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M E S S A G E  F R O M  T H E  D E A N 

National 
recognition
An interdisciplinary team of marketing and fi nance students placed second 
in a competition in Dallas. The team members were Kathryn Gaines 
and Jamie Roy from marketing and Anna Savage and Arian Jafari 
from fi nance. They competed against seven other schools in the case 
competition of the Texas regional conference of the International Council 
of Shopping Centers.

Full-Time MBA students Mark Fargason, Audrey Lecker, Javier Maserio 
and Elizabeth Bostwick competed in the 8th Annual National MBA Case 
Competition in Ethical Leadership, held at Baylor University’s Hankamer 
Business School. Bostwick received an outstanding presenter award.

Business major Brooke Wooten and AgriLife student McCalley 

Cunningham represented Startup Aggieland’s chapter of Collegiate 
Entrepreneurs Organization in Orlando, Fla., at a pitch competition at 
CEO’s annual national conference. Startup Aggieland was named among 
the top three student entrepreneurship programs nationwide by CEO out of 
more than 200 chapters in 43 states. Wooten and another student delivered 
a fi ve-minute pitch about Startup Aggieland to 350 conference attendees 
and a panel of judges.

Texas A&M University earned 3rd place in the National Retail Federation 
Student Challenge competition. This is the second year for Texas A&M to 
be recognized as a fi nalist. In 2014, the competition’s fi rst year, Texas A&M 
also took home fi rst place. Team members were M.B. Zale Leadership 
Scholars Christina Tharp, Allie Miller, Diandra Esparza and Jamie Roy.

Dear friends,

As part of the website redesign project we’re currently engaged in, Mays Business School 
conducted a series of focus groups and surveys last fall with a number of our internal and 
external constituencies. From the qualitative and quantitative data we gathered, four items 
emerged as the most distinctive attributes of the Mays educational experience. These 
brand “pillars” include 1) a supportive network, 2) knowledge in action, 3) leadership that 
empowers others and 4) a tradition of high expectations for achievement. While there are 
certainly other characteristics of our school that enrich students’ educational experiences, 
these four emerged from the authentic voices of our constituents as being the most credible, 
impactful and indelible.

In the Spring/Summer 2015 issue of @Mays magazine, we examine leadership that 
empowers others by exploring how Mays is developing leaders who are committed to 
elevating those around them while advancing a larger cause or mission. What has become 
apparent is that we’re fostering this kind of leadership in myriad ways spanning research, 
education and practice. 

A number of our faculty members have conducted extensive research on employee 
engagement and employee empowerment. In one particular study, management professors 
Murray Barrick and Stephen Courtright discovered that three things primarily facilitate 
employee engagement—motivating work design, high-performance work systems and 
CEO transformational leadership—and that companies with more engaged employees 
reap higher returns on assets compared to other companies in the same industry.

In our BUSN 302 seminar courses, upper division students work with faculty mentors to 
develop and co-teach one-credit-hour classes for other students. These courses cover topics 
ranging from the interactive debate-formatted “Hot Topics” to “The Business of Camps” 
and “Sports Management.” Not only do the student-instructors in these courses learn from 
their professors, but they also develop their leadership skills by teaching and mentoring 
their peers.

This issue of @Mays also spotlights two master practitioners of leadership that empowers 
others. For 28 years, Ben Welch ’90, assistant dean for executive education and clinical 
professor of management, has exemplifi ed servant leadership in his roles as a faculty 
member, facilitator of executive development and administrator at Mays. He is famous 
among his current and former students for telling them on the fi rst day of class: “My 
number one goal is for you to be successful. If you fail, then I have failed you as an 
educator.” Meanwhile, during a 27-year career spanning leadership assignments at 
Dell, Rackspace, Accenture, Trammell Crow Company and now Accruent, Wayne 

Roberts ’85 has applied a thoughtful and disciplined approach to help his employees 
leverage their strengths, achieve individual and team objectives and ultimately accomplish 
organizational goals.

As you read about these people and programs that are “paying off” this distinctive 
attribute of the Mays brand, I hope you will look for opportunities to inspire those around 
you to reach their full potential while serving a greater good. There is no more rewarding 
work than this.

RICKY W. Griffi n
Interim Dean, Mays Business School
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The Master of Science in Human Resources ranked 8th in North America 
and 5th in the United States in an Eduniversal evaluation of more than 
12,000 postgraduate programs.  A global survey of 5,000 international 
recruiters, 800,000 students and more than 10,000 representatives from 
1,000 academic institutions in 154 countries determined the best master’s 
and MBA programs in 30 fields of study worldwide. Their methodology 
looks at three criteria: the reputation of the program, salary of the first 
employment and student satisfaction. 

Eight marketing students from Mays were selected as recipients of the YMA 
Fashion Scholarship. Each student will receive $5,000. Recipients are 
Carlin Rhea, Amy Sullivan, Natalie Swart, Erin Wolkenstein, Jenna Pace, 
Grace Dusek, Reagan Latimer and Asif Ali. The students were recognized 
at the annual awards dinner at the Waldorf Astoria Hotel in New York City. 
Cheryl Bridges, executive professor of marketing, accompanied the team. 

A Mays team earned 3rd place in the National Retail Federation Student 
Challenge competition. Texas Women’s University took top honors with its 
submission of the Graduation Cap Kit, a decorating kit for graduates sold 
at Michael’s. This is the second year for Mays to be recognized as a finalist. 
The Mays team earned 3rd place with their product pitch for the Starbucks 
“Warm Wrap,” an oxygen activated thermal sleeve to keep coffee hot for 
up to two hours longer. As ambassadors of the Center for Retailing Studies, 
four M.B. Zale Leadership Scholars competed: Lora Blackstone, Diandra 

Esparza, Carlin Rhea and Jacy Witt.

MAYS PROGRAM  NEWS 
Eli Jones was named dean of Mays Business School in March 
2015 and he will assume leadership in July. He comes from the 
Sam M. Walton College of Business and the Sam M. Walton 
Leadership Chair at the University of Arkansas. His research 
interests are in sales, sales management, and marketing 
strategy. His teaching interests are strategic selling, advanced 
professional selling, key accounts selling, sales leadership 
and marketing strategy. He earned a bachelor’s degree in 
journalism, and MBA and a PhD in marketing from Texas 
A&M University.

 Previously, Jones served as dean of the E. J. Ourso College 
of Business and the E. J. Ourso Distinguished Professor of 
Business at Louisiana State University. He has published in 
the Journal of Marketing, Journal of the Academy of Marketing Science, 
Journal of Personal Selling & Sales Management, Management Science 
and Journal of Applied Psycholog y among others. He has received 
teaching awards at the university, national and international 
levels. Before becoming a professor, Jones worked in sales and 
sales management for three Fortune 100 companies. 

After the Board of Regents approved his hiring, Jones stated: 
“There’s nothing sweeter than the sound of home. My wife and 
I are excited about returning to Aggieland and becoming an 
integral part of my alma mater. Texas A&M University and 
Mays Business School have been on an upward trajectory for 
some time, and I know that’s definitely a tradition that the 
talented faculty, dedicated staff and wonderful students want 
to continue. I appreciate Dr. Ricky Griffin for his leadership 
during the transition.”

CENTER FOR NEW VENTURES 
AND ENTREPRENEURSHIP

At the 10th annual Aggie 100 luncheon the Center for New 
Ventures and Entrepreneurship (CNVE) passed the 1,000 
mark of celebrating the 100 fastest-growing Aggie-owned 
or Aggie-led businesses in the world. Over the past 10 
years, 1,000 companies have been awarded a place on the 
Aggie 100 list, and even more Aggie entrepreneurs have 
been recognized for their hard work. The Aggie 100 also 
recognizes the company with the highest average revenue 
with the Summit Award. The Summit honoree does not 
necessarily appear on the Aggie 100 list, which recognizes 
growth. The 2014 Summit Award was presented to Thomas 

K. Edwards ’88 and Michael D. Rupe ’93 of CIMA Energy 
Ltd with a two-year average annual revenue of $2.8 billion. 
The #1 company for the Class of 2014 was Jason Kaspar ’05 
Texas Precious Metals. The precious metals wholesaler 
was founded in 2005 and grew at a two-year compounded 
growth rate (2011-2013) of 371.964 percent. More than 700 

people attended the luncheon in the Bethancourt Ballroom 
at the Memorial Student Center. The luncheon featured an 
inspiring keynote address by the first #1 Aggie 100 Company 
CEO, George Voneiff, and concluded with a performance 
by the Singing Cadets. 

Online-shopping team ropers, buckets of water and 
a burst of light greeted more than 100 judges, faculty 
and staff gathered in the Wehner Building for the 13th 
annual MBA Venture Challenge.

The buckets illustrated a hydro-electric power generating 
device and the light represented a bioenergy. The challenge, 
hosted by CNVE, highlights the business aptitudes Texas 
A&M University’s Full-Time MBA program strives to teach: 
strategic thinking, diligent research, effective communication 
skills and professional networking.
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and reputation. Worldwide, Texas A&M ranked 86th 

among Best Global Universities. 
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In the week-long competition, 12 MBA teams analyze 
early-stage startup fi rms by providing a clear, unbiased and 
business-oriented evaluation of the businesses’ market and 
fi nancial viability. This year’s companies were chosen from a 
pool of more than 20. They came from a variety of industries 
including life sciences, IT, retail, oil and gas, gaming and 
child safety.

The efforts of the MBA students culminated in an all-day 
event one week after they fi rst met with their companies. 
Competition day is full of presentations, starting with two-
minute elevator pitches. Next the 12 teams presented in four 
judging rooms, where they were given 15 minutes for their 
presentations and Q&A. Each judging panel selected one 
fi nalist to proceed to the afternoon fi nals presentations, and 
the remaining two teams moved to Round 2. Of the eight 
teams in Round 2, two teams moved on to fi nals.

The MBA teams are judged on their identifi cation of their 
company’s issues, primary market opportunities, fi nancial 
projections and the conclusions they drew from their research. 
Their research quality was also considered.

The judges – who are volunteers from the community – 
include investors, fi nanciers, entrepreneurs and academics.

The fi rst-place winners were Prithviraj Chougule, Ali Arif, 
Zachary Friske, Daniel Gaona, and Lolina Pena with “Ebio, 
LLC.” Their prize was sponsored by AT&T.

The second-place winners were Pei Lin Mei, Luis Matus, 
Mark McCord, Brad Myers, and Rachael McPhail, with 

“Ropesforless.com.” Their prize was sponsored by BB&T.

The third-place winners were Clayton Watson, Shanaly 

Daya, Spencer Dearinger, Ashwini Kalia and Virginia 

Koran with “SynShark, LLC.” Their prize was sponsored by 
JBKnowledge. 

This year’s 14th annual Raymond Ideas Challenge featured 
the top 40 “big ideas” from more than 100 applications. 
Students from across campus and varying majors were 
asked to explain “What is your big idea?” through both a 
written proposal and a video pitch. The top 40 ideas were 
presented live to judges with the selected winners honored at 
an awards reception.

In addition to the live pitches, the top 40 ideas also 
participated in an online video pitch competition hosted by 
Aggie-owned web platform qukku.com. The top three winners 
were selected based on the number of votes they received by 
the general public.

The CNVE hosted the May 6 event, which is held annually on 
Reading Day so that Texas A&M students of all majors and 
classifi cations can participate. Students were able to enter the 
contest individually or in teams.

Pitch presentations allow the students fi ve minute to explain 
their idea and why it is unique to the judges, as well as their 
competitive advantage in the market and the overall goal of 
the student(s) and their idea. A question-and-answer session 
followed each presentation, in which judges raised concerns 
and questions that were not addressed during the presentation.

This year’s judging team featured approximately 130 
judges from throughout the community and campus 
who have backgrounds in entrepreneurship, industry, 
government and academia.

The top awards went to:

• First place ($3,000): Customizable 
Prostheses via 3D Printing – Charles 

Sweeney and Blake Teipel

• Second place ($2,000): Wireless Mouse 
Tracking System – Richard Horner, 
Lindsey Jenschke, Cody Lewis 
and Nick Reinoso

• Third place ($1,000): EyeNav System 
– Lyndon Kageler, Omar Lira, Stephen Sun 
and Tiffany Turner

• Honorable mentions ($500)

 ⋅ Lost & Found – Amy Brodeur, Joshua Dunegan, 
Daniela Garcia, Aaron John and Samuel 

Kancewick

 ⋅ Hack.Connect – Jeffrey Zhao

 ⋅ FireCAT – Ratika Gandhi, Vasiliy Khmelenko, 
Benita Mordi, Timothy Paulsen, Cameron Shaw 
and Kyle Yates

 ⋅ Aggieland Exchange – Daniel Pattison

The video pitches that received the most votes were:

• First place ($1,000): Ea$yList – Tarang Lal 
& Paola Perez

• Second place ($500): Dutch – Pratheek Lakur 
& Krishna Murthy

• Third place ($250): Bridgin – Sangeeta Isaac

On Wrangler Wednesday evenings, roughly 100 student 
entrepreneurs stampede the kitchen at Startup Aggieland for 
dinner before heading into the student business accelerator’s 
multi-purpose room. Known as “The Think Tank,” this 
modest space doubles as a classroom for Professor Don Lewis’ 
six weekly classes on small business management and 
entrepreneurship. They gather to participate in a student-
led discussion by the “Wranglers” in “Head Honcho” Lewis’ 
Lean Launch program. 

Student startup founders (Treps) and student consultants 
(Wranglers) meet for weekly group and individual mentoring.
These closed sessions allow startup teams to “pivot” in 
private and “fail early, fail fast” while learning the lingo and 
practicum used at Wrangler Wednesdays, one component of 
90-day Launch program. Treps are under intense scrutiny 
from successful “C-Level” executives as well as seasoned 
entrepreneurs and their student peers. Said Lewis: “The 
power of the Aggie Network is evident as our mentors help 
their student clients to leverage Texas A&M University 
resources while creating new jobs and new friends.”

DEPARTMENT OF MANAGEMENT

During the last year, the BBA-MGMT program has seen 
a 13-percent increase in students pursuing its major, much 
of which is attributed to student interest in the program’s 
new specializations.  The most recent catalog curriculum 
allows management students to select a directed elective 
track (specialization), Consulting and General Management, 
Entrepreneurial Leadership, Human Resource Management, 
Nonprofi t Management or Pre-Law—to acquire knowledge 
and hone skills that are most relevant to their area of 
professional interest. 

Students in the BBA-MGMT program participated in 
the fi rst-ever Networking Lunch for Management Majors. 
This mini-career fair included representatives from eight 
companies whose goal was to recruit management majors 
into internship and full-time positions. The small venue 
allowed students and employers the opportunity to engage and 
determine “fi t” before moving on to the interview phase. 

Lorraine Eden and 15 of her Transfer Pricing Aggies students 
participated in the American Bar Association Tax Section 
mid-year meetings in Houston on Jan. 29-30. In a two-hour 

“Transfer Pricing Student Symposium” on Jan. 29, six of 
the students presented their analyses of two recent transfer 
pricing cases: GlaxoSmithKline v. Her Majesty the Queen 
(Andrea Berrios, Zike Chen and Yue (Nancy) Zhang) and 
Veritas v. Commissioner (Lindsey Cude, Christopher Janes 
and Sean Larsen). The students had originally prepared 
their analyses as part of their Fall 2014 course work in 
Eden’s MGMT/INTA 663 International Transfer Pricing. 
Afterwards, the students attended a Texas Tax Directors panel 
on new developments in transfer pricing, and were guests at 
the ABA Tax Transfer Pricing reception. January 2015 Prof. 
Eden and Jonathan Hunt gave a joint presentation in an 
hour-long panel on “Intangibles in Litigation: Defi ning and 
Valuing Compensable “Intangibles.” These events provided 
an opportunity for Transfer Pricing Aggies to network with 
tax and transfer pricing experts in u.s. and foreign law fi rms, 
and to learn more about job opportunities and practices in the 
legal profession. photos

FULL-TIME MBA

Lloyd McGuire is one of 31 students across the state to be 
selected as an inductee as a Future Texas Business Legends 
Scholar by the Texas Business Hall of Fame (TBHF), which 
carries a $10,000 scholarship award. The TBHF recognizes 
students who defi ne entrepreneurial ventures with impact to 
future business in Texas.

McGuire is a lawyer and a military veteran. He was on the 
team that won the 2014 MBA Venture Challenge, in which 
more than 100 business and academic leaders from around the 
Brazos Valley judge the analysis and business plan presented 
by a team of MBA students at Texas A&M. McGuire and 
his teammates analyzed and created recommendations for a 
start-up, MyHeroClassifi eds.com, a company dedicated to 
employment assistance for U.S. veterans. He was also on the 
team of Full-Time MBA students who swept the 7th Annual 
National MBA Case Competition in Ethical Leadership 
held in November 2013 at Baylor University’s Hankamer 
Business School.

T H E    R A Y M O N D

POWERED BY CNVE

Students in the BBA-MGMT program attend the first-ever 
Networking Lunch for Managmeent Majors.

The winning team received a prize sponsored by AT&T
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PROFESSIONAL MBA

The Professional MBA Class of 2015 was the first cohort to 
participate in a new cornerstone program for Professional 
MBA students. It spans the first year of the PMBA program 
and integrates accounting, finance, marketing and business 
communications courses. 

Every PMBA class since its inception in 2014 has contained at 
least one service academy member. Students say the values-
driven reputation of Texas A&M and Mays attract them.

REAL ESTATE

Sarah Beth Davis, a student in the Real Estate Program at 
Mays, was one of three graduate students given scholarships 
from Commercial Real Estate Women (CREW) Houston. 
CREW has 260 members representing every segment of the 
commercial real estate sector. 

The scholarships are $2,500 each and include a student 
membership in CREW Houston.

Funds for the scholarships were raised at CREW Houston’s 
Golf Tournament in 2014.

