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Professor of Consumer Sciences and Retailing

I.
GENERAL INFORMATION


1.
Professor of Consumer Sciences and Retailing


2.
Ph.D.
1976 University of Oklahoma



M.S.
1974 State University College of New York at Cortland



B.A.
1972 State University of New York at Buffalo


3.
Joined Purdue Faculty 8/80


4.
Professional Experience


Professor, 1989-present; Associate Professor, 1985-1989; Assistant Professor, 1980-1985.  Department of Consumer Sciences and Retailing, Purdue University.



- Department Head, Department of Consumer Sciences and Retailing, 1989-1997, 2000


- Director of the Purdue Retail Institute, 1988-1997



- Acting Director of the Center for Customer Driven Quality- 1994-1997/Director- 1997+



- Associate of the Business and Industrial Development Center, Purdue University, 1990-1997.  



- Director of the Graduate Program, Department of Consumer Sciences and Retailing, 1988-1998


- Director of the Retail Management Internship Program, 1983-1985.



- Purdue Fellow to Committee on Institutional Cooperation Academic Leadership Fellow Program, 1993



Board of Directors - Paul Harris Stores - 1997-2002 







Chair of Compensation Committee/Member Audit Committee







Benchmarkportal- 2003-present







Fight Back Foundation- 1995-1999


Advisory Board - One BlueWorld - 1999-2002



Assistant Professor, 1978-1980, Psychology Department, Juniata College.



Assistant Professor, 1976-1978, Psychology Department, The Ohio State University - Lima Campus.



Research Assistant 1974-1976, Psychology Department,  University of Oklahoma.



Teaching Assistant 1972-1974, Psychology Department of the State University of New York College at Cortland and the University of Oklahoma.



Counselor for Special Education, Board of Cooperative Education Services, Ithaca, New York, 1973.



Drug Counselor, New York City Methadone Maintenance  Program, 1972.



Research Assistant 1971-72, Psychology Department, SUNY Buffalo.



Administrator, Buffalo Urban Corps, Buffalo, New York, 1971.


5.
Citations


Biography Listed in Who’s Who of America, 1995-present



Biography Listed in Who's Who in the Midwest, 1984-present



Biography Listed in Who's Who in the World, 1985-present  



Biography Listed in Who's Who of Emerging Leaders in America, 1986-present


6.
Current Professional Affiliations


American Psychological Association



American Collegiate Retailing Association



Association for Consumer Research



Society for  Consumer Psychology


American Council for Consumer Interests


Society for Consumer Affairs Professionals



National Retail Federation 
 II.
EXCELLENCE IN TEACHING


1.
Courses Taught at Purdue


CSR 209
Introduction to Retail Management



CSR 282
Introduction to Consumer Affairs


CSR 282    Customer Relationship Management


Psych 285-  Consumer Psychology


CSR 309
Leadership Strategies


CSR  406   E-Retailing


CSR 390
Independent Study



CSR 390F
Financial Planning Executives in the Classroom



CSR 400
Introduction to Retail Management Training



CSR 403
Retail Management Training



CSR 405
Analysis of Retail Management Internship


CSR 431
Consumer Behavior



CSR 490
Honors Independent Study



CSR 590
The Adolescent Consumer



CSR 631
Consumer Behavior Theories



CSR 642
Design and Social Interaction



CSR 690
Individual Control in the Built Environment



CSR 690
Physical Appearance and Behavior



CSR 690
Research in Retailing



CSR 695
Behavioral Research Design


2.
Teaching Materials Developed


Developed with Jon Anton an eight hour video tape certification training series for call center customer service professionals. Sold through Purdue Research Foundation and Purdue University Press- 150+ sets sold  plus unknown number of individual tapes


Developed and used two innovative teaching techniques:  CBIS - computer based information search for undergraduates and Eleusis - a simulation of the scientific and research process.  Descriptions of both techniques have been published in journals devoted to teaching improvement 



Developed and produced an audio-cassette and workbook program for smaller retailers to teach effective customer service.  Over 1000 sold.

3.
Teaching Related Publications and Presentations (refereed)


Feinberg, R. (1996) Leadership teaching and the cinematic experience: Using film to teach leadership. Journal of Leadership Studies, 3, 148-157



Rummel, A. and Feinberg, R.  Effects of Environment on Consumption (Or Restricted to a Wheelchair).  In J. Hair, C. Lamb, and C. McDaniel (Eds.), Great Ideas for Teaching Marketing.  South-Western Publishing, 1992.  42-44.  Reprinted, 1995 edition.



1987 Leadership Education Source Book - Published by the Center for Creative Leadership.  CSR 309 Course Outline and description was selected for inclusion.  Dr. Feinberg's name was listed as a resource person at Purdue for leadership education.  



Feinberg, R. (1987).  Making the Sale through Effective Customer Service -- workbook and audio cassette program.  Sold over 500 programs.  



Feinberg, R., Drews, D., and Eynman, D.  Positive Side Effects of On-line Information Retrieval. Teaching of Psychology, 1981, 8, 51-52.  Reprinted in Wake, M. & Brewer, C.  Handbook for Teaching Statistics and Research Methods.  Erlbaum Associates Publishing, 1988, 117-119.  Reprinted in the Handbook of Demonstrations and Activities in the Teaching of Psychology.  M. Ware and D. Johnson (Eds.).  L. Erlbaum and Associates, 1996, New Jersey



Feinberg, R.  Notes from Theory.  Society for the Advancement of Social Psychology Newsletter, December 1981, 7, 18-20. Feinberg, R.  Teaching Theory to Undergraduates.  Paper presented at the annual meeting of the American Psychological Association, August 1982, Washington, D.C.

4. Graduate Student Committees:  
Current Grad Student Committee Assignments

Byun, Sookeun, PhD- chair

Chen, Jie, PhD-member

Downey, W. Scott, PhD – Chair

Adam Nagan, MS- Chair

Leigh Hokama, PhD – Chair

Qi, Hongjie, PhD- co-Chair with D Wegener

Scherer, Robert E. PhD- member

Wenti Xu, PhD- Chair

Yang, Yuan, PhD- Member

Chair for Completed degrees
Askim, Mary K. – August 1999 – Ph.D

Bauer, Sarah- May 1985- MS

Benish, Susan – May 1998- PhD (ME)- co-chair 

Chien, Yi-wen – May 2002 – Ph.D.

