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Research InterestS                                
My primary research interests comprise service/product innovation, user-driven innovation, social media marketing and sales / sales management. I am very interested in the intersections between these areas, such as social media and innovation or social selling. 
Education
· Ph.D. Managerial Studies (Marketing)– University of Illinois at Chicago
· M.S. Finance – Carnegie Mellon University (Pittsburgh, PA) [doctoral program]
· B. S. Mathematics – Miami University (Oxford, OH)

Journal ARTicles 
Schirr, Gary R. "Community-Sourcing a New Marketing Course: Collaboration in Social Media." Marketing Education Review 23, no. 3 (2013): 225-240. [5 citations]
Schirr, Gary R. and Laurel E. Schirr (2013) “Cross-cultural Selling and Sales Management,” Journal of Selling, (Special issue on cross-cultural selling and sales management.) 12:2 p. 53-60

Schirr, Gary R. and Laurel E. Schirr (2012) “The Dearth of the Salesperson in Marketing Research, Revisited,” Journal of Selling, 12:1 p. 46-56 [Formerly JSMAM]
Schirr, Gary R. (2012) “Flawed Tools: The efficacy of group research methods to generate customer ideas or discover needs for innovation” Journal of Product Innovation Management, Volume 29, Issue 3, pages 473–488, May 2012 [27 citations]
Page, Albert L. and Gary R. Schirr (2008), “Growth and Development of a Body of Knowledge: Sixteen years of New Product Development Research, 1989 – 2004, Journal of Product Innovation Management, May 2008, 25 (3), 233-48 

[As of 03/05/15 via Google Scholar, cited 149 times.]

** Selected as 2008 JPIM Thomas E. Hustad Best Paper!
Book

Service Innovation by Anders Gustafsson, Per Kristensson, Gary R. Schirr, and Lars Witell, Business Expert Press, NY, NY ed. Jim Spohrer and Haluk Demirkan May, 2016

Selected by HBS publishing to accompany cases
Book Chapter

Schirr, Gary R. (2012) “User Research for Product Innovation: Qualitative Methodshttps://www.digitalmeasures.com/login/radford/faculty/survey/maintainActivities/editRecord.do?instrumentId=1111&userId=1588082&surveyDataId=82288612&nodeId=1214147&searchView=screen&searchQuery=&ownerId=1588082&_s=0,” Chapter 14, p. 231-43, PDMA Handbook of New Product Development 3rd Edition, ed. Kenneth B. Kahn, NY, Wiley, December 2012
Conference Papers: Refereed Conferences
Presented (& published in summary form in conference proceedings unless otherwise noted):
Schirr, Gary R. and Thakkar, Maneesh (2019) “Relevant Research and Media for Sales Managers and Professionals” National Conference on Sales Management, Jacksonville FL, March 28, 2019
Schirr, Gary R. (2018), “Networking for Open Innovation by SME Service Providers,” Product Development Management Association Annual Research Forum, Chicago
Thakkar, Maneesh and Gary R. Schirr (2018) “Selling Online: Man or Machine?” 
National Conference on Sales Management, San Diego, CA
Schirr, Gary R. (2017), “Rewards-based Crowdfunding for Product Innovation: Building Community, Gaining User insights, and Validating Value Propositions” Product Development Management Association Annual Research Forum, Chicago
Schirr, Gary R. (2017) “User Collaboration from Startup to Maturing Markets"        Global Research Symposium on Marketing and Entrepreneurship; San Francisco, CA 

Schirr, Gary R. and Maneesh Thakkar (2017) “The Effect of Training on Sales: A Role Theory Perspective” 2017 Conference in Sales Management, St. Louis, Scott Widmier ed. [abstract Journal of Selling]
Schirr, Gary R. and Albert L. Page (2016), “Customer Orientation and Proactive Research Tools:  A User-centered Approach to Service Innovation ,” Product Development Management Association Annual Research Forum,  Atlanta, Editors: Anna Cui, Ruby Lee, and Neeraj Bharadwaj
Schirr, Gary R., Maneesh Thakkar, Laurel E. Schirr (2016), A Fresh Look at SOCO: Should We Link Selling Orientation to Customer Orientation?” 2016 Conference in Sales Management, Milwaukee, Scott Widmier ed. [abstract JPSSM]
Schirr, Gary R. (2015), “Servant Leadership and Customer Orientation as Antecedents of Service Innovation Success,” Product Development Management Association Annual Research Forum, Anaheim, CA Editors: Jon Bohlmann, Rosanna Garcia, Mike Stanko 
Schirr, Gary R.; Maneesh Thakkar; Laurel E. Schirr; Richard E. Buehrer, Lisa Simon (2015) “Reaching the Under-30 Salesperson” 2015 Conference in Sales Management, Houston, TX, Scott Widmier, ed. [Summary posted online; abstract in JPSSM]