CREW Houston launched its Houston Scholarship program 
in 2013 for graduate students in real estate at the three area 
universities. The scholarships, available to both full-time and 
part-time students, are earmarked for students at Texas A&M 
University, University of Houston and Rice University.

WOMEN IN INFORMATION 
TECHNOLOGY CONFERENCE

The 16th annual Women in Information Technology 
Conference was held March 6 in the Gates Ballroom at the 
Memorial Student Center.  The theme this year was “On 
the Heels of Success.” The Texas A&M Yell Leaders kicked 
off the conference with an Aggie Yell Practice. The students, 
former students in industry, and CMIS Board member 
representatives from industry enjoyed a day of speakers, 
roundtable networking, and an etiquette lunch conducted by 
Randi Mays Knapp.  Roundtable topics of the day ranged 
from “Balancing Leadership and Life” to “Networking Tips 
and Techniques.”  Speaker presentations addressed “Cyber 
Security,” Debra Casillas, Technology Fellow, USAA; 

“Your Social Media Brand,” Maggie Malek, Digital Public 
Relations Director, MMI Agency; and “Rock Your Resume,” 
Lisa Burton, Career Coordinator, Undergraduate Special 
Programs, Texas A&M.  In addition, a student panel spoke on 
their “Student Internship Experiences” and attendees enjoyed 
an introduction to “The History of Women at TAMU,” Sue 

Redman, executive professor of accounting, and co-founder of 
the Texas A&M Women Former Students Network.  

MS IN BUSINESS

‘Jon (Sean) Jasperson has been appointed to serve as 
academic director of the new Master of Science in Business 
(MS-BIZ.)

He served on the planning committee this past year for the 
intensive 10-month program that prepares students to enter 
the workforce with core business knowledge, solid quantitative 
skills and a basic understanding of best leadership practices. 
The MS-BIZ program will begin in the fall of 2016.

In his new role, Jasperson will report to Associate Dean for 
Graduate Programs Mary Lea McAnally, who said his skills 
and strategic outlook proved to be a perfect match for the 
MS-BIZ leadership role. Jasperson will also continue to be a 
member of the faculty in the Department of Information and 
Operations Management. He has been at Mays since 2005.

 

achievements
A paper by marketing Professor  
Leonard Berry and PhD student Scott 

Davis, along with Jody Wilmet, vice 
president of oncology at Bellin Health, 
was accepted by the Harvard Business 
Review. The paper is titled, “The Unique 
Challenge of High Emotion Services.”

Berry also was named the 2015 recipient 
of the Lifetime Achievement Award for 
Research and Scholarship, the highest 

award given to a Mays faculty member. The award was created by the Mays 
Business School’s Executive Committee to recognize sustained and outstanding 
scholarly contributions by Mays faculty who are considered pioneers in their field. It 
will be awarded only when one or more nominees possess credentials that meet the 
highest standards of achievement in innovation and achievement in scholarship. 

Faculty & staff  

As chair of the Human Resources 
Division, management professor 
Wendy Boswell presented the 2014 
Early Career Achievement Award from 
the Academy of Management during 
the recent annual meeting.

Wendy Boswell and Ram 

Janakiraman have been elected as 
Fellows of the Society for Industrial and 
Organizational Psychology (SIOP). 

Shelley Brenckman, marketing 
coordinator for Startup Aggieland, and 
Joy Monroe, developmental relations 
coordinator, have been named 2015 
Fish Camp namesakes.

Marketing Professor Lorraine Eden 
has been appointed to the E15 Task 
Force on Investment Policy, which is 
part of the E15 initiative convening 
experts and institutions to generate 

strategic analysis and recommendations 
towards strengthening the global trade 
system. The E15 Initiative is jointly 
implemented by the International 
Centre for Trade and Sustainable 
Development (ICTSD) and the 
World Economic Forum in Geneva, 
Switzerland. The task force intends to 
present concrete alternatives for the 
international community to consider 
in time for the 20th anniversary of 
the WTO at the end of 2015, and 
the World Economic Forum’s 2016 
Davos Annual Meeting. 

Eden and graduate assistant Kevin 

McSweeney have written about 
research ethics for PhD students. 
Their first post is on the Academy of 
Management’s THE ETHICIST.

Marketing PhD student Nicole Hanson 
is a winner of the Institute for the 
Study of Business Markets Doctoral 
Dissertation Competition. Her advisor 
is Venkatesh Shankar. 

Mark Houston has been appointed 
associate editor of Journal of the Academy 
of Marketing Science.

Management Professor Duane Ireland 
is fulfilling his duties as past president 
of the Academy of Management. This 
is his fifth and final year serving 
the academy in the association’s 
leadership structure.

A fifth edition of Ireland’s book 
“Entrepreneurship: Successfully 
Launching New Ventures” was released 
in February 2015.

Management PhD students Scott 

Kuban and Matt Josefy co-wrote 
a paper that has been accepted 
by Academy of Management Annals. 
Management professors Mike Hitt and 
Ireland are co-authors of the paper 
titled “All Things Great and Small: 
Organizational Size, Boundaries of the 
Firm, and a Changing Environment.” 

Accounting PhD student Matthew 

Josefy was given one of the Association 
of Former Students’ “12 under 12 
Young Alumni Spotlight Award” 
for 2015. The award recognizes 12 
Aggies who have graduated within 
the past 12 years for their outstanding 
accomplishments in business, civic 
service and philanthropy and for 
representing Texas A&M’s core values. 

Information and Operations 
Management Associate Professor 
Subodha Kumar was named 
deputy editor of Production and 
Operations Management. 

Left to right: Laurie Baker, 2014 CREW Houston president; scholarship 
winners: Sarah Beth Davis, Michelle Kobelan, Martha Smith; 
Julie Caggiano, CREW Houston Scholarship Committee co-chair; 
Mary Axelrad, CREW Houston Scholarship committee chair.

The 16th annual Women in Technology Conference
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Ram Janakiraman, associate professor 
of marketing, has been appointed 
to the editorial board of Production 
and Operations Management (POMS). 
He also presented his research on 
lottery advertising and sales at the 
State of Texas to the Texas Lottery 
Review Legislative Committee in the 
State Capitol.

Management PhD student Joon Ho 

Lim presented his research at the 
annual University of Houston Doctoral 
Symposium (March 2015).

A paper written by Lucy (Yan) Liu and 
Venkatesh Shankar, “The Dynamic 
Effects of Product Harm Crises on 
Brand Preference and Advertising 
Effectiveness: An Empirical. Analysis 
of the Automobile Industry,” has 
been accepted for publication in 
Management Science.

Liu also was a winner of a “Best Article” 
award in the 16th Annual Bernstein 
Fabozzi/Jacobs Levy Awards. Readers 
of the Journal of Portfolio Management 
selected the recipients based on articles 
contributing to the theory and practice 
of portfolio management.

Janet Parish has been appointed as the 
Professional Selling Initiative director. 
Andrew Loring is assistant director. 

In recognition of the contribution 
management Professor Richard 

Woodman has provided to the field 
of Organization Development and 
Change, the Pasmore-Woodman Award 
has been established at Mays in his 
honor. The award also recognizes Bill 
Pasmore, a professor of Practice of 
Social Organizational Psychology at 
Columbia University. The award will 
be made to two or more colleagues 

who over a sustained period of 
time have managed to maintain a 
significant working relationship and 
have produced original and innovative 
ODC research.

Marketing administrative coordinator 
Spring Robinson was given the 
Texas A&M President’s Meritorious 
Service Award for her contributions 
to the school.

Marketing Professor Venkatesh 

Shankar was appointed to the advisory 
board of Journal of Retailing, the oldest 
journal in the marketing discipline. The 
advisory board provides oversight for 
the journal’s editorial policy. He also 
was appointed associate editor of both 
Journal of Marketing, the flagship top-
tier journal of the marketing field, and 
Journal of Marketing Research. 

A paper written by management 
professors Deidra Schleicher, Troy 

Smith and John Watt was accepted 
at the Journal of Applied Psycholog y: 

“It’s all in the Attitude: The Role 
of Job Attitude Strength in Job 
Attitude – Outcome Relationships.” 

A paper by Associate Professor of 
Marketing Alina Sorescu (with 
Nader Tavasoli and Rajesh Chandy), 

“Employee-Based Brand Equity: The 
Impact of Customer Perceptions on 
Executive Pay,” has been accepted 
for publication in Journal of Marketing 
Research. Sorescu also was named 
winner of the most recent Ricky Griffin 
Outstanding Research Award.

Marketing Professor Rajan 

Varadarajan was chosen by the 
American Marketing Association as 
the recipient of the 2015 AMA/Irwin/

The Eagle online, “Mays Business School Professors, 
Professionals Take to New Frontiers of Marketing at 
Brainstorming Session,” Jan. 25. 2015  

Venkatesh Shankar, Conference Chair and Coleman Chair in 
Marketing, encouraged new ideas. “We want to be ahead of the 
curve and be leading.”

KBTX online, “TAMU Economist: Mortgage Still Most 
Traveled Route to Homeownership,” Jan. 27, 2015  

Mark Dotzour, chief economist of the Texas A&M Real Estate 
Center, explained how mortgage rates are determined.

KBTX.com, “TAMU Economist: Mortgage still most 
traveled route to ownership,” Jan. 27, 2015 

Mark Dotzour, chief economist for the Real Estate Center, says 
mortgages are still the most popular form of financing homes. 

RetailTouchPoints.com, “Top retail execs featured at 
Texas A&M Retailing Summit,” Jan. 20, 2015 

Kelli Hollinger, director of the Center for Retailing Studies, 
talked about the Retail Summit, which the center hosts each year 
in Dallas.

Madison.com, “Spending Smart: Control your spending 
by understanding marketing tactics.” Feb. 6, 2015 

Caleb Warren, marketing assistant professor, said funny 
complaints tend to get more attention from other consumers, but 
they might not be taken seriously by businesses.

 

The Wall Street Journal, “Firms Hit with Bigger 
Penalties When Whistleblowers Involved,” Oct. 28, 2014 

Nate Sharp, associate professor of accounting, discussed his 
study concerning the company-wide consequences of being a 
whistleblower. For one thing, the typical penalty to a company 
was on average 63 percent higher when a whistleblower was 
involved than when there was no whistleblower.

Journal of Consumer Research, “A Wingman Can 
Help When Trying to Resist Sweet Holiday Treats,” 
Dec. 10, 2014 

Michael Lowe, a marketing PhD candidate, published an 
article, ‘(Im)moral Support: The Social Outcomes of Parallel 
Self-Control Decisions.’ In the report, he paired consumers 
together and studied whether they were more likely to resist 
temptation when with another person. 

Houston Business Journal, “Oil prices worry Houston 
Housing Market,” Dec. 12, 2014 

Jim Gaines, research scientist of the Texas A&M Real Estate 
Center, explained that despite the drop in oil prices the Houston 
housing market could still benefit. “We’re anticipating, absent 
a major drop in oil prices, to have a relatively strong housing 
market in Houston next year,” Gaines said. “We’ve been 
through the boom, now we’re in the slow, steady go-forward.”

BloombergBusinessweek online, “That’s funny – but 
why? Alan Alda on the science of humor,” Jan. 7, 2015  

Marketing Assistant Professor Caleb Warren and his research 
team explored what defines funny. 

Newswise, “How low can we go? Texas A&M expert  
says falling gas prices may hurt the economy,” 
Jan. 7, 2015 

Associate clinical finance professor of finance  
Detlef Hallerman said while falling gas prices are great for 
consumers, the drop could be detrimental to the economy.

Mays in the  newsMcGraw-Hill Distinguished Marketing 
Educator Award.

Varadarajan was one of 10 faculty 
members throughout the Texas 
A&M University System named a 
Regents Professor. He is a University 
Distinguished Professor and 
Distinguished Professor of Marketing, 
as well as the holder of the Ford Chair 
in Marketing and E-Commerce. Mark 
Houston, head of the Department of 
Marketing at Mays, called the award 

“the highest honor in our field.” He 
said the selection, based on career 
contributions, is based upon “the total 
package – not just a high count of top-
tier publications and citations.”

Articles written by Caleb Warren, 
“Humorous Complaining” and “The 
Progress Bias in Goal Pursuit: When 
One Step Forward Seems Larger 
than One Step Back,” and Christina 

Kan, “Humorous Complaining” and 
“Squeezed: Coping with Constraint 
through Efficiency and Prioritization,” 
were accepted for publication in the 
Journal of Consumer Research. Warren is 
an assistant professor and Kan, a PhD 
student at University of Colorado, will 
be joining the Mays Marketing faculty 
on Aug. 1.

Two fourth-year doctoral students 
have been selected to represent Mays 
Marketing at prestigious doctoral 
consortia. Nooshin Lotfi will 
represent the marketing department 
at the flagship consortium, the 2015 
AMA/Sheth Foundation Doctoral 
Consortium to be held at the London 
Business School in July. Krista Li, last 
year’s AMA/Sheth representative, 
participated in the first annual 
Academy of Marketing Science 
Doctoral Consortium in May.
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Just before the winter break in December, another class 
of Full-Time MBA students graduated from Mays. As in 

previous years, the MBA Programs Offi ce hosted an in-house 
celebration with faculty, family and friends. 

For special events like graduation, the school displays the 
“Values” banners, a set of beautifully designed standing 
banners celebrating the Aggie values of Excellence, Integrity, 
Loyalty, Respect, Leadership and Selfl ess Service. During the 
commencement ceremony, the class speaker, Lloyd McGuire 
MBA ’15, reminded his classmates that while they began the 
MBA program as a disparate bunch, they were leaving as 
Aggies. Lloyd called them to make manifest the Aggie values 
in all the decisions they would make as leaders. 

One of the key elements distinguishing the Mays educational 
experience from others is the school’s collective focus on 
developing leaders who are committed to empowering others. 

“Perhaps as never before, the world desperately needs ethical, 
responsible selfl ess leaders,” said Associate Dean of Graduate 
Programs Mary Lea McAnally. “As business educators, it 
falls to us to help fi ll that need, and there is no reason more 
compelling than that.” 

Coined in 1970 by retired AT&T executive, Robert 

Greenleaf, Servant Leadership refers to a style of leadership 
that is participative and that emphasizes trust, collaboration, 
listening, empathy and the ethical use of power. Greenleaf 
explained, “The servant-leader is servant fi rst… It begins 
with the natural feeling that one wants to serve, to serve fi rst. 
Then conscious choice brings one to aspire to lead.” Simply 
put, servant leaders empower others to grow as persons… to 
become healthier, wiser, freer and more autonomous. 

Mays’ leadership team, faculty and staff are fostering this 
spirit of servant leadership in myriad ways—including 
innovative scholarly research, traditional classroom 
instruction and high-impact experiential learning.

MODELING LEADERSHIP IN THE CLASSROOM

Some faculty members teach leadership strategies by 
demonstrating them in the classroom. For instance, when he is 
teaching management courses to juniors and seniors, Stephen 

Courtright shifts from assistant professor to student. 

After they learn the science of persuasion in Courtright’s 
classroom, his students report on a project in which they use 
infl uence on someone to get what they want. For the lesson 

The courses have grown 300 percent in fi ve years, from 
six courses in the fall of 2010 to 11 in the spring of 2015, 
with student enrollment burgeoning from 53 to 217 during 
that period.

Students propose the topics, develop the courses and work 
with faculty mentors, who are present in the classroom during 
class times. “I think it’s a real indicator of the faculty members’ 
level of advocacy for our students that they are willing to 
work so diligently with these students who are teaching,” said 
Nancy Simpson, a clinical professor, Mays Teaching Fellow 
and director of the Undergraduate Special Programs Offi ce. 

“Their philosophy is always, ‘If it’s good for the students, it’s a 
good thing to do.’ That is such a positive refl ection on Mays.”

Students who teach are responsible for keeping the program 
alive, Simpson said. “They scout out the next generation 
of teachers from within their classes, and mentor them as 
the semester progresses,” she said. “That is really the best 
illustration of how we are empowering our students.”

Students can propose seminar topics, and the students 
whose proposals are accepted then develop and teach the 
seminar with close guidance from a faculty mentor. In these 
ways, BUSN 302 courses represent a signifi cant high-impact 
learning experience for students. In the spring of 2015, there 
were 11 different 302 courses offered, including Advanced 
Excel, The Not-for-Profi t Sector, “The Business of Camp,” 

“Decision Making” and “Visual Communication.” 

As an example, the “Business of Camp” seminar is a 
new course that was developed by Chris Haberberger, a 
management major, and Lainey Bostic, an accounting major. 
Working with Kristopher Muir, a lecturer in Undergraduate 
Special Programs, the two students created learning outcomes 
that guided the course, crafted a content-driven syllabus and 
organized detailed lesson plans that would maximize the 
75-minute class time each week. “The preparation that we did 
with Dr. Muir helped us greatly in clarifying the vision of the 
class,” Bostic said. 

Both students ranked the experience of preparing and 
teaching a 302 seminar course among their top undergraduate 
experiences. “This has been a concrete, experimental 10-week 
lab where I am constantly learning,” Haberberger said, “so it 
is probably the most signifi cant developmental point for me.” 

EXPLORING THE IMPACT OF LEADERSHIP ON 
EMPLOYEE ENGAGEMENT, EMPOWERMENT

A number of Mays faculty members have conducted extensive 
research on the ways that different leadership styles, attributes 
and behaviors can impact employee engagement as well as 
employee and team empowerment. In one paper published in 
Academy of Management Journal (Feb. 2014), Mays management 
professors Murray Barrick and Stephen Courtright, along 

on failing, they all have to purposely fail at an assignment. 
Courtright participated in the exercise along with the students 
and though he is a respected expert on organizational 
behavior and human resource management, he proved he had 
no idea how to braid his daughter’s hair. He even brought a 
photo to prove it.