Choi, Soonhwa – May 2000 – Ph.D.

Chu, David H. – August 1993 – M.S.

Chu, David H. - December 1997 – Ph.D.

Davis, Ann M. – May 1993 – M.S.

Davis, Ann M. – December 1996 – Ph.D.

Dolinsky, Claudia – December 1984 – Ph.D.

Eastlick, Mary Ann – August 1989 – Ph.D.

Gifford, Patricia L. – August 1986 – Ph.D.
Gorgova, A- August 2005- MS

Han, Yi-Chu- Dec 1985- M.S,

Handel, LeAnn K. – August 1987 – M.S.

Hay, Karla A. E. – December 1991 – M.S.

Herbert, Karen M. – August 1994 – M.S.

Hokama, Leigh H. – May 2001 – M.S.

Hsiao, Chung-Chiang – May 2002 – Ph.D.

Hsu, Ta-Kuang – August 1993 – Ph.D.

Kadam, Rajesh V. – December 2002 – M.S.

Keen, Cherie N. – August 1999 – Ph.D.

Kim, Ik-suk – August 2001 – Ph.D.

Mataro, Lisa – August 1984 – M.S.

Meoli, Jennifer – December 1985 – M.S.

Meoli, Jennifer – December 1987 – Ph.D.

Monger, Jodie E. – August 1990 – M.S.

Monger, Jodie E. – May 1994 – Ph.D.

Park, Kwanghee – December 1993 – Ph.D. (Co-chair w/ R. Heslin)

Rathod, Sandra R. – August 1993 – M.S.

Rhee, Eun-Young – May 2001 – Ph.D. (Co-chair w/ S. Chakravarty)
Robinson, J.- Dec 1983- Ph.D.
Rummel, Amy P. – December 1984 – M.S.

Rummel, Amy P. – December 1986 – Ph.D.
Scheffler, Brent- May 1985- M.S.
Shah, Mubarika – August 1985 – M.S.

Sheth, Tanuja- Dec 2003- Ph.D.

Smith, Peter W. – August 1990 – Ph.D.

Trappey, Charles V. – August 1992 – Ph.D.

Volpp, Janet M. – May 1984 – M.S.
Wang, LiShau-Mei- May 1987- PhD (Co-chair
Weigert, Maureen – December 1984 – M.S.

Weon, Mi Sook – May 1988 – Ph.D. (Co-chair w/ H. Schrank)

Westgate, Lori S. M. – August 1990 – M.S.

Westgate, Lori S. M. – August 1994 – Ph.D.
Xang, XuMei- Dec 1998- M.S.

Xu, J. – Dec 2003- M..S.

Zhong, Xiang Y. – May 2001 – Ph.D.

Committee Member Completed degrees
Andres, Jennifer- M.S.
Beck, Jeffrey- Aug 1984 – M.S. (RHIT)
Cunningham, Teddi-Aug 1992 – Ph.D. (Comm)

Dennis, Michael- Aug 1994- M.S. (Comm)
Eddleman, Julie A. – August 1995 – M.S.

Harder, Karen K. – December 1989 – Ph.D.

Hargett, Lee- May 1985- M.S. (RHIT)
Hoffman, Melissa A. – May 1995 – M.S.

Horne, Diana- August 2003- M.S. (ME)
Jackson, Lolita M. – May 1992 – M.S.
Kwon, Ick-Hyun- Dec 1991- Ph.D.

Landis, Cynthia M. – December 1985 – M.S.

Ledoux, Pamela Swack – August 1988 – Ph.D.

Lennon, Sharron J. – May 1982 – Ph.D.

Liao, Shuling – August 1995 – Ph.D.
Mills, Julianne- Aug 2002- Ph.D. (HTM)
McCartney, Susan- M.S. (F&N)

McCarthy, Patti- May 1985- M.S.
McGurr, Paul T. – December 1996 – Ph.D.
Nowaktar, Susan- Dec 1985- Ph.D.

Oldenberger, Kristine- M.S.- Aug 2003- (ME)

Prohofsky, Susan K. S. – May 1987 – M.S.

Rau, Shiang-Lan (Doris) – August 1994 – M.S.

Rau, Shiang-Lan (Doris) – December 1997 – Ph.D.

Rayman, Dale M. – December 1991 – Ph.D.

Robinson, Kelli E. – May 1993 – M.S.
Rose, Katie, - May 2005- PhD CDFS

Sego, Trina- Aug 1992- PhD- (Comm)
Steidle, Robert E. P. – May 1995 – Ph.D.
Thomas, Matthew- Dec 1996- M.S. (COMM)
Wang, Xuemei – August 1998 – M.S.
Westzels, Martin- December 1994- PhD (University of Maastricht).

Workman, Jane E. – May 1982 – Ph.D.

Yin, Wen – August 1999 – M.S.

Yin, Wen – May 2003 – Ph.D.

Zhang, Tongxiao – May 1999 – M.S.

III.
EXCELLENCE IN RESEARCH, SCHOLARSHIP AND/OR CREATIVE ENDEAVOR

Journal Articles and Proceedings

Feinberg, R. (2006).  Natural Speech Recognition: The next Re(e)volution. Defying the Limits, Vol 6, SF:MRI Publishing, 124-127.
            Feinberg, R (2005).  The Official glossary for the Call Center World: A definition of call center terms.  The Center for Customer Driven Quality.

            Feinberg, R. & Trotter, M (2005).  30 ideas in 30 minutes. CRM Magazine, 10, 32-34.

Chakravarty, S., Feinberg, R., Rhee, E. (2005). Relationships and individuals bank switching behavior. Journal of Economic Psychology
             Kim, Iksuk, Christenson, T., Feinberg, R., & Chou (2005).  Mall entertainment and shopping behavior: A graphical modeling approach. Advances in Consumer Research, 487-492.
             Feinberg, R. (2005) Advertisers and others are watching. Christian Networks Journal

            Feinberg, R. (2005)  Redesigning retail space increases sales. NZ Retail

            Feinberg, R. (2005). An experimental look at the issue of natural speech recognition. AT&T White Paper Series.


Feinberg, R., de Ruyter, K., & Bennington, L. (2005). Cases in call center management: Great ideas th(at) work. Anchor Press.