Schirr, Gary R.; Maneesh Thakkar; and James Lollar (2014) “Selling with Distraction: Blemish Effects” 2014 Conference in Sales Management, Miami Florida, Scott Widmier, ed. [Summary posted online and abstract included in JPSSM]
**Awarded Axcess Capon – Tanner, Honeycutt, and Erffmeyer Best Paper Award
Schirr, Gary R. and Laurel E. Schirr (2013), “It doesn’t take a village…it takes a Personal Learning Network” Proceedings of 5th Annual Conference on Higher Education Pedagogy, Blacksburg, VA, hosted by the Center for Instructional Development and Educational Research, Virginia Tech (90-minute workshop and summary paper)

Schirr, Gary R., Wil Stanton, Angela Stanton, and Laurel E. Schirr (2012), “Skating through Gen-Ed: Are Business & Professional School Students Left Behind?” Proceedings of 4th Annual Conference on Higher Education Pedagogy, Blacksburg, VA, hosted by the Center for Instructional Development and Educational Research, Virginia Tech
Schirr, Gary R. and Laurel E. Schirr (2011), “Servant Leadership: Authentic Empowerment For Multi-Dimensional Sales Performance – An Empirical Investigation”, Proceedings of National Conference on Sales and Sales Management 2011, Orlando, FL Ellen Pullins, Ed. 

Schirr, Gary R. and Laurel E. Schirr (2011), Team Retest: Changing Assessment into a 

Learning Activity, Proceedings of 3rd Annual Conference on Higher Education Pedagogy, Blacksburg, VA, p. 205 - Center for Instructional Development and Educational Research, Virginia Tech

Schirr, Gary R. and Albert L. Page (2010), “Innovating Web-based B2B Financial Services: User Collaboration Before & After Migration to the Internet” Product Development & Management Association Annual Research Forum 2010, Orlando, FL, October 2010, editors Rebecca J Slotegraaf and Raji Srinivasan
Schirr, Gary R. and David J. Hansen (2010), “Effectuation, Opportunity Recognition, and Innovation: Insights from Cross-Pollination of Entrepreneurial and NPD Research” Product Development & Management Association Annual Research Forum 2010, Orlando, FL, October 2010, editors Rebecca J Slotegraaf and Raji Srinivasan
Schirr, Gary R. (2009), “User Collaboration in New Service Development throughout a product, market, or organizational life cycle: A study from pre-launch through market leadership” Symposium on Marketing and Entrepreneurship, G.E. Hills editor, Chicago, IL

Schirr, Gary R. (2009), The use of focus groups and group research methods in ideation for innovation, Product Development & Management Association Research Forum 2009, Anaheim, CA, Dr. Gerard Tellis, Ed. (not in proceedings at my request)
Schirr, Gary R. and Albert L. Page (2009), “Antecedents of Service Development Success: A Culture-Tools-Process Model”, American Marketing Association Winter Conference 2009, p.27, Tampa, FL, Kristy Reynolds & J. Chris White, Ed.

Schirr, Gary R. and Laurel E. Schirr (2009), “The Servant as Sales Manager: Ethical Empowerment for Customer Orientation and Effective Selling,”  Proceedings of National Conference on Sales and Sales Management 2009, Norfolk, VA, Mark C. Johlke, Ed.

Schirr, Gary R. and Albert L. Page (2008), “A Grounded Study of New Service Development” Proceedings of Product Development & Management Association Annual Research Forum 2008, Orlando, FL, Dr. Abbie Griffin Ed.