Courtright also integrates traditional case studies in his 
classroom. In one exercise in his undergraduate classes, teams 
of four devise plans to turn around failing businesses. At the 
graduate level, the students write a high-level critical analysis 
of a popular book on leadership. This provides real-life 
examples of leadership, which they can then emulate when 
they lead others in their own careers.

Courtright said he wants to arm the students with an arsenal 
of skills for their fi rst jobs, not for their fi nal leadership 
positions. Furthermore, he teaches students that leadership is 
a role, not a title. “I try to drill in their heads that this is the 
fi rst step in a lifetime of dealing with others,” he said. “When 
I’m formulating my lessons, I ask myself, ‘Will a boss or a 
subordinate or a child of my students be glad they worked on 
this skill?’ If the answer is yes, we go for it.” 

EMPOWERING STUDENTS TO LEAD

In some cases, students learn from their peers—as in the one-
credit-hour BUSN 302 Applied Business Competency courses 
at Mays. Undergraduate students lead the seminar courses 
on topics ranging from the interactive debate-formatted “Hot 
Topics” to “The Business of Camps.” Faculty mentors give the 
student instructors feedback and help them think critically. 
Along the way, all involved are improving their speaking, 
writing, problem-solving and critical thinking skills. 

with graduate students Gary Thurgood and Troy Smith, 
tested the effects of three organizational characteristics on 
employee perceptions that they and other members of the 
organization are engaged at work.

“We discovered that three things primarily facilitate employee 
engagement: CEO transformational leadership, high-
performance work systems and motivating work design,” 
Courtright said.

Specifi cally, to help employees collectively feel engaged in 
their work, CEOs should fi rst articulate a compelling vision 
that challenges the status quo, serve as an inspirational 
and charismatic role model and show care and concern for 
members of the organization. Next, leaders can establish 
high-performance work systems that allow them to identify, 
track and reward high performers and make them feel secure 
in their jobs. Finally, organizational leaders can design jobs 
within the organization to be more motivating for their 
employees, such as giving employees more autonomy.

What does employee engagement mean to companies’ 
bottom lines? “We found that companies with more engaged 
employees reap higher returns on assets compared to other 
companies in the same industry,” Courtright said.

ENHANCING LEADERSHIP DEVELOPMENT FOR 
MBA STUDENTS

In the past year, Mays’ MBA programs have augmented their 
curricula with new leadership classes, activities and events. 
The heightened focus on leadership—and more specifi cally 
servant leadership—is guided not only by Texas A&M’s values 
but also by the school’s mission to develop ethical leaders for a 
global society. 

In the Professional MBA (PMBA) program, several existing 
classroom modules have been combined with hands-on 
learning experiences outside the classroom to form a single 
course called “Leadership and Professional Development.” 
The course provides students with various opportunities 
to increase their self-awareness using such tools as the 

CULTIVATING LEADERSHIP THAT EMPOWERS OTHERS

A Key Element of the Mays Experience

Stephen Courtright

K E YS  T O  FAC I L I TAT I NG 
E M PL OY E E  E NGAGE M E N T:

1. CEO transformational leadership

2. High-performance work systems

3. Motivating work design



eyes, Welch called the parents to talk about the concerns for 
their child and develop a shared strategy for the student’s 
success. He has also helped connect students with conflict 
resolution services on campus when they were experiencing 
challenging situations with roommates. And more than 
a few students, either alone or far from home during the 
Thanksgiving holiday, have enjoyed home-cooked meals with 
Welch and his wife.

“Welch takes daily calls from Fortune 500 CEOs asking for 
his advice, but he always makes time for students,” says Jacob 
Robinson, former student body president of Texas A&M 
and member of Aggie Men’s Club, which Welch has advised 
for more than 18 years. “His servant leadership style is felt 
throughout the university. I have had Board of Regents tell me 
Ben is the best professor on campus because he gets it...he gets 
why he is here. Students know that he will do his best to move 
heaven and earth for them.”

As a facilitator of executive development, Welch’s number 
one goal is customer satisfaction. “This can be accomplished 
by helping the client achieve its organizational learning 
objectives,” Welch said. “But it also means ensuring that each 
program participant leaves knowing that they were valued as 
a unique individual, not just another employee in a program 
that generates revenue.” 

Cindy Bigner, vice president of Diversity & Inclusion and 
Corporate Affairs for Halliburton, added, “From a client’s 
perspective, Ben Welch’s educational philosophy and 
leadership style go above and beyond a business relationship. 
He treats every person and every situation in the same 
manner that he would treat close family, and he does so with 
honesty and humility. Ben seeks to understand the DNA of his 
clients and he goes the extra mile—every time—to meet and 
exceed their needs.” 

As a manager, Welch wants his staff members to know they 
are essential to the school’s collective success. “I am reminded 
of the words of Mary Kay Ash when she said, ‘I imagine that 
every employee I meet has the four letters MMFI embossed 
on their forehead. These letters stand for Make Me Feel 
Important.’ Every day, I want my team to know that I am here 
to serve them and that we collectively serve Mays.”
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StrengthsFinder assessment and the HayGroup Emotional 
and Social Competency Inventory. In addition, students 
increase their teamwork skills through first-year and second-
year team experiences that draw upon Patrick Lencioni’s “The 
Five Dysfunctions of a Team” and various reflective exercises. 
High-impact activities such as Challenge Works and Disaster 
City give students the opportunity to practice their new 
knowledge of leadership by leading team responses to crisis 
scenarios as well as by building the trust of teammates and 
influencing their behavior in pursuit of common goals.

“Given the collaborative nature of today’s work environment, 
the framework described in ‘The Five Dysfunctions of a 
Team’ by Patrick Lencioni was very useful,” said Greg Moore, 
PMBA, an accounting manager for Devon Energy’s U.S. 
Compliance & Reporting unit. “This model points out the 
common pitfalls that restrict teams from producing optimal 
results. As a leader, understanding these common limitations 
of teams has allowed me to quickly diagnose problem areas 
and make adjustments.”

Moore began by implementing Lencioni’s foundational 
element into his team meetings—building and sustaining trust. 

“I introduced the topic of trust during an early team meeting 
and built on the discussion during subsequent meetings by 
reviewing the constructs of trust, sharing personal experiences 
and finally having the team present examples of trusting each 
other,” he said. With this foundation, More noted, the next 
elements of the framework naturally fell into place. “Through 
productive, open dialogue, a commitment was formed, and 
the group began holding each other accountable to produce 
the high-quality results I had envisioned,” Moore said.

In the Executive MBA (EMBA) program, Executive 
Professor Roemer Visser has recently created a course called 

“Personal Leadership Development.” In the course, students 
are introduced to selected concepts and models related 
to leadership, and then they apply that new knowledge to 
their own lives through interactive activities. For instance, 
the EMBA students learn the basics of coaching, and then 
practice their skills by coaching students enrolled in various 
master of science programs. Visser defines coaching as a 
leadership skill—influencing others’ thinking by asking good 
questions and empowering them to come up with their own 
solutions (rather than giving them solutions). As such, it is a 
key counterpart to the more traditional view of coaching, in 
which the conversation is geared toward giving advice or 
providing direction. The two, when taken together, and each 
applied appropriately, can significantly enhance someone’s 
leadership effectiveness.

“I thought this was an excellent exercise that helped me see the 
distinct difference between giving advice and coaching,” said 
Louisa Bannister, a student in the MS in Human Resource 
Management program. “We saw how many managers—and 
people in general—have the tendency to give employees 
advice about how to solve their problems at work. As an 
alternative approach, managers can coach employees by 
empowering them to see they already have tools at their 
disposal to resolve their own problems.”

For almost three decades, Ben Welch has viewed his role at Mays 
Business School as a servant foremost, whether fulfilling his 

responsibilities as an administrator or faculty member. Today, as 
a clinical professor of management and assistant dean of executive 
education overseeing the Center for Executive Development 
(CED), Welch understands that his ability to lead individuals, 
teams and organizations stems not from his formal title but rather 
from his ability to establish credibility, build trust and meet the 
needs of others.

As a faculty member, he begins his first class each semester with 
the same words to both undergraduates and seasoned executives. 

“I always tell them that my number one goal is for them to be 
successful,” he said. “If they fail, then I have failed them as an 
educator. I tell them this because I know that my students do not care 
how much I know until they know how much I care.”

“Ben Welch exemplifies a servant’s heart through his interactions 
with the Texas law enforcement executives who participate in the 
Leadership Command College,” said Rita Watkins, executive 
director of the Bill Blackwood Law Enforcement Management 
Institute of Texas. “He uses the concept of PRIDE to impress 
upon all our participants the notion that Professionalism, Respect, 
Integrity, Determination and Enthusiasm are essential core values of 
a law enforcement officer. In my travels through the state, some of the 
fondest memories officers always share with me are the personal one-
on-one exchanges they have had with Ben.”

Humility is a key ingredient in Welch’s servant leadership style, so 
he instills in his students the importance of serving a greater good by 
focusing on things other than their personal or professional goals. “I 
challenge my students to think about the last time they stopped and 
thanked a custodial worker for his or her contribution, or the last 
time they stopped and picked up trash in the parking lot,” he said. 

In his “Introduction to Business” class, Welch offered extra credit 
for the students to give one hour of their week to work with a local 
Head Start program at a College Station elementary school. “It 
doesn’t matter if my students read a story to the children, walk them 
around the playground or help them wash their hands,” he remarked. 

“I want my students to realize the immeasurable value of their 
educational experience, and how they need to give back and serve 
those who are less fortunate.”

Over the years, Welch’s commitment to serving his students has 
also manifested itself through countless acts of kindness outside 
the classroom. He has made referrals and calls to the Office of 
Financial Aid, and called parents to talk about their children. After 
one student shared his fear of being seen as a failure in his parents’ 

A S S I S TA N T  D E A N 
B E N  W E L C H 
exemplifies servant leadership

“Students know that he will do his best to 
move heaven and earth for them.”

Jacob Robinson, former student body president

Executive MBA students 
visit the Disaster City complex.



E X P L O R I N G  S E R V A N T  L E A D E R S H I P

17S P R I N G / S U M M E R  2 0 1 5   @ M AY S

W ayne Roberts ’85 has always sought fi rst to help those 
people around him— from his very fi rst job in high 

school working as a sacker at H-E-B to his current position as 
chief operating offi cer (COO) and head of Human Resources 
at Accruent, a global provider of facilities and real estate 
management systems supporting 4,000 customers in more 
than 120 countries. Though his leadership instinct is to avoid 
notoriety for himself, the story of his evolution as a leader is an 
instructive one that will inspire others to adopt a leadership 
style to serve others, fi rst and foremost.

As a Longhorn fan growing up in Austin, his natural 
inclination to focus on the needs of others instead of his own 
ultimately compelled him to attend Texas A&M University. 

“When I was a senior in high school, I went to College 
Station with a friend to visit A&M,” Roberts recalled. 

“I immediately fell in love with the university’s values and 
respect for tradition, the fact that it’s about more than 
individual success. Those things permeated everything I 
experienced as a student at A&M.” 

Since earning his bachelor’s in business administration at 
Mays in 1985, Roberts has cultivated a successful servant 
leadership style over the course of a career that’s spanned 
senior executive roles at Trammell Crow Company, 
Accenture, Dell, Rackspace and now Accruent. 

PUTTING A STORY WITH A FACE AND A NAME

As an undergraduate student at Texas A&M, Roberts 
channeled a signifi cant amount of his time and energies 
into serving in student government and as a resident advisor. 
John J. Koldus, vice president emeritus for Student Services 
at Texas A&M, played an important role as a mentor and role 
model to Roberts during his time in College Station.

“Dr. Koldus had a huge infl uence on my life,” he said. Roberts 
remembers Koldus as someone who was always accessible to 
students, both through the freshman lunches he hosted as well 
as by simply walking around campus. “He exemplifi ed the 
meaning of servant leadership to me through his humility and 
caring and compassion for students. He made it a top priority 
to learn students’ names and remember something special 
about each one so he could personalize his interactions with 
us. He made countless homesick students feel like someone on 
campus cared about them as individuals.”

As a tribute to Koldus and in recognition of the positive 
impact that a leader’s “human touch” can have on employees, 
Roberts keeps a stack of fl ashcards in his offi ce with updated 
information on each of his many employees. “I will always 
marvel at Dr. Koldus’ commitment to imprinting students on 
his mind, and I want to make sure those I work with know that 
I care about each one of them as special and uniquely talented 
individuals,” he said.

VALUING THE INDIVIDUAL

Another of Roberts’ leadership role models was Sandy 

Gottesman, his former boss at Trammell Crow who served as 
the managing partner of the company’s Austin offi ce for many 
years. “Sandy is better than anyone I’ve ever met at building 
relationships based on trust and mutual respect,” Roberts said. 

“He was smart enough to know that before you can expect a 
client to give you its business, or before you can expect an 
employee to go above and beyond the call of duty, you have to 
value that individual and understand his or her needs.

Never was Gottesman’s servant leadership style more 
apparent than when Roberts’ wife, Shannon Roberts ’86, 
was diagnosed with a malignant brain tumor at age 27 and 
told she could expect to live for perhaps another two years. 

“Sandy’s fi rst words to me after I told him the bad news, and all 
his subsequent actions throughout our ordeal, were focused on 
me and Shannon as human beings, not on me as an employee,” 
Roberts said. “He worked directly with our human resources 
group to ensure we didn’t encounter any roadblocks with our 
benefi ts coverage. By giving me the time I needed to support 
Shannon, he made decisions that were in my best interest but 
perhaps not in the best fi nancial interest of the company—at 
least not in the short term.” 

EMBRACING HUMILITY AS A STRENGTH

From an early age, Roberts preferred celebrating the success 
of others rather than seeking out the spotlight for himself. 
This predisposition toward humility was further inspired by 
several role models throughout his life, beginning with his 
father, Phil Roberts.

“I fi rst saw humility modeled by my father,” he said. “What 
really stood out about him, what I saw at a very young 
age, was that as a leader of people, he was concerned with 
making those around him successful. Throughout his 33-year 
career at IBM, he never sought to take credit for what his 
team accomplished.” 

One specifi c example, more than any other, emblazoned in 
Roberts’ mind the impact of his father’s selfl ess leadership. 
One of his father’s assembly-line employees at IBM found 
himself down on his luck and was forced to move out of his 
apartment without the fi nancial means to support himself. 

“While I wasn’t aware of it at the time, my father got in his 
truck, helped the man move and paid some of his bills to help 
him get back on his feet,” Roberts recalled. “It wasn’t until 
several summers later when I was working as an intern on the 
assembly line at IBM, that same employee came up to me and 
said, ‘You’re dad is the reason I am here now and why I have 
this job.’” Those words made an indelible impression on the 
young Roberts about the importance of helping others.

By immediately focusing on the needs of Roberts and 
his family, Gottesman exhibited a long-term, big-picture 
perspective that Roberts views as an essential attribute in a 
servant leader. “Sandy taught me that by focusing on others 
and their best interests, the company and his leadership would 
be well served in the long term. He made me loyal for life. 
Even though it was more than 20 years ago, if Sandy ever 
needed me for anything, I would literally drop what I was 
doing and immediately give him whatever he needed. I only 
hope I can be half the leader he was.”

Through the examples set by his father, Koldus and 
Gottesman, Roberts witnessed fi rsthand leadership role 
models who intentionally subrogated themselves to their 
employees and their organizations’ larger goals. They 
succeeded because of—not in spite of—their humility. “Some 
people view that kind of behavior as a sign of weakness, to not 
want to be in the spotlight,” Roberts noted. “But at this point 
in my professional career, I’ve come to recognize humility as a 
demonstration of a very high level of self-confi dence. I always 
make sure that my scorecard is measured by the impact I have 
on the lives and careers of other people.” 

FOCUSING ON STRENGTHS

“Seek fi rst to understand and then be understood” has always 
been Roberts’ favorite of the seven habits of effective leaders 
defi ned by Stephen Covey. So it makes sense that his #1 
strength, according to Gallup’s StrengthsFinder tool, is 
Individualization. People with strong individualization are 

“intrigued by the unique qualities, style and motivations of 
each person, as well as how each person thinks and builds 
relationships.” And they are predisposed to “building 
productive teams by drawing out the best in each person.” 

Javad Kabiri, vice president of Fanatical Support at 
Rackspace and a former colleague of Roberts’, recounted a 
story that illustrated Roberts’ capacity for and commitment 
to individualization. “Wayne insisted on having regularly 
scheduled one-on-one meetings with his direct reports 
and peers, and he made them sacrosanct,” Kabiri said. “I 
remember not too long into our working relationship, during 

WAY N E  R O B E R T S  ’ 8 5
Exploring the heart and mind of a servant leader

As a tribute to mentor John J. Koldus and in recognition of the 
positive impact that a leader’s “human touch” can have on 
employees, Roberts keeps a stack of fl ashcards in his offi ce with 
updated information on each of his many employees.
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a particularly turbulent time with our data centers and 
operations, Wayne received a call from our CEO during 
one of our one-on-ones. It was clear who the call was 
from, Wayne’s phone was always on the table during those 
meetings; but he did not text, call or get distracted in any 
way. Wayne looked at the phone and hit the Ignore button. 
I looked at him and said, ‘That was Lanham! You can get 
it. I’ll step out.’ Without hesitation, Wayne said ‘No, you are 
my priority right now.’ He continued our meeting with total 
concentration and focus. That day, he was 20 feet tall to me. 
I knew he was a leader among leaders and the guy you bleed 
for in the battlefield.” 

Over the years, Roberts has focused on developing his own 
strengths and pursuing professional opportunities that will 
allow him to be his very best. He uses many tools, including 
StrengthsFinder, to identify each employee’s personality and 
professional strengths. “My job as a leader is to understand the 
needs, strengths and development areas of my teammates,” he 
observed. “I want to put them in positions where they will be 
able to leverage their strengths. Along the way, I try to remove 
roadblocks as well as coach and mentor them. Finally, I will 
stretch them by pushing them beyond their comfort level. It 
gives me great joy to see others getting promoted and excelling 
in their careers. And I’ve been very lucky to work with so 
many talented teammates over the years.”

