
The purpose of this paper is to try to understand and describe some of the characteristics of the 
Hispanic owned businesses in a small East Texas town. We wanted to know why the Hispanic 
business owners started their businesses, what they like and dislike about being in the 
businesses they are in, and some of the opportunities and challenges they face. The researchers 



also wanted to know some about their international trade activity and some information about the 
marketing aspects of their businesses. 
In order to gather this information, which was somewhat personal and sensitive in parts, and to 
get some depth, a Hispanic interviewer and a Spanish version of the questionnaire was used. 
The interviewer was also fluent in Spanish, and we thought this would help make the respondents 
more at ease. 
We accomplished our goals in many areas. However, the research also pointed out some new 
avenues for future research that could be conducted to better understand this vibrant community. 

 
Madkins, R. Y., Crocker, R. M., Kahla, M. C., Ballenger, J. K. (2015). Mama Says Wash! The Ultimate 

Dilemma. Journal of the International Academy for Case Studies, 21(1), 54-63. 
Abstract:  Although Jean is dead, she continues to impact decisions regarding the business she 
started when she decided to stay home and raise her son.  Sarah, her sister, brought the creative 
design and energy to the soap business that makes it unique and desired by many college stores 
and boutiques.  Throughout the duration of the business, Sarah’s designs and imagination drive 
people to ask for the soap, Momma says, “Wash!” 
Sarah never really sees herself as an integral part of the total package that the small business, 
Momma says “Wash!” has become.  She delights in getting to be creative, being left to her own 
devices and imagination, she is able to make the soap product so distinct that it commands 
attention and prestige pricing.  She simply enjoys being creative. 
And, as long as Jean, her sister, managed each step of the business, Sarah could excel and 
profit at something she truly enjoys—creating and designing.   
Death strikes suddenly, and Sarah must become the face of the business.  She may not be up to 
it.  Is she ready for such a role in the company?  Being the alive is not the only criteria needed for 
sound, business decision making.  What will Sarah do about the intrusive, yet full of sound ideas 
cousin, Joann?  How should she respond to the offer initiated by Summers on behalf of his client?   
This is the setting.  Everything was Utopia until death stole the scene.  What decisions should 
Sarah make?  Time is ticking.  

 
Scifres, E. L., Ballenger, J. K. (2015). Fine Dining. Journal of the International Academy for Case Studies, 

21(1), 139-144. www.alliedacademies.org/Public/Journals 
Abstract:  Six months after opening her restaurant, Stacy Brokaw was experiencing problems.  
From an operational stand point things seemed to be going well.  Her restaurant had been 
reviewed favorably by a regional magazine and she was attracting a small but regular group of 
customers. On the other hand weekly sales were consistently 30% below her forecasts and she 
had lost $45,000 during her first six months of operations.  A survey conducted among current 
customers suggested that many would prefer a more family oriented environment.  She also 
opened at a time when the US economy was going into a steep decline.  Stacy’s dream had been 
to open a fine dining establishment in her home town.  She had worked very hard to make this 
opportunity work, but now it seemed to be slipping through her fingers.  At the end of the case 
Stacy is struggling with how to respond to this situation. 

 
Scifres, E. L., Romero, O., Tarek, A. Y., Ballenger, J. K., O'Neal, L. R. (2014). Diagnostic Dental: A 

Medicaid Dilemma. Journal of the International Academy for Case Studies, 20(3), 35-44. 
www.alliedacademies.org/Public/Journals/JournalDetails.aspx?jid=16 
Abstract:  Thirty years ago Dr. Jack Flower began his dental career by opening up a practice in a 
small town in East Texas.  Shortly after starting his practice he made a decision to accept 
Medicaid insurance.  As it turned out, his was the only practice to accept Medicaid patients in the 
entire region.  Over time the practice became increasingly dependent on the Medicaid segment, 
but flourished as Dr. Flower became proficient in offsetting lower Medicaid reimbursements with 
reduced costs.  Unfortunately keeping costs low meant longer wait times and reduced amenities 
for the patient, and a low level of investment in equipment and infrastructure for the office.  In 
2007 the State of Texas substantially increased Medicaid reimbursements for dentists.  This, 
along with a general decline in the economy, attracted new entrants into the Medicaid segment.  
The effect was a fairly drastic downturn in patients over a two year period.  At the end of the case 
Dr. Flower was struggling with how to respond to this turn of events. 



Notes:  Refereed Journal, Discipline Based 
 
Ballenger, J. K. (2016). In Kelly Sheehan (Ed.), Book Review of a new Principles of Marketing text book 

(2e ed., vol. N/A). Burr Ridge, Ill.: McGraw-Hill Education. kelly.sheehan@meducation.com 
Abstract:  I reviewed the new 2e Principles of Marketing text book by Hunt.  