Keen, C., Wetzels, M., de Ruyter, K., & Feinberg, R. (2004).  E-tailers versus retailers: Which factors determine consumer preferences. Journal of Business Research, 57, 685-695.


      Horn, D., Salvendy, G., & Feinberg, R  (2004) Determinant Elements of

Customer Relationship Management in E-Business. Journal of Behavior and Information 
Technology.
                 Askim, M., & Feinberg, R. (2004). The relationship between attribution theory and the perceived outcome of entrepreneurial ventures. Academy of Entrepreneurship Journal, 7. 95-111.


Chakravarty, S., Feinberg, R., Rhee, E., & Scott, J. (2004). Retention, customer service quality dimensions and bank switching. Journal of Banking and Finance.


Keen, C, de Ruyter, K., Wetzels, M., and Feinberg, R. (2004) E-tailers versus Retailers: Which factors determine consumer preferences. Journal of Business Research
                  Askim, M., & Feinberg, R. (2003). Ex-entrepreneurs: An elusive group driving sampling considerations. Academy of Entrepreneurship Journal, 9, 11-21.


Feinberg, R. (2003)  Lessons I have learned from being on the Board of Directors. In J. Evans (Ed).  Retailing 2003: Strategic Planning in Uncertain Times. NY: Academy of Marketing Sciences.342-345.


Warrington, P., Gangstad, E., & Feinberg, R (2003). Multi-channel retailing: How experience in one retail channel impacts retailer and channel decisions.  In J Evans (Ed).  Retailing 2003: Strategic Planning in Uncertain Times. NY: Academy of Marketing Sciences.116-119.


Feinberg, R. (2003). If it seems to good to be true it probably is. Insider trading laws that may be in the consumer interest. In S Chakraverty (2003), Zen and the art of personal finance. NY: Thomson Customer Publishing, 59-71.

Feinberg, R (2003). All I needed to learn about business I learned from being on the board of directors of a national retailer. In S Chakraverty (2003), Zen and the art of personal finance. NY: Thomson Customer Publishing, 71-78..


Feinberg, R., Kadam, R., & de Ruyter, K. (2003).  Is het effect van eCRM merkbaar? Tel@Commerce Magazine. January 2003, 28-33

Feinberg, M., & Trotter, M. (2002) The customer access revolution: Leveraging touch points for customer acquisition, retention and wallet share. Defying the Limits, 3, 30-35.  CA: MRI Research

Feinberg, R., & Kadam (2002), E-CRM web service attributes as determinants of customer satisfaction with retail web sites. International Journal of Service Industry Management, 13, 432-451.


Feinberg, R., Hokama, L., Kadam, R., & Kim, I (2002). Operational determinants of caller satisfaction in the banking financial services call center. International Journal of Bank Marketing, 20, 174-180


Whitford, F. Feinberg, R,., Mysz, A., Rowan, K., Earl, R., Doering, O., Neltner, T., & Blessing, A. (2002). Pesticides and risk communication: Interactions and Dialogs with the public.  In Whitford (Ed). The Complete Book of Pesticide Management. Wiley-Interscience. 710-749


Whitford, F., Feinberg, R., Neltner, T., Wolt, J., Tinswqorth, J. Williams, A-J. (2002). Today’s discussions tomorrows issues. .  In Whitford (Ed). The Complete Book of Pesticide Management. Wiley-Interscience. 749-767 


Feinberg, R., Kadam, R., Hokama, L., Kim, I. (2002) The state of electronic customer relationship management in retailing. International Journal of Retail and Distribution Management, 2002, 10, 470-482.

Feinberg, R, Keen, C., Kim, I., Kadem, R., Hokama, L. (2001) "The Integrated Web Access Center: Some Lessons and Insights," Quarterly Journal of Electronic Commerce, 3,  279-285 

DeRuyter, K, Wetzels, M & Feinberg, R. (2001). Roll stress in call centers. Journal of Interactive Marketing, 15, 23-35


Feinberg, R., & Trotter, M (2001) Immaculate Deception: The Unintended Negative Effects of the CRM Revolution or Maybe We’d Be Better Off without Customer Relationship Management. Defying the Limits 2. CA: MRI Research

Feinberg, R. & Christiansen, T. (2001). Industrial engineering applications in retailing. In G. Salvendy (Ed). Handbook of Industrial Engineering. NY- Wiley Interscience, 779-786


Feinberg, R., (2001).  Customer service and service quality. In G Salvendy (Ed). Handbook of Industrial Engineering. NY- Wiley Interscience, 651-663


Askim, M., & Feinberg, R. (2001). Building theory: The relationship between attribution theory and the perceived outcomes of entrepreneurial failure. Academy of Entrepreneurship Journal, 7, 95-111.


Feinberg, R., & de Ruyter, K. (2000) Answering the call for customer driven quality: An overview of the call center industry. International Journal of Service Industry Management. 11, 118-119.


Feinberg, R., Kim, I., Hokama, L., de Ruyter, K., Keen, C. (2000). Operational determinants of caller satisfaction in the call center. International Journal of Service Industry Management, 11, 131-141


Feinberg, R., Trotter, M., & Anton, J. (2000) At anytime- From anywhere- In any form. Defying the Limits, CA: MRI Research, 297-303.

Feinberg, R. (2000) Credit Cards. .St James Encyclopedia of Popular Culture. T Pendergast and S Pendergast (Eds). St James Press , 628-630


Keen, C., de Ruyter, K., Wetzels, M., & Feinberg, R. (2000). An empirical analysis of consumer preferences regarding alternative service delivery modes in emerging electronic service markets. Quarterly Journal of Electronic Commerce, 1, 31-47.


Feinberg, R., & Jeppeson, N (2000).  The Validity of exit interviews in retailing. Journal of Retailing and Customer Services, 7, 123-127.

Feinberg, R., & Evans, C. (2000). Malls. .St James Encyclopedia of Popular Culture. T Pendergast and S Pendergast (Eds). St James Press 247-249


Feinberg  & De Ruyter, Ko (2000) Does advertising really work. In J. Bloemer, J. Lemmink, and H. Kasper (Eds.).  Marketing: It's dynamics and challenges. European Marketing Academy. University Of Limburg, The Netherlands. p215- 220


Christiansen, T., Comer, L., Rinne, H., & Feinberg, R. (1999). Effects of mall entertainment value on mall profitability. Journal of Shopping Center Research, 6, 7-23

Feinberg, R (1999) Grolier’s Encyclopedia Americana - wrote entries for brand names, chain stores, credit cards, discount retailing, franchising, mail order(direct mail), malls, marketing, supermarkets, warehouses, and wholesaling.