Paul Salisbury, vice president of Enterprise Support at 
Rackspace, has worked with Roberts at two different 
companies during the last 10 years. “Wayne’s high degree 
of personal integrity and his principle-based approach to 
managing teams are the two things that truly distinguish his 
leadership style from others,” Salisbury said. “He is very much 
a servant leader and is unwilling to compromise his values or 
beliefs in any situation. He develops incredibly strong personal 
relationships throughout his organizations from his direct 
managers all the way down to his front-line employees, and 
this creates a significant amount of loyalty and allegiance 
across his teams.” 

EMPOWERING EMPLOYEES 

Given his predisposition and strengths, it should come as 
no surprise that Roberts is not inclined to use a command-
and-control leadership style. He prefers a more empowering, 
decentralized model in which he pushes decision-making 
authority to employees as much as possible. 

One of the ways he accomplishes this is by first defining and 
aligning with the objective and how success will be measured. 
He then sets general parameters for team members to operate 
within, which he calls “guardrails.” He then gives employees 
the autonomy to make decisions as they see fit, as long as 
the objective is achieved and they stay within the guardrails. 
Roberts tries to set the guardrails wide enough to encourage 

loyalty. Deployed by world-class organizations such as 
Nordstrom, Southwest Airlines, Apple and Rackspace, the 
tool grades companies from 1 to 10 (with 10 being the best) 
based on clients’ responses to The Ultimate Question: How 
likely is it that you would you recommend the company to a 
friend or colleague? (To measure employee satisfaction, the 
tool asks employees if they would recommend the company as 
a place to work.) If a client (or an employee) rates the company 
9 to 10, it is considered a Promoter. Detractors are those 
responding 0 to 6. The Net Promoter Score is the percentage 
of Promoters, less Detractors.

“The Net Promoter System, which includes a robust root cause 
and closed loop process, is an important clarifying metric 
that ensures our people’s behavior is properly aligned with 
what’s most important to our company,” Roberts said. “And 
we use it for measuring customer and employee engagement. 
Our primary objective is to create promoters among our 
clients and employees. So whether our employees are dealing 
with upset clients voicing complaints or simply responding 
to client questions, their job is to address client needs 
and create Promoters.”

Roberts and the Accruent leadership team have also started 
“gift-wrapping” their emails to employees as a means of 
improving the company’s fundamental execution capability. 
They have adopted a common nomenclature for their email 
subject lines that places every email into categories: INFO 
(read this when you get a chance); REQUEST (can you 
provide something for me); DELIVERY (deliverable you 
asked for); ACTION (need you to act on something); and 
DECISION (read and decide something). “After making sure 
the subject line is very clear, we format the body of the email 
in an ‘answer first’ format,” Roberts said. “We call it gift-
wrapping. While this approach requires a little more effort 
and forethought from the sender, it saves the receiver tons of 
time. It is servant leadership via email, if you will. It provides 
huge lift to our team.” 

Roberts also relies on tried-and-true leadership practices 
that convey authenticity and humility. In addition to having 
literally an open-door policy for all Accruent employees, he 
schedules time for KTBR or “keep the business running” and 
MBWA or “management by walking around.” He also hosts 

innovation but not so wide as to put things at risk. “If you have 
a junior team where there’s been turnover from people being 
promoted or new employees coming on board, you might 
need to tighten up the guardrails a little bit,” he said. “Then, 
over time, as trust is built up and a successful track record 
demonstrated, you can loosen the parameters.”

By decentralizing decision-making authority and empowering 
employees, Roberts creates a culture in which people are not 
afraid to fail. He makes a point to recognize employees for 
making “healthy mistakes,” when an individual was operating 
within the guardrails and made a logical decision that turned 
out to be wrong. He wants publicly to encourage that kind of 
employee behavior, particularly when employees own up to 
their mistakes. 

At Rackspace, Roberts and his leadership team once created a 
brown bag forum where lead technicians would come in and 
discuss their mistakes. “It was a safe environment in which 
employees could share the lessons they learned from their 
mistakes so others would not commit the same errors,” he 
recalled. “We eventually started to reward those employees 
for sharing their missteps. It’s not an intuitive thing to do—
highlight mistakes. But it fosters a safe and open environment 
in which people are not afraid to make mistakes. Otherwise, 
you stifle creativity and innovation.” 

Roberts also encourages his employees at Accruent to 
recognize patterns in client problems and client requests 
as well as to analyze the root causes of those that come up 
repeatedly. “From a process improvement standpoint, I want 
to empower my teams to identify recurring problems, seek to 
understand what’s causing them and then proactively make 
changes that could better serve all our clients in the future.”

LEVERAGING INNOVATIVE TOOLS ALONG WITH 
TRIED-AND-TRUE PRACTICES

Another tool that Roberts and his leadership team use is the 
Net Promoter SystemSM, developed by Fred Reichheld, a 
Fellow at Bain & Company and bestselling author, to help 
companies achieve success through customer and employee 

roundtable lunches for employees twice a month and will cover 
all the company’s office locations over the course of a year. At 
the lunches, he meets in a casual setting with employees to 
discuss issues they are interested in. “If I don’t have answers 
to their questions, I tell them as much and commit to finding 
the answer for them in a timely manner. These structured 
and unstructured interactions with employees give me a 
chance to demonstrate that I’m committed to being physically, 
emotionally and intellectually accountable to them.”

Max Thoene, vice president of Services at Accruent, has 
worked with Roberts for more than 14 years at three different 
companies. During that time, Thoene has witnessed the public 
and private side of his servant leadership style. “I have seen 
Wayne rise to the top of the ranks but never lose touch with 
the fact that he is there to serve and protect those employees 
he is responsible for. I have seen him literally lay down his 
badge on the table with CEOs and presidents in defense of his 
teams—and people on those teams—when he was the only 
one who had the guts to say and do the right things regarding 
the human aspect of the business. I can honestly say that after 
spending a decade in the Marine Corps, where leadership 
is taught from day one, and two decades in the corporate 
world, Wayne is hands down the best, most effective and most 
engaging leader I have ever served with.”

PAYING IT FORWARD

In “True North: Discover Your Authentic Leadership,” 
authors Bill George and Peter Sims talk about different 
phases of a leadership career, including preparing for 
leadership, acting on leadership and paying it forward—when 
an experienced leader repays good deeds to others instead of 
to the original benefactor. The notion of paying it forward 
continues to be central to Roberts’ thinking and style. 

“I am very lucky and blessed, and I’ve been incredibly 
fortunate throughout my career,” he said. “Sometimes I 
benefitted from the good timing of new opportunities that 
presented themselves. Plenty of other times it was somebody 
looking out for me. As I start to think about what life might 
hold for me in the next chapter, it’s more important than ever 
for me to focus on helping those around me to realize their 
potential and achieve success.”

“Built to Serve,” Dan Sanders 

“Drive,” Dan Pink 

“Good to Great,” Jim Collins 

“Now, Discover Your Strengths,”  
Marcus Buckingham

“Switch,” Dan and Chip Heath and Dan Heath  

(as well as “Decisive” and “Made to Stick”) 

“The Five Dysfunctions of a Team,” Patrick Lencioni 

“True North: Discover Your Authentic Leadership,” 
Bill George and Peter Sims

WAY N E’ S  R EC OM M EN DED  R E A D S :

Roberts prefers an empowering, decentralized leadership style that 
allows employees to leverage their strengths and passions.
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Ways to engage

Alumni 
update

Mays Business School provides former students with numerous 
opportunities to expand their professional networks, enhance 
their business knowledge, reconnect with fellow alumni and 
tap into top talent. We encourage you to find a way this year to 
re-engage in the life of your alma mater that’s right for you.

ATTEND FREE EVENTS

From the MBA Programs Alumni Tailgate in College 
Station each fall to the Summer Learning Seminar at our 
CITYCENTRE Houston facility, Mays hosts a range 
of annual events for our former students. These events 
are designed to help you stay in touch with classmates, 
make valuable professional connections, enrich your 
understanding of business and participate in Texas 
A&M’s rich traditions with fellow members of the Aggie 
Family. You can find a complete list of 2015 events at 
mays.tamu.edu/alumni/calendar.

ENHANCE YOUR BUSINESS KNOWLEDGE AND 
TOOLKIT

The Center for Executive Development (CED) offers open-
enrollment courses to help former students and other working 
professionals hone their skills in key areas to advance their 
careers. These courses take place at CITYCENTRE Houston 
and typically last one to two days. They are designed to 
provide you with relevant knowledge and practical tools you 
can immediately apply at work to achieve positive results and 
advance your career.

Course topics include finance and accounting, leadership, 
project management, internal marketing for employee 
engagement, and social media.

CEU credits are available for all courses, and PMI credits 
are offered through the project management course. For 
a complete listing of courses and more information, visit 
mays.tamu.edu/openenrollment.

OFFER CAREER ADVICE TO CURRENT AND 
FORMER STUDENTS

As Mays’ current students develop their career management 
plans, they benefit greatly from the advice of working 
professionals and business leaders across industries. Our 
network of more than 50,000 former students represents a 
valuable resource to students in these efforts. The Career 
Management Center (formerly Graduate Business Career 
Services) recently launched a new online tool to help students 
and alumni harness the power of the Mays Network.

AGGIEvisors @Mays (aggies.evisors.com) enables 
former students to serve as advisors to current MBA and 
master’s students as they prepare to take the next step in their 
careers. Former students can also use the new tool as advisees 
benefiting from the counsel of more experienced alumni.

HIRE MAYS STUDENTS

If you are interested in finding out more about recruiting 
Mays students, if you want to post a full-time job or 
internship opportunity, or if you need help scheduling 
student interviews on campus, contact Kim Austin, director 
of the Career Management Center, at 979-845-1998 or 
kaustin@mays.tamu.edu.

MBA fuels rapid growth 
for value-add executive
As a former member of the Texas National Guard serving 
in the U.S. Army Reserves and the recipient of numerous 
American Business Awards, including Executive of the Year, 
Maverick of the Year and Turnaround Executive of the Year, 
Bridgette Chambers, EMBA ’08 knows a thing or two about 
leadership and results. Despite her considerable success, she 
sensed at one point there were additional tools available that 
would help propel her career to the next level. 

“I had reached a point in my career where I knew that the 
success I had achieved would not be repeatable—nor would 
the failures I avoided be consistently avoidable—if I did not 
improve my comprehensive understanding of business and 
finance,” Chambers said. “I recognized that the MBA was the 
right path to acquire that insight and knowledge.”

As Chambers began to research different Executive 
MBA programs, she evaluated Rice, University of Texas, 
Northwestern and Notre Dame along with Texas A&M  She 
ultimately selected Mays Business School because of the 
respect for tradition and the work ethic that envelop the 
school’s curriculum and study. “I would be proud of my own 
accomplishment if I had obtained my MBA from another 
university,” she said, “but with A&M, I am proud of myself 
and my Aggie affiliation.”

In the Mays Executive MBA program, three things stood 
out as being most impactful to Chambers. First, the program 
emphasized utilizing a team approach. Second, the Capstone 
project required students to apply numerous competencies in 
a comprehensive manner. Third, the “executive nature” of the 
course structure allowed her to test her new knowledge and 
skills in the marketplace as well as at her place of employment. 

“The net effect of these three elements was a rigorous 
educational experience that was thoroughly grounded in 
the real world; one in which I learned as much from my 
classmates as I did from my professors,” she said.

After graduating from the program, Chambers transitioned 
her career from serving as an entrepreneurial CEO of 
several small start-ups to taking the helm of larger, more 
complex organizations, including Americas’ SAP Users’ 
Group (ASUG), the world’s largest independent community 
of professionals using SAP solutions, and Constellation 
Research, a research and advisory firm focused on disruptive 
technologies. Today, as the president and COO of Nite Group, 

she works with clients as diverse as Novus International and 
Perdue Farms to help them achieve significant operational, 
financial and programmatic transformations.

Chambers attributes the possibilities for career transformation 
to the business tools that can be acquired in the Mays 
Executive MBA program. “You learn how to measure not just 
monetary worth but also intangible value. As a result, you can 
determine which investments to green light or to stall, as well 
as how to hold the stakeholders charged with those specific 
initiatives accountable for delivering planned value,” she said.

Chambers is also quick to point out the importance of the 
“softer” leadership skills she developed at Mays. “I gained the 
ability and confidence to build strong teams of experts capable 
of solving complex problems, creating a culture of innovation, 
aligning operations to a corporate vision and growing a 
company’s bottom line,” she said. “I have also learned that 
a leader’s ability to truly lead sometimes means getting out 
of the way… and this insight was validated numerous times 
during my MBA experience.”

As for professionals who are considering an MBA to elevate 
their career, Chambers offered some advice: “Do not put 
off the decision to apply for another year, quarter or even 
month! With an MBA, you will better understand your past 
experiences and more effectively guide your future. You 
will also be able to communicate risk, value and return in a 
language that differentiates you from those who did not arm 
themselves with the right knowledge or education.”

ALUMNI PROFILE: 

BRIDGETTE CHAMBERS, EMBA ’08
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Multifaceted support 
boosts MBA programs 
In 2014, Amy W. ’83 and James “Jim” R. Stolarski ’83 
made a $100,000 gift to Mays Business School to endow a 
scholarship for students in the school’s MBA programs. The 
generous investment in the future of Mays represented the 
latest act in Jim Stolarski’s long history of alumni engagement 
and selfless service to the school. 

After graduating from Mays with a BBA in finance in 1983, 
Stolarski built a successful 27-year career at Accenture, 
where he became a partner and rose to the position of 
managing director. In 2012, he retired from Accenture and 
began providing consulting services as founding principal at 
Nextesse, LLC. He attributes much of the success he’s enjoyed 
as a consultant to the skills he developed as a student of 
Mays. “I built a strong foundation in accounting and financial 
analysis, learned how to really understand corporate financial 
statements and gained a serious appreciation for the numbers 
and the details,” he said. 

Stolarski also expressed appreciation for the softer skills he 
acquired at Mays, such as learning to develop a professional 
network, as well as the lifelong friendships he began to forge 
while in school. “A&M was all about character and what we 
now refer to as ‘core values,’ but it just wasn’t as out in front as 
it is today,” he recalled. “Your character is your currency and 
if trust is ever lost, it is extremely difficult to regain.” 

Since his first recruiting trip to Texas A&M in 1985, Stolarski 
has remained engaged with his alma mater. He has served 
as a guest speaker on several occasions, including making a 
presentation to graduate management students in 2012 as part 
of the Dean’s Distinguished Executive Speaker Series. He also 
serves as president of the Northern Nevada A&M Club, and is 
a member of the Dean’s Development Council for the George 
Bush School of Government and Public Service.

Today, Stolarski focuses most of his alumni energies with 
the Full-Time MBA program, serving as chair of the MBA 
Alumni Advisory Board. He travels to College Station from 
his Nevada residence at least three times a year to meet with 
the board. “Jim tirelessly promotes the development of the 
board and has overseen the introduction of a number of 

networking events to promote mentoring and address content 
needs of the students in areas such as sales skills, choosing a 
career or changing careers,” said Full-Time MBA Director 
Patti Urbina. 

Stolarski and his wife had been planning to make a major gift 
to Mays for some time; but it was the announcement of Former 
Dean Jerry Strawser’s departure to become CFO of Texas 
A&M that provided the final impetus for the Amy W. ’83 and 
James R. Stolarski ’83 Endowed MBA Scholarship. “Jerry did 
so much for Mays during his tenure as dean, and we wanted 
to honor him for that, especially since he’s a fellow member of 
the Class of 1983,” Stolarski said.

For Stolarski, serving on the advisory board is about more 
than writing a check, it’s about giving back in a personal 
manner, having the opportunity to mentor students, build 
relationships and help the leadership achieve their mission. 
His return on this investment of time comes in the form of 
lasting friendships he has developed and his sense of staying 
connected to the university. 

Stolarski offered some advice to fellow Mays alumni who are 
considering getting involved in the life of the school: “Pick up 
the phone and call somebody; a professor, an administrator or 
the dean. The opportunities for alumni to engage directly at 
A&M are many and widely varied.” 

Jordan boasted about the students’ accomplishments already–
getting into Texas A&M University and Mays. “This is a very elite 
group of people,” he said. “It’s fun to see what a great group of 
leaders we have coming up.” 

He told the students to always remember someone might be 
watching how they work. He said he has not applied for any job 
promotions. Instead, he was approached about every one of them. 

Jordan shared some pointers with the students:

• Work hard and be ready for whatever comes up. 

• Try to work with a company that is great to work with, and 
where you enjoy working.

• Realize there is a lot more to life than work. Achieve balance.

Mays undergraduate Angela Lowak commented afterward on 
Jordan’s easygoing, friendly demeanor. “My biggest takeaways 
from this professional development event are the importance of 
sticking to what your company is known for despite potential 
revenue and also the effectiveness of efficiency to create revenue,” 
she said. “Mr. Jordan also was a good example of a humble and 
well-balanced leader.” 

Alan Clayton called the interaction with Jordan “one of the most 
interesting encounters of my semester.” Clayton said: “He had 
many interesting insights regarding how Southwest has made an 
effort to distinguish itself as the most successful airline in the world. 
The way he spoke about the remarkable firm made us question, 
‘Well, why doesn’t every airline do the same thing?’ However, 
at a closer glance, it’s clear the amount of conflicting balls the 
C-Suite has to juggle–such as low fares, low costs, high efficiencies 
and high wages–is incredibly difficult and requires a uniquely 
effective team.”

Southwest Airlines Executive Vice President Robert 

Jordan went straight for the heart when he revealed the 
story behind the company’s effort to refresh its brand. 
He showed a video of employees sharing stories about 
how they had accommodated and interacted with their 
customers, from saving a lost teddy bear to keeping a 
military family together as long as possible before the 
husband/father was deployed.  