 
Ballenger, J. K., Henderson, C. R. (2015). In Kristen Watson (Ed.), Power Point Slides to Accompany a 

Marketing Research text, new edition (10e ed., vol. N/A, pp. These are power point slides for 14 
chapters.). Hoboken, New Jersey: Wiley and Sons. wiley.com 
Abstract:  Ms. Henderson and I re wrote the PPT's that accompany the new edition of Marketing 
Research by McDaniel. It is now in the 10th ed.  

 

CONFERENCE PRESENTATIONS 
 
Ballenger, J. K. (Presenter & Author), Weber, W. F. (Presenter & Author), Henderson, C. R. (Other), 

Academy of Business Education Conference, "The Marketing of Services for the Vocational 
Rehabilitation Industry", ABE, Savannah, Georgia. (September 2017). 
Abstract:  The vocational rehabilitation industry is in a service provider business and therefore is 
suitable for some concepts from the marketing of services, etc. . . . 

 
Ballenger, J. K. (Presenter & Author), Weber, B. F. (Presenter & Author), Henderson, C. R. (Other), 

Texas Rehabilitation Counselors and Educators Association Spring workshop, "The 
Rehabilitation Business and the Marketing of Services", Texas Rehabilitation Counselors and 
Educators Association, Galveston, Texas. (April 2017). 
Abstract:  The purpose was to show how the marketing of services can be of help to 
professionals in the vocational rehabilitation business who actually work with people with 
disabilities. Part of the presentation was to seek feedback from counselors who practice 
delivering services in their day-to-day work. 
Notes:  The presentation was to blend marketing theory with the practice of marketing in 
vocational rehabilitation not-for-profit organizations.  

 
Ballenger, J. K. (Presenter & Author), Henderson, C. R. (Other), FEA/ABE Conference, "Bailee Bakes for 

You", Association of Business Education, Fort Lauderdale, Florida. (September 29, 2016). 
Abstract:  This was a case presentation about the decisions an entrepreneur must make when 
she becomes too successful. If she becomes too successful, her business can be at a 
crossroads: should she stay put or prepare to grow? 

 
Ballenger, J. (Presenter & Author), Weber, W. F. (Presenter & Author), TRCEA Meeting the Challenges of 

Social Change, "Building Bridges with Employers", Texas Rehabilitaiton Counselors and 
Educators Association, Galveston, Texas. (April 25, 2015). 
Abstract:  Assisting Rehabilitation Counselors to understand the HR Department's perspective. 
To also help Rehabilitation Counselors understand the present use of the hiring matrix.  

 
Ballenger, J. K. (Presenter & Author), Meeting the Challenges of Social Change, "Building Bridges with 

Employers", Texas Rehabilitation Counselors Educators Association (TRCEA), Galveston, Texas. 
(April 23, 2015). 
Abstract:  The presentation was about how marketing principles can be applied to helping rehab 
counselors help others. It was explaining the four P's of marketing and how they can be applied in 
a rehab counselor's setting, and how marketing can benefit both the counselors and the clients. 

 
Scifres, E. L. (Author Only), Ballenger, J. K. (Author Only), Allied Academies Summer Internet 

Conference, "Fine Dining", Allied Academies, Online. (July 24, 2014). 
Abstract:  Six months after opening her restaurant, Stacy Brokaw was experiencing problems.  
From an operational stand point things seemed to be going well.  Her restaurant had been 
reviewed favorably by a regional magazine and she was attracting a small but regular group of 
customers. On the other hand weekly sales were consistently 30% below her forecasts and she 



had lost $45,000 during her first six months of operations.  A survey conducted among current 
customers suggested that many would prefer a more family oriented environment.  She also 
opened at a time when the US economy was going into a steep decline.  Stacy’s dream had been 
to open a fine dining establishment in her home town.  She had worked very hard to make this 
opportunity work, but now it seemed to be slipping through her fingers.  At the end of the case 
Stacy is struggling with how to respond to this situation. 

 

PROFESSIONAL MEMBERSHIPS 
 
Beta Gamma Sigma, N/A, (September 2003 - Present). 
 
The Academy of Business Education, None, (January 2003 - Present). 
 

FACULTY DEVELOPMENT ACTIVITIES 
 
Conference Attendance, "Meeting the Challenges of Social Change", Texas Rehab Counselors Education 

Association, Galveston, Texas. (April 23, 2015 - April 24, 2015). 
I attended this conference in order to learn more about what rehab counselors do in their 
profession. Also, the professors of human services at SFA asked me to present an explanation of 
how marketing operates and how marketing can help rehab counselors improve their outreach to 
clients. 

 

CONSULTING 
 
The Court Club, Nacogdoches, Texas, approximately 10 hours spent for the year. (January 2006 - 

Present). 
I help them with their marketing ideas and retail store improvements on a continuing basis.  