Eastlick, M., & Feinberg, R (1999). Shopping motives for mail catalog shopping. Journal of Business Research, July, 45, 281-291.


Feinberg, R., (1999). The financial well-being of the American Family and Consumer is the health of the country. In S. Kontos and S MacDermid (Eds), For the Greater Good. Center for Families.


Smith, P. Feinberg, R., & Burns, D. (1998). Conditioning principles in an ecologically valid advertising context. Journal of Marketing: Theory and Practice, 6, 63-73


Paul. G., & Feinberg, R. (1997). Back from the brink: Lessons learned from bringing Paul Harris Stores bank from bankruptcy. In R King (Ed)., Retailing: End of the century and a look to the future. VA: Academy of Marketing Science, 69-73


Monger Gray, J., Feinberg, R., Rinne, H.,  (1997). Billing statement marketing: Empirical examination of sales strategies using the billing statement. In R King (Ed)., Retailing: End of the century and a look to the future. VA: Academy of Marketing Science, 104-106

Feinberg, R. (1997)  Missing Out on Top Customers.  Sales Coach.  May,  3



Gray, Jodie Monger and Feinberg, R (1997). Mode of payment and formation of reference prices. Pricing Strategy and Practice: An International Journal.  5 142-148.


Feinberg, R. and Eastlick, M. (1997).  Direct marketing in the USA: Past failures and future promises.  International Journal of Retail and Distribution Management. 25, 256-261.


Chakravarty, S., Feinberg, R., & Widdows, R. (1997). Reasons for their discontent. Bank Marketing, Nov, 49-52


Anton, J., Feinberg, R., Widdows, R., & DeRuyter, K (1996).  Customer Relationship Management.  Prentice Hall.  


Feinberg, R., Meoli-Stanton, J., and Gable, M. (1996).  Employment rejection and acceptance letters and their unintended consequences on image, self concept, and intention.  Journal of Business and Psychology, 11, 63-73.  


Feinberg, R. (1996).  “Man may work from  sun to sun but woman’s work is never done.”:  A short note on why the issue of household work is important socially, economically, and politically.  Family and Consumer Sciences Research Journal, 24, 355-357.  


Chakravarty, S., Feinberg, R., and Widdows, R. (1996).  How moments of truth define bank customer relationships.  Journal of Retail Banking, 29-35.  


Widdows, R., Chakravarty, S., & Feinberg, R., (1996) A loan form reconstruction exercise. Consumer Interests Annual, 42, 373-376

Chakravarty, S., Feinberg, R., & Widdows, R. (1996). Bank laws and the consumer. Consumer Interests Annual, 42, 383-386.


Chakravarty, S., Feinberg, R., & Scott, J. (1996).  The future of banking: The strategies that won the game yesterday will win the game tomorrow. Results from a National survey of bank customers. Consumer Interests Annual, 42, 387-388


Feinberg, R., Eastlick, M., and Trappey, C. (1996).  Using information overload or decreasing marginal responsiveness to determine how many catalogs are too many:  It really makes a difference—reply to Ganzach and Or.  Journal of Direct Marketing, 10, 10-12.  


Feinberg, R. (1996).  Its satisfaction that counts.  JonesReport:  The Report for Shopping Center Marketing.  May, 1.  


Feinberg, R. (1996).  Industry report:  Retailing opportunities Beyond Sales.  The Black Collegian, February, 104-112.  


Eastlick, M., and Feinberg, R. (1995).  Differences in attitudes toward clothing retailers of apparel among social/economic risk orientation groups.  Clothing and Textiles Research Journal, 13, 220-226.  


Chakravarty, S., Feinberg, R., & Widdows, R. (1995). What do consumers’ want from banks. Journal of Retail Banking, 17, 15-19.

Feinberg,R.,  de Ruyter, K, Trappey, C., Lee, Tzai-Zang. (1995) Consumer defined service quality in international retailing. Total Quality Management, 6, 61-67 


            Chu, D. Feinberg, R. &  Stanton, J. (1995)  Attraction and Mall patronage.  The Cutting Edge IV: Proceedings of the 1995 Symposium on Patronage Behavior and Retail Strategy.  389-398.



Feinberg, R. (1995).  Linguistic barriers to international marketing:  Information overload in non-dominant languages.  Proceedings of the Seventh Bi-Annual World Marketing Congress.  Vol. VII-VIII.  Academy of Marketing Sciences, 13, 56-60.  



Feinberg, R., deRuyter, K., Trappey, C., and Lee, T.Z. (1995).  Consumer defined service quality in international retailing.  Total Quality Management, 6, 61-67.  



Feinberg, R. and deRuyter, K. (1994).  Does advertising really work?  In J. Bloemer, J. Lemmink, and H. Kasper (Eds.).  Marketing:  It’s Dynamics and Challenges.  European Marketing Academy, University of Limberg, The Netherlands, p 215-220.  



Dennis, M., Rowan, K., Feinberg, R., Widdows, R. and Crable, R. (1994).  Corporate civil disobedience in the consumer interest.  Advancing the Consumer Interest, Fall, 6, 16-20.  



Eastlick, M. and Feinber, R. (1994).  Gender differences in mail catalog patronage motives.  Journal of Direct Marketing, 8, 37-44



Feinberg, R., Hong, G.S., and Widdows, R. (1994).  Successful consumer studies programs:  consumer sciences and retailing at Purdue University.  Advancing the Consumer Interest, Fall, 6, 26-27.  



Eastlick, M.A., Feinberg, R., and Trappey, C. (1993).  Information overload in mail catalog shopping: How many catalogs are too many?  Journal of Direct Marketing, 7, 14-19.  Reprinted in Stores Magazine, 1994.  


Trappey, C., Trappey, R. & Feinberg, R. (1993).  A knowledge base system for predicting merchandise investment returns.  Applied Artificial Intelligence - An International Journal, 7, 207-221.  


Feinberg, R., and Widdows, R.  Store image should convey customer service attitude.  SalesCoach, January/February/March 1993.   