“Our employees’ mission every day transcends their daily 
duties,” said Jordan, who is executive vice president 
and chief commercial officer, overseeing marketing, 
advertising, network planning, revenue management, and 
the call centers. “It’s about creating moments that are important 
to our customers: $20 too high or 20 minutes too late and that 
opportunity is gone. What is really wonderful about Southwest is 
that the caring is real. It’s inculcated in our employees.”

Jordan is also president of AirTran Airways, which Southwest 
acquired in May 2011. The AirTran acquisition increased the size 
of Southwest by 20 percent. Southwest completed the integration 
of AirTran into its operations in December.

Southwest is the largest domestic carrier in terms of passengers 
boarded, and the second-largest in the world. It is a large and 
loyal fan base, and has unique customer-friendly policies like no 
bag fees and no change fees. Yet despite these strengths, company 
leaders have been concerned that the brand had lost a bit of its 
edge as a maverick, and that the visual identity had not kept 
pace as the brand had evolved. “Compared to just five years ago, 
Southwest now offers international service, onboard satellite-
based wifi, free live TV, and free streaming music in partnership 
with Beats Music.” As part of the refresh, the company decided to 
emphasize the core brand values that have made it so successful 
since it started in 1971, the unique connection its employees have 
with their customers. The new tagline, “without a heart, it’s just a 
machine,” does just that. The centerpiece of the visual campaign, 
a tricolored heart with silver accents, is on the belly and at the 
door of every plane. Jordan said the airline’s brand refresh was 
meant to build on the company’s proud history, not run from it. 

“The new branding is loyal to our past, but expresses the company 
we have become, and our future.”

While at Mays, Jordan spoke with groups of Business Honors 
undergraduates and MBA students. His presentation to the 
MBA students was informational, but all the students enjoyed the 
informal setting of the roundtable discussions.

Southwest, AirTran executive shares fresh 
marketing direction

EXECUTIVE SPEAKERS
PROFILE OF ALUMNI ENGAGEMENT: 

JIM STOLARSKI, BBA ’83
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In a series of presentations to Mays undergraduate and 
graduate students, General Josue “Joe” Robles captivated 
his audiences by advising them to “never graduate.” Robles 
elaborated on this message by emphasizing the importance of 
lifelong learning in building a successful career and cultivating 
an engaged workforce. 

As president and CEO of USAA and a retired U.S. Army 
officer who served on numerous active duty posts as well as 
director of the Army budget and commanding general of the 
1st Infantry Division (the Big Red One), Robles knows a thing 
or two about professional development and leadership. He 
shared a number of insights gleaned from his 28-year military 
career and his experience leading one of the world’s most 
successful diversified financial services firms.

In an intimate roundtable discussion over lunch, Robles 
offered advice to Business Honors students as they prepare to 
graduate, apply for jobs and begin their professional careers. 

“You need to know yourself, your preferences and tendencies,” 
he said. “How are you different from other job candidates? 
What do you bring to the table that is truly unique?” 

Robles also stressed to the students the importance of 
following their passion, citing the example of one of his 
sons, who has recently embarked upon a PhD in biomedical 
sciences in hopes of discovering a natural, non-chemical 
cure for cancer. He noted that internships provide students 
with a great opportunity to “test the waters” to see if the 
organization—namely its mission and core values—along 
with the work itself will hold their interest over the long haul. 

Even as students graduate and begin a new chapter in their 
lives, Robles stated that “never graduating” is the most 
important factor in building a successful career. “You have 
to be committed to learning new skills and acquiring more 
knowledge throughout your life,” he said. “That will be the 
key to enjoying a satisfying career and continuously delivering 
value to your employer.”

When asked about the differences between leading in the 
military and leading in the civilian world, Robles commented 
on some of the changing generational attitudes today. “When I 
was coming up through the military ranks, leaders gave orders 
and expected them to be followed,” he said. Commanders, 
he noted, didn’t have to focus as much on their “softer” 
communications skills or provide explanations about why an 
order was being given. “The workplace today has become 
more collaborative and more team-oriented. The younger 
employees want to know the ‘why’ behind leaders’ decisions. 
So to cultivate an engaged workforce—where employees 
understand, accept and embody your mission and core values 

through their customer interactions—leaders must commit 
much more of their time to communicating with employees.” 

Robles delved into his leadership philosophy during his 
afternoon presentation to a group of Full-Time MBA students. 
As a backdrop for this discussion, he noted the three mandates 
given to him by the USAA Board of Directors when he took 
over as president and CEO of the company in December 
2007. “The great recession had just begun,” he said, “so the 
Board made it clear that I could not let the company sink like 
so many other companies in the U.S. and abroad. But just 
as important, they wanted me to improve the morale of the 
troops and reconnect the company with the communities in 
which we operated.” 

One of his first initiatives was to implement a formal 
leadership development program ultimately focused on 
improving overall employee engagement. “I knew from 
experience that if you take care of your employees, they 
will take care of you,” he said. USAA’s enviable 16-percent 
attrition rate for its contact center employees (compared to an 
industry average of about 35 percent) speaks to the success of 
the company’s efforts in this area. 

Robles also knew he needed to create a safe and open 
environment in which employees felt comfortable sharing bad 
news as well as good news with their managers and the USAA 
leadership team. To engender that kind of trust, he increased 
his communications with employees through casual “walk 
around” conversations as well as small group meetings. 

Robles also noted that most big mistakes in companies 
are the result of breakdowns in character, so he redoubled 
USAA’s efforts to inculcate its core values in all employees. 

“We emphasized that taking care of our members (USAA’s 
customers) was more important than focusing on our 

CEO’s message to “never graduate” captivates 
undergraduate and graduate students

profitability,” he said. “Acting in the best 
interest of our members has always served as a 
guiding principle for everything we do.” 

When asked by a student about the greatest 
hurdle facing USAA and other companies in 
the coming years, Robles stated unequivocally 
that leaders’ ability to manage the people 
equation represents the biggest challenge. “In 
a global marketplace where your workforce is 
becoming increasingly diverse along gender, 
racial, cultural and generational lines, the 
ability to attract, train and retain talent will 
spell the difference between success and 
failure,” he said.

“General Robles stated that in order to build 
a successful company or become a successful 
leader in the business world, you must have 
strong core values and professional ethics,” 
said Business Honors student Michael 

Formella. “But even after you attain success, 
he made it clear that you must never be 
satisfied. The company, along with its leaders, 
must always challenge themselves and their 
employees to learn more every day.”

Todd Storch ’91 shared more than a typical business success 
story when he spoke recently to a nonprofit business class and to 
students from the Freshman Business Initiative.

BUSN 302, which teaches students about the nonprofit sector, is a 
required component of Mays Business School’s Certificate in Not-
for-Profit Business, which allows students to tailor their education 
toward a career of service.

“We know our graduates will inevitably work with, for or 
alongside a nonprofit at some point in their careers,” said 
Academic Advisor Kyle Gammenthaler ’11. “The Certificate in 
Not-for-Profit Business prepares students to engage in productive 
interactions with members of their communities.”

Storch holds a bachelor’s degree in accounting from Texas A&M 
and was also part of the Fellows Program at Mays. His family’s 
life took a drastic turn in 2010 when his 13-year-old daughter 
Taylor passed away after a tragic skiing accident. Today, Storch 
is president and founder of Taylor’s Gift Foundation, a nonprofit 
organization founded in honor of his daughter.

Taylor’s Gift is a multi-faceted organization. In addition 
to seeking to increase the number of official organ donor 
registries, it provides financial gifts to those touched by organ 
donations; encourages a positive view of organ donation; awards 
scholarships to graduating seniors; and sponsors lodging for 
pre-transplant and post-transplant patients and their families at 
Nora’s Home in Houston.

Nail polish company OPI has even created a color of nail polish 
named “Taylor Blue,” which is for sale on the Taylor’s Gift 
website. Proceeds from the sales go to the foundation.

Nonprofit founder delivers a message 
of hope and giving to Mays students

Storch’s message had a profound 
impact on the students. “It 
was inspiring to hear the 
positive impact that has come 
through Taylor’s Gift, and it 
made me consider the legacy 
and value of my own life,” 
said Emily Anderson.

Some students even became organ donors after hearing Taylor’s 
story, including Lauren Lockemeyer. “Because of everything I 
had heard, I went to the website and looked into organ donation 
further,” she said. “I am now a registered organ donor!”

Anderson and Kate Rohrbough even took action by leading a 
group of students to participate in MaysFest on behalf of Taylor’s 
Gift. MaysFest is a semiannual event held outside Mays Business 
School that includes food, games and entertainment.

The students hosted a table at MaysFest with the goal of raising 
awareness for the work that Taylor’s Gift does. Following 
the organization’s tagline “Outlive Yourself,” students were 
encouraged to write down a way in which they plan to outlive 
themselves and then take a picture with their statement. 
They also were invited to try out the Taylor Blue nail polish 
on one fingernail.

Storch said he hopes, through the Taylor’s Gift Foundation, to 
ultimately transform a tragedy into a message of hope. Some of 
the students he spoke with said he is well on his way. “Taylor’s 
Gift sends a message that even in the dark times of life, light can 
shine through,” said Jacob Renfro. 
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From the stockroom to the boardroom, Blake Nordstrom 
has spent nearly his entire life devoted to the success of his 
family’s 115-year-old, Seattle-based business.

On March 11, the first-time visitor to Aggieland presented the 
2015 keynote at the M.B. Zale Visionary Merchant Lecture 
Series, honoring innovation and the advancement of retail in 
the name of the M.B. and Edna Zale Foundation and hosted 
by the Center for Retailing Studies (CRS).

Venkatesh Shankar, the CRS’ research director, led a 
question-and-answer session in which Nordstrom detailed the 
company’s keys to success, promise and outlook for growth, 
and career advice for a full house in Mays Business School’s 
Ray Auditorium.

Since 1901, the Fortune 500 company has set its sights on 
being a forward-thinking retail business and has received 
numerous awards and recognition for its contributions to the 
industry. However, it wasn’t until the 1950s that Nordstrom, 
Inc. expanded beyond shoe sales and began the fast track 
toward its current position as a leader in fashionable apparel.

In 2014, Nordstrom named Texas A&M University a core 
partner school for recruitment in stores, headquarters roles 
and increasingly tech-savvy hires.

Nordstrom said he was attracted to visit Texas A&M by its 
sense of community, reputation and “the key ingredient for 
our business [of ] people – talent.”

When he spoke, Nordstrom quickly dove into sharing the 
company’s business strategy by emphasizing the importance 
of paying attention to customers. “We live in an age where we 
have immediate access to things, especially at our fingertips, 
concerning fashion, product, price and availability,” he said.

Nordstrom president emphasizes people first and 
the need for speed

FOUR-LEGGED CHAIR

Nordstrom provided an illustration of a four-legged chair 
to explain the company’s composition, which has created a 
launch pad for success and growth. He identified:

1. Full-line Nordstrom stores: Posting $7.7 billion in sales, 
Nordstrom’s brick-and-mortar sites make up 60 percent 
of the business. Although there is a large investment 
nationwide, the company has experienced multiple 
challenges from housing their stores in mall-based 
environments.

2. eCommerce and online sales: This is the fastest-growing 
area of business for the company.

3. Nordstrom Rack stores: Attracting the younger, 
aspirational generation, the Rack is an expanding 
channel for Nordstrom. The off-price model targets an 
entirely new demographic and method to gaining new 
customers and paving way for new merchandising in full-
line stores.

4. On-line off-price: As Nordstrom said, it’s all about 
acquisition “in the name of speed.” By acquiring flash 
sale site HauteLook in 2011, the company can compete 
with Amazon, offering dynamic price strategy online, 
increasing momentum and sales, something that cannot 
be done quickly in-store.

The “multi-channel” chair, combined with Nordstrom’s 
exceptional and unique approach to customer service, creates 
a seamless environment for the company that cannot be 
replicated. When companies follow the inverted pyramid and 
place the customer on top and senior executives on the bottom, 

“When we think about what [they] value the most, it gives us 
the most clarity of how we should focus our time, energy and 
money where the business is going,” Nordstrom said.

CHALLENGES FACED

Death of the mall 

As Nordstrom mentioned, malls pose a unique challenge but 
also provide opportunity for looking outside the confinements 
of being in-store. With the increase in ecommerce, retailers, 
including Nordstrom, are sensitive to a third-year decline in 
foot traffic in malls across America. The company has had 
to identify, expand and take more risks, because “if you don’t 
take [them], you just add age to yourself as a retailer.”

Amazon.com 

Although Amazon was identified as one of the top competitors 
for the company, Nordstrom was quick to commend the online 
giant as a leader in expedited decision making and “laser 
focus on the customer,” even when it means taking a financial 
loss. Especially in Seattle, the two compete for jobs, talent 
and square feet. Amazon also has infinitely more fulfillment 
centers than Nordstrom, coming in at around 50 versus 
Nordstrom’s two, with an additional three on the way.

People culture 

Nordstrom uses the saying “from service to sales,” because 
customer-based service influences every aspect that makes 
the company run successfully, including board members 
and stakeholders.

The company is working on a number of ways to cater to 
different audiences and customize service. According to 
Nordstrom, “If someone wants to spend an hour [in our 
stores], great, we should be able to do that. But, if they want to 
get in and get out in five minutes, that’s good service too.”

He also emphasized the importance of his 60,000 team 
members, saying he hopes each person comes to work highly 
motivated and knowing they are making a tremendous impact 
as the face of the company.

This is also true of how the family operates the business. 
“We have a team approach,” he said, “Everyone leaves our 
meetings on the same page and because we all work together, 
our outcome is richer.” In fact, Nordstrom would rather be 
invisible as to not detract from the company’s mission of 
people, not person, first.

Maintaining a company culture of treating everyone 
with value and importance remains at the forefront 
of Nordstrom, Inc.

WORDS OF WISDOM

As a father of two, Nordstrom understands the stresses of 
transitioning from higher education to the job market. With 
anywhere from five to eight career changes in a lifetime, 
he said, it’s important to shift your focus early on to your 

“experiences [and] how you are in control of the few things 
you actually own, which are your character, reputation and 
integrity.” Instead, he advised, ask yourself how those traits 
can help you open doors.

He also mentioned the importance of having a “truth teller” or 
mentor with whom you can be open and honest, even in your 
failures. Often, the biggest learning moments occur during the 
worst situations and it’s essential for you to be able to put it all 
into perspective. Having someone else to talk things through 
can help you do that.

GOAL SETTING

During the final portion of the lecture, Nordstrom touched 
upon the company’s expansion into Canada and plans for 
future growth across the United States.

Nordstrom has set some high goals in the next several years, 
including a goal of $20 billion in sales by 2020 and a new store 
in New York, opening in late 2018. The 300,000-square-foot 
store will span seven floors and employ more than 2,000 team 
members. It will be located in the second-highest building in 
the city and will overlook Central Park and Columbus Circle.

Nordstrom added, “We don’t really need more stores, 
but instead need to expand and improve on what 
we are currently doing.”

Nordstrom’s “Multi-Channel” Chair

Full-line Nordstrom stores

eCommerce and online sales

Nordstrom Rack Stores

On-line off-price
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Throughout his 20 years of experience in the energy industry, 
Michael Garberding ’91 has witnessed both the growth and 
decline of major energy companies. We are in the midst of 
what he calls an “energy renaissance,” and he spoke with 
a group of Business Honors students about implications for 
companies in this industry.

Garberding is executive vice president and chief financial 
officer of EnLink Midstream, an integrated midstream 
company formed in 2014 by combining the midstream 
assets of Devon Energy and Crosstex Energy. Before joining 
Crosstex in 2008, Garberding held positions at TXU, Enron 
and Arthur Andersen LLP. He holds a bachelor’s degree 
in accounting from Texas A&M and an MBA from the 
University of Michigan.

During his time at TXU, he helped navigate the business after 
it became deregulated and subsequently underwent a major 
restructuring. After joining Crosstex, he saw the business face 
challenges associated with two hurricanes and the collapse of 
the financial market.  

According to Garberding, successful companies are able to 
survive these types of challenges by managing three things: 
company culture, risk and the balance sheet. Unfortunately, 
many companies, such as Enron, have failed because of their 
inability to manage these aspects of the business.  

“The opportunity to interact with a C-Level executive for 
a major oil company was incredible,” said Nicholas Davis. 

“Mr. Garberding was very open to any questions, and his 
experience at Enron before its collapse was particularly 
interesting to me.”

Garberding focused especially on the importance of creating 
a positive and supportive company culture. He emphasized 
the need for employees to be able to work together to get 
things done, noting that he works with other people at least 50 
percent of the time. “The people and culture you see in your 
career is so important,” said Garberding. “If you have a bad 
culture, you lose.”

“Mr. Garberding was a very interesting speaker,” said Ian 

Wood. “He stressed that business culture is key and that 
people are the most important aspect in every company.”

“Everything comes back to the people,” 
says Enlink CFO

Garberding said he has been able to use his personal 
connections to find new career opportunities, even when 
the market was performing poorly. “All my jobs have come 
through relationships,” he said.

He described EnLink’s five relationship principles:

• Care: Showing appreciation for others and caring about 
their success

• Know: Spending time with others and understanding 
their needs

• Communicate: Taking advantage of every opportunity to 
interact with others

• Plan: Have a purpose for every interaction. Every 
interaction is an opportunity.  

• Deliver: Doing what you say you will do, going the extra 
mile and fixing your mistakes

Garberding also outlined the company’s “Keys to Success,” 
including a foundation built on relationships and a focus on 
safety, financials, customer service, engineering /operations 
and commercial development. “These are things you have to 
have to be successful before you even talk about the business,” 
he said.