Schirr, Gary R. and Albert L. Page (2007) “Customer Input for New Product Development” Proceedings of Product Development & Management Association Annual Research Forum 2007, p. 79, Chicago, IL Cherian, Page and Nakata, ed.


Page, Albert L. and Gary R. Schirr (2007) “Who is Publishing Product Development Research? Proceedings of Product Development & Management Association Annual Research Forum 2007, Chicago, IL Cherian, Page and Nakata, ed.
Schirr, Gary R. (2006) “An Investigation of User Collaboration in Web-based B2B Financial Services” Summer Research Conference American Marketing Association , Chicago, IL, Grewal, Levy and Krishman, ed.

Schirr, Gary R. (2006) “International Marketing from the view of a Civilization Paradigm” Proceedings of Society for Marketing Advances, p. 175, Nashville, TN, Kehoe and Whitten, ed.
  

Schirr, Gary R. (2005) “Experiential Recognition” paper delivered at Babson Kaufman Entrepreneurship Research Conference, Wellesley, MA



 

Page, Albert L. and Gary R. Schirr (2005) “Growth and Development of a Body of Knowledge: 16 years of New Product Development Research” Proceedings of Product Development & Management Association Annual Research Forum 2005, San Diego, CA 
Schirr, Gary R. (2005) “The Dearth of the Salesperson in Marketing Research” American Marketing Association Summer Research Conference 2005, p. 161 Chicago, IL, Walker and Houston, ed. [2 citations]
Schirr (2004) “Opportunity Recognition & Experience,” 2004 Symposium on Marketing and Entrepreneurship, Metz, France, Gerry Hills & Dave Hansen, Eds. Summer 2004
Journal And Conference Reviewing 
· Journal of Product Innovation Management (regular; ongoing)

2007- 
· Journal of Business Research (Service Marketing and Innovation)
 
2015-2017
· International Entrepreneurship & Management Journal (Spec Issue)

Fall 2010

· JAMS – Special issue on intersection of finance and marketing (33:4)          Fall 2005

· Journal of Financial Services Marketing


2004-2006
Review of conference submissions:

· 2007-16 Product Development Management Association Conference
· 2007-11 Symposium on Marketing and Entrepreneurship
· 2008 AMS World Marketing Conference
Journal Service: Social Media Manager for JPIM 




2016-

Teaching Experience: All are undergraduate, upper-level courses, unless noted:
· Professional Selling

· Social Media Marketing (Undergraduate and MBA classes)

· Service and Product Innovation [MBA]

· Globalism, Capitalism and Flattened Marketing (MBA)

· Sales Management




· Finance -- Risk Management (executive MBA at UIC)

· Entrepreneurship





· Global Marketing


Honors

Brand Quarterly (U.K. business publication) listed me as one of the 50 top marketing thought leaders over 50. http://www.brandquarterly.com/50-marketing-thought-leaders-50-2014 

· again in 2015 (15/16) and again in 2016
Academic year 2015-16  Interviewed by two Roanoke TV stations on issues relating to social media

2014 Best Paper Award at the 2014 National Conference in Sales Management in Miami, FL.

Forbes – 2014 Must-follow Marketing Minds on Twitter: http://www.forbes.com/sites/scottgoodson/2013/12/17/must-follow-marketing-minds-on-twitter-2014/
2008 Journal of Product Innovation Management Best Paper Award! (October 2009)
Global CMO Magazine (2013) included in a list of marketers – “50 Marketing Leaders over 50 You should know.”
According to SMM Magazine, I was the #3 most followed marketing professor on Twitter (most short comments on innovation or higher ed.) as of August, 2014. Also included in the “Top 100 Web-Savvy Professors” list (2012) assembled by best online universities - http://bestonlineuniversities.com/web-savvy-professors/ 
INdustry AND OUTSIDE SERVICE activities
VT Corporate Research Center, May 2017, Luncheon talk and discussion to 25 CRC tenants on choosing social media platforms.
SW Virginia Kiwanis Leadership Conference, August 27, 2016, Presented a workshop on the use of social media by a professional and charitable organization.