Trappey, C., Trappey, R. and Feinberg, R. (1992).  Planning product assortment and production using portfolio optimization.  Proceedings of the Joint German/US Conference on Recent Developments and new Perspectives of or in the Area of production Planning and Control.  Springer Verlag Pub. Hagen: Germany, June 25-26.


Feinberg, R., Snuggs, T., and Williams, J.  Minority customers feel invisible yet scrutinized by clerks.  SalesCoach, November 1992.  


Feinberg, R.  If it isn't selling it isn't compelling.  JonesReport, September 1992, p. 113.  


Feinberg, R., Mataro, L., & Burroughs, J.  (1992)  Clothing, fashion and social identity.  Revision, Clothing and Textiles Research Journal, 11, 18-23.  


Feinberg, R. & Burroughs, J.  Credit cards and social identity.  Semiotica, 1992, 91, 99-108.  


Trappey,C., Trappey, R & Feinberg, R (1992). Planning product assortment and production using portfolio optimization. Proceedings of the Joint German/US Conference on Recent Developments and New Perspectives of OR in the area of Production Planning and Control-- Springer Verlag Pub. Hagen :Germany June 25-26. 


Feinberg, R., Snuggs, T. & Williams, J.  Increase Minority Sales with First Class Service.  JonesReport, 1992, January, p. 2.  


Feinberg, R., & Widdows, R.  Self Regulation: The Proactive Alternative to Regulation. Mobius, 1991, X, 22-23.  


Feinberg, R., & Meoli, J.  A brief history of the mall.  In R. Holman and M. Solomon (Eds.).  Advances in Consumer Research, 1991, 18, 426,427.  


Meoli, J., Westgate, L., and Feinberg, R.  A reinforcement affect model of mall patronage.  In R. Holman and M. Solomon (Eds.).  Advances in Consumer Research, 1991, 18, 441-444


Feinberg, R.  Competing with Discount Stores.  Employee Services Management, October 1991, 24-25.  


Feinberg, R., Widdows, R. & de Ruyter, K.  Consumer Information Systems: A New Frontier for Retailers.  Retail Control, 1991, 17-21.  


Feinberg, R. & Rowold, K.  the Ubiquitous Shopping Bag: A Study of the Promotional Value of Shopping Bags.  In R. King (Ed.), Retailing: Reflection, Insights and Forecasts, Volume 5, Academy of Marketing Sciences, 1991, 26-29.  


Feinberg, R., Yoon, S.J., Westgate, L., Trappey, C., Monger, J., Smith, P., & Raphael, D.  A conception of consumer identity.  In M. Goldberg, G. Gorn, & R. Pollay (Eds.).  Advances in Consumer Research, 1990, Volume XVII, Provo, Utah: Association for Consumer Research, 380-385.


Feinberg, R., Snuggs, T., Trappey, C., & Westgate, L.  Perceived Innovation Attributes as Predictors of Innovativeness for a Shared Transportation System.  In M. Gardner (Ed)., Proceeding of the Society of Consumer Psychology.  Washington D.C.: American Psychological Association.  1990, pp. 121-122.


Feinberg, R.  Guarantee Can Be a Powerful Message for Centers.  JonesReport, September 1990, 1-2.  


Feinberg, R.  The Social Nature of the Classical Conditioning Phenomenon in People: A Comment on Hunt, Florsheim, Chatterjee, & Kernan.  Psychological Reports, 1990, 67, 331-334.  


Feinberg, R., Widdows, R., Wyncott, M., & Trappey, C.  Myth and reality in customer service:  Good and bad service sometimes leads to repurchase.  Journal of Consumer Satisfaction, Dissatisfaction and Complaining Behavior, 1990, 3, 112-115.  


Rummel, A., & Feinberg, R.  Re-evaluation or reinforcement:  A new look at cognitive evaluation theory.  Journal of Social Behavior and Personality, 1990, 18, 65-80.  


Feinberg, R.  21st Century Retailing Taking Shape Today.  JonesReport:  The report for shopping center marketing.  March 1990, 1-2.  


Burns, D., Crask, M., Feinberg, F., Slowe, C., & Snuggs, T.  The 1989 Indianapolis Market, West Lafayette, Indiana:  Purdue Retail Institute, 1989.  


Snuggs, T., & Feinberg, R.  Knowing your customer means more than knowing about your customer.  MarkeTrend, 1989, 3, 4.  


Meoli, J., & Feinberg, R. (1989).  Stores as stimulus reinforcement: A learning theory approach to retail mall assortment.  In W. Darden (Ed.).  Proceedings of the Symposium on Patronage Behavior and Retail Strategy.  Louisiana State University, 149-159.  


Widdows, R., Feinberg, R., & Roze, A.  Retail location in the Soviet Union.  International Journal of Retailing, 1989, 4, 3-11.  


Feinberg, R., & Smith, P.  Misperceptions of time in the sales transaction.  In T. Scrull (Ed.).  Advances in Consumer Research, 1989, 16, 1-3.  


Feinberg, R., Weiss, R., & Matthews, G.  The social facilitation of learned helplessness:  Audience and coactor effects on the development of learned helplessness.  Journal of Human Learning and Behavior, 1989, 6, 71-81.  


Feinberg, R., & Widdows, R.  The critical incident technique:  A tool for analyzing your moments of truth.  Mobius, 1989, 7-10.  
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Feinberg, R., Miller, F., Matthews, G., & Denig, G.  Social facilitation of learned helplessness.  Paper presented at the meeting of the Midwestern Psychological Association, Chicago, May 1979.  



Feinberg, R.  Perceived and actual locus of control similarity among friends.  Paper presented at the meeting of the Pennsylvania Academy of Sciences, Mt. Pocono, April 1979.  



Feinberg, R., Weiss, R., & Miller, F.  Verbal learned helplessness.  Paper presented at the meeting of the American Psychological Association, San Francisco, August 1977.  



Feinberg, R., Miller, F., Weiss, R., & Allison, M.  Learned helplessness and facilitation of instrumental responding as function of drive induced by uncontrollable and unpredictable events.  Paper presented at the meeting of the Midwestern Psychological Association, Chicago, May 1976.  



Feinberg, R., Miller, F., Steigleder, M., & Radenou, B.  Learned helplessness and facilitation of instrumental responding as a function of prior drive induced by social variables.  Paper presented at the meeting of the Western Psychological Association, Los Angeles, April 1976.  