“I thoroughly enjoyed listening to Mr. Garberding talk about 
his experiences and takeaways from his professional life and 
career,” said Drew Faith. “He furthered my beliefs about the 
importance of relationship building in regards to creating 
both a rewarding career and a successful company.”

Lastly, Garberding encouraged the students to take advantage 
of any and all opportunities even when situations are tough. 

“The best opportunities arise when things are bad,” he said.
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Friends create 
scholarship fund 
to honor memory 
of Aggie  

A host committee, chaired by Trey Able ’98, organized a 

golf tournament at Miramont Country Club in Bryan, and 

almost 100 people showed up to play and share stories 

about Clay. He had built a network of friends as a � nance 

student at Mays, then as senior vice president of corporate 

banking with Texas Capital Bank. He and his family had 

deep roots in the Boerne community where they lived.

Able said he wanted to do something that would honor 

Clay. “It wasn’t all about golf. It was about getting 

together all these people who were from the different 

areas of Clay’s life and allowing them all to share 

stories and bond over his memories,” Able said. “We 

had carpools of people from lots of different areas of 

the state and different areas of his life. Most of them 

had never met, but they had Clay in common.”

The tournament netted $75,000 – enough to create 

a college fund for the two Aderholt children along 

with the Clay Aderholt ’99 Memorial Scholarship 

Fund, which provides two-year scholarships 

for four full-time Mays undergraduate students 

who are members of Aggie Men’s Club. 

Allison raved about the golf event – especially the 

goodie bags � lled with “Clay’s favorites”: A koozie 

in his favorite camou� age pattern and a chocolate 

chip cookie. The location of the tournament was 

� tting, too, she said, because he loved Aggieland 

so. “I felt like Clay bled maroon more and more, 

the longer he was away from there,” she said.

When the time came to select the scholarship recipients, 

the committee was headed up by Ben Welch, who 

is an academic advisor for Aggie Men’s Club as well 

as an assistant dean at Mays’ Center for Executive 

Development and a clinical professor in the Department 

of Management. That was � tting because Clay “really 

looked to Ben as a father � gure,” Allison said. 

At the 2014 Mays scholarship banquet, Clay’s wife, 

best friend and mentor got to sit with the recipients 

of his scholarships. “It was an honor to meet them 

and to hear about their plans,” Able said. “Even 

though they didn’t know Clay, they were carrying 

on his dreams, and that was good to hear.”

Ricky Grif� n, interim dean of Mays Business School, 

expressed his appreciation for the project. “A gift 

that bene� ts our students while also honoring the 

memory of one of our beloved alumni often carries 

special signi� cance,” he said. “The futures of Clay 

Aderholt’s wife and children have been eased 

by the generosity of so many of his friends.”

S econd only to his family and friends, 

Clay Aderholt loved Texas A&M 

University, Mays Business School and the 

Christian fraternity Aggie Men’s Club. 

After Clay died in a car accident in May 

2013 at age 36, a group of his best friends 

wanted to raise money to help Clay’s wife 

Allison and their two young children. 

B E N E FAC T O R

� ank you.
Words cannot express the depth of 
our gratitude for all you do for the 

students, faculty, staff and programs 
at Mays Business School.

Financial contributions are key 
to supporting the school, and 

are treasured. With such funds, 
experiences become possibilities.

Beyond committing � nancially, many of 
you give the immeasurable gift of time. 

For our students, time with business 
leaders is priceless, and many of you 
graciously give numerous hours each 

semester in the classrooms, in roundtable 
discussions and at your places of business.

Again, we say thank you.
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Investment banker 
bolsters Aggies on 
Wall Street program

C raig R. McMahen ’89 helped found the Aggies on 
Wall Street program, and has provided a way to 

expand it so that sponsorships are available to the students. 

He has committed $50,000 to establish the Craig 
R. McMahen ’89 Aggies on Wall Street Endowment 
Fund, which will be used to support students 
participating in the Aggies on Wall Street program 
and the program itself. He also added $50,000 to the 
previously established Craig R. McMahen ’89 Fund for 
Excellence in Teaching and Research in Finance.

Aggies on Wall Street was created in 1995 to help top 
students who want to compete at the highest levels in 
�nance.  A committee selects 20 students every year to 
travel to New York City for two weeks and meet with 20 to 
30 different �nancial companies, usually hosted by Aggie 
alumni. This experience introduces students to individual 
companies and different industries including investment 
banking, private equity, trading, hedge funds and equity 
research. Additionally, it gives young Aggies a network on 
Wall Street, historically reserved for Ivy League schools.

“Finance Professor and Department Head Sorin Sorescu 
and former Mays Dean Jerry Strawser got behind several 
of us and had the vision and persistence to grow the 
program into what it is today.” McMahen said. “As a 
result of the continued success of Aggies on Wall Street, 
many students are working in New York City or other 
cities in these highly competitive �elds. It is also great 
visibility for Mays, as these jobs are some of the highest 
paying coming out of undergraduate programs.”  

Since New York is still the �nancial hub of the world, 
McMahen said he and the other alumni “want Mays 
students to get out of Texas and give them exposure 
to that world where you can work with and compete 
against the top �nancial minds from schools including 
Harvard, Stanford and NYU, amongst others.” 

“It’s great visibility for the university and a bene�t for the 
companies, because these are the top students,” he said.  

“It’s also a great �rst step for the students because they have 
connections for job interviews and summer internships.”

Interim Dean Ricky Grif�n said McMahen’s gift is 
bene�cial to Mays students. “Given the central role 
that New York City plays in both our domestic and 
global �nancial markets it is critical that students have 
the opportunity to spend time there and begin to 
form professional networks,” he said. “Aggies on Wall 
Street plays a major role for us and we are sincerely 
thankful that Craig McMahen supports this program 
and is so dedicated to helping our students.”

McMahen is a long-time partner with Mays and was 
recognized in 2012 with a Mays Outstanding Alumni 
Award. He became attracted to Wall Street during a 
summer internship in New York in 1988 where he worked 
in an equity research department of Keefe, Bruyette 
and Woods, an investment bank, and on the �oor of 
the New York Stock Exchange. After graduation, he 
joined KBW’s investment banking department where 
he worked for 23 years. In 2012, he opened a satellite 
of�ce in Austin where he is a managing director of 
investment banking and head of the Southwestern 
U.S. for the commercial banking industry. 

He said his goal in providing the Mays fund for excellence 
is to aid the department head of �nance in recruiting 
and rewarding faculty members. “In my business, the top 
performers are rewarded with bonuses and I wanted to give 
Dr. Sorescu a tool to support the top instructors so they can 
continue high-level teaching and research,” McMahen said.

McMahen said he wants the paths for current students 
to be more smooth than when he went to New York 
City in 1989 to begin his career. “There was only 
myself and some other young bankers there who were 
Aggies,” he said. “We have tried to grow the number 
of Aggies intentionally. We want to help Aggies learn 
�rsthand of the opportunities there are in New York. 

Bahr Professorship 
provides resources 
to Mays faculty

P assionate about the importance of education, Gina  
and Anthony Bahr ’91 contributed $550,000 to support 

teaching, research and professional development activities 
of Mays Business School faculty members. Bahr received 
both a bachelor’s degree and a master’s degree from Texas 
A&M University in petroleum engineering. 

Anthony Bahr, CEO of WildHorse Resources Management 
Company in Houston, said he and his wife are grateful 
bene�ciaries of the talents of teachers who have a 
passion for education. “We want to encourage and 
support that same passion in others,” he explained. 

In 2013 WildHorse made a gift of $100,000 for a 
Business Honors scholarship fund. WildHorse 
is a private oil and gas production company 
with operations in Texas and Louisiana.

“Harvey Firestone once said, ‘The growth and 
development of people is the highest calling of 
leadership,’” he said. “Texas A&M and Mays Business 
School each have a well-deserved reputation for 
developing the leaders of tomorrow, and we are glad 
for the opportunity to support outstanding faculty who 
are leaders in both research and the classroom.”

The �rst recipient of a Bahr Professorship is Management 
Professor Lorraine Eden. She was recognized for 
her dedication to the university and its students. She 
currently demonstrates her commitment to higher 
education by participating in the World Economic 
Forum and will serve as an expert in the E15 Initiative 
Investment Policy Task Force, which seeks to propose 
new rules for the international trade and investment. 

In addition, Eden mentors 17 students and created an 
in-depth pro�le book aimed at �nding each student 
top internships and career opportunities. She has 
helped place more than 70 Aggies in transfer pricing 
careers, and more than 170 current and former students 
participate in her closed LinkedIn group, Transfer 
Pricing Aggies. She also encourages her students to 
actively participate in meetings with the American Bar 
Association by presenting in hour-long panels, transfer-
pricing cases they had analyzed while taking her class. 

Mays Interim Dean Ricky Grif�n said the professorship 
will help the school achieve its mission of developing 
its students into ethical leaders for a global 
society. “It is critical that we support the research 
and teaching work of our top faculty,” he said. “We 
are very appreciative that Gina and Anthony Bahr 
have provided the gift of an endowed professorship 
to help us continue to move forward.”

Professor Lorraine Eden, Bahr 
Professor of Management, above

Anthony Bahr ’91, CEO 
of WildHorse Resources 
Management Company, left 

Craig R. 
McMahen ’89,  
Donor, Aggies 
on Wall Street 
Endowment Fund
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MBA student reinforces love for nonpro� ts with business

Elizabeth Lange (MBA)

E lizabeth Lange is a native Nebraskan, but now she calls Texas 
home. She graduated with a bachelor’s of business administration 

degree from the University of Nebraska, where she was a Division I 
collegiate athlete on the Husker track and cross-country teams and held 
the Nebraska track state record for the 1600 meter. She was an active 
member in the university honors program, Chi Omega sorority and 
her local church. From 2008 to 2010 Elizabeth worked with FOCUS, a 
non-pro� t organization as a campus missionary before launching into 
a career on Wall Street as part of an international private banking team. 
Feeling a desire to return to the non-pro� t sector, she made the move to 
Texas to become the director of development for the University Catholic 
Center in Austin. In the fall of 2014, Lange was given the opportunity to 
start her MBA at Texas A&M University. 

“I am not originally from Texas, but the core values of A&M 
and strong tradition deeply resounded with me,” she said.

Once accepted, Lange was the recipient of the Dean’s 
Development Council Fellowship at Mays Business School. 

“This scholarship has given me the opportunity to pursue my MBA at 
Texas A&M which otherwise may not have been possible,” she said. “My 
background is primarily in non-pro� t development, so I have seen 
� rsthand what the generosity of others can do for an organization, and 
now I am blessed to be the recipient of the generosity of the Dean’s 
Development Council. My hope is to take what I learn during my time 
at A&M and be a leader that represents what it means to be an Aggie.”

Scholarship opens doors for Business Honors student

Arden Robertson (Business Honors)

A fter skipping ninth grade, completing high school and receiving 
an associate degree, Florida native Arden Robertson was accepted 

to Texas A&M University. She is in the Business Honors program to 
pursue her bachelor’s degree in accounting and her master’s degree in 
management information systems (MIS). 

“I came to Texas A&M because when I visited the campus it became 
apparent that the core values and traditions are practiced every 
day and it was not just a nice sentiment,” she said. “I saw the core 
values of excellence, integrity, leadership, loyalty, respect and 
sel� ess service listed on banners throughout campus and how 
people carried themselves. Their actions matched their words.” 

In order to justify moving from Florida to Texas for her education, 
Robertson needed to � nd a way to cover the cost of out-of-state 
tuition. Along came the Caryl and Albert L. Reese Jr. ’71 Scholarship. 

“The scholarship made it possible for me to realize what seemed 
like an impossible dream, since their scholarship also quali� ed 
me for an in-state tuition waiver,” she said. “I am immensely 
grateful for their generosity and to have become a part of 
their Texas A&M family. I cherish our annual dinner together, 
and owe my success at Texas A&M for their extraordinary 
kindness in making it all possible for me to be here.”

Regents’ Scholarship Program paves way for MIS junior

Jonathan Ramirez (Undergraduate) Future Former Students, an ambassador organization 
that focuses on bridging the gap between the student 
body and the Association of Former Students. He has 
also been involved with Aggie Fish Camp, MSC Aggie 
Leaders of Tomorrow, MSC Hospitality, and service 
as a geology supplement instructor and a delegate 
at Mays’ SUMMIT conference, which focuses on 
the personal development of business students.

In the summer of 2015, he will begin his second 
internship with ConocoPhillips in Anchorage, Alaska. 

Ramirez said he would not have been presented these 
opportunities without the Regents’ Scholarship Program. 

“My Regents’ Scholarship has given me the opportunity 
to attend such an amazing university,” he said. “Every 
recipient of the scholarship is required to participate 
in a learning community, and my community was a one-
credit-hour course called Global Leadership. There I was 
speci� cally introduced to Dr. Musoma–someone who 
encouraged me to seek out new and diverse experiences 
throughout college and my life. Dr. Musoma’s guidance 
and wisdom gave me the con� dence to purposely step 
outside of my comfort zone and seek new opportunities.”

J unior Management Information Systems major 
Jonathan Ramirez is a � rst-generation college 

student and Regents’ Scholar who initially did not 
feel allegiance toward any university. 

“I knew I wanted to branch out from my hometown 
of Irving, Texas, so I decided to stray away from 
local commuter schools and search elsewhere,” 
he said. “During my junior year of high school, I 
had the opportunity to visit Texas A&M for a tour 

with the DFW Prospective Student Center. 
I absolutely fell in love with the university. 
I loved the inclusion, the friendliness 
and everything seemed to feel right.”

Once at A&M he became involved in 
multiple organizations, including One 
Love, a student organization dedicated to 
social and environmental justice in our 
local and global community. He is also in 

Robertson is involved in the Aggie 
Investment Club, Texas Runners 
Against Cancer, PPA Business and Texas 
Republicans. She also recently joined the 
Business Honors recruiting team, where 
she will help spread her knowledge to 
other prospective honors students. She 
plans to graduate from Texas A&M in 
December 2016 with a bachelor’s in 
accounting and master’s in MIS and 
join NASA as a full-time employee.
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ENDOWMENT MARKET VALUES

VALUES BY ENDOWMENT TYPE

     BOOK VALUE MARKET VALUE

FACULTY CHAIRS $27,839,472 $37,524,513

FACULTY PROFESSORSHIPS $12,376,978 $20,518,017

FACULTY FELLOWSHIPS $3,499,604 $4,854,818

GRADUATE FELLOWSHIPS $2,862,956 $3,728,282

SCHOLARSHIPS $20,512,146 $24,239,392

GENERAL $32,155,856 $43,255,269

TOTALS $99,247,012 $134,120,290

NEW DEVELOPMENT ACTIVITY

     2011 2012 2013 2014

TOTAL NEW COMMITMENTS $6,305,000 $6,131,000 $15,199,817 $12,630,000

TOTAL CASH GIFTS (NON-ENDOWED) $1,812,388 $2,472,211 $2,135,568 $2,859,512

TOTALS $8,117,388 $8,603,211 $17,335,385 $15,489,512M ays Business School will launch the Professional Selling 
Initiative (PSI) in the fall of 2015, offering bene� ts to 

students, faculty and corporate partners in the near term while 
laying the groundwork for long-term expansion.

The program was created after a team from the Department 
of Marketing examined sales initiatives at other universities 
across the nation and talked to a number of current 
recruiters. “The PSI will provide enhanced educational 
offerings for students, increased research opportunities 
for faculty and greater access to our top sales students for 
our corporate partners,” said PSI Director Janet Parish.

Corporate partners will be key to the program, Parish said. 
“We can’t succeed in this initiative without the help of corporate 
partners–partners to hire our students, engage with students 
in professional development, give advice in curriculum 
development, illustrate the excellent opportunities afforded 
in sales careers and, of course, help � nancially,” she said.

Reynolds and Reynolds is the � rst Founding Partner of 
the program, Altria is the � rst Senior Partner and Phillips 
66 is the � rst Partner. The Founding Partners level is a 
� ve-year commitment of $100,000 in the � rst year, then 
$25,000 annually in the second through � fth years. Senior 
Partners commit $25,000 annually for three years. PSI 
Partners commit $10,000 annually for two years. Each 
level has varying degrees of access to sales students.

The decision to emphasize the sales arena stemmed from 
desires to better prepare and place undergraduate students, 
while also helping the department’s corporate partners 
� ll their talent needs, said Marketing Department Head 
Mark Houston. Of the 480 undergraduate marketing 
majors, at least half will be in sales roles, he said.

“But students often ‘end up’ in a sales job instead of choosing it 
speci� cally,” Houston said. “They often do not recognize how 

Professional Selling 
Initiative promotes 
sales careers

While the long-term plan for PSI is to create 
a self-sustaining institute that is recognized 
nationally for producing top sales candidates 
and outstanding research, the Department of 
Marketing has set several near-term goals:

 » Elevate students’ awareness of the sales career 
path and its job/salary growth potential.

 » Improve student job placement in sales positions 
through enhanced sales training, including 
expanded course offerings and high-impact 
learning experiences outside the classroom.

 » Meet employers’ growing demand for top 
sales talent by increasing the number of 
students who complete the Professional 
Selling and Sales Management career track.

 » Enhance PSI facilities with more role-play rooms 
supported by state-of-the-art technology.

 » Lay the foundation for a self-sustaining 
funding model in which corporate partners 
help support a long-term PSI facility, 
faculty and programming costs.

critical to career success it can be to spend time 
face-to-face with customers and do not know that 
sales in many great companies is a professional 
role. Therefore, we want to give these students 
an understanding of the opportunities that await 
them and the skills they need to be successful.”

Two new courses have already been added: 
“Advanced Selling” and “Business-to-Business 
Marketing.” Additional courses will be added in time.

“As the PSI gets more fully rolling, students will 
have the chance to engage directly with corporate 
partners through internships, job shadowing and 
on-campus and in-class activities,” said Andrew 
Loring, assistant director of the program. “We 
want to begin taking our students to national 
competitions to continue to raise their skill level 
and their exposure to companies. Down the 
road, we also aim to add courses at the graduate 
level and in the executive education arena.”