Wytheville Bland Foundation Conference on Non-Profits, September 2015, Presented a workshop on Social Media Marketing and Non-profit fundraising
Participated in an IBM Smarter Workforce Twitter Chat (2 IBM consultants; 2 professors) IBM #SWFChat Tues., April 28, 2015 1–2 p.m. EDT
Participated in a Online business seminar on social media, hosted by Harper University (2014).
Branding and the use of LinkedIn. Invited by LinkedIn to be a part of a three-person panel and lead a breakout session on branding at “LinkedIn Live” hosted by LinkedIn and the RBTC at the VT Conference Center in June 2013. There were150 attendees (and waiting list), most of them from high tech and startup firms in the NRV.

http://www.radford.edu/content/radfordcore/home/news/releases/2013/july/marketing-prof-helps-people-get-linkedIn.html 

Social Media and Your Business, March 2013. Invited to lead a workshop on small business and social media underwritten by SunTrust and the Radford University Small Business Development Center (SBDC) in partnership with the Virginia Highlands SBDC and the chambers of commerce of Washington and Smyth counties. The event was held at the Southwest Virginia Higher Education Center in Abingdon, VA. 

Crowdsourcing a New Marketing Course, April 2012. Invited to speak at the annual “Social Slam” held by the Social Media Club of Knoxville, TN. There were over 400 enthusiastic paid attendees at this conference. The organizers posted my talk on YouTube at http://www.youtube.com/watch?v=z5OWUhNd8dI 
New Product and Service Innovation: Positioning Your Bank for Success, March 2008. 186 bankers at 71 sites paid $350 for this webinar held by the American Bankers Association. CPA continuing ed. credits were available to CPAs.

Schirr, Gary R. (2011), “Innovation and Social Media,” Social Media Marketing Magazine, April 2011, http://www.smmmagazine.com/magazine/issue04/feature-academic.html
Schirr, Gary R.  (2010), “Social Media Marketing will drive Product Innovation”, Social Media Marketing Magazine July 2010,

http://www.smmmagazine.com/blog/2010/06/29/social-media-marketing-will-drive-product-innovation/ 

Gary R. Schirr (2008), “A Summary of the 2007 Bank New Service Development Survey”, “White Paper” available to members of the American Bankers Association

Gary R. Schirr and Shelley M. Karras (2008), “New Product and Service Innovations: Positioning your Bank for Success” DVD for sale by American Bankers Association
TELEVISION

WDBJ (Roanoke) Interview on “Net Neutrality” for evening news 

July 12, 2017
WSLS (Roanoke) Interview on Social Media and Pre-trial Publicity
January 15, 2016

WDBJ (Roanoke) Interview on Social Media misinformation & tragedies 
August 27, 2015

Service at Radford University

2017-

Director, Graduate and Special Programs – College of Business & Economics

The MBA program was suffering from declining enrollment. With the help of the Graduate Curriculum Committee I pushed through significant changes in the program including:

· Tri-modal Delivery: Synchronous instruction integrating our online and in-class students. Online students became more engaged in the classes.

· Improved accelerated programs to allow undergraduates with high GPAs to take some MBA work for both undergrad and graduate credit.

· Graduate Certification in Business Analytics. This idea came from the analytics instructors and I worked with them to get it approved.
· Agreements for accelerated programs with two other schools.

These innovations and a focus on personal attention to the student pipeline have resulted in a reversal of the declining enrollment.

2017- 
Highlander Discovery Institute Steering Committee. Chosen by President Hemphill to serve on a committee to bring enriching programs to campus.

2016-2017
Faculty Senate

2016-2017
Campus Environmental Committee

2015-2017  
Co-Chair COBE BB&T Innovation Competition


Launched an annual innovation competition for Davis College and the entire university.
2013-current
COBE Social Media Manager – with 1-2 work study students promote COBE on social media
2013-current
Academic Advisor to SM@C – Social Media at COBE, student group that supports Davis College’s SMM efforts
2012-current
Academic Advisor to Pi Sigma Epsilon, national sales and marketing professional fraternity. The new chapter hosted the Atlantic Regional Conference in Fall 2013, did well in competition 2015 Charleston, and has continued to participate in the regional and national conferences.

2014-current
Marketing department awards committee

2015 
High Impact Practices search committee – COBE representative

2013-current 
Innovation Ad-hoc committee

2012-current
BB&T Global Capitalism committee

2013-2014
Assurance of Learning – Served on the college AOL committee and headed AOL efforts for the Marketing Department.