Feinberg, R., Steigleder, M. Schoedel, J., & William, D.  Learned helplessness and facilitation of instrumental responding as a function of prior drive induced from social variables.  Paper presented at the meeting of the Eastern Psychological Association, New York, April 1976.  



Jobe, J., Mellgren, R., & Feinberg, R.  Sequential and partial reinforcement effects at spaced trials with a small magnitude of reward.  Paper present at the meeting of the Southeastern Psychological Association, New Orleans, March 1976.  



Jobe, J., Mellgren, R., Feinberg, R., & Rigby, R.  Reinstatement and non-reinstatement of goalbox events at space trials.  Paper presented at the meeting of the Midwestern Psychological Association, Chicago, May 1975.  

Limited Distribution Research Reports

Feinberg, R., & Hagen, A. (2004) The State of Retailing in Indiana. Purdue Retail Institute.


Feinberg, R., & Hagen, A. (2004) The State of  Shopping Center Retailing in Indiana. Purdue Retail Institute.


Feinberg, R., & Hagen, A. (2004) The State of E-Retailing in Indiana. Purdue Retail Institute.


Feinberg, R. (1998) The State of Retailing in Indiana. Purdue Retail Institute.


Feinberg, R. (1998) The State of Shopping Centers in Indiana. Purdue Retail Institute.


Food Marketing Institute Annual Survey of Supermarket Employees 1997-2003


Food Marketing Institute Annual Survey of Fast Food Employees 1997-2003


Annual Trends in Customer Contact- Annual Trends report from the Center for Customer Driven Quality (with M Trotter).- 2003


Feinberg, R., & Harmon, S. (1995) Recruiting College graduates: Treat them like customers- Purdue retail Institute Special Report.        

Chakravarty, S., Widdows, R., and Feinberg, R.  Determinants of customer satisfaction with banks:  Results of a national survey of bank customers.  Report, Herbert Procknow Education Foundation, June 1995.  


Widdows, R., & Feinberg, R.  Market Damage: An Application of the TARP Market Damage Calculation to HRSI.  Report prepared for HRSI, Inc., July 1991.  


Feinberg, R., Widdows, R., & Hay, K.  Customer satisfaction and customer service: Analysis of consumer decision making for mode of payment, customer service in client stores, and customer service in HRSI contact.  Prepared for HRSI, June 1991.  


Widdows, R., & Feinberg, R.  Product opportunities for HRSI: Survey and Analysis.  HRSI, January 1991.  


Feinberg R., & Widdows, R.  Analysis of customer service for billing errors, late payment, and merchandise other problems.  HRSI, 1991


Widdows, R. & Feinberg, R.  Analysis of customer service at Marlo Furniture.  HRSI.  


Widdows, R. & Feinberg, R.  Analysis of customer service at SILO Electronics.  HRSI.  


Feinberg, R.  Why do you need to serve your customer.  Purdue Retailer, Summer 1989, #7, pp. 1-4.  


Feinberg, R.  Using customer comment cards.  Purdue Retailer, Spring 1989, #6, p. 4.  


Feinberg, R.  Where do my customers come from (with D. Burns).  Purdue Retailer, Winter 1989, #5, p. 2.  


Feinberg, R.  Doing your own market share analysis.  Purdue Retailer, Winter 1989, #5, p. 4.  



Feinberg, R.  The positive effects of consumer complaints.  Purdue Retailer, Fall 1988, #4, p. 2. 20 other articles for the Purdue Retailer (available on request)


Feinberg, R.  Customer lament:  Why do I always get in the slowest line...?  Purdue Retailer, Fall 1988, #4, p. 3.  


Feinberg, R., & Widdows, R.  TV 18 News:  Report on Focus Group Interviews, 1988.


Feinberg, R.  Customer Service Training Needs at Kirby Risk, 1988.


Feinberg, R.  Consumer perceptions:  Final Report to Northway Products, 1987.


Feinberg, R., Rummel, A., Meoli, J., & Burman, D.  The demographic analysis of the Market Square Shopper.  Draper and Kramer, Inc., 1986


Feinberg, R., Meoli, J., Rummel, A., & Burman, D.  The demographic analysis of the Jewel Shopper.  Draper and Kramer, Inc., 1986


Feinberg, R., Meoli, J., & Burman, D.  Loeb's Market Survey.  Loeb's Department Store, 1986.


Feinberg, R., Rummel, A., Meoli, J., & Burman, D.  Quarterly survey of retail activity in the State of Indiana.  Indiana Retail Council, December 1985.


Feinberg, R., & Gable, M.  The profile of the downtown Lafayette shopper.  Downtown Business Center, August 1985.


Feinberg, R., & Gable, M.  Feasibility study to determine the need for another men's clothing store in downtown Lafayette.  Rapps Company, 1985.


Feinberg, R. A Feasibility Study for the Mobility enterprise in Columbia, Maryland, Center for Public Policy and Public Administration, Purdue University, 1983 - with T. Snuggs and J. Meoli.


Feinberg, R. Consumer Response to the Mini/Micro Automobile.  Automotive Transportation Center, Interdisciplinary Institute for Engineering Studies, Purdue University, 1983 - with T. Snuggs.


Feinberg, R. Design Characteristics of the Mobility Enterprise:  Rank order or Paired Comparison Techniques.  Auto motive Transportation Center, Interdisciplinary Institute for Engineering Studies, Purdue University, 1983 - with S. Bauer, T. Snuggs.


Feinberg, R. Gaming Simulation of the Mobility Enterprise.  Automotive Transportation Center, Interdisciplinary Institute for Engineering Studies, Purdue University, 1983.


Feinberg, R. The Greater Lafayette Museum of Art:  A Market Survey.  Purdue Retail Institute and the Department of Consumer Sciences and Retailing, 1983 - with H. Schrank and S. Recobs.


Feinberg, R. Field Research Regarding Energy Services Consultant and Power Consultant.  Public Service Indiana, Purdue Retail Institute, 1983 - with R. Savoian and S. Recobs.


Feinberg, R. The Mobility Enterprise:  Focus Group Interviews.  Automotive Transportation Center, Interdisciplinary Institute for Engineering Studies, Purdue University, 1982 - with T. Snuggs.


Feinberg, R. Psychological Pricing and the Mobility Enterprise.  Automotive Transportation Center, Interdisciplinary Institute for Engineering Studies, Purdue University, 1982.