For more information, contact PSI Director Janet Parish jparish@mays.tamu.edu, 

PSI Assistant Director Andrew Loring aloring@mays.tamu.edu or 

Marketing Department Head Mark Houston mhouston@mays.tamu.edu.
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Corporate and Corporate/
Organization Foundations

$100,000 - $199,999

Reynolds and Reynolds

Phillips 66 

$50,000 - $99,999

American Institute of Certi�ed 
Public Accountants Foundation

ConocoPhillips

Mayfair Investments

Total Gas and Power

WildHorse Resources

$25,000 - $49,999

BDO

BP Corporation

Chevron

ExxonMobil

GDF Suez Energy Marketing

Halliburton Energy Services

Hewlett Packard

Houston Livestock Show and Rodeo

Marathon Oil

PwC

Sewell

Shell Oil

Texas Pioneer Foundation

Tidewater

$10,000 - $24,999

Academy Sports and Outdoors

AT&T

Bank of Oklahoma

The Boeing Company

Bridgestone Retail Operations

Camden Property Trust

Cheniere Energy Shared Services

Dell

Devon Energy

EDF Trading

Ernst & Young

Florida Power & Light Company

Gamestop

H-E-B

JCPenney

Knights Apparel

Lowe’s Companies

Macy’s

Noble Energy

NRF Foundation

PepsiCo

PetSmart

Society of Texas A&M Real 
Estate Professionals

Spectra Energy Foundation

Tauber Oil

The Container Store

Transwestern Investment Management

USAA Real Estate

Wells Fargo Bank

Zale Delaware

$5,000 - $9,999

7-Eleven

Able Industrial

Aggie Real Estate Network

Allegiance Bank

Altria

Anadarko Petroleum

AXIA Resources

AXYS Industrial Solutions

Bechtel

BMC Software

Broadway Bank

Brook�eld Investments

Cadence Bank

CBRE

Deloitte

Employer Flexible Management

Energy Water Solutions

Evolve Performance Group

First Financial Bankshares

General Electric

General Motors

Granite Properties

Endowments
T he following individuals and corporations have provided or committed endowments 

or designated gifts of $25,000 or more during the period between January 1 and 
December 31, 2014.

At Mays Business School, endowments create a lasting legacy, perpetually supporting the 
learning experiences of our students.

Through investing in the academic and professional development of our students, these 
gifts generously support our mission of creating knowledge and developing ethical 
leaders for a global society.

Every effort has been made to ensure accuracy and completeness of these lists. If we have 
inadvertently omitted your name, please notify us.

2014 Giving
No major business school can achieve excellence without a  

combination of funds from both the public and private sectors.  
That is why the unparalleled loyalty and generosity of Mays Business School’s 
students, friends and corporate partners hold the key to our future.

We proudly recognize and thank the many former students, friends 
and corporate partners who are dedicated to our vision for the 
future. Mays’ donors help support our dedication to creating an 
environment of excellence that fosters and sustains nationally 
recognized academic programs, outstanding faculty and students, 
innovative learning facilities and successful former students.

This listing includes cash contributions received between January 1 and 
December 31, 2014. It does not include total amounts pledged to the 
school. Every effort has been made to ensure accuracy and completeness. 

MAYS MEMBERS GIVING BACK

Michael S. Alexander ’10

James J. Benjamin

Leonard L. Berry

Leonard Bierman

Michelle L. Brenckman ’79

Cheryl Holland Bridges

Paul S. Busch

Cydney C. Donnell ’81

Ricky W. Grif�n

Michael A. Hitt

Duane Ireland

Jeffrey Jones ’12

James B. Laird ’83

Stephen W. McDaniel ’71

Ramona L. Paetzold

William M. Pride

Michael W. Pustay

Kevin F. Roach

Michael K. Shaub

Nancy J. Simpson ’88

Alina and Sorin Sorescu

General Endowments
Gina and Anthony Bahr ’91 

Cydney Donnell ’81

Allison and Thomas K. Edwards ’87

Ann and Charles P. Manning ’82 

Craig R. McMahen ’89

Estate of Kathleen Rainey

Robert A. Rinn ’75

Mike Rupe ’93

Bill E. Stallworth ’53

Jim and Brenda Garrison White ’86 

Endowed Student  
Scholarships/Fellowships
Friends and Family of 

Clay Aderholt ’99 

The H.G. Ash Foundation - 
Stephen Ash ’87

Marylou and Theodoric C. Bland, Jr.

Valerie and Jim Byrd ’57

Susan ’82 and Fred Caldwell ’82

Demi and John R. Carmichael III ’73

Nell ’88 and Russell Clingman ’88

Cathy and William W. Davis ’75

June and Nathan O. Finke ’70

Friends and Former Students 
of Dr. George C. Fowler

Dale Hardeman ’45

Don Iley ’86

Judith Ann Johnston, J. Donald 
Warren, Jr. and PwC

Kelly P. ’86 and Robert E. Jordan ’85

Melissa and John Kauth ’77

Cynthia and Douglas Kennedy ’69

Friends of Fritz Koehler ’71

Welsey L. Lawhorn ’95

Maria B. and Michael K. McEvoy ’79

Vicki and Brian Miller ’80

Keith Nowak ’92

Irina and Stanton Ray ’96

Jerrianne Richter

Shannon ’86 and Wayne Roberts ’85

John Robison ’85

Jennifer L. and Eric C. Rothe ’78

Cindy ’82 and M. Marshall Russell ’81
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Greater Houston Market Services

Greystar Development

HFF

Hotel Valencia

Integra Realty Resources

Jones Lang LaSalle Americas

JP Morgan Chase

Kurt Salmon

Marketing Science Institute

Nabors

Pannell Kerr Forster of Texas

Pioneer Natural Resources

Production and Operations 
Management Society

Ramey & Browning

Raytheon

Real Foundations

Re�ect Systems

RetailMeNot

Schlumberger Technology

Signorelli Holdings

Silicon Valley Bank

Southwest Airlines

Tech Street Ventures

Tesoro Companies

Texas Pride Fuels

Texla Energy Management

United Services Automobile 
Association

US Global Investors

$2,500 - $4,999

Amegy Bank of Texas

American Bank of Texas

American Marketing Association

Argus Media

Avalon Advisors

Bank of America

Calpine

Caterpillar

Central Bank

CIMA Energy

Citizens National Bank

Comerica Bank

Community National Bank 
& Trust of Texas

Customer Marketing Group

EIV Capital Management

Embree Group of Companies

Empowered Solutions

Energy XXI Services

Ergon Capital Management

Frost National Bank

George Bush Presidential 
Library Foundation

Green Bank

Guaranty Bank & Trust

Hollinden Marketing Solutions

IBERIABANK

JB Knowledge Technologies

Kalcorp Enterprises

Kalypso

Lockheed Martin

Lyness Construction

MEI Technologies

MetroBank

Modulus

Moody National Bank

Mosak Advertising & Insights

MP2 Energy

MRE Consulting

Munich Re Weather and Commodity

Prosperity Bank

Spirit of Texas Bank

Structure Consulting Group

Texas Capital Bank

Texas Precious Metals

Texas Society of Certi�ed 
Public Accountants

Texas Wasatch Insurance Services

TGBG Ventures

The Neiman Marcus Group

The Research Valley Partnership

Topaz Power Management

Twin Eagle Resource Management

Weatherford

Whiteside Energy

Zions Management Services

$1,000 - $2,499

Apex Energy Solutions

Automatic Data Processing 
Foundation

Bredero Shaw

Business Logic

Cattlesoft

CNX Distribution

Coyle, Lynch and Company

Credera

Dow AgroSciences

DXP Enterprises

EBusiness Strategies

EdVenture Partners

Energy Alloys

Enterprise Holdings Foundation

Escondido Resources

G&A Partners

Geodynamics

Hormel Foods

Hunter-Kelsey

Hydraquip Distribution

Kellogg’s

Kennedy Fabricating

Kirksey

LCM Industries

Lonquist and Company

Monsanto

Myers Hill Law Of�ces

Navid Energy

NC3

One Source Networks

Otis Elevator

Penn Mutual Life Insurance

Pinnacle Asset Integrity Services

Quorum Business Solutions

SAP

Sendero Business Services

Southwestern Services

Sprint Waste Services

SRS Distribution

Target

Texas Financial Group

The Miner Corporation

Utegration

Uvalde Memorial Hospital

Weir Oil & Gas

Up to $999

3-C Valve and Equipment

60-Jones Associates

Advertising Education 
Foundation of Houston

Ameritech Staf�ng

Ascension Commercial Real Estate

Bettisworth & Associates

Blue Bell Creameries

Branding Iron Management

Bryan-College Station 
Newcomers Club

Capital Grille

Charles Schwab & Company

Cypress Advisory Services

Deli Management

Douthit Consulting

ESS Group

Forney Construction

FrogSlayer

GoldStar Pharmacy

Health Management Resources 
Corporation

Hotel Sorella

HTS Texas

J3 Company

Jim Boles Custom Homes

JK Bernhard Construction

Kettler Veterinary Hospitals

Krenek Law Of�ces

Kurk Homes

Latshaw Drilling

M. McAllister Family Partnership

Mazurek Alford & Holliday

McCord Engineering

Morelco Technologies

NetNearU

Nichols, Jackson, Dillard, 
Hager & Smith

Odecent

Otis Instruments

Panda Restaurant Group

Patriot Bank

PG Energy Holdings

REDLEE/SCS

Research Valley Funds

RMH Marketing & Media

RoseRock Capital Group

Seed Sumo

Slovacek Foods

Southeast Texas Health System

Southern Green Builders

Spiars Engineering

Stream Realty Partners

Team Trident

The Com�ow Company

The Ticket Experience

Three Square Design

Twelve Realty

Wired Networks

Woodbolt Distribution

Yetter Coleman

Zuffa

Individuals and 
Individual Foundations
$250,000 - $999,999

Gina R. and Anthony F. Bahr ’91

Cathy C. and William W. Davis ’75

Cydney C. Donnell ’81

Estate of G. W. Glezen, Jr. ’56

Betty and Paul J. Leming, Jr. ’52

The Mays Family Foundation

Maria B. and Michael K. McEvoy ’79

$100,000 - $249,999

Denise and David C. Baggett ’81

Raynell L. ’88 and Russell 
T. Clingman ’88

Jerry and Kay Cox Foundation

Kelly P. ’86 and Robert E. Jordan ’85

Jennifer and Eric C. Rothe ’78

Hallie A. Vanderhider

$50,000 - $99,999

Friends and Family of 
Clay Aderholt ’99

The H. G. Ash Foundation

Demi N. and John R. 
Carmichael III ’73



B E N E FAC T O R B E N E FAC T O R14 15

Allison P. and Thomas K. Edwards ’87

Dale B. Hardeman ’45

Karen N. Pape ’80

Frank J. and Jean Raymond 
Foundation

Michael D. Rupe ’93

Cynthia J. ’84 and Anthony 
R. Weber ’84

Elizabeth and Graham Weston ’86

$25,000 - $49,999

Denise and Mark S. Bender ’78

Peggy L. and Charles L. Brittan ’65

Craig and Galen Brown Foundation

Cockrell Foundation

Danielle E. ’07 and Doss 
A. Cunningham ’04

Karen and Rodney L. Faldyn ’88

Kathy and Terry E. Hatchett ’68

Mary D. and Don R. Iley ’86

Betty J. and Jerry Lastelick ’53

Cindy K. ’82 and Mark R. Marshall ’81

Kris W. ’81 and Bruce C. Petersen ’83

Irina A. and Stanton D. Ray ’96

Robin H. ’76 and Robert 
D. Starnes ’72

Karen C. and Scott D. Stef�er ’74

Sara and Kip B. Zacharias ’88

$10,000 - $24,999

Stephanie S. ’89 and Todd J. Anderson

Jorge A. Bermudez ’73

Marylou and Theodoric C. Bland, Jr.

Robert E. Bolen ’47

Jyl and Randy Cain ’82

The Callaway Foundation

Sue C. and Bill P. Cicherski ’54

Guill Family Fund

Cynthia A. Hinze and Robert 
M. Scott ’78

Kathy B. ’81 and Peter D. 
Huddleston ’80

Barbara J. and William 
M. Huffman ’53

II Corinthians 9:7 Foundation

Marian J. ’82 and Willie 
T. Langston II ’81

Craig R. McMahen ’89

Jean M. and James D. Murff ’70

Debbie and Scott Ozanus ’81

Carolyn S. ’93 and Michael 
W. Rasmussen ’91

Theronna S. ’90 and Shay 
W. Scruggs ’91

Benjamin F. Smith ’68

Susan S. ’81 and Stephen 
B. Solcher ’83

Colleen A. and David C. Tucker ’77

Gail G. and William D. Wood ’81

$5,000 - $9,999

Douglas J. Abbott

Denise A. ’86 and Andrew 
M. Beakey III ’84

Maren G. ’01 and Gary J. Brauchle ’95

Angela K. ’89 and David L. Brown ’89

Esther K. Choy ’98 and Bernhard 
Krieg ’98

Julie and Kyle M. Cooper ’89

Hulda L. and William A. Coskey ’75

Kay A. ’02 and Jerry S. Cox ’72

Barbara A. and Ralph F. Cox ’53

Mary R. ’76 and Monty L. Davis ’77

Sheila and Michael R. 
Descheneaux ’89

April G. ’93 and Jeffrey T. Diehl

Mark H. Ely ’83

Leslie Jean and William 
B. Guess III ’88

Donna C. and Richard A. Hanus ’76

Jannie P. ’84 and Kenneth A. Herchuk

Carrie and Timothy J. Hill ’89

Susan S. and Wesley M. Kruger ’83

Barbara and Paul W. Kruse ’77

Frances and Charles C. Laningham ’60

Wesley L. Lawhorn ’95

Paula and Ronald S. Letbetter ’70

Sharon R. and Keith D. Manning ’78

Diane B. ’83 and Harold 
E. McGowen III ’82

Susan E. ’86 and John 
P. McNamara ’86

Stacy M. Nahas ’92

Patricia and L. Charles Neely, Jr. ’62 

Rebecca U. ’74 and William 
S. Nichols III ’74

Wanda G. and Louis Paletta II ’78

Merita S. ’86 and Stephen 
G. Parker ’88

Karen K. ’88 and Clyde L. Pehl ’85

Angela M. ’90 and Stephen 
A. Ramseur ’90

Kimberly D. and Wallace P. Reid ’92

Anita and Thomas P. Richards ’65

Jerrianne B. Richter

Shannon L. ’86 and P. Wayne 
Roberts, Jr. ’85

Misty A. ’92 and James O. Roeder

Schwarzbach Family Fund

Martha Y. and John E. Smith II

Sharon R. ’90 and Vincent S. Soler ’91

Nancy and William C. Starnes ’82

Debbie E. ’90 and Robert 
B. Steudtner ’91

Tracey A. Storey and Keith 
E. Whittington

Cynthia B. ’84 and Allan W. Taylor ’83

Katina A. and Brian L. Weiner ’65

Elyse A. ’93 and Russell W. White ’93

Woodward Family Foundation

$2,500 - $4,999

The ACR Foundation

Nicole M. ’01 and Charles 
H. Adams ’02

Janet A. and Larry R. Baldwin ’74

Patricia J. ’89 and Richard 
T. Bartoskewitz ’92

L. Christine ’95 and Brian 
C. Baumann ’95

Rene L. Boatman

Cecilia G. and Garrett Boone

Karen G. ’96 and Wade 
S. Brooks, Jr. ’95

Kelly S. ’00 and Sean M. Butler ’00

Valerie and James R. Byrd ’57

Peter T. Cangany, Jr. ’13

Stephanie K. ’94 and Joshua 
T. Davis ’94

Carrie P. ’97 and Jeffrey N. Francis ’96

Thomas M. Gloger ’96

Judy and Richard L. Harris ’54

Sandra M. ’96 and Shad A. Higdon ’95

Jatin N. Kakkar ’97

Cindee and Curtis J. Klement ’78

Kim C. ’98 and Derek P. Lopez ’98

Emily P. ’91 and David M. 
McCutcheon ’92

Beth B. ’86 and Wade S. Medlin ’86

Eileen L. ’86 and Michael 
D. Mulcahy ’86

Rhonda L. ’93 and Charles 
P. Munnerlyn ’93

Susan M. ’74 and William 
R. Ouren ’74

Debra J. and Christopher J. Patton

Morgan L. ’10 and Marcus 
E. Pennington ’09

Susan A. and Kevin F. Roach

Belle M. and Kevin T. Six ’89

Caren W. ’88 and John W. Steffes ’87

Beth C. ’86 and Steven 
W. Thompson ’85

Lori L. ’99 and Jeffrey A. Tillery ’99

Sandra G. ’88 and Gary L. Wells ’88

Patty and J. Mike Yantis ’76

John M. Yantis, Jr. ’02

$1,000 - $2,499

Amelie and Pedro R. 
Arguindegui III ’84

Luke R. Baker ’13

Cynthia ’75 and Dorsey 
L. Baskin, Jr. ’75

Carolyn and James J. Benjamin

Justin D. Betzen ’02

Jennifer C. ’98 and Jason B. Brooks ’98

Rebecca H. and Russell D. Brown ’79

Sarah M. Busker ’01

Sandra and Vincent L. Castro ’10

Lorin V. ’97 and Cody W. Catalena ’97

Joi and Charles Cliff Defee ’81

Mary Jo and Richard J. Eichner

Edward F. Fugger, Jr. ’90

Andrew S. Giles ’79

Angela L. ’92 and Darron J. Gill ’92

James W. Greenspan ’85

Glenda L. ’91 and Ricky W. Grif�n

Lynne and James M. Hackedorn ’71

Marilyn and Larry A. Harman ’62

Robert Hartsough

Elizabeth P. and David A. Hayob

Amy J. Hillman ’96

Jill M. and Ross T. Johnson ’83

Donna M. ’98 and Greg Kantak

Barbara N. and Thomas M. Kivlin

Meredith E. ’95 and Bob Kuehler

Shelly N. and William J. Kuhn

Jennifer S. Lindsay ’88

Jeanette S. and Howell J. Lynch, Jr. ’91

Kahla R. ’02 and Matthew 
A. Malinsky ’93

Russell Medeiros ’12

David Meyer

Sharon and David G. Mills ’84

Elizabeth and Dale Nijoka

Sandra E. ’90 and Mark Oliver

John M. Olszewski ’09

Tami L. ’87 and Stacy A. Overby ’84

Leesa Dawn Overmann

Rachael T. ’02 and Nicholas 
J. Palmos ’03

Suzanne D. and Gregory S. Price

Nancy P. and William M. Pride

Monica and Jason D. Ramey ’95

Eileen G. and Richard H. Rau ’71

Jennifer J. Richmond ’07

Stephanie R. ’93 and Todd 
S. Routh ’86

Linda K. and Michael K. Shaub

Scott E. Smith ’91

Billy E. Stallworth ’53

Becky and Tracy B. Stephens ’82

Amy W. ’83 and James R. Stolarski ’83

Jason W. Strahan ’95

Lauri N. ’85 and Forrest G. Surles ’84

Susan K. Thibodeaux ’88

Hui Tian ’04 and Junzheng Man

Jeffrey A. Toole ’80

Debbie and Alvin Wade

J. Del Walker

Charles A. Walters

Lisa D. Walters ’79 and 
Alan E. Brown ’78

Jason T. Ward ’96

Judith Ann Johnston and 
J. Donald Warren, Jr. ’04

Connie D. and Dan Weaver

Patsy C. and David S. Wesson ’82

Sunita M. ’93 and David D. White

Linda and Richard W. Woodman
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Kathryn C. ’87 and Darren 
W. Woods ’87