2010-2012
Chair – Graduate Curriculum Committee of the College of Business: Review 

of the two-track MBA, concentrations and elective courses are key issues under discussion.
2008-2010
Marketing Department representative on the Faculty Senate: I represented the department during difficult discussions and decisions on general education requirements and the status of internal governance.

2008-2010
Campus Environment Committee: I worked on the campus environment committee of the Faculty Senate to survey faculty attitudes and concerns. I developed the first online survey of faculty on the campus environment.

2008-2010
Chair – Curriculum Committee of the College of Business: I chaired this committee during AACSB accreditation and gen-ed requirement changes. We also studied strategic decisions on admission to the College of Business.

2008-2010
Chair – Curriculum Committee of the Marketing Department.

2007-2012
Ad-hoc committee on Global Capitalism: this committee, headed by the Dean of COBE, planned classes funded by the BBT grant. I developed the initial outline I developed the first MBA course for the program.

2007-2008
Provost Stanton / Dean Gilbert Committee to apply for a grant for the study of Global Capitalism from BBT Bank. Working initially with the Provost and later with the Dean of the College of Business and Economics, four other faculty members and I developed a proposal that resulted in a $750,000 grant.
Selective Doctoral Consortiums (2006)

· American Marketing Association Sheth Foundation Doctoral Consortium

· Babson College Entrepreneurship Research Conference Doctoral Consortium

· AMA SERVSIG Liam Glynn Award--Consortium at Frontiers of Service (Brisbane)

SELECTive Workshops

· 2007 ISBM Doctoral B2B Workshop

· 2003 Case Western Reserve seminar on Entrepreneurship research
Dissertation: Defended in July 2008
New Service Development: User Collaboration in a Unique Process
Committee Members:
Dr. Albert L. Page (chair)
University of Illinois at Chicago, Marketing

Dr. Abbie Griffin

University of Utah, Marketing

Dr. Gerald Hills

University of Illinois at Chicago, Entrepreneurship

Dr. Joseph Cherian

University of Illinois at Chicago, Marketing
Dr. Benet DeBerry-Spence
University of Illinois at Chicago, Marketing


Business Experience – Product Development, Marketing and Sales Management
2001-2004
President, Market Solutions.
Consulting to new ventures. I provided initial business development, new product assessment, market research and/or initial sales efforts and strategies for new online financial service and risk-management ventures. Extensive engagements with clients in Singapore, New York and Berkeley.
1999-2001
VP—New Products and First VP—New Product Development
I ran product development as well as marketing for two online new ventures. In the first venture, I was the leader of an effort that brought an innovative new product to market in six months time. In the second venture, as VP Product Management, I helped guide the efforts of 100 engineers. I also made initial sales of new products and arranged key alliances for the two organizations.
1993-1999
CEO and MD, Prudential Bache Futures and Fixed Income—Asia Pacific
I ran PBFF-AP’s institutional business, including floor trading on the Singapore exchange and institutional fixed income and derivatives sales and trading. Since PBFF-AP served customers from Sydney to Shanghai, I hired, trained and managed a multi-national, multi-cultural sales force to call on a very diverse group of clients and prospects. 
The Singapore operation was a major turnaround – it had never been profitable in 20 years and had significant regulatory problems. The derivative operations turned profitable for the first time and I was offered the position of chief regulatory officer for Singapore. 
I served on the new products committee of the Singapore Exchange. (Earlier in my career I had served on the new products committee of the Chicago Mercantile Exchange.)
From 1993-95 I was the Managing Director of Institutional Fixed Income and Derivatives based in Hong Kong. The operation was moved to Singapore as a result of concerns raised about the firm’s Singapore Exchange presence in the aftermath of the Barings Bank failure. I assumed management of our exchange operations and revamped our institutional trading and sales from Singapore.
Prior to 1993
Prudential, Chicago Mercantile Exchange, Continental Bank & Metropolitan Insurance
· Marketing and education for financial futures and risk management.
· Staff member of new product committee of the CME.
· Investment Analysis for private funding.
· Arranged private financing for Midwestern corporations.

· Strategic consultant to investment banking functions in a major bank
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