Feinberg, R. The Mobility Enterprise as Innovation.  Automotive Transportation Center, Interdisciplinary Institute for Engineering Studies, Purdue University, 1982 - with T. Snuggs.


Feinberg, R. The Wedding Consumer and the Posie Patch Wedding Centers, Purdue Retail Institute, 1982 - with  K. Walton, L. Friedman.

5. Research Proposals and Sponsored Research:
Wegener, D., Kelley, J., Parker, G., Cooper, H., Widdows, R., Feinberg, R., & Bodner, G. Knowledge , beliefs and attitudes: Foundation for Research on Human Dynamics of Energy Use (50k)-  The Energy Center Seed Grant Fund

Grants under review

      Miills            
 Recent grants submitted but not funded

Ramani, K- PI- Center of Excellence in Mass Customization- part of a research team proposal to 21st Century Fund.

Feinberg, R., Widdows, R., & Park, J.K.The Call Center as an arena to measure consumer preference. Submitted to GM/ NineSigma- under review- 75k

Geddes, L., Salvendy, G.,  & Feinberg, R.  Product locator identifier. Proposal to Trask Fund- 75k...not funded
Call Center Campus- annual meeting at Purdue University of Call center Professionals 12 conferecnes- 150-300 participants…over 1,000,000 to university


1997-Present Center for Customer Driven Quality

-Founded and developed Center for Customer Driven Quality with Jon Anton and Rick Widdows in 1997  

- 2002- Successfully started Corporate Affiliates program for Center for Customer Driven Quality- 30 members ($1500 per membership)
- 2003-developed and delivered 4 city and 1 corporate delivery of Center program on Call Centers

- 2003 - Negotiated license agreement for Center and BenchmarkPortal with PRF- revenue for University Department and Center for Customer Driven Quality of 200k +. University and dept own 1% of company each
-Annual Call Center Benchmark Study- 1997-2001 (licensed first to The WOW Factory and then to Benchmarkportal- before license $300,000+ to Center and Department

-Founded and developed Call Center Campus- three professional events each year. One at Purdue and 2 at off campus locations. Fifteen events held since start with 200+ professionals attending.

-Generated revenue for University and Center for Customer Driven Quality over 400,000 dollars 
-AT&T donation to support teaching and research 100k
Other grants/contracts

1. $8,000 annual supermarket and restaurant survey from NCS Pearson

2. Life Smarts program- $45,000 from Attorney General’s office 
A. 1986-1997
1. Purdue Retail Education Program- Developed advanced retail education program for store owners and managers of the Tru-Serv chain. Program ran for 5 years...3 one week sessions per year. 50k development money. Each session brought in approximately $100,000 with money going to Conferences, CSR, and the Purdue retail Institute. 
2. London House, $5,000

3. Business and Industrial Development Center, $13,000 to C.S.R. for 6 years
4. Tru*Serv Corporation, Rental Study, $28,000

5. Increased Consumer Awareness of the NHTSA Auto Safety Hotline, J. Anton and R. Feinberg, NTHSA, $75,000

6. Paul Harris Stores, Customer Service Studies, $6,000, 1993

7. Consumer Analysis for HRSI Corp., present, $36,000 (with R. Widdows)

8. Paul Harris Stores, Customer Service Studies, $4,600, 1992

9. Rural Revitalization Study.  Crossroads Extension Grant, Purdue University, $6,000, 1992

10. Rural Retail Internship.  Crossroads Extension Grant, Purdue University, $6,240, 1992

11. Rural Retailing Study.  Crossroads Extension Grant, Purdue University, $5,000, 1993
12. Food Safety Project.  Crossroads Extension Grant, Purdue University, $1,500, 1991

13. TV-18 Market Analysis, 1990, $3100 (with R. Widdows)

14. TV-18 Market Research, 1989, $3000 (with R. Widdows)

15. Direct Market Institute, 1988, $1200 (with M. A.Eastlick)

16. TV-18 Focus Group Interviews, 1988, $2300 (with R.Widdows)

17. Moments of Truth, NEC Corp, 1988, $25,000 (with R. Widdows); 1990, $6,000 

18. Employee Turnover, L.S. Ayres, 1987, $8600.00.

19. Consumer Perceptions, Northway Products, 1986, $2000.

20. Market Research for Draper and Kramer:  The Market Square Consumer, $2500.00, 1986.

21. Research Project for Loeb's Department Store Market Survey $1000.00, 1986.

22. Funding for State Survey of Retailing, Indiana Retail Council, $2000.00, 1986.


B.
Prior To 1986
1. Research Program on United States Energy and Transportation Transition Strategy from an International Perspective.  Directed out of the Inter-disciplinary Institute for Engineering studies - F. T. Sparrow, Director.  Lilly Endowment Grant for year 1982 - $275,000; 1983 - $275,000; 1984 -  $275,000.  

2. Viability of Mobility Enterprise Concepts in Urban Areas.  $99,000, Urban Mass Transportation Administration, 1983-1984. 

3. Research Apprenticeship Program Proposal for summer training of a local high school student.  $2,500.00 through Agricultural Experimental Station - Summer 1984.

4. Energizing for Sales.  $32,000 - Public Service Indiana, 1983.

5. Purdue University Agricultural Experimental Station Graduate Assistant Award.  Title:  The Costs of Credit Card Use:  A Classical Conditioning Model - $6,500.00, 1983, renewed 1984.

6. Purdue University David Ross Fellowship.  Project Title:  Individual Differences in Consumer Information Processing:  Optimal Information Loads - $5,100.00, 1983, renewed 1984.

7. The Wedding Consumer.  Custom Research Project for Purdue Retail Institute.  Posie Patch Wedding Center - $1,700.00 - 11/18 - 9/82.

8. National Institute of Mental Health Pre-doctoral Research Fellowship, 1975-1976, awarded for research project, "Learned helplessness via social processes," - $6,900.

9. The Ohio State University small research grant for project entitled "The social facilitation of learned helplessness." - $500, 1976.

10. The Ohio State University Small Grants program research grant for project entitled "The social facilitation of learned helplessness." - $4,000.