 
Benefits Advisory Services, Dallas/Ft. Worth, Texas, approximately 9 hours spent for the year. 

(September 1992 - Present). 
I advise this financial services company about better market communication and customer 
relations. Continuous basis. 

 

TEACHING EXPERIENCE (Two-year) 
 
Stephen F. Austin State University, Fall 2018 

MKT 455 1, Marketing Research 
MKT 455 2, Marketing Research 
MKT 351 5, Principles of Marketing 

 
Stephen F. Austin State University, Summer 2 2018 

MKT 452 1, International Marketing 
 
Stephen F. Austin State University, Spring 2018 

MKT 452 1, International Marketing 
MKT 452 2, International Marketing 
MKT 351 5, Principles of Marketing 

 
Stephen F. Austin State University, Fall 2017 

MKT 455 1, Marketing Research 
MKT 455 2, Marketing Research 
MKT 351 5, Principles of Marketing 
MKT 475 4, Special Problems in Marketing 

 
Stephen F. Austin State University, Summer 2 2017 



MKT 452 1, International Marketing 
 
Stephen F. Austin State University, Spring 2017 

MKT 452 1, International Marketing 
MKT 452 2, International Marketing 
MKT 351 5, Principles of Marketing 
MKT 475 4, Special Problems in Marketing 

 
Stephen F. Austin State University, Fall 2016 

MKT 455 1, Marketing Research 
MKT 455 2, Marketing Research 
MKT 351 5, Principles of Marketing 

 
Stephen F. Austin State University, Summer 2 2016 

MKT 452 1, International Marketing 
 
Stephen F. Austin State University, Spring 2016 

MKT 452 1, International Marketing 
MKT 452 2, International Marketing 
MKT 351 5, Principles of Marketing 

 
Stephen F. Austin State University, Fall 2015 

MKT 455 1, Marketing Research 
MKT 455 2, Marketing Research 
MKT 354 1, Retailing 

 
Stephen F. Austin State University, Summer 2 2015 

MKT 452 1, International Marketing 
 
Stephen F. Austin State University, Spring 2015 

MKT 452 1, International Marketing 
MKT 452 2, International Marketing 
MKT 351 2, Principles of Marketing 

 
Stephen F. Austin State University, Fall 2014 

MKT 455 1, Marketing Research 
MKT 455 2, Marketing Research 
MKT 351 5, Principles of Marketing 

 
Stephen F. Austin State University, Summer 2 2014 

MKT 351 201, Principles of Marketing 
 
Stephen F. Austin State University, Spring 2014 

MKT 452 1, International Marketing 
MKT 452 2, International Marketing 
MKT 360 1, Marketing of Services 

 

PROFESSIONAL SERVICE OR VOLUNTEER WORK 
 
Faculty advisor for a men's fraternity, Student Organization Advisor, approximately 10 hours spent for the 

year. (April 2012 - Present). 
Activity Description 
I attend some meetings and help keep the fraternity aware of the rules of the university and help 
with administrative matters.  

 
Chairperson, approximately 30 hours spent for the year. (August 2012 - Present). 



Activity Description 
Recommend student scholarship recipients; review appeals; enhance student success; student 
placement rates; study student mentor programs. 
None yet. 

 
Undergraduate Curriculum Committee, Member, approximately 15 hours spent for the year. (January 

2016 - December 2017). 
Activity Description 
Work with the 5 or 6 other members to help assess learning objectives and help with program 
changes.  
Narrowed down the learning objectives of the COB. Created a survey for current and former 
students to take so we can assess their learning skills and objectives. Reviewed and either 
approved or disapproved curriculum changes.  

 
Search Committee, Member, approximately 25 hours spent for the year. (November 2017 - May 2018). 

Activity Description 
Search, screen, hire potential marketing professor for next year. 
One meeting so far with HR dept. to inform us about how to search, screen, and hire a professor, 
legally and ethically.  

 
Advising students, Advisor, approximately 30 hours spent for the year. (August 25, 2016 - December 

2017). 
Activity Description 
Advising students on their various academic problems with their programs/work schedules, etc.  
Successfully advised about 40 students per semester, and they all appreciated my advice.  

 
Beta Gamma Sigma, Nacogdoches, Texas. Member, approximately 3 hours spent for the year, (August 

2003 - Present). 
Activity Description 
I support and encourage students to participate in the activities of the organization. This 
organization serves to bridge the gap between college and the business world for its members.  
It is a business honor organization, and it helps to improve opportunities for SFA business 
graduates. 

 
Lamp-Lite Theatre, Nacogdoches, Texas. Member, approximately 100 hours spent for the year, (January 

1, 2003 - Present). 
Activity Description 
Actor on stage, painter, technical help for local theatre group. 
We put on plays for the local community. 

 
 