Up to $999

Macario Abad III ’12

Darlene Aguilar ’13

Kay and David L. Alexander ’71

Margaret E. and Michael 
S. Alexander ’10

Eric J. Alfuth ’97

Michael L. Allen ’85

Allison A. Anderson ’12

Audrey Anderson

Caitlin M. ’05 and James 
J. Anderson ’07

Erin and Stephen Andrews

Patricia Anthony

Hilda C. and William C. Atkinson ’66

Emily W. and John P. Bailey ’81

Shelby E. Baker ’13

Kimberly and Travis R. Baker ’05

Nicole B. Barbaglia ’11

Janis L. and John W. Bebout ’71

Daphne C. Bedford ’95

Kelcie C. ’11 and Paul B. Berry IV ’09

Nancy F. and Leonard L. Berry

Priya B. Bharbhari ’10

Risa F. and Leonard Bierman

Mary W. and Dennis L. 
Blaschke, Sr. ’71

Nicole ’95 and Chance Blythe

Rebecca and Jerry L. Boles ’71

Renee D. Bomchill ’94

Yvonne Y. ’01 and Brant 
C. Bourquin ’02

Alicia C. Bowman ’05

Paula K. and William L. Braddy, Jr. ’71

Amy W. and Mark Brady

Cynthia D. and Ronald W. Brandt ’06

Frankie M. ’98 and Kenton 
M. Brannan ’97

Zora V. and Lorence L. Bravenec

Beth Bready

Michelle L. ’79 and Mark 
O. Brenckman ’80

Cheryl H. and Raymond E. Bridges ’62

Mina Rudolph Bright, Jr. ’13

Nancy E. ’90 and Mark 
S. Browning ’88

Estelle C. ’75 and Frank P. Buffa

Lisa M. ’03 and Eric R. Burgess ’03

Ann and Paul S. Busch

Thomas D. Butler ’71

Terri Butt

Troy D. Butts

Jingqiong Cai ’08 and Dong Sun ’11

Thelma S. Canelas Luna

Kimberley W. ’83 and Joseph 
C. Cantele ’81

Nathan M. Carroll ’11

Jennifer C. and Mark A. Castino ’09

Jennifer E. ’04 and Croix 
E. Cislaghi ’04

Andrea and Michael Clifton

Alysha N. Cooke ’07

Lauren M. Cotter ’08

Sheryl K. Cox

Sue Wellborn Cox

Patti K. and James D. Culbert ’71

Kimberly A. Curran ’07

Adam C. Day ’14

Bonnie B. and Otway B. Denny, Jr. ’71

April C. ’08 and Lawrence 
C. Dibbern ’07

J. Carolyn ’82 and William 
R. Dierksen ’71

Deborah W. Dodson

Tammy Eckel

Stacey B. and Samuel L. Edwards ’12

Ryan J. Englebretson ’00

Erin N. Evetts ’12

Daniel E. Feller ’13

Emily M. and Jay A. Fenlaw ’00

Sarah B. ’90 and Eric T. Fenwick

Margaret Flournoy

Edgar L. Folmar, Jr. ’13

Naomi T. and John W. Fox

Victoria E. ’79 and Timothy 
P. Franckowiak

Aileen E. Garcia ’10

Steve Gardner

Cynthia and Joe Garren

Mary Beth and Ben Garrigus

Alberto G. Garza, III ’05

Chase A. Gentry ’09

Grace M. Gibney ’15

Katie M. Gibson ’14

Taylor L. Gilbert ’09

Karen A. ’79 and Scott M. Gleason

Dori K. Goldman

Deborah R. and Forrester 
L. Goodrich, Jr. ’12

Donna Grant

Allison G. and ’03 and Jonathan 
A. Green

Sherri Ann ’87 and Tom Greenwood

Lisa K. Grif�n ’97

Loretta L. and Walter D. Gruenes

Charlise A. ’91 and Samuel 
B. Gunderson ’88

Cassandra L. Guthrie ’94

Emily P. Hammack ’12

Julie K. ’84 and Martin J. Hardell ’85

Constance H. and James 
O. Harrison III ’71

Lisa J. and Jon M. Hawes

John S. Hayman ’96

Robert P. Heisler ’13

Dorlee and Thomas S. 
Henderson III ’71

Krista and Drew M. Hensel ’00

Carol C. and Charles H. Herder II ’71

Abraham E. Hernandez ’11

Kristen Hertel

Glenna J. ’10 and Robert Hicks

Tracey and Robert B. Hille II ’01

Katherine D. Hime ’14

Frankie L. and Michael A. Hitt

Eric M. Ho ’13

Fred M. Hofstetter ’71

W. R. Howard

Jennifer B. ’02 and Andrew Ice

Mary Ann and Robert Duane Ireland

Michelle L. and Christopher 
F. Irwin ’08

Tia L. and Michael W. Jackson

Sarah M. ’97 and George E. Jacob ’97

Monica M. and Jose L. Jimenez ’10

Cassandra L. Johnson ’13

Catherine E. Jones ’13

Karla J. and Herbert R. Jones

Jeffrey Jones ’12

Kelly E. Jones ’07

Hilary and Donald Karchmer

Robert Logan Kendrick ’12

Bryan P. Kennedy ’07

Michael Kent

Erin M. ’08 and Daniel J. Kidd ’08

Jane and Rick Klahsen

Cheryl S. and Charles 
L. Korbell, Jr. ’71

Dana T. Krieg ’94 and Stephane 
R. Besson

Joyce M. and Charles E. Lake ’52

Tracy P. ’92 and Chase Lamkin

Judy and Bill Larson

Angie B. ’84 and William 
R. Lemmons, Jr. ’83

Misty L. Lewis ’03

Brittney A. Libby ’11

Mary Nan and Emil Ervin 
Linnstaedter ’59

Vicki G. and James E. Loughmiller

Andrea G. ’06 and Jonathan 
A. Low ’02

Karissa A. Lozano ’11

Ann E. ’85 and Brian Ludolph

Cara L. Magrane

Debbie L. and Curtis R. Manar ’13

John C. Maner

Tim Martindale

Adam A. Mattingly ’09

Melissa M. ’02 and Travis Mayorga

Brooke and Jeffrey S. McAdams ’04

Amy L. McAnally ’95

Nancy L. and Stephen 
W. McDaniel ’71

Cynthia and Graham R. McFarland ’90

Virginia L. McNeely

Christopher S. Mellina ’14

Kory S. Merten ’11

Jennifer K. Meza ’03

Katie J. ’08 and Bradley J. Mikeska ’06

Allison J. ’08 and James M. Miller

David Mincberg

Morgan A. Mitchell ’13

Taylor R. Mitchell

Sherry L. ’01 and Austin 
T. Mohrfeld ’98

Claudia ’12 and Angel L. Montalvo ’14

Theresa A. and David A. Morrison ’80

Kelly E. Moses ’14

Mary T. ’00 and Christopher Mosley

Stacy S. and Sean D. Murphy ’96

Shelley D. and Timothy H. Murray ’78

Elaine and Brian C. Murrell ’95

Carlene Nakagawa

Nabil J. Nehme

Karen R. Nichols

Mike Nichols

Judith and Edward O’Brien

Emily G. ’09 and Ben Oller

Daniel R. Olsen ’92

Marlane and Christopher W. Orth ’80

Ramona L. Paetzold and William 
S. Rholes

Margaret C. and James J. Palincsar ’05

Charles E. Paradowski III ’11

Marsha A. and Charles R. Parker

Tempestt Parker ’12

Judy E. and Don M. Parks ’71

Monica and Dwayne Pawlik

Chrysah R. Pederson ’13

P. J. Perron

Erica L. Perry ’12

Derek J. Peters ’12

Lindy L. ’03 and Jason Pieratt

Rhonda K. ’79 and Jeffrey Piland

Zandra Z. ’87 and Michael W. Pustay

Brian Reed

Jessica L. Reints ’14

Kathleen A. and Mario 
Restrepo Torres ’13

Amy S. ’04 and Joel R. Rheman ’04

Jennifer M. ’98 and Brad 
F. Ringleb ’97

Susan J. ’82 and Ronald 
N. Roberson ’13

Meredith B. ’95 and Erin 
P. Roberts ’93

Laura K. and Stephen P. Rodriguez ’00

Diana K. ’09 and Michael A. Romero

Victoria Rosekelly ’13
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Diana and Todd O. Brock ’85

Pamela M. and Barent W. Cater ’77

The Cullen Trust for Higher Education

Becky ’76 and Monty L. Davis ’77

Kay M. and G. Steven Dawson ’80

Dell

Dillard’s

Cydney Donnell ’81

Duke Energy Foundation

Electronic Data Systems

Mark H. Ely ’83

Energy Future Holdings

Janis A. and John T. Eubanks ’62

Betty and Paul J. Leming, Jr. ’52

Gallery Furniture

General Electric Company

Sam K. and Barnett L. Gershen ’69

Halliburton

Patricia and Raymond R. Hannigan ’61

Kathy and Terry E. Hatchett ’68

Christine M. ’87 and Jeffrey M. Hollinden

Debbie and Michael R. Houx ’73

Barbara and Paul W. Kruse ’77

Sherry and David J. Lesar

Macy’s

Marathon Oil

Maria B. and Michael K. McEvoy ’79

Sandra K. and Bryan N. Mitchell ’70

Donald H. Niederer ’53

Neiman Marcus Group

New� eld Exploration

Rebecca ’74 and William S. Nichols III ’74

Sharee and David R. Norcom ’73

Karen Pape ’80

M. Bookman Peters ’59

Phillips 66

Frank J. and Jean Raymond Foundation

The Summer� eld G. Roberts Foundation

Deborah D. Shelton

Syracuse University

Jamey and Richard C. Tanner ’53

Shelley and Joseph V. Tortorice, Jr. ’70

Walmart

Cynthia J. ’84 and Anthony R. Weber ’84

The West Endowment

Earline and A.P. Wiley, Jr. ’46

Linda and J. D. Woodward III ’70

Lifetime Donors
W ith the support and dedication of our former students, 

friends and corporate partners, Mays Business School is 
advancing educational opportunities, sponsoring the brightest 
students and adding more outstanding scholars to our faculty. 
We are proud to be af� liated with supporters of such vision.

Thanks to all who have cumulatively contributed $250,000 or more 
by December 31, 2014, to enhance Mays.

Every effort has been made to ensure accuracy and completeness of 
these lists. If we have inadvertently omitted your name, please notify us.

$20,000,000+

Peggy and L. Lowry Mays ’57

$3,000,000+

Mays Business School - Center 
for Executive Development

Reliant Energy

$2,000,000+

ConocoPhillips

Kay A. and Jerry S. Cox ’72

The Roy F. and Joann Cole 

Mitte Foundation

$1,000,000+

Beaumont Foundation of America

Computer Associates International

Dorothy A. and Carroll W. Conn, Jr.

Sallie O. and Don H. Davis, Jr. ’61

ExxonMobil

Ernst & Young

Gina L. and William H. Flores ’76

Ford Motor Company

Paula and Ronald S. Letbetter ’70

PwC

Ed Rachal Foundation

Kathleen L. and J. Rogers 
Rainey, Jr. ’44

Helaine and Gerald L. Ray ’54

Patricia and Grant E. Sims ’77

Texas A&M Research Foundation

Elizabeth H. and James R. Whatley ’47

Barbara and Donald Zale ’55 & M.B. 

and Edna Zale Foundation

$500,000+

AT&T

Gina and Anthony Bahr ’91

Denise and David C. Baggett ’81

Bank of America

Sandra L. and Ronnie W. Barclay ’68

Foreman R. Bennett ’27

BP Corporation

Chevron

Cynthia A. ’81 and Brandon 
C. Coleman, Jr. ’78

Ashley R. ’88 and David 
L. Coolidge ’87

Cathy and William W. Davis ’75

Deloitte

Harriet D. and Joe B. Foster ’56

G.W. Glezen, Jr. ’56

The Herman F. Heep and Minnie 
Belle Heep Foundation

Howard W. Horne ’47

JCPenney

KPMG

Marian J. ’82 and Willie 
T. Langston II ’81

Trisha and L.C. “Chaz” Neely ’62

Randall’s Food Markets

Robyn L. ’89 and Alan B. Roberts ’78

Shell Oil Company

Ruby and Earle A. Shields, Jr. ’41

John H. Speer ’71

Robin ’76 and Robert Starnes ’72

Carol L. and G. David Van 
Houten, Jr. ’71

Hallie A. Vanderhider

$250,000+

American Institute of Certi� ed 
Public Accountants Foundation

Jorge A. Bermudez ’73

Blue Bell Creameries
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2014 Scholarship 
Banquet
More than 1,700 scholarships 

from individual or corporation 
contributions were awarded from January 1 
through December 31, 2014, which totaled 
almost $2.2 million in assistance to Mays 
Business School students.

1. Guest Speaker Charles Korbell Jr. ’71 addresses the guests

2. Sandi and Britt Jenkins ’65 with students 

Whitney Brown, Sarah Burns, Julianna Ewell, 
Scott Holt, Caroline Peterson, Emily Banner

3. Former Dean Benton Cocanougher with students 

Alexander Garcia and Uli Robles Jr.

4. Jean and Frank Raymond with students 

James Sullivan, Donald Walker and Mason Gossett

5. Robin ’76 and Bob Starnes ’72 with students 

Shelby James and Chris Wertheim

6. Barbara and Bill Huffman ’53 with students Alana Gregory, 
Collin Kruger, Caitlin Rice, Cesar Sarabia, Yiran Sun

MAYS BUSINESS SCHOOL

Ricky W. Griffi n, Interim Dean

DIRECTOR OF MARKETING, 

COMMUNICATIONS AND 

ALUMNI RELATIONS

Diane C. McDonald

@MAYS EDITOR

Kelli Levey

@MAYS DESIGNER

Brie Pampell

CONTRIBUTING WRITERS
& DESIGNERS

Nicole Bauarschi
Courtney Bosquez
Joshua Ellison
Chase Friedman
Hannah Haney
Kelli Hollinger
Kelli Levey
Natalie Lindsey
David E. Perryman

PHOTOGRAPHY

Brie Pampell
Chase Friedman
Michael Kellett

@Mays is a semi-annual publication for the 
former students and friends of Mays Business 
School. This publication is made possible by 
the generosity of private donors.

Monthly news updates are available in Mays’ 
online magazine, Mays Business Online, at 
maysbusiness.tamu.edu.

Information about the majors, degrees and 
programs offered by Mays Business School is 
available at mays.tamu.edu.

To update your contact information, send 
an email to alumni@mays.tamu.edu 
with Alumni Info Update in the subject line. 
Be sure to include your fi rst and last name, 
graduation year and degree(s) received, along 
with your updated contact information and 
any other news you’d like to share.

© 2015 Mays Business School

Mays Business School
Texas A&M University
4113 TAMU

#MaysBiz Social Media
 Connect with us online!

twitter.com/MaysBusiness
10,553
followers

In the past 
six months:
1,000 mentions
19,000 clicks
1,100 retweets

Top posts:
“Seven Money Mistakes You 
Shouldnʼt Make in your Thirties”

“Fifteen Things You Should 
Never put on your Resume”

facebook.com/Mays.Business.School
10,690
fan likes

Mays rises in U.S. News and World Reportʼs 
“Best Business Schools”

TAMU scholarship winners, 
YMBA Fashion Awards Gala

Jared Allen ʼ16, contest winner

Happy Holidays from #MaysBiz

Mays ranks Top 10 in Bloombergʼs ROI

270 likes

113 likes

45 likes

94 likes

78 likes

instagram.com/MaysBusiness

794
followers

“Happy Halloween from #MaysBiz! Our 
students are out of this world!”

“Who else is digging this weather? 
#hammocktime #itstheweekend #TAMU”

“Weʼre pretty sure Reveille is surfi ng 
mays.tamu.edu! #TAMU”

83 likes

77 likes

96 likes
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