7.
Interdisciplinary Activity
A.
Research Program on U.S. Energy and Transportation Strategy from an International Perspective.  Involved in research with the Transportation Research Center - F. T. Sparrow - Director and Institute for Public Policy and Public Administration - Robert K. Whitford -  Director.  Research has led thus far to 1 published article (Feinberg, Snuggs & Bauer, 1983), 1 presentation at a national conference (Feinberg, Snuggs & Meoli, 1984), 2 articles currently submitted (Snuggs, Feinberg, Meoli, et al, 1984; Feinberg & Snuggs, 1984) and 7 limited distribution reports available through the two institutes.
B.
Transportation Disaster Contingency Planning
1. Involved in planning for a conference here at Purdue on Disaster contingency planning directed by George Horwich of Krannert held 1982.

2. Presented paper on Self Organizing Responses in Disasters to the Federal Emergency Management Agency, December 1982, Washington, D.C.


C.
Center for Public Policy and Public Administration.  Affiliated faculty member.  Involved in discussions, planning, and implementing programs of research concerning neighborhood transportation delivery systems.
       D. Currently working with Drs. G Salvendy and K Ramani on engineering projects on issues of  consumer behavior 

8.
Recognition

Thousands of news media contacts and mentions including, Wall Street Journal, New York Times, New York Daily News, Bloomberg TV, Bloomberg Radio,  Washington Post, Kiplingers, Los Angeles Times, NY Newsday Pittsburgh Post Gazette, USA Today, Money Magazine, Paul Harvey, CNN,  NBC & CBS & ABC radio networks, Working Woman, Communications Briefing, WBAA, UPI, AP, Reuters, Financial Times, USA Today, Parade magazine, NPR, PRI-Market Place, TV 13 Indianapolis, TV 18, AP radio. Provided technical consult to Prime Time piece (ABC). CNBC, WTHR, Inside Indiana Business,  Chicago Tribune, CRMdaily, Bloomberg TV. Part of a panel of experts discussing Indiana and terrorism- broadcast throughout the state on public TV stations (2003) 
 IV.
EXCELLENCE IN COOPERATIVE EXTENSION, CONTINUING EDUCATION  AND/OR SERVICE

1.
Professional Service
- Guest Editor- Special Issue of International Journal of Service Marketing, Vol 11, #2, 2000
- Reviewer for U.S.D.A. Markets and Trade research grants, 1997-2003, panel member - 2000
- Manuscript reviewer for the Society of Consumer Psychology, American Psychology
- Association annual research conference
- Associate Editor- Defying the limits series 1999-present.  


- Associate Editor, Journal of Business and Psychology- 1995- present  
- Editorial panel for Journal of Consumer Affairs- 1999- present

- Reviewer for the Journal of Consumer Affairs, The Textile and Clothing Research Journal, The Family and Consumer Sciences Research Journal, Journal of Personality and Social psychology, Journal of Consumer Research, Journal of Retailing 
- Session Chair for Division 23 (Consumer Psychology) American Psychological Association annual meetings in San Francisco, Summer 1998.  Organized review of over 50 papers, made acceptance/rejection decisions, invited speakers, moderators, discussants, and organized sessions.

- Society for Consumer Psychology, member of executive committee, National membership chair.
- Candidate for the President of the Society for Consumer Psychology…LOST

- American Psychological Association Council of Representatives for Division 23 and Division 34, Consumer Psychology and Environmental and Population Psychology, 1990-present.  


- CSRS Review Team, School of Family and Consumer Studies, University of Arizona, February 1992.  


- Invited program review, University of Tennessee, 1991.  

- Associate, Business & Industrial Development Center, Purdue University.  Advise and assist clients on marketing issues.  Have assisted over 100 clients in marketing products and services.


- Track Chair Consumer Behavior and Retailing.  ACRA/AMC National Conference.  


- Member Research and Theory Development Committee of the International Textile and Apparel Association.

- Discussant-Consumer behavior Research session at the Midwestern Marketing Association Meeting, Chicago, IL, March 1988. 

- Time and Consumer Behavior Research Session at the American Marketing Society/ACRA conference, Charleston, SC, October 1988.


Text Reviewer for:


- Runyon and Stewart's, Consumer Behavior, Merrill Publishing Company


- Hawkins, Cooney, and Best, Consumer Behavior,  Business Publishing Inc.


- Schaffer, Retailing, McGraw Hill Book Company


- Loudon and Della Betta, Consumer Behavior Dryden Press.


- Various Retail Management/Consumer Behavior/ Leadership Texts.  


- Associate Editor for Home Economic Research Journal, 1987-1989


- Consulting Editor for Journal of Business and Psychology, 1988-present

- Board Member- Purdue University Press 1997-2000
- Associate editor- Journal of Business and Psychology

- Associate Editor- Defying the Limits 1,2 3, 4
- SOCAP Standards Committee 1999-2000 
- Life Smarts Program Indiana- Developed and Ran special program for high school teams across Indiana in partnership with Indiana Attorney General’s Office. Teams competed for prizes on issues of consumer and personal finance.
2. 
School Service - Has served on a range of departmental, school, and university committees.  Examples follow: 



Department - Coordinator of the Environmental Design and Analysis Graduate Option -   Search Committee for tens f positions in department and  Head of Department of Consumer Sciences and Retailing. Department Graduate Committee chair and member for many years. Many other committees.


School - Grade appeals committee.  Consumer and Family Sciences Grievance Committee.  CFS Faculty Representative to Teaching Award Committee.  CFS Graduate Committee. Chair Honors Committee



University - Represented Purdue University at NCR-65 and NCT 152 meetings.



-Reviewer for AES research proposals. CFS Representative to University 
Fellowship Committee, Member of University Grievance committee, University Honors Committee  



Consulting Activities

- London House
- Tru*Serv Corporation
- Federated Department Stores

- Business & Industrial Development Center (100+ different small businesses/start-ups) 

- Cotter and Company

- Wabash Valley Products
- Maxim/IT Inc

- Paul Harris Stores

- Thomson Consumer Electronics

- Joseph P. Hornes and Company

- Stall and Kessler's Jewelry Center
- Alfred Angelo, Inc.
- Wal-Mart

- GE

- Publicis-USA
- Household Retail Services, Inc.

- NEC Home Electronics

- Human Resource Systems, New Jersey, 1987

- Kirby Risk Supply Company, 1988

- Expert witness for 2 national cases- KB Toys (check discrimination of minority consumers)   

                 Macy’s (Effects of ADA standards)
- Expert reports for various law firms